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OMHIKAHAJIbHUM NIJXIA B YIIPABJIHHI
BIBHEC-TIPOHECAMMU TOPI'OBEJbHHUX INIAITIPUEMCTB:
KOHUEIITYAJIBHA BUBHAYEHICTb
I IPAKTUKA BITPOBAJXKEHHASA

Anomayia. Y cmammi po3enioaemvbcsia OMHIKAHAIbHE YNPAGILIHHA AK HO8A napaouema op2a-
Hizayii Oi3Hec-npoyecié y Mmop2o8elbHUX NIONPUEMCMBAX, AKI NPAYIOMb 8 YM08ax Yu@pposoi
mpancpopmayii. Buokpemnroemvcsa oMHIKaAHANbHE YNPAGILIHHA 610 CNOPIOHEHUX KOHYenyil,
MaxKux sk 0OHOKAHAIbHA, 6A2aMOKAHANbHA MA KPOCKAHAIbHA PO30PIiOHA MOp2ieis, NOKa3yoyl,
WO BU3HAUANLHOIO PUCOK OMHIKAHANIBLHO20 YNPAGIIHHSA € NOBHA, Oe3Ul08Ha THMe2payis KOHCHOI
MOYKU KOHMAKMY 3 KAIEHMOM 8 OOHY KAIEHMOOPIEHMOBAHY CUCMEMY, d He CNiGICHY8ANHS napa-
JIeIbHUX a0 YACMKOB0 NO8 A3aHUX KaHANie 30ymy. Y cmammi okpecieHo apXximeKkmypy OMHi-
KaHanbHux Oi3nec-npoyecie uepes 4omupu 83a€MON08'13ani KOMNOHeHmu. YNpaseiinui OaHUMU
KNIEHMI8 ma aHANIMUKA, YAPAGAIHHA 3ANaAcamMu ma JO2ICMUKOIO 6 DEJNCUMI PedalbHO20 Yacy,
VAPAGIIHHA KIIEHMCOKUM O00CBIOOM MA IHMe2po8ani mapkemuneosi komynixayii. Ha ocnogi
eMNIPUYHUX OOCTLIOHCEHb KINbKICHO 8U3HAYEHO cmpame2iuti nepesazu, siKki OMHIKAHAIbHEe YNpas-
JIIHHA HAOAE MOP20BENbHUM NIONPUEMCIEAM, BKAIOUAIOYUU Kpawe YMPUMAHHA KIIEHMIB, 30i1b-
WeHHs yacmomu ma ooca2y eumpam ceped OMHIKAHALbHUX CROXCUBAYIE, WBUOULE 3POCM AHHS
00X00i8, 3HUNCEHHS 8APMOCMI NOCAYe Ma U KoeiyicHmu 8i0810Y8AHOCMI MA2A3UHI8 MA KOH-
6epcii NOPiBHAHO 3 OOHOKAHANLHUMU ONepayiamu. Y 00CHi0ONCeHHI MAKONC BU3HAYEHO KAIOY08L
Op2aHi3ayitHi ma MexHoI02IUHI Oap 'epu 0Nl BNPOBAONCEHH OMHIKAHANbHOCMI, A came. (hpae-
meumosany IT-ingppacmpykmypy, i301608aHy 0peanizayitiny Ky1bmypy, He8iOn08ioHicmb 0aHUX
KIIEHMIB, 8UMO2u 00 Kibepbesnexku ma KOHGIOeHyiliHoCmi, a makoic Hecmady K8anighikogano2o
nepconany. Cnuparoducs Ha yel anaiis, NpOnoHyEMO OPUSIHATLHY MPUPIGHERY KOHYENMYANbHY
MOOelb YNPABNIHHIA OMHIKAHAILHUMUY Di3HEC-npoyecamu, wo 8KII0YAE KAHANU, OPIEHMOBAH] Ha
KaleHma, pieHsb iHmezpayiuHo2o nPOMIHCHO20 NPOSPAMHO2O0 3A0e3NeYeHH s, d MAKONC CepB8epPHI
cucmemu ma aAHAIiMuKy, Opeari308aHi HABKOLO EOUHO20 NPUHYUNY OpieHmayii Ha Kiienma. Y
cmammi maKoHc NPONOHYEMbCL YOMUPUEMANHA OOPOICHS Kapma nocmynosoi mpancgopma-
Yii OMHIKAHANLHOCMI, WO OXONAIE OIA2HOCMUKY, CMBOPEeHHs (DyHOAMeHmy, iHmezpayilo ma
niIomHe 8NPoBAONCEHHS, A MAKONHC MACUUMADYBAHHS 3a O0ONOMO20I0 THCMPYMEHMIE UMY YHO20
inmenexmy. Pezynomamu maromos na memi 00nomoemu YKpaiHCobKuUM mopeo8eibHuM niONpueEm-
cmeam sMIYHUMU KOHKYPEHMOCHPOMONCHICMb ma adanmy8amucs 00 €8PONEetCbKUX PUHKOBUX
NPAKMuUK 8 yMO8AX NOBOEHHO20 eKOHOMIUHO20 8IOHOBNEHHA, A A8MOP NPONOHYE HANPAMKU Od
NOOANLULUX QOCTLIONCEHb 2AY3€601 OYIHKU 3PIN0CII OMHIKAHATIbHOCHII.

Karw4doBi cjoBa: OMHIKaHaJIbHICTh, VYIPaBIiHHA Oi3HEC-NpoIEecaMH, TOPTOBEJIbHE
MiATPUEMCTBO, KIIIEHTCHKHUI JOCBi/, YIIPaBIiHHA KaHanaMu 30yTy, iIHTerpais JaHHUX.
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OMNICHANNEL APPROACH TO BUSINESS PROCESS
MANAGEMENT IN TRADE ENTERPRISES: CONCEPTUAL
CLARITY AND IMPLEMENTATION PRACTICE

Abstract. This article examines omnichannel management as an emerging paradigm for
organizing business processes at trade enterprises operating under conditions of digital
transformation. The author distinguishes omnichannel management from related concepts such
as single-channel, multichannel and cross-channel retailing, showing that the defining feature of
omnichannel management is complete, seamless integration of every customer touchpoint into one
customer-centered system rather than the coexistence of parallel or partially linked sales channels.
The paper outlines the architecture of omnichannel business processes through four interconnected
components: customer data management and analytics, real-time inventory and logistics management,
customer experience management, and integrated marketing communications. Based on recent
empirical studies, the author quantifies the strategic benefits that omnichannel management delivers
to trade enterprises, including higher customer retention, increased spending frequency and volume
among omnichannel consumers, faster revenue growth, reduced service costs, and higher store
traffic and conversion rates compared with single-channel operations. The study also identifies key
organizational and technological barriers to implementation, namely fragmented IT infrastructure,
siloed organizational culture, inconsistent customer data, cybersecurity and privacy requirements,
and shortages of qualified personnel. Drawing on this analysis, the author proposes an original
three-tier conceptual model of omnichannel business process management comprising customer-
facing channels, an integration middleware layer, and back-end systems and analytics, all organized
around a single principle of customer centricity. The article further offers a four-stage roadmap
for gradual omnichannel transformation, covering diagnostics, foundation building, integration
and pilot implementation, and scaling with artificial intelligence tools. The findings are intended
to support Ukrainian trade enterprises strengthening competitiveness and aligning with European
market practices amid post-war economic recovery, and the author suggests directions for further
research into sector-specific omnichannel maturity assessment.
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IHocranoBka mpo6jemu. CyyacHuil Topro-
BeIbHUN Oi3HEC (YHKIIIOHYE B yMOBaX CTpPIM-
koi 1mmdpoBoi TpaHchopmarii, MO JOKOPIHHO
3MIHIOE MOJIEJl TMOBEIIHKH CIIOKMBAdiB Ta CTa-
BUTH SIKICHO HOBI BUMOTH J0 oprasizamii 0i3-
Hec-mipoueciB  mignpueMmctB. [lokynenp cbo-
TOHI B3aeMOJIi€ 3 OpeHIOM depe3 03Iy TOYOK
JOTHKY — MOO1JIbHI OAATKH, BeO-caiiTh, (hi3ndHi
Mara3uHH, COIlialbHI Mepexi, MEeCEHIKEPH, —
OYIKYIOUHU IPU 1IbOMY a0COJIIOTHO Y3TOPKEHOTO
Ta Oe3MepePBHOTO TOCBITY HE3aJIeKHO BiT 00pa-
Horo kaHamy. Ll HOBa peanbHICTh 3yMOBHIIA
MOSIBY KOHIEMIIT OMHIKAHAJIbHOCTI, sIKA € He
MPOCTO YEPrOBUM MApKETUHIOBUM TEPMIHOM,

a ()yHIaMEHTAIBHOIO 3MiHOIO TIApaIUTMHU YIIPaB-
JiHHA O13HEC-TIpollecaMu B TOPTiBIi.
AKTyallbHICTh  JTOCIIDKCHHSI  MiATBEPIKY-
€ThCS KPACHOMOBHOIO CTaTHCTHKOIO: CTAHOM Ha
2025 pik 73% mnokynuiB y po3apiOHil Toprisimi
Oynu OMHIKaHAJILHUMH CIOXKHMBaYaMH, Kl B3a-
€EMOJISUIM 3 MIJIPUEMCTBOM uepe3 6 1 Ouiblie
TOYOK JIOTUKY Tepes 3MIHCHeHHIM MOKynKH [1].
[moGanbHUl PUHOK OMHIKaHAJIBHOI PO3ApiOHOT
TopriBmi y 2024 poii OIiHIOBaBCS MPUOIU3HO
B 5,9 TpnH nonapi CILIA, i mporHO3yeThCs HOTO
nojanelie 3poctanHs. Boanouac 87% BiacHu-
KiB pO3ApiOHOTO Oi3HECY BU3HAIOTH OMHIKaHAIIb-
HICTh KPUTHYHO BAKJIMBOIO Ui IXHBOTO Maii-
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OyTHBOTO yCHiXy, ane auie 8% BiquyBaroTh cede
MTOBHICTIO TOTOBUMH JI0 11 pearizamii [2].

B yMoBax BOEHHOTO CTaHy Ta ITOBOEHHOTO
BI/IHOBJICHHSI C€KOHOMIKM YKpaiHU MHUTaHHS
Tpanchopmariii  Gi3HEC-MoOJIeIeH  TOProBelb-
HUX MIANPUEMCTB Ha 3acaiax OMHIKaHaJTbHOCTI
HaOyBae 0coOnaMBOiI Barv. BiTum3HsAHI TOpro-
BEJIbHI MiANPHEMCTBA, IO TMParHyTh 30€perTH
KOHKYPEHTOCIIPOMOXKHICTh Ta 1HTETpyBaTHUCS 10
€BPOINENHCHKOIO €KOHOMIYHOTO [IPOCTOPY, MAIOTh
OTIaHyBaTH HAMKpaIli CBITOBI MPAKTUKU OMHIKa-
HAJHHOTO YMPaBITIHHS.

AHaJIi3 0OCTaHHIX JOCJHiIKeHb i myOmikamii.
[IpoGemMaTrika OMHIKaHAJILHOCTI TPHUBEPHYJA
yBary HayKOBIIIB BIJIHOCHO HEIIOJIaBHO: MEPIIIi
cepiio3H1 akaJeMIuH1 JTOCTIHKCHHS B I Tairy3i
natytotbesi 2013 poxom, komu Brynjolfsson,
Hu ta Rahman onyOGnikyBanu y MIT Sloan
Management Review ctartio «Competing in the
Age of Omnichannel Retailing», 3akiaBmu Teo-
peTHYHE NIATPYHTS NOJANBIINX JOCHIJKEHD [3].
3 TOro 4acy KUIBKICTh TyOMmiKaiiid HEYXHIbHO
3pocrae. biOmioMeTpuyHuil aHam3 HAyKOBUX
JDKepes 3aCBIAUYE, 1110 IPOBIIHI MO3UIIIT Y 10CTi-
OKEHHI OMHIKaHaiabHOCTI mnocimarote CIIA,
Kwuraii ta [umis; cepen TeMaTWYHHUX KIIACTEPiB
JIOMIHYIOTh: YIPAaBJIiHHS OHJIaMH 1 o¢uialiH-TIpo-
JaxaMu, KIIEHTCBKHM JOCBIiZ, po3apiOHa Top-
TiBJIS Ta MApPKETUHTOBI cTparerii [4, ¢. 90].

Cepen 3apyODKHUX JIOCHIJHHUKIB CYTTEBUI
BHECOK y PO3BHUTOK TeOpii OMHIKaHaJIbHOIO
ynpasininas 3poounu Verhoef P. C., Kannan P. K.,
Inman J. J., gxi BU3HAYMIM OMHIKAHAJILHICTH
K «CHUHEpreTUYHE YIPAaBIIHHSA YHUCICHHUMHU
JOCTYITHUMH KaHallaMU Ta TOYKaMHU B3a€MOZIT
3 KIIIEHTaMH 3 METOKO OITUMI3allil KIIIEHTCEKOTO
nocBigy» [5]. Kounenmito Customer Journey
B OMHIKQHAJILHOMY CEPEOBHUII JOCIiIKYBaIH
Lemon K. N. ta Verhoef P. C. (2016), po3rsi-
JIal0uu [UISIX CHOKKUBaYa K JUHAMIYHUHN MpoLieC
B3a€EMO/IIT Yepe3 MHOXKMHY KaHalliB [6].

BiTun3HsHI HAyKOBIII TAKOX AKTUBHO JIOJY-
YarOThCS JO BHUBYEHHS JAaHOI MPOOJIIEMATHKH.
3okpema, ['puneuu JI. Ta Cmotposa /l. cucre-
MaTU3yBajdu MIAXOAW O BH3HAYEHHS CYyTHOCTI
OMHIKaHaJbHOTO MapKETHUHTY Ta KaTeropiiHOTro
anmapary B 1 cdepi [7]. HocaimkeHHs 11010
MICISl OMHIKAaHaJIBHUX CTpaTerii y cydacHiit
cUCTeMi MPOJaKiB Ta IXHBOTO BIUIMBY Ha IOBeE-
JIHKY CTIOKHBAYIB 1 O13HEC-TIPOIECH TTPOBOIMIH
Txauyk I. ta iH. (2025), miakpecioouu, IO
OMHIKaHaJIbHICTh 3a0e3Meuy€e HalKpall MOXKIH-
BOCTI JUIsl MOOY/IOBH JTOBIOCTPOKOBHUX BiJTHOCHH
13 kimieHTami [8].

[Torpu HasIBHICTH 3HAYHOTO MAaCHBY HayKOBUX
npaik, TUTaHHS KOMIUIEKCHOTO yIpaBIiHHS 013-
HEeC-TIpoIlecaMy TOPTOBEIIBHUX TIANPUEMCTB HA
OCHOBI OMHIKaHAJIBHOTO MiIXOMy 3aJIUIIAIOTHCS
HEIOCTAaTHBO JOCIIKEHUMHU B KOHTEKCTI BITUM3-
HSHOI crienudiku. bpakye cucteMHUX Mozenei
iHTerpauii OMHIKaHAJIBHUX pIllIeHb Yy 3arajibHy
apxiTeKTypy Oi3HEC-TIPOLECiB MiAPHEMCTBA.

ITocTtanoBka 3aBpanHs. MeTo0 cTarTi
€ JIOCIIKCHHSI KOHIIETITYaJIbHUX 3acaji OMHIKa-
HaJBLHOCTI, PO3pOOKa TEOPETUKO-METOAOJIOTIY-
HUX TIAXOAIB 70 11 BIPOBAKEHHS B CHUCTEMY
yIOpaBliHHSA Oi3HEC-MIPOIecaMi TOPTOBEIBHHUX
HiAPUEMCTB Ta POPMYyBaHHS MPAKTHYHUX PEKO-
HaJLHOT CTparTerii.

Bukgaang ocHoBHOro Mmarepiaay a0cJi-
JoKeHHs. J[ng rmmOokoro po3yMiHHS OMHIKa-
HAJIBHOCTI HEOOXIAHO WYITKO PpPO3MEXyBaTH ii
CYTHICTb 3 KOHLENTYyaJbHO ONWU3BbKUMH, aje
MPUHITUIIOBO BIJIMIHHUMH TOHSTTSIMU — MOHO-
KaHAJIbHICTIO, MYJBTUKAHAJIBHICTIO Ta KpOC-
ka"HaypHICcTIO. Came 1 BIIMIHHICTH 1 BU3HAYac
xapakrep TpaHcdopmariii Oi3Hec-IpoLeciB.

MonoxkaHnanbHicTh (single-channel) — Haii-
IpOCTilIa MOJENb, 3a SKOi MiJIPUEMCTBO B3a-
€MOJII€ 31 CTMOXUBAuYe€M BUKIIIOUHO 4Ye€pe3 OINH
KaHall (Hampukiaaa, jgumie ¢Gi3UYHUA Mara3uH
abo jumIe iHTepHEeT-Mara3uH). MyJabTHKaHAb-
HicTh (multichannel) mnepenbayae HasBHICTD
KITBKOX HE3aJIEKHUX KaHaIIB B3aeMOAIl, IO
(YHKIIOHYIOTH MapajelbHO, MPOTE 130JOBAHO
OJTHE BiJl OJIHOTO: OHJIAWH-3aMOBIEHHS O00OpO-
OJSIOTHCST OKpEeMO BiJl OduIaifH-TIposIaXxiB, 0asu
JIAHUX KITIEHTIB HE CHHXPOHI30BaHI, a CIOXH-
Bau y KO)KHOMY KaHalll CIpUAMAETHCS SIK HOBUH.
Kpoc-kananeHicte (cross-channel) e mepexin-
HUM €TaroM, M0 3a0e3redye TMEeBHUU PIiBCHb
IHTerpanii MK KaHajaMu (Hampukiaa, MOXIIU-
BICTh TOBEpPHEHHs OHJIAWH-TOBapy B odaiiH-
MarasuHi), TpoTe Iis IHTETPaIlisl € YaCTKOBOIO.

OwmHikaHanbpHICTH (Oomnichannel) — sxicHO
BUIIMK piBEHb, 110 INependavae MoBHy Ta Oe3-
IIOBHY IHTErpalifo BCIX KaHATIB B3aeMOJIl
B €IUHY KJIIEHTOOPIEHTOBaHY CHCTEMY, JI€ CIIO-
’KUBad € IEHTPOM ycix mporeciB. Kirodosa Bij-
MIHHICTh TOJISITa€ B TOMY, 1110 MPU OMHIKaHAaJIb-
HOMY TiAXOAl KJIIEHT HE BIIUYBa€ «IEPEXOay
MDX KaHaJaMi» — HOT0 TOCBIJ € €IMHUM 1 Oe3Iie-
PEPBHHUM HE3AJICKHO BiJ] TOTO, SIKUM IPUCTPOEM
a00 SIKMM CIIOCOOOM BiH B3a€EMOJII€ 3 TiANPHEM-
cTtBoM. Hao4yHO mepecBiTUUTHCH Y BIAMIHHOCTSIX
PI3HOKaHAIBHOI B3aEMOJ11 MOYKHA 32 JIOTIOMOT OO
Tabmn. 1.
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Tabmug 1
IlopiBHsI/ILHA XapaKTepHCTHKA MoJiesieil MIZKKaHAJIbHOI B3a€EMOJIl
TOProBeJIbHUX MiANMPHEMCTB
. Momno- MyabTu- Kpoc- . .
Kpurepiii . . . OMmHiKkaHAJBHICTH
KAHAJBbHICTD KAHAJBbHICTD KAHAJbHICTD
KinpkicTh KaHaJIiB 1 Jlekinpka Jlexinpka Yci HasiBHI
InTerpanis kanamie | BigcyTas MinimansHa YacrtkoBa IToBHa
€auna Oa3a gaHux — Hi YacTkoBO Tax
. N . N . N YactkoBO o
Kmientcerkuii gocsin | O0MexeHui Henocaigosuni o besmoBunii
Y3TOJKEHU I
IlenTp cTparerii Kanan Kananu Kananu KitienT
CKItagHiCTh
i Hwusbka Cepennst Bue cepeanporo | Bucoka
YIIPaBIIHHS
EdexTuBHicTh
¢ . 33% ~50% ~70% 89%
YTpUMaHHSI KJIIEHTIB

IDicepeno. cxnaodeno asmopom na ocnosi [1; 5; 9]

BnpoBamxeHHsT OMHIKaHalIBbHOCTI MOTPEOye
MePEOCMUCTICHHST yCl€l apXiTeKTypu Oi3Hec-
MPOIIECiB MiANpHEMCTBA. B 0OCHOBI OMHIKaHaIb-
HOTO MiIXOAY JISKAaTh YOTHUPH B3a€MOIIOB’ sI3aH1
Oomoku, 1o (GOPMYIOTh IITICHY EKOCHCTEMY
yIpaBJIiHHS.

[epmmii 610k — YnpaBiaiHHA KIIEHTCHKUMHU
nanuMu Ta aHajituka (Customer Data Platform,
CDP). Lle cepiie oMHIKaHAJIBHOI cCUCTEMU. €11~
HUHl 1po¢inb KiieHTa (HOPMYETbCS HAa OCHOBI
JAHUX 3 YCIX TOUOK JOTHKY B PEKHUMI PEaIbHOTO
yacy. Texnomnorii Big Data ta mrty4yHoro inre-
JIEKTY JTO3BOJISIIOTH aHATI3yBaTH MOBEIAIHKY CITO-
KMBaviB, IPOTHO3YBATH iXHI MOTPeOU Ta mepco-
HaIi3yBaTH Mpono3uiii. JlocmikeHHs cBiauaTh,
mo 71% crnoxuBadiB OYiKYIOTh TIEPCOHATI30Ba-
HOTO JIOCBiNy B ycix kaHanax [10], a peanizaris
[BOTO MPHUHIIUITY O€3MOCEePeTHBO 3aJICKUThH Bl
SIKOCTI Ta MOBHOTH KIIIEHTCHKOI 0a3u JaHUX.

Hpyruit 6710k — VYmpaBiiHHS 3amacaMy Ta
JOTiCTUKOIO B pexuMi peanbHoro yacy (Unified
Inventory Management). OMHiKaHaJIbHA TOP-
TiBISI HEMOXIWBA 0€3 €IMHOTO TIPO30POTO
00JIIKy TOBapHHMX 3aJIMLIKIB y BCIX TOYKaX MpH-
CYTHOCTI — (I3MYHUX MarasuHax, pO3IMOJib-
YUX [EHTpPaX, CKJIaJiaX JIOTICTUYHUX MapTHEPIB.
Cucrema ERP (Enterprise Resource Planning)
BUCTYIA€ KJIIOYOBUM IHCTPYMEHTOM iHTerparii,
3a0e31meuyrour CHHXPOHI3aIliio JaHUX MIXK yciMa
kananmamu. Cranom Ha 2024 pik 77,2% mposin-
HuX po3apioHux Mepexxk CIIA mpononyBanu
nociyry BOPIS (Buy Online, Pick Up In Store),
10 € MapKePOM 3PLITIOCTI OMHIKaHAJIBHUX CUCTEM
ynpaBimiHHS 3anacamu [11].

Tperiii O6mok — VYmpaBiiHHS KITIE€HTCHKUM
nocsinom (Customer Experience Management).

CnoxuBad Cy4acHOTO TOPTOBEJIBHOTO MiAMpH-
€MCTBa BUKOPHCTOBYE B CEpEIHBOMY 6 TOYOK
JIOTUKY Tiepen 37ificHeHHsM mokynku [1]. bis-
HEC-TIPOIIECH MIAMPUEMCTBA MAIOTh OyTH CIIpO-
€KTOBaHI Tak, 100 MepeMillleHHd MiX KaHa-
namu OyJo HEMOMITHUM Ui KJII€HTA: PO3Ioyvara
OHJIAMH-TIOKyTIKa 3aBEpUIYEThCS B MarasuHi,
KOIIMK 30epe)XKCHW Ha IUIaHIIETI BimoOpaxa-
€TbCS Ha CMapTQOHi; KOHCYIBTAHT y MarasuHi
0aunTh TMOBHY ICTOPIIO OHJIAWH-TIOMIYKIB KJIi-
€HTA.

YerBeptuit 0ok — OMHIKaHaNBHUA Map-
KeTUHT 1 KOMYyHiKamii. MapKeTHHTOBI TIOBi-
JOMJICHHSI, aKlii Ta MPOMO3uLii MaTh OyTH
Y3rO/DKEHUMH B yCiX KaHajaxX. BukopuctaHHs
CRM-cucreM y mo€nHaHHI 3 IHCTPYMEHTaMH
aBTOMaTH3allli MapKeTHHTY JI03BOJISIE peaisy-
BaTH IE€PCOHAJI30BaHl KOMYHIKalii B MOTpiO-
HUM 4Yac dyepe3 HaWOUIbII peNeBaHTHUNA JUIS
KOHKPETHOTO CHoXuBaya kaHai. JlocnimkeHHs
Omnisend JeMOHCTpye, MO OMHIKaHATHHHIMA
MapKETHHT MOXE 301TBIIMTH OOCSTH MPOIaXKiB
Maiike y IIiCTh pa3iB MOPIBHSAHO 3 MOHOKaHAIIb-
HUM TTiaxoaom [12].

OTxe, BOPOBa)KEHHS OMHIKaHaJIbHOI CTpa-
Terii 3a0e3neuye TOProBeIbHUM IiIPUEMCTBAM
KOHKYPEHTHI IepeBary, 1o MiAIarThCs KUTbKIC-
HOMY BUMIipIOBaHHIO. CHCTEMaTH3y€EMO KITFOYOBI
e(exTn Ha OCHOBI aKTyaJIbHUX JOCIIIIKEHb.

Hacamnepen crocTepira€TbCsi 3pOCTaHHS
BUTOPTy Ta YacTOTH MOKymHok. JlocmimkeHHs
Deloitte 3acBigunmiay, 10 OMHIKaHaJbHI CHO-
KUBaul BUTpadaoTh y 3-4 pasu Ouiblie, HIXK
omHokaHaibHI [13]. OMHIKaHAJIBHI CIIOKHBAY1
pobnsaTe mokynku Ha 70% wdacrime mopiB-
HSHO 3 THUMH, XTO BHUKOPUCTOBYE JIUIIE OAMH

158



ISSN 2522-1256 (Print); ISSN 2522-1264 (Online)

kanan [14]. Kommanii 3 eeKTUBHUM OMHiKa-
HaJbHUM 3aJ1y4Y€HHSAM JIEMOHCTPYIOTh pIUHE
3pocTanHs goxony Ha 9,5%, Toni sk mpu cnad-
Kill OMHIKaHAJIbHIN cTpaTerii el MOKa3HUK
ckianae nume 3,4% [15].

BaxnuBoro mnepeBaroro € yTpUMaHHS KJIi-
€HTIB. PiBeHb yTpUMaHHS KIII€HTIB MPH OMHi-
KaHaJIBbHIN B3aemonii csrae 89% mporu 33%
y TIJAIPUEMCTB, IO BUKOPHCTOBYIOTH JIWIIIC
onuH kaHau 30yty [15]. Lle mpuHIMIIOBO BaXKITH-
BUIi MOKA3HHUK, aJKe 3a]y4YeHHS HOBOTO KIII€HTa
KOIITY€e B 5—7 pa3iB JOpOKYE, HIK yTPUMaHHS
ICHYI0YOTO.

VY NmpoBiIHUKIB OMHIKaHAJIBHOT CTpaTerii Bif-
3HAYAEThCSA TAKOXK IMIJIBUIIEHHS OMepariiHol
epextuBHOCTI. KOoMmaHii 3 po3BUHEHUMHU OMHi-
KaHaJTbHUMHU TPAKTHUKAMH 3HUXKYIOTH BapTiCTh
OJTHOTO KOHTAKTY 3 KJIi€HTOM Ha 7,5% ILIOpPOKY.
BripoBa/pkeHHSI  OMHIKaHAJIBHOTO OOCITyTOBY-
BaHHSI JI03BOJISIE CKOPOTUTH Yac OUIKyBaHHS KJIi-
eHta Ha 39% Ta 3MEHIIUTH BUTPAaTU HA CEPBIC
1m0 35%. Lludposizaiis KIIEHTCHKOTO CEPBICY
4yepe3 MPOAKTUBHY OMHIKAaHAJIBHY B3a€MOJIIO
MOYE IIABUIIMUTH 3aJ0BOJICHICTh KIIEHTIB Ha
33% npu 0HOYACHOMY CKOPOYEHHI BUTpAT Ha
25-35% [15].

3pemroro, CiiJl 3a3HAYUTH 3POCTAHHS KOH-
Bepcii Ta tpadiky. Google dikcye, mo omHika-
HaJbHI CTpaTerii CIPUSIOTH 301TBIIIEHHIO BiBII-
yBaHOCTI (pi3munux maraszuHiB Ha 80%. Cepen
npoBigHUX 1000 po3apiOHUX MEPEK TTPOTTO3HIIIS
BOPIS nigsummia piBeHs koHBepcii Ha 25,8%
y 2024 poui [11]. KinmbKicHI XapaKTE€pUCTHKH
OMHIKaHaJILHOTO MiAXO0Ty MoAaHi B Ta0. 2.

HesBaxxaroun Ha o4eBUAHI IepeBaru, BIPOBa-
JDKCHHSI OMHIKaHAJIBHOT CTpaterii moB’si3aHe 3i

3HAYHUMH OPTaHi3aI[iiHIMH Ta TEXHOIOTIYHUMU
BUKIIMKaMH, 1110 TOTPeOyI0Th CB1IOMOTO YIIpaB-
JHCBKOTO M1AXOTY.

[Tepmr 3a Bce mpakTHyHA peani3allis OMHi-
KaHAJIBHOCTI MOTpedy€e BIAMOBIIHOI TEXHO-
JOT14HOI 1H(pacTpyKTypH Ta iHTerparii cuc-
teM. ToOTO ycmix OMHIKaHAJIBHOI cCTparerii
KPUTHYHO 3aJICKUTh BiJ HASBHOCTI PO3BHHE-
Hoi TexHomoriuynoi 6a3u: CRM-cucrem, ERP-
m1aTpopM, CydyacHHX e-commerce pillleHb Ta
IHCTPYMEHTIB aHamiTUKHU. Lli cuctemu morpe-
OyI0Th TIOCTINHOT MIATPUMKH, OHOBJIEHb 1 TEX-
HIYHOT EKCIIePTU3H, IO CYTTEBO YCKIATHIOE
omepalniiHy JiAABHICTH MiAIpUeEMCTBA [4].
Jns manoro Ta cepeanboro 0i3Hecy (hiHaHCOBa
JOCTYIHICTh TAKUX PINICHBb 3QJIMINAETHCS Cep-
HO3HUM OOMEKEHHSIM.

[HIIMM Ba)KJIMBUM YMHHUKOM BIIPOBAJ[KEHHS
OMHIKaHaJIbHOCTI BUCTYTIA€ OpraHizaliiiiia Kyib-
Typa Ta ympasiiHHS 3MiHamMu. OMHIKaHaJIbHA
TpaHchopmarlliss — 1e mepeayciM He TEXHOJO-
TIYHUH, a JOACKKHUM mporec. TpaauriiiHi Top-
TOBEJIbHI MIAMPUEMCTBA YaCTO MArOTh CHIIOCHY
(13071BOBaHy) OpraHi3aliiiHy CTPYKTYpY, A€ pi3Hi
KaHajau 30yTy (YHKIIOHYIOTh K OKpemi 0i3-
Hec-oquuuii 3 BracHuMmu KPI, Groomkeramu Ta
koMangamu. Ilepexia 10 oMHiKaHaTbHOI MOJENi
BUMarae pyWHYBaHHS IIMX «CHUJIOCIB», mepely-
JIOBU TIPOIIECiB 1 OpMyBaHHS HOBOI KOpIIOpa-
TUBHOI KYJbTYypH, OPIEHTOBAHOI Ha KJIIEHTA, a HE
Ha KaHaJl

€uHui pod ik KITiEHTa — OCHOBA OMHIKa-
HAJIBHOTO JIOCBily — HEMOXIIUBHIA 0e3 SKICHHUX,
aKTyalbHUX Ta YHiikoBaHUX naHux. [Ipobdrmemu
TyOJIFOBaHHS 3alCiB, HEMIOBHOTH iH(oOpMAaIIii,
pi3HUX (opmarTiB JAaHUX y PpIZHUX CHUCTEMax

Tabnuus 2
KiubkicHi edexTn Bix BIpoBaKeHHS OMHIKAHAJIBHOI cTpaTerii
TOProBeJIbHUMHU MiANPHEMCTBAMU
IMoka3zuuk 3nauenHsi / egext :xepesio
PiBeHb yTpuMaHHS KJII€HTIB 89% (npotu 33% b Forrester Research
MOHOKAHAJIbHOCTI)

3pocTaHHs 10XOIy Ha PiK 1+9,5% (npotu +3,4%) Digital Commerce 360
'1acToTa MOKYIOK OMHIKAHANHAX Ha 70% Bumia Capital One Shopping
KITIIEHTIB
CepenHi BUTpaTH CHIOKHBAYa VY 3—4 pasu Oibie Deloitte
3HIKCHHS BUTPAT Ha CEpBicC o 35% Odondo / McKinsey

3pocTaHHs BJIBITyBaHOCTI Mara3uHiB

+80% (3a paxyHok oMHikaHaiIbHOCTI) | Google Research

3poctanns kouBepcii mpu BOPIS

+25,8% Digital Commerce 360

3HMKEHHS BAPTOCTI KOHTAKTY

-7,5% Ha pik

Digital Commerce 360

3pocranns Customer Lifetime Value

+46% xomnaHiil QiKCyIOTh

Forrester Research

IDicepeno.: cucmemamuzosano asmopom 3a danumu [1; 11; 13—16]
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€ TUNOBUMH MJI1 BITYM3HSHUX MIANPUEMCTB.
3a manuMu gociipkeHb, nuire 13% xommaHii
MOBHICTIO MEPEHOCITh KOHTEKCT KIIEHTAa Mixk
kaHajgamu [15].

Criz Tako)K MaTH Ha yBasi, 10 KOHIIEHTpAITis
BEJINKUX MACHUBIB KIICHTCHKUX HAHUX B €IUHIN
CHCTEMI CYTTEBO TIJBUIILYE PU3HKHU KiOep3arpos.
JloTprMaHHST BUMOT 3aKOHOJIaBCTBA PO 3aXUCT
MEPCOHATBHUX JaHUX (B YKpaiHCHKOMY KOH-
tekcti — GDPR Ta BiAmoBigHUX HAIllOHAJIBHUX
HOPM) € 000B’SI3KOBOI0 YMOBOIO 3aKOHHOI JisUJTb-
HOCTI B OMHIKaHaJIbHOMY IPOCTOPI.

OMHiKaHaJIbHA TOPTIBIA NOTpeOy€e MPUHIIH-
MIOBO HOBUX KOMIIETEHIIIH BiJ IEpPCOHATY — K Ha
orepariifHoMy piBHI (BMIHHS BUKOPHUCTOBYBAaTH
IHTETpOBaHl CUCTEMH), TaK 1 Ha CTpaTeriyHOMY
(pO3yMiHHS KJIIEHTCHKOI aHAIITUKHU, ITUPPOBOTO
MapKeTUHTY, YyHOpaBIiHHSI aaHuMH). Jedinur
BIANOBITHUX (DaxXiBILIB HA BITYM3HSIHOMY PUHKY
mpalli € pealbHUM 00MEKYyBaITbHUM YHHHHKOM.

Ha ocHoBi mpoBeeHOT0 aHaTi3y TEOPETHUHUX
MIJIXO/TIB Ta MPAKTHUYHUX JOCIIHKEHb TPOTIOHY-
€MO KOHIIETITyaJIbHy MOJENb OMHIKaHaJIbHOTO
ynpaBiliHHS Oi3HEC-IpoliecaMd TOPTrOBEIBHOTO
MIJIPUEMCTBA, 1110 Oa3yeThCs Ha TPHUPIBHEBIM
apXIiTEeKTypI.

PiBenr 1 — Kanamu B3aemonii (Front-end).
Ha oMy piBHI 30cepekeHi BCl TOUKH JTIOTHKY
3 KJII€HTOM: (pi3WYHI Mara3wHHu, iIHTepHeT-Mara-
3UH, MOOUIBHHMI [OJAaTOK, COLiajdbHI Mepexi
(Instagram, Facebook, TikTok), mapkeTruieiicu
(Rozetka, Prom.ua Tomo), Kon-IeHTp Ta dart-
6otu. [IpHHIIMTIOBO BaKJIMBO, IO KOXKEH 3 IUX
KaHaJiB Ma€ HaJlaBaTH OJIHAKOBUI pIBEHb cep-
BICY Ta JTOCTYTI /IO OAHMX 1 TUX CAaMHX JIaHUX.

PiBens 2 — InTerpaniiina miargopma (Middle-
ware). Lle «cepiie» oMHIKaHATbHOI CUCTEMU — TEeX-
HOJIOTIYHHUM TIPOIIAPOK, KU 3a0e3meuye oOMiH
JaHUMHU MDK yciMa KaHajJaMH Ta OeKeHJ-CHCTe-
MaMH B pEKUMI peasibHOro yacy. Kirrouosi kommo-
nentH: Customer Data Platform (equnuii mpodins
kiienTa), Order Management System (ympas-
JiHHS 3amoBlieHHsMH), Inventory Management
System (ympaBiiHHA 3amacaMM B PEabHOMY
yaci), Marketing Automation Platform (aBToma-
TH3allis MAPKETUHTOBUX KOMYHIKAIIii).

PiBenp 3 — bekena-cuctemu Ta aHaANMITHKA
(Back-end). Ha upomy piBHI (yHKIIOHYIOTbH
cucteMu ERP, WMS (ympaBiiHHS CKJIaioM),
TMS (ynpaBiiHHS TPaHCIOPTOM), CHcTeMa OyX-
TaJTepChKOro OOJIKYy Ta MOTYXHA aHaJITUYHA
wiatgopma Ha ocHoBi BI (Business Intelligence)
IHCTpYMEHTIB, L0 TeHEpYy€e IHCAUTH IS yTpaB-
JIIHCBHKUX PIIlIEHb.

@DyHKIIOHYBaHHS Li€] TPUIIAPOBOI MoOzei
HIANIOPSAKOBAHE €MHOMY HPHUHIMIY — KIII€H-
TOLIEHTPUYHOCTI: BC1 Oi3HEC-TIPOIECH MPOEKTY-
IOTHCSL «B1Jl KITIEHTa», BUXOMSIUN 3 HOTO MOTpeO,
MOBEAIHKH Ta OYIKyBaHb, a HE 3 JIOT1KH BHYTPIIII-
HbOI OpraHi3aliiHOl CTPYKTYpH MiANPUEMCTBA.

Jiss TOProBeNbHUX TMIAMPHEMCTB, IO PO3-
MOYMHAIOTh OMHIKaHAJIBHY TpaHCHOpMAIIifo,
PEKOMEHIYEThCS JOTPUMYBATHCS MOETAITHOTO
MIIX0MY, SIKAW MIHIMI3yE PU3UKU Ta JI03BOJISE
MOCTYIIOBO HAPOIIYBaTH KOMIIETEHIII].

Eranm 1 — I[larHOCTHKa (3 -6 MICHIIIB) Orinka
MOTOYHOTO PIBHA 3PUIOCTI KaHATIB B3aeMOi;
aymut HasBHUX [T-cuctem Ta sIKOCTI NaHUX;
aHami3 kiieHTcpkoro muisixy (Customer Journey
Mapping); BH3HAUEHHS KIIOYOBHX «TOYOK
00It0» B KITIEHTCHKOMY JIOCBiJIi; OIliIHKA OpraHi-
3ariifHOI TOTOBHOCTI JIO 3MiH.

Etan 2 — ®ynnament (6—12 micsuis). Brpo-
Ba/LKeHHST a00 MopepHizaiist 06a3oBoi iH(pa-
ctpykrypu (ERP, CRM); ynidikauis Ta ouu-
IIEHHS KJIE€HTCHKOI 0a3u JaHUX; ITiAKIFOYCHHS
BCIX KaHAIIB J0 €JUHOI CHUCTEMH YMPABIIIHHSI
3amacaMu; HaBYaHHS MEePCOHATy OCHOBaM OMHi-
KaHAJILHOTO CEPBICY.

Etan 3 — [arerpauis (12—18 micsmiB). 3amyck
NUIOTHUX OMHIKaHAJbHHUX CIICHApiiB (Hampu-
kian, BOPIS, TIOBEPHEHHS OHJIalH- TOBapiB
y Maraanl) iHTerpalis MapKETHHTOBHUX KOMyHl-
KaIliil y BCiX KaHajax; po3ropTaHHs aHAIITHIHOT
w1arGopMu AJis BIACTEKEHHS €IMHOTO KIII€HT-
CBKOTO TIPOQLITIO; MOCTIHE TeCTyBaHHS Ta OITH-
Mi3allis KJIIIEHTCHKOTO JTOCBITY.

Etan 4 — MacmraOyBaHHS Ta ONTUMIi3allis
(18+ wmicsauiB). BmpoBamkeHHS 1HCTPYMEHTIB
LI ayis mepconamizaiii Ta MPOrHO3yBaHHS; PO3-
IIMPEHHS OMHIKaHAJBbHUX CEpBICiB (coliaibHa
KoMep1isi, rojgocosa komepiisi, AR/VR); nocriii-
Huit monitopunr KPI Ta iteparnBHe BIOCKOHA-
JICHHS TIPOIIECiB; PO3BUTOK €KOCUCTEMHUX IMapT-
HEPCTB.

BucHOBKH 1 mnepcnekTHBH MOAAJIbLIINX
AocTIiKeHb Y naHomy Hampsimi. [Ipoenene
JOCIIKEHHS J103BOJIsie  C(OPMYIIOBAaTH  TaKi
MiICyMKOBI T€3H.

[To-nepire, OMHIKaHATBHICTh € HE TEXHOJIO-
TYHUM TPEHJIOM, a (yHIaMEHTAJIBHOI 3MIHOIO
napajurMy yIpaBJliHHS TOPrOBEIbHUM HIiANPU-
€MCTBOM, II[0 BUMara€ CHUCTEMHOI MepeOyqoBH
BCiX Oi3HEC-MpolIeciB — BiJl YIpaBIiHHS 3ara-
caM# JI0 KJIIEHTCHKOTO CEepBiCYy — HABKOJIO €]IU-
HOTO L[EHTPY — CIIOYKUBAYa.

[To-mpyre, KimbKiCHI JOKa3u e(QEeKTHBHOCTI
OMHIKaHAJIbHUX CTpaTerii € MNepeKOHIUBUMHU:
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piBEeHb yYTPUMAaHHS KII€HTIB 3poctae 10 89%,
BUTPATH KII€HTIB 30UIbIIYyIOTEC y 3—4 pasw,
a pIYHUM MpUpICT AOXOAY HIANPUEMCTB 13 3pi-
JIOI0 OMHIKAQHaJLHOIO CTPAaTETi€l0 CTAaHOBHUTHh
9,5% — maibke BTpudi O1NIbIIe, HIK Y KOHKYpEH-
TiB 13 cTaOKUMHU OMHIKaHATBHUMH MTPAKTUKAMHU.

[To-Tpere, 3ampomoHOBaHA TPHUPIBHEBA KOH-
HenTyajabHa MOJENb (KaHaId B3a€EMOJIl — IHTe-
rpauiiiHa miargopma — OEKeHI-CUCTEMHU) MOXKe
CJIyI'yBaTH METOZOJIOTTYHOI0 OCHOBOIO ISl ITPaK-
TUYHOTO MPOEKTYBAaHHS OMHIKaHAJIbHOT apXiTeK-
TYpHU TOPTOBEIBHOTO MiIPUEMCTBA.

[To-ueTBepre, 1715 BITYU3HIHUX TOPTOBEIILHUX
T IIPUEMCTB KPUTHYHO BaXKITMBHUM € TTOSTATTHHH
MIJIX17 10 OMHIKaHaJIBHOI TpaHcdopmMartii 3 4iT-
KHM BH3HAYCHHSM IMPIOPHUTETIB, PEaTiCTUIHUMHU
YaCOBMMH PaMKaMH Ta MOCTIHHUM MOHITOpPHH-
roM e(h)eKTUBHOCTI BITPOBA/IXKYBAHUX 3MiH.

[lepcrieKTHBY TOAAIBIINX JTOCIIIKEHb BOA-
YaloThCS B PO3POOIII METONUKH OIIHKHA PIBHS
OMHIKaHaJbHOT 3pUIOCTI BITYU3HSIHUX TOPTO-
BEJIbHUX TIANPUEMCTB, aHaTI31 CEKTOpajIbHOI
creun(iku OMHIKaHAJIbHOIO YIPABIiHHS (IIpoO-
JoBOJTBYA TOPTiBIs, fashion, enexkTpoHika Tomio),
a TakoX B JIOCITIDKCHHI BIUIMBY TEXHOJIOTIH
LITYYHOT'O 1HTEJIEKTY Ha €BOJIIOLIII0 OMHIKaHaJIb-
HUX CTpaTeriu.
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