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HIHHICHA ITPOIO3UIIA CEPBICHOI EKOCUCTEMHA

3a BHU3HAYEHHSAM AMEpPUKAHCbKOI MapKETHHIOBOI acowialii, MapKeTMHI — 1€ “Ipolec
CTBOpEHHS, 1H(POpPMYBaHHS, JIOCTABICHHS Ta OOMiIHY MPOIMO3HUIISIMH, IO MAlOTh I[IHHICTH IS
CIOKMBAYiB, KIIE€HTIB, MapTHEpiB 1 cycnuibcrBa 3araiom” [1]. Y 1mbOMy KOHTEKCTI IIHHICTh
PO3TIISIIAETBCS K KJIIOUOBHHA KOHCTPYKT, IIO Bif0Opakae OYiKyBaHI BHUTOJM PUHKOBOI MPOIO3MIIII.
TpanumiitHO ii TpakTyBaldM SK OJHOCTOPOHHIO iHIMIATHBY (PipMH, HATOMICTh CEPBICHO-JIOMIHAHTHA
JIOTiKa Ta €KOCHCTEMHUN MapKETHHT IiJKPECTIOI0Th, 10 IIHHICTh CTBOPIOETHCSA y B3aEMOJIil, uepe3
IHTErpaIliio PecypciB 1 IHCTUTYIIIHHY Y3TO/UKEHICTh Jili pUHKOBHX akTopiB. Lle 3ymoBoe moTpedy B
MEPEOCMHUCIICHH] IIHHICHOI MPOMO3UIii SIK JUHAMIYHOTO, 0araTOpiBHEBOIO Ta CIIBCTBOPIOBAHOTO
MEXaHi3My B MEXaxX CEpBICHOI EKOCUCTEMH.

L{inHicTh (BapTicTh) SIK €KOHOMIYHA KaTeropis Oepe CBiif MOYATOK y KIACHYHIN €KOHOMIUHIN
JyMIIi Ta CIIEPIY PO3TJsiAanacs 4yepes npusMy TpyaoBoi Teopii Baprocti (A. CwmiT, . Pikapno, K. Mapkc
Ta iH.), 3TIIHO 3 KO MIHOBa BapTICTh TOBapy (auen. exchange value) BU3HaYanmach 00CITOM Tpaili,
BUTPAYEHOI HA MOT'0 BUPOOHHUIITBO, a CIIOKUBYA BAPTICTh (aHel. use value) po3risganach sK 31aTHICTD
TOBApy 3aJ0BOJILHATH MOTpeOu. Y momansmomy Oyna copMoBaHa Teopist rpaHU4HOI KopucHocTi (B.
Jl:xeBonc, K. Menrep, E. bem-basepk, M. Tyran-bapanoBcekuii Ta iH.), II0 JOMOBHHIIA TPYIOBY
MPUPOJTY BAPTOCTI BU3HAUEHHSIM Cy0’ €KTUBHOI 1 00’ €KTUBHOI IIIHHOCTI 3 TIO3HUIIiT CIIO’KUBayYa. Y TIPOJIOBK
XX CTOMTTS pa3oM 3 €BOJIOLIEI0 KOHIEMIIH MapKeTHHTY cPOpMyBaBCs MapKETHHTOBHUN MiAXiT 10
BuB4eHHs miHHOCTI (M. IToprep, I1. Ipykep, ®@. Kotnep Tta iH.). CioXUBaLbKy WIHHICTD (aHe1. consumer
value) mouanu po3yMiTH SK YUCTy BUTOIY, IO BKIOYAE HE JnIiIe (PyHKIIOHAIbHY KOPHCHICTH, a i
SKICTh, CEpPBIC Ta IHIIlI BUTOJAM 3a BHUpaxyBaHHSAM ButTpar. Ha moudatrky 2000-x pokiB miJ BIUIMBOM
MapKETUHTY B3a€MOBIJIHOCHH Ta MAapKETHHIY JOCBiAy copMyBasiocs O6araTOBUMIpHE YSBJIEHHS NPO
IIHHICTH SIK MOETHAHHS (YHKIIOHATBLHUX, €MOLIMHUX 1 COIIaJIbHUX ACTEKTIB, IO CIPHUSIO MEPEX0ay
BiJl TOBAPOLIEHTPUYHUX JI0 OPIEHTOBAaHMX Ha B3a€MOJII0 KOHIEMIIH, 30KpeMa COLiaJbHO-€THYHOTO
MapKeTHHTY Ta MapKeTHHTY chiBmpatli [2, c.28].

[Topanpiie mnepeocMHUCICHHS TMOHATTA IIHHOCTI BiAOyJOCs 3 TOIIMPEHHSM CEepBICHO-
noMiHaHTHOI Joriku (Oari C/JI) 3 cepennnn 2000-x pokiB. [IprOiuyHMKY 111€7 MApKETUHIOBOI MApaAUTMU
aKIEHTYIOTh yBary Ha KOHIIENTaxX “I[iHHOCTI y CIOXUBaHHI” (awen. value-in-use) ta “IiHHOCTI B
KOHTEKCTI” (anen. value-in-context), miakpeciro4uu, mo (GipMH HE CTBOPIOIOTH i HE JOCTaBISIOThH
LIHHICTb, a JUIle GOPMYIOTh IIIHHICHI IPOMO3HUILii, sIKi HA0yBarOTh 3HAYEHHS Il KOPUCHOCTI B KOHTEKCTI
nocsiny Oenediniapa. 3rigno 13 C/IJI Bci pUHKOBI AKTOPU BUCTYIAIOTh K 1HTETPaTOpPH peCcypciB, 1110
CIUJIHO Ta B3a€EMHO CTBOPIOIOTH LIHHICTh Y MeXax cepBiCHUX ekocucteM [3, c¢.135]. L{ro Touky 30py
noausitoth Takok @. Kornep 1 B. Carkap, siki y cBoeMy OaueHHI €KOCHCTEMHOTO MapKETHHTY
M1AKPECTIOI0Th BaKIMBICTh LITICHOT, KOONIEPATUBHOT B3a€MO/I11, 10 IHTETPYE NiSTIBHICTh PI3HUX AKTOPIB
— MIJIPUEMCTB, CIIOKHBAUiB, CIUIBHOT 1 PETYJIATOPIB — y M€XaX €IUHO] JIOT1KH CIJIBHOTO CTBOPEHHS
iHHOCTI [4].

EBomrortiss mOHATTS MIHHOCTI 3aKJjajia MATPYHTS sl TIEPEOCMHUCIICHHSI IIIHHICHOT TTPOITO3HITIi.
CdopmoBanuii y mpakTuili KoHCaITHHToBoi kommanii McKinsey TepmiH “LliHHICHA MIPOTMO3UILis” 3rOA0M
OyJ0 KOHUENTyaJi30BaHO 4epe3 HHU3KY (GperMBOpPKIB, MOKIMKAHUX Y3TOJUTH PUHKOBI MPOMO3MIII{
KOMIaHi# 13 moTpedamMu Ta O4iKyBaHHSIMH CIIO’KUBAYiB.

Merononoris QFD (Quality Function Deployment), po3po6iiena B Snonii Hampukinmi 1960-x i
ananToBaHa Ha 3axonai y 1980-x, cTpykTypye CcHoxuB4i NoTpeOM Ta BHM3HA4Ya€ MPIOPUTETHI
(GyHKIIOHANIbHI XapaKTepUCTUKHU ToBapy. MoJens iepapxii cioxkuBalibkoi HiHHOCTI Bynpadda nos’s3ye
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XapaKTEPUCTUKUA TOBAPY 3 HACIHIJKaMU HOTO BUKOPUCTAHHS Ta OCOOMCTUMH IIJISIMU KilieHTa. Moenb
Kano xnacudikye xapakTepUCTHKU 3a iXHIM BIUIMBOM Ha 3aJ0BOJICHICTH: 0a3oBi (must-be), miHiiiHI
(performance) Ta Taki, MmO BHKIMKaIOTh 3axorieHHs (delighters). KanBa minHiCHOT mpomo3uiii
OctepBanbaepa (aunen. Value Proposition Canvas) 3ictaBisie “po0OOTH CriokuBada’, HOTo 00J1i Ta BUTOAH
3 BJIJACTUBOCTSIMU TOBApy YH MOCIYTH, AKi Ma€ Haaatu ¢ipma. [Tompu cTpyKTypOBaHICTh 1 3aCTOCOBHICTb,
3a3HaueHI PPEeHMBOPKH 3aTUIIAOTHCS (iPMOLIEHTPUYHUMHU: JKOJIHA 3 MOJIEJICH HE PO3IIISIa€ CIIOKUBavYa
YW 1HIIMX CTEHKXOJIJIEPIB SK IMOBHOIIHHUX CIIBTBOPIIIB IIIHHOCTI Ta HE BPAaxOBY€E MOTEHITIA] CIUIBHOI
LIHHICHOT MPOTIO3MIIii.

3rimno 13 CIJI, cepBicHa ekocucTeMa — II€ CHUCTEMHE SIBHINE, [0 BHUHUKAE BHACIIIOK
JMHAMIYHOT B3a€MOJIi Ta 1HTErpamii pecypciB pi3HHMX PHUHKOBHUX AKTOPIB y MeXaxX IHCTUTYLIHHHX
MeXaHI3MiB (HOpM, CTaHIAPTiB, NMpaBuil). BilmoBigHO, IHHICHA MPOMO3UIliS Ma€ BUCTYIIATH B SIKOCTI
KOH(iryparii B3a€MOIIOB’A3aHUX TPOMO3UII MK MiANPHEMCTBAMH, KII€HTaMH, MapTHEpaMH Ta
THIIIMMU CTEHKXOJIJIEpaMU Ha TPhOX PIiBHAX CEPBICHOT €EKOCUCTEMHU:

— MIKpOPIBEHb: AiaJuHi OOMIHH Mi’K OKPEMHUMH 4KTOPaAMHU;

— ME30piBEHb: KOJICKTUBHUM MPOCTIP CITIBTBOPECHHS I[IHHOCTI;

— MaKpOpiBeHb: IHCTUTYILIIHE CepeOBHUIIIE, TKe (POPMYE MPOLIECH CIIIBTBOPEHHSI LIHHOCTI.

Tabmuns 1 - XapakTepuCTUKH IHHICHOT IPOMO3HIIii CEpBICHOT €KOCUCTEMU

CyTHICTBh Crpykrypa 3anmyueHi AKTOpH Busznauenns OOMeKeHHs
LIHHOCTI

JUHaMi4Ha OaraTopiBHEBa MiAMPHEMCTBO, [iHHICTH CIIJIBHO BHCOKa
CYKYIIHICTh (mikpo, me30, KJIIE€HTH, CTBOpEHa, CKJIAJHICTb;
B3a€MOIIOB’I3aHUX | MaKpo); B3aEMHI MOCTavYaIbHUKH, KOHTEKCTyalbHa Ta | morpeba y
iHHICHUX 3B'SI3KH; MapTHEpH Ta iH. IHCTUTYIIIHO KOOpauHarii i
MPOTIO3UIIH y IHCTHTYLIHHI ¢dopmarnizoBana BHUCOKOMY piBHI1
CepBICHIH MeXaHi3MHI TOBipH
€KOCHCTEMI

LDicepeno: cknaoeno agmopom

baratopiBHeBa, OpieHTOBaHa Ha B3a€EMO/III0 Ta IHCTUTYLIHO y3rOJ/PKEHA I[IHHICHA MPOMO3UIIIs
CEepBICHOI ekocucTeMu 3abesnedye cTiiike i MacmTaboBaHEe CHIBCTBOpPEHHs LiHHOCTI. Hampuknan, y
chepi e-commerce IuiaTGopma Hagae 1HPPACTPYKTYpY, PO3POOHUKM — (PYHKIIOHAJIBHICTD,
NoCTa4yalbHUKU — ACOPTUMEHT, OaHKM — (iHAHCOBI CEepBiCH, KOPUCTYyBaui — JaHl W 3BOPOTHHM
3B’SI30K, a PEryJIATOPH — HOPMATUBHY 0a3y. AHAJIOTIYHO B OXOPOHI 37J0pOB’S IIHHICTh BUHUKAE JIUIIIE
32 YMOBM Y3TOJUKEHOI B3a€MOJIIi JIiKapeHb, TEXHOJOTIYHUX MOCTadyalbHUKIB, CTPAXOBUX KOMIIaHil,
JIep>KaBH Ta MAIlIEHTIB.

[ToHATTS IIHHOCTI B MAapKETHHTY €BOJIIOLIOHYBAJIO BiJ] OO ’€KTMBHHUX Ta CyO €KTUBHHMX
XapaKTepUCTHK TOBApY 0 KOHTEKCTYaJbHOTO, CITIBCTBOPEHOTO pe3ysbTaTy B3aemomii. Lle 3ymoBwmiio
nepexij Bif GipMOIEHTPUYHUX MOJIeTIel 10 OaraTopiBHEBOTO MEXaHi3MYy IIHHICHOT IPOMO3HIIil B MEKax
CEpBICHOI €KOCUCTEMM SIK IHCTPYMEHTY Y3TO/KEHHS Iiii, 1HTerpauii pecypciB Ta IHCTUTYLIHHOIO
3a0e3MeueHHs CIIIIBHOTO CTBOPEHHSI LIIHHOCTI.
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