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AHomauyis. Y cyyacHux ymosax yughposoi mpaHcghopmauii ma eKoOHOMIKU epakeHb
cmapmarnu cmuKkalombCsi 3 BUKITUKOM popMy8aHHs egheKmugHOI MapKemuH2080-
KOMYHIKayitHOI nomimuku npu obmexeHux hiHaHCOoBUX pecypcax. 3a cmamucmukoro,
6n1usbko 90% cmapmariie 3a3Haromb Hegdauyi MPOMS20M Mepwux MpPbOX POKI8, MPUYOMY
HeeghekmusHi MapKkemuH208i KOMyHikauii € OOHiE 3 KM4Yoeux npuyuH. TpaduyiltHi
MapKemuHa08i iHCmMpyMeHmu euMazaromb 3Ha4YyHux O6rdxemis, wo pobumb Iix
HedocmyrnHuMu Ons mMosiodux kKomradild. [lonpu akmueHe Aocrid)eHHs yugpoesozo
MapKkemuHay, 3anuwaemscsi HedocmamHbO cucmemamu3ogaHum nidxid do eubopy
6r0dxemHuX HCMpyMeHmie npocye8aHHs1 3 ypaxysaHHAM creyugiku pi3HUX emanig
po3eumKy cmapmarly ma ApuHyurie CmeopeHHs1 eMOUIUHUX 8paxeHb. HedocmamHbo
8uBYEeHUMU € Kpumepii 8i0bopy onmumarnbHUX KaHarie KOMYHikauii 0ns ¢bopmyeaHHs
eMoyiliHoeo 38’A3Ky 3 aydumopieto, a makox nidxodu 00 iHmeapauii pisHUX
iHCcmpymeHmie 'y €0uHy cmpameaito CMBOPEHHSI KiieHmcbkoao docgidy 3a ymosu
obmexeHux pecypcie. Memoro cmammi € meopemuyHe obrpyHmysaHHsi ma po3pobka
npakmuyHuUx pekomeHOauyili w000 ¢opmysaHHsT eheKmueHOI MapKemuHa2080-
KOMYHiKauitiHOT nofiimuKku cmapmariie Ha 0CHO8i 6rodXemHuX iHcmpymMeHmie yughpoesozo
rpocy8aHHs1 8 yM0OBax EKOHOMIKU 8paxeHb. ¥ cmammi cucmemMamu308aHO iHHO8ayilHI
6r0dxemHi iHCmpymMeHmu Uugpo8o20 MapKemuHay 3a mpboma emarnamu pOo38UMKY
cmapmariy (3arnycK, 3pocmaHHs, MacwmabyeaHHs]), 8U3Ha4YeHo ixHi uirni ma nomexuian
CcmeopeHHs1 8paxeHb. Po3pobneHo kpumepii 8id6opy onmumMarnbHUX KaHasie KoMyHikauii
3 ypaxyeaHHsiM noeediHKO8UX MamepHie aydumopii ma eKOHOMIYHOI eghekmugHOCM.
BarnporoHoeaHo iHmMeepauiliHy modesib 83aemoldii iIHcmpymeHmie Ha emarnax customer
journey (0bisHaHicmb, po3ensd, KOHEepCis, NosfbHICMb, adgokauis) 3 akyeHmoMm Ha
CuHepeemu4yHoMy eghekmi ~ma asmomamu3auii nepexodie MK  KaHamamu.
MapkemuHzao80-KoMyHikauiliHa nosimuka cmapmarie 6 €eKOHOMIlUi epaxeHb Mae
basysamucs Ha KpeamusHocmi ma 30amHocmi cmeoprogamu emouitiHuti 0oceid, a He
Ha obcsa3si 6o0xemy. Modanbwi docnidxeHHs Matomb Oymu cripsiMogaHi Ha pPO3pPObKy
MempuK 8UMIpto8aHHsI IKOCMi CMBopI8aHUX 8paxeHb ma ix ennusy Ha 00820CMpPoKo8Yy
T1051/1IbHICMb CrioXueauyis.
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Knroyosi cJjioea: MapKemuH2080-KOMyHikauiliHa nosnimuka, cmapmarnu,
MapKemuHz08i IHCmpymMeHmu, uugposuli MapKkemuHe, eKOHOMIKa 8paxeHb, CUHepais
KaHarie, oOMHiKaHallbHICMb, MpoCcy8aHHs

Abstract. In the current context of digital transformation and the Experience
Economy, startups face the challenge of formulating an effective marketing and
communication policy while operating with limited financial resources. Statistically,
approximately 90% of startups fail within the first three years, with ineffective marketing
communications being one of the key contributing factors. Traditional marketing tools
require substantial budgets, making them inaccessible to young companies. Despite
active research into digital marketing, the approach to selecting budget-friendly
promotional tools remains insufficiently systematized, particularly when considering the
specificity of different startup development stages and the principles of creating
emotional experiences. Furthermore, the criteria for selecting optimal communication
channels for establishing an emotional connection with the audience, as well as
approaches to integrating various tools into a unified strategy for creating a seamless
customer experience under resource constraints, are not adequately explored. The
purpose of the article is the theoretical substantiation and development of practical
recommendations for forming an effective marketing and communication policy for
startups, based on budgetary digital promotion tools within the Experience Economy. The
article systematizes innovative budget digital marketing tools across three stages of
startup development (launch, growth, scaling), defining their objectives and potential for
creating impressions. Criteria for selecting optimal communication channels are
developed, taking into account audience behavioral patterns and economic efficiency. An
integrative model for tool interaction across the customer journey stages (awareness,
consideration, conversion, loyalty, advocacy) is proposed, focusing on the synergistic
effect and automation of transitions between channels. The marketing and
communication policy of startups in the Experience Economy must be grounded in
creativity and the ability to generate emotional experiences, rather than relying solely on
budget volume. Further research should focus on developing metrics to measure the
quality of the impressions created and their impact on long-term consumer loyalty.

Keywords: marketing and communication policy, startups, marketing tools, digital
marketing, Experience Economy, channel synergy, omnichannel, promotion

JEL codes: M31, M37, O35.

IlocranoBka_npodaemu. CydacHe Oi3HEC-CEpEIOBHUIIE XapaKTEPU3YETHCS CTPIMKUM
3pOCTaHHAM KUJIbKOCTI CTapTamiB, SIKI HAMAraloThCsl 3aiHATH CBOIO HIlly Ha PUHKY B YMO-
Bax OOMEKeHMX (hiHAHCOBHX PECYpCIB Ta BUCOKOI KOHKYPEHIIii. 3a TAaHUMH CTAaTUCTHKH,
6m3pk0 90% cTapramniB 3a3HAIOTh HEBJAYi MPOTIIOM IEPIIMX TPHOX POKIB ICHYBaHHS, 1
OJTHIEO 3 KITFOYOBHX MPUYMH IHOTO € Hee(DeKTHBHA MAapKETHHTOBO-KOMYHIKAITiifHa TTOJi-
ThKa. TpaauiiitHi MapKeTHHTOBI IHCTPYMEHTH BUMAratoTh 3HAUHUX OIOJPKETIB, 110 POOUTH
iX HEOCTYITHMMH ISl MOJIOIMX KOMIIaHIi Ha MOYATKOBUX €Tarax po3BHTKY. B ymoax
€KOHOMIKH BPaXKEHb, JIe CIIOYKHBadi OUIKYIOTh HE MPOCTO TOBAPH UM TOCITYTH, & YHIKAIIb-
HUI EMOITIMHUI JIOCBIJT Ta 3a1aM’ ITOBYBaHY B3a€MOIi0 3 OPEHJIOM, CTapTaly CTUKAIOTHCS
3 JI0JATKOBUMH BHUKJIMKAMH II0JI0 CTBOPEHHS LIIHHOCTI MpH 0OMekeHUX pecypcax. Llud-
poBa TpaHchopMarris 6i3HeC-TPOIIECiB BiIKpUBAE HOBI MOKIIMBOCTI IS CTapTariB y cdepi
MapKETUHIOBUX KOMYHIKAI[i{, JTO3BOJSIOYM CTBOPIOBATH IEPCOHANI30BaHI Bpa)KeHI Ta
JIOCSTATH IJThOBOT ayUTOPIi 3 MiHIMAJIbHUMH BUTpaTamMu. OIHaK BiZICYTHICTh CHCTEMATH-
30BaHOTO MIX0My 10 (hOPMYBaHHSI MapPKETHHTOBO-KOMYHIKAIIIITHOI TIOJTITHKY TIPH3BOIUTH
JI0 Hee(DeKTUBHOTO BUKOPUCTAHHSI HasBHUX PECYPCIB.

AHajiz  jpocaimkenb i myOuaikamiid.  [IpoOmematnka  MapKeTHHTOBO-
KOMYHIKAIIIHOT MOJITUKA MIANPUEMCTB Y HU(POBOMY CEPEIOBHILI aKTUBHO JOCIi-
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JOKYETBCSI BITYM3HSHUMHU Ta 3apyODKHUMHU HAayKOBIIMH. OCOOIUBOCTI ITUPPOBOTO
MapKETHHTY JUIS IHHOBAIlIMHUX MPOAYKTIB JTOCIIHKEHO Y poboTi [1], me aBTOpU BH-
3HAYMIM 3aKOHOMIPHOCTI BIIPOBA/DKEHHS IHU(PPOBOrO MAPKETHHTY 3 METOK) IMOKpa-
ICHHSI PIBHS q)iHaHCOBI/Ix pesynbraris. B socmikenHi [2] npoananizyBaii KoMepii-
alli3aiiio iHHOBAILIA 3a JOMOMOrOKO IHCTPYMEHTIB IIH(POBOro MapKETHHTY B yMOBaX
CKOHOMIKH BPaKCHb, MPOACMOHCTPYBABILH Ba)KTHBICTh CTBOPSHHS YHIKAIILHOTO KITi-
€HTCBKOTO JIOCBiMy uyepe3 uuGpoBi KaHamu KoMyHikamii. I[IluTaHHS KOHTEHT-
MapKETHHTY SIK 0230BOT0 €JIEMEHTY IU(PPOBOi KOMYHIKAIIIHOI cTpaTerii po3risHyTO
B JIOCJIJDKCHHSIX, SKi IMiIKPECITIOITH POJIh AKICHOTO KOHTEHTY y (hOpMYyBaHHI JIOSIIb-
HoCTi aynuTopii [3, 4]. Cnerudixa SMM-ctpateriii a1t Maoro 0i3HeCy Ta cTapTariB
IpoaHalli30BaHa B MpalsiX, MPUCBIYCHUX COLIAJBHUM Mefia K miaTdopmi uid 1mo-
OynoBu OpeHny [5, 6].

[Mpobnemaruka email-MapKeTHHTY Ta MapKETHHTOBOI aBTOMAaTH3allii U cTapTa-
MiB BUCBITJIEHA B pOo0OTax, 10 JEMOHCTPYIOTh BUCOKY PEHTA0EIbHICT 1HBECTHIIIH Y
nei kaHan komyHikamii [7, 8]. SEO-onTumizaris sk JOBrOCTPOKOBA IHBECTHINIS B
opraHiyHU# Tpadik poO3TIAAAETHCSA B JTOCTIDKCHHSX, M0 MiAKPECIIOITh BAXKIUBICTh
MOIITYKOBOTO TPOCYBAHHS JUIsI CTapTamiB 3 0OMEXEHUM OOJKETOM Ha IJIaTHY PEK-
namy [9, 10]. IluranHsa nepcoHamizarii MapKeTHHTOBUX KOMYHIKAI[iH 3a JIOTIOMOTOIO
JAHUX Ta AHAJITHKU JOCIIDKEHO B TpAIliX, MPUCBSIUEHHX customer experience Ta
BUKOPHUCTAHHIO TEXHOJIOTIH MITYy9HOTO iHTEeNneKTy [11, 12].

Crparerii growth hacking six anprepHaTHBa TpaAULIKHOMY MAapKETUHTY JIJISl CTap-
TarniB npoaHaJIi3OBaHi B po0oTax, U0 OMHUCYIOTh HECTAHJAPTHI MiXO0AH O MIBUAKOTO
3pOCTaHHS 3 MiHIMAJTbHUMH BUTPaTAMH [13]. MeTpI/IKI/I e(beKTI/IBHOCTl 1 poBOTO
mapkeTrHry Ta ROI MapKeTHHIOBHX IHBECTHUILIN POSIIISHYTI B NPALX, MPHCBIYCHAX
MapKETUHIOBIf aHAJITHII, /16 aBTOPH 3alIPOTIOHYBAIM CHCTEMH MOKA3HUKIB IS OIli-
HKA €()EeKTHBHOCTI MapKETHHTOBO-KOMYHIKAIIMHOT TIOJITHKH CTapTamiB B yMOBax
oOMexeHux pecypceis [14, 15]. Oanak 3anumaeTbest moTpeda B KOMIIEKCHOMY J10C-
JiDKeHHI, sike 0 cucTeMaTH3yBasio OIOJHKETHI IHCTPYMEHTH IH(POBOTO MPOCYBaHHSI
Ta 3amOpONOHYBAJIO TMPAKTUYHI MTiAXoau 10 (GopMyBaHHS  MapKETHHIOBO-
KOMYHIKAI[II{HOT OJIITUKU CTapTaIiB.

Metonuka gociaigxeHHsl. MeTOMOIOTIYHOIO OCHOBOIO JOCHIHKEHHS € CHCTEM-
HUM TiAXIT 0 aHali3zy MapKeTHHIOBO-KOMYHIKAIIIHOT MONITUKY CTapTamiB y Q-
POBOMY CEpEIOBHIII B KOHTEKCTI €KOHOMIKHM Bpa)keHb. BUKOPHCTAaHO METOIM CUCTE-
MHOTO Ta CTPYKTYypHO-(DYHKIIIOHAJILHOTO aHaNi3y I BHU3HAYCHHS B3a€MO3B’SI3KiB
MK eJleMEHTaMH MapKETHHIOBHX KOMYHIKAIlIi Ta CTBOPEHHSIM KJIIEHTCHKOTO JIOCBI-
Iy, TIOPIBHSJILHUI aHaJIi3 JIJIs OIIHKY TIepeBar pisHUX KaHaJiB IIU(PPOBOTO MPOCYBAH-
HS 3 TOYKU 30py TeHEPYBaHHS Bpa)keHb, KiIacu(iKaIlito Ta TpynyBaHHs IJisl CUCTEMa-
Tu3alii OJKETHUX I1HCTpyMeHTIB. KoOHTeHT-aHali3 HayKoBUX myOmikamiii Ta
MPAKTHYHHX KEHCIB 03BOJIMB BUSBUTH HAii01IbII PCKTHBHI NPAKTHKA (pOPMYBaHHS
MapKETHHT OBO- KOMYHIKAI[IIfHOT TOJIITUKK CTapTamiB, OPIEHTOBAaHOI HAa CTBOPEHHS
3aram’ ITOBYBaHHUX BPaXKEHb.

Bunisienns1 HeBUpilIeHNX paHillle YACTHH 3arajibHOI npodaemMu. Hezpakaroun
Ha 3HAYHY KUIBKICTh JOCHIKEHb Yy cepl HUPpPOBOro MapKETHHTY, 3aJHILAETHCS
HU3Ka HEBUPIMIEHUX MUTaHb. [lo-miepime, Opakye KOMIUIEKCHOTO MiIXOMY 0 CHCTe-
MaTHU3alii OIKETHUX iHCprMeHTiB u(pOBOTo MPOCYBAHHS 3 ypaxyBaHHSAIM 0CO0-
JIMBOCTEH CTBOPECHHS BPAKCHb Ha PI3HMX €Tanax po3BUTKY crapraiy. Ilo-npyre, He-
JOCTaTHBO PO3POOJIEHUMH € KpHUTepil BiIOOPY ONTHMAaJIbHUX KaHATIB KOMYHIKaIlii

368



Ut GOpMyBaHHS €MOIIIITHOTO 3B 53Ky 3 ayJAUTOPIEI0 CTapTariB pi3HUX ramyseit. [1o-
TpeTe, noTpedye MOTIMOICHOTO BUBUEHHS TIMTAHHS IHTETrpallii pi3HUX IHCTPYMEHTIB
y €IMHY CTpaTerii0 CTBOPEHHS KJIIEHTCHKOTO JOCBITY 32 YMOBU OOMEKEHOI0 OIOKe-
Ty. [lo-ueTBepTe, HEMOCTATHLO OMpAIbOBAaHI METOAMYHI TIAXOMW JO BUMIPIOBAHHSI
€(eKTUBHOCTI MapKETUHIOBO-KOMYHIKAIIHOT MOJITHKH CTapTamiB 3 TOYKU 30pYy
SIKOCTI CTBOPIOBAHHX BP@)KCHB Ta iX BIUIMBY Ha JIOSUIbHICTh CHIOKMBAYIB.

Meroro cTaTTi € TeOpeTHIHE OOTPYHTYBAHHS Ta PO3pOOKa MPAKTHYHUX PEKOMEH-
Jawiii o0 GpopMyBaHHs eeKTHBHOI MaPKETHHIOBO-KOMYHIKAIlIi{HOI OMNITHKH CTa-
pTamiB Ha OCHOBI OIO/PKETHUX 1HCTPYMEHTIB IIU(PPOBOTO MPOCYBAHHS B YMOBAX €KO-
HOMIKH BpaKeHb. J{JIs1 TOCATHEHHS] METH BU3HAYCHO HACTYITHI 3aBIaHHS:

— cUcTeMaTH3yBaTH OOJDKETHI IHCTPYMEHTH IM(POBOr0 MapKETUHTY 3 TOYKH
30py iX MOTeHLiany /Ui CTBOPEHHS BpaXKEHb Ha PI3HHUX €Tanax pO3BUTKY CTapTaIly;

— po3pobuTu Kputepii BiAOOPY ONTUMAIbHUX KaHaJiB LHUPPOBUX KOMYHIKa-
i 3 ypaxyBaHHSIM crneuudiku (GopMyBaHHS €MOLIMHOTO 3B’SI3Ky 3 IIJIHOBOIO
ayIUTOPIEIO;

— OOTpYHTYBaTH MiIXOHU 10 IHTErpallii pI3HUX IHCTPYMEHTIB y €IUHY CTpPATETiI0
CTBOpEHHS KIIEHTCHKOTO JIOCBIy 32 YMOBH OOMEXEHHX PECypCiB;

Bukaaa ocHoBHoro marepiaiay. CrucremaTtu3aiiisi O10DKETHUX 1HCTPYMEHTIB ITH-
(hpoBOro MapKETHHIY 3 TOUKH 30Dy iX MOTCHIIaNy /Ul CTBOPSHHS BPa)KCHb Ha PI3HAX
eTanax pO3BHTKY cTapraimy. MapKeTHHrOBO-KOMYHIKalliiHa TMONITHKA B €KOHOMII
BpPaKEHb — 1I€ 1HTerpOBaHa LIlJIeCprlMOBaHa CTpATeris, ¢ WIHHICTh JUIsl CIOKMBAYA
CTBOPIOETHCS Yepe3 eMOIIIHO HACUUEHHI JJOCBIJ], 8 MAPKETUHT OBl IHCTPYMEHTH O00U-
paroThCs 3a iXHIM TOTEHITIAJIOM BUKIMKATH CHIIBHI eMoIIii 1 3a0e3meunT O0e3moBHY
B3aeMO/IiI0 (seamless experience), 3aMilllyl0ud aKIEHT 13 TpaHciALii iHpopmarlii Ha
oprasizaifito BpakeHb. PopMyBaHHS €()EKTHBHOI MapKETHHTOBO-KOMYHIKaIliiHOT
MOJIITUKK CTapTaIlliB B yMOBaX €KOHOMIKH BpakKeHb TMOTPEOye HITKOTO PO3YMIHHS
MOTEHLIaTy PI3HUX IHCTPYMEHTIB IIU(PPOBOTO MApKETHHTY Ha KOKHOMY €Talll pOo3BU-
TKy KommaHii. JlocmikeHHsI MOKa3yloTh, MO YCIINIHI CTapTalyd BHKOPHUCTOBYIOTH
JudepeHLiioBaHNM MIXiA 10 BUOOPY MApKETHHTOBUX IHCTPYMEHTIB 3aJI€KHO BiJ
CTaii JKUTTEBOTO LIMKITY, HASIBHUX PECYPCIB Ta cenu(iku HiaboBoi ayauTopii [1, 2].
B exoHOMIIll BpaXeHb, NI¢ CIIOKMBAadl OYIKYIOTH TEPCOHATI30BAHOTO Ta €MOIIIWHO
HAaCHYEHOTO JOCBiTY B3aEMO/Iii 3 OpPEHIOM, HaBiTh OFOJKETHI IHCTPYMEHTH U POBO-
0 MapKETHHTY MOXXYTh CTBOPIOBATH 3HA4YHY IIIHHICTH 32 YMOBH iX CTPaTETIYHOTO
3acrocyBaHHs. Kill04OBHMM 3aBHaHHAM € BU3HAUEHHS ONTHUMAJIFHOTO HaOOpy iHCTPY-
MEHTIB, sKI 3a0e3nevyarb MakCUMaJbHUNA €(eKT MpH MiHIMAaIbHUX (DIHAHCOBHX BU-
TpaTax Ha pi3HUX eTanax PO3BUTKY CTapTaIry.

CucremaTusanis OIOKETHUX 1HCTPYMEHTIB LU(POBOr0 MAapKETHHTY 3JIHCHEHA 3
ypaxyBaHHSIM TPbOX OCHOBHHX €TaIliB PO3BHTKY CTapTaily: eTan 3amycky (pre-seed,
seed), eran 3pocranns (early stage) Ta eran MaCHITa6YBaHH$I (growth stage). Ha xosx-
HOMY 3 LIUX €TaliB MPIOPUTETH MAaPKETHHIOBO-KOMYHIKAIIfHOI MOTITHKA Kap/1Ha-
JHHO 3MIHIOIOTHCS: Bia (popMyBaHHS mepBHHHOI 00i3HAHOCTI Ta Bawigamii product-
market fit Ha eTami 3amycky 10 TOOyIOBHU CTIHKOT JOSIILHOCTI Ta MAaCOBOTO OXOIUICH-
HS Ha erari macimradyBaHHs [5, 13]. AHani3 NpakTHYHUX KEWCIB yCHIIIHUX CTapTa-
MiB MOKa3ye, IO HAHOLIBII e(EKTHBHUMU € KpEaTHBHI, HCCTaHI[apTHi MiAX0MU 10
H(ppOBOro MapKeTHHTY, sKi JTO3BOISIIOTH CTBOPIOBATH 3arlaM’sITOBYBaHI BpaeHi
HaBITh MpH oOMmexxeHomy OrojkeTi [11, 12]. Pesynbpratu cucremaTusanii mpeacras-
neHi B Ta0m. 1.
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Tabauys 1

CUCTEMATM3AIIA IHHOBAIIMTHAX BIOJKETHUX IHCTPYMEHTIB
OUPPOBOI'O MAPKETHHI'Y CTAPTAIIIB 3A ETAITIAMUA PO3BUTKY

Ne ETan possHTiy Bro/pkeTHI IHCTPYMEHTH Ilini MapKeTHHIOBO-KOMYHiKaLi{HOT
IH(pPOBOro MapKETUHTY MO TUKA
1. | Eran  3amycky | Product Hunt 3amyck, Reddit AMA, | ®opmyBanHs MIEPBUHHOTO
(pre-seed, seed) meM-MapkeTuHr, TikTok denenmxki, | emouiliHOro pE30HaHCY Ta
Telegram-criIbHOTH, TMOJAPYHKOBI | 00i3HAHOCTI, Bamijallis I[IHHOCTI
NFT yepes CIUTbHUH JIOCBI
(community), TECTYBaHHS

MECEJ[KIB, CTBOPEHHS BipallbHOTO
Buzz-edexry.

2 | Eran 3pocranns | IntepaktuBHi Instagram Stories, | [TornuOieHHS eMOLIHOTO 3B’SI3KY

(early stage) Al-renepoBani MepCOHaNi30BaHi | Ta JIOBipH, MiABUAILEHHS
BiZleo, Koyutabopamii 3 Mikpo- | 3amydenocti (Engagement) uepes
iHQuoeHcepamu,  redmudikallis, | MepcoHati3aiio JIOCBITY,

user-generated KOHTEHT-KOHKYPCH CTUMYJIIOBaHHS Word-of-Mouth
(amBokartii), 301JIbIICHHS] KOHBEPCIl
4yepe3 NO3UTUBHI BPaKEHHS.

3 | Eran Podcast-roctioBanns, AR-dinbTpu, | ABTOMaru3ariis 0e31I10BHOTO
MacimTaOyBaHHsl | iHTepakTHWBHI BeOiHapu 3 breakout | KII€HTCBKOTO JOCBiNY, CTBOPEHHS
(growth stage) rooms, ambassador mporpamu, | Immersive = Brand  Experience

chatbot-kBectn, BipTyasibHi iBeHTH | (IIIMOOKOTO 3aHYpeHHs), moOyaoBa
B Metaverse Brand Advocacy yepes
EKCKJIFO3UBHI BpaKECHHS,
(dbopmyBaHHA JIOBIOCTPOKOBOT

nosnbHOCTI (LTV).

Jicepeno: ckinaaeHo aBTOPOM Ha OCHOBI [5, 13. 14, 16].

[{imi MapKeTHHTOBO-KOMYHIKAI[IHHO TIOJIITUKK CTApTAIiB JEMOHCTPYIOTh HIiTKY
€BOJIIOIIIIO BiJl TAKTUYHUX JI0 CTPATET1YHUX MPIOPUTETIB BIAMOBIIHO /10 €TalliB pO3-
BUTKY KoMmmaHii. Ha erami 3amycky (Pre-Seed/Seed) kputnuHoIo € mBHIKa Basligalis
KOHIIeTIii Ta (OpMyBaHHS TIEPBUHHOTO €MOIIIHHOTO pE30HAHCY Yepe3 BipalbHI Me-
xaHi3Mu. [HcTpymenTH, Taki sik Product Hunt (mnatdopma asist 3amycky HOBHUX TeX-
HOJIOTIYHUX TPOAYKTIB) abo ykpaiHchki crapran-matdopmu (Ukrainian Startup
Fund, DEV Community Ukraine) ta ¢opmar AMA (Ask Me Anything — cecist «3a-
TIUTAH MEHE IO 3aBIOJHOY, 1€ 3CHOBHUKH BIJIKPHTO CIILIKYIOTHCS 3 ay,[[I/ITOpICIO) Ha
Reddit, 3a0e3medytoTh MPO30picTh KOMYHIKAIll Ta OTPUMaHHS 3BOPOTHOTO 3B’SI3KY
B1JI TEXHOJIOTTYHOI criabHOTH, Toi K TikTok-uenenpki Ta MeM-MapKeTHHT TeHEPY-
I0Th OpPraHivyHe MOMIMPEHHS 3 MiHIMAJBHUMH BUTPAaTaMHM, aKIICHTYIOUM Ha PO3BaXka-
TpHOMY KOHTeHTI [13].

Ha erami 3poctanns (Early Stage) dokyc 3miniyerbcs Ha MacoBe 3aiydyeHHsS Ta
yTpUMaHHS KITIEHTIB (retention — TMMOKa3HMK 37JaTHOCTI KOMMaHil YTPHMYBaTH ICHY¥O-
4MX KIi€HTIB). Binbip iHCTpyMeHTIB, 30kpeMa Al-iepcoHanizoBaHnX BiJeo Ta KOJLIa-
Oopartiiif 3 Mikpo-iH}roeHcepamu (J1iepamMu JyMOK 3 ay,[[I/ITOpICIO 10-100 Tucsy mi-
JMHUCHUKIB), CIIPSIMOBAaHUN Ha TMOTIMOJIEHHS €MOIIMHOTO 3B’S3Ky Ta 3a0e3nedeHHs
ABTEHTHUYHOCTi, @ AaKTUBHE BHMKOPUCTAHHS KOHTEHTY, CTBOPEHOTO KOPUCTyBayaMH

(UGC — User-Generated Content), nepeTBOpio€ KJI1€HTIB Ha aKTUBHUX aMOacagopiB
Openmy [2; 11].
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Ha erami macmtabyBanns (Growth Stage) crapranu iHBECTYIOTh Y CKJIQIHIIII TEXHO-
JoTii 3aHypeHHs (immersive experience — JOCBI TITMOOKOTO 3aHYpeHHs) Ui 3a0e3re-
yeHHs AudepeHLialii Ha pUHKy Ta o0y10BH JOBrocTpokoBoi brand advocacy (anBoka-
11ii OpeH Ty — aKTUBHOTO MPOCYBAHHS OpeHIy 3aJ0BOJICHUMH KiTi€eHTaMHu). [HCTpyMeHTH,
sk-0T AR-inbTpu (Augmented Reality — nonoBHeHa peanbHICTh) Ta BIpTyallbH1 1BEHTH
B Metaverse (MeTaBcecBIT — BIpTyalbHHI CBIT 3 €EKTOM HpI/IcyTHOCTi) JIO3BOJISIFOTh
BIpPTYyaJIbHO ««cnp06yBaTH» MIPOTYKT, MTO3MITIOHYI0UHN OpeHn sk iHHoBamiiHui [12]. Ha
bOMY eTalll KIIOYOBUMH MOKa3HUKAMH e(beKTI/IBHOCTl cratoth lifetime value (LTV —
3arajbHa IIHHICTh KJIIEHTA MPOTSATOM YChOTO TEpiofy B3aemomii 3 OpeHmom) Ta brand
advocacy. TakuM 4MHOM, HE3aJISKHO Bijl TOTOYHOTO €TAITy, B €KOHOMIIII BpayKeHb YCITi-
IIIHA MapKETUHIOBO-KOMYHIKaIllifHa MOJITUKA 0a3yeThCsl HA KPEaTUBHOCTI, aBTEHTUYHO-
CTi Ta 3/IaTHOCTI CTBOPIOBATH €MOIIIMHO PE30HAHCHUMA JTOCBIM, MIHIMI3YIOUH 3aJICKHICTh
BiJ1 00CSTY peKIIaMHOro OIOKETY Ta CTUMYJIOI04M capadanne paaio (word-of-mouth —
YCHE PO3MOBCIOKEHHS 1H(opMaLlii Tpo HpOI[yI(T) [L;5].

Kpurepii Bifbopy onTiManbHIX KaHATIB HH(QPOBUX KOMYHIKAIIN 3 ypaxyBaHHIM
cnenudiku GopMyBaHHsS €MOLINHOIO 3B 43Ky 3 LILJILOBOIO aynutopieto. [Iporec Bif-
00py ONTHUMaLHUX KaHATIB MOBHHEH TaKOX BpaxoByBaTH crenu(diky (popMyBaHHS
E€MOIIIfHOTO 3B’SI3KY 3 ayJUTOPIEr0, MO0 OCOOJMBO BaKIMBO B €KOHOMIIll BPa)KEHb.
Pi3ni kanamu nupoBUX KOMYHIKAIM MalOTh Pi3HUN MOTEHLIAN JJi1 CTBOPEHHS €MO-
miftHoro pezoHancy: BimeokoHTeHT y TikTok ta Instagram Reels 3abe3neuye mBu-
KU eMOLIHHUI BIUIMB 4epe3 BiyalbHe cTopiTeniHr, Telegram-cniibHOTH CTBOpPIO-
I0Th BITUYTTS HpI/IHaJ'Ie)KHOCTi JI0 3aKPUTOTO Kny6y, LinkedIn no3Bonse GynyBaTu
eKCIIEPTHY PeIyTalliio Ta JOBipy, a lHTepaKTI/IBHl €JIEMEHTH B JIo/1aTKax (redmudika-
1Tis1, IepcoHaizamisi) GopmMyroTh 3BHYKY T2 IIPUB ’s13aHICTh 10 TIPoaykTy [2; 11]. Ba-
JKIIMBUM aCTIEKTOM € TaKOX aHajli3 KOHKYPEHTHOTO CEpeJIOBHINA: CTAPTAIH MOXYTh
OTpUMAaTH KOHKYpPEHTHY TIepeBary, oOuparodr MEHII HacCHUeHI KaHaJu a0 BUKOPHC-
TOBYIOUM HECTaHAAPTHI MiAX0Au B nomyssapHux miatdopmax [13]. Kpurepii Bigbopy
MOBWHHI OyTH JMHAMIYHUMH Ta TIEPETIISIATUCS Ha KOXKHOMY €Talli pO3BUTKY CTapTa-
My, OCKUIbKM ONTHUMAJbHUNA MAapKETUHTOBUN MIKC €BOJIOIIIOHYE pa3oM 31 3MIHOIO
O13Hec-11iIeH, pO3MIMUPEHHIM ayAUTOpPIi Ta HAKOIMYEHHSIM pecypciB (Tadu. 2).

Tabnuys 2

CUCTEMATM3AIIA IHHOBAIIMTHAX BIOJKETHUX IHCTPYMEHTIB
HUPPOBOI'O MAPKETHHI'Y CTAPTAIIIB 3A ETAITAMM PO3BUTKY

Etan po3Butky l'onoBHa mera KimrouoBi kpurepii Binbopy iHCTpyMEHTIB

1. 3anyck (Pre- | Bamimauis mpoaykry, ¢opmy- | MiHiManbHi OFOMKETHI BUTpaTH, MaKCH-
Seed, Seed) BaHH [IEPBUHHOIT 00I3HAHOCTI. | MaJbHUH NOTEHLIaN BipaJbHOCTI, LIBHJIKA
TeHepallis 3BOPOTHOTO 3B’ 513Ky ((inoex).

2. 3pocranns (Early | MacoBe 3amydeHHs KiieHTiB, | MacmraboBaHiCTh OXOIUIEHHS, 34aTHICTh
Stage) MmiIBUIICHHS  3ay4eHHocTi 1 | mo ctBopenHs UGC, GpopMmyBaHHS eMOLiii-
YTpUMAaHHS HOTO 3B’S3Ky, BHCOKAa BHUMIpIOBaHICTh
KOHBEPCIHUX METPHK.

3. MacmrabyBanust | ABTomarusanisi  kiieHtcbkoro | EdexkruBnicte LTV npo CAC, mimboka
(Growth Stage) JOoCBily, noOynoBa ajaBOKauii | iHTerpauis Ajs aBTOMaTH3alii, CTBOPEHHS
OpeHny. Immersive Experience (riamnbokoro 3any-
PEHHSI) IUIsI JIOSUTBHOCTI.

Jlxeperno: ckiazeHo aBTOpOM Ha OCHOBI [1, 2, 3, 16]
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Ha puc. 1

CXEMaTUYHO BiZOOpaKEHO

171€10

iHTEeTpaIii MapKeTHHTOBHX

IHCTpYMEHTIB Tiag dYac (GOpMyBaHHS 1 peaiizaiii MapKeTHHTOBO-KOMYHIKaIliiHOT
TOJIITUKH B €KOHOMIIlI BpaXXECHb.

| 1
1 Tumnm VI 1
| Emouniitanit Edexr InrepakTuBHa |
BpaKeHb ) :
[ 3B 30K 3aHypEHHS 3aJy4EeHICTb !
| 1
1 1
1 1
| BipanbHuii |
1 edexT 1
1 1
1 : 1
| _ Biguyrrs |
| AnBokanis ) MPUHAJIEKHOCTI 1
- 1
: BipanbHuii epext Exonomi |
" Ka Bpa- |
| JKEHb 1
| A . Ilepconanizanis :
! BTCHTUYHICTD / \‘ JOCBizLy |
| 1 0oBipa | |
1 1
O A 1
MapKeTHHI0BO-KOMYHiKaliliHa
HOJIITHKA
) v
Kpurepii [HTeTpAalis MapKETUHT OBIX
BUGOpY IHCTPYMEHTIB
.

| ;___---___---___---___---l
! 1

1 ) -
1 JlosinbHICTD Konkypenra Bpaxenns 30ibIIeHHS :
! KIIIEHTIB repesara Bix OpeHny KOHBEpCii |
! |
Pesynpratu :

Puc. 1. InTerpaiiiss MapKeTHHTOBUX IHCTPYMEHTIB il yac popMyBaHHS
1 peanizallii MapKETHHIOBO-KOMYHIKAIIHHOT MOITUKHA B €KOHOMIIII Bpa)XKCHb

Jlxepero: ckiiaJJeHO aBTOPOM Ha OcHOBI [1, 2, 3, 16]

Cxema JIeMOHCTPY€E B3a€EMO3B’SI30K MK 1HCTpyMEHTaMH KOMYHIKaIliil, KaHaJIaM{
B3a€MO/IIi 3 ayIUTOPIEIO Ta MEXaHI3MaMH CTBOPEHHS LIIHHOCT1, OPIEHTOBAHOI HAa €MO-

LIAHUN TOCBiA CHOXKUBAYIB.

[Tigxoam 1o iHTErpalii pi3HUX IHCTPYMEHTIB Y €MHY CTpPATETi0 CTBOPEHHS KITi€-
HTCBKOTO JIOCBiZly 32 YMOBH 0OMekeHuX pecypciB. OOrpyHTyBaHHS MiIXOIIB 10 1H-
Terpartii pi3HUX IHCTPYMEHTIB ITU(POBOTO MAPKETUHTY B €JJUHY CTPATETII0 CTBOPEH-
HSl KIIIEHTCHKOTO JTOCBiAY 32 YMOBH OOMEKEHHX pECypCiB 0a3yeThCs Ha MPHUHIIUTIAX
MaKCHUMi3allli CHHEpreTUYHOro eexTy Ta MiHiMi3alii AyOitoBaHHs 3ycuib. B ymo-
Bax CKOHOMIKH BpaX€Hb CTapTalH MOBUHHI BIIMOBHUTHUCS BiJl (PparMEeHTApPHOTO BUKO-
PHCTaHHS OKPEMHX KaHAJIB Ha KOPHCTh IHTETPOBAHOTO MiIXOMY, JIe KOXKEH iHCTPY-
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MEHT BHKOHY€E UITKO BH3HAYCHY POJb B 3arajibHii eKocucTemi KoMyHikarii [1, 2].
Ki1r04oBUM € CTBOpPEHHS €IMHOTO HApaTUBY OpEHy, SIKUI MOCIIIOBHO PO3TOPTAETH-
csl yepe3 pi3HI TOUYKH KOHTAKTY 3 KIJIIEHTOM, 3a0e3Meuyloun KOTepeHTHICTh JOCBIY
HE3aJIeKHO Bij KaHamy B3aemomii [3; 11]. EdexTuBHa iHTerparis nepeadadae aBTo-
MaTHU3allI0 MePexo/iB MK KaHalaMU: KOPUCTyBay, sIKUM 1MoOayuB BipajJbHUI KOH-
teHT y TikTok, orpumye mnepcoHamizoBaHy email-po3cHiiKy, 3ampolyeTbes a0
Telegram-criTbHOTH, JIe MOKE MTOCTABUTH MHUTAHHS, MICIIS YOTO OTPUMYE TOCTYI IO
EKCKJTIO3MBHOTO KOHTEHTY uepe3 J0AaTtok 3 reiimudikariero [12; 13]. [Ipu odmexe-
HHUX Pecypcax KPUTHYHO BaXIUBUM € (OKyCyBaHHS Ha 3-4 KIIIOUOBHX KaHANax, AKi
MaKCHMaJbHO BiJIMIOBIIAal0Th MOBEAIHKOBHM IMAaTTEPHAM IITHOBOI ayUTOPii, 3aMiCTh
PO3MOPOLICHHS 3yCHiIb Ha AecATKH miaaTgopM [5]. TexHONOriYHOI0 OCHOBOIO 1HTET-
parii Buctynarotb CRM-cuctemMn Ta MapKETHHIOBa aBTOMATH3AIlis, SKi JJO3BOJSIOTH
BIJICTE)KYBaTH ILJISX KJIIEHTA Yyepe3 BCl TOUKH KOHTAKTY, IEPCOHAII3yBaTH KOMYHIiKa-
LII0 HAa OCHOBI IIOBEQIHKOBUX JAHUX Ta aBTOMATHYHO aKTUBYBATH BIAMOBIAHI CIICHA-
pii B3aemomii [14; 15]. B exoHOMIIli BpakeHb ycmmHa iHTeTparis 1H0prMeHTlB
CTBOPIOE e(eKT «DE3IIOBHOTO J0CBiY», KO KIIIEHT HE BilUyBa€ PO3PHUBIB abO He-
BIZIMOBIAHOCTEHN MPU MEPEXOl MK KaHaJIaMH, a KOJKHAa B3a€MOJisl OPraHiuHO JIOTIOB-
HIOE€ TIOTIEPETHIO, TTOCTYIOBO MOTIHOMIOI0YN eMOIIHHUI 3B 30K 3 OpeHIOM Ta ITiJI-
BUIIYIOYH IIHHICTb MPOAYKTY [2;11].

JHuckycis. Xoda 3aralbHOBU3HAHUM € CHCTEMAaTH30BaHUH TIIXi1 10 BHOOPY OromKe-
THHUX 1HCTPYMEHTIB IU(PPOBOr0 MAapKETHHIY BIAMOBIJHO JI0 €TamiB PO3BUTKY cTapraiy
(3anycx< 3pocTaHHs, MaCI_HTa6yBaHH$I) JUCKYCIHHUM 3aJIMIIAETHCS MUTaHHs yHIBEpca-
JBHOCTI Ta aOCOJFOTHOI TMOCHTIJOBHOCTI 3aCTOCYBaHHS IIMX IHCTPYMEHTIB, OCOOJIHBO B
YMOBAX BUCOKOIMHAMIYHOI CKOHOMIKH BPaKeHb. 30KpeMa, ICHYIOTh CYNEPEeYHOCT] 1010
ONITUMAJIBHOTO OalaHCy MDK BIPAIBHICTIO T4 BUMIPIOBAHICTIO HA €Tami 3aIycKy: Xoda
Product Hunt 3a6e3mnedye buzz-edekr, iioro npsMa KOHBEpCiifHa BUMIPIOBaHICTh MOYKE
OyTH HIDKYOIO, HDK Y LITBOBHX peKIaMHUX KammaHii. Kpim Toro, epeKTuBHICTb 1HCTPY-
MEHTIB, 0 (POPMYIOTh eMOIiHHMIA 3B’ 130K (Hanpukiaa, NFT-nogapyakn abo rerimudi-
Kallisl), 4aCcTO CKJIQJHO KOPEKTHO iHTerpyBatH y Tpaauiiiiai Metpuku CAC/LTV Ha pan-
HiX eTarnax, 0 BUMarae po3poOKHu HOBUX, He(biHaHCOBI/Ix MOKa3HUKIB ycrixy (Advocacy
Score), 10 € TIPE/IMETOM AKTHBHIX HayKOBHUX TTOLIYKIB.

BucnoBku. Ha ocHOBI mpoBeeHOro AOCTIIKEHHSI CUCTEMaTH30BaHO 1HHOBALIIHHI
OIO/KETHI 1HCTPYMEHTH IHM(POBOrO MApKETHHTY 3a €TalaMu PO3BUTKY CTapTairy
(3amyck, 3pocrtanHsi, MacmtaOyBaHHS) 3 aKIIEHTOM Ha IXHbOMY TTOTCHINAMI JIst
CTBOpPEHHS Bpa)keHb Ta (JOPMYBAHHS €MOLIHHOTO 3B’A3Ky. Po3pobieHo ta o6rpyHTo-
BaHO KpUTepii BiZOOPY ONTUMAIBHUX KaHAJIIB KOMYHIKaIlii, SIKi BpaXOBYIOTh TIOBEIi-
HKOBI MATEPHU LIIBOBOI ayJUTOPIi Ta crneunudiKy eKOHOMIYHOI e(peKTUBHOCTI, IO €
KPUTHYHHAM B YMOBaxX 00OMEeXEHHUX pecypciB 3anponoHoBaHO MiAXiA J10 iHTerpaui'l'
IUX IHCTPYMEHTIB y €MHY CTPATETII0, OPIEHTOBAHY Ha CTBOPCHHS OE3IIOBHOIO KIIi€-
HTCHKOTO JOCBIy 4Yepe3 MaKCHMI3allll0 CHHEPreTUYHOro e(eKTy MK O0OpaHuMHU
KJIFOYOBUMH KaHAJIAMH.
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