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Y cTarTi po3rnafaeTbCs PisHULA MapKETUHIY cdhepm NOCayr Ta MapkeTUHry cdyepu maTepiasibHOro BUPO6HULTBA.
TakoX NPONOHYETHLCS NOAIN MapPKETUHIY 3a cddepamyt BUKOPUCTaHHS Ha YOTUPKW BUAN: MAPKETUHT CEPBICHOT cthepm
B2B, MapkeTuHr cepaicHoi cchepu B2C, MapKeTuHr maTepiasibHOro BUpo6HMLTBa B2B Ta MapKeTUHI MaTepiasibHOro
BMpo6HMLTBa B2C. MNMokasaHa pi3HWLA MapKeTUHTY MaTepiasibHOT cdoepu Bifi MapKeETUHTY CEPBICHOT Chepu B acrekTi
Takux KaTeropili ik MapKeTUHT, MapKeTUHT-MIKC, SIKICTb, MaTepia/ibHICTb i Big4yTHICTb, Yac BUPOOHULTBA | CNOXMBaH-
HA. LLlofo KOXHOT kaTeropil nepepaxoBaHi HeOOXiAHI Aii MapkeTosora, Wo npauoe y cdepi nocnyr. AKLEHTYETbCA Ha
0COG/IMBOCTSIX MOC/YTU SK TOBApPY, i3 AKNX BUMNBAKOTL CNELUgIYHI prch MapKeTWUHIY NOC/YT: HEBIAUYTHICTb, HEBIA-
[INbHICTb Bif [Xepena, HENOCTIMHICTb Ta He 36epexeHiCTb NOCNyrnu. HK pe3ysbrat 0CO6/IMBOCTEN NOCAYT BUHUKAE
HEeOoOXiAHICTb POPMYBaHHSA MONITUKA HE JIMLIE 30BHILLIHLOMO M BHYTPILWHLOIO MapKeTUHrY, ane i iHTepaKTMBHOIO
MapKeTUHry, TO6TO MapKeTUHry B3aeMOii KNiEHT/nepcoHan y npoueci 06¢nyroByBaHHsA. HeBiguyTHICTL Ta Hema-
TepiasibHICTb NOC/YrM NOCU/IOE POMb AOBIPK A0 BUPOOHMKA Ta 3HAYEHHS eNeMeHTy «(i3UYHUI foKas» Y cucTeMi
MapKETUHI-MIKCY CepBICHOT chepw, a nepes, PeKNamMiCToM i pO3p06HNKOM CaiTy CTOITb 3aBAaHHA MakCUMaslbHOI Bi-
3yanizauii nocnyri. He 36epexeHicTb MOCAyr1 BUMarae Bif MapKeTosiora BMiHHA OnepaTuBHO ynpas/isTi NONMTOM,
MPOTArOM He NILLE POKY UM MicALSA, ane i AHIB TWXKHSA YW ToAuH [,06M, a TakoX MUCTELTBO NPUCTOCOBYBATUCH [0
NonNuTYy Yy rognHn nik. MiHAUBICTb SIKOCTI NOCNYTY NOTPEBYE YiTKMX CTaHAAPTIB CEepBiCY Y NOEAHAHHI i3 MOTMBALEO i
HaBYaHHAM. BTiM cyyacHi TexXHO/Ori 403BONAIOTL 3MEHLINTY Lit0 /IIOACHKOTO YNHHMKA | 3HAYHO YCYHYTU HEraTuBHI
nposiBu ocobnmsocTeli nocayr. Kpim noginy MapkeTuHry Ha cepBicHy cdepy i cchepy maTtepiasibHOro BUPOGHULTBA,
y CTaTTi NPONOHYETLCA MOAIN rasy3ell Ta chep Ha TPU YKPYNHEHI rpynu: eMOLAHOTO CPsIMYBaHHS, pawioHa/lbHOro
CNpAMYBaHHS Ta 3MilLlaHOoro CrpsAMyBaHHs. CyTHICTb e/IeMEHTIB MapKeTUHI-MIKCY Ta X BaroMoCTi MOXYTb KONMBa-
TUCS 3a/1€XKHO Bif, KOHKPETHOI rpymnu.

KniouoBi cnoBa: MapKeTVHI, MapKeTUHT CepBICHOI cdpepy, MapKeTUHI MOC/Yr, MapKETUHT rasly3eil Ta cdep,
MapKeTUHT-MIKC CepBIiCHOI cchepy, iHTEPaKTUBHWIA MapKETUHT, (DYHKLIOHa/IbHO-IHCTPYMEHTa/IbHa MOAENb SKOCTI
MOCAyT.

The article examines the difference between marketing of services and marketing of material production. It is
also proposed to divide marketing by application into four types: B2B service sphere marketing, B2C service sphere
marketing, B2B material production marketing and B2C material production marketing. The difference between the
marketing of the material sphere and the marketing of the service sphere in terms of such categories as marketing,
marketing mix, quality, materiality and tangibility, time of production and consumption is shown. For each category,
the necessary actions of a marketer working in the service sector are listed. Emphasis is placed on the features of
the service as a product, from which the specific features of service marketing emerge: intangibility, inseparability
from the source, impermanence and non-preservability of the service. As a result of the specifics of services, there
is a need to formulate a policy not only of external and internal marketing, but also of interactive marketing, i.e. mar-
keting of client/staff interaction in the service process. The intangibility and immateriality of the service strengthens
the role of trust in the manufacturer and the importance of the "physical evidence" element in the system of the

© Bopuwikeswuy |.1., Aky6is B.M.

MAPKETUHI



MAPKETUHI

EKOHOMIKA TA CYCIMNINbCTBO Bunyck # 41 / 2022

marketing mix of the service sector, and the advertiser and the site developer face the task of maximally visualizing
the service. Service continuity requires marketers to be able to manage demand quickly, not only during the year or
month, but also days of the week or hours of the day, as well as the art of adapting to demand during peak hours.
The variability of service quality requires clear service standards combined with motivation and training. It is accept-
ed to distinguish separately the quality of the service process and the quality of the result from the purchase of the
service. This model was called the functional-instrumental model of service quality, and it does not lose its relevance
these days. Modern technologies make it possible to reduce the effect of the human factor and significantly eliminate
the negative manifestations of service features. Automation, involving the client in self-service are effective tools for
reducing the variability of service quality. Such methods are widely used in retail, banking, partly in education and
medicine, and in many other areas and industries. In addition to the division of marketing into the service sphere and
the sphere of material production, the article proposes the division of industries and spheres into three consolidated
groups: emotional direction, rational direction, and mixed direction. The essence of the elements of the marketing
mix and their importance may vary depending on the specific group. Similarly, the ratio of the importance of function-

al and instrumental quality of the service will depend on the emotional or rational direction of the service.
Keywords: marketing, marketing of the service sphere, marketing of services, marketing of industries and
spheres, marketing mix of the service sphere, interactive marketing, functional-instrumental model of service quality.

MocTtaHoBKa npo6nemu. Cchepa nocnyr B
YKpaiHi Ta cBIiTi 3aliMae 3Ha4Hy YacTKy B obcsrax
npogaxis, y thopmysaHHi BBI1 Ta MOMNOBHEHHI
AepPXaBHOro GromxeTy. |i BaXIMBo po3suBaTti i
Hagani, a Ansa uboro cnifg posymitn cneundiky
MapKeTUHTy CepBicHOI cdiepu, sika AeLLo Biapis-
HSAETbCA Bif MapKETUHIY MaTtepiasibHOro BUpo6-
HuUTBa. BMHMKaAE HeOOXigHICTb cucTemaTmusadii
ICHYIOUMX HayKOBWUX NiAXOA4IB 40 MapKeTUHry
Mocnyr, MNOPIBHAHHA MapKeTuHry mMartepiasib-
HOI Ta HemaTtepiasibHOT cdep i OKpecneHHs Aii
MapkeTosiora B acnekTi ocobsvBocTein ccepu
cepsicy.

AHani3 ocTaHHiX gocnimkeHb i nyonikawii.
B OCHOBi Haykm MapKeTuHry cepBicHOT cdiepu
nexarb po3po6KM KNacukiB 3 UUX NUTaHb,
K  3a/IMWalTbCA akTya/lbHUMW B Halli AHi:
k. Patmena [9], K. F'pboHpoca [6], M. biTHep [5],
M. Enrnie Ta E. NaHreappa [7] i 6aratbox iHWNX.
HaykoBi | npakTUYHI Nigxoamnm MapKeTUHry nocnyr
Ta MapKeTuHIy pIi3HUX rasnysei 1a cep gisnb-
HOCTI A0CAigKYTb Yy CBOiX npauax |. M. bya-
HikeBuy [1], T. AaHumok [2], /1. O. IBaHOBa Ta
iHWi [4]. HeBupiWeHMY 3a/IMLWLAKTLCA NMUTAHHA
y3araJlbHeHH MOPIBHA/IbHOT  XapakTepUCTUKM
MapKeTUHry MaTtepiasibHOI Ta Hemarepiasib-
HOI coep Ta OKPeC/NeHHs HanpsaMiB AisNIbHOCTI
MapkeToniora cdepu nocnyr B acnekTi KOXHOT
XapakTepucThKu.

MocTtaHoBKa 3aBpaHHA. MeTowo  fgocni-
[DKEHHA € y3aras/lbHeHHs | cuctemarmsauii
ICHYIOUMX HayKOBMX NIiAXo4iB A0 MAapPKETUHIY
cepBiCcHOT cdyepyn, CTBOPEHHS MOPIBHANBHOI
XapakTepuCTUKN MapKeTUHry nocnayr Ta martepi-
a/IbHOI chepun, OKpecneHHs Ajli MapkeTonora B
acnekTi 0cob/mMBoCTen chepn cepsicy.

Buknag OCHOBHOro wmatepiany pocni-
D)KeHHA. J0CUTb YacTo MapKeTUHT PO3rNsaalTb
AK €QUHY HayKy, He BUOKPEM/IHOHUYM 0CO6/IMBOC-
Tel pisHUX cdpep AisaNbHOCTI. BTiM, y CTPYKTYpi

06csAris peastizoBaHoi NPOAYKLIT cy6’ekTamu roc-
nofaproBaHHA YKpaiHu MOXHa nobayntn pos-
MeXyBaHHA MaTtepiasibHUX TOBapiB Ta MOCAYT.
Mpn Yyomy yacTka nocsyr y 3arasibHomy 06csA3i
peanisauii 3a 2020 p. ctaHoBMNa 59%, a yacTka
MaTepiasibHoro BMpoGHMUTBa — 41% (puc. 1).
Y martepianbHiin cdepi Halibinblly 4acTky cTa-
HOBUTb MPOAYKLiS NPOMMUC/IOBOro NPU3Ha4YeHHSA
(77%), cinbCbke, nlicoBe Ta pubHe rocnofapcTso
pa3om cknanm 13%, 6yaisHULTBO — 10% [3].

AKWO X NOAVBUTUCL Ha CTPYKTYpPY TOPriBAi
nocnyramu (59% y nisii yacTuHi puc. 1), To Haii-
6inbly 4YacTky CTaHOBUTUME OMTOBa Ta PO3-
ApibHa TOpriB/sA, PEMOHT aBTOTPAHCMOPTHUX
3aco6iB Ta MoTouMKniB (68% Yy 3arasibHOMY 006-
cA3iToprieAinocnyramu), Apyre mMicle 3ainmaTnme
TpaHCcnopT, CKIajcbke rocno4apcreo, NowToBa
Ta Kyp'epcbka AisifibHICTb, TPETE — iHGhopMaLlis
i TenekomyHikauji, yetBepte — chiHaHcoBa Ta
CTpaxoBa AisfibHICTb (puc. 2-3).

TakMm YMHOM, HaBiTb i3 CTPYKTYpu 0O6CAriB
npoAaxiB MOXHa nobaynmTn Benunke po3MaiTTs
raslyseii Ta cipep AiSNIbHOCTI, | MapKeTUHIOBI
nigxo4m Ao KOXHOT cchepy MaTUMyTb CBOIO Che-
LMdiKy. FAKLLO X y3arabHUTU BUAN MapKeTUHry
no ccpepax AiA/IbHOCTI, MOXHA MOAIIUTY TX Ha
Kinibka rpyn (puc. 4).

MapKeTvHr nocnyr Mae CBOK cneundiky B
MOPIBHAHHI i3 MapKeTUHrom cdepu marepianb-
HOro BUPOGHULTBA, i i BaXX/IMBO PO3YMIiTH, Bpa-
XOBYIOUM 30KpeEMA I (haKT 3HAYHOT YacTKu cchepun
cepsicy y 3araslbHOMy 06cs3i npogaxis (puc. 1).
PosrnsHeMo cneundiky MapKeTUHry cepBiCHOT
coepw GinbL AeTasibHO.

Mocnyra € HeBiAAI/ILHOK Big, QKepena, BoHa
CNOXWBAETLCA | BUPOBNAETLCA O[HOYACHO,
AKICTb I He € MNOCTINHOW; nocsyra Hemartepi-
anbHa, HeBiguyTHa AK MOxe OyTu BigYyTHUM
marepiasibHUiA ToBap; NOCNYry He MOXHa BUPO-
6MTM 3aBYacHO i 36epertM Ha cknagi, sIK uUe
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E MartepianbHa cthepa

H HematepianbHa
cthepa

H CinbCcbke
rocnogapcTBo, NlicoBe
rocnofapcTBo Ta pubHe
rocnofapcTeo

H [MpoMKCNOBICTb

BygisHMLTBO

Puc. 1. CTpyKTypa 06CcAriB peanizauii npoayKuii cyG’ekramu rocnogaproBaHHs YKpaiHu
cTaHoM Ha 2020 p.:
(3niBa — yacTKa MmaTepianbHOI Ta HeMaTepiasibHOI cdep,
cnpaBa — y3araJibHeHa CTPYKTypa MaTepiasibHoi cdhepu)

Lxepeso: cknadeHo asmopamu Ha OCHOBI dxepena [3]
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m OnToBa Ta po3apibHa
TOPriB/IS; PEMOHT
aBTOTPAHCMOPTHUX
3aco06iB i MOTOLMKNIB

Puc. 2. 3aranbHa cTpyKTypa TopriBni nocnyramu 3a 2020 p.

Lxepesno: cknadeHo asmopamu Ha OCHOBI oxepena [3]

MOXHa 3pobutn 3 ToBapoMm. Lli ocobnmsocTi
BM/IMBalOTb HA MApPKETUHIOBY Ta pek/iaMHy noni-
TUKY B CepBICHIiA chepi.

Y mogeni mapketuHry nocnyr (3a Ox. Par-
Me/IOM) BWHUKAE [0OATKOBUIA MNpOLEC, SKOro
Hemae y ToBapHiil cdepi: npouec B3aeMogii Kni-
€HTa i KOHTaKTHOro nepcoHany [9]. Liei npouec
AeTtanbHiwe posrnagatoTb M. Eirnie Ta E. NaH-
reapq y mogeni SERVEACTION [7], a TakoX Ha
HbOMY HaronowyTb ®. Kotnep 1a K. NpboHpoc,
BUAOINSAOUN IHTEPAKTUBHUIA MapPKETUHT Y CepBic-
Hin cpepi [4; 6].

MapkeTuHr-mikc cdpepy nocsyr He o6mex-
YETLCA 4YOTUPMA CTaHAapPTHUMWU efleMeHTaMu

(ToBap, uiHa, MPOCYBaHHSA, PO3MOBCHKEHHS).
FAK MiHIMYM MapKeTos10r NOBUHEH PO3pOo6uUTH Le
TpU enemeHTU: nporec 06¢nyroByBaHHs, Nepco-
Han (a6o, 6ifbL LWMPOKO, Noan) Ta MaTepiasibHe
cepegosuue [5]. YacTo B acnekTi HEBIAYYTHOCTI
nocnyrn Ao6aBNsAeTbCS We eneMeHT (hisnyHuin
[0Ka3, sIK AoKa3 peasnibHOCTI, HafinHOCTI cepBic-
HOro nianpuemcTaa. Kpim Lboro, oKpemo MoXxHa
po3rnsaaTt eieMeHT «HemaTtepiasibHi CKNanoBi
aTmocepu».

AKicTb nocnyrn NpUAHATO NOAINSATA Ha ABi
CKNafoBi: AKICTb pe3ynsraTy Bif CNOXMBaHHA
nocnyru (IHCTpyMeHTaslbHa AKICTb) Ta AKICTb NPo-
Liecy 06¢nyroByBaHHS (QyHKLiOHaIbHA SIKICTb) [6].
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® TpaHCnopT, CKNaiCbKe rocnoAapcTBo, NOLLTOBA Ta Kyp'epCbKa Aisi/IbHICTb

B TuMyacoBe PO3MilllyBaHHSI i1 opraHisalisi xapyyBaHHS

® |[HpopMaLis Ta TesieKoMyHikaL,ii
B diHaHCcOoBa Ta CTpaxoBa fjisi/IbHICTb

= Onepadii 3 HepyXxoM1UM ManHOM

OcBiTa

6%

E MpodeciiiHa, HaykoBa Ta TEXHIYHA AiSi/IbHICTb

LianbHICTb y chepi agMiHiCTpaTMBHOIO Ta

OxopoHa 340p0B'A Ta HafaHHA couiasibHOI A0MOMOrK

0%6% 1% 1%
—\ \

[OMOMIXXHOIo 06C/1yroByBaHHs

3%

Puc. 3. CTpykTypa Toprieni nocnyramu 3a 2020 p. kpim rpynu «OnToBa i po3gpioHa Topriens,
PEMOHT aBTOTPAHCMOPTHMX 3aCOGIB i MOTOLMKIIIB»

Lxepeso: ckiadeHo asmopamu Ha OCHOBI dxepena [3]

MapKeTuHr cdpepun maTepiasibHOro
BUPOOHNLTBA

CnoXnBumi

MapKeTUHr B2C

Mpomucnosuii

B2B MapKeTUHr

Services

MapkeTuHr nocayr

Puc. 4. Knacudyikauis mapkeTuHry 3a cdpepamu

Lxepersno: ckiadeHo asmopamu Ha OcHoBi oxepen [1; 2; 4-9]

Ha puc. 5 nogaHi y3arasibHEHHS LWOA0 Pi3HWL
MaTepiasibHMX TOBapiB i NOCAyr Ta Ail MapKeTo-
noris B acnekTi 0co6/MBOCTe chepun cepsicy.

OCHOBHI  BIMIHHOCTI  MapKeTuHry ccpepu
nocAyr NoB’A3aHi i3 0c06/IMBOCTAMM CaMmX NOC/YT,
i3 TMM, LWO Yac iX BUPOOHULITBA Ta CMOXMBAHHSA
cnisnagae, i NOACLKUIA hakTop Bidirpae 3HauHy
posib y chopmyBaHHI (DYHKLOHaUTLHOT SIKOCTI cep-

Bicy. CyyacHi TexHOMorii 4acTKOBO [A03BO/ISHTb
3aMiHMTN KOHTaKTHWUIA NepcoHan y 6aratbox cde-
pax, BTIM JIOACLKUIA hakTop, SK i iHWi oco6sun-
BOCTi, MatoTb MicLe i NoTpebytoTb Big, MapKeTos10-
riB PO3yMiHHSA crnieuudiku cepsicHOI cdepu.

lanysi Ta cdpepu 3 NO3ULLIA MAPKETUHTY TaKoX
[0LiNIbHO YMOBHO pO3MEX0BYyBaTu 3a MOTMBaMM
npuabdaHHA Ha Taki rpynu:
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MamepianbHuili mosap

lMocnyea

@ MartepiasnibHiCTb, BigUyTHICTb

MaTepiasibHWiA, Big4yTHWIA

HematepiasnbHa,
He BiguyTHa A0 npuabdaHHs

1l

Aii mapkeTonora: BisyanisaLjis (caiT, peknamay); 3miLHeHHs imi%»(y;
aKUeHT Ha (hi3MYHOMY [, OKa3i; akLLeHT Ha Burogax; cnisnpaus i3

peHp-ambacagopamu

@ Yac BUPOGHMLTBA | CNOXXNBAHHSA

He cniBnagae

Cnienagae

1

Aii mapkeTonora: hopMyBaHHA CUCTEMU IHTEPAKTMBHOIO MapKeTUHry (KnieHT/nepcoHan);
one paTuBHi Ail 3 ynpasaiHHA MONUTOM Ta i3 NPUCTOCYBaHHS 40 NONuTy

@ MapKeTUHr-mikc

«4P»

«TP»+

1l

Aii mapkeTonora: hopMyBaHHs A0AATKOBUX €/IEMEHTIB: «MPOLEc», «/aun»,
«MmaTepiasibHe cepefoBuLLLe» + akUeHT Ha «di3n4yHoOMy Aokasi»

@ AKicTb

BigHocHo nocTiiHa

MiHnmBa (0c061MBO oyHKLiOHas/IbHA AKICTb)

1l

Aii  mapketonora: d)opmyBaHHSA

CYYaCHUX TEXHOOT il

Ha/1eXHOT
06CNyroByBaHHsl, MOTUBALLSl, HABYAHHA + 3MEHLLEHHS Ail JIIACLKOr0 YMHHMKA cunamu

(PYHKUiOHaNTbHOT ~ SIKOCTi:  cTaHgapTu

@ MapKeTUHr

30BHILLHINA, BHYTPILLHIlA

30BHiLLHIlA, BHYTPILWLHINA, IHTEPaKTUBHWUIA

1

i3 30BHILLHIM Ta BHYTPILUHIM MapKETUHIOM

Aii mapkeTonora: oopMyBaHHA AiEBOr0 iIHTEPAKTMBHOIO MapPKETUHIY Yy CMCTEMI B3aeMOil

Puc. 5. BigMiHHOCTI MapKeTUHry cchepu cepBicy Bif MapKeTUHry MatepianibHOI cchepu

Lxepeno: cknadeHo asmopamu Ha OCHOBI Oxeper [1, 2, 4-9]

1) cdhepu emoUiitHOro cnpsiMyBaHHs (MOTUB
NOKYMKK — eMoLii, 3a40BOJIEHHS): cdoepa po3Bal,
GiNbLUICTb BAAIB TYPU3MY, KOHLENTYa/IbHI pecTo-
paHHi 3aK1aam ToLo;

2) chepu pauioHanbHOro cnpsMyBaHHA (Mo-
TWB MOKYMNKM — KOHKPETHWUIA KiHLEBWIA pe3ynbrar):
MeNYHi, OCBITHI, CTPaxOoBi, 6aHKIBCbKi MOCAYrN i T. iH.;

3) cdhepn 3milwaHoOro crnpsAmyBaHHs (OAHO-
4acHO B NPaKTUYHO OAHAKOBOMY CTYMEeHi npu-

CYTHI eMOLiiHI Ta pavljioHasbHI MOTUBW), HaNpu-
Knaj, pekpeawiiHo-NiKyBalbHUA TYPU3M.
PO3yMiHHA pi3HWL MOTUBIB MOKYMKA BaXX/IMBE
Ans (bopmMyBaHHA MapKeTUHIOBUX Ta peknam-
HWUX cTpaTerin. [locuTb 4YacTo ANAs eMOLiiiHOT
MOKYMKN AKICTb npouecy 6yae 060XHIOBATUCh
i3 AKICTIO pe3ynbTaTy, To4i AK 415 pauioHasbHOT
MOKYMKN Ui BUAM SAKOCTI OyAyTb BISOKPEMIEHI,
ane obuasi MaloTb OYTU Ha HaNeXHOMY PiBHI.
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Cnig Takox nam’Atartu, WO 3MICT Ta BaromicTb
€NeMeHTIB MapKeTUHr-mikcy Oyae BapitoBatm
3a/1eXXHO Bif rastyseil Ta cpep AisIbHOCTI.

BUCHOBKU 3 NpoBeAEHOro AOC/IiMKEHHS.
MigcymoBylouM BULLEBUKNALEHE, MOXHa 3pO-
OGUTWN HACTYMHI BUCHOBKMW:

HemartepianbHa cthepa 3arimae 3HauHy 4acTky
y 3arasibHili CTPyKTypi 06cAriB peanisauii ykpaiH-
CbKMX Cy6’€EKTIB rocnofaproBaHHs, TOOTO BNAVBa€e
Ha doopmyBaHHsi BBI. Kpim Toro, cama CTpykTypa
cepBicHOI cdiepn HapaxoBye 6e3niy ranysei Ta
HanpsIMIB, WO CBiAYMTb NP0 BaX/IMBICTb PO3BUTKY
ujei ccpepwm i, BigNoBiAHO, PO3YMIHHS MapKETUHIO-
BUX 3acaj BeeHHs GisHecy y cdrepi Nocnyr.

AKLO X 3p06UTK y3arasibHeHWIA nogin map-
KETUHry 3a cpepamu, JOUINTBHO BUAIMUTU Taki
noro Buaun: 1) mapketuHr nocnyr B2B; 2) map-
KeTuHr nocsnyr B2C; 3) MapKeTuHr martepiasibHUX

ToBapis B2B; 4) MapKeTUHI MaTepianbHUX ToBa-
pis B2C. Kpim TOro, nponoHyeTbLCA YKPYMHEHO
NOAINATA MapKeTUHT ranysei Ta cdpep i3 ornsaay
Ha MOTMB A0 MOKYNKM Ha Tpu Bugun: 1) emo-
LiliHI cdpepm; 2) pauioHanbHi cdoepun; 3) 3millaHi
cthepu. [0 KOXHOro i3 BuULE3a3HauYeHnX BUAiB
OyayTb CBOI NiAXOAM A0 MApKETUHTY i1 peknamu.
Ocobnuey ysary cnig npuginntn ocobnu-
BOCTSIM MapKETUHry cdpepy Mocnyr, 30Kpema:
1) BpaxyBaHHs cneunddiku nocnyr («4 He»);
2) dhopmyBaHHA MOMITUKK IHTEPAKTUBHOIO Map-
KETUHITY Yy TPUKYTHIA CUCTEMI 30BHILUHLOrO,
BHYTPILUHLOrO M IHTEPAKTUBHOIO MAapPKETUHTY;
3) po3pobneHHs  dIYHKLUiOHa/IbHO-IHCTPYMEH-
Ta/IbHOI MogZesii SKOCTi  cepBicy B OyAab-SKil
coepi; 4) dpopmyBaHHA OOAATKOBUX €/1IEMEHTIB
MapKeTUHr-MIiKCY: Npouec, AW, MartepiasibHe
cepefoBuLe Ta akUeHT Ha (hisn4yHOMY [oKasi.
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