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10.J1. TATAPHHIIEBA, O.1I. IIYIIIKAP

®OPMYBAHHS MAPKETUHI OBO-KOMYHIKAIIAHOI MOJITUKW HA OCHOBI
BUKOPUCTAHHS MAPKETUHIOBUX IHCTPYMEHTIB, IIIT TA KOHIIENIII EKOHOMIKH
BPAKEHD JUIsI YITPABJIIHHSI EOEKTUBHICTIO AIAAJIBHOCTI HIAITPUEMCTBA

CrarTs IpHUCBSYCHA PO3pOOLI IHTErpOBaHOI MOJENI MapKETHHIOBHX iHCTPYMEHTIB MapKeTHHTOBO-KOMYHIKAI[IHHOI IONITHKH MiJIPUEMCTBA B
QPOBOMY MapKETHHTY. ABTOPH HOCTIIKYIOTH OOMEXKEHHS TPAIMIiHHOI KOHIEMI[i MapKeTHHTY BpaXKeHb, siKa (DOKYCYEThCS Ha CTBOPEHHI
eMOLIHOro J0CBidy, ajie He 3a0e3neuye eeKTHBHOI KOHBEPCii y LiboBI Aii Cro)KuBaviB. BHABICHO KPUTHYHUI PO3PHB MiXK CTBOPEHHSM Bpa)KeHb
Ta pe3yIbTATUBHUMU JisSIMH, OCKUIGKY JIMIIE He BENUKHII BiJICOTOK MO3UTUBHUX €MOLIMHHUX BiATYKiB TpaHC()OPMYIOThCS Yy (aKTHUHY MOKYIKY abo
MOBTOPHY TpaH3akIilo. Ll HEeBiANOBiAHICTE OCOOMMBO BHpa3Ha B IU(POBOMY CEPENOBHIIi, A€ BiACYTHICTh ()i3HYHOTO KOHTAaKTy, MHUTTEBICTH
B3a€MOJIii Ta MHOXXHHHICTb aJbTEPHATHB CTBOPIOIOTH JOAATKOBI Oap'epu s KOHBEpCii. 3ampoOIOHOBAHO IHTErpalil0 MapKETHHIY BPaXeHb 3
KOHIIENIi€0 3MiHN conianbHol moBeainku (Social Behavior Change), sixa opieHTOBaHAa Ha (haKTHUHY MOBEHIHKOBY TpaHC(HOPMAINIO CIIOKHBAUiB.
ITpoBeneHo meTabHUH MOPIBHAIBHUI aHAII3 ABOX KOHIEMIIH, BU3HAYEHO iX LUILOBI OpieHTHpPH, cHeu(piyHNHi IHCTpyMeHTapiil JOCSTHeHHS Iilnel
Ta KJIFOYOBI MOKA3HUKH Pe3yIbTATHBHOCTI. BHSABIICHO, 110 KITIOUOBI OOMEKEHHS TPAIHIIHHOT EKOHOMIKH Bpa)KeHb BKIIFOYAIOTh (POKYC Ha eMOL[HOMY
BIATYKy 0e3 ypaxyBaHHsS KOHTEKCTYalIbHUX Oap'epiB, HEIOCTATHIO yBary J0 COLIAIBHOTO BILUIMBY Ta BiICYTHICTh MEXaHi3MiB HMiJTPUMKH NPUHHATOTO
pimenHs. Po3pobiieHo iHTErpoBaHy MOJENb 3 I'ATH B3a€MOIIOB'SI3aHUX KOMIIOHEHTIB: JianoroBoi NiarHOCTHKH HOTped i Oap'epis, ctBopenHs IIII-
reHEPOBAaHUX IEPCOHAN30BAHUX BpPaXKE€Hb, YCyHEHHs Oap'epiB uepe3 enabling environment, 3acTOCYyBaHHs COLIAJbHOTO BIUIUBY Ta POJIbOBUX
MOJIeJIeH, TIepCOoHAIi30BaHMX 3aKIIUKIB /10 Aii 3 nudging-enemeHtamu. Mojielb BpaxoBye TeOpiro 0OMexeHol paioHansHocTi ['epbepra CaiiMoHa Ta
nociipkenHs bapi IlIBapra mpo HeraTWBHHMH BIUIMB HAQ/UIMIIKY BHOOpY Ha KOHBepCilo. 3amporoHoBaHO BHKopucTaHHs IlI-cucrem st 3aminn
TPaAULIIHOrO MOIIYKY MO KaTalory aJalTHBHAM IiajoroM, 0 3BY)Xye BHOIp 10 3-5 peneBaHTHUX OMLiil Ta 3HWKYE KOTHITHBHE HABAHTAXKEHHS HA
crioxkuBada. OcoOuiBa yBara npH/ijieHa CTBOPSHHIO MiATPHMYIOUOTO CepeOBHINA VIS yCYHEHHsI (hi3HYHHUX, KOTHITHBHUX, COLIAJIBHUX Ta eMOLIIHHAX
Oap'epiB Ha HUIIXY OO 3MIHCHEHHS NOKYNKH. JleTalbHO INPEACTaBIEHO IPAKTHYHE 3aCTOCYBaHHs IHTErpoBaHOI MOJENi Ha NPHKIAAI HMOKYIKH
0e3ApPOTOBMX HABYLIHMKIB HA MApKeTIUICHCi 3 OMMCOM IIeCTH MOCTIIOBHUX €TamiB mepcoHatizoBaHoi B3aemonii. IlpoimoctpoBano, sk
JIarHOCTUYHHHN JIiaJior, MepCoHai30BaHi BiJleo, POAKTHBHA ITiITPHUMKA, CETMEHTOBaHI BIITYKH Ta aJalTUBHI 3aKJIUKH JI0 Jii POPMYIOTh CUCTEMHY
KOMYHIKaI[il{Hy NOJITHKY. BKIIIOYeHO KOMIOHEHT MOCT-KYIiBEIbHOI MATPUMKH 3 IHCTPYKLISAMH Ta 3aTy4eHHSM JO CIIIBHOTH I (popMyBaHHS
JIOSUTBHOCTI Ta ambacaiopiB Openay. JloBeaeHo, 1o iHTerpoBana Moiesb 3abe3nedye CHHEPTiio MiXK eMOLITHIM BiATYKOM Ta CHCTEMHOIO POOOTOIO 3
TpaHcdopMalii iHTepecy CIoXHMBada y KOHKPETHY IOBEAIHKOBY Aif0 Ta ii cramicTs. Po3pobieni mimgxoau GOpMyIOTh TEOPETHYHY Ta MPAKTUYHY
OCHOBY JUISI TOOY0BH €(peKTUBHOI MapKETHHIOBO-KOMYHIKAIiifHOI IOJITHKH HiJIPHEMCTBA B YMOBaX Cy4acHOI eJeKTPOHHOI Komepiii. PesynpraTn
JTOCITI[UKEHHST 3aIlI0OBHIOIOTh TEOPETHYHY JIAKYHY MK KOHLCMIISIMH €KOHOMIKH BPa)KCHb Ta 3MiHH COL{aNbHOI MOBEIIHKH Y KOHTEKCTI LE(POBOTO
MapKeTHHTY.

Kio4uoBi ci10Ba: MapKeTHHIOBO-KOMYHIKaIiiiHA MOJITHKA; MAaPKETHHIOB] iHCTPyMEHTH; IU(POBHII MApKETHHT; INTYYHUH IHTENIEKT; CKOHOMIKa
BpaXKEeHb; MEPCOHATI3ALLIS; CIIOKMBYA MOBE/IIHKA; YIPaBIiHHS €()EKTUBHICTIO; 3MiHa COLIabHOI MOBEAIHKU

Y. TATARYNTSEVA, O.PUSHKAR

FORMATION OF MARKETING COMMUNICATION POLICY BASED ON THE USE OF
MARKETING TOOLS, Al AND THE CONCEPT OF THE ECONOMY OF IMPRESSIONS TO
MANAGE THE EFFICIENCY OF ENTERPRISE ACTIVITIES

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 communication policy; marketing tools; digital marketing; artificial intelligence; experience economy; personalization;
consumer behavior; performance management; social behavior change

Beryn. CydacHuii CioskMBUMI pHHOK XapakTepusyersca 10 80%  [1]
Oe3Mpere/icHTHIM PiBHEM KOHKYPEHLUi, A€ TpaauuiiiHi  MapKeTIuieiciB

TOBAapiB y TOMYJSIPHUX  KaTeTopisx
MaroTb CXOXI1 (yHKIIOHATBHI

napameTpu audepenmianii (miHa Ta SKiCTh) BCE YacTille
BUSIBJIIIOTHCS  HEOCTATHIMH 1l JOpMyBaHHS CTIMKHX
KOHKYPEHTHHX TiepeBar. 3a JaHUMH OCTaHHIX JOCTiKEHb,

XapaKTEPUCTHKH Ta I[IHOBI TO3MIIii, IO CTBOPIOE CHTYAIIIO
«rapaiiqay BHOOpY» IJIsl CHOXKHBada. Y I[bOMY KOHTEKCTi
exoHoMika BpakeHb (Experience Economy), 3anponoHoBana
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Pine ta Gilmore [2] uie B 1998 porii, 31aBanocs 6, mpornoHye
PILICHHS: CTBOPHUTH YHIKAIGHUN EMOIUMHHUNA JOCBIM, SKHUA
BUALTATE OpeH]| cepel] KOHKYPEHTIB.

[Ipore, mompy MmMpPOKe BH3HAHHS Ta IMIDIEMEHTAIIiO
NPHUHLMIIB ~ €KOHOMIKM BpaXeHb y  MAapKETHHTOBHX
KOMYHIKAIisAX, 3aJMINAETECS KPUTHIHHA pPO3PHB MK
CTBOPCHHSIM BpaX€Hb Ta (DAKTHIHOIO 3MIHOIO CIIOKHBYOL
moBeniHKA. EMmipudni  [maHi  cBim4aTh, M0 HAaBiTh
HAWACKPABINIl ~ CMOMINHHI MEPEeXKMBAHHSA HE  3aBKIU
TpaHC(HOPMYIOTHCSI Y KOHKpETHI [ii (MOKYMKY, MOBTOPHY
TpaH3aKio abo JNOSUBbHICTH 10 OpeHmy). Ll auckpenamtist
ocoOIMBO  BUpasHa B IM(POBOMY  CEPENOBHIL
MapKeTIUICHCIB, 1€ BIACYTHICTH (I3UYHOrO KOHTAKTy 3
MPOAYKTOM Ta KOPOTKOYACHICTh YBaru CIIOXKMBaYa
CTBOPIOIOTH JTOJATKOBI Oap'epu 1 KOHBepcii 1, sK
HACIITIOK, e(EeKTHBHOCTI JISUTBHOCTI B HU(PPOBOMY
MAapKETHHTY.

AKTyaJIBHICTh TEeMH JOCTIIGKeHHS. AKTyalbHICTh
JOCITIDKEHHST 3YMOBJICHA HEOOXITHICTIO TEPEOCMUCICHHS
MapKEeTHHTOBHX IHCTPYMEHTIB (pOpMyBaHHS KOMYHIKaI[ifHOT
MOJIITUKM Ta TIPOCYBaHHA MiANPHEMCTB Yy LU(PPOBOMY
CepeIoBULII B yMOBax  TpaHc(oOpMallii  CHOKHBYOI
MOBEIHKH Ta 3pOCTaou0i ToBapHOi romoreHHocTi. CydacHi
MINPHEMCTBA CTHUKAIOTHCA 3 KPUTHYHOK IPOOIIEMOIO
HHU3bKOT KOHBEpCil MapKETHHTOBHX KOMYHIKalliii: HaBiTh
HAWsACKpABIlli E€MOIiiHI BpaXeHHS, CTBOPEHI depe3
U(POBHUIA KpeaTHB Ta IHTCPAKTHBHI €JIEMEHTH, HE 3aBXKIH
TpaHC(HOPMYIOThCS Y LUTBOBI Mii CIIOXKHBAYiB, IO 3HIKYE
PCHTA0ENBHICTP MAapKETHHTOBHX IHBECTHIIH Ta 3araibHy

epekTuBHICT,  Oi3Hecy.  TpamumiiiHi  iHCTpyMeHTH
KOMYHIKalifHOi ~TOJITHKH, 3aCHOBaHI BHKIIOYHO Ha
€KOHOMIlll BpaXeHb, JIEMOHCTPYIOTb OOMEXEHICTh Y

(ppOBOMY  CEpelOBHINI, i€ BIACYTHICTH  (DI3UYHOTO
KOHTaKTy, iH(pOpMaIliiiHe MEepPEeBaHTAXKCHHS Ta HaJAMIpHHIA
BUOIp CTBODIOIOTH JIOJIATKOBI Oap'epy Ui NPUHHSTTS
pitreHb. [HTerpaiiss MapKeTHHTY Bpa)KeHb 3 KOHLETILEO
Social Behavior Change, sika pONOHY€e CUCTEMHHIA IiXi[
4yepe3 YCYHEHHs Oap'epiB, CONIaJbHUIA BIUIMB Ta
MOTHBALlIHI TEXHIKM, B IIOEIHAHHI 3 MOXKJIMBOCTSIMU
TeHEPAaTHBHOTO IITYYHOTO IHTENEKTY IS MacIITaOoBaHOI
TepcoHaTi3amnii KOMYHIKaIliif, BIIKpUBae HOBI IEPCIEKTHBU
U PO3pOOKH e(peKTHBHHUX IHCTPYMEHTIB TPOCYBaHHS Ta
3abe3nedyeHHs KOHKYPEHTOCIPOMOXKHOCTI MiIIPHEMCTB Y
1 poBii eKOHOMITTE

AHaniz JiTepaTypHMX JaHHX Ta IOCTaHOBKa
npodJemu. TeopeTndHi OCHOBH €KOHOMIKH BpayKeHb OyiH
3akmazeni Pine Tta Gilmore [2], sxi 3ampomoHyBaiu
KOHIICTII{I}O TIEPEeXO/y Bifl TOBAPIB Ta MOCIYT JO CTBOPEHHS
HE3a0YTHIX BPaKCHb SIK CAMOCTIHHOT €KOHOMIYHOT I[IHHOCTI.
Momanemi  mocmimkenHs Schmitt [3] posmmpumn e
pPO3YMiHHSI d4epe3 MOJEeib CTPATEeriyHUX EMITIPHIHUX
MOJIYJIB, IO BKJIIOYAE CEHCOPHI, EMOIIiliHi, KOTHITUBHI Ta
MOBEIIHKOBI BHMIpH J0CBiay croxmBada. Verhoef et al. [4]
CHCTEMATH3YBAJIM  KOHIICIIIIF0O  KITEHTCHKOTO  JIOCBIIY,
MPOJIEMOHCTPYBABILIM, 110 BpaXeHHs (OPMYIOThCS uepes3
MHOXKHHHI TOYKH KOHTakTy 3 Opernom. Lemon Ta Verhoef
[5] mokasanu, mo ympaBiiHHSA KIIEHTCHKAM JIOCBIZIOM CTae
KITFOYOBOIO  CTPATETiYHOIO KOMIIETEHINIEI0 B yYMOBax
mudpoBoi TpaHcopmartii. Tataryntseva [6] po3poOmia
METOJMYHI PEKOMEHIAIli IIOM0 VYIPABIiHHA PO3BUTKOM
(POBOro MapKETHHIY HAa OCHOBI E€KOHOMIKH Bpa)KCHb,
aKICHTYIOUYM yBary Ha aJantaiil TPaJuIidHAX KOHIICHIIii

JI0 (POBOTO CEPEIIOBHIIIA.

Konmermiiss  Social Behavior Change TtpaaumiiiHo
pO3BHBaacS B KOHTEKCTI OXOPOHH 3/I0POB'S Ta COLIAIBHUX
nporpaM, nme McKenzie-Mohr [9] cucremarnsyBas
TpUHITI community-based social marketing, akiieHTyI0uH
Ha B@XIMBOCTI YCYHEHHS Oap'epiB Il IOCATHEHHS
TIOBENIIHKOBHX 3MiH. ABTopH [10] 3ampoBaanim KOHIEIIO
«nudge» - MSKHX TIOBEOIHKOBHX IOINTOBXIB, SKi
HanpaBJsIOTh BUOIp Oe3 oOMexeHHs cBoOoau. Tataryntseva
[11] npoaHamizyBaja CHCTEMHE YHpaBIiHHSI IM(PPOBUM
MapKeTMUHIOM B YMOBax HeCTaOUIBHOTO —IJI00AJIBHOTO
CCPENOBHINA, TIAKPECIMBINN  HEOOXITHICT  ajamTarii
MapKeTUHI'OBUX IHCTPYMEHTIB 1O 3MIiHHHMX MOBEIIHKOBHX
MIaTepHiB.

Teopist oOMexkeHoi pamioHanpHOCTI Simon [13] Ta
EMITIpHUYHI JTOCIIDKEHHS Tapagokcy Buoopy Schwartz [14]
JEMOHCTPYIOTh, IO CIIOXKHBadli HE TParHyTb JO
ONTHMAJIFHOTO PIIICHHS 4Yepe3 KOTHITHBHI OOMEKEHHS.
Astopu [16] mpomeMoHCTpyBamy, IO KOMIAHIL, sKi
iHrerpytots LIl y CTBOpeHHS KIEHTCHKOTO JIOCBILY,
JICMOHCTPYIOTh Ha 25% BHIy KOHBEPCIIO TOPIBHSHO 3
TpaJuIiiHMK Tiaxonamu. B poGoti [17] mipkpecimu
KpUTHYHY pojb big data Ta MamMHHOrO HaBYaHHA Y
PO3YMiHHI Ta NPOTHO3YBaHHI CIOXKHMBYOI ITOBEIIHKH, IO
CTBODIOE MIAIPYHTS Ui IHTErpanii eMOLIHUX Bpa)KeHb 3
TOBCIIHKOBUMH HAayKaMH B IH(POBOMY CEpeIOBHII
MapKeTIieliciB.  MeTonuka  CTBOPEHHS — aJalTHBHHX
IHTEepaKTUBHUX MYJIbTHMEIITHIX TIPOCTOPIB 3
BUKOPHCTaHHIM INTYYHOTO iHTEIEKTY JOCITiIKEHa B POOOTI
[18].

Meta aocaiIKeHHsI Tojisirac y oOIpyHTYBaHHI MOIEi
MapKeTUHIOBUX IHCTPYMEHTIB KOMYHIKAIiHOT MOJIITUKK

manpuemcTBa  y  1udpOBOMY  CepeloBHMINl.  3amadyi
JIOCTIZKEHHSI:
- HpoaHaizyBaTi OOMEKEeHHS TpaJIIHHAX

MapKeTUHIOBUX IHCTPYMEHTIB KOMYHIKal[iiHOT TIOJITHKH,
3aCHOBAaHMX Ha EKOHOMILl BpaXeHb, Yy UU(PPOBOMY
CEePEIOBHIIII;

- aJanTyBaTH TPHHIMITN €KOHOMIKH BpakeHb Ta Social
Behavior Change (SBC) mo KOMyHIKamiiHO TOJITHKH B
IU(QPOBOMY MAapKEeTHHTY Ta pPO3POOUTH  apXiTeKTypy
IHTErpOBaHOT MOJIEITi KOMYHIKAIiHHOT MOJIITHKY;

- OOIpYHTYBaTH pOJIb TEXHOJIOTil TeHepaTHBHOIO
IITY9HOTO IHTENIEKTYy SK I1HCTPYMEHTYy MaciTaboBaHOI
TepCcoHaTi3amil BpakeHb;

Pesyabratun pociaimxeHHss PosrisiHeMo oOMexeHHs
TpaJUIIHHAX MapKETUHIOBUX IHCTpYMEHTIB
KOMYHIKaIliitHO1 mosiTiky. KoHIenIis eKOHOMIKH BpayKeHb
Pine ta Gilmore [2] 3MiHMIIA MapKETHHIOBE MUCICHHS,
MOCTYJIFOFOUH, [0 CYyYacHi CIIOXKHBayi KyIyIOTh HE CTUIBKH
TOBAapH YM IIOCIIYTH, CKUIBKM HE3a0yTHI BpakeHHs. Schmitt
[3] 3amporioHyBaB MOIynb CTpaTeTIYHUX EMITIPHYHUX
Moaynie (SEMs), 1o BKIFOYa€ CEHCOPHi, EMOLiifHi,
KOTHITHBHI, TTOBEIIHKOBI Ta COIliIbHI BpaxkeHHs1, a Verhoef
Ta KoJieTH [4] po3poOmiIi KOHIIETIIIIO KIIEHTCHKOTO JOCBITY
(Customer Experience), o OXOIUTIOE BCi TOYKH KOHTAKTy
cnokuBada 3 OpeHmoMm. [IpoTe emmipuyHiI IOCHTIKEHHS
BUSIBILSIIOTh KPUTHYIHHM PO3PHB MK CTBOPECHHSM BPaXKEHBb
Ta pe3yNbTaTHBHUMHU mismu: Jmmre 15-30% mo3uTHBHEX
EMOITIHNX BIATYKIB TPaHC(HOPMYIOTBCS Y TIOKYIIKY a0o0
MOBTOpHY  Tpam3akmito [1].  KirouoBi  oOMexeHHsS
TPAJUIIAHOT €KOHOMIKH BpaXKCHb BKIFOYAIOTh: (DOKYC Ha
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eMOLIIHHOMY BIAryKy Oe3 ypaxyBaHHS KOHTEKCTyalbHUX
Oap'epiB, HEJOCTATHIO yBary JO COLIaJbHOTO BIUIMBY Ta
PONBOBUX MOZENEH, BiJICYTHICTh MEXaHIi3MiB ITiATPHAMKH
NPUHHATOTO  pilIeHHA, ITHOPYBaHHA KOTHITUBHMX Ta
CHTyaTHBHHX (DakTopiB, IO TMepemKomkaoTy mii. Lle

CITRONKNE  TEeONETUYHY  TTHhOTY HI/IHy }IKy MOXEC 3allIOBHUTHU

IHTerpalliss 3 KOHIICMINEI0 3MIHH COINANTBHOI TOBEIIHKA
(SBC), mo BuHHHWKIA Yy COLIAJBHUX @porpaMax i
chokycoBaHa Ha (akTHUHIF 3MiHI TIOBEHIHKH dYepes
CHCTEMHHH TMinXix Ta YyCyHeHHs Oap'epiB ((i3udHUX,
KOTHITHBHHX, COLIAJIbHAX, eMOIIIHHNX). CKIIaI0Bi €IEeMEHTH
KOHIICTIIif MapKeTHHTY BpakeHb 1 SBC (puc.1).

Konuemnuis >

Hudporwuii kpeatus

) Bpaxenns

MapKeTHHTY BPaXCHb

/v

[ Iudposuii kpeatus \

[MinTpumytroue cepenoBuiIe

Konuenmuis SBC

B

TTononanns 6ap’episB

Hist

Hvmxuar -nomroBxu

\ Brutus uepes inbayeHcepiB /

Puc.1 — CxiragoBi eneMeHTH KOHIEIIIIH MapKeTHHTY BpakeHb 1 SBC

Loicepeno: pospobneno asmopamu

OOMexeHICTh  TpaAuIifHOTO MapKeTHHTy BpaKeHb,
SIKAH He 3aBXKI KOHBEPTYE EMOLIMHUN BITYK V (DaKTHIHY
TIOBENIIHKOBY [Iif0, BUMAra€ HOBOTO ITIIXOMy B €ICKTPOHHII
KoMmepuii, ToMy iHTerpauis uiei konuentii 3 Social Behavior
Change (SBC) € HeoOXiqHOW, OCKUIBKM BOHa 3a0e3redye

CHHEprilo, siKa BIUIMBAac OE3MOCEpPEeNHE0 Ha TIOBEIiHKY.
[opiBHsHHA 2-X KOHIENMIi 1 iX cuHTE3 B Tporeci
MPOCYBaHHS TOBAapiB Ta IMOCIYT B EJCKTPOHHIA Komepmil
TNIPE/ICTABJICHO Ha pHC.2

| MapkeTHHT Bpa:KeHb

Social Behavior Change

v

v

Kinnesa Meta — popMyBaHHsI HE3a0yTHIX BpaXKeHb;

Kinnesa KOHKpeTHa 3MiHa

[OBEAIHKH, BUKOHAHHS I[IJILOBOT il

METa -

aHiMallis, motion
KoH(iryparopw,

Bigeo Ta
€JIEMEHTH,

iHorpadika,
IHTEpaKTHBHI

KOHTEHT, pPEKOMEHMAAIIHI CHCTeMH,
1011 voice, UI, ay1ioOpeHIHT,

iHCcTpy™MeHTH, yaT-00tn, UX/UI nu3aiis;

Incrpymentn:uudposuii kpearus, rpadidHuil anzaiiH,
design,
IHTepaKTHBHI
karamoru, immepcis (AR, VR, BipTyaiapHi NOpuMipoYHi,
WebGL-nocBinu), reiimudikariisi, 4eineHKi, iHTepaKTHBHI
CTOpi3, MepcoHai3allisl, TMHAMIYHI JICHTIHTH, aTalTHBHHIHA
CTOpITEiHT
eKcrepTHu3a, Keic-craai, moakactu, white papers, aynio ta
[I-renepoBani

IncrpymenTn:
[igTpumytode cepenonuie (enabling);
Hudporuit kpeaTus (SIK KOMITOHEHT) ;
Iadnyencepu ta ambacanopu;
Nudging Ta peryispHi HaraJgyBaHHS;
®dopMyBaHHS COIIATBHOTO KOHTEKCTY;
a Poi1b0BI1 MOJ1€JII IOBEMIHKY;
3BOPOTHIM 3B'I30K Ta MATPUMKA;

[Momonanns 6ap’epis;

v

v

IToxa3HHKH pe3yJIbTATUBHOCTI:
3Ty4eHICTb,

3armam’ ITOBYBaHICTh OpeHAy,
eMOIlif{Ha peaKIis

Iloxa3HMKH pe3yIbTATHBHOCTI:
(akTHYHA 3MiHA TIOBEIIHKH;
BHKOHAHHS LIIHLOBOT i,
MOBTOPHE BUKOHAHHS ILTHOBOT il
(cTaiicTe MOBEMiHKH);

X

r'd

InTerpanisi A1 KOMYHIKATHBHOI NOJITHKH B HH(POBOMY MAPKETHHTY

3MIHH.

Cunepris. Mapkerunr BpaxkeHb + SBC. BpaskeHHs cTaloTh HE CaMOLIUIIO, a KaTalli3aTOPOM ITOBEIIHKOBOT

EMouiiiHuii BiIryK JONOBHIOETHCS CHCTEMHOIO POOOTOI0 3 yCyHEHHs Oap'epiB, COLiaJIbHUM BIUIMBOM Ta
MOBE/IIHKOBUMH TOIITOBXAaMH JUIsl TpaHC(OopMallii iHTepecy B Iito.

Pucynoxk 2 — CuHres 2 KOHIEMNLiil B KOMyHIKaTHBHIN MOJITHKU B HUPPOBOMY MapKETHHTY
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ExoHOMIYHI HAYKH

KomyHnikariiiHa momiTHka MiANPHEMCTBA TOTpeOye
eBOJIIOII] depe3 oOMexeHy €(pEeKTHBHICTh TPaaUIiITHOTO
Mapkeruary Bpaxenb. OcTaHHIH (QOKyCyeTbCcs Ha
eMOLIIHHOMY  JOCBifi Ta CTBOPEHHI KpPEaTUBHOTO
U(POBOro KOHTEHTY JUIA MiJBUILCHHS 3aJIy4€HOCTI, aje
4acTO He TapaHTye KoHBepcili y mokynky. HaromicTs,
Konmemnis 3minu corianeHoi moeninku (SBC) [19, 20]
Opi€HTOBaHa Ha (PaKTUYHY MOBEAIHKOBY TpaHC(HOPMALiO.
Ii iHcTpymeHTapiii (ycyHeHHs Oap'epiB, CTBOPECHHS
«enabling environment», BHUKOPHUCTAaHHS COIIaILHOTO
BIUIMBY Ta «nudging») € KPUTUYHO BAXIUBUM [T
EJNIEKTPOHHOT KOMepLii, Ji¢ TOIIMpPEeHI BHUKIUKH: Opak

ZOBipH, «mapajyia  pilleHHsS» ~ Ta  KOTHITUBHE
nepeBaHTaXKeHHA. EdekTnBHAa KOMyHIKamiiHa CTpaTeris
Ma€e BpaxOBYBaTH TEOpPif0 OOMEXKEHOi paIioHaIBHOCTI
(bounded rationality) [13], ne cnoxuBau mparse 10
«IOCTaTHbO TapHOro» pimeHHs (satisficing), yHUKaro4u
«BTOMH BiJ pinieHHs». Hammumok BuOopy, sk 10BiB b.
Bapr [14] 3Hmkye kouBepcito. Tomy iHTerpoBaHa
MOJIeNb BUKOPHUCTOBYE TIEPCOHANI30BaHY MHiarHOCTHKY
JUISL MIBUAKOTO 3BYXKEHHS BHOOpY 1O 3-5 peneBaHTHHX
OMIif, IO YyCyBa€ KOTHITHBHE NEPEBAaHTAXCHHSI Ta
3abe3nedye TpaHCOpMAIIito BpaxeHHs y Aifo (puc.3)

Kopucrysau
A 4
Kommnonenr 1. Jlianoroea aiarnoctrka notpeo i 6ap’epin
1 Lo BinOyBaeThCs— aJanTUBHUN IiajIor 3aMiCTh KaTajory,
BUSIBJIICHHSI MOTHUBALIi1 Ta Oap'epiB, 3ByxeHHA 3 500 mo 3-5 KonkypeHTH
OIIIIII. a nepeBara-
Hii pipmu (Texnomnorii) — NLP-cucrema / Yat-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 (texnonoris) — text-to-video mi, 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, 3HWKEHHS CIPHHHATOTO
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
] H1JIb: IIOKVIIKA + ®opmMyBaHHS JIOSUTBHOCTI
TeopeTuuna OCHOBA:eKOHOMIKa BpaXXEHb TexHonoriuna 6a3za: NLP s nianory,

(emomiitauii pezoHanc), Social Behavior Change (3miHa
noBefiHku), OOMexeHa paliOHATIBHICTh (3HIDKCHHS
KOTH. HAaBaHTa)XEHHs), Tapagokc BUOOpY (onmTHMizaris
OIIILIIHA).

IepCoHai3aii,
TECTYBaHHSL.

Ieneparusnuit 11, Anamituka moseminkw, CRM
ABTtomarmszanis nudging, A/B

Pucynox 3 — InTerpoBana MoJiesib MapKETHHIOBHX IHCTPYMEHTIB KOMYHIKALli{HOT MOJITHKY ITIAIPUEMCTBA B
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ApxitekTypa  iHTerpoBaHoi  Mozemi.  Mojens
CKJIQJAETHCS 3 I'TH B32EMOIIOB'I3aHIX KOMITOHEHTIB, SIKi
MOCTIIOBHO BEIyTh CIIOKWBa4ya BiJl IEPBHHHOTO
KOHTaKTy 1o IinboBoi mii. KirodoBa apxitexTypa mozeni
MTOYMHAETHCS 3 A1aJIOTOBOI AiarHOCTUKH mTOTpeO i Gap'epiB
cnoxnBada, ae IIl-cucreMn 3aMiHIOIOTH TpaaHIliHHIHA
MOIIYK M0 KAaTaJlloTy, 3BYXYIOUH BHOIp 1 3HIKYIOUH
KOTHITUBHE HABaHTAXCHHA. Ha OCHOBI OTpHUMaHHX
JaHWX, MOAedb TIepexomuts 10 crBopenns II-
TeHEpOBaHKUX IEPCOHANI30BaHUX BPaKEHb (HANpPHKIAL,
YHIKQIBHUX BiJ€0), SKIi €MOLIfHO pEe30HYyITh i3
notpedaMu  KOpPHUCTyBaya 1 CHYI'YIOTb  IOTYXXHHUM
KaTayi3aTopoM JUTs MOAANBIINX Jii. TpeTiii KOMITOHEHT —
Lle YCYHEeHHs 0ap'epiB 4yepe3 CTBOPEHHS IiATPHUMYIOYOTO
cepenoBuma (enabling environment), ske Hamae dYiTKi
IHCTpPYKIii, MHUTTEBY TIATPUMKY Ta  Bi3yaji3aIliro
CKIIaMHUX TMPOIECiB. MAapKETUHIOBHX 1HCTPYMCHTIB
KOMYHIKaI[iifHOT TOJIITUKU MiJIPHEMCTBA B IH(PPOBOMY
MAapKeTHHI'Y peJiCTaBlIeHa Ha puc.3.

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

1. [Miarmoctmuynwmii  miasor. CuctemMa 3aMiHIOE
MepersisiJ, COTEHb TOBAapiB  aJaNTHBHUM  KOPOTKHUM
miajoroM, SKHH BH3HAYa€ I[HHOCTI Ta KOHTEKCT

kopuctyBada («[HHOBaIi1Y, «CTaTyc), «EKOHOMI), «/Ins

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

2. Hll-renepoBani mnepcoHaiizoBaHi BpakeHHs. [liis
BiZliOpaHUX MoJesel CTBOPIOIOTHCS 15-cekyHIHI Bijieo,
ajanToBaHi iy oOpaHy IIHHICT, MO (OPMYIOTh
EMOLIMHUI 3B 30K 1 3aKJIQIAl0Th OCHOBY JJIsl €MOLIIIHO
OpI€HTOBAHOT KOMYHIKAIIHOT MOJIITHKH.

3. VYcymenns Oap’epiB. Cucrema TIPOAKTHBHO
BIINIOBiJa€ Ha CYMHIBH CETMEHTY KOPHCTYBadyiB,
HAJAlOYM YiTKI IHCTPYKWii Ta MIATPUMKY, CTBOPIOIOYH
«enabling environment». Lleii eram ¢dopmye ermduny i
MiATPIMYIOYY KOMYHIKaIio OpeHay.

4. ComianpHUii  BIUIMB 1  POJBOBI  MOJENI.
KomyHnikariiHa  MoJiTHKa  BKIOYAE  CETMEHTOBaHi
BITYKH Ta MPUKIAIN IMUTLOBUX MOJENEH, MO MiABUIILYE
JIOBIpY 4epe3 COIlialbHUIA J0Ka3 1 iHTerpye MOBEIIHKOBI
npunimm SBC.

5. IMepconanizoBanniit CTA i nudging. 3akimuk 10 il
ajantyeTbcsi i) MOTHBAII0O  KOpHCTyBada  Ta
JIOTIOBHIOETHCS TTOBEAIHKOBHMH IOIITOBXaMHU (nedimur,
TEPMIHOBICTb), 3a0e3neuyoun KOHBEpCIIO 6e3
arpecMBHOTO THCKY, IO € €JIEMEHTOM CYy4acHOl
KOMYHIKaI[iiTHOT ITOJTi THKY.

6. TIloct-xymiBempHa migTpuMmKa. HancumaroTses
IHCTpYKHii Ta 3ampoINeHHS [0 CHIIBbHOTH paHHIX
ajgonrepiB, (GOPMYIOYH JIOSIBHICTH 1 ambacamopiB
OpeHy, 3aBEepIIyIOYH IUKJI KOMYHIKAI[iHHOT ITOJTiTHKH.

Takum YUHOM, KOMYHiKaIliiHa MOJTITHKA

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

BucnoBku. JlocmimkeHHs BUSBIUIO CydacHi TEHACHIIIT
IUPPOBOTO MapKETHHTY Ta I[OKa3ajo, M0 c(eKTHBHA
KOMYHIKaIliifHa MOJITHKA IMOETHYE MapKETHHT BPaXKECHb 1
Social Behavior Change (SBC). Po3po6neHo iHTerpoBany
MOJIeNb, SKa BKJIFOYAE JiaJIOTOBY IarHOCTHKY IIOTpeO,
II-reHepoBaHi NepcoHaNi30BaHI BPaKEHHS, YCYHEHHS
Oap’epiB, colliaJbHUN BIUIUB Ta MEPCOHATI30BAHI 3aKIIUKU
JI0 Jii, 0 MiJBHIIYE PE3yJbTaTHBHICTh MapKETHHIOBUX
iHCTpyMeHTiB.  Bukopucranns  texnonorii  NLP,
generative Al Ta aHaJMITUKK [O3BOJIE aJanTyBaTh
KOHTEHT TMiJl IHAWBiAyaJdbHI TOTPeOM Ta IIHHOCTI
CHOXWBaYa, CIPUAIOYN TpaHCHOpMAIIii 3amiKaBICHOCT] Y
KoHKpeTHi nii. CHCTeMHe yCyHEHHs 0ap’epiB Ta TEXHIKU
nudging MiOBUINYIOTH KOHBEPCIIO Ta IMOBTOPHI IMOKYIIKH,
(hopMyroun eMmomiitHuN 3B’A30K 1 JOSUIBHICTE. Momenb
TaKOX CTUMYIIIO€ CoLlanbHy 3aJIy4YeHICTb,
MIEPETBOPIOIOYM KJIEHTIB Ha amOacazopiB OpeHay Ta
POJIBOBI MOJIEIT ISl 1HIIMX CIIOXKHUBAYIB.
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