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Beryn. LHudposizanis crioxxnBuoi OBEAIHKH, IOMIMPEHHS OMHIKaHAJIBHUX MOJEJIEH MPOAaXy Ta HOCHICHHS
POJTi TAPTHEPCHKUX EKOCUCTEM TPAHCPOPMYIOTh XapaKTep B3aEMOJIi 31 CIIOKMBAaYaMH B MIXKHAPOITHOMY pHUTEH-
mi. Tpaguuiiine po3MexxyBaHHs (Hi3MYHOTO Ta MUGPOBOTO CEPENOBHUIL MOCTYIIOBO BTpavyae aKTyaJbHICTh: CY-
YaCHHUHA CITOKMBAY B3AEMOJIIE 3 PUTEHIEPOM Yepe3 CYKYITHICTh B3aEMOIIOB’SI3aHUX TOYOK KOHTAKTY, OUIKYIOUH
0e3MnepepBHOCTI, IEPCOHATI3AIIT Ta Y3TOPKEHOCTI CIIOKHMBYOTO JOCBiTY. 38 TAKUX YMOB T1OpUIHINA MapKeTHHT
HaOyBae 3HaYCHHS IHTETPAIlIFHOTO MiAXOy, [0 MTOEAHYE OHJIANH- Ta O(IaifH-KaHAIH, TUPPOBI TEXHOIOT1, Map-
KETHHIOBI KOMYHIKAIIil Ta KIIEHTChKUHN TOCBIJT Y €MHIN cucTeMi B3aemomii [1].

Boanouac po3BUTOK MI>KHAPOIHOTO PUTEHITY XapaKTepH3y€eThCs IEPEXOAOM Bijl aBTOHOMHOI MAapKETHHIOBOT
TISUTEHOCTI OKPEMHUX KOMITaHIH 10 TApTHEPCHKUX MOJIETIel CTBOPEHHS CIIOXKHMBYOI IHHOCTI. Puteiinepu B3aemo-
JIIOTh 13 OpeHIaMU-BUPOOHUKAMHU, MapKeTIuielcaMu, UuppoBUMH M1aTGopMamMu, TUIATHKHUMU, JIOTICTHYHH-
MU Ta TEXHOJOTIYHUMH CEPBICAMI, IO PO3IIUPIOE MOXIIUBOCTI 3aCTOCYBaHHS Kpoc-MapkeTHHTY. O0’eTHaHHS
KOMITJIEMEHTapHHUX PECYpCiB, ayJUTOPil, KaHAIIB KOMYHIKaIlil Ta HiHHICHUX MPONO3UIIK MapTHEPIB A€ 3MOTY
(hopMyBaTH JOJATKOBI TOUKHM KOHTAKTY 31 CIIOKHMBAYeM 1 JOCATATH CHHEPTETHYHOTO MapKeTUHIOBOTO e(eKTy [2].

OpHax riOpuaHUNA Ta KPOC-MapKETHHT MEPEBAXKHO JOCTIUKYIOTHCS SIK OKpeMi HalpsiMA MapKEeTHHTOBOI JTi-
smbHOCTI. HeocTaTHbO po3po0eHMMH 3aJTMIIAI0TECS TEOPETUYHI Ta MPUKIIaIHI 3acaiy iX 1HTerpamii B Mixk-
HapOIHOMY PHTEHII, JIe B3a€MOZIIS 31 CIIOKMBAYEM OITHOYACHO OXOIUTIOE (Di3uuHi i 1TUdpOBI KaHAIH, JEKITHKOX
MapTHEPCHKHUX CyO’€KTiB, Pi3HI pUHKH Ta MHOKMHHI TOYKM KOHTaKTy. BiqmoBimHO, akTyalbHUM HayKOBO-IIPaK-
TUYHUM 3aBAaHHAM € (popMyBaHHS TiOPHIHOT KPOC-MapKEeTHHIOBOI MOAEINI, 34aTHOI iHTErpyBaTH MapTHEPCHKI
pecypeH Ta KaHaJld B3aEMOJIIT HABKOJIO CTBOPSHHS IITICHOTO CHIOXKHUBYOTO JOCBiY. PO3p0o0iieHHs Takol Mojeni
CTBOPIOE MIAIPYHTS TS HiABUILICHHS PE3yIbTaTUBHOCTI MApKETUHIOBUX KOMYHIKALIH, pO3LIIMPEHHS CIIOKHBYOT
IIHHOCTI Ta TIOCHJICHHS KOHKYPEHTHHUX TIO3HIIIHA CYO’ €KTiB MI>KHAPOIHOTO PUTCHITY.

Orsi1 ocTaHHIX TKepet AocTiKeHb i mydaikaniii. TpancdopMallis MapKeTHHIOBOI B3aEMO/Iii B pUTEHITI JOCTTi-
IDKYETBCS TIEPEBAYKHO B KOHTEKCTI OMHIKAHAITLHOCTI, iHTerpartii GpiznaHoro i mudpoBoro cepenoBuil Ta (hopMyBaHHS
iicHoro kmenTeskoro aocimy. Koporyn O. I1., 36uput C. €. Ta Maptusiok A. FO. po3misiaaioTh OMHIKaHATIBHIN
MapKeTHHT $IK 3aci0 3abe3nedeHns Oe3mepepBHOi B3aemonii OpeHay 3i ciokuBadeM [3], Cmotposa /l. B. akuentye
Ha OpraizamiifHoMy 3a0e3IeueHH] Ta OIiHIOBaHHI Pe3yNIBTaTUBHOCTI IHTErpallii KaHaB y puteii [4], a boiiko H.
JOCITIIDKY€E MOMITUBOCTI TIOETHAHHS 1IU(POBUX 1 (PI3UYHUX TOUOK KOHTAKTY 3a J0MOoMOroro Beacon-texHororiii [5].

VY 3apyODKHHX TOCTIKEHHSX IHTETpallis KaHANIB PO3NIIAAEThcd HacaMIepel udepe3 MpH3My customer
experience. Both A. Ta Steinmann S. cucremMaTn3y0Th MIIXOAW 0 Horo (OpMyBaHHS B OMHIKAaHAIIBHOMY PH-
TeiiJIi, HAroJIOLITY0YH Ha Oe3MepepBHOCTI customer journey Ta CIiiskHOMY CTBOpPEHHI LiHHOCTI [6]. Batat W. xoH-
nenTyarizye phygital customer experience sik pe3yasTar iHTerpatlii (hi3ugHOTO ¥ IUGPOBOTO BUMIPIB B3aEMOJII1
[7], a Banik S. i Gao Y. emmipu4HO MiATBEpIHKYIOTH BIUIMB phygital-cepenoBuiia Ha CIOKUBYMI TOCBIT 1 33/10-
BOJIEHICTh criokMBadiB [8]. PesympraTuBHuMil actiekT iHTerpatlii po3kpuBatoTh Balbin Buckley J. A. Ta Marquina
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Feldman P. S., BcraHoB/IrO0UM TU(epeHIIIHOBaHUM BILIMB 11 CKJIaIOBUX HA Pi3HI BUMIPH OMHIKAHAJILHOTO CITO-
xuB4Oro AocBiny [9]. Zhang X., Park Y., Park J. Ta Zhang H. minTBepmKytoTh B3a€MO3B’SI30K XapaKTEPHCTHK
OMHIKaHaJIbHOTO CEPEeIOBHUINA, Customer experience Ta MoBeAIHKOBHX Pe3yibTaTiB crioxkuBayis [10].

OTxe, HassBHI TOCTIKEeHHS (DOPMYIOTh TEOPETHYHE MiIIPYHTS IHTErPOBAaHOI B3aEMOIIT 31 CIIOKMBaueM Yepe3
KOHIICTIITiT OMHiKaHaIsHOCTI Ta phygital customer experience, mpote i mapTHEPCHKUNA BUMIp 3aTHINAETHCS HE-
JIOCTaTHLO po3podeHrM. Kpoc-MapKeTHHTOBI MEXaHi3MH Ta TOpUAM3allis KaHaIB IIEPEBaXKHO J0CHIHKYIOThCS
BiJIOKpPEMJICHO, 10 aKTyalli3ye iX iHTEerpaliio B €AMHIA MO, sika noeaqHyBaTuMe QisudHi i nuppPOBi TOUKH
KOHTAaKTY 3 pecypcami, ayJUTOPiIMH Ta HIHHICHUMH TPOMO3UIIISIMHU MApTHEPIB Y MXKHAPOAHOMY PHTEHII.

MeTo10 10C/IiIzKeHHS € TEOPETUYHE OOTPYHTYBaHHS Ta PO3pOOJIeHH IiOpUIHOT KPOC-MapKEeTUHIOBOI MOJIE-
J1i B32€MOJIIT 31 CIOKMBaYaMy B MDDKHAPOJHOMY PHUTEHII Ha OCHOBI iHTerparii (pi3nyHuX i POBHUX KaHAIIIB Ta
MMApPTHEPCHKUX MAPKETHHTOBUX pecypciB. i1t JOCATHEHHS METH Iepen0adeHo YTOUHHUTH B3aEMO3B’ 130K TiOpHI-
HOTO 1 KpOC-MapKETHHTY; BU3HAYMTH Cy4YacHi TeHIEHIIIi TpaHcopMallii B3aeMOIil 31 CIOKUBAYaMH; CUCTEMa-
THU3YBaTH MPAKTUKU Ta IHCTPYMEHTH KPOC-MApKETUHIOBOI B3a€EMO/Ii Y TiIOpHUIHOMY CEpEIOBHILIL; OOTPYHTYBaTH
CTPYKTYpHI KOMIIOHEHTH, MEXaHi3M (PyHKLIOHYBAaHHS Ta OYiKyBaHi pe3yJIbTaTH aBTOPCHKOT MOZEI.

MeTono0Ti4Hy OCHOBY AOCIIIKEHHS CTAHOBIISATH METOAM TEOPETUUHOIO y3arajJbHEHHS Ta CHCTeMaTu3ailii,
TTOPIBHSIILHOTO 1 CTPYKTYPHO-JIOTITHOTO aHAaJIi3y — IS TOCITIHKEHHS TI0pHIHOT KPOC-MapKETHHTOBOI B3aEMOJII1
Ta MPAKTUK MDKHAPOIHUX PUTEHIIEPIB; aHAJI3 BTOPHHHNX JTaHUX — JJIS OIIIHIOBAHHS PUHKOBHX 1 TIOBETIHKOBHIX
TpaHcdopmariii; case study — A TOCTIHKEHHS PAKTUK IHTErpallii NapTHepChKuX, (Gi3UUHHUX 1 TU(POBUX 1H-
CTPYMEHTIB; CHHTE3 1 KOHIIENTYyali3awist — A1 (OpMyBaHHS aBTOPCHKOI rOpUAHOT KpOC-MapKETHHIOBOT MOJIEITI.

OcHoBHUI MaTepian Ta pe3yJabraTu. Tpancopmallis MApKETUHIOBOI B3a€MOIiT B MIKHAPOIHOMY PHUTEHII
BiOYBaETHCS OTHOYACHO Y JIBOX IUIOMIMHAX: TEXHOJOTIYHO-KaHAJIbHIN Ta mapTHepchKii. [lepma mos’s3aHa 3 iH-
Terpartiero ¢hi3nIHuX 1 TU(POBUX CEPEIOBHUII] B3a€MOIIT 31 CITOKUBAYEM, IPyTa — 3 PO3MIUPESHHSIM KOJIa Cy0’ €KTIB,
3aJydeHHX 10 GOpPMYBaHHS Ta IPOCYBAHHS CIIOKUBYOT IIIHHOCTI. BinnosiaHo, riOpumHAii i Kpoc-MapKeTHHT JI0-
LIJIBHO PO3IVISIIATH HE SK B3a€MO3aMiHHI KOHIICTIIIIT, a SIK B3a€MOJIOTIOBHIOFOYI ITi/IXO/IHU, IHTETPallisl SIKMX Bi/IIO-
BiJla€ Cy4acHii EeKOCUCTEMHIM JIOTIIi PO3BUTKY PHUTEILTY.

l'OpuaHMii MapKETHHT Y PUTEHITI IPYHTY€ETHCS HA IHTETPOBAHOMY BUKOPHUCTaHHI (Pi3MYHMX 1 TUPPOBHUX KaHA-
71iB Ta 3a6e3MedeH ] 1X Y3rOIKEHOCTI IIPOTSAIOM CIIOKUBIOrO UKy [1]. Moro po3BUTOK MOB’s3aHMiA 3 €BOITIOL-
€10 Bijl 0araToKaHaJILHOT IPUCYTHOCTI JI0 CTBOPEHHSI €IMHOTO CEPEOBHIIA B3AEMOIIi, B IKOMY CIIOKHUBAY MOXKE
MIEPEXOIUTH MK MarasuHoOM, BeOCaiiTOM, MOOLTBHUM 3aCTOCYHKOM, COIIaIbHUMH MEPEKaMH, MapKETILICHCOM
Ta IHIIMMH TOYKaMH KOHTakTy 0e3 BTpaTu LijticHocTi nocBiay [3; 6]. Phygital-miaxin mommomroe 1o JI0TiKy,
OCKIITbKH Tiepeidayae He MexaHidHe criBicHyBaHHs online Ta offline, a X B3a€MOIIPOHUKHEHHS 32 JOTIOMOTOIO
nrPOBHUX TEXHONOTIH 1 maHuX [7; 8].

Kpoc-MapKeTHHT Mae iHIITy BHXiaHY J10TiKy. FIoro 0CHOBOIO € mapTHEepChKa B3a€MOIisi SKOHOMIYHHX Cy6 €KTiB,
SIKI TIOETHYIOTh KOMIUIEMEHTApHI PEeCypcH, ayIuTopil, KOMyHiKaIiifHi MOXIUBOCTI a00 MPOIO3HIIT Uil OTPH-
MaHHSI B3a€MHOTO MapKeTHHroBOro edekry. [lapTHepchbka MapKeTHHTOBa CTparterisi mependadae BU3HAYCHHS
peNeBaHTHUX MApTHEPIB, (HOPMYBaHHS CHIIBHOI LIHHICHOI MPONO3ULii, BUKOPUCTAHHS MAapTHEPCHKMX KaHAIIiB
Ta OLIHIOBAHHS PE3Y/IBTaTUBHOCTI Takoi B3aemonmii [2]. sl MiXKHApOOHOTO PUTEHIy 1€ OCOOJIMBO BasKIIMBO,
OCKIJIPKH CTBOPEHHS CIIOKMBYOTO JIOCBITY Je/ali YacTillle BUXOAWTD 33 OpTraHi3aliifHi MeXi OIHOTO pHuTeiiepa
Ta (OPMYETBCS y B3aEMOJIIi OpEH/IIB, TOPTOBEIBHUX IIATPOPM, IUIATIKHUX CHCTEM, JIOTICTHYHHX OTepaTopiB,
TEXHOJIOTTYHUX CEPBICIB Ta IHIINX YYaCHHUKIB PUTEHIIOBOI €KOCUCTEMH.

TakuM 4MHOM, MPUHIUIIOBA BiMIHHICTH MK JOCHIPKYBAHUMH ITiIXOaMU TOJISTae B 00 €KTI iHTErpatii.
V riOpuaHOMY MapKeTHHTY iHTETpyIOThCS IIEPEAYCIM CEPENIOBHILA, KaHAIH, TEXHOJIOTI Ta AaHi, TOMl 5K Y Kpoc-
MapKeTHHTY — PECYPCH, ayAuTopii Ta miHHICHI mporo3umii mapTHepiB. CIiIbHOI TOYKOIO iX MEPETHHY € CIIo-
JKUBa4 Ta Moro customer journey. Came HaBKOJIO HHOTO MOXYTh OJTHOYACHO KOOPJAMHYBATHUCS Pi3HI KaHAIH B3a-
€MOJIIT Ta MaPKETHHTOBI MOMKJIMBOCTI AEKILITBKOX ITAPTHEPCHKUX CY0’ €KTIB.

[opunHMii Kpoc-MapKeTHHT JOLIBHO TPAKTYBAaTH SIK iHTEIPOBAHUM MiAXiJ, 32 SIKOTO pecypcH Ta LiHHic-
Hi TpONo3uLii MapTHEPiB KOOPAMHYIOTECS Y (i3UYHO-IM(PPOBOMY CEpEeNOBHUILI HABKOJO CHIJIBHOTO customer
journey. Ha BiaMiHy Biff TpaaumifHOTO KPOC-MapKETHHTY, TaKa B3aEMOIiSl OXOILTIOE HE JIUIIE CILTBHE MPOCY-
BaHHS 9 OOMiH ayJUTOPISIMH, a ¥ IHTErparlito KOMyHiKaIliid, CepBiciB, Iporpam JIOSUTLHOCTI, JaHUX 1 U(PPOBHUX
iHTep(eiiciB Ha Pi3HUX eTarax CloKUBUOTO NIIIXY. BojHOYAC CTBOPEHHS IHHOCTI BUXOIUTH 32 MEKI pecypciB
OJIHOTO pHTeiijiepa Ta nmepeadadac 3arydeHHs apTHEPCHKOi €KOCUCTEMH.

MexaHi3M Takoi iHTerpauii MoKHa IPEICTaBUTH MOCIIIOBHICTIO: «IaPTHEPCHKI pecypcH — QisudHo-1ud-
POBi TOYKH KOHTAKTy — CITUJIbHA [IHHICHA MPOTIO3UIIisl — customer experience — IMOBEIiHKOBHIA 1 MapKeTHH-
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Tabmaums 1
KonuenTtyaJjibHe criiBBiZHOIIEHHA TOPUAHOI0, KPOC- Ta riOPUIHOr0 KPOC-MAaPKEeTHHTY B pUTeHTi
Kp'nTepm I'iopnaHnii MapKeTHHT Kpoc-mapkerunr I'iopnaHnii kpoc-MapKeTHHT
MOPiBHSIHHS
OcHOBHHIA 00’ €KT ®izuyHi Ta nEdpoBi Pecypcu, aynuTopii Ta Kananu, TexHosorii, naHi ta
iHTerpamii KaHaJIM, TEXHOJIOTI1, TaHi MPOMO3HIIIT TApTHEPIB MapTHEPCHKI pecypcH

Oprani3zariifai Mexi

IlepeBaxkHo exocucrema
OIHOrO OpeHay / pureiiepa

JIBa abo Oinblire
MapTHEPCHKUX Cy0’ €KTIB

Mepeska B3a€MOIIOB’ I3aHUX
YYaCHHKIB pUTEHIIOBOT
€KOCHCTEMH

Jlorika B3aemomii

Online <> offline

Brand / retailer «<» partner

Consumer <> channels <
retailer <> partners

IenTp iHTErparnii

BesnepepsHicTh customer
journey

B3aemna mapkeTuHrona
BUTO/Ia TAPTHEPIB

CnineHo copmoBaHmii customer
journey

bazoBuii pecypc

Jani, KaHaIu Ta TEXHOJIOTIT

KommemeHTapHicTh
pecypciB i ayauropiit

TloenHanHsg naHux, KaHATIB,
ayJMTOPIH Ta MapTHEPCHKUX
aKTHBIB

Xapakrep HiHHICHOT
MIPONO3HITi|

IHTerposana B pizHHX
KaHaJax

CuinbHa abo
B3aC€MOJIOITIOBHIOIOYA

[lepconamnizoBaHa crijibHa
LIHHICHA IPOTIO3HUITis

OcHoBHUI1 eheKkT

LlinicHicTh 1 3py4uHICTB
B3aeMoIil

Po3mupenHs oxomneHHs Ta
CHUHEPreTUYHHUH eeKT

Llinicauii 1ocBin, po3mUpeHa
LIHHICTB 1 MTAPTHEPCHKA CHHEPT IS

Kirouona o . OpHouacHa KOOpAMUHAILISA
- VY3rompkeHHs KaHaliB 1 Bubip mapraepa ta . .
ynpaBIliHChKa o . KaHaJiB, JaHUX, TAPTHEPIB 1
JTAaHUX KOOpMHALIS IHTEPECIB .
npoOiema CHOXHBYOT0 JOCBILY

IDicepeno: pospobneno agmopom Ha ocroei [1-3; 6-9]

roBui pe3ynsrar». [lpu npoMy inTerparis iHdopmarii, mpoxaykTy, i, Tpau3akmii, fulfillment, npocyBanus
Ta cepBicy Mae qudepeHuiHoBaHM BIUIMB HA KOTHITUBHUH, a)eKTUBHUIN, CEHCOPHUH, (Pi3WUHUIM 1 persiuiiHnit
BuMipH customer experience [9]. OTxke, pe3yJIbTaTUBHICTh BU3HAYAETHCS HE KUTbKICTIO KaHAJIIB i TAPTHEPIB, a pe-
JIEBaHTHICTIO 1X TIOEJHAHHS Ha KOHKPETHOMY eTari customer journey. BinnosigHo, riOpuaHuii Kpoc-MapKeTHHT
0a3yeThCsl Ha TTOABIHHIM IHTETparlii: TOpU30HTABHIN — MAPTHEPIB Ta iIXHIX peCypcCiB, 1 BEpTHKAIBHINA — Qi3UIHIX
Ta HUPPOBUX TOUOK KOHTAKTY.

[IpakTiyHa AOLINBHICTE TAaKOl iHTETpaLil MOCKITIOETCS CTPYKTYPHUMH 3MiHAMH MiKHapomHoro puteiiny. Cy-
KyIiHa BUpyuKka 250 HalOuneInx puteiinepis cBity y FY2023 cranosuna 6,03 tpmu non. CILA, Toni sk 1i piune
3pOCTaHHs CHOBLIBHIIIOCA 110 3,6 % [11]. Le 3Milye KOHKYpEeHIIito BiJl IPOCTOro po3iHpeHHs (QizuyHol uu mud-
POBOI MPUCYTHOCTI /IO CTBOPEHHS IHTETPOBAHOT CUCTEMH TOYOK KOHTAKTY Ta JOJATKOBOI CHOKUBYOI IIIHHOCTI.

Bonrowac 3akpirumioeThest TiOpHIHA MOIENb MOBEIIHKY CIIOKUBAYIB. 3a pe3ybTaramMmu Jociimkeras McKinsey
2025 p. cepen 2838 cnioxxkuBauiB Kurato, Himeuunnn, Bennkoi bpuranii Ta CIIA, nudpoBi kaHAIN 3aHIIAI0THCS
BaKJIMBHUM CEPEIOBUIIIEM B3a€MOIl 3 OpeHIaMu, OHAK 1X aKTUBHE BUKOPHCTAHHS HE 3a0e3Meuye aBTOMAaTHYHOTO
3pOoCTaHHs IOBipH 110 1M poBUX mxepedn [ 12]. OTxke, TeXHOTOTIUHE PO3LIMPEHHS TOCTYITY J0 CIIOKUBaYa MOTpedye
TIOETHAHHS PI3HUX TOYOK KOHTAKTY, 3ATHUX TPaHC(HOPMYBATH KOMYHIKAIIIIO B IOBIPY Ta KyMHiBEIbHY JIiIO0.

[Tapamenpao HPOBI TIATHOPMH TTEPETBOPIOIOTHCS 3 KOMYHIKAMIMHAX MalIaHIMKIB HAa CIIEMEHTH PUTCH-
noBoi iH(pacTpykTypu. 3a ganumu Euromonitor International, mmo6anpHi mpomaxki depe3 social commerce y
2019-2024 pp. AeMOHCTpYBaJIX CEPEAHBOPIYHE 3pocTanHs Omu3bKo 39 %, a'y 2025 p. ouikyBasiocs ix 3011bIeH-
Hs me Ha 22 % [13]. [Iporno3zoBanuiit CAGR social commerce y 2024-2029 pp. cranoButs 21 %, 1110 mpuOIU3HO
yTpHYil MEPEBHIIYE TEMITH 3pOCTaHHs eNeKTPOHHOI Topriemi 3aranom [13]. Couianbai miardhopMu, MOEAHYIOUN
KOMYHIKaIIif0, TTONIYK, PeKOMEHIallii, JEMOHCTpAIII0 TOBapy Ta TPaH3aKIIilo, CKOPOUYIOTh IUISX BiJl MapKEeTHH-
TOBOTO KOHTAKTy J0 IOKYTIKH.

YHachiok 1poro customer journey HaOyBae HENiHIHOTO XapakTepy: B3a€MOIis MOYKE PO3MOYNHATHUCS 3 KOH-
TeHTY OpeHIy abo mapTHEpa B COLiaIbHi Mepexi, MPOIOBXKYBATHCS Yepe3 PEKOMEHIAllil0, 3aCTOCYHOK Y1 Map-
KeTIUIeHC, BKIIoYaTH (i3MYHUA KOHTAKT 13 TOBAPOM 1 3aBEpIIyBaTUCS TPaH3aKLI€l0 B IHIIOMY KaHasi. BogHowac
¢iznuHmil MarazuH 30epirae 3HaUSHHS SIK IPOCTIp AEMOHCTPALIil, KOHCYNIBTaIlii, eMOLIIHOTO TOCBiY, OTpUMaH-
Hsl Ta IOBEPHEHHS TOBAPY, TO/I SIK IU(PPOBI KaHAIH 3a0€31eUYIOTh MTOIIYK, IIOPIBHSIHHSI, IEpCOHai3allito i TpaH-
3aKI1if0. KoHKypeHTHOIO ITepeBaroro, TaKMM YHHOM, CTa€ pe3yIbTaTHBHA KoMOiHaIlis online- Ta offline-B3aemoii
BiJITIOBIZIHO JI0 €Tary customer journey.

TpancdopmyeTnes i cy0’eKTHa CTPYKTypa B3a€MOIi: IO CTBOPEHHSI CHOKUBYOT LIHHOCTI NOPSAA 13 pUTeiiie-
POM 3ay4aroTbesi OpeHIH, IarhopMu, KOHTEHT-KpeaTopy, TEXHOMOT14Hi, IJIAaTKHI Ta JoricThyHi cepBicu. Le
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(dhopMye TiepeyMOBH TMIEPEXOTY Bl TPAIAMIIIHOI OMHIKAHAIBHOCTI JI0 TIOPHIHOT KpOC-MapKETHHTOBOT B3a€MO-
qii, 10 1HTEeTpy€ KaHaJH, MAPTHEPCHKi pecypcH, ayAuTopii, AaHi Ta HiHHICHI TPOTIO3HIIii.

OTKe, KITIOYOBUMH BEKTOpamy TpanchopMallii Mi>KHAPOIHOTO PUTEIITY € TiOpHIU3allisi KaHAIIB, HEJiHIH-
HiCcTH customer journey, muardopMisallisi B3aeMOJIii Ta eKOCHUCTEMi3allisi CTBOPEHHS CMOKMBYOI IIHHOCTI. Ix
MOETHAHHS 3MIlIy€e YNPaBIiHCHKUI aKIEHT 13 MakcuMi3alil KUTBKOCTI KaHamiB Ha (JOPMyBaHHS ONTHMAIBLHOI
KOH(}irypauii BIacHUX i MapTHEPCHKUX TOUOK KOHTAKTY 3i crioxkuBadeM. CHCTeMaTH3aliio 3a3Ha4eHUX TpaHC-
¢dopmariii Ta X 3HAYEHHsI AJIsI TIOPUITHOTO KPOC-MapKETHHTY MPEICTaBICHO B Ta0. 2.

Tabmurs 2
Tpancdopmauis B3aemogii 3i cnoskuBayaMu B Mi2KHAPpOAHOMY PHTeHJIi
Ta Ti 3HAYEHHS IS TIOPUIAHOT0 KPOC-MAPKETHHTY
. . . . 3Ha4eHHA
BekTop posiB y mizknaponHomy | 3miHa moBeaiHku MapkeTHHIOBUI 151 HiGpHAHOTO
Tpanchopmamii puTeiini CIOKHBAYa BUKJIUK P
KPOC-MapKeTHHTY
B3aemonpoHUKHEHHS .
; . . . L. KoopnuHariist B1acHuX
. . online- ta offline- Binbuuit nepexin Mixk | 3abe3neueHHs .
Iopuanzanis . . . . . 1 MapTHEPChKUX
! ¢dopmaris, mobile, social, | kaHasamu Ha pi3HUX | Oe3repepBHOCTI ; .
KaHaJliB . touchpoints y ¢izndano-
marketplace, physical eTarnax MoKyImKd B3a€MOJII Ta JaHUX .
store U(pPOBOMY CEpEIOBHII

Iomyk, omintoBanus, | [nenTudikais

3pocTaHHs KUIBKOCTI Po3znozin naprHepchKuX

. peKOMeHIalis, HaANOLIBII . .
dparmeHTarnis TOYOK BXOIy Ta . . IHCTpyMEHTIB
. PV TECTYBaHHS 1 KYHIBIS | pe3yJIbTaTHBHUX . . .
customer journey |HeMiHIHHICTb IUIAXY A0 . N BIJITIOBi/THO /10 eTarliB
BiIOyBArOTHCS B KOMOIHAIIH .
MOKYIIKH . . customer journey
PI3HMX CEpEe/IOBUINAX | KOHTAKTIB
Social media, CkopoyeHHs . Bukopucranus
. e 3anexHICTh
marketplaces Ta digital JUCTAHIIT MiXK B — m1aThopM sIK
[Mnarpopmizamis | platforms moenHyrOTH KOHTEHTOM, KOHK eHuiI; sa CepeAOBHINA CITUTEHOT
KOMYHIKaliiHy i PEKOMEHIAIIEI0 Ta yp B3aeMoii retailer—
- X yBary CrioXuBaya
TpaH3aKiitHy QyHKIT KyTiBJICIO brand—partner—consumer
Bukopucranns customer | OuikyBaHHS V3romxeHHs nanux | @opMyBaHHS
[epconamizamiss | data s popmyBaHHS KOHTEKCTHOI Ta 1 TIpOTIO3MIIii MIePCOHATI30BaHOL
B3aeMoii pelIeBaHTHUX MPOTO3HUIIiH | IePCOHAI30BAHOT MIDK KaHaJIaMH Ta CHIIBHOI IHHICHOT
y PI3HHMX KaHallax B3a€EMOJIIT apTHepamu IPOTIO3HLIT
VYuacts OpeHuis, OtpumanHs .
L Lo . . | Koopaunartis lopuzonTansua
Exocucremizariist | pureitnepis, miardopM, | KOMIIEKCHOI IHHOCTI | . . . . .
X ) . iHTEpeciB Ta IHTEerpanis mapTHepis
CTBOpPEHHS (iHaHCOBHX, BiJl CYKyTTHOCTI o .
. . . . , pecypciB pi3HHX HaBKOJIO CTIOXHBYO]
LIHHOCTI JIOTICTHYHHX 1 B32€EMOIIOB’ I3aHIX . . .
. . I YYaCHUKIB IIHHOCTI
TEXHOJIOTIYHHUX CEPBICIB | cepBiciB
IaTerpamis Buxopucranns offline-
. . Mara3uH ctae OIHOYACHO )
3minHa poi MiCIIEM 10CBix Ioennanns MarasuHy B touchpoints mms
¢bizuuHOTO PILY, 1 QpoBoOro MouyKy 3 |3araibHUA peasizauii cijibHUX
koHcyinpranii, fulfillment . . . e o
MarasuHy i cepmic ¢iznuHuM gocBinoM  |iHGOpMaifHUII I | HAPTHEPCHKUX
prIcy CEpBICHUI KOHTYp | IPOMO3HUIIIH
. MoxTHUBICTD . .
[aTerparis KOHTEHTY, ——— IleperBopenns CrinpHUN KOHTEHT,
. PEKOMEH I, P Y yBaru Ta cross-promotion, creator/
Social commerce |7. . discovery g0 purchase .
livestreaming Ta engagement y brand partnerships Ta
oy B O/IHOMY I (HPOBOMY . .
TpaH3aKL1H TpaH3aKIio shoppable collaborations

CepeZOBHIII
JDicepeno: cucmemamuszosano asmopom Ha ochosi [6—9; 11-13]

Jani Tabmn. 2 3acBIqYyIOTh KOMILIEKCHHNA XapakTep TpaHchopMallii MixKHapOIHOTO PUTEWITY: Ti0puau3altis
CepeoBHINa MOEAHYEThCA 3 YCKIIATHEHHAM customer journey, rargopmizaliero, mepcoHami3aliero Ta po3m-
PEHHSIM KOJIa CyO’€KTiB CTBOPEHHSI CIIOXKUBYOI IMIHHOCTI. TOMYy KOHKYPEHTHOIO TIEPEBaror0 CTa€ He KUTBKICTh
KaHaliB, a (JOpMyBaHHS iX peJeBaHTHUX KOMOIHAIlIH i3 MAPTHEPCHKUMH pPecypcaMy BIATIOBIIHO 0 €TarliB
CHOXXHMBYOTO IIIAXyY. Lle 3yMOBIIOe Tiepexia Bif yHpaBiIiHHSI OKPEMHMH KaHAJTaMH IO YTPaBIiHHSA KOHQDIry-
parisiMi B3a€EMOIii, 10 TOEAHYIOTH pUTEHIIepa, MapTHEPa, IHCTPYMEHT, touchpoints 1 IiHHICHY MPOTO3UILIIO.

3a Takoro migxoAy Kpoc-MapKEeTHHT BUXOAWTH 332 MEXKI CIUIBHUX PEeKJIaMHHUX KaMITaHil, B3aEMHOTO TpoO-
CYBaHHS Ta ITAKETHHUX MPOMO3HIIIN 1 MOJKEe OXOIUTIOBATH BECh customer journey — BiJf popMyBaHHs MOTpeOH i
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MOIYKY iH(pOpMAIIii 10 TpaH3aKIlii, CepBICY Ta MOBTOPHOI MOKYNKH. O0’€KTOM KOOpIUHAIIIT CTal0Th (i3uyHI i
uudpoBi touchpoints, yepes siki pecypcH MmapTHEpiB IHTErPYIOTHCS y CIOKUBYUH JTOCBII.

OnmHuM i3 TPOSIBIB Takoi IHTErpaiii € mapTHEpPChKI MPOTrpaMHu JIOSUIBHOCTI. 3a JMaHMMHU TI00aIBHOTO
Consumer Loyalty Survey Deloitte, 1o oxonue nonaa 9800 crnioxxuBauiB, 86 % pecrOHICHTIB BBAXKAIOTh (i-
HAHCOBY BHTOJY, IPOCTOTY Ta 3PyYHICTh BOKJIMBUMH XapaKTEPUCTUKAMU MPOTPaM JIOSIIBHOCTI, a YOTHPH 3
I’SITY IIHYIOTh THYYKIiCTh OTPUMAaHHS Ta BUKOpHUCTaHHs BUHaropo/ [ 14]. [TokazoBum € maptHepcTBO Alshaya
Group 1 Mastercard HaBkoo porpamMmu Aura, sika 00’ eanye nonas 70 Openis. Ha MOMEHT OrooIieHHs mapt-
HEpCTBa BOHA HasivyBasa 8,3 MIH yYacHHKIB y I’SITH KpaiHax, a 3amyck co-branded mnariHUX TpPOAYK-
TiB niependauas Kygeiit, CayniBcbky Apasito, OAE Ta Karap [15]. Takuii hpopMmar iHTErpy€e MyIbTHOPEHIOBY
loyalty-ekocucreMy, TUIaTHKHUN cepBic Ta (i3NIHO-IIM(PPOB] KaHAN B3a€MOII.

[HmM dopmarom € BOymOBYBaHHSI MapTHEPCHKOI MPOMO3HIIT Oe3rocepelHb0 B OMHIKaHANBHY 1H(pa-
cTpykTypy puteiinepa. Ulta Beauty at Target moennye crierianizoBany beauty-npomno3uiiito Ulta Beauty 3 ¢i-
3MYHUMH Ta nudpoBumu kanagamu Target. Ctanom Ha 1 mrotoro 2025 p. dhopmar QyHKI[IOHYBaB y MOHA.
600 marazunax Target Ta Ha target.com [16]. OTxe, mapTHEPCTBO OXOIUTIOE HE JIUIIIE IPOCYBAHHS, a i IHTerpa-
IO ayIMTOPild, ACOPTUMEHTY Ta TOYOK KOHTAKTY OE3MOCEPEHBO B customer journey.

VY3arajgpbHEHHS MPAKTUK JI03BOJISIE BUOKPEMUTH TaKi 1HCTPYMEHTH TiOpPHIHOI KPOC-MapKETHHIOBOI B3a-
emoyii, sk cross-promotion, bundled offers, shop-in-shop, co-branded payment solutions, cross-brand loyalty
ecosystems, data-driven personalization, social/creator commerce collaborations Ta iHTerpoBaHi cepBicHi
napTHEpCTBA. IX pe3ylIbTaTHBHICTh BH3HAYAETHCSA Y3TOMKEHICTIO TApTHEpiB, iHCTpyMeHTiB, online/offline
touchpoints, etamiB customer journey Ta CTBOPIOBAHOI CIOXKHUBYOI I[IHHOCTI. CUCTeMAaTH3AIliI0 BiAMOBITHIX
KoH(Irypaliii Ta MapKeTHHIOBUX e()eKTIB MpeJcTaBIeHO B Ta0I. 3.

Taomums 3
CucremaTu3anis NpaKTHK TiOPUIHOI KPOCc-MapPKeTHHIOBOI B3a€Mo/Iii B Mi>KHAPOAHOMY pHUTeii
Kpoc- . . Eran -
IIpakTnka Ta . I'iopnani ToukH CTBOpIOBaHA HiHHICTH Ta
.. | MAPKETHHIOBHMH customer .
YYACHHUKH B3a€MOii iHCTpyMenT KOHTaKTY journey MAapKeTHHIOBHii epeKT
1 2 3 4 5
ConiansHi Mepesxi, O3HalOMIIEHHS 3
Cross-promotion: CrinpHuN CaiiT, 3aCTOCYHOK;
. . X pereBaHTHUMH OpeHIaMu,
B3a€EMOJIiSl pUTEHIepa | KOHTEHT, B3a€MHE POS-marepiany, Awareness, IONATKOBA BHTOMA:
Ta KOMIIEMEHTAPHOTO | IPOCYBaHHS, yIaKkoBKa, consideration PR OXOH,J'IGHHSI
OpeHny MIPOMOKOAU KOMYHIKaIlii B postkp .
MAFAHH] Tpadiky Ta 3a1y4eHOCTi
Bundled offers: . . . KomruiekcHe 3a10BOJICHHS
KommiekcHi Mapkermneiic, cair,

Consideration, | moTpe0u; 30i1bIICHHS
purchase KOHBEPCil, TepexpecHnx

B3aEMOJIisl pUTeiepa

MPOMO3MIIii, CrOSS- | 3aCTOCYHOK; MarasuH,
3 MAPTHEPCHKUMHU

category promotion |POS

OpeHIaMu IIPOJAXKIB 1 CEPeTHHOTO YeKa
Shop-in-shop: IarerpoBana N PozmmpenHs goctyn
> 10p-101-810p p CaiiT, 3aCTOCYHOK, . PCHHA R0CTYITY
iHTerpais napTHEpChKa . Discovery, JIO CTIeIiaTli30BaHOTO
e . 1 (pPOBUIL KOHTEHT; . .
CIIeliali30BaHOro MPOTIO3HILiS, GpeHIoBaHa 30Ha consideration, |acOpPTHMEHTY; 3pOCTaHHS
OpeHIy B cepenoBuIle | OpeHI0BaHa 30HA K(I))HC BTl ’ purchase Tpadiky Ta 3aTy4eHHS HOBHX
puteiinepa TIPONTAXKY Y KITIEHTIB
KobGpennosa 3py4HICTb OIUIATH Ta
Co-branded payment: peHIOBA . py e .
X . KapTKa, TIaThKHI 3acTocyHOK, digital JIO/IaTKOBI (hiHAHCOBI
B3a€EMOJIisl pUTeitepa Purchase, .
. BUHAropoau, wallet; POS, . repeBary; IMiJIBUILIECHHS
Ta iHAHCOBOTO . . . N retention .
mapTEEpa cremianbHi (i3nuHMA MarasuH YaCTOTH TIOKYIIOK 1 yTPUMaHHS
MIPOTIO3HIIi| KJIICHTIB

Cross-brand loyalty: | CninbHa nporpama
B3a€EMOJIisl pUTeiiiiepa, |JI0sIIBHOCTI,
OpeHIiB i CepBICHUX | HapTHEPCHKI

Po3mupenHst MoxnuBocTel
OTPUMAaHHS Ta BUKOPUCTAHHS
BHHATOPOJ; TOBTOPHI OKYTIKH,

Loyalty-3actocynok, |Purchase,
CRM; mara3unu Ta retention,
CEepBiCHI TOUKH advocacy

MapTHEPIB BUHAropoau JOSUTBHICTB, 3pocTanHs CLV
Data-driven . . CRM, 3acTOCYHOK, . .
L [epconamnizoBaHi . . . [TigBUIIEHHS PEICBAHTHOCTI
personalization: email; Consideration,
. . peKoMeHaIii . . TIPOTIO3HILiT; 3pOCTaHHS
B3a€EMOJIis pUTEHiepa . MIepCOHAI30BaH1 purchase, .
Ta TapTHEePCHKi . KOHBEpCii, 3aTy4eHOCTi Ta
3 MapTHEPCHKOIO MPONO3HLII B retention
MIPOTIO3HUIIi T . CLV
€KOCHCTEMOIO MarasuHi
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[Mponowxenus Tadnuii 3

1 2 3 4 5
Social/creator . . )
. | CiIbHUN KOHTEHT, . . [Moenuanns discovery,

commerce: B3aEMOJIS | ;. CouianbHi Awareness,

o livestream, . . peKoMeHIamii Ta MOKYIIKH;
pureiiiepa, OpeHxy, wiaropmu; oxii Ta | consideration, .
r¢poBoi IaThopMu shoppable pop-up dopmaru purchase SOLIBIICHHS OXOIUICHRA,

collaborations 3aJy4eHOCTI i KoHBepCil

Ta creator
Service partnership: | Click-and- CallT, 3aCTOCYHOK, [TinBuIeHHS 3pyYHOCTI Ta
B3aeMoJis pureiiepa |collect, mocraBka, tracking; marasus, Purchase, 0e3mepepBHOCTI CepBicy;
3 JIOTiICTUYHUM a00 MTOBEPHEHHS, TOYKH OTPUMAHHA Ta | post-purchase |3aJ0BOJNEHICTH i yTPUMAHHS
CEpBICHUM MapTHEPOM | IHTErPOBaHi CEPBICH | TOBEPHEHHS KJIIEHTIB

Jicepeno: pospobneno ma cucmemamu3o08ano asmopom Ha ocHost [2; 6, 9; 14, 15]
ma ananizy npaKkmux MiJiCHapOOHO20 pumeriy

IIpencraBieHa cucTeMaTu3alliss IEMOHCTPYE YCKIQTHEHHSI KPOC-MapKETHHTOBOT B3aEMOJIIT — BiJl OKPEMHUX
promotional activities g0 iHTerparii mapTHepiB y CIiIbHHIA customer journey. HaiOinpm po3BUHEH] TPAKTHKH
MOEAHYIOTH JIEKiIbKa €TalliB CIIOXKMBYOTO LUIIXY, online- Ta offline-touchpoints i pecypcu pisHUX y4acHHKIB
JUIsL CTBOPEHHSI CIIUTBHOI WiHHICHOT npormo3uii. Lle no3Bosisie po3misaaTy riOpuIHuA KpOC-MapKETHUHT SIK Ke-
pOBaHy apXiTEKTYpy MapTHEPCHKOT B3aeMOIii, KOHGITYypaIlis ko1 GopMy€EThCS BIATIOBIIHO 0 TOTPEO CIIOXKH-
Bada Ta eTalliB customer journey.

3a pe3ynsraTaMu JOCTIHKEHHS TIOpUAHY KPOC-MapKETHHIOBY B3a€MOJIIIO 3allPONIOHOBAHO TPAKTYBAaTH SK
CHCTEMY KOOPJHMHOBAHOTO 3aJlydeHHS KOMIUIEMEHTapHUX PEeCypciB puUTeiiiepa Ta mapTHepiB y (GI3UYHUX i
nu(GPOBUX TOYKAX KOHTAKTY BiJIITOBITHO JO €TAIB customer journey 3 METOI0 CTBOPEHHS CITUTBHOI CTIOKHBUOT
LiHHOCTI T4 CHHEPIeTUYHOTO MaPKETHHIOBOTO €(EKTY.

3anponoHOBaHa MOJIENIb Ma€ TPUPIBHEBY CTPYKTYpPY. PecypcHo-iapTHepChKHiA piBEeHBb OXOILTIOE Cy0’ €KTIB pH-
TEIIOBOT EKOCHCTEMH Ta X KOMIUIEMEHTAPHI peCypCH — ayAuTOPii, JaHi, KOHTEHT, TEXHOJIOT11, KaHAJIH i1 CepBiCH.
[HTerpamiino-KoMyHIKaiiHUA piBeHb Niependadae BHOIp KPOC-MapKeTUHIOBUX IHCTPYMEHTIB Ta X peaizallito
yepes peneBaHTHi (iznuni i mudposi touchpoints. LliHHiICHO-pe3ynbTaTUBHUN piBeHB BinoOpaxkae GopMyBaHHS
CHUTBHOT IIHHICHOT MMPOMO3HUIIIT Ta OTPUMAHHS CIIOXKHBYMX, MAPKETHUHTOBHX 1 TAPTHEPCHKUX PE3YJIBbTaTIB.

Mexani3M Mozeni 6a3yeThest Ha MOABIHHIHN 1HTerpallii: TOpU30HTAIBHIN — MIX MTApTHEPaMH Ta X pecypcamu;
BEPTUKAIBHIN — MK (DiI3MIHAMU 1 IM(POBUMH TOYKaMHU KOHTAKTy MPOTATOM customer journey. [Ipakrudro 11e
peaizyeTbes uepe3 KoHPIrypalito «mapTHep — pecype — KpOC-MapKETHHTOBUI IHCTPYMEHT — TOYKa KOHTAKTY —
eran customer journey — CIOXKHBYa [IHHICTh — Pe3yJbTar, apaMeTPH SIKOT aJanTyThCS JI0 PUHKY, TOBAPHOI
KaTeropii, MiJIb0BO1 aymUTOPIl Ta MAPKETHHTOBHX ITiJICH.

PesynbratuBHICTS MOZENI OUTBHO OIIIHIOBATH HA TPHOX PIBHAX: CIIOKUBYOMY — 33JJOBOJICHICTH, 3allyde-
HICTb, JIOSUIBHICTH, MAPKETHHTOBOMY — conversion rate, repeat purchase rate, CLV, cross-selling, retention; mapt-
HepchkoMy — cross-audience reach, 4acTka CITBHUAX MPONAXKIB 1 pe3yABTATHBHICTD MAPTHEPCHKUX aKTHBHOCTEH.

HayxoBa HOBH3HA 3aIIpOIIOHOBAHOTO MiAXOAY MOJATAE B IHTErpaIlii TiOpHUIHOTO Ta KPOC-MapKETUHTY B TPH-
PiBHEBY MOJIEITb, 110 MOETHYE PECypCHO-TIAPTHEPCHKUMN, IHTETpaIlifHO-KOMYHIKaIIfHAHN 1 IHHICHO-Pe3yIbTa-
TUBHMI piBHI. Ha BimMiHy Bix migxofiB, 30cepellKeHUX Ha iHTerpauii kaHaliB a0 OKpEeMHX MapTHEPCHKHX
AKTUBHOCTSIX, MOZETb IPYHTYEThCSA HAa IPUHITHIT TIOABIMHOT IHTETparllii Ta nepeadadae nepexisa Big yrnpaBaiHHI
KaHaJaMH i OKpEMHUMU TapTHEPCTBAMH JI0 YIIPABIiHHA KOH(DIryparissMu B3aemozii, chopMOBaHUMU HABKOJIO
customer journey i CIiJIBHOIO CTBOPEHHS CIIOKHUBYO1 I[IHHOCTI.

BucHoBku. [IpoBeseHe NOCHTIKEHHS 3aCBIAYWIIO, IO TpaHC(OPMALlis MIKHAPOJAHOTO PUTEHITY 3yMOB-
JIIOE TIepeXij] BiJ| YIPaBIiHHSI OKPEMUMHU KaHaJIaMH Ta MapTHEPCHKUMH MApKETHHTOBHMH aKTUBHOCTSIMH JIO
(hopMyBaHHS IHTETpOBaHUX KOH)Irypalliii B3aemoii 3i crioknBauamu. Ha 0CHOBI y3araabHEHHS TEOPETUIHHUX
IiIXOIB, CyYaCHUX TCHJICHIIIH Ta MiXXHAPOTHUX PAKTUK OOIPYHTOBAHO B3a€MOIONIOBHIOBAHICTh T10PHIHOTO
1 KpOC-MapKETUHTY Ta 3alPOIIOHOBAHO TiOPUIHY KPOC-MapKETHHTOBY MOJIEIb, SIKA OXOIUTIOE PECYPCHO-TIAPT-
HepCHKHUH, 1HTEerpaIiifHO-KOMyHIKaIliitHy# i iHHICHO-pe3y/IbTaTHBHUIA piBHi. Ii QyHKI[iOHYBaHHS Ga3yeThCs
Ha NPUHLUII MOABIHHOI iHTErpamii — TOpU30HTaIBHOI MK yYaCHUKAMH NApTHEPCHKOI €KOCUCTEMH Ta BEPTHU-
KaJbHOI MK (i3MYHUMHE 1 HU(PPOBUMHU TOYKAMU KOHTAKTY MPOTIToM customer journey. [IpakTnyne 3Ha4eHHS
3aIPOIIOHOBAHOTO MiJIXO/AY TIOJISTAaE Y MOXKITUBOCTI (POPMYBaHHS pelIeBaHTHUX KOH(DIrypariii «mapTaep — pe-
CypcC — IHCTPYMEHT — TOYKa KOHTAKTY — €Tall customer journey — CIoyKuBYa MiHHICTh — Pe3yIbTaTy BiAIMOBIIHO
0 YMOB KOHKPETHOTO PUHKY Ta MapKeTHHTOBHX Iiiyieil mapTtHepiB. [lepcnekTrBr momaibIIuX JOCTIKEHb
OB’ s13aH1 3 EMITIPUYHOIO allpoOaIli€ro 3apONOHOBAHOT MOZET] Ha PI3HUX CETMEHTaX MIXKHAPOJHOTO PUTCHITY.
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YK 339.138:339.37:339.9

JEL M31, F23, L81

Kusizea Tersina B’siuecsiaBiBHa, JOKTOp €KOHOMIYHHX HayK, mpodecop, mpodecop kadeapu MapKeTHHTY,
JepkaBHUH TOPTrOBEIbHO-CKOHOMIUHHH YHiBepcuTeT. MopMyBaHHsSI TiOPHIHOI KPOC-MAPKETHHIOBOI MoaeJi
B3a€MOii 3i CIOKNBAYaMH B MiKHAPOAHOMY PHTeMJIi.

V crarti pocnimkeHo TpchcpopMauilo MapKETHHTOBOI B3a€MOIIi 31 CIIOKMBa4aMy B MIXKHAPOIHOMY PHTEHIII B
yMOBax riOpuau3anii KaHaJIiB Ta PO3BUTKY TMapTHEPCHKHX exocucTeM. Metoro JOCTIPKeHHST € O0IPYHTYBaHHS Ta
po3pobnenHs TibpuaHoi Kpoc- MapKETHHIOBO MoJei B3aEMOIIT 31 CIIOKUBAYaMH. Brixopucraso Merom Teoperuy-
HOTO y3arajabHEeHHs, CUCTEMaTH3alliil, MOPIBHAIBHOTO 1 CTPYKTYpHO-JIOTIYHOTO aHali3y, aHali3y BTOPHHHUX JAHUX
Ta case study. YTOYHEHO B3a€MO3B’ 130K T1OPUAHOTO 1 KPOC-MapKETHUHTY, CHCTEMAaTH30BaHO MPAKTHKH X iHTerpaii
B MDKHAapOZHOMY pHTEHIIi. 3alpOIOHOBAHO aBTOPCHKY TPHPIBHEBY MOJIEIb, 1[0 OXOIUTIOE PECYPCHO-MIAPTHEPCHKHI,
IHTerpaifHO-KOMYHIKaiiHUKA Ta LiHHICHO-pe3y/bTaTUBHUN piBHI. HaykoBa HOBH3HA ToMsrac B OOTpyHTYBaHHI
NPHHINUITY OABIHHOT iHTETpallii: TOPH30HTAIBHOI — MXK yYaCHUKaMH MAPTHEPCHKOT €KOCHCTEMH Ta BEPTUKAIBHOT —
MK Qi3HYHUMH i TMPPOBUMH TOYKAMHU KOHTAKTy IPOTAToM customer journey. [IpakTudHe 3Ha4eHHS MiIX0Oy I10-
JISTa€ y MOXKJIMBOCTI ()OPMYBaHHS pelieBaHTHUX KOH(Irypauiii B3aeMofii A7 MiABUILEHHS CIIOKUBYOI LIHHOCTI Ta
MapKETHHTOBO1 PE3yIbTaTUBHOCTI.

KuouoBi cioBa: kpoc-MapKeTHHT, TiOpHIHUE MapKETHHI, MiKHAPOIHUH MapKETHHT, MDKHAPOAHUN PUTEMI,
customer journey, COKMBYA [IHHICTh, HAPTHEPChKa €KOCHCTEMA.

UDC 339.138:339.37:339.9

JEL M31, F23, L81

Tetiana Kniazieva, Doctor of Economics, Professor, Professor of the Department of Marketing, State Univer-
sity of Trade and Economics. Formation of a hybrid cross-marketing model of interaction with consumers in
international retail.

The article examines the transformation of consumer interaction in international retail under the conditions
of channel hybridization, digitalization of consumer behavior, and the development of partnership ecosystems.
The purpose of the study is to provide a theoretical rationale for and develop a hybrid cross-marketing model of
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consumer interaction in international retail. The methodological framework combines theoretical generalization
and systematization, comparative and structural-logical analysis, secondary data analysis, and the case study
method. The relationship between hybrid marketing and cross-marketing is clarified by distinguishing their primary
dimensions of integration. Hybrid marketing focuses primarily on coordinating physical and digital environments,
channels, technologies, and data, whereas cross-marketing integrates the resources, audiences, competencies, and
value propositions of partner organizations. Their combination provides the conceptual basis for hybrid cross-
marketing interaction centered on the customer journey and joint value creation. The study systematizes current
hybrid cross-marketing practices in international retail and identifies their roles at different stages of the customer
journey. A three-level hybrid cross-marketing model is proposed, comprising the resource-partnership, integration-
communication, and value-result levels. The scientific novelty of the study lies in substantiating the principle of dual
integration: horizontal integration between retailers and partner ecosystem actors and vertical integration between
physical and digital touchpoints throughout the customer journey. This approach shifts the managerial focus from
coordinating separate channels and individual partnership activities to managing configurations of interaction
combining partners, resources, cross-marketing tools, touchpoints, customer journey stages, and consumer value. The
practical significance of the proposed model lies in its applicability to designing relevant partnership configurations,
improving consumer value, strengthening customer engagement and loyalty, and enhancing the effectiveness of
marketing interactions in international retail.

Key words: cross-marketing, hybrid marketing, international marketing, international retail, customer journey,
consumer value, partnership ecosystem.
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