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HEHPOMAPKETHUHI K IHCTPYMEHT 3BLJIIIEHHS KIJIBKOCTI TPOJAXKIB

AHoTauis. Y po0oTi HeHpOMapKeTHHT PO3MIISAAETHCS SIK MOTYKHUH IHCTPYMEHT, SIKUH CKJIAIAETHCS 3 KOMIUIEKCY MPUIHOMIB
Ta METOJIiB BIUIMBY Ha ITiJICBIIOMICTh CIIOXKMBA4a 3a/JIs1 BCTAHOBJICHHS CHJIBHIIIOTO 3B’ 513Ky MIX ITiIIPUEMCTBOM Ta L1JIHOBOIO
ayIUTOPI€I0 3 METO0 301IbIIEHHS KIBKOCTI IpoaaxiB. Bin noeanas y cobi Bci eeKTUBHI cTpaTerii 3BU4aiiHOro MapKeTHHTY 3
HayKOIO TIPO MO30K, MiIKPIIIEHOI0 AiarHOCTUYHUMU METOAAMH JOCHiIKeHb. Jlo IUX JOCHiIKEeHb 3BEPTAIOThCS i 4ac CTBO-
peHHs HOBOT poyKiiii a00 pekiiaMHOT KaMIaHii, a/pKe BOHH J0NOMAraroTh BU3HAYHUTH, SIKUH caMe CMaK, KOJIip Ta JAW3aiH mpo-
JYKTY MIPUBEPHE yBary MOKYIIIS Ta 3IHCHUTh HAHOIIBIINI BIUIMB Ha HHOTO. 3HAKOYM HEHPO]i3107I0TiuHI MPOILECH eMOIIIHHO-
KOPKOBHUX PEaKIii MOKYIIIiB, MAPKETOJIOTH MOXKYTh €()eKTHBHO BIUIMBATH Ha BCI OPTaHH BiIIYTTIiB CIIOKMBAaUiB, 32CTOCOBYIOUH
MIO3UTHBHI MOIPA3HUKH (3a1ax, 3ByK, KOJip, TAKTHIIBHI BiTUyTTs1) I €EKTHBHOTO MPOCYBaHHs ToBapiB. [IpoTe BUKOpHCTAHHS
TaKOTO iHHOBALIHOTO IHCTPYMEHTY MOXKJIMBE JIMILE 3a3/IaJieTiib 0OMIpKOBaHMM IIJIAHOM Ta 3 KOMIUIEKCHUM Miaxoaom. B cy-
YaCHOMY CBITi U1 MIATPUMAHHS KOHKYPEHTHOCIIPOMOXHOCTI IPOAYyKLii Ta ipMu 3aranoM NOTpiOHO BUKOPUCTOBYBATH Pi3Hi
(dhopmu HelpoMapKeTuHry. | [u3aifH MpoayKTy, i 1HIII HOro BIACTHUBOCTI, 100 CrIOJ00aTHCS JIFO/ISIM, MAtOTh BILIMBATH Ha BCi
OpraHul 4yTTs i Ha BCI piBHI CIPUHHATTS 1H(OpMaIii: iHTYITUBHUIA, CEHCOPHUI1, TIOBEIIHKOBHIA, PO3YMOBHIA, MOYyTTEBUH. Bci
HAOTO KOMITOHEHTH — 1€ MEXaHi3M MaHIMyJIsLii OKYMISIMHE, SIKUH J0roMarae KijbKiCHO 301TbIITyBaTh MPOAaX MPOIYKIIil Ta MO-
HOTIONI3yBaTH pUHKHU. ToMy JUIs MOKpaIieHHs e()eKTUBHOCTI 30yTy BUPOOHHKAM MOTPIOHO YacTillle BUKOPUCTOBYBATH JTOCBI]
1HO3eMHUX KOMIIaHil Ta HaMaraTHch po3poOIITU BIACHI METOAU BIUIUBY Ha MiACBIAOMICTb iXHBOI LinboBOI ayauropii. ITpore
3aJIMIIAETHCS BIAKPUTUM MUTAHHS PO3POOKU €THUYHOI CKJIAZ0BOI HOBITHIX HEHpOTEeXHOJOril B 001acTi MapKeTUHTy. Y CTaTTi
BU3HAUCHO OCHOBHI II€peBaru Ta HeAOMiKH HeHPOMapKETHHIOBUX KaHAJIB BIUIUBY. ABTOPU PO3IVISAAIOTH IOJAJIbILE iX BUBYCH-
Hs Ta po3poOKy Ha HAIliOHAJIBHOMY Ta MXKHAPOIHOMY PIBHSIX SIK OJIMH 3 BapiaHTIB HOBOMY MOIITOBXY PO3BUTKY 30yTy TOBapy
Ta MiHIMI3allii BUTPATH i IIPUEMCTB Ha JIOPOTOBAPTICHI PEKJIAMHI KaMITaHii.

Ku1ro4oBi cjioBa: MapKeTHHT, HEHPOMapKETHHI, CIIOKHBa4, 00pa3u-MeTadopH, Bi3yalbHUI MEepUYaHIai3|HT, apoMaMapKe-
THHI, KaHCEH-1HKUHIPUHT.
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HayxoBmii BiCHHK Y>KrOpOACHKOI'0 HAIOHAIILHOTO YHIBEPCUTETY

IMocTranoBka mnpo6sevu. [[jis 3aBOIOBaHHS JIiIUPYIO-
YMX MO3ULIN HA BIILHOMY PHHKY B €HOXY LIBHIKOTO PO3BH-
TKy iH(OpMalifHUX TEXHOJOIiH, MiANpPUEMCTBAM HOTPiOHO
JIOCKOHAJIO 3HATH 1 BMBYATH TOBEAIHKOBI peakilii Ha pi3Hi
BUIM 1XHBOI Tpoaykuii. HelipoMapkeTHHr ChOTOIHI 3Miii-
CHUB PEBOJIOLII0 Yy CBITI MapKeTHUHTY 1 MOYaB 3aKIMKATH
BHUKOPUCTOBYBAaTH PIi3HI CTUMYJH [UIsl BIUTUBY Ha JFOACHKHIA
MO30K 3a]Ulsl BUKOHAaHHS MeBHOT Jii. Ha 0CHOBI IOCHiKeHb
JUSUTBHOCTI MO3KY, JIOBE/ICHO, IO JFOMHA YXBAJIIOE PIICHHS
HE TUIBKM Ha OCHOBI palliOHAJbHUX CY’KEHb, a 1 HA OCHOBI
eMOLIHNUX peakIliid, siki He Moxe KoHTpoiroBaru [1]. Ileit
(GaKT BUKOPUCTOBYIOTH MIANPUEMCTBA JUISL TTiATPHUMAHHS
KOHKYPEHTHOCIIPOMOXKHOCTI CBO€ET MPOAYKIIT HA Cy4acCHOMY
PHHKY IIUIIXOM BHHAHJCHHS MPAaBUIBHOI CHCTEMH BILTUBY
Ha cBigome 1 miacigome. Lle o3navae, 1110, 3HAIOYM TPUPOTY
EMOIITHUX PeaKIliil MOKYIIIIB, TPOJABII MOXYTh BUKOPHCTO-
BYBaTH HEWPOMAPKETHHT sIK 3aci0 BIUIMBY Ha HACTPIH 1 Kyi-
BEJIbHY CIIPOMOXKHICTb Bi/IBiyBauiB MarasuHy i, sk HacIiI0K,
301IBLICHHS KIIBKOCTI IPOJIAXKIiB.

AHaJi3 ocTaHHIX HocaimkeHb i myOmikamiid. Hampsm
HEHpPOMapKETHHTY, SIKUH SIBIIsSiE€ COO00 KOMOIHAILIFO IBOX cep
3HaHb — HEBPOJIOTii Ta KJIIACHYHOI'O MApKETHHIY, € BITHOCHO
HOBHUM, aJDKe JTOKJIaHE BUBUCHHS HOTO CIIeHU(IKH MOYanocs
Tinbku B KiHii 20 cromitrsa. Cepen HAyKOBIIIB, SIKi MEPIIAMU
roYyajid JIOCHI/DKYBaTH TEOPETHYHI Ta MPAaKTUYHI 3acaau
HelpoMapKeTHHTY, BapTo 3ragary, Jx. 3anrmena, T. Keninra,
V. Cxora, B. Bynnra. MoxHa BUIIIATH HACTYITHHX BiTUH3HSA-
HUX HAyKOBIIIB, 1[I0 BUBYAJIM TICUXOJIOTIYHI MEXaHi3MHU MOBE-
niHku crniokuBaviB: A. Binmoyca, 0. I'ybapepa, O. T'yryna,
M. 3inuyka Ta iH. [2] M. Akyniu, A. Tpaiinan, @. bapnen,
P. dyni, E. Kan Ta iH., siki npoBenu (QyHIaMEHTaIbHI JOCITi-
JDKEHHS 1 OTPHMaJIM BHIATHI PE3yJIbTaTH, IO JOIOMaraioTh
3pO3YMITH NPOLIEC MUCICHHS CIOKHUBa4ya Ta MependaunTH
Horo noBeiHKy HpuU 37ilicHeHHI HOKynKH. CbOroiHi LM
nuTaHHaM 3aiiMaroTbest A H. JleGenes, O.b. T'esko, B.H. Hay-
MmoB, E.1O. Kan. [Ipote icHye Oarato nuTass, ki oTpeOyrOTh
HOJAJIBIIOTO JOCHIIIKEHHSI 1 CHCTeMAaTH3alli] pe3yIbTaTiB.

Bupinennss HeBHpilleHUX paHillle YACTHH 3arajibHOL
npo6aeMu. CTaHOM Ha CHOTOJHI 3aJHMIIAIOTHCS HE JOCTaT-
HIM YHHOM BHBYCHI BIUIUB OKPEMHUX BUIIB HEHPOMAPKETHHTY
Ha TIJICBIZIOMICTh CHOXXHBA4iB Ta CHCTEMAaTH3allil OTpUMAa-
HUX pe3ynbrariB. Lle mUTaHHs € 0COOIMBO AKTYabHUM TOMY
0 KOYKHE TIIMPUEMCTBO, Kopropailis, (ipma 3aiiikaBieHi
y 30inbIIeHH] TPUOYTKY 1 MPUBEPHEHHI YBaru sikomora Oifib-
101 KIJIBKOCTI CTIOJKHBaYiB.

Iini crarri. BusHaueHHs OCHOBHUX BMJIIB Helipomap-
KETHHTY Ta HOro IiHCTPYMEHTIB, 4epe3 sKi BiIOyBaeThCs
BIUIMB Ha MIJICBIAOMICTh 1ibOBOT aynuTopii. Cepen 3aBnaHb
po6OTH — HOCIiIKEHHS CYTHOCTI, BUAIB Ta NPUNHOMIB Helpo-
MapKeTUHTY, OTO BIUIMBY Ha IIiJICBIZIOMi peakiii MO3Ky Ha
30BHIIIHI ITOJPA3HUKHU JIFOAWHH Ta NPAKTUIHE 3aCTOCYBaHHS
Ha MPHUKJIAAaX MPOBIAHUX KOMIIaHIN CBITY.

Pesyabratn pgociaigkenHs. B Oaratbox Kepenax
3a3HAYEHO, M0 KOHIEMII0 HEHPOMapKEeTHHTY PO3pPOOHIH
ncuxonoru [apBapjackkoro yHiBepcurety B 1990-1i pp. Ls
crieniaigbHa TEXHOJIOTIS JIsiila B OCHOBY MeToay Tpodecopa
Jxepanbna 3antmena, sikuit Mae HazBy ZMET [3]. CyTb nboro
METOY MOJIATAE B TOMY, IO JJISL JOCIIKEHHS ITiICBIJOMOCTI
JIFOIMHK 3aCTOCOBYIOTh HA0OpPH 300paXKeHb, Ki BUKIUKAIOTh
y CHOXMBayiB IO3UTHUBHI eMoLii 1 3alycKaroTh IPUXOBaHI
o0pasu-meradopy, CTUMYITIOIOYH Kymisiro. Ha ixHiii ocHOBI
KOHCTPYIOIOTh TpadiuHi KoIaxi, Ki 3r0J0OM BUKOPHUCTOBYIOTh
y peKiiaMHHX poiukax. MapkeruHroBa texHojoris ZMET
€ JIOBOJII MOIYJISIPHOIO Y 3aMOBHHUKIB, 11 3aCTOCOBYIOTH Oararo
BeNUKUX kopropauill, y tomy umcai Coca-Cola, Procter&
Gamble, General Motors, Eastman Kodak, General Mills,
Nestle Ta ixmi.
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3 npuknany CIHIA Ta eBponeicbkuX KpaiH My 06auumo,
IO #1e aKTUBHE BUKOPHCTAHHS HEHPOMapKETHHT'Y, 1 KOMITaHii
B)KE 3MararoThCs HE TaK 3a SIKICTb TOBApY, SIK 32 HOTO Mpe3eH-
Talilo Ul CrIoXKKBada. BoHU roToBI BUBYATU OpPraHU YyTTiB
JIIOJMHY, CKaHYBaTU MO30K, pOOMTH (Pi310JIOTiIUHI Ta IICUXO-
JIOTIYHI JOCTIJIKCHHS, BUTPAYAOYH Ha 1€ MUIBSIPIM 1 320X0-
YyIOuu Bce Oibllie Menu4HuX crerianictiB. OCHOBHI cepu
HOro 3aCTOCYBaHHsI.

1. YoisHaBaHicTs OpeHmy. [omoBHA yMOBa CTBOpEHHS
YCHIIIHOTro OpeH/y — Iie TiCHAa B3a€MOJIisi KOMMAaHIi 3 1iIbOo-
BOIO ayJIMTOPI€I0 HA BCIX PIBHSAX CHPUHHATTS. 3aBIsSKH METO-
JlaM HEeHpOMapKEeTHHTY MO)KHA BU3HAYaTH MOUYTTS # eMoii,
SIKI BUKJIMKAIOTHCS Y KIIE€HTIB MiJ Yac B3aeEMOIIl 3 OpeHIoM
a00 MPOYKIIIEI0 KOMITaHii.

2. IlponykroBuii nu3aiiH Ta iHHOBawii. 3a JOPOTroIo
HEHPOMapKETHHIY MOXKHA JOCHIAUTH PEaklil MOKYILiB Ha
HOBOBBEJICHHsI(HAIIPUKIIA, OHOBICHHWH JW3aliH) TOBapy.
Taki peakiiii MOXHa MOOAYUTH B PE3yibTaTi OTPUMAHHS
€MOIIill, 0 3HAXOOATHCA 3a MEXKEIO JIOTIYHUX IPOTrHO3iB
MapKeTOJIOTIB.

3. BusHaueHHsT ©()EKTHBHOCTI pPEKJIAMHHUX KaMIIaHii.
HeiipomapkeTHHT Jja€ 3MOTy MOOAUUTH SIK peKjaMa BILTUBAE
Ha MiJICBIIOMICTb JIFOJIMHU Ta SIKi €MOIIIT 1 peaKilii BUKIHKAE.

4. BuuB Ha pimeHHd npo mHokynky. Helipomapxke-
TUHI BHBYAE T€, IO caMe BIUIMBAE HA PIIICHHS CIIOXKHBadya
PO TOKYIKY: 3TiIHO 3 JOCIIDKCHHSIMH, JIIOJMHA TIPH-
fiMae pillleHHs Opo MOKYIKY IiJ BIUIMBOM 0Oe3niui ¢akTopiB
(mampukiiaz, atMocdepa B MarasuHi), i 4acTo HOro HEMOX-
JIMBO TOSICHUTH JIOT1YHO.

5. Onnaitn-6i3Hec. 3acTocyBaHHS METOMIB Heipomap-
KeTUHrY B IHTepHeT-0i3Heci € MeHI JoporozarpaTHuM. Sk
HACJIIOK, HEHPOMApKeTHHT € OAWH 3 OCHOBHHX BaXkKelliB
BIUIMBY Ha aKTHUBHICTh [HTEpHET-KOPUCTYBAYiB.

6. Po3Baru. Cmaku, monisiau W ynogoOaHHs Cy4acHHX
HOKYIIIB 0araro B 4OMy 3yMOBJICHI TUM JOCBLIOM, SIKMH
BOHH OTPUMYIOTb BiJl CydacHUX BHAIB po3Bar [4].

HefipomapkeTHHT — OffHA 3 Cy4aCHHMX KOHIICIIIH MapKe-
TUHTOBOTO BIUIMBY B PO3ApiOHIH TOPTiBii, sIKa CIIHUPAETHCS
Ha JOCIIKEHHS [ICUXOJIOTIi CIIOXKUBAYiB, 1110 BUKOPHCTOBYE
TEXHOJIOT1I0 «CKaHYBaHHSD MO3KY TIOTSHIIITHUX CIIOKHBAYiB
i3 METOI BHM3HAYHTH, Ha SKi 00pa3u IiJIbOBa IpyIa pearye
HaMO1NIbII aKTUBHO, 1 pOOUTH CTaBKy Ha IMOYYTTS 1 eMoLii
kiienTiB. KoHuenmiss nepexbauae, M0 JIIOAWHA CIpUiiMae
MOAPA3HUKH HABKOJIHUIIHBOTO CEpeOBHIIA (HAIPUKIA] IIpe-
3CHTAllil0 TOBapy) MEpI 3a BCe Ha piBHI Helpogizioioriu-
HUX CUTHAJIB.

Ocb 4oTUpH MPOBIJHI TOPrOBI MAPKHU, AKi CIUPAIUCS Ha
IHCTpyMEHTAIbHI METOAM HEHPOMAapKEeTHHTY [UIS 3aIyCcKy
(hoxyc-rpyr Ta po3poOKH MapKETHHIOBUX KaMITaHii:

1. PepsiCo — kommawnis uinciB Lay’s, siki € BIAcHICTIO
PepsiCo, ocHOBHY yBary mpuiiasiia >KiHKaMm, ixHi Oiome-
TPHYHI BIAMOBI/II JOMOMOITIM CTBOPUTH iJICKO OJHOPA30BOTO
MaKyBaHHsI Ta BIJIMOBITHOT pEKJIaMHOI KaMIIaHii.

2. Komnanis Coca-Cola po3pobuia cBOIO BHYTPILIHIO
maboparopiro, ¢ TPOBOMATHCS JMOCTIIKEHHS Ha OCHOBI
METOJIIB HeWpoBi3yaiszailii, 1o J0roMarae 3po3yMiTH, SKi
pPEKJIaMHI BiJICOPOJIMKK YM OKpEeMi KaJpu 3 PeKIaMH BILIHU-
HYTb Ha PECHOHJIEHTIB [5].

3. Ebay — BUKOPHCTOBYIOUH CTpaTeTiio, OCHOBaHY Ha TeC-
Tax BUMIPIOBaHHS aKTMBHOCTI MO3KY Ta EMOIIHUX peaKiliii,
migep ramysi HeiipomapketuHry, NeuroFocus, f1omoMir Kom-
nanii Ebay cTBOpUTH iHAUBiAYyaNbHICTE CBOTO OpeH/a.

4. Daimler — BUpPOOHHK aBTOMOOLIIB, BiJIOMHIl CBOEIO
SIKICTIO BCEPE/IMHI Ta 30BHI, BiJ| iHyKeHepii q0 ecternku. Ha
OCHOBI JIOCII/DKCHb HEHPOMApKEeTHHIY Iel TiraHT MpOMHC-
JIOBOCTI BHUPIIIUB nepepoOuTH cBoi (apu, mod BoHH OiIbII
TOYHO HaragayBajH Odi JIOOMHH. 3a pesynsraramu GMPT,
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TaKui TYMaHICTUYHHN JM3aliH JaB IMOMITOBX /IO MPHEMHOT
eMOIIiIHOT peakiiii.

Jlpyroto KaTeropi€ro MeETOAOJOrii HeHpoMapKeTHHIY
€ COILIaTBbHO-TICUXONOTTYHI MeToau. COoLiabHO-TICHXOIOTIU-
HUM METOIAOM MOKHA BBa)KaTH KOHIIEIII KaHCEH-1HXUHI-
PHHTY, SIKy 3aIpOIIOHYBaB SIIOHCHKHH mpodecop Hamarauwi
Mircyo y 1970-x pp. Konuenuis naBana 3Mory nepeTBOpUTH
eMOIlil 1 MepeXMBaHHS JIFOJMHA B KOHKPETHI BJIaCTHBOCTI
MPOYKTiB Ta ixHil qu3aitH. CBOEI MOMYJISIPHICTIO KaHCEH-
IHKUHIpUHT 3aBAsuye komnanii Mazda, a came Tomrixiko
Xipero, Tu3aiiHepOBi, sIKU, IPOEKTyIoun aBToMOO1IL Mazda
MX-5 Miata, BukOpHCTOBYBaB Meroj Hamarawi, 30kpema
BIJICJIIZIKOBYBAJIM PyX OYEH, JOCIIJKYBaJIM BIUIMB 3BYKOBHX
1 TAKTUJIBHUX PIILICHB.

TepMiH «KaHCEH-1HXXUHIPUHI» 3 4acOM TPaHC(HOPMYBABCs
B «eMOLiiHui mu3aiiHy. [IpoaHai3yBaBIIN ICHXOJOTIYHI
METOJH BIUIMBY Ha CIIOKMBAYIB, SIKi BHKOPHCTOBYIOTh Y HEHPO-
MapKeTUHTY, MOXXEMO BHOKPEMUTH HAWTONOBHININ TIpyIH,
3aJIeKHO BiJl BIUIUBY Ha OpraHy Yy TTs JIOAUHU (Tabm. 1).

Illomo anamizy naHWX, HaBeACHWX y Tabmuii 1, BapTO
3pOOUTH KiJibKa BaXXJIMBUX 3ayBakeHb. Bizyamizallisi — ouH
3 OCHOBHUII cII0COOIB BIIMBY Ha MOBEAIHKY JIOAUHU, TOMY
MapKeToJoraM YKpai BaXIHBO PO3YMITH, SK IPaBHIBHO
KOPHCTYBATHCSI JIaHUM BHJIOM HEWPOMapKeTHHTY, 100 He
3aryOMTUCS B MOTOLI iH(POPMAIIHOTO MHIyMy Ta BHKIIH-

KaT y CIIOKMBa4a MOTPIOHI emorii. 30kpema, KOIipHi
pimeHHs(MepuaHIali3UHT ) HE MOXKYTh OyTH YHIBEpCAIbHUMU,
TOMY IO KOXKEH KOJip BUKJIMKA€E Yy MOKYIMIS Pi3Hi eMoIii Ta
acorriaii (Tabm. 2).

OTxe, KOJIbOpOBa TaMMa Ta ii MO€JHAHHS BiJirpae Bax-
JIUBY POJIb Y HEHPOMAPKETUHIOBIif TEXHOJIOTIT BIUTMBY Ha TTi/I-
CBiJIOMICTB CITOKMBAYiB Ta aKTUBHIN B3a€MOJIil 3 HUMH, OJIHAK
MepUaHIal3UHT BIUIMBAE JHIIE Y KOMIUIEKC] 3 1HIIMMH CKJIa-
JTIOBHUMH.

OpHUM 13 HaWNOTY)XKHINIMX MEXaHI3MiB HeWpomapke-
TUHTY € apOMaTHYHUI MapKeTHHT. MeToro apoMaMapKeTHHTY
€ aKTHBI3allis KyMiBEJIbHOI MOBEIIHKH CIIOKHBAYiB 32 JIOI0-
MOTOI0 3aI1axiB, [0 CIIPUATUME O3UTUBHOMY HACTPOIO.

3rigno gpocaimkens JII. PrommmuoBOi, 98% BCiel
pekiaMHoi iH(opMallii He CIpUMA€EThCS B3arali, a CepeHs
TPHUBAIICTh CHPUHUHATTS PEKJIAMHOTO OTOJIOIICHHS — JIMIIE
2 ceKyHIH. 3aCTOCYBaHHS TAKHX «HECIOIIBAHUX» MOAPA3HH-
KiB, SIK apOMaT, MOKE TIOIOBKUTH YacC PO3IVISLY OTOJOIICHHS
1 CIIOHYKaTH JIFOJMHY IHTEHCUBHIIIE HOro BUBUUTH. Excriepu-
MEHTH TOKa3yl0Th, III0 ApOMaTH3allisl TOProBUX MPHUMIICHb
3/IaTHA CTUMYJIIOBATH JIMHAMIKY MPOJAXIB y CEPeIHbOMY Ha
15 %, Tomy mo He Menme 70% CHOXKUBa4iB OLIHIOIOTH IO
3amaxy TakKi SKOCTI TPOJYKTY, SIK CBIKICTh 1 BHIIYKaHICTh
[7, c. 42-46]. dyxe epekTHBHO BHUKOPUCTOBYBATH apOMaTH
JULSL 30HYBaHHs TOPrOBUX HPUMIIIEHb, 0(iCiB.

Tabmums 1

T'on0BHI iIHCTPYMEHTH NCHXO0JIOTIYHOI0 BIUIMBY Ta BapiaHTH 3aCTOCYBaHHS

Merton IHcTpymMeHTH XapakTepHCcTHKA i MacITad BIUVIMBY HA CHIOKMBAYA
3oposuii | Popma Ta ynakoska ToBapy | [IpaBribHO miniOpanuii komip makyBaHHS ab0 BITPHHHM MOXKe 301IBIIYBAaTH IOIUT HA
(Bi3yanbHmMIA) Micre 30yTy ToBap Ha 30 %, He3BaXKAIOUH Ha T€, HACKITBKU NMPOIYKT MO00AETHCS TOKYTIIIIO
KaHaj «[lemnci-kona», 3MIHUBIIM KOJIp CBOE! MPOAYKILii HA CHHIH, JOMOIIach 30UIbIICHHS

KonbopoBa ramma

BioMocti Mapku Ha puaky CHJI Ha 10%.

Kinoiagyctpis

LikaBe mocmimkeHHs mpoBena KommaHis Innerscope Research, mo nmokasana Tpeitnepu
30 ¢inpMiB OinplI HDK 2 THC. 0CI0 Ta BUMIpsIa YacTOTy iXHIX CEpILEBUX CKOPOUCHB,
3MIHH JIMXaHHS, pyXy o4eil Ta cTymiHb mimmBocTi. HalicunbHinm peakuii Oyiu BUKINKaH1
nomynspHuMu  Onokbactepamu, ocodnuBo ¢inemoMm «llipatn Kapubcepxoro mops 3»,
TOMY HE JIUBHO, 110 (BinbM 3i0paB Ginbine $ 90 MitH. 3a niepiui mokasu

Bineo-pexiiama

Pexnamua kammaniss Mercedes-Benz, B skiil mepenHs 4acTHHa aBTOMOOLIS iMiTyBasia
JMOACBKI 00muyuys. 3’sCyBasiocs, IO LEH PONMK 3afisiB LIEHTP 3aJ0BOJICHHS MO3KY
PECIOH/ICHTIB, W e()EKTHBHICTh PEKJIAMHU MIiATBEPAWIACS MiABHUIICHHSIM TPOIAXKIB
xomranii Ha 12% 3a kBapra.

Kanan Hroxy

ApomMaMapKeTHHT

Meramapketn Auchan y ®panuii apomaru3yBaid KOHIUTEPCHbKI BIIITH 3amaxoMm
PI3IBSIHOTO MYJUHTY Ta IIOKOJIAJTY, III0 CTUMYITIOBAJIO 3pOCTy HpoaaxiB Ha 60 %.

YV mepexi maraszunie Wallmart y CIIIA po3nmiieHHs apoMariB XBoi 1 MAaHIAPUHIB i1 9ac
PI3ABSHUX PO3MPOAAXKIB AAJI0 3POCTAHHS NPUOYTKY Ha 22 %.

B Awmepnni # AHDIIT TOBITOMIICHHS PO CIUIATY MOAATKIB 0OPOOISIOTH 0COOIMBUMHU
pPCYOBHHAMH 3 JIOBOJII HENPUEMHHM 3allaXoM — Taki KBHTAHIIi OIJIadyyroTh Habarato
oxouiure.

3ByKOBHH My3uunnii cynposiz 3BYKOBUI u3aiiH (My3H4YHUH (DOH) cripusie 301IBIICHHIO TOBapooOiry Ha 46%.
KaHal YV Hemoporux Mara3uHax Kpaille BUKOPUCTOBYBATH eHepriitHy My3uKy (90—110 TakTiB Ha
XBUJIMHY), i1 SIKY JIFOAW IIBUALIE 3BAXKYIOTHCS 3pOOHTH MOKYIIKY.
CrpyKkTypa aymio- Cuctemu ronocoBoro camoo6ciyroyBansst (IVR Ha 6a31i MOBHUX TEXHOJOTIH), CHCTEMHU
TIOB1IOMJICHB YIpaBIIiHHA SKICTIO 00CITyTOBYBaHHS (3aIKC i MOBHA aHAJITHKA, aHAJII3 eMOLIHHOTO CTaHy
3BYKOBE IOBIJIOMJICHHSI | OIIEPATOPIB i KJIIEHTIB KOHTAKT-LIEHTPIB i aBTOMaTUYHMI aHaJIi3 BEJIMKKUX 0a3 (oHOrpam,
3aMHCYBaHUX B KOHTAKT-IIEHTPAaX), a TAKOK CHCTEMH TOJOCOBOI (i MYJIBTHMOAAIEHOIT)
OlomeTpHu4HOI ayTeHTU(]iKaLlii B KOHTAKTIEHTpaX. [IpakTudyHe 3aCcTOCYBaHHS 103BOIMIO
00po6sTH 6isbie 60% BUKIMKIB B PEXXUMI CaMOOOCITyTOBYBaHHSI
Cmax CmMmaxoBi 100aBKH Unilever cmineHo 3 Neuroconsult mnpoBiB HEHPOMAPKETHHIOBOE JIOCIIPKCHHS,
Jerycramis abu 3po3yMiTH, IO AYMAIOTh CIOXKHMBAdl MPO IXHE MOMyTApHE ecKimMo. Pesymprati
JIOCITI/DKEHHS 3aJI0BOJIGHHUIIM KOMIIAHIIO, aJDKe BUSIBHIOCS, 1[0 MOPO3UBO BHKJIMKAJIO Y
BHIPOOOBYBAHNX 3HAYHO OLIBINE 33OBOJICHHS, HIXK IOKOJIA] 1 HOTYpT.
Jotux Marepianu ToBapy Haiinpocrimmii npukian — po3poOieHHs IPUEMHOT Ha TOTHK yIakoBKU. Ha pimenHs mpo

Marepiain 101aTKOBHX
MIPEaAMETIB

IOKYIIKY MOXYTb TaKOX BIIJIMBATU M’SIKICTb 1 IIOBKOBUCTICTh TKaHUWH, OJATY, MOCTUILHUX
peqeﬁ, aJi€ 1€ BXKC IMUTaHHA HKOCTi, a HC MapKETHUHTY.

Jorcepeno: [6, 8; 9, c. 437-439; 10]
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Tabmuus 2
IIpuknagu BUKOPUCTAHHS KOJiPHUX Ta aCOUIATUBHUX pillleHb
Kouaip Acouianis Komnanisi, Aka BHKOPUCTOBYE KoJIip y pipmMoBOMY cTHTI
DioneroBuii Poskimi, kanpus Milka — 6penn mokomnay, mo HajnexuTs kommanii Mondel€z International.
Cuniit Crokiif, jiorika Facebook — oxHa 13 HaliOLIPIIMX COLIATBHUX MEPEXK Y CBITi.
IKEA — nie TpaHcHalioHanbHa Kopropaiisi, 3acHoBaHa y IlIBewil, sika € HalOLIbIIM Y
CBITI MCOJICBUM MPOJIABIICM.
3eneHuit Kopucts, exonoriunicts | Starbucks — kommaHis 3 mpogaky KaBH i OZHOYACHO Mepeska KaB sIpeHb.
YKopruit Beceroi, McDonald’s Corporation — HalibibII1a y CBITI MEpeKa peCTOPaHIB IBUIKOTO XapayBaHHS.
JPY>KeITFO0HICTD M&M's — omyIsipHi MIOKOIAIHI IyKepKH, 1[0 BHITyCKaloThest kommaniero Mars LLC.
Ilomapanueswmii | ['paitnuBicts, koMmpopT | PanTa — Mapka O€3aJKOTONBPHHX Ta30BaHUX IPOXOJONHHUX HAIOiB, fKi BUpPOOIsE
xomranist The Coca-Cola Company.
UepBoHuit Cuita, mpucTpacTb Coca-Cola — Gpen 6€3aIKOTrOIFHOTO ra30BaHOTO HAIOK0, IO HaleKUTh KommaHii The
Coca-Cola Company.
Kit Kat — cepist moxonagHux 0GaTOHYMKIB, IO BHPOONSIOTECS KommaHismu Nestlé i
Hershey.
PoxeBuit ConoKicTs, Victoria’s Secret — oqHa 3 HaHOLIBII BiJOMUX y CBITI KOMIIaHii 3 MpOAaXy KiHOYOT
CEKCYAJIbHICTD O1IM3HU.
Kopnunesnit Temno, HagiliHICTH United Parcel Service, Inc. (UPS) — kommasist, 110 creIiasi3yeTbes Ha eKCIpec-10CTaBIi
i moricTury.
YopHuit Excxmosus, mamyp | Chanel S. A. — koMmaHist 3 BUpOOHHUIITBA OATY 1 IIPEAMETIB PO3KOII.
Nike, Inc. — amepukaHChKa KOMITaHisl, BUPOOHUK CITIOPTUBHHX TOBAPIB.

JDicepeno: [11]

[I{omo 3ByKOBOTO KaHaTy, My3HKa BILIMBAE HA IIOKYIILIB HE
MeHIIIe, Hi’K Koltip Ta 3armax. Tomy y OiIbIIOCTi BEJIMKHX Mara-
3HMHIB CTBOPIOIOThH CIPUATIUBHA My3UdHUN QOH. 3a TaHUMHU
JOCTITHUIBKOTO areHTcTBa Magram Market Research, po3wmi-
peHi (6iu3bko 60 TakTiB 3a XBWIMHY) MENOJIl yacTile min-
LITOBXYIOTh JIFOAEH O IMIYJIbCHHX IMOKYNOK. JIronuHa mij
IXHBOIO Ji€I0 MOXKe BUTpatuTd Ha 35-40% Oinmbiue rpomred,
HiK 30mupanacs. Taka My3MKa pPEKOMEHJIOBaHA Mara3uHaMm
cepeHbOoi 1 BUIIOI I[IHOBOI KaTeropii — iX KIi€HTU MOXYTh
JIO3BOJIMTH COO1 HE3aIUIaHOBAH1 BUTPATH.

3a3Ha4yMBIIM TO3UTHBHI CTOPOHHM BIUIMBY HEWpoOMapKe-
THHTY JUTS TIPOCYBAHHS TMPOMYKTIB KOMITaHi#, BAPTO PO3IIIs-
HYTH HeraTuBHi cTopoHu. He3Bakarouu Ha Te, 1110 Lieil HanpsiM
MapKeTUHTY € BIJIHOCHO HOBHUM, IPOTEe € 0araro HEIOMIKiB,
SIKI TICPEIIKO/IKAIOTh HOTO BUKOPUCTAHHIO. AHAI3 MMOKa3aB,
110 OCHOBHUMU NPpo0JIeMaMy HEHPOMapKETUHTY € TaKi.

1.IIpuxoBaHiCTh JOCIIKEHb Ta METO/IIB 00OpOOKHU JTaHUX.
HeiipoMapKeTHHIOBI JOCIIKEHHSI TIPOBOAATHCS MEPEBAKHO
MPUBATHUMH KOMIIAHISIMH 200 BEJIMKUMH KOPIIOpAIIisIMH, & HE
yHiBepcuTeTamu. Uepe3 MOXKIUBUHA CTpax, L0 KOHKYPEHTH
J13HAI0ThCS IIPO BUKOPUCTOBYBaHI METOAU a00 MOXkJIUBE (Hop-
MYBaHHSI HeETHYHOTO BiJIHOIICHHS 70 MPOAYKIT 31 CTOPOHU
CTIOKMBAYiB, KOMIaHii HE PO3KPUBAIOTh METOAM OOpOOKH
nanux. ToMy y 06ararbox y4eHHX Jy’K€ CKEIITUUHE CTAaBJICHHS
JI0 pe3yNbTaTiB HEHPOMApPKETHHTOBUX KOMIIAHIH, OCKUIBKH
HEMOXXJIMBO TEPEBIPUTH CTATHCTUYHI JIaHI Ta YMOBH IMPOBE-
JIEHHS JocmikeHns [12].

2.HeBenuka KUIBKICTh OMYOIIKOBAHUX MarepiaiiB y Hay-
KOBUX JKypHanax. Lle € omHMM 3 HAaCNiAKIB TPHXOBAHOCTI
JOCTIIKeHb Ta METOIB 00poOKHu nanux. Hapasi, Haiinocto-
BipHilla iH(oOpMallil0 MOXXHA Ji3HATHUCS BiJ| KOMIaHIH, sKi
BUKOPUCTOBYIOCH IHCTpyMeHTapiil HelipomapkeTuHry [13].

3.Ilonomanns cy0’ekTuBi3My. bararo HelipomapkeTnH-
TOBHX KOMIIaHill 3asBJIAIOTH, 10 HOBI METOIH JAalOTh 3MOTY
MOZIONIATH CY0’ €KTHBI3M Ta 3pO3YMITH, IO BiZIUyBa€ OJHA KOH-

KkpetHa JonuHa. OgHAK HEHPOMAapKETHHTOBI JIOCIIDKEHHS
MoTpeOyIOTh KOIMITKOT TPHUBAJIOi POOOTH, TOMY OOOB’S3KOBO
JI0 JOCHiIKeHb MOTPiOHO 3alyudaTd 3Ha4yHy TIpyIy JIoAeH,
00 JaHi OyJIi CTATUCTUYHO JOCTOBIPHUMHU.

4.BapTicTh HEHPOMApKETHHTOBHX JOCIHIKeHb. Heiipo-
MapKETHHIOBI JIOCII/DKCHHSI JIOCTaTHBO JOPOTi, TOMY IO
B OCHOBI JOCHI/UKCHb JICKUTh BHKOPHCTAHHS MEIMYHHX
JOCHIJPKEHb 3 ICHUXOJOrii, Heilposnorii Ta HeBposorii mus-
XOM BIPOBAKCHHS JOPOTMX MEAUUHHX mpuctpois (GMPT,
EET, aliTpekiHr), ToMy JajeKo He KOKHA KOMIIaHist Moxe co0i
JIO3BOJIMTH TaKi BUIIPOOYBaHHSI.

5.IIparHeHHs 10 OTPUMAaHHS IBUIKOTO pHOyTKy. barato
JTOCIITHUKIB IICHO X049y Th PO3BUBATH 1 BUBUATH LICH HAMIPSIM
Ok PyHIaMEHTAJIBHO, aJIe TAKOXK 0AraTo XTO X0Ue IIBHJIKO
3apoOuTH Ha rapsayiii Temi. Came OCTaHHS KaTeropis Moxe
3iICyBaTH pemnyTamilo HelipoMapkeTuHry. [Ipu npomy 3aiu-
MIAIOTHCS BIAKPUTUMH IUTAHHS ITPO €THYHICTD TPOHUKHEHHS
JI0 MO3KY TTOKYIILIS

BucHoBKH Ta npono3uuii Moo noAajabIIMX 0c.i-
mkeHb. OTXe, 3a3HAYMMO, IO CHOTOIHI HAa 3MiHY 3BHYAM-
HIf OIHIII BJIACTUBOCTEH IMPOMYKTY MPHUIIIO MHCTEITBO
CTBOPIOBATH 1 MPOAABaTH BPAXKCHHS, €MOIIii, 3aJ0BOJICHHSI.
I nu3zaiin npomykry, i iHmi #oro BIacTUBOCTI, OO CHOAO-
OaTHcs JIIOISIM, MAfOTh BIUIMBATH HA BCl OPraHd 4yTTs 1 Ha
BCI piBHI CIIPUIHATTS iHGOPMAIT: IHTYITHBHUHN, CCHCOPHHIA,
MOBEIIHKOBUH, po3yMoBuii, nmouyTrreBuil. IIpu npomy obpa-
HHIT KOMIUIEKC MapKETHHTY MA€ He JIUIIE IPOJaBaTH IPOIYKT,
a i BimoOpaxkatu MiHHOCTI KommaHii (OpeHaa), i mpu 1bOMY
BUKJIMKATH TO3UTUBHUIA EMOIINHUN JOCBIN y KIIE€HTIB Ta
GaxkcaHHsS KOPUCTYBATUCS MPOAYKTOM ab0 IOCIYIOI0 3HOBY.
ToMy BUKOPHCTaHHS HEHPOMAPKETUHTY SIK KOMILIEKCY HEHpo-
MPUAOMIB, HEHPOMETO/IB Ta HEHPOTEXHOJIOTIH, SKUH OIO-
Mara€e BCTAaHOBJIFOBATH KOMYHIKAI[IITHUHN 3B’ S130K MK MiAPH-
€MCTBOM Ta CIIOXKHBUOIO AyAUTOPI€I0 HA PiBHI MiZCBIAOMOCTI
000B’SI3K0OBE /15 aKTUBi3aLlii KYIIiBIIIO TOBapiB Ta MOCIYL.
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NEUROMARKETING AS A TOOL FOR INCREASING SALES

Summary. At work neuromarketing is considered as a powerful tool that consists of a complex of techniques and methods
of influencing the consumen’s subconscious to establish a stronger connection between the enterprise and the target audience
in order to increase the number of sales. It combined all the effective strategies of conventional marketing with brain science
supported by diagnostic reseach methods. These studies are used when creating a new product or advertising campaign because
they help determine which taste, color and design of the product will attract the buyer’s attention and have the greatest impact
on him. Knowing the neurophysiological processes of emotional and cortical reactions of customers, marketers can effectively
influence all the sensory organs of consumers, using positive stimuli (smell, sound, color, tactile sensations) to effectively pro-
mote products. However, the use of such an innovative tool is possible only with a pre-thought-out plan and with an integrated
approach. In the modern world to maintain the competitiveness of products and the company as a whole to use various forms
of neuromarketing. Both the design of the product and it’s other properties, in order to please people, must affect all senses and
all levels of information perception: intuitive, sensory, behavioral, mental, sensory. All it’s components are a mechanism for
are manipulating customers, which helps to quantify sales of products and monopolize markets. Therefore, to improve sales
efficiency, manufacturers need to use the experience of foreign companies more often and try to develop their own methods of
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influencing the subconscious of their target audience. However, the question of developing the ethical component of the latest
neurotechnologies in the field of marketing remains open. The article identifies the main advantages and disadvantages of neu-
romarketing channels of influence. The authors consider their further study and development at the national and international
levels as one of the options for a new impetus for the development of a product sales and minimizing the cost of enterprises for
expensive advertising campaigns.

Key words: marketing, neuromarketing, consumer, metaphor images, visual merchandising, aroma marketing, kansei-en-
gineering.
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