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Kagincobka 1.B.

KAHOUOAm eKOHOMIMHUX HAYK, OOYEHNI,

doyenm Kaghedpu ncuxonoeii ma coyianrbHo2o 3a0e3neueHnms,
Jlepoicasnuil ynisepcumem « Kumomupcovra nomimexHixay

PO3I'OPTAHHS BATATOKAHAJIBHOI'O MAPKETHUHI'Y
Y IUPPOBOMY CEPEJOBHUIII

Y cmammi pozenanymo eézaemodito mixic Komnaniero/OpenoomM ma cno’cueauem y CyuacHomy yu@posomy
cepedosuyi Ha 0CHOBE 0a2AMOKAHATLHO20 MAPKEIMUH2Y WIAXOM GUOLTEHHA OCHOGHUX eMANie 1i020 PO36UMKY
ma eusHauenna ix oCHoGHux xapakxmepucmuk. Buznaueno, uio 6 enoxy nanysanus yugposux mexnonozii 6io-
Oysacmuca KapOuHanbHa Mpanchopmayis KoHyenmie MapKemun2080i JianrbHocmi Komnauii/openois, cepeo
AKUX GUOLNAIOMb NOAGY HOBUX CROCO0IE 63a€MO0IT uepe3 onnaiin ma ogaain kananu. Emanu pozeumky oaza-
MOKAHATbHO20 MAPKEMUHZY PO3ZIAHYMO 30 KPUMEPIAMU MAPKEMUH206UX KAHATIE 63AEMO0il, IX iHmezpauii ax
3 OOKy KoMnamnii, max i 3 00Ky cnodcueaua, ma npudnuznux uacosux pamox. Haeeoeno giomimmni pucu mynomu-
KaHAIbHO20, KPOCKAHAIbHO20 MA OMHIKAHAILHOZ0 MAPKEMUH2Y AK NOCIIO06HUX emanié po3eumky 0azamo-
KAHAIbHO20 MAPKEeMUHzy. 3a pe3yibmamamu HpoGeoeHo20 00Ci0NHCEHHA 3aNPONOHOBAHO PO32A0AMU XaAPaAK-
MEPUCMUKY GU3HAYEHUX eMAnié ¢ ACneKmi MmexnHona02ZiYH020 ma eKOCUCMeMH020 dazucy, ma mpancgopmayii
MapKemun2060i OiAIbHOCHI KOMRAHIN Ma WIIAXY CHOMCUGAUA.

Knrouosi cnosa: mapxemune, 63aemo0is, MynbMUKAHAIbHICMb, KPOCKAHALHICMb, OMHIKAHAIbHICID.

DEPLOYMENT OF MULTICHANNEL MARKETING
IN THE DIGITAL ENVIRONMENT

Zhalinska Iryna
Zhytomyr State Polytechnic University

The article has considered the interaction between a company/brand and consumer in the modern digital
environment based on multichannel marketing by identifying the main stages of its development and defining
their main characteristics. It has been determined that in the era of digital technologies, there is a fundamental
transformation of the concepts of companies/brands’ marketing activities, among which is the emergence of new
ways of interaction through online and offline channels. The stages of development of multichannel marketing
have been considered according to the criteria of marketing channels of interaction, their integration by both
the company and the consumer, and approximate time frames. The main distinctive features of multichannel,
cross-channel, and omnichannel marketing as successive stages of development of multichannel marketing have
been provided. According to the study results, it has been proposed to consider the characteristics of the iden-
tified stages in terms of the technological and ecosystem basis for the development of multichannel marketing,
and the transformation of companies/brands’ marketing activities and the consumer journey. The technological
basis reflects the development of the Internet, which enables further development of the interaction environment.
The ecosystem basis reflects the transformation of the environment as a result of technical and technological
means. It has been determined that the transformation of companies’ marketing activities takes place in the fol-
lowing aspects: integration of digital and physical channels into the company’s business model with the construc-
tion of relevant business processes, identification of touchpoints, and mapping a customer journey and contact
chains, using push and pull marketing, formation of a seamless customer experience along with product/brand
promotion. From the consumer’s point of view, the consumer journey is changing from a linear to a looped one,
when previous experience and loyalty become the determining factors for decision-making. From the company’s
perspective, a successful customer journey should include brand advocacy.

Keywords: marketing, interaction, multichannel, cross-channel, omnichannel.

IMocTanoBka npo6aemu. TpuBaii nporecy nud-  METOAU TAKOi B3aEMOJIIT HE OyJIM CTATMMH Ta 3a3Ha-
PpOBi3aIlii CIPUYMHIITH JOBOIIi CYTTEBY 3MiHY B3a€EMO-  Balld 3HAauHUX TpaHcopmamnid. Tak, Ha TOYaTKy
Ii1 MiXK CTTOYKMBaYaMHu Ta KOMIaHiIMI/OpeHiaMu, ika  TTOSIBH ITU(POBUX KaHATIB iX JOIUIBHICTE B MapKe-
y TENepilmHii Jac 3MIHCHIOEThCS Yepe3 He3NMUeHHY THHTOBIH MisITBHOCTI pO3MIAganacs B OCHOBHOMY
KITBKICTh KaHANIB Ta TOUYOK B3a€EMOJiil. XapakTrep Ta 3 TMO3UWI[H 3100yTTS JOJATKOBHUX KOHKYPEHTHHX
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IepeBar, HaTOMICTh JiSUTBHICTh Y OaraToKaHaJIbHOMY
CEpEIOBHIL BU3HAETHCS SIK BUMOTa ChOTOJICHHS, a HE
JOOPOBITBLHII MapKETHHIOBUH BUOip KoMmaHii. Bij-
MOBI/THO, 1€ CYTTEBO 3MIHIOE KOHIIENITYaJIbHI T IX0IN
Ta MPaKTUYHUH IHCTpYMEHTapill cydyacHOI MapKeTHH-
TOBOi JiSUTBHOCTI KOMIaHii/OpeHIiB Ta akTyamizye
JOCHIJKEHHSI B ITAHOMY HaIpsMy.

AHaJi3 ocTaHHIiX JdocaizkeHb 1 myOmikamii.
Bapro 3a3naunTH, 1m0 po3misiy 6araTokaHaJIbHOI B3a-
emoii y nudpoBOMy MPOCTOPi € BIAHOCHO HOBUM
HANPAMOM CyYacHHX HAyKOBHX CTyiit. Foro Teope-
THUKO-METOJIOJIOTIYHI 3acajid BiPI3HAIOTHCS TOCTY-
MOBHM PO3TOPTaHHSM TNPOOIEMaTHKH JOCITIKEHb,
MacmTabaMu OXOIUICHHX NHTaHb, Ta PIBHSAMH Yy3a-
ranpHeHHs. [lepmni gociimkeHHs gaHoi mpobiema-
TUKM TakuX HaykoBliB sk Neslin S.A., Grewal D.,
Leghorn R., Shankar V., Teerling M.L., Thomas J.S.,
Verhoef P.C., Venky S. crocyBanucs OaratokaHaib-
HOT B3a€MOJIT 31 CIIOXKMBAYEM Ta OXOILUTFOBAIIN chepy
puteitny [1; 2].

Hamami  posBuTok  IHTEpHETY  yMOXKIIMBHB
MOJIANIBIITYy THTETPAIlif0 KaHAIIB, IO MPHU3BEIO JIO
HOBOT'O PiBHS B3a€MOJIIT MiX KOMITaHisIMU/OpeH1aMu
Ta CHOKMBAaYaMM Ta TOSIBy TOHSTTS OMHIKaHAJIb-
nocri. Po6oru Verhoef P.C., Kannan P.K., Inman J.J.,
Beck N., Ryg D. npucssiueni I0CHiIKEHHIO PO3BHU-
TKy OaratokaHaJbHOT B3a€EMOJI1, 30Kpema 11 po3rsiy
B cepi pureiiny [3] Ta cripobi xkareropusaii i popm
[4]. Kotler Ph., Kartajaya H., Setiawan . Bu3Haua-
I0Th OMHIKaHaJbHUH MapKETHHI SIK MPAKTUKY iHTe-
rpauii onnaiia ta od¢uaiin KaHamiB [ CTBOPEHHS
0e3nepeOiftHOro Ta TOCIIOBHOTO KJIIEHTCHKOTO
nocBimy [5, ¢. 126]. OmHiKaHAJIBHUN MapKETHHT
MOYMHAE PO3IIISIATHCS SIK HOBHH BHJ] B3a€EMOJIIT MK
KOMIIaHi€10/OpeHI0M Ta CIIOKMBaYaMu B IU(POBOMY
cepenosuii [5].

VY TenepimHild yac okpemi myOmikarii o0rpyHTO-
BYIOTh TOSIBY HACTYMHOI CTalii — METaMapKETHHTY.
3okpema, y mpaisix Ramadan Z., Twitenpkuii €.B.,
Jle6enenxo C.O., Jlumap O.C. po3misigaroTbesi MOXK-
JUBOCTI iHTerpamii KommaHiii/OpeHaiB 3i crokuBa-
yamu B MeTtarnpocropi [6; 7].

3 oy Ha JUHAMIYHICTH Ta TEPMAaHEHTHHH
XapakTep 3MiH y IPaKTHL[l MApKETUHTOBOT AiSTIbHOCTI
KOMITaHIi/OpeH/TiB Tij] BIUIMBOM IHTEHCHBHOTO PO3-
BUTKY I[HTepHeTy Ta mpoueciB mudposizaii, oqHIM
3 OCHOBHHX AacCIIEeKTiB cydacHOl KoHuenuii mudpo-
BOTO MapKETHHTY CTa€ B3a€EMOJIis KOMIIaHii/OpeHIiB
31 CHOXKMBa4aMH y HOBOMY LH(POBOMY cepero-
Bumii. lle 3yMOBIIOE aKTyalbHICTh Yy3arajibHEHH:I
ICHYFOUMX TIAXOMIB Y JOCITIDKSHHSIX OaraToKaHalb-
HOTO MapKETHHTY.

[ocranoBka 3aBaanusi. MeTa crarti momsrae y
BU3HAYCHHI OCHOBHHUX XapaKTEPHCTUK OMHIKaHaJIb-
HOCTI $SIK Cy4acHOTO eTaly B3aeMOJIi MK KOMITaHi€ro/
OpEeH/IOM Ta CIOKMBa4YeM Ha OCHOBI OararokaHaJbHOTO
MapKeTHUHTY HUISIXOM BHIJICHHSI OCHOBHUX €TaIliB HOTo
PO3BHUTKY 1 y3arajibHEHHs iX OCHOBHUX O3HAK.

Bukiaaa ocHOBHOro marepiajsy aociaKeHHs.
MapKeTHHTOBI KaHaJH € OJIHIEI0 3 OCHOBHHUX MapKe-
TUHTOBHX KOHIEMIH [8, c. 53—54]. Tpaaumiitai map-
KETHHTOB1 KaHaJIM BKJIIOYAIOTh KOHKPETHUH HaOip
MapKETHHIOBUX KaHaJliB KOMYHIKaIlii Ta PO3MOALILY,
SKI YTBOPIOIOTH CHUCTEMY MAapKETHHIOBUX KaHAIIB
(mami — CMK) [8, c. 966]. BianoeiaHo, TpaauiiiHa
MapKETHHTOBA JisUIbHICTh TNiependadae GopmyBaHHS
KOMYHIKAI[IHOT MOJITUKK Ta MOJITUKU PO3IOILUTY 3a
pI3HMMHU KaHaJIaMH Ta 4Yepe3 Pi3HUX MOCEPEIHUKIB,
HANpPUKIAJI, 13 3aJy4eHHSIM MOCEPEIHUKIB Y Hernpsi-
MHUX KaHaJlaX po3nofiry. HaroMmicTh y TemepimHii
yac 4epe3 OJJHOTO MOCEPEHUKA MOKYTh IPOXOAUTH
Pi3HI 32 CBOEIO PUPOJIOIO TMIOTOKH — SIK KOMYHIKalli,
Tak 1 posnoxainy. Jlo mpuknamy, BeOCaWT KOMIIaHii/
OpeHJy OIHOYACHO MOXKE 3/IMCHIOBAaTH KOMYHIiKa-
uiitHy ¢yHK1ito (iHGopMyBaHHS ITPO TOBAP, peKIaMa)
Ta (QYHKIIIO po3Moauly (3aMOBJEHHS Ta KYIiBJIs
ToBapy). B enoxy manyBaHHs HU(PPOBUX TEXHOJIOTIN
BiZIOYBAETHCS KapJMHAIbHA TpaHCPOpMAIlisi KOHIIET-
TIB MapKETUHIOBOI JIsJIbHOCTI KOMITaHii/OpeHIiB Ta
3’SIBJISIIOTHCSL. HOBI MAapKETWHIOBI KaHAJIW B3a€MOJIii
KOMITaH1#1/OpeH 1B Ta CIIOKUBAYiB.

B ocraHHBOMY acmekTi pO3pi3HSIOTH TOUKU Ta
KaHall B3aeMOIii. BapTo 3a3HaunTH, 10 I1i TOHATTS
po3BUBaANKCA y Mipy po3BHUTKY [HTEpHETY Ta mudpo-
BUX TEXHOJOTiH. Y TOTOYHIH MPaKTUI[I MapKeTHH-
roBoi JISUIBHOCTI TOYKMA B3a€MOAIl BU3HAYAIOTH K
MICIISI, CITOCOOH Ta CUTYaIlil 3ITKHEHHS MI’K KOHKPET-
HOIO JIIOMMHOIO Ta Oi3HecoMm. Uepe3 TOYKH B3aEMO-
Iii BUOYIIOBYIOTHCS JIAHIIOTH KOHTakTy [9]. Takwmii
HOBHH croci® B3aeMojii CIPUYUHSE CYTTEBI 3MiHH
y MapKeTHHIOBIH isUIbHOCTI KOMIaHid. Y (axosii
JITepaTypi ONEPYHOTh MOHATTSIM OaraTroOKaHaJIbHOTO
MapKETHHTY.

3ayBakuMo, 1110 3arajioM pPO3pi3HSIOThH JIBa IIiJ-
X0 N0 Kiacudikaiii OararokaHaJIbHOTO Mapke-
TUHTY. 32 ONHHUM ITiIXOJOM BHUIUISIOTH MYJIBTHKA-
HaJIbHUW Ta OMHIKaHAJIbHMN MapkeTHHr [2; 5], 3a
HIIIUM POTIOHYETHCS PO3IVISLIATH I1Ie W KPOCKaHaIb-
HUI MapKEeTHHT SIK IPOMIKHUHI MK 3a3HaUeHUMHU [4].
CKOpHUCTAEMOCS OCTaHHIM IIXOIO0M B SIKOCTI 0a30-
BOT Kiacu(ikarii.

Mynsrukanaiabaui Mapketuar (Multichannel Mar-
keting). [Tpubnu3ni wacosi pamku: 2005-2009 poku
[10, c. 76]. Ha 1ipoMy eTarii KoMIaHil TUIBKH [TOYaIH
OCBOIOBaTH [HTEpHET, OCHOBHMM MAapKETHHIOBUM
KaHaJIOM CTaB BeOCaWT, KU MepeBa)KHO BUKOHYBAaB
(GyHKIIT0 KOMYHIKaIiT 31 CIIO)KMBaYaMu, MPOTE 1CHY-
BaJIa MOXKJIMBICTh O(OPMIICHHSI 3aMOBJICHHSI TOBapy.
®@akTuyHO [HTEpPHET pOo3MIAaBcs SK J10AATKOBHUM
MapKETHHTOBHH KaHAIl JI0 BXKE ICHYIOUHX, KU (op-
MYBaB IICBHI KOHKYPEHTHI IepeBart.

Touku B3aemoii 31 crioykuBauem Oyl 0OMEKeEH,
OCKIJIbKH CITOCOOHM B3a€EMOJIii B OCHOBHOMY Bij0OyBa-
JUCS B MEXKax Mac MapkeTy (oguH 10 6araThox) abo
NPOIITOBXYIOWOro MapketuHry (push-marketing),
a camMe: Bij OpeHjay 10 CIIOXKKMBaya, BiJl CIIOKHMBaya
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10 croxuBada (06e3 MapKeTWHTOBHX TpaH3aKIii) i
no Openma (word of mouth) y ¢isuunomy cepen-
opumi. Lnax crnoxuBada po3misaaBcs SK JTiHIHHUHA
Ta MaB 3aKiHYyBaTHCS] MAPKETUHTOBOIO TPAH3AKLIETO.
B MapkeTHHIOBIl AisUTEHOCTI MEPEeBaYKAE KOHIICTIIIIS
BOPOHKHM TIpoJaxiB. Buau kaHamiB, 1o 3acToCOBY-
IOThCSI KOMIIaHI€10, BU3HAYAIOTHCA €TalaMy LUISXY
croxkuBada [1, c. 97]. OgHOYacHO MoYaau PO3BUBA-
THUCS TIepIin Oi3Hec-Moeni u(pPOBOro cepeIoBUIIa.

Iarerpamis 3 OOKy KoMmaHii crocyBajacs B
OCHOBHOMY pPO3pOOKH BEOCAWTIB Ta BIAMOBITHOTO
MPOrpaMHOTr0O 3a0e3Me4eHHs, sKi, NpoTe, He Oyiu
IHTErpOBaHi 3 IHIIMMH CHCTEMaMH IiIIMPUEMCTBA.
B ninomy eneMeHTH MapKeTHHTY HE Y3TOKYBallUCS
B mu(dpoBux Ta (izuuHuX KaHamax. CrioxuBad OyB
0oOMeKeHUH nocTyrnoM a0 I[HTepHeTy, mpore icHy-
Bajla MOJKJIMBICTh TOPIBHSIHHS IiH Ha BeOCalTi Ta
y ¢ismanomy marasuHi. OCHOBHUI iHTEepec 3 OOKy
CTIOXKMBa4ya Mir OyTH 3yMOBJICHHH E€KCKIIO3UBHICTIO
MPOIYKTYy ab0 KWOro HEAOCTYMHICTIO Y (i3UdIHOMY
MarasuHi.

Kpockananeuuii mapketunr (Crosschannel Mar-
keting). [Tpn6au3ni yacosi pamku: 2010-2014 poku
[10, c. 76]. BinbIIicTh TOCITIIHUKIB OB’ I3yFOTh KPOC-
KaHAJIbHUH MapKETUHT 3 MOSBOO COLIAIbHUX MEPEXK.
Bebcaiitn kommaHii MOYMHAIOTH BHKOPHCTOBYBATH
nomrykoBy onrtumizanito (SEO). Ilpu misomy Bee 111e
nepeBakae KoMyHiKkamiiiHa (QyHKLis, TpOTe OHJIANH
(GYHKIIT pO3IIMPIOIOTHCS Ta 3 SIBISIETHCS] MOXKITUBICTD
3OiICHEHHS MAapKETHHTOBHX TpaH3akmid. Takoxk
3pOCTa€e KOHKYPEHIIiS MK KOMITaHisIMH, IO MPaIio-
I0Th B OHJIAHH MTPOCTOPI, Ta MiX QI3UUYHIUMHU Ta HUP-
POBHMMH KaHaJlaMH OJHi€1 KOMIIaHii, 10 MPU3BOAUTD
JIO TIOHATTSA «KaH10aji3M KaHajiB». Touku B3aeMonil
31 CHOKMBAaueM 3HAYHO PO3LIMPIOIOTHCS, OCKITBKH
3’SBIISIETHCS. MOYJIMBICTh B3a€MOJIIT uepe3 CollialibHi
MEpexi.

[MepeBaxkHUMU criocOOaMu B3a€MOJIIT 31 CIIOXKHUBA-
yaMu €: BiJg OpeHAy J0 CHOXXWBaya, BiJl CHOKHBada
1o OpeHpia, BiJl CIoKUBava 70 crokuBava (6e3 TpaH-
3akiii) i qo Openna (word of mouth) y dizuunomy
1 TUPPOBOMY CEpeOBHILI. 3’ SIBISETHCS MOXKIUBICTD
TapreTyBaHHs CIHOXXHBa4yiB Ta 3acTtocyBaHHs pull
MapKETHHTY (BUTATYIO4OT0 MapkeTuHry). Lnsx cro-
KMBayua 3aJIMIIAETHCS JTIHITHAM.

Crpaterii xommnaHii po3poOJsIOTbCS IS yIpaB-
JMiHHA KO)KHUM KaHAJIOM OKpeMO 0e3 3arajibHOro
y3TO/KeHHs. Po3mmpenHs onnaifH GyHKIiH Bumarae
IHTerpalifHuX NpoleciB BcepennHi KoMMIaHii, BiI0y-
BaeTbesl BpoBakeHHss CRM cucteM B KOMMaHisX.
[Ipu uboMy MOXKIMBOCTEH MEpEeXoAy CIIOKHBada 3
(i3MYHIX MapKETUHIOBUX KaHaJIB B OHJIAH MPOCTIp
1 HaBMaku He icHye. [IpoTre BUHMKaE iHTErparist pi3-
HUX IH(POBUX KaHAMIB, SIKi BAKOPUCTOBYIOTHCS] KOM-
naHi€lo/0OpeHIoM, B TOMY YHCII i TOPU30HTAIBHUX
MapKETHHTOBHUX KaHaTiB (MK TApTHEPaMH).

B wmeii mepioa BimOyBaeThCsl 3apOKEHHS OCHO-
BHUX NaTEpHIB MOBEIIHKN CIIOKMBAYiB K BapiaHTIB

nepexoay Mk (i3MIHUMHE Ta HUPPOBUMH KaHAIAMH,
a caMe: BeOpyMIHT Ta MOypiMiHT [5].

OwmmnikananpHuii  mapketunr  (Omnichannel
Marketing). BaxxiuBo 3a3HaunTH, IO OMHIKaHaJb-
HUM MapKeTHHI 4YacTo PO3MISAAETHCS SIK ifealbHa
MaiOyTHS Mopenb iHTerpamii oHjaiH Ta oduaiin
KaHaJiB y MAapKeTHHTOBIM MisTIBHOCTI, OCKIJIBKH
nependavyae CyTTEBI 3MIHU Y JiSUIBHOCTI KOMITa-
Hill, IPOTE AOCATTH LBOIO OJHOYACHO HAa MPAKTHII
HEMOXJIMBO (1HOII IIOTO W HE BUMAraerbcs). Tomy
OMHIKaHaJIbHUN MapKEeTHHT MOXe OyTH Tpe/cTaBlie-
HUH 1 sIK 1JleajibHa MOJIENb IHTErpallii, i K MOTOYHa
MPAKTHUKA JiSUTbHOCTI KOMITaHii/OpeH IiB.

Slk Mopmenb iHTerparii KaHaJTiB OMHIKaHAJIb-
HUH MapKeTHHI BUHUK npubmu3Ho y 2010-x pokax,
Ta 1OYaB  AKTHBHO  BUKOPHUCTOBYBaTuCs 3
2014-2015 pokis [10, c. 79], xonu 3’ sIBUIKCS TIEpPIIi
KOHIETITYaIbHI MOJIEJIi OMHIKaHAJIbHOTO MAPKETUHTY
[4]. Sk110 TOBOPUTH MPO MPAKTUKY 3aCTOCYBAHHS, TO
Oe3mocepeaHs IMIJIEeMEHTallisi OMHIKaHaJIbHOTO Map-
KEeTHHTY Ta pi3HOMaHITHICTb BapiaHTiB iHTerpamii
KaHaJliB BUHUKA€E y 3B’SI3Ky 3 HEOOXiTHICTIO KapIu-
HaJILHOI 3MIHM B3a€MO/IIT KOMIIAHIH 31 CIIO)KUBaYaMU
mig gac nmangaemii Covid-19 [5].

BinbuicTs 1OCHiAHNKIB OB’ A3YIOTH MOSIBY OMHi-
KaHAJIbHOTO MapKETHHTY Y 3B’S3KY 3 IIMPOKHM PO3-
MOBCIOIDKCHHSIM MOOUIBHUX TPHUCTPOIB, SIKI CTAIOTh
HOBHM MapKeTHHToBUM KaHayioM [3; 10]. Ockinbku
TOYKH B3a€MOIi O1TbIIIe HE «IIPUB’S3aH1» BUKIIOYHO
JI0 MapKeTHHTOBUX KaHAJIB KOMIIaHii/OpeHay, Ta
JIO NUISAXY CIIOKHMBada, 1 B3aeMOJIis BiJIOyBa€eThCs Ha
npuHimnax WWW, To0To B3aeMofisi CIOKUBava
3 OpeHzOM MOXe BinOyTucsi Oynb-zie, Oynb-KOMHM i
B Oynb-siKMd CIoci0, Ha TEpIIMH TUTAH BUXOJUTH
MUTaHHS 1HTerpalii OHIaifH Ta ouaiiH KaHaiB.

BinOyBaeTbest B3aeMogiisi y HOBOMY MaKCHMAJIBHO
IHTETPOBAaHOMY COIIaJIbHOMY CEPEIOBHILI, 110 CKJIa-
JIA€THCSI 3 TEXHOJIOTTYHOTO Ta €KOCHCTEMHOTO OJIOKiB
(sB7sie coOO10 iHTErpoBaHy IIATPOPMY), A€ YMOK-
JIUBJICHO Maibke BCl MapKeTHHTOBI TpaH3akiii [6].
Crioco6iB B3aemomii BUHHKAE Oe3Iiv, 0 MpUKIaLy
YMOKJIMBIIIOETHCSI B3aEMOJIISI B MEXKaX TPUKYTHHUKA
CrnoxuBau—/{uctpulOytop—Kommanist/bpena. DyHk-
il KaHaJiB MaKCUMallbHO PO3LIMPIOIOTHCS, HATpH-
KJIaJl, CII0KMBad MOXKE TIEPEBIPUTH HASIBHICTH 3aMOB-
JICHOTO TIPOAYKTY Ha ckianai. BinOyBaeTbcs moBHA
(y BUDamKy OKpeMHUX TMOCIYr Ta LOUPPOBHX MPO-
IyKTiB) abo Maiibke ToBHa iHTerpamis (ans ¢izuy-
HUX MPOAYKTIB) YHKIIN KaHaiB, KOJH Yepe3 OJUH
KaHaJl peaslizyroThCsl BCi TpaauliiiHi QpyHKIii — KoMy-
HiKalliifHa, pO3MOIiibYa Ta CEPBICHA 3 MOXIIUBICTIO
3MIHCHEHHS BIiJNIOBITHUX MapKETUHTOBHX TpaH3aK-
uiit. Cepen OCHOBHUX HACHIJKIB Takoi TpaHc(opMma-
1ii MoxxeMo 3a3HaunTH Taki: (1) as kommnaHii/OpeH-
JIiB CTa€ akTyaJlbHUM BU3HAUCHHS TOUOK B3a€MOJIT 31
CHOKMBa4YeM Ta MoOy/10Ba JAHIIOXKKIB IEPEXOLy CIIO-
JKUBaya MK IMQPOBUMH Ta (PI3UUHUMHU KaHAJIAMHU,
(2) mocrae muTaHHS B3a€MOJIi MK BXKE MOOYyIOBa-
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HUMH AUCTPpUOYHIMHUMH KaHalamH (B OLIBIIOCTI
BUMAJIKIB 1I€ CTOCYETHCS BEPTUKAIBHUX MapKETHH-
roBux kaHaiie, e 70-80% kommaHiii MpaIoOKTh 3
puteitnepamu [8, c. 995]) Ta B3aemojiero OpeHna 3i
CHIOKMBaYaMu Y TM(POBOMY CepeaOBHILII.

Touok B3aeMoil 31 CIIOKMBAYEM CTa€ HE3JIIYEHHA
KIUIBKICTh Ta 1X TTOBHE OXOIUICHHS KOMIIaHIEH/OpeH-
JIOM cTa€ (PaKTUYHO HEMOXKIUBUM [3], ToMy mepe-
XOIATh 10 MapuipyTusamii (abo moOymoBH creHa-
pito) nursixy crnoxuBada. TOUKH B3a€MOJii MOXKYTb
YTBOPIOBATUCS SIK B TPAJULIHHUX, TaK 1 B U(PPOBUX
KaHajax 4epe3 CollialbHI MEPExKi, 3aCTOCYHKH TOIIIO,
Ta MOXYTh CTBOPIOBATHCS KOMITaHIsIMU/OpeHIaMH
JI0/IaTKOBO JI0 BXKE€ ICHYIOUHX.

[onmiTuka momo iHTerpamii KaHalliB po3poOis-
€TBCSl TOMEPEAHBO Ta Mae€ Ha MeETi JOCSTHEHHS
CHHEPreTUYHOro e(eKTy Ta MiHIMi3allil0 KOHKypeH-
1ii Mk KaHasamMu. BUHUKae KOHKypEeHIIis MiX KaHa-
JIaMH Pi3HUX OpEeHIIB Yepe3 JIETKICTh MEePEXOAy Mik
KaHaJIaMH, 110 3yMOBIIOETHCS MEPEKEBOIO CTPYKTY-
PO¥O B3aEMOIII.

Crniocobu B3aeMofii 31 criokuBadeM HaJ 3BHUYAHO
YCKIIaHIOIOThCSL  Yepe3 HEMOXKIIMBICTh KOHTPOJIIO
Mepexo/ly CIOXKMBaya BiJl OAHOTO KaHAITy 0 iHIIOTO
[3]. BiamoBiguo ¢opmyeThcs IepcoHaNi30BaHUN Map-
keTuHr (one-to-one marketing), o aa€e 3MOry CTBO-
pIOBaTH MEPCOHATI30BaHMI IOCBIJ] Ta BpaxyBaTu yHi-
KaJbHICTh JJOCBily KO)KHOTO CIIOXKHMBaya (HANPHKIA/,
SKHM caMe KaHajaM HaJae IepeBary CIIOKHBay).
B npaxTuii MapKeTHHIOBOT JIiSUTBHOCTI 3aCTOCOBYIOTh
SIK BUILTOBXYIOUHH, TaK 1 BUTATYIOUMH MiIXOAH.

Bracninok toro, mo inTerpariis ¢izugHuX i nud-
POBHX KaHAaJIIB CTOCYETHCS HE TIJIbKH BEPTHKAIBHUX
MapKETHHTOBUX KaHajiB, aje W TOPU30HTAJIbHHX,
BCSl TiSTTBHICTH KOMITAHIT cTae MEBHUM YHHOM TPO30-
POIO ISl CTIOKMBava (HAMPHKIIAJ, JIETKO MEPEeBIpUTH
MOCTAYaIbHUKIB Ta 1HIIMX MapTHEPiB KOMIaHii, Mpo-
30picTh ii KOPIIOpPATUBHOI MOJITHKH Ta 3asBICHUX
LIHHOCTEH TOIIO).

InTerpariss kaHasliB B3aeMOJIl 31 CIIOKUBaYEM
nepeadavyae iHTETpaLio 3 IHIIMMHU BaKIMBUMH KOM-

MMOHEHTaMU B Oi3Hec-Mozensix kommnaHii. Jleski mud-
pOBi Oi3HEC-MO/IEITi BKIIFOYAKOTh CIIOYKUBAYa Yy BIIACHI
0i3Hec-npouecu. BinOyBaeThcsi po3ropTaHHs OMHIKa-
HAJIBHOTO MapKETHHTY JI0 BCIX BUJIB JISUTBHOCTI SIK
y PO3pi3i BUAIB €KOHOMIYHOI AIsUTLHOCTI (rayy3er),
BuaiB 0OizHecy (B2B), Tak i comianbHOi B3aemomii
(C2C, B2G, C2G) [3].

[Mpobnemaruka iHTerpauii kaHaiiB crae Oarato-
ACTIEKTHOIO Ta BIUIMBAE HA BHYTPIIIHE CEPEIOBHIIC
KommaHii. Sk mpaBwio, mpu iHTerpamii KaHamiB
migHiMaroThesl UTaHHs (1) TEXHIYHOT MiATPUMKH,
(2) MeHemKMEHTY KaHaliB Ta (3) MEHEPKMEHTY KOM-
nanii. /1o mpuknamy, B nepuioMy acreKTi po3misaaloThCst
iHTerposani I'T cucteMu Ha MiANIPUEMCTBI (O IPUKIIATY,
irerpanist ERP Ta CRM); B npyromy acnekTi — crpare-
Tis KaHaJiB, BUOIp KaHANIB, y3TOIKEHHS TTOJMITHKA MiX
KaHaJlaMH, Ta B TPETbOMY — IiepeOy/ioBa 3arajioM 0i3-
HEC-TIPOLIECiB KOMITaHil, B TOMY YHCIIi OpraHi3aliiHoi
CTPYKTYpH, YIPABIIiHHS TIEPCOHAIIOM, OpPTaHi3aIliiftHO1
KyJBTYpH, TOILIO.

OueBUHIMH CTalOTh 3MiHHM Y HUIIXY CIOXHBA4a,
SKUH 3 IHIIHOTO MePETBOPIOETHCS HA 3aMKHY THH, KO
BU3HAYAJIGHUMH (DAKTOPaMH JUISl YXBAJICHHS PiILICHHS
CTalOTh TOTICPE/IHIN JTOCBI Ta JOSUIBHICTD. YCIIIITHHUN
IUIAX CHOKMBaYa 3 TIOISAY KOMITaHii HOBUHEH Tepe-
0adary aJIBOKaIliF0 OpeH/Iy CIIOKUBaueM [5].

[IpoTe TOMOBHOI BiIMIHHICTIO OMHIKaHAJIHHOTO
MapKeTHHTY BHM3HAYAIOTh CTBOPEHHS OE3IIOBHOTO
(Oe3noraHHOT0) KIIEHTCHKOTO JIOCBiAY (seamless
customer experience), OCKiJIbKM BH3Ha4YaJIbHUM (ak-
TOPOM TPHU yXBaJCHHI PIIICHHS CTa€ MOMEPEIHIN
mocsin crokuBaua [3; 5; 10]. Imimiamis B3aemo-
Iii 3 KOMIaHi€w/0peHI0M B OCHOBHOMY HaJleKUTh
CIIOKHBAYEBI.

Pesynbrati mpoOBEOEHOTO JOCHIIKEHHS JAI0Th
3MOTY BUAUIUTH 0a3uC PO3BUTKY OaraTokaHaJbHOTO
MapkeTuHry (puc. 1).

[HIIMM BaKJTMBUM acIeKTOM Yy PO3IVISIII PO3BU-
TKy 0ararokaHaJbHOTO MAapKeTHHTY € TpaHc(opma-
IisT MapKETUHTOBOI JisTIbHOCTI KOMIIaHii/OpeHy Ta
3MiHa OUISIXY cIoKuBava (Tadm. 1).

Tabmums 1
ETanu po3BUTKY 06araTokaHaJbHOT0 MAPKETHHTY 3 MONISAAY KOMIAHIi/OpeHay Ta cno:kuBavya
MyarTuicanats, Hui KpockananbHuii MapKeTHHT OMHiKaHATBHUH MAPKETHHT
MAapPKeTHHT
Mornsg komMnanii/openay
Tpanuuiiina CMK Tta Tpanuuiiina CMK Ta Bukopucranust | [arerpauis undposux ta GpisndHNX KaHaTIB

BHUKOPUCTAHHS OKPEMHUX
nuppoBUX KaHAJIB 0e3
Y3TOIKEHO] cTpaTerii
3acrocyBanHs push
MapKeTHHTY
[TpocyBaHHS NPOAYKTY
KOMIIaHi1/OpeHIy

JIEKUTBKOX HU(POBHUX KaHAIIB
MapKETHHIOBOT MO THKH

MapKeTHUHTY

Openny

3 Y3TOJKEHHSIM OKPEMHUX €JIEMEHTIB
3acrocyBanHs push Ta yactkoBo pull

[IpocyBaHHS MPOAYKTY KOMITaHii/

y Gi3Hec-Moielb KoMnaHii 3 o0y 0BOI0
BiMOBiTHIX Oi3HEC-TIPOIIECiB

BusnaueHHs TO9OK B3aeMogii Ta mobymoBa
CIICHAPITB NUISIXY CIIOKUBAYA 1 JIAHIIOTI'1B KOHTAKTY
3actocyBanns push ta pull MmapkeTuHry
®dopmyBaHHS 0€3I0TAaHHOTO KIIEHTCHKOTO TOCBITY
TOPSIL 3 TPOCYBAHHIM MTPOIYKTY KOMITaHi1/OpeH Iy

Ilornsia cmo:kuBaua

KIHIIEBA META B3a€MOIIT

JIiHIHHUH IUTAX TOKYTKXA Ta MAPKETHHIOBA TPAH3AKIIis 5K

3aMKHYTHI IIISIX CIIOKHBa4a (110 KOIIY)
AnBokaris OpeH/Ty K KiHIleBa MeTa B3aEMOIii

Licepeno: pospobra asmopa
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Texnonoziunuii 6azuc

(po3sumox Inmepremy, o YMOACIUBTIOE NOOANLULUL POZBUMOK cepedosuyd 83aemodii)

BeOcaiitu

[TonrykoBa onrumizartis
BeOCaiTiB
CorrianpHi Mepexi

Mo0GinbHiI TpUCTPOi Ta
BiJIIOBiTHI TpOTpamMHi
MIPOAYKTH
JlonoBHeHa, BipTyanbHa,
3Minrana peaabHICTh
HITydHUH IHTEIEKT

-

FExocucmemnuii 6asuc

<~

(nepemeopentisi cepedosua GHACTIOOK Oii MEXHIYHUX MaA MEXHON02TYHUX 34c0018)

IosiBa nm¢ppoBUX KaHAITIB,
nudepenmiaris TudpoBuX i
(hi3nyHUX KaHATIB

301IpIIeHAS KiJTBKOCTI
M pOBUX KaHAIiB, YACTKOBE
MTOEHAHHS U(POBUX 1
(hi3MYHIX KaHATIB

HesniuenHa KijabKiCTh
KaHaiB 1 TOYOK B3aEMO/IIT,
IHTETpaIlist OHJIaH i odIraifx
KaHAIIB y HAIPAMY
IMEpCHUBHOTO CEepeIOBHIIA

~ -

~

~ -

MynbTHKaHaNbHAN
MAapKETUHT

Kpockananbauit
MapKEeTHUHT

OMHIKaHaJIbHUN
MapKEeTHHT

Puc. 1. TexHosioriuamnii Ta eKoCHCTeMHHI 6a3Mc PO3BUTKY 0araroKaHaJbLHOI0 MAPKETHHTY

Hoicepeno: pospobka asmopa

BucHOBKM 3 mpOBEIEHOr0 JOCIiTKeHHS.
[IBuAKi 3MiHM PUHKOBOTO CEpeIOBUIIA, CIPUYNHEH]
nporecaMu nugpoBizamii Ta po3BUTKOM I[HTEpHETY,
CYTTEBO BIUIMBAIOTh HAa MapKETHHIOBY MisUTbHICTh
KOMIIaHi{, B TOMY YHCJIi B aCTeKTi B3a€EMOJIii KoMTIa-
Hii/OpeHay Ta cnokuBaviB. HeoOXiaHICTh 1HTErpallii
OHJIAlH Ta oQuaiiH KaHaJiB y BINMOBIIHUN CHOCIO
MPU3BIB 70 TOSBU 0araroKaHaJIbHOTO MapKETHHTY,
y PO3BUTKY SIKOTO MOYXHAa BWJIIJIUTH TaKi OCHOBHI

eranu: OaraToKaHAJbHUH, KPOCKaHAIBHUNA Ta OMHI-
KaHaIbHUI MapKeTHHT. X XapaKTepuCTHKy JO0IiTHHO
pO3MIIAAATH B ACIMEKTi TEXHOJIOTIYHOTO Ta EKOCHC-
TEeMHOTO 0a3nCy PO3BUTKY OaraTrokaHaJIbHOTO MapKe-
THHTY, Ta TpaHcPOopMallii MApKEeTUHTOBOI JTisTTHHOCTI
KOMIIaHi1/OpeH IiB Ta MIISAXY CHOKHBAYA.
[lepcriekTnBr MaitOyTHIX JOCHIKEHD TOJIATATH-
MyTh y BH3HaYeHHI 0COOIMBOCTEH OaraTokaHaIbHOT
B32€MOJIiT y Pi3HUX BUJAX €KOHOMIYHOI HisTBHOCTI.
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