ISSN 2078-6115. BicHuk JlbBiBCbKOrO YHiBepcuTeTy. Cepia ekoHomivHa. 2020. Bunyck 58. C. 170-180
Visnyk of the Lviv University. Series Economics. 2020. Issue 58. P. 170-180

YIK 339.138 DOI: http://dx.doi.org/10.30970/ves.2020.58.0.5816
JEL: M3, M30, M31, M37, C12

IHCTPYMEHTU HEMPOMAPKETHUHI'Y B YIIPABJIIHHI TOBEJATHKOIO
CIIO’KUBAYIB B IHTEPHET-CEPEJJOBHIII

Ipuna 'nunsakesny-Ilpous, Pokcosrana €pymescbka

Jlvgiecorutl nayionanvuul ynieepcumem imeni leana @panka
79008 m. Jlvsie, npocnekm Ceoboou, 18
e-mail: iryna.hnylyakevych-prots@Inu.edu.ua,
roksa.yerush2203@gmail.com

Anomauyia. Memoio cmammi € y3a2anbHEHHs MEOPEMUUHUX NONOINHCEHb
HelpoMapKemuHey ma 8UOKpeMAeHHs, Ha Yill OCHOB8I, e(heKmusHux 0 Oisiib-
Hocmi KomnaHii 6 IHmepHem-cepedoguwyi HeUpoOMapKemuH208uUx IHCMpY-
menmis. IIpoananizogano mapkemuHneogy OislbHOCMI KOMRAHiA «Swattiy 6
IumepHnem-cepedosuwyi ma po3pobieHo Ha O0CHO8I NPOMECOBAHUX 2inome3
NPAKmMuyHi peKomenoayii no 3acMOCYBAHHIO THCMPYMeHMi8 Heupomapke-
munzy 6 InmepHem-O0ianbHOCMi KOMNAMII HA DPUHKY OOMAUIHBO20 0052).
3okpema, 3 suxopucmanuam 3aco6i@ CHAIM-MeCmy8anHs KOIbOPIE YLlbOBUX
KHONOK Hacaumi KoMnauii «Swattiy npoananizogano iHcmpymeHmu mepyan-
oatisunzy (Ncuxonozii Koavopis) 6 OHINAUH Ccepedosuyl, GUKOPUCHAHHS
apomamapremuncy O00360AUN0 GUSHAYUMU 6NIUE 3ANAXi6 HA MEHOeHYIIo
nosmopHux Kynieenv 6 Inmeprnem macazuni OpeHOy O0OMAWHLOZO 0052y
«Swattiy. Ilpoananizogano eniug «egekmy oOMaHKuy («AKipHo2o eghexmy)
Ha piseHsb npooadicie komnawii 6 Inmepuem-cepedosuwi. Chopmynbosano
pexomenoayii  AKi  003601Mb  NOKPAWUMU  KOHKYPEHMOCHPOMONCHICMb
KOMAAHII, 3ay4umuy HO8UX KIIEHMIB, A MAKO}C NIOSUWUMU peHmabenbHicmb
MAPKeMUH208UX 3aX00i8.

Knwuosi cnoea: mapkemune, Helipomapxemuue, IHCMpYMeHmMU Heupo-
MapremuHzy, no8ediHKa CHoiCuayd, cgidomicme cnocusaya, Inmepnem-
cepedosuuje, Inmepnem-oisibHicms.

IMocranoBka mpo6aemu. ChOrofHI MapKETHHIOBa AisUIbHICTH HaOylla HEaOHsSKOro
3HA4YeHHS IS yCHimIHOro (YHKIIOHyBaHHs (ipMu Ha puHKY. IIpore ycmix KommaHii,
ChOTO/IHI, BXK€ HE JOCSTAETHCS JIMIIE TPAAULIHHUMH 1HCTpyMEHTaMH MapKeTHHTY. YBiiiTH
Ha PUHOK Ta IEPEKOHATH CIIOKMBaya KyIyBaTH caMe TBili ToBap abo IOCIYry crae Bce
ckianHime. [1[o0 «BWKUTH» Ha Cy4acHOMY PHHKY HeoOXimHO HaOaraTo OuIbINe, Hik
CTBOPHTH TOBap abo MOCIYTY, SKi 330BOJIBHIIOTH TOTPpeOH crioxkuBadiB. KommaHii moBHHHI
BOJIOJIITH YITKUMH IHCTPYMEHTAMH BIUTUBY Ha CBOTO CIOXHBaya i TYyT Ha JOMOMOTY
IPUXOAUTH CHCTEMa METOHIB Ta IHCTPYMEHTIB HEHPOMapKeTHHTY, $Ki IO3BOJISIOTH
MiIBUIYBAaTH €()EeKTHBHICTh TPAAMIIIMHUX MAapPKETHHIOBUX 3aXOJiB. 3arajoMm Helpomap-
KETHHI — I¢ TOE€JHAHHS OCHOB KJIACHYHOrO MapKeTHUHry i Heiiporicuxosorii. Hefipo-
MapKeTHHI aKTHBHO BHKOPHCTOBYETHCSI B IPAKTHUIl 0arathbOX MIKHAPOAHUX KOMIIaHii,
HalOIbIIOro po3BUTKY BiH oTpuMaB y CILA, ne HelipoMapKeTHHTOBI AOCIIKEHHS IOYan
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npoBoauTHCs e 3 KiHig XIXcT. HefipoMapkeTHHTOBI JOCIiIKEHHS! ChOT0/IHI, BUKJIMKAIOTh
BEJIMKUH 1HTepec BITUM3HSHUX HAYKOBIIB 3 PI3HUX rajly3eil 3HaHb: COLIOJIOTIi, ICHXOJIOTII,
HEHPOTICHXOJIOTIT, MAPKETHHTY HE 3aTUIIAI0YH 1032 YBArokO i MPAKTHKYIOYHX MapKeTOJIOTIB.
Bce e 00yMOBITIOE aKTyalbHICTD i HEOOXIAHICT JOCIIIKEHHS JAHOTO HANPSIMKY MapKe-
tuHTy. OfHAK, cepen cOpMOBaHUX HAYKOBUX JAYMOK, BUHHKAIOTH CYIEPEYHOCT] i HETOU-
HOCTI MPU PO3KPHUTTI CYTHOCTI i OCOOJIMBOCTEH BHKOPUCTAHHS IHCTPYMEHTIB Helpomap-
KeTUHTY B IHTepHeT-IisIbHOCTI KOMIaHil, mo ¢GopMye mpodiIeMaTHKy JaHOTO HANpPSIMKY
IOCHIIKEHHS.

AHaJi3 ocTaHHix gocaimkens i myouaikauii. [IpobiemMa HelpoMapKeTUHIOBUX J0-
CI[DKeHb B TpPOQECiiiHid JiTepaTypi BBaXKAETbCS IOPIBHSIHO MOJIOIOK, OCKIIBKH
METOJIOJIOTIYHI Ta MPAaKTHYHI acleKTH BUKOPUCTAHHS HEHPOMapKETHHTOBHUX JOCIIKEHb B
MPaKTUI KoMIaHii ymrre 3 kiHmst XX cr. [Ipore 3a Takuit HeqOBruii yac yxe chopMoBaHO
NIEeBHUI METOJIOJIOTIYHUI arapat, TaKk 30KpeMa, BapTo BUAIIMTH, HacaMmiepen podoru: Jx.
3antmena [16], Eitn Cminrc, P. Tokins [6], M. Hubert [4] Ta T. Keninra [3], P. Bincona [7],
V. Cxora, E. }O. Kas [16], M. Jlinnctpompowm [20], IT. T'mimaepom [2], A. Tpaitaamom [27],
B. Oetimanowm [28], P. Aymi [13], B.B. Bynsyn [10], O. S. I'yryn [11], A.H. JIe6enes [18],
M. Oxnaagepom [24], H. B. @irys [30] Tommmo. Bapto 3a3HaunTH, M0 y BITYM3HSAHIN HayIl
151 TPO0JIeMa € HEAOCTATHRO TOCIIIKSHOIO 1 MajIo PO3pPO0IICHO0, 30KpeMa B chepi BUKOPHUC-
TaHHS IHCTPYMEHTIB HEHPOMapKeTHHTY B [HTepHeT-cepeoBHILl IisUIbHOCTI KOMITaHii.

IlocTaHoBKa 3aBaaHHs. MeTa [OCTIDKEHHS I[OJsra€ B aHaii3l e(eKTUBHICTI
BUKOPHCTAaHHS IHCTPYMEHTIB HEWPOMAPKETUHTY B [HTEpHET-NiSUIbHOCTI KOMIaHil Ha PUHKY
JAOMAIIHbOIo OATY.

Bukaanx ocHoBHOTro Martepiany nocainmkenHs. CydacHi TeHAeHLIi PO3BUTKY PHHKIB
nependavyaloTh Iepexin kommnadiidi B IHTepHeT-cepenoBume. CriocTepiraeThCsi TEHICHIIS
3pOCTaHHsI MPEACTaBICHOCTI KOMIaHii B Mepexi [HTepHeT 3a 101OMOroI0 CTOPIHOK Y COLIi-
ANBHUX MEpekaX, BIACHOTO CalTy, JICHIIHTY, MOOUTFHOTO JOJATKY, PO3MIiIIeHHs y Oi3Hec-
nmoBinmi abo Oymp-sikoro iHmoOro BeO-pecypey. [IpocyBaHHS xommaHii Ta ii mpomykmii B
[HTEepHET MeEpeki CHOTOMHI € HACTUIBKHM BaXKITUBUM SIK 1 MpocyBaHHs o(naiH. [HTEpHET-
JUSUTBHICTD JTO3BOJISIE IBUJIKO 3AJIYYUTH HOBHX KIIIEHTIB, PO3BMBATH KaHAIM KOMYyHIKarii i3
[ITBOBOIO ayAUTOPi€0, (hOPMYBATH JIOSUTFHE CEPEIOBHIIE Ta MIATPHMYBATH CBOIO KOHKY-
PEHTOCIIPOMOXKHICTh. AJte K 1 Ha ohIaiiH pUHKAxX, TaK 1 Ha OHJIAIH PUHKAaX, KOHKYPEHIIis
MOCTIHHO 3pOCTa€ Ta 3aroCTPIOETHCS, IO 3MYIIye KOMIIaHIi IIyKaTH HOBI METOIU
KOHKYpeHTHOi 60poThOu. OHUM 3 sIKUX € HelipomapkeTuHr. [Iporte, HefipoMapKeTHHT € 1ie
HEJIOCTaTHhO PO3BHHYTOIO B YKpaiHi CUCTEMOIO IHCTPYMEHTIB BIUIMBY Ha MOBE/IHKY CIIO-
*BadiB. BiH, SIK TpaBHJIO, OXOIUIIOE Bi3yalbHUH Mep4aHAAN3MHT, apOMaMapKeTHHI Ta
3BYKOBHH am3aifH. Yci LI KOMIIOHEHTH CIPSIMOBAaHI Ha CTHUMYJIIOBaHHS MOBEAIHKOBHX
peakuiii crioxuBauiB. HelipoMapKeTHHI 103BOJISIE BH3HAYUTH CTaBJICHHS CHOXHBada 10
MPOAYKTY IIle O MOMEHTY HOTO YCBIOMIIEHHS OCTaHHIM, 1 IK HACIITOK BIUTUBATH HA HHOTO.
Y mpoMy # moJIsirae TOJOBHA BiAMIHHICTh TPAAHIIHHOTO MAapKETUHTY Bill HEHPOMAapKETHTY
— OCTaHHI{ He BUMarae 300py 1 aHaJi3y JaHUX MPO CYO’ €KTUBHI IMepeBart MOKYIIIIS.

3aranoM, HEHPOMApKETHHI — JOCHTh HOBHMH BHJ MapKETHHIOBHX HOCIIPKEHb, SKi
BUBYAIOTh CEHCOPHI, KOTHITHBHI Ta eMOLiHHI peakiii cnoxkuBadis. Lle cyuacHuit iHCTpyMeHT
MapKeTHHTY, SIKUH TOEIHYE BUKOPHCTaHHS IICHMXOTEPAIEBTHYHUX IOCIIKEHb MO3KY 3
BU3HAYCHHSIM HEHpOpeakiii 3 HoAanbuuM GpopMyBaBaHHSIM METO/IIB BIUTUBY Ha MOBEIIHKY
CIIOXKHBaya.

Eitn Cminrc, aBTOp TepMiHy, BBaXAE, 1[0 HEHPOMapKETHHT JI03BOJIS€ Kpallle 3p03yMiTH
CIOXKMBaui peakiii Ha MapKeTHHI'OBI MMOJPA3HUKH 33 JJOINOMOT'OIO IPSIMOTO BHMIpIOBaHHS
NpoLeciB B MO3KY, a OTPHMaHi pe3yJIbTaTH IOCI/DKEHb [O3BOJISIOTH ITiBHIYBaTH
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e(eKTUBHICTh MapKEeTHHToBHX MeToniB [1]. Bapro 3a3HauuTh, 1m0 TpakTyBaHHS CyTi
HeWpoMapKeTHHTY B ITpodeciiiHiii JiTepaTypi HOB’ 13y10Th 11ie 3 ¢pinocodieto [TnaTona, sikuit
PO3TIISIIa€ OCOOUCTICTD SIK KOJICHHUIIIO SIKY TATHYTBH ABOE KOHEH — JTF0ICHKI emotril (Cructema
1) Ta ;monceke muciaeHas (Cucrema 2) [2].

Tak, 3a Pigwapmom JIoKiH30M, OCHOBY HEHpPOMApKETHHTY CKJIamae «Mem» (OIMHHUIISA
KyJIbTYypHOI iH(opMalii moxibHa renam), 1110 30epiraeTbCs B MO3KY JIFOJIMHH 1 came 3aBJsSKA
il moanHa poOuTh BUOIp Ta mpHiiMae piieHHs HpoTsroM 2,6 cekynau [6]. TlpaBunbHO
00paHi «MeMI» T03BOJISIOTH BUKJIMKATH NO3UTUBHI eMOLii, popMyBaTH 3aaMATOBYBaHICTh
1 SIK HACJTIZIOK TIJTMUTUCS IUMH eMOIisIMHE [6]. « MeMH 3aTUINAIOTHCS B TaM'sITi, 1 MApPKETOJIOTH
MOXXYTh Ha HUX BIUTUBATU» [6].

Bapro 3a3HaunTH, 110 00'€KTOM BUBUYEHHS HEHMPOMApKETHHIY BHCTYIA€ MapKETHH-
TOBUI aHaNi3 pe3yJIbTaTiB KOMIUIEKCHUX JIOCIIPKEHb I0OYyI0BaHMX HAa OCHOBI BHKOpPHC-
TaHHS MEAWYHOrO O0JIaJHAHHSI, 30KpeMa OioMeTpis (BHMIpIOBaHHS CEpLEOUTTS, YacTOTH
JUXaHHS TOLIO) Ta AMTpeKiHr (BIACHIAKOBYBaHHS pyxiB oueif). Cporoasi, oco0imBo,
aKTyami3yeTbcs moTpeba B Takiii TeXHOJOTII HeHpOMapKeTHHTY, AK auTpekiHr. Tak, sk
JIOBEICHO, III0 IPUIHMHA BiICYTHOCTI MPOAAXKIB — IIe Te, 1[0 KOPUCTYBadi He 0a4aTh BUTITHIX
TIPOTIO3HUIIiH, BOHU € HeMOMITHUMHU A Hux. Came Uil BUpIMIeHHS Ii€l mpobiemu i Oyna
CTBOpEHa TEXHOJIOTIsl alTpeKiHry, sKka JO3BOJIMJIAa BiJCTEXyBaTH (iKcalilo MOIILY
KOPHCTYBaJa Ha eJIeMEeHTax cauty [6].

Bapto HaromocwtH, MmO TpH TECTyBaHHI BeO-CalTIiB 3a JOMOMOIOI0 TEXHOJIOTii
alTpeKiHTy, TIOKa3HUKU HEOOX1THO PO3IJIsIIaTh y B3a€EMO3B SI3KY Ta 31CTaBIIeH] 3 KpUTEPIsIMU
OLIIHKYM IHTEpHET KOMyHiKalii. B crenianizoBaHiii jitepaTypi ouiHiOBaHHS e(pEeKTUBHOCTI
KOMYHIKaIlilf, SIK MPaBWJIO, 3IIHCHIOETHCS 3a JIOTIOMOTOI0 TAaKMX KPUTEPIiB SIK: LiIbOBA
ayauropis (target), mBUAKicTh (speed), BapTicTs (cost) [22].

OTrxe, TpOTECTyeMO HAWHOIIBII MIMPOKO BHUKOPHCTOBYBAaHI IHCTPYMEHTH HEHpO-
MapKEeTHHTY, a caMme IHCTPYMEHTH MepUYCHIAN3MHTY (TICHXOJOTiI0 KOJBOPIB), apoMamap-
KeTHHT Ta TaK 3BaHUH «IKipHUiA epekT», B [HTepHET-AisIbHOCTI KOMIIaHii «Swatti» Ha pHHKY
JOMAIIHBOTO OJIATY.

Jnisi TIOBHOILIIHHOTO TECTYBaHHSI Ta IHTepIperalii rirnoTe3u, MU BHKOPHCTOBYBaja
3aco0M CIUTIT-TECTYBAaHHS KOJBOPIB IJIbOBUX KHOMOK (Haaami OyaeMO BUKOPHCTOBYBATH
KOHBepCis) Aii Ha caiiTi (KHOMKa «IpuadaTi»). s CruliT-TecTy BUKOPUCTOBYBAIUCH JBa
pi3HMX BapiaHTH KHONOK (Ha Jaini Oynemo Ha3uBaTH BapiaHT A Ta BapianT b). KHonka A —
JKOBTOTO KOJIbOPY, B 3a3HAUEHMX JDKEpEeNax KHOMKAa A Ha3MBa€ThCs «opHriHam» (puc. 1);
Knomnka b — uepBoHOro Konbopy, B 3a3Ha4eHUX JoKepenax KHonka b HasmBaerbcs «Red
buttonsy.

Meroro TectyBaHHs Oyia Beprdikariisi HeHpoMapKeTHHIOBO{ MIIOTE3H PO TICUXOJIOTI0
KOJILOPIB, IIISIXOM KiJIbKICHOT'O aHajli3y KOHBEpCil POTAroM nepiony TectyBaHHs. Tecty-
BaHHA mpoxoamio 3 15.10.2020 mo 29.10.2020 Bxitouro. Ha Beb-caiiri, (swattiwear.com)
OyJlo CTBOpPEHO MBI iNEHTHYHI TOBapHi CTOPIHKM (Hajali JICTIHTH), Ha CTOpIHII A
(hyHKIiOHYBaa KHOIIKA A, BiIIIOBiTHO Ha CTOpPiHII b po3ramoByBanacek peneBaHTHA KHOTIKA
b. B ueii nepion Ha (BeO-caiiT) akTUBHO 3aXOIMJIM KOPHCTYBadi, siKi OyjM 3amydeHi 3a
JIOTIOMOTOI0 TapreToBaHoi pekiamu y coujaibHii mepexi Facebook. Ilicis 3akiHueHHS
Nepiofly TeCTyBaHHS TiMOTE3H, MM MaeMO TaKi NOKa3HHKH Koe]illieHTy KOHBepcii, sIKi Ha
HaBeJieHi B puc. 1.

CropiHka A 3a TectoBuil nepioa otpumaia 8680 excriepuMeHTaIbHUX ceaHciB Ta 104
KOHBepcii, 1 BIINOBiZHO oOuucieHuit koedinienT konsepcii ckiaB 1,20%. Cropinka b
orpumana 8809 excriepuMeHTaIbHUX ceaHCiB Ta 116 KoHBepciil, a 00UuCIeHUIT KoedilieHT
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KomBepcii ckmas 1,32%. MMoBipHicTh HAMKpAmOro pesy/nbTaTy Ha CTOpIiHII A ckiajgana
34%, a peneBaHTHUII MOKAa3HUK Ha cTopiHi B — 66% (puc.2).

3ImonenbosaHmi koedilieHT koHsepcil 3asecbuac  OcTamHi 7 pris

3,00

2,00

SCPRTTTTTTTI

20

7 gep. 2020 29 gep. 2

Puc.1. Iloxa3Huku koedinieHTy KOHBepcii

Loicepeno: pospobaeno asmopamu

OTxe, Ha TICTaBl JaHUX OTPUMAHHUX IIiJ] Yac TECTYBaHHS TilIOTE3H, MOXHA 3POOHUTH
BHCHOBOK, 1[0 KHOIIKA YE€PBOHOTO KOJBOPY Maja Ouremmii koediumienT konsepcii. Lle
CBIZUUTH PO T€, IO OKO CIIOXKHBAYA € UYTIUBIIIAM JIO HEi.

3APEECTPOBAHI CEAHCH  [IHI  MlepernssyTv scio plarpamy PO3NOYATO BPYYHY KIHELb il:
17,489 16 T, 14 Bep. 2020, 10:19 GMT+3 cp, 30 sep. 2020, 09:39 GMT43
[NopaTw 3aMoaneHKs (LocArHeHHA Lini 1) OCHOBHUMA OBEKT v Ha ocHosi gaxix Google Analytics sig cp, 30 8ep. 2020, 0909 GMT+3. @ [ Mepernanytns Analytics &
oI BAHI CNOCTEPEXEHD =" AHANI3 ONTUMIALI
B Ceancn s Kongepcii Ouncnenmit koediuient i e Haitkpauy 3 it koediiujent 3Mopencosane
g EKCNePUMERT] EKCMEPUMEHTY Kogepcii peaynwrary Kougepcil MOKPALLEHHR
Ophrikan : 8680 104 120% 3% o B HQvenI s

Puc.2. PesyabTaTn Tecty Bepudikaniss HeiipoMapKeTHHIOBOI IiMoTe3u MPO MCUXOJIOTII0
KOJIbOPiB

Jicepeno: pospobneno asmopamu

[Ncuxosorisi KOJIbOpY B MApPKETUHTY, JABHO BHSBWIIA, IO YEPBOHHUH Mae TIIMOOKUIA
BILUIMB Ha HaIll HACTPIiii, CIPUUHSTTS PEabHOCTI 1 MOBEAIHKY. BiAMOBiHO, pe3ynbTaTu TecTy
€ IJTKOM JIOTTYHUMH Ta HOBHICTIO MITBEPXKYIOTh TEOPi0 HEHPOMapPKETHHTY, IOA0 BILTUBY
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KOJILOPIB Ha CIOXKMBaya Ta HOro pilleHHs. biibie Toro, BUKOpHCTaHHS HEHPOMapKETHHIO-
BUX IHCTPYMEHTIB IIO3UTHBHO BILUIMBAE Ha KUIBKICTB MPOJIAXKiB Ta KOHKYPEHTOCIIPOMOXKHICTh
KOMIIaHii i B OHJIAHH CepeJOBHIIII.

HactynmHa nocmimkeHa HamM TiNOTe3a, CTOCYBalach apoOMaMapKeTHHIY Ta BIUIUBY
3amaxiB Ha TEHICHIIII0 TIOBTOPHUX IPOJaXiB OpeHIy «Swatti» B [HTepHET-cepenoBHIi Ha
PHHKY JOMAIIHBOTO OZSTY.

ByB npoBeneHuii eKCIIepUMEHT B X0 SIKOT0, B IesIKi KOPOOKH 3 FOTOBOIO MPOIYKIII€IO
OpeHIy PO3MMIIOBABCS apoMar 3 HOTKAMM €K30TMYHHX (PYKTiB Ta KBiTiB. Ha mincrasi
MOTIEPEIHIX JOCHTIHKEHb 3 apOMaMapKETHHIy caMme Ili 3alaxy CIIiJi 3aCTOCOBYBATH B HIilIll
JoMamHporo oxsry. Ilporsirom 14 nuiB, Hamu OyJ10 3adikcoBano 3HauHe nifapuieHHss CSR
(Customer Satisfaction Rate), 1110 3Ha4HO TOBIUIMBAIO Ha iHIII MOKa3HHUKH, a came Ha LTV
(Life time value) Ta CRR (Customer Retention Rate), mo B nekinbka pasis 30inpmmiao ROI
BiJl MAPKETHHI'OBUX KaMITaHiM.

3Ha4HO MiJABUIIMBCS 1 piBEHb 3310BOJICHOCTI MOKYIIIB, 1110 3HAYHO BIUIMHYJIO HA 1HII
MTOKA3HMKM, a caMe Ha CyMapHHA JOXi[l 3 OHOTO KIIIEHTA MPOTATOM LEOTO MEPio Ty, IO BXKE
B J€KiJIbKa pa3iB 30UTBIINIO TOBEPHEHHS IHBECTHUIIIH BiJl MAPKETHHTOBUX KaMITAHiH.

OTxe, MOXKEMO CTBEPIUKYBATH, III0 BUKOPHUCTAHHS apOMaMapKeTHHTY € e(EeKTHBHUM
incrpymenTom it miguiieHHss CSR, LTV ta CRR, wio € ¢pyHnaMeHTaIbHOK OCHOBOIO
Oynb-gK01 €peKTHBHOI MapKETHHTOBOI CTpaTerii.

OcraHHs 3 TIEPEeBIpEeHUX HAMU TiNoTe3, cTocyBanacs «edexty oOMaHkm» abo, sk HOro
111€ Ha3MBAIOTh «SKIPHOTO €PEeKTY».

Edekr oOmanku (eekT acHMETPUYHOIO JOMIHYBaHHS) — IHCTPYMEHT MapKETHHIY
SIKWH BUKOPHCTOBYE CXWIIBHICTB CIIO’KMBaUiB 10 crenudivHoi 3Minn y BuOopi. CrioskuBayesi
NPOTIOHY€ThCS abTEPHATHBA JIBOX IPOTWICKHUX BapiaHTiB 1 TpeTid BapiaHT SKUH
ACHMETPHYHO JOMiHYyeThcsl. OCTaHHINM BapiaHT € TipIIunii 3a aJbTepHaTUBY A Ta Kpamui 3a
anprepHaTHBY B [8]. EXCIepeMeHTH 3aCBiAUyIOTH, IO OCTATOYHA I[iHAa YTOAX 3aBXKAH Oyae
«IKOPUTHCHY NIEPBUHHOIO Mpono3utlieio. Tomy B [HTEpHET Mpoaaxkax BapTO AOTPUMYBATHCS
CTpaTerii «IOYHH TOPOXKIE — 3aKiHUM JemeBIiey». To0To, CrIouaTKy CIIiJi BCTAHOBUTH Haii-
BUILLY I[iHY, 00 «KHHYTH SIKIp», 3 SIKUM Oy/e MOPIBHIOBATUCS OCTATOYHA, OUIBII HHU3bKa
iHa.

Heo0XimHO CTBOPUTH MOPIBHSHHS I[IHOBHUX IIPOIMO3UIA 3a MPHHIUIIOM «IKOPS,
NPOIOHYIOYH CIIOYATKy JOPOXKYY MPONO3UII0, a MOTIM HOPIBHATH 11 3 OUIBII JIEIIEBIIO0
MPOTIO3ULIEI0, sIKA € SIK 1 HUTBOBOIO TaK 1 HAHIEIIEBIIO0, TAKMM YHHOM CTBOPHBIIH «LITIO310
BUOOpy». TakuM 4YMHOM, B MeXax TECTyBaHHS TilOTE€3H, JI0 HOBOPIYHHMX CBAT OyJO
pO3pOOJICHO TpH MOJAPYHKOBI OOKCH 3 HANIOBHEHHSM Ta pi3HOK wiHOK. Tak, bokc «A» —
3000 rpH. (sxipHa nina); boke «B» — 1549 rpH. — iioro motpi6HO nponaTu HaiibbIIe 1 boke
«C» — 990 rpH, IO AEMOHCTPYE JOAATKOBUH oddep Ta « UTI03i0 BHOOPY».

VY mepion 3 20.12.20 mo 31.12.20 6ymno 3adikcoBaHo, mo bokciB «A» mpomamu — 56,
BoxkciB «B» — 134, bokci «C» — 21 (puc. 3).

OTxe, K BUAHY 3 PE3yNbTaTIB MPOBEACHOTO JOCIHIIKEHHS «SIKipHA CTPATeTis», SKa €
OJJHUM 3 IHCTPYMEHTIB HEIPOMapKETHHIY 4yJ0BO MPaLfO€ B yMOBaxX [HTepHeT nmpoaxis Ha
PHHKY JOMAIIHBOTO OJSTY.

MoxeMO CTBep/KyBaTH, IO BHUKOPHCTaHHS IHCTPYMEHTIB HEHPOMAapKETHHIY €
epextuBHuM MeTozoM minBuineHHs CSR, LTV ta CRR, 1110 103B0sIsi€ BBOXKaTH KIACHYHI
npuiloMu HEHpOMapKeTHHTy e(pEeKTHBHHMHU NpU poOOTI 13 croxuBauyamud B IHTEepHeT-
cepenoBui. ToOTO MpoTecTOBaHI HAMM IHCTPYMEHTH SIKI MalOTh HMIMPOKE 3aCTOCYBAaHHS B
NPaKTHLi KIACUYHOIO MApKETUHTY € €(pEeKTUBHHMH 1 NpH poOOTi 3 MapKEeTHHIOBUMHU
KaMIIaHisIMH B [HTepHET-MapKeTHHTY.
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Points scored

IHLI TOBAPU
15,3 BOKC A
22,5%
BOKC C
8,4
BOKC B

53,8%

Puc.3. PesyabTatn Tecty «akipHoro edexty» B InTepHeT-1isibHOCTI KoMIaHIl «Swatti» Ha
PHMHKY JOMAIIHbLOTO OJSATY

Jxcepeno: pospobneno asmopamu

BucHOBKH Ta nmepCcneKTHBH MOJANBIINX JOCTIIKeHb. 3arajioM, HeHPOMapKETHHIOBI
JIOCTIJIKCHHS CIIPSIMOBaHi Ha (hopMyBaHHS e(heKTUBHIX KOMYHIKAIIHHIX KaHATIB KOMITaHIA
13 CIIO’KMBAYEeM Ha ITiJICBIIOMOMY PiBHI 3 METOXO aKTHBi3allil KyITiBJi MPOIYKTY OCTAHHBOI.
Bapro HarojocHuTH, 110 HEHPOTEXHOJIOTIi JAO3BOJISAIOTH BU3HAYUTH, IO cCaMe BIUIMBAE Ha
pIIICHHSI CIIO’KMBada MpH BHOOPI TOBApiB Ta MOCIYT. AJDKE, CYYacCHHUH CIIOXHBA4 Oakae
npuaAdaTH He JIMIIE MPOIYKT, a KOMIUIEKC repeBar (eMOIiiHuX, (yHKIIOHATBHUX TOIIO).
ITokmageHi B OCHOBY HEHPOMApKETHHTY [IBa B3a€MO3AJIC)KHI MPOIeCH — 30ip Ta aHawi3
iHpopmaiii CHOKHBYOI MMOBEHIHKA NPH BHOOPI MPOAYKTY [d03BOJSE CHOPMYBaTH
e(eKTUBHMI HAOIp MapKETHHTOBHX IHCTPYMEHTIB. 3 MOMAJIBIINM 3POCTAHHIM IPEIACTAB-
JICHOCTI KOMIIaHIi B MepexXi IHTepHeT Ta 3aroCTpeHHSIM KOHKYpEHTHOI OOpoThOH, Bce
YacTile KOMMaHil OyxyTh 3MyLIEHI 3BEpTaTHCs 10 HOBHX METOJIB MaHIIyJIIOBaHHS
cBizoMicTiO crioxknBava. Came Teopist HEHPOMapKETHHTY, siKa HalpalloBaia BXKe JOCTaTHIO
KUTBKICTh 1HCTPYMEHTIB ISl BUKOPHCTaHHS B INPAKTHII MapKETHHTY, HaOyAe HIMPOKOTO
3acrocyBaHHs. [IpoTe, BapTO HATOJIOCHTH HA C€THIII BHKOPHCTAaHHS IIMX IHCTPYMCHTIB B
YMOBaX YKPaiHCBKUX Peaiid.

IIporecroBaHi HaMH B pOOOTI TITOTE3H IMOBHICTIO MiATBEPIMIN €(PEKTUBHICT OKPEMHUX
IHCTPYMEHTIB HEHpOMapKeTHHTY B [HTEpHET-TisUTbHOCTI KOMIIaHil i TOBHHHI OYTH IITMPOKO
3aCTOCOBYBAHHMHU B ITPAKTHKY 3 METOIO IOCATHEHHS! KOHKYPEHTOCIIPOMOXKHOCTI HA PHHKY.
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NEUROMARKETING TOOLS IN CONSUMER BEHAVIOR MANAGEMENT IN
THE INTERNET ENVIRONMENT
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Abstract. Today, marketing activities have become very important for the successful
operation of the company in the market. However, the company's success today is no longer
achieved only by traditional marketing tools. Companies must have clear tools to influence
their customers, and here comes to the aid of a system of methods and tools of
neuromarketing, which increase the effectiveness of traditional marketing activities. In
general, neuromarketing is a combination of the basics of classical marketing and
neuropsychology. Neuromarketing research today is of great interest to domestic scientists
in various fields of knowledge: sociology, psychology, neuropsychology, marketing without
leaving the attention of practicing marketers. The article summarizes the theoretical
provisions of neuromarketing and identifies, on this basis, effective for the company's
activities in the Internet environment neuromarketing tools. The influence of neuromarketing
research on the formation of effective channels of communication between companies and
consumers in order to intensify the purchase of the latter product is analyzed. Emphasis is
placed on the peculiarities of the development and use of neuromarketing methodology in
the activities of Ukrainian companies. The marketing activities of "Swatti" in the Internet
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environment are analyzed and practical recommendations for the use of neuromarketing tools
in the company's Internet activities in the home clothing market are developed on the basis
of tested hypotheses. In particular, using the means of split-testing the colors of the target
buttons on the site of the company "Swatti" analyzed the tools of merchandising (color
psychology) in the online environment; The use of aroma marketing principles allowed to
determine the influence of odors on the trend of repeated purchases in the online store of
home clothing brand "Swatti". The influence of the "deception effect" ("anchor effect") on
the level of the company's sales in the Internet environment is analyzed. It is proved that the
use of neuromarketing tools is an effective method of increasing CSR, LTV and CRR, which
allows us to consider the classic techniques of neuromarketing effective when working with
consumers in the Internet environment. Recommendations are formulated that will improve
the company's competitiveness, attract new customers, as well as increase the profitability of
marketing activities.

Keywords: marketing, neuromarketing, neuromarketing tools, consumer behavior,
consumer consciousness, Internet environment, Internet activity.
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