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OMHIKAHANIbHI KOMYHIKAUIT NIAMNPUEMCTBA, AK LLNAX
dOPMYBAHHSA CMOXUBYOI TOANBHOCTI

Cmamms npucesuena 00Ci0NHCeHHIO POIL OMHIKAHATbHUX KOMYHIKAYIU Y (POPMYSAHHI CNONMCUBYOT TIOAILHOCTII 8 YMO-
sax yugposoi mparcpopmayii 6iznecy. Ilpoananizoeano egonoyilo KAHalie MAPKEMUH2OBUX KOMYHIKAYIU 810 0OHOKA-
HAIbHOI 00 OMHIKAHANBHOL MOOeNE 83a€MOOIT 3 Klienmamu. Busnaueno knowosi 8ilOMIHHOCMI MIdC MYTbMUKAHATLHUM Ma
OMHIKAHATLHUM NIOX00AMU Y KOHMEKCMI CMEOPeHHs 6eCU08H020 KIIEHMCbK020 00C8idy. Po321AHYmMo 0CHO8HI npunyunu
no6y008u OMHIKAHANLHOL cpamezii, wo 8KI0UAI0Mb NOBHY IHMeZPayiro 6CiX MOYOK KOHMAKIMY, NEPCOHANI3AYII0 KOMY-
HIKayill Ha OCHOBI AHANI3Y OAHUX MaA 3a0e3neyeHHs EOUHO20 KIIEHMCbKO20 00C8I0Y He3ANeHCHO 8i0 KaHaly e3aemoolii. Ha
OCHO8I AHANIZY eMIIPUYHUX OAHUX OOCTIONCEHO BNIUE OMHIKAHANLHOCII HA KIHOUO08I NOKASHUKU eqheKMmUBHOCMI: ympu-
MaHHA KIIEHMIB, cepeonill ueK, Yacmomy NOKyNnoK ma HCUmmesy YiHHicme cnodxcusaya. Buaeneno kpumuuni ¢pakmopu
YCRixXy 8np0o8aodCeHHA. 3anponoH08aHO NPAKMUYHI peKOMeHOayii w000 noemanHtoi iMnieMeHmayii OMHIKAHAbHUX KO-
MYHIKaYitl 3 ypaxy8aHHAM MexHOI02IYHUX, OP2AHIZAYIUHUX MA KYIbMYPHUX 0COOIUBOCMEll NIONPUEMCNEA.

Knrouosi cnosa: omHixananbHicms, MapKemun206i KOMYHIKAYil, CRONCUBUA JIOSIbHICMb, KIIEHMCbKUU 00CBI0, Yug-
poea mpanchopmayis, nepcoHanizayis, inmezpayis KaHauie.

OMNICHANNEL COMMUNICATIONS OF THE ENTERPRISE AS A WAY
OF FORMING CONSUMER LOYALTY

The article is devoted to the study of the role of omnichannel communications in the formation of consumer loyalty in
the context of digital business transformation and evolving customer expectations. The evolution of marketing
communication channels from single-channel to omnichannel model of customer interaction is comprehensively analyzed,
tracing the historical development from traditional retail to integrated digital ecosystems. The key differences between
multichannel and omnichannel approaches are identified and systematically examined, emphasizing the importance of
seamless integration of all touchpoints in creating a unified customer experience. The main principles of building an
effective omnichannel strategy are thoroughly considered, including complete integration of all customer touchpoints,
data-driven personalization of communications, consistency of brand messaging across channels, and ensuring a unified
customer experience regardless of the interaction channel chosen by the consumer. Based on the analysis of empirical
data from leading global companies, the impact of omnichannelity on key performance indicators has been studied,
including customer retention rates, average transaction value, purchase frequency, and customer lifetime value. The
research examines successful cases of implementing omnichannel strategies by industry leaders and identifies critical
success factors such as top management support, cross-functional collaboration, data quality, and technological
infrastructure. Special attention is paid to the role of digital technologies, including CRM systems, marketing automation
platforms, artificial intelligence, machine learning, and advanced data analytics in ensuring effective omnichannel
communications and personalized customer experiences. Practical recommendations for the phased implementation of
omnichannel communications are proposed, taking into account technological capabilities, organizational readiness,
and cultural transformation requirements. The article emphasizes the importance of continuous monitoring and
optimization of omnichannel strategy based on comprehensive data analysis and systematic customer feedback collection.
The practical value of the research lies in providing enterprises with a comprehensive framework for transforming
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communication strategies towards omnichannelity, which contributes to strengthening competitive positions, improving
customer satisfaction, and building long-term profitable relationships with customers in modern dynamic market

conditions.
Keywords:

transformation, personalization, channel integration.
JEL classification: M31, M37, L81.

HocTtanoBKka mpodiaemMu. Y cydacHHX yMOBax Iioda-
Ji3arii Ta CTPIMKOTO PO3BUTKY IU(PPOBHUX TEXHOIOTIH i~
MIPUEMCTBA CTHKAIOTHCA 3 HEOOXiMHICTIO TpaHChopMarii
MAXOMIB 10 B3a€MOIIi 31 CIIOKWBa4aMu. TpagumiiHi Mo-
JleTi MapKeTHHTOBHX KOMYHIKaMii, o 0a3yBanncs Ha BU-
KOpUCTaHHI OOME)XEHOT KUIbKOCTI KaHaJiB, BTpavyaroTh
CBOIO €(DEKTUBHICTD Yy 3B'SI3KY 31 3MIHOIO CITOKHUBYOT MOBE-
JIIHKHU Ta 04iKyBaHb KIieHTiB. CroxuBay X XI cTOMITTS Xa-
paKTepu3y€eThcs BUCOKUM piBHEM IU(POBOi rpaMOTHOCTI,
MIPAarHeHHSAM 10 3PYYHOCTI Ta IIBUIKOCTI OTPUMAHHS iH-
(dopmariii, a TaKOXK OYIKYBaHHSIM NEPCOHANI30BAHOTO Mij-
XOJy Ha KO)KHOMY €TaIli B3aeMOJIi 3 OpeHIoM.

3a pesympTaTaMu JIochiDKeHHs Kommanii Harvard
Business Review, nonan 73% cro)xuBadiB BUKOPHCTOBY-
IOTh MHOKMHHI KaHAJM MiJ 9ac TPOLECY MPUHHATTS pi-
IIeHHs po HOKYTKY [ 1]. [Ipu oMy BOHU OYIKYIOTh OTPH-
MaTH €IUHUHN, MOCTIJOBHUI JTOCBIJ B3a€EMO/IIl HE3aJICKHO
BiJl TOTO, YM 3/AIMCHIOIOTh BOHM TOKYIIKY OHJIAHH depe3
BeO-caiiT, uepe3 MOOUIBHUN T0AaTOK, Y Qi3NIHOMY Mara-
3WHI YW Yepe3 KOHTAKT-TeHTp. JloCiKeHHS ToKa3ye, M0
87% crnoxuBaviB BBAXKAIOTh, 10 OpEHIN TOBUHHI JOKJIa-
JIaTh OiJIbIe 3yCHITh IS 3a0e3medeHHs] OecIoBHOTO J10C-
Bimy B3aemopii [2].

HeBiamoBiaHICTh MiXk KaHAaJaMH KOMYHIKaIlii, y0.to-
BaHHS iH(pOpMaAIlii, 3aTpUMKH B 00poO1Lli 3anuTiB a0 Bia-
CYTHICTb IIEPCOHAII30BAHOTO IiJIXO/Ly MOXYTb ITPU3BECTH
JIO BTPATH KJIIEHTIB Ta 3HIKCHHS PiBHS JIOSUTBHOCTI. 3a Jia-
HuMu Accenture, 89% crioxnBadiB BiuyBaloTh GpycTpa-
Iif0 Yepe3 HeoOXITHICTh MOBTOPIOBATH iH(OpMAaIIio pi3-
HUM mpenactaBHukaM Kommadii [3]. Lle mpusBoauTh 10O
TOTO, 10 67% KITI€HTIB PO3PHBAIOTH BiTHOCHHH 3 OpEHAOM
Yepe3 MoraHy SKiCTh OOCITyTOBYBaHHS B PI3HHX KaHAllaX
[4].

OMHIiKaHAJIbHUHM MiJIXiA 10 KOMYHIKaIiil J03BOJISIE 110~
JIOJIATH 11l BUKJIMKY IIJIIXOM CTBOPEHHS IHTETPOBAHOI €KO-
CUCTEMH B3a€MOJIi1, Jie BCl KaHAIM MPAIIOI0Th CHHXPOHI-
30BaHO, 3a0€3M1e4yI0UH KIIEHTY MOXIIMBICTh O€3IepeIko-
JTHO TEPEXOIUTH MK HUMH 0€3 BTPaTH KOHTEKCTY Ta KO-
cTi obciyroByBaHHs. Lle 0cOOMMBO akTyanbHO B yMOBax
3pOCTal0901 KOHKYPEHIII, KOJNM CIIOKMBYA JIOSIIBHICTH
CTa€ KPUTUIHUM (PaKTOPOM yCIIiXy Oi3HECYy Ta JOBTOCTPO-
KOBOI MPHOYTKOBOCTI MiIIPUEMCTBA.

Hocnimxernnas Aberdeen Group IeMOHCTPYE, IO KOM-
TaHii 3 CHJIBHOIO OMHIKaHAJIBHOIO CTPATETi€l0 YTPUMYIOTh
y cepenHpoMy 89% CBOIX KIIi€HTIB, MOpiBHSHO 3 33% y
KOMIIaHiH 31 c1a0K00 OMHIKaHAIBHOIO cTpaterieio [5]. bi-
JIBIIIE TOTO, TaKi KOMIIaHii IEMOHCTPYIOTh Ha 9,5% Bumnit
piduHU# npupicT JoX0iB Ta Ha 7,5% HIXKUi BUTpPAaTH Ha 00-
CIYTOBYBaHHS KIIIEHTIB MOPIBHSAHO 3 KOMIAHIsMH, 10 HE
BITPOBA/KYIOTh OMHIKaHAIBHUH MiIXi.

AHaJIi3 0OCTaAHHIX J0CTiTKeHDb 1 myOJikanii. [Ipobme-
MaTHKa OMHIKaHaJIbHIX KOMYHIKaIiif Ta IX BIUINBY Ha CIIO-
KHWBYY  JIOSUIBHICTH ~ TpHBEpTaE  3HAyHy  yBary
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MDKHAPOJHHUX JOCHITHUKIB y Taly3i MapKETHHTY Ta YII-
paBIiHHS B3a€EMOBITHOCHHAMHU 3 KiTieHTaMH. DyHIaMeHTa-
apHi  pocmimkenHs VerhoefP.C., KannanP.K. Ta
Inman J.J. mpucBsideHi aHami3y mepexoay Bill MyJIbTHKaHA-
JLHOT 10 OMHIKaHaIBHOT MOJIeNi po3aApiOHOT TopriBmi [6].
ABTOpU BH3HA4YalOTh OMHIKaHAJBHICTh SIK CHHEPIeTHYHE
YIPaBIIHHS YHCICHHUMH KaHaJIaMU Ta TOYKaMH KOHTaKTy
3 KJIIEHTAMU JJIs1 ONITUMI3aIlil KIi€EHTCHKOrO JOCBiAy. 3Ha-
YHUH BHECOK y PO3YMIHHS KIIEHTCHKOTO LUIXY 3pOOMIN
Lemon K.N. ta Verhoef P.C., sixi po3po0Ounm KOMILIEKCHY
MOJIeNb, MO iNeHTH(]IKye MepenKyHiBeNbHIH, KyIiBelb-
HUH Ta MICIAKYMiBEIBHINA eTanu B3aeMoii [7]. Emmipuani
nocmimkenns Bell D.R., GallinoS. ta Moreno A. Bu-
SIBAJIM, 1110 BIIPOBAKEHHS OMHIKaHAJIHLHIX CEPBICIB MpHU3-
BOAWTH 110 30UTBIICHHS BiIBiMyBaHOCTI MarasuHiB Ha 15-
20% Ta 3pocTaHHs npoxaxis Ha 8-12% [8]. Kiienrn, siki
KOPUCTYIOTHCSI OMHIKAHAJIbHIMH CEPBiCaMH, TEMOHCTPY-
10Th Ha 23% BHIIly YaCTOTY MOKYIOK Ta Ha 13% OinbIimii
cepenniii yek. Kumar V. Ta Reinartz W. minkpeciooTs
KPUTHYHY BaKJIMBICTh NIEPCOHANI3ALIT B OMHIKAHAILHOMY
cepemosui [9]. Brynjolfsson E., Hu Y.J. ta Rahman M.S.
JIOBOJISATH, 1[0 YCIIIIHA OMHIKaHaJbHa CTPATErisl BUMArae
He JIMIIIe TEXHOJIOTIYHOI iHTerpalii, ajne i pyHIaMeHTallb-
HUX OpraHizaniiHux 3mid [10].

HesBaxaroun Ha 3HaYHY KUIBKICTH ITyOJiKaIlii 3 TaHOT
TEMAaTHKH, HeBUPIIICHUMH 3aJIUIIAIOTHCS ITUTAHHS PO3PO-
OKM KOMIUIEKCHOTO MiIX0/1y 0 BIPOBA/KCHHS OMHIKaHa-
JBHUX KOMYHIKAIii Ha MiAMPUEMCTBAX 3 YpaXyBaHHIM ra-
my3eBoi crierudiky, po3mipy 6i3Hecy Ta piBHSI HHU(PPOBOL
3piiocTi opranizamii. OOMeXeHUMH € JOCHTIPKEHHS 11010
azanTanii OMHIKaHaJTbHUX MPAKTHUK JI0 YMOB PUHKIB, IO
PO3BUBAIOTHCS, BKJIIOUAIOYU YKPAIHCbKUH PUHOK.

MeTo10 CTATTi € OCIiPKeHHS BIUIUBY OMHiKaHaJb-
HUX KOMYHIKaIliii Ha GOpMyBaHHS CIIOKHBUO] JIOSUIIBHOCTI
Ta po3poOKa NMPAaKTHYHHX PEKOMEHJIALIN MI0J0 MoeTam-
HOTO BIPOBA/DKCHHSI OMHIKaHAJILHOI CTpaTerii Ha ImipH-
€MCTBAxX 3 ypaxyBaHHSIM CyYaCHUX TEXHOJIOTIYHUX MOX-
JMBOCTEH Ta OpraHi3aliiHUX BUKIMKIB. Jjisi 1OCATHEHHS
MOCTABJICHOT METH BHUPILITyBaJIMCS HACTYIIHI 3aBAaHHS:

° MpOaHaJi3yBaTH EBOJIOLII0 MOJEIeH MapKeTHH-
TOBAX KOMYHIKAIliif Ta BH3HAYUTH KIIOYOBI XapaKTepHUC-
THUKU OMHIKaHAJIFHOTO i IXOAY;

° IOCIIAWTH BIUIMB OMHIKAHAJIBHOCTI HA ITOKa3-
HUKHU CHIOXHBYO] JIOSIILHOCTI Ha OCHOBI aHAJII3y eMITipHyd-
HUX JTaHHX;

e  BUSIBHUTH OCHOBHI TEXHOJIOT1YHI, OpraHi3aliiHi Ta
NPOLIECHI KOMIIOHEHTH YCIIIIITHOT OMHIKaHalIbHOI cTpaTe-
Iif;

e  pO3pOOUTH NOKPOKOBI PEKOMEH/IAIIIT 111010 BIIPO-
Ba/DKEHHSI OMHIKaHAaJbHUX KOMYHIKaliil 3 ypaxyBaHHIM
cnennuiky Pi3HUX THIIB MiAIPHEMCTB.

Memoou oocniddrcenna. Y MOCTIIKEHHI BUKOPHUCTAHO
KOMIUICKC 3arajibHOHAyKOBUX Ta CICHiATbHHUX METO/IIB:
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CUCTEMHUI aHaJIi3 3aCTOCOBYBABCS JJIsl BUBUCHHS OMHIKa-
HAJILHOCTI SIK L1JIICHOT CUCTEMU B3a€MO/IT 3 KIII€HTAMH, 1[0
BKJIIOYA€ TEXHOJIOTIUHI, OpraHi3aliifHi Ta MpOIecHi KOM-
NIOHEHTH; TOPIBHSUILHUN aHalli3 BUKOPUCTOBYBABCS IS
BU3HAYECHHS BIIMIHHOCTEH Mi’K O/IHOKaHAJIbHOO, MYJIbTH-
KaHaJIbHOI0 Ta OMHIKaHAJbHOIO MOJEJISIMH KOMYHIKalii;
METOJI CHHTE3Y JO03BOJIMB y3araJbHUTH TEOPETHYHI MOJIO-
KEHHS Ta MPAKTUYHI aCeKTH GOpMyBaHHS CII0’KHBYOT JIO-
SUTHHOCTI Uepe3 OMHIKaHANbHI KOMYHIKaIlii; CTATHCTUIHUH
aHaJli3 3aCTOCOBYBABCS Ui OOpPOOKHM BTOPHWHHHX JaHUX
mpo e(eKTUBHICTE OMHIKaHAJBHUX CTpATETiil MpOBITHUX
CBITOBHX KOMMaHiW; TpadigHIi METO BUKOPUCTOBYBABCS

JUIsl Bisyati3allii KOHIENTYaJIbHUX MOZIEJIeH, CXeM B3aEMO-
Ji1 Ta pe3yNbTaTiB TOCIIHKEHHSI.

BukJiag ocHOBHHMX pe3yJIbTaTiB qocTizKeHHs1. Emimi-
PHUYHI JOCHIKEHHS MPOBIIHUX CBITOBUX KOMIIAHIH Je-
MOHCTPYIOTh 3HAYHU MO3UTUBHUHN BIUIMB OMHIKaHAIbHUX
CTpaTeriii Ha KITFOUOBI TOKA3HUKH CIIOKUBYOT JIOSITBHOCTI
Ta Oi3Hec-pe3ynpTaTu. B Tabm. 1 mpeacraBieHo mopiBHS-
JMHHUN aHaNi3 eQeKTHBHOCTI TPAIUIIHHOTO MYJIbTHKaHA-
JHHOTO Ta OMHIKAHAJIBEHOTO MiAXOJIB Ha OCHOBI y3araib-
HEHHA MaHuUX JAochimkeHs Aberdeen Group, Harvard
Business Review Ta McKinsey & Company.

Tabnuys 1
IMopiBHsIJILHUI aHAJI3 e)eKTHBHOCTI MYJIbTHKAHAJIBHOIO TA OMHIKAHAJIBLHOIO MiAX0IiB
IToka3Huk MyJabTHKAHATBHUN MAXiA OMHIiKaHAJBLHUH miaXin Binxn-
JeHHs, %

PiBeHb yTpHMaHHS KII€HTIB, % 33 89 +170
CepeHiii 4eK MOKYIIKH, YM.OJ. 100 154 +54
YacToTa IOKyIIOK Ha ik 3,2 5,8 +81

Iraexc 3anososenocti (NPS) 28 67 +139
JKurtesa ninnicts kiienra (CLV), ym.on. 320 893 +179
Bapricts 3anyuenns kiienra (CAC), ym.ox. 85 72 -15

Joicepeno: cknaaeHo aBTopaMu Ha ocHOBI [1, 5, 8]

Jlani Tabmn. 1 cBiggaTh Mpo CYTTEBI NepeBarun OMHiKa-
HAJIBHOTO MiIXOAY B yCiX KIIFOYOBUX MeTpHuKax. OcoOmuBo
MOKa30BHM € IOKa3HUK YTPUMaHHS KJII€HTIB, SIKUii 3pocTae
Maibke BTpudi (3 33% 10 89%), mo Ge3nocepeHpO BILTH-
Bae Ha mNpuOyTKOBicTh Oi3Hecy. 3a omiHkamu Bain &
Company, 30iIbIIEHHS PIBHS YTPUMaHHS KIIIEHTIB Ha 5%
MIPU3BOJUTSH JI0 3pOCTaHHs NPUOYTKY Ha 25-95% [12]. Ce-
PEnHil YeK MOKYNKH 3pocTae Ha 54%, 1o mos's3aHo 3 Oi-
JBIIMMH MOXJIMBOCTSIMH ISl JOCIIJDKYBaHHS acOpTHMe-
HTY, IEPCOHAII30BAHUMHU PEKOMEHIALIsIMU Ta OECLLIOBHUM
JIOCB1IOM. 3pOCTaHHS YacTOTH MOKYINOK Ha §1% neMoHCT-
PYE, 1110 OMHIKaHaJIbHI KJII€HTH HE JINIIE 3aTUIIAI0ThCS JI0-
SUTHHAIMH, ajie ¥ aKTHBHIIIE B3a€EMOMIIOTH 3 OpeHmoM. [H-
nekc grcroi nosutbHOCTI (NPS) 3poctae 3 28 mo 67 myHK-
TiB, 0 Ha 139% Bume. NPS BUMipIo€ TOTOBHICTD KITi€HTIB
PEKOMEHAYBaTH KOMIIAHIIO 1HIINM 1 € OHUM 3 HaiOULIbIT
HaIIHHUX NPEJUKTOPIB MaiiOyTHHOTO 3pocTaHHs Oi3HECY.
XKurrera winnicTh kiieHta (CLV) 36utbinyersest Ha 179%
(3320 10 893 yMOBHUX OJTMHUIIB), IO € IHTETPATHLHUM I10-
Ka3HUKOM, SIKUil BpaXxoBYy€ BCl MOMepe/IHi METPUKHU Ta Bi-
noOpakae 3arajbHy IIHHICTb KJI€HTa MPOTATOM YChOTO
Iepioy B3a€MOIIi.

AHai3 yCHiIHUX KEeHCiB BIIPOBAKECHHS OMHIKaHAIb-
HUX CTpaTeriif J03BOIsIE ieHTH(IKYBAaTH OCHOBHI MEXaHi-
3MH BILIMBY Ha JIOSUTbHICTb.

v' Tlo-nepiue, NiJBUIIEHHS 3PYyYHOCTI B3aeMOJIi —
CHOXKMBaui 0OMparOTh HAHOIIBII 3PYUHUH KaHaI Ha KOX-
HOMY eTai, 1110 3HIKYE PiBeHb 3yCHIIb Ta MiJBHIILYE 33/10-
BOJICHICTb [4].

v' Tlo-mpyre, mepcoHanisanis JOCBiTy Ha OCHOBI 1a-
HUX — iHTETpallis JaHUX 3 PI3HUX KaHATIB CTBOpIoE 360-
rpaxycHAN Mpodib KIiEHTA, TO3BOJISIOUN HAJIAaBATH peJie-
BaHTHI pekoMeHpaii [9].

v' Tlo-TpeTe, NOCIIAOBHICT KOMYHIKALIH — €IMHIN
TOH Ta SIKICTh 00CITyroByBaHHS B yCiX KaHalax (GOpMyIOTh
LUTiICHE Bpa)KEHHS Ta MiJIBUIIYIOTh OBIpY.

v' Tlo-uerBepre, MIBUIKICTh PEaryBaHHs HA 3aIllUTU

— OMHIKaHaJIbHI CUCTEMH 3a0€3Me4yI0Th MUTTEBHI JJOCTYII
JIO0 TIOBHOI iCTOpIi B3a€EMOJIN KITI€HTA, IO JTO3BOJISIE IIIBHU-
JIKO BHUPIIIYBAaTH MpoOiieMu 0e3 MepeHAmpaBICHHS Mik
nigposnizamu [3].

VYecninHa peanizanis OMHIKaHAJIBHOTO MiJXOLy BHMa-
ra€ PeTeIbHOTO IUIaHyBaHHS Ta MOCTANHOI IMIUIEMEHTAIi |
3 ypaxyBaHHAM crnenn(iku Oi3HeCy, HasBHUX PECypcCiB Ta
piBHA mmppoBoi 3pinmocti opranizamii. Etamm Bmposa-
JOKEHHSI OMHIKaHaJIbHOI CTpaTerii mpeacTaBieHi B Ta0M. 2.

KosxeH eramn € KpUTHIHO BaXXJIMBUM JJISI YCIIIIHOL pe-
aizanii OMHiIKaHaJIBHOI cTpaTerii. Eman ayoumy mo3BoJsie
3pO3YyMITH BHXIJHY TO3UILII0 Ta BUSBUTH HaHOLIbLI IIPO-
0JIEMHI 30HU B TIOTOYHOMY KIIIEHTCHKOMY JOCBimi. Eman
cmpamezii 3a0e31edye y3roKeHHs Oa4eHHS MiXK KepiB-
HHULTBOM Ta (YHKIIOHAJBHUMH Hixpo3aizamu. TexHoio-
riyHe BIPOBAKEHHS CTBOPIOE HEOOXigHy iH(pacTpyk-
Typy, OpraHi3alliiiHi 3MiHH 3a0€3MeYyI0Th TOTOBHICTb JIIO-
JIeH 10 HOBUX CIIOCO01B pOOOTH, TECTYBaHHS MiHIMI3Y€E pH-
3WKW TIPH MacIuTaOyBaHHI, a MOHITOPHHT JO3BOJISIE TTOC-
TII{HO BJJOCKOHAJIIOBATH CUCTEMY.

AHani3 yCHIIIHMX Ta HEBAAJIMX IPOEKTIB BIPOBaA-
JUKEHHS OMHIKQHAJILHOCTI JO3BOJISIE BUAUTUTH KPUTHYHI
(hakTopH ycmixy.

v' Tlo-mepiue, MATPUMKA TON-MEHEMKMEHTY, OCKi-
JLKA OMHIKaHaIbHA TpaHcopMallis BUMarae 3HauHuX iH-
BECTUIIiH Ta opraHizamiiHux 3miH [11].

v' Tlo-gpyre, KIEHTOLEHTPUYHHUN (OKYC — TEXHO-
JI0Tii Ta MpOIECH MOBUHHI MPOEKTYBATHCS BUXOAAIH 3 110-
TpeO KITiEHTIB.

v Tlo-TpeTe, SKICTh NAHKX, X MOBHOTA T4 AKTYallb-
HICTB.

v' Tlo-uetBepTe, Kpoc-QYHKIIOHAIbLHA CIiBIpAIs
Mmix IT, MapkeTHHroM, ImpojakaMu Ta 00CIyrOBYBaHHSIM
kmienTis [10].

v' Tlo-m'saTe, THYYKiCTh Ta iIHKpEMEHTAILHUM i AXi
3aMicTh cpoOu MoOyayBaTH ifeaidbHy CHCTEMY 3a OIUH
pas.
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Etanu BnpoBaxeHHs] OMHiKaHAJILHOI cTpaTerii

Tabnuys 2

Eran

Karouosi aii

OuikyBaHi pe3ybTaTH

1. AyauT HOTOYHOTO CTaHy

AHani3 iCHyI0YHMX KaHaJiB, OLIHKA TEXHOJIOTIYHOI iH-
(bpacTpyKTypH, KapTyBaHHS KIEHTCHKOTO ILISAXY, BUSIB-
JICHHSI PO3PHBIB Y JOCBi/i

Po3yminHst moTo4yHol cutyarii,
izeHTUdiKaLis TPOOIEMHHX 30H,
6a30Ba JIiHis U1 BUMiPIOBaHHS
porpecy

2. Po3po6xka crparerii

Busnauenns nineit ta KPI, npiopuresartist kananis, po3-
pobka roadmap inrerpanii, GopmyBaHHs Or0KETY

UiTka cTparerist BIIPOBaKEHHS,
Y3TOKEHI IIUTi, TUIaH it 3 Tep-
MiHaJIaMKH

3. TexHoNOT14HE BIPOBAKEHHS

Bubip Ta nanamrysanas CRM-cucremu, iHTerparis Ka-
HayiB yepe3 API, HanamTyBaHHs aHAITUKH, CTBOPECHHS
€IMHOT 0a3¥ JaHMX KII€HTIB

Texuonoriuxa mwiatdopma s
OMHIKaHaIbHOCTI, iHTETrpOBaHi
CHCTEeMH, €IMHHUI TPOdIIb KiTie-
HTa

4. Oprasi3aniitai 3MiHI

Hapuanus nepconaiy, po3po0ka CTaHIapTiB 00CIyroBy-
BaHHS, CTBOPEHHS MDK(YHKIIOHATHHIX KOMaH][, 3MiHa
KPI criBpoGiTHHKIB

T'oToBHiCTE IEpCOHANY, Y3TO-
JOKEHI MpoIecH, OMHIKaHaIbHA
KYJIBTYpa

5. TectyBaHHs Ta OnTHMI3aLis

[TinoTHe 3anpoBaKeHHs] HA 0OMEXEHOMY CETMEHTI,
36ip 3BOPOTHOTO 3B'13KY, A/B TecTyBaHH:, KOPUTyBaHHS
IPOIECiB

[TepeBipeHa Mozenb, yCyHeHi
MOMHJIKH, ONITUMI30BaHi Mpo-
IecH

6. MacmraGyBaHHS Ta MOHITO-
pHHT

PosropranHs Ha BCi KaHaNM, HOCTIHNI MOHITOPHHT Me-
TpPUK, Oe3repepBHE BJOCKOHAICHHS, PO3IIUPEHHS (YHK-

TToBHA OMHIKaHAJIbHA €KOCHC-
TeMa, cTablIbHI BUCOKI MTOKa3-

LioHaTy

HUKH, JIOSUTbHI KJIIEHTH

Lowcepeno: po3pobiIeHO aBTOpaMu

HesBakaroun Ha OYEBHIHI MEpeBarv, BIPOBAIKCHHS
OMHIKaHaJbHOCTI MOB'I3aHe 3 HU3KOIO 3HAYHUX BUKIIHKIB.
TexHosoriuHa CKJIaHICTh iHTErpauii pi3HUX CUCTEM BH-
Marae CyTTE€BUX iHBECTHIIH, PIIICHHSAM € BHUKOPHCTaHHS
CydJaCHHX XMapHHX IUIaTGOpM Ta moeTamHui miaxin. Op-
TaHi3aliiHUN omip 3MiHaM HOTpedye KOMIUIEKCHOI Tpo-
TpaM¥ yIIpaBIiHHS 3MiHAMH 3 HaBYaHHSIM Ta MOTHBAIII€I0
criBpobitHUKIB [13].

[MpoGnemu 3 SKICTIO AaHMX BHUPILIYIOTHCS BIPOBA-
JUKeHHSIM TiporieciB data governance Ta BUKOPUCTAHHSIM
TEXHOJIOTIH MalllMHHOTO HaB4aHHA. [IuTaHHs Oe3nexu na-
HUX HaOyBalOTh KPUTHYHOI Ba)XXJIMBOCTI — KOMIaHIi 1o-
BHMHHI 3a0e3meunTu Bignosigaicts BuMoram GDPR, CCPA
Ta BOPOBAIUTH HaiiHI cucTtemu KibepOesmeku [14].

BucnoBkn. OMHiKaHaIBHI KOMYHIKAIll TpEACTaBIIA-
I0Th CO00I0 3aKOHOMIPHHH €TaIl eBOJIONIi MapKETHHTOBUX
KOMYHIKaIIili, [0 BiIMOBITa€ CYYaCHUM BIMOTaM PHHKY Ta
OYiKyBaHHSM CIIOKMBAdiB B €TOXY IU(POBOI TpaHCHOp-
Marii. [IpoBeneHe AOCHIIKEHHS MiATBEPIDKYE TINOTE3y
PO CYTTEBUH MO3UTHBHHUN BIUIMB OMHIKaHAIBHOTO Mij-
XO/y Ha KJIIOYOBI MOKA3HUKHU CIOXKHUBYOI JIOSUTBHOCTI Ta
JIOBFOCTPOKOBOi MpHOyTKOBOCTI Oi3Hecy. OMHiKaHaJb-
HICTB € ()yHIaMEHTaIBHOIO 3MiHOO Oi3Hec-dinocodii, mo
CTaBHUTH KJII€HTA Ta HOTO JOCBi B aOCOMIOTHUH IIEHTp BCiX

GizHec-TpoIIeciB Ta pillieHb. Y CIINIHA peati3allisi BUMarae
CHHXPOHI30BaHO{ iHTEerpamii TEeXHOJIOTIYHOTO, OpraHi3a-
[iifHoro Ta KymsTypHOTo acmekTiB. KiowoBumu akrto-
paMH ycmixy € SKIiCTh Ta IHTerpauisi JaHuX Mpo KIIEHTIB,
TEXHOJIOTIYHA 1HTETpallisi BCiX KaHAIIB, IOCIIIOBHICTh KO-
MYHIKaIliif B yCiX TOYKax KOHTAKTy Ta Kpoc-()yHKIiOHa-
JbHA CIIBIIpANs MK migpo3aiiamu. [HBecTUIIl B OMHIKa-
HaJIbHICTh IEMOHCTPYIOTh BUCOKY OKYITHICTb Yepe3 ITiJBH-
IIEHHS PiBHA YTpUMaHHA KITieHTiB Ha 170%, 3pocTaHHs ce-
penuboro dexa Ha 54%, 301IbIIEHHS 9aCTOTH ITOKYTIOK Ha
81% Ta 3pocTaHHA KUTTEBOI IIHHOCTI KiieHTa Ha 179%.
BrpoBamkeHHsT Mae 3iHCHIOBATHCS TIOETAITHO 3 Ypaxy-
BaHHIM crenu(iku ramrysi, po3Mipy Oi3HeCy Ta piBHS IH-
(poBoi 3pinocti opranizamii. [lepcrnexTnBr momaIbIINX
JIOCJIIJKEHB TTOB'sI3aH1 3 BUBYEHHSIM BIUIMBY LITYYHOTO iH-
TENEKTY Ha PO3BUTOK OMHIKAaHAJIBHOCTI, JOCIIKEHHIM
eTUYHUX aCIIeKTiB BUKOPHCTaHHS MEPCOHAIBHHUX JaHUX,
aHaJIi30M 0COOJIMBOCTEH OMHIKaHaJIBHOIO ITiIXOAY B CIe-
U (QIYHMX Tary3sx Ta po3poOKOI0 METPUK OLIIHKH 3PLIOCTI
OMHIKaHaJIbHUX CTpaTerii. ¥ KOHTEKCTi YKpaiHChKOTO pH-
HKY aKTyaJlbHUM € IOCHIDKEHHS crierudiuaux Oap'epiB
BITPOBA/KCHHS OMHIKAHAJILHOCTI HA BITYM3HAHUX ITiATIPH-
€MCTBaXx Ta aJanTallii CBITOBUX IPaKTHK J0 CIeUH(DiKH I10-
BEIIHKH YKPAaTHCHKHX CIIOKUBAYIiB.
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