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The purpose of the article is to substantiate the principles of transformation of relationship marketing models in the context of the
development of the digital economy.

The article provides a justification for the principles of transforming relationship marketing models in the context of the development of
the digital economy. It was considered the main approaches to defining relationship marketing. It was analysed relationship marketing models in
the digital economy. An analysis of existing relationship marketing models has shown that classical approaches focused on linear and relatively
stable relationships are gradually transforming into more complex, dynamic interaction systems that operate in a digital environment. It has been
established that digitalization changes not only the tools of marketing activities, but also the very logic of building relationships with consumers.

The differences between classical relationship models and dynamic interaction systems are identified in the context of the transformation
of the concept of relationship marketing in the digital economy. The latest models of relationship marketing are substantiated, which are
implemented in the following areas: digital relationship marketing; social CRM; online customer engagement marketing; brands as part of digital
ecosystems (platform ecosystems); consumers as value co-creators (Value co-creation).

Social CRM (Customer Relationship Management, CRM) is substantiated, which is actually a system for managing relationships with
customers. Attention is focused on the formation of CRM systems in which information about existing, potential and former customers is
accumulated, which is structured in a format convenient for use and further analysis. It was determined the structural elements and components
of the Social CRM (Customer Relationship Management, CRM) concept.

The principles of engagement marketing have been identified, which include the following: personalized approach; emotional interaction
and empathy; market micro-segmentation; building trust; customer-oriented culture; data collection and analytics (data-driven marketing);
personalized push notifications; individual recommendations.

It has been proven that digital communication channels are changing not only the tools of interaction with consumers, but also the way
trust, communication and communities are formed around the brand. In these conditions, the effectiveness of relationship marketing is determined
by the ability of the enterprise to adapt to the changes in the digital environment, use data analytics and provide personalized interaction with
consumers.
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IIOCTAHOBKA ITPOBJIEMUN Y 3ATAJIbHOMY BUIJIAOIL
TA 11 3B’5I30K 13 BAXKJIMBUMU HAYKOBVMM Ul IPAKTUUHUMM 3ABOAHHSIMU

AKTyaJbHICTh TeMM 3yMOBJIeHa DIMOOKMMM TpaHchOpMallisiMy CydacHOTro Oi3Hec-cepeioBuIIa,
1110 BiﬂGYBaIOTbCSI Mif, BIUIMBOM IIM(POBi3allii Ta CTPiMKOTO PO3BUTKY iH(POPMalilTHO-KOMYHiKaIlilTHIX
TeXHOJIOTI.

B cyugacHMx yMOBax KOHKYpPeHIIi MK HiAIIpYeMCcTBaMI defasli OiIbIre 3MIITy€eThCs 3 IUIOMIVHY
IIIHOBMX i IPOAYKTOBMX IepeBar y cdepy popMyBaHH: JOBIOCTPOKOBUX B3a€EMOBITHOCHH i3 KIlieHTaMu,
HapTHepaMy Ta IHIOVMM CTeMkxoigepamu. Lludposa exoHoMika KapawHaJIBHO 3MIHIOE XapaKTep
B3aeMopil Mix OizHecoM i cnoxxwBadamm, 3abesrtedyroun HOBI KaHaIM KOMYHIKallil, epcoHasmi3arii Ta
3arygeHHs K1ieHTiB. ComianbHi Mepexi, udposi wiardopmuy, Benuki nagi (Big Data), mryunmi iHTeexT
i CRM-cucTemMut CTBOPIOIOTE IepelyMOBM IS epexXoly Bif] TpaH3aKI[iIHOrO MapKeTVHTY /10 MapKeTUHTY
BiJHOCUH, Opi€HTOBAaHOTO Ha (POPMYBaHHS JOBrOCTPOKOBOI MiHHOCTi KitieHTa (Customer Lifetime Value).
Y 1mx yMoBax minmmpueMcTBa 1oTpeOyIOTh HOBUX MOJIeIeli YIIpaB/IiHHs BilHOCHHAaMM, Ki BpaXOBYIOTh
IVHaMIgHICTh IM(POBOTO CepeoBuINa, 3pOCTalody POk JaHVIX Ta 3MiHY ITOBEIiHKM CIIOXKVBaYiB.

OcobmmBoil akTyasibHOCTI HaOyBae po3pOO/IeHHsI Ta BIOCKOHAJIEHHS Moesierl MapKeTVHIY
BITHOCUH, $Ki HO03BOJIAIOTH iHTerpyBaTy IIM@POBi iHCTpYMeHTM B CUCTeMy YIIPaBJliHHSA KJIi€HTCHKMM
JIOCBiOM, MiIBUIyBaTV PiBeHb JIOSUILHOCTI CIIOXKMBadiB, ONTMMI3yBaTH KOMYHIKallifiHi Ipollecu Ta
3abe3rieyyBaTV CTiVIKMII PO3BUTOK MiAIIPMEMCTB. B yMoBax BMCOKOI TypOYJIeHTHOCTI PWHKOBOTO
CcepemoBMINIa Ta IIOCWIEHHSI KOHKYPeHIIil caMe edeKTMBHe YHIpaBJIliHHS BiTHOCMHAMVI CTa€ KIFOUYOBVIM
daKTOpoM KOHKypeHTOCIIpoMoXkHocTi. KpiM TOro, akTyaspHICTP TeMM IIOCWIIIOETBCS HeOOXimHICTIO
ajjanTallil migIIpreMCTB 10 HOBMX BUKJIVIKIB, 30KpeMa I poBoi TpaHcdopMallii, Kpr30BMX SBUIL, 3MiHNU
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CIIOXXVIBYMX IIPiOPUTETIB Ta 3pOCTaHHS BVIMOT [0 IIBVIKOCTI 71 SIKOCTi 0OC/TyroByBaHH:. Y TaKMX yMOBax
BUHVKaE 10Tpeda y popMyBaHHI HAYKOBO OOIPyHTOBaHMX IIiIXOAIB 110 IIOOYZOBY MOJIesiet MapKeTUHIY
BITHOCKH, $IKi TTO€MHYIOTh TPaAUIIiVIHI TPUHIIAIN MapKeTUHTY 3 MOXJIMBOCTSMM CYYacHUX ITUPOBUX
TEeXHOJIOTIVA.

AHAJTI3 JOC/III)KEHD TA ITYBJIIKAILIIN

AmHarti3 ocTaHHIX OOCTIKeHPb i IyOsikarint Oa3yeTbcs Ha HayKOBUX IOCIIKEHHSX OaraTbox
BUeHVIX, SIKi OOIpyHTyBasIM Pi3Hi acIIeKTV PO3BUTKY KOHIIENIIiT MapKeTHTY. DopMyBaHHSIM HaIIPSIMKIiB
KOHIIEMIIii Ta Mozejiei MapKeTMHIY BiIHOCMH 3aviMasinch OaraTto BueHmX, a came: bpopi P.[8],
BebGcrep @.[12], I'penpooc K. [11], Kotnep @.[2], Kemnep K. [2], Kosanpuyk C. [15], Hecropenko T.IT. [3,
18], IlepeBososa I. [13], Taparwa A. B. [4], Uykypra O.I1. [5, 6, 9] Ta in. He3Bakatoun Ha BaroMmri BHECOK
BUEHVIX B TEOPilo MapKeTUHTY, PO3BUTOK P PpOBOI eKOHOMIKV Ta I poBa TpaHcdOpMallid BCix ceKTopis
€KOHOMIKIM aKTyasli3yBajM NUTaHHS IpoOsiieM QopMyBaHHS MoJelerl MapKeTVMHTY BiTHOCUMH Ta IX
KOHKYPEHTOCIIPOMOXXHICTB B IIIPPOBOMY CepemOBMIIIi.

®OPMYJTFOBAHHSI LIUTEV CTATTI
Y Mexax mociikeHHs 3aCTOCOBaHO MeTOV TeOPeTUYHOIO aHasli3y MiZIXOAiB A0 BU3HaUeHH: Ta
TJIyMadeHHs KOHILIeNIlii MapKeTMHIY BiIHOCMH; MOPIiBHAUIBHOIO aHajli3y IIpM OLIHKM Mopesien
MapKeTVHTY BiTHOCHH B YMOBaX I POBOI EKOHOMIKIA.
3 MeTOIO BM3HAUeHHs HOBITHIX Mofesier MapKeTVHIY BiJHOCMH Ta OOIpyHTyBaHHI HaIlpsSMKiB
KOHIIeMITii MapKeTVHTIY BiHOCVH BMKOPVCTAaHO METOAM aHasIi3y Ta CMHTe3Y, a TaKOXX IHIYKIHI V1 AeyKIIil.

BUKIIAL OCHOBHOI'O MATEPIAJIY

ITanpgemiss COVID-19, a s3romoM i 3amnpoBaikeHHsI BOEHHOIO CTaHy, CyTT€BO BIUIMHYJIM Ha
eKOHOMIYHi yMOBY BefIeHHsI Oi3Hecy Ta Ipu3Besm 4o TpaHcdopMarlii ekoHoMigHMX BinHOCHH. [Tangemis
CTajla TOYKOIO OidpypKalii st po3BUTKY 1M POBOI eKOHOMIKM Ta ITepeBeleHHIO 3HaUYHO1 YacTMHM Oi3Hec-
HpolleciB y AMCTaHIIiHMY dopMaT. BBereHHsI BOeHHOTro cTaHy B YKpaiHi IpUcKOpWIO iHAMBiAyasTi3allito
B3a€MOIII 31 crioXXmMBavamy, CIPVSUIO I poBizaliii 6i3Hecy Ta CyCIIUIBHMX IIpOleciB 3arajioM. 3a3HadeHi
TpaHcdopMariil BIUIMHYJIV Ha PO3BUTOK KOHIIEIIIii MapKeTVHIY BiTHOCHH.

MapKeTVHT BiITHOCVH BBaXXa€ThCSI OIHVM i3 HaviedpeKTMBHIIIIVIX IIUISIXIB 30epeXXeHHs ITPUXVITBHOCTI
Ta JIOSUTHOCTI CHIOXMBaviB. VIOro aKTyaJIbHICTh TMOSICHIOETECS TUM, IO TIPOJIYKTU CTAlOTh Herayti GiTbin
CTaHIAPTM30BaHVMY, a IIOCTYTY — YHi(piKOBaHMM, 1110 CIIPUUIHSIE IIOBTOPIOBaHICTH MAPKETVIHIOBYIX PillleHb.
Y Taxint curyariii eqyHIM cCriocodoM yTpyMaTy KITiEHTa € IIepcOHaIi3allisl B3a€MVH i3 HIM, SIKa I'PYHTYETBCS Ha
JOBrOTPUBaJIOMY HMAPTHEPCTBi. Y IIbOMy KOHTEKCTi BIJHOCMHM BUCTYIIAIOTh KIIFOUOBVM PecypcoM KOMITaHil
nopsp, i3 MarepiasibHUMY, (piHAHCOBMMM Ta JIFOACHKMMM. BoHM € pesysbraToM edeKTMBHOI B3aeMOMii Ta
BOJHOYAC OCOOIIMBYIM IIPOZYKTOM, IO iHTerpye iHTeIeKTyaIbHi 71 iHOopMaTrIiiHi pecypcyi — OCHOBHI UMHHVIKI
CTaJIOCTI PVHKOBUX BiTHOCMH. YacTO MapKeTMHI BiIHOCMH OTOTOXXHIOIOTH i3 yHpaB/iHHAM KIT€HTCHKUMMI
3B’s13KaMy 00 MapKeTIMHIOM ITapTHEPCHKIX B3a€MVIH.

l'onosHa MeTa MapKeTHHIY BiTHOCKH IOJISATac He CTUILKM Y 3aTy4eHHi HOBMX KILi€HTIB, CKUIBKM B
yTpuMaHHi HasiBHUX. VIOro BUTOKM CSTaloTh TIPOMMCIIOBOTO MapKeTUHIY, e BUHUKIIA 1oTpeba y HOBii
HapagurMi, BIAMIHHIV Bifl, TpagUILIiIHOI CIIOXMBYOL, OCKUIBKM B3a€MO[Iis MK OpTraHi3zallisMy Majla iHImi
ocoOmmBocTi. Brepmie TepMmiH «MapkeTHIr BimHOCMH» y 1983 pori Bxwus mokrop Jleomapn beppi,
KOJIVIIIHIV TIpe3vaeHT AMepMKaHChKOI MapKeTMHIOBOI acoIliarlil, ommcyroumM HOBWUN Iiaxim y cdepi
HOCJ/IYT, OPi€EHTOBaHUI Ha [IOBIOTPUBaJIy B3a€EMOJIIIO 3i CIIOXMBadeM. Y ke 3a JIeCATVIITTS 111 KOHIIeIIIIis
rodJasia aKTMBHO 3aCTOCOBYBATMCS V1 Ha CIIOKMBUMX PUHKAX.

TepmiHosIOriuHMI aHaJIi3 TPaKTyBaHb ITIOHATTA «MapKeTVHI BiJHOCMH» JaB 3MOI'y BUOKPEeMUTU
IBa KJIIOYOBI ITiIXOAV 110 TI0r0 po3yMiHH: (Tabit. 1).

Y cydacHMX ymMOBaXx yCHIITHI KOMIIaHil JOKIa/Jaf0Th MaKCUMYM 3YyCWIb, abu 30eperTvi HassBHMX
KIieHTiB. /1 yTprMaHHA MO3WUIIT Ha PUHKY, HiIIPMEMCTBa OPi€HTYIOThCS HacaMIlepes, Ha CIIOXKMBaviB,
MPOIOHYIOUNM IM MaKCUMaIbHYy IiHHICTE. B choromenHi OinmplmicTe puHKIB IlepeOyBaioTh y cCTaHi
HaCM4YeHHs], KUIbKICTb HOBMX IIOKYIIIiB Yy KIIOUOBMUX CerMeHTaX € He3HadHOI, IIpU 3pOoCcTarodoi
KOHKYPeHIIil BUTpaTV Ha 3aJlydyeHHs HOBMX KII€HTIB IOCTIIHO IigBUINYIOTbCcs. BopgHodac cnoxmsaui
CTaloTh OUIBIT HesayleKHWMM 7 BubOarmmeuMmu. ToMy Kommalil, $Ki NparHyTe 3aJIMIIATHCH
KOHKYPEHTOCIIPOMOXXHUMM, MAIOTh JoOpe po3yMiTy moTpeOu cBOiX KIIi€HTIB, po3pobiiaTy iHHOBaIivIHI
OisHec-MomerIi Ta BIIpOBaIXyBaTl HeCTaHOAPTHI pillleHHsA. Y KIaCMYHMX IIpallfiX MapKeTWHI BiTHOCUH
BU3HAYAETBCS SAK CTpaTeris, o Itepembavae HOBrOTPMBaLY JIOSUIBHICTb, OBTOPHI ITOKYIIKM, BVICOKMW
PpiBEHB 3aI0BOJIEHOCTI CITOXXMBAUiB Ta aKTMBHY KOMYHIKaIlifo MiXk OpeHIIOM Ta KIIIEHTOM.
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Tabsrs 1
OcHOBHI Iix0aM 10 BU3HaUeHHs MapKeTHHIY BigHOocuH [1]
ITipxomm AsTOp Busnauenns
Mapxketuar sigHocuH | I'perpooc K. MapkeTHr BiTHOCMH - IIifICTaBa, IiATPUMKa ¥ TIOCWIEHHs B3aeMOfii 3i
- pesyipTar CTHOXMBaYaMM ¥ iHIIVMMY IMapTHepaMy Ha B3a€MOBUTINHIV OCHOBI, Tak, II00
TPUBAIOYOIO PO3BUTKY it cTopiH Oy [OcsATHYTI, Mo 3abes3medyeThcs 3a HOMOMOIOIO CIIUTBHOTO
MapKeTWHTY, 10 0oOMiHy obimgHKamm i ix BukoHaHH:M [11].

BuIUBae ertan Ticiust | Ilavram B., Buthep
KOHIIEIIIIT CoIiajTbHO- | M.
€TUYHOI'0 MapKeTUHTY

MapxkeTuHT BimHOCHH - ditocodis BemeHHs Gi3Hecy, cTpaTeriuHa opieHTallis,
dKa (POKYCyeThcs CKOpillle Ha BTPUMaHHI 71 «IIOJMIIeHHi» ITOTOYHMX
CIIOXXMBaviB, 9OMy Ha 3aTydeHHi HoBux [1].

Kermtep K.

MapkeTVHT BiTHOCHH - CITpsIMOBaHa Ha ITOOY/I0BY CTilTKoro Oi3sHecy KOHIIeIIIIis
271 6i3HECCTpaTeri$I, STTPOM SIKO1 € « KITIEHTOOPi€HTOBAaHM» ITifIXis] [2].

Mapxketunr sigHocuH | Kotiep @.

MapkeTVHT BifHOCHH - ITPaKTVKa OOYI0BY JOBIOCTPOKOBIIX B3a€MOBUTITHX
BIJHOCMH i3 KIIOYOBMMM IIapTHepaM¥, B3a€MOJilOUMMM Ha PUHKY:
CTIOXMBAaYaMy, IOCTada/IbHMKaMM, JTUCTPUOYTOpaMit 3 METOIO0 BCTaHOBJIEHHS
TPUBAIVIX IIPVUBLUIETIOBAHMX BiHOCHH [2].

- IHCTpyMeHT

MapKeTUHTY,

CITPSIMOBaHM Ha

BTPUMaHHS JTamben X.- K.
CIIOKMBaYiB

MapkeTVHT BiJHOCMH Opi€HTOBaHMVI Ha MilHi 7 Tpusami 38sisku. Vioro
TOJIOBHMM IIPiOPUTETOM € 30epeXXxeHH: V1 30UTbIIeHHs KITIEHTY Py 00 cKTagHi
BiHOCHHY OyIn B3aeMosurinHmMu [1].

Hovuts IT.

MapxkeTvHr BiTHOCMH - yroau, 1O IIOCTiHO YKJIaJaloThCs MiXK CTOpOHaMM
IIPOTSTOM TPMBAJIOTO Iepiony 4acy [1].

Temmopa I1., Tporr
M.

MapkeTrHr BiTHOCMH - Ile, Hacamriepesl, CTBOPEHHs CVJIBHOI TOPTOBeIbHOL
MapKW, i 11e JocATae€ThCs IMUISXOM ITpaBVIbHOL KoMmOiHari’ opraHisariii, cricteMm
i mporeci, 110 A03BOJIsIE IpalliBHMKAM Kpallle po3yMiTV iHAMBigyaJIbHMUX
MHOKYMIiB i migdyIoByBaTy Aiajlor 3 KOXKHMM KIIEHTOM IIifl 1100 KOHKpPETHi
notpebn [1].

[Ixepersto: BylacHa po3pobrieHo aBTOpoM Ha ocHOBi [1, 2, 11]

KitrouoBoro ifleeo HOBITHIX MopesieVl KOHIIEMIIil MapKeTUHIY BiJHOCMH CTa€ Te, 110 IMQPOBi
KaHaJI He IIPOCTO 3MIiHIOIOTH «MiCIle» B3a€MOIii, BOHM 3MiHIOIOTH crocib dopmyBaHHS IOBipw,
KOMYHIKallil Ta CIUTPHOT HaBKos10 6perny (pmc.1).

MogaeJii MAPKETUHTY BiTHOCHH

4»//\;

Kaacuuni Mmonesi BizHOCHH

JAuHamivHi cucTeMHu B3aeEMOJii

models of commitment-trust (Morgan & Social CRM ta CRM, six cTpareritnit
g Hunt, 1994) —> X1
__’ relational exchange theories (Dwyer, MapkeTHHr 3amyserocTi a6o Customer
Schurr, Oh) . i
Engagement & Experience:
P>
KOHIENIT [IHHOCTI B3a€EMOBITHOCHH
—>] (Gronroos) Bpenau, six vactuHa mudpoBux
exocucteM (Platform & Ecosystem
thinking)
Value co-creation: cioxrBadi CTatoTh
ciBTBOpIAME iHHOCTI (Vargo & Lusch,
Service-Dominant Logic)
Ly

Puc. 1. Mopesti MapKeTVMHIY BiZTHOCHH B yMOBax IM@pPOBOI eKOHOMIKM

[Ixepeso: BJ1acHa po3podKa aBTopa
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3 po3BUTKOM 1M POBOT eKOHOMIKVI TpaAyIIifHIi IiAX0AM TpaHcdOPpMYBaIVCs Yepe3 0SBy HOBVIX
HanpsMKiB, a came: digital relationship marketing, social CRM, mapkeTuHr 3ayydeHocTi abo customer
engagement B OHJIaviHi, OpeHIM K dacTiHa I poBux ekocrcreM (platform ecosystems) Ta crioxnsai,
sIK ciBTBOPII IiHHOCTI (Value co-creation).

HosiTHi MofIesTi MapKeTHHTIY BiTHOCHH peasli3yloThCs B HACTYITHMX HalpsMKax:

— Social CRM ma CRM, sax cmpameeiunuii nioxio [19]. YV pudposomy cepenmosumi CRM
posmmproeTbcss go Social CRM [10], mio iHTerpye comiasbHi Mepexi ¥ CTBOPIOE [IBOCTOPOHHIO
KOMYHIKallifo.

— Mapxemune saryuenocmi abo Customer Engagement & Experience, B SKOMy aKIIeHTY€ThCS yBara Ha
€MOLIiTHOMY, TIOBE/IiIHKOBOMY Ta KOTHITMBHOMY 3ajlydeHHi kiieHTa [8]. B omyavHi engagement HaOyBae
BUPpIIIaIbHOTrO 3HaUeHHs [JIs1 yTPVUMaHH: Ta advocacy.

— bBpenou, ax wacmuna yugpobux exocucmem (Platform & Ecosystem thinking). BimHOCMHM B Takmx
cricTeMaxX BW3HAUalOTBCS He JIMITe MapKeTMHIOBMM acIIeKTOM, ajle 7 apXiTeKTypoio IUTaTdopMIy,
MpaBVIaMy B3aEMOJIIT Ta MepeXeBUMM edpeKTaMM.

— Cnoxubaui, ax cnibmbopyi yinnocmi (Value co-creation). CrioxwmsBadi CTalOTh CIIBTBOPIISIMU
nigHocti [11], ocobmmBo B nudpposomy cepenosui gepe3 UGC, Binryxu, criBIrpariio B CrijIbHOTaX.

Po3misiHeMO KOXKHMI HAIIPSMOK OLIBIII TeTaTbHO.

Social CRM (Customer Relationship Management, CRM) ¢aKTUIHO € CUCTeMOIO YIIpaBJliHHS
B3a€MOBIIHOCMHAMM 3 KJTiIEHTaMM 11 PO3IISIIAETHCS, IK KOMIUIEKCHA CTpaTerist popMyBaHHS Ta MiATPUMKNI
JOBrOCTPOKOBMX 1 B3a€MOBUTIIHMX BiJHOCMH 31 CIIOKMBaYaMM Ha OCHOBI ypaxyBaHHs iXHiX
imgmBigyapHMX notped. OCHOBHOIO METOIO IIi€l cTpaTeril € 3a/IyueHHs HOBMUX KII€HTIB, 3abe3reueHHs
HaJI&KHOTO PiBHSA OOCIYroByBaHHS Ta YTPWMMAHHS HAsSBHMX IDIATOCIIPOMOXHWX CIIOXKMBadiB. [l
aBTOMaTM3allii IIpoleciB KOMYHIKaIil Ta ONTMMi3alii Bcix eTalliB B3aeMOAil 3 KIi€HTaMM aKTMBHO
3aCcTOCOBYIOThc cretiayrizoBadi CRM-cucremn. BukopucranHs Takux cucTeM fae 3MOIy KOHTPOJIIOBaTH
AVIHAMIKy BITHOCVH 31 CITOXXMBadaMy Ha KOXKHOMY eTalli Ta CBOEYACHO BUSBJIATY PU3VKM IX ITOTipIIeHHS.
Ile ocobmMBO BaXKIIMBO, OCKUIBKM Y KOHKYPEHTHOMY PMHKOBOMY CEpPeHOBUIII BUTPATW Ha 3aIydYeHHST
HOBVX KIIiI€EHTIB iCTOTHO IIepeBUIIyIOTh BUTPaTV Ha YTPVIMaHH: BXe iCHyIoumX.

Konnenuiss CRM IpyHTyeTbCs Ha ITO€AHAHHI CTaHAAPTWM30BaHMX YIIPaBIiHCBKMX ITIXOMIB 3
IHIVBiAyali30BaHMM CTaBJICHHSM 10 KOXKHOrO KiieHTa. BogHouac 3a yMOBM 3Ha4HOI KiJILKOCTI aKTUBHMX
i MOTeHIIMHMIX KITE€HTIB MiAIIpMeMCcTBa ITOBHOMAacIITaOHa pearizanigs CRM HeMyHydYe HpU3BOAUTE IO
HaKOIIMYEeHH: BEJIVIKMX 00cATiB JaHmX, edpeKTVBHa 00po0Ka AKX CTa€ MOXIIVMBOIO JIVIIIE i3 3aCTOCYBAaHHIM
cy4JacHMX iHCTpyMeHTiB apToMaTm3arlil. Y Mexxax CRM-crcTeM HaKOIMYyeThCs iHdOpMallis IIpo HasgBHIIX,
MOTEHIIVIHNX i KOJMIIHIX KII€HTIB, SIKa CTPYKTYPY€EThCS y 3py9YHOMY I BUKOPMCTaHHS Ta IIOHAJIBIIOL
a"aimitnkn dopmati. Cxramosi kornenmii Social CRM (Customer Relationship Management, CRM)
HpericTaBJIeHi Ha puc. 2.

Konrenist Social CRM
Konmneriss CRM niepenbauae peryssipauii 30ip Ta aHaii3 iHpopMariii mpo KoXHOT0 peagbHOTO
Ta MOTEHIIIHHOIO KJIIEHTa

-y

Peakuis Y 3a10BOJICHUN Uu 3MIHIOIOTBCA Hackinbku Bin CKIJIBKT
KJTi€HTa Ha BiH SIKICTIO Horo mnepeparu 3 BHKOHYE CBOI .
JI0BY 00CITyroByBaHHS 4acoM 3000B’s13aHHS AOXONy BIH
TIPOIO3HIIII0 IIPUHOCHUTD
KOMTaHi1

Puc. 2. Cxiiamosi koHIeniii Social CRM
JIxeperto: BjlacHa po3poOka aBTopa

Mapkemune 3sasyuenocmi (Customer Engagement & Experience) Ha BiOMiHy Bif TpaOuIIifIHOTO
MapKeTVHTY, SIKUV 37eOUIBIIOro IPYHTYEThCS Ha ONHOCTOPOHHIN KOMYyHiKallii, akIleHTye yBary Ha
IBOCTOPOHHBOMY [iaJI03i 3 KiIi€HTOM, ITIMOOKiVT MiKpocerMeHTalil IiyTbOBOI ayAMTOpil Ta ITepcoHaIi3ariil
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MapKeTMHIOBMX iHCTPYMEeHTIB Ha BCix eTallax B3a€MOJIil 31 CIIOXXMBadeM.

bazosumy mpuHIIMIIaMM MapKeTHHIY 3aJTy9eHOCTi € HaCTyITHI:

— Ilepconanrizobanuti  nidxid: 3acTOCyBaHHS KIIEHTCBKMX HaHMX I (HPOpPMyBaHHS
IHIVIBIAyaIi30BaHMX KOMYHIKAIIIVI Ta ITPOITO3VLIIA.

— Emouyitina 63aemo0ia ma emnamis: ynpasiliHHS KIieHTCbKUM Hocsinom (CX) uepes cTBOpeHHS
€MOLIiVIHOTO 3B"53KY, BUKOPVCTAHH: CTOPIiTe/IiHIY Ta KOHTEHTY, [0 BUK/IVIKAE 3aJTyYeHHS.

— Mikpoceemenmayis punky: AeTali3oBaHUM IIOAUI ayAUTOpPIii Ha CerMeHTU 3a KpUTepiaMu
iHTepeciB, IIOBEIIHKOBVIX XapaKTePUCTVK 1 MOTVBALIL.

— ITobydoba OoBipu: 3abesrteyeHHs BIIKPUTOCTI, YECHOCTI Ta IIPO30POCTi KOMYHIKAIilTHMX
mpollecis.

— KrienmoopienmoBana xysvmypa: dpoKyc Ha TpMBaIMIX BiTHOCKHHAX 3i CIIOXMBadeM, a He Ha
OITHOPA30BUX ITpOakax.

CxrtamoBrMu epeKTMBHOI ITlepCOHaTi3allil € HaCTyITHi:

— 36ip ma anasimuxa danux (data-driven marketing): inrerpanis CRM, CDP, a Takox anHasi3
KOPUCTYBalbKO1 ITOBEIiHKM Ha IIMPOBUX IIaTdOopMax.

— IepconanizoBani push-cnobiujenta: aBTOMATW30BaHI KOMYHIKallil, mo QOpMyIOTbCS Ha
OCHOBI TpurepHmX clleHapiib.

— Inoubioyasrvni  pexomenoayii: BUKOPUCTaHHSA TexHOJIOTIM personalization engine mrs
CTBOpPEeHH: pejleBaHTHMX ITPOIIO3ULIIN y PeXMMi peaslbHOTO 4acy.

bpenou, ax uacmuna yugpobux exocucmem (Platform & Ecosystem thinking) [14, 19]. Innosarinui
TeXHOJIOTII, IO JIeXXaTh B OCHOBI 1M POBOT eKOHOMIKM, CIIPMSUIV TTOSIBI YHIKaIIBHMX IMQPPOBUX EKOCUCTEM,
mo 3abesmeurmn popMyBaHHS HOBUX €KOHOMIUHMX, (PiHAHCOBMX Ta MapKeTMHIOBUX YMOB IUIS IX
dyukmionysanasa. OcobmmBicTh 1M POBOT €KOHOMIKI IOJISATAE He JIMIIE B 11 TeXHOJIOTIYHIl CKITafoBili,
ajle M 'y HOBOMY eKOHOMquOMy cbyHKuiOHani, KU € IIPSMVIM HaCJIigKoM 11 PO3BUTKY. 3BeeHa
indopmariis mpo OpeHIM, SKi HEPIIMMM CTaJI YacTMHaAMM IMEPPOBUX €KOCKCTEM Ta METaBCECBITiB
IIpecTaBiieHa B TaOmIi 2.

Cnoxubaui, ax cnibmbopyi yinnocmi (Value co-creation). Liidposi ekocrcTeMn cTBOPMIIN YMOBY IS
IMABUINEHHS IiHHOCTI OpeHiB 3a paXyHOK B3a€MOAl 3i CrloXmBa4aMmw, fKi CTalOTh ii CIIBTBOPIISIMIL
3acrocyBannsi NFT-rexHosorit crasmo dpyHOaMeHTOM I CTBOPeHHs Ta (PYyHKIIIOHyBaHHs OpeHiB B
mdpoBoMy cepermoBuini Ta ¢dopMyBaHHS OesrocepemHbO IMPOBUX OpeHAiB, SK BUAY LM(POBOIO
aKTVBYy. B IIbOMy acIleKTi BasKIMBOIO CTa€ POJIb CIOXWMBada, dK CIIBTBOPIIA IIIHHOCTI, fIKa MOXe OyTu
peastizoBaHa 4yepes npucyTHicTe Ha NFT-MapkeTruiericax.

Tabsmris 2
3BeneHa iHdopMarlisa mpo OpeHIM, AKi NepIIMMM cTajIM YacTMHaMM OUQPPOBUX eKOCHCTEeM Ta
MeTaBCecBiTiB
bpenn Pik 3anycky Dopmat NFT Mera 3anpoBalKeHHs OcobmmsocrTi / TlepeBarn
Nike 2021 (ocinp) | Komexuis CryptoKicks TIpocyBanns OpeHfy uepes 8 momerert y Roblox, MoxmBicTh
(mdposi KpociBkm) IHHOBAIIIT Ta eMOLIIHMIL monmdikarii, nina Big 1,6 ETH no
MapKeTVHT 200 ETH (~500 Ttric. $)
Adidas 2021 Kortekuis Into the DopmysaHHs daH-KIyOy, EKCK/IIO3MBHUI IOCTYTI 10 OIATY,
(rpymeHs) Metaverse 3BOPOTHM 3B’ SI30K i3 KiTi€eHTaMM rira 0,2 ETH (~800 $)
Louis 2001 NFT-rpa 3 TokeHaMut 3ajryueHHs MOJIOIIOL ayAUTOPil, InTerpanis NFT y rpy, mo
Vuitton renMidikartist Gpermy posmoBinac icropiro OperHy
Gap 2022 NFT y cniBripamni 3 Tloegnanmsa Mo 3 EneproedekTHBHICTb, HU3bKI
mwiatdopmoro Tezos €KOJIOTIYHVIMY iHHOBALIisIMM sukuu CO:, TpaH3akiii 6e3
MaviHiHTy
Starbucks 2022 NFT y nporpami TTigBiiieHHS JIOSUIBHOCTL Hapaxysanns NFT 3a nmoxymnkm
JIOSUTBHOCTI KITi€HTIB, 3aJTyYeHHsI HOBUX KaBy, mporax Ha Nifty Gateway,
(MOBUTbHMIL OIUIaTa KPUIITOBAJIIOTOIO
3aCTOCYHOK)
Victoria’s 2022 4 NFT-TokeHn 3aJIydeHHs HOBUX KJII€HTIB, Peastizanist Ha pisHMX IW1aTdopmax,
Secret TvBepcvdikarliss MapKeTUHTY iHTerpartiss HOBUX IMPOBMX
TeXHOJIOTiN y OpeH;t

ITxeperto: BrlacHa po3poOKa aBTopa

BVUCHOBKM 3 JAHOI'O JOCJIII>KEHHSI
I TIEPCITEKTMBU ITIOOJAJIBIIIVIX PO3BIJOK Y JAHOMY HAIIPSAIMI
Y pesynpraTi HOpoBedeHOro IOCIIKeHHS OOIPYHTOBaHO, IO TpaHcdopMallis Mozpesen
MapKeTVHIy B3a€MOBITHOCHH € 3aKOHOMIpHMM HaCJIiZKOM PO3BUTKY LMQPPOBOI eKOHOMIKM Ta

~ 187~



Scientific journal <SMODELING THE DEVELOPMENT OF THE ECONOMIC SYSTEMS»
Issure 2, 2026 ISSN 2786-5355

BIIPOBAIDKEHHST CydYacHWMX iH(OpMaIirTHO-KOMYHIKAIifTHVIX TEeXHOJIOTiV y HisUIbHICTh IIAIPUEMCTB.
VYsarasibHeHH: HayKOBUX IIAXOIB JO BM3HAYEeHH: MapKeTVUHIY B3a€EMOBIIHOCVH [JO3BOJIVJIO YTOUHUTHU
VIOT'O 3MICT SIK CHCTeMM JJOBI'OCTPOKOBOI B3a€MOZIil MK MiZIIIPMEMCTBOM i CIIOXXMBadYaMy, 110 Oa3yeThcs Ha
CTBOPEHHI B3a€MHOI IIiIHHOCTI.

Anaytis icHylouMx Mopejierl MapKeTHHIY B3a€MOBIITHOCMH IIOKa3as, IO KIIacMuHi Himxomu,
opieHTOBaHi Ha JIHIVHI Ta BiJHOCHO cTabiTbHI B3a€MO3B SI3KM, IIOCTYIIOBO TPAHCHOPMYIOTHCSA Y OLIBII
CKJIaIHI, AMHaMIdHi CMICTeMM B3a€MOIII, siKi (PYHKITIOHYIOTh Y I pOoBOMY cepenosuIrii. BcrarHoBseHoO, 1110
mmdpoBizaliis 3MiHIOE He JIIIIe iHCTpyMeHTapilt MapKeTMHTOBOI IisUTbHOCTI, aJie 11 caMy JIOTiKy IToOyIoBM
BITHOCWH 31 CIIOXKMBadaMIAL.

O6rpyHTOBaH0 JOLUIBHICTE BIIPOBA/DKEHHsI HOBITHIX MOJeJIell MapKeTVHIY B3a€MOBIITHOCWH,
3okpema digital relationship marketing, social CRM, customer engagement marketing, a TakoX ITifIxozis,
110 HepenbayvaroTh iHTeTpallifo OpeHAiB y 1M(POBi eKoccTeMM Ta aKTMBHE 3aJIyUeHHS CIIOXVBA4iB 0
HPOIIeCy CTBOPEHHS I[iIHHOCTI. 3a3HaueHi Mopeli BilloOpakaloTh CydacHi TeHIIEHIIIT IIepexo1y BiJt TacUBHOI
PoJIi crioXXmMBadva A0 1I0TO aKTVBHOI y4acTi y popMyBaHHI IPOAYKTY, KOMYHiKaIii Ta iMimKy OpeHmy.

HoseneHo, 110 1IM@POBi KaHaIM KOMYyHIKallil CyTTeBO BIUIMBaIOTh Ha MeXaHi3MM (POpMyBaHH:
ZIOBipM, PO3BUTOK CHUIBHOT Ta XapaKTep B3a€MOAil MDK IIiAIPMEMCTBOM 1 KiIi€eHTaMM. Y LIMX yMoOBax
eeKTMBHICTh MapKeTMHIY B3a€MOBITHOCVH BV3HAYAETHCS 3AATHICTIO MiOIIPMEMCTBAa afalTyBaTUCA IO
3MiH M POBOrO CepenoBMINa, BUKOPVCTOBYBATH aHAJITUKY JaHMX Ta 3abe3llevyBaTi IepCcOHAITi30BaHY
B3a€MOJIIIO 31 CIIOKMBAYaMIL.

TakyM uMHOM, PO3BUTOK HMQPPOBOI E€KOHOMIKM OOYMOBIIIOE HEOOXIIHICTH Il€peOCMUCIIEHHS
TPaOUIIiHMX MiIXOMOiB 40 MapKETVHIY B3a€EMOBITHOCHH i (pOpMyBaHHS HOBVIX MOZeJIe, OPi€HTOBAHMX Ha
THYYKiCTb, IHTepaKTUBHICTb Ta CIIJIbHe CTBOPEeHHs LIiHHOCTI.
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MOJEJII MAPKETVHTY BIDJHOCVH B YMOBAX PO3BUTKY LIM®POBOI EKOHOMIKM

XOJIOCTEHKO €Bren
Onecbkui HallioHaJIBHUI €KOHOMIYHUY YHiBepCUTET

Memoto cmammi ¢ obrpynmybanna npunyuni6 mpancgpopmayii modeaeit mapxemuney Bionocurn 6 ymobax posbumxy yugpobor
eKOHOMIKLL.

B cmammi nabedero obrpynmybanna npunyuni6 mpancgopmayii modeseis mapkemuney GioHocur 6 ymobax posbumxy yugppoboi
exoHomixu. Poseasanymi ocHoBHi nidxodu 0o GusnauenHs mapkemuney 6GioHocun. Ilpoananizobani modeai mapxemumey Gionocun 6 ymobax
yugppoboi exoHomixu. Busnaueni Giominnocmi xkaacuunux modeseti 6ioHocun 6i0 ounamiunux cucmem 63aemodii 6 xonmexcmi mpancgpopmayii
KoHyenyii mapxemuney Gionocun 6 yugppobin exornomiyi. O0rpyHmoBani Hoimmi Modeai Mapkemumey GiOHOCUH, AKI peari3yiomvcs 6 HacmynHux
Hanpamkax: digital relationship marketing; social CRM; mapxemune 3asyuennocmi abo customer engagement 8 onaaiini; 6peHou ax wacmuma
yugppobux exocucmem (platform ecosystems); cnoxubaui, ax cnibmbopyi yinnocmi (Value co-creation). JoBedero, ujo yugppobi kamaiu
KOMYHiKayii 3MiHI010Mb He Mitvku iHCmpyMenmu 63aeModii 3i cnoxubauamu, ale 1 mpancghopmyoms cnocié gpopmybarnna 006ipu, komyHixayii
ma cnisbHom Habko10 OpeHdy.

Ka10uo6i caoba: modesi mapkemumey, mapkemune Gionocun, yugpoba exoromixa, xonyenyii mapxemuney, Social CRM, mapxemune
sansyuerocmi, 6pend, yugpoba exocucmema.
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