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Y cTaTTi po3rnafarTbCA NUTaHHsA, NOB'A3aHi 3 HayKOBO-TEOPETUYHUMU nigxoAamun 40 06rpyHTYBaHHA BUGOPY
MoZeni NpoAaxis Ha MiANPUEMCTBAX PO3APIGHOT TOpriBni. BuaineHo Bax/IMBICTb YNpas/liHHA TOBapHUMU MOTOKa-
MU 1 onTuMi3alieto npouecy npogaxis. MNpoBefeHo crcTemaTr3aLito KOHTEHTY AOCIMKEHb KaTeropii «ynpasiHHS
npofaxamMm» 3a pi3HMMU nigxogamn. BCTaHOBIEHO K/THOUOBI XapakTEPUCTMKM yNpaBiHHA NpoAaxamu B PO3a4pi6Hii
TOpriBAi Ha NigcTaBi OYHKLUIA Npodaxis Ta cneumiuHMX 03HaK B AoCAiMKyBaHil cdepi. MNpoaHanizoBaHo yHKLi
TOpriBNi Ta BULISIEHO K/KOYOBI acnekT CnpsMOBaHOCTI TOBAPHMX NOTOKIB L0 KiHLEBOro crnoxusaya nicns gopmy-
BaHHA BiANOBIAHOI Npono3uuii. HagaHo TpakTyBaHHA KaTeropii «ynpas/iHHA Npofjaxamu». Y3arajibHeHo Nigxoam
[10 NOHATTA Mogenel npogaxis. Po3rnsHyTo 0cobAMBOCTI MoAeneii, HaBeleHO KOHKPEeTM3aLlilo nepesar Ta pusukiB
3aCTOCYBaHHS B MPaKTUYHIl AiSNbHOCTI. BugineHo cyyacHi Buay 6isHec-mogenein npogaxis.

KnouoBi cnoBa: po3apibHa TOpriens, ynpas/iHHA npodaxamu, MOAeni npogaxiB, 0CO6/MBOCTI, nepesarut
i pu3nku, 6isHec-mogeni.

The article considers issues related to scientific and theoretical approaches to justifying the choice of a sales
model at retail enterprises. The emphasis is on the importance of trade as a sphere of economic activity that plays
an important socio-economic role in society. The importance of managing product flows and optimizing the sales
process is highlighted. The content of research on the category of “sales management” is systematized using different
approaches. Two groups of approaches to defining the category under study are identified: sales management as
a process and sales management as an activity for organizing an effective sales system. The key characteristics of
sales management in retail are established, which are based on sales functions and their key aspects in the studied
area. The functions of trade are analyzed and key aspects of the direction of product flows to the end consumer
are highlighted after the formation of the corresponding offer with a detailed description of the components. The
author provides his own interpretation of the category of "sales management", which is considered in retail trade as
a process of influencing the subjects and objects of the purchase and sale mechanism in order to achieve strategic
and tactical goals within the framework of certain models. It is proved that to ensure sales efficiency, the choice of
a model for exchanging goods and services between different subjects of commodity-money relations is important.
Approaches to the concept of sales models are generalized. The models: B2C, B2B, B2G, C2C, C2B, D2C, their
features are considered, the advantages and risks of application in practical activities are specified. Modern types
of sales business models are highlighted. The choice of the optimal sales model takes into account the category of
the trading enterprise, specialization and specifics of the activity, financial capabilities, the state of competition in the
market and serves as a guarantee of increasing sales volumes and increasing the level of profitability of the activity

and fquiIIin9 the social function of trade in ensuring consumer demand for goods/services.
Keywords: retail, sales management, sales models, features, benefits-and risks, business models.
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MoctaHoBKa npoGaiemun. Topriens sik cchepa
€KOHOMIYHOI [isi/IbHOCTI, WO BWKOHYE B CYC-
NiNIbCTBI BaXX/IMBY COLia/IbHO-EKOHOMIYHY POSib,
3a/IMWAETLCA OAHMM 3 OCHOBHUX MKepen dop-
MyBaHHS Ba/lIOBOr0 BHYTPILWHLOIO MNPOAYKTY
YkpaiHu, 3abe3snedye fOCATHEHHS PUHKOBOI piB-
HOBary Mix MonUTOM i MPONO3uLi€l0, PIHAHCOBOT
CTIlIKOCTI, 3B’A30K MiXX BUPOOHMKaMU Ta CMoXu-
Bayamu, O (PIKCYETbCA Yepe3 BeIMYMHy ToBa-
poo6opOoTY NIANPUEMCTB ONTOBOI Ta PO34PIGHOT
Toprieni. Ak nokasye iHpopmavisa 3rigHo 3 odi-
LjiliHOI cTaTMcTMKo [1], 06¢cAr ToBapoobopoTy
y (hakTU4HMX LiHax 3a POKW BiliHN Ma€E NO3UTUBHY
AVHaMiKy, Moro piBeHb 3pocTae€, 3BUYANHO 3a
CYTTEBOIO BM/IMBY 3MiHW LiiH Ha BeJ/IMYMNHY MNpO-
AaxkiB. Temnu 3pocTaHHs po3apibHOro ToBapoo-
60poTy NiANPUEMCTB PO3APIGHOI TOPriBAi CTaHO-
Bunn y 2022 p. 75,5% nopiBHAHO 3 2021 p., WO
06yMOB/IEHO BN/IMBOM BOEHHOIO CTaHy Ta norpe-
6010 Y NPUCTOCYBAHHI 40 Cy4aCHUX EKOHOMIYHNX
BUKNKKiB. MounHaroum 3 2023 p. cnocTepiraeTbes
3pocTaHHs TOBapoobopoTy [0 nonepesHix
nepiogis. 3okpema, MopisHAHO 3 2022 p. Temn
pocTty ctaHoBuB 113,4%; y 2024 p. — 115,6% go
2023 p.; y BepecHi 2025 p. — 105,5% pgo aHano-
riyHoro nepiogy 2024 p. 3a abCoOMOTHUM PiBHEM
npogaxiB Ta iX BiAHOCHOK BE/IMYMHOK MOXHA
BCTAHOB/OBATW CTYMiHb 3a0BOJIEHHA MOTPe6
i BNAMB Ha PO3BUTOK Pi3HUX rasly3eil eKoHo-
Mikn. Lle nigTBepmKye BaXNMUBICTb YrpaBniHHS
npogaxamu y cchepi Toprieni Ta BUGIp Takmx ix
mMoaenen, Aki 6 rapaHtyBaim MacLuTabyBaHHs
[isiNbHOCTI  Cy6’ekTiB 3a3HadeHol cdepn ans
3a6e3neyeHHs OYHKLIOHYBaHHSA HaLiOHaIbHOI
€KOHOMIK/ Ta A06pobyTy cycninbCcTBA.

AHani3 ocTaHHiX AocNigKeHb i Nyonikawii.
MuTaHHSA, NoB’A3aHi 3 cyYyacHUMK nNpobremamu
ynpasniHHA NpofaXamu, akLeHTyBaHHAM yBaru
Ha 3Ha4YeHHi AN HauioHa/IbHOI EKOHOMIKU i
oKpeMux BWAIB AIANbHOCTI Ta oOpraHisauieto
e)eKkTMBHOI CUCTEMW YNPAB/iHHA, BiOOPaXKeHI
B JocnimkeHHax K. byxumcbkoi [5], O. Os4yH
[2], H. 3anoru [4], €. NlyHboBa [4], |. Miwyka [4],
C. PaguHcekoro [2], O. TimueHko [3], M. AkoBs-
yyka [4]. TeopeTnyHi i NpakTU4YHi acnekTn dop-
MYyBaHHs1 MeXaHi3My Npoaaxis, BUGoOpy moaeneii
npogaxis Ta X Gi3HeC-OpiEHTOBAHOI cnpsmMoBa-
HOCTI posrnaganncsa B aopo6kax O bypniubkoi
[6], H. Tongn [6], O. Kpay3e [6], B. lere3n [13],
C. OscieHko [11], O. MeTpunyeHko [10], T. LWes.-
yeHko [9] Ta iH.

BugineHHs HeBUpilleHMX paHiwe YacTuH
3arasibHOiI npo6nemu. BogHoyac, He 3Baxa-
H0UM Ha 3HaYHY KINIbKICTb AOCHiIMKEHb Y cdepi
yrnpasniHHA npoaxamu, 0CO6/MBOCTI cy4vac-
HOro etany po3BUTKY EKOHOMIKM NOTpebytTb

cucTemaTusauii nigxoais oo Bubopy moaeneii
npoAaxiB Ha nignpuemMcTBax pPo3apiGHOI Top-
rieBni Ta ynpasniHHA npojaxamu, Lo cnpus-
TUMe niABULLEHHIKD 1T couia/ibHO-eKOHOMIYHOT
3HaYyLoCTi.

MeToto cTaTTi € YnopsiikyBaHHSA HayKOBO-
TEOPETMYHMX NiAXO4IB LWOAO O6I'pYHTYBaHHS
BMGOpYy Mopgeni npogaxis Ha nignpuemcraax
po3api6HOI  TOpriBNi K enemMeHTa CUCTEMMU
ynpaBiHHA.

Buknag ocHoBHOro matepiany. B cyyacHux
ymMoOBax pPO3BUTKY HaLiOHa/IbHOro rocrnogapcrsea
Talioro cy6’ekTiB Npo6emMa npocyBaHHs TOBapiB
Bif, BUPOGHMKA 10 CNOXNBaya 3aNnLLAETbCA 5K |
paHille akTyanbHO, OCKifIbKM Bif, 0o LWWBUAKO-
CTi 3anexarb (piHaHCOBI MOX/IMBOCTI BCiX PIBHIB
B iepapXii eKOHOMikM. TOMy pPyXOM TOBapHUX
NOTOKIB i ONTUMI3aLiel0 NpoLecy NpPoaaxis cnif
edpekTMBHO ynpasnatu. Migxoan wono BusHa-
YEeHHA KaTeropii «ynpas/iiHHA NpoAaXamu» cuc-
TemaTn30BaHO 3a KOHTEHTOM MOro A0CNifKeHb
3 ypaxyBaHHAM crneumdiku cdep AiaNbHOCTI Ta
HaBeAeHo B Tabn. 1.

Ornap nigxopnis 00 BU3HAYEHHA KaTeropii
«ynpaBiHHA MpoAaxamMu» [03BOMUB y3arasb-
HUTK AOr0 XapakTepHi 0CO6MBOCTI N BUAINUTA
aKUEeHTV A0CigHUKIB, sIKi 06’eAHaHO B ABI rpynu:

— ynpas/iHHA nNpojaxamMmu fiK npouec, Lo 3a
[JOMOMOrol pPI3HNX METoAiB, IHCTPyMeHTapito,
iHopacTPYKTypK peasnisye NoTpedm puHKy; dop-
MYE €KOHOMIiYHi BiQHOCUHM WOAO0 MNPOCYBaHHSA
TOBapiB, BiANOBiAHMX NOTpebam; 3asyyae nokyn-
LiB, Hanarogkye kaHasm 36yTy Towlo [2; 6; 8];

— yrnpas/iHHA NPoAaXXaMn K iAIbHICTb WoA0
opraHisaLjii cMcteMu NpPoAaxis TOBapIiB 3 BUKO-
PUCTaHHAM HassBHUX PEeCypcCiB; K CYKYMHICTb
HanpsiMiB MEHeKMEHTY LWOA0 3a6e3neyeHHs
06cAriB npogaxis; Ak KoopaMHaLia MeHeKMeH-
TOM TOProBux onepauin Towo [3-5; 7].

Mopsa 3 UMM, BCTAHOB/EHO, L0 YNpaBiHHA
npogaxamu B PO3ApiOHIA TopriBni Mae NeBHi
KNIOYOBI XapakKTEPUCTUKK, SIKi IPYHTYHOTbCS Ha
OyHKUiSX NpogaxiB Ta X crneundiyHmnx o3Ha-
Kax B AOCNiapKyBaHili cdepi. X y3aranbHeHHs 3a
[7-8] HaBeneHo B Tabn. 2.

Cnig noroautucs, Wo A0 byHKUid Toprieni
BiHOCATbCS: MMIaHyBaHHA W aHani3; opraHisa-
Uif; KOHTPO/b, YnpaBs/iHHA KomaHgow [7], a
K/TIIOYOBUMIW acrnektaMmu CrnpsAMOBaHOCTI ToBap-
HUX MOTOKIB [0 KiHLEBOro croxuBaya nicss
dhopmyBaHHA BIANOBIAHOI TOBAPHOT MPONO3WLLT
€. 3a/lyYeHHA KNIEHTIB i POPMYBaHHSA TX K/EHT-
CbKOT 6a3n; BM3HAYEHHA eTaniB npofaxis Bif
3a/ly4eHHs KNieHTa A0 3a40BOJIEHHSA X NOTpebn
y ToBapax/nocnyrax; Bubip MeTOAiB NpoAaxis,
3pYYHUX AN1S NOKYMUS; BUKOPUCTAHHA CyYaCHUX
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Tabnmusa 1

Niaxoau Woa0 BU3HAUEHHA KaTeropii «ynpaBniHHA NpogaxaMu» B Pi3HUX mKepenax

C. PaanHcbkuii

[2]

Dxxepeno 3MiCT NOHATTA XapaKTepHi 03HaKu
AvHamiuHmnii npouec, Sik1in NOCTIRHO
O. OauyH, 3MIHIOETBCA Ta BAOCKOHA/THOETHLCA i3 Mpouec, cnpaAamoBaHunii

BpaxyBaHHsM PUHKOBOI CMTyallii Ta 3 METO
3a/10BOJIEHHA NOTPe6 PUHKY Ha niacTasi 3anuTiB
MOKYynLiB

Ha 3a/10BOJIEHHSI NOTPe6
PUHKY

O. TimuyeHko [3]

LifanbHICTb KepiBHMLTBA KOMMaHIi, cnpamMmoBaHa
Ha BU3HAYeHHSA NPOrH030BaHOro 06¢Ary
NPOAYKLT 32 aCOPTUMEHTHUMU MO3ULLIAMUN, KNI
Oyae npoaaHo 3a BCTAHOB/EHWI Nepiog vacy

3 BMKOPUCTaHHAM HasiBHUX Y KOMMaHii pecypcis

LisnbHICTb 3 Npogaxy
NPOAYKUii 3 BUKOPUCTAHHAM
HasiBHUX pecypciB

CyYKYNHICTb OCHOBHUX Harnpsimis TOProBesiIbHOro

M. AkoBuyk [4]

3abe3neyeHHs Npoaaxis

MEHEeXMEHTY, Lo 3a6e3nedye BUCOKY

I. MiLyk, epekTBHICTb NPOAAXIB LW/ISIXOM NOCTaHOBKM
H. 3anora, TaKTUYHUX Linel npogaxis, hopMyBaHHS
€. JlyHbOB, Ta KOHTPO/O BUKOHAHHS NOTOYHOTO MaHy

3axofiB, NiiaHyBaHHs Ta ynpaB/liHHS
pecypcamMmu, HeobXiAHUMU A1 NOTOYHOrOo

CyKynHICTb Hanpsimis
MEeHeKMEHTY 00
3a6e3neyvyeHHs edpeKTUBHOCTI
YnpasniHHA Npofaxis

B pO34pi6Hil TopriBAi

K. Byxxnmcbka [5]

Lini

KoopaunHalia onepadii 36yTy, hopmMyBaHHS
TOProBOro nNepcoHasty, BIpoBaKeHHSA
iIHHOBaLIHMX METOAIB, SKi 403BONAIOTb
BMPOGHMYO-TOProBesibHUM NignpruemMcTBam
Jocsaraty i HaBiTb NepesyLLyBaTy CBOI Bi3Hec-

KoopgunHauis
MeHe)KMEHTOM TOProBUx
onepawiin

H. longa,
O. bypniubka,
O. Kpayse [6]

Mpouec, Wwo 3abesneyvye 34iACHEHHS akTy

3 NpoAaxy Ha nigctasi BUSIBNEHHS NOTPe6
NOTEHUINHNX NOKYNLIB 3 METOK 30CEPEIKEHHS
3yCW/1b Ha X 3a0BOJIEHHI 3@ 4OMNOMOIOH0
BVSIBIEHHS CMOHYKa/IbHUX MOTUBIB K/IEHTA

[0 KyniBAi i opraxizauii npogaxy B MOMEHT
NMPUBEPHEHHSA yBary cnoxvsaya o AaHoro

lNpouec BCcTaHOBNEHHSA
BiAHOCWH 3 npueony 6yab-
SIKOro ToBapy, Wo Bignosigae
o4ikyBaHHsAM abo notpebam
peasibHUX UM NOTEHLIAHNX

TOBapy B NOTPIGHWIA MOMEHT Hacy KIEHTIB

i y NOTPiGHOMY MicLi

LisnbHICTb, cCNnpAMOBaHa Ha aHasnis, . .
I[HTEepHeT-pecypc | niaHyBaHHs, opraHisauito i KOHTPO/b NpoLiecy %GBMEB@B%‘\@&B&*&
7] NPOAAXIB 3 METOI0 30i/TbLUEHHS NPUOYTKY, 3 METO OTPUMaHHSA

0,ePXXyBaHOro KOMMaHisiMm npuoyTKy

IHTepHeT-pecypc
(8]

NPOAYKTUBHOCTI NpoAaxiB

Mpovec, Wwo cnpsmoBaHnin Ha OoOpMyBaHHS
TaKMX CK1af0BMX AK: Li/ibOBa ayanTopis; PUHOK
30yTy; peknama; opraHisauia Bigainy npoaaxis,
OLjiHKa Ta aHasi3 poboTn CUCTEMW MPOLAXKIB

3 MEeTOt0 3a6e3neYeHHs KNHYoBMX NOKYNLIB,
HanaropkKeHHs KaHanis 36yTy, NiABULLEHHS

lNpouec 3a/1yyeHHsA
NOKYMNLiB, HANarogXeHHs
KaHasiB 30yTy 3 METOH
36i/1bLLUEHHA 06CcAriB
npoaaxis

Lxepesno: cknadeHo asmopamu 3a [2-8]

TEXHOJONIN, WO [03BONAKTL MPULIBUALLYBATM
npouec npogaxis.

Ha nigcrtasi HaBefeHMX BuLle Migxonis A0
BM3HAYEHHA [O0C/igKyBaHOI KaTteropii Mn BBa-
XaEMO, WO ynpaeiiHHA npogaxamn B po3apio-
Hili TOpriBNi € NpouecomM BNAUBY Ha CyO’eKTW i
06’€EKTU MeXaHi3My KyniBni-npogaxis 3 METOH
36iNblUEHHA TOBAPOO6OPOTY, 3POCTAHHS Npu-

OYyTKOBOCTI, [OOCATHEHHS COUja/IbHOr0 eqiekTy
LLOAO 3a70BOJIEHHA CMOXMBYOrO MONUTY LUMSA-
XOM BMKOHaHHA KOMMEeKCcy BiAnoBigHUX noci-
[OBHUX i B MEeXax BU3HaYeHVX Mogeneii.
OTxe, 0N 3a6e3nevyeHHs e(peKTUBHOCTI NPOo-
OaXiB BaXMBMM € BUGIp mogeni 06MiHy ToBa-
pamu Ta nocnyramMmm MK PisHUMKU cy6’ekTamu
TOBapPHO-TPOLUOBUX BiJHOCVH.
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Tabnmuga 2

KniouoBi xapaktepuctukmn ynpasiHHA npogaxamu B po3apioHin Toprieni

KnouoBi xapakTepucTuKu ynpasniHHA npogaxamMu

DYHKUiT ynpaBiHHA npojaxaMmu CneuundiyHi 03HaKu npoaaxiB B TOpriBni
O6rpyHTYBaHHS Ljineil Mo6ynoBa AOBrOCTPOKOBUX
MnaHyBaHHS |NpPOAaXiB, NPOrHO3yBaHHS Po6oTa BifIHOCVH, po6oTa 3 _
i aHani3 06c¢AriB, aHani3 PUHKY 3 KNnieHTamm BigMOBamMu, NigTpUMKa nicns
Ta KOHKYPEHTIB npoaaxy
®opmMyBaHHS KOMaHAW, 3HaiioMCTBO — BM3HAYEHHS
iaariq | PO3MOAIN KMIEHTIB, N/IaHyBaHHS .o | noTpe6 — MNpeseHTaujis —
OpraHizaLys MapLUpyTiB, BU3HAYEHHSA ETan NpoAaxis | pogara i3 3anepeyeHHAMN —
MEeTO/iB NPoAaxiB YknagaHHa yroam
_ _ CamoobcnyroByBaHHs,
MOHITOPUHI BUKOHAHHS NNTaHIB, |4 -0, iHouBIAYyasIbHE _
KoHTponb 06NiK BATPAT, OLiHKa po6oTH 00 g)KiB 06C/NyroByBaHHs, nNpoaaxi
npauiBHVKIB oA 3a 3paskamu, nonepesHi
3aMOBJ1IEHHSA TOLLO
_ MoTuBaLisi, HaBYaHHS, BukopuctaHHa CRM-cuctem
YnpaBniHHS | PO3BUTOK HABMYOK TexHonorii AN aBTOMartu3adii npouecis
KomaHgow | (KoMyHikauis, poboTa i3 Ta KOHTPO/1H0 TOProBesibHUX
3anepeyvyeHHsAMN) areHtiB (BAS)

Lxepesio: cknadeHo asmopamu 3a [7-8]

Y3ara/lbHUM BU3HAYEHHAM MoAeni npoaaxis
€ BWAINIEHHSA CTPYKTYpOBaHOro npouecy B3a-
EMOZiT KoMnaHii (npogasLs) 3 kieHTamu (MokKymn-
uAMK), NMOYMHAKUM Bif, X MOLUYKY i 3aKiHUyHun
nepefgaBaHHAM TOBapiB/MOC/Yr KiHLEBUM Cro-
XrBayam.

3a BUCHOBKamMu psay aBTopiB [6], Aki npo-
BENW AeTasnizoBaHUin ornag pobiT 3aKopAOHHMX
BUEHMX Y cpepi AOCHIMKEHHSA NpoAaxiB Ta ix
mMogenewn, cnig BUAIAUT TpyU MoAesni Npoaaxis:
npoAaxi, opieHTOBaHi Ha ToBap; NPoAaxi, OpieH-
TOBaHi Ha npogaBus; Npoaaxi, opieHToBaHi Ha
NOKyNUS, sIKi CTa/I OCHOBHUMU NP oOpMyBaHHi
CyyacHUX mofenei npoaaxis.

Moromkyoumcb 3 TakMm NigXo4oM, € CeHC
PO3rAAHYTU Pi3HI MOAeni NpoAaxiB B Cy4vacHil
cthepi TopriBni. Ak crtBepoxye T. LeBuyeHko
[9] mogeni B TOpriBai MalOTb CBOT OCOGMNBOCTI,
OCKI/TbKM «BifPI3HAIOTLCA CNOCO6W NPOCYBaHHS,
6rooKeTn, pobota 3 AOKYMeHTaui€r, KOMYHi-
Kauis 3 KnieHTaMmy Ta 6arato iHWWX acrnekTi.,
NOB'A3aHUX 3 PO3LUMPEHHAM KaHasliB npoja-
XiB» i BUANse Taki mogeni: B2C (Business-to-
Consumer), B2B (Business-to-Business), B2G
(Business-to-Government), C2C (Consumer-to-
Consumer) Ta C2B (Consumer-to-Business).

B. MeTpuueHko [10], akueHTylOUM yBary Ha
TOMYy, WO NpoAaxi BiApi3HAKTLCA HEe Tifbkn B
cthepax AianbHOCTI, a i B IX cekTopax, Ta, Bui-
nAlYM nepesarn M 3arposn Moaenein, aoaae
mogens D2C (Direct-to-Consumer), sk cneuu-

thiuHy chopmy OHNariH-NpoAaxis y 6peHa0BOMY
iHTEpHET-MarasuHi.

C. OBCIi€EHKO nNigKpecnte, Wo «BUGIp npa-
BU/bHOI Gi3Hec-mogeni € dyHaameHTalbHUM
cTpaTeriyHUM KPOKOM, SIKMWA BU3HAYa€E He nuLle
Cnocié npopaxie, ane i dhiHaHCOBE 370pPOB’S
KOMNaHii, OCKiflbKN MOAEsb SIBNSIE COOOK0 KOMM-
NEKCHY CTPYKTYpPY, WO OXOMJIKE LiHHICHY MNpo-
no3uuito, cTpaTerito LiHOYTBOPEHHS Ta LWAAXK
reHepyBaHHA goxogy» [10], 3 unm 6e3yMOBHO
norogpkyemocs. Takuii nigxig € aktyanbHuM ns
Oyab-AKOI KaTeropii TOprosesibHUX CYO’eKkTiB —
BE/INKKX, CEPEAHIX, MaUTUX YN MIKPOMIANPUEMCTB.

Y3ara/ibHeHHs1 XxapakTepucTuK Moaenei npo-
[axiB, BUAIIEHHS X 0COG/IMBOCTEN, KOHKPETU-
3auia nepesar Ta pu3nKiB 3aCTOCYBaHHS B Mpak-
TWYHIR gisnbHOCTI [9-13] HaBegeHo B Tabn. 3.

[ns BuaiNeHHa nepesar KOXHOI 3 HalibinbLu
PO3MNOBCIOMKEHNX MOAENEN NpoAaxis, a Takox
BM3HAQYEHHA 3arpo3 Yy pasi BUMKOPWUCTAHHA B
TOProBesibHIN Aisi/IbHOCTI TiET UM iHWOI Moaeni
BaXXNMBO AINTW A0 OAHO3HAYHOIO PO3YMIHHS X
XapaKTepUCTUK B CUCTEMI EKOHOMIYHMX BiAHO-
CUH. 30Kpema, B2C — BigHOCKMHM MiX rocnogapto-
UMK cyb’ektamu (NpojatoTb ToBapwW/Nocsyri)
Ta i3YHUMKM OcobamMU-KIHLLEBMMU CNOXunBa-
Yamu; B2B — B3aemogia M gsoma cyb’ektamu
rocrnofaproBaHHA 3 MPUBOAY KyNiBNi-Npogaxis
ToBapis/nocnyr; B2G — cniBnpausi Mix KOMepLii-
HOI OpraHisauielo Ta AepXaBHOK YCTaHOBOI;
C2C — BigHOCMHM MiX MpMBaTHUMWN OCOGaMU;
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Tabnmua 3
Mopgeni npogaxis, iX 0COGNMBOCTI, NepeBarn Ta pU3nKu 3acToCyBaHHS
Mopgenb Cdpepa .
Aent thep MepeBaru Pusuku i 3arposu
npoaaxis 3acTOCyBaHHSA
KomnaHis npogae | LUBnaka i npsiMa B3aemogis 3| Bucoka KoHKypeHLis
B2C ToBapu/nocnyru KnieHTamn ~_|CknagHowy B norictuui
Business-to- | dhisnuHum MoxnmBOCTI NnepcoHaizauii | Ta 06niky ToBapis _
Consumer  |oco6amM—KiHUEBMM | MOX/IMBICTb CknagHoui Npu NOBEPHEHHI
croXxusavam MacLuTabyBaHHs TOBapiB
B2B OpHa KomnaHis ggg::ggggﬂ:/;nponamm OBt LMKN Npoaaxis
Business-to- ﬂggﬂa&ﬁ'ﬁgw [OBIOCTPOKOBUX KOHTaKTIB )é(&pﬂmmoaléygeguglc
Business KOMI'I)E:/’tHi'I' BinbL cTabinbHUiA NONUT i o oaglmis poy
NOTiK 3aMOBJ/IEHb oA
_ _ MoXnuBIiCcTb gﬂ%ﬂ:ﬁ PETy/toBaHH
Cnisnpaus Mix [OBrOCTPOKOBOIro PenyTauiiiHi Ta dhiHaHCOBI
B2G KOMepLiNHO naaHyBaHHs W3NKA B NIDOGIEMHMX
Business-to- |opraHisaujieto Benuki 06¢sArM 3amoB/ieHb EI/ITyaLLiHX P
y 3aK%H o aB’CTBpi 6ropkeTy Ta po6oTN AepPKaBHNX
y A opraHiB
CknagHouli 3 noGya0BOH A0BIpU
Pun3nk Hego6poCOoBICHOCTI
c2C I';/iloﬂggﬁHpMHKOB”x Benukuii B1Gip ToBapis npoaasLiB/MoKymnLiB
Consumer- M#K BOMA LLnpoknia gianasoH LjiH MpaBnna mangaHunka MoxyTb
to-Consumer | I/II'BD'aTHVIMVI MpocTwii 36ip 3BOPOTHOIO OyTN HE3PYUHUMN
0206&\”” 3B’A3KY AN14 npojasuA

MoxnuBi npo6nemu
3 KOMYHIKaLi€w

®i3nyHi ocobu

Ans cnoxusavis
(MOHETM3aLlisi HaBUYOK,
THY4KiCTb, NpsAMa

Ana cnoxmeadie (HepiBHa cuna,
HM3bKa onjaTa, 3a/1eXHiICTb,

cnomMBaqu_i oes3
nocepeaHukiB

ggﬁsum er- ¥g§§afTr'l’o'gﬁ I’rm BMHAropoAa, BU3HaHHSA) BIACYTHICTb rapaHTii)
to-Business | nami go' o ym, Ana GisHecy (goctyn oo Ans GisHecy (sKiCTb,
ﬁOMI'IaHIiI;tIM YHiKa/IbHUX pecypciB, YNpae/iiHHS, NPaBOBi NUTaHHS,
3HVKEHHS BATpAT, penyTaviiHi pu3nKn)
LIBMAKICTb, iIHHOBALLT)
. MoBHUIA KOHTPONIb mﬁggﬁﬁﬁmﬁﬁﬁw
KomnaHis Hafg 6peHzoM Ta foCBiAOM | L'y y.
! iHGopacTpyKTypy (norictuka,
BMPOGHUK MpoJae | KNieHTa, -
- MapKeTUHT, NIATPUMKA)
D2C MPOAYKLItO Buuia Mapxa Bricoka BiAnoBifasibHICTb
Direct-to- 6e3nocepeiHbO MpamMKia 36ip gaHnx 33 BCi 0 op'ecmﬂ
Consumer KiHLEBOMY npo crnoxusadis boy

JNosinbHicTb ayanTopii
Ta WBN/KICTb BUBEAEHHS
HOBUX NPOAYKTIB

MoTpeba B AoAAaTKOBIN
eKcnepTusi ansa 3abesneyeHHs
KOHKYpeHUJT 3 BE/IMKNMU

rpaBUAMMU

C2B - npopgaxi ¢oianyHMMK ocobamu ToBapis/
nocnyr rocnogaptoroumm cy6’ektam; D2C — B3a-
€EMOfisi BUPOOHMKa Ta KiHLUEBOro cnoxusada 3
npueBoAay npoaaxi Npoaykuii 6e3 nocepeHuka.
3po3yMino, Wo BubIp Mogeni 3asexuTb Bifg
cneuianisauii ToprosesnibHOro 6isHecy, oro Micii
 3aBfaHb, kaTeropii cy6’ekta nignpueMHULTBa
y cchepi Toprieni, XUTTEBOrO LMK/Y OpraHisauir,

Lxepeno: cknadeHo asmopamu 3a [9-13]

o6paHoi cTparterii po3BUTKY, JIOTMICTUKN TOLLO.
BpaxoBytoun 3a3HayeHi daktopu, cnig npo-
BOAUTU AOCNIIKEHHA PUHKY (IYHKLiOHYBaHHS
i 06rpyHTOBYBaTK BIiANOBIAHICTL TiET UM iHLWOT
MoAaeni ocobnmBocTAM Gi3HeCy Ta pPiBHIO 1A0ro
pecypciB 419 yTpUMaHHA Ta PO3LUMPEHHS cer-
MEHTIB Aisi/IbHOCTI, MOX/IMBOIO BMXOAY Ha MiX-
HapPOAHI PUHKM, YHaCTi y AepXKaBHUX 3aKyniBsX.

MEHEOXMEHT
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MpoTe, Ha CbOroAHi 6iNbll akTyaslbHUM CTae
BUKOPUCTaHHS TakK 3BaHMX GisHec-moaenein npo-
OaXiB, siKi po3rnsaatoTbCsl 9K AUHAMIYHWIA CTpa-
TEriYHWA aKkTMB Ta [OPOXHI KapTu A0 Yychixy
KomnaHii, wo 6yae 3abe3nevyeHnin 3aBAsiku
30aTHOCTI «MOCTIHO iIHHOBYBaTK Ta afanTyBaTtu
06paHy mMofenb A0 MIH/IMBUX PUHKOBUX YMOB»
[ANA CTas10ro 3pocTaHHA 6i3Hecy B [OBIOCTPOKO-
Bili nepcnekTumsi [11].

MpakTU4YHY Taky X AYMKY MOXHa Npociigky-
BaTu B [12], Ae moaenb NpoaaxiB po3riafacTbCcs
AK 3arasibHa CTPYKTypa, L0 BU3HAYaE «BUCOKO-
piBHEBWIA NiaXia opraHizauii 4o npogaxis». Mpo-
NMOHYETLCA [0 BNPOBa[KEHHA MOAeNb Oi3Hec-
6isHec (B2B), mogenb 6isHec-cnoxumBay (B2C),
a TakoX iHWi Buan 6isHec-mogeneli (po3apioHa
MopAe/b; BUPOOGHMYA MOAENb; MOAEsb NiANUCKN;
MoAenb Npoaykty sik nocnyrn (PaaS); mogens
(opaHWn3n; napTHepcbka Moaesb; dopinaHcep-
cbka mogernsb [12].

CnywHuii nigxig oo subéopy mogeneli npoga-
XIiB SIK 10 6i3HEC-npoLeciB Yepes CyKYMHICTb Aii
ONS 3aUTy4eHHS KJTiEHTIB NMPOMNoHyeTbea Yy [13] 3
NMOKPOKOBMM a/IrOPUTMOM LLIOA0 NpeAcTaB/eHHs
6i3Hec-npoLecHOT Mogeni NPoAaxis, BULIIEHHSA
HanpsaAMIB y40CKOHa/1eHHs 6i3Hec-npoLeciB npo-
[aXiB Ta OTPUMaHHS MPOrpecuBHUX pe3y/LTarTiB,
WO BpeLTi-pewT Npu3BOAMTL A0 NiABULLEHHSA
ereKTUBHOCTI Bi3HecYy.

BucHoBku. BcTaHoBneHo, WO Aaa nodart-
KOBOro etany AoChiMKeHHA cdepu po3gpib-
HOT TOPriBNi, fIKa BUKOHYE coUiasibHy (PYHKLi0
OO 3a40BOSIEHHA NOTPed i NoNUTY Cnoxusa-
yiB y MarepiasibHMX LiIHHOCTSX, a TakoX dopMye
€KOHOMIYHY CK/MlafloBy 3a paxyHoOK 36i/1bLUEHHS
npubyTKy B pe3ysbTaTti NPUCKOPEeHHS TOBapoo-
OOpPOTHOCTI Ta 3BaXaluu Ha HenepenbdadyBaHi
3MiHW PUHKOBOI CUTYyaLlii. Y 3B'sI3KY 3 UM, Bax-
JNINBUM € YTOYHEHHSI NOHATb «yrpaBiHHA Npo-
Jaxamu», mogeni npopaxis». [ocnimpkysBaHi
€KOHOMIYHI KaTeropil y pasi iXx edeKTUBHOro
BUKOPUCTAHHS | BMNPOBAKEHHA B [AiASIbHICTb
TOproBesibHUX Cy6’eKTIB CTalOTh NIAMPYHTAM 4NA
onTMMi3auii mpouecy npocyBaHHA TOBapiB [0
KiHueBoOro crnoxmeada. Bubip mogeni npogaxis
Bpax0OBY€E KaTeropitd TOProBesibHOro Mignpuem-
cTBa (BenviKi, cepefHi, mani), crneujanizauiio Ta
crneundiky AiaNnbHOCTI, ¢hiHaHCOBI MOX/IMBOCTI,
CTaH KOHKYpPEeHLii Ha pVHKY, asie 3ara/ibH1UMm Kpu-
TepieM BMOOPY € 30iNbLUEHHA 06CAriB Npoaaxis
M 3poCTaHHs PIiBHA peHTabenbHOCTI AiSNbHOCTI
Ta BUKOHaHHSI couianibHOT doyHKLiT Toprieni woao
3a6e3neyeHHss NonuTy Crnoxusadis Ha ToBapu/
nocnyru.

Mopanblii gocnimkeHHs ByayTb MPUCBAYEHI
napagurmi nobyaoBu Moaeneit Npoaaxis Ha nif-
npuemcTeax pPo3apibHOT TopriBna 3a 06’€KTHO-
OpiEHTOBaHMM MiAX040M.
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