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EBOAIOLISI MAPKETMHTOBUX CTPATETIN:
BIA MPOAVKT-OPIEHTOBAHOCTI AO KAIEHT-OPIEHTOBAHOCTI

Marketing is an integral part of modern business, evolving alongside the development of
contemporary theories and practices in entrepreneurial, commercial, and other types of activities.
Initially, most business entities focused on the product, concentrating on manufacturing goods, their
quality, and properties. However, over time, with market saturation and changes in consumer needs,
they gradually began transitioning to customer-oriented strategies. Therefore, the aim of the article
is to explore the specifics of the evolution of marketing strategies from product orientation to
customer orientation. The article notes that the evolution of marketing strategies has gone through
severalimportant stages, each of which introduced significant changes in approaches to customer
interaction and demand management. It is also noted that classical product orientation (1920s —
1950s) focused on the quality and technical characteristics of the product, which led to mass
production of standard products. However, this approach did not take into account the individual
needs of consumers, which often led to low loyalty and limited growth. It is noted that sales orientation
(1950s — 1970s) focused on actively stimulating demand through advertising and aggressive sales
tactics. While this contributed to short-term demand growth, this approach did not allow for the
building oflong-term relationships with customers, limiting its effectiveness in creating loyalty. It is
proven that customer orientation (the early 2000s to the present) has become the culmination of the
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evolution of marketing strategies, through which businesses began focusing on satisfying consumer
needs, personalizing interactions, and creating a unique customer experience. This allowed brands
to establish an emotional connection with customers, fostering loyalty and long-term relationships,
while creating a unique experience for each consumer. Overall, the evolution of marketing strategies
reflects a gradual shift from focusing on the product and sales to paying attention to the needs and
experiences of customers. The prospects for further research lie in studying the impact of emerging
technologies and digital transformations on the development of marketing strategies, particularly in
improving personalization and interactivity in customer interactions amid rapidly changing market
conditions.

MapkeTuHr e HeBigAiNbHUM CK/1aAHUKOM Cy4acHOro 6i3Hecy Ta eBOJIIOLiOHYE Pa30M i3 pO3BUTKOM
Teopin i NnpakTuk y cpepi nignpueMHNLTBa, KOMEPLINHOI Ta iHWMXx BUAIB RisnbHOCTIi. Cno4aTky
6inbLIicTb Ccy6 '€KTIiB Gi3HeCy OpieHTyBannch Ha NPOAYKT, 30CepeaXyio4Yn yBary Ha BUroTOBJ/1eHHI TO-
BapiB, ixsskocTi Ta BnactnBoctsx. OgHak, i3 pO3BUTKOM PUHKY Ta 3MiHaMu B NoTpebax crnoXxmneadis,
BOHM MOCTYIOBO 104asiv NepexoanTn [0 KJIIEHT-OPiEHTOBaHnX cTparerii. OTke, MeTolo cTaTTi € 4oc-
Jlig)XeHHs crieungikn eBosoOLii MapKeTUHroBUX CTparTeri Big npoAyKT-OpPieHTOBaHOCTIi A0 KJIEHT-
OPIEHTOBAHOCTI. Y MeXax cTaTTi 3a3Ha4YeHO, LLO eBOJHOLiSI MapPKeTUHIOBUX CTPATEriv NpoiLLIa KiJlbKka
Ba)k/INBUX eTaniB, KOXXeH 3 IKknX BHOCUB CYTTEBI 3MIHU B NiAxoA4mn 4o B3aeMoii 3 KnieHTamu Ta ynpaB-
NiHHA nonuToMm. IMpy LbOMy 3a3Ha4Y€HO, L0 KJ1aCUYHAa NMPoRyKT-OpPieHTOBaHIcTb (20-T1i — 50-Ti pokn
XX cT.) pokycyBanacsi Ha IKOCTi Ta TeXHIYHUX XapaKTepucTukax Toeapy, LYo rnpu3Boaunsio 40 Maco-
BOro BUpOOGHULUTBa CTaH[4apPTHUX NPOAYKTIB. OaHaK ueli nigxig He BpaxoByBaB iHANBIAYanbHi noTpe-
6u cnoxxnBadyis, LLO 4aCTO CNPUYNHSIIIO HU3bKY JIOSJIbHICTb T2 0OMeXXeHe 3POCTaHHS. 3a3Ha4yeHo, Lo
npoagaxo-opieHToBaHicTb (50-Ti — 70-Ti poku XX €T.) poKycyBanacss Ha akTUBHOMY CTUMYJTIOBaHHI
nonuTy Yepes peksiaMy Ta arpecusHi npoaaxi. Xo4ya ye cripyusisio KOPOTKOYaCHOMY 3POCTaHHIO rnornu-
Ty, Lei niaxig He 4O3B0J1SB 6yAYyBaTU AOBrOCTPOKOBI BiAHOCUHU 3 KJTiEHTamu, LLL0 0OMeXXyBaJlo iioro
e eKTUBHICTb Yy CTBOPEHHI 10SJIbHOCTI. JJoBefeHO, Lo KJIiEHT-OpieHTOBaHicTb (mo4aTtok 2000-xi 4o
CbOroAHi) crana KynbmiHauieto eBooLii MapKeTUHroBux cTpaTterin, 3aBasku siKivi 6isHecn noyanan
OpieHTyBaTHUCSs Ha 3a[40BOJIHHS NOTPe6 crnoXxueadyie, NepcoHanisaliro B3aemMogii Ta CTBOPEHHs yHi-
KanbHOro kysieHTcbkoro goceigy. Lje no3soninno 6peHaam BCTaHOBIIOBaTN eMOUiliHWI 3B 930K i3
KJliEHTamu, Lo CRPUSIJIO JI0SIJIbHOCTIi Ta 4OBroTpuBaanMm BigHOCUHaM, popMyroYun YHiKaribHUA [OCBIA
AJ151 KOXKHOI O CMOoXXuBaYa. 3arasjiomMm, eBoJIIOLisI MapKeTUHIroBUX cTpaTterivi CBig4YnTb rnpo nocTyrnoBuii
nepexipg Big pokycyBaHHS Ha NPOAYKTI Ta npoJaXxax [4o opieHTalii Ha noTpebu i goceig knieHTiB. Mep-
CrieKTUBU nNoAanbLUNX JOCAIAXEHb NMOJIIraloTh Y BUBYEHHI BIIJINBY HOBITHIX TEXHOJOriN Ta ungposux
TpaHcgopmaLii Ha PO3BUTOK MapKeTUHIrOBUX CTPAaTerii, 30KpemMa Ha NoKpaLLueHHs nepcoHanizauii
Ta iIHTepPaKTUBHOCTIi B3aeMoLii 3 KNIEHTaMn B yMOBaXx LLUBUAKUX 3MIH PUHKY .

Key words: demand management; classical product orientation; mass production; standardization; interactive
marketing campaigns.

KaroyoGBi caoBa: ynpaBaiHHs nonumom; KAacu4dHa npodyxkm-opieHmoBaricms, macoBe BupobHuymBo; cmax-
dapmu3zayis; iHmepakmuBHi mapkemuH206i KamnaHii.

PROBLEM STATEMENT

Marketing is an integral part of modern business,
evolving alongside the development of contemporary
theories and practices in entrepreneurial, commercial, and
other types of activities. Specifically, while initially most
business entities were product-oriented, focusing their
attention on manufacturing goods, their quality, and
properties, over time, amid market saturation and changes
in consumer needs, they gradually began shifting towards
customer-oriented strategies. Currently, this transition is
taking on new forms as businesses are increasingly

responding to consumer demands and actively forecasting
them, integrating modern technologies and innovative
approaches into their marketing strategies. In business
digitalization, big data, analytics, and artificial intelligence
enable businesses to personalize their offerings, creating
anindividualized experience for customers and stimulating
the process of building long-term relationships between
the brand and the consumer, which is the foundation for a
sustainable competitive advantage.

The shift in focus from product to customer has
become not only a response to new market demands but
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Table 1. Periods and content of the evolution of marketing

strategies: from product orientation to customer

orientation

Stages
of evolution

Specifics of the evolution
of marketing strategies

Results of the evolution
of marketing strategies

Classical product
orientation within
marketing
strategies

(1920s — 1950s)

A product-oriented approach
was formed, focusing on the
development and
improvement of the product,
with an emphasis on its
quality and technical
characteristics. *

Focus on the production of
standard products and mass
production. Products often
did not account for individual
consumer needs, which could
lead to low loyalty and
limited growth.

Sales orientation
within marketing
strategies

(1950s — 1970s)

A sales-oriented approach
was formed, within which
businesses started actively
using advertising,
promotions, and aggressive
sales tactics to stimulate
demand for the product.**

Increased demand through
active marketing efforts.
However, this approach did
not always contribute to
forming long-term
relationships with customers,
often resulting in low loyalty
and short-term sales effects.

Customer
orientation within
marketing
strategies (early
2000s — present)

A transition was formed,
within which businesses
began to pay attention to the
components of value and the
customer experience.***

Creation of an emotional
connection with customers,
building loyalty, and long-
term relationships through
personalized services and
unique experiences.

THE PAPER MAIN BODY

The study emphasizes that straightforward
evolution of marketing strategies reflecting the
growing importance of customer interaction,
and understanding their needs and desires,
besides utilizing new technologies to enhance
business efficiency. This process has shifted
from a focus on products to one centered
around customers, significantly influencing
business practices and market interactions.
[2—3]. The content of this evolution is
presented in Table 1.

Each stage of the evolution of marketing
strategies brings new approaches, tools, and
focuses that change the very nature of the
interaction between businesses and their con-
sumers [5].

The classical product orientation within
marketing strategies emerged in the 1920s —
1950s and was characterized by the dominance
of the product concept, where the main focus
was on the development and improvement of the
product, as well as ensuring its availability in the
market.

Note

* Advertising and marketing are used solely to promote the finished product

to the market.

** The focus shifted to convincing consumers of the necessity of the
purchase.The focus shifted to convincing consumers of the necessity of the

purchase.

**%* The focus shifted to satisfying consumer needs, personalizing

interactions, and creating a unique customer experience.
Source: compiled based on [1-3; 5]

also a part of strategic management, which implies an
understanding that commercial success depends on a
business's ability to adapt to a rapidly changing
environment and consistently maintain a high level of
customer satisfaction.

ANALYSIS OF RESEARCH
AND PUBLICATIONS

Among the sources that initiated the study of the
specifics of the evolution of marketing strategies, the
works of Gaivanovich N.V. [1], Shcherbyna T.V., Fedirko
T.V.[2], Kobets D.L. [3], and Melnyk Yu.M. [4] should be
highlighted. Indeed, the aforementioned scholars have
repeatedly emphasized the importance of the continuous
transformation of marketing strategies in the context of market
changes, transitioning from product-oriented to customer-
oriented models. In particular, most studies highlight that
marketing strategies should not only meet the basic needs of
consumers but also create added value, focusing on building
an emotional connection with the customer.

Thus, it is precisely the studies outlined above that
the authors relied on to highlight previously unresolved
aspects of the overall issue of the evolution of marketing
strategies, which is the focus of the article in question.

FORMULATION OF THE ARTICLE'S
OBJECTIVES

The article aims to explore the specifics of the
evolution of marketing strategies from product orientation
to customer orientation.

During this period, markets were less satu-
rated, and consumer needs did not change as
rapidly. As a result, businesses viewed marke-
ting solely as a tool for promoting the finished
product and focused on strategies charac-
terized by features such as:

— Mass production and standardization;

— Creating products with a focus on quality
and technical characteristics;

— A lack of emphasis on consumer needs or desires.

The basic features of classical product orientation
within marketing strategies are outlined in Figure 1.

Businesses that were focused on classical product
orientation within marketing strategies believed that a
product, if it was of high quality and available, would
naturally be in demand, even without emphasizing the
personal preferences of consumers [1-2].

Specifically, through mass production and stan-
dardization, manufacturers aimed to reduce costs by
producing large volumes of standardized products in a
continuous flow [5]. An example of this approach is the
introduction of the assembly line. For instance, with the
implementation of the assembly line at the Ford factory in
1913, the production time of the Ford Model T was reduced
from 12.5 hours to 1.5 hours, which helped lower its final
cost by approximately 60%.

Through product creation focused on quality and
technical characteristics, manufacturers concentrated on
improving the technical aspects of products, such as
design, reliability, and features (for example, in the case
of cars, household appliances, etc.). The goal was to
generate demand for the product, regardless of
consumers' desires or needs. For instance, in the case of
the Ford Model T (released in 1908), although the
company focused on mass production, it also aimed to
create a simple and reliable car that would provide
consumers with high quality and durability at an
affordable price.
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unique needs. As mentioned
earlier, a classic example of a
product-oriented strategy is the
Ford company in the early 20th

Feature 2: Focus on mass
production and standardization
(producing large volumes of Result:
products  using

Lack of attention to

identical  or consumer needs.

Result: High-quality product.

standardized  processes  and century, particularly the release
components). of the Model T car (1908 — 1927).
Feature 3: Creation of a Feature 1: Lack of emphasis on |t should be noted that Henry

product with a focus on Classical product orientation |consumer needs or desires

Ford adhered to production

quality and technical within business marketing (production of standard products, . .
characteristics strategies. expecting  that  their  quality, standa r(.:l ization and a m a Ss
(the main focus is on product fimctionality, or other technical ~Production approach, which
attributes that enhance its characteristics will automatically — allowed for cost reduction and
performance, reliability, and [P satisfy market needs). made the car affordable to a wide

i

durability, as well as other
lechnical aspects).
Other features do not manifest
Result: The business focuses themselves.
on improving its product or
production processes.

Fig. 1. Features of classical product orientation within marketing

strategies
Source: compiled based on [1—2; 5].

Due to the lack of focus on the needs or desires of
consumers, businesses saved on research or analysis of
customer preferences, as it was believed that if the product
was reliable and of high quality, demand for it would
naturally arise. It was a result that consumers generally
accepted what was offered to them if the product met
basic standards of quality and functionality. For example,
in the case of the Ford Model T, even though the manu-
facturer did not conduct extensive research on consumer
needs, the car became popular precisely because of its
affordable price and ease of use. It fulfilled people's basic
need for transportation, which was enough to sell the car
to awide range of consumers..

Within the framework of the classic product-oriented
approach, the marketing strategy only served as a tool for
delivering the finished product to the consumer and was
not intended to foster interaction with them or meet their

Feature 2. Active persuasion of
consumers about the necessity of
the product
(Creating a sense of need for the
product or service among
consumers, even if they initially
did not have such a need)

Result: rapid, mass sales of the
product, rather than considering
the long-term needs of the
customer

Feature 3. Intensive use of
public relations and advertising.
(Shaping a positive company
image and stimulating demand
Sor its products through active
engagement with the public and
advertising campaigns)

Sales Orientation within Marketing
Strategies

&

Other features do not manifest
themselves.

Result: The use of advertising,
discounts, promotions, and other
methods to persuade consumers

of the necessity of the product.

Result: The business believes that
a high-quality product will find its

audience. A well-known quote
attributed to him is: 'A customer
can choose any color for their
car, as long as it's black.' It
illustrates the disregard for
individual consumer preferences.
However, by the 1930s, General
Motors began offering custo-
mers cars with different colors,
designs, and trim levels, realizing
that taking customer needs into account was becoming a
key factor for competitiveness. This strategy gave GM an
advantage over Ford, prompting the GM to reconsider its
approach.

Sales orientation within marketing strategies
emerged in the 1950s—1970s and was characterized
by the dominance of active promotion as markets
became increasingly saturated and competition
began to grow. These trends led to the emergence
of an aggressive marketing strategy, where the
focus was on active sales and advertising. Busi-
nesses adopted strategies characterized by features
such as:

— Aggressive advertising and promotions;

— Actively persuading consumers of the necessity of
the product;

— Intensive use of public relations and advertising.

So, the basic features of sales
orientation within marketing stra-
tegies are outlined in Figure 2.

consumer on its own.

L In fact, businesses focused on

intensive marketing | ientati ithi ket

e sales orientation within marketing
strategies believed that a product
would not sellon its own, eveniif it
was of high quality.

Feature  1:  Aggressive Specifically, through aggres-

advertising and promotions
(Active demand stimulation
and sales

somelimes  even
considering  the
needs of consumers)

increase,
without
actual

Result: The business
focuses on actively
stimulating sales

Fig. 2. Features of Sales Orientation within Marketing Strategies

Source: compiled based on [1; 4; 5—6].

sive advertising and promotions,
manufacturers sought to stimulate
demand. Advertising informed
consumers about the product and
actively encouraged purchases [1;
4].

Through active persuasion of
consumers about the necessity of
the product, manufacturers aimed
to make consumers believe in its
value using various psychological
techniques. These included [5—6]:

— Emphasizing the emotional
need for the product (e.g., adver-

6
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tisements for household pro-
ducts promising to simplify daily
life or improve quality of life).

— Using celebrities (enga-
ging famous personalities to
endorse the product, adding
value and prestige).

— Positioning the product
as essential (even if the pro-
duct was not a necessity, mar-
keters created the impression
that life would be incomplete

Result: The understanding that
the needs, tastes, and
expectations of customers must
be studied and taken into
account when  developing
products and services.

Feature 2. Interactive marketing
campaigns that promote active

engagement and interaction
with consumers
(Using  various technologies
and  platforms ~ for  direct

interaction with the audience.)

Result: The understanding that
consumers are at the center of
the business.

Ieature 3. Involving customers
in co-creation processes
(Actively engaging consumers
in the development of products,
services, or even business
ideas.)

Customer Orientation within
Marketing Strategies

v

Feature 1. Creating an
unforgettable experience for the
customer
(Providing consumers with
emotionally meaningfil and
pleasant experiences during
their interaction with the brand

without it).
For example, in the 1950s
and 1960s, detergent manu-

at all stages of the purchasing
process, product use, or
service)

facturers actively used adver-
tising that showcased happy
families and perfectly clean
homes, creating the impression
that without these products, a
homemaker would not be able to
ensure a comfortable house-

Result: Businesses strive to
create value for the customer
and improve their experience

when interacting with the brand

Feature 4. Using technology to

provide more personalized

products and services |[Result: Businesses strive to
(Using modern technologies to|build long-term, loyal
understand  the needs and|relationships.

preferences of customers and
create individualized offerings)

hold.

Additionally, through the
intensive use of public relations
and advertising, manufacturers
sought to create a positive image and support sales thro-
ugh press releases, news, events, and product presen-
tations.

One of the most striking examples of such practices
is Coca-Cola, which actively used aggressive advertising
campaigns and promotions. In particular, its winter
advertisement featuring Santa holding a bottle of Coca-
Colabecame iconic. In these holiday campaigns, the brand
used various slogans, but one of the most famous was
"Holidays are Coming." This slogan accompanied the
legendary advertisement featuring the red Coca-Cola
truck, which first appeared in 1995 and became a symbol
of the holiday season.

Another popular slogan was "Open Happiness," which
was used in various advertising campaigns, including
during the winter season, emphasizing the brand's
emotional connection to festive moments. These campa-
igns not only boosted sales during the winter period but
also created a strong emotional bond with customers,
making Coca-Cola an integral part of the holiday atmos-
phere.

Sales orientation became an important stage in the
development of marketing strategies, as it allowed
businesses to adapt to high competition and market
saturation [1; 4]. This approach involved the active use of
advertising, persuasion techniques, and public relations
to stimulate demand and create a sense of need for the
product among consumers.

Customer orientation within marketing strategies
emerged in the early 2000s and continues today. It's
characterized by the dominance of value and customer
experience, where the main priority is meeting consumer
needs, personalizing interactions, and creating a unique
customer experience. At the same time, businesses
focused on strategies characterized by features such as
[1—2]:

Fig. 3. Signs of Customer Orientation within Marketing Strategies

Source: compiled based on [1—2; 5].

— Creating unforgettable experiences for customers;

— Interactive marketing campaigns that encou-
rage active engagement and interaction with consu-
mers;

— Involving customers in co-creation processes;

— Utilizing technology.

Thus, the basic features of customer orientation within
marketing strategies are outlined in Figure 3.

Business entities focused on customer orientation
within marketing strategies believe that business success
depends on a deep understanding of consumers' needs and
desires.

In particular, by creating a memorable experience for
the customer at every stage of interaction with the brand,
manufacturers strive to ensure continuous positive
engagement and strengthen the emotional connection,
ultimately contributing to loyalty and repeat purchases [1—
2]. For example, from purchasing a product to after-sales
service, Apple creates an exceptional customer experience.
They offer high-quality products and a seamless purchasing
process through online stores or flagship stores, where
customers can receive personalized consultations.
Additionally, Apple regularly holds workshops and provides
professional support through AppleCare strengthens the
emotional connection with the brand and encourages
customer loyalty.

Through interactive marketing campaigns, manufac-
turers encourage customers to actively engage and
interact with the brand, allowing them to become part of
its communication [5]. Coca-Cola launched a campaign
where bottles had people's names, allowing customers
to find a bottle with their name or a friend's name. It
created a sense of personalization and engagement with
the brand.

By engaging customers in co-creation processes like
crowdsourcing and reviews, manufacturers can better
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consider their preferences and needs, resulting in pro-
ducts or services that align with consumer expectations
[2]. For example, Lays, a potato chips brand, organized
contests for consumers to propose new flavors, with the
most popular ideas launched for mass production. Coca-
Cola also actively engages in co-creating products with
customers. The company introduced vending machines
that allow consumers to mix different flavors and create
unique beverages. Additionally, Coca-Cola tests new
flavors in different countries, considering local pre-
ferences. For instance, in Japan, the company released
Coca-Cola with cherry and green tea flavors, while in the
United Kingdom, they introduced versions with vanilla
and cinnamon.

By leveraging various technologies to offer more
personalized products and services, manufacturers can
anticipate customer needs and deliver what they want when
they want it [5].

Such an approach enables brands to build an emotional
connection with customers, enhance their loyalty, and
establish long-term relationships. Creating these deep
connections is crucial, as loyal customers return to the
brand and actively recommend it to others, reducing the
cost of acquiring new consumers. Moreover, these
customers hold significantly higher value for businesses,
as they are willing to pay more for high-quality service and
innovative solutions.

It is precisely through customer-oriented strategies
that businesses are now able to create a unique user
experience, which has become their key competitive
advantage.

CONCLUSIONS

The article explains that marketing strategies have
evolved through several key stages, each introducing
significant shifts in how businesses interact with custo-
mers and manage demand. The following conclusions were
drawn:

1. It is noted that the classic product orientation
(1920s—1950s) focused on the quality and technical
characteristics of the product, leading to the mass
production of standard products. However, this approach
did not take into account the individual needs of con-
sumers, which often led to low loyalty and limited growth.

2. It is noted that sales orientation (1950s— 1970s)
focused on actively stimulating demand through
advertising and aggressive sales tactics. While this
contributed to short-term demand growth, this approach
did not allow for building long-term relationships with
customers, which limited its effectiveness in fostering
loyalty.

3. It is proven that customer orientation (from the
early 2000s to the present) became the culmination of
the evolution of marketing strategies, through which
businesses began focusing on meeting consumer needs,
personalizing interactions, and creating a unique
customer experience. It allowed brands to establish an
emotional connection with customers, fostering loyalty
and long-term relationships while creating a unique
experience for each consumer.

Overall, the evolution of marketing strategies indicates
agradual shift from a focus on the product and sales to an

emphasis on customer needs and experience. The
prospects for further research lie in studying the impact
of emerging technologies and digital transformations on
the development of marketing strategies, particularly in
improving personalization and interactivity in customer
interactions amid rapid market changes.
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