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MAPKETHUHI'OBI HIAXO/AU 10 ®OPMYBAHHA
KOHKYPEHTOCIHPOMOKHOI MPONO3UIII KJIIEHTAM Y COEPI
PUTEWJI-IIOCJIYT

YV cmammi poszensdaiomvca  mapkemun2o6i  acnekmu  Qopmy8aHHs
KOHKYDEHMOCHPOMOICHOI nponosuyii y cgepi nociye pumetinepie. Konkypenmmi
nepesacu MPONOHYEMbCA PO3NOOLNAMU HA 08I 2PYNU. nepesazu HU3bKO20 Mmda
8uUcokoeo nopsaoky. llepesacu HU3bK020 NOPAOKY € MeHW CMIUKUMU |
docsearomscsl, 3a36uU4ati, 3 PAXYHOK egekmy macumady ma MOMCIUBOCHE
8CMAHOBNEHHA NOPIBHAHO HU3LKUX YiH. [lepesazu 6UCOK020 NOPAOKY NONA2AIOMb Y
Gdopmysanni  OilicHo YiHHOI nponosuyii Kiiewmam, AKa 6 MAKCUMATILHO
épaxoeysana ixwi nompebu, ma 3abesneuy8ana 00820CMPOKOGY JIOANbHICHb.
IIpononyemovca ancopumm GopmyeaHus KOHKYPEHMOCHPOMONCHOI NPONO3UYii y
chepi  pumetin-cepgicy, AKUU HNOKIUKAHUU 3a0e3nedumu CMmilKi KOHKYDPEeHMHI
nepesazu pumeuniepa. Basicaugum emanom npu yboMy € aHaniz Kio4osux nompeo

ma npobiem KIIEHMIE mda, HA Yill OCHOBI, GUAGIEHHS 20]I08HOI nompebu ma



Haubitbw 2ocmpoi npobaemu, wo cmae 6azor 0 CMEOPEHHS 20108HOI YIHHOCMI.
Ilicna opmysanns 20108HOI YIHHOCMI NPONOHYEMBCA PO3POOUMU  CUCTEMY
000amKoBUX YIHHOCMeEl, SKI CNPSAMOBAHI He HA BUPIULeHHS KAI0Y080i nompeou
KIiEHma, ane € OONOMINCHUMU KOMNOHEHMAMU, W0 NiO8UWYIOMb KIIEHMCLKY
nosiibhicms.  Ilpu cmeopenHi 2071068HOI YiHHOCMI ma cucmemu 000AMKOBUX
YiHHOCMell Ci0 8pax08y8amu pecypcHi 0OMedceHHs.

Kniouosi cnosa: cgepa nocnye, pumeun-nocnyau, KOHKYPEHmMOCHPOMONCHA

NpoOno3uYyis pumeiepie, MapKkemuHe pumeiii-cepeicy, KOHKYpeHmHi nepesacu.

Tkatchuk S., Stakhurska S., Stakhurskiy V.
MARKETING APPROACHES TO THE FORMATION OF THE
COMPETITIVE OFFER TO THE CLIENTS IN THE FIELD OF RETAIL
SERVICES

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 procurement, 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 "sketching" 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 formation 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.

IlocranoBka mnpoOJjemu. [HHOBaAIlli, IO MalTh MICIIE HAa CY4YaCHOMY
PUHKY, 30KpeMa y cdepi mocayr po3apiOHOT TOPTiBii, MOTPEOYIOTh PO3YMIHHS Ta
3aCTOCYBaHHS CIHELIAJIbHUX MPUHAOMIB CTBOPEHHS NPHUBAOJIMBOI MPOMO3MIIIT
KIieHTaM. BuHuKae HEOOXITHICTh CcHCTEeMaTH3allii ICHYIOUHMX MapKEeTHHTOBUX
migxoaiB 710  (OpMYyBaHHS  KOHKYPEHTOCIIPOMOXHOI — PUTEWI-TIOCHYTH 3
ypaxyBaHHSIM T€HJICHI[IH CbOTOJICHHS.

AHaJmi3 ocTaHHiX gociaimkeHb i mnyoOuaikaniii. I[lutanHsM 1iHHOCTI
NPOMO3UIIT /JI1 KIIEHTIB, 30Kpema Yy cdepi putTein-0i3HeCy, MNPUCBIAYECHI
JIOCITKEHHs 6araThoX BUeHHMX Ta npakTukis [1 — 8]. ¥V mnpamsax M. Hopadansta
JTOCTIKYIOTCS  NMPAKTHKM ~ 3aCTOCYBaHHSA  puTelia-mMapkerunry [4], LM.
ByaHikeBu4 po3risijgae MUTaHHS MAPKETHHTY CEPBICHOI cepu 3arajioM, a TaKoxK
TOproBesibHOro  Mapketunry [2], mocmimkennss 1. IlmieBoi npucBsyeHi
pPO3pOOJIEHHIO Ta MPOJaXKy MPOMO3MINT I[HHOCTI KiieHTam [5]. Icnye
HEOOX1IHICTh CUCTEMAaTH3allli Ta MOJAJbIIOTO PO3BUTKY MiIX0IB 10 (popMyBaHHS
npuBaOIMBUX MPONO3UIIH y chepi mociayr po3apiOHOT TOPTiBii 13 3aCTOCYBAHHSIM

MapKETUHIOBOTO MUCIICHHSI Ta PO3YMIHHSM MOTPEO CIOKUBAYIB.
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IlocranoBka 3aBaaHHs. MeETOO OCHIDKEHHS € CHCTeMaTH3allis Ta
NOJAJIBIINI PO3BUTOK ICHYIOUHX IiIXO0/iB 10 dbopMyBaHHS
KOHKYPEHTOCTIPOMOYKHO1 ITPOTO3HUIIii KJIi€HTaM y chepl pUuTeHiI-cepnicy.

Buknan ocHoBHOro martepiajiy gociimxents. Chepa mocayr po3apioHOT
TOPTIBJIl MOCTIHHO PO3BUBAETHCSA Ta 3a3HA€ 3MiH, IO MpUTaMaHHI cepi mocayr
B3araji, Ta puTeHI-mocayraM, SK TaKuM, siKi 3a0e3MedytoTh KIHIIEBUN €Tar pyXxy
TOBapiB BiJA BHUPOOHWKAa A0 crnoxkuBada. OCHOBHAa BUMOra, SIKOi MOTPIOHO
JIOTPUMYBATUCh pUTEHIepaM, 1€ Opi€HTallls Ha moTpedu KiaieHTiB. ChOroJiHI HE
JIOCTaTHBO TPOCTO 3AMPOINOHYBATH IIMPOKUH aCOPTHMEHT TOBApiB 3a HU3BKUMU
L[IHaMH, CJIJI PO3YMITH BIJIMIHHOCTI MI)X KOHKYPEHTHHMH I€peBaraMyd HHU3bKOTO

Ta BUCOKOTO MOPsAKY (puc. 1).

Hecmiuxi nepesacu KonkypeHTHi nepeBaru Cmitixi nepesazu
y puUTeiI-cepaici
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Puc. 1. Buaiu KOHKypEeHTHHMX NlepeBar y pureii-cepsBici
Ilcepena: [1, 3, 5]

Cepen OCHOBHUX XapaKTEpUCTHUK IIepeBar HHU3BKOTO TIOPSAJKY MO>KHA
HA3BaTH HACTYIIHI: BOHU € HECTIMKMMH, OCKUIBKA MOXYTh JIETKO KOIIOBATHUCH
KOHKYPEHTaMU; iXHS TOJIOBHA CYTHICTh — HU3bKI IIHH, SIK1 IOCSATAIOTHCS, 3a3BUYaH,
3a paxyHOK edekry macmtady [3]. ByBaroTh pinki BUMaIku, KOJU HU3bKA IliHA €
MepeBaror0 BHCOKOTO TMOPSJKY, HANPHUKIAT, Yy HIMEUbKIM MPOIYKTOBIM Mepexi

cynepmapketiB ALDI, sika mocsirma moegHaHHS HU3BKUX I[IH Ta BUCOKOI SIKOCTI



IIUIIXOM BiJI0OpY HAMKpamuX MOCTAYaJIbHUKIB, HU3bKUX BXIJHUX IIIH Ta MEHIIO],
HDK Yy KOHKYPEHTIB, TOPTOBEJbHOI HalllHKH. llepeBarn BHCOKOTO TOPSAKY €
CTIMKUMU 1 3a0€3MeUyI0Th MIANPUEMCTBY JOBIOCTPOKOBI CTIHMKI MO3HINT HA PUHKY.
Taki mepeBaru MOXyTh (OPMYBaTHUCh 3a paxXyHOK HAaJaro/PKEHOI CHCTEMHU
JTUCTPUOYIIT, 3B’SA3KIB 13 HaJIMHUMHU MOCTa4yaIbHUKAMU, BUCOKOT'O PIBHS CHCTEMH
BHYTPIIIHHOT'O, 30BHIIIHBOTO Ta 1HTEPAKTUBHOIO MAPKETHUHTY, SIKICHOI CHCTEMHU
ERP-customer loyalty, sika m03BOJIMTH IHIWBITyali3yBaTH IiJIXiJ JO KOXHOTO
KJIl€HTa, (POpMYyBaHHSI €KCKIIFO3WBHOI TOBApHOI MPOIO3HIIii, B0 PO3pOOIECHOTO
eneMeHTy "Access" (JOCTYNHICTh OCIYTH pUTeiliepa ais KiieHTa). I3 pucynky 1
BUJHO, IO KJIIOUOBOIO MPOMO3MINEI0 MPHU KOHKYPEHTHHX MepeBarax HH3bKOTO
NOPSJIKY € HU3bKa I[iHA, HATOMICTh NMPU KOHKYPEHTHHUX IepeBarax BUCOKOTO
HOPS/IKY HAEThCS HE PO HU3BKY IIiHY, a PO MOHATTS miHHOCTI [1, 5]. ¥V nepromy
BUIAJIKY MAlOTh MiCIIe 3Ha4yHI OOCSTH 3aKyMiBelb, IIMUPOKUM Ta TIUOOKHUI
ACOPTMMEHT 1 aKTHBHE IMPOCYBaHHS. 3a YMOBHU MEPEXKEBOi OpraHizailli puTeilsi-
0i13HeCy 11l YMHHUKHM MArOTh MPHU3BECTH 10 3HAYHUX MOTOKIB KIIIEHTIB, BEJIHMKHUX
oOcsriB peaizaiiii, a epexTu MacmTady HaJayTh 3MOTY 3HIDKYBaTH 1iHU. Lle He €
OJTHO3HAYHO TPOTPAITHUM BapiaHTOM, aje€ MAa€ CBOI HEIOJIKH: IMO-TIepIIe, JETKO
KOIIOETHCS KOHKYPEHTaMU, TO-JIpyTre, HU3bKa 1iHa BXKE HE € KIF0UYOBOIO HIHHICTIO
JUISL CTIOYKHBa4Ya, 1 11e He 00OB’SI3KOBO IOB’S3aHO 13 30UIBIICHHSAM A00OpOOYTY, IIe
Ma€e MICII€ 32 PaXyHOK 3MIHU CIIPUMHATTS CHOKMBAYEM ILIIHHOCTI SIK Takoi. Tomy
JUTSl TOCSATHEHHS CTIMKMX TO3WINM HAa PUHKY PUTEHIepy BapTO MpAIFOBATH HAJl
(GbopMyBaHHSIM KOHKYPEHTHHX IIepeBar BHCOKOTO MOPSJKY, TOOTO CTBOPCHHSM
niHHocTi [5]. Y cmpomieHomy BuUrIsimi  ()OPMYBaHHS IIHHOT — MPOTO3HMIIIi
3MIMCHIOETBCS y Takl eranmu: 1) BU3HAYEHHS KIIOYOBUX TOTPeO KIIEHTIB; 2)
dbopMyBaHHs IIIHHOT MPOMO3UIIii. SIK pe3ynbTaT, KJIIEHT CTa€ ICTUHHO JOSUTHHUM JI0
puTeiiepa, MepexoAnTh A0 PAHTY TMOCTIHHUX KIEHTIB Ta cTa€ "OE3KOUMITOBHUM
npomoyTtepoM". Haspani 1Ba eramu mnoTpeOyrOTh YTOYHEHHS, TaK camo, SIK 1
MOHATTSA IMHHOCTI. Il[IHHICT, MOXKe BKIIOYATH OaraTo KOMIIOHEHTIB: MICIIE
pO3TalllyBaHHs, YMOBH JTOCTaBKH, YHIKAJIbHICTh MPOAYKIi, TPOrpaMu JIOSIBHOCTI

tonfo. O4eBUIHO, 100 BU3HAYUTH KIIOYOBY IIHHICTH IS ILUIHOBOI ayauTOpPIi



(ITA), HeoOxiaHO BM3HAUMTH ii KJIIOYOBI MOTPEeOM Ta MPOOIEeMH, OKPECIUTH
noptpet LA, 3MoenoBaTH JKUTTEBY CUTYAIlII0, Y SKIH KIIEHT 3/11HCHIOE TIOKYITKA

(puc. 2).

"3amanboBKa" N MonentoBaHHS JKUTTEBOT N CrtBOpEHHS q AHai3 KIF040BUX
moptpery LA CUTYyaIlii KIlieHTa CUTYaTHBHOI MO nompe6 Ta NpoodIeM
L BusiBienns conosHoi | || @opmysanus Pimenns | | PopMyBaHHs cHCTEMH
nompeou €5u_?a HaHOLTL I (Solution): roaosnoi 0odamKoeux
rocTpoi npodjaemMu WiHHOCTI yinnocmel

e 1

1 .
i PecypcHi oOMexxeHHS !

KoHkypeHTOCIIPOMOKHA NPONO3ULLISl KJIIEHTY

Puc. 2. Aaroputm ¢popMyBaHHSI KOHKYPEHTOCIIPOMOKHOI npono3uii y cdepi
puTeiliI-cepBicy
Jocepena: [1 — 8]

Tak, Ha mnepumioMy erami HEOOXIAHO YITKO YSBUTH TMOPTPET ILUIbOBOI
ayauTopii, He OOMEXYIOUUCH MPHU LBOMY JIMIIE 3aralbHUMHU XapaKTepUCTUKAMHU,
TaKUMH, SK BIK, CTaTh, PIBEHb JOXOAY TOIINO. Y3arajabHIOKOYl KpuTepii 0e3
BpaxyBaHHS 1HIIHMX, CHEHU(PIYHUX, XapaKTEPUCTUK MOXKYTh [aTH 3arajlbHUi
po3muBuacTuil moprtper LIA, 1m0 He 1acTh 3MOry BHUSBHUTH KIIIOUOBI MOTpeOU Ta
npobsieMu 1 copMyBaTHU NIMCHY YHIKQJIbHY I[IHHICTh. BapTo BUKOPUCTOBYBaTH
O1IBII KOMITJIEKCHI MiIX0AH, Hanpukiaa, Moaens VALS uu rpadik A.P. Binkiepa,
aJanTyBaBIIM OCTaHHI TiJ BITYM3HSHI CTWil XUTTA. "HamamoBaBmm" moptper
[HA, MOXHA TEPEXOAUTH JI0 MOJEIIOBAHHS KUTTEBOI CUTYyalli KileHTa (Apyrui
eramn), TOOTO Ti€i cuTyalii, y SKiil KII€HT, 3a3BUYai, 3A1HMCHIOE TOKYNKY
(3BepTaEeThCs 10 MOCAYT puteisiepa). HaBemeMo nexinbka MpUKIaIiB 13 XapYOBUM
puTesioM: TpsMyrouH 13 odicy J0J0MYy, KJIIEHT MO JOPO31 KYIy€ MTPOIYKTH,
HEOOX1/IH1 JIMIIIEe HAa ChOTO/IHI-3aBTPA; y BUIbHMI Bl pOOOTH JEHb KIIEHT 3/1HCHIOE
3aKyIIBIIIO MPOAYKTIB HA THXKJIEHb, KOPUCTYIOUUCH BIACHUM TpaHCHOPTOM (abo

3aMOBHBIIM iX MOMEPEIHBO, a00 OTPUMYIOUM 3aJI0BOJICHHS Bij MPOIECy BUOOPY



TOBapiB y Mara3uHi); 6akarouu 3eKOHOMUTH Yac Ha BIAMIOYMHOK 9 POOOTY, KIIIEHT
3aMOBJISIE TOBAapW OHJIAWH 13 JOCTaBKOKO J0J0My Tommo. Ha TpeThomy erari, Ha
OCHOBI aHaJi3y Ta y3arajbHEHb XKUTTEBOI cuTyarii LA, dopmyeTbest cuTyaTuBHa
MOJIeJTb, TOOTO y3arajJlbHeHa MOJIENIb CUTYAIlil, y sIKIf IUJIbOB1 KITIEHTH 3A1MCHIOIOTh
NoKynKy. HacTynmHuM eTarnoM € BUSIBIIGHHS KJIIOYOBHX MOTped Ta mpobiieM, siKi
MarTh MiCIle Y BU3HAYCHIA cUTyaTUBHIA Mojeni. Hanpuknaza, kiao4uoBi motpedu:
3aKyIIBJIS MAPOKOTO ACOPTHUMEHTY MPOIYKTIB XapyyBaHHS HA IIJTUN TIKICHB,
€KOHOMIS Yacy 1 T. 1H.; KJIFOYOBI MPOOJIEMU: HECTaua 4yacy, He3pyYHOCTI Ha HUIIXY
JI0 MarasvHy, BIJCYTHICTh ITOBHOTO aCOPTUMEHTY B OJHOMY Maras3uHi touio. Ha
HACTYITHOMY €Talll 3-MOMIk CKJIQJIEHOIO Mepesiky noTped Ta nmpodiemM HeoOXiTHO
BUJIIJTUTH KJIFOYOBI1. Y MONEPEIHbOMY MPHUKIIAJI KIIOUYOBOIO MOTPEOOI0 MOXKE OYTH
HEOOXIJTHICTh 3aKYIIiBJIl MOBHOIO aCOPTHUMEHTY MPOJAYKTIB HAa LUIMNA THKIEHb, a
HalOUIBII "00JIbOBOIO" MPOOJIEMOI0 — HE3PYUHOCTI Ha MUIAXY J0 Marazuny. SIKmio
BUSIBJICHI HaliBaromiia notpeda Ta HalOUIbI 00JIbOBA TOYKA, MOXKHA MIEPEXOIUTH
oe3mocepeIHb0 10 (HOpPMYBaHHS KOHKYPEHTOCIPOMOXKHOI mpormosumii. Cif
nam’sTaTH, [0 PECYPCH 3aBXKIAu 0OMexeHi [5], sKkio puteisep KuHe X oapasy Ha
GbopMyBaHHS WLIHHOI MNPOMO3ULII MO YCIX KPHUTEPISIX, TO NPOEKT MOKE He
OKYNHUTHCh. TOMy TomepenHi eranm Takuil BakiauBuii. CroyaTkKy, Ha OCHOBI
KJIFOYOBOI TOTpeOM Ta HaMOuUIbI O00JIbOBOI MpoOjieMH KIi€HTa (HOPMYEThCS
rojioBHa MiHHICTE. Y Mozeni SIVA ii Mo)xHa MOpPiBHATH 13 eneMeHToM Solution
("Pimenns") [1]. ¥V nHamomy mOpuKiIaai TakKuM pPIillICHHAM Oyle NIUPOKUN Ta
rIMOOKUN aCOPTUMEHT Y OJHOTO pUTEJiepa 13 MOXKJIUBICTIO 3aMOBJICHHSI OHJIAMH 3
JIOCTABKOIO JO0JAOMY. SIKIIIO TOJOBHA MOTpeda KIIE€HTa — 3aKyMiBJIS BEIUKOTO
o0csry, a HaiOIbI "OOMbOBAa TOUKA" — HE3PYUYHOCTI Ha NUIAXY OO Marasuny,
OYEBHUHO, IO MPOMO3HUIlis Oyae I[IHHOK, a IulaTa 3a JIOCTaBKy HE CTaHe
po0emMoro (TIpyu 3HAYHOMY 3aMOBJICHHI €)eKT MaciTady I0/0 OIUIATH JOCTABKU
IiaTEME BXKe Ui KiieHTa). Koaum TojoBHA IIHHICTE cOpMOBaHA, MOXKHA
nepexoauT 10 (GopMyBaHHS JOJATKOBUX I[IHHOCTEH, TOOTO TakuXx, SIKi HE €

KIIOUOBUMH JIJISl KJIIE€HTA, ajie¢ IMIJBUINYIOTh WOTO JIOSUTBHICTH, HANPHUKIA,



O€3KOIITOBHI JOCTAaBKU MPH MEPIINX 3aMOBJICHHSX, 3HIKKHA Ta OOHYCH, TUCKOHTHI
KapTKH TOLIO.

BukopuctoByoun ainroputm, mojgaHuil Ha puc. 2, NOTPIOHO MaM’ATaTu MPo
OOOB’SI3KOBI ~ Ta  JOJATKOBI  XapakTepucTuku  mociayrd.  OOOB'A3KOBI
XapaKTePUCTUKH (POPMYIOTHCS TIPU CTBOPEHHI T'OJIOBHOI IIIHHOCTI. JloJaTKOBI
XapaKTEPUCTUKHU € CBOTO poay "poj3uHKamMu", siki a00 BIIPI3HAIOTH pUTEiiepa Bijl
KOHKYPEHTIB, a00 MPOCTO MIABHUINYIOTH Horo mpuBabmauBicTs. Lli xapakTepuctuku
JIOTh B MEXaX CUCTEMH JI0JaTKOBUX IIHHOCTEeH. Hampukiaz, 3py4yHa HaBiraiis ta
3pO3yMIJIMI KOHTEHT CalTy € O0OB’SI3KOBUMHU XapaKTEPUCTUKAMHU Yy HABEACHOMY
BUIIIC MPUKIIAl, OCKUIBKMA 0€3 HUX TOJIOBHA ILIHHICTh BTPAYaTUME CBOIO CYTHICTb.
HartowmicTe, mpuBabivBa KOJILOPOBa ramMa Ta €CTETHYHE OGOPMIICHHS CalTy
HaJIeKaTUME [0 JOJATKOBUX XapaKTePUCTHK, 3a PpaxyHOK SKHX MPOIeC
3aMOBJICHHSI Oy/1€ OLITBII MPUEMHUM.

BucHoBku 3 mpoBeaeHoro aociiakeHHss. Ha ocHOBI cucremarmsaiiii Ta
MOAANIBIIIOTO PO3BUTKY ICHYIOUUX M1IXO0/I1B 10 (bopmyBaHHS
KOHKYPEHTOCTIPOMO>KHOI TPOTO3HUIIii KIiEHTaM y cdepl pUTEHs-cepBICY MOKHA
3pOoOWTH HACTYITHI BUCHOBKH:

1. IcHylOTh KOHKYpPEHTHI Te€peBard HHU3BKOTO Ta BHUCOKOTO TOPAIKY.
[lepeBarn HU3BKOTO MOPSAKY € MEHII CTIHKMMH 1 BOHM, 3a3BUYai, MOB’sI3aHI 13
epekToM MacmiTaly Ta BCTAaHOBJIEHHSM HHU3bKUX II1H. IlepeBarm BHCOKOTO
TIOPAIKY BBAXKAIOTHCA CTIMKMMM TlepeBaraMi. IX Baxkde OCATTH, aje BOHU
3a0e3MeuyloTh CTIMKI KOHKYPEHTHI MO3MIlli piTeisiepa HAa PUHKY 1 MOB’s3aHl 13
CTBOPEHHSM I[IHHO1 MTPOMO3HUIIIi KJII€EHTAM Ta JOCATHEHHSIM IXHBOT JIOSITBHOCTI.

2. T'onoBHumu mnapameTpamu mnpu (HOPMYBaHHI I[IHHOI MPOMO3UINT €
BU3HAYECHHS KIFOUOBUX MOTPEO KIIIE€HTIB Ta HAMOLIBII TOCTPUX MPOOJIEM Ha HUISAXY
JI0 33JI0BOJICHHS IIUX ITOTPEO.

3. ®opmyBaHHS KOHKYPEHTOCHPOMOXKHOI  TpOMO3uIlli  mependadae
dbopMyBaHHS TOJOBHOI I[IHHOCTI, $Ka MaKCHUMaJbHO 3a0e3MeYuTh KIIIOYOBI
noTpeOu KITIEHTA Ta yCyHe HanOLIbII "00Ib0B1" TOYKH Ha NULIXY 10 3aJ0BOJICHHS

nux notped. Ilicist CcTBOpEHHS TOJIOBHOI IIIHHOCTI (OPMYEThCS CHCTEMA



JOJJaTKOBUX ILIHHOCTEH, $IKI HE € OCHOBHUMH IS KI€HTA, aje CIPHUSIIOTh
T1IBUIIEHHIO JIOSTHHOCTI.

4. TIlpu QopMyBaHHI KOHKYPEHTOCIPOMOXKHOI TMPOIMO3HIli MNOTPiOHO
BpaxoByBaTH (akTOp OOMEKEHOCTI PECypcCiB puTeiepa: OCHOBHA Maca pecypciB
Mae OyTH CHpsMOBaHa Ha CTBOPEHHsS TOJIOBHOI miHHOCTI. Ilicis mporo pecypcw,
10 3AJTUIIAINCE Ui POPMYBaHHS KOHKYpPEHTOCIIPOMOYKHOI MPOIO3UITii, MOXKYTh

OyTH BUKOpUCTaH1 Ha (OPMYBaHHS CUCTEMH JI0JAATKOBUX I[IHHOCTE.
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