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CydacHa meOieBa rany3p YKpainu nepeOyBae y cTaHi HMOABiHHOI TpaHChopMarii: 3 0JHOTO
OOKY, IiAMPUEMCTBA 3MYIIICHI a1alITyBaTUCs JO BUKIMKIB BOEHHOTO Yacy Ta 0OMEXeHOT MOO1TBHOCTI
CTIIOXKMBAYiB, a 3 1HIIIOTO, BIJIOBIIaTH IMI00ATBHUM TpeHaM nudporizaiii Ta kormemnii Industry 5.0.
TpanuuiiiHi MeTOnM MPOCYBaHHS, OPIEHTOBaHI Ha (Di3MYHI IIOYPYMH, BTPadyaroTh €(PEKTUBHICTH,
MOCTYTAIOYHCh MICIIEM JTFOMUHOICHTPHYHUM HU(PPOBUM EKOCHUCTeMaM. Y IIUX YMOBaX CTpareriuHe
IUTAHYBaHHS MapKeTHHIOBOi IISUIBHOCTI BMMarae MHepexoJy BiJl KJIACMYHOIO aHalli3y pUHKY Ta
3aco0iB TMPOCYBaHHS 10 BIPOBAKCHHS BHCOKOTEXHOJIOTIYHMX I1HCTpyMEHTIB B3aemomii. lle
J03BOJIMThH MOAOJIATH 0ap’€p AUCTAHIIKMHOT HEAOBIpH Ta 3a0€3MEYUTH BUXIJl HA MIXKHAPOIHI PHHKH.

OcHoBHa ifiest TOCTiIKEeHHS 0a3yeThcs Ha TOMY, IO BIIPOBAPKEHHS KOMIUIEKCHOI cTpaTerii
u(GpPOBOro MapKeTHHIY, aAanToBaHoi A0 BuMor Iuaycrpii 5.0, 103BOJUTH CYTTE€BO MiABHUIIUTU
BIII3HABAHICTh  OpeHay, ONTUMI3yBaTW  KaHAIM  MpOJaxy  MeOmiB  Ta  3MIIHHUTH
KOHKypeHTOocTIpoMOkHICTh TOB «3eren» Ha MixkHaponHoMy puHKY. TOB «3eren» — ykpaiHCbKUi
BUPOOHUK MeOJIIB, 110 MO3MIIIOHYe cebe SK OpeHI, OpIEHTOBAaHUI HAa MO€JHAHHS JIAKOHIYHOIO
CY4aCHOTO JM3aiiHy, BUCOKOI ()yHKIIIOHAJIBHOCTI.

3acrocyBaHHs MeToguku SWOT-aHanizy [103BOJMJIO 3ICTaBUTH BHYTPILIHI pecypcu
HiANPUEMCTBA 13 30BHIIIHIMH MOKJIMBOCTSIMM Ta 3arp03aMHU B YMOBaX BOEHHOI'O CTaHy Ta MEPEX0y
no Iunpyctpii 5.0. Taxuit miaxig 3abe3neuuB 1JEHTH(IKALII0O KPUTUYHHUX BY3BKHUX MICIb Y
KoMmyHikaliiHiil aisimsHOCTI TOB «3eren» Ta cTaB OCHOBOIO JJISi MOJAIBLIONO MPOEKTYBAaHHS
MapKeTHUHTOBUX 3ax0/iB. CHJIBHOIO CTOPOHOIO KOMIIaHIi BHU3HAYEHO BHUCOKY SIKICTh MPOIYKIIi
IpeMiyM-CErMEHTa Ta CHIBIPALO 3 BIIOMMMHU YKpaiHCBKMMHM Au3aiiHepamu. BoaHouac cimaOkoro
CTOPOHOIO BHUCTYIAa€ MU(PPOBHUI PO3PUB, IO BUABISETHCS Y HEJOCTATHIN MPUCYTHOCTI Y KaHajIax
NpSIMUX MPOJIAXKiB Ta HU3bKIM KOHBepcii caiiTy. AHalli3 30BHIIIHBOTO CEPEOBHUIIA BKa3ye HAa 3HAUHI
MOXJIMBOCTI y cepi ekcniancli Ha punku €C yepe3 1udpoBl KaHaIU, MPOTE KIFOYOBOKO 3arp03010
3aNUIIA€ThCSA ASPIIUT KaIpiB Ta 3MiHA CIIOKUBYOI OBEIIHKH B 01K TUCTAHIIIITHOI B3aEMOI1.

Cunre3 pesynbrariB SWOT-ananizy Ta ix Bizyasizaiis 3a gornomorotro matpuili McKinsey
J03BOJIMIIM BU3HAYMTH NPIOPUTETHHH BEKTOp po3BHTKY, a came Digital D2C. Lle#i migxin cras
MIAIPYHTSIM JUIs1 po3po0Ky aBTOpchkoi Moneni 4L s komnanii 3ered. Lleit minxia ctaB miArpyHTIM
s po3poOku aBTopebkoi Mmozeni 4L aiist TOB «3eren».

Konnenryansny pamky 4L (Listening, Learning, Loving, Loyalty) cdopmoBano nuisxom
ajanTanii Ta y3araJbHEHHsS NpHUKJIAAHUX MarepianiB y cpepax CRM/CX. Bona 6a3yeTbcs Ha
CydyaCHHUX TIIX0JaXx J0 TOOYAOBH B3a€MOJIi 3 KIIEHTAMH Ta TMOKPAIIEHHS IXHBOTO JOCBITY.
ITpononoBana mojenb 4L mepeTBOpIOE MPOCYBaHHS Ha Mpolec Oe3MepepBHOrO MPOCIYXOBYBAHHS
punky (Listening) uepe3 IHCTpYMEHTH JaTa-MapKeTUHTY Ta Iependadae, 1m0 OpeHa MOCTIHHO
HaBuaeThes (Learning) Ha ocHOBI oTpuMaHoi iH(opMarii. Y il mapagurmi akeHT 3MIIyeThCs 3
TPaH3aKIIHHOTO TIpoJaxy Ha ¢GopMmyBaHHS emorliitHoi mpuB’s3anHocTi (Loving) Ta crtpareridyHoi
Binmanocti (Loyalty).
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Tpanchopmaliist MApKETUHTOBUX Mojelel Bif kinacuuHux 4P no moauHonenTpuyanx 4E Ta
4L 3ymoBieHa (yHIAMEHTAIbHUMU 3PYHICHHSIMH B TEXHOJIOTISX, CYCIUIBCTBI Ta EKOHOMIIIL.
KitouoBum# YMHHHKaM# TpaHChOpMaIlii TOIUTBHO HA3BaTH: PO3BUTOK TEXHOJIOTI1, 3MiHA CIIOKUBYOT
MOBEAIHKM Ta IICHXOJIOTii CHOXHBaYiB, €BOJIOLIS KOHKYPEHTHOI'O CEpeJIOoBHUIIA Ta CTpaTeriuHi
iHimiatuBu €C. Lle cTBOPUIIO MiAIPYHTS A7 IEPETBOPEHHS MAPKETUHTOBOI MOJITHKH MiANPUEMCTBA
3 BHUTPATHOTO MeEXaHI3My Ha IHCTPYMEHT Kamitajgi3amii BiZHOCHMH. EBOMIOMIWHUN NUIAX
MapKETHHTOBUX Mojenel BiJ TpaauuidHoro 4P no aBTopchkoi konuenuii 4L HaBeneno y tadm.l.
Mopenb 4L cnipsimoBaHa Ha TO, SIK 3pOOUTH KIII€EHTA YaCTHHOIO JKUTTSI OpEHY 1 HaBITaKH.

Tabmus 1.
ITopiBHsUIbHA XapaKTEPUCTUKA EBOJIOIIT MapKeTHHIOBUX Moaenei (4P, 4C, 4E, 4L)
Kpurepiit 4p 4C 4E 4L
MOPIBHSHHS Knacuuna CrnoxxuBua Hudposa/ Emouiiina (aBTOpChKa
Jocsingna ajianTarfis)
Astop / E. Ixx. MakkapTi P. JIorep6opH (1990) b. ®etepcronxo CdopmoBano Ha
Iepion (1960) (2009) miJCcTaBi y3araibHEHHS
Cy4YacHHUX MiAXOIB
(2020-Ti)

dimocodis OpienTanis Ha OpienTanis Ha kimieHTa | OpieHTais Ha OpieHTalis Ha CTOCYHKH

IPOAYKT JOCBiJL
Bexrop Momnonor Hiamor (3BOpOoTHHIA BararoxanampHICTB Exkocucrema
KOMYHIiKaIlii (Bix OperIy MO 3B'I30K) (OMHIKaHAJIbHICTD) (cmiBTBOPHICTS 13

Mac) KJTIEHTOM)
Ponb cnoxxuBava | [lacuBHHI 00'€KT AKTHUBHMI IOKyNEb CriBygacHHUK AnBoxkar openny /

BILUTUBY JOCBiny [MapTHEp
Kirouosuit Pexnama Komymnikartist [IpomnoBimyBaHHs IIpocnyxoByBaHHS Ta
IHCTPYMEHT (Evangelism) JIro6oB (Listening &
MIPOCYBaHHSI Loving)
TexHosoriuHe Tpanuuiini menia | basu ganux, CRM, CorrianbHi Mepexi, I Ty4ynuii inTenexr, Big
HAIPYHTS (TB, npeca) InrepHer AR/VR, Data, ESG

MOOUIBHICTH

Jlxepeno: cucremaTu3oBaHo [ 1-4] Ta po3BUHYTO aBTOpOM Mojienb 4L

Ontumizauis npouecis npocyBanHs npoaykuii TOB «3eren» y unppoBomy cepe1oBHILI Mae
OasyBaTucd Ha TpaHcpopMalli TpaJWULIHHOT BOPOHKU MPOJAXKIB Yy JIIOJAUHOLEHTPUYHY MOJEIh
KJIIIEHTCBKOTO J0cBiny. Ha ocHoBi pesynbrariB crpateriunoro ananizy (TOWS ta wmatpuni
McKinsey), IpONOHYEThCSI BIPOBAKEHHSI IHUPPOBOI €KOCHUCTEMM IPOCYBaHHS, IO OXOIUIIOE
YOTUPH eTalu aBTOPChKOT KOHIIENTyanbHO1 pamku 4L: Listening, Learning, Loving, Loyalty (Ta61.2).
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Tabmurs 2.

Kowmmuiekc 3axoniB 3 mudporizaiii nporeci nmpocyBanHs TOB «3eren» 3a mogemtto 4L

Etan Hudposuit [inpoBe MpU3HAYCHHS Ta OUiKyBaHHUH €PEeKT 3B"130K i3 Twin Transition

Mozem 4L IHCTpYMEHT
[I-yat6oTii T | ABTOMaru3auis NEPBHUHHHUX 3alUTIB, HiBEIIOBAHHS . .

Listening Smart- kagpoBoro nedinury. 30ip TaHUX MPO BIOJOOAHHS HpemkrnBrmii aHajus

. S NoTped croxuBaya
aHaTITHKA KII€HTIB

Learning BIM-6i6mioTreka | InTerpamisi Operny B mpoektu apxitekropiB €C. | CTBopeHH:S CHIBHOTO
Ta Bimeo- | HaBuaHHA KiIi€HTa MIHHOCTI MpeMialbHOTO Ta | iH(OOPMAIIIHOTO MPOCTOPY 3
eKCIEePTHICTh €KOJIOTIYHOTO JH3aifHy TapTHEpaMIL.

Loving AR-npumipka ta | [lomonanuas Oap’epy nucranmiiinoi HemoBipu. | Ko-kpeamis: kiieHT —crae
3D- 3poctanHs  KOHBepcii caiity uepe3  edekr | crmiBydyacHHKOM mporecy
KoHpirypaTop BipTyaJbHOI MPUCYTHOCTI CTBOPEHHS MeOITiB.

[Ipo3zopicTs nmanmtora mocradanHs Twin Transition. | CTiHKICTh Ta BiIMOBigaNbHE
Hudposwmii ABTOMAaTH3AaIlisl TIOBTOPHUX NPOAAXKIB Ta CEPBICHOI | CHOXUBAHHSA gyepes

Loyalty nacriopt (DPP) | miarpumkw. o PO30PICTh JIaHHX,
ta CRM- QR-kox Ha QYpHITYpI — MATBEPKEHHS, 1110 3HWKYE | 3a0e3NeYeHHs]  MPHUHIMIIB
MapKeTHHT perynsitopHi Oap'epu €C Ta dopmye JosubHICTH | sustainability Ta

€KOCBIJIOMHX KIIIEHTIB IIOXO/PKCHHS JIEPEBHHU. LUPKYJISIPHOI €EKOHOMIKH

Jlxxepeno: po3po0IeHO aBTOPOM

Etanu Tabn. 2 1eMOHCTPYIOTh, SIK UGPOBI IHCTPYMEHTH BUPINIYIOTh KOHKPETHI IPOOIeMu
MiANPUEMCTBA 4epe3 Npu3My KoHuentyanbHOi pamku 4L. Ilepmmii eranm Listening oxorutoe
MPEIMKTUBHY aHAJITHKY Ta 1HTEJEKTYalIbHHH MOHITOPHHI, IO 3abe3neuye rIHOOKe PO3yMiHHS
notpe0 CrokMBaya IIe 0 MOMEHTY Mepmioro KoHTakTy. [pyruii eran Learning 3acHoBaHuii Ha
BUKOPUCTaHHI IHTEPAKTUBHOI'O KOHTEHTY Ta €KCIEPTHUX 3HaHb JJIs HAJJaHHA KJIIEHTaM 1 apTHepaM
BUYepnHOi iHpopmamii y 3pydnomy nudppoBomy ¢opmari. Tperiii eran Loving mnependavae
3actocyBaHHs Phygital-iHCTpyMeHTH Ta Bi3yani3alii, 0 € KPUTUYHUM Il MOJOJaHHsA Oap’epy
aucTaHuiiHoi nokynku. YerBeptuih eran  Loyalty BukopucroBye CRM-mapkeTuHr Ta
aBTOMAaTH3allil0 3 METOIO MIEPETBOPEHHSI Pa30BOi MOKYNKH Ha TPUBAN CTOCYHKHU 3 OpEH/IOM.

Peanizanis 3amponoHoBaHux 3axoniB  Ao03BoauTh TOB «3eren» TpancopmyBatu
KOMYHIKaIliliHy JisUIbHICTh Y BUCOKOTEXHOJIOTIYHUHN MpoIlec, 110 3abe3rneuye He JIMIIe 3pOCTaHHs
MPOJaXxiB, a i popmMyBaHHS CTaOUILHOI CHUIBHOTH JIOSJIBHUX CIIOXKHBAYiB Ha INI00AIbHOMY PUHKY.
L1e cTBOpIOE €AMHY M (PPOBY EKOCUCTEMY, /1€ KOXKEH IHCTPYMEHT CUHEPT1YHO IT1JICHIIIO€ HACTYITHUI.
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