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TPAHC®OPMAIIISI MAPKETUHTOBUX CTPATETIN
TEXHOJIOI'TYHHOT O INIAITPUEMCTBA HA ETAITAX ) KUTTEBOI'O
OUKJIY MACIITABYBAHHA

Y crarti 00rpyHTOBaHO TEOPETHYHI 3aCa/li Ta BU3HAYCHO HANPSIMY TpAaHC(pOpMALlli MApKETHHIOBUX CTpATerii
TEXHOJIOTIYHUX MiNPUEMCTB y MEPEXO/i Bijl MOLIYKY KUTTE3AATHOT OI3HEC-MOZIENI 10 eTaly MacliTaOyBaHHs;.
IIpoananizoBaHo HaykoBi myGuriKalii 3 TUTaHb XUTTEBOTO LUKIY IHHOBALIMHHUX MIJNPUEMCTB 3 METOI0 PO3MEXK-
YBaHHsI CTaj(iil IXHbOTO PO3BUTKY, BAKOPHCTAHO NOPIBHSIBHUN aHaII3 — JUIsl BUSIBICHHS PO3PUBIB y MapKETUHIO-
BOMy 3a0€3IIeYeHHI Ha Pi3HUX €Tanax, a Tako) MaTPUYHE MOJEIIOBAHHS 1yist 100yn0BK GppeiMBOpPKY ananTaiii
MapKeTHHIOBOTO IHCTPYMEHTAPIIO. HOKa3aHO 110 30epeXEeHHs CTapTal-MUCJICHHS Ta ONOopa Ha MapTH3aHChKI Ka-
HaJIM KOMYHIKaIlii Ha eTari MBUAKOTO 3pDOCTAHHS YaCTO CTAa€ MPUYMHOIO CcTarHamii i mpoBokye 3pocranns CAC.
Buokpemieno Tpu nepexifni craii: Product-Market Fit, Go-to-Market i Growth / Scaling. 3anpononosaxo Ma-
TPUITIO CTpATEriyHOI BIIMTOBITHOCTI, IO BiOOpaXkae €BOJIFOIII0 KOMIUIEKCY 4P: MpomyKT rmepexoauTh Bix MVP
JI0 CTaHJAPTU30BAaHO{ EKOCUCTEMH 3 IHTETPAIiTHIMHU MOKIMBOCTSIMM; IIIHOYTBOPCHHS 3MIIIYEThCS BiJ AEMITIHTY
Ta freemium 10 HiHHICHOTO migxoxy. JucTpuOy1is Ta MpocyBaHHs HOTPeOYIOTh MEPEXOAy BiJ Py4HOI poborn
0 aBToMarusauii, performance-mMapkeTHHIy Ta CHCTEMHOT poboTH 3 6peHI0M. MaTpuiis MOXe 3aCTOCOBYBATUCS
kepiBHUITBOM [ T-KOMIIaHii 1y1s ayiuTy MapKETMHIOBOI (yHKILii, IEPETIsATY KaHAIB KOMYHIKaIlii Ta ONTHMI3arLii
cuiginnoments LTV / CAC. IlepcrieKTHBH NOAAIBUIMX JI0CIIPKEHb — €MIIIPUYHA IEPEBIPKA MATPUILL Ha TAHUX
BiTun3HsHUX [T-mianpuemcTB i po3podka KPI ans mepeximHuxX ertamiB. Ik BUCHOBOK, 3aTHICTh TEXHOJOTIY-
HOT'O MIANPUEMCTBA J0 MaclITaOyBaHHs 3ale)KUTh BiJ[ TOTO, HACKUIBKH CBOEYACHO MapKeTI/IHmBI/Iﬁ KOMILIEKC
Y3TOIKYETHCS 3 MOTOYHHUM €TAIlOM JKUTTEBOTO IMKITY. 3ami3HEHHS 3 MepeOyIoBOI0 MapKeTUHTY (Gopmye Gap’ep
JUTSI TIOJIAJTBIIIOTO 3POCTaHHs, TOMI K Mepexia 10 cucteMHoro, data-driven MapKeTHHTY € YMOBOIO 30€peKCHHS
KOHKYPEHTHHX TO3HUIIIH.

Karouogi c10Ba: TeXHOIOTTYHHI MapKeTI/IHF MaCH_ITaGYBaHHﬂ 613Hecy, JKUTTEBUI TTUKJT l'[lI[l'IpI/ICMCTBa craprarli,
MaTpund CTpaTeFI‘{HOI Bl}lHOB]JIHOCTl CTparerid, pO3BUTOK, aBTOMATU3aIl1sI MAPKETHUHTY.

IlocTanoBka npodaemu. B Cy4acHUX yMOBax
PO3BUTKY IM(pPOBOi CKOHOMIKH TEXHONOTi4Hi
Hl,Z[HpI/IGMCTBa € TOJIOBHUMH JpaiflBepaMu iHHO-
Bariii. [Ipore craTucTuka CBiIUUTH, IO 3HAYHA
YacTWHA TaKMX KOMITaHI{ 3a3Ha€ HEBJa4l He Ha
eTari po3poOKU MPOAYKTY, a caMe Iij] Jyac nepe-
Xony 1o eramy MmaciutadyBanHs (Amxizec, 2020).
OpHiero 3 KIFOUOBUX MPUYHMH CTarHarlii € HeBi-
MOBITHICTh BHUKOPHUCTOBYBAaHUX MapKETHHTOBHX
cTparerii HOBMM MacmTabaMm Ta misM 0i3-
Hecy. MapKeTHHIOBUH 1HCTpyMEHTapii, SKuil
JICMOHCTPYBAB BHCOKY €(EKTHBHICTH Ha eTarmi
craprary (ToIyK mepuuX Kii€HTiB, napTh3aH-
CbKUH MapKeTUHT, pi3ka PUTOPUKA B PEKIAMHIH
KOMyHiKallii, HpsiMi NPOJaxi 3aCHOBHHKAMN),
CTa€ CHCTEMHO HEC(EKTHBHHM 1 NPU3BOIUTH
JI0 KPUTUYHOTO 3pPOCTaHHS BapTOCTI 3aJTy4eHHs
kmenra (CAC) Ha erami €KCIOHEHIIHHOTO
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3poctaHHs. BinTak, BUHUKae HarajabHa moTpeda
y 3MiHI MapaJurMu yOpaBIiHHSA — BiJ MOLIYKO-
BOI0 MapKETUHTY 70 MAPKETUHI'y BUKOHAHHS Ta
MaciITadyBaHHS.

AHaJi3 OCTaHHIX HOCJiIKeHb i myOaika-
niii. TeopeTHKo-MeTOMONOTIUHI 3acaall KUT-
TEBOTO IUKJIY HiANPUEMCTB IPYHTOBHO AOCIIi-
JOKEHO B KJIacMYHUX Tmpamsax [. Axgizeca Ta
JI. T'peitnepa. Cneumblxa BUBE/ICHHS TEXHOJIO-
MYHUX Ta IHHOBAUIMHMX HPOIYKTIB Ha PUHOK
PO3KPHBAETHCS B POOOTAaX TaKUX aBTOPIB, SK
Jlk. Myp (KOHUEIIsl MOTONAHHS «IIPIPBI»)
ta C. bnank (METOROIOris PO3BHTKY KITi€H-
TiB). Cepel BITUYM3HSHUX HAyKOBILIB BaromMuit
BHECOK Y JOCII/PKeHHSI 1HHOBAI[IHHOTO MapKe-
TUHTY Ta CTPATEriYHOTrO yMpaBIiHHS 3pOOUIIH:
Imnsmenko C.M., Hlunynina 1O.C., Crapo-
crina A.O., KpaBuenko B.A.

© Kozuenxko A.B., ITiunk K.B., 2026
CraTTs NOLIUPIOEThCS HAa YMOBaX Jiilensii Bigkputoro gocrymy (CC BY 4.0)
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Buninenns HeBupilleHMX paHille YacTHH
3arajibHoi mpooOsemMu. Hes3Bakaroun Ha 3Ha-
YHY KUIbKICTh myOJsiKalii, NPUCBIYEHUX SK
3arajJbHUM THTAHHSIM S>KATTEBOTO IHUKIY, TaK
1 MAapKETHHTY 1HHOBAIIIH, Tpo0JieMa yrpaBIliHHS
MapKETHHIOM caMe B TEepEeXiHUN Mepiol MacIl-
TaOyBaHH TEXHOIOITYHOTO MiANPHEMCTBA 3aIId-
WAETbCSL  (PParMeHTApHO BUCBITICHOKW. biib-
WICTh ICHYIOYMX IAXOAIB 200 (HOKyCYyOThCs
BUKITIOUHO Ha €Talli ctapramy, ado MPOMOHYIOThH
KJIAaCMYHI MapKETHHTOBI MOJEINi BEJIUKUX KOp-
nopartii, 1o He BPaxOBYIOTh BHUCOKY TUHAMIKYy
Ta crenu@iky TeXHOJIOTiuHOTO MpoaykTy. Hemo-
CTaTHbO pO3pO6J'I€HI/IM 3aIUIIAE€TECA MEXaHi3M
JMHAMIYHOT TpaHcopmarii KOMILTIEKCY MapKe-
TUHTY BIJIOBIIHO JO 3MIHU CTaJiii PO3BUTKY
Oi3Hecy.

Merta crarTi nomnsirae B o0rpyHTyBaHHI HE00-
X1HOCTI Ta HaINpsIMiB TpaHCchopMaIlii MapKeTHH-
TOBHX CTpaTeridi TEXHOJIOTTYHOTO MiAMPHEMCTBA
miJ 4ac mHepexoay BiJ eramy MHOuIyKy Oi3Hec-
MOZ€EII 10 aKTUBHOTO MaCI_HTa6yBaHH$I a TaKoX
y po3po0iii ManI/ILll CTpAaTETiuHO1 BIAMOBITHOCTI
JUIS aJanTaiii KOMIUIEKCY MapKeTHHTY.

Bukaan OCHOBHOTO Marepiaiy
HAOCJIiIZKeHHS.

Inentudikauis eraniB MmacimradyBaHHsI Tex-
HOJIOTIYHOTO MiANPUEMCTBA. YCIIIIIHE MacIITa-
OyBaHHS TEXHOJIOTTYHOTO Oi3HECY HE € JIHIMHUM
IPOLIECOM CKCTPAIOJIALII OTOYHUX PE3YJIbTATIB
y MaiiOyTHE, a BUMArae sKiCHOI 3MIHH BHYTpIIl-
HiX npoueciB. Sk 3a3nayae J[x. Myp (Myp, 2020),
mepexi 0 MaCOBOTO PUHKY BUMArae MoI0JIaHHs
TaK 3BaHOI «MpIpBU», IO Tependavyae Kapau-
HaJIbHY 3MiHy TIXO/TIB 110 yrpaBimiHHs. J{71st misieit
HAILIOTO JIOCIIIKCHHSI Ta BPAaXOBYIOUH CIICLH]IKy
BHCOKOTEXHOJIOTTYHHX HpOI[yKTlB JIOLLTBHO BiJTi-
WTH BiJl KITACHYHUX MOJENEH JKUTTEBOTO ITHKITY
nianpuemcrsa (Axisec, 2020; Greiner, 1998) Ha
KOPHCTb CIICLialli30BaHIX (bpeHMBopKus po3Bu-
TKy 1HHOBAaIlIHUX HpOGKTlB CuHTe3y04H ITijt-
XOIM IO METOJOJIOTIT PO3BUTKY KiieHTIB (Brank
& Hlopd, 2018) Ta cyyacHi IPaKTUKH YIIPaBIiHHs
TIepEXonoM craprarnis 1o 3pinocri (Picken, 2017),
JKUTTEBUN LMKII MANPUEMCTBA [0 STally IIOBHO-
LIHHOTO (PYHKI[IOHYBaHHS MO)KHA TOAUTMTH Ha
Tpu KputnyHi craaii: Product-Market Fit (PMF),
Go-to-Market (GTM) Ta BnacHe MaciTaOyBaHHS
(Growth / Scaling).

Hepmmii eran — Product-Market Fit (Bizmo-
BIJIHICTh MPOAYKTY pI/IHKy) — XapaKTepH3y€eThCs
MOIITYKOM ONTHMAJbHOI Oi3HEc-Mofelni Ta M-
TBEP/DKEHHSIM IIHHOCTI MPOAYKTY IS I[LIbOBOT
aynurtopii. Ha miit cramii migmpueMcTBO oOrIe-
pY€ B yMOBax €KCTpeMalbHOI HEBU3HAYECHOCTI.
Mapketunr TyT BuKoHye (QyHKLil0 Customer
Development (po3BUTKY KITI€HTIB), 30CEPEKYIO-
YUCh HA IMTMOMHHUX IHTEPB'I0, TECTYBaHHI T'IOTE3

Ta 3aJly4eHHI MEPUIMX «HOBAaTOPIB» 1 «PaHHIX
MOCTiA0BHUKIBY. CTpaTreriyHo TOMUIIKOK Ha
IIbOMY eTari € crpoda MepeayacHOro MacliTa-
OyBaHHs (premature scaling) 3 BHKOpHCTaHHSIM
IHCTPYMCHTIB MacOBOIO PHHKY, KOJIM MPOIYKT
I11€ HE MA€ JIOBEJCHOI LIIHHOCTI.

Hpyruii eran — Go-to-Market (Buxig Ha
PHHOK) — HACTA€ MiCIs MiATBEPAKEHHS TIOTe3U
IIHHOCTI. [OJIOBHMM 3aBHaHHsIM cTa€ GopMy-
BaHHSI IOBTOPIOBAHOTO Ta MPOTHO30BAHOTO IPO-
1ecy npojaxis. MapkeTHHT OKyCyeTbCsl Ha Tec-
TyBaHHI KaHamiB 3aimydeHHs (Traction kaHauiB),
1o0y10B1 0230BUX BOPOHOK MPOJaKiB Ta OCST-
HEHHI TO3UTHBHOI IOHIT-€eKOHOMIKU. KpuTHUHO
BRXJIMBOIO METPHUKOIO CTa€ CIiBBIHOIICHHS
noBiuHO1 1iHHOCTI KiieHta (LTV) o BaprocTi
ioro 3anydensst (CAC). Tinbku 32 yMOBH, KOJIH
1l TOKa3HUKHU JEMOHCTPYIOTh CTally €KOHOMIUHY
nouiunbHicTh (Hanpuknan, LTV nepesuirye CAC
y KiJIbKa pa3iB), MApPKETUHIOBY CTPATET1I0 MOXKHA
BBa)KaTH TOTOBOKO JT0 MacIITaOyBaHHSI.

Tperiii eran — Growth / Scaling (3poctanus
Ta MacmTabyBaHHs) — mepeadoadae pizke 3011b-
IICHHS 4YacTKH pHHKY. Lle eram mepexony Bix
nomryky Oi3zHec-mozeni (exploration) g0 ii
BUKOHAHHS (executlon) (bnank & Jlopd, 2018).
3 MapKeTHHIOBOI TOYKH 30Py (hOKYC 3MILLYETHCS
Ha arpecWBHY €KCIAHCII0, aBTOMATH3aIliI0 MPo-
1eciB, po30ynoBy BoizHaBaHOCTI Openay (Brand
Awareness) s 3HMDKCHHsI 3arajbHOTO PIBHS
CAC Tta yTpuMaHHs ayJuTopii. LIUILOBa ayJIuTo-
pist TeIep CKIafAEThCs 3 «PaHHBOI OLIBIIOCTI —
NparMaTHKiB, IKi BUMaraloTh TOTOBHUX, HATIHHNX
pillIeHb 13 SIKICHOIO MiATPUMKOIO.

Came npu mnepexoni Big erany GTM no
Growth BUHMKae HAWOUTBIINI CTpATETiYHUHN PO3-
puB. IIiIPUEMCTBO 3MYIICHE CHCTEMHO TpaHC-
(hopmyBaTH 1 aJaNTOBYBATH CBIlf MAPKETHHIOBUH
KOMIUIEKC, OCKUIBKHM 1HCTPYMEHTH IapTU3aH-
CBKOTO MapKETHHTY, pi3Ka pUTOPHKA B PEKIaMHIH
KOMYHIKaIlli, IKa 4aCTO MEXY€ 3 3a00pOHEHUMHU
(GbopMyIIIOBaHHSIMA Ha PIBHI TMOJITHK PEKJIaM-
HUX MaT(opmM, MpsiMi CUTYaTHUBHI MPOJaxi, 110
3a0e31eUnITi eI YCIiXH, CTal0Th Hee(hEeKTHB-
HUMH 200 3a00pOHEHUMH B MacIITa0i.

Po3poOxka marpuii crpareriuHoi Bianmosia-
HocTi. [lepexin Mk cTagisiMu MacTaOyBaHHS
HEMMHYYE MIPOBOKY€E KpHU3y olepauiiHoi Moxeni
yhpaBmiHHSA. [HCTpyMeHTapiil, SIKUil 103BOJIHMB
TEXHOJIOTTYHOMY MiJNPUEMCTBY 3aJTy4UTH Tep-
MUX KIIE€HTIB (Tak 3BaHUX «EBAHTEIICTIBY),
BUSIBIISIETBCSL A0COJIFOTHO HEPENIEBAaHTHUM IIPH
crpoOi 3aXONUTH NMparMaTuyHy MacoBYy ayIUTO-
pito. Y mIomKHI NpakTUYHOI peastizalii 1e 03Ha-
Yae, 1110 KOMIIaHis He MOXe MPOCTO 301IbIIUTH
MapKEeTHHIOBUM OIOPKET Yy HasBHUX KaHaJlax;
BOHAa 3MyIlleHa KOHIIENITYyaJdbHO Tepe3iopaTu
CBIM HIIXI1I.

111



KUWiBCbKMN EKOHOMI{YHUI HAYKOBUIM XKYPHaN

ISSN: 2786-765X (print); 2786-7668 (online)

st po3B’s3aHHsA Li€l mpobieMu Hamu Oyio
a/IanTOBaHO KJIACHUYHMHA KOMIUIEKC MapKETHHTY
(4P) mo criernikyi BUCOKOTEXHOJIOTIYHHX IIPO-
JyKTiB B yMOBax Tinepspocranns. Pesynsrarom
crana po3pobka «Marpuui crparerivHoi Bii-
MOBITHOCTI», SIKa HA0YHO J€MOHCTPYE BEKTOPH
TpaHChOpMALiT CKIa0BUX MAPKETHHIOBOI CTpa-
Terii Ha KO)KHOMY 3 €TalliB JKUTTEBOTO IMKIIY
(Tabmums 1).

AHaNi3ylouu  3alpONOHOBaHY  MaTPUIO,
MOYKHA MPOCTEKUTH YiTKY 3aKOHOMIPHICTh: BEK-
TOp TpaHcdopmalii CHpsSMOBAHUN BiJ MaKCH-
MaJbHOI THYYKOCTI Ta Py4YHOTO YIpaBliHHA (Ha
erarii PMF) no crannmaprusanii, aBromarmu3artii
Ta BUMIpIOBaHOCTI (Ha eTami Scaling).

3okpema, eBomowis ckiaanoBoi  Product
BUMAara€ BIJIMOBU BiJl MOCTIMHOTO MiAJAIITY-
BaHHS MiJ OJUHUYHUX KIieHTIB. [IpoaykT ctae
KOPCTKILIMM Y CBOIX 0a30BUX XapaKTEePUCTHKAX,
ajie OTpUMYE 3J1aTHICTh 70 1HTerpauiit (API), mo
€ KPUTHYHUM (aKTOPOM JUIsl yTPUMAHHS KOPIIO-
paTHBHUX KOpHCTyBadiB. BojHouac 3MiHa 1moi-
TiKH Price Bigirpae ponb CBOEPIAHOrO (inbTpa:
BIZIMOBA BiJ{ OE3KOIITOBHUX MLIOTIB Ha KOPHCTH
L[IHHICHOTO LIHOYTBOPEHHS JI03BOJISIE  BIJICI-
SITU HEPEJIEBaHTHY ayJAUTOPII0 Ta cTallIi3yBaTH
noka3HUK BinToKy KmieHTiB (Churn Rate).

Ocob6nuBoi yBaru 3aciayroBye TpaHcdopma-
uisg kaHamiB auctpuOyuii (Place) Ta xomyHika-
mii (Promotion). SIKkmo Ha MOYaTKOBHX €Tarax

KJIIOYOBMM JpaiiBepoM NpPOJaxXiB € ocolOucra
Xapu3Ma 3aCHOBHUKIB, TO Ha eTami Mmacirady-
BaHHS 1151 3QJIKHICTh CTAa€ TOJIOBHUM «BY3bKHM
Mmiciiem» Oi3Hecy. IlomomanHs 1mporo Oap’epa
BUMarae imrmuieMeHTanii konmemnmii Growth
Hacking (Ellis & Brown, 2017) — 6e3nepepsHoro
POLIECY TeCTyBaHHs MAPKCTUHIOBHX IilIOTE3 HA
OCHOBI aHaJi3y BETUKUX JaHHX. Kle TOTO, pi3Ke
3pOCTaHHs O00CSTiB JiJOreHepalii 3yMOBIIOE
HeoOXITHICTh BIpoBakeHHd MarTech-cTeky
(MapKeTUHTOBUX TEXHOJIOTIH), SKUU 00'enHye
CRM-cucremu, miaaropMu HACKpi3HOi aHai-
TUKH Ta 3aCO0M aBTOMAaTH3allil peKJIaMHUX KaM-
nanii (Chaffey & Ellis-Chadwick, 2019). Cunx-
pOHi3allisl [HUX EJIEMEHTIB J03BOJISIE€ 3HU3UTH
MapXKMHAJIbHI BUTPATH Ha 3alyYEHHS KOXXHOTO
HACTYIHOTO KJII€EHTA, pOOJITYM MPOLIEC MacCIITa-
OyBaHHS €KOHOMIYHO JIOLTEHUM.

Bucnoskm. HpOBeneHe JOCIIKEHHS JO3BO-
JIsi€ KOHCTATyBATH, 110 YCIIIIHE MacIITa0yBaHHs
TEXHOJIOT1YHOTO Hl[[HpI/IeMCTBa HEMOXJIMBE 0€3
CHUCTEMHOI Ta CBO€YAaCHOi eBoOLii Horo map-
KEeTHHIOBOI CTparerii. BaraTopqua PaKTHKA
JIOBOJIUTH! cnpo61/1 3aCTOCYBATH 1HCTpyMEHTapii
paHHIX cTajiil pO3BUTKY (MapTU3aHCHKUN MapKe-
THUHT, IPSIM1 POJIaKi 3aCHOBHUKAMHU, CUTYyaTUBHE
I[IHOYTBOPEHHS) HA €Talli aKTUBHOTO 3POCTaHHS
HEMUHYYE TPU3BOAATH 10 BUCHAKEHHS (hiHAH-
COBHX PECypciB Ta KPUTHUHOTO 3pOCTaHHS Bap-
TOCTI 3aJTy4eHHS HOBHX KOPUCTYBadiB. 31 3MIHOIO

Tabmuus 1
Marpuus cTpareriyHoi BiAnoBiTHOCTI KOMILIEKCY TEXHOJIOTIYHOI0 MAPKETHHTY
CkiaagoBa Ertan 1: Product-Market Eran 2: Go-to-Market Etan 3: Growth / Scaling
KOMILIEeKcy (4P) Fit (PMF) (GTM) (MacmradyBaHHsi)
MVP (miHiMaJIbHO
> . ®DopMyBaHHS €KOCUCTEMH
KUTTE3OATHUH TIPoAyKT). | CTaHmapTH30BaHE PillICHHS. .
: . |abo miardhopmu. MOXKITUBICTb
AKIIEeHT Ha yHIKaIbHUX, ®okyc Ha UI/UX, 3py4HOCTi | &
Product inTerpariii (API),
HECTAHJAPTHUX (DYHKUIAX. |[EPBUHHOTO KOPUCTYBAHH v .
(ITpomyxr) B . : posimpenuil GpyHKIioHaN s
HCOKA THYYKICTh (onboarding) Ta ycyHeHHi
apXiTEKTypPH Ii/{ 3aIUTH KPUTHYHUX OariB KOPIOPATHBHOTO CCrMCHTA
P ) (Enterprise), SLA.
MepIINX KII€HTIB.
. . L{inHicHe HiIHOYTBOPEHHS OnTumizaris MOAEN 3 OIVISITY
MITiHT, OE3KOIITOBHI :
Jemminr, Gesiomro (Value-based). BnpoBamxenns |na LTV/CAC. [lunamiune
MiNOTHI NPOEKTH 200 OararopiBHEBOT MiAMHCKH uinoytBopeHnHs. [lepexin 1o
Price (L{ina) Freemium-moneni ms aTop1BHE YTBOD - Hiep .
; (Tiered pricing) Ta JIOBIOCTPOKOBUX KOHTPAKTIB
300py 3BOPOTHOTO 3B’SI3KY : g
N MOHETH3aIlis JOIaTKOBUX i3 IPOrHO30BaHUM T'POIIOBHM
Ta BaJialil momuTy.
MOCJIYT. MTOTOKOM.
[Tpsimi nposIaKi To6y10Ba IPOTHO30BAHOT baratokananbHa ILMQTpM6yu1;1.
(3a3BUyaii 6e3nocepeHbOo : [ToBHa aBTOMaTH3aLIs
Pl BOPOHKH TIPOJIaXKIB. 6
ace (baynepamu). o €aM000OCITyTrOBYBaHHS
. OpPMYBaHHS IITaTHOTO
(Auctpubyuist) | Bukopucranus ocoductux | . -. (Self-serve) mist MacoBoToO
yo b . Bijytiy 30yTy (Sales team) Ta
3B’s13KiB Ta HIlIIEBUX . |cermenTa. [mobanpHa
: 3aJy4eHHsI [ePIIUX MapTHEPIB.
CIIUTBHOT. MapTHEPChKA MEPEexKa.
[MapTu3ancekuii MapkeTuHr, | Performance-mapkeTiHr CucteMHa po30ynoBa OpeHIy
. PR-aktuBHOCTI, ipodineHi | (PPC, SEO), KoHTEHT- (Brand Awareness), Account-
Promotion s A .
(Tpocysaxss) koH(pepenrii. Bucoxwuii MapKeTHHT, TeHeparlis JIiiB Based Marketing (ABM) ainst
pocy piBEHb MEPCOHAII30BAHOI  |uepe3 BeOIHApH Ta eKCHEPTHI | BEJIMKUX KIIieHTiB, Data-driven
KOMYHIKaIIii. MaTepiau. MAXOIH.

Loicepeno: pospobneno asmopamu
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MaciuTabiB Oi3HeCy napajaurma ynpasiliHHI Mae
0e3anbTepHATHBHO  3MIIyBATHCS BiJ MOLIYKY
L1TbOBOT ayIUTOPIi 10 arpeCUBHOTO 3aXOIUICHHS
PUHKOBOI YaCTKHU.

Po3po6nena nHamu Matpuiis crpareriutoi Bij-
MOBIHOCTI JEMOHCTPYE, IO Mepexij Bif eTamy
Basiganii 6i3uec-mozeni (Product-Market Fit) 1o
(asu macoBoi ekcriaucii (Growth / Scaling) Buma-
rae KOHIENTYaJTbHOTO NePEOCMHCICHHS KOXKHO]
CKJIa/I0BOI KOMILIEKCY MapkeTnHry. Kimodosnm
BEKTOPOM TaKoi TpaHcdopmallii € HeyXUIbHUH
PyX BiJ THYYKOCTI Ta PyYHOTO YHpPaBIIHHS 10
MaKCHMaJIbHOI CTaHAapTH3ALil NPOjyKTy, bara-
TOPIBHEBOI aBTOMATH3aLi JUCTPUOYLIT Ta BIIPO-
Ba/pkeHHst Data-driven miaxoniB B yXBalleHHI
YIPaBIiHCHKUX PIlLICHb.

[IpakTU4yHa IIHHICTH 3aIPONOHOBAHOTO TijI-
XOIy MOJSITa€ B TOMY, L0 BiH HAJa€ MEHEIXK-
MEHTY BHCOKOTEXHOJIOTIYHMX KOMIIaHId TNpu-
KJIaJHUH 1HCTPYMEHTApid A ayauTy BIAacHOl

onepauiifHoi AisuibHOCTI. CHHXpOHI3alUis KaHa-
JIB MPOCYBaHHSA, I[IHOBOI MOJITHKH Ta XapakTe-
PHUCTUK IPOYKTY 3 pEaJbHUM €TaIlOM )KUTTEBOTO
LMKITY JIO3BOJISIE CTA0LII3yBaTH FOHIT-CKOHOMIKY,
30KpeMa ONTHMI3YBaTH BapTICTh 3aJly4CHHS Kili-
enra (CAC) Ta MakcuMi3yBaTu MOKa3HUK HOro
noBiuHOT1 iHHOCTI (LTV).

[I{on0 mepcrneKkTUB MOAATBIINX TOCIHIHKEHb
y LbOMY HalpsiMi, KDUTHYHO BAXIMBOK BUJA-
€TbCs.  CMIIPHYHA [EPEBIPKA  3alPONOHOBA-
HOI MAaTpHLli Ha MAacCHBI JaHMX BITYM3HAHHX
IT-nmianpuemctB. Kpim TOro, okpemoi ysaru
norpedye po3podka CHeLII/I(I)ILIHI/IX CHCTEM KIIIO-
YOBHMX IIOKA3HUKIB E(QEKTHMBHOCTI (MapKeTHH-
roBux KPI) mis koxHOro 3 mepexiHUX eTarliB.
[Ile ogHUM TOTY>KHUM BEKTOPOM JUIsl MalOyTHIX
JOCTI/IPKeHb € OIIHKA BIUIMBY HOBITHIX Mapke-
TUHIOBUX TexHouorii (MarTech) Ta anropurmis
LITYYHOTO IHTEJICKTY Ha TPHCKOPCHHS IpOIIECiB
MaciTaOyBaHHS 1HHOBaLIHHOTO Oi3HECY.
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TRANSFORMATION OF MARKETING STRATEGIES
FOR A TECHNOLOGICAL ENTERPRISE AT THE STAGES
OF THE SCALING LIFE CYCLE

The aim of the article is to substantiate the theoretical foundations and identify directions for transforming
marketing strategies for technological enterprises as they move from searching for a viable business model to the
scaling stage. The article analyzes scientific publications on the life cycles of innovative enterprises to distinguish
their development stages. Comparative analysis is used to identify gaps in marketing support at different stages,
and matrix modeling is applied to build a framework for adapting marketing tools. Maintaining a startup mentality
and relying on guerrilla communication channels during the rapid growth stage often leads to stagnation and
increases CAC (Customer Acquisition Cost). Three transitional stages are distinguished: Product-Market Fit, Go-
to-Market, and Growth / Scaling. The Strategic Fit Matrix is proposed to reflect the evolution of the 4P complex: the
product moves from MVP to a standardized ecosystem with integration capabilities; pricing shifts from dumping
and freemium to a value-based approach. Distribution and promotion require a transition from manual work to
automation, performance marketing, and systematic brand management. The matrix can be used by IT company
management to audit the marketing function, review communication channels, and optimize the LTV / CAC ratio.
Prospects for further research include empirical validation of the matrix using data from domestic IT enterprises and
the development of KPIs for the transitional stages. In conclusion, the ability of a technological enterprise to scale
depends on how well the marketing mix aligns with the current stage of the life cycle. Delaying the restructuring of
marketing creates a barrier to further growth, while transitioning to systematic, data-driven marketing is a condition
for maintaining competitive positions.

Keywords: technology marketing, business scaling, enterprise life cycle, startup, strategic fit matrix, strategy,
development, marketing automation.
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