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IlocranoBka mnpodiaemu. B ymoBax 3pocTaHHs LUGPOBOI EKOHOMIKM Ta MPOBAKECHHS
iHQOpMaIIfHUX TEXHOJIOTiM, MapKETHHTOBAa IisIbHICTH HA TIAMPUEMCTBI TOBHHHA 0a3yBaTHWCs Ha
CTpaTerifax, M0 MepeadadaroTh B3a€MO3B’SI30K IIUJICH MiIMPUEMCTBA Ta IHTEPECIB CHOKUBAYIB. 3aBISKU
PO3BHUTKY U(PPOBOTO MAPKETHHTY BUHHKA€E HEOOXiAHICTh HOBUX CTPATETiYHUX IiJXOAIB Ta TEXHOJOTIH, 110
JO3BOJISIIOTh YTPUMYBAaTH ICHYIOUMX CIIOKMBAdiB Ta 3ajydaTd HOBUX, BHOYIOBYBAaTH JOBIOTPHBAJL
BIIHOCHHU Ta 301IBIIYBATH iX >KHTTEBHHA IHKJ, OCOOIMBO KOJIM NMUISX CIIOKMBAada HE € TMPSMHUM. Po3BHUTOK
cy4yacHUX iH(opMamiiHMX TEXHOJOTiH H03BONAe (HOpMyBaTH €IUHE LU(POBE cepenoBuile A poOOTH Ta
B3a€MOJIl 3 CHOXHMBadaMH Ha BCIX eTamax >KUTTEBOIO LMKy, MO0 cTajo Oa3ucoM (opMyBaHHS
OMHIKaHaJIbHOI'O MapKETUHTY.

AHani3 ocTaHHIX qocaigKenp i myoaikaniii. [luTaHHAM PO3BUTKY CTPATETiYHOTO MAapKETHUHTY Ta
Horo Oi3Hec-posli B Cy4acHMX yMOBax ICHYBaHHA MiANPHEMCTBA MNPUIAULUIM yBary  BiTYM3HSAHI Ta
3aKOpIOHHI HAYKOBIT, 30Kkpema, Kotiep @., bamadanosa JI.B., 3o03ymnmpoBa O.B., llImmmka C. B., llltepna
JI.B. Ta Oarato iHmmx. Aje B VYKpaiHi NHTaHHA OMHIKaHAJIFHOTO MApPKETHHTY IIE€ TiJbKH ITOYHHAE
BuBuarucs. B mpamsgx Oxnangepa M.A., BonkoBa H.I., SluxoBcekoi B.A., Tumuak M.B. posrmsagaerscs
MOHATTS ~ «MYJIbTUKaHAJIbHOTO» MAapKEeTHHrY. TakoK, Baromi mpami B YacTHHI  «MYJIETUKaHaJIbHOTO»
MapKeTHHTY MaroTh aMepHKaHChKiI HaykoBmi Margaret Rouse (CIIIA), Minha Hwang (Kanama), Willem
Pieterson (Benuka bpuranis). He3paxarounm Ha HasBHICTH JOCTaTHBOI KUNBKOCTI HampamioBaHb B cdepi
MapKeTUHTY Ta BPaxOBYIOUM IIBUAKHKA PO3BUTOK iH(GOpMaUiHHUX TEXHONOTIH, a, TakKoXk, BTpaTy
aKTyaJdbHOCTI TpaguIliifHoro (OaraToKaHAIBHOTO) MAapKETHHTOBOTO IIAXOAY , NMUTAHHS BIPOBAIHKCHHS
OMHIKaHAJTFHOTO MapKETHUHTY € aKTyaJIbHUM Ta HEOOXI1JTHUM B Cy4aCHUX yMOBaX PO3BUTKY MiIPHUEMCTB.

Mertolo po0oTM € BU3HAUCHHA MPHUHLUIIB TEXHOJIOTiI OMHIKaHAJIFHOTO MAapKETHHTY Ta
OOTpYHTYBaHHSI MOTO 3aCTOCYBaHHS SIK €(EKTUBHOTO CIIOCO0Yy B3a€MOJIii 31 CITOKMBadeM Ta MiABUINEHHS
e(eKTHBHOCTI pOOOTH ITiIITPUEMCTBA.

Pe3ysabTaT 10ciaigkeHHs. B yMoBax mBHAKOTO PO3BUTKY iH(OpMaIiHHUX TEXHOJIOTIH,
omudpyBaHHA 3HAYHOI KIJTBKOCTI MPOIIECIB, 3MIHIOETHCS TIOBEJIIHKA CIIOKHMBAdiB. Y CBITI HIOJHS 3pOCTaE
KUTBKICTh CITOJKHMBAYiB, SKi KyMyIOTh oialiH Ta oHJIaliH ogHOYacHO. 3a manmMmu IBM, puHOK e-commerce
Bupic Ha 30% 3a 2021 pik, B TO# yac KoJu 3BUYaiiHi npojaxi 30inpmmnrcs Ha 1%. [Ipu upomy, 3a JaHUMH
nocmimkeHHs: CBR (Customer and Business Research), 78% cnoxuBauiB kopucTyroTbesi [HTepaerom [1].
ITokymsaM Bce cKiTamHine oOWpaTH HEOOXITHHUH TOBap, a BUPOOHWKAM, MIIIPHEMCTBAM BCE CKIIQJIHIIIES
BUUIATH cebe y KOHKYPEHTHOMY CEpeAOBHINI Ta 3017bIIYBaTH IOKAa3HUKH €(QEeKTUBHOCTI MPOIaxKiB.
BinpmiicTe mianpueMcTB BHMYILICHI TpaHc(opMyBaTHCS Ta BHOpPOBAaKyBaTH HOBI MiAXOOH, CydacHi Ta
e(eKTUBHI MapKEeTUHTOBI iHCTpyMeHTH, udpoBi TexHomorii. OMHIEI i3 Cy4acHHX TEXHOJOTii Oi3Hecy €
OMHIKaHAJTFHUH MapKETUHT, SIKAH 30CEepPEePKCHWN Ha ITOCHTIIOBHOMY, IEPCOHAI30BAHOMY KIII€EHTCHKOMY
JOCBifl y pI3HMX TOYKax NOTUKYy. PaHilie, 10 MOSIBM OMHIKaHAJILHOTO MAapKETHHTY, B IOCHIIKEHHIX
HAyKOBISIMH CITIOCOOIB B3aeMOJii 31 CHOXHBadueM HaHOITBIIOro MOMMpPeHHS HaOyB MyIbTUKaHAIBHUN
MapKeTHHT. MyJbTHKAaHATGHAA MAapKeTHHT — II€ 3JaTHICTh B3A€EMOJIATH 3 IOTCHIIHHUMU KIIEHTaMH Ha
pizHuX iHpopManiitHuX atpopmax. OTxe, Ile MAPKETUHT Pi3HUX KaHAIIIB, SIKUHM CHPOIIYE JUIS CIIOKHBAYIB

33



BHOIp crmocoOy 3MiHCHEHHS KYIIBIi , IO € JUIsl HUX HAaWOIbIn 3pydHuM [2]. Alle Takui miaxin Mae MeBHI
HeoiKy, cepen skux Kotiep [3], BU3HAYMB HACTYITHI:

— BHCOKa HMOBIpHICTh KOHKYpPEHIIi M)k MApKETHHI'OBUMH KaHAJIAMH;

— BIZICYTHICTH YiTKOTO PO3MOILTY MpaB, 000B'S3KIB, pojici Mk yJaCHUKaMU KaHAITy;

— BIZICYTHICTh BpaxyBaHHS IepeBar CIIOKWBada 10 KaHamy ais (GOpMyBaHHS MOPTQens KaHaIiB
B3aeMOIII.

3a3HaueHi HEJONIKM MOXKHA YCYHYTH Il 4ac 3aCTOCyBaHHS OMHIKaHAJIbHOTO MapKETHUHTY s
MOOYIOBY B3a€MOIii 31 croxkuBadamMu. OMHIKaHATEHAA MapKEeTUHT — II€ BHJ MAapKETHHTY, IO Tepeadadae
HEPO3PUBHE BHUKOPHUCTAHHS OJJHOYACHO JCKUIBKOX KOMYHIKALIHHUX KaHAaTIB JUIS B3a€MOJII 31 CIIOKUBauEM
[4]. ToOTO 1e cTpareris MUPPOBOr0 MAPKETUHTY, KA BUKOPUCTOBYE 0araTo pi3HUX KaHAIB JJIS OXOTLICHHS
KJTI€HTIB 32 JIOITOMOT'O0 TIOCITITOBHOTO TTOBITOMIICHHS Yepe3 NMEKiIbKa TOYOK JTOTHKY, sSIKi CTBOPIOIOTH €THHE
uugpoBe cepeaoBuiie st podotu. JJocBix poOOTH 3 OMHIKaHAIBHICTIO Mepeadayae, 1o O0araToKaHaIbHUN
KJITieHT 0auuTh MONIOHY MapKETHHIOBY KOMYHIKALiI0 Ha KiJbKOX IUIaTdopMax, sSKi BiH 4acTo BigBiaye, i
KOXXHE TIOBiIOMIICHHS HaOJIMXkae ioro 1o mokynku. CroKuBad, CaMOCTiiiHO, 00uparodn crocio B3aeMomii 3
MiANPUEMCTBOM, OTPUMYE TIEPCOHAi30BaHy, IOBHY iH(pOpPMAII0 MPO TPOAYKT Y OyAb-sSKOMY
MapKETHHTOBOMY KaHalli, OCKUILKH BOHHU 1HTETPOBaHi, TOCTYII 10 aCOPTHUMEHTY, YMOB ITOCTa4aHHSI, & TAKOX,
Ma€ MOXITUBICTh PO3MOYATH MTOKYTIKY B OJTHOMY KaHaJli Ta 3aBEPIIUTH B iHIIIOMY.

IcHye wiTka BIAMIHHICTH MYJIBTHKAHAIHEHOTO (OaraToKaHAIBHOTO) Ta OMHIKAHAIHHOTO MAPKETHHTY.
baratokaHanpbHMIi MapKETHHT OIMCY€ CTpATErir0 BUKOPHCTAaHHA KIUIBKOX PI3HUX KaHANIB JUIS
MapKeTHHTY[5], TOJli IK OMHIKaHaJbHUI MapKETUHT rependadae o0’ eTHAHHS IMX KaHAJIB B €UHUI IIPOIIeC
[6]. [TopiBHAIRHUIT aHAITI3 MYJIFTHKAHATEHOTO Ta OMHIKAaHAIBHOTO MApKETUHTY HaBEIEHO B TaOmwi 1.

Tabmuus 1 — Knacudikauist MyIbTHKaHAIBHOI Ta OMHIKaHAJBHIX CTpaTerii
Table 1 — Classification of multichannel and omnichannel strategies

Kaacndikaniini MyJabTKaHaJbHA CTPATeris OmHikaHaJBHA cTpaTeris
03HAKH

3poOUTH KITIEHTCHKUH JTOCBI
301IBIIMTH KUTBKICTh TOYOK JOTHUKY 3 | MaKCHMAJIbHO MPOCTHUM, a [1¢ O3HAYAE
ims PI3HUMH CTIOKUBaYaMH, HE IHTETpyBaTH BCi KAaHAJIN B €IMHE
[I0B’ I3aHUX MIX CO00I0 UG poBe CePeAOBUIIIE TSI OTPUMAHHS 1
YTpUMAaHHSI JAaHUX.

OcHoBHu#t pokyc MapKeTHHTOBHIA KaHa B3aEMOJI1 CrioxxmBay Ta foro customer journey
BararokanaapHICTB, PU ITHOMY €IUHUN TIEHTp YIIPABTIHHS 3
KinpkicTh kaHaIiB OHJIaliH Ta o(aliH He iHTerpoBaHi CYKYIIHICTIO IHTETPOBAaHHMX KaHAIB
MiX c000I0 (o¢maiin Ta oHJAH) MiX CO00I0
HasBHicTh €1uHOTO . .
JHE He motpibno [otpibHO
LIEHTPA yNPaBIIiHHA
[Ipunauun B3aemoii 3 N . .
pHHi A 3aransHui [TepconanizoBanwmii
CTHOXHBaYeM
MonepHizauis 6i3Hec- . .
AepHizall He notpibno [MotpibHO

MpoIIeCiB

Licepeno: cghopmosarno asmopom Ha 0CHO8I QOCHIOHCEHD.
Buxopsun 3 NOPIBHAJIBHOTO aHalizy, MOXHa Cc(OpPMYBaTH KOHLENTYyaJbHY MOJEIb B3a€MOJIIT
OMHIKaHaJIbHOTO MapKeTHHTY 3i crioskuBadyeMm (Puc.1)

EdexTuBHICTS OMHIKaHATBHOTO MAPKETHHTY B 3HAYHIN Mipi 3aJI€)KHUTh BiJl IHTETPOBAHHX MiX COOO0I0
KaHaJIiB B3a€EMOJIi CIIOKMBaya Ta MiAMpHEMCTBA. i YiTKOrO PO3yMiHHS TOUOK KOHTaKTy, aHami3y ix Ta
(hopMyBaHHS IHCTPYMEHTIB OMHIKaHAIBHOCTI, TOTPiOHO chopmyBaru CJP (Customer Journey Map) — nursax
KIIiEHTa BiJl IOTpeOH B TOBapi/Mociy3i A0 MOMEHTY NpUAOAHHS TOBapy/OTPUMAaHHS MOCIYTH, TOOTO OIHUC
HOro muIAXy Ta B3a€EMOJIi 3 pecypcaMu MmiAnpueMcTBa [7]. Maoun 4iTke pO3yMiHHS MOBEIIHKH CIIOKMBAYa,
MOXJIMBO e()eKTUBHO B3aEMOJIATH 3 HUM. Bukianemo anroputm modyaosu CJP Ha pucyHky 2.
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Pucynok 1 — KoHnienTyaiabHa MOJIEb B3aEMO/II1 OMHIKAHAJILHOTO MAPKETHHTY 3 CIIOXKHUBAYCM.

OHnanH
KOMYHiKauma

Figure 1 — Interaction of omnichannel marketing with the consumer
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B3a€MOil CIIOKUBada
3 MAIPUEMTCBOM
(6penmom)

(Customer Journey |==
Map)

BU3HAYUTH KJIFOYOBI
TOYKH B3a€MOIl Ta
HaIaTu
NpiopiTH3ALI0 iM

v

ONTUMI3yBaTH
KPUTHYHI Micus Ta
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peanizyBaTy IUIaH

v

MPOBECTH aHAaIi3
pe3yIBTaTUBHOCTI

Pucynok 2 — Anroputrm no6ymosu CJP (Customer Journey Map)
Figure 2 — Algorithm of construction CJP (Customer Journey Map)

Lborcepeno: cghopmosano asmopom Ha 0CHOGI 00CTIONCEHD.

Posnounnarn moOyzoBy CJP moTrpiOHO 3 BH3Ha4eHHS BCiX TOYOK B3a€EMOJIl CIOXKHBAadiB 3
iANPHEMCTBOM (OpeHIOM), sIKi MOKYTh BHHUKHYTH TIiJl 4ac KOHTAKTyBaHHS 3 HUM. HacTynmHUM KpOKOM €
BHU3HAYEHHS KpaiHiX TOYOK (TI0YaTOK MpOILeCy B3aeMOii Ta KiHeup). K10 MiANPUEMCTBO HANIYYy€e cepen
CBOIX CITO’)KMBadYiB JEKiIbKa CETMEHTIB KIIIEHTCHKOI 0a3u, TO BIAMIOBIAHO J0 KOXHOTO CETMEHTY BU3HAYCHHUX
cnoxuBadiB popmyerbes cBiii CJP. HacTymHMI KpoK — BU3HAYHMTH KITFOYOBI TOYKH B3a€EMOJIl Ta HalaTH
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npiopurer iM. KoxeH kaHan abo TOYKY B3aeMomii MOTPiOHO AETaTbHO OIIHWTH, HA OCHOBI JOCHiIKEHOT
iH(dopMarii mpo ITHOBY [if0, CIICHApii B3a€MOIil, KpUTEpil yCHinmmHOCTI B3aemomii. Jlaii, mepepaxyBaTu BCi
MOJKJIUBI 0ap’epH, sIKi MOXKYTh BUHUKHYTH Y CIIO’)KHBadiB y KOHKPETHIH Toulli B3aeMoii. HacTymHuii Kpok —
1Ie HEOOXIHICTh ONTUMI3yBaTH KPUTHUYHI MICllS T4 BU3HAYUTH BapiaHTH 3HIKCHHS, YCYHCHHs Oap’€piB.
OnrtumanesHe pillieHHsS MOXKHA 3HAWTH JIMIIE 32 JTOTIOMOTOI0 TECTYBaHHS Ta BiACTIIKOBYBAaHHIO PE3yJbTaTy.
SIKmo HOBMH BapiaHT Mpalloe Kpalle 3a IMOoNepeAHid, MOXKHA MEePeXOJUTH 0 MOAaibIIoi ONTHMi3aii.
HacTtymHu#i kpox — BH3HAYUTH BiJNOBIJANBHUAX 0Ci0 32 omTMMi3amiio Ta chopMyBaTH HEOOXiTHI pecypcu
U 110T0. BinmoBimanmbHI 0coOM 3a mpolecH MoAajbInol ONTHMI3alii MPUCTYMATh 10 peaji3alii MiaHy
onTuMi3arlii Ta mokpameHHA. J[1g epeKTHBHOCTI poOOTH CIIiI ACTATLHO aHANI3YBATH PE3yJIHTATHBHICTH
nporeciB. Cepen TMOKa3HHKIB, SKi MOTPIOHO BHU3HAYATH IICIIS 3aBEPIICHHS Tporecy, € kKouBepcis, ROI
(mo3BOJISIE OIIHUTH pealibHy BUTOAY Bia onTumizallii). J(on1aTkoBO MOXHA BUAUTUTH MOKa3HUKH Retention
Rate (xoedimienT ytpumanHsi) ta Repeat Purchasing Rate (koedimieHT MOBTOPHHMX IOKYIIOK), SIKi TEX
MOKa)KyTh OLIBII AETaNbHO ePEeKTUBHICTh OoNTUMI3alii Touok B3aemoii y CJP. [cHyroTh mporpamMHi pireHHs
s crBopeHHst CJP, siki TOMOMOXYTh CTPYKTYypyBaTu Beluki 00’emu naHux. Cepell TaKHX MPOTPaMHHX
npoaykTiB ciin Bunimutu Miro, UX Pressia. Touchpoint Dashboard, Smaply Ta iHmi.

OTXe, BIPOBA/HKCHHS OMHIKaHAIBHOTO MiAXOMy Tepeadavyae CHHXPOHI3AIII0 diii MapKETHHTY Ta
iHopmariitaux Texaojoriid. OMHIKaHATFHUH MapKETHHT B 3HAYHIN Mipi 3aJICKUTH Bijl TaHUX CITOKMBAYIB,
mo0 BIiACTEXYBaTH KIIEHTCHKUI JOCBiA (customer experiencer) y pisHEX KaHamax. OcoOiuBiCTh
OMHIKaHaJIbHOTO MapKETHHTY B TOMY, IO 3 KOXKHOI TOYKH B3a€EMOJII 3 MiANPUEMCTBOM (OpPEHIOM) MOXKHA
OTPUMYBATH JaHI MPO KII€HTA, BIACTEXKYBaTH HOro HUIAX 1 MaTH 3arajbHy KapTHHY IMEpeMIlIeHHS 3a
eTaramMH MPUHAHATTA pilIeHHS mpo HOKynKy [8]. Peamizamist Takoi cTpaTerii BUMarae 3alydyeHHs BEJIUKOI
KUTBKOCTI BCiX BHJIB PecypciB, AKi MOB's3aHi 3 HEOOXiAHICTIO OOPOOKM BEIMUYE3HOI'O OOCITY JaHUX IPO
CHOXKHMBa4da, SIKi HAIXOHATh 13 YCIX KaHANIB MiJIPUEMCTBA: CaWTy, MOOUIBHUX JOMATKiB, (i3WIHHX
MarasuHiB, COIIaIbHUX MEpPeX, KOHTAKT-eHTpy. O0'eMHaHHs MaHUX, [0 3HAXOIATHhCS B PI3HUX JKEpernax,
Ta HaJaHHA iX KOPHUCTyBavYaM B yHi(iKOBaHOMY BUTJIAI Hamae 3HAYHY IiepeBary Oyab-skomy Oi3Hecy. Lle
HeMOXJIMBO 0e3 iHTerpyrouoi mrardopmu (eSputnik, Terrasoft, Mindbox, Synerise, Sendpulse, Sendsay Ta
iHmi). Takuii mpouec 3IMCHIOETBCS NUILXOM iHTErpaiii Ta BUKOpUCTaHHS iHTepdeliciB B3aemoii (API)
MiX Pi3HHMH IIaTGopMamH, 110 aBTOMATHU3YIOTh Pi3HI MPOIIECH.

TakuM 4YWHOM, A7 TOTO, 00 pO3MOYATH CTBOPEHHS OMHIKAaHaJbHOI MapKETHHTOBOi CTpaTerii
noTpiGHO:

1. Po3rnsHyTH HITEOBY ayAWTOPI0 TOTEHIIIMHUX CHOXHUBAYiB 1 Te, IK MOXKHA X OXOMUTH. Marouu
YiTKe YSABJICHHA TPO Te, K KIIEHTH B3a€MOJIIOTH 13 miampueMcTBOM (OpeHIOM), MOXHa (OpMyBaTH
IHTErpoBaHi KOMYHIKaIlii, Ki IPAIIOI0Th Pa30M Ha CIIOHYKaHHS KIII€HTIB O KOHBEPCii.

2. CermeHTyBaTH CBOiX cHOXuBadiB. lIporec cermenTtarii mepembadae CTPYKTYpH3aAIii0 Ta
00’eJHaHHS KIIEHTIB Ha OCHOBI pI3HHX JeMorpadidyHMX TOKa3HWKIB, TaKuMX SK CTaTh, reorpadiuHe
po3TallyBaHHs, BIiK, J0XiA. PO3IUIMBIIM CIOKHBAa4YiB HA OJUHMIN 3aJIEKHO BIJ IXHIX KJIHOYOBUX
BiIMIHHOCTEH, MO’KHA HAJIAIITYBATH KIIIEHTCHKUI JTOCBII.

3. OOpartn kaHanmu KomyHikanii. ToOTro oOpaTm sKi KaHand BHKOPHUCTOBYBATH, CIIOYATKY
BH3HAUYMBIIH, ¢ CIIOXHBAadl XOUYyTh OTpUMYBaTH iH(popmamito (OHIAWH pecypcH, COIlialbHI Mepexi,
€JIEKTPOHA TIOIITAa TOIIO). | '0JI0OBHE 3a0e3MeUnTH Y3roKeHICTh MAPKETHHTY IS BCiX KaHATIB.

4. CrnigxyBatu 3a CJP (Customer Journey Map). BusHauatu pi3HI TOYKH B3aeMojii, depe3 sKi
MIPOMIYyTh CIOXKHMBAdi BiJ] TEPIIOTO KOHTAKTy IO OCTAaTOYHOI MOKymkd. I[loTpiOHO 3’scyBatH, 3BiIKH
MPUXOAATH KIIEHTH Ta SIK BOHM B3a€EMOMIIOTH i3 MapKETHHIOM, TOJAI MOXKHA aJanTyBaTH peKiaMy II0 ix
KOHKDPETHOT B3a€EMOJIii Ta 30CepeIMTH MapKETHHT Ha TPaBIIBHUX KaHaaXx.

OMHiKaHaIbHUH MapKeTHHT A03BOJISiE 301MbIIMTH 0a3y aKTUBHHUX CHOXHMBAYiB Ta 3MEHIIHUTHU BiITIK
X, CTBOPUTH NO3UTHUBHUHN KIIEHTCHKHIA JOCBiA, 3a0€3MeUnTH picT moka3zHuka Brand Awareness, TUM caMum
migBUIIUATH (hiHAaHCOBY e(eKTHBHICThH mignpueMctBa. Cepell MOKa3HUKIB €KOHOMIYHOI eeKTHBHOCTI CIIiJT
BH3HAYUTH HACTYITHI:

— BHCOKHI Koe(iIieHT KOHBepCii Ha KOXXHOMY €Talli B3aEMOJIil;

— Bucokmid koedirieHT okymHOCTI (ROI) Ha KOXKHOMY eTarri B3aeMOIii, OCKUTBKH TOYKH B3a€EMOJIii
OLIBII TEPCOHAI30BAHI;

— T'y4yHa Ta aJanTUBHA CTPATETisl, SKa T03BOJISE MIBUIKO ONITUMI3yBaTH MPOIIECH;
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— Brucoknii moka3Huk LTV (Lifetime Value — >kuTTeBUH ITUKIT KITi€EHTa — COBOKYITHHM MPUOYTOK, 110
OTPUMYETHCS BiJl OJTHOTO KITIEHTA 32 BECh Yac);

— BUCOKHIA piBeHb 3a10B0oJicHOCTI KinieHTiB Ta 3HKeHHs CAC (Cost of Customer Acquisition);

— KepyBaHHS Ta KOOPJUHALliSl BAKOPUCTAHHS 1HTETPOBAHUX MAapKETHHIOBUX KaHAIIB 4epe3 €INHUH
HEHTD;

— PO3BHUTOK Ta MacIITaOyBaHHs Oi3HeCY.

BucHoBku. BuzHauuBIIM OCHOBHI MPUHIMIIN TEXHOJIOTii OMHIKaHAIBHOTO MAapKETUHTY, MUK 10
pO3yMiHHS HEOOXITHOCTI Tepexoay IMITMPHEMCTB Bil TPATUIIHHOTO, MYJIBTHKAHAIBHOTO TMiAXOAY MHO
OMHIKaHaJTBHOTO. ['OJIOBHOIO MUIII0 OMHIKAHAIBHOTO TIIXOAY MAapKETHHTY € CTBOPEHHS IIPOCTOTO i
KOM(OPTHOTO KJIIEHTCHKOTO JOCBIAY, IO JO3BOJISE HE3AJICHKHO BiJl MICIIE3HAXO/PKEHHS Ta iH(GOpMAIliiiHOTrO
MIPUCTPOIO CIIOKMBA4 MIr KOHTAKTyBaTH 3 MiANpHEMCTBOM (OpeHIoM). BrpoBakeHHs OMHIKaHAJIBHOTO
MiAXOQY B MAapKETHHTY CHPHUSTIUBO MO3HAYUTHCSA HA MPOJAXKax, OBipi CHOXKMBadviB, a OTKe, Ha OakaHHI
MoBepTaTUCA, 1100 pOOUTH TMOBTOPHI MOKYNKH. Y KOMIIAHil 3'ABISETHCS MOXIMBICTH Ui OiibII
e(eKTUBHOIO0 BH3HAYCHHS aCOPTHUMEHTY MPOAYKLIl UM MOCIYT, YIPABIiHHS LiHAMU Ta KUTTEBUM LHUKJIOM
kiieHTa. Lle 103BOANTH 3aJly4YUTH HOBUX KIIIEHTIB, PO3IIUPUTH YaCTKy PUHKY, JONOMAaraTH MpoaHaji3yBaTH
Iii KITIEHTIB Ta MEPCOHANII3YBaTH BOPOHKY IPOJAXiB. 3PEIITOI0, BCE M€ HATAE MOXJIMBICTH ITiIBHIIYBATH
e(heKTHBHICTh MpoaaxiB i Oi3Hecy B 1igoMy. OTXKe, JII CTBOPESHHS €(EeKTUBHOTO OMHIKaHAIHHOTO JOCBINY,
noTpibHa YiTKa MapKeTHHIOBa CTpATETis, M0 0a3yeThCs Ha NAHHWX CIIOKMBaya, JETANbHINA cerMeHTamii Ta
YITKOMY TUIaHI IEPCOHANTI30BAHOT B3aEMOII 3 HHM.
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PE®EPAT

bakynia O.0. OMmHIKaHAaTbHUH MapKETHHT, sK e(eKTHBHHH CIOCIO B3aeMOIil 3 CIIOXKHWBadYeM
/ 0.0. bakymniu, A.B. Bokwuii / Bichuk HanionansHoro tpancnoptHoro yHiBepcuretry. Cepist «ExoHOMIuHI
Hayku». HaykoBuit xxypran. — K. : HTY, 2022. — Bun. 2 (52).

CraTTss TpHCBSYEHA MOOCTIMKCHHIO Ta BH3HAYCHHIO MNPHHLUIIB TEXHOIOTii OMHIKaHAJIHLHOTO
MapKeTHHTY Ta HOro OOTpYHTYBaHHs, K €EKTHBHOTO CIOCOOY B3a€MOJIIi 31 CIIOKMBAa4YeM Ta ITiBUIICHHS
eQeKTUBHOCTI MiAmpUeEMCTBAa. AJDKe B YMOBaxX 3pOCTaHHS IM(POBOI EKOHOMIKM Ta MPOBAKCHHS
iHQOpMAaIITHUX TEXHOJIOTIH, (OPMYIOTECS HOBI HiAXOAM 0 MAPKETHHTOBOI TisSIIBHOCTI. 3aBASKUA PO3BUTKY
nu(GpPOBOTO MAPKETHHTY BHHHKAE HEOOXITHICTh HOBHX CTPATETiYHMX ITAXOMIB Ta TEXHOJIOTIH, IO
JO3BOJISIIOTh YTPUMYBAaTH ICHYIOUHX CIIO)KMBAYiB Ta 3ajlydyaTd HOBUX, BHOYZOBYBAaTH JOBTOTPHBAJi
BiZTHOCHHU Ta 30UIBIIYBATH IX )KUTTEBUI LUK, OCOOIMBO KOJIU IIUIAX CIIOYKHBAYa HE € TIPSIMHUM.

OOG'eKT TOCIIHKEHHS — MIPOLIECH  B3a€EMOJIIT 31 CHOXKUBAYEM JUIsl MMiJBUINECHHS 00CATIB MPOJaXiB Ta
e(eKTUBHOCTI poOOTH MiANPUEMCTBA.

Mera pobotn € BH3HAYEHHsS MPUHIMIIB TEXHOJOTii OMHIKQaHAJIBHOTO MAapKeTHHTY Ta
OOTpYHTYBaHHSI MOTO 3aCTOCYBaHHS SIK €(EKTHBHOTO CIIOCO0Yy B3a€MOJIii 31 CITOKMBadeM Ta IiABUINECHHS
e(heKTHBHOCTI pOOOTH MHiAMPHUEMCTBA.

Mertonu JMOCHIDKEHHS — TEOPETHUKO-JIOTiYHE OOIPYHTYBaHHS TPHHITUIIB OMHIKaHAIHHOTO
MapKETUHTY, METOJH EKOHOMIYHOTO, CHCTEMHOTO Ta TIOPiBHSJIBHOTO aHaJIi3y.

['0JI0BHOIO IIJUTIO OMHIKAHAJILHOTO MIXOAY € CTBOPEHHS MPOCTOTO i KOM(OPTHOTO KITIEHTCHKOTO
JIOCBiLy, OO0 He3aleXKHO BiJl MICIE3HAXOMKEHHS Ta iH(QOPMAIIHOTO TPHCTPOIO CIIOKWUBA4 MIr
KOHTaKTyBaTH 3 MiANpHEMCTBOM (OpeHmom). BrpoBamkeHHsS OMHIKAHaJBHOTO MiAXOAY B MAapKETHHTY
CIPUSATIMBO NMO3HAYUTHCS Ha MPOJIaKax, JOBipi CIOKUBAYIB, a OTKE, Ha OakaHHI MOBepTaTHCS, 00 poOUTH
MMOBTOPHI TOKYMKHA. Y KOMIAHII 3'ABISETHCS MOXIHMBICTH I OUMbInl  e(EeKTUBHOTO BU3HAYCHHS
ACOPTUMEHTY TPOMYKITi YW TIOCITYT, YIPaBIiHHSA IIIHAMH Ta >KATTEBUM IMKJIOM KiieHTa. lle mM03BOIUTH
3IyYATH HOBUX KII€HTIB, PO3MIMPUTH YaCTKy PHHKY, IOTIOMAaraTH IPOAHATI3yBaTH [ii KII€HTIB Ta
MEPCOHAJII3YBATH BOPOHKY MPOJAaXiB. 3pEIITO0, BCE Il HANa€ MOXJIMBICTh MiJBHMILYBaTH €()DEKTUBHICThH
MpojaxiB i 6i3Hecy B IiloMy. TakuM YWHOM, OTPHUMaHi pe3yJIbTaTH MOXYTh OyTH BHKOPHCTaHHI NpHU
BH3HAYEHHI CTparerii MapKeTHHTOBOI IisSUIBHOCTI MiANPUEMCTBA, IO J03BOJHUTH MOKPAIIUTH B3aEMOJIIO 31
CHOXKMBa4aMU Ta MiIBUILUTH (HiHAHCOBY €EKTUBHICTH MiANPHEMCTBA.

KJIFOYOBI ~ CJIOBA: OMHIKAHAJIBHUII ~ MAPKETHUHI, MVJIbTUKAHAJIbHUM
MAPKETHUHT, MAPKETHUHI'OBAA CTPATEI'LA, MAPKETHUHI'OBAA JISJIBHICTD,
MATIPUEMCTBO.

ABSTRACT

Bakulich O.0., Bokyi A.V. Omnichannel marketing as an effective way of interaction with the
consumer. Visnyk of the National Transport University. Series «Economic sciences». Scientific journal. —
K.: NTU, 2022. — Issue 2 (52).

The article is devoted to research and definition of the principles of omnichannel marketing
technology and justification as an effective way to interact with the consumer and increase the efficiency of
the enterprise. After all, in the conditions of growth of digital economy and production of information
technologies, new approaches to marketing activity are formed. With the development of digital marketing,
there is a need for new strategic approaches and technologies that can retain existing customers and attract
new ones, build long-term relationships, and increase their LTV, especially when the consumer journey is
not direct.
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Object of the study: omnichannel marketing as a way to interact with the consumer and increase the
efficiency of the enterprise.

Purpose of the study: defining the principles of omnichannel marketing and justification as an
effective way to interact with the consumer and increase the efficiency of the enterprise.

Method of the study: theoretical and logical substantiation of the principles of omnichannel
marketing, methods of economic, systems and comparative analysis.

The main goal of the omnichannel approach is to create a simple and comfortable customer
experience so that regardless of location and information device, the consumer can contact the company
(brand). The introduction of omnichannel approach in marketing will have a positive effect on sales,
consumer confidence, and therefore the desire to return to make repeat purchases. The company can more
effectively determine the range of products or services, price management and customer LTV. This will
attract new customers, expand market share, help analyze customer behavior and personalize the sales
funnel. Ultimately, all this provides an opportunity to increase the efficiency of sales and business in general.

The results can be used in determining the marketing strategy of the enterprise, which will improve
interaction with consumers and increase the financial efficiency of the enterprise.

KEY WORDS: OMNICANAL MARKETING, MULTICANAL MARKETING, MARKETING
STRATEGY, MARKETING ACTIVITY, ENTERPRISE.
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