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AOANTALIA MMOBAOBbHOI MAPKETUHIOBOI CTPATET I THK
I3 3AMYCKY HOBOI NPOOYKLII HA TIOKANIbHOMY PUHKY.
HA NPUKNAAI PUHKY ENEKTPOHIKHU

AHOTALUIA. Y crtatTi po3rnaHyTo npouec agantauii rnobanbHoi
MapkeTnHroBoi ctparterii THK Ha npuknagi puvHKY enekTpoHiku B
YkpaiHi. Po3srnagatotbca etanu, ski HeobxigHo ysroanTu Ansa nna-
HYBaHHS 3anycKy NPOAYKUii Ta MapKeTUHroBOi cTpaTerii Ha noka-
NbHUX pUHKaxX kpaiH. 3okpema Le nepernsag nokasHuKiB AiSnbHOCTI
GisHecy 3a nonepegHi nepiogn, BU3HAYEHHSA PUHKOBOrO MPOrHO3y
Ta uinen NokasHukiB Npogaxy Ha ManbyTHIN NnaHoOBUI Nepiod i po-
3rnsag eTanis aganTtaudii Ta nnaHyBaHHA rnobanbHoOi cTparTerii Ha
NoKanbHOMY PUHKY.

KNKOYOBI CJIOBA: rnobanbHa MapkeTMHroBa cTparTeris, 3anyck
NPOAYKTY, PUHOK eNeKTPOHIKKN, NaHLKXOK 4oAaHOl BapTOCTi ToBapiB
€MNeKTPOHIKK, iHOeKC cepeHbOol PUHKOBOI LiHW, YNPaBmiHHA MaHLto-
ramm NocTaBoK, PO34pPiOHNA MapKETUHT.

ADAPTATION OF TNCs GLOBAL LAUNCH MARKETING
STRATEGY FOR NEW PRODUCTS ON THE LOCAL MARKET.
ELECTRONICS MARKET CASE

ANNOTATION. The main purpose of the article is to study the
process of TNCs global marketing strategy adaptation using
example of the electronics market in Ukraine. The stages to be
agreed during product and marketing strategy launch planning in
the local domestic markets. In particular we will review stages — 1)
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revision of the business performance indicators for previous
periods; 2) the definition a market goals and sales indicators for the
forthcoming planning period; 3) finally steps of product launch
adaptation and planning of global strategy on domestic market.
Correct channel management and product mix between partners is
the core of marketing strategy. For many years BTL component
and mainly retail component was dominant for electronics market.
Thus marketing strategy include combination of PR, ATL, BTL
projects. Marketing strategy budget plan together with yearly new
product line launch could cost 5-10 % of local subsidiary budget.
The electronics market characterized by rapid changes in product
lines, technologies, and the return on investments in R & D.
Therefore, local strategy implementation inaccuracies could result in
large losses, due to the lack of time to eliminate errors accelerated
by high depreciation of technologies. One technology quickly
replaces another and quickly becomes outdated for the market. In
this review we will check main stages of this process.

Marketing strategy adaptation format should be consensus between
headquarter strategy vision and local market national features.
Freedom which subsidiary was is variable between markets and
TNCs. Most TNCs in electronics prefer direct marketing
management (mainly retail presence) and control from headquarter.
As we may know retail marketing management is strategic for whole
business.

KEY WORDS: global marketing strategy, product launch, electronics
market, electronics products added value chain, average price index,
supply chain management, retail marketing.

Beryn. [lepeBaxna Oinmbiricte MibkHapogaux THK, mo mitote Ha
YKpaiHCBKOMY PHWHKY, pPEali3yloTh Ta aJanTyIHOTh CBOi TNIOOANbHI
ctparerii. [IpormoHy€eMO pO3TIISIHYTH, SKHM YHHOM II€ BilOYBa€ThCH,
Ha MPHUKIAJl pUHKY eleKkTpoHiku. Ha npoMmy puHKy B YKpaiHi Hana-
rO/PKEHO BHPOOHHMIITBO HE3HAYHOI YAaCTKH TOBApiB, PELITa IMIIOPTY-
€TBCS 13 SaBOI[iB Cnosakii, Pocii, HiB)leHHO Cxiz[Ho'l' Asii TOLLO. Pu-
HOK eneKTpOHlKH XapakTepH3ye UIBUIKICTb 3MIHM TOBAPHUX JIHIHOK,
TEXHOJIOTIH Ta OKymHiCTh iHBecTHLIl B R&D. Tomy soKanbHi HeTOY-
HOCTI Y CTpaTeridyHoMy IJIaHyBaHHI MAlOTh HACIIIKOM BEJIHKi 30UTKH,
yepe3 Opak yacy /Ui YCYHEHHs TIOMIJIOK 4epe3 IPUCKOPEHY aMOPTH-
3al1il0 TEXHOJIOTIH.

OpmHa TEXHOJIOTIS MIBHIKO 3aMIHIOE 1HNIY, HAJJIMIIKOBI TOBapHI
3amacH IMIBUJKO CTAalOTh HEAKTYaJbHUMH JUIS PUHKY. Y TaKHX BHIIQ]I-
Kax KOMIIaHIsSIM JIOBOJIUTECS 3aCTOCOBYBATH CTPATerii MiHIMI3allii BU-
Tpar. [1o KOXKHOMY TPOAYKTY HA PHHKY CICKTPOHIKH, SK I100aIbHO-
My, TaK 1 YKpaiHCBKOMY, MOXEMO T00Q4MTH OJIONOJNICTHYHY
CHUTYaIlil0 — XapaKTepHa HasIBHICTh 3-4 KOMITaHil JiepiB, K1 AUISATh
Mk co00t0 61m3bko 80 % pUHKY.
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ITocranoBka 3aBaanus. [IpoaHanizyBaTi OCHOBHI €Tanu ajarnra-
i MI00abHOI MapKETUHIOBOI CTpaTerii Ta MapKeTHMHTOBOTO TUIAHY
JUISl IOKQJIBHOTO PUHKY.

2008 - 0m I 21

I Bupyyka =——i— 3JpOCTaHHA

Puc. 1. 'mobanpHuii pUHOK €NEeKTPOHIKM — BHPYYKa BiJ po3apiOHOro
nponaxy, 2008-2011 poku [1, c. 7]

PesyabraTu. Bemuka pI3HHIST B KYJIBTYPHUX OCOOJIHUBOCTAX
KpaiH CBITY pOOUTh HEMOXJIMBUM O€3MIOCEPEIHIO peali3allilo cTpa-
Terii MaTepUHCHKUX KaMIIaHiil Ha PUHKY B YKpalHl THK €JIeKTpO-
HIKH, SIK TIPaBUJI0, TOCTAYal0Th TOBAPH Y CBOI JOYIpHI KOMIIaHii Ha
OCTaHBOMY €Talli — MPOAaXy Ta cepBicHOro oOciayroByBaHHs. [1o-
HepesiHl eTanu MOXYTh BIJI0OyBaTHCh pI3HMX KpaiHax cBity. J[is
MJIaHyBaHHsS 3allyCKy HOpPOJYKIi Ta MapKeTUHIOBOI cTpaTrerii Ha
JOKaTbHOMY PHHKY (B HAIIOMY TPHUKIANI — PUHKY YKpaiHW) BaxkK-
JIUBO y3rOAUTH TaKi eTamu.

[Tepmmit eran. Ha skoMy BimmOyBa€eThCs TepeTJIsl OKa3HUKIB Tisl-
JBHOCTI Oi13HECy 3a MornepeiHi Nepioau, BiI0YBa€ThCS TAKUM YHHOM:

— TMepeTJIsi Pe3yJIbTaTiB MPOAAKIB 32 MONEPETHI POKUA B TPOIIO-
BOMY Ta IMOIITYYHOMY €KBIBAJICHTI MO0 KOKHOMY 3 BU3HAYEHHUX CETMe-
HTIB PUHKY;

— BHU3HAUCHHS BEJIMYMHH PUHKOBOI KOHKYPEHIIiT B KO)KHOMY Cer-
MEHTI Ta IOKa3HHWKa CepeaHboi puHKOBOI IiHM API (aHri.average
price index — Biz{o6pa>1<ae BIIXWJICHHS I[IHU Ha MPOJYKIII0 KOMITaHii
BiJ CcepeIHbOPUHKOBOT L{IHA) BU3HAYAETHCS JUISl CETMCHTY, JUISL MOJIe-
mi juis kareropii Toapy 3aranoMm. API joriomorae HpO&HaJ'IISyBaTI/I
LIHOBY CTPATErit0 KOHKYPEHTIB Ha PUHKY IO MPOTYKTOBIH JiHINII;
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— BU3HAYCHHs CIa0KUX CTOPIH 613Hecy TNOLIYK 1pobIIeM 1 HeTo-
YHOCTEH Y MOACIBHOMY «MIKCI» IIPOAYKUIT 10 KIIIEHTaM, BUSHAYCHHSI
BEJICUMHU 3araciB MPOIYKIIil B MOPIBHAHHI 3 TIONIEPEIHIM POKOM, TIO-
LIYK IPOAYKTIB 3 HU3BKUM 00CSATOM MPOJAXKYy IO apTHepaM, HeraTu-
BHOIO TUHAMIKOIO POCTY TOIIO.

MoGyTosa

GesKaHansumi Snoie

LanianpoBigHMK 7
| Sl
¥ mepayi

. HaNIBPOBIAHHK
¥ BMPOBHMLTED ¥
" awcpuBioTop

¥ EneeTpoHHE CIOMHBAY
[ = 2

YnaKoska 1a
= 3'eHaHHA

ximixary (cnew,

Ta Gasosi)

¥

1 TO o
- it
* nokwneus

YTHRBaLIA
—_

—*

Hafiopn
APYKOBaHMK
e AMcTpHEOTopH— L T
", EMS i ODMS

KONBOPOE] METaNK
3aniso Ta cTanb.

nnaTa
nacuEH
KOMNOHEHTI
|y KoMnoHeTA
Amomnero
arTum
KOMNOHSHTY

=

5a30Bi MaTEfiEMN BHPOGHHUTED 3 KOTPAKTOM EneiTpoike o5nagiania Tpoga:K T2 cepeic

Puc. 2. JlaHmror 101aHO0T BApTOCTI TOBAPIB CIIOKUBYOT eNIEKTPOHIKH [1, ¢. 8]

Hpyruii etan. BuzHaueHHs pHHKOBOTO MTPOTHO3Y Ta IIUJIEH TOKa3-
HUKIB MPOJaXy Ha MalOyTHIN MIaHOBUHU mepiof. Sk mpaBuio, KHUT-
TEBUH IMKJ TOBApiB Ha TaHOMY PUHKY CKJIagae oauH pik. Ha manomy
eTari BiI0yBa€eThCs Take:

— (opmyBaHHs 1iHOBOI cTparerii a1 0OpaHOi MPOJXYKTOBOI JIi-
HIWKH (TI0 KITIEHTY/CErMEHTY/TI0 MOJIeNi);

— BU3HAYCHHs INPOTHO3Y IONHUTY IO CErMEHTaM MNPOAYKLii y
TPOIIOBOMY Ta KlJILKlCHOMy €KBIBaJICHTI;

— BCTAHOBJICHHS LIJIEH MPOJAXKiB IO PUHKOBHM CETMEHTaM i MO-
JeIIsIM;

— MOKBApTa/bHE IUIAHYBAHHS PUHKOBOI YaCTKH KOXHOIO CerMeH-
Ty, IIaHYBAHHS 3amaciB 1 3aMOBJICHb Ha 3aBOJM 3 YPaxyBaHHIM 0CO0-
JUBOCTEH JIIF0Y0T CUCTEMH YIPaBIIiHHS JIaHIFOraMu nocradanns SCM
(supply chain management).

BcraHoBieHHs 1inel MPOAaXKiB MO PUHKOBHM CETMEHTaM — SIK
MPaBUJIO BCTAHOBIIOIOTH 2-3 MOKA3HUKH, BIAMOBIIHO 0 SKHX MPOBO-
JUTHCS OIIIHKA JiSUTBHOCTI Oi3HeCy:
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(1) Mexi HyBOBOTO NMPUOYTKY;

(2) mie Ha OCHOBI MEHEIDKMEHT IUTaHy (KOJIH KOMIICHCYIOThCS
OFO/DKETH Ha BUKOHAHHS (DYHKI[IOHAJILHUX JIOKAJIbHUX CTpATeTiil 1 3a-
ILUIAHOBAHI OKA3HUKH IPHOYTKY);

(3) uiTh MOKA3HUKIB AISUIBHOCTI, B SIKYy 3aKJIa[ICHO KOMIIEHCAII0 BH-
TpaT MaTEPUHCHKOIO KOMIIaHIEI0 HA PO3BUTOK III00AILHOTO O13HECY.

Tperiii eran. Ananraris Ta MIaHyBaHHS TJIO0ATBFHOT CTpaTerii Ha JI0-
KallbHOMY PHHKY BiIOYBA€TbCs HACTYIHUM 4uHOM. [lo-nepiue, BeTamo-
BJICHHSI CTPATCrIYHUX LUIeH GI3HEeCy Mo NPOJyKTy: HOBA JM(epeHLiaris
4 [O3ULIOHYBAHHSI JUlsl IPEMiabHAX MPOJYKTIB, MOKPALICHHsS poOOTH
3 PUHKOBHMH [1apTHEPAMH Ta FOPH3OHTIbHA iHTerpauis. Le Moxe 6ytn
e(l)eKTI/IBHIHII/II/I po3zpibHMiT MapkeTHHT (retail marketing), peopraxisarist
NPOJYKTOBOI CITKH, Ky MPOIYKLiIO OTpuMye KoxeH napraep, CPFR
B/IOCKOHAJICHHS CHCTEMHU npncyTHocn Win-win MEHEUKMEHT.

Io-mpyre, BCTaHOBICHHS Litedl mo npuOyTKy, BUPYHLl, 3aralbHid
PHHKOBIH 4acTLli, PUHKOBOI YaCTKHM CTPATErivHMX i MPEMIaIbHUX Cerme-
HTiB — PUHOK €JICKTPOHIKU MIOPIYHO MPOIOHYE SIKICHO HOBI MPOJYKTH,
Ba)XJIMBO 3aKPIIUICHHS HOBOT KaTeropii MpOyKIIii 3a OpeHI0M KOMITaHii.

ITo-tpere. lle mulaHyBaHHS HaIiOHABLHOI peKIaMHOI-KammaHii PR,
ATL, BTL, Retail Marketing (puc. 3). Po3risiHemMo nonanmii mpukiia, 1e
3Q/IEKATh Bi/l HABHHX OIO/UKETIB, PUHKY Ta MPHOPITETHOIO CCrMEHTY:

e PR — 3ax0;m npe/IcTaBIICHHSI TIPOJTYKITii TApTHEpaM Ta CTIOKHUBAYaM;

e BTL/ Retail Marketing — OpeHayBaHHs JIOKaLliif, 30LIbIICHHS
MarasuHHOI 1UCTpUOYLii, APyKOBaHI MaTepiaiu, MPOMOYTepH, OpeH-
AyBaHHs 00JIa/IHAHHS MarasuHis;

e ATL — TeneBi3iliHe MPOMO, iIHTEPHET KaMIIaHisl.

A ‘ o :l i ‘\‘
epeseHb \BITEHb
WWHIGINe
+ Mpopykraani PR no npesiznsis © Kowylliadin A%R MACODCT 3yaHTopil + Banyer npoayhui ta ' ﬁTcu EIL-: TRRAARNENR
VATRrOpiEM + BIL Ta GPeHayBaKHA ronosHH PUEKOBE KOuIyHiKBLEA . :ﬁﬂa&u aHeTERGYYTE
- Mosatkosa KangHicaUR npaRi HHRDBHY NOKSLIR prastiiit
CT200T TIHIFRK LI DO DI RY

NPSACTABNEHHAM

"n1paTen"4imx 4 - InTepner npoaykuil ATLIBTL npugykosni
/ XApaKTEPHOTHK HOBOT KOMyHkaUiA By/mi-He APKETHHE
£ nivinku y - BIL GpenpyeaHHA
CreopeHHs KOMYHikaLIA
PHHKCROr BY /

Puc. 3. TIpukiaa mociiIOBHOCTI MApKETHHIOBHUX 3aX0/IiB
JUTS 3aITyCKY JTIHIMKY HOBOT IPOAYKITT
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Crpareris 3armycKy HOBOI HPOAYKIII Ha JIOKaJbHOMY PHUHKY Ile-
pendayae CTBOPEHHS T€HEPATBHOTO MPOEKTY MO KOXKHOMY HAIPSIMKY
3 BU3HAYEHHSM pECypciB, CTPOKIB 1 Oi3Hec-1lel y paMKax Iriio0ab-
HOI cTparTerii:

1) BU3HAUEHHSI pUHKOBUX MOXKIIMBOCTEH 110 MpeMialbHIM CEerMeH-
TaM, CIIBIpans 3 PO3APiOHMMHU MapTHEPAMH MO HAHKpaIIOMy Mpe-
CTaBJICHHI CTPATET19HOT MPOIYKITii;

2) po3mpozaax crapoi JIHIMKY, CIeIianbHi npono:;nui'l' Ha pUHKY;

3) peopraHizalis Ta MePErisi NPOAYKTOBOI CITKU 110 MAPTHEPAM i
KaHalaM MPOJaxKy — OpI€HTAlls Ha PO3IPIOHI KaHATM YM OMTOBI,
BXXJIUBO 11100 YacTKa PO3IMOALTY MPOAYKIIi KO)KHOMY KaHally Oyna B
3aNeXHOCTI Bif #oro puHKOBOi momi. (puc. 4 Ta puc. 5) WHS
(wholesaler — onToBuii KaHAJ TPOAAKY )

Puc. 4. Ilpukian po3noaity mpoayKIlii Mo KaHajiam MpoJaxy
OpIEHTOBAHOTO Ha PO3IPiOHI MEpexi

- Yuuxamu goxycysanns na oonomy 3 - Piwenns npo smenwienns uu 30invuenns
Kananie onmosux napmmuepis. 3menuenns KOHKypenyii
- Baoicnueo nokpawjumu nokasHuxku ois- npugooums 00 cMabinizayii pUHKOBUX YiH (AKY
JLHOCMI NO KAHANAM, WO MAIOMb OibuLy KOMNAHIT 6AHCKO KOHMPONIOAMU 8 ONMOBUX
PUHKOBY YACMKY KaHanax)

- [hanysanns npoepam niompumxu ons 36ymy
ma 000amKo8a MapKemuH208a NiOMpUMKa

[Hacrea Blanacy I
% PuHoK “m. ﬁ:':""‘ Thue.$ 2012 2013 GIR
) YpyRAkAEY
aanacie) Kanan 1 26,105 38,660 48%
Me ! 3 g a9 KKanan 2 16,981 20,017 18%
Mepea 2 36% 45% 48% lanan 3 10.903 8.739 -20%
Mepewa 3 319 174 208, Pazom 92,869 78,486 -15%

Puc. 5. Ilpuxmnax po3nominy IpoayKiii o po3apioHuM
Ta ONTOBHM KaHajgaM 30yTy
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Hes0anancoBanuii po3moain MpOAYKINi MO KaHajlaM TMPOJAKy
BIUIMBA€ HA HETaTHBHE 3pOCTaHHS MOKAa3HUKIB Oi3HeCy, MOsBI HA/JIH-
IIKOBUX 3alaciB, JOAATKOBUX BUTpaTaX. BaxIMBO BKIIIOYMTH Taki 3a-
xoau (puc. 6):

LliHoBWA MeHeKMeHT
o] i Ta YMOBH

UYecHa KOHKYPEHUIA MK KaHanamu 35yTy
EdheKTUBHWIA LiHOBMIA MEHEKMEHT Ha PHHKY

A

KomyHikauis 31 cnoxveayamm

YI'IpaBl'IIHHﬂ 3anacamu Ta pUHKOM
MiHiMi3yBaTh KOHNIKT MK KaHanamm —
PO3APIGHAM Ta ONTOBMM (Retailers & WHS)
SKU (aurn. Stock Keeping Unit) - ingHtudikatop
ToBapHol noanyil, oauHuYR obiniky sanacis, posnogin
signosigHo go smmcj PHHKY

Uinecnpsamosana opramizauis uo6 6yt
Gmkye N0 PHHKY

Npama cnisnpaua 3 HENPAMUMY KnieHTaMM (219 tier
partners}

3mina Gianec CTRYKTYPH B perioHanbHmx odicax
OroBneHWA Nigxia AC IHTEPHET PUHKY

A

— N

Puc. 6. Peopranizariist po3noiny NpoAyKIlii Mo po3apiOHuM
Ta ONTOBUM KaHaJlaM — CTpaTeTi4yHi HapsSMH TisUIBHOCTI

o [l{iHOBUiI MEHEPKMEHT Ta OHOBJICHI MPaBUJIa Ta YMOBH CIIiBIIpa-
Ii: YeCHAa KOHKYPCHIISl MK KaHaJaMHu 30yTy, €(CKTUBHUHN IIHOBUI
MEHE/UKMEHT Ha PUHKY.

e KomyHikauis 3i cioxusauamu Ta puHkoM. Llinecnpsivosani 3a-
X0y 1100 6yTn OurpKYe 0 PUHKY: TpsiMa CHIBIPALS 3 HENPIMUMH
krienTamu (2™ tier partners), 3MiHa Gi3HeC CTPYKTYPH B PEriOHAIbHUX
ocicax, OHOBJICHHI IIAXI 10 IHTCPHET PUHKY.

e VYmpaBiiHHS Ta po3mOJiI 3anaciB. MiHIMi3yBaTH KOHQUIIKT MiX
KaHajmamu — po3apionum Ta onrtoBuM (Retailers & WHS): SKU
(anrn. Stock Keeping Unit) — igeHTu(ikatop TOBapHOI MNO3MIIII,
OJIMHUIIS OOJTIKY 3aIaciB, PO3MOLT BiIOBITHO 0 €EMKOCTI pUHKY.

Ha ocHoBI I1aHyBaHHs PUHKOBOI [OBE/IIHKH Ta PO3MOJLLY IPOJIy-
Kun 10 KaHaJlaM 30yTy BH3HAYAETHCs OIOIKET Ha peanizaliio crpare-

. Cronu BXOJSATH JIOTICTHYHI BUTPATH, MApKCTHHIOBI OHOJUKETH,
yTpI/IMaHHH CePBICHMX LEHTPIB, (QIKCOBaHI BHTPAaTH HA yTPUMAHHS
odicy Ta 3apoOiTHY IJary, 3aKJIaJaeThCsl OYIKyBaHUN MPUOYTOK Ta
KOMITICHCAIII1 mapTHepaM JJIs JiKBiAallil cTapux 3aracis.

Jlns mpukiaay po3riiiHEMO CTPYKTYPY MapKEeTHHTOBOTO OIOIKETY
(Ta6n. 1) mo ogHOMY 3 MPOJYKTIB €IEKTPOHIKH, BPaXOBYIOUYH TIiio0a-
JHHY TEHCHINIO B TIEpPeopieHTAaIll Ha po3ApiOHUIT MapKETHHT CBITO-
BUX BUpOOHUKIB (retail marketing). Burpatu moxyTh gocsratu o 5-
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10 % 3aranpHOrO OrO/KETy Kommadii. JlaHui po3noin Moxe 3MiHIO-
BaTUCh 3AJIGKHO BiJl TPEMIaIbHOCTI MPOIYKTY, HEOOXITHOCTI 3a0e3-
MEYCHHS MarasuHoro TECTYBaHHS JJIsl IPOAABIIIB 1 CTIOKUBAYIB TOIIIO.

MapKeTHHroBWA

MokeapTaneHe
nporHoz P

MAaHYBAHHA MAPKETHHIY

KoHTponiur

YnapaeniHHa MOKa3HMKIB

& MIS nnaHyBaHHA B Mepeskax MoAensHUM MIKCOM AisnbHocTI

- AKYpaTHICTL Ao €6% EchexTHBHE NPOMO AKYPaTHICTL NPOrHO3YBaHHA - IforTponk Npoaais Ta
- MpoayKToBa «OOPOHHA KapTas NHEHYBAHHR npogasis [Sell-out) BlABaHTAKEHE B PENUMI
- WinLoss - WOI MCHEaMMENT peaneHoro yacy
(3uTpaTMaGATI) aHani3 - SCM nokpaiLenns anapauin - NosHwit MeneskuenT

NPCLUEcy BHU3HEYEHHA

nguﬁyw:is Ta 30MTKiE

(P&L management)
- KokTpone iHBecTuuil

Puc. 7. Cunepris B MEHEIKMEHTI Ta yIPaBIiHHI ONEpaiiHUMH MPOIIECaMH

BucHoBkH. MU pO3ITISIHYIN €TaIy IDTaHyBaHHS JIJIsl 3aITyCKY JITHIHKH
HOBOI MPOAYKIIii Ha JIOKATBHOMY PHHKY. BasKJIMBICTh MapKETHHIOBOTO
TIPOTHO3YBaHHSI Ta CHHEPTii Oi3HeC TporieciB (pHC. 7) € MepIIoYeproBoro,
IO peati3yeThecsl B TICHIM B3aemopii 3 kaHanamu 30yTy. PopMmyBaHHS
MapKEeTHHIOBOI CTpAaTerii € KOHCEHCYCOM MK OaueHHSIM MaTepPUHCHKUX
KOMIIaH1# 1 MOYKJIMBOCTSIMU JIOKQTBHOTO PUHKY.

Tabauys 1

I TA TUIIU KOMYHIKALIA Y MAPKETUHTOBIN CTPATETTI 17151
TUIAHYBAHHS BIOJUKETY 3AITYCKY HOBOI JITHIMKHA IMTPOJAYKTY,
3AJIEXKHO BIJI OGPAHOI CTPATEITI KOMITAHIT

Tun komyHikauii

HA NPUKJIaAi npo- AKTHUBHICTb Hins
AYKTY

ATL ATL OOH Komymnixkaris Ha 6irbopaax Ta Ope-
ATL OOH 6penamayepu HIMayepax
ATL nipeca KomyHikaiis B mpeci peKiIaMHOTo

300paKeHHs

ATL Inet BuxoBaHHS CIIOKUBaUiB, PO3SICHECH-
ATL TV HSI HOBUX TEXHOJIOT1i

TenegiziiiHa pexiama

BTL (Retail Hemoncrpaniiite 0OaHAHHSA| [Tirrppvka B MAra3MHAX MPOCYBAHS
marketing — po3i- Marasuny shop display (anrm. oy K

piGHMIT MapKeTHHT) Ir\/laramﬂe OOPMICHHS  BH-|Byrpaty Ha BCTAHOBJICHHS OPEHIH-

) HIOBOI'O Ta JEMOHCTPALiHHOrO 00-
ITpomoyTepu JaJHAHHA B MarasMHax Ta TOYKax
TpeHiHry 1715 IPO/IaBIIiB HponaKy
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Raxinuenns maban. 1

Tun komyHikanii

Ha NPUKJIaJL npo- AKTHBHICTb Hine
AYKTY
BTL (Barouno 3 PR| PR apykoBane Ta Tenesisiii-
3aX0/1aMH) HE
PR inrtepuert Ta apykoBane |IlinTpuMka mpemialbHHX CETMEHTIB
PR-memoHcTpaniiine  po3mi-
IICHHS
. . MapKeTHHTOBI TPEH/IH, MOHITOPUHT
MapKeTHHTOBI  TOCTIIJPKECHHS P : TPeHIH, N PHH
WK AKTUBHOCTI  KOHKYPEHTIB, JOCIHi-
PHHKY JOKEHHS! BUKOHAHHSI IJIeH IIPOaxy
PR B marasunax
. . Butpatn Ha IpykoBaHi KOMyHiKa-
BTL npyxoBani maTepianu wiitHi Matepiau
Koonepauiiinmii

MApPKETHHT 3 MapT-
HepaMU MO0 KaHa-
JIaM POJaxy

MapkeTuHr B ONTOBUX Ta PoO-
31piOHNX Mepexax (pasoMm 3
KJIIEHTaMH)

Axuii, po3npoaaxi, KOMyHIKalisi B
Mara3uHax (ra3eTH, pajio, JIHCTIB-
KH)

2. Myoungjin Choi.
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