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KOMILIEKCHA CTPATEIIA MIPOCYBAHHS MPOAYKIII 3D-IPYKY HA HOBI
PUHKHU YEPE3 YIIPABJIIHHA CIIOXKUBYUM JOCBIAOM

Cmammsa npucesayeHa 00crioxiceHH0 ocobausocmell (OPMYSaHHA KOMHIEKCHOI cmpameeii
npocysanns npooykyii 3D-0pyky na nosi punku 3 ypaxyeamHam KOHYenyii ynpasniHHsa CRONCUSUUM
00c8i0oM. YV cyuacHux ymosax OUHAMIYHO20 PO3BUMKY MEXHONO02I aOUmueHo20 6UpoOHUYMEd
MapKemun206a OiSLIbHICIMb NPOMUCTIOBUX NIONPUEMCING 3A3HAE CYMMESUX MpaHchopmayil, OCKiNbKU
mpaouyitini mMooeni KOMYHIKayii ma npocysamHs edxce He 3abe3neuyioms eqheKmueHo2o 3any4eHHs
KiEHmMi6 y 8ucokokoukypenmuomy cepeoosuwyi. Cepepa 3D-Opyky eupiznaemvcsa 6ucoxkum pisnem
IHHOBAYITIHOCII, 2HYUKICTIO ) 3A0080IeHHI IHOUBIOYATILHUX NOMPED KAIEHMIB | MONCIUBICIMIO UWBUOKOT
adanmayii 6UpOOHUYUX Npoyecié 00 3MiH punkogoeo nonumy. IIpome came yi Xapakmepucmuxu
CMBOPIOIOMb HOBL GUKIUKU OJi1 MAPKEMonocie — HeoOXiOHICmb (OopMYy8aHHs He auuie YIHHICHOL
npono3uyii, a i NOBHOYIHHO20 KIIEHMCLKO20 00CBIOY, WO OXONIIOE 6Ci emanu 83a€MO0ii 3 bpeHoom:
6I0 O3HAUOMIEHHA 3 MEXHONO2IUHUMU MONCTUBOCMAMU 00 NICAANPOOANCHO20 cepsicy. AKMYyanbHicmb
memu 3yMOGIEHA 3POCMAIOU0I0 Poio chodcusuozo 0oceidy (Customer Experience, CX) y cucmemi
CMpame2iuHo20 YRPABLIHHA NIONPUEMCIEAMU, WO Hpayroms )y cehepi 8UCOKUX mexHOon02iu. /[
KOMNAHI, AKI CReyianizylomscsi HA aOUMuGHOMY GUPOOHUYMSI, came KOMNIEKCHUU MNioXio 00
VAPABNIHHA 83AEMOOIEI0 3 KNIEHMAMU CIMAE KII0Y08UM akmopom ougepenyiayii ma 00620CmpoKo8oi
KOHKYPEHMOCAPOMONCHOCII HA MINCHAPOOHUX PUHKAX.

KirouoBi cnoBa: aguTeBHE BUPOOHHUNTBO, 3D-mpyk, puHKH 30yTy, KIIEHTCHKHIA IOCBIf,
CHOXXHBAYi.
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ITocTtanoBka mpolJeMH B 3arajJbHOMY BHIVIAAI Ta Ii 3B'A30K 3 BaKIMBHMH
HAYKOBHMH 200 NMPaKTHYHUMHU 3aBIaHHAMHU. CydacHUN PUHOK aJMTHBHOTO BUPOOHHIITBA
nepeOyBae Ha eTarli aKTUBHOTO CTAHOBJIEHHS Ta I7I00ANbHOI 1HTErpallii, 110 CTBOPIOE SIK HOBI
MOJKJIMBOCTI, TaK 1 3HA4HI BHUKJIMKH JJIs MPOMHUCIOBUX HIANPUEMCTB. 3 OJHOTO OOKY,
texHosoriss 3D-npyKy BigKpHBa€e MNUISIX [0 MAacoBOi 1HAMBITyami3alii BHPOOHMIITBA,
CKOPOYEHHSI BUTPAT Ha JIOTICTUKY Ta 3MEHIIEHHSI UKy PO3POOKH HOBHX MPOJIYKTIB.

3 iHmoro OOKy, 3pOCTa€ CKJIAJHICTh PUHKOBUX KOMYHIKAIlM, OCKIIBKU CIIOXKHMBaul
OUIKYIOTh HE JIMIIE IHHOBALIWHOTO MPOAYKTY, a W KOMIUIEKCHOTO JOCBIYy B3aeMomii 3
BUPOOHUKOM. Y HayKOBiH Ta MpakTHUUHIN IUIOMIMHI L TPpo0JieMa 3aIUIIaeThCS HETOCTATHBO
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po3pobieHor0. buTbIIicTh AOCTIHKEHBb, TPUCBIYEHUX MAapKETHUHTOBUM CTpaTerisiM y cdepi
3D-npyKy, 30CcepeKYIOThCS Ha aHali31 IHCTPYMEHTIB MPOCyBaHHs a00 Ha BUBYEHHI (haKkTOPiB
KOHKYPEHTOCTIPOMOXKHOCTI ~ TexHoJsorii. BogHodac mnwuraHHs iHTerpamii  ynpaBJIiHHS
CHOXHMBYUM JIOCBIIOM Yy 3arajbHy CTPaTEril0 MPOCYBaHHS Ha HOBI PUHKH PO3TIISIAETHCS
numie pparmentapHo. Lle cTBoproe HayKOBY MPOTAIMHY, OB’ s3aHy 3 BIJICYTHICTIO IILJIICHOTO
HiAXoay 10 MOOYAOBM CTpaTeridf, IO NOEAHYIOTh MapKeTHHI, CEepBiC, KOMYHIKalii Ta
KIIIEHTCbKY MMATPUMKY B €IWHY CHCTEMY YIPaBIiHHA IIHHICTIO JUIs CIOXKKBada. 3
NPAaKTUYHOTO OOKYy, Ui MIANPUEMCTB, SIKI MPAIIOIOTh y cdepi aguTUBHOTO BUPOOHUIITBA,
VIPaBIiHHSA CHOXXUBYMM JIOCBIIOM CTa€ KIIOYOBUM (PAKTOPOM YCHIIIHOTO BHUXOJY Ha
MDKHApOAHI pUHKU. BUCOKOTEXHOJIOTIUHA MPOAYKIIis MOTpeOye JOBIpH, PO3ZYMIHHS KOPHCTI
Ta JEMOHCTpaIlii pe3yibTaTiB, [0 BUMAarae TiIMOOKOT mepcoHai3aiii B3aeMoil 3 KIIi€EHTaMHU.
Taxkum ynHOM, (POPMYBAaHHS KOMIUIEKCHOI CTpaTerii MpOCyBaHHs, 3aCHOBAHOI Ha MPUHLIUIIAX
YIOPaBIIHHS KIIEHTCHKUM JIOCBIIOM, Ha0yBa€ CTPATEriYHOTO 3HAYCHHS SK JJIS TiABUIICHHS
epeKTUBHOCTI Oi3HEC-MOJeNi MIAIPUEMCTBA, TaK 1 JUISI PO3BUTKY TEOpii MapKETHHTY
IHHOBAI[IITHUX MPOAYKTIB 3arajiOM.

AHaJi3 ocTaHHIX JociaizkeHb i myOjikamiii, B SIKHX NOKJAJeHUH NOYATOK
BUPillleHHIO JaHOi mpobiemu i Ha ki cnupaerbest aBTop. [IpoGremaTka ymnpaBiaiHHS
cnoxuBunM nocBimom (Customer Experience Management — CEM) y KoOHTeKcTI
MIPOMUCIIOBOTO MapKETUHTY Ha0yBae Jiefani OUIbIIOl yBaru B Cy4acHiil HayKoBiil jiTepaTypi.
®. Kormep 1 K. Kemrep [1, c. 12-17] y cBoix mpaisix HarojgouIyTh, MO0 Yy
BHUCOKOTEXHOJIOTIYHMX Taly3siX caMe JOCBIJ B3aeMoJii 31 cHoxuBaueM (Gopmye
JIOBTOCTPOKOBY JIOSUTBHICTH JJO OpPEeHIy Ta BH3HAYAE YCITIX MAapKETUHTOBUX CTpareriii. Bonn
MiJKPECIIOTh, IO Mepexi BiA OpieHTalii Ha MPOAYKT OO OpieHTalii Ha KII€HTa €
3aKOHOMIPHHM €TaroM €BOJIOIIIT TpoMuciioBoro Mapketunry. Jlocmimkenns k. [aiina [2,
c. 22-26] po3BHBAIOTHh KOHIICIIIIO «ECKOHOMIKH BpaXCHb», 3TIJHO 3 SKOK CIOXKHBadi
CIPHUIMAIOTh I[IHHICTh HE JIUIIE Yepe3 (yHKI[IOHATbHI XapaKTCPUCTUKU MPOJIYKTY, a depes
CYKYIIHICTh €MOLIMHUX 1 cepBICHUX (DAKTOPIB, IO CYMPOBOKYIOTh Horo BUkopucTanus. Le
MOJIOKEHHA Mae Oe3rnocepenHe 3HaueHHs i puHKy 3D-mpyky, ae mporec CTBOPEHHs
BUpOOYy MoOke OyTH I1HTETrpoOBaHMM y JOCBiA KII€HTA, HANpPUKIAA, 4Yepe3 KacTOMI3allilo,
CIIBpO3pOOKY ab0 Bi3yasi3allito eTamniB BUPOOHUIITBA. €BPOMEHCHKI JOCTITHUKH, 30Kpema [1.
Temmnopans [3, c. 31-32], anami3ye 3Ha4eHHs OpeHIUHTY Ta KOMYHIKaliil y CTBOpEHHI
CIIO’KMBYOTO JIOCBIIYy HAa PUHKAaX 1HHOBAIIMHUX TEXHOJIOT1M. BOHM JOBOIATH, 110 KIIEHTH Y
B2B-cermMeHTi CXWIbHI OI[IHIOBATH HE JIMIIE TEXHIYHY ITOCKOHATICTh MPOAYKTY, ane i
KOMIIETEHTHICTh, MPO30PICTh 1 aJaNTUBHICTh MOcTadyajgbHUKa. Lle 0coOmuBO BaxiMBO IS
KOMIIaHi}, K MpaIioloTh y cdepi aJUTUBHOTO BUPOOHULTBA, A€ TEXHOJIOTIYHI NepeBaru
MIBHJIKO CTalOTh PHHKOBUM CTaHAApPTOM, a BHPIIIAJbHAM YHHHUKOM JIMIIAETHCS SKICTH
B3aeMofii 3 kiieHToM. Cepeln YKpaiHCBKMX 1 CXIJHOEBPONEWCHKUX HAYKOBIIIB BapTo
BiyHaunTH O. ['omoBuyk, B. Pynenko ta JI. JleBuupkoro [4, ¢, 10-12], sxi po3rnsaarTh
NUTAHHS IHTEerpaLii KJII€EHTCHKOTO JJOCBIJY B CTpATerii NpOCYBaHHs MPOMHUCIOBUX MPOJYKTIB.
IxHi gocmiakeHHs TiAKPECTIOKTh, 10 IS YCIIIIHOTO BUXOAY HAa HOBI PUHKM YKPaiHCHKHM
BUPOOHMKAM HEOOX1HO 3MIlTyBaTH (POKYC 13 TEXHIYHOI Mpe3eHTallii MpoayKTy Ha o0y 0By
JIOBIOCTPOKOBHUX BIJIHOCHH 31 CIIOKHBadaMy 4epe3 MepcoHali3alilo KOMyHiKalii, undposi
KaHAIM MIATPUMKMA Ta THY4YKI Mojeni cmiBmpami. Ilompu 3HauHy KUIBKICTH Ipaib, Y
HAyKOBOMY CEPENIOBHUIIlI BCE e Opakye CHUCTEMHUX JOCHIKEeHb, sIKI O MO€IHYBAIH
KOHIICTII[IF0 YNPaBIiHHSA CIIOKMBYMM JIOCBIIOM 13 MOOYIOBOIO KOMILJIEKCHOI CTpaTerii
npocyBaHHs npoaykiii 3D-apyky. BinbIIicTs iCHYIOUMX MAXOMIB PO3TIISIAAOTE Il ACTIEKTH
OKpeMO, HE BpaxOBYIOUM iXHbOI B3aeMo3anexHocTi. Came ToMy ImocTae morpeda y
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dbopMyBaHHI HOBOi METOJIONIOTII, sika O iHTerpyBajga IHCTPYMEHTH MapKETHUHTY, KOMYHIKaIIiH,
cepBicy Ta OpEHIUHTY B €IMHY CHCTEMY YIIPABIIHHS CIIOKHBYOIO I[IHHICTIO.

@opMyJIIOBAaHHST MeTH CTATTi (MOCTaHOBKAa 3aBJaHHs). MeTow IIi€i CTaTTi €
pO3po0Ka KOHILEMIIT KOMIIJIEKCHOI CTpaTerii NpocyBaHHs MpoAyKuii 3D-apyKy Ha HOBI pUHKH
yepe3 yIpaBIiHHA CIIOKUBYMM JIOCB1IOM, sika BpaxoBye crnenndiky B2B-cermenTy, Bucokuii
piBEHb TEXHOJIOTIYHOI HOBM3HHM Ta JAWHAMIYHUN XapakTep KOHKYPEHTHOTO CEpEeOBHIIA.
OcHOBHa yBara NpHJIUISIETbCS TOMY, SIK CTBOPEHHS TO3UTUBHOI'O CIIOXKHMBUYOTO JIOCBIY MOXKeE
CTaTW KIIOYOBUM YHMHHUKOM (OPMYBAHHS JOBIpH, MiABHILEHHS JIOSIIBHOCTI KIIEHTIB 1
3a0€3[eUeHHs] CTAJOro PO3BUTKY MIANPHUEMCTB, IO HPALIOTh Yy cdepl aJAuTUBHOIO
BUPOOHUITBA. J[1s1 MOCATHEHHS IMOCTaBIEHOI METH B POOOTI BHPINIYIOTHCS TaKi 3aBIaHHS:
BU3HAYUTU TEOPETHYHI 3acaJMd  YIpPaBIIHHSA CHOXKUBYMM JIOCBIIOM y  KOHTEKCTI
IIPOMHCIIOBOTO MApKETHHTY; IMPOAaHai3yBaTH Cy4acHi MiIXOH 10 MPOCYBAHHS IHHOBALIHHUX
TEXHOJIOTI Ha MDKHApOAHUX PHHKAax; BUSBUTH OCHOBHI €JIE€MEHTH KIIEHTCBKOIO LUIAXY Y
chepi 3D-mpyky Ta oOxapakTepuzyBaTH IHCTPYMEHTH, SIKi CHPHUSIOTH (HOPMYyBAaHHIO
HO3UTUBHOIO JIOCBiy B3a€MOJIl 31 CHOXHMBAayaMM; pO3POOMUTH y3arajibHEHYy MOJEIb
KOMILUIEKCHOI MapKETHHI'OBOI CTPATeETii, 10 1HTeTrpy€e yIpaBiiHHSA JOCBIOM KITI€HTIB Ha BCIX
eTamax KOMYHIKAIii Ta mpojaxy. Y TMpoleci AOCTIKEHHS mepeadadaeTbcs MOE€THAHHS
AQHAITUYHOTO, TOPIBHUIBHOTO Ta CHUCTEMHOTO IIiIAXOMIB 13 BHUKOPHUCTAHHSAM THPUKJIIAJIIB
peaJbHUX KOMIaHii, 10 BHNPOBaKYIOTh 3D-Apyk y mnpomucioBe BUpoOHHUTBO. lle
JO3BOJINTH C(HOPMYBAaTH TMPAKTUYHI PEKOMEHMAAIil IIOAO IiIBHIEHHS e()EeKTUBHOCTI
MapKETUHTOBUX CTpaTerid yKpaiHChKUX HIANPUEMCTB Ha MDKHApOJHUX PHUHKAX MLUIIXOM
ONTUMI3aIlil KITIEHTCHKOTO JOCBiAY Ta 3MIITHEHHS OpEH/I0BO1 MO3MIIIi.

BukiageHHs1 OCHOBHOr0 Martepiajgy AOCTIIKEHHSI 3 NMOBHUM OOIPYHTYBAHHAM
OTPHMMAHHMX HayKOBHX pe3yabrariB. CyyacHUH pPHUHOK aJAUTUBHOIO BHUPOOHUIITBA
XapaKTepU3yeTbC BUCOKHM PIBHEM KOHKYPEHIIT Ta MIBHAKOK 3MIHOK TEXHOJOTIYHUX 1
CHOXHMBYMX TPEHMAIB. Y NHMX yMOBax TPaIWIiiHI MAXOAM JO MPOCYBaHHS MPOAYKIIII,
3aCHOBaHI Ha palllOHAIBHUX TepeBarax MPoAyKTy (I1liHa, SIKICTh, TEXHIYHI XapaKTEPUCTUKN),
MIOCTYIIOBO ~ IMOCTYMAIOTHCA KOMIUIEKCHHM  CTpaTerisiM, IO BPaxOBYIOTh EMOIiiiHi,
NOBE/IHKOBI Ta I[IHHICHI aCMEKTH B3a€MOJIi KJIi€HTa 3 OpeHJ0M. YIpPaBiIiHHS CHOKUBYUM
nocBimom (Customer Experience Management — CEM) cTae KIIOYOBUM €JIE€MEHTOM
KOMIIJIEKCHOI cTpaterii mpocyBaHHs Mpoaykuii 3D-IpyKy Ha HOBI PUHKH, aJpKE€ caMe€ BOHO
dbopMye NOBIpY /10 TEXHOJOTIi, 3HM)KYE Oap’epu BXOJy Ta CTHUMYJIOE MOBTOPHI MPOJAXKI.
Buxin mianpueMcTB aAUTUBHOIO BUPOOHUIITBA HA HOBI PUHKM BHUMAarae BpaxyBaHHS KUJIBKOX
B3a€MOIIOB’I3aHUX UYMHHUKIB: CTYIEHS 3pUIOCTI PUHKY, FOTOBHOCTI I[UIbOBUX KIIEHTIB /10
BIpoBaKeHHST 3D-apyky, piBHA KOHKYpPEHIIi, KYJIbTYpHUX OCOOJIMBOCTEH CHPUHHATTA
iHHOBaIliil. EexTuBHa cTpaTerisi NpocyBaHHsSI Ma€ MOEAHYBAaTH €IEMEHTH MapKETUHTOBUX
KOMYHIKaIiii, OpeH/a-MeHeKMEHTY, LHU(POBUX TEXHOJIOTIH Ta CEpBICHOTO Iu3aiiHy, IO
pa3om (HOpMYIOTh ILTICHUH CITOKUBYMIA A0CBif [S, ¢. 11-16].

B ocHOBI cydacHOro mifixoay 10 yHpaBJliHHS CHOXHBYUM JOCBIZOM JIEKUTH MPUHIIHII
«end-to-end journey» — moOymoBa Oe3MepepBHOrO KIIEHTCHKOTO IIISAXY BiJ MEPIIOrO
KOHTaKTy 3 OpeHaoM 10 micisnpoaaxHoro cepsicy. s mpoaykuii 3D-apyky ne o3Hauae
HEOOX1/IHICTh CTBOPEHHS IIPO30POi KOMYHIKALIHHOT CUCTEMH, 1110 TO3BOJIE KIIIEHTY HE JIUIIE
OTPUMATH TEXHIYHY iHQOpMalilo, ale ¥ 3pO3yMITH €KOHOMIYHY Ta €KOJOTiuHy I[IHHICTh
anuTUBHUX TexHojorii. [Tpunun «end-to-end journey» Bkiodae B cebe Taki eTarnm:

— aHAJIITUYHA MiITOTOBKA Ta BUOIp IIIbOBUX CETMEHTIB;

— 4YiTKa ¥ Mpo30pa KOMYHIKallis [[IHHICHOI TPOMO3HIIii;

— TeXHIYHa Baiigamis yepe3 mutotu ta RFP,
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— BIIEBHEHE BUKOHAHHS 3aMOBJICHHS 3 JOTpUMaHHAM SLA 1 cTaHAapTiB SKOCTI;

— e(hekTHBHA JIOTICTHKA Ta IHTETpallis Y BAPOOHUIITBO KIIIEHTA;

— MICIANPOAXKHUNA CYIPOBI, SKUI BKIIOYA€ TEXHIUHY JOIOMOTY 1 HAaBYaHHS;

— IpOrpaMu yTPUMaHHS KJII€HTIB 1 MacIITaOyBaHHS CHIiBIpAIli.

MoHa crocTepiraTd BiIMIHHOCTI y migxomax g0 peanisarii konmemnmii end-to-end
journey y npocyBanHi npoaykuii 3D-1pyky Ha HOBI pUHKM B Pi3HHX €BpPOINEHCHKHX KpaiHax
ta CIIIA [6, c. 5-8]. Imoctpartis (puc. 1) BimoOpaxkae, siki eTanu CIOXHBYOTO HMUISIXY — BiJl
NEPUIOro KOHTAKTY JI0 MiCHIANPOAa)KHOTO 00CITyroByBaHHS — OTPUMYIOTh HAOLIbITy yBary
3 0OKy KOMMaHid, mo mnpamioTh y chepi agutuBHoro BupoOHunrBa. Y CIIA dokyc
CHpSMOBAHMN Ha IMOYATKOBI €TamM 3aJy4eHHs KJIIEHTIB Ta JEMOHCTpallil iHHOBAIiHHOCTI
TEXHOJIOT1M. AMEpHKaHChKi KOMITaHii aKTHBHO IHBECTYIOTh y HHM(POBI muiatrGopmMu st
reHepaii JiiB, MBUKE TECTYBaHHS pilIeHb 1 (OPMYBaHHS TOBIpH Yepe3 MiJOTHI MPOEKTH.
OCHOBHHUI aKIEHT — IIBUJKICTb MEPEXO/Ty BiJ] 3aI[IKaBJIICHHS 10 KOHTPAKTY Ta €(h)eKTUBHICTh
KOMYHIKaIii MK TeXHIYHUMH 1 KOMEpIiMHUMHU koMaHaamu. Y HimeuuwHi cutyaumis iHIIa:
TYT KJIFOYOBY POJIb BiIirparOTh €TAIK TEXHIYHOI OI[IHKH, BaJligamii Ta inrerpaiii [7, c. 22].

BaxnusicTs eraniB E2E jour ney Ha KJIl040BUX pUHKaX
aIMTHBHOT0 BUPOOHMITBA

1
2 2 2
3 2 2 5
2 4 : 3
1
5 ’ : . ’
1 4
3 2
5 5
1 2
4 5 :
2 E 4 >
3
3 4 1 . 3
3
2 1 2 1 3
CIIA Hinepnanau Himeyunna Opanuis Benuka Bpuranist Iranis Icnanis

MPOTpaMH yTPUMaHHS KITI€HTIB 1 MacIITabyBaHHs CITiBIpaIi
HICIATIPOJAXKHUH CYNIPOBiK, SKUil BKIIOYAE TEXHIYHY JOIOMOTY | HaBUaHHS
e(eKTHBHA JIOTICTHKA Ta IHTETpaLlisl y BUPOOHUITBO KIIiEHTa

BIICBHCHE BUKOHAHHS 3aMOBJICHHS 3 TOTpUMaHHsAM SLA i cTaHmapTis
SIKOCTI

TeXHi4Ha Bajigamis yepe3 miotu Ta RFP
Pucynok 1 — ImrocTpaTHBHI OIIIHKH BaKIIMBOCTI KOXHOTO etany «end-to-end journey» na
nepenoBux puHKax 3D-apyKy 3a 1’ ATHOATBHOIO IIKAIO0

PuHoOK oOpieHTOBaHMII Ha MPOMHCIOBY HAaJIIHHICTh, CTaHIAPTU3AIUI0 MPOIECIB Ta
JOKYMEHTaJIbHE MiATBEpIKEHHS SKOCTi. KilleHTH O4iKyloTh BiA MocTadanbHUKIB 3D-nIpyky
BUCOKOTO pIiBHS TEXHIYHOI MIATPUMKH, I1HXXEHEPHOTO CYIPOBOJLY Ta CepTU(IKOBAHHX
MaTepiajiB, 1110 3MEHIIIYE PU3HKH MPU BIPOBAKEHH] TEXHOJIOT1T Y BUPOOHUIITBO.
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VY ®paHiii akieHT poOUThCS Ha JOCBiAI B3aeMOJii 3 OpEHIIOM 1 CTBOPEHHI J0JAaHOT
[IHHOCTI 4epe3 JAW3aiiH, TNepCOoHANi3amif0 W eKoJoriuHicTh. DpaHIly3pKi KOMITaHii
BUKOPHUCTOBYIOTH ~ €JIEMEHTH  E€MOIIIHHOTO MapKeTUHry HaBiTh y B2B-cermeni,
JEMOHCTPYIOUH, SK TexHoiyoriss 3D-npyky MoKe HiAKPeCIUTH YHIKJIBHICTh MPOIAYKTY
KJieHTa. J[71s IbOro aKTUBHO 3aCTOCOBYIOTHCS BIpTYallbHI MPE3eHTallli, BACTABKOB1 1€MO30HU
Ta KpOC-Taly3eBl MapTHEpPCTBA. [Taiis BUPI3HAEThCA OalaHCOM MK TEXHIYHOWO 1
MapKETHUHTOBOIO CKJIaJ0BUMH. [linpueMcTBa KOHUEHTPYIOTHCS Ha CTaliX CILUIbHOT
PO3pOOKHM MPOAYKTY Ta KacTomizallii — «co-creation stage». s iTamiiicbKuX KOMITaHIH
BXJIMBO HE JIMIIE MPOJIATH TEXHOJIOTIIO, a ¥ 1HTErpyBaTH ii B KOHIICMIIiI0 OpeHy KIIi€HTa.
OcobnmuBa yBara NpPUIUIAETHCS €CTETHI BHPOOIB, IMIBUAKOCTI TNPOTOTHUITYBAaHHS Ta
HAJIAroJDKEHHIO TMAapTHEPChKUX BiAHOCHMH. Y IcmaHii mepeBakae MparMaTUYHMM MAXIM:
KOMITaHii 30CEpe/KYIOThCSI Ha ONTUMI3allii BapTOCTI BOJIOMIHHS TEXHOJIOTIEID Ta
JIOBTOCTPOKOBOMY CepBICHOMY 00cimyroByBaHHi. TyT BaroMUMHU CTalOTh €Taly MMOCTavyaHHs,
JOTICTUKMA Ta MICIANPOAAXKHOI MIATPHUMKH, 30KpeMa CTBOPEHHSI PEriOHAJbHUX CEPBICHUX
LEHTPIB 1 HaBYaHHA MEpCOHaNy KIieHTIB. Himepnanau IeMOHCTPYIOTh HAWCHCTEMHIIIUN
MiaXiax A0 ToOyIOBH TIOBHOTO CIOXKMBYOTO MNUISIXY. ['OJUIaHACHKI KOMIIAHIi IHTETPYIOThH
npuHIUOH «circular economy» y Bci eramn E2E-journey — Bim miarotoBku 1udpoBux
MOJIe/Iell 10 TOBTOPHOIO BHUKOpUCTaHHsA MartepianiB [8, c¢. 9-13]. BoHu akTuBHO
BIIPOBA/KYIOTH aBToMaTH30BaHi CRM-mardopmu s BiICTeKEHHS B3a€MO/IIT 3 KIIIEHTaMHU
Ta aHAJIITUKU JOCBITy KOPHCTyBaua, MIO JO3BOJSE MiATPUMYBATH CTAIMN 3B’S30K 1 THYYKO
aJanTyBaTH MPOMO3UINI0 A0 MOTped pHUHKY. 3arajoM UIIOCTpallis MOKa3ye, 110 KOHIISMIis
end-to-end journey He Mae €IUHOTO YHIBEPCAIBHOTO MIIXOAY: Yy KOXHIA KpaiHi BOHA
TpaHC(HOPMYETHCS 3AJICKHO BiJl KYIbTYPHHX, TEXHOJIOTIYHUX i puHKOBUX (hakTopis [9, c. 5-
6]. [IpoTe cHiapbHOIO TEHACHIIEIO € IPAarHEHHS! CTBOPUTH Oe3NepepBHUA, KEPOBAaHHUHA TPOIIEC
B3a€MOAIl 31 CHOXHMBaueM, J€ JOCBil  KJIi€HTa CTa€  KIIOYOBUM  UYHUHHUKOM
KOHKYPEHTOCIIPOMOKHOCTI mifgnpueMctBa y cdepi 3D-npyky. Y Benukiit bpuranii migxin mo
peamizanii konuenmii end-to-end journey y cdepi 3D-mpyky MoeaHye aHATITUYHICTH i
OpI€HTAIlIl0 HAa JOBIOCTPOKOBY CIIBIIpamo. bpuUTaHChKiI KOMmaHii poOJIATH AaKIEHT Ha
no0y/I0BI CUCTEMHHUX MPOILIECciB 300py TaHUX MPO MOBEIIHKY KII€HTIB Ta TIMOOKIiH iHTerparii
MapKEeTUHTOBO1 AaHAJIITUKU Y BCl €TamM B3a€EMOJIi — B TEPIIOrO 3alHuTy JI0 €Taly
MOCTIIPOEKTHOTO CympoBoay. OcobiiBe 3HAUEHHsI HAIA€Thes eTamy «eva uation and decision-
making», ae KoMmaHii aKTHBHO 3aCTOCOBYIOTh KOHCYJIbTATHMBHHU MiAXIA: MOTEHIIHHIM
3aMOBHHMKAM TPOMOHYIOTh TEXHIKO-€KOHOMIYHI OOIPDYHTYBaHHS, IOPIBHSAJIbHI TECTH Ta
HIJIOTHI MOJIENI, 10 3HMXKYE PIBEHb HEBU3HAUEHOCTI NpU yxBajeHH1 pimeHHs [10, c. 14].
BpuTaHChKi BUPOOHHKH ¥ CEPBICHI OHOpPO BBXKAIOTh KPUTHYHO BayKIUMBHM eTan «loyalty and
advocacy» — QopMyBaHHS TPUXHIBHOCTI KJIi€HTa Ticis 3aBepuieHHs yroaw. Came ToMy
BOHH BIPOBA/KYIOTh MMPOrPaMu CIJIBHOTO PO3BUTKY («CO-development programsy), y Mexkax
AKUX KJIIEHTH 3aJIy4aloThCsl J0 TECTyBaHHS HOBHX MarepianiB abo pilleHb, a OTpUMaHUMN
JIOCBiJ] TpaHC(OPMYETHCS Yy CIIJIbHI Kelcu A MPOCYBaHHSA Ha MIKHApOJHMX puHKax. Ha
BiaMminy Bin CIIA, ne nepeBaxkae mBHUAKICTh KOHBepcii, a0o Himeuunnu, ne rosoBHa yBara
OPUIIISETbCS  CTaHAapTH3allii, OpuTaHChka  MOJENb  30Cepe/PkeHa Ha  JIOBIpi,
nependadyyBaHOCTI Ta CHUIBHIA LIHHOCTI, IO (OPMYETbCA UYepe3 CUCTEMHY MIATPUMKY Ta
OOMiH 3HaHHSAMH. 3aBISIKU IIbOMY pUHOK Bemnmkoi bpuTaHii BUPI3HAETHCS BUCOKUM piBHEM
CTaOUTHPHOCTI MAPTHEPCHKUX BIAHOCHH, a CIIOKUBYUH JOCBIJ PO3TIISAAETHCS SIK aKTHUB, IO
Ma€ CcTpaTeriuHe 3HA4YeHHS Ui 3pocTaHHs Oi3Hecy y cdepl aluTHUBHHX TexHojoriil. Takum
gyuHOM, y mnoenHanHi 3 miaxomamu CIIA, Himewunnu, ®panmii, Irami, Icmanii Ta
Hinepnanaie OpuTaHCHKHMI JOCBIA JEMOHCTPYE IlIe OJWH BapiaHT peanizaiii end-to-end
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journey — opieHToBaHHUil Ha MOOYIOBY TOBrOTPUBAIOI B3aEMO/Iii, 3aCHOBAHOT HA MPO30POCTi
NPOIIECiB, EKCIEPTHOCTI MOCTaYaIbHUKA T4 B3AEMHOMY PO3BUTKY PHHKY.

B Vkpaini konnemniis end-to-end journey suiie mounHae GOpMyBaTUCS SIK CUCTEMHUIA
OiAXiA 10 YHPaBIiHHA KIIEHTCBKUM J0cBioM y cdepi 3D-mpyky. PuHOK aautuBHOTO
BUPOOHMIITBA TYT NepeOyBa€ Ha eTall CTPYKTypu3allii: OUIbIIICTh KOMIIAHI CKOHIICHTPOBAaHI
Ha BUPOOHMYMX acmekTax (oOiagHaHHS, MaTepiaid, SKICTh APYKY), TOAlI SIK MapKETHHT 1
KIIEHTCbKA AaHaJIITUKA 3aJMIIAIOThCS HEIOCTaTHbO I1HTETPOBAHUMHU Yy 3arajibHy Oi3Hec-
ctpaterito. IlepeBakHa yacTMHa YKpaiHCHKMX BHUPOOHHKIB OpieHTyeThbcs Ha B2B-cermenr,
30KpeMa Ha MalluHOOYIyBaHHS, EHEPreTUKY, apXiTeKTypy Ta Menuiuny. [Ipore came B 1ux
rajy3sx iCHye BUCOKHI Oap’ep JIOBIpH: KIIIEHTH OYIKYIOTh HE JIMIIE SKICHOTO MPOJYKTY, a U
MIATBEPDKCHh HOTro eQEeKTHBHOCTI, cepTHdikamii Ta MCISIIpOAaXHOTO CYNpoBOoay. Y
pesynbrati end-to-end journey B VYkpaini dacTo oOpHMBaEeThCS Ha eTari Mpojaxy, 0e3
rbokoro mpojaoBkeHHa y (a3y loyalty and advocacy. Pazom i3 TuM, 3a OCTaHHI pOKH
CIOCTEPIraloThCs MO3UTHBHI TEHAEHIII1. 3 ABISAIOTHCA KOMIIaHii, SKi aKTUBHO BIPOBAKYIOTh
u(poB1 IHCTPYMEHTH YINpPaBIiHHS KI€EHTChKUM JocBiioM — CRM-cucremu, uat-60T nms
CYIpPOBOJY KIII€HTIB, OHJIAH-KOHCTPYKTOPH MOJeNeH. YHIBEpCUTETH Ta TEXHOIAPKH,
30kpema y Kuesi, Xapkosi, JIbBoBi Ta [[Hinpi, 3amycKaroTh CHiIbHI IpOrpamMu 3 0i3HECOM, 110
JIO3BOJISIE  CTBOPIOBATH OCBITHBO-BUPOOHWYI EKOCHUCTEMH il MIATOTOBKM (haxiBLiB i
PO3BUTKY KYJIbTYPH CEPBICHOCTI.

Ta6murst 1 — PiBens peanizaiii eranis end-to-end journey y cdepi npocyBaHHs IpOTyKITiT
3D-npyky B YKpaiHi

Eran end-to-end [Torounwmii Tumnosi MpaKTHKU OcHoBHI 0ap’epu Iotenrian
journey piBeHb YKpaTHCBKUX PO3BUTKY
PO3BUTKY KOMIaHIl
Awareness CepenHiit VYyacTs y BUcTaBkax, | Husbka PosBurok digital-
(moiHpOpMOBaHICTE) SMM, mapTHepcTBa 3 | BHI3HABAHICTh MapKeTHHTY,
HaBYAITEHUMH OpeHniB, OOMeXKeHi SEQO,
3aKJIalaMA OIODKETH MEIIanpoEKTIB
Consideration Husbxuit [pe3enrarii BigcyrtHicts BrpoBamkeHHs
(po3risi BapiaHTIB) TEXHOJIOTIH, CTPYKTYPOBaHOT KOHTEHT-
JeMOHCTpauiiiHi CHCTEMH MapKeTHHTY,
Mozeti apryMeHranii BIpTYaJIbHUX
LIHHOCTI IEMO
Purchase (xymiBis / Cepenniii I'ayuki ymoBu Henmocratas CrtBOpeHHS
CriBIparis) OTLIaTH, aBTOMATH3AIIisI OHJIalH-
IHIUBITyanbHi NpoLIEeCiB iatdopm st
HPOEKTH 3aMOBJICHHSI 3aMOBJICHb
I mplementation Husbkuit Texuiuna minrpumka | BigcytHicTs dopmyBaHHs
(BpoBaKEHHSA Ha 3aIUT CTaH/IapTU30BaHUX CEepPBICHUX
MPOAYKTY) IHCTPYKIH 1 BITUIIB, OHJIAWH-
HaBYAIIbHUX HaBYaHHS
MaTepialiB KIIIEHTIB
Loyalty & Advocacy Hyxe au3pkuil | Emizonnunnii koHTakT | BigcytHicTh PosBurok after-
(JTOSUTBHICTS 1 MICIIS IPOEKTY CHUCTEMHOI 3BOPOTHOI | sales cepaicy,
peKoMeHaallii) KOMYHIKaIil nporpam
JIOSITBHOCTI, KeHc-
MapKEeTHHTY

Jxepeno: chopMOBaHO aBTOpaMu
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VY mnporneci anamizy eBpomneicbkux mnpaktuk (CIHIA, Himewunnun, ®panmii, Itamii,
Icnanii, HinepnanaiB ta Benukoi bputanii) Oyno BcTaHOBJIEHO, IO €(DeKTUBHICTH CTpaTeTrii
MIPOCYBaHHs 0€3MOCEepPEHBO 3AJICKUTh BiJl PIBHA 1HTErpaiii MapKETUHTOBUX 1 BUPOOHUYHUX
MPOILIECIB Y €IMHY MUPPOBY EKOCHCTEMY YIIPABIIHHS KIIEHTCHKUM IUIsIXoM. CaMe y I[boMYy
aCIeKT1 TOJISATaEe TOJIOBHA BIAMIHHICTh PO3BUHEHHMX PHHKIB BiJl YKpaiHChKOTO: y KpaiHax €C
end-to-end journey peanizyetbes uepes mudposi CRM-1uiatdopmu, aHaTITHYHI iIHCTPYMEHTH
MITYYHOTO 1HTEJIEKTY, a TaKOXK CEPBICH JJIs NMPOTHO3YBAaHHS IMOBEAIHKHM KJII€HTIB Ha OCHOBI
BEJIMKHX JIaHUX.

B ykpaincbkux peanisix Oyno BHUSBIEHO OOMEXKEHE BIPOBAKEHHS TAKOTO MiIXOAY,
NEpeBAXHO Ha eTanax «YCBIIOMJICHHS Ta IMOKYNKa», M0 CBIYUTH MPO (hparMeHTapHHUN
XapakTep YIpaBIiHHS KIIEHTCHKUM JOCBIOM. Byrno BcTaHOBIIEHO, IO JIMIIE HE3HAYHA
KUIBKICTh KOMIaHIiH, 3aimydeHux y cdepy 3D-apyky, MaioTh KOMIUIEKCHY CHUCTEMY 300py
3BOPOTHOTO 3B’S3KY Ta aHAI3y MOBEIIHKOBUX METPHUK KJIIE€HTIB.

HaykoBa HOBHM3Ha MJOCHII)KEHHS MOXE NOJSATaTH y CHUCTEMHOMY OOTIPYHTYBaHHI
MOJIeJTi KOMIUIEKCHOTO YIpaBliHHS KilieHTchkuM nocBizom (E2E-journey) y coepi 3D-npyky,
sKa BPAaXOBYE OCOOJMBOCTI MPOMHCIOBHX ITIIIPHEMCTB, IU(GPOBY 3pUTICTH PHUHKY Ta
cnenudiky B2B-komynikamiif. Y Mexax HOCHiIKeHHS Oyl10 po3po0JeHO aHaIITHYHY
MaTpHIIIO OILIHKK piBHS peaiizamii eramiB end-to-end journey, mo a03BOJIsiE BHUMipHOBATH
e(DEeKTUBHICTh MApKETHHTOBUX CTpaTerid 3 TO3MIlli CHOXXHMBYOI B3a€EMOJIi, a HE JIMIIE
€KOHOMIYHUX ITOKa3HHKIB.

OkpiM TOro, 3amporOHOBAaHO aJanTalidHU{ Mmiaxix no inTerpaiii E2E-journey vy
CTPYKTYPY MapKETHHI'OBOI JisTIHOCTI MiAIPUEMCTB YKpaiHu, sIKHiA niepeadavae:

— (hopmyBaHHs TUGPOBUX KAaHATIB MiITPUMKH KITIEHTIB Ha BCIX €Tarax B3a€MO/IIi;

— BUKOPHCTAHHS aHAIITUKU JaHUX JUIS TIEPCOHATI3aIlT POMO3HIIii;

— BIIPOBADKEHHS 3BOPOTHOTO 3B’SI3KY B PEXHUMI pPEAIbHOTO0 Yacy SK €JeMEHTa
MOCTIIPOJIAYKHOTO CEPBICY.

TakuM 9MHOM, TIPOBEACHE EKCIPEC-TOCTIKEHHS ajl0 3MOTY y3arajJbHHTH Cy4acHi
niaxoau a0 noOynoeu end-to-end journey y MIDKHapOAHIM MpakTHIl Ta 3alpoNOHYBaTH
MOJIENIb HOr0  BIPOBA/PKEHHS B  YKPAlHCBKMX MPOMHCIOBHUX  ITIIPUEMCTBAX, IO
cneuianizytorbes Ha 3D-npyky. Lleil miaxin mae mpukiaaHe 3HaueHHS Ui (GopMyBaHHS
KOMIUIEKCHOI CTpaTerii MpOCYBaHHS 1 MOXe CIIyryBaTu 0a30r0 /sl MOJAIbIINX AOCTIIKEHD Y
HanpsiMi 1udpoBoi TpaHchopmallii MapKeTUHTY y chepl aAUTUBHOTO BUPOOHUIITBA.

BucHOBKH 3 BOT0 AOCTIIKEHHS i MEPCHEKTUBHU MOAAIbIINX PO3BIIOK y JaHOMY
HANPSAMKY. Y pe3yJbTaTi MPOBEACHOTO JOCTIHKEHHS OyJI0 CHCTEeMAaTH30BAaHO TEOPETHYHI
HiAXOMU Ta MPaKTHUYHI IHCTPYMEHTH (OpPMYBaHHS KOMIUIEKCHOI CTpaTerii NpoCyBaHHs
npoaykuii 3D-apyKy Ha HOBI pUHKHU Yepe3 YIpaBJIiHHA CIIOKUBUUM J0CB1JIOM. BusBieno, 1o
KJIIOYOBUM YHHHUKOM €(EeKTUBHOCTI BHUXOJY HIANPHUEMCTB Ha MIDKHApOJHI PUHKU €
iHTerpaniss npuHuunie end-to-end journey y MapKeTHHIOBY AiSUIBHICTh — BIJ €Taly
HOTEPETHBOI aHANITUKU 10 MICISAIPOIXKHOTO CYIIPOBOY KiieHTa. Takuii miaxin 3abe3neuye
HE JIMILE MiJBUIICHHS PIBHS 3a/J0BOJICHOCTI CIIOXKHMBaydiB, a i1 CTBOPEHHS JOBrOCTPOKOBHX
KOHKYPEHTHUX TepeBar 3aBJIsKH NepcoHali3alii B3aeMoii, onTuMi3allii kKaHajliB KOMyHiKailii
Ta TMIJBHUIICHHIO TPO30POCTI MPOIECIB 0OCIyroByBaHHs. byno moBeaeHo, MmO AJisi PUHKY
QJIUTUBHOTO BUPOOHUIITBA YNPABIIHHS CHOXXKUBYMM JIOCBIIOM Ma€ CTpaTeridyHe 3HauyeHHS,
aJke caMe BOHO JIO3BOJISIE€ 3MICTUTH (POKYC MapKETHHIOBOI CTpATerii Bi MPOAaxy NPOAYKTY
JI0 CTBOPEHHS LIIHHOCTI HA KOKHOMY €Talli B3aeMoJlii. Y X011 aHali3y MKHAPOJHHUX MPAKTUK
3’SCOBaHO, 110 KpaiHU 3 BUCOKUM piBHeM 1udpoBoi iHTerpamii (CLIA, Himeyunna, Bennka
bpuranis, Higepnanau) akTUBHO BIPOBa/PKYIOTh KoHIemiiro end-to-end journey uepes
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BUKOPHUCTAHHS AHAIITHKK TOBeAiHKOBUX JnaHux, CRM-cuctem HOBOrO NOKONIHHS Ta
IHTENIEKTYIbHUX TUIATOPM KIIEHTCHKOro A0cBiqy. OcoOmmBy yBary Oyio MPHUAUICHO
JOCITI/DKEHHIO YKPAiHCBKOT'O PHUHKY, JIe BHSBJICHO 3HAYHUH TMOTEHIIad IS PO3BHUTKY
nogiOHMX cTparerii, OJHaK piBeHb NHU(POBOI TOTOBHOCTI Ta CHUCTEMHOCTI Yy cdepi
YOpPaBIIHHSA KII€EHTCHKUM JIOCBIJIOM TIOKH 3aJIUIIAETHCS OOMEKEHHUM. Y I[bOMY KOHTEKCTI
BaYUIUBOIO MPAKTUYHOI PEKOMEHAIIEI0 € HEOOXITHICTh CTBOPEHHS JTOKAIbHUX METOJUYHUX
miaxomiB g0 MoxemoBanHs E2E-journey, amanToBaHHMX 0 pealiii  yKpaiHCBKOTO
IPOMHCIIOBOTO Oi3HECY, AKHii uie (opMye CBOIO €KCIIOPTHY opieHTalito. HaykoBa HOBH3HA
JOCII/DKEHHS TOJISITa€ y BU3HAYCHHI YIPaABIIHHS CIHOXXHBYUM JIOCBIJIOM SIK IIEHTPAJIBHOIO
€JIEMEHTY MapKETUHTOBOI CTpaTerii BUXOy MiAMPUEMCTB aTUTUBHOTO BUPOOHUIITBA HA HOBI
puHky. Lle 103BOJIMIIO 3alIPOIIOHYBATH IHTEIPOBAHY MOJICNIb CTPATETIYHOIO YIIPABIIHHSA, SKa
BpaxoBye creuu@iky raigysi, eTamHiCTh PO3BUTKY TEXHOJIOTIH 1 TUHAMIKY MOMHTY B Pi3HUX
Kpainax. IlepcnekTHBH MOJANBIIMX JOCHIIPKEHb TMOJATAIOTh Y  KUIBKICHIM — OIIHII
epeKTUBHOCTI BIpOBaKeHHS E2E-mMonmeneld y mOpPOMHCIOBUX —KOMIAHIAX, aHawi3i
MOBEIIHKOBUX JaHUX KIi€HTIB y B2B-cermeHti, a Takox po3poOlli peKOMEHIAIi 111010
¢ poBoi Tpanchopmarii MApKETHHTOBUX IpoIieciB Ha mianpueMcTBax 3D-apyky. OcobmuBo
aKTyaJbHUM HANPSMOM MOJAIBIINX POOIT € BHUBYCHHS B3a€EMO3B’S3KYy MK YIPaBIIHHIM
KJIIEHTCHKAM JIOCBIZIOM 1 CTIHKICTIO KOHKYpPEHTHHUX IepeBar Ha puHkax €C Ta KpaiH, 1o
PO3BUBAIOTHCH.
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A comprehensive strategy for promotion 3D printing products into new markets though
consumer experience management

The aim of the article. The aim of the article is to generalize the theoretical foundations
and develop practical recommendations for building a comprehensive strategy for promoting 3D
printing products to new markets based on the principles of customer experience management. To
achieve this goal, the following tasks are set: 1) to analyze modern approaches to shaping customer
experience in the B2B segment of high-tech products, 2) to identify key edements of a
comprehensive promotion strategy in the context of 3D printing markets; 3) to propose a model for
integrating customer experience management tools into the marketing strategy of additive
manufacturing enterprises.

Analysis results. The article is devoted to exploring the specific features of developing a
comprehensive strategy for promoting 3D printing products to new markets, taking into account the
concept of customer experience management. In today’s environment of rapidly evolving additive
manufacturing technologies, the marketing activities of industrial enterprises are undergoing
significant transformations, as traditional communication and promotion models no longer ensure
effective customer engagement in a highly competitive market. The 3D printing sector is
characterized by a high level of innovation, flexibility in meeting individual customer needs, and the
ability to quickly adapt production processes to changing market demand. However, these very
features create new challenges for marketers — the need to build not only a value proposition but
also a complete customer experience encompassing all stages of interaction with the brand: from
familiarization with technological capabilitiesto after-sales service.

Conclusions and direction for further research. The relevance of thistopic is driven by the
growing role of Customer Experience (CX) in the system of strategic management for enterprises
operating in the high-tech sector. For companies specializing in additive manufacturing, a
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comprehensive approach to managing customer interactions has become a key factor for
differentiation and long-term competitiveness in inter national markets.
Keywords: additive manufacturing, 3D printing, sales markets, client’s experience, customers.
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