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KOHIENLIA «JOBS TO BE DONE» AK IHCTPYMEHT JJIs1 EGEKTUBHOI'O
AHAJII3Y KOHKYPEHTHOI IPUBABJIUBOCTI MIAMMPUEMCTBA

KOHIENIHUA «JOBS TO BE DONE» KAK MHCTPYMEHT VIS 9®®EKTUBHOI'O
AHAJIN3A KOHKYPEHTHOMU ITPUBJIEKATEJIBHOCTHU NPEANIPUATUSA

THE CONCEPT «JOBS TO BE DONE» AS A TOOL FOR EFFECTIVE ANALYSIS OF
THE COMPETITIVE ATTRACTIVENESS THE ENTERPRISE

AHoTanisg. 3a BuKopHcTaHHAM HoOBoro miaxoxy «Jobs To Be Done» oriHka MapKeTHHTOBOi CHTyamii cTae
JIOCTYTIHIIIOIO, @ CETMEHTYBAHHS MpocTime. Y kiacu4Hii Teopii mapketunry @imina Kotiepa, icHye Taka TeXHOJIOT,
SK «IOCTIJDKEHHS LUIBOBUX ayJMTOPiH» - po30MBKa PUHKY Ha CErMEHTH MOKYMIIB, 00'€qHaHUX MK co0or0 3a
coliajgbHO-IeMorpadiYHIMU O3HAKAMHM: BiKOM, piBHEM jaoxoay, Torio. Konmemnims «Jobs To Be Done» moknnkaHa
3aMIHUTH 3aCTapiIMA CIOCIO JOCHTIHKEHHS MIJIbOBUX ayIUTOPIMH.

AHHOTanmus. 3a WUCHONB30BaHHEeM HOBOro mnojaxona «Jobs To Be Done» oleHKa MapKETHHTOBOW CHTYyalluu
CTaHOBHUTCS [OCTYITHOH, a CEerMeHTHpoBaHHE mpolue. B ximaccuueckoit Teopun mapkeruHra ®@umunmna Kotnepa,
CYIIECTBYET Takas TEXHOJIOTHS, KaK «HCCIICHOBAHUS IIENEBbIX ayJIUTOpUi» - pa30MBKa pPBIHKA Ha CErMEHTBHI
HOKymarteneld, OOBeIMHEHHBIX MEXIy COO0OH 0 COLHAIbHO-IeMOrpadUueckuM IpU3HAKaM: BO3pacTy, YPOBHIO
nmoxona, u Tomy nogoonoe. Konnenmms «Jobs To Be Done» mpu3BaHa 3aMeHHUTH YCTapeBIIAN CIIOCOO MUCCIIETOBAHHS
LIEJIEBBIX ayIUTOPHIl.

Abstract. By using the new concept of «Jobs To Be Done» approach, evaluating the marketing situation becomes
affordable and segmenting is easier. In Philippe Kotler’s classical theory of marketing, there is such a technology as
“research of target audiences” - a breakdown of the market into segments of customers, united by social and
demographic characteristics: age, income level,etc. The concept of “Jobs To Be Done” aims to replace the outdated
method of researching target audiences.

AmHamni3 KOHKYPEHTHOTO CEpeOBHINA HPOBOAWTHCA Ui BH3HAUYEHHS (GOPMH, XapakTepy Ta
IHTEHCUBHOCTI KOHKypeHIlii. Po3yMiHHS icHyIouoi pPHMHKOBOi cHTyalii (OpMyIIO€e KIIOYOBI
HaNpsIMKA U1 TIOANBIINX MapKETUHTOBUX JOCIHIIPKEHb MiANPHEMCTBA. BcTaHOBIEHHS mepeniky
KOHKYPYIOUMX MDK COOOI0 Oprasizamii Jormomarae 3po3yMiTH HOJANbIIMKA BUOIp KIIOYOBUX
THCTPYMEHTIB KOMILJIEKCY MapKeTUHTY. [3, ¢ 6-7]

Byap-skoro poay MapKETHHIOBI JOCHIDKEHHS MAalOTh 3a METy OIIHUTH MapKETHHTOBY
CUTYAIIiI0, SIKa CTAaBUTHCS TIepe] MiAIPHEMCTBOM. [ 010BHA KOHIIEIIS €()eKTHBHOTO MaPKETHHTY —
Opi€HTAIlis] HA KIHIIEBOTO CIIOKMBAyYa.

[IpuiiHATi cTpaTeriydHi MapKETUHTOBI PIIICHHS OPIEHTYIOTHCS Ha 3ajady, Ky TpeOa BHKOHATH,
TOOTO CTBOPIOETHCS TPONYKT, KUK sIKHAMKpalle 3aJ0BOJIbHSAE icHytoui morpebu. Ilig wyac
MapKETHHIOBOTO JOCII/KEHHS! KOHKYPEHTIB BU3HAYAETHCSI PO3MIp PHHKY, TEMITH POCTY, PUHKOBHH
MOTEHIliall, KUIbKICTh HasBHUX KOMIIaHi{, MPOCTOTAa BUXOAY HAa PHHOK, iICHYIOYi MPOAYKTH, a0
NpONyKTH-CyOCTHTYTH. OHAK BaXKJIMBOIO KOMIOHEHTOIO € TAK0XK PO3yMIHHS JIOCTYITY 70 PUHKY, a
caMme JOCTyN MiANPHEMCTBA 10 KaHaliB 30yTy Ta MPOCYBAaHHS, BiJIMOBIIHICTH MOXJIHMBOCTEH
KOMITaHIi 3amMTaM I[IhOBOTO PHHKY, OOI3HAHICTH IMIANPHUEMCTBA CTOCOBHO KII€HTa, IO U
BH3HAYAIOTh KiHIIEBI KpUTEPii MPUBAOIUBOCTI CETMEHTY 3 TOYKH 30py KOHKYPEHTOCHPOMOXKHOCTI
mignpuemctsa. [2, ¢ 133-135]

CyuacHa konnenuiss «Jobs to be done» cTBOpeHa uis HOBOTO MiaXoay a0 (GopMyBaHHS
MapKeTHHIOBOi cTparerii. BoHa mpomoHye cerMeHTyBaTH iCHyIOUMX KOHKYPEHTIB 32 BUCYHYTHMH
BUMOTAaMHU JI0 MPOJYKIIii, SIKI MOKYTh OyTH BHUKOHAHI JJIsI TIOBHOTO YM YaCTKOBOTO 3aJ0BOJICHHS
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HasgBHOI MOTpeOM. BimbmIicTh KOMITaHIM IIISTH CBOIO IIIJILOBY ayAWTOPII0 HAa CETMEHTH 3a
NPU3HAYCHHSAM JUIi KOPHCTyBauya a00 MPOIAYKTOBUMH XapaKTEPUCTHKaMHU. AJle y KOpHUCTyBaya
3'ABISETHCS 1HIIMIA TTOTJIISIT HA PHHOK. Y HBOTO MPOCTO € 3aBIaHHA, ke Tpeba BukoHatu (Job to be
done), 1 BiH mIykae HalKpaIuii MPOAYKT, SIKUH JOMOMOXKe oMy B ibomy.[1, ¢ 115]

3rifHO 3 1i€I0 KOHIIETIE Kacu(ikallis KOHKYPEHIIIi BUTIISAa€ HACTYITHUM YHHOM:

- Ilpsima KOHKypeHIiss — NPOAYKTH BHUKOHYIOTH ITOCTaBJIEHY 3aJady OIHUM i TUM CaMuM
CII0CO00M;

- BTopuHHA KOHKYpEHIIiS — IPOIYKTH BUKOHYIOTh Ty CaMmy 3aJady, ajie pisHUMH CIIoco0aMu;

- Henpsma koHKypeHIIis — IPOIYKT BUKOHYE Pi3Hi 3aadi, ajie OpiEHTOBAaHUHN Ha OAHY H Ty XK
iIbOBY ayauTopito. [1, ¢ 190]
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POJIb I MICHE BEHYMAPKIHI'Y Y 3ABE3IIEYEHHI PE3YJIbTATUBHOCTI
MAPKETHHI'OBOI AIAJIBHOCTI HIAITPUEMCTBA

POJIb U MECTO BEHYMAPKHUHI'A B OBECHHEYEHUH PE3YJIbTATUBHOCTH
MAPKETHHI'OBOU JEATEJBHOCTHU NNPEAIIPUATUA

THE ROLE AND PLACE OF BENCHMARKING IN ENSURING THE
EFFECTIVENESS OF THE MARKETING ACTIVITY OF THE ENTERPRISE

AHoTtanis. CrucreMaTn30BaHO PO3yMiHHS OCHUMApPKIHTY SIK PI3HOBHULY MOCTIHHUX MapKETHHTOBHUX JOCIIIKEHb 1 K
Cy4acHOi yNpaBJiHCBKOi TexHouorii. J[oBeaeHO HEeoOXiNHICTh 3aCTOCYBaHHS OEHUMApKIHTY JUIs BU3HAYEHHS DPiBHS
Pe3yJIbTAaTUBHOCTI MapKETHHIOBOI AISIIBHOCTI MiJIPHUEMCTBA 3aBJSIKHU IMiBUIICHHIO PIBHS 3a70BOJICHOCTI KJIIEHTIB Ta
YUYaCHUKIB JIAHLIOTa CTBOPEHHS CHOXMBYOI wHiHHOCTI. OKpecieHo NpoOjieMH Ta IepPCHEeKTHBU CTaHOBIICHHS
OeHUMapKiHTy B MAPKETUHIOBIH JiSUIBHOCTI BITYM3HSIHUX ITiIIPHEMCTB.

AnHoTamusi. CHCTEeMaTH3UPOBAaHO MOHUMaHUWEe OCHUYMAPKHHTA KaK Pa3HOBUAHOCTH MOCTOSHHBIX MapKETHHIOBBIX
HCCIIEIOBaHUI M KaK COBPEMEHHOW yNpaBleHYeCKOH TexHomorud. JlokasaHa HEO0OXOAUMOCTh MPHUMEHEHHUS
OeHYMapKUHIa JUIS ONpEIeIeHHs] YPOBHS Pe3yJIbTATHBHOCTH MApKETHHIOBOM AEATENFHOCTH NPEINpHATHS Ollarogaps
TIOBBILICHUIO YPOBHSI yIOBJICTBOPSHHOCTH KJIMEHTOB M YYaCTHHKOB LETIOYKH CO3JAHHUS IMOTPEOUTENBCKON LEHHOCTH.
OO0o03HaueHbl TPOOJIEMBbl M IEPCIEKTHBBl CTAHOBJICHUS OCHUMAPKMHTA B MAapKETHHIOBOH  JESATENBHOCTH
OTEUECTBEHHBIX MPEIIPHATHH.

Abstract. The understanding of benchmarking as a kind of constant marketing research and as a modern managerial
technology is systematized. The necessity of benchmarking application for definition of efficiency level of marketing
activities of the enterprise on the basis of satisfaction level increasing of clients and participants of a consumer value
creation chain is proved. Problems and perspectives of benchmarking formation in marketing activities of domestic
enterprises are outlined.

B cydacHux ymoBax BeleHHsA Oi3HeCy Mepen MiANPHEMCTBAMH PI3HUX Tally3edl €KOHOMIKH
VKpaiHH TOCTpO TOCTae MNUTaHHA 1H(OPMAIiHO-aHATITUYHOTO 3a0€3MEeUeHHs] YyXBaJCHHS
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