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KJIIEHTOOPIEHTOBAHE MAPKETHHI'OBE HIHOYTBOPEHHS B BIBHECI:
CTPATEI'TI ®OPMYBAHHS IIIHHOCTI BPEHY

CLIENT-ORIENTED MARKETING PRICING IN BUSINESS:
STRATEGIES FOR BRAND VALUE FORMATION

Anomauin. ¥ cmammi 0ocniodiceHo KOHYenmyanbHi 3acaou KIi€HmMoopicHMo8aH020 MApKemuH206020 YiHOYMEOPEHHsL K
iHcmpymenmy opmyearms yinHocmi opendy. [lpoananizosaro esonoyito nioxooie 00 YiHOYMEOPEHHs 6i0 8UMPAMHO-OPIEHMO-
8aHUX 00 KaleHmoyenmpuunux mooenel. Pozensanymo n’ame pienis yinnocmi 6pendy: (inancosy, QyHKYIOHATbHY, eMOYiliHy,
coyianviy ma cumeoniyny. Buznaueno knovoei cmpamezii yinoymeopenms ma ix 6nau8 Ha CNpULiHAmMms YiHHOCMI CROJNCUBA-
yamu. 3anponoHo6ano iHMe2posany Mooelb (YOPMYSarHHsA YIHHOCMI yepe3 YiHy, WO 8PAX08YE NCUXONO02IUHI, eKOHOMIYHI ma
coyianvbhi (hakmopu npuitnamms piwiens npo kynieao. OOIPYHMOBAHO NPAKMUYHT PEKOMEHOAYIl w000 imniemeHmayii KiieH-
MOOPIEHMOBAHO20 YIHOYMBOPEHHS.

Knrouogi cnosa: krienmoopienmosamne yinoymeopeHHsl, YiHHICHb OPEHOY, MapKemuH208i cmpamezii, N08eOiHKA CROJMCUBAYIS,
YIHOYMBOPEHHs HA OCHOBI YIHHOCMI, OPEHO-MeHeOHCMEHN.

Abstract. The article examines the conceptual foundations of client-oriented marketing pricing as a tool for brand
value formation. The evolution of pricing approaches from cost-oriented to client-centric models is analyzed. The purpose
of the study is to develop an integrated approach to client-oriented pricing that ensures the formation and strengthen-
ing of brand value in modern business conditions. The research methodology is based on the analysis of classical and
contemporary pricing theories, systematization of approaches to value formation, and study of consumer behavior pat-
terns in pricing perception. The study considers five levels of brand value: financial, functional, emotional, social, and
symbolic. Key pricing strategies and their impact on consumer value perception are identified. The research demonstrates
that traditional cost-based pricing approaches are losing effectiveness in modern markets where consumers make pur-
chasing decisions based on perceived value rather than actual costs. Client-oriented pricing requires a deep understand-
ing of customer needs, preferences, and willingness to pay, as well as the ability to communicate value effectively. An
integrated model of value formation through price is proposed, taking into account psychological, economic, and social
factors of purchase decision-making. The model includes such elements as reference price analysis, price sensitivity as-
sessment, value perception measurement, and competitive positioning. Special attention is paid to psychological pricing
tactics that influence consumer perception and purchase decisions. The practical value of the article lies in the proposed
recommendations for implementing client-oriented pricing in business practice. These recommendations cover strategic
aspects such as market segmentation based on price sensitivity, development of differentiated pricing strategies for dif-
ferent customer segments, creation of value communication programs, and establishment of pricing governance systems.
The findings can be used by marketing and pricing managers to develop effective pricing strategies that enhance brand
value and ensure sustainable competitive advantage. The study emphasizes that successful client-oriented pricing requires
organizational culture transformation toward customer-centricity and cross-functional collaboration between marketing,
sales, and finance departments.

Keywords: client-oriented pricing, brand value, marketing strategies, consumer behavior, value-based pricing, brand
management.

IMocTanoBKa mMpoOiaeMu. Y Cy4acHUX yMOBax Tirep-
KOHKYpEHIIi1 Ta 3pocTarodoi iH(hOPMOBAHOCTI CITOKIBATIB
TPaIUIiiHI MIXOOW IO I[IHOYTBOPEHHS, MO 0a3yIOThCS
Ha BUTparax abo KOHKYPEHTHHX IliHaX, BTPayaroTh CBOIO
edexruBHicTh. KoMnaHii Bce yacTilie CTUKAIOThCS 3 TIapa-
JIOKCOM: 3HIDKEHHS I[iH HE 3aBXKIW NPHU3BOIUTH 10 3pOC-
TaHHS 00CATIB IPOIAXKYy, a ITi IBUIICHHS IiH HE 000B’I3KOBO
BimmTOBXye KmieHTiB. Lle CBITUUTH MpO HEOOXiIHICTH
MIEPEOCMHUCIICHHS POJIi LiHU K MapKEeTHHIOBOTO 1HCTPY-
MEHTY Ta 1 B3a€EMO3B’ 53Ky 3 LIHHICTIO Openay [1, c. 156].

[ina € He JNUIIe EKOHOMIYHOK KATEropi€ro, 10 BiJO-
Opakae BUTpaTd BHPOOHHUITBA Ta OakaHWH NPUOYTOK,
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aye 1 IOTY)XHHM KOMYHIKaTUBHUM CHIHAJIOM, IO (op-
MY€ COPUHHSTTS SKOCTi, MPECTIKY Ta 3arajbHOI MIHHOCTI
OpeHay B 09ax CIoXuBadiB. J{0CIiKEHHS TOKA3yIOTh, 110
CTIO’KUBA4i FOTOBI TIATUTH TpeMito 10 20-30% 3a OpeHu,
SKI BOHHM CIPUHAMAIOTH SIK OUIBII IiHHI, HaBITH SKIIO
(byHKIIOHAJIBHI XapaKTEPUCTHKU TPOAYKTIB € IMOIIOHUMHU
[2, c. 89]. e miakpeciTroe BaXKIMBICTD CTPATETITHOTO TijI-
XOZy 1O LIHOYTBOPEHHS, KU BPaxOBY€ HE JIMIIEC EKOHO-
Mi4HI, ajie ¥ ICUXOJIOTIYHI Ta COLlaJIbHI ACIIEKTH CITO)KHB-
40T MOBEIIHKH.

KiieHToOpieHTOBaHE I[IHOYTBOPEHHS Iepeadadae po-
3yMIiHHS TOTO, SIKy LIHHICTH HIPOAYKT 200 MOCIyra CTBO-
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pIOE JUIsl PI3HUX CETMEHTIB CIIOXKMBAYiB, T4 BCTAHOBJICHHS
I[IHH, 10 BigOOpaXkae If0 IiHHICTh. TaKkuif miaxia 103B0-
JI€ KOMIIaHIAM HE JIUIIE ONTHUMI3yBaTH HPHOYTKOBICTB,
aye ¥ 3MIIHIOBATH NO3HIlii OpeHIy Ha pUHKY, (hopMyBaTH
JIOSUTBHICTh KJII€HTIB Ta CTBOPIOBATH CTiIHKI KOHKYPEHTHI
nepesaru [3, c. 234].

AHaJi3 ocTaHHIX dociHizkeHb i myOJikamiii. Teo-
peTHYHI OCHOBH I[IHOYTBOPEHHS 3aKJITAJCHI B KIACHYHHIX
mpamsix ekoHoMicTiB. Kotnep @. i Kemnep K. y cBoiit ¢yH-
JaMEHTaJbHIN Tpani «MapKeTHHT MEHEIKMEHT» pO3-
DISJA0Th LIHOYTBOPEHHS SIK CTpaTeriyHMd 1HCTPYMEHT
MMO3UIIFOBaHHS OpeHay Ta hopMyBaHHs HOro miHHOCTI [1].
Harn T. i Xonnen P. y xam3i “The Strategy and Tactics of
Pricing” neranpHO aHANI3YIOTh METOMNOJOTIIO IIHOYTBO-
PEHHSI HAa OCHOBI IIHHOCTI Ta i ImepeBaru HaJ TPaJHIIii-
HUMH Tiaxonami [4, c. 45].

Kemnep K. y poborti “Strategic Brand Management”
JOCTIKY€e B3a€MO3B’SI30K MK I[IHOBOIO CTpATETi€l0 Ta
KariTaiaoM OpeH/Ty, TOKa3ylo4uH SIK IliHa BIUIMBAE Ha CIIPUHi-
HATTSL SIKOCTI Ta TpecTiKy [5, ¢. 312]. Aakep JI. aHamizye
POJIb LIHHOCTI OpeHIy B 3a0e3MeueHHI I[IHOBOT mpeMii Ta
JIOSUTBHOCTI cTiokuBadiB [6, ¢. 178].

VYKpalHCBbKI JOCTITHUKA TaKOX TPHUAUISIOTE yBary
npobiiemam niHoyTBopeHHs. banabanosa JI.B. Ta Capnak
O.B. po3misiaroTh METONOJIOTIYHI aCleKTH MapKeTHHIO-
BOT'O LIIHOYTBOPEHHSI B yMOBax TpaHC(OpMaliiHOT eKOHO-
Mika [7, c. 123]. Onnak mUTaHHS iHTETrparii KIieHToOopi-
€HTOBAHOTO MIIXOy 3 CTpaTerisiMu (opMyBaHHS IIHHOCTI
OpeH/y 3aJIMIIAIOTHCSl HEJIOCTAaTHHO BUCBITIICHUMH B Hay-
KOBI#f JTiTeparypi.

dopmynoBaHHs nijieii crarti. MeToro cTarTi € po3-
poOKka iHTErpoOBaHOTO MiAXOMY A0 KIII€EHTOOPIEHTOBAHOTO
IHOYTBOpPEHHs, 1o 3abesmeuye (GopMyBaHHS Ta 3MIll-
HEHHSI LIHHOCTI OpeH/y B Cy4acHUX yMOBax Oi3Hecy.

Bukiaan ocHoBHOro marepiany mociimkenHs. K-
€HTOOPIEHTOBAHE I[IHOYTBOPEHHSI 0a3yeThCsi HAa KOHIEII-
1ii MiHHOCTI, SIKY CIIOXXHBA4Y OTPUMYE BiJ MPOAYKTy abo
mocyrd. Ha BinmMiHy Bill TpaaumiiHUX ITiIXOMIB, SKi pO3-
DISJA0Th I[IHY SIK CyMy BHTpar i OakaHOro NpuOyTKY,
KJIIEHTOOPIEHTOBAHE I[IHOYTBOPEHHS BHUXOAWThH 3 T'OTOB-
HOCTI CIIOYKMBaya TUIATUTH 32 LIHHICTh, SIKY BiH CIIpUMae
[8, c. 67].

HinHicTh OpeHOy € 0araTOBHMIPHOI KOHCTPYKIII€E,
1[0 BKJIFOYAE JIEKiIbKA piBHIB. [I’ATHpiBHEBA MOJICIH IIiH-
HOCTI OpeHy (Tabmuis 1) BigoOpakae iepapXir0 IMIHHOC-
TeH BiJx 0a30BUX 10 HANBHIINX.

®dinaHCOBa IIHHICTD € 0A30BUM piBHEM i Biz(o6pa>1<ae
CKOHOMIYHY BHTOJY, SIKY CTIOKHBAY OTPUMY€E Bif TOKYTTKH.
Le BKIiOYAE CHIBBIJHONICHHS LIHK Ta SKOCTi, EKOHOMIIO
4acy Ta 3yCHIIb, JIOBFTOCTPOKOBY €KOHOMIIO BiJl BUKOPHUC-

TaHHs NpOAyKTy. (DyHKIIOHAJIBHA LIHHICTH CTOCYETHCS
3MATHOCTI MPOJYKTY BUKOHYBaTH CBOT OCHOBHI (pyHKIIIT Ta
3a/I0OBONIGHATH MTPAKTUYHI TOTPEeOH crioxkuBayda [9, c. 145].

EmorriitHa miHHICTE TIOB’s3aHa 3 MOYYTTSIMU Ta €MO-
isiMK, sKi BUKJIMKae Opena. Lle MoxyTb OyTH Bi[{‘lyTTH
pajocTi, BIEBHEHOCTi, KOM(POPTY abo 3aJ0BOJICHHS BiX
BosoziHHsa Openzom. CollianbHa IIHHICT BimoOpakae
BIUTMB OpeHJy Ha COLIaJbHUN CTAaTyC CIIOXKHMBa4a Ta Horo
MIPUHAJIIEKHICTH 10 TIEBHUX COLAIbHUX TpyTl. CHMBOJIIYHA
[IHHICTH TPEICTABISE HAWBUIIMKA PIBCHb 1 CTOCYETHCS
CaMOBHPAKCHHS, IICHTUYHOCT] Ta IIHHOCTEH, sIKi OpeH.I
JoroMarae komyHikysat [10, c. 234].

Crparerii 1[iHOyTBOPEHHSI MalOTh 3HAYHWN BIUIMB Ha
dopmyBaHHS IiHHOCTI OpeHay. IcHye 4YOTHpH OCHOBHI
CTparerivHi MiAX0IH 0 IIIHOyTBOPEHHS, KOXKEH 3 SIKHX Mae
pi3HMI piBEHb KJIIEHTOOPIEHTOBAHOCTI Ta BIUIMBY Ha MPH-
OyTKOBICTB (pHUCYHOK 1).

Sk BUAHO 3 pUCYHKY |, IIiIHOYTBOPEHHS HA OCHOBI IIiH-
HOCTI IEMOHCTpPY€ HalBHIII MOKA3HUKH K 33 KIIEHTOOPI-
entoBanicTiO (85%), Tak 1 3a mpudyTkoBicTIO (80%). Lle
MIITBEPIKYE TIepeBary JaHOro MiaxXomy st (OopMyBaHHS
CIIIBHUX OpeHniB. J[nHaMidHe LiHOYTBOPEHHS, SIKe HaOy-
Ba€ IOMYJIAPHOCTI 3aBISIKA PO3BUTKY U(POBUX TEXHOJIO-
Tiif, TaKoXX MoKa3ye BUCOKi pesynbrars (75% T1a 70% Bin-
nosizHo) [11, c. 89].

L{inoyTBOpEHHSI HAa OCHOBI BUTpAT, X0ua i 3a0e3meuye
neBHy NpuOyTKOBicTh (60%), Mae HaHMKTY KIIIEHTOOPI-
€HTOBaHICTh (25%), M0 pOOUTH HOTO HECPEKTUBHUM LIS
(opmyBanHs miHHOCTI OpeHmy. KoHKypeHTHE IiHOyTBO-
pEHHS 3aiiMae POMIXKHY TO3HILI0, alle TAKOXK JIEMOHCTPYE
0OMeXeHY KIII€EHTOOpiEHTOBaHICTh (45%) Ta HIXKUY MpH-
OyTKOBICTB (55%) MOPIBHSHO 3 HIHOYTBOPEHHSM Ha OCHOBI
iHHOCTI [4, ¢. 156].

IMrIemeHTanis KJ1i€HTOOPIEHTOBAHOTO IIIHOY TBOPEHHS
BUMarae CHUCTEMHOIO IiJXONy, SKMH BKIIIOYAa€ JIEKLIbKa
KJIFOYOBHX eTarliB (Tadmuipst 2).

KoxxeH eram BUMarae BHKOPHUCTAHHS CIHEIH(pigHIX
IHCTpYMEHTIB Ta MeToxiB. Ha erami cermeHTarii Ba)ImBo
BUSIBUTH TPYITH CHOKHBAYiB 3 MOAIOHUMH XapaKTepPHCTH-
KaMU CHPUAHSTTS MIHHOCTI Ta YyTJIMBOCTI 110 1iHu. Jlocri-
JOKCHHSI TIOKa3yloTh, IO KOMIIAHii, SKi 3aCTOCOBYIOTbH
nmudepeHIriifoBaHe IIHOYTBOPECHHS TSI PI3HUX CETMEHTIB,
JocsratoTh Ha 15-25% Bumoi npruOyTKOBOCTI ITOPIBHSIHO 3
THUMH, 1110 BUKOPUCTOBYIOTh €JMHY IiHY JJIsl BCbOTO PUHKY
[12,c. 178].

Oco06nmuBe 3HaYCHHS Ma€ KOMYHIKallis IiHHOCTi. HaBiTh
HaﬁKpama miHOBa CTpaTeri;{ HE 6yz[e e(heKTHBHOIO, SIKIIO
CTIOJKUBA4i HE PO3YMIIOTh, Ky IIHHICTH BOHU OTPHMYIOTh
3a CBOI I'polii. }j[ocmameHH;{ CBi/I4aTh, 110 KOMIIAHII, SIKi
AKTHBHO KOMYHIKYIOTb IIiIHHICTh CBOTX ITPOIYKTIB, MOXYTh

Tabmms 1
II’siTupiBHeBa MoJe/ib HIHHOCTI OpeHay

PiBenn ninnocTi XapaKTepucTHKA Hpuknagn

. .. ExoHOMiuHa BUTO/Ia Bijl OKYNKH Ta OnruMalibHe CIIBBIAHOLIEHHS [IHA/SIKICTh, EKOHOMIs
®diHaHCOBa I[IHHICTh .

BUKOPUCTAHHS KOIITIB, JJOBTOCTPOKOBA BHIO/Ia

OyHKIiOHATbHA . . SIkicTh BUKOHAHHS (DYHKIIN, HAIHHICTS,

I 31aTHICTD 38I0BOJIbHSTH MPAKTHYHI TOTPEOH . .
L[IHHICTh [POJIYKTUBHICT, 3pYYHICTh

Emortilina miHHICTh

[TouyTTst Ta emolii Bil BOJIOMIHHS OpeHI0M

3a710BOJICHHSI, BIIEBHEHICTh, PalicTh, KOM(OPT,
€CTETHYHA HACOJIoza

CorianbHa MIHHICT

BB Ha conianbHUIA CTAaTyC Ta MPUHAIEKHICTD

BuzHaHHS OTOYCHHSI, IPECTIDK, WICHCTBO B IIEBHIH TpyTIi

CuMBOJIIYHA [[IHHICTE

CaMOBHpaXeHHS Ta BiTOOPaKeHHS iTEHTUIHOCTI

L{iHHOCTI, IEpEeKOHAHHSI, CTUJIb )KUTTS, OCOOKMCTICTh

Loicepeno: pospobneno agmopom na ocnosi [4; 5]
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I KnieHToopieHTOBaHICTb (%)
=3 MpubyTKOBICTb (%)

NokasHuku edekTuBHoOCTI (%)

LliHoyTBOpeHHs
Ha OCHOBI
BUTpaT

KoHKypeHTHe
LiHOYTBOPEHHA

LliHoyTBOpeHHs
Ha OCHOBI
LiHHOCTi

[OunHamivyHe
UiHOYTBOPEHHSA

Crtparterii LiIHOyTBOPeHHs

Pucynok 1. IlopiBusinns edexTuBHOCTI cTpaTeriii HiHOyTBOpeHHs

Loicepeno: cknadeno asmopom na ocnogi [3; 8]

Tabmuws 2

Erann iMmniieMeHTanii KJIi€HTOOPi€HTOBAHOIO HiHOYTBOPEHHS

ETan 3micT gissibHOCTI

IncTpymenTH OuikyBaHuUii pe3yabTar

[Moxin puHKY 3a YyTIUBICTIO 10 IIHU

1. Cermenrariis " . .
Ta COPUHHSTTSIM IHHOCTI

KnacrepHuii aHami3, onuTyBaHHS,

; . Kapra miHOBHX cerMeHTiB
aHaJIi3 MOBEMIHKU

2. JlocmimkeHHs BusHaueHHs IpaliBepiB MIHHOCTI JIIst

Conjoint-aHaii3, NTUOMHHI Ipodine minHOCTI

LIHHOCTI KOKHOTO CETMEHTY iHTEepB 10, HOKYC-TPYIH CErMeHTIB
3. OuiHKa TOTOBHOCTI BumiproBanss MmakcumanbHoI minu ist | Van Westendorp PSM, Gabor- Jliara3oHu NPUAHITHUX
IJIaTUTU CETMEHTIB Granger, ayKIioHU LiH

[Mo3umitoBaHHS BiTHOCHO KOHKYPEHTIB

4. KoHKypeHTHUI aHaIi3 . L
32 [IHOIO Ta LIHHICTIO

KapTu nosuriroBaHHs,

. Marpuis [iHa-I{iHHICTE
OEeHUIMAPKIHT PHIL HHA-TL

Bubip 1iHOBOI cTpaTerii A1 KOXKHOTO
5. Po3pobxka crparerii pu P a

MognesroBaHHs ClieHapiiB, JudepeHnniiioBana 1iHoBa

CErMEHTY (inaHCcOBHI aHAaTI3 cTpareris

L . . . . KoHTeHT-MapKeTHHT, CTOPITEIIHT, | 3pOCTaHHs CIPUHHATTS
6. KomyHikaist iiHHOCTI | JIOHECEHHS LIHHOCTI 10 CIIOXKMBA4iB : .
JIEMOHCTpALiT LIHHOCTI

Jowcepeno: pospobneno asmopom

BcTaHOBJIOBATH 1K HA 10-20% BHIIe, HI’K KOHKYPEHTH,
0e3 BTpaTH 4YacTKH pUHKY [4, c. 289].

[Icuxonoriyni acreKTH LIHOYTBOPEHHSI TaKOX Bifi-
rparoTh BAXIUBY posib Y (OPMYBaHHI I[IHHOCTI OpeHy.
Edexr «1eB’ssTku» (BCTAaHOBICHHS I1iH, 110 3aKiHUYIOTHCS
Ha 9 abo 99) moxe 301IbIIMTH TpoAaXKi Ha 5—8% 3aBusiku
TICUXOJIOTITYHOMY CHPUHHATTIO IHM SIK HWK40l. Edekr
«IPECTHKHOT LIIHNY MPALIIOE B IPOTHIICKHOMY HANPIAMKY:
OKpYIVIEHI BUCOKI LIHM MOXYTb CIIpHHMATHCS K ITOKa3-
HHUK IpemianbHoi sikocTi [9, ¢. 167].

Hudporsizariis CTBOPIOE HOBI MOXKIUBOCTI JUTSA KITi€H-
TOOPIEHTOBAHOTO IIHOyTBOpeHHs. TexHosorii Big Data
Ta MITYYHOTO iHTENEKTY JO3BOJISIOTH aHAJi3yBaTH IOBe-
JIHKY CIIO)KMBAYiB y PEKHMI PEalbHOTrO 4Yacy Ta ajamnTy-
BaTH LIIHHU BiAMIOBIIHO 0 iHAMBITyaTbHUX XapaKTEPUCTHK

Ta KOHTEKCTYy MOKYIKH. J[HHaMiuHE [iHOyTBOPEHHS, SIKE
pasime Oyio JOCTYIHE JUIIE BEIUKAM KOMIAHISIM, TeTep
CTa€ IOCTYITHUM 1 JUISl CEPEAHBOTO Oi3HECY 3aB/ISIKU XMap-
HUM pimenasm [11, c. 112].

BaxmBUM acrieKToM € yIpaBiliHHS I[IHOBUMHU OYIKY-
BaHHsAMH criokuBadiB. Konueniiss «pedepeHTHOT miHu»
MOKa3ye, IO CIIOKHMBadi OLHIOIOTh NPUBAOIMBICTH MPO-
MO3HUIIIT, TIOPIBHIOIOYH i 3 BHYTPILIHIM CTaHIapTOM abo
eramoHoM. DopMyBaHHS BHTiIHOI pedepeHTHOI IiHM
yepe3 KOMYHIKAIIif0, MOMepeHi MOKYIKH ab0 MOPIBHSHHS
3 aJITCPHATUBAMH MOXKE 3HAYHO IiJBHIIUTH CHPHUHATTS
1iHHOCTI mpomno3uii [1, ¢. 423].

YeminrHa iMIIeMeHTAaIlisl KIIEHTOOPi€EHTOBAHOTO IIiHO-
YTBOPEHHSI BUMArae TakoXX opraHizamiiianx 3min. Komma-
HIT OTpeOy0Th MDK(YHKIIOHAIBHOI CIIBIPAI[l MIX Bifl-
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JIITaMH MapKeTUHTY, TpoaxkiB Ta ¢inaHciB. PopMyBaHHS
LIHOBOi KYJIBTYpPH, OPI€EHTOBAHOI HAa ILIHHICTh, a HE Ha
BUTPATH, € KIIFOYOBUM (DAKTOPOM YCITiXYy.

BucnoBku. KiieHTOoOpieHTOBaHE MapKETHHTOBE IiHO-
YTBOPEHHS € CTPATEridHUM iHCTPYMEHTOM (OpPMYBaHHSI
IIHHOCTI OpeH/y, IO JI03BOJSIE KOMIIAHISIM JIOCSITaTh
ONTHUMAJIBHOTO OajaHCcy MiXK MPUOYTKOBICTIO Ta 3aJ0BO-
JICHICTIO CHOKMBaviB. J{ocimipKeHHs 1ToKasaso, 1o nepe-
X1 BiJ TpagWIifHUX BUTPATHO-OPIEHTOBAHUX MOMEICH
JI0 IIIHOYTBOPEHHS Ha OCHOBI IIIHHOCTI 3a0e31meuye ImiBu-
IeHHA TpruOyTKoBOCTI Ha 15-25% Ta KIIi€HTOOpi€HTOBA-
HocTi Ha 85%.

Knro4oBMMH BHUCHOBKAaMH JIOCIIJDKEHHS €: IIHHICTB
Openny GopMmyeTbcss Ha IUSITH pIBHAX ((hiHAHCOBOMY,
(YHKIIOHATTFHOMY, €MOIIHHOMY, COIlIaJIbHOMY Ta CHMBO-
JYHOMY ), TIPUYOMY BUIIII PiBHI CTBOPIOIOTH OLTBII CTiHKi
KOHKYPEHTHI ITepeBary; yCIIilIHa iMINIEMEeHTAITisl KITi€HTO-
OPIEHTOBAHOTO I[IHOYTBOPECHHS BUMAarae€ CHCTEMHOIO ITij-
XO[y, 1[0 BKJIFOUAE CErMEHTAIi0, TOCIIKCHHS I[IHHOCTI,

OIIIHKY TOTOBHOCTI IUIATUTH, KOHKYPCHTHHI aHai3, po3-
POOKyY cTpaTerii Ta KOMYHIKAI[iF0 I[IHHOCTI; ICUXOJIOT19H1
ACIIEKTH I{IHOYTBOPEHHS MAIOTh CyTTEBUH BILJIUB HA CIIPUIi-
HATTA IIIHHOCTI Ta TOTOBHICTH IJIATUTH; IIU(PPOBI TEXHOIIO-
Tii BIAKPUBAIOTh HOBI MOYKJIMBOCTI JIJIS IIEPCOHAITI3AIIIT ITiH
Ta MIJABUIICHHS 1X PEJICBAHTHOCTI ISl CIIOYKUBAYIiB.

[IpakTu4Ha MIHHICTH TOCIIKCHHS MOJISATaE y PO3pOoOIIi
KOHKPCTHUX PEKOMCHIIAIIH JIJIsl BIPOBAKCHHS KIIEHTOO-
PIEHTOBAHOTO LIHOYTBOPEHHS B Oi3HEC-NPAKTHKY. 3arpo-
TTOHOBaHA METOMOJIOTIsI MOXKe OyTH afanToBaHa KOMITaHi-
SIMH PI3HHAX PO3MIpIB Ta raxy3eil [ onTUMI3alii iIHOBUX
cTpaTeriii Ta 3MII[HEHHS TO3HUIIIH OpPEH/IIB.

[epcriekTHBY TORANBIIMX JOCTI/PKCHb TIOB’s3aHI 3
BUBUCHHSIM BIUIMBY HU(POBHX TEXHOJOTiH Ha TpaHCchOp-
MaIlif0 MofeJell I[IHOyTBOPCHHS, aHANIi30M C(EKTUBHOCTI
JTUHAMIYHOTO I[IHOYTBOPEHHS B DI3HMX Taly3sX, HOCIHi-
JOKEHHSAM CTUYHUX ACTIEKTIB MIEPCOHATI30BAHOTO IiHOYTBO-
PEHHSI Ta PO3pOOKOI0 IHCTPYMEHTIB BUMIPIOBAHHS JIOBrO-
CTPOKOBOTO BILUIMBY I[IHOBUX CTparerii Ha Karitaia OpeHy.
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