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BILIMB LIU®POBI3ALIILI HA MAPKETUHI'OBI KOMYHIKAIIII
KYPOPTHO-PEKPEALIMHUX NIJIIPUEMCTB

L. Romanchuk,
PhD in Economics, State University of Trade and Economics, Kyiv

IMPACT OF DIGITALIZATION ON MARKETING COMMUNICATIONS
OF RESORT AND RECREATION ENTERPRISES

YV cmammi poszensioaemuvcs CYMHICMb  MAPKEMUH208UX KOMYHIKAYIU
KYpopmHuo-pekpeayitinux — nionpuemcms.  Jlocniodceno — enaue  yugposux
MAPKEMUH208UX — KOMYHIKAYilli  KYPOPMHO-PEKpeayiunux  NiONpUEMCme  Ha
BIOHOCUHAMU 3i CRONCUBAUAMU KYPOPMHO-pEKpeayitinux nociye. Busuaueno, wjo
yugposizayis ~ mae  3HAYHUL ~ 6NAUE  HA  YNPABAIHHA  MAPKEMUH208UMU
KOMYHIKQYIAMU — KYPOPMHO-peKpeayitiHnux  nionpuemcms.  Jlogedeno,  wo
BUKOPUCMAHHS YUDPOBUX MEXHONO2IU y npoyeci YNPAasuiHHA MAPKemUH208UMU
KOMYHIKaAyiamu KYPOPMHO-peKpeayiuHux nionpuemMcmae 003801UMb
3abe3neyumumu  peleeaHmuicms — KOHMeHmy  ma  NepCcoHiIKosanicmo
83AEMOBIOHOCUH ~ 3i  CnodcusayeM Ha  cnoxcusaya. Busnaueno  pigems
3a00801eHOCMI CNOAHCUBAYIE KYPOPMHO-PEKPEAyiliHol0 NOCIY2010 3 00ONOMO20I0
memoody CSAT (Composite Customer Satisfaction Score) ckiadeno2o noKasHuxy
3a00801€HOCMI CRONCUBAYIB). 3aNPONOHOBAHO 3ACMOCO8YB8AHHA PAUIOHANLHO2O
NOEOHAHHA PIZHUX BUO0I8 MAPKEMUH2O08UX KOMYHIKAYIti 0151 800CKOHAIEHHS



OIIbHOCMI  KYPOPMHO-peKpeayiunux nionpuemcms Busnaueno, wo yupposi
MAPKEeMUH208i KOMYHIKAYIl MONCYMb HAOAMU CHONCUBAUAM NEPCOHANIZ08AHUIL
00C8i0, NPUCMOCO8YIOUU NPOOYKMU MA NOCAYeU 00 IXHIX KOHKpemHux nompeo i
68n0000aHb, addice ye NiOBUUUMb 3A0080JCHICIb [ 3ANVUEHICMb CHONCUBAYIB, U0
npuzeede 00 30iibUeHHs 00X00y mda JOSIbHOCMI CHOMCUBAYIE KYPOPMHO-
pexpeayitinux nocaye. Llugposi mapkemuneo6i KoMyHiKayii O0NOMOIN*CYNMb
KYPOPMHO-PEKPeAyiiHuM — NIONPUEMCINEAM —WleUoue peaz2yeamu HA 3aNUmu
cnoodicusayis i supiulysamu npooaemu, nio8UW 04U 3a0080IeHICIb CHONCUBAYIB |
SHUICYIOUU PUSUKU 8mpamu KiicHmie. Busnaueno, wo 3acmocosyrouu yugposi
mexHono2ii ma npoyecu, KYPOPMHO-PEeKPeayiHi NiONPUEMCIBA  MOICYMb
RIOBUWYUMU C8OI0 KOHKYPEHMOCHPOMONICHICIb HA 2100ANbHUX PUHKAX, addice — ye
003801UMb IM BUXOOUMU HA HOBL PUHKU MA OXONII08AMU HOBUX CRONCUBAUIE.

The article considers the essence of marketing communications of a resort
and recreation enterprise. The influence of digital marketing communications of a
resort and recreation enterprise on relations with consumers of resort and
recreation services is researched. It is determined that digitalization has a
significant impact on the management of marketing communications of a resort
and recreation enterprise. It is proved that the use of digital technologies in the
process of managing marketing communications of a resort and recreation
enterprise will ensure the relevance of content and personalization of customer-to-
customer relationships. The level of consumer satisfaction with the resort and
recreational service is determined using the CSAT (Composite Customer
Satisfaction Score) method (composite indicator of consumer satisfaction). It is
proposed to use a rational combination of different types of marketing
communications to improve the activities of resort and recreation enterprises It is
determined that digital marketing communications can provide consumers with a
personalized experience by tailoring products and services to their specific needs
and preferences, as this will increase consumer satisfaction and engagement,
which will lead to increased revenue and loyalty of consumers of resort and
recreation services. Digital marketing communications will help resort and
recreation enterprises to respond more quickly to consumer requests and solve
problems, increasing customer satisfaction and reducing the risk of losing
customers. It is determined that by applying digital technologies and processes,
resort and recreation enterprises can increase their competitiveness in global
markets, allowing them to enter new markets and reach new consumers. It is
determined that digital technologies can provide resort and recreation enterprises



with the agility and flexibility to respond to changing market conditions, such as
changes in consumer preferences or economic conditions.

Knrwuoei cnosa. mapxemumne, mapkemuHeo8i KoMmyHixayii, yugpposizayis,
CNOJCUBAY, KYPOPMHO-PEKPEeayiliHi NOCIyeU, PiBeHb 3a0080JIEHOCMI CNONCUBAUIE.

Keywords: marketing, marketing communications, digitalization, consumer,
resort and recreation services, level of consumer satisfaction.

Ilocmanosexka npobaemu y 3azanbHoMy e6u2iadli ma il 36’A30K i3
BANCTUGUMU HAYKOBUMU YU NpaKkmuyHumu 3aedannamu. HuHl ycmimHe
(yHKLIOHYBaHHS KYpPOPTHO-PEKPEALIMHUX MIANPUEMCTB  3HAXOAUTHCS  MiJ
BIUIMBOM TJIOOQTBHUX TEHJEHIIIH, iK1 (POPMYIOTh YMOBH 1 BU3HAYAIOTh iX YHHHHUKHU
PO3BUTKY, CE€peJl HHUX BaroMe 3HAuY€HHS Mae UudpoBI3allisl MapKETUHTOBOI
nismpHOCTI. HaBenmeHmii TpeHI TPOSABISETHCS Yy BUKOPHUCTaHHI IHUQPPOBUX
MapKeTUHTOBUX KOMYHIKAIlli Ta MOOIIBHUX JOJATKIB, MECEHJKEpIB s
KOMYHIKaliii 1 B3aeMoAil 31 CHOXMBayaMu; 30LIbIIEHHI TOYOK KOHTAaKTiB
(B3aeMomii) 3 Oi3HECOM; 3pOCTaHHI 3HA4YymIOCTI online-koMyHIKalliii, TOOTO
BIJIOYBA€ETHCS 3MIIICHHS MAapKETMHTOBUX KOMYHIKAIH 3 TpaJULIMHUX PUHKIB B
on-naitH Qopmart [1, 149]. [lanuii mporec € xXapakTEpHUM TSI KOXKHOTO EeTarry
KUTTEBOTO IUKIY KypOPTHO-PEKpEAIiHOI MOCIYTH Bij 1HIIIFOBAHHS, PO3POOKH,
BUPOOHUIITBA 1 BUBEICHHS Ha pUHOK [3-4].

Ananiz ocmannix 0ocnioxycensv i nyonikayii. IlutaHHIMHA TOCITIKCHHS
CYTHOCTI MapKETHHTOBUX KOMYHIKaIliii 3aiimanucs nocmigauku: JIx. bepwer,
H. Beamins, C. I'apkaBenko, C. Jlibdendbaxep, A. Hekep, IBanora, ®@. Kotiuep,
C. Mopiapti, O. Jla6ypuesa, T. Ilpumiimak, Y. VYenc, ta C. Xancon. Bueni
BU3HAUYMJIM CHUCTEMY MAapKETHHTOBUX KOMYHIKAI $K «KOMOIHaIlil0 3aco0iB,
TaKuX, SK OCOOMCTHI TpPOJax, peKjIama, CTUMYJIIOBaHHS 30yTy, 3B’S3KH 3
IPOMAJICHKICTIO, YyMaKOBKa, IO BUKOPUCTOBYIOTHCS [JISi JOCSTHEHHS IIiJIeH
MapKeTUHTOBUX KOMYHIKalii. He Baatounch 10 OUIBIN TIIUOOKOTO JOCHTIIKEHHS
TEPMIHOJOTIYHOT CYTHOCTI MOHSTh «MApKETUHTOBI KOMYHIKalii» Ta «uudpoBoi

KOMYHIKaIlll y MapKETUHTY» Ta 3Ba)kKal0uW Ha JCSAKY alplOpHy CHUHOHIMIYHICTH



HaBEJICHUX TOHATH Y IbOMY JOCTIKEHH] Oye BUKOPHUCTAHO Je(iHIMiI0 «ITHUPPOBI
MapKETUHIOBl KOMYHIKallli KypOPTHO-PEKpeaiiHOTO MiAIPHEMCTBAY.

Dopmynrweannna yinei cmammi (nocmanoeéka 3aedanus). 1l crarti
MOJIsITae B JOCIIKEH1 BIUTUBY HU(PPOBUX MAPKETHHTOBUX KOMYHIKAIlI KypOpTHO-
peKpeaniiHoro MIANPUEMCTBA HA BIAHOCHMHM 31 CIOXKHBaYaMH KypOPTHO-
peKpeariiHuX MOCHyT.

Buknao ocnoenozo mamepiany oocnioncenna. A. Jlexep, C. Xazacon, I1.
Jloiinib, MOBIBIIM, IO MAapKETHUHIOBI KOMYHIKAlli — 1€ Mpolec mepeaayl
iH(dopMaIi mpo mocHyry UimpoBiA ayautopii [5, 6]. Hocmimkyroun cucremy
MapKETUHIOBUX KOMYHIKAII KypOPTHO-pEKpeaIliiHuX MiANPUEMCTB B YMOBaxX
nudposizailii MapKeTHHTOBOI AISUIBHOCTI 3a3HAYMMO 1 TPO JOLUIBHICTh iX
OJIHO3HAYHOTO TPaKTyBaHHA. 3’sCOBaHO, IO MpOoBiaHI Aocihimaukd H. Beamins,
C. Tl'apkaBenko, C. [libdenbaxep, JI. IBanoBa, ®. Kotnep, O. JlaGypiuena, T.
[Tpuitmak, I. PemetnHikoBa Ta iHmi HaykoBmi [7-9, 3, 10-13] BUKOpPHCTOBYIOTH
TEPMIH «MapKETUHIOBI KOMYHIKaIlii» ab0 «KOMYHIKaIii y MapKETHHTY.
BusnadeHo, o 3 movarky 20-X poKiB MHUHYJIOTO CTOJIITTS BCi CKJIQJOBI CHCTEMHU
MapKETUHTOBUX KOMYHIKAIiii OyiM TOTOXXHUMHU TOHSTTIO «pekiamay. OmHak 3
PO3BUTKOM TEOpii MAPKETHHTY peKjIaMHa KOMYHIKAIlisl PO3AUIAIIACS Ha CKIIAJIOBI,
110 3yMOBHJIO BUHUKHECHHSI KOHIICTII[i1 CHCTEMH MAapKETHUHTOBUX KOMYHIKAITiH.

Ha nponiec ¢popmyBaHHSA CUCTEMU Ta BUIB MAapPKETUHTOBUX KOMYHIKAIIli
3HAQYHUN BIUIMB MalOTh (PYHKIIOHAIBHI OCOOJIMBOCTI TMOCIAYTr KYpOPTHO-
pekpeamiitnux  mignpuemctB.  Ile  3ymMOBIIOE  BaromicTh - JIOCHIIKCHHS
MapKETUHIOBUX KOMYHIKAIllii SK YWHHUKA 3a0e3medeHHs e()EeKTUBHOCTI
(yHKLIOHYBaHHSI KYPOPTHO-PEKPEALIMHUX MIAMPUEMCTB, OCOOJIMBO 3BaXkKarouu Ha
Te, MO B YMOBaX PO3BUTKY ITM(GPOBOI EKOHOMIKHM CHCTEMa MapKETHHTOBHX
KOMYHiKaIliil € qpaiiBepoM GopMyBaHHS, MATPUMKH Ta CTUMYITFOBAHHS CITO’KUBYOTO
TIONTUTY Ha KYPOPTHO-PEKpealliiiHi MOCITyTH.

Cucrema  MapKeTHHTOBUX  KOMYHIKalii  3a0e3redyye  CIoKuBaya
peneBaHTHOWO 1HQopMariero Mpo (YHKIIOHATBHICTh KYyPOPTHO-PEKpeariiHoi

MOCIYTH, SKICTh OOCITyroByBaHHs, 1H(QPACTPYKTypHI OCOOJMBOCTI JECTHHAIII, 1



TaKHM YMHOM € KIIFOUOBUM 1IHCTPYMEHTAPIEM MapKETUHTOBOI JISITBHOCTI, OCKUTBKU
3aco0aMu  MapKeTUHTOBMX KOMYHIKalllii BCTAHOBIIOIOTH, MIATPUMYIOTH 1
pPO3BUBAIOTh KOMYHIKalLli MK KypOPTHO-pEKpealliHUMH MIANPUEMCTBAMH, 3
OJHOro OOKy, Ta CIOXKMBadyaMU 1 CTEHKrojiiepaMy — 3 I1HIIOrO. 3a JOMOMOTO0
MapKETUHIOBUX  KOMYHIKAI[ll  MIATPUMYETHCS  «3BOPOTHUM 3B A30K» 31
CHOXHUBAaYaMH, 1110 JTO3BOJISIE KOHTPOJIIOBATH MPOCYBaHHS KypOPTHO-pEKpealiifHoi
IOCIIYTH, CTBOPIOBATH OpeH/ MIAMPUEMCTBA Ta 3aKPIIJIIOBATH y CIIOKUBaya CTIHKY
CUCTEMY IepeBar BU3HAYEHOrO MIJINPUEMCTBA, BHOCUTH KOPEKTUBH Y 30yTOBY
TISUTBHICTD.

VY nepion nudpoBux TpaHchopMaliil CyCHUIBHOTO KUTTS MapKETHHIOBI
KOMYHIKallil BUXOASATh 3a MEXKI 3BHYAWHOIO MPOAAXy KypOPTHO-pEKpealiiHOl
HOCIyrd. 3aCTOCYHKM CMapT(OHIB Ta IUIAHIIETIB CTBOPIOIOTh MOKJIMBICTb
KypOpPTHO-pEKpealiiHOMYy MiANPUEMCTBY CHUCTEMATUYHO Ta THEPCOHI(PIKOBAHO
KOMYHIKyBaTH. Y TaKUX yMOBax IMIAMPUEMCTBO JOCATAE YCHIXYy TUIBKU TPHU

MTOCTIHHUX B33€MOBi,ZIHOCI/IHaX 31 CIIO’KMBA4YEM Ha PpHUC. 1.

BusHaueHHs OTped CIOKUBAIB
KyPOPTHO-PEKpealliiiHoi Mo CIyTH

CTBOpeHHS CHOKUBYOL IIIHHOCTI

CTBOpPEHHS BIIHOCHH 3
CIOKUBAYaMHU

~—

NS

[TigTpUMaHHS BITHOCHH 3
JOSUTBHAMH CIIOKHBadaMH

Puc. 1. YnpaB/iiHHA BITHOCHHAMM 3i CIIOKMBAYAMHU KYPOPTHO-
peKpeaniiHuX MOCJayr
Torcepeno: cgpopmosano asmopom 3a mamepiaramu [10, 14].



[ligmpuemMcTBa MOBHHHI 3aJI0BOJIBHUTH OYIKyBaHHS CIIOKHMBAdiB, ajpKe
HaMOLIbIIa IIHHICTh JJIS CHOXKMBA4diB — II€ CHOTagud Ta JOCBiA, SKI BOHU
OTPUMYIOTH Il 4Yac CBOro nepedyBaHHS Ha MIANPUEMCTBAX KypOPTHO-
pekpeariinoi chepr 1 SKUMH MOXYTh TMOJUIUTUCA y COLIAIBHUX MEpekKax:
Facebook, X (Twitter), Instagram, TripAdvisor, YouTube, TikTok. Takum uunom,
Bi/IOYBA€ThCS BCEOIUHMN BIUIMB HHU(PPOBUX TEXHOJOTIM Ha (QYHKIIOHYBaHHS
KYPOPTHO-PEKPEALIHHOTO MIAMPUEMCTBA, OCOOIMBO Yepe3 3aXO0Ju 3 PO3POOKH 1
MPOCYBaHHA MOCIYT BiJl MIANPUEMCTBA 10 CHOXHUBaya. J(OCHIIKYIOUHM CUCTEMY
MapKETUHTOBUX KOMYHIKaIlli KypOpPTHO-PEKPEAIIHHUX MIMPUEMCTB aKIICHTYEMO
yBary Takux acreKTax:

— 10 OCHOBHUX (YHKIIH MapKETHUHTY KypOPTHO-pEKpEealiiHOro
MIAMPUEMCTBA BITHOCUMO BHOIp MICIIS HAJaHHS KypOPTHO-PEKpeaIliiHuX MOCyT,
110 Ma€ BUKJIFOYHO CTPATETIYHUI XapaKTep 3 IOBMOCTPOKOBOIO MEPCIIEKTUBOIO;

— JOCTiPKEHHS pUHKIB 30yTy KypOPTHO-PEKpeariiHuX MmociyT;

— IHOYTBOPEHHS KypOPTHO-PEKpealiifHUX MOCIIYT;

— (dopMyBaHHS NPONO3ULIT KypOPTHO-PEKpEALITHUX MOCTYT;

— CTUMYIIIOBaHHS MOMUTY 1 30yTYy;

— TPOCYBaHHS KYPOPTHO-PEKpPEAiHHUX ITOCTYT.

Ha pusHKYy KypOpTHO-peKpeariiHux TOociayr cHOpMyBaBCS «HOBUH THII
CIO’KMBayay, SKUH YyTIUBUN HE TUIBKH JO BIUIMBY COIIAJIbHO-€KOHOMIYHUX Ta
MOJIITUKO-TIPABOBUX 30BHIIIHIX (akToOpiB, ajne W KepyeTrbcs OCOOMCTUMU
MOTHBAI[IHHUMHA YWUHHUKAMH: CE30HHUM BHOOpPOM BIJAMOYMHKY, OaKaHHIM
PI3HOMAHITHOCTI Ta KOMIUIEKCHOCTI OOCIyrOBYBaHHS, 3QJICKHICTIO BiJI MEIUKO-
010JIOTIYHUX TMOKa3aHb TOHIO. YCl CErMEHTH CIOXXHMBAadiB BHUCYBAlOTh BHCOKI
BUMOTH JI0 KOMGOPTY, SIKOCTi, TU(HEPEHIIHOBAHOTO XapaKTepy IMOCIYT, a TaKOXK
OTpPUMaHHS 3aJ0BOJICHHS BiJI OpraHizailii BIAMOYMHKY Ta CBO€YACHOCTI HaJaHHS
KypOpPTHO-peKpeariiaux mocuyr [15].

BusHaueHHs piBHS 3aJ0BOJICHOCTI CIIOXKHMBAYiB KYypPOPTHO-pPEKpeaIiiiHOIO
MOCJIYrOl0 € OCHOBOK JIIOJICBKOTO JOCBITYy, BijoOpaxkaroud BIOJ0O0aHHS

CIOKMBA4YIlB  KYpOPTHO-pEKpealiiHux  migupueMctB.  ONUTyBaHHS — LIOJO



3aJI0BOJICHOCTI KJIEHTIB — 1€ YyJAOBHH CHoci®d 3po3yMmiTH, SK CHOXKHBaul
CTaBIIATHCS 10 KYpPOPTHO-PEKpEAIINHOT MOCIYrd Ta iXHBOI MOJOPOXKI, a TaKOK
BU3HAYUTH, 110 CaMe€ MOXKE CIIOA00aTHCsI HOBUM CIIOKHMBavyaM.

bazosa MOACIIb 3aIIOBOJIGHOCTi CIIOKHMBA4a IIPCACTABJICHA HA PUC. 2.
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Puc. 2. BazoBa MoaeJib 3210B0JICHOCTI CIIOKUBAYA

Horcepeno: cghopmosano asmopom 3a mamepianamu [16, 18].

€ KiIbKa MPUYUH, YOMY BUMIPIOBAHHS TMOTJIA/IIB ayAUTOPIi 32 JOIOMOTOIO
ONMMTYBAaHHS TIPO 3aJIOBOJICHICTh CIIOKMBAYiB MOXKE OyTH KOPHUCHUM JUIS
KypOpPTHO-pEKpealiifHoro mianpueMcTBa. BinmoimHo mo 3BiTy mpo riao0aibHI
CroXkuBY1 TeHAeHIT 3a 2022 pik, SKui ToKa3aB, 0 62% CIIOKHWBaYiB BBAXKAIOTh,
mo OpeHaaM mMOTPiOHO Oinmblne mikimyBatucs npo Hux [17]. 30ip BiArykiB 3a
JIOTIOMOTOI0 OTMTYBAaHHS MPO 3aJ0BOJICHICTh CIOXKMBAUIB O3HAYa€, IO MOXHA
3pO3YMITH, SIK MIKIYyBAaTUCS MPO CIIOXKKUBAYiB— 1 CTEKUTHU 3a 3MIHAMHU B HACTPOSX,
nepil HiK ApiOHI MpoOJeMU CTaHyTh CHPABXKHIMH MpodjaeMaMu. Y Mexkax JTaHOTO

Bu3HaueHHs o0paHo wmetroq CSAT Composite Customer Satisfaction Score


https://www.qualtrics.com/ebooks-guides/2022-cx-trends/
https://www.qualtrics.com/ebooks-guides/2022-cx-trends/

(ckmageHui MOKA3HUK 3aJJ0BOJICHOCTI CIIOKHMBAYiB), KW 3aBISKA aHKETYBaHHIO
no3Bosisie [16, 18]:

° BU3HAYUTU HACKUIBKU HAJIaHHI TIOCIYTH BIAMOBIAAIOTh OUYIKYBaHHSIM
CITO)KMBAYiB;

®  BHU3HAYUTHU «OO0JHOBI TOYKU» B 0OCITYTrOBYBaHHI CIIOKHBAYIB;

®  3aIyCTUTU JOBrOCTPOKOBY MPOTpamy, 3aJ0BOJICHOCTI CTIOKUBAYIB;

e  TOBIJIOMJISTH CITO’KHMBAYiB, IO 1X BIATYKH 3aBX I IiHHI [17].

BB  ¢akropiB CKIIaZieHOr0 TIOKa3HHWKAa 3aJIOBOJICHOCTI CIOKHBAYiB

YMOXJIMBJIIOE BU3HAYEHHsI PIBHS 3aJ0BOJICHOCTI. 30KpeMa y Tabiu. 1 HaBeaeHo

Jlarma3oH  pIBHIB  BIAMOBIJHOCTI  3aJ0BOJICHOCTI  CHOXHMBA4iB  KYpOpPTHO-

pEeKpeariiHoIo MOCIYTO0.

Taoauus 1. Po3paxyHkoBi 3HaueHHs Koe(illieHTa Bi/ITHOCHOI Ba:KJIMBOCTI 1JIs1
BHU3HA4YEHHS PiBHS 3210BOJIEHOCTI CIIOKMBAYa

. . KoediunieHT BiTHOCHOI
PiBeHb 3210B0JIEHOCTI .
BaXKJIMBOCTI
Bucoxkuii piBeHb 32JI0BOJICHOCTI CITOKHBaYa 1,0
CepenHiii piBE€Hb 3aJI0BOJICHOCT] CITIOKHUBAYiB 0,5
Husbkuit piBeHb 33JJ0BOJICHOCT] CIIO’KMBaya 0,35
CrooxuBay HE3aI0BOJICHUI 0,15

Hocepeno: cgpopmosano asmopom

JUis BU3HA4YeHHS PIBHSA 3aJI0BOJICHOCTI CIIOXKHMBadya y Tabia. 2 rpymy

MOKA3HUKIB KypOPTHO-peKpeaiiitnoi mocinyru. Jljisi omepariioHatizaiii mpouecy

BU3HAYCHHSI  PIBHA  3aJ0OBOJICHOCTI  CIIO)KMBadYiB

KypOPTHO-PEKpeaLiiHO0
HOCJTYTOI0 BUKOPUCTAHO mikany Jlaiikepra [18].

Ta6auus 2. Pe3yJbTaTi BUZHAYEHHS PiBHSI 3210B0JIEHOCTI CIOKMBaYiB

KYPOPTHO-peKpeaniiiHO MOoCIyro

[Toka3HUKH 3210BOJIEHOCTI banosa Koedimient PesynbTyroue
CIIO’KMBAYIB KypOPTHO- OIliHKA B1JIHOCHOI 3HAYCHHS PiBHS
pEeKpeaIiitHOIO MOCTYTOI0. 1-5 BOXJIMBOCT1 | 3aJI0BOJICHOCTI
CIIO’KMBAYiB
DYHKIIOHAJIBHICTh TOCIYTH 3,63 0,15 0,54
Jlokarist mignpueMcTBa 4,87 0,1 0,48




3asepwenns maoa. 2

SIkicTh 00CITyrOByBaHHS 3,64 0,15 0,54
PeneBaHTHICTh MAPKETHHTOBO1 2,15 0,2 0,43
iHopmaii
JlocTyIHICTh MAapKETUHTOBUX 1,43 0,2 0,28
KOMYHIKaIIii
OrnepaTUBHICTh MAPKETUHTOBOT 1,2 0,2 0,24
iHbopMarrii

Lrcepeno: cghopmosano aemopom

PeiiTuHrM MOKa3HUKIB 3aI0BOJICHOCTI CIOKHBAYIB KypOPTHO-PEKPEALITHOIO

MOCIIYyTOI0 HAaBEJIECHO Ha puc. 3.
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Puc. 3. PeliTUHT MOKA3HUKIB 3210B0OJIEHOCTi CMIOKMBaYiB KYPOPTHO-
peKpeaniiiHoI0 MOCJIYI00
IDicepeno: cghopmosano agmopom

OTxe, TMpOBIBIIM JOCIIJKEHHS PIBHA 3a/J0BOJIEHOCTI  CIIOXKUBAylB
KypOpPTHO-pEKpealliiiHuM TIANPUEMCTBAM HEOOXITHO 3BEpHYTH yBary Ha Takli
MOKa3HUKH, SK: JOCTYMHICTh MapKETUHTOBHX KOMYHIKallii Ta OIEepaTUBHICTh
MapKETUHTOBOI 1H(pOpMAITii.

Takum 4uHOM, AT BJOCKOHAJICHHS iSTIBHOCTI KYpPOPTHO-PEKpealriiHux
HIJIPUEMCTB MPOIMOHYEMO 3aCTOCOBYBATH PALlIOHAJIbHE MOEAHAHHS PI3HUX BUAIB
MapKETUHIOBUX KOMYHIKAII 3 METOIO JOCATHEHHS IMOCTaBJIeHUX miuien (tabdmn.3.).
Haitbinpmr  eeKTUBHUM  CIIOCOOOM  MPOCYBaHHS  KYpPOPTHO-pEKpeariiHoro
HiANPUEMCTBA € CaWTH OHJIaWH-OpoHIOBaHHS. HaiOinbmii oHIaiH-OpOHIOBaHHS
3MIACHIOIOTECS  depe3  booking.com, hotels.com, Hotelmix, trivago.com,

agoda.com, expedia.com i ToII0.



https://hotelmix.com.ua/

Tabauus 3. Buam MapKkeTHHIOBUX KOMYHIKaIliil KypOpPTHO-

peKpeaniiHuX MiANPUEMCTB

Buau MapKeTHHIOBUX Micue npoBeneHHs Cnocié npoBegeHHs
KOMYHiKauIii
CorrianbHi MeiakaHAIH Facebook, Twitter, Kammanii, koHKypcH,
Instagram, TripAdvisor, 0OMIH JTOCBiZIOM 3a
YouTube JIOIIOMOT' OO B1JIEO Ta
dboTorpadiit
bioru Blogger.com, YouTube ta | CmiBnpartis 3 BigoMuMu
1H1I11 O6J10T-CaliTH 6sorepamMu
JlucriBku, Bayuepu, |B TypucTUUHHMX areHTCTBaXx; Po3noBcrokeHHs
TJTaKaTH aeporopTax, MEAUIHUX MapKETUHTOBUX
yCTaHOBax 1 T.1. MarepiajiB Ha
CTpaTeriyHuX MICIIX
CucremMu OHJIANH- Booking.com, hotels.com, [Tin0ip mepex,
OpOHIOBaHHS Agoda.com, expedia.com, I AKJTFOYEHHS 10
trivago.com, TripAdvisor Ta iHIIHX
bookyogaretreats.com MOIIIYKOBUX CUCTEM
BucraBku, sipmMapku Typuctuyni Ta MenuuHi |Y4acTh y creriaai3oBaHuX
BHUCTABKH Ta ()eCTUBAI, SIKi BHCTaBKaxX
MPOBOAATHCA B YKpaiHi Ta
32 KOPJOHOM

Ioicepeno: cgpopmosano 3a mamepiaramu [10, 19]

Kpim TOTrO, Mt KypOpTHO-PEKpeariiiHoro MiAMPUEMCTBA YK€ BaXKJIHBO
3aCTOCOBYBATH METOJM 3a0XOYEHHS CIIOKMBAUiB, 100 BOHM Oa)kaiau 3ajuIIaTH
BIJIYKH, (JOTO Ta BiJi€O Ha OHJIAlH-calTax, Takux sk booking.com 1 TripAdvisor,
Facebook, Instagram 1 Twitter. Lle moxHa 3poOUTH UISIXOM MPOBEACHHS KaMIaHii
B COIIAJIBHUX MEpEekKax, sKa IMPOTOHYE, HAMPHUKIAM, Mporpamy JosuIbHOCTI (24
TOMWHA  OE3KONIITOBHOTO  TPOXXHBAHHSI) HAa  KypPOPTHO-PEKpeariiiHOMy
OIIOPUEMCTBI. A pEeHTHHTHM Ta KOMEHTapi, SKi 3aluIIaloTh CIIOXKHUBadl,
BU3HAYATHUMYTh BEJIMKY YAaCTHHY YCIIXy MiANpPHEMCTBA. [HTepHET-MapKeTHUHT 1
colliajibHI Mepexi — 11e 0e3nmepepBHUI MPOIIEC, OCKUIBKU JTyKe BaKIUBO MOCTIHHO
BIAMOBIAATH Ha BIATYKH Ta CIIJKyBaTH 3a pEUTUHramM IS II1JBUINCHHS

KOHKYPEHTOCIPOMOXKHOCTI ~ KYpOPTHO-PEKpEaLIMHUX MIANPUEMCTB. BIiakputTs



OHJIAWH-YaTy TMPOTATOM JIEKUIBKOX TOAWH WIOAHSA € €(QEKTUBHUM 3aco00M

B3ae€MO/1i 3 HOTEHIIMHUMU CIIOKHBAYaMHU.

BucnoBku. BuszHaueHo, 10 HHUHI HAyKOBI JOCHIPKEHHS OJHOTO 3
HalBaKJIMBILIUX €JIEMEHTIB KOMIUIEKCY MAPKETUHTY 1 HOr0 FOJIOBHOTO €IEMEHTY —
MapKeTHHTOBUX KOMYHIKaIllil MMOBUHHI 3IHCHIOBATUCS 4epe3 Mpu3My HUGPOBOI
peanbHOCTI. Y CBITI HMOBHOTO HU(GPOBOr0 BIUIMBY MAapKETHMHIOBI KOMYHIKAIIi
BIJIIFPAIOTh BEJIUKY POJIb y CIIIKYBaHHI 31 COKMBa4YaMU KypOPTHO-pEKpeaIiiiiHux
nianpueMcTB. [{udposi TexHOIOrIT Ta colianbHl MEpeXi Aal0Th HaM MOKJIUBICTh
JIETKO 1 IIBUJIKO B3a€EMOJISTH 3 ayAUTOPIEIO, IEpeaaBaTH NOTPIOHY 1HPOpMALLitO Ta
CTBOPIOBATH TO3UTHBHE BpPAXEHHS TMpO TMOCIyTH 1 KypOpTHO-peKpealiiiHe
nignpueMcTBo. OJHUM 13 KJIIOYOBHMX AacCHEeKTIB MapKETMHTOBHX KOMYHIKAILN Yy
nupoBy e€moxy € mnepcoHanizaiiia. 3apasiku 30MpaHHI0 KIIEHTChKOI 0a3u 1
BU3HAYEHHS PIBHSA  3aJ0BOJICHOCTI CIIOKUBAYIB, KypOPTHO-PEKpeariii
HIJIPUEMCTBA MOXYTh CTBOPIOBATH 1HJMBIAyajbHI CTpaTerii KOMYyHIKallii, sKi
IPUHOCATH IHTEpecaM Ta MoTpedam KOKHOTO OKpeMoro croxkupaua. Lle nogarkoBo
MIJBUIINTE €(PEKTUBHICTh PEKJIAMHHMX TOBIJOMJICHh Ta 3a0e3Me4YuTh OUIbIII
ocoOucTe CIIJIKYyBaHHS 3 CIIOXHBa4aMU KypOPTHO-pEKpeamiifHux mociayr. Takox,
Ha ¢oHl 1mudpoBizaiii 1 BIUIMBY COIAIbHUX MEpEeX, 3'IBWIMCA HOBI (hopmaTu
KOMYHIKallii, Ikl IpUBEPTAIOTh yBary crokupadiB. Hampukmnan, Bigeo-MapKeTUHT
Ta BIpTyaJIbHa PEaTbHICTh MOXKYTh CTBOPIOBATH 3aXOIUIIOIOUI Bi3yallbHI MaTepialiy,
SK1 CTIOHYKaIoTh JtoJiel a0 mii. OTke, MOXKHA CTBEP/UKYBaTH, 110 MAPKETHHTOBI
KOMyHIKalii B  enoxy  mudposizauii 3MIHWIACA Ta  CTIA  OUIbLI
MIEPCOHATII30BAaHUMH Ta €(PEKTUBHUMHU. BOHM HamTar0Th MOXIUBICTH KYypPOPTHO-
pEKpeariifHiuM MiIPUEMCTBAM JIETKO 3B'SI3yBaTUCS 31 CIOXMUBAYaMH Ta aKTHBHO

MPOCYBATH CBiil MOCIIYTH.
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