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CITPUUHATTA BPEHAY SAK HEMATEPIAJIBHOI'O AKTUBY
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imeni Baouma I'emvmana

VY cyuyacHoMy cBiTI rio0ani3ailis cTajia HeB1Jl'€EMHUM YHHHUKOM PO3BUTKY
MDKHApPOJTHOTO MapKeTHHry. [7obanbHi OpeHAu HEe JuIlie MPONOHYIOTh
yHi(iKOBaH1 TOBapH Ta MOCIYTH B PI3HUX KpaiHax, a il (GOPMYIOTh CIUIbHUIA
1H(pOopMaIIiHUN Ta KyJIbTYpPHHUH MPOCTip cTBOproroUM exkocuctemu [1]. Ilpore
CIOPUMHATTS OpEHIIB Yy TJIOOAJIBHOMY CEPEIOBHIII 3aJICKUTh HE TUIBKH BiJ
SAKOCT1 UM IIIHM Ha TOBApU Ta IMOCIYTH, SIKI BOHH MPONOHYIOTh, a U BIJ
COILIIAJIbHUX, KYJbTYPHHUX Ta MCUXOJIOTTYHUX YUHHUKIB. Y 1IBOMY KOHTEKCTI
BAKJIMBO MPOCTEKUTHU, SIKUM YMHOM TJIoOami3alisl BIUIMBaE Ha (HOpMyBaHHS
CTIOKUBAI[LKOTO CIPUUHATTS OpEHAIB Y MYJIbTUKYJIBTYPHOMY CEPEIOBHIII.

Ilepm 3a Bce, mpo rIoOaIbHUN OpeHH CIiJI TOBOPUTU SIK IMPO HOCIH
yHIBEpCalIbHUX IIHHOCTEW. BbpeHn, KUl mpencTaBlieHUd Ha T00aTbHUX
PUHKaX, 4aCTO CIPUMUMAETHCS CIIOKUBAYAMU SIK CUMBOJI CTa01JILHOCTI, TOBIpU
Ta sikocTi. [ns mpukmany, taki Openau, sik Apple, McDonald’s, Nike, 1o
HaJIeXaThb JI0 JJEpiB 3 TOYKH 30pY KamiTaii3allii Ta 0013HaHOCTI CIIOKHBAYiB,
TPAHCIOIOTh YHIBEPCAJIbHI I[IHHOCTI, SIKI € 3pO3YMIJIUMU JIJIsl CIIOKUBAYIB Y
OUIBIIOCTI KyJbTYp: 1HHOBAILIMHICTB, cBOOOMA, KOMMOPT, eheKTUBHICTD [2].
3aBIsSKU 1IbOMY, 111 TJIOOAJIbHI OPEHIM OTPUMYIOTh BUCOKHUI PIBEHB JIOBIPH BiJ
CIIO’KHMBAYiB, HABITh HA THX PUHKAX, JI€ BOHU JIUIIIE IOYMHAIOTH CBI1 PO3BUTOK.
[IpencraBnenicTs OpeHAy Ha MDKHAPOJAHMX PUHKAX MO3UTUBHO BIUTMBAE HA
JIOBIPY JI0 TOBAPIB Ta IOCIYT, 110 MPOMOHYOTHCS 1111 Horo iMmeHeM. CrioskuBadi
acollO0Th OpeH]] 3 BUCOKUMHU CTaHIApTaMH BUPOOHUITBA, OE3MEUHICTIO Ta
JOTPUMAHHSIM MDKHApoJHUX HOpM [3]. Takum umHOM, rioOaiizaiisi Cpuse
(GOpMyBaHHIO CTIMKOTO Ta IMO3UTHBHOTO YSBJIEHHS Mpo OpeHn Ie [0
0e3mocepeTHbOTO CTIOKUBAHHS TPOAYKTY.

Cepenniii Ta BHMIIMKA Ki1ack B 0ararbox KpaiHax HAJalOTh IepeBary
rii00abHUM OpeHaM yepe3 epeKT npecTuxky. Taka moBeAIHKA € XapaKTEPH OO
JUTSL KpaiH 3 TEPeXiTHOI0 €KOHOMIKOIO, /e TTI00aNbHUNA OpeH T CIPUIIMAEThCS
SIK CUMBOJI YCIIIITHOCTI, TPOTPECy, IHTErpallii 10 3aXiTHOTO CTUIIIO KUTTS [4].
[Tpun6anus oxsary Bin Hugo Boss um KopHCTyBaHHS MOTOKOBUM CEPBICOM
porpaBaHHs My3UKU Spotify 4acTo pO3LIHIOETHCS HE CTUIBKHU SIK YTHIIITapHA
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Jlisl, CKUIbKY SIK COLIIAJIbHUM cUTHAM [5]. Y MapKeTUHTY 1ie SBUIIE OMUCYETHCS
K “‘consumer cosmopolitanism” (ykp. «CHOKHBAIbKHI KOCMOITOJITH3MY) —
KOJIM CITO’KMBAaul BBAXKAIOTh c€0€ YACTHHOIO TJI00ATBbHOTO CBITY Ta BUSIBIISIOThH
JOANBHICTh 10 OpeHMIB, sIKI YOCOOMIOIOTH BIAKPHUTICTH 1 Cy4acHICTb [6].
Omnwucaru BIIKMB e(PEeKTy MPECTHXKY BiA B3aeMoJii 3 Ti00adbHUMH OpeHaaMu
MoO>kHa Ha nipukiaai Pagsacskoro Coro3y, A€ 3aBASKH (OPMYBAHHIO MO TUKH
130JI1110HI3MY, IMOOPTHI TOBapu OylM PIAKICTIO, a BOJOJMIHHSA TaKUMU
TOBapaMy CIPUIMAIUCS CIIOKHUBAYaMHU K O3HaKa CTaTycy.

OpnHak, HE3Ba)KalOUM Ha TO3UTHBHE 0a30Be CHPUMHATTA, CIIOXHBAYl Y
PI3HUX KpaiHaX He 3aBXK/IU 1ICHTU(DIKYIOTh ce0e 3 TI00aTbHUMH OpeHaaMu, SIK1
ITHOPYIOTh JIOKQJIbHI KYyJIbTYpHI ocobiuBocTti. ['moGamizartiss 6e3 amamrariii
MOXE€ BHUKJIMKATH e(eKT KyJIbTypHOro BigTOoprHeHHs [7]. Hanpuxnan,
kammanii, mo mnpamoTs y CHIA abo €Bpomi, MOXYTh BHKJIMKATH
HEMmopo3yMiHHs B A3ii un JlaTuHCHKIN AMepulll uyepe3 pemiriifi, moJiTHYH1
a00 MEHTaJbH1 BIAMIHHOCTI. Y BIJNOBIAL OpEHIN BIPOBAKYIOTH CTPATETIIO
«glocalization» (moemHaHHs ciiB «globaly (rmobanepamii) Ta “localization”
(Jokamizaiiisi), sika mepeadavae aaanTtaiilo MapKeTUHTOBHUX IOBI1JOMIJICHbD,
BI3yaJIbHOI 1IEHTUYHOCTI Ta HABITh MPOAYKTOBOTO ACOPTUMEHTY ITiJ1 JIOKAJIbH1
notpebu. Ilpuknmagamu Ttakoro migxoxy € McDonald’s, sxuii npornonye
PI3HOMAaHITHI KOHIICTI[ii MEHIO B 3aJICKHOCTI B1J] KpaiHU JI€ pO3MIIIEHO 3aKJIa/l,
OpPIEHTYIOUMCh Ha HAI[IOHAJIBHY KYyXHIO a00 TMOMyJSpHI Y JIOKaJbHUX
KyJIbTypax ctpaBu, a0o Coca-Cola, sika afantye nakyBaHHS /10 MICIIEBUX MOB,
CBAT 1 CUMBOJIB, a TaKO>X BUKOPHCTOBYE QJaNTUBHUN MIAX1A y JIOKAJTBbHUX
KOMYHIKAIITHUX CTpaTerisX.

[HIIIMM (hakTOpPOM BIUIUBY Ha CIIPUHHATTSA TJI00AILHUX OpEHIB € ITudpoBe
cepenouiie. [ludposa rnodanizaiis — yepe3 corMepexi, BITYKH, BIJIEO —
KapJIuHAIBHO 3MiHWJIA crmoci0 ¢opMyBaHHS iMiTKy Openmny. CroxuBaui
MaroTh JIOCTYII O TOYOK 30py Ta JOCBIY IHIIUX MOKYIIIIB Y PI3HUX KpaiHaX y
peanbHOoMy uaci. Lle cnpuumHsie edekt HPOPMaALIMHOIO 3apa)K€HHS — SK
MO3UTUBHOIO (BIPYCHI KammaHii), Tak 1 HETaTUBHOTO (€(PEKT «BIAMIHUY).
[IpukiamoM MO3UTUBHOIO CIIEHApPil0 € BIpyCHa KaMIiadisi OpeHnIy BiJieo
enekTpoHiku GoPro, sxuii y 2010 poui po3noyaB MapKeTHUHIOBY KaMIIaHIIo,
sKa HalpaBJieHa Ha CTUMYJIIOBaHHS KopucTyBayiB kamep 110 ctBopeHHs: UGC
(3 anriL. “user-generated content”) KOHTEHTY, MOIIUPEHHS SKOTO Y MEPEXKi 1
BUKOHAJIO pOJb Oe3KoITOBHOro ImpocyBaHHs Openay. lomo edekrty
«BigMmiau» (3 anria. “cancelling”) OpeHiB, TO TaKUM MPHUKIATIOM € KOMIIaHii-
BIAcHUIll ToOanbHUX OpeHnaiB 3 Pociiicbkoi denepartii, mo y 2022 porri
3a3HaJIM BEJIMKHUX 30UTKIB, TaK K HA (POHI BTOPTHEHHS B YKpaiHy aKTUBYBaBCS
nanui epekt. TakuM unHOM, pernmyTailisi OpeHIiB Ha TI00AIbHUX PUHKAX CTasia
BPa3JIMBOI0, aJ)Ke CIIPUIHATTS (POPMYETHCS HE JIMILIE Ha OCHOBI JIOKaJIbHOTO
JOCBIY, a i uepes riaofanbHuil iH(GOpMAaIiiHUNA KOHTEKCT, IKU (POPMYETHCS
HABKOJIO KpaiHU MOXO/KEHHS OpeHTy.
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Ha cam kinelnb, BapTo pO3rJIsSIHYTH CydacH1 BUKJIMKW Ta HOBI TEHACHIIT Yy
CIOPUMHATTI TNI00aNbHUX OpeHMAIB. Y Mepioj NepeHacHYeHOCT! 1HPOPMaIII€l0
CTHOXHUBAYl CTAIOTh JA€Jall KPUTUYHIIIMMU JI0 PEKJIaMU Ta MapKETHHTOBUX
oOisgHOK. OcoONMBO 1€ € MpUTaMaHHUM MOKomiHHAM Z Ta Alpha, sxi
OYIKYIOTh BiJl OpEHIIB MTPO30POCTi, COMIAIBHOI BIIMOBIIAILHOCTI Ta €ETUYHOTO
no3uiiitoBanua [8]. Lle 3yMoBIIO€ MOSABY ILIHHICHO-OPIEHTOBAHUX OpeHIIB (3
anri. “value-driven brands”), sixi ¢poKyCyrOTbCS Ha €KOJIOTii, MpaBax JIOAHMHU
Ta 1HKMO31l. OJHOYACHO 3 TUM SIK BIJOYBA€ThCS PO3MHUBAHHSI MEX MIK
rII00aTbHUM 1 JIOKAJIbHUM, OpPeHJIM aKTHUBHO CHIBIIPAIIOIOTH 13 JIOKAJIbHUMHU
JiepaMu JyMOK, 3aITyCKalOTh KaMITaHii 10 OpIEHTOBaH1 Ha KOPOTKOMETPaXKH1
ponuku popmaty TikTok, Reelz abo Shorts, cTBOpro10Th riOpUAHY aiiIEHTUKY,
sKa JTI03BOJISIE OAHOYACHO, HE BTPAyYalOUU CTATyC Ii00albHOTO, 3aJUIIATHCS
OJIM3BKHUM J10 JIOKAJIBHOTO CIIOYKMBayYa.

Takum ymHOM, TioOamizaiisi rIMOOKO TpaHCc(oOpMyBaia CHOXKHBAIbKE
CpuiHATTS OpeHiB. BoHa Bigkpuiaa HOBI MOXIJIMBOCTI JUJISi 3pOCTaHHS,
MacmTabyBaHHs ¥ yHiikalli, ae 0JHOYACHO 3p0o0uiia OpeHIHu Bpa3IMBUMHU
JI0 COLIAJIBHOTO THCKY, KYJbTYPHOIO HECHPUUHATTA Ta 1H(POPMALIIHOI
KPUTUKH. YCHIMIHICTh TIJI00aNbHOTO OpeHay Tenep 3aleXuTh Bl HOTO
3IaTHOCT1 YyTPUMYBATU OajaHC MK TJIO0AJIBHOIO CTPATEri€l0 Ta JIOKAJIBHOIO
aJlanTalli€er, MiXK YHIBEPCATbHUMH LIHHOCTSAMH Ta KYJbTYPHOIO YYTIUBICTIO.
Came wneil OanmaHc BH3HA4ae JOBIPY, JIOSUIBHICTH 1 CHPUUHATTA OpeHay y
CBIJJOMOCTI Cy4acHOro crokuBada. OKpiM I[bOTO, BHXIJ] Ha HOBI PHUHKH
MO3WUTHBHO BILJIMBA€ HAa MOKA3HUK KarliTajizaiii OpeHay sSK HeMaTepialbHOTO
aKTUBY, 10 B CBOIO Yepry, AOMOMAarae Mi>KHapoJJHUM KOMIIaH1sIM OTPUMYBaTH
OuTbIIMKA TPUOYTOK 3a PAXyHOK pO3MMPEHHS cdepu JISUIBHOCTI 1, fK
BHCHOBOK — PEIHBECTYBaTH B PO3BUTOK OpEH/Y, SIK KIIFOUYOBOI'O aKTHBY.

Cnucok BUKOPMCTAHUX JIKePeJI:

1. Krippendorf, K. Building an ecosystem brand. Strategy & Leadership. 2022.
Vol. 50 (6). P. 20-26. DOI: https://doi.org/10.1108/SL-08-2022-0081

2. Kapferer J.-N. The new strategic brand management advanced insights and strategic
thinking 5th ed., S.I. 2012.

3. Kotler P., Keller K. L. Marketing Management (15th ed.). Pearson. 2016.

4. Holt D. B., Quelch J. A., Taylor E. L. (2004). How global brands compete. Harvard
Business Review. 2004. Vol. 82 (9). P. 68-75.

5. Cleveland M., Laroche M., Papadopoulos N. (2009). Cosmopolitanism, consumer
ethnocentrism, and materialism: An eight-country study of antecedents and outcomes.
Journal of International Marketing. 2009. Vol. 17 (1). P. 16-146.

6. Alden D. L., Steenkamp J.-B. E. M., Batra R. Brand positioning through advertising
in Asia, North America, and Europe: The role of global consumer culture. Journal of
Marketing. 1999. Vol. 63 (1). P. 75-87.

7. De Mooij M. Global Marketing and Advertising. Sage. 2010. P. 132-133

8. Fromm J., Read, A. Marketing to Gen Z: The Rules for Reaching This Vast and Very
Different Generation of Influencers. AMACOM. 2018. P. 288

207



