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HEVWPOMAPKETHHI —- IHCTPYMEHT BUBYEHHS CIIOJKUBAIIBKHAX
IHEPEBATI' Y PHHKOBHUX YMOBAX XXI CTOJIITTA

Anotamis. PosrmsmaeTscs  HelpoMapKeTHHT K (opma MOe€IHAHHS EKOHOMIYHOI HayKu
(MapkeTHHTY) Ta IHCTPYMEHTIB y cdepi Tcuxoiorii. AKIEHTOBAaHO Ha TEXHOJOTIAX
HEHPOMapKETHHTY, 3aBJIaHHSAM SIKUX € 3a0e3Me4YeHHs] CTaOlIbHO BHCOKHUX OOCSTIB MPOJAXY
TOBApiB Ta MOCIYT.
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NEUROMARKETING - A WAY TO LEARN CONSUMER PREFERENCES IN A
MARKET CONDITIONS IN XXI CENTURY

Abstract. Neuromarketing is considered as a form of combination of economics (marketing)
and psychology approaches. Accented on technology of neuromarketing and its tasks to
provide consistently high volume of sales of goods and services.
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Tema HeWpOMapKETUHTY HE € HOBOIO, aJIe XapaKTEPU3Y€ETHCS 3pPOCTAIOYUM 1HTEPECOM 10
Hei. CporomHi HEHpOMAapKETHHI MPOINOHYE MEPCIEeKTUBY OTPUMAHHS OUIbII TIMOOKOTO
PO3YMIHHS TOTO, SIK MO30K JIFOJIMHU (CIOXKMUBavya TOBAPiB UM MOCIYT) pearye Ha HIUPOKE KOJIO
IHCTpYMEHTIB BIUIMBY y TOBCSAKIECHHHMX cHUTyamisx. L[iHHICTD mochi/keHb y LIl BiTHOCHO
HOBI cdepi MapKETUHTY SK KIIEHTOOPIEHTOBAHOI KOHIENIli Oi3HECY MiATBEPIKYEThCS
3pOCTaHHSM YBaru 10 3HaHb NpPO (QYHKUIi MO3KY, PO3BHUTKOM TMOTYKHHUX MEIUYHUX
TEXHOJIOT1H y HOBHMX 1 CKJIQJHUX YMOBAaX INI00AIBHOTO PUHKY, JI€ TOTadbHA IHPOpMATHU3AIIS €
3BUYANHUM SBUILIEM.

HelipomapkeTHHT — TNPUKIAAHUA PO3IIT HEHPOCKOHOMIKH (MDKIUCITUTUIIHAPHOTO
HampsMy B Hayllli Ha TEpPETHHI €KOHOMIUHOi Teopii, HeWpobionorii Ta MCUXOJOrii), L0
MPEACTaBISIE COO0K0 HOBHM METOMOJIOTIYHUHN MIIXiJ MAapKETUHTY 1 OXOIUTIOE JOCIITKEHHS
CHOXHBUYOI TMOBEIIHKM 13 3aCTOCYBaHHSM I1HCTpyMEHTapito HelpoHayk. HelpomapkeTuHr
BHUBYAE CIIOKUBYY IMOBEMIHKY (MUCJICHHS, M3HAHHS, NaM'sTh, €MOIIMHI peakmii 1 T.1.), pu
YoMy KJIFOUOBHUM 3aBJIaHHSIM € IPOTHO3YBAaHHS CII0)KUBYOTO BUOOPY 1HIUBIIB [3].

CydyacHi AOCHITKEHHS TOKa3ylTh MPHUHIUIIOBY HEOOXIAHICTH O0'€KTUBHO BHBYATH
nporec NPUHHATTS PIMIEHHS NpO KYIIBIK TOBApiB, 30KpeMa pYIIiiHI MapKETHHIOBI
(bakTopH, «JYOpHY CKPHUHBKY» CBIJOMOCTI CIIO)KMBada Ta MOTO pEaKIlil0 Ha BIUIUB
iHCTpyMeHTIB 4P (puc. 1).

PymriiiHi MapKeTHHTOBI i iniil «HOPHA CKPUHBKA» Peaxmis
bakropu MOAPAsHUKH | CBIIOMOCTI CIIO)KHBaYa > CIOKMBaya
4 P: €KOHOMIYHi 0co0nuBi npotec BUOIp TOBapy
1. toBap (Product) aemorpadidni (iHauBi- IPUAHATTS BUOIp OpeHIy
2.uiHa (Price) HAayKOBO- JIyaJlbHi) piteHns .BI/I6ip janepa
3.30yr (Place) TEXHIYHL pucu J— BUOIp 00’€KTa KymiBi
4. mpomoutis (Promotion) | KYJIBTYPOJOITIHL CIIOKH- BHUOIp MicIs KymmiBIi
HOJITHTHL Baua BaeM BuOip yacy Kymismi

Puc. 1. TunoBa Mojiens MOBEIIHKH crioXkuBaya [1]



Jl7is BUBUEHHS BMICTY «UOPHOI CKPUHBKH» CBIJOMOCTI CIIOXHBada OUIbII €EeKTUBHUM
€ 3aCTOCYBaHHS METOMIB HeipoOioyorii B MapKeTHHTY, HIO MAalOTh psJ IepeBar, sKi
HiIBUIYIOTh  PE3YJIbTaTH MApPKETHHTOBUX JIOCHDKEHb [2], OCKUIBKM  J03BOJISIOTH
peectpyBatu 6e3mocepeiHio (OUTbII «O0'EKTUBHYY), a HE pallioOHAIBHY PEaKIlito Ha ToBap abo
peKiIaMy - 00'€KTHBHO OIIIHUTH Cy0'€KTUBHY PEAKIIII0 CIIOKHBAYa.

OCHOBHMMH TUTSIMH HEHPOMApKETHHTY € CKOPOYCHHS «BAapTOCT» MapKETHHTOBUX
JIOCJTIJDKEHb, Ta OTPUMAaHHS JOCTOBIpHOI MapKeTHMHroBoi iHdopmartii. [Ipore, icHye mymka,
0 HEWpOMapKeTHHI - He OUIbIN, HDK MAapKEeTHHTOBHH XiI JUIi TpPOAaXy BIacHe
MapKETUHTOBUX (KOHCAJITHHTOBUX ) ITOCITYT.

3a J0mOMOT0I0 HEMPOMApKETHHIOBOTO allapaTHOTO TECTYBaHHS, MOXHA TOCIIKYBaTH
CIIOXKMBY1 peakilii Ha aymioBI3yaJbHUH 00'€KT, SKMM MOKE CTaTH JIOTOTHI IIiIIMPHEMCTBA,
eTHKETKa, yIaKoBKa, OOKIaJUHKA YU PO3BOPOT KypHATy (ra3eTH), iHTEpHET-CalT, IUIaKaT,
OUT-00pa, peKJIaMHUN POJIMK YW TOBapHa TOJIMISI B Mara3uHi a0o BUBiCKa. TecTyBaHHS
MOJISiTa€ B TOMY, IO B TPOIECI JOCHIUKEHHS PECHOHJCHTH 3HAXOAATHCS B CIELIaIbHOMY
CKaHepi, KW aHaji3ye X MO3KOBY aKTHBHICTB. Y IIel Yac BOHH NEpErisialoTh peKIaMHi
POJIMKH, APYKOBaHI OrojiomeHHs abo iHnry nmpoaykuito. CkaHep Mmokazye KpOBOTIK B MO3KY i
BHU3HAYae, K1 (QDYHKITIOHABbHI 30HU 3aisHI B 116 MOMeHT. Helipo0ioaoru CTBEpIKYIOTh, 110
iM BimOMO, SIKI BIAMITM MO3KY BIAIOBINAIOTh, HANPUKIANA, 32 PO3IMi3HABaHHS NpeaAMeTa i
MOYYTTS 110 BiJJHOIICHHIO 70 HhOro. Lle 103BosE haxiBLsIM BUSHAYHUTH, JIOSUITBHUH CITOKHUBAY
1o Opennay uu Hi. HOBe MOKOIIIHHS CKaHEPiB MOXE TOCIiKyBaTH MO30K 3 TOUYHIicTIO 2,3-3,3
MM 1 peecTpyBaTH 3MiHM MO3KOBOi aKTHBHOCTI 3 uactoToro 10 pasiB Ha cekynmy. s
BUBYCHHS AaKTHUBHOCTI MO3KY 3aCTOCOBYETHCS TEXHiIKa (DYHKI[IOHAIbHOI MAarHiTHO-
pezonancHOi crniekTpockomii (fMRI), marniTHa ennedanorpadis 1 TpaauIiliiiHa eleKTpUYHa
ennedanorpadis (EED). [IpoBoasun momiOHI AOCHIKEHHS, KOMIaHII OTPUMYIOTh JaHl TIPO
Te, Ikl 00pa3u / 3amaxu / 3ByKH 3/1aTHI "3MyCHUTH" KJIl€HTa KYIIUTH iX TOBap.

HaiiBinomimy TexHosoriro HeiipomMapkeTHHTy po3poOuB B KiHIi 1990-x pokiB XX cT.
rapBapacekuii podecop xeppi 3antmen (Gerry Zaltman) [4], Bimpa3y 3amaTeHTYBaBIIH ii
nig Ha3zBoto ZMET, abo Zaltman Metaphor Elicitation Method (MeTon BumyueHHs: MmeTadop
3antmena). Cyte ZMET 3BoaMTBCS 10 BHBYCHHS TIJCBIIOMOCTI JIFOAWHH 3a JOTIOMOTOIO
HAOOPIB creniaabHO MiAIOpaHNX KapTHHOK, 110 BHKJIMKAIOTH MO3UTUBHUN €MOIIWHUN BIATYK
1 aKTUBI3YyIOTb TPHUXOBaHI 00pa3u-meTadopu, IO CTUMYIIOIOTH TOKYNKy. Ha ocHOBI
BUSIBJICHUX 00pa3iB KOHCTPYIOIOThCS TrpadiyHi KoJaxi, sKi 3aKIaJaloThCsl B OCHOBY
peKiiaMHUX poJiukiB. MapketunroBa TexHojoris ZMET mBuako 3100yiaa monyaspHICTE Y
COTEeHb BenmuKUX Kopropariid, cepen sikux Coca-Cola, General Motors, Nestle, Proctor
&Gamble.

Pi3HOBHIOM HEHPOMApKETHHTY € Bi3yaJIbHHUN MEpUYaHIal3WHT (BIUIMB 3a JIOMOMOTOIO
KOJIBOPY 1 300pakeHb), 3ByKOBHI JU3aiiH 1 apOMaMapKeTUHT (BIUIMB 3 JOIIOMOTOO 3araxiB).
3HaMEHUTUH MapPKETHHTOBUU KOHCYNbTaHT Maptin JliHactpom [5] BHeBHEHWH, 110
CEHCOPHUI MapKETUHI J0loMara€ BHPOOUTH Yy JIOAeHd YMOBHUI pediekc: MOYylu NeBHY
MY3UKY, BIQ4YyJIW 3amax a0bo0 moOaymiv MOE€IHAHHS KOJBOPIB - BHHHKJIM YiTKI acomiarii 3
neBHUM OpeHaoM. JlOCHiIHMK CTBEPIXKYE, IO B KOHKYPEHTHIH OOpoThOl 3a JOSAJIBHICTH
CIOXKMBaya TEPEeMOry OTPUMA€E TOH, XTO Oyne epeKTMBHO BUKOPHUCTOBYBATH BCI M'SITh
OpraHiB YyTTiB JIFOJIMHU: 3ip, CIyX, HIOX, JOTHK, CMAK, 1 IOCSITHE ONTUMAIBHOTO MOETHAHHS
PI3HUX MapKETHHTOBUX 1HCTPYMEHTIB.

@axiBii 3 HEHPOMAPKETHUHTY CTBEPIXKYIOTb, IO YKPAiHII CXWJIbHI 10 TaKUX BIUIMBIB
OutbIlle, HIX eBporeiii. Bix 3BykoBOro nu3aiiHy 3axXiJHl pITEHSIOpU YEKalOTh 3POCTAHHS
nponaxiB npubnm3Ho Ha 10%, Tomi sk iXHI KoJerW 3 YKpaiHW CIOAIBAIOTHCS 301TBIIUTH
npoaaxi MiHiMmyM Ha 30%.

BpaxoByroun mOmyNsSpHICTh HEUPOMAPKETUHTY CBOTOJHI HAa TOCTPAASHCHKOMY
MPOCTOPi, CIIiJI BPaXOBYBAaTH MOpPaJbHI aCHEKTH TaKOTO BIUIMBY Ha CIIOKMBAyiB, Ha iX



KOTHITMBHY Ta €MOILiHYy moBeAiHKy. Lle morpeOye umcieHHux 0a30BUX AOCHIIKEHb Y
JTAHOMY Harpsmi.
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