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MICRO-MOMENTS IN DIGITAL MARKETING TRANSFORMATION:
IMPACT ON THE CUSTOMER JOURNEY IN DIFFERENT BUSINESS
MODELS

MocmaHogka npobnemu. B ymoBax LUMdpoBoi TpaHcdopmaLlii MapkeTUHry CroXxuBadi 3MiHUIM CBOT
noBefiHKOBI Mogeni, cTaBwu Oinblw AMHAMIYHUMMK, MNOIH(POPMOBAHMMW Ta OPIEHTOBAHWUMU HA MUTTEBE
3agoBornieHHs notpeb. Lle aymoBnioe HeobXigHICTe Nnepernagy TpaguuinHuX nigxogis 40 (OPMYBaHHSA LLNAXY
knieHTa (customer journey map) Ta BNpOBa[KEeHHSI HOBMX MapKeTUHrOBUX cTpaTerin. Baxnuey ponb y uboMy
BidirpaloTb MIKPOMOMEHTN — KOPOTKOCTPOKOBI €Mi30AM B3aEMOAii cnoxunsada 3 bpeHaom, ki BigobpaxaloTb
noro NnotTpebu B KOHKPETHUIA MOMEHT Yacy.

MiKpOMOMEHTU CTanu MOXIUBMMU 3aBASKU MOLUMPEHHIO MOBINbHUX MPUCTPOIB Ta  LMGPOBUX
TEXHOIOrN, Lo 3abesnedyloTb MUTTEBUM OOCTYN [0 iHopMauii Ta MOXNIUBICTb NPUAHATTS pilleHb. X
KMOYOBI TUMK — «S XO4Y Oi3HATUCA», «s1 XO4Y 3pODUTUY», «s1 XOUY MiTU» Ta «s XO4y KYyNUTU» — BU3HAYalOTb
HOBWW, HENiHIMHWA UMK NOBEAIHKM CMNOXWBA4iB, LWO XapaKTepusyeTbCsi OaraToOBEKTOPHICTIO Ta
aganTuBHicTio. Takui nigxig BigKpuMBaE HOBI MOXNUBOCTI Ansd OGpeHAiB, ane BogHo4vac BMMarae Big HUX
rMUBLLIOro PO3YMiHHSI CMOXMBYNX NOTPED, LIHHOCTEN | MOBEaiHKMN.

HesBaxalunm Ha nporpec y BUBYEHHI MIKPDOMOMEHTIB, 3alUWAETbCs HMU3Ka BUKIUKIB, 30Kpema
iHTerpauist X y KOMNEKCHi MapKeTWHIOBI cTparTerii, OUiHIOBaHHA BNMBY Ha bi3Hec-nokasHukn Ta po3pobka
e(eKTUBHNX IHCTPYMEHTIB Ans iX BMKOpUCTaHHSA. [Mpobrnema Takox Nonsarae y BiACYTHOCTI yHichikoBaHMX
MeTOoLoIIOori ANs ineHTudikalii Ta aHanisy MikpOMOMEHTIB Yy pi3HMX BidHec-Mogensix.

[nsa koMnaHii BUPILIEHHS UMX 3aBOaHb € KPUTUYHO BaKMMBMM, OCKINbKWA Lie 0O3BOMSE NiABULLNTU
edeKTUBHICTb poOOTU 3 KrieHTaMu, ONTUMI3yBaTU MapKETUHIOBIi BUTPATU Ta [JOCAITU KOHKYPEHTHOI
nepesarn. JocnigXeHHA MiKPOMOMEHTIB BigKpMBae NEepCrneKkTMBM ONis nojanblumMx po3pobok y ranyssix
UMPOBOro MapKeTUHrY, aHaniTUKN BENUKUX AaHWX, NOBEIHKOBOI €KOHOMIKM Ta iIHHOBALiIMHOMO MapKeTUHTY.

AHani3 ocmaHHix docnidxeHb i nybnikayil. KoHuenuisi MapkeTUHry MiIKpOMOMEHTIB [22; 16; 24] sk
KMOYOBOro YMHHUKA (POpMyBaHHS LWINAXY KrieHTa (customer journey map) [29] akTMBHO BMBYAETLCH B
KOHTEKCTi umdpoBoi TpaHcdopmauii mapkeTuHry [20] Ta Oyna BnpoBamkeHa komnaHieto Google sk peakuis
Ha 3MiHYy CMOXMBYMX MOBEAIHKOBMX MOAENen Yy CBiTi, A€ OOMiHYIOTb MOOGiNbHi TexHonorii. KniovyoBumu

31


https://doi.org/

MAPKETHHI I PHHKOBI BIYTHOCUHH

nybnikauisimn, Wwo ccopMyBany OCHOBY AN PO3yMiHHSI MiKpPOMOMEHTIB, € 3BiTW Ta gocnimkeHHa Big Google
Marketing Insights [23], ski onuCyoTb YOTUPU OCHOBHI TUNW MIKpOMOMEHTIB: «l-want-to-know», «l-want-to-
goy, «l-want-to-doy», «l-want-to-buy».

HaykoBi gocnigkeHHs 3 TeMaTUKM MIKDOMOMEHTIB OXOMSIOTb HU3KY BaXKIIMBMX acrekTiB. 30Kpema,
pocnigHukn [7; 12; 11; 25] nigkpecnioloTb BAMB LMGPOBUX TEXHOSOrIA Ha MNOBEAiIHKY CnoXMBauiB,
aKLEeHTYylouM yBary Ha HeoOXigHOCTI aganTauii MapkeTUHroBMX CTpaTterii Ao Hoeux peanin [1; 13; 10].
MiKpOMOMEHTH, WO BUHMKAKOTL 3aBASKM MOOINBbHUM TEXHOMOoriAM, 0O03BONATb 6peHoam edekTuBHile
B3aEMOSiATM 3 KrieHTaMun B peanbHoMy 4aci. lNoBeaiHkoBa ekoHoMika [3; 4; 6; 8; 27] Ta KOrHiTUBHI mogeni
NPUAHATTS pileHb [2; 5; 9] gonomaralTb 3po3yMiTH, SK CMOXUBaYi OUiIHIOTE iHpopMaLilo Ta NpunmailTb
PiLLEHHS Y KOHKPETHMI MOMEHT vacy [14; 32; 26]. Lli gocnigpxkeHHs € 6a3ol Ans aHanisy MikpOMOMEHTIB 3
TOYKM 30pY IX EMOLIINHOrO Ta pauioHanbHOro BNAUBY Y pisHMX moaensax GisHecy [1; 15; 19; 18; 30].

OocnigxeHHs [21; 17] AEMOHCTPYIOTb NPSIMUIA BNIIMB MIKDOMOMEHTIB Ha KOHBEPCIIO Ta MOSNbHICTb
KNIEHTIB, HArofoLWy4YM Ha BaXKMBOCTI NepcoHani3auil Ta KOHTEeKCTyanbHOro MapKeTuHry. [OoCnigKeHHs y
chepi aHaniTUKM 30cepemkeHi Ha 3acTOCyBaHHI iHHOBAUiMHMX NiAXOAIB OO0 BMKOPUCTAHHS LUTYYHOrO
iHTenekty [31] aAns igeHTMdikauii MIKpOMOMEHTIB i BOOCKOHANEHHs1 KIlieHTCbKOro gocsigy [29]. Y poboTax
[25; 28] akueHTyeTbCA yBara Ha iHTerpauii MiKPOMOMEHTIB Yy MyrbTUKaHasbHi MapKEeTUHIOBI cTparTeril,
NigKPECIIoYN BaXXNMBICTb MODINBHUX MPUCTPOIB, coLianbHUX Mepex Ta iHWKX uudpoBux nnardopm ans
ebeKTUBHOI B3aemMogil 3i cnoxnsadyamu.

OpHak, He3BaxatouM Ha LUMPOKUIM CNEKTP LOCNIMKEeHb, 3anulaloTbCsa BiOKPUTUMU MUTaHHSA LOAO
MEeTOAOMOriYHMX Migxo4iB A0 igeHTudikauii MIKPOMOMEHTIB Yy pi3HMX Mogensx 6i3Hecy, OUiHIOBaHHS iX
AOBrOCTPOKOBOrO BMSIMBY Ha MOBEAIHKY KIIEHTIB Y KOHTEKCTi KaTeropin «notpeba» Ta «UiHHICTbY i po3pobkum
MEeTPUK AN BUMIPIOBaHHSA e(peKTUBHOCTI.

lTocmaHogka 3aedaHHsi. MeTa cTaTTi — AOCNIAUTN NPaKTUYHI acnekTu BNAMBY KOPOTKOYACHUX, arne
3Ha4JylMX B3aeEMoAii MK croxuBadeM i OpeHOoM Yy UMEPPOBOMY CepefoBWLLI, OLIHWUTK iX ponb Yy
opMyBaHHiI LUNSAXY KIlieHTa B PidHUX Bi3HeC-Modensx, a TakoXx y3aranbHUTW IHCTPYMEHTU NS BUMIPIOBaHHS
e(PEeKTUBHOCTI TaKNX B3AEMOLIN Y KOHTEKCTI CYy4aCHOro MapKeTUHry.

Buknad ocHogHO20 Mamepiany docnidxeHHs. LindpoBa TpaHcdopmalisi CyTTEBO BMAMHYyMa Ha
B3aemopito bpeHaiB i3 cnoXxmnsadamm B cy4aCHOMY MapKkeTUHroBoMy cepefoBuili. OgHUM i3 HaNBaXXNMBILLIMX
KOHLIENTIB, WO BWHUKNN B LIbOMY KOHTEKCTi, € MIKPOMOMEHTU, siki BigobpakaloTb HalOiNbll akTyanbHi
BakaHHS cnoxwuBaya, Ta BUHMKAOTb LWOAO KOHKPETHOI CUTYyalLlil, Yacy Ta micus. Y po3spisi umdposisadii — ue
KOPOTKi nepioam, KONM CNoXxuBay 3BepTacTbCcd A0 NpucTpoto abo nnatdopmm Ans oTpMMaHHs iHdopmalii,
MPUNHATTS PiLUEHHS YX BUKOHAHHSA NEBHOI Ail.

Ha cborofHi BOHM € KM0YOBOK TOYKOK B3aEMOAIT MiXX BpeHAOoM i cnoXmnBayvem, KOfM OCTaHHIN LwyKae
WBKAKE | TOYHe pilweHHss ana cBoei noTpebu, ovikye HeramHoi BigNoOBigl Ha CBOI 3anuTu, WO pobutb
LWBWMAKICTb | peneBaHTHICTb iH(opMaLii KpUTUYHO BaxXnmMBuMK Ans 6peHais. Po3yMiHHA TOro, siK Li MOMEHTU
dopMyloTbes, iX aHania gae amory 6peHaam rnmublie 3po3yMiTM NOBEAIHKY KIIEHTIB | TOYHIWe aganTyBaTy
CBOI cTpaTerii nig notpebu ayguTtopii.

LLnax knieHTa (customer journey map) cknagaeTbCcs 3 NOCAIOBHOCTI eTaniB, siki NPOXOANTb CNoXMBaY
BiJ YCBIAOMMNEHHSA NOTPebM A0 34iMCHEHHSA MOKYMKX Ta NiCiANpogaXXHOro o0cnyroByBaHHS. ICHYOTb YOTUpPK
OCHOBHi TMNX MIKPOMOMEHTIB, LLO:

1. ®opmytoTb ouikyBaHHA. A xouy disHamucs (informational moments) — oTpumaHHsa iHdopMaLii
(knieHT oujiHI0E, HaCKiNbkn BpeHa MoXe HagaTu KOPUCHY Ta AOCTYMNHY iHdhopmauito).

2. BnnueatoTb Ha JoBipy. S xo4y nimu (navigational moments) — Bubopy HanpsiMKy gii abo micus
(HeobXigHICTb 3HANTN HaNGNMXKYY TOYKY 0OCNYroByBaHHSA YM NPOAYKT) Ta S xo4vy 3pobumu (action moments)
— BMKOHAHHSI KOHKPETHOIO 3aBAaHHs, JO3BOMSIE NEPEBIPUTU, UM 30aTHUN BpeHa edheKkTMBHO NigTPUMyBaTU
crnoxuBaya.

3. 3miHTE pileHHs. A xouy kynumu (purchase moments) — yxBaneHHs pilleHHS NpO MOKYMNKy
(wBKMOKicTb | peneBaHTHICTb peakLii OpeHay MOXyTb cTaTy BUpilanbHUMKN hakTopamu).

Lli MOMEHTM € BUCOKOIHTEHCUBHMMW i, 3a3BWYal, KOPOTKOTpPMBaNMMu, ane came BOHM 4acTo
BM3HAYaloTb KMOYOBI PiLLEHHS CMOXMBAYIB.

Po3yMmiHHs1 BigMiHHOCTEWM MK KaTeropisiMm «notpeba» Ta «UiHHICTb» € KPUTUYHO BaXKIIMBMM AN
edeKTUBHOrO ynpaeriHHA MIKPOMOMEHTaMM Ha LnsAxy KnieHTa (Tabn. 1).

MoTtpeba — ue ocHoBHa MOTMBaLiA abo 3anuT, AKMN BUHMKAE Y KMiEHTA B KOHKPETHOMY MiKDOMOMEHTI.
MoTpeba BM3Hayae, 4Oro KiieHT wWykae abo xoye JocartM (Hanpuknag, 3HaWTy iHdopmadito, obpatm
NpOAYKT, 3aBepwmnTh MOKynkKy). LIiHHICTE — ue Te, Wwo KnieHT oTpMMye B pesynbTaTti B3aemogii 3 6isHecom,
NPOAYKTOM 4uM nocrnyroto. BoHa Moxe OyTn eMoLinHO (3a40BONEHHS, A0BiIpa), PYHKUiIOHANBHOK (3pY4YHICTb,
eKoHOMis Yacy) abo couianbHO (BiAYYTTS NPUHANEXHOCTI A0 CNiMbHOTH).

Po3ymiHHs moTpebu [03BONSE BUSIBUTM, WO CaMe LWyKae KITiEHT, a POKYC Ha CTBOPEHHI LiHHOCTI
3abe3nevye HagaHHSA HaMKpaLoro pilleHHs, Lo 3a40BOSbHSE Lo noTpeby. Hanpuknag, y MikpoMoMeHTi «A
X04y Ai3HaTUCs» KIiEHTY MNoTpibHa ToyHa iHopMmauis, a uiHHicTio Oyge il JOCTynHICTb Ta Aosipa [o
Oxepena.

KoXHWI MIKDOMOMEHT YHiKanbHWUIiA, i pO3yMiHHA NOTPebu Ta o4ikyBaHOI LiHHOCTI A03BOMSE CTBOPUTU
nepcoHanisoBaHMM OOCBIA ANs knieHTa. Hanpuknag, y MikpoMoMeHTi «f xody nituy» noTpibHa LBMAKICTb
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JocTyny 0o nokadii, a UiHHICTb nondrae y nerkocti Hagirauii. 3a40BONEHHs noTpebu B KOXHOMY
MIKDOMOMEHTiI 4epe3 CTBOPEHHSI PENeBaHTHOI LiHHOCTI crnpusie noOyaoBi LOBroTpMBanmx CTOCYHKIB i3
KnieHToM. AKLo Bi3HecC yCnilHO 3aKpuBae 3anuT KMiEHTa Ha BCiX eTanax Lnsaxy, ue nigBuLLlye Aoro oBsipy
Ta MOBIPHICTb MOBTOPHOI B3aEMOAil.

Tabnuus 1

AHani3 MiKpOMOMEHTIB Y KOHTEKCTi KaTeropin «notpeba» Ta «LiHHICTb»

MikpomomeHT

MoTtpeba

LliHHicTb

Mpuknag mogenein GisHecy y
KOHTEKCTi AOMiHYBaHHS
MiKPOMOMEHTY

«A xouy
aisHaTtuca»

IHdbopMauinHa: oTpumaTn
3HaHHS NPO NPOAYKT,
nocnyry abo pilueHHa ans
CBOEI Npobnemun

Hosipa oo 6peHay,
MOXMUBICTb LUBUAKO 3HAUTU
TOYHY | KOPUCHY iHOpMAaLLito

IHdbopMauinHi nnaTtcopmu, OCBITHI
cepsicu, 6bpeHan 3 6rnoramm abo
KOPUCHMM KOHTEHTOM (Hanpuknag,
e-learning, B2B-cepsicu)

«A xouy niTn»

JlokanisauinHa: 3HanTu
Hanbnmxyy Touky, ae
MOXHa oTpumaTn baxkaHe

3pYyHICTb i WBNAKICTb
noLuyKy, JOCTYMHICTb
NPOAYKTY B KOHKPETHIN

Puteiin (ocnanH-marasutu,
anTeku), cepsicu OOCTaBKM,
TYPUCTUYHI KOMNaHii

(ToBap, nocnyry)
EkcnepumeHTanbHa:
3p0O3yMiTH, SK LOCb
3pOOUTY YM 3HANTK
HanKpaLumi BapiaHT

nokauji
MpakTnyHicTb,
NiATBEPIKEHHS PiLLEHHSA
Yyepes JOCBIg iHWNX
crnoxwmBsauiB (BiAryku,
iHCTPYKLUii)
EkoHowmis vacy,
3a]0BONEHHS Bif
3AINCHEHHSA MOKYMKK,
onTMmarnbHi yMOBM onnatu
Ta AOCTaBKU

«A xouy
3pobuUTH»

E-commerce, DIY (pobu cam),
OHManH-nnaTopmun 4ns
NOpiBHsIHHA TOBapiB abo nocnyr
(Hanpuknag, MapkeTnnencu)

«f xouy KynuTn» TpaHsakuiviHa: 3aBepLunTm
MOKYMKY LUBWAKO, 3PYYHO,

0e3 3arBux b6ap’epis

E-commerce (Amazon, Rozetka),
puTenn, cepeiCu MUTTEBKX
TpaH3akui abo nignmMcok

Lxepeno: cghopmosaHo asmopamu

Y KOHTEeKCTi umndpoBoi TpaHcdopmauil MapKeTUHry pPO3yMiHHA noTped® Ta UiHHOCTEN [O03BONsiE
ONTUMI3yBaTN OHMNAaNH-IHCTPYMeHTU. Hanpuknag, y MiKpOMOMEHTI «5 Xxouy Kynutuy» KNieHTy noTpibHa 3pydHa
TpaH3aKuUid, a UiHHICTIO € eKkoHOMis 4Yacy Ta 6esneka nnartexis. Butpatu Ha mapkeTuHr ctawTb 6inbL
LiNbOBUMMU, SKLLO aKUEHT pobuUTbCA Ha 3a[0BOJSIEHHI KOHKPETHUX NOTpeb i CTBOPEHHI BiANOBIAHOI LHHOCTI.
Lle 3HWXY€E pU3MK BTpaTU KITIEHTIB Yepe3 HepeneBaHTHICTb NPONo3uLii.

MikpoMOMEHTM B pi3HMX bGi3HeC-Mogensax — ue TOoYKa 3YCTpidi OdiKyBaHb CMOXMBaYiB i 3ycwrb
onpautoBaHHsA. [ns KOMMaHi KMlYOBUM € PO3YMIHHS KOHTEKCTY MIKPOMOMEHTY, MOro BaXIMMBOCTI AN
KnieHTa i MOXNMBOCTI TpaHCOpPMyBaTU Lieli KOPOTKUIA eni3od y JOBroTpvBani BigHOCKMHU. Y pi3HMX Bi3Hec-
mogensix (B2C, B2B, D2C, C2C) MiKpOMOMEHTU MalTb Pi3HUA MposiB 3 OOKy CMOXMBadYiB Ta BMMarawlTb
TEXHOMOrYHOI NiAroTOBKM i CTpaTeriyHOro Nigxo4y A0 YNpaBIiHHA CMOXUBYUM A0CBigoM (Tabn. 2).

Ons mogeni BisHecy «koMnaHis-go-cnoxmeada» (B2C) MiKpOMOMEHTM YacTo acouilolTbCS 3 HErakHUM
3agoBorieHHAM noTpeb. Cnoxusadi OvikylTb LWBUAKMX BigNoBigen Ha 3anuTu, 6e3nepeLlukogHoro JocTyny
00 iHbopMmauii Ta 3py4HOCTI B KOPUCTYBaHHI MPOAYKTOM 4uM nocnyroto. KomnaHii B LbOMy cermeHTi MaloTb
KOHUEHTPYBaTMCA Ha nepcoHanisauii, aHaniyloum noBediHKy CnoXuBadiB 4epe3 LTYYHWA iHTEnekT i
aHaniTuky gaHux.

EMOUINHMIA acnekT TakoX € BaXNUBMM: peKknaMHi kamnaHii Ta B3aemogis 4epes couianbHi Mepexi
MOBUWHHI BUKNKaTW JOBIPY 1 3auikaBneHiCTb.

Y MIKPOMOMEHTI «51 X0y Ai3HATUCSA» KNIEHT LUYKaE ornaan, penTuHrM 41 iHdopmauito Npo NPOAYKT Ha
BebGcanTax, y couianbHux Mepexax yu Bigeonnatdopmax. KomnaHisa pearye Ha «s xo4y gisHaTucsa» depes
CTBOPEHHS SIKICHOrO KOHTEHTY (ornsian, Bigeo, NOpiBHSAHHA ToBapiB). Y MOMEHTI «si XO4y KYMUTU» KIiEHT
O4iKye LWBMOKOro OOPMIIEHHS] 3aMOBJIEHHA Ta MOXe OyTWM MOBHICTIO peani3oBaHui 4epe3 MOBinbHWNA
000aToK 3 iHTYITUBHUM iHTepdencoM i Onuield «OAHOro Kniky». TakMM YMHOM, Y MIKDOMOMEHTI «S XOuy
KynuTu» KoMMaHis 3abe3nevye LIBUOKWIA NpoLec NoKynku (3py4Hnin UX, onuia weunakoi onnaTtu, 4OCTaBKa).

Y 6isHec-mogeni «b6isHec-go-6isHecy» (B2B) mikpomomeHTM maloTb iHWy npupody. BoHnm yacto €
YaCTUHOK AOBroTPMBAaNoro npouecy MPUUHATTS pilleHb, Ae OOMiHYITh pauioHanbHi MoTuBW. Hanpuknag,
MIKDOMOMEHT « XO4y fi3Hatuca Oinblie» Moxe nonaratm y rnnbokomy AOCAIOXKEHHI TEeXHIYHNX
XapakTepPUCTUK NpoaykTy abo O3HAMOMMEHHS 3 KeWc-cTadi Npo MOro 3acTOCYBaHHS YK BiAryKM iHLWIKNX
KOMMaHin. Y MOMEHTI «5 XO4y 3po0UTU» KIEHT LUIYKAE MOXMIMBICTb MPOTECTyBaTU NpoaykT abo nocnyry
(oemoBepcis, kOHCynbTauis).

KomnaHii B LlbOMY CeKTOpi MaloTb HaJaBaTu peneBaHTHY, AeTanbHy i JOCTYnHY iHdopMaLio Yepes
npodecinHi kaHanwu, Taki Ak BebiHapu, ranysesi KoHdepeHUii, abo cnevianizoBaHi NnathopmMn. Y MOMEHTI «s
X04y 3pobuTM» 3acTOCOBYBATM IHTEPAKTMBHI IHCTPYMEHTW [Ans AeMOHCTpaLii npoaykTy, Hanpuknag,
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BipTYyanbHi TypU YM OHNANH-KOHIrypaTtopu, KOHCynNbTauil 3 MeHegpKkepamu, sKi MOXYTb 3HAYHO MigBULLINTK
AKICTb MiIKPOMOMEHTIB.

Tabnuuys 2

MopiBHANBLHMI aHani3 MiKPOMOMEHTIB Y pi3HMX GisHec-moaensax

C2C (Consumer-to-

B2C (Business-to- B2B (Business-to- D2C (Direct-to- Consumer)
Mikpo- fis Consumer) Business) Consumer) pos.ipa, 6esneyHe
MOMEHT nepcoHanisauis Ta pauioHanbHWIi nigxig iHHOBaLiHICTD i cepegosue,
eMoLlilHa B3aemMofis Ta gosipa OnM3bKICTb NiATPMMKa couianbHUX
B3aeMOofin
© Yntae ornsggu Ta | BuByae TexHivHy | MNMepernggae BuByae Bigrykm iHLWMX
= ctaTti Ha BebGcanTi | AOKyMeHTaUilo, Kelcu | pekoMeHaauii iHWKX | cnoxuBadiB | LIykae
% ‘é’ 6peH,qy abo gmeuTbCAa | ycnixy abo BebiHapw, KJ'IiGHT.iB i ﬂOpiBHﬂH‘I:iﬂ. HamnkpaLli nponosuuii
= =~ | Bigeoornsan Ha | wob ~ oTpumati | ToBapis Ha cauTi
% I | YouTube AetanbHy iHopmMaLilo | BUpOGHMKa
'E[‘ ._ | Hagae akichuin | My6nikye  aHanituyHi | 3abeaneuvye Mnatcdopma  Hagae
Z = KOHTEHT: 6noru, | 3BiTKM, white papers, | iIHTEPaKTUBHUA KOHTEHT, | PEATUHIU, MOPIBHSAHHS
X S | sigeo, MOPIBHAMNbBHI | TEXHIYHY BKIIOYaYM Bigeo Ta | Npono3uui i rapaHTii
® 2 | Tabnuui, ornagu, | AokymeHTauito, pekomeHpauii SKOCTi yrog
|:=[ SEO-onTuMisauis gns | npoBoauTb HaB4YanbHi | peanbHUX KMiEHTIB
TNErkoro MoLuyky BebiHapu
LWykae Hanbnwxumi | Lykae koHTakTHi Toukn | Llykae disnyHun | 3HaxoauTb
E marasvH yepe3 | AN neperoBopiB uu | MarasavuH abo  MyHKT | HaNBOMMK4MX
& | Google Maps abo iHWi | AeMOoHcTpaLin BMAadvi ToBapy uepes | npodasuiB abo
< % reonokaujnHi cepsicu NPoAyKTy, Hanpuknag, iHTfar_pOBaHi KapTy Ha | napTHepiB Yyepes
E =) Ha BMCTaBKax Yv Yepes | cawTi bpeHay nnatcgpopmn C2C
- B2B-nnaTtcopmum
(z) — | OnTumisye nokanbHe | 3abesneuye IHTerpye  kap™m  Ta | [NnaTtdopma
x s | SEO, 3abe3neyvye | NpUCyTHICTb Ha | iHdopMmaLito npo | NpornoHye
S | mocTyn A0 aKTyanbHOI | ranyseBux BUCTaBKax, | MYHKTW BuAadi TOBApiB | IHCTPYMEHTH ansi
2 | iHdopmauii npo | ToYkax [AeMoHcTpauin | i3 AaHuMmu npo | nowyky npogasuiB Yy
|:=[ nokakuito, rpadik | 4m isanyHMx odicax OOCTYMNHICTb NOTPIGHiIN
po6oTtun reorpadiyHiv 3oHi
MopiBHi0E MpoBogutb  TexHiyvHi | MNopiBHioe mogeni Ha | MNopiBHIOE UiHW, YuTae
E XapaKTepPUCTUKN Ta | KOHCynbTalji, ouiHe | canti Bpenay, 3BepTae | BiAryku, Lykae
© | uiHM ToOBapiB, 4uTae | BapTiCTb npoaykTy, | yBary Ha Bigrykm i | rapanTii yrog u4epes
s E BiOryKku . iHWKWX | NpoBOAMUTL MO)KJ'II/IBOC.Ti nnatdopmmu
S oI | KopucTysauis TECTyBaHHS nepcoHanisaujii Tosapy
<3 (aemoBepcii)
‘; Hapae  dyHkuioHan | MNponoHye Hapae nopisHanbHi | Mnatdopma
z ‘T | Aana NOPIBHAHHSA | AeMOHCTpaLi Tabnuui, ornsaam | 3abesnedyye  nposopi
x @ TOBapiB., 3a0X04y€ | MPOAYKTY, npobHi | peanbHMX KIIEHTIB, | PENTUHIMN, cuctemy
® g 3anuwaTm Bigrykn, | Bepcii, nepcoHanbHi | iHTEPaKTUBHI Bepudikauii yroa,
X | nigTpumye UGC | koHcynbTauii iHCTpYMeHTH iHCTPYMEHTN
& | (user-generated (Hanpuknag, NOPIBHAHHSA
content) KOHCTPYKTOpW)
3aBepLuye NOKYMKy | Y3romxye ymoBW | 3aBepluye MOKynKky Ha | 3aBepluye yrogy
E OHManH yepes | KOHTPaKTy, 3amOBMsiE | CanTi OpeHay 3 | yepe3 nnatgopmy 3
© MOGiNbHUA  OOAaToK | Yepe3 cneuiani3oBaHi | MOXIUBICTIO BUKOPUCTAHHAM
< .5 un BebGcanT nnatdopmu abo | nepcoHaniszauii abo | rapaHTii nnatdopmu
£ .:=[ Hanpsimy y | akgismm  gna D2C- | abo 6e3neyHnx
= nocravasnbHuka KaHany cepsiciB onnatu
;;_ _ 3abesneuye 3pyyHun | OnTumisye npowec _Ha,uae § 3pquvu7! I'I_naT(popma _
2 :E npouec OMOPMIMEHHS | Y3rogXXeHHs |HTe_pq3eV|c, WBMAKI | NIATPUMYE  3axMLLEHi
- T | 3aMOBMEHHS, 3aMOBIIEHb, MPOMOHYE | BapiaHTK onnaTu, | TpaH3akuii, 3pyyHUIn
2 | niaTpumye Pi3Hi | 3pYy4HYy nnatdopmy | iHTerpadito 3 | iHTepdpenc ana
.~ | cnocobu onnatu, | Ans KOHTPaKTIB i | mocTaBKo i | wBmakoro
= | iHTerpye nporpamu | nepcoHarnbeHe nepcoHarnizoBaHe 0hOpPMINEHHS  yroaw,
NOANBHOCTI o6cnyroByBaHHsi 06cnyroByBaHHs pPEVTWHT NpoaasLiB

Lxepeno: cghopmosaHo asmopamu

Y npamiin Mmogeni «BUpobHMK-go-cnoxmneaday (D2C) MIKpOMOMEHTM 4acTo CNpsiMOBaHi Ha 3MiLHEHHS
OOBipU Ta AEMOHCTpaLito aBTEHTUYHOCTI OpeHay. Hanpuknaa, MiKpOMOMEHT «s1 Xo4y Ai3HaTUCH, YU MOXKHa
LuboMy GpeHay OOBIpATU» CTae BUpiLLAnNbHUM, 0cobnmBo AN ManmMx abo HOBUX KOMMaHiW.

®ipmm D2C akTMBHO NpauoloTb 3 LMPPOBUMU KaHanamm, TakuMmm K couianbHi Mepexi, Wob nokasatu
CMpaBXHIO ICTOPIit0 CBOro OpeHay, Npo30piCTb NPOUECiB i eTUYHICTb. BogHovac BOHM MatoTb 3abesneunTtu
MaKCuMarnbHY LUBUAKICTb pearyBaHHs, BPaxoBYHUMN, LLO iX CMOXMBaYi 3BMKIN 40 6e3nocepenHboi B3aeMogii.

34



THHOBAI[IHHA EKOHOMIKA — 1°2025 [101]
HaykoBo-BMpoGHMYMIA XKypHan

Y MIKpPOMOMEHTI «si X094y Ai3HaTUCSA» KIEHT O4iKye iHTEPaKTUBHOIO KOHTEHTY, BKMIOYHO 3 BiArykamu Ta
pekoMeHAauis MW iHLINX KMIEHTIB.

Y MOMEHTI «a XO4dy KynuTu» KIieHT xodve 6esnocepedHbO npuabatu ToBap Yy BMpobOHMKa 3a
crneuianbHO LHOK YK 3 JOAATKOBOK nepeBarot. Peanidauisi «a xody gisHaTucsa» nepenbavae CTBOPEHHS
KOHTEHTY, WO 3any4vae (iHTepaKTUBHI ONMUTYBaHHSA, BIAEOIHCTPYKLIi), «9 XO4y KynuTu» — NpsAMui npogax 6e3
nocepeHuikiB i3 gogaTkoBumu 6oHycamu.

Y mogeni «cnoxmead-go-cnoxueada» (C2C) MikpoMOMeEHTU OyayloTbCS Ha OCHOBI B3aEMHOI JOBIpW.
TyT OCHOBHMMWU € MIKPOMOMEHTW, Taki 9K «8 XO4y MiATBEPAMTU HaZiNHICTb npoaaBus» abo «sa xo4vy
noginutucs cBoim pgocsigom». [Mnatdopmn C2C mawTb 3abe3nedyyBaTu iHCTPYMEHTM Ans  Merkoro
CMiNKyBaHHA MiX YydyacHMKaMu, Taki sIK PEenTUHrU, BIiArykM («9 xody pAisHatucs») Ta rapaHTii 6esneku
TpaH3akUin («a xody 3pobutn»). Kpim TOro, CTBOpPEHHs CMiNbHOT HaBKONO nnatgopMm gonomarae nocunuTn
BiAYYTTHA NPUYETHOCTI Ta NOSANBHICTb KOPUCTYBAYIB.

IHTerpauis MiKDOMOMEHTIB Y MapKeTMHIoBY CTpaTterito — Le He nue TpeHd, a HeooxigHicTb ans
OOCSITHEHHS yCMiXy B YMOBaX MiHMMBOrO puMHKY. 3acTOCyBaHHS AaHMX NMPO MIKDOMOMEHTM Y MapKETUHIOBKX
cTpareriax go3sonse 6peHgam cerMeHTyBaTu ayguTopilo He nuvwe 3a gemMorpadiyHMMM O3Hakamu, a 1 3a
NOBEAIHKOBMMY XapaKTepucTUKamu.

KoxHa 6isHec-mogenb oOpieHToBaHa Ha cneuudivyHy ayamTopito, sika Mae Ppis3Hi OuvikyBaHHs Ta
noseaiHKOBi 0cO6MMBOCTI:

— B2C opieHTyeTbCa Ha eMOLiMHMIA 3B’A30K Ta MepcoHanisaudilo, Ae BaXNUBO BIiACTEXYBaTU PiBEHb
3agoBorneHHs knieHTiB (NPS) Ta edpekTUBHICTb NPOMOLINHMX KamnaHin;

—B2B noTpebye pauioHanbHOro nigxody Ta AOBIpU, TOMY BaXNIMBMMMU € NOKa3HWKU TPUBANOCTI LMKIY
npoaaxie Ta ROI Big iHBecTMUIN;

—D2C 3ocepemxyeTrbcsi Ha GnM3bKOCTI OO KNieHTa, Ae iHTerpauisi nepcoHanisoBaHWX CepBiciB Ta
OLHIOBaHHSA X e(PeKTUBHOCTI € KITHOUYOBUMU;

— C2C noTtpebye aHanisy A0OBipM MiXK CNOXMBa4YaMu Ta aKTUBHOCTI Y KOM'tOHITi.

BumiptoBaHHs eEeKTUBHOCTI B3aemofin y pi3HMX BisHec-mogensx € Kit4YoBUMM iHCTPYMEHTOM Ans
OOCArHeHHs GisHec-Uinen Ta 3abesnedvye rnuboke po3ymiHHSA MoTped KrieHTa, NiABULLYE NOSAMbHICTD,
nigTpumMye penyTadito 6peHay, aganTye cTpaTerii 40 CydacHUX TPEeHAIB i cnpusie cTanomMy po3BUTKY.

B T1abn. 3 HaBedeHi iHCTPYMeHTU Ta Migxoaun AN BMMIptOBaHHSA edeKTUBHOCTI B3aEMOLi y Pi3HNX
MOAENAX, BPaxOBYHOUN Cy4aCHi aHaniTUYHIi MOXIMBOCTI Ta MapKETUHIOBI TEHOEHLLT.

Ta6bnuys 3
KnroyoBi Hanpsimu BUMiproBaHHA e(peKTUBHOCTI B3aEMopAin y pisHMX moaensx 6isHecy

- Biarykn B coumepexax

nnaTtopmu Biarykis

Hanpsimu B2C B2B D2C ca2c
1 2 3 4 5
AHanituka - Google Analytics ans - CRM-cuctemu ans - Mnatdopmm Be6- - BbynoBaHi
nnatdopmm aHanisy nosegiHku MOHITOPVHIY LUKy aHaniTnkn Moayni nnatgopm
KNieHTIB. npopaxis (Salesforce, | (Optimizely). (OLX, eBay).
- Beb6-aHanituka: Microsoft Dynamics). - Heatmap-aHanis - BigcTexeHHs
KinbKiCTb BigBiQyBaHb, - Bl-aHaniTuka (Hotjar) aKTUBHOCTI
KOHBepCii KOpUCTYBaYiB
Biaryku Ta | - ONuTyBaHHSA KIliEHTIB - IHTepB'to 3 knieHTamu. | - 36ip dinbeky yepes - PelTuHrosi
OLiHKM (Survey Monkey). - 3BiTM Npo email-mapkeTuHr. cucTeMu Ha
- OuiHka NPS. 3apoBoneHicTb (CSAT) | - OuiHkn Yepes nnatdopmi.

- NLP gnsa aHanisy
TEeKCTOBUX Bigrykis

MeTpukn gosipu

- Yac Bignosigi cnyx6u
NiATPUMKM.
- KinbkicTb 3aBepLueHnx

- JoBrocTpokosi yroau.
- Bigryxn B B2B-
mepexax (LinkedIn

- MoBTOpPHI Nokymnku
KNiEHTIB.
- PiBeHb goBipu oo

- Ckapru oo
cnyxou niaTpuMKm.
- NosToOpHI yroau

Profitability)

yroa 6e3 ckapr Recommendations) nepcoHarnisoBaHux MiX
nNpono3aunLin KopucTtysadyamu
CouianbHa - Bsaemogisi B - Yyactb y - AKTUBHICTb ¥ - OBroBopeHHs
B3aemogis coumepexax NPodeCinHMNX coujianbHux Mmegia. TOBapiB Ha
(komeHTapi, nankn). ChinbHOTax. - IHTerpauis nnatdopmi.
- Poscunku ans knieHTiB | - Mpsami KomyHikauii 3 nnaTtopmu 3 yar- - CTBOpEHHS
KnieHTamm 6oTamun KOM'tOHITi
®diHaHCOoBI - CepepfHin yexk. - ROl Big - BaprTicTb 3anyyeHHsa | - Joxoau Big
MEeTPUKK - KonBepcisa npogaxis MapKEeTUHroOBUX knieHta (CAC). KOMICiW.
3axofiB. - Cepeghs - Butpatn Ha
- NoxiaHicTb ogHoro MapXXMHanbHICTb YTPUMaHHS
knieHta (Customer yroau nnatcopmu
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npodoexxeHHs1 mabn. 3

1 2 3 4 5
MeTpukun - PiBeHb nepepobku - BukopuctaHHs - YacTtka ekonoriyHo - Yactka
cTanocti Ta | ynakoBKu. €KOmnOorivyHNX CMPSIMOBaHNX nepenpogaHux
BignosiganbHocTi | - KinbkiCTb €KonoriyHo maTepianis y B2B- nNpPono3unLin. TOBapiB.

4YUCTUX TOBapIB yrogax. - BukopuctanHs - Kinbkictb
- Ceptudpikatn €KOMOriYHUX iHiLiaTe | NMOBTOPHO
BiAMNOBIAHOCTI y NpOMOKaMnaHisax BUKOPUCTAHUX
peyen
Emouinnnn - NPS; - losAnbHICTb KIiEHTIB - 3anyyeHictb fo - 3BOpPOTHUIA
3B’A30K Ta | - KinbkicTb emouiiHo (Customer Retention OpeHay 4epes 3B’A130K NpOo
3a[J0BOJIEHHS NO3UTUBHMX BiOryKkiB Rate). coujianbHi megia. KOPUCTYBaHHSA
- AHani3 emouinHmx - PiBeHb nnatgopmoto.
Bigrykis 3a10BOSIEHOCTI - Emouinna
KNieHTiB npueabnueicTb
KOM’IOHITi

Ihkepeno: chpopmosaHo asmopamu

Cneuncpbika iHCTpYMEHTIB Ta nigxoAiB ANs BUMIpOBaAHHA e(eKTUBHOCTI B3aEMOAiN y pi3HuX bBisHec-
MOLENAX MAE KPUTUYHE 3HAYEHHS 3 KINbKOX MPUMYMH, OCOBNMBO B YMOBAX CydacHUX aHaniTUYHUX
MOXIMBOCTEN Ta MapKeTUHIOBUX TEHAEHLIN.

MikpoMOMEHTM CTBOPIOKOTL ideanbHy a3y Ond BNpPOBaKEHHs MEepPCOHani3oBaHWX MapKeTUHrOBUX
KamnaHin. BukopucToByouM AaHi Nnpo nonepepHi Aii cnoxmeaya (NOLWYKOBi 3anvTu, Nepernsian KOHTEHTY,
MiCLIE3HaXO4KEHHS), KOMMaHii MOXYTb aAanTyBaTu CBOI MOBIJOMIIEHHS!, MPOMOHYIOYN PENEBAHTHI PilLIEHHS B
peanbHOMY 4Yaci.

YcniwHa cTpateria OyayeTbCAd Ha CTBOPEHHI KOHTEHTY, SAKUW Bignosigae noTpebam KOXHOro
MIKDOMOMEHTY. IHCTPYMEHTU aHaniTukM A03BOonstoTb 6i3Hecy OuiHBaTW, SAKi MapKeTUHrOBi aKTUBHOCTI
NMPMHOCHATbL HaMKpaLlli pe3ynbTaTtu Ta 3abesnevysaTtu:

— ONTUMI3aLito peknamHux 6IooKeTIB;

— yOOCKOHaneHHs! KNieHTCbKOro goceigy Yepes aHania cigbeky;

— aHarni3 TO4YOK NagiHHA KOHBEPCI 3aans iX YCYHEHHS.

MeTpukmn, Taki sk Customer Lifetime Value (CLV), 0o3BonsitoTb OUIHUTU (DiHAHCOBWI MOTeHUian
KOXXHOTO KIlieHTa i cnpsAMyBaTu 3yCUmnns Ha NiABULLEHHS MOro LiHHOCTI Ansa 6isHecy. CyyacHi iHCTpyMeHTH
aHanidy BigrykiBe i couianbHOi B3aemogii gonomaralwTb 3pO3ymiTW, K ayauTopis cnpuimae 6peHa.
AHaniTU4Hi iIHCTPYMEHTM [03BONATL BiACTEXYBaTU NOBEAIHKY KOPUCTYBaYiB y peansHOMY Yaci, CTBOPIOBaATH
NMPOrHO3u i BUSABNATU 3aKOHOMIPHOCTI.

Y po3pisi BUKNageHoro, oTpuMyemo:

— NiABULLIEHHST NMOSANBHOCTI cnoxueadiB. PearyBaHHA Ha noTpebu KnieHTa B KOXXHOMY MiKDOMOMEHTI
CTBOpHOE BigvyTTa TypOOTU Ta yBaru, Lo cnpuse (hopmyBaHHIO JOBrOCTPOKOBOI NOSINbHOCTI;

— OMTUMI3aLit0  MapKeTUHroBuMx BuTpaTt. YiTke po3ymiHHA MOBeAiHKW CrnoXusBadiB  [03BOMSE
CrpsAMOBYBATM PECYpPCU Ha HaMbINbL ePEeKTUBHI KaHanu Ta gii, 3MEHLUY4YM BUTPATU Ha MEHLU peneBaHTHI
nigxoaw;

— 30iMbLlUEHHS KOHBEpPCin, NiABULWEHHS WMOBIPHOCTI YCMILWHOro 3aBeplleHHsA B3aemogii 3 6peHaom
Yepes3 popMyBaHHSA BiANOBIAHNX IHCTPYMEHTIB | KOHTEHTY.

BucHogku 3 npoeedeHO20 OOCJiOKeHHs. Y CTaTTi MiOKPEecneHo, Lo MIKPOMOMEHTU (MUTTEBI
B3aeMO/ii KnieHTa 3 6peHAoM B T.M. i y LM(POBOMY CepedoBULL) € KPUTUYHO BaXXNMBUMU A1 POPMyBaHHS
WNsxy KrieHTa. BOHM CTBOPIOOTL TOYKM KOHTaKkTy, WO BW3HayalTb MOBEAiHKY KNieHTa, Big MOLWYKY
iHpopmauii [0 yxBamneHHA PpilleHHs Npo  NOKynky. [Ons  nignpuemcTs, €Ki nparHyTb  ByTn
KNIEHTOOPIEHTOBaAHNMU, BaXNUBO He nuLle iaeHTUdIKyBaTh Taki MOMEHTK, ane n opmMyBaTh HaBKOMO HUX
cTparerii, CNpAMOBaHi Ha 3a40BOMEHHs NOTpeb cnoxmBayiB y peanbHOMy 4yaci. Lle gossonsie He nuwe
NigBULLIMTY piBEHb 32 0BOJIEHOCTI KITIEHTIB, ane n 3aMiLHUTK iX NOANbHICTb A0 OpeHay.

3anexHo Big mogeni (B2C, B2B, D2C, C2C) MikpOMOMEHT! MaloTb Pi3Hi akUeHTH, Taki K eMOLiNHWI
3B’A30K, [OBipa, iHHOBAUIMHICTL 4M couianbHa B3aemogis. Bubip iHCTpyMeEHTIB BMMIpIOBaHHA Ta aHanisy
NMoBMHEH BignosigaT UMM cneyndiyHm notpedam.

MowmrpeHHs MOBINbHUX TEXHONONIN i 3pOCTaHHs 06CAriB AaHUX 3pOOMIM MiIKPOMOMEHTU OOCTYMHUMM
ONna aHanisy B pexumi peanbHoro 4acy. BaxnusicTb MIKpOMOMEHTIB 3pocTaTuMe 3aBASKM MOLLUMPEHHIO
ronocoBoOro noLuyKy, pos3wmpeHoi peanbHocTi (AR) Ta aBTomMaTu3oBaHuXx nnatcopm Ana B3aemonii 3
KnieHTaMu. IHTerpauis WTYy4HOro iHTEMNeKTy Ta MalUMHHOrO HaBYaHHSA Ans aHanisy MIiKpOMOMEHTIB Yy
peanbHOMY Yaci 4O3BOMUTb MiOBULLIMTM TOYHICTb Ta LWUBMAKICTb afanTauii MapkeTUHIOBUX CTpaTerin.
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Bo6poeHuk B.M., AHgpywkesuy 3.M.

MIKPOMOMEHTU Y LUM®POBIA TPAHCOOPMALLIT MAPKETUHIY: BNJIMB HA LUNAX KNIEHTA
Y PIBHUX BIBHEC-MOOENAX

MeTa. [ocniguTu npakTU4Hi acnektm BNAMBY KOPOTKOYACHMX, ane 3Ha4vylux B3aeEMOLiN Mix
crnoxuBayeM i bpeHaoM y LMdpoBOMYy cepeaoBULLi, OLIHUTY iX pornb Y POPMYBaHHI LUAAXY KMNiEHTa B Pi3HUX
Bi3Hec-mMoaensx, a TakoX y3aranbHUTU IHCTPYMEHTU ANs BUMIPOBAHHSA €(EKTUBHOCTI TakMxX B3aemofin y
KOHTEKCTi Cy4aCHOro MapKeTuHry.

Metoguka gocnigxkeHHA. [ocnigkeHHs 6asyeTbCsl Ha MibXAMCUMMNMIHAPHOMY Migxogi, Wwo noeaHye
TEOPETUYHI Ta NPAKTUYHI acnekTn aHanidy noBediHKM CNoXuBadiB y UMMPOBOMY CEPedOBULL Y KOHTEKCTI
Kateropin «notpeba» i «UiHHICTbY, apganTauil MapKETUHIOBMX IHCTPYMEHTIB A0 YMOB UMpPOBOI
TpaHcopmadii. Y xoai JocnigXeHHS BUKOPUCTOBYBANUCS 3arafibHOHAYKOBI Ta crieuianizoBaHi Metoaum, LWo
O03BOMUMM KOMMIEKCHO JOCNIANTU MIKDOMOMEHTU SIK KIMIOYOBUN YMHHUK (POpMyBaHHA WNSAXY KnieHTa. [Ans
nornnoéneHoro po3ymMiHHS Cy4YacHUX TeHAeEeHUin y ranysi uudpoBoi TpaHcdopMalii MapkeTuHry Oyno
NMPOBEAEHO OrNsA4 akTyanbHUX OOCHIMKEHb, WO [03BOMUIO BU3HAYMTU HaMBInbL MNOLUMPEHi MpaKTUKu
BVKOPUCTaAHHSA MIKDOMOMEHTIB Y MapKEeTUHTY, BUSBUTU MPOranuHy B TEOPETUYHUX i MPaKTUYHUX nigxodax oo
apjanTtauii  MapKeTUHroBMX IHCTPYMEHTIB B yMOBax UMMPOBUX 3MiH, BWU3HAYMTW KITHOYOBIi aCMeKkTu
BMKOPMCTaHHA MIKDOMOMEHTIB y Pi3HUX KOHTEKCTax, 30kpema, y bGisHec-mogenax B2C, B2B, D2C ta C2C.
Llen nigxig 3abe3neuynB BcebiyHE pO3yMiHHSA POMi MIKPOMOMEHTIB Y Cy4aCcHOMY MapKeTUHrOBOMY NPOLECi, a
TakoX A03BOMMB PO3pOBMTU MpaKkTUYHi pekoMeHaauil Ans OpeHais Wwoao iHTerpauii MikpOMOMEHTIB y CBOI
cTparerii B ymoBax uudpoBoi TpaHchopmaLii MapKeTuHry.

Pe3ynbtatn gocnigaxeHHs. [JoBegeHo, WO MIKDOMOMEHTU € BaXNMBUM (PakTopom Yy (DOpMYyBaHHI
HOBMX cCTpaTerii B3aemodii OpeHay 3 KrieHTamu, Ta QOPMYIOTbCS Ha Pi3HUX eTanax LWNsaxy KrieHTa.
Bu3HayeHo KNoYOoBi TUMM MIKPOMOMEHTIB i iX 3B’A30K i3 Pi3HMMK CTadigsMM NPUMHATTSA PilleHb CNOXMBaYeEM,
Lo A03BOMISIE TOYHO TapreTyBaTy MapKeTUHIOBI 3yCUNNA Ha KOXHOMY eTani B3aemogil. BuasneHo, wo ans
YCMiLUHOro BMpOBaMKEHHSI MIKPOMOMEHTIB Yy CTpaTerii MapKeTUHry HeobxigHo rnmoblle po3ymiTu noTpebu Ta
LiHHOCTI crnoxuBadiB, a TakoX cdopMyBaTW CUCTEMY OMEPaATUBHOIO pearyBaHHs OpeHAy Ha 3MiHM B
noBediHui KnieHTiB. BusHaueHO «kniOYOBi acneKkTM BMKOPUCTAHHS MIKPOMOMEHTIB Y MapKEeTUHroBMX
ctpareriax. CcopmMoBaHO KOYOBI HaNpsMU BUMIpIOBaHHS €(EeKTUBHOCTI B3aeEMOAIN Y Pi3HUMX MOoAensax
6isHecy (B2C, B2B, D2C, C2C).

HaykoBa HOBM3Ha pe3ynbTaTiB AocnigkeHHA. Habyno noaanblwioro po3BUTKY BMKOPUCTAHHS
MIKDOMOMEHTIB Y KOHTEKCTi umMdpoBOi TpaHcdhopMauii MapkeTUHry Ta OLUiHIOBaHHS iX BNNMBY Ha
dopMyBaHHA HOBMX MoAeren MnoBediHKM CroXuBadiB, $Ki  XapakTepusylTbCA HeniHiMHIiCTIoO  Ta
GaraToBEKTOPHICTIO. YAOCKOHANEHO NpakTUKM adanTtauil MapKeTUHIOBUX IHCTPYMEHTIB 40 YMOB LMEPOBOro
cepefoBULLA, WO A03BOMAKTb iAeHTUdIKYBATU MIKDOMOMEHTW Ta BMKOPUCTOBYBaTM X ONA 3anyyvyeHHs i
YTPUMaHHSA KMieHTIB B pi3HMX OisHec-moaensix. OBrpyHTOBaHO OCHOBHi HanpsiMy BMfMBY MiKPOMOMEHTIB Ha
hOpMyBaHHS MepCcOoHani30BaHOro KMiEHTCbKOro [OCBiAy, WO Ha BiAMIHY Big ICHYHUMX BU3HA4yae iX
B32EMO3B’A30K i3 Pi3HMMN eTanamu LUNAXY KrieHTa y po3pisi HOTUPbOX TUNU MIKDOMOMEHTIB Ta e(PeKTUBHOCTI
B3aEMOZi Y pi3HUX moaensx bisHecy.

MpakTnyHa 3HavywicTb pe3ynbTaTiB AocnifXeHHA. Pe3ynbtatv AOCNIAXKEHHS ChpusioTb
YAOCKOHAmMNEHHI0 KOMYHIKauiiHuX npoueciB 3 KNiEHTamu, ONTMMI3auii BUKOPUCTaHHA MapKEeTUHrOBUX
pecypciB, a TakoX (POPMYyBaHHIO KOHKYPEHTHWX nepeBar Ta YHiKanbHUX LiHHICHUX MPOMo3uUin Yy Pi3HUX
mMogensix 6isHecy. [locnigkeHHA MOXe CTaTu BaXKMBMM PeCypCoM A5 MapKeTOoNoriB, aHaniTuKiB i daxisuis
i3 UMPpPOBMX KOMYHIKaLIN, SKi NparHyTb rmubLue 3po3yMiTi NOBEAIHKY CNOXMUBaYIiB y LMPOBOMY CEPEAOBULL
Ta edeKTVBHO afanTyBaTM MapKETUMHIOBI cTpaterii 4O YMOB LMdpoBOi TpaHcdopmadii. BoHo Takox byae
KOpUCHUM ans OisHec-MeHeKepiB i BNACHWKIB KOMMaHii, 3auikaBneHuxX y BMNPOBAMKEHHi iHHOBaUiNHMX
nigxoAiB AnNs 3anyvyeHHs Ta yTPUMaHHS KIieHTIB, 30KkpeMa Yepes nepcoHanisalito KrieHTCbKOro JocBiay.

KnroyoBi cnoBa: MiKpoMOMeHTH, LmdpoBa TpaHcopmauis, WNax KrieHTa, unugpoBrUn MapKEeTUHT,
CMOXMBYMIA OOCBIA, NepcoHanisauis, 6isHec-Moaeni, MapKeTUHIOBI cTpaTeril.

Bobrovnyk V.M., Andrushkevych Z.M.

MICRO-MOMENTS IN THE DIGITAL TRANSFORMATION OF MARKETING: IMPACT ON THE
CUSTOMER JOURNEY IN DIFFERENT BUSINESS MODELS

Purpose. The aim of the article is to explore the practical aspects of the impact of short-term but
meaningful interactions between a consumer and a brand in the digital environment, assess their role in
shaping the customer journey in different business models, and generalize tools for measuring the
effectiveness of such interactions in the context of modern marketing.

Methodology of research. The study is based on an interdisciplinary approach that combines
theoretical and practical aspects of analysing consumer behaviour in the digital environment in the context of
the categories of “need” and “value”, and adapting marketing tools to the conditions of digital transformation.
General scientific and specialized methods were used in the course of the research, which made it possible
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to comprehensively investigate micro-moments as a key factor in shaping the customer journey. To gain an
in-depth understanding of current trends in the digital transformation of marketing, a review of current
research was conducted, which allowed us to identify the most common practices of using micro-moments in
marketing, identify gaps in theoretical and practical approaches to adapting marketing tools in the
surrounding of digital change, and identify key aspects of using micro-moments in different contexts,
including B2C, B2B, D2C, and C2C business models.

This approach has provided a comprehensive understanding of the role of micro-moments in the
modern marketing process, and allowed us to develop practical recommendations for brands on how to
integrate micro-moments into their strategies in the context of digital marketing transformation.

Findings. It has been proven that micro-moments are an important factor in shaping new brand
interaction strategies with customers, and are formed at different stages of the customer journey. The key
types of micro-moments and their connection with different stages of consumer decision-making were
identified, which allows to accurately target marketing efforts at each stage of interaction. It was found that
for the successful implementation of micro-moments in marketing strategies, it is necessary to better
understand the needs and values of consumers, as well as to form a system of rapid brand response to
changes in customer behaviour. The key aspects of the use of micro-moments in marketing strategies were
identified. The key areas of measuring the effectiveness of interactions in different business models (B2C,
B2B, D2C, C2C) were formed.

Originality. The use of micro-moments in the context of digital marketing transformation and
assessment of their impact on the formation of new consumer behaviour patterns characterized by
nonlinearity and multi-vector nature was further developed. The practices of adapting marketing tools to the
digital environment have been improved, allowing identifying micro-moments and using them to attract and
retain customers in various business models. The main directions of influence of micro-moments on the
formation of a personalized customer experience were substantiated, which, unlike the existing ones,
determined their relationship with different stages of the customer journey in the context of four types of
micro-moments and the effectiveness of interactions in different business models.

Practical value. The results of the study contribute to improving communication processes with
customers, optimizing the use of marketing resources, as well as creating competitive advantages and
unique value propositions in various business models. The study can become an important resource for
marketers, analysts, and digital communications professionals seeking to better understand consumer
behaviour in the digital environment and effectively adapt marketing strategies to the conditions of digital
transformation. It will also be useful for business managers and business owners interested in implementing
innovative approaches to attract and retain customers, in particular through personalization of customer
experience.

Key words: micro-moments, digital transformation, customer journey, digital marketing, customer
experience, personalization, business models, marketing strategies.
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