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10.]1. TATAPHHIIEBA, O.1. I11YILIKAP )
MOBYJIOBA EOEKTUBHOI KOMYHIKAIIMHOI MOJITUKA YEPE3 3ACTOCYBAHHS
MAPKETHUHI'OBUX IHCTPYMEHTIB I HITYYHOI'O IHTEJIEKTY B EKOHOMIII BPA’)KEHb

CrarTs TIpUCBSYEHA PO3POOII IHTErpoBaHOI MOJENi MapKeTHHTOBUX IHCTPYMEHTIB KOMYHIKAI[iHHOI MOJNITHKH MiJUpHEMCTBA B HU(poBOMY
MAapKeTHHTY. ABTOPH JOCIIDKYIOTh OOMEKESHHS TPaAULIHHOI KOHIETLIi MApKETHHTY Bpa)KeHb, sika (GOKYCYEThCsl HA CTBOPEHHI eMOLIIHOIO JOCBiY,
ane He 3abe3nedye eeKTUBHOI KOHBEpCil Y LiibOBI Aii CII0XKUBaYiB. BHABICHO KPUTHYHUI PO3PHB MK CTBOPEHHSM BPa)KECHb Ta Pe3y/IbTaTUBHUMH
JiSIMH, OCKLIBKH JIMIIE HE BETUKHHI BiJCOTOK IIO3UTHBHUX €MOIIMHHX BiATYKiB TPaHC(HOPMYIOThCS Y (paKTHUHY MOKYIKY a00 IIOBTOPHY TPaH3AKILIO.
LIst HeBigMOBiAHICTH 0COOINMBO BHpa3Ha B LH(GPOBOMY CEPEIOBHUILI, A€ BIACYTHICTH (Hi3HIHOrO KOHTAKTY, MHTTEBICTH B3a€MOJIl Ta MHOXXHHHICTb
aNbTEPHATHB CTBOPIOIOTH JOJATKOBI Oap'epu s KOHBepcii. 3amporOHOBAaHO IHTErpallil0 MAapKETHHIY BPaKeHb 3 KOHICHLIEI0 3MiHU COLiajbHOT
noBeninku (Social Behavior Change), ska opieHToBaHa Ha (akTHUHY IIOBEIiHKOBY TpaHC(oOpMalilo croxuBadiB. [IpoBeneHo neTanbHHM
HOPIBHSJIBHUI aHaJi3 IBOX KOHLEILIH, BU3HAYECHO IX LIbOBI OPIEHTUPH, Crielu(IYHIN IHCTPYMEHTapil TOCATHEHHS LiICH Ta KIIFOYOBI MOKa3HUKH
pe3yJabTaTHBHOCTI. BHSIBICHO, MIO KIIOYOBI OOMEKEHHS TpPaJULIiMHO! €KOHOMIKM Bpa)XeHb BKJIIOYAOTh (OKyC Ha eMoLiifiHOMYy Biaryky 6e3
ypaxyBaHHSI KOHTEKCTyaJIbHUX Oap'epiB, HEJOCTATHIO YBary A0 COLIaJbHOTO BIUIMBY Ta BiACYTHICTh MEXaHi3MiB HiATPHMKH HNPHHAHATOTO PillICHHS.
Po3po0iieHo iHTerpoBaHy MOJENb 3 II'STH B3a€MOIIOB'SI3aHUX KOMITOHEHTIB: ialOroBoi JiarHOCTHKU HoTpeb i 6ap'epis, crBopenns LI-renepoBanux
MepPCOHATI30BaHUX BpaXKeHb, YCyHEHHs Oap'epiB depe3 enabling environment, 3aCTOCYBaHHs COLIQJbHOrO BIUIMBY Ta POJBbOBUX MOJEICH,
MEPCOHANI30BaHMUX 3aKJIUKIB 10 1ii 3 nudging-eneMeHTamu. Mojeib BpaxoBye Teopito oOMexeHoi pamioHansHOCTi ['epOepra CaiiMoHa Ta
nocrmimkents bapi [lIBapiia mpo HeraTWBHHWII BIUIMB HA[UTHINKY BHOOpPY Ha KOHBepcio. 3ampormoHoBaHO Bukopuctadus LI-cucrem mist 3aminu
TPaAULIIHOrO MOIIYKY MO KaTalory aJalTHBHAM IiajoroM, 10 3BY)Xye BHOIp 10 3-5 peneBaHTHUX OMLiil Ta 3HWKYE KOTHITHBHE HABAHTAXKEHHS HA
crioxxuBada. OcobuiBa yBara Hpu/iJieHa CTBOPEHHIO i ATPUMYOYOTO CEPeJOBHUINA Ul YCYHEHHs (pi3MYHNX, KOTHITHBHHX, COLAJIbHUX Ta EMOLITHIX
Gap'epiB Ha HUTAXY OO 3MIHCHEHHS MOKYNKH. J[€TanpHO MPEACTABICHO MPAKTHYHE 3aCTOCYBAHHs IHTErPOBAaHOI MOJENI HAa MPHKIAAI MOKYIKA
0e3ApPOTOBMX HABYLIHMKIB HA MAapKeTIUICHCi 3 OMHCOM INEeCTH IMOCTIAOBHHX €TaliB MNepcoHamizoBanoi B3aemomnil. I[IpoimoctpoBaHo, sK
JIarHOCTUYHUI JIiaJior, MepCoHalli30BaHi BiJleo, POAKTHBHA ITiITPUMKA, CETMEHTOBaHI BIIT'YKH Ta aJallTUBHI 3aKIIUKH JI0 JAii (OPMYIOTh CUCTEMHY
KOMYHIKAI[iiiHy MOJITHKY. BK/IIOY€HO KOMIOHEHT MOCT-KYIiBEJIbHOI MiATPUMKH 3 IHCTPYKIISAMH Ta 3aTy4CHHSM IO CHUIBHOTH s (GopMyBaHH
JIOSUTBHOCTI Ta ambacaiopiB Openay. JloBeaeHo, 1o iHTerpoBana Moesb 3abe3nedye CHHEePTiio MiXK eMOLITHIM BiATYKOM Ta CHCTEMHOIO POOOTOIO 3
TpaHcdopMalii iHTepecy CIoXHBada y KOHKPETHY ITOBEIIHKOBY Xifo Ta ii cramicts. Po3pobieHi mimxoman (GOpMyrOTh TEOPETHYHY Ta HNPaKTHYHY
OCHOBY M1 TOOYI0BY e()eKTUBHOI KOMYHIKaI[iifHOI MOJIITUKH MiNPHEMCTBA B YMOBAaX Cy4acHOI €IeKTpOHHOI KoMmeplii. Pe3ynpraTn noCigKeHHS
3aIIOBHIOIOTH TEOPETUYHY JIAKYHY MiXK KOHIICTI{ISIMH €KOHOMIKH BPa)KEHb Ta 3MiHH COLIaIbHOI MOBEIIHKH Y KOHTEKCTI HH(POBOrO MAPKETHHTY.

Kuio4oBi ciioBa: MapkeTHHroBi IHCTPYMEHTH; KOMyHiKaliifHa moniThka, MapketwHr BpaxeHb;, Social Behavior Change; mepconaizais;
IITYYHU IHTEIIEKT; CII0XKUBYA IIOBEAIHKA; e()eKTHBHICTH

Y. TATARYNTSEVA, O.PUSHKAR
BUILDING AN EFFECTIVE COMMUNICATION POLICY THROUGH THE USE OF MARKETING
TOOLS AND Al IN THE EXPERIENCE ECONOMY

The article is devoted to the development of an integrated model of marketing communication policy tools for enterprises in digital marketing. The
authors examine the limitations of the traditional experiential marketing concept, which focuses on creating emotional experiences but does not
ensure effective conversion into target consumer actions. A critical gap between creating impressions and resultant actions has been identified, as only
a small percentage of positive emotional responses transform into actual purchases or repeat transactions. This discrepancy is particularly pronounced
in the digital environment, where the absence of physical contact, instantaneous interactions, and multiple alternatives create additional barriers to
conversion. An integration of experiential marketing with the Social Behavior Change (SBC) concept, which focuses on actual behavioral
transformation of consumers, is proposed. A detailed comparative analysis of the two concepts has been conducted, identifying their target
orientations, specific tools for achieving goals, and key performance indicators. It has been revealed that key limitations of traditional experience
economy include a focus on emotional response without considering contextual barriers, insufficient attention to social influence, and the absence of
mechanisms to support decision-making. An integrated model has been developed consisting of five interconnected components: dialogical diagnosis
of needs and barriers, creation of Al-generated personalized impressions, elimination of barriers through enabling environment, application of social
influence and role models, and personalized calls-to-action with nudging elements. The model incorporates Herbert Simon's bounded rationality
theory and Barry Schwartz's research on the negative impact of choice overload on conversion. The use of Al systems to replace traditional catalog
browsing with adaptive dialogue that narrows choices to 3-5 relevant options and reduces cognitive load on consumers is proposed. Special attention
is paid to creating a supportive environment for eliminating physical, cognitive, social, and emotional barriers on the path to purchase. A practical
application of the integrated model is presented in detail using the example of purchasing wireless headphones on a marketplace, describing six
sequential stages of personalized interaction. It is illustrated how diagnostic dialogue, personalized videos, proactive support, segmented reviews, and
adaptive calls-to-action form a systematic communication policy. A post-purchase support component with instructions and community engagement
for building loyalty and brand ambassadors is included. It has been proven that the integrated model ensures synergy between emotional response and
systematic work on transforming consumer interest into concrete behavioral action and its sustainability. The developed approaches form a theoretical
and practical foundation for building an effective communication policy for enterprises in modern e-commerce conditions. The research results fill the
theoretical gap between the concepts of experience economy and social behavior change in the context of digital marketing..

Keywords: marketing tools; communication policy; digital promotion; experiential marketing; Social Behavior Change; personalization;
artificial intelligence; consumer behavior

Berym. CyuacuHuit CIIOKUBYUI PHHOK
XapaKTepU3yeThCA OesmperneneHTHUM piBHEM

CTBOPIOE CHUTYaIlil0 «Hapayidy BHOOPY» JJs CIIOXKHBAYa.
Y npoMy KOHTEKCTi eKkoHoMika BpakeHb (Experience

KOHKYpEHIii, e TpaaWIiiiHi mapaMeTpu audepeHIiamii
(riHa Ta SIKiCTh) BCE YaCTille BUSBISIOTHCS HETOCTATHIME
s GopMyBaHHsI CTIHKMX KOHKYPEHTHHX IiepeBar. 3a
MAHUMH OCTaHHIX gociimkeHs, 1o 80% [1] ToBapiB y
NONYJIAPHAX KaTEeropisx MAapKeTIUICWCIB MaloTh CXOXi
(YHKIIOHAJbHI XapaKTepPUCTUKU Ta IIHOBI MO3ULi, 110

Economy), 3ampomonoBana Pine ta Gilmore [2] me B
1998 pori, 3maBanocs 0, MPOMOHYE PILICHHSA: CTBOPHTH
YVHIKaTbHUN eMOIIMHUIA JOCBiN, SKUHA BUAUIUTH OpEHI
cepell KOHKYPEHTIB.

[IpoTe, monpu MHUPOKEe BU3HAHHS Ta IMILICMEHTAIIIFO
MNPUHIUIIB CGKOHOMIKH BpaXEHb Yy MAapKCTUHTOBUX
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KOMYHIKaIlisIX, 3aJIMINAETHCS KPUTHYHUN PO3PUB MiX
CTBOPEHHSIM BPaXXCHb Ta (PaKTHYHOIO 3MIHOIO CHOXKHUBYOT
moBeniHky. EmmipwuHi gaHi CcBiguaTh, IO HAaBiTh
HalSICKpaBiIli eMOWiWHI Tepe)KWBaHHSA HE 3aBXKIU
TPaHC(HOPMYIOTBCS Y KOHKPETHI il (MOKYNKY, TIOBTOPHY
TpaH3akiifo abo JosmbHICTH 10  Openmy). lls
IUCKpEMaHIlis OCOOMMBO BHpa3Ha B  HOU(PPOBOMY
CepeNoBUIII MapKeTIUICHCIB, 1€ BiACYTHICTH (Pi3MIHOTrO
KOHTaKTy 3 TPOAYKTOM Ta KOPOTKOYACHICTh YBaru
CIOXKMBaya CTBOPIOIOTH JIOAATKOBI Oap'epu Uit KOHBEpCil
i, K HACNINOK, e()EKTUBHOCTI MiSIBHOCTI B IIH(YPOBOMY
MapKeTHHTY.

AKTYaJILHICTh TeMH [OCTII:KeHHSl. AKTyalbHICTh
JIOCITIZPKEHHS 3yMOBJICHa HEOOXIIHICTIO MEPEOCMHCIICHHS
MapKETHHTOBHX IHCTPYMEHTIB (hopmyBaHHS
KOMYHIKaI[iifHOT TOJIITHKY Ta MPOCYBAaHHS MIAPHEMCTB Y
IUPPOBOMY CEpelOBHINI B yMOBaX TpaHCQopmarii
CHOXHMBYOI TOBENIHKM Ta 3pOCTAl040i  TOBAapHOI
romoreHHocTi. Cyd4acHi MiANPHEMCTBA CTHKAIOTHCS 3
KPUTHYHOIO pobsIeMoro HHU3bKOT KOHBepcii
MapKeTHHTOBHX KOMYHIKalliii: HaBiTh HaWsCKpaBili
€MOLiiHI BpakeHHs, CTBOPEHI 4epe3 HU(POBUil KpeaTun
Ta IHTepaKTUBHI €JIEMCHTH, HE 3aBXKIN
TpaHCOPMYIOThCS Y LNIBOBI Jii CHOXKKBAUiB, 110 3HUKYE
peHTabeNbHICTh MapPKETHHIOBUX 1HBECTHIIIH Ta 3arajibHy
epexTuBHiCTE  Oi3Hecy.  TpamumiiiHi  IHCTpYMEHTH
KOMYHIKaI[iifHOI TIONITHKH, 3aCHOBaHI BHUKIIOYHO Ha
E€KOHOMIII BpaXXeHb, IEMOHCTPYIOTH OOMEXKEHICTh Y
OU(PPOBOMY CEPENOBHINI, J€ BiACYTHICTH (pi3mgHOrO
KOHTaKTy, iH(popMaIliiiHe mepeBaHTa)KeHHS Ta HAIMipHHA
BHOIp CTBOPIOIOTH TONATKOBiI Oap'epu Il TPUHAHATTS
pitenb. [HTerpaiiss MapKeTHHTY BpakeHb 3 KOHIICTIIIE0
Social Behavior Change, sika NpONOHYE CHCTEMHHIA
MiIXiJ 4epe3 ycyHeHHs Oap'epiB, colLliaibHUN BIUIMB Ta
MOTHBAI[ifiHI TEXHIKH, B MOE€IHAHHI 3 MOXJIMBOCTSIMH
TCHEPATUBHOIO HITYYHOTO 1HTEIEKTY JJIsI MacIITab0OBaHOT
nepcoHam3anii KOMYHIKalIlii, BiZIKpUBa€ HOBI
MEPCIICKTHBH I PO3pOOKH e(EeKTHBHHUX iHCTPYMCHTIB
MIPOCYBaHHS Ta 3a0e3MeUeHHs] KOHKYPEHTOCIIPOMOXHOCTI
MATPHEMCTB Y TH(POBil €KOHOMIII

AHaJi3 JiiTepaTypHMX JAHUX Ta MOCTAHOBKA
npodaemu. TeopeTHYHI OCHOBH EKOHOMIKH BpPaXKEHb
O0ymu 3aknaneni Pine Ta Gilmore [2], sxi 3anpornonyBain
KOHIIETII[II0 TEepexofy Bif TOBapiB Ta TMOCIYr IO
CTBOPEHHS He3a0yTHIX BpaXeHb K CaMOCTIHHOI
exoHoMIYHOI minHocTi. [Tomaneimi gocmimkenns Schmitt
[3] posmupunm 1e  po3yMiHHS ~ 4epe3  MOJIENb
CTPATeriYHUX EMIIIPUYHUX MOJIYJTIB, M0 BKIIIOYAE
CEHCOpHI, EMOIIiifHi, KOTHITHBHI Ta MOBEIIHKOBI BUMIipH
nmocBiny cnoxwupada. Verhoef et al. [4] cuctemaTusypamu
KOHILETIIIIO KJIIEHTCHKOTO JJOCBiLY, ITPOIEMOHCTPYBABIIIH,
10 BpPaXEHHS (OPMYIOTBCS Yepe3 MHOKHHHI TOUYKH
KOHTakTy 3 OpenmoMm. Lemon Ta Verhoef [5] mokazanm,
[0 YIPAaBIiHHSA KII€HTCHKHM JOCBIZIOM CTa€ KIFOYOBOIO
CTPATEeTiYHOI0 KOMIIETEHIIEl0 B yMOBax HU(POBOL
Tpancdopmarrii. Tataryntseva [6] po3poOmia mMeToamdHi
peKOMeHallii MOA0 yMPaBIiHHSA PO3BHTKOM ITU(PPOBOTO
MapKeTHHTy Ha OCHOBI EKOHOMIKH BPa)KeHb, aKIIECHTYIOUH

yBary Ha ajanTamii TpaguIifHuX KOHIEMIH 10
HU(POBOTO CEPENOBUIIA.
Konnenmiss Social Behavior Change tpaauuiiino

po3BUBaJIacs B KOHTEKCTI OXOpOHHU BﬂOpOB'H Ta COHiaJ'IbHI/IX

nporpam, ne McKenzie-Mohr [9] cuctemaru3yBas
TPHUHIIAITH community-based social marketing,
aKICHTYIOUH Ha BaXJIMBOCTI YCYHEHHS Oap'epiB mis
JOCSTHEHHS ~ TOBeNiHKOBMX  3MiH.  ABtopu  [10]
3aIpOBaIMIN KOHIIETIIII0 «nudge - M'SKHUX ITOBEIIHKOBUX
TIOIITOBXIB, SIKi HAmNpaBISIOTH BHOIp 0e3 0oOMekeHHS
cBoOomn. Tataryntseva [11] mpoaHamizyBaysa CHCTEMHE
VOpaBimiHHA  IU(QPOBHM  MapKeTHHTOM B  YMOBax
HECTaOLIBHOTO TJI00AJILHOTO CEpeNIOBUIIA, ITiAKPECIHBIIN
HeoOXiIHICTh afganTarii MapKeTHHIOBUX IHCTPYMEHTIB JIO
3MIHHHX TIOBE/IIHKOBHX MATEPHIB.

Teopis oOmexeHoi pamionansHocti Simon [13] Ta
eMITPHUYHI JOCTIIKEHHS mapagokcy Bubopy Schwartz [14]
JIEMOHCTpPYIOTh, 110 CIIOKMBadi HE MpParHyTb O
ONTUMAJIEHOTO DIMICHHS dYepe3 KOTHITHBHI OOMEKCHHS.
ABropu [16] mpomeMOHCTpyBamW, IO KOMMAHIL, sKi
inTerpytoth LI y CTBOpeHHS KII€HTCHKOTO IOCBiAY,
JIEMOHCTpPYIOTh Ha 25% BHIIY KOHBEPCIIO MOPIBHAHO 3
TpaguUiitEnME migxogamu. B poOoti [17] migkpecmumm
KpUTHYHY poib big data Ta MamMHHOTO HAaBYaHHSA Y
PO3yMiHHI Ta NPOTHO3YBaHHI CIIOKMBYOI ITOBEAIHKH, IO
CTBOPIOE MIAIPYHTS VIS IHTErpauii eMOLIHHUX BpakeHb 3
MOBEIHKOBUMH HaykaMH B LH(POBOMY CEpeIOBHILI

MapKeTIUIeHciB. Meroauka CTBOPEHHS — aJalTUBHUX
IHTEpaKTUBHUX MYJIBTUMEIIHHAX MPOCTOPIB 3
BHUKOPHCTaHHSM IITYYHOTO IHTENEKTY JOCHi/KEHa B
pobori [18].

Merta JocaiazKeHHsI TIONSATae y oOrpyHTYBaHHI MOJIEII
MapKETHHTOBHX I1HCTPYMCHTIB KOMYHIKAIIIMHOI TOJITHKH

MANpUEMCTBA Y  IUQPOBOMY  CepeloBHINI.  3amadi
JIOCITIDKEHHS:
- mpoaHaNi3yBaTH  OOMEXEHHs  TpaIuLiiHUX

MapKETHHIOBUX THCTPYMEHTIB KOMYHIKAIIIIHOI TOJIITHKH,
3aCHOBaHMX Ha €KOHOMIlli BpaXeHb, Yy IM(pPOBOMY
CEepEIOBHIIIL;

- aIaNTyBaTH MPUHIMIINA SKOHOMIKH Bpa)keHb Ta Social
Behavior Change (SBC) 10 koMyHIKamiiHO MOJITUKA B
IUQPOBOMY MApKETHHTY Ta PO3POOUTH apXiTEKTYypy
IHTErpOBaHOT MOJIEITi KOMYHIKAIiHOT IO THKY;

- OOIpyHTYBaTH pOJIb TEXHOJOTi T'€HEPaTHBHOTO
IITyYHOTO IHTENEKTY SK IHCTPYMEHTY MacIITaboOBaHOI
TepcoHai3aii BpakeHb;

PesyabTaTn gociimkeHHsi Po3risHeMo OOMEXeHHS
TpaguIiiTHIX MapKETUHTOBUX IHCTpYMEHTIB
KOMyHiKalliiHoi ~ momitTuku.  KoHmemiis  eKOHOMiKd
BpaxeHs Pine Ta Gilmore [2] 3miHMIa MapKeTHHIOBE
MUCJICHHS], TTOCTYJIIOIOUH, 1[0 Cy9YacHi CIIOKHMBAYl KYIIyIOTb
HE CTUIBKM TOBapW YW TIOCIYTH, CKIJIbKH He3a0yTHI
BpaxeHHs.  Schmitt  [3]  3anpomoHyBaB  MOIyib
CTpaTeriyHnx eMnipuaHux MoxyiiB (SEMs), mo Bkirodae
CCHCOPHI, EMOIIilHi, KOTHITHBHI, TOBEJ[IHKOBI Ta COLIJIbHI
BpaxxeHH, a Verhoef Ta koseru [4] po3poOmiy KOHIIEIIiF0
kimieaTcekoro  mocBimy  (Customer Experience), 1o
OXOIUTIOE BCI TOYKM KOHTAKTy CHOXHBada 3 OpeHIOM.
[IpoTe emmipW4Hi JOCTIHKEHHS BUSBIISAIOTH KPUTHIHHUN
PO3PUB MK CTBOPEHHSIM Bpa)X€Hb Ta PE3yJbTaTUBHUMHU
nmismu: gmmie 15-30% TO3WTHUBHUX EMOMIMHUX BiATYKIB
TpaHCHOPMYIOTECS Y TIOKYIIKY 200 TIOBTOPHY TpPaH3aKIIito
[1]. KirogoBi OOMEXeHHS TPAAMIIHHOI EKOHOMIKH
BpaXeHb BKIIIOYAIOThH: POKYC Ha €MOIIHHOMY BiIryKy 0e3
ypaxyBaHHS KOHTEKCTyaJbHUX 0Oap'epiB, HEIOCTATHIO
yBary 70 COLIJIBHOTO BIUIMBY Ta POJLOBUX MOJEJIEH,
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BIICYTHICTh MEXaHI3MIB HiATPUMKH IPUHHSATOTO PIILICHHS,
ITHOpYBaHHSI KOTHITUBHHX Ta CUTYaTUBHUX (DaKTOpiB, IO
MIEPEIIKODKAIOTH 1il. Lle cCTBOproe TeopeTHdHy NporaiuHy,
SIKy MOJKE 3allOBHHTH IHTETpAIlis 3 KOHICMINE 3MiHA
coianeHol moremiHKN (SBC), Mo BHHHKIA Y COMIABHUX

nporpamax i cokycoBaHa Ha (akTH4HiIl 3MiHI NOBEIIHKN
Yyepe3 CUCTEMHUIT MiaxXiJ Ta ycyHeHHs Oap'epiB (piznuHMX,
KOTHITUBHHMX,  COLIAIBbHUX,  eMoIliianx).  CKiIajoBi
€IIEMEHTH KOHIIeTi it MapkeTHHTy BpaxkeHb 1 SBC (puc.1).

Konuemnuis »

Hudposuii kpeatus

—— Bpaxenns

MapKeTHHTY BPaXEHb

/V

[ Iludposuii kpeaTus \

[MinTpumytroue cepenoBuiIe

Konnenmig SBC

B

ITononanns 6ap’epis

Hist

| HvmkuHT -1omToBXu |

\ Brumus uepes inbayeHcepiB /

Puc.1 — CxiragoBi eneMeHTH KOHIEIIIIH MapKeTHHTY BpakeHb 1 SBC

Loicepeno: pospobneno asmopamu

OOMexeHICTh TpaAuIifHOTO MapKeTHHTy BpaKeHb,
SIKAH He 3aBXKIU KOHBEPTYE EMOLIMHUNA BITYK V (DaKTHIHY
TIOBENIIHKOBY [Iif0, BUMAra€ HOBOTO ITIIXOMy B €ICKTPOHHII
KOMepIlii, ToMy iHTerparis miei koHmenmii 3 Social Behavior
Change (SBC) € HeoOXimHOIO, OCKUIBKH BOHA 3a0e3reuye

CHHEprilo, siKka BIUIMBAac OE3MOCEpPeNHE0 Ha TIOBEIiHKY.
[opiBHsHHA 2-X KOHIEMIi 1 iX cuHTE3 B Tporeci
MIPOCYBaHHS TOBAapiB Ta IMOCIYT B €JCKTPOHHIA Komepmil
NPEACTABIICHO Ha puc.2

‘ MapKeTl/lHF BpPakeHb

Social Behavior Change

Kinmesa mera — popMmyBaHHs He3a0yTHIX BpaKeHb,

Kinieea Mera — KOHKpPETHa 3MiHa

MOBEAIHKH, BUKOHAHHS I[IJILOBOT il

aHimalis, motion
KOH(pirypaTopH,

Bieo Ta
€JIEMEHTH,

iHporpadika,
IHTepaKTHBHI

KOHTEHT, PEKOMEHMIAIIHHI CHCTeMH,
11T voice, Ul, ay1ioOpeHIVHT,

iHcTpy™MeHTH, yaT-60tn, UX/UI nu3aiis;

IncrpymenTn:undpoBuil kpeatus, rpadidyHuil IU3aiiH,
design,
IHTepaKTHBHI
karamoru, immepcis (AR, VR, BipTyaiapHi NOpuMipoYHi,
WebGL-nocBinu), reiimudikariisi, 4eineHxki, iHTepaKTHBHI
CTOpi3, MepcoHai3allisl, THHAMIYHI JICHIIHTH, alanTHBHHMA
CTOpITEiHT
eKcrepTusa, Kehc-cramdi, moakactu, white papers, ayaio Ta
[I-renepoBani

Ta

IncrpymenTn:

[Mixtpumytoue cepenosmuiie (enabling);

Hudpornit kpeaTus (SIK KOMITOHEHT) ;

IHdmyencepu Ta ambacamopy;

Nudging Ta peryispHi HaraJxyBaHHS;
DopMyBaHHS COLIaJIBHOIO KOHTEKCTY;

Posb0Bi MOJIEI OBEMIHKY;

3BOPOTHI 3B'SI30K Ta MiITPUMKA,

[Tomonanns 6ap’epis;

v

!

IMoxa3HMKHU pe3yJIbTATUBHOCTI:
3aJTy4eHICTh,
3amaM’ATOBYBaHICTh OpEHIY,
eMOIIifHa peaxiis

IToka3HMKH Pe3yJIbTATHBHOCTI:
(akTHYHA 3MiHA TIOBEIIHKH;
BHKOHAHHS LIIHLOBOT i,
MMOBTOPHE BUKOHAHHS IITLOBOT i1
(cTaiicTh OBEMIHKH);

)

rd

InTerpanisi A1 KOMYHIKATUBHOI NOJITHKH B IM(GPOBOMY MapKEeTHHIY

3MIHH.

Cunepris. Mapkerunr BpaxkeHb + SBC. BpaxxeHHS CTalOTh HE CaMOIIIJLTIO, a KaTali3aTOPOM TOBEIIHKOBOT

EMouiiiHuii BiI'yK JONOBHIOETHCS CHCTEMHOIO POOOTOIO 3 yCyHEHHs Oap'epiB, COLiaJIbHUM BIUIMBOM Ta
MOBETIHKOBUMH ITOIITOBXaMH IS TpaHc(opmarlii iHTepecy B Jito.

Pucynoxk 2 — CuHre3 2 KOHIEMNLiil B KOMyHIKaTHUBHIN MOJITHKY B HTUPPOBOMY MapKETHHTY

Loicepeno: pospobaeno asmopamu
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KomyHnikariiiHa momiTHka MiANPHEMCTBA TOTpeOye
€BOJIIOIII depe3 oOMexxkeHy €(EeKTHBHICTD TPaAHIifHOTO
Mapkeruary Bpaxenb. OcTaHHIH (QOKyCyeTbCcs Ha
eMOLIIHHOMY  JOCBifi Ta CTBOPEHHI KpPEaTUBHOTO
U(POBOro KOHTEHTY JUIA MiJBUILCHHS 3aJIy4€HOCTI, aje
4acTO He TrapaHTye KoHBepcii y mokymnky. Hartowmicts,
Konrnenmist 3minm coriansroi moseainku (SBC) [19, 20]
Opi€HTOBaHa Ha (PaKTUYHY MOBEAIHKOBY TpaHC(HOPMALiO.
Ii iHcTpymeHTapiii (ycyHeHHs Oap'epiB, CTBOPECHHS
«enabling environment», BHUKOPHUCTAaHHS COIIaILHOTO
BIUIMBY Ta «nudging») € KPUTUYHO BaXXJIUBUM IS
EJNIEKTPOHHOT KOMepLii, Ji¢ TOIIMpPEeHI BHUKIUKH: Opak

ZOBipH, «mapajia  pimieHHsS» ~ Ta  KOTHITHBHE
nepeBaHTaXKeHHA. EdekTnBHAa KOMyHIKamiiHa CTpaTeris
Ma€e BpaxOBYBaTH TEOpPif0 OOMEXKEHOi paIioHaIBHOCTI
(bounded rationality) [13], ne cnoxuBau mparse 10
«IOCTaTHBO TapHOro» pimeHHs (satisficing), yHUKaro4du
«BTOMH BiJ| pinieHHs». Hammuimok Bubopy, sk 1noBiB b.
Bapr [14] 3Hmkye kouBepcito. Tomy iHTerpoBaHa
MOJIeNb BUKOPHUCTOBYE TIEPCOHANI30BaHY MHiarHOCTHKY
JUISL MIBUAKOTO 3BYXKEHHS BHOOpY 1O 3-5 peneBaHTHHX
OMNIlif, IO YyCyBae KOTHITUBHE IICPCBAHTAXCHHSI Ta
3abe3nedye TpaHCOpMAIIito BpaxeHHs y Aifo (puc.3)

Kopuctysau
A 4
Kommnonenr 1. Jlianoroea aiarnoctuka notpeo i 6ap’epin
1 Lo BinOyBaeThCs— aJanTUBHUN IiajIor 3aMiCTh KaTajory, |
BUSIBJIICHHSI MOTHBALIi1 Ta Oap'epiB, 3By>keHHA 3 500 mo 3-5 KonkypeHTH
OIIIIII. a nepeBara-
Hii pipmu (Texnomnorii) — NLP-cucrema / Yar-60T, excTpaxiist MaciTaboBana
JIAHMX, 3HUKEHHS KOTHITUBHOT'O HABAHTAKEHHSL. fiepcoHamsatys
¥ yepes I B
yMOBax
Kommnonent 2. I11I renepoBaHi nepcoHanizoBaHi BpaXKeHHs FOMOI'€HHOCT]
o BinOyBaethest (hopmar) —aBoIIapoBe Bifeo (IMiACBITICHHS nporosuiLii
moTpedn + BpaXCHHS), PE30HAHC 3 OCOOHCTUMH I[IHHOCTSIMH,
YHIKaQJIbHUHU KOHTCHT JI KOKHOTO.
Hii ¢ipmu  (texHonoris) — text-to-video mr, macmraboBaHa
nepcoHaisalis Ha 6a3i JaHuX. Kuo4oBuii
npuHUuNn -
y BPa)KCHHS He
Kowmnonent 4. ColiansHuii BIUIMB Ta poIboBi MOJENI caMoqinb a
— ) 1o BinOyBaeThcst (MPUHIMIL SDC) — IEMOHCTPALIS «JIIOAEH SIK I, E?;:g:;j(;i)ﬁ
BIATYKH pENeBaHTHUX iH(IyeHCepiB, 3HIDKEHHS CHPUHHATOTO
PH3HUKY.
Hii ¢ipmu (MexaHizmMu) — 0a3a BIATYKIB N0 CErMEHTaX, MiKpo-
v
Kowmmnonent 5. Nudging Ta perynsphuii 3B0poTHiii 38'130K R
Illo BinOyBaeThcst — mnepcoHanmizoBanuii call-to-action, M'ki
nomroBxu (aedinuT, TEpMIHOBICTh), HaralyBaHHsS 3 IMIATPUMKOIO,
MOCT-TIOKYTIKOBE ITiIKPiTlIIeHHS.
il ¢pipmu (Metoau sbc) — moBemiHKOBI TEXHIKH, aBTOMATH3AIisA
nudging, aBTOMaTH3allis MATPUMKH.
HIJIbOBA A1 18
] H1JIb: IIOKVIIKA + ®opmMyBaHHS JIOSUTBHOCTI
TeopeTuuna OCHOBA:eKOHOMIKa BpaXXEHb Texnonoriuna 6a3za: NLP s nianory,

(emomiitauii pezoHanc), Social Behavior Change (3miHa
noBefiHku), OOMexeHa paliOHAJBHICTh (3HIKEHHS
KOTH. HaBaHTa)XEHHs1), Tapazokc BUOOpY (onmTHMizaris
OIIILIIHA).

Ieneparusnuit 11, Anamituka moseminkw, CRM
mepconamizamnii, ABTomaTtm3amis nudging, A/B
TECTYBaHHSL.

Pucynox 3 — InTerpoBana MoJiesib MapKETHHIOBHX IHCTPYMEHTIB KOMYHIKALli{HOT MOJITHKY ITIAIPUEMCTBA B
(ppOBOMY MapKETHHTY

Howcepeno: pospobreno asmopamu
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ApxitekTypa  iHTerpoBaHoi  Mozemi.  Mojens
CKJIQJIAETHCS 3 I'ITH B3a€EMOIIOB'I3aHUX KOMIIOHEHTIB, SIKi
MOCTIIOBHO BEIyTh CIIOKWBa4ya BiJl IEPBHHHOTO
KOHTaKTy 1o IinboBoi mii. KirodoBa apxitexTypa mozeni
MTOYMHAETHCS 3 A1aJIOTOBOI AiarHOCTUKH mTOTpeO i Gap'epiB
cnoxnBada, ae l-cucteMn 3aMiHIOIOTH TpaIWIliHHIHA
MOIIYK M0 KAaTaJloTy, 3BYXYIOUM BHOIp 1 3HIDKYIOUH
KOTHITUBHE HABaHTAXCHHA. Ha OCHOBI OTpHUMaHHX
JaHWX, MOAedb TIepexomuts 10 crBopenns II-
TeHEpOBaHKUX IEPCOHANI30BaHUX BPaKEHb (HANpPHKIAL,
YHIKQIbHUX BiJ€0), SKIi €MOLIfHO pEe30HyIOTh i3
notpedaMu  KOpPHUCTyBaya 1 CHYI'YIOTb  IOTYXXHHUM
KaTayi3aTopoM JUIS MOAANBIINX i, TpeTiii KOMITIOHEHT —
Lle YCYHEeHHs 0ap'epiB 4yepe3 CTBOPEHHS IiATPHUMYIOYOTO
cepenoBuma (enabling environment), ske Hamae dYiTKi
IHCTpPYKIii, MHUTTEBY TIATPUMKY Ta  Bi3yaji3aIliro
CKJIAHUX IIPOLIECIB. MAapKETHHTOBUX 1HCTPYMCHTIB
KOMYHIKaI[iifHOT TOJIITUKU MiAIPHEMCTBA B IH(PPOBOMY
MAapKeTHHI'Y peJiCTaBlIeHa Ha puc.3.

PosrnsiHeMO mNpakTHYHE 3aCTOCYBaHHS IHTErpPOBaHOT
Mojeni MapkeTHHry BpaxeHb 1 SBC Ha mnpuknani
MOKYIKH O€3[]pOTOBHMX HAaBYIIHHKIB Ha MapKeTIUICHCI.
KomysikariiiHa nonituka GopMyeThes 4epe3 MoCiJOBHI
IHTepaKTUBHI  €Tamu, sKI aJanTyloTh KOHTakT i3
CHOXKMBaueM IiJ 10T0 LIHHOCTI Ta MOBE/IHKOBI AaTEPHHU.

1. JliarHoctnunmii  miamor. CucTemMa 3aMiHIOE
MepersisiJ, COTEHb TOBAapiB  aJaNTHBHUM  KOPOTKHUM
miajoroM, SIKMH BH3HAYa€ IIHHOCTI Ta KOHTEKCT

kopuctyBava («[HHOBaIi1Y, «CTaTycy, «ExoHOMIsY, « /s

CIIOPTY»), 3BYXKYIOUH BHOIp J0 4-5 peleBaHTHUX
Mozeneii. Lle n03BoJsie MiANMPUEMCTBY HEpCOHATI3YBaTH
NoJajblll  KOMYHIKalii,  3HWXKYIOYM  KOTHITHBHE
HaBaHTAXKECHHS.

2. Ull-renepoBaHi nepcoHanizoBaHi BpaxxeHHs. s
BiZliOpaHUX MoJesel CTBOPIOIOTHCS 15-cekyHIHI Bijeo,
ajanToBaHi iy oOpaHy IIHHICT, MO (OPMYIOTh
EMOLIMHUI 3B 30K 1 3aKJIQIAl0Th OCHOBY JJIsl €MOLIIIHO
OpI€HTOBAHOT KOMYHIKAIIHOT MOJIITHKH.

3. VYcymemns Oap’epiB. Cucrema TIPOAKTHBHO
BIINIOBiJa€ HAa CYMHIBH CETMEHTY KOPHCTYBadiB,
HAQJIAl0YM YiTKI [HCTPYKWii Ta MIATPUMKY, CTBOPIOIOYH
«enabling environment». Lleii eram ¢dopmye ermduny i
MiATPIMYIOYY KOMYHIKaIio OpeHay.

4. ComiagpHHH BIDIMB 1  POJIGOBI  MOJEIIL.
KomyHnikariiHa  MoJiTHKa  BKIOYAE  CETMEHTOBaHi
BITYKHM Ta MPHUKIAAN IUILOBUX MOJIENEH, IO MiJBUIILYE
JIOBIpY 4epe3 COIlialbHUI JI0Ka3 1 1HTeTrpye MOBEAIHKOBI
npunimm SBC.

5. INepconanizoBanuii CTA i nudging. 3akimuk 10 il
ajantyeTbcsi i) MOTHBAII0O  KOpHCTyBada  Ta
JIOTIOBHIOETHCS TTOBEAIHKOBHMH IOIITOBXaMHU (nedimur,
TEPMIiHOBICTB), 3a0e3neuyodn KOHBEpCII0 6e3
arpecMBHOTO THCKY, IO € €JEMEHTOM Cy4acHOl
KOMYHIKaI[iiTHOT ITOJTi THKY.

6. [Ilocr-kymiBenmpbHa miaTpuMmka. Hancunarotses
IHCTpYKHii Ta 3ampoINeHHS [0 CHIIBbHOTH paHHIX
ajgonrepiB, (GOPMYIOYH JIOSIBHICTH 1 ambacamopiB
OpeHy, 3aBepIIYIOYH IIUKJI KOMYHIKaIliHHOT MO THKH.

Takum YUHOM, KOMYHiKaIliiHa MOJTITHKA

yCYHCHHsT Oap’epiB, COIadbHUN BIUIMB Ta IUIHOBI
3aKIUKH 1O Jii IHTETPYHTbCA JUIS  IIiJABHUIICHHS
e(eKTHBHOCTI KOMYHIKaIiH 1 JOSIHHOCTI KITIEHTIB.

BucnoBku. JlocmimkeHHs BUSBIUIO CydacHi TEHACHIIIT
IUPPOBOTO MapKETHHTY Ta I[OKa3ajo, M0 c(eKTHBHA
KOMYHIKaIliifHa MOJITHKA IMOETHYE MapKETHHT BPaXKECHb 1
Social Behavior Change (SBC). Po3po6iieHo iHTerpoBany
MOJIeNb, SKa BKJIFOYAE JiajOrOBY MIarHOCTHKY IIOTpeO,
II-reHepoBaHi NepcoHaNi30BaHI BPaKEHHS, YCYHEHHS
Oap’epiB, colliaJbHUN BIUIUB Ta MEPCOHATI30BAHI 3aKIIUKU
JI0 Jii, 0 MiJBHIIYE PE3yJbTaTHBHICTh MapKETHHIOBUX
iHCTpyMeHTiB.  Bukopucranns — texnomorii  NLP,
generative Al Ta aHaJXITUKK [O3BOJISIE aJaNTyBaTH
KOHTEHT TMiJl IHAWBiAyaJdbHI TOTPeOM Ta IIHHOCTI
CHOXWBaYa, CIPUAIOYN TpaHCHOpMAIIii 3amiKaBICHOCT] Y
KoHKpeTHi nii. CHCTeMHe yCyHEHHs 0ap’epiB Ta TEXHIKU
nudging MiIBUIYIOTH KOHBEPCII0 Ta IMOBTOPHI MOKYIKH,
(opMyroun eMomiitHuN 3B’A30K 1 JOSIBHICTE. Momens
TaKOX CTUMYIIIO€ CoLlanbHy 3aJIy4YeHICTb,
MIEPETBOPIOIOYM KJIEHTIB Ha amOacazopiB OpeHay Ta
POJIBOBI MOJIEIT ISl 1HIIMX CIIOXKHUBAYIB.
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