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Y crarti  po3rasgaloThCA  MPAKTUYHI 1 TEOPETHYHI MIAXOAW I0J0
dbopmyBaHHS cxemMH CUIbHOI Oi3Hec-Moxaen «OunaitH+Oduaiin» pureinepa 3
ypaxyBaHHSIM Cy4YaCHUX TEHACHIIA B pUTEHI-O13Heci. Mojaenb NPOMOHYETHCS
YMOBHO pPO30OMTH Ha [IBI YaCTHHH: TMepIia — BHYTpIIIHI Oi3HecC-mporecu 1
TEXHOJIOT1i — 0a3uc, KU € HEBUIUMUM JIJIsl KITIEHTA, ajie 3a0e3neuye sSKiCHY IIHHY
MPOMO3UIIII0 KIIEHTY; Jpyra 4acTHHa — O€3MOCEepeIHbO MPOMO3UIIiS I[IHHOCTI
KIIi€HTY. BHyTpimmH1 Oi3HEC-TIPOIeCH 1 TEXHOJIOTiI CTBOPIOIOTH OCHOBY CHJIBHOT
0i13Hec-mojieni purteiiepa. L yacTuHa € HEeBUAMMOIO JJIs KJII€HTA, ajie 3aBAsSKH 11
BIH OTPUMYE SIKICHY pHUTEII-nociayry. BHyTpimHi Oi3Hec-nporecu 1 TeXHOIOrIl
pPO3TISAAIOTECS  SIK  CYKYHHICTH ~ YOTUPHOX  B3a€MOIOB’SI3aHUX  OJIOKIB:
3a0e3MeUeHHs], PIllICHHS, JIOSUIBHICTh 1 TexHousorii. pyra yactuHa 6i3Hec-Mozell
«O+O» pureiiniepa € BUANMOIO IS KJIIEHTAa YACTUHOIO 1 SBJISIE COOO0 TIPOIO3HUIIIO
IIHHOCTI puTeiliepa KiieHTy. BoHa Bkioyae B cebe BceOIuHY OJIU3BKICTD
puTeiiepa A0 KII€HTA, PO3YMIHHA MOTO JKUTTEBOI CUTYaIlll Ta OOJbOBUX TOYOK,
3pY4HICTh Ta 1HAMBIAYyanbHUN Niaxia. B acnekti «O+O» dhopmary BaXXIIMBO TaKOX

BIIPOBA/KYBATH MEpPeBaru OHJIANH-TOPriBIl B IHCTOP-PUTEWI 1 HABMAKU, a TaKOX
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3a0e3MeYeHHs] OMHIKAHAJbHOCTI 1 CHHXPOHI3Alli TOYOK JOTHUKY KI€HTa 13
013HEeCOM TI0 yCiX KaHaax.

Kuarwo4yoBi ciaoBa: putein-MapkeTHHT, Oi3HEC-MOJeb puTeiaepa, OHJIalH-
puteiin, odnaitn-toprieis, «O+O» puteitnep, OIU3bKICTh puTEiliepa 10 KIIEHTA,
cucrema ERP-customer loyalty.

The article considers practical and theoretical approaches to the formation of
a scheme of a strong «Online+Offline» business model of a retailer, taking into
account modern trends in the retail business. The model is proposed to be
conditionally divided into two parts: the first — internal business processes and
technologies — a basis that is invisible to the client, but provides a high-quality
value proposition to the client; the second part is the direct value proposition to the
client. Internal business processes and technologies create the basis of a strong
retailer's business model. This part is invisible to the customer, but thanks to it he
receives a quality retail service. Internal business processes and technologies are
considered as a set of four interconnected blocks: provision, solutions, loyalty and
technology. A separate role in these blocks belongs to marketing and branding, in
particular to the promotion of retail services. Loyalty is allocated to a separate
block, which involves the formation of an ERP-customer loyalty system. This
system aims to create databases for each client, create individual offers and
develop an individual communication system with each client. The second part of
the retailer's O+0O business model is the customer-visible part and represents the
retailer's value proposition to the customer. It includes comprehensive closeness of
the retailer to the client, understanding of his life situation and pain points,
convenience and individual approach. The proximity of the retailer to the client is
considered as a comprehensive phenomenon, and includes assortment, time,
conceptual, price, geographical proximity, etc. In the «O+O» aspect of the format,
it is also important to implement the advantages of online trade in store-retail and
vice versa, as well as to ensure omnichannel and synchronization of customer
touch points with business across all channels. Thus, regardless of the media from

which the client contacts the retailer, even if he makes an offline purchase, all



touch points will be synchronized into a single system that will form a portrait of
the client, his preferences, lifestyle, and pain points. This will allow
individualizing the offer and strengthening the level of loyalty.

Keywords: retail marketing, retailer's business model, online retail, offline
trade, «O+O» retailer, closeness of the retailer to the client, ERP-customer loyalty
system.

IlocranoBka mnpodJjieMu. Poib OHIAMH-TOPTIBII TOCTIHHO 3pOCTaE,
BUHUKAIOTh HOBI TEXHOJOTIi 1 MEXaHi3MH, MapKETUHTOBI MPUHOMH, IO MAIOTh
BIPOBA/IP)KYBATUCh B [ISUIBHICT cydacHoro puteinepa. I[lpu 1mpomy Bce x
3aJIMIIAETHCS MOTpeda y 1HCTOP-PUTENIIl, TOOTO yTpHUMaHHI PEaJbHO 1CHYIOUHX,
MaTepialbHUX, MarasuHiB. B 0araTbox BHUIIaJKaX JOIIBHO BHUKOPHUCTOBYBATH
KOMOIHOBaHMWA  ¢opmar  Toprieii,  «oHmaHtodumaiitn»  («O+O»).  usa
YIOCKOHAJIEHHS ISUIbHOCTI TaKUX PUTEWIEPIB 1 MOMIIMBOCTI TPAKTUYHOTO
3aCTOCYBaHHS ICHYIOUMX TMIAXOMAIB, BHHUKAE€ HEOOXIJIHICTh CHCTEMAaTH3yBaTH
TEOPETUYHI, METOJUYHI 1 MPAKTUYHI MIAX0au A0 (GOPMYBAaHHS CUJIIBHOI Ol3Hec-
moaeni «O+O» pureiinepa, sika 0 sKHaWKpaIe 3aJ0BOJIbHsIIA TOTPEOU KITIEHTIB Ta
pUHOCHUIIa PUOYTOK BJIACHUKAM Oi3Hecy, a KpaiHi — 3MILHEHHS €KOHOMIKU Ta
HapaxyBaHHS Y JIEPIKOIOKET.

AHaJi3 oCTaHHIX JocaigkeHb i mnyOdaikamin. IlutanHsMm puTeiln-
MapKETUHTy MPHUCBAYEHI HAYKOBI Ta MOMNYJSApHI mMpaii 0ararbOxX BYEHHX 1
npakTukiB. 3okpema, J[. Ociik TOpKaeThCs MUTaHHS 3a0€3MeUeHHs OMHIKaHATBHOT
komyHikaiii y TPL] B acrekti moemaHanHs oHiaiH Ta odmait toprismi [1]. TO.
[Ty3upbroBa JOCIIIKY€E BIUIMB €JIEKTPOHHOT KOMEpIIli Ha O13HEC-MO/IeIb puTeiiepa
[2]. 4. SIropi BHCBIT/IIOE acCHEKTH BIPOBAKEHHS BIPTyaJlbHOI PEabHOCTI Yy
puTtelii, pexkiaami i HaB4aHHi [3]. P. Maxmyna po3risigae rojoBHI CKIIafoBi Oi3Hec-
mojen pureiy [4]. BaxauBicTe Ta HanpsMud (OpMyBaHHS aHATITHYHHX 0a3
nanux B puteim gochimkye E. Xiukok [5]. HeBupimieHUMH 3aTuImaroThCs
MUTAHHS CHUCTeMaTh3allli ICHyrOYuX MIIX0AiB 10 (OpMYyBaHHS CUJIbHOI Oi3Hec-
moneni «OunaitH+Odnaitn» puteitnepa, sika 0 MaKCHMalbHO BpaxoByBaJa

MOTPEeOU Cy4yacHOTO KJII€HTA.



IlocranoBka 3aBaaHHsi. MeTo0 JOCHIIDKEHHA € (OpMYyBaHHS CXEMHU
criibHO1 O13Hec-Mozeni «Onnaita+Odmaiitn» puTeiliepa 3 ypaxyBaHHIM Cy4aCHUX
TEHJICHIIIN B puTEn-013HecCl.

BukJiag ocHOBHOr0 MaTepiany A0CTiIzKeHHS.

biznec-Monenpy pureiisiepa ciiji po3risiiaTd B aClEKTl JBOX B3aEMOIIOB’ A3aHUX
TUTOLIUH:

1) BHyTpimHS (HEeBHIMMA) CTOPOHA: CYKYIHICTh BHYTPIIIHIX sBHI 1 Oi3Hec-
MPOIIECIB, sIKI 3a0€3Meuyl0Th pOOOTY pUTEHTIEPA;

2) 30BHINIHS, BHJAMMA JUIS KJII€HTa CTOPOHA: INHHICTH JUIS KIIIEHTa SK
pe3yabTar ePeKTUBHOT y3roKeHO1 poOOTH HUX O13HEC-TIPOIIECIB.

Takox cyyacHOMYy puTeiiepy BapTo cCymimatd QopMaTtd «OHJIAWH» Ta
«onaiin». BUKIIOYEHHSIM € HEBEJIMUYKI HEMepeKeBl Mara3unu, Hanpukiaa, GOIL:
iM MO>ke OyTH BUTIJTHO BIIMOBUTHUCH BiJ (PI3MYHOTO Mara3uHy Ta MEPEeuTHu CyTo Ha
OHJIaiH-(hopMaT, 3€KOHOMUBIIM KalliTajlbHI Ta 1HII BUTpaTH, IO MOB’S3aHI 13
BIIKPUTTSM Ta YTPUMaHHAM OQJIaHOBOTO MaraswHy. baraTo HEBEIMYKHX
PO3IpIOHUX TOPTOBIIB came Tak 1 BumHmIM Tichs nanaemii COVID-2019. Brim,
KO0 MAEThCA MPO BEIUKUN Oi3HEC, BapTO OJHOYACHO 3aCTOCOBYBAaTH OOUBa
dbopmatu: onmaitH Ta odnaiiH. B Takomy pasi Monens puTeisepa MaTUME Ha3BY
«O+0O». KonkypeHIliss Ha PUHKY Ta HOBI BHMOTH CIOXKHBauiB CIIOHYKAIOTh
pUTEINIEpIB 3aCTOCOBYBAaTH MApPKETHUHIOBE OauyeHHs BiJ T100aTbHUX MOMEHTIB
(MapKeTHHTOBA CTpaTerisi, PUHKOBI JOCIIKEHHS) — 70 HaWMEHIIUX JPIOHUII,
Takux Ak npueMHi BTL-akuii Ta atMmochepHa OIU3bKICTh O KIIIEHTA.

VSBIMO, SKOIO X MOBHHHA OyTH CHJIbHA O13HEC-MOJENh Cy4acHOTO puTensepa
(puc. 1).

OuyeBHIHO, J1aHa MOJEIb Mae OYTH KIIEHTOOPIEHTOBAaHA, BPaxOBYBaTU
aKTyaJibHI MapKETHHIOB1 TeHJEHI(T Ta BMilryBatu «O+O» migxoau. «O+O» BapTo
OpraHi3yBaTH 3 ypaxyBaHHSM HACTYITHOTO:

1) HasBHICTP OHJAWH Ta odiaiH ¢opmaTy MNOKYNOK (OUIBIIICTh KIIIEHTIB

JTOOMATH KYIyBaTH OHJIAMH, aje € ¥ Taki, JUIsl SKUX MOKYIKa (IIIOMIHT) € IUTUM



pUTyajioM, pPO3Baroro, 1 BOHM HaJal0Th TiepeBary instore gopmary, abo >k IpocTo 3

paIioHATLHUX MOTUBIB XO9yTh I0OAYNTH TOBAP BKUBY);

IIpono3uuis HiIHHOCTI KJIIEHTY
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BuyTpimni 0i3Hec-npouecH i TeXHOIOTIL

Puc. 1. Bizaec-mogeanb «O+0» y chepi pureilsi-MapKeTHHTY

Iicepeno: pospobreno aemopamu na ocnosi oxcepen [1 — 6]

2) OMHIKaHAJIBHICTh Ta CHHXPOHI3AITIS;

3) HasABHICTh MOOUIBHUX JOJATKIB — 1€ HE MPOCTO 3PYYHICTh, & HEOOXIIHUN
€JIEMEHT PUTEUIIEpa, IKUM NOKJINKAHUM:

- 3a0e3meunTd MOXJIMBICTH 1HTerparii «O+O» mepeBar, ToOTO iHTErpaiii

nepeBar OHJIailH MOKYNKHU B 0dJiaiiH 1 HaBNaKH;



- 30UIBIIUTH IMOBIPHICTh MOKYIKHU: JIFOJUHA, 1110 IIYKaEe TOBAp Y MOOUIbHOMY
J0JIaTKy MarasuHy — 11 Haue0To KJIEHT, 110 BXKe NepedyBae y TOProBeNbHiN 3aii
(IMOBIpHICTh MOKYIIKH JOCUThH BUCOKa) [2];

- IEpCOHANI3yBaTH Ta Kpalle 3p03yMiTH KIII€HTA.

Posristnemo puc. 1 6inbin neranbHo. HikHs yacTrHa siBisie cOO0I0 CYKYITHICTD
TaK 3BaHUX «BHYTPIIIHIX», HEBUJUMHX JUISI KIIEHTa €JIeMEHTIB. SIKIIo
3aCTOCYBATH aJIETOPII0, TO 1€ K MEXaH13M BCEPEANHI aTPaKIiOHY, SIKUH HE OAYUTH
KIIEHT, BTIM BIH 3a0e3neuye TMpUEMHE KaTaHHS Ha I[bOMY aTpakIlioHI.
[IpornoHyeMO yMOBHO PO30OHMTH 110 YaCTUHY Ha 4OTUpH Osoku. Ilepmmii 610K —
«3abe3neueHHss» — TMOB'A3aHUM 13 Oe3nocepedHiM 3abe3nedeHHs M poOOTH
puTeiiepa 1 BKIo4Yae B cede yrpaBIiHHA pecypcaMu 1 BUTpaTamu, GOopMyBaHHS Ta
HAJIaro/KEHHs BIHOCUH 3 MapTHepaMu (Halmepiie, 3 ONTOBUMH TOPTOBEIbHUMU
Ta BHUPOOHMYMMH TIOCEPEIHUKAMHM, a TaKOX 13 I1HIIMMHU TapTHEpaMH, SIKi
3a0e3neuyoTh epekTuBHE (YHKIIOHYBAHHS pUTEHIepa: MapTHEPChKI MPOTrpaMH,
OaHku, ayTcopciHr Tomio). [pyruii Onok — «PimeHHs» — mnoB's;3aHud 13
YIPaBIiHCHKOIO, 30KpeéMa 3 MAapKEeTHHIOBOIO, ckiajoBor. lLle OesmocepenHbo
MEHE/UKMEHT pUTeisiepa, €(PEeKTUBHE YIPaBIiHHA ycCiMa BHJAMH JISJIBHOCTI.
TakoX BaXJIUBHUM €JIEMEHTOM TYT € MApKETHUHT 1 OpPeHIMHT, IO IOB’S3aHO 13
CYKYNHICTIO 3aBAaHb: JOCTI/DKEHHS pUHKY, (opmyBanHsa crpaterii STP-
MapKETUHTY, 30KpeMa 1HIUBIIyaIbHOTO IMIIKY puTeiliepa, (opMyBaHHS PIlICHb
B AaCMEKTI YCIX EJEMEHTIB MapKETUHT-MIKCY, (OpMyBaHHS CHIBHOTO OpeHAY
puteinepa. Takok B acleKTI MapKETUHT-MIKCY, allé Yy OKpPEMY CKIAJIOBY,
MPOMOHYEMO BHIAUIMTH y Apyromy Osomi «PimenHs» enemeHT «lIpocyBanH®DY,
OCKUIbKM B Cy4aCHOMY CBITI BiH NOTpeOye I1JI0T HU3KM OKPEMHUX pIlleHb, 1 He
noB'si3annii numie 13 ATL-komyHnikamismu. BaxnuBy posib TyT Cliji HajaTu
PO3POOICHHIO TOCKOHAJIOTO CAlTy, 30KpeMa 13 MOMJIUBICTIO OHJIAWH-3aMOBJICHHSI,
a He mpocTto I1H(opmariiHoro caity, SMM-nmpocyBaHHIO, HaIaroIHKEHHIO
HAaTUBHUX KOMYHiKamid Ta Hu3ku BTL-akmiid: Big pekiaMHOT KOMYHIKAIIli,
CIOHCOpPCTBA, OMAaroMiMHOCTI — A0 aKIiil 13 TapaHTOBAaHOI Ta WMOBIPHOIO

BUT'OJIOI0, 30KpeMa BIPOBAKCHHSIM e€JleMeHTIB Teimidikarmii. Tperiih Omox —



«JlosmBHICTE» — BKIIIOUAE CUCTEMY 3aXOJliB 13 (hOpMyBaHHS JIOSIIBHOCTI KIIEHTIB.
BaxnmBo chopmyBaTtu mieBy cuctemy CRM (customer relationships marketing).
Ile 3aBmaHHs JIGKUTh Ha TonepeaHboMmy Ojori («PimeHHs»), 1 BOHO HampsSMy
OB’ SI3aHO 13 MAPKETUHTOM Ta MPOCYBaHHsIM, ane 3HadyeHHs CRM 3apa3 HacTiibku
BEJIMKE, M0 BapTO BUILIUTH «JIOSJIBHICTE» B OKpeMHil OJok. SIKIio pureitnep
wianye 3anpoBagutu ¢opmar «O+O», sl HROTO Ba)KJIMBAa OMHIKAHAJIBHICTH Ta
CHUHXPOHI3aIlls N0 YCiX KaHalax, TOMYy JOLIJIBHO aBTOMAaTH3yBaTH BCl MPOLIECH, 1
CRM interpyBatu y 3araipHy cuctemy ERP (Enterprise Resource Planning
System) i Ha mid ocHOBI cTBOpuUTH cucteMy «ERP-customer loyalty», sxka
nependayatuMe (GopMyBaHHsI 0a3 JaHUX MO KOKHOMY KIIEHTY, 1HIUBIAYaJTbHUX
MPOMO3UII  Ta IHAUBIAyaJIbHOI cuUCTeMU KoMyHikamiil. Ile cnpustume
IHAMBIyali3alii B MAPKETUHTY Ta 301IbIIEHHIO JIOSUIBHOCTI KIIIE€HTIB. YeTBepTuil
ook — «TexHomorii» — mnepeadavae BIPOBAIKEHHS I1HHOBALIMHUX, Cy4aCHUX
TEXHOJIOT1M B JMIsUIBHICTh pUTEHJIEPA, 30KpeMa 11€ TeXHOJIOT1I cepBicy (MUCTELTBO
O0OCIyroByBaHHsI KIJII€HTIB KOHTAaKTHUM I€PCOHAJIOM, HPUHOMH CIPOIICHHS
3aMOBJICHb, TIPUINBHUAINICHHS TOIIYKY TOBAapy, 3aMOBJICHHS W JOCTaBKU TOIIO), a
TaKOXX TEXHOJIOTIi, Oe3rmocepeHh0 IMOB’sA3aHl 13 1HHOBAIlISIMH: aBTOMAaTHU3AIlis
OUIBIIIOCTI TPOIECIB, 3aCTOCYBaHHS JIOMOBHEHOI pEaJbHOCTI Ta CTBOPEHHS
3pYYHUX MOOUTHHUX JIOJATKIB.

B pe3ynbrari ehexkTuBHOI poOOTH HUKHBOTO OJOKY cxemu (puc. 1) moBHHHa
OyTu po3poOieHa MPOMO3UILis MIHHOCTI JAJIA KJIIE€HTA B PUTEIII (BEpXHS YacTHUHA
cxemu). PosrissHemo ckianoBi i€l mpomno3uiiii. JIOCUTh BaXKIIMBOIO CKJIAIOBOIO €
ACOPTHUMEHT TOBapiB, IO MPOMNOHYEThcsA. CroAM HANICXKHUTh 1 SIKICTh TOBapiB, 1
MOKJIMBICTh TIpUAOATH HEOOXITHWI HaOlp TOBapiB y OJHOTO puTeisiepa. SKImo
puTeisiep OpieHTOBAHUM Ha T'YpMaHiB, Ha BUCOKHUM I[IHOBUM CETMEHT, JOILIHHO
TaKO>X MPOTNOHYBATH €KCKJIIO3UBHI TOBAPH B ACOPTUMEHTI. Y OYyJb-IKOMY BUIAAKY
puTeiiepy, OKpIM 3aKyIUICHHX TOBapiB, BapTO CTBOPIOBATH BIIACHI OpEHIIU.
[linoBa Mojenp — 3arajbHa IMOJITUKA Mara3uHy IIOJO0 IIIH — 3aJIeKUTh BiJl
MO3UI[IOHYBAaHHS Mara3uHy 1 Mae€ BIAMOBIATH 3amUTaM LIJIbOBOI ayauTOPii.

HeaOusike 3HaueHHs Mae eneMeHT «Cepmic», TOOTO OOCIyroByBaHHsS Kili€eHTa. Y



chepli TOCIYyr CEepBIC € OKPEeMHM pIIICHHAM, IO NPUAMAETHCI B MEkKax
IHTEPAKTUBHOTO MApKETUHTY, SIK CKJIQJ0BOI 3araJlbHOTO MAapPKETUHTY MiIIPHEMCTB
cepBicHOI cdepu. 3pydHICT 1 OJU3BKICTH JO KIi€HTA € 000B’SA3KOBUMH
CKJIaIOBUMHU IIiHHOI mpomo3unii puteitnepa. Ilepm 3a Bce, cy4acHHU KIIIEHT
nparHe 3py4yHOCTI B OOCIyroByBaHHI Ta mokymnkax. Lle 3a0e3nedyeTscs 3pydHOIO
HaBITAIlI€I0 TIO CAWTY, 3PYUYHICTIO peeCTpallii, 3aMOBJICHHS 1 IOCTABKH, BUYEPITHUM
OMMMCOM Ta BI3yalli3aIli€l0 TOBAPY, 3PO3YMUIICTIO MOOILTBLHOTO JOJATKY TOIIIO.
bnu3bKicTh MarasuHy A0 KII€HTa € BaXXIMBOIO TakoX 1 B oduiaitH dopmari, i
BKIJIIOYA€ B cebe reorpadiuHy, KOHIENTYalbHY, aCOPTUMEHTHY, LIIHOBY, CEPBICHY,
4acoBy Ta arMoc(epHy ONM3bKICTh. TakoX BOXKIMBUM € IHAUBIAyIbHUN MiAXi]
70 KiieHTa, 1m0 (opmyerbes B Mexxax ERP-customer loyalty (HmxkHs dactuHa
cxemu, puc. 1). Jlust 3pydHocTi kiieHTa Ta GpopmyBaHHs cuctemu ERP-customer
loyalty moTpiOHO 3acTOCOBYBAaTH OMHIKAHAJIBHICTh Ta CHHXPOHI3AI[I TOYOK
JIOTUKY KIII€HTA 3 Mara3uHoM 10 ycix kaHanax [1]. Takum 4rHOM, 3apeecTpoOBaHUit
KJIIEHT MOKE€ TMOYaTW MEperiisi] ToBapiB Ha CalWTI Mara3uHy 4Yepe3 HOYTOYK,
chopMyBaTH CBii KOIIWK, KOPHUCTYIOUHUCH IIMM >K€ CaToM y cMmapTdoHi, a
npua0aTH 3aMOBJIEHI TOBapW CaMOBHBO30M B oOdJaiiH-Mara3uHi. YcCi TOYKHU
KOHTaKTy OyAyTh CHHXPOHI30BaHi 1 ()OPMYyBaTUMYTh 3arajibHy iCTOPII0 KOXXHOTO
OKpPEeMOro KJII€HTa, 110 MOKPAIIUTh 1HIUBITyali3alliio 1 TApreTuHr. | 1me omHiero
CKJIQJIOBOIO TPOIMO3HUIIi IIHHOCTI KiieHTa y «O+O» puteiinepi € iHTerpauis
nepeBar «O+O», koW, 3a JOMOMOTIOK 1HHOBAIIMHUX TEXHOJOTIH, 3PYYHOCTI
OHJIaWH (hopMaTy BIIPOBAKYIOTh Yy 1HCTOp-puTeiin Ta HaBnaku [3]. [Ipuxmagamu
MOKYTh CIYTYBaTH BIpTyajbHI MPUMIPOUYHI (B MOOUIBHOMY JOJATKy) Ta PO3yMHI
n3epkana (y odaitH mara3uHi), Kacd caMOOOCTyrOByBaHHS TOIIIO.

Bnano po3pobiieHa mpomno3uiis IIHHOCTI (BEpXHS YacTUHA CXEMH, puc. 1)
MOKJIMKAaHa 30UIBIINTH TOMUT HA TOCIYTH pUTEWepa, BIAMOBIAHO, 30UTBIIUTH
npuOYTKH, YAaCTUHY 3 SKHX MOXKHA CHOPSIMOBYBATH Ha TOJAJIBIIHN PO3BUTOK
BHYTPIIIHIX 013HEC-TPOIIECIB 1 TEXHOJIOT1N (HMKHS YacTHHA CXeMHU, puc. 1), ski, B
CBOIO 4epry, 3a0e3mneyaTh MOAAJBIIE YJOCKOHAJICHHS MapKETUHTOBOI MPOMO3UIIT

KJIIEHTY, 30UIbIIICHHS 11 LIIHHOCTI.



BucnoBku 3 MPOBEACHOTO I[OCJIiIDKeHHﬂ. Ha ocHoBI BUKJIaACHOI'O BHIIIC

MOJKHAa 3pO6I/ITI/I HaCTyrIHi BHUCHOBKM:

1. biznec-momens «O+Oy» puTennepa MOBUHHA BKJIIOYATH B ceOe JIB1 CKIIAOBI:
BHYTpIIIHI O13HEC-TIPOIIECH 1 TEXHOJIOTIT (HEBUAUMA JIJISl KJII€HTA YacTHHA) 1
MPOMO3UINS IHHOCTI KIIEHTY (BUAMMA Ui KI€HTa 4acTHHA). BHyTpimmHi
O13HEeC-IPOIIeCH 1 TEXHOJOTI 3aBJSKHA HaJaro/KEeHIM CUCTeMI CKJIaJ0BHX
MaroTh 3a0€3MEYUTH PO3POOJIEHHA Ta MPOJAAX LIHHOI MPOIMO3HUIlii. Y CBOIO
yepry, IiHHa MpPONO3ULIsA KOPUCTYBaTUMEThCA IONUTOM, OyayTh
30UIbIIYBAaTUCh MPUOYTKH, YAaCTUHY SIKHX MOJXKHAa 1HBECTyBaTH B
YIOCKOHAJIEHHS 1 PO3BUTOK BHYTPILIHIX OI3HEC-IPOLIECIB 1 TEXHONOTIH. B
pe3ynbTaTi HIHHICTh MPOMO3UIIT MOCTYIOBO 3pOCTATUME, 1 TaK MO KOJIY, IO
3a0e3neunTh Oe3nepepBHUIM PO3BUTOK puTeiliepa.

2. BHyTpimHi OGi3HeC-TIPOIECH 1 TEXHOJOTIl MPOMOHYEMO PpO3IIIAJATH SIK
CYKYIHICTh YOTHUPHOX B3A€EMOIOB’A3aHUX 1 B3a€EMOY3TOJDKEHUX OJIOKIB:
3a0e3neueHHs, pillleHHs, JOSIBHICTh 1 TeXHoorii. IX 31maromkeHa po6oTa
Mae 3a0e3MeYnTH BHYTPIIHIA MeXaHi3M, 0a3uc, OCHOBY CHJIbHOI Oi3Hec-
mozeni «O+0Oy» pureiinepa.

3. Ilpomo3uilisi IHHOCTI KJIIE€HTY, SIK Pe3yJbTaT HAJNAro/KeHUX BHYTPINIHIX
O13HeC-TIpoIIeCiB 1 TEXHOJIOTIM, Mae BKIOYATH B cebe, OKpiM 1HIIOrO,
BCeOIYHY OJIM3BKICTh /0 KIIE€HTA, PO3YMIHHA HOro morped Ta MKUTTEBOL
CUTYyallll 3/A1MCHEHHS MOKYIKH, IHTErpaliio IepeBar OHjailH-popMary B
IHCTOP-PUTEIT 1 HABMAKH, & TAKOXK OMHIKaHAJLHICTh Ta CHHXPOHI3AIlII0 YCIX
TOYOK JOTHKY KJIIEHTA JI0 pUTeiliepa.

4. Sk pe3ynbTaT MaTUMEMO CUJIBHY O13HEC-MOJIENIh pUTEiiepa 13 o€ THAHHIM
oHJaiiH Ta odaitH ¢opmariB. basuc, To60TO BHYTpilIHI Oi3HEC-TPOIECH 1
TEXHOJIOT1i, TOKJIMKaHl 3a0e3neuntr (OPMYBaHHS 1 MPOJAX IIHHOI
MIPOTIO3HUINIT KITIEHTaM, a OTPUMaHi TPOIIOBI MOTOKY, B CBOIO 4YEPTy, BapTO
1HBECTYBaTH B YJOCKOHAJICHHS Ta PO3BUTOK 0a3ucy (BHYTpIIIHIX Oi3HeEC-

MIPOIIECIB 1 TEXHOJIOTH).
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