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ITPOCYBAHHS TOBAPIB JIJISI PUBOJIOBJII HA YKPATHCBKOMY PUHKY

PROMOTION OF FISHING GOODS AT THE UKRAINIAN MARKET

AHOTALIA

Y 3B’A3Ky 3 MOCTINHUM PO3BWUTKOM iHHOBALiN, SKi NOB’s3aHi 3i
cnocobamu NpocyBaHHSA ToBapiB, MOTPIGHO NOCTIMHO CiaKyBaTh 3a
HMMM Ta aHanisysaTtu, LWobu BUKOPUCTOBYBATK iX ANsi NMOKpaLLeH-
HS KOMepUiHOro ycnixy. F0NoBHOK NOMWIKOK, Ha Hally AyMKY, €
HeBemnuka yBara Ao iHTepHeT-NpoCcyBaHHs, 60 Ler Hanpsm i3 Kox-
HUM POKOM HabyBae BinbLLOi NONYNSAPHOCTI, @ B yMOBaX BCEMipHOi
nangemii BUXoauTb Ha nepLi noauuii. [locnigxeHo npocyBaHHs
ToBapiB Mepexi hipmoBux MarasuHiB “Fanatik” Ha puHKy ToBapiB
ans pubonosni. 3agns 3'cyBaHHA MPUYMH HU3LKMX NpOAAXiB
6yno npoeegeHo ABC-XYZ-aHania acopTMMeEHTY Mepexi mara-
3uHiB “Fanatik”. MMpoaHanizoBaHoO cknagoBi YaCTUHWU MapKETUHIO-
Boro komnnekcy TM “Fanatik” Ta komnnekc npocysaHHs ToBapis
TM “Fanatik”. Po3apobneHo HOBUIA KOMNIEKC NPOCYBaHHA TOBAapIB
TM “Fanatik” Ta BU3Ha4eHO NepcneKT1BY Oro 3aCTOCYBaHHS.

Knroyosi cnoBa: npocyBaHHs, TOBap, KOMMNMAEKC NPOCYBaHHS,
CTUMYMIOBaHHSA 30yTy, NPAMUIA Npodax, NepCoHanbHUN MapKETUHT,
peknama, 3B’3KM 3 FPOMAACHLKICTIO, IHTEPHET-MapPKETUHN, Tene-
MapKETUHT.

AHHOTALUA

B cBS13M C NOCTOSAHHLIM Pa3BUTUEM UHHOBALIMIA, CBA3AHHBIX CO
cnocobamu NpoaBMKEHUS TOBAPOB, HY>KHO MOCTOSIHHO CneauTb 3a
HUMM 1 aHanM3npoBaThb, YTOObl NCNOMBb30BaTb UX NS YNyYLLeHNs
KOMMepYecKoro ycnexa. [MmaBHOM OWMOKOW, NO HaLLEeMY MHEHMWIO,
ABNsieTcs HeBOMNbLIOE BHUMaHUE K UHTEPHET-NPOABUXEHMIO, MO-
CKOMbKY 9TO HanpaBneHue C KaxablM rogoM npuobpetaet 6onb-
LUYIO MOMNYNSPHOCTb, @ B YCMOBUSIX BCEMEPHOW NaHAeMun BbIXO-
OMT Ha nepBsble No3vuuu. VccnenoBaHo NPOABMXKEHWUS TOBapoB
ceTv mpMeHHbIX Mara3unHoB “Fanatik” Ha pbiHke TOBapoB Ansi pbl-
6anku. C Lenblo BbISCHEHWUS NPUYMH HU3KWUX Npodax bbin npose-
neH ABC-XYZ-aHanua accopTumeHTa ceTu marasvHoB “Fanatik”.
MpoaHanusnpoBaHbl COCTABMSAOLLME MAPKETUHIOBOIO KOMMeKca
TM “Fanatik” n komnnekc npogswkenus Tosapoe TM “Fanatik”.
PaspaboTaH HOBbI kOMMNeKC NpoaBmkeHuns Tosapos TM “Fanatik”
1 onpeaeneHbl NepcnekTUBbl ero NPUMEHEHUS.

KntoueBble cnoBa: NpoaBMxXeHWe, ToBap, KOMMNEKC NpoaBu-
XEHWs, CTUMynupoBaHue cbbiTa, NpsMas npofaxa, nepcoHarnb-
HbI MapKeTWHN, peknama, CBA3W C O6LEeCTBEHHOCTbIO, MHTEPHET-
MapKETUHT, TeNemMapKeTUH.

ANNOTATION

Due to the constant development of innovations related to the
ways of promoting goods, they need to be constantly monitored and
analyzed in order to use them to improve commercial success. The

main mistake, in our opinion, is a little attention to Internet promo-
tion, because this area is becoming more popular every year, and
with the conditions of a global pandemic comes to the fore. The
promotion of goods of the “Fanatik” chain of branded stores at the
market of fishing goods has been studied. TM “Fanatik” is one of the
most successful companies of fishing goods in Ukraine, the target
audience of the company is ordinary fishermen. In order to find out
the reasons for low sales, ABC-XYZ conducted an analysis of the
range of “Fanatik” chain stores. It is concluded that in almost all cit-
ies where there are “Fanatik” stores and which have been analyzed,
the results are the same. The components of the marketing complex
of TM “Fanatik” and the complex of promotion of goods of TM “Fana-
tik” are analyzed. The company uses almost the entire range of pro-
motion tools, namely: direct marketing, personal sales, advertising,
especially closely uses public relations and telemarketing, because
it is thanks to them that it is possible to maintain a stable profit.
But very little attention is paid to promotion through the online store,
as a result of which the site began to lose visitors, and competi-
tors gain consumers of the company. According to the results of the
SWOT-analysis, it was determined that the main weaknesses of the
company are the low level of service and opening hours of stores,
and the main strengths are that the leader is Yuri Petrash himself
and the lowest price on the market. The Ansoff matrix was used to
determine the new strategy for the company. A new complex of pro-
motion of “Fanatik” TM products has been developed and prospects
for its application have been determined. It will be possible not only
to improve the existing components of the old promotion complex,
but also to use new, modern promotion components, which will sig-
nificantly increase not only the profit from the online store, but also
the overall annual profit of the company.

Key words: promotion, goods, promotion complex, sales pro-
motion, personal marketing, advertising, public relations.

ITocranoBka mpo6aemu. IcTopmuso pubaaKa
BBAYKAETHCA OOTHUM 13 HAMOL/IBII 3aXOMIJIIIOUYNX BU-
IiB x00i, BiATIOUMHKY, CIOPTY, KOKEH 3HAXOAUTDL B
pubaiIti cBoe MpU3HAUEHHSA, 3POCTAE, MOITUPIOETh-
csd, PO3BUBAETLCA. AKTUBHUI BiIIIOUYNMHOK Ha IIPHU-
pozi cTaB BasKJIMBUM €JIEMEHTOM 3J0POBOT'0 CIIOCO-
0y KUTTA, HEOOXigHUIT M MOCTiiiHOI HmiATpUMKM
¢ismurMX cumy i myxoBHOI piBHOBaru. IIposkuBa-
04y B MeraioJjicax, BeJIMKHUX MicTax, Je IoraHa
eKoJIoriuna oO0CTaHOBKA, Ae JIOAWHA IIOCTiMHO CTHU-
KaeThCs 3i cTpecaMm, HaKOIMYYE HEraTUBHI eMo-
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mii, 110, 3PenITo, HeTaTUBHO BIIJINBAE HA €MOIIili-
HUM 1 mCcuXivHU#i cTaH JIOAUHM, 0araTo XTO IIYKAae
BUXin i3 cuTyailrii: ogHi BigBigyioTh QiTHEC-KIyOHU,
iHmIi BBaKalOTh 3a Kpallle eKcTpeMaJbHi BUIU
CIIOPTY, a € 0CO0JIMBA KAaTeropisa Jmomaeil, ¢haHaTHU-
HO Bimmanuwx puOHill JoBJi.

Ananiz ocraHHiIX mocaimkeHb i myOJiKaiiii.
IIpocyBanusa ToBapiB mociimkeHo OaraTbMa Ha-
VKOBIAME Ta IpPaKTUKaMu, Takumm Ak JI.M. Bo-
poua [1], O.M. [lamkeeBa [2], JI.M. [yxHOBCHKa
[3], T.I. Komnaniens [4], JI.C. Menpauuyk [5],
JI.C. Memma [6], H.C. Hocaus [7]. ABTopamu npu/i-
JIEHO 3HAUHY yBary CYTHOCTi HMOJIITUKU IIPOCYBaHHS
TOBapiB, i BaroMocTi AJs 3a0e3meveHHsT KOMepPITiii-
HOTO YCIIiXy IifnpueMCcTBa, 0XapaKTepPHU30BaHO Me-
TOoAU I (Q)OPMU BUBEIEHHSA TOBAPiB Ha PUHOK.

Buginennsa He BuUpileHWX paHilIe YacTHUH 3a-
raapHOi mpo6Gaemu. IIpore iHHOBamiitHi cmocobu
TIPOCYBAHHS HEIIOBHICTIO aHAII3YIOThCA Y HAYKOBUX
nyosikamigx. Oco0auBO Iie cToCcyeThbCs chepu pu-
00J10BJTi, Je TMPUHITUII opraHisarii cucreMu Ipocy-
BaHHSA Oy’Ke CUJILHO BiJicTa€ BiJl CHOTOIeHHSA, TOMY
f6araTo IMigAIPUEMCTB Uepe3 Ile HEe OTPUMYIOTH OYi-
KYBaHOT'O Pe3yJIbTATYy B IPOJaskax Ta BIIisHaBaHHi.

dopmyaoBaHHA IIijell cTaTTi (MOCTAaHOBKA 3a-
BOaHHA). MeToio CTATTi € HaZaHHA pPeKOMeHIaIlii
IIIO/I0 BAOCKOHAJIEHHS KOMILJIEKCY IPOCYBaHHS TO-
BapiB Ha PUHKY PUOOJIOBJII.

Bukaam OCHOBHOTO MaTepiajly IOCTigsKeHHS.
Komnanmia “Fanatik” — yxkpaiHCBKUII BUPOOHUK
puboJIOBEIIbKUX MPUMAHOK, siKa OyJa 3acHOBaHA
pubajlKaMu-cIOpPTCMeHaMu — 0araTopasoBUMU Iie-
PEMOKIIAMY Ta MpU3epaMy YKpPaiHChbKUX 3MaraHb
pisHoro piBHa. OgHuM i3 3acHOBHUKiIB Kommamii
€ Kpamuii cIopTcMeH YKpaiHu 3 PubOJIOBHOTO
CIIOPTY, UEMIIiOH CBiTy I MaiicTep cImopTy ¥YKpa-
igu IOpiin Ilerpam. 3apas “Fanatik” — me mpo-
BigHa pumbanibchbKa KoOMHOaHiga YKpaiHu, AKa poc-
Te Ha Oouax i IpaIioe Hagl CBOIM aCOPTHMEHTOM
KO:KeH JeHb. KoMmaHiA BigpisHseThcs Big iHIIIX
TUM, III0 Ma€ BJIACHEe BUPOOHUIITBO HA TEPUTOPii
VYkpainu, inmii koMmnaHii AKi OpucyTHI Ha PUHKY,
BUTOTOBJIAIOTH CBili ToBap Ha TepuTopii Kuraio,
Anonii Ta Kopei. BupoObHUIITBO 3HAXOAUTHCA He-
maiexo Bim micra aimpo. Biawmie 150 oci6 mpa-
IIOIOTH ITOAHA HAJ CTBOPEHHAM SKiCHOTO YKpaiH-
CBKOTO TIPOAYKTY.

“Fanatik” mo sita 2020 pokry saificHioBaJia pe-
ajrizairo ToBapy BUKJIIOUHO Uepe3 iHTepHeT-Mara-
suH fanatik.com.ua. AHasisyoun KinbKicTh 3amu-
TiB CIOXKMBAUiIB MI0A0 O(MIaNH-TIOKYIIOK, a TAKOMK
3BasKAOUYM Ha 3POCTAIOUYMII IIOIMUT HAa HPOLYKIIiIO0
KoMmmnaHii Ta 36inbIlIeHHA (QpaHUYa3MHTOBUX IIPO-
no3ullili, KepiBHUKW NPUUHAJU DPIillleHHA IIPO
BiIKpUTTA Mepe:xki pipmMoBuUX MarasmHiB. 3 OceHi
2020 pory sBigxpuTo 15 ¢dipmoBuX MarasuHiB B
pisHuUX MicTax YKpaiHu.

Byiso mposeneno cywmimienunit ABC-XYZ-anairis
acOpTUMEHTY TOBapiB Meperxi marasuuis “Fanatik”
(rabma. 1).

Amnajiz MapKeTHMHTOBMX KOMYHIiKaIlili Mepeixi
¢dipmMoBUX MarasmHiB BUABUB, III0 IePeBa’KHO KO-
MyHiKaIlig 3i cmoXuBauaMu 3IilICHIOETBCSA uepes
Taki KaHamgu:

1) Bmacumit YouTube xkaman «Pribamka c
Opuem Ilerpamem», AKUN [OUBIATHCA MOHAT
500 000 Twc. pubayioK; KiJIbKicTh HiANMCHUKIB
cranoBuTh 6sm3pK0 232 000 ocib;

2) sajydueHHA PUOOJIOBHOTO KaHAJIy Ha Tejeda-
yeHi «Tpodeit» (mepeBa’kHO PO3MiNIeHHA HABUAJIb-
HOT'O KOHTEHTY IJI PUOAJOK 3 BUKOPUCTAHHAM TO-
Bapis TM “Fanatik”);

3) cTopiHKM y comiaabHUX Mepe:kax Facebook
ta Instagram;

4) peryJiapHe IPOBEIEeHHS ceMiHapiB 3 JIOBY puou;

5) mpoBeneHHs (pecTUBATiIB-3MaraHb JJId HOBAY-
KiB; v 2018-2019 porax mposemero monaxa 10 mo-
IiOHUX 3aXOiB.

3a pesgyJabTaTaMi aHAaJNidy MapKETUHIOBOI Ta
€KOHOMIYHOI miAJaBHOCTI Mepeski ipmoBuUxX Mara-
3WHIB Ha PUHKY YKpaiHu OyJI0 BUSBJIEHO CUJIBHI
Ta cjaabKi croponwu ii migambHOCTi (Tabda. 2).

Barxaemo, 110 Hu3bKAa I[iHa TOBapy I Jimep ay-
mok IOpi#t Ilerpam mamyTh 3MOTy HiBeJIOBaTHU ce-
30HHI KOJIMBaHHS MIPOAaKiB, aje € IMeBHi mpodaemu,
TakKi K HUSHKUI DiBeHb NPOJAKIB y 3MMOBUM Hepi-
o7 i BiICyTHiCTL ByAWJINII B ACOPTUMEHTI KOMMAHii.

IcHye HeliHOBe cTHMYJIIOBAHHSA 30yTYy B Mepeii
dipmoBux marasuuiB “Fanatik”.

TM “Fanatik” BUKOpPHCTOBY€ HeEIliHOBE CTUMY-
JIOBaHHS 30yTy HacaMmIlepel 3a PaxyHOK Jiigepa
IyMok Ta BiaacHuka KommaHii IOpia Ilerparmra. Bin
€ OHUM 3 HaNy I00JIeHIiIIuX Ta 3HAMEHUTUX puda-
7ok Ykpaini. Moro Bizeo Ha Tenexkanami «Tpodeii»

Tabaumna 1
ABC-XYZ-ananiz acoprumenTty toBapiB marasuHis “Fanatik”
Torap O6car mpogaskis ‘-Iacnca(;: 06cssi, H:lll?(f;ﬁ?ly];g.lﬁlzflilM ABC-anamis XYZ-ananis
migcyMKoOM

CBUHIIEBl BAaHTAXKKU 3 549 200 18,6 18,6 A X
Cunikon 3 175 600 16,7 35,3 A X
ITpukopmka 3 138 240 16,5 51,8 A X
ToxiBHMUII 2 241 600 11,8 63,6 B Y
Tauku 1 681 200 8,8 72,4 B Z
TlomnaBui 1 606 480 8,4 80,9 B Z
Jlecka 1 587 800 8,3 89,2 B Y
Taypu 1 120 800 5,9 95,1 C X
dDroopokapboH 934 000 4,9 100,0 C Y

Bunyck 3(26) 2021
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Tabaumsa 2

CunpHi Ta c1abKi CTOPOHU HigMpUEMCTBA

CunsHi cTopoHH

Cna6ki croponn

Hwusbka 1mina

He 3aBKIU IIPpaBUJIbHA BUKJIAJKa TOBapy

Bucoka axicTh mpoayxirii

Husbkuii piBens cepsicy

3py4He Micile posTalllyBaHHS MarasuHiB

Husbpkuit piBeHb IpojaskiB y 3mMMOBUI nepiof

IITupoxkuii Ta rIUOOKUNA ACOPTUMEHT KOMIIaHil

I'pagix poboTu marasuHis

Bucoke oHOBIEHHST aCOPTUMEHTY TOBapiB

BigcyTHicTh B acOPTUMEHTI BYAMJIUII OJIS JIOBJII XUMKOL
Ta MUPHOI pudu

IlTupoxra mMepe:ka MarasuHiB

BincyTHicTh pOSBUTKY iHTEepHET-MarasmuHy

Jlinep mymok IOpiit ITerpata

Ta Ha YouTube myxe momyasapHi y mpocTux puba-
JIOK — IisboBOi ayamTopii komnanii. TM BuKopuC-
TOBY€E Taki MeTomu:

— mabopu Bim IOpia Ilerpamia, To0TO Habopu
IJs JIOBJL pubu, copMoBaHi caMHM BJIACHUKOM
KOMIIaHii;

— NOAApPYHKOBUI KalejioxXx 3 aBTorpadom Imifg
Yyac MOKYIKHM TOBapy Ha BUCTABIIi.

IlepconanbHmMii Tpojask y MepesKi MarasmHiB
“Fanatik” mpezncraBieHUi y TAKUX TPHOX HAIPAMAX:

— mpojask y GipMoBHMX MarasmHax y Micrax
VYipainu;

— IpPOJa’K IIicJIA 3BepPTaHHSA Ha CamTi;

— mpojak Ha miopiuHii Bucrtasmi y Kuesi.

Cuim sayBasKuTH, IO piBeHb 00i3HAHOCTI IIpoO-
IaBIliB y MarasmHax Ta KOHCYJbTAHTIiB Ha cauTi
Iy:Ke He3HAUHWM, TOMY HEePCOHAJbHUIN MPOJAK 3
X AKepes He € MaKCUMaJIbHO e(eKTUBHUM, a Ha
BUCTAaBIIi yepe3 mpucyTHicTh camoro IOpia ITerpa-
I1a Ta CIOPTHUBHOI KOMAaHIM piBeHb KOHCYJIbTAIliil
icTOTHO OKpAaIIyeThCA, a 3 HUM HiJBUIIYETHCA Ce-
pelHil yeK IpojasKis.

Komnanuia “Fanatik” y pamxax mpamoro map-
KEeTUHT'Y BUKODPHUCTOBYE TiJIbKU PO3CUJIKU €JIEKTPO-
HHOIO TIOIIITOI0 3a PiBHMX HAroM, TaKUX SK HOBa
nmpoaykiisa uum BucrtaBka y Kuesi. Ilpote ciain 3a-
YBaXKUTHU, [0 PO3CUJIKA IIOIITOIO0 BXKE He IyiKe
eexkTuBHA, Habarato e(eKTHUBHiIlIe POOUTHU PO3-
CIJIKM y PiBHHX MeCeHIKepax.

TM “Fanatik” npupnindge pmocraTHRO yBaru
3B’sA3KaMH 3 I'POMAaJChKiCTIO Ta MOCTifiHO IMiATpU-
mye imimsx cBoro BiaacHuka IOpia Ilerpamia. Ha-
caMIiepe]] TOJIOBHUMY MalJaHUMKAMU € TeJeKaHaJl
«Tpodeii» Ta YouTube-kaHain, ge BUXONATH He-
KOMEPIIiiiHI POINKMY 3 HaBUAHHAM JIOBUTU PUOY Y
PisHHX yMOBax.

Taxkoxx KOMIIaHisg IPOBOAUTH 0E3KOIITOBHI IH-
TAYL Ta JOPOCJi 3MaraHHA IO PUOOJIOBI, a TAKOXK
€ OCHOBHUM CIIOHCOPOM 3Maraib, Je 0epyTh y4acTh
JIOAU 3 OOMEXXEeHUMU MOYKJINBOCTSIMMU.

Huni KomMmaHia pekjgamMye TiJIBKM CBOIO Y4acCTb
Ha BHCTaBIi, iHmie mogaeTbcsa abo Ha YouTube-
KaHaJi, abo y comiaabHux Mepeskax. TaKok Tpe-
0a 3ayBasKHTH, IO Y KOMIIaHil BificyTHsS iHTepHeT-
perknama. Cropinku y PeiicOymi Ta Imcrarpami me
IPOCYBAIOThCH, BiICYyTHA pekJama y 6Jsorepis. CaiiT
He BHIAETHCA IIEPIINM i Yac IiIJIbOBUX 3aIlUTiB
(rabs. 3). SEO-nmpocyBaHHS caliTy TaKOK Ha HU3b-
KoMy piBHi. BBarkaemo 1e roJI0BHOIO IIOMMJIKOIO Y
KoMmILIeKci mpocyBanHusa ToBapiB TM “Fanatik”, aky
Tpeba HerafHO BUNPABJIATU, SAKIIO KOMIIAHiA xXoue
301IBIIIUTH 00CATH HPOAAKy Ta HPUOYTOK, OCKiJb-
KM HUHI 3a yMOB IaHAeMii OiJbIIicThL TpomakiB
3IiHICHIOEThCA came yepe3 [HTepHeT.

OueBuguum € Te, mo TM “Fanatik” sapas Bif-
cTae BiJl cBOIX KOHKYPEHTIB Ta Ma€ HAWHMIKUI IIO-
3UIil y TOITYKOBi#l CHMCTEMi II0 OCHOBHUX 3aIlTax
y pubosioBHi# chepi.

TosmoBHOIO iTe€i0 CTBOPEHHS HOBOTO KOMILJIEK-
Cy TpOCYBaHHS € JOJAaHHA A0 J00pe IPAaIIOI0UYUX
crapux ckjgagoBux uactuH (PR um crumysioBaH-
Hsa 30yTy) HOBUX, TAKUX AK iHTepPHET-IPOCyBaHHS,
ab0 TOKpallleHHA HasgBHUX (HAIPUKJIAL, IIEPCO-
HaAJLHUU ITPOJANK).

BucnoBku. Byso po3po06ieHo HOBUIT KOMILJIEKC
IpOCYyBaHHS, M e(eKTUBHOTO (DOPMYBAHHA AKO-
ro MM BH3HAYWJIU IiJIi KoMIaHii, Taki AK iHdOp-
MYBaHHS HOBUX CHOYKMBAUiB, CTUMYJIOBaHHA 30y-
Ty TPOAYKTY YU IIOCTYT IMMiATTPUEMCTBA, a TAKOMK
iH(opMyBaHHA I'POMAJICHKOCTI PO AiAJBHICTE IIix-
npuemctBa. Mwu mpoaHasisyBaau Taki ¢garxtopwu,
110 BIIJIMBAIOTh HA KOMILJIIEKC ITPOCYBaHHA:

— miji mignpueMcTBa (TOJIOBHOIO IiJIIIO ITiATIPH-
eMcTBa € crabimizamia Ta migBUINEeHHA HTPOmAKiB
yepes iHTEPHET-IPOCYBAaHHS, a TAKOXK 30iJbITIeHHA
KIiJIBKOCTi HOBUX CIIOKMBAYiB);

— crparerii mignpuemcTBa (BuGpaHO CTpAaTErito
TINO00KOT0 TPOHWKHEHHS HA PUHOK Ta PO3BUTKY
TOBapiB, TOOTO MPOCYBaHHSA CTAPUX TAa HOBUX TOBA-
piB Ha mirouoMy PHHKY);

Ta6aumna 3

ITo3umnii y momykosiit cucremi GOOGLE 3a 3anmuramu

IMourykoBuii 3aIUT

Haszsa xommanii BaTaKKH Tayku KyIUTH npuHaza KYINHUTH CHJIiKOHOBY
. | RKyIUTH BYIKY s .
1 pUOOJIOBIIL OHJIAWIH IJIA pUOOJIOBJIL IPUHATLY
Fanatik 7 15 6 9 5
Ibis 5 1 4 3 1
Flagman 2 5 1 2 3
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— migboBa ayauTopis (mpocTi pmbaiKm BiKoM
Big 20 mo 60 pokiB, mepeBakHO YOJIOBIKM);

— eTam JXUTTEBOTO ITUKJY IPOAYKTY (uepes Te,
10 IIOCTiAHO BUXOAATHL HOBiI TOBapH, *KUTTEBL Iu-
KJIX TOBapiB PisHATLCSH, aje OLIbBIIICTh IPOAYKILiL
mepebyBae Ha ITUKJY 3PiJOCTi UM 3pOCTAHHA);

— 00cAT pUHKY (BUABJEHO, III0 PUHOK JIOCHUTH Be-
JUKUHN Ta He CKOHIIEHTPOBAHUM B OJHOMY MicIri);

— "HaaBHicTb pecypcie (TM “Fanatik” mae mox-
JIUBOCTi Ta pecypcu IJis IPOCYBaHHA).

Pospobisieno crTparterito mpocyBaHHA, 3a SKOIO
OyJI0 BU3HAUEHO, IO T'OJIOBHOIO iJJe€I0 CTBOPEHHS
HOBOTO KOMILJIEKCY ITPOCYBaHHA € AOJAHHA IO MIO-
Ope mpaIioUYUX CTapUX CKJIAJOBUX UYACTHUH HO-
BiTHIX a00 moKpalneHHsS HagBHUX. OCHOBHUMU
eJleMeHTaM! KOMILIEKCY IIPOCYBaHHS, KOTPi MU
0yZeMO BUKOPHMCTOBYBATH, € TaKi:

1) minoBe cTUMYJTIOBAHHA IPOJaKy (ZogaBaTu y
posnin «Posmpogas» IiHM HA TOBapu 0e3 3HUKKH);

2) mepcoHANbHUI Ipogak (IIPOBOAUTHU CeMiHa-
pu 3 IPOAABIAMHU IJiA ix Ginmbmioi o6isHaHOCT);

3) mpaAMUii MapKeTUHT (CTBOPIOBATH DPO3CUJIKU
yepe3 MeCCeHIKepu);

4) pexjama (CTBOPIOBATH IMOTY:KHUUA KOMILIEKC
MIPOCYBaHHS caMe iHTepHeT-MaraswuHy y IOIITyKO-
BUX CHUCTEMAax).

Taxko:k ciig posmomiaman OIOKET MO yCiX cKJa-
IOBMX YACTHMHAX KOMILIEKCY, a caMe CTUMYJIIOBAH-
Ha 30yTy cramoBuTh 10%, IepCOHAIBLHUN IIPO-
max — 20%, npamuit mapketunr — 10%, 3B’A3KH
3 rpomajchKictio — 30% , pexaama — 30%.

Taxkox y poOoTi 3po6JieHO IOBHOIIHHUII IIPO-
THO3 IIOJO Pe3yJbTaTiB Ta BUSABJIEHO, IO, BUKO-
PHUCTOBYIOUM PO3POOJIEHUI KOMILIEKC IPOCYBAHHSA
roBapiB, TM “Fanatik” 3moske He TiJIBKM TOKpa-
IIUTH BiKe HASIBHI CKJIAOBI YaCTMHU CBOT'O CTAPO-
TO KOMILIEKCY IPOCYBaHHs, ajie I BUKOPUCTOBYBA-
TU HOBi, CyYacHi CKJIaJOBi 4aCTUHUW IIPOCYBaHHI,
3aBIAKU AKUM CYTTEBO 30iJbIINTHCA HE TiJIbKU
npuOyTOK Bia iHTepHeT-MarasuHy, ajie i 3arajib-
HUU piuHUH TPpUOYTOK KOMITaHii.
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