IIpuxoovrco A. M.,

KaHJ. €KOH. HayK, JOIIEHT,
JIBH3 «KuiBcbKHi HalliOHAABHUH
€KOHOMIYHHIH YHiBEpCUTET

imeni B. 'erbMmana», Ykpaina

B2C: YITPABAIHHSA
AOSIABHICTIO CIIOXKHBAYA

Posraganarorbca oprasizartifino-
€KOHOMiuHi i ynpaBAIHCBEKi cTOCy-
HKH, 1110 BUHHUKAIOTDL IIPU PO3P00-
i i peaaizallii TEXHOAOTIH BIIAUBY
Ha CIOXXWBYY IOBEIIHKY, PaKkTo-
p¥, AKi BIAMBAaIOTR Ha (QOPMY-
BaHHYA Ta MOIATPUMKY AOSIABHOCTI
CIIOKMBada, a TaKO¥XK HaIIPSIMH
yaoockoHaseHHsa B2C mpoieciB
KOMIIaHII B paMKax ITporpaM AO-
AABHOCTI KAl€HTA.
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B2C: CUSTOMER LOYALTY’S
MANAGEMENT

The main aims are to discover or-
ganizationally-economic and ma-
nagement relations, that are for-
med along with the development
and realization of technologies
effecting consumer behavior, as
well as factors, that influence
forming and supporting of cus-
tomer’s loyalty, and also direc-
tions of improvement concerning
B2C company’s processes in con-

nection with the programs of cli-
ent’s loyalty.

VYnpasniaas (GopMyBaHHS, PO3BUTOK, 3a0€3MEUEHHS) JOSIIbHICTIO
CTHOXHMBaYya BIJIHOCHUTHCS 10 OKPEeMOl TPy Oi3HEC-IpoIEeCciB KOMIIa-
Hii — business to customers, siki MOTPeOYIOTh BUBUCHHS 3 TOUYKH 30y
ix Oe3mocepeHbOi B3aEMOJIIT 3 KIIIEHTOM B TO4Ill (pOpMyBaHHS ocTa-
TOYHOTO IIHHICHOTO pe3ysbTaTy Oi3Hec-IisuIbHOCTI. B mimoMy mociti-
JOKCHHSI CIIOYKUBYOI TOBENIHKH € C€BOJIIOIIEI0 TIOTJISAIIB BiJl aKICHTY
Ha palioHaJbHOMY BHOOpI (€KOHOMIYHa Teopis, KJIACH4Ha Teopisd
NPUMHATTSA PillIeHb) 0 KOHIIEMLIi, IKa ITPYHTYETbCA Ha JAOCIIIKEHH]
IppalioHaNbHUX (€MOLIWHUX) aCHEeKTiB MOBEIIHKH CIIOKHUBaYiB (TO-
BEJIHKOBa €KOHOMIKa, COIIOJIOris, €MIIpUYHUN MapKETHHT), HOro
MOTHBIB 1 YHHHHUKIB Aii.

[ix croXuBYOIO MOBEIIHKOIO CJIIJl PO3YMITH JiSUIbHICTb, CIPAMO-
BaHy Ha OTPUMAaHHs, BUKOPHCTAHHS 1 PO3MOPSHKCHHS TOBapaMH Ta
TIOCITyTaMH, 3 METOIO 3aJI0BOJICHHS MOTPEO, 10 BKITIOYAE MPOIIECH YXBa-
JIeHHs pillleHb i BIUIMBOM inside-outside gakTopis.

BinMitiMo, 110 KITIIEHTOM pyXae HE JIUIIe eKOHOMiKa abo 6peH}:u/1
(xoua yci Li YMHHUKA IPAaiOTh BAXIIMBY PONb), HAM PYXarOTh IHII
CMOKMBAYI | BIIACHI MOTHBH, EMOLIIi, IHCTHHKTH: CIIOKHBAYI MPHAMA-
IOTh PIIIEHHS MPO KYMIBIO TaK0)XK 3HAYHOIO MIPOIO i/l BIUIUBOM iH-
KX JIFO/IEH (CyTh MOJIEIIi MacCOBO1 TIOBEIIHKH).
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Krienro-opienToBanuii MifXid, SKHHA XapaKTePH3y€ThCs OpI€HTa-
1i€ro Ha (OPMyBaHHS JOBrOCTPOKOBHX BIXHOCHH i3 CIOXHBAYaMH,
IHMBITyaIbHAME KOMYHIKAIIsMU 1 CIIBIPAIICI0 Ta IPYHTYEThCS Ha
I[IHHICHOMY TMiAXO[i, MPUIyCKa€ BUKOPUCTAHHS B YNPAaBJIiHHI KOH-
MenIii MapKeTHHTy B3aeMoBimHocHH (relationship marketing). Ile
3YMOBIIIO€ HOBHii MIIXIX IO yNPABIIHHS, IO 3MICTHB aKLCHTH Ha He-
MaTepiallbHi PECypCH, CILIbHE CTBOPEHHs LIHHOCTI i BigHOCHHHM [I].
Takum ymHOM, HisUTBHICTH mANpHEMCTB y cepi B2C mporeciB mo-
BUHHA CIIPUATH TOMY, IIOO CIOKMBa4 craB OizHec-mapTHepoM. Toni
BiH Oy/Jle¢ MaKCUMAJIbHO MPUXUIBHUH 1 JOSIBHUHN 10 OpeHIy Ta KOM-
mmaii B uiJIOMy

3 1i€i TOYKU 30py, HPOrpama JOSILHOCTI CIIOKHUBAYIB — II¢ CIIiB-
npaiist MK Cy0’€KTaMi IOCIIOAapIOBAHHS, 1110 31IHCHIOIOTH CBOKO IisiIb-
HICTb y PI3HHX Taiy3sx i Ha pi3HUX PUHKAX IO 33JJOBOJICHHIO CITOKUB-
YHUX MIepeBar Ha OCHOBI LIHHICHOTO Miaxomdy [2].

[Iporpamam miABHILEHHS JOSIBHOCTI B YKpaiHi IpUTaMaHHI Taki
HEJIOMIKU:

® BiJICYTHICTh CUCTEMHOTO MMiXoay 1o ynpasiinas B2C mporeca-
MU, pO3pPOOKH 1 BIPOBAKEHHS TIPOTPaM JIOSITHHOCTI;

e KOIIIOBAaHHS 3aXiJHUX Mojeield 0e3 ypaxyBaHHS BITUM3HSAHOI
cnenudiku;

® BiJICYTHICTh 200 HEJJOCTaTHE BUKOPUCTAHHS 0a3 JaHUX MPO CIO-
xuBauiB (CRM-TexHos0T1iif);

® HEOOTPYHTOBAHICTh 1 HU3bKa €PEKTUBHICTH OLTBIIOCTI BUKOPHUC-
ToByBaHMX PR-TexHomorii;

® BHCOKA OJIHOTHIIHICTB MPOTPaM 4epe3 BUKOPHCTAHHSI OOMexe-
HOr0 HAbOPY IHCTPYMEHTIB 320XOUCHHS! JIOSUTBHHX CIIOXKUBAYIB;

o BIHCYTHICTL OLIIHKK e()eKTUBHOCTI CHOXHMBUOI JIOSUILHOCTI (Me-
’Ka eKOHOMIYHOT1 JIOILTBHOCTI ).

HeoOxigHo mominmryBaTe poOOTy 3 KJII€EHTaMH, YJIOCKOHATIOIOYH
KOHKPETHI (JOpMH, METO/M, TEXHOJIOTIT 1 MPOIleCH B3aEMOJIT 3 OCTaH-
HIMH.

BusiBiieHHS 1 OIliHKa MOTHBIB, IO BIUIMBAIOTh HAa MPHI0AHHS KOH-
KPETHUX TOBApIiB 1 MOCIYT, CTAIN Ba)KIMBOIO YAaCTUHOIO MPOIECY BU-
BUCHHSI CIIOXKHBAYa 1 ITbOBOro hopMyBaHHs Horo moseiHkn. OTxe,
HEOOXIIHO ONTHMI3yBaTH IpOLEC praBJ‘IlHHSI CHOYKUBYOIO TOBEJIIH-
KOO 1 c()OpMYBaTH JIOSUIBHICTH IO KOMIIAHiI 1 ii MPOIYKTiB, B MepIIy
4epry, 3a paXyHOK MPaBUIBHOTO MEPepo3noainy (hiHaHCOBUX pecyp-
ciB Ha B2C mporniecn — 3axo/1 3 pO3BUTKY CIHIBIIpalll 3 KJII€EHTaMU Ha
PI3HUX eTanax IUKIY B3a€EMOBITHOCHH MK CITOKMBAa4YaMH 1 MiANpHU-
€MCTBOM.
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BHYTPIIIHIA MAPKETHHI
B YIIPABAIHHI IIIATIPHEMCT-
BOM C®PEPH IIOCAYT

Y Tezax momIoBiai AOCAIIKEHO IIH-
TaHHS BUKOPHUCTAHHA IHCTPYMEH-
Tapito BHYTPIilIIHBOTO MapKETHHIY
B MiSIABHOCTI MiAIPUEMCTB cepu

INTERNAL MARKETING IN
ENTERPRISE MANAGEMENT
OF SERVICE SECTOR

The report is covering the issues
of applying the toolkit of internal
marketing in the activities of en-
terprises within the service sector.
The research results demonstra-

mocAyT. PesyabTaToM mocaimzkeH-
HA € po3poOKa 3aXOiB IIIOA0 BU-
pillteHHS TPOOAEM IIOB’I3aHUX 3i
30yTOM IIOCAYT i cTaHmapTaMH 3a-
Oe3neyeHHs IX SIKOCTI.

te the development of measures
to solve the problems related to
services distribution and the
standards of quality provision.

VY cyuacHuX Oi3HEC-yMOBaX MPOTOHYBaHHS MOCIYT, SIK KOMEpIiii-
HOTO, TaK 1 HEKOMEPIIIHOTO XapaKTepy, NIBUAKO 3pocTae. Biarak mo-
cTae npoOiema 30yTy Ta AUCTPUOYIIT MOCTYT, a OTxe mpodiema pop-
MYBaHHS CTAJOr0 MONHUTY Ha HUX. Buxoasun 3 ocoGnuBocTelt crpare-
rii 30yTy MOCTYr aKTyalbHUM 3aTHIIAETHCS MUTAHHS BHKOPHCTAHHS
MapKETHHIOBOIO iHCTPYMEHTApII0 B OpraHizauii i 3AiHCHEHHI Jisulb-
HOCTI MIJMPHEMCTB HEBUPOOHMYOI chepy Ta (OpMyBaHHS MEBHHUX
KOMITETEHIII KOHTAaKTHOT'O TIEPCOHAITY.

3aranbHOBIIOMO, TIOCIYTa, SIK TOBAP, CHOXKUBAETHCS B MOMEHT i
CTBOPEHHSI, € HCMaTeplaJ'ILHOIO HeBiAaiIbHOW0 Bif i1 BUpoOHUKa, i
HE BJIACTHBA TIOCTIMHA SKICTh 1 11 HEMOXKJIMBO HAKOIMYHMTHU 3a3J]ajie-
rigp. Buxonsum 3 mporo BiIHOCHO MOCIYT HE MOXKHA 3aCTOCOBYBATH
OUIBIIICTh KOHIEMIIH KaHaIIB PO3MOALTY 1 30yTy, 1110 po3po0IIeHi s
IUCTpUOYLi ypeueBleHHX (MaTepiaqbHuX) ToBapiB. OTxKe, I BUPI-
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