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CONSUMER VALUE OF GOODS:
THE ESSENCE AND MODERN
DRIVERS FOR THE CLIENT

Summary. The paper summarizes the
interpretation of the essence of the consumer
value of goods. Modern value drivers for the
client are singled out. The value formation cycle
for the client is shown
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B Hami gHi KOMMaHIlT MOBHHHI ITOCTIHHO CTBOPIOBATH Ta MOKPAIIyBaTH
CIOXXMBYY I[IHHOCTI BCiX TOBapiB, TAKUM YMHOM KIII€HTH MalOTh BEIMYE3HUN BHOIp

Ta KOMMaHii KOHKYPEHTOCTIPOMOXKHICTb.

V HUX 3HAuHI CIOXIBaHHS 1 HEBHCOKA

JIOSTBHICTD, SIKIIO KOMIaHii He 3MOXKYTb iX 3a0BOJIBHUTH. T0OTO OUIBIIICTh PUHKIB

— IIe PUHKY TTOKYIIIIiB.

CriokrBYa IMIHHICTH - II€ 3aJ0BOJICHHS, sSKE KIIEHT BigdyBae (abo odiKye
BiIYyTH), KYIUBIIM TOBap 3a BIiAMOBIAHOKO wmiHOIO. JlaHa [is TpaaWUidHO €
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TIOKYTIKOIO, ajie MOke OyTH peecTpalli€ro, TOJIOCYBaHHAM a0 Bi[BiTyBaHHSIM, B TOH
gac SIK BapTICTh BIHOCHTBCS JO BCHOTO, IO KIIIEHT TOBHHEH BTPATUTH, 00
oTpuMmaTH Oa)kaHy BHIOAY, TaKy SK TpOIIi, daHi, Yac, 3HAHHA. BHyTpIIIHIK
JAHIIOKOK  TIOCTABOK, ONepariid, MpomeciB, NPOJaXiB, MAapKETHHTYy Ta
00CIyroByBaHHS KJII€HTIB - BCE II€ CIIPHSIE€ CTBOPCHHIO LIHHOCTI.

[le omamMm mimxomoMm 10 (opMyBaHHS 3aranbHOi IIHHOCTI TOBapy IS
CIOXXHMBa4ya MOYKHA OITUCATH 32 JJOIIOMOTO0 (POPMYJIH:

3acanbna yinnicmv = yina Oaudyscocmi + NOUMUEHA YIHHICTb
BIOMIHHOCMELL - He2AMUBHA YIHHICMb BIOMIHHOCMEl

[Nokyneup, BU3HaAYat04H JIsi ceOe KOPUCHICTh MOKYIKH, B SKOCTI BiAMPaBHOI
TOYKHM MIpUAMaE MiHy HAHKpaIuX JOCTYITHUX HOMY allbTepHaTUBHHUX ToBapiB. [loTiMm
3'ICOBY€, 4YM BOJIOJI€ TIPOIIOHOBAaHWUN TOBAap OYIb-IKUMH  JOIAATKOBHUMHU
BJIACTUBOCTSIMH, III0 BUTITHO BiPi3HAIOTH HOTO BiJT IHIIHX. SIKIIO Taki BIACTHBOCTI €,
BOHHU SIKUMOCH YMHOM IMi/IBUINYIOTh 3arajibHy I[IHHICTh TOBapy B OYaX CIIO)KHBaya.
BracTuBOCTI, II0 MOTIPHIYIOTH MIHHICTH TOBApY, BIANOBIIHO 3HWKYIOTH HOTO
I[iHHICTP B TIOPIBHSHHI 3 aJbTEPHATHBHUMH TOBapaMu. SIK HACIHilOK, MOKYIeIh
TOTOBWH 3aIJIATUTH BUILY a00 HIDKYY IiHY. 3BHYaiHO, ONMCAHE BUINE MOBEAIHKA
XapaKTepHa I IyXKe paIlioHaJhbHOTO Ta I1H(QOPMOBAHOI MOKYIIISA, aje HaBIiTh
KIIIEHTH, IMIYJIbCUBHO BYMHSIOTh TOKYIKH, TWiJCBIIOMO IIYKAalOTh JIOJATKOBY
BUTOJY, 32 Ky TOTOBI MeperviaTuTH. | 1e Mpu3BOIUTh N0 (yHIaMEHTABHOTO
MOMEHTY: PE3yJbTaTH 3YCHJIb KOMIIaHii 31 CTBOPEHHs I[IHHOCTI BHMIpIOIOTHCS B
CIIPUHHATTI KJIi€HTaMH 1€l miHHOCTI. [Ipy MPUAHSATTI pillIeHHs KIIEHTH MOPIBHIOIOTh
NPUHAHATHY IIHHICTH MOIIOHNX MPOIYKTIB.

Bapto okpemo 3a3HaYMTH BHCOKOTEXHOJOTIYHI TOBapH Ta OCOOJIMBOCTI iX
puHKiB. @OpMyBaHHS CIOXHMBYOI I[IHHOCTI MOXKEMO OITHCATH SK B3a€MOII0 TPHOX
OoCHOBHHUX (hakTopiB: 1) BipTyanapHOTro (1IHPOPMAILIHHOTO) JaHIIOTa IIIHHOCTI; 2) Yacy;
3) ¢i3UYHOTrO JTaHITIOra BApTOCTI.

Hezamexxno Big TOro, M mpuiiMae KII€HT pIOIEHHS IPO BiABiAyBaHHA
pecTopany, Ipo CBiil HACTYIMHUI aBTOMOOLII a00 MPO Te, SIKe areHTCTBO ITU(GPOBOTO
MapKeTHHTY fKi BiH XO49e BHKOPHCTOBYBATH, 3aBXXAM € BHOIp, i Oarato ¢akTopis
IparoTh IEBHY POJIb Y GOpPMyBaHHI IOT'O PIIIICHHS.

Tomy, crmoxnB4a HiHHICTH - Ie€ CyO'€KTHBHI CIPHHHATTA, Ha SKi MOXXHA
BIUTMBATH, @ HE KOHTPOJIIOBATU. IcCHYe Oe3imiu piBHAHB 1 MOJENEH I BUMIiPIOBaHHS
miHHOCTI KmieHTa. Habmpocrtime: Cnpuiinsma yinnicme = Cnpuiivani eucoou /
sumpamu

JIBa iIEHTUYHUX MPOAYKTH 3 OJHAKOBOIO €KCIO3HUIIEI0 MOXKYTh KOHKYPYBaTH
TITBKY 32 BapTicTo. /IBa audepeHIiiioBaHnX TPOAYKTY HE IIOBHHHI KOHKYpPYBAaTH 32
BapTicTIO. IX XapakTepHCTHKH He MpocTo AudepeHIiiioBani 3a cBOiMU DYHKIIAMH,
BOHH TaKOXX MOXYTh OyTH nudepenHniiioBani gepes ix Openn. fAxmo Toyota BuBene
ABTOMOO1IIb, MOKHA ITPUITYCTUTH, 10 BiH HAJIHHUH, TOMY IIIO0 O/IHA 3 HOTO KIIFOUOBHX
0coOMMBOCTEH OpeHAy - HamiHHICTh. SIKIIO iHITHI aBTOBUPOOHHK BUITyCKae Maike
IICHTUYIHIA aBTOMOO1IIb, BOHH MOXKYTh OOPOTHCS, 100 KOHKYPYBAaTH, TOMY III0 BOHH
HE TOJUISAIOTh OJTHI ¥ Ti % CIIPUHHATTS KJTI€HTA.

CyuacHi apaiiBepy CIIOKHMBYOI IIIHHOCTI TOBapy HaBeIeHO Ha puc.2.
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JIPAHBEPH IITHHOCTI

icHYI049i BiTHOCHHH ab0 JOCBiT

>
TOYKH qudepeHianmii s MAPKETHHT

Puc.2. CyyacHi apaliBepH CIIO’KHUBUO] LIIHHOCTI TOBapy
Le mpaiiBepw, sIKi BIDTMBAIOTh HA CIPUHHATTS CIIOKHBadeM IIIHHOCTI. Jleski 3
HUX MO’KHA KOHTPOJIFOBATH, ACsKi Hi. J[JIsi KO)KHOTO OKPEMOro KIIi€HTa BOHH OYIyTh
OLliHIOBAaTHCS MO-pi3HOMY. OKpemi KiieHTH IoOnate OpeHnmu. [leski - KymylOTb
TITBKH AemeBo. Jleski BBaXaroTh 3a Kpaile KOHTEHT KOpoTkoi (opmu. Jleski momu
LIHYIOTh OCOOMCTI BimHOCMHHU. TOMy, MOALT KIIEHTCHKOI LIHHOCTI € OJHI€ 3
OCHOBHUX TIPUYHMH CerMeHTallii. Bu3Hawarounm rpymwm Imofedt 31 CIUTBHUMH
3HAYCHHSIMH, KOMIIaHIsl MOXKE MOYaTH CTBOPIOBATH MPOJYKTH Ta MOBIAOMIICHHS, SKi
PE30HYIOTb.
LIvk chonmMyBaHHS IIIHHOCTI TSI KITiIEHTA MIPEICTaBICHO Ha puc. 1.

6i02yKu MnomryK NIHHICHUX
Kaienmie P MOKJIABOCTEN .

CTBOPEHHSA
BIJIIOBITHOI PHHKOBOI
ITPOITO3MIITi

JOCTABKA INIHHOCTI

Puc.1. Iukn ¢popMyBaHHS WIHHOCTI AJI4 KITi€HTa

Kommanii mocTiifHO MOBHHHI TyMaTH MPO BCe, MO0 POOWTH 3 TOYKH 30PY
HaJlaHHS LiHHOCTI CBOIM KJIi€HTaM, a ayauTopii po3yMie, IO y HHX € BUOIip, 1 He
enuani. [liqnpreMcTBa BUBYAIOTH CBill PHHOK JOCHUTH J00pe, 00 po30uTH ioro Ha
OKpeMi CerMEHTH 3 YHI(QIKOBaHUMH XapaKTEpPUCTHUKaMH, SKi OyIyTb OZHAKOBO
pearyBaT Ha 3amaHy MiHHICHY mpomo3umiro. [lo60 Oyt KOHKYpEeHTO3MaTHUM
KOMIIaHIIM TIOTPiOHO 3aBXKAW IMyKaTH MOXKIMBOCTI CTBOPEHHS HOBOI I[IHHICHOI
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nporo3uiii. BoHW NIyKaloTh MOMKJIMBOCTI, IMOO IOBIIOMHUTH TPO IIe i BBECTH Y
CHOXXHMBYY IIHHICTh B IOTPiOHMH Yac i B HOTPiOHOMY MicIIi.
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