MOTUBYIOYI (aKTOpK, AKi XapakTepu3ytoTb CMOXMBaYiB, L0 nepedyBatoTb Yy AaHOMY
KOHTEKCTi. [pnuyomy, 3iLUTOBXYHOUMCH i3 NEBHUM KOHTEKCTOM 3AIMCHEHHS MOKYNKW,
MOXHa 6aunTV AyXKe pi3Hi hakTopu MOTMBALLIT CNOXKMBAYIB i Lie 6yAyTb Pi3Hi CermeH-
TU PUHKY. MeBHWIA CNOXMBaY MOXe O6yTW NpPefCcTaBeHWn B O4HOMY CErMeHTI, Y fe-
KiflbKOX cerMeHTax abo B3arasi B XX04HOMY 3 HUX.

BignosigHo Lo LbOro Nifxony, MapKeTUHIOBI 3aX0AM Ha BCIX PIBHAX MOBUHHI
OYTN HaLineHi Ha NeBHMIA KOHTEKCT NOKYNKW /A CMIOXMBaHHSA 14 Ha MeBHY MOTMBaLit0,
a He Ha rpynu CrnoXuBauiB.

Haii6inbL JOCTOBIPHMM AKepesioM iH(opMaLlii Ans NPoBeAeHHS cerMeHTaLli,
6€3yMOBHO, € MapKeTUHIoBi JocnimpkeHHs [3]. Ans ofepxaHHA SOCTOBIPHOT iHGoOp-
Mauii HeobXifHe NPOBeAEHHA KiNbKICHMX AOCAI[KEHb, L0 OXOM/MOKTh 3HAUYHY Kiflb-
KiCTb pecnoHfeHTiB. Anie nepef NPOBeAEHHAM TakKMX AOCNigKeHb He0bXigHO TOYHO
3HaTK, AKY iHhOpMAaLLito NPO CNoXmMBayiB NOTPIGHO 3ibpaTy.

ToMmy NpoBefeHHI0 KilbKiCHUX AOCNiMKeHb MOBUHHI NepeayBaTy sKicHi (Ha-
npuKnag, hoKyc-rpynun), OCHOBHe 3aBAaHHS SIKUX caMe i YKMafaeTbCa y BUSBNEHHI
Pi3HMX KOHTEKCTIB 34i/iCHEHHSI MOKYMOK.

Crwicok niteparypu: 1. [, bnakyann , M. Muxuapg. MNosegeHve notpe6utenein — CM6.: Mutep,
2002. — 624c. 2. Abba M. Krieger, Paul E. Green. Modifying Cluster—based Segments to
Enhance Agreement with an Exogenous Response Variable // Journal of Marketing Research, 33
(August), 2006, pp. 351-363. 3. KoceHkoB C. |. MapkeTuHrosi gocnigpkeHHs. — K.: Ckap6u,
2004. - 464 c.

C.M.BENAEBA, maricTtpaHT, HTY «XMI»
METOAW OLIIHKN KOHKYPEHTOCMPOMOXXHOCTI NPOAYKLLIT

[ocnipKyroThC MeTOAM OLIHKM KOHKYPEHTOCNPOMOXKHOCTI ToBapis. O6rpyHTOBaHa
[OUIMbHICTb 3aCTOCYBAHHA MeTOAIB OLiHKN KOHKYPEHTOCMPOMOXKHOCTI Ha MpakTuui B
YMOBax PUHKOBOI EKOHOMIKM. PO3rnsHyTi nepeBary i HefoMikn 3aCTOCyBaHHA MeTOAIB Ta
cchepm iX 3aCTOCyBaHHS.

VccneayloTca MeTOAbl OLEHKM KOHKYpeHTocnocobHocTu ToBapa. ObocHoBaHa Lienecoob-
pasHOCTb NPYMEHEHWS! METOZI0B OLIEHKN KOHKYPEHTOCMOCOGHOCT M Ha NpaKTWKe B YCI0BY-
AX PbIHOYHOM 3KOHOMUKM. PaccMOTpeHbl NPenMyLLIeCTBa U HeOCTaTKMN NPUMEHEHUS Me-
TOL0B OLEHKM 1 Chepbl UX MPUMEHEHNS.

Methods of the estimation of competitiveness goods are researched. The using the methods of
the estimation of competitiveness in practice in condition of market economies motivate their
practicability. Considered advantage and defect of their using the methods and spheres of their
using.

YeniwHicTb PYHKLUiOHYBaHHS 6y ab-AKOT PipMU 3aNeXnTb Bif, PiBHA KOHKYype-
HTOCMPOMOXHOCTI MNPOAYKLi, L0 MPONOHYETLCA HEto crioXmBavam. OUiHKa KOHKY-
PEHTOCNPOMOXHOCTI MPOAYKLiT — BU3HAYEHHS T PiBHSA, L0 Ja€ BiAHOCHY XapaKTepu-

CTUKY 34aTHOCTI MPOAYKLii 3340BO/IbHATU BUMOTU KOHKPETHOTO PUHKY B LaHWi
nepiof, NOPiBHAHO 3 NPOAYKLIE KOHKYPEHTIB.

OuiHKa KOHKYPEHTOCMPOMOXXHOCTI MPOAYKLiT HeobxigHa Ans 06rpyHTYBaH-
HA MPUAHATAX PilleHb NPK : KOMNIEKCHOMY BMBYEHHI PUHKY; OLiHLi MepcrnekTuB
NpoAaxXy TOBapiB A8 BHYTPILUHLOIO i 30BHILLIHLOIO PUHKIB; BCTAHOB/IEHHI | KOpU-
ryBaHHi LjiH HOBMX TOBapiB BiTUYM3HAHOIO BUPOGHULITBA, EKCMOPTHUX i IMNOPTHUX
TOBapiB; KOHTPO/ AKOCTi TOBapiB; MiArOTOBLi iHhOpMAaLii Ans peknamm HOBUX TO-
BapiB; OMNTMMIi3aLii TOProBOro acopTUMEHTY; (OPMyBaHHI TOBapOBMPOGHMKaMM
NoNiTUKM B 06/1aCTi AKOCTI | KOHKYPEHTOCNPOMOXHOCTI; NO3ULLIOHYBaHHI NPOAYKLii;
NPUAHATTI YNpaBAiHCLKMX PilleHb LOAO AOLiNbHOCTI BUTPAT Ha pO3poOKyY, Mpoek-
TyBaHHS i cepili [2].

MeToan OUiHKM KOHKYPEHTOCMPOMOXXHOCTI TOBapy MOXKHAa KnacudikysaTtu
3a neBHUMYK kpuTepiamn [3]. HalibinbL BifloMi Ha CbOTOfAHI MOZeNi Ta METOAM OLiH-
KU KOHKYPEHTOCMNPOMOXHOCTI NPOAYKLIT MOXHa PO3A4iNMTY Ha ABi rpynu: aHanitu-
YHi i rpachivHi meToam. [o aHaniTMYHUX BigHOCATL Mogenb PoseH6epra, po3paxyH-
KOBO-aHa/TITUYHUIA METO[, PO3PaxyHKY iHTerpasbHOr0 MOKa3HWKa, MOAeNb 3 ifeasib-
HOI0 TOYKOIO, OLiHKA Ha OCHOBI PiBHA Npoaax, MeToAuKa pe6HeBa. padiiuHi Me-
TOLM OLIHKM KOHKYPEHTOCMPOMOXHOCTI BK/IHOHAIOTh: MaTPULIO 3pOCTaHHA — PUHKO-
BOI YacTku BKI', MaTpuLto NOpPIiBHAHHA NPBabAMBOCTI PUHKY | KOHKYPEHTOCMPO-
MOXHOCTI  (Mogenb GE/McKinsey), MaTpuuto ChpsMOBaHOI MONITUMKKM (MOAENb
Shell/DPM); kapTu cTpateriuHux rpyn i Mmatpuuto MNopTepa.

[na BU3HAYEHHS PIBHA KOHKYPEHTOCMPOMOXHOCTI NPOAYKLiT Ha npakTuui
3aCTOCYHOTHCA Pi3HOMaHITHI MeToaW. Bnbip KOHKPETHOro MeToAy BU3HAYEHHS! KOH-
KYPEHTOCMPOMOXXHOCTI 3a/1eXNTb Bif Cneyndiki npogykTy (CNOXMBYMIA TOBap yun
NPOAYKLis MPOMUCNOBOro NPU3HaYeHHs), 06¢caris 4OCTYNHOI iHpopmaLii, TepMiHO-
BOCTi OTPUMaHHA pe3ynbTaTiB OLiHKKW, ayauTopii, Ha AKY BOHW po3paxoBaHi, pecyp-
CHUX (Y T.4. 6IOMKETHMX) 0OMEXEHDb TOLLO.

[0N10BHUM HE[OMIKOM HaBeAEHNX METOAIB € TXHS 0OMEXEHICTb: abo OLjiHt0-
€TbCA OfHa rpyna (HakTopis, L0 BNNBAIOTb HA KOHKYPEHTOCMPOMOXHICTb NPOAYK-
LT i HA OCHOBI OTPUMaHUX AaHUX POBUTLCSA BUCHOBOK LLIOAO PiBHA KOHKYPEHTOCN-
POMOXXHOCTI, ab0 MEeTOA € 3aHaATO CKMaAHUM i TPYAOMICTKMM A/ MPAKTUYHOTO
3aCTOCYBaHHS. B pi3HMX MeTogax OUiHKN BUKOPMUCTOBYKOTLCA Pi3HI rpynu hakTopis,
Ha/yacTille BM3HAYeHi 3a AOMOMOrOK eKCMEPTHWX OLHOK. BUKOPUCTaHHS Nule
OAHOr0 METOAY He [ac MOBHOIO YABAEHHS LWOAO KOHKYPEHTOCMPOMOXHOCTI Mpoay-
KUii. Ha npakTuyi, K NnpaBmao, MeToan KOMOIHYHOTLCS, IK aHaNiTUYHI, Tak rpadiy-
Hi. Ha 6a3si uMXx OKpemmx OLjiHOK 3a A0MOMOror (GopManbHUX METOAIB (Hanpukiag
6anbHUIA)  PO3Pax0OBYETLCA CEPeAHiA piBEHb KOHKYPEHTOCMPOMOXHOCTI TOBapy,
AKNIA MOXXE BUKOPUCTOBYETLCA [/19 YNPaBAiHHA KOHKYPEHTOCMPOMOXHICTHO.



Cnucok  nitepatypu: 1.  KoTenbHukos  [A.1., 3agopoxkHa C.M.  ¥YnpaBniHHS
KOHKYPEHTOCMPOMOXHICTIO. HaByanbHUA MOCIOHWK N1 CTYAEHTIB  BULLMX  HaBYalbHUX
3aknagis. — K.: BugasHuuuii jim “CnoBo”, 2004. — 168c. 2. 3aBbsinos ®.H., KanmHa O.B.,
3aiiuenko [I.A. PaHroBas oLeHKa KOHKYPeHTOCNOoCO6HOCTM NoTpebuTenscKoro Toapa // Mapke-
TUHr B Poccum m 3a pybexom. — 2005. — Ne3 (47). — C. 90-103. 3. Kobunsupkuii J1.C.
YnpaBniHHA KOHKYPEHTOCMPOMOXHICTIO: HaBuasibHMiA NociGHMK. — K.: 30BHIWWHA ToOprisnsg,
2003. — 304c. 4. MopTep M.E. CtpaTeris KoHKypeHLii / [ep. 3 aHrn. — K.: OcHosK, 1998.-390c.
5. CkonuHa W.B. PeiiTUHroBas OLEHKa KOHKYPEHTOCMOCOGHOCTM (UPM Ha pblHKe //
http://mcnip.ru/web/links/competitive.htm 6. ®aTxyTanHoB P.A. KOHKYpeHTOCMOCOGHOCTb:
3KOHOMWKa, cTpaTerus, ynpasneHve. — M.: UH®PA-M, 2000. — 312 c.
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MPOIrPAMA NOANBHOCTI - IHCTPYMEHT
3ABOIOBAHHA CMNOXXVMBAYIB

Po3srnsigaeThesa nporpaMa NosiNbHOCT I SIK OAVH 3 HalbifbLL ePeKTUBHKX IHCTPYMEHTIB Ans
3aLjikaBneHHACNoXKyBaya B 0TPUMaHHi nocnyri abo npmabaHHi ToBapy y NeBHOT KOMNaHii
.BkasaHi uini nporpamu nosinbHOCTI | NpoaHanisoBaHi OCHOBHI hakTopw, siKi pobnaTh i
e(heKTUBHOHO.

PaccmaTprBaeTCst nporpamMma NosibHOCTW Kak 0uH M3 Hanbosee apeKTUBHBIX MHCT -
PYMEHTOB /151 3aMHTEPECoBaHNA NOTPeGUTENs B MOMyYeHUN YCNYrA UM NPUOGPeTeHUN
ToBapa y OMnpefeNeHHol KOMNaHUU. YKasaHbl Liein NporpamMmMbl I0SILHOCTU U NpoaHau-
31pOBaHbl OCHOBHbIE (haKTOpbl, KOTOPble ZeNaloT ee 3hheK T UBHOIA.

The program of loyalty is consider as one of the most effective instruments for interested con-
sumer in the receipt of favour or acquisition of commaodity at a certain company. The aims of
the program of loyalty are indicated and basic factors which do its effective are analyzed.

B cyyacHMX ymoBax, A€ Benmka KOHKYPeHLUis, hipMi BaXIMBO 60poTumcs 3a
KOXHOr0 CroXuBaya. [MparHyun yTpumaTyt KnieHTiB, 6arato KOMNaHin pobnsTs CTas-
Ky Ha nporpamy nossbHOCTI.

Bci BMAW nporpam nosnbHOCTI 3BaXKatoTb Ha creuudiky ToBapis i nocayr, LWo
HafatoTbCs. BOHM fonomaratoTh He TiNlbKU YTPUMATK yBary BXe iCHYKUMX CroXuBa-
yiB, a/ie i NPUBEPHYTY YBary HOBUX.

Mpy po3pobui nporpaM N0SANLHOCTI BXIMBO MOCTaBUTK Nepes coboro uini,
AKi fjocAraTUMyTbCs B Npoveci i peanizauii. Takumu LinaMu MoxyTb 6yTu: 3a6e3ne-
YEHHA MaKCYMa/IbHO MOX/IMBOIO 3pOCTaHHS KMIEHTCbKOI 6a3K, YTPUMaHHSA iCHYHUMX
KMiEHTIB, 3abe3neyeHHs CTIKOT KOHKYPEHTHOI nepeBarn, MOAIMWEHHS penyTauil
6peHay KOMNaHii, noninweHHA PiHaHCOBMX MOKa3HMKIB Ta iHLWi [6].

[ns [OCATHEHHS MOCTaBMEHMX LifIe KOMMaHis, Lo BMpilIMAa CTBOPUTA MpPo-
rpamy nosIbHOCTI, MOBMHHA 3HANTW NPaBUbHE CNiBBIAHOLIEHHS MiXK MaTepialbHUMKN
i HemaTepianbHUMK NpuBineriaMu. MNpuBinerii NOBUHHI rPyHTYBaTMCA Ha EMOLLIAHNX
(hakTopax, a MatepianbHi nepesary MOXyTb fIMLLE JONOBHIOBATK iX [5].

Omxe eheKTVBHA Nporpama /I0S/IbHOCTI MOBMHHA BK/OYATK: AKICHO A06pe
06CcnyroByBaHHA i cepBic, LikaBy An1s KiEHTIB NPOMOo3uLito, KOHKYPEHTO34aTHY
LiiHy, 4o6pe NpoayMaHy CTPaTerito i MapKETUHT, NOCTilHY Typ60TY NPO KieHTa.

BinbLwicTb Nporpam N0SILHOCTI, WO Ait0Tb B YKpPaiHi, MPONOHYIOTL KNieHTam
B MepLUy Yepry matepiasibHi NpuBINeriii sKi, Mo cyTi, NpeACTaBNATb 3BUYaHI 3HNW-
XKW, @ OfHWX 3HWKOK HeflOCTaTHBbO A/ 3aBOKOBaHHSA N0ANLHOCTI. KAieHTw, Wwo Ky-
nytoTb TOBapPW Yy OAHIET KOMMNAHIT TiNIbKM Yepe3 HU3bKI LiHW, NOKMHYTb ii, IK TibKK
XTO-Hebyab 3amponoHye iM LWOCh BUrigHiWe. Tomy HeobXigHO TakoX 6yaysaTu
BiZJHOCVHW, 3aCHOBAHI Ha eMoLlisiX i A0Bipi, NPOMOHYBATW YHiKa/IbHI | BUCOKOOLLiHIO-
BaHi MpuBinerii y pamkax nporpamMu.

MigBogsum MiACYMKW, MOXHa Bif3HAUNTU, WO NOS/bHICTb KNIEHTIB HEMOX-
JMBO KynUTK. Ti NOTPiBHO 3acnyunTi. Cami no cobi 60HYCH, 3HMKKU | iHLLI 330X0-
UEHHSs! HifIK He BM/MBAKOTb Ha NOSAMLHICTL KAieHTa. Mpaytoe KOMMAEKCHUIA nigxig.
paMOTHO 36yfoBaHa Mporpama /0A/bHOCTI MOXEe CTaTM OCHOBOK) MapKETWHIY
KOMMaHii, 04HMM 3 HaMOTYTHILLINX MapKETUHIOBMX iIHCTPYMEHTIB A/151 BUPOONEHHS
[OBrOCTPOKOBOT MPUXMLHOCTI CNOXMBaYiB. [MpoTe HEOOXigHO Nam'aTaTy, WO CTBO-
PEHHS YCMILIHOT NporpamMm N0ANLHOCTI BUMarae peTenbHOro NaaHyBaHHS i CKpyny-
NbO3HOTO BTI/IEHHS.

Cnvcok nuTepaTypbl: 1. Bacunbes I.A. MNMoBeaeHve noTpebuteneli M3gatenscTso: “By3os-
CKWiA yuebHUK", 2006. — 456 c. 2. 3anTMaH [I>K. Kak MbicnsaT notpe6utenun. To, 0 YeM He CKa-
XeT noTpebuTenb, TO, YEro He 3HaeT Ball KOHKYPeHT M3gatenbctso: “npaiim-EBPO3HAK",
2006. — 376 c. 3. WnbuH B.W. MoBegeHve notpebuTeneii. Kpatkuii kype — Mutep,2000. — 297 c.
4. Maiikn Tpeiicn, ®pes Bupcema MapKeTVHI BeayLiMX KOMMaHWiA: Bblbepy noTpedmtens,
onpegenn hokyc, AOMUHUPYI Ha pbiHKe W3gatenbctBo: "Bunbsmc M4, 2007. — 359 c. 5.
OcCeHTOH T. HOBble TEXHONOTUW B MapKETUHIE: 30/10TOV KIHOUUK K I0SNILHOCTY NOTpe6uTenei.
Mep. ¢ aHrn N3gatenscTBo: "Bunbame NA", 2003. — 504 c. 6. http://www.marketing.spb.ru
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36YTOBUI NOTEHUIAN NMIANPUNEMCTBA | noro OIATHOCTUMKA

[JocnifpKyeThea NOHATTA 36y TOBMIA NOTeHLian K cknagosa etheKTWBHOI 36y TOBOI fis-
NbHOCT I NiANPUEMCTBA i 1i0ro MoNiTUKKM B LA chepi. OnucaHi eTanu npoLecy AiarHocT u-
K1 36yTO0BOro MoTeHLiany Ta o6rpyHToBaHa fOLiNbHICTb i NPOBEAEHHS B Cy4acHWUX pUH-
KOBWX yMOBaX.

ViccnepyeTcs MOHSITWE COLITOBOM MOTEHLUMAN Kak COCTaBnsoLLas cObITOBOW fesTeNb-
HOCT W NpeanpuATUS 1 ero NOAMTWKU B 3TON chepe. OnucaHbl 3Tanbl npowecca AuarHo-
CTVKM cObITOBOrO NOTEHLUMana 1 060cHOBaHa LienecoobpasHoCTb ee NMPOBeAeHWs B COBpe-
MEHHbIX PbIHOYHBIX YC/OBYUSIX.

The concept marketing potential as a component of marketing activity of the enterprise and
its policy in this sphere is investigated. Stages of diagnostics of marketing potential are de-
scribed and the expediency of its carrying out in modern market conditions is proved.



