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MAPKETHUHI'OBI HIAXOAU 10 POPMYBAHHSA
KOHKYPEHTOCITPOMOXXHOI MPOMO3UIIT KJIIEHTAM Y COEPI PUTEMJI-TIOCTYT

Y cmammi pozenadaromuvca mapxemunzo6i acnekmu @opmysanns KOHKYPEHMOCHPOMONCHOT npono3uuii y cehepi
nocnyz pumeiinepie. Konkypenmui nepesazu nponoHyemucs po3noodinamu Ha 06i 2pynu: nepeeazu HU3bLKo20 ma 6UcoKoz2o
nopaoky. Ilepesazu Hu3zvkozo0 nOpAOKy € MeHu CMIIKUMU | 00CA2AIOMBCA, 3A36UNAlL, 30 PAXYHOK eheKmy macuimady ma
MOXHCTIUBOCHI] 6CINAHOBIEHHA NOPIGHAHO HU3LKUX UIH, A Nepeéazu 6UCOK020 ROPAOKY nonazarome y hopmyeanni oiiicho
UIHHOT RPONO3UUIT KTIIEHMAM, AKA 6 MAKCUMAIbHO 6PAX08Y6AIA IXHI nompedu, ma 3ade3neuysana 00620CMpPOKOEYy 105 1b-
nicme. Ilpononyemuvca ancopumm opmyeanus KoHKYPEHMOCHPOMOIHCHOT npono3uyii y cghepi pumeitn-cepesicy, aAKuil
NOKUKaHuil 3a0e3neuumu cmiiiKi KOHKypeHmHui nepeeazu pumeiliepa. Bajciueum emanom npu ybomy € ananiz Kao4o-
6uXx nompeod ma npoonem KiieHmie ma, Ha Yill OCHOGI, UACNEHHA 20/106HOI nompedu ma HadinLUW 20cmpoi npoodnemu,
w0 cmae 6azor ona cmeopeHus 20106H0i uinnocmi. Ilicna popmysanus 20106H0¥ yiHHOCII RPONOHYEMBCA PO3POOUMU
cucmemy 000amKoGUX YIHHOCEN, AKi CHPAMOGANI He HA GUDIUIEHHA K1I04060T NOMpedu Kli€Hma, ane € O0ONOMIHCHUMU
KOMROHEHMAaMu, w0 RiOGUULYIOMb KIIEHMCBKY J0snbHicmb. IIpu cmeopenni 2onoenoi yinnocmi ma cucmemu 000amKo-
6uX yiHHOCmell Ci0 8Paxo8y8amu pecypcHi 00MerHceHHs.

Knwouosi cnosa: cgepa nocnye, pumeiin-nociyau, KOHKYPEHMOCHPOMOICHA NPONO3UYIS pumeuiepis, MapKemuHe
pumein-cepsicy, KOHKypeHmHi nepesacu.

MARKETING APPROACHES TO THE FORMATION OF THE COMPETITIVE OFFER
TO THE CLIENTS IN THE FIELD OF RETAIL SERVICES

Tkatchuk Svitlana, Stakhurska Svitlana Stakhurskiy Valerii
National University of Food Technology

The article considers marketing approaches to the formation of a competitive offer in the field of retailer services, based
on identifying the basic needs of customers and the most acute problems on the way to meeting the basic needs. It is proposed
to divide competitive advantages into two groups: low-order advantages and high-order advantages. Low-order advantages
are less stable, easily replicated by competitors, and are usually achieved through a wide range, large volumes of procure-
ment, active promotion, economies of scale, and the ability to set relatively low prices. Today, low price is not the main
criterion of customer loyalty, so you need to consider not the concept of price, but the concept of value and focus on the
formation of competitive advantages of high order. The advantages of a high order are the formation of a truly valuable
offer to customers, which would take into account their needs, the main «pain» points in meeting these needs, and ensure
long-term loyalty. The algorithm of formation of the competitive offer in the field of retail service which is called to provide
steady competitive advantages of the retailer is offered. The first stages of the algorithm are «sketchingy the client's portrait,
modeling his life situation and creating a situational model. The next, very important, steps are the analysis of key needs and
problems of clients and, on this basis, the identification of the main need and the most acute problem, still becomes the basis
for creating the main value. After the formation of the main value, it is proposed to develop a system of additional values,
which are not aimed at addressing the key needs of the client, but are ancillary components that increase customer loyalty.
Additional values are designed to make the process of satisfying the main need more comfortable, to attract the customer
(for example, a pleasant color scheme) or to allow him to save money (cashbacks, discount cards, etc.). Resource constraints
should be taken into account when creating a core value and value system. The main resources should be directed to the
Jformation of the main value, only then additional values are formed. The main value with a system of additional values form
a competitive offer to customers in the field of retail services.

Keywords: services, retail services, competitive offer of retailers, retail service marketing, competitive advantages.
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IMocranoBka npo6Jemu. [HHOBAIT, 10 MalOTh Miclie
Ha Cy4acHOMY PHMHKY, 30KpeMa y cdepi mociryr po3apioHoi
TOPTiBIi, MOTPEOYIOTh PO3YMIHHS Ta 3aCTOCYBaHHS CIIe-
[iaThbHAX TPUHOMIB CTBOPEHHS MPUBAOIMBOI TPOITO3MUIIIT
KiieaTaM. BuHnKae HEOOXiIHICTh CHCTeMaTH3allii iCHyTo-
YUX MApPKETHHIOBHX I1JIXO/IB /10 (hOpMyBaHHS KOHKYPEH-
TOCHPOMOXKHOI PUTEIII-IOCIYTH 3 ypaxXyBaHHSIM TEH/ICH-
il CbOTOIEHHS.

AHaJti3 ocTaHHIX gocaifkeHnb i myOaikauii. [Tutan-
HSM IIHHOCTI TIPOTIO3UIII1 [UTs KITi€HTIB, 30KpeMa y cdepi
pUTEIN-013HECY, TPUCBSIUEH] JOCTIKEHHST 0ararboxX Be-
HUX Ta npakTukis [1-8]. ¥ npamsx M. Hopagansra nocii-
JUKYIOTBCS TIPAKTHKH 3aCTOCYBaHHSI PUTECHI-MapKETHHTY
[4], LM. BynnikeBUY po3IVIsigae NUTAHHS MapKETHHTY
CepBICHOI cepu 3arajiom, a TAKOXX TOPTOBEJIHFHOTO Map-
ketuHry [2], mocmimkenns tO. IlmieBoi mpucBs4eHi pos-
POONICHHIO Ta TPOJAXY MPOMO3MIi IIHHOCTI KITi€HTaM
[5]. IcHye HeoOXimHICTH CHCTEMATH3AIll Ta MMOAATBIIOrO
PO3BUTKY MiIX0IB 110 (popMyBaHHS PUBAOIMBUX MTPOIIO-
3uLii y cdepi nmocayr po3apiOHOT TOpriBii i3 3acToCyBaH-
HSIM MapKeTHHTOBOTO MHCIICHHS Ta PO3YMIHHSIM HOTpeO
CTIOKMBAUIB.

IMocranoBka 3aB1aHHA. MeTOIO JOCIHIIKEHHS € CUC-
TEMAaTHU3aIlisl Ta MOJANIbIINA PO3BUTOK ICHYIOUHX ITiJXO/IiB
710 (OpMYBaHHSI KOHKYPEHTOCIIPOMOYKHOT MPOTO3HUIIIT KJTi-
€HTam y cdepi pureis-cepsicy.

BukJian ocHoBHOTro Martepiaiy gociaimkenns. Chepa
MTOCITYT PO3APiOHOI TOPTIBI MOCTIHHO PO3BUBAETHCS Ta
3a3Ha€ 3MiH, IO MpHUTaMaHHI cdepi mociyr B3arami, Ta
puTeil-ocayram, SIK TakuM, sSKi 3a0e3nedyroTh KiHIe-
BUH eTam pyxy TOBapiB BiJi BUPOOHHKA JIO CIIOXKHMBaya.
OcHOBHa BUMOTa, SKOi MOTPIOHO JIOTPUMYBAaTHUCh PHUTEH-
JiepaM, i€ opieHTalis Ha noTpeOu kiieHTiB. ChOroaHi He
JIOCTaTHBO TPOCTO 3AIPONOHYBATH IUPOKHUH aCOPTHUMEHT
TOBAapiB 32 HU3bKUMH I[IHAMH, CIiJl PO3yMITH BiIMIHHOCTI
MDK KOHKYPEHTHHMH I€peBaraMy HU3bKOTO Ta BHCOKOTO
nopsaky (puc. 1).

Cepen OCHOBHHX XapaKTEpHCTHK II€peBar HH3bKOTO
TIOPSIIKY MOXKHA Ha3BaTH HACTYIIHI: BOHU € HECTIHKHMH,
OCKIUJTBKM MOXYThb JIETKO KOIIOBATHCh KOHKYPEHTAaMHU;
iXHS TOJIOBHA CYTHICTh — HHW3bKI I[iHH, SIKi JIOCSATAIOTHCS,

3a3BMYal, 3a paxyHoK egexry macmrady [3]. bysators
PLAKI BHIIQJKK, KOJM HHU3bKA I[iHA € IEPEBArOl0 BUCOKOTO
MOPSIIKY, HATIPUKJIA, Y HIMEIBKIA MPOAYKTOBIA Mepexi
cynepmapkeTiB ALDI, ska nocsarma moenHaHHS HHU3b-
KHX I[iH Ta BHCOKOI SIKOCTI IUISXOM BiOOPY HalKparmx
MOCTaYa IbHHUKIB, HU3bKMX BXIAHMX I[iH Ta MEHIIOI, HIXK
y KOHKYPEHTIB, TOproBejbHOI Hauinku. [lepeBaru BuCO-
KOTO TIOPSAZIKY € CTIMKMMHU 1 3a0€31e4yIoTh MiANPHEMCTBY
JIOBTOCTPOKOBI CTilKi MO3MIIIT Ha pUHKY. Taki mepeBaru
MOXYTh (OPMYBaTHCh 3a pPaxyHOK HAJIArOJDKCHOI CHcC-
TeMU TUCTpUOYIii, 3B’ SI3KIB 13 HaMIHHUMHU IOCTadaIbHU-
KaMH, BHCOKOTO PIBHSI CHCTEMH BHYTPILIHBOTO, 30BHILII-
HBOTO Ta IHTEPAKTHBHOIO MapKETHHTY, SIKICHOI CHCTEMHU
ERP-customer loyalty, sika 103BOJMTE 1HIUBIIyalizyBaTn
MiAXI 10 KOKHOTO KIIEHTa, (POPMYBaHHS €KCKIFO3UBHOL
TOBAapHOI TIPOTIO3UIII, BHAJIO PO3POOICHOTO EIEeMEHTY
«Access» (HOCTYIHICTb OCIYTH pUTeiiepa Ut KII€HTA).
I3 pucynky 1 BHIHO, HIO KIIOYOBOIO MPOIO3MIIEIO MPU
KOHKYPEHTHUX MepeBarax HU3bKOTO MOPSIKY € HH3bKa
I[iHa, HATOMICTh PN KOHKYPEHTHHX IIepeBarax BHCOKOTO
HOPSAKY WACTHCS HE IPO HHU3BKY LiHY, a IPO IOHATTS
migHocTi [1; 5]. ¥V meprmomy BUMaaKy MaioTh Miclie 3Ha-
9HI 00CSTH 3aKyIliBelb, MUPOKHA Ta TIIMOOKUH acopTH-
MEHT 1 aKTHMBHE IPOCYBaHHs. 32 YMOBH MEpPEXKEBOI opra-
Hizauii puTein-0i3Hecy 1l YUHHUKH MalOTh ITPU3BECTH JI0
3HAUYHUX MOTOKIB KIII€HTIB, BEJIMKHX OOCSTIB peaji3ailii,
a edexTn MaciuTaly HaxagyTh 3MOTY 3HM)KYBAaTH LiHH.
Lle He € OHO3HAYHO NPOTPAIIHMM BapiaHTOM, ajie Mae
CBO{ HENOJIKHU: IO-TIepIIe, JIETKO KOMIIOEThCS KOHKYpPEH-
TaMH, MO-Apyre, HU3bKA I[IHA BXKE HE € KJIIOYOBOIO IIiH-
HICTIO IS CTIOKHMBaYa, 1 1ie He 000B’SI3KOBO MOB’A3aHO 13
30LTBIICHHSAM JOOPOOYTY, IIe Ma€ MICIIC 32 PaXyHOK 3MiHH
CIIPUHHATTS CIIOKUBAa4eM LIHHOCTI sk Takoi. Tomy s
JIOCSITHEHHS CTIHKUX TO3HUIIiI Ha pUHKY pUTEHIIepy BapTo
npamoBaTd Hajx (GOpMYBaHHSAM KOHKYPEHTHHX Hepe-
Bar BHCOKOTO IMOPSIKY, TOOTO CTBOPEHHSM I[HHOCTI [5].
VY cnpouieHoMy BUIVIsAL (POPMYBAHHS I[IHHOI MPOIO3HIIT
3MIMCHIOEThCS Y Taki erarnu: 1) BH3HAUCHHS KIIFOYOBUX
nmotped KIi€eHTIB; 2) GpopMyBaHHS IIHHOI mporo3umii. Sk
PE3yNbTaT, KIEHT CTa€ iICTHHHO JIOSIIFHUM JI0 pUTeiepa,
MEPEXONTh N0 PAHTY MOCTIHHUX KIIEHTIB Ta CTae «Oe3-

Hecmiiixi nepesazu

KoHKypeHTHi nepeBaru
y puTeiin-cepBici

Cmiuiki nepeeacu

Ilepesazu nu3zpk020 nopaoky

Hu3bKi minm

3HauHi 00csATH
3aKyiBeIb

[upoxuit
ACOPTUMEHT

AxTHuBHE
MPOCYBaHHS

| EdexT macmraby |

Ilepeeazu eéucokozo nopaoky

HinHicTs mpono3uuii

Solution: BupilIeHHS
KITIOYOBUX MOTPed KiTieHTa

v

dopmyBaHHS YiHHOIL
npono3uyii

v

KnienTcpka JIOSIbHICT

Puc. 1. Buin KOHKYpeHTHHMX NlepeBar y purteiisi-cepsici

Jhicepeno: [1; 3; 5]
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KOLITOBHUM IpoMoyTepom». Hasani nBa eramm moTpe-
OyIOTh YTOYHCHHS, TaK CamoO, SK 1 TOHATTS IIHHOCTI.
IlinHicT, MOXKE BKJIKOYATH 0Oararo KOMIIOHEHTIB: MiCIE
pO3TalryBaHHS, YMOBH JOCTAaBKH, YHIKaJIbHICTH TMPOIYK-
1ii, IporpamMu JOsTbHOCTI ToIo. O4YeBUAHO, MO0 BU3HA-
YUTH KJIFOYOBY LIHHICTH sl 1iIboBOi aymuropii (LA),
HEeOoOXiJHO BU3HAYMTH ii KIIIOYOBI MOTpeOU Ta mpodiemu,
okpecyutu noprtper L[A, 3MozenoBaTn XUTTEBY CUTya-
1if0, Y SKiH KITIE€HT 3MIHCHIOE TOKYIIKH (pHC. 2).

Tak, Ha TIepIIoMy eTari HeoOXiTHO YITKO YSBUTH ITOP-
TPeT LiThOBOI ayauTOpii, HE OOMEXKYIOUHCh MPU IIBOMY
JIMIIE 3arajibHUMU XapaKTepUCTUKAMM, TaKHMH, SIK BIK,
CTaTh, PIBEHb JOXOMY TOIIO. Y3araJbHIOOYl KpUTEpil
0e3 BpaxyBaHHS IHIINX, CHEUU(IUYHUX, XapaKTCPHUCTHUK
MOXYTb JJaTH 3arajlbHuid po3muBuactuid noprpet LA, mo
HE acTh 3MOTY BHSBUTH KJIIOUOBI IOTpeOH Ta MpobIemMu
1 chopmyBaTu AilicHy YHIKaJdbHY LiHHICTh. BapTo BHKO-
pUCTOBYBaTH OiJbIIl KOMIUIEKCHI IiJXOAM, HAIPHUKIAI,
Mozaenb VALS um rpadix A.P. Binknepa, amantyBaBim
OCTaHHI HiJ BITYM3HAHI cTWl XUTTA. «HamamroBasiim»
noprpet LA, MOXKHA IEPEXOJUTH A0 MOAETIOBAHHS JKUT-
TeBOI cUTYyaIlii KirieHTa (IpyTuii era), ToOTO Tiei cuTyartii,
y SKil KITI€HT, 3a3BUYai, 3M1HCHIOE TIOKYTIKY (3BEPTAETHCS
JI0 Tociyr puteiyiepa). HaBememo nekijgbka HMPUKIAIiB
i3 XapuoBHM pHTEHIOM: TpsAMYyIOuM i3 odicy momomy,
KIIIEHT T10 JI0pO31 KyITy€ NMPOMYKTH, HEOOXiJHI JuIIe Ha
CBOTOJIHI-3aBTPa; y BITbHHIA BiJl pOOOTH JCHB KIIIE€HT 3iH-
CHIO€ 3aKyYIIBIIIO IPOAYKTIB HA THXKJICHb, KOPUCTYIOUHCH
BJIACHUM TPAHCIIOPTOM (200 3aMOBHBIIH X TOMEPEAHBO,
a00 OTPUMYIOUH 3aI0BOJICHHS BiJI IIPOILeCy BHOOPY TOBaA-
piB y MarasuHi); Oa)xaloud 3€KOHOMHUTH 4ac Ha BIAIO-
YHHOK YM pOOOTY, KIIE€HT 3aMOBIISIE TOBapH OHJIAWH i3
JIOCTaBKOIO J1070MYy Toio. Ha TperboMy erarri, Ha OCHOBI
aHaITi3y Ta y3aralbHEeHb XUTTEBOI cutyarii LIA, dopmy-
€TBCSl CUTYaTHBHA MOJIENb, TOOTO y3aralbHEHAa MOJEIb
cUTyalil, y sIKii [IIbOBI KJIIEHTH 3/1HCHIOIOTH MOKYIIKY.
HactynHum eTaroM € BUSIBICHHSI KJIIOYOBHX IOTped Ta
mpodieM, sIKi MaloTh Miclle y BH3HAUCHIW CUTyaTHBHIN
Mozeni. Hampukian, KIr04oBi MOTpeOn: 3aKyITiBIs IHPO-
KOTO aCOPTHMEHTY NPOIYKTIB XapdyBaHHS Ha ITHN THXK-
JICHb, EKOHOMIS 4acy i T. iH.; KJIFOYOBI IpoOIeMu: HecTada
4yacy, HE3py4YyHOCTI Ha ILUIIXy [0 Maras3uHy, BiJICYT-
HICTh TIOBHOTO AaCOPTUMEHTY B OJHOMY Mara3uHi TOIIO.
Ha nactymHoMmy erami 3-ITOMDK CKJIJCHOTO IEPETiKy

notped Ta npoOIieM HeoOX 1 THO BUUTUTH KJIIOYOBI. Y TIoTIe-
PEIHBOMY TPUKIAJI KIFYOBOK TOTPEOOK MOXe OyTH
HEOOXITHICTh 3aKyTiBIIi TOBHOTO aCOPTUMEHTY IMPOIYKTIB
Ha MITHA TIOKICHb, a HAHOIMBII «OOIBOBOIOY» MpOOIIe-
MOIO — HE3pY4HOCTI Ha IIUIAXY [0 Marasuuy. SIKIo BUsB-
JIeHI HaiiBaromimia notpeda ta HaiOuIbII 00JIbOBA TOUKA,
MOXKHA TEpeXOAnuTH Oe3nocepeqHbo 10 (HOopMyBaHHS
KOHKYPEHTOCIIPOMOXKHOT Tporo3unii. Cumijg mam’sitaT,
IO PECYPCH 3aBKIN OOMEXKEHi [5], AKIIo puTeinep KiuHe
ix ompasy Ha (opMyBaHHS I[IHHOI MPOIO3UINI MO YCiX
KPHUTEPIsIX, TO IPOEKT MOXKE HE OKYNHTHCh. ToMy morme-
penniii eran Takuid BaxkiuBuil. Croyarky, Ha OCHOBI
KJIF040BOI TMOTpeOM Ta HalWOuIbIl 00JbOBOI MpodIeMu
KJIieHTa (OPMY€EThCS TOJIOBHA LiHHICTE. Y Mozeni SIVA
il MO’KHa TTOPIBHATH 13 eneMeHToM Solution («PimeHHs»)
[1]. Y mamomy nmpukiIaai TAKAM pillleHASIM Oy/Ie ITHPOKUit
Ta IMOOKHI aCOPTUMEHT y OHOTO PHUTEHIepa i3 MOXKIHU-
BICTIO 3aMOBJICHHSI OHJIAHH 3 JOCTABKOIO J0A0MY. SIKIIO
rOJIOBHA 1oTpeba KIIiEHTa — 3aKyIIiBIISI BEJIIUKOTO 00CSTY,
a HalOUIbII «O0JIbOBA TOYKA» — HE3PYYHOCTI Ha IIISIXY
JI0 MarasuHy, OYE€BHJIHO, 1[0 MIPOMO3HLIis Oyae LiHHOO, a
TUIaTa 3a JOCTaBKy He CTaHe MpoOiIeMoro (Tpu 3HAYHOMY
3aMOBJICHHI e(eKT macmrTaly IIOA0 OIIaTH JOCTAaBKHU
JisiTUME Bxke Juis Kiienta). Kosu rojoBHa IiHHICTE cop-
MOBaHa, MOKHA MEPEXOAUTH 110 (POPMYBAHHS J10JATKOBUX
LIHHOCTEH, TOOTO TaKUX, SKI HE € KIIFOUOBHMH IS KJIi-
€HTA, aJie MiABUIILYIOTh OO0 JOsIIbHICT, HAPUKIIAJ, 0e3-
KOIITOBHI JOCTAaBKHM NPH MEPIINX 3aMOBJICHHSAX, 3HIKKI
Ta O0HYCH, IUCKOHTHI KapTKH TOIIO.

BuKopHCTOByIOUH anNropuT™M, IMOJAHHM Ha pHC. 2,
MOTPIOHO TTaM’sITaTh PO 000B’SI3KOBI Ta AOJIATKOBI XapaK-
TEpUCTUKHU TTocayru. OOOB'SI3KOBI XapakTEpUCTUKH (Hop-
MYIOTBCSL TIPA CTBOPCHHI TOJIOBHOI IIHHOCTI. J{ogaTkoBi
XapaKTePUCTUKH € CBOTO POAY «POI3WHKAMI», sKi abo
BIPI3HAIOTH pHUTEHJepa Bil KOHKYPEHTIB, ab0 TMpocTo
MJIBUILYIOTh Horo npuBadmuBicTs. LI Xapakrepuctuku
JUIOTH B ME¥KaX CUCTEMH JIOJJATKOBHX LiiHHOCTEeH. Hanpu-
KJaJ, 3py4YHa HaBiraimis Ta 3pO3yMUINIl KOHTEHT CaMTy €
000B’3KOBUMH XapaKTEPUCTUKAMHU Y HABEACHOMY BHILE
MIPUKIIaIi, OCKUTBKH O€3 HUX TOJOBHA IIHHICTH BTpaya-
THME CBOIO CYTHiCTh. HaTtoMicTh, mprBabinBa KOIHOPOBA
raMa Ta ecTeTudHe O(QOpPMIICHHS CalTy HaJekKaTHMeE 0
JIOZIATKOBUX XapaKTEPUCTHK, 3a PAaxXyHOK SIKUX IpoIec
3aMOBJICHHS Oyyie OUTBII IPUEMHHM.

MoaentoBaHHS KUTTEBOT
cuTyalii KiieHTa

"3amanpoBKa"
noptpery LA

AHai3 KII0Y0BUX
nompe6 Ta NpodJieM

CTBOpEHHS
CUTYaTHUBHOI MOJIEIi

BusBineHus 2onosHoi
nompe6bu Ta HAUoIb I

g CDOpMy.BaHHﬂ PiLI.ICHHf[ N
(Solution): rosoBHOI

DopMyBaHHSI CHCTEMH
000amMKOBUX

rocTpoi npodaemMu

miHHOCTI

yinHocmeil

f

PecypcHi oOMexxeHHS |

KoHKypeHTOCTIPOMOKHA MPOMO3UList KIIEHTY

Puc. 2. Aaroput™m popMyBaHHSI KOHKYPEHTOCIPOMOKHOI mpomno3uii y cepi puteili-cepBicy

Jicepeno: [1-8]
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BucHoBkH 3 npoBeeHoro gociaimkeHHs. Ha ocHosi
cucTeMaru3alii Ta MoAajIblIoro PO3BUTKY ICHYIOUYHX ITijI-
XOIB 10 (OPMYBaHHSI KOHKYPEHTOCIIPOMOXXHOI ITpOIIO-
3MLIT KJIIEHTaM y cdepi pUTeii-cepBicy MoXXHa 3poOUTH
HACTYITHI BUCHOBKU:

1. IcHYIOTH KOHKYPEHTHI TIepeBaru HU3HKOTO Ta BHUCO-
KOTO TIopsiAKy. [lepeBaru HU3BKOTO MOPSAKY € MEHII CTii-
KAMH 1 BOHH, 3a3BHUYal, OB’ s13aHi 13 e)eKTOM MaciiTaly
Ta BCTAHOBJICHHAM HH3bKHMX IIiH. IlepeBarm BHCOKOTO
TNOPSA/IKY BBAKAIOThCS CTIMKMMM MepeBaramu. Ix Baskue
JOCATTH, ajie BOHH 3a0e3MeUyIOTh CTIifKi KOHKYPEHTHI
TO3MIIIi piTeinepa Ha PUHKY 1 MMOB’sI3aHi i3 CTBOPEHHIM
IIHHOT TPOMO3WINi KII€EHTAaM Ta JOCSATHEHHSM iXHBOL
JIOSUTBHOCTI.

2. l'onoBHUMH mapameTpamMu Mpu GOpMyBaHHI IIHHOT
IIPOTIO3MLIi € BU3HAYECHHS KIIOYOBHX IOTPEO KIIEHTIB Ta

HAMOLIBII TOCTPUX MPOOJIEM HA NUISAXY O 33J0BOJICHHS
UX TOTpPeO.

3. ®opMyBaHHS KOHKYPEHTOCIHPOMOYKHOI MPOIO3HUILT
nepenbadae (hopMyBaHHS TOJOBHOI IIHHOCTI, sIKA MaKCH-
MaJbHO 3a0€3MEeYNTh KIIIOYOBI MOTPEOU KITIEHTA Ta yCYHE
HAHOLIbIII «00THOBI» TOYKH HA IIISXY 10 33 JOBOJICHHS LIUX
notped. [licist cTBOpeHHs ronoBHOT IHHOCTI (OPMYETHCS
CHCTEMa JIONATKOBHX I[IHHOCTEH, SIKi HC € OCHOBHUMH IS
KITIIEHTA, aJie CIIPHUSAIOTH ITiIBUIICHHIO JIOSIIBHOCTI.

4. Ilpu popmMyBaHHI KOHKYPEHTOCIPOMOXKHOI ITPOIIO-
3umii moTpiOHO BpaxoByBaTH (hakTOp 0OMEKEHOCTI pecyp-
CiB puTeiijiepa: OCHOBHA Maca PecypciB Mae OyTu cCrpsi-
MOBaHa Ha CTBOPEHHs rosioBHOI miHHOCTI. Ilicnmst mporo
pecyped, 0 3aUIIWIACE U1 (OPMYBaHHS KOHKYPEHTO-
CIPOMOXKHOI TIPOMO3HUIIT, MOXKYTh OyTH BHKOPHUCTaHI Ha
(hopMyBaHHS CHCTEMH JAONATKOBHX IIIHHOCTEH.
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