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Abstract.

Kolomiets A. Research on the development trends of human capital as a factor in activating rural territory development.

The article examines the theoretical foundations of human capital formation as a key factor in the sustainable development of rural territories. In the
face of rapid outflow of qualified personnel, demographic aging, and limited access to basic social services, traditional models of territorial management prove
insufficient. They continue to focus primarily on material and technical infrastructure, while systematically underestimating the investment nature of human
capital — the very resource that ultimately determines the ability of communities to self-reproduce and adapt in an unstable post-war environment. The study
traces the evolution of scientific views on human capital from the classical provisions that laid the groundwork for the investment approach to contemporary
international studies. The latter highlight the role of human capital in mitigating the consequences of globalization, urbanization, and environmental challenges.
Ukrainian scholars actively adapt these ideas to national realities; however, their works frequently remain within the realm of general theoretical constructs.
Empirical assessments focused specifically on rural territories, taking into account regional disparities, are still relatively rare. The paper reveals the integrative
essence of human capital as a result of the interaction among economic, intellectual, social, cultural, administrative, and financial factors. It identifies the
structure of human potential in territorial communities through socio-demographic, labor, entrepreneurial, and innovative components, with particular atten-
tion paid to the synergistic effects arising from their combination. The main approaches to assessing human capital - index-based, cost-based, component
(structural), productive, and territorial - are systematized. Based on this classification, the key groups of indicators for evaluating the development of human
capital in rural areas are identified. Such systematization provides a necessary methodological foundation for further empirical analysis of trends in human
capital reproduction and the development of effective mechanisms to activate the development of rural communities.

Keywords: human capital, rural territories, sustainable development, territorial communities, human potential assessment, labor resources,
workforce, economic resilience of communities, socio-demographic potential.
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Konopamenxo O. B., T'apbaxiii K. C. Opeanisayifino-exonomiunuil Mexanism inmeepayii mapkemuneoBux i 36ymoBux incmpyme-
HINIB Y MeHe0KMeH KOHKYPEeHMOCHPOMONHOCHI.

Y emammi meopemuuno odrpynmoBaro, pospodieno ma kKOHYenmyarisobano yilicHutl opeanisayiiHo-eKOHOMIYHUTI MeXanisM inmeepayii map-
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HAABHO020 PO3PUBY MiX MAPKeMUH20M i 30YmoM € KA10406010 OUHAMIYHOIO CHPOMOXKHICHII0 Opeaisayii, Axa cmbopioe YHIKAAbHUT, CKAAOHUT 04 iMimayii
pecypcruii nomenyias 6ionobiono do kpumepiié VRIO. Poskpumo cmpykmypHy apximexmypy Mexanismy, 10 0Xonaioe 6xioni pecypcu, opeanisayiiino-
IHCMUMYYiiHUTL, eKOHOMIUHUTL A THCIPYMEHMAALHO-IMEXHOA0IYHUTL NIOMeXaHI3MU NOpAD 13 BuxiOHUM BeKmopom OyiHKU puHK0BOT KOHKYpeHMOocnpo-
Mmoxrocmi. Cucmemamu3o6ano iHcmpymenmapii MixgyHkyionassHoi 63aemodii 3 akyenmom Ha inmeepobanuii Smarketing-incmpymenmapiii, 6xaroua-
touu Inbound-mapxemume, ckopume 410i6, mapxemune Ha ocHobi kaienmi6 (ABM), cmumyatobanns npooasxi6 (Sales Enablement) ma nackpisny anani-
muxy. 3anponoHobano opeanisayiiini peeaamenu Ha ocHobi Yeod npo pibens obcayeoBybanns (SLA) ma oyineno 6niub cmpyxmypu opeanisayiinol
KyAbmypu Ha pifens spirocmi MixgpyrxyionarsHol inmeepayii. ObTpyHMOBaHO eXOHOMIUHULL NIOMeXAHI3M, 3cHOBanT Ha mpupibrebii cucmemi iHOU-
G10yarvHux, Kpoc-GhyHKYIOHAABHUX WA CHIpameiuHUX kAouo6ux nokasnuxib egpexmubrocmi (KPI). @opmarizobaro exoHomiko-Mamemamuuny Mooes
OYIHKU CUHEpeemuyuHo20 eqheKimny, NoXu3HeHHoi YyiHHOCHI Kaienma, cnibfionouienns Bumpam na saiyueHus kaienmi6 ma Inmeepasvroeo Indexcy Kou-
KYpeHmocnpoMoxHocni. Busnauero poas yugpobux mexroAoeiii, 30kpema cucnem ynpabainus 63aemobionocunamu 3 kaienmamu (CRM), abmomamu-
sayii npooaxib (SFA), beauxux oanux (Big Data) ma wimyunoeo inmenexmy, Ax mexHoA02iuHoe0 kapkacy 045 besnepepbHoi cunxponisayii 0isHec-npo-
yecib. ITIpaxmuuna sHauyuicns noseae Y HAOAHHI 0ieBux ynpabaincokux iHcmpymenmib 045 niobuwenus adanmubHocmi nionpuemcmba, ympumanHs
KALEHMIB ma amiyHeHHA cpameziutix punKoBux nosuyii.. ' @ This is an Open Access article dis-
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ITocranoBKa mpoGsieMn y 3araJJbHOMy BUIJIAAL. Y
CYYacHMX yMOBaX TypOyJIEHTHOCTI I7T00aTbHOTO €KOHOMIY-
HOTO CepeJIoBMIIa, CTPiMKOI I poBoi TpaHcdopmartii 6i3-
Hec-MozesIert Ta IIOCTIVIHOTO 3pOCTaHHs BYMOIJIVIBOCTI CIIO-
XMBadiB (pyHIaMeHTaTbHIM 3aBJaHHIM MeHeKMeHTY ITifI-
IIPUEMCTBA CTa€ 3a0e3TIeUeHH: TIOTo JIOBTOCTPOKOBOI Ta CTivi-
K01 KOHKYPEeHTOCIIPOMOXKHOCTI. I'7obartizaltisi puHKiB, cko-
POYeHHS XWUTTEBOTO IMKITY TOBaPiB i ITOCTIIEHHS MiXdipmo-
BOI KOHKYpPEHIIil 11030aByIsIoTh e(eKTVBHOCTI TpaauIIiliHi,
CTaTV4HI IiIXOAM 0 YIPaBJIiHH, 3aCHOBaHi Ha JXOPCTKOMY
dyHKITIOHAJIBHOMY TIOfisTi Tparli. [3ompoBaHe yHKITiOHY-
BaHHS OKPeMIX CTPYKTYPHUX IIiIPO3AUTB CTBOPIOE TaK 3Ba-
Hvm "edpekT dyHKIIoHaTEHMX Kommopsa3is" (functional silos),
3a sIKOTO KOXKHa CJTy>X0Oa Iparte onTMMisyBaTV BJIacHi JT0Ka-
JIbHI MOKa3HVIKV, YacTO IIIKOMSYM 3araJIbHill cTpaTeriyHi
MeTi MigIIpreMCTBa.

HaviOinbIm KpUTUIHNIM y IIbOMYy KOHTEKCTi € MiXdy-
HKITIOHaJTbHUY PO3PMB MiX MapKeTMHIOBOIO Ta 30yTOBOIO
OisUIbHICTIO. TpaguiliiHO MapKeTVHI CIIPUIIMAEThCS  SIK
CTpaTeriuHa (PyHKIIisl, BiAIIOBida/IbHa 3a JOCIHIKeHHS PU-
HKY, ITO3WIIIOHYBaHHS, (POPMyBaHHs KalliTaJly OpeHAy Ta
CTBOPEHHS JOBIOCTPOKOBOI'O IIOINTY, TOMi K 30yT (PyHK-
Lig MpofaxiB) Opi€HTOBaHWMII Ha oOIlepaTVBHe BUKOHAHHS
yTOMIV, B3aEMOIIIO 3 Oe3mocepeTHiM ITOKYIIIIEM, YITpaBITiHHS
OVUCTPUOYLIIVIHMMYM KaHaJlaMy Ta (popMyBaHHS IIOTOYHOI'O
rpomoporo 1moTtoky. Ko mi mimposgimm [iloTh Heysro-
IKeHO, BUHMKAIOTh CUCTeMHI MDK(YHKIIIOHa/IbHI KOHIi-
KTW: MapKeTMHT 3BMHYyBaudye 30yT y HeepeKTMBHIN peaslisa-
11ii po3po0JIeHMX CTpaTerit i BTpaTi MOTEHIIMHMX KITi€HTIB,
a 30yT 3BMHYyBa4ye MapKeTVHT Y BiIpwuBi Bill pHKOBOI pea-
JIHOCTI, HpOBeIeHHi aOCcTpaKTHMX HOCIIIKEeHb Ta IIOCTa-
4JaHHI HeKOPVCHVIX JIiJIiB.

CydacHa KOHIIeMIlid MeHeIKMeHTy KOHKYPEeHTO-
CIIPOMOJKHOCTI pO3IVIA1ae OpraHisallifiHy 30aTHICTb I100-
J1aTy MDKYHKIIOHAJIBHI Oap'ep K KIIOUOBY OVHAMIiYHY
crrpoMoxHicTh (dynamic capability) opramisarii. LlerTpom
dopMyBaHHS CMHEPreTIHOTO eeKTy B crcTeMi "Timmpm-
€MCTBO — PWHOK" € iHTerparis MapKeTMHTOBMX i 30yTOBMX
incrpymenTis (Marketing and Sales Interface — MSI, abo
Smarketing). Taka iHTerparlist mepemOadae mmepexin Bif mpo-
cToi criBicHyBaHH: abo dpopMaTbHOI KOOPAWMHAIIT 10 TIIM-
Gokoi cTpaTeriuHoi, ITporiecHol, iHdopMaIlivtHOI Ta KyJIbTY-
PpHOI crHXpoHi3amii 06ox dyuKIit. O0'eqHaHHS aHaTHTIY-
HOTO 71 CTpaTeriuHOro IoTeHIlialy MapKeTUHIY 3 oIlepaTyB-
HOIO THyUKicTIo Ta OesmocepermHiM HOCBiAoM 30yTy Iae
3MOTY Cl)OpMYBaTVI HPOITO3MILii, IITO TOYHO BilTIOBiNAIOTh 3a-
OouTaM LUIBOBUX ayAWUTOPi, ONTMMI3yBaTV KIIE€HTCHKWI
norax (Customer Journey) i MakcuMisyBaTy 3arajgbHy IIiH-
HICTB I KJIi€HTa IIPOTSATOM yChOIO IIepiofly CIiBIIpalli.

Pasom 3 TuM, IpakTMUHa peastizariisi Takol iHTerparii
HaTacKy€TbCs Ha BiJCyTHICTh IIUIICHOTO METOAMYHOIO iH-
crpyMeHTapiro. Heobxifgrmm € popMyBaHHS eqmMHOTO opra-
Hi3aIlilTHO-eKOHOMIYHOTO MeXaHi3My, SIKIi1 OU y3roIKyBaB
He JIMIIle IpollecyayibHi Ta iHdoOpMaliliHi IIOTOKM, aie ¥
€KOHOMIiUHi MOTMBY, LIUIbOBi OPi€HTMPY, TOKa3HUKM edeK-
muBHOCTI (KPI) Ta opranizaninyy KyiasTypy Hinposainis. Po-
3poOKa Ta TeOpeTMKO-IpUKIagHe OOIPYHTyBaHHS TaKOTO
MexaHi3My, 3IaTHOro TpaHcdopMyBaTH MOTeHIlial Mikdy-
HKITiOHAJIbHOI B3a€MO[Ii y CTilIKi KOHKYpeHTHi IepeBarw,
BU3Hava€e BUCOKY aKTyasIbHiCTb ITieT mpobsieMut T cydacHoO1
eKOHOMIYHOI HayKM Ta IIPaKTUKI MeHeIDKMEHTY.

AHani3 ocraHHIX DocTimKkeHs i my6srikanin. Joci-
IDKeHHS MDKQYHKITIOHaIbHOI B3aeMOMil Ta iHTerpartiii Map-
KeTMHIoBOI 11 30yTOBOI (PyHKIIII MalOTh OaraTy HayKOBY
€BOJIIOLIIIO, 1110 pO3BMBaJIacd IapaslelIbHO 3i 3MiHaMI B KOH-
LIETIIisAX MeHeKMeHTy, MapKeTUHTY Ta Teopil dipmu. Bu-
BUYEHHsI TeOPeTUYHMX 37100y TKiB /Ta€ 3MOTY BUOKPEMMUTH Ki-
JIbKa KITFOUOBVIX €TalliB i HayKOBUX HAIIpsMIB y pO3B’sI3aHHI
1i€el mpobiieM.

@PyHaMeHTasIbHI 3acafyl BUBUeHHs MiX(yHKITiOHa-
JILHOT B3a€MOIii MapKeTMHTY 3 iHITIIMY i posmimamMu Oy
3aKitazieHi y nparax P. Prokepra ta O. Bonkepa [1], siki 3a-
IPOIIOHYBaIM KOHIIENTYasIbHI paMKM IS aHaJli3y CTpyK-
Typy Ta IHTEHCMBHOCTI MDKBIIOMYMX KOHTaKTiB IIiJl 4ac

peartisarii pisHux Oi3Hec-cTparerivt. ABTOpM IIOBeNW, IO
edeKTUBHICT peastisariii MapKeTMHTOBVX CTpaTerivi Oesro-
CepeTHBO 3a7IeXXWUTh BiT SKOCTI KOMyHiKaIlivi, dopmartizartil
mporiecy oOMiHY iHdOpMaIli€lo Ta CHiTPHOTO IUTaHyBaHHS
Mix Bigaitamn. Y nopanmemomy K. Bb. Kan ta Ix. T. Men-
nep [2] posmmpwm po3yMiHHS CYTHOCTI iHTerparriitHmx
TIporieciB, 9iTKO po3MeXyBaBITIV TTOHATTS "B3aeMoiss' (dpop-
MaJIbHi KOHTaKTM, OOMiH JIOKyMeHTaIli€o) Ta "Korabopartist"
(HedpopmatbHa crIiBIIpalis, CIUTHHI 11T, B3a€EMOPO3YMIiHHS
Ta 3aJIy4eHicTh). BoHm o6rpyHTYBasy, 1m0 came KoytabopaTu-
BHVVI KOMITOHEHT Ma€ HaViOUTBIINV BIUTMB Ha 3arajlbHy Ipo-
IyKTUBHICTB Oi3Hecy Ta 3a70BOJIeHiCTh KITi€HTIB.

HeTarpHMiI aHaI3 HIPUYMH Mi)chyHKuiOHaanmx
KOHTIKTIB 1 po3pobka KiIacmdikarii piBHIB iHTeTparlil Bu-
cBiTieHi y poborax ®. Kotnepa Ta H. Pakema [3]. Hayxosiii
3aIIPOIIOHYBaJI YOTUPVPIBHEBY IIKaJTy 3piJIOCTi B3a€EMOBII-
HOCMH MiX MapKeTVMHIOM i IIpofakaMir: He3abes3redeHWV
(HeBM3HAaUeHMIT) piBeHb, BUSHAYEHW, Y3rOPKEHWUT Ta TI0B-
HicTIO iHTerpoBaHwN. IxHi mparlli JoBeIM, 0 OCHOBHVUMM
IKepeslaMi KOHQIIIKTIB € BiIMiHHOCTI B 4acOBMX TOPU30H-
TaX JIisUIPHOCTI (KOPOTKOCTPOKOBWY OPi€HTVP 30yTy IpOTH
JIOBTOCTPOKOBOTO OPi€HTMPY MapKeTMHIY), pi3He CIpui-
HATTS PUHKOBMX IOTped Ta HerapMOHi30BaHi CUCTeMU BU-
Haropomu. K. JIe Men'e-®irnx'to Ta H. IMipci [4] mormmbmn
11eV1 aHaJIi3, BUBYMBIIN POJIb BUIIIOTO KepiBHUIITBA Y MOI0-
JlaHHI MIKIiTpo3auIbHMX Oap'epiB Ta eKclepuMeHTalIbHO
MiATBePAUBINY HasBHICTh MPSIMOTO ITO3UTUBHOTO 3B'SI3KY
MiX piBHeM cHiBIparii «MapKeTUHI-30yT» i piHaHCOBOIO pe-
3yJIbTaTVBHICTIO KOMIIaHI.

BaxxuBuit HarpsIM TOCITIIKeHb ITPUCBIYeHUIT PO3-
poOIIi KOHIIeNTyaJIbHMX paMOK iHTeTpallil sIK /kepesia KOH-
KypeHTHUX nepesar. I1. M. Manxasi [5] pospobus nBocTa-
TIiVIHy Mofiesb iHTerparlii, gKa JeMOHCTPYE, K MOeTHaHHS
CWIBHMX CTOPiH 000X (PYHKIIIV 3Mimnye dpokyc opraHisariil
GesrocepeTHbO Ha CIIOXMBaua, IMiBUINYe piBeHb JOBipwu,
3HWKY€e MDK(YHKITiOHalIbHe TepTs Ta 30UTBIIye XUTTEBY
nigHicTh K1ieHTa (CLV). 3 Toukm 30py Teopil coriaabHOTO
Kamitany . Pyswe Ta [Ix. Xayuiasn [6] mocminymm ilTepderic
"MapKeTHHT-30yT" K MepeXy MIKTPYIIOBMX 3B'sI3KiB, TIOKa-
3aBIIV, 10 POPMYBaHHS HIUIBHOIO COIiaJIbHOIO KaIliTasry
MDX ITparfiBHMKaMy 000X MiIpO3/IijIiB ITOJIeTIye ITepenady
HedOpMaJIbHMX 3HaHb PO PUHOK i IiIBUIIy€ iIHHOBALIIIHY
CITPOMOJKHICTb HiIIITPpYEMCTBA.

CyuacHi my06rikaltil IpUIUIIOTs 3HaYHY yBary KOH-
TeKCTyaJIbHUM, KYJIBTYPHMM i TexXHOJIOTiuHMM dakTopam
iHTerpariii. Y HayKoBUX PO3poOKax HOCITiIKYETHCS BIUIVIB
TUILy OpraHisaliHoi KyJbTypu 3a iHcrpyMeHToM CVF
(Competing Values Framework) K. Kamepona Ta
P. Ksixna [7] Ha cTymiHp MiXYHKITiOHaIEHOI iHTerpartii 3a
mkastofo Kotmmepa. 3okpeMa, oOGIpyHTOBaHO, IO KJIaHOBA,
PVHKOBa, aIXOKpaT/U4Ha Ta i€papxiuHa KyJIbTy PU MaloTh pi-
3HOCITPSIMOBaHMIA, ajle 3arajioM IIO3UTMBHUM BIUIMB Ha iHTe-
rpaliVHi Impoliecy, IpuIoMy 1ieVl 3B'30K € 3Ha4HO CWIbHi-
M y B2B-cermenTi, Hix y B2C-cermeHTi.

Porb 1111 poBMIX TeXHOJIOTiV Ta iHdOpMaLIiviHO-aHaIi-
TUYHMX CHCTEM Y CMHXPOHI3allil MapKeTVHIY 71 HPOIakiB 10-
CJIKeHO Y UMCJIeHHMX HpallsiX OCTaHHiX pokKiB. BueHi mioka-
3yloTb, 1o BrIpoBamkeHHs Customer  Relationship
Management (CRM), Sales Force Automation (SFA) Ta in-
crpymenTiB Sales Enablement (SoST) e TexxomoriuammM ¢yH-
JlaMeHTOM iHTerpariil, 3a0e3reuyioun 3pOCTaHHs yTPUMaHH:
KIieHTiB Ha 25-40% i migBuIeHHS edeKTMBHOCTI IIpoAakiB
Ha 15-30%. 3 ixmoro 6oky, C. JI. Maprin, P. I'. Ixasasri [8]
Ta iHIl HayKOBL I ITBepAVIIN MOJIePaLliIHY POJIb iHTerparii
30yTy B peartizallil HpOMyKTOBMX iHHOBAIIi Ta MUKHAPOIHIT
ajiarrTariii Topapis, BKa3ylo4n Ha Te, 110 MapKeTVHIOBi CITpo-
MOYKHOCTi TIepeTBOPIOIOTbCSI Ha BWMCOKi Oi3Hec-TIOKa3HMKM
JIVIIIIE 32 YMOBVI aKTMBHOTO 3aJTyUeHHs 30y TOBOTO ITepCOHaTy
10 TIpolIeciB 0OpOOKM PUHKOBOI iHpOpMAaLIii.

Baromur BHecoK y JOCITiKeHHs OpraHizallirtHo-eKo-
HOMIYHMX MeXaHi3MiB yIIpaB/IiHH: FOCIIOJapChKVIMU CHCTe-
MaMU 3pobrTeHo yKpaiHcbkymm BueHvMM. [parti 1. O. Kpro-
koBoi [9], A. O. Karrrastana [10] o6rpyHTOBYOTE CyTHICTB Op-
raHi3allifiHO-eKOHOMIYHOIO MeXaHi3My $K KOMIUIEKCHOI
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crcTeMy, 10 00'€qHY€e OpraHi3allifiHi CTPYKTYpY, eKOHOMi-
4YHi BaXkeyi, HOPMAaTMBHO-TIPAaBOBI Ta METOAVYHI 3acobu
BIUIMBY Ha CyO0'eKTM TocrofmapioBaHHS. SIK 3a3Ha4aloTh
P. B. Isanos, IO. B. Typrosuiz Ta irmi [11] migkpecrooTs He-
OOXiTHICTh Y3TOKeHHSI BHYTPIITHBOBMPOOHWYMX IIpoIie-
CiB, MapKeTUHIOBMX KaHaJliB PO3IOAULy Ta iHCTPyMeHTiB
30yTy 3 MeToro 3abe3redeHHsS] PUHKOBOI CTiVIKOCTI, IO Po-
OuThH iHTEeTpOBaHMVI MEHEKMEHT KOHKYPEHTOCITPOMOXXHO-
CTi KJIIOYOBVMM €JIeMEeHTOM aJJalTaLlii IiJIpreMcTB 10 cydac-
HMX €KOHOMIYHMX BUKJIVKIB.

IMorrpm BrcOKy HayKOBY IIiHHICTh HasIBHVX ITyOsTiKa-
11i71, y GiTeIIIOCTi ITpaItk MapKeTWHTOBI Ta 30yToBi iHCTpyMe-
HTW PO3IVIAAAIOThCA abo i30/1b0BaHO, ab0 Y By3bKOMY KOH-
TeKCTi OKpeMIX OIepallifiHIX IIpoleciB (HaIllpMKiIaf, OLi-
HKa gKocTi mifis um BrposamkeHHss CRM). KomrutekcHmmt
OpraHi3aIfiffTHO-eKOHOMIUHMIT MeXaHi3M, sSKuit 00'eqHye in-
CTUTYLIiVIHi, EKOHOMIi4Hi, KyJIbTYPHi Ta TeXHOJIOTi4Hi BakesIi
iHTerpamii yx iHCTPYMEHTIB y €QVHY LIUIiCHy CUCTeMy Me-
He)KMEHTY KOHKYPEeHTOCIIPOMOKHOCTI IIiJITPMEMCTBA, [OCi
He po3pobJIeHO TIOBHOIO MipoIo.

dopmyTIOBaHHA IIijIeVl cTaTTi (ITOCTaHOBKa 3a-
BIaHHA). MeToIo TOCTiKeHHs € TeOPeTUKO-MeTO0JIOTiuHe
OoOIrpyHTYyBaHHS, po3po0Ka Ta KOHIIeNTyasIi3alis ilicHoro
oprasisaliHo-eKOHOMi4HOI0 MexaHi3My iHTerpallii Mapke-
TUHTOBUX i 30yTOBMX IHCTPYMEHTIB y crCTeMy MeHeKMe-
HTY KOHKY P€HTOCITPOMOKHOCTI ITiIIIpreMcTBa [1s 3a0es31te-
YeHHsI I0r0 PUMHKOBOI THYYKOCTi, MaKCHMisaIlii oXn3HeH-
HOT I[iHHOCTI KJTI€HTCHKOI Oasy Ta JOCATHeHH:s JJOBIOCTPOKO-
BUIX CHEPTeTUYIHMX e(PeKTiB y IMPPOBOMY CepemOBUIIIi.

st mocsArHeHHs OKpec/IeHOi MeTH II0CTaBJIeHO TaKi
HayKOBi 3aBJaHHS:

1. PoskpuTy TeopeTWUHY CyTHICTB, criermdiky Ta
eJIeMeHTHY CTPYKTYPY OpraHi3alliiHO-eKOHOMIYHOIO Mexa-
Hi3My iHTerparii MapKeTMHTOBMX i 30yTOBMX iHCTpyMeHTIB.

2. KrnacudikysaTy Ta cucreMaTm3yBaTy MapKeTUH-
TOBi 11 30y TOBi iHCTPYMeHTV 3 BUOKpeMJIeHHSIM ITepCTIeKTVB-
HOI  30HM iXHBOI  KpoOC-(PYHKIiOHAJIbHOI  CHMHepril
(Smarketing-incTpymeHnTapiro).

3. OOrpyHTyBaTM OpraHi3alliffTHO-iIHCTUTY IV THW
ImiMexaHi3M, IIIO OXOIUIIOE ONTMMi3arlifo Oi3Hec-IIporecis,
yromu Ipo piBeHb 00ciTyroByBaHHS (SLA), rapMoHisariiio
OpraHi3aliltHOI KyJIbTy Py Ta MUKIITPO3IUIbHI KOMYHiKalIil.

4. Po3poOwurty eKOHOMIYHMII ITiTMexaHi3M, BKITIOYa-
roun HackpizHy cucremy KPI, y3romkeHi MoTVBaLiniHi KapTu
Ta eKOHOMIKO-MaTeMaTUUHy MOfeslb OLIHKM CHUHepreTud-
Horo edeKTy Bif iHTerpariil.

5. CdopmyBat apxiTeKTypy iHdopMarintHo-Tex-
HOJIOTiYHOTO 3a0e3IeueHHs MexaHi3My Ha OCHOBI iHTerparii
CRM, SFA Ta cucrem Big Data aHatiTVKu W1t HOCWIEHHS
KOHKYPEHTHMX IO3UIIiV IiAIPpUEMCTBA.

BuxJiag ocHOBHOTO MaTepiary JocTimKeHHs. Y c11-
CTeMi Cy4acHOTO MeHe[I)KMeHTY KOHKYpPEeHTOCIIPOMOKHOCTI
oprasisalillHO-eKOHOMIYHMY MexaHi3M IIocifja€ IleHTpa-
JIbHe MiclIle, BUCTYIIaro4 CIIOJIy YHOIO JIAHKOIO MiXK CTpaTeTi-
YHMMW HUIAMM IIAIIPYEMCTBA Ta VIOro olepaTUBHOIO HisiIb-
HICTIO Ha pUHKY. B KoHTeKcTi iHTerpariil MapKeTMHIOBUX i
30yTOBUX IHCTPyMeHTIB Il OopraHi3alilTHO-eKOHOMiUYHWM
MexaHi3MOM CJIiJl PO3YMiTV CKJIaJIHOOpraHi3oBaHy, AMHaMi-
YHy CHCTeMY B3a€MOTIOB'sI3aHMX OpraHisamivHmx dopmM, in-
CTUTYLIIVIHVIX HOPM, €KOHOMIUHVX BaKeJIiB, IUPPOBIIX TeX-
HOJIOTiVI Ta MeTOZiB yIIpaBJIiHHS, (PYHKITIOHyBaHHS SKMX
cripsiMoBaHe Ha OesllepepBHe Y3rof)KeHH:, CMHXPOHI3alliio
Ta CIUTPHY peasIisallifo MapKeTMHTOBMX i 30yTOBUX iHCTPY-
MEHTIB 3 MeTOIO0 MaKCMMi3allil ITHHOCTI IS CIIOXKVBAYiB 1 JT0-
CATHEHHS CTiVIKMX KOHKYPeHTHMX IlepeBar.

Teopernanamy pyHIaMEHT po3po0IIeHOTO MexaHizMy
COMPAETHCS Ha MOETHAHHSA TPhOX (PyHIaMeHTaIbHUX KOH-
mermrin [12, 13]:

— pecypcaum minxin (Resource-Based View — RBV):
posrsamae Kpoc-pyHKITIOHaIbHY iHTerparlifo sSK yHiKaIb-
HVV, CKJIaITHVIVA 17151 iMiTaItil Ta HeImiIaTHM ITpsMin 3amiHi
opranisaminamin  pecypc (VRIO-kpurepii), mo dopmye
CTiVIKi KOHKYPeHTHi IlepeBary;

— KOHIIEITITist OVIHAMITHIX CIIPOMOKHOCTETL

(Dynamic Capabilities): iHTepIpeTye iHTerpoBaHM iHTEp-
deric "MapkeTVHT-30yT" SIK 3MaTHICTH MiAIIPUEMCTBA Bimuy-
BaTV PUHKOBI 3MiHM (sensing), BUK/TIOYaTV BTPaTy KITi€HTCh-
KOTO IIOTeHIiaTy (seizing) Ta MoCTiTHO peKoH@IrypyBaTu
6isHec-portecn (transforming) BimmosigHO mMO TpaHCcdOpP-
MalliVl 30BHIIIIHBOTO CepeIOBIIIIA;

—Teopis JlaHIfora CTBOpeHHs IiiHHOCTI (Value
Chain): Bu3sHa"ae MapKeTVHT i 30yT SIK KIFOUOBi TepBUHHI
BUAV JTisTbHOCTI, MaKCVMaJIbHa B3a€MOJTisl MK SIKVIMM JIiKBi-
nye BTpaTy iHdopMallil Ha CTMKax IIpoliecis i migBuIIye Ki-
HIIeBy TOTOBHICTb CITOXXMBaya IUIaTUTU 3a IIPOIYKT.

CTpyKTypHO-JIOTiYHa apXiTeKTypa OpraHi3alirtHo-
€KOHOMIYHOTO MeXaHi3My iHTerpariii MapKeTMHIOBVIX 1 30y-
TOBUX iHCTPYMEHTIB y MeHe[I)XMeHT KOHKYPEeHTOCITPOMOXK-
HOCTi OXOIUTIOE I'SITh B3a€MOIIOB'si3aHVIX OJIOKiB:

1. Bximumi 6110k (PecypcHmii Ta iHdOpMariviHmit rmo-
TeHIIias1). Bxitouae nepsuHHI pecypcu: iHdopManinHgi naHi
IIPO PUHOK i CITOXXMBa4iB, HasBHY KITIEHTCHKY 0asy, kBaridi-
KOBaHUW IlepcoHaJl HiIpOo3AUIiB MapKeTUHIY Ta IPOJaxiBs,
dinaHCOBi pecypcu Ta HasiBHy iHdOpMaIlilTHO-TeXHOJIOTi-
uHy iHpPaCTPyKTypy.

2. OpraHi3alintHO-IHCTUTYLIVIHUI IMiAMeXaHi3M. 3a-
Gesredye cTBOpeHH: (POPMaTbHIX Ta HedbOpMaJIbHIX YMOB
1A criBIpalli. Brodae peryiaMeHTalito Kpoc-dyHKIIiOHa-
JIBHMX IPOLleCiB, po3poOKy Ta IIiONMCaHHS BHYTPIlIHIX
Yrop npo piBens obciyrosysanH: (Service Level Agreement
— SLA), dopmysanus Agile-koMaHH, ITpoBefeHHS Kpoc-
¢ YHKITIOHAJTPHOTO HaBYaHHS Ta POTaIlii KajjpiB, a TaKoX
TpaHcdhOpMaIIifo opraHizaIliitHol KyJIbTypPu.

3. ExkoHOMiuHMI migMexaHi3M. PopMye crcTeMu eKo-
HOMIYHOTO CTMMYJIIOBaHHS Ta pecypcoposnopiry. Oxoruioe
rapmosisariiro cucteMm KPI, ctBopeHHs criiitbHMX doHAIIB 60-
HyCyBaHH:I, HacKpi3He OO/ KeTyBaHHS MapKeTMHIOBO-30y-
TOBOI JIisJIbHOCTI, 3aCTOCYyBaHHs MOfeJlell AMHaMiUYHOIO Iii-
HOYTBOPEeHH: Ta ONTHMi3allifo BUTpaT Ha 3aJIydeHHs Kilie-
Hra (CAC).

4. IECTpyMEHTaTBbHO-TEXHOIOTIUHMI (I POBITI)
migMexaHisM. BucTyriae TexHosIOriuHMM KapKacoM iHTerpa-
mii. BKTiodae BITpoBa/kKeHHs Ta Oe3ITOBHY CHMHXPOHI3aIliio
CRM-cucteM, aBTOMaTM3ariifo mpopaxis (SFA), 3acrocy-
BaHHs iHCTpyMeHTiB Sales Enablement (SoST), Bmxopmc-
TaHHS CVICTEM CKBO3HOI BeO-aHaJTITMKV, MOJIeNIel aJlrOPIT-
MiuHOro ckopuHry iifis (Lead Scoring) Ta Texmosorin Big
Data.

5. Buxiguwum 610k (ITokasHMKIM KOHKY PeHTOCIIPOMO-
JKHOCTi). XapakTepusye KiHIIeBY edeKTMBHICTb MeXaHi3My.
ITposBisieTbes y 3pocTaHHI PMHKOBOT YaCTKM ITiIIIPVIEMCTBA,
migBuieHHi KoeditienTa yrpuManHs K1ieHTiB (CRR), Mak-
cmMizanii moxxm3HeHHoT HiHHOCTI KitieHTa (CLV), 3poctanHi
peHTabenbHOCTI iHBecTOoBaHOrO Kamitary (ROIC) Ta mocu-
JIeHHi 3arajTbHOT €eKOHOMIYHOI Ge3reKu.

Yci 6r10km MexaHi3sMy 00'emHaHi KOHTYpPOM 3BOPOT-
HOTO 3B'SI3KY, SIKUI1 (PYHKIIIOHYE 3a IIPUHINIIOM HUKITy [e-
miHra (Plan-Do-Check-Act — PDCA). Purkosa indopmarris,
oTprMaHa 30y TOBMMY MeHeIKepaM I1iJ1 yac OesrocepeHix
KOHTaKTiB uepe3 I poBuit KOHTYP, ITOBEPTAETHCS 0 Map-
KeTUHTY, 3a0e3Ieuyroun omepariiriHe i1 cTpaTeriuie KOPUry-
BaHH: IPOAYKTOBOI, IIIHOBOI Ta KOMYHIKaIliMIHOI IO TUKIA.

s 3abe3rieueHHs AieBOCTi poO3pOOIEHOrO MeXaHi-
3My HeOOXiTHWMI CHCTeMHWVI Ieperisyl KJIaCMIHMX MapKe-
TUHTOBVX i 30y TOBMX iHCTpyMeHTIB. Y TpaIuIIiviHiv Tapay-
IMi MapKeTMHIOBUW iHCTpyMeHTapiil 30cepe/keHuiI Ha-
BKOJIO eJIeMeHTiB KoMmIutekcy 4P/ 7P, a 30yToBuit — HaBKOJIO
TeXHiK IIPSMVIX IIPOHaXiB, po30y0BY TOPTroBeIbHOI Mepexi
Ta yHpaBJIiHHSA KaHaJIaMy JYCTPUOYIII.

B ymoBax iHTerparlii BMHMKae sIKicCHO HOBUI KJ1ac iH-
CTpyMeHTiB — Smarketing-iHcTpyMeHTapin, sSskuvi (PYHKITi-
oHye be3IocepeHBO Y 30Hi IIepeTHHY 000X CHCTeM, TIO€/THY-
04V CTpaTeriuHy IIMOMHY MapKeTVHIY 3 OllepallilfHOIO TO-
YHICTIO ITPOfaXKiB.

PosrisiHeMO cyHepreTMYHy MaTPUINIO, IO CHCTeMa-
TU3y€e TpafduililiHi Ta iHTerpoBaHi iIHCTpPyMeHTM 3a KJIIOYO-
BVMM HaITpsIMaMW [TisUTBHOCTI HimIpueMcTBa (Taot. 1).
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Tabauys 1
CuHepreTHyHa MaTPUIISI MAapKEeTHMHIOBMX, 30yTOBMX Ta iHTerpoBaHnx Smarketing-iHcTpyMeHTiB
Hanpsim Tpapuuingi MapkeTnHrosi iH- | Tpagnuiviai 30yTosi in- | Inrerposanmit Smarketing-incrpymenTapiit (3oHa
IisUTBHOCTI CTPYMEHTH CTPYMEHTH CUHeprii)
Teneparist Ta 00- . . "Xomopwi" p3BiHKM, BisuTy,| Inbound Marketing & Automated Lead Scoring: aBTo-
obKa Macosi pexiamui kamnanit, PR, acThb y rajly3eByX BUCTa- | MaTW4YHe BUPOIIyBaHH: Ta BOCTyIIeHeBa KBaslidika-
p KoHTeHT-MapKeTuHr, SEO/PPC v yraty pornypart 4
TIONIUTY BKax mist tigis (MQL — SQL)

Vnpapniaag | CermeHrTanis puHKY, aHaTi3 eta- | Haganas ingusinyameamx [ Dynamic Value Pricing & Custom Pitching: anropurmi-
1I[iHOIO Ta CTUYHOCTI IIONNTY, 0a3oBe 031~ | 3HVDKOK, KOMEPLIiVIHI ITe- | YHe AMHaMivHe LiHOYTBOPEeHHSI Ha OCHOBi TOTOBHOCTI
I[HHICTIO ITiOHyBaHHS perosopu IUIATUTY Ta KaCTOMi30BaHi I[iHOBI aKeTn

Bsaemoyis 3 3araJibHi IOCIIi/IKeHHs 3a/10BO- | BeeHHs nepcoHaIbHMX Account-Based Marketing (ABM): crijibHe po3po0-

oTierTam nerocti (NPS), 6penpi-menex- | yrom, moranpogaxHe o0- | JIEHHs Ta peaIizallisi CTpaTerivi 3aBOIOBAHHS 11 PO3BU-
MEHT CJIyTOBYBaHHS TKY KJIIOYOBMX LIJTbOBUX aKayHTIiB
Indopmariivzo- . . . .| 3amosnenHs okayibHMX | Closed-Loop Analytics: HackpisHa aHasliTHKa Biff TIep-
- _ KabineTHi nocmimKeHHs, MacoBi P . g
AHATITUYHU Cy- - KapT KI€HTIB, IEPBUHHI | IIOro TOPKaHHS peKIaMu JI0 IIOBTOPHIUX IIPOJIaxiB i
. OIMTYBaHHS CIIOXXVBadiB .
TIPOBifL 3BiTU LTVy CRM
Meroayana . CaMocTiliHe CTBOPEHHS Sales Enablement: cTBopeHHs iHTepaKTUBHMX 0a3
. Po3pobka 3araimpHVIX OyKIIeTiB Ta . o ; .
MiATpVIMKa . P KOMEpIIVHVX MaTepiasliB | 3HaHb, CIieHapiiB IIPOJaXxiB, KOHTEHTY IIiJ] KOXXeH eTarl
. Ipe3eHTaLiVIHNX MaTepiasiiB
pojiaxiB poJIaBLsIMU TOKYTIKOBOTO LIVIKITY

Ixepeno: pospobaero abmopom.

I''mboka cuHeprist iHCTpyMeHTIB 3MiHIOE IPUPOIY
GisHec-miportecy. Hampwxirap, BIpoBaIKeHHS KOHIIEIIITT
Account-Based Marketing (ABM) s B2B-purkis sikBigye
po3puB MK BUOIpKOIO LUIBOBMX KIII€EHTIB i yKIagaHHAM
yrogm [14]. MapKeTuHI He IIPOCTO TeHepYy€e 3HEOCOOIIEHNT
Tpadik, a pa3oM i3 MeHekepaMu 3 MPOJIaXiB BU3HAYAE CIIN-
COK CTpaTeriyHMx KOMIIaHi/-K/Ii€HTiB, CTBOPIOE IIepCcoHali-
30BaHMV KOHTeHT i KoxxHoro JITP (jrogmHy, sika mpuriMae
pillleHH) B IIilt KOMIIaHil, TOMi sIK 30y TOBMI MiAPO3ILUT 3iNi-
CHIOE TOYKOBe 3aHypeHH:. lle mae 3Mory cyTTeBO IIinBU-
mNUTH KoedillieHT KOHBepCii Ta pO3IIMPUTI CepefHin uek
Yoy, 3MilTHIOIOUM IIO3W11ii KOMITaHil ITIOPiBHAHO 3 KOHKY pe-
Hramy. OpranizaliHO-iHCTUTYLIiIHMUY IigMexaHi3M ¢op-
My€e€ HOPMaTVBHO-TIpOlLleCcyaJlbHe Ta KYJIbTYpHe cepefo-
BUILE, y IKOMY 3[iVICHIOEThCS iHTerpallid iHcTpyMeHTiB. bes
HaJIeXXHOI'O iHCTUTYIITHOTO 0pOpPMIIeHHS HaBiTh HaVIIIPOr-
pecuBHIIMI 1y poBi crcTeMn He 3maTHI 3a0e3rednTyI CriHe-
preTuaHM epeKT Uepe3 BHYTPIIITHIl OIIip ITepcoHarty.

3 oAy Ha e, OpraHisallifiHUI IIiIMexaHi3M 0XoII-
JIIOE TPY KJIIOYOBi KOHTYPI:

1. IncTurynionastisanis MpoLecHOl B3aeMOfil uepes
SLA (Service Level Agreement)

LlenTpasibHMM eJ1eMeHTOM IIPOLIeCHOI iHTerpatii €
po3pobKa Ta yKiTajTaHH: BHY TPIilTHBOI YTOII ITpo piBeHb 00-
CJIyTOBYBaHHS MK MapKeTHHIOM i rrpopaxammul. Llevt moky-
MEHT IlepeBOAUTE B3a€MHI OUiKyBaHHs y YiTKO BUMipIOBaHi
3000B'sI3aHHST:

— 3000B'13aHHA MapKeTMHIY: IIOCTaBUTW ITPOTSATOM
MicsIIs UiTKO BU3HA4UeHy KUIbKICTh KBaslipiKOBaHMX MapKe-
muHroM Jtigis (MQL), sAki BinnmosinaroTs 3asgasieriob Ioro-
IKeHOMY ITOpTpeTy imeasibHoro kiieHTa (ICP), 3 po3dbuskoro
3a perioHaMu Ta MPOAYKTOBUMY I'pyTIaMVL;

— 30008B's3aHHS 30yTYy: npuraaT MQL y poboTy Ta
3IOIVICHUTH IIePIIVVI KOHTAKT IIPOTSATOM PerjlaMeHTOBaHOIO
Jacy (HaIlpuKJlafl, He IIi3HillIe HiX d9epe3 15 xBvmH w1 ra-
PpAYVIX JIiTiB), IIPOBECTV MiHIMYM 3aflaHy KiIbKiCTh TOpKaHb,
3adikcysaT posmmpenuit craryc yrogu y CRM ta HagaTt
MapKeToJIoraM KOHCTPYKTVMBHUI 3BOPOTHUM 3B'S130K O[O
HPWYVH BiXVIeHHs HeyCITITHVX JIiIiB.

2. BB Ta rapMoHi3allis opraHisaliiHOl KyJIbTypu

EdexTmBHicTB iHTerparii MapKeTUHIOBYIX i 30y TOBIX
IHCTPyMEHTIB 3HaYHOIO MipOIO0 BM3Ha4a€ThCs OpraHi3alin-
HVM KOHTEKCTOM. 3aCTOCyBaHHs PaMKOBOI KOHIIEMIIil KOH-
Kypytoumx 1iHHocTert (Competing Values Framework —
CVF) K. Kamepona ta P. KsiHHa [7] mosBossie omiHMTH
BIUIVB Pi3HMX KYJIBTypHUX typologies Ha piBeHb iHTeTpariil
MSI 3a mikasioro Kotiepa:

— KJIaHOBa KyJIbTypa: 0asyeTbcsi Ha 3TypTOBAHOCTI,
moBipi Ta KOMaH/IHIV poboTi. BoHa cTBOpIOE cripmsTIVIBE Ce-
penosuie 1yist popMyBaHH: HedOpMaJIbHIIX 3B'sI3KiB Ta 00-
MiHY MDKIIIPO3IUTEHVMY 3HAHHSAMY;

— PMHKOBa KyJIbTypa: Opi€HTOBaHa Ha pe3yJIbTaT,
KOHKYPEeHIIilo Ta JocATHeHHs aMOiTHX 1iert. Bora moTu-
Bye o0OmyIBa g posniam go 00'eqHaHH: 3yCrlb Iteper, o0md-
UsIM 30BHIITHIX KOHKYPeHTHUX 3arpos;

— agxoKpaTu4Ha KyJbTypa: CTUMYJIIOE iHHOBALl,

eKCIepyMeHTyBaHHs Ta THYYKiCTb, IO TIOJIeTTIIy€ OCBOEHHS
HOBUX Smarketing-iHcTpyMeHTiB;

— lepapxiuHa KysbTypa: 3abesredye 4iTKicTh persia-
MeHTiB, dpopmastisaliiro SLA Ta AUCIMIDIIHY il Yac BUKO-
HaHHJ 0i3Hec-TIporieciB.

HayxkoBi fgocitigkeHHs JOBOISATh HassBHICTb MOJepa-
nirHoro edekTy OGisHec-momeni (B2B mopisrsHo 3 B2C): y
B2B-cermeHrTi 3B's130K MiX opieHTariiefo culture Ta piBHeM iH-
Terparlil MapKeTVHTY 71 30yTy € 3HaYHO CVIIBHIIIVM depes
BUIIly CKJIQJHICTh MKOpTraHi3aliViHMX B3a€MWMH 1 JOBLIMV
LVIKJI IIPOfaXiB.

3. Tpanrcdopmartiis KOMyHIKaIliTHUX CTPYKTyp Ta
opieHTarig Ha HapdaHH: (Learning Orientation)

ITomonasHs TICUXOJIOTIYHOI AMCTAHINI peasli3yeThes
JepesIpoBaKeHHsI MPaKTUKM CUCTeMaTUYHMX CIIUIBHIX
Hapapg (Smarketing Meetings), perymsipHe mnpoBeneHH:
Kpoc-PYHKITIOHaIBFHOTO CTa)XyBaHHS (poTallil Ka/piB), KOIu
MapKeToJIoTV OepyTh y9acTh y peaTbHUX IIepeTrOBOPHVIX
mporiecax, a IPOAaBIli 3aJydalOThCs /IO PO3POOKM HOBWIX
Openp-crparteriv. Lle dpopmye cristprmi 0asic 3HaHb, MiX-
dyHKIIIOHaJIbHY oOpieHTanito Ha HapuaHHS (Learning
Orientation) Ta cTuMyII0€ CTBOpeHHsI THYuYkmx Agile-ko-
MaH7I, cOpPMOBaHMX HABKOJIO KOHKPETHMX PUHKOBUX Cer-
MEeHTIB 4y HPOAYKTOBMX JIiHIVIOK.

4. ExoHOMIUHMT HiIMexaHi3M: CTMMYJIIOBaHHs, I[iHO-
YTBOPEeHH:I Ta MaTeMaTW4Hi MoJieJIi CMHepril

ExonomiuHMM nigMexaHi3M HOKJIMKaHUY FapMOHi3y-
BaTi (piHAHCOBO-eKOHOMIUHi iHTepecu Migpo3niliB Mapke-
TUHTY Ta IIPOfaiB, CIIPSMYBaBIIN 1X Ha JIOCATHEHHS €I-
HVX CTpaTeTidHMX Opi€HTMpIB i3 3a0e3lle4eHHS KOHKYpeH-
TOCIIpOMOXKHOCTI. Kilacudna rommsika MeHeKMeHTY I10JIs-
ra€ y po3pmsi IIOKa3HMKIB OI[iHKIM: MAapKeTMHT OOHYCY€EThCS
3a KUIBKICTb 3aJTy4eHMX JIilIiB UM OXOIUIeHHs, a 30yT — 3a Ba-
JIOBUVI BUTOPT. 3allpOIIOHOBaHMV €KOHOMIUHWI IIiMexa-
Hi3M Hepenbayvae BIpOBaIkeHHs 30a/laHCOBaHOI TpUpiBHe-
Boi cuctemu KPI:

1. Impwmsimyaseni onepartiviai KPI (Bara 30-40%):

— I MapKeTVHIY: BapTiCTh 3aJlyYeHHs ITOTeHIiV-
Horo ximieHTa (CAC), KoHBepcist BeO-pecypcy y 71, SKicTh
MOQL;

— i 30yTy: KiJTbKiCTB ITpOBeMIeHMX 3yCcTpideri/ A3Bi-
HKiB, piBeHb BUKOHaHH iHAMBIAyaIbHOTO IUTaHy ITPOfiaXiB,
IIBVIKICTB TepBUHHOT 0OpoOKM j1ia 3a SLA.

2. Kpoc-dynxitionansai KPI (sara 30%):

— BiJICOTOK TIPUIIHATTS JIiiB 30yTOBMM ITi/TpO3IiIoM
(MQL-to-SQL Conversion Rate);

— TOYHICTb CYMICHOIO IIPOTHO3YBaHH: IIPOHaXKiB
(Sales Forecast Accuracy);

—9acoBUV HVIKJI ITPOXOIKEHHs YTOIV II0 BOPOHIT
TIpOJIaXxiB.

3. CuimeHi crpaTeriuni KPI (Bara 30-40%):

— IpUOYTOK BifT peasTizaliii ITPOIyKIIii Ta Map>KIHaIb-
HICTB;

— IOXM3HeHHa IiHHicTh KiieHTa (Customer Lifetime
Value — CLV);
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—KoedillieHT yTpuUMaHHS KJIi€HTIiB
Retention Rate — CRR);

— BiJHOCHA YacTKa PUHKY MiIIPUEMCTBA.

J11s1 OLIiHKM eKOHOMIYHOI AOLUUIFHOCTI (PyHKITiOHY-
BaHHs MeXaHi3My ITPOIIOHYEThCs crcTeMa popMaTi3oBaHMX
PO3paxyHKiB.

Sarasbnuy cuHepretanuit edext (Esyy) Bin inTer-
partlii MAapKeTMHTOBMX i 30yTOBMX iIHCTPYMEHTIB OLIIHIOETHCS
SK IIPUPICT MapXKMHAJIBHOTO MPUOYTKY 3a paxyHOK 3poc-
TaHHS 00CATIB POIaXiB, MiABNIIIEHHS KOHBEPCIi Ta ONTHMi-
3allil BUTpaT Ha 3aJIyYeHHsI KJI€HTiB:

Egyn = AR M — (ACyuke + ACsqres + ACinteg, (1)
me: AR — mpupicT BaJIOBOrO BUTOPTY HMiAIIPVEMCTBA BHACITi-
JOK BIIPOBa/KeHHs iHTerpOBaHMX iHCTPyMeHTIB;

M — cepenHit piBeHb Map)XMHAJIBHOCTI ITpofaXxis (y
YacTKaxX OfVHMNIL);

ACpye — TIpupicT (a0 eKOHOMisT) MapKETMHTOBVIX BU-
Tpar;

ACsa.les
KTypu;

ACinteg — BUTpATV Ha POSTOPTAHHA Ta IITPUMKY Me-
xaHi3My iHTerpamii (iEBectuii B CRM, SFA, HaBuaHHS TIep-
COHaJTy, KOHCaJITVHT).

INoxmsHenHa 1iHHICTE KilieHTa (CLV), 1m0 BUCTyIIae
TOJIOBHMM  €KOHOMIUHMM  OpPi€HTOM  iHTerpoBaHOIrO
Smarketing-mimxomy, o6umcIroeThCS 32 POPMYIIOIO:

(Customer

— 3MiHa BUTpAT Ha yTpUMaHHs 30yTOBOI CTpPY-

CLv - zARPUt M, - CRR, )
(1+d) @

ne: ARPU — cepenHin BVITOpF Ha OJJTHOrO KJIi€HTa y mepiof, ¢;

M, — MapXMHaJIbHICTb y Hepiof t;

CRR; — KoeillieHT yTpUMaHHs KIIi€HTIB y Iepiof,

d — craBKa AVICKOHTYBaHHS;

CAC — BurpaTu Ha 3a1ydeHHs KiieHTa (Customer
Acquisition Cost), po3paxoBaHi sIK CyKyIIHi MapKeTVHI'OBi Ta
30yTOBi BUTpaTH, MOAUIeHI Ha KUIBKICTh HOBMX KIIIE€HTIB 3a
nepiop;

— CAC,

Costyie + CoStsgies
CAC = , 3)
'Nnew_customers . .
EdexTrBHe ¢yHKIIOHYBaHHS OpTaHi3alliltHO-eKOo-
HOMiYHOTO MexaHi3My 3a0e3reuye BUKOHaAHHS YMOBIL:

III0 CBIJYMTB IIPO BUCOKY €KOHOMIUHY CTiVIKiCTh Ta KOHKY-
PEHTOCIIPOMOXKHICTh Oi3Hec-MOzIerIi MiIITPYEMCTBA.

1 iHTer payIbHOI OLIIHKM BIUIMBY MeXaHi3My Ha piBeHb
KOHKY PeHTOCITIPOMO>KHOCTI ITIIIPVEMCTBa PO3paxoByeThbes IH-
TerpasibHNN IHAekc KoukypeHToctpomoyxHOCTi (CI):

Cl = wy * Ige + W3 * Isgreq + W3 'Isyn + Wy Ifin' €))

ne: Ipye — iHOEeKc crIn MapKeTVHIOBOTO IOTeHITialy (Kari-
Tas1 OpeHy, YacTKa pMHKY, piBeHb 3a7J0BOJIEHOCT]);

Isqiea — iHOEKC edeKTMBHOCTI 30yTOBOI crmcTeMm
(mponyKTMBHICTE MPOOABIIiB, IOKPUTTS KaHAJIiB);

Iyyn — iHgeKc MiXdyHKITIOHaJILHOT crHepril (piBeHb
spinocti MSI 3a Kotler scale, piBens BukoHanHs SLA);

Ifin — inpieKc piHaHCOBO-eKOHOMIUHOT CTIVIKOCTI Ta
peHTabeNnbHOCTI;

w; wsub 2,w sub 3,w sub 4 — Barosi koedirieHTN
3HAYYLIOCTi CKJIaJOBMX, BU3HAUeHI eKCIIePTHYM IUISXOM.

Indpposa TpaHcdopMallisi € TOIOBHUM KaTasli3aTo-
PpoM i TexHIUHMM (PyHIAaMEHTOM Cy4acHOIO OpraHisalliiiHo-
eKOHOMiuHOro Mexatismy. bes enmmoro iHdopmariHOro
IIPOCTOPY rapMOHi3allisl IIpOlLeciB Ta eKOHOMIYHUX CTUMY-
JIiB BTpava€ ollepaTVBHICTb.

ApxiTekTypa iHGOpMaIlilTHO-TeXHOJIOIIYHOIO IIif-
MexaHi3My Oa3yeTbcs Ha TPbOX CKIIa/IOBVIX:

1. CxsosHa iHTerpanis CRM Ta SFA cucrem

€nuaa wiardopma CRM/SFA cTBOpIOE Tak 3BaHMIA
"360-rpamycHuit  omrsan  xiienra' (360-degree customer
view) [5]. MapkeTostor 6a4mTh yCIo iCTOpit0 B3aeMOIIii MeHe-
JDKepa 3 IIpoJJaXxiB i3 KOHKPeTHVM JIiJIOM, [ieTaJli IIeperoBo-
PiB Ta HPUYMHM BiIMOB, 8 MeHeJI)Kep 3 IpOoAaXkiB Iepert, 311i-
CHEHHSM J3BiHKa OaumTh nmdposuit i KIieHTa (sKi
cTaTTi Ha cawTi BiH unTaB, sIKi BeOiHapy BinBimyBas, siki Ma-
Tepiay 3aBaHTaXXyBaB). AHaJIITMYHI JJaHi CBiIuaTh, 110 Ha-
nexHa inTerpaniss CRM 3abesneuye oneparinHy edekTus-
HicTh 6i3Hec-TIporieciB y Mexax 20-35% [14].

2. IlpenukTyBHA aHaJliTMKa Ha ocHOBi Big Data Ta
IITy9IHOTO iHTesTeKTy (Al)

BriposapkeHHsT ajIropUTMiB MaIIMHHOTO HaBYaHHS y
Smarketing-misTeHiCTD Tae 3Mory peartisyBaTyi PyHKITIOHAT
Next-Best-Action (NBA) ta Predictive Churn Modeling [12].
Mopenpb y pexxyMi peaJIbHOIO Yacy CUrHaJIi3ye MeHeKepy 3
MNpoJaxiB IIPO BUHMKHEHHS PU3MUKY BiITOKY KOHKPETHOI'O
KJTi€HTa Ta IIPOIIOHY€E ONTUMAaJIbHY MapKeTVHIOBY aKIIio I
vioro yTpvMaHHs. BogHouac iHCTpyMeHTV aHaIi3y BeJIVIKMX
JaHVX JO3BOJISIIOTE AMHAMIYHO aJJallTyBaT ITPOAYKTOBI Xa-
PaKTepUCTVKM [0 CIeligHMX TTOTPped MiKpOCETMeHTiB.

3. CuHxpoHi3arid y TiOpvaHMX OMHIKaHaJIBHVIX Me-
peXax IVuCTpuOyIIi

B ymoBax po3sBUTKy ejleKTpOHHOI KoMepilii Ta Direct-
to-Consumer (DTC) xanaiiB BMHUKae IpobieMa KaHaslb-
HOro KOH(IKTy MDK OHJIaTH-MapKeTMHIOM i TpamuIlii-
HUMU 30yTOBMMU MapTHepaMy (IVCTPUO'I0TOpaMu, pUTei-
nepamn). Lindposuit minMexaHisMm 3abesriedye y3romxeHe
CKBO3He LIIHOYTBOPEeHHS, €NVHI CTaHIAPTV 0OCIIyTOBYBaHHSI
Ta ONTMMIi3allifo IOHIT-eKOHOMIKM OpeHMiB y BCix TOUKax Ko-
HTaKTy.

3acTrocyBaHHS BuUIlle3a3HAUeHNMX IiAXOIiB 3abe3Ie-
4dye CyTTeBe HifIcVyIeHHs! KOHKY PeHTHVX 031V HiIIprieM-
cTBa Ha puHKy. IIpakTuunHa peajtizallisl 3aIIpOIIOHOBaHOTO
MexaHi3My BVMMara€ 4iTKOIO po3MeXyBaHH: Ta BIOPSIKY-
BaHH: ClIelliajli3oBaHOro MPUKIAIHOIO iHCTpyMeHTapilo.
J11s1 3a0e31eueHHsI CMICTEMHOCTI Kpoc-yHKIIOHaIBHOT B3a-
€MOJIiT MiXK BilJliyTaMy MapKeTMHIY Ta IIpofaXkiB ccTeMaTu-
30BaHO KJIIOUOBi iHCTpyMeHTM KoHIemil Smarketing i Bu-
3HaUYEeHO iXHiV Oe3rocepeIHiv BIUIVB Ha ITOKa3HVIKM KOHKY-
peHrTOCIIpOoMOXXHOCTI Trinpuemcrsa (Tabit. 2).

Tabauys 2
ITopiBHAJIBPHW aHAJII3 TPAAUIIIVIHOIO Ta iHTErPOBAHOTO LiIX0/iB N0 YIpaB/IiHHS MapKeTHHIOM i 30yToM
ITapametp Tpanyuivtani IHTerpoBaHwMII miaxin (3anmpomnoHo- Bruins Ha
aHaITi3y (po3misteHnn) mimxisn, BaHWMI MeXaHi3M) KOHKYPEHTOCIIPOMOXKHICTh

Crpareriui mi-
JIbOBi OPi€eHTUPU

MapkeTVHT: Tpadik, OXOIUIeHH:. 30yT:
OIlepaTMBHNUI BUTOPT 3a Iepiof.

Crimeai KPL: LTV, CRR, mpuOyTKO-
BICTb, Bi/JTHOCHA YacTKa PUHKY.

DOoKyCyBaHH:I CyKyITHOTO Pecypcy Ha MaK-
cyMisartii JJOBIrOCTPOKOBOI IIHHOCTI dpipm,

Xapaxkrep iH(pOP-
MaIliTHMX IIOTOKIB

ACVMEeTPVYHWM, IVUCKPETHIIT OOMiH,
BIZICYTHICTb CKBO3HOI aHaJIITUKIL.

besniepepBrEWMI, CUFIXPOHI30BaHII Yepe3
CRM/SFA, perysmoanmii 3a SLA.

CkopoueHHs IVKITY YK/IafaHHs Yo
Ha 20-40%, 3pocTaHHsI KOHBEPCil.

Ksaridikariist Ta

00Opobxka J1i/1iB THICTh CKOPUHTIY, irHOPYBaHHS JIi/iB.

IaTyiTMBHA Iepefjada KOHTAKTIB, Bificy-| ABTOMaT30BaHMI1 lead scoring, mpo-| 3HvokerH: BuTpaT CAC, MakcyMisaris
crynesesuv pisibrp MQL — SQL.

MPOIYKTVBHOCTI KOMEPLIVHOTO IITATY.

MixmigposaitpHa
KyJIBTypa

HaspnicTh MiXX(YHKITIOHaJIEHOTO KOH-
i1ikTy, 3BMHYBaueHb i aBTOHOMII.

CuHepreTndHa KyJbTypa (KiTa-
HOBa/ pUHKOBA), CIIUTbHMIT Learning

[TigpuiieHHs THYYKOCTi Ta eKOJIOTiYHO-,
cTi GisHec-TIporteciB i yrpyMaHH: Taja-

Orientation. HTIB.

PearyBaHHs Ha pu-
HKOBI 3MiH

YrnosinbHeHe yepes TpuBali ysro-
IDkeHHs Ta Oap'epm.

IMwTTeBe 3aBASKM IMHAMIYHMM CIIPO-
MoxHocTaM i Big Data.

Buicoka puHKOBa amanTUBHICTD, TIep-
IIiCTh y BUBeIeHHi iHHOBAIiTHMX ITPO-
TIYKTiB.

IDxepeno: pospobaero abmopom.

BrpoBamkeHHsI HJaHOro oOpraHi3allilfTHO-eKOHOMid-
HOTO MeXaHi3My 03BOJIsI€ TIepeTBOPUTY MiX(YyHKITIOHaTb-
HU iHTepderic «MapKeTMHI-30yT» i3 [Ikeperia KOH(ITKTiB

Ha TIOTY>KHe JKepesio CMHePreTMYHMX CUCTeMHUX eeKTiB,
1IIO TapaHTYe€ CTiViKe 3pOCTaHHs PUHKOBOI YaCcTKM Ta IifBu-
meHHs PiHAHCOBO-eKOHOMIYHOT CTIiVIKOCTI IiATIPMEMCTBA.
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BucHOBKM Ta mepcneKTHMBHM MNOJAIBIINX JOCITi-
IDKeHb. Y pesysIbTaTi IPOBeIeHOro AOCIKeHHS 31iICHEHO
TeopeTUYHe y3araJlbHeHHS Ta 3aIlIPOIIOHOBAaHO KOMITIEKCHe
BUPpiIIeHHs HayKOBO-TIPUKITa/THOTO 3aBAaHHs 010 (popMy-
BaHHS OpraHi3allilfTHO-eKOHOMIYHOTO MexaHi3My iHTerpariil
MapKeTMHTOBMX i 30yTOBVX iHCTPYMEHTIB y cucTeMy MeHe-
JKMEHTY KOHKYPeHTOCIIPOMOXXHOCTI mifgrnpueMcrsa. Ha oc-
HOBi OTpVMaHMX pe3yJIbTaTiB cpOpMyIThOBaHO TaKi MTifACyM-
KOBi BUCHOBKI:

1. JoBemeHo, ITI0 TpagVIIifiHMIT (PYHKITIOHATBHIUIL PO-
3pVB MDK MapKeTHHTOM i 30yTOM € KpUTIYHOIO IIepertoHo0 Ha
HULIXy 3a0esledeHHs] KOHKYPEHTOCITPOMOXKHOCTI —ITipu-
€MCTB y Cy4acHVX TypOysieHTHMX yMoBax. OOIpyHTOBaHO, 1110
MbKdyHKIioHaIbHA iHTerparis (MSI / Smarketing) Bucrymae
He IIPOCTO OIeparliiiHiM MOKpallleHHAM, a KITIOUOBOIO yHaMi-
YHOIO CITPOMOXKHICTIO OpraHisallii, sIka CTBOPIO€ YHIKaUIbHUIA,
CKJTAJTHWV [ iMiTallil pecypcHWUI IIOTeHLjasl (BiIOBinTHO 110
kpurepiis VRIO-KoHIIem1iji), 1110 Ge3rocepelHEO Ir'eHepye [10B-
TOCTPOKOB1 KOHKYpeHTHI ITlepeBarm.

2. CdopMoBaHO apxiTeKTypy IIJIiCHOro opraisa-
LITHO-eKOHOMIYHOI0 MexaHi3My, sIKa iHTerpye BXifHi pecy-
pcu, AT cyOMexaHi3MiB (OpraHisalliliHO-iHCTUTYLIIHU,
€KOHOMIYHUM, iHCTPyMeHTaIbHO-TeXHOJIOTIUHUII, KyJIbTY-
PHO-IIOBEIiIHKOBUI Ta KOHTPOJIbHO-aHAJITUYIHMI) i BUXid-
HUVI BEKTOP OLIIHKM KOHKYpPeHTOCHIPOMOXXHOCTI. DyHKIIio-
HyBaHHs MeXaHi3My I100y/10BaHO Ha OCHOBi Oe3IlepepBHOTO
muxiry PDCA, mo 3abesneduye THy4YKMU 3BOPOTHIUI 3B'SI30K
MDK PMHKOBVMY CUTHaJIaM¥, 30y TOBMMU OTlepallisMi1 Ta Ma-
PKETMHTOBOIO CTpaTeTi€lo.

3. CwucremaTn3oBaHO Ta KTacvdiKoBaHO iHCTpyMeH-
Tapivt MiK(PYHKITIOHaTbHOI B3a€MOZIT 3 BMOKpeMITeHHSIM Iep-
CITeKTMBHOTO KTacy Smarketing-iHcrpymenTis. [loBemeHo Bu-
COKY edeKTMBHICTb 3aCTOCYBaHHS TaKMX iHTeTpOBaHWIX iH-
CTPYMeHTiB, SIK aBToMaTm3oBaHMM Lead Scoring, Account-
Based Marketing (ABM), Yromu mpo piBeHb 00C/TyTOBYBaHHS
(SLA), imcTrpymenrtn Sales Enablement Ta HackpisHa aHami-
Tnka Closed-Loop Analytics, BuxopuicTass: sKmx 3a0e3medye
3pOCTaHH: KOHBEPCil Ta cepeTHbOTO YeKy YT,

4. OGrpyHTOBaHO OpraHisalliMHO-IHCTUTY LIiVIHWU

MmiIMexaHi3M, IO Iiepefbavae BIIPOBADKEHHS BHYTPIIIIHIX
SLA-peryiaMeHTiB, TapMOHi3allifo OpraHisaliiiHoi Ky/JIbTypu 3a
metomororiefo CVF (3 ypaxyBaHHsIM MOJIEpaIliviHOrO BIUTBY
iy puHKy B2B/B2C), ctBopenns Agile-komanm Ta posoy-
TIOBY MK YHKITIOHaTTBHOI OpieHTaIlii Ha HapgaHH: (Learning
Orientation). BusHaueHo, 1110 TTO0/TaHHS TICHIXOJIOTTIHOI JIVIC-
TaHIIil Ta po30yIoBa MIUTFHOTO COITiaTbHOTO KalliTayly € HeoO-
XiITHOIO YMOBOIO e(PeKTMBHOCTI IIPOITeCHO] iHTerpartii.

5. Po3po0seHO eKOHOMIUHWMVI IIiIMexaHi3M, 3acHO-
BaHMV Ha TpupiBHesin cuctemi KPI, 1o o6'emrye ingusimy-
anbHi, Kpoc-pyHKITIOHaIBHI Ta HacKpi3Hi dpiHaHCOBO-pVH-
KoBi okasHuKM (mprbyTtok, CLV, CRR, wacTka puHKy). 3a-
TIPOTIOHOBAHO €KOHOMIKO-MaTeMaTUIHY MOJIe/ b OIiHKV CV-
HepreTuuHOro edekry Bif inTerpanii (Esy,) Ta IHTerpan-
Horo Ianekcy KorkypenrocnpomoxksocTi (CI), sgKa 103BosIsIe
BUMIpIOBaTV €KOHOMIUHMVI pe3ysIbTaT Bif ONTUMisallil Bu-
TpaT Ha 3ayrydeHHs Ki1ieHTiB (CAC) Ta IinBUIIeHHS MapXu-
HaJTbHOCTI IIPOJIaxiB.

6. BusHadyeHO KpWTWUHe 3HaYeHHS iH(oOpMariiiHo-
TeXHOJIOTiTHOTO KOHTYpPY (ckBo3Ha iHTerpariiss CRM, SFA,
incrpymenTis Big Data Ta mty4grHOrO iHTeIeKTY) K mmdpo-
Boro pyHAaMeHTy MexaHismy. [ligTBepmKeHo, mo mudposa
CUHXpPOHI3amisg 3abesredye IoBHe OadeHHS KITi€EHTCHKOTO
IIUISIXY, CIpPOIINy€e OMHiKaHaJIbHe YIIpaB/TiHHS AUCTpuOy-
LIi€X0 Ta Jae 3MOTY peaJli30ByBaTy CTpaTeTii ITpeIKTUBHOIO
yTpVUMaHH: KITi€HTiB, 3a0e3ITedyIoum BICOKY PVHKOBY afjarl-
TUBHICTB Oi3Hecy.

[TpakTiaHa 3HAUYIICTH pO3pOOIEHOTO MexaHi3My
HOoJISiTa€ B MOrO YHiBepCaJIbHOCTI Ta 3IATHOCTI CIIyTyBaTu
OPUKIaJHNUM IHCTPYMEHTOM Il KepiBHMKIB MiIIIPMEMCTB
Iif], Yac IIpOBedeHHs peopraHisallii KOMepPIiTHMX CITyXO,
mudposoi TpaHcdopMmallil OisHec-TIpolieciB i moOyHoBU
CTIVIKMX KOHKYpeHTHMX Ilepesar. Ilomasibiii HayKoBi po3po-
OKM 3a IIMM HaIIPsIMOM MOXYTbh IlependadvaTyi JeTaslisario
rajry3eBoi crenudiky 3aCcTOCyBaHHS MexaHi3My B yMoOBax
BUCOKOTEXHOJIOTIYHMX Ta eKCIIOPTHO-OPi€HTOBaHMX CEKTO-
PiB €KOHOMIKI.
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Abstract.

Kondratenko O., Garbazhiy K. Organizational and economic mechanism for integrating marketing and sales tools into competi-
tiveness management.

The article theoretically substantiates, develops, and conceptualizes a comprehensive organizational and economic mechanism for integrating market-
ing and sales tools into the enterprise competitiveness management system. It is proved that eliminating the cross-functional gap between marketing and sales
departments serves as a key dynamic capability of an organization, creating a unique, hard-to-imitate resource potential according to the fundamental VRIO
criteria. The structural architecture of the mechanism is thoroughly revealed, encompassing input resources, organizational-institutional, economic, and in-
strumental-technological sub-mechanisms alongside a targeted output vector for assessing overall market competitiveness. Cross-functional interaction tools
are systematically structured with a particular emphasis on an integrated Smarketing toolkit, including Inbound Marketing, Lead Scoring, Account-Based
Marketing, Sales Enablement, and Closed-Loop Analytics. Formalized organizational regulations based on Service Level Agreements are proposed, evaluating
the direct impact of the organizational culture framework on cross-functional integration maturity levels. Furthermore, an economic sub-mechanism based on
a balanced three-tier system of individual, cross-functional, and strategic Key Performance Indicators is substantiated. An economic-mathematical model for
evaluating the generated synergistic effect, Customer Lifetime Value, Customer Acquisition Cost ratio, and the Integral Competitiveness Index is fully formal-
ized. The pivotal role of modern digital technologies, specifically Customer Relationship Management, Sales Force Automation, Big Data, and Artificial Intel-
ligence, is defined as the underlying technological framework for continuous business process synchronization. The practical significance lies in providing
actionable management tools to systematically enhance enterprise adaptability, customer retention, and long-term strategic market positions.

Keywords: marketing and sales integration, Smarketing, enterprise competitiveness, dynamic capabilities, Service Level Agreement (SLA), Key
Performance Indicators (KPI), Customer Lifetime Value (CLV), Customer Acquisition Cost (CAC), CRM systems, digital transformation.
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TPOMAJICHKA YUACTb SIK IHCTPYMEHT IIOBYIOBY CYMICTEMWM PEIHTETPALIIMTHOTO ME-
HEIPKMEHTY TEPUTOPIAJIbHMX COUIAJIBHO-EKOHOMIYHUX CUCTEM

Kocoeo8 T. JI. Tpomadcvka yuacme ax incmpymenm nobdyoobu cucmemu peinimezpayiitnoz0 MeHEOKMeHY MepumopiaibHux coyi-
AAbHO-KOHOMIUHUX CUCIIEM.

Cmamms npucbavuena 00cAi0xkeHHIO 2poMadcekoi yuacmi Ax kaion06020 iHcmpymenmy nobyoobu cucmemu peiHmeepayiiHo20 MeHeOKMeHTY
MepUMopiaIsHUX COYiaIbHO-eKOHOMIUHUX clcteM 6 ymobax Gitinu ma nicaaBoentoeo 6ioHobrenns. Y cyuacuin nayxobiil Ouckycii peinmespayin mepu-
Mopitl po3eas0aenvcs Ax KoMuAeKcHutl, basamobexmopHutl npoyec GioH0BAeHHS ecmpykmypobanux coyiatbHux, eKOHOMIYHUX, IHCIUMYYIiUHUX, KY-
ALIYPHUX A YiHHICHUX 36'A3Ki6, 140 Buxodums dasexo 3a Mexi mexHiunoeo 6ioHobaenns ingppacmpyxmypu. Ocodauba ybaza npudissemnvcs geHomeny
«Biouykena», uacobi Ounamiyi Gionobaenns pisnux munié 36'a3xi6 ma poai epomadcwkoi yuacmi 6 nodosanni incmumyyitnoi HedoBipu i 6ioHoBaeHHi
coyiarvroeo kanimany. Ha ocHobi anasisy ocmannix 0ocaioxneHs GimuusHaAnuX i sapybixHux Hayxobyi6 obrpynmobano nedocrmammuio cucmemamusoba-
HICb MeopemuuHUX i npakmuuHux acnekmif inmeepayii epomadcskoi yuacmi 6 pein- .. . .
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