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rMOBAIbHI BUKITMKU PO3BUTKY TEOPII
| NIPAKTUKN CYHYACHOIO MAPKETUHIY
Y NigrotToBul »AXIiBUIB

CyuacHHMI MapKeTHHT CIIiJi BBAKaTH BaroMUM HaJ0aHHSIM E€KOHO-
Mi4HOT Hayku XX CT., aJKe BIIEPIIE B CKOHOMIYHOMY JKUTTI CYCIIIb-
CTBa JIIOJMHA-CIIOKMBAY [IEPETBOPUIIACS HA LEHTPaIbHY Qirypy ycix
6i3HeC-IPOLIECIB, WO BIAOYBAIOTHCS SIK HA MIKPO-, TaK 1 HA MAaKpOpiB-
Hi. 3a/I0BOJICHHS TOTOYHUX 1 MIEPCIIEKTHBHUX MOTPed PUHKY 3 ypaxy-
BaHHSM IMPHUHIUIIB CTAIOTO PO3BUTKY CTAJIH (byH,Z[aMeHTOM KOHIIETI-
uii couianbHO-eTMHOro MapketnHry. [luranus, nos’s3aHi i3 Beebiy-
HHUM IIOCHJICHHSM KJII€HT-OPi€HTOBAHOCTI 613Hecy, € TEepIIOOCHOBOIO
KOHIICMIIIi BHYTPIMIHEOr0 MAPKETHHTY IIANPHEMCTBA, 5Ka, CBOEIO
4eproio, BUCTYIAE OPraHiYHOIO CKIA0BOKO OAHi€T i3 HaliCydacHIMmMX
KOHIICTII[i XOJTICTUYHOTO MAapKETHUHTY .

3 MO3MLIi NMPaKTUKU BEJEHHS Cy4yacHOro Oi3HECYy CTajo 3po3yMi-
JIMM, 110 MAapKETUHT CbOTOJIHI BUCTYIIA€ TOJIOBHOIO CKJIAZIOBOIO MEHE-
JOKMEHTY IIJANPUEMCTB, HE3aJIeKHO BiJ| iX Tady3eBOi MPUHAIEKHOCTI,
po3MipiB uu GopMm BiacHOCTI. ToMy cy4acHUH MEHEIKMEHT CIIiJl
BB)XATU TAKUM, SKIIO BiH JIOCTaTHHOIO MIPOIO KJII€EHT-OPIEHTOBAHUH.
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[TpuHMnu noGy 0B JIAHIIOTIB CTBOPEHHS CIIOKMBYOI I[IHHOCTI, 3a-
nporoHosati M. [Toprepom, a Takox poJib NPEJCTABHUKIB HEMapKe-
THHIOBHX Hi/IPO3AUIIB MIIIPUEMCTB 4K FOPHINYHO HE3AJICKHUX T10-
CePE/IHUKIB y KaHAlIaX pO3MOAlLY y mpouecax ix (opmysaHHs, €
BaroMHM IiATBEP/HKEHHSIM MPABOTH JAHOTO TBEPKECHHSI.

OTxe, AMHAMI3M PUHKOBUX MPOLIECIB CIPUYMHUB HEOOX1THICTD BH-
PIIIICHHST MapKETUHTOM 0araTthboX 3aBlIaHb 1 31HCHEHHS TaKuX (QyHK-
i, SKI 3HaXOJAThCS y KpoC-(DyHKUIOHANBHIN IJIOLIMHI yIpaBIiHHSA
pI3HOMaHITHIMH Oi3HeC-IpoLecaMu Ha mianpuemctsi. Oprauisariiini
CTPYKTYPH yNPABJIiHHS MAPKETHHIOM y KPYIHUX TPAaHCHALIOHAIBHAX
KOMITaHIsX, SIKI yIPaBiIsAIOTh MOpT(deneM i3 KUTbKOX COTE€Hb I00aib-
HUX 1 JIOKaJTbHUX OpPEHIIIB, Y SKHX KJIIOYOBY pPOJIb BIAIrparoTh OpeH.I-
MEHEDKEPH, € HA/I3BHUAITHO TIOKA30BIMHU Y JAHOMY acIIeKTi.

Yce 1e npu3BOAUTE 10 HEOOXIJHOCTI IEPEOCMHCIICHHS POl 1 3Ha-
YCHHSI KOMIICTCHTHICHOTO MIAXOAY B MIArOTOBLI (axiBUiB 3 MapKeTH-
HTY: CbOTOJIHI MaJjio NMAaCHBHO pearyBaTH Ha MOTOYHI MOTPeOH PUHKY
npaili, CJIiJ TOBOPUTH MPO MPOTHO3YBAHHS TUX BUMOT, SIKUM MaiOyT-
Hi (axiBIli MalOTh BIIOBIIATH y TIepCrieKTHBI 5 1 Outbime pokis. Le,
30KpeMa, BAXJIMBE MUTAHHS 1 Ui PO3POOKH HOBUX HAIllOHAJIBHHX
CTaHIApTIB MIATOTOBKH (axiBuiB 3 mapkeTunry. Ha wamy nymky,
OKpIM BY3bKOCHCLIali30BAHUX KOMIICTCHUIN, CydacHuil (axiseup 3
MapKETHUHTY Ma€ OyTH HaJiICHUM TaKHMHU:

— YMiHHA poOOTH B KOMaHJI Ul BUPIIIEHHS CKIAJHUX KpOC-
(bYHKITIOHATBHUX 3aBJlaHb 1 e()eKTUBHOTO BUKOHAHHS BIAMOBITHUX
(pyHKLUiH B yMOBaX ICTOTHHX PECYPCHHX OOMEKCHB;

— TOTYXXHI HaBUYKHA MIKOCOOMCTICHOTO CIIIJIKYBaHHS 1 Hanaro-
JOKEHHS €(DEKTUBHUX KOMYHIKAIIil;

— PpO3YMIHHS €KOHOMIYHOI CYTHOCTI MOOYy/I0BU Oi3HEC-TIPOLIECIB
Ha TIAMPUEMCTBI 3 METOI0 €(heKTHUBHOTO MPOBAKCHHS MapKETHHTO-
BOT JISUTBHOCTI, @ TaKOK 3a0e3MeueHHs] MOKIMBOCTI BUPA3UTH MapKe-
THHTOBI TTOKa3HUKHA MOBOIO (DiHAHCOBO-€KOHOMIYHUX;

— TIiArOTOBKA 0 BEJICHHS JOCIITHUIILKOI pOOOTH HA MiAMPHEM-
CTBI 3 BUKOPHUCTAaHHSAM CyYaCHHX METOJIIB 30MpaHHs MMEPBUHHOI 1 BTO-
PUHHOI MapKETUHIOBOI 1H(pOpMaILlii;

— 3JaTHICTb TPOBAPKCHHS aHAIITHYHOI podoTH, Y T.4. podoTa 3
0asamy 1aHMX PI3HOMaHITHOI iH(pOpMALi, PO3yMiHHS IPHHLHMILB 110~
OynoBu CKiafHUX IHQOPMALIHHAX MEPEK 1 CHCTEM, ONEpYBaHHS Bill-
TOBiAHMMH [AKETaMH [PUKJIaJHUX POTPaM.

3BH4aiiHO, 110 LEeH NepeliK fanexko He Budepnanui. [Ipore ouesu-
JIHO, 1O [OCUJICHHS POJIi MAPKETUHI'Y SIK y CHCTEMi CKOHOMIYHHX Ha-
YK, TaK 1 B CUCTEMax YNPaBIiHHS CyYaCHHMH IiJIPUEMCTBAMH, HE-
OJIMIHHO TIPHU3BEAYTHh 0 TOCHJIEHHS BHMOT, SKi BHCYBaTUMYTHCS
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nepesa GaxiBIIMH 3 MapKETUHTY. AJKe BapTICTh MOXKIIMBOI TOMMIIKH
Y BUIIAJKY NIPUAHSATTS. HCOOIPYHTOBAHOI'O YIPABIIHCHKOTO PILICHHS B
YMOBaX BarOMHX PECYpPCHUX OOMEKEHb, IPUTAMAHHIX BITYU3HSIHOMY
€KOHOMIYHOMY ChOT'OJICHHIO, Oy/ie BKpail BUCOKOI0. SIK HACIIOK, MiJI-
TOTOBKA BUCOKOKBaTiikoBaHOTO (PaxiBIsd 3 MAPKETHHTY HE MOXKe Oy-
T 3a0e3nedyeHa 0e3 aKkTUBHOTO 3aJIy4€HHS MPEACTaBHUKIB Oi3HECY 10
HAaBYAJILHOTO TIPOIECY, PO3POOKH CYYaCHUX MIIXOMIB IO TIPOBAIKEH-
HSI OCBITHBOT HisibHOCTI Y BH3 Ha 0CHOBI KOMITETEHTHICHOTO TIi[X0-
Iy, TIEPIOIMIHOT EKCTIEPTH3U poOOUNX HABYAILHUX MPOTpaM i HaBda-
JbHUX IUIaHIB MiATOTOBKM MapKeTOJIOTIB Ta 1H. HA OCHOBI BUJILHOTO
OoOMiHy TyMKaMH MK IpeJICTaBHUKAMH O13HEC-CIUJIBHOTH 1 BHIIOI
mkonu. Came 3aBISKM IIbOMY MOXIIMBO OTEpPAaTHBHO pearyBaTH Ha
3MIHHM BEMOT JI0 MalOyTHIX (paxiBIliB 3 MApKETHHTY.
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STUDYING CREDIBILITY OF A SALESPERSON
IN RETAILING

The study aims to add the scientific and managerial knowledge
about the fit between a buyer and salesperson, by analyzing judgments
of buyers about salespeople, based just on the visual information.

Buyers evaluate credibility of salespeople based on a relatively
large number of their characteristics, forming factors of salesperson
credibility (Eisend, 2006). The result of this evaluation predetermines
whether an advice of this person is to be considered, and, subse-
quently, whether the purchase will be made. Typically, potential buy-
ers have limited time to evaluate characteristics of a salesperson. The
decision whether to ask for an assistance of a salesperson is being
made spontaneously, based just on a visual presence of a salesperson.
The stereotyping of visual impressions is often limited to the age and
gender of a salesperson, relating them with the store and product con-
texts (Kidwell & Hasford, 2014). Out of these characteristics potential
buyers derive believes about personal and professional characteristics
of a salesperson, and develop overall judgments regarding the trust-
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