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MANAGING INDIE APP DEVELOPMENT WITHIN THE CONTEXT OF
MICRO-ENTERPRISES IN IT: CASE-STUDY

Y ecmammi Oocnidjiceno cymuicmv kame2opii ynpaseninHsa iHOI-po3poOKo0
NpoSpPamMHO20 3abe3neuenHs aK 0codIusoil opmu yugdpoeoeco nionpuUEMHUYMBEA 8

ymosax mikponionpuemuuymea. Ha npuxnadi peanvHoz2o Keucy — CmeopeHHs ma



npocysanunsi ymunimu « CCCCornersy ons komn'tomepis Apple Macintosh —
NPOAHANI308AHO NOBHUL YUK VIPAGIIHCOKUX PilleHb: GI0 B8U3HAUEeHHS Hiui ma
8ubopy modeni MoHemuzayii 00 cmpamezii NPOCY8AHHS Yepe3 AlbMePHAMUGHI
Mapkemuneosi Kananu. [locniodcennss no€OHye OpucinaibHe ONUMYB8AHHS U000
CHOJCUBYUUX ~ YNOO0OAHbL  MoOelell  ONlamu  npocpamHo20  3abe3nedeHis,
nopieHsanbHull ananiz niamgopm oucmpubyyii (Mac ma iPhone) ma npaxmuuni
pe3yromamu  0i0dcuman mapkemunzy uepe3 coyiaivHy niam@opmy Reddit i
YouTube mapxemune enausy. Pezynvmamu niomeepoxcyoms Hcumme30amHuicmo
MoO0eli  00HOpa3068020 niaamedxcy 0aa Mac-0ooamkie ma eghexmusHicmo
OpP2aHIYHUX KAHANI8 NPOCYBAHHA (CRIIbHOMU 6 COYIAIbHUX Mepedxicax, 6i0eo-
0210U)  NOPIBHAHO 3  MPAOUYIUHOIO  NIAMHOW  OIOHNCUMATL  PEKIAMOIO.
Locniooicennsi demoncmpye, wo 051 Mano2o OisHecy 3 po3poOKU NPOSPAMHO20
3abesnevenus cmpameivHuil 6ubip niamgopmu, Mooeli MOHemu3ayii ma KaHaie

NPOCYBAHHS € BUSHAYATILHUM OISl YCRIXY 8 YMOBAX 0OMENCEHUX peCypCis.

The article examines the essence of indie software development management
as a distinctive form of digital entrepreneurship within the context of micro-
enterprises. It conceptualizes indie development not merely as an individual coding
activity, but as a holistic management process that encompasses strategic niche
selection, the formation of a clear product value proposition, informed decision-
making regarding monetization models, the choice of appropriate distribution
platforms, and the design of an effective marketing strategy under strict resource
constraints. Within this perspective, the category of indie software development
management is interpreted as a continuous cycle of entrepreneurial decision-
making, where the same person often combines the roles of developer, product
manager, marketer and micro-enterprise owner.

Using a real-world case study — the creation, launch and promotion of a
«CCCCorners» macOS utility — the research explores how these managerial decisions
manifest in practice at each stage of the product lifecycle. The article systematizes the
logic behind choosing a simple utility niche with minimal fixed costs, justifies the

selection of a one-time payment model instead of a subscription under conditions of



subscription fatigue, and explains the preference for the Mac platform over iPhone due
to differences in user behavior, discoverability and competitive intensity.

The article also examines the essence of the category through the lens of
marketing and demand generation. The study combines original survey research
on consumer preferences for software payment models (n = 952), comparative
analysis of distribution platforms (Mac vs. iPhone), and practical results of digital
marketing through the Reddit social platform and YouTube influence marketing.
Organic exposure in niche communities and independent video reviews is shown to
act as a powerful amplifier of word-of-mouth effects, creating a self-reinforcing
loop between product quality, community endorsement and sales dynamics. In this
way, the category of indie software development management is framed as a
practice of strategically orchestrating scarce resources, platform affordances and
community-driven promotion mechanisms in order to build a sustainable micro-

enterprise around a focused digital product.

Knwuosi cnosa: indi-pospobka, mikponionpuemuuymeo, Apple App Store,
MoHemuszayis ~— dooamkie,  influence  marketing,  ynpasiinHs — po3pooOKOIO
npozpamuozo 3abeznedenns, IT-nionpuemnuymeo.

Keywords: indie software development, micro-entrepreneurship, Apple App
Store, app monetization, influence marketing, software development management,

IT entrepreneurship.

Ilocmanoeéka npoonemu y 3acanpHomy 6u2nadi ma il 36°A30K i3
BAICTUGUMU HAYKOBUMU YU npaKkmuunumu 3aedannamu. Lludposa epa cyTTeBO
TpaHcopMyBasia ySIBJIGHHS MPO MIANPUEMHULIBKY OisUTBHICTh. SIKIO paHiiie
CTBOPEHHsSI Ta JUCTPHUOYIlS TPOrPaMHOTO 3a0€3MEUCHHS BUMAarajil 3HAYHUX
THBECTHIIIN 1 pO3TalTy’KeHO1 1HPPACTPYKTYpH, TO CbOTOJIHI OJIHA JIFOAWHA — «IH]Ii-
pO3pOOHUK» — 3/JaTHA CTBOPUTH, OMYOJIKyBaTWU Ta MOHETHU3YBATH JI1JKUTAN
MPOIYKT YW CEPBIC 13 MIHIMATbHUMU TMOYATKOBUMH BKJIQJEeHHSMHA. JOCTiaHUKN
[35] 3a3HagaroTh, MO0 MUQPPOBE MIAMPUEMHHUIITBO € «IIUIKOM HOBOI c]eporo

JTOCIIITHULILKOTO 1HTEepecy B pamMKax MDKIACIMILUTIHAPHOT ramxysi



HANPUEMHUIITBAY, 0 TOTPeOy€e BUBYCHHS Yepe3 MPU3My HOBUX (JOPM CTBOPEHHS
IIHHOCTI. BogHOYac MOCHITHUKH TIAKPECIIOITh, IO LH(GPOBI TEXHOJOTI
BUCTYMAIOTh HE JHIIE 1HCTPYMEHTOM aBTOMAaTH3allii, a ¥ «KOHTEKCTyaJbHOIO
pamMKo0oy», sika (HopMye HOBI MOMKIMBOCTI IS TIAINPHEMIIB Ha MIKHAPOIHOMY
piBHi [31]. Mixuapoaauii acniekt IT-mianpuemMHuIITBa € 0COOJMBO 3HAYYIIHUM.
[Inatdpopmu nHa xmrant Apple App Store Ta Google Play Store cramu
rJI00ATPHUMH KaHAJIaMU AUCTPUOYIT, sIKi TO3BOJSIOTH MIANPUEMIISIM 3 Oy 1b-SIKOT
KpaiHU BUXOJUTU Ha MDKHAPOJHI pUHKU 6€3 HeoOX1AHOCTI (PI3UYHOI MPUCYTHOCTI
[10]. 3a manumu Apple (2025), rmobanbHa ekocuctema App Store 3abe3neunia
po3poOHukam 1,3 TpuibiloHa nojapiB oruiatr Ta npogaxiB y 2024 pori, 1o
CBIIYMTH MPO MACIITA0 MOKIMBOCTEN, BIAKPUTHUX JISI MIKPOTI1IIPUEMIIIB.

Kpim Mara3zuHiB 10AATKIB, ICHY€ W MOKJIMBICTh CAMOCTIHHOI JUCTpHOYLIT —
yepe3 BJIACHUM BeOCalT 13 00poOKOIO TuiaTexiB (13 MIAKIIOYSHHSM MpOBaii/iepiB
JUIs oriatv, Hampukian, Stripe, Paddle). Ie# miaxig ocoOIMBO po3MOBCIOKEHUN
Ha KoMmIl'toTepax Mac, ne, Ha BiamiHy Bix 1Phone, xopucTtyBadi MarTh 3MOry
3aBaHTaXXyBaTH TMporpaMmHe 3abe3rneueHHs He yumiie 3 App Store («sideloadingy).
[Ipore came cnemianizoBaHi MiIaThOpMH — Mara3uHu JOJATKIB — HAWOUIBII
MOMITHO 3HWXKYIOTh Oap'epu BXOAY, OCKIJIBKM OJHOYACHO 3a0€3MeUylOTh JOCTYI
JI0 BEJIMKO1 ayJauTopii, 0OpoOKy TIIaTeXiB, CUCTEMY pELIEH31 Ta OHOBJIEHb. ba
Oulbllle, JAOCHIKeHHS  1uatr@opmMHOi  exkoHomiku  [44] mokaszye, 110
«MYJTBTUCTOPOHHI MIATHOPMHU CTBOPIOIOTH I[IHHICTH YE€pe3 OpraHizaiiio oOMiHy
MDK TpynamMu YYacHHUKIBY», a iXHA €(EeKTHUBHICTb «BU3HAYAETHCS MEPEKEBUMU
edeKkTamMu, MacIITabOM Ta AKICTIO YIPABIIHHS.

Ananiz ocmanuix Oocnioxycenv i nyonikayiu. B HayKoBUX Tmpansix K
BITUM3HSIHUX, TaK 1 3apyODKHUX (axiBIIB aKTUBHO JOCHIIKYEThCS (HEeHOMEH
nu(poBOro MIANPUEMHMUIITBA Ta MHOro OCOOJMBOCTI B yMOBax IUIaTGoOpMHOT
ekoHOMIKH. OKpeMi TOCHITHUKU BU3HAYAIOTh HU(GPOBE MiANPUEMHULITBO SIK HOBY
MDKIUCIUTUTIHAPHY Tally3b JOCIHIIHUIIBKOTO 1HTEpeCy, 10 MoTpedye BUBUYCHHS
yepe3 Mpu3My HOBUX (opM CTBOpEHHS WIHHOCTI [35]. [HII migKpecioTh, 110

nudpoBi  TexHOJOTIT (HOPMYIOTH HOBI MOXJIMBOCTI JUIsl TMIANPUEMINB Ha



MDXHApOJAHOMY pPiBHI, BUCTYTNAIOUM HE JIMIIE 1HCTPYMEHTOM aBTOMaTu3alii, a i
KOHTEKCTYaJIbHOIO PaMKOIO JIs TianpueMHuinTea [31].

JocmimkeHHs 1aTopMHOT EKOHOMIKH PO3TIISIaI0Th Mara3uHu J0JATKIB K
KPUTHYHY 1HPpACTpyKTypy Aisi Mikpomianpuemii. Duan et al. (2021) noBonars,
110 MIaTGopMu TPAHCKOPAOHHOI €JIEKTPOHHOI KOMEPIIii 3a0e3MeuytoTh KpUTUYHI
OCHOBHU B IUGPOBINA MIAMPUEMHUIIBKIM €KOCHUCTEMI Ta BIIITPalOTh MOCTOBY POJb
MK MiIIPUEMHUAIBKUMHA €KOCHUCTeMaMH pi3HuX KpaiH. Oxpemi aBTopu [39]
aHami3yiotb App Economy sk deHomeH, 1m0 00'€enHye pi3HUX CTEHKXOJIEPIB —
MEHEJ[KEPIB, MIANPUEMCTBA, PO3POOHUKIB Ta opraHizailii. [Hmi [44] moka3yioTsb,
10 MYJIbTUCTOPOHHI TUIaTGOPMHU CTBOPIOIOTH LIHHICTh YEPE3 OpraHizallito OOMiHy
MDK TpylaMH YYacHUKIB, a iXHS €(EKTUBHICTb BHU3HAYAETHCA MEPEKEBUMU
eeKTaMM Ta SIKICTIO YIPaBIIHHS.

[lutanns BuOOpy MojJeNl MOHETH3alli € MPEeIMETOM YHUCICHHUX
nociimkerb. AHam3 nonaa 250 000 gomatkiB 3 Apple App Store TOBOAMUTS, IO
ONTUMAJIbHE TMO3ULIOHYBaHHA UU(POBUX TMPOAYKTIB 3aJEKHUTh Bl MOJENI
MoHetu3allii [42]. [lepexin Ha mpemMiyM-TIANKUCKY 00YMOBJICHHUH 3aI0BOJICHHSIM Ta
I[IHOBOIO I[IHHICTIO, TO/1 SIK YTPUMAaHHS MiIMMCHUKIB BU3HAYAETHCS 3PYUYHICTIO Ta
MOXJIMBICTIO  BIAKPUTTS HOBOro KoHTeHTY [19]. Oxpemi  JOCITITHHKA
MIJKPECNIOITh, 10 freemium-mMonenb Jocsira€ yCmiXy JMIIE 3a HasBHOCTI
OpraHi3alifHIX MOKJIMBOCTEH Ta Y3TrOJXKEHHsI 3 puHKOM [33].

Dopmynweanna uyinei cmammi (nocmanoeka 3ae0amus). MeTor0
JOCIIIJIKEHHSI € aHali3 YIpaBIlHCBKUX pIlIeHb 1HAI-pO3pOOHMKA Ha eTamnax
BU3HAUYCHHs KaTeropii mporpaMHoOro 3ade3nedeHHs, BUOOpY Mojesli MOHETH3aIlli,
miathopMu AUCTPUOYIIT Ta CTparerii MpOCyBaHHA — Ha TPUKIANl PEATBHOTO
MIKpOOiI3HECY 3 PO3pOOKH MporpamMHOro 3abe3medeHHs Il KOMIT'toTepiB Apple
Macintosh. JlocnimxeHnHss 6a3yeTbcsi Ha MeToAoJOTil case study Ta moemHye
MEepBUHHI JlaHi (BjIacHe ONMMUTyBaHHs, ctaTucTuka Apple App Store Connect) i3
BTOPUHHUMHU JKEpeIaMu (Tady3eBl 3BITH, akaJeMidH1 myOmikarri).

Buxknao ocnoenozo mamepiany oocnioxncenns. [1epBUHHUM 3aBAaHHAM IS
NIAOPUEMIIS, SKUM TIJIaHyeE BUBECTU MPOTPAMHUN MPOAYKT HAa PHUHOK, €

BU3HAUCHHs Hill — ToOTO BUOIp KaTeropii mporpamu. PecypcHa Teopis ¢ipmu



(Resource-Based View, RBV), amantoBana n0 KOHTEKCTY MiANPUEMHHULITBA,
MIJKPECIIOe, M0 KOHKYpEHTHa mepeBara ()OpPMYyeTbCcsi Ha OCHOBI €(EKTHBHOTO
BUKOPHUCTAHHS HAasABHUX PECYpCiB — SIK MaTepilaJibHUX, TaK 1 HemaTepiaabHuX [7].
Jlst 1HI1-po3poOHMKa 1€ 03HAYa€E, M0 BUOIp KaTeropii MpoayKTy Ma€ BIAMOBIIATH
HOT0 TEXHIYHUM KOMIIETEHIISM, (IHAHCOBUM MOXJIMBOCTSIM Ta YacOBUM
pecypcaMm. ABTOpPH CHUCTEMATHMYHOTO orjsay po3pooku II3 y crapranmax
HAroJIONIyl0Th, IO CTAapTamd BIAPI3HSAIOTBCA BiA 3pUIMX KOMIIAHIA came
0OMEKEHICTIO PECYPCiB Ta Hacy, 0 BUMArae «IoIITyKy CTIMKHUX 1 MaciTaboBaHUX
Oi3Hec-mojenei» B ymoBax HeBu3HadeHOCTI [41]. Momoai komrmanii 3MyIeH1
pO3pOo0sATH  1HHOBAIlIWHI, MPOrPaMHO-IHTEHCHUBHI MPOAYKTH B  yMOBax
HEBU3HAYEHOCTI, OpaKky dYacy Ta KamiTally, TOMY IOCTIHHO OalaHCYIOThb MIXK
MONTYKOM KUTTE3/IaTHOI O13HEC-MOJIEN1 Ta BUKUBAHHSIM.

[Ipocti yTuUmiTH, SK KaTeropis, MarOTh HHU3KY CYTTE€BHX IepeBar s
MIKPOMIMPUEMIIS: BOHU 3a3BHYail HE TMOTPEOYIOTh CKIAJHOTO «OEKEHIIy»
(TexHIYHOTO 3a0e3MeYeHHs, 10 € HEBUJAUMHUM JJi1 KIHIIEBOIO KOpPHCTyBaua),
CepBepHOI 1HPPACTPYKTYpU UYU OOpPOOKH MEpPCOHATBHUX JAaHUX KOPHUCTYBayiB.
BianoBigHo, MOCTIMHI BUTPATH Ha TXHIO MIATPUMKY € MiHIMAJIbHUMHU — Ha BIJIMIHY
BiJI, CKa)XIMO, SaaS-CepBICiB 4M MPOrpaM i3 XMapHOI CHHXPOHI3AINEIO, 1€ KOXKEH
JOMAaTKOBUM KOPUCTYBa4 TEHEPYE Map)KWHAIbHI BUTpaTH. JloCmimKeHHs,
npoBeneHe Perspective [23] cepen 20 iHa1-po3pOOHMKIB, MIATBEPAUIO, IO «OHA
ocoba Terep MOXKe PO3pOOUTH, BUBECTH HAa PUHOK 1 MOHETH3yBaTH MHU(POBHIA
MPOIYKT 13 MIHIMAJIbBHUMH MOYATKOBUMU 1HBecTUulisiMU». Vidiemsoft [43] onmcye
KoHIenI[il0 Micro-SaaS sk «@dinocodchbkuil 3CyB — BIAKHUJAHHS MEHTATITETY
'equHOPIT 200 HIYOro' Ha KOPHUCTh TMOBLIBHOTO, CTAaOUTBHOTO 3POCTAHHS,
HE3aJIC)KHOCTI Ta MiAMPUEMHUIITBA, OPIEHTOBAHOTO HA CIOCIO KUTTS.

llopienanus nionucku i3 00HOPA308010 NOKYNKOK. MeOpemuyHull aHanis.
[licnst Bu3HAYEHHS HINI TMIANPUEMENL Mae oOpaTh MoJeidb MoHeTu3ali. Y
CydacHI €KOCHCTeMI MporpaM Jyisli KOMITIOTEpPIB Ta MOOUIBHHUX MPUCTPOB
JIOMIHYIOTh JIBI OCHOBHI MOJIENi: mamucka (subscription) Ta 0JJHOpa30BUI TUIATIK

(one-time purchase). KoxkHa 3 HUX Ma€e CBOI IOHIT-€KOHOMIKY, TepeBaru Ta



PHU3UKH, 110 MAIOTh OyTH PETENHHO 3BAXKEHI 3 ypaxXyBaHHIM CIEHU(IKH MPOIYKTY
Ta IUJIOBOI ayIUTOPIi.

[Tinmucka sk Momens 3abe3nedye peKypeHTHUH AoXif (recurring revenue),
0 CTBOPIOE TiepenOadyBaHI TPOIIOBI IMOTOKA Ta J03BOJISIE (piHAHCYBATH
NOCTIMHUN pO3BUTOK MpoaykTy. 3a nanumu RevenueCat [27], sKi OXOIUTIOIOTH
noHay 115 000 gonmatkiB Ta 16 MiIbApaiB q0dapiB Aoxody, Ton 25% m0aaTKiB 3a
nianuckor 3poctanu Ha 80% p/p 3a mokaznukoM Monthly Recurring Revenue
(MRR), Toxi six HmxHI 25% nemonctpyBanu naaiaas Ha 33%. Ile cBigunuTh mpo
3HAYHY MOJISPU3AIIO: TIMUCHA MOJIENb € HaI3BUYAHO €(PEKTUBHOIO IS JI1ACPIB
pUHKY, aje Moxe OyTh pyHHIBHOIO g pemrtd. BojaHodac akajieMiuHi
JOCIIDKEHHST MIJAKPECTIOTh, 10 freemium-monaens (pi3HOBUI — MIATTUCKH)
«J10csiTae yCIIXy JIMIIE 3a HAsSBHOCTI OpraHi3alliiHUX MOKIJIMBOCTEH Ta CHUIIBHOTO
y3ropkeHHss 3 puHkom» [33]. V nmocmimkeHHi, omyOnikoBaHoOMYy B Strategic
Management Journal ta 3acHoBaHoMy Ha BHOipmi moHax 250 000 momatkiB 3
Apple App Store, aBTOpH TOBOAATH, IO ONTUMAIbHE MO3ULIOHYBAHHS I1JKUTANI
MPOAYKTIB Ta CEPBICIB 3aJICIKUTH BIJ] iXHbOI MOJI€JIl MOHETH3AIIli: TIJIaTHI MPOAYKTH
MarTh OyTH MOMIpPHO Iu(dEepeHIiiioBaHUMH, TOJI SIK OE3KOIITOBHI — a0 Jyke
CXOKHMH, a00 Jay’Ke BIIMIHHUMU BiJ KOHKYPEHTIB [42].

Opnak s 1HOI-pO3pOOHUKA MiANKMCKAa Hece 3HauHi pusuku. [lo-mepiie,
BOHA BHMarae JI0BIpM KOPUCTYBayiB Ta 3a3BHYail — cCuIbHOTO OpeHay. bior Adjust
[1] 3a3Hauae, M0 «MOCTIMHA oriaTa 3 OOKYy KOpHUCTyBaua O3Ha4ae HEOOXITHICTh
MOCTIHHOTO J0JIaBaHHs IIIHHOCTI 3 OOKY PO3pPOOHHKa», a PU3HUK BIATOKY 3pOCTaE,
SKIIO0 «KOPUCTYBa4 MOCTIMHO IUIATUTH 3a OAHY U Ty caMy (DYHKI[IOHAJBHICTh a00
koHTeHT». [lo-mpyre, B 2025-2026 poxax 3adikcoBaHO 3pocTarouuii (HeHoMeH
«subscription fatigue» — BTOMHU Bia MIAMKCOK. 32 TaHUMH €KCIEPTIB ramysi [14],
Mk 2012 ta 2022 pokamu minucHa eKOHOMiKa 3pociia Ha 435%, 1110 pu3Beo 110
NepeHacUYCeHHS. 3a JaHUMHU OISy, IO y3araJlbHIOE PE3YNbTaTH JOCIIKCHHS
PwC [13], 55% cnoxuBauiB cKacyBaJid MIJMUCKA Yepe3 HeouiKyBaHi abo
HENpo30pi 3MIHM B MIHOYTBOPEHHI, a IHIIN JOCHIIPKEHHS MOKa3yIOTh, IO
npuOau3Ho 1 13 3 MiANUMCHUKIB BIAMIHUB MPUHANMMHI OJWH CEPBIC MPOTITOM

OCTAHHBOT'O POKY.



Oxpemi AOCHIAHUKH 3'ACYBalM, L0 PIMICHHS NPO TEpexis Ha MpeMiyM-
MIJMUCKY OOyMOBJICHE «3aJ0OBOJICHHSM Ta I[IHOBOIO IIIHHICTIO», TOMAl K
yTPUMaHHS B)K€ HASBHUX IT1IMTMCHUKIB BUZHAYAETHCS «3PYUHICTIO T MOKIUBICTIO
BIIKPUTTS HOBOTO KOHTEHTY» [19]. Lli pe3ynbratu cBinyaTh, M0 MiAMUCHA MOJAETH
JUISL TPOCTOi  yTWIITH O€3 TOCTIMHOTO OHOBJIEHHS KOHTEHTY € MEHII
OOTpYHTOBAHOI, OCKIJIbKM YTHJIITA HE TEHEPYyE HOBHH KOHTEHT, SKUM OH
MOTHBYBAB MPOJIOBKECHHS ITiITUCKU.

OpHopa3oBHil TIATIXK, 3 1HOIOTO OOKY, € TpaH3aKLUIMHUM MPOAaXKeM, KU
HE TeHEpY€ PEKYPEHTHOTO 10XOAY, IPOTE Mae HUKYMM Oap'ep BXOIy 3 TOUKH 30py
JIOBIpU: KOPUCTYBau IUIATUTh OAMH Pa3 1 HE TypOY€eThCS MPO MOJANbIlll CIMCAHHS.
3rinHo 3 pocaimkeHHsM Phoenix Strategy Group [24], «zero-price effecty —
IICUXOJIOTIYHUN (DEHOMEH, MpHU SKOMY BIJCYTHICTh LIHU a00 ii OAHOPA30BICTH
«yCyBa€ CTaHIApTHI PO3paxyHKHU PpU3MK-BUHAropojaa». BomHodac usg Mopaenb He
M1XOIUTh TaM, i€ € MOCTIHHI BUTPATU — HAINPUKIIAJ, CEpBepHa IHPPACTPYKTYpa,
oOcnyroByBaHHs API (1HCTpyMEHTIB pO3poOHMKA) 4M 30€piraHHs JaHUX — TOJI
PEKYPEHTHI IUIATEeX1 € EKOHOMIYHO OOTPYHTOBAHUMH.

Asmopcbke Oocniodcennsn: onumysanHs Ha Reddit. J{ns emIipudHOrO
JOCIIIJIKEHHST CIIOKUBYMX YIOJA00aHh OyJI0 TPOBENEHO JBa OMNHUTYBaHHS Ha
miatpopmi Reddit — y croinbHOTax r/macapps Ta r/iosapps, [kl € OZHUMHU 3
HalOUIBIIMX TEMAaTUYHUX (POPYMIB 13 OOTOBOPEHHS MPOrPAMHOrO 3a0e3MeyYeHHs
st komi'rotepiB Apple. CymapHa KIJTBKICTh PECHOHJIEHTIB CKiana 952 ocobw.
Cnin 3a3HayuTH, 10 BUOIpKA € CaMOCEJIEKTUBHOK (TOJIOBHOIO METOI0 Oyiia
nepeBipKa TIMOTe3H) Ta OPIEHTOBAHOIO HAa JOCBIAYEHMX KOPUCTYBayiB MPHUCTPOIB
Apple, 1m0 MIKaBIATHECS HOBUM TIPOTPAMHHM 3a0€3MeYeHHsIM; 1€ HEeoOX1THO
BpPaxOBYBATH MPH IHTEPIPETAIlii pe3yIbTaTiB.

[Tutanns onuryBanHs: «How do you prefer to purchase an app?» («fk Ou

BU XOTUIM KyITyBaTu mporpamu?»). PeynpraTu HaBeaeH1 y Tabnuii 1.



Taoauusa 1. Pesyabratn onutyBanHst Ha Reddit

BapianT Bianosizai Kinekicth Yactka, %
roJIOCiB

«One-time payment, always» (OgHOpa30BHi TUIATIX, 3aBXK/IN) 767 80,6

«One-time, but should cost no more than 1 year of subscription» 164 17,2

(OnHOpasoBo, ajne BapTiCTh HE MOBUHHA IIEPEBHIIYBATH BapTICTh
PIYHOT IMiAMHUCKN)

«Subscription (because of small fees)» 25 2,6
(ITinmucka (yepe3 HEBEIMKY BapTICTh))

Pa3zom 952 100

Horcepeno: cgpopmosano asmopamu Ha 0OCHOBI 81ACHO20 OOCTIOHCEHHS

Pesynpratm OHHO3HAYHO JEMOHCTPYIOTH: 97,8% oOmnMTaHuUX HAJAIOTh
nepeBary OJIHOpPa30BOMY IUIATEXKY B Tii 4M 1HIIIN dopwmi, 1 numie 2,6% oO0uparoTh
nignucky. HaBiTe cepell MpUXUIBHUKIB OJHOPA30BOr0 IJIATEXY IT'SiTA YaCTUHA
PECHOHJICHTIB BKa3ajla Ha BAXJIUBICTh YMOBHU: I[lHA HE Ma€ IEPEBUILYBaTH
BapTICTh PIYHOI MIAMUCKA — TOOTO BOHU I[IHYIOTH OJIHOPA30BY MOJIENb, aJie JIUIIIE
32 YMOBH ii EKOHOMIYHOi OOTPYHTOBAHOCTI.

[li maHi KOpeCHOHIYIOTh 13 pe3yibTaTaMu AochimkeHHs Setapp (2023), sike
oxormmio 1 241 xopuctyBayua Mac. Ha nuranHs npo mepeBaru OZHOPA30BOI
NOKynku 54% pECTOHIEHTIB BKa3aJld Ha ii «OUIbIly €eKOHOMIYHY €(DEKTHUBHICTDHY,
51% — Ha OaxaHHS «BOJOIITA Tporpamor», a 48% — Ha BIEBHEHICTh Y
JOBroTpuBajoMy BukopuctanHl. Cepea apryMeHTIB Ha KOPHUCTh MIANHCKU
npoBigHUM (63%) cTama «MOXJIMBICTh ckacyBaTtu Oynab-koim». [Ipu npomy 30%
BCiX pecrnoHjeHTiB BianmoBuin «It depends» («3anexuTh Big 0OCTaBUH») Ha
NUTaHHS MO0 npedepeHii — o CBIAYUTh NPO KOHTEKCTYAIbHICTh PIIIEHHS 1
BIJICYTHICTh €IMHOTO ONTUMAJIBLHOTO PIIIEHHS JUTsl BCIX KATEropii mporpam.

TakuMm 4yMHOM, BpaxOBYIOUM 3HAYHMM 3alIUT HA OJHOPA30BI MOKYIKH, 1H]I-
PO3pOOHUKY AOLIIBHO SK MIHIMyM MPOMOHYBAaTH MOAIOHY OMIIiI0 — MapayeabHo 3
1ITUCKOI0, SKIIO 1€ OOTPYHTOBAHO IOHIT-€KOHOMIKOIO TIPOYKTY.

Case study: pospooxa ma oucmpubyyiss CCCCorners. Ilepun HIx

OPUCTYIHUTH JJO CTBOPEHHS IporpamMu, OyJio MpoaHaii30BaHO KJIFOUOBI BIAMIHHOCTI




matdopMm — Mac ta iPhone — 3 Touku 30py nuctpuOyiiii, MOBEIIHKA KOPUCTYBAYiB
Ta KOHKYPEHTHOTO cepefoBuia. [{ei anani3 6azyBaBcs K Ha My0JIYHO
JOCTYIMHHX JOCTIKEHHSX, TaK 1 HA aBTOPCHKOMY JOCBIJII pO3pOOKH It 000X
maTopM.

1. OGcsar puHKY Ta KOHKypeHIlis. Marasun momatkiB Mac App Store s
KOMIT T0TepiB Mac cyTTeBO Bipi3HsaeThCs Big App Store Ha iPhone 3a macmtabom.
3a manumu Forbes (2022), Mac App Store momae numie npubiauzHo 15 HOBHUX
JIOAATKIB Ha MICSIb — «Te, 1o App Store mis 10S, 10 SIKOTO MOJa€ThCsl OIU3BKO
1000 HOBHX HOAATKIB IIOAHA, Hoaa€ 3a 20 XBUIMH». 3arajbHa KUJIBKICTh JOJATKIB
y Mac App Store cranouth Tpoxu Ounwine 31 000, Tomi sik B i0S App Store —
omu3bko 1,92 Mminbiiona. Lle o3Hayae 3HaYHO MEHIITY KOHKYPEHLIIIO, aJle i MEHIIHA
opra”iyHuii Tpadik Ta ayauTopito.

2. IleperoBopHa cuia nmokyniiB. KinrogoBa BigMiHHicT Mac Bix 1Phone —
MO>KJIMBICTh BCTAHOBJIEHHSI Iporpam He 4epe3 App Store; Ha Mac po3poOHUKU
MOXXYThb PO3IMOBCIOJIKYBAaTH TMpOrpamMu OyJb-IKUM CIIOCOOOM, HE O0OOB'SI3KOBO
yepe3 creriagizoBaHui «mara3un» (TaKoXK € 1 aJlbTEepHATHUBHI «MarasuHm»). B
TepMmiHax mozeni m'stu cui [loprepa 1ie o3Havae, MO MOKYIII OTPUMYIOTh 3HAUHY
neperoBopHy cuiy (bargaining power of buyers): sxmio miHa abo ymoBu B App
Store He 3a0BOJNBHSIOTH, BOHM MOXYTh NpHUAOATH TPOrpaMmy HampsMy Bij
po3poOHUKa a00 00paTH aIbTEpHATUBY 13 BIAKPUTUM KOoJ0M. Ak 3a3Hauae Karahan
(2024), «meperoBopHa cujia TOKYIIIB 3HAYHO 3pocia 3 TOSBOK IHUMPOBUX
maThopm», OCKUTBKH «Tepexis Ha mudpoBi miaThOpMHu pO3MIUPUB MOKIUBOCTI
TIIA/1a49iB Ta TOKYMIiBY». JIJist 1H1-po3pOOHHKA 11€ BOJAHOYAC 1 MOXKJIMBICTh (MOXHA
IPOBOAUTH AUCTpuOyIit0 mo3a App Store), 1 3arpo3a (KOHKYpEHIIs 3
O€3KOITOBHUMU aJIbTEPHATUBAMH YU «ITIPATCTBOMY).

3. IlaTTepuu Bukopuctanus. Jocnimxenus Setapp (2023) BUSBUIO BaXKIUBY
XapaKTepUCTHUKY: cepeAHid KopucTyBad Mac mae 51 BCTaHOBIIGHY Mporpamy 1
BUKOPHUCTOBYE 15 13 HUX moaus. [Ipu npomy 79% BukopuctoBytoTh 20 a00 MeHIe
nporpam Ha JieHb. Lli moka3HUKK CYTTEBO Bipi3HAOTHCS Bija iPhone, ne KimbKicTh

BCTAHOBJICHUX MPOTpaM 3a3BUYail 3HAYHO O1NIbIIA, MPOTE BUKOPUCTAHHS € OLIbII



noBepxHeBuM Ta (parmeHTapuuM. Ha Mac kopucTyBau mpaiioe 3 MEHIIOH0
KUIBKICTIO TPOTpaM, aje BUKOPUCTOBYE KOXKHY IHTEHCHBHIINIE — a OTXKE, KOXKHA
nporpaMa € OUTbII IIHHOIO JUIS KOPUCTyBaua Ta MOXE KOIITYBATH JIOPOKUE.
3riJIHO 3 TUM CaMHM JIOCHTIIKEHHSIM, 83% PECHOH/ICHTIB OIJIauyBaJld MIPOTrpamMHe
3a0e3mnedeHHs 11 Mac MpoTATOM TMOMEPEIHBOTO Micslsd, a 67% MOTOIMINCH 13
TBEP/KEHHSM «SIKICHUH JTOIaTOK KOIITY€E TPOIIEH, 1 51 TOTOBUI 32 HHOTO TIATUTH.

Bci mi dakTopu obrpyHtyBamu BuOip Mac K HUIbOBOi IiatGopMu Ta
BcTaHOBJIEHHS 1iHU 2,99 nonapi CIIIA 3a ogHopa3oBy nokynky st CCCCorners
— YTWIITH, UI0 NEPETBOPIOE «rapsyl KyTu» omepariiiHoi cucreMu macOS Ha
NOTY>XKHUM IHCTPYMEHT MPOTyKTUBHOCTI.

Bubip Mac App Store sx kaHamy IucTpuOyulli OOyMOBIEHHH KITbKOMA
dakTopamu, siki 0yJI0 3BaKEHO 3 ypaxyBaHHSM CIEelU(]IKUA MPOIYyKTY Ta PECypcCiB
po3pobnuka. Ilo-nepiie, Mac App Store O6epe Ha cebe 0OpoOKy MJIaTEXkiB, IO
3HIMAa€E 3 1HJ1-PO3POOHMKA HEOOXIJHICTh IHTErpamii Ta MIATPUMKHU IUIATIKHHUX
cucteMm (Stripe, PayPal tomo). Sk 3a3nauae nmopran Many Tricks [20], «sxmro Bce,
10 BaM MOTPIOHO — 1€ MPOCTO MpoAaBaTH Ball A01aTok, Mac App Store npornonye
rotoBy iH(ppacTpykTypy». [lo-apyre, aiis po3poOHUKIB 13 10X0A0M 10 1 MisbliOHA
nonapiB CIIIA gie mporpama App Store Small Business Program, sika 3menInye
koMicito 3 30% no 15%. Sx migkpecmioe RevenueCat [27], «uie TOpATYHOK AJis
1HI-pO3pOOHMKIB Ta HEBENMKUX cTyAii». [lo-tpere, Mac App Store 3abe3neuye
NIEBHUI PIBEHb JOBIPU: JOJATKH B HHOMY IPALIOIOTH 13 MexaHi3MoM «sandbox» (e
130JIbOBAaHHUMHU), 1110 OOMEXY€ MOTEHLIWHY KOy HaBITh BiJ] 3I0BMHCHOTO KOy, a
cam mporiec peB'to Apple Buctynae cBoepimauM ¢iabTpoM sikocti. [Ipore Mac App
Store mMae 1 3HaUH1 OOMEXEHHSI, SIKI BaKJIMBO BPaXOBYBATHU:

e CyBopi TexHiIuHI oOMexxeHHs1. Mexani3M sandboxing € 000B'I3KOBUM 15
nonatkiB y Mac App Store 3 2012 poky, 10 cyTTEBO 00MEXKYy€e (PYHKIIOHATBHICTb.
Macworld [18] 3amokymeHTyBaB, 1o «0arato Mac-po3poOHUKIB poO34apoBaHi
sandboxing, OCKUJIbKM BiH 0OMEXY€ JOCTYI 10 CHCTEMHHUX PECYpCiB, HEOOXITHUX

JUUISL TIOBHOIIHHOT poOoTHy». Lle 3MeHIlye pi3HOMaHITHICTh JOCTYIMHUX JTOJATKIB 1



O3Hayae, 10 JIMIIE MEBHI Kareropii mporpam (30Kpema, YTUIITH 3 0OMEKEHUMHU
CUCTEMHHUMHU MOTpeOaMu) MOXKYTh €(peKTUBHO (DYHKI[IOHYBATH.

e (nabka discoverability (mpoctota 3HaxomkeHHs). Ha BigMiny Big App
Store na iPhone, ae momryk € OCHOBHIM KaHAJIOM 3aBaHTaKeHb (3a naHumu Apple,
65% 3aBaHTakeHb B1OYBalOThCS Mmicis MONIyKYy), Mac App Store mMae 3HayHO
cliabII MeXaHi3MHU BIIKPUTTS HOBUX JojaTKiB. OpraHidHMNA TPUPICT MPAKTHUIHO
BIICYTHIM — sKIIO0 TUIbKM Apple He BKIOUMTH mporpamy y featured-cekiriro
(pexomennamii ta miadipku). Cam Mac App Store piIkO OHOBIIOE TOMIOHUMN
KOHTEHT, a aJIrOpUTM IMOIIYKY MEHII PO3BUHEHUI NOPIBHIHO 3 MOOUIBHOIO
BEPCIEIO.

e (OOmexeni wmoneni MoHeruzamii. Mac App Store He J03BoOJIsIE
pO3pOOHMKaM pOOUTH IUIaTHI OHOBJIEHHS: «ICHyrO4l KopucTyBayl [OAATKy HeE
OTPUMYIOTb YKOJHMX 3HIKOK IPU BUXO]I1 HOBOI BEPCIi; BOHU MalOTh 200 KYIIUTH 3a
MOBHY L[1HY, 00 3aJIMIIATUCS HA TOTOYHIN Bepcii» [20].

Jiist CCCCorners 11 0OMeXeHHs OyJIM TPUMHATHUMU: YTUJIITA € JOCTATHBO
pocToro, o0 (yHKIIOHYBaTH B pamkax sandbox; mosens paid app (oxHopazoBuit
MJIaTIK 32 3aBaHTAXXEHHS) € MPUPOJHOI0 JJIs JaHOI KaTeropii; a HeoOXiAHICTh
JIEeMO-BepCii KOMIEHCYEThC HU3bKOIO ITiHOI0 (2,99 USD), sxa cama mo coOi
3HWKY€ PHU3UK TMOKYNKHU s KOPUCTyBada. BaXMBO TaKOX MiJKPECIHUTH, IO
nporpamy OyJo yCHIIIHO MPOMYyIIEHO dYepe3 IHeH3ypy Apple came 3aBusku ii
MPOCTOTI Ta BIZICYTHOCTI TOTPEOH y PO3IIUPEHUX CUCTEMHUX MpaBax.

Xoua CCCCorners BHanocs YCHIIIHO peaiizyBaTh SIK KJIacMyHUi «paid
app», ToOOTO TIporpamy, 3a 3aBaHTAKEHHS SKO1 HEOOX1THO Ofpa3y 3aIljlaTUTH (IUB.
Puc. 1), y Mac App Store — i 1151 mporpama HaBiTh CTajia MOMyJsipHOto — Ha iPhone
CUTYyallisl KapJAMHAJIBHO 1HIIIA.

Cranom Ha 2026 pik, 95,41% nonatkiB B i0S App Store € 6€3KOIMTOBHUMH
JUIS 3aBaHTAXKECHHS 1 MOHETU3YIOThCSA uUepe3 MIANUCKH, BHYTPIIIHI MOKYIKH abo
pexinamy. Jlume 4,59% nomatkiB € TUIATHUMH — 1 I 4YacTKa HEYXUJIBHO
ckopouyeTbes [38]. Freemium-mopaens crana abCcofOTHO TOMiHYI0U0t0 Ha iPhone:

Bke y 2011 poii BHYTpillIHI MOKYNKH cTaHoBwiIu 72% poxomy App Store, a



OE3KOIITOBHI 3aBaHTaXE€HHA 3pocTanu Ha 34% mnopiBHAHO 3 7% 3pOCTaHHAM
mwiatHuX. Y 2014 poui Apple HaBiTh 3MmiHMIa KHOIKY 3 «Free» Ha «Gety s
OC3KOIMTOBHUX JOJATKIB — «BU3HAHHSI TOro, M0 OaraTo TaK 3BaHHUX
'6es3komToBHUX' 10S-701aTKIB TaKUMH HE €», OCKUIbKM 38 13 38 momaTkiB y
KaTeropii top-grossing Oyiau OE3KOIMTOBHUMU JIJISl 3aBAaHTAKEHHS 3 BHYTPIIIHIMU
nokynkamu. Cult of Mac [9] miacymMoBye 110 TEHACHINIO CIOBaMHU PO3pOOHUKA!
«Mu npuinuIM 10 BACHOBKY, 1110 JJIS HAIIOTO J0AaTKa SIK IJIATHOTO 3aBaHTAKEHHS

HEMae MallOyTHbOTO».
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Puc. 1. Cropinka nporpamu y Mac App Store, 1Jis1 3aBaHTaKeHHS HeOOXiTHA
MUTTEBA OIIATA
cepeno: cknadeno aemopamu

Y MacmrabHoOMy OTJIsifil JOCHIPKEHh MapKETUHTY MOOUIBHUX JI0JATKIB,
3a3Ha4yeHo, MmO «paid-only Mojem Bce yacTie po3rNANalOThCs SK HECTIWKI Ha
HACMYCHUX PHUHKAX MOOUIBHMX 1oAaTkiBy [36]. 3a 3acwuisM MIAMHCOK Ta
freemium-monenedt mroau (GakTUUHO TIEpecTaau 3aBaHTaXyBaTh «paid app» Ha
iPhone — mns iHai-po3poOHMKa 1ie o3Hadae, mo Moxaenb paid app Ha iPhone €

MPAaKTUYHO HEXKUTTE3AaTHOW. € W 1HII NMPUYMHU, JCTAIBHO IMpOaHaIi30BaHI B



NOMNepeTHbOMY JTOCIIJKEHH] aBTopa [16]: 30KkpemMa, HEeMOKJIMBICTh BUKOPUCTAHHS
MEXaHi3My MOTHMBOBAaHMX pELEH31M (I 3alMIIeHHS BIATYKY HEO0OXiJTHO
3aBAHTAXUTH [OJIaTOK), CKIAAHOCTI 3 aTpuOYyLI€I0 pPEKIaMHUX KaMIMaHiil Ta
3arajibHa 3MiHa MOBEIHKOBUX MATTEPHIB KOPUCTYBAUiB y O1K «CIpOoOy#H, eIl HiXK
KYTTATI.

Ha Mac, omnak, cuTyallis 3aJIUIIAETHCS TPUHIIMIOBO IHIIOW — 1 TI€
HIATBEPKYEThCA AK JaHuMu  Setapp [32], Tak 1 pe3yJbTaTaMd BIIACHOTO
onuTyBaHHs. ['OTOBHICTP Mac-KOpUCTyBayiB IUIATUTA 3a SIKICHE IPOrpamHe
3a0€e3MeUeHHs 0JTHOPA30BO € 3HAYHO BUIIOIO, 1110 pobuth paid app Ha Mac 1ijgkom
KUTTE3MATHOIO MOJICIUTIO I 1HAI-po3poOHuKa. Ilg BigMiHHICTE OOyMOBIIEHA
OUIBILIOI0 «IHBECTULIHHOIO» KYJIbTYpOK Mac-KOpHUCTyBauiB, iXHbOIO OPIEHTALIEIO
Ha TPOYKTUBHICTH Ta BUILIOIO CIIPUITHATOO IIHHICTIO KOKHOI OKPEMOT MPOTrPaMHU.

Cmpamezisa npocysanuns ma npuyunu ycnixy CCCCorners. Ilicns myOmikaiii
CCCCorners y Mac App Store mepimmm KaHaJIOM MPOCYBaHHS CTajia CHUIBHOTA
r/macapps Ha Reddit — ogun 13 HaWOIBPIMIMX 1 HaWaKTUBHIMMX (GOPYMIB HJis
obroBopeHHs1 Mac-nonatkiB. Byno omyOiikoBaHO KUIbKa JOMHUCIB 13 KOPOTKUMU
JEMOHCTpPALIMHUMHU ~ BiJIEO TMpOrpaMud Ta MPOMOKOJAMH Ha OE3KOIITOBHE
3aBaHTaXeHHs. Bubip came wi€i crnuibHOTH OyB OOYMOBJIEHMH 1i BHCOKOIO
peNeBaHTHICTIO (LIIbOBA ayauTopiss — Mac-kopucTyBayi, 3alliKaBieHl y HOBHX
yTWIITaX) Ta JOCTAaTHHOI AKTUBHICTIO HJIsi JTOCSTHEHHS 3HAYHOTO OXOIUICHHS.
PesynbraTn kamnanii Ha Reddit HaBeneni y Tabnuii 2.

Tadanus 2. PesyabTaTtn npocyBanns nporpamu Ha Reddit

Iloxa3znuk 3Ha4eHHsA
CyMapHi neperisiay IOoCTiB 35000
KomenTapi 67

Kpainu 3a nepernsgamu CIIA —26,9%

Himeuunna — 7%
Benukobpuranist — 5,1%
Tami — 61,1%

icepeno: cghopmosaro aemopamu Ha OCHOBI 81ACHO20 OOCNIOHCEHHS



3HayHUN OXBaT TIOCTIB, IMOBIpHO, OyB TIJCWJICHHH MPOMOKOIAMM:
KOPUCTYBaul AaKTHUBHIIIE B3aEMOMIIOTH 13 MyOdIKaIisIMU, J€ IPOMOHYETHCS
OE3KOIITOBHA MOXIIMBICTh CHOpOOyBaTh NPOAYKT. I[IpoMoKoIM BUKOHYIOTH
GYHKIIO 3HIKEHHS Oap'epy BXOJy — aHAJIOTIYHO TOMy, SIK freemium-mojenb
Ipalioe B KOHTEKCTI MOOUIBHUX M0JAaTKiB. ['eorpadiunuii po3moaia MeperiisiiB
niATBepuKye MbkHapoaHui xapakrep IT-mignpuemuunTBa: onuH moct Ha Reddit
CIJIBHOTI JTO3BOJISIE OJTHOYACHO OXOIUTH ayJAUTOPIO B JIECATKAaX KpaiH 0e3 Oyib-
SAKUX JOJIaTKOBUX BUTPAT HA JIOKAJI3aI[1l0 MAPKETUHTY.

Opeaniunuii mapxemune enaugy uepe3z YouTube. be3nocepenHiM HaCTiKOM
nyOJikalliii Ha r/macapps craio Te, o YouTube-610orepu nomituinu CCCCorners
Ta BKIIOYWIM TpOTpaMy 10 CBOIX OTJSI0BUX Bijmeo. BoueBump cminmpHOTA
r/macapps € BIUIUBOBOIO — 3a HEIO CIIIKYIOTh sIK OJorepu, Tak 1 mpodiibai 3MI. 3a
nanumu  Setapp [32], YouTube € apyrum miciss Mac App Store kaHaiom
iH(popmartii nmpo Mac-niporpamu: 27% KOpHCTYBauiB J13HAIOTHCA MPO IPOrPAMHU
yepe3 YouTube, a Tperuna onuraHux mpuadana J0JAaTOK, MPO KUK Ji3HATIACh
came 3 1iei matrdopmu. Bigeo, B ski Oyno BrimodeHo orjsg CCCCorners,
HaBeJIeH1 B Ta0iwuIi 3.

Taoauus 3. PesyabraTu Bigeo orisajais nporpamu Ha YouTube

ABTOp Hazga Bineo KinbkicTh neperasais HignucHukn
(ctanom Ha 03.2026)

Brandon Butch «11 Mac Apps I Wish I Found Sooner!» 152 000 1410 000

Conor Butkovic | «Your Mac is Missing These Apps» 12 000 83 000

FromSergio «11 Mac Apps So Good They Feel 87 000 101 000
Mandatory»

MacVince «10 Mac Apps I Regret Not Using 136 000 174 000
Sooner»

Licepeno: cghopmosano aemopamu Ha OCHOBI 81ACHO20 OOCNIONHCEHHS

BaxnuBo migkpecauTu: 1e OyJio OpraHiyHe NpOCyBaHHS — KOJEH 13
OsorepiB He OTpUMAaB OILIATy 3a OIJISJl; BOHU CAMOCTIMHO BUSIBUJIM TPOTpamy
yepe3 Reddit cminpHOTY Ta BHpIIMIM BKIIOYMATH ii 10 cBOix miadipok. lle

IPUHIIMIIOBO BIAPIZHSAETHCSA BIJl IUJIATHOIO MApKETHUHTY BIUIMBY, JI€ BapTICTh




iHTerpaIii y BiJieO MOMyJSPHUX OJIOTEPIB MOXKE CSAraTH TUCAY JOJIApIB — CYMH,
HEepalloHAJIbHOT JJIs1  1HAI-po3poOHMKa 3 mpoaykroM BapticTio 2,99 USD.
Hocmimxennss [34] miarBepmkye, mo «edextuBHIcTh influence marketing
3QJICKUTHh B TUIY TPOAYKTY, CTYIEHs BIAMOBIIHOCTI iH]IIOEHCEpa MTBOBIN
ayauTOpii Ta CTyNeHs aBTEHTUYHOCTI W MPO30pOCTI B paMmkax cmiBmpaii». Came
ABTEHTUYHICTh — OpTaHiuHe, a HE MPOIUTAYCHE BKIIOYCHHS — MOIJIA CTaTh
kItouoBUM (paktopom edexktuBHOCTI a1t CCCCorners.

ABume influence marketing uepe3 YouTube akTMBHO OOCHTIIKYETHCS B
aKaJieMiuH1i JiTeparypi. AHami3 [2] mokasas, 10 «JOCTOBIPHICTb areHTIB BILTUBY
BIUIMBA€ HA HaMIpW KyIBII OuIble, HIX OyIb-IKUW IHIIUNA aTpulbyT». Y
JTOCHIKeHH1 [28] aBTOpu mpoaeMoHcTpyBaiH, 1o influence marketing y qoBrux
Bileo Ha YouTube € «moB'a3aHuM 3 yciMa ciMOMa €BPUCTHKAMU COIaIbHOTO
BIUIUBY» — B3Aa€MHICTbh, COIllaJIbHUM [T0Ka3, MOCIIIOBHICTh, ACHILUT, CUMMATIs,
aBTOPUTET Ta €AHICTh. JlocmimkeHHs 1H(IoeHcep MapKkeTHHTY came Ha YouTube
[21] miaTBepAMIIO TO3UTHUBHY KOPEJAIII0 MK CHPHUHAMAHOK KOMIIETEHTHICTIO
(«exkcneptHicTiOn) YouTube-iH(atoeHcepiB Ta HamipaMu KyHiBJl CHOKHBayiB.
bimemr  mizHe gocmimkenHs [30] BusBmio, mo «YouTube-iHdmroeHcepu
3MIMCHIOIOTh 3HAYHUI BIUIMB Ha T€, SIK CIOXHWBaydl CIOPUHMAaIOTh OpeHIu Ta
MPUIAMAIOTh PIIIICHHS TIPO TTOKYTTKI.

Y KOHTEKCTI MIKpONIANPUEMHHIITBA OCOOJIHMBO PEICBAHTHOIO € KOHIICTIIIis
«mikpo-iHproeHcepiBy. CucreMaTUYHUN OTJsA1  1HQIIOCHCEp-MapKeTUHry |[8],
BU3HAYAE, MO «COIllajJbHa CBIOMICTh, JTOCTOBIPHICTh Ta COIiaibHA MPUCYTHICTH
3HAYHO BIUTMBAIOTH HA HAMIipH KyMiBIl ayauTopii». Xoya OgorepH, sKi BKIIOUNITN
no cBoi Bigeo orisigu CCCCorners, He € MIKpO-1H(]IIIOEHCepaMH 3a KUIbKICTIO
nignucHuKiB (Brandon Butch — 6inbiie MinpiioHa MANMUCHAUKIB), MEXaH13M IXHBOTO
BIUIMBY MOJI0HUINA: TemaTuyHa crnerianizamis (Mac-nonaTku) 3abe3nedye BUCOKY
pEIEeBaHTHICTh Ta JIOBIPY ayJIuTopii — ayJauTopis NPUXOAUTH camMe 3a
PEKOMEHIAllIIMU TTPOrPaMHOT0 3a0€3MEUEHHS.

ITicns Bxmouennss CCCCorners y Bizeo YouTube-GrorepiB 1e HeraiHo

BiI0Opa3mIoCh Ha cTaTUCTUIl mpoaaxiB B Apple App Store Connect. CtaTuctuka



3a KUIbKa MicAIIB micis mosBu myOmikamii Ha Reddit Ta Bimeo Ha YouTube
HaBeJIeHa y Ta0muIll 4.

Taoauus 4. Kousepcist Ta npoaaxi nporpamu « CCCCorners»

Metpuka 3HaueHHs

[eperisiou cropinku npoxykTy B Mac App Store | 9 720

Kousepcis 1,97%

[Mokymnku 2130

IpubyTok (micis BupaxyBaHHs komicii Apple) 3 500 USD

Horcepeno: cgpopmosano asmopamu Ha OCHOBI 81ACHO20 OOCTIOHCEHHSL

Koungepcisa y 1,97% € Bucokoro ans Mac App Store: BoHa CBIIUUTH, IO 3
kokHUX 100 mepernsiaiB CTOPIHKKM MTPOrpaMu Maibke 2 JIOAMHH TNpUAMau
MO3UTUBHE pillleHHsT npo mnokynky. s paid app Ha Mac 1ne € goctaTHIM
MOKa3HUKOM, OCOOJMBO 3 ypaxyBaHHSAM TOro, IO Ha CTOPIHKY MOTPAILISIN
KOPUCTYBaul 3 pI3HUX JOKepel — BiJ npaMmux mnepexomiB 3 YouTube no
opra”iydoro nouyky B App Store. [Ipubytok y 3 500 USD micnis BupaxyBaHHS
15% xowmicii Apple (3a mporpamoro App Store Small Business Program) e
3HAUYIIUM JUIsI MIKpOMIAIPHUEMIIS, OCOOIMBO 3 OISy HAa HYJbOBI BUTpaTH Ha
pexiamy. Ha Puc. 2 mokazaHo 1m0 MiKM 3aBaHTaXXEHbL 301raloThCsl 13 JaTaMu

BUXO/IB Bijieo oryrsiaiB Ha YouTube.

L1 pe3ynbTaT MiATBEPIXKYIOTh €(heKTUBHICTD JdaHIto)kka Reddit — YouTube
— App Store mna iugi-npoxykty. Krnacuune pocmimxeHHst word-of-mouth
MapkeTunry [40] mokazano, mo WOM mae «3HauHO JOBIINH e(EKT MepeHECEHH DY
MOPIBHSIHO 3 TPAAMIIHHUM MapKETHHTOM, a ejaacThudHicth WOM 11010 HOBHX
peecTparlii onineHa Ha piBHI 0,53 — «pubim3Ho B 20 pa3iB BUINA 3a €IACTUYHICTD
MapKeTUHroBux noAiil Ta B 30 pasiB — 3a menia-3'sBnenb». Jlani RevenueCat [26]
TaKOX TMIATBEPIKYIOTh, IO «KPEATHBHICTH 1 JOCBIJ BUKOPUCTAHHS JOJATKIB
caMUX IO coO0l BXKE€ HEIOCTaTHI JJIsSI YCHIXY», 1 «IPOAYKTHUBHICTh JOJATKIB BCE
OinbIe BU3HAYAETHCS O13HEC-MEXaHIKaMU — MOJICTIIMH JOXOAY, IIIHOYTBOPEHHSIM

Ta apPXITEKTYPOIO TiAMTHUCOKY.
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Puc. 2. CrarucTuka npoaaxis nporpamu Ha nopraJi Apple App Store
Connect
IDicepeno: cknadeno aemopamu

Pesynbraty keiicy MiAHIMAKOTh JIOTIYHE MUTAHHSA: YOMY HE BUKOPHCTATH
TpaauiiitHy nimxutan pekiamy (Facebook Ads, Google Ads) s macmrabyBaHHS
npojaxis? Binmosinp nossdrae Hacammnepen y FOHIT-ekoHoMill. [[ns mporpamu 3
OJIHOPa30BOI0 TOKYMNKOI0 ¥y 2,99 USD Oyp-ska pekiiaMHa KaMIlaHisi CKOPIIII 3a BCe
OyJzie 30UTKOBOIO, OCKIJIbKM BapTICTh 3allydeHHs1 HOBOTO KopucTtyBaya (Customer
Acquisition Cost, CAC) 3a3Buyail mepeBuIlye 110 CyMy. 3a TaHUMHU aHAJTITUYHOI
miatdopmu Sandyriev [29], cepenniit CPI (Cost Per Install) 3a pexmamaumu
KaHajaMu cTaHoBUTBH: Apple Search Ads — 1,42 USD, Google Ads — 2,65 USD,
TikTok — 2,88 USD, Instagram — 3,50 USD, Facebook — 3,75 USD. Ilpu upomy 111
MOKa3HUKU € cepeAaHimMu; mis puHKy [liBHIYHOT AMepuKH, KU € KIIOYOBUM 3a
o0csiroM criokuBaHHs Mac-107aTkiB (OCKUIBKM caMe€ B ITUX KpaiHax HalOuIbIie
MpOHUKHEHHs Komm toTepiB Macintosh), CPI moxe Oytu Ha 30-50% BumummM.
Pubscale (2025) naBoauTh 1ie 611k mokasosi gaHi: cepeaniit CPI mns Bcix 10S-
nonatkiB — 3,60 USD, a ayst 10S-irop — 4,30 USD.

[TotpibHo Haronocutu: 3a ymoBu CPI y 3,75 USD (Facebook) Tta mianu
nonatky 2,99 USD (3 sikux po3poOHuk orpumye 2,54 USD micns 15% xowmicii



Apple) koxHe 3amydeHHs 4yepe3 pekiamy Oyne 30utkoBum Ha 1,21 USD me g0
BpaxyBaHHS BUTpAT Ha CTBOPEHHS Ta YIPABIIHHS PEKIAMHOI0 KaMmIaHiero. Sk
3a3Hayvae mopran Appetiser (2025), «oumbnricTsh goaarkiB Butpadae Bix $10 g0 $30
Ha 3aJly4E€HHsI OJJHOTO KopucTyBaua» — 1o nepesuilye 1iny CCCCorners y 3—10
pasiB.

VY nonepenuroMy nociuimxeHHi [16] Oymo mpoBemeHo mopiBHAHHA Apple
Search Ads Tta Facebook Ads mmsa 10S-momaTky 3 MiANUCKOIO: HAaBITh 13
pEeKypeHTHUM Ja0x0ja0M Bif mignucku Hadikpammii CPI na Facebook cknas 1,20
USD, a na Apple Search Ads — 1,89 USD. [ns Mac-no1aTtky 3 0JHOPa30BUM
mwiatexxem  y 2,99 USD mi mnokasHuku o3Hadauim © abo MiHIMAJIbHY
peHTabenbHICTh, a0o0 mnpsaMud 30uTok. Jng Mac mmatdopmu  cuTyanis
YCKIIQIHIOETHCA 1IE KITbKOMa (pakTopaMu:

e Google Ads € 31e61IbIIOT0 1THCTPYMEHTOM JJi C(HOPMOBAHOTO TMOMUTY
(search intent): KopucTyBau Mae€ BXKE€ IIYKAaTH KOHKPETHUM NPOIYKT abo
Kareropiro. [HAI-po3pOOHUK 13 HEBIJIOMOIO YTWIITOIO HE 3MOXKE €(PEKTUBHO
BUKOPHUCTOBYBAaTH TMOIIYKOBY peKJIaMy — aKe HIXTO IIe He IIyKae
«CCCCorners» ud HaBITh «rapsidi KyTd Macy 3 10CTaTHbOIO YaCTOTOIO.

e Apple Search Ads — pexinamna matdopma Apple a1 mpocyBaHHS
J0AaTKIB y moiykKy App Store — Ha Mac App Store nmpocTo He Ma€ BIAMOBITHUX
pEKJIaMHUX TUICMICMEHTIB, 10 POOUTH HEAOCTYIMHUM OJIMH 3 OCHOBHUX KaHAIB
IUTATHOTO MPOCYBAHHS B paMKax ekocucteMu Apple.

e Facebook Ads TeopeTHyHO MOXYyTh BUKOPHUCTOBYBaTHCS sl Mac-
JOJIaTKiB, TMPOTe BHUHMKAE MpobOiieMa arpuOylii: BIACTEKEHHS MEpexXoay 3
PEKJIaMHOTO OTOJIOLICHHS /0 YyCTaHOBKM Mac-gomarky uepe3 App Store €
TEXHIYHO CKJIQHIIIUM, HDK JJIs MOOUIbHUX aojatkiB. Kpim Toro, sik Oyio
3a3HAYEHO BHIIE, FOHIT-€KOHOMIKA POOUTH 1€ HEPEHTAOETHHUM.

s cykynHicth ¢akropiB — Bucokuit CAC, BiacytHicth Apple Search Ads
Ha Mac Ta Hee(EeKTUBHICTH IMOIIYKOBOI pPEKJIIaMH JJii HEBIAOMHUX MPOIYKTIB —

NOSICHIOE ~ HEOOXIJHICTh TMOIIYyKYy aJbTePHATHMBHUX KaHANIB IMPOCYBaHHS.



Jlanmroxok Reddit — YouTube BusiBuBcs €GheKTHUBHIIIOK aJbTEPHATUBOIO, IO
3a0e3neunsia 3HauHe OXOIUICHHS Ta MpoAaKi 0e3 peKJIaMHUX BUTpaT.

Bucnosku ma nepcnekmugu nooanvuiux po3ei00K y OAHOMY HANPAMI.
[IpoBenenuii case study no3Bossie chopmysitoBaTH psifi NPAKTUYHUX BUCHOBKIB,
pEJIeBaHTHUX Ui MPOJAKT-MEHEDKEPIB y raiy3i MpOorpaMHOro 3abe3meueHHs Ta
1H/11-pO3POOHHUKIB, SIKI PO3MOYMHAIOTH MIKPOOI3HEC Y 11 Tamy3i.

Bubip wimi. Pecypcuuit minxig (RBV) miarBepmkye, mo s
MIKPOIIIPUEMIIST ONTUMAJIbHUMU € KaTeropii 3 HU3BKUMH HOCTIHHUMHU
BUTpATaMU — 30KpeMa, YTUJIITH, sIKI He TOTPeOyIOTh cepBEpHOI IHPpacTpyKTypu. Y
CUCTEMAaTUYHOMY aHalli3l cTapramiB y cdepi mporpamMHOro 3abe3nedyeHHs
HIJKPECIEHO, 10 CTapTalmu «pOo3pOOJIAIOTh 1HHOBAIIHI, MPOrpaMHO-IHTEHCUBHI
OPOAYKTH B OOMEXKEHHX YaCOBUX PaMKaXx 1 3 OOMEXKEHUMHU PECypcaMy, IIyKaouu
CTIMKI Ta MacmTaboBaHi Oi3Hec-Mojenl» — 1 Uil  MIKPOMIAIPUEMIS 1S
0OMEXEHICTh pecypciB € 1ie Outbin BupasHoio [41]. Ilpu mpomy chiji yHUKATH
ctBopennst «llll-cokycoBanux» mpoaykTiB Ta cepsiciB, nae LI e eguHOIO
I[IHHICHOIO MPOTMO3HUIIIEI0 — CYCIIJIbHA HEJOBIpa 0 TAKUX MPOTrpaM 3pOCTaE 1 MOXKE
CYTTEBO OOMEKHUTH TIOTIHT.

Mogens MoneTu3aiii. Pe3yiapTaTé OpUTiHAIIBHOTO OMUTYBAaHHS Ta JaHI
MPOBIIHUX JOCTIAHUKIB PUHKY MPOrPaMHOrO 3a0€3MEeUeHHs JUIsi KOMI FOTEpIB
Macintosh [32] cBiguaTh: KopucTyBaui Mac-107aTKiB HAJalOTh TEpeBary
OJIHOpa30BOMY TIulatexy. Ilpukiagum [OeMOHCTPYIOTh, LIO ITHOPYBaHHA Ili€l
npedepeHIlii MoKe MPU3BECTH JI0 PUHKOBOTO OTOPY HABITH JJIsi TEXHIYHO SIKICHOTO
npoayKkTy. BogHodac mianmucHa MOJEb 3AIUINAETHECS HEOOX1THOKO JIJISl IPOIYKTIB
13 MOCTIHHUMU BUTpaTamMu abo0 THX, 1110 O€3MEePEepPBHO F€HEPYIOTh HOBUI KOHTEHT.
KitouoBUM € y3TOMKEHHS MOJENl MOHETH3aIlii 31 CTPYKTYpOI BHUTpAT Ta
OYIKYBaHHSIMH L1JIOBOI ayIUTOPII.

Bubip mnardpopmu. Mac wmae psa  mepeBar i 1HII-PO3POOHUKA:
IUIATOCIIPOMOYKHA ayuTopis, MeHma KoHkypeHuis (31 000 noxaTkiB mpotu 1,92
MiTpiioHa Ha 1Phone), BHIlla TOTOBHICTH KOpUCTyBadiB Iuiatutu (67%

MOTOKYIOThCS TUIAaTHTH 3a sikicHe [13), a mozenp paid app 3amummaerbes



KUTTE3IaTHOIO — Ha BiAMIHY Bij iPhone, ne BoHa dakTuuHo 3HMKIA (nuie 4,59%
nonatkiB € muiatHumu). [lpu BuGopi Mac App Store cimii BpaxoByBaTu sIK
nepeBaru (0OpoOka muaTexis, 15% KoMicig 3a cremniaabHO Mmporpamoio Apple
JUIi Mayioro Oi3HeCy, JOBipa KOpPHUCTyBadiB), TaKk 1 OOMEXKEHHs (TEXHIYHI
OOMEXEHHS, BIJACYTHICTh IUIATHUX OHOBJICHb, CKJIAIHICTh  OPTraHivHOTO
3pOCTaHHs).

Crpareris npocyBaHHs. 3a HegoctynHocTi Apple Search Ads nns Mac ta
HepeHnTabenbHocTi Facebook Ads nmns mpoaykty 3a 2,99 USD, anbrepHaTuBHI
KaHAJIM CTalOTh KPUTUYHO BAXKJIUBUMHU. JIAHIIOKOK 13 COIaJIBHUX MEpPEeX Ta
OpPraHiyHOi peKJaMu HPOJAEMOHCTPYBAaB CBOIO €(EKTUBHICTh Ha MPUKIA[IL
nporpamu «CCCCorners»: 35 000 nepernsiaiB Ha Reddit, BkiroueHHs y BiJieo Bij
6J10TepiB 3 MUTLHOHHOIO ayuTopieto, 2 130 mokynok 1 3 500 USD npubytky — 6e3
KOJHHUX PEKJIAMHUX BUTpAT. Y MoeAaHaHH1 3 TeMatnuHuMu Y ouTube-ornsaamu, ne
«JIOCTOBIPHICTh 1H(IIIOEHCEPIB BIUIMBAE HAa HAMIPU KyMiBJIl OLIbIIe, HIK OyIb-
AKuW 1HImMA atpulbyt» [2], medt miaxig ¢gopmye eQeKTUBHY cCTpaTerito s
MIKPOII T PUEMIIS.

[Tomanpin mOCHIIKEHHST MOXKYTh OyTH 30cepemkeHi Ha: (1) KiUIbKICHOMY
nopiBHsAHHI edektuBHOocTl (CPI, CAC, LTV) mnatHoi IiKUTaN-peKiiaMu Ta
OpraHIYHUX KaHaJIB JUJIs MPOTPaMHOTO 3a0e3MeyYeHHs BiJ PI3HUX PO3POOHUKIB 13
pI3HMMH IllHAMH Ta Ha pi3HUX MIaTdhopmax; (2) MNOPIBHAILHOMY aHai31
epexktuBHOCTI Reddit cnuIbHOT Ta IHIIKMX COLIATBHUX MEPEXK ISl MPOCYBaHHS
MpOrpaMHOTo 3a0e3MeUeHHsT Cepell paHHIX KopucTyBadiB; (3) po3poliil mMomaeni
ONTUMAJBHOTO I[IHOYTBOPEHHS M NPOAYKIII 1HII-pO3pOOHUKIB, sKa O
BpaxoByBaJia crHerudiky pi3HUX MiIaThopM AUCTPUOYIIl Ta MOPOTIB BTOMH BiJl

MOJICII1 TIPOJIaXKIB 3a ITiIMHCKOIO.
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