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Cy4acHuii cTaH Ta TeHJEHUII PO3BUTKY €JIeKTPOHHOIO 0i3Hecy B YKpaiHi

B cmammi poskpumo cyms enexkmpouunoco 0OizHecy, 1o2o mooeni ma
Memoou. Busnaueno GiOMIHHICMb MIdC NOHAMMAMU «eNeKMPOHHUL Oi3Hecy ma
«enekmponHa komepyisy. Enexmponuna xomepyis — ye cnocio eedenHs 0izHecy,
OCHOBHOIO GIOMIHHICMIO SIKO20 € NPOOAXMCi ma NOKYNKu uepe3 inmepHem. Takutl
nioxio 00380/8€ NPOBOOUMU MOBAPHO-2POULOBULL 0OMIH 0e3 0e3nocepeoHbo20
KOHmMaxkmy npooasys ma nokynys. Enekmponuuil Oisnec — ye cnocib 6eoenHsi
Oi3Hecy 3 BUKOPUCMAHHAM MOJNCIUBOCmel 2100anvHoi mepedici Inmepuem. Lle
documsv wWUpoKe NOHAMMS, sKe GKIUAc 6e3niy niosudie i niopo3oinis, y momy
yucni — enekmpoHny Komepyito. OCHOBHUMU MOOENIMU eJIleKMPOHHO20 DIi3HeCY €:
Oi3nec ona Oisnecy B2B, 6iznec ona cnoscuseaua B2C, moodens 6i0 cnoscusaua 0o
cnoorcusaua C2C, mooens 8i0 cnoxcusaya 0o oiznecy C2B. Poskpumo ocobausocmi
ma meHnoenyii pozeumky moodenei B2B ma B2C. Oxapaxmepu3zosano nepesazu ma
HeOdoNiKu 3a3HayeHux OisHec moleneu. Hagedeno mnpuxnadu moodeneii 6edenHs.
oiznecy B2B ma B2C. Mooeni B2C nepedbauaroms npudbauHs mosapie ma nociye
CROJNCUBAYAMU BUKTIOYUHO OJIS1 3A0080IEHHS BLACHUX NOMPeED, He PO3PAXo8yUU Ha
OMPUMAHHL NPpUOYmMKy y Maubymuvomy, 5K 6i00yeaemovcss 6 modeni B2B.
Busnaueno ocnoeni incmpymenmu eedenns 6isnecy 3a mooennio B2C, a came: e-
mail-vaprxemun, SMS-mapkemune, Web push-mapxemune, uam-oomu, ouiatn-4am
Ha caimi. /Jocums uacmo KOMRAHii Moxcyms npayioeamu 00pasy i 6 cghepi B2B, i
6 B2C. Omoice, enexmponnuii 6iznec — ye 8axciuull iHCMmpymernm, sKull NO8UHeH
BUKOPUCTNOBYBAUCS NIONPUEMCMEAMU Y DIZHUX ACNEeKMAax pO36UMKY CBOEL
OIAILHOCMI 3 MEmMOI0 NIOBUWEHHS KOHKYDEHMOCNPOMOICHOCMI 8 CYUACHUX YMOBAX.
3 yiero memorw OOYibHO 6NPOBAOIHCYBAMU DI3HI Memoou ma MexaHizmu
BNPOBAONCEHHS | PO3BUMKY eIeKMPOHHO20 Oi3Hecy, nepetmaroyu 00C8io NPOGIOHUX
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CYYACHHH CTAH TA TEHJEHIII PO3BHTKY EJJEKTPOHHOIO FI3HECY
B YKPAIHI

Komnawuii Yxpainu ma ceimy. JloyinbHo po3pobasmu  MapKemuHeo8i ma
npooyKmosi cmpamezii, wo 3a0e3neyyroms YCniuHicmy eleKmpoHH020 DI3HeC) .
Ane He cnio 3anuwiamu no3a ye8azoio i OCHO8HI HeOONIKU eleKMPOHHO20 Oi3Hecy —
ye BUCOKY KOHKYPEHYIlo, 8UmMpamu Ha 8i0nosione npozpamue 3a0e3nedenHs, uo
3a6e3neyumsv He Juule edeHHss OizHecy, ane U KOHPIOeHYIUHICMIO KIIEHMCbKOL
inpopmayii. Ilionpuemcmea nosunui ye epaxogysamu npu po3pooyi cmpameeii
C8020 PO3GUMKY.

Knrwowuosi cnoea: enekmponuuii  OisHec,  eleKMPOHHA  KOMepYis,
KOHKYPEHMOCAPOMOICHICMb, MOOei Oi3Hecy, cnojcudad, iHcmpymenmu 0Oi3Hecy,
Oioorcumanizayisi.
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Current State and Trends in the Development of E-Business in Ukraine

The article reveals the essence of electronic business, its models and
methods. The difference between the concepts of "electronic business" and
"electronic commerce™ is defined. E-commerce is a way of doing business, the main
difference of which is sales and purchases via the Internet. This approach allows
you to conduct commodity and monetary exchange without direct contact between
the seller and the buyer. E-business is a way of doing business using the capabilities
of the global Internet. which includes many subspecies and divisions, including e-
commerce. The main e-business models are: business-to-business B2B, business-
to-consumer B2C, consumer-to-consumer C2C model, consumer-to-business C2B
model. The features and trends in the development of B2B and B2C models are
revealed. The advantages and disadvantages of these business models are
characterized. Examples of B2B and B2C business models are given. B2C models
involve the purchase of goods and services by consumers solely to meet their own
needs, without counting on making a profit in the future, as is the case in the B2B
model. The main tools for doing business according to the B2C model have been
identified, namely: e-mail marketing, SMS marketing, Web push marketing,
chatbots, online chat on the site. Quite often, companies can work both in the field
of B2B and B2C. Therefore, e-business is an important tool that should be used by
enterprises in various aspects of the development of their activities in order to
increase competitiveness in modern conditions. For this purpose, it is advisable to
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introduce various methods and mechanisms for the implementation and
development of e-business, adopting the experience of leading companies in
Ukraine and the world. It is advisable to develop marketing and product strategies,
that ensure the success of e-business. But the main disadvantages of e-business
should not be ignored — this is high competition, the cost of appropriate software,
which will ensure not only doing business, but also the confidentiality of customer
information. Enterprises should take this into account when developing their
development strategy.

Keywords: e-business, e-commerce, competitiveness, business models,
consumer, business tools, digitalization.

IMocTanoBka mpo6Jjemu. [IpoTAroM OCTAaHHHOTO JNECATIIIITTS 110 BCHOMY
CBITY CHOCTEpIraeThCsi TEHICHIIIS Mepexoay Oi3Hecy B OHJIAIH, SKa MOCUITIOETHCS
i1 BILIABOM TJI0O0QIBHUX 3MiH Ta TEXHOJOTTYHOTO Mporpecy. ICHyI0Th pi3Hi THIIN
1 Mozeni Oi3Hecy, sIKI TaKOX 3YMOBIIOIOTh HOTO XapaKTEPUCTUKH B OHJIAWH, SKi
MAalOTh Pi3Hi Ha3BH.

Iadopmariiini TexHoioril Ta Ai/KUTATI3aIisl MalOTh 3HAYHUN BIUIMB Ha
PO3BUTOK EKOHOMIKM B IIJIOMYy Ta TOPriBii 30KkpeMa. BiamoBigHo OUIBLIICTH
TOPTOBUX MiANPUEMCTB 3 0¢) JaiiH ¢opmary BUXOIATh HAa €IEKTPOHHHUIA PUHOK.
BripoBaiyxeHHS e1eKTpOHHOTO O13HECY JO3BOJISE MiAMPHUEMCTBAM 301JIBIITUTH CBOIO
JOCTYIHICTh Ta 00csiru 30yTy, PO3MIUPUTH AYAUTOPIIO Ta TiJIBUIIMTH DPIiBEHb
KOHKYPEHTOCTIPOMOXHOCTI [1].

Orusj ocTaHHiX AocailKeHb Ta JiTepaTypu. KoHuenii «enekTpoHHOTo
Oi3HEeCY» Ta «eJeKTPOHHOI KoMepuii» Oynu 3amovatkoBani B CIIIA B 1980-x pp.
Cepen HayKOBIIIB, K1 JOCIIIKYBaJIU 1aHy IPOOJIEMaTUKY, BapTo BUALINTHU: bannk
¥.0., barpumenko B.B., Bosumii M.L, 3aiinea 0.0., Komicaumk M.B.,
[Tarpamanceka JLIO., Tlomax B.M., Ckakyn A.C. Tta ixmi. Jlimkuramizamis €
GaraTorpaHHUM IpPOIIECOM, TOMY ii acleKkTiB MoTpeOye aganTarii J0 CydyacHHX
YMOB BeJIeHHs O13Hecy B YKpaiHi.

Merta pocjigaeHHsI: NpoaHANi3yBaTW CyYacHUM CTaH Ta TEHAEHLIT
PO3BUTKY €JIEKTPOHHOTO O13HECY B YKpaiHi.

BukJaa ocHoBHOro martepiaiy .Ha npaxTuii 1ysxe 4acTo 3aMiCTh MOHITTS
«ENeKTPOHHUN O13HEC» BIKUBAIOTH MOHATTS «EJIEKTPOHHA KOMEpPIIsS». AJe MIK
LIUMHU TOHATTA € CyTTeBa pizHuLs. EnextponHa xomepuis, abo E-commerce — e
croci0 BeneHHsI 013HECY, OCHOBHOIO BIJIMIHHICTIO SIKOTO € MPOJaXKi Ta MOKYIKH
yepe3 iHTepHeT. Takuii miaxiJ J03BOJIsI€ MPOBOAUTH TOBAPHO-TPOLIOBUN 0OMiH 0e3
0e3mocepeTHHOTO KOHTAKTY MPOJIABIIS Ta TIOKYTIIIS.

VY nepeBaxHi OuLTbIIOCTI 3apyOiKHI aBTOPH, TOSCHIOIOYM MOHSATTS
€JIEKTPOHHOI KOMEpIIii, y3araJibHIOIOTh 11 K TaKy MiSIBHICTH, IO OXOILUTIOE BCI
TUMK  EJIEKTPOHHHUX TPaAH3aKI[ii MK oOpraizamisMd Ta 3alliKaBICHUMHU
ocobamu [2, c. 402]

[Tpuknagom E-commerce Moke OyTH IHTE€pHET-MarasuH, LHU(ppoBUit
TOProBUI MaliJaHUYMK a00 cepBiC OHJIAH-OPOHIOBaHHS KBUTKIB.

[Tpu upoMy €1MHOIO HEOOX1IHOIO YMOBOIO Ul BU3HaueHHs E-commerce €
JIUIIe 31HCHEHHS] TOBHOTO IIUKITY KYIIBII-IPOJAXy Yepe3 IHTEPHET, ajie HaBITh HE
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CYYACHHH CTAH TA TEHJEHIII PO3BHTKY EJJEKTPOHHOIO FI3HECY
B YKPAIHI

HasBHICTb BeO-caiity. CmpaBa B TOMY, L0 B CY4YacHOMY CBITI Mpojaxi
3MIMCHIOIOTHCS 3a JIOMOMOTOI0 Oe3Jidi 1HCTPYMEHTIB: uepe3 BeO-calT, TOpProBi
MalJaHIUKH, COIIaIbHI MEPEeXi TOMIO.

Enextponnuit 6i3Hec — 1e cmocid BeneHHsl Oi3HeCYy 3 BUKOPUCTAHHSIM
MOXJIHMBOCTEH TiobanbHoi Mepexi IHrepuer. Lle nOCUTH MIUpOKE MOHATTA, SKE
BKJIFOYA€E 0€3J114 MiABUIIB 1 MIAPO3/LUTIB, Yy TOMY YHCI — €IEKTPOHHY KOMEPIIIIO.

Enextponnmii 6i3Hec — 11e¢ BUJA MiANPUEMHUITBA, KWW 311HCHIOETHCSA Ha
OCHOBI1 1H(GOpPMaIIMHUX TEXHOJIOTIN JUIsi IEPETBOPEHHSI 3B’ SI3KIB IMiAMPUEMCTBA 3
MoCTa4aJIbHUKaMH¥, TapTHEPaMU 1 KIII€HTaMH, 3 METOIO TMOJIMIICHHS 3arajibHoi
e(ekTUBHOCTI Oi3HECY Ta BIOCKOHAJICHHS Oi3HEC-poIeciB (BUPOOHUIITBA,
YIIPaBIIIHHS 3allacaMy, PO3pOOKH MPOJYKTY, YIPABIIHHA PU3M KamH, (hiHAHCIB,
YIPaBIIHHS 3HAHHAMH Ta JIIOACBKUMH pecypcamu) [3].

Jlyis enekTpoHHOTO Oi3HECY HeMae HeOOXIHOCTI B OHJIAWH-TIPOJaXKax, BiH
MOJKE JIUIIE MPE3eHTYBaTH TOBapH, ab0 HABIAKU, MPOJIOBXKYBATH B3a€EMOJIIO 3
KIIIEHTAMH BKE TIICJIST YTO/IH.

OCHOBHMMH MOJIETISIMU €JIEKTPOHHOT'O Oi13HECY €:

1. bizaec mis 6i3necy B2B. B2B a6o Business-t0-Business mozensb
nepen0avae HasBHICTh JBOX KOMMaHii Oyap-sfKkoro wmacmraly, SKi BeIyTb
B3a€MOBUT1IHY B3aeMoito. Lle moxke Oyt 0OMiH mocayramu, TOBapamu, KyIiBIIs
MOCITYT YH TOBApiB, MAPTHEPCTBO UM iHIIUI BUJ B3aemoii. KimodoBuii kpurtepiit —
11e, 3BUYAHO, B3a€MO/Iis Yepe3 IHTEPHET.

2. bizuec mis cnoxkuBaua B2C. B2C abo Business-to-Consumer
MOIENIb — Ie coocid B3aemomii KOMIIaHIM Ta OI3HECIB 13 CHOXKUBAYaMH SIK
¢13uuHuMEu ocobamu. [IpocTinie kaxyuu, 1ie AKpa3 Ta po3ApiOHa B3aeMOIisd, Ka €
OCTaHHBOIO JIAHKOIO JIAHIIFO)KKAa MOCTaBOK abo icHye cama mo coOi. Llg monens
HalNoLIMpEeHIila 1 Hali3po3yMuIiIa A Cy4acHUX KopucTyBadiB. Jlo mpukianis
MOYKHa BiJTHECTU OyJIb-sIKUH IHTEpPHET-Mara3uH, po3piOHMi caifT-KaTanor, Toi xe
BUILIE3TAJIaHUN CepBIC OpOHIOBaHHS KBUTKIB a00 HaBITh OHJAMH CIyXOy
3aMOBJIEHHS TaKCI.

3. Big cnoxkwuBaya no cooxkuBada C2C. C2C uym Consumer-to-
Consumer - 1ie Mofenb, y AKiil ¢izuyHi 0coOU B3aEMOIIOTH MiXk c00010. 3a3BHYaii
Taka B3a€EMOJIisI TPOBOJUTHCS Ha CIEHIATIbHUX MaijlaHdynkax abo coIlaabHUX
Mepexax, Jie IO MOXXYThb KyIyBaTH 1 MpoJaBaTH TOBAapH, L0 OYJIU y BKUTKY,
TOBapu py4Hoi poOoTH abo CBOI MOCIYTH, IPU IOMY HE BU3HAUYAIOUH L€ HISIKOIO
dbopmoro 6i3Hecy.

4, Bin cioskuBava 10 6iznecy C2B. C2B a6o Consumer-to-Business -
HE HaWmomyJsipHila MoJens O0i3Hecy, ajne BoHa icHye. Lle ¢popma B3aemonii, konu
KOpPHUCTYyBaul HaJalOTh T[EBHI TMOCIYTM 4YM HAJalTh TOBapu Ol3HecaMm.
3nificHIOBaTHCS Taka B3aeMO/Iisl MOXe sIK 3a orniomoror C2C MaliaH4YMKIB, TaK 1
Ha CHellaJIbHUX IUIaThopMax, CTBOPEHHX Oi3HECOM Il OTPUMAaHHS MOCIYr Ta
B3a€MOJIi1 3 KOpUCTyBauami. [4].

OcobmuBicte B2B Mopmeneit B ToMy, mo HOTO KIIEHTH 3IHCHIOIOTH
HOKYIKH JUIs TOTO, 11100 y Mail0yTHROMY OTpuUMaTH NpUOyTOK. 3pOOUTH 1€ MOKHA
JIBOMa crioco0amu:

. HepenpoiaTi A0POKUYe — HANPUKIIAA, KYIUTH ONTOM JEIIeBIle, a
MPOJIaTH y PO3/pi0 3a BUIIOKO IIHOIO;
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. 3aJisTH y BUpOOHHUOMY a00 peanizauiifHoMy poreci — HalpuKIai,
npuadaTH CHPOBUHY Ta BUTOTYBATH IMPOIYKIIIO, SKY IPOAATH JOPOXKYE.
Cexrop B2B Bxitouae B cebe:

. TEXHIKa Ta IHCTPYMEHTH JIJI1 BUPOOHUIITBA;

. JOTiCTUYHI TOCTYTH;

. HaBYaHHS Ta KOHCYJIbTYBaHHS;

. CHPOBHHA Ta 1HII KOMIOHEHTH JI1 BUPOOHUIITBA;

. KOMEpIIIHE PieITOPCTBO;

. OTITOBI MTOCTABKHU TOBAPIB AJIs OAAJBIIIOT pO3piOHOT TOPTIBIII.
[TepeBaramu B2B € [5] :

. 3HAYHI OOCSTH TMPOAAXKIB: TaKa TepeBara € akTyalbHOK SK JUIS

BUPOOHMKIB, 3aIlIKaBICHUX Yy Oe3repeOiiiHOMYy BUTOTOBJICHH] TPOIYKIIT, TaK 1 IS
TUCTPHO IOTOPIB ONTOBUX IMAPTiH, a/yke BEJIMKI KOHTPAKTH HECYTh 3a CO0O0I0 1
BEJIMKY BUTOJY;

. JIOBTOCTPOKOBE CITIBPOOITHHUIITBO: B3aEMOJIisl OI3HECIB Imependadae
MiJMACAaHHS JOBOJII JIOBFTOCTPOKOBHMX JIOTOBOPIB, 3a dYac /il SKUX KOMITaHis
3a3BUYAl MPoJIae ICeKIbKA MapTiii CBOTO TOBApPY;

. CTaOUTBHICTh TIONUTY: OpI€HTAIlil Ha TOBApU Ta MOCIYTH, SKHUX
noTpeOyIoTh 1HII1 0i3HEeCH, Ja€ 3MOTY OTPUMATH PETYJISIPHUIN TOMHUT.

OCHOBHMM ’K€ HEJIOJIKOM JaHOI MOJCNi BEJCHHS Oi3HECY € BHUCOKa
KOHKYPEHIIis

VkpaiHCbKI KOMIIaHii, WO MpamplTh Yy cermenTi B2B-nponaxis,
CTHKAIOThbCS 3 YHIKAIBHUMU BHKJIMKaMH. 3a omiHkorw [6] 58% mignpueMcTB
HA3MBAaIOTh HemnepeadadyBaHICTh CUTYallll B YKpaiHi r0JIOBHOIO NEPEUIKOI0I0 JUIs
PO3BUTKY.

Kpim toro, 51% pecnionieHTIB BKa3yroTh Ha HenepeaoauyBaHi Jii JepKaBH,
49% — Ha HEAOCTaTHIO KUIBKICTh IIJIATOCIIPOMOXKHUX KIi€HTIB. Jledinut
KBaJT1(pIKOBAaHUX MpaliBHUKIB TypOye 42% KoMMaHii, [0 KPUTUYHO BILUIMBAE HA
akicTe B2B-npogaxiB i oOcimyroByBaHHs KiieHTiB. Lli 1maHi miATBEpAXYHOTh
HEOOX1/HICTh MOOYAOBU CTIMKOI CHUCTEMM YIpPABIIHHSA MPOJAXKaMH, 3aTHOL
IpaIlOBaTH B yMOBaX BUCOKOi HEBU3HAUEHOCTI.
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CYYACHHH CTAH TA TEHJEHIII PO3BHTKY EJJEKTPOHHOIO FI3HECY
B YKPAIHI

TpanchopMyeThcs 3aBIsAkU IUdpoBizamii. ¥ 2024 pori oOcir oHIalH-TIOKYTIOK
3pic Ha 25%, nocsarnysuu 239 mupa rpH, 3a nanumu [6] ans B2B-cermenty e
o3Hauae, mo digital sales kaHamu CTalOTh OCHOBHMM IHCTPYMEHTOM 3aydeHHS
KJIIEHTIB.

Mogeni B2C nepenbayarots npuaOaHHS TOBAPIiB Ta MOCIYT CHOKUBAYaMHU
BUKJIIOYHO JUIS 3a/I0BOJIEHHS BJIACHUX IOTPeO, HE PO3paxOBYIOUM HA OTPUMAHHS
npubyTKy y MailOyTHbOMY, SIK BigOyBaeThcs B Mozeni B2B.

SAckpaBumu npukinagamu B2C-koMIaHii €:

. MarasvHU Ta OHJIAH-Mara3uHu — MPoJIal0Th TOBAPH;

. CaJIOHM KpacH, IOPUAWYHI KOMIIaHil TOIO — MpPOAAIOTh CBOI
HOCITYTH;

. KaB’sIpHi, PECTOpaHH — IIPOJAIOTH XKy, HAaroi Ta 00CITYrOBYBaHHS.

[lepeBaramu mopeni B2C e:

. IIBU/IKA, HEOTIOCEPEIKOBAaHA B3a€MO/IS 3 KIIEHTaMHU;

. MOYJIMBICTh ONTHMIi3yBaTH MPOIO3HIIIIO;

. MO>KJIUBICTh MacIITa0yBaHHS.

OCHOBHUM K€ HEJIOIIKOM JIaHO1 MOZIETIi BeJIeHHs Oi3HECY, K 1 MonepeaHboi
€ BUCOKa KOHKYPEHII1sI

VY 2025 poui ykpaincekuii B2C cektop 3poctae JBO3HAYHMMH TEMIaMH,
Oarato B YOMY 3aBISKH PO3BUTKY €JIEKTPOHHOI KOMepmii, 9acTka $KOi B
3arajibHOMY 00cs31 piteitity nocsrna 11-12%. Iokyneus 2025 poky — 11e uudposuii
KOPUCTYBa4 3 BUCOKHM pPIBHEM OYiKyBaHb. BiH aKTHBHO BUKOPHUCTOBYE MOOIUTBHI
TIaTexi, 10Bipsie MiKpO-1H(IIOeHCepaM 1 OYiKY€e HAIIBUIKOI JOCTABKH.

B2C (Business-to-Consumer) — e mojenb BeACHHs Oi3HeCy, MPH SAKik
KOMIIaHisl MPOJIa€ CBOi TOBapu a0o MOCIYTH HaNpsMy KiHIIEBOMY criokuBady. Ha
BiIMiHY Bi7 B2B, 1€ 1i150B0I0 ayIUTOPIEIO € 1HIIT KOMIaH1i, BOPOHKA MPOJIaXiB
b2c cknagaeTbes 3 MOJEH, SKi KyMyIOTh JUIsl OCOOMCTOTO BUKOPUCTAHHS, a HE JUIs
nepenpojaxy. A KitoudoBa BiIMIHHICTh B2C-nipojaxiB y ToMy, 10 TYT pILICHHS
OpuiMaroTbCs INBH/IIE 1 YacTo 0a3yloTbCs Ha €MOIlsX, a He JMIIe Ha
pauioHanbHOMY aHauisi. [Ipu nbomMy cepenHiii uek 3a3Buyail HIOKUUH, HIX y B2B,
aJie KUIbKICTh TPAH3aKIIi 3HAYHO BHIIA.

Maitxe 72% cydacHux nokynok y B2C 3aiiicHiol0TbCs uepe3 cmapTdoHu,
a npaBWIIbHO BUOyayBaHa digital-cTpaTeris niaBuiLye kousepcito 10 15%.

B yxpaincbkomy B2C cerMeHTi 0coOnuBY poJib BIJITpaEe €IeKTPOHHA
Komepiist 3 oboporom O6mu3bK0 $4 Mupa. [Ipu nbomy 63% TpaH3akxIii MPOXOIATH
yepe3 MapkeTivieiicu, a 72% crnokmBadiB TOTOBI 3IMCHIOBAaTH TOKYIKH 31
cMmapTdoHiB [7].

Jlisa oTpuMmaHHS Halkpamioro pesynabTaTy (yHKUiIOHYBaHHA B2C moneni
BUKOPHCTOBYETbCS  OfIpasy Kinbka iHcTpyMmeHTiB B2C  mapkeruHry. Ix
e(eKTUBHICTb 3aJIEKUTH BiJl MPABUIHLHOTO BUOOPY ayIAUTOPIi, SIKOCTI KOHTEHTY Ta
1HIIKX (PaKTOpIB.

Cepen OCHOBHUX TaKUX IHCTPYMEHTIB MOKHA BUAUIUTH:

1. Email-mapkerunr. Lleit iHCTpyMEHT BUKOPUCTOBYETHCS LISl TIPSIMOT
B3a€EMO/IIT 3 TOTCHIIIMHUMH KJIIEHTaMH, 1110 Bke BinOynucsa. OmaHak mob po3cuiika
npuHecna 0akaHu# pe3ynbTar, NOTPIOHO He TUIbKU 310paT 6a3y email-aapec, ane
I peTe’abHO BUBUMTHU CBOIO IUIBOBY ayIUTOPIIO, MOYMHAIOYM BiJ BIKYy Ta CTaTi, 1
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3aKIHUYIOYM ICTOpi€l0 TOKYMOK. HacTymHui  BaXJIMBH MOMEHT — 1€
aBTOMaTH3aIlisl TPOIECIiB, SKa JO3BOJIUTh HAJCWIATH TOTPIOHI JIUCTH Yy
NpaBWIBHUAN dYac. 3a JOMOMOTOI0 CIeliaJbHUX CEPBICIB MOKHA HAJAITyBaTH
PO3CHMJIKY TaKUM UHHOM, II00 KJIIEHTH OTPUMYBAJIM [OBIAOMIIEHHS, LIO
HiIITOBXYIOTH 1X JI0 JTiH.

2. SMS-mapketunr. [Ipubaumzno 90% KopuCTyBayiB YHUTAIOTh
MOBIIOMJICHHS, SIKI HaJIXOAATh iM Ha TenedoH. ToMmy meill iHCTpyMEHT aKTHBHO
BUKOPUCTOBYEThCS Yy cdepi Business-to-consumer misg mepenadi  BaKIUBOI
iH(pOopMalii, MOYNHAIOYN BiJl JAaHUX HA 3aMOBJICHHS Ta 3aKIHYYIOUH aKTyaJIbHUMH
AKI[IHHUMU TTPOTIO3HIIISIMH.

3. Web push-mapkerunr. B B2C online marketing edexTrBHO
BUKOPHUCTOBYIOThCS Opay3epHi Ta MoOUIBbHI push-cnioBimneHHs. [lepmri mpairoTh
y pi3HHX Opay3epax Ta BHKOPHUCTOBYIOTHCS O€3 CTBOpeHHsS AodartkiB. J[pyri —
CIUTMBAIOYl TMOBIJOMJICHHS, SIKI OTPUMYIOTh KOPHCTYyBadli MOOUIBHHMX JOJATKiB.
Haiibinpm BaknmBi mepeBarn web push-MapKeTHHTY — 1€ MIMPIIE OXOIUICHHS
ayauTopii Ta BUCOKUHN piBEHb 3alIydeHHs. 3 HOro JOIOMOT'00 MOKHA PEKJIaMyBaTH
TOBAapH Ta TOCIIYTH, TIOBEPTATH KOPUCTYBAYiB Ha CaWT, iH(POPMYBATH MPO aKIIii,
CHeIiaIbHI MPOIo3uIlii Ta 6araro iHmoro. [Ipu nmbomMy Takwii criocid B3aeMomii 3
KIIEHTAMH Ma€ BIJHOCHO HEBEIHMKY BapTICTh 1 OOIHIEThCS JelieBIle, Hixk
aBTOMATH30BaHE email-po3criIanHs..

4. Yar-6otu. Kommanii, ki BOpPOBaKYIOTh 4YaT-O00TH, MOXYTh
OTPHMATH 3HAYHY TIepeBary y 3ajlyudeHHi Ta yTpuMaHHi KiieHTiB. [lo-nepmie, yat-
00Tu npaioTh 24/7 Ta MOKYTh MUTTEBO BIANOBIAATH HA MOUIUPEH] TUTAHHS, 10
3HAYHO TIOKpallye oOOCIyroByBaHHs. A TaKOX IMIJBHUIILYE 3aJ0BOJICHICTh
CHOXHBaYiB Ta EKOHOMUTH Yac, SKMHA BOHU 3a3BHUail BUTPA4yalOTh Ha O4iKyBaHHS
BIJIMOB111 Bl MeHekepiB. [1o-npyre, BpoBayKeHHS 4aT-00TiB 103BOJISIE 3HU3UTH
BUTpAaTH Ha OOCIYrOoBYBaHHs KII€HTIB y TMOPIBHAHHI 3 TpajuLiiHUMHU KOJI-
neHTpaMu a6o0 cly:k06aMd MiITPUMKH. IX MOMHA iHTerpyBaTH B MOOLIbHI
porpaMu, MECEH/IKEPH, COLialIbHI MEPEsKi, CAlTH.

o. OmnunaiiH-yat Ha caifti. l1le oMH BaXJIMBUIM IHCTPYMEHT, O€3 KOO
He 06X0omuThca B2C MapKeTHHT, — Iie OHIaifH-yat. Moro romosHa mepesara s
KJIIEHTIB — Y HaJJaHHI MUTTEBUX BIJMOBIJIEH Ha 3alUTaHHS, IO 1X IIKaBIATh. K 1
4ar-00TH, 11ei IHCTPYMEHT MOXKHA IHTErpyBaTH y pi3Hi KaHaH [8].

JlocuTh yacTo KOMITaH1i MOXKYTh IpaIoBaTu oApasy 1 B chepi B2B, 18 B2C.
Tak BOHM 1 CHIBIPALIOIOTH 13 IHIIMMHU KOMIIAHISIMH, 1 CTBOPIOIOTH MPOAYKT YU
MOCITYTY JUIS KIHIIEBUX CIIOKKBaviB. [IpUKIIaoM MOXe CTaTh KOHIUTEPChKa, sKa
HE JIUIIE MPOJAE TICTEUKa Ta TOPTUKU 3BUYAWHUM IMOKYIILSAM, a 1 CHIBIPALIIOE 13
KaB’ SIPHSAMU, TIOCTAYal0uu iM cosoaomti [5].

BucHoBku. OTxe, e1eKTPOHHUH Oi3HEC — 1€ BXXIIUBUI IHCTPYMEHT, SIKUI
MOBHHEH BUKOPHUCTOBYBATHCS ITi IITPUEMCTBAMH Y PI3HUX aCMEKTaX PO3BUTKY CBOET
JISUTBHOCTI 3 METOIO MiJIBUIIEHHS KOHKYPEHTOCIPOMOXHOCTI B Cy4aCHUX YMOBaX.
3 1i€0 METOK JOIUIPHO BIPOBADKYBATH PI3HI METOAM Ta MeEXaHI3MH
BIIPOBA/KEHHS 1 PO3BUTKY €JIEKTPOHHOTO Oi3HeCy, epeiMarodu 10CB11 TPOBITHUX
KoMMaHii Ykpainu Ta cBiTy. JJoIiIbHO pO3poOIsSTH MapKETHHIOBI Ta MPOAYKTOBI
cTpaTterii, 1m0 3a0e3MeuyloTh YCHIIIHICTh €JIEKTPOHHOro Oi3Hecy. Alle He ciin
3aJIMIIATH 11032 YBarol 1 OCHOBHI HENIOJIKH €JIEKTPOHHOTO Oi13HECY — 1€ BHCOKY

HAYKOBWW BICHUK HALIIOHANBLHOI AKAOEMII
CTATUCTUKWN, OBNIKY TA AYOAUTY, 2024, Ne 3 — 4



CYYACHHH CTAH TA TEHJEHIII PO3BHTKY EJJEKTPOHHOIO FI3HECY
B YKPAIHI

KOHKYPEHIIi{0, BUTPATH HA BIAMOBIIHE MpOoTrpamMHe 3a0e3meueHHsl, 10 3a0e3MeuuTh
HE JIMIIE BEJCHHS Oi3Hecy, aje W KOH(DIACHIIINHICTIO KIIIEHTCHhKOI 1H(popMaIlii.
[TianmpuemMcTBa MOBUHHI 1€ BpaXOBYBAaTH PU pO3poOIIi CTpATETii CBOrO PO3BUTKY.
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