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INTEGRATING OFFLINE AND ONLINE MARKETING



Cmamms npucesayena numauHio, Wo UBYAE MPaHcgopmayiro pumeuny 8
enoxy OMHIKaHANbHOCMI, KA CIMUPAE MeXCT Midc oan ma OHLAUH KAHALAMU.
Axyenmyemuvcs ygaea Ha mMoOMy, WO OMHIKAHANbHI KIIEHMU € HAUOLIbW YIHHUM
ceemenmom, eumpayaruu Ha 30 % Oinbwie nopieHAHO 3 KIIEHMAMU, WO
BUKOPUCMOBYIOMb JUle O00UH KaHuan nokynok. Ilepexio 0o omuikaumanvHocmi
8UMA2AE He NPOCMO HAABHOCMI 6a2amvoX KAHANi8, a iXHboi iHmezpayii 6 €OuHy
cucmemy. lLle 3abezneuyemovca eounumu CRM-cucmemamu, aKki cmeopioioms
yinicnutl npoghine cnoxcusaua, ma xmaprumu ERP-piwennsamu, saxi Haoaromo
no6HY SUOUMICMb 3anacieé y pexcumi peanvioz2o uacy. Ilepeznsinymo ponb
wmyynoeo inmenekmy (Al), saxuil cmae 0008'13Kk08UM [HCMPYMEHMOM, OCKINbKU
mpaouyitine A/B mecmysanns Haomo nogiivHe 08 3a0080JeHHSA THOUBIOYANbHUX
nompe6. Ilpuoineno yeaey imepcusuum mexnonociam (AR/VR), saki 0oszsonsromo
KAIEHMAamM «OOMOPKHYMUcsa» 00 mMoeapy OHIAUH, WO NIOCUTIOE eMoyilne
3anyyenns. Taxoowc npoananizosano, K Qizuuni mMazazunu mpaHc@Oopmyomscs 8
Jocicmuyni  xabu, ma niOKpecieHo BadCIUIiCmb Npo30po20 BUKOPUCMAHHS
NepCOHANbHUX OAHUX OJIsL 3MIYHEeHHs 008ipu Kiienmis. Eghexmusna oMHiKaHnaibHa
cmpamezis €  3anopykow  (hiHanco8oi  penmabenbHOCmi  MOP2OBeNbHUX

niOnpuemMcms.

The article is dedicated to the study of retail transformation in the era of
omnichannel, which blurs the lines between offline and online channels. This
transformation is an inevitable business evolution as the boundaries between
offline and online channels dissolve. The relevance of the research is determined
by the need to systematize practical tools for quantifying the contribution of each
channel to the overall profit, which is critical for the strategic optimization of
advertising budgets. Omnichannel customers represent the most valuable segment:
they spend 30% more compared to single-channel customers. Companies that
implement an omnichannel strategy achieve high customer retention rates (89%
versus 33% for competitors) and experience an annual revenue growth of 9.5%.
The goal of the research is to examine the strategic, technological, and marketing

tools necessary for the complete integration of offline and online channels.



It is shown that the transition to omnichannel requires not just the presence
of multiple channels, but their integration into a single system. This is ensured by
unified CRM systems, which create a holistic consumer profile, and cloud-based
ERP solutions, which provide complete real-time inventory visibility—a basic
requirement for retail.

Attention is paid to the application of Artificial Intelligence (Al), as
traditional A/B testing is too slow to meet individual needs. Al is used for
predictive  analytics, segmentation, personalized recommendations, and
communication management through chatbots.

Emphasis is placed on the use of immersive technologies, particularly
Augmented Reality (AR) and Virtual Reality (VR). These include virtual try-ons
and showrooms, which blur boundaries by allowing customers to "touch" the
product online, enhancing emotional engagement.

It is demonstrated that physical stores retain a vital role, transforming into
local marketing hubs and logistical micro-warehouses. Opening a store increases
web traffic in the surrounding area by 37% and boosts online sales by 6.9%.
Integration tools such as QR codes, NFC tags, and the BOPIS service ("Buy
Online, Pick Up In Store") effectively "stitch” the channels together, with BOPIS
stimulating additional impulse offline purchases.

A successful omnichannel strategy requires not only technological
investments but also organizational alignment and the building of trust. Strategic
recommendations boil down to creating a single customer profile, utilizing Al for
analytics, and ensuring complete transparency in communication regarding data

usage.

Knrwouoei cnosa: pumetin, omHikaibHicmo, opaaiin- ma OHAAUH-MAPKEMUHe,
IMepCUBHI MeXHONO02TL, UMYYHUL IHMeLeKm
Keywords: retail, omnichannel, offline and online marketing, imersive
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pUTEITy B €MOXYy OMHIKAaHAJIBHOCTI € HE MPOCTO TPEHAOM, a cTae 0a30BOIO
OCHOBOIO PO3BUTKY OI3HECY B YMOBax, KOJIM MexXi MDK odiailH Ta OHJIAlH
kaHaamMu  ctuparoTbess  [1]. CydyacHuid mMoOKynenb, SKUHA € MEPEeBaXHO
oMmHikaHanbHUM (73% crHoxuBauiB), MPUPOAHO ITHOPYE INTY4YHI Oap'epu MIX
kaHajtamu [2]. BiH cTae HalO1IbII [IHHUM CETMEHTOM B PUTEI, T.S. BTpadae Ha
30% Oinbllle TOPIBHSAHO 3 KIIEHTAMH, 110 BUKOPHCTOBYIOTH JIMIIE OJMH KaHAI
nokynok [3, 4]. Cdepa posapionoi Toprieiai (FMCG-puteitny), € omHiero 3
HaWOLIbII JUHAMIYHUX Yy CyYacHId €KOHOMIIl, J€ MAapKETHHTOBl 1HHOBAIII],
BKJIFOYHO 3  OMHIKAHAJIBHICTIO, BH3HAYAIOTh  KOHKYPEHTOCIPOMOXKHICTh
mianpueMcTBa [5].

BnpoBakeHHs: OMHIKaHAJIBHOCTI BHUMAara€ He JIMIIE HAasiBHOCTI OaraTbox
KaHaNlB, aje ¥ ixHBOI iHTerpamii B eauHy cuctemy [6]. Ile crae MoxamBUM
3aBASKU PO3BUTKY KIFOUOBHUX TEXHOJIOTIH, 30KpeMa, LEHTPali30BaHUX CHCTEM
yOpaBJiHHS BigHOCMHaMU 3 KileHTamu, 30kpeMa CRM cuctemamu (Customer
relationship management), ski o0OpOONSAIOTH BEIMYE3HI MACHUBU JAHUX Ta
CTBOPIOIOTH €1MHUH Mpodisib criokuBava [7]. Kpim Toro, iHHOBAaIIiiHI plIlIEHHS Ha
6a31 mry4yHoro iatenekty (Al) Ta texnosoriit 3anypenns (AR/VR) no3somsitors
JOCSITTU TiNeprepcoHaizailii, sika € KJIH0Y0BOK BUMOTOI0 Cy4acHOro mokymis [8].

AKTyaJIbHICTh JTAHOTO JIOCJIJKEHHS IOJiArae B IMOTpeOl cucTeMaTu3ailii
NPAKTUYHUX 1HCTPYMEHTIB JIJIsl BAMIPIOBAaHHS BHECKY KOKHOTO KaHaiy (odraitH Ta
OHJIAMH) y 3arajlbHUil MPUOYTOK PUTEHIy, IO € BAXKJIUBUM JIJII CTPATETI4HOI
ONTUMI3AIll pEeKIaMHUX OIO/KETIB Ta MIJBMUILNEHHS 3arajbHOi MPUOYTKOBOCTI
TOPTOBENBLHOTO Oi3HECY.

Ananiz ocmannix 0ocnioxcens i nydaikayii. AHani3 CydyacHOi JliTeparypu
MiATBEPIKYE, MO OMHIKAHAJIBHICTh € TOJIOBHOIO TApaJUTMOI0 B PUTEI, sKa
BUMAara€ IMOBHOI 1HTerpaiii BCIX TOYOK KOHTaKTy MK (i3WYHUM Ta HUGPOBUM
kaHaiamu [1]. CydyacHi HayKoBI poOOTH OMMCYIOTh OMHIKAHAIBHICTh HE TIPOCTO SIK
Ha0ip KaHaTiB, a K LIICHY CHCTEMY KOMYHIKallii, e MOBIAOMJICHHS, TPOMO3HUIIT
Ta HaraJyBaHHs aJIallTOBaH1 JI0 TOBEIIHKY Ta Boa00aHb kiieHTa. Tak, [Iumymnina

FO.C. BuBYae posib OMHIKAaHAJIbHOI MAapKETHUHTOBO-KOMYHIKAI[IHOI MPaKTHUKU Y



3MIIIHEHHI KOHKYPEHTO3JAaTHOCTI YKpailHChKUX MIANpHEMCTB. Posrnsgae pucu
OMHIKAaHAJIBHOTO MIAXOMy, HOr0 BIUIUB Ha pPE3yJIbTaTUBHICTh B3aeMOIIl 3
KJIIEHTaMH, a TaKOXX aHai3ye IMepeBaru Takoro MiAXOoAy s Oi3HeCcy B yMOBax
mudpoBoi Tpancopmanii [9]. Aiolfi S., Edoardo S. akuenrtyioTh yBary Ha
HEOOX1THOCTI MEepPeXoy BiJl TPATUIINHOTO MYJIbTUKAHAIBLHOTO PHUTEHITY 10
OMHIKAHAJIbHOTO, IO CTaJl0 OCOOJIMBO AaKTyallbHUM Y 3B'SI3KYy 3 LU(POBOIO
Tpancopmariiero. lleit mepexin mnepeabavyae riauOoKy iHTerpaimito (channel
integration) Ta BIJACYTHICTh PO3PHUBY MIX OHJaWH- Ta (izuunum gocsigom [10].
Jlnst  OWIHKK ~ YCHINTHOCTI  BIPOBAKCHHS ~ OMHIKAHATBHOCTI  JOCIITHUKH
BUKOPUCTOBYIOTh CIIEIIalli30BaHl MOJENI, SKI BKJIIOYAIOTh A0 27 1HIWKATOPIB
iHTerpamii kaHaiaiB Ta 9 iHaMKatopiB nu@poBoi TpaHcdopmarii. Taki moxeni
J03BOJISIIOTH PUTEIepaM MOPIBHATHA CBOIO TOTOBHICTh 3 TATY3€BUMU MTOKa3HUKAMH
[11]. CydacHi myOutikaliii BU3HAYar0Th IITYYHUH 1HTEJIEKT Ta IMEPCUBHI TEXHOJIOT11
SK TOJIOBHI PYIIiiHI CUJIM HAaCcTynmHOTo eramy TpaHcdopmarii. IITydHuit iHTEeIeKT
(Al) crae HEOOXimHMM €JIEMEHTOM IS  3a0e3ledYeHHsS OMHIKaHAJbHOI
nepcoHaiizamii Ta e(EKTUBHOCTI, BIH JO3BOJIAE 3AINCHIOBATU TMPEIUKTUBHY
aHANITUKY, CErMEHTallll0 Ta HaJaBaTh I[EPCOHANI30BaHI peKOMeHnalli B
pealbHOMY Yaci, 110 € 3HaYHO €(EeKTUBHIIINUM 3a TpajulliiiHe A/B TecTyBaHHs. 3a
nporHo3amu, 10 2025 poky 60% puteiinepiB 1uaHyooTh iHTerpyBatu Al y cBoi
crparerii [12]. Texnonorii monoBHeHoi (AR) ta BipTyanbnoi (VR) peanpHOCTI,
puHOK sikux 10 2025 poky Moxe carnytd 198 mupa. gomapiB (3 15.3 muipg.
nonapiB 'y 2020), cTuparTh MEXI MK OHJaWH 1 (i3uyHUM 10CBimoM. Bonu
J03BOJISIIOTHh KJIIEHTaM BIPTyaJIbHO MPHUMIPATH TOBapH abo Bi3yamizyBaTu MeOui
BoMa (try before you buy), mo € BaxmuBuMm nis purteiny [13]. Tlompu Bci
nepeBard, JOCHIITHUKMA BKa3ylOTh Ha 3pPOCTAaHHS CKENTUIM3MY KII€HTIB MIOJ0
3aXUCTYy TNEPCOHANBHUX AaHuX: Jumie 16% crnokuBadiB BUCIIOBIIOIOTH BHCOKY
JOBIPY /10 pUTEHIEpiB y oMYy NHTaHHI. Lle CTBOprOE «HOBI JKepena TepTsI»
(friction) 1 BuMarae BiJ KOMMaHiil Mpo30poi KOMYHIKAIli MO0 BUKOPUCTAHHS

MEePCOHANIBHUX JaHuX [ 14].



Dopmynweannus yineuw cmammi (nocmanoseka 3aedamnnsn). Mera
JOCTI/DKEHHSI ~ TOJSIra€ 'y BUBYEHHI CTpPATEriuHUX, TEXHOJOTIYHUX  Ta
MapKeTHHTOBUX 1HCTPYMEHTIB, HEOOXITHUX JUIsl TOBHOI iHTerpaiii odiaiH- Ta
OHJIAWiH KaHAMIB Y PUTEHITI.

Buknao ocnosnozo mamepiany oocnioxcenns. llepexin 10 OMHIKaIbHOCTI
3yMOBJICHUH (DIHAHCOBUMM MOKa3HUKaMu. OMHIKaHaJbHI KJIIEHTH € HaUOUIBII
I[IHHAM CETMEHTOM: BOHHU HE JiuIie BuTpadaroTh Ha 30% Ounble, ane il MarOTh Ha
30% Buunry noxxurteBy wiHHICT (LTV) MOpiBHAHO 3 THUMH, XTO BUKOPUCTOBYE
aumie onuH kKaHan [2]. Kommanii, siki eeKTUBHO BIPOBAIKYIOTh OMHIKaHAJIbHI
CTpaterii, JOCAraloTh 3HAYHO BUIIOTO DPIBHSA YTpUMaHHSA KiieHTIB (89% mpotu
33% y KOHKYPEHTIB) 1 OTPUMYIOTh PIYHUN MPUPICT TOXOAY Ha piBHI 9,5%, 110
3HaYHO TIEPEBUIIYyE€ TOKa3HMKU KOMMaHii 31 crnabkor iHTerpauieo (3,4%)
OMHIKaHaJIbHI CTpaTeTil TAKOXK MOXYTh MIJBUIIMTH cepeaniit ek Ha 13% [3, 4].

Buma ¢inancoBa epeKTHUBHICTh OMHIKAaHAJIIBHUX CTpaTerid KOPEIIOEThCS 3
MepPEeBaror0, sIKy CroKHMBadl TOTOBI IJIATUTH 3a 3py4HicTh. 3pocTanHs LTV #a 30%
€ mpssMUM (PiHAHCOBUM TOKa3HWKOM YCIIITHOTO BIPOBAKCHHS OMHiIKaHaJIbHHUX
ctpareriil. JlocnimpkeHHa MoKa3ytoTh, MO 66% KI€HTIB 00MpaloTh PO3APIOHOTO
MPOJIABIISA, BUXOASYM 31 3py4HOCTI, 1 juine 47% — Ha ocHOBI miHu [15]. KiieHnt
TOTOBUM IIJIATUTH OLIbIIE 3a IO3UTHUBHHUM JOCBIA, HE3aJIE)KHO BlJ TOTO, J€ BIH
B3aemoie 3 Opergom [1]. Ile#t piBeHb 3pydHocTi cTae 6a3oBor0 BUMOrow: 90%
CIIOKMBAYIB OUIKYIOTh O€3IMEpEelIKOHUX B3aeMOi, ane muiie 29% kommaHin
MOXYTh 1X 3a0e3meuuT. bingbme Ttoro, 88% mOKymiB OUIBII CXWIbHI
MOBEPHYTHUCS 10 O13HECY, KU MPOMOHY€E TaKUW MO3UTUBHUM TOCBIA [2].

OMHIKaHaJIbHA CTpaTeris 3aCHOBaHAa Ha TOMY, IO KJIIEHT € LIEHTPOM, 1 BiH
crpuiiMae BCl TOUKH KOHTAKTY SIK €JUHUM, HUTICHUHN npocTip. CydyacHUi MOKymenb
MPUPOJIHO MEPEXOAUTh 3 MOOUIBHOTO MPHUCTPOIO 10 (HI3UYHOTO MarasuHy abo 3
COILIAILHUX MEpeX 10 MOOITBPHOrO noAaTKy. ['oloBHE 3aBHaHHS puTeiiepa —
(GIIUTUY» BC1 CBOI KaHAJIM B €IMHY CTPATET1I0, I00 KIIIEHT OAYUB LITICHY KapTHHY,
HEe3aJIeKHO BIJl TOTO, A€ BiAOYBaeThCsl B3a€EMOJIis. 3 1HIIOI CTOPOHH, aHATI3YIOUU

JaH1 MO0 1CTOPil KyMmiBesb, IEPEXOAIB MK KaHAJIaMU Ta TIOBEIIHKU CTIO’KHUBAYIB,



HIANPUEMCTBO OTpUMYE 1H(OpMAIlIO, BUKOPUCTaHHS $KOi Npu (HopmyBaHHI
BUXITHUX 1HGOPMAIIMHUX TOTOKIB HAJAa€ MOXIJIHUBICTh BHKOPUCTOBYBATH
THIMBITYaIbHUM TIX14 10 KOKHOTO KJIIEHTA Ta OMEPATHUBHO pearyBaTH Ha 3MiHU
CIIOKUBYHX BIOI00aHb [16].

Y cnoxuBaya WUIAX A0 TOKYINKH BKIIOYAE IM'ATh KIOYOBUX (a3:
JOCIIJIKEHHSI PUHKY/IONIYK, TECTyBaHHS, KYyMIBIS, OTPUMAaHHSA MPOAYKIII Ta
noTeHUiHe moBepHeHHA [15]. Xoda KII€EHTH MOXYTh BHKOPHUCTOBYBATH pi3HI
KaHaJIM Ha eraml JocihijkeHHs (Hanmpukian, 70% KII€HTIB NPOBOASATH OHJIANWH
NOIIYK Tepe] BIABAYBaHHSAM Mara3uHy) [4], Taki naii, Sk mnOpuadaHHs Ta
oTpuManHs, € (pikcoBanumu. L[s HemiHINHA TOBEMIHKA MIIKPECTIOE UKITIYHICTD
npoliecy: Hanpukian, 54% MOKYIILIB AUBIATHCSA TOBap y (PI3MUYHOMY MarasuHi, a
MOTIM KyMyloTh Horo oniaitH [5]. Takum dYmHOM, CTpaTteris MNOBHHHA OyTH
aJlanToBaHa JI0 I11€i MOCTIMHOI Mirpaiiii.

[Tepexin Big MyIbTUKaHAIBLHOCTI (/1€ KaHAJIM MPAIIOIOTh MapajieIbHO, YaCcTo
HE3aJIe)KHO) S0 OMHIKAaHAIBHOCTI ([ KaHaJIHW TOBHICTIO 1HTETPOBAHI) € HOBOIO
napaaurmoto B puteini [10]. OcHoBHUM Oap'epom AJisl JOCSITHEHHSI OMHIKaJIbHOCTI
B pUTENl € opraHizamiiiHa cTpykTypa. CropaBkHe OMHIKAHaJIbHE YIPABIIHHS
BUMAara€ oOpraHi3alliiHuX 3yCWJIb Ta CTUMYJIOBaHHS CIHIiBIOpali MDK yciMa
BJIJIUIaMHM KOMIaH1i, OCKIJIbKU €IMHUM KIIEHTCHKHUM JTOCB1/ 3a0€3MeUy€eThCs JIUIIIE
TOJI1, KOJIX BC1 acTeKTH 013HECY MPAIIOI0Th y3ToKeHOo [25].

Chdepa FMCG-pureitly € KIIOYOBUM JpaiBEpOM  MAapKETHHTOBUX
1HHOBAIIIM, IO BU3HAYAIOTh KOHKYPEHTOCIHPOMOXHICTH [5]. Xoua eneKTpoHHA
KOMEPIli TPOJOBXKYE 3POCTATH, MOCTIDKCHHS MIATBEPIKYIOTh, IO OUIBIIICT
CIIO’KMBAYiB B1IJIaOTh MepeBary riopuaHii Mojeni, ae Gi3uyHI Mara3uHu HaJaroTh
MOJKJIMBICTh «B3a€EMOIISTH» 3 MPOAYKTOM Ta OTPUMATH €KCHEPTHY KOHCYJbTAIlI0
Bij nipoaaBus [17]. ®@i3udH1 Mara3uHu, MOBUHHI OyTH BOYJI0BaHI B OMHIKaHAJIbHY
apXITEKTypy, TOMY 110 BOHM HaOyBarOTh HOBOI pOJIi: BOHHU CTalOTh JOKAJIbHUMU
MapKETUHTOBUMHU XabaMy Ta JIOTICTUYHUMH MIKpO-CKJIagamMu. BiIKpUTTs HOBOTO
¢b13u4HOrO Mara3uHy 301ublye BeO-Tpadik y mpuiieriiii 3041 Ha 37% Ta niABUILY€e

oHJalH-nponaxi Ha 6,9% [2]. Lle mepexoHIUBO AEMOHCTPYE, IO 1HBECTULIT Y



bi13uuHy Mepexy MaroTh OL[IHIOBATUCS HE JHUIIE 3a 0(IIaiiH-I0X00M, a i 3a TXHIM
OpsIMUM BHECKOM y I¢poBi MeTpuku. J[o Toro x, 60% ycix puUTein-npoaaxis
bopMyIOThCS MiJ] BIUIMBOM LIU(PPOBUX KaHAJIB, HaBITh AKIIO (piHAJTBHA IMOKYIIKA
BinOyBaeThcsi B Maraszudi[3]. Lle miaTBepmxye, mo mist 80% puteitnepiB ¢izuuHi
TOYKH 3aJUIIAIOTHCS BUCOKO PEJICBAaHTHUMH [5].

OMHiKaHaJIbHA MOJIENb TTPOIAKIB BUMArae €JJMHO1 0a3u JaHUX KITIEHTIB, sSKa
NOBHMHHA OYTH JOCTyMHa JUIsi BCIX (DYHKLIOHANBHUX MIAPO3ILTIB (MapKETHHT,
npojaaxi, cepsic, Jjorictuka). CRM-cuctemu miisi puTediay mpuU3HAYEHI s
30epiraHHs Ta OOpOOKM BETWYE3HWX MACHUBIB KIIEHTCHKUX JTaHUX, BKIIOYAIOUN
ICTOpI0 TOKYTIOK, BIOJOOAHHS Ta CIOCOOM B3a€MOJIii, IO JIO3BOJISIE CTBOPUTHU
eauHui mpod b KirieHTa [7].

JluHamika pUHKY TIATBEPUKYE KPUTUYHICTH IOTO HampsiMy: puHok CRM-
MpPOTPaMHOr0 3a0€3MEeUeHHS [ YNPaBIIHHSA BIJHOCHHAMHM 3  KJIIEHTaMHU
JEMOHCTPY€E BUCOKUHU piuHui mipupicT (+1,7%), a Horo eMHICTh, 3a MPOTHO3aMH, Y
nepiof 3 2015 mo 2025 pik y noimapoBoMy €KBIBaJIE€HTI 3pOcTe O1IbII HIXK BABIYL —
3 24 mubspaiB y 2015-my no 45 y 2020-my ta maibke 50 —y 2025-my . Ockiabku
pUTEII-KOMIaHIsIM HEoOX1IHO He juimie 30epiratd, ajge i MUTTEBO aKTHUBYBAaTH
JaHl NOpo TOBEAIHKY B pealbHOoMy 4aci, kiacuuHi CRM-cucremu
TpaHC(POPMYIOTHCS B O1JIBII IHTETPOBAHI PIIICHHS, 110 3a0€3MeUy0Th HEOOX1THUM
«moptpet kimientay. Cydyacna CRM-cuctema it puTeilily 103BOJISIE CETMEHTYBATH
KJIIEHTIB 3a IIJIO0 HU3KOK KPUTEPIiB: BIK, CTaTh, reorpadiuyHe po3TallyBaHHS,
ICTOpIsl TOKYTOK Ta iH. A 1Ie — 3amopykKa TOYHOTO TapreTyBaHHs MapKETHMHIOBHX
KaMIaHiiu [7].

Kputnuno BaxiauBuM 151 Oe3mepeOiiHOro KIIEHTCHKOTO JOCBITY TaKOX €
MOBHA BUIUMICTh 3aMaciB y PEXHMI pPeaTbHOTO dYacy 4epe3 yci IuiaTgopMu.
Ockiiibku puban3HO 20% puTelay rpyHTY€eTbCsl Ha NpUHIUII «f X0ouy 11e 3apa3»
(I want it now), muTTeBa 1H(OpPMaIIis PO HASBHICTH TOBapy € (HyHIaMEHTAIbHOIO
BuMoOTO010. [l 11boro MoxkHa BukopuctoByBaTH xmapHi ERP (Enterprise Resource

Planning) [1, 3, 4].



['Hydki MeTOAM OTPUMaHHS TOBapy CTaJIM CTaHIAPTOM OdviKyBaHb. [lociyra
«Kymyit onnaiin, 3abupait y maraszudi» (BOPIS (Buy Online Pick Up In-Store))
KopuCTyeTbes miepeBaroro y 50% cnoxkwuBauiB. lLleit Mmeron wmae 3HauHMiA
KoMepuiiHui eext: 67% Kii€eHTiB, ki BUKOpUCTOBYIOTH BOPIS, 3aiiicHIOOTH
JOMATKOBI TIOKYIKK MiA dYac BI3UTYy A0 ¢izuuHoro wmarasuny [3, 18]. Ile
nigkpecmoe, o BOPIS — ne edextuBHUN I1HCTPYMEHT HJisi CTUMYJIFOBaHHS
IMITyJIbCHUX O(JIalH-TPOJaXIB, a HE MPOCTO JoricTuyHa omiis [18, 19]

[lomonanust po3puBy MDK oO(diaailH- Ta OHJIAH-KaHajlaMu BHMarae
IHCTPYMEHTIB, 10 3a0e3neuyioTh MiIaBHUU mnepexia. QR-koam € BaximuBuM
MEXaHI3MOM, IO J03BOJsi€ (Pi3uyHii peknami (adimam, Oykieram, IpYKOBAHUM
MarepiajiaM Ta 1H.) MUTTEBO MEPEHANPABIISATH KIi€HTAa HA MOOUTbHMI JI0AaTOK abo
nepcoHani3oBaHy  mpomno3uiiro.  Buxopucranns  maskiB  (beacons) Ta
BIPOBA/KCHHS LIU(PPOBUX EJIEMEHTIB, TAKUX SK 1HTEPAKTUBHI CTCHAH, Y (DI3UUHUX
MarasuHax, JI03BOJISIE KJIIEHTY OTpUMyBaTv HUGPOBY iHGOpPMAIIIO NPO MPOIYKT,
OiACWIIOIOUM TpU  LbOMY eMomiauii edekt ¢izuunoi mnpucytHocti [20].
CyyacHum HampssMoM Takox € BukopuctanHa NFC TteriB (Near Field
Communication), T.1. BOHM MOXXyTh OyTH IHTE€IpOBaHI B peKJIaMHl KaMmmaHii. 3a
JIOTIOMOTOI0 JIaHOT TEXHOJIOTIl CIOXKHMBa4l MOXYTh OyTH MepeHampaBieHHI Ta
3ampouleHi 10 y4acTi B MAPKETHMHTOBUX 3aX0J1aX, TAKMX SIK HAKOIHWYEHHs OaliB,
jgorepei abo MOCTYN 10 EKCKIIO3UBHOTO KOHTEeHTy. lle edexTuBHO mocuioe
B3aEMOII0 MK OpEHJAOM 1 CIOXHMBauyaMH, CHPHUSIOUYM TMPOCYBAaHHIO HOBHX
MPOIYKTIB Ta KopropatuBHOi iH(opmamii [21]. Jlani TexHOJOTii HE TIIBKA
CKOpPOUYIOTh PO3PHB MiX O(QUIaliH- Ta OHJIAWH KaHAJIaMH, aje # OTPUMYIOTh
KOHKYPEHTHY TepeBary HaJl 1HIIUMHU oQIaiiH-IpoMOLIMHUMU KaMnaHisMu. Meta
UX MEXaHI3MIB MOJSTa€ HE JIMIIE y CTUMYJIIOBaHHI OHJANH-aKTHUBHOCTI, a ¥ y
300p1 iHHOT 1H(OpMaIii po odaitH-CrIokKUBadiB (Yepe3 MPOrpaMH JIOSUIBHOCTI,
CKaHyBaHHS  TOBapiB), MI0 TOTIM BHUKOPHUCTOBYEThCS MJIsi  MOJAJBIION
nepcoHani3alii KOMyHIKarii.

CtumyIntoBaHHS BI3UTIB 710 (I3MYHUX MarasuHiB 4epe3 IU(poB1 KaHAIU €

OJIHIEI0 3 Hale(EeKTUBHIIIMX OMHIKAHAJIBHUX cTparterid. /i mporo mpouecy
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(manpuxman, Google Local Inventory Ads), sxi iHpOpMYyIOTh OHIANH-KOPHUCTYBaya

PO HAasSBHICTh TOBapy B HauOmmwkdoMmy (iznuHoMy MarasuHi. OMHIKaHaJIbHI

CTpaTerii 31aTHI 30UIBIIUTH KUTBKICTh Bi3UTIB 10 Mara3uHiB Ha 80% [4].

InTerpariiini 1HCTpyMeHTH MK odJialiH- Ta OHJIAWH-KaHaJIaMU HaBEJICHI Y

tabmum 1.

Ta6auusa 1. InTerpauiiidi iHCTpyMeHTH Mik 0(1aiiH- Ta OHJIAH-

KaHaJIaMu
Hampsimoxk Merta KirouoBi [Tpuknan peamizarii
iHTerparii TEXHOJIOTIT
Odnaiin to Ounaita | 30ip 1aHuX Ta QR-xomn, CkaHyBaHHA TOBapy B
CTUMYJIFOBAaHHSA Beacons, NFC MarasuHi JUiss OTPUMaHHS
1 poBOi aKTUBHOCTI B teri, Wi-Fiy KyrmoHa B MOOUTbBHOMY
OHJIal{H MarasuHax MarasuHi JOJIATKY
Omnnaiin to Odnaitn | CtumymtoBaHHs — Bi3HTIB | ['eotapreTuHr, 3aMOBJICHHS OHJIAH 3
Ta nponaxis y ¢izuunux | Google Local | orpumanHsIm Ta
MarasuHax Inventory  Ads, | 7101aTKOBOIO MTOKYIIKOIO Y
BOPIS dbizuuHii TOUI
[Tepconamizarris V3romkeHnn €auua CRM | Pexomenpariii  TOBapiB,
CX (customer KII€EHTCEKUHA TOCBIZ Ta | CHCTEMA, Al | mo BIIIIOBIJAIOTH
experience) MIPOTIO3HITIT Push-cnioBimennst | momepeaHiM  MOKyIKaM
KJII€EHTA
Oneparriiina VYrpaBniHHA 3amacamMu Ta | XMapHi ERP, | BinoO6paxeHHsI HasIBHOCTI1
[iHaMHU wiathopmMu TOBapy y KOHKPETHOMY
IUHAMIYHOT'O MarasyHi Ha CcalTi B
IIIHOYTBOPEHHS pearbHOMY Yaci
Iicepeno: cghopmosarno na ocnosi [2; 8; 16-18; 20 ].
[lITyyHuii 1HTENEKT € HEOOXIJTHUM €JIEMEHTOM IS 3a0e3NeueHHS

OMHIKaHaJIbHOI TIepCOHaI3allli, OCKUIBKA TpaaulliiHI MeToau (Hampukiaan, A/B
TECTyBaHHS) € HAATO TOBUIBHUMHU JUTsl 3a70BOJICHHS IHIWBIIYyaldbHUX MOTPEO
KJIIEHTIB. AJITOPUTMH Ha OCHOBI IITYYHOTO IHTEJICKTY MOYXKHA BHKOPHCTOBYBATH
JUTsI KEPYBAHHS MPOIECOM TOITYKY TOBApPiB, SIKMM PUTEHIN CTBOPIOIOTH JIJISi CBOIX
Lle

pexomeHaIii mojo ToBapis . L{i pekomeHanii 703BOIAIOTh KIIIEHTaAM 3HAXOUTH

KJIICHTIB. JOCSITAEThCST  TIUIIXOM  BIIOOPaKEHHS  TIEPCOHAII30BAHMX

OlspIlle TOBapiB, 110 MPU3BOAUTH A0 OUIBIIOI B3a€EMOJII, TOAaBaHHS TOBApiB IO
komrka (ATC) ta kouBepciit [23]. Kpim Toro, Al iHTErpyeThcsl y KOMYHIKaIlifH1

KaHaJIM dYepe3 Yar-00TH Ta BIPTyabHI AaCHCTEHTH, SKI HaJalOThb MHUTTEBY



miATPUMKY 24/7, BUKOPHUCTOBYIOUM NPO(DIIb KII€HTA, ICTOPII0 MOKYIOK Ta
MOBEIHKY Ui HaJaHHSA MUTboBUX pimeHb [9]. Takoxk Al 3maTtHuii aHamizyBatu
HACTpIN KIIIEHTIB MiJ 4ac po3MOB, BUSBIISIOUM HeeEKTUBHI ClIeHapii KOMyHIKaIli
Ta TIIBUIIYIOYM SKICTh oOcimyroByBaHHs [24]. IHBecTuIliiHa aKTHUBHICTb
niaTBepaKye 1eh TpeHa: 64% MapKeTosoriB IJIaHyIOTh 30UIBIIMTHA BUTPATH HA
Al, a 60% pureiiniepiB MarOTh Ha METI IHTETPyBaTH MOro y cBOI cTpaterii 10 2025
poky [3].

IMepcuBHI TeXHOJIOTIT — 1€ IHCTPYMEHTH HaornoBHEHOI (AR), BipTyanbHOT
(VR) Ta 3mimanoi peambHOcTi (MR), ki 3a0e3meuyioTh e€(eKT «3aHypeHHS» Y
B3a€EMOJII0 3 TOBAPOM YU OpPEHJOM, TaKMM YMHOM BiIrPalOTh KIIIOUOBY POJIb Y
CTBOPEHHI T1OpuHOTO (hi3uaHO-IIMPPOBOTO J0CBIAYy. JlomoBHeHa peanbHICTh (AR)
JI03BOJISIE CHOXKMBa4YaM BIPTyallbHO NMPUMIPATU onxar abo BizyamizyBaTH MeOml y
CBOEMY JOMi, (aKTHUHO CTHpAlOYd MEXKYy MDK OHJAWH-TICPErisagoM Ta
HEOOXIHICTIO (DI3UYHO «IOTOPKHYTHCS» 10 ToBapy [17, 24]. 3actocyBaHHs
IMEPCUBHUX TEXHOJIOTIM  CHpHYMHSAE€ (yHIAMEHTAIbHY 3MIHYy  KJIACHYHOI
napajgurMy B3a€MOJIIi MK OpeHJIOM Ta MOro IIJILOBOIO ayJUTOPIEI0, OXOIUIIOI0UN
Bcl (ha3u nuisixy kmieHta (customer journey). 30Kpema, Ha TOYaTKOBiM (asi
NpUBEpPTaHHS yBaru, iHCTpyMeHTH jgomoBHeHOi (AR) Ta BipryansHoi (VR)
pPEATBHOCTI  CTBOPIOIOTH  BINUYTTS HOBHM3HM Ta €MOIIHHOTO  3amydeHHS,
CTUMYIIIOIOYM 1HTepec A0 mpomosuiii. Hanmami, 3aBasku 1HTEPaKTUBHUM
npuMipKaM Ta BIPTyaJIbHUM IIOypymMaM, BiJIOyBa€TbCsl TJIMOINE 3aHypEeHHs
CIOKMBaya, 1110 3MEHIIYE€ HEBU3HAYEHICTh Mia 4yac BHOOpy. Y a3l mpuiHATTA
pimenns, AR/VR BizyamizamiitHi Mojieni A0mMoMararoTh CIIOKHUBAa4YeBl BIATBOPHUTH
MOTEHIIIKHI CIIeHapii BUKOPUCTAHHS MPOAYKTY, MOCHIIOIYN HOTO BIEBHEHICTH Y
pilieHHi mpo KymiBmo. be3nmocepeaHbo Ha erTami KyIiBii, IMEPCHBHI 3acobu
IHTErpyroThcss B IMdpoBi T1uiatdhopmu st 3a0e3MeueHHs MEePCOHATI30BaHOI
B3aemoii. Hapemri, micis npuabaHHs, AaH1 TEXHOJOTII CIYTYIOTh Ui HaJdaHHS
nonatkoBux ceppiciB (VR-iHcTpykiii, AR-miaTpuMKa), 10 € KpUTHYHO BaXKJIUBUM
111 GOpMYyBaHHS JIOSIIBHOCTI criokuBada. Takum unHoMm, AR/VR/MR mnoctynoBo

CTalOTh HEBIJI'€MHUM €JIEMEHTOM CHOXXHMBUOTO aocBimy [24]. Punox AR/VR



JEMOHCTPYE 3pOCTaHHS, TMporHo30oBaHe, Tak aHamiTukd Industry ARC
(MI>KHapOJHOI KOHCANTHUHIOBOi (ipMu B cdepl MapKETUHTOBUX JTOCIIIKEHD)
MPOTHO3YIOTh, 110 puHOK AR/VR y cdepi pureitny no 2030 poky 3pocte no 27,48
mipa noia. CIIA [25]

Xoua Al 3abe3neuye mepcoHamizailiio, HOro BIPOBA/HKEHHS MOB'A3aHE 3
BUKJIIMKAMU y cdepl 3aXUCTy nepcoHanbHuX naHux. Jlume 16% cnoxuBayis
BUCJIOBIIIOIOTh BUCOKHM pIBEHb MOBIPH A0 PHUTCHJIEPIB y MNHUTAHHAX Oe3meKu
nepcoHaabHUX NaHux [14]. st 3MilHeHHs OBIpY PUTEJIEpU TMOBHUHHI NEpEHTH
70 TPO30pOi KOMYHIKAIlli, YITKO TOSCHIOIOUH, SK CaM€ BHUKOPHCTOBYETHCS
iHpopMalLlig KITIEHTIB 1 Ky Buroay (y BHUIVIAAI Kpamoi MepcoHamizamii Ta
3pY4YHOCT]) BOHU OTPUMYIOTH [ 14].

Tpamumiitai moxmemi arpuOymii (Hanmpuknax, Last Click) nwe 3matHi
BIIOOpa3UTH CKJIQJHUN MIISAX CYYaCHOTO TOKYIIS, OCOOJMBO KOJU IU(GPOBI
KaHaJIM JIMIIe BIUIMBAalOTh Ha ¢iHalbHE pimeHHs. L[ mpobiema € KpUTUUHOLO,
ockinbku 60% ycix puTeln-mpogaxiB (OPMYIOThCS TiJ BIUIMBOM LU(POBHUX
B3a€MO/IiH, HABITh SKIIO MOKYIIKa B110YBAa€ThCs B Mara3uHi [3].

OMmHiKaHaJIBHICTh 00’€HY€E BCi KaHAJIM KOMYHIKAIli B €IHHY CHCTEMY,
MOXHa CKa3aTH IO II€ CTpaTeris, sKa CTBOPIOE OC3MIOBHUM 1 €AUHUN JTOCBIA JJIs
KJIIEHTa, 00'€IHYIOYM BCl TOUKH B3aeMO/IIi (OHIalH Ta oJialiH) B €IMHY CUCTEMY.
3aBASKH [IbOMY, KOMIIAHIsl 3aBXKAM MAa€ MOBHY ICTOPIIO KII€HTA, IO J03BOJIAE iid
HaJlaBaTH IOCIIOBHUM, MEPCOHATI30BaHUN Ta SKICHUM CepBIC HE3aJISKHO BiJ
oOpanoro kanamy [27]. MiKHapOogHHIl JOCBIJ JAEMOHCTPYE KibKa YCIIITHUX
MOJIeJIeH 1HTerparii:

e Amazon IHTerpye OHJaWH-IIaTGopMy 3 (PI3MUHMMHU Mara3uHaMu
Amazon Go, Ae MOKyNKd 3A1HCHIOIOThCS 0€3 Kac depe3 MOOUIbHUN J0JaTOK, a
TaK0’X BUKOPHUCTOBYE T0JI0COBI NMOKYMNKHU (Alexa) [28].

e  Walmart ycmimuo BrnpoBanuB nociyry BOPIS, sxa crana ramyszeBum
CTaHapTOM, 3a0€3MeuyI0UYH 3pYUHICTh ISl KI€HTIB[28].

e Nike mnoemHye Kilbka KaHaJIIB KOMYHIKaIi: (I3U4HI MarasuHu,

MoOuTbHUIT fonmaTtok Nike App, BeOcailT, comiaibHI MeEpexi Ta CHUCTEMY



€JIEKTPOHHOI TMOIITH. 3aBIsSKH TOBHIM IHTErpauii KaHaliB KII€EHTH OaudaTh
aKTyaJbHI MPOMO3UIli, AOCTYNHI TOBapH Ta MAalOTh MOXJMBICTh 3a0pOHIOBATH
HEOoOX1THUI po3Mip ab0 KOJip B HaOIMKYoMy Mara3uHi. Nike Takox BIpoBaauiia
nporpamy josmbHOCTI NikePlus, sika oxomioe BCl KaHamu B3a€MOJIi Ta HaJae
€KCKJIIO3UBHI MPOTO3UIIT JIJIs1 BCIX 1X ydacHUKIB [29].

e Gigantti (PiHngHAIS) BUUIIOB y JIJEPU B CKAaHIWHABCHKOMY PETiOHI
3aBJISIKM MPIOPUTETY MOBHOI JOCTYIMHOCTI 3amaciB (stock availability) y peansHOMY
gacl 4yepe3 ycl KaHajid, 110 BBaXKA€ThCA 0A30BOI0 BUMOIOIO I Oe3mepediiHoro
OMHIKaHaIIbHOTO J0cBiay[30].

VYKpalHChKUN PUTENIT TaKOXK aKTUBHO PO3BUBAIOTH OMHIKaHAJbHI CTpAaTerii,
aJIanTy0uH II100anbH1 TEXHOIOTIT 0 JOKATbHUX YMOB:

e Rozetka sx omuH 13 HAUOLIBPIIUX OHJIAWH-PUTEUJIEPIB PO3BHUBAE
OMHIKaHAJILHICTh 4Yepe3 IIUPOKY Mepexy (I3MUHMX TOYOK BHAAYl, IHTETPYIOUU
OHJIAliH-3aMOBJICHHST 3  odualiH-oTpuMmaHHAM. Takox Rozetka axkTuBHO
BUKOPHCTOBYE COILIabHI MEPEXKl JUIA B3a€MOJIIi 3 KIIE€HTAMH, MyOJIKYIOUH aKIii,
HOBHMHHM Ta BIJMOBIJIal0YM Ha 3amuTH KopucTyBauiB y Facebook, Instagram, Viber
[28].

e EVA axTuBHO iHTerpy€e MOOUIbHHUI JOAATOK 13 (PI3MUHUMU Mara3uHaMH,
BUKOPHCTOBYIOUM COLIQJIBHI MeEpexXi I B3aeMOJli 3 KIIEHTaMH, a came,
3aMOBJICHHS TOBAapiB, MPOBEJCHHS OHJIAWH MalCTEP-KJIaciB Ta KOHCYNIbTAIIl yepes
Bijco vaTH [28].

e Brocard 3giifichuna mepexig  BiA < MacoBUX ~ MPOMOAKLIA 10
IHIUBITyaIbHOI KOMYHIKAIll i moHaja 1.8 MuTblioHA KIEHTIB, 1HTETPYBaBIIA
CRM-cucremy 3 iHCTpyMEHTaMH aBToMaTu30BaHuX Viber- Ta SMS-kamnaniii. Lle
JI03BOJIMJIO JIETANbHINIE BIJCTEXKYBAaTW [1i MOKYMNIB 1 3allyCKaTH NEPCOHANbHI
HarajyBaHHs (HampHKJIa, Ipo MOKUHYTHHN KOUK) [27, 29].

Bucnosxku ma nepcnekmugu nooanbiiux 00Cai0HceHsb y OaHOMYy HANPAMI.
OMHIKaHATBHICTh CHOTOJHI € HEMHUHYYOK) EBOJIOIIEI0 PUTEHTYy Ta KIIOYOBOIO
cTpaTeriero (piHaHCOBOI PEHTAOENBHOCTI, J€ YyCmiX Oi3HECY BU3HAYAETHCS HOTO

3MATHICTIO 00’eaHaTH IUGPOBI Ta (I3MUHI KaHAIU B €IUHY cHCTeMy. Y Wil



napagurmi  (I3MYHI MarasuHd 30epiraloTb CBOIO JKUTTEBO BAXKIHMBY POJIb,
TpaHCHOPMYIOUHCh 13 TMPOCTHX TOUYOK MPOJAXy HA JIOKAJIbHI JIOTICTUYHI Ta
MapKETUHTOBl Xa0u, 10 aKTMBHO CTUMYJIOKOTh HubpoBuil Tpadik. BogHouac,
BUKOPDHCTAHHSA IUTYYHOTO IHTEJEKTY Ta IMEPCHUBHUX TEXHOJIOTIH CTae
OOOB'I3KOBUM  1HCTPYMEHTOM IS  JIOCATHEHHsI  TileprepcoHamizaili Ta
MaKCHMAJIbHO1 ~ omepamiiHoi e(peKTUBHOCTI, OCOOJHMBO y TaKUX KPUTHYHO
BaXUIMBHX cdepax, SIK CHHXPOHI3allis 3amaciB Ta JUHAMIYHE LIHOYTBOPEHHS.
['ooBHI cTpareriyHi peKoMeHAaIli s PUTEHIEPIB 3BOAATHCA JI0 CTBOPEHHS
€IMHOTO MPO(DLUTIO KITI€HTA T4 BUKOPUCTAHHS IITYYHOTO 1HTEIEKTY JUISl aHATITUKH,
3a0e3MeyeHHs] MOBHOI MPO30pPOCTI 3alaciB y peaJbHOMY Yaci Ta aKTHUBHOTO
po3Butky mociayr BOPIS. 3pemtoro, ycminiHa OMHIKaHalbHA CTPATETis BUMAarae
HE JIMIIEe TEXHOJIOTIYHUX I1HBECTHUIIIH, aje ¥ OyJIBHHUITBA JOBIpU, TOMY
3a0e3rneueHHs Mpo30poi KOMYyHiKallii 040 BUKOPHUCTAHHS MEPCOHAIBHUX TaHUX
NIEPETBOPIOE €THYHI HOPMH HA TOTY>KHUU CTPATETIYHUNA €IEMEHT, M0 3MIIlHIOE

JIOBTOCTPOKOBY JIOSTIBHICTh KJIIEHTIB.
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