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HEMUPOMAPKETHUHT SIK IHCTPYMEHT BILJIUBY
HA MOBEJAIHKY CITIOKNBAYA

Cb0200HI 6 YMOBGX 3HAUHOI KOHKYpeHYii Oinbuticms NiONpUEMCMS 3anexcums 6i0 OyMKU NOKYRYIG, addce imioxe 6peHdy
Ma N0ATLHICTG CNONCUBAYIE € JHCUMINEBD BANCIUBUMU ACNEKMAMU IXHbO2O IcHy8anHsl. JJocniodicenHs 6n0000anb NOKynyie ma
3MIHU IXHIX HACMPOI8 HUHI € OOHUM 3 OCHOBHUX NUMAHb OJisl MAPKEMUH208UX 8I00iNi6 nionpuemcms. B Yipaini, max camo sax
i 6inbuoCcmi po36UHEHUX Kpain, nepesazit y Ybomy HANPAMI Q0CTIONCEHHS HA0AIOMbCA HelpoMapKemuney. 3a ceoim amicmom
HeUpOMApKemune — 00CIIONCEHHS, SKI 30CePe0NCYEMbCS HA POZYMIHHI 83AEMOOIT NISHAHHA Ma eMOYill Y NOBEOIHYT CRONCUBAYIE.
Y cmammi docniosceno ocnosHi nioxoou 00 MmpakmyeanHs NOHAMMSA «HEUPOMAPKEMUHey, BUOKPEMIEeHO Maki 6Uuou Hetpo-
MapKemunzy, AK MapKemuHe08i O0CTIONCEHHSA 3 BUSHAYUEHHS PeaKyill MO3KY, apoMamapkemune, ayoiomapkemune, nCUxXonozis
Koabopy. 3a pesynvbmamamit 00CHiONCeHHs 00IpyHmMosaro 4P nelipomapkemuzy.

Knruogi cnosa: nelipomapkemine, mosap, Cnojicuéay, NOeOiHKA CnoJICUBAYi8, KOMYHIKayii, eMoyii.

NEUROMARKETING AS ATOOL TO INFLUENCE CONSUMER BEHAVIOR

Currently, much attention is paid to neuromarketing research, because it is on their basis that information about attention,
perception, mental processes, memory, emotions of the consumer is summarized. It is with the help of neuromarketing that mar-
keters form the image of a certain customer with his preferences and develop a certain concept of influencing him. This article
discusses the concept of neuromarketing, its interpretation. Also, an overview of neuromarketing tools, their advantages and
disadvantages, possible areas of application was made. The channels of perception of marketing information by consumers are
described and examples of their practical application are given. The aim of the study is to systematize approaches to defining
the concept and essence of neuromarketing. Determine its impact on the behavior of potential buyers. Neuromarketing is a com-
mercial marketing communication field that applies neuropsychology to market research, studying consumers' sensorimotor,
cognitive, and affective responses to marketing stimuli. The field of neuromarketing, sometimes known as consumer neurosci-
ence, studies the brain to predict and potentially even manipulate consumer behavior and decision making. Neuromarketers use
a wide range of neuromarketing techniques and technology in their pursuit to better understand consumer behavior. The tech is
generally separated into two camps: those that measure neurological brain activity and those that infer neurological responses
by proxy. Neuromarketing's flexibility, while confusing at first, is also the industry s greatest asset. In practice, neuromarke-
ting can be used to answer almost any research question that marketers might have about their product — even questions that
traditional marketing research can 't tackle. Studying manipulation techniques of consumer behavior in the market allowed to
arrange them, determine the most efficient stimulation methods of consumer s subconsciousness and methods of momentary
purchase. In the science there is a concept ‘multisensory perception’ that includes data received by a person through sense
organs (eye-sight, hearing, olfaction). The popular manipulating methods are systems of discount, packing shapes, attracting
celebrities, empathy, comparison effect, etc. Neuromarketing is capable of studying both the preferences of consumers regarding
certain products and brands, and the process of their selection, taking into account the subjective characteristics of consumers.

Keywords: neuromarketing, product, consumer, consumer behavior, communication, emotions.
JEL classification: M31, D87, D11

IMocTanoBKka mpo6jemMu. HacwdueHICTh CIOXHBYOTO
PUHKY, IITO 3YMOBJICHA Hi}lBI/IH_IeHI/IMI/I BUMOI'aMH CIIOXHU-
BayiB, CYNPOBOKYETHCS i MOSBOI HOBUX KOHKYPEHTIB
Ta 3MIHOIO CIIOKMBUMX mepenar. OTxe, nepes BUPOOHH-
KaMHU II0CTa€ NMUTAHHS HE JIUIIE 3aBOIOBaHHS IIEBHOTO
PHHKOBOTO CETMEHTY, a i yTPUMaHHS KII€HTIB HUIIXOM
BHBUCHHS IXHIX ynomo0aHb Ta IIBHAKOTO pearyBaHHS
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Ha 3MiHHM iXHIX HacTpoiB. Baroma pons Ha mpOMy eTarri
BIIBOIUTHCS MAapPKCTHHTOBHUM JOCIIDKEHHSAM, L0 IPYH-
TYIOTHCSI HA BUBYECHHI IICUXOJIOTIT IMOKYIIIIB, @ came ICH-
XoaHaJi31 Ta HelpoHayni. HuHi 3HauHa yBara mpuiiis-
€TBbCS caM€ HEHPOMapKETHHIOBUM JIOCIIIKCHHSM, aJiKe
caMe Ha IXHii OCHOBI y3araJabHIOETHCS 1H(QOPMAIIs PO
yBary, CIPHHHATTA, pO3yMOBi TPOIECH, MaM'sTh, €MO-
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uii cnoxkuBada. Came 3a JOIIOMOTOI0 HEHPOMAapKETHHTY
MapkerosoraMu (opMmyeTbesi 00pa3 MEeBHOTO MOKYIIIS 3
HOro BIOI00AHHIMHU Ta PO3POOIISETHCS TIEBHA KOHIICTIIIS
BIUIMBY Ha Hboro. HelipoMapKeTHHT — 11e¢ HOBUI HaIpsiM
JOCITIKeHb, 10 MOEAHYE ¥ c001 MOHATTA 3 HEHPOICH-
xoJIorii, HeWpodizionorii, ceMiOTHKH, MCUXO(QI3HKH Ta
MapKeTHHTy [ 1]

AHaJti3 ocTaHHIX Aociaxkensb i mydaikaniii. [ToHsaTTS
«HEHPOMAPKETHHI» IOCIHIIKYETHCSI JOBOJI JaBHO, OTXKE,
iCHy€ 3HaYHa KiNBbKiCTh HOTO BU3HAUCHB 3 SAKICHUM 1 KiJTb-
KicHUM migxomamu. Ls Hayka 3'sBUIacs Ha OCHOBI JOCTIi-
JUKEHB JIFOJICKKOT0 MO3KY 1 IJAHUX KJIACHYHOTO MApKETHHTY,
y X0zl SKHX OyJI0O BCTAHOBJICHO, IO CHOXXKWBA4 MpHiMae
pIIICHHSI HE JIMIIE HAa OCHOBI paliOHAIBHHUX CY/DKCHb, a
I Ha OCHOBI EMOIIWHUX PEaKIiii, sIKi BiH HE MOXE KOHTp-
oJtoBatH [2, ¢. 38].

Tak, HEWPOMAPKETHHT SIK HAmpsSM TMOBEIIHKOBOI €KO-
HOMIiuHOT Teopii nociipkyBaiu: M. Axymid, A. binoyc,
O. bocak, B. Bynsyn, 0. I'ybapesa, P. ['mimuep, €. Kan,
A. KonecnikoB, M. JlinnctpoMm, O. Mockanerko, b. Oeii-
MmaH, M. Oknanzep, A. Tpaitaur, /. @ponos Ta iH.

3a cBoiM 3MmicToM HeipoMapkeTHHr (rper. Neuron —
HepB 1 a1 market — puHOK, 30yT) — KOMITJIEKC MPHIO-
MIB, METOIIB Ta TEXHOJIOTIH, IO (POPMYETHCS Ha TMepe-
THHI €KOHOMIUHOI Teopii, HelpoObioiorii, ncuxosorii ta
memuiunau [3].

OxpeMmi T0CHITHUKH HOHSTTS «HEHPOMapKETHHI» OTO-
TOXHIOIOTb 13 CEHCOPHUM MApKETHHTOM, SIKHH J0TToMarae
CTBOPUTH YMOBHHH pe(ekc: KoM JIOAMHA 4Yy€e IEBHY
MY3HKY, BiI4yBa€ 3amax a00 0auyuTh [MO€THAHHS KOJIbOPIB,
y Hel BUHHMKAIOTh YiTKi acouialii 3 IeBHUMHU MOAISIMHU abo
npeaMeTaMu. AJDKe BCl IpOLieCH HeHpOMapKeTHHTY 3a0e3-
MEYyIOTh CEHCOPHE CIPUHHATTS TMPOAYKIli, 11 KOIBOPY,
300pa’keHHs, apoMaTy Ta 3BYKOBOTO O(OPMIICHHS, TOMY
i TEXHOJOTil BIUIMBAIOTh HA I'STh OPraHiB BiT4yTTiB
MOKYIIIIS, [0 BiJKPUBAE HOBI MOXKJIMBOCTI B Oprasizamii
MIPOJaKiB, BEJACHHS TEPEroBopiB i mMoOyJI0Bi BIZHOCHH i3
kiieHTamu [4, c. 77].

Tak, M. AxyHi4 BU3HaYa€ HEHPOMAPKECTUHT, SK BHI
MapKeTHHTY, K BAKOPHUCTOBYE Pi3HI CTUMYIH, K1 BILTH-
BAaIOTh Ha JTIIOACHKHUNA MO30K, 1100 BUKIUKATH MOTPIOHY Aif0
[5, c. 12]. «HelipomapkeTHHT — HOBA rajxy3b 3HaHb, SIKa €
KOMOiHaIi€r0 JBOX cdep 3HAHb — HEBPOJIOTIi Ta Tpaju-
uiifHoro MapkeTuHry», — yBaxae E. Kan [6]. A. KonecHi-
KOBA, CBOEIO YEPIol0, 3a3Hayae, MO0 «HEHPOMapKETHHI —
Habip METOAIB, CTBOPCHUX 3a JOMOMOTOI0 CTaTHCTUYHOI
00pOOKH JaHWX, OTPUMAHUX y PE3YNIBTATI MCUXO(I3UIHUX
nociimkerb» [7]. M. Copoka xapakrepusye Heilpomapke-
THHT SIK «PO3JI1UT MPUKIAIHOT HEHPOESKOHOMIKH, KU 0XO-
TUTIOE JTOCITIJKSHHS! CIIOXKHMBYOI ITIOBEIHKH 13 3aCTOCYBaH-
HSIM IHCTpYMEHTapiro HeHpoHayk» [8, c. 125].

@. Komiiep CTBEPIKYE, 1110 «KHEMPOMAPKETUHT — TaKUH
MapKeTHHT, SKAH BHUKOPHCTOBYE pi3HI (POPMHU BIUIMBY
Ha JIFOACHKHUNA MO30K, 1100 BHKIHKATH MOTPiOHI aii» [9].
A. Tpaituni 3a3Havae, MO «HEHPOMapKETHHT — Iie Halip
MIPUHOMIB, B OCHOBI SIKOTO JIe)KaTh 3HAHHs Oil0XiMii, eMo-
LIHIX peakuii JFOANHH, IO 3aCTOCOBYIOTHCS ISl BIUIUBY
Ha CTIPHHHATTS i IOBEAIHKY TTOKYIIIIS, BIUTUBAIOYH HA BCi
ioro m’sTh opraniB mouytTiB» [10]. «HelpomapkeTnHr
BUBYAE Peakilii MO3Ky Ha Pi3HI MApKETUHIOBI CTHUMYIIHU SIK
iHpOpMaIiHOTO, TaK 1 YyTTEBOTO IUIaHYy, 100 3pO3yMITH,
Ha 110 pearyroTh MOKYII i YoMy NPUHMAOTh Ti UM IHIII
pimenHs», — 3a3Ha4ae P. [{ymi [11]. @. Bapaen yBaxae, mo
«HEHPOMapKEeTHHT BimoOpakae IIEHTPOM yBard HE TOBap,

a pimeHHs ioro npuadaru, peanizaliro sSKoro 3adesnedye
HeipoOiomoris» [12].

OTXe, y3araJbHIOIOYN AYMKH HAYKOBIIB, HeifpoMap-
KeTHHT — II¢ TEXHOJIOTis, IO 3HAXOMWUTHCS Ha TMEPeTHHI
HeHpoOioJorii, MCUXOJIOTIl Ta MOBEIIHKOBOI €KOHOMIKH
W BHMBYAE CIIOXKUBYY IIOBEIIHKY: MHCJICHHS, ITi3HAHHS,
nam'siTh, EMOIIINHI pPeakIlii TOIo, BUOUPAIOUN 32 OCHOBY
MIPOTHO3YBaHHS CHOKUBYOrO BHOOpPY iHauBiniB. Hefipo-
MapKETHHT [[a€ 3MOTY BU3HAYUTH CTaBJICHHS OYIb-SIKOTO
CHOKMBaya JI0 MPOAYKIIii e 10 TOTO, SIK BiH caM Iie 3po-
3ymiB [13, c. 36].

HesBakaroun Ha 0e3id AOCIHIIKeHb HEHPOMapKeTHH-
TOBHX TEXHOJIOTIH, TEMITH 10r0 PO3BUTKY J0BOJII HEBUCOKI,
il JoTenep 3aININAIOTHCS TUTAHHS 1010 HOTO JTOUIIBHOCTI
Ta cepu MPaKTHIHOTO BUKOPUCTAHHS.

Meta cTaTTi ToNATaE y CHCTEMAaTH3alii IiIXOIIB 10
BH3HAUCHHS MOHATTS i CyTHOCTI HEHPOMapKETHHTY, BU3HA-
YeHHI HOro BIUIMBY Ha MOBEIHKY MOTEHLIHHUX MOKYIIIIB.

Buxisiag ocHoBHoro marepiaaxy. Orxe, Heipo-
MapKETHUHT — II¢ IHHOBALIWHUHA ITiIXiJT MapKECTHHITOBUX
JOCIIDKeHB, IO IMOETHYE HAYKOBO-TIPAKTHYHHNA JOCBIT
CYKYITHOCTI HamlpsIMKiB: HEpo0ioIoTii, MOBEAIHKOBOI EKO-
HOMIKH, MApKETHHTY Ta Tcuxoiorii. O0’€KToM BHUBUCHHS
HEMPOMApKETHHTY € MIMPOKHU CHEKTP PeaKIiil JIIIUHU:
JIOCIIJDKEHHST 3MIH JTUHAMIKH ITyJIbCY, POIECy NOTOBH/II-
JICHHSI, CTPYMIB MO3KY, PyXiB 31HHUIIb Ta IHIINX CIOHTaH-
HUX peaKIii.

CaMe HEHPOMApKETHHT MPOTETY€E PO3YMIHHA EKOHO-
MIYHHX 1 CHO)KMBYMX MOTHBIB JIOZIEH 13 MOTIISTY MPOIIECiB,
SIK1 Bi10yBaIOThCsl B TOJIOBHOMY MO3KY i HEpBOBIH cHCTEMI
JIFOIMHH.

VY 3araJibHUX pHcax KOHLENIiI0 HEHPOMapKeTHHTY B
1990-x pokax po3pobuB mcuxonor ['apBapackkoro yHi-
Bepcutety Jk. 3adT™MeH, 3amaTeHTyBaBIIHA ii i Ha3BOIO
ZMET (Zaltman Metaphor Elicitation Method). B ocroBy
1iei TexHoorii OyJI0 MOKJIAJEHO MOJIEINb, 3TiHO 3 KO
3HaYHA 4YaCTKa IHTEJCKTyadbHOI [iSUTBHOCTI JIFOJMHH,
BKITIOYAIOYN €MOIIi1, BiTOYBaEThCs HA MiICBIIOMOMY PiBHI.
Cytricte ZMET 3Boamiacs 1m0 aHami3y MiJCBIIOMOCTI
JIOMUHM 32 JOMOMOTOI0 HaOOpy CHeHialbHO MigiOpaHux
KapTHHOK, SIKi BUKJIUKAIOTh MMO3UTUBHUN €MOIIMHUN BiJ-
I'YK 1 aKTHBI3YIOTb NpPHUXOBaHI 00pa3u-meradopH, CTH-
MYJTFOrOYi MOKyIKy. Ha OocHOBI BusBICHUX 00pa3iB Oyiu
CKOHCTpyHOBaHI TrpadivyHi Koiaxi, 3aKjajeHi B IMOAAb-
IIOMY B OCHOBY PEKJIAMHHX pOJNHKiB [14, c. 438].

Tepmin «HEHpoMapkeTHHT» 0(imiifHO OyII0 BBEACHO B
2002 p. mpodecopom VYuiBepcurery Epasma Porrepmam-
cekoro E. Cmiarcom, sikuil yBaxas, 0 HEHPOMapKETHHT
JTa€ MOYKITUBICTD MIJBUIIUTH «S(EKTUBHICTH METOJIIB Map-
KCTHHTY, BUBYAFOYH PEAKIIF0 MO3Ky» [15].

JocnimkeHHS 3 HEHpPOMapKEeTHUHTY TMOMIUISIOTECS Ha
JIBa BUIU: MeTonn soft (3MiCHEHHS TICHMXOIIHTBICTHYHUX
JIOCTIDKeHb, OTpUMaHHS iH(opMamii BiI OMUTYBaHHUX
[UIAXOM CIIBOECITM — aHKeTyBaHHSA, (DOKyc-rpymu abo
IIJSIXOM CIIOCTEPEXKEHHsI 32 00 €KTOM Y Tpoleci 3Mii-
CHeHHsI TOKyTKK) Ta hard (3nilficHeHHs 3aMipy OiomeTpny-
HUX MOKA3HUKIB, [0 MOXKYTh CBITYATH IPO 3MIHU CITOKU-
BaIlbKOi MOTHBAIii uepe3 emoriitHi 3Minn — Eye tracker,
nomirpad, Face reading, MPT, EEI') [16].

VY KJIIaCMYHOMY BHUIJISIII B HEHPOMAPKETHHIOBHX KOMY-
HIKaIlisX BUKOPUCTOBYIOTCS CIIyX, 3ip, JOTHK, HIOX. Bro-
KPEMIIIOIOTh TaKi BUM HEHPOMapKETHHTY:

— MapKEeTHHTOBI TOCIIPKCHHS 3 BU3HAYCHHS PEaKIlii
MO3KY (BIUTUB Ha CMaK);
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— apoMaMapKeTHHT;

— ayIioOMapKeTHHT (BIUIMB Ha CITyX);

— TICHXOJIOTisl KONIbOpy (Bi3yaJIbHUH BILIMB).

OCHOBHUM IHCTPYMEHTOM HEHPOMApKETHHIY IpH-
WHATO BBA)KaTH 30pOBUH (Bi3yalbHUIT) KaHAN. 3a3BHUail
MOKYIII OTPUMYIOTh 3HAa4YHy YacTHUHY iHQopmaiii came
3a moroMororo 3opy. [IpaBmiapHO mimiOpaHe KOITbOpOBE
pileHHs1 iHTep'epy crpusic 30UIBLIEHHIO AKTUBHOCTI
HOKYIIIIB Y Mara3uHi.

[Ncnxogi3nyHMit BIUIUB KOJILOPY CYTTEBO 3aJICKHUTH Bijl
HOro HACHUUYEHOCTI, PO3MIpY, BIJICTaHI Ta HaNpsIMy OCBIT-
JeHHs. BHokpeMITioroTh Konsopu:

— XOJIOJJHOTO CIIEKTpa: CHHil, Oummid, QioneToBuil Ta
3€JICHUI BUKJIMKAIOTD Yy JIFOJIMHU BIIUYTTS CIIOKOIO Ta 3Hi-
MaroTh HAIpyTy;

— TeIUIOTo CIEKTpa: JKOBTHH, YEPBOHMUH, IMOMapaHue-
BUI1 IPUBEPTAIOTH yBary.

Bapro 3a3HaunTH, 110 KOJILOPOBA F'aMMa, sIKa BUKOPHC-
TOBYETHCSI TOPrOBOI0 MapKOI0, Mae€ BpPaxXOBYBaTH CE30H-
HICTh Ta CBATAa. Y3UMKy HE 3aBaJUTh KOPHUCTYBAaTHCS
TEIUTMMHU KOJIbOPAMH Ta TiepTpOOBAHUM OCBITICHHSIM.
BecHoro Ta BIITKy BapTO Ha/laBaTH IepeBary CHHIM, 3elie-
HUM Ta SCKPaBO KOBTHM KosibopaM. L{ikaBuM € To# ¢axr,
110 Ha Pi37BO Ta HOBOPIYHI CBATa 3HAYHA yBara IOKYIIIIiB
BIJITA€THCS JIOKAIIISIM, SIKi Y CBOEMY iHTEp €pi MTOEAHYIOTh
4yepBOHI Ta Oini koybopu. [l TOBapiB mpeMiyM-Kiacy
BapTO BiJJaBaTH IIEPEBary IIO€AHAHHIO YOPHOTO 3 Yep-
BOHUM a00 30JIOTUCTHM, ITypIYypOBOMY a00 3e€JICHOMY i3
30JI0TOM TOLLO.

Orxe, mepeBary BapToO HaJlaBaTH YUCTHM, a HE 3Milla-
HUM KOJIBOpaM, CaMe CBITJII KOJIbOPH MIBHIIIC MPHBEP-
TalOTh yBary mokynmiB. [IpoTe mominpHO 3BakaTw W Ha
KaTeropito JIofel, Ha SIKUX pO3paxoBaHO NMEBHUI TOBap
(tabm. 1).

Tabmuus 1
PizHuns mix yar001eHMMH Ta BiApa3IuBUMH KOJbOPaMHU
40J10BiKiB i kiHOK [17]
Yaro06enuii koJtip | Hesmo0umuii kosip

YosoBikn
Cunii (57%) Kopnunesnii (27%)
3enennit (14%) DdioneroBmii (22%)
Yopuuii ( 9%) JKosrorapsunit (22%)
Kinku
Cumniit (35%) JKosrorapsanii (33%)
DioneroBuii (23%) Kopuunesnit (20%)
3enenuit (14%) Cipuii (17%)

OOrpyHTyBaHHs HeWpoMmapketury B 4P moisrae y
TaKoMY:

— IIponyxt. Ilix wac po3poOieHHST MPOIYKTY HEWpo-
MapKEeTUTOBI I0CHI/UKEHHSI BU3HAYAI0Th, HACKIIBKH IIOTEH-
LITHAM TTOKYHNIISIM T0100ar0ThCSI CMaK, 3amax, KoJip, BU.

Takox 3HaUCHHS Ma€ CE30HHICTB TOBapY, HOT0 03100JICHHS
Ta po3Mip, rapaHTiiiHe 3a0e3neYeHHs TOIIO.

— Ilina. Y nporeci MiHOyTBOPEHHS PE3yJabTaTH TOCTi-
JUKEHHSI JIOTIOMAaraioTh 3pO3yMiTH, UM € I[iHa CHpaBeIU-
BOIO, UM TOTOBI CIIO’KMBAYI 11 3ar1aTUTH 32 JAHUH TIPOTYKT.
IIpiopureTom asst GITBIIOCTI CIIOKUBAYIB i 9ac BUOOPY
TOBApy CTa€ HAABHICTh 3HIDKOK Ta Pi3HOTO POy MPOMOAK-
1iit. TakoX MOKYTIIli TOPiBHIOIOTH I[iHA KOHKYPEHTIB.

— Micre. I3 mo3umii obmamTyBaHHA MICI TPOIAXKY
TOBapiB: JIa€ 3MOTY PO3TAlIyBaTH TOBapH TaK, 1100 BOHU
BijZlpa3y npuBepTany Ha cebe yBary (HalnpuKIiaji, Ha PiBHI
oucii); BUKOPUCTOBYBATH TCBHI apOMaTH Ta BiIMOBITHHIA
MY3WYHHUI CYNPOBIJI; BUKOPHCTOBYBATH KOJBOPOBY Tamy
Ta OCBITJICHHS ITi/1 4ac 0(OPMIICHHS TOILLO.

— IlpocyBannst — OpeHJ, CTBOPEHHS PEKJIAMHOTO
o0pa3y, HaB’sI3NMBICTh Ta arpecHBHICTh PEKJIAMH, JIOTO-
THITy, OanepiB. JlocimiPKeHHS TTOKa3y10Th, [0 YBary MOKyII-
IiB MIPUBEPTAIOTH JCTYCTAIlisl (11 TIEBHOI TPYIH TOBapiB),
IMIPKEBI akIiii Ta CEMIUIIHT, @ TAKO)K OaHUIIHT TOLLIO.

OT1xe, cepa BUKOPUCTAHHS HEHPOMAPKETHHTY TIOIITH-
PIOETHCS HA TPAKTUYHO BCi HANpPSIMU KJIACHYHOTO MapKe-
THHTY Ta MO>Ke OyTH BUKOPHCTaHA y: HEHPOMapKETHHIOBUX
JIOCITIJDKEHHSIX, OPEHIMHTY, MAPKETHHIOBHX KOMYHIKaIlisX
Ta MPOCYBaHHI TOBApPiB, aHAI31 MOBEAIHKA CIIOKUBAUIB Ta
CTBOpPEHHI BEOKOHTEHTY.

Came 3a JIONIOMOTOI0 HEHPOMAapKETHUHTY JOCIHIIHUKA
BU3HAYWIIN: JIIOMU pearyloTh OUIbIlle HA eMolii, HiX Ha
MOSICHEHHA. A TOMY OCHOBHUMHM IIiAXOJaMu HeHpomap-
KETHHTY € PO3YMIHHS CyTi MpPOIYKTY, ITOTPEeOH KII€HTa,
CTBOpEHHs iH(pOpMaIii PO MPOAYKT Ta JOHECCHHS ii 110
MOKYIIIB Yepe3 MOIYTTS Ta €MOIIii.

BucHoBku. Y 1inoMy HEHpOMapKETHHT BHPIIIyE Ti
po0IeMu, SIKi He 3MIT BUPIIIUTH TPaIUIiTHAN MapKETHHT.

Tak, 3a JONOMOIOX HEHPOMAPKETHHIY MAapKETOJIOIH
MOXXYTh BH3HAYaTH Pi3HI MICUXOJOTIYHI MEXaHI3MH il 1mpo-
I[eCH HEHpPOHHOI OOpOOKHM, sIKi MPHXOBaHI 3a 30BHI CXO-
JKOIO TIOBEAiHKOI0. Harpukiiazn, BOHM MOXYTb BiJPI3HUTH
cucremy «nonobaerbes» (liking) Bin cuctemu «Oaxaro»
(wanting). Pazom i3 THM HeHpOMapKeTHHT Ja€ 3MOTy Map-
KETOJIOTaM CHOCTEpirary BIUIMB EMOLIHHNX CTaHIB JIFOANHA
Ha TPOIIECH NPUIHSTTS IIEBHUX €KOHOMIYHUX PIllICHb.

Came 3a ZJOIIOMOTOI0 IHCTPYMEHTIB HEHPOMAPKETHHTY
BiJICITIIKOBYETHCS TIpOIIeC 0OpOOKH CTIOKHBadYaMu iHQPOP-
Marlii mpo ToBapHu B peasbHOMY Yaci, 10 Aa€ 3MOTy iHTep-
MPETyBATH IIPOLECH CIIOKUBAHHS IIIIXOM MOJIEIIOBAHHS
peaslbHUX CIICHApiiB, 00 YHUKHYTH BIUTUBY iHIIUX CTO-
POHHIX YMHHHKIB Ha PE3YJIBTATH JI0CHIPKSHHSI.

OTxe, HEUPOMAPKETUHT 3HaTHUH [0 BUBYECHHS SIK
nepeBar CoKMBaviB 1010 TIEBHUX TOBAPIB 1 OpEHIIB, TaK
i mporecy iX BUOOpPY 3 ypaxyBaHHSM CyO'€KTHBHHX 0CO-
OaMBOCTEH CHIOKMBAYIB.

3pemnToro, 61IbIIICTh 3a3HAYEHUX IHCTPYMEHTIB HEHPO-
MapKeTUHTY JUIS 3/1iIHCHEHHS JOCII/KEHb 1a€ 3MOTY pO3-
KPUBATH TAEMHUIl, CXOBaHI BCEPEIIHI MO3KY CITOXKHBAYiB.
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