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YIIPABJIIHHA CEPBICHUM INTOTEHIUIAJIOM BAPY JJIA
3ABE3INEYEHHA EKOHOMIUHOI CTIMKOCTI HA 3ACAJIAX
MAPKETHUHI'Y B3AEMOBI/THOCHUH

AHoTanisi. Y cTarTi AOCTIIHKEHO TEOPETUKO-METOMOJIOTIYHI Ta MPUKIAIHI
aCTMEKTH YIIPABIIHHS CEPBICHUM MOTEHITIAJIOM 3aKJIaiB PECTOPAHHOTO TOCIIOAAPCTBA,
30KkpemMa 0OapiB, 3 METOO 3a0e3IMeUeHHs] 1XHbOI €KOHOMIYHOI CTIMKOCTI B YMOBax
BHCOKOI TYpOYJICHTHOCTI 30BHINIHBOTO CEpPEIOBUINA. AKTYaJIbHICTh JOCIIIKSHHS
3yMOBJICHa O€3IpeleICHTHUM PIBHEM €K30TCHHUX BHUKIIMKIB, cepell SIKMX HaCIIKH
naHjeMii, MOBHOMACIITA0HI TEOMOJITHYHI 3pyleHHs Ta cneuudiuHl (akTopu
BOEHHOT'O CTaHy B YKpaiHl: eHEpreTUYHUI Tepop, AeMorpadiyHl 3MIHU Ta 3HUKEHHS
KYIiBEJIbHOI CIPOMOXKHOCTI HaceneHHs. [IpoananizoBaHo TpaHchopmalilo Mapke-
TUHTOBHUX CTpaTerii Biji KJIACHYHOTO TpaH3akiiitHoro niaxony («4P») mo xkoHuemiii
MapKETUHTy B3a€EMOBIHOCHH, MO (POKycyeTbCs Ha MNOOYZOBI JOBrOCTPOKOBHUX
JOBIPYMX 3B’SI3KIB 3 yCiMa CTEHKXOJIJIEpamMHu.

Busznaueno, 1110 B yMoBaxX MakpoeKOHOMIYHOI HecTabiibHOCTI 2024-2026 poKiB,
30KpeMa 3a yMOB IH(IAIMIHOTO TUCKY Ta AedIIHUTY KaapiB, YTPUMaHHS 1CHYHOUHMX
KIIIEHTIB Ta MaKcUMIi3allig iXHpoi qoBiUHOI IIHHOCTI (CLV) € KpUTHYHO BaXKIIMBUMH
Uil BUWOKMBaHHA Oi3Hecy. OOrpyHTOBaHO, IO peajbHa EKOHOMIYHA CTIHKICTh
OUTBIIIOCTI 3aKJIaJiB OMTMHUIIACS IT1]T 3arpo3010: 3a JaHUMU aHamTHKU «Poster», momnpu
HOMIHAJIbHE 3POCTAHHS BUPYYKH, pEATbHE CIIOKUBAHHS CKOPOUYETHCS UeEpe3
1HGIALI0, 0 pOOUTH CTpPATErio MOCTIMHOTO 3aimydeHHs HOBHX KiieHTIB (CAC)
€KOHOMIYHO HEBHUIIPABJIAHOIO.




JKypnan «Haykosi innosayii ma nepedosi mexnonoziin Ne 4(56) 2026
ISSN 2786-5274 Print

JleTanbHO pO3MIISIIAIOTHCS KOMIIOHEHTH CEpPBICHOTO MOTEHIlAly — TPYJIOBI,
KOMIIETEHTHICHI, 1H()OpMaIIiiiHI Ta TEXHOJOTIYHI — Ta iX 1HTerparlis yepe3 po3IIHpeHi
mozeni «7P» ta «5P+1Cy». OcobnauBy yBary NpuaiIeHO MOJENI «IIeCTH PUHKIBY, sKa
JI03BOJIIE ChOpMYBaATH KOMILICKCHY CEPBICHO-OPIEHTOBaHY Oi3HEC-MOACHIb Oapy.

Ha ocHOBI aHam3y MDKHApOJHHUX KEHCIB JOBEACHO, IO BIPOBAKCHHS
IHCTPYMEHTIB OMHIKaHaJIbHOT KOMYHIKaIlii, MAPKETHHTY BPaKCHb Ta IHHOBAIIMHHUX
TEXHOJIOTIH, TAKUX SK IIEPCOHAII30BAHUI APYK HA HAIMOSX, TCHEPYE MOTYKHI Oap’epu
NEpPEeMUKaHHsS JJI1 CIOXHUBadiB. 3alpOIOHOBAHO KPHUTEPIaNbHYy MATPHIIO OI[IHKU
CTpaTeriyHoi CTIMKOCTI Oapy Ta po3poOJICHO pPEeKOMEHAIlll 100 JuBepcudiIKaliii
NapTHEPCTB, 30KpEMa Yepe3 CIIBIPALIIO 3 JIOKAIbHUMHU BUPOOHUKAMU Ta rI100aTbHUMU
JIKOTOJIbHUMU OpeHJlaMU [IJIsl CTBOPEHHSI YHIKAJIbHOTO KJIIE€HTCHKOTO JOCBITYy. Y
BHUCHOBKaX OKPECJIEHO CTPATETIYHUI HAIIPSIM MOAANBIITUX JIOCTIIKEHb, [0 MOJISATAE Y
po3po0Ill MaTeMaTUYHUX MOJIEJIEH PO3MOJUTY MAapKETUHITOBUX OIOJKETIB MIX
IHCTpYMEHTAMH YTPUMaHHS Ta AUBEpCcHUdiKaIlii B yMOBaX 0OMEKEHUX PECYPCIB.

KirouoBi cji0oBa: MapKeTUHI B3a€MOBITHOCHH, CEPBICHUN MOTEHIIIA,
€KOHOMIYHA CTIMKICTh, OapHa 1HAYCTpIs, PECTOpaHHE TOCIOJAPCTBO, JIOSIIBHICTD
CIIOKMBAYIB, CEPBICHO-OpPIEHTOBaHA O13HEC-MOJICNIb, MAPKETHHI BpaX€Hb, MOJICIb
IIECTH PUHKIB.
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MANAGEMENT OF BAR SERVICE POTENTIAL TO ENSURING
ECONOMIC SUSTAINABILITY ON THE BASIS OF
RELATIONSHIP MARKETING

Abstract. The article explores the theoretical, methodological, and applied
aspects of managing the service potential of restaurant business establishments,
specifically bars, to ensure their economic sustainability in a highly turbulent external
environment. The relevance of the study is driven by an unprecedented level of
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exogenous challenges, including the consequences of the pandemic, large-scale
geopolitical shifts, and specific factors of martial law in Ukraine: energy terror,
demographic changes, and a decrease in the purchasing power of the population. The
transformation of marketing strategies from a classical transactional approach («4P»)
to the concept of relationship marketing, which focuses on building long-term trusting
connections with all stakeholders, is analyzed.

It is determined that under the conditions of macroeconomic instability in 2024-
2026, specifically under inflationary pressure and staff shortages, retaining existing
customers and maximizing their customer lifetime value (CLV) are critical for business
survival. It is substantiated that the real economic sustainability of most establishments
Is under threat: according to «Poster» analytics, despite the nominal growth in revenue,
real consumption is declining due to inflation, which makes the strategy of continuous
new customer acquisition (CAC) economically unjustified.

The components of service potential — labor, competence, informational, and
technological — and their integration through the expanded «7P» and «5P+1C» models
are examined in detail. Special attention is paid to the «Six Markets Model», which
allows for the formation of a comprehensive service-oriented business model for a bar.

Based on the analysis of international case studies, it is proven that the
implementation of omnichannel communication tools, experiential marketing, and
innovative technologies, such as personalized drink printing, generates powerful
switching barriers for consumers. A criteria matrix for evaluating the strategic
sustainability of a bar is proposed, and recommendations are developed for diversifying
partnerships, particularly through cooperation with local producers and global alcohol
brands to create a unique customer experience. The conclusions outline the strategic
direction for further research, which consists of developing mathematical models for
allocating marketing budgets between retention and diversification tools under
conditions of limited resources.

Keywords: relationship marketing, service potential, economic sustainability,
bar industry, hospitality, customer loyalty, service-oriented business model, expe-
riential marketing, six markets model.

IHocranoBka npodaemu. CyyacHuil eran po3BUTKY 1HIYCTpPli TOCTUHHOCTI, 1
30KpeMa CEerMEeHTy O0apiB Ta 3akjiajiB PECTOPAHHOTO TOCIOJapCTBa, CYIMPOBOI-
Ky€eTbcsl Oe3MpereICHTHUM PiBHEM €K30T€HHUX Ta €HJA0TeHHUX BHKIHKIB. [Iporpec,
IIBUIKUI TEMIT KUTTS, TEXHOJOT14HI 1HHOBAaII1 YeTBEepTOi MPOMUCIIOBOI PEBOJIIOIIII,
a TakoX Hachigku mapaemii COVID-19 ta moBHOMACIITAOHHX TI'€OIOJITHUYHUX
3pyIIeHbh KapJWHAIBHO 3MIHWIM YCTaJleHI Mojeli (YHKIIOHYBaHHS pPHUHKY.
CtBOopeHMii pokaMu CTaOUTBHUN MPOIEC MISUTBHOCTI PECTOPAHHOTO TOCIOIapCTBa
OyB TiJipBaHUM, 0 aKTyai3yBajo HEOOXIHICTh 3alyCKy HOBHX, aJIallTHBHHUX Ta
e()eKTUBHUX MEXaHI3MiB yIPaBITiHHS.

B ymoBax VYkpaiHu cuTyamis yCKIAIHIOETbCA (DaKTOpamMu BOEHHOTO 4acy,
€HEPreTUYHUM TEPOPOM, AeMOTpadiyHUMU 3MIHAMH Ta MITPALIHHUMU MPOLECAMH,
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110 6e31ocepeHbO BILIMBAIOTH HA KYTIBEJIbHY CIPOMO>KHICTh Ta MAaTEPHHU MOBEIIHKU
CITOKMBaYiB. 3T1THO 3 JTOCIHKCHHSIMH YKpaiHChK0o1 KoMnaHii Poster, 3a migcyMKaMu
2025 poKy pMHOK 3aKJIa/liB Xap4yBaHHS MPaIlOBaB HA TJII 3HWKEHHS BiJIB1AyBaHOCTI
Ha 8%. He3Baxkaroum Ha Te, 110 BHpyYKa HOMIHAJIBHO 3pocia Ha 6% (TepeBaxHO
3aBISKH 30UIBIICHHIO CepeaHboro deka Ha 17%), me 3poctanHs Oyno (pakTUdHO
3HIBEIbOBaHE PiyHOIO 1H(IIAIIE0, ska ckiama 8%. OTke, peadbHa CKOHOMIYHA
CTIWKICTh OUTBIIOCTI 3aKjajiB ONMMHHWIACS MiJ 3arpo3o0. Burpatm Ha 3aKymiBii,
KOMYyHaJIbHI TOCIYTM Ta 3a0e3MeueHHsT EHEepProHEe3alleKHOCTI (TeHepaTopH,
aKyMYJISITOPHI CUCTEMH ) 3pOCTAIOTh 3HAYHO IMIBUAIIE, HIXK MIAIPUEMCTBA BCTUTAIOTh
KOPUTYBAaTH IIHK Y MEHIO, IO 3/IIMCHIOE KOJIOCAJbHUNA THCK Ha PEHTAOENbHICTb.
TpamuuiitHi MapKETHHIOB1 1HCTPYMEHTH TpaH3aKI[IMHOTO THUIY Ta I1HTYiTHUBHE
YOpaBIiHHS JIEMOHCTPYIOTh CBOIO HEE(PEKTHBHICTb, YacTO MPHU3BOASYHU IO
OaHkpyTcTBa 3akiaaiB 3a 1-3 poku. lle 3ymoBiioe HaraimpHy NoTpedy y 3MiHI
napajurMy Ha YIMpaBJIiHHS CEPBICHUM TMOTEHIAJIOM 32 MPUHIUIIAMH MapKETUHTY
B3aeMoBiiHOCUH (Relationship Marketing). Lle#t miaxin ¢okycyeTbes Ha MoOya0BI
JIOBFOCTPOKOBUX JIOBIPUMX 3B'SA3KIB 3 yCiMa CTEUKXOJIIEpaMu 3aMiCTh Opi€HTAIlli Ha
KOPOTKOCTPOKOBUI TPUOYTOK.

OCKUIBKH CyYaCHHH CIIOKMBAY ITYKA€E IUTICHUN €eMOIIIHHII T0CB1, TOTYKHUMI
CEepBICHHUH MOTEHITa cTae (yHIaMEHTOM JJIs1 YTPUMaHHS KJI1€HTIB Ta 3a0€3MeUeHHS
JIOBTOCTPOKOBO1 €KOHOMIYHOI CTIMKOCTI 0apy.

AHaJi3 OCTaHHIX AoCHilKeHb i myOuaikaniii. [IuTaHHsIM pO3BUTKY 3aKjaaiB
PECTOPAHHOTO TOCIOJApCTBa Ta BIPOBA/HKCHHS MApPKETHUHTOBUX  1HHOBAIIIM
MPUCBAYEHO TIparli OaraThOX HAYKOBI[IB. 30KpeMa, aHTUKPU30BI MApPKETHHIOBI
ctparerii gocmimpkye B. bymsincekuit [1]. Crparerii po3BUTKy Oi3HECY B yMOBax
1HKTI03UMBHOI ekoHoMiku aHajizye K. O. Kpaseup [3], a popmyBaHHS cepBicHO-
OpIEHTOBaHUX OlI3HEC-MOJIeJie depe3 MapTHEPCTBO Ta JuBepcudikaiiio —
M. Caratigak [5]. ITutanns 3a6e31eueHHs] eKOHOMIYHOT O€3MEKH BUCBITIIEHI B poOOTax
O. CaBuenko [4], Tomi sk O. 3BariHieBa Ta CIiBaBTOpU [2] ITOBOJATH BaroMiCTh
OCOOHMCTICHUX MapKETUHTOBHUX SIKOCTEW pecTopaTopa Jyisl YCHIIIHOI AISUTbHOCTI.

BuninieHHs HEBUPIIIEHUX paHile YaCTUH 3araibHoi npoosiemu. [lonpu HasgBHUI
TEOPETUYHUI 0a3uc, cnenudika ynpaBiIiHHSI CEPBICHUM MOTEHLIAIIOM caMme 0apiB Ha
3acajax MapkeTuHry B3aemoBigHOCUH (Relationship Marketing) B ymoBax BHCOKOIi
TypOyJIEHTHOCTI 3aJIMILIA€THCS BUBUECHOIO HE TOBHOIO Mipoto. e moTpedye OHOBIIEHHS
N1IX01B A0 (OpMYBaHHS JIOSUIBHOCTI Ta p0o30Yy/I0BM Cy4acHOT CEpBICHOI MOJIE, 110 U
00yMOBJTIO€ aKTyaIbHICTh HAIIOTO JTOCIIIIKEHHS.

Meta cTaTTi — po3po0Ka TEOPETUKO-METOOJIOTTYHUX TIOJIOKEHD Ta TPAKTHY -
HUX PEKOMEHJAIld MO0 YIPaBIIHHS CEPBICHUM MOTEHINIATIOM Oapy mis 3abe3-
MEeYEHHS HOTO EKOHOMIYHOI CTIMKOCTI Ha 3acajiaXx MapKETUHTY B3a€MOBIAHOCHH. [[7s1
JOCSTHEHHS METH TOCTAaBIICHO TaKi 3aBIaHHS: BU3HAYUTH KOMIIOHEHTH CEPBICHOTO
NOTEHIIaTy 0apy; NpoaHali3yBaTh KpUTEpli €KOHOMIYHOI CTIMKOCTI B yMOBax
pUHKOBO1 HecTabutbHOCTI 2024-2026 pp.; OOTpyHTYBAaTH MEPEXid 10 MAPKETUHTY
B3a€MOBIJTHOCHUH; aJalTyBaTH MOJENb «IIIECTH PHUHKIB» N0 creurdiku OapHOro
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0i3HeCcy; AOCHIAUTH IHCTPYMEHTH [IJDKUTAMI3aIlli Ta MapKEeTUHTY BpaXeHb IS
dhopMyBaHHS JIOSJIBHOCTI KJIIEHTIB.

Buknan ocHoBHoro martepiany. CepBicHUIN TOTEHITIAN 3aKIay PECTOPAHHOTO
rocrogapcTBa (0apy) € CKIagHOI, TMOJIKOMIOHEHTHOIO cucTteMoro. lle cykymHa
3MIaTHICTh IMiAMPHUEMCTBA BUKOPUCTOBYBATH HASIBHI PECYPCH IS CTBOPEHHS, HaJaHHS
Ta TOCTIHHOTO BIOCKOHAJICHHS TIOCTYT, $KI TEHEPYIOTh MOAAaHYy IHHICTh IS
CIIO’KMBayYa Ta 3a0e3MeuyoTh KOHKYPEHTHY TIepeBary Ha puHKy. ¥ KOHTEKCTI OapHO1
IHAYCTpii, e MaTepialbHUN MPOAYKT (HaIii) JIETKO MiJNa€ThCS KOMIIOBAHHIO, CaMe
cepBicHUM noTeHIian popmye yHikanbHuid 1ocBi KiaieHTa (Customer Experience).

@opMyBaHHA PECYpPCHOTO Ta CEPBICHOTO MOTEHLIANy Oa3zyeThbcsi Ha (PyHK-
[IOHAJIBbHIN B3a€MO/I1T HACTYITHUX KJIFOUOBUX CKJIAJ0BHX:

1. TpyoBi Ta KOMIIETEHTHICHI CKJIaJ10BI. L{e siapo cepBicHOTrO MoTeHIiaTy 6apy.
Bin piBHs kBamidikaiii 6apMeHiB, o(dilliaHTIB Ta MEHEIKEPIB, IXHHOI'O €MOILIMHOTO
IHTEJIEKTY Ta 3JaTHOCTI BUOYJIOBYBAaTH MIKOCOOMCTICHY KOMYHIKAIIIO 3aJICKUTh
biHanpHe COPUUHATTS 3akiany rocreMm. [IpakThka HOBOIAUTH, 10 3aKiagu 3 edek-
TUBHOIO CHCTEMOIO YIPABIIHHS KaJpaMH Ta PO3BUHEHUM BHYTPIITHIM MapKETHHTOM
JIOJIAIOTh KPU30B1 €Tau 3 MiHIMaJIbHUMHU ()IHAHCOBUMH BTpaTaMHu.

2. IndhopMariiiiHi Ta MapKETUHIOB1 CKJIaIOB1. 3MaTHICTh 3aKJaay 3/1MCHIOBATH
MOHITOPHHT 3aJJ0BOJICHOCTI CIIOKHMBaYiB, aHaJII3yBaTH PUHKOBI TPEH/IU Ta MPOCYBaTH
cBoi nocnyru. [arerpaiis cydacanx CRM-cuctem (Customer Relationship Manage-
ment) J103BOJISIE NEPETBOPIOBATU XAOTHWYHI JaHl NPO TOCTe HAa CTPYKTYpOBAHHUU
iHdopmariiinui kamitan [1].

3. TexnonoriuHi ckianoBi. BripoBakeHHs: HOBITHIX TEXHOJOTIH B 00CIyTrOBY-
BaHHs Ta BUpoOHWunii mpoiiec. Lle oxormoe six [T-indpactpykrypy (POS-cuctemu,
OE3KOHTaKTHA OIliaTa, OHJIAH-OpOHIOBAHHS), TaK 1 IHHOBAIlIiHE OapHe 00JIaIHaHH A,
110 ONITHMI3Y€ IMIBUJIKICT Ta SAKICTh BUAa4l 3aMOBJICHb.

4. IIpoctopoBo-marepianbHi ckiaanosi (Physical evidence). ['eorpadiune posra-
IIyBaHHS, JTU3aiH 1HTEp'€py, €pProHOMiKa CTIWKH, SKICTh IOCydy, aKyCTHKa Ta
OCBITJICHHS.

Bcei ui eneMeHTHM € (PI3UYHUMH JIOKa3aMHu SIKOCTI TOCIYT Yy PO3LIMPEHIH
MapKeTUHroBid Mozem. Tpaguniiina MapkeTuHrora konuenuis «4P» (Product, Price,
Place, Promotion) BusiBUjiIacsi 3aHaATO BY3bKOK JUIsl PECTOPAHHOTO TOCHOAApPCTRBA.
Bin0yBcst mapagurManbHui 3CyB 0 Mofenm « 7Py , a Takok 40 HOBAaTOPCHKOI MOJei
«5P+1C» (Product, Price, Place, Promotion, Personnel + Customer service) (puc. 1).
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MapKeTI/IHF BSaCMOBi)IHOCI/IH

Tpanzakuiitnumii p
MApKeTHHT MakpoeKkOHOMiuHa B
Mogenb «4 Py» TypOYJIEHTHICTS, . d«s PP+'1C)13I
(Product, Price, Place, JiKHTaTizaNis, Pﬁorrr?otlijg:]’ +rll3(;er’son?$i'+
Promotion) 3MiHa l'Ia.TepHiB Customer service)
DoKyC Ha pa30BUM aKT IIOBEJIHKU

®dokyc Ha yTpUMaHHS KIIIEHTA
Ta MaKCHUMI3alio JOBIYHOI
IIHHOCTI

MPOJIAKY Ta MaKCUMI3aIlifo
MOTOYHOTO YEKY

Puc. 1. KornenryansHa Moaenb TpaHchopmMarrii
MapKETHUHTOBOTO KOMIUIEKCY 3aKJIaay PECTOPAHHOTO TOCIIOAapCTBa

BropoBamkenus mozeni «5SP+1Cy» akieHTye yBary Ha TOMYy, IO IEPCOHAI
(Personnel) 1 cepBic (Customer service) € HE MPOCTO AOMOMIXHUMHU (PYHKLISIMH, a
MOBHOI[IHHUMHU MapKETUHTOBUMU 1HCTPYMEHTAMH, SIK1 O€3110CepEeIHhO BILUIUBAIOThH Ha
JUHAMIKY MPOJIaXKiB Ta PIBE€Hb YTPUMAaHHS BiJIB11yBayiB

JIns cUCTEMHO1 OINIHKK PIBHS CEPBICHOTO TOTEHINANy Oapy IPOIOHYETHCS
BUKOPUCTOBYBATH CUCTEMY KIJIbKICHHUX Ta SIKICHUX (pakTopiB (Tadiu. 1).

Ta0mums 1
MeTpuKH Ta KPpUTEPil OMIHKYU CEPBiCHOI0 NMOTEeHUiaay 0apy
T'pyma Kpurepii oninku InaukaTopu Ta NposiBH B AisNIBHOCTI 0apy
(pakTopiB
I'eorpagiune Tpadix noTeHUIHHUX rocTel, HAsIBHICTh MAPKOBKH,
pO3TalIyBaHHs Ta OJM3BKICTh J10 TPAHCIIOPTHUX BY3JIIB.
TYpUCTUYHO- Po3ramryBanHs MOOIU3y TYpPUCTHYHHX JECTHHAIIH
pekpeariitauit (Hanmpukiaza, bykoBens, mapku) MiABUILYE
MOTEHITI AT MOTEHITIaJ] reHepartii Tpadiky.
Kinbkichi ) o o )
dakropu PiBenb koHKYpeHTHOro | KimbKiCTh Ta MIUIBHICTD KOHKYPYIOUHX 3aKJIaJliB Y
THCKY NeBHIN JIOKallii, iX pUHKOBA YacTKa.
. bromkeT Ha MapKeTUHIOBI 3aX0/11, 1HBECTHIIIT B
d1HaHCOBO- A Mapi A H
. N TEXHOJIOTIYHUI PO3BUTOK BUPOOHMIITBA Ta
IHBECTHILIIHHUI pecypc e
HaBYaHHS JIIHIHOTO IIepCOHAITY.
o ®oxkyc Ha KpaTOBUX HAIOSIX, aBTOPCHKUX
Hudepenuiarnis ta —OKY P ® ’ PCBIT
. . texHikax. CTymiHb BIpoBaKeHHs KoHIemnil «local
YHIKaQJIbHICTb .
food» Ta ce30HHMX cTpaB (racTpOOPEHIN BiJ
MPOTIO3HIIii .
Openn-medis).
o Crannaptuzais Ta JloTprMaHHs MI>KHApOJIHUX MPOTOKOJIIB CEPBICY,
SxicHi dakropu eproHoMika MIBUIKICTh PEaKIii Ha 3alUTH, BIPOBAKCHHS
00CITyroByBaHHS cy4yacHuX (popM 00CITyroByBaHHS.
Binryku Ha miardopmax (Google Reviews,
Cuna 6penny Ta JILYIH . Gop (Goog .
o ) TripAdvisor), innekc nosutbrocti NPS (Net
peryTamiifHui KarmiTan " .
Promoter Score), gactka siipa moCTiHHUX TOCTEH.
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IrHOpYBaHHS WX KPUTEPIiB MPU3BOAUTH JO HAKOMUYCHHS MPOOJEeM, 0
PYWHYIOTh CEPBICHHUU TMOTEHIIIA]l: HHU3bKAa SKICTh PECTOPAHHOTO OOCIyrOBYBaHHS,
BIJICYTHICTh KBaJlipikoBaHUX KaJapiB (3aTHUX CTBOPIOBATH KOMMOPT HABITH IJIA
1HO3€MHUX TYPHCTIB) Ta HE3/IaTHICTh KOHKYPYBAaTH Y BUCOKOMY LIIHOBOMY CETMEHTI.
3MIIHEHHS CEPBICHOTO MOTEHINAy JOCATAETHCS Yepe3 TEXHOJIOTIYHY OpraHizallio,
MOHITOPHUHT 3aJ0BOJICHOCT] Ta BUKOpHCTaHHs IT-pilieHs K 1HCTpYMEHTY cTpaTeriy-
HOTO TUTAaHYBaHHS.

ExoHOMIYHA CTIHKICTB 3aKjIady pECTOPAHHOI'O TOCIOIAPCTBA PO3TIIAIAETHCS K
Horo 3maTHICTh 30epiraTd JWHAMIYHY pIBHOBary, HiATPUMYBaTH JIKBIIHICTH Ta
pPEHTA0ENbHICTh, @ TaKOX IPOJOBXKYBAaTH PO3BUTOK HE3BKAIOYM Ha 30ypeHHs
30BHIIITHBOT'O CEPEIOBHIIIA.

Ha 6a3i mociimkeHHs METOIB OIIHIOBAHHS CTPATETi4HOI CTIMKOCTI, pO3po0-
JICHO T'ATUPIBHEBY IIKaNy (JIMHAMIYHUNA, CTAOUIbHUM, NPUUHITHUMN, HECTIAKUM,
KpU30BUM piBHI). J{JI1 TUHAMIYHOTO PiBHS XapaKTEepHUM € (QYHKI[IOHYBAHHS y CTaH1
30a1aHCOBaHOT PIBHOBArW 3a BCIMa NMOKa3HUKAMHU, Jie Oap MOCTIMHO HApOILy€ PUHKOBY
yacTKy Ta (iHaHCOB1 pe3epBU. OJHAK, aHA3 Cy4aCHOTO CTaHy PUHKY B YKpaiHi
CBIIYMTH MIPO JOMIHYBAHHS HECTIMKOro a00 KpU30BOI'O CTaHIB ISl OUTBIIOCTI MaIuX
Ta CEpPEeIHIX MiMPUEMCTB.

Cratuctuka 2024-2025 pokiB SCKpaBO IIIOCTpYy€ I 3arpo3u. 3TigHO 3
OMUTYBAaHHSIM PECTOPATOPIB Ta JaHUMU CTaTU4YHOI BuOipku kommnanii Poster (11 000
3aKkiajiB), y 2025 porii BiIBiAyBaHICTh YKPaiHChKUX 3aKiIaaiB Braja Ha 8%. BogHouac
3a(iKCOBAHO 3pOCTaHHS cepenHboro ueka Ha 17% Ta Bupyuku Ha 6%. PunkoBa
KapTUHA Ma€ CyTTEB1 perioHanbH1 BigMiHHOCTI: Jlynbk, Cymu, XapkiB Ta JKutomup
MOKAa3aJId MIO3UTHBHY JUHAMIKY BHPYYKH, TOMI K XMEITbHUIILKANA MPOACMOHCTPYBAB
namiaag Ha 3% [2].

[Ipore, 3poctanHs Bupyukun Ha 6% Ha Tl 8% piuHOl 1HGIAAUIT O3HaYae
(baKkTUYHE CKOPOYEHHS PHUHKY. 3aKjiaad yTpUMalucs B '"HOMIHaJIbHOMY ILIOCT"
BUKJIFOYHO 3aBJISIKM TIEPEKJIAJAHHIO TATApsl BUTPAT Ha CIIOXKUBa4ya 4epe3 MiIBUIIECHHS
uiH. BonHowac BuTpaT Ha (QyJIKOCT, JOTICTUKY, €HEPrOHE3aleKHICTh (MAJIUBO IS
TreHepaTopiB) Ta yTPUMaHHS MEPCOHANYy 3pocTanu e mBuame. [ei 1A
TUCK Ha PEHTA0ENbHICTh POOUTH CTPATETiI0 €KCTEHCUBHOTO 3POCTAaHHS (TIOCTIMHOTO
3aJTy4€HHS] HOBUX KJIIEHTIB) €KOHOMIYHO HEBMIIPABJIAHOIO YEPE3 CTPIMKE 3pOCTaHHS
BapTocTi 3any4yeHHs kimienTta (Customer Acquisition Cost, CAC) [1].

Kpim ¢diHaHCOBUX YMHHUKIB, MAKPOCEPEIOBUIIE TUKTYE HOBI BUMOTH. Jl0 Takux
BIJIHOCSITHCS TPEH/ HAa 1HKITIO3UBHICTD (3a0e3nedenHs 6e30ap'epHOro IOCTYIy), 3MiHA
KOHLIETLIi CE30HHOCTI (HAMPUKIIAJ, T1IPChbKl KYpOpTH TENep MepeBaHTaXeH1 1 BIITKY
Yyepe3 BIAKIAACHUIN MOMUT Ta OOMEXKEHHsI Ha BWi3[), a TaKOXX Oe3MeKoBHil (akTop
(HasBHICTH YKpPUTTIB). B ymMoBax OyiekayTiB pecTOpaHu i 0apu MepeTBOPIOBAIUCS Ha
KOBOPKIHTH, aJanTyI4W CBOIO CEpPBICHY MOJEHbh J0 EKCTPEeMaJIbHHX IOTPeO
CycmuibcTBa. Y Takiil cutyarli (iHaHcoBa canamisi ab0 HapOITyBaHHS BJIACHOTO
KamTally € JIWIIEe IHCTPYMEHTaMH TaciHHS TOXeX. [J100aTbHUM aHTHUKPU30BUM
JpaiiBEpOM CcTa€ 3MiHa MAPKETUHIOBOI CTpaTerii — MakcuMi3allis puOyTKOBOCTI Yepes
ONITHUMI3alli}0 TOBIYHOI I[IHHOCTI ICHYFOYHMX KITI€HTIB.
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Konmneniiis mapkerunry BzaemoBiiHocHH (Relationship Marketing) € moriudoro
CBOJIIOIIIEI0 MApKETUHTOBOI JYMKH, SIKa CTBEP/KYE, IO KOMIAHISIM E€KOHOMIYHO
JOTIUTBHIIIIE Ta CTPATETIYHO OE3IMEeUHIIIe IHBECTYBATH y (HOPMYBaHHS TOBIOCTPOKOBUX
BiJTHOCHH 3 ICHYIOUNMH KJIIEHTaMH, aH1K O€3MepepBHO CTUMYITIOBATA HOB1 OJJHOPA30Bi
nponaxi. Sk 3a3znadae Kapmoc bpito (C. Brito), cnmparouuch Ha JOCIIHKCHHS
[TiBaiuHOI mKOMW Ta Tpynu IMP, st mapagurma tpanchopmye poiab MapKETHHTY Bij
MaHIImyTroBaHHs 4P 10 iHTerpaTUBHOTO yNPaBIIiHHS MEPEKEI0 B3aeMOoIii [3].

DyHIaMEHTAITLHO, MAPKETUHT B3aEMOBITHOCHH y 06api 0a3yeTbcs HA YOTHPHOX
KJIFOYOBUX KOMIIOHEHTaX (1HCTpyMeHTax), siki (opMyrOTh LIUIICHY CTPYKTYpy MoOy-
JTIOBH JIOSTTBHOCTI:

1. Toipa (Trust): 6a30Buii eeMeHT, 110 0a3ye€ThCs Ha HAAIMHOCTI, TPO30POCTI
Ta ctabutbHOCTI. {151 6apy J0oBipa 03Hauyae cTabUIBHO BUCOKY SIKICTh HAIoOIB, YECHE
[[IHOYTBOPEHHS Ta O6e3rneKy. BoHa 3HIKye CIIPUMHSATI CTIOKUBAYEM PU3UKH.

2. 3o060B's13anHa (Commitment). B3aemHe OakaHHS pO3BUBATH BiJIHOCUHU
BCyneped o0cTtaBuHaM. 3 00Ky Oapy 1€ TOTOBHICTb aJIallTyBaTH CEPBIC IiJl TOCTs, a 3
OOKY TOCTS — JIOSUTBHICTB JI0 3aKJIay MOTIPH MOXKIIUBE 3pOCTAaHHS IiH Y1 TTOSIBY HOBHX
KOHKYPEHTIB MOOJIH3Y.

3. Komymnikartis (Communication). JIBOCTOpOHHIM, CBO€YACHH Ta PEIICBAHTHUM
00MiIH 1H(poOpMaIli€ro yepe3 pi3Hi KaHaaH (BiJ 0COOMCTOI po3MOBHU 0111 OapHOT CTIMKH
JI0 THTEPaKTUBY B COIlaJIbHUX MEpEkKax).

4. Ilepconanizauis (Personalization). 3qaTHICTh aganTyBaTH NPOAYKT Ta CEPBIC
i 1HAUBIAyandbHI BrojaoOaHHs. Komm OGapMeH mnam'stae ymroOJICHUNH KOKTEHIIb
MOCTIMHOTO TOCTSI, 1€ CTBOPIOE MIMOOKU eMOIIMHUN PE30HAHC.

I'apmoniiina B3aeMomiss IMX YOTHPHOX €JIEMEHTIB (opMye BHUCOKI Oap'epu
nepemukanns (switching barriers). B ymoBax rmo0ani3oBaHOrO PHUHKY KIIEHTU
MOCTIHO OIIIHIOIOTh albTepHAaTUBH. bap'ep mepemMukaHHs — 1€ TICUXOJIOTIYHA,
corfiasibHa a00 €KOHOMIYHA BapTICTh MEPEXOy KIIEHTA 0 KOHKypeHTa. Y TpaH3ak-
IHHOMY MapKeTUHTY Iiei Oap'ep Hu3bkuil (3HMKKa 10% y CycimHbOMY 3aKiiafil 3My-
CUTb KJIi€HTA MITH) [4]. Y MapKeTUHTY BITHOCUH Oap'ep HaA3BUYANHO BUCOKHI, aKe
TICTh BTpayae COIliaibHI 3B'SI3KU, IEPCOHATI30BAHUIN CEPBIC Ta eMOLIINHUN KOMDOPT.

Tabmums 2
KoHuenrtyaJjbHi BIIMIHHOCTI MADKETHHIOBUX CTpPaTerii y OapHii iHxycTpii
IHapamerp RV .
. TpanzakuiifHuii MapKeTHHT MapkeTHHI B3a€EMOBIIHOCHH
IOPIBHAHHSA

YTpuMaHHS KIIi€HTA Ta
MaKCHMI3aIlist JOBIYHOI IIIHHOCTI
(CLV).

JloBroctpokoBuii (MOXKUTTEBUM UK
CHiBIIpali).

Pa3oBuii akT nmpomaxy

OcHoBHUIt pokyc N
(MakcuMmi3alLisg IOTOYHOTO YeKa).

Yacoswuii ropu3ont | KopoTrkocTpokoBuii (TyT 1 3apa3s).

SIKicTh PO3MIUPIOETHCS HA BECh
nportec B3aemoii (Customer
Experience).

SIKicTh 0OMeXyeThCs (PI3UUHUM

[Tapametpu sikoCTI o
MPOAYKTOM (Hariii, CTpaBa).
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IHapamerp

. Tpan3akuiifHMii MapKeTHHT MapkeTHHI B3a€MOBITHOCUH
NMOPiBHSIHHA
. . . . Hwusbka. ['ocTi rOTOBI IUIATUTH
[{inOBa Uy TIUBICTH Bucoxka. Kiientu nocriitHo . .
L7 MIPEMito 3a YHIKallbHy atMocdepy Ta
KJIIEHTIB mrykatoth akuii (Happy Hours).

CTaryc.
TBopIIi IIHHOCTI, €eMIaTHYHI
ambacanopu OpeHy, KIF0Y0Ba JTaHKa
KOMYHIKaIli.

MexaHiuHe 00CITyroByBaHHS

Ponb nepconan . .
p y (MpUAHATH-BIIIATH).

MatemaTnuyHO €(EeKTHBHICTh MApKETUHTY B3a€MOBIJHOCHH BUPAKAETHCS Y
Makcumizamii moBiuyHOi1 1iHHOCTI KiieHTa (CLV), mo po3paxoBYe€ThCS SK UYHUCTUN
JUCKOHTOBAaHMH MPUOYTOK BiJ yCiX TpaH3aKII{ KII€HTA 3a 4ac HOro JOSIBHOCTI J0
OpeHny.

JlostibHi TOCTI 3a0e3neuyioTh 0a30BHM TPOIIOBUM TOTIK, SKUH MEPEKpPUBAE
MOCTIiHI BUTpaTH 0apy (OpeH/ia, 3apIuiaTH ), TeHEPYIOTh 0€3KOIITOBHUM Tpadik yepes
pekoMeHaaIli Ta € OUIBIN MOOJAKIMBUMHU JI0 BHIAJAKOBHUX OIEPAIINHUX TOMHUIIOK
3aKyamy.

Po3pobka KOMITJIEKCHOT CEpBICHO-OpIEHTOBAHOI Oi3HEC-MOjieNl Oapy BHUMAarae
3aCTOCYBaHHS IHCTPYMEHTAPIIO XOJICTUYHOTO MapKETUHTY. 3T1THO 3 JOCIIKEHHIMU
B rajy3l MapKeTHHTy B3a€EMOBIIHOCUH (30KpeMa, E. ['ymmeccoHa), ynpaBiiHHS JIHILIE
KIIIEHTCBhKOIO 0a3010 € HenocTaTHiM. HeoOxigHo BrpoBamkyBatu «Mojenb 1IecTd
punkiB» (Six Markets Model) [5]. Ll koHIenTyanabHa CTPYKTypa MOCTYJIOE, IO
HiAMPUEMCTBO Ma€ UIECIIPSIMOBAHO MPAIIOBATH HA IIIECTHU B3a€EMOTIOB'sI3aHUX PUHKAX

(puc. 2).

Punok 1
(KJTiEHTCHKU) .
Punok 6 (aabsiHCiB) TIporpamu JOSIIBHOCTI, PuHok 2 (PHyTplﬂlHl“)
I'opusoHTaIbHI 3BOPOTHUH 3B'SI30K, Motnsauis, Han?HH’,IV
MapTHEPCTBA, repconaizartis MepPCOHATY, BHYTPIITHIN
KoJrabopartii 3 MapKETHHT
AIIKOTOJIbHUMU \ T /
OpeH1laMu Ta cepBicaMu |
IOCTaBKHU CepsicHo- Punok 3
opienToBana Gi3Hec- > (mocTavaabHUKIB)
Mozaeab Gapy CrpaTteriuHe napTHEPCTBO,
Punox S (nuusy) 3aKyIiBIIS EKCKITIO3MBHUX
' COHWBH? napTii, konnenmis «local
BI/IIOBINATBHICTD, ] 000
B3a€MOJIIS 3 TPOMAJION0 Ta N
3MI Punok 4 (peepanbuuii)
Awmbacanopu 6peHny,
CTHUMYJTFOBAHHS
«capadanHoro paaio»

Puc. 2. Ananramis «Mojeni mecTH pUuHKIBY IS
dbopMyBaHHS CEpBICHO-OPIEHTOBAHOI O13HEC-MOIeN1 Oapy
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JleTanpHUM aHaII3 yIPaBIiHHSA CEPBICHUM MOTEHIIIaJIOM Ha KOKHOMY 3 PUHKIB:

1. Knientcokuii punok (Customer Market). LleHTpanbHuii exeMeHT MOJEII.
Bxomouae 6e3mocepenHix BinBimyBadiB Oapy. YmpaBiiHHA mepeadoadae mepcoHatiza-
I[i10, TIPOTPaMH JIOSUIBHOCTI, BIIPOBA/KEHHS OHJIAMH-3aMOBJICHb Ta OMHIKaHAJIbHUIA
3BOPOTHUM 3B'SI30K.

2. BuytpimHiii punok (Internal Market). CniBpobiTHuku Oapy (Oapmenu,
Kyxapi, aamiHicTpatopu). BpaxoByiounm rnobanpHuil nediuuT kaapiB B YKpaiHi,
BHYTPIIIHIN MapKETHHT € KPUTUYHUM YHHHUKOM (POpMYBaHHS CEPBICHO-OP1€HTOBAHOI
Mozeni. CriBpOOITHUKK TOBHHHI OyTHM BMOTHBOBAaHI, MOIUIATH MICIIO 3aKjagy Ta
PO3YMITH CTaHJAPTHU SKOCTI. SIKIIO OapMeH He3aJ0BOJICHUM, BIH HIKOJIM HE 3MOXKE
CTBOPHUTH MO3UTUBHUM 10CBia (experiential marketing) i1 rocTs.

3. Punok nocrayanpHukiB (Supplier Market). MapkeTUHr B3a€MOBIJHOCHH 3
MocTavyajIbHUKaMH TpaHCHOpPMYE iX 13 TPOCTUX MPOAABIIIB y CTPATErTYHUX TAPTHEPIB.
VY OapHuiil iHAYCTpIl 1Ie KPUTUYHO BaxuiMBo. Hampukian, BUOYIOByBaHHS JOBIpUYUX
BIJIHOCHH POKaMH JI03BOJIsi€ Oapy OTPUMATH JIOCTYI JI0 JIIMITOBAHUX CEPIil aJIKOTOJIIO.
Knacuunuii npukiian — 3akymiBiisg cenekT-004ok (select barrel) eKCKIIIO3UBHOT TEK1TH
El Tesoro extra afiejo Mundial [2].

Taki xomabopallii 3acBIAYYIOTh BUCOKUN CTAaTyc Oapy Ta reHepyrTh HaIIpH-
OYTKH, OCKUIBKM BUPOOHHMK NpPOJA€ Takl OOYKM JMIIE TUM MapTHEpaMm, SKi 3JaTHI
IPaBUJIBHO peali3yBaTH MpoayKT. Takox croau BigHOCUThCS TpeHA Ha «local food»:
CHIBIpals 3 JIOKAIBHUMH (epMepaMH Uil 3aKyMiBIl CE30HHUX MPOAYKTIB, WIO
JSTAI0Th B OCHOBY aBTOPCHKUX KOKTEHIIIB 200 cTpaB OpeHa-1ediB.

4. Pedepanbuuii putok (Referral Market). Icayroui kimientu, indaoeHcepu ta
ambacasopu OpeHy, Kl PeKOMEHAYIOTh 3aKJjiaJl HOBUM BizBiayBauaM. «Capacdanue
pamio» (word of mouth) mae Oe3mocepenHiii BIUTMB Ha BIDKUBAHHS 3aKiIajny.
Hocnimxennst 6api y IlitrcOyp3i (I[leHcunpBanis) mokasano, 1Mo caMe KOMOIHaIls
capadaHHOTO paaio, COIAIBHUX MEPEX Ta CIIOKUBUYOTO MAPKETHUHTY JO3BOJISIE
HE3aJIKHUM 3aKjiajaM TEePEeKUTH HaBakuuil mepimuil pik pobotu. Pedepanbuuii
MapKETUHT HE € BUIAJKOBUM — BIH CTUMYJIIOETHCS OapoM uepe3 3aoxoueHHs (referral
programs).

5. Punok BruBy (Influence Market). JlepxaBHi peryisiTopHi opraiu, (piHaHCOBI
iHctutyuii, 3MI Ta wmicueBa rpomaga. Y mepion BiMHM B YKpaiHi colliajbHa
BIJIOBIJIATIBHICTD O13HECY (HampHKiIaa, BOJIOHTEPCHKI 1HILIATUBH, BiApaxyBaHHsS % 3
NpOoJaXxy MEBHUX MO3uliid MeHIo Ha noTpedu 3CY) GpopMye MO3UTUBHUM IMITK Ha
PUHKY BIUIMBY Ta 3MILHIOE 3arajbHUI OpeH 1 MiANPUEMCTBA.

6. Punok anwsiaciB Ta maptHepcTB (Alliance Market). 'opuzonTanpai mapt-
HepcTBa MK Oi3Hecamu. Lle MoxyTh OyTH Komaboparii MiX O6apoM Ta BIIOMHUMH
IKOTOJIbHUMU OpeHaamMu (Harpukiiaj, KoMmmnaHiero Diageo), crijibHI TOCThOBI 3MIHU
OapTeHaepiB, MPOBEICHHS MalicTep-KiIaciB ado CIJIbHE CTBOPEHHS MEpUy.

JluBepcudikarlisi TapTHEPCTB J03BOJIAE OAPy 3MEHIIIUTH 3aJICKHICTh BiJ OJTHOTO
CEerMEHTY Ta PO3JUIATH PU3UKU. AJIBSHCH 3 CEPBICAMH JIOCTABKH 1K1 CTaIN PATIBHUMHU
1] Yac NaHIeMIMHUX Ta BOEHHUX OOMEXKEHb.
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Jlna 3a0e3nedeHHss KOHKYPEHTHOI MepeBarn Ta €KOHOMIYHOI CTIMKOCTI, Oap
MOBUHEH MEPETBOPUTU aOCTpakTHY (Piocodiro MApKETUHTY BIAHOCHH Ha KOHKPETHI
ornepaitliiiti iHcTpyMeHTU. CyuyacHuit 6ap notpedye iHTerpaiii 0a30BUX IHCTPYMEHTIB
(G POBOro MapKETHHTY:

- CHCTEMH YTIPaBIIiHHA B3aeMOBigHOCHHAMHU 3 KirieHTamu (CRM) Ta mmatdhopmu
nanux kiieHTiB (CDP) — nmns po3ymiHHS KyMiBEJIbHUX 3BUYOK TOCTEH Ta 300py
1HCaAHTIB;

- TwiargopMH aBTOMAaTH3allli MapKeTHMHTy — /I HaJaIlITyBaHHS IEpCo-
Haii30BaHuX email abo SMS po3CcHIIOK Ha OCHOBI 1ICTOPIi 3aMOBJICHb;

- 1HCTPYMEHTH YHPABIIHHS COLIAJIBHUMH MEpeKaMU — JUIsl CUCTEMHOL
nmyOJiKarii KOHTeHTY;

- mIaTGOopMHU OHJIAWH-3aMOBIIEHb Ta JOCTaBKU — JUIsI CTBOPEHHS 3PY4YHOTO
6e3konTakTHOTrO MOCBiAy (Contactless Experiences).

[Ipuknagom ycoimHoi aypkutamsanii € keiic mady «Harry's Old Kettle» (m.
Bo6am, mr. Ingiana, CIIA). 3akman, mo maB gaBHio ictopito 3 1950-x pokis,
ONMMHMBCSA HAa MEXI 3aKpUTTA uepe3 BIJACYTHICTh Ol3HEC-IUIaHy Ta MapKETUHTY.
CTBOpEHHS LUIICHOTO (KOT€3UBHOT0) OPEHTy, @ TAKOXK pO3po0Ka 3py4yHOro BeOcaTy
3 IHTETPOBAHUM 1 3pO3yMIJIMM MEHIO BpATYBaJu Oi3HEC.

[IpakTrKa TOBOJIUTH, 110 MEpIlIe 3HAHOMCTBO KJlieHTa 3 6apoM y 80% Bumajkis
B1JI0yBA€THCS OHJIAIH. B1ICyTHICTh a1allTUBHOTO CAaUTy YM HEONTHUMI30BaHE JIOKAJIbHE
SEO (Local SEO) npu3BoasaTh 10 BTpaTH MOTEHIIIHHOTO KJIIE€HTA III€ A0 HOTO BI3HTY.
Hocmimxenns: aisuibHOCTI «PJ's Tavern» (M. Kpeccon, mir. IleHcunbBaHig) Takox
MITBEP/KYE, WO I TMIATPUMKHU JIOSUTBHOCTI ayAuTopii (0COOJMBO MOJIOJIIOT)
KPUTUYHO BAXJIMBOIO € CHUJIbHA MPUCYTHICTh y couiaabHux Mepexax: TikTok,
Instagram, Facebook.

Eran 1. InnoBaniiina
npono3uilisi

EcTtetnuna momayga |:> p€30HaHC
A dopMyBaHHS YHIKaIbHOTO

BUKOPUCTAHHSA .
. . .o A0CB1Y, BapTOr'0 NOIIUPCHHA
1HHOBAIlIMHUX TCXHOJIOT'1H

Eran 2. Emouiitnuii

Eran 4. Bipanbanii egexr Etan 3. I'enepanis UGC
OXOIUICHHSI HOBOT ayUTOPIi, CtBopenHs (POTO/BiIEO KOHTEHTY
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pexiiamy 3aKIaIy

Puc. 3. MexaHi13M reHepyBaHHs BIpaJIbHOTO €PEKTy
Ha 3acajlax MapKETUHTY BpaxxeHb y OapHii 1HAYyCTpIi
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3a ymoB, konu TpaauiiiiHi 3HWKKU (happy hours) Bxke He 3a0e3medyroTh
JIOSUTBHOCTI, KJIIFOUOBUM MPOIYKTOM Oapy cTaroTh came BpaxxeHHs. ['icte y 2026 porii
oOupae 3aKiaj, SKAi IPOIOHYE JTOCBI, BapTHil mommpeHHs (share-worthy marketing
tool). Lle peanizyeTbcst uepes Taki IHCTPYMEHTH:

1. BigyanpHa ecTeTHka. SKIIO KOKTEWIb BUTIIANAE €CTETUYHO abo Mae
YHIKaJIbHHUMA AU3aiiH, rocTi (oTorpadyroTs HOro i MUTTEBO MOUIMPIOIOTH B Instagram
ta TikTok. Binrak koxeH Hamiii mepeTBOPIOETHCS Ha O€3KOIITOBHUM MAapKETUHT OBUN
inctpymeHT (User Generated Content — UGC) [1].

2. InHOBaIIIIHI TexHOoJIOoT1i. BUKkoprucTaHHS IPUHTEPIB IJI HANOIB (HApUKiIa,
Ripple Maker) no3BoJjisie ApykyBaTH Ha IiHI IMBa a00 KaBU JIOTOTHUIH, ¢oTorpadii
roCTe YW MepCOoHaI30BaHl MOBIIOMJEHHA. lle 07aTKOBO CTUMYIIOE KIIIEHTIB
CTBOPIOBATU KOHTEHT 1 TEraTH 3aKJiajl, 3aIlyCKal0uu BIpyCHUN MapKETHHT.

3. VuikanbH1 nojaii. MapkeTHHT BpakKeHb TaKOXK BTUIIOETHCS Uepe3 PO3pPOoOKy
MoMi, fAKl TICTh HE MOXKE OTPUMATH BJOMa (TEMATHUYHI BEYIPKH, TPAHCIAIT
CIIOPTUBHHUX MAaTYiB, ’KUBA My3UKa).

[Tix yac kpU30BUX MEPIOJIIB JIOKIAYHIB Y OOMEKEHb Oapyu MOXKYTh T€HEPYBaTH
T (3alydaTd HOBUX KIIIE€HTIB) Ta MIATPUMYBATH JIOSJIBHICTh ICHYIOUYHMX 32
JIOTIOMOTOI0 1IHHOBALITHUX KPOKIB:

1. ITpogaxx OyTUILOBAHUX KOKTEMIIIB 3 OO0 a00 HAOOPIB JIs MPUTOTYBAHHS
HAIOIB yJ0Ma.

2. Opranizauis oHjaiH (QOTO-KOHKYpPCIB cepel (ojoBepiB 3 po3irpamem
JIENO3UTY B Oapi.

3. CrBOopeHHsT Ta TOIIMPEHHS AaBTOPCHKUX TUIeinucTiB Ha Spotify, 1m0
aCoIlIIOIOTHCS 3 aTMOC(Eeporo 3aKiIany.

4. Po3poOka mepuy ((pipMOBOTO 0Ty, aKkcecyapiB) 3 JIOTOTHIIOM 3aKJIay, 0
MEPETBOPIOE JIOSUTHHUX KIIIEHTIB HA MOOUIBHY peKIIaMy.

5. Tlpomaxk momapyHKOBUX cepTU(DIKATIB, IO € TPSIMUM BJIMBAHHSIM Y
JIKBITHICTH MIAPUEMCTBA i 9ac KACOBUX PO3PHUBIB.

Po3BUTOK CepBICHOTO MOTEHIlIATy HEMOXJIUBHIM 0€3 BpaxyBaHHS MaKpOTEH-
JICHIIIM 3MIHU CHOXKUBYUX IepeBar. YKpaiHChKUN pecTOpaHHUN PUHOK JEMOHCTPYE
CTIHKMH TpeHI A0 3I0pPOBOTO CHOCO0y JKHUTTA, IO BHUMAara€ BIPOBAIKECHHS
BEreTapiaHChKUX/BEraHChKUX OILIMA, 0€3aIKOroJIbHUX 200 HU3bKOANKOroJbHUX (low-
ABV) KOKTeilsiB, a TAKOX MOMXJIMBOCTI KOMOIHYBaHHSI IHTPEAIEHTIB CAMHM T'OCTEM
[4]. HduBepcudikailisi TaKoXK PO3MOBCIOKYEThCS Ha (QopMaTH OOCITYroBYBaHHS.
Po3BuTOK BHi3HOrO KEHTEpHUHTY M103BOJIsiE OapaM TeHEpyBaTH BUPYUYKY 32 MEKaMu
CBOTO (DI3UIHOTO MPOCTOPY (00CTYyroByBaHHS KOPIIOPATHBIB, (PECTUBAIIB, TPUBATHUX
BEYIPOK), ONTUMI3YIOUM HaBaHTAKEHHS Ha IITAT Ta 3aJy4yalodl HOBUN KIIIEHTCHKUMN
MOTIK.

BaxxnuBuM acmieKToM € 1HTEerpailisi 3aKjiajiiB y 3arajibHy TypUCTHUYHY €KOCHC-
TEMY PET10HIB, IO MATBEPKYETHCS JOCBIAOM PO3MIIICHHS 00'€KTIB iHOPACTPYKTYpH
no0nau3y 3anoBigHUKIB Ta KypopTiB (bykoBuna, 3akapnarts), mo 3abe3neuye
cTabuIbHUI Tpadik K BHYTPIIHIX, TaK 1 MKHAPOAHUX TYPHUCTIB.
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3pemiToro, po30ya0Ba CUIBHOTO OpEHIy 4Yepe3 MapKETHUHI B3a€MOBITHOCHH
CTBOpIOE e(heKT CHHEprii: BiAoMHI Oap Jerme 3alydae BUCOKOKBaJi(piKOBaHUX
IpaliBHUKIB, OTPUMY€E BUTIAHIIII YMOBH B TUCTPUO'IOTOPIB aKOTOMIO Ta Gopmye
0a3y «aaBOKaTiB OpeHAy» cepell KJIIEHTIB, IO rapaHtye (PiHaHCOBY CTaOUIBHICTH
(TMHAMIYHHNA PIBEHh EKOHOMIYHO1 CTIHKOCTI) Ha TOPU30HTI 3-5 POKIB.

BucnoBku. [IpoBenene mociiKeHHS A03BOJIIE KOHCTAaTyBaTH, IO B YMOBax
CYy4acHOi MAaKpOEKOHOMIYHOi TypOyJEeHTHOCTi, 1HQIALIKHOTO THUCKY Ta Ae]imuTy
pecypciB KJIacH4YHI MOJIENl TPaH3aKIIMHOTO MapKETUHTY BTPadaloTh CBOIO e(heKTUB-
HiCTh. 3a0e3nedyeHHs] €KOHOMIYHOI CTIMKOCTI 0apy ChOrojaHi BuMarae (yHIaMeH-
TaJILHOTO TIEPEXO0/y BIJl Opi€HTaIli Ha pa3oBl mpojaxi («4P») mo BrpoBamKeHHS
KOHIIeNIli MapkeTHHTY B3aemoBigHOCHH (Relationship Marketing), peanizoBanoi
gyepes po3ImpeHi ceppicHi Mozeni «7P» ta «5SP+1Cy. Y Takiil mapaaurmi epcoHai Ta
AKICTh 00CITyTOBYBaHHS TPAaHC(HOPMYIOTHCS 3 JOMOMDKHHX (DYHKIIHN y cTpaTeriusi
IHCTpYMEHTH (POPMYBaAHHS I[IHHOCTI Ta KOHKYPEHTHHX TIE€peBar.

JloBeieHO, 0 CEepBICHHUM MOTEHIIal 0apy € CKIATHOIO IMOJIKOMIOHEHTHOIO
CUCTEMOIO, SIKa 1HTErpye TPYJOBI, KOMIETEHTHICHI, TEXHOJIOTIYHI Ta 1H(OpMaIiiiHi
pecypcr. Moro edexkTMBHAa peali3alis HO3BOJS€E CTBOPIOBATU  YHiKAJIbHUIA
kieHTchkui 1ocBia (Customer Experience), 1o 6a3yeTbes Ha JOBIp1, 3000B° I3aHHSX,
KOMYHIKalii Ta TIKMOOKIA mnepcoHamnizamii. Came I YUHHUKH (DOPMYIOTH BHCOKI
Oap’epu nepeMukanHs (switching barriers), skl 3HHKYIOTb [IIHOBY YyTJIUBICTh TOCTEH
Ta J03BOJISIIOTH MaKCUMI3yBaTH IMOKAa3HUK JOBIYHOI LiHHOCTI kiieHTa (Customer
Lifetime Value). lle xputnuno BaxumBo y 2024-2026 pokax, KOJU MEXaHIYHE
IIBUIIICHHS I1H y BIATIOBIIb Ha 1HOIIALII0 O3 MiABUIIICHHS SKOCT1 CEPBICY HEMUHYYE
MPU3BOJUTH JI0 BIITOKY ayIUTOPII.

Bcranosneno, mo cy4yacHa Oi3Hec-Mojenb Oapy TMOBMHHA Oa3yBaTHCs Ha
XOJIICTUYHOMY MiAXOA1 dYepe3 iMrieMeHTanilo «Mogeni mectd puHkiBy. lle
nepeadayae CUCTEMHI 1HBECTHIIIT HE JINIIIE Yy KIIEHTCHKUM CETMEHT, a ¥ y BHYTPIIIHIN
PUHOK (HABYaHHS Ta MOTHUBAIllS TEPCOHATY), PUHOK MOCTAaYaIbHUKIB (CTpaTeriyHe
napTHepcTBO Ta KoHuenuis «local food»), a Takox pUHKYU BIUIMBY Ta ajdbsSHCIB. Takuii
Miax17 3a0e3nedye CTIMKICTh 3aKjialy 0 30BHINIHIX IIOKIB 3a PaxXyHOK JIUBEPCH-
¢ikarii 3B’s13K1B Ta CTBOPEHHS PEMyTaI[I{HOr0 KaIiTamny.

HeBix’eMHOIO CKIaA0BOIO CTPATETIYHOTO YCIIXY € TIMOOKA TUDKUATAIIZALS Ta
MapKeTHUHT BpaxkeHb. 3actocyBaHHsi CRM-cuctem juist 300py iHCAMTIB Mpo roctei,
onTuMizalig jJokagsbHoro SEQ Ta akTHUBHA OMHIKaHaJIbHA B3aEMOJIS Y COLIAIIBHUX
mepexax (Instagram, TikTok) € >xutTeBO HEOOXiTHUMHU ISl 3aTyUEHHS MOJIOIIION
aynurtopii. PazoMm 3 iHHOBAIIWHUMU THCTPYMEHTAMH, TAKUMHU SIK TIEPCOHATI30BaHUN
JPYK Ha HAMOSIX, 111 TEXHOJIOT1] CTUMYJIIOIOTh T€HEpaIlit0 KOPUCTYBAIbKOTO KOHTEHTY
(UGC) Tta 3amyck BipadbHOTO MApKETHHTY, IO MEPETBOPIOE KOXKEH Hamiii Ha
OE3KOITOBHUI KaHaJl IPOCYBaHHS.

3 ormsimy Ha OOMEXEHICTh (DIHAHCOBHX PECypcCiB Majoro Oi3HECYy B yMOBax
KpU3H, CTPATCTIYHUM HANpPsIMOM TMOJAJIBIINX JOCHIDKEHbh BU3HAYCHO PO3POOKY
ONTUMI3AIIHHUX MaTeMaTUYHUX MoOJieJiel PO3MOALTY MapKEeTUHTOBUX OromkeTiB. Lle
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JI03BOJIUTh HAYKOBO OOTPYHTYBATH OajaHC MK BUTpPaTaMH Ha YTPUMaHHS iCHYFOUYHMX
KJIIEHTIB Ta 1HBECTUIIISIMU Y JUBEpCcUdIKAIIiHI CTpaTerii ;s JOCSITHEHHS JTUHaMIY-
HOTO PiBHS €KOHOMIYHOI CTIHKOCTI MAMPUEMCTBA.
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