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MAPKETUHIOBA NOBEAIHKA NIANPUEMCTB HA OHNNAWH-PUHKY

MARKETING BEHAVIOR OF ENTERPRISES ON THE ONLINE-MARKET

Y emammi eusnaueno ocHO8HI meHOeHyil pO36UMKY OHAAUH-PUHKY eleKMPOHHOI Komepyil,
AKULL NOYA8 CMPIMKO 3pOCamiu Yepe3 eKOHOMIYHY Kpuzy, wo euxauxana nanoemicto Covid-19.
30iticneno nopisnsibhy xapakxmepucmuxy onaaun-punky B2B- ma B2C-cexmopig 3a eusnauenu-
MU Kpumepisimuy, makumu K posmip OHNAUH-PUHKY, 6apmicmb npoOYKYii ma nocuye, 63acmogio-
HOCUHU 3 KITIEHMAMU, NPO2PAMA JIOSTIbHOCTI, CYIHCOA NIOMPUMKU A KOHCYTLMAYIs, MAPKemuH-
208i yini, Komenm-cmpamezis. Po3podneno mooeni mapkemune060i nosedinku NiOnpueMcms Ha
onnatn-punxy B2B ma B2C, y axux nionpuemcmeo po3enidacmvcs aKk 6iOKpuma cucmemd, uo
Mae mMapkemuneosi yini ma cmpameiuny micito. 3anponoHo8aHo munu MapKemun2080i noge-
OTHKU NIONPUEMCINGA HA OHAAUH-PUHKY, MAKI K NACUBHA MA AKMUBHA, YMOUYHEHO 3MICI Yux
noHsAmMy. 30018 00CACHEHH AKMUGHOT NOBEOTHKU NIONPUEMCINGA HA OHLAUH-DUHKY 8APMO UKO-
pucmosyeamu eghpexmueni incmpymenmu inmepruem-mapkemuney ons B2C- ma B2B-cexmopis.

Kniouoei cnosa: onnaiin-mapkemune, nogedinka, ouaain-punox, B2B, B2C, cnoacusaui.

B cmamuve onpedenenvi ocnogHvle meHoeHyuu pa3gumusl OHAAUH-PUIHKA INEKMPOHHOU KOM-
Mepyuu, KOMopulll HA4Al CMPeMUMenvHo pacmu u3-3a 9KOHOMUYECKO20 KPU3UCA, KOMOpblil
evizean nandemueti Covid-19. Ocywecmenena cpasHumMenbHas XapaKmepucmuka OHJIAUH-PbLH-
ko6 B2B- u B2C-cexmopoé no onpeoenenHviM Kpumepusam, makum KaKk pasmep OHAAUH-PbIHKA,
CMOUMOCIb NPOOYKYUU U YCIIY2, 63AUMOOMHOUIEHUs C KAUCHMAMU, NPOSPAMMA JOANbHOCHIU,
Cyoucoa noOOepIICKU U KOHCYIbIMAYUs, MApKemuH2o8bvle yenu, konmenm-cmpameaus. Paspabo-
MAHbL MOOEU MAPKEMUHE0B020 NOBEOeHUs npednpusmuil Ha oHaatx-puiike B2B u B2C, & Ko-
MOPbIX NPeonpusmue paccmampueaemcs Kak Omkpulmas cucmema, umeouas MapkemuHzo8vle
yenu u cmpamezudeckyio muccuio. Ipeonodicenvl munvt MapkemuH208020 NOGEOEHUs NPeONPUSMUsL
HA OMIAUH-PbIHKE, MAKUe KAK NACCUBHOE U AKMUBHOE, YIMOYHEHO COOepAHCAHUE IMUX NOHAMUIL
C yenvio docmudicenus akmugHo20 NOBeOeHUs. NPEONPUAIUSL HA OHAAUH-PbIHKE CIOUM UCHONb30-
6ambv apghexmueHvie uncmpymenmol unmeprem-mapxemunea 0as B2C- u B2B-cexmopos.

Knrwouesvie cnosa: onnaiin-wapkemune, nosedenue, oHaain-pbinox, B2B, B2C, nompebumenu.

In the modern economy there are accelerated processes of transformation of business models
that support the trends of economic globalization. With new challenges, new forms of marketing
are emerging, new markets are opening up, new channels of communication with consumers are
being used, and online marketing tools are being used to promote goods. Such changes necessitate
the modeling of marketing behavior of enterprises that have entered the online market to improve
the marketing activities of the enterprise and achieve its strategic goals. The study identified the
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main trends in the development of the online e-commerce market, which began to grow rapidly
due to the economic crisis caused by the Covid-19 pandemic. The comparative characteristics
of the online market of B2B and B2C sectors are carried out according to certain criteria, such
as the size of the online market, the cost of products and services, customer relations, loyalty
program, support and consultation, marketing goals, content strategy. A model of marketing
behavior of the enterprise in the B2B online market is developed, in which the enterprise is
considered as an open system, it has marketing goals in the online market, includes the process
of making decisions about online procurement and the company's reaction to online purchasing.
A model of marketing behavior of the enterprise in the B2C online market is also proposed, in
which the enterprise is also considered as an open system, has strategic marketing goals and
mission in the online market, includes the online sales decision-making process and responds to
the online marketing process. Marketing behavior of enterprises in the period of adaptation to
new conditions should be based on the results of monitoring trends in the external environment
of the enterprise, as well as take into account changes in the main marketing indicators of the
enterprise itself. The types of marketing behavior of the enterprise in the online market, such
as passive and active, are offered, the content of these concepts is specified. In order to achieve
active business behavior in the online market, you should use effective Internet marketing tools
for B2C and B2B markets, such as content marketing, search engine optimization, paid online
advertising, email, social networks with the ability to advertise and target, marketing influence.
A further perspective of the study may be the consideration and selection of criteria on the basis

of which it is possible to develop a methodology for determining the marketing behavior of the
enterprise in the online market.
Key words: online marketing, behavior, online market, B2B, B2C, consumers.

IocTanoBka mpo6aemMu. B cyyacHill eKOHOMIIlI BiIOyBarOTHCS MPHCKOPCHI MPOIECH
Tpanchopmartii 6i3HEC-MOEINIeH, IO MiATPUMYIOTh TCHACHIIT CKOHOMIYHOTO I100aTi3ai-
HHOTO PO3BUTKY. Y 3B’SI3KY 3 HOBUMHU BHKJIMKAMH BUHUKAIOTh HOBI ()OPMU BEIECHHS MapKe-
THUHTOBOI JIISUTLHOCTI, BIZIKPHBAIOTHCSI HOBI PUHKH, BUKOPHCTOBYIOTHCSI HOBI KaHAIIU 3B’ SI3KY
31 CIIOYKMBaYaMH, 32aCTOCOBYIOTHCS MAPKETUHTOBI OHJIAWH-IHCTPYMEHTH ITPOCYBaHHS TOBAPY.
Taki 3MiHH OOYMOBITIOIOTH HEOOXiTHICTh MOJICITIOBAHHS MAapKETHHTOBOT IMTOBEIIHKH ITiITPHU-
€MCTB, SKi BHWIIN Ha OHJIAHH-PHHOK, JJIS TOKPAICHHS MapKETHHTOBOI MisTIBHOCTI TiJ-
MIPUEMCTBA TA JOCSITHEHHS HOTO CTPATEridHNX IIiIeH.

3 ommsiy Ha aKTyaJbHICTh TEMH BUUEPITHUX JOCII/DKEHb YCIX acIeKTiB IIbOr0 HAIPSIMKY
MapKeTHHIOBOI HayKH HEMae, TOMY ITUTaHHS OTpedye J0/1aTKOBOTO BUBUYEHHSI, 30Kpema (op-
MYBaHHsI TEOPETHYHOTO 0a3MCy JUIsl MOJCIIOBAHHS MAapKETHHIOBOI TIOBEAIHKH ITiITPUEMCTB
Ha OHJIAMH-PUHKY JUIsl JOCSATHEHHS LJIeH MiAIPUEMCTBA B CYYaCHUX HECTAOLIbHUX YMOBAX.

AHani3 ocTaHHix AocaixKenb i myosikauiii. Bupimennio npodnem dopmyBanHs Ta
MOJICIIIOBAHHS TIOBEJIHKH MIANPUEMCTB MPUALIIIACh yBara 0ararboX y4YeHHX, TaKHX SIK
I'. Karutenxo [13], H. Kapauuna [12], 1. Kosznona [13], B. Ilanenko [16].

BBaxaeTbcs, 110 came eKOHOMIYHA TOBEJIHKA € MTPOBITHIM HOHSTTSM AJIS TOAAIBIIIOTO
BHBYCHHS TIOBETIHKOBUX MOJETCH ITiIPHEMCTBA, 30KpeMa MapKETUHTOBOI MTOBEIIHKH TTiJI-
MIPUEMCTBA HA OHJIAHH-PUHKY.

Dopmy.TIoBaHH 1€l cTaTTi. I pO3KPUTTS TEMU A0 CITIKSHHS HEOOX1THO BUBYUTH
CTaH PO3BHUTKY €JIEKTPOHHOI KOMepIii Ta po3poOMTH MapKETHHIOBI IOBEIIHKOBI Moei
MIAPUEMCTB Ha OHJIAWH-PUHKY B cektopax B2B ta B2C.

Buxisian ocHoBHoro marepiany. Cy4acHi MiANPUEMCTBA 3311 YCHIIIHOTO PO3BHUTKY
pearyloTh Ha BHKIHMKH ChOTOJCHHS, 30KpeMa Ha SKOHOMIYHI MpoOJeMH, 10 BUKIMKaHI
nangemiero Covid-19. HoBa ekoHOMIKa OypXJIMBO CYNPOBOKYETHCSI PO3BUTKOM KOMYHIKa-
IAHUX Ta IHPOPMAIIHHUX TEXHOJIOTIH, SIKI AKTHBHO BIUTMBAIOTH HA 3MiHY OpraHi3alliiiHuX
MeXaHi3MIB YIPaBIiHHS MapKETHHTOBOIO IISUTBHICTIO IMiINPUEMCTB. 3 MOsBOIO [HTEpHETY
3MIHIOIOTECSI TPAIUIliHI €KOHOMIYHI MOnemi BeleHHs Oi3Hecy, a caMe TPOIECH TpaH-
chopmarii Ta I06aizarii HEBIHHHO MPOJOBKYIOTH BXOAUTH Y BUPOOHHYIO-TOCTIONAPCHKY
TUSUTBHICTB MiIPUEMCTB Ta 3MiHIOBAaTH iXHi MOBEIIHKOBI MOJICITI.

Tomi sk JmesKi MIMPUEMCTBA 3aIMIIATHCS 3AKPUTUMH a00 iXHS MisUTBHICTH MaTHME
KPHM30BHH XapakTep y 3B’A3Ky 3 BUKIMKaMHM, MOB’si3aHUMH 3 nanjaemieto Covid-19, inmi
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3MOXYTb MOOAYNTH BeIM4Ye3HE 3pocTaHHs. OCHOBHMUMH NPUYMHAMH PO3BHUTKY € MIBHAKA
aJanTarist miAMPHEMCTB 10 3MiH, TIepeOpieHTAIlis Ha HOBI KaHAIH MTPOIaXKy Ta iIHCTPYMEHTH
KOMYHiIKaIlii 31 CITO)KMBadaMy, BUKOPUCTAHHSI €JIEKTPOHHOT KOMEPIIii.

3 omusiny Ha CBITOBI BHKIMKM PHHOK EJIEKTPOHHOI KOMEpLii y CBITI 3Ha4HO 3pic 3a
ocraHHi poku (puc. 1). KinbKicTh IHTEpHET-KOPHUCTYBA4iB MOCTIIHO 301IbIIYETHCS, TOKpa-
IIYEThCS KYJIBTypa BUKOPUCTAHHS MEpEXki, 3pOCTae KUIBKICTh OHJIAIH-MaiaHuUKIB JUIs
nponaxy ToBapiB. CHUparounch Ha CTATUCTUKY JociiukeHb kommnadii “EVO” (Prom.ua,
Shafa.ua, Bigl.ua, Crafta.ua, Izi.ua), HiMeIbKOTO OHIAlH- -TIOPTAJTy CTAaTHCTHKH “Statista”
i cepricy “OLX”, 3a3Hauaemo, 110 PHHOK eIIeKTPOHHOI KoMmepuii B Ykpaini y 2019 pom
ckiaB Onm3bko 97,4 mipa. rpH. I3 ciuns mo smcromax 2019 POKy ¢)13MqHI/1x TOBaplB i
MOCIyT 6yJ10 nponano Ha 76 mupa. rpH. e Ha 17% Ounblie, HiX 3a aHAJIOTTYHUIA TICPIOJ
y 2018 pomi. 3rinHo 3 nmporHozamu, y 2020 poui puHOK (i3HUHHX TOBaplB 1 mocIyr 3po-
cTe mie Oinplie, cxiaBmu 87,2 MIIpA. TPH. LikaBo, o0 B MUHYJIOMY poIIi CYTTEBO 3011B-
MIAINCS TOXOJH BiJl OHJIAWH-pEKIIaMH, IHTEPHET-TIPOCYBAHHS, OIJIATH OHJIAMH 1 IOCTaBKH.
3a mannmMu BeeykpaiHChKoi pekiaMHOI KoamiIii, BUpydYKa BiJ peKJIaMH B COLlIaTbHUX Mepe-
’Kax, Ha OHJIaliH-pecypcax 1 MapkeTiuielicax ckiaia omusbko 16 mupa. rph. e Ha 37%
oinemre, Hik y 2018 pori. Ha nocrasiii Oyino 3apodieHo He MeHie 3,5 MJpA. TPH., a Ha
onyaiH-orutati — 1,9 mupa. rpH. [8; 15].
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Puc. 1. Tenoenyii pozsumxy c6imo6oco puHKy eieKkmpoHHOI Komepyii, MaH. OOJL.
Jowcepeno: [8] 3 ypaxysannsm enauey nandemii Covid-19

B HaBKONMIIHBOMY CepelOBHII IINPHEMCTB sIK y cekropi B2B, tak i B cextopi B2C
MOCTiIHHO BimOyBalOTHCS Ti UM I1HIN TMOMii, SIKI BUMAararmTh IIBUAKUX Ta YITKUX pEaKIil.
PiBeHb ycmixy 3aJIe)KUTh BiJl AKOCTi MPUCTOCYBAHHS 10 CUTYaIlii B HABKOJIUIITHEOMY CEPeIo-
Buii. KokHe miampreMcTBO BU3HAUAE CBOT IIiJIi Ta MICit0, 32 JOMTOMOTOI0 CBOIX MOBEIIHKO-
BUX PEaKI[iii Ha eKOHOMIUHI BUKIMKH (DOPMY€E MapKETHHIOBY IOBEIHKY Ha OHJIAIH-PUHKY.
ABTOpamH 3p00JICHO MOPIBHIIBLHY XapaKTePUCTHKY OHJIAHH-PUHKY B cekTopax B2B ta B2C
3a IIEBHUMH KpuTepisiMu (Tadi. 1).

Ha mymky aBTOpiB, MapKeTHHIOBa IOBEAiIHKA ITIIMPHEMCTB B IEPioJ] amamTailii I0
HOBHUX YMOB Ma€ 0a3yBaTHCh Ha pe3yabTaTaX MOHITOPHHTY TEHACHIIIH 30BHIITHHOTO Cepe-
JIOBMIIA MIJIPUEMCTBA, @ TAKOXK BPAXOBYBATU 3MIHM OCHOBHHMX MAapKETHHIOBUX ITOKa3-
HUKIB JisUIbHOCTI camoro mianpuemctsa. Kpim Toro, Marote 0yTr Moziesli MapKeTHHTOBOT
MOBEIHKH IIANPUEMCTB JUIsI KOXXHOTO CEKTOPY ITJIMPUEMHHUIBKOI AisIIBHOCTI (pHc. 2,
puc. 3).
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Tabmums 1

IopiBHsJIbHA XapaKTepucTHKA OHJalH-puHKY Ha B2C Ta B2B

Kpurepiii

CeKTOp NiANPUEMHULBKOL AisNILHOCTI

B2C

B2B

Po3mip puHKy

s B2C-mozeni xapakTepHUil BETUKHHA pO3Mip
PHMHKY Ta Lib0oBOI ayaurtopii. ToBapu Ta mociy-
'Yl KOPUCTYIOTHCS INUPOKUM ITOTTUTOM.

Ha Bigminy Big B2C-mopemni,
B2B Bupimye crneuudiuni, iH-
JIUBITyasibHI 3aBIaHHS Oi3HECY.

BapricTs
MPOIYKIIii i
MoCITyT

Y B2C-xommnanii Moke OyTH Oinblie KITi€HTIB,
Hik B2B. IIpu npomy uepes Te, 1o BapTiCTh 10-
ciryr abo ToBapy y B2B Bume, oquna B2B-kiient
MOXKE OKYIHTH BCi MapKETHHIOBI BKJIQJICHHS,
BUTpA4€Hi Ha HOTO 3aJTy4YeHHS.

[lirn B B2B-cermenti 3Ha4HO
pume. Kmient — e iHmmit 6i3-
HEC 3 piBHEM JIOXO[Y BHIIE, HIK
y okpemo B3sTO1 JroauHu. Of-
HAaK i TYT € OOMEXEHHS: HEe KOX-
Ha KOMIIaHisl TOTOBa BHUTpavyaTH
IPOLI Ha JUKEPENO HEMpsSMOro
JIOXO1TY.

Bzaemo-
BIIHOCHHH 3
KJIIEHTOM

bamspko 80% mnpubyTKy Oi3Hecy NpPHUHOCHTH
20% mnocrtiitanx kmienTiB. Ognak B2C-6i3nec
MOXKE JKHUTH 3 PA30BHX IPOJAKIB.

Jlst B2B-Mozeni mocTiiHi Kiti-
€HTH — 11e must have.

IIporpama
JOSITBHOCTI

IpaBuibHO CKJIajeHa W mpopoObieHa mporpa-
Ma JIOSUTBHOCTI 301IbIy€e Mpopaxi i mpuOyTOK
oisnecy sk mis B2C-, tak 1 ans B2B-moneneit
Oi3Hecy.

Cuyxba
MATPUMKH Ta
KOHCYITBTaITis

[ B B2B-, i B B2C-Mopzeuni y KITi€HTiB BUHHKAIOTh
MUTaHHs BUOOPY TOBapy abo IOCIyTH, BUKOPH-
CTaHHS TPOAYKTIB, yMOB cIiBmpari. Bes HeoO-
xizHa iH(opMaris Mae OyTH B pO3Iisi TapaHTii,
JOCTAaBKH Ta OIUIATH Ha CIIEIialbHUX CTOPiHKAX
caiity. HasiBHicTB Takoi iH(opMamii — 1ie oauH 3
YMHHUKIB PAH)KYBAaHHS [Tl TIOLTYKOBHX CHCTEM.

i

Meroro B2C € mpopax ToBapy abo mociyru
IIBUJIKO, MMOKH CIIOKWBAY HE MIIIOB IIYKATH ii
Ha3a/1 4epe3 MOLIYKOBY cUCTeMy abo cailT KoH-

KYpPEHTIB.

Metoro B2B € neranbHe po3s-
KPHUTTS OCOOJMBOCTEHl CIIiBII-
pami, ToBapy abo TOCIyTH,
JIEMOHCTpALlisl  HOTEHLIHHOMY
Oi3HEC-KITIEHTY  OCOOIMBOCTEH
pobGotu, mepeBar i permyramii
0i3Hecy Ha PUHKY.

Konrent-
CTpareris

Just B2C 1ie crpaterist 3aiy4eHHs] HOBUX KOpHC-
TyBauiB, MiJIBUIIICHHS BITI3HABAHHS OPCHILY.

Jns B2B ue crpareris minBu-
LIEHHSI SKCIIEPTHOCTI Ta BUIH-
MOCTI JIiZIepCTBA HA PUHKY.

Lrcepeno: yzazanvueno asmopamu nHa ocnoéi [4; 9; 11; 14; 15]

ITixnpreMcTBO K BiIKpUTa CHCTEMA Peakuis mignpremcTBa
(Mae MapKeTHHI OB T1i7Ti Ha OHJIAIH-PUHKY) Ha OHJIaHH-3aKyMiBIIi
MapkeTHHroBi . -
p MapKeTHHIOBi Iporec A - BHOip CHpOBHHH,
HHHHHRH YUHHUKH i MartepialiB, HOCTYT;
30BHILIHBEOTO . VpHIHATLA — BUOI I.Ii’m/r ’
cepeoBUIIa BHYTPILIHBOT'O plLIEHB PO i BH61p B
MiNPHEMCTBA cepenosuiia OHJIalH-3aKyiBIi P .
. [IOCTAaYaIbHHUKIB;
MiAPUEMCTBA . N
- BUOIp yacy i micus
TTOKYTIKH

Puc. 2. Mooenv maprkemunzo60i n08eOiHKU NIONPUEMCMEA HA OHLAUH-PUHKY B2B

Licepeno: pospobneno asmopamu
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IligmpreMcTBO SIK BiIKpHTa CHCTEMa Peaxuis mignpuemMcTBa
(Mae MapKeTHHIOBi T[Tl Ha OHTAHH-PUHKY) Ha OHJIAHH-TIPOAAKI
MapketuHrosi . . .
MapkeTuHrosi IIponec - BUOIp CETMEHTIB;
YHHHUKH 8 Sib it ToBAn]

. - BU HH TOBapiB;
30BHIIIHBOIO YMHHUKH TPUAHATTS 6_19 Jis p %5
cepeIoBHUILa }| BHYTpiumbOro piieHs mpo - BHOIp TOCEPE/IHUKIB,

. . . - BUOIp yacy ¥ micus
inIpreEMCTBA cepenoBUINa OHJIAMH-NIPOAXKI 6 p Hacy el
. HPOJIaKiB;
mianpreMcTBa o .
- BUOIp iIHCTPYMEHTIB
MpOCyBaHHsI TOBapiB

Puc. 3. Mooenv mapxemurneo60i nosedinku nionpuemcmed Ha oHaAauH-puHky B2C
Joicepeno: pospobneno asmopamu

Sk 6agmuMo, MOJIEI PI3HATHCS MiXK COOOTO ITPOIIECOM IIPHITHATTS PiIIeHHS ITPO OHJIANH-TTi-
SITBHICTB, PI3HOIO € PEAKIIis MiAMPUEMCTBA HA TIOBEAIHKOBI Hii Ha OHJIAWH-PUHKY, KPIM TOTO,
aHaJIi3 MMOBEIIHKU OHJIAMH-CIIOKMBaYiB Oy/ie 3/1iHCHIOBATUCS 3a PI3HUMH IiJIXOJaMHU, KpH-
TEpisSIMH Ta METOAIMKaMu. Mojeni BpaxoByIOTh YMOBU ()OPMYBaHHS YMHHHKIB BIUIMBY Ha
MapKEeTHHIOBY TOBEIIHKY MIAMPUEMCTB Ha OHJIAWH-PHHKY.

CyvacHa MapKeTHHIOBAa HayKa BBaXae€, 110 BC1 €KOHOMIYHI Cy0’€KTH IparHyTh 10 parli-
OHAJHFHOI KOMOiHAIlli MAPKETHHTOBUX YHHHUKIB Ta y3TOPKEHOCTI il 1 eKOHOMIYHUX iHTe-
peciB y4aCHHUKIB OHJIAHH-PHUHKY. BaMBO BpaxoByBaTH OCHOBHI MOTHBH MapKETHHIOBO{
JUSUTBHOCTI, HA OCHOBI 4OTO ()OPMYETHCSI MAPKETHHIOBA MOBEIIHKA MiANPUEMCTBA. ABTOPH
BUJIUJISIIOTH JIBa ITOBEIIHKOBUX THIH, @ CaM€ aKTHBHA MapKETHHIOBA TIOBE/IHKA IiIIPHEM-
CTBa Ha OHJIAIH-PUHKY Ta IacCMBHA MapKeTHHIOBa IIOBEIHKA IIANPUEMCTBA HA OHJIANH-
PHHKY. ABTOPCBKE TPaKTyBaHHS MOHSITH 300pakeHO Ha pucC. 4.

MapxkeTuHroBa noBeiinka
MiANPHEMCTBA HA OHJIAHH-PUHKY

Tlacusna mapkemunzosa nosedinka

AKmusHa Mapkemunz08a nogeoinKka

nionpueMcmea Ha OHAAUH-PUHKY — . .
RIONPUEMCTNGA HA OHAATH-DUHKY —

3/IaTHICTH MiAPHEMCTBA TIOBLIEHO e .
. . Ui TiIIPUEMCTBA HA OHJIAH-PUHKY,
pearyBat Ha NOTpeOH OHJIAH-CIIOKUBAYIB,
IHEPTHO BUKOPUCTOBYBATH IHCTPYMEHTH

IHTEpPHET-MapKETHHTY JJIsl IPOCYBaHHS

CIPSIMOBaHI Ha CTBOPEHHS
PI3HOMaHITHUX MapKETUHIOBHX OHJIAIH-

. . aKTHBHOCTEH JJIst 310BOJICHHS IOTPe0
TOBapiB Ha OHJIAH-PUHOK, TIPU LIBOMY N .
OHJIAMH-CIIO’KUBAUiB Ta JOCATHEHHS
OCHOBHY yBary 30Ce€pe/)KyBaTH Ha ..
MapKeTHUHIOBUX I[UIEH MiANpUeMCTBa Ha

MapKETUHIOBHX aKTHBHOCTSIX .
OHJIAHH-PUHKY

B OHJIaHH-CepeIOBHUILI

Puc. 4. Tunu mapxemun2o60i nosedinKu niONpUEMCMS Ha OHLANUH-PUHKY
Loicepeno: pospobneno asmopamu

3aj1s1 IOCSTHEHHsI aKTUBHOI MOBEHIHKU TIINPUEMCTBA Ha OHJIAWH-PHHKY BUKOPUCTO-
BYIOTh e(eKTHBHI IHCTpyMeHTH iHTepHeT-MapkeTuHry mansi B2C- ta B2B-punkis. Kon-
TEHT-MapKETHHT — LIe CTparTeris, 1110 I01IoMarae MmiAnpueMCTBAM FeHepyBaTH JIi i1, 3011b11y-
BaTH CBOO I[UIBOBY ayIUTOPIO, MiABHUIIYBaTH 3aJyUYCHHS, 3aJTy4aTy OTCHIIIHHUX KIIIEHTIB,
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I
iBUIYBaTH BITi3HABaHHS OpeHy, 301IbIIyBaTH TPOAAXi Ta MiJBHUIIYBATH JOSIIBHICTH
KiieHTiB. Pi3Hi (hopMaTtu KOHTEHTY JOMOMArarTh ¢()EKTHBHO JOCSITH IUX Iijci. MoxHA
TAKOXX BECTH OJIOT SIK JUIsl 3aTy4eHHs Tpadiky Ha cBill cait, Tak i B ocBiTHIX 1isix [1; 3; 10].

[TomrykoBa onmTHMi3allis O3Ha4Yae€, MO MOTPIOHO ONTHUMI3yBaTH CTOPIHKH CalTy TMij-
MIPUEMCTBA JJIs1 JOCATHEHHS BHCOKOI MO3UIIIT HA CTOPIHIII Pe3yJIbTaTiB MONIYKOBOI BHIAMI.
SEO — ne Habip MeToAiB, K1 Jal0Th 3MOT'Y KOPHCTYBadaM 3HAXOAUTH BiAMOBITHUNA KOHTEHT
B InTepueri. Lle noBrocrpokoBa crpareris, ska mnepeadadae poOOTy 3 MOIIYKOBUMH 3aITH-
TaMH KOPHUCTYBadiB, MIBUKICTIO 3aBAHTAXECHHS CTOPIHOK 1 OOYIOBOIO MOCKIIAILHOT MacH
Ha caiit [6; 7; 14; 15].

[Tnarna peknama — e crpareris, cxoxa Ha SEO, ane pi3HHUISI TTONSTaEe B TOMY, 1110 BOHA €
miarHoto. Ile KoHTeKCTHA pekiama, pekiama y Facebook Ta Instagram, TapreTuHT pexiam-
HOI KammaHii. Bci 11l OHlIaifH-aKTUBHOCTI IOTIOMAararoTh 3aj1y4aTy Ha CalT KOPUCTYBadiB, sIKi
B)Ke 3aIlikaBiieHi ToBapom [11; 14; 15].

Email-po3cmika — 1ie 100pe mpomyMaHa CTpaTerisi email-MapKeTHHTY, IO A€ 3MOryY
ITi/IBUIILyBaTH BITi3HaBaHHs OpeHy i 30UIbIIyBaTH Mpojaxki. Mo)kHa 31CTaBISTH peKJIaMHi
KaMTaHii 3 TpaH3aKIiHHIMH JTHCTaMH, IIOOU IiIBUIINTH e(DeKTUBHICTH IIi€l cTpaTerii. 3a
norioMororo Automation 360 Mo)XHa aBTOMaTHYHO BiAMPABISITH JUCTH Y BiIMOBIAL HA il
KOpHCTyBadiB [6; 7].

ComianpHi Mepexi — I1e Ay’Ke MOTYKHI KaHaJIH B3aEMOIii 3 OHJIaliH-CIIoKIBa9aMu. JIronn
Bce OiNbllie yacy MpoBOAATH B [HTepHETI, a came B colialbHUX Mepexkax. OHimaliH-KopHuc-
TyBadl 3aiiMarOTHCs MOIIYKaMH BiJryKiB IIPO HiNpueMCcTBO uu ToBapu y Facebook, myka-
10T OUTBIN 3aKyIicHY iHpoOpMaIltito mpo Opernu B Instagram. Kpim Toro, BOHH, K paBUIIo,
JIUIATBCS BIIOJOOAHMM KOHTEHTOM 31 CBOIMHU Jpy3sMH. BUKOPHCTOBYIOUM HaallTyBaHHS
COLIAJIBHUX MEPEeX, MOXKEMO 30UIBIINTH NPOAAXKI] Ta 3aIy4eHHS] KOPHCTYBaYiB, MiABUILUTH
KOMYHIKaIlifHy B3a€MOIIIO0 3 IIUTbOBUMH CETMEHTaMu [2; 5; 7].

MapkeTHHT BIUTUBY (1H(IIIOCHCEP-MapKETHHT) — e Iepenada iHdopMariii mpo ToBapu
OHJIAHH-TIOKYIISIM 4epe3 BiJIOMUX OJiorepiB B OHJIAKH-cepenoBHLll. BoHu pomnomarators
MpocyBaTH OPEH]T Ha OHJIAH-PUHKY CEpell CBOET ayIUTOpPil Ha B3a€MOBHUTITHIX yMoBax [1].

SIKIIO MepersHyTH KOHKPETHI MapKeTHHIOBI IHCTpyMeHTH B2B, He Baxko mOMITHTH,
1110 BOHH PI3HATHCS 1HIUBIIYaIbHUM ITiAX00M JI0 KJIIEHTA Ta OPI€EHTOBAHI Ha 30UIbIICHHS
JITOBUX KOHTAKTIiB y TOBTOCTPOKOBIH mepcrekTuBi. OHAK TakKi IHCTPYMEHTH, SK 3B’ SI3KH
3 IPOMAJICHKICTIO Ta MPOCYBaHHS B IHTEpHETI, CIIPSIMOBaHI OUIbIIC HE HAa MPHUBEPHEHHS
yBar" TUIbKM HOTEHIIMHUX KIIIEHTIB, @ HA OKPAIIEHHs peryTallii KOMIaHii Ta MiBUIIEeHHS
moiH(opMOBaHOCTI TIPO OpeHN 3araiioM. 3ayBa)kKUMO, IIO OCOOWCTI MpOmaxi Ta MiXKHa-
POZIHI BHCTABKU € BOKJIMBUMHU IHCTPYMEHTAMM JUIS 301IbIICHHS 00CATY MPOAAXKIB i AIPHU-
€MCTB, aJie 32 e()eKTUBHOI peajtizalii MapKeTHHIOBOI OHJIAH-CTpAaTeril MOXKHA TEX JO0CSTTH
3HAYHMX PE3yJIbTaTIB.

BucHoBkH. J[oCHiKEHHs TOKa3yIOTh, 110 €JICKTPOHHA KOMEpIlis it cexkrtopie B2B
ta B2C nponomKye akTMBHO 3pocTaru W ImporpecyBaru. B pesynbrari LbOro CEKTOpH
MaroTh 3pOOHTH TPOILIEC TOKYITKK CBOiX TOBapiB B [HTEpPHETI MaKCMMAIBHO JIETKUM, 3pyd-
HUM 1 3po3yMiiuM. Lle nonomoke 3Ha4YHO HIBHJIIIE JOCSITHYTH METH Ta CTaTH JiJiepamu
Ha PHUHKY.

Bracaimox moOpiBHAIBHOI XapaKTEPUCTHKH ITiIIPUEMHAIBKOI JiSITBHOCTI B CEKTOpax
B2B ta B2C Buznaveno, mo Metoro B2C € mpomax ToBapy ab0 MOCIYTH MIBUAKO, MTOKH
CIIO’KMBA4 HE IIIIOB IIyKaTH 11 Ha3a/l B MOLIYKOBUK a00 Ha CAUT KOHKYPEHTIB, a TAKOXK Iifl-
BUIIICHHS JIOSUTBHOCTI KiHIIEBOTO Crio’kuBada. MeToro B2B € memoHcTpartis moTeHminHOMY
Oi3Hec-KIIIEHTY 0COOIMBOCTEN poOOTH, TepeBar i penyraiiii 6i3Hecy Ha PUHKY.

Bhacninok po3po0ieHux Mojieseld MapKeTHHIOBOT TOBEAIHKH ITiIIPHUEMCTB Ha OHJIANH-
PUHKY BH3HAUYE€HO OCOONMBOCTI iX CTBOPEHHS Ta 3alpPOIOHOBAHO THIM MAapKETHHTOBOI
MOBEIIHKY ITiIIPHUEMCTBA Ha OHJIAWH-PUHKY, TakKi sIK TACHBHA Ta aKTHBHA, YTOYHEHO 3MICT
MOHATH. 3aJUIsl JOCSITHEHHS! aKTMBHOI MOBEAIHKU MIANPUEMCTBA HA OHJIAWH-PUHKY BapTo
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BHUKOPHCTOBYBATH €(PCKTHBHI IHCTPYMEHTH iHTEpHET-MapKeTHHTY 11t B2C- Ta B2B-puHKiB,
Taki SIK KOHTEHT-MapKETHHT, ITOIIyKOBa ONTHMI3allis, IJlaTHa OHJIAiH-pekIaMa, email-po3-
CHJIKA, COITiaJIbHI MEPEXi 3 MOXKITUBICTIO PEKIIAMyBaHHS i TAPTETUHTY, MAPKETHHT BILTUBY.

[Topanpiioro NeperneKTHBOO JOCIIKEHHsT MOKe OyTH pO3IIIsiL Ta BUOIp KpUTepiiB, Ha
OCHOBI SIKMX MOXXHa PO3POOMTH METO/IMKY BU3HAYEHHSI MAPKETHHIOBOI ITOBEAIHKH i IIPH-
€MCTBa Ha OHJIAWH-PHUHKY.
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