B 3anexHocTi Bia cnenudiky IisiIbHOCTI TOCHIOAAPIOI0UOro Cy0’ €KTy, B 3HAYHIM
MIpi BIPI3HAETHCA 1 MAPKETHHTOBE TUIAHYBaHHS, SIK MPOIIEC, 1 MAPKETUHTOBUM IJIaH
sk qokyMeHT. OJiHaK, Ha TyMKY aBTOpa, sSIKy O MeTy He nependadaB MapKETHHTOBUI
IUTaH MIANPUEMCTBA, KIHIEBUM pe3yJIbTaTOM HOro peamizamii Oydae — MiJABHUILEHHS
e(eKTUBHOCTI JISUIBHOCTI MIAOPUEMCTBA Ta (PIHAHCOBUX TMOKa3HHUKIB HOro
TOCIOAAPCHKOI JIISIIBHOCTI, 30UIbIIEHHS OOCSTiB peani3alli Ta PUHKOBOI YacCTKHU.
[HCTpYMEHTOM 11 JOCATHEHHS IIiJIed MiANPUEMCTBA BUCTYIIAIOTh CKJIAJIOBI HOTO
MapKETUHTOBOTO KOMIUIEKCY. AHAI3yIOUM TEOPETUYHI JOPOOKH Ta MPaKTUUYHUN
JIOCB1JI CHELIaiCTIB MapKETOJIOTIB, MOXKHA 3pOOMTH BHUCHOBOK, IO 3HAYHY yBary B
IUTaHYBAaHHI MApKETUHTY Ha MiANPUEMCTBAX MPUIUISIOTh TPEHA-MapKETHUHTY.

Tpeiia-MapKeTUHr (TOPrOBUM MApKETHUHI, KIIEHTCHKHM MapKeTHHr, trade
marketing, customer marketing) - oauH 3 HampsIMiB MapKETUHTY, SIKAH J103BOJISIE
30UIBIIIYBaTH TPOJAXI 3a PpaxyHOK Jiii Ha TOBAapONPOBIAHUN JaHIOT. Y
TOBapOMPOBIAHUI JIAHLIOT BXOJATh yCl JIAHKU B JIAHIIOKKY BUPOOHUK - KIHIEBUU
CHOKMBaY (TUCTPUO'IOTOP, TOProBa TOUKA, CIEIIaiCTH 3 MPO/IAXIB Ta 1H.).

Mogenb TpeWa-MapKETHHTOBOTO IUIaHYBaHHSA, Ha JIYMKY aBTOpa, J03BOJISIE
CIUTAaHYBATH 1 OIIHUTH MOKA3HUKWA MalOyTHIX MEPIOAiB TiSIILHOCTI MiANPUEMCTBA Y
BIJIMOBITHOCTI 13 3aX0JaMWd MapKETHHTOBOTO KOMILJIEKCY Ta TpEHI-MapKETHUHTY,
pO3pO0JIEHUX BIAMOBIAHO IIONNEPIB Ta KaHajiB po3noaury. ToOTto Tpeitn-
MapKETHUHTOBA CTpaTeris nependadae: 1) anamiz GakTUYHOTO CTaHy MiAMPUEMCTBA Ha
PUHKY 3 TIOJAJBIIOI PO3POOKOI0 TAKTHYHOTO TUIAHY Ta WMOBIPHOIO OI[IHKOIO HOTO
peamizaiii; 2) OIIHIOBaHHS OMNEPaTUBHOI JII€3aTHOCTI YYaCHUKIB IIOMIEP
MapKETUHTY Ta JAHIIOTIB KaHAJIB PO3MOAUTY 3 BU3HAUYEHHSAM iX MPIOPUTETIB; 3)
PO3pOOKY MapKETMHIOBOTO KOMIUIEKCY 1 3aXOIB TPEHUI-MapKETUHTY 3 PO3PaXyHKOM
MJTAHOBUX MTOKA3HUKIB.

[onmep-MapKeTUHT 3IIHCHIOEThCS OE3MOCEPEIHbO B MICHAX MPOJAXy 1 HOTro
METOI0 € TEpPETBOPEHHS BiJBilyBaua Mara3uHy Ha MOKYMIS NPOIYKTy. MeToro
HIONTEP-MAapKETUHTY € CHOHYKaHHS MOKYMIS MPUUHATH PIIEHHS MPO KYMIBIIO B

MICHAX MPOJAXy. 3 TOYKH 30pYy MIANPUEMCTB PO3ApiOHOI TOPriBIl, IIONIEP-



MapKeTHUHT O3HA4ya€ Te€, MI0 IOCTAYaJIbHUKKA TOBApiB I1HBECTYIOTh (piHAHCHU B
MapKETUHT'OBI 3aX0au Oe3mocepeHb0 B Mara3uHi, a He, Hanpukiaa meaia. Kpim toro,
3HAYHUM YMHHHUKOM B MOSBI IIOMNIEP-MapKETUHIa BU3HAYAIOTh PO3YMIHHS KIIIEHTIB 1
KyIiBEIbHOT MOBEAIHKY, M0 3a0e3medyeThcsl 1HGOPMAaIlIMHUMHU CUCTEMaMU TOPTIBII
(BUCHOBKM MPO KUIBKICTh MOKYIIOK, YAaCTOTY BIJIBIlyBaHHS, BapTICTh Y€Ky Ta 1H.).
[HBecTuLli MOCTayaJbHUKIB MPOAYKIII B I[IOMNNEP-MAPKETUHI 3pOCTalOTh B
cepennbomy Ha 20% mopiuno [1].

Yactuna  (axiBliB  JAOTPUMYIOThCS  "KJIACHYHOTO  BU3HAYEHHS  TPEij-
MapkeTHUHTy", 1 BBaxae, 10 cdepa TOProBOro MAPKETHHTY OOMEXKY€EThCS

nmn

""TOBAPONPOBIAHUM JIAHIFOKKOM" "MOcTadaibHUK"-"KOHIIEBa TOYKa MpOJaxiB", a
chepa O0OOB'S3KIB TpeHa-MapKeTOIOra OOMEKYETHCS POOOTOI0 3 MOKAa3HUKAMHU
"akTHBHA KJII€HTChKA 0aza", "MMpWHA TPOAYKTOBOI JIHINKA B TOPrOBHUX TOdYKax' i
"ToOBapHUU 3amac B TOPrOBUX TOUYKax'.

Inma uvactuHa MapkerosioriB, ski 3aiimaroThcsi BTL, BBakawoTh, 1mo cdepa
TpeiI-MapKeTHHya HEe OOMEXY€EThCS CTHUMYJIOBAHHSIM TOBApOMNPOBIIHOIO HUIAXY, a
MOJIATAE 11I€ 1 B CTUMYJIFOBaHH1 KIHIIEBOTO CIIO’KHMBAaYa PI3HUMHU IPOMO3aX0AaAMH.

Tpeling-MapkeTUHT OpIEHTOBAaHWUW HE CTUIBKA Ha CIIOXKHBa4ya, CKIJIbKA Ha
nokymnus. CrnoxuBad B TeOpii MApKETUHTY pO3IVIAIAETHCS B MPOLEC] MPUUHATTA
pIIIEHHS MPO MOKYIKY BIJl MOMEHTY BUHUKHEHHS a00 CTUMYJIOBAHHS MOTpEeOU 10
0e3mocepeIHbOr0  3MIMCHEHHS TOKYNKHA. TpelI-MapKeTHUHT BIJIPI3HAETHCS BiJl
TPaAMILIIHOTO "CHOXXMBYOTO MAapKETHHry" TMepeayciM cBOiM o00'ekTom. SIKIIo
KJIACUYHUI "CIOXKMBUMM MapKETUHI" CHpsiMOBaHUN O€3MOCEpPEeHbO Ha KIHIIEBOTO
CHOXHBaya, TO TPEHA-MapKeTHHI - Ha BUBYEHHS 1 3aJJOBOJICHHA NOTpPeO TOProBoi
naHkd. Tpeia-MapkeTUHT MOTPIOHUM MiANPUEMCTBY, OO YIOPABISATH CBOEIO
YaCTKOK PUHKY 4Yepe3 TOProBUX IMOCEPETHUKIB.

[HIMMME cioBaMu, TpeWI-MapKETHHT - 1€ JiSUIbHICTh YCIX YYaCHHMKIB TOPTIBIIL,
CIpsSIMOBaHA Ha OpraHizallil0 MPOCYBaHHA TOBapy BiJ BUPOOHHUKA O KIHIEBUX
CIOXKMBAY1B HAOUTBII BUT1THUM JIJISl YCIX YYAaCHHUKIB PyXy TOBapy YuHOM [2].

[Ipore edexT Big peamizauii TpeHI-MapKEeTHUHTOBUX 3aXOJIB, HAa BIAMIHY BiA

KaMIMaH1i, CTUMYJIIOIOUMX KIHIIEBOTO CIIOXUBaYa, MiAAA€THCS BUMIPY - [0 3pOCTAHHIO


http://www.gmaonline.org/publications/docs/2007/shoppermarketing.pdf

YHCJIa 3aMOBJICHb, PIBHIO MPOAAXIB, TUCTPUOYINi 1 1H. B po3apiOHiil TopriBmi Jyist
KOHTPOJIO HaJ BUKOHAHHSM YMOB aklii HPOBOJSATHCS MEPEBIPKH MOJIHOBOIO
nepcoHany abd0 BUKOPUCTOBYETbCA MeTON "TaeMHUM mokymneup'. B Toil xe wac,
CTBEPIKYIOTh (paxiBIli, €(heKT 3aX0Ay 1HOAI MPAKTUYHO HE 3AJICKHUTH BiJ BUTPAT Ha
HbOTO [3].

['paMOTHO Oprani3oBaHe CTUMYJIIOBAaHHS TOPrOBHX MOCEPEIHHKIB O3BOJISE
MIJBHUIIUTH PiBEHb MPOAAXKIB 1 TUCTPUOYIIii, Cripusie 30UIBIICHHIO 3alaciB TOBapy 1
3pOCTaHHIO AKTUBHOCTI TOPriBil, (OopMye 1 MIJBHILYE JOSIBHICTh TOPTIBIL O
MIIPUEMCTBA 1 MOTO MPOayKTy. HeoOXimHICTh AETANbHOTO MOCHTIKEHHS TpPeu-
MapKETUHTY SIK CKJIaJI0BOI MapKETUHIOBOT'O IJIaHyBaHHsI OOIPYHTOBY€EThCS, HA JYMKY
aBTOpa, MOJIMBICTIO BUPIIICHHS 1AEHTUYHHUX 3aBJaHb NpU iX peani3auii: aHami3
CUTYyallli Ha PUHKY; MIIBUIIEHHS PIBHS AUCTPUOYIIIi TOPTOBOI MapKH B YCIX KaHAIax
30yTy; CTBOpPeHHS €(eKTy JOMIHYBaHHS TOProBOi MapKH HaJ KOHKYpPEHTaMu;
3aKpIIUIEHHS Y CHOXHMBaya IMIJKYy TOProBOI MapKH SK MapKW Jifepa; opraHizaris
MapKETUHIOBUX 3aXOAiB (MEpuaHJal3UHI, IPOrpaM CTUMYJIOBaHHS, akKlli B MICIISIX
IPOJAXKiB); KOHTPOJIb 32 iX BUKOHAHHSM 1 OI[IHKA €()eKTUBHOCTI IPOBEJICHUX 3aXO/IIB.

Takum 4MHOM, 3aCTOCYBaHHSI TPEWI-MapKETHUHTY MpPH IUIAHYBAaHHI MapKETHHTY
Ha MANPUEMCTBI 3a0e3neuye e(DEKTUBHUN PO3MOAUT PECYpCiB 1 KOHTPOIb 3a iX
BUKOPHCTAHHSM, 1110 OCOOJMBO aKTyalbHE JJIs MIAMPUEMCTB BITYU3HSIHOTO PUHKY, SIK1

BUKOPUCTOBYIOTb KOMIIJIICKC 3aXOI[iB IMPOCYBAHHA JIMIIC HA BUMOT'Y TOpFiBeHBHI/IX
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AHoOTAaIA.

Po3rnsiHyTO KareropiiiHuil anmapar MOHSATTS «Tpeuzi-MapKeTUHI». JlociikeHo
MOJIETTh TPEUI-MapKETUHTOBOTO IUIAHYBAHHS, SKa JO3BOJISE CIUIAHYBAaTH 1 OIIHUTH
MOKAa3HUKM MaWOYTHIX TMepIoAiB MJiSTILHOCTI MIANPUEMCTBA Yy BIJAMOBIAHOCTI 13
3axoJlaMH MapKETHHTOBOTO KOMIUIEKCY Ta Tpeia-mapkerunry. [IpoanaizoBaHo
TPENJ-MApKETUHT SK HE3AJICKHUM HaNpsM CYKYMHHX 3aXOJiB/IHCTPYMEHTIB, SKi
BIUIUBAIOTh Ha 0a30Bl €JIEMEHTH TOCIOJAPCHKOiI JISIILHOCTI  MIANPUEMCTBA
BUPOOHMIITBO — CTIOKMBAY — KaHaIU po3noainy. JlocmipkeHo 3aBaaHHs, M0 MOXYTh
BUPIIITYBATUCA HA TMIANPUEMCTBI B pe3ysbTaTi €()EKTUBHO CIIAHOBAHUX 3aXOiB
Tpel-mapkeTunry. [lpoaHanizoBaHO mepeBarv 1 HEIOJIKM BUKOPUCTAHHS TPEU]I-
MapKETUHTY Ha T1ITPUEMCTRI.

AHHOTAIUA.

Paccmotpen kateromiiHbIN anmapaTr NOHATUA "'Tpera-mapkeTuHr'. MccienoBana
MOJIETTb TPEUI-MapKETUHTOBOTO IJIAHUPOBAHUS, KOTOpasi MO3BOJISIET CIUIAHUPOBATh U
OLICHUTHh TIOKa3aTeldu OyAylUX T[EepUOJIOB  JIEATEIbHOCTH MPEANpUATHS B
COOTBETCTBHH C MEPOINPHUATHUSIMH MAPKETHHTOBOTO KOMILJIEKCA W TPEUI-MapKETHHTA.
[Ipoananu3upoBaH TpeI-MapKETUHT KaK HE3aBUCUMOE HAIMpaBICHUE COBOKYITHBIX
MEPOTIPUATUNA/MHCTPYMEHTOB,  KOTOPBIE  BJIMSIIOT HAa  0a30BbIE  DJIEMCHTHI
XO3STUCTBEHHOU NIEATETLHOCTH MPEINPUATHS TIPOU3BOJCTBO - TOTPEOUTENH - KaHAJIBI

pacnpenenenus. VMccnenoBansl 3a1aHus, KOTOPbIE MOTYT PEIIAThCS HA MPEANPUATUN



B pe3ynbTare 3(PQPEKTUBHO CIUIAHUPOBAHHBIX MEPOIPUITHA TpeuI-MapKeTHHTaA.
[Ipoananu3upoBaHbl TPEUMYIIECTBA M  HEIOCTATKU  WCIOJIb30BAaHUS  TPEH-
MapKETUHTa Ha MPEIIPUATHN.

Summary.

The category apparatus of concept "trade-marketing" is considered in the article.
The model of the trade-marketing planning is investigational. It allows to plan and
estimate the indexes of future periods the activity of enterprise in accordance with the
measures of marketing complex and trade-marketing. Trade-marketing is analysed as
independent direction of the combined measures/ instruments, that influence on the
base elements of economic activity the enterprise a production - consumer - channels
of distribution. Tasks that can decide on an enterprise as a result effectively plan
measures of trade-marketing are investigational. Advantages and lacks of the use of
trade-marketing are analysed on enterprise.
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