JEL Classification: D83, M31, 032, L.26
Muxaiino MEJIBHUK

Cmyoenm mazicmpamypu 2-20 poKy HA8UAHHSA

Kuiscokuti nayionanvnull exonomiunuil ynisepcumem imeni Baouma I'emvmana, Yxpaina
Temsana ILIKO/JA

0.e.H., npogecop, npogpecop Kageopu 6iznec-exonomiku ma nionpuemuuymea Kuiscokozo
HAYIOHATbHO20 eKOHOMIUHO20 YHisepcumemy imeni Baouma I'emomana, Yxpaina

Mpykhailo MELNYK

2-d year Master Student,

Innovation Entrepreneurship and Digital Leadership,

Kyiv National Economic University named after Vadym Hetman, Ukraine
mykhailomelnyk256(@gmail.com

Tetiana SHKODA

Doctor of Economic Sciences, Professor,

Professor at Business Economics and Entrepreneurship Department,
Kyiv National Economic University named after Vadym Hetman, Ukraine
shkoda-tetiana@kneu.edu.ua

HNEPCOHAJI3AIIA MAPKETUHI OBUX CTPATEITH B IT-HIIIIIEMHUAIITBI

PERSONALIZATION OF MARKETING STRATEGIES IN IT-ENTREPRENEURSHIP

AHoTanifg. PoO3MIsiHYyTO TEOpeTW4HI Ta METOJUYHI 3acaiu IepcoHalizalii MapKeTHHIOBUX
crparerii B IT-mianpuemuunrsi. I[IpoanamizoBaHo cydacHi HiAXOAM [0 MEepcoHami3amil
MapKETHHTOBUX KOMYHIKalliii Ta iX BIUTMB HA KOHKYPEHTOCIIPOMOXKHICTh I T-kommnaniit. OcobnuBy
yBary MmpuIijIeHO BUKOPUCTAHHIO TEXHOJIOT1M IITYyYHOTO 1HTEJIEKTY, aHaJi3y BEIUKHUX JaHUX Ta
CRM-cucreM y mnepcoHaai3oBaHOMY MapKeTHHTy. [IpencTaBieHO OCHOBHI METOAM aJamTarii
MapKeTUHIOBUX CTpaTerii [0 1HAMBIAyaJIbHUX MOTped CIOXKMBAa4yiB Ta 3allpOIIOHOBAHO
peKoMeHallli 010 ONTHMI3allii NepCOHaTI30BaHNUX MIAXO/IB Ul MOKPAIEHHS e(QeKTUBHOCTI
MapKeTHHroBuX Kammadiii B [T-cexTopi.

KarwouoBi cioBa: nepconamizanisi, MapkeTuHrosi crparerii, IT-mianpuemMuunTso, mudposuii
MapKeTHHT, ITy4yHui iHTenekt, CRM-cucremu, Big data.

Abstract. The theoretical and methodological foundations of personalization of marketing
strategies in IT entrepreneurship are considered. Modern approaches to personalization of
marketing communications and their impact on the competitiveness of I'T companies are analyzed.
Particular attention is paid to the use of artificial intelligence technologies, big data analysis and
CRM systems in personalized marketing. The main methods of adapting marketing strategies to
the individual needs of consumers are presented and recommendations for optimizing personalized
approaches to improve the effectiveness of marketing campaigns in the IT sector are offered.
Keywords: personalization, marketing strategies, I'T entrepreneurship, digital marketing, artificial
intelligence, CRM systems, Big data.

[lepconanizaniss MApKETUHTOBUX CTpAaTEriil € OJHUM 13 KIIOYOBUX HANPSMIB Cy4yacHOTO
U(PPOBOr0 MAPKETHHTY, 110 HA0YBa€ 0COOIUBOT AKTYAIbHOCTI B yMOBaX IIBUAKOI TEXHOIOT1YHOT
TpaHchopmarii Oi3Hecy. B emoxy mmdposizamii cnoxwmBaui Bce OUTbIIE  OYIKYIOThH
1HIMBIAYyaIbHOTO MiAXO0AY, aJalTOBAHUX MPOIO3UIIiN Ta peIEeBAHTHOTO KOHTEHTY, 110 BiMOBiIa€
ixHiM moTpebam i BiogobanusaM. Y cdepi [T-mianpueMHUIITBA IEpCOHATI3AIIIS BiIrpae 0cOOINBO
BaXXJIUBY POJIb, OCKUIBKM KOMIIaHii, 10 MPaLOI0Th Y IiH raidy3i, CTUKAIOTHCS 3 BUCOKUM PIBHEM
KOHKYpEHLi, TUHAMIYHUMHU 3MIHAMH TEXHOJIOT1H Ta 3pOCTalOUMMU OUYIKYBaHHSMHU KOPUCTYBayiB
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Tennenuis 10 nepcoHasnizamii 00yMoBI€Ha PO3BUTKOM TEXHOJIOTIM aHami3y JaHUX, SKi
JTIO3BOJISIIOTh TIPOTHO3YBATH MOBE/IIHKY CIIO’KMBAYiB HAa OCHOBI TXHIX MOIEpeAHIX Aiil. 3a OCTaHHI
POKH CHOCTEPIraeThCs 3HAUHE 30UTbIIEHHS BAKOPUCTAHHS IHCTPYMEHTIB IITYYHOTO 1HTEJIEKTY Ta
MalIMHHOTO HaBYaHHS Yy MAapKETUHTOBUX KOMYHIKAIlAX. Taki I1HCTPYMEHTH JO3BOJISIIOTH
aBTOMATH3YyBaTH IPOLECH 300py Ta aHai3y JaHMX, 110 Ja€ 3MOTy KOMIIaHisIM CTBOPIOBATH
e(heKTUBHIIII MapKeTHHTroBl kammnaHii. KpiM Toro, mepcoHamizamisi cripuse MiABUIICHHIO PiBHS
3aJJ0BOJICHOCTI CHOXKHMBAUiB, IO € BAXJIMBUM (HakTOpoM aisi (OpMyBaHHS JTOBIOCTPOKOBUX
BIJIHOCHMH MK OpEHJIOM Ta KilieHTamu [2].
OnHuM 13 HaWBaXIUBIIMIMX YMHHUKIB MEPCOHANI3AIIl € BUKOPUCTAHHS BEIMKUX JTaHHUX
(Big Data) ta anropuTMiB MaIlIMHHOTO HABYaHHS, M0 JO3BOJIAIOTH aHAJI3YBAaTH TOBEIIHKY
CIOXHBAYiB, IPOTHO3YBATH iXHi Aii Ta CTBOPIOBATH TOYHI MapKETHMHIOBI KammaHii. 3a JaHUMU
JIOCJTIDKEHb, TEePCOHATI30BaHI PEKOMEHJaIlli Ta KOHTEHT MOXKYTh IIIJIBUIIUTH KOHBEPCIIO
MapKeTUHTOBUX KammaHii 10 20-30% mopiBHAHO 3 TpaauumiiHuMH migxonamu [2]. Hanpuknan,
maThoOpMH €JIEKTPOHHOT KOoMepIli, Taki Sk Amazon ab6o Netflix, aKkTUBHO 3aCTOCOBYIOTh
QITOPUTMU TIEPCOHAII3ALIIT, 1[0 BPaXOBYIOTh ICTOPIIO MEPETIAIiB Ta YyIo100aHHs KOPUCTYBayiB
JUISL CTBOPEHHSI PEKOMEH/IAIIIH, 1[0 CYTTEBO MiABHUIIYE PIBEHb 3Ty4EHOCT] KIIEHTIB [3].
3Bakalo4M Ha Ii TEHACHLI1, TOCITIPKCHHS IePCOHATI30BaHNX MAapKETHHIOBUX CTPATETii B
IT-mianpueMHUNTBI € BKpal BaYKJIUBUM JJIs1 PO3YMIHHS €()eKTHBHUX IHCTPYMEHTIB 3aTy4eHHS Ta
yTpUMaHHS KJITi€HTIB. [OJIOBHUM 3aBIaHHSIM IBOTO JOCTIDKEHHS € aHaji3 ICHYIOUMX METOiB
MepCoHaTi3aIlii MAapKETUHIOBUX CTPATET1H, OI[IHKA IXHROTO BIUIMBY Ha €(DEKTUBHICTh B3a€MOII 13
KJIIEHTaMH Ta BU3HAYCHHS PEKOMEHJAIIN JJIs BIOPOBAKEHHS MEPCOHATI30BaHUX pimens B 1T-
oizHeci [4].
JleranpHuii  aHaNmi3 MEPCOHATI30BAaHMX MApKETHHTOBUX  CTparTerii  mepeabavae
JOCTIPKEHHS HACTYITHUX MMUTaHb!
® OCHOBHI MAXOAM JI0 TIEPCOHAI3AIlI] MAPKETUHIOBUX KaMIIaHiH;
e cpeKTUBHICTh TMEPCOHAN30BAHUX pEKIAMHMX KaMMaHid y TOpiBHAHHI 3
TPaIUIIHHUMHU METOIaMH;

e porb CRM-cucrem y nepcoHamizaiii KOMyHIKaIlii i3 KJII€HTaMu;

e npoOjeMu Ta BUKIUKM, TOB’S3aHI 3 YOPOBa/PKeHHAM mnepcoHamizauii B IT-
i AIPUEMHUIITBI;

® BIAMOBITHICTH MEPCOHAMI3AIlll MAPKETUHTOBUX CTpATeriii BUMoram KoH(]iAeHIIHHOCTI
JAHUX Ta TIPAaBOBHM HOpMaM.

Buknax  pe3ynpTaTiB  JIOCHIPKEHHS  COPSAMOBaHMH Ha  aHali3  e(eKTHBHOCTI
MEPCOHANI30BAHUX MIIXOIB Y MAPKETHUHTY Ta OI[IHKY iXHHOI'O BIUIMBY Ha JIOSUIbHICTH KJIIEHTIB 1
¢inancoBi nokazHuku IT-kommanii.

Pesynbratu mociimKeHHs CB1IYaTh, IO MTEPCOHAIIZAIlIS MOXKE 31HCHIOBATUCS HA PI3HUX
piBHAX — Big 0a30BOi cerMeHTanii ayauTopii 10 CKIAQJHUX alTOPUTMIYHUX pIlIeHb, SKi
aHaAJI3YIOTh TOBEIIHKOBI TATEPHU B PEXHUMI pealbHOro vacy [5]. Hampuxman, auHamigaHun
KOHTEHT, 1110 3MIHIOE€THCS BIJIIOBITHO JI0 1HTEPECiB KOPUCTYBaya, aKTUBHO BUKOPUCTOBYETHCS Y
chepi e-commerce. Y B2B-cexTopi mepconaizaiis 3aCTOCOBYETHCS Y BUTIISIAI KACTOMI30BaHHUX
CEPBICIB, 110 aJaNTYIOThCS 10 MOTPeO KOKHOTO KiTieHTa [6].

ABTOMaTH3allisl TMEPCOHANI30BAHOTO MAPKETUHTY 3HAYHO MiABUILYE €(EKTUBHICTD
KoMmyHikalii. Bukopucranuss CRM-cuctem 103BoJIsiE€ MiAIPUEMCTBaM 30epiraTu Ta oOpoOisTu
BEJIMKI MacuBU JAaHMX NP0 CIOXKMBAYiB, HAJANITOBYBAaTH AaBTOMAaTH4HI email-po3cuiku,
TapreToBaHy pekjiamy Ta iHAMBiXyanbHi npono3uuii [7]. Taki iHcTpymenTu, sik HubSpot,
Salesforce Ta Zoho CRM, nonomaraiore 0i3HECy 1HTErpyBaTH MEPCOHATIZAIII0 Ha BCIX eTamax
KOMYHIKaIlii 3 KITIEHTOM, 110 CIIPUsI€ MMiIBUIIEHHIO PiBHA AOBIPH Ta JIOSIIBHOCTI CIIOXKKBadiB [8§].

Opnak mepcoHami3alliss MapKEeTHHTOBHX CTpaTerii BUMara€ 3HAYHUX 1HBECTHUINN Yy
TEXHOJIOTI4HI pillleHHs Ta KaJapoBi pecypcu. barato IT-koMmnaHiii cTUKaIOTBCS 3 BUKIUKAMH,
30KpeMa 3 aHaJli30M BEJIMKHX O00CSTIB JaHWUX, PO3POOKOI0 €PEKTUBHUX aJITOPUTMIB CErMEHTAITli
Ta MUTaHHAMU KoOHQineHuidHOoCTI iH(opmarii. PerymoBaHHA 3aXHUCTy MEPCOHANBHUX JAaHUX,
3okpema GDPR B €Bpomi, 00Mexye MOXKIMBOCTI BUKOPHCTaHHS JaHMX KIIE€HTIB 0€3 TXHBOTO
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J03BOJTY, IO 3MYILIye KOMIaHIi IIykaTH OamaHc MK e(eKTHBHICTIO NepcoHamizalii Ta
JIOTPUMaHHSM MPaBOBUX HOPM [9].

OtpuMaHi  pe3ynbTaTd  JO3BOJIAIOTH 3pPOOMTH  BHUCHOBOK, IO  IEpCOHATI3aIlis
MapKEeTHHTOBUX cTpateriii B IT-mianpueMHUNTBI cripusie 3HAYHOMY TiBUIIEHHIO €(DEKTUBHOCTI
Oi3Hec-mporieciB. BUKOpHCTaHHS TEXHOJIOTIN aHai3y BENMKHUX JaHUX, MITyYHOTO IHTEJIEKTY Ta
CRM-cucteM [ga€ MOXJIUBICTh ONTHUMI3YBaTH BHUTpATH, IOKPAIIUTH SKICTh B3aeMOJIi 31
CHOXXHMBAaYaMH Ta CTBOPUTHU YHIKAIBHUIN JOCBIJ U1 KOKHOTO KOpUCTyBada. BogHo4ac BayKIMBUM
aCIeKTOM € JOTPUMaHHS CTUYHMX HOPM Ta 3aKOHOJABYMX BHUMOT IIOJ0 KOH(DIICHIIHHOCTI
NEePCOHATBHUX JIaHUX, 110 I03BOJISIE YHUKHYTHU ITPOOJIEM 13 IPAaBOBUM PETYJIIOBAHHSM Ta 30€pertu
noBipy kmieHTiB [10].

[Momanpri AOCHIHKEHHSI MOXKYTh OyTH 30Ce€pe/KeHI Ha BH3HAUYEHHI HaileeKTUBHINIMX
MoJiesiel  TepcoHamizamii s pisHMX cerMmeHTiB  IT-punky. BpaxyBaHHS —KyJnIbTypHUX
0COOJMBOCTEH CIOKMBAYiB, ajganTallis A0 pPETIOHAIbHUX PHUHKIB Ta PO3BUTOK TEXHOJIOTIH
aBTOMAaTH3allli € BaXJIMBUMHU (aKTOpaMHu, SIKi BH3HAYATUMYTh MOJAIIBIIY EBOJIOIIIO
NEPCOHATI30BAHOTO MAPKETHHTY.
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