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CymcoKutl HAYioOHANLHUL A2PAPHULL YHIGEpCUmem

MOJAEJII OHIHIOBAHHSA JIOAJIBHOCTI B YMOBAX I'lBPU/THOT'O
KJIIEHTCBKOI'O JOCBIAY MAJIOT'O BIBHECY

Mema Oocnidocenns nonsicac y cucmemamusayii mooenei OYiHiO8aAHHsL NOSILHOCIE 8 YMO8AX 2iOPUOHO20 KIIEHMCLKO-
20 00C8i0y Manoeo OizHecy ma Qopmy8aHHi NPUKIAOHO20 NIOX00Y V 8UiAdi IHmMe2po8anoi Moodeii 2ibpudHOi 10sAIbHOCHI.
Memoouka docniodcents 6a3yemvpcs HA aHANI3E U NOPIGHAHHI HAYKOBUX Odicepel, Kiacugikayii mooenei i mempux, 6i060pi
nioxo0ie 3a Kpumepiamu MiHIMATbHUX OQHUX MA MOOEN8AHHI 36 S13K16 MIJIC 00C8IO0M, 3A0080JIeHICMIO Ul 10sIbHICII0. YV
pesynvmami Buokpemneno 4 0cHO8HI MoOeni OYiHIOBAHHA NOANLHOCMI 01 MAn020 OisHecy ma Ha 6a3i yux mooenell 3a-
NPONOHOBAHO [HMESPOBAHY MOOENi OYIHIOBAHHS 2IOPUOHOT TOATLHOCTI I3 MIHIMATbHUM HAOOPOM 3MIHHUX. 3anponoHO8aHO
aneopumm pos3paxynxy 2ibpuoHoi nosaneHocmi 014 manoeo 6iznecy. Ilpakmuuna 3sHauywicme noasA2ae y momy, wo Mooeis
B8NPOBAVIAICYEMBCS D3 3HAUHUX pecypcis, 3a0e3neyye €0UuHUL NOKA3HUK OJis1 MOHIMOPUHEY OUHAMIKU, ceeMeHmayii Kiienmis i
npiopumusayii nNOKpawiernsb 63aeMo0ii.

Kniouoei cnosa: nosnvuicms KIienmis, oMHIKAHATbHICMb, MoOeni oyiniosanHs nosrvhocmi, Net Promoter Score (NPS),
RFM-ananis, 3a0o6onenicmo kaicnmis, manuu OizHec.

Ustik Tetiana, Melnyk Oleksandr
Sumy National Agrarian University

CUSTOMER LOYALTY EVALUATION MODELS WITHIN THE HYBRID
CUSTOMER EXPERIENCE FRAMEWORK OF SMALL-SIZED ENTERPRISES

Customer loyalty has become harder to evaluate for small businesses operating in a hybrid customer experience where
offline interactions continuously intersect with digital touchpoints. The relevance of this topic is driven by two practical
realities: first, loyalty is increasingly shaped by the combined effect of multiple channels rather than a single purchase moment;
second, small enterprises typically face severe constraints in data availability, and analytics skills which makes many full-scale
measurement frameworks unrealistic. The purpose of this study is to structure the landscape of loyalty assessment approaches
for a hybrid context and to develop a feasible measurement approach for small businesses in the form of an integrated Hybrid
Loyalty model that can be applied with minimal data. The research methodology relies on comparative analytical review and
conceptual synthesis of loyalty measurement approaches, followed by model design and operationalization. Models and metrics
are classified by how they interpret loyalty and by their data requirements. Practical selection criteria are applied to identify
approaches that can be implemented using simple customer surveys and basic sales records. The study then models the logical
relationships between experience drivers, perceived outcomes, and loyalty manifestations, and proposes a scoring procedure
that converts heterogeneous inputs into an interpretable composite indicator. The results include a structured taxonomy of
loyalty evaluation approaches and the identification of four practical “cores” that are feasible for small businesses. Building
on these cores, the Hybrid Loyalty model integrates three dimensions — attitudinal loyalty, e-loyalty, and behavioral loyalty —
while explicitly accounting for offline experience quality, online experience quality, and omnichannel integration as antecedents
through overall satisfaction and perceived value. A minimal dataset and a straightforward scoring logic are defined to compute
sub-scores and an overall HL index suitable for tracking dynamics over time. The practical value of the article lies in providing
small businesses with a low-cost, repeatable measurement toolkit that can be run with commonly available tools and translated
into actionable management decisions. The integrated index supports monitoring loyalty trends, segmenting customers for
retention and reactivation, prioritizing improvements across offline, online, and cross-channel processes, and evaluating
whether service changes actually translate into stronger loyalty outcomes.

Keywords: customer loyalty, omnichannel, loyalty measurement models; Net Promoter Score (NPS), RFM analysis,
customer satisfaction, small business.

MMocranoBka mnpodiaemu. [iOpumHUN KITIEHTCHKHUA
JIOCB1JT MaJIOTo Oi3HECY POPMYE JIOSIIBHICTh Y CEPEIIOBHIIL,
Je odaaiH-B3aeMOoisl (KOHCYIbTAIIs, CEpBIC y TOUII ITPO-
JTaXy, BHKOHAHHS 3000B’3aHb) MOCTIHHO MEPeTUIiTaEThCS
3 OHJIAIH-KOHTaKTaM# (COIiaibHI Mepexki, MeCceHIKepH,
CaiiT, BIATYKH). 3a TAKUX YMOB JIOSUILHICTB TIepecTae OyTh
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NpPSIMUM HACJIJIKOM OKPEMOI TOKYNKH W HpPOSBISETHCS
SK KOMIIJIEKCHAa Peakilisi Ha CyKyIHICTb TOYOK KOHTaKTY
Ta Y3TO/DKEHICTh TepexofiiB MK KaHaimamu. [IpoGmema
MOJIATAE B TOMY, IO TPAAHUIIHHI IMiIXOAHN IO BUMipIOBaHHS
JOSUTPHOCTI 9acTo (OKYCYIOThCS a00 Ha TOBEiHKOBHX
JaHuX, a00 Ha CTaBJICHHI Ta HaMipax, abo Ha SKOCTi cep-
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BiCYy B OKpEMOMY KaHaji, TOAI SK y TiOpUIHOMY AOCBiji
KIIIOYOBUM CTA€ caMe IO€JHAHHS IUX BUMIDIB Yy €IUHIN
CHCTEMI OLIIHIOBAHHS.

s Mmasoro 6i3Hecy s mpoOIeMa IO CHITIOETHCST 00Me-
JKCHICTIO pecypciB, HECTauel0 CTPYKTYPOBaHHMX IaHUX
1 BIICYTHICTIO PO3BMHEHOI aHaIITUUHOI 1H(pacTpyKTypH,
KITIIEHTCHKI 0231 MOXXYTh OyTH HETIOBHUMH, iCTOPIs ITOKY-
0K — (hparMeHTapHOIO, a PEryJspHi JOCIIPKCHHS — iHaH-
COBO HEJOCTYHNHHUMH. Y pE3ylbTaTi BIACHUKH M MeHe-
JOKEpH 4acTo HE MalOTh IHCTPYMEHTIB, SIKi OJHOYACHO Oy
0 METOAMYHO KOPEKTHHUM JJIs TIOpUIHOTO CepeaoBHIIa Ta
peanictTudHUM y BrpoBakeHHi. Came 1 po30LKHICTH
MK CKJIQIHICTIO Cy4acHOTO KJTIEHTCHKOTO IUISXY Ta 00Me-
KEHHSIMH BHMIPIOBAaHHS JJIsi Mayioro Oi3Hecy BH3Hayae
moTpeOy B MpaKTUYHIN IHTETpOBaHIM MO OLIHIOBAHHS
JOSITHHOCTI, SIKa Ja€ 3pO3yMUIMH y3aralbHEHWH iHAWKa-
TOp 1 BOIHOYAC TOSICHIOE, 32 PAaXyHOK SIKUX KOMIIOHCHTIB
JIOCBIy JIOSUTBHICTH (POPMYETHCSI 200 BTPAYaETHCS.

AHaJi3 OCTaHHIX 10c/iTxKeHDb | myOaikauiii. Y cyuac-
Hill HaykoBil JiTeparypi copMOBaHO 3Ha4YHUI KOpITyC
Ipamb, MPUCBSIYCHUX OIHIOBAHHIO JIOSIIBHOCTI B yMO-
BaX YCKJIQIHCHHS KIEHTCHKOTO JOCBIAY Ta IO€IHAHHS
OHJIAMH- 1 oaifH-B3aeMoail Masoro 6i3Hecy. BiTun3nsaHi
JIOCIIJDKEHHSI aKUEHTYIOTh Ha HEOOXiJHOCTI BHOYIOBY-
BaHHS ILUTICHOT B3a€MOJIT MiX OPEHIOM i CIOXHBAYEM
Yyepe3 y3rO/DKEHHsS KaHaliB Ta IHCTPYMEHTIB KOMYHi-
Kamii: 30kpeMa, Koporyn B. 1., Komicank M. K., Kpas-
gerko O. B. [1] po3misiiatoTs OMHIKaHAIEHUI MapKETHHT
SK OCHOBY 1HTEI'POBAHOTO KOHTAaKTYy 3 KJII€HTOM, IIIO CTBO-
pioe TepeyMOBH It Oinbin crabibHOI NosuibHOCTI. Ha
PiBHI YIIPaBIiHCBKHX MPAKTHK Y MajioMmy 6i3Heci Maka-
posa B. B., Makapenko H. O. [2] miakpecinioioTs npu-
KJIaJ{Hy OTpedy B TAKMX MOZAENSIX JIOSUIBHOCTI, SIKi cIiipa-
FOTHCS Ha PEaNiCTHYHI IS i IPHEMCTB TTOKa3HUKH Ta HE
BHMAraroTh CKJIaHOI aHAJIITHYHOI iHPpacTpyKTypH. 3apy-
ODKHI POOOTH, Y CBOIO Yepry, OOIPYHTOBYIOTb, IO JIOSIb-
HICTH Jefaii YacTille € pe3yJbTaTroM He OKpPeMoi TpaH-
3aKLii YM KaHally, a SIKOCTI customer journey Ta Ju3aiiHy
TOYOK KOHTakTy; 30kpema, Reitsamer B. F., Stokburger-
Sauer N. E., Kuhnle J. S. [4] noka3yroTs, 1m0 e(beKTHBHi
KITIIEHTCBHKI MapIpyTH 3[aTHI HOCHITIOBATH JOSUTBHICTD (Y
T. 4. Yyepe3 MEeXaHi3MHU CIIOKHBaY-OpeH]| 111eHT1/1(b11<au11)
aGao W., Ji iang N. [3] y Mexxax mijgxomy customer Journey
design neranizytors, 10 KPUTHYHHMH € y3roz[>KeH1CT},
0e31I0BHICTh nepexozuB 1 KOHTEKCTHA PpEJICBAHTHICTh
OMHIKaHAJIbHUX B3a€MOJIH.

BonHowyac 3HayHa YacTHMHA aKTyaJbHUX ITyOJTiKamii
KOHIICHTPYEThCS Ha IM(PPOBUX JieTepMiHaHTax e-loyalty Ta
olepalioHaizanii JOsSIbHOCTI Yepe3 METPUKH, NPUIATHI
JUISL TIPAKTUYHOTO 3aCTOCYBaHHS. Y MOJEIISIX €JIEKTPOHHOI
JIOSUTBHOCT] KJIFOYOBMMH 3MIHHMMH BHUCTYIAIOTH e-trust
Ta e-satisfaction, sIKi TOSCHIOIOTH, SIK SIKICTB E€JIEKTPO-
HHOTO CepBicy TpaHC(OPMY€ETHCS y TOBTOPHI HAMIPH Ta
MIPUXUIBHICTE O OpeH.y; i 3B’SI3KU EMITIPHYHO OOTPYH-
ToByrOTh Alnaim A. F., Sobaih A. E. E., Elshaer I. A. [5].
Juis manoro 6i3Hecy, 1o Mae AeiluT TaHUX, BaXKITMBUMHI
€ TIPOCTi IHAWKATOPH Ta <JIETKi» IHCTPYMEHTH BHUMIpIO-
BaHHS: 30Kkpema, Bachre S., O’Dwyer M., O’Malley L,
Lee N. [6] anamizytoTh HpOFHOCTI/I‘IHI/II/I MTOTEHIII A NPS
010 3POCTAHHS npoaamB i Hl}:[erCHIO}OTI) noTpedy
KOPEKTHOI i1HTeprpeTanii METPHUKH B CHUCTEMI IOKa3HH-
kiB. [lapanenpHO TpaH3aKUiIHHO-OPIEHTOBaHI MiJIXOAN
Ha kmTanTt RFM-cermenranii 103BOJSIOTH OIIHIOBATH
TTOBEIIHKOBI MPOSIBH JIOSIIFHOCTI HA OCHOBI MiHIMaJIbHOTO
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Ha0bopy HaHMX; MOXJIHMBOCTI po3mupenHs RFM-moneni
JUTSL aHATITUKY TIOBEIIHKY KIII€HTIB IeMOHCTpyroTh Ho T.,
Nguyen S., Nguyen H., Nguyen N., ManD.-S., Le T.-G. [7].
TaxkuM 9rHOM, HASBHI TOCIIKEHHS (OPMYIOTH TIATPYHTS
JUIS IHTETPOBAHOTO MiIXOAY IO OLiHIOBAaHHS JIOSIIBHOCTI,
ajie BOJAHOYAC aKTyalli3yIOTh IOTPeOy ajanTarii Iux Moje-
Jel o peaniid BITYM3HSHOTO Mayloro Oi3HeCy B yMOBax
(hparMeHTapHUX OHJIAMH- 1 O H-TaHHX.
®opmy.TI0BaHHSA LijIed crarTi. MeToro cTatTi € cuc-
TEeMaTu3allisl TEOPSTUYHHX 1 TPHUKIATHAX MOZETEH OIli-
HIOBaHHS JIOSUITFHOCTI B YMOBaX TiOpHUAHOTO KITI€EHTCHKOTO
JIOCBily, BHOKPEMIICHHs BIIMIHHOCTEl Yy TpaKTyBaHHI
JIOSUTBHOCTI Ta BUKOPHCTOBYBAHUX IHIMKATOPaX, a TaKOX
BiJ0ip HAHOUIBII peaTiCTUYHUX JJIS BITYU3HIHOTO MAJIOTO
Oi3HECy MIiAXOMIB 3a KpPUTEpIIMH MiHIMAaIbHHX BHUMOT
JI0 TaHUX 1 MPOCTOTH BIPOBAUKEHHA. J[0JaTKOBO CTATTS
OOTpYHTOBYy€ IHTETPOBaHMH MiAXiA MJO OIIHIOBaHHA
riOpHUIHOT JIOSUTBHOCTI, SIKHH MMOEHYE CTABJICHHEBI, IIU)-
POBi 1 IOBEIIHKOBI KOMITOHCHTH, BU3HAYAE€ MiHIMAJIBbHUI
HaOlp JaHMUX JJIs1 PO3PaxyHKY 1HIAEKCY Ta NMpHIATHUN JUIs
PETYISIPHOTO MOHITOPUHTY, CErMeHTalii W ymnpaBiiHHA
TTOKpAIICHHSIMH B3a€MOJII1 B OHJIAIH- Ta odIaifH-kaHaIaxX

Buxiiag 0CHOBHOTo MaTepiaiy A0caiIKeHHsl. YMOBU
riOpUIHOTO KIIIEHTCHKOTO JTOCBIAY Majioro 0i3HECY 3yMOB-
JIIOIOTh HEOOXIZHICTh OI[IHIOBAaTH JIOSJIBHICTH HE JIMIIIE
3a (h)aKTOM TOKYIIKH, a SIK Pe3yNbTaT CyKyITHOI B3a€MOJIil
KITIieHTa 3 OPCHIOM Y Pi3HHX TOYKAaX KOHTAKTy Ta Ha Pi3-
HUX eTamax NUIIXY, A€ OHJIaWH- 1 O(IaifH-KOMIOHEHTH
MiICHITIOIOTE OJMH OHOTO 200 B3a€EMOKOMIIEHCYIOTh OfIHA
onuy [15].

Jist  TOpProBenmbHHUX MINNPUEMCTB Majloro 0Oi3Hecy
¢ 3aBIaHHs JIOZATKOBO YCKIaIHIOETHCS 00MEXEHICTIO
pecypcm i TMPAKTHYHHX IHCTpyMEHTIB BI/IMlpIOBaHH}I o
MiBUIy€ MiHHICTh TaKUX MOJENEH, AKI MOXKHA 3acTo-
CyBaTH 3a MIHIMaJIbHOIO HaOOpy IaHMX 1 OTPUMYBaTH
KOpuCHI BUCHOBKH [17, c. 2195].

Mopeni  OLIHIOBaHHS  JIOSUIBHOCTI  BiJPi3HSIIOTHCS
HacaMmIepe], TPaKTyBaHHSIM CaMol JIOSUIBHOCTI: SIK ITOBe-
JIHKOBOTO TPOSiBy (IIOBTOPHI IMOKYIIKA Ta YTPUMAaHHSA),
SK CTaBICHHS W HamipiB (MPUXWIBHICTH Ta TOTOBHICTH
pexoMeHyBaTH) a0o sK MoexHaHHS OUX BUMIpiB. [lopsng
i3 MM 3aCTOCOBYIOTH SIK PO3TOPHYTI MPUYHMHHO-HACIII-
KOBI MOJIEJIi, TaK 1 IH/IEKCHI CITPOIEHI METPUKH Ha KIITAJIT
NPS, a Takox miaxoiu, peieBaHTHI MUPPOBOMY CepeIo-
BUIIy Ta OMHIKaHAJIEHOCTI a00 TibpuaHoCTi. BoHH Bimpis-
HSIIOTBCSI TCOPETHYHUMH 3aCalaMH i CTPYKTYpOIO TTOKa3-
HUKIB, Jie TPOCTIMI JIeTII y BIPOBAPKCHHI, aje€ MEHII
YyTJIMBI, @ CKJIQJIHIIII NOTPeOyIoTh Olibllie JaHuX i aHa-
nituku. Tabmuis 1 y3arajbpHIOE KITIOYOBI XapaKTEPUCTHKA
MozeIeH 1 ciayrye OCHOBOIO JUIsl OIIIHKH 1X NPUAATHOCTI 10
YMOB TiOpHIHOTO KIIIEHTCHKOTO TOCBiAY Majoro Oi3Hecy.

Jus marmoro Oi3HeCy MiIXOAsATh HE BCi MOJEINI OLiHFO-
BaHHS JIOSUTBHOCTI, a/pke OLTBIIICTh CTBOPIOBAIUCS ISt
KoMITaHiil i3 po3BuHeHuMu CRM, BenmkuMu naHuMH Ta
aHANITHYHUMU Tiipo3aiiaMu. HartomicTs Maii mimnprem-
CTBa MalOTh OOMEXEHi pecypcH W (parMeHTapHUH OOJIiK,
3aJIeXkaTh BiJl 0COOMCTICHUX KOHTAKTIB 1 IIPAIIOIOTh Y HeCTa-
OUTPHOMY CEpEeIOBHIII, aJIe JIOIBHICTD ISl HUX KPUTHYHA,
00 KOXKeH MOCTIMHUIA KIII€EHT CYTTE€BO BIUIMBA€E HA JTOXOIM,
a BTpara HaBiTh HEBEJIMKOI IPYIH MOKYIILIB IOMITHO MOTip-
IIy€ Pe3yJIbTaT, 0 3yMOBIIIOE OTPeOy B MPOCTUX 1 Hail-
HHX IHCTpYMEHTaxX BUMipioBaHHs [ 14, c. 23].

3a TakMX yMOB JOLIJIBHO HE HaMaraTucsl BIIPOBa-
JUKYBaTH BCl TEOPETHYHO MOXIMBI MOJENI, TMeperiueHi
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Tabmuus 1

Y3araJibHeHHsI TEOPeTHYHHUX i MPUKJIATHUX Mo/eseil OLiHIOBAHHS JOSIJIbHOCTI Ta BiANOBIAHUX MEeTPUK

Konkperna monensn /
aBTOPH

Oumnaiin /
o(iaiin

SIk po3yMie JIOSIIBHICTH

KurouoBi inaukaropu / 3mMiHHi

1. MeTapiBeHb — THIH JIOSTBHOCTI

Behavioral loyalty
models

[IepeBaxxno
odaiin,
3aCTOCOBHO I
OHJIAWH

JlosinpHICTB sIK paKkTHIHA
IOBEIIHKA

Yacrora/naBHiCTh MOKYIOK, BUTpaTH, share of
wallet, yTprMaHHS/BiATIK

Attitudinal loyalty
models (Oliver Ta iH.)

Omnaiin + oduiaiin

JlosinbHICTb SIK CTaBJICHHS Ta
HaMipH

[IpuxunbHicTb, nepesara OpeH Ly, Hamip
KyITyBaTH/peKOMEH/IyBaTH, price premium

Composite /
JIBOBUMIpHI i IXOAU

Omnnaitt + oduraitn

TloenHanHs cTaBiICHHS K
MOBEMIHKH

Relative attitude + repeat purchase; korniTuBHa/
a(eKTHBHA/KOHATHBHA + MOBEAIHKOBA CKIIAIOBI

2. KoMIT03UTHI TEOpETUYHI MO

Dick & Basu (1994)

Omnnaiin + oduaiid

JlostbHICTh K (BYHKIIS CTaBICHHS
i MOBTOPHHX MOKYIIOK

Relative attitude, repeat patronage; 4 Tumu
JIOSUTBHOCTI

Oliver (1999) four-
stage loyalty

Omnnaits + o¢naiin

JIOSUTBHICTE SIK TIOCITIIOBHICTD
crafii

Cognitive — affective — conative — action;
iHIMKAaTOPH 3HAHB, MO, HaMipiB, Aiil

3. «SIKicTh — 3aI0BOJIEHICTE —> JIOSIIEHICTE)

SERVQUAL
— behavioral
consequences

[IepeBaxkHo
odaiin
(amanTyeThCs)

JIOSABHICTD SIK HACITIOK SKOCTI
cepBicy

Reliability, responsiveness, assurance, empathy,
tangibles — Hamipu kymiBni, WOM, price
tolerance, ckapru

CSlI-cimeiicTBo
ACSI/ECSI

Odnaitn + oHnaitn

3a10BOJICHICTB SIK JpaiiBep
nosuteHOCTI (3 iMimkeMm y ECSI)

OuikyBaHHSI, SIKICTb, I[IHHICTb,
3aJI0BOJICHICTb, CKapTH, IMiJPK — ITOBTOPHI
MOKYTIKH/PEKOMEH TaITi{

4. InaekcHi Ta TpaH3aKUiiHI METPUKH

NPS + CSAT/CLI
(1HIEKCHI METPUKHN)

Omnnaits + o¢naitn

JlosmpHICTE SIK peKOMEHIAITIS Ta
HaMipu

NPS 0-10 (promoters—detractors);
3aJJ0BOJICHICTb, IIOBTOPHA KYIIiBIIA,
pexkoMenpartist (iHaekc)

RFM (Recency—
Frequency—Monetary)

Ownnaifs + odmnaita

JlosmbHICTS SK TpaH3aKIiHHA
«UiHHICTB/aKTUBHICTb)

R, F, M; cermenraris
JIOSUTbHUX/PUBHKOBUX/«CIUITIHX)

CLV/LTV

Owutaiia + odyuraiin

JlostTBHICTS SIK TOBFOCTPOKOBA
rpomIoBa MiHHICTh

Map:xa, yactora, TPUBAIICTh BIJTHOCHH,
CAC/BuTparl yTpuMaHHS

5. Brand equity 3 KOMIIOHEHTOM JIOSIBHOCTI

Aaker’s Brand Equity
Model

Omnnaifs + odnaitn

JlosTBHICTS SIK OTUH 13 BUMIPIB
Karitany OpeHzIy

Brand loyalty, brand awareness, perceived
quality, brand associations; Hamip 3aJUIIATUCS,
CTIMKICTB 10 3MiHM LIIHK

Keller’s CBBE
Pyramid

OmnnaiiH + o¢naitn

JIOSUTBHICTB SIK «PE30HAHCY 3
OpeHoM

IloBTOpHI NOKYIKH, BiTUyTTs CHUIBHOCTI 3
Opennom, aktuBHa yyacts (UGC, crinbpHOTA,
nozii)

6. E-loyalty (onnaiin)

Srinivasan et al.

E-nosinbHICTB SIK HaMip MOBTOPHOT

8 antecedents (customization, interactivity

e-trust/E-S-QUAL)

€-JI0SIbHICTD

(2002) 8C Omnnaiin P Tou}o) — repeat intention, WOM, switching
resistance

InTerposani e-loyalty SIkicTh e-cepBicy uepe3 E-service quality (E-S-QUAL), e-trust, e-value

Mmozeni (e-satisfaction/ | Onnaiin 3aJI0BOJICHICTE/IOBIpY hopMye — e-satisfaction — e-loyalty; mogeparopu

(pu3uK, 1iHa, 3pyYHICTD)

7. OMHiKaHaJIbHI / TIOpUAHI MOIEIT

Omnichannel
integration — loyalty
(Lazaris Ta iH.)

OmnnaifH + odnaitn

JIOSUTBHICTB SIK Pe3yIbTar
iHTerpauii kaHamiB

€HUI KOIIMK/CTOK/iCTOPisS OKYTIOK,
npo3opicte — satisfaction — loyalty intentions

Omnichannel customer
experience (OCCE)
(Alim Ta iH.)

Owtaiis + oduaitn

JIoSIIBHICTD SIK HACIIIOK LIIICHOTO
JIOCBiLy

Y3romkeHicTh, MepCoHaNI3allis, 3pYIHICTD
MePEeXo/IiB — 3a0BOJICHICTH/I{IHHICT —
JIOSUTBHICTB

Customer journey
— brand loyalty
(Reitsamer et al.)

Owstaiin + odaitn

JIOSUTBHICTB SIK Pe3yabTar
edexrusnoro CJ i inenTudikarii 3
OpeHIoM

«be3 tepts», y3romkeni touchpoints +
consumer-brand identification — brand loyalty

8. [Ipuknagni Moaeni s Manoro GizHecy

CrpoineHi attitudinal

JlosmbHICTE K CTaBIEHHS +

5-12 tBepmxens Jlaiikepra + NPS, innexc

churn-maxomau

Oumaiin + oduaitn

«30pOBHiD» MaTepH NOKYMOK

mxamu (Oliver/NPS/ Oumraiie + oduaitn . - .

Hamipu HaMipy OBTOpPY/peKOMEHIaLlii/n0Bipu
CSI-6a3a)
Behavioral RFM + JlosbHICTB SIK yTPUMaHHS Ta RFM, noBTOpHI NOKYITIKH, TPUBAIICTh BiJHOCHH,

% dormant, churn rate

ﬂofcepeﬂo: cucmemamu3zoeano asmopamu
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B TaOmuIl 1, a CENCKTUBHO O0OpaTH Ti, AKi BiJIOBIIAIOTH
crierudini TiOpUIHOTO KIEHTCHKOTO JIOCBIAY Ta peajb-
HUM OpraHi3aliiHUM MOXIUBOCTSIM MAaJoro Oi3Hecy.
Kitrouosi kputepii Bizbopy TaKi:

* MiHIMaJIbHI BUMOTH JI0 JAHUX;

* TEeXHIYHA peasli30BaHICTh Ha PiBHI 0a30BHX Hporpam
Ta CEpPBICIB;

* MOXIIMBICTh OXOIHTH SIK OHJIaHH-, TaK 1 oduaiH-
JIOCBIJI KJIIEHTA;

* 3pO3YMUTICTH IHTEpIIpeTaIlii pe3yIbTaTiB I Biac-
HUKA 91 MEHepKepa 0e3 aHaTiTHIHOT MiATOTOBKH.

OpranizauiiHi yMOBY MaJHX TOPrOBEJIBHHMX MiJIIPH-
€MCTB BHM3HAUaroTh Creludiky ynpaBiiHHS JIOSUIBHICTIO,
Jie KIIOYOBUMH € IIEPCOHANII30BAaHI KOHTAKTH, SKICTb
KOMYHiKanii IposaBIst Ta 34aTHICT MIBUAKO IEPETBOPIO-
BaTH BPaKCHHS KJIIEHTA Ha YIPABIIHCHKI pimmeHHs. Tomy
OILIHIOBAaHHS JIOSUTBHOCTI JOLIIBHO 30CEPeKyBaTH Ha
HaWBIUIMBOBIMINX (AKTOpPaX TOPrOBENHHOIO CEpeNOBHILA
W 3aCTOCOBYBaTH IHCTPYMEHTH, IO JOIOMAraroTh J00H-
paté Ta HaBYaTH IEPCOHAN Ul CTaOUILHOTO YTpUMaHHS
KITIIEHTIB 1 HTOBUTUBHUX peKOMEHAII# [3, c. 92].

3 ypaxyBaHHSM IIMX BHUMOT i3 IIHPOKOTO CIEKTpa
Mofenel, MpeAcTaBIeHNX y Tabnuili 1, BAPTO BHOKPEMUTH
YOTHPH HAMOUIBII peasicTUuHI sl BITYM3HSIHOTO Majoro
Oi3Hecy:

1. moegnanus NPS i3 mpoctuMm attitudinal-inmexcom;

2. RFM (mIoBTOpHI MOKYTIKH SK TIOBEAIHKOBA MOZIETIH);

3.3B’s3ka E-S-QUAL + e-satisfaction — e-loyalty;

4. momens omnichannel customer experience —
satisfaction — loyalty.

[epma mozmens ne — NPS y moemHaHHI 3 mpocTuMm
attitudinal-inmexcom. BoHa BHMIpIOE TOTOBHICTH KIIi-
€HTAa PEKOMEHAYBAaTH KOMIIaHII0O Ta KOPOTKO OIHIOE
HaMip TIOBTOPHOI TIOKYIIKH, 30€pEeKeHHsSI CTaTyCy KiIi-
€HTa ¥ 3arajbHy 3a70BOJeHicTh. s masoro GizHecy
ii jerko peanizyBaTu uepe3 mpocti ta goctynHi Google
Forms, onutyBaHHs B MeceHkepax abo rnarnepoBi aHKeTH
B TOUIIi mpoaaxy. [lepeBaroro bOro miaxoay € MiHIMaIbHI
pecypcHi BUMOTH. JIOCTaTHBO MOpaxyBaTH YacTKH «IIPO-
MOYTEpiB» 1 «KKPUTHKIBY» Ta cepeaHi 6amm 3a 2—3 momaTko-
BHMH IUTaHHSIMH, BiICTeKYIOUH iX y AMHAMIII # CIIiBBi-
Hocsiuu 3 piHaHCOBUMU pe3yibraramu [ 1, c. 138].

[pakTryna ninHicts NPS nonsirae B Tomy, 1o mokas-
HUK MOXKE BUCTYIIATH KIFOYOBHM 1HAMKATOPOM JIOSIIBHOCTI
Ta 3a/I0BOJICHOCTI Ta IpPHB’SI3yBaTHCA 10 KOHKPETHHUX
aTpuOyTiB cepBicy, sKi GOPMYIOTh TOTOBHICTH PEKOMEHTY-
BaTH. JlOCHiKEHHS TEMOHCTPYE, 10 KOMOIHAIi BHCOKOT
3aJI0BOJICHOCTI OKPEMHMMH CKJIQJIOBHUMH JIOCBiAy (Hanpu-
KJ1aJl, YUCTOTA 1 KOM(OPT, a TAKOK B3aEMOJIS Ha PELETIIiT)
310aTHI CyTTeBO mmiaBuInyBaTH NPS, a yTouHEHHS 3B’S3Ky
Mix NPS i ¢axropamu 3aI0BOJICHOCTI MiJCHIIIOE SKICTh
YIPaBIiHHS CEPBICOM Ta MPIOPUTH3AIIIO TOMIMIIEHB [9].

OrmiHtoBaHHA JOSUTBHOCTI uepe3 NPS porminpHO Tij-
CUJIIOBATH TOKa3HUKaMH CIIPUUHATTS OpeHIy, OCKUIbKU
TOTOBHICTh PEKOMEH/IYBaTH TOB’si3aHa 3 JOBIPOIO, OLiH-
KOIO COLIaJIbHOI BIJIOBIAAJIBHOCTI Ta 3arajbHOIO 3a/10BO-
neHictio [12].

s KopekTHOi iHTepnpeTaui'l' NPS BaxmuBo pO3Mex-
yBaTH POJIb 33JI0BOJICHOCTI Ta BJIACHE JIOSIIBHOCTI. 3a/10-
BOJICHICTh MOXXe He MaTH npsimoro edekrty Ha NPS, Toni
SIK JIOSUTBbHICTH Ma€ TPSIMUH BIUIMB, a 33/I0BOJICHICTD BILTH-
Bae Ha NPS onocepenkoBano uepes nosuibHiCTh. L{e 03Ha-
yae, o NPS 6unbmoro mMiporo (ikcye JIOsuIbHI HaMipH Ta
CXWJIBHICTh JI0 PEKOMEHIAIil, HiK CHTYyaTHBHY OIlIHKY
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CEepBiCY, TOMY B MPAKTHUII MAJIOro 0i3HECY MOLIIBHO JIOTIO-
BHIOBaTH NPS KOpOTKMMHM NHTaHHSMH IIPO IOBTOpHI
MOKYIIKHM/3aIMIanHs KiieHTom [18, c. 331].

Buxopucranus NPS y mamomy Oi3Heci D0maTKOBO
O0OTPYHTOBYETHCS HOTO MPOCTOTOIO Ta HU3BKOIO BApTICTIO
300py nmanux. lle mpsMuil crmoci® OI[IHIOBAHHS JIOSJIb-
HOCTI, 110 HE TOTpedy€e CKIaIHUX JOCHIHKEHb 1 BOIHO-
Yyac MOJKE J1aBaTH yIpPaBIiHCHKU KOPUCHHUH CUTHAJ 100
MOTEHIIIaly pEeKOMEHAaliid Ta MaiOyTHBOI MOBEIIHKH
KiieHTiB. 3actocyBaHHs NPS miaTpumye mommpeHHS
nozutuBHOrOo word-of-mouth i cipusie 3HIMKEHHIO MapKe-
TUHTOBHMX BUTPAT 3aBJSKU OPraHIYHOMY 3POCTaHHIO 00i-
3HAHOCTI Tpo Openxa [19, c. 44].

Hpyra momens — RFM  (noBTOpHI TOKYNKH SIK
behavioral-mozmens) — mepeBOIUTH JOSUTBHICTD Y TLIOLIHHY
TPaH3aKIIfHOT TOBENiHKHA, BUKOPHUCTOBYIOUH JIHMIIE TPHU
MOKa3HUKH Ul KOJKHOTO KIIIEHTA: JaBHICTh OCTAHHBOI
nokynku (Recency), 4acToty MOKyIOK 3a II€BHHI Tepion
(Frequency) Tta rpomoBuii obcsr surpar (Monetary).
Jis manoro Oi3Hecy INi JaHi 3a3BUYail TOCTYIIHI B IPO-
rpami oOmiky abo HaBiTh y Tabmmui npomaxis. 3a RFM-
KpI/ITepiHMI/I KITIEHTIB CETMEHTYIOTh 1 3aCTOCOBYIOTH pi3Hi
KOMYHlKaLIII/IHl Ta CTUMYIIOKOYI ITiJXOAH. e ysromxky-
€TBHCS 3 MOBEAIHKOBUMH MOJIEJISIMH JIOSIIBHOCTI, Jie 11 KiTro-
YOBHMM IIJITBEP/UKECHHSM € ITOBTOPHUII BUOIp KOMIaHil Ta
IHTEHCHMBHICTb KOpUCTyBaHHs 11 mocimyramu [10, c. 23].

Tperst monens E-S-QUAL + e-satisfaction — e-loyalty
BUXOIUTH 13 TOTO, IO SKICTH EJIEKTPOHHOTO CepBicy,
30KpeMa 3pydYHICTh KaHaly, IIBUAKICTh, HAAIHHICTh BUKO-
HaHHA Ta Oe3MeKa IUIATeXKIB, Yepe3 3aJ0BOJICHICTh (op-
MY€ e-JIOsUTbHICTh, TOOTO HaMip NMOBTOPHO KOPHUCTYBATHCS
CEepBICOM, PEKOMEH/IyBaTH HOTO ¥ 3aIMIIaTHCS KIIIEHTOM.
Huns manoro 6izHecy E-S-QUAL nominbHO CHpPOCTHUTH
10 4—6 6a30BUX TBEPIKEHB 1 3aCTOCOBYBAaTH MiHi-OITUTY-
BaHHSI ITICIIS TOKYTIKK 200 MepioandHO, 00 BiACTEKYBaTH
BIUIMB 3MiH Yy IM(POBOMY CepBici Ha 3a/I0BOJICHICTh Ta
e-JIOSTBHICTS [2, ¢. 84].

[Tudposa nosubHICTE B OHJIaWH-KaHaIaxX (OPMYETHCS
yepe3 MEXaHi3M, Y SIKOMY SIKICTb €-CepBicy He MepexoIuTh
y JIOSUTbHY TIOBEiHKY aBTOMaTHYHO, & PEalli3y€ThCs Uepes
e-satisfaction i e-trust. BctaHoBIEHO MO3UTHBHI Ta CTa-
TUCTUYHO 3HAYYII ITPSIMi i HENpsiMi 3B’s13KK Ta HAasIBHICTh
4acTKOBOI (KOMIUIEeMEeHTapHOl) Memiamii e-satisfaction
i e-trust Mk BuMipaMu e-service quality (3okpema
efficiency, privacy, system availability) Ta e-loyalty, mo
MiAKpECTIoe  HEOOXiTHICTh ONHOYACHO ITOKPAIlyBaTH
(hyHKIIOHATBHICTD OHJIAMH-KaHATy 1 3HWXKYBaTH PHU3HUKH
Jutst Kitienra [7].

YerBepra Mozenb omnichannel customer experience
— satisfaction — loyalty omiHIo€, K KIi€HTH crpuiima-
I0Th TOE€HAHHS OHJAWH- 1 O(IaifH-TOYOK KOHTAKTy Ta
koMpopT mepexoxy Mix kaHamamu. s mamoro 6i3HeCy
e Moxke OyTH crieHapii mepemiany ToBapy B Instagram
a0o0 Ha caiiTi 3 YTOYHEHHSIM y MECEHIKepi Ta OTpUMaH-
HAM oduiaiiH, a00 OQIaliH-KOHCYIBTAIliSA 3 TMOAATBIINM
OHJIaH-3aMOBJICHHAM. ONUTYBaIbHUK 3a3BHYail BKIIO-
yae 3aMUTaHHS PO 3pYUHICTh IEPEXOiB, y3TOIKEHICTh
iHdopMmarii, UIBUAKICTE OOCIYrOBYBaHHS, 3arajlbHy
OIIIHKY JOCBiAYy, a TaKOX 3aJ0BOJICHICTH 1 HaMip Tpozo-
BXKYBaTH CHIBIpPALIO, IO Ja€ 3MOrY IOB’S3aTH SIKICTh
OMHIKaHAJILHOTO JIOCBiy 3 JIOSJIBHICTIO Ta BHSIBHUTH
BY3bKi Micls Xy crmkuBava [8, c. 72-74].

VY ribpuaHOMY KII€HTCHKOMY JOCBI JIOSIBHICTD (Op-
MY€ETBCS HE B OTHOMY KaHaJli, a B3JOBX IIUIICHOTO HUIAXY
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B3a€MOJIil, €6 KPUTHYHUMHU € Y3TOIKCHICTh TOYOK KOH-
TaKTy, €HICTh BPQ)KEHHS Ta KOHTEKCTHA JIOPEUYHICTH Cep-
Bicy. Came Ii XapakTEepUCTHKU BKa3yTh Ha JOLLIBHICTH
inTerpanii crapneHHs (attitudinal), EpoBOI TMPUXHITH-
HocTi (e-loyalty) Tta daxrnuanoi moBeninku (behavioral)
B OOUH MPaKkTHYHUN KOHTYp OLIHIOBaHHS TriOpHIHOT
nosTbHOCTI [ 13, ¢. 45].

JlonatkoBUM apryMeHTOM Ha KOPHUCTH 1HTErpOBAHOTO
MIXOMy € OpraHi3amiifHa crienudika, JOMiHYBaHHS Iep-
COHAJII30BAaHUX OCOOMCTICHO-KOHTAKTHHUX B3a€MHH, OOMe-
JKCHICTh PECYPCiB Ta HEOOX1THICTh MEPETBOPIOBATH SIKICThH
B3a€MOJII 3 KJIIEHTOM Y BUMIpIOBaHI YIIPaBIiHCBbKI CHT-
Hanu 0e3 CKIIaJHOT aHATITUKY [S].

[ToenHaHHS TEOPETUYHUX BUMIPIB JIOSIIBHOCTI Ta MPaK-
TUYHUX OOMEXEHb MANoro Oi3HeCy TpaHC(POpPMYyBaOCs
B Monenb riopuanoi mosmpHOCTI (HL), sxa dopmamizye
B3a€EMO3B’SI3KH MK O(IaifH- 1 OHJIAWH-TOCBIA0M, OMHIKa-
HAJIHOIO 1HTErpaIli€lo, 3aJ0BOJICHICTIO Ta PI3HUMH IIPO-
sIBAMH JIOSIIBHOCTI, y3arajibHeHa CTPYKTypa Ta HalpsIMKH
BIUIMBY SIKMX 300pa<eHi Ha puc. 1.

Otxe, riopunHa nosueHICTE (HL) BU3Ha4YaeThCs SK
CyMa TpbOX KOMIIOHEHTIB i3 IMOTPABKOIO HAa MEpeTiKaHHS
MDXK KaHaJIaMu:

HL=AL + EL + BL,

ne AL (attitudinal loyalty) BimoOpakae Hamipu ¥ Tpu-
xuibHIicTh; EL (e-loyalty) — anB’;BaHiCTL JIO OHJIAMH-
kaHaniB; BL (behav1oral loyalty) — migTBepIKeHHS

JIOSUTBHOCTI TPaH3aKIIHHOIO TIOBEIIHKOIO.

[prunaanit  naamior  ¢ikcyersest sk (OX, EX|
OMNI) — (S, PV) — (AL, EL) — BL, mo Biamnosinae
JIOTiLi OMHIKaHAIBHOTO JIOCBIJTY, SIKUI MOPOXKYE 3a/I0BO-
JICHICTb 1 MOJaIbIi JIosuTbHI peakuii [11].

VY 6noui EX (onnaiin- IlOCBiL[) KJIIOUOBUMH BUCTYIAOTh
CTIPOIIIEH]I BUMIPH SIKOCTI e-CepBicy (3pqu1CTL/eﬂ“1c1ency,
BUKOHaHHA oOinsgHOK/fulfillment, mocTymmicTs 1 IIBHA-

(0):¢
Odaiin-mocBifg
(cepBic, mepcona,
aTMocdepa, 3pyqHICTb)

KiCTh/ system availability, 6e3neka i anBaTHwTL/pnvacy)
a nepexm 1o EL (e-loyalty) mosicHIO€TBCS Yepe3 MeXaHi3M
e-service quality — e-satisfaction Ta e-trust — e-loyalty,
Jie IOBipa Ta 3aJ0BOJICHICTh BUCTYNAIOTh LEHTPATBHUMHU
MeiaTopaMu JIOSUThHOT OHJTalH-TIoBeAiHKY [16, ¢. 127].

Y Gnoui AL (attitudinal loyalty) npakTuuHuM siKOpeM
€ noenHanHs NPS i3 KOpOTKMM iHIEKCOM HaMipiB (KyITy-
BaTH 3HOBY, PCKOMCHIYBaTH, 3QJIAIIATHCS KIieHTOM). NPS
MBUIKO (DIKCY€e TOTOBHICTH O PEKOMEHAI] 3a IIKAJIO
0-10 i moxinsge pecoHACHTIB HAa IPOMOYTEPiB, TACHBHUX
Ta JIETPAKTOPiB, 3a0e3Medyroun KepOBaHy METPHUKY JIOSITb-
HOCTI HaBiTh y MPOCTOMY ONMTYBaHHI. J{Jiss BUMipIOBaHHs
AL ta EL nocrarnpo kommnakTHO1 aHkeTd Ha 10—12 TBep-
JoKeHb 31 mkanmoro Jlalikepra 1-5 Ta OMHMM HHTaHHSIM
NPS, mo BiamoBigae iHAEKCHOMY MiAXOmy H Moxe OyTh
peaitizoBaHo 0e3 cremiaTi30BaHUX CHCTEM 300py JaHHX.

Y 6noui BL (behavioral loyalty) momineHO 3actocy-
Bard RFM sik MiHIMalibHO noctatHio mojeinb. OliHKa 3a
JaBHICTIO ocTaHHKOi mokynku (R), wacrororo (F) i rpo-
IIOBOK IiHHICTIO (M) mae 0a30By CErMEHTAIIO JIOSIIb-
HUX 1 PU3WKOBHX KIII€HTIB Ha JaHUX, IOCTYITHUX HAaBITH
y cmpomieHoMy o0miky. i BUMipIOBaHHS JOCTaTHBO
TaOJIUIII TPOAAXKIB IO 1IeHTH(IKOBAaHUX KITII€HTaX 3a Teje-
(onomMm, e-mail abo iM’saM KopucTyBaua, e (BiKCyOThCs
JlaTa OCTaHHBOI MOKYIKH, KUTBKICTh 1 CyMa IMOKYITOK 3a
6—12 MicsIiB, a TAKOXK IHIUKATOp OHIalH-akTUBHOCTI 0/1,
30KpeMa ydJacTh Y UQPOBIii aKIlii, 3aMOBJICHHS Yepe3 caiiT
a00 MeceHKep 91 IMTOKYTIKa 3a IPOMOKoIoM. Takuii HaOip
no3Boisie BinTBoput RFM-cermenranito y spreadsheet-
CEPEIOBHIIII.

IHTerpanbHUi iHICKC HEOOXITHO PaxyBaTH SIK 3BAKCHY
cymy: HL = 0,4xAL + 0,3xEL + 0,3xBL. ITlinumiena Bara
AL ¢ikcye poib CTaBICHHS Ta HAMIPIB K «SIpay JIOSITb-
Hocti, Tomi sik EL i BL 3abe3meuyiorsp BimoOpaskeHHS
upoBOi IPHUB’I3aHOCTI Ta (AKTUIHOTO MiATBEPIKEHHS
MMOBTOPHUMH TIOKYTIKAMHU.

AL
Attitudinal loyalty (mamip
KyITyBaTd 3HOBY,
PEKOMEH/1yBaTH,
3ITUIIATHCS)

EX
OHJ1aiiH-I0CBI
(cripouenuii ES-
QUAL: 3pyuHicTB,
BMKOHAHHS,
HIBUJIKICTh, Oe31eKa)

S, PV

3amoBouseHicTh (S)
Ta crpuitHATa HiHHICTE (PV)
(1-2 3anuTanHs)

A

EL
E-loyalty
(mpuUB'A3aHICTb 10
OHJIAMH- KaHAJIB,

OMNI
Turerpariist kananis
(meperik OHIAMH

3BHUKa, e-WOM)

A

BL
Behavioral loyalty (RFM
+ OHJIAH-aKTUBHICTB)

odmaifH, mOBepHEHHH,
Y3TOKEHICTh)

(paxT moBTOPHUX

HL TOKYIIOK)
[Hnmexc ribpuaHOT MTOSITBHOCTI

HL =wIl-AL + w2-EL + w3-BL

Puc. 1. Cxema Moaeii oniHioBaHHs riopuaHoi JosabHocTi (HL)

ﬂ.’)lCGpe‘JlO.‘ cucmemamu3o8ano asmopamu
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BucnoBku. B ymoBax riOpHOHOrO KIiEHTCHKOTO
JIOCBily JIOSUIBHICTH HE 3BOAMTHCS BUKIIOUHO 10 (akTy
MTOKYTIKH, a (POPMYETHCS SK MIJICYMOK B3a€MOJIi KITi€HTa
3 OpeHIOM Y Pi3HHX TOYKaX KOHTAKTy Ta Ha pPi3HUX eTa-
nax nurixy. OHnaiH- 1 odaifH-CKI1a0B1 B IbOMY IIpOIIECi
MOXXYTh B3a€MHO ITiJICHJIIOBAaTH OJHA OHY ab0 KOMIIEH-
CyBaTH HEIOJNIKH, TOMY OI[IHIOBaHHS JIOSIIBHOCTI ITOTpe-
Oye MMPLIOro MOIIANY, HiXK HpocTa (ikcalisi TOBTOPHOT
TPaH3aKIIii.

Juis mamoro Oi3Hecy, Ha MEpIINi IJIaH BUXOAWTH HE
TEOpETUYHA TTOBHOTA MO, a ii peasbHa 3MICHEHHICTh
y IOACHHIN MPaKTHIli. Y MaJIHUX MiJIPUEMCTBAX 3a3BHYAil
Opakye 4yacy, IepcoHaJy Ta IHCTPYMEHTIB UIsi CKJIaJHOT
AHAJITUKH, KIIEHTCHKI JaHl 4yacto 30epiratoThcs ¢par-
MEHTAapHO, a pIlleHHS MOTPIOHO YXBAIIOBATH IIBUIKO,
CIHPAIOYUCh Ha 3po3yMini curHamu. CaMe ToMy HalOUTBII
KOPUCHUMH BUSBISIOTHCSA MiAXOAM, SKIi MOXHA IiITPH-
MyBaTd Ha MiHIMaJbHOMY Ha0Opi JaHHUX: KOPOTKE OIMHTY-

BaHHs i3 mutaHHsM NPS i kilbkomMa TBEpIUKEHHSAMH IIPO
HaMipH KJIi€HTa, a TPaH3aKUiHI MOKa3HUKH 3a JIOTiKOIO
RFM 103BONSIOTh Oa4WTH TMOBENIHKOBHH BHMIpP JIOSITB-
HOCTI Ta pU3UKH BiITOKY HABIiTh Y IPOCTIH TAOMHUII OOITIKY.

Y mudposiii yacTHHI TiIOPHIHOTO TOCBIIY Ba)XJIUBO
nam’siTaTd, IO JIOSUIBHICTh HE BHHHUKAE€ aBTOMAaTHYHO
JIMIIE Yepe3 HasBHICTh CalTy YW KaHaly B COIIMEpexax:
BUpIMIATBHY PONb BiJirpae BigUyTTs 3aI0BOJIEHOCTI Ta
JIOBIpH, SIKI «IEPEHOCATHY OIIIHKY SKOCTI OHJIAiH-B3a-
eMofii y HaMipu IMOBTOPHOTO BHKOPHUCTAHHS Ta PEKOMEH-
Jarmii. Y migcyMKy Jiorika TriOpHIHOTO TOCBiAY MPUPOTHO
3BOIUTHCS JIO IHTerpauii TphOX IUIOIMH — CTaBJICHHS,
MUQPPOBOI MPUXWIBHOCTI Ta (PAKTUYHOT TOBEHIHKA —
y €IMHY PaMKy, IPUAATHY AJIsl Majioro Oi3Hecy: ii MoXHa
BUMIpPIOBaTH IPOCTUM OIUTYBAHHIM i 0a30BUMH JaHUMHU
NPOZIAXIB, OTPHUMYIOUH OAWH Y3TODKEHHH 1HAMKATOP IUIS
JTUHAMIKH, CETMEHTAIIi1 KJII€HTIB 1 yIpaBIiHHS AKiCTIO B3a-
€MOJIiT MiX OHJIalH Ta oQJaiH.

Jlitreparypa:

1. Koporys B. 1., Komicaux M. K., Kpasdenko O. B. OMHikaHaNbHIH MapKeTHHT: CTBOPSHHS LIUTICHOT B3a€MOJiT Mixk OpeHIOM Ta
cnoxuBadeM. Exonomika ma cycninbemeo. 2024. Bun. 63. DOL: https://doi.org/10.32782/2524-0072/2024-63-20

2. Komap O. b. BruuBs 111)poBoro MapKeTHHTY Ha JIOSUTBHICTD BiJ[BiyBadiB PECTOPAHHUX MEPEK. [IputopHOMOPCHKI eKOHOMIUHI
cmyoii. 2021. Bun. 70. C. 80-86. DOI: https://doi.org/10.32843/bses.70-12

3. Makaposa B. B., Makapenko H. O. Oco6auBocTi ynpaBiiHHs JIOSIBHICTIO KITI€HTIB Ha TOPTOBEJIBHUX MiANPUEMCTBAX MaJIOTO
6i3Hecy. Bicnux Yorceopoocvrozo nayionanvnozo ynieepcumemy. Cepisi: MisicHapoOHi eKOHOMIUHI 6IOHOCUHU MA C8IMOSe 20CN00ap-
cmeo. 2022. Bum. 42. C. 90-94. DOI: https://doi.org/10.32782/2413-9971/2022-42-16

4. Mipomanuenxo 1. B., Anekceesa B. /. Buxopucranas RFM-ananizy B cermeHTantii Kini€eHTiB. Exonomika ma oepcasa. 2022.
Ne 1. C. 114-122. DOI: https://doi.org/10.32702/2306-6806.2022.1.114

5. Maxywa B. B., Komomiens O. A. IlndpoBuii MapKeTHHT SIK IHCTPYMEHT ()OpPMYBaHHS JIOSUTBHOCTI CIIOXKMBAYiB Ha PHHKY OpTaHid-
Hoi nponykuii. Journal of Innovations and Sustainability. 2024. T. 8, Ne 3. DOI: https://doi.org/10.51599/is.2024.08.03.07

6. Yeruk T. B., Kononuenko I'. }O. 3anpoBapkeHHsI MapKeTHHIOBUX IHCTPYMEHTIB JUIS ITiABUILEHHS JIOSUIBHOCTI KIIEHTIB. BicHuk
Xmenvnuyvkozo nayionanvrnozo ynisepcumenty. Exonomiuni nayku. 2024. Ne 1 (326). C. 208-214. DOI: https://doi.org/10.31891/

2307-5740-2024-326-34

7. Alnaim A. F., Sobaih A. E. E., Elshaer I. A.Measuring the mediating roles of e-trust and e-satisfaction in the relationship between
e-service quality and e-loyalty: A structural modeling approach. Mathematics. 2022. Vol. 10, No. 13. DOI: https://doi.org/10.3390/

math10132328

8. Baehre S., O’Dwyer M., O’Malley L., Lee N. The use of Net Promoter Score (NPS) to predict sales growth: Insights from an
empirical investigation. Journal of the Academy of Marketing Science. 2022. Vol. 50, No. 1. P. 67-84. DOI: https://doi.org/10.1007/

s11747-021-00790-2.

9. Baquero A. Net Promoter Score (NPS) and customer satisfaction: Relationship and efficient management. Sustainability. 2022.

Vol. 14, No. 4. DOL: https://doi.org/10.3390/su14042011

10. Cebeci U., Egerci F., Altas B. Customer segmentation in FMCG sector with RFM method and digital marketing recommendations
in e-commerce. Journal of Current Research on Engineering, Science and Technology. 2024. Vol. 10, No. 1. P. 13-28.

11. Gao W., Jiang N. Enhancing omnichannel customer experience: From a customer journey design perspective. Journal of
Theoretical and Applied Electronic Commerce Research. 2025. Vol. 20, No. 4. DOI: https://doi.org/10.3390/jtaer20040277

12. Gudlaugsson T., Theodorsson U. Brand image and Net Promoter Score: A repeated cross-sectional study in the banking sector.
Administrative Sciences. 2025. Vol. 15, No. 7. DOI: https://doi.org/10.3390/admsci15070237

13.Ho T., Nguyen S., Nguyen H., Nguyen N., Man D.-S., Le T.-G. An extended RFM model for customer behaviour and
demographic analysis in retail industry. Business Systems Research. 2023. Vol. 14, No. 1. P. 26-53. DOI: https://doi.org/10.2478/

bsrj-2023-0002

14. Naderipour M., Hosseini Nasabian H. A comprehensive RFM-A framework: Integrating age for enhanced customer
segmentation and marketing strategies. Transactions on Soft Computing. 2025. Vol. 1, No. 1. P. 14-26. DOI: https://doi.org/10.48314/

tsc.vlil.34

15. Pereira M. de S., Castro B., Cordeiro B., Castro B., Gongalves M. Factors of customer loyalty and retention in the digital
environment. Journal of Theoretical and Applied Electronic Commerce Research. 2025. Vol. 20, No. 2. DOI: https://doi.org/10.3390/

jtaer20020071

16. Reitsamer B. F., Stokburger-Sauer N. E., Kuhnle J. S. How and when effective customer journeys drive brand loyalty: The role
of consumer-brand identification. Journal of Service Management. 2024. Vol. 35, No. 6. P. 109-135. DOI: https://doi.org/10.1108/

JOSM-08-2023-0374.

17.Richard M. G., Heikal J. RFM segmentation analysis as the base of the company marketing strategy: Case study
of medical device company PT ABC. J-CEKI: Jurnal Cendekia Ilmiah Ekonomi dan Manajemen. 2024. Vol. 4, No. 1.

P. 2191-2199.

18. Srirahayu D. P., Anugrah E. P., Layyinah K. Influence of satisfaction and loyalty on Net Promoter Score (NPS) in academic
libraries in Indonesia. Library Management. 2021. Vol. 42, No. 6/7. P. 325-339. DOI: https://doi.org/10.1108/LM-06-2020-0090
19. Tesi¢ D. Net Promoter Score as a simple metrics for monitoring consumer feedback. Novi Ekonomist. 2025. Vol. 19, No. 2.

P. 42-50. DOI: https://doi.org/10.69781/NOEK202538174

210



ISSN: 2307-5651 (Print), 2412-5296 (Online) Ne 35,2025

References:

1. Korotun, V. L., Kolisnyk, M. K., & Kravchenko, O. V. (2024). Omnikanalnyi marketynh: stvorennia tsilisnoi vzaiemodii mizh
brendom ta spozhyvachem [Omnichannel marketing: Creating a holistic interaction between the brand and the consumer]. Ekonomika
ta suspilstvo — Economy and Society, no. (63). DOI: DOI: https://doi.org/10.32782/2524-0072/2024-63-20

2.Koshar, O. B. (2021). Vplyv tsyfrovoho marketynhu na loialnist vidviduvachiv restorannykh merezh [The impact of digital
marketing on loyalty of restaurant chain visitors]. Prychornomorski ekonomichni studii — Black Sea Economic Studies, no. (70),
pp- 80-86. DOL: https://doi.org/10.32843/bses.70-12

3. Makarova, V. V., & Makarenko, N. O. (2022). Osoblyvosti upravlinnia loialnistiu kliientiv na torhovelnykh pidpryiemstvakh
maloho biznesu [Peculiarities of managing customer loyalty at small business retail enterprises]. Visnyk Uzhhorodskoho natsionalnoho
universytetu. Seriia: Mizhnarodni ekonomichni vidnosyny ta svitove hospodarstvo — Bulletin of Uzhhorod National University. Series:
International Economic Relations and the World Economy, no. (42), pp. 90-94. DOLI: https://doi.org/10.32782/2413-9971/2022-42-16

4. Miroshnychenko, 1. V., & Aleksieieva, V. D. (2022). Vykorystannia RFM-analizu v sehmentatsii kliientiv [Using RFM
analysis in customer segmentation]. Ekonomika ta derzhava — Economy and the State, no. (1), pp. 114-122. DOI: https://doi.org/
10.32702/2306-6806.2022.1.114

5. Pakhucha, V. V., & Kolomiiets, O. A. (2024). Tsyfrovyi marketynh yak instrument formuvannia loialnosti spozhyvachiv na
rynku orhanichnoi produktsii [Digital marketing as a tool for building consumer loyalty in the organic products market]. Journal of
Innovations and Sustainability, no. 8 (3). DOL: https://doi.org/10.51599/is.2024.08.03.07

6.Ustyk, T. V., & Kolodnenko, H. Yu. (2024). Zaprovadzhennia marketynhovykh instrumentiv dlia pidvyshchennia
loialnosti kliientiv [Implementation of marketing tools to increase customer loyalty]. Visnyk Khmelnytskoho natsionalnoho
universytetu. Ekonomichni nauky — Bulletin of Khmelnytskyi National University. Economic Sciences, no. (1(326)), pp. 208-214.
DOI: https://doi.org/10.31891/2307-5740-2024-326-34

7. Alnaim, A. F., Sobaih, A. E. E., & Elshaer, I. A. (2022). Measuring the mediating roles of e-trust and e-satisfaction
in the relationship between e-service quality and e-loyalty: A structural modeling approach. Mathematics, no. 10 (13).
DOI: https://doi.org/10.3390/math10132328

8. Baehre, S., O’Dwyer, M., O’Malley, L., & Lee, N. (2022). The use of Net Promoter Score (NPS) to predict sales growth: Insights
from an empirical investigation. Journal of the Academy of Marketing Science, no. 50 (1), pp. 67-84. DOL: https://doi.org/10.1007/
s11747-021-00790-2

9. Baquero, A. (2022). Net Promoter Score (NPS) and customer satisfaction: Relationship and efficient management. Sustainability,
no. 14 (4). DOL: https://doi.org/10.3390/su14042011

10. Cebeci, U., Egerci, F., & Altas, B. (2024). Customer segmentation in FMCG sector with RFM method and digital marketing
recommendations in e-commerce. Journal of Current Research on Engineering, Science and Technology, no. 10 (1), pp. 13-28.

11. Gao, W., & Jiang, N. (2025). Enhancing omnichannel customer experience: From a customer journey design perspective.
Journal of Theoretical and Applied Electronic Commerce Research, no. 20 (4). DOI: https://doi.org/10.3390/jtaer20040277

12. Gudlaugsson, T., & Theodorsson, U. (2025). Brand image and Net Promoter Score: A repeated cross-sectional study in the
banking sector. Administrative Sciences, no. 15 (7). DOL: https://doi.org/10.3390/admscil 5070237

13.Ho, T., Nguyen, S., Nguyen, H., Nguyen, N., Man, D.-S., & Le, T.-G. (2023). An extended RFM model for customer
behaviour and demographic analysis in retail industry. Business Systems Research, no. 14 (1), pp. 26-53. DOI: https://doi.org/10.2478/
bstj-2023-0002

14. Naderipour, M., & Hosseini Nasabian, H. (2025). A comprehensive RFM-A framework: Integrating age for enhanced customer
segmentation and marketing strategies. Transactions on Soft Computing, no. 1 (1), pp. 14-26. DOI: https://doi.org/10.48314/tsc.v1il.34

15. Pereira, M. de S., Castro, B., Cordeiro, B., Castro, B., & Gongalves, M. (2025). Factors of customer loyalty and retention in
the digital environment. Journal of Theoretical and Applied Electronic Commerce Research, no. 20 (2). DOI: https://doi.org/10.3390/
jtaer20020071

16. Reitsamer, B. F., Stokburger-Sauer, N. E., & Kuhnle, J. S. (2024). How and when effective customer journeys drive brand
loyalty: The role of consumer-brand identification. Journal of Service Management, no. 35 (6), pp. 109-135. DOI: https://doi.org/
10.1108/JOSM-08-2023-0374

17. Richard, M. G., & Heikal, J. (2024). RFM segmentation analysis as the base of the company marketing strategy: Case study of
medical device company PT ABC. J-CEKI: Jurnal Cendekia Ilmiah Ekonomi dan Manajemen, no. 4 (1), pp. 2191-2199.

18. Srirahayu, D. P., Anugrah, E. P, & Layyinah, K. (2021). Influence of satisfaction and loyalty on Net Promoter Score (NPS)
in academic libraries in Indonesia. Library Management, no. 42 (6/7), pp. 325-339. DOLI: https://doi.org/10.1108/LM-06-2020-0090

19. Tesi¢, D. (2025). Net Promoter Score as a simple metrics for monitoring consumer feedback. Novi Ekonomist, no. 19 (2),
pp. 42-50. DOL: https://doi.org/10.69781/NOEK202538174

Crarra Haniiinoma: 12.11.2025
Crarts npuiinsra: 27.11.2025
Crarrs omyOumikoBana: 17.12.2025

211



