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Asuwia OHNAUH-NOKYNOK pecyniolombes pAOOM  (AKmopie CROMICUBLO20
CNpUUHAMMS MA NOBEOIHKU WO IPYHMYIOMbCS HA MEoOpemudHux acnekmax

NPULHAMMSA Cnodcusayem piuiens. Icnye pao gaxkmopis, saxi enausaroms Ha me,



Wo Mu KYNnyemo, Koau Mu KYnyemo ma domy mu xynyemo. LlJo cmocyembvcs
OMAAUH-NOKYNOK, (hakmopamu, AKi 6niuearomsv HA CHONCUBAYIB, € MAPKEMUH208I
3YCUNIA,  COYIANbHO-KYIbMYPHI  8NIUBU, NCUXONO02IYHI hakmopu, ocobucmi
NUMAaHHs, N08eOIHKA NiCIs NPULHAMmMS piwenns ma 0oceio. Lli pakmopu 6yoymo
oani 062080prO6aMUC HA OCHOBI 3ANPONOHOBAHOI MOOeNl NPUUHAMMS DiuleHb
CROMCUBAUAMU O] OHIIAUH-NOKYNYIB.

Y yvomy oocnioscenni oyin08ascs 6naU8 HEO20N0UEHOI 2IOPUOHOI BIlIHU
(HI'B) na namip xynieni na oHnatin punky Yrpainu. Tepmin 300py 0anHux — 3 CiuHsl
no mpagsenv 2022 poky. Komnonemm 3a0o6onenus cnodcuguoi nompeou
PO32N10AEMbCAL Yepe3 GNniue KOHmMeHm)y 6eb-caimy Ha KIHYeeuil Hamip NOKYNKU.
Ilonao me, mamip nokynku € HACAIOKOM 3A0080J€HHS CHONCUBUOI KYNIBENbHOI
YiHHOCMI,  BHYMPIWHIX  YNO00OAHb,  BUKIUKAHUX  COYIATbHO-EKOHOMIYHUMU
YUHHUKAMU Y cydacHux peaniax. Llinnicna npobremamuka cnpsamosana Ha
BUBHAYEHHS CHOJICUBHO20 3MICMY KOHMeHmy 8eh caumy y 8i0n0GiOHOCMI 00
CoOYianbHO-NAMPIOMUYHUX (OpM  CAPULUHAMMA  CRONCUBYUX YIHHOCmeU. 3a
CUCMEMOI0 YIHHOCMEU MOJMCHA CYOUmu He mIilbKu npo IiHmepecu i nompeodu
JIIOOUHU, A U NPO CMAH eKOHOMIKU.

Illpobnema  mpancpopmayii  nonepeoHbO-MpPAOUYIIHUX — CHOHCUBHUX
yinHocmeui ocooucmocmi, il YIHHICHUX oOpieHmayiti — O00HA 3 HAUOLIbLW
3ampeby8anux meopemudHo i HAUMeHUl pPO3POONEHUX — NPAKMUYHO, XOY BOHA
00yMO8NIeHa He MINbKU BUMO2AMU Deanii Cb0200eHHs, ale MAeE 2IUOOKUl CeHC,
OCKIIbKU MOPKAEMbCL 0COOUCMUX YNOO0OAHb CROHCUBAYA.

s moeo, abu 3po3ymimu K came mpaHc@opmy8anucs cami YyiHHOCmi npu
3MIHAX CYCRIIbHO20 JHCUMMS HeoOXIOHO 83amu 00 Y8acu CKIAOHY «CImMKy»
OoemepmiHayill pizHO20 PIBHA ma SAKOCMI, PI3HI 8Y3/1081 NYHKMU pe@epeHmHUX
KOOpOuHam, yepe3 AKi 301UCHIOIOMbCS Ma hOPMYIOMbCs YIHHOCMI.

Mapkemonoau moocyms iHmepnpemyeamu 6HIUE CYYACHUX pealiul Ha
3A0080IeHHSL CHOMCUBYUX YIHHOCMEL, OMPUMAHUX Yepe3 CHPUlHAmMms 6eo-
KOHMEHMY, Wo € pe3yibmamom Yybo2o 00CaiodxcenHs. Lle docniodcenns niosuwye

3HAHHA MAPKemoJlocie, MA€ aKaoemidHull iHmepec ma NPAKMU4Hy YIHHICMb 8



ymosax exkonomixu HI'B, i 0odae 00 ixHb020 NOMOYHO2O pi6HA 3HAHL NPO

e1eKMPOHHY PO30PIOHY MOP2i6N0 Ma OHIAAUH-KYNIBEIbH) NOBEOIHKY.

Online shopping phenomena are regulated by a number of factors of
consumer perception and behavior based on theoretical aspects of consumer
decision-making. There are a number of factors that influence what we buy, when
we buy and why we buy. In relation to online shopping, the factors that influence
consumers are marketing efforts, socio-cultural influences, psychological factors,
personal issues, post-decisional behavior and experience.

These factors are further examined based on the S-O-R (Stimulus—
Organism—Response) model of online consumer decision making.

This study assessed the impact of undeclared hybrid warfare (NGV) on
online purchasing intent in Ukraine. The data collection period is from January to
May 2022. The consumer satisfaction component is considered through the impact
of website content on the ultimate intent to purchase. Moreover, the intention to
buy is a consequence of satisfying consumer purchasing value, domestic
preferences caused by socio-economic factors in modern realities. Value issues are
aimed at determining the consumer content of the website content in accordance
with the socio-patriotic forms of perception of consumer values. The system of
values can be judged not only on human interests and needs, but also on the state
of the economy.

The problem of transformation of pre-traditional consumer values of the
individual, his value orientations - one of the most popular theoretically and least
developed - in practice, although it is due not only to the requirements of today's
realities, but has deep meaning because it affects personal preferences.

In order to understand exactly how values themselves change when social
life changes, it is necessary to take into account a complex "grid" of
determinations of different levels and qualities, different focal points of reference

coordinates through which values are implemented and formed.



Marketers can interpret the impact of current realities on the satisfaction of
consumer values derived from the perception of web content resulting from this
study. This study enhances the knowledge of marketers, has academic interest and
practical value in the NGV economy, and adds to their current level of knowledge

about e-retail and online shopping behaviour.

Knrwuosi cnoea: Cnodcus4a YIHHICMb, KOHKYDEHMHI nepeeazu,
KOHKYDEHMOCHPOMOICHICMb, OYIHKA CRONCUBUOI YIHHOCMI, CNOINCUBYA NOBEOTHKA.
Key words: consumer value;, competitive advantages; competitiveness; consumer

value assessment; consumer behavior.

IoctanoBka nmpodaeMu. YKpaiHChbKE CYyCHUIBCTBO MOHAJA JBAIISATH POKIB
icHyBaJsi0 6€3 BHYTPIIIHIX Ta 30BHIIIHIX arpecuBHUX KOHDIIKTIB. [IpoTe 3a Mupom
Ha KOPJOHAaX Ta BHYTPIIIHIM CBITOM XOBAJHMCSl CEPHO3HI COI1aJIbHO-€KOHOMIUHI
npobnemu. Heoronomena BiitHa MiK Pocieto Ta VYkpaiHOO € HOBUM Ta
HEBUBYCHUM COI[laJIbHUM (EHOMEHOM 3 HEBIIOMUMH Ta OaraTo B 4YOMYy
Herepen0avyyBaHUMHU COLIIAIbHO-€KOHOMIYHUMHM HACIT1IKAMH.

3p0o3yMiIO, 3aJMINAIOTBCSA CIHUIBHI PUCHM Y  KIACUYHOMY pO3yMIHHI
COIIAJIbHO-EKOHOMIYHUX HACIIIKIB 13 HEOTOJIOIMIEHUMHU BITHAMU MUHYJIOTO.

Jlani mpeacTaBiieH1 pe3yabTaTi MOPIBHSHHS.

1. 3Ha4HO MOT1PUIMIIOCS CTABJIEHHS 10 MMOCTPAASIHChKOI 1IHTErparii.

2. Bmepme 3adgikcoBaHO 30JMKEHHS €JIEKTOPAJbHUX Ta TMOMITHYHHX
Opl€HTALllN yCiX perioHiB YKpaiHu.

3. [IpuHUMIIOBO 3MIHUJIMCS IEPEBArM HA KOPUCTh YKPATHCHKUX BUPOOHUKIB.

4. Slkuio paniuie rpoMajsiHd YKpaiHU HacaMIiepe] 3BepTalii yBary Ha LiHH,
TO Temep - CYTTEBO 30UIbLIMJIACA COLIAJIBHO-€KOHOMIYHA JUCTAHIIS IO
BIJIHOIICHHIO /10 BUPOOHMKIB, /i€ KIHIIEBUM OcHedimmiapoM € Cy0'eKTH pOCIHCHKOT
dbeneparii.

5. IcroTHO 30UTPIIMBCA NOPOTECTHUN TMOTEHLIAN, MIJABUIIMBCSA pIBEHb
€KOHOMIYHOI CaMOOIIIHKH, 3HU3UBCS PIBEHb COI1aIbHO-€KOHOMIYHOI'O IIMHI3MY Ta

IUCTAHIIHHOCTI.



AHaJi3 ocraHHiX aochaimxkenb i myoOaikamin. Ha nymxy M. Iloptepa,
KOHKYpPEHTHa IIepeBara 3acHOBaHa Ha IIHHOCTI, CTBOPIOBAHOI KOMIIAHIEO, SKa,
CBOEIO YEProl0, BU3HAYAE BApPTICTh, SIKY FOTOBI 3aIUIaTUTU crioxkuBadi [1]. 3mina
CIOKMBYOi TOBEIIHKM, WII0 CIOCTEpIraeThC B JaHUM 4Yac, OOYMOBIIIOE
HEOOXI1THICTh HOBOI peaiizallii MOTeHIlady CHOKHUBYOI IIIHHOCTI. Y IUX yMOBaXx,
KOJIU BeCh Oi3HeC MOOyJAOBaHMNA Ha CTBOPEHHI Ta JIOCTaBIll I[IHHOCTEH
CIIO’)KMBaueBl, TeMa CIIOKHMBYOi I[IHHOCTI, OC€3CYMHIBHO, CTa€ OJHIED 3
HallakTyanbHImMX. L{iHHICT — 1e Te, 3a W0 IUIaTUTh crnoxuBad. CHOXHUBUY
LIHHICTh MOYXHa BHUKOPHUCTOBYBaTU SIK PETYyJIATOP SKOCTI TOBapiB Ta IOCIYT,
MPEICTABJIICHUX HAa PUHKY. Y 3B'SI3KYy 3 IIMM MPOMOHYETHCS PO3TISHYTH CIIOKUBUY
IIHHICTb 5K JDKEPEJIO KOHKYPEHTHUX TIEpeBar, IMiIX0IH 10 BU3HAYCHHS CITOKHBYOI
IIHHOCTI, Kiacu(ikallifo CHOXXKHMBYOI IMIHHOCTI Ta METOMIB ii BuMIipy. AHami3
JTEpaTypHUX JIKEpeIT MOKa3as, 0 HalyacTille BUKOPUCTOBYBAHUM BU3HAYEHHSAM
«CTIOKMBYOI LIHHOCTI» € BU3HaueHHs V. Zeithaml, sxuii BU3HAYaB i, sIK 3arajbHy
OIIHKY CHOKMBAauyaMU BWTOAM BiJ NpUI0aHHS TOBapy, SKa TPYHTYEThCS Ha
«CTIPUMAHATTI TOTO, IO BIH OTPUMYE 1 110 3a 1ie Biagaey» [ 2]. JlaHe BU3HAUYCHHS A€
MOXJIMBICTh JIINTH HEBTIITHOTO BUCHOBKY, 1[0 «CIOYMBYA IIHHICTH» IPYHTYETHCA
Ha MOPIBHSUILHOMY aHaji31 BUTOJU 1 BUTPAT, CIPUNMAaHKX criokuBadeM. [lomiOnuii
niaxig npuiimaethes 1 Kb MoHpo, Ta 1HIIMMH JOCHIIHUKAMHU KaTeropii
CHOKMBYOI HIHHOCTI. [3]. Hemonik uporo miaxoay B TOMY, IO BIH € OJHOMIPHUM 1
HE BpaxoBY€ CKJAJHICTh KoHIemnmii miHHocTi. Ha nymxky M.b. Xonbpyka, b.J[x.
ba0iHa Ta IHIIMX BYEHMX, CHOXKMBYUY LIHHICTH CI1J PpO3MNIANATH 3 NOIJISAY
OararoBuMipHoro migxoxy. Ilpum OaraToBUMipHOMY TMiJIXOMI JO BHU3HAYCHHS
CHOKMBYOI LIHHOCTI, KPIM €KOHOMIYHOI Ta MCUXOJOTIYHOI MPUPOAN CHOKHUBUOT
IIHHOCT1, TaKOX BUJUISAETHCS 1i T€JOHICTUYHA MPUPOJA Ta yTUJITapHA MPUPOAA
[4,5,6]. Ix. ller, b. Hetomen ta b. ['pocc, y cBOili Teopii IIHHOCTEH CIIOKHUBAHHSI
JOKJIaJIM KOHIIEMIIIO «I[IHHOCTI» JI0 MOBEIIHKHA CIIOXKHBaYiB [7], BOHH OIHCAIH
BUOIp PUHKOBOI MPOMO3UIll SIK OaraToBUMIpHE SBUIINE, B SKOMY JI€ BEJIHMKa

KUIBKICTB IIHHOCTEN.



Meta crarTi. PO3rIsiHyTH TiAXOAM 1O BUBUYCHHS MOBEAIHKM CIOKHBada 3
MO3UIIA  CINUIBHOTO  BIUIUBY  COIIlaJIbHO-€KOHOMIYHHMX Ta  KOTHITHBHO-
ncuxosioriyHux (akropiB. Ilomatu Mojenab BUMIPY IOKa3HHMKIB CIIOXKHWBYOI
LIHHOCTI, 3aIPOIIOHYBATH MOKA3HUKHU OLIHKH IMOJISIPHOCTI MOBEAIHKM CIOKHMBayda
Ta METOJAWKY IX BH3HA4YeHHs. HajgaTu OCHOBHI XapaKTEPUCTUKH TOBEHAIHKU
CIOKMBAYIB MPU PI3HUX 3HAYEHHAX KOE(DILIEHTIB NOJSAPHOCTI IXHbOI MOBEIHKH.

Buknang ocHoBHoro marepiany. Kimacuuny Teopito NPUHAHATTA pIllIeHb
IIOJ0 KYMIBJIl CHOXXKMBauyaMU MOXHA OXapakTEepPU3yBaTH SK KOHTHHYYM, IO
TATHETHCS. B PYTUHHOI TMOBEAIHKM NpPHU BUPIMICHHI MpoOieM 10 0OMekeHOi
MOBEIIHKYA BUPIIICHHS MPOOJIEM, a MOTIM 10 eKCTEHCHBHOI TOBEIHKU BUPIIIICHHS
npobiem. TpaauLiiiHOIO CTPYKTYpOIO Ui aHali3y MPOUECY MPUUHATTS PIlLIEHHS
PO TIOKYIIIA € T'SITUCTyNEeHeBa MOJENb. BpaxoByrouw IF0 MOJEh, CIOKHWBAY
CIIOYATKy TEpPEeXOJUTh BiJ CTaHy BIOAYYyTHOI JjenpuBailii (po3mi3HaBaHHS
npoOjemMu) A0 NOIIyKYy i1HQopMaulii [moAO0 BHpIlIEHHA Mpobiaemu. 3i0paHa
iHdopMaIlisi € OCHOBOIO [IJIsi OIIIHKH aibTepHAaTHUB. Po3poOka Ta TOpIBHSHHS
KpUTEPIiB OILIIHKK HaMIpy MNPU3BOJATH 10 (HPAaKTUYHOTO PIIICHHS IMPO TOKYIIKY.
Hapemiri, nmoBeaiHka miciisg MOKYNKM Ma€ BUpIIIAJIbHE 3HAYEHHS 3 TOYKU 30DPY
MapKETUHTYy, OCKIJTbKM BOHA B KIHIIEBOMY IJICYMKY BIUIMBA€ HAa CIPUHHATTS
CTHOXKMBAYaMH 3aJ0BOJICHHS/HEBJIOBOJICHHSI MPOIyKTOM/mociyro. Lls kmacuuna
II’ATUCTYTIEHEBA MOJEJb MICTUTh CyTh TMOBEIIHKM CHOXKHMBaya B OUIBIIOCTI
KOHTEKCTIB. TUM He MEHI, YNpaBlIiHHA MapKETUHTOBHUMHM IUTAaHHAMH Ha
KOXXHOMY €Talll y BIPTYyaJIbHOMY CEpEIOBMINI Ma€ BUPILIYBATHUCS 3a PaxyHOK
Cy4acCHHUX TEXHOJIOT1MH.

CyuacHi TEXHOJIOTIi €BOJIIOIIOHYBAJIM HAIllE MOBCSAKICHHE XUTTS, HaJaau
MO>KJIUBICTh 3aJTy9aTH YHCICHHUX OHJIAWH-TIOKYIIIIB, 33JJOBOJLHATH 1X CHOKHBYI
noTpebu s 3A1lCHEeHHS TOKynok B IHTepHeTi. Ha mociigoBHICTh MPUAHATTS
pillieHb TpO 31WCHEHHS MOKYNKU BIJIMBAE€ BX1JHA TOYKa CIIOXKMBaua, BiJMOBIJIHI
PUHKOBI MPOTO3UIIIi Ta XapaKTEPUCTUKH BIMOBITHOTO MPOAYKTY.

Sk OyJio 3a3Ha4Y€HO BUIIE, PIBEHb COIIAIBLHOTO AUCTAHIIIOBaHHS, 110 BUHUK

y 3B'A3Ky 3 NOTOYHMUMH COLIAJIBHO-TOJITUYHUMHU Ta MITPALIHHUMU pPeaTisIMHU,



3MIHIOE BXIJHY TOYKY CHPUUHSTTS CIIOXMBAayaMU MPOIMO3UIIT Y BIAMOBIAHOCTI J0
MaTpIOTHYHOI CIIOKUBYOI CKJIAJIOBOI, IO MPU3BOIUTH JIO TMEBHOI'O KOPETyBaHHS
cTparerii Ha JenpuBalliiiHy IOBEIIHKY CIOXXHBaya PO TPUUHATTS pIIICHHS
KYIIBJIL

IToBeninka cnoxkuBada (consumer behavior) — e ais, 1o Mae 6e3mocepeHe
BIJIHOILIGHHS /10 OTPUMAaHHS CIIOXHUBYOi I[IHHOCTi, BKJIIOYAIOYU MPOLECH
MPUIHATTS PIllIeHb, AKi IEPEAYIOTh UM JIISIM Ta CIIAYIOTh 32 HUMHU [8].

JlocmipkeHHs: B 001acTi po3apiOHOI TOPTiBIi CTBEPKYIOTh, IO JOCBIJ
MOKYIUS i 4ac NOKYNOK € 3JUTTSAM Ie€JOHIYHMUX 1 YTHIITapHUX LIHHOCTEH [9],
[10]. CtpykTypa CHOXHBaHHS CEpe] CIOXKMBa4yiB BU3HAYAETHCS OOOMa IUMHU
3HAUYCHHSMH. Y TWIITApHI MOKYIKHA HAMaraloThCs TOCSATTH ONTHMAIbHOI BapTOCTI,
JII0YM  pallOHANIbHO, OPIEHTYIOUHCh HA KOHKPETHY METy, a CIOKMBaul
30CEePE/KYIOThCS Ha (PYHKIIOHAIBHUX 0coO0auBOCTAX [5]. 3 iHImIOro OOKYy,
T'eIOHI3M CTBEP/KYETHCS K «CTUJIb KUTTS HAWBUIOT HACOJIOAM, Y TOIIyKax ado
npucBsiueHui HaconoAi» [11]. Ha BigMiHy BiJl yTHIIITAPHOTO IIOMIHTY, T€JOHIYHUAN
HOCHUTh EKCIEPUMEHTAIbHUN Ta adeKTUBHUN XapakTep 1 BKiIoYae (aHrasii,
MOYyTTS Ta Becenomi [12].

[IpuxoBana po3Bara Ta €MOIliifHa I[IHHICTH MOKYIOK B1AOOPaKarOThCS
IeJOHICTUYHOIO TEHJICHIII€I0, SIKa CIIOCTEPITA€ThCS Yepe3 MiJIBUIICHY CTUMYJISIIIIO
Ta acolialito, KpiM HaJaHHs BUOOpY, (aHTa3ii Ta €eMOIIMHUX ACHEKTIB JOCBIIY
nokynku [5,13]. VTunitapHa IIHHICTE — 1€ Pe3yJbTaT BUKOHAHHS IMOKYMISIMU
CBOIX HamepeJ BHU3HAUEGHUX SBHUX TMOTped 0Oe3 Oyab-sKoi  eMOIiiHOi
MPUXUIBHOCTI, 30CEPE/HKEHOCTI Ha JOCSATHEHHI Oa)kaHoro pesysbrary [5].
[Tokynui, sIKi MalOTh T€IOHIYHY OpIEHTALlI0, CHEIialbHO WIYKAIOTh YHIKAJIbHUN
JOCBiJ, sIKWA OM MOCHIMB IX pajaicTh BiJg MOKyMok uepe3 IurepHer. HaBmaku,
MOKYMII 3 YTHJIITAPHOIO OPIEHTAIIIEI0 aKIIEHTYIOTh YBary Ha MPakKTUYHUX aCleKTax
OHJIAH-TIOKYTIOK, TaKUX SK IliHA MPOAYKTY, SIKICTh, 3pDyYHICTh BUKOPHUCTAHHS Ta
1HIII OB’ sA3aH1 3 UM 3aBAaHHs [13].

M. XonOpyk 3a3HauuB, IO «...I[l TPaHi HIHHOCTI MPOIYKTY MOTEHIIIHHO

IPUCYTHI, KOJIA >KMBHUI OpraHi3M HaOyBa€, BUKOPHUCTOBYE YU PO3MOPSIKAETHCA



SKUMOCh TIPOIYKTOM 3aJUIsl JOCATHEHHS CBOIX ITUICH, 3a/JI0BOJICHHS TOTpeO dH
BHKOHAHHs OakaHb» [6].

3 ormisgny Ha IIi BUCHOBKM MOKHAa BHM3HAYHUTH, IO CIOKHMBUMUA JOCBIJ
0amaHCylOTh MDK TEAOHIYHOIO Ta YTWIITAPHOIO CHOXHUBYOK IIHHOCTSIMHU:
00'eKTHBHE — Cy0'€KTHUBHE, CB1JIOME — HECBIJIOME, pallioHAJIbHE — IppallioHaIbHE,
o0aymaHe — IMITyJIbCUBHE, (DYHKI[IOHAJIbHE — CUMBOJIIYHE, PO3YMHE — €MOLlIHEe-
YyTTEBE, 3aIJIAHOBAHE — HE3aIlJIAaHOBAHE 1 T. II.

BianoBigHo, omnTuMizoBaHe pIllIeHHS, MpO BUOIP, CHOXHUBA4Y MpUMMAE
CIOUpPAIYKMCh Ha JIBI TPyNH CTAaHAAPTIB 3aJE€KHO BIJI BJIACHOTO XapaKTEPHOIO
HabOpy eMOIIii Ta COIiaTbHO-TICUXOJIOTTYHUX Oap’€piB.

ITo mepiiie, BIH BUKOPUCTOBYE CTAHIAPTU (ETAIOHU), NTOTPUMYIOUHUCH SIKUX
po3paxoBye Ha 3a0€3MEUCHHSI 3a0BOJICHHS MOTPeO, MOB'sI3aHUX 3 OaKaHHAM
OTpUMATH BHUIOAM Y BHIJISAI MaTepiaibHOI BUHAropojd, (YHKIIOHAJIBLHOTO
3a/I0BOJICHHS] a00 3a0e3reyeHHsl 1HIIOI peanbHOi (00'€KTMBHOI) IMepeBaru Bij
HaOYTTS IbOTO TOBAPY (UM MEBHOT MapKH).

ITo nmpyre, misi OPIBHSHHSA B SKOCTI €TajoHa BIH BUKOPHUCTOBYE YSIBHI 1
cyO'eKTUBHI 00pa3u TpeaMeTiB, MNPUCYTHI JHUIIE Yy HOro CBIAOMOCTI, IO
chopmyBanucs B XOJ1 MOMEPEIHHOTO JOCBIY 3aJ0BOJICHHS €MOIIMHE-IyTTEBUX
noTpeo.

IIpu upboMy HEOOX1AHO BIA3HAYWTH, IO CIIOKUBAY HE BUOMpPAE OJHO3HAYHO
Ty YW 1HOIy TpyHy CTaHAApTiB, WIEThCA NPO TNEpeBaXKaHHS THUX YU 1HIIUX
CTaHAAPTIB 3aJ€KHO B1Jl CTYNEHS iX BaKJIMBOCT1 Yy IPUMHATTI PILIEHHS HA KOPUCTh
3aJIOBOJICHHS THX M 1HIIUX CIOKUBYMX MOTPEO.

Ile mo3BoJisie BU3HAYMTH y TMOBEIHII CHOXKHBAYiB TaKl MOJSPHI CKIaAO0B1
(Tadmn. 1).

JUis  MapkeTojora BaKJIMBUM € PO3YMIHHS TIOBEAIHKH CIIOKHBaya Yy
KO’KHOMY KOHKPETHOMY BUIMAJKYy MPU 3A1MCHEHHI KYIIBJI1 IJis 33I0BOJICHHS CBOiX
noTpe0. BwusHatoun mNONSApPHY MOJENbh TOBEMIHKM CIOXHBada, HEOOX1THO
BIJI3HAYUTH HASBHICTh MPOOJIEMHU, TIOB'SA3aHO1 3 BIJICYTHICTIO BiJMOBIIHUX METOIB

OIIHKY TIEPEBAKAIOYMX MOTHBIB (€KOHOMIUHI BUTOJIM, a00 3aJI0BOJICHHS MOTPEO)



a00 X BiJCYTHICTh. Bu3HaueHHs CTyIEH] MOJISIPHOCTI MOBEAIHKH CIIOKMBaya 100
KOHKPETHOI TpynW TOBapiB, BUAY YM MapKd JO3BOJIMIO O po3pobisTu
KOMYHIKaIlIfHy TIOJITHKY, TOYHIIIE OpPIEHTOBAHY Ha 3aJ0BOJICHHS MOTpeOu

CIIOJKHBAa4da.

Ta6auus 1. [lonsspHa moBegiHKA CIIOKUBAYIB.

YTujirapHa ckjiajioBa IenoniuHa ckiIagoBa
OO0’ eKTHBHICTD Cy0’ eKTHBHICTh
ExoHOMIUHICTh MapHOTpaTHICTb

O06aymMaHICTh HecsinomicTs
QDyHKIIOHATBHICTh IMITy IbCUBHICTB
Po3yMHICTB CuMBOJIIYHICTh
PartioHanpHICTh IppanioHanbHICTh
[TparmaTH4HICTh EMoutiiiHicTh

Jlis BUpileHH! i€l mpo0jeMu Ta Cy4acHOro 1IHTEPIPETYBAHHS MONEPEIHIX
JOCHIIKEHb, JEMOHCTpallii BAMOT ChOTOJICHHSI Ha CTBOPEHHS KEPOBAHOTO OHJIAIH-
CEpEelIOBUIIA, SIKE 3a/I0BOJIBHSIE CIOKMBYI LIIHHOCTI MPOMOHYETHCS 3aCTOCYBaHHS
niaxoay S-O-R - (Stimulus—Organism—Response), sikuii BpaxoBye cOLiaJIbHO-
E€KOHOMIYHY TIOBEIIHKY OHJIAH-CMOKMBa4diB 30KpemMa B YKkpaini. Y 1mbpomy
JOCJIDKEHH1 OyJia cripo0a MOsSICHUTH BIUIMB COIIaIbHO-€KOHOMIYHUX YUHHHUKIB Y
cydyacHux peanmiasx HI'B, Ha copuiHATTS ykpaiHChKHX crnokuBauiB (Organism)
30BHIIIHIX mpono3uiiii (Stimulus), Ta KIHIIEBOIO IOBEAIHKOI CIIOKHBaya
(Response). Lle mocnipkeHHS MOMOBHIOE ICHYIOY1 JIITEpAaTypHI JOCIIKEHHS,
OI[IHIOE TOTEHINIWHI (QaKTOpH, sKi BPaxOBYIOTb CXUJIBHOCTI CITO)KHBAYiB,
30Cepe/Ky€E yBary Ha 3aJ0BOJICHHI CIIOKHUBYOIO MOTPEOH.

Mopnens S-O-R 3acHOBaHa Ha TEOPETUYHUX 3acajax MCUXOJIOrIi, 1 BIIepIIe B
KOHTEKCT1 po3apioHOi Toprisii Oyina 3amporioHoBana Robert, D., & John, R. [14].
Sk 3MIHIOETBCS TICHUXOJIOTISl JIIOJMHU sIKa TepedyBa€ y CTaHl HEOrOJIOMICHOi
riopuaHoi BitHu? Harie cipuifHATTS CKIIagaeMocsi TOTO 1H(GOPMAaIIHHOTO CTaHy B

akoMy MU mnepedyBaemo. Ilo cyTi, 1e ¢yHAaMeHTaIbHO TpaHCHOPMYE HaIlle



MONEPEIHE CHPUIHATTS B CHPUUHATTSA COLIAIbHO-IICUXOJIOTTYHUX 00pas3iB, e
MPUCYTHI MPOTECTHI HACTPOI.

BignoBigHo 1m0 1€l Mojeni, CHOPUHHATTS MOXKE€ OYTH BH3HAYEHO SK
MonepeHId KpUTepi, 0 BIUIMBAE HA €MOILIHHUNA cTaH croxkuBada (Organism),
TAM CaMUM 3MIHIOIOYM BJIACHUM XapakTEepHU HaOlp eMolliid Ta CoIllajJbHO-
MICUXOJIOT1YH1 0ap’epu, Ta KiHIEBUH Hamip npuadatu. CTOCOBHO 10 CIIPUHHATTSA
iHdopmariiinoro cepenosuima, crnoxuBad (Organism), sSK TpaBUiIO, pearye
0COOJMMBUM YHHOM - abo crhpuiiMae, abo IrHOpye, uUepe3 KOTHITUBHHH abo
IIPOTECTHO-EMOLIIITHUI CTaH.

Y wmogem S-O-R iMmmmikamis iHIMBIAyaJdbHUX CHOXKHBYHMX YIIOA00aHb
(minnocteit) (Individual shopping values), a came: Hedonic shopping value,
Utilitarian shopping value, BinmoBigae I1HAWBIAyaJbHUM pHUCAM OKPEMOTO
CIO’KMBaya, SKi BIUIMBAIOTh Ha OCOOMCTE CHPUHHATTS 30BHIMIHIX IPOIMO3UIIIN
(Stimulus) [15]. Lli miHHOCTI BiA3HA4YaIOTh MOYATOK MEBHOI CIIOKMBYOI MOBEIIHKH,
1 K pe3yibTaT BOHU BIUIMBAIOTh Ha KOTHITHBHI MOXIJIMBOCTI CIIOKMBaya, JAl0Uud
OpSAMUM YW HENPSMHUI TOMITOBX J0 MeBHOro pimeHHs [16]. CroxxuBYl I[IHHOCTI
III0Th  SIK  CTUMYJM  SIKI  BKJIOYAIOTh  COIL[IAJIbHO-EKOHOMIYHI — aTpuOyTH,
MPOEKTYBaHHSI TIPOCTOPY IS CTBOPEHHSI MEBHUX 00pa3iB MalOYTHHOTO, TIEBHHUX
eMOIIMHUX e(PEKTIB, SIK1 BIUTMBAIOTh HA KIHIIEBUUA HaMIp.

VY Bumaaky po3ApiOHOrO PUHKY IHJIMBIAYyaldbHl CIIOXHWBYI LIHHOCTI —
iHauBigyanbHi ynogooanus (Individual shopping values) MoxHa Bu3HauuTH sk ...
CB1JJOME MPOEKTYBaHHS CEPEIOBHINA IS CTBOPCHHS MO3UTUBHUX €(EKTIB 3 METOIO
nigBuieHHs crpuiHATTA" [17]. 30BHIMIHI CHOXKBYl Tpomo3uiii y uudposin
dbopMi BHUCTYNalOTh SK PEKJIaMHI IHBECTHIl B OHJIANH-pO3JPIOHY TOPTIBIIIO.
3rigHO 3 MPOMO3UIEI0, HU(POBI MOKIUBOCTI CTBOPIOIOTH BEO-CEpPEIOBUIIE, SKE
JI0TIOMara€ BIUIMBATH Ha AYMKY CIIOXKMBAyiB, a TAKOX IMOKpAIIy€ iX KyMiBEeJIbHUN
nocsing [18].

Y pobGoTi NpOINOHYETHCS HACTyIHA MOJEIb JOCII/DKCHHS Ha OCHOBI

koHuenilii S—-O-R (puc. 1).



30BHIIHI CHOMXHBYI ITPONO3HIiT Cnoxusay KiHneBa nopeninka
(Stimulus) (Organism) (Response)

[HaMBigyaneHi yromo0OanHs
(Individual of online shopping values)

TemoniuHa KyTiBeNbHA IIHHICTE

(Hedonic shopping value - HSV) H1
MepexeBi mapamerpu: V (visibility), ¢ H3

R (rich files) 3a10BOJICHHA - KOHTEHTOM Hawmip nmokymnku
Webometric rank (WR) ) Purchase intention (PI)

YTrniTapHa KyniBeJabHa LIHHICT m T

(Utilitarian shopping value - UST)
MepexeBuit napamerp S (size)

Puc.1. Konuenuisa S—O-R cnpuifHATTS CMOKUBYHUX MPOIMO3UILIiA.
Licepeno: yoockonaneno asmopamu Ha ocrosi [14]

B 1t moneni iHauBiayanbH1 yrnogoOaHHs (T€IOHIYHA KYyIiBeJIbHA I[IHHICTh
Ta yTWIITapHa KyIiBeJIbHA LIHHICTh) BAKOPUCTOBYIOTHCS SIK BHYTPILIHS MOTHBALIS
a  KOHTEHT SK 30BHIIIHSA MoTuBalis (Stimulus), 3al0BOJEHHS KOHTEHTOM
(webometric rank - WR) cnoxuBadyeM sk Organism a KiHIIEBa MOBE/IHKA
(Response) sixk nHamip niokynku (purchase intention - PI).

3a/10BOJICHHS] BHM3HAYAETHCS SK I[ICUXOJOTIYHUNA CTaH pPO3yMy, IO €
pe3yJbTaToM peakili Ha nNo3uTUBHUM jJocBil [19]. 3agoBolieHICTh  Bij
KOHKPETHOTO MOPTay MPU3BOAUTH J0 CIIPUATINBOI peakilii (HaMip MOKYIKH, TaK 1
NOBTOPHOT MOKYIKH). A 1€ TaKOXX NPHU3BOJAUTH JI0 JIOSUIBHOCTI KIIIEHTIB IO BEO-
caiity. JIOANBHICT, KIIIEHTIB BH3HAYA€ThCA SK  «TJIMOOKO  YTBEpJKEHE
3000B’s3aHHS  TIOCTIMHO KymyBaTd a00 HajJaBaTH IiepeBary OakaHOMY
MPOIYKTY/TIOCTYTY B MalOyTHHOMY, IO CIHPUYHMHSIE MOBTOPIOBAHI MOKYIIKHU ITiJT
OJIHUM 1 THM >XK€ OpeHJOM, HE3BaXKalOYu Ha CUTYAIlliiHI BIUITUBU T4 MapKETUHTOBI
3YCHJUISL, K1 MOXKYTh CIIPUYMHUTH 3MIHY HOBEeAIHKI» [20].

Sx Oynmo mokazano B [21] 3amoBosieHHsT KOHTEHTOM (WR) BUMIpS€EThCS Ta
OOYHCITIOETBCS BIAMOBIIHO /10 MEPEKEBUX 3MIHHUX: MPUCYTHICTh B Mepexi - S
(size), 1H(poOpMalliilHE HANOBHEHHsS KOHTEHTY - R (rich files) Ta pemyrauiiiHa
ckIazioBa - V (visibility), 3 ypaxyBaHHM iX BaxkeliB BILIUBY [ s = 1, =292, By

= 3,339 [22].



Ak 3a3nHaueHo y [23,24], y BUNaAKy po3ApiOHOI TOPriBii, 3aJ0BOJICHHS
KoHTeHTOM (WR) € moemHaHHAM TeAOHIYHOT KymiBenbHOI miHHOcTI (H1) Ta
yTuiiTapHoi KymiBenbHOi miHHOCTI (H2). IlpuxoBaHi emoilrii, BigoOpa)karoThCs
IeJIOHIYHOK KYIIBEJIBbHOIO LIHHICTIO, SIKA HpPOSBIAETbCS uepe3 30yKEeHHS
YCB1JIOMJICHOT CBOOO M, Ta EMOIIIMHOTO aCIIEKTY JOCBITYy MOKYIIKH [25].

BignoBigHo mo gochigpkeHHs [26] mpo TeJOHIYHY KYMiBENbHY I[IHHICTh
CTBEP/KYETHCS, 10 €()EKTUBHICTh CalTy, HOro iHGOPMATHBHICTH, MO3UTHUBHO
BIUIMBAIOTh HA CTaBJICHHSI YTUJIITAPHUX MOKYMIIIB A0 BeO-MOpTaATY (3a10BOJICHICTD
KOHTEHTOM) Ta Ha ixH1 HaMipu (H3) mo0/10 nokynku.

3anponoHOBaHa MOJIENb OyJia BUKOPUCTAHA JUISl aHAJI3y PUHKY JOTJISIOBO1
KOCMETHKH.

PunHOK nmoOTNsAmoOBOT KOCMETHMKH, a caMe — TeJiB I Aymry, B YKpaiHi
PO3BUBABCS JI0 MOYATKY BIMfHM B IHTEHCMBHOMY TeMili. Ha puHKy 3’ sIBJISUIHCH HOBI
OpeHIu sK YKpaiHCbKMX BUPOOHHUKIB, Tak ¥ 3apyOixkHI OpeHIu, SKi aKTUBHO
3aX0JWJIM Ha PUHOK. Takok BapTO CKa3aTu MPO Te€, 10 PUHOK PO3MOJLUISABCS Ha
CErMEHTH, Ki, B CBOIO YEPTy, MOXKHA ONMKUCATH HACTYITHUM CITUCKOM:

JlornsgoBa KOCMETHKA 3arajbHOTO CHpsIMyBaHHS (Tenl s IyIry Mac-
MapKeT CErMEHTY);

JlornsgoBa KOCMETHKA allTEYHOTO CIIPSMYBaHHS;

JlornsimoBa KOCMETHKA 3 HATYPAJTbHUM CKJIAJIOM.

OnHy 3 OCHOBHUX Hilll, JIe IPEACTABJICHI Tell IS AyIy, 3aiMar0Th OHJIAH-
Mara3uHd. 3 KOXXHUM pPOKOM BC€ OUIbllI€ OHJIAH-Mara3uHu 3aBOMOBYBAJIN
JOSUTBHICTH ayiuTopii. OCOOIMBO MOMYJISIPHUMH MOCIIYTH IHTEPHET-CEPBICIB CTAIH
i yac kapantuny 2020-moyatky 2022 pp.

B mepion no HI'B Ha caiitax mara3uniB Oynau mpencTaBieHi yKpaiHCBKI,
POCIHCBKI, OUTOPYChKI Ta 1HIN OpeHIW AOTJISAI0BOT KOCMETHKH, SIKI 3HAXOIMIH
CBOIO ayJIUTOPIIO.

VYci BoHM 3aiiManu Ta 3aiiMalOTh OCHOBHY YacCTKy PUHKY Ta € ii Jijepamu.

2020 pik, a came — Horo cepearHa, OyB PEKOPIHUM POKOM 3 MPOJAXiB HA JaHUX



caiitax. B Toli MOMEHT maHi4H1 HACTPOI1 JIt0JIel 301IBIITYBAINCH, BCE OLIbIIIE IO IeH
3aKyIUISJIA TOBapH OHJIAIH 33151 CBO€I O€3MeKH.

Hennb 24.02.2022 poky cTaB JHEM BEJIMKUX 3MIH JjIsi 0aratbOX PUHKIB.
bararo mroneit MirpyBainu o KpaiHi abo MIrpyBajiM 3aKOpJIOH, ajie IpOoJ0BXKYBaJIU
KYITyBaTH OHJIAWH.

Jlns  BimoOpakeHHs CHpaBKHBOI JOCTOBIpHOi 1H(oOpmarllii HeoOX1THO
pOaHaji3yBaTH OTpUMaH1 JaHl Moka3HukiB S, V, R, no 24 mortoro 2022 p. Ta
micos.

Byno npoananizoBano 10 nigepiB cepej OHJIaH-Mara3uHiB JEKOPAaTUBHOT Ta
JOTJI10BO1 KOCMETHUKH.

BumiproBaHi 1 HOpMOBaHI 3HAYEHHS MMOKA3HUKIB: MPUCYTHICTh B MEpex1 - S
(size), 1HQOpMALIIITHOTO HAMOBHEHHSI KOHTEHTY - R (rich files) Ta pemyraiiitHo1
cknanoBoi - V (visibility), pa3oM 13 3HaUYCHHSIMH 3aJ0BOJEHHS KOHTEHTOM WR

(pMHKOBI CITIBBIAHOIIICHHS 3aJI0BOJICHHS ) HaBeCH1 B TaOuII 2.

Tadoaunus 2. [loka3HMKN Mepe:KeBOi MPUCYTHOCTI y iHTepHeT.
Ilepiox 10.01.2022 — 24.02.2022

Maraszun URL s vV R S"™ V™ | R"™ |WR(BsS™ ,BvV"™ ,BrR™)
MakeUp.ua [https://makeup.com.ua/ 1770000| 5320000 287260 6.248| 6.7259( 5.4583 44.98697716
Eva https://eva.ua/ 325000| 9470000| 5709802 5.5119| 6.9763| 6.7566 48.89104325
watsons https://www.watsons.ua/ 39100( 5730000] 246540 4.5922| 6.7582| 5.3919 4324663211
Prostor https://prostor.ua/ 41700 263000| 7512651 4.6201 5.42] 6.8758 43.07110223
Pampik https://pampik.com/ 168000 43400 164 5.2253| 4.6375| 2.2148 27.4137435
Panama https://panama.ua/ 624000| 9490000] 1925546 5.7952| 6.9773| 6.2846 47.79901443
Parfums https://parfums.ua/ 481000| 438000 60742 5.6821| 5.6415| 4.7835 38.77453045
Brain https://brain.com.ua/ 484000| 438000|15912690 5.6848| 5.6415| 7.2017 45.83853391
Cxuan wmctots:! | https://skladchistoti.com.ua/ 7980 213 2 3.902| 2.3284| 0.301 12.67421733
Litaly https:/litaly.com.ua/ 9060 17400 12413 3.9571] 4.2405| 4.0939 30.28671028
X =| 51.219 | 55.347 | 49.362 382.9825046

13.30% 86.70% 100%

Cknadeno ma po3paxoearo 3a odxcepenom [21,22]

Takum unMHOM, 3a aHaATI30M MEPEKEBHX 3MIHHUX MO0 OCOOUCTOTO
CIPHUMHATTS 30BHINIHIX MPOMO3UIIN CIOXUBAaYaMH, 3 YpaxyBaHHIM iX Ba)eiiB
BILTUBY Y niepiof 10 24.02.2022 poky CTpYKTYpHY MOJI€TIb CHPUHUHATTS 30BHIIIHIX

MPOMO3UIIINA BUTIISIIA€ TAKUM YHUHOM, PUC 2.



30BHIIIIHI CTIOXHBYI TIPOTIO3HIIT
(Stimulus)

[nmuBigyaneHi ymogoOaHHs
(Individual of online shopping values)

I'emoniuna KymiBeTEHA iHAICTE
{Hedonic shopping value - HSV)
MepesxeBi mapamerpu: V (visibility),

R (¥ich files)

CrnoxxHBay

(Organism)

86.7%

v

Kinnesa noeeminka
(Response)

100%

3a/I0BOJIEHHS - KOHTEHTOM
Webometric rank (WR)

Hamip moxymku
Purchase intention (PI)

YTunitapHa KymiBenbHa IiHHICTD
(Utilitarian shopping value - USV)
Mepesxepuit mapamerp S (size)

13.3% T

Puc. 2. Ouinku cTpyKTypHoi moaeJi y nmepiox 10.01.2022 — 24.02.2022.

Iicepeno: yoockoHaneno ma po3paxosano agmopamu Ha ocHosi [14,21,22]

3a pe3ysnbTaTaMu, MOKa3aHUMU Ha PUC. 2, MM MOKEMO CKa3aTH, 110 re/IOHIYHA

KyIiBeJIbHA IIHHICTB 10 24 mrotoro 2022 poky nepeBaxkaia yTUIITapHYy.

BumiproBaHi 1 HOpMOBaH1 3HaY€HHS MOKA3HMKIB: MPUCYTHICTh B Mepexl - S

(size), iHPOpPMALIIMHOTO HAMOBHEHHS KOHTEHTY - R (rich files) Ta pemyTtariiitHoi

CKJIaJIOBOi - V (visibility), pa3oM 13 3HAYCHHSMM 3aJ0BOJICHHS KOHTEHTOM WR

(pUHKOBI

CHIBBIIHOIIECHHS

24.02.2022 poxy, HaBeneHi B TabmuIll 3.

3a/10BOJICHHS]),

BIAMOBIAHO JO TMEpioxy MiCis

Taoauus 3. [lokazHUKH MepesKkeBOI MPUCYTHOCTI y iHTEepHeT.
Iepiox micas 24.02.2022 p.

Crnadeno ma po3paxoearo 3a odxcepenom [21,22]

Mara3zun URL s Vv R S™ | v™ | R™ |WR(BsS ™ ,BvV "™ ,BrR"™)
MakeUp.ua |https://makeup.com.ua/ 1770000| 5320000 287260 6.248| 6.7259( 5.4583 44.98697716
Eva https://eva.ua/ 325000| 9470000(5709802 5.5119| 6.9763| 6.7566 48.89104325
Watsons https://'www.watsons.ua/ 39100 5730000 246540 4.5922| 6.7582| 5.3919 43.24663211
Prostor https://prostor.ua/ 41700 263000(7512651 4.6201 5.42| 6.8758 43.07110223
Pampik https://pampik.com/ 168000] 43400 164 5.2253| 4.6375( 2.2148 27.4137435
Panama https://panama.ua/ 624000| 9490000( 1925546 5.7952| 6.9773| 6.2846 47.79901443
Parfums https://parfums.ua/ 481000| 438000| 60742 5.6821| 5.6415( 4.7835 38.77453045
Brain https://brain.com.ua/ 484000| 438000] 1.6E+07 5.6848| 5.6415( 7.2017 45.83853391
Crknap arcroTs! | https://skladchistoti.com.ua/ 7980 213 2 3.902( 2.3284( 0.301 12.67421733
Litaly https://litaly.com.ua/ 9060 17400 12413 3.9571| 4.2405( 4.0939 30.28671028
X =| 51.219| 55.347| 49.362 382.9825046

13.30% 86.70% 100%




3a aHaJIi30M MEpeXeBHX MapameTpiB V, R MoXHa MOMITUTH ACSKI 3MIHU B
caMOMY CIHPHUHHATTI NIPOIO3HIIN CIIOKUBayaMu OHJIalH-Mara3uHiB. Tak y
comanbHuX Mepexax, Takux sk Tik-Tok, FaceBook, Instagram Ta ykpaiHChKHX
iHTepHeT-3MI  Bce wdacrille HaroJioUIyBajJoCch MpO 30UIBLIEHHS MPOJaxXiB
yKpaiHCbkuX OpenzaiB. CrnokuBadl IOYajdd ITHOPYBAaTW TakKli MarasMHH, SK
Makeup.ua ta Parfums, ToMy 1m0 11 OHJIaiH-Mara3uHM pa3oM 3 MEPEKEIo
mara3uHiB Brocard Hanexxatp pociiicbkiil opopHiit kommanii JI'Otyans. Taka x
TEHJICHI[iSI CIIOCTEPIraeThcs 3 OOWKOTYBAaHHSIM Ta ITHOPYBAaHHSM POCIHCHKHX
OpenaiB Ta OpeHIiB, 1m0 He BuNLIM 3 puHKy P®. TobTo, Bce Ounbiie jroaei B
SAKOCTI IPUBOY JUISI TOKYTIIKK O€pYyTh MAaTPIOTUUYHY CKIAI0BY.

3a aHaTI30M MEPEXKEBUX 3MIHHHUX, 110 HaJaH1 y Ta0JI. 3, CTPYKTypHaA MOJCIb
CHOPUMHATTS 30BHIMIHIX Opono3uuid y nepiog micas 24.02.2022 poxy BuUIIISIIA€

TaKuM YMHOM, puC. 3.

30BHIIIHI CIIOAKWBYI MPOTIO3 U1 CrnoxxuBaq Kinnesa noseminka
(Stimulus) (Organism) (Response)

[HMMBiTyansH yromo0aHHs
(Individual of online shopping values)

TeoHigHA KyTiBeNEHA IIHHICTE
(Hedonic shopping value - HSV) 82.4%
Mepexeri mapamerpn: V (visibility), * 100%
R (¥ich files) 3a10BOJIEHHS - KOHTEHTOM Hawmip nokynku
Webometric rank (WR) ) Purchase intention (PI)
YTuniTapHa KyTiBelIbHA IIHHICTD 17.6% T
(Utilitarian shopping value - USV)
MepexeBHii mapamerp S (size)

Puc. 3. Ouinku cTpykTypHOI MoaeJti micias 24.02.2022.
IDicepeno: yoockonaneno ma pospaxosano aemopamu Ha ocrosi [14,21,22]

HaBeneni po3paxyHKH JEMOHCTPYIOTh, T€, SK MOXYTh T'PaHHUYHO
3MIHIOBATUCh 1HJIMBIAyaJIbHI yIO00aHHS, I'eJOHIYHA Ta YTHJIITapHA KYIiBEIbHI
I[IHHOCTI, 3 MO3UIIA CHUIBHOTO BIUIMBY COI[1abHO-€KOHOMIYHHMX Ta KOTHITHBHO-

adeKTUBHUX (PaKTOPIB.



KorHiTuBHi (hakKTOpU IPYHTYETHCS HA CHOXKHMBYMX LIIHHOCTAX BIJHOCHO
MEepPeKOHaHb 1 JYMOK Mpo 00’€kT, a adekTuBHI (aKTOPU OXOILTIOIOTh MOYYTTH,
eMoIlli sIKi TIOB’s13aH1 3 HEMIATBEPPKCHUMHU OYIKYBAaHHSMHM IIIOJIO TOIMEPETHBOTO
JIOCBIJTy CITIO>KMBaHHSL.

CrBepmkyeThes, Mo orpumMani 3HadeHHs HSV 1 USV € BimoOpakeHHSIM Ha
3aJJ0OBOJICHICTH JKUTTSM, 1110, Y CBOIO Yepry, i CIpuse HA CIPUNAHATTS CHOKUBUMX
MTPOTIO3HIIIH.

Otpumani pe3ysiabTaTH JOCHIJDKEHHS BKa3ylOTh Ha MOJEpPYIOUYY pPOJb
COLI1aJIbHO-TICUXOJOTTYHUX (DAaKTOPIB B CIPUNHHATTI OHJIAHH-KOHTEHTY, TIOB’ I3aHUX
13 3MIACHEHHSIM OYIKyBaHb JIIOJAWHHU 1 TIOSCHIOE TIIOBEMIHKY CIOXKHBA4iB IPHU
3/1ICHEHHI MOKYIKU B [HTEpHETI.

BucHoBku. BusHaueHHS 3MIHHUX CHOXXHBYOI IIIHHOCTI MOE HaJaTu
MapKeToJioraMm 1H(popMaIlito mpo aTpudyTH, Ha SKUX CJI1Jl CKOHIIEHTPYBATUCS, 1100
BIJIPI3HATHCS BiJ] KOHKYPEHTIB 1 JIOCSATTH KOHKYpPEHTHOiI mnepesaru. Jlorika, mio
JEKUTh B OCHOBI I[IHHICHO-OPIEHTOBAHOTO TIAXOMy, TOJSATaE y BU3HAYCHHI
(haxkTopiB, 110 BINIMBAIOTh Ha PIIIEHHS KJIE€HTIB MPO KYIIBIIO, Ta 1X BUKOPUCTAHHS
IS CTBOPEHHSI KOHKYPEHTHO] IepEeBart.

BpaxyBaHHS YUHHUKIB, 10 BIUIMBAIOTh HA CIIOKUBYY IIHHICTh, PO3IIUPIOE
MO>KJIMBOCTI MapKETHHIY 3 PO3MI3HAaBaHHS KPUTEPIiB BUOOPY TOBapy KIIEHTAMU 1
UM (HopMye TepeyMOBU IO CTBOPEHHS KOHKYPEHTHHX IEpeBar 3 ypaxyBaHHSIM
CIOKHUBYOI I[IHHOCTI.

3ayBakeHHs. Sk 1 y BUIAAKy 3 yciMa €MIIIPUYHUMU JOCIIJDKEHHSIMU, L€
JOCTIKEHHSI TAaKOXX Mae€ Kilbka OOMEXKEeHb, SKi CIiJ BpaxoByBaTH B
MaitOyTHboMy. JlaHi, 310paHi A 1i€i cTaTTi, 0OMEXEHI MOTJIAIaMH CIOKUBAYiB
OB SI3aHUX 3 COLIAJbHO-€KOHOMIYHMMHM YHMHHHKAMU Yy CYYacHUX pealiix B
Vkpaini. Pe3ynbratd MOXyTb BIAPIZHATHUCS, SIKIIO 3alpPONOHOBAHA CTPYKTypHA
Mo/iesIb OyJle 3aCTOCOBaHA B PI3HUX €KOHOMIUHUX CepeoBUIIaX, a00 B 1HIIOMY
MIPOMHCIIOBOMY KOHTEKCTI. 3 1HIIOrO0 OOKY II€ JOTIOMOXKE 3POOMTH BHUCHOBKH HE
TUIBKK TIPO 1HTEpEecH 1 MoTpeOu CIOXKMBaYiB, a Ul | MPO CTaH €KOHOMIKH. [HIIa

MEePCIIEKTUBA, fAKYy CJiJ BpPaXOBYBaTH, CTOCYETbCS MEPEXPECHOr0 XapakTepy



nociipkeHHs. OCKUIBKYA OH-JIAH PUHKU € AUHAMIYHUMH, a BIATOBIHO IIIHHICHA
mpoOjemMaTHKa CIpsSIMOBaHA HA BU3HAYEHHS CIIOKUBYOTO 3MICTy KOHTEHTY BeO
cailTy mnorpedye KOperyBaHHs, 3alpONOHOBAHA MOJIEIb JOCHIKEHHS Mae
JIOPEUYHICTh Y BU3HAUCHHI 3MIHHUX KYIIBEJIbHUX cHOXUBUYUX MiHHOCcTeN (H1, H2)
CTOCOBHO TIEBHUX PETI10HIB YKpaiHH.

VY CBITI UBOro AMHAMI3MY KYIIBEJIbHHUI NOCBIJ oHJaWH-noKynok (H3), sk
BXIJJHA TOYKa JCTPUBATHOI MOBEIIHKH CIiOkuBada B KoHTekcTi HI'B, moBunHa
BpPaxOBYBATUCH SIK KOHTPOJIbHA 3MIHHA. Y LIbOMY JOCIIPKEHH] HE 0YyJI0 BpaXxOBaHO
MUTAaHHSA KOHTEKCTY IMOKYIIOK, SIKi MOXKYTh PO3TJISIAATHCS MOKYHIIMUA. MaitOyTHI
JOCIIKEHHSI MOKYTh BKJIIOYATH Pi3HI KOHTEKCTH TMOKYNOK 1 BH3HAYaTH, Y HE

3MIHUJIUCS CTIIOKUBY1 YIIOI00aHHS.
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