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Y cmammi po32/1siHymo 3HauyeHHs1 CyyacHUX iHgbopmayitiHux mexHo02ill y Npoyeci MapKemuH208020 M/1aHyBaHHS
nionpuemMcms y yughposy eroxy. Ocob/usy ysa2y npudi/ieHo cucmemam yrpas/iiHHs 83aEMOBIOHOCUHaMU 3 K/lieHma-
mu (CRM), aHaznimuyHum niamepopmam 0719 06PO6KU BE/TUKUX 0aHUX, asmomamu3sayii MapkemuH208UX MPOUECI8
ma BIPOBaOKEHHID e/IeMeHMIB WMy4YHO020 iHmesaekmy. O6IrpyHmMoBaHo, WO 3acmocyBaHHsl 3a3Haq4eHux IT-pilueHb
Cripusie MiOBUWEHHIO MOYHOCMI MPO2HO3YBaHHS, NepcoHasnizayii KoMyHikayili, 3pocmaHHI0 eqhbekmusHoCcmi cmpame-
2I4HO20 Mn/1aHyBaHHs ma KOHKYPEeHMOCPOMOXHOCMI GISHECY. Y cmammi Makox y3a2asibHeHo npakmuyHi npukiadu
BrposadxeHHs1 IT y MapkemuHz208y Oisi/IbHICMb MIONpUeMcms PiHUx 2asysel. [ocnioxeHHs1 6a3yembCsi Ha aHasli3i
CyyYacHux nioxoodig 00 yughposoi mpaHcghopmayii MapkemuHay, akmya/ibHux meHOeHYil PUHKY, HAYKOBUX OXepes i
npakmuyHux kedcig. OdepxaHi pesy/ibmamu daroms mocmasu CmseepoXysamu Mpo HEO6XIOHICMb iHMezpayii cy4yac-
HUX YugbpoBUX IHCMPYMEHMIB y cucmeMy cmpameaidyHo20 MapKemuH208020 yrpas/iiHHS MionpueMcms.

Knrouosi cnosa: mapkemuHz08€ r/iaHysaHHs1, iHghopmayiliHi mexHosoeil, CRM, aHanimuka, yugpposisayisi,
asmomamusauyisi, MapkemuH208a cmpameaisi.

The article explores the significance and growing role of modern information technologies in the process of marketing
planning within enterprises operating in the era of digital transformation. The focus is placed on identifying key IT tools
that enhance the efficiency, flexibility, and accuracy of decision-making in the strategic planning domain. In particular, the
study highlights Customer Relationship Management (CRM) systems, big data analytics platforms, marketing process
automation, and the integration of artificial intelligence as the primary technological drivers of change in marketing practice.
The author emphasizes that the implementation of these technologies enables companies to personalize communication
with consumers, improve forecasting of market trends, and respond more effectively to dynamic external conditions. The
article also systematizes practical experience in applying digital tools in marketing activities across different industries and
business models. Furthermore, the article outlines the conceptual framework for the integration of digital technologies
into the marketing planning process and substantiates the theoretical basis for their use. Emphasis is placed on the
need to revise traditional approaches to strategic marketing, given the new competitive landscape defined by data-driven
decisions, customer-centricity, and operational agility. As marketing becomes increasingly dependent on information flows
and analytics, the ability to effectively manage digital resources emerges as a crucial competency for modern businesses.
The relevance of the topic stems from the global trend of digitalization and the necessity for enterprises to adapt their
marketing strategies accordingly. The work considers the conceptual, methodological, and applied aspects of IT usage,
without presenting final research results, in line with the scientific requirements for extended abstracts. Additional attention
is given to the role of digital ecosystems and cloud-based infrastructure, which facilitate the scalability and integration
of marketing tools. These technological foundations allow for seamless data flow between departments and enhance
coordination between strategic and operational levels. Moreover, the study addresses the challenges that may arise in the
implementation phase, such as resistance to change, lack of digital skills, or technological fragmentation, suggesting the
importance of organizational readiness and continuous learning. Finally, the abstract underscores that marketing planning
in the digital age requires a new mindset that integrates analytical thinking with creative flexibility, supported by a robust
digital infrastructure that serves as the backbone for agile and data-informed decision-making.

Keywords: marketing planning, information technologies, CRM, analytics, digitalization, automation, marketing
strategy.
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MocTtaHOBKa npo6nemu. Y cyvyacHux ymoBax
umMcppoBi3aLii eKOHOMIKM MapKeTVHI SK CKiagosa
cTpaTeriyHoro ynpas/liHHA NiANPUEMCTBOM MoOTpe-
6ye nepernagy IHCTPyYMEHTapito  NiaHyBaHHS.
[nobasibHi - TEXHOMOrYHI  3MiHW  NPU3BOAATL A0
NnosiB1 HOBMX 3aC06iB BM/IMBY Ha LiIbOBI ayauTopii,
Wo noTpebye BUCOKOI afanTMBHOCTI Ta BUKOPWUC-
TaHHs I T 4na NPorHo3yBaHHS, aHani3y i yXBas1IEHHS
pilLeHb. Y 3B’A3KY 3 LM BUHUKAE HEOOXIAHICTL Hay-
KOBOro 0OI'pyHTYBaHHS posii iHPOpMaLiiHNX TEXHO-
NOriiiy MapKeTUHIroBOMY NiaHyBaHHi ik YAHHMKa Nig-
BULLEHHST ePEKTUBHOCTI AiS/IbHOCTI NigNPUEMCTBA.

AHanis ocTaHHIX AocnimkeHb i nyonikauii.
Mpobnematvky noegHaHHsa IT Ta MapKeTUHry Aochi-
KyBausM Taki HaykoBLi, sk ®inin Kotnep, MNepmasaH
KapTtagxae, IBaH CetiaBaH, Mapi ApmcTpoHr [1; 2; 3],
Namb6eH X.-XK. [4], Mapk A6param i [esig K. Eaens-
MaH [5] a Takox yKparHCbKi dhaxiBLyi — Harasnia byTeHko
[6], OkcaHa KupuyeHnko [7], TetaHa AHuyk, OneHa
BoeHko [8], Ski po3rnsgany iHHOBaLjiiHIi acnekTn map-
KETUHry B LmdopoBy enoxy. OcobnmBoi yBaru 3acsny-
rOBylOTb Mpauj, L0 po3ra4alTb BUKOPUCTaHHS
CRM-cuctem, aBToMatu3aLlii MapkeTuHry Ta aHasnisy
BE/IMKNX AaHNX SIK OCHOBMW NOBYA0BW KNIEHTOOPIEHTO-
BaHOI cTparerii.

Mpo6nematuka undposisaLii MapKeTuHry [0BO-
Ni WMPOKO BUCBIT/IEHA Yy HayKOBIi niTepartypi.
Y npaui ®inina Kotnepa, NepmaBaHa Kaptagxae
Ta IBaHa CeTtiaBaHa [1] nogaeTbcsi aHanis nepe-
Xo4y Bif TpaAuuiiHOro A0 UMdIPOBOT0 MapPKETUHTY,
e ocobnuea yeara npuainaeTscsa Bnavey IT Ha
NnoBeAiHKY CMOXuBauiB. Y CBOI kHK3I [2] ®inin Ko-
T/Iep BM3HAYa€E K/IOYOBI KOHLUENL|i, Wo akTyasnisy-
IOTbCA B YMOBax LMPPoOBOT TpaHchopmaLii. Mpaysa
NambeHa XX.-XK. [4] npucBsivyeHa cTpaTeriyHoMy
MapKETUHTY 3 YypaxyBaHHSIM HOBITHIX TEXHOJO0-
riyHux TpeHgiB. CydacHe GayeHHS 3aCTOCyBaHHS
LUTYYHOrO iHTENeKTy B No6y[oBi nepcoHasnisoBa-
HUX CTparTeriin BuknageHe y poboti M. Abparama Ta
[. Epenbmana [5]. Cepepf, yKpaiHCbKMX HayKOBLIB
BapTo BMOKpemuTn ByTeHko H. [6], sika akueHTye
yBary Ha posi CRM y nigBuLLiEHHI eddeKTUBHOCTI
MapKeTUHrY B MPOMUCIOBOCTI, Ta KupuyeHko O. [7],
siKa NPOMOHYE KOHLEeNTyasbHi nigxoan Ao u1dpoBoi
TpaHcgopmaLii TPoM1CcNoBOCTI YKpaiHU. AHuyK T.
Ta boeHko O. [8] y CBOIX AOCAIMKEHHAX aHaNi3y0Th
NpakTU4YHi acnektn BrnpoBamkeHHA CRM-cuctem
Yy MapKeTUHIoBY AiS/IbHICTb MiANPUEMCTB. 3arasiom,
HasiBHI  [OCNIMDKEHHA MiATBEPMKYOTb  HeooXia-
HICTb BMpoOBaKeHHS IT y cTpaTteriyHe MapKeTuH-
roBe ynpas/iHHSA, Xo4a 3a/IMWatoTbCA BiAKPUTUMU
NUTaHHA cucTemarmsauil nigxoais Ta agantauii oo
YKpaIiHCbKUX peanii.

BuaineHHsa HeBupIWEHWX paHile  YacTuH
3arasibHOi npo6siemu. Monpu HasBHICTb 3HAYHOIO
TEOPETUYHOIO HanpautoBaHHs, 3a/IMLIAETbCA He-
[OCTaTHbO AOCNIAKEHUM MUTAHHSA CUCTEMHOrO
nigxody [0 BnpoBamkeHHA IT y npouec mapke-
TUHIOBOrO njaHyBaHHA. 3okpema, BifCYTHI KOMM-
NeKCHi mogeni BnamBy LMGPOBUX IHCTPYMEHTIB Ha
e(eKTUBHICTb CTpaTeriyHoro njaHyBaHHA 3 ypa-
XyBaHHAM rany3eBoi crneuudiki. Takox Hapasi
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NPakTUYHO BIACYTHI AOCNIMKEHHS LWOAO0 Br/IMBY
BiliHM B YKpaiHi Ha TeMnn Lmdposi3aL,ii MapKeTuH-
roBMx MpoLECiB, 30KpemMa — LWOoA0 3MiH Y npiopu-
TeTax 6i3Hecy, aganTalii cTpaTeriin nNpocyBaHHS
y B2B-cermeHTi Ta TpaHcopmaLyi kaHasniB Komy-
HiKauii 31 cnoxunsavyamu.

MocTtaHOBKa 3aBAaHHA. MeTa cTarTi — npoaHa-
ni3yBaTy posib CyyacHux iHdhOpMaLiiHNX TEXHOSOTIN
y 3a6e3neyeHHi etpeKTMBHOro MapKETUHIOBOrO M/ia-
HYBaHHS, OXapakTepudyBaTu K/4oBi IT-IHCTPYMEH-
TW, WO 3aCTOCOBYKOTbCS B MAaPKETUHIOBIV NpakTuLi,
a TakoX OOrpyHTyBaTh iIXHIO eeKTMBHICTb Ha Mpw-
Knagax peasbHoro 6isHecy. [na AOCArHEHHSA nocTaB-
NEHOI MeTu y cTarTi nepegbadeHo BUPILLIEHHS Takux
3aBAaHb:BM3HAYNTU TEOPETMYHI NigXoan A0 Mapke-
TMHIOBOrO NiaHyBaHHA B yMOBax LM(PPOBOI TpaHC-
chopmadlii; oxapaktepunsyBaTyi OCHOBHI iHDOPMaLiiHi
TEXHONOTII, WO BUKOPUCTOBYHOTLCSH Y MapKETUHIOBIl
LISNIbHOCTI MiANPUEMCTB;CUCTEMATN3YBATX NepeBarm
BNpoOBafKeHHs IT y npouec cTpareriyHoro nnaHy-
BaHHS TOLLO.

Buknag OCHOBHOro wmartepiany pocnig-
YXeHHSA. CyyacHi NpoMMCNoBI NigNpUeEMCTBa Aefa-
Ni aKkTMBHiWe 3any4varTb IT-cuctemm gnsa nig-
BULUEHHA SKOCTI MapKETUHrOBOro MsiaHyBaHHS.
MapKeTMHroBe nNaHyBaHHA pPO3rNAfacTbCs  sK
KNHoYOBa ynpassiiHCbka PYHKUiSA, Ska nepenbdavae
BCTAHOB/IEHHS Lji/el, aHasi3 PUHKOBOI cuUTyauil,
PO3p0o6Ky cTparterii i 3axo4iB NpocyBaHHS. Y Mpo-
MUCNOBUX KOMMNaHisax (B2B-cekTtop) MapKeTuHrose
naaHyBaHHA YCKNAAHIETLCA [OBLUMMU  LUKIaM
NpoAaxiB Ta HEOBXiAHICTHO TICHOT B3aEMO|T 3 napT-
Hepamu, TOMY [0 HbOrO 3a/1y4al0TbCA KOMIMIEKCHI
IHCTPYMEHTU CTpaTeriyHoro MeHemkmeHTy. Came
naaHyBaHHS BUCTynae 6a3o Ans CTilikoro 3poc-
TaHHA: BOHO [03BOJISAE€ MIANPUEMCTBY «3arally-
BaTW» pe3epBu, roTYHUUCh [0 30BHILLHIX 3MiH, Ta
3a6e3neyye KOHKYpeHTHY nepeBary B [0OBroCTpo-
KOBIli NEPCNEKTUBI.

3rigHO 3 KIacUYHUMK Nigxo4amu, MapKETUHIO-
BWIN NNaH BK/IHOYAE Taki CKNaAdoBi: OrNsA MOTOYHOI
cuTyauil Ha puHKY (aHaui3 nonuty Ta MNpPono3uu,
KOHKYPEHTIB); aHaUT1i3 BHYTPILLHIX MOX/TMBOCTEA i 30B-
HIWHIX pu3nkiB (SWOT-aHani3, oujHka Luiniei nig-
NpUeMCTBa); hOPMY/IHOBaHHS MapKETUHIOBUX Liiiei
(chiHaHCOBI Ta ornepauiliHi MOKa3HWKKM); MapKETUH-
roea crtparerii (NO3WLIOHYBaHHA NPOAYKTIB, BUOIP
CErMeHTIB | KaHaUu1iB MPOCYBaHHS); Nporpama 3axog,iB
(KOHKpPETHI Aji 3 pexknamu, 30yTy, LiHOYTBOPEHHS); Oui-
KyBaHi pe3y/nibtati Ta nokasHukn (6romkeTn, obcsarm
NpoAaxiB, pPeHTabeNbHICTb); MeXaHi3MyY KOHTPOSI0
(MeToAM OLIHKM BUKOHAHHSA NaaHy).

Take dopmanizoBaHe naHyBaHHA [03BOJSISIE
nignpuemcTeam nigBuLLyBaTn 06CArN NPOAAXIB Ta
3a/10BOJIEHICTb K/TIEHTIB: AOCNIMKEHHS MOKa3yHoTh,
LLO ehbekTMBHE YNpaBAiHHA MapPKETUHIOBOK Ais/b-
HICTIO B NPOMUC/IOBUX YMOBaX CMPUSIE 3POCTaHHIO
NpoAaxiB i NOSNILHOCTI, WO 6e3nocepenHLo 3asie-
XWUTb Bif, AKOCTi NPOCYBaHHA NPOAYKTIB HA PUHKY.

CborogHi ycnix MapKeTUHIOBOro mnaHyBaHHS

HEMOX/IMBUIA  6e3 cydacHUX IT-iHCTpyMeHTIB
(Tabnuug 1).
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Tabnuus 1

OCHOBHiI iHhopMaUiliHi TexHoNOoril y MapKeTMHroBOMy NnJlaHyBaHHi MPOMUC/I0OBOro nignpuemcrea

TexHonoris Ponb y MapKeTUHroBomy nnaHyBaHHi
YnpaniHHA 6a3010 KNIEHTIB Ta yrogamu, 36ip i aHasi3 faHnx Npo 3aMOBHYKA,yNpPaBiHHS
CRM npoaxamw,ynpasiHHA MapKeTUHIOBMMU npoLecamu, opraHisatis 06CyroByBaHHs
KNIEHTIB i NIATPUMKIN Yepes3 KOMLEHTPY, CermeHTaLisi pUHKY
ERP IHTerpavis gaHnx BMpobHMLTBA, (hiHaHCIB i 30yTy A9 NPOrHO3yBaHHSA NPOAAXIB,
MOZE/NOBAHHS NOTEHLINHOIo NONuTY 3a peasibHUMN BUPOBGHMYMMUN MOKa3HUKaMu
Bl-cuctemm O6pobKa BeNNKMX MacuBIiB iIHpOpMaLlii, pPUHKOBa aHaiTUKa, MPOrHo3yBaHHS TPEHAIB,
Ta Big Data aBTOMAaTM30BaHi 3BiTW NPO ePEeKTUBHICTb KaHaniB 30yTy, OLiHKa PUHKOBOT A0/
Al Ta MawuHHe | OujiHKa TeHAEHL, ONTUMI3aLis LiHOYTBOPEHHS, pEKOMEHAALINHI cucTemMu,
HaBYaHHS NPOrHO3yBaHHS NOBEAiHKM NOKYMLiB, KOPEryBaHHS MapKeTVHIOBUX CTpaTeriii
L%L;%lil(mapm 36ip faHux 3 obnagHaHHA Ta KaHaniB 36yTy, rHyuke 36epiraHHsA i 06pobka iHdhopmaii

Lxepesno: cchopMoBaHO aBMopPoM

OfHVMKN 3 HalbiNbL 3HAYYLLMX TEXHOOTIN B
uboMy Hanpsami € CRM-cuctemmn (Customer Rela-
tionship Management), ki akyMy/lolOTb AaHi Npo
KNIEHTIB | CNpuUsOTb CErMeHTalii puHKy Ta nepco-
Hanizauii npono3uiii. BoHn gonomaratoTb BigcTe-
XyBaTu MOBEAiHKY CNOXuBadiB, 06pobNsATA 3annTu
1 BUMIiptOBaTV pe3y/ibTaT MapKeETUHIOBMX KammaHili.
FAK NpyKNag, MOXHa HaBeCTU 30KpeMa aBTOMAaTU30-
BaHy cmcTeMy KepyBaHHS npogaamu (SFA) [6].

He MeHLU nowmpeHnmMu i 4yacTo iHTerpoBaHuMm
3 CRM e ERP-nnardgopmu (Enterprise Resource
Planning) iHTerpytoTb iHhopMalLiito 3 BUPOOHNLTBA,
(piHaHciB | 30yTy, WO fOae 3mory nepepbdayartu
MONUT Ha OCHOBI peasibHUX BUPOOHNYMX MOKA3HU-
KiB i nnaHyBaTy pecypcu nignpuemMcTaa.

TpeTiih HaNpPsSIM — aHaNiTUYHI CUCTEMMU Ta BESK
faHi (Big Data). bisHec-aHaniTvka (BI) i aHaniTnyHi
nnargopmMun 403BONAIOTL 0OPOGIATU BENVKI Macvsu
PUHKOBOI  iHpopMaLi, nNporHo3ysat TeHAeHLl
N aBTOMatuMdyBatu 3BiTW. LUTY4HWIA iHTENEKT Ta
MallUMHHE HaBYaHHS CMPSMOBaHi Ha PO3ri3HaBaHHS
CK/1afHUX 3aKOHOMIPHOCTEN Y faHnX | MOXYTb aBTo-
MaTWUYHO KoperyBaTu MapKeTUHroBi ctparerii [4; 5; 7].

Baxxnuei Takox loT-TexHonorii Ta XxmMapHi cep-
Bicn. Hanpwknag, pgatuuki IHTepHeTy peueit
Yy BUPOGHMYOMY 06nafHaHHi BUKOPUCTOBYHOTb AaHi
NpPO eHeprocrnoXxmBaHHA abo 3aBaHTaXKEHHS ycTaT-
KyBaHHSA A5 onTumisauii NO3uLitoBaHHA NPOAYKTY
4M NaaHyBaHHS BUNYCKY 3riAHO 3 peaslbHUM Monu-
TOM. XMapHi nnarcopmMun 3abe3neyytoTb 4OCTYyn A0
CRM Ta BI-cucTem 3 pi3HMX floKauiii i cnpoLLyoTb
MaclTabyBaHHS MapKETUHIOBMX IHCTPYMEHTIB. 3a
AaHMK r1106anbHOro onNuUTyBaHHS, NoHaa 80% npo-
MWUC/IOBUX KOMMAHIi BUKOPUCTOBYIOTb abo nniaHy-
10Tb BNpoBagnT CRM-cuctemm, XmMapHi pilleHHs,
lloT (iHaycTpianbHWIA IHTEPHET peyeit) Ta poboTr3a-
uito. Lle niaTBepakKye BUCOKMIA NPIOPUTET CyvacHUX
LMhpPOBUX TEXHOAOTINA Y ranysi.

BnpoBamkeHHA IT y MapKkeTUHrose njaHyBaHHsA
MPUHOCUTL Kiflbka KIHYOBMX MnepeBar. lo-neplue,
Le 3pOCTaHHs LUBMAKOAI: 3aBAsKW OHNaliH-nnat-
dhopmam i MOGINIbHUM AofaTkamM KOMMaHili MOXyTb
onepaTuBHO pearyBaTyl Ha 3anuTy PUHKY, HadaKum
nepcoHasnisoBaHi npono3uuji. Hanpuknag, goctyn
00 HTEpHEeT-NPoAAXIB | ENEeKTPOHHUX KaTasoriB

[03BO/ISIE LUBUAKO 3340BOMBHATY NOMUT Ha TEXHIYHO
cknagHi npoayktu. Mo-gpyre, IT 3a6e3nedvyoTb M-
OUHHWIA aHaui3 Ta MPOrHO3yBaHHSI: CyYacHi cMcTemMu
JornomaratoTb NPOrHo3yBaTy 06csArM peasizauji Ta
iAEHTUCIKYBATW HOBI PUHKOBI Hilli 32 paxyHOK aHa-
Ni3y BENMKMX AaHWX. 3aBAsaky LbOMY NignpuemcTsa
MOXYTb 3aBYaCHO roTyBaTn BMPOOHMYI MOTY>KHOCTI
Ta KOperyBaTu CTpaTterito Ha OCHOBI 06’€KTMBHMX
nokasHukiB. lMo-TpeTe, 3actocyBaHHs T nigBuLlye
onepaTtvBHy eeKTUBHICTb i NPUOYTKOBICTbL: A0CHI-
[PKEHHS NOKa3ytoTb, L0 BUKOPUCTAHHSA IHCTPYMEHTIB
MapKeTUHIOBOro MNjiaHyBaHHA Yy LMQPOBOMY MNpo-
MWCI0BOMY CErMeHTi 403BOSISIE MakCMas1bHO 36ib-
LUMTK NPUBYTOK i NOCU/INTK OPIEHTALIKO Ha KMieHTa.
[HTerpoBaHi CUCTEMM 3HWXKYIOTb BUTPATU Ha PYTUHHI
onepaujii (aBTOMaTu3aujis 3BITHOCTI, Y3rOMKEHHS
AaHuX) | CnpusoTb LUBUAKOMY MPUAHATTIO pillEHb.

Hanpviknag, rnobasbHi CTaTUCTUKKX CBigYaTb Mnpo
CTpiIMKe 3pOCTaHHs posi LdpoBmx KaHasis y B2B-
cekTopi. 3a AaHMMK OAHOro 3 AOCTiKEHb, NPOMMC-
NOBI KOMNaHii Big3Ha4atoTb NOCTyrNoBe 36i/bLUEHHS
OHMaH-NpoAaiB i iHBECTUUI Yy UMdpoBI Mapke-
TWHIOBI cTparterii. Y ranysi asiaujiHOrO MallWHO-
OyayBaHHA UMPPOBI  IHCTPYMEHTM  OMNTUMI3YHOTb
nAaHyBaHHS TEXHIYHOrO 06C/yroByBaHHs i ynpas-
NiHHA 3anacamMu 3anyacTviH, a TakoX MOoKpallytoTb
KOMYHIKaLUjto 3 napTHepamMu Mo J1aHUory nocTaBok.
[HchopmaLiiiHi TexHONOrIT [103BONATL TaKOX MNPO-
BOAWTM e-malil kamnaHil Ta iIHTepakT1BHI Npe3eHTauji
TEXHIKY, L0 MPUCKOPIOE NPOLEC YKIa[aHHSA [0roBo-
piB. Y pe3ynbrarti BNpoBamKeHHs IT y MapKeTuHr fae
3MOry nignpveMcTeam nNigBULLMTI MPOAYKTUBHICTb,
[OCArTN BULLOT SKOCTI CepBicy Ta 3MILHUTK CBOHO
KOHKYPEHTHY no3u;to [8].

MepeBarn IT y MapKeTMHIOBOMY MJlaHyBaHHi:
LWBMAKICTb peakuil Ha pUHKOBI 3MiHW 3a AOMOMOrOH0
LUMhpoBUX KaHaniB; MOX/IMBICTb NepcoHanizauii
NPONO3KnLil | NiABULLLEHHS K/TIEHTCHKOT N0S/IbHOCTI;
TMMOVMHHUIA aHani3 PUHKY Ta NPOrHO3yBaHHS Mpo-
[aXXiB Ha OCHOBI BEMMKNX AaHWX; 3pOCTaHHA 06¢cAry
npogaxis Ta npubyTKOBOCTI AisanbHOCTI. LLnpoke
BMPOBaMKEHHA eheKTUBHUX iHCTpyMeHTiB (CRM,
10T TOLLO0) CBIAUYUTL MPO iX Pe3y/IbTaTUBHICTb.

BogHouac yudpposizauis y npoMmc/ioBoMy map-
KETUHrY CTUKAETLCA 3 ps0M Npobnem. [ns 6aratbox
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YKPAIHCbKMX NiANPUEMCTB  K/IHOHOBMMUK  BGap’epamu
€ Kagposuii aediumnt i cnabka IT-iHbpacTpykTypa.
JocnimkeHHsa cBiguaTb MPO CYTTEBMIA LMAPOBUIA
pPO3pMB MK BETMKMMU KOoMNaHismn Ta MCI: ocTtaH-
HIM 6pakye KOLTiB, CreLjiaslicTiB Ta HaBUYOK BMpo-
Ba[PKEHHA UMdpoBmX cuctem. OKpiM LbOro, npu-
CYTHI Taki BUK/IMKK: Kibep3arpo3mn Ta 6e3neka gaHux:
3POCTaHHS1 OH/aiH-aKTUBHOCTI BUMAarae HafiliHoro
3axuCTy iHthopMaLi; obMexeHi (hiHaHCOBI pecypcu:
BnpoBa/pkeHHss ERP/CRM Ta aHanitMkm noTtpebye
IHBECTULIA, SIKi HE BCI NiANPUEMCTBA MOXYTb 3a6€e3-
neunTn; HeuiTka cTparterii Ta HepocTaTtHA «und-
poBa roTOBHICTb» (6arato KOMMNaHiin He MaroTb YiTKOT
[OPOXHBOI KapTW LMpoBoi TpaHcdopmalLlii).

YKpaiHCbKi eKkcrnepTn 3a3HayatoTb, WO HU3b-
Knii piBeHb UMGPOBOI rpamMOTHOCTI KepiBHULTBA
N nepcoHany rasbMye afjanTauilo iHHOBaLi.
Mpobnemy ycknafHIOE TakoX 30BHILLHE cepepo-
BULLE: 3 OAHOr0 BOKY — HACNIAKWN BiiHW, SKi pyliHY-
toTb IKT-iH(ppacTpykTypy i BiABOMIKaOTL pecypcu,
3 IHLLOrO — XXOPCTKa KOHKYPEHL,ist HAa CBITOBMX PUH-
Kax, WO BMMarae LWBUAKMX PilleHb. TakuM YMHOM,
6e3 npoAymaHoro niaxody Ao ynpasiHHA 3MiHaMu
Ta NiAroToBKM KagpiB UMdpoBi3alis MapKeTUHry
MOXe BUABUTUCA Ma10e(PEKTUBHOIO.

[Ona noponaHHA nepewkon Yy uudoposisaui
MapKeTUHrOBOro MnjaHyBaHHA eKCnepTu pekoMeH-
Oy0Tb KOMMEKCHWIA niaxia. Mo-nepiue, NoTpi6HO
BM3HAUUTW LMPPOBY CTPATErito K YaCTUHY KOpPMo-
paTuBHOI cTparerii i po3pobuTy ii noeTanHy peani-
3auito Ha 5—7 pokis. Lle nepegbadvae cucremarmyHe
BUSB/IEHHA Ta BpaxyBaHHS OCHOBHUX PU3MKIB
(kKibepHeTUYHMX, HGPOPMALLIHNX, OpraHi3auinHNX
TOLLIO) Ha moYaTKoBOMY eTani. Mo-apyre, HeobxigHO
iHBECTYBaT! B PO3BMTOK LMAIPOBUX KOMMETEHLIN
nepcoHasty i NPOBOANTM HaBYaHHA MeHemKepiB Ta

MapKeTO/10riB. YKpaiHCbKi AOCNIAHVKM NiAKPEeC/to-
I0Tb 3HAYYLWiCTb Mporpam nNiaBULLEHHA LMdPOBOT
06i3HaHOCTI Ta CTBOPEHHA creuiani3oBaHux iHi-
uiatme nigTpUMKN (Hanpuknag, Lep)XaBHOI eKo-
cuctemmn «[is» un Ctparerii Industry 4.0) [7]. Le
[03BONNUTb YCYHYTU KaApPOBUA AediUnT i KyNbTYpHI
6ap’epn BNpoBapKeHHA. TakoxX [AOUiSIbHO 3anpo-
BamkyBatn CRM/BIl-cuctemun Ta iHTerpysatu IT
3 iCHytOUMMK MpouecamMmn KPOK 3a KPOKOM, Opi€EH-
TYHOUMCb Ha Kpalli CBiTOBI NpakTuku. Hanpuknag,
[OOCBIA, MikHapoaHux kopropauiii (GE, Siemens
TOLLIO) MOKa3ye, WO KOMMIEKCHUA migxia Ao umd-
poBi3aLjii MapKeTUHry niaBULLYE afanTUBHICTb bi3-
Hecy | NPUCKOPIOE NPUAHATTA pilleHb.

BucHoBKkW. Takum u4uHOM, pes3ynstatu [oc-
NiKeHHs NigTBEPAXYHOTb, WO CydacHi iHdop-
MauiiHi - TexHonoril, 3okpema CRM-cuctemu,
ERP-nnatdopmu, IHCTPYMEHTU OGi3HeC-aHaNiTUKK,
TexHonorii Big Data Ta LUTYYHOro iHTENekTy, CyT-
TEBO MNiABULLYIOTb €IEKTUBHICTb MapKETMHIOBOrO
nnaHyBaHHs Cy6’eKTIB rocrnogaptoBaHHs. Ix iHTerpa-
Lis 103BOSISIE 3a6e3neunTy NepcoHaisav,ito Npomno-
3ULIA, NPUCKOPUTX adanTalilo A0 PUHKOBUX 3MiH,
ONTUMI3yBaTU YNPaB/iHCbKI PILLEHHA Ta 3MILHWTK
KOHKYPEHTHI No3umujii Ha puHKY. BogHouac edhekTuB-
HICTb LMdPPOBOT TpaHCOPMAaL|ii 3aN1eXNTb He e
BiL TEXHO/OMYHOIO PIBHA MNiANPUEMCTBA, a i Bif
FOTOBHOCTI MepCOHasly, THY4YKOCTi OpraHizauiiHol
CTPYKTYpWU Ta HasABHOCTI CTpaTeriyHoro 6ayeHHs.
Pa3om 3 TM, BUSIBNEHO HU3KY Gap’epis, SKi rasb-
MYIOTb MOBHOLIHHY LMOPOBI3aLito MapKeTUHIOBMX
npoueciB B YKpaiHi: HegocTaTHA umdpoBa KoMm-
METEHTHICTb MepcoHasty, (DiHAHCOBI OOMEXEHHS,
(oparmeHTapHicTb  IT-iIHPpacTpykTypn, a TaKox
BMN/IMB 30BHILLHIX YMHHWMKIB, 30KpEMa BiiHW Ta eKo-
HOMIYHOI HeCTabiNbHOCTI.
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