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Y cTartTi gocnigpkeHo, Sk cepsicHi 6i3Hec-moaeni Ta aftersales-mapkeTuHr TpaHcopmMyoTh gxe-
pena KOHKYPEeHTHMX rnepesar BUPOOHWKIB BaHTaXXHUX aBTOMOGINIB. MeTa AOCNiAXEHHA Nonsarae B
06r'pyHTYBaHHI MexaHi3MiB (POpMyBaHHA Takux nepesar i BU3HAYEHHI NPIOPUTETHUX IHCTPYMEHTIB
CepBiCHOI AndbepeHujaLii Ha OCHOBI aHani3y HayKOBOI JliTeparypy Ta NOpPiBHA/ILHOrO 6eHUYMapKiHry
npakTuk Scania, Mercedes-Benz Trucks, Volvo Trucks, DAF Ta IVECO. [loBegeHo, WO CTilika KOH-
KYPEHTOCNPOMOXHICTb Y CETMEHTI BaXKKMX BAHTaXIBOK (DOPMYETLCA He MLle Yepes3 TEXHIYHI Xapak-
TEPUCTUKM MPOAJYKTY, a Hacamnepes Yepes 34aTHiCTb BUPOOHMKa 3abe3neunTn uptime, nepenbdayy-
BaHicTb total cost of ownership, LMPOBUI A MOHITOPUHT, KOHTPAKTHE 06CNYrOBYBaHHSA, AOCTYMHICTb
3anacHuX YacTuH i NiATPUMKY TEXHOMOrYHOIo nepexoay. 3anponoHOBaHO TUMNO/IOriK0 cepBiCHUX 6i3-
Hec-moaenein i MapkeTUHIoBi NpiopuTeTu aftersales-Hanpsimy.

KniouoBi cnoBa: KOHKYPEHTHI nepeBarn; BUPOOHUKN BaHTaXKHMX aBTOMOOGINIB; cepBiCHi Gi3Hec-
mogeni; aftersales-mapkeTuHr; uptime; digital servitization.

The article examines how service business models and aftersales marketing reshape the sources
of competitive advantage for truck manufacturers in a market where customers increasingly evaluate
not only the vehicle, but also the reliability of its operation during the whole lifecycle. The purpose
of the study is to substantiate the mechanisms through which service models create competitive
advantages and to identify the priority instruments of service differentiation. The research combines
analysis and synthesis of servitization and after-sales literature, content analysis of official
manufacturer materials, and comparative benchmarking of Scania, Mercedes-Benz Trucks, Volvo
Trucks, DAF and IVECO service practices. The results show that competitive superiority in the
heavy truck segment is formed through the integrated delivery of uptime, predictable total cost of
ownership, maintenance contracts, connected services, spare-parts availability, fleet analytics and
support for the transition to electric and digitally connected vehicles. It is argued that aftersales
marketing should be interpreted not as a narrow post-sale communication function, but as a
relationship-oriented subsystem that manages onboarding, service-contract activation, retention,
renewal, cross-selling and migration to new technologies. The article identifies three dominant
service-model configurations: the contract-based reliability model, the connected uptime model and
the ecosystem support model for technological transition. The practical value of the study lies in
the proposed priorities for manufacturers, importers and dealer networks: integrate service strategy
into product planning, develop lifecycle segmentation of customers, use telematics and CRM for
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personalized aftersales communication, ensure operational availability of service and parts, and shift
the marketing proposition from selling vehicles to delivering operating solutions. The findings may be
used to improve service portfolios, dealer-network coordination and B2B communication strategies

in the truck industry.

Keywords: competitive advantages; truck manufacturers; service business models; aftersales

marketing; uptime; digital servitization.

MocTtaHOBKa Npo6sieMu. Y cy4yacHOMY aBTO-
MOG6iNnebyayBaHHI HaNPAMN KOHKYPEHTHOT nepe-
Barn BUPOOHMKIB BaHTaXHWX aBTOMOOINIB 3Mi-
LWYKOTbCA Bif CYTO TeXHIYHUX XapakTepucTUK
NPoAyKTy [0 3[4aTHOCTI 3a6e3neuntn KNieHTy
pesynstar NpOTArOM YCbOro XXUTTEBOMO LMKIY
TPaHCMNOPTHOro 3acoby. /19 onepaTopa BaHTax-
HOro (p/1I0TY LiHHICTb (DOPMYE HE NULLIE MOMEHT
KyniBAi, a i CyKynHa BapTiCTb BOMIOAiIHHSA, HaAjii-
HIiCTb, LUBMAKICTb CEPBICHOrO 0OOGC/YroByBaHHS,
OOCTYMHICTb 3anacHMX 4YacTuH i umdoposa npo-
30picTb ekcnayartauii. OcobmMBO BUPA3HO LS
norika NPosiBNAETbCA Y CErMeHTi BaXKUX BaH-
TaxiBOK N3, LLIO OXON/Ae TPaHCNOPTHI 3acobu
0151 NepeBe3eHHA BaHTaXIB i3 MakCUMaslbHOK
mMaco noHag 12 T [1].

3HauyeHHsA cepBicHOI AndbepeHuiavii nocu-
JNIOETLCA CTPYKTYPHUMU 3MiHAMW CAMOTO PUHKY.
Y 2025 p. gu3enibHi BAHTaXiBKM BCe Le hopmy-
BauIM 93,2% HOBUX peecTpaLii cepefHix i BaXKKnx
BaHTaXIBOK Yy €C, ToAi AK YacTka enekTpuyHuX
3apagKyBaHNX BaHTaXIBOK NoHag 3,5 T 3pocna
[0 4,2%, Wo nigTBepoXye nepexigHuin xapak-
Tep ranysi [2]. OgHoyacHOo B €C yXe 3aKpinaeHo
YOPCTKiWi uini ckopoyeHHs Bukugis CO2 ans
BaXKMX TPaHCNOPTHMX 3acobiB Ha 2030, 2035 i
2040 poku [3]. 3a Taknx YyMOB BUPOOHUKN KOH-
KYPYIOTb HE NuLIe MiX coboto, a i 3 pusnkamm
KNieHTa: pU3MKOM MPOCTO, KONIMBaHb eKcnya-
TalUinHUX BUTpPAaT, AediunTy cepBicy A/1si HOBUX
TEXHO/IONI | HEBM3HAYEHOCTI LLIOA0 MabyTHLOI
BapTOCTI ekcnsyaraduii.

OTxe, MapKeTUHrosa npono3unLisa y L rasysi
fepani Ginblie HabyBae CepBiCHOrO xapakrepy.
BpeHg Mae [0BOAUTM He CTifbkM nepeBaru
OKpeMOi Mofeni BaHTaXIiBKU, CKiMIbKM nepesaru
BCbOrO PILLEHHSA NPOTATOM >XUTTEBOrO LMKAY
TPaHCMOPTY: CEPBICHOrO KOHTPAKTY, TeNIeMaTUKK,
yrnpaBniHHA TEXHIYHUM CTaHOM, 3anacHUMM Yyac-
TMHaMW, (piHaHCYBaHHSAM i, B pasi TEXHOMNOrYHOro
nepexony, KOHCa/ITUHIY Ta iH(pacTpyKTypHOT
niaTpumkn. Came ToMy AOCAIAXKEHHS CEPBICHNX
6isHec-modenen Ta aftersales-mapkeTuHry sk
MexXaHi3MiB (DOpMyBaHHA KOHKYPEHTHUX nepe-
Bar BUPOOHUKIB BAHTaXXHNX aBTOMOOINIB € aKTy-
a/TbHUM | /151 HAaYKK, | 418 NPaKTUKK.

AHani3 ocTaHHiX AoCNiMKeHb i Nyonikawii.
TeopeTuyHy OCHOBY cTatTi hopmye niteparypa

npo cepsiTM3aLito, TO6TO nepexig BMpobHMKa Bif,
npoAaxy NpoAyKTy L0 NPOAaXy iHTerpoBaHoi
LiHHICHOT npono3uuii. KnacvyHnmmn Onsa LUboro
Hanpsmy € po6oTtun R. Oliva Ta R. Kallenberg, siki
nokasasnu, Wo nepexig Big NpoAaykTiB A0 nocnyr
€ HEe NPOCTUM PO3LUNPEHHSIM CEPBICHOT QOYHKLT,
a opraHiszauiiHo TpaHcopmaLllieto BCiel foriku
CTBOpPEHHSA UiHHOCTI [4]. T. Baines Ta cnisaBTOpU
cucTemarusysasiv Le nosie i Harosiocunu, Lo
cepBiTU3aLis BiAKpMBAE BUPOOHUKY LWNSAX [0
[OBrOCTPOKOBMX BiAHOCWUH i3 K/IEHTOM i NMOBTO-
ptoBaHux rpowosux notokis [5]. H. Gebauer,
A. Gustafsson Ta L. Witell emnipnyHo nos’a3anu
cepsiCcHy audpbepeHuiauito 3 6isHec-pesynbra-
Tamun BUPOOHMYMX KOMMaHii [6].

Moganblli pocnigpkeHHa aeTanisyBann, £K
cepBicHa Norika NepeTBOPHETLCSA Ha CTilKy 6i3-
Hec-mogenb. C. Raddats Ta cnisaBTopy y3arasib-
HUMW Cy4YyaCHWIA CTaH CcepBiTM3auiiHMX Aocni-
[KEHb | BUOKPEMWIN OCHOBHI TEMATUYHI NMOTOKM
uboro Hanpsamy [7]. M. Kohtamaki, V. Parida,
P. Oghazi, H. Gebauer i T. Baines nokasanu, o
undhposa cepBiTu3alis BigbyBaceTbCA B €KOCUC-
Temax i He MoXe 6yTh nosicHeHa 6e3 ypaxyBaHHS
NnapTHEPCbKNX B3AEMO3a/IEXHOCTEN Ta Ludpo-
BOI iHdopacTpykTypu [8]. M. Paiola i H. Gebauer
YTOUHWAW PO/b IHTEpPHETY peyeir Ta OGi3Hec-
MoZeNbHUX iHHoBaUin y B2B-BMpo6bHMUTBI [9].

Hosiwi pocnigxeHHsa 2022-2025 pp. KOH-
KPeTu3yloTb LM(POoBUiA BUMIP LbOr0 Nepexoay.
M. Kolagar, V. Parida i D. Sjodin goBogsaTb, L0
undbposa cepsiTusauis notpebye TpaHcdopma-
Uil ekocucTemMy Ta NapTHEPCbKOI opkecTpavil
[10]. Y. Xing, Y. Liu i P. Davies po3rnagatoTb cep-
BiTM3aLiliHi iHHOBaLil SK opraHi3auiiHi KoHdiry-
pauji, a He nuwe fAK Habip AoAATKOBMX NOCAYT
[11]. I. Iriarte Ta cniBaBTOPU aKLUEHTYHOTb PO/b
service design y hopmyBaHHi advanced services
value proposition [12], a P. Minaya, L. Avella i
J. Trespalacios y3ara/bH0OWTL UMGPOBY Ccep-
BiTM3aLil0 AK nmpouec, Wo MNoeaHye apavisepw,
aKkTopis, cTparerii, 6ap’epu Ta pe3synbTaru nepe-
xoay [13]. Oogatkoso B. Liu, Z. Li i Y. Fu noka-
3yl0Tb, WO hiHAHCOBUI edeKkT cepsiTMU3auii
3a/1eXunTb Big, (OKycy cepBicHOro 6i3Hecy Ta
3acTOCyBaHHA LUMPOBUX TEXHONOTIN [14].

OkpeMuit  gocnigHNUbKMIA 610K CTaHOBUTb
cthepa ynpasniHHA MICNANPOAAKHUM 06C/y-
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rosyBaHHAM. C. Durugbo y cuctemaruyHomy
ornsgi AoBIB CTpaTeriyHy posb Nicnsanpogax-
HOro 06C/YroByBaHHSA i NIATPUMKN ANs1 NpUOyT-
KOBOCTI Ta NnosisibHOCTI KieHTIB [15]. N. Saccani,
L. Songini Ta P. Gaiardelli nokasanu, wo mic-
nAnpofaxHa niATpUMKa € OfHOYAaCHO [pKe-
pesioM O0XOAY, YTPUMaHHS KieHTa i 3BOpOT-
HOro 3B’A3KY ANS iHWKX (OYHKLiA KomnaHii [16].
M. A. Sellitto 3anponoHyBaB nigxig A0 OujiHtO-
BaHHS Ta KOHTPO/O cTparterii nicisanpogakHoro
06CNyroByBaHHs, Haro/IOCMBLUN Ha BaXX/IMBOCTI
MOKa3HWKIB MPOHMKHEHHA CEPBICHUX Mnporpam,
SIKOCTI Npouecy i pesynerariB ang knieHta [17].

Ocob6n1BO peneBaHTHMM A/1s1 UIET cTaTtTi €
pocnipkeHHa H. Gebauer, B. Glaa, L. Witell i
H. Perks, y sikomy Ha maTepiasi BUPOOHMKIB
KOMepLiNHOro TpaHcnopTy nokasaHo, Lo 3anyck
€M1eKTPUYHMX TPaHCNOPTHUX 3acobiB noTpe-
O6ye OAHOYACHOIO0 PO3LWNPEHHA (DIHAHCOBUX,
pemoHTHMX, fleet management, connectivity Ta
3apsgHux cepsicis [18]. Lle nigTBepaxye, WO
cepsicHa 6i3Hec-mMofenb cTae He A04AaTKOM A0
MPOAYKTY, & YMOBOI YCNILHOI KoMepujastizauil
TEXHOMOTIYHMX IHHOBALjiA.

BuaineHHs HeBUpilleHUX paHiwe YacTuH
3arasibHOI Nnpo6aemu. onpu 3Ha4YHWIN HayKo-
BUIA IOPO6OK, Y NiTepaTypi 36epiracTbCs Kisbka
nporajiuH, NPUHUMMNOBUX came AN PUHKY BaH-
TaXHUX aBToMOGiniB. Mo-nepLue, cepBiTU3aLiliHi
po60TN 4YacTo aHani3ylTb BUPOOHUYI KOMNaHIi
y3araslbHeHO, TOAi AK AJ/19 BaXKKMX BaHTakKiBOK
BM3HAY&UTbHUMW € BWUCOKA BapTiCTb MPOCTOHO,
3a/1eXHICTb Bifl CEPBICHOT Mepexi Ta 3anacHux
YyacTuH, a TakoxX creuundpika nepexony A0 enek-
TPUiKOBAHNX TPAHCNOPTHMX pilleHb. [No-apyre,
nicnanpogaxHa nigTprMKa HepifKo TPaKTyeETbLCA
nepeBaXHO AK onepauiiHa PyHKUi, a He fK
CKnafoBa MapKeTUHIOBOI apXxiTekTypu 6peHay.

HepgocTtatHb0 JOCNIMKEHO | MexaHi3M, vyepes
Akl cepsicHa 6i3Hec-mofens Ta aftersales-
MapPKETUHI  CMiNIbHO (POPMYIOTb  KOHKYPEHTHY
nepesary. /18 BUPOOHNKA BaHTaXKHUX aBTOMO-
6iniB 3aMasio NPOCTO MaTWN CEPBICHUIA KOHTPaKT
abo nnatdpopmy Tenematvku. BaxiveBo nepe-
TBOPUTU Ui €1EMEHTU Ha €AWHY LiHHICHY npo-
no3uuito, sika 3HWXYE AN15 K/liEHTa 3arasibHy
BapTICTb BOMIOAIHHA NPOAYKTOM, NoKpaLlye npo-
rHO30BaHICTb eKcnyarauii, nNigcWUE N0SAMb-
HiCTb i reHepye nNOBTOpPKOBaHiI goxoau. Bigrak
pocnigHuubka rinotesa craTTi nondrae B TOMY,
WO BUPOOHUKN, AKI MNOEAHYHOTb KOHTPakTHe
06C/yroByBaHHS, CepBiCM MOHITOPUHTY poboTu
B peasibHOMY 4aci Ta pilleHHA nigTPUMKN Tex-
HOJOMYHOrO nepexoay, OPMyHTb CTIMKiLLi KOH-
KYPEHTHI nepesaru, HXX KOMMaHii 3 nepeBaxHO
NPOAYKTOBO-LEHTPUYHOK MOAEN/IO.

dopmyntoBaHHA Linei ctaTTi (noctaHOBKa
3aBAaHHA). MeTow cTarTi € 06r'pyHTYyBaHHS
MeXxaHi3amiB (hopMyBaHHA KOHKYPEHTHUX Mepe-
Bar BMPOOHUKIB BaHTaXKHWX aBTOMOGINiB yepes
cepB.icHi 6isHec-mogerni Ta aftersales-mapkeTuHr
i BM3HAYEHHS MPIOPUTETHUX IHCTPYMEHTIB cep-
BiCHOI AudhepeHuialii Ha OCHOBI KPUTUYHOrO
aHanizy HaykoBOI niTeparypu Ta MOPIBHASMb-
HOro GeHYMapKiHry NpakTVK MPOBIAHWX BMPOOG-
HUKIB. [N151 [OCATHEHHS Ui€Ei MeTU MnocTaB/ieHo
Taki 3aBAaHHA: YTOYHUTU PONb CepsiTu3alii 1a
NicAANPoAaXHOT MNIATPUMKA Y KOHKYPEHTHIN
Noriui PUHKY; PO3KPUTU, K CEPBICHI eleMeHTH
TPaHCOPMYIOTLCA Y MapKeTUHIOBI nepe.aru;
3iCTaBUTU akTyaslbHi CEPBICHI PilUEHHSA GpeHaiB;
cchopmyBaT NpPaKTUYHI  pekoMeHgauii  uoao
po3BUTKY aftersales-mMapKeTUHry B rasysi.

Buknag OCHOBHOro wmarepiany pAocni-
[)XXeHHS. MeToANYHO AOCNIAKEHHA IPYHTYETLCA
Ha aHanisi, cMHTEe3i, KOHTeHT-aHani3i Ta nopis-
HAIbHOMY 6eHumapkiHry. EMnipuyHy 6asy cra-
HOBWW OQPILiViHI MaTepiasin BUPOOHNKIB BaHTaX-
HUX aBTOMOOGINIB, & TEOPETUYHY - CyyacHi npadi
3 cepsiTM3aLil Ta NiICNANPOAAXKHOTO ynpas/liHHA
[4-18]. NNorika BMKNagy CNUpaeTbCa Ha Tesy, Lo
ONA BMPOOHWKA BaHTaXHMX aBTOMOGINIB npo-
[YKTOBa, CepBicHa i MapKeTUHroBa nigcucremm
BXXE HEe MOXYTb PO3rNsA4aTucs OKPeEMO, OCKISIbKN
KNIEHT KyMnye He NPOCTO TEXHiKy, a rapaHToBaHy
ekcnayarauiinHy CnPOMOXHICTb NPOTATOM XUTTE-
BOrO LMKJY.

CepBicHy 6i3Hec-moaenb y Ui ranysi
OOUINTbHO po3rnagaTn sik  apxiTekTtypy CTBO-
PEeHHSA, OCTaBKU i MOHETU3aL,T XXUTTEBO-LMKIIO-
BOI LiiIHHOCTI. [i A4pOM € He PEMOHT SiK peakLjist Ha
MoJsIOMKY, a Nobya0Ba Takol CUCTEMU B3aEMOZ;i 3
KNiEHTOM, 3a SKOI PU3KKM MPOCTOK0, Henepenba-
YeHMX BUTPAT | TEXHIYHOI HEBN3HAYEHOCTI 3MEH-
LWYHOTLCA We A0 BUHUKHEHHS npobnemun. Y B2B-
noriyi ye o3Havae nepexig Big 04HOPA30BOroO
npoaaky aBToMob6ins Ao npofaxy A0CTYMHOCTI,
KepoBaHOCTi BUTPAT i NiATPUMKN TPaHCMOPTHOT
onepawu;i.

EKOHOMIYHa crnna Takoi Mogeni NOsICHIETbCS
CTPYKTYpOK nonuty 3 60Ky ¢noTiB. s onepa-
TOpa NepeBe3eHb KPUTMUHOI € HE LiHa 3aKyniB/ii
cama no cobi, a 3arasibHa BapTICTb BOMOAIHHS
(TCO), o sAKkoi BXxoAATb (piHAaHCYBaHHSA, eHep-
rOHOCIl, TexHi4He 06cnyroByBaHHs, MPOCTINA,
3a/IMLLKOoBa BapTIiCTb | BUTPATU Ha afMiHIiCTpy-
BaHHA cepsicy. BignosigHo, 6yab-Aka cepsicHa
Npono3uLis, Lo CKOPOUYYye Yac NPoCToro i pobuTb
BUTpaTN nepepgbdadyBaHMy, 6e3nocepesHbo
BM/IMBAE Ha CnpuiiMaHy LiHHICTb 6peHay. 3 map-
KETUHroBOro nornsay, cepsicHa 6i3Hec-mMoaenb
CTae HocieM [,0Ka30BOi 06ILUAHKM BpeHay: BUPOO-
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HWK NpoJae He Nnwie aBToMoO6isb, @ 3MEHLLEHHSA
onepauifnHoi HEBU3HAYEHOCTI K/iEHTA.

Y3ara/lbHEHHA K/1IOHOBUX €/1IeMEHTIB cepBic-
HOI 6i3Hec-Mogeni Ta iX KOHKYPEHTHOIO eqoekTy
nogaHo B Tabn. 1.

Tabn. 1 nokasye, O KOHKYpPEeHTHa nepesara
BUHWKAE He Big, HAABHOCTI OKPEMOro CepBiCHOro
efleMeHTa, a Bifg X CUCTEMHOI KoMM/emMeHTap-
HocTi. Hanpwuknag, cepBiCHWI KOHTpakT 6e3
JaHux Tenematvku [a€e KIiEHTOBI piHaHCOBY
nepenbavyBaHiCTb, asie He Ja€ NOBHOI onepa-
LiiHOT Npo3opocTi. HaTtomicTb Tenemartuka 6e3
PO3BMHEHOI CEPBICHOT Mepexi MigBuLLye BUAN-
MIiCTb Npo6sieM, OfHaK He rapaHTye LIBUAKOIO
YCYHEHHs1. TOMy KOHKYPEHTHOI CTa€ He okpema
nocnyra, a Bcsi KOHQirypaLtlisi CepBiCHOT cUCTEMM.

Y Ui KoHdpirypauii aftersales-mapkeTuHr
BUKOHYE pPO/b He APYropsiAHOT nicnsanpoaak-
HOT KOMYHiKaLlil, a OpieHTOBaHOI Ha [0Bri napT-
Hepcbki  BIAHOCWHW MigCUCTEMU  YNpPaB/iHHSA
[I0BIYHOI LHHICTIO KieHTa. Moro 3aBgaHHsaMM
CcTalTb OHOOPAMHI NiCNA Npojaxy, axkTusaLia
CEpPBICHOrO KOHTPaKTY, MiAKNHOYEHHS LUMKpOBUX
CepBiciB, OHOBJ/IEHHA MIAMUCOK, NepexpecHi npo-
Aaxi, yTpMaHHS KNieHTa Ta Cynposig, nepexogy
[10 HOBUX TeXHOMOrii. MapkeTuHrosa pesysnbsra-
TMBHICTb Y MiCNANPOAaXHI hasi B Takiid Noriuj
BUMIPIOETLCA HE CTiNIbkM 06CAroM npogaxy
3anyacTUH, CKiJIbKW MPOHUKHEHHAM CepBICHUX
KOHTPaKTiB, 4aCTKOK MiAKIHOYEHNX TpaHCNopT-
HUX 3aco6iB, YaCTKOK nonepemkeHux 3ynuHOK,

LUBWAKICTIO peakujii cepsicy i piBHEM MOBTOPHMUX
npoaaxis cepeiCHUX nakeTiB [15; 16; 17].

Lle o3Havae, Wo aftersales-mapkeTvHr mae
OyTU cerMeHTOBaHWM. [1/19 HEeBeIMKUX Nepesi-
3HMKIB MPIOPUTETOM MOXYTb OYTWU MPOCTi A0ro-
BOPW Ha HafaHHs Nocnyr 3a dikcoBaHOH LiHO
Ta 3HWKEHHA aAMIHICTPaTUBHOIO HaBaHTaXKEHHS,
ONA BENMKUX MiXHapoAHuX ¢unoTiB - npo3opa
6e3nepebiiHa poboTa Ta AOCTYMNHICTb CepBiciB
y Pi3HMX KpaiHax, a Anda KMieHTiB Ha etani Tex-
HOJTOTIYHOTO NEPEXOAY - KOHCA/TTUHI, HaBYaHHSA,
iHpacTpykTypHa nigTpumka Ta (iHaHCOBI
piweHHA. OTxe, edekTnBHA cepsicHa 6i3Hec-
MOZeNb He € MOHO/ITHOK: BOHA Ma€ afanTysa-
TUCA [0 PI3HMX CueHapiiB ekcnsiyaTauii i pi3Hoi
LUdPOBOT 3piNOCTi KIEHTIB.

MOPIBHANBHUIA ~ GEHUMApPKIHT  aKTya/lbHUX
NpakTUK NPOBIAHNX BpeHAiB NofgaHo B Tabn. 2.

MopiBHANBLHWI aHasi3 NoKasye, WO HalCW/Ib-
HiWi rpaBui pUHKY OiNblle He 0B6MeXYyHTbCs
KNacU4YHUM PEMOHTOM | Mpojaxem 3anacHuX
YyacTUH. Scania KOMYHIKyE MakCUMasibHUIn yac
6e3BiAMOBHOI pob6OTM Ta Makcumisauio npo-
OYKTUBHOCTI 4epe3 cuctemy ProCare, y SKii
aHaNITUYHWIA IHTENEKT Ha OCHOBI NMOCTINHO OTpU-
MyBaHMX AaHWUX Bif, aBTOMOGIiNIB Yy BCbOMY CBITI
NOEOHYETLCA 3 iHGhOPMALIEd MPO KOHKPETHUIA
aBTOMOOINb KnieHTa. Lle pae 3mory nporHosy-
BaTV MNOTEHLiViHI MeXaHiYyHi npobnemu i BuUpi-
WwyBat iX OO MOMEHTY (PakTU4HOI BigMOBW.
Y noegHaHHi 3 BapiaTUBHUM TEXHIUHUM 06CNy-

Tabnmua 1

EnemeHTU cepBiCHOI GisHec-MoAe i BAPOGHMKA BaHTaXXHUX aBTOMOGIiiB
Ta IX KOHKYPEeHTHUIA epekT

EnemeHT

LiHHicTb gna knieHta-cnoty

KOHKypeHTHuii echekT
ANA BUPOGHUKA

CepBiCHi KOHTpaKTu
Ha TO Ta pemMoHT

MporHo3oBaHicTb BATPAT;
LWBMALLE NOTroMKEHHSA POOIT;
MEHLLIE aAMIHICTPaTUBHUX BTpaT

PerynspHuii cepBicHUIA foxia; Buwa
YTPUMYBAHICTb K/TiEHTA; AOBLUNI
rOpuU3oHT B3aeMoji

MigkoyeHi cepsicu
Ta NpeavkTUBHE
(MpOrHo3He) TexHiuHe
06C/1yroByBaHHA

PaHHE nonepekeHHs BiAMOB;
KpaLmii rpadoik BisUTIB Ha CepBiIc;
MEHLLWNI He3an/1aHOBaHWA
NpoCTiii

[aHi Npo ekcnyarauito; CknaaHiLLnii
ANs1 KonitoBaHHA CepBiCHWIA AOCBIf,;
3MiLHEHHA 0Bipy A0 6peHay

Mepexa cepBiCHUX
CTaHUili i noricTuka
3anyacTuH

LLBMAKe BiAHOBNEHHSI TEXHIKN;
reorpaciyHe nokpuTTA
MapLLPYTY; MEHLLNA PU3NK
3aTpMMOK

Bucoki 6ap’epu nepektoYeHHs;
akTuBauis aftersales-Hanpsmy;
NOCUNEeHHs poni ANnepcbKOT Mepexi

®iHaHCyBaHHS,

LlinicHe pilueHHA npoTsarom
XUTTEBOTO LINKNY; HMKYE

Kpawymii KOHTPO/Ib KNIEHTCLKOIO
nopTpesis; 3pOCTaHHSA «4acTKn

C;‘iﬂa;yf;";ﬁ’ HaBaHTaXeHHS Ha rPOLUOBI B ramaHui» ksieHTa (share of wallet);
P P NOTOKMN AO0BLUI BiAHOCUHN

MiaTpumka MeHwwa HeBU3HaYeHICTb nig yac | MepluionpoxigHulbka nepesara,;
TEXHONOTYHOro nepexoay Ha HoBi TeXHO/OrIT; €KOCUCTEMHWIA KOHTPO/1b; HOBI
nepexogy LUBUALINIA 3anycK ekcnayaTauil | fpKkepena Aoxoay

Lxepeno: cchopmosaHO aBmopoM Ha OcHosi [4; 5; 6, 8; 9; 14, 15; 16, 17]




EKOHOMIKA TA CYCIMNINbCTBO

Bunyck # 91 / 2026

Tabnnuga 2

MopiBHANBHA XapaKTepUCTUKa CepPBICHUX pillleHb NMPOBIAHNX BUPOOHUKIB BAHTAXHUX

aBTOMOOINiB

BuUpoGHUK

KniouoBi cepBicCHi pilueHHA

MapKeTUHIOBO-KOHKYPEHTHUIA
echekT

Mercedes-Benz
Trucks / Daimler
Truck

Mercedes-Benz Trucks Uptime; cepBicHi
KoHTpakTu; TruckCharge sik naket
3apsiAHOI iHPaCTPYKTYPW, KOHCANTUHTY
Ta onepawiiHOi Aisi/IbHOCTI

MoeaHaHHA connected uptime
i NiagTPUMKN enekTpudikauii;
3pocTaHHs AoBipy 0o 6peHay
yepes peasibHy onepaujiiiHy
NiATPUMKY

Volvo Trucks

Gold Contract ans e-truck i3 komnsiekcHoto
NiATPUMKO XUTTEBOTO LIUKY,
thiHaHCYBaHHAM, CTpaxyBaHHAM

Mepexia Bif Npogaxy TEXHIKN
[0 MATPUMKM XXUTTEBOTO LUKY
«ig KY»; MOCUNEHHS LiHHOCTI

i MOHITOPUHIOMm GaTapel

6peHay vyepes BNeBHEHICTb
y 6e3nepebiiiHii poboTi

Services 360 Core/Plus/ProCare;
uMdopoBa aHaNiTMKa; rHy4YKe TEXHIYHE

Mo3NLioHYBaHHS HaBKOMO
MaKCMMaslbHOro Yacy 6e3BigMOBHOT

HOBWX TEXHOJOTIN

Scania 06CNyroByBaHHs; NPOrHO3HUIA PEMOHT - -
3 eKCMepTHO MiATPYMKOIO; NPOAKTUBHA ﬁ'ng?Tg Ti?zr%iﬁezkgﬁmobposm
3amiHa feTasieil; ynpas/iHHA aBTONapKOM. pau
DAF MulﬂSupport, IHAMBIAYANIbHWM NN1aH - |~ apryment TCO
06cnyroByBaHHs; (hikcoBaHa BapTiCTb . b - .

DAF : 3 ; I onepauinHol HaaIMHOCTI
3a KiIOMeTp; akueHT Ha 6e3nepepBHICTb B KOMEDLHIN KOMVHIKALLi
PEMOHTY Ta 06C/1yroByBaHHSA P yHiKal}
MopTcpens IVECO Services: BigaaneHa
AjarHocTuKa, Nocsyrn 3 3abesneyeHHs _ _
6e3nepebiitHOi pOO0TH, THYUKE TEXHIYHE CHYuKWiA BXif, y CepBiCHY Moaesb

IVECO o6cnyrosyBaHHs, onara 3a paktnyHe i 3HMKEHHS Bap’epis

BMKOPUCTaHHS NOC/YT 3 TEXHIYHOTO
06CnyroByBaHHs Ta PEMOHTY, NiATPUMKA

ONS NPUAHATTA HOBUX TEXHOJOTIN

Lxepeso: cihopmosaHoO aBmopom Ha 0cHos8i [19; 20; 21; 22; 23; 24]

roByBaHHAM, MPOrHO30BaHNMW pPeEMOHTaMu Ta
BMCOKMM piBHEM YyMpas/liiHHA aBTONapKoOM Taka
norika [03BONSIE  OpeHAy NO3uLioHyBaTUCS
HaBKO/10 KOHUEMNUIT MakCUMaslbHOro 4vacy 6es-
BiAAMOBHOI poboTu [22].

Mercedes-Benz Trucks Takox BUKOPUCTOBYE
cepsic Uptime K iHCTpymMeHT 6e3nepepBHOro
MOHITOPUHIY CTaHy aBTomo6insa, a Daimler Truck
po3wuptoe Lo noriky vyepes TruckCharge, skuin
00’eHYE KOHCANTUHT, 3apafHy iHPPaCTPyKTypy
Ta onepauii i3 3apspkaHHA B OKpeMy nponosu-
uito [19; 20]. To6TO BUPOBHYK Mpautoe He NinLie 3
notpe6oto y npuadaHHi MalumMHu, a 3 6ap’epamm
nepexogy KnieHTa Ha HOBY TexHOMOrito. Lle i
€ MNPOSIBOM €EKOCUCTEMHOI CepBiCHOI 6i3Hec-
mMogeni.

Volvo Trucks po3BMBaE CXOXy /Oriky, ane 3
aKLEeHTOM Ha KOMIMJIEKCHY MiATPUMKY XUTTEBOrO
umkny. Y Gold Contract gns enekTpoBaHTaXiBKM
VNR Electric noegHaHo cepsic, NigTPUMKY,
hiHaHCYyBaHHA, CcTpaxyBaHHA Ta MOHITOPUHT
6arapei [21]. OAns aftersales-mapkeTuHry ue
O3Havya€e NPUHLMMNOBY 3MiHY aprymeHTadii: npo-

JA€ETbCA He oKpema nocnyra, a rapaHTia 6es-
nepeo6iliHOT po60TH NPOTArOM YCbOr0 XUTTEBOIO
UMKy TEXHIKW. BignosigHO, KOHKYPEHTHa nepe-
Bara OPMYyeTbCA Ha PiBHI CKIaAHOI CepBICHOI
Npono3unLii, Ky BaXXKo NOBTOPUTN 6e3 rNn6oKoT
iHTerpau,ii cepsicy, (hiHaHcIiB i po60TK 3 AaHUMMU.

DAF 1a IVECO geMOHCTPYHTb Pi3Hi KOHAiry-
pauji TiEei camoi cTpaTteriyHoi norikn. DAF dop-
My€E cuny nponosuuii Yepes MultiSupport, sikuii
OpieHTOBaHMIi Ha 6e3nepebiiHICTL POOOTH aBTO-
napky, iHOMBIAyanbHWA naaH 06CNyroByBaHHS
Ta (pikcoBaHy BapTiCTb 3a KinomeTp [23]. IVECO
Yy CBOEMY cepBiCHOMY nopTdeni noeaHye auc-
TaHUjiliHY AiarHOCTMKY, NOCNyrn 3 3abe3neyeHHs
6e3nepebiiiHoi pob0TH, THYyUKe TEXHIYHE 06Cny-
roByBaHHSA Ta N0riky onnartu 3a oakTnyHe BUKO-
pucTaHHA [24]. Yci ui pileHHA Bigpi3HAKTLCA
Aetansamu, ane 36iraloTbCA B rofIOBHOMY: BUPO6-
HVK MparHe ctatu He nocTavyasibHUKOM TEXHIKW,
a napTHepoM 3 YMpaBs/liHHA ekcnayatauiiH1um
pesy/ibTaTtoMm.

Y3arasibHeHHs1 GeHYMapkiHry gae 3mory
BUAOIAUTN TP AOMIHAHTHI KOHdirypauii cepsic-



ISSN (ONLINE): 2524-0072

EKOHOMIKA TA CYCMNIZIbCTBO

HuX Gi3Hec-moaeneit. Meplia — contract-based
reliability model — cnupaeTbca Ha cepBiCHI
KOHTpakTW, pernaMmeHTHe O06CNyroByBaHHS |
NOTICTUKY noCTayaHHsA 3anyactuH Ta KOMy-
HIKYE KJ/iEHTY (piHAaHCOBY nepenbayvyBaHiCTb.
Apyra — connected uptime model — pgono-
BHIOE KOHTPAKT MOCTIMHUM MOTOKOM [AaHuX Npo
CTaH aBTOMOGiNA, AWCTaHUINHOKW AiarHOCTU-
KOK i NpPeaukTMBHUM NJiaHyBaHHAM Bi3UTIB Ha
cepsic. TpeTa — ecosystem support model for
technological transition — BMXOAUTL 3@ MeXi
TpaguuiiHoro aftersales i Bkitouae iHppacTpyk-
TYPHWUIA KOHCANTWHI, E€HEepPreTuyHy nigTprMKY,
KoMn/iekcHe dpiHaHCyBaHHS Ta iHLWI pilLeHHS, WO
3HWKYHOTb HEBU3HAYEHICTb nepexoay A0 HOBUX
TEXHO/IOrIN.

3 MapKeTMHroBOro nornsgy KOHKypeHTHa
nepesara BWHWKAE LLOHAMeEHLLE 4yepe3 M'ATb
B3aEMOIMOB’'A3aHNX MexaHi3miB. Meplumnii mexa-
Hi3M — 3HWXEHHSA | Kpawa komyHikauis TCO. Apy-
TiA — NigBULLEHHA Yacy 6e3nepepBHOI poboTu
i 3MEHLUEeHHs penyTauiiHoi HeBW3HAYeHOCTI
6peHay. TpeTii — 3pocTaHHA BUTpaT nepemu-
KaHHA, OCKIi/IbKM KJTIEHT IHTErpyeTbCA Y CEPBICHI
KOHTpakTW, uudpoBy nnaropmy Ta Auniep-
CbKy Mepexy BUpOGHuUKa. YeTBepTuii — nosisa
NMOBTOPKOBAHOIO CEpPBICHOTO A0XOAY, Lo niacu-
o€ hiHAHCOBY CTINKICTb BUPOOHMKA i 03BONSIE
iHBECTYBaTU B HOBI cep.icu. M'ATUA — Hakonu-
YEHHA [aHuX NPo peasibHy ekcrsiyarauito, Lo
3MEHLLUYE ANCTaHLl0 MK MPOAYKTOM, CepBicOM
i MapPKETUHIOM.

Pasom i3 TMM cepBicHa 6i3Hec-mMoAeNb He
rapaHTye nepesarv aBTOMaru4yHo. JliTepatypa
Npo CepBiTU3aLil0 NepekoH/IMBO MOKasye, Lo
PO3LWMPEHHS CEPBICHOI AiSASIbHOCTI MOXe He
[aTn 04iKyBaHOro pesysnsrarty, AKWO opraHisauis
He nepebyaoByE NpoLecu, CUCTEMY MOKa3HUKIB
i BHYTPILWHIO KoopAunHauito [7; 9; 17]. Ansa ranysi
BaHTaXHNX aBTOMOGI/IB Lle 0CO6MNBO BaX/IMBO
yepes posib AWIEPCbKOT Mepexi. AKWo 6peHsa
KOMYHIKy€ 06iUsiHKY KNIEHTY HABKO/O Yacy 6e3-
nepepBHOi pPoboTn, ane He 3abe3nevyye Bia-
NnoBiAHY AOCTYMHICTb 3an4yacTuH, MiaroToBKy
TEXHIKIB ab0 LWBWAKICTb MOrOMKEHHS PilleHb,
aftersales-mapkeTvHr NepeTBOPIETLCA Ha mXe-
peno po3puBy O4ikyBaHb, @ HE Ha KOHKYPEHTHY
nepesary.

[N BMPOGHUKIB, iMNOPTEPIB | AUNEPCbKMX
MepeXx Le o03Hayae notpeby B HOBIN fioriui
cTpareriyHoro ynpaeniHHA. [lo-nepwe, cep-
BiCHa cTparTeria Mae 3aknajartuca e Ha etani
naaHyBaHHA NpoaykTy. Mo-apyre, LiHOBa KOMYy-
Hikalia noBuvHHa nepebynoByBaTUCA HaBKOO
CYKYNHOT BapTOCTi BOMOAIHHSA, Yacy 6e3nepeps-
HOT po60TH i JIOTIKN PyXy FPOLUOBUX KOLUTIB, & He

JMLLe HaBKOJ10 BapTOCTi TPAHCMOPTHOrO 3acooy.
Mo-TpeTe, aftersales-mapkeTUHr Mae npautosartmu
yepes cerMeHTOBaHi cueHapii os1a ganekomari-
CTpa/lbHMX aBTOMapKiB, OyAiBENbHOI TEXHIKN,
MIiCbKOT AMCTPMOYLIT Ta KNIEHTIB y nepexodi [0
HOBMX TexHonorin. [o-yeTBepTe, HeobxigHa
iHTerpauis CRM, Tenemarukv Ta aHaniTukv ona
nepcoHasi3oBaHMX KamnaHiii 3 OHOB/EHHA Ta
nepexpecHux npogaxis. MNo-n'are, came KOHTYp
NiATPUMKMA TEXHO/OTIYHOTO Nepexoay cTtae map-
KepoM MalibyTHbOI PUHKOBOI CUM GpeHAy.

[na komnaHiin, Wo npaylTb Ha YKpaiH-
CbKOMY PWHKY, OCOG/IMBOrO 3HayeHHs HabyBsa-
I0Tb PO3BUTOK MOGINILHOIO CepBicy, rapaHToBaHa
HasABHICTb KPUTUYHNX 3arnacHUX 4acTuH, Npo3opi
CEpPBICHI NakeTn Ansa 3milaHnx aBTonapkis, nig-
TPUMKa AMCTaHUIAHOT AiarHOCTMKN Ta dDiHAHCOBI
PiLLIEHHSA, AKI 3MEHLLYIOTb 6ap’ep BXOAY B KOMM-
JIEKCHI CepBiCHI nporpamu. B ymoBax eKOHOMiu-
HOI TYpOY/IEHTHOCTI KNIEHTU Le BinbLue LiHYTb
He fgeknapaTuBHy SAKICTb GpeHAOy, a 34aTHICTb
BMPOOGHMKA LWIBUAKO MOBEPHYTM aBTOMOGINb
y pob6oty. Le nigsuwye UiHHICTb aftersales-
MapKeTUHTY AK CUCTEMU, LLO NEPETBOPIOE Cep-
BiCHI pecypcyn Ha aprymeHT Bubopy O6peHay
Ta IHCTPYMEHT [0BrOCTPOKOBOIO YTPUMAHHS
KnieHTa.

BucHoBku. NpoBefeHe AOCNIMKEHHSA [a10
nigctaBy  CTBEPMXKYBaATW, O  KOHKYPEHTHI
nepeBarn BUPOOHUKIB BaHTaXXHMX aBTOMOOINIB
jepani MeHwe BU3HAYalTbCA i30/1bOBAHUMM
TEXHIYHUMWN XapakTepucTkaMyu TPaHCNOPTHOro
3aco0y i gepani 6Ginblle — AKICTIO Ta apxiTek-
TYPOIO CepBiCHOT Oi3Hec-mogeni. Y CerMeHTi
BaXKKMX BaHTaXIBOK, [ile KPUTUYHUMM € Yac 6es3-
BIAMOBHOI po60TK, 3arasibHa CyKynHa BapTiCTb
BOJIOAIHHSA, WBUAKICTb BifHOBNEHHA TEXHIKA Ta
iHTerpauis ekcnayarauiiHux AaHuX, cepBsicHa
npono3suuis cTae KIH4YOBUM (PakTOpOM PUHKO-
BOI AndpepeHuiauii.

HaykoBa HOBM3Ha po60TY NonsArae B iHTErPo-
BaHOMYy po3rnsagi cepsicHoi 6isHec-mogeni Ta
aftersales-mapkeTuHry sik eanHOT cnuctemmn op-
MyBaHHSI KOHKYPEHTHUX nepeBar BUPOOHUKA
BaHTaXXHMX aBTOMOGINIB. Y CTaTTi 06I'pYyHTOBAHO,
Wo aftersales-mapKkeTUHr OOUISIBHO TpakTyBaTu
He sIK ApyropsiaHy nicnanpoaaxHy KOMYHikawito,
a fAK cTpaTeriyHnini MexaHiam ynpasniHHA [O0Bi-
YHOM LHHICTIO KNi€HTa, NPOHUKHEHHAM CepBic-
HUX KOHTPAaKTIB, YTPUMaHHAM KJ/TIEHTIB | mepexo-
JOM [10 HOBMX TEXHO/IOTI.

MpakTnyHe 3HaYeHHA pe3ynbTaTiB MnosArae
B MOXJ/IMBOCTI BWKOPUCTaHHA chopMy/iboBa-
HUX BUCHOBKIB BMPOOHMKaMu, iMnopTepamu Ta
ONNEePCbKUMN  Mepexamn oA nepeopieHTauji
3 NMPOAYKTOBO-LEHTPUYHOI MOAENi Ha XUTTEBO-
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LUMKOBY LiHHICHY npono3uuito. MNpiopuTeTHUMM
ynpaBniHCLKMMW 3aBAaHHAMU € iHTerpauis cep-
BICHOT cTparerii B naaHyBaHHs NMPOAyKTY, pO3BU-
TOK MapKeTUHry MiCNAnpoAaxHoro o6CnyroBy-
BaHHA Ha OCHOBI AaHVX, CerMeHTaLisi CEPBICHNX
nakeTiB, 3MiLLHEHHA OMUIEePCbKOI Mepexi Ta dop-
MyBaHHS pilleHb NiATPUMKN  TEXHOMOTIYHOro
nepexogy. Came Ui HanpaMu 3a6e3neyvyoTb He
Nviwe [o0AaTKOBUIA cepBiCHUIA foXia, a i dopMy-

I0Tb CKMaAHi AN1s KoMitoBaHHSI KOHKYPEHTHI nepe-
Baru 6peHay B A4OBrOCTPOKOBI NepcnexkTuBi.

MepcnekTBn  nojasiblunMx  [OC/igKEHb
NnoB’a3aHi 3 KiJIbKICHOK OLIHKOK BN/IMBY Cep-
BICHMUX KOHTpPakTiB, TesnemMartuyHux nnatdpopm
i LUBMAKOCTI CepBICHOrO pearyBaHHA Ha yTpu-
MaHHS K/TIEHTIB, MOBTOPHI NpoAaxi Ta PiHAHCOBI
pesy/ibTaty BUPOOHVIKIB | ANTEPCHKNX MEPEX Ha
OKpeMUX perioHa/IbHNX PUHKaX.
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