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Y cTarTi 4OCNIMKEHO CYTHICTb MapKETMHIOBMX KOMYHIiKaLii B yMOBax LMd)poBOi TpaHchopmaL,ii EKOHOMIKM, L0
CYNPOBOMKYETbCS aKTUBHMM PO3BMTKOM OHNAlH-N1aTdIoOPM, COLia/IbHNX MepPeX, MOBIIbHUX TEXHONOTrIiN Ta IHCTpY-
MEHTIB aHaNiTMKK gaHnx. O6r'pyHTOBaHO, WO LMdPOoBI3aLlist 3MiHIOE Niaxoan Ao No6yA0BM KOMYHiKaLil, nepeBoaayn
X i3 0JHOCTOPOHHLOI MoZenNi iHhopMyBaHHA Y hopmaT IHTEPaKTUBHOI B3aeMOZil 3 LiSIbOBOK ayauTopieto. Po3po-
61eHO CTPYKTYPHO-NOriYHY MOAEb eTaniB MapKETUHIOBMX KOMYHiKaLjii. O6rpyHTOBaHO B3aEMO3B'A30K MiXX MOAEN-
N0 customer journey, BOPOHKOIO NPOAAXIB Ta KOMYHiKaLiiHOIO cTparTerieto niagnpueMcTea. 3anponoHOBaHO CuUCTe-
My K/THOHOBMX MOKa3HWKIB e(DEKTUBHOCTI A1 KOXHOTO PiBHS BOPOHKW. Po3pob6rieHa Mofenb J03BO/SAE CUCTEMHO
YyNpaBAATM KOMYHIKaLiHUMK npoLecamu, MiaBULLYBaTX Pe3ys/ibTaTUBHICTb MapKETUHIOBMX 3ax0iB Ta 3abe3nevye
eheKTUBHMIN 3BOPOTHWIA 3B'I30K MiXK YCiMa CTafisiMy B3aEMOZIT 3 ayaAnUTOpIELD.

KniouoBi cnoBa: uUMppoBe MapKETVHIOBE CEPEAOBULLE, MAPKETMHIOBI KOMYHIKaLil, eTany MapKeTUHroBKX
KOMYHiKaLliii, KOMyHikauiliHa cTpaTeris, BOPOHKa Npogaxis, customer journey, Ludposa TpaHcchopmallis.

The article examines the essence of marketing communications under the digital transformation of the economy.
Rapid digitalization has changed the logic of interaction between firms and target audiences. The study aims to
develop a structural-logical model of marketing communication stages in a digital environment to systematize
communication management and ensure effectiveness across the consumer journey. Key features of digital marketing
are identified: non-linearity, multichannel interaction, real-time data, high personalization, and measurability.
Traditional linear models are deemed insufficient, requiring new systemic approaches. An eight-stage structural-
logical model is proposed: environmental analysis, goal-setting, segmentation and targeting, message development,
channel selection, implementation, monitoring and analysis, and optimization. The model integrates the customer
journey and the TOFU/MOFU/BOFU funnel, ensuring consistent influence at each decision stage. A comprehensive
KPI system is developed to cover all stages of the marketing funnel, ranging from awareness to customer retention.
At the upper stages, key indicators such as reach and audience coverage are used to assess the extent of market
visibility, while engagement metrics (including interactions, shares, and time spent) help evaluate the quality of
audience involvement. At the consideration stage, click-through rate (CTR) serves as a critical measure of the
effectiveness of communication messages and their ability to generate interest. The interrelation of owned, paid, and
earned media is substantiated within an omnichannel strategy: owned media ensure long-term communication, paid
media expand reach, and earned media build trust. Their integration creates synergy, enhances brand visibility, and
ensures message consistency. The model’s practical value lies in its use for planning, implementation, and evaluation
of marketing communications, improving channel coordination, investment efficiency, customer experience, and
continuous optimization in a dynamic digital environment.

Keywords: digital marketing environment, marketing communications, stages of marketing communications,
communication strategy, sales funnel, customer journey, digital transformation.
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EKOHOMIKA TA CYCMNIZIbCTBO

MocTtaHoBKa npo6nemu. B ymoBax CTPiMKOI
uMdbpoBi3alii eKOHOMIKM Ta cycninbLCcTtea Map-
KETUHIOBI KOMYHIKaL|ii 3a3Hal0Tb KapAnHasIbHUX
3MiH. LlncppoBe mapkeTnHroBe cepefosuLLe
hopMy€e MPUHLIMNOBO HOBUIA KOHTEKCT A1 B3a-
emMopil nignpuMemMcTB i3 LiNbOBOK ayAnTOpIElo:
KOMYHiKaLii cTatoTb HeniHiiHuMKn, 6araToka-
Ha/IbHUMK Ta MepcoHastizoBaHUMKU. CnoxuBay
nepebyBae BoAHOYAC Y [AeKisIbKOX UMGpoBUX
npocTopax — coujia/ibHUX Mepexax, MeceHxe-
pax, MOLYKOBUX CUCTEMax, MapkeTnnericax — i
OTPUMYE NOBIAOMIEHHA Bif, GpeHAiB Yy Pi3HUX
hopmarax i KOHTekcTax. Lie cyTTeBO ycknagHwe
ynpaBiHHA KOMYHiKaliiHUMK npouecamn Ta
BMMArae Bif, MapKeTO/10riB CUCTEMHOIO niaxoay
[0 NnaHyBaHHSA i peanizauii KOMYyHiKaLiiHMX
cTpareriii.

Monpu 3Ha4YHWIn 06CAr HayKoBUX PO3POOOK
y cdpepi MapKeTMHIOBUX KOMYHIKaLiii, HasBHi
TEOPETUYHI MOoAeNi nepeBaxHO OnucyTb abo
OKpeMi [HCTPYMEHTU UMdPOBOro MapKETUHTY
(SEO, KoHTeHT-MapkeTuHr, SMM), abo 3arasibHy
NOriKy IHTErpoBaHNX MapKeTUMHIOBMX KOMYHiKa-
uin (IMK) 6e3 ypaxyBaHHS1 crieumdikn Ludpo-
BOroO cepefoBuLa. BiacyTHs e4nHa CTPYKTYpHO-
noriyHa mogenb, fka 6 cUCTeMHO onucysana
NOCNiOBHICTb €eTaniB MapKeTUHrOBUX KOMYHi-
Kauin y umdpoBOMYy MPOCTOPi 3 ypaxyBaHHAM
KOHLeNuji customer journey Ta BOPOHKM npoja-
XiB. Lle 3yMOB/0€ HEOOXiAHICTb PO3PO6KM HOBOI
TEOPEeTUYHOI KOHCTPYKLi, WO IHTErpPyE CyyacHi
niaxoan Ao UMGPOBUX KOMYHIKaLLiiA.

3a3HauyeHa npobnema € 0Co6MBO akTyasib-
HOIO A1 YKPaTHCBKUX MigNPUEMCTB, AiKi B yMOBax
BOEHHOIO CTaHy Ta HeOoOXiAHOCTI BifHOBNEHHSA
€KOHOMIK/ aKTUMBHO MNepexofAaTb Yy UnUGpOoBi
KaHas1 B3aEMOS|i 3i cnoxusadamn. EdpektrBHe
yrnpaBniHHA MapKETUHIOBUMM  KOMYHiKaLisiMu
y uMcbpoBOMY CepefoBuLLi cTae cTpareriyHmum
YMHHMKOM KOHKYPEHTOCNPOMOXHOCTI Ta CTasioro
PO3BUTKY Gi3Hecy.

AHani3 ocTaHHiX gocnigKeHb i nyonikawiii.
MpoGnematvka MapKETUHIOBUX KOMYHIKaLiin y
UMGPOBOMY CepefoBULLIl aKTMBHO AOCAioKY-
€TbCA AK Y BITUM3HSHIN, TaK i y 3apybikHIin Hay-
KOBIil niTepatypi. Cepea yKpaiHCbKUX HayKOBLiB
BaroMunin BHECOK Y PO3POOKY KOHLENTYyaslbHUX
3acaj uMgpoBOro MapKeTHHry 3pobunmn barato
HaykoBUiB. 3okpema, PomaHeHko JI1. ®. [7]
06r'pyHTYyBania HeObXiAHICTb nepexoay Bif Tpa-
AVUIRHUX A0 UMGPOBUX Mogenen KOMyHikaw,il
Ta npoaHanisyBasin €BOJIOLII0 MapPKETUHIOBUX
KOMYHiKaLii B ymoBax avmkutanisauii. Onmdi-
peHko HO. I., MoeHa C. B. Ta binaHeHko O. B. [3]
Aocniavam oco6/MBOCTI ynpaBiiHHA MapKeTUH-
rOBUMM KOMYHiKauisMy1 B ymMoBax LMdpoBi3aLii

Ta 3anpornoHyBa/In aBTOPCbKY Knacuduikauito
LM POBUX IHCTPYMEHTIB.

MnTaHHA BOPOHKM NpoAaxisicustomerjourney
AK KNFOYOBMX KOHUEMNLi unMhpoBOro MapKeTuHry
po3rnapaloTecs y pobortax XXangak A. O. Ta
Buukoscbka A. B. [6], Siki 3anponoHyBasivi MOAeNb
yNpaBs/liHHA LIAXOM CnoXusaya B LUGPOBOMY
MapkeTuHry. Pnbak O.B. [5] cuctemartusysana
nigxoon [0 knacudpikauil MapKeTUHIOBUX KOMY-
Hikawin y undpoBoMy NpoCTOpi Ta BUOKPEMUIN
X cneundpiyHi o3Haku. 3iHyeHko T. KO. Ta [ep-
Xak H. O. [2] po3pobunu CTpyKTYpHO-JYHKLiO-
HasIbHY MOAeNb CUCTEMU MaPKETUHTOBUX KOMY-
HiKaLiin, NpoTe BOHa He BPaxXOBYE NOBHOK MipoHo
crneundiky UMdpoBOro cepeaoBulLia Ta HeniHin-
HWIA XapakTep customer journey.

Monpu 3Ha4Hy KiNbKICTb HayKoBUX Mpaupb, Y
BITUM3HSAHIV HAYKOBIi NiTepatypi BiACYTHA KOMM-
NeKCHa CTPYKTYPHO-/M0riYHa mMofenb, Lo Cuc-
TEMHO OMNUCYE NOCANILOBHICTL | B3aEMO3B’A30K
eTaniB MapKeTUHroBMX KOMYHiKauiin came Yy
LUMOPOBOMY MAapPKETMHIOBOMY CepefoBuLLi 3
ypaxyBaHHAM UMKIIYHOrO XapakTepy B3aemo-
A1, OMHiKaHas/IbHOro nigxody Ta HeobXigHOCTI
6e3nepepBHOI ONTUMI3aLii Ha OCHOBI OaHUX.
Lle nigkpecnoe akTyasibHICTb | HayKOBY HOBU3HY
3anpornoHOBaHOMO AOCIAXEHHS.

dopmyntoBaHHA Uineir crtarTi. MeTowo
CcTaTTi € po3pobka Ta TEOpPeTUYHe OOIpYHTY-
BaHHA CTPYKTYPHO-/I0MYHOT Mogeni eTanis map-
KETMHIOBUX KOMYHIKaUin y uUudpoBoMy Map-
KETUHIOBOMY cepefoBuui, sika 6 CUCTEMHO
BigoOpakana noCNifOBHICTb, B3AEMO3B'A30K |
LUMK/TIYHUA XapakTep KOMYHiKauiiHuX npouecis
Ta mMorna cnyrysatu MeToAOo/I0rNYHUM NiarpyH-
TAM A719 YNpaBfiHHA KOMYHIKaUiNHOW Ais/b-
HICTIO NiANPUEMCTB B yMOBaXx LMPOBOiI TpaHc-
dopmauii. 4na [OCATHEHHA METU BUPILLYOTLCA
Taki 3aBaHHA: YTOYHEHHA CYTHOCTI LUMpoBoro
MapKeTMHIOBOro cepefoBua Ta Moro BRnBY
Ha apXxiTeKTypy KOMYHiKaLiii; NOPiBHANbHUIA aHa-
ni3 nigxoaiB A0 MapPKETUHIOBUX KOMYHiKaLii;
po3po6Ka CTPYKTYPHO-/10rYHOT Moaeni Ta cuc-
Temn KPI ans ouiHkn epekTMBHOCTI Ha KOXXHOMY
erari.

Buknag OCHOBHOro wmarepiany pAocni-
D)XeHHs. LindopoBe MapkeTnHrose cepefoBuLLe
ABNSE COOOK CYKYMHICTb UMPOBUX KaHasiB,
nnaTopm, TEXHONOTIN Ta NOBEAIHKOBMX naTep-
HiB CMoOXuBadiB, WO (OPMYyHTb MNPOCTIP ANA
30iICHEHHA MapKETUHIOBUX KOMYHiKaLiii. Ha Bia-
MiHy Bif, TPagMLUiiHOTO MapKeTUHroOBOro cepep-
0BMLWA, LMJIPOBE XapakTepu3yeTbCs: HEeNiHil-
HICTIO KOMYHiKaLinHMX NOTOKIB; ABOCTOPOHHLO
i MEpeXeBOK B3aEMOIED CYyO’'eKTIB; HAABHICTHO
BE/IMKAX MacuBIB [aHUX Yy peaslbHOMY u4aci
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(big data); MOXNMBICTIO rinepnepcoHanisauji
NOBIAOM/IEHb; BUMIPIOBAHICTIO KOXHOMO KOMY-
HIKaLIMHOrO KOHTakKTY; AMHAMIYHICTIO N MiHAN-
BICTIO anropuTmiB nnargopm.

MopiBHANBHUIA aHani3 TpaguuiiHoOro Ta und-
POBOrO MiAXo4iB A0 MapKETUHIOBUX KOMYHIKaLLii
HaBefeHo y Tabnuui 1.

Ak cBigunTb Tabnuua 1, undposBuii Ta 0Co-
6/MBO OMHiKaHanNbHWIA Nigxig 3a6e3nevyoTb
AKICHO BMLLMIA piBEHb B3aEMOIT 3 ayanTopieto Ta
aHaNITUYHOCTI MOPIBHAHO 3 TPAAMLIHNM MapKe-
TUHIroM. Lle BM3Ha4yae HeoOXigHICTb BignoBiAHOI
nepebygoBn NOriKM ynpaB/iHHA MapKeTUHro-
BUMM KOMYHiKaLisiMK.

KoHuenTyasibHUM  Nigr'pyHTAM  NPOnoHoBa-
HOT MoAenNi CAYrylTb TPM B3aEMOMNOB'AA3aHi Teo-
PETUYHI KOHCTPYKLIT: KOHUEeMNUis iHTerpoBaHux
MapKeTUHroBmx KoMyHikauin (IMK), mogenb
customer journey Ta Mofefib BOPOHKN NPOLaxiB
(TOFU/MOFU/BOFU). IHTerpauis uux nigxonis
[03BOJISIE ONMCATN MAPKETUHIOBI KOMYHiKaL,il AK
UMKIIYHWUIA, KEPOBaHWUIA | BUMIpIOBaHWIA NpoLiec.

Customer journey (WNAX cnoxusada) - uUe
CYKYMHICTb YCIX TOYOK KOHTakTy (touchpoints)
MK OpeHOM i crnoxueayem y uugposomy Ta
hisuyHOMy npocTopax, Big NepLioro 3HalioMm-
CTBa 3 6peHAoM A0 hopMyBaHHS NOSMBHOCTI Ta
azBokaduii. Y undpoBomy cepenosulli customer
journey HabyBa€e HeNMiHIMHOIo XxapakTepy: CroXu-
Ba4Y MOXe nepexoamTn MK cTafisMmu B A0BiNb-
HOMY nMOpPsAKY, MoBepTatucs [0 MnonepeaHix
eTaniB, 0HOYaCHO B3aEMOAIATM 3 OPEHAOoM Y
OEKINbKOX KaHanax [6].

BopoHka npogaxis (TOFU — Top of Funnel,
MOFU — Middle of Funnel, BOFU — Bottom of
Funnel) y uMdpoBoMy MapKeTUHIY € CTPYKTYp-
HAM [HCTPYMEHTOM, L0 [03BOMIAE Knacugiky-
BaTN KOMYHiKaLiiHi Lini, KOHTEHT i KPI 3a51eXHo
Bif, cTagil roTOBHOCTI crnoxmBada [0 MOKYMKW.
MoeaHaHHA BOPOHKM npofaxis i3 customer
journey yTBOpHOE ABOBUMIPHUIA NPOCTIp ANs nna-

Ha ocHoBi aHanisy HaykoBOi niTepatypu Ta
cuctemMaTtmsauii  NpakTuK LMdpoBOro Mapke-
TUHIY aBTOPOM PO3PO6/IEHO CTPYKTYPHO-OTYHY
MoZeNnb eTaniB MapKeTUHTOBUX KOMYHIkauili y
undpoBomy cepegosuLi (puc. 1).

3anpornoHoBaHa MOAe/Nlb  OXOMNJIE  BICIM
NOCNIAOBHUX, a/le UMKNIYHO B3AEMOIMOB'A3aHUX
eTaniB. 3BOPOTHi CTPI/IKM MiXX BOCbMUM i epLnm
eTarnom BigobpaxaroTb NPUHLUMN 6e3nepepBHOro
BAOCKOHasIeHHS (continuous improvement), LLO €
6a30BUM 4115 LMGOPOBOro MapKeTUHry. letasibHa
XapakTepucTika KOXHOro etany mogeni Hase-
JeHa y Tabnuui 2.

Mepwwii eTan — aHani3 cepefosmwa — nepea-
6ayae KOMMeKCcHe [OC/iMKEHHS LifIbOBOT ayau-
TOpIi i3 3aCTOCYBaHHAM METOAY NMEepCcOoH MOKyM-
uis (buyer personas), KOHKYPEHTHUI aHani3 y
LUMPOBUX KaHasax, OOCNIMKEHHS aKTyaslbHUX
TPeHAIB Ta KapTyBaHHA OOCTYMHUX LUGPOBUX
KaHanie. Y uucppoBomMy cepefoBuLli Liein eTan
36aravyyeTbCs MOX/IMBOCTAMMU aHasi3y MoBefiH-
KoBUX faHux (Beb-aHaniTvka, faHi coumepex,
CRM-cuctemu), Wwo [03BONSAE (hopMyBaTu 3Ha-
YHO [eTaslbHilly KapTUHY PUHKY MOPIBHAHO 3
TpaguuiiHAMN MeToAamMmn A0CNIKEHHS.

Ha gpyromy etani— LjinenoknagaHHsa — BU3Ha-
yatoTbCst SMART-LINI KOMYHiKaLLil i3 TPUB’SA3KOH0
[0 cTafii BOPOHKM Npoaaxis. MNPUHLMNOBO Bax-
NIMBUM € pO3MeXyBaHHS Linein 3a pisBHAMn TOFU
(o6i3HaHicTb, oxonneHHsa), MOFU (3asyve-
HicTb, po3rnaa) Ta BOFU (koHBepcis, NOKymnKa),
OCKINIbKM KOXHa CcTafid BuMarae cneuudivuHnx
KOMYHiKaLiiHux nigxogais i okpemux KPI [6].

TpeTiii eTan — cermMeHTauis Ta TapreTUHr —
y UMdpPOBOMY CeEpPefoBULLi BUXOAUTb 3a MeXi
TpaguuinHoi aemorpadivHoi cermeHTauii. Lind-
poBi NnardopmMy HagatTb MOX/IMBICTb 3M4jii-
CHIOBaTN MOBEAiIHKOBY CerMeHTauito (Ha OCHOBI
OH/aliH-NoBeAdiHKM), ncmxorpadivyHy (Ha OCHOBI
iHTepeciB i UiHHOCTei) Ta lookalike-TapreTuHr
(nowyk ayguTopiii, CXOXWX Ha HasiBHUX Kili-

HyBaHHS1 MapKETUHIOBUX KOMYHiKaLiii [2; 4]. €HTIB). HKICTb cermeHtauii 6e3nocepesHbo
Tabnmuga 1
MopiBHANBbHA XapaKTepucTMKa NigxoaiB A0 MAPKETUHIOBUX KOMYHiKaLiii
.. L B3aemopgisn . .
Mipxi Mopaenb KOMYHiKaLi p AHaNITUYHICTL
AXIA A y 4 3 ayauTopiero
TpagunuiiHnii -
MapKeTVHT NiHinHa, ogHoHanpaeneHa |O6mMexeHa Hu3bka
- N Bucoka,
LindopoBuii MapkeTuHr | HeniHiliHa, 6araTtokaHanbHa Bucoka

nepcoHaslizoBaHa

IHTerposaHa,

OMHiKaHasTbHWIA Niaxig CUHXDOHI30BAHA

MakcumasibHa Lyxe Bucoka

Lxepesio: cqhopmosaHoO asmopom Ha ocHosi [1; 3]
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v 1. AHANI3 CEPEAOBULUA |
Ayoumopisi * KOHKypeHmu ¢ TpeHou
v 2. LINENOKNAAAHHA |
SMART-yini « KPl « TOFU/MOFU/BOFU
v 3. CEFMEHTALIA |
[MosediHkosa « [NcuxozpaiyHa * emozpadhiyHa
v 4. PO3POBKA MECEXXIB |
UinHicHa nipono3uyisi « KoHmeHm-cmpameaisi
v 5. BUBIP KAHANIB |
Owned / Paid / Earned * Mediamikc
v 6. IMMNJIEMEHTALIA <
3anyck kamnaHil « Asmomamu3sayis « CRM
v 7. MOHITOPUHI |
AHasnimuka * A/B-mecmu « ROI
©) 8. ONTUMI3ALIA |
KopuzaysaHHs1 * PemapaemuHe « [NepcoHasnizayisi
Puc. 1. CTpyKTYypHO-10riyHa Mofiesib eTaniB MapKeTUHroOBUX KOMYHiKaLliii
Yy undpoBOMY MapKeTUMHIOBOMY cepeAoBULLi
Lxepesno: cchopmosaHo asBmopom
Tabnuuga 2

XapaktepucTuka etaniB CTPYKTYPHO-/IOFYHOT MoAeni MapKeTUHrOBUX KOMYHiKaLiid

Ta UMhpoBMX KaHanis

ETtan HasBa 3MicT AiaNnbHOCTI Pe3ynbrart | IHLCTpyMeHT
AHani3 JocnigxeHHs LinbLoBOI ayanTopil, MepcoHn nokynu,s,
1 cepenoBuLIa KOHKYPEHTIB, PUHKOBUX TPEHLAIB SWOT-aHanis, kapta

KaHanis

2 |UinenoknagaHHs

BusHaueHHA SMART-LiNel KoMyHikaui
Y PO3pi3i BOPOHKM NpOoAaxiB
(TOFU/MOFU/BOFU)

Matpuus uinei, KPI-
aepeso

3 CermeHTaujis
Ta TapreTuHr

MoBepiHKoBa, NcmxorpacdivHa
Ta gemorpacpiyHa cermeHTauis

Onsa uMdpoBoro cepefosuLLa

AyANTOPHI CEerMeHTH,
lookalike-mopeni

4 Po3pobka
MecexiB

®opMyBaHHS LjiHHICHUX NPONO3uLLii Ta
KOHTEHTHOI cTparerii nig koxeH etan CJ

KoHTeHT-matpuus,
tone of voice

5 | Bubip kaHasiB

Posnopgin 6rogpkeTy mixx Owned/Paid/
Earned mepgia 3rigHo 3 touchpoint-kapToto

Megaiamikc, aTpmnbyuinHa
MogAesnb

6 IMnnemeHTauis

3anyck kamnaHiii, aBTomatmsauis
MapKETUHTY, ynpasiiHHA customer journey

MapKeT1HIroBui
KaneHpap, CRM

7 MOHITOpUHT
Ta aHauli3

36ip faHux y peasibHOMY 4aci,
A/B-TecTyBaHH4, ouiHka ROI

Jawéopan, aHaniTuuHi
3BITU

8 |OnTumizauis

KopwuryBaHHs cTparterii Ha OCHOBI JaHuX,
peTapreTuHr, nepcoHanisauis

OHoBneHa cTpareris,
cueHaplil

Lxepesio: cqhpopmMosaHO aBmopoM Ha OCHOBI [4; 7]

BM3HAYaE ePEKTUBHICTb YCiX HaCTYMHWUX eTanis
mogeni [2].

UeTBepTuin etan — po3pobka mecemxkiB —
nepepbavae hopMyBaHHS LjiHHICHUX MPONO3WLi
Ta KOHTEHTHOI cTparerii 4N1a KOXHOro cermeHTa
ayauTopil Ta KOXHOro etarny customer journey.
KMto4oBMM IHCTPYMEHTOM € KOHTEHT-Martpuus,
O cMcTeMaTU3ye TUMU KOHTEHTY 3a KaHanamm

Ta cTaflisiMy BOPOHKU. BusHa4veHHs tone of voice
6peHay 3abe3neyye KOHCUCTEHTHICTb KOMYHiKa-
LR y pi3HMX uudpposmx cepegosuLLax [3].
M’'aTuii etan — BUGIp kaHaniB — 6a3yeTbCcs Ha
KOHUenuii MmegiaMikc, WO po3Modififae KOMyHika-
LiiHi 3ycunnsa mik BnacHumun (Owned), nnart-
HumMmu (Paid) Ta 3apobneHo-megiiHummn (Earned)
kaHasiamu. B ymoBax umgppoBoro cepepo-
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BuLLLA BMOGIp KaHa/iB BM3HAYAETbCA pe3yfbTa-
Tamu nonepegHix etanis i touchpoint-kapToto,
ska (OiIKCYe BCi TOUKM KOHTaKTy cnoxusada 3
6peHaom [5; 7].

LWocTtuin eTan — iMNJIEMEHTALIS — BK/OYAE
6e3nocepeHii 3anyck KOMyHiKauiiHUX kamna-
Hii1, HanawwTyBaHHS CUCTEM MapKeTUHIOBOT aBTO-
mMatusauii Ta ynpas/niHia CRM. Y umdpoBomy
MapKeTUHry asTomartm3auis (email-mapkeTuHr,
TpUrepHi  Kamnaii, programmatic-peknama)
[O03BOMISIE  MacliTabyBaTy  nepcoHaslizoBaHi
KOMYHiKaLii 6e3 nponopuinHoro 36i/bLUEHHS
pecypcis [6].

CbOMWIN eTan — MOHITOPUHI Ta aHasfi3 — €
OLHWM i3 KNHOYOBUX NepesBar LnpoBoro mapke-
TUHIY: BUMIPIHOBaHHS pe3ynbrartiB BigbyBaeTbcsA
Y pexumi peaslbHOrO0 4acy Ha OCHOBI AaHux
aHanitnyHmx cuctem (Google Analytics, nnar-
doopMHi aHaniTukn coumepex, CRM-3sitn). A/B-
TeCTyBaHHA [03BOJISE MOPIBHIOBATN e(eKTUB-
HICTb pi3HMX BapiaHTIB KOMYHiKaLiil Ta npuiiMmaTu
piLleHHA Ha OCHOBI AaHuXx [3].

BocbMuin eTan — onTuMisaLis — 3aMuKae LK
MoAeni: Ha OCHOBI OTPUMAHUX aHaNiTUYHUX
[aHNX 3AJACHIOETLCA KOpPUryBaHHA cTparterii,
nepepos3noAin 614KeTiB MiX KaHasilaMu, BLOCKO-
Ha/IeHHA Mece[pKiB Ta HaslalTyBaHHA peTapre-
TMHrOBUX KaMnaHii. LinkniuHmii xapaktep mogeni
Bifo6paxae npuHUMN agile-MapkeTuHry — 6es-
nepepBHOI iTepauii Ta BAOCKOHAIEHHSA KOMYHI-
KauiiHux npouecis [7].

BaxnuemMm npuknagHnUMm  iHCTPYMEHTOM Yy
MexXax 3anpornoHoBaHol mogersi € cuctema KPI,
AndhepeHLinoBaHa 3a cTagisiMv BOPOHKM npoja-
XiB (Tabn. 3).

HaBepeHa cuctema KPI 3a6esneuye BuUMI-
ptoBaHHA eEKTMBHOCTI MapKETUHTOBUX KOMY-
HiKaLii Ha KOXXHOMY PiBHI BOPOHKM Ta [4,03BOJISE
NPUAHATU O6I'PYHTOBAHI PiLLEeHHA WoA0 ONTUMI-
3auii. Cnig nigkpecavTy, Wo y LmdpoBoMy Map-
KeTuHry Bubip KPIl 6e3nocepefHbO NOB’A3aHNiA
i3 yinAmu gpyroro etany mogeni, Wo 3abesnevye

BHYTPILLHIO NOTYHY Y3rO4XKEHICTb 3anponoHoBa-
HOI CTPYKTYPHO-/10TYHOT KOHCTPYKL,T.

MpakTMyHe 3acTocyBaHHA  3anporoHoBa-
HOT Mogeni nepegbavae 1i aganTayito 4o cne-
UMMPIKA KOHKPETHOro MniAnpueMcTBa, ravlysi Ta
LiiboBOI ayauTopii. Mogenb HOCUTb YHIBep-
Ca/lbHUI XapakTep i Moxe OyTu 3acTtocoBaHa
aK ana B2C, Tak i gna B2B-koMyHikauii y
LMbpoBOMy cepenosuLli. i KNouoBoOK nepe-
Barol € CUCTEMHICTb: XOAEeH 3 BOCbMW eTanis
He MOXe OyTu NponyLleHUA 6e3 PU3KKY 3HU-
YXEHHS 3aranbHOi edeKTUBHOCTI KOMYHiKaLiNnHOT
cTparerii [4].

BucHoBKU. LindopoBe MapKeTUHroBe cepes-
oBuvLWEe POPMYE MPUHLMNOBO HOBI YMOBU AON1A
30iACHEHHA MapPKETMHIOBUX KOMYHIKaLii, Lo
XapakTepuaylTbCs  HeniHIHICTIoO, 6aratoka-
HasIbHICTIO, MepcoHani3auield Ta BUMIpHOBa-
HicTio. TMOpiBHANBLHWIA aHani3 TpaguuiiHoro,
LUMpoBOro Ta OMHiKaHasIbHOTO MiAXOA4iB CBif-
YUTb NPO 3pOCTaloyy POsib IHTENPOBaHUX Und-
POBMX KOMYHiKaL,iil y 3a6e3ne4yeHHi KOHKYPEeHTO-
CMPOMOXHOCTI MigNPUEMCTB.

Po3pobneHa CTPYyKTypHO-/I0riYHAa  MopAesnb
OXOMN/I0E BIiCiM B3aEMOMNOB’A3aHNX eTanis: aHa-
ni3 cepeposuLa, UienoknagaHHa, cerMmeHTa-
Lil0 Ta TapreTuHr, po3pobky Mmecemxis, BUOIp
KaHaniB, iMNMeMeHTaLito, MOHITOPUHI Ta aHanis,
onTuMmi3zauito. LinkniyHnii xapaktep mogeni Bigo-
6paxae 6e3nepepBHUin NpoLec BAOCKOHAIEHHSA
KOMYHiKauiiHOT AisNbHOCTI nignpuMeMcTBa Ha
OCHOBI JaHUX.

I[HTerpauis KoHuenuii customer journey Ta
BOpOHKM npogaxis (TOFU/MOFU/BOFU) vy
3anponoHoBaHy Mofesflb [A03BOJIAE CUCTEMHO
ynpaBAsATM KOMYHiKaUiiHAM BN/IMBOM Ha CNOXW-
Baya Ha KOXHIiii cTadil NpUIAHATTS pilleHHs Npo
noKynky. J[BOBMMIPHMIA NPOCTIp NAaHyBaHHS,
YTBOPEHUI NOEAHAHHAM LUX KOHLUENLA, € METO-
OONOMYHUM NiArpyHTAM An1s po3pobkn edek-
TUBHMX KOMYHIKaLiiHMX cTpaTeriin y umdgpoBomy
MapKEeTUHTY.

Tabnmua 3

Cuctema KPI mapKeTUHIroBUX KOMYHiKaLiii 3a CTagiAMNU BOPOHKU NPOAaXiB

Cragisa BOpoHKM | KomyHikauiliHe 3aBfaHHA KPI IHCTpYyMeHTHN
. . OXxonsieHHs, NoKasw, CTR, Reach,
TOFU (O6i3HaHiIcTb) BRi3HABAHICTb GPEH/Y Impressions KoHTeHT, SEO, SMM

MOFU (Po3rnisg) 3asy4yeHicTb, iHTEpec,

Engagement Rate, |Email, petapreTtuHr,

OLiHKa anbTepHaTu1B Time on Site, Leads |Be6iHapu
. KoHBepcis, nokynka, CR, CPA, ROAS, PPC, nepcoHanisaujs,
BOFU (Pienns) NOSANBLHICTb LTV CRM
) YTpuMaHHs, aaBokallis, NPS, Retention . )
Post-purchase MOBTOPHI NOKY KM Rate, CLTV Email, loyalty-nporpamm

Lxepeno: cahopmosaHO aBmMopPoOM Ha OCHOBI [2; 6]
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3anponoHoBaHa cuctema KPI, andepeHui-
ioBaHa 3a PiBHAMM BOPOHKM Npodaxis, 3a6e3-
neyvye 06’EKTUBHE BUMIPHOBAHHA €d0EKTUBHOCTI
MapKeTUHIOBUX KOMYHIKaUiin Ta niagTpUMKY npo-
uecy MNPUIAHATTA YNpas/iHCbKMX pilleHb Ha
OCHOBI faHuX. K/o4oBMMM MOKa3HUMKaMy Ha
pi3HNX piBHAX BOpoHKK €: CTR i Reach (TOFU),
Engagement Rate i kinbkictb nigis (MOFU), CR,
CPA, ROASI LTV (BOFU), NPS i Retention Rate
(Post-purchase).

MpakTnyHa LiHHICTb MOZENi NonArae y Mox-
JNIMBOCTI Ti 3aCTOCYBaHHA ANA NfaHyBaHHSA, pea-
nisauii Ta oUiHKM eheKTUBHOCTI MapPKETUHIOBUX
KOMYHiKaLii niagnpuemMcTB 6yab-sKoi ranysi, uo
JOYHKUIOHYIOTL Y UndipoBMX KaHanax. Mogenb

€ a/lanTBHOI: BOHa BpaxoBye cneuundiky B2C
i B2B-koMyHikaUiil, Ao3Bonse MaclutabysaTtu
npouecu yepe3 MapKeTUHrOBYy aBToMaTtu3aL,iio
Ta 3abe3neyvye rHy4ykiCTb B ymoBax AMHaMiYHO
3MIiHIOBAHOro LMgpoBOro cepenosuLa.

MepcnekTnBamn nogasblunx  [OC/IIKEHb
€. emnipvyHa Bepudpikayis 3anponoHOBaHOI
MOAeni Ha OCHOBI [AaHUX BITYM3HAHMX nNig-
NMPVEMCTB; PpOo3pobKa METOANKM OLHKM  3pi-
NOCTi  cUCTEMMU  LMPOBUX  MaPKETUHTOBUX
KOMYHIKaLii;  OOCNiMKEeHHA  BMAMBY  LUTYu-
HOro IHTENEeKTy Ta BEeUKUX OaHWUX Ha TpaHc-
hopmauito okpemux etanis mMogeni B ymoBax
No4aNbLIOro  PO3BUTKY LUKPOBOT EKOHOMIKM
YKpaiHu.
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