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NAINEHTOUEHTPUYHICTDb Y MEJJMYHOMY MAPKETHUHI'Y:
BUKJIMKHU TA MOKJINBOCTI

CydacHa cucteMa OXOPOHH 3JI0pOB'Sl MepexuBae nepion (yHIaMEHTAIBHUX TpaHCOpMALiH,
3YMOBJICHUX KOHBEPI'CHIIIEI0 KUIBKOX BH3HAYaIbHUX (akTopiB: pedopMyBaHHS MeEXaHI3MIB
¢dinaHcyBaHHS Ta oOprasizamii MeJuYHOi JOMOMOTH, EKCIIOHEHLIWHUI PO3BUTOK iH(OpMaliiHO-
KOMYHIKAIlIHHUX  TEXHOJOTIM, Tio0ami3aliss pUHKIB MEIWYHUX TOCIYr, 3pOCTaHHS PIBHA
MoiH(GOPMOBAHOCTI Ta BUMOTJIMBOCTI MAaIli€HTIB. 32 TAKUX YMOB TPAIUIIAHI TAXOAH JO MAPKETHHTOBOL
JUSTTBHOCTI 3aKJIaiB OXOPOHHU 37I0POB'S JEMOHCTPYIOTh OOMEXKEHY €(QEeKTHBHICTh, IO aKTyalli3ye
HEOOXiTHICTh MEPEOCMHUCIICHHS KOHIENTYIBHUX 3aCa/l MEIUYHOTO MAPKETHHTY.

MenuuHuil MapKeTHHT SIBJIsI€ COO00 KOMILJIEKCHY MiAPUEMHHIIBKY AISUIBHICTD, CIIPSMOBAHY Ha
VIpaBIiHHA TPOLECAMH TPOCYBaHHA MEIUYHUX TOCIYT BiJ BUPOOHWKA 10 KIHIIEBOTO CIIOKHBAYA.
BoaHouac ne comianbHuil mporec, y Mexax sIKOro pOrHO3y€eThCsl, CTUMYJIIOETHCS 1 330BOJIbHAETHCS
MOTUT HAa MEAMYHI MOCTYTH IIJISIXOM IX pO3pOOKH, TpocyBaHHA Ta peamizamii [ 1]. Meauunuii MapkeTHHT
BUPI3HIETHCA OCOOIMBOIO YYTIUBICTIO 10 €TUYHUX CTAHAAPTIB, 3aKOHOJAABYMX OOMEKEHb 1 BUCOKUX
O4iKyBaHb MAL[i€HTIB 100 AKOCTi Ta Ge31eky mocuyr. Moro 3apianHs mosrae He JIMIIE y IPOCYBAHH]
MEIMYHUX MPOIYKTIB UM MOCIYT, alie i y popMyBaHHI T0BipH, 3a0€3MeUeHHI TPO30pocTi iHhopMallii Ta
MIATPUMII TOBTOCTPOKOBUX BIIHOCHH 13 marjieHTamu. [lalie€eHTONEeHTPHYHICT y IIbOMY KOHTEKCTI
O3HAYa€e OPIEHTAIII0 HAa CTBOPEHHS MO3UTHMBHOTO JOCBIAYy Ha yCiX eTamax B3aeMO/Ii: BiJ MepIIoro
KOHTAKTY JI0 3aBEPIICHHS JIIKYBaHHSI Ta CyIIPOBOAY Miciisi HOT0. DOpMYEThCS HE JIHIIE peKiama ITOCIyT,
a IiJIicHa cUCTeMa KOMYHIKallii, 110 3a0e3neuye eMIarito, IUpicTh Ta I0BIPY.

[TapagurmMansHUI 3CyB BiJl MPOIYKTOICHTPUYHOI 10 MAI[IEHTOIEHTPUYHOT MOJIENI MapKETHHTY
MEIWYHUX TOCIyT BifoOpakae OuIbII TJI00aNbHY TEHAEHLII0 TpaHchopMalii CUCTEMHU OXOpPOHHU
3/10pOB's, IKa B HAYKOBIH JITEpaTypl XapaKTepU3YeETbCs SIK MEpexXiJ BiJ CUCTEMH, OPIEHTOBAHOI Ha
xBopoOy (disease-centered care), 10 cucTeMH, OpiEHTOBaHOI Ha mailieHTa (patient-centered care). Taka
KOHIeNTyajabHa TpaHchopmalliis nepedoayvae He auiie MoudiKaliro MapKeTHHTOBOT0 IHCTPYMEHTApIIo,
asle ¥ mepeocMucleHHs (yHIaMEHTalbHUX LiIed Ta QyHKIi MapkeTHHry B MeauuHii cdepi, 110
00yMOBIIIO€ BUCOKY aKTyaJIbHICTb 1 TEOPETHUHY 3HAUYIIICTh JOCTIIKEHHS JAHOTO ()EHOMEHY.

@DeHOMEH Mali€HTOLEHTPUYHOCTI Y Cy4acCHOMY PO3YMiHHI € pe3yJbTaTOM TPUBAJIOI €BOJIOLIT
TEOPETHUYHMX MIIXOJIIB JI0 OpraHi3ailii MeAUYHO1 JOMOMOTH. MeTOAO0OT1uHI BUTOKH JIaHOT KOHIIETIIIIT
MOKHa mpocTexkutu B poOortax E. Balint (1957), skuii Bmepiie apTUKy/IIOBaB 1J€H0 «HAalli€EHTa K
YHIKaJIbHOI 0COOMCTOCTI» Ha MPOTUBAry O10MeIUYHIM MOJENI, 0 PO3TJsAala NalleHTa MepeBakHO K
kniHiyHUE Bumagok. [lomanmeinmii po3BuTok KoHuemiiss orpumana B mpaisgx G. Engel (1977) Ta
I. McWhinney (1986), siki chopmyntoBain 010nCHXOCOLIaIbHY MOJENb MEIULUHY, 10 aKIEeHTyBaja
yBary Ha HEOOXIJHOCTI BpaxyBaHHSA He JMIIE Ol0JOTriYyHHUX, aje N IMCHUXOJIOTIYHMX Ta COLIabHUX
(hakTOpiB y TIpoliecax AIarHOCTUKH Ta JIIKyBaHHS.

Y MapKeTHHrOBOMY KOHTEKCTI MAl[ieHTOLIEHTPUYHICTh MA€ TEOPETHUHI 3B'I3KU 3 KOHIEMIIIEI0
KJIIEHTOOPIEHTOBAHOCTI (customer-centricity), mo HaOyna nomupeHHs B 1990-x pokax [2-3]. OgnHak, sk
3a3HayeHo y [4-5], Malli€eHTOLEHTPUYHICTh MA€ CYTTEBI BIAMIHHOCTI BiJ] KJII€HTOOPIEHTOBAHOCTI,
3yYMOBJIEHI CIEeNU(]IKOI0 METUYHUX TOCTYT Ta OCOOJWBHM CTAaTyCOM IAIli€HTa, KWW HE MOXe OyTh
PEIyKOBAHUH J10 MOHSATTS «KIIEHT» a00 «CIOKUBAWY.

AHali3 HayKOBOi JITEPaTypu JMO3BOJIIE BU3HAYWATH TAMI€HTOICHTPHUYHUN MAapKETHHT SIK
KOMIUIEKCHY CHCTEMY MAapKETHMHI'OBOi AISJIBHOCTI 3aKJIaAy OXOPOHM 370pOB's, IO IPYHTYETHCS Ha
MPUHIMIIAX XOJICTUYHOTO MiAXO0MY A0 MOTped MallieHTa Ta iHTerpamii BCiX MapKETHHTOBUX (YHKIIIH
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HABKOJIO 3aBJIaHHS CTBOPEHHS IIHHOCTI IS TAIll€HTa Ha KOXKHOMY eTami Horo «uuisxy» (patient
journey).

[{udposizalis CUCTEMU OXOPOHHM 3JIOPOB'Sl CTBOPIOE OE3MPELENSHTHI MOMJIUBOCTI IS
NepcoHati3amii MapKeTHHTOBUX KOMYHIKAIli Ta MiABUIICHHS JOCTYIIHOCTI MEIWYHUX MOCIHYT.
IMmiemenTarnis nudpoBUX TEXHOIOTIH Y MAPKETUHTOBY MIsUIBHICTh MEIUYHUX 3aKJIAJiB BiI0OyBAETHCS
32 TAKUMH OCHOBHUMH HampsSIMKaMu:

— 1HTerpoBaHi CUCTEMH yIPaBIiHHS NarieHTChKUM 1ocBigoM (Patient Experience Management)

— KOMILIEKCHI TIPOTpaMHi PIllIeHHS, 1110 32a0€31Meuy0Th KPOCKaHAIBHY B3a€EMOIIFO 3 MAI[IEHTAMH Ha OCHOBI
KOHCOJTIJIOBAaHKMX JJAHUX PO IXHI KJITHIYHI Ta MIOBEIIHKOBI XapaKTEPUCTHKH;

— TexHoyorii posmupeHoi peanbHOCTI (AR/VR) y MapKkeTHHTOBHX KOMYHIKAIisIX —
BUKODHCTAHHSA BIPTyallbHOI Ta JOMOBHEHOI peaJbHOCTI MJs Bi3yaiizamii MEAUYHUX MPOLEyp,
JIeMOHCTpaIlii MeAMYHUX TEXHOJIOT1H Ta GacuiiTamii NpUHHATTS pillleHb NallieHTaMH;

— IUTYYHUN IHTENEKT Ta MPEJUKTUBHA aHAJITUKAa — 3aCTOCYBaHHS alTOPUTMIB MalIMHHOTO
HaBYaHHS IS MPOTHO3YBAHHS MOBEAIHKH TAIlI€HTIB, TEPCOHAI3aMii MAPKETHHITOBUX TOBITOMJICHb Ta
ONTHUMI3aIlil KIIHIYHUX MapIIPYTiB;

— MOOLTBHI JOJATKH Ta TENEeMEIUYHI TATPOPMH — PO3BUTOK MOOLIBHHUX TEXHOJIOTIH, IO
3a0e3MeuyroTh JUCTAHIIMHY B3a€EMOJII0 3 MEIMYHMMHU 3aKjiaJiaMd, MOHITOPUHI CTaHy 3/I0pOB'A Ta
IHTETpaLito MEINYHUX TTOCTYT Y TIOBCAKICHHE KHUTTS MALlI€HTIB.

[lepconamnizaiiisi CTaHOBUTH OAMH 13 (yHIAMEHTATbHUX MPUHIUIIB MAll€HTOLEHTPUYHOTO
MapKeTHUHTY Ta pealli3yeThCS dYepe3: MIKPOCETMEHTAIlil0; OMHIKaHAJIBbHI KOMYHIKAI[IiHI CTpaTerii,
KOHTEHT-MapKeTUHT y cepi 0XOpoHU 310poB's. Takoxk, 0cOOIMBOTrO 3HaAUCHHS HA0YBAIOTh MEXaHI3MHU
dbopMyBaHHSI JTOBipH dYepe3 comianbHi JoKasu (social proof) Ta cucTeMaTHYHUN peIyTaIiiHAN
MEHEKMEHT. 3riHo [1], 0JHUM i3 KITFOYOBUX TPEH/IIB € CTBOPCHHS OE3II0BHOTO JOCBIIY MAIli€HTIB, [0
NnoeaHye MUGPPOBI Ta TpamWIiiiHI KaHAIM B3a€EMOJIii, 30KpeMa 4depe3 CTBOPEHHsS TiOpHIHHX MOjeien
HaJaHHs TOCIYT, IHTerpauiro OHJaiH Ta odraiiH maHux, QR-TexHonoriii Ta MOOUIBbHI pIlIEHHS B
¢biznyHOMY TpOCTOpi KIiHIK, (QOpPMYBaHHS TMPOrpaM JOSUIBHOCTI 3 1HTETPOBAaHHM LHU(POBUM
KOMITOHEHTOM.

Otxe, TpaHcpopMmaliss MEIUYHOIO MAapKETUHTY VY HANpsSIMKy MallleHTOLEHTPUYHOCTI €
BIIMOBIAI0 Ha (yHIAMEHTalbHI 3MIHM B CHUCTeMI OXOpPOHHM 3J0pPOB'Sl Ta BioOpakae 3arajibHy
TEHJICHIIII0 T'yMaHi3alii cyyacHoi Meauuau. KonnenTyanizalis namieHTOEeHTPUYHOIO MapKETHHTY K
0araTOKOMIIOHEHTHOI CUCTEMH JI03BOJISIE PO3POOUTH KOMITJIEKCHI CTpaTerii, 10 IHTerpy0Th TPAULiiHI
MapKETHUHI OBl IHCTPYMEHTH 3 IHHOBAI[IMHUMHU M1/1X0/IaMH, OPIEHTOBAHUMHU Ha CTBOPEHHS MTO3UTUBHOTO
MaIieHTChbKoro nocBimy. I[lepcnekTUBHUMHU HampsMKaMH MOJAAJbIIUX JOCHIIPKEHb MOXE CTaTh
PO3pO0JIeHHs raly3eBO-ClelU(PIUHUX MOJIENeN Mall€eHTOLEHTPUYHOTO MapKETHUHTY AJI PI3HUX THUIMIB
MEINYHUX 3aKIa/iB.
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