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CYYACHA bI3BHEC-MO/JEJIb
PUTEUJIEPA K 3ANOPYKA
YCMIWHOIO PUTENN-MAPKETUHTY

AHoTauis. Bctyn. Puteiin-mapkeTHe HabyBsae Bee biNbluo20 3Ha-
YEHHS! 3 YPAXyBAHHSM KOHKYPEeHUii Ha pUHKY puTeriny i HeobXigHOCTi
30goBO/IeHHsI MOTPeb CNOXMBAYIB 3 MAKCUMAIbHOIK ePeKkTUBHICTIO.
bi3Hec-mogesb, sIK CTPYKTYPHUI MeXaHi3M i inocodis, Lo nexuTs B
OCHOBI puTeiin-bisHecy, noTpebye NOCTilHO20 YGOCKOHANeHHs 3 ypa-
XYBAHHAM PUHKOBMX IHHOBALIN TA 3MIHHMX YMOB PUHKY 3a2a/1oM. [114
puTeiin-6iaHecy BaxamBo GopMyBaTH ICTUHHY KNIEHTCbKY N0SIbHICTb,
a, 0T)Xe, B OCHOBI bi3Hec-Mogesi NOBUHHA N1eXATH KOHLienLis BcebidHoi
6/1M3bKOCTI puTelinepa go KNiEHTd, iHHOBALiFHICTb Ta couianbHa Bigno-
BiganbHicTb bi3Hecy. BUHUKAe HeOOXIgHICTb qocaignTy Ta cucTemaTy-
3yBATH B EGUHMI MEXAHI3M KOHLienLilo CTBOPEHHs! Takoi Gi3Hec-mogeni
B puTesini, sika 6 3a6e3nedyBana MaKkCMManbHO epeKkTUBHY B3AEMOGtO
i3 KnieHTamum Ta popmyBana iCTUHHY JOSIIbHICTb.

Merta. MeToto gocnigskeHHs € CUCTeMaTm3aLis eemMeHTIB CUIbHOI
6i3Hec-mogeni B puTesini Ta nogaya Takoi bisHec-Mogeni ik EgUHO20
MeXaHi3my.

Martepiann i meTogn. Matepianamu gocanigyxeHHs € HayKOBi Ta
nonyaspHi CTaTTi 3 MUTAHb pUTeiA-MapkeTuHzy 1a b6izHec-mogeni
puTeriniepiB, a TAKOX CaiTH, MPUCBSYEHi HOBUHAM puTefis-i3Hecy.

B npoueci gocnigeHHs 6y BUKOPUCTAHI METOgH y3a20/IbHEHHS,
CrocTepexxeHHs, CucTeMaTn3adii, 2pynyBaHHs, Bi3yaniauii.

Pe3ysbTati. MexaHiam cunbHoi bisHec-Mogeni puTelinepa noBuHeH 6a-
3yBaTHCb Ha BCEOIYHIV GN3bKOCTI puTeiinepa go KAieHTa, iHHOBALiFiHOCTI
Ta KOPOPATUBHIV COLIIA/IbHIN BIGMOBIGaAnbHOCTI | eTMYHOMY MAPKETHHRY.
3okpema, iHHOBALii MAtOTb BNPOBAGXKYBATUCL B ABTOMATM3ALLIO YCiX
POLIECiB pUTeNY Ta BUKOPUCTAHHS TeXHO/I02iK GOMOBHEHOI peasibHOCTi.
ABTOMATU3ALS T €1MEHTH LUTYYHOR20 IHTEeNeKTY Y CYKYMHOCTI cucTemu
«ERP-customer loyalty» noknvkari 3abe3neuntin nepcoHaniaaio Kii-
EHTCbKOR0 GOCBIQY, L0 HAGACTb MOX/AMBOCTi MAKCMMABHO ePeKTUBHOI
KOMYHIKALIiN 3 KNIEHTAMM Ta MAKCUMI3aLii IXHbOT 1051/1bHOCTI. TaKox
iHHOBALi Ta aBTOMATM3aLS MOBMHHI OYTH CIPAMOBAHI Ha 3a0e3meyeHHs
OMHIKAGHAIbHOCTI: HaSABHOCTi 6a2aTbOX 3PYYHUX KAHA/IB NOKYNKK Ta
CUHXPOHI3ALl gaHMX M0 YCiX KAHAAAX N0 KOXHOMY K/EHTY. Lle, B CBOIO
yepey, TAKOX B1Bege piBeHb MepcoHani30BAHOI B3AEMOQIi 3 KNIEHTAMM
Ha HOBWI piBeHb. TaKMM YUHOM, CIbHA Bi3HeC-Mogenb puTelinepa
MOBWHHA BK/IOYATY TAKi CKAAGOBI: iHHOBALiAHICTb, KOHLENLito BcebiyHoi
OM3bKOCTI O KIEHTA, KOPHOPATUBHY COLiabHY BIgMOBIGANbHICTb TA
eTHYHMIi MapkeTHe (Le HabyBae Bce BiNbLLI020 3HAYeHHS! /1Sl KNIEHTIB),
OMHIKQHA/IbHICTb, ABTOMATM3ALI0 BCIX MPOLIECIB TA BIPOBAGIKEHHS
€/IeMEHTIB LUTYYHOR0 iHTe/IeKTY i NepCOHANI3ALII0 KNIEHTCbKO20 JOCBIGY.

KntouoBi cnoBa: puteiin-mapkeTnHe, puTesin-cepsic, bizHec-Mogesnb
puTeiinepa, KoHuenwist 6a1M3bKoCTi go KMIEHTIB, OMHIKAHANBHICTb, nep-
coHasizawis.

IIOCTaHOBKa npo6sgemu. PuHok cygyacHoro pureiy
IUKTye HOBI BUMOTHY 10 e(heKTUBHOTO BeJeHHsA 0i3HeCy.
MapxkeTrHroBi MexaHi3MU Ta CIJTBHA 0i3HEC-MOJIeJIb HaOyBaIOTh
Bce OLJTBIIIOr0 3HAYEHHA 3 ypaxXyBaHHAM KOHKYPEHIIil Ha pUH-
Ky PUTEMIY 1 Heo0XiTHOCTI 3aJ0BOJIEHHA ITOTPE0 CII0KMBAYIB
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3 MakCUMaJIbHOI0 e()eKTHUBHICTIO. BisHec-Mo/IesIb, AK CTPYKTYPHUN MexaHiaM 1 istocodid, 110 JIeKUTH B 0OCHOBL
puTeili-6i3Hecy, IOTpedye MOCTIHHOTO YI0CKOHAJIEHHSA 3 YpaXyBaHHAM PUHKOBUX 1HHOBAIl Ta 3MiHHUX YMOB
MapKeTHUHTOBOI'0 cepeaoBuia. BaikInBoo € iCTUHHA JIOAJIBHICTh CIIOKUBAYIB, 4 0T/Ke, B OCHOBI CHUJIBHOI Oi3HeC-
MOeJIi puTeiijiepa IMMOBUHHA JIEXKATU KOHITETII[isA Bce6iuHO1 6JIM3BbKOCTI puTeitjiepa J0 KITi€HTa, IHHOBAIiHICTD
Ta KOPIIOpaTUBHA COI[iayibHA BiAnoBigaipHicTh 6idHecy (KCB), sokpema ernunuii mapkerusr. B ymoBax croromeH-
HaA KCB 3nauno BIytMBae Ha AYMKY KJII€HTIB i FPOMAa/ICBKOCTI B IIIJIOMY IIPO KOHKpPeTHUH 6peHn. IHHOBaLiliHICTD
TIOKJIMKAHAa 3a0e3IeUnNTH MaKCUMAaJIbHY IIEePCOHAITI3aIli0 KJIi€HTCHKOTO JOCBIAY Ta aBTOMATHU3AIIII0 yCiX ITPOIIECIB.

Bunukae HeoOXigHICTD JOCTIAUTH Ta CHCTEMATU3yBATH B €IUHUIN MeXaHi3M KOHIIEII[i0 CTBOPEHH TaKOol
Oi3Hec-MofIesIi B pUTEILT, AKka 0 3abe3euyBajia MaKCUMAaJIbHO e(DEeKTUBHY B3a€MO/II0 i3 KIieHTaMu Ta ¢GopMyBaia
ICTUHHY JIOSJILHICTD.

Amnaniz ocranHix gociaimkeHs i myGiikanii. CuibHa 6i3Hec-MOoeib B PUTEHITI € BAXKJIMBOIO IEePeIyMo-
BOIO YCHiXy TOPTOBEJILHOI MEPEKi Ha PUHKY, 1[0 MiITBEPKYETHCA AK TPAKTUKOI BEJeHHA PUTEII-0i3Hecy, Tak
i HaykoBuMH Aociimkenuaamu [1-15]. Bisaec-mofesni puTeiiyiepiB yacTo 3ajeskarth Bif MacinTaly 6i3Hecy, piBHA
nudposisallii Ta omepariiHux mporecis [9], pisui Tunu pureiisepis (rimepMapKeTH, CrieliagizoBaHl MarasuHu
TOILI0) BILTUBAKOTH HA CIIPUHHATTA OMHiKaHaJIBHOI Mofiesti [10]. CyuacHicTb AUKTYe HOBI BUKJIUKU IPABIAM PUHKY,
30KpeMa 30LIbIIeHHA 3HAUYeHHA OHJIANH-TOPIIBIII, 3MIHA BUMOT CIIOKUBAUYiB Ta 1mpobJiemu B Jrorictuti [5]. Haly-
Ba€ MOMIUPEHHA HOBUH MOMIAL Ha 6idHec-Mopaesb pureitny: «C2M» (customer-to-manufacturer), o nepentauae
(opMmyBaHHA Oi3Hec-MOIeJIi ITi BILIMBOM KJIIEHTCHKOTO0 IOCBILY 3 OQHOI0 OOKY, Ta BILIUB OPEH/IiB Ha II0BEIiHKY
criosxuBauiB 3 immroro [11]. 3asHauyaersea BILIMB LU POBi3allii Ta e-commerce, poJib cragoro po3suTky (CSR)
Ta KJIIEHTOOPiIEHTOBAHICTD AK AP0 cydyacHol Mojesti B puteiii [13]. Bisnec-mofiesnb Bce yacTiiie po3miAgaeTbCAa
SIK TI0CEPENHUK MiK TeXHOJIOTLAMU 1 pe3ysibraTaMu, aKIeHTYEThCSA yBara Ha 30LIbIIeHH] poJti nudpoBoi TpaH-
copmariii y po3apiOHiil TOPTiBJIi, JOIIOBHEHOI PEAIbHOCTI, IITYYHOro iHTesekTy Ta «Big Data» Ak BasmImBux
IepeayMoB BAAJI01 MApPKETUHIOBOI TiAJILHOCTI Ta 301IbIIeHHA eKOHOMIUHO1 epekTuBHOCTI [15]. 3HauHa poJib
Yy CyJ4acHOMY PUTEIII Mae MPUOLIATHACH 301JIBIITEHHI0O YACTKH CaMOOOCIIyTOBYBaHHA, TUIKUTAJI iHCTPyMEHTaM
Ta aBroMarmsarrii [7].

IToTpelye mmogaIbIIOro JOCTIMKEeHHA CHCTEeMATU3aIliA eJIeMEeHTIB CIIBLHOI Oi3Hec-MofiesIi B pUTeiti, (hopMyBaH-
HA il CXeMaTUUHOI CCTEeMATU30BAHOI BidyaJsTisallii 3 MeTO0 ITOJAIBIION0 BIIPOBAKEHHA Y TPAKTUYUHY TiAIBHICTD
VKpalHCHLKUMU Ta 3apyOLKHUMU PUTEHIepaMu.

MeToO¥0 CTATTI € CHCTeMATU3ALlA eJIEMEHTIB CHUJIbHOIL 013HeC-MO/IeJIi B PUTEIII Ta IIoaua Takoi 6i3Hec-MoIesIi
AK €IUHOT0 MEXaHi3MYy.

Bukinan ocHoBHOro marepiany mocaimkenHs. CydacHi BUKIUKNA JUKTYIOTh HOBI BUMOTH [IJIS PUTEHII-
0isHecy, 30KpeMa HaeThCcA Ipo 3MiHY BIIOJ00AHB CIIOMKUBAYIB, UM POBI3aIliio BCiX cdep KUTTA, MoTpedy B OMHi-
KaHAJIBHOCTI Ta 1epconastiaarii Tomo [9; 10; 5; 15]. CucremarusyeMo icHyoOUI HAYKOBI MiIXOOU Ta IIPAKTUYHI
BUMOTY PUHKY, c(DOPMYBABIIIN MeXaHi3M CUJIBHOI 6i3Hec-Mofesai pureityiepa (puc. 1).

Taxum ymrHOM, CUIbHA Gi3HEC-MO/Ie/Th TIOBUHHA BKJIIOYATH HACTYITHI €JIeMEHTH: OMHIKaHAIbHICTh, AaBTOMA-
TH3AIIiI0 1 BUKOPUCTAHHA MITy4YHoro inTesiekry («artificial intelligence», Al), mepconasisariito, iHHOBAIIi1, KOPIIO-
paTtuBHY coriabHy BigmoeigamsHicTh (KCB), 3okpema Bignosigansuuit Mmapketusr. [Ipu ibomy KCB, inmoBartrii
Ta KOHIIEIIiA 0JIM3LKOCTI A0 KJIIEHTIB IIOBUHHA BiJ0OpayKaTUCh y KOYKHII 1HIIII CKIIaqO0BiH 6i3HEC-Moesi, a aB-
TomaTusalris tTa Al momoMararoTb 3HAYHUM YMHOM MOKPAIIUTH CUCTEMY epCOHAaTi3alril.

Konrernmisa 6;msbpKocTi pureiijiepa [0 KirieHTa Mae 0yTy IOKJIafeHa B 0CHOBY (DYHKI[IOHYBaHHS TOPIOBEJIb-
HOT Mepeski, BOHA Tiepeadavac BpaxyBaHHA JKUTTEBOI CUTYyAIlil 3MiNCHEHHA ITOKYIIOK, IT0TPed, 6aKaHb, TPUTEPIB
Ta 0OJILOBUX TOYOK CIIOKMBaUiB. L] KoHIIemIlia moBUHHA (DOPMYBATUCh [0 TAKUX HampaAMax: 1) reorpadiuHa
6JIM3bKICTh (OHJIAMH-3aMOBJICHHS 1 0ILJIAaTa, JOCTABKA; BpaxyBaHHA II0TPe0 I[LILOBOI ayIUTOPil ITPU po3pobsIeHHI
KOHIIEIIIIil MiCIA pO3TalllyBaHHA MarasuHiB MepeXki, HaIpuKJIag, Marasuuau gopMary «6ijisa Oy TuHKy» ab0 6J113b-
KICTB [I0 CTAHIIII METPOIIOIITeHY Ta HAABHICTh FapHOI TPAHCIIOPTHOI PO3B’A3KH [1JIA CyIep- 1 rinepMapKeTiB TOIII0);
2) yacoBa OJIM3BKICTE (ITOJIOBKEHI rOINMHN POOOTH MarasuHy, II0 J03BOJIAE 3OiHCHIOBATH IIOKYIIKY CIIOKHBAYaM
i3 sxopcTEUM rpadikoM poboTH; pod0Ta MarasuHiB y BUXITHI; I11710/000Ba MOKJIMBICTh 3aMOBJIEHHSA Ha CANTi);
3) KOHIENTyaJIbHA OJIU3BKICTD (TiICHO ITePeIUTiTAeThCA 3 IHIMMMU HaIlpAMaMu O0JIMSBKOCTI 1 3aKjIagaeTbesa IIpu
(hopMyBaHHI KJII0U0BOI KOHITEMIIiI, ilel puTeiijiepa, BUXOOAYHN 13 JKUTTEBOI CUTYyAIlil KJIieHTiB); 4) aTMochepHa
0JIM3BKICTD (3HAYHOI0 MIipOIO ITOB’A3aHA 3 eMOI[IMHUMY YHHHUKAMU, BiHoOpaKaeThCA y QU3aiHI caiiTy Marasumy,
COIIMEpPEXK, IHTeP epy Ta eKCcTep epy MPUMIIeHb (Pi3UUHUX MarasduHiB, KOHIIEIIIIil OCBITJIEHHSA 1 03By UyBaHHA Mara-
3UHY; aTMoc(epa MoKe BapiloBaTH Bifl 0XAMHOI0 MiHIMAJTI3MY 10 KPEATUBHUX JIOKAITIH, Ha KIITTAJIT AU3aHHEPChKUX
marasuHiB «CiIbIIo»); 5) acopTuMeHTHA 6JIM3bKICTD (BIAIIOBIAHICTS ACOPTUMEHTY KOHIIEITITIT MarasuHy, a, Bifio-
BIHO, 1 2KUTTEBIH cUTyAallil 3MiMCHEeHHA ITOKYIKI; MOKJIUBICTh KYITUTH HEOOXITHUI HA0ip TOBAPIB Y KOHKPETHOMY
pureiiyiepi); 6) cepBicHa 6JIM3bKICTh (HAABHICTH JOCTABKHY 1 OTLJIATH 3PYYHUMM JIJIA KJIIEHTIB CII0CO0aMU; CTAaHIAPTU
00CJIyrOBYBaHHSA AJIsI KOHTAKTHOTO ITEPCOHAJTY, BMEHIIIEHHA MiHJIMBOCTI PUTEMI-TIOCIIYTH, MiHIMI3aIlif JIFOCHKOTO
YMHHUKA, MAKCUMI3aIliA caMo00CIyroByBaHH:A); 7) I[iHOBAa OGJIM3BKICTH (I[IHOBA MOJIITUKA pUTeijiepa MOBUHHA
0a3yBaTHCh Ha 3araJIbHIN KOHIIEIIIil Ta BiIOBIAaTH [[IHHICHUM XapaKTePUCTUKAM MapKETUHIOBOI ITPOIIO3HILiT;
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HAIIPUKJIAM, CIIBBIIHOIIEHHA NIPUAHATHI IIiHK / BUCOKA AKICTh, HU3BKI I[IHY / HAJIe/KHA AKICTh, BUCOKI ITiHI /
VHIKaJIBHUUN aCOPTUMEHT / TIPeMiyM SKiCThb TOII0).

OMHIKaHAIBHICTD AK €JIeMeHT CUJIBbHOI 6i3Hec-MofesIi puTeilyiepa mmependadae MyJIbTUKAHAIBHICTD (caiT
IHTepHeT-MarasuHy; CoOIMepeKi pureilyiepa i Marasunu y eiicOyk Ta lucrarpam, AKINO €; J0IATOK Marasumy;
(izmuni MarasuHu Mepeski (IHCTOP) 1 cTOpiHKA MarasyuHy Ha MapKeTIUlelicax 3a YMOBU 11 HAABHOCTI) «ILJTIOC»
CUHXPOHI3AIIi0 I10 yciX KaHajiax. Ha puc. 2 mpejcraBiieHa pisHUIA MK 3BUYANTHOI0 MYJIBTUKAHAJIBHICTIO T OM-
HIKaHAaJILHICTIO.

MynbTuKaHadbHICTE IIepeadadae HAABHICTD 0araThboX BapiaTMBHUX KaHAJIIB Ompomay: caiit Inrepuer-
MarasuHy, COIIMepeski puTeiijepa, qOJaTOK puTeijiepa, MapKeTIUieticu, isuunnii Mmarasuu (iHCTOP) TOIIIO.
I 11e gysxe mobpe. AJte myiA HAJIEKHOI TIAJIBLHOCTI TOPTOBEJILHOI Meperki HeoOXiTHO CMHXPOHI3yBaTh Po0OTy yCix
KaHAJIIB TAKUM YMHOM, 11100, He 3aJIeJKHO BiJl TOTO, Yepes AKUI KaHaJ KYITy€e KJTIEHT, BCi TaH1 PO MOro MOKYIKU
BijoOpaskarch y ocobrucToMy KabiHeTi.

Harnpuritan, oquH pas KJTieHT KyTIUB yepes CaiT, ApyTHil uepes COIMEpEeKy pUTeiyiepa, a TpeTii pas y (isiaHoMYy
MarasuHi. 3a YMOBU CMHXPOHI3aIlil BCI ITi ITOKYITKY BiI00pAKaTUMYThCA Y HOr0 0co0MCTOMY KabiHeT, 1y puTeiiiepa
€ MOKJIMBICTh KOMILJIEKCHO 0AUUTH «KyITiBEJIBHUI ITOPTPET» KOHKPETHOTO CIIOKUBaYa. TakuM YIMHOM TIePCOHAJIBHI
IIPOTIO3UITil 6a3yBaTUMYTHCA HA ITOBHIM KAPTHUHI ITOKYIIOK 1 Oy/IyThb OiIbI TouHuME it epexTuBHIME. CaMe 11e 3a6e3-
euyeThCs OMHIKaHAJIBHICTIO, 0 ITepeadavae MyJIbTUKAHAIBHICTD «TLTI0C» CHHXPOHI3AIIiI0 JaHUX 10 yCiX KaHaIaxX.

I omHiKaHaIbHICTD, 1 MEepPCcOHATI3AIlIA, 1 po60TAa CyUaCHOr0 pUTeijiepa HEMOKINBA 03 aBTOMAaTu3allil BCiX
mporiecis. e e HACTYITHOIO CKITAIOBOIO CHJIBHOI Gi3HEec-MofIesIi puTeiiiepa. ABTOMATH30BaHI CUCTEMU, BKITIOUAI0UHN
€JIEeMEeHTHU WITYYHOTO 1HTEJIEKTYy, 3a0e3MeUyTh HAJIEXKHY OPTaHi3allilo BCiX IIPOIIECiB B TOPTOBEJIHHIN MepeKi:
JIOTiCTUKY, pOOOTY CKJIaIiB, YIPABIIIHCHKI IIPOIECH, MapKETUHIOBI mpoiecu Tomfo. OcobiiniBe 3HAUEHHA Mae
cucrema «customer relationship management» (CRM), sika, Ha 0CHOBI JaHUX 0 KOMKHOMY KJIIEHTY, TOITOMATrae
(opmyBaT; IpuBa6INUBI ITEPCOHAIIBHI TPOTO3UIIil, KAHAJIM TOBITOMJIEHD Ta TUII IIOBIJOMJIEHD, & TAKOK aHAJII3Y-
BaTH iX e(pexTuBHicTh. Taka crcTeMa yacTo MOKe iIHTETpyBaTUCh B cucTeMy «enterprise resource planning». Kpim
aBTOMATHU3AIlil, 3pOCTaE POJIb 3aCTOCYBaHHA ejieMeHTiB Iryunoro inresexry (IIII), sk y 36opi Ta dopmyBanHi
maHux, tak i B meneryBanui 11 ¢pyHKITi# oHTafH-yaTy 31 CIIOKHUBAYAMU.

ImnoBairii y Bcix mporjecax — HACTYIIHA CKJIaI0Ba CHJILHOI Oi3Hec-MO[esli — IoB’A3aHa 1 3 aBTOMAaTU3AIIII0
ta enxemenTamu 1111, 1 3 BUKOPUCTAHHAM TEXHOJIOTiH JOIIOBHEHOI pPeaIbHOCTI, 1[0 J03BOJIAIOTL IHTErpyBaTH
IepeBary OHJAWH-PUTEHIy B IHCTOP-PUTEHJI, 1 HABIIAKH, 13 3aCTOCYBAHHAM TEXHOJIOTH HEUPOMAaPKETUHTY 1A
onTuMizarnii MapKeTHHIOBUX KOMYHIKAIil, MepUaHAAU3WHTY OYHOr0 MarasuHy Ta cauTy Tomno. IHHoBaIlii cTo-
CYIOThCH JIOTICTUYHUX 1 MEHEKEPCHKUX IIPOLIECIB Y PUTEHIEPl, MAPKETHHIOBHUX Ta 1HIITUX TeXHOJOriH. Baxiuse
3HAUEHHA Mae 3aCTOCYBAaHHA 1HHOBAIill B PUTENJI-CEPBici, 30KpeMa HigBUIIeHHA ONEePATUBHOCTI 1 3pyYHOCTL
TIOKYTIOK, MiHIMi3aIlif JII0ICPKOT0 YUNHHUKA Ta 30LJIBIIEHHA YaCTKU CaMO0OCIyTOByBaHHA.

Ak 1 B Oyap-sAAKoMy Gi3Hecl, eJIeMEeHTOM CUJILHOI 0i3Hec-MofiesIi puTeijiepa € J0TPUMAaHHA KOPIIOPATUBHOIL CO-
iaJbHOI BiAIOBIAAIBHOCTI: Iepe KIIieHTaMu, TapTHePaMu, IIPalliBHUKaMU, IeP:KaBoi0, eKOCHCTEMOI0 — Teper
CycITiIbCTBOM B IijioMy. Lle € 3amopykoio (hopMyBaHHA MO3UTUBHOIO IMIKY Ha PUHKY Ta 301IbIIEHHA KiJIbKOCT1
JIOATBHUX TPYT TPOMAJICHKOCTI.

Buropr, MiH. TpH.
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Puc. 3. Cymu 060poTy yKpaiHCHKUX pUTEHIepiB cTAaHOM Ha ciueHb 2026 p.
Jcepenio: mobymoBaHO aBTOPAMU Ha 0CHOBI JaHUX mKepet [2; 4]

140



ISSN (Online): 3083-7782
Electronic scientific journal "ECONOMIC PARADIGM" Ne 4(108), 2026
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Puc. 4. KisibKicTh TOPrOBEJIBHUX TOYOK YKPATHCHKUX PUTEHJIePiB cTaHoM Ha rpyneHs 2025 p.
Jcepeno: mobymoBaHO aBTOPaMU Ha OCHOBI JaHUX mxeped [2; 4]

Omxe, cyyacHa 0isHec-MOJIesIb puTeiijiepa II0BUHHA 0a3yBaTHCh HA KJII€HTOOPIEHTOBAHOCTI Ta IHHOBAIIAX,
eTUYHUX 3aCcaJiaxX BeleHHA 0i3Hecy Ta BOPOBA/KEHHI HOBITHIX TE€XHOJIOTIH.

s miaTBepIpKeHHA BayKJIMBOCTI 3aCTOCYBAHHA 3a3HAUYEHUX €JIEMEHTIB CUJIbHOI-013HEeC-MO/eJIi B pUTEITi
JIOIITEHO MPOAHAJTIZyBATH CUTYAITII0 y HOITYJIAPHUX TOPTrOBEJIbHUX Meperkax Yipainu. Jjia anaisy 6ysio o6paro
pureiiiepu i3 HAHOUTBIIMMU 06CATAME TOXOIB cTaHOM Ha ciueHb 2026 p. Takok 111 06’ €KTUBHOCTI TOPIBHAHHSA
0yJ10 Bpax0BaHO KiJIBKICTb TOPrOBUX TOUOK KOKHOI MepesKi craHoM Ha rpyaeHs 2025 p. (puc. 3, 4) [2; 4].

ITpoanastizyemo o6paHi puTeiijiepu 1010 3aCTOCYBaHHA HUMH €JI€MEHTIB CUJIbHOI 0i3Hec-MomesIi 3a Ha-
npsaMaMu: OJIUSBKICTD [0 KJIi€HTa, IHHOBaI[iMHICTh, KOPIIOPATHUBHA corfiaibHa BignoBigasbHicTh (CSR), oMHi-
KaHAJIbHICTh, IepCcoHaIi3allia Ta apromarusaia (puc. 5 Ta 6). OmiHoBaHHA 6a3yeThCA HA BIAKPUTHUX TAHUX,
rajiy3eBuX JOCJTIPKeHHAX Ta HOPIBHAJIBHOMY aHaJIi31 KOHKYPEHTHUX CTpaTeriii pureiiepis [5; 6; 14]. Bagpaa
OI[IHKA 3iMCHIOBAJIACK 13 TaKOI rpagaliier: 1-3 6aiu (HUSbKU piBeHb), 4—6 (cepenHiii piBeHb), 7—8 (BHCOKMIA
piBens), 9-10 (srinepcykuit piers). Kpurepii omiHoBaHHA 6a3yI0ThCA HA PUHKOBIH YaCTIl, JOCTYITHOCTI MEepPesKi
JIUTA CTIOYKMBAYIB, YUACTI Y IeP:KaBHUX 1HIIIIATUBAX 1 OJIarOMiMHUX aKITiAX, PiBHI AUIKUATAIII3AIIi1 1 BOPOBAKeHH1
CyYaCHUX MapKEeTUHTOBUX 1 UM POBUX TPEH/IIB.

Ha puc. 7 mo xoixHOMY puUTeiiiepy IMPoaeMOHCTPOBAHI CepeqHiil 3BasKeHNI PiBeHb 3aCTOCyBaHHSA €JIEMEHTIB
CHJIBHOI Oi3HEC-MOMesIi Ta cepeIHill BUTOPT HA OOHY TOPTOBEJIbHY TOUKY.

Haoumo BugHO psAMy 3aJ1e3KHICTh MisK JBOMA ITOKA3HUKAMU, 110 CBITUNTH HA KOPUCTH BAXKJIUBOCTI (opMyBaH-
HA CHJILHOI 0i3Hec-MojIeIi po3apiOHNMY TOPTrOBeILHIME MepeskaMu. JlogaTkoBo O0yB po3paxoBaHuil KoedilieHT
KOpeJIALl MizK AKICTI0 6i3Hec-Mopesiell i (PiHaHCOBUMH MOKA3HUKAMU: Horo sHadeHHA piBHe 0,96, 110 cBiqunTh
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Puc. 5. PiBenn 3acTocyBaHHA yKpalHCHKUMU PUTEJIEpAMU eJIEMEHTIB CHJILHOI Gi3Hec-Mofesi (3a HampAMaMn)

141



ISSN (Online): 3083-7782

Ne 4(108), 2026 EnexktpoHHun HaykoBum skxypHan «“EKOHOMIYHA MAPAOUTMA»
s 78
el
7,0 7,0,
e S i e e
ATB Cimenio dopa Novus VARUS

Puc. 6. YzaranwHeHa olfiHka 3acToOCyBaHHA YKPAIHCHKUMH pUTEHIepaMu eJIeMeHTIB CUIbHOI 6i3Hec-MoIesTi
Joceperio: po3pobiieHO aBTOpaMu Ha OCHOBI TaHUX mxeped [5; 6; 14]
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OCepenHsi OliHKA ® CepeiHiii BUTOPT Ha | TOPTOBY TOUKY

Puc. 7. PiBens o1inku 6idHec-Mojiesieli puTeiiepiB Ta cepeaHiil BUTOPT PUTEIJIEPiB HA OTHY TOPTOBEJILHY TOUKY
Jcepenio: po3pobiieHo aBTopaMu HA OCHOBI JaHUX mkeped [2; 4; 5; 6; 12; 14]

mpo cuJibHUI 3B’sA30K. Lle He o3Hauae, 1110 96% moxody BU3HAUYAETHCA PiBHEM 0i3Hec-MOfeJIi, ajie IiATBePIKye
HAABHICTD 3B’ABKY MK piBHEeM 0i3Hec-MO/IeJIi Ta I0X04aMi TOPTOBeJIbHUX MEpPesK.

BucHOBKH Ta MepPCIEKTHBH MOJAJIBIINX JOCIiAKeHb. [liqcyMmyemMo BUKIageHe BUIIIE:

1. CusnibHa 6i3HEC-MO/IeJTb CyUYacHOT0 puTeiijiepa MOBUHHA BKIIOUATHA CUCTEMY HACTYITHUX CKJIAMOBUX: OMHi-
KaHaJIbHICTh, iIHHOBAIT1, 0JIM3BKICTD JI0 KJIIEHTA, ITePCOHAJII3allid, aBTOMATU3AIllA Ta KOPIIOpaTUBHA COIliaJiIbHA
BignosiganbHicTs (KCB).

2. TunoBarrii, KoHIIemiA 6;1u3bKocTi mo Kirienta i KCB e dynmamenToMm, mo 3abesmneuye HaJIEKHY POOOTY
BCBOT'0 MeXaHi3My.

3. OMHIKaHAJILHICTL TA aBTOMATHU3AIlIA B pasy HigBuUInye eeKTUBHICTb ITepcoHarizalii B pureiti. CuH-
XPOHIBaIliA JaHUX MIPO KOXKHOTO CIIO;KUBAYA JO3BOJIAE GLJIBII TOUHO (DOPMYBATHU ITEPCOHATBHI ITPOITO3UITIT, THUII
MOBiIOMJIEHD TA KAaHAIM KOMYHIKAITiil. ABTOMaTH3alliA Ta 3aCTOCYBaHHSA €JIEMEHTIB IITYYHOT0 iIHTEJIEKTY TaAKOMK
3abesneuye BUIINI piBeHb aHAJII3y e(DeKTUBHOCTI KOHKPETHHUX HAIIPAMIB HepCOHAi3aIlil.

4. BaxxIuBicTh 3aCTOCYyBaHHA MEXaHI3My CUJIbHOI Oi3Hec-MofIiesIi puTeiijiepaMu MiITBEPIKYEThCA PO3PaAXYH-
KOM PiBHA OI[IHKU 0i3Hec-MoJeJiell BiIOMUX YKPaTHCBKUX PUTENUJIEPIB Ta cepeqHiM piBHEM IXHiX JOXOMIB, IO
IIEMOHCTPYIOTh IPAMY 3aJIEKHICTb Mi3K piBHEM 0i3HeC-MOAeJTi 1 piBHEM T0X0/Iy KOHKPETHOI TOPTOBEJILHOT MEPEsKi.

IlepcnexTnBaMu MOJANBIINAX JOCJIIIKEHDb € HAIPAMHU yI0CKOHAJIEHHA MeXaHi3My CUJIBLHOI Oi3Hec-MomeJTi
puTeiisiepa B aCIeKTi Bce6iYHOr0 PO3SBUTKY MOMEJI «OHJIANH + oiaii».
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JOJATKOBA IHDOPMAIIA
BHECOK ABTOPIB: Yci aBTopu 3po0uIn BHECOK TTOPiBHY.
DOIHAHCYBAHHS: ABTopu He 0TPUMYBAJIH (PiHAHCYBAHHSA [JIA I[HOTO JOCIIKEeHHS.
3AABA ITPO JOCTYIIHICTB TAHMX: He 3acrocoByeThbes.
KOH®JIIKT ITHTEPECIB: ABTopu 3asdBAAITH IIPO BiACYTHICTb KOH(PIIIKTY iHTEepeciB.
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THE MODERN RETAILER BUSINESS
MODEL AS THE KEY TO SUCCESSFUL
RETAIL MARKETING

Summary. Introduction. Retail marketing is becoming increasingly
important given the competition in the retail market and the need to
meet consumer needs as effectively as possible. The business model,
as a structural mechanism and the philosophy underpinning the retail
business, requires constant improvement in light of market innovations
and changing market conditions in general. For the retail business, it is
important to foster genuine customer loyalty; consequently, the busi-
ness model must be based on the concept of the retailer's comprehen-
sive closeness to the customer, innovation and corporate responsibility.
There is a need to investigate and systematise into a single mechanism
the concept of creating such a business model in retail that would ensure
the most effective interaction with customers and foster genuine loyalty.

Purpose. The aim of the study is to systematise the elements of
a strong business model in retail and to present such a business model
as a unified mechanism.

Materials and methods. The research materials consist of aca-
demic and popular articles on retail marketing and retailers’ business
models, as well as websites dedicated to retail business news.

The research employed methods of generalisation, observation,
systematisation, grouping and visualisation.

Results. The mechanism of a strong retailer’s business model must be
based on the retailer’s comprehensive proximity to the customer, innova-
tion, corporate social responsibility and ethical marketing. Proximity to
the customer must be established across all dimensions: geographical,
temporal, product range, conceptual, service, pricing and atmospher-
ic. Corporate social responsibility entails accountability to customers,
partners, the ecosystem, the state, employees and society as a whole.
Innovations must be implemented in the automation of all retail pro-
cesses and the use of augmented reality technologies. Automation and
elements of artificial intelligence, as part of the ‘ERP-customer loyalty’
system, are designed to ensure the personalisation of the customer ex-
perience, which will enable maximum effectiveness in communications
with customers and foster their loyalty. Furthermore, innovation and
automation must be geared towards ensuring omnichannel capabilities:
the availability of multiple convenient purchasing channels and the syn-
chronisation of data across all channels for each customer. This, in turn,
will also take the level of personalisation in customer interactions to
anew level. Thus, a strong retailer’s business model must include the fol-
lowing components: innovation, a concept of comprehensive customer
proximity, corporate social responsibility and ethical marketing (which
is becoming increasingly important to customers), omnichannel capabil-
ities, the automation of all processes, the implementation of artificial in-
telligence elements, and the personalisation of the customer experience.

The importance of retailers applying a robust business model is
confirmed by an analysis of the rating levels of well-known Ukrainian
retailers’ business models and their average revenue levels, which
demonstrate a direct correlation between the quality of the business
model and the revenue of a specific retail chain.

Key words: retail marketing, retail service, retailer’s business mod-
el, customer proximity concept, omnichannel, personalisation.

145



