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Y cTarTi AOCNiIKEHO BM/IMB MApKETUHIOBOI LiHOBOT MOMITVKK, WO peaniyeTbCa Yepes coujasibHi Mepexi, Ha
hopmyBaHHS K/TIEHTOOPIEHTOBAHOCTI NPOMMUCAOBUX MiANPUEMCTB. MNpoaHanizoBaHo crneundiky LUMdpoBoi TpaHc-
hopmaLii N(pOMMCNOBOro MapKeTUHTY Ta posib COLia/IbHUX Mepex Sk KaHasly KOMYyHikaLii LiHOBOT iHchopmadii. Bu-
3HaYeHo K/1K0HOBI MexXaHi3muy BN/MBY LLIHOBOT NONITVKN B COLLia/TIbHNUX Mepexax Ha KNiEHTOOPIEHTOBAHICTb, BK/OUat0-
YM NPO30PICTb LiH, NepcoHani3aLito NPono3unLiil Ta 3a/1y4HeHICTb CnoXxuBadiB. Po3po6neHo KOHUeNTyaslbHy MOAENb
B3a€EMO3B'A3KY MiX LLIHOBO MOITMKOI B COLia/IbHUX MepeXax Ta KNiEHTOOPIEHTOBaHICTI0. 3anponoHOBaHO npak-
TUYHI pekomMeHdaLii Wwoao onTumisauii LiHOBOT NOMITUKA NPOMUCIOBUX NIANPUEMCTB Y COLa/IbHUX Mepexax 4ns
MiABULLEHHA KNIEHTOOPIEHTOBAHOCTI.

KniouoBi cnosa: UiHOBa NoniTvKa, coujasibHi Mepexi, KMiEHTOOPIEHTOBAHICTb, NPOMWUC/OBI MiANPUEMCTBA,
B2B-mapkeTuHr, digital-MapKeTuHr, LiHoBa KOMYHiKaL,jisi.

The article examines the impact of marketing pricing policy implemented through social networks on the formation
of client orientation of industrial enterprises. The specifics of digital transformation of industrial marketing and the
role of social networks as a channel for communicating pricing information are analyzed. The purpose of the study
is to identify the mechanisms of influence of pricing policy in social networks on the client orientation of industrial
enterprises and to develop practical recommendations for optimizing this process. The research methodology is
based on the analysis of modern theories of pricing, client orientation, and digital marketing in B2B markets, as
well as the study of best practices of industrial enterprises in using social networks for pricing communication.
Key mechanisms of influence of pricing policy in social networks on client orientation are identified, including
price transparency, personalization of offers, and consumer engagement. The study shows that social networks
provide industrial enterprises with new opportunities for flexible pricing communication, rapid response to market
changes, and building closer relationships with customers. Price transparency in social networks contributes to
trust building and reduces information asymmetry between sellers and buyers. Personalization of price offers
based on customer data analysis allows for better satisfaction of individual client needs and increases perceived
value. Active consumer engagement through social networks enables enterprises to receive real-time feedback
on pricing decisions and adapt their pricing policy accordingly. A conceptual model of the relationship between
pricing policy in social networks and client orientation is developed. The model demonstrates that effective pricing
policy in social networks influences client orientation through three main channels: price transparency mechanisms,
personalization of offers, and consumer engagement, which ultimately leads to increased customer loyalty and long-
term relationships. The practical value of the article lies in the proposed recommendations for optimizing the pricing
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policy of industrial enterprises in social networks to increase client orientation. These recommendations include
developing a transparent pricing communication strategy, implementing personalized pricing mechanisms, creating
platforms for dialogue with customers about pricing, using social media analytics to monitor price perception, and
integrating pricing policy in social networks with overall customer relationship management strategy. The findings
can be used by marketing and sales departments of industrial enterprises to develop effective pricing strategies in

the digital environment.

Keywords: pricing policy, social networks, client orientation, industrial enterprises, B2B marketing, digital

marketing, price communication.

MoctaHoBKka npo6nemu. Llndposa TpaHc-
doopMauisi  €KOHOMIKM  KapAWHa/IbHO  3MIHIOE
nigxoan Ao BefdeHHA 6i3Hecy, 0co6/MBO B Mpo-
MWCMOBOMY CeKTopi. TpaguuiiiHoO NPOMUCNOBI
nignpueMcTBa, WO npauoTb Ha B2B-puHkax,
noknajasincs Ha npaMi Npofaxi, BUCTaBKM Ta
OCOOUCTI 3yCTpidi ANA KOMYHIKaLji 3 KiieHTamMu,
BK/IOHAOUN MUTAHHA LiHOYTBOPEHHA. OfHak 3
PO3BUTKOM LMADPOBUX TEXHOSOTIN Ta coLiasibHNX
Mepex cuTyauis 3Ha4yHo 3miHmnacs [1, c. 234].

CouiasnibHi Mepexi cTanv BaX/IMBNUM KaHa/10M
MapKeTUHIOBUX KOMYHiKauii HaBiTb A1 Mpo-
MUCNOBUX MiANPUEMCTB, LLIO NpaLoTe Ha B2B-
puHKax. 3a gaHumMu JocnigpkeHb, noHan 75%
pileHb Npo 3akynisnto B B2B-cermeHTi npuiima-
IOTbCA MpefcTaBHMKaMW MOKOJIHHA MineHianis,
AKi aKTVBHO BUKOPUCTOBYIOTb COLjiasIbHI Mepexi
AN NOLyKy iHdhopMaLii Npo noctavyasibHYUKIB,
npoaykuito Ta uiHu [2, c. 45]. Lle cTBOpIOE HOBI
MOX/IMBOCTI Ta BUKMMKN AN hopMyBaHHS LiHO-
BOI NONITUKM NPOMUC/IOBUX NiANPUEMCTB.

KnieHTOOpIiEHTOBaHICTb CTasla  KPUTUUYHUM
(hakTOpOM YycCnixy B cyyacHOMy 6i3Heci. [lpo-
MWUCNOBI MIANPUEMCTBA, SKI OPIEHTYHOTbLCA Ha
notpebu KnieHTiB Ta O6yaylTb [A0BrOCTPOKOBI
BiJHOCVHWN, [OEMOHCTPYHOTb BULLI MOKA3HUKN
NpuByTKOBOCTI Ta CTIKOCTi Ha PUHKY [3, c. 178].
LliHoBa noniTuka € O4HMM 3 KKOUOBUX IHCTPY-
MEHTIB  (DOPMYBAHHS  K/IEHTOOPIEHTOBAHOCTI,
OCKiNbkM LiHa 6e3nocepedHbO BM/MBaAE Ha
CMPUAHATTA LiHHOCTI Ta 3a40BOJIEHICTb KMIEHTIB
[4, c. 89].

AHani3 ocTaHHIX gocnigkeHb i NnyoGnikayiii.
Mpo6bnemartuka UiHOBOT NONITUKMA B MPOMUC/IO-
BOMY MapKeTWHry BWCBIT/IeHa B npauax Oara-
TbOX HaykoBUiB. KoTnep @®. Ta Kennep K. pos-
rNAnarTb CTpaTeriyHi acnekTu LiHOYTBOPEHHS B
B2B-cekTopi Ta ponb LiHOBOI NOAITUKN Yy dhop-
MyBaHHI KOHKYPeHTHuX nepesar [1]. Kymap B.
Ta PaiiHapy B. pgocnigpkytoTb B3aEMO3B'S130K
M K/IEHTOOPIEHTOBAHICTIO Ta (piHAHCOBUMN
pesynbTataMmu Komnawii [5, ¢. 267].

MUTaHHS BUKOPUCTAHHS COLia/IbHUX Mepex y
B2B-mapkeTuHry aHanisylote MixencoH k. 1a
Cyuapt K., sKi nigkpecnioTb 3pocTtakuy posb
UMpoBUX KaHaiB y NPOMUC/IOBOMY Mapke-
TUHry [6, c. 123]. DkapseHnaa C. T1a TyyHaii-

HeH B. JOCNifKYOTb BNINB COLja/IbHUX Mepex
Ha MPUIAHATTA pilleHb NPOo 3akynienw B B2B-
cermeHTi [7, c. 345].

YKpaiHCbKi  OOCNIAHUKN TakoX NpuainatoTb
yBary uudposizaLii NPOMUC/IOBOr0 MapKeTUHTY.
OknaHgep M.A. posrnagae ocobnusocTi digital-
MapKeTUHry Ha NPOMMUCMOBUX PUHKaX YKpaiHu
[8, c. 56]. InbaweHko C.M. aHasizye iHCTpy-
MEHTUN IHTEPHET-MApPKETUHTY A1 MPOMUCIOBUX
nignpuemcts [9, c. 178]. MNpoTe B3aEMO3B'A30K
MK LLIHOBOIO MOJITUKOIO B COLjia/IbHUX Mepexax
Ta K/IIEHTOOPIEHTOBAHICTIO MPOMUCNOBUX MNiA-
NMPUEMCTB 3a/IMLIAETLCA HeOOoCTaTHbO A0Chi-
[KEHUM.

dopmyntoBaHHA Uineir crtarTi. MeTowo
CTaTTi € BU3HAYEHHA MeXaHi3MiB BNNBY Mapke-
TUHIOBOI LiHOBOI NOMITUKM B COLja/IbHUX Mepe-
Xax Ha dopmMyBaHHS K/EHTOOPIEHTOBAHOCTI
NPOMUCNOBKX NIANPUEMCTB Ta po3pobka npak-
TUYHUX PeKOMeHAaLIR WwoAo onTuMisalii Lboro
npovecy.

Buknag OCHOBHOro wmarepiasly pochni-
DXeHHs. Lindposa TpaHccopmauis npomuc-
JIOBOTO MapKEeTUHTY 3MIHIOE TpaguuiiiHi nigxoam
00 LIHOBOT MOMITUKK. FAKWO paHile UiHOYyTBO-
peHHa B B2B-cekTopi BiabyBasiocs nepeBaxHO
yepes iHAMBIAYa/bHI NeperoBopu Ta 3akpuTi
LiHOBI Mpono3uuii, TO CbOrOAHI CoOUiafIbHI
Mepexi CTBOPKTb MOXANBOCTI A1s 6GinbLu
Npo30poi Ta iHTePaKTUBHOI LiHOBOT KOMYHiKauil
[10, c. 234].

CoujanibHi Mepexi HagatTb NPOMUCNOBUM
nignpMeMcTBaM HOBI IHCTPYMEHTK A5 peanisa-
it yiHoBoIl nonituku. LinkedIn, sik ocHoBHa B2B-
nnargopma, [A03BOMISIE MPOMUCIOBMM KOMnMa-
HisiM Ny6nikyBaTn iHpopMaLito NPo LiHKU, 3HMXKN
Ta cneuianbHi NPono3unLii, a TakoX oTpumyBsaTtu
3BOPOTHUIA 3B'A30K Bif, kieHTIB. Facebook Ta
Instagram BMKOPWCTOBYHOTbLCA /11 NPOCYBaHHSA
NPOAYKLT Ta LiHOBUX aKujiii cepes WmpLoi ayau-
Topii. YouTube edekTuBHUIA oA gemoHcTpauii
CNiBBIAHOLLEHHSA LiHA-AKICTb Yepes Bigeoornaan
Ta npeseHTauii [11, c. 89].

Bname UWiHOBOI NOAITUKN B CoLjia/ibHUX Mepe-
Xax Ha KNiEHTOOPIEHTOBAHICTb MNPOMUC/IOBUX
NiANpMEMCTB peanisyeTbCs Yepes AeKifbKa Kto-
4oBMX MexaHi3miB (puc. 1).
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Puc. 1. KoHuenTyasibHa MoAe b BN/AMBY LiHOBOI MOJIITUKA B COLia/IbHUX Mepexax
Ha KNiEHTOOPIEHTOBaHICTb NPOMMUCAOBUX NiANPUEMCTB

LPkepesno: cghopmosaHoO asmopamu

Ak BMAHO 3 puUCyHKY 1, uiHoBa nonituka B
couia/lbHMX Mepexax BIM/IMBAE Ha K/liEHTOOopI-
EHTOBAHICTb Yepe3 TPN OCHOBHI KaHasn: Npo30-
PiCTb LiH, NepcoHani3alito npono3unui Ta 3any-
YEHICTb CnoxmBadiB. PO3rsHEMO KOXEH 3 LKX
MexaHi3MiB AeTaslbHille.

Mpo30picTb UiH € NEepLIUM BaXX/IMBUM Mexa-
Hi3MoM. TpaguuiiiHo B B2B-cermeHTi LiHOYyTBO-
peHHA 6y/10 HEMPO30pPMM MPOLLECOM, [ie KOXEH
KNIEHT OTpMMyBaB iHAMBIAyasibHY NPONO3un-
uito uyepes ocobucti neperosopu. CouiasibHi
Mepexi A03BOMIAITb NPOMUCNIOBUM MigNPUEM-
cTBaM nyb6nikyBatu 6a3oBy LIHOBY iHdopma-
i, pobnsaum il 4OCTYNHOK ANS LWMPOKOro Kona
NOTEHUIAHNX KNieHTIB. Lle 3HMmKye iHdhopmaLliiiHy
acumeTpito Ta 6yaye gosipy [12, c. 156].

JocnimKeHHA nokasylTb, WO LUiHOBa MNpo-
30piCTb MO3UTUBHO BM/IMBAE HA CHPUNHATTA
KOoMnaHii knieHTamu. MpomMrucnoBi NOKymLi LiHY-
I0Tb MOX/IMBICTb LUBUAKO OTPUMATN OPIEHTOBHY
iHdhopmavito Npo UiHM 6e3 HeobxigHOCTI BUTPa-
yaTy YaC Ha YMCNEHHI 3anuTn Ta NeperoBopw.
BogHouac, noBHa npo30picTb UiH MOxe 6yTu
HENPUAHATHOI A/19  CKNagHWX MPOMUCIOBUX
NPoOAYKTIB 3 iHAMBIAYa/IbHUMW KOHirypauismu,
TOMY BaX/MBO 3HalTM 6anaHC MiXX MpO30picTio
Ta FHYUYKICTIO LIIHOYTBOPEHHSA [4, c. 203].

MepcoHanisauis Npono3unLin € Apyrum Mexa-
Hi3moM BnMBy. CoujanbHi Mepexi HagalTb
6aratuii MmacmMB gaHuMX NpPO MOBEAiHKY, iHTepecK
Ta NoTpedun KNieHTiB. AHani3 uux AaHux A03BO-
N€ NPOMUCIOBUM nignpuemcTsam hopmyBaTtu
nepcoHanizoBaHi LiHOBI Mpono3uuii, Wwo Kpawe
BiANoBigalTb cneyndiyHUM notpedam KOXHOro
knieHTa [13, c. 267].

TexHoMoril TapreToBaHoi peknamu B coliasib-
HUX Mepexax 403BONATb AEMOHCTPYBATU Pi3HI
LiHOBI NPONO3unLii Pi3HUM CerMeHTaM KJlEHTIB.
Hanpvknag, nOCTiiHI KNIEHTU MOXYTb 6a4nMTK
crneuiasibHi Nporpamn NosINIbHOCTI Ta 3HUXKM,
TOAI SIK HOBUM KNi€EHTaM MPOMOHYHTLCS BCTYMHI
LiHM abo 6e3KOLWTOBHI TecToBi nepiogn. Taka
nepcoHasizayia nigBuLLLYe penieBaHTHICTb KOMY-
Hikauii Ta [AeMOHCTPYE KIIEHTOOPIEHTOBAHNIA
nigxig [13, c. 89].

3anyyeHicTb CnoXmeBadiB € TPETIM KJ/IYO-
BUM MeXaHi3MoM. CoujiasibHi Mepexi CTBOPOIOTb
MOX/IMBOCTI /1 ABOCTOPOHHBLOIO Aiasiory Mix
NPOMUCNOBUMM NiANPUEMCTBAMU Ta TXHIMU KJli-
€HTaMU LWOoA0 LIHOBOT NONITUKA. KNIEHTN MOXYTb
3a/MLaTn KOMeHTapi, CTaBUTU NUTaHHS, BUCNOB-
NoBaTy CBOI AYMKM MPO LiHW, WO A03BO/IAE NiA-
NMPUYEMCTBAM KpaLle Po3yMiTh OYiKyBaHHA PUHKY
Ta onepaTuBHO pearyBaTtu Ha HuXx [6, c. 178].

[na edpekTMBHOI peanizauii LjiHOBOT NOAITUKN
B COUja/IbHUX Mepexax NpoMUC/oBI Nignpu-
EMCTBaA MaloTb BpaxoByBaTu crieundiiky pisHuX
nnaropm Ta iHCTpyMmeHTIB (Tabnmus 1).

Ak BUAHO 3 Tabnuui 1, koxHa nnatopma
MaEe CBOK crneundpiky Ta Bumarae agantoBsa-
HOro nigxo4y A0 UiHOBOT KOMYyHikauii. LinkedIn
3a/IMIAETLCHA  OCHOBHOK  M1aTtd)opmoro A/
B2B-mapkeTuHry, ne npomMuc/ioBi NignpuemMcTaa
MOXYTb €(PEeKTMBHO AOHEeCTU LiHOBY iHdopma-
L0 40 K/IHYOBKMX OCI6, WO NpUiAMaloTh pilleHHs
npo 3akynisnto [6, c. 234].

Bax/MBMM acnektoMm € iHTerpauisi UiHOBOT
NOMITUKN B COLiaNIbHUX Mepexax 3 3aras/ibHok
cTparterielo ynpasniHHA B3aEMOBIAHOCUHaMK 3
kKnientamn (CRM). [aHi Npo B3aEMOAil0 KNi€H-

MAPKETUHI



MAPKETWHI

EKOHOMIKA TA CYCMNiIbCTBO Bunyck # 81 / 2025
Tabnmusa 1
Cneuyudika peanisauii LiHOBOT NOAITUKU NPOMUCNOBUX NiANPUEMCTB Y COLia/IbHUX Mepexax
Mnatghopma LiinsoBa ayauTtopis | dopmart LIHOBOI IHCTpyMeHTH MokasHuku
B2B KOMYHIiKaL,ii nepcoHanisauii e(heKTUBHOCTI
MeHexepu ; TapretuHr 3a
LinkedIn 3aKyniBesib, TEXHIYHI CHT%CTTT'? nsg%iﬁglmﬁ nocagoto, ranyssto, ?aé?Tei?cTﬁ Ao
AnpekTopun : P PO3MiIpOM KOMMaHii y IR
PeknamHi JeTanbHuii
Facebook nﬁgchgBFOMKVT Mcr, Kamnawii, rpynu, TapreTuHr, lookalike gg? KoHBepcl,
ANCTPNOYTOp Marketplace audiences
- _ Bigeo-ornagu, TapreTuHr 3a Mepernaan,
YouTube L?;(::IZH'MC”E)”"&”'CTM’ AeMoHcTpauii iHTepecamu, yac nepernsgy,
P NPoAyKu,i peMapKeTuHr Ni4MNCHUKK
Monogi Stories, Reels, XewrTeru, B3aemogji,
Instagram 3aKyniBesbHUKU, Bi3yaslbHUI reoTapreTuHr, OXOIJ/IEHHS,
cTapranu KOHTEHT iHTepecu 30epexeHHs
. . | KaHanu, yat-60TK, |CermeHTauis MianucHuKuK,
Telegram A;I:?B;%B‘_?OB'EOKWL"" nepcoHasibHi CMUCKIB, BiAKPUTTA,
ANCTPMBYTOp NOBIAOM/IEHHS aBToMarusauisi BiAgnoBiAi

[xepeno: chopmosaHo asmopamu Ha OcHosi [6; 11]

TiB 3 LIHOBUM KOHTEHTOM Yy COUja/IbHUX Mepe-
Xax MalTb iHTerpysatucsa B CRM-cuctemy ans
oopMyBaHHS 6iNbLL MOBHOrO NPOINI KNieHTa
Ta nepcoHastizauii KomyHikauii [5, c. 345].

MOHITOPUHI Ta aHaniTMka BigirpaloTb Kpu-
TWUYHY POJib B ONTUMI3aLii LLIHOBOT NOMITUKK. [1po-
MUWC/I0BI NiANPUEMCTBA Mal0Tb BiACTEXYBaTU, K
KNIEHTN pearyoTb Ha Pi3Hi LiHOBI NOBIAOM/IEHHS
B COUja/IbHUX Mepexax: fiKi MOCTU OTPUMYHOTb
6inbLue yBaru, AKi LiHOBI Mpono3uLii BUKINKalOTb
HanBINbLUWIA IHTEpeC, SIKi KOMEHTapi 3anuLarTb
KnieHTn [11, c. 156].

ETMYHI acnekTy LiHOBOI KOMYHiKalii B cou,i-
/TbHUX Mepexax TakoX 3ac/1yroByloTb Ha yBary.
MpomucnoBi nignprvemcTea MarwTb 3abesnedy-
BaTW TOYHICTb Ta NMOBHOTY iHGYOpMAaLLiT MPO LiHK,
YHMKATM OMaH/MBUX MPaKTUK Ta AUCKPUMIHA-
LiHOro LiHOyTBOPEHHSA. Mpo30opicTb yMOB ¢hop-
MYBaHHS LiHW, 3HMXOK Ta [AOAATKOBUX BUTpaT
6yaye posipy Ta crnpusie hopMyBaHHIO [0Bro-
CTPOKOBMX BiAHOCVWH 3 KnieHTamu [12, c. 267].

Bukvkn BNnpoBaZXeHHA LIHOBOT MONITUKN B
coujasibHMX Mepexax BKN4valTb HeoOXigHICTb
6anaHcy Mix NpPo30pPiCTH Ta KOHQIAEHUIAHICTIO,
notpeby B MOCTIMHOMY OHOBJ/IEHHI KOHTEHTY,
PU3NK HEraTUBHUX BIAryKiB Ta KPUTWKU LIHOBOI
NoONITMKKN, CKNaAHICTb BUMIPOBAHHA MPSMOro
BMNAMBY Ha npogaxi. NpoTe nepesaru, ki oTpU-
MYHOTb MPOMUCOBI NiANPUEMCTBA Bif edheKTnB-
HOT LLIHOBOI KOMYHIKaLji B coLiafibHUX Mepexax,
3HAYHO MepeBaxarTb Li BUKUKN.

dopmyBaHHA KNIEHTOOPIEHTOBAHOCTI Yepe3
LiHOBY MONITUKY B COLjia/IbHUX Mepexax Buma-

rae crpareriyHoro nigxogy. NMpomucnosi nignpu-
EMCTBaA MatoTb PO3POBUTU YiTKYy CTpaTerito LiHO-
BOI KOMYHiKaUil, WO Y3rofKyeTbCs 3 3ara/lbHO
MapKeTUHrOBOK CTpaTterielo Ta Mno3uuitoBaH-
HAM 6peHay. Lis cTpaTeria mae Bu3Havartu, Aky
LiHOBY iHdhopMaLLito Ny6nikyBaTh, Ha SIKUX nnart-
dhopmax, 3 KoK 4acTOoTo, Ta AK pearyBaTu Ha
3BOPOTHUIA 3B'A30K Bif, K/ieHTIB [3, c. 289].

BucHoBKU. MapKeTUHroBa LjiHoOBa NoNiTHKa,
LLIO peanizyeTbCsa yepes couiasibHi Mepexi, Mae
3HaYHWI BNAMB Ha (POPMYBaHHA KNIEHTOOPIEH-
TOBAHOCTI MPOMUCIOBUX MignNpuemcTs. Jocni-
[DKEHHSA Nokasasio, WO Lei BB peasisyeTbCs
yepe3 TPW OCHOBHI MeXaHi3Mu: MPo30pPICTb LiiH,
nepcoHasi3auito Mponosuuin Ta 3anyyeHiCTb
CNoXunBauis.

KniouoBMMY  BMCHOBKaMu  OOCNILKEHHA €:
couiasibHi Mepexi TpaHCGOopPMYTb TpaauLiiiHi
nigxoaM A0 UIHOBOI NOAITUKA B NPOMUC/I0BOMY
CEKTOPI, CTBOPHOHOUYM MOX/MBOCTI AN 6inbLU Npo-
30pO0i Ta IHTepPaKTMBHOI KOMYHIKaL,il; Npo30picTb
LIHOBOI iHhopMaLii B couia/ibHUX Mepexax 3HU-
Xy€ iH(hopmaLiiiHy acumeTpito, byaye ooBipy Ta
CKOPOYYE Yac NPUAHATTS piLLeHb NPO 3aKyniB/iio;
nepcoHani3ayis LiHOBMX NPOMO3WULi Ha OCHOBI
aHani3y faHux 3 couja/ibHUX Mepex [03BOSSE
Kpalle 3a40BOJIbHATU iHAMBIAyaslbHI NOTpe6u
KNIEHTIB Ta NiABULLYE CHAPUAHATTA LIHHOCTI;
aKTMBHa 3a/lyyeHiCTb KNieHTIB 4yepe3 06roso-
PEHHA LIHOBOI NONITUKM B COLiQ/IbHUX Mepexax
3abesneuvye LjiHHWI 3BOPOTHMIA 3B'A30K Ta 4,03BO-
NISI€ onepartvMBHO afanTyBaTu LiHOBY CTpaTerito;
Pi3Hi nnaTtdopmMm colianibHUX MEPEX MatoTb Chne-
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UMADIYHI MOXJIMBOCTI A/19 LIIHOBOI KOMYHIKaLi Ta
BUMaratTb ANdepeHLInoBaHOro nigxoay.
MpakTUyHa UiHHICTb AOCAIMKEHHA Nnonsarae B
po3po6Li pekomeHAauin Ans NPoOMUCIOBMX Nif-
NPUEMCTB LOA0 ONTUMI3aLil LIHOBOI NONITUKN B
coLujasibHUX Mepexax. PekoMeHayeTbCA: po3po-
OUTN KOMMIEKCHY CTpAaTerilo LiHOBOI KOMYHiKa-
Uil B coujasibHUX Mepexax, Lo Y3rofKyeTbCcs 3
3ara/ibHOK0 MapKeTUHIOBOK CTpaTerieto; 3abes-
NeynTn ONTUMAa/IbHUIA PiBEHb MNPO30POCTi LiH,
BpaxoBytoun crneunddiky nNpoaykuil Ta notpeodu
LiNbOBOT ayanTOpIl; BUKOPUCTOBYBATWN aHaiTUKY
coujasibHMX Mepex ans nepcoHanizauii LiHoBMX
NPOMNO3KLIA PiI3HUM CerMeHTaM KJlEeHTIB; CTBO-
pUTU MEeXaHi3MM aKTUBHOIO fjasiory 3 KfieHTamm
LLOA0 LIHOBOI NONITMKN Yepes coljiasibHi Mepexi;

iHTerpyBaTtu gaHi Npo B3aEMOLI0 K/EHTIB 3 LiHO-
BUM KOHTEHTOM Y CRM-cuctemy; NoCTilAHO MOHi-
TOPUTK Ta aHanisyBatl eqEKTUBHICTb LIIHOBOI
KOMYHiKaLjii Ta agantysaty Migxoan Ha OCHOBI
OTPUMaHUX OaHuX.

MepcnekTnBm NnoganblUnx [OCIIKEHb BK/IHO-
yaloTb aHanis BnaMBY cneuudivyHmMx goopmaris
LlIHOBOTO KOHTEHTY B COLia/IbHUX Mepexax Ha
KNIEHTOOPIEHTOBAHICTb, BUBYEHHA PO LUTYY-
HOro iHTeNeKTy B aBTOMaTM3aLlii nepcoHasisa-
Uil LiHOBMX NPONO3unuii, AOCMIIKEHHS €TUYHUX
acnekTiB AMHaMIYHOIO LiHOYTBOpPeHHsA B B2B-
coujasibHUX Mepexax Ta NOPIBHAMbHWUIA aHani3
e(peKTUBHOCTI Pi3HUX niaTpopMm coujasibHUX
Mepex AN LiHOBOI KOMYHiKauil B Pi3HMX MNpo-
MUC/TIOBUX rany3sx.
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