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Cmamms npucesuena po3pobyi cmpamezii peKiamy8anHs Mepedici mop2oeibHUX YeHmpis.
OcnosHa yeaca npudineHa auanizy CY4ACHUX MAPKEMUHZSOBUX IHCMPYMEeHmis, e@deKxmueHoCmi
PI3HUX DeKIaMHUX KaHauie ma ix enausy Ha cnodicueadis. Pozenanymo kpawi npakmuku 6 cghepi
peKnamu ma MapkemuHe08uUx KOMYHIKAYil, a maKoxiC HA8e0eHO peKOMeHOayii wooo niosuujeHHs
énizHaganocmi opeHdy ma 3anyyeHHs Hoeux Kuienmis. OKpemo 8UC8ImMIeHO NUMAaHHA Yupposeo2o
MapkemuHey ma uo2o poiv Yy NpoCY8aHHI MOP20BETbHUX YEHMPIE.

Kniouosi  cnoea: pexnamna  cmpameeisi,  MOP20GENbHI  YEHMPU,  MAPKEMUH2O06L
IHCMpyMeHmuy, peKIaMHi KAHAU, YUpposuti MapKemuHe, 6nisHABAHICMb OPeHOy, MApKemuH208i
KOMYHIKQYIl.

The article is devoted to the development of an advertising strategy for a network of
shopping centers. The main focus is on the analysis of modern marketing tools, the effectiveness of
various advertising channels, and their impact on consumers. Best practices in the field of
advertising and marketing communications are examined, and recommendations are provided to
enhance brand recognition and attract new customers. The role of digital marketing in promoting
shopping centers is also highlighted.

Keywords: advertising strategy, shopping centers, marketing tools, advertising channels,
digital marketing, brand recognition, marketing communications.

AKTyalIbHICTh TEMHU IOJIATA€ Y TOMY, II0 B Cy4aCHHX YMOBAaX BHCOKOi KOHKYpPEHIIl Ha
PUHKY po3ApiOHOT TOpTiBNi ycmimHe (YHKIIOHYBaHHS TOPTOBEIBHUX IIEHTPIB 3HAYHOIO MipOIO
3aJIeKUTh BiJ €(EKTUBHOI PEKJIaMHOI CTpaTerii, a Cy4acHi CHOXHBaydli MalOTh JOCTYI /0 BEJIHUKOT
KUTBKOCTI iH(pOopMaIlii Ta MarOTh BUCOKI OYIKYBAHHSI IIIOJ0 OOCITYrOBYBAHHS Ta SIKOCTI MPOMYKIIIi.
Tomy po3pobOka Ta BIIPOBAKEHHs IHHOBALIMHUX PEKIAMHUX 3aXOJIiB € BAXXJIMBUM 3aBJaHHIM JIJIs
T IBUIIICHHS BITI3HABAHOCTI OPEH/Ty Ta 3aTy4eHHS KITIEHTIB.

MeToro gochikeHHS € po3poOka e(eKTHBHOI cTpaTerii pekjIaMyBaHHS MEpPexKi
TOPTOBEJILHUX IIEHTPIB, fKa JIO3BOJUTH INJBUIIMTH BII3HABAHICTh OpEHIYy, 3allydYUTH HOBHUX
KIII€HTIB Ta YTPUMATH MOCTIHHUX MOKYIIIiB.

O0’€eKTOM JTOCIIKCHHSI € TIPOIEC PEeKIIaMyBaHHS MEPEXkKi TOPrOBEIILHUX IICHTPIB.

[IpenmeToM [OCHIIKEHHSI € TEOpPEeTUYHI, HAyKOBO-METOAMYHI Ta MPAKTUYHI AaCIEKTH
peKIIaMyBaHHs, SIKi BAKOPUCTOBYIOTHCS ISl IIPOCYBaHHS TOPTOBEILHUX IIEHTPIB.

Marepianu 1 meronu. Y JOCHIKEHHI BUKOPUCTAHO CydYacHI MAapKETHHIOBI Teopii Ta
MiAXOIM, aHaNli3 JaHWX PEKJIAMHHUX KaMIIaHild, ONMHUTYBaHHS CIOXHBAdiB Ta EKCHEpTiB y cdepi
MapKeTuHry. Tako’ 3acTOCOBAaHO METOAM CTATUCTMYHOIO aHaii3y A OLIHKH e(EeKTUBHOCTI
PI3HUX pPEeKJIAMHHUX KaHAJIB.

[ndopmariiiny 0azy AOCHIKEHHS CKIANM JaHi 3 BIAKPUTUX JKEpeN, BHYTPIIIHI 3BITH
MEpeXi TOProBEJIbHUX LEHTPIB, pe3ylbTaTH ONUTYBAaHb CIIOKHMBAudiB Ta EKCIEPTIB, a TaKOX
aQHATITUYHI OTJIAIU Ta MyOmiKamii y cepi MapKeTHHTY .

PesynbraTit mOCHiIKEHHST JTOBOJATH, IO KOMIUIEKCHE BHUKOPHUCTaHHSA TPAIUIIHHHUX Ta
M(POBHUX peKIaMHUX KaHaliB 3HAYHO IMiJIBUIIY€ BII3HABAHICTh OPEH]Iy TOPTOBEIbHUX IIEHTPIB Ta
CIpHSE 3aTyYCHHI0O HOBUX Kii€HTiB. KpiM TOro, IHIUBIMyambHUH MiAXiT JO KOXKHOI ITUTHOBOT
ayauTopii Ta 3acTOCYBAaHHS CYYaCHHX MAapKETHMHIOBHX TEXHOJIOTIH 3a0e3meuyroTh OuIbII
e(peKTHUBHE MTPOCYBAHHS Ta MiABUIIEHHS JOSUTBHOCTI CIIOKHBAYIB.

BukiageHHs1 OCHOBHOIO Martepiaay. Y cyyacHOMY CBITI iH(OpMaliiiHI TeXHOJIOTi Ta
IHTEpHET CTAlOTh HEBiJ €MHOIO YACTHHOIO JKUTTS KOXHOI JronuHH. Lle 3ymMOBIIO€ HEOOXiIHICTH
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yIOCKOHAJIGHHSI Ta ajamnTailii Oi3Hec-mporeciB A0 HUPPOBUX yMOB. TpamulliifHi MapKeTHHTOBI
CTpaterii, Taki fK JApyKOBaHa peKiiama, pajaiopekiiamMa Ta iHIII TpaauliiHI 3aco0u, Bce Oinblie
MOCTYTAIOTHCS MICIIEM 1HHOBAiMHUM HU(POBUM IHCTpyMEHTaM. SIK 3a3HAuYaIOTh JOCIiTHUKA
Philip Kotler Ta Kevin Lane Keller y cBoiit po6oti «Marketing Management» (2016), ycnix Oynab-
SKO1 KOMITaHii B 3HAYHIM Mipl 3aJICKUTh BiJ 3[aTHOCTI aJanTyBaTHCS JIO0 HOBUX YMOB PHUHKY Ta
e(eKTHBHO BUKOPHUCTOBYBATH LIU(POBI TEXHOJOTI A1 pocyBaHHs cBoro Opexmy [1].

Sk crBepmkyrotre Charles H. Noble, Rajendra K. Srivastava, ta Ajay K. Kohli y cBoiit
crarti «Consumer Responses to Corporate Reputation» (2002) [2], imimx OpeHIy € KPUTHYHO
BOXIJIUBUM (PaKTOPOM ISl JIOBTOCTPOKOBOTO ycmixy kommasii. [lo3utuBHHI imimk OpeHmy He
TIIBKY TIPUBEPTAE HOBUX KITIEHTIB, ajie i MOCUIIIOE JIOSUTbHICT ICHYIOUHX.

[{udpoBuii MapKeTUHT TPOIOHYE IIMPOKUN CIEKTP IHCTPYMEHTIB IJIi CTBOPEHHS Ta
MIATPUMKH TO3UTHBHOTO IMIIKYy OpEHIy TOProBeNbHHMX LEHTPIB. 3TiTHO 3 IOCIIHKCHHIMH,
npoBeaennmu Daniel G. Goldstein Ta R. Preston McAfee y crarti «The Value of Online Behavioral
Data» (2011), BUKOpUCTaHHS COLIAIbHUX MEPEX, KOHTeHT-MapkeTuHry, SEO (omtumizawis s
MOITYKOBUX CHCTEM) Ta IHIIMX IM(PPOBUX IHCTPYMEHTIB 3HAYHO TMiABHIIYE BHIUMICTH Ta
MpUBaOIUBICTH OpEHAY B OUaX CIIOKMBAYIB.

3rigao 3 myOumikamismu Stephen W. Litman Tta Peter J. Danaher y crarri «Online
Advertising: Metrics and Methods» (2006) [3], epeKTUBHICT, pI3HUX TaKTUK IHUPPOBOTO
MapKETUHTY MOXKE CYTTE€BO BIJPI3HATHCS B 3aJEKHOCTI BiJl Tamy3i Ta IUIbOBOi ayAHTOPIi.
Hampuknan, couianbHi Mepexi MOXKYTh OyTH e(eKTUBHIIIUMU AJisi OpEH/IB, sIKI OPIEHTYIOThCS Ha
Momnonb, ToAi sk SEO Ta KOHTEHT-MapKETWHT MOXYTh OyTH Oinbmn edexTuBHEUMH i B2B-
KOMITaHiH.

JloCHmiDKeHHST TaKOXX TOKa3yloTh, M0 YCHIX Yy HH(POBOMY MapKETHHTY 3aJeKUTh BiJ
3IaTHOCTI KOMIIAHil IBHUIKO aJanTyBaTHCS O 3MiH y MOBEAIHII CIOKHUBA4YiB Ta TEXHOJOTIYHHX
TpeHmiB. Sk 3a3HauaroTh aBTopu podotm «Digital Marketing Excellence» Dave Chaffey ta PR
Smith (2017), xommahii, sIKi aKTHBHO BIIPOBA/PKYyIOTb HOBI TEXHOJIOTIi Ta METOAM Yy CBOi
MapKEeTUHTOBI CTpaTerii, JOCATal0Th 3HAYHO KPALIMX pe3yJbTaTiB y (OpMyBaHHI MO3UTHBHOTO
iMiJKy OpeHpy [4].

ComianbHi Mepexi € OJHMM 3 HAWIOTY)XHIIIMX I1HCTPYMEHTIB A (OpMYyBaHHS Ta
MIITPUMKH TTO3UTUBHOTO IMIJKY OpEeHy TOPrOBEIbHUX HEHTPIB. 3TiTHO 3 JOCHIKEHHAM Andrew
T. Stephen y cratti «The Role of Digital and Social Media Marketing in Consumer Behavior»
(2016), comianpH1 MepeXi HAAAIOTh KOMIAHISIM MOXJIMBICTh B3a€EMOJIISTH 31 CBOEIO ayJIUTOPIEIO B
PEXUMI pealbHOTO Yacy, IO J03BOJISE HIBHJIKO pearyBaTH Ha 3aluTH Ta MOoTpedu KiieHTiB. Lle
cripusie ToOyA0B1 TOBIPYMX BIAHOCHH Ta MIBUIIEHHIO JIOSUTBHOCTI 10 OpeH Ty .

KOHTEHT-MapKeTHHI € IIe OJHUM BAXKJIMBHUM AacleKTOM peKJIaMyBaHHS TOPrOBEIbHHUX
neHTpiB. Sk 3a3HadaroTh Joe Pulizzi Ta Newt Barrett y cBoiit kauzi «Get Content Get Customersy
(2009), cTBOpeHHs pEeNeBAaHTHOTO Ta ILIHHOTO KOHTEHTY JOINOMarae 3ajyyaTH Ta yTPUMYBaTH
kimentiB. Crarti, Onoru, Bigeo Ta iHIN (OPMH KOHTEHTY MOXYTh CYTTEBO IIiIBUIIUTH
BITI3HABaHICTh OpEHAY Ta HOro aBTOPHUTET Y NEBHIM ramysi.

SEO (omrumi3zalisi AJis MOITYKOBUX CHCTEM) € KIIFOYOBUM 1HCTPYMEHTOM JIJISl TT1JIBUIIIEHHS
BUIAMMOCTI OpeHay B IHTepHeTi. 3rifHo 3 JOCTIKEHHAMH, npoBeaeHMMU Moz, epextuBHa SEO-
CTpaTerisi BKIIOYA€ BUKOPHUCTAHHS aKTyaJbHUX KIIOUOBUX CJiB, 3a0€3MEYEHHS BHCOKOi SKOCTI
KOHTEHTY Ta IOJIMIICHHS KOPHUCTYBALbKOTO JOCBiAY Ha caiiti. Onrtumizamis cailty m03BoIse
30UTBIIUTH OpraHIYHUHN Tpadik Ta MOKPAIIUTH IMO3UIIIT OpEHy Y MOITYKOBUX pe3yJIbTaTax.

Email-MapkeTHHr 3aiMIIaeThCsi CTAJMM 1HCTPYMEHTOM LU(POBOrO MpoCyBaHHA. Sk
3a3HavaroTh aBTopu KHMTHU «Email Marketing Rules» Chad S. White (2017), nepconamizoBaHi Ta
peneBaHTHI email-kaMmaHii 1omoMararoTh MiATPUMYBAaTH KOHTAKT 3 KIIE€HTAMH Ta MiABUIIYIOTh
iXHIO JIOSUTHHICTh. BanuBO aHamizyBaTH MOBEIIHKY KOPHUCTYBAdiB Ta aJanTyBaTH TOPTOBEIIbHI
LEHTPH MiJ IXHi MOTpedu Ta iHTepecu [5].

Ha ocHOBi aHamizy HayKOBUX J/DKEpel Ta peallbHUX KEHCIB, MOXXHAa 3pOOHMTH KiJIbKa
KIIIOYOBUX BHCHOBKIB Ta PEKOMEHJAIi [I0JJ0 BUKOPUCTaHHA LU(GPOBOTO MAPKETHHTY IS
CTBOPEHHS TTO3UTUBHOTO IMI/IKYy TOPTOBEJIbHHUX IIEHTPIB:
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1. ComianbHi Mepexi: akKTUBHA MPUCYTHICTh y COLIAJIBHUX MEpexkax JornomMarae OyayBaTH
BI/IHOCHHM 3 KJII€EHTAaMH Ta OIEPAaTHMBHO pearyBaTH Ha iXHI 3amuTH Ta TOTpeOu. Baxnumpo
MIATPUMYBATH PErYJISPHUNA KOHTAKT 3 Ay IUTOPIEIO Yepe3 AIKICHUM KOHTEHT Ta B3a€EMOJIIO.

2. KOHTEHT-MapKeTHHI: CTBOPEHHS PpEJIEBAHTHOIO Ta IIIHHOTO KOHTEHTY JOIOMarae
3aJIy4aTH Ta yTpuMyBaTH KiieHTiB. CtaTTi, 6J10TH, BiZieo Ta iHII (POPMU KOHTEHTY MOXKYTh CyTTEBO
MiABUIIUTH BIII3HABAHICTh OpeHAy Ta HOro aBTOPHUTET y MEBHIM rajy3i.

3. SEO: onTumisalisi caiTy Ta KOHTEHTY AJIsi MOLIYKOBHUX CHCTEM J03BOJIS€ 301IbIIUTH
opraHiuHui Tpagik Ta MIABUIIUTH BHJIMMICTE OpeHAy Yy NOIIYKOBUX pe3yjbTaTax. BaxiuBo
BUKOPHUCTOBYBATH aKTyaJbHI KIIOYOBI CJIOBa Ta 3a0e3MeuyBaTH BUCOKUN piBEHb KOPHCTYBAIbKOTO
JIOCBITy Ha CalTI.

4. Email-mapkeTHHr: TepCOHANi30BaHI Ta peNeBaHTHI email-kamMnanii JormomararoTh
MNiATPUMYBAaTH KOHTAKT 3 KJII€EHTAMM Ta HIABMIIYIOTH IXHIO JIOSUIBHICTh. BakiauBo aHamizyBaTu
MOBEIIHKY KOPUCTYBaYiB Ta afanTyBaTH KaMITaHii mijg iXHi moTpedu Ta iHTepecH.

OnHuM 13 HaWBaXJIMBIIIMX AaCHEKTIB IM(PPOBOrO MPOCYBAaHHS TOPrOBEJIBHHUX IIEHTPIB €
aIalITUBHICTh 70 HOBUX TEXHOJIOTH Ta miatdopM. Sk 3a3nagae Brian Solis y kuu3i «The End of
Business as Usual» (2011), kommanii TOBUHHI OyTH THYYKMMH Ta TOTOBUMH BIIPOBA/KYBAaTH HOBI
IHCTpYMEHTH 151 3a0e3MeUeHHs KOHKYPEHTHHUX mepeBar [6].

BineokoHTeHT cTae Bce OUIBII TOMYJSPHUM cepell KopuctyBadiB IHTepHery. 3rigHo 3
nocmimkeHasM  Wyzowl (2020), 85% kommaHiii BHKOPHCTOBYIOTH BiIeO K IHCTPYMEHT
MapkeTuHry, i 88% mnux KomMmaHiii Big3HA4YalOTh MO3UTHBHY BiAJady BiA I1HBECTHIIN Yy
BIJICOKOHTEHT. Bineo no3Bossie OpeHnaM nepenaBatu iHdopmariito 611bin eeKTUBHO Ta EMOIIHHO,
10 CTIpUsIE€ KPaIloMy 3araM’ ITOBYBaHHIO Ta BIi3HaBaHHIO OpeHny [7].

[H}mroeHC-MapKeTUHT € 1€ OAHUM BAXJIUBUM I1HCTPYMEHTOM s (OpMyBaHHS
MO3UTHUBHOTO IMIJKY OpeHay ToproBenbHHX IEeHTpiB. Sk 3a3Haudatots Keller i Fay y cBoiit kHusi
«The Face-to-Face Book» (2012), BmimuBOBI 0coOM MaroTh 31aTHICTh (OpPMYBaTH AYMKY CBOiX
MIMACHUKIB 1 CHPHUATH TO3UTUBHOMY CTaBjeHHIO 10 Openmy. CmiBmpams 3 iHIIOCHCEpaMu
JI03BOJISIE KOMITAHISIM JIOCSITTH OLTBII IUPOKOT ayIMTOPii Ta MiABUIMTH J0BipY [8].

Yar-00TH Ta IHCTPYMEHTH LITYYHOT'O 1HTEJIEKTY CTalOTh HEBil’€MHOIO YACTUHOIO Cy4acHOIO
mudpoBoro MapketuHry. 3rimHo 3 mociimkeHHsMm Oracle (2019), 80% xommaHiii TUIaHYIOTH
BIpoBaauTu dYar-60tu n0 2021 poky. Yar-60TH nomomararoTh MOKPAIIUTH OOCITyrOBYBAaHHS
KJIIEHTIB, ONIEPATUBHO BIJMOBIJATH HA 3alUTH Ta IiBUIIYBATH PIBEHb 3aI0BOJICHOCTI KIIIEHTIB.

BaxxmBum acriekToMm e()eKTUBHOTO BUKOPUCTAHHS IU(PPOBUX 1HCTPYMEHTIB MPOCYBAHHS €
MOCTIMHUI MOHITOPHMHTI Ta aHaji3 pe3ynbTartiB. Sk 3a3Hauae Avinash Kaushik y cBoiii kausi «Web
Analytics 2.0» (2009), anamiz gaHuX JO3BOJISIE KOMITAHISIM Kpalie pO3yMITH TOBEIIHKY
KOPUCTYBa4iB Ta €(QEKTHUBHICTb MApKETHHIOBUX KaMmaHii. BukopHCTaHHS aHATITHYHUX
IHCTpYMEHTIB, Takux sk Google Analytics, 103BosIsI€ BificTeXKyBaTH Tpadik, KOHBEPCii, MOBEIIHKOBI
METPHKH Ta I1HII KIFOYOBI MOKAa3HUKH epeKTHUBHOCTI [9].

He3Baxaroun Ha YMCIEHHI NepeBard, BUKOPUCTAHHS IHU(POBUX IHCTPYMEHTIB TaKOX MAa€
CBOI BHUKJIMKH, IO TOJATAE y IIBUAKIA 3MiHI TEXHOJIOTiM Ta anroputmiB. KomrmaHii mOBHHHI
MOCTIHHO CTEKUTH 32 HOBUMH TPEHIAMH Ta aJalTyBaTH CBOi CTpaTerii BIAMOBIAHO 10 3MiH. Kpim
TOr0, 3aXHCT JAaHUX Ta KOH(DIIEHIINHHICTh CTAlOTh BCE OUIBII BAXKIMBUMH MUTAHHIMH, IO
noTpeOyTh yBaru 3 00Ky MapKeTOJIOT1B.

[lepcnieKTHBH peKIaMyBaHHS TOPTOBEIbHUX ILIEHTPIB BKIIOYAIOTH MOAAIBIINNA PO3BUTOK
TEXHOJIOTI IITyYHOTO 1HTENEKTy, BIPTyaJbHOI Ta JONOBHEHOI pealbHOCTI, MOCHUJICHHS
nepconamizamii. David C. Edelman y crarri «Branding in the Digital Age» (2010) 3a3Haugae,
MaiiOyTHE MapKETHHTY IOJSra€ y CTBOPEHHI NEPCOHATI30BAHMX Ta IHTEPAKTUBHHUX JIOCBIAIB IS
KOPHUCTYBadyiB, IO JO3BOJISIE CTBOPIOBATH OUIBII TJIMOOKI Ta €MOIHI 3B’SI3KM 31 CBOIMH
kimientamu [12]. EdexTuBHE 3acTOoCyBaHHS COIAIBHUX MEpEeXK, KOHTeHT-mapkeTtuHry, SEO,
BiJICOMApPKETUHTY, 1H(IIOCHCEP-MAPKETUHTY Ta IHIIUX IHCTPYMEHTIB TO3BOJIAE 3aIy4aTd HOBUX
KJIIEHTIB, TIOCHJIIOBATH JIOSUTHHICTh ICHYIOUMX Ta ITJABHIIYBAaTH MPHOYTKOBICTH Oi3HEcy. Po3poOka
Ta BIPOBAKCHHS CTpaTerid HU(PPOBOrO MapKETHHTY, IO 0a3ylOThCS Ha CyYyaCHMX HayKOBHUX
JOCIIJDKEHHAX Ta MPAKTUUYHUX PEKOMEHJALIsX, € KII0YeM [0 YCHILIIHOIO PO3BUTKY OpeHay Yy
uu(poBOMY CBITI.
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VYnockoHaneHHsT LU(QPOBUX MApPKETUHTOBHX CTPATETid PEKIaMyBaHHS TOPTOBEIHHHUX
LIEHTPIB BUMArae MoCTIHHOTO MOHITOPUHTY, aHalli3y Ta BIPOBAKEHHs HOBHUX MiAXOMAiB. ABTOMa-
TH3aIlisl MAapKETHHIOBUX MPOIECIB CTa€ BAXKIMBUM ACIEKTOM pEKIAMyBaHHS, J03BOJISIE 3HAYHO
MiABUIINTH €(DEeKTUBHICTh PEKJIAMHHIX KaMIlaH1i Ta 3MEHIIUTH BUTPATH.

Bemuki nmani (Big Data) BimirpaioTe BaXJIHBY pPOJIb y po3poOIi eheKTHBHUX CTpaTeriit
pekinaMyBaHHA. AHaji3 BEJIUKUX JAHUX J03BOJISE OTPUMATH INTMOOKI 1HCAWTH MPO MOBEAIHKY Ta
noTpeOu CroXuBadiB. BUKOpHUCTaHHS BETUKUX JAHUX JO3BOJISIE MAPKETOJIOTaM CTBOPIOBATH OiJIbIII
TouHi Ta edexkTuBHI peknamHui kammanii [12]. Biptyansna (VR) Ta nomoBHeHa peanbHicTh (AR)
CTalOTh BCE OUTBII MOMYJAPHUMH IHCTPYMEHTaMH LU(GPOBOTO MapKETHHTY. 3TiHO 3 JOCITi-
mxeHHsaM Gartner (2019), no 2022 poky 70% xommaniii OyayTh €KCHEPUMEHTYBaTH 3 TEXHOJIO-
rismu VR ta AR 11 mokpamieHHS KOpHCTyBambKoOro AocBimy. Lli TexHoJorii M03BOJSIOTH
TOPrOBENFHUM IIEHTpaM CTBOPIOBATH YHIKaJNbHI Ta 3aXOIUIIOIOYl MapKeTHHIOBI KaMmaHii, sKi
3aTy4aroTh ayJAUTOPII0 Ta MiABUINYIOTH PiBEHBb B3aeMojii 3 OpeHmoM. ['00CcoBUi TIOMIYK CTae BCe
OUTBII MOMYJISIPHUM cepell KopUcTyBayiB. 3rifiHo 3 gociaikeHHsam Comscore (2019), no 2022 poky
50% BciX TOIMIYKOBUX 3alMTIB OYyIyTh 3MIMCHIOBATHCS 3a JOMOMOror rosocy. Lle 3ymoBiroe
HEOOXIAHICTh ONTHMI3allli KOHTEHTY Ui TOJIOCOBUX TIOLIYKOBHX 3alMTiB, M0 BKJIIOYAE
BUKOPUCTaHHS MIPUPOIHOT MOBH Ta 3a0€3MeUeHHs IBUIKOTO Ta TOYHOTO HalaHHs iH(opMariii.

[TinBumenHss e)eKTUBHOCTI pEeKJIIaMyBaHHS TOPTrOBENbHHUX IIEHTPIB TaKOX 3alEKHUTh BiJl
KOMIIETEHTHOCTI Ta pOoQeciifHOro po3BUTKY MapKETHHTOBOI'O MEpcOHay. |[HBecTHIii B HaBYaHHS
Ta PO3BHUTOK IMEPCOHATY AO03BOJSIOTH KOMIIAHISIM OYTH OUIBII aJalTUBHUMHU Ta 1HHOBAllIMHUMHU.
[ocriiiHe HaBUaHHS Ta PO3BUTOK JOMOMAralOTh MAapKETOJOraM 3aJIMIIATHUCS B Kypci HOBHX
TEXHOJIOT1H Ta TPEHIiB, 110 CIPUsIE MiABUILEHHIO Pe3yIbTaTUBHOCTI iXHBOI POOOTH.

MoOGinbHuil MapkeTHHT Ha0yBae Bce OUIBIIOrO 3HAYEHHS B pEKIaMyBaHHI. 3TiTHO 3
nocmimkenHsM GSMA (2020), monan 5 MIinbSpIIB JIOJACH KOPUCTYIOTbCS MOOUTBHUMHU TIpHU-
CTPOSIMH, IO BIJIKPHBAE HOBI MOXJIMBOCTI JJIsi KOMITaHid. MoOUTBHI JTOJAaTKH, MOOUTRHI Bepcil
caiiTiB Ta push-moBiOMIIEHHS AO3BOJSIOTH KOMMaHIsIM OyTH 3aBXKIM Ha 3B’SI3KYy 3 KII€EHTaMH,
3a0e3neuyroun MBUAKUN JOCTYI 10 iH(popMalii Ta B3a€EMOJIII0 1 CTBOPIOIOYH IMEPCOHATIZ0BAHUN
JIOCBIJ U1 KOPUCTYBadiB, IO CIPHS€ MIABUINCHHIO iXHBOI JIOSIBHOCTI. JlogaTKu 103BOJSIOTH
3MIACHIOBAaTH TMOKYIIKHM, OTPUMYyBaTH iH(OpPMAIlI0 MPO MPOAYKTH Ta IMOCIYTH, a TakoX Oparu
y4acTh y MporpaMax JIOSUIbHOCTI. MOOUTBHI Bepcii CalTiB MOBHHHI OyTH 3pYYHUMH MJIS
KOPHCTYBaYiB, IIBUIKO 3aBAaHTAKYBATUCS Ta IPONIOHYBATH 1HTYITHBHUHI iHTEpdeEiic.

CorianpHi JI0OKa3u € TOTY)KHUM 1HCTPYMEHTOM BIUIMBY Ha PIIICHHS CIOXKKBadiB. Sk
3a3HavyaroTh aBTopu KHUTH «Influence: The Psychology of Persuasion» Robert Cialdini (2006),
JIOIW CXWIbHI TIpUHAMATH PIIICHHS Ha OCHOBI TOBEMIHKH IHINMUX JIOACH. BIiNryku KITi€HTIB,
PEUTHHTHY Ta pEKOMEH/AIIT y COlIaTbHIX MEPEkKaAX € BAXKIMBUMHU €IEMEHTaMHU COLIAbHUX JTOKA3iB,
10 CHpHsOTh (GOPMYBaHHIO JIOBIpH 110 OpeHay. Biaryku KIIi€HTIB € OJHUM 3 HaWBaXJIMBIIIMX
JDKEpesl COoLlambHUX JoKa3iB. Sk 3a3navae aBrop KkHUru «Customer Feedback Management»
Richard Owen Ta Laura Brooks (2009), mo3uTuBHI BiATyKHA JOMOMArarOTh IMJIBHIIUTH JOBIPY 10
OpeHIy Ta 3aJlyYdTH HOBHMX KII€HTIB. Ba)JIMBO CTUMYyJIOBaTH KJIIE€HTIB 3alMIIATH BIATYKH Ta
ONEpPATUBHO pearyBaTH Ha HUX, 110 CIpUSE TMOKpallleHHIO pemyTtaunii Openay. Pelitunru Ta
peKoMeHaalii y COIlialbHUX MEpeKax TaKOXK € BAKIMBUMHU EJIEMEHTAMHU COLIaJbHUX TOKa3iB.
3rigHo 3 nociimpkenasM Nielsen (2019), 92% cnioxuBadiB TOBIPAIOTH PEKOMEHAAITISIM CBOIX JPY3iB
Ta ciM’i Oumbine, HiK OyAb-iKMM IHIIMM ¢dopMaM pekiaamMu. ToMy Ba)JIMBO CTHMYJIOBATH
MMO3UTHUBHI PEKOMEHAIIIT Ta B3aEMOJIIIO 3 KITIEHTaAMH Y COITIaJIbHUX MEPEKax.

[HTEepaKkTHBHI TEXHOJIOTII CTAIOTh BCE OUIBII MOMYJISIPHUMHU y PEKJIaMyBaHHI TOPrOBEIbHHUX
LIEHTPIB, SK 3a3Hauae aBTOp KHuUTU «Interactive Marketing: Revolution or Rhetoric?» Ellen
McWilliam (2014), iHTepakTUBHI TEXHOJIOTIi JOMOMaraioTh OpeHIaM CTBOPIOBaTH TJIHOOKI
eMOIIliiiHI 3B’SI3KM 3 KiieHTamu. BeOiHapw Ta oHnaitH-mojii € e€()EeKTUBHUM I1HCTPYMEHTOM IS
B3aeMoJii 3 ayaurTopiero. BOHM 1O3BOJISAIOTH OpeHAaM MAUTUTHCA EKCIEPTHUMHU 3HAHHSAMU,
BI/IMOBIIaTH HA 3alMTAHHS KIIEHTIB Ta 3aJlydyaTd HOBHX IIIJMUCHUKIB. SIK 3a3Ha4arOTh aBTOPH
kaurn «Webinar Marketing: How to Create and Market Webinars That Build Relationships,
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Generate Leads, and Close Sales» Steven Washer (2013), BeGinapu gomoMararoTb CTBOPIOBATH
BITUYTTS CHUIBHOCTI Ta 3a]Ty4€HOCTI CepeJl yYaCHUKIB.

lefimi¢ikamiss € 1me OJHUM IHCTPYMEHTOM JUIs 3alydeHHs ayauTopii. Sk 3a3HauaroTh
aBTopu KHUTH «Gamification by Design» Gabe Zichermann ta Christopher Cunningham (2011),
BUKOPHCTAHHS ITPOBUX €JIEMEHTIB Y PEKIIAMHUX KaMITaHisX OTIOMAarae IMiIBUIIATH 3aJy4eHICTh Ta
MOTHBaIl0 KiIieHTIB. ['elimidikaliis Moxke BKIIOYATH Pi3HI KOHKYpPCH, IPOrpaMu JOSAJIBHOCTI Ta
1HII iIHTEpaKTHBHI €JIEMEHTH.

BucHoBku. KoMmuiekcHe BUKOPUCTaHHS TPAaJULIMHUX Ta HUPPOBUX PEKIAMHUX KaHANIB
3HAYHO IiBUIIY€E BITI3HABAHICTh OpPEHIy TOPTOBEIBHUX IICHTPIB Ta CIpPHUSAE 3AyUY€HHIO HOBHUX
kiieHTiB. KpiM Toro, iHAUBIAyanbHUHM MiAXiA A0 KOXKHOI IUIBOBOI ayAMTOpii Ta 3aCTOCYBaHHS
Cy4acCHHX MAapKETHHTOBHX TEXHOJIOTiH 3a0e3nmeuyroTh OuThIl e(eKTHBHE MPOCYBaHHSA Ta
MiABUILEHHS JIOAJIBHOCTI CHOXKMBaudiB. BUKOpUCTaHHSA Cy4YacHUX IHCTPYMEHTIB, TaKMX SK
MOOUTPHUH  MapKEeTHHT, COIlaJibHI  JOKa3W, IHTEPAKTHBHI  TEXHOJIOTIi, IepCOHAI3allis,
aBTOMATH3aIlisl Ta BENWKI MJaHi, J03BOJIsIE KOMIIAHISIM CTBOPIOBaTH €(EKTHBHI MapKETHHIOBI
CTpaTerii Ta MiABUILYBAaTH CBOIO KOHKYPEHTOCIPOMOXHICcTh. [locTiliHe HaB4aHHS Ta 3a0e3nedeHHs
KOH(DIEHIIITHOCTI JaHUX € BAXJIMBUMHU aCMEKTaMU Ji JOCATHEHHS YCIixy B odmaiiH Ta oHIalH
CepeIOBHUIIIAX.
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