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VYV crarTi pO3rIANAIOTBECA  CydacHi MapKeTHHTOBi cTparerii, sKi
BHUKOPHCTOBYIOTbCSL UISl KOMepHiami3aiii Ta HpPOCYBaHHS IHHOBAliHHHUX
BUPOOHHYMX 1 OCBiTHiIX Tociyr. IIpoBeneHO Orys] HayKOBO-NPaKTHYHOT
JTepaTypH, MPOaHaNIi30BaHO OCHOBHI IMIJXOAM Ta MEXaHi3MU HPOCYBAaHHS,
chopMyIbOBAHO BIACHI PEKOMEHIALIT JUIsl PI3HUX THIIB MOCIYT, HABEJCHO
HOPIBHANBHI Tabmuli Ta npakTHyHi BUCHOBKK. COpMOBAHO KOMILIEKCHI
MapKeTHHIOBI CTpaTerii KoMepuiami3aiii OCBITHIX Ta IHTEIEKTyalbHO-
IHHOBAIMHUX TIOCITYT, SKi 3aIPONOHOBAHO JI0 NPAKTHYHOTO BHKOPHCTAHHS.
JleTanbHO MpoaHaIli30BaHO CKJIAI0B] KOXKHOT CTpaTerii Ta BA3HAYEHO iX 3a71aya
Ta poiib pu (opMyBaHHI Ta BUKOpUCTaHHI cTparterii. Hagano pexomennarii
10 iX YCIIIIHOMY IPOCYBaHHI Ha LITBOBUX PHHKaX. Matepiai opieHTOBaHMI
Ha MEHeJ[KepiB iHHOBAIIHKX NPOEKTIB, MAPKETOJIOTiB, PO3POOHHKIB OCBITHIX
Iporpam i HOJITHKIB y cdepi mMiaTpUMKH iHHOBALiH.
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Strategies for Commercialization of Production and Educational Intellectual
and Innovative Services in Order to Promote them to Target Markets.
Scientific and methodical article.

The article discusses modern marketing strategies used for commercial-
ization and promotion of innovative production and educational services. A
review of scientific and practical literature is carried out, the main approaches
and mechanisms of promotion are analyzed, own recommendations for
different types of services are formulated, comparative tables and practical
conclusions are given. Complex marketing strategies for the commerciali-
zation of educational and intellectual-innovative services have been formed,
which are proposed for practical use. The components of each strategy are
analyzed in detail and their task and role in the formation and use of the
strategy are determined. Recommendations are provided for their successful
promotion in target markets. The material is aimed at innovation project
managers, marketers, educational program developers, and innovation support
policymakers.
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HTEJIeKTYyaJIbHO-1HHOBAIiHI MOCIYTH — SIK 'y

BUPOOHMYOMY CEKTOPI, TaK i B OCBITI — eaaini

YacTillle CTAalOTh PYIIIHHOI CHIJIOI0 EKOHO-

MIYHOTO 3pPOCTaHHA Ta KOHKYpPEHTOCIPO-
MOXXHOCTI.  BupoOHHMYI  iHHOBamWiiHI  TOCIYTH
(KOHCANTHHT y  BIPOBA/DKCHHI  IHAYCTPIATBHUX
pimreHs, nuppPOBi twin-cepBicH, cepBicHE 00CITyTrOBY-
BaHHsA OOJIaHAHHS TOIIO) JO3BOJISIIOTH IiIBUIIUTH
MPOAYKTUBHICTG 1 3HM3UTH BUTpaTh. OCBITHI iHHOBA-
iiHI Tocayry (KOpropaTHBHI HaBYalbHi IIIAaTHOPMH,
KypCH 3 BHCOKHX TEXHOJIOTii, MOJYJbHI TIpOrpaMu 3
nepekBaiiQikalii) BiMOBITaIOTh Ha MOTPeOy PUHKY
mpari y HoBux KommeteHnuisx [1, 7, 10]. Ilpore
KoMepIliamizalisi TakuX IOCHYr CTHKA€ETBCS 3
npoOJeMaMu: HEBH3HAYCHICTIO IIHHOCTI JUIS PI3HUX
CTEHKXOJAEPIB, CKJIAIHICTIO JAEMOHCTpAlii pe3yib-
TaTiB, 6ap’epaMu JOBIpH, PETYISATOPHUMH BUMOTaMH
Ta BUCOKHMHM 3aTpaTaMH Ha BUXiJ Ha LIIbOBI PUHKH.
Tomy aznekBaTHI MapKETMHIOBI cTpaTerii, Mo
BPaxOBYIOTh CHENU(]iKy KOXXHOTO THITy HOCIYTH 1
tuny KrieaTta (B2B/B2C/B2G), — kiIt04 J10 yCHIIITHOTO
MacmTaOyBaHHS.

AKTyaJbpHICT Ta BaXJIUBICTh TEMH CTATTi 3a0e31e-
YYyEThCSI HACTYIMHHMH TEOPETHKO-METOAMYHUMH Ta
NPaKTHYHAMH TIOJIOKEHHSIMHU: TEXHOJIOTIUYHA TpaHC-
dbopmarrist 30inpIIye TIOMMAT HA CEPBICHI PIllICHHS:
MiANPUEMCTBA  IIYKalOTh TOTOBI  cepBicH,  sIKi
IHTErpyIOThCs 3 iXHIMM BHPOOHMYHMHM IIPOLIECAMM;
JUHAMIKa PHUHKY Ipani poOHMTh OCBITHI 1HHOBALi
KPUTHUYHO Ba>KJIMBUMH JUIS HIATPUMKH KOHKYpPEHTO-
CIIPOMOXKHOCTI ~ KaJIpiB; KOMepIiajiizamlis Mociyr
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3naTHa 3a0e3neynTd  (DiHAHCYBAHHS  ITOJAJNIBILIOTO
PO3BUTKY 1HHOBaIliii Ta MOBepHYTH iHBecTHLIT Y R&D;
PUHKOBAa KOHKYpEHLis JjocArae piBHi, nae 0e3
e(eKTUBHOTO MapKETHHTY IHHOBALiNHI IMPOIO3MLIi
3aJIMIIAI0THCS HEBIJOMUMHU a00 HEJIOOLIHEHUMH; JIs
MOJITHK 1 TPOTpaM TMiATPUMK{ IHHOBAIIM BajXKIIMBO
MaTH TEpeBipeHI MAapKeTHHIOBI Mimxomw, 100
pecypcH BUKOPHCTOBYBAIHCS €()EKTHUBHO.

TakuMm 9WHOM, PO3TISA 1 CHCTeMaTH3aIlisl MapKe-
THHTOBHX CTpaTeriii s IHX IBOX TPYI IMOCHYT €
NPaKTUYHO 3HAYYIIUMH i HAYKOBO KOPHCHHUMH.

AHaJIi3 0CTaHHIX J0CTiIKeHb Ta myOJikanii

CyyacHa HayKoOBO-I IpaKTUYHa JITEeparypa
MPOTIOHYE MIMPOKUH CIIEKTP MiAXO/AIB 10 MapPKETHUHTY
iHHOBaIiitHux mocnyr [2, 3, 8]. [To-mepie, kiacu4Hi
mpami 3 CepBICHOTO MapKETHHIY IiAKPECIIOITh
B)XJIMBICTh HEMaTepiallbHUX XapaKTePHCTHK, YIpaB-
JIHHA SKICTIO Ta CTBOPEHHS BapTOCTI 4epe3 IOCBif
cnoxwuBada [2]. [lo-mpyre, poboT 3 iHHOBaLIHHOTO
MEHEKMEHTY aKIEHTYIOTh YyBary Ha TOPrOBHX
CTpATeTisiX II0/0 3aXHUCTY IHTENEKTYalIbHOI BIACHOCTI
K BaXIUBOMY elleMeHTi koMepmiamizamii [4]. Ilo-
Tpete, Initeparypa 3 B2B-mapkertuHry BiazHauae
UKJIYHICTh NPOJaXy IHHOBALIWHUX pillleHb 1 HE0O-
XiJHICTh TOOYNOBH JOBrOCTPOKOBUX BIHOCHH 13
3amMoBHHUKOM [5]. TTo-ueTBepTe, AOCHTIHKEHHS UBPO-
BOro MapkeTuHry ta edtech migkpecioTs ponb
KoHTeHT-MapkeTunry, SEO/SEM Ta aHamituku
KOPHCTYBAIbKUX MUIAXIB U OCBITHIX TuIaTdopm [6].
[Mo-’site, mpari 3 HIHOYTBOPECHHS IHTENCKTYaTbHUX
MOCJIYyT TOKa3yloTh, IIO BapTICTh 4YacTo Mae Oyrn
mudepeHIiiioBana 3a pe3yIbTaTaMH, IiJIICKaMu a0
minensismu.  [lo-mocte, eMMipUYHI  TOCIIIHKCHHS
JIEMOHCTPYIOTh €(PEKTHBHICTh MAPTHEPCTB YHIBEPCH-
TETIB 3 MIAMPUEMCTBAMH SIK MEXaHI3M KOMepIiatizanii
OCBITHIX Po3p0o0ok [7]. TTo-choMe, KeHCH BIIKPHUTHX
IHHOBALliM 1 Kpay/JICOPCUHTY TOKa3ylTh MOXKJIMBOCTI
IIBUAKOTO TECTYBaHHS PUHKY 1 3HW)KEHHS pU3UKIB [9].
[To-BocbMe, poOOTH 3 HOPMATUBHO-ITPABOBOTO CEPEIO0-
BUIL[A HAJAIOTh PEKOMEHJamii MI0A0 BHUKOPUCTAHHS
KOHTPAKTHHX I1HCTPYMEHTIB Ta CTaHOApPTIB I
3MEHIICHHS TpaH3aKWmiiHUX BUTpaT. Ilo-meB’site,
miTeparypa 3 OpeHIWHTY MOCTYT BKa3ye Ha HEOOXin-
HicTh nepcoHidikanii Operny Ta popmysanns thought
leadership [10]. ITo-mecsiTe, MOCTHiIKEHHS 3 METOJIO-
norii komepiamizamii (stage-gate, lean startup mis
MOCNIYT) AAl0Th PaMKH JUIS MOETAlHOTO BUBEICHHS
MIPOAYKTIB Ha pUHOK [ 1, 6]. Y cymi, cydacHi myOuikarii
PEKOMEHAYIOTh TO€JHAHHS KIACHYHUX MAapKETHH-
TOBHX IHCTPYMEHTIB 3 IM(POBHUMH Ta MPAaBOBHUMH
MeXaHi3MaMH, TPOTe CTOITh 3aBJaHHS aJanTarlii Iux
MiAXOIB MiJ] OCOOIMBOCTI BUPOOHHMYHX 1 OCBITHIX
IHTEJIEKTYyaIbHHUX TTOCIYT.

VY HaykoBil Ta NMPHUKJIAAHIN JiTepaTypi BUALISIO-
TBCSI KiJIbKa HaNpsIMiB MapKETHHIOBOTO 3a0€31e4eHHS
npoueciB  TpaHcdepy 1 Komepuiarnizamii iHTeIeK-
TyaJlbHO-IHHOBAIlIMHUX IOCIYT BHPOOHHYOTO Ta
OCBITHBOT'O ~ XapakTepy: MoOJIeni KoMepiiaizamii
IHHOBAII# (JTilleH3yBaHHs, PO, CEpBiICHA MOHETH-
3aIlisl), MAXOAW JO TpocyBaHHs iHHOBamii (early
adopters-opieHrariis, HilIeBUH MapKETHHT, ILIaThop-
MEHHi CTpaTerii), pojb TOKAa30BOCTI IHHOCTI (case

studies, ROl-keiicu), 3HaueHHsB MapTHEPCTB (E€KOC-
ucremn) Ta I1udpoBi iHcTpymeHTn (marketplaces,
SaaS-mopmeni). [l OCBITHIX MOCHYr JI0JATKOBO
BUCBITIIIOIOTBCS. METOJU  aKpemuTallii, CHiBpooiT-
HUIITBA 3 poOOTOAaBIsIMU Ta Mojieni blended learning
SK CIOCi0 TMigBUINEHHS NPHBAOIUBOCTI MPOMO3HUILI.
[IpakTu4Hi Ke¥ch MOKa3yoTh, M0 YCIIiX 3aJIEKHUTh HE
TIIBKH BiJ SIKOCTI TOCIYyTH, a H Bi NpaBHIIBHOL
YIaKOBKH IIHHOCTI, BHOOPY KaHAIy NpPOJaXiB Ta
MoOyJOBH NOBIpYMX BiTHOCHH i3 KiieHTOM. YacTo
JIOCTIKCHHS MiIKPECIIOI0Th TOTPedy B MIKIHCIUII-
JIHAPHOMY MiAXOMAi: MapKEeTHHI + TPOAYKTOBa
eKcrepTu3a + IpuaAnYHe 3a0e3eYeHHs.

Bugisiennss ~ HeBHpimIeHHX
3arajJbHoi NpodJeMu

paHimie  YacTuH

JlociiKeHHs] Cy4acHOro CTaHy Teopii Ta METOMIB
(hopMyBaHHS MapKETHHTOBHX CTpaTerid MpOCYBaHHs
Ha PHHOK IHTCIEKTYyaJbHO-IHHOBAIIMHUX TOCIYT
JIO3BOJISIE BUBUTH 1 OOTPYHTYBaTH HHM3KY IIE HE B
MOBHIA Mipi BUpimeHHXx mpobieM B mi cdepi. B
MepITy YepTy 3BEpHEMO yBary Ha TPyIHOIII KiJIbKiCHOT
OWIHKH BapTOCTi IHTENEKTYyalbHOTO KaIliTalxy Ta
HeMmartepiagbHUX akTUBIB. HemoctaTHho po3poOiieHO
MiIXOAW [0 TOEJHAHHS Ppe3yJbTaT-OPIEHTOBAHOTO
I[IHOYTBOPEHHS 3 TPAAMMIIHHUMH JIICH3IHHUMU
MomemsiMu.  [1oTpeOyroTh IHHOBAIIMHUX —MiIXO/IB
HasBHI BHUCOKI TpaHCAKLidHI BUTpaTu BXOJYy Ha
MDKHapOJIHI PUHKH Yepe3 CTaHAapTU3aLiio Ta IPaBOBi
Oap’epu. JJocuth 0OMeKEHWH iCHYIOUMX B el dac
Ha0ip MOCTOBIPHUX METOIIB MPOTHO3YBAaHHS MOIHUTY
Ha HOBI IHTENEKTYaJlbHI IOCIYTH, IO B MEBHIA Mipi
MOSICHIOETBCSL HEJOCTaTHhOIO iHTerpauiero edtech-
pilIeHb 3 KOPIIOPATHBHOI iHPPACTPYKTYPOIO 3aMOB-
HUKiB y B2B-cermenTi. Cimify TakoX 3BEpHYTH YyBary i
Ha mpoOJeMH JTOBipH Ta JOBIOTPHUBAIMX BITHOCHH Y
B2B-npoxaxax iHHOBAaLiHUX BHUPOOHUYUX TOCIYT
[9]. lle B meBHiif Mipi cHOCTEepiraeTbcss OOMeKeHa
METOJIOJIOTIsl ajanTarii MapKeTUHIOBUX CTpaTeriit 10
KPH30BHX/HECTAOUTbHUX YMOB (€KOHOMIYHHX abo
nomituuHux). [1oTpedyroTh TakoX CBOTO PO3BHUTKY 1
MUTaHHSA 3aXUCTy JaHWX | €TWYHOCTI BHKOPHCTaHHS
IITYYHOTO IHTEJIEKTY Y HaBYAJIbHUX Ta BHPOOHMUMX
piIICHHSIX.

Meropomnorist nocnijpkeHHs. JocipkeHHs TpyH-
TYETBCS HA CUCTEMHOMY IiJIXOJi, MOEIHYE KOHTEHT-
aHai3 HaykoBuX myOmikamid, SWOT-anami3 icHyro-
YHX CTpaTeriii, HOPIBHUIBHUHA aHaTi3 MapKETHHTOBUX
IHCTPYMEHTIB, a TaK0X €KCIIEPTHI OI[IHKH IPaKTHKiB
ramy3i. Takuit miaxig 103BOJIIE BU3HAYUTH KITFOUOBI
elneMeHTH e(peKTHUBHHX CTparterii i chopmyBaTh ix
HOB1 KOMOIHAIIi1 JUTsI BUPOOHWYHX Ta OCBITHIX HOCIHYT.

Memoro cmammi € BUBYCHHS €(PEKTHBHUAX METO/IIB
Ta IHCTPYMEHTIB IIPOCYBaHHS  IHTEJIEKTYaJIbHO-
IHHOBallIlHUX TOCIYr y BHPOOHMYIH Ta OCBITHIH
cdepax, aHamizi IXHbOI KOMepuianizamnii Ta po3pooui
cTpareriii Ui yCHIIIHOTO BUXOJY Ha IUILOBI PUHKH,
110 BKJIIOYAE aHAJI3 PUHKY, KOHKYPEHTIB, MO3HUIIOHY-
BaHHA Ta CTBOPEHHS IUIICHOI MapKETHHTOBOL
KOHIIETIII1 7151 TOCATHEHHS KOMEPIIHOTO YCIiXYy.

Buxkisiag ocHOBHOr0 MaTepiany A0CTiI:KeHHS

MapkeTHHroBi cTpaTerii KoMepitianizallii iHHOBa-
MIHHUX TOCTYT TependadaroTh aHalli3 pUHKY, BH3HA-
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YeHHs IJIbOBOI ayanTopii, GopMyBaHHS LiHHICHOI
nporo3uuii, BHOIp  KaHAIIB  MNpPOCYBaHHS  Ta
quctpudynii (4P), a Takox MO3MIIOHYBaHHS OpeHIy
[1, 6]. Ins BUpOOHMYMX MOCIYT aKLEHT POOUTHCS Ha
JIEMOHCTpaIli TEeXHIYHUX IepeBar Ta ONTHMi3amii
MPOIIECiB, TOAI AK [UIA OCBITHIX — Ha (popMyBaHHI
pemyTamii  Ta  JAEMOHCTpamii  Pe3yIbTATHBHOCTI,
3aTy94ar0ud eKCIIEPTiB Ta BHKOPHUCTOBYIOUH IH(POBI
kaHamd. [Ipm BuOOpi MapKeTHHrOBOI CTpaTerii
KoMepIiianmizamii iHTeleKTyaIbHO-IHHOBAiHHUX I10C-
JYT WIANPHEMCTBY YH OCBITHIM ycTaHOBI crix
MPOBECTH aHalli3 PUHKY Ta KOHKYPEHTIB, BU3HAYUTH
LTI Ta MO3UIIOHYBaHHs, mpoBectr SWOT-anami3 s
BUSIBJICHHSI CUIIBHHX Ta CIa0KHX CTOpiH, chopMyBaTu
NPOIYKTOBUH  MOpTdenb, pO3pOOMTH  CTpaTerito
L[IHOYTBOPEHHS, MIPOCYBAHHS Ta PO3MOALLY, a TaKOX
BCTaHOBUTH YiTKi METPHUKH JJIsl BUMIPIOBAHHS YCITIXY.
Bubip MapkeTHHTOBOi cTpaTerii KomepIiami3amii €
CKIQIHUM 1 0araTocTyleHEBUM IIPOIECOM, IO

BUMarae CUCTEMHOTO MiAX0/Y, BpaxyBaHHsI PUHKOBUX
TEHJEHLI}, BHYTPILIHIX pecypciB oprasizauii Ta
crnenudiky MUTOBUX ayauTopiil. s mimnpuemcrsa
abo OCBITHBOI yCTaHOBM BiH CTa€ KIIIOYOBHM
(haxTopoM 3a0e3neyeHHs] KOHKYPEHTOCIIPOMOXKHOCTI,
MiABUIICHHS PUHKOBOI BAapTOCTI Ta CTIMKOCTI pO3-
BUTKY [2, 3]. YCHIMIHICT IFOTO MPOLIECY 3aTEKUTH Bij
MOEIHAHHS CTpaTerigHoro OadeHHs 3 THYYKICTIO 10
3MiH Ta MocTiHHOTO BHockoHaieHHs. 1106 nmpuitasaTn
MIpaBUJIbHE PIillIEeHHs, CIIi IPOBECTH ACTANBHUI aHAaTIi3
MOXIIMBHX MapKETHHTOBHX CTpaTeriii Ha mpenMmer
BigOOpy HaitOuIbII eekTUBHOT B JaHNX ymoBax [10].

Ha puc. 1 mpenacraBneHo HaiiOinbm eheKTUBHI
MapKeTHHTOBI CTparterii komepuianizamii BApOOHUINX
Ta OCBITHIX IHTENEKTYyaJbHO-IHHOBALIHHUX MOCIYT,
SKi B IIel 4ac BUKOPHCTOBYIOTBCS JUIS IPOCYBAHHS iX
Ha BIJNOBIIHI LUIBOBI TEXHOJIOTIYHI ab0 OCBITHI
PHHKH.

-

/

_— Account-Based
Crpaterist LiHOyTBOpEHHSI, - . .
. Opi€HTOBaHa HA LIIHHICTh Marketing (AFM) Ta CTpaTc:rm JI0Ka30BOCTI Ta
Crpareris npoyKToBoro (Value-based Pricing). Tapretosanmii B2B- KEUC-MAPKCTHHIY
JepeHIIiFOBaHHS HpOJaXK. (Evidence & Case-based
(Product Differentiation). Marketing).
- 4
MapxkeTuHrosi crparerii
Crparerist mapTHEpCTB i KoMepuiamizanii KoHTeHT-MapKeTHHT i
anbsircis (Partnerships & BHPOOHHYHMX TA OCBITHIX thought leadership.
Ecosystems). iHTe/IeKTyaJbHO-
iHHOBaNiifHMX MocJIyT.
\_ -
Hnaﬂi}op}vma CTPaTeFi" Ta : Bpenaunr, ceptudikarii i
uuppoBi MapkeTILIeHcu cranaapty (Trust &
(Platform/Marketplace Account-Based Marketing (ABM) Ta Certification).
Strategy). o
TapreroBanuii B2B-mponax

Pucynok 1. HaitGinpin eekTHBHI MapKEeTHHTOBI CTpaTeTii KoMepiiami3amnii BHpOOHUIHX Ta OCBITHIX
IHTeJIeKTyaIbHO-IHHOBAIITHUX TTOCIYT ISl TX MPOCYBaHHS HA LIJIbOBI PUHKH.
Howcepeno: enacna pospodxa agmopis

PosrnsiHemo, peacraBieHi Ha puc. | MapKEeTHHTOBI
cTpaTerii KoMepuianizamii 6Tk JeTanbHO.

Crtpateris  TPOAYKTOBOTO  AMQEpeHIiFOBAaHHSI
(Product Differentiation). Lls crpareris gokycyerbes
Ha IiJJKPECIIeHH] YHIKAIBHUX BIACTUBOCTEH MOCITYTH —
TEXHIYHUX XapaKTepUCTHK, ePEeKTUBHOCTI abo 1oaart-
KOBHX cepBiciB. i1 BUPOOHMYMX ITOCIYT L€ MOXe
OyTH YHIKaJbHHH alrOpuTM ONTHMIi3alii, rapaHTis
30epeKeHHs] TPOJYKTHBHOCTI 200 IIBHJIKA iHTErpamis
3 ERP. B ocBiTHill cdepi qudepeniiaris BUIBIIETbCS
yepe3 aBTOPCHKI HaBYaJIbHI MOAYJI, NPAKTHIHY
opieHTaIlio abo cepTudiKaIiio BiJ raxy3eBux JiIepiB.
BaxnmuBo cTBOpHUTH YiTKe TIO3UIIIOHYBaHHS 1 MECeXKi,
AKI EPEKOHJINBO MOSCHIOIOTh, YOMY CaMe I MOCIIyTra
kparmie. KomyHikarrisi ToBUHHA MiCTUTH JJOKa30By 0a3y
Keific, MEeTPUKH, BIATYKM KII€HTIB. Pusuk:
JudepeHIianis, ska He CIPUIAMAETbCS KITIEHTOM SK
KOpHCHa, He mpaioe. Burpatm Ha po3poOky i

MiATPUMKY ArdepeHniaTopiB MOKYTh OyTH BHCOKUMH.
EdexkTuBHICTh 3aleXUTh BiA 3MaTHOCTI KOMITaHii
MiATPUIMYBATH BiIMiHHOCTI B Yaci.

Crpateriss  I[IHOYTBOPEHHS, OpI€HTOBaHa Ha
uinnicts (Value-based Pricing). Crpareris Oyayetbes
Ha OLIHII BUTOAM IS KIIEHTA 1 BCTAHOBJIEHHI I[IHU
BiJITIOBIZTHO IO CTBOPEHOI IIHHOCTI. J{JI1 BUPOOHHIIX
MOCIYT 1€ YaCTO BHPAXKAETHCS B EKOHOMIT BUTpAT a0
30UTBIICHHI BHPOOHHIITBA, TOMY MOJENb IiHO-
YTBOPEHHS MOXXE€ OyTH YacCTKOBO 3aJICKHOIO Bif
pesynbraty (outcome-based). B ocBiTHiX mocmyrax —
e TiABUINEHHS NPOAYKTHBHOCTI Tpaili, Kparia
MpaneBJalTyBaHICTh  yYaCHHKIB, IO  JIO3BOJISIE
BCTAHOBJIIOBATH TpeMiallbHI IiHW. BripoBamkeHHs
BUMarae 300py maHux i mooymoBu moaenerr ROI s
KIIiEHTa Ta JOKa3yBaHHS 1X y mpopaxax. [lepeBara —
BHCOKA Map KUHAIBHICTh TIPU MEPEKOHIUBUX JTOKa3aX
uinHocti. Henmomik — ckiagHicTh OLIHKK MMOBIpHHX
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pe3ysbTaTiB 1 PHU3UK HENOPO3YMIHb 13 KIIEHTOM.
IMoTpiOHAa mpPO30piCTH y JAOTOBOpaxX 1 MEXaHi3MH
rapaHriii.

[Tnatdopmua crpareris Ta udpoBi MapKeTIIEHCH
(Platform/Marketplace Strategy). Ile ctBopeHHs a60
BUKOPHUCTAHHS IU(POBHUX MIaTGOpPM IS TMOIIUPEHHS
mocyr: SaaS, marketplace, exocucTemMn mapTHepiB.
Jus BUpOOHMYMX MOCHYT IUIATGOPMH TO3BOJISIOTH
MIBU/IIE IHTETPYBaTH pimeHHS 1 MacmTabyBaTu
cepBic B pi3HEUX perioHax. /i OCBITHIX moCITyT
WIaThopMH HAOTh IOCTYN A0 IIHPIIOI aymuTOpii,
AHANITUKK TIOBEAIHKH CTYJICHTIB 1 MOXJIMBICTh
MOHETH3yBaTH KOHTEHT. [lnardopmHui  miaxin
CIIOIIy€e OHOBJICHHS, KacToMi3ailito Ta billing. Boaxo-
yac BakJMBi iHBecTHLil y npoxykt, UX Ta Oe3nexy
nannx. KoHKypeHIis Ha miaTopMax 4acTo BeluKa —
NOTPIOHI MeXaHi3MHM BHJIUICHHS (PEUTHHTH, HapT-
HepchKki mporpamu). EdexkTHBHICTH 3aleXHUTh BiX
3IaTHOCTI CTBOPHTH MEPEKEBUI €PEeKT i yTpUMaTH
KOpHCTYBada.

Crpareris naptHepcTB i ambsHCiB (Partnerships &
Ecosystems). ITaptHepctBa 3 OEM, iHTerpaTtopamu,
yHiBepcutetamu, HR-areHuismMu abo rany3eBHMH
acollialisIMi JTO3BOJISIIOTh IIBUJKO BHUXOIMTH Ha
PHUHOK. Y BUPOOHHUIITBI 11€ — TOCTYII IO KaHAIB 30yTy
Ta IHTerpais 3 iCHYIOUMMH JIAHLIOTAMH [OCTa4aHHs.
B ocBiri — cminpHi mporpamMu 3 poOOTOJABLSIMH,
MPOXOJKCHHST ~aKpeAWTAIliif, CHmiBmpams 3 IUatT-
¢opmamu  pekpytunry. Ilepesara pO3IiNeHHS
PU3MKIB, TOCTYN 10 KIIEHTChKOI 0a3m mapTHepa i
MiABUIICHHS JOBIpH. BUKIHKH: PO3MOALT JTOXOMIB,
Y3rOKeHHS CTaHAAPTIB AKOCTi i OpeHmiB. [loTpidHA
MPOEKTHa KOMIICTEHIiI y KEpyBaHHI albsHCAMH.
TpuBani mapTHEpCTBa YacTO NAIOTh CTAOUTBHUI MOTIK
KJII€HTIB 1 pedepeHciB.

Crpareris  J0Ka30BOCTI Ta KeWC-MapKEeTHHIY
(Evidence & Case-based Marketing). dokyc Ha
myOumikanii KeHCiB, HE3aJIekKHHUX TOCIIKCHb, OCHY-
mapkiB Ta white papers. [ns B2B xiientiB — 1e
OCHOBHHMH IHCTPYMEHT IMOJOJIaHHS HEepilly4oCTi:
nemoHctpamiss ROI, mporecy BOpoBaKeHHS, PH3HK-
MeHe/KMEHTY. OCBITHI TOCIYTM BHMKOPHCTOBYIOTH
CTAaTHCTHKY TpaleBIallITyBaHHS, IPOrpecy Y4YHIB Ta
BiArykn pobGotonasiiB. [ns edexruBHOCTI MoTpiOHA
HEeHTpaJIbHa 30ipKa /10Ka3iB, KOHTPOIb SKOCTI KeHCiB 1
ix Jmoxamizarist mig mieoBi puHKU. Lle 3aTpaTHuUii 3a
4acoM TMiAXiJ, aje BiH 3HAYHO IiJBHILYE KOHBEPCIIO
Ipy 1poJaxi ckiamgHux mnociyr. [lommpeHHs uepes
rajxy3eBi Melia i KoH(epeHIIil MoCUITIoe BILTUB. Pu3nk
— SIKIIO KEHCH HeTepeKOHINBI a00 HETOBHi, IIe MOXe
HAIIKOJIUTH PeIyTaIlii.

Konrenr-mapkerunr i thought leadership. CtBo-
PEHHSI EeKCIEePTHOrO KOHTEHTY: cTarTi, BeDOiHapw,
JIOCJIIJPKEHHS, TIOJIKACcTH, SIKi TMO3UIIOHYIOTh KOMIIa-
HIIO sK JIigepa JyMoK. J[iist BUpOOHHIITBA [1e — TEXHIYHI
raiu, MorIHOJICHI aHANITHYHI MaTepialin; s OCBITH
— METOJHMYHI Marepiayii 1 NpUKIaau TpaHchopmariii
kap’epu. Takwil miaxig mocTymoBo Oyaye HOBipy i
npuBabimoe ayauropiro (lead generation). Bin Bumarae
CcTabUILHOTO KOHTEHT-TUIAHY Ta KOMIIETeHIIH Yy
CTBOpEHHI eKcrepTHOTro Matepiany. KoHTeHT Mae OyTh
aJanTOBaHWK TiA pi3HI piBHI NpuUAMaviB — Bif
TexHIYHUX ¢axiBUiB g0 C-piBHA. MeTpUKH ycHixy:

Tpadik, reHeparis JiiiB, KUIbKICTh 3alIUTIB Ha JEMO.
JloBroctpokoBa cCTpaTeris; IUBUAKAX Ppe3yJbTaTiB
YeKaTH He BapTo.

Account-Based Marketing (ABM) Tta Taprero-
Bauuii B2B-mponax. ABM — mnepconanizoBaHuii
MiAXIA 10 MpSIMUX BENWKHUX KIEHTIB: 1HIWBiAyalbHI
MPOTIO3UINii, JEMOHCTpAIii, WIOTHI TPOEKTH. Y
BUPOOHMYMX TMOCIAYT IIe YacTo HEOoOXimHO depes
BHCOKY BapTiCTh BIPOBA/KCHHA 1 TMOTpedy B
kactoMizamii. B ocBiti ABM 3acTocoByeTbes IO
BEJIMKHUX KOPIIOPAaTUBHHUX KIi€HTIB abo By3iB. Ilepe-
Baru: BUCOKa KOHBEPCiS 1 MOXIIMBICT HOOYHOBH
JIOBrOTPHBAJIMX KOHTpakTiB. Hemousiku: BHcoka coOi-
BapTiCTh HAa OJHOTO KITi€HTa 1 MOTpeda B MIMOOKOMY
JociimkeHHi kiieHra. [ToTpiOHa cHHXpOHI3ALIS Mixk
NpoJlayKaMy, MapKETUHIOM 1 TEXHIYHOIO KOMAaHJO0.
EdexruBnictre ABM 3pocrac B Hime abo mpu
CKJIQJHUX PIIICHHSX.

Freemium / munotHi nporpamu ta proof-of-concept
(PoC). Hamanns oOMmexeHoi 6e3k0omTOBHOI Bepcii abo
MUTOTY JUIA EMOHCTpAIii I[IHHOCTI Iepen IIijIu-
CaHHSAM KOHTpakTy. s BUPOOHHMITBA — KOPOTKHH
PoC Ha oxHOMy JNiHIHHOMY Mpoleci; JJIsi OCBITH —
6e3komToBHUN Kypc abo moayns. Lle 3Hmkye Gap’ep
BXOJ1y 1 JI03BOJISIE KITI€HTY MOOAYUTH PeabHi BUTOJIH.
OCHOBHHI1 pH3HUK — HENPaBWJIbHE YIPABIiHHSI OYiKY-
BaHHAMH a00 BHCOKI BHUTpPaTH Ha CYIpPOBIX
0e3KkoITOBHUX MpOEKTiB. [loTpiOHa wiTKa AOPONKHS
KapTa BiJ] MJIOTY O MOBHOIIHHOI MOKYITIKH, a TaKOX
KPI mnsa BumiproBanHs ycmixy. JoOpe mpaimroe B
MOEAHAHHI 3 MOJCNBIO IMIHOYTBOPEHHS HA OCHOBI
pe3yJnbTary.

Bpenmunr, ceprudikamii i crammaptu (Trust &
Certification). [aBecTHmii B OpeHH, Taixy3eBi cepTH-
(hikartii, BiIMOBIHICTh CTAHAAPTAM SIKOCTI — MEXaHI3M
noOyoBu 0Bipy. J{si BADOOHUYMX MOCIYT BaXKJIMBa

ceprudikaiiiss CcyMmicHOCTI 3 OOJagHAHHAM  Ta
0e3neKoro; Juisi OCBITHIX — aKpeIuTallisi Ta BU3HaHI
ceprudikatu. HasBHicTs cepTudikariB  crporiye

MEPETOBOPH Ta CKOPOUYE Yac Ha y3rokeHHs. [Iporec
cepTudikarii Moxe OyTH JOBTUM 1 JOPOTHM, alie YacTo
OKYIIOBYETBCS ~ 3aBISKH BHIIMM KOHTPAaKTaM 1
MPOCTIMIMM TPOJakaM JO BEIUKAX OpraHi3allii.
Bpenn sk rapaHTis SKOCTI JOIOMarae 3ary4aTH TOII-
JMAiB 1 3HWKYBAaTH YyTIUBICTH a0 IiHH. [loTpiOHI
IHCTPYMEHTH KOMYHiKaIlii, mo0 ITOHECTH 3HAYCHHS
ceptudikaTiB 10 KITi€HTA.

AHami3 pe3ynapTaTiB  AOCHIDKEHHS  iCHYIOUHX
cTpaTerii MapkeTHHry B cdepi Komepriamizamnii
MIPOCYBAaHHS Ha PHHOK BHPOOHMYMX Ta OCBITHIX
IHTEIeKTYaJbHO-IHHOBAIIIMHMX  MOCIYT,  JIO3BOJISIE
3pOoOUTH BHUCHOBOK MO Te, IO HaWKpamuii edekt
JIOCATAETBCSI HE 130JbOBAHUM BUKOPUCTAHHSIM, a
[IOCIHAHHSAM  KIJIBKOX  IIIXOJIB. Hampuxnan,
MO€EHAHHS KOHTECHT-MapKeTUHTY, keiiciB i ABM nae
NOTYXXHUH edekT m11 BHXOAy Ha Besukux B2B-
KTi€eHTiB. /Jl1s BHPOOHMYMX TOCIYT KIIOYOBUM €
TEXHOJIOTiYHa iHTerpalis Ta outcome-based pricing,
TOMI SIK JUIA OCBITHIX aBTOPCHKI TIpoTpamu,
ceprudikariiss Ta XOBroTpuBayi maptHepcTBa. IIpak-
TAYHO BCi CYYacHi CTpaTerii cTaloTh e(peKTHBHIITUMHI
MIPY 3aCTOCYBAaHHI aHAIITHUKW: CETMEHTAIlii, MPOTHO3Y-
BanHg, MogemoBaHHia ROI. YV ckimagaux B2B-
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DOPMYBAHHS KOMNACKCHUX MAPKEMUH208UX cmpameziil KoMepylanizayii 6UpoOHUHUX Ma 0CEIMHIX
THMeAeKMYanbHO-THHOBAYIIIHUX NOCAY2 3 MEMOI0 IX NPOCYBAHHA HA YiNb08T PUHKU

CeKTopax MOTPiOHI MEXaHi3MH TapaHTid, MNUIOTHI
MPOEKTH W IOPUINYHO 4iTKi KOHTpakTu. [lnardopmu,
NMapTHEpCTBa W OpeHJ OTPUMYIOTh MaKCHMaJIbHHN
e(eKT JMIIe 32 YMOBH CTBOPEHHS E€KOCHCTEMH, LIO
CTHMYJTIOE B3a€MOJIII0 KOPHCTYBaUiB.

ABTOpChKa TIO3WIIS, $Ka BHKIAJEHA HIDKYE,
copMOBaHA Ha OCHOBI CHHTE3y CYYacCHHX Teope-
TUYHUX THIXOMIB IO CEpPBICHOTO MAapKETHHTY,
MeHEDKMEHTY iHHOBamii 1 mudpoBoi Tparchopmariii,
a TakoX Ha JOTIYHOMY IIEPCHECCHHI KOHIICTITIB
productization, platformization i outcome-based
contracting Ha KOHTEKCT BHPOOHHYMX 1 OCBITHIX
nociyr. IlpakTnuHi pexoMeHnauii MarwTh OyTH
anpo0OoBaHi 4epe3 MiIOTHI BIPOBAPKEHHS 1 KUIbKICHY
OLIIHKY KJTIOYOBUX ITOKa3HUKIB €pEKTUBHOCTI.

Jlo NpakTHYHOTO BUKOPHUCTAHHS MPOMOHYIOTHCS
JIBI KOMIUIEKCHI cTparterii Komepiiiamizamii iHTelIeK-
TyalbHO-IHHOBAIIMHAX BHPOOHWYMX Ta OCBITHIX
HOCIIYT.

KombinoBana crpareris Iiasi BUpOOHUYUX TTOCITYT
NOEHYE EJIEMEHTH MapTHEPCHKOTO MAapKETHHTY,
mUppoBOi KOMYHIKaIii, KacTomizamii Ta iHHOBa-
uilfHOro ceppicHOro makety. Ii cyTHicTh mossrae y
CTBOPEHHI IHTETPOBaHUX pillleHb [yl Oi3Hecy:
TeXHoNoOrisi + cepBic + KoHcanTuHr. [lepeBara —
THy4YKe pearyBaHHs Ha MOTpeOH pUHKY, GpopMyBaHHs
JIOBFOCTPOKOBUX ~BIZIHOCHMH 31 CIIO)KMBa4aMH Ta
MiBUIICHHS LIHHOCTI Openmy. CTpaTeris BKIIOYae
Taki CKIQIOBi: HPOXYKTOBUH IHKWHIpWHT, iHTErpo-
BaHy KOMYHIKaIlifo, mapTHepcTBo 3 R&D, mmdposi
WIaThOpMH  YIPaBIiHHA KII€EHTAMH Ta CHCTEMY
alaNTHBHOT'O LIIHOYTBOPEHHSI.

Crparerisi, cnpsiMOBaHa Ha CETMEHT BUPOOHHYHX
IHTENEKTYaIbHUX TIOCIYT, (POPMYIOTHCS SK IHTErpo-
BaHa  apXiTeKTypa, 10 IO€JHYE TMPOAYKTOBY
MO/IYJIbHICTB, JI0Ka30By MapKETHHIOBY KOMYHIKAIIil0,
innuBinyanpHi B2B-npogaxi ta mpaBoBuil CcynpoBin
IHTEJICKTyalbHUX aKTUBIB. LIeHTpaJbHHUM MOJIO-
JKEHHSIM € TpaHc(hopMallisi eKCIePTHOT KOMIICTEHIIIT B
CYKYIHICTh CTaHJIApTH30BaHUX KOMEPIIHHUX MOJIy-
JB, KOKEH 13 AKUX Ma€ YiTKO BH3HAYCHI Pe3yJbTaTH,
METPUKH Ta YMOBH BIPOBaDKCHHA. Takuil mimxin
3HWKYE 1HQOpMAIifiHy acuMeTpil0 MK IIOCTa-

YaJbHUKOM 1 3aMOBHUKOM, J03BOJsIE (opMmyBaTu
MUIOTHI  Tpomo3unii 3 BUMIPIOBaHUM e(pEKTOM 1
3MEHIIY€E NepexiHi BUTPATH NPU MacIITa0yBaHHI.

Y npakTHYHOMY IUIaHI MOJIYJIbHA apXiTEKTypa
noeaHyEeThCsI 3 Mojesto "proof-of-valuev", npu skiit
MMOYaTKOBE 3aMOBJICHHS Ma€ O0OB’SI3KOBHU EKCIICPH-
MEHTAIBHHUI KOMITIOHEHT 3 3a3/1aJIeTi/lb IOTOIKEHUMH
KPI. MapkeTnHTOBi KOMYHiKamii aKIEHTYIOTBCS HE
CTUIBKM Ha 3araJbHHX IIEpeBarax, CKiJIbKH Ha
MPOPAaXxOBaHUX CKOHOMIYHMX eQeKTax 1 Keicax.
[Ipomax BHCTymae SK MpoIeC KacTomizamii MOIyIiB
il TeXHIYHI Ta OpraHi3aliifHi MoTpeOU KIFOYOBOTO
aKayHTy; TOMYy HOro e(eKTHBHICTb 3a0e3leuyeThes
yepe3 mpaktuku Account-Based Marketing 1 Key
Account Management, siKi MO€IHYIOTbCS 3 KOpPIIO-
patuBHUM OpeHauHroM i thought leadership y By3bkux
TEXHIYHHX CErMEeHTaXx.

[inoBi MexaHI3MH BKa3aHOI cTparerii MaloTh
riopumHuil  xapaktep: 0a3oBe JimeH3iHe abo
HiIIHCHE 00CTYrOBYBaHHS IONIOBHIOETHCS PE3yJIbTaT-
OpIEHTOBAaHUMHU OOHYcaMH a00 MOIEIUTIO PO3IIOALTY
3aomamkenb (shared savings). Taka KOHCTHUTYIsS
CTHMYJIIOE€ TIOCTaBHUKA IHHOBAUil JO IMOKpAIleHHs
pe3ynbTaTiB, BOAHOYAC PO3AUIIIOYM PH3UKH 3
3aMOBHUKOM. [Opuauyne odopMiIeHHS BKIIOYa€e
crangapTu3oBani SLA, diTki yMOBH BOJIOIIHHSA 1
BUKOPDHUCTaHHS MOAM(IKOBaHUX pILIEHb, a TaKOX
MexaHi3Mu 3axucty 1P, o € HeoOXiAHO YMOBOO JUIs
mepeAadi TEXHOJIOTIYHHX pIillleHb Yy BUpOOHWYE
CepeIoBHILE.

OrmepauiiiHa cKjIazoBa nepeadadae CTBOPCHHS
mudporoi miardgopmu mis delivery Ta aHATITHKH, MO
3a0e3neyye MOHITOPHHT BHPOOHHYHX IapaMeTpiB y
peampHOMY dYaci, 3BiTHicTE 3a KPI Ta wmexanizmu
OHOBIICHHSI NOCNyrd. [HBecTHuii B Taki miuardopmu
MiBUIYIOTh TOPIC  BXOMY JUIS KOHKYPEHTIB 1
CTBOPIOIOTh MEPEKEBI CSPEKTH Yepe3 IHTEerparliio
JIAHUX 3aMOBHMKIB Ta YHIBEpCali3allil0 alropUTMiB
onTUMi3arii.

B Tabn. 1 HajaHa eKOHOMIiYHA XapaKTEpPHCTHKA
HaHOLIBII BaXKIIMBUX CKJIAJOBHX KOMIUICKCHOI MapKe-
THHTOBOI CTpaTerii 115l BAPOOHUYHX IHTEJICKTYaIbHO-
IHHOBAI[ITHHUX TTOCITYT.

Tabmuus 1. EkoHOMiYHE MOPIBHSHHS CKJIaJIOBUX MapKETHHIOBOI cTpaTerii Komepuiamizamii
BUPOOHMYMX IHTEJIEKTyaJIbHO-IHHOBALIHHUX MOCITYT

CkJi1agoBa cTpaTterii EKOoHOMIiYHa CYTHICTh

3aBaaHHs i pojib Oco0IHBOCTI BUKOPHCTAHHS

[TigBueHHs

KOMYHIKaIIis MapKETHHTY

[poxykToBmii Po3pobka xacromizoBaHUX . I'myuka aganramis 10 moTped
. . . . KOHKYPEHTOCIIPOMOXHOCT1 h
IH)KUHIPUHT TEXHOJIOT1YHUX PillIeHb KJTi€HTA
TIOCITYT
. . . . . Bukopucranns nudpoBux
[aTerpoBana €auicth kaHaaiB B2B [TigBUIIICHHS TI3HABAHOCTI Ta P bp

JOBipH

mwiathopM i npsMuX
3ycTpiueit

CHiibHI TOCTIIKEHHS Ta
[TaptHepcTBo 3 R&D srocma

3HMKEHHS BUTpPaT Ha
PO3poOKy, IIBUAKHUIT BUXi Ha

Koomepariis 3 HaykoBUMHA

iHHOBaLT yCTaHOBaMH
PHHOK

ndposa miarpopma . VTpuMaHHs KIII€HTIB Boynosani moxym Big Data
Hudp . (1) P CRM Ta aHamiTHKa P . ’ YA Ay & ?
VIPAaBIiHHS KJIIEHTAMH TIEPCOHAITI3aITisl Al
AnantuBHe L . . L . HHAMiYHE [IIHOYTBOPEHHS

Al T'ayuxki ¢pinancosi Mmogeni | Onrumiszaiis npuOyTKOBOCTL A ° HIHOYTBOP
[IHOYTBOPCHHS 3aJIC)KHO BiJl IIOIHUTY

Lorcepeno: enacna po3pobka asmopis
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Crparerist Anst OCBITHIX HOCIYr (DOPMYETBHCS SIK
MOEHAHHS menaroriuHoi edextuBHOCTI, U(POBOT
raTdopMeHizanii i puHKOBOI OpieHTAalli{ Ha pe3ynbTarT
st yuacHuka (learner outcome). LlenTtpansHa
rimore3a MoJsrae B TOMY, IO YCIIIIHA KoMmepuia-
Jmi3amisg OCBITHIX IHHOBAIM BHMAara€ OIHOYACHOTI'O
pPO3B’S3aHHSA [BOX B3a€MOIIOB’SI3aHHX  3aBIaHb:
3a0e3neueHHs] BUMiPIOBAaHUX HaBYAIbHIX PE3yIbTATIB
Ta (OpMyBaHHI €KOHOMIYHOI I[IHHOCTI IS KiHIIEBOTO
KOpHCTyBada abo poOOTOIaBIIA.

VY npakTUYHOMY IUIaHI 1€ JOCSTa€ThCs depes
MOEJHAHHS OMHiKaHaNbHOTO mocTaBisHHs (blended
learning), MOyJIbHOTO MiKpOHaBYaHHS Ta aallTHBHUX
AITOPUTMIB  TEpcoHai3alii, sKi  JO3BOJIAIOTH
BCTaHOBJIIOBATH 1HAWBIAyaJIbHI TPAEKTOPIl PO3BUTKY 3
BiZIC)IIKOBYBaHHAM mporpecy. KomepiiiiiHa apXxiTek-
Typa BKJIIOYaE€ MyJIbTH(GOpPMATHY MOHETHU3AIli0:
freemium-mozmeni Il ITMPOKOTO 3AUTy4CHHS ayau-
TOpii, MIAMHCHI TIPOTpaMH [UIT JTOBTOCTPOKOBOL
B3aeMOJIi1 Ta cepTudikaIiiiHi miatexi, mo GopMyrTh
JOBIpYHIi CHTHAJ Ha pUHKY IIpalli.

KputnuHoto cki1azioBol0 € iHTerparist 3 KOpIo-
paTMBHMM  CETMEHTOM:  aKaJeMiyHa  Iporpama
MOBUHHA MPONOHYBATH CTAaHAAPTHU30BaHI TpacH, sKi
Jerko iHrerpyrotscst y HR-cucremu pobdoTonasiis ta
JAIOTh mepeadadyBaHi kommeTeHi. Taka iHTerpais
CTBOpIOE KaHamu 30yTy depe3 KOPIOPATHUBHI
KoHTpakTH 1 no3soise mimumuta LTV (lifetime
value) yqacHuKiB. KOHTEHT-CcTpaTeris Opi€HTYeThCS Ha
CTBOPCHHS BU3HAHMX cepTU(IKaIliii Ta mapTHEPCTB i3
npo¢ecifHUMI CIITPHOTAMH, IO IiJICHIIIOE CTaTyc
TIaT(hOPMHL.

Amnanituka y HayanHi (learning analytics) crae
OCHOBOIO JUI ONTHMI3allii KOHTCHTY, MiJABHUIICHHS
retention 1 JOKa30BOi KOMYHIKaIlil pe3yJabTaTiB Mepes
MOTEHIIWHUMU crioKuBayaMu. OIHOYaCHO HEOOXIIHI
MOJITUKH 3aXKCTy JaHUX 1 MPO30pi €THYHI CTaHIapPTH
JUIi  BUKOPHCTaHHS  IUTYYHOIO  IHTEJEKTya Yy
MepcoHami3amii HaBYaHHS, OCKUIBKH JIOBipa € KO-
40BHUM (haKTOPOM Y BHOOpi OCBITHROTO IpOBaepa

B Tabn. 2 HagaHa eKOHOMiYHA XapaKTEPHCTHKA
HalOUTBII ~ BaXKJMBUX  CKJIQJOBUX  KOMIUICKCHOI
MapKETHHTOBOI CTpATerii U OCBITHIX MOCHYT.

Tabmuus 2. ExoHOMiYHE MOPIBHSHHS CKJIaJJ0BUX MapKETHHIOBOI CTparterii koMepiiasnizalii OCBITHIX MOCIyT

. . . Oco06mBocTi
CknazmoBa ExoHOMiYHA CYTHICTB 3aBgaHHs 1 poib
BHUKOPUCTAHHS
MynsTuMeniiHa [HTerpamis oHmaly i Posmmpennss oxomrenns ta | Conmepexi,
KOMYHIKaIlist od1aliH KaHaJliB 3aJTyYeHHsI CTYJICHTIB BiJieorIaTopmMu, MOIKACTH
- [ligBuinenHs Buxopucranns EdTech ta
AnanTvBHA JUIAKTHKA IMepconanizais HaBUAHHS .
Pe3yIBTaTHBHOCTI OCBITH Al

. Cucremarusallis JaHuX IIpo
CRM pnst cTyneHTiB o A p

ITigBUILIEHHS JIOSNBHOCTI, AmnaniTuygi nagei, yar-

37100yBayiB OCBITH NIPOrHO3YBaHHS MOIUTY 6otn
Ko-6penauHr i3 L _ DopMyBaHHS MPaKTHUYHUX CrmiBnparis 3 6i3HecoM,
. CriiyibHiI OCBITHI IPOIYKTH o
KOMMaHisIMI KOMIETEHILH CTa)XyBaHHS

YHiKaTbHA OCBITHS CTBOpEeHHS BiAMIHHOT

[No3umionyBaHHs 3aKmamy [HHOBaWiiHI TpOTpaMuy,

MIPOTIO3HUIIis LiHHOCTI OCBITH MDKHApOJHI cepTudikatu
Joicepeno: enacna pospooka agmopis
KombinoBanmii minxiny mo QopMmyBaHHA Ta BHCHOBKH

BUKOPHCTaHHS MapKETHHIOBHX CTpaTeriii KoMepiia-
Ji3arii pi3sHOTO BUAY iIHHOBAIITHUX TIOCIIYT IIEpEeBaXKae
TPamulliifHI JHIAHI CcTparerii 3 KUIBKOX B3a€EMHO
micuioBaHux  npuyuH. [lo-meprie, KoMOiHaIis
npoaykrusarii i proof-of-value ycysae inpopmariiiiny
acHMeTpifo, IO 3HIXKYE TPAHCAKLIAHI BHTpaTH Ta
CKOpOUYy€e TPUBANICTh IHUKIY TNPHUHHATTS PIilICHHS
3aMOBHHKOM. [lo-nmpyre, iHTerpamis mIaTGOpPMHHX
pilIeHs i pe3ynbTaT-0pieHTOBAaHUX MOJIeNeH IIiIHOYTBO-
PEHHsSI CTBOPIOE EKOHOMIYHI CTUMYJH MJsl ITIOCTa-
YaJbHUKA TIOKPAIlyBaTH e()EeKTHUBHICTb, II0 ITiJBHIILYE
JIOBFOCTPOKOBY JOXIMHICTh 1 3HMKYE KITI€EHTCHKUMA
BinTik. [lo-Tpere, mMOETHAHHA TEPCOHATI30BAHUX
nponaxie (ABM/KAM) 3 macoBumu 1udpoBUMH
KaHaJlaMH JI03BOJISIE OXOIUTH OJJHOYACHO crieru(ivHi
BHCOKOBAPTICHI CETMEHTH i MacIITabHI PUHKH, IO €
HEMOJJIMBUM TIPH BHUKOPUCTaHHI JIMIIE OJHOTO
migxony. [lo-deTBepTe, OPUAWYHHN CYNpoOBig 1
MApTHEPChKI ~ EKOCHCTEMH  3MEHIIYIOTh  PH3HKH
KOTIIOBaHHS Ta IPUCKOPIOIOTH JIOKATI3AIIiI0 PIllIeHb Ha
HOBHUX puHKax. [lo-m’saTe, 3 TOUYKH 30py AMHAMIYHUX
MOXIIMBOCTEll opraHi3auii, KomMOiHOBaHi cTparerii
(opMyIOTH THYYKICTH 1 aJanTHBHICTb, HEOOXiqHI B
YMOBAax 3MiHHOTO IOIUTY 1 TEXHOJIOTTYHOTO Oe3may.

[TpoBenene mocii/UKeHHS II0Ka3ajo, IO TPajH-
[iffHi MapKeTWHTOBI CTparerii MaioTh ICTOTHI
0oOMeXeHHS y THYYKOCTI Ta ajanTuBHOCTI. [Iporo-
HOBaHI KOMOIHOBaHI CTpaTerii, I0 CHHXPOHI3YIOTh
KiJIbKa iHCTPYMEHTIB, 3a0€3MeuyI0oTh BUINY €(PEeKTHB-
HICTh KOMepIiaii3amii, SMeHITYIOTh PH3UKHU BUXOLy Ha
PUHOK Ta CTBOPIOIOTH CHHEPTiI0 MK BUPOOHHINMH 1
OCBITHIMH ITOCTYTaMH. 3aCTOCYBaHHS TaAKHX CTPATETil
JTIO3BOJISIE  TIIBUIIATH KOHKYPEHTOCIPOMOJXKHICTh 1
PO3LIMPHUTH PUHKOBY MPUCYTHICTH. HeoOXinHo po3Bu-
HYTH KiJBKICHI MO OI[IHKH BIUIMBY KOMOIHOBaHHX
cTparerii Ha (hiHAaHCOBI TOKa3HMKHM Opraizamii,
JIOCJIIANTH POJIb HOPMAaTHBHUX Oap’epiB y TpaHcdepi
IHTEJIEKTyaIbHUX IOCIYr Ha MDKHApOJHI PUHKH Ta
PO3pOOUTH €THYHI paMKH 3aCTOCYBaHHS IITYYHOT'O
IHTEJIeKTYy y TepcoHami3armii, Mo 3a0e3nedyroTh
OJTHOYACHO €()eKTUBHICTH 1 IOBIPY.

B crarti moBemeHo, mo ycmix Komepriiamizarii
IHHOBAITIMHMX TIOCHYT 3aJeKUTh HE JIMIIEe BiJ
TEXHIYHOT JOCKOHAJIOCTI, a W BiJ MPaBUIBHOI MapKe-
THHTOBOI apXiTEKTypH, sSKa BPAaxXOBY€E THI KIEHTA i
cnemudiky mnocayru. Jlng BuUpOOHMYMX —TOCITYT
HaWOIbIl  eEeKTUBHI MEepCOHA30BaHI  MiIXOIH
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THMeNeKMYanbHO-THHOBAYIIHUX NOCAY2 3 MEMOI0 iX NPOCYBAHHS HA YiNb0BT PUHKU

(ABM, PoC) y noeananHi 3 10Ka30BUM MapKETHHIOM Opy NpoJaXi CKIAIHUX Mociayr. PexomeHnoBaHO
i maptHepcTBamH. [l OCBITHIX MOCJIYr KIIIOYEM €  3aCTOCOBYBAaTH KOMOIHOBaHI CTpaTerii, aaanToBaHi Imij
3B’5130K 3 pOOOTO/AABISIMU, MOAYJIBHICTh POIO3UIIIH,  CErMEHTH PHHKY, a HE yHIBEpPCaIbHI» PillICHHS.
wiatgopMu W akpemuTalis SK MeXaHI3M JOBIpH. [Monanpun gociiKeHHs AOLIIBHO 30CEPEANTH Ha
Value-based pricing Ta Mozeni oruiatu 3a pe3ynbTaT  KiJbKICHIHM OIIHIN e(heKTHBHOCTI KOMOIHOBAHHX CTpa-
MOXYTh 3HAYHO TIIIBUIIATH MAapKWHAIBHICTB, ame  Terif, CTBOpeHHI mmdpoBux miarhopm  ais
MOTPeOYIOTh YiTKOI METPHUKH pPe3yNIbTaTy. [HBECTHINI B MOHITOPHHTY BIIPOBAKEHHS MapKETHHIOBUX 1HCTPY-
IaThOpMH IAI0Th MacIITad, aje MOTpeOyIOTh Yacy I MEHTIB, a TaKOK HAa BHBYCHHI MEXaHI3MIB CHiBIparli
pecypciB; oTXKe A MOYATKy AOIIBHO TMOEIHYBaTH MDK OCBITHIMH 3aKjiajaMH Ta IPOMHUCIOBHUMH
wiaTGopMu 3 MApTHEPCHKMMHU KaHanamMu. KOHTEHT,  miampueMcTBaMHM Uil  CTBOPEHHS  IHTETPOBaHHX
Kefich Ta ceprudikamii — 0a30Bi eNeMEHTH, fAKi  IPOIYKTIB i MOCIYT.

3HWXKYIOTh 0ap’ep BXOAYy 1 MiJBHIIYIOTH KOHBEPCIiO

Abstract

The article sets the task of developing effective methods and tools for promoting intellectual and innovative
services in the production and educational spheres, analyzing their commercialization and developing strategies
for successful entry into target markets, which includes analysis of the market, competitors, positioning and
creation of a holistic marketing concept to achieve commercial success. The study showed that traditional
marketing strategies have significant limitations in flexibility and adaptability. The proposed combined strategies
that synchronize several tools, provide higher efficiency of commercialization, reduce the risks of entering the
market and create synergy between production and educational services. review of scientific and practical
literature, analyze the main approaches and mechanisms of promotion, formulate own recommendations for
different types of services, provide comparative tables and practical conclusions. Complex marketing strategies
for the commercialization of educational and intellectual-innovative services have been formed, which are
proposed for practical use.

The article proves that the success of commercialization of innovative services depends not only on technical
perfection, but also on the correct marketing architecture, which takes into account the type of client and the
specifics of the service. For manufacturing services, personalized approaches (ABM, PoC) combined with
evidence-based marketing and partnerships are most effective. For educational services, the key is communication
with employers, modularity of offers, platforms, and accreditation as a mechanism of trust. Value-based pricing
and pay-per-result models can significantly increase margins, but they require a clear result metric. Investing in
platforms gives scale, but takes time and resources; So, to begin with, it is advisable to combine platforms with
affiliate channels. Content, cases, and certifications are the basic elements that reduce the barrier to entry and
increase conversion when selling complex services. It is recommended to use combined strategies adapted to
market segments, rather than "one-size-fits-all" solutions. The components of each strategy are analyzed in detail
and their task and role in the formation and use of the strategy are determined. Recommendations are provided for
their successful promotion in target markets.

The material is aimed at innovation project managers, marketers, educational program developers, and
innovation support policymakers. The authors' proposals are formed on the basis of a synthesis of modern
theoretical approaches to service marketing, innovation management and digital transformation, as well as on the
logical transfer of the concepts of productization, phantomization and outcome-based contracting to the context of
production and educational services. Practical recommendations should be tested through pilot implementations
and quantitative assessment of key performance indicators.
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