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IHHOBAIIIi B OPTAHI3ALIi PITEMAJI-CEPBICY
SAK BIIIIOBIJIb HA BUMOI'Y PO3BUTKY PUHKY

Y cmammi pozenanymo cyuacni menoenyii punKy pimeiin-oiznecy ma innosauiini nioxoou 00 opzanizayii pimeiin-cepgicy
32I0H0 3 YUMU MEHOEHUIAMU, NPOAHATIZ06AHO CIMPYKIYPY ROKYNOK y mepedici Inmepuem, cmpykmypy noKaznuka «cepeo-
Hill YeK» 6 OHNAIIH-NOKYNKAX RO OCHOGHUX Kamez2opiax mosapy. /[ociioxiceno xapaKkmepHi smMiHu y nompeoax ma 6no0ooan-
HAX CROXCUBAUI8, 30KpeMa MPAHCHOpMAaUin CRPUIIHAMMA CHOMCUSAYEM UIHU MOBADPY y UIHHICINb MOBApPY AK CYKynHICHb
KOpUCHUX AKocmell mosapy ma aivmepruamue eumpam zpouteii i yacy. Cucmemamu3zoeano cyuacHi meHOeHyii opzanizayii
Ppimeiin-cepeicy AK 6i0n06iob HA aKmMyaabHi 6UMOU PUHKY: MACOBUIL NEPexio 6 OHNAIIH, HACUYEHUIl A WEUOKUIL UMM
JHcummsi, SMiHA CRPURHAMMA cnoxcusadamu yinu, 3oinvuenns poni CR-Marketing, niosuwienna piena ingpopmosanocmi
ma 003HAHOCMI CROMCUBAUIB, 3DOCIAHHSA PONL eMUYHOCHIE Ma coUianbHoi eionosioanvnocmi. Pozznanymo ocoonueocmi
opzanizauii pimeiin-cepeicy 3 02110y HA CYyMHICHb CEPeIcy AK Cheyuhiunoz0 nNPOOYKmy 3 XapaKkmepHumu AKOCIAMU: Hegio-
yymuicmeo, Hegi0OiIbHICHY 6i0 DJicepena, He3beperceHicmb ma HenoCMIliHiCHb. 3anPONOHOBAHO HARPAMU 600CKOHAIEHHA
Ppobomu pimeiinepis 6i0nogiono 00 ocodnueocmeil cepsicHoi cghepu 3 Menor MaKkCUMAIbLHOZ20 3A0060/1EHHA NOMPED KIliEH-
mie, 3a0e3neuennn ixHboi 10AAbHOCIIE Ma RIOGUWEHHA KOHKYPEHMOCHPOMONCHOCH CY0’€Kma 20cno0apiosants.

Knrouoei cnoea: pimeiin-cepgic, pimein-oisnec, iHHosayii 8 pimetini, nociyeu pimeinepie, puHox pimeiny, pimetii-
Mmapkemune, cghepa nocuye.

WHHOBAIIMU B OPTAHU3AIIMUA PUTEMJI-CEPBUCA
KAK OTBET HA TPEBOBAHUSA PABBUTHUSA PBIHKA

Trauyk C.B., Ctaxypckas C.A., Craxypckuii B.A.

B cmamue paccmompenvi coepemertbie meHOeHyuU PolHKA PUMeIL1-ou3Heca u UHHOBAUUOHHbIE NO0X00bL K OP2AHU3AUU
pumeiiyi-cepauca co2nacho 0anuvim menoenyusm. Ipoananuzuposansvt cmpykmypa nokynok ¢ cemu Humepnem, cmpykmypa
nOKazamens «CPeOHUIl Y€Ky 6 OHIANH-NOKYHKAX NO OCHOBHBIM Kamezopuam moesapa. Hccnedosanvl xapakmepmvie uzmMeHeHus
6 NOMPEOHOCIAX U NPEONOYMEHUAX nOmpedumenell, 8 YACHHOCHU MPAHCHOPMAUUA 60CNPUAIMUA ROMPeOUmenem UeHbl
moeapa é YeHHOCHb Moeapa KaK COBOKYNHOCHb NOIE3HBIX CE0UICHE NPOOYKIMA U ANbMEPHAMUB PACX0008 0eHe2 U 6PeMeH.
Cucmemamu3upoeansl cogpemeHHble MeHOeHUUU OP2aHU3AYUN PUMEILT-CEpeucd KaK Omeem Ha aKmyaibHble mpedoeans
PUIHKA: MACCOBBLIL NEPEx00 8 OHIAIIH, HACLIEHHBUIL 1 ObICIPBIIL PUMM HCUZHU, UIMEHEHUE 60CPUAMUA NOMPeOumenimu
uenwl, yeenuuenue ponu CR-Marketing, nosviuienue yposHs uH@opmuposaHHoCHU U 0C6e00MACHHOCHU nNOmpedumerneil, 603-
pacmanue ponu IMUYHOCHU U COUUANbHOU omeemcmeennocmu. Paccmompensvt ocobennocmu opzanusayuu pumeiin-cep-
8UCA C YHUEeMOM CYUIHOCHU CEPBUCA KAK CHEUUPUUECKO20 NPOOYKMA ¢ XAPAKMEPHLIMU KAYECMEAMU: HEOCA3AEMOCHb, HEOM -
0eIUMOCHb O UCIOYHUKA, HECOXPAHHOCIMb U Henocmoancmeo. Ilpeonoscenvt nanpaenenus coeepuieHCmMe08anusn papomol
PUImeILnepog é COOMEENCMEUL ¢ 0COOEHHOCMAMU CEPEUCHOTL Chepbl ¢ UENbI0 MAKCUMATIBHOZ0 YOOBIEMBEOPEHUA NOMPEOHO-
cmeil K/IUeHmMog, obecnedenus ux 107 1bHOCHU U NOGbILLEHUA KOHKYPEHMOCNOCOOHOCHU NPEONPUAMUL.

Knrouesvie cnosa: pumeiin-cepsuc, pumeiini-obusrec, UHHOBAYUU @ pumeliie, YCay2u pumeliiepos, pblHOK pumeiiid,
pumetin-mapkemune, cgepa yciye.

INNOVATIONS IN THE RETAIL SERVICE ORGANIZATION
AS ANSWER TO MARKET DEVELOPMENT REQUIREMENTS
Tkatchuk Svitlana, Stakhurska Svitlana, Stakhurskiy Valerii

The article examines existing innovations in retail service organization, which take place on Ukrainian market and are
necessary to be developed because of the contribution of trade sphere, including retail, to Gross Domestic Product of the
country. The new trends in retail business are considered as the answer on new trends in consumers' lifestyle on the one side,
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and the influence of European experience on the other side. The current trends in the retail business market and innovative
approaches to the organization of retail service in accordance with these trends are considered. The structure of online shop-
ping, the structure of the indicator «average check» in online purchases by major categories of goods and also the consumers’
preferences for paying for purchases are analyzed. Representative changes in consumer needs and preferences are explored,
including the transformation of the consumer's perception of the price of the goods into the value of the goods as a set of use-
ful qualities of the goods and alternatives of spending money and time. The current trends of retail service organization are
being systematized in response to current market demands: the increasing of online shopping, partial replacement of reality
with virtual reality as the consumers lifestyle, saturated and fast rhythm of life, changing consumer perception of product's
value, increasing the role of CR-Marketing, raising of the level of consumer's awareness and knowledge, increasing the role
of ethics and social responsibility. The increasing of the role of CRM is considered as a factor that creates the need for imple-
mentation of the technologies of consumer experience management, formation of client bases and creation of ERP-customer
loyalty system with the following functions: creation of a database for each client, formation of individual offers, formation
of an individual communication system. The peculiarities of the retail service organization are considered with regard to the
essence of the service as a specific product with the four main characteristic qualities: insensitivity, impermanence, insepa-
rability from the source, unusable for storage. The ways of improvement of organization of retail service for the purposes of
increase of competitiveness, achievement of consumer loyalty and obtaining the decent market position are proposed.
Keywords: retail service, retail business, innovations in retail, retail services, retail market, retail marketing, services.

IlocTanoBka mpodiaeMu. [ yKpaiHCBKOTO PUHKY

piTein-0i3Hecy XapakTepHi IMOCTIHI IIBUIKI 3MiHH, SKi KocmeTuuHi NobyTosa
MMOBUHHI BPaXOBYBaTH TOPrOBEJbHI MiANPUEMCTBA. BuHU- TOBaPM | fTeX“;Ka
Ka€ HeoOXiIHICTh CHCTeMaTH3allii iCHyIOUHX TEHJeHIIiH napdymepis 36%

PUHKY, OCOOIMBO 3 TO3MIii BUMOI CMOXKHBAYa, a TAKOK 30%

ICHyIOYMX I1HHOBaliil SK crocoOy JOCSITHEHHS CTIHKUX
KOHKYPEHTHHUX IIepeBar.

AHaJi3 ocTaHHIX JocaixKeHb i myOaikanii. [TutanHio
CYYacHHX TCH/CHIIIH PO3BUTKY PiTei-0i3HeCy TMPHCBAYCHO
mpari 6arareox aBropiB [1-10]. 3okpema, z[ocmmicy}on,c;[

TEHJICHIIIi KyIMiBeJIbHOI TOBEMIHKMA CIOXKHBA4iB piTeil-
nocyr [4], po3rnsmaeTbcs 1HCprMeHTapH/I TPOJIOBOJTb-
4Oro pirein-OpeHauHry [6], z[ocmmxy}on,c;{ lHTepaKTI/IBHl
lHCprMeHTI/I TMPOCYBAHHA Y KOMYHlKaIIII/IHII/I TIOJITHIT
pireiinepis [10], aHaMI3yrOTBCS TEHICHLIT PO3BUTKY Mepe-
KeBoro pireimy [8]. VTiMm, 3ammmaeTscs HEOOXiTHICTH
CHCTeMaTH3aIlil ICHYIOUMX TCHACHIIIN PO3BUTKY PITCHI-013-
HECY, 30KpeMa HOBUX BUMOT CITOXKHBAUIB 10 PITCHII-CEPBICY,
Ta KOHKpEeTH3allii iHHOBalii PITEHI-pUHKY BIIMIOBITHO JIO
LINX BUMOT.

IlocTanoBKa 3aBaaHHA. METOIO JOCIIIKEHHS € BUSAB-
JIEHHS Ta CHCTEMAaTH3allisl iCHYIOUHX TCHACHIIA PO3BUTKY
piteiin-0i3Hecy, y TOMY YHCIi 3 OISy HAa BUMOTH CIIO-
JKMBauiB, Ta (JOPMYIIIOBaHHS IHHOBAILIIH y piTeii-cepsici 3
OIVIAy Ha BUMOTH PHUHKY.

Buknax ocHoBHOro marepiajay gociifxeHHs. Top-
TiBIS SK BUJA CKOHOMIYHOI MisTIBHOCTI 3aiiMae 3HaYHy
YacTKy y CTPYKTYpi BaJIOBOI JOJAHOI BapTOCTI Ta YMHUTH
Baromuii BrutuB Ha 3pocrtadus BBII [9]. Okpim Toro, pos-
JpiOHAa TOPTiBIIS € BAYKIIMBUM CKJIaJHUKOM Cheph HeMaTepi—
QJIBHOTO BUPOOHMIITBA, KA 3a6e3neqy€ JIOBEJICHHS TOBapiB
JI0 KiHIIEBOTO CIIOKMBAYa i TOBUHHA Bi/INOBIIaTH Cy4YacHUM
BUMOTaM JI0 OOCIIyroByBaHHS. 3a TOBAapHOKO CTPYKTYpPOIO
po3apibHOTO TOBapOOOOPOTY MIiAMPUEMCTB 3a TIEpIIE ITiB-
piuust 2019 p. 44% npunanano Ha TIPOIOBOJIBYI TOBAPH Ta
56% — Ha HenpoaoBosIbyi [9]. I3 3arankHOI BapTOCTI pearti-
30BaHHX TOBapiB O1M3bKO 53% Oynu BUpOOIIEHI HA TEPUTO-
pii Ykpainu i peati3oByBaJIMCs Yepe3 TOPrOBEIBHY MEPEXKY,
IpH LBOMY Y PO3pi3i MPONOBOJIBYMX TOBApiB L YacTKa
craHoBmiIa 6mm3bK0 80%, HETPOIOBONBINX — OMU3BKO 32%
[9]. 3a manumu pesynsratiB mociimkeHp GK ta OLX, yce
OLbIlIa KUTBKICTh CITOXKHMBAYIB KyIye TOBapH uepe3 IHTep-
Her (KoxeH Tperii kopuctyBad IHTepHery) Cepen ToBa-
piB, SIKi KOPHCTYBAIMCS HaHOLIBIINM MOMHUTOM B OHJIAWH-
MTOKYTIKAX, MOJKHA BUIUTHTH TaKi TPyI: MoOyTOBa TEXHIKA,
OZISIT, KOCMETHYHI ToBapH i mapdymepis [3] (puc. 1).

Puc. 1. CTpykTypa Ton-nokynox y mepe:xi Intepuer
CTaHOM Ha KBiTenn 2019 p. *

*3a 100% B3sTi CyMapHi BiZICOTKH Bi/INIOBI/IEH PECIIOHICHTIB.

Lowcepeno: cknadeno 3a [3]

Cepez TONIOBHUX TIPUYHH 3/IICHEHHS TOKYTIOK OHJIaliH
CHOKMBadi BUAUISUIA TaKi: €eKOHOMisS KOIITIB (TOBapH IS
ZiTei, MeOli Ta OfAT) Ta eKOHOMIS Jacy (MOOLTBbHI Teie-
(hoHHM Ta ofAT).

3a po3MipoM cepeaHBOTO YeKy OHJIAWH-TIOKYTIOK Haii-
OinbIly YacTKy B 3aralibHill CTPYKTYpl CTaHOBUTH TpaH-
cnopt (6mu3pko 91%), Onmusbko 2% — 3amM4acTHHH [0
Hporo. CepeJ iHIIMX TOBapiB HAHOLIBIIY YAaCTKy CTaHO-
BUTH eleKTpoHika (32%), Maiike CTIIBKU K — TOBApH VIS
x00i, BiamounHKy Ta cropty (30%), yacTka ToBapiB Kare-
ropii «Jlim Ta cagy — 20%, «Moga i ctunb» — 11%, nquTs-
4uii cBiT — 7% (puc. 2).

[Outaumii ceiT
7%

N

Moga i ctunb
11%

~[imicag
o 20%

Xo6i,
BiANOYUNHOK i
cnopt

30%

Puc. 2. CTpykTypa noka3zuuka «CepenHiii yex»
B OHJIAMH-TIOKYIIKAX 32 KATEropisiMu ToBapy
(6e3 TpaHCHOPTY TA 3aMMYACTHH 0 HHOT0)

Lorcepeno: ckradeno 3a [3]
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bauspko 75% criokuBadiB 3aX0nsATh Ha OHJIAWH-TUIAT-
¢dopMu I 3IIMCHEHHS MOKYINOK 4epe3 MOOUIbHI NpH-
cTpoi, 3 HHUX Onm3bKO 51% KOpHCTYBaJMCS CIIeliaib-
HuMH poxatkamu [3]. Cepen crocoOiB OIUTaTH MOKYIIOK
OHJIAH OUTBIIICTh CIIOXKHUBaYiB BHUOHMpae OE3rOTiBKOBUI
PaxyHOK Ha TOPrOBEIbHOMY MalIaHYMKy, Maike BIBiUl
MEHIIIE — OIIaTy TOTIBKOIO Kyp’€py, HailMeHIIa 4YacTka
BHOMpAE MepepaxyHOK KOIITIB Ha OaHKIBCBKY KapTKy IIpo-
JABIIS Ta OIUIATY 1O HaKIaaHIN (puc. 3).

Onnata no
HaKNagHIn
14% 8 .
BesroTiBkoBUi
MNepepaxyHok
" pPaxyHOK Ha
KOWTiB Ha
. f TOprosenbHOM
6aHKiBCbRY ____f i
. Y MaigaHumKky
KapTKy 44%
npoaasus
17% e
Onnata
roTiBKOIO
Kyp’epy
25%

Puc. 3. CTpyKTypa CHOKHMBYMX HepeBar
100 OTLJIATH OHJIAMH-MIOKYNOK *

. o . . - .
3a 100% B34TO CyMy BiJICOTKIB BIANOBiCH PECIIOHAEHTIB.

Lborcepeno: cknaoeno 3a [3]

TakuM YMHOM, ICHXOJIOTis CIOKHMBada IMOCTYIOBO
3MIHIOETBCSl 13 KJIACHYHOTO MiAXOAY N0 3IiHCHEHHS
MOKYIIOK, 10 ¢inocodii, ska mnependayae OIBUAKICTD,
KOM(OPTHICTh, ONEPAaTUBHICTh Ta 3py4HicTh. Taki TeH-
JEHIIii crocTepiraroThes 1 Mig 9ac KymiBIl He dYepes
IaTepHeT, a y 3BUYalHMX Mara3mHax. 30Kpema, OgHE 3
KJIFOYOBHMX 3HAYCHb IiJ 4ac BHOOpPY piTeiiepa y mboMy
pasi Mae miciie #fioro po3rarryBanHs. lle moscHIOE OSBY
MarasuHiB Gopmaty «Oinst OyIMHKY», KOJIHM HaBiTh TOP-
TOBEJIbHI Mepexi, AKi paHime aisinu y ¢opmarax rimep-
MapkeTiB (Hanpukian, TOB «Amian»), HOYMHAIOTH Bif-
KpHBAaTH MarasuHH «Oins OyIWHKY». 3py4HICTH MiIXOIy
Ta miA'i3ay 10 Mara3uHiB, OJU3bKICTh A0 CTAHIIH METPO-
MOJIITEHY TaKOK BiAIrparoTh YMMaIy POJib Y BUOOPI CIIO-
KUBa4aMHM piTeniepa.

3a3Hae TpaHcdopmalii i po3yMiHHS CIIOXKMBaYeM I[IHU
TOBapy: BOHO Je/lai Onrmkde 10 MOHSTTS value i3 Momeri
SIVA (puc. 4).

Ha mpotuBary miHM criokxuBa4 yCBIIOMITIOE JUisi ceOe
[IHHICTh TOKYTIKH, SKa BKJIFOYAE TaKi CKIIATHUKH:

1) miHHICTE TOBapy: HACKIIBKH TOBAp € KOPHUCHHM,
HOBITHIM, (QYHKI[IOHAJbHHUM, BIIIIOBiZa€ BHMOTaM KOH-
KPETHOTO CIIO)KMBAaya TOLIO;

2) anpTepHATUBU: AJIBTEPHATHBH BUTPAT THUX CaMHX
KOHITIB Ha IHNIMH ToBap abo TOCIYTy; ajJbTepHATHBU
BUTpAT 4acy Ha 3[iMCHEHHS TOKYIKH (HaIpHKJIaJ, SKIIO0
MarasuH, 1[0 MPOMNOHYE TOBAp 3a HAWHWKYUMH I[IHAMH,
3HAXOAUTHCS TAJIEKO BiJl JOMa CIIOXKKBA4a, 10 HHOTO JIOBTO
Ta HE3PYYHO A0OHpATHUCS 1 Ha MOKYIIKY TOBEIETHCA «3IICY-
BaTW» BHUXIIHUN I€Hb, CIIOKHMBAY MOXKE BIIMOBHUTHCS BiJ
MPOTO3HLLii, SKIIO TOBap HEMAE JUIS HHOTO BEJWKOI IiH-
HOCTI, Ta IPOBECTH JICHb AJBTEPHATUBHO, HAPUKJIA] Ha
mikHIKY). [IATaHHS €KOHOMIi KOIITIB 3aJIUIIAETHCS aKTY-
aJbHAM, YTIM, Aenani OifbIle CIOXKHWBAdiB PO3MIIAJAIOTH
PO3yMHY a00 MPAaKTUYHY €KOHOMII0 Ha MPOTHBAry MUTTE-
BOMY IOIHTY SIK PEaKIIil0 Ha HU3bKY LIiHY.

3MIHIOETBCS W YCBIIOMIICHHS CHOKHBaueM IIHHOCTI
TOBapy: OlNbIIa yBara NPUALIIETHCS KOPHCHOCTI TOBapy
JUIS 3M0pOB'S (OCOOIHMBO IIOMO XapUYOBHX MPOIYKTIB),
MPAaKTUYHOCTI Ta 3py4YHOCTI (OmAT), IHHOBAIIHOCTI Ta
3py4YHOCTI (TaJKEeTH, TEXHIKA); 3'IBISIE€THCS KaTeTOPist CIO-
’KHMBaYiB, sIKa 3BEPTA€ yBary Ha ETUYHICTh TOBAPIB 1 JOTPH-
MaHHSI BUPOOHUKOM Ta pITEHJIEPOM NPHHIUIIB KOPIIopa-
THBHOI COLiaJbHOI BIAITOBiAAILHOCTI.

Y Ttabn. 1 momaHO cydYacHI TeHICHIII Yy IOBEIIiHII
CIOXMBAdiB PITEHN-NIOCTHYT Ta BIATOBiAHI iM iHHOBAamMii
piTeiin-6izHecy.

OxpiM TOmaHuX y TaONWI[ TEHICHIIHA, HE BTPATHIN
aKTyaJIbHOCTI W KIJIACHYHI TPUIOMH PITCHIy, 30KpemMa
pitetn-Openaunar, BTL-akmii (Bin 3BU4aiiHOI Jgerycra-
il 9¥ po3Jadvi JUCTIBOK O IMHPOKOMACIITAOHUX IMIPOMO-
110y ), 3aCTOCYBaHHSI MAPKETUHTY BPaXKEHb IHCTPyMEHTaAMU
JICKOPY, KOJTOPOBOi Ta CBITJIOBOI FaMU, My3HYHHUM CYTIPO-
BOJIOM, apPOMOMApKETHHIOM Ta KpeaTHBHUMH ITPUHOMaMH.

OxkpeMy yBary TakoX BapTO HPUAUIATH IHHOBAIIiSM,
SKi TIOB’s3aHi i3 CyTHICTIO piTeiiiepiB sK Cy0’€KTiB roc-
MO/IAPIOBAHHS, [0 HAIEXKaTh 10 chepu HemaTepiaabHOro
BHUPOOHHUIITBA, & TOMY IPOIIOHOBaHI HUMH IOCITYTH Tis-
raroTh 3aKOHaM Tak 3BaHux «4 Hey (puc. 5).

BucBiTieHi iHCTpyMEHTH TOTpIOHO po3mIsaTH y
CYKYITHOCTI, sIKa TaKOXX JJa€ HOBWH, IHHOBAI[IMHUH OIS
Ha piTeitn-cepsic:

1) xowa piTeiinep i IPOMOHYE MaTepianbHI TOBapPH,
mociyra Horo, sk i Oynb-sKa iHINA, € HeBiAUYTHOIO, IO
Haja€ oOCOOIMBOTO 3HAYCHHS JOBIpi A0 BHpPOOHUKA.

Lina

!

HinnicTh

v

IinHicTh TOBApPY

v

AnpTepHATHBI

BUTpAT KOIIITIB

BUTpAT 4yacy

Puc. 4. Tpancdopmauisi po3yMiHHS cO;KHBaYeM HiHU

IDcepeno: ckradeno 3a [2]
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Taoauuns 1. CyuacHi TenaeHuii y piteiin-cepsici sk BiInoBigb Ha BUMOI'M CIOKMBaYiB

JIOSTTBHOCT1).

Bumorn Tenpenuii pireii-cepsicy
PUHKY
= Hpibnuii pimetin-6isnec Benuxuii pimeiin-6iznec
5 [ToBHHMI mepexia B OHJIAMH a00 MOETHAHHS OHJIAWH-IpoAaxiB | OHJIalH-TOPTIBII K JOJATKOBUIl CepBic s
§)§ 31 CTaH/IAPTHUMH MarasuHamu. 3pYyYHOCTI OKYIOK (30KkpeMa y cdepi B2B)
= S ITepexin B OHIANH IPAKTHYHO B YCIX ACTEKTaX MAPKETHHIY
2z (uina, mpocyBaHHs, aTMOc(epa, J0CTaBKa, KOMYyHIKaIlii ToIo).
S IlepeBakHO cTpareris HimepiB (CHeNiani3oBaHi Mara3uHU
§ i3 pOopMyBaHHSAM KIIIEHTCHKOT 0a3u Ta BCeOIYHUX Mporpam

Onunaiin-pimeiin

Odhnain-pimeiin

OHJIAlH

CTBOpEHHS MapKeTIJIeHCIB
CrBopennst SMART-mara3unis
CrBOpeHHs MOOITbHHUX JOIATKIB
Ynposamkennas QR-koziB
3py4HICTh OIUIATH Ta JOCTABKH
3HayHa yBara 3py4HOCTi CalTy

LIBuAKICTE, 3pY4HICTD,
OMEePaTHBHICTh

PO3LIUPEHHSI KITIEHTYPU

JuBepcudikaiiist a00 MOBHU mepexij| piTeiy-nociyr y chepy

BI/IKOpI/ICTaHHH COHiaHBHI/IX MEpPEK Ta MeCCSHII)KepiB JUIA

3HayHa yBara — MiCIIl0 PO3TalllyBaHHs

CTBOpCHHS MarasuHiB «OiIs OyAHHKY»
IMonynsipHiCTb Cymep- Ta riepMapKeTiB

(yce HeoOXiJjHE B OTHOMY MarasuHi)

HasBHICTS KOMIIETEHTHUX KOHCYJIBTaHTIB
Opranizaiiis po6oTH piTeiiiepa 3 MiHIMi3aIli€ yepr
Ta O4iKyBaHb

MOXXITHBICTD OIUIATH KaPTKOK YH MOOITbHIM
JIOJTaTKOM

.E = Linnicmo mosapy Buzooa 6i0 noxynku
g E o | inGip sikicHUX TOBapiB y HAAIHHNX NOCTAYAIBHNKIB BcraHoBIeHHS 1IiH 3 ypaxyBaHHSIM BUMOT PHHKY
&« & |HinGip acopTUMEHTY BiANOBIIHO 1O LiTbOBOI a}./;m?ropi'i [IpormoHyBaHHS aKIii, 3HIKOK '
= E g | ®opMyBaHHS aCOPTUMEHTY 3 ypaxyBaHHAM HOBITHIX VIIpoBa/KeHHS MPAKTHKU KelOeKiB
= . . - .
= TEH/ICHILIH y IPOTyKTaX, 110 MPOTOHYOTECA . Ipuinesns yBaru 3py4HOCTI IOKYIIKH (3py4HICTE
== AKIIEHT Ha SIKOCTI, I[IHHOCTI, IHHOBaNilfHOCTI IIPOIYKTiB JOCTaBKH, OIUIATH, PO3TAIyBaHH Mara3uHiB TOIIO)
'g YrpoBaPKeHHS TEXHOJIOTIH YIIPaBIiHHS CIOKHBYUM JOCBIIOM
. DopmyBaHHS KIIIEHTCHKUX 0a3
z s DopmyBanHs Z€BUX cHcTeM CRM (customer relationships marketing) Ta ix inTerpaunis y ERP-cuctemy pireitnepa
5 (Enterprise Resource Planning System)
E C CrBopennst cuctemu ERP-customer loyalty (sik pe3ynbraT nonepeaHix MyHKTiB) i3 TAKUMH QYHKIISIMA: GOPMYBaHHS
E 0a3u TaHUX 110 KOXKHOMY KIIIEHTY, (POPMYBaHHS 1HIUBITyaJIbHUX IIPONO3HIIH, GOopMyBaHHS iHANBIAYaIbHOT CHCTEMHI
IS KOMYHIKaIin
% YecHi npono3umii
Q .g YecHi BiaAryku
<E = BiakpuTicTh Ta MPO30piCcTh, BIACYTHICTH IIPOTUPIY Ta «IiIBOXHUX KaMEHiB»
o= HasBHICTE 3BOPOTHOTO 3B’SI3KY
8 = Oxpema yBara eJIeMeHTY MapKeTHHT-MIKC «(pi3HIHUI T0Ka3)

3pocTaHHs podi
couiaabHOI
BIJIIIOBIJAJILHOCTI
Ta €THYHOCTI

YnpoBapkeHHs y AisUTbHICTS piteinepiB npuHnnmis KCB (kxoprmopatuBHOI coniaibHOT BIAMOBINAIBEHOCTI), 30KpeMa
32 OCHOBHHMH HampsiMaM# CTaOilIbHOTO PO3BUTKY
AKIICHT Ha JIOTPUMAHHI IPUHIIHITIB, MOMYJISIPU3AIlis 3aX0/IiB

Lrcepeno: cknaoeno 3a [1-10]

[HCTpyMeHTaMH TIpH 1[bOMY MOXYTh OyTH piTeitn-OpeH-
JUHT (OUTBIIICTh YCHIIIHUX PITEHIEPIB Mae PO3KPYUICHY
TOPTOBY MapKy, 10 aCOLIIOETHCS 3 BiIMOBIHUM MMO3UTHB-
HUM IMiIpKeM), Bi3yamizamis (HaBiTh oOQIaifH-Mara3uHu
CTBOPIOIOTh BJIIACHHUN CAaMT 3 iHpOpMAIli€r0 Mpo HasSBHUUN
ACOPTHMEHT, 3HWKKM Ta aKlii, BIACHI TOProBi MapKH,
3axoau KCB rtomio), ¢isnunuii nokas (ceprudikaru, odi-
LifHI CaliTH, BIATYKHU KIII€HTIB);

2) HEBIIAUIBHICT BiJ] JUKepella MOB’sA3aHa 3 THUM, IO
ITOCITyTa HATAETHCA 1 CIOKUBAETHCS OMHOYACHO: Y TIPOIIECi
OTPUMAHHSI PITSWI-TIOCIYTH KIIIEHT (Hi3UUHO 3HAXOAUTHCS
y IpUMIlIeHH] Mara3uny abo Ha caiiTi [HTepHeT-Marasuny.
BaxnBuME € eJeMeHTH MarepialbHOTO CEepeloBHIINA Ta
sIKicHE 00CITyTOBYBaHHS;

3) He30epeXKCHICTh TOCIYyTH piTedinepa TaKOK
MoB’sA3aHa 3 OJHOYACHICTIO i1 HaIaHHA 1 CIIOXKWBAHHI.
e Buknaukae npobieMu y mepioan HaIMiIpHOTO IOIHTY,

a TaKo)X HEBWIIPaBJaHI MMOCTIHHI BUTpaTH y mepioan
MaJIor0 IONHUTY. bBiNbHmIICT Mara3uHiB 3aCTOCOBYE
3aX0JM LIONO YNPABIiHHA MOMUTOM, METOK SKHX €
«TepeKNIaHHD» YaCTHHH KIIEHTIB i3 Iepiogy HaaMip-
HOTO TIOMUTY y mepion MiHiMaiasHOTO monuTy. [Ipukia-
JlaMH MOXYTh CIYI'yBaTH akKLilHI MPOMO3UIIT HA KyIi-
Hapilo y HIYHUH yac a00 3HWKKH TS JTIOEH IEHCIHHOTO
BIKY y PaHKOBHII yac.

VYTiM, MOBHICTIO «PO3BAHTAXKUTH» TOTIK KIIE€HTIB Y
nepiof] MiKiB HEMOXKIIBO, TOMY piTeHIIepaMu 3aCTOCOBY-
I0TBCSI 3aX0IH 3 IIPUCTOCYBAHHS 10 IIONHTY: MaKCHUMallbHE
BUKOPUCTaHHS KAaCOBHX BY3JIiB, HAasBHICTb JOCTaTHbOI
KUTBKOCTI IMIEPCOHAITY TOIIO;

4) HemoCTIHHICTh MOCIYTH piTeiiiepa MoB’s3aHa Hepe-
Ba)KHO 3 JII€I0 JIIOJCHKOTO YMHHHKA SIK i3 OOKY CIIOKMBada,
Tak i 3 00Ky BHpOOHMKA. YCIIIIHI piTeiiiepn BUPIMIYIOTh
10 poOJIEeMy 3a JIBOMAa OCHOBHHMH HalpsIMaMH: TpH-
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Hesbepeoicenicme:

YIIPaBIiHHS MOMUTOM (HaZaHHs 3HIDKOK Ta
aKIIHHUX MPOIO3UIIIH HA OKpeMi KaTeropii
TOBApiB y MepioAx MAJIOTO MOMHUTY; HalaHHS
OOHYCIB y pa3i NOINEPeIHHOI0 3aMOBJICHHS
TOBapy TOIIO);

MPUCTOCYBAHHS 10 MONHUTY (Y Tepioau
MaKCHMAJIbHOTO TIOMHTY 3a/IiTHHS BCHOTO
HasIBHOTO YH JIOJATKOBOTO TIEPCOHAITY, MTOBHE
BHUKOPUCTAHHS KaCOBUX BY3JIiB, CIIPABHICTh Ta
JTOCTaTHS KUTBKICTh KaMEp CXOBY, BI3KiB TOIIO)

Inmenexm XXI Ne 1 2020

Hesiouymuicmo:

- MakcHUMallbHa Bi3yalizallis;

- 3MIIHEHHS IMiJUKY
piTeiinepa;

- piteitn-OpeHauHr;

- (¢i3uuHMil KoKa3

4 «He»

Hesiooinbricme 6i0 Oicepena:

- 3HayHa yBara piBHIO
00CIIyroByBaHHs

- (opmyBanHS eneMeHTY
«MartepiaibHe cepeIOBUIIIC)
(peanpHOrO MarasuHy uu IHTEpHET-
MarasuHy) sk OKpeMoro
CTPATEriqYHOrO HANPAMY

Henocmitinicme:

- 3aX0Iy 1oz0 3a0e3NeueHHs cTabinbHO
BUCOKO{ SIKOCT1 00CIIyrOBYBaHHS
(popmyBaHHs cTaHIAPTIB OOCIYTOBYBaHHS,
mif0ip, miABUINCHHS KBawidikarii Ta
MOTHBAIlisl IEPCOHANY);

- 3axO0J¥ IIOJI0 3MCHIIICHHS i JIIOICBKOTO
YHHHHUKA (MaKCHMaJIbHE
camMo00CITyroByBaHHsI, MiHIMaIbHA
HEOOXIiJHICTh KOHTAKTY 3 TIEPCOHAIIOM)

Puc. 5. [HCTpyMeHTH NPUCTOCYBAHHA piTeiiyiepa 10 cnienudiky Mocayru sik ToBapy

Iorcepeno: cknaoero 3a [5]

JUICHHST 3HAYyHOI yBark CTaHaapTaMm OO0CIyroBYBaHHS;
MakcuMmi3zalis CcaMoOOCIIyrOBYBaHHS — BiJl BiJAMOBH
00CITyroByBaHHs 4epe3 IPHIIaBOK JI0 TIOBHOTO caM0o00CITy-
TOBYBaHHSI BiJl BXO/y KJIIEHTa Y Mara3uH JI0 BUXOY Yepe3
Kacy caMoOOCTYTOBYBaHHS (32 KOPAOHOM IPAKTHKYIOTHCS
HaBITh BIPTyaJIbHI KOHCYJABTAHTH Ta CIEIialbHI MOOITBHI
JIOZIaTKH, 11O Ja€ 3MOT'Y 3a0€3I1e4NTH IIOBHE CaMO00CITyTo-
BYBAHHS Ta BIJKPUTTS MarasuHiB 0€3 mepcoHany).

BucHoBKH 3 mpoBeneHOTo HocaimkeHHsl. Ha ocHOBI
cUCTEeMaTu3aIlii iCHyIOUMX TEHICHIH PHHKY piTein-0i3-
HECy MOXHA 3pOOHTH TakKi BUCHOBKH IIOJO XapaKTEPHUX
iHHOBAIIiH y cepi piTery:

1. CydacHMH CTHJIb JKUTTS CHOXXHBAYiB CIIOHYKa€e
piTeiinepiB quBepcU(iKyBaTH CBOIO AiSUIBHICTh B OHJIAWH-
TOPTIBIIIO, YACTO TOEJHYIOUH ii 3 yTPUMaHHAM KIACHYHUX
MarasuHiB. OCTaHHI, CBOEIO UEPrOI0, MAIOTh BiAIIOBITATH
BHMOTaM 3pYYHOCTI Ta SKOCTi 0OCIyTOBYBaHHS, 30KpeMa

3 ypaxyBaHHSM CHEUU(IKH PITEHI-IOCIyTrH SIK cepBiCHOT
ctepu. 1llomo Toprieii OHIAWH CIOCTEPIraeThCs TCHIICH-
I1is1 CTBOPEHHS MapKeTIUICHCIB.

2. 3pocrae poms MOOLTBHUX momatkiB, QR-komiB Ta
SMART-marazuniB. Yce Oinblma KUTBKICTh CIIOKHBadiB
KOPHCTY€ETHCS TaPKETAMH 111 ac 3IiliCHeHHS K OHJIaliH-,
TaK 1 oQIaliH-MOKYIIOK.

3. Yce OGinblire piteitniepiB ynpoBaKyoTh (inocodiro
CRM 3i crBopennsim cucremu ERP-customer loyalty Ta
IHAMBITyami3alii maxomy 10 KIi€HTa.

4. IHTepHET-TEeXHOJIOT1l TOCHIIOIOTH PiBeHB 1HPOP-
MOBAHOCTI Ta 00i3HAHOCTi CMOXHWBAYiB, a 1HTETpaIlis
B €C 30uIblIye pOJIb COIMIATBHOI BIAMOBIAAJBHOCTI
Ta €TUYHOCTI Cy0’€KTIB rOCIMOAapPIOBAHHS, 1[0 BUKIIH-
Ka€ HEOOXiJTHICTh pEeaJIbHOT0 JOTPUMAHHS MPHUHIHIIIB
KCB Ta ern4yHOCTI SK HEBIiI'€MHOTO CKJIaJIHHKA IMi-
JOKY KOMIIaHii.
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