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HEMPOMAPKETUHI AK IHCTPYMEHT MIABULLEHHSA PIBHSA
CNOXMBYOI NOANBHOCTI Y COEPI HAYKOEMHOI MPOOYKLIIT

Y cTaTTi 4OCNiAXEHO BUKOPUCTAHHS HEMPOMAPKETUHTY SIK iIHCTPYMEHTY MiABULLEHHS PIBHSA CMOXMBYOI
NOSANBHOCTI Y cdepi HayKOEMHOI NpoaykKuii. BM3Ha4eHO OCHOBHI HEPOMapKETUHIOBI METoaM, Taki SK
antpekiHr (Eye Tracking), aHania mikpoBupasis obnunuus (Face Reading), enektpoeHuedanorpadis
(EEG) Ta cyHKuioHanbHa mMarHiTHo-pe3oHaHcHa Tomorpadis (fMRI), siki Lo3BonsTb oTpumaty rmubue
PO3YMiHHSI CMIOXKMBYOI MOBEAIHKM Ta yXBaNeHHs pilleHb Npo KymniBMio iHHOBALiMHKX TOBapiB. 3pjicHeHo
aHanis Ccy4yaCHuUX HayKoBWX MiOXOAIB [0 BWKOPUCTaHHA KOTHITMBHUX MeEXaHi3MiB Y MapKEeTUHroBuUX
cTpaTerisix Ta BU3HAYeHO iXHii BNMMB Ha (popMyBaHHSA [OBIOCTPOKOBOI CMIOXMBYOI NOSANBHOCTI.

[LocnimxeHHs I'PyHTYETbCSA Ha KOMMIEKCHOMY MiAXOAi, WO BKIHOYAE aHani3 TEOPETUYHUX KOHLIENL
HENPOMAapKETUHIY, eMMipUyHe OLIHIOBaHHS MAapKETUHIOBMX KaMMaHii i3 BMKOPUCTAHHSIM HeWpoHay-
KOBMX METOfiB, a TaKOX MPOBEAEHHS ONUTYBaHb i EKCNEepPTHUX iHTepB'to 3 daxiBusamu y cepi mapke-
TUHrY Ta NOBeLiHKOBOI eKOHOMIKW. BMKOPUCTAHO CTATUCTUYHI METOAM aHanisy, Lo A03BONUIIO BUSBUTK
KOpensiLiiHi 3B’A3KM MiXk KOTHITUBHUM CNPUIAHATTSIM NMPOAYKTIB Ta piBHEM J0Bipy 0 6peHaiB.

Pesynbratyt JoCnigKeHHA OEMOHCTPYIOTb, WO 3aCTOCYBaHHA HEWPOMAapKETWHIOBUX iHCTPYMEHTIB
CrpUSE MIABULLEHHIO €(hEKTUBHOCTI MapKETUHIOBMX KOMYHIKaLii, ONTUMI3aLii peknaMmHux marepianis
Ta CTBOPEHHIO MEepCoHanizoBaHWX MapKETWMHIOBKX CTpaTeri, Lo BPaxoBYKOTb MMUOWHHI KOTHITUBHI Ta
€MOLINHI peakLii cnoxuBadis. BusHavyeHo, L0 HEMPOMapPKETUHIOBI TEXHOMONT 4O3BONATbL KOMMaHisM
afanTyBaTV MapKeTVHIOBI CTpaTerii 40 0COBNMBOCTE CNPUAHATTS iIHHOBALMHIX NPOAYKTIB, Lo ocobnu-
BO BaXMVBO Y BUCOKOTEXHOMOT4YHOMY CEKTOPI.

lMpakTnyHa 3Ha4yLLiCTb AOCHIMKEHHS NONArae y MOXMMBOCTI BUKOPUCTAHHS OTPUMAaHNX pe3ynbTaTiB
Ans po3pobky edpeKTUBHWX CTpaTerin B3aemogii 3i cnoxvBayamu, MiABULLEHHS PIBHS IXHBOI AOBIpK Ta
popmMyBaHHs AOBrOTPUBANMX KOHKYPEHTHWUX Nepesar nignpueMCTB, L0 NpaLoTb Y cdepi HayKOEMHOI
npoaykuii. 3pobneHo BUCHOBOK, LU0 iHTErpaLisi HeipOMapKETUHIOBMX MIAXOLIB Y MapKETUHIOBI cTparTerii
€ NEPCNEKTUBHUM HanpsiIMOM PO3BUTKY, iKW MOXe 3abe3neumnTit KOMMaHisM 3HauHi KOHKYPEHTHI nepe-
Barv Ta NigBULLMTY ePEKTUBHICTb KOMYHIiKaLii 3 LiNbOBOK ayAnuTOopieto.
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Beryn. Y cydacHHUX yMOBaxX JUHaMI4YHOIO
PO3BUTKY BHCOKOTEXHOAOTIYHUX PUHKIB IIH-
TaHHA 3a0e3leYeHHs KOHKYPEHTOCIIPOMOK-
HOCTi iHHOBaliiHOI IIpOAyKIii cTae OOAHUM i3
KAIOYOBHUX 3aBJIaHb IIiAIIPUEMCTB, 10 IIPAallo-
I0OThb ¥ cpepi HayKOEMHHUX BHPOOHUIITB. Tpa-
AULIHAHI MAapKEeTUHTOBI cTpaTerii, opieHToBaHi
Ha CTHUMYAIOBaHHd IIOIIUTY Ta IIPOCYBaHHS
TOBapiB, HE 3aBXKIH BUABATIOTHCS e(PEKTHUB-
HUMU [Ad IHHOBAIiHOI NIPOAYKILii, OCKIABKH
pimennd npo ii npugbanHa ITpUHAMAIOTECT HA
OCHOBi KOMITA€KCHOTO aHaAi3y I[iHHOCTI, OB-
TOCTPOKOBUX II€PCIIEKTHUB Ta PiBHA HOBIPH OO
OpeHmy.

Bopgxouac, cy4dacHi mJocarHeHHsS Helpoe-
KOHOMIKH Ta KOTHITMBHHX HayK H03BOALIOTH
3aCTOCOBYBATH HOBITHI METOAW BHUBYEHHS
IIOBEIIHKU CIIOXKWBAYIB, III0 CIIPUSE PO3P06-
i GiABII TOYHHX Ta e(PEKTUBHHUX MapKETHH-
roBHUX cTparerifi. HelipomapKeTHHT, 9K MixXK-
OUCIIUTIAIHAPHUHM MiAXiZ, HNO€AHYE 3HAHHS 3
HeMpodiszioaorii, mcuxoaorii, IT0BeAiHKOBOI
€KOHOMIKH Ta IM(POBOTO MapPKETHHIY A
bopMyBaHHS TAHOIIIOrO PO3yMiHHA MeEXaHi3-
MiB yXBaA€HH4 pillleHb CIIOXKHBa4aMH.

Oco6ANBO aKTyaAbHUM 3aCTOCYBaHHS He-
HpPOMapKETHHIOBHX IIAXOAIB € y cdepi Ha-
YKOEMHOI MpoAyKIii, ne piBeHb OOBipM 10
OpeHOy, piBeHb CIPUHAHSTTS IHHOBALM Ta
KOTHITHBHI 06ap’epu 3HAYHOIO MipOI0 BIIAWBA-
I0Th Ha IIpolleC NPHUHHATTA pilmeHb. Bucoka
CKAQHICTh TaKHX IIPOAYKTIB Ta IX BilHOCHA
HOBH3HA [AS PUHKY IIOTPeOYIOTH Big KOMIIa-
Hi¥ 3acTocyBaHH4A cTpaTerid, 10 I'PYHTYIOTb-
csl Ha TAMOOKOMY aHaAi3i CIIOKUBYHX MOTHBA-
IIill Ta eMOLIHHUX peakIliii.

OOG’eKT OOCAIIKEHHs — IIpoliec (PopMy-
BaHHS CIIOXKHBYOI AOSABHOCTI y cpepi HayKo-
€MHOI IPOAYKIIi i/l BHAUBOM MapKEeTHHIOBUX
KOMYHIKallil Ta KOTHITHBHUX MeEXaHi3MiB.

[IpenmeT AOCAIAXKEHHS — BHKOPUCTAHHS
HelpOMapKeTHUHIOBUX iHCTPYMEHTIB, 30Kpe-
Ma a¥TPeKiHTy, aHaai3y MIKpOBHpPa3iB 00AMY-
ud, eaeKTpoeHIedasorpadii Ta MaraiTHo-pe-
3oHaHCHOI Tomorpadii, nag omrumizari map-
KeTUHIOBUX CTpaTeriil i MiABUILEHHA pPiBHA
JOBipH [0 OpeHMIB Y BHCOKOTEXHOAOTIYHOMY
CErMEHTI PUHKY.

MeTo0 [IOCAIMZKEHHS € BUSIBAEHHH POAl
HeHPOMapKEeTHHTY y (pOpMyBaHHI CIIOKHUBYO]
AOSIABHOCTI ¥ cdepi HAyKOeMHOI IPOAYKIL],
BHU3HAYEHHS OCHOBHHX IHCTPYMEHTIB Ta Me-
TO/IB BIIAMBY Ha CIIOXKHBaYiB 34 [OIIOMOTOIO
KOTHITUBHHX MEXaHi3MiB, a TaKOX po3pobKa
IIPaKTUYHUX PEKOMEHAAIH 10710 eheKTHB-
HOTO BHKOPHCTaHHS HeHpPOMapKeTHHIOBUX
TEXHOAOTIH y cTpaTerivyHoMy yIIpaBAiHHI Map-
KETUHIOM IHHOBALLiH.

A [OCATHEHHS IIOCTaBA€HOI METH ¥
cTaTTi 3[iMCHEHO aHaAi3 CydaCHHUX HayKOBHUX

IIiIXOMiB 10 BU3HAYEHHS CyTHOCTI HeHpoMap-
KETUHTY Ta MOro KAIOYOBHUX IHCTPYMEHTIB,
PO3TASHYTO OCOOAMBOCTI 3aCTOCYBaHHSI Me-
TOMIB KOTHITMBHOTO aHaaidy y ccepi mapke-
THUHTY, & TaKOX OOI'PYHTOBaHO HeOOXimHICTB
BUKOPHUCTAHHA HEHPOEKOHOMIUHHX IHCTPY-
MEHTIB [OAd IIABUIIEHHS PIiBHA CIOXWBYOI
AOSIABHOCTI Y BUCOKOTEXHOAOTIYHOMY CEIMEHTI
PHHKY.

JlocaimkeHHsT TPOBEAEHO Ha OCHOBI aHa-
Ai3y cydacHOi HAyKOBOi AiTepaTypH, IIPaKTHI-
HUX KeHCiB 3aCTOCYyBaHHS HEUPOMapPKETUHTY,
a TakKOX EMIIPUYHUX MOAHUX LIOJ0 BIAUBY
KOTHITUBHHUX (PaKTOpPiB Ha HOPUHHATTS pi-
IIeHb CIIOKWBadYaMH y CEIrMEHTI HayKOEMHOI
IPOAYKIII.

Orasan AiTepaTypH. AHaai3 HAYKOBHX
JIZKEPEA CBIIYUTE ITPO 3pOCTAI0YNH iHTEepeC 0
HEHPOMAaPKETHUHTY K e(PEeKTHUBHOIO iHCTPY-
MEHTY BHWBYEHHS CIOXKUBYOI IOBEAIHKU Ta
HiABUIIEHHS PiBHA AOSABHOCTI [0 OpeHmIB y
chepi HayKoeMHOI mpomyKiii. JlocAigKeHHS
B. Uyb6enka (2018) akiieHTye yBary Ha BaxK-
AWBOCTi BHCOKOTEXHOAOIIYHOI MNPOAYKII fK
00’eKTa IIPaBOBOIO PEryAOBaHHS, ITigKpec-
AIOIOYH HEOOXIMHICTE CTPATETIiYHOrO ITiAXOMy
mo ii komepmiaaizarii. H. Kyxapceka (2024)
aHaAi3ye OCHOBHI NPUHIIUIIN Ta METOAU He-
HpOMapKEeTHHTY, BU3HAYAIOYH HOT0 3HA4YEHHI
[ASI CydaCHUX MapKETHHIOBUX KOMYHIKaITil.

FO. 3impnpo Ta C. Cracrook (2022) BKa3zy-
IOTh, III0 3aCTOCYBaHHS HEHPOMapKETHHIOBUX
TEXHOAOTI# cripusie 30iABIIEHHIO KiABKOCTI ITPO-
JaKiB 4yepe3 TAHOIIe PO3yMiHHA KOTHITHBHHX
Ta eMOIHMHuX peakiliii crioxkuBadiB. C. Cas-
gyenko, O. Cykau i FO. CuBoaan (2021) nmoso-
OSTh, II0 BUKOPUCTAHHS METO/IB aWTpeKiHTy
Ta eAeKTpoeHIledasorpadii mormomarae BU3HA-
yaTh e(PEeKTHUBHICTh PEKAAMHHUX MaTepiaaiB,
OIITHMI3yIo4uH ixXHIH Bi3dyaabHUI BHIAUB. [HIIIE
nocaimkenna C. CaBuenka, H. A6aga3oBoi Ta
O. Cykaua (2021) posragmae iHHOBAIIMHHUHI
MapKETUHT SIK BaYKAUBHUM KOMIIOHEHT CUCTEMU
YIOpaBAIHHA MiAIPHUEMCTBOM, M€ Helpomap-
KETHHIOBI IHCTPYMEHTH BiirparoTh KAIOYOBY
POAB y TIOOYIOBI cTpaTerii IpocyBaHHS.

H. Ckpuryn i B. Meretiko (2018) nHaro-
AOIIYIOTh Ha IICUXOAOTIYHOMY BIIAMBI Helipo-
MapKETUHTOBUX TEXHOAOTIH Ha CHOXKXHUBAaYiB,
PO3KpHBAaIOYM IIOTEHIiaA MiKpoBHpasiB 00-
AWYYS Ta aHaAidy NOBEIiHKOBUX pEeaKIlii.
A. Kapnieuko Ta A. Ocramuyk (2022) mocai-
JKYIOTh MOXKAWBOCTI 3aCTOCyBaHHS HeMpo-
MapKETUHTOBUX TEXHOAOTIM OAd yIpaBAiHHSA
IIOBEIiHKOIO CIIOXKHMBAYiB, OOIPYHTOBYIOYH
IXHIO €(PeKTHUBHICTb OAd (POPMyBaHHS [I0B-
rOCTPOKOBOI AosiABHOCTiI. O. MockaseHKO Ta
O. Bo3yaroB (2018) akIleHTYIOTb yBary Ha
aKTyaAbHOCTI BUKOPHUCTAHHA aHTPEKIHTY OAS
TEeCTyBaHHS BeO-CTOPIHOK, L0 A03BOAdE BU-
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3HAYaTH OIITUMAaAbHI HIAIXU B3a€EMOJIil KO-
pHCTYyBadYiB i3 IU(PPOBUMH HAATHPOPMAaMHU.

[TpamiI'. Ao3oBcbkoi Ta P. 3uaueka (2024)
JOBOOATH €(PEeKTHUBHICTH BHUKOPHUCTAHHSA He-
HUpoOMapKETUHTOBUX TEXHOAOTIH y COIlliaaAbHUX
Mepekax [IAS IIPOCYBaHHS TOBapiB i IIOCAYT.
T. IloBoxm (2022) posrasae MOBEMiHKOBI i-
HaHCHU K OCHOBY [Ad PO3yMiHHS MOTHBAIil
CIIOKMBa4yiB, a i MIOmaABII [MOCAIMKEHHS
(2024) anani3yloTh iHTErpallifo IUX IIiIXOMAiB
3 KAQCUYHHMH €KOHOMIYHHUMH TEOPIgMHU AT
OpUUHATT ePEeKTHUBHUX IHBECTUIIHHUX pi-
IIE€Hb.

Hocaimxenna A. Kysuenonoi, O. T'apado-
HOoBOi, P. YlukoBoi, I'. 2KocaHn i I. AoMmaYuHCHKOIL
(2023) mimkpecaloe 3HAYEHHS MiXKHAPOIHUX
MapKETHHTOBUX CTpPAaTEridl [ad HiAIIPUEMCTB
y BOEHHHM dYac, 30KpeMa ajarTaliilo Mmap-
KeTUHTOBUX IIiXOMIB y KPH30BHUX YMOBax.
I'. 2Kocan (2022) nocaifzKye pe3yAbTaTUBHICTD
MapKEeTHHIOBUX KOMYHIiKallili, 3BepTaio4u
yBary Ha poAb HEMPOMapKETHUHTOBUX TEXHO-
AOTIH y IMiABUILIEHH] 3aAy4Y€HOCTI ayauTopii.

I. ITornomapenko Ta K. dreascrka (2024)
PO3rAdalOTh KOHTEHT-MAPKETHUHT Y ITU(PPO-
BOMY OpEHOMHTY, IO IIEPEryKyeTbCHd 3 [I0-
caimxenHam [x. Bybdganaut Ta A. Bpanngao
(Bubphapant & Brandao, 2024), ake mporio-
Hy€ CHCTE€MAaTH30BaHUN OTAS/ KOHTEHT-Map-
KETHHTOBHUX CTPATETifi Ta MNEePCHEeKTHB II0-
JAABIINX JOCAIMXKEHb y LiM raaysi. [. AAbKy-
pami Ta iH. (Alqurashi, 2023) mocaigKyOThH
BIIAUB HITYYHOI'O iHTEAEKTY Ha II€PCOHAaAiI30-
BaHUU KOHTEHT-MapPKETHHT, IO ITiATBEPIKYE
BasKAUBICTB iHTErpallii TeXHOAOTiYHUX iIHHOBA-
it y mapkeTuHroni crparerii. K. Ay Ta Kro Ci
(Lou & Xie, 2020) aHaai3yIOTh B3a€EMO3B’I30K
MiX MUPPOBUM KOHTEHT-MapKETHHIOM, CIIO-
JKUBYHUM OOCBIIOM Ta AOSIABHICTIO 10 OpeHay.

[Ipawui A. Kpecronina (Crestodina, 2020)
Ta [1. HoBita # in. (Novita et al., 2022) akiieH-
TYIOTh yBary Ha CTPaTeriYHOMYy BUKOPUCTAHHI
MU POBUX NTAATHPOPM AL HiABUIIEHHS epeK-
THUBHOCTI MapKeTHUHTOBUX KaMIIaHili, 30KpemMa
gepes TikTok Ta coiiaabHi Mepexki. Haperrri,
nocaimxenHs LinkedIn (2022) Bu3Hayae KAro-
4OBi eAeMEeHTH IHU(PPOBOro OPEHAMHTY, IO
MOXKyTb OyTH amarnTOBaHi A 3aCTOCYBaHHS
y HEUPOMapKeTHHIOBUX CTpareriax. Takum
YHUHOM, OTAS[] AiTepaTypH HiATBEPIAXKYE, III0
HeHWpPOMapKEeTHHI Bifirpace BasKAUBY pPOAb Yy
Cy4aCHOMY MapKEeTHHIY BHCOKOTEXHOAOTIY-
HUX IIPOAYKTIB, MO3BOASIOYH ITiATIPUEMCTBAM
edpeKTHUBHINIEe KOMYHIKYBaTH 3 ayaUTOPIEIO,
HiABHUIIyBaTH PiBEHb AOSABHOCTI CIIOXKHBAa4iB
Ta (OopMyBaTH MOOBrOTPHBAAl KOHKYpPEHTHI
IIepeBaru.

MeTozmoaorist mocaimxkeHHsE. MeTOm0AO-
Tifl IOCAII>KEHHA I'PYHTYEThCS Ha KOMIIAEKCHO-
My HOiIXOMi M0 aHaAily HeMpoMapKEeTHHIOBUX

IHCTPYMEHTIB, IXHBOI'O BIIAUBY Ha CIIOXKHBYY
IIOBEIHKY Ta 3aCTOCyBaHHS y cpepi HAYKOEM-
HOI ITPOoAyKIIii. ¥ IpoIleci JoCAiIzKEeHHS BUKO-
PHUCTaHO K TEOPETHUYHI, TaK i eMIIipUYHi Me-
TOMH, II0 AO3BOASIOTH OTPUMATH O0’€KTHUBHI
JaHi Ta OOIPyHTOBAHI BHCHOBKHU. Y HOCAI-
JPKEHHI 3aCTOCOBAHO KOMIIAEKCHHUH ITiaXis,
110 MOEAHYE TEOPETHUYHUH aHaai3, eMIIipudHi
METOOU Ta CTATHUCTUYHE MOJIEAIOBAHHS IAS
OLIIHKYU e(PeKTUBHOCTI HEeHPOMapKEeTUHIOBUX
IHCTPYMEHTIB y cpepi HAYyKOEMHOI IPOAYKIIii.
AHaai3 HAYKOBUX [KEPEA Ta CHCTeMaTH3allis
ICHYIOYMX KOHIETINH M03BOAVAU BU3HAYUTU
KAIOYOBI ITIIXOOM MO0 BUKOPHUCTAHHS KOTHI-
TUBHHUX MEXaHi3MiB y MapKeTHHI'OBUX CTpa-
TETifgx, a eKCIepUMeHTaAbHE TeCTyBaHHI i3
3aAy4E€HHAM METOIB aUTPEKIiHTY, aHaAi3y Mi-
KPOBUpPAa3iB 00AHYYsI, eAeKTpoeHIlehasorpa-
dii Ta (pyHKIIOHAABHOI MAarHiTHO-PE30HAHC-
Hoi Tomorpadii a0 3Mory 3acikcyBaTH eMo-
LifiHi Ta KOTHITUBHI peaxilii CIoXXWBadiB Ha
MapKeTHHTOBi cTUMyAU. [IpoBeieHHS aHKETY-
BaHHS Ta €KCIIEPTHUX IHTEPB’I0 i3 (paxiBIIAMH
y cdepi moBemiHKOBOI €KOHOMIKH [I03BOAHAO
BHOKPEMHUTH HaUOIABIII eeKTUBHI Hiaxomu
[0 MTiABUIIEHHS PiBHA CIIOXKHUBYOI AOIABHOCTI,
a 3aCTOCYBaHHSI METOIB KOPEASIIHOrO aHa-
Ai3y Ta perpecifHOro MOIEAIOBAHHS CIIPUSIAO
BUSABAEHHIO 3aKOHOMiPHOCTEH Mi’K KOTHITHB-
HUM CHPUHHATTAM IIPOAYKTIB Ta piBHEM M0-
Bipu no OpeHaiB. KOHTeHT-aHaAi3 peKAAMHHUX
MaTtepiaaiB, CTBOPEHHX i3 BUKOPHUCTAHHSIM
HeHPOMapKETHHIOBUX TEXHOAOTIH, M03BOAUB
OLIIHUTH iXHI¥ BIAWB Ha IIOBEIiHKOBI maTep-
HU CIIOXXUBAYiB, 110 B CYKYyITHOCTI 3a0e3re4yu-
AO TAHOIIIE PO3YMIHHSA MeXaHi3MiB yXBaA€HHSI
pillleHb Yy KOHTEKCTI MapKETHHIOBUX CTpaTe-
rili BUCOKOTEXHOAOTIYHOI IIPOIyKILi.

Ha mnepmiomy erarmi mocaimzKeHHSI IIpoO-
BENIEHO CHCTEMAaTH3allilo Ta aHaAi3 HayKOBUX
[PKEpeA, II0 03BOAMAO BH3HAYHUTH OCHOBHI
OiAXOOu [0 HEHPOMapKETHHIY, OCOOAMBOCTI
Horo 3acTocyBaHHA Y BUCOKOTEXHOAOTIYHOMY
CEeKTOpi Ta BIIAUB KOTHITHBHHX IIPOIIECIB Ha
CIIOKUBYY IIOBEAiHKY. BukopmucraHo Meto-
U TIOPIBHAABHOT'O aHAaAi3y, y3araaAbHEHHS Ta
KPUTUYHOTO OTASITY AlTEpaTypH, 1110 JO3BOAU-
AO BUSIBUTH KAIOYOBI IHCTPYMEHTH Helpomap-
KETUHTY Ta iXHi¥ MOTeHIINHNHY BIIAUB Ha IIif-
BUIIIEHHS PiBHS CIIOXKWBYOi AOSIABHOCTI.

Ha nppyromy erami mocaimzKeHHSI 3acCTO-
COBaHO eMmOipudHi Meronu 300py MaHUX,
BKAIOYAIOYM aHaal3 MapKETHHTOBUX KaMIla-
Hill, y 9KUX BHKOPUCTOBYBaAUCH HeHpomap-
KETUHIOBI iHCTPYMEHTH, a TaKOXK BHUBYEHHS
IPaKTUYHOrO [OCBiLy IXHBOTO 3aCTOCYBaHHS
Y BHCOKOTEXHOAOTIYHHUX raay3dax. [Jasg orpu-
MaHHS JaHUX MI0NI0 PiBHS CIIOKHUBYOI AOSIAB-
HOCTi 6yAO BUKOPHUCTAHO METOOH aHKETyBaH-
HS Ta ONHUTYBaHHS. PECTIOHAEHTH OIiHIOBaAU
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e(peKTHUBHICTh MApPKETHHIOBUX KOMYHIKaIlil,
3aCHOBaHUX Ha HEHPOMapKETHHTOBUX ITiAXO-
[ax, piBeHb qOBipH 10 OpeHAiB, a TaKoXK Pak-
TOPH, 110 BIIAWBAIOTH Ha yXBaA€HHS PIIlIEHb
PO KYIIiBAIO HAYKOEMHOI IPOAYKIIii.

3 MeTor BH3HAYEHHsS Hale(eKTHUBHI-
ITUX METOMIB HEeMpPOMapKEeTHHTY 3[IilCHEHO
€KCIIEPTHE OIIUTyBaHHS Cepel MapKeTOAO-
riB Ta axiBuiB y cdepi IIOBEmiHKOBOI €KO-
HOMiKH. lle M03BOAHMAO OILIIHUTH II€PCIIEKTH-
BU BUKOPHCTAHHS MeTOAIB alTpekiHry (Eye

Tracking), anaaildy MikpoBupasiB 00ANYYS
(Face Reading), eaekrpoeHitecpasorpadii
(EEG) Ta d¢yHKIOioHAABRHOI MAar”HiTHO-pe3o0-

HaHcHOI ToMorpadii (fMRI) y mpakTuii map-
KETUHT'OBUX [JOCAII>KEHB.

st oOOpoOKM OTPUMAHUX JaHUX BUKOPHUC-
TaHO METOAY CTATUCTHUYHOIO aHaAi3y, 30KpeMa
KOpeAdIiiHUY aHaai3, 1110 J103BOAUB BH3HAYU-
TU B3aEMO3B’SI3KH Mi’K KOTHITUBHUMH PEAKITisI-
MU CIIOZKHMBaYiB Ta piBHEM IXHBOI AOSIABHOCTI 10
OperniB. Perpecifine MomeAroBaHHS 3aCTOCOBA-
HO [OASI IIPOTHO3YBaHHS €(PeKTUBHOCTI Pi3HUX
MapKEeTHHTOBHX IiAXOAIB y ITiABUIIEHHI PiBHSI
JOBipU [0 iHHOBAaIliHOI ITPOIYKITii.

OxpiM IIBOTO, ITPOBENEHO KOHTEHT-aHaAi3
PeKAaMHUX MaTepiaaiB, CTBOPEHHUX i3 BUKOPHUC-
TaHHAM HeMpOMapKETHHIOBUX TEXHOAOTIH. lle
JTIO3BOAMAO OIIIHUTHU BIIAUB Bi3yaAbHHUX Ta aymi-
aABPHHUX CTUMYAIB Ha CIIOXKHBa4iB i BUSHAYUTHU
HaMOIABII e(peKTHBHI KOMYHIKaIiliHi cTpaTerii
JAS CETMEHTY HAayKOEMHOI IIPOAYKIIii.

TaguM YHHOM, METOOAOTIST JOCAII>KEHHSI
IIOEAHY€E SKICHI Ta KiABKICHI ME€TOAU aHaaily,
II0 [03BOASIE OTPHUMATH TAHMOOKE PO3YMiHHS
MeXaHi3MiB yXBaA€HHSI pillleHb CIIOXKHBada-
MU, OL[IHUTHU €(PpeKTHUBHICTbL HeHApoMapKeTHH-
FOBHUX TEXHOAOTIH Ta CopMyArOBaTH MIpPaK-
TUYHI peKoMeHpallii I1of0 iXHBOTO 3acCTOCY-
BaHHY y BUCOKOTEXHOAOTIYHOMY CEKTOPI.

OCHOBHi pe3yAbTaTH. Y Cy4acHOMY
CBiTi Bce 6iabmIoi momyaspHOcTi HabyBae Ta-
KUY iHHOBaIliMHUM HaIlpsgM MapKeTHHIY, SK
HelipomapkeTuHr. lle aBuie copmyBasocs
BiIHOCHO HEIOJaBHO, a MOro BUHUKHEHHS
3HA4YHOIO MipOIO0 3yMOBAEHE CTPIMKHM PO3BU-
TKOM BHCOKHX TexHoaori#. [TocrifiHe BripoBa-
J>KE€HHSI BIIOCKOHAAEHHUX TOBapiB 1 IIOCAYT Ha
PHHOK € HeoOXiTHOI YMOBOIO JAS CBOEYACHO-
ro 3a/I0BOACHHS AHWHAMIYHUX ITOTPEe0 CIIOKU-
BayiB.

JAst pUHKY HaYKOEMHOI IIPOAYKILii Xapak-
TEPHUM € CHCTEMHE Bi/ICT€KEHHS aKTYaAbHUX
TEeHJEHIIH, IOIIYK HOBHUX PHHKIB 30yTy Ta
po3pobka edpeKTUBHUX iHCTPYMEHTIB IIPOCY-
BaHH4 iHHOBAaIliHHUX TOBapiB i ITocayr. BapTo
3a3HA4YUTH, 1110 e(PeKTHUBHICTh METOAIB IIPOCY-
BaHH4 TOBapiB MacoBOTI'O CIIOXKWBAaHHS Ta Ha-
YKOEMHOI IIPOAYKIlii MOXKEe CyTTEBO BiIpi3Hs-
Tucd. BogHodyac HepoMapKeTHHT 3HAXOAUTD

CBO€ 3aCTOCYBaHHS iy cpepi IpoCyBaHHA BU-
COKOTEXHOAOTIYHHUX Pilll€Hb.

[IpukaaioM TIIOEMHAHHS MAacoBOTO Ta
HayKOMICTKOr0O PHHKIB MOXKYTb OyTH CMapT-
doHH, IKi OAHOYACHO BiANOBiZAIOTE 00OM
KaTeropisM IpoAyKILii, 110 HiATBEPIXKYE VHi-
BEPCaAABHICTh MiAXOMIB HeHpOMapKEeTHHIY Y
Pi3HUX CEeTMEHTaX PUHKY.

MapKeTHHT iHHOBAIlill PO3TASIIAETHCSI 9K
MapKeTHHIOBa [iIABHICTB, CIIpMOBaHa Ha
BH3HAYEHHS Ta IIPOCyBaHHA ToBapiB i/abo
TEXHOAOTIH, III0 BOAOMIIOTH IIPHUHIIUIIOBO HO-
BHUMU XapakTepuctukamu (2Kocan6 2022).

J10 OCHOBHUX ITiIXOiB JOCATHEHHS KOHKY-
PEHTHHX IIepeBar IAd iHHOBAIIHHUX IIPOAYKTIB
HaaeXaThb: YHIKaABHICTE TOBapy (AiZepcTBO 3a
piBHEM HOBH3HH), OIITHMi3allid BUTpaT (LliHOBa
KOHKYPEHTOCIIPOMOZKHICTB) Ta BHCOKa CIIOXKUB-
4a OlliHKa (AilepCTBO TOProBoi MapKH).

Jast epeKTUBHOTO BHOOPY CTpaTerii IIpo-
CyBaHHS BHCOKOTEXHOAOTIYHOI IPOAYKILI Ha
PHHKY HEOOXimHO 4iTKO po3yMiTH Ii criertudpiv-
Hi 0CO0AHBOCTI, 1110 BU3HAYAIOTH KOHKYPEHTO-
CIIPOMOZKHICTB Ta IIOIIUT CEPEL CIIOKUBaUiB.

A HayKOeMHOI HNPOAYKIII Taki xXapak-
TepHi ocobauBoCTi (pHc.1):

— BHCOKI TICUXOAOTIYHI Gap’epu cripuii-
HATTH IHHOBaIlIHHUX HPOAYKTIB CIIOKHUBada-
MH, II0 BIIAMBAIOTh Ha PiBEHb iX NPUHHATTS
Ta aganTallii;

— EMHICTb PHHKY BHUCOKOTEXHOAOTIYHOI
IPOAYKILl 3aAUIIIAETHCS 3aA€KHOIO Bifl CTaHy
€KOHOMIKH 9K Ha MakKpo-, TaK i Ha MIKpPOpiB-
HSIX , 2 TAKOXK Bif piBHA {1 aKTUBHOCTI 100
BIIPOBa/?K€HHS 1HHOBAITiH;

— rAoDaAbHUI XapaKTep PUHKY iHHOBa-
it , 1110 3yMOBAIOE BHCOKY iHTeTpalliro MixK-
TaAy3€BHX Ta MiXK/Iep:KaBHUX 3B’93KiB;

— BIACYTHICTh YiTKO BH3Ha4YEeHHX 30yTO-
BHX KaHaAlB Ta AOKAallill [ad iHHOBAIIMHUX
OPOAYKTIB, IO Bipi3HSE IX Big TPamUIIHHUX
TOBapHUX PHUHKIB;

— KAIOYOBa POAb BUCOKOT'O PiBHSI KOMIIE-
TEHTHOCTI Hif J4ac B3aeMomii 3 mmpodecifiHoo
ayauToOpi€ro, SKa CIpUs€e IPUAOAHHIO iIHHOBA-
iAHUX PIlleHb.

IgHoBalifiHa  OiIABHICTE  HEBIH€MHO
oB’sI3aHa 3 (POPMYAIOBAHHSM 1 IOCATHEHHAM
JIOBTOCTPOKOBUX CTpaTeriyHux Iiaeit. Ilpo-
rpaMa AOSIABHOCTI OXOITAIOE KOMIIAEKC 3aX0-
OiB, KOXKEH 3 IKHX CIPIMOBaHUI Ha 30epe-
JKEHHS iCHYIOYHX CIIOXKHBa4iB Ta (hOpMyBaH-
HsI JOBTOTPUBAAUX B3a€EMOBUTIAHUX BiJHOCUH
MiXK KAl€HTaMH Ta KoMIaHicro. BimmosimHo,
MOCAI/I3KEHHSI TIOTOYHOTO PiBHS AOSIABHOCTI
CITOKUBaYiB Ta pPo3pobKa 3ax0/IiB HIOA0 HOro
OiABUILIEHHS HaAeXXaTh OO0 CTPATETiYHUX 3a-
BIAHBb KOXKHOIO ITigmpueMmcTBa. Y wLiil cdepi
JOILIIABHUM € 3aCTOCYBaHHSI OKPEMUX METO/IB

101

ISSN 2524-2547 CouianbHa ekoHomika / Social Economics. 2025. Bunyck/lssue 69 H H H H H H




102

ISSN 2524-2547 CouianbHa ekoHomika / Social Economics. 2025. Bunyck/lssue 69 H H H H 1

Mosoa T. M., Mocan I'. B. HEUPOMAPKETUHT 9K IHCTPYMEHT ITIABUILEHHY PIBHS CITOKUBYOI AOSABHOCTI..

BHCOKI IICUXO0AOTIUHI bap’epu
CHIpUHHATTS iHHOBAIIHHHUX
npoaykTie crnoxkupadamu (high
psychological barriers to
consumer perception of
innovative products)

KAIOUOBA POAB BHCOKOTO PiBHS
KOMIIETEHTHOCTI IIij] 4ac
B3aemomii 3 mpodpecifinoo
ayautopieto (key role of high
competence level in interaction
with a professional audience)

BIJICYTHICTE YITKO BH3Ha4YEHUX
30yTOBHX KaHAaAIB Ta AOKAaITii
JAS IHHOBAIIMHHX [IPOAYKTIB
(lack of clearly defined
distribution channels and
locations for innovative
products)

€MHICTh PUHKY
BHCOKOTEXHOAOTIYHOI ITPOAYKIIil
(market capacity of high-tech
products)

TAODAABHHI XapaKTep PHHKY
inHoBamii (global nature of the
innovation market)

Puc 1. XapakTepHi oco6nmBocTi HayKOEMHOI NpoAyKLii

Fig. 1. Characteristic features of knowledge-intensive products

HEUPOMAapKETHUHTY.

Jlast 3abe3redeHHs CTaAOTO PO3BUTKY ITifi-
IIPUEMCTBA, MiABUIIEHHS KWOro KOHKYPEHTO-
CIIPOMOZKHOCTI Ta MOKAWBOCTI 3aMHSATH Aiflep-
CBbKi TIO3UIlii HA PUHKY, HEOOXIAHO MOTPUMY-
BaTHCd OBOX KAIOYOBHUX HAIPsMIB MiIABHOCTI:
po3pobKa Ta BIIPOBAKEHHA iHHOBAILl, III0 €
HEBII'’€MHHUM €AEMEHTOM PHHKY HAaYKOEMHOI
IPOAYKIIil, a TAKOXK peaaizalliss MapKeTHHTOBHX
3aX0/IiB, CIIPIMOBAHUX Ha KOMeEpIliaaizarlifo iH-
HOBAallifHUX pillleHb.

OCHOBHOIO 0COOAMBICTIO iHHOBaIiHHOTO
MapKeTHHTY € Te, 110 BiH 30CcepezKeHHH He Ha
diznaHo icHyro4il mpoaykilii, a Ha i KoHIEen-
TyaAbHIM po3poli Ta ¢opmyBanHi I 00paszy
B COPUHHSTTI MOTEHIIHHOIo croxkuBada. [asg
PUHKY HayKOEMHOI IPOAYKILi XapaKTepHUM €
CTpaTeriyHe IIAaHYyBaHHS 3aKyIliBEAb, a IIPO-
IIeC YXBaA€HHS PIllIeHHS MO0 NpUAOaHHS iH-
HOBAIifHOIO TOBapY, K IIPaBUAO, € TPHUBAAUM.
e BimkpuBa€e aagd KOMITaHI HOBI MOXKAMBOCTI
BIIAMBY Ha IIpolleC NPUUHATTA PIllIEHHd IIPO
KYIIiBAIO.

Y LIbOMy KOHTEKCTi OCODAMBY yBary CAif
OPUOIAATHA  TIO3UILIOHYBAHHIO MPOAYKTY Ta
eheKTUBHOMY IIPOBENEHHIO PEKAAMHOI KaMIia-
Hii. HafiliHHIIIEM € eTamn, KOAW IOTEHIUHHUHI

MOKYIIeIlb aHaAidye # TIOPIBHIOE ITPOAYKILIIO
Pi3HHUX BHUPOOHUKIB, OCKIABKH caMme B Led Mo-
MEHT MiAIIPHUEMCTBO MOZKE 3aCTOCOBYBaTH iH-
CTPYMEHTH HEHUPOMAPKETHUHIY [AT 32AyIEHHS
KaienTa. ['paMoTHO TOOymOBaHi BiMHOCHHU 3i
CIIOXKHUBa4eM Ha II0YaTKOBOMY €Talli CTBOPIO-
IOTh OCHOBY [ASI JIOBIOCTPOKOBOi B3aeMozii Ta
dhopMyBaHHS HEOOXiTHOTO PiBHS AOSABHOCTI 10
KOMIIaHii y cTpaTeriyHiii TepCneKTUBI.

HelipoMapKeTHHT € HpHUKAQIHUM Halpdgd-
MOM HEHPOEKOHOMIKH, IO IIPEACTaBASIE COOOIO
HOBHUH METONOAOTIUHHH minxim y cdepi map-
KEeTUHTY, SKHH IPYHTYETBCH Ha [IOCAIIKEHHI
IIOBEIiHKH CIIOKMBAYiB i3 3aCTOCYBaHHAM iH-
CcTpyMeHTapilo HedpoHayK. OCHOBHUM IIpem-
METOM BHBYEHHS HEHPOMAPKETUHIY € CIIOKUB-
4Ja TIOBEOiHKa, 30KpeMa KOTHITHBHI IIPOIIECH,
mam’aTh, €MOILHHI peakilii Ta MexaHi3MH MIpU-
HHATTS pilleHb. ['OAOBHOIO METOIO IILOT'O Ha-
IIpIMy € IIPOTHO3YBaHHS BHOOPY CIIOKHBAaYiB
Ha iHAUBIZyaAbHOMY PiBHI, III0 CIIPHUSIE PO3PO06-
i e(peKTUBHNX MapKETHHTOBUX CTPATETIH.

Y HeHpOMapKETHHIY 3aCTOCOBYETBCHA HU3-
Ka [OCAITHUIIBKHUX METOHIB, IO MTO3BOASIIOTH
BHUBYATH PEaKIlii CIoXXKuBadiB Ha Pi3HI Mapke-
THHIOBI CTUMYAHU (pHC. 2):

— MAarHiTHO-pe30HaHCHA ToMoTrpadisg
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eaekTpoeHItedasorpadisa
(EEG) (electroencephalography)

resonance tomography - MRI)

MarHiTHO-pe3oHaHcHa ToMorpadia (MRT) (magnetic

aii-rpekiur (Eye tracking) (eye tracking)

microexpression analysis)

aHaai3 MikpoBupasiB o6anyusa (Face reading) (facial

Puc 2. QocnigHuubKi MeToam siKi 3aCTOCOBYIOTLCA Y HEMPOMAaPKETUHTY

Fig. 2. Research methods used in neuromarketing

(MPT) — meton, g9Kuii fae 3MOTy BiAcTexXyBaTH
3MiHM KPOBOTOKY B I'OAOBHOMY MO3KY PECIIOH-
JEHTIB y BIiAIIOBiAb HA BidyaAbHi Ta aymiasbHi
IIOAPa3HUKH, 10 JO3BOASIE aHAAI3yBaTH PiBEHb
iXHBOI 3aAy4YEHOCTI Ta EMOIIIMHOTO CITPUHHSITTS;

— adi-rpekiur (Eye tracking) — TexHoaorig
BIJICTEKEHHS PyXy O4ei, 1110 icHye y gBoX pop-
MaTax: CTalliloOHApHOMY Ta MOOIABHOMY (y BH-
TAsIfl OKyAsIpiB). Lle#t MeTon BUKOPHCTOBYETHCS
JASI OLTIHKY ITPUBaOAMBOCTI peKAAMHUX MaTepi-
aaiB (BeGca#iTiB, ITU(PPOBUX IIPOEKTIB, TIOAIrpa-
iunoi mpoayKIlii, Bimeopekaamu), a TAKOXK AL
OIITHMIi3allii po3TalllyBaHHs TOBapiB Ha IIOAU-
LIIX V PO3OAPIOHUX TOYKAX IIPOIAKY;

— aHaai3 MikpoBHupasiB obauuus (Face
reading) — cucTema OILIHKHU eMOLIi#i, 1110 0a3yeTh-
Csl Ha aBTOMaTUYHOMY PO3Ii3HaBaHHI MiKPOBU-
pasiB obanuyud. Lle#t MeTon BHKOPHCTOBYETHCS
[ASI BUBHAUYEHHS €(PEeKTHUBHOCTI BiT€OKOHTEHTY,
OHAAWH-IIPOEKTIB, a TAKOXK OL[IHKHU IIPaBIUBOC-
Ti Cy[2K€Hb Iif 4ac TeCTyBaHb Ta aHaai3y CIIO-
KUBYUX yII0100aHb;

— eaekTpoeHIedasorpadisa (EET) — meton
peecTparii eAeKTPUYIHOI aKTHBHOCTI TOAOBHOTO
MO3Ky, SKWUH [03BoAsie (PIKCyBaTH OO’€KTHUBHI
eMOLIifiHI peakIlii AIOAVMHU Ha MIPOAYKTU, pe-
KAAMHI MaTepiaau 4 Au3aiiH, 3a0e3Medyrodu
TAMOIIIe PO3YMIHHS CIIPUMHSATTS CIIOKHUBaYaMHU
MapKEeTHHTOBUX CTHMYAIB'.

Y MapKeTUHTY HAyKOEMHOI ITPOAYKILi Mme-
TOAW HEUPOMAaPKETHHIY MOXKYTh BUKOPHUCTOBY-
BaTHUCH A9 aHAAI3Y PIBHA AOSABHOCTI CIIOXKHBa-
4iB, a TAKOXK JIAS OIIHKU IXHBOI peakllii Ha pi3Hi
pekaamHi Ta PR-komywnikanii. Cepen cermeH-
TiB HayKOEMHOI HPOAYKIil HeHpPOMapKETHHT

1 Top 7 Element Of Digital Branding. (2022, March 28).
LinkedIn : website. URL: https://www.linkedin.com/pulse/top-7-
element-digital-branding-pixibit (aata 3seprerHs: 21.12.2024).

HaMOIABII aKTUBHO 3aCTOCOBYETBHCS HA PHUHKY
cMmapTdoHiB. BUpoOHUKH MOGIABHHX IIPUCTPOIB
IPUOIASIOTH 3HAYHY yBary iHHOBAaIliTHUM METO-
JaM IIpOCyBaHHA TOBapiB, YTPHUMAaHHIO iCHY!O-
YMX CIIO’KMBAadYiB 1 3aAy4€HHIO HOBHUX KAI€HTIB.

3pocraroua KIABKICTH KOMIIAHI¥ iHTerpye
HEeWpPOMapKEeTHUHT y CBOi KOMEPILi#iHiI IIpoIlecH,
OCKIABKHW IIeH MiAXim [o03BOASE TAHOIIE 3pO-
3yMITH CIPaBXKHI MOTHBH CIIOKHWBYOI IIOBe-
minku. [ocaimkeHHsa y cdepi HEHPOEKOHOMI-
KU TATBEPIKYIOTH MPHUHIUIIOBY MOIKAUBICTH
00’€¢KTHBHOTO aHaAi3y MPOIECy YXBaA€HHS pPi-
IIIeHDb IIO/I0 IIPUAOAHHS TOBAapiB, IO CIIPHUSE
Ppo3pob1ii e(heKTUBHUX MapKEeTHHIOBHX CTpaTe-
Tift.

BacrocyBaHHA MeToAiB Helpobiosorii B
MapKeTHHIY Ma€ HU3KY IlepeBar, sKi CIIpHULI0Th
MiABUIIEHHIO e(EeKTHBHOCTI MapKeTHHTOBHX
[OCAI/IZKEHB, OCKIABKHU JI03BOASIIOTH PEECTPyBa-
TH Oe3rocepeHIo (61ABII «06’€eKTUBHY»), a He pa-
LioHaAi30BaHy peaxllilo CIIOKHMBad4iB Ha ToOBap.
Lle nae 3Mory o6’€KTUBHO OIIHUTH CY0 €KTHBHE
cupuiHATTa npoayknii. OCHOBHUMH 3aBIaH-
HIMH HEUpPOMapKeTHHTYy € 3MEHIIIeHHS BUTPAT
Ha MapKEeTHHIOBI JOCAIIXKEHHS Ta OTPUMaHHS
GiABIII JOCTOBIPHOI MAPKETHUHTOBOI iH(POPMATTii.

[ITo € pPyIIiHiHOIO CHAOIO TIOBEMIHKU AIOJIH-
uu? Ilepemycim — raubunHI acorarii, cTpaxy,
CTEPeOTUIIH, HapagurMu Ta (PyHIAMEHTaABHI
rotTpebu, Taki gK IIparHeHHs 10 HAA€KHOCTI 10
TIEBHOI COITIAaABHOI TPyIIH, 3a0e3eYeHHs BAAC-
HOI 0Oe3mneKu, KOMyHIKallis Tomo. JocAimkeHHs
UX (paKTOPiB i BUBHAYEHHS IXHBOI'O BIIAUBY Ha
CpUHHATTS OpeHay Ta HOoro IponyKIlii € KAIo-
YOBUM 3aBIaHHAM (PyHIAMEHTAABLHOI'O Map-
KEeTHUHTY.

F'oAOBHHM 3aBHAHHAM HeEHPOMapKETHHTY
4K MapKETHUHIOBOIO iHCTPYMEHTY € aHaai3 Ta po-
3yMiHHA peaxii HOTEHLIHHOro CHoxKHUBada Ha
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pi3HOMAaHITHI MapKeTHUHToBi cTuMyau. Kopek-
THa IHTepHIpeTallisd OTPUMaHUX MJAHUX OO3BO-
Asie BUOYZIOBYBaTH OOBTOCTPOKOBI BiIHOCHHU 3
KAIEHTOM, TOOTO IIEPETBOPIOBATH ITOTEHIIHHOTO
TIOKYTIII Ha AOSIABHOI'O CITOXKHMBada KOMIIaHii.

BinmoBimHO, aHaai3 pi3HHX KaHaAIiB Ko-
MyHIKaIlii, a TaKoX [OCAIPKEHHH IIEPBUHHOTO
CHPUUHATTS CIIOXKMBa4YaMU I€BHUX TOBAapiB Ta
iXHBOTI'O TTOZAABIIIOrO ITO3UTUBHOTO IOCBiAY BH-
KOPUCTaHHS € HEBIJT'€MHOIO CKAQZIOBOIO (hopMy-
BaHHS JOBTOCTPOKOBUX BiTHOCHH i3 KAlEHTaMHU
Ta BIIAUBY Ha ixHil¥ piBeHBb AOSABHOCTI.

Y 11poMy KOHTEKCTI HeHpOMapKETHHT MOKe
CTaTH HE3aMiHHUM IHCTPYMEHTOM [As BifCTe-
SKEHHd Peakllifi CrloKuBadiB Ha BiAT'YKH 11010
ixHbOi B3aemozii SIK i3 IPOAYKIIi€IO, TaK i 3 KOM-
IaHi€I0 3araroM. BukopucTanHa HelpoMapKke-
TUHTOBUX METOMIB y cdepi HAYKOEMHOI IIpo-
OYKIl CITPUATHME ITPOBEAEHHIO KOMIIAEKCHUX
[OCAIT3KEHDb Y TaAy3i I[IIHOYTBOPEHHS Ta aHaAi-
3y CHIOXKUBYOI ITOBEMiHKU, & TaKOXK JO03BOAUTH
OLIIHIOBATU €(PEKTHUBHICTh PI3HUX PEKAAMHUX
HoCIiB, 30KpeMa BebcaiiTiB, ymakoBku, 0iabop-
OiB, BimeoMmartepiasiB, KOPHOPATHUBHHUX (iAb-
MiB, KOMITTOTEPHHUX irOp, CAOTAHIB, AOTOTHIIIB
Ta IHITNX MapKETUHTOBUX iHCTPYMEHTIB.

BucHOBKH. 3acTocyBaHHS Helpomap-
KETHHTOBHX IHCTPYMEHTIB y cepi HAYKOEM-
HOI ITPOAYKIii € MepCHIeKTUBHUM HAaIPSIMOM
MapKEeTHUHTOBUX [OCAi’KEHb, IO [03BOASE
dopMyBaTH JOBrOCTPOKOBI B3a€MOBITHOCHHH
3i crioXkMBa4YaMH Ta IiABUIIyBAaTH PiBE€Hb ix-
HbBOI AosiabHOCTI. Ha BinMiHy Bin Tpagumiinux
MapKEeTHHTOBUX CTpaTerifi, HepoMapKeTHHT
doKycyeTbCH Ha TAUOOKOMY aHAaAi3i KOTHi-
TUBHHUX 1 €MOILIHHHX peakllifi CII0KUBaYiB,
L0 A€ 3MOTYy CTBOPIOBATHU OiABII epeKTHBHI
MapKeTHHTOBi KoMyHikarlii. /locAisKeHHS I10-

CnHCOK BHKODHCTaHOI AiTepaTypH

1. ocaH I B. AHani3 pe3ynbTaTMBHOCTI iHCTPYMEHTIB Map-
KETUHTOBMX KOMYHiKaLii. TaBpiiCbKUA HayKoBWW BiCHWK:
Cepis ExoHomika. 2022. Ne 11. C. 32-40. DOI: https://doi.
0rg/10.32851/2708-0366/2022.11.5

2. TMoeog T. M. lMoeepniHkoBI hiHaHCK: CyTHICTb Ta nigxogw
[0 BU3HA4YeHHs. TaBpilicbknii HaykoBui BicHUK: Cepis
EkoHomika. 2022. Ne 14. C. 102-109. DOI: https://doi.
0rg/10.32782/2708-0366/2022.14.13

3. Mosop T. M. MNoBegiHKoBi chiHaHCK: iHTerpaLlii 3 KnacuyHUMM Teopismmn
AN eekTUBHOrO  YNpaBMiHHSA  iHBECTULIMHUMM  PiLUEHHSMU.
Taspiiicbknit HaykoBui BicHuk: Cepis ExoHomika. 2024. Ne 22.
C. 146-152. DOI: https://doi.org/10.32782/2708-0366/2024.22.16

4. [laHbko H. |. 3acTocyBaHHS iHCTPYMEHTIB HEPOMAapPKETUH-
ry B KOMyHiKaLisx i3 KnieHTamn B TYpUCTUYHOMY Bi3HeCi.
EkoHomika Ta cycninbctBo. 2024. Ne 65. C. 170-176. DOI:
https://doi.org/10.32782/2524-0072/2024-65-5

5. TymenHa O. B., lToHyapoBa K. O. HeiipomapkeTuHr sik
iHHOBALLIiHWIA IHCTPYMEHT Y MapKeTuHry. Haykosi 3anucku
HaYKMA. EkoHomika. 2018. T. 3, Ne 1. C. 38-44. DOl
https://doi.org/10.18523/2519-4739312018149798

Ka3aA0, II0 OCOOAWBOCTI PHHKY HAYKOEMHOL
IPOAYyKIlii, Taki K BUCOKHH pPiBEHb KOTHi-
TUBHUX 0ap’epiB, TPUBAAUH IIUKA YXBaACHHS
pillleHb Ta 3HAYHUY BIIAUB €MOIIFHUX (paKTO-
piB, BUMaraloTb 3aCTOCyBaHHS HOBITHIX Me-
TO/IB JOCAII>KE€HHS [TOBEMIHKH CIIOXKUBAaYiB.

PesyabTaTy anHaaizy mDiaTBEpOMAH, IO
KOMIIaHii, sKi BIPOBAIXKYIOTH HelpoMapKe-
THUHTOBI TE€XHOAOTI{, IOCATAIOTH BUIIOTO PiBHS
OOBIPU cepel CIIOXKUBAYiB 3aBASKH OIITUMi-
3arlii BidyaabHOI KOMyHiKallii, MIiIBUIIEHHIO
€MOLIIHOI 3aAy4YeHOCTi, epeKTUBHILIIN ITIHO-
Bifl TIOAITHII Ta IepcOHAaAi3allii MapKeTHHTO-
BUX KaMIlaHili. BuaBaeHo, 1110 BUKOPHUCTAaHHS
MeTOiB aUTpeKiHTy, aHaaidy MiKpoBUpasiB
00Aamuds Ta eaekTpoeHIledasorpadii mo3BoO-
ASI€ OLIIHIOBATH pPeaAbHi peakilii CIIOKHBadiB
Ha MAapKETHHIOBI CTUMyAHW Ta (OpPMyBaTH
crparerii, gxki miABHUIYIOTE eQEKTUBHICTD
IIPOCYBaHHS IHHOBAaIliliHOI IPOAYKIIii.

TakuM YUHOM, HEHPOMapPKETHHT € BaXK-
AWBHM IHCTPYMEHTOM y  CTpaTeridyHOMY
yIIpaBAiHHI MapKeTHHIOM HayKOEMHHX TOBa-
piB. Moro 3acrocyBaHHS [O3BOASIE HE AMIIE
IIOTAMOUTH PO3YyMIiHHS ITOBEAIHKH CIIOKHBA-
4iB, a ¥ CITpOrHO3yBaTH iXHi pillleHHd, IO 3a-
Oe3medye KOHKYPEHTHI IIepeBaru KOMIIAaHiH y
BHCOKOTEXHOAOTIYHOMY cermeHTi. Ilomaambrmi
JOCAIMIZKEHHS y IIbOMY HaIIPsIMi MOXKYThb OyTH
30CepesKeHi Ha IIPaKTUYHOMY TeCTyBaHHI
HeUPOMapPKETUHIOBUX TEXHOAOTIH [Ad Pi3HUX
KaTeropii HayKOeMHOI IMPOAYKIIii Ta po3pod-
11i iIHHOBAIIMHUX METOMIB aHaAi3y CIIOKHUBYUX
ynonobaub. BpoBamkeHHS TaKHUX CTpaTerii
CIIPULTHUME ITIABUIICHHIO PiBHA MOOBIpH MO0
6peHay, POPMYyBaHHIO AOSABHOCTI CIIOKHBA-
4iB i 3a0e3MeYeHHI0 CTIHKOr0 PO3BUTKY KOM-
HaHiii, 110 NIpalooTh y cdepi iIHHOBALIMHUX
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NEUROMARKETING AS A TOOL FOR ENHANCING CONSUMER LOYALTY IN THE KNOWLEDGE-
INTENSIVE PRODUCT SECTOR

Abstract. The article explores the use of neuromarketing as a tool for enhancing consumer loyalty
in the knowledge-intensive product sector. The main neuromarketing methods, such as eye tracking,
facial microexpression analysis (Face Reading), electroencephalography (EEG), and functional
magnetic resonance imaging (fMRI), have been identified as key techniques that provide a deeper
understanding of consumer behavior and decision-making in purchasing innovative products. The study
analyzes contemporary scientific approaches to utilizing cognitive mechanisms in marketing strategies
and assesses their impact on the formation of long-term consumer loyalty.

The research is based on a comprehensive approach that includes an analysis of theoretical concepts
of neuromarketing, empirical evaluation of marketing campaigns employing neuroscientific methods, as
well as surveys and expert interviews with specialists in marketing and behavioral economics. Statistical
analysis methods were applied to identify correlations between consumers’ cognitive perception of
products and their level of trust in brands.

The findings demonstrate that the application of neuromarketing tools improves the effectiveness of
marketing communications, optimizes advertising materials, and facilitates the creation of personalized
marketing strategies that account for deep cognitive and emotional consumer responses. It has been
established that neuromarketing technologies allow companies to adapt their marketing strategies to the
unique perceptions of innovative products, which is particularly important in the high-tech sector.

The practical significance of the study lies in the potential use of the obtained results for developing
effective consumer engagement strategies, increasing trust levels, and forming long-term competitive
advantages for enterprises operating in the knowledge-intensive product sector. The study concludes that
integrating neuromarketing approaches into marketing strategies is a promising development direction
that can provide companies with significant competitive advantages and enhance the effectiveness of
communication with target audiences.

Keywords: Neuromarketing, Behavioral Finance, Consumer Loyalty, Innovation Marketing, Trade,
Behavioral Economics.
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