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MYJIbTUKAHAJIBHI MAPKETHUHI'OBI ‘KOMYHIKAI_[IT HA INIAINPUEMCTBAX
PO3APIBHOI TOPI'IBJII

BiiiHa pocii npu3Bena 10 3MiH y TOPrOBENbHIH MOMITUII 1 yCTAICHUX MapKeTHHIOBUX KOMYHIKaIlisX.
Mera craTTi nosnsrae B iieHTH(}IKANil CyTHOCTI MYJbTHKaHAIBHUX MapKETHHIOBUX KOMYHIKALiil ITiJIPHEMCTB
po31piOHOI TOPTiBIi, HOBUX (OPM B3a€MOJII 3 IITFOBUMH TPYIIAMH Ta CIIOKUBAYaMHU 1 HOBHX MOJICNICH MPOTaXKYy.

BcranoBieno, mo moOymoBa BITHOCHH 3 yciMa yYaCHHKaMH Oi3HECY B CHCTEMi PO3IpiOHOI TOpTriBili
BUMara€ pO3BUTKY MAapKETHHTY BiAHOCHH. MapKeTHHI BIIHOCHH TICHO TOB'SI3aHUA 3 OaraToKaHAIBHOIO
TOPTIBIIEIO, IO TTOJISATA€ B OJHOYACHOMY BUKOPUCTAHHI 1 YIIPaBIIiHHI TOPTiBEIBHUMH ITiIIPUEMCTBAMH JEKITBKOX
KaHaiB 30yTy.

JloBeneHo, 1o mepeBaraMu OaraTokaHaJbHOI TOPIiBII €: 3aJydeHHs OUIBINOI KIIBKOCTI KIIEHTIB,
CTBOPEHHSI MOXIIMBOCTI OTpUMaHH Ta 300py iH(opMalii Ipo HUX, a TAKOXK 3HIKESHHS BUTPAT Ha JaHy JTISUTbHICTb.
Jlo HenonikiB GaraToKaHaJbHOI TOPTIBII CJIifl BiTHECTH: 0OMEKEHI MOXKIIMBOCTI BUKOPHCTaHHS IIEBHUX KaHAJIIB
30yTy, pU3MK «KaHi0ami3awil» KOHKPETHUX KaHaliB 30yTy, 3Ha4HI 3yCHIUIS, TOB’s3aHi 3 IPOLIECOM CHHXPOHi3aii
JISUTBHOCTI Ta MOTpe0a BETMKUX 1HBECTHIIHHI BKIIafeHb. OHaK OaraToKkaHaJIbHA TOPTIiBJIsl HAOyBa€e BCe OLIBIIOTO
MOUIMPEHHS Y PO3JPIOHMX MPOJaKax.

OOrpyHTOBaHO, IO TOPriBeJbHE INJNPHEMCTBO HAMaraeTbCsl aJanTyBaTH CBOIO KOMYHIKaIliiHy
JUSUTBHICTD 1 KOMYHIKaIiiHI MTOBIZOMIICHHS 10 TOTPeO KIIE€HTIB, AKi iHAWBIAyalbHO BiIOUPArOTH iHQOPMAIIIO 3
MIHPOKOTO CIIEKTPY KOMYHIKAI[IITHUX IPOIIO3UIIii, CAMOCTIHHO BH3HAYA0OUHU MiCIle KOHTAKTy 3 KOMIIAHIEIO - TaK
3BaHy TOYKY KOHTaKTy MK KII€HTaMH Ta KOMIIaHi€l0. PO3pi3HAIOTE MpsiMi Ta HEMPSIMi Ta OJHO 1 JBOCTOPOHHI
KOHTaKTHI TOYKH. Y IUX ITyHKTaX (hOpMYEThCS IMiK KOoMITaHii Ta/a0o ii mpoaykiii. Touku B3aeMoil 3 KilieHTaMU
BiJIIrparOTh KIIFOYOBY POJIb y SKOCTI BiTHOCHH 3 HUMH.

BuokpeMiieHO TMpaBuWja BUKOPHCTaHHsS OaraTOKaHAJLHOI KOMYHIKallii. Y mpoiieci 0araToKkaHaJbHOI
KOMYHIKaI[il CIOXKMBa4yl MOBUHHI CHpPHMMATHCs SIK PIBHONpPABHI NapTHEpH, 0€3 YITKOro BH3HAYEHHS pOJIi
BiANpaBHUKA Ta ojepxyBaua. [loeaHaHHs KOMyHiKaliHuX crpareriii push i pull 3 xapakTepHumMH Al HUX
OJTHOCTOPOHHIM 1 JBOCTOPOHHIM CHUIKYBaHHSM 1 BIANOBITHMMH IHCTPYMEHTaMH, SIKI MOBHUHHI CHpPHUSTH
CcTBOpeHHIO edekry cuHeprii. KoMmyHikailiss MOBHHHA MPOBOJUTUCS SIK 33 MEXKAMH, TaK 1 «BCEPEIHHI»
HiANPUEMCTBA.

Knrwuosi cnosa: mapxemuney 6iOHOCUH, KOMYHIKAYIUHA OIANbHICIb, 0A2AMOKAHANbHA MO,
KOHMAKMHI MOYKU, NPSAMI Ma Henpsimi KOHMAKMHI MOYKU, OOHO [ O80CMOPOHHI KOHMAKMHI MOYKU, epexm
cuHepelii.

MULTICHANNEL MARKETING COMMUNICATIONS AT RETAIL
ENTERPRISES

The Russian war led to changes in trade policy and established marketing communications. The purpose
of the article is to identify the essence of multichannel marketing communications of retail enterprises, new forms
of interaction with target groups and consumers, and new sales models.

It has been established that building relationships with all business participants in the retail trade system
requires the development of relationship marketing. Relationship marketing is closely related to multi-channel
trade, which consists in the simultaneous use and management of several sales channels by trading enterprises.
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It has been proven that the advantages of multi-channel trade are: attracting more customers, creating an
opportunity to receive and collect information about them, as well as reducing costs for this activity. The
disadvantages of multi-channel trade include: limited opportunities to use certain sales channels, the risk of
"cannibalization" of specific sales channels, significant efforts associated with the process of synchronizing
activities and the need for large investments. However, multi-channel commerce is becoming more common in
retail.

It is substantiated that the trading company tries to adapt its communication activities and communication
messages to the needs of customers, who individually select information from a wide range of communication
offers, independently determining the place of contact with the company - the so-called point of contact between
customers and the company. There are direct and indirect and one-way and two-way contact points. In these points,
the image of the company and/or its products is formed. Points of interaction with customers play a key role in the
quality of relations with them.

The rules for using multi-channel communication are highlighted. In the process of multi-channel
communication, consumers should be perceived as equal partners, without a clear definition of the role of sender
and receiver. The combination of push and pull communication strategies with their characteristic one-way and
two-way communication and the corresponding tools should contribute to the creation of a synergy effect.
Communication should be carried out both outside and "inside" the enterprise.

Key words: relationship marketing, communication activity, multi-channel trade, contact points, direct
and indirect contact points, one- and two-way contact points, synergy effect.

IlocTanoBka mnpoOJjieMH y 3arajbHOMY BHIVISIAI i i 3B’SI30K 3 BaKJIMBUMH
HAYKOBMMM Ta NPAKTUYHUMHU 3aBIaHHAMM. Y nepiiid nomosuni XXI cronitrs BigOynocs
Oarato (yHIAMEHTAIBHUX 3MiH Y MaKpOEKOHOMIYHOMY CEpEIOBHINI IMiJIPUEMCTB, 30KpeMa
TpaHcopmallii TEXHOJIOTIYHOTO XapakTepy. [HHOBalIHHO-TEXHOJOTIYHI 3pYLICHHS Y
BITYM3HSHIA €KOHOMIIII TTOB’sI3aHi 3 MOSBOIO HOBUX TEXHOJIOTTYHUX PIllIEHb Y IIPOMHUCIOBOCTI,
MNTUOOKUM  TMPOHUKHEHHSAM 1H(GOpPMAIifHO-KOMYHIKAIlIHHUX TEXHOJIOTIH Yy BCl ramysi
€KOHOMIKH, CTPYKTYpHHUMH TpaHC(POpMaLisIMA Yy BHUKOPHUCTaHHI HUPPOBUX TEXHOJIOTIH,
nepexooM Oi3Hecy Bia (Pi3uyHMX KaHamiB 30yTy 10 BipTyalbHUX. B ymoBax auHaMigyHOI
IOPUPOIM 3MiH Ta aKTMBHOTO PO3BHTKY PHUHKOBHX TpaHC(OpMAIiid TOPTIiBIS CTa€ OAHHUM i3
HaBa)KIMBIIIUX CEKTOPIB €KOHOMIKH.

CaiToBuii 00cAT MpoJIaXkiB B e-commerce MopiuHo 30utbiryerbes 1 B 2020 poui 20%
MOKYIIOK B CBITI 3po0iieHi uepe3 [HTepHeT. Skio 3BuyaiiHi mpoaaxi 3pociu Bchoro Ha 1% 3a
piK, To uepe3 [HTepHeT BoHM 30UnblIMIMCA Ha 24%. YKpaiHa He cTajla BUHATKOM. 3a JaHUMU
nocmipkeHHs komnanii CBR, nanpukinmi 2020 poky B Ykpaini 10,6 MaH. oci® perynspHo
KyIyBaiu B [HTepHeTi - e TpeTHHa HaceneHHs. MieThes po nocTiliHux KimieHTis IHTepHeT-
MarasuHiB 1 TOProBUX MajaHuuKiB (Ilponuxnenns e-commerce 6 Ykpaini,2021).

[Ipore moBHOMacmITaOHE BTOPTrHEHHS POCii MPU3BENO /10 3MiH SK y TOPrOBENbHIN
HOJITHLI TaK 1 yCTAJIEHUX MAapKETHMHIOBUX KOMYHiKalisx. [licist mpakTHYHO MOBHOI 3yNUHKU
OH-JIAH-TOPriBIl B MeEpIIl THXXHI BIMHM pITEHIEpU MNOCTYHOBO HAIArOJIUIN JIOTICTHUKY,
HepeHecay CKIaau Ta MiAJalTyBajducs MiJ 3MiHM nonuty. IlpoTe, He3Baxarounm Ha OKpeMi
CIUIECKH CIOKMBALIbKHUX 3alMTIB Ta 301JbIIEHHS CEPEAHBOrO YEKY, TIOBHOILIIHHE BiJHOBICHHS
CEKTOPY MOoYajocs TIIBKM 3 JIiTa. A TIPO TOPTIBJIIO B JOBOEHHUX 00CSITaX MOXKHA TOBOPUTH
JMIIE 32 OKPEMUMH NO3ULISAMU. (Bnaue 6itinu Ha iHmMepHem-mopeiénto: K 3MIHI0GANUCS OH-
Jaaun-npooaxci pimeinepie npomsecom 1 niepiuus 2022 poky,2022). Came 11e CIIOHYKae
HiANPHUEMCTBA  PO3JpiOHOI  TOPriBJi  PO3BHBATH  MYJbTHKaHAJIbHY (OaraTokaHaJbHY)
KOMYHIKAIIO.

[TignpuemcTBa TOPTiBII MOPSAJ 3 BUKOPUCTAHHSIM KaHAJIB OH-JIalfH MPOJAXiB, TAKOX
MPOBOJASATH CHEIialIbHI MApKETUHI'OB1 3aX0/11, B TOMY YHCII 3aX0/I1 Y cpepl MyIbTHKAHAIbHUX
KOMYHIKaIlii, fKi 0a3yloThCs Ha BUKOPUCTAHHI MAapKETHHTY BiHOCHH. TOOTO MOSBISETHCS
«013HEC-MO/IeNIbY, IO TOEAHYE «CTapi» Ta «HOBI» TPHHIIUIN MAapKETUHTOBOI MisSTTBHOCTI
HiANPHEMCTB po3ApiOHOT TOpriBii. CaMe BUKOPUCTAHHS 1HHOBAIill Y MapKeTHHTY, 30KpeMa,
BUKOPHUCTAHHS HECTAHJAPTHUX METOJIB MapKETMHTOBUX KOMYHIKAIili € 00’€KTOM HAIIoro
JIOCJIOKEHHS.
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AHaJIi3 OCTaHHIX JOCJTI/KeHb, Y AKHX 3all0YaTKOBAHO BHPilLIeHHS MNPo0JeMH.
Oco0MMBOCTI MapKETHMHTOBUX KOMYHIKAII  PO3IIIAHYTO Y Tpamsgx O0ararbox BiJOMHX
HAyKOBLIB Ta (axiBIiB-ipakTukiB, Takux sk: orems M.(Schogel), 3aypep A.(Saurer ),
Imiar 1. (Schmidt), Bymc b. (Booms), Bitaepom M.( Bitner) Bymc b. (Booms), BitHepom
M.( Bitner), (ILIo6cGeprep A.( Schobesberger), Mepkc O.(Merx), I'pimm C.(Grimm), Pepixt
1., (Rohricht), (Amcrponr I'. (Armstrong ), Kotnep I1.( Kotler ), Bpror M. (Bruhn), Jli6man
H.P. (Liebmann), 3entec Ixx.(Zentes), bpron M. (Bruhn), Anepc I.M. (Ahlers), Xeduep €.M.
(Hefner) Ta inmmx Yci BOHM BHCBITJIIOIOTh CYTHICTh MAPKETHHIOBUX KOMYHIKAI[H y HIJIOMY
Ta YHIBEpCaJbHI MIXOAM M0 YHPABIIHHA KOMYHIKAIiWHOIO NisyibHICTIO. Lle cBimuuTh mpo
aKTyaJbHICTh TEMH Ta IMJABUIICHHUHN 1HTEpec 10 Hei 3 00Ky MOCHiIHMKIB. PazoMm 3 1um,
NEPCHEKTUBHUM HANpPsIMOM PO3BUTKY MIANPUEMCTB PO3IpiOHOI TOPriBii € BUBYCHHS Ta
BIIPOBA/KCHHSI MYJIbTUKaHAJIbHUX MapKETUHIOBUX KOMYHIKaIllH, sIKi HE00X1JHO BpaXOBYBaTH
npu GOpMyBaHHI CTpaTerii iX pO3BUTKY.

Mimi crarTi: imeHTudikamiss CyTHOCTI MYJIbTUKAHATbHUX MapKETUHTOBHX
KOMYHIKaIliil MiAIMpHEMCTB po3IpiOHOT TOPriBiIi, HOBUX (JOPM B3a€MOIIi 3 IIIbOBUMH IpyaMu
Ta CIIO’KMBAYaMHU 1 HOBUX MOJEJEH MpoaaxKy.

Bukisiag ocHOBHOro MaTtepiajy A0CJiIKeHHS 3 IOBHUM OOIPYHTYBAHHSAM

OTPUMAHUX HAYKOBHX pe3yiabTaTiB. CyTTeBa COIIaIbHO-€KOHOMIYHA POJIb TOPTiBIIi
HiATBEPKYETHCS 11 BaroMOI0 YacTKOIO Cepes IHIIMX BHUJIIB €KOHOMIYHOI [isIBHOCTI 3a
(HUepoicasua cayacoa cmamucmuku Yrpainu: ogiy. eeo-catim,2021):

— KUTbKICTIO miampuemcts — 26,3 % (98,4 tuc. on. y 2020 p.) Tta ¢izuuHux ocio-
nignpuemiis — 45,5 % (727,8 tuc. ox. 'y 2020 p);

— KUTBKICTIO 3alHATHX NpalliBHUKIB Ha mignpuemctBax - 17,1 % (1086,2 tuc. ocid y
2020 p.), y ¢i3uunux ocio-mianpuemiis - 49,4 % (1267,2 tuc. oci6 y 2020 p.);

— KUJTBKICTIO HAliMaHUX MpaIiBHUKIB Ha mianpueMcTBax - 17 % (1071,3 tuc. ocio y 2020
p.), y GizuuHuX ociO-mianpuemis - 56 % (539,5 tuc. ocid y 2020 p.);

— o0csraMu peanizoBaHoi MpOAyKIii (ToBapiB, mocmyr) mianmpuemctBamu — 40,5%
(4068,2 mapa. rpH. y 2020 p.), hizugHUMEU 0cOOaMuU-TiANIpUeMIIMH - 44,6 % (451,3 miapa. rpH.
y 2020 p.);

— obcaraMu J0AAaHOI BapTOCTI miampuemcts - 26,4 % (760 mupa. rpa. y 2020 p.),
¢13uuHuX ocio-mignpueMuis — 26,5 % (68,3 mupa. rpH. y 2020 p.);

— o0csiraMu MartepiajlbHUX BUTpAaT Ta BUTPAT Ha OIUIATy MOCIYT, BUKOPUCTAHUX Y
npotieci peamizaii npoaykiii - 10 % (345,7 mapa. rpa. y 2020 p.), y T. 4. ob6csiraMmu BUTpaT Ha
oriaty nparti mianpueMcts - 16,2 % (133,2 mapa. rpa. y 2020 p.);

— ob0caramMu HeoOOpOTHUX akTUBIB - 7 % (370,4 mapx. rpH. y 2020 p.);

— o6caramu 000poTHUX akTUBIB - 31,4 % (2310,4 mapa. rpH. y 2020 p.);

— o0csiraMu KamTaasbHUX iHBecTUIlid miampuemcts - 10,1 % (40 mupa. rpH. y 2020 p.);

— obcaraMm YMcToro NpuoyTKy mianpueMctB - 38 % (25,9 miapa. rpH. y 2020 p.).

[Ipu npomy po3apiOHUIT TOBapo0oOOPOT miAnpueMCTB 3pic 13 22042,5 muH. non. CHIA
y 2017 no 32206,4 mun. non. CHIA B 2020 porii.

AKTHUBHHI pO3BUTOK PO3piOHOT TOPTiBIII Y HOBOMY CTOJITTI CIIOHYKaB BUKOPUCTAHHS
TOPriBeJIbHUMU TMIANPUEMCTBAMU MHOXXKHMHHUX KaHanmiB 30yty. lLle cramo omguum i3
HEHTPaJbHUX HAMNpsAMIB AOCIII)KEHb MApPKETUHTY (Tak 3BaHOIO MApPKETHUHTY BIJHOCHH)
(Schogel M., Saurer A., Schmidt 1., 2002). MapkeTUHT BiTHOCHH Ha TOPTOBOMY MiAIPHEMCTBI
Oy/y€eThCsl HA OCHOBI PO3IIUPEHOT0 KoMIuiekcy mMapketunry 7P (Booms), Bitner),1981), skuii
BKJIIOYAE, TOPST 13 TPATUIIMHUM KoMIIekcoM MapkeTuHry (Product — nponyxr, Price — iHa,
Place — wmiciie mponmaxy, Promotion — mpocyBaHHsI), BKJIFOYa€ Taki KOMIOHEHTH sk People
(mmroam), Process (mpomecu), Physical Evidence (¢i3nuHe oToueHHS, CepeIOBHIIE).

HeoOxiaHicTh MOCHIIEHHS KOMYHIKaTMBHOI'O BIUIMBY Ha CIOXKMBa4iB BUMAarae
BUTpayaHHs Bce OUIBIIMX KOIITIB 1 poOUTH BCE CKIAHINION Mpobiemy (opMmyBaHHS
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e()eKTUBHOT'O KOMILJICKCY MPOCYBaHHS, OCKUIBKHU BiJ[3HAYAETHCS IICUXOJIOTIYHE HECTIPUHHSTTS
BEJIMKHUX 00CATIB peKiIaMHoi iH(opmaIllii 3HaYHO0 YaCTHHOIO IIJIbOBUX ayIUTOPIH, IMiACBIAOME
TpakTyBaHHS Li€l iHPOpMAIIii K 3aiiBOro iH(OPMALIIHHOTO LIyMY.

OCHOBHUI IUIAX BUPIILIEHHS TPOOJIEMH OJIATA€ Y MOLIYKY KPEaTUBHUX,0pUTTHATIBHUX
TBOPYHX PILLICHB II0JI0 KOXKHOTO €JIEMEHTY CUCTEMH MapKETHHTOBUX KOMYHIKallil, epeKTHBHE
iX MO€IHAHHS Y MOTY)KHUN KOMIUIEKC 1HTErPOBAaHMX MAapKETMHIOBMX KOMYHIKalllll 3 METOIO
(dopMyBaHHS y CIIOKHMBAYiB YiTKOTO 00pa3y MiJNPUEMCTBA PO3APIOHOT TOPTiBIi, BUCOKOTO
IMIJDKy Horo Mapounoi mnpoaykmii. OpHak HEBEJIMKAM 1 CEpeAaHiM BITYM3HSIHUM
HiANPHEMCTBAM ~ CKJIQJAHO KOHKYPYBaTH LIOAO I[bOTO 3 TMOTY)KHUMH 1HO3EMHHMH
TOBAPOBUPOOHUKAMM, OCOOJIMBO TPAHCHALIOHAIBHUMM KoprHopauisMu. Bce 1€ mnoscHioe
IHTepeC HayKOBIIIB 1 MPAKTHUKIB JI0 MOIIYKY HOBUX HECTAHAAPTHUX METOJIB KOMYHIKaTHUBHOTO
BIUTMBY, X04a, K ITOKa3y€ aHalli3, AeSAKI 3 [IMX METOIIB MAlOTh JIABHIO 1CTOPIt0, MOJIU(DIKYIOThCS
auie (POpMU 1 TEXHOJIOT] BIUIMBY Ha LIJIbOBI ayAUTOPIi MPH iX BUKOPUCTaHHI B YMOBaX BiHHU.

[ToOynoBa BigHOCHH 3 yciMa yyacHHMKaMu Oi3Hecy B cucCTeMi po3apiOHOI TOpriBii -
CHOXHMBaYaMH, KOHTpareHTamu (II0CTadyaIbHUKaMU, TAPTHEPAMH) 1 MpamiBHUKaMH (TOPTOBUM
[EpCOHAJIOM) - BHMMAara€ pO3BUTKY  MApKeTHHTY BIJIHOCMH. MapKeTHUHI BIJIHOCHH 31
CHOXHMBAYaMH PEA3ye€ThCsl Yy IUIOMIMHI BHPIMICHHS NHTaHb (OPMYBaHHS TOBAPHOTO
ACOPTUMEHTY, L[IHOYTBOPEHHS, KOMYHIKaIiil 31 CIIO)KMBauaMH, TOBapopyxy. MapKeTHHTr
BITHOCHH TICHO IOB'S3aHHMIA 3 OaraTOKaHAJIBLHUM IPOJAXKEM, IO MOJIATaE B OJHOYACHOMY
BUKOPHUCTAHHI 1 YIPaBIiHHI TOPriBeIbHUMU MIJIPUEMCTBAMU JCKIIHKOX KaHaliB 30yTy, sIKi
KOMIUIEMEHTYIOTh ~ 0€3iid  MpomleciB,  KOTpi  3a0e3meuyroTh  II0  JisUIBHICTH
(Schobesberger, 2007).

bararokananmpHa TOPriBIS  BHUKOPHUCTOBYBAJIACS 1 paHille, HANpHUKIAZ, TEpIIi
aMepUKaHChK1 yHIBepMaru 1ie B 19 cToniTTi mpoaaBaiu cBOi TOBApH HE TUIBKHU B CTAlllOHAPHUX
TOYKaxX, a i 3a KaTajmoramu. B manuii yac po3BHUTOK 1 IiIBUIICHHS 3HAYEHHS OaraToKkaHaJIbHOI
TOPTiBJIl MOB'A3aHO 3 BHUKOPUCTAaHHSAM I[HTEpHETY B PHUHKOBIM MISUIBHOCTI  MIAIPUEMCTB
po3npioHoi TopriBmi. CyuacHa OaraTokaHajdbHa po3JApiOHA TOPTIBJISL BKJIIOYaE B cebe
NO€HAHHS 3BUYaHUX KaHAJIIB PO3IMOJLITY Ta OH-JalfH-KaHAJIB.

VY niteparypi 3 1aHOTO MUTAHHS HAroJoOLIYeThCs, 1O AJI TOTO, 00 TOBOPUTH PO
Cy4yacHy OaraToKaHaJIbHY TOPTiBJIIO, a HE Mpo OararokaHajJbHY KOMEpLIIO B TpaaULiIHHOMY
PO3yMiHHI, MpPUHAMMHI OJAMH KaHaj 30yTy TOPriBEIbHOIO MIANPUEMCTBA, L0 3alMa€ThCS
CTalllOHApHOIO TOPTriBiE€l0, NMOBUHEH OyTH OH-NaiH kaHamoM. Kpim Toro, GararokaHajabHa
TOPTiBJISI IOBUHHA MaTH peaibHi OH-NaiH-Tpan3akuii (Heinemann, 2009).

Konnenuiss OaratokaHajabHOT TOPTriBJ PO3ApiIOHUMM  MIANPHUEMCTBAMH Tiepeadadae
BUKOPUCTAHHS HAMBAXIMBIIMIMX 3 iX TOYKH 30py KaHAIIB PO3MOJLTY, 3pO3yMiJo, IO 3
BUKOpUCTaHHA cydacHuX IT-cucrem. Lle moTpeOye 3HaUHMX OpraHizaliiHUX 3ycuib. MeToro €
IHTerpamiss KaHajuiB JUCTpuOylii KommaHii, TOOTO IHTEpPHET-Mara3uHiB, CTalllOHAPHUX
MarasuHiB i, IpHu NOTpedl, MPOAAXKIB 3a KaTaloroM, 3p03yMuIO IO, JUIs 30UIbLIEHHS 00CSTiB
IPOJaXKy MPOAYKLUIT .

Byxe Kinbka poKiB MOCHUIb B YKpaiHi CHOCTEpIraeThCs 3alpoBaKEHHS MPOAaXKiB
yepe3 [HTepHeT OaraTbMa 1HO3EMHUMH Ta BITYM3HSHUMH PO3APIOHUMH MIAIPUEMCTBAMU 31
CTalllOHApHUMH TOProBUMHU ToukaMu. [lepeBaraMu BUKOpUCTaHHS OaraTokaHajIbHOI TOPTiBIIi
€: 3a]y4yeHHs OUIbIIOI KUIBKOCTI KJIIEHTIB, CTBOPEHHS MOXIIMBOCTI OTpUMaHHSA Ta 300py
iH(popMarlii Mpo HUX, a TAKOXK 3HIDKEHHS BUTPAT Ha JaHy AisJIbHICTb.

Ha nymkxy O. Mepkca, BUKOpUCTaHHSI O0araToKaHaJIbHOI TOPTiBIIl CTBOPIOE MOXKIIUBICTD
(Merx, 2004 ): edexTy cuHeprii, po3MMpPEeHHs KOJIa OXOIUICHHS KJIEHTIB 1 OLIBII HIMPOKI
MOYKJIMBOCTI BIUIMBY Ha HUX, BJOCKOHAJICHHS CTPYKTYPH TOPTOBOTO aCOPTHMEHTY, KPaIoro
TIPUKPITUICHHS»  KIIEHTIB /10 KOMIIAHIi, MiJBUIICHHS €KOHOMIYHOi e(eKTUBHOCTI
3MIACHIOBAHOI JISUTBHOCTI, 3HWKEHHS PU3UKY AISUIBHOCTI Ha PUHKY, KOOpAMHAIUT i MIXK
KaHaJIaMH.
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Jlo HemomikiB cyyacHOi OaraTokaHajdbHOI TOPTiBII MOXKHA BiJHECTH: OOMEKEHi
MOXKJIUBOCTI BUKOPHCTaHHS TEBHMX KaHAMB 30yTy, PU3HMK «KaHiOami3amii» KOHKPETHHX
KaHaiB 30yTy, 3Ha4HI 3yCHJIJIS, TIOB’53aH1 3 MPOLIECOM CHHXPOHi3alil JisuIbHOCTI Ta moTpeda
BEJIMKMX 1HBeCTHIIMHI BKaageHs (Grimm, Rohricht, 2003). Oanak GaraTrokaHaibHA TOPTiBIIS
HaOyBae Bce OLIBIIOrO MOIIUPEHHS Y PO3ApiOHUX Mpoaaxax.

MynbTUKaHaIbHI ~ KOMYHIKamii  Hajexarb 0  raigy3l 3HaHb  MapKETHHT
(Armstrong,Kotler, 2012). MapkeTHHroBa MisJIbHICTh 3AIHCHIOETHCS 3 BHKOPHCTAHHSIM
KUIBKOX OCHOBHHMX IHCTPYMEHTIB, TaK 3BaHOT'O KOMIUIEKCY MAapKETHUHTY, SIKi BKJIIOYAIOTh 1
KOMYHIKalliiHy MOMITUKY. MapKkeTHHroBa KOMYHIKallis CIpSMOBaHA Ha MiITPUMKY 30yTy
TOBapiB 1 MOCIYT, SIKIi MPOIMOHYE KommaHisg. BoHa aapecoBaHa i HasBHUM 1 MOTCHIIHHUM
KJIIEHTaM, a TaKOX IHIIMM pe(epeHTHUM rpynaM, BRXJIMBUM 3 TOYKH 30py MiANPUEMCTBA
(Bruhn, 2008).

[Ilo cTocyeThCs MiANPUEMCTB PO3APIOHOI TOPTiBIi, TO IHCTPYMEHTH MAapKETHHTOBOI
KOMYHIKaIlii XapaKTepU3yIThCs MEBHUMH BIAMIHHOCTSMH. Y pO3IpiOHii TOPriBii, OKpiM
MacoBOi KOMYHIKaIii MK MiANMPHEMCTBOM Ta YYaCHHKAMH PHHKY 3a JOMOMOTOI0 TaKHX
IHCTPYMEHTIB, K peKiaMa, MaliiK pUICHIIH3, OH-JTalH-KOMYHIKAIlis, YK€ BaKIUBUM
HaNpsSIMKOM € KOMYHIKaIlisl Ha Micii nmpojaxy. st mporo, cepen iHIIOro, BUKOPUCTOBYETHCS
Oe3nocepeIHbO CepPeIOBUILE Mara3uHy: aBTOCTOSAHKA, (acajl, BITpUHA Mara3suHy, TOProBesbHI
3aJIi, pO3TAlllyBaHHS Ta BUKJIAJKa TOBapiB. Takuii BUA KOMyHIKaIlii 0€3MOCepeIHRO BILTUBAE
Ha oO0csr mponaxiB ToBapiB. TOOTO MapKETHMHIOBI KOMYHIKAIli HIAMPUEMCTB PO3ApiOHOT
TOPTIBJII XapaKTepU3yIThcsi HU3KOMK BiaminHocTed H.P. Jlioman (Liebmann) i k. 3entec
(Zentes) Buokpemiroroth Taki (Liebmann, Zentes, 2001):

— IlinmpuemcTBa po3apiOHOI TOPriBii, SKI MPOBOJATH MAPKETHHIOBI KOMYHIKAIii,
OJTHOYACHO peasi3yloTh MPOAYKLi0. BoHM MaroTh 1IOJ€HHUH NpSAMUN KOHTAKT 31 CBOIMH
kiieaTamu. ToOTo, cepelt IHIIOT0, BOHH MOXKYTh Mail’>ke MHTTEBO pearyBaTH Ha 3MiHH HACTPOIO
Ta OoTped KIEHTIB (TakoXk y chepl KOMyHIKalii).

— IligmpuemcTtBa po3ApiOHOi  TOPriBAl  MOXYTh HPOBOAUTH MapKETHHTOBY
KOMYHIKaI[i}0, BUKOPUCTOBYIOUM CBOI TOPTiBEJIbHI IUIOLI (HANpHKIAJ, CTIHU Ta BITPUHU).
3aBASKU [IbOMY BOHHM MarOTh OUIbIII MOKJIMBOCTI BIUIMBY HA MOBEAIHKY CIIO’KMBAulB, HIK
BUPOOHMKM npoaykuii. L{e Takoxk 3HM)Kye BUTpaTH Ha KOMYHIKalLliHI 3aX0AM Ta J03BOJISIE
MIJBUIIATH «THYYKICTBY 1X MPOBEICHHS.

— CyTh JisUIBHOCTI TOPrOBEJIBHOTO MiJNPUEMCTBA MOJATAE B HaJaHHI MOKYMISIM
KOMEPLIHHOI NOCIyTH (HemaTepiaabHOro 0iara), «KOMyHIKallis» sIKO1 CKJIaHIIIa TOPIBHSHO 3
HPOAYKII€I0, BAPOOHUYOTO MiIIPUEMCTBA.

— TopriBenbHUM MIANPUEMCTBAM BBaKJIMBO NMPOBOJUTH MAPKETUHIOBI KOMYHIKAIli B
TOProBUX TOUYKax. Lle moB's3aHo 3 TUM, 1110 OCHOBHA YaCTHHA PILIIEHb CIIOKUBAYIB PO MOKYIKY
TOBapy NpUMaEeThCsl Oe3rocepeHbo nepes ii 31CHEHHSIM.

3a3HaueHi BHIIE BIAMIHHOCTI MapKETWHTOBUX KOMYHIKalii B po3japiOHiil TOpriBii
CYTTEBO BIUIMBAIOTh Ha MpOIeC KOMYyHIKaliiHOi AismbHOCTI. IlignpuemcTBa po3apiOHOT
TOPTiBIIi, KI BUKOPUCTOBYIOTh OaraTOKaHalbHY TOPTIBIIIO, TPOBOJAATH AisUIBHICTD, HA 3acaiaX
MYJIbTHKaHAJIHHOTO MAPKETHHTY.

Konnenuito MynbTUKaHAIBHOTO MapKeTHHry (aHria. multichannel marketing)
pPO3YMIIOTh SIK CTpaTeriyHy [isJIBHICTh TOPTiBEIbHUX MIANPUEMCTB, SKa TOJSArae y
BCTAHOBJIGHHI KOHTAKTy 31 CIOKMBAauaMH pPI3HOMAHITHUMHU crnoco0amu. MeToro i€l
JUSUTBHOCTI € 1HTerpallis KaHaliB JUCTpUOYLIi - TOPriBelIbHUX TOYOK, IHTEPHET-Mara3uHiB,
IpoJaXy 3a KaTajoroMm i, HaBiTh MO TeJae(OHY, 3 METOI 3alpOoBAKEHHS IHTETPOBAHOL
OaraTokaHaJIbHOT TOPTIBII1 AJIs MIABUIIEHHS HIAHCIB MPOJIAXy MPOIYKII.

bararokaHanbHa TOPTiBIS CIpHUs€ 3ayUYEHHIO KII€HTIB. MapKeTHHIOBI KOMYHIKaIil
Ha MIJIPUEMCTBAX po3ApiOHOI TOPriBii, U0 BUKOPUCTOBYIOTh OaraTOKaHaJbHY TOPTIBIIO,
0a3yl0ThCsl Ha 3acajaXx MapKEeTHUHTY BiIHOCHH. OCHOBHOIO METOIO JiSUIBHOCTI TOPTiBEIbHHX
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KOMITaHii B il cdepi € HamanHs BUUEpHOI iHPopMaIlii HAsTBHUM 1 HOTEHIIIMHAM KJIIEHTaM Ta
IHIIIMM TPYyIIaM PO MPOIO3HIIii manpueMcTBa Ta Hporo camoro ( Schobesberger, 2007).

Y TOil ’XKe dYac TOpriBeJIbHE MIJIPUEMCTBO HAMAraeThCsl aJaNnTyBaTH CBOIO
KOMYHIKAIliiHy MisUIBHICTh 1 KOMYHIKAIliiHI TIOBIJOMJICHHS JIO0 TOTpPeO KIIEHTIB, SKi
1HAMBITyaTbHO BiAOMPAIOTh iH(OOPMAIIIO 3 IIMPOKOTO CHEKTPY KOMYHIKAIIMHUX MPOITO3HIIIM,
CaMOCTIMHO BH3HAUYAIOYH MICIIe KOHTAKTY 3 KOMIIAHI€IO - TaK 3BaHy TOYKY KOHTAaKTy MIiX
KIII€EHTaMH Ta KOMIAHIET0.

M. bpton (Bruhn)i I''M. Anepc (Ahlers) nponoHyHOTh pO3yMITH ITiJ] TOYKaMU KOHTAKTY
3 KJIIEHTaMU YCI MICIS, 1€ € «KOMYHIKAIIHHUH KOHTAKT» MIX KOMIIAHI€I0 Ta ii KII€EHTaMH.
[Ipu boMy pO3pI3HAIOTH MPSAMI Ta HETPSMI Ta OJTHO 1 JBOCTOPOHHI KOHTaKTHI TOYKHU (TalJI.
1). Y uux nyHkrax GpopMyeTbes iMiIDK KommaHii ta/abo 11 npoaykuii (Bruhn), Ahlers, 2007).

Tabmuns 1.
Buau Touok B3aeMomii 3 Kili€HTaMHU

BesnocepenHi KOHTAKTHI
TOYKHU

OmnocepeaKOBaHi KOHTAKTHI TOYKH

OMHOCTOPOHHIN KOHTaKT

- MISUIBHICTH Y TOYI MPOJAXKY
(POS) 6e3 moxaHMBOCTI JIiayiory
(Hampuknag, posirpamr, po3mada
3pa3KiB TOBapiB)

- TIePCOHAIBHI aKIIii

- JICKIIi1 MPeICTABHUKIB KOMITaHii

- pi3HOMaHITHI OopMHU peksiamu 0e3
MOXITHBOCTI 3BOPOTHOTO 3B’SI3KY

- TIpec-peizu

- IPOAYKT - IUICHCMEHT

- JKYpHAJIH JUTS KITI€HTIB

- HOIUTOBHIT KOHTAKT

JIBOCTOpOHHII1 KOHTaKT

- ocoOucTuit mpoaak

- oii

- MiSIBHICTE B TOProBid  TOYIN
(POS), mo no3Boisie BeCTH Aianor

- bopmu peKIIamy, 110
320€31eYyI0Th 3BOPOTHY PEAKIII0

- KOJUI - IIEHTPH/TeIePOHI PO3MOBU
(tax 3BaHi hot-lines)

(Hanpukiam, po3MoBa 3 | - IpOAaX 1o TenedoHy
KOHCYJITAHTOM) - OH-JIalH CIIJIKYBaHHS

- mpec-koHpepeHwii (Hampuxiaz, €JIEeKTPOHHOIO
- 3aX0/1M B KJIIy0ax KII€HTIB MOIITOIO)

IDicepeno: (Bruhn), Ahlers, 2007).

Touku B3aemonii 3 KIi€EHTaMH BIJIrparoTh KJIIOUOBY poiib y (OPMYBaHHI SIKOCTI
BiTHOCUH 3 HUMHU. [10YyTTS KII€HTIB, IO BUHUKAIOTh Yy BHIIEBKA3aHUX IyHKTaX, 3HAYHOIO
MIpOI0 BU3HAYAKOTh X 3a70BoJeHiCcTh mokynkoro (Hefner, 2010). AnmexBatHi il B Toukax
KOHTAKTY 3 KJIIEHTOM MOXYTb CIIPUSTH YCIIXY TOPTiBEIbHOIO MiAIPUEMCTBA HA pUHKY. BoHI
NOBUHHI OyTH e(EeKTHUBHUMHM 3 METOI MPUHUHATTS pIlICHb NP0 KYMHIBIIO HPOAYKIT
(Hefner, 2010).

HaykoBusmMu chopMyinboBaHi MpaBuUia BUKOPUCTAHHS OaraTOKaHAIbHOI KOMYyHIKallil
(Bruhn), Ahlers, 2007):

1. BinMoBa BiJi BUKOPUCTAHHS KJIACHMYHOI MOJENI KOMYHIKAIil THIy BiJIpPaBHUK -
oJiepKyBad. Y mpolieci OaraTokaHaabHOT KOMYHIKAIl CIIOKHBAYl MMOBUHHI CIPUUMATHCS SIK
pIBHOIIPAaBHI MapTHEpPH, O€3 4YITKOro BU3HAYEHHS pOJI BiANpaBHUKA Ta OJepiKyBaya.
KomyHnikarriiiHa iHimiaTiuBa B IPOIIECi CIIJIKYBaHHS MOKE BUXOIUTH SIK BiJl KOMITaHii, TaK 1 Bif
KJI€HTA.

2. Tloegnanus komyHikamiiHux crtpareriii push 1 pull 3 xapakrepHumu 1ig HHUX
OJTHOCTOPOHHIM 1 IBOCTOPOHHIM CIIJIKYBaHHSM 1 BIAOBITHUMHU IHCTPYMEHTaMH, SIKi MOBHHHI
CIPUSITU CTBOPEHHIO €(heKTy CHHEprii.

3. TloenHaHHA «BHYTPIIIHBOTO» 1 «30BHIIIHBOIO» CHUIKyBaHHS. KomyHikamis B
KOMITaHii 3 BHKOPHCTaHHSIM OaraToKaHaJhbHOTO MapKETHHTY IOBHHHA IPOBOJMTHUCS 5K 3a
MeKaMU KOMEpLIHHOTO MiANPUEMCTBA («30BH1»), TaK 1 «BCEPEAMHI» MiANpUEMCTBA (TOOTO B
HOTO KOMEPIIIHHUX 3aKJIaax ).

MynbTUKaHaIbHI  KOMYHIKaLii Ha MIJOPUEMCTBI  PO3ApiOHOI TOPTiBIi, IIO
BUKOPHUCTOBYE OaraTokaHaJlbHUHA MAapKETUHTY IOBHHHI OYyTH KOMIIOHEHTaMM CTpaTerii
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PO3BUTKY MiANpueMCTBa. BOHM HE NOBHMHHI ICHYBaTH JIMIIE Ha TaKTHYHOMY Ta/abo
OTIEpaTUBHOMY piBHI. MyJbTUKaHAIbHI KOMYHIKAIlii TOBHHHI OyTH  KOMILICKCHUMH,
XapakTepu3yBaTHCA OE3MEPEepBHICTIO Ta CTaOUIBHICTIO B 4Yaci, a TaKOX CIOHYKaTh [0
MIIBUILCHHS PiBHS 33J0BOJICHOCTI KJIIEHTIB, Ta CTBOPECHHS ITO3UTHUBHOTO IMIJDKY KOMITaHii Ha
PUHKY.

BucnoBku Ta mpomno3uuii. [linnmpuemcTBa po3npiOHOI TOPriBii, MO 3MIMCHIOIOTH
OaraTokaHAJILHUW TMPOJAX, BUKOPHCTOBYIOTh MAapKETUHTOBI 3aXOQW, B TOMY YHCHI
OararokaHaJIbHI KOMYHIKallli. baraTokanajgpHa KOMYHIKaIlisl JI03BOJISIE MAaKCHUMAJIbHO TTOBHO
BUOYZIOBYBAaTH PIBHOMNPABHY MO3MLII0 MapTHEPIB y KOMYHIKaIliiiHOMY mpoueci 0e3 4iTKoro
BHU3HAYCHHS POJIi BiANpPaBHUKA Ta OJEp)KyBaua, CIIJILHO BUKOPUCTOBYBATH cTparterii push i
pull. 3 xapakTepHUM JUIi HHUX OJHOCTOPOHHIM 1 JBOCTOPOHHIM 3B'S3KOM 1 IMO€IHYBaTH
oco0ucTe Ta Meaia-CIUIKyBaHHS (CITUIKYBaHHS MOXE OyTH «OJMH-II0-OJHOTO0», «OIUH-II0-
Oaratbox» abo «bararo-10-06araTbox»).

MapkeTHHroBi KOMyHiKallii 3 BUKOPUCTaHHSM OaraToOKaHaJbHOI TOPTiBIIi CTBOPIOIOTH
MOYJIMBICTh 1HIUBIAyani3amnii KOMyHIKaI[iifHOTO MpoLecy Ta mo0yI0BH BiJHOCHH 3 IIIbOBUMHU
rpynamMi 1 HaBiTh OKpeMHUMH crHoxkuBadamu. [linmpuemcTtBa po3apiOHOi  TOpriBii,
BUKOPHCTOBYIOYH JiajiOT, PEali3yloTh OCHOBHY iJI€F0 MAPKETHHTY BiTHOCHH.
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