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Summary
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approach, program-target planning, forecasting,
and analytical methods and models.
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MapKeTHHI OBl JOCTIPKEHHS € BaXXJIMBOK YaCTHHOIO CHCTEMH JIOCIIHKCHHS PUHKIB Ta MPHii-
HATTS HA 1[Il OCHOBI yNPaBIIIHCHKUX PIIICHb HA PIBHI MANPUEMCTB. TOMY METOI0JIOTiI0 MapKETHH-
roBUX [OCILIKCHb HE CIiJj COPUAMATH JIHMIIC SK HAyKOBY cdepy, apke BOHH 663HOCCPCI[HBO
10B’s13aHi 1 POPMYIOTHCS Ha PiBHI MiANPHEMCTBA, IO Nepe1daiac BUBYCHHS PUHKY 1 HOrO CTpyK-
TYpH, CIOXKHMBAYiB, KOHKYPEHTIB, POJYKTIB 1 MOCIYT, WiH, PyXy TOBapy i MPOAAKIB, peKIaMH i
30yTy. Pesynbrari naHMX JOCIIJUKCHb BHKOPHCTOBYBAIMCS IiJNIPHUEMCTBAMH IS Po3pobKH 1
BIIPOBAJUKCHHSI CTPATETil 1 TAKTHUKH CBOrO PO3BHTKY 3aralloM i, 30KpeMa, MapKeTHHIOBOI JisUIbHOC-
Ti. METO0IOTIYHOI0 OCHOBOIO MapKETHHTOBHX JIOCIIKCHD € PsJl CY9acHHX METOJIB 1 MOJENeH, 3a
JIONIOMOT' 010 SIKMX 31HCHIOIOTH 30ip Ta 00poOKy iH(opMallii, i iHTeprpeTarito i NpUHHATTS BiIIO-
BIIHUX praBJ'IiHCBKI/IX pimeHL Jlo Bimommux 3arajlbHOHayKOBUX MeToz[iB MapKETHHTOBUX JIOCIIKEHb
HAJIEXKATh CUCTEMHUIl aHali3, KOMIUICKCHUI MifX1J, NPOrpaMHO-LIbOBE IUIAHYBAHHS, IPOrHO3HO-
aHAIITHYHI METO/H, cneumblqm MapKETHHIOBI METOZM 1 MOJEI (II'SITU CHII KOHKYPEHLUL, KUTTEBOTO
LMKy NPOYKLi, CErMeHTALl PUHKY, NO3ULIIOBAHHA Ta iH). KpiM 1poro 31Ty 9ar0ThCsS METOIH 1 Mo-
Jieli 3 Takux cep sIK COLUOIIOTs, aHTPOIIOJIOTisL, IICHXOJIOTLs, KOO s, eTHKa, AU3alH. TakuM 4iHOM
BHXOJUTYN 3 BaKIMBOCTI, KOMIUICKCHOCTI Ta aKTyalbHOCTI METOLOMOTTYHIX ACIIEKTiB MapKETHHIOBHX
JIOCJTIJKEHBb HAyKOBI TIONTYKH 3a UM HAIIPSIMKOM € 3aTpeOyBaHUMU Ta CBOEYACHUMH.

Sk mpaBuII0, MAPKETUHTOBI JOCTIKEHHS OIIISIOTHCS Ha JIB1 TPYIIH.

3a HUTFOBUM PUHKOM:

e MapKeTHHIOBI JOCIIKEHHS 3 (POKYCOM Ha KiHIeBux crokuBauis (B2C).

e MapKeTHHIOBI1 JJOCIIKEeHHs 3 (oKycoM Ha mignpuemctsa (B2B).

A060, abTepHATUBHO, 32 METOAOJOTIYHUM ITiIX0IOM:

e SIKiCHI MapKETHUHTOBI JTOCIIKCHHS

e KinbKicHI MApKETHHTOBI TOCTIKCHHS.

JLOCII/UKEHHS CIIOKUBYOTO MAapKETUHTY (MapKeTI/IHFOBi JOCIIDKEHHS 3 (POKYCOM Ha KiHIIEBHX
cnoxusayis, B2C) — e ¢opma npuKIagHOI COLIONOriL, sika 30CePE/UKYEThCS Ha PO3YMIHHI yIIO-
100aHb, CTABJICHHS Ta IIOBEJIHKH CIIOKUBAYIB Y pI/IHKOBlI/I €KOHOMIlIIi, 1 Ma€ Ha METi 3pO3yMITH Ha-
CJIIJIKM Ta TIOPIBHSUTBHHMA YCITIX MAapKETHHTOBUX KaMIMaHii. J{oCIi»KeHHs CTIOKUBYOTO MAPKETUHTY
SK CTaTHCTUYHOI HayKu OyJo 3amodyatkoBaHo AptypoM HinbceHOM mpu 3acHyBaHHI KOMITaHIii
“Nielsen” y 1923 porri.

Punox B2B (Business to Busmess) MPUHIIUTIOBO BlI[pl?,HSICTI)CSI Bil punky B2C (Busmess to
Consumer). BiH perymroeTsest iHIINMHA MPABHIIAMH, CKIIAJHIMINMH IPOLECAMH IPHIHHSITTS PILICHS,
Hik y B2C. HaitBaxxnuBima BiIMIHHICTh MK MApKETHHTOBUMH J1ociipkeHHs MU y B2B ta B2C mo-
Jsra€e y Tomy, o y Bunanky B2B oxna moanna He HpHﬁMae pilIeHHS B MeKaxX KOMIIaHii. JIanror
NPUHHATTS piieHb y B2B € ckmaguum, ToMy Ciif nam’sitaTd, Mo Il PO3yMiHHS PEallbHOCTI npo-
ecy 3aKyn1Bm MOXE 3HAJO00MTHCS BILUIMB HA NPUAHSTTS PILICHHS ACKUIBKOX MIJAPO3ALIIB OJHIET
komrmanii. Came TOMy MpHU 3MiHCHEHHS MAapKETUHTOBHUX IOCIiPKeHb pUHKIB B2B BimOyBaeTbcs
MIMOWHHMK aHai3, MOYMHAIOYN BiJl MOJITHYHUX, 3aKIHUYIOYH BUPOOHUYMMH aCIeKTaMH JisITbHOC-
Ti KO’)KHOTO TiAPHEMCTBA.
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IIpoTe cyuacHi MapKeTOJOrM-PAKTUKU MOYaJd BIAXOIUTH Bix posauieHHs Ha B2B- 1 B2C-
OpIEHTOBAHWI MApKETHHT, a BIAMOBITHO i MAPKETUHTOBI JOCTIKeHHS. Bee Oinmbine daxiBiiB Bij-
3HAYaloTh, 110 B Cy4YaCHOMY IJ100aJIi30BaHOMY CBITi HE € CYTTE€BO BaXJIMBUM — YH MiATNPHEMCTBO
3aiiMaEThCS peasizalliero MOKOIaHINX OATOHYUKIB B CylepMapKeTaxX, UM HAJa€ MOCIYyTH 3 PO3po0-
ku [T-ipoyKTiB 1HIIMM TiATPHEMCTBaM. AJDKE 3a KIHIIEBUM PaxyHKY BCE BiOYBA€THCS 3a MPHH-
uunom H2H — wmapketunr Big moaunu o moauHu (Human to Human). ITonstrs “H2H-map-
KETUHI” BBIB B CyYacHY TEPMIHOJIOTiIO aHTIiiCchkui Oi3HecmeH bpasH [xedpi Kpamep. H2H
CTBOPIOE CIIPaBXKHIM 3B 30K Mk OpeHI0M Ta Horo crokuBadyamu. Lle o3Havae nepeTBopeHHs Ope-
HAY BiJ (hOpMHU TpaH3aKIlli O B3aEMHUX BIAHOCUH.”

Takum 4MHOM, MAapKETUHTOBI JOCTIDKEHHSI MOYKHA TaKOXK OXapaKTEPU3yBaTH SIK CHCTEMATHYHY Ta
00’exTHBHY ineHTH(DiKalit0, 30ip, aHAJI3 Ta PO3MNOBCIOHKEHHS 1H(OPMAIIii 3 METOIO CIIPUSHHS KepiB-
HULTBY y IPUAHSTTI PIlICHB, [IOB’S3aHAX 3 iACHTH(IKALIEIO Ta BUPIICHHAM [POOIEM Ta MOXKITHBOCTEH
y MapKeTHUHTY. MeTOI0 MapKeTHHTOBUX JIOCHTIPKEHb € OTPUMaHHS Ta 3a0€3MeUYeHHs YIPaBIIiHHS KHT-
T€31aTHOIO IH(OPMALIIEIO PO PUHOK (HANPHUKIIA], KOHKYPCHTIB), CIIOXKHMBAYIB, CaM TOBAP YU MOCIITY.

CucremMa MapKeTHHIOBHX JOCIIPKCHb — L€ KOMIUIEKC B3a€MOJIIFOUHX 1 B3a€MOIIOB’ I3aHUX MIXK
c000I0 METO/IIB, METO/IMK, MPOLEAYP 1 MOJETICH, a TaKoX iX iH(pacTpyKTypHE Ta pecypcHe 3a0e3-
MIEYEHHS, MPU3HAYEHEe Ul AOCSATHEHHs Lijel iH(popMaliifHO-aHATITUYHOTO OOTPYHTYBAaHHS NpUi-
HATTS ynpaBJ'IiHCBKI/IX pilICHb B yMOBaX PUHKOBOI HEBU3HAYCHOCTI. Y NaHOMY KOHTEKCTI, Ha Hally
JIyMKY, IPOLEC NPUIHATTS YIPaBIIHCHKOTO PILICHHS MOXKJIMBO MPEICTABUTH y BUIJISIII HACTYITHHX
MOCTIIOBHUX CTaii:

1. YeBinomienHs HeoOXiIHOCTI NPUIHATTS YNPAaBIIHCEKOTO PIlICHHS.

2. IlocraHOBKa Ta KOHKPETH3ALlisl L1, HA JOCSTHCHHS SIKOT CIIPSIMOBY €TBCSI PIIICHHSL.

3. OuiHKka MOXJIMBHMX aJbTEPHATUBHUX BapiaHTIB pIIIEHHS Ta IMPOrHO30BAaHMX pPE3YJIbTATIB
NPUHHATTS KOKHOT'O 3 HUX.

4. BuOip HalAOIUIBHIIIOT albTePHATUBHU AJISl IPUMHATTS YIIPABIIHCHKOTO PIlLICHHS.

Pe3ynbrat KOHKPETHOTO MAPKETHHTOBOTO JIOCIIKEHHS TIOBUHHI OyTH TOIUIBHUMU JIJIS1 BUKO-
pHCTaHHs Ha MPUHANMHI NEPIIMX TPbOX CTaAisX MPOLECY NPUNHHSTTS YIPABIIHCHKOIO piH_IeHHH v
CBOIO Yepry, KOHKPETHE YNPaBJIiHChKE PIICHHS MOXKE CTOCYBATHCS SIK BUKOHAHHS TPAAMLIHHHX
YTPaBITIHCHKUX, TaK 1 MAPKETHHTOBUX (DYHKITiH 3 yIpaBIiHHS KOMIUIEKCOM MapKETHHTY KOMITaHii.
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