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CratTta npucBsyeHa (DOPMY/IOBAHHIO KOHLENTYaslbHOI OCHOBM OMHiKaHa/IbHOro 006C/yroByBaHHS CMOXMBAYiB
nignpvemcTBaMn po3apibHoi Toprieni. PO3rISHYTO €TUMOSON0 NOHATb «OMHIKaHa/IbHICTb», «06C/1yroBYBaHHS»,
npoaHasi3oBaHO NOrNSAN BITUMIHAHMX Ta IHO3EMHUX BUYEHMX HA NPO6GIEeMaTUKy OMHIKaHaslbHOI TOpriBi. AKLEH-
TOBAHO yBary Ha KapAMHa/lbHUX 3MiHax y po3api6Hii ToprieAi Nig BNAMBOM Ajifxutanisauii, ycKnageHHi NoBeiHKKN
CNoXuBadiB Ta HEOOXIAHOCTI 3pOCTaHHi yBarn TOProBLiB A0 3ab6e3nevyeHHst (POpMyBaHHA NO3UTUBHOIO KiEHTCbKO-
ro fOCBidy Ta acoujauiit, nos’a3aHux 3 6peHaoM. CopMyIbOBaHO Lifi, Ski Mae nepecnigyBaTu OMHiKaHasIbHWi
po3apibHuit Toproselp. MNogaHo aBTopcbke GaveHHsI NOHATTA «OMHiKaHaslbHe 06CyroByBaHHsA». CXxemMmaTuyHo 30-
6pakeHO 3MICTOBHI €/1leMEHTV MPOLLECY OMHiIKaHa/IbHOTO 06C/TyrOBYBaHHS CMOXMBAYiB MiANPUEMCTBOM PO34pPIOHOI
Toprisni.

KnrouoBi cnoBa: po3apibHa Toprieisi, OMHIKaHasIbHICTb, OMHiKaHasIbHe 06CNYroByBaHHS, KMIEHTCbKWIA A0CBIA,
6peHs, NOSNbHICTb.

The article is devoted to the formulation of the conceptual basis of omnichannel customer service by retail trade
enterprises. The etymology of the terms "omnichannel”, "service" was considered, the views of domestic and foreign
scientists on the problems of omnichannel trade were analyzed. There is a certain lack of research devoted to the
consideration of omnichannel through the prism of the positive customer experience formation. Attention is focused
on the radical changes in retail trade under the influence of digitalization, the complexity of consumer behavior and
the need for increasing efforts of retailers to ensure the formation of positive customer experience and associations
related to the brand. It was noted that the development of a strategy for managing the channels of goods sales
should begin with an understanding of what the consumer's purchasing journey looks like. The thesis is presented
that the trader's efforts should be directed not only to the effective management of the direct sales process, but also
to information, communication and organizational support during interaction with consumers before the purchase
and after the purchase of goods in order to ensure the formation of a positive customer experience. The goals that
an omnichannel retailer should pursue are formulated. They envisage ensuring uninterrupted customer service at
all points of contact with the brand; optimization of actions in the channels of goods sales and communication with
consumers. The author's definition of the concept of "omnichannel service" is presented as an important component
of a retailer's influence on the perceived value of his brand, ensuring consumer satisfaction and forming a positive
shopping experience. The content elements of the process of omnichannel customer service by a retail enterprise
are schematically depicted.

Keywords: retail trade, omnichannel, omnichannel service, customer experience, brand, loyalty.
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MocTtaHoBKa npoGnemu. [llosBa Mepexi
IHTEpPHET HE3BOPOTHO 3MiHUMIO GaraTo cdiep
XUTTA Ta Oi3Hecy, a 3pOCTaHHA piBHA Ta Aia-
nasoHy i BUKOPUCTaHHA [03BOJSINI0 CTBOPUTH
LLUMPOKUIA CNEKTP MOXNMBOCTE. Temnu i BUpas-
HICTb CNOCTEpPEXYBaHUX 3MiH Npy3Bex A0 nepe-
dhopmaryBaHHA NPOCTOPY pPO3A4PiGHOT TOPriBAi
i 3pOCTaHHS CMHEeprii OHNaiH- i odonanH-kaHanis
npoAaxy ToBapiB i CepBiCHOro 06C/1yroByBaHHs
MOKyMu,iB.

Po3gpibHa TopriBisi 3HaxogMTbCA B MOCTIiN-
HOMYy po3BUTKY. Ll eBontouis BigdyBaeTbCs
BHAC/IAOK NOSIBU HOBUX KaHasliB 3B'A3KY | TOUOK
OOTVKY MpoAaBLiB i MOKynuiB, WO6 NoNerwnTn
i mepcoHanisyBaTu npouec Kynisni Ans noTteH-
LiAHMX | NOCTIMHUX KNieHTIB [1].

3pocTaHHA iHTerpauia pisHUX KaHasliB npo-
[laxy ToBapiB Ta HaflaHHA nocnyr nepebynoBye
po34pibHy rasly3b Ha OMHiKaHaulbHy PO34pi6HY
Toprisnto [2].

AHani3 ocTaHHiX gocnipkeHb i nyoGnikawyii.
IHTerpauito kaHaniB B3aemogil po3apiéHoro
ToprosyA 3i cnoxunsadyamu posrnsganv Lao /1.,
ni n., O N., Teo X., CambamypTi B., Caripi C.,
Yannginr P, MeHa K., bypnakic M. [3-6].

KoHuenTyanbHii po3pobLi CYyTHOCTI OMHiKa-
Ha/IbHOT PO3ApPi6HOT TopriBNi Ta BUMIpY edek-
TUBHOCTI 1i BNPOBA[KEHHSA MPUCBAYEH| Hay-
KoBi ctatTi Bepxodpa M. [x., KaHHaHa I1. K.,
IHMaHa ., Kioi T. X., lo3e A., Xanabypga X.,
AiterHrapa P, Mayenca K., Cpipama C., Takepa [x.,
BeHkatapamaHa C., JaHaxepa [I1. [Ox., JaHa-
xepa T. C., Cmita M. C., Jloaiiza-Maiia P,
®iwepa M. /1., Fannido C. Ta Cio Ix. [7-9].

MposB (heHOMeHa OMHiKaHaslbHUX npoaa-
XiB Yy Pi3HUX 061acTAX, BKAKOYAUN MAPKETUHT,
TpaauLiliHy TOPriBNto Ta €/1IEKTPOHHY KOMEpPLLito,
BMBYABCS y poboTtax [7; 10-21].

BuaineHHAa HeBupileHWX paHiwe 4acTuH
3arasibHOI npobnemn. Y TOW Xe 4ac, A0CBigy
KNIEHTIB NPUAINAI0CA MeHLe yBaru, xova BiH
Bifjirpae Bax/MBYy poO/ib B OOMiHi LiHHOCTAMMU
B PO3A4pi6HI TopriBai. ¥ UbOMY MU MOBHICTIO
3rogHi 3 'pesanem [., Jlesi M. Ta Kymapom B.
[22]. OpHielo 3 NpuunH Takoi HecTadi nyb6nika-
Lii Mmoxe 6yTu Te, WO B fliTepaTypi NO3NTUBHUIA
[OOCBIf KMiEHTa Po3rnsfaBcsa siK aBTOMaTUYHUIA
pesynerar peanisauii 6araTokaHabHUX cTpaTe-
rin. Ha gymky Pir6i, O. [20], Bepxodha M. Ox.,
KaHHaHa 1. K., IHmaHa [OX. [7], 9Kwo piTei-
nepu HTerpyTb QYHKUiI MO BCIX KaHanax, To
BOHM 3abe3neyarb 4y[OBWIA [OOCBIL KIEHTIB.
Lleli nigxig yacto HecymicHWIA i3 no3uuieto, SKOI
potpumytoteea MNanmvatee P. B., CiBagac E.,
CrtepH J1. B. Ta Enb-AHcapi A. |. [23], wo cTpa-
Terigs  ynpaBniHHA MapKeTUHrOBMM  KaHaslom

MOBUHHA MOYMHATUCA 3 PO3YMIHHA TOro, $K
BUINALAE KyNiBeIbHUIA LLAX COXMBaYa.

ICHytOUMn aedpiunT [oCnigKeHb, WO BUBYaA-
I0Tb NiAXia A0 opraHizayii po3gpibHol Toprisni Ha
3acafiax OMHIKaHa/IbHOCTI i Te, siK BiH Bn/nBae
Ha [OCBIf KIIEHTIB, BiA3HAYMAM y CBOIli poboTi
i Bepxodp M. Ox., KaHHaH M. K., IHMaH Ox. [7].

MocTtaHoBKa 3aBAaHHA. Y Mipy nojasib-
LLIOr0 PO3BUTKY Cy4vacHUX iHhopMaL,iiHO-KOMY-
HiKaLinHUX TEeXHOMOorii noBefiHka CroXuBadiB
npu Kynieai ctae Bce OiflblWl HEOAHOPIAHOM.
HeobxigHICTb NigNPUEMCTB PO3aApPI6HOT TopriBAi
MocCTiIiHO afganTyBaTucs [0 3MiH Yy BUMOrax Ta
O4iKyBaHHSIX KJ/IIEHTIB € MiATBEPAXEHHAM 3pOocC-
TaHHA BaX/IMBOCTI PO3YMIHHA Ta iMM/IEMEHTY-
BaHHA OMHiKaNbHOro nigxo4y [0 06Cnyrosy-
BaHHSA crnoxusaudis. Lle i 06ymoBunno B1oip MeTu
OOCNIMKEHHA — BU3HAYUTU CYTHICTb MOHATTA
«OMHiKaHa/IbHe 06C/TyrOByBaHHSA CrOXMBaYiB»
i cdpopmyntoBaTn KOHLENTyaslbHYy OCHOBY MOro
3MICTOBHOIO HanoOBHEHHSI.

Buknag OCHOBHOro wmartepiasly pochni-
J)KeHHA. PO3yMiHHS CYTHOCTI OMHiKaHas/lbHOro
006CNyroByBaHHS CroOXuBayiB [A0LiIbHO PO3Mo-
yatn 3 BM3HAYEHHS eTUMONOriT CMiB «OMHiKa-
HaNbHICTb» Ta «06C/YroBYyBaHHS».

[Ona petanizauii po3rnagy MOHATTA «OMHi-
KaHaNbHICTb» C/lig  po34iiMTM Ha [ABi 4ac-
TUHU — «OMHIi» Ta «KaHaJ/lbHIiCTb». BignosigHo
[0 HaMbiNbWOro eTUMOJIONYHOrO  OHJ/laliH-
C/IOBHMKA «omni» (Big, NaTUHCBKOTO «OMNis»)
€ C/IOBOTBIpHMM €/1eMEHTOM, i 03Ha4yaEe «BCi»,
«YHUBEPCA/IbHbIN»», «yBECb, KOXHWMA, LA,
KOXXHOIO BUAy». Y CBOK 4epry, ogHe 3 TpakTy-
BaHb C/IOBa «KaHa/1» — Le «LASX NOLUMPEHHS
yoro-Hebyap [24]. Buxoasum 3 uboro, «oMHika-
HaNbHICTb» — e «BCi KaHa/IM, KepoBaHi pa3om».

Mocvnarouncb Ha €eTUMosIorito Ta Tayma-
YEHHS pPO3INIFHYTUX BUlle TepMiHiB, MOXHa
[INTN BUCHOBKY, O OMHIKaHasIbHICTb Y po34pi6-
Hiln TOpriBMi — Le BUKOPUCTaHHS NiANPUEMCTBOM
pO34pi6HOT TOPTiBNI YCIX MOX/IMBUX K&HaJTIB Mpo-
[aXy TOBapiB Ta HaZlaHHS NOCNyr CroXuBavam.

Posrnag HaykoBux nyo6nikauin 3 OMHikaHas b-
HOCTi NnokasaB NeBHY €BOJIOLI0 NOrNIsAiB BYe-
HUX Ha Le NOHATTA.

Mig BnAMBOM AimpxuTanizauii iHCTPYMEHTK
€NEeKTPOHHOI KoMepLiT MOXyTb BMKOPUCTOBYBA-
TUCb Y KOHBEPIeEHLii 3 TpaauLiiHO Po3apiGHO
TOpriBnen Ans NigBULLEHHA LHHOCTI KyniBesib-
HOro A0CBiAYy CnoXuBadis.

TepmiH «omni channel» 6yB 3anpoBagxe-
HUA y 2009 poui AocnigHMLbKMM Nigpo3ai-
niom po3gpiéHoT Toprieai. International Data
Corporation [25]. B OMHikaHa/IbHOMY nigxopgi
OHNanH- Ta odnalriH-kaHaM IHTerpoBaHi Tak,
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o6 3anponoHyBaTh KrieHTam 6e3nepeodiliHuii
npoLec nokynok.

Pir6i . 6yB nepwnm, XTo BUKOPUCTaB TEPMIH
«OMHIKaHa/IbHICTb» B akafeMiyHiin nitepatypi,
Ta BM3HAYMB OMHIKaHasIbHy po34pibHy Topris/o
AK «iHTerpawito 4OCBi4y MPOAaxy, SKka NOeAHYE
nepesaru oi3NYHKX MarasuHie 3 iHpopmaLiiero Ta
6aratum 40CBIAOM OHAaNH-NOKYyNnok» [20, c. 68].

MisHiwe Jflesi M., Beiy B. A., i 'pesan A.
3anponoHyBann TepmiH «omniretailing» i Take
MOro TpakTyBaHHS: «CKOOpAMHOBaHa GaraToka-
HaslbHa Mpono3uuisi, sika 3abesnevye 6esnepe-
GiiHMIA gocBig, NpY BUKOPUCTAHHI BCiX KaHanis
NOKYMNOK puTelisiepa», WO O3Hayae, Lo CroXu-
Bauyi BUKOPUCTOBYIOTb YCi KaHa/M AK pe3ynsrar
IXHbOI 6e3nepebiliHoT iHTerpauii. TakuM YMHOM,
aBTOPWN (POKYCYHOTLCA Ha TpaH3akLisaX, BU3HA-
yaluu KaHan fK Crnocié npogaxy Ta [OCTaBKu
TOBapiB Ta MNOCNYr KnieHTam [26].

Bigo6paxaroumn Ut Touky 3opy, bek H. i Pirn
[. BU3HAUMNN OMHIKaHasIbHy PpOo34pibHY TOp-
MBI SK «Habip BMAIB AisiIbHOCTI, NOB'A3aHMX i3
npofaxemM TOBapiB 4v MOCAYr Yepes yci nowm-
peHi KaHann, 3a OOMOMOrOK AKUX KMIEHT MOXe
iHiLilOBaTW MOBHY B3aEMO/i0 3 KaHa/loM Ta/abo
po34pibHUIA TOProBeLb KOHTPO/IE MOBHY IHTE-
rpauito kaHanis» [10, c. 175].

EBontoLiiHi 3MiHW B OMHIKaHas1bHiil po3api6-
Hiin TopriBni 6ynn onucaxi bekom H. i Pirnem /.
HaCTYNMHUM YMHOM: 3i 3POCTaHHAM MOOINIbHOT
KOMepLiT cMapTdOHW, MIaHLWeETN Ta couia/ibHi
Mepexi CTann KI4YoBMMM (hakTopamu, Lo
BN/IMBaIOTb Ha MPOAaX, i CNoXuBadi MOXYTb
34jlicHIOBaTM MOKYNKM B Pi3HNX KaHanax y 6yab-
KU Yac Ta B 6yab-sakomy micui [10, ¢. 177].

PearyBaHHs Ha BIAMIHHOCTiI Yy TOMYy, SIK CMO-
XnBadi 3aBeplLUylOTb CBIill LWASX YXBaJIEHHS
PilLEHHS, yCKNadHE Gi3Hec-npouecn po3apio-
HOro TOProBUSA; asie TakoX BiAKPUBAE A1 HbOro
HOBI MOX/IMBOCTI LLOAO CTBOPEHHS LIHHOCTI A/14
BCTAHOB/IEHHSA MMOLUNX BIAHOCKH i3 K/iEHTaMN.

MOBHICTIO MOrOAXYeEMOCH 3 TBEPLKEHHAM
aBTopIB[27, C. 268], L0 OMHiKaHasIbHa po3apidHa
TOPriBNSA — Lie «Cnoci6 oTpMMaHHA nepesarn 3a
paxyHOK popmyBaHHS BifibLL rMNGOKNX BiAHOCKH
3 KNiEHTaMW, BUKOPUCTAHHA HOBUX MOTEHLiAHNX
PUHKIB Ta 3BEPHEHHSA A0 HEOAHOPIAHOCTI Kyni-
BE/IbHUX OpIEHTALL KMIEHTIB 3 METOK HaJaHHS
6e3L0BHOM0 KPOC-KaHasIbHOro A0CBIAY».

OCHOBHOI MNPUYMHOID NepeBarn KrieHTamu
OMHiKaHa/IbHOro niaxogy € 6e3nepe6iliHunii
[0CBIZ, NMOKYNOK, WO 3abe3nevyeTbecs iHTerpa-
Ljieto oHNaliH- i odnariH-kaHanis [28]. Kpim Toro,
Takuii nigxig nigsuLLye NOsbHICTL Ta 3a40Bose-
HIiCTb KNieHTIB. binblue Toro, «MiHANBICTbL BUMOT
KNIEHTIB Ta 34aTHICTb 36i/IbLLyBaTU KNIEHTCbKY

6a3y 3a paxyHOK NPono3uLii rHy4koro o6¢cayro-
BYBaHHS» MOXXHA BUSHAUNTU K KPUTUYHI PYLLIAHI
(hakTopy OMHiKaHasIbHOro nigxony» [28].

WLnmko O.B., BU3Havae, WO KIHYOBMM Map-
KEpPOM OMHIKaHasIbHOCTi € (QOKYC Ha KOHKpeT-
HOro crnoxuBaua, 30epexeHHs Ta 30iNblIeHHSs
AOro MOBTOPHMX MOKYMOK Ta 3BEPHEHb 3aBASKU
IHOMBIAY&/TbHAM  akUisiM, NepCcoHasIbHUM Mpo-
Nno3unLisiM, r'pyHTOBaHNX Ha cUCTEMaxX aHaliTUKK
Oro cnoxuBauTBa, SKi aBTOMAaTU3Y0Tb KaHa v
npogaxis [29, c. 464].

Niciua B. 3a3Hauvae, WO «OMHIKaHa/IbHICTb
[JOPIBHIOE HEBIAYYTHUM NepexogamM MiX KaHa-
naMmmn KOMYHikauii 3i crnoXusadyem i OTOTOXHIOE
3MiHIi oro Bnogo6aHb, noTped, OTpUMaHHSA
iHbopmaLii B KOHKpPeTHUI A MOMeHT» [30, c. 105].

Y cBoiii crtarTi puHeBny J1. B., CmoT-
poBa [. B. CTBEPOXYIOTb, LLIO «MOBHa CUHXPO-
Hi3awis onepauinHoi mogeni, B SAKiA BCi KaHan
KOMMaHii € piBHO3HAYHUMM, MPU3BOAMNTL A0 TOrO,
LLIO KNIEHTN He BigYyBaTh Nepenagis npu nepe-
X04i MK KaHanamu, y LbOMY KOHTEKCTi akLeHT
pPo6UTLCA Ha YTPUMaHHI 6peHAay Ta 3a0BOSIEHHI
noTpeo KMIEHTIB, AKi HE MatoTb BiAMIYATY PI3HUL
npu Nepexofi 3 04HOro KaHany Ha iHwui» [31].

B cBoili npaui lanep M., KnsaiH [Ox.®.,
Mon M. po3rnsagatoTe He SiiLe cTpaTerito ynpas-
NiHHA B3aEMOAIEN, asie i BU3Ha4YaltTb «BavK/11-
BICTb CTBOPEHHS EANHOI MipWn 419 BUMIPHOBaHHA
BPaXXeHb KIEHTIB B Pi3HNX KaHanax Ta ertanax
TXHbOro WAAXy». Baromum enemeHToM npwu
LbOMY € «CMPOMOXHICTb 3a6e3neyunTn eguHNin
Ta KOHCUCTEHTHWI [OCBif4 KOpWUCTyBaya Hesa-
NEeXHo Bif, 06paHOro Hocis 4n KaHasly 3B'A3KY.
[NnA [OCATHEeHHs ycrixy B LbOMY HanpsaMmky
HeobXiAHO etheKTMBHO iHTErpyBatu Ta Koopau-
HyBaTW BCi KaHaNN KOMYHiKaLii, 3a6e3ne4youn
3PYYHICTb Ta HaAINHICTb 06CYroBYBaHHA K/li€H-
TiB. Taka cTparteris cnpuse NiABULLEHHIO JTI04/1b-
HOCTI KNIEHTIB Ta MO3UTUBHOMY YAB/IEHHIO MPO
6peHA, WO BaxX/MBO B YMOBaX KOHKYPEHTHOrO
PVIHKY» [32].

AHania  etumonorii - NOHATTA  «06C/yro-
ByBaHHS» [MoKasas, WO BOHO MOXOAUTb Bif
CTapOC/OB'AHCLKOI  «sluga»,  «BMKOHyBaTU
po6oTy, COYyHKUii, MOB'A3aHi 3 3a[0BOJIEHHAM
ynix-Hebyab 3anuTiB, notpeb» [33]. Buxoasaun
3 aHOro T/IyMayeHHs, 06C/1yroByBaHHS MoKy
nignpMemMcTBOM po3Api6HOI TopriBni nepenba-
yae 3a[0BOJIEHHS] Or0 MOTpPebwu 3a A0noMo-
roK Kynisni-npogaxy neBHOro ToBapy uum rpynu
TOBapiB.

MpoaHanizyBaBwimM HaykoBy npauto boi-
unk . M., Cobko O. M., Cnsak I. |, MOxHa
3p06MTU  BUCHOBOK, WO  06C/IYroByBaHHSA
€ 3aK/TI04YHUM eTarnoM i KNKYOBUM KOMMOHEHTOM
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TOProBesIbHO-TEXHO/OTIYHNX MNpoLEeciB y cdepi
po34pi6HOI TopriBni, OCHOBHA MeTa SKOro noss-
rae B Npojaxy ToBapiB CroXxuBayam i HafaHHi
M JofdaTtkoBux nocnyr. PiBeHb TOProsesibHOro
06CNyroByBaHHA BU3HAYAETLCA SK CYKYMHICTb
efiemMeHTiB, fAKi 3abe3neuvyloTb MOKYMUIB TOp-
roBe/IbHUMU Ta IiHWWMKW nocsyramm 3 METOH
CTBOPEHHA KOMCOPTHUX YMOB AN 34iACHEHHSA
MOKYNkM Ta (DOPMYBaHHS MO3UTUBHOIO iMiZXKY
TOProBeNbHOro nignpueMcTBa. Takuid  niaxig,
JoromMarae He nvuie 3abesneynTi NoKymnuiB Heoo-
XiAHUMK ToBapamu, a M CTBOPUTU MO3UTUBHUIA
[0CBIA Ta BPaXEHHS Bif BiABiAyBaHHS MarasuHy,
O € BaX/IMBUM A151 YCNILLIHOIO (PYHKLIIOHYBaHHS
TOproeesibHOro nignpuemcTaa [34, c. 120].

LWymino O.C. po3rnagae 06C/yroByBaHHA SK
«CYKYMHICTb 3axofiB Ta NOC/yr, AKi HafarTbCA
nignpuemcTeamv Ans  3a[0BOJIEHHSA NOTPeb
crnoxusadis Ta 3abe3neyeHHsa 06iry ToBapis
i nocnyr. Lle Bkntovae B cebe pisHOMaHITHI BUAn
[iANbHOCTI, MOB'A3aHi 3 NPoAaXeM TOBapiB uu
HaJaHHAM MOC/Yr, a TakoX NiATPUMKOK KIi€H-
TiB. ToprosesibHe 06C/NYroByBaHHA MOXe BKJ/1HO-
yatm B cebe po3apibHYy Ta ONTOBY TOPTiB/HO,
BUPOGHNLTBO, JIOTICTUKY, peKnamy, MapKeTUHT,
006CNyroByBaHHsI KNIEHTIB Ta iHLWLI acnekTu, cnps-
MOBaHi Ha 3abe3neyeHHs eqIeKTUBHOIO (PyHK-
LiOHyBaHHA pPWHKY Ta 3a[0BOJIEHHA NoTpeb
crnoxusauis» [35].

HaBefeHi BuLe BM3HAYEHHA MalTb YHiIi-
KOBaHWN xapakTep, He Bigobpaxarouy NOBHOK
MipOI0 cneundikmM 3acTocyBaHHA B OMHiKaHas1b-
Hiin Toprisi.

B ymoBax 3pocTarouoi gimpkuTanisauii pos-
OpPiGHOT TopriB/i NnoBediHKa CroXuBaYiB Bigpi3Hs-
ETbCA CKNaAHICTI0. CnoxmBadi nepemMmKaroTbCs
MDK KaHanamu Ta NpuCTposiMA He Tisibkn O/1s
30iICHEHHS MOKYMNOK, ane i ang 36opy iHopma-
Lii Npo ToBapu Ta NOCNyru, OTPUMaHHSA KOHCY/b-
Taujii, rapaHTin.

JOMIHaQHTHOK XapakTepuUCTUKOK (heHOMEHY
OMHiKaHa/IbHOI po3ApibHOi TopriB/li € Te, WO
cTpareris npojaBuA 30cepemkeHa Ha KIeHTI
Ta Moro AocBifi 34JiMCHEHHA MOKYNOK 3 METOH
3anponoHyBaTy MOKYNLO LinicHWi focsig, [36; 41].

KapncoH [Ox., O'Kacc A. ta Apxonbar [.
NiAKPECNIOTb  BaXK/IMBICTb  SIKOCTI  06C/Yro-
BYBaHHSI i CTBEPMKYHOTb, WO LEe HanbinbLinii
BHECOK Y CrpuiiMaHy LiHHICTb OMHiKaHaslbHOI
Toprieni [38].

KnieHT O4iKylOTb NOCNIA0OBHOIO, OAHOMa-
HITHOrO Ta iIHTErpoBaHOro 06C/1yroByBaHHA abo
[0CBify, HE3A/IEXHO Bif, KaHauy, KW BOHW BUKO-
pPUCTOBYHOTb; BOHM TOTOBI MJIaBHO MNepeMillia-
TUCA MK KaHasiaMun — TpaguuinHUM MarasviHoM,

OHN1alH-KaHasIoM Ta MOOGISIbHAM 3aCTOCYHKOM —
3a/1eXHO Bifl CBOIX nepesar, NOTOYHOI cUTYyaUiT,
yacy fo6bu uum kateropii ToBapy [11; 18].

3a cnosamn Asxapi Ox. E., beHerta /.,
3a/10BOJIEHICTb K/IEHTIB BUMNMMBAE i3 3arasib-
HOro A0CBidy MPOTATOM YCbOrO TXHbOIO LLUJIAXY
[0 MOKYMOK, Bif MOLUYKY TOBapiB, X BUBYEHHS,
NPUIAHATTS  pIlLEHHA NpO KyniBNw Ta OTpu-
MaHHA  NICNSANPOAAXKHOr0  06C/TYyroByBaHHSA
Bif, piTeinepis. 3a[0BOMEHICTb KMIEHTIB — L
3arasibHUn Ta UiNICHNUIA BUMIP NOKynuem ToBa-
piB abo nocnyr BignNoBiAHO A0 BMKOHAHHS CBOIX
ouikyBaHb [39].

CTBOpPEHHSA Ta nonepeXeHHs o4ikyBaHb CMo-
XnBauiB LWOA0 TOBapy Ta 3pYy4HOCTI NOKYNOK CTae
«HEOAMIHHOK» YMOBOIK MOOYA0BU MO3UTUBHUX
acoujiauiin, noB'A3aHnX i3 6peHaoM po3apibHoro
Toprosug [40].

OMHikaHasibHa po3apibHa Topris/ia — Ue Cno-
cib oTpyMmaHHA nepesary 3a paxyHoK hopmy-
BaHHs OiNbl MGOKMX BIAHOCUH 3 KNiEHTamu,
BMKOPUCTaHHA HOBUX MOTEHLUIIHUX PUHKIB Ta
3BEPHEHHS 40 HEOAHOPIAHOCTI KyniBebHUX Opi-
EHTAL KMIEHTIB 3 METOK HafaHHs 6e3LO0BHOr0
Kpoc-kaHasibHOro gocsiny [27, ¢. 270].

KnieHTCcbknin ~ aocsig  oOpMyeTbCsl  yepe3
TOYKM [O0TMKY (TOGTO iHAMBIAyaslbHI KOHTaKTK
MK 6peHZoM uu pipMOoK0 Ta KnieHTamu), BOY-
[OBaHi y LWIMPLLNIA KOHTEKCT (NeBHui yac Ta/abo
Micue) Ta Bif3HadeHi Habopom siKocTel (aTpu-
O6yTamu BiAMNOBIAe Ta peakuiii KNieHTiB). B3ATi
pasom, Ui Tpy ByaisesnbHi 6/10K1 NpU3BOAATL [0
LlIHHICHOTO Cy[pKeHHs K/ieHTiB [41].

Ha agymky Mentona C., BaliHio X. Ta Hiemi-
HeHa M., € ABa KNtoYi 40 3abe3neyeHHs rapHoro
OMHiKaHa/IbHOTO  IOCBIAY: 3HWKEHHSA PU3NKY
BTpaTW K/EHTIB Nif vac X pyxy No KkaHasax 3a
paxyHOK HafaHHSA YHiddikoBaHOro, IHTerposa-
HOro 06C/yroByBaHHS Ta K/TIEHTCLKOrO A0CBIiay;
i 3a0X0YEHHA KIEHTIB 3anmwatuca 3 Komna-
Hi€E0 B Mipy NPOCYBaHHSA X K/TIEHTCLKOTO LLI/IAXY,
HaJaroun njaBHi Ta iHTYITUBHO 3p0O3yMmisi nepe-
XOAM MK KaHa/iaMu B KOXHII TouLi 4OTUKY, LL06
Bignosigartu ix nepesaram, notpebam Ta nose-
AiHui [42].

OMHI-npoAaBLi NOBWMHHI CTBOPUTU THYUKWUIA,
3pYYHUIT Ta AMHAMIYHUIA WASX A0 NOKYNKW,
SIKWIA BiANOBigae nepeBaram Ta notpeéam nokyn-
uis [42].

3ycunnsa ToproBus TakoX MarTb OyTu cnps-
MOBaHi Ha iHhopMaLiiHO-KOMYHiKauiiHWin Ta
opraHisauiiHiii cynposig nig 4ac B3aemMogil
3 KaHas1laMu npojaxy ToBapis 3 MeTot 3abesne-
YeHHA (POPMYBaHHS MO3UTMBHOIO K/IEHTCLKOrO

nocsigy.
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Puc. 1. 3micTOBHi eneMeHTU npouecy OMHiKaHa/IbHOro 06C/TyroByBaHHA CNOXMBaYiB
LKkepesno: po3pobsieHo asmopamMu Ha OCHosI [43, ¢. 703]

3a Taknx yMOB BBaXXAEMO, L0 OMHiKaHa/lbHa
po3gpibHa TopriBNA NOBMHHA nepecnigysatu
ABi uini:

1) 3a6e3neyeHHs 6e3nepebiiiHoro o6¢nyroBy-
BaHHS KJTIEHTIB Y BCiX TOUKax AOTUKY A0 6peHay;

(2) onTumizauisa 4ili y KaHasax npoaaxy ToBa-
piB Ta KOMYHiKau,il 3i cnoxuBavyamu.

OMHikaHa/lbHe 06C/NYyroByBaHHS CroOXuBayiB
MOXHa BU3HAYUTU K CUHEPreTUYHe ynpas/liHHA
po34piObHMM TOProBLUEM yCiMa A0CTYNMHUMU KaHa-
Nnamu Npoaaxy ToBapiB Ta iHhopMaLiniHO-KOMY-
HiKaUiNHWIA 1 opraHi3auiiHuii CynpoBif KAIEHTIB.

3MICTOBHI €/IeMeHT Npouecy OMHiKaHaslb-
HOro O6C/TyroByBaHHSA CMOXWBA4iB MOXHa CXe-
MaTMUYHO 306paxeHo Ha puc. 1.

OTXe, OMHiKaHa/lbHe 06C/yroByBaHHA — Le
KOMM/IEKCHWI Mpouec, Skuii nepenbayae opi-
€EHTaLUilo po3apibHOro TOproBuUA Ha peasizauito
TOBapiB Ta NMOCNyr 3a A0NOMOrOH BCiX OCTYMHUX
Nomy KaHaniB Nnpogaxy, a Takox iHhopMaL,iiHo-
KOMYHIKaLiHWIA 1 opraHisauiiiHnii cynposifg Kni-
€HTIB B npoueci B3aeMogii 3 Moro 6peHaoM.

BUCHOBKU. [JOCATHEHHS B rasly3i TEXHOMOT Il
PO3MWUIA KOPAOHU MiX (PI3VYHMM Ta BIipTyasib-
HUM cepefoBuLLEM, L0 NPU3BEN0 A0 LWBUAKOIO
po3BUTKY GaratokaHasibHOro 6i3Hecy, B AKOMY
OHNanH- Ta odonanH-kaHam 06'eQHYIOTLCA OIS

3a6e3neyveHHs 6e3nepebiiHOro Npogaxy ToBa-
piB Ta HagaHHsA NOC/IyT.

CnoxwvBavi, Mawuu [0CTyn [0 CyyacHuX
iH(bopMmaLitHO-KOMYHIKaLiiHNX TEXHOOTIN,
BM3HaYalOTb HOBI MpaBuna YHKLIOHYBaHHA
po34pi6HOT TopriBNi. Y Mipy nossu 6e3nidi Bapi-
aHTIB B3aEMOAii Ta TEXHOMOrii 3pocTaloTb OMi-
KyBaHHS1 CMOXuBayiB Bif po3apibHMX TOProsuiB
LWOAO HaZaHHA nepcoHasizoBaHOro Ta noci-
[JOBHOr0 KyniBesibHOro A0CBiAy MO BCiX KaHanax
npoaaxy. 3 Liel MPUUYMHN OMHiIKaHaslbHWI Bi3HeC
€ 6esnpeLeaeHTHO Harogow Ans po3apio-
HUX TOProOBLIB BUKOPUCTOBYBATU CUHEPTII0 MiX
ycima JOCTYNHUMW KaHanamu A1 CUHXPOHi3aLit
CBOET B3aeMO|i 3i cnoxmBavyamMy B KifibKOX TOY-
Kax JOTuKy [44, c. 27]. OMHiKaHaIbHa TOpriBNA,
3acHOBaHa Ha HOBUX TEXHO/OTIAX, Y TOMY YuCAi
noe'si3aHux 3 10T, 6e3nepeyHo, CTBOPHOE LWINPO-
KWIA CNeKTp MOX/IMBOCTEN eEKTUBHOIO Ta Jie-
BOIO [0BELEHHA CnoXunsBaya [0 KiHLUEBOT TOYKM
TpaH3aku,ii [40].

Came OMHiKkaHasibHe 006C/yroByBaHHA Kili-
EHTIB | BNMB PO3ApPiOHOr0 TOProBLsi Ha CNpuii-
MaHy LIiHHICTb A0ro 6peHay BiairpatoTb BaX/IMBY
ponb y 3abe3neyeHHi 3a4,0BO/IEHOCTI CNOXMBa-
yiB Ta pOpMyBaHHI MO3UTUBHOIO KyMiBE/IbHOIO

nocsigy.
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