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HUPPOBI IHCTPYMEHTU MAPKETUHI'OBUX JOCJIIKEHb Y _
CEI'MEHTYBAHHI PUHKY TA ITPOI'HO3YBAHHI IIOITUTY: ITIOPIBHAJIbHUU
AHAJII3 B2B I B2C PUHKIB

Y crarTi JOC/AKEHO POrib UNPPOBUX IHCTDYMEHTIB MapKETUHIOBUX AOC/IIAKEHS Y MPOrHO3YBaHHI MOMUTY Ta CEMMEHTYBAHHI
Ha puHKax B2B i B2C. ObrpyHTOBaHO, Lo B yMOBax UM@POBOI TpaHCGhopMaLii MapKeTVHIoBI AOC/IIAKEHHS TEPECTAIOTL OOMEXYBATHCS
Jsme 360pom i Qikcaliero puHKOBOI HGOpMaLli Ta AEAE/ GifIbLUE IHTEMPYIOTLCS Y ITPOLEC MPMIHSTTS VIIPaB/liHCHKUX DILLIEHD.
BCTAaHOBJIEHO, 1O BUKOPUCTaHHA CRM-cuctem, BI-riatgopm, BeG-aHasliTvKu, MapKETUHIOBOI aBTOMAaTU3aLl], COLia/IbHO-MELIMHOI
aHasiitvik, Big Data 1a AI-pileHb Aae 3Mory rigBuLynTy TOYHICTE CErMEHTYBAHHSA PUHKY, BUAB/ISITU MOBEAIHKOBI XapaKTEPUCTUKU
KIIEHTIB | CrIOXUBAYIB, a TakoX @opmyBaTu Oifibly OOrpyHTOBaHi MOAESI MPOrHO3yBaHHS romTy. [JOBEAEHO, O B yMOBax
UNDPOBI3aLlii CerMeHTyBaHHS PUHKY TPAHCHOPMYETCS 31 CTaTUYHOI Kiacugikalii' y 6€3r1epepBH aHasIITUYHMHA MPOLIEC, LLYO MOEAHYE
OnUCOBI Ta MPEANKTUBHI MIAX0AN. BU3HAHYEHO, 1O Ha pUHKY B2B cerMeHTyBaHHS 6a3yeTbCs MEPEBAXKHO Ha rasy3€Bux, EKOHOMIYHNX,
10BELIHKOBUX | CTPATEITYHNX XaPAKTEPUCTUKAX BI3HEC-KIIEHTIB, TOAI SIK Ha pUHKY B2C AOMIHYIOTb AEMOrpagidHi, rncuxorpagidyrHi ta
10BEJIHKOBI KpUTEDIT. Y3arasibHEHO Cy4acHi HayKoBI riaxoan [0 BUKOPUCTaHHS UMPPOBUX [HCTPYMEHTIB Y MEPKETUHIOBUX
AOCTTIIIKEHHSX Ta AOBEAEHO IX 3HAYEHHS A/15 MIABNLYEHHS PE3Y/IbTaTUBHOCTI MaPKETUHIOBOI AIS/IbHOCTI MIANPUEMCTB. [IpakTudHe
3HAYEHHS] OTPUMAHUX pPE3Y/IbTAaTIB [10/IIFAE Y MOXI/MBOCTI BUKOPUCTAHHS LNPPOBOro IHCTPYMEHTAPIIO A/ BAOCKOHA/IEHHS
CermMeHTaLiiHux MOAENEY, MABMLLEHHS TOYHOCTI MPOrHO3YBAHHS TOMNTY Ta MOCUTIEHHS aHA/IITUYHOIO 3a0€3MEYEHHS MaPKETUHIOBUX
PILLIEHB Ha PIZHNX TUIax PUHKIB.
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DIGITAL TOOLS FOR MARKETING RESEARCHES IN MARKET SEGMENTATION
AND DEMAND FORECASTING: A COMPARATIVE ANALYSIS OF IN B2B AND B2C
MARKETS

The article examines the role of djgital tools in marketing researches for demand forecasting and market segmentation in
B2B and B2C markets. It is substantiated that under conditions of digital transformation, marketing researches is no longer limited to
the collection and recording of market information, but is increasingly integrated into managerial decision-making processes. The
study shows that the use of CRM systems, BI platforms, web analytics, marketing automation, social media analytics, Big Data, and
Al-based solutions makes it possible to improve the accuracy of market segmentation, identify behavioral characteristics of customers
and consumers, and develop more grounded demand forecasting models. It is proved that in the digital environment market
segmentation is transformed from a static classification procedure into a continuous analytical process combining descriptive and
predictive approaches. The paper determines that in B2B markets segmentation is mainly based on industry, economic, behavioral,
and strategic characteristics of business customers, whereas in B2C markets demographic, psychographic and behavioral criteria
dominate. The article generalizes modern scientific approaches to the use of digital tools in marketing researches and demonstrates
their growing importance for improving the effectiveness of marketing activity. Particular attention is paid to the differences in the
application of digital tools in B2B and B2C markets, which are caused by differences in demand nature, customer behavior, decision-
making logic, and the level of personalization. The practical value of the results lies in the possibility of using the systematized digital
toolkit to improve segmentation models, increase the accuracy of demand forecasting, and strengthen the analytical support of
marketing decisions in different market environments.
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OCTAHOBKA IMPOBJIEMMU Y 3AT'AJIBHOMY BUTIJISAAI
TA 1i 3B’S130K 13 BAXKJIMBUMUW HAYKOBUMU YU IPAKTUYHUMU 3ABJAHHSMHU

Y cy4acHHX yMOBax PO3BHUTKY IHM(POBOi €KOHOMIKM MapKETHHTOBI IOCIHIJKEHHs HaOyBalOTh HOBOTO
3HAUEHHs B CHCTEMI YNpaBIiHHS HianpueMmcTBaMu. TpaHcopMallisi pUHKOBOTO CEpEeIOBHINA, 3pOCTAHHS OOCSTIB
nu(poBUX JaHWX, NMOCWICHHS KOHKYpPEHILIi Ta 3MiHa TMOBEIIHKHM KIIEHTIB 1 CIIOKMBaYiB 3yMOBIIIOIOTH MOTPEdy y
BHKOPHCTAaHHI HOBUX MiIXOMIB 10 aHAJI3y PHHKY. SIKIIO paHilie MapKETHHTOBI TOCIIHKEHHS IEPEBa)KHO 3BOIHIIHCS
JI0 BUBUCHHS MICTKOCTI PHHKY, OLIHIOBAaHHS KOHKYPEHTHOTO CEpPEIOBHUINA T BHUSIBICHHS CIIOXHUBYHNX YIIOL00aHb, TO
CHOTOJTHI BOHH JIe1ajli OiNIbIIIe OpieHTYIOTHCS Ha Oe3nepepBHUI MOHITOPHHT HHU(PPOBOi aKTHBHOCTI ayAUTOPiH, aHAII3
OaraToxaHaJFHIX TOYOK KOHTAKTY, MOAETIOBAHHS TIOBEAIHKH KII€HTIB 1 MPOTHO3YBaHHA IOMUTY HA OCHOBI JaHUX [3;
4].

Oco0mBO BaXKIIMBHM II€ € JJIS MiATIPHEMCTB, sKi QyHKIIOHYI0Th Ha puHKax B2B i B2C, ockinmbku B 000X
BUIIaJKaX MapKETHUHIOBI PIlIEHHS 3aJIe)kKaTh BiJl 3JaTHOCTI CBOEYACHO BHSABIATH 3MIHM Y INOTpe0ax LiIbOBHX
ayJIMTOPIH Ta aanTyBaTH 10 HUX KOMEPLiiHI MPONo3ullii, KaHaJIM B3a€MO/IIT i IHCTpYMEHTH IpocyBaHHs. BoaHouac
cnenudika UX PHUHKIB CYTTEBO Binpi3HseThcs. Ha punky B2B Bu3HauanbHe 3HaYeHHS MAalOTh palliOHAJIbHUIM
XapakTep MOIUTY, 0araTopiBHEBICTh MPOLECY MPUHHATTS pillleHb, TPUBAIICTD JUIOBUX BITHOCHH i BUCOKA I[IHHICTB
oxpemoro koutpakty [1; 8]. Ha punxy B2C, HaBmakw, 6inbmoi Baru HaGyBaroTh IOBEIHKOBI Ta €MOIIii{Hi YHHHHKH,
IIBUIKICTh peakmii Ha MapKeTHHIOBI CTHMYJH, 3MiHa CHOXHBYMX YINOJOOaHb Ta IHTEHCHBHICTH HHU(PPOBOL
KoMyHiKaril [2; 4]. 3a Takux yMOB yHiBepCaJlbHI IiJXOJH A0 CETMEHTYBaHHS PHHKY Ta IPOTHO3YBAHHS IOIHTY
BTPA4alOTh €)EKTUBHICT, a MIANPUEMCTBA NOTPEOYIOTH OLIBLI THYYKUX 1 TOYHUX aHATITUYHHUX PIllICHb.

VY 1poMy KOHTEKCTI LHU(POBI IHCTPYMEHTH MAapKETHHIOBHX JOCIHIJKEHb CTAOTh HE JIMIIE AOTOMIKHHUM
TEXHIYHMM 3acO00M, a TIOBHOILIIHHMM €JeMEHTOM (hOpMyBaHHS MapKeTHHroBOI aHamiTHKH. Bukopucranus CRM-
cucteM, miathopM BeO-aHATITHKH, CHCTEM MAapKETHHIOBOI aBTOMATH3allii, COIiadbHO-MEIidHOI aHamiTuku, Bl-
pilens, iHcTpymeHTiB Big Data Ta mITy4HOro iHTENEKTY BiAKPHBA€E HOBI MOMIIMBOCTI JUIS BHSIBICHHS PHUHKOBHX
CETMEHTIB, OILIHKY ITOBEAIHKOBUX XapaKTEPUCTHK ayAUTOPil Ta MOOYIOBH OUIBII TOYHUX MOJENEH MPOrHO3yBaHHS
moruty [3; 4; 14]. Taki iHCTpYMEHTH JAOTh 3MOTY IIEPEHTH BiJ OMHMCOBOTO BUBYCHHS PUHKY JIO YIPABIIHCHKOTO
MiIX0/y, 3aCHOBAHOTO Ha aHANI3l JaHUX, Y MEXax SIKOr0 MAapKETHHIOBI IOCIHIKEHHS IHTETPYIOTHCS y TIPOIEC
CTPATEeTIYHOTO W TAKTHYHOTO ympaBiiHas [11; 14].

[Nompu 3HauHY yBary 10 npoOyieMaTHKH HU(POBi3aLii MApKETHHTY, TUTAaHHS BUKOPHCTaHHS caMe [I(POBUX
IHCTPYMEHTIB MapKETHHI'OBUX JOCIIIKEHb Y CETMEHTYBaHHI PHHKY Ta IPOTHO3YBaHHI HonuTy Ha puHkax B2B 1 B2C
nmoTpebye MOJANbIIOr0 HAYKOBOIO OCMHCICHHS. AKTYalbHICTh JOCHIHKCHHS BH3HAYAETHCA HEOOXITHICTIO
y3arajJbHEHHs Cy4aCHHX ITiIXO/IB 10 BUKOPUCTaHHS HU(POBOTO JOCTITHUIBKOTO IHCTPYMEHTapil0, CUCTeMaTH3allii
Horo (yHKIIOHAIFPHUX MOXIIMBOCTEH Ta OOIPYHTYBaHHS pOJi TaKUX IHCTPYMEHTIB Yy IiJBHIICHHI €(eKTHBHOCTI
MapKETHHTOBHX PIllIeHb 3 ypaxyBaHHAM crieliu(iku pi3HUX TUIIB PUHKY [3; 4; 8].

AHAJII3 OCTAHHIX JJOCJIIKEHDb TA IYBJIKALI

[IpobnemaTtnka MapKETHHTOBHX JOCHI/UKEHb Y NH(GPOBOMY CEpEIOBHIN, BHKOPHUCTaHHSI NH(PPOBHX
IHCTPYMEHTIB MapKeTHHI'Y, CETMEHTYBaHHS PUHKY Ta MPOTHO3YBaHHS IIONUTY 3HAMIUIA BiTOOPaXXEHHS y INparsix
YKpaiHCBKHX 1 3apyODKHUX HAYKOBIB. Y BITYM3HSHUX JOCHIDKCHHAX YBary NPHUAUICHO POJI MapKETHHTOBUX
OCTIKCHD Y CHCTEMi YIIPaBIiHHS IIIIPUEMCTBOM, aHANI3y MOBEIIHKH CII0)KHBaYiB, PO3BUTKY MapKETHHTOBOL
aHAIITHKY Ta BUKOPUCTAHHIO IU(POBUX IHCTPYMEHTIB Y MPOIIECi MPUHHATTS YIPaBIiHCHKUX pilleHs. 30kpema, T. O.
KopHi€eHKO aKIeHTye yBary Ha IOCHIIDKEHHI TMOBEIIHKH CHOXHBAdiB SK IHCTpYMEHTI amanTamii OizHecy [2],
H. Ky3bMiH4yK Ta CHiBaBTOPH aHATI3YIOTh CTpATEriyHi OPIEHTHUPH OpraHizaiii MapKETHHIOBHX JOCHTIDKEHb Yy
uudposomy cepenosumii [3], a T. Cak, A. M. Jlsuttok, 1. T1. Munbko ta 5. O. CaBuyk po3riisialoTh MapKeTHHIOBY
aHAJITUKY SIK cCUCTeMY IIM(POBUX IHCTPYMEHTIB IUIaHYBaHHS Ta KOMYHIKallii Opennis [4].

VY 3apyOibKHHX HAayKOBHX MyONiKamisx Jedadi aKTHUBHIIIE PO3BUBAIOTHCS MiIXOAM, I[IOB’s3aHI 3
MapKETUHTOBUMH JIOCIDKCHHSIMH, 3aCHOBAHUMH HA aHaji31 BEJIMKAX MACHBIB JAaHUX, MPEIUKTHUBHIN aHATITHII,
CerMEHTYBaHHI PHHKY Ha OCHOBI IMOBEHIHKOBHX MAaTEPHIB, BUKOPHCTAHHI MITYYHOT'O iHTEIEKTY y MPOTHO3yBaHHI
moruty. D. Shah i B. P. S. Murthi oOrpyHTOBYOTE 3MiHY poOJIi MApKETHHTY B YMOBax u(poBoro cepenosuma [14],
R. Mora Cortez, A. H. Clarke ta P. V. Freytag nmocmimkyioTs cermeHTyBanHs B2B-punky sik Ge3nepepBHHI
aHaiiTnaHuH npotuec [8; 9], M. O’Brien Ta criiBaBTOpHM aKLIEHTYIOTh yBary Ha IO€JHAHHI OTIMCOBUX 1 MPEANKTUBHUX
Mmogeneid y B2B-cermentyBanni [12], Y. E. Tang i M. K. Mantrala npornonyroTs 06araToBUMIpHHH MiaXix 10
cermeHTanii B2B-punkis [15], a M. Muth, M. Lingenfelder i G. Nufer po3risgaoTe MOXIMBOCTI MalIMHHOTO
HaBYaHHS Y IPOTHO3YBaHHI MTONUTY B YMOBaX MaKpOeKOHOMiqHOI HecTabimpHOCTI [10].

Bonnowac cywacHi aHamiTH4HI 3BITH MDKHApOAHWX KOMIIAHIH MiATBEPIKYIOTh, IO IU(POBi3aIlis
MapKEeTHHTOBHX JIOCII/KeHb Oe3IocepelHbO OB S3aHa 31 3pOCTaHHAM POJIi HITYYHOTO IHTENEKTY, IHTETPOBAaHUX
JIaHUX Ta MapKeTHHTOBOI aBToMarm3ailii. 3okpema, 3BiTm McKinsey, HubSpot, Salesforce i Gartner ¢ikcyroTs
aKTUBHE TOMMWpEHHSA Al-pilieHb y MapKeTHHTy, 3MiHy IOBeIiHKM B2B-TOKynmiB, MiIBUIIECHHS 3HAYCHHS
MePCOHATI30BAHOT KOMYHIKAIIiT Ta TIOCHIICHHSI POJIi AHATITHKA Y IPUHHITTI MAPKETHHTOBUX pitens [5—7; 13].

Pazom i3 TMM aHaJi3 cy4acHOI JIiTepaTypH CBIAUUTH, IO OIJBLIICT HAYKOBHX IIPallb 30CEPEDKYETHCS a0
Ha 3arajbHUX AaclekTax IM(POBOro MapKEeTHHI'Yy, a00 Ha OKpeMHX IMTAHHAX CErMEHTYBAaHHS pPHHKY YH
NPOTHO3YBaHHS MONUTY. HeZOCTaTHRO CHUCTEMAaTH30BAHMMHU 3aIMINAIOTBECS MIAXOAW 10 KOMIUIEKCHOTO
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BUKOPHCTAaHHS U(PPOBUX IHCTPYMEHTIB MapKETHHIOBUX JIOCII/DKEHb CaMe Y ITO€AHaHHI 13 CETMEHTYBaHHSAM PHHKY 1
MPOTHO3yBaHHAM IONUTY Ha puHKax B2B 1 B2C, 1m0 i 3yMOBIIOE aKTyalbHICTh TAHOTO AOCIIIKEHHS.

®OPMYJIIOBAHHS IIJIEA CTATTI
Meroto crarTi € OOIpyHTYBaHHS pOJi LU(PPOBUX IHCTPYMEHTIB MapKETHHTOBHX JOCTIDKEHb Y
CeTMEHTYBaHHI PHHKY Ta MPOTHO3yBaHHI NONMUTY Ha puHKax B2B i B2C, a Takox y3araabHEHHS Cy4acHHUX IMiIXOIB
10 iX BUKOPUCTAHHS Y MApKETUHTOBIH aHATITHII TiATIPHEMCTB.

BUKJIAJL OCHOBHOI'O MATEPIAJTY

Y 2020-2026 pokax MapKETHHTOBI IOCTI/KCHHS 3a3HANIN CYTTE€BOI TpaHC(OpMamii: BiI IMEpeBaxKHO
OTIMCOBOTO aHAli3y PHHKY BOHU Nepeinum g0 data-driven Mozeni, y Mexax K01 KIIFOYOBY POJIb BiirparoTs NH(POBi
JUKepesla aHWX, aHAITH4HI TIarpopMH Ta IHCTPYMEHTH aBTOMAaTH30BaHOI 00poOku iHpopmanii. Llg 3mina
OB’ s[3aHa HE JIMIIE 31 301IbIIeHHIM 00csriB udpoBoi iHpopMalii, a i i3 HOCHICHHSIM PO IITYYHOTO iHTEJIEKTY B
MapKeTHHTY Ta npoaaxax. 3a nanumu McKinsey, y 2024 poui 65 % pecrioHAEHTIB OBIIOMIIH, 1110 iXHi opraHizarii
PETYISIpHO BUKOPHCTOBYIOTh reHepaTHBHUE Al Xoua 6 B 0JHIH (QYHKII{, TPHYOMY MapKETHHT i Ipojaxi Oy cepen
HAarpsMiB 13 HAHIIBUIINM 3pOCTAHHSM BUKOPHCTAHHS; y HACTYITHOMY INI00aJbHOMY ONUTYBaHHI Lieil MOKa3HUK 3pic
1o 78 % nns Al monaiimeHe B oaHii 0i3Hec-¢yHkuii [7]. Bognouac HubSpot 3adikcysas, mo y 2024 pomi 74 %
MapKEeTOJIOTIB YK€ BHKOPHCTOBYBAIIN IOHAaWMeHIIe ognuH Al-iHCTpyMEHT y poOOTi, TOII SIK POKOM paHIIIe TaKuX
Oymo mume 35 % [6]. JonarkoBo Salesforce 3a3Hadae, mo 75 % MapkeToJoTiB y)ke BUKOpUCTOBYIOTE Al, a 81 %
TOTOBI MOBIPUTH IITYYHOMY IHTEJCKTY B3a€EMOIII0 3 KII€HTAMH 32 YMOBU HAasSBHOCTiI SIKICHOI iHTErpoBaHOL
iapopmamniiiaoi 6a3m [13]. Lle cBimunuTe mpo Te, MO IMUPPOBI IHCTPYMEHTH MAapKETHHIOBHX TOCTIKCHb IEHali
aKTUBHIIIE 1HTETPYIOTHCA Y MPAKTUKY CETMEHTYBaHHS PUHKY, aHaJi3 IMMOBEAIHKH KIIIEHTIB 1 CIIOKHBAYIB, a TaKOXK
MPOTHO3YBaHHS TIOMUTY, IICPCTBOPIOIOYMCH 13 JOMOMDKHHX 3aco0iB Ha 0a30Bi €ICMEHTH AaHAJITHIHOI
iHppacTpyKTypH mianpuemcrna [6; 7; 13].

VY cy4acHiii HayKOBil JiTepaTypi CErMEHTYBaHHS PHUHKY TPaKTYEThCS SK OJHA 3 KIIIOYOBHX (YHKIIH
MapKeTHHTOBHUX JOCII/KeHb, OCKUIBKM CaMe BOHO 3a0e3ledye IepexiJ BiJ 3arajJbHOT0 ONHCY pHUHKY O
ineHTHGiKalil BITHOCHO OJHOPIMHMX TPy KIIEHTIB ab0 CHOXWBauiB, Ha SKi MOXYTh OYTH CHpsIMOBaHi
mudepeHniioBani mMapkeTHHroBi pimeHHs. Ha punky B2B ne nuranHs HaOyBae 0coOnMBOi CKIIQIHOCTI yepe3
OaraTopiBHEBUI XapaKTep IONHTY, BICOKY BapTIiCTh KOHTPAKTIB i 0arato(akTOpHICTh 3aKyMiBEIbHOI ITOBEIIHKH.
Pesymbratn cuctemMaTmyHOTO Orisay 88 HaykoBHUX mpams, mpoBeaeHoro R. Mora Cortez Ta cmiBaBTOpamu,
3acBiuMiaM, MmO B2B-cerMeHTyBaHHS MOLUIPHO TPAaKTyBaTH HE SIK OJHOPa30BHH aKT Kimacuikamii, a sK
Ge3nepepBHUIA MPOIIEC, IO OXOIUTIOE TOTIEPETHE CETMEHTYBAHHS, O€3II0CEpPEHRO CETMEHTYBAaHHS, BIPOBAIXKEHHS Ta
omiHtOBaHHA pe3ynbTatiB [§]. [lomampmi mocmimkerHs R. Mora Cortez i3 crmiBaBTOpaMH MOTJIMOWIIH IO JIOTIKY,
3aCBIUUBIIH, IO pe3ynbTaTn B2B-cerMeHTyBaHHS 3aiekaTh BiJl HiJIeH KOMITaHii, BHOOPY CETMEHTAI[IHHUX 3MIHHIX
i mpoueayp Tapretunry. [lpoBenene aBropamu eMIipiuyHe T0CHipKeHHs Ha BUOipii 259 menemkepiB i3 CLIA, danii,
Yuni ta [lepy migTBEepIHIIO HAsSBHICTh 3B’ 3Ky MIXK MPAKTUKAMH CETMEHTYBaHHS Ta MOKa3HUKaMH Pe3yJbTaTHBHOCTI
i mpouecHoi epexTHBHOCTI [9]. AKTyasJbHICTh LU(PPOBHUX IHCTpYMEHTIB aisi B2B-cermeHTyBaHHS JOAAaTKOBO
MOCHJIIOETHCS 3MIHOIO caMoi NOBe/IiHKY Oi3Hec-nokymist. 3a nanuMu Gartner, y 2026 poui 67 % B2B-nokymnuis yxe
BIZIAIOTH NIepeBary MoJesi B3aeMoIil 0e3 IpsMOro KOHTAaKTy 3 IPeICTaBHUKOM KoMIaHii, a 45 % MoBiIOMUIIH, IO
BUKOpHCTOBYBaiu Al mijg 4ac HemoaaBHboi NOKynky [5]. Lle cBiquuth npo e, 1o cermenTyBaHHs B2B-punky mae
CIMpaTHCs HE JINIIE Ha CTAaTWYHI XapaKTEPUCTHKM KIIE€HTA, a H Ha HU(POBI CHI'HAIM, NOBEIIHKOBI MaTEepHU Ta
AQHATITUKY TPOXO/DKEHHS MIIIXY TOKYIIIS.

VY B2C-cermeHTi MU(pPOBI MapKETHHTOBI JTOCIIKSHHS TaKOX CYTTEBO 3MIHIOIOTH 3MICT CETMECHTYBAaHHS.
Sxmo TpamumiiiHo BOHO OyayBanocs Ha aeMorpadidHHUX, COUiaTbHO-eKOHOMIYHHX i MCUXOrpadiyHuX O3HAKaX, TO
CBOTOJIHI Jlefali OibIIOro 3HAYCHHS HAOYBAIOTh MOBEHIHKOBI Ta IM(POBI MapaMeTpH: iCTOPisS MOKYIOK, 4acTOTa
B32€EMO/Iii 3 KOHTEHTOM, KJIiKH, TIEPETIISIY, PEaKilis Ha peKiamMy, a TakoxkK 1H(ppoBa aKTUBHICTh Y KaHaJax KOMYHiKallii
[2; 4]. Le cipusie nepexoy BiJi MAKPOCETMEHTYBAHHS 710 MIKPOCEIMEHTYBaHHS Ta MepCoHai3alii MapKETHHTOBHX
niit. [IpakTuyHe 3Ha4YEHHs TAKOTO IiJXOJY MiJTBEPIKYETHCS CYy4aCHOI MapKETHHIOBOI aHANITHKOIO: 32 TAaHUMHU
Salesforce, 83 % MapkerosIOriB Bif3HAYaArOTh, IO KIIEHTH Jeqaii OiIbIle OYIKYIOTh JABOCTOPOHHBOT
MePCOHANI30BaHOT B3aeMomii 3 OpeHmoMm, 78 % BKa3zyroTh Ha MOTpedy y Oinpmomy o00Cs3i MepCOHAaTI30BaHOTO
KOHTEHTY, a 75 % yxe BUKOPUCTOBYIOTH Al s MacmtabyBaHHA Takux pimens [13]. PesymbraTu mociimxeHb
MOKa3yloTh, 10 Ha pUHKY B2C cerMeHTyBaHHS Jenani TICHIIIE IOEAHYEThCS 3 IM(PPOBOIO aHAIITHKOIO,
ABTOMATH3alLI€I0 Ta MEepCOHANI3alli€l0, a MPOTHO3YBAaHHSA IMOIHUTY 3HAYHOI MIpOI0 3aJISKUTh BiJ| 31aTHOCTI
MiANPUEMCTBA IIBUJKO HTEPIIPETYBATH MOBEIHKOBI, €MOLIHI Ta CHTYaTHBHI peaklii CHOXHBadiB y HUPPOBUX
kaHanax. Omxe, Ha puHKy B2C crnoxuBumii BUOip (popMyeThCs MiJl BINIMBOM HE JIMIIE PalliOHATBHUX OILIHOK, a U
E€MOLIMHMX, IMIPKEBHX 1 I[IHHICHO-aCOI[IaTUBHUX YNHHHKIB.

Po3BuTOK IN(POBHUX IHCTPYMEHTIB CYTTEBO PO3MIMPUB MOXKIMBOCTI cermMeHTyBaHHs. CRM-cucremu, BI-
miaropmu, CDP-pimeHHs, cuCTeMH BeO-aHATITHKH, COIlialbHO-ME/IiiHA aHAIITHKA, MApPKETHHTOBA aBTOMATH3AIIisl
Ta Al-Moneni J03BOJISAIOTH MiANMPUEMCTBAM MPANIOBATH HE TiIbKW 3 HAKONMUYEHUMHU JaHWMU, a ¥ i3 JaHUMHU TIPO
MOBEJIHKY CIIO’KHMBAYiB i KIIE€HTIB y pekuMi, HabImkeHOMY A0 peanbHOro 4acy [3; 4; 14]. Y B2B-cepenoBumi 11e
03Ha4Ya€ MOXIIUBICTh BUAIIISITH CETMEHTH 3a rairy33i0, MacmrabaMu O0i3Hecy, HOTEHIIIaJIOM 3aKyIiBeNb, KOHTPAKTHOIO
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aKTHBHICTIO, YaCTOTOIO B3aeMoAii Ta HMOBIpHICTIO pO3BUTKY napTHepctBa. Y B2C-cepemoBumii 1m¢posi
IHCTpYMEHTH 3a0e31eUyI0Th MIKPOCETMEHTAIlil0 Ha OCHOBI MMATEPHIB CIIOXKMBYOI MOBEIHKH, IIM(YPOBOi aAKTUBHOCTI Ta
peakuii Ha MapKeTHHIOBI cTUMYIH [2; 4].

ITokazoBuM € Te, 0 cy4acHi nocmipkeHHs: B2B-cermMenTyBaHHs feiani 4acTilie NOEIHYIOTh ONUCOBI Ta
npeaukTHBHI MoJieni. 3okpema, M. O’Brien, Y. Liu, H. Chen ta R. Lusch inTepnperyrors B2B-cermentyBanHs sK
0araToBUMIipHY ONTHMI3aLliHy 3a/aqy, B MeKaX SKOi ITO€THYIOTHCS OIMCOBI Ta MPEIUKTHBHI ITiIXO/IH, i TOBOJIATE,
0 TaKa MOJIENb Kpalle BpaXxoBye CKIAAHICTF B2B-BimHOCHH Ta 3a0e3medye MpaKkTHIHO 3HAYYINI PEe3YyIbTaTH I
6i3recy [12]. Ile ocoOmmBO BaXKIIMBO B YMOBaX, KOJIM CETMEHT MTOBHHEH OIIIHIOBATHUCS HE JIMIIE 32 IOTOYHUM CTaHOM,
a i 3a Maif0yTHIM MOTEHIIIaIOM.

[Ile onmu BaxxmuBHI cydacHUH minxin 3anpornoHoBann Y. E. Tang Ta M. K. Mantrala, HaykoBmi po3po0mi
OaratoBuUMipHY Mojens B2B-cerMeHTYBaHHS, IO BpaXxOBYy€e HE JIHIIE MOTPeOH ¥ MOBEAIHKY MPAMUX KII€HTIB, a U
moTpeOH KiHIEBUX CIOXHMBAYiB, TOOTO KIi€HTiIB camux B2B-mokymmis [15]. Ile Han3Bu4aiHO I[IHHO IS PUHKIB i3
MOXiJHUM IIOITUTOM 1 MiATBEPXKYE, MO HUPPOBI MAPKETUHIOBI JIOCHTIPKEHHS! MAIOTh OPIEHTYBAaTUCS Ha CKJIAHINII
MepexeBi Mozesni puHKy. Pasom 3 Tum, Ha puHky B2B Baromy posb BifirparoTh He JIUIIE panioHaIbHO-EKOHOMIYHI,
a ¥ TOBEeNIHKOBI YMHHUKHU. TyT pillleHHS NpPUIMAIOTBCS T'PYNOI0 0Ci0, BOHM HE «IIAHIKYIOTH» Yy 3BHYAHHOMY
PO3yMiHHI, ajie MOXYTh BUSIBIISITH KOHCEPBATHU3M (YHUKHEHHS PH3HKY) a00 IpyNOBE MUCIICHHSI.

[IporHo3yBaHHS IOMUTY € APYTUM KIIOYOBUM HANPSMOM CY4aCHHUX IU(PPOBUX MaPKETUHIOBUX JIOCIIPKEHB.
SKmo B TpaAWIiHHOMY MiAXOJi BOHO CIIMPAJIOCs MEPEeBaXKHO HA YacOBI PAIH, CE30HHICTh 1 CKCIIEPTHI OLIHKH, TO
CHOTOJTHI Jtemaii OLTPIIOTO 3HAYEeHHS HaOyBa€ BHKOPHCTAHHS PI3HOPIAHUX HaHWX: TPAH3AKIIHHUX, TOBEAIHKOBHUX,
KOMYHIKaIlifHUX, Tanxy3eBuX i MakpoekoHomiuHuX [10]. ¥V cydwacHili miTeparypi HaroJomIyeThCS, IO MAIIIHHE
HaBYaHHS | NPOTHO3HA aHANITHKA JAIOTh 3MOTY ITJIBHIIUTH TOYHICTH NPOTHO3YBAHHS B yMOBaxX BOJATHJILHOCTI,
OCKUITBKH BpaXOBYIOTh HEJIHIIHI 3aJIe)KHOCTI Ta cKiIaaHi koMOiHamii ¢akTopis [10]. Lle ocobmuBo BaxkmmBo mist B2C-
PHHKIB i3 BACOKOIO MIHJIUBICTIO CIIO)KHMBYOT MMOBEAIHKH Ta /it B2B-puHKiB, 1¢ MOMUIKH IPOTHO3Y MPSMO BIUIUBAIOTh
Ha BUpPOOHHMYE TUIAaHYBaHHS, JOTICTHKY Ta KOHTPAKTHI 3000B’13aHHSI.

[IpakTH4YHi MapKETMHIOBI 3BITH TaKOX I[OKa3ylOTh, w0 Al-IHCTpyMEHTH Jedaii axKTHBHille
BUKOPHCTOBYIOTHCS CaMe IJIsl aHAJITUKH Ta IPOrHO3YBaHHsS. 3pOCTaHHS YaCTKU KOMIIaHiH, sIKi 3acTOCOBYIOTh Al y
MapKeTHHTy W TpoJa)kax, CBIAYMTH NPO MOCTYNOBHH INepexin Bil NOCT(akTyM-aHali3zy 1O MPEIUKTHBHOTO
ynpasiiaHs nonutoM [6; 7; 13]. Lle o3Hauae, 1110 MpOrHO3yBaHHS MOMUTY BCE OLIbIIE MOB’SI3YEThCS HE JIUIIE 3
iCTOpi€r0 TpOMaXiB, a ¥ i3 MOTOYHUMHU U(YPOBUMHU CHTHAJAMH PHUHKY: BeO-TIOBEHIHKOIO, IHTEpEeCOM J0 KOHTCHTY,
peaxIiero Ha KaMIlaHil, TUHaMIKOIO JIiJOTeHEepallii Ta B3a€EMOIIEI0 B COLiaIbHUX MEpexkax.

[Mompu crinmbHICTH TUPPOBOTO AHATITUYIHOTO IHCTPYMEHTAPI0, 3aCTOCYBAHHS MAPKETUHTOBUX JOCIHTIKEHb
Ha puHkax B2B i B2C mae cyrreBi BimminHOCTI. ¥ B2B-cepenoBumi mudpoBi iHCTpYMEHTH BHKOPHUCTOBYIOTHCS
MIEpeBAYKHO ISl OLIHIOBaHHS ITOTEHIIANy KII€HTA, CETMEHTYBAaHHs KOPIIOPAaTHBHOI 0a3y, BU3HAYEHHsS HMOBIpHOCTI
MIOBTOPHUX 3aMOBJICHb, TPOTHO3YBAaHHS BiJTOKY Ta ITiIBHIIEHHS TOYHOCTI pOOOTH 3 KIIOYOBMMH KilieHTaMu [8; 9;
15]. Tyt BaxxnuBoto € inTerparnis CRM, B, koutpakTHoi icTopii Ta rany3eBux ganux. Y B2C-cepenoBuii npiopurer
Jenani OuIblie 30Cepe/DKYEThCS Ha BeO-aHANITHIN, COLIAILHO-MEAIMHOMY MOHITOPUHTY, MAapKETHHIOBIii
aBTOMATH3allil, epCOHaMi3aIii Ta pEKOMEHIAIMHUX CUCTEMAaX, J¢ KIFOYOBUMH CTalOTh MIBUAKICTh OOPOOKH TaHUX,
MAcCOBICTh 1 TOYHICTh MOBEAIHKOBUX Mojeiei [4; 13]. V3aranbHIOOYH CydacHi MiaX0u, MOKHA CTBEPIKYBATH, 10
Ha puHKy B2B nupoBi MapKeTHHTOBI TOCIIPKEHHS MAlOTh OUIBIIN CTPATETIYHHUN 1 TOBIOCTPOKOBHI XapakTep, TOi
sk Ha puHKy B2C — Ounbln omepaTHBHUI, NOBEAIHKOBUHM 1 nepcoHanizoBanuii. BogHovac 1uist 000X THIIB PHHKY
CHUTEHUM € Te, MO0 TUPPOBI IHCTPYMEHTH 3a0e3MEeUyIOTh IEepeXiJ BiJ 3arajJbHOTO aHaNi3y PHHKY 10 TOYHIIIOTO
CerMEHTYBaHHS PUHKY, TIHOIIOTO PO3YMIHHS MOBENIHKH CITOKUBAYiB Ta OUIBII OOTPYHTOBAHOTO MPOTHO3YBaHHS
TIOTIHTY.

OTxe, cy4acHi MUPPOBI IHCTPYMEHTH MapKETHHTOBUX JOCITIKEHb (JOPMYIOTH HOBY aHAIIITUYHY OCHOBY
CerMEHTYBaHHsS PHWHKY Ta IIPOTHO3YBaHHA NOMUTY Ha puHKax B2B i B2C. HaykoBi myOmikarmii cBim4ars, mo
CerMEHTYBaHHSl PUHKY JeJajli 4YacTillle pO3IJIsiIacThcs SK Oe3nepepBHHUN TNpoOIEC, SIKMH IOEJHYE OIHUCOBI 1
NPEANKTHBHI MiIXOJIHU, & MPOTHO3YBAaHHS IIONUTY — K PE3YJbTAT IHTEerpaiii MapKeTHHIOBHX JaHUX, LH(POBHUX
wiatpopm Tta Al-anamituku [8-10; 12-15]. Ile no3Boisie MiANPHEMCTBAM IMEPEXOAUTH BiJ PEAKTHBHOTO 0
MIPOAKTHBHOTO MAapKETHHTOBOTO YIIPABIIIHHS, MiABHUIYBATH TOYHICTh PHHKOBUX DIIlIeHb 1 KpaIlle aJanTyBaTHCS J0
MIHJIUBOTO CEepEIOBHUIIIA.

3 METOo CHCTeMaTH3alii CyJacHOTo ITU(PPOBOTO IHCTPYMEHTAPII0 MAPKETHHTOBUX JOCHIJKEHb, IO
BUKOPHCTOBYETBCS y CETMEHTYBaHHI Ta IPOTHO3YBaHHI HONMTY, AOLIJIBHO Yy3araJlbHUTH HOro (hyHKIIOHAJIBHI
MOXJIMBOCTI B Tab. 1.

[Nonana cucremarusanist CBIIUUTh, II0 HU(POBI IHCTPYMEHTH y Cy4aCHHX MapKETHHTOBHX JOCIIJDKEHHIX
BUKOHYIOTh HE JIMIIE TEXHIYHYy a00 KOMyHIKaliiHy (QyHKLiIO, a CTalOTh KIIOYOBUM AHAJITUYHUM PECYPCOM IS
CErMEHTYBAHHSI PMHKY Ta MPOTHO3YBaHHsS TOMMTY. IX BHKOpHCTaHHS 3abe3Nedye Tepexin BiJl TpamuliiHOro
OIIMCOBOTO aHANI3y /0 MOJIeJIi MapKEeTHHIOBOI'O YIPABIIHHS HAa OCHOBI JJAHUX, Y SIKif pIlICHHS NPUIMAIOTHCS Ha
OCHOBi IHTETpOBAaHUX TIOBEIIHKOBUX, TPAH3aKIiHUX, KOMYHIKaIlifHMX 1 MPOTHOCTMYHUX MJaHUX. BomgHOowac
MIPAaKTUYHE 3aCTOCYBAaHHS TaKUX IHCTpyMeHTIB Ha puHKax B2B 1 B2C mae neBHi BiaminHocTi. Ha purky B2B punky
6inmpmoi Barn HaOyBaroTe CRM-cuctemu, Bl-mnardopmu, CDP-pimenns, Al-ananiTika Ta iHCTpYMEHTH OIliHIOBAaHHS
KIIIEHTCHKOTO TOTEHIlIaTy, OCKUTBKH BOHHU 3a0€3MeYyI0Th TIHOMINNA aHaIli3 KIIIEHTCHKOTO opTdens, ineHTnudikaito
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MEepPCIEKTUBHUX CErMEHTIB Ta IPOTHO3YyBaHHsS ITOBTOPHHMX 3aMOBIeHb abo BinToky. Haromicts y B2C-punky
0coOJNMBO pPE3yNbTaTUBHUMH € BeO-aHANITHKa, COILalbHO-ME/iifHa aHaJliTHKa, MapKeTMHIOBa aBTOMaTH3allis,
SEO/SEM-iHCTpyMEHTH Ta CHCTEMH DPEKOMCHAAIN, SKi JA03BOJISIFOTh HIBHUAKO BiACTE)KYBATH 3MIHH MOBEIiHKU
CIIOXKMBAYiB, 3MIHCHIOBAaTH MIKPOCEIMEHTYBAaHHsS ayquTOpil Ta ONEpaTHBHO IPOTHO3YBaTH MHONHMT Ha OCHOBI
«uupoBUX caimiBy cnoxkuBadis [4; 8; 9; 13; 15]. O1xe, eeKTUBHICTE MAPKETUHTOBUX JOCHTIKEHB Jeaali OibIie
3aNIeKUATh BiJl 30aTHOCTI IINPUEMCTBA IHTETPYBaTH IUQPPOBI IHCTPYMEHTH B €IWHY AaHAINITHYHY CHCTEMY,
aJanToBaHy 10 cHenr(iky BiAIOBIAHOTO PHHKY. 3 ypaxXyBaHHSM BHSBJICHUX BIIMIHHOCTEH JOIJIFHO AETANbHIIIE
TIOPIBHATH OCOOIMBOCTI CETMEHTYBaHHS PHHKY Ta MPOTHO3YBaHHS monuty Ha puHKax B2B i B2C, mo y3aramsHeHO

B TaOII. 2.

Ta6mums 1

Ludposi iHcTpyMeHTH MapKEeTHHIOBHX JOCTi/IPKeHb Y cerMeHTYBaHHI PHHKY TA NPOTHO3YBaHHI MOMUTY

I'pyna incTpyMeHTiB

OcHoBHe NPpU3HAYCHHSA

Buxopucranns y

Buxopucranns y

cerMeHTyBaHHi MPOTrHO3YBaHHI MOMHTY
. . . Bupinenns CEerMEeHTIB 3a
CRM i CDP-cucremu | HakomuueHHs Ta  iHTerpauis . [Iporuo3yBaHHs MTOBTOPHUX
o . HOBEIiHKOIO, 4aCTOTOIO . . S
(Salesforce, HubSpot CRM, | maHux npo KIi€HTIB, iCTOpirO IPOAAXiB, BIATOKY KII€HTIB,
B3a€EMOZil, O0OCATOM MOKYIIOK, . e
Segment) B3a€MOJIi Ta MOKYIKH ; HOTEHLialy JIiiB
THIOM KJIi€HTa
. BusiBneHus [IPUXOBAHKUX
Bl-mnatopwi 1a eG-anasitika 306ip, iHTerparis Ta Bi3yamizamis | CErMeHTIiB Ha ocHoBi | ITobymoBa Mopeneit mnomut
(Power BI, Tableau, Google P, P 4 . . ¥ . Y
Analytics 4) MapKeTHHIOBUX JaHUX HOBEMIHKOBUX 1  30yTOBHX | BHSBJICHHS TPCHJIB Ta aHOMAIIH
MTOKa3HUKIB
MapkeTnHroBa — aBTOMAaTH3aLlis . . .. .| CermenryBanHs 3a piBHeM | OmuiHka HMOBIpHOCTI KOHBepcii,
o ABTOMaTH3allisl KOMYHIKamiil i . - N
(Marketo, Mailchimp, . ... | akTMBHOCTI, iHTEpecoM, | MOBTOPHOI MOKYNKH, peakii Ha
- . BIZICTEXKEHHSI peaKlii aynurTopii .
ActiveCampaign) TOTOBHICTIO JI0 MOKYIIKH KaMIaHii
CorianbHo-MeliHA ~ aHaNITHKA CermeHTyBaHHs 3a iHTepecamu, | BusBieHHs 3MiH iHTepecy 10

AHaii3 akTHBHOCTI, iHTepeciB i

(SEMrush, Ahrefs, Google Ads)

(Meta Business Suite, LinkedIn . THIIOM  B3a€MOJii,  piBHeM | ToBapiB, OpeHIIB i pPUHKOBHX
: - 3QIIy4eHOCTI ayauTOopil . .
Analytics, Hootsuite) AKTHBHOCTI TPEH/IIB
. . Buninenns CEerMEHTIB 3a | IIporHo3yBaHHS  IOIMWT Ha
SEO/SEM-incTpymenTn AHaT3 MOIIYKOBOTO IMOMHTY Ta A . POrHo3Yy . y
[OILIYKOBMMH ~ HAaMmipaMd Ta | OCHOBi JMHAMIKH IIOLIYKOBHX

mudpoBoi BHAUMOCTI

TEMAaTUYHUMU 3alTATAMU

3aIUTIB 1 CE30HHOCTI

Big Data ta Al-anamitika (ML-
mozeni, IBM Watson, Google
Vertex Al)

I'nmuOuHHMKA  aHami3  BEMKHX . . | IIpornosyBaHHs MOIHTY,
. @dopMyBaHHS IOBEJIHKOBUX 1 . R .

MacUBiB J@HMX Ta IPOTHO3HA . BIATOKY  KII€HTIB, JKHTTEBO]
. NPEIUKTHBHUX CErMEHTIB : Lo

aHATITHKA I[IHHOCTi KJIi€HTIB

JIxeperno: cucTeMaTH30BaHO aBTOPOM Ha OCHOBI [3; 4; 10; 14]

[NopiBHsANEHUI aHANi3, HABEACHUH y TabM. 2, a€ MiACTaBU CTBEPAKYBATH, IO MAPKETUHTOBI TOCIIIKCHHS
y CErMEHTYBaHHI PHHKY Ta IPOrHO3YyBaHHI NomuTy Ha puHkax B2B i B2C MatoTh criiyibHy aHaJIiTHUHY OCHOBY, IPOTE
BIZPI3HSIFOTHCS 32 JIOTIKOK JOCIHIDKEHHS, XapaKTepoOM JaHUX 1 YNpaBliHCHKUM IMpHU3HAYEHHSM pe3yibraTiB. Ha
puHKy B2B mpiopureTHOro 3HaueHHs Ha0yBalOTh PalliOHAIBHICTb 3aKYyIMiBEIbHOI MOBEIIHKH, OOMEXeHa KiJIbKICTh
KJII€HTIB, BHCOKAa LIHHICTHP OKPEMHX YroJ, OaraToOpiBHEBHil IMpoOleC NPHUHATTS pilieHb i JOBrOCTPOKOBICTH
MapTHEPCHKUX BIAHOCHH, M0 3yMoOBIOE NOTpeOy y BukopucranHi CRM-cucrem, Bl-miardopm, aHamiTuku
KJIFOYOBUX KIIIEHTIB 1 MPOTHO3HUX MOAENEH JIsl OL[IHIOBAHHS IMOTEHIialny KIi€HTa, BUSBICHHS NEPCIEKTHBHUX
CETMEHTIB Ta MPOTHO3yBaHHS MOBTOPHUX 3aMOBJIEHb [ 1; 8; 9; 15]. HaromicTs Ha puaKy B2C Oi1pm101 Bari Ha0yBarTh
eMOIiHI ¥ CUTyaTHBHI YNHHHKH TIOTHTY, MIBUAKICTH PEaKIlil CIOXHUBAYIB HA MapKETHHTOBI CTHMYIIH Ta BHCOKa
JTUHAMIKa 3MIHH YIIOA00aHb, IO POOUTH 0COONMHBO €(PEKTHBHUMH BeO-aHANITHKY, COLIaIbHO-MEIIHY aHAITHKY,
MapkeTHHToBy aBToMaTm3amio, SEO/SEM-iHcTpyMeHTH Ta pekoMeHaaniiiHi cuctemu [2; 4; 13]. I came emormiiiHi
peaktii (TTaHika, cTpax) € TpurepamMu (IyCKOBHM MeXaHi3MOM), sIKi 3aITyCKalOTh ippallioHa bHI TOBEIIHKOBI TATEPHU
(maHiuHe CHOKMBaHHS, BIZIMOBA BiJl IHBECTHIIIN), TOOTO €MOLIT — 1€ «IaJHBOY», a HOBE/AIHKA — IIe «IUISIX», IKUM 111e

CIIOKHBa4.
Tabmuus 2
Oco001MBOCTi MAPKETHHIOBUX AOCTI)KEHb Yy CerMeHTYBaHHI PMHKY Ta NPOrHO3YBaHHI MONMHUTY HA PUHKAX
B2B i B2C
Kpurepiii nopiBHsHHs Punox B2B Punok B2C
DopMyeTbCsi  MiA  BIUIMBOM  iHAMBIAyalbHHX

XapakTep IONUTy

IMoximHuii, 3aMeXUTh BiJ BHPOOHWYUX MOTPED,
KOHTPAKTIB i Oi3HeC-IUKIIiB

oTpeo, TOXO/IB, MOU, PEKJIaMH Ta TIOBEIIHKOBUX
YUHHUKIB

OCHOBHI JiKeperna JaHuX

CRM, icTopis KOHTPAaKTiB, KOMEpIiiiHi
rajy3eBi 3BiTH, aHANITHKA B3a€MOJIT

3aIUTH,

0O0’ext mapkeruHroBux | IlinmpuemctBa, opraizamii, 3aKymiBeldbHI LEHTpHW, | IHAMBiAyanbHI CHOXHBaYi, JOMOTOCHOAAPCTBA,
JIOCITiJUKEHB KOpPIIOPAaTHUBHI 3aMOBHHUKH IIJIbOBI ayAuTOpii
OcobauBocTi TIPUAHATTS . InnuBinyansHe a0o cimeliHe, palliOHaNbHE YH
. Bararoctynenese, panioHanabHe, KOTEKTUBHE i
pileHHs eMoliiiHe
OcHoBHi KDUTeDii lamy3p, Macmtad misiibHOCTI, 00csar 3akymiBens, | Jlemorpadiuni, comiaabHO-eKOHOMIYHI,
COrMeHTYBANHS purep perioH, MOJeb 3aKyIiBeNbHOI MOBEAIHKH, TOTEHIIan | rncuxorpadivyni, moBemiHKOBI  Ta  1udposi

Y criBmpani XapaKTEPUCTUKH

Be6-ananiTnka, comiambHi  Mepexi, icTopis

MOKYNOK, MPOrpaMH JIOSUIBHOCTI, ONHUTYBaHHS,
udpoBsi cmian
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Pomp 1 poBUX
iHCTPYMEHTIB y
CerMEeHTYBaHHI

OmiHka MOTEHLIMHMX KIIEHTIB, CErMEHTAIlis 3a
KJIIEHTCHKUMU OOJTIKOBUMH 3aIicaMK

MikpocerMeHTyBaHHS, TIOBEIHKOBE
TapreTyBaHHs, IEPCOHANI3AMis IPOHIO3HIIIH

Oco0aMBOCTI MPOrHO3YBAHHS
HOIMHUTY

OpieHTaniss Ha KOHTPakTHE IUIAHYBAaHHS, PECypCH,
JIOTiCTUKY, 3aBAHTa)XCHHS [IOTY)KHOCTEH

OpieHTallist Ha aCOPTUMEHT, IPOJAXKi, IPOMOAKILIT,
CE30HHICTb, YIIPaBIHHS 3a1lacaMi

IcTopist 3akymiBenb, [iIOBa AKTUBHICTh KJI€HTIB,

iHCTPYMEHTIB

TOYHOCTI pOOOTH 3 KOPIIOPATHBHUMH KIIi€HTAMH

OcHOBHI (bakropu . . .7 | Ictopis npoaaxis, CIIOXHBYI TPEHAHU, CE30HHICTD,
rajry3eBi LUKIJIM, KOHTPAKTHI YMOBH, MAKPOECKOHOMI4YHi . : .

[POTHO3YBAHHSI 1[iHa, IPOMOAKTHBHICTb, IU(POBa MOBEIIHKA
(axropu

Meroaun Ta edexrn | Ilpornosna anamituka, CRM-anamituka, wmogmeni | AHami3 uacoBux psniB, Al-mozmeni mnomury,

BUKOPHUCTAHHS mu(poBUX | MPOrHO3YBaHHS BIATOKY KII€HTIB; MiJBUIICHHSA | IOBEAIHKOBA AHAIITUKA; 3POCTAaHHS KOHBEpCii,

JIOSUTBHOCTI Ta epeKTUBHOCTI KaMITaHii

JIKepero: cucTeMaTu30BaHO aBTOpoM Ha ocHoBi [1-4; 8-10; 13; 15].

OTxe, pe3yJIbTaTh MOPIBHIHHS MATBEPAKYIOTh, 0 IU(PPOBI IHCTPYMEHTH MapKETHHIOBHX AOCIIIKEHb HE
MOXKYTh 3aCTOCOBYBATHCS YHIBEPCAIBHO, a TIOTPEOYIOTh aanTallii 10 0COOIUBOCTEH BiIOBITHOTO PUHKY, OCKUTBKH
caMme Taka ajamnTaiis 3a0e3ledye BUIY TOYHICTH CEIMEHTYBaHHS PHHKY, OUIbII OOIpYHTOBaHE NMpPOTHO3YBaHHS
MONUTY Ta MiABUIIEHHS Pe3yIbTaTHBHOCTI MApPKETHHIOBOTO YIIPABIIIHHSI.

BUCHOBKM 3 JAHOT'O JOCJII>KEHHSI
I IEPCIIEKTUBHU IIOJAJIBIINX PO3BIJOK Y JAHOMY HAIIPSAMI

VY pe3ynbTaTi TMPOBEAEHOTO MAOCIIUKEHHS BCTaHOBICHO, IO B yMOBax IM(pPoBOi TpaHchopmarii
MapKeTHHTOBl JOCIHiIKEHHS HAaOyBalOTh HOBOTO (DYHKIIOHAIBHOTO 3MICTy Ta MEPETBOPIOIOTHCS HA KITIOUOBHH
IHCTpYMEHT aHATITHIHOTO 3a0e3MeueHHs CETMEHTYBAaHHS PUHKY 1 IPOTHO3YBaHHS MONHUTYy Ha prHKax B2B 1 B2C. Ha
BIIMIHY B TpaAWIiHHOTO MiOXOMy, IO TPYHTYBaBCS IEPEeBaXHO Ha (Qikcamii PHHKOBHX IapaMeTpiB i
PETPOCIIEKTUBHOMY aHali3i, Cy4acHI MapKETHHIOBI NOCITIDKCHHS JAelalli OiubIlle CIHPArOTHCA HAa BHKOPHCTAHHS
uuQpoBUX IHCTPYMEHTIB, sKi 3a0e3neuyloTh OesnepepBHHN 30ip, iHTerpamilo Ta O0OpOOKY IOBEAIHKOBHX,
TpaH3aKI[IHHUX, KOMYHIKAIIHHAX 1 MPOTHOCTHYHUX AaHuX [3; 4; 14].

VY3aranekHeHHs pe3yJbTaTiB JOCHIDKEHHS JaJlo 3MOry OOIPYHTYyBath, w0 IHU(POBI IHCTPYMEHTH
MapKETUHTOBHX IOCTiIKeHb, 30kpeMa CRM-cucremu, Bl-tmatdgopmu, BebG-anamituka, CDP-pimieHHs, cucTeMu
MapKEeTHHTOBOI aBTOMATH3allil, CcoliajlbHO-Me/iiiHa aHamiTuka, Big Data ta Al-monmemi, (opmyroTh CydacHy
aHaNiTHYHYy OCHOBY MAPKETHHIOBOTO YNPABJiHHA. IX 3HaYeHHs TNOJArac He JIMIIE Yy TEXHIYHOMY CYMpOBOi
TOCTIKCHD, a 1 Y MOXKJIIMBOCT] BHSBJISTH PUHKOBI CETMEHTH, OI[IHIOBAaTH MOBEIIHKOBI XapaKTEPUCTUKH KITI€HTIB i
CIIOXHBAYiB, MOICIIOBATH WMOBIPHICTh ITOBTOPHOI IMOKYIIKM, BH3HAYATH PHU3UK BIATOKY Ta (OPMYBaTH TOYHIIII
nporyosu nonuty [6; 7; 10; 13].

JloBeneHo, Mo cerMeHTYBaHHS PUHKY B YMOBax Hu(poBizalii mepectae OyTH CTATHYHOK KiIacH(iKaIliero
KITI€HTIB 200 CHOXWBAYIiB 1 TpaHCPOPMYEThCSA y Oe3mepepBHUN aHANITUIHHUN TIPOIEC, KU MOEIHYE OIMCOBI Ta
npeaukTHBHI minxoxu. Ha punky B2B cermMeHTyBaHHSI Opi€HTYeThCsS NEpPEBaXKHO Ha rally3eBi, €KOHOMIuHI,
MOBEIHKOBI Ta CTpaTeriuHi XapaKTePUCTUKW Oi3HeC-KIIEHTIB, TOAI sK Ha punky B2C mnpiopureTHUMH €
nemorpadiuHi, ncuxorpadivHi, MoBeAiHKOBI Ta udposi kpurepii [2; 8; 9; 12; 15]. Le ninTBepmxye, mo unudposi
MapKETHHIOBI IHCTPYMEHTH MalOThb BHKOPHCTOBYBATHCS 3 ypaxyBaHHSAM crelu(ikyd BIANOBIAHOTO PHUHKY, a
YHIBEpcallbHI MOZIENI CerMeHTYBaHHs MOTPEOYIOTh ajanTailii 10 0COOJMBOCTEH KOPIOPATHBHOTO Ta CIIOKHBYOTO
cepeoBHILA.

BcranoBneHO, MO MPOTHO3YBAaHHS IONHUTY JAeHalli TICHINIE IHTETPYEThCS 3 MHU(POBOIO aHAIITHKOK Ta
pe3ysbTaTaMH CETMEHTYBaHHS. ¥ Cyd4aCHHX yMOBaxX BOHO 0a3yeThCsl He JIMIIE Ha ICTOPIi MpoJaXiB i Ce30HHOCTI, a i
Ha aHaJi3i Ou(pPOBOi MOBEAIHKH, PHHKOBUX CUTHANTIB, €(pEeKTHUBHOCTI KOMYHIKAIIIHHAX KaHAJIB, MAaKPOCKOHOMITHIX
3MiH Ta peanKkTuBHUX Mozeneii [10; 13]. Lle oco6nmBo BaxkIuBO sK 1t puHKY B2B, 11e TOUHICTE TPOTHO3Y BILIHBAE
Ha KOHTPaKTHE IUIAHYBaHHS, PECYpCH, BUPOOHHWITBO  JIOTICTHKY, Tak i Juist puHKky B2C, ne mporHo3yBaHHS €
OCHOBOIO €()eKTHBHOTO YIIPABIIHHS acCOPTUMEHTOM, IIPOMOAKTHUBHICTIO, 3armacaMd Ta IEePCOHATI30BaHUMHU
MapKETHHTOBUMH JIiSIMH.

OTxe, uMppOoBi IHCTPYMEHTH MapKETHHIOBUX JIOCHI/PKEHb TOLUUIBHO PO3IIISAATH K IHTETPOBAHUI €IEMEHT
Cy4acCHOTO MAapKETHHTOBOTO VIPABIiHHS, IO 3a0e3medye MiANPHEMCTBAM TIIE€peXifl BiA PEaKTUBHOTO IO
NPOAKTHBHOTO TIiXOMy B aHali3i PUHKY, CErMEHTYBaHHi ayJMTOpii Ta MPOTHO3YBaHHi MOMMTY. [X BUKOPHUCTaHHS
MiABHIY€e OOTPYHTOBAHICTh YIPAaBIIHCHKHX PIII€Hb, COPHUSAE Kpalliil amanTtamii 10 pUHKOBHX 3MiH Ta CTBOPIOE
MIepPEeTyMOBH ISl 3pOCTAHHS PE3YJIbTATUBHOCTI MAPKETUHTOBOT MisITbHOCTI.

[IpakTHuHe 3HaYEHHS OJEpP>KaHUX PE3yJIbTaTiB IOJISITAE Y MOKIIMBOCTI BUKOPUCTAHHS CHCTEMAaTH30BAHOTO
IU(PPOBOrO IHCTPYMEHTAPIO IS IMiJBUINCHHS TOYHOCTI MApKETHHTOBOI aHANITHKU, aJanTalii CerMEeHTAI[lHUX
MoJiesiell Ta BJIOCKOHAJIEHHS IPOTHO3YBaHHS IIOIUTY Ha PI3HUX THIAaX PHHKIB.

[epcnekTHBY MOAAIBIIMX AOCIIKEHB ITOB’A3aH1 3 MOTJHOIEHHSIM METOAMYHUX TIJIXOJIIB 10 3aCTOCYBaHHS
IITyYHOTO 1IHTENIEKTY B aBTOMAaTW30BaHOMY CEI'MEHTYBAaHHI pHUHKY, PO3BHTKY MOJIEJIed ITOBEIIHKOBOTO
MIPOTHO3YBAaHHS IONMHUTY, a TAKOX ajanTamii MEI(GPOBHX MapKETHHTOBHX IHCTPYMEHTIB A0 CHEIM(IKH OKpeMHX
raimy3ed, THUIB KIT€HTIB 1 (opMaTiB cHoxwB4Yoi B3aeMOAii. AKTyaJbHHM HAIpSIMOM TaKOX € OI[IHIOBaHHS
edexTuBHOCTI iHTerpamii Al-pilieHb, MapKETHHTOBOi aBTOMAaTH3allii Ta AaHANITUKA OMHIKaHAJIHLHOI B3aeMOJii y
CHCTEMY MapKETHHTOBHX JIOCIIIXKEHb ITi[IIPHEMCTB.
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