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COLIAIBHI PU3NKWU Y TPYOOBIN COEPI
B YMOBAX LIM®POBOI EKOHOMIKU

CrpareriyHUM 3aBAAHHSAM COLIAJIBbHOI JIepXkKaBU € 3a0e3MeueHHs
COIIAJTbHO-EKOHOMIYHOTO PO3BUTKY KpaiHU. AJie, SIK CBITYMTH aHAIi3
BUKOHAHHS COLIAJIBHUX pedopM, 3a Mepiojl He3aJIekKHOCTI Tak 1 He
c(opMOBaHO SIKICHOI JEepKaBHOI COLIAIBHOI IOIITHKHY, e(l)eKTI/IBHOFO
MEXaHi3My PO3BUTKY JIFOJCHKOIO KaIliTaiy. Tocuuens COLliaIbHOT
HEPIBHOCTI, [OsBA 3MiH HA PUHKY MpAL i BIUIMBOM IOJITHYHOI,
€KOHOMIYHO1, COIiaabHOT HECTAOIILHOCTI, PO3MOBCIOIKEHHS umbpo-
BUX TEXHOJIOTiH, MOsiBa HOBUX (DOpM 3aiHATOCTI OPOIKY€E HEOOXij-
HICTb Y/IOCKOHAJICHHSI MEXaHI3My COLUQJIBHOIO 3aXUCTY BiJ| HOBHX
COLUQIBHUX PU3HKIB. Y 3arajbHOMY IiJ COLUAIbHUM PU3HKOM CIIij
p03yM1TH MMOBIPHICTh BUHHKHCHHS HECTIPHATIMBHX COLIAIbHHX CH-
Tyallii, siki nepen0avyaloTh HaJAaHHS COLIAIBHOI JOTIOMOTH Ta Collia-
JBHOL l'IiI[TpI/IMKI/I 31 CTOPOHH [epKaBH. 3a3HAYMMO, IO COL{abHi PH-
3UKM TPYJOBOI chepn — we Iepul 3a BCe CyKyIHICTb rapaHTiii Ta
3axO0/iB, Hl):[TBepI[)KeHI/IX IOPUIMYHUMHE HOPMaMH II0JI0 MOXIUBOCTI
3a0e31eUnTH TiAHUH PIBEHb XXKMTTS NPALE31aTHOMY HACEICHHIO Ta
peai3alilo 3aKOHOJABYO 3aKPIILUICHUX COL{aNbHUX IPaB HPOTAroM
KHUTTEBOTO Tiepiomy. B VYkpaini rapaHtom 3axmcTy MarepiallbHOTO
CTaHOBHMIIA MPHU HACTaHHI COLIAJbHUX PU3MKIB € COLIAJIbHE CTPaXy-
BaHHs, OCHOBHUMH BUJAMH SIKOTO € CTPaxyBaHHS y 3B 3Ky 3 THMYa-
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COBOIO BTPATOIO MPALE3aTHOCTI, B/l HEIIACHOTO BUIIAJKY Ha BUPOO-
HUITBI Ta NPOQEciiHOro 3aXBOPIOBAHHA, SKI CIPUYMHWIM BTPATY
npane3aaTHocTi, Meauyse [1, cr. 1], a Takox NeHciiiHe cTpaxyBaHHS
Ta CTpaxyBaHHS HA BUMA0K 0e3p0o0iTTs.

BBakaemo, 110 mosiBa HOBUX (DOpM 3alHATOCTI: TUCTaHIIIHA, HE-
cTabiipHa, poboTa BAOMA, 3alHATICTh Y CUIBCHKIA 1 HepOpMalbHIN
€KOHOMIIIl, 3aiHATICTh 3 HU3BKUMHU JOXOJaMH TIOCHITIOE (PIHAHCOBY
HECIPOMOXKHICTh CUCTEMH COLIaJIbHOTO cTpaxyBaHHs. OCKUTbKU (i-
HAHCOBA CTIHKICTh MPOTPaM COIIAIBHOTO CTPaxXyBaHHA 3a0€31euy€eTh-
cs peryisipHoro cruiatoro €CB.

[IpariBHuKY, sAKi 3alHHATI HA yMOBaxX HECTAHJAPTHOI 3aHATOCTI
31TOBXYIOTHCS 3 HACTYITHUMU NPOOJIeMaMH:

v’ HEeNoBHA 3alHATICTb, BiI[CYTHiCTB CTabLILHOTO POOOYOTO MICIIs,

v’ BiJICYTHICTH MOJIMBOCTI pean13yBaT1/1 TPYIOBI MpaBa,

v BTpaTa rapatiil y cepi neHCIHHOro 3a0e31eueHHs,

v/ BIICYTHICTH MOKJIMBOCTI OpaTH y4acTh y CHCTEMI COHiaJIBHOFO
CTpaxyBaHHS BiJl COLIaJbHUX PU3MKIB B TPYAOBiH cdepi. [2, c. 11]

BpaxoByroun crierudiky ¢hopMm 3alfHATOCTI, OXOIUICHHS COIliab-
HUM CTPaxyBaHHSIM CKOHOMIYHO aKTHBHOIO HACEJICHHS IPALe3]aTHO-
ro BIKy MOXe OyTH PO3LIMPEHE LUISXOM MO€IHAHHS O0OB’S3KOBHX
COLIIAIBHO-CTPAaXOBUX MPOrpaM 3i CIUIATOI BHECKIB, porpaM QiHaH-
COBaHMX 33 PAaxyHOK CIUIaTH IOJATKIB, I[06pOBlJ'ILHI/IX CTPaxoBHX
NpOrpam Ta JONOMOTH Y HaTypanLHm opwmi. [3, ¢ 6] He meHi Bax-
JIMBUM € IIOCHIICHHs! COLIAlIbHOI BiAIOBINAIBHOCTI Cy0’€KTIB CHCTEMH
COLLQJIBHOTO CTPAaxyBaHHs, MiIBHUILECHHS (IHAHCOBOI aJEeKBATHOCTI
CTPaXOBUX BHIUIAT 3 METOH 3a0E3MEYCHHs IiIHOrO COLIalbHOrO 3a-
XHCTY BiJ] BIIIOBITHOTO COIIIAJIbHOTO PU3UKY. 3MiHA XapakTepy Tpy-
JIOBOTO JKUTTS, ITIOCWIEHHS COLIAIBHOI BiANOBIIAJIBHOCTI ITOKOJIHB
noTpedye ydacTi B CUCTeMi 000B’SI3KOBOTO 1 TOOPOBUIBHOTO COITialTb-
HOT'O CTpaxyBaHHSI.

Iixkpecinmo, 1o plBeHL OXOIUICHHS COLIalIbHUM CTpaxyBaHHSM
(0cOOMMBO B CLIBCHKIN MICIIEBOCTI) 3aJI€KUTh 1 BiJl 1HPOPMOBAHOCTI
mpo MeXaHi3M (yHKIIOHYBAHHS COMIATBHOIO CTPAaxXyBaHH:, CTPaxo-
BUII CTaXK, BIK BUXO/Y Ha [ICHCIIO, MOXJIMBUI PO3MIP NEHCI.

CTiHKICTh (YHKUIOHYBaHHS CHCTEMH COLIAIbHOTO CTPAaxXyBaHHs
3aJIOKUTh BiJl SKOCTI o6cnyr03yBaHH;1 BIJI 3/1aTHOCTI 3a0e3nedyBaTy
Ha CTPAaxXOBHX 3acaJax TiIHMII PIBEHb COLAlbHOI MIATPUMKH 3aCTpa-
XOBaHMUX OCI0 MPOTSTOM JKUTTSI 1 BiJl JOBIpH CYCIUIBCTBA JIO 3a3HaYe-
HOTO MEXaHi3My 3aXHUCTY BiJl COIlIaIbHUX PU3HKIB.

OTtxe, nis 3abe3nedyeHHsT MOXUIMBOCTEH peanizaiii couiaabHUX
npaB, €PEeKTUBHOIO (PYHKIIOHYBaHHS CHCTEMH COLIAJILHOTO 3aXHUCTY
BiJl COIIAJIbBHUX PU3UKIB B cdepi mpaili, EKOHOMIYHOTO Ta COIiajIbHO-
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ro PO3BUTKY Jep)KaBHA MOJITHKA B TPYJOBii cdepi moBuHHa Oyt
HANpaBJICHA HA I/BUILCHHS SKOCTI Ta CTabUIBHOCTI 3aiiHATOCTI, HA
3aXUCT 1HTEPECIB Ta NOTPed CyO €KTIB COLIAIBHO-TPY/IOBUX BITHOCHH.
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INSURANCE INTERMEDIATION OF LIFE
INSURANCE SERVICES: THEORETICAL BACKGROUND

The sphere of life insurance services, as one of the components of
the financial services sector, is being rapidly developed, and its
importance is constantly increasing in the social and economic context
of the state. Analysing the trends of the development of the global
market of insurance services, it can be noted that the success of life
insurance companies is determined by the knowledge of the needs and
expectations of the users of the chosen segments of insurance servi-
ces. In the financial services market, due to complication, complexity
and high level of individuality of the products, personal selling is one
of the most acceptable means of providing support. It is a unique
element of marketing communication. Unlike advertising or sales
promotion, which focus on increasing consumer awareness of the
existence, the availability, price, and essential features of goods and
services, personal selling enables to provide customized information
tailored to the specific needs of each customer. The communication
method of personal selling is usually directed towards particular
segments of the market and plays a significant role in marketing
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