Scientific journal ISSN 2307-5740

https://doi.org/10.31891/2307-5740-2025-346-5-67
V]IK 658.8

SAHOBCBKA BikTtopis
HarionansHUM TpaHCIIOPTHHI YHIBEPCHTET
https://orcid.org/0000-0002-0648-3643

[MMJINTIEHKO Ognena
HarionansHUH TpaHCIIOPTHHI yHIBEPCHTET
https://orcid.org/0000-0003-3096-2377

TBOPOHOBMUU Bixkropis

HarionansHUH TpaHCIIOPTHHI yHIBEPCHTET
https://orcid.org/0000-0002-8173-8343

VYCTUIOBCBKA Amnacracia

HarmionanpHuii TpaHCIIOPTHHI YHIBEPCHTET
https://orcid.org/0000-0002-9297-7614

EBOJIIOLISI KOHLENLIIA MAPKETHUHIY: BIJI KIACUUHOI'O OBMIHY J10
CHOKUBYOI'O J1OCBIY

Y CTaTTi JOCHIKEHO EBOMIIOLIIO MEPKETUHIOBUX KOHLIENLIM Ta MOAETEN B KAaCYHOI TPaH3aKUIIHOI /ioriku 06MiHy 40
CyYacHux pensuiviimx, LUM@poBux Ta eKCrIEDIEHLIVIHUX MAX04IB. 34IMICHEHO CUCTEMHMY aHa/li3 K/IlOHYOBUX XaPaKTEPUCTUK KOXKHOI
KOHUeryii, BU3Ha4YeHo iXHI nepeBarv 1@ OOBMEXEHHS, a TaKoX [10Ka3aHO, SIK BOHU BI/IMBAIOTb Ha €QEKTUBHICTL B3aEMON 3i
CrIOXNBa4YemM T1a [OBrOCTPOKOBY UIHHICTL KIiEHTa. OcobymBa yBara rpuaisSeETbCs IHTErpaLii noBEAIHKOBUX, KOrHITUBHUX Ta
TEXHOJIOMYHUX GCIIEKTIB Y PESISILIVIHOMY Ta LUMGDPOBOMY MEPKETUHIY, 8 TAKOX BUKOPUCTAHHIO CyYacHuX IHCTPYMEHTIB aHasitvku, CRM-
CUCTEM, TIATQHOPM  YIIPABIIIHHS AGHUMU Ta TEXHOJIONN LUTYYHOrO IHTEIEKTY 4719 MEpCoHanzauii B3aemogii 1@ ontumizalii
MapKETUHIOBUX DIlLIEHB. PO3I/ISIHYTO Cy4YacHi Mogesi un@poBoro MapKeTHHry, 30Kpema rnigxoam 5€ i 7E, SKi akUeHTyoTb yBary Ha
JKUTTEBOMY LMK/ CIIOXUBYOro A0CBiAYy Ta OaraTOBUMIPHIU B3aEMOZIi [3 6GPEHAOM y QIBMYHOMY, LN@DPOBOMY Ta 3MillaHOMY
cepegoBuLyax. Y CrarTi OKDECTIEHO [CTOPMYHI E€Tarnm pPO3BUTKY MAPKETUHIOBUX KOHLENUY, O BiJOOPaXaroTs 3DYLIEHHS B4
TPAH3aKLIMIHOro [0 pensauiiHoro, Uu@poBOro Ta €eKCIEPIEHLIIHOrO MAapKETUHIY, AEMOHCTDYIOYH, SK NapafurMasibHi 3MiHW B
MapKETUHIOBOMY MUC/IEHHI BTI/IIOIOTLCS Y CTPATErisix GI3HECY, POPMax KOMYHIKaLi, yripas/liHCbKuX rpiopuTeTax 1a BUKOPUCTaHHI
TEXHO/IONV 4719 (POPMYBAHHS LIIHHICHO-OPIEHTOBAHOMO Ta JIOANHOLEHTPUYHOO r1igxogy. CTaTrs AEMOHCTPYE, O TpaHCchopMaLlis
MapKeTUHry € O6E3MEPEPBHUM [IPOLIECOM, Y SKOMY 3MIHa apagmnrM BiOOPaXae aganiauito A0 AMHaMIYHOIO CEPEAOBULYAE,
TEXHOJIONYHOIO POrpecy 1a 3MIHU OBEAIHKN CIIOXUBAYIB, IO, y CBOKO YEPry, AO3BOJISIE KOMIIaHISIM CTBOPIOBATH AOBrOCTPOKOBY
LIHHICTb | CTpaTEriyHy NeEPEBary y Cy4acHivi UM@POBIV Ta MEPEXXEBIV EKOHOMILY,

KImoYoBi C/10Ba: MapKETUHI, KOHUENUii MapKETUHIY, EBOJIIOLIS MapKETUHIY, TDaH3aKUIMHMWI MaDKETUHI, DETSLIHMI
MAPKETUHI, UNPPOBM MAPKETUHI, EKCIIEPIEHLIVIHMA MAPKETUHI, KO-KPEAaLlisi LIIHHOCT, CrIOXUBYMI AOCBIL.
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EVOLUTION OF MARKETING CONCEPTS: FROM CLASSIC EXCHANGE TO
CONSUMER EXPERIENCE

This article presents a comprehensive analysis of the evolution of marketing concepts and models from the classical
transactional logic of exchange to modern relational, digital and experiential approaches. A systematic analysis of the key
characteristics of each concept is carried out, their advantages and limitations are identified, and how they affect the effectiveness of
Iinteraction with the consumer and long-term customer value is shown. Special attention is paid to the integration of behavioral,
cognitive and technological aspects in relational and digital marketing, as well as the use of modern analytics tools, CRM systems,
data management platforms and artificial intelligence technologies to personalize communications, optimize marketing decisions, and
enhance consumer engagement.

The article outlines the historical stages of the development of marketing concepts, reflecting the shift from transactional
to relational, digital and experiential marketing, demonstrating how paradigm shifts in marketing thinking are embodied in business
strategies, forms of communication, management priorities and the use of technology to form a value-oriented and human-centric
approach. Modern digital marketing models are considered, in particular the 5E and 7E approaches, which emphasize the life cycle of
consumer experience and multidimensional interaction with the brand in physical, digital and mixed environments. These models
enable companies to respond more flexibly to consumer needs by creating an integrated, personalized, and emotionally resonant
experience. The findings allow for a systematic understanding of contemporary trends in marketing thought and practice, emphasizing
the importance of integrating analytical, digital, and behavioral approaches into marketing activities. The study provides practical
guidance for improving business process efficiency. It demonstrates that marketing transformation is a continuous process in which
paradigm shifts reflect adaptation to a dynamic environment, technological advancements, and changes in consumer behavior. This
transformation enables organizations to generate long-term value and strategic advantage within the modern digital and networked
economy.

Keywords: marketing, marketing concepts, marketing evolution, transactional marketing, relational marketing, digital
marketing, experiential marketing, value co-creation, consumer experience.
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INOCTAHOBKA INPOBJIEMMU Y 3AT'AJIBHOMY BUI'JIAAL
TA i1 3B’S130K 13 BA’JKJIMBUMU HAYKOBUMH YU ITPAKTUYHUMU 3ABJIAHHAMHU

P03BHATOK MapKeTHHTY SIK Taly3i 3HAHb Ta chepy MPaKTUIHOI MisSUTBHOCTI BioOpakae CKIIaJHI Ta AMHAMIYHI
MIPOIIECH Y COLio-IeMOoTpadigHiX, eKOHOMIYHHX, KyJIbTYPHHUX Ta TEXHOJIOTIYHIX CHCTEMaX, B IKAX BiH (PYHKIIOHYE.
Lle#t po3BUTOK HE Mae 3aBEpLICHOI TPAEKTOPIl Ta € NMEpPMAHEHTHUM 3a CBOEIO TPHPOAOI0, OCKUIBKH MapKETHHT
BUKOHYE pOJb aJIalITHBHOTO MEXaHi3My, L0 OMOCEPEIKOBYE B3aEMOJII0 M PHHKOBHMH Cy0’€KTaMH B yMOBax
HENHIHHOI JAMHAaMIKM pO3BUTKY 30BHIIIHBOTO CEPElOBHINA. YTPOJOBXK CBOTO CTAHOBJIEHHS MAapKETHHT
€BOJIIOI[IOHYBAB 13 (D)YHKI[IOHAJIBHOTO IHCTpYMEHTa 30yTY, 3aCHOBAHOTO Ha JIHINHHIA TpaH3aKLiiHii Moneni oOMiHy
MDK BUPOOHHKOM 1 CHOXKHMBA4eM, Y CKIaAHY MDKAUCHUIUIIHAPHY CHCTEMY, L0 BKIIFOYA€ TriOpUIHY KOMYHIKaIIO Ta
KO-Kpealliro LiHHOCTi.

CyuacHa mapagurMa MapKeTHHTY Aefalli Oifble IPYHTYEThCA HAa CHCTEMHOMY MiAXOMi, y MeXaxX SKOTO
LIHHICTh HE € Halepel 3aJaHHM pPe3yJbTaTOM BHPOOHMITBA — IPOAYKTOM, IIO JIOCTABIIIETHCS CIIOXKMBAadaM, a
(OpMYETBCS K pe3yNbTaT B3aEMOIl Mi’K MHOXXHHHUMH aKTOPaMH — KOMIIAHISIMH, CTI0OKHBAaYaMH, TEXHOIOTYHIMHA
wraThopMaMu, COLIATPHUMH CIUTBHOTaMH Ta IHCTHTYHIHHUMH CTPYKTypaMu. Taka B3aeMOIisl peani3yeTses y
¢dizngHOMY, THHPOBOMY Ta 3MIMIAHOMY CEPEAOBHUINAX i 3yMOBIIIOE 3pOCTAHHS POJIi TOCBiTy, EMOIIIHOT 3aIy4eHOCTI
Ta CHMBOJIIYHUX 3HAUCHB Y IPOLIECax CIIOKMBAHHS. 3a TAKOTO MiAXOIy MAPKETHHT J0Ja€ MEXKi KIACHYHUX (QYHKLIH
— NPOJYKTOBOI (TOBapHOI), iIHOBOT, KOMYHIKaTUBHOI, 30yTOBOT (IUCTpUOYLIHHOT) — Ta cTae iHGPACTPYKTYPOIO IS
CEHCOTBOPEHHS, (JOpPMyBaHHS KyJIbTypHHX HapaTHBIB, COL[IAJIbHOTO BU3HAHHS I[IHHOCTI. 3 OIJIAMYy Ha IIe, 3pOCTac
Ba)XXJIMBICTh IUIATGOPMEHOT JIOTiKH, IU(pOBi3allii CHOXKUBYMX MPAKTHK, IHTErpalii aHaJiTHKH, TOBEJIHKOBUX HAyK 1
MU3aiiHy J0CBiNY y (OPMYBaHHS CTpAaTeriii B3a€EMOJIl 3 KOpHCTyBaueM. SIK HACNIOK, MAPKETUHT CTa€ HE CTUIBKH
JUCLUILTIHOIO YIIPABJIIHHS MOIUTOM, CKUIBKA KOHCTPYKTHBHOIO CHIIONO, IO OPMYE MPOCTIp B3aEMHOT 3aTy4eHOCTI,
COLIANFHOTO BIUIMBY T4 €KOHOMIKH 3HAYEHb CKJIAIHUX CKOCHCTEM.

AHAJII3 TOCJII)KEHD TA ITYBJIKAIIA

[TyOmikamiifHa aKTUBHICTD BITYM3HSHUX YYEHHUX MIOAO TpaHC(hOpMalii pO3BUTKY KOHICMIIH MapKETHHTY
OXOIUTIOE HU3KY BXIMBHX TCOPETHYHHX IIAXOIIB Ta MPAKTUIHUX MOJEJCH, sSKi BimOOpakaloTh Cy4acHi HAyKOBI
JIOCSITHEHHS B Wil cdepi. HaBenemo pe3ynpTaTi OCTaHHIX HOCTIDKEHb YKPATHCHKUX HAYKOBIIB 3 I[bOTO MTUTAHHS.

Tak, konextuBom aBropiB ([Tnmmmuyk B. I1. ta inmii, 2016) gociikeHo po3BUTOK METOI0JIOTI] MAPKETHHT'Y,
TEOPETHYHI 3acaJyl Ta METOIUKO-TIPUKIAIHI MUTaHHS PO3BUTKY CUCTEMH 3aXOJIB MapKETHHIOBOTO KOMILIEKCY, SIK
IHCTPYMEHTY aKTHUBi3aulii mianpueMcTB YKpaiHM B yMOBaxX 3aroCTPEHHs KOHKYpEHIIi Ta arpecHMBHOCTI Oi3Hec-
cepenosuiia [1]. ABTopu gocmigwid 3MiHy (OKycy y (GOpMyBaHHI CIOXHBYOI IIHHOCTI, 3aCTOCYBaHHS
MapKETHHTOBHX IHCTPYMEHTIB 3 TOYKH 30pY BJIOCKOHAJIEHHS yIPaBJIiHHSI MiAIPUEMCTBOM Ta (pOpMYBaHHS CTpaTeriii
PO3BUTKY BITYM3HSIHOTO Oi3Hecy B yMOBax riodaizarii.

IIpo 3mMiHy TpamumiifHOi KOHIEMIii MapKeTHHTY Ha HOBY 3asBieHo y mpari Jlymiit K. B. (2015), a cepen
MIPUYHH 3MiHH KOHIIETIIII{ Ha3BaHO MParHEeHHs pallioHai3allii ClIo)KHBaHH:, TyMaHi3allii BAPOOHHIITBA Ta €KOJIOT9HOL
3axXHINEHOCTI CYCIiJIbCTBA BiJl HeOakaHUX TporeciB BUpoOHUNTBa. Cepesr HOBUX MiIXOMIB Y (POPMYBaHHI KOHIIETIIIi
MapKeTHHTY aBTOD BiJ[3Ha4Ya€ TaKi sIK COI1aIbHO-CTHYHUI MapPKETHHT, CEpPBICHUH MAPKETHHT Ta MAPKETHHT B3a€MOJIi,
HATOJIOITYFOYH Ha Pi3HHUII B iIHCTPYMEHTAapii Ta FOJOBHIH MeTi MApKETHHIOBHX IMiIXOIiB [2].

V¥ mpani HaykoButi Bacrotkinoi H. B. (2018) BusBIIEHO TpH «eTIOXW» Y PO3BUTKY MapKETHHTY: BiJl OTPeO
JI0 LIHHOCTEH; 00IPYHTOBaHO MepeHeceHHs (POKyCy yBaru KomIasii Big npopax (Mapketudr 1.0) no OpeHyBaHHsS
(mapkeruHr 2.0) i MOTIM JI0 CTBOPEHHS I[HHOCTI uisi crnoxuBaya (mapketuHr 3.0), cdopMoBaHO OCHOBHI
XapaKTePUCTUKH X MAPKETHMHIOBUX KOHIIETIIIN Ta MO0y j0BaHa cxeMa iX TpanchopMariil y KOHTEKCTI «rmoTpeda —
uinHicTh» [3]. Ykpainceka pociigauus Oxcana bypminpka (2021) BusHauae ymMoBHM (opMyBaHHS KOHIEMIT
Mapxketunry 3.0, 0coOIMBICTIO SKOTO € CIIJIBHE CTBOPEHHS Pa30oM i3 CHOXMBaYaMH HOBIUX MapKETHHTOBHUX LIHHOCTEH
[4]. ABTOpOM OOIPYHTOBAaHO BaXKJIMBICTH CTBOPEHHS JIAHIIOXKKA I[IHHOCTEH Ta 00’€AHAHHA 1X B €MHY 3arajibHy
XOJIICTUYHY CHCTEMY.

3MICT KOHIIEMIIi{ XOJIICTUYHOTO MapKETHHTY Ta MOAANbII TpaHc(opMaii KOHIENi MapKeTHHTY B HAIpsIMi
(opMyBaHHs MapKETHHTY B3a€MOBIIHOCHH, IHTETPOBAHOTO MapKETHHT'Y, MApDKETHHTY pe3yJIbTaTiB Ta BHYTPIIIHHOTO
MapKeTHHTY PO3KpUTO y mpauti Anapist Jonus [S].

Tpanchopmariiro TpaguiiitHOT KOHIETIIIT MAPKETHHTY Y OiK COL[IaIbHO-€TUYHOTO Ta IN(PPOBOr0 MAPKETHUHT'Y
Ta TMPAaKTUYHE 3aCTOCYBAaHHA IHCTPYMEHTIB MapKeTHHTY Ha arpapHOMy pPHHKY B paMKax Iii€i TpaHcdopmarii
posristHyTY y npami Jlapinoi f. C., ®@imatoBoi A. B (2023) [6].

¥V npaui 3aBadniii T. O., )Kaniacekoi 1. B. BuUKoHaHO mepiofu3amiro po3BUTKY KOHIEIIIiif MapKeTHHTY Ha 0a3i
migxonais, npuitHaTHX y CHIA: minxony P. baprensca (oaHa i3 cipob cucTeMHOTO GaueHHS MapKETHIOBOI AYMKH y
CIIIA), migxoxy «Marketing Managementy, 1o nepeadadae GopMyBaHHS KOHIIEIIIi XOTICTUYHOTO MapKETHHTY Ha
6a3i By3bpKHX CHemiaii3oBaHUX Mojened Ta mixxomy «Marketing X.0» (cepis KOHIEMIIiH, MO MOKa3yIOTh OCTaHHI
TPEH/IN, 3pOCTaHHS POJIi TEXHOJIOTiH, dpoBizallii, 3MiHN TOBEJIHKH CIIOKMBAYiB, HOBUX (opM B3aemonii). Pazom 3
TUM, aBTOPHU IIJAKPECIIOIOTh, 1110, BPaXOBYIOYH OCOOJMBOCTI CTaHOBJIEHHS Ta PO3BUTKY, Taka IEpioju3ailis He
000B’SI3KOBO € NPUTAMaHHOIO JUIsl YCiX €KOHOMIK CBITY [7].

B aHrnomMoBHUX Hparsx BapTo 3BEpHYTH yBary Ha crartio aBropiB Onyeke K. J., Anukwe G. 1., Iloka Ch.
B., mpucBsueHy aHamizy eKCIICpUMEHTAJIBHOTO MAapKETHHTY, II0 CTaB KIJIIOYOBOIO CTPATEri€l0 B CY4aCHOMY
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MapKETHHTY, 3MiHUBIIIH B3aEMOJIII0 31 CIIOKUBAYaMH, JOCBiI OpEHIy Ta KOHKYPEHTHY NWHaMIKy HA pHHKY. Y CTaTTi
pPO3TISINAIOTECS  KOHICMINiSl, ©BOJIIOIISA, OCHOBHI TNPUHIWINHN, MPAaKTHYHE 3aCTOCYBaHHA Ta  HACIIIKH
SKCIIePIMEHTAJIBHOTO MApKETHHIY U CyYaCHHX MapKeTHHTOBHX IPAaKTHK. ABTOPH 3a3HAYAIOTh aKTYalbHICTh
Mepexoay BiJ MapKeTHHTY, OpPi€HTOBAHOTO Ha NPOAYKT, A0 MAapKETHHTY, OPI€HTOBAaHOTO Ha IOCBiM, ITOCHJICHHS
3aJy4eHHsI CIIOKMBAYiB Ta B3a€MOJII0, EMOLIHHUI OPEHIMHT Ta CTOPITEJUIHT, 1HTErpalilo OHJaWH- Ta oduaiiH-
JIOCBi/ly, MEpCOHANI3alLil0 Ha OCHOBI JaHUX, BUMIDIOBAaHMH BIUIMB Ta PEHTAOENBHICTH IHBECTHLH, 'HY4YKICTb Ta
a/IalITUBHICTB, JIOSUILHICTH 10 OpeHIy Ta HOTro MiATPHMKY, & TaKOXK JOBIOCTPOKOBE (hOopMyBaHHS OpeHay Ta HOro
KaItiTal Ha OCHOBI experience-MapkeTuHry [8].

[Monpn 3HauHWA 1OPOOOK BITYM3HSAHMX Ta 3apyODKHHMX HAayKOBIIB, HH3Ka acIEKTiB IpolieMu
TpaHcdopmarlii MapKETHHTOBHX KOHIIETIIII 3aJIHIIa€ThC HEAOCTATHRO ONPAlbOBAHOIO; MOKU IO HEMA€E CUCTEMHOT
Y3rOKeHO1 KOHIIETITYyaIbHOT PaMKH PO3BUTKY MapKETHHTY, siKa O BimoOpaskaia JIOTIKy Iepexoy B TpaH3aKIiHHOTO
MapKeTHHTy OO pelsmiiiHoro, mwmdpoBoro Ta ekcmepieHmiiHoro. HemocTaTHROo 3’SCOBaHUM € MEXaHI3M
TpaHchopMalii MApKETHHIOBHX MapaJurM y B3a€EMO3B’S3KY i3 COLIaNbHO-€KOHOMIYHHMH 3MiHaMHU Ta PO3BHTKOM
TexHoJoriil. barato poOiT ommcyroTh okpemi TpeHIu (IdpoBi3amis, COmiaTbHO-eTHYHIH MAapPKETHHT, MapKETHHT
3.0/4.0/5.0), ame He MOCHTH IOCHTIIKEHO, SIK caMe BimOyBaeThcs TpaHc]opmallis Bix omHiei Momeni no iHmoi. Y
BITYM3HAHMNX HAYKOBUX IPANSX IEepeBakae amamnTallis 3apyODKHHUX MiIXOIIB, TOMAI K pO3pOOJICHHS OPHTiHAIBHUX
MoJIieJie, pelleBaHTHUX YKPAaTHCHKUM yMOBaM, TIOKH 1110 oOMexeHe. BoqHouac noanbIioro OCMUCIEHHS BUMaralotTh
MEePCIEKTHBHI HANPSIMH €BOJIIOLIT MApKETHHT'Y, 30KpeMa BILTHB U(pOBi3allii, IITYy4HOTO iHTENeKTy, reiiMidikarii ta
HOBUX ()OPM IHTEPAKTHBHOI B3a€EMOIIT 31 CIO)KHUBAYaMH.

®OPMY.JIIOBAHHS IIJIEMA CTATTI

Mera crarti — moOymoBa TpaHCQOPMALIHOT MOAETl KOHIEIIii MapKeTHHTY, IO OMKCYE EBOIIOIII0
IIHHOCTI Y B3aeMOJIii MK TPOJABIEM i CIIOKMBadeM Ta 3a0e3ledye CHCTEMHHU 1 CTPYKTYpPOBAaHHHA IOTJISI Ha
PO3BUTOK MapKETHHTY.

3aBmaHHS CTaTTi — HaJaTH XapaKTEPHCTHKY ICHYIOUMM MOJCNSIM MapKETHHTY Ta BH3HAYUTH KIIOYOBI
BIIMIHHOCTI KOHIICTIIi MapKEeTHHTY, IepeBard Ta CIa0KOCTi KOKHOI MOJEIi y B3a€MOBITHOCHHAX 3 KIIi€HTaMH /
CIIO)KMBAYaMH, MPOCTEKUTH TPAEKTOPII0 PO3BUTKY MAapKETHHIOBUX KOHIICILIH, OKPECIUTH ePCHEKTHBHI HAPsIMU
€BOJTIOIIT MAPKETHHTY B YMOBax nu()poBizallii Ta IHHOBAI[ITHUX TEXHOJIOTIH.

BUKJIAJL OCHOBHOI'O MATEPIAJTY
EBottoLisi MapKETHHTY BUSIBIISIETBCS Yepe3 MOCIIJOBHY TPaHC(HOPMAIIiI0 KITIOYOBUX KOHIIENTYaJIbHUX 3aca]]
3 MEepPexX0oA0M Bij TpaH3aKIiiHOI 0 pensuiiHoi, Bi HUPPOBOI A0 eKCrepieHLiHHOT MapKETHHIOBUX MOJENEH Ta
KOHIICTII[i}, KOJKHA 3 SIKUX BiZ0Opakae MEBHUI eTam aganTallil 10 30BHIIIHLOTO CEPEOBHINA Ta 3MiH Y TOBEMIHII
CIOXXHBAYiB, TEXHOJIOTIYHOMY JIAHAIIA]TI Ta apXiTEeKTOHIMI miHHOCTI (pHc. 1).

[lepconamizaris uepe3 TEXHOMOFiT

[ToOymoBa 1OBIpH 1 JIOAIBHOCTI

YnpaBiiHHS TPOIO3HILIIEIO

Mudposuii
MAapKeTHHT
Tpauzakuiiinmii Peasiuiinuia
MAapPKETHHT MAapPKETHHI
Excnepienuiitnmnii
MAapKeTHHT

Ko-kpeaiist 1ocBigy yepes MiHHOCTI

Puc. 1. EBosionisi KOHIeNTyadbLHAX MoJeJIeil MADKETHHTY
Jlxepeino: po3pobieHo aBTopaMu

Konuenuist Tpan3akniiinoro mapkerunry (transactional marketing concept) TpaanumiifHO po3risaaeTbes
K TI04YaTKOBa (hopMa pUHKOBOI B3a€MO/Ii1, B OCHOBI SIKOT JIEKHUTH IPAMUI 00MiH. B pamMkax 1150ro oOMiHy npo/aBerpb
NporoHye ToBap a00 TOCIYry 3a BCTaHOBJICHOIO L(IHOIO, a MOKYIEIb Hajae BiamoBiaHy miary. Konmeruis
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TPaH3aKIIHHOTO MAapKETHHTY CIHpacThcss Ha Moxaenb «4P» — mpomykt (Product), mina (Price), micie (Place) i
npocyBauHs (Promotion), chopmoBany y 1960—70-x pokax sk JOMiHaHTHa MapKeTHHroBa mapaaurma [9]. Monens
«4Py onmcye 6a30Buil MapkeTHHT-MiKC (marketing mix) abo KOMITTIEKC MapKETHHTY, IO € CYKYITHICTIO iHCTPYMEHTIB,
3a JIOTIOMOTOI0 SIKHX KOMITaHisl (JOpMye i MpOCyBa€e MPOIO3UINIO Ha PUHKY, IHTETPYIOYH YHPABIIHHS MPOIYKTOM,
LIHOYTBOPEHHSM, KaHAJlaMH PO3IOBCIO[DKCHHSI Ta KOMYHiKauisMu [9]. MapKeTHHIr-MiKC JO3BOJISIE CTpaTEriyHoO
MO€IHYBAaTH MapKETHHIOBI 3yCHIIISL 111 MaKCUMi3allil MPOJIaxiB 1 TOCATHEHHS! KOPOTKOCTPOKOBUX Iiyieil. B 1ibomy
miaxoai e(QeKTUBHICTP MApKCTUHTY 3a3BHUYail OI[HIOETHCA dYepe3 OOCATH NPONaXiB 1 IIBHIKICTh 3MIHCHEHHS
TpaH3aK1ii 0e3 BpaXyBaHHs JJOBIOCTPOKOBOI IIIHHOCTI KJIieHTa abo HOTo JI0CBify.

[epeBaroro MoJeNni TpaH3aKIiHHOTO MAPKETUHTY € ii 31aTHICTh reHEepyBaTH MIBUAKUN I'POLIOBHI MOTIK Ta
MPOCTOTa BUMIPIOBaHHS pe3yJbTaTiB — JOXOIH BiJ] KOXKHOI OKpeMOi yroau JIETKO CHIBCTaBUTH 3 BHTpaTaMH Ha
MIPOCYBaHHS Ta CTUMYJTIOBaHHA poAaxiB [ 10]. Ocob6mmBo B yMOBax pHHKY 3 HU3bKHM BKIIQJICHHSIM 3 OOKY CIIO)KHBada
(low-involvement products) abo mix 9ac Ce30HHHX aKIii, TPaH3aKIITHNH IMiIXiJ € BKpai JOIUIEHIM.

3HaYHAM HEIOJIKOM TpPaH3aKLifHOTO MapKeTHHTY € oOMekeHa TpaekTopis B3aemomii. Koxxkna omeparris
PO3TIBIIAETECS OKPEMO, MEKi MK HUMH YiTKO IPOCTEXKYIOThCS. BinmoBigHo, koMmaHii He (GOpMyIOTh JOBrOTPHUBAITi
BiTHOCHHH 3 KJII€EHTaMH, HE IHTETPYIOTH JaHi NMPO HHUX y TPOLEC MPUUHATTA pilleHb, HE (QOPMYIOTH CHCTEMY
VIpaBIiHHS B3a€MOBITHOCHHAMHU 3 KilieHTaMH (customer relationship management, CRM), He aHaNi3yIOTh )KUTTEBUI
LIMKJI Ta HE TUIAHYIOTh OBTOPHI KOHTAKTH 3 ayJUTOpi€to. SIK HAaclIi 0K, TpaH3aKLiiiHa MOJIe)Ib CHCTEMaTHYHO iIrHOPYE
JIOBIOCTPOKOBY HLiHHICTh KiieHTa (customer lifetime value, CLV) Ta npu3BOAMTH 10 KOPOTKOCTPOKOBOI JIOTiKH
NPUIHATTS pillIeHb, 8 OT)KE ICHY€e BUCOKA HMOBIPHICTh 3HAYHOTO CTPUOKA Y BUTpaTax Ha 3ay4e€HHS HOBHX MOKYIILIB,
aJDKe yTPUMAaHHS ICHYIOUMX CTa€ CKJIAJHHM 4Yepe3 BiJCYTHICTh cucTeM miaTpuMku BimHocuH [11, 12]. Kpim Toro,
MOCTIMHI IIHOBI axIii Ta arpecuBHE NMPOCYBaHHS MOXYTb 3aBJaTH LIKOAM IMIIKy OpeHIy, CHPHYUHSIOYA BTOMY
cnoxuBadiB (consumer advertising fatigue) i 3HIKyIOYH JOBipY KIi€HTa O TOProBeNnbHOI mpomosmmii [13]. ¥V
MOEHAHHI 3 BUCOKOIO I[IHOBOIO UYTJIMBICTIO TaKa CTpaTeris poOWTh Oi3HEC Bpa3IMBIIINM A0 KOHKYPEHIIi, amke
CHOXKMBadi MOXXYTh JIETKO TMEPEKIIOYUTHCS Ha aJbTEPHATHBHUM TOBap MPH 3MiHI yMOB a00 HasBHOCTI 3HDKOK.
Hatowmicts crpareriune BukopuctanHsi CRM i CLV-mozeneii 103BoJIsie 3HAYHO ONTHUMI3yBaTH BapTiCTh 3ayUCHHS
kimieara (customer acquisition cost, CAC) 1 peHTabenbHICTH iHBecTHIil (return on investment, ROI) B
JIOBTOCTPOKOBIH mepcrekTuBi [14]. 3 HayKoBOI TOYKH 30Dy, TpaH3aKIliifHA MOJENb MapKeTHHTY Mae OOMeXeHY
CTpaTeriyHy rHy4KicTh IOJI0 YTPUMAaHHsI KllieHTa. BUX0I4H1 3 TaHUX NIATPUMKH IICISTIPOJaXKHOTO 00CITyrOByBaHHS
abo mporpam JIOSUTBHOCTI, y Takiii Mojeni Opakye IHCTPYMEHTIB Ui KOHTEKCTyai3amii B3aeMo[ii abo CHUrHaiiB
MITPUMKH M1 4ac MOBTOPHOI MOKYIIKH.

TakuM YMHOM, TpaH3akliiiHa MOJeJIb MapKeTHHry € (YHKI[IOHAaJbHOI Ta e(QEKTUBHOIO Yy
KOPOTKOCTPOKOBOMY TOPH30HTI, OCKIIbKM 0a3yeThCs Ha MIBHIKUX (PIHAHCOBMX TPAH3aKLIsIX MK BUPOOHHKOM i
CHOXKMBAueM Ta MpOCTOTi peaiizauii. BomHouac, BoHa € OOMEXEHO0 B YMOBax Cy4YacHOTO pHHKY, €
IHAMBIqyaTi3alis, KIIEHTCHKUH TOCBIJ i JOBTOCTPOKOBA B3a€EMO/IiSl CTAIOTh KIFOUOBHUMH CTPATETIYHIMHU PECypPCaMU.
B KOHTEKCTI 3MiHH Opi€HTAIlil MAPKETHHTOBHX MoJenell Ha 0araTOBHMIpHY B3a€EMOJII0 — MOBEIIHKOBY, IH(POBY,
eMOLIHHY — TpaH3aKIiHHUNA MiIXil BUKOHYE pOJIb (PYHIAMEHTY, KW BHMarae HaJO0yIOBU Ta TOCHIICHHS depe3
IHCTPYMEHTH PeISifHOTO, IU(POBOTO Ta JOCBIJOLEHTPUYHOTO MAPKETHHTY.

Konuenuist peasimiiinoro mapkermry (relationship marketing concept) BHHWKIA y BiINOBigs Ha
00OMe)KeHHS TPaIWIIIfHOTO TPaH3aKIIIHOTO MiAXOMy, O SKAX HAICKHUTH (OKYC Ha HETPUBAITY B3aEMOMII0 Ta
ICHOPYBaHHS JJOBIOCTPOKOBOI IIIHHOCTI KIIiEHTA. Y pesslifHOMY MapKeTHHTY TOJIOBHUM 00’€KTOM € He TpaH3aKIis
SIK Taka, a BIAHOCHMHH MK KOMIIAHIEIO Ta KIIEHTOM, SIKi PO3IJISAAIOTHCS K OE3MEpPEepBHHI MPOIEC, IO CTBOPIOE
JIOBroTpHBajy B3aeMHy wmiHHicth [10, 11]. 3amicTe onrtuMizaiii okpemoi yromu, y HEHTpI yBark — HiJTpHMKa
KJIIEHTCHKOT JIOSIIBHOCTI, 3MEHIIIEHHS BiITOKY, TiIBUILIEHHS TPUBAJIOCTI )KUTTEBOTO LIUKJITY KiieHTa (customer lifetime
value, CLV) Ta po3BHTOK €MOIIIIfHOTO 3B’ 3Ky 3 OpPEHIIOM .

Pensuiitanii MapkeTHHT Tiepe0adae BIPOBaKEHHS CUCTEM YIIPABIIHHS B3a€EMOBIIHOCHHAMH 3 KIIIEHTaMHU
(customer relationship management, CRM), 110 iHTerpyIoTh aHi IIpO MOBEIHKY KOPUCTYBaYiB, MOMIEPEIHIH JOCBiX
Ta icTOpito B3a€MO/Ii1, JO3BOJISFOUH MTEPCOHAIII3YBATH KOMYHIKAIIIO Ta MiJBUIIMTH PEJICBAHTHICTH Mpono3umin [15].
VY takoMy mizxozi IPOAYKT a0 TMOCIyra He € €AMHUM HOCI€EM LIHHOCTi, BOHH BHCTYNAIOTh JIMIIE TOYKOIO BXOY,
3aKJIMKOM JI0 B3a€MOJIi, sKa 3roJloM MoXe OyTH pO3IIMpEeHa JOJATKOBUMH CEpBicaMu, IporpamMamMH JIOSIIBHOCTI,
NIepCOHAI30BaHUM OOCITyTOBYBaHHSIM Ta KOHTEHTOM, OPIEHTOBAaHMM Ha YTPUMaHHs yBaru ta (pOpMyBaHHS JIOBIpH.
Sk Hachinok, Tpaguiiita mogens «4P» (Product, Price, Place, Promotion) 10OBHIOETECS CEPBICHO-OPiEHTOBAHUMHU
enementamu — moau (People), mporecu (Process) Ta ¢iznuni nokasu (Physical evidence), hbopmyrodun po3mmpeny
Mozaens «7P», ska Kpaie BIiAMOBiZae JOTII TpWBAJIOi B3aEMOii, CEPBICHOTO CYNPOBOAY Ta JOBIpH SK
HEMaTepiaJbHOTO aKTHBY.

Ha BigmiHy Bif] TpaH3aKIIITHOT0 MapKETHHTY, Y SIKOMY €(EeKTHBHICTH OLIIHIOETHCS Yepe3 KUTBbKICTh MPOJaXiB,
PeTSIIMHMIA MiIX11 HAroJIoNmye Ha SKICHUX MOKa3HHWKaX. Jl0 TakWX MOKAa3HUKIB HAJNEKHUTHh KOCPIIIEHT MOBTOPHUX
mokymok (repeat purchase rate, RPR), piBenp 3amoBosneHocti kiieHTiB (customer satisfaction score, CSAT), cuna
OpenznoBoi npus’s3anocri (brand attachment), piBens noBipu 10 6penny (brand trust). BinnosiaHo, Moneni B3aemonii
CTAIOTh CKJIAJHIIINMH, BUMararoTh €eMOLIIHHOTO 3aJIy4eHHs], KOTHITUBHOT B3a€EMOIi1, @ TAKOXX CTBOPEHHSI YHIKAJILHOTO
JIOCBiy, SKMH BUXOIUTH 3a MeXi 0a30Boi QyHKuUioOHANBHOI LiHHOCTI ToBapy [16, 17]. Tum camum pensuiiiHa
KOHLIETLISt MapKEeTHUHTY IHTErpye MiIXoau IoBeaiHKkoBoi ekoHomiku (behavioral economics), BH3HaKO4M, LIO0

456 Herald of Khmelnytskyi National University. Economic sciences 2025, Ne 5



Scientific journal ISSN 2307-5740

CIIOKMBY1 PIlIEHHS TPYHTYIOTHCS SK Ha paIliOHANBHIN OIIHIII BUTOIM, TaK 1 Ha €MOIlisfX, JAOBipi, MOMEPEIHEOMY
JIOCBIifi Ta KOTHITHBHUX yriepemkeHH X [18]. Taki ¢pernomenn, sk edext craTyc-kBo (status quo bias), edext axops
(anchoring effect), eBpuctuka moctymHocti (availability heuristic) abo comianshe migTBepmKeHHs (social proof),
BIUIMBAIOTh HA T, SIK KIIE€HTH CHPUHAMAIOTH B3a€MOJIIO 3 OPEHAOM i YOMY 3aJIMIIAIOTHECSA 3 HAM Y JOBIOCTPOKOBIH
nepcriektuBi [11]. TloBeninkoBa eKOHOMIKa Hajae PEALIHHOMY MapKETHHIY IHCTPYMEHTH TNIMOIIOTO PO3YMiHHS
JIOSUTBHOCTI CIIOXKHMBada Ta PO3POOKHM CTpaTerii, 10 OJHOYACHO BPaxOBYIOTh AaHI Ta ICHUXOJOTIYHI ACIEKTH
B3a€MOJ.

[epeBaroto pensiniiHOrO MapKeTHHTY € 3HaYHE 3HW)KEHHsI BapTOCTI 3aly4eHHsS HOBHX KIIEHTIB (customer
acquisition cost, CAC) 3aBIsKH iJIBUIIEHHIO e()EKTUBHOCTI YTPUMAaHHs HasBHUX, 1110, CBOEIO YEProl0, HO3UTHBHO
BIUIMBAa€ Ha JIOBIOCTPOKOBY peHTabenbHicTh (return on investment, ROI) [11]. Bingpme Toro, 3amydeHi KIli€eHTH
HEPIiIKO CTAIOTh aBOKAaTaMH OpeHY, MATPIMYIOUH HOTO Yepe3 peKOMEHalii, COIlialbHy MPUCYTHICTH 1 MO3UTHBHI
BIIITYKH, IO CTBOPIOE TOaTKOBY HEMOHETApHY LIHHICTb.

Paszom 3 THM, pemsmiiiHa MoJens MapKeTHHTY BHMAara€ CHCTEMAaTHYHHX IHBECTHIIH Yy uH(POBY
iHOPACTPYKTYpY, aHaNi3 [IaHUX, PO3BUTOK CEpPBICHOIO NOTEHIIady Ta CTPATETiYHOTO OpeHI-MEHEIKMEHTY.
Peaxizamis Mozeri € CkIamHIIIO0 Yepe3 HeoOXiqHICTh THYYKOTO YIPaBIiHHS KII€HTCHKAM OpT(heneM, CerMeHTaIli o
Ha OCHOBI TTIOBEJIIHKOBHUX JIJaHHUX Ta MiATPUMKY 3BOPOTHOTO 3B’SI3Ky B pEalbHOMY Yaci.

3arajom pesiiiifHa KOHIEIisl MapKETHHTY PO3LIMPIOE PO3yMiHHS PUHKOBOT B3a€MO/I1, IEPEHOCS YN aKLEHT
3 TNPOJAYKTY Ha JIIOJWHY, 3 OJHOPa30BOi TpaH3aKlil Ha TPUBAIY, B3a€MOBHTIHY CHIBOpaIoo. Y Cy4acHOMY
JUHAMIYHOMY CEepe/IOBHII, Ji¢ MOBEAIHKOBI TPUrepH, €MOLIWHHMN [OCBiA, JOBipa Ta IHKIIO3iS Jenaii vacTime
BU3HAYAIOTh JIOSJIBHICTD KIIEHTIB, peSILIHHMN miaxig QopMmye cTpaTeriyHy OCHOBY MAJIsl CTajlOTO PO3BHUTKY
MapKETHHTOBUX HPAKTHK.

Konuenuiss nngpoBoro mapkerunry (digital marketing concept) BimoOpaskae KOMIUIEKCHY aIarTaIliio
MapKETHHTOBHX MapaIirM Ta MPAaKTHK 10 QyHAaMEHTaIbHHAX 3MiH Y KOMYHIKalliHHIX, EKOHOMIYHHX 1 TOBEAIHKOBUX
MOJIEIIIX yHAcHigok mudposoi Tpanchopmamii (digital transformation) cycmimbcTBa Ta PO3BHUTKY IH(POBOI
exoHoMiku (digital economy). 3MiHM y CIOXHBYill MOBENIHIN, MOsBa OaraTOKaHAJIHFHOTO CEpPEIOBHINA, MACOBE
BIIPOBA/DKCHHS 1HPOPMAaNiHHO-KOMYHIKAIIHHUX TEXHOJIOTIH CIPHYMHIIA TMeperisa KIACHYHHX MiIXOMIB 0
MapKeTHHTY. Y HeHTpi nudpoBoi KOHIENIii MapKETHHTY 3HAXOAUTHCS IHTETPallis TEXHOJIOTIYHIX IHCTPYMEHTIB JJIs
3a0e3MeueHHs IePCOHaTI30BaHOT, THYYKOI Ta KOHTEKCTYalIbHOT B3a€MO/IT MK KOMITaHI€I0 Ta CIIOKHBAYEM y PEXKUMI
peanbHoOTO Hacy [19, 20].

[udposuit mapkeTuHr 0a3yeTbCsi Ha BHKOPUCTaHHI iH(OpMaLidHMX CHCTEM, cepel SKHX CHCTeMa
YIPaBJIiHHS B3a€MOBIHOCHMHAMHU 3 KiieHTamu (customer relationship management, CRM), matdopma ynpasiiHHS
naHuMH KiieHTiB (customer data platform, CDP), miardopma ynpaeninns nanumu (data management platform,
DMP), wryunwuii intenekr (artificial intelligence, Al) i mamraHe HaB4aHHs (machine learning, ML) 3acTocytoTbcst
JUTsL 300py, aHANI3y Ta iHTEepIpeTalii MOBEJIHKOBUX JaHUX criokuBadiB [21]. Taka Momens H03BOJIsE ONTHMIi3yBaTH
MapKEeTHHTOBI KaMIIaHii, i IBUIYBaTH PEJICBAHTHICTh KOMYHIKAIIi#, a TAKOXK aBTOMATH3yBaTH MIPOIECH CEIMEHTAIII1,
pexoMeHaanii i popMyBaHHS TUHAMIYHOTO MIHOYTBOpeHHs. BomHouyac mudpoBa KoHIeNis mepegdadae mooynoBy
OMHiKaHANBHOI ekocucteMu (omni-channel ecosystem), y sKiif KIIE€HTCBKHH JOCBIA 3allUIIAETHCSA ILTICHUM,
HE3aJIC)KHO BiJI KaHAITy B3aeMoii [22].

OpHi€I0 3 KIFOYOBHX BiAMIHHOCTEH HHU(PPOBOTO MapKETHHTY € Woro TiOpuaHa mpupona. Lludposi
IHCTPYMEHTH He 3aMiHIOIOTh KJIIACHYHY MapPKETHHIOBY JisUIbHICT, IOMOBHIOIOUH Ta ITiACKIIIOI0YH ii Yepe3 iHTerpariiro
OHJIaliH- Ta oduaiH-10CBiAy. BHAcHioKk HbOro MapKEeTHHI CTa€ OUIbLI T'HYYKHM, alalTHBHUM 1 PEaKTHBHUM,
31aTHUM e(heKTHBHIIIE BiAMOBIATH HA 3allUTU CIIOKMBaya Ta repeadadary X 4epes aHalITHKY Ha OCHOBI BEJIMKHX
nmanux (big data analytics). Takuit miaxia 103BoJIsE IEPCOHATI3YBAaTH KOPUCTYBAIbKUH n0CBif (user experience, UX),
BPaxOBYIOYH MiKPOKOHTEKCTH TIOBEIIHKH, EMOLIHHI peakiii KOpHCTyBa4iB i 3MiHy MOTHBALiil y nudpoBomy
cepenosui [23].

[{udpoBa KOHIEMIIsI MapKETHHTY TIEPEOCMHUCITIOE Ta PO3IIHNPIOE KiacuuHy mojens «4P» (Product, Price,
Place, Promotion) 3 ypaxyBaHHsAM BUMOr IdpoBoro cepenosuina. Jlo Hel 10NArOTBCS €NEMEHTH PENSLiHHOTOo
MapketuHry — Jroau (People), mpouecu (Process) Ta ¢ismuni qokasu (Physical evidence), mo ¢popMyoTs po3mmpeny
MoJeTb «7P», sika Kpallie BpaxoBye B3a€MOJIi0, CEPBIC 1 JOCBI KITi€HTA.

[Mopsin 3 MM IPONIOHYIOTHCSI HOBI MapKeTHHIOBI MOJIEI, sIKi HepeOyBaloTh B IIPOLIECi KOHIENTyali3amii Ta
e He OTPUMAalM IMHPOKOTO EMITIPHYHOIO IiJITBEpPKEHHS, 30KpeMa Moaenb «SE», omuH i3 BapiaHTiB sKOi
(hoxycyeThCsS Ha eTanax B3aEMOJI] CroknuBava 3 OpeHaoM y mudpoBomy cepenosumi — «[IpuBabnroBaTy, BBOANUTH,
3ayTydaty, BXoauTH, posmuproBatn» (Entice, Enter, Engage, Exit, and Extend) [24], a inmmii — «/locBix, OOMiH,
HocrymHicts, IlaptrepcTtBo, 3amyuenicte» (Experience, Exchange, Everyplace, Evangelism, Engagement), —
aJlanTye MapKEeTUHTOBY JIOTIKY JI0 pealtiii iudpoBoi B3aemoii [25] (puc. 2).
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Puc. 2. Bapiantu moaeieii SE B konuenuii nu)poBoro MapkeTuHry
Jxepeno: noGynoBano 3a [24, 25]

Iepmmit Bapiant Mopmeni SE mpomoHye TpeAcTaBUTH B3a€EMOIII0 CHOXHBada i3 QipMoro / OpeHmOM
MOCTITOBHICTh €TAaIliB B3a€MOil, MO0 BigoOpakaloTh iHPOPMALiHHO-KOTHITUBHI €Taly CHOPUHHATTA OpeHIy [0
BUOYIOBYBAaHHS JIOBIOCTPOKOBHX BIJHOCHH dYepe3 MOBTOPHI KOHTaKkTH abo pexomeHpawii. [lpyra Mopens sBise
c00010 BiZTOOpa)KeHHsI €TaliB 3aJIy4eHHs CIIO)KMBa4ya Ta HOTO AOCBIJ B3aeMOJIl 3 OpeHIoM, 1110 (GOpMye eMOIIHHIIA
Ta KOTHITUBHMH 3B’s130K. Takuil miXij JIOTYHO AOMOBHIOE MOJeNb «7P» 1 103Bosisie M(pOBOMY MapKeTHHTY OyTH
OLIBLI PEJICBAHTHUM 1 THYYKHM B YMOBaX HU(GPOBOI B3aEMOJIIT.

EdekruBHicTs U(HPOBOro MapKETHHIY YaCTO OLIHIOETHCS Y€pe3 HOBI METPHUKH, TaKi K BAPTICTh 3aIy4EHHS
kiienTa (customer acquisition cost, CAC), koedirieHT KoHBepcii (conversion rate), JOBrOCTPOKOBA IIHHICTh KIIIEHTA
(customer lifetime value, CLV), moka3HuKH yTpUMaHHS Ta e()eKTUBHICTB B3aeMoii (engagement metrics). OcoOauBy
pOJIb Bifirpa€e 31aTHICTh MapKETHHTOBHX CHCTEM aJlalTyBaTH KOHTEHT y PEXHUMI PEalbHOrO 4acy, CTBOPIOIOYH
VHIKaJIbHI IUISIXH KITIi€HTa (customer journey) Ha OCHOBI OaraTokaHaJILHUX CHTHAIIB [23].

Pazom i3 TuM, IUQpOBHIA MapKETHHI BHUCYBa€ HOBI BUKJIHKH, 5Ki OOYMOBIIOIOTH MOTPeOy B €TUYHOMY
VOpaBIiHHI JaHUMH, 3aXHCTI KOH(]IIEHINHHOCTI, MPO30pOCTi aITOPUTMIB 1 BIANOBINAJBbHIA aBTOMATH3AIIil.
OmHOYacHO 3pocTae moTpeda y crparerivHoMy au3aiiHi mudpoBoro mocBiny (UX design), ge KIFOUOBY pOJIb Bilirpae
He JIMIIE 3pYYHICTB, a i JI0Bipa, IHKIIIO3UBHICTH 1 EMOLIIMHIH pe30HaHC.

B pesysbrari nngpoBa KOHLENIis MAPKETHHTY (JOPMY€ HOBY MapaurmMy B3a€MOIi1 y MEpexkeBiii eKOHOMIII],
y sIKiii OpeHIM OJJHOYACHO BHCTYNAIOTh 1 K MOCTa4YaJbHUKW MPOAYKTIB, 1 SIK (acHIIITATOPH KOHTEKCTYalbHOTO
JIOCBiy, HOCIT COLIIaJIbHUX CMHCIIIB T4 YYaCHUKH T1IOPHIIHIX €KOCUCTEM LIHHOCTI.

Konuenuist ekcnepienuilinoro mapkeTuHry (experiential marketing concept) hopmysroe 3cyB napagurmMu
Bil TpaH3aKWiHHOi JIOTIKM OOMiHy IO CTBOPEHHS IHTETPOBAHOTO CIIO)KMBYOTO JOCBiTy, IO Ma€ EMOIHHUIA,
CCHCOPHMH, KOTHITUBHHH, MOBEIIHKOBUH Ta COLaJbHUI BUMIp. Y HEHTPi eKCHEpieHIIHHOI MOaeNn MapKeTHHTY
nepeOyBae CHOXHUBAY SIK Cy0 €KT MEPEKUBAHHS, IS SIKOT0 OpEHJI € He CKiJbKH (DYHKIIOHAIBHUM aKTHBOM, CKUTBKH
JOKEPEJIOM KITIEHTCHKOTO JIOCBiY, 3HAUYIIMX BPaXXEHb 1 CAMBOJIIYHUX CMHUCIIIB.

[TosiBa eKOHOMIKHM BpaXXeHb (eXperience economy) akTyaiizyBaja MOTpedy Yy MapKeTHHIOBHUX CTpaTerisx,
110 CTBOPIOIOTH €CTETHYHO NMPUBAOIINBI, IHTEpPAaKTHBHI Ta IMEPCHUBHI CEPENOBHIIA, sKi 31aTHI popMyBaTH yHiKanbHI
crorajay, 3MIIHIOBATH €MOLIMHUWI 3B’S30K 31 CIIOKMBAa4deM 1 MiJABMINYBATH I[HHICTE OpeHxy. Y Mexax Mopei
eKCIIePi€HIIIHHOTO MapKeTHHTY — MapKeTHHTY, 10 Nepeadadae OTpUMaHHA MO3MTHBHOTO KIIEHTCHKOTO JOCBiAY,
KoMmmaHii (OKyCYIOThCS Ha AW3alHI OaraTOKaHAIBHHUX TOYOK KOHTakKTy (touchpoints), ski iHTErpyroTs (i3wyHi,
mudpoBi Ta comianpHi B3a€MOAIl B €IWHWM, IOCHIIOBHUHN clieHapiii OpeHmoBoi ydacti. ExcriepieHIiitHNN Tiaxin
nependadae TIMOOKY yBary J0 CEHCOPHOTO Am3aiiHy (multisensory design), CHMBOJIIYHOTO KOHTEKCTY KOMYHIiKaITiH,
KyJIbTYpHOI PeJIeBaHTHOCTI Ta adeKTHBHOI 3arydeHocTi. Oco0nmBoi Baru HabyBae IpaMaTypris ZOCBimy (experience
staging), sika JO3BOJISE MEPETBOPUTH CIIOKMBAHHS HA CLEHY 3HAUYLIMX IEPEKHBaHb, MIOYMHAIOYN BiJ MOXIH 1O
NepCOHAJII30BaHUX cepBiciB. TakuM YMHOM, MapKETHHI BUKOHYE SIK IHCTPYMEHTAJIbHY, TaK 1 KyJIbTYPHY (YHKIIIO.
BiH He mpocTo mpocyBae TOBapW Ta MOCIYTH, a CTBOPIOE E€MOLHHI KapTH CEHCIB, AKi ()OPMYIOTh NOBEHIHKY Ta
1ICHTHYHICTD CHIOXKUBayva [26].
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Y koHTekcTi 1MppoBOi TpaHchopmarlii eKCHepieHIIHHNA MapKeTHHT 30aradyeThCsi IHCTPYMEHTaMH
nmoroBHeHO1 (augmented reality, AR) Ta BipryampHOi peampHocTi (virtual reality, VR), iHTepdeiicamu emoniiiHoi
aHamiTHKN (emotional analytics), emementamu reiimidikamii (gamification) Ta CICHapHOTO MEPCOHATI30BAHOTO
KoHTeHTY (scripted personalized content). Lle no3Bomsie cTBOprOBaTH cepenoBuia Opennay (brandscapes, Big brand —
Openn i1 landscape — nmangmadr), Mo BKIIOYAIOTh B ceOe Bi3yanbHI Ta NPOCTOPOBi eneMeHTH ((hipMOBHH CTHIIb,
apXiTEeKTypy Mara3uHiB, KOpHUCTyBalbKUi 10cBix (user experience, UX), iHTepdeiic kopuctysaua (user interface, UI)
TOIIO), EMOLIIHO-CEMIOTUYHI KOHCTPYKTH (CHMBOJIH, icTOpii, HApaTUBH OpEeHAY), COLIOKYJIBTYPHHH KOHTEKCT, y
KoMy OpeHI (YHKIIOHYE (LIHHOCTI, CTHIb XHUTTS, acouiauii). Taki cepegoBuiIa SBISAIOTE cOOOI0 MPOCTOpH, Je
JIOCBiJl OPEHY CTa€ YACTUHOKO MOBCSKICHHOTO JKUTTSI, a CIIOKUBAY — YIaCHUKOM CTBOPEHHS IiHHOCTI [27, 28].

B pamkax ekcrepieHIIHHOrO MapKEeTHHTY CYYacHi JOCHIZHUKH NPONOHYIOTH PO3MIMPEHY Mozaeib «7E»
(Entice, Enter, Engage, Experience, Exit, Extend, Evolve) «IIpuBabnroBaTn, BBOOUTH, 3a)Ty9aTH, OTPUMYBATH JOCBI],
BUXOJAWTH, PO3IIUPATH, po3BUBATH» [29], sxa Tpanchopmye kiacudaai mMoxaeri «4P»/«7P», 3ocepemxyodnch Ha
JVHAMIYHHX eTanax (JOpMyBaHHS Ta MIATPUMKH CIIOKHBYOTO JOCBimy. Taka MOZETb OXOIUTIOE BECH JKUTTEBHIN UK
B3aeMOJIii 3 OPEeHIOM Ta OCOONMBO aKTyallbHa y TiOpMAHOMY CEpeIOBHIII, JI¢ MOEAHYIOThCS (i3UdHI Ta THUPPOBI
KaHaIM KOMYHIKamii i, THM caMiM, 3a0e3ledyeThcs TNTMOOKAa eMOIliifHa, KOTHITHBHA 1 MOBEAIHKOBA 3aIydeHICTH
kiieHTiB [29] (puc. 3). 3aBasaKu MbOMY HiAXOIY €KCHEePi€HIIIHHNN MapKeTHHT Ha0yBa€e iHTErPaTHBHOTO, MUKITITHOTO
XapakTepy, OPIEHTOBAHOTO HA CTBOPCHHS OE3MepepBHOI MIHHOCTI Yepe3 OaraTokaHadbHI Ta O0AaraTOBUMIPHI TOYKU
KOHTaKTY.

Etan sxuTTeBOro LUKy 3MicT eTary
( ) [MpuBepTaHHs yBaru Ta 3aiikaBJIeHHS MOTCHIIHHOTO
Entice CIIOYKKMBAYa Yepe3 PeICBAaHTHUI KOHTEHT 1 CTUMYJIH
\
Enter IToyaTkOBUI1 KOHTAKT 1 3aJIydCHHS CIIOKMBA4a B €KOCHCTEMY
L ) OpeHay
% \ AKTHUBHE 3aJTy4eHHsI Yepe3 IBOCTOPOHHIO B3aEMOIII0, TiaJIoT
Engage Ta MePCOHANI3aLli0, 100 MiABUIINTH JIOSIIBHICTD Ta
S g 3aKPIMKUTH €MOIIHHUI 3B’ 130K
[ Experience ]— Besnocepenniit emoliiiHuA 1 CEHCOPHUIT TOCBIJ CIIOKMBaYa
ITiJ] 9ac BUKOPUCTAHHS IIPOAYKTY ab0 CepBicy
( ) ) 3aBeplIeHHs KOHKPETHOT B3a€MOJIIT 3 OpeHIOM, alie 3 TO3UTHBHUM
Exit BPaXEHHSIM 1 MOKJIMBICTIO TIOBTOPHOTO IOBEPHEHHS
\. J
( ) ITonoBeHHs BiIHOCHH Yepe3 MOBTOPHI KOHTAKTH,
Extend MPOTPaMH JIOSITLHOCTI, PEKOMEHALli1, sIKi TOJIOBKYIOTH 1
b g 3MILHIOIOTH CITIBIPALO Ta CTBOPIOIOTH aBOKATIB OpeH Iy
4 N\
Evolve Po3BuTOK Ta TpaHC(hOpMaIist CTOCYHKIB 3 KJIIEHTOM, aaIlTalis
N J MapKETHHTOBHX CTPATErii BiANOBITHO 0 3MiH Horo motpeo i
MOBENIHKU

Puc. 3. IlocaigoBHicTh B3aeMoii 3i cnozkuBayem y meskax mojesi 7E
Jxepeno: moOynoBano 3a [29].

EdexTuBHICTS eKCIIepieHIIHOT KOHIENIii MapKeTHHTy TOHAJ TPaauIidHi (iHAaHCOBI MOKAa3HUKU NeAali
YacTillle OLIHIOETBCA dYepe3 i1HAEKCH eMomiiHOoi mpuB’s3aHOCTI (emotional attachment), piBerp OpeHIOBOTO
sairydeHHs (brand engegement), IHTEHCHBHICTD 1 TPUBAIICTh CIIOXKHMBYO1 B3aEMOJIIT (consumer interaction), a TaKoX
3/IaTHICTH JOCBiAy (opmyBatn noBroTpuBaiy JosuibHICTE (long-term loyalty) 1 TO3UTHBHY MOBENIHKOBY iHEPIIO
(behavioral inertia), ToOTO CTilKicTh MO3UTUBHMX MOBEAIHKOBHUX MAaTEPHIB, IO MiATPUMYIOTh JIOSUILHICTB 1 TOBTOPHI
B3aemonii [30, 31]. Inmoro MoBoIo, excriepieHIiiiHa KOHLENis popMye HOBY MapaurMy MapKeTHHIOBOI AisIIBHOCTI,
y SIKii OpeHIu (QYHKIIOHYIOTH SK MOCTadaJbHHKH I[IHHOCTI Ta apXiTEKTOPH JOCBilYy, OpIEHTOBAHI Ha TIHOOKY
€MOIIHHO-KOTHITUBHY B3a€MO/IIIO 31 CIIOXXKMBAa4YEM Y CKJIaTHOMY CEPEIOBHIIII.

3MiHa MapKeTHHIOBUX KOHLENLIN BinoOpaxae IMMOMHHY TpaHc(opMalilo NpUpoIy pUHKOBOI B3aeMOAii —
BiZl OOMiHY /10 B3a€MOBIJJTHOCHH, BiJl B3a€EMOBIJTHOCHH JI0 KOHTEKCTY, B/l KOHTEKCTY JI0 IOCBiay. Y Mipy YCKJIa[HEHHS
CHOXWBUO{ TOBENiHKH, audepeHmiamii Ta QparmeHTanii KaHamiB KOMYHIKamii Ta MiABHIICHHS 3HAYYIIOCTI
HeMaTepiaJbHUX aKTUBIB (IOBIpH, YBarw, 3alydeHHS) MapKETHHT IOCTYIIOBO BTpada€ BY3BKO iHCTpYMEHTaJIbHHUI
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XapakTep 1 MEepPEeTBOPIOEThCS HA CTpaTeridyHy apXiTeKTypy LiHHICHOTO oOMiHy. BinOyBaeThbest 3cyB (oOKycy Bin
KUTBKOCTI IO SIKOCTi KOHTAKTIB, BiJf KOHTPOJIIO JI0 CIIIFHOTO CTBOPEHHSA IHHOCTI (co-creation), Bix (pyHKIIIOHATEHOTO
0 KOTHITUBHO-eMOIiifHOT 0OMiHy. PO3BHTOK KOHIENITyaJdbHHX 3acaj BiAMOBIAHO IO JIOTIKH MOOYJOBH PHHKY
PO3IIUPIOE apceHal MapKeTHHIY. PoO3yMiHHS eBONIOLI] MAapKeTHHTOBHX KOHLCNLIH Ja€ 3MOTYy OCMHUCIHTH
BIZIMIHHOCTI MIJX HIJIX0JIJaM{ Ta B3a€MO3B’I3KH MK HUMHU SIK (pa3aM¥ PO3BUTKY MapKETUHI'OBOI Mapagurmu. Y taoum.
1 y3araJibHEHO KIIFOUOBI XapaKTEPUCTHKN OCHOBHHUX KOHIIETII MapKETHHTY, 110 BiI0OpaXkatoTh 10 TpaHC(HOPMAILLiTO.

BUCHOBKM 3 JAHOT'O JOCJII>KEHHSI
I NEPCHHEKTUBU NNOJAJIBIINUX PO3BIAOK ¥ JAHOMY HAIIPSMI

TakuM uWHOM, TpaH3akIiiiHa, peJsLiiiHa, nuppoBa Ta eKCIepieHLIHAa KOHUEMIl MapKeTHHTY
(YHKIIOHYIOTH K TapaJuTMalibHI PaMKH, OI0 BimoOpaXkaroTh KIIFOUOBI €Taly €BOJIONIi PUHKOBOI B3aeMomii. Born
(OpMYIOTECS ¥ BiIIOBiAh HA 3MIHH Y CEPEIOBHII, MOBEIIHIN CIIOXHUBAYIB i TEXHOJIOTIYHOMY MPOTPECi, Ta CTAIOTh
OCHOBOIO JUIi PO3BHUTKY BINMOBITHMX MOJENECH MHCIEHHS, IHCTPYMEHTIB i HMiAXOMiB. Y Mekax Mi€l eBOJIFOMil
MapKeTHHT TpaHCHOPMYETHCS BiI YIPaBIiHHA OOMIHOM [0 OpKECTPYBAaHHS B3aeMOJil, MOOYIOBH MOCBixLy,
CTBOPEHHS IIHHOCTI, YIIPaBIiHHS JAaHUMHU Ta 3MICTOBHOI Koomeparii. Takuil migxin HO3BOMSE CHCTEMAaTH3yBAaTH
HAKONMYCHE 3HAHHA Ta KPUTHYHO OLHIOBATH HOTO PENEBaHTHICTh B YMOBAaX Cy4acHOI CKOHOMIKHM Ta AMHAMiYHHX
3MiH, SIKi BAMaraloTb HOBUX ()OpM 3aJIy4eHHsI Ta MUCICHHSL.

Tabuuns 1
Kiarouosi XAPAKTEPUCTUKHU OCHOBHUX KOHIICHIIifI MAapKETUHTY
Konuenuis OcHoBHA Cruagosi XapakTepHCTUKH MeTpuku OcHoBHIi OcHoBHIi
MAapPKETHHIY HiHHICTH oi3nec-monei MoneJi e(eKTHBHOCTI nepeBaru 00MeKeHHS
Dokyc Ha
OJIHOPA30BHX
yrozaax, IBunkuit IrnopyBanns CLV,
TpaHn3zak- Tposas/ 4P  (Product, | maxcumizamis O6car mponaxy, | rpomoBuii moTiK, | BimcyrtHicts CRM,
i Hui 0B Price,  Place, | obcsariB  mpopaxy, | MIBHIKICTH pocToTa BpAa3IUBICTH bi (o)
MapKeTHHT Promotion) BIZICYTHICTh yroau BUMIPIOBaHHS KOHKYPEHIII,
JIOBIOCTPOKOBOI pe3yibTaTiB 3HIDKECHHS JIOBIpH
B3a€MOJIT 3
KJIIEHTaMH
7P (Product, HeobxiguicTs
Price Place. npoBoi
PromZ)tion " | Popwysania 3umxenHs CAC ?Hq()b pac TypH
Pensiniiinuii | BigHocuuwW/ ? JOBTOTPHBAJIHX RPR, CSAT, . > PaCTPYKTYPH,
. People, . migBumeHHs ROI, | ckimagHicTh
MapKeTHHT JIOSUTbHICTD BIJHOCHH, CRM, | brand trust, CLV R .
Process, L OpeHa-aaBoKalrlis yIpaBIiHH
- HepCcoHalTialis :
Physical KIIIEHTCHKUM
Evidence) noprdenem
SE (Entice,
Enter, Engage, | InTerpamis T —
Exit, Extend; | mudposnx . I'HyuKicTs, p ’
. . CAC, conversion X BHUMOTH i ()
Oudposnii TexHomnorii/ Experience, wiatdopm, aHamituka, UX- | .
. o rate, CLV, . iH(dpacTpyKTypH,
MapKeTHHT | JaHi Exchange, TepcoHalIi3ais B IH3aiiH, .
. | engagement . CKJIaJIHICTh UX-
Everyplace, peansHOMY qaci, aBTOMATH3aLlisl saii
Evangelism, OMHIKaHaIbHICTh . ¥
Engagement)
7E (Entice, | Emomiiina ta | Emotional I'mnboka Brcoka  CKIAICTE
Excne- . Enter, Engage, | cencopmua B3aemomisi, | attachment, JIOSUTBHICT, . a
RV, Jocsin / . . AV peaunizanii, morpeda B
pieHuiiiHui Mo Experience, baraTo-KaHaJbHICTh, brand eMOLIIHHUT eMouiiiHiit
MapKeTHHT Exit, Extend, | kyabTypHa engagement, 3B’S130K, LUTICHUI ananitim. AR/VR
Evolve) PeNIeBaHTHICTh behavioral inertia | mocBix ,

Jlxepeno: chOpMOBaHO aBTOPAMH.

Ilopsin 13 MapKeTHHTOBMMH KOHIEMNISIMH, 5Ki (iKCyloTh 3MiHy ¢inocodii MapKeTHHTY, Ba)KIMBO
BPaxOBYBaTH THIIOJIOTT, 110 IHTEPIPETYIOTH 1li 3MiHH 3 TOUKH 30pY €BOJIIOLIT NpakTHKH. OJHIEI0 3 TAKUX € MOJENb
MmapkeTuHry 1.0-5.0, 3anponionoBana ®ininom KotiiepoM, sika 103BOJISIE IPOCTEKHUTH, K HapaJurMaibHi 3pyIIEHHS
B MapKeTHHIOBOMY MUCJIEHHI BTUIIOIOTBCA y CTpaTerisix OizHecy, (opMax KOMyHIKallii, ypaBliHCBKHUX MPIOPUTETaX
1 TEXHOJIOTIYHMX pimeHHsx. Ha BinMiHy Bij KOHIEMNIiH, M0 (GOKyCyIOTECS Ha NMPUPOJI B3aEMOIIT 31 CHIOXKHUBAYEM,
Mojenb MapkeTuHry 1.0-5.0 okpecmioe iCTOpWYHI XBHJII PO3BUTKY MapKeTHHroBoi (yHKIII, 3 1i mepexozom Bif
opi€eHTalil Ha MPOAYKT J0 BUKOPUCTaHHS HU(PPOBUX TEXHOJIOTIH 1 JaHUX Ui MOOYJOBHU LiHHICHO-OPiEHTOBAHOTO,
JIFOJIMHO LIEHTPUYHOTO Ta 1HKIFO3UBHOTO MapKETHHTY.
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