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®OPMYBAHHA KOMVYHIKALIUHOI NONIITUKU B LUOPOBOMY
MAPKETUHTY 3 BUKOPUCTAHHAM MAPKETUHITOBUX IHCTPYMEHTIB
B EKOHOMIUI BPAXKEHb

Y ecmammi oocnioscyemovcs mpancgopmayiss KOMYHIKAYIUHOT NOATMUKYU RIONPUEMCING 8 eNOXY eKOHOMIKU BPANCEHD.
Mema docnidxcenns nonseac y po3pooyi Memooudnux pexomenoayii 3 popmyeanus KOMYHIKayiuHoi notimuku nionpu-
EMCMBA 3 GUKOPUCMAHHAM MAPKEMUH208UX IHCIMPYMEHMIE 6 enoxy eKOHOMIKU 8padiceHb. AKmyanvHicms pobomu 3yMo-
GEeHA BMPAMOI0 epexmusHocmi mpaouyitHux nioxo0ie 00 KOMYHIKAyYill y 2inepKOHKYPEeHMHOMY cepedosuiyi ma Heoo-
XIOHICMIO CMBOPEHHS eMOYIUHO HACUYEHUX 8PAICEHb 3aMICMb NPOCMO20 iHpopMysanus npo npodykm. OOIpyHmMo8aro
ynoamenmanvhi 3MiHU NpU nEpexooi 8i0 MPAHCAKYIUHO-OPIEHMOBAHUX KOMYHIKAYIN 00 NOOYO08U YINICHUX eMOYIHUX
exocucmem. Pozpobneno memoouuni pexomenoayii popmy8arHs KOMYHIKAYIIHOL NOXIMUKY, 0COOIUBICING SKUX NOAA2AE
6 NOCNi006HIU THMespayii aHaTiMUYHUX, CMpPameivHux ma OnepayiiHux npoyecie Oisi CMEOPEHHs NePCOHANIZ08AHUX
8PACEHb HA KOJCHITE Moyl 00MUKy 3 OpeHOOM.

Kniouogi cnoea: xomynikayilina nonimuxa, eKOHOMIKA 8pAdiCeHb, MAPKEeMUH208i IHCMpPYMeHmMuU, eMoyitine 3a1y4enns,
OMHIKAHATbHA KOMYHIKAYIA, YUPPOBUll MapKemune.

FORMING COMMUNICATION POLICY IN DIGITAL MARKETING USING
MARKETING TOOLS IN THE IMPRESSION ECONOMY

The article examines the transformation of corporate communication policy in the experience economy era. The
research objective is to develop methodological recommendations for forming enterprise communication policy using
marketing tools in the experience economy. The object of research is the process of forming enterprise communication
policy, while the subject comprises marketing tools for ensuring emotional consumer engagement. The relevance is
determined by the loss of effectiveness of traditional communication approaches in hypercompetitive environment and
the necessity to create emotionally rich experiences instead of mere product information dissemination. The study
systematizes theoretical approaches to communication policy formation and identifies key marketing tools for creating
consumer experiences. Theoretical foundations are analyzed, including the concept of experience economy where
companies create value through memorable experiences, experiential marketing integrating five strategic experience
modules, and contemporary marketing concepts emphasizing immersive technologies. Fundamental changes in
communication policy formation process during transition to experience economy are substantiated. Classical
communication policy focused on one-way mass messaging about product characteristics through rational arguments,
while experience economy communication transforms it into two-way dialogue, shifts focus to emotional narratives,
changes consumer role to active co-creator, expands channels to omnichannel ecosystems, and measures effectiveness
through emotional engagement metrics rather than reach and conversion. An eight-stage methodology for communication
policy formation is developed, the distinctive feature of which lies in sequential integration of analytical, strategic and
operational processes for creating personalized experiences at each brand touchpoint. The methodology encompasses
strategic audit with customer journey mapping, emotional positioning definition, omnichannel strategy development,
multisensory content creation, coordinated implementation, engagement management through dialogue stimulation,
performance monitoring via emotional analytics, and continuous optimization using predictive technologies. The
practical value consists in providing enterprises with systematic approach to transforming traditional transactional
communication into emotionally saturated interaction aimed at creating long-term loyalty and converting consumers into
brand ambassadors in the experience economy context.

Keywords: communication policy, impression economy, marketing tools, emotional engagement, omnichannel
communication, digital marketing.
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[ocTanoBKa MpodieMu. Y cydacHOMY TiIEpKOHKYpE-
HTHOMY Oi3HEC-CEepEeIOBHIL TPAJUIIHHI i IXOH IO KOMY-
HiKaliHOI MOJIITMKK BTPAa4yaloTh CBOIO €PEKTUBHICTH Ye-
pe3 HacuueHicTh iHHOPMaLiHHOTO IPOCTOPY Ta 3MIHY CIIO-
KHMBYHMX OYiKyBaHb. Enoxa eKOHOMIKM BpakeHb BUMarae
BiJl KOMIIaHi} HE MPOCTO 1HPOPMYBaHHS LLILOBOT ayUTO-
pii Ipo MPOIYKT, a CTBOPEHHS €MOIIHHO HACHICHHUX, 3aI1a-
M'ITOBYBaHHX B3a€MOJIM, 5Ki (POPMYIOTH TIHOOKHIA 3B's-
30K MiX OpeHZOM i crokuBadeM. BomHouac BiCYTHICTB
CHCTEMHUX METOAMYHMX PEKOMEHJamil IoA0 amamTarii
MapKETHHTOBHUX iIHCTPYMEHTIB 10 HOBHX peajiif YHEMOX-
JUBITIOE TIOOYI0BY €(PEKTHBHOT KOMYHIKaIiiHOI CTpaTerii.
KomraHii cTHKalOThCS 3 BUKJIIMKOM iHTerpauii KIacCH4HUX
KOMYHIKaI[IHHUX KaHAJIB 13 IHHOBAI[IMHUMH MiXO0JaMH,
OpIEHTOBAaHMMH Ha CTBOPEHHS HE3a0yTHHOTO KIIIEHTCH-
koro nocsigy. Lle akryamizye moTpedy B po3po0iii cydac-
HUX TiOXOXiB n10ii (opMyBaHHS KOMYHIKaliiHOI moJIi-
THKH, SIKI BPaXOBYIOTh CeNU(iKy eKOHOMIKH BpaXKeHb Ta
IuHaMIiKy 1dpoBoi TparchopMariii pUHKIB.

l'inoTe3010 HAIOTO AOCTIUKEHHS € TaKe TBEPIKCHHS:
EdexTuBHICTE KOMYHIKALIHHOT TIONITHKA B €IIOXY €KOHO-
MIKH BPa)KCHb MPSIMO 3AJICXKHUTH Bifl 3IaTHOCTI OpraHi3amii
IHTETPyBaTH €MOIIIHO-OCBITHII KOMITOHEHT y BCi Map-
KETHHI'OBI IHCTPYMEHTH, TpaHC(HOPMYIOUHU TPaAULIHHI Ka-
HaJIM KOMYHIKaIlii Ha TWIaTGOPMH JUTII CTBOPEHHS IIEPCOHA-
J30BaHUX BPA)KEHb.

AHaJii3 ocTa”HHiX JociaigkeHb i mydJikamiii. Teope-
THYHI 3acaay KOMYHIKaI[iiHOT TIOJMITHKN B KOHTEKCTI €KO-
HOMIKH BPaKEHb AKTHUBHO PO3POOJIAIOTHCS TMPOBIIHUMHU
JIOCHITHUKAMH MapKETHHTY Ta CTPATEriyHOr0 MEHEKMe-
HTy. Pine ta Gilmore [1] 3aknanu ¢pyHAaMeHTaIbHI OCHOBH
KOHILIETIIi €eKOHOMIKH Bpa)XeHb, OOTPYHTYBABIIHN HEPEXin
BiJl TOBApHOT EKOHOMIKH JI0 CTBOPEHHS He3a0y THHOTO CII0-
KHMBYOTO JIOCBiJy SK KIIOYOBOTO KOHKYPEHTHOTO (ak-
Topa. Schmitt [2] po3BHUHYB 11e 6aueHHsI, 3aIPOIIOHYBABIIN
MOJIeNTb eMITiPHIHOTO MAapKETHHTY, 1[0 iHTETpy€e CEHCOPHI,
eMOIifHI Ta KOTHITHBHI BUMIpPH CIIOKUBYOI B3aEMOMIi 3
OpennoM. B po6oTi [3] mocmiauiu eBOIIONiI0 MAPKETHHTY
10 HOro m'sITOro MOKOJIHHS, 1€ TEXHOJIOTIYHI IHHOBAIlT Ta
JOAMHOIICHTPUIHAN TiIXix GOpMYyIOTH HOBY Hapajurmy
komyHikariii. Jocnigauku [4] npeacraBuiu (iHaHCOBE
0OIpyHTYBaHHSI BUKOPHCTAaHHS IHHOBaLiifHOTO 1T (poBOTO
MapKeTHHTY, JEeMOHCTPYIOYH €KOHOMI4YHY e(EeKTHBHICTh
BrpoBa/pkeHHs1  digital-iHCTpYMEHTIB 'y KOMYHIKaliiHy
cTpaterito. B po6oTi [5] aBTOpH BU3HAYHIN MATEPHU IMII-
neMeHTalii nuppoBOro MapKeTHHIY IHHOBALIIHUX MTPO/LY-
KTiB U MiIBHIICHHS (hiHAHCOBUX pPE3YNbTATiB IiAIPH-
eMcTB. B mxepernti [6] 3anporioHyBaHO cTpaTerivyHe yIpas-
JHHSA TU(GPOBUM MAapPKETHHIOM 13 BUKOPHCTaHHSIM KJIaCH-
¢ikarii BpakeHb, CHCTEMaTHU3yBABIIHU ITiJXOAU 10 CTBO-
PEHHSI eMOIIiI{HO HACHYEHOTO KOHTEHTY.

[Monpu 3HAYHMI HAYKOBHH TOPOOOK, OpaKye KOMILICK-
CHUX METOJMYHUX PEKOMEHAIIH 00 MPAKTHIHOTO (o-
pMyBaHHS KOMYHIKaIlifHOT MOJITUKH, KA CHHTE3y€e KJla-
CHYHI MapKETHHIOBI iHCTPYMEHTH 3 MPUHLIUIIAMHA €KOHO-
MiK{ BpakeHs y IdpoBomy cepemoBuiti. ocmigauku [7]
HaroJomyTh Ha ()parMeHTapHOCTI JTOCIIIKEHh OMHiKa-
HaJIbHO{ B3a€MO/Ii1 3 MO3MIii CTBOPEHHS LITICHOTO CIIOXKH-
BYOTO JOCBiNy, a B poOoTi [8] BKa3ylOTh Ha HEJOCTaTHIO
oreparioHali3amio KOHIEMIii customer journey y
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KOHTEKCTi eMOLiHHOTO0 3aydeHHs. HemocikeHnM 3au-
[IA€ThCS THTAHHS aganTallii KOMYHIKaI[ifHUX cTpaTterii
10 crienn(iky pi3HUX THIYCTPil Ta 0coOIMBOCTEH MOBEII-
HKH [IU(PPOBHX MOKOIIHB criokuBadis [9]. B mkepeni [10]
(IKCYETBCS BIACYTHICTh BaliJHUX METPUK BHUMIpPIOBaHHS
SIKOCTI CTBOPIOBaHUX BPaXK€Hb Ta IXHHOT'O BILUIUBY Ha JIOB-
TOCTPOKOBY JIOSUTbHICTE. ABTOpH [11] migKpectoroTh mo-
TpeOy B po3poOIli iHTETpOBaHUX IS YIPaBIiHHSI OUPPO-
BUMH KOMYHIKAIIiSIMH, SIKi BpaXOBYIOTh IIBHIKICTh TEXHO-
noriuaux 3MiH. Verhoef Ta immi [12] xoHCTaTyIOTH Opak
EeMIIIPUIHUX JOCHTIKeHb e(EeKTHBHOCTI Pi3HUX KOMOiHa-
Liff TOYOK DOTHKY y CTBOPEHHI He3a0yTHIX BpakeHb. He
BUPIILICHOIO 3aJTUIIAETHCS MPOOieMa 30aIaHCyBaHHS aBTO-
MaTH3alii KOMYHIKaIliil Ta nepcoHaiizanii B3aemorii [13],
a TaKoXX IHTerpauii TyYHOTo IHTEJIEKTY y mnpouecu Gpop-
MyBaHHS eMOIiHOTO 3B'13Ky 3 Gpenaom [14; 15].

Merta cratTi nosisrae y po3poOii METOANYHUX PEKO-
MeH/aIiH 3 GopMyBaHHSI KOMYHIKAIiHOT ITOIITHKY ITi M-
PHEMCTBA 3 BUKOPHCTAHHSIM MapKETHHTOBHX 1HCTpYyMEH-
TiB B €1I0XY €KOHOMIKH BPaXKCHb.

Jn1st OCSITHEHHS TOCTaBJICHOT METH BU3HAYEHO HACTY-
ITHI 3aBJaHHS: OOTPYHTYBATH IepeIyMOBH TpaHChopMaIlii
KOMYHIKAI[IfHOI MOJITHKY B €KOHOMIII BpakeHb; PO3PO-
OUTH METOAMYHI peKOMEHAALT 1070 (OPMYBaHHS KOMY-
HiKaIiifHOT HOJITHKY B IT(PPOBOMY MAPKETHHTY 3 BUKOPH-
CTaHHSAM MapKETHHI'OBHX IHCTPYMEHTIB.

Buksiajg oCHOBHHUX pe3yJIbTATIB 10CiIAKEHHS.

l. Tpancgopmayia KomyHiKayilinoi NOLIMUKU 8
YMOBaAX eKOHOMIKU epadicenb. KilacudHa KOMYyHiKalliliHa
TMOJTiTHKA, CPOPMOBaHa B €NOXY iHIyCTpiaJIbHOT Ta cepBic-
HOi eKOHOMIKH, 0a3yBajiacsi Ha KOHLEMIIi 1HTErpOBaHUX
MapKeTHHTroBHX KoMyHikamii (IMC), ne 0CHOBHOIO METOIO
OyJ0 iHpOpMyBaHHS IITLOBOI ayAUTOPIi PO XapaKTepuc-
THKH IIPOAYKTY Ta CTUMYJIIOBaHHS KYyITiBEIbHOI TOBEIHKH
yepe3 parioHanbHi aprymentd [3]. TpamumidHuil migxin
nependavyaB OJTHOCTOPOHHE MACOBE TOBIJIOMIICHHS Yepe3
kxaHam ATL ta BTL xomyHikariif, 1e OpeH BHCTyTIaB aK-
THBHAM KOMYHIKaTOpOM, a CHOXXHMBa4 — MAaCHBHUM DPEIH-
MMEATOM peKIaMHUX 3BEepHEHB. [Ipormec GpopMmyBaHHS KO-
MYHIKaiiHO{ MOJITHKH 30CepeIKyBaBCsl Ha BUOOPI ONTH-
MaJILHOTO KOMYHIKaliiiHOTO Mikcy (pekiama, PR, ctumy-
JroBaHHs 30yTy, ocoOucTHii mponax, direct marketing),
BU3HAYCHHI OI0/KETY 32 METOJIaMHU MAPUTETY 3 KOHKYPEH-
Tamu abo MpOLEHTa BiJl IPOJaKiB, Ta BUMIPIOBaHHI e(ek-
TUBHOCTI Yepe3 OXOIUICHHS, YaCTOTYy KOHTAKTIB 1 KOHBEp-
cito mpogaxiB. Kotler, Kartajaya ta Setiawan [3] xapakre-
pu3yrOTh el etan sik Marketing 6.0, e komyHikaris Oyna
(YHKI[IOHaJIbHO-OPIEHTOBAHOIO Ta CIIPSIMOBAHOIO Ha Je-
MOHCTpaLil0 palioHaTbHUX IIepeBar Hponykry. Exono-
MiKa BpaKeHb JOKOPiHHO TpaHc(hopMyBaia mporec ¢hop-
MYyBaHHS KOMYHIKaIiifHOT OJITHKH, TEPEOPI€HTYBABIIH il
3 iIHpOpMYBaHHS Ha CTBOPEHH He3a0yTHIX eMOIIIHAX J10-
CBIJIIB y KOKHIHM TOUILI JOTUKY CIIo)KKMBaya 3 OpeHmoM. Pine
ta Gilmore [1] oOrpyHTyBaiH, 110 B SKOHOMIIlI BPaKEHb
KOMYHIKAI[isl CTaE HE 3aCO00M MPOCYBaHHs MPOAYKTY, a
caMOCTiiiHOW  IiHHICTIO, 10 ¢opMmye «memorable
experiences» dvepes TeaTpasizailifo B3ae€MOIIl Ta 3aly-
YeHHS BCIX CEHCOPHHUX KaHaNiB CHpHHHATTS. Kirouosi
3MiHK B TIporeci GOpMyBaHHS KOMYHIKAIIHHOI MOJITHKH
TIPYU TIEPEX0/Ii 10 EKOHOMIKH BpakeHb B Tab. 1.
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Tabnuys 1

Ipunuunu inTerpauii TpaguuiiHux i uuGpoBUX KOMYHiKANIHUX KaHAJIB

IHapamerp KiaacuyHa koMyHikaniliHa nosiituka

KomyHikaniiiHa H0JIiTHKA B €KOHOMILli BpaskeHb

Merta KOMyHIKaIii

IHGOpMyBaHHS PO MPOLYKT, CTUMYJTIOBAHHS
MOKYIIKH, opMyBaHHs brand awareness

CrBopeHHs He3a0yTHIX eMOLIIHUX BpaXkeHb, popmy-
BaHHA ITTMOOKOTO €MOLIIIHOTO 3B'A3KY, IEPETBOPEHHS
cnokuBadiB Ha brand advocates [1, 2]

®Dokyc noBinoM- | ParioHanbHi XapakTepHCTUKH NPORyKTy, dy- | EMowuiiini HapaTuBu, StOry-driven KOHTEHT, CEHCOpHI
JICHHS HKI[IOHAJIBHI IepeBary, IiHa-sSKiCTh Ta €CTETUYHI IepexuBaHHs [6]

Hanpsimok komyHi- | OgHOCTOpOHHIMH (Bix OpeHay 1o cnoxuBaya), | J[BocTOpoHHIH fianor, CO-Creation, mepconasizoBaHa
Kauii MacoB€ OB IOMJICHHS B3aemois [7]

Pousb ciosxuBaua

[TacuBHUIT PEUHUITIEHT PEKIIAMHHUX 3BEPHEHb

AXTHBHHI CHiBTBOpElb OPEHIOBOTO IOCBimy, amba-
cazop Openay [11]

KomyHnikamiiiHi  Ka-

HaJll piOHI TOUKH IpoJIaKy

Tpamuuiitai menia (TB, paxio, npeca), po3a-

OwmmikananbHa exocucrema (digital + physical), imep-
cusHi wiarpopmu (VR/AR, merasepe) [3, 12]

OcHoBa cerMeHTariii
PHUCTHKH

JemorpadivHi Ta comio-eKOHOMIYHI XapaKTe-

IoBeninkoBi matepHu, eMouiiiHi mpodini, customer
journey stages [8]

MapkeTuHrosi  iH-

Pexnama, PR, ctumymroBanns 30yTy, ocobuc-

Experiential marketing, storytelling, reiimudikarris,

CTpyMeHTH  3aily- | Tuil npojax, direct marketing UGC-kammnanii, iHTepakTHBHUIA KOHTEHT [4, 5]

YCHHS

Merpukn edektus- | Oxomrenns, yacrotra, CPM, konBepcis npo- | Customer engagement, emomiiiHa BaJeHTHICTb JOC-
HOCTI naxis, ROI Biay, lifetime value, NPS, brand love index [10]

TexHosoriuna 6a3a
BHS

Macosi menia, CRM-cucremu 6a3oBoro pi-

AlI/ML  mepconamizauis,  predictive
marketing automation, 10T sensors [14]

analytics,

bromxeryBaHHs

MPOJAXKiB, 3AJIMIIKOBUI IPUHIHIT

Metox maputeTry 3 KOHKypeHTaMu, % Bif

Value-based allocation, experiential ROI, investment
in touchpoint optimization [4]

Joicepeno: po3po0biieHo aBTOpoM Ha ocHOBI [2, 7, 8, 10-12, 14]

IMpencraBnena tpanchopmanis (tadn. 1) nemoncrpye
(dyHIaMeHTalnbHy 3MiHY NMapajurMyi KOMYHIKAI[iHHOI mo-
JITHKW BiJ TpaHCakKLiifHO-OpieHTOBaHOrO iH(OpMyBaHHs
JIO CTBOPEHHS LIUTICHUX EMOLIHHUX eKOCHCTEM, JIe KOXKHa
B3a€MO/IiS 3 OPEH/IOM € MOKIIMBICTIO T (POPMYBaHHS He-
3a0yTHBOTO JOCBIIY Ta TMOTINOICHHS EMOLIHHOTO 3B'SI3KY
31 CIIO’KHBAYEM.

1. Memoouuni pexomenoayii uwo0o GopmyearHs
KOMYHIKAYIUHOI NOAIMUKYU 3 BUKOPUCAHHAM MAPKEMuH-
208UX THCMPYMEHMIB 6 eN0Xy eKOHOMIKU 6PANCEHD.

dopmyBaHHs eEeKTUBHOT KOMYHIKaliiHOT MOJIITUKU B
€1oXy €KOHOMIKH BPa)KCHb BUMAara€ CHCTEMHOI'O IOKpO-
KOBOTO MiIXOMy, IO IHTEIPYy€e CTpaTeriyHe IJIaHyBaHHS,
TaKTUYHY peai3allito Ta MOCTiHY ONTUMI3aIlif0 Ha OCHOBI
aHAJITHUKH.

v’ Emanl. Awuanituko-cTpareriyia aiarHOCTHKA.
[Mepmwii etan nossirae y rmO0OKOMY aHalli3i pUHKY, [ILTHO-
BUX ayANTOpii, KOHKYPEHTHOTO CEPEIOBHIIA Ta TPEHIB.
Heo0xigHOo BU3HAYMTH, SKI €MOIIil, acoIiallii Ta IIIHHOCTI €
KITFOYOBUMH JIJIS IIUTBOBOI ayAUTOPii. BaXkiBo Takox o1li-
HUTH piBeHb IH(POBOI 3pitocTi OpeHy, epeKTUBHICTH IM0-
MepeIHIX KOMYHIKAIIHHNX KaMIaHii i chopmyBaTH 06a3y
AHATITHYHUX JaHUX JUIS TOAATBIINX PillleHb.

v' Eman 2. Po3po0ieHHst KOHUEIIi eMOLiHHO-1[iH-
HICHOTO MO3HITIOHYBaHHS

Ha niboMy eTarti BU3Ha49a€ThCs yHIKAIbHA i7est OpeHmy,
10 CTBOPIOE «EMOIIIMHMIA MiCT» 31 criokuBaueM. [1o3uirio-
HYBaHHS Ma€ IPYHTYBATUCS HE JIMIIE Ha (QyHKIIOHATbHUX
nepeBarax NpoJayKTy, a i Ha CTBOPEHHI IIEBHOTO TOCBiAY —
BpaXeHHsI, BIAUyTTs, icTopii. Po3pobisieTbest Opena-mat-
(dopmMa, IO BKITFOYAE MICiF0, Bi3it0, IHHOCTI, KITFOYOBI MO-
BigomieHHs Ta tone of voice.

v' Eman 3. Iurerpaiisi MapKeTUHIOBUX 1HCTPYMEH-
TiB. EdexTrBHA KOMYyHiKaliiiHa TOJIITHKA Oa3yeThCs Ha
MyJbTHKaHAIBHOMY Tigxoni. B emnoxy exkoHOMiKH

Bpa)k€Hb JOIIFHO BUKOPHCTOBYBATH MIKC iHCTPYMEHTIB:
digital-mapketunr (SMM, KOHTEHT-MapKETHHT,
influencer-komynikarii), experiential-mapkeTunr (Toii,
inTepakTHBHI aktuBaiii, AR/VR), PR ta 6pennosi xoma-
Ooparmii. ['ooBHa MeTa — 11 CTBOPHUTH €AWHUI €MOLIHHO
TTOCTIITOBHUH JOCBIZ ¥ BCiX TOYKAaX KOHTAKTy CIIOKHBada
3 OpeHoM.

v’ Eman 4. Takruuda peaizallis Ta yOpaBJliHHS
B3aemojier0. Ha 1mpoMy erami po3poOSsieThesi KajaeHaap
KOMYHIKaI[ifl, KOHTCHT-IUIaH, BHU3HAYAIOTHCS BiJIOBIiIa-
JbHI 0COOM Ta MEXaHi3MH 3BOPOTHOTO 3B’ A3Ky. Pearnizauis
Ma€ Bi0YBaTUCS THYYKO, 13 MOJMIIUBICTIO ONEPATHBHOIO
pearyBaHHS Ha TIOBEIIHKY CIIOKABAYiB Ta 3MIiHU B CEPEIO-
BHIIi. BaxxnmuBo 3a0e3meunTr mepcoHami3amiio KOMyHika-
it 1 3actocoByBatd CRM-cucremu [uist moOyI0BH TpHBa-
JIVX BiJHOCHH 3 KJTiI€HTaMH.

v' Eman 5. MOHITOPHHTI, aHAJIITHKA Ta ONITUMi3allis.
3aBepIiajgbHUi eTarl repedavae OiHIOBaHHS e(heKTHBHO-
CTi peasli30BaHMX 3aX0/IiB 3a A0noMoro kinbkicanx (KPI,
ROI, oxomnenHs, KoHBepcii) Ta AKICHUX (€MOLliiiHa 3ay-
YEHICTh, JIOSUTBHICTh, OpEeHI-iMimK) moka3HuKiB. Ha oc-
HOB1 OTPUMAHUX JAHUX 3AiHICHIOETHCS KOPEKIIis CTpaTertii,
YIOCKOHAJIEHHS! KOHTEHTY Ta ONTHMi3allis KaHalliB KOMY-
HiKaril.

Taknm unHOM, KOMYHIKaIlif{Ha MOJITHKA B €IIOXY €KO-
HOMIKHM Bpa)kKeHb ITOBHHHA OYTH JWHAMI4HOIO, EMOILIHHO
HACHYEHOIO Ta aHATITHYHO OOIPYHTOBaHOM. i edeKTHB-
HICTh BU3HAYAETHCA 3/IaTHICTIO OPEHIY HE MPOCTO iH(Op-
MYBAaTH, a CTBOPIOBATH HE3a0YTHI BpaXKCHHS, O Gopmy-
FOTh JIOBTOTPUBAJIi BiTHOCHHH 31 CITO’KABAYEM.

BucHoBku. Y cTaTTi 3p0o0JIeHO KOMIUIEKCHUN aHAIi3
mporecy Tpanchopmarii KOMyHIKaIiiHOT TOMITHKH TTi -
PHEMCTB B yMOBaX MEPeXoay M0 €KOHOMIKH Bpa)keHb, ¢
TOJIOBHUM YMHHHUKOM CTa€ HE JIMIIE SKICTb MPOAYKTY YU
MOCTYTH, a 3IaTHICTh OpPEeHIy CTBOPIOBATH EMOIIIHHO
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HACHYEHHH 1 IHHICHO 3HAYYLIMH JOCBIJ JJISI CIIOXKMBAYA.
CucrteMaTu30BaHO KIIFOYOBI 3MiHH, IIO BiOYyBaroThCS Y
cdepi MapKeTHHIOBUX KOMYHIKalliii: Bil 0THOCTOPOHHBOT
nepesayi indopmariii 10 JBOCTOPOHHBOT B3a€MO/Ii1, BijI pa-
LIOHAJILHOT'O apTyMEHTYBaHHS 10 EMOLIIHHOTO 3aHYPEHHS,
BiJl MacoBUX Meaia 10 nudpoBuxX miaTdopm i nepcoHati-
30BaHMX KaHATIB KOMYyHiKaIlii. 3apornoHOBaHO METOIMY-
HUH miaxig 10 GopMyBaHHSA CydacHOI KOMYHIKaIiitHO] 1mo-
JIITHKY, SIKAHA BKJIIOYAE I1'SITh HOCHIOBHUAX €TAIlB: aHai-
THKO-CTPATETiYHy AiarHOCTHKY, pPO3POOJICHHS KOHIIEMIIi]
€MOIITHO-IIIHHICHOTO TIO3UI[IOHYBaHHS, 1HTETPAIlI0 Map-

KOMYHIKAI[IITHUX 3aX0/(iB 1 MOJAJIBIINNA MOHITOPHHT 3 aHa-
JTTHYHOW onTuMizauieto. Takuil miaxia no3Boisie 3a0e3-
MEYUTH CHCTEMHICTb, Y3TOKECHICTh 1 pPe3yJIbTaTUBHICTh
KOMYHIKaI[ii{HOT AisUTBHOCTI i ANPUEMCTBA, CIIPUSIE MiTBH-
IICHHIO PIBHS 3aJIyYSHOCTI CIIOXKHMBAYiB, HOPMYBAHHIO J10-
BIpH Ta JIOSUTBHOCTI 10 OpeHay. 3acTocyBaHHS po3pooIie-
HHUX PEKOMEH/IAIli 3a0e3meuye IiIBUIEHHST KOHKYPEHTO-
CIPOMOXKHOCTI  MiIPUEMCTB, 3MIITHEHHS €MOILIHHOTO
3B’SI3Ky 31 CIIOYKHBAYaMHU Ta CTBOPIOE YMOBH JUJISl JIOBIO-
TPHBAJIOTO YCHiXy OpeHIy B YMOBaX TUHAMIYHOTO IU(PPO-
BOTO CEpPEIOBHIIA.
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