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Y cTarTi po3rnafalTbCs NPaKTUYHI | TEOPETUYHI NigXoan WoAo (hopMyBaHHS CXEMU CUMbHOI GisHec-mogeni
«OHnaitH+Odhnaiii» puteiiniepa 3 ypaxyBaHHSIM CyvyacHWX TeHAEHLi B puTein-6isHeci. Mogenb NponoHyeTbCA
YMOBHO p036U1TU Ha [ABi YaCTUHW: NepLia — BHYTPILLHI Bi3Hec-npoLecy | TeXHONOTIT — 6a3unc, KW € HEBUAUMUM LS
K/lieHTa, ane 3abesnedye AKiCHY LiHHY MPOMno3unLito KNieHTy; Apyra yactuHa — 6e3nocepefHb0 NPONo3unLs LiHHOCTI
KMTiEHTY. BHYTPILLHI Gi3HeC-npoLecy | TEXHOOTIT CTBOPIOKOTL OCHOBY CUJTbHOI BidHec-mogeni puteiinepa. Lis yactmHa
€ HEBMAMMOIO A1 KNIEHTA, ane 3aBAsKN 1A BiH OTPUMYE SIKICHY pUTEII-NoCayry. BHYTpIiWHI Gi3Hec-npouecn i Tex-
HONOrii Po3rNAAaTbCs SK CYKYMHICTb YOTMPLOX B3aEMOMOB'SI3aHNX BGOKIB: 3a6e3neueHHs, pilleHHs, N0sbHICTb
i TexHonorii. lpyra yactuHa 6isHec-mogeni «O+Ox» putelinepa € BUAMMOI A5 KNiEHTA YaCTUHOLO i SIBNSIE COGOL0
MPONo3uL,ito LiHHOCTI puTelinepa knieHTy. BoHa Bkoyae B cebe BCcebiuHy 6/M3bKIiCTb puTeiinepa 4o knieHTa, posy-
MiHHS 10r0 XWUTTEBOI CUTYaLii Ta 60/1bOBUX TOUOK, 3pPYYHICTb Ta iHAMBIAYanbHWIA niaxig. B acnekTi «O+O» chopmary
BaXK/IMBO TaKOX BMNPOBAXyBaTU MepeBary OHNANH-TOPriBAI B iHCTOP-PUTENN | HaBMakn, a TakoX 3abe3nevyeHHs
OMHIKaHa/IbHOCTI i CUHXPOHI3aLlil TOYOK A0TKKY K/iEHTa i3 BI3HECOM MO YCiX KaHanax.

KnouoBi cnoBa: puTelin-MapkeTuHr, 0Gi3Hec-mModenb puTeinepa, OHNaWH-pUTeln, odpiaiH-TopriB/s,
«O+0x» puTeiinep, 6nn3bKiCTb puTeiinepa Ao KnieHTa, cuctemMa ERP-customer loyalty.

The article considers practical and theoretical approaches to the formation of a scheme of a strong «Online+
Offline» business model of a retailer, taking into account modern trends in the retail business. The model is pro-
posed to be conditionally divided into two parts: the first — internal business processes and technologies — a basis
that is invisible to the client, but provides a high-quality value proposition to the client; the second part is the direct
value proposition to the client. Internal business processes and technologies create the basis of a strong retailer's
business model. This part is invisible to the customer, but thanks to it he receives a quality retail service. Internal
business processes and technologies are considered as a set of four interconnected blocks: provision, solutions,
loyalty and technology. A separate role in these blocks belongs to marketing and branding, in particular to the pro-
motion of retail services. Loyalty is allocated to a separate block, which involves the formation of an ERP-customer
loyalty system. This system aims to create databases for each client, create individual offers and develop an indi-
vidual communication system with each client. The second part of the retailer's O+O business model is the custom-
er-visible part and represents the retailer's value proposition to the customer. It includes comprehensive closeness
of the retailer to the client, understanding of his life situation and pain points, convenience and individual approach.
The proximity of the retailer to the client is considered as a comprehensive phenomenon, and includes assortment,
time, conceptual, price, geographical proximity, etc. In the «O+O» aspect of the format, it is also important to imple-
ment the advantages of online trade in store-retail and vice versa, as well as to ensure omnichannel and synchro-
nization of customer touch points with business across all channels. Thus, regardless of the media from which the
client contacts the retailer, even if he makes an offline purchase, all touch points will be synchronized into a single
system that will form a portrait of the client, his preferences, lifestyle, and pain points. This will allow individualizing
the offer and strengthening the level of loyalty

Keywords: retail marketing, retailer's business model, online retail, offline trade, «O+O» retailer, closeness of
the retailer to the client, ERP-customer loyalty system.

MoctaHoBKa npo6GnemMwu. Ponb OHNAH-  OMK, WO MakTb BNPOBafKyBaTUCb B Aisi/b-
TOpriBAi  MOCTIiHO 3pOCTa€, BWMHMKAKOTb HOBI  HICTb CyyacHoro puteinepa. Npu ubomMy BCe X
TEXHOMONT | MexaHi3MW, MapKeTUHroBi NpU-  3a/INLIAETLCA NOTpPeba y IHCTOp-puTelini, To6To
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YTPUMaHHI peasibHO ICHYKUMX, MarepianbHuX,
MarasuHiB. B 6GaraTbox Bunagkax [AoLuifbHO
BMKOPUCTOBYBaTM KOMOIHOBaHWin hopmar Top-
rigni, «oHnanH+odnarin» («O+0x»). ns yaocKo-
Ha/IeHHS [iANIbHOCTI Takux puteinnepis i Mox-
NIMBOCTI NMPaKTUYHOTO 3aCTOCYBaHHA ICHYHUMX
niaxoaiB, BUHWKAE HeOOXiQHICTb cucTtemarusy-
BaTN TEOPETUYHI, METOAMYHI | TPaKTUYHI Nigxoam
[0 hopMyBaHHS CUbHOT GisHec-mogeni «O+0»
puTeinepa, ska 6 AkHalkpalle 3a40BOMbHANA
noTpebu KNieHTIB Ta NpuHocuna NpubyToK Bac-
HUKam 6i3Hecy, a KpaiHi — 3MiLHEHHS] €KOHOMIKM
Ta HapaxyBaHHA y AepPXOKeT.

AHani3 ocTaHHiX gocnimKeHb i nyonikawii.
MUTaHHAM pUTENN-MapPKETUHTY MPUCBSAYEHi Hay-
KOBI Ta NonynsApHi npawi 6aratbox BYEHUX | Npak-
TukiB. 3okpema, [l. OcCiik TOPKAETLCA MUTaHHSA
3a6e3neyeHHss OMHiKaHaIbHOT KOMYHikauily TPLL
B acnekTi NOeAHaHHA OHMaliH Ta odhnalii Top-
rieni [1]. FO. My3npboBa AOCNILKYE BN/IMB eNek-
TPOHHOT KOMepuji Ha 6i3Hec-Moaenb puTeinepa
[2]. A. Aropi BUCBITNOE acnekTy BNpOBaKEHHS
BipTyas/lbHOI peasibHOCTI Yy puTeini, peknami
i HaBuaHHi [3]. P. Maxmya po3rnsgae ronoBHi
Cknapnosi 6isHec-momeni puteliny [4]. Baxnu-
BiCTb Ta HanpamMu opMyBaHHA aHaniTUYHKX
6a3 gaHux B puteinni gocnigpkye E. Xiukok [5].
HeBupilweHUMK 3a/1MWIAITLCA NUTAHHA CUCTe-
mMaTmsauii ICHyruMx nigxodis 40 (hOopMyBaHHSA
CU/IbHOT Gi3Hec-mogeni «OHnanH + OdpnariH»
puTeinepa, ska 6 MakcumasibHO BpaxoByBana
noTtpebu cyyacHOro KfieHTa.

MocTtaHoBKa 3aBpaHHA. MeTow gocni-
[KEHHA € (QOpPMyBaHHA CXeMMW CW/bHOI 6i3-
Hec-mogeni «OHnaliH+OdnainH» puteinnepa 3
ypaxyBaHHSIM Cy4YacHUX TEHAEHLUIn B puTein-
6i3Heci.

Buknag OCHOBHOro Marepiany pgocni-
D)KeHHA. bisHec-mogens putelinepa cnig pos-
rnagatM B acnekTi [BOX B3aEMOMNOB’sA3aHUX
NIOLMH:

1) BHYTpIWHA (HEBMAMMA) CTOPOHA: CYKYM-
HICTb BHYTPIWHIX ABWLW, i Gi3Hec-npouecis, AKi
3a6e3nevyoTb poboTy puTeinepa;

2) 30BHIiWHS, BUAUMA AN KNIEHTA CTOPOHA:
LWiHHICTb A/15 K/liEHTa K pe3ynbTaT eeKTUBHOI
Y3roMKeHol poboTu Lmx GisHec-NpoLecis.

TakoX cyyacHOMy puTeiniepy BapTo CyMi-
wartm dopmMatn «OHAaWH» Ta «oduialiH».
BukIo4YeHHAM € HeBe/N4YKi HeMepexeBi Mara-
3uHK, Hanpuknag, ®OrMM: im moxe 6yTV BUrigHO
BiAMOBUTHKCH Bifg Di3MYHOrO MarasvHy Ta nepe-
MTM CyTO Ha OH/MaiH-hopmat, 3eKOHOMUBLUU
KaniTasibHi Ta iHWI BUTPaTW, LWO MOB’A3aHi i3
BIAKPUTTAM Ta yTpUMaHHAM  odnaiHOBOro
MarasuHy. barato HeBesMukux po3gpibHMX

TOProBLUiB came TaK i BUMHUAW Nicnsa naHaemii
COVID-2019. BTiMm, SKLLO MAETbCA NPO BENNKWIA
6i3Hec, BapToO OAHOYaCHO 3acTocoByBaTu 06U-
ABa hopmatu: oHNaviH Ta ohnaiH. B Takomy
pasi Mogenb puteiinepa matume Hassy «O+O».
KOHKYpeHLiss Ha pUHKY Ta HOBI BUMOTW CMOXW-
BayiB CMNOHYyKalTb puTeinepis 3acTocoByBaTu
MapKeTUHroBe 6avyeHHs Bif rnobasibHUX MOMEH-
TiB (MapKeTuMHroBa cTpareris, PWUHKOBI [0C/Ii-
[DKEHHS) — A0 HAWMEHLUMX APIGHULb, TaKMX SK
npuemHi BTL-akuii Ta atMmocepHa 6/M13bKICTb
00 KNieHTa.

Ys1BiMO, SIKOK X NMOBWHHA OYyTU cufbHa 6i3-
Hec-MoAesb cy4yacHoro puteiinepa (puc. 1).

OuyeBMAHO, faHa Mogesib Mae 6yTu KNIEHTOO-
pieHTOBaHa, BpaxoByBaTN akTyasibHi MapKeTuH-
roBi TeHAeHujii Ta BMiwysatn «O+O» nigxogu.
«O+O» BapToO oOpraHizyBat¥ 3 YypaxyBaHHAM
HacTynHOro:

1) HasABHICTb OHNAlH Ta othnainH opmarty
MOKynok (GINbLUICTb K/IEHTIB NIOGNATL  Kyny-
BaTW OH/MaiH, ane € i Taki, AN1a AKAX NOKynKa
(«LONIHr») € LWinnum puTyanom, po3Baroto, i BOHU
HafalTb nepesary instore popmaty, abo X npo-
CTO 3 paujioHa/IbHMX MOTMBIB XQUyTb MNOGAYUTU
TOBap BXUBY);

2) OMHiKaHaJ/IbHICTb Ta CUHXPOHI3aLis;

3) HasABHICTb MOOGINIbHUX AojaTkiB — ue
He MPOCTO 3PYYHICTb, @ HEOOXiAHWI efemMeHT
puTeinepa, SKnii NOKIMKaHWiA:

— 3abe3neuntym  MOX/MBICTb  iHTerpa-
uii «O+O» nepe.ar, TO6TO iHTerpauii nepesar
OHNaliH NOKYMKN B Oth/1aiH i HaBnakw;

—  30i1bWNTN IMOBIPHICTb NOKYNKW: NI0ANHA,
Lo WwyKae ToBap y Mo6ifIbHOMY AoAaTKy mara-
3MHY — L|e HauebTOo KAIEHT, Lo BXe nepebyBace y
ToproBesbHii 3ani (iMOBIpHICTb NOKYMKN AOCUTb
BUCoKa) [2];

— nepcoHanizyBat¥ Ta Kpalwe 3po3yMiTu
KnieHTa.

PosrnsHemo puc. 1 6inbl getanbHO. HMKHSA
yacTvHa SBNAE COOOK CYKYMHICTb Tak 3BaHWUX
KBHYTPILLHIX>», HEBUANUMUX OJ1A KNIEHTA €/IEMEH-
TiB. FKLLO 3acTOCYBaTUN aNeropito, To Le K Mexa-
HI3M BCepeaVHi aTpakLUioHy, AKuii He 6a4nTb Kni-
€HT, BTIM BiH 3abe3neyye NpUEMHe KaTaHHSA Ha
LUbOMYy aTpakuioHi. [pOornoHYyeEMO YMOBHO pO3-
OMTM U0 4YacTUHY Ha 4oTupwu Gnoku. lMepLuwnii
610K — «3abe3neyeHHs» — NoB'A3aHuii i3 6e3no-
cepeaHiM 3abesneyeHHsIM poboTn puTtelinepa i
BK/IlOYaE B cebe ynpasniHHA pecypcamu i BUTpa-
Tamu, oopMyBaHHSA Ta HanarogXeHHs BiAHOCUH
3 napTtHepamu (HainepLue, 3 ONTOBMMU TOPro-
BE/IbHMW Ta BMPOOHMYMMUK nocepegHrkamu, a
TakoX i3 IHWKUMK napTHepamu, ski 3abesnevy-
I0Tb ehekTMBHe (PyHKUIOHYBaHHA puTeiinepa:
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BHyTpilHi Gi3Hec-npouecwu i TexHonorit

Puc. 1. BisHec-Mogenb «O+0» y cthepi puteiin-mapKeTUHry
Lxepeso: po3pobsieHo asmopamMu Ha OCHOBI dxepen [1 — 6]

napTHepCbKki  nporpamu, 6GaHKW, ayTCOPCIHT
Towo). Apyruii 6nokK — «PilleHHs» — NOB'A3aHWiA
i3 ynpaB/iHCLKOI, 30KpeMa 3 MapKeTVHIOBOH,
CkafoBor. Lle 6e3nocepefHb0 MeHeKMEHT
puTeinepa, edekTMBHe YNpaBniHHA ycima
BMAAMUN OiSANBHOCTI. TaKOX BaXKMBUM €/1eMeH-
TOM TYT € MAPKETUHT | BpEHANHT, L0 MOB’'s13aHO0 i3
CYKYMHICTIO 3aBaHb: AOCiMKEHHA PUHKY, diop-
MyBaHHs1 cTparerii STP-MapKeTuHry, 3okpema
iHOMBIAya/lbHOTO IMimKy puTelinepa, opmy-
BaHHA pilleHb B acnekTi yCiXx e/leMeHTIiB Mmap-
KETUHI-MIKCY, (QOPMYyBaHHSI CW/IbLHOTO OpeHay
putelinepa. TakoX B acnekTi MapKeTUHr-MiKcy,
asie y OKpemy CK/1afioBy, MPOMNOHYEMO BUAISINTU
y Opyromy 6nouj «PileHHs» enemeHT «[lpocy-
BaHHS», OCKi/IbKM B Cy4YaCHOMY CBITi BiH notpe-
6Ye€ Li/101 HA3KM OKpeMUX PiLLieHb, | He NOB'A3aHNiA
niwe i3 ATL-koMyHikauiamu. Baxnunsy ponb
TYT Cnif Hagatn po3po6neHHI0 [O0CKOHas10ro
cainTy, 30Kpema i3 MOX/IMBICTIO OH/aliH-3aMOB-

JNIEHHSA, a He MNpoCTOo iHhopMaLinHOro caiiTy,
SMM-npocyBaHH, Hanarof/KeHH HaTUBHUX
KOMYHiKauii Ta Hu3ku BTL-akuiii: Big peknamHoi
KOMYHiKaL,ii, cnoHcopcTBa, GnarogiiiHocTi — Ao
aKuili i3 rapaHTOBaHO Ta MMOBIPHOK BUIOAOH0,
30KpemMa BMpPOBaMKEHHSIM eneMeHTIB renmidi-
Kauii. TpeTin 610K — «JI0ANbHICTb» — BK/IHOYAE
cucTemy 3axofiB i3 (popmyBaHHA N0SAMbHOCTI
KNieHTiB. BaxnuBo cdiopmyBatn [i€BY CUC-
Temy CRM (customer relationships marketing).
Lle 3aBfaHHA Nexuntb Ha nonepegHbomy 6r1oui
(«PiweHHs1»), | BOHO HanpsMy Nos’si3aHo i3 Map-
KETUHIOM Ta NPOCyBaHHAM, asie 3HayeHHsa CRM
3apa3 HacTi/Ibkv Benunke, Lo BapTo BUAIIUTU
«JI0ANbHICTb» B OKpeMuin 6110K. AKWO puTeii-
nep nnadye 3anpoaguTtn dpopmat «O+0», ans
HbOro BaXX/IMBa OMHiKaHa/IbHICTb Ta CUHXPOHI3a-
Lis No yCix KaHanax, ToMy A0LiSIbHO aBTOMaTu3y-
Batu BCi npouecu, i CRM iHTerpyBatu y 3arasibHy
cuctemy ERP (Enterprise Resource Planning
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System) i Ha Liin OCHOBI cTBOPUTU cucTeMy «ERP-
customer loyalty», sika nepegbavatmme popmy-
BaHHs1 6a3 AaHnX MO KOXXHOMY KNIEHTY, iHAMBIAY-
a/IbHUX NPONO3uLili Ta IHAUBIAYa/IbHOI CUCTEMMU
KOMyHikauiii. Lle cnpustume iHgusigyanisauii B
MapKeTUHry Ta 30iNIbLUEHHIO JIOA/IbHOCTI KIiEH-
TiB. YeTBepTuin 6510k — «TexHonorii» — nepea-
6avya€e BNpPOBaKEHHS IHHOBAULiiHMX, Cy4YacHUX
TEXHONOTIN B AiANbHICTL puTeinepa, 3o0kpema
ue TexHonorii cepsicy (MUCTELTBO 06CYroBy-
BaHHA K/1IEHTIB KOHTAKTHUM MepCcoHasiom, npu-
NOMU CNPOLLEHHST 3aMOB/IEHb, NPULLBUALLIEHHS
MOLUYKY TOBapy, 3aMOB/IEHHA 1 JOCTaBK/ TOLLO),
a TakoX TexHosnorii, 6e3nocepeaHbO MOB’sA3aHi
i3 IHHOBaLjisiMK: aBTOMarmn3auis 6inbLoCTi Npo-
LeciB, 3aCTOCyBaHHA AOMNOBHEHOI peasibHOCTI Ta
CTBOPEHHSA 3pYUHUX MOBISTbHUX A04aTKIB.

B pesynbtaTi edeKkTMBHOI PO6OTU  HUX-
HbOro 6110ky cxemu (puc. 1) noBuMHHa ByTK po3-
pob6neHa npono3uuis LIHHOCTI ANs KNieHTa B
puTenni (BepxHs yacTuHa cxemu). PosrnsHemo
CKknaposi Uiei nponosuuii. JoCuUTb BaX/MBOK
CK/1aZl0BOKD € acopTMMEHT TOoBapiB, WO MNpo-
NoHyeTbcA. Cloan HanexnTb i SKiCTb TOBapiB, i
MOX/MBICTb NpuaGaTn HeobXigHW Habip ToBa-
piB y OAHOro putennepa. AKWo puteiinep opi-
E€HTOBAHWIN Ha rypMaHiB, Ha BUCOKWIA LIHOBWI
CerMeHT, [OLiSIbHO TakoX MNpOnoHyBaTu ekc-
K/I03VIBHI TOBapy B aCOPTUMEHTI. Y 6yAb-AKOMY
BUMaAKy puTeinnepy, OKpiM 3akynjeHux ToBa-
piB, BApTO CTBOPOBaTW B/iacHi 6peHaun. LiiHoBa
Mofesnlb — 3arajibHa MnosiTuka marasviHy LWoao
UiH — 3a/1eX1Tb Bif NO3WLIOHYBaHHA MarasuHy
i Mae BignoBigaTn 3anutam LjiIboBOI ayauTopii.
Heabusake 3HauyeHHA Mae eneMeHT «CepBic»,
TO6TO 06CNyroByBaHHs KieHTa. Y cdhepi nocnyr
CepBIC € OKPEMMM PILLIEHHSAM, WO NPUAMAETLCS
B Mexax IHTepakTMBHOIO MapKeTUHrY, SK ckia-
[OBOI  3ara/lbHOT0O  MapKeTUHry nignpuemcTs
cepBiCHOI cdpepun. 3pyyHiCTb i 6/IM3bKICTL [0
KNnieHTa € 060B’A3KOBUMW CKNaL40BUMMU LiHHOT
npono3suuii putelinepa. MNepL 3a Bce, CyvacHWUi
KNIEHT nparHe 3py4yHOCTi B 06GC/yroByBaHHi Ta
nokynkax. Lle 3a6e3neyyeTbCcs 3py4yHOI HaBi-
rauieto no camty, 3pydHICTIO peecTpalLliii, 3amoB-
NIEHHA | JOCTaBKW, BUYEPNHUM ONMCOM Ta Bi3Y-
anizauielo  ToBapy, 3pO3yMifnicTi0 MOGISIbHOIO
fofaTtky Towo. Bnu3bkicTb marasuHy Ao Kiii-
€HTa € BaX/IMBOK TaKOX i B odpnaiH dpopmari,
i BKNoYae B cebe reorpaduivHy, KOHUENTYasTbHY,
acopTMMEHTHY, LiHOBY, CepBIiCHY, 4acoBy Ta
aTMocpepHy 6/M3bKICTb. TakoX BaXUBUM €
iHAMBIAYaNbHUIA NigXig A0 KieHTa, Wwo dopmy-
eTbCA B Mexax ERP-customer loyalty (HwkHA
yacTuHa cxemu, puc. 1). 058 3pyyHOCTi Kni-
€HTa Ta gpopMyBaHHA cuctemn ERP-customer

loyalty noTpibHO 3acTocoByBaTl OMHIKaHas lb-
HICTb Ta CUMHXPOHI3aLil0 TOUOK OOTUKY K/iEHTA 3
MarasuHoM Mo ycix kaHanax [1]. Takum YnHOM,
3apeecTpoBaHNi  KNIEHT MOXe noyatu nepe-
rNs4 TOBapiB Ha caiiTi MmarasmHy Yyepes HoyTOyK,
chopMyBaTh CBIili KOLUMK, KOPUCTYKUUCH LM
Xe cailTom y cmapTdoHi, a npuabatn 3amoB-
NEeHi ToBapu CaMOBMBO30M B Och/1aliH-MarasuHi.
Yci TOYKM KOHTaKTy OyAyTb CUMHXPOHI30BaHi i
hopMyBaTMMyTb 3arajibHy iCTOPil0 KOXHOro
OKPEeMOro KJ/lieHTa, Wo nokpawmTs iHAMBIayasi-
3aLito | TapreTuHr. | we ofHieto ckNagoBoo Npo-
no3uuii LWiHHOCTI KnieHTa y «O+Ox» puTeinepi €
iHTerpauis nepeBar «O+O», Konu, 3a A0NOMO-
Ot IHHOBAL,iiHUX TEXHOOTIN, 3PYYHOCTI OHMaNH
hopmaty BNpoBaKylOTb Yy IHCTOpP-pUTEnN Ta
Hasnaku [3]. lMpuknagamu MOXyTb C/yrysaTu
BIPTYaUs1bHi MPUMIPOYHi (B MOGISIbHOMY [0A4ATKY)
Ta po3yMHi g3epkana (y odpnaiH marasuHi), kacu
€camo06C/1yroByBaHHs TOLLLO.

Boano pospobneHa nponosvuif  LiHHOCTI
(BepxHA vacTuHa cxemu, puc. 1) nokIvKaHa
30iNbLWIMTK NONUT Ha MNOCNyrn putennepa, Big-
noBigHO, 36iNbLWNTN NPUBYTKU, YACTUHY 3 SKUX
MOXHa CnpsAMoOBYyBaTVM Ha nojasblunii po3BU-
TOK BHYTPILLHIX 6Gi3HEC-NpoLUeciB i TEXHO/OrIN
(HWXHSA vacTMHa cxemu, puc. 1), gki, B CBOKO
yepry, 3abesneyarb nNofjasiblle y4OCKOHAIEHHSA
MapKETUHrOBOI NPOMO3uLii KNIEHTY, 30i/IbLLUEHHA
11 WiHHOCTI.

BUCHOBKU 3 nNpoBefeHOro A0C/ifKeHHs.
Ha OCHOBI BMKNaAeHOro BULLE MOXHa 3p06uUTh
HaCTYMNHi BUCHOBKM:

1. bBisHec-mogenb «O+O»  putelinepa
NoBMHHA BK/OYaTU B cebe ABi CKNafoBi: BHY-
TPilWHI Gi3Hec-npouecK i TexHonorii (HeenaMma
ONA KNieHTa YacTuHa) i Npono3unuisa LiHHOCTI KNi-
EHTY (BMOAUMA ANA KAIEHTA YacTUHA). BHYTPILLHI
Gi3Hec-npouecy i TEXHOMOTrII 3aBASKM Hanaro-
[DKEHIA cucTeMi CKNagoBux MatoTb 3abe3neunTu
po3p0o6/eHHA Ta NpofaX LiHHOT NPOMNO3uLil.
Y cBOK 4Yepry, LiHHa Mpono3uLis KopucTyBaTu-
MeTbCA NnonuToM, 6yayTb 36inbLuyBaTUCHL MpU-
OyTKM, YaCTUHY SKMX MOXHa iHBECTyBaTu B
YAOCKOH&UIEHHS | PO3BUTOK BHYTPILLHIX Gi3Hec-
npoueciB i TexHonorih. B pe3ynbraTi UiHHICTb
npono3uuii NocTynoBo 3pocTartume, i Tak Mo
KOsy, Lo 3a6e3neunTb 6e3nepepBHUii pO3BUTOK
putennepa.

2. BHyTpiWwHi 6Gi3Hec-npouecn i TeXHONOrIi
NMPONOHYEMO PO3rAfaTh AK CYKYMNHICTb 4OTK-
PbOX B3AEMOMNOB’'A3aHUX | B3AEMOY3rOMKEHUX
6n0oKiB: 3abe3neyeHHs, PiLLEHHA, JIOA/BHICTb |
TexHosorii. Ix 3narogxeHa po6ota mae 3ab6esne-
YUTU BHYTPILLHIA MexaHi3M, 6a3unc, OCHOBY CU/1b-
HOT Bi3Hec-Moaeni «O+O» puTeiinepa.
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3. Tpono3uuist LiiHHOCTI KNIEHTY, SIK pe3yrib-
TaT HanaroMKeHMX BHYTPILLHIX 6i3Hec-npoue-
CiB i TEXHOMOrIA, Mae BkNYaTh B cebe, OKpim
iHWOro, BcebiyHy 6/IM3bKICTb A0 KNiEHTa, po3y-
MiHHSI Ooro noTpe6 Ta XWUTTEBOI cuTyauil 34ji-
CHEHHS MOKYNKW, IHTerpauilo nepesar OHNawH-
cdhopmaTy B iHCTOp-pUTEN | HaBNaku, a TakoX
OMHiKaHaJ/IbHICTb Ta CUMHXPOHI3aLit0 yCiX TOYOK
[AOTVKY KNiEHTa [0 puteinepa.

4. $K pesynsrtar MatumMemo CuibHy Gi3Hec-
Modenb putelinepa i3 NoegHaHHAM OHMaliH Ta
octhnalii popmartis. basuc, TO6TO BHYTPILLHI 6i3-
Hec-npouecK i TexHonorii, noknvkaHi 3abesrne-
ynuTK POPMYBAHHSA | MPOAAXK LIHHOI MPono3uuil
KnieHTam, a OTpMMaHi rpoLUOBi MOTOKY, B CBOIO
yepry, BapTo iHBECTyBaTV B YAOCKOHa/IEHHSA Ta
PO3BUTOK 6a3ncy (BHYTPILLHIX Gi3HEC-MPOLECIB i
TEXHO/OTIi).
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