—Ti, M0 MPUHAMAIOTh PIllIEHHS IOJI0 BUMOT JIO MPOAYKTY a00 TOCTa4allbHHKIB, KOTPI MOXYTh
BHUKOHATH 3aMOBJICHHSI, YJICHU TPYIIH, 10 «PUIBTPYIOTHY iHPOPMAITiTO;

— OKYTIi (MaroTh 0(illiiiHi MOBHOBa)KEHHS HA BUO1p MOCTayaIbHHAKA).

OCKIiNbKH PIllICHHS! € KOJIEKTUBHE, TO HiOM BOHO Mae OyTH MaKCUMAallbHO 00’ €KTHBHE, TPOTE MAE
Micle # iHIIa JTyMKa, 3 KO TEX Ba)KKO HE MOTOAWTHCS: «KOJEKTHBHE YHNEPEDKEHHS MO)Ke OyTH 3HA4HO
OinpIMM, HIX 1HIUBiTyanbHE yriepemkeHHs» [1]. Tomy 3akoHOMIpHO, 1110 (aKTOpH BILTUBY Ha PillIEHHS PO
nokynky TtosapiB B2B, Oymyrs kopemoBaru i3 ¢dakropamu BrumBy i3 B2C: mcuxosmoriuni (HaB4aHHS,
MOTHUBAIlis, CTaBJICHHS, NIEPEKOHAHHS, CIPUUHATTS TOLIO); COLianbHi (CiM’s, pomi Ta craryc, pedepeHTHi
rpynu); ocoOucTi (pia 3aHATH, BIK, CIOCIO XKHUTTSA, OCOOUCTICTh, €KOHOMIUHI OOCTaBWHH TOIIO); KYJIbTYpHI
(BIJIMB CUCTEMHU COINANIBHOTO KJacy, KyJbTypu Ta cyOkyabTypu) [2]. KokHe pimieHHs, mo npuiiMae
MOTEHUIHHUM KIIEHT, IPYHTYETHCS HA MMOEJHAHH] (PaKTOPiB, KOTPI B3a€MOAIIOTh OAWH 13 OHUM.

[IpakTuky nar0Th Mopany, o Ha puHKy B2B Texx BapTo 3acTOCOBYBAaTH CHITy €MOLH, aJl)Ke BOHH €
MOTY>KHIUM MOTHUBATOPOM JIsl 6araThoX JF0/IeH, KOTpi TPUMMAIOTh PillIEHHS 100 KYITiBJI TOBapiB HA I[LOMY
puHKy. Bapro Takox 3aBxmu mam’stata npo «FUD» (anrn. fear, uncertainty and doubt), To6To crpax,
HEMEBHICTh Ta CyMHIBH, SIKi MOXYTh BHHUKHYTH y 0ararboxX MOKYIIIB Mepe] KyIiBJICH MPOAYKTiB abo
nociyr mignpueMcrsa. 11100 yHUKHYTH LBOro, BapTO CHpoOyBaTH 3pO3YyMITH, UM BiAUyBa€ MOTCHLIHHHIMA
kimient FUD. fkmo ne Tak, To HeoOXimHO Hajgaru Oararo apryMeHTiB (i BIIEBHEHOCTi) B TOMY, YOMY He
NOTPIOHO TIEPEKUBATH 32 TOBAPU MiANPUEMCTBA. [IpaKTUKU TaKOX pajsTh 3pO3YMITH KOXKHOT'O yJaCHHKA
[EHTPY 3aKyIliBelb Ta BUKOPUCTOBYBATH IHCTPYMEHTH, B TOMY YHWCIi 1 €MOIIiiHi, B 3aJIEKHOCTI Bill
IHIMBIya bHUX XapaKTePUCTHK JIIOACH, 13 SKUMU MTPUXOAUTHCS KOHTAKTYBAaTH 3 IIPHUBOAY MPOAXKyY TOBapy

[3].

BaxMBUM MOMEHTOM € TaKOX ieHTH(DIKYBaHHS MOTHBIB TpPHIO0AHHS TOBapy, a caMe¢ BaKIMBO
3pO3yMITH, YAM MOTHBOBAHHUI MOKYIIEIb: I[IHOI, SKICTIO, JIOBFOCTPOKOBUMH BIIHOCHHAMH 3 TPOJABIEM
ToImO. B 3amexHOoCTi BiJi MOTUBY TMOKYIIISl BAPTO PO3POOIISATH BiJIOBIHI MOJIEN TIOBENIHKH, MiJOUpaTH
IHCTPYMEHTH, 30KpeMa eMOIIiiTHOTO BILUTMBY HAa OKPEMUX YYaCHHKIB 3aKyIiBEJILHOTO IICHTPY.
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PO3BUTOK EKOHOMIYHHMX TEOPI CIIOKUBAHHSA

AKTyaJIbHICTh BHMBYEHHS TIOBEIIHKM CHOKMBaya BHM3HAUYAETHCS WOTO IEHTPAIBHUM MICLEM Y
eKOHOMIuHi# Teopii [1-5]. IlpeacTraBHUKN KIACHYHOI IIKOJIM €KOHOMIKH AOCHIAXKyBaJll KOPUCHICTH TOBAPIB
SIK BU3HAYaJIbHUN YMHHWK 1XHBOI iHHOCTI. [licis dopmymoBaHHs «mapagokcy A.CMiTay: «SIKIo IIHHICTh
pedi 3aleXuTh Bij ii KOPUCHOCTI, TO YoMy OJiara, o MaroTh 32 HOPMaJbHHX YMOB HaWBHUIIMNA KOPHCHUH
edekT (X110, MOJIOKO, BOJIA), IIIHYIOTHCS HUXKUE, HiXK OJ1ara, KOPUCHICTD SIKMX JJIS JIIOAMHU AyXe BiTHOCHA (
JiamaHT)», — Hanpukinii XIX cr. psa exkonomictiB anrmiim Y.J[xeBonc (1835-1882) ta A.Mapmain (1842-
1924), ascrpiiiii K.Menrep (1840-121), ®.pon Bizep (1851-1926) ta €. don beem-basepk (185) 1914),
mBeiaperts JI.Banepac (1834-1910) Ta iH. 3ampornoHyBaJid TEOPETHYHE PIIICHHS JAHOT'O MapajoKCcy depes
BBCJICHHS TIOHSATTSI «TPaHUYHAa KOPHCHICTBY. ByB chopMyibOBaHMII 3aKOH T'paHUYHOI KOPHCHOCTI:
«'paHnYHa KOPWCHICTH TOBapy IS OyAb-sKOTO iHAMBINA yOyBa€ BIATOBITHO IO TPUPOCTY Ti€i HOTO
KUIBKOCTI, sika € B faHuii yacy [1, ¢.9]. [HmmMu ciioBaMu 1iHHICTh TOBapy (MiHOBa BapTiCTh) BU3HAYAETHCS
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CyO'€KTHBHUMH YSIBJICHHIMU PO TPAHUYHY KOPHCHICTh OCTAHHBOI OJIMHHMIII TOBAPY, IO € y PO3MOPSIKEHHI
CIOXHBaya.

VY pO3BUTKY KalliTaiizMy HOCTYIOBO CTBOPUJIOCS TaK 3BaHE CYCHUIBCTBO CIIOKMBAaHHS — CYKYITHICTh
CYCITUIBHUX BIJHOCHH, OPraHi30BaHMX 3 YPaxyBaHHSM IPHHIUITY 1HIUBIIYaLHOTO CIIOKMBaHHS. BoHO
XapaKTEePU3y€EThCS MAaCOBHM CIIOKMBAHHSM MaTepiajbHUX OJjar Ta (HOpMYyBaHHSM BiAIOBITHOI CHCTEMH
IIHHOCTEH.

[To3uTHBHI pUCH CYyCHIBCTBA CTIIOKMBAHHS: KOHKYPEHIIisl 3MYIIIy€ BUPOOHUKIB YJOCKOHAIFOBATH CBOI
TOBapH; CIIOXKHBYI IHTEPECH BUTICHSIOTH COI[iJIbHI, HAIIOHABHI Ta PENriiiHi, 0 CIpHIE 3HUKECHHIO
EKCTPEMi3My; BUCOKI JJOXOJH € CTUMYJIOM ITiJIBUILEHHS TPOQECIHHOro Ta KyJIbTYpHOTO PIBHS MpaIliBHUKA Ta
iH.

HeratuBHi pucH cCycHijbCcTBa CIIOKMBAHHS: 3POCTaHHS CIHOXKHMBAHHS PECYPCiB TPHU3BOTUTH 10
Jecrabim3zanii ekosoriyHoi 00CTaHOBKH; HOPMHU TOBEIIHKM, HaB'sI3aHI BUPOOHUKOM, MOXKYTh CYNEPEUUTH
TYMaHICTUYHUM LIHHOCTSIM; KOHKYPEHLIsl Cepel CIIOKMBAviB 32 BUCOKHUH PIBEHb CIIOKUBAHHS IMPU3BOIUTH
JIO CTPECIB 1 COLIIANBHOI HAPYTH MiX MpPeICTaBHUKAMHU PO3BUHEHHX KpaiH Ta iH.

[epmri cnpobu po3poOKK Teopii criokMBaHHS OyIi 3pO0JIeH]! BiIOMUME CYCIiNBCTBO3HABISME XIX-
XX cronite. ®paHiry3bkuil ekoHoMICT, (pinocod i matemaTrk AHTyaH OrycteHn Kypno (1801—-1877) Bnepie
BHU3HAYMB Ta 300pa3uB rpadidvHo (QYHKIIIIO MTOMHTY, BBIB Y OOIr TIOHSTTS «eNaCTHYHUHN monuT». HiMenbkuii
exoHomict I'epman ['enpix T'occern (1810-1858) po3poOuB OCHOBHI MareMaTW4Hi NPUHLUIHN Teopii
TPaHAYHOI KOPUCHOCTI. BHWKOpHCTaHHS TpPaHWYHWUX BEIWYMH B aHANi3l EKOHOMIYHHMX TIPOIIECIB CTajo
OCHOBOIO €KOHOMIYHOTO BUeHHsI KiHI XIX CTONITTS MMl HA3BOIO «MAPKUHAIII3MY, Y SIKOMY Ha0yB PO3BUTKY
€KOHOMIYHHH ITiJIX1]T 10 BUBYECHHS CIIOKKBaya [1, 3, 5].

[Mepmum cripoOyBaB 3alpONOHYBATH «TEOPIil0 TOTPEeO» BIpHUI MPOMOBKYBaY KJIACUYHOI KON
aHrmiiicekoi momitiaHoi ekoHoMii Kapnm Mapke. Bin chopMmymoBaB «3aKoH MiJBUILIEHHS TOTPEO», SIKUH
TOBOPHTb, II0: «Y Mipy PO3BUTKY MaTepialbHOTO 0a3ucy y JI0JIel BHHUKAIOTH HOBI OTpeOH, sIKi el 6a3uc
JI03BOJISIE 33/I0BOJILHHUTH, 1 B Mipy 3aJI0OBOJICHHS aKTyaJJbHUX ITOTPE0 BOHM 3aMill[alOT bCs MOTPeOaMu BUILIOTO
piBHS (MiHIMAIOTKCS), SKi IEPEXOATH 3 JIATEHTHOT'O CTaHy B akTyanbHUI». K.Mapkc BUCYHYB TaKOX i71€10
ToBapHOoro Qerummsmy. ToBapumii QerummnsMm (Ppanys3pke fetiche - derum, imon, amyner) - e
ypeueBIICHHST BUPOOHMYMX BiJHOCHH MIXK JIIOABMH B YMOBaxX TOBApHOI'O BHPOOHMIITBA, 3aCHOBaHE Ha
npuBaTHiK BiacHOCTi. CyTHICTh HOTO TOJATAaE Y TAaHYBaHHI HAJI JIIOJABMHU NIEBHUX pedel. 3BiicH — MiCTUYHE
CTaBJICHHS TOBapy SK JIO HaJANpupomHoi cuit. ToBapHWi (eruimm3M o3Havae IepcoHidikaiio pedei,
EKOHOMIYHHUX Kareropiit. HaliBUIIM mposiBOM TOBApHOTO (PETUIIM3MY € KYJIBT TPOIICH.

Inmuii HiMerpkui corionior Makc Bebep (1864-1920) chopMyintoBaB KOHIICIINO CTAaTYCHUX TPYIT Ta
IPOTECTAHTChKOI €THUKH. Bebep BHCTyMmaB 3a CYCHIIBCTBO, SIKE BiH PO3MIIAAAB HE SK TPoMamy, 00 SK
00yMOBJIEHY COITIaTbHUMHU 3aKOHOMIPHOCTSIMH CYKYITHICTh COIliaTbHUX BiJIHOCHH, COIIaIbHIX TPYIL.

Awmepukanenp Topcreiitn Bebnen (1857-1929) sampomnoHyBaB TeOpit0 MOKa3HOTO (TMPECTUKHOTO)
CIIOXKMBaHHS: 6araro Joael MPUHMAarOTh PIllIeHHS PO MOKYIIKY ITiJ] BIUTMBOM Oa)KaHHS MPOJCMOHCTPYBAaTH
CBOIO BHCOKY KyIiBelbHY crnpoMoxkHicTb. Himenpskuit comionor I'eopr 3immens (1858—1918) Bucynys
KIIIOUOB1 imei Teopii Mogu: Monma, TOOTO oOMEKeHe y yaci MaHyBaHHsS IEBHUX CMakiB, MeperdMaeThbes
OaraTMMU JFOABMHU — OUTHUMH, 1 IO IIBUJIIEC BOHA MEpeHMaeThCs, TO MIBHIIIE 3MIHIOEThCs. HiMerbkuii
couionor ta ekoHomicT Bephep 3ombapr (1863—-1941) 3ampomoHyBaB KOHIEMIiIO PO3KOLII: MparHEHHs
JFO/IMHU MATH HA/IJIMIIOK TIOPOJIMIIO KamiTami3M, TOOTO CHPUSIIO CyCIiIbHOMY Tiporpecy [1, 2, 4].

Himenpkuii corionor, icropuk i ekoHomicTt Makc Bebep (1864-1920) cdopmynmtoBaB KOHIIETIIIFO
CTaTYCHUX TPYIl: MIXKKIIACOBI TPYIU Jtojied, 00'€JJHAHMX 3a O3HAKOIO CYCITIJIBHOTO CTaTyCy, MalTh CBOI
0COOJIMBOCTI B CTPYKTYpi TOBapiB, M0 KymyrThcsa. Cepell CydaCHHX TEOPETHKIB-IOCHTITHUKIB MOBEIIHKH
CIIOKMBAYiB TOBapiB OCOOMCTOr0 MpU3HAYCHHS MOKHA Has3BaTH Taki iMeHa. IT'ep Bypawito (1930-2002) -
¢dpaHIy3pkuid comionor i ¢ginocod, MpeJCTaBHUK MOCTCTPYKTYPai3My, TBOpPEIh T€Opil COIiabHOrO OIS,
Teopii radityca. CTpyKTYpaliCTH PO3IIIAIAI0Th OJIAT, JIITEPaTypy, €TUKET, Mi(), )KECTH SIK YHCIICHHI «MOBI,
JIe CIIJIKYIOTHCS TPEJACTABHUKY Ti€l UM 1HIIOI KyJIbTYPH, i ParHyTh PO3KPUTH 3aralibHi alrOPUTMH Pi3HUX
COIlIaJIbHUX TIPOIECiB. Y CBOK Yepry TMOCTCTPYKTypaslisM — TiAXiJl, TOB'I3aHUHA 3 KPUTHUKOIO
CTPYKTYpali3My, 3 BUSBJIICHHIM MapajoKCiB, 1[0 BUHUKAIOTH IPU CIIPo0i 00'€KTUBHOTO Ti3HAHHS JIFOUHHU 32
JTIOTIOMOT OO JIIHTBICTUYHUX CTPYKTYp. Teopis comiaabHOro mojisi — Teopis, 3a KO IMOBEiHKa 0COOUCTOCTI
YU COIIaJIbHOI TPYMU € Pe3yJbTATOM B3a€MOJiI CHJ, MO0 Y KOHKPETHOI comianbHOi cutyarii. ['adityc —
BTIJICHHSI CIIOCOOY KHTTS Ta CIIOCOOY MUCICHHS 1HJWBIJA KOHKPETHOTO Kjacy, mpodecii, HallioHaIbHOCT1
(owiHKHM, CMaKK, MaHepa MOBE/IIHKM, PEaKIlil Ha MO Ta iH.).
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IpBiar Topman (1922-1982) — amepruKaHCBKHIA COIIOJIOT Ta TMCUXOJIOT. [IpeIcTABHIUK CUMBOJIIYHOTO
WHTEPAKIIMOHN3Ma — BYCHHS, Y SIKOMY OCHOBI aHai3y MOBEAIHKU JIIOJMHU JIEKATh COIIANbHI B3a€MOI.
Jani B3aemMopii 3aCHOBaHiI Ha CHCTEMi CHMBOIIB (CHMBOJI Ma€ Ha yBa3i HE CTUIbKH OO0'€KT, CKIIBKH HOTO
Miclle B CHCTeMi HABKOJMIIHBOIO OTOYCHHS, peakiito Ha Hboro Ttoiio). Kau Boapiitsp (1929-2007) -
(paHIy3bKHI COIIOJIOT, KYJIBTYPOJIOT, (iIoCO(-TOCTMOACPHICT, KPUTHK CYCIIIBCTBA CIIOXKUBAHHS.
MonepHism — 11e THIT (iToco(ChKOr0 CBITOINISLY, SIKUM Mae€ Ha yBa3i OAHONIHIHHWI Mporpec Ha OCHOBI
3pOCTarouoi OJHOMAaHITHOCTI, OO0'€HaHHS Ta CTaHAApPTU3aIll BCiX AaclekTiB JIOACHKOI KyJIbTypu Ta
nistibHOCTI. [TocTMOAEpHI3M — IIe cHCTeMa MOTJISIIB, sKa BIIKUIAE €IWHUN MpOrpec BCiM, mependavae
Ju(epeHIiaiio KyJIbTYPHUX IHHOCTESH, KyIbTYPHHUH 1 CIIOKHUBYHHN TLTIOPAITi3M.
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KOHCTPYKIIII MAPKETUHT'Y BIZ[THOCHH HA PUHKY TOBAPIB IIPOMHUCJI0OBOI'O
NPU3HAYEHHSA

CyuacHi TeHAEHLIl PO3BUTKY MAapKETUHrY pPOOJSITH MOMITHMM HOrOo NMPOHUKHEHHS y Pi3Hi cdepu
nistibHOCTI. KpiM TpamuiiiHOi TPUCYTHOCTI MapKETHHTY Ha CIHOXHWBYOMY PHUHKY, ChOTO/HI MapKETHHT
JIOBOJII aKTHBHO PO3BHBAETHCA HA PUHKY, HA SIKOMY IIOKYIIIIEM BHCTYNA€ HE KIHIEBHH CIOXHBA4, a
MPOMIKHUI CIIOKMBad. TakuM YMHOM, aKTyali3yeThCsl JOCHIJKEHHS MHTaHb, OB’ SI3aHUX 13 3’ SICYyBaHHIM
0COOJIMBOCTEH Ta MOKIIMBOCTEH BUKOPHCTAHHS THX UM 1HIIUX KOHCTPYKIII MAPKETUHTOBOT'O YIIPaBIIiHHS HA
PHHKY TOBapiB IIPOMHCJIOBOrO IpHU3HAYCHHsA. B yMoOBaxX IUIaHOBOI EKOHOMIKM BITHOCHHH MiXK
KOHTpareHTaMM IPOMHUCIIOBOIO PUHKY OY/IM 3aHAJTO JAJICKO BiJ peaJbHUX PUHKOBUX (MapKETHHTOBHX)
BIJHOCHH, TOMY IIE€peXil A0 MapKETHHI'OBOTO YIPABIIHHSI Ha AHAJII30BAHOMY PUHKY BiZOyBCS 3HAYHO
Ti3HIIIe, Hi’K Ha pUHKY CIIOYKUBYHX TOBAPIB.

Oco0MBOCTI PUHKY TOBapiB MPOMHUCIIOBOTO IMpPU3HAYCHHS MEBHUM YHHOM BH3HAYAIOTh MOXKJIMBI
KOHCTPYKIIIi B3a€EMOJIii MK KJIIOYOBUMH KOHTpAareHTaMH. YCBiJJOMJIIOIOYM (akT TOro, IO HaBiTh
IIPOMUCIIOBHI TOBap OIMOCEPEKOBAHO HAIIJICHHH Ha 3aJ0BOJICHHS NOTpeOM KiHIIEBOrO CrioKhBada (00
MPOMHUCIIOBE MiANPUEMCTBO, OyIyuH MOKYMIIEM BUPOOHUYIO-TEXHIYHUX TOBApIB, MparHe BUPOOISATH TOBAPH,
Ha SKi Yy KIHIIEBOTO CIIOKMBada Oyje IONMUT), MH PO3YMIEMO, IO MEXaHi3MH B3a€MOBIJJHOCHH Ha
POMHCIIOBOMY PUHKY MOXKYTh OYTH 3HAYHO CKJIAHIIIMMHU Hi’K Ha CIIO)KUBUOMY PUHKY.

EBomoniiiHui mocTyn KOHIICTIII MapKeTHHIOBOTO YIIPaBJIiHHS HUHI HaWOINbIle akTyalli3ye Halry
yBary Ha TOMY, IO BiIOYBa€ThCs TIOCTYIOBHUI MTEpeXij] 10 T. 3B. KOHIICIIIi MApKETUHTY BIJIHOCUH, CYTh SKOi
3BOJIUTHCS JIO HEOOXiTHOCTI MOOYIOBH B3aEMOBHUTITHUX TPUBAIUX BiTHOCHH MIX YYACHHUKAMHU B3a€MOJIi 3
NIO3UILI TTOCTauaHHsI, BUPOOHUIITBA Ta 30YyTY.

CporoHi HEOTHOPA30BO B JITEpaTypi 3yCTpidaeMO TPAKTyBaHHS MAapKETHHTY BiTHOCHH NEPEBAKHO 3
MO3MLIH B3aeMOAIl «BUPOOHUK-CTIOKMBawy. Tak, 1o npuxiany y O.B. bonoTHoi 3ycTpidaemo 1ymKy mpo Te,
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