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Y cmammi 00c/1ideHO CymHicmb ma 3Ha4eHHs1 OMHIKaHa/IbHO20 MapKemuHay Y cy4acHili po30opi6-
HIili mopeisni. Po3kpumo iHHoBauiliHi cmpameaii po3sumKy, ceped siKux iHmezpayisi oHnalH- ma
ocpraliH-kaHanis, BukopucmarHsi Big Data, wmy4Ho2o iHmenekmy (Al), MOGI/IbHUX 3aCmOCYHKiB,
AR/VR-mexHosoeili, a makoX OMHIKaHa/IbHUX rpoapam /10si/ibHOCI. [poBEOeHO aHasli3 HayKOBUX
nioxodis i nyb6nikayili ocmMaHHIX pOKi8, BUSHAYEHO K/IOHOBI MEHOEHUii ¢hopMyBaHHSI 6e3U0BHO20
KieHMcbKo20 docsidy. Ha npukiadi mixHapooHux (Walmart, Sephora) ma ykpalHCbKUuX KOMMaHit
(EpicentrK, Rozetka) npo0eMoHCMpPOBaHO Mpakmu4Hi pe3y/ibmamu 8rposadxeHHs! OMHIKaHa/IbHO20
iox00y, 30KpeMa 3P0CMaHHs1 MPOOAXI8, MdBULEHHSI CePEOHLO20 YeKy ma J1051/IbHOCMI CIIOXUBaYIB.
O61pyHMOBaHO Posib OMHIKaHa/TbHO20 MapKemuHzy siKk cmpameziyHo20 iHecmpyMeHmy MiOBULEHHS
KOHKYPEHMOCHPOMOXHOCMI MONpUEMCMB Y OUHaMIYHUX YMOBaX PUHKY. 3arporoHOBaHO NMpakmuyHi
pekomeHoayii 07151 ykpaiHcbKux pumeliiepis w000 echekmusHOT peasizayjii OMHIKaHa/IbHUX cmpame-
2ill 3 ypaxysaHHsIM Cy4YacHUX LughpoBuUX mexHos1oeili ma 0cobausocmeli /I0Ka/IbHO20 PUHKY.

KntouoBi cnoBa: omMHikaHa/ibHUl MapkemuHe, po30pibHa mopeiens, iHHosayitiHi cmpameaii, Big
Data, wmy4Hul iHmesiekm, yughposa mpaHcehopmayjsi, npozpamu /105/IbHOCMI, K/iEHMCbKUL A0C8IO.

The article provides an in-depth examination of the essence, im-portance, and practical
application of omnichannel marketing in modern re-tail trade, emphasizing its role as a strategic
driver of competitiveness in the digital economy. Omnichannel marketing is analyzed not
only as a techno-logical toolkit but also as a comprehensive customer-centric paradigm that
integrates all touchpoints into a unified ecosystem. The study highlights in-novative development
strategies such as the integration of online and offline sales channels, the use of Big Data for
advanced analytics, the application of artificial intelligence (Al) and machine learning for hyper-
personalization, the spread of mobile applications as key customer interaction platforms, as
well as the growing role of AR/VR technologies in shaping immersive shop-ping experiences.
A particular focus is placed on omnichannel loyalty pro-grams, which enhance engagement,
stimulate repeat purchases, and strengthen long-term consumer trust. The analysis of recent
scientific ap-proaches and publications demonstrates a consistent shift from multichannel to
omnichannel models, where the priority is seamless interaction across all platforms and devices.
Special attention is given to creating a frictionless customer journey, real-time behavioral tracking,
and data-driven decision-making. Case studies of global leaders such as Walmart and Sephora
illus-trate how the integration of digital tools, immersive technologies, and mobile ecosystems
leads to measurable outcomes, including sales growth, increased customer lifetime value, and
brand differentiation. Similarly, Ukrainian re-tailers EpicentrK and Rozetka showcase successful
examples of integrating e-commerce with offline infrastructure, implementing click & collect
services, and developing omnichannel loyalty programs, which have resulted in high-er sales,
improved average check, and enhanced customer satisfaction. The findings substantiate the role
of omnichannel marketing as a strategic tool for improving competitiveness, ensuring adaptability
to rapid market chang-es, and strengthening resilience to external challenges. Practical
recommen-dations for Ukrainian retailers include adopting integrated CRM and ERP systems,
expanding mobile-based personalized offers powered by Al, en-hancing logistics partnerships
for fast delivery, and leveraging social net-works and messengers as full-scale sales and service
channels. It is conclud-ed that the implementation of omnichannel strategies, grounded in innova-
tive digital technologies and customer-centric principles, is not only a source of sustainable growth
but also a necessity for retail businesses striving to succeed in the era of digital transformation.
Key words: omnichannel marketing, retail trade, innovative strategies, Big Data, artifi-cial intelligence,
digital transformation, loyalty programs, customer experi-ence.

MoctaHoBKa npo6nemu. CyyacHWn pPO3BUTOK
po3apibHoT TopriBni BigOyBaETLCA B YMOBax [/10-
6anisauii, umMdposizaLjii eKOHOMIKM Ta [UHAMIYHOT
3MiHM NOBEAIHKM CNoXMBadiB. TpaauuiiHi nigxoamn oo
MapKeTUHTy, 30CepeKeHi nMLie Ha OfHOMY KaHasli
KOMYHIiKauii (ocpnaliH abo oHnawnH), NoCTynoBO BTpa-
YyalTb edeKTUBHICTb. MoKynui OJikyloTb Bif GpeH-
[iB IHTerpoBaHOro AOCBiAy: MOXIMBOCTI AOCNiANTU
TOBap B OH/aiiH-KaTasi03i, OTpMMaTh KOHCYy/NbTauilo
Y MOOGiIbHOMY 3aCTOCYHKY, 3aMOBWUTWU [AOCTaBKy 4u
ckopuctatncsa doyHkuieto click&collect y Hanbnmx-
yii isnuHiIlA Touli npogaxy. Y UbOMY KOHTEKCTI
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OMHiKaHa/TbHU MAPKETUHT CTAE He MPOCTO TPEHAOM,
a CTpaTeriyHo HeOOXIQHICTIO AN puTeliny.

OMHikaHaNbHICTb Nepefdavyae CTBOPEHHSA €au-
HOro NPOCTOPY KOMYHIKALLl 3 KNIEHTOM, Yy SKOMY iHTe-
rPyOTbCS BCi KaHa M B3aeMogii — ochnaiiH-mMarasuHu,
IHTEPHET-NNaTdOPMKN, MODBINbHI 3aCTOCYHKK, COL|i-
a/ibHi Mepexi, yaT-60Tu. Lle no3Bonsae 3abesneunTu
6e3nepepBHUIA KNIEHTCBKMIA [0CBi4 Ta MigBULMTU
PiBEHb JI0ANBHOCTI Ta 36i/1bLWMTU MPOAAXI.

Onsa  ykpalHCbKOrO  puteilsly  akTyaslbHICTb
TeMU MOCW/IOETLCA KinbkoMa dhakTopamn: po3Bu-
TKOM e-commerce Ta 3pOCTaHHAM MOMNyAsAPHOCTI
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mapkeTtnneiicis (Rozetka, Prom, Allo); TpaHcdopma-
uieto GisHec-mogerneii y BiANOBIAb Ha BiiHY Ta KO-
HOMIYHY HecTabiflbHICTb, a TakoX noTpeboro nigsu-
LyBaTn ePEKTUBHICTb MAPKETUHIOBUX BUTPAT Yepes
TO4YHY nepcoHanizaujto.

AHania ocTaHHiX pocnimkeHb i nyoGnikauii.
OMHiKaHaNIbHWIF MapKeTUHI akTUBHO AOCNIAXKYETbCS
y CBITOBIi HayKoBii1 niTepatypi. Cepep, BigoOMUX Hay-
KOBLIB, SIKi aHani3ylTb MOro po3BUTOK, BapTO BUAj-
nutn: J.-B. Steenkamp, BiH gocnigxysas cTparterii
rnobanbHMX 6peHAiB Ta iXHI0 aganTaL,ito 40 undpoBmx
peaniii [1], R. Peres, E. Muller, V. Mahajan suB4anu
MogZeni iHHOBaLiiHOro 3pocTaHHa Ta Andysii HOBUX
npoayktie [2], Innawenko C.M. Ta LWunyniHa HO.C.
aKUEeHTyBaUIM Ha IHHOBALIHOMY MapKETUHIY Yy Mpo-
MWUC/IOBOCTI, WO Mae NpsiMi napaneni 3 puTeinnom
[3], HocaHb H. po3rnsgas iHHOBaL,iliHI MapKETUHIOBI
cTparerii ykpaiHCbkux nignpuemcts [4]. McKinsey &
Company, Deloitte (2023-2024) — ny6nikyBasin aHa-
NiTUYHI 3BITU NPO BN/IMB OMHIKaHa/ILHOCTI Ha hiHaH-
COBI pe3ynbrartu puteiny [5, 6].

HaykoBLi po3rnsgatTs OMHiKaHa/lbHWUIA Mapke-
TUHT K G6aratorpaHHe siBULLE, WO NOEAHYE cTpare-
lYHi, TEXHOMOrIYHI Ta NOBeAIHKOBI Nnigxoaun, a eek-
TUBHICTb Or0 BNPOBaKEHHS MiATBEPMAXKYETLCA SK
MDKHApPOAHMMU, Tak i YKPaTHCbKMMU A0CNIAKEHHAMM.

MocTtaHOBKa 3aBpaHHA. MeTa cTarTi nonsrae
Yy TEOPETUYHOMY y3ara/ibHeHHi Ta NPakTUYHOMY aHa-
Ni3i KOHUenNUii OMHiKaHaNbHOr0 MapKEeTUHTy B pPO3-
ApiGHiiA Toprieni, BU3HAYEHHI 1IOr0 poni y CyyvacHux
ymoBax UMdpoBOi TpaHcdopmalil, A0CAIAKEHHI
iHHOBaL|iiHMX CTpaTeriil pO3BUTKY Ta OLIHLL X BNAMBY
Ha ehbeKTUBHICTb AiSNbHOCTI putelinepis.

Buknag ocHOBHOro marepiany AocnigXeHHs.
OMHiKaHa/lbHWIA MapKETUHT € pe3ysibTaToM eBOJIto-
Uil KOHUENLii ynpaBniHHA KOMYyHikauismn Ta npoaa-
Xamu y po3apibHili Toprieni. Moro cyTHicTb nonsrae
B IHTerpauji ycix kaHaniB B3aeMofil 3i cnoxunBavyem
Yy €QVHY CUCTEMY, WO 3abe3nedye: 6e3LWOoBHUI Khi-
EHTCbKWIA [OCBIf, NMEpPCOHasli3oBaHy B3aEMOZi0 Ha
OCHOBI [aHVX, CUHEPril0 OHMaiH- | odhiaiH-kaHa-
niB, WO ycyBae Gap’epyu MiX QisU4HUMKU Marasu-
HamK, e-commerce Ta MOOGiIbHUMK NaTopmamu,
AMHaMiyHy ajanTtauito 40 3MiH CNOXWBYMX YNonao-
6aHb 3aBAsAKM Undposum TexHonorisam (Al, Big Data,
CRM).

3rigHo 3 nigxogamMu 3aKOPAOHHMX | BITYUIHAHUX
AOCNIAHVKIB, OMHiKaHa/IbHICTb BUCTYMae He nuwle
AK MapKeTMHroBa TexXHOsorif, a i K cTpaTeriyHa
MOAEeNb PO3BUTKY Bi3HECY, L0 BU3HA4Ya€e KOHKYpPEH-
TOCMPOMOXHICTb MiANPUEMCTBA Y [AOBIOCTPOKOBIiA
nepcnektusi (Verhoef P.C. [7]; Lemon K. N.& Verhoef
P. C. [8]; Pomar €. [9]).

BnpoBaxeHHs OMHiKaHa/IbHOTO MapKETUHTY Bif-
KpuBae AN po3gpibHuMx NigNnpueEMCTB HU3KY CTpa-
TEriYyHMX | TaKTUYHUX MepeBsar, WO NO3UTUBHO BMIU-
BalOTb sIK Ha (PiHAHCOBI pe3ynbTaTh, Tak i Ha piBEHb
3a/]J0BOJIEHOCTI CNOXKMBaYiB:
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Mo-nepLue, 3HAYHO MOKpPAaLLYETLCA SAKICTb B3a-
emogji 3 KnieHTaMn. 3aBASKM IHTerpaujii oHnanH- Ta
odhnaliH-kaHaniB QOPMYETLCS Tak 3BaHuii seamless
experience (6e3LWOBHWIA KNIEHTCbKUIA AOCBIA), KoMK
nokyneup MOXe noyaTu npouec BubGoOpy TOBapy
Ha caliTi abo B MOGi/IbHOMY A0AATKY, a 3aBepLunTu
NOKYMKy y hisdyHOMY MarasuHi um HaBnaku. Lle nig-
BULLYE 3PYYHICTb i MiHIMi3ye 6ap’epy Ha Wnaxy Ao
npuaodaHHa ToBapy.

Mo-gpyre, OMHiKaHaNbHICTb CMpPUSE 3POCTaHHIO
o6cAriB npogaxis i cepefHbLOro 4yeky. 3a AaHUMM
McKinsey, koMnaHii, W0 3acTOCOBYHOTb Lel nigxia,
y cepegHbOoMy OTpuMYHOTb Ha 30 % BuwwiA cepen-
Hi yek. YKpaiHCbKi puTeinepn TakoxX NiaTBepoXy-
H0Tb L0 TEHAEHUIH: HanpuKiag, iHTerpauis oHnanH-
3aMOBJ/IEHb Ta CaMOBMBO3Y B MarasnHax «EniueHTp»
uyn «Cinbno» [03BONSE 36iMbLUyBaTN YacTKy KpoOcC-
NpoAaXxiB, KON K/TEHT Kyrnye A0OATKOBI ToBapu nifg
yac Bi3UTY A0 MarasuHy.

Mo-TpeTe, OMHiKaHa/IbHUIA MiaXig 3MiLHIOE N105b-
HiCTb KnieHTiB. JocnimkeHHs PwC [10] nokasyoTb,
WO Taki MNoKymnui BUTpayalTb Yy CepefHbOMY Ha
23 % 6inble Ta MalTb BULLY MMOBIPHICTL NOBTOP-
HUX MOKYMOK. YKpaiHcbKa mepexa «Cinbnox», iHTerpy-
BaBLUM MpoOrpamy Oos/IbHOCTI «BracHuii paxyHOK»
i3 MOGiNbHMM AopaTkoM, 3adiikCyBasia 3pPOCTaHHS
aKTUBHOCTI KOpUcTyBayiB Ha 18 %, L0 CcBiguYUTL Npo
epeKTUBHICTb Takoro nigxoay.

UeTBEPTOK BaX/IMBOIO NEPeBArol € NigBULLEHHS
e)eKTUBHOCTI YynpaBs/iHHA MapKeTUHIOM. 3aBAsAKM
OMHIKaHa/IbHOCTI  puTelinepn MoXyTb hopmyBatu
€0UHY KapTuHy KnieHTa (Single Customer View), Bia-
CTeXyBaTu 1Aioro Aii B pi3HUX KaHanax, KpaLle nporHo-
3yBaTy MNOBEAiHKY Ta MepcoHaslizyBaTu Mpono3uLii.
Lle, cBO€tO Yeproto, [O3BOJISAE ONTUMI3yBaTU BUTPaTU
Ha peknamy i 3ameHLyBaTtu fy6ntoBaHHSA MapKETUHTO-
BMX KaMnaHiiA.

Kpim TOro, oMHiKaHaslbHICTb 3abe3nevye [0Bro-
CTPOKOBI KOHKYpEeHTHi nepesarn. B ymoBax 3poc-
TaHHSA KOHKYPEHLT Ha YKpaiHCbKOMY PUHKY puTeiny
Ti KOMNaHii, SKi WBMALe BNPOBamXYTb IHHOBAL,iMHI
cTparterii, 3006yBatoTb MPOBIAHI NO3ULiT. FAcKkpaBuUMm
npuknagom € «Rozetka», sika eBostoLioOHyBana Bif
KNacuyHoOro iHTepHeT-marasvHy [0 MNOBHOLHHOIO
OMHIKaHa/IbHOro puTeliniepa 3 oHAaliH-NNaTgopMolo,
LoypyMamu Ta NapTHEPCbKMMU NMyHKTaMu BUugaui.

HapeLuTi, BaX/MBUM pe3ynstatoM € OnTumisawis
onepaujiHux npouecis. €anHa 6a3a gaHuMx 3a6es-
neyye CUHXPOHi3aLito cknanis, /IOriCTUKMA Ta 06po6KU
3aMOBJIEHb, L0 3HUXYE KiNIbKICTb BTpavyeHnx npoga-
XiB yepe3 BiACYTHICTb TOBapy B OKPeMOMY KaHai.
Lle pobutb 6i3HeC BifbLL CTIKUM i THYUYKUM OO 3MiH
nonury.

Po3rnaHemMo nepesarn OMHiKaHa/IbHOrO Migxoay
ANns KnieHTta Ta 6isHecy B Tabnumui 1.

OTxe, nepesarn OMHiKaHauIbHOTO Migxody OXo-
NAKTb  SK  NiABULWEHHS 3a[0BOMIEHOCTI  K/i€H-
TiB, Tak i 3pocTaHHa NpUGYTKOBOCTI 6isHecy. Moro
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Tabnuus 1

MepeBarn oMHiKaHa/ILHOrO NigXxoAy ANA K/ieHTa Ta 6isHecy

MepeBarn gna knieHta

MepeBarun gns GisHecy

3py4HICTb MOKYNOK: MOX/IMBICTb NoYaTn BUGIp OHNaliH, a
3aBepwmnTtn y doisnyHomy MarasuHi (seamless experience)

3pocTaHHsA npofaxis i cepefHbOro Yeky (Ha 20-30 %
BULLE Y MOPIBHSAHHI 3 MOHO-KaHa/TbHUMW CTpaTErisiMu)

JocTynHicTb ToBapiB 24/7 Yepes pi3Hi kaHaW (cawrT,
MOGINbHWUIA f0AaTOK, MapkeTnneicu, oonaliH-TOUKN)

dopmyBaHHA egMHOro Npogisito KnieHta (Single Customer
View), L0 A03BO/ISE NepCoHaslizyBaTh MapKeTUHr

LLnpnii BUGip cnocobis AocTaBky Ta onnatu (AocTaBka
[0A0My, CaMOBYBI3, onsiata oHNaliH/odhainH)

OnTuMmi3auis BUTPAT Ha MapPKETUHT 3aBASAKA YHUKHEHHIO
[y6/10BaHHA peKNaMHUX KaMnaHii

Mpo30pICTb i LWBMAKICTL: MOX/IUBICTb BiACTEXYBATU CTaTYyC
3aMOBJIEHHSI B PEXMMIi peasibHOro yacy

OnTuMmi3auis ynpaBniHHA 3anacamu Ta I0TiCTUKOI 3aBAAKMN
iHTerpoBaHiin cucTemi gaHunx

Lxepeno: po3pobneHo asmopamu Ha 0CHoBi Oxepen [3; 9 |

BNPOBa/PKEHHSA BapTO PO3rNALaTU He K TUMYacoBy
iHHOBaLjlo, @ K cTpaTeriyHniA HanpsiM PO3BUTKY, WO
3a6e3neyye [OBrOCTPOKOBY KOHKYPEHTOCMNPOMOX-
HICTb YKpaiHCbKUX puTeiinepis.

OMHiKaHaIbHWIA MAPKETUHT € HE NINLLE IHCTPYMEH-
TOM IHTerpauii pi3HMX KaHaniB nNpogaxis, a i komn-
JIEKCHOIO cTparterieto, Wo nepenbdayae BUKOPUCTAHHSA
iHHOBAL|IHWX pilleHb A5 CTBOPEHHS LiNiCHOro 6e3-
LWOBHOIO A0CBiAYy B3aeMofil KieHTa 3 OGpeHaoMm.
Y cy4yacHMX ymoBax KOHKYPEHLUil putelinepu npar-
HyTb He MPOCTO 3340BOSIbLHUTK MOTPebu MOKyMuiB,
a i hopmyBaTKh YHikaslbHi CUugHapil CNoXMBYOT NoBe-
[iHKW, AKi NiABULLYIOTb PiBEHb JI0A/ILHOCTI Ta CTUMY-
NOI0Tb NOBTOPHI MOKYMKK.

OCHOBHVMMM HHOBaUINHMMK CTpaTeriiMy po3Bu-
TKY OMHiKaHa/IbHOr0 MapKeTUHTY €:

 |HTerpauisi odnaiiH- Ta OHNaH-KaHaniB y eANHY
cuctemy. PuTelinepn BNpPOBamXylOTb PilEeHHS, AKi
[O3BONAOTbL  K/liEHTamM 06upaTy ToBapu OHAaliH
Ta 3abupatn ix y Hanbnmkyomy marasuHi (Click &
Collect), abo » noseprtat¥ TOBapu He3asIeXHO Bif
KaHasly nokynku. Lle ckopouye uyac Ha 06cCnyrosy-
BaHHA Ta MiABULLYE 3PYYHICTb A5 KNIEHTIB.

* BuKopucTaHHA Be/MKMX [aHuxX Ta LITYYHOro
iHTenekty (Big Data & Al). Ha ocHoBi gaHux npo
iCTOPIt0 NOKYMOK, NOBefiHKY B IHTepHETi Ta B3aEMO-
4ito 3 6peHpoM hopMyOTLCS NEePCOHaUTi30BaHi Npo-
no3uii. AAropuTMy MPOrHO3yoTb MabyTHI NOTpedu
KNIiEHTIB, WO A03BOMISIE puUTeinepam BunepemxaTn
nonut i cTBOplOBaTW IHAMBIAYaIbHI MapKeTUHIOBI
KamnaHii.

e P03BUTOK MOGINbHUX niatopm Ta [OAATKIB.
CMapTdoH CcTa€e rO/I0BHUM KaHa/loM KOMYHiKail
3 nokynuem. Joaatku putennepis iHTErpyOTb QYHKLT
MOLUYKY TOBapiB, 3A4iACHEHHS 3aMOB/IEHHA, onnartu,
nporpamM NosiIbHOCTI Ta OH/aH-4aTy 3 KOHCY/bTaH-
Tamu. Mpuknagom € MobinbHI nnardopmu «Cibno»
um Rozetka, siki NOeAHYOTb OHNAMH- Ta 0dpNaiH-MOX-
JNINBOCTI.

» BnpoBagpxeHHs AR/VR TexHonoriin. [JonoBHeHa
Ta BIipTya/ZlbHa peasbHICTb gornomaralTb KJ/li€H-
Tam OUHWTX ToBap 40 MOKYMKW: MPUMIPATU OfsAr
OHMaiiH, nNpoTecTyBatM Meb6Ni Yy BNacHoOMY iHTep'epi
abo BIpTyaslbHO BiABigaTM MarasvH. Taki pilleHHs

3acToCOBYOTb MikHapoaHi rpasui  (IKEA Place,
Sephora Virtual Artist) i nocTynoBo BNPOBaMKYHOTb
YKpaiHCbKi KOMNaHit.

¢ PO3BUTOK OMHiKaHasIbHOI JIOTICTUKK, TYT BaX-
JIMBOIO CK/1a[0BOK € LUBMAKA Ta FHyyka [ocCTaBKa:
Kyp'epcbka, yepe3 nowTomMaru, caMOBMBI3 3 Mara-
3MHIB. |HHOBAUiNHI KOMMaHii BMKOPUCTOBYOTb aro-
puUTMK MapLUpyTK3aLii Ta ynpas/iHHA 3anacamu, Lo
[03BOMISIE MiHIMI3yBaTU BUTpaTK Ta 3a6e3neunTtu one-
paTvBHE BMKOHAHHSA 3aMOB/I1EHb.

¢ CoujanbHa komepuisa (Social Commerce). MNpo-
Oaxi yepes couiasibHi Mepexi (Facebook, Instagram,
TikTok) iHTerpytoTbcd 3 OQiyiiHUMK  calTamm
n MOGinbHMMK JopaTkamu. Lle Ao3Bonsie GpeHaam
O6yTV MPUCYTHIMK Y KaHanax, e KNiEHT! NpoBOLATb
HalibinbLle yacy, | 3abe3nedyBaTtu LUBUAKUIA nepexig
Bif, 3HANOMCTBa 3 NPOAYKTOM 10 A0ro npuabaHHs.

Cranwnii po3sButok Ta ESG-cTparterii. IHHOBa-
LVHICTb Cy4YaCHOro OMHiKaHa/IbHOro MapKETUHTY
nondarae TakoXx y pokyci Ha eKonoriyHocTi Ta coui-
anbHin BignoBigansHOCTI. PuTeiinepn BnpoBamxy-
H0Tb «3€/IeHi» KaHa/IM [OCTaBKW, €NEKTPOHHI Yeku,
MiHiMi3aL,ito nakyBaHHS, WO cTae Barommm hakTopom
y B1GOpi 6peHay A5t HOBUX MOKO/TiHb CNOXUBaUIB.

Po3rnsiHemMo npakTW4Hi  Kelicu BNPOBaKEHHS
iHHOBaL,iliHNX cTpaTeriii B Tabnuui 2.

TakuM 4MHOM, IHHOBAUiHI cTpaTerii po3BUTKY
OMHiKaHa/IbHOr0 MapKeTUHTYy OpiEHTOBaHi Ha CTBO-
PEHHS MakCMMaslbHO NEepcoHasli30BaHOro Ta IHTe-
rPOBaHOrO0 CMNOXMBYOTO AOCBIAY, KW NOEOHYE TeX-
HOJOMIYHICTb, 3PYYHICTb i LlIHHOCTI CTa/10ro PO3BMUTKY.
[ns ykpaiHCbkux puteiinepis 0Co6/IMBO akTyaslbHUM
€ NOoEHAaHHA MOGINIbHUX CEPBICIB, LWBWUAKOT AOCTaBKM
Ta nporpam f0s/1bHOCTI, WO A03BOSSIE YCMILLUHO KOH-
KypyBaTy 3 MbXKHapOAHUMU rPaBLsMU.

MpakTuyHi pekomeHgauii AN yKpaiHCbKOro pUHKY:

— iHTerpyBatm CRM Ta ERP-cuctemu 3 meToro
hopMyBaHHS €4MHOro Npodinto KNieHTa Ta epeKTUB-
HOro yrnpas/iHHA B3aEMOSIEIO;

— po3BUBaTU MODGI/IbHI 3aCTOCYHKM, LLO NPOMOHY-
10Tb NEePCOHasIi3oBaHi NPONo3uLii Ha OCHOBI aNropuT-
MIB LUTYYHOrO iHTENEKTY;

— BnpoBamkysaTtn mogeni click & collect Ta 6ara-
TOpiBHEBI OMHiKaHaUTbHI NporpamMm NoANbHOCTI;

247




BUNYCK 4(19) 2025

Tabnuus 2

MpaKTuyHi Keiicn BNpoBagKeHHs iHHOBaLiiHUX cTpaTerii

Moka3HuK echeKTUBHOCTI

KomnaHis
[0 BNPOBafHKEHHA

Moka3HuK echeKTUBHOCTI
nicnsA BNPOBaKeHHs

Hu3bka iHTerpauisi kKaHanis,

Walmart (CLLIA) yacToTa NOKynok ctabifibHa

YacToTa nokynok +18%, 72% KNi€HTIB BUKOPUCTOBYOTb
MOGINIbHUIA 3aCTOCYHOK

O6MmexeHa iHTerpauist oHnainH Ta

EpicentrK (UA) ochnaiiH

KoHBepcis oHnaiiH +27%, cepepHiin yek +12—-15%,
NMOBTOPHI NOKYyNKn +20%

Po3ginbHi kaHann, obMexeHa

Sephora (EC/CLLUA) nepcoHaizavs

Bupyuka oHnaiiH +25%, 80% KNiEHTIB KOPUCTYHOTLCA
6inbLie 2 kaHanamu, koHeepcis +30%

Po3api6HWIA | OHNalH-KaHam

Rozetka (UA) Maiike He3aNexHi

AKTUBHICTb MOGiNIbHOTO AoaaTky +35%, OHNaH-NpogaXxi
yepes coumepexi +22%, KoHeepcia +18%

Lxepeno: po3pobsieHo asmopamu Ha OcHOBI dxepesn [13; 14; 15]

— BuKopucToByBatu Big Data A1 nporHo3yBaHHs
nonuTy, ONTUMI3aLii acOPTUMEHTHOI NOAITUKM Ta
ynpas/iiHHA 3anacamu;

— aKTMBHO 3a/1y4yaTu coujasibHi Mepexi Ta MeceH-
[KepU AK IHCTPYMEHTM Npogaxy, KOMyHikauil Ta Kni-
€HTCbKOrO CepBicy;

— MapTHepcTBYBaTW 3 NIOMCTUYHUMKM  KOMMAHI-
AmMK, WO6 3abe3neunTn LBUAKY, HALiHY Ta FHyuYKy
[OCTaBKy No BCiil TepuTopii YkpaiHu;

— HaB4aTu nepcoHas poboTi 3 uupoBMK TEX-
HOJTOTAMK, WO A03BOMUTL NIABULLMTA AKICTE 06CNY-
roByBaHHsi KNIiEHTIB Ta eeKTUBHICTb BGi3Hec-npoLe-
ciB.

BucHoBKU. OMHiKaHaNIbHUIA  MapKeTUHr  CTae
K/IO4YOBOID YMOBOK e(IeKTMBHOIO PO3BUTKY cydac-
HOi po3api6HOi  Toprieni. Moro  BNpOBaMKEHHS
[03BOMSE NigNPUEMCTBAM He Juwe iHTerpysatu
OHNaiH- Ta odpnaiiH-kaHann, ane i 3abesneyysBaty
crnoXxmBadyam LiNicCHWUIA 6e3WOoBHUI AOCBIA B3aEmMogji
3 6peHaoM. BMKOprCTaHHS iHHOBaLiiHNX cTpaTerii —
TakMx K nepcoHastizalis Ha OCHOBI LUTYYHOrO iHTe-
NIEKTY, BNPOBaKEHHA MOOGINbHUX nnatdopm i AR/
VR-TEXHO/0TIiii, PO3BUTOK OMHiKaHas/IbHOI NOTICTUKM
Ta couiaNibHOI KOMepLji— cnpusie 3poCTaHHI0 npofa-
XiB, NiABULLEHHIO cepeaHbOro Yeky ta popmyBaHHIO
[OBrOCTPOKOBOT /TI0A/TIbHOCTI KNIEHTIB.

MpakTuuHi  Kelicn  MikHapogHux  (Walmart,
Sephora) Ta ykpaiHCbkux komnaHin (EpicentrK,
Rozetka) niaTBepaXytTb, WO OMHIKaHasIbHWUIA nig-
Xif, [,O3BO/IAE Bi3HECY OTPUMATU BAromi KOHKYPEHTHI
nepesaru, oNTMMI3yBaTK onepawinHi npouecu Ta nig-
BULLUTK AKICTb 06CNYroByBaHHA KIEHTIB.

[ns ykpaiHCbKOro PUHKY puTeisly OMHiKaHa lb-
HICTb € 0CO6/IMBO aKTyanbHOK 3 Orfisgy Ha AuHa-
MiYHi 3MiHW MOBEAIHKN CMOXUBa4YiB Ta 3POCTaHHA
YacTKM OHMaH-NpoAaXiB. YcnilHa peanisauisi Takmx
cTparTerili BUMarae iHterpauii LmgpoBmx TEXHOSOTIN,
PO3BMTKY MOOINIbHUX CepBICiB, NapTHepcTBa 3 Joric-
TUYHVMMK OrepaTopaMu Ta akTUBHOIO BUKOPUCTaHHSA
couia/ibHUX Mepex K IHCTPYMEHTIB KOMYyHikaLii Ta
NPOA&XY.

OTXe, OMHiKaHasIbHWU MapKeTVHI BUCTYMaEe He
nuwe TpeHaoMm, a i AOBrOCTPOKOBOK CTpaTerieto
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iHHOBALiHOro PO3BUTKY PO3APIGHOI TOpriBMi, ska
¢hopmMye HOBY OGi3HEC-MOAE/b, OPIEHTOBAHY Ha K/li-
€HTA, I0ro 3py4HICTb Ta NePCOHaUTI30BaHUIA AOCBIA.
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