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OBH3 “TMpnasoBcbknin  gepkaBHUM TEXHIYHUM YHiBepcuTeT”, YKpaiHa,

[Hinpo

Cmammio rpucesi4eHo OOCIIOXKEHHH ocobsiusocmeli
KITiEHMOoPIEHMOB8aHo20 yrpassiiHHSA pocy8aHHIM rpooyKuii e ymosax
uugposoi  mpaHcgopmauii  bi3Hec-rnpouecie  ma ¢opmyeaHHs
KOMemeHmHicHo2o  3abesredyeHHss  OifibHOCMIi riepcoHany 3
oudxumanizauii  npouecie 8 napaduami  yrnpaesniHHA  Mo08eOIHKOO
crioxueadie. Memoro nybrnikauii € cucmemamu3auyis ma pPo38UMOK
meopemuko-memodosiociyHux niodxodie 00 MapKemuHz2y SIK couiaslbHO
opieHmMoegaHo20 pi3Hosudy ¢haxoeoi disiribHoCMi, 0brpyHMye8aHHs yMo8 i
8U3HaYeHHs1 YUHHUKI8 yrnpaesiHHsA MapKemuH208UMU ripouecamu 8
ymoeax pearnizauii adarnmugHoz20 nidxody 0o mopaoeesibHOI disiribHOCMI.

Possusarombcsi  niOxoOu w000 ¢hopmyeaHHs 8uMoa rpogecitHol
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disinibHocmi  ¢hbaxisuie  uugposo2o  3abesrieyeHHs  Mop208esIbHOI
OisifIbHOCMI, CrpsSIMOBaHUX Ha MaKcuMmizauyito rpubymky, noCcusieHHs
KOHKYPEeHMHUX nepesae, 36epexeHHs 8UCOK020 pieHs
KOHKYPEeHmMOCIPOMOXHOCMI ma ympuMaHHsI KrlieHmig rnidnpuemcms, a
makox 2ibpuOHUX mopaoeesibHUX MepeXx Ha B2B puHKy.

Knrouosi criosa: chaxoesi KomremeHuil, rnpogecitiHi KomrnemeHmHocmi,
e/IeKMpPOHHa  KOMepUuis, yrpaesiHHsa  1oeediHKOK  crioxueadis,
Oidxxumani3zauisi disifibHoCcmi mopao8esibHO20 nionpuemMcmaa,
adanmuegHuu rioxio
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The article is devoted to the study of the features of customer-
oriented management of product promotion in the context of digital
transformation of business processes and the formation of competence
support for the activities of personnel for the digitalization of processes in
the consumer behavior management system. The authors consider the
evolution of marketing tools from Marketing 4.0 to Marketing 6.0,
emphasizing the role of digitalization in the formation of professional
competencies of specialists. The purpose of the publication is to
systematize and further develop theoretical and methodological
approaches to the interpretation of marketing as a socially oriented type of
activity, as well as substantiate the conditions and determine the key
factors of effective management of marketing processes, taking into

account the formation of consumer value and ensuring the long-term
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development of the customer base with the implementation of an adaptive
approach to trading activities in the B2B market by means of forming
professional competencies of employees. The author's position on the
practical activity focused on creating value for customers within the
framework of the Marketing 6.0 concept, which sharpens competition on
the formation and consolidation of customer experience, attracting and
fully integrating consumers into the processes of customization,
individualization of final products by means of expanding the interaction
‘producer — consumer” in the process of determining the configuration of
future services of the enterprise, which provides for the competent use of
innovative trends, tools and tools, is substantiated. The publication
develops scientific approaches to understanding the professional activities
of specialists in the digital provision of trade business processes aimed at
maximizing profits, strengthening competitive advantages, maintaining a
high level of competitiveness and retaining customers of both industrial
enterprises and hybrid retail chains. The sequence of the main stages of
modeling the professional competencies of employees in the digitalization
of trade processes with the division into empirical and intuitive is
determined. The entire chain of customer-oriented processes is covered:
from concluding contracts with suppliers to ensuring consumer loyalty of
combined online & offline trade.

Keywords: professional competencies, professional competencies,
e-Commerce, consumer behavior management, digitalization of trade

enterprises, adaptive approach

Betyn. Oumxkutanisaudis npogaxiB K geTepMiHaHTa (pOopMyBaHHS
draxoBuX KOMMETEHLUIN Yy CUCTEMI yrNpaBriiHHA MOBEAIHKOO CNOXMBaYiB 3a
peanisauil aganTMBHOro nigxody A0 TOproBersibHOI AianbHOCTI Ha B2B-

PUHKY Ue 6aratoBUMIPHMIA couianbHO-EKOHOMIYHMIA | OpraHisauinHo-
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TEXHOJIONYHUI npouec iHTerpauii umpoBmx IHCTPYMEHTIB,
iIHpOopMaLiHO-aHaniTUYHMX CcUCTEM Ta nnatcopm B3aemopili y 30yToBy
DIANBHICTE  MiANPUEMCTBA, SKUA  BUCTYNae  KAKYOBUM  YMHHMKOM
TpaHcdopmauil 3MICTy, CTPYKTYypuM 1 YHKUIOHANbHOI CNpsiIMOBAHOCTI
npogpecivHnX KomneTeHuin daxisuis. Y HayKkOBO-TEOPETUYHOMY acrnekTi
ue noHATTA Bigobpaxae nNPUYMHHO-HACNIOKOBY — 3arnexHiCTb  MiX
BNPOBA)KEHHAM UMGPPOBUX KaHaniB KOMYHiKauil, aBTOMaTU30BaHUX
cucteM  ynpasSfiiHHA B3aEMOBIAHOCUMHAMM 3 KNiEHTaMKW, TEeXHONOTrIN
00pobkn gaHux i nepcoHanisauii Nponosnuin Ta pPo3BUTKOM Yy CYBO’eKTIiB
rocnogaproBaHHsA 30aTHOCTI A0 afanTUBHOIO MPUAHATTS yNpaBIliHCbKUX
pilleHb, MPOrHO3yBaHHS MNOBEAIHKN KOHTPAreHTiB, THy4KOro HanawTyBaHHS
TOProBenbHUX cTpaTerin i onTumisauil KnieHTCbKOro AOoCBigdy B yMoOBax
B2B-B3aemogii. TobTo, Aimkutanisauia 3abesnevye  y3ropKeHHs
NpoeCIiNHNX KOMNETEHLUIN i3 BMMOramm UMPPOBOI €KOHOMIKWU, CNpuUsie
NiABUWEHHIO e(EeKTUBHOCTI ynpaBniHHA MOBELIHKOK CMOoXMBa4iB Ha
OCHOBIi afanTUBHOCTI, aHaniTUYHOCTI Ta KIEHTOPIEHTOBAHOCTI, a TaKOX
dopMye nepenymoBu AN CTanoro po3BUTKY AiNOBUX BIQHOCUH Ha B2B-
PUHKY B KOHTEKCTi NPOrHo3yBaHHA 1 Moaudikauil noBediHKN CNoXuBadis.
3acobom nigBuLLIEHHS ePEKTUBHOCTI yNpaBniHHA MOBEOIHKOID CMOXMBaYiB
BUCTYyNae oOpMyBaHHSA Ta PO3BUTOK perieBaHTHUX 0axOBUX KOMMETEHLIN.
[Mpobriematnky AOOCNIAXKEHHA BU3HAYEHO aBTOpaMW Y  KOHTEKCTI
NPOLAOBXEHHS nNigxo4y OO0 PO3YMIHHS MapKeTUHry He nuwe 4K
€KOHOMIYHOI, a 9K couianbHO CNPAMOBAHOI AisiNbHOCTI. NpeTbest npo
npodgoecivHe BUMKOHaAHHA OYHKUIM | npoueayp, 3aBOSKA SIKUM KOPUCHI Ta
LiHHI NS cnoXuBadiB, KMNiEHTIB, NAPTHEPIB | CyCcnifibCTBa 3arasioM TOBapHi
N cepBiCHI Npono3nuii iAeHTUPIKYIOTBCS, CTBOPHOKOTLCHA, MPOCYBaKTHLCS,
nepenarTbCsA Ta B3aEMOBUTAHO OOMIiHIOKOTLCA. EekTuBHE ynpaBniHHSA
L€ OiSNbHICTIO MOXIMBE 3@ YMOBM YiTKOTO BU3HAYEHHS LiNIbOBUX PUHKIB,

3ajlydeHHA n YTPUMaAHHA NNaToOCnpPOMOXHUNX CnoXuBadiB, a TakKox
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CUCTEMHOIrO0  PO3LUMPEHHS  KIiEHTCbKOI ©a3sn 4epe3 (popmMyBaHHA
npuBabnuBux | JOCTYNMHUX npono3uuin. BogHoyac BaxnuBuM €
YCBIAOMJIEHHA  CnoXuMBadyamu OTpUMaHuUX Yy  pesynbTaTi  NOKYMKU
YHiKanbHUX nepesar. Y KIacM4HOMY pPO3yMiHHI cdepa MapKeTUHry
OXOMMKE TOBapwu, nocnyrn, nogii, AocCBi4, akTMBKW, oOpradisadil,
iHpopmauito Ta igel, wo notpebye Big haxiBuiB He nuwe rpyHTOBHUX
3HaHb, @ 1 YMIHHA ePeKTMBHO 3aCTOCOBYBATM IX HA NpaKTULL.

[PYHTOBHI AOCNIAKEHHSA npobnemaTunku 3anpoBaKeHHs
KNiEHTOPIEHTOBAHOrO ynpasniHHA 00 adanTUBHOIO NPOCYBaHHA NPOAYKLUIT
NPOMUCNOBOro Mpu3HayeHHss Ha B2B puHKy 34iicHeHO B nyb6nikauisx
BU3HaHMX HaykoBux astoputeTieB Bruhn [1], Diller [2], Homburg [3],
Keiningham [4], Meyer & Dornach [5], Peter [6], Reichheld [7], Reinartz
[8], Werner [9]. OcobnmBoCTsAM KMIiEHTOOPIEHTOBAHOINO YyrpaBniHHA
npouecaMmn  nNpoCyBaHHA  NPOAYKUil  MPOMMUCIIOBOrO  NPU3HA4YeHHS
BITYUN3HAHMX MignpuemcTBa npucesayeHo nyb6nikauii Kodbu B. [10],
Pomanuykesmny M. [11], CaBuubkol H. [12], iHWWX HaykoBuiB. Y
3a3HadyeHux nybrikauiax BM3HAYeHO Ta [AeTaflbHO OMUCaHO KIHYOBI
nigxoam 40 pO3yMiHHSA ABuLLA NOANbHOCTI KNieHTiB. Hanpuknaa, PabokoHb
H. [13] cTBepaxXye, LLO BaXMBOK CKIaAOBOK KNiEHTO-OPIEHTOBAHOMO
nigxogy € opMyBaHHS NOSAMBHOCTI KNiEHTa A0 KOMMaHil, a y poboTi
Meyer & Dornach [5], Meyer & Overmann [14] 3a3HayaeTbCcs, LUO
NOANBLHICTb  KNIEHTIB BKMNKOYAE He Jnue acnekT IXHbOoI dpakTU4HOI
NoBediHKN Yy peXxuMi peasribHOro 4acy, ane HanawTOBaHICTb, MNOBELiIHKOBI
Hamipu OiSNbHOCTI Y ManbyTHLOMY.

Mpobnematnka 3’ACyBaHHA CYTHOCTI Ta CHiBBIQHOWEHHS MOHATb
‘npodecivHa komneTeHUis” Ta “NnpodecinHa KOMMETEHTHICTb” Y KOHTEKCTI
doopMyBaHHS haxoBux MigxoAis 4O ynpaBniHHS NOBEAIHKOK CroXuBadiB y

npausax BiTYM3HAHUX HAYKOBLIB BUCBITIIIOETLCA parMeHTapHo Ta
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30e0inblIoro Mae NOBEPXHEBUN XapaKTep, WO CBiAYNTb NPO HeOoCTaTHIN
piBEHb 1T CUCTEMHOIO 1 KOMIMIEKCHOro onpaLtoBaHHS.

MeToro cTaTTi € cucremartusauis Ta noganbluin  PO3BUTOK
TEOPETUKO-METOAOMNOMNYHNX NiAXOAIB [0 TpakTyBaHHA MapPKETUHrY £K
coujianbHO OPIEHTOBAHOro BUAY AiANbHOCTI, @ TakoX OBrpyHTyBaHHSA YyMOB
| BM3HAYEHHA  KMNKOYOBUX  YUHHUKIB  e(dPEKTUBHOro  ynpasniHHA
MapKeTUHIOBMMW rpouecaMmn 3 ypaxyBaHHAM (QOPMYBaHHS CMNOXUBYOI
LiHHOCTI Ta 3abe3neyvyeHHsA JOBroCTPOKOBOroO PO3BUTKY KIiEHTCbKOI 6a3un 3a
peanisauii aganTMBHOro nigxony A0 TOProeesnbHOI AianbHOCTI Ha B2B
PUHKY 3acobamn hopmyBaHHSA haxoBUX KOMMNETEHLIN npaLuiBHUKIB.

Buknag ocHoBHoro martepiany. EBonwouinHa 3miHa onepauiiHoro
IHCTPYMEHTapIit0 MNPOCYBaHHA MNPOAYKUIT npu3Bena crnoyatky OO MNOsBU
deHomeHy BxigHoro Marketing 4.0, WO Ha MOMEHT CBOrO CTBOPEHHS
noBHicTio 6azyBaBcs Ha UM POBUX iIHOPMALIMHUX TEXHOSONIAX i CbOrOAHI
noegHye 'y cobi  ocobnmBoCTi  OYHKUIOHYBaHHA  (PigKUTanbHUX
(koMBiHOBaHMX isnyHMX Ta gOigkutanbHux) puHkiB Marketing 5.0/6.0
nNyonivyHMX Koprnopauin.

Teopis HaykoBOro [LOCNIIKEHHS PUHKIB Ta MpakTudHa OiarnbHICTb
MapKeTonoriB, OpieHTOBaHa Ha CTBOPEHHSA LHHOCTI AN KITEHTIB Yy Mexax
koHuenuii Marketing 6.0, 3aroCcTpio€e KOHKYPEHLi0 Ha CNpUsHHI
oOpMyBaHHIO Ta OTPUMaHHI KIIEHTCbLKOro AOCBiAQy, 3arnydeHHi Ta
NOBHOLIIHHOMY iHTErpyBaHHi CMNOXmBadiB [0 MpoueciB KacTtomisauil,
iHOmMBigyanisauil  KiHUEeBOI  npoaykuii  3acobamn  3anpoBagXEHHS
iHHOBaUiMHOT B3aemodii “BUPOBOHMK — crnoxmBay” y NpoLeci BU3HAYEHHS
KOHdpirypauii  ManbyTHiX nocnyr nignpuemctea, wWo nepeabadae
BUKOPUCTAHHSA  iIHHOBATUBHMX TpeHAdiB, 3acobiB Ta IHCTPYMEHTIB

eneKTPOHHOT KoMepLil:
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— BipTyanizauia (VR) Ta gonoBHeHHs peanbHocTi (AR) 3 meTol0
nonerweHHA B3aeMOZil CNOXuBaYiB 3 NPOAYKTaMU B PEXNMI peanbHOro
yacy 6e3 HeobXxigHOCTI (Pi3NYHOI NPUCYTHOCTI;

—  CTBOPEHHS BipTyanbHUX MarasnHis abo BUCTaBOK,;

— [HTEepaKTMBHMUM  KOHTEHT Ta reumigikauia Ak  3acobu
3aroCTpeHHS BiAvyTTa NPUHANeXHOCTI Ta NPUXUITbHOCTI A0 BpeHay;

—  CTBOpPEHHS 3acobamy LUTYYHOrO iHTENeKTy nepcoHani3oBaHuXx
Npono3uuin, Wo BpaxoBYyTb ynogobaHHs Ta NOBeAiHKYy KOpUCTyBadiB,
3HaYyHO MOKpalWyrTb [[OCBiI4 MOKYMOK, aBTOMATU3YKTb MNpoLecu
NPUNHATTS pilleHb NOKYNUSAMMU;

—  BUKopucTtaHHs TexHosorin Blockchain tTa Token (NFT) 3 meTot0
CTBOPEHHS MPUB’A3aHNX OO0 NPOAYKUIT LUNPPOBUX aKkTMBIB (YHiKanbHUX
LUndpoBuX cepTudikaTtiB Ha NPOSYKTU Ta NOCNYru);

—  BUKOPUCTAHHS couianbHUX Mepex Ta iH(neHcepiB 3 METOoK
dopMyBaHHA nonuTy Ha ToBapu/nocnyrn 3acobammn ny6nikyBaHHA
BiArykiB, BipTyanbHOro KOHTEHTY abo NpPSAMUX TPaHCNALIN,

— BIOeo- Ta CTPUMIHroBi nnaTopmMn CTBOPEHHS IMMEPCUBHOIO
A0CBigY 3 METO iIHPOPMYBaHHS CroXuBadiB Npo ToBap 6esnocepegHbo
B AOMaLLHiN 06CTaHOBLI;

— CTBOPEHHs 3acobamMy LWTYYHOro IHTENEKTY nepcoHanisoBaHuXx
cTpaTterin, wo 6asytoTbca Ha Big Data Analyse (BDA) noegiHkuM Ta
nepesBar crnoXxuBadiB, aganTyBaHHs 6peHaiB 0o ynogobaHb KnieHTiB B
peXnMi pearnbHOro vacy;,

— CTBOPEHHA peKoMeHOauilHUX CUCTeM Ha aBTOMaTUYHUX
nnatgopmax Netflix yn Amazon;

— 3MiHa cnoxwusaubkux BrnogobaHb 4epe3 BUDIP, BIKTOPUHM,
KOHKYpPCK aKTUBHOT B3aemMogii 3 npogykuieto 3acobamu renmmidpikadis ta
MOLUMPEHHS [HTEPaKTUBHOIO KOHTEHTY 4epe3 couianbHi mMepexi abo

BipTyanbHi nratgopmu;
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— BipTyanisauia Ta OOMNOBHEHHSA peanbHOCTi 3 METOK MoserweHHs
‘NnepeHeceHHs” NPOAYKTY B 3BUYHY AS1S KrieHTa 06CTaHOBKY, CTBOPEHHSA
HOBMX peanin gna 6peHgiB 3 MEeTo 3MIHWM COPUWHATTS MPOAYKTY,
dopMyBaHHS HOBUX yrnogobaHb Yepes3 HOBUM 4OCBIA,;

— (popMmyBaHHS CRiNbHOrO BipTyanbHOro AocBigy, OBMEXeHUX
Cepin NPOAYKTIB, CMOHYKaHHA 00 LWBUOKUX MOKYMNOK 4Yepes3 Big4vyTTH
obmexeHocTi abo yHikanbHocTi 3acobamu NTF Ta Mg poBMX aKkTUBIB;

— wBuWAKe ajantyBaHHA OpeHaamu cTpaTerin 3MiH Ha pPUHKY
3acobamu BDA;

— BUMKOpPUCTaHHA nnatcgopm co-creation abo co-production 3
KOpUcTyBayamu;

— BWKOPUCTAHHA couiarnbHUX Mepex Ta iH(eHcepiB 3 MeTO
BMSIMBY Ha CNPUMHATTA NPOAYKTIB MAacoBOK ayauTopieto Yepes bnorepis,
3ipokK Ta nigepis 4yMOK;

— konabopauis 3 iHWKMMK cepamm (Moga, My3unka, KiHO) 3 MeTOH
3MiHM ynogobaHb 4epes3 acouiauito 3 TpeHgamu Ta KynbTYPHUMMK
SABMLLLAMY;

— MIKpOMapKeTUHr N9 HeBENUKMUX rpyn CnoXxueadis, Jiokanisauis i
oOMeXeHHs cepin NpoayKTiB, aganTauis 40 NEBHOro perioHy abo rpynu
CMNoXnBaudiB;

— TMOCTIMHI OHOBIIEHHA, BUMYCK HOBMX Moaudikauin Ta BepcCin Ha
OCHOBI KoHUenuii “BupobHM4ol iTepauil” 3abesnedeHHa NpuBabnnBOCTI
IHHOBaATMBHWX OHOBMNEHb NPOAYKTIB AS1A CNOXMBaiB.

B cBoo 4yepry, BaroMmmmm apryMmeHTamMmm Ha KOPUCTb BMKOPUCTaAHHS
nepeniYyeHnx iHCTPYMEHTIB MM BBa)KaeMo Te, LLO:

— VR T1a AR [03BONAKOTb 3aHYpPUTUCA Y BipTyanbHUMA MNPOCTip, A€
CNOXMBaA4Y MOXe B3aemogiatm 3 npogyktamm abo nocnyramm B

peanbHOMY 4aci, CTBOPIOKOYN YHIKanbHUN eMOLUIMHUIA OOCBIA;
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— CTBOPEHHSA BipTyanbHUX npoctopiB (MeTaBcecBiT), Ae crnoxuBadi
MOXYTb He TiflbKW B3aeEMOLIATM 3 NpoAyKTamMu, a W couianidyBaTucH,
Kynysatn abo 6patn yyacTb y cneuianbHuxX nogisax (BipTyanbHi LWOypymMu
YN  KOHJepeHUil), LWo [ae MOXNMBICTb OpeHgam  cTBOprOBaTU
€KCKIH03MBHUIN OOCBIA, AN KNIEHTIB;

— iHTepakKTUBHMMA KOHTEHT Ta renmidikauia gonomararTb
3anyynTn CnoXxmeadiB vepes3 iHTepakTUBHI enemMeHTn (6ann, 3maraHHs,
Haropoawn Ta piBHI); BIKTOPUHU, ONUTYBaAHHSA, BUBIp BNacHoro gocsigy abo
MOXIMBICTL  CTBOpPIOBaATW  MepcoHani3oBaHi  NpoaykTu,  O03BONHA€E
cnoxueayam BpaTu yvyacTb y npoueci igeHTudikauii 3 GpeHaom;

— nepcoHanisayif 3a 4ONOMOroK WTYYHOro iHTeneKTy (4aT-6otu
Yy peXuMmi peanbHOro yacy, aBTomatMsoBaHi cMcTeMuM aganTyBaHHA
peKnamMHMX KamnaHin, rosiocoBi aCUCTEeHTWU) [03BOJSISE CTBOPHOBATU
nepcoHanisoBaHi [[OCBIOM Ha OCHOBI [aHUX KOPMUCTyBauiB, IXHIX
ynogobaHb, noBefdiHKM Ta nonepenHix MOKYNoK, 34iMCHIOBATU MNOKYMKK
BesnocepeaHbO B YaTi;

— iHdnoeHcepu Ta couianbHi MepexXi BMCTynarwTb KI1HOYOBUMU
napTHepamu 6peHaiB Yy CTBOPEHHI NepcoHanisoBaHUX KammnaHin,
gornomaraioTb CTBOPHOBATU B3aEMOAII0 MK OpeHAOM i MOro KnieHtamuy,
aossongdn 6peHgam O6ytm Oinbwl goCTynHUMKW Ta nobyayBaTh MilHi
CTOCYHKM 3i CrioXnsadamu;

— iHTepakTMBHI noail Ta BebiHapu Ao3BonsAlTb bBpeHaam
CTBOPIOBATM YHiKalnbHi MOXIMBOCTI ONA COXWBauiB AisHaTuca Ginblue
NpO NPOAYKUiO, B3ATU y4acTb Yy OOroBOPEHHSX YW HaBiTb BipTyaslbHO
“3yCcTpiTN" 3HAMEHUTOCTEM YW eKCnepTiB, 3anyy4ymMTun CrnoXxumeBadiB [O
6e3nocepeaHbOl B3aemModii, oTpumaTtm “KuBM" OOCBIO | €MOUiNHUI
3B’A30K;

— undpoBi irpu Ta BipTyanbHi nepcoHaxi CTBOPIOKOTL e BinbL

rMMBOoKNn Ta 3axonnio4YmMn OCBIA ANS KOPUCTYBadiB;
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— 6rnokyenH Ta NFT (HeB3aemosamMiHHi TOKeHW) [al0Tb
MOXIIMBICTb OpeHfam nponoHyBaTW YHiKanbHi uudposi akTmeum abo
NPOAYKTH, O HafalTb chneuianbHi npaBa abo npueinel, MOXyTb 6yTn
BUKOPUCTAHI SK eNeMeHT eKCKITHO3MBHOCTI;

— iHTepakTUBHIi uucpoBi ManmaaHYnkKu (OHNaMH-MarasuvHm,
BipTyanbHi BUCTaBKU) 3abe3nevyroTb OinbLl rMnbokmin Ta npneabnmemnn
A0CBIA NOKYIOK,;

— BUKOPUCTaHHA IHHOBaUWiMHUX MeToAiB AocTaBkU (OPOHM),
iHTerpauia 3 Oe3KOHTakTHUMM MeTogamMum onnatu  (BiomeTpis,
KpunToBantoTa) 403BONAE 3MEHLLUNTY Yac i NIABULLUTM 3PYYHICTb NOKYMOK,
poOBUTb KNIEHTCbKMI JOCBIA BiNbLU iHTYITUBHUM | LUBUOKMM.

AfanTuBHe  ynpaBniHHA  CMOXMBYOK  MOBEAIHKOK Yy  CUCTEMI
€NeKTPOHHOI KoMepLil — 3abe3nevyeHHs 3acobamn cepBiC-MeHeKMEHTY
eneMeHTIB opraHisauii, cuctemMm Ta pyTMHHUX BidHec-npoueciB AisnbHOCTI 3
HafaHHA MOCMyr BMCOKOI SIKOCTi 0OCryroByBaHHS Ha OCHOBI 3HaHb MpPO
CNOXMBaYiB, IXHiIA HACTPiN, UIHHOCTI, CNOXMBYi ynooobaHHS LWISIXOM
NIATPUMKM  MILUHMX  eMOUiMHMX 3B'A3KIB 3 MeTow  (popmyBaHHSA
YCBIOOMMNEHOT JOANBbHOCTI A0 TOProBesibHOI Mepexi 3a BigHOCHOro
3HeOoCcobneHHs LinboBOT ayamTopii B yMOBaxX MacoBOro CroXMBaHHS.

3acagamn HanawTyBaHHA B3aEMOBIOHOCUH 3i CnoXxmBadamum €
AeTanbHe BMBYEHHA iHTepeciB Ta CcrnoxuBuux ynogobaHb-notpeb
NOKYNUiB; HanarogXeHHs1 HadiMHUX KaHaniB KOMyHikauil 3 TOproBesibHUMm
MepexamMmu; NOCTinHEe  iIHOPMyBaHHA  MOKYNUiB  MPO  MOTEHLiNHI
MOXIIMBOCTI Mepex; HagiiHe, dJiTke, 3po3ymine Ta 0O’eKTUBHE
iHbopMaLiiHe  CynpoOBOOXEHHA  MPOLECiB  MNOTOYHOro  ynpasniHHA
B3aEMOBIAHOCUHaMKM (Ha OCHOBI MOCTIMHO OBHOBMOBAHOT iHOpPMaLil Npo
4YaCTOTY MOKYMNOK, CYMYy Y€Ky, OCTaHHI 3aKyrnku, NPUAHATHE NS MOKynusa 3

NiHINKW  TOProBenbHUX MapoK) LIMAAXOM OpraHidyBaHHA gdianory 3
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NOKynuaAMK,  OPIEHTYBAHHA  Mepexi Ha  cnoXxusaya, [OOBipYoro
KOMYHIKYBaHHS 3 NOTEHUiINHMMMK Ta peanbHUMW MOKYNUAMN.

CborogHi 0o nepeniky KnieHTOpiEHTOBaHMX iHHOBaUiMHUX 3acobiB
NpocyBaHHA NPOAYKUiT B UMPOBOMY cepefoBULLi MPUAHATO BiOHOCUTN:
BUKOPUCTAHHS HEeCTaHOAPTHUX pPEeKMaMHUX HOCIIB; IHTEPHET-BUCTABKW,
IHTepHeT-ayKuUioHW; Beb-KOHdepeHLUil; cnctemun B3aemMmogil 3 npoaasusMm
(VRM); npocyBaHHs canTy B couianbHux megia (SMO, SMM, Social Aids);
MobinbHy peknamy (mobile application); [ONOBHEHY pearibHICTb
(augmented reality — cuctemn, B SIKUX peanbHUN CBIT [JOMNOBHKETLCS
BipTyanbHMMK 06’ekTamm).

CTBOpEHHA  ycrilWHOI KOMYHiKauil 3i cnoxuBadamu noTtpebye
rMMBOKOro OBOSMOAIHHA MpauiBHUKAMW OCHOBHUMW KOMMETEHUISMKU, a
TaKOX IXHbOI 34aTHOCTI edEeKTMBHO BuUpiWyBaTU NpPodeCinHi 3aBOaHHA
BiAMOBIQHO OO0 aKTyanbHUX BMMOI CydacHOro BefeHHsa 6isHecy B ymoBax
LUMGPOBOI €KOHOMIKW. Y HayKOBIiW niTepaTypi NOHATTS “KOMneTeHuia’
TPaKTYETbCA Yy 3alieXHOCTi Bi, KOHTEKCTY Ta aBTOPCbKOro nigxoay.
30kpema, HoBuI TnymayHui CrOBHUK YKpaiHCbLKOT MOBW [15] BM3Ha4vae
KOMMETEHLil0 sK obcAar i SAKiCTb 3HaHb Ta BMiHb Yy ranysi AisnbHOCTI
chneuianicTta, BKNYa4vn nepesnik nuTaHb, y SKuUxX BiH 4OBpe OpieHTYyeTbCS.
Y CnoBHUKY npocdpecinHol ocBiTU [16] KOMMNETeHUis po3rnsagaeTbca SK
KOMMEKC B3aEMOMOB’A3aHNX SIKOCTEN 0COBU — 3HaHb, YMiHb, HAaBUYOK Ta
cnocobiB AisifIbHOCTI, — WO CTOCYOTbCSA MEBHOrO0 Kona npeamMeTiB i
npoueciB Ta € HeobXigHMMK Ans AKICHOT NPOAYKTUBHOT poboTn. Yepemuc
I. [17] aKkueHTye yBary Ha 3HaHHAX Ta BMIHHAX Yy cdepi npodecinHol
OISNbHOCTI  IK OCHOBI  KOMneTeHuil. [ocnimkeHHss 3MicTy dhaxoBol
KOMNeTeHUil Ta NpodecinHOl AiANbHOCTI BKAOYAOTb Pi3HI METOAOMNOrIYHI
nigxogn. Hanpuknag, [18] nponoHytoTb mogesnie KSAO (3HaHHSA, YMiHHA,
30i0HOCTI, [HWIi XapakTepUCTUKK), sIKa MiOKPECME, WO TECTyBaHHS

IHTEeNneKkTy HegocTaTHE [aNA MPOrHO3yBaHHA ycnixy B NPOMECINHUX
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3aBJaHHAX | CNpuUse pPO3BUTKOBI LOiANbHICHMX aHaniTM4HUX MeTofiB.
“IHTepB’t0 WOo40 NOBEAIHKOBMX NOAIN” ANA OUiHIOBaAHHA PiBHSA NPOdECIMHOT
komneTeHuil po3pobneHo [19]. Mansfield po3spisHge nigxogn o
BU3HAYEHHST KOMNETEHLUIT Ana ogHo3agadyHol, 6barato3agadHol poboTtn Ta
yHiBepcanbHux ymiHb [20], a [21] 3anpornoHyBaB MeTO4 ANS aHanisy
npodecinHnX 3aBAaHb Ta BUMOT 40 BMKOHaBLUIB Ha pobo4yomy MicL,.

Mn € npubiyHMKOM HaykoOBOro nigxody, 3a SKUM KOMMNETEHTHICTb
AOCIIoXKY€ETLCA AK noeaHaHHS KOrHITUBHOTO, MOTUBALINHOrO,
perynsaTUBHOrO acrnekTiB Ta OCOBUCTICHOroO CTaBfIieHHA [0 OCBOEHHS
NpogpecivHnX 3HaHb, YMiHb | HaBW4YOK. Lle B3aemopgie 3 MoTuBaUi€ElD,
LiHHICHAMW OpieHTUpaMun, 3OaTHICTIO AonaTu CTepeoTunn, THYYKICTIO
MWUCIEHHS, CaMOCTINHICTIO, LIiNECnpPsAMOBAHICTIO Ta BOJIbOBUMWU SIKOCTAMMU
B NPOMECINHIN AisNbHOCTI, KOHKPETU3YE 3aBAaHHA B Habopax HaBUYOK 3
No3uLil akMeosoriYyHMX 3aKOHOMIPHOCTEN Ta eTaniB 3pPinocTi 0CoBUCTICHO-
NpoecinHOro  po3BUTKY sK  BHaxaHoro pesynbTaTy  OBOMOLIHHSA
KOMMEeTEeHLigaMN.

BusHayeHHa axoBuMx KOMMETEHTHOCTen nepenbavyae eTanu
MOJENBaAHHS:

|. BcTaHOBnNeHHA 3aranbHMX NigxodiB OO Uuinen AisnbHOCTI yepes
MOXIMWBI  BapiaHTW: aHania ycniwHWX npuknagis, BUBEOEHHA 3
KOprnopaTuMBHOI cTpaTteril  4M BpaxyBaHHA  KyNbTYPHUX LIHHOCTEWN
opraHisauil.

[I. AHani3 komneTeHuin. Bknioyae 3aBoaHHA (KPOKM AONst OCATHEHHS
Linen) Ta Bumoru (6axkaHa nosegiHka 4m HaBu4km). MNigxoan:

-DACUM-aHani3 ans npodecinHMx HaBUYOK Ha poboyomy Mmicui, 3
aKLEeHTOM Ha 0D0O0B'A3KN, 3aBAaHHA Ta nig3agaui.

~iHTYITMBHMN MeTon4 Ha ocHoBi KODE-maTpuui, wo ysaranbHie

AOCBIf, Y KPUTUYHUX cuTyauiax (puc. 1).
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—~CUTyaTMBHE KOHCYNbTYBaHHA 3 aHani3y 3B’s3KiB MiXK OCOBUCTICTIO Ta

NPOdECIHUM YCMNIXOM.

M MNepcoHanbHi KoMNeTeHUil

A AKTUBHICTb NpodecinHa Ta HaBMYKN haxoBoi
DiSANbHOCTI

rOTOBHICTb A0

HOpMaTuMBHa 3a4aTHICTb nparHeHHs 4o
NOSINbHICTb eTu4Ha BUAKODVCTA ICaAMOKOHTpPONb| NpunumaTtm TBOPYOCTi | EHEeprinHICTb MOBIiNbHICTb
i noBefdiHka P pilLleHHs A/ A
aBTOPUTETHICTb \_/ A rOTOBHICTb [
. ’ TBOPMi . . rOTOBHICTb o " S .
3paTHiCTb camonoBara ) . BiAKPUTICTb ) . CTIIKICTb | aKTUBHOI iHiLiaTMBHICTb
. 3pai6HOCTI ] [0 iHHOBaUin ) .
BWKMMKaTW JOBIpY 0,0 3MiH OisANbHOCTI
HanawToBaHIiCTb GaKkaHHs yinicHicTb nyoniyHicTb | AiANbHICTb, WO
rymo| Ha gonomor MUCIIEHHSA ONTUMI3M ifsNbHOCTI opieHTOBaHa inecnpsiMmoBaHiCTb
ymop /‘\ A Y| Buntucs /‘ /‘ \F‘ p 4 p
n/c /o AIC Ha pesyneTy” N
. 30aTHICTb BMiHHS k . . Al®
BUMOITMBICTb . AV _dinosiganbHicTt ] ) .
. f neneryesatu oucumnniHa HafinHicTb | Hapgatu HanonernuBicTs nocnifoBHICTb
[0 NpauiBHUKIB ; b
PYHKLT iMnynbc
3paTHICTb . . 3paTHiCTb | opieHTauis aHaniTUYHI opraHisauinHi
. 34aTHICTb 4O | 3paTHicTb - . ; : )
BUpiLLYyBaTH : BUpilWIYBaTK | Ha 3aibHocTi Ao . 3pi6HOCTI
A iHTerpauii, | HabysaTtu ; HAaTXHEHHICT)
KOHNIKTW , pobrnemn | oTpumaH BMCHOBKIB
C/Ml ) oB'eqHaHHs | HaBUYKM C/A ®/A
3HaHb o/m
HaBWUYKM . rOTOBHICTb BMiHHS 3aaTHiCTb .
. BMiHHS BECTU . CUCTEMHICTb Ta
KOMaHOHOI - [0 NPOBEeEHHs |[KOHCYnbTyBaT | -, . BUHOCUTW | CTapaHHIiCTb -
nianor . 06’EKTUBHICTb METOANYHICTb
pobotu eKCNepuMEHTIB 7] CY[DKEHHS!
KOMVHiKaBenbHICT 3pgaTHicTb 4o | BMine BGaxaHHs | ynpaBniHHsS CBIAOMIMEHHS | eKCnepTHI 3HaHHSA
Y '?/;\ cnisnpayi | CninkyBaHHg— ~\ 3p03yMiTu npoeKTaMM/ Hacnigkis | 3HaHHA [0 PUHKY
. BMiHHSI C/ﬁ @/C )
3paTHICTb . o\ - BOSOAHHSA
npMcToCOBYBaTUCH| BiAYYTTA neparorivHi podeciiHe | nepenbadyBaH| . .
yrnpaBsnaTu f _ ‘ . : MiXXaMcUMNAiHapHUMK
. , 060oB’A3Ky CYMIIHHICTb | 3Ai6HOCTI BM3HAHHSA | anoBefiHKka
BiAHOCUHaMu . 3HaHHAMU
apanTUBHICTb

C CoujianbHo-KOMYHiKaTUBHI KOMNEeTeHUIT

d daxoBo-MeTOANYHI KOMNETeHL;T

Ibxepeno: cknageHo aBTopaMn Ha OCHOBI y3aranbHeHHs [22; 23; 24]

PucyHok 1. Matpuusa KODE® cykynHocTi Soft Skills komneTeHui,

mMeToay QAN KOMMMEKCHOro aHanisy 3aBAaHb Ta BUMOT,

wo copmMyroTbLCA Ha OCHOBI AOCBIAY AiANbHOCTI

MopgentoBaHHs npodointo KoMneTeHTHocTen Ha ocHoBi AKEK-

NOEOHYHOUM

emnipnyHi (hard skills) (puc. 2) Ta iHTYiTMBHI (soft skills) enemeHTHn, 3

doopmMyrntoBaHHAM KpUTepiiB cneuianidauil.

V.

anmkutanisadil

MpodointoBaHHSA

(Hanpuknag,

igeanbHnX

HanawTyBaHHA

KOMMETEHTHOCTEN.

MEepex,

[ns

yrnpasJiiHHSA

npouecamMmu, cTparterii pusukie) ue 3abesneyye BUKOHAHHS 3aBAaHb Ha

BCIX cTagiax: Big (oopMyBaHHA aCOPTUMEHTY [0 KNIEHTCbKUX BiQHOCUH.

V. 3anpoBampkeHHA KOMNeTeHTicHoro nigxoay uYepe3 HR-3axogu, 3

doOKyCOM Ha BUMOTM A0 “M’AKMX” HaBUYOK (haxiBLiB.
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Bumoru puHky BayTpimHI YMOBU AISJIBHOCTI
[onepenHiit aHami3 13 3aTy4EHHSM aBTOHOMHHX iICRM (mepesxeBi cucremu;
. MapKETHHTOBHX IHCTPYMEHTIB JIOCIIIKEHHS OararoyHKIIIOHaJIbHA CIiBIIpams) |
PHHKY Ta aBTeHTH(]IKaIlil HOCTa4YaIbHHKIB

BupinieHHs npo0ieM NpUBEICHHS Y
BiJITOB1IHICTH 30BHIIIHIX BUMOT 13
BHYTPIIIHIMH YMOBAMH AiSIbHOCTI

Koncynomanm 3 oudscumanizauii
ma mepesiceguii meneodicep

CTBOpEHHS THYYKHX, 00'€THAHUX,
IHHOBATHBHHUX, TPO30PHUX, CTINKUX,
KoncynbryBanHs e()eKTUBHHX, IPEBEHTHBHUX MEPEX Ta KoncynbryBaHH:
noOy10Ba BiZJHOCHH 3 IapTHEpamHu y chepi
yIpaBiiHHS Mepexamu rnocradanb (CRM)

[}

Koncynomanm 3 yugppoeozo Y Koncynemanm 3
PUBUK-MEHEONCMEHNY ) - yugposozo npouecnozo ma
ma cmpamezii 06poonenna |~ HHQ’POBI' MEPEKEBL =™ cycmemnozo menedscmenmy
GeNIUKUX MACUBIE OAHUX KOMYHIKaTHBH1
mw1aThopMu CTBOpEHHSI MPOIECHUX
KondirypyBaHHs Ta KOOpAHHYBaHHS (mocriltauit 0O6MiH CHCTEM 3a0e3MeueHHs
JIQHIIIOTIB 3 METOI0 yOe3IeueHHs 3HAHHSIMU) PAMKOBHX yMOB TOpTiBII
MPOIIECIB MOCTaYaHb \ i

Y

IHTENEeKTYaIbHI KOMILIEKCHI CHCTEeMH (3aMOBJICHHS,
CKIIa/lyBaHHS, TPAHCIIOPTYBaHHS, CTBOPECHHS

U(POBHUX NPOAYKTIB, 3-D ApyK TOII0)

[}

[HTepnpeTaris naHuX 3 Bukopucranss jaHux 3
MeTOI0 MiHiMi3alii pusukiB, || YTpaBJIiHHA [ocriitae METOI0 IXHBOI ONTHUMIzaril,
MOJICTIFOBaHHSI CIICHapIiB Ta JAHAMU MPOIAYKYBaHHS JaHUX CTaHIapTH3AIlii,
B)XMBAHHS 3aXO0IB IXHBOTO aBTomaru3aiii, 1 poizamii

peanizyBaHHs Ta peajti3ailis MOTeHII ATy
I I
3acrocyuku 4.0 ||3acTrocyuku 4.0 3acrocynku 4.0 ||3acrocyuku 4.0

Ientpanizopanuii xMaphuwuii (iCloud) eHTp KOHTPOITIO JaHUX

36epiranns gaHux (iCloud)) (poboua iHdopmaris,
30epiraHHs AOKyMeHTaiii, 3-D Mozeneit Toro)
|

3oBHIIHI AaHi (0aHK ]

BuytpiniHi gaHi (3aKymiBiii,

JIAHUX, TIOIITYKOBI . .
7 AmHaji3 BEIMKHX MACHUBIB JAHHX BHPOOHHMIITBO,
CHCTEMH, BEG-CTODIHKH, [~ 0 17101 i ™| nocnimkenns Ta po3podKu
JaHi TIpo 3aKYMB, (36mpanHs, BimOip, OMIHIOBAHHS) JIOCT1]T po3p 5

MapKETHHT TOIIO)

coliaJIbHI Mejia TOI0)

[bxepeno: cknageHo aBTopamm

PucyHok 2. MNMpodini Hard Skills komneteHTHOCTEN haxiBuiB
aganTUBHUX TOProBenibHMX opraHisauin

3ayBakumo, WO HaBedeHi KOMMNETEHTHOCTI HabyBaloTb 0COBMMBOroO

3HA4YEeHHS B YMOBaX, KOJSIM MacoBi KpU3O0BI siBMLLLA YNHATL PYWHIBHUA BINB
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Ha OYHKUIOHYBAHHA TOProBeSIbHUX MepeX, WO 3yMOBMOE HEeOobXIOHICTb
CYTTEBOrO nepernsgay TpaguuivHMX MapKeTUHroBuX cTpaTerinv Ta IX
aganTauil 4o HoBuMX peanin. Lle BucyBae nigBuLLeHi BUMOrM 4o 34aTHOCTI
ornepaTMBHO pearyBaTW Ha 3MiHW, CTBOpIOBaATW iHHOBALiWHI nigxoau Ta
3abes3nedyBaTt THY4YKICTb Yy MNaHyBaHHI W peanisaudii  KoMepLinHoI
DiArbHOCTI, BigMNOBIOHO 40 HOBUX BUKIUKIB PUHKY.

BucHoBKu Ta nepcneKkTuBun noganbwnx  AOCHIMKEeHb.
HocnigpKeHHS NPUCBAYEHO OCAMHEHHIO OCOBSIMBOCTEN KNIEHTOPIEHTOBAHOIO
yrpaBniHHA MPOCYBaHHAM MPOAYKLUil B yMOBax UMGPOBOI TpaHcdopmauii
GisHec-npoueciB Ta (OPMYBaHHIO KOMMETEHTHICHOro  3abe3nedYeHHs
AiSnNbHOCTI nepcoHany 3 aumpkutarnisauil npoueciB B CUCTEMI ynpasBniHHSA
NOBEdIHKOK  crnoXmBadiB. Po3rnagaetbCAa €BONOUA  MapKeTMHIOBUX
iHCTpymeHTiB Big Marketing 4.0 go Marketing 6.0, nigkpecnoeTbCca posb
AimkuTanisauil B dpopmyBaHHi npodpeciHMX KoMmneTeHuin dpaxisuiB. Y XxoAi
AOCArHEHHA cdopMyrnboBaHOT MeTu nybrikauil obrpyHTOBaHO aBTOPCLKY
NO3uLi0 040 OPIEHTOBAHOI HA CTBOPEHHS LIHHOCTI NS KNIEHTIB Y MeXax
koHuenuii Marketing 6.0 npakTUYHOI AiSNbHOCTI, 9Ka 3arocTproe
KOHKYpPEeHLUil0 Ha JoOpMyBaHHI Ta 3akpinsieHHi KMieHTCbKOro [noceigy,
3any4yeHHi Ta MOBHOLUIHHOMY IHTErpyBaHHi CnoXwuBadiB A0 nNpouecis
KacTomisauil, iHgmBeigyanisauii KiHueBol npoaykuii 3acobamn po3LLMPEHHS
B3aemogii “BUpOOHUK — cnoxuBad” y MNpoueci BU3HAYEHHS KOHdirypauil
ManbyTHiIX nocnyr nignpMemctea, WO nepegbayae KOMMNETEHTHOro
BUKOPUCTAHHS iIHHOBATUBHUX TPeHAiB, 3acobiB Ta iIHCTPYMEHTIB. Y poboTi
3HaxoOuTb BIAOOpPaXKEHHA HaykKoBMK NigXxig OO0 PO3yMiHHS MNpodecinHOol
AisnbHOCTi daxiBuiB 3 umcpoBoro 3abesnedyeHHs ToproBenbHUX Bi3Hec-
NpoueciB, CMNpPsIMOBaHMX Ha Makcumisauito npubyTKy, MNOCUNEHHS
KOHKYPEHTHMNX nepesar, 36epexeHHs BUCOKOro piBHSA
KOHKYPEHTOCMPOMOXHOCTI Ta YTPUMaHHA KIEHTIB K MNPOMUCIIOBUX

nignpuemcTB, Tak i ribpngHMx TOproBenbHUX Mepex. BusHaveHo
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NOCSAOBHICTb OCHOBHMX eTariB MOAesitoBaHHA (0axoBUX KOMMETEHLUIN
npauiBHUKIB 3 gifkuTanisauil ToOproBefibHUX MPoLeciB 3 PO34ifIEHHSAM Ha
eMnipuyHi  Ta IHTYITMBHI. [lepcnekTuBuM noganblunx  AOCHigXeHb
Bb6avaloTbCcAa y nornnbneHHi gocnigkeHb BAANBY LMPOBUX TEXHOMOrIN Ha
MoZeni MNOBeAiHKM CMoXWBadiB, BWU3HAYEHHI CTPYKTypu UUPPOBUX,
aHaniTM4YHNX Ta MNOBELIHKOBUX HaBWUYOK, HeobXxigHuX daxiBusam y cdepi
NpogaxiB i MapKeTUHry, a TakoX po3pobrieHHs Mopernen iIX po3BUTKY B
CUCTEMI OCBITM Ta KOPNOPaATUBHOIO HaBYaHHS, AOCHIQXKEHHI iHTerpauii
offine i online kaHaniB (OMHikaHaNbLHOCTI) AK daKTOpy YnpasBliHHA
KIMIEHTCbKMM [OCBIAOM B MUTAHHSAX CUHXPOHi3auil gaHuX, noBediHKOBOI
aHaniTMKM Ta onTuMisadii customer journey. lNepcnekTMBHMMM HanpsMamu
BUCTYNawTb  AOCNIMKEHHA  eTUYHMX Ta  couianbHMX  acnekTiB
AipKkuTanisauil npogaxis, a caMme acnekTy 3axXUCTy NepcoHanbHUX JaHUX,
AOBIpU  CnoXusadiB, MpPO30OpOCTi anroputmie i BAAMBY UMEPOBOro
cepefoBulla Ha aBTOHOMHICTb BMOoOpy. Cnig TakoX po3BuBaTtu
MDKOUCUMONIHAPHUIA  nigxid, WO noegHye MapKeTUHr,  MCUXOrOrito,

noBeaiHKOBY EKOHOMIKY Ta iHpopMaLinHi TexHonoril.
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