POJIb E-COMMERCE Y ®OPMYBAHHI CITIOKUBYOI
MOBEJAIHKH
Bacrwra B.B. — k.T.H., J01IeHT Kadeapy eKOHOMIKH, MiANPUEMHHIITBA Ta
MapkeTuHry HarionansHoro yHiBepcurery «llonTaBcbka MomTexHika
imeni FOpis KonapaTioka

VY cydacHMX YMOBax pO3BUTKY LHM(PPOBOI EKOHOMIKH €JIeKTPOHHA
KOMepIlist  (e-commerce) cTrajga ONHHM 13  KIIOYOBHX  YHMHHHKIB
TpaHchopmarii pUHKOBHX BiJHOCHH 1 MOBEHIHKHA CIOXKHMBadiB. AKTHBHE
BIIPOBAKCHHS 1H(QOpMaiiHO-KOMYHIKAIHHUX TEXHOJIOTiH, MOUIMPEHHS
IHTepHETy Ta MOOUTPHUX MPUCTPOIB CIPUSIIN 3MiHI TPaIUIIHHUX MOJAEIeH
KyHiBIl TOBapiB 1 mociyr. Y pe3yibTaTi mboro (hopMyeTbCs HOBUHM THII
CHOXHBaya, SKAH XapaKTEepU3YEThCsl BUCOKMM pPIiBHEM iH(GOPMOBAHOCTI,
IUPPOBOT aAKTHBHOCTI Ta BUMOTIIMBOCTI J0 SIKOCTI 0OCITyTOBYBaHHS.

Enextponna xomepiiist siBisie 0000 (OpMy TOCTIOAAPCHKOT TisSUTBHOCTI,
o rmependavae 3MiMCHEHHS TOPTOBENBHHUX OTEpalliil i3 BUKOPHUCTAHHIM
SJICKTPOHHUX 3aco0iB 3B’s3Ky. BoHa OXOIUTIOE pi3HI MOJE B3aEMOJII,
30kpema B2C (business-to-consumer), B2B (business-to-business), C2C
(consumer-to-consumer),  mo  3a0e3MEYyIOTh  IIMPOKUH  CIEKTP
MOJKJIMBOCTEH JIJIS 3a/I0BOJICHHSI TOTPeO crioskuBadvis [1].

3pocTaHHs TOMYJSIPHOCTI e-commerce Oe3lmocepeHbO BIUTMBAE Ha
TpaHcopMaIliio MOBEAIHKN croxuBadiB. [lepemyciM me mposBIsSeThes y
3MiHi porecy MPUHHATTS PilllEeHHS PO MOKYTKY. SIKIo paHile crioXuBad
OyB oOMekeHWIl (i3WYHUM JOCTYIOM JIO TOBapy, TO ChOTOJHI BiH Mae
MOJJIMBICTh OTPHMAaTH TOBHY iH(OpMAIli0 PO TPOAYKT, TOPIBHATH
QIPTEPHATHBU Ta O3HAHOMHUTHCS 3 BIATYKaMM IHIIMX KopucTyBadiB. Lle
cripusie OUIBIN pallioHAIBHOMY Ta OOTpyHTOBaHOMY BUOOpY [2].

OjHI€I0 3 KITIOUYOBHUX XapaKTEPUCTUK CYYaCHOT CIIOYKMBUOI TIOBEIHKH €
MiBUIIEHHS poOJIi 1HQOpMaIiifHOTO TMOIyKy. |HTepHeT-TIaThopmu,
MapKeTIUIeHCH Ta COIiajibHI MepekKi BUCTYMAalOTh OCHOBHUMHU JDKEpellaMH
iHpopMmallii, mo BIUIMBalOTh Ha (GopMmyBaHHs nonuty. CrioxuBaui Jenani
yacTille OpIEHTYIOThCSI HA PEHTHHIH, BIATYKM Ta pPEKOMEHJamlii, IIo
(hOpMYIOTh Tak 3BaHUN eEKT COIIAIBHOTO JT0Ka3y [3].

BaxmBuM  aciekToM  BIUIMBY e€-commerce € 3pOCTaHHS piBHA
nepcoHanizaii. 3aBasSKH BUKOPUCTaHHIO TexHouorii Big Data ta mrydnoro
IHTENIeKTY KOMIIaHII MOXYTh aHaji3yBaTH TMOBENIHKY KII€HTIB, IXHi
BIIOJIOOAHHS Ta iCTOPirO MOKYMOK. Lle no3Bomnsie popMyBaTH 1HANUBITyaIbHI
MPOIO3MIIiI, SIKI MaKCUMaJlbHO BIJIOBIIAIOTH MOTpeOaM CIOKKMBaYiB. Y
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pe3yabTaTi MiABUILYEThCS €(PEKTUBHICTH MAPKETHHTOBHX KOMYHIKallili Ta
PiBEHb 3a0BOJICHOCTI KITI€HTIB [2].

e omuuM BaxIMBUM (PAKTOPOM € 3PYUHICTH Ta JIOCTYIHICTBH
CNEeKTPOHHOT KoMepIii. OHIaWH-TIOKYIIKA JIO3BOJIIOTH  3JIIHCHIOBATH
TpaH3akiii y Oyap-akuii 9ac i 3 0yap-sIKOTO MICI, [0 3HAYHO €KOHOMHUTH
yac 1 3ycwmis cnoxuBauiB. lle cmpusie ¢opMyBaHHIO HOBHX 3BHYOK
CHOXHMBAaHHS, 30KpeMa IMIYJIbCUBHHX TIOKYIIOK Ta  PETyJISPHOTO
BUKOPHUCTAHHS OHJIAHH-TUIATQOPM 1151 33/10BOJICHHS MOBCIKACHHUX IOTPeO
[1).

CyTTeBHIl BIUTUB €-COMMErce Ma€ i Ha €MOIITHUIA acleKT CIIOKHBUYOL
NMOBeIiHKM. BWKOpHCTaHHS i1HTEPaKTHBHUX iHTepQeiciB, Bi3yaJlbHOTO
KOHTEHTY, peKOMEH/IalliiHUX CHCTEM Ta reiMidiKarlii CTBOPIO€ MO3UTHUBHUMA
JOCBiJ B3aeMoii 31 cnoxkuBaueM. Lle cipusic popMyBaHHIO JOSUTBHOCTI JI0
OpeHy Ta MOBTOPHUX MOKYMOK [3].

BopHouac pO3BUTOK €NEKTPOHHOI KOMEpILii CYyNpOBOMXKYETbCA 1
NEBHUMH BUKJIUKaMH. Jl0 HUX HajekaTh NUTAHHS O€3MEKH NEepCOHAIBHUX
JlAaHUX, JIOBIpM [0 OHJIAHH-IIATEXKIB, & TaKOX PHU3UKA OTPUMAaHHS
HesikicHoTo ToBapy. Lli ¢akTopu MOXKYTh CTpUMYBATH OKpeMi Kareropii
CMIOKMBAYiB BiJi aKTHBHOTO BHKOPHCTaHHS e-commerce. lIpore cydacHi
TEXHOJIOTI] MOCTYIOBO MIHIMI3YIOTh LI PU3WKH IUIIXOM BIPOBAKECHHS
3aXHIICHUX TUIATDKHUX CUCTEM, MEXaHI3MIB MOBEPHEHHsI TOBApiB i cucreM
peiTHHTY TpoAaBIiB [4].

OcobnuBy ponb e-commerce Bifirpae y (opMyBaHHI OMHIKaHAJIBHOT
MOBEIIHKK criokuBaviB. Cy4acHUH KJIIEHT aKTUBHO IOEIHYE OHJIAMH- Ta
oduraiiH-KaHaIM B3a€MOJii 3 OpeHJOM: 3iiiCHIOE TOomyK iH(opMalii B
[HTEepHeTI, aje MoXke 3aBepUINTH IOKYNKY B (pi3udgHOMYy MaraswHi abo
HaBnakyd. Taka IHTerpaiis KaHaJIiB CTBOPIOE HOBI MOMIJIMBOCTI JUIsI
MiANPUEMCTB 11010 TOOY10BM €)EeKTHBHUX MapKETHHIOBUX CTpaTerii [5].

KpiM Toro, enmexkTpoHHa KOMepIlisl CIHpHsSE€ PO3BUTKY TioOamizarii
CHOXHUBYMX PUHKIB. CIIOKMBaYl OTPUMYIOTH JIOCTYII /IO TOBAPIB i MOCIYT 3
PI3HUX KpaiH, 0 PO3UIMPIOE iXHil BUOIp Ta MiJABHIIYE PiBEHb KOHKYPEHIIii
MK mignpueMcTBaMu. Lle 3Mymrye xommaHii MOCTIHHO BJOCKOHAJIIOBATH
CBO{ MPOMO3HULIi Ta OPiEHTYBATHCS Ha MIKHAPOJIHI CTAaHIAPTH SAKOCTI.

Y KOHTEKCTi MOBEIIHKH CII0)KHBa4iB BAXKJIMBHM € TaKOX BIUIHB
MOOiITBbHOI  KOoMepmii (m-commerce), ska 3abe3rneuye MOMKIHBICTH
3IHCHEHHS OKYIIOK 32 AOIIOMOI'00 cMapT¢OHiB. 3pOCTaHHs MOIYJIIPHOCTI
MOOIJIBHHUX JIOJIATKIB 1 IUIATIXKHUX CEPBICIB CIIpUsI€ 1ie OB iHTerparii e-
commerce y IOBCAK/IEHHE JKATTS CIIOXHBadiB [2].
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TakuM YMHOM, ENEKTPOHHA KOMEpIsl Bilirpae BWU3HAYaIbHY PONb Y
(opMyBaHHI Cy4acHOi CIIOXKMBUOI TOBEIIHKK. BOHa 3MIHIOE MiIXOAH [0
nouyky indopmarii, TpUHAHATTS pillleHb NP0 IOKYIKY, B3aeMOii 3
Opengamu Ta QopmyBaHHS JosubHOCcTI. [lim BrTMBOM e-COmmerce
CITOKMBAY CTa€ OULTBHII aKTUBHHUM, MOIH(POPMOBAHUM 1 BHUMOTJIMBHUM, IO
CTUMYIIIOE TIPUEMCTBA JI0 TTOCTIHOTO BJOCKOHAJICHHS MapKETHHIOBHX
CTpaTeTii.

OTxke, y Cy4YaCHHX YMOBaxX pO3BHTKY IH(PPOBOi EKOHOMIKH
MiAIPUEMCTBAM  HEOOXIHO  BpPaxOBYBaTH OCOOJIMBOCTI  TOBEIIHKH
CHOXHMBAa4YiB B OHJAHH-CEPEAOBHINI Ta aKTUBHO BIPOBAKYyBaTH
IHCTpyMeHTH eneKkTpoHHoi komepuii. Lle no3BonuTh 3abe3neunTn
KOHKYPEHTHI TepeBard, MiABUIMUTH eQEeKTUBHICTh MJiSUTBHOCTI  Ta
chopMyBaTH CTIiliKi BITHOCHHH 3 KJTIEHTaAMH.
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