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CYTHICTb TA TUTMUN NOAJIbBHOCTI CNMOXUWUBAUIB
lNypoxusiH K. B.

3pOCTaHHA HAaCUYEHOCTI PUHKIB Ta PO3BUTOK iHpOpMaTmM3auii cycninbCcTBa 3yMOBMOE NigBu-
LLIeHHS yBarn kepiBHMLTBA NIJNPMEMCTB Ta NpeaCTaBHUKIB BiOAiNiB MapkeTUHry o nodyaoBU BigHOCUH
3i cnoXxuBadYamu 3 MeTOK X YTPUMaHHA Ta (popMyBaHHS X NOANbHOCTI. HeogHO3HauHICTL TpakTy-
BaHHS CYTHOCTI MOHATTA "NOSANBHICTL CMOXMBAYIiB" Ta CynepeyHoCTi Y BUOKPEMIEHHI 1T TUNiB BUMa-
ratoTb YTOUHEHHS MOHATIMHOMO anapaTy MapKeTUHIY NOANbHOCTI, WO € OCHOBHOK METOH JaHOol CTaTTi.

Y cTaTTi y3aranbHEeHO TEOPETUYHI MOMOXEHHS LWOAO0 BU3HAYEHHS MOHATTS "NMOANBHICTE CMOXN-
BauiB", YTOYHEHO MOr0 CYTHICHI XapakTePUCTUKMN, LLIO YMOXIUBIIOE il KOMMIIEKCHE OUiHIOBaHHS. Tak,
NOANBHICTb CMOXMBAYiB TPAKTYETLCS aBTOPOM K pe3yrbTaT 3BOPOTHOrO 3B'A3KY B CUCTEMI MAPKETUH-
roBMX KOMYHIKaLin nignpuemcTBa, KU BUSBISETLCH K TOTOBHICTb pekoMeHayBaTu NianpuemMcTao
KOHTaKTHUM ayauTopisM y pe3ynbTaTi 3a40BOMEHHSA 3HaYyLLMX NS CroXuBadva napameTpis Bubopy
Ta perynsipHiCTb CNOXUBaHHA ToBapiB abo nocnyr ogHOro nignpuemMcTea 3a HagBHOCTI NpMBabnmMBmNx
NPOno3nLin KOHKYPEHTIB.

Y3aranbHuBLUX NiOXOAN HAYKOBUIB 0O BUOKPEMIEHHS TUNIB NOANbHOCTI CNoOXuBadis, aBTOp
00rpyHTOBYE HasIBHICTb MEPEXigHOI NTOANBHOCTI CNOXMBaYiB MOCNYT, WO A03BOMSE NignpueMmcTasam
nepepo3noginiuTn MapkeTUHroBUA GIOOKET, BU3HAYatouM LiNbOoBi CErMEHTU CNOXWUBaYiB i3 METOH
hopMyBaHHS X NOAMBLHOCTI Ta CKOPOUYHYN BUTPATU Ha B6e3nepCrnekTUBHI CErMeHTH, Lo CrpusaTuve
NiABULLEHHIO ePEeKTUBHOCTI YrpaBriHHA MapKeTUHIOBOK AIANbLHICTIO NigNpueMcTBa B Linomy.

OOGrpyHTOBaAHO CYTHICTb MOHATTA "MapKETUHT NOAMNLHOCTI" Ta BU3HAYeHO, Lo 06'eKTOM yrnpaBniHHA
B MapKeTUHry NMoANbHOCTI € BiAHOCUHU 3 NOANBHUMN CNOXMBa4YaMn Ta CNoXXmBavyaMn 3 nepexigHoro
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NOANBHICTIO, WO O03BOMSIE YITKO PO3MEXYBaTU Lie MOHATTHA 3 TaKUMU, AK: "MapKeTUHr BigHOCUH",
"ynpaBniHHg BigHocMHamu 3i cnoxusadamun" (CRM) Ta "ynpaeniHHS BigHOCUMHaMu 3 napTHepamn”
(PRM, "MapKeTMHI NapTHEPCbKUX BiAHOCUH").

Krro4osi criosa: NoANbHICTb CNOXMBAYIB, TUMNKW NOANbHOCTI, NepexigHa NosnbHICTb, MapKeTUH
NOSANbHOCTI, yNpasIiHHA BiAHOCMHAMM 3i CrIOXXnBadamu.
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CYLUHOCTb U TUNbI NNIOANBbHOCTU NOTPEBUTENEN

lypoxusiH K. B.

PocT HacbIWEeHHOCTN PbIHKOB U pa3BuTne nHopmaTulaumm obwecTsa npegonpedensieT no-
BblLLEHME BHUMAHWUSI PYKOBOACTBA NPeanpuUaTUiA U NpeacTtaBuTenen OTAen0oB MapKeTUHra K NoCTPOEHMIO
OTHOLLUEHWUI C NOTPEOMTENSIMU C LIENDBIO NX YAEPKAHUS U (DOPMUPOBAHUS MX NOANbHOCTU. HeogHo-
3HAYHOCTb TPAKTOBKMN CYLLHOCTM NOHATUA "NMOSINbHOCTL NOTpebutenen” n npoTnBopeYns B BblaeneHnm
ee TUNoB TPebYT YTOYHEHMSA MOHATUINHONO annapata MapkeTUHra fosiNbHOCTU, YTO U SABNSETCs
OCHOBHOW Li€NbIO JaHHOW CTaTbM.

B cratbe 00606LUEHbI TeopeTudeckme MOSIOKEHUA MO OnpedernieHnio CYLLHOCTU MOHATUSA
"NosANbHOCTL NOTpPebuTenen”, yToUHEHbI CYLLIHOCTHBIE XapaKTEPUCTMKN 3TOr0 NMOHATUS, YTO NO3BOSISIET
AaBaTb ey KOMMIEKCHYIO OLEeHKY. Tak, MosnbHOCTb NOTPedbuTenen TpakTyeTcs aBTOPOM Kak pesynbTar
0oOpaTHOM CBA3N B CUCTEME MAPKETMHIOBbLIX KOMMYHUKaUMA NPeanpusitus, KOTOpbI NposiBNAeTcs
Kak rOTOBHOCTb PEKOMEHAOBATb NpeanpuaTne KOHTakTHbIM ayauTopusam B pesyrnbTaTte yaoBNeTBO-
PEHNsT 3HAYMMbIX Ansl NOTpeduTens napaMeTpoB BblOOpa U perynapHoOCTb NOTpebrneHns ToBapoB
WK yCrnyr ogHOro NpeanpuaTus Npy HannuumMm npusnekaTenbHbIX NPeasIoKEeHU KOHKYPEHTOB.

0O606LwmMB Noaxoab! yYEHbIX K BblAENEHU0 TUMOB NoANbHOCTU NoTpebutenei, asTop 060CHOBbI-
BaeT Hannyne nepexogHon NosNbHOCT NoTpedbuTenen ycnyr, 4To No3BonseT NpeanpusaTuam nepe-
pacnpenenuTb peknaMHblin G1omKeT, onpenenss LereBble CErMeHTbl NOTpebuTenen ¢ Lenbio hopMnpoBaHUs
UX NOANBHOCTU U CoKpaLlasa pacxobl Ha 6ecnepcnekTnBHbIE CerMeHThl, YTo ByaeT cnocobeTBOBaTL
NOBbILLEHNIO 3D EKTMBHOCTU yNpaBreHNsi MapKETUHIOBOW AESATENbHOCTBIO MPEAnpUaTUS B LIENOM.

O60ocHOBaHa CyLWHOCTb MOHATUSA "MapKETUMHI NOANLHOCTU" M onpedeneHo, YTo 0H6bEKTOM
yrpaBneHnss B MapKeTUHre NOANbHOCTM SABASKOTCA OTHOLUEHWUS C NOSbHbIMW NOTpebutenamm
N NoTpedbuTensaMmn ¢ NePeEXoaHON NMOSANBHOCTLIO, YTO MNO3BONSAET YETKO pasrpaHnYnTb 3TO MOHATHNE
C TakMMW, Kak: "MapKeTUHr OTHOLEeHMRn", "ynpaBrneHve oTHoweHusaMu ¢ notpebutenamu” (CRM)
n "ynpasnieHne oTHoweHnssMK ¢ naptTHepamn" (PRM, "MapKeTUHI NapTHEPCKUX OTHOLLEHNIA").

Krrouesbie crioga: NosinbHOCTb I'IOTp96VITeJ'Iel7I, TUNbI NOANBHOCTU, NepexogHaa NoANbHOCTb,
MapKEeTUHr NoAnbHOCTHU, ynpaelieHne OTHOWEHNAMU C I'IOTpGGl/ITeJ'IFIMVI.
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THE ESSENCE AND TYPES OF CUSTOMER LOYALTY

K. Hurdzhyian

The growth of market saturation and the development of information society determines a
growing attention of company management and representatives of marketing departments to
building relationships with consumers in a way aiming to retain them and form their loyalty. The
ambiguity of interpretation of the essence of the concept "customer loyalty" and contradictions in
distinguishing its types require clarification of the conceptual apparatus of loyalty marketing, which
is the main purpose of this article.

The article summarizes the theoretical principles of determining the nature of the concept
"customer loyalty", clarifies the essential characteristics of this concept, which makes it possible to
conduct a comprehensive assessment. So, customer loyalty is interpreted by the author as a result
of feedback in the company marketing communications system, which appears as a willingness to
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recommend the company to contact audiences as a result of full satisfaction of the consumer
choice valuable attributes and as regular consumption of goods or services of one company with

the available competitor attractive propositions.

Having summarized scientific approaches to distinguishing the types of customer loyalty, the
author proved the existence of transitional loyalty that allows businesses to reallocate the marketing
budget, identifying target segments of consumers to form their loyalty, and reducing the cost of futu-
reless segments which will increase the efficiency of marketing activity of the enterprise as a whole.

The essence of the concept "loyalty marketing” is clarified and the object of control in loyalty
marketing is determined to be relations with loyal customers and consumers with transitional loyalty
which makes it possible to clearly distinguish between such concepts as "relationship marketing”,
"customer relationship management" (CRM) and "partner relationship management” (PRM, "partnership

marketing").

Keywords: customer loyalty, types of loyalty, transactional loyalty, loyalty marketing, customers

relationship management.
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3pOoCTaHHA HAaCMYEHOCTI PUHKIB Ta PO3BUTOK iHGOpMa-
TM3auii cycninbCTBa 3yMOBMIOE HEOOXiAHICTb MOLLYKY HOBWX
MeTogjiB Ta Miaxoais A0 MiABULEHHS KOHKYPEHTOCTPOMOXHOCTI
nignpuemcTs Ta edeKTUBHOCTI iX AisnbHocTi. OcobnuBoi ak-
TyanbHOCTi HabyBage KMiEHTOOPIEHTOBAHWI NiAXi4 A0 ynpaBniHHs
MapKETUHIOBOI AiANbHICTIO nignpuemcts. Binbysaetbcsi 3mi-
LLLEeHHA aKkUueHTy AisnbHOCTI NiANPUEMCTB i3 3any4eHHs1 HOBUX
CNOXUBAYIiB Ha YTPUMaHHS HasiBHUX LUASXOM (popMyBaHHSA X
NOSANBHOCTI AK HAMBULLOrO PiBHA CTaBNeHHs 40 NignpuemMcTaa.
HeofHO3HaYHICTb TpaKTyBaHHSA CYTHOCTI MOHATTA “"NOSANbHICTbL
CrnoxviBadiB" Ta CynepeyHOCTi Y BUOKpEMIIEHHI ii TUnie BuMararoTb
YTOYHEHHS NMOHATINHOIO anapaTy MapKeTUHTY NOSANbHOCTI.

Mpobnemm Teopii Ta NpakTMKkN OPMYBaHHS NOANBHOCTI
3HaMLLNM BiJOBPaXeHHS y Npausx Takux 3apybikHNUX HayKoBLB,
ak: . Aakep, K. besy, I". Bekkep, A. ik, T. €BcTurHeesa, A. Map-
Tywes, A. Heiman, J1. Mepci, ®. Paiixenea, 4. Poccitep, C. Cu-
coeBa, A. Xodmaep, A. Lincap Ta iH. B YkpaiHi npobnemi cdop-
MYBaHHS! NOAMNBLHOCTI CNOXMBaYIB NepeBaXHO yBary npuainsioTb
MapKeTOrorn-nNpakTUK1, a TakoX Taki HaykoBui, sik: Banaba-
HoBa J1. B., Bineubka |I. M., Boniko M. TI., Innswenko C. M.,
JMagnyenko K. 1., Maraneubkun A. B., YepHuwosa C. B. Ta iH.

OCHOBHOIO METOI0 4aHOi CTaTTi € y3aranbHeHHs Teope-
TUYHMX MONOXEHb LWOAO0 BM3HAYEHHS MNOHATTS "MOSAMbHICTb
CMOXWUBAYIB", pO3MEXYBaHHSI 3a CYTHICHUMW XapakTepucCTu-
KaMy TaKMX MOHATb, AK: "MapKeTUHI NOANbHOCTI", "MapKeTUHr
BigHOCKH", "ynpaBniHHA BiAHOCMHaMK 3i cnoxueadamu" (CRM)
Ta "ynpasniHHA BigHOCUHamu 3 napTHepamun” (PRM, "MapkeTuHr
NapTHEPCbKMX BiHOCUH").

PesynbTati gocnigxeHHs TEHAEHLIN PO3BUTKY Mapke-
TUHry B YKpaiHi MixkHapogHO MapKeTUHIOBOK rpynoto YKpaiHu
Ta YKpaiHCbKUM MapkeTuHrosum knybom y 2013 p. cigyatb
npo NiaBUWLLEHHS yBaru NianpuemMcTs 40 NoTpeb cnoxusadis
Ta hopMyBaHHS B3aEMOBIAHOCUH i3 HUMW. 84 % nignpuemcTs
nnaHyTb 30CepeauTn yBary Ha po3pobneHHs MexaHi3miB
B3aemogii 3i cnoxusayamu, a 67 % — Ha CTBOpEHHi nporpam
dopMyBaHHS ix NosnbHOCTI. Pe3ynbTaTy gocnigpkeHb TpaHCcHa-
LioHanbHoI kopnopauii IBM-Rochester gosenu, wo BuTtpaty nig-
NpUeMCcTBa Ha 3ary4eHHsl HOBMX CMOXUBadiB y 5 pasiB nepesu-
LWYyIOTb BUTPATM Ha iX YTPMMaHHS, a BigTaK CnpsiMyBaHHS
pecypciB nignpnemcTea Ha OPMyBaHHS FTOANBHOCTI CNIOXKVBaYiB
y OOBroTepMiHOBIV nepcnekTuBi Moxe ByTn Ginbll BUFAHUM,
HiXX TX iHBECTYBaHHSA AN 3any4YeHHs1 HOBUX CMIOXNBaYiB.

13 3apybixHOI NpakTukn BefeHHsi 6idHecy Oyrno 3ano-
3M4YEHO HU3KY MOHSATB, MOB'A3aHMX i3 NOOYA0BOK BiZHOCKH 3i CMo-
»uBadamn. OQHUM i3 HUX € NOHATTA "NOSANbHICTb CnoXuBadis”,
AIKe y BITYM3HAHIN HAYKOBIN NiTepaTypi 11 AiNoBiN NpakTuui Aictano
MOLLMPEHHS MOPIBHAHO HellofasHo. Crioso "noansbHWn" y nepexnagi
3 dpaHuy3bkoi abo aHrniicekoi (loyal) o3Hauae "BipHui". B ycix
OOCTiSKEHNX CITOBHUKAX Ta eHUMKIoneaisix TepMiH "NnosinbHiCTL"
TPaKTYOTb sIK €MOLLIiHY XapakTepUCTUKY Croxusada, y nepLuy

yepry, siK BipHIiCTb, Big4aHICTb Ta NPUXUIBbHICTbL OO KOoro-Hebyab
abo yvoro-Hebyap (Tabn. 1). Cnig 3ayBaxuTu, L0 AesKi HayKOBLY
PO3MEXOBYIOTb MOHATTS "NOANBHICTL" Ta "MPUXUMBHICTL", BU3HA-
Yaroum NOoANbHICTb K NO3UTUBHWUIA BUSB MOBELIHKOBOrO acnekTy
"crnoxusady — NiaNpUeMCTBO", LLIO IPYHTYETLCS Ha AOCBIAI CNOXK-
BaYa, a NPUXUIBHICTb — SIK NCUXOMOTYHUIA (HEHOMEH, LLIO BiaO1Bae
CTiINKY MO3WUTWBHY acouiauito i3 MigNnPMEMCTBOM Yy CBiJOMOCTI
cnoxwusava [1, c. 323].

Tabnuuga 1

BusHayeHHs1 NOHATTA "NoANbHICTL" y CNOBHUKaX
Ta eHUMKNoneaiax (y3aranbHeHO aBTOPOM)
[The definition of the concept "loyalty" in dictionaries
and encyclopedias] (summarized by the author)

CnoBHUK /

. " . "
eHUMKnONeais BusHauyeHHs TepMIHa "NOANbHICTb

EkoHomiuHWiA crnoB-|BigaaHicTb, BipHICTb cnoxuBaya, Moro rotos-
HUKK [2] HICTb BiggaTV nepsary niaNpueEMCTBY cepen
KOHKYPEHTIB

EkoHoMiuHa eHuuk-|BigoaHHs nepeBary LiNbOBOI rpynu COXu-
nonegis [3] Ba4iB NEBHWUM TOBapam, nocryram

EHuuknoneanuHmn|MpuxunbHicTb cnoxuBadie go ToBapiB abo
crioBHUK PR Ta pek-|nocnyr nesBHoro bpeHaa
namu [4]

EHuumknonegia co-|HactaHoBa, noBeAiHka, WO nonsratoTb y 4OTpU-
yionorii [5] MaHHi HasBHWX MpaBuri, HOPM, NPUMKCIB, a Ta-|
KOX Yy BUKOHAHHI CBOIX 0OOB'A3KIB LLOAO0 iHLLINX,
HaBiTb 3a HE3roau 3 HUMK

MoniTnyHuin  cnoB-|BipHicTb, BigaaHIiCTb NOMITMYHOO cyb'ekTa Linsim,
HUK [6] HOpPMaMm Ta LiHHOCTSM, MPOrosioLLyBaHUMK Bna-
0010, MONITUYHUMM IHCTUTYTaMu Ta igeonorismm

Benuknin eHuuk-
noneauyHuin crnos-
HUK [7]

IcTopyyHmin  cnos-

HUK [8] BIpHICTb YNHHUM 3aKOHaM, IHOAI TINTbKU q)Op-

- MaribHa, 30BHILLIHS, & TAKOX KOPEKTHE, [0Bp0snrBe
10BN CNOBHUK PO-|ctagneHHs go koro-Hebyaws abo yoro-Hebyab
civicbkoi MoBU €do-

pemoBoi T. ®. [9]

TryMayHWiA CIIOBHVIK

Oxerosa C. |. [10]

[Mornsay HaykoBUIB Ha BM3HAYEHHSA NOHATTA "NMosAnb-
HiCTb cnoxmBaYiB" MOXyTb 6yTV 06'edHaHi B Tpu rpynu (Tabn. 2).
MpUXMNBHUKM NEPLLOT rpynu, Tak camo AK Y CIIOBHUKAX Ta eHLMK-
noneaisx, TPaKTyloTb NOAMBLHICTb K eMOLMHY XapakTepucTuky
cnoxvBauis. Tak, [esig AnneH Aakep BU3Ha4ae NosANbHICTb 5K
Mipy NpuXuMnbHOCTI cnoxusada o 6penga [11]. Ha gymky
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"api CteHni Bekkepa (amepukaHCbKOro ekoHomicTa, naypearta
Hobenescbkoi npemii 1992 p.), NOAMBLHICTL € EMOLHOIO peak-
Ljeto cnoxueaya, sika MIiCTUTb Y cobi TypboTy Ta XBUMIOBAHHSA
3a NiANpUeEMCTBO, NOYYTTS NPUEQHAHHS, B3aeMo3anexHocTi abo
nosipn [12]. Y ceoto yepry, ®Ppenepik @. Panxenbs, Bigomun
CBOIMW JOCNIAKEHHAMM Ta NybnikauisiMm 3 NOANbHOCTI, BU3HA-
Yae Leln TepMiH K BigAaHICTb CBOEMY [pKepeny LiHHOCTI (nia-
NPUEMCTBY) Ta rOTOBHICTb MOro pekomeHaysatu [13].

Tabnuus 2

Miaxoawn HayKoBUiB [0 BU3HAYEHHSA MOHATTA "NosnbHICTL"
(y3aranbHeHO aBTOPOM)
[Scientific approaches to the definition
of the concept "loyalty"]
(summarized by the author)

Miaxig MpuxunbHUKKM nigxoay

I0esin AnneH Aakep (David Allen Aaker),
osnbHiCTb sk emoujiiHa xa-api Crenni bekkep (Gary Stanley Becker),
pakTepucTuka cnoxuBada [Ppepepik ®. Pavixenbp (Frederick

F. Reichheld), MapTuwes A. B.

I[hxvn Mpicbapin (Jill Griffin), Mewsi Iaydbep
NosnbHicTb sk nosepjHkoBal(Manzie Lawfer), Yennc Ctenni Yinbsam
xapakTepucTvka cnoxmeaya |(Stanley William Wells), A1 Xocdmaep
(Jan Hofmeyr); QomiHsik B. 1., Oyvimg M. H.

IxoH P. Poccitep T1a J1. MMepci,
k. Dxerikobi (J. Jacoby) ta Pobepr
B. YecHat (Robert W. Chestnut), [xar
inuw H. LWet (Sheth Jagdish N. Sheth),
Kocrtina I'. ., LWeB4yeHko A. [1.

I1oANBHICTb, AK NOEAHAHHS
NnoBeAiHKOBUX Ta €MOLiN-
HUX XapaKTepUCTUK CNOXu-
Baya

Ha npotuBary nepwomy nigxony, NPUXUAbHUKN OPYroi
rpynu TPaKTYOTb NOSAMNBHICTb K NOBEAIHKOBY XapakTepucTUKy
cnoxwusadviB. Tak, Ixun picdbdpiH (excnepT i3 nosnbHOCTI, Npe-
3upgeHT Griffin Group Ta aBTop KHUrK "JoSNBHICTE CMOXMBaYiB:
SIK JOCArTU, sk 36epertu"), yaxkae NosinibHUMU CNoXmBadamm
TWX, XTO 3AINCHIOE MOBTOPHI KyniBni, € He4YyTnMBUM L0 Ai
KOHKYPEHTIB Ta roToBU peKkoMeHAyBaTu MiANPUEMCTBO KOH-
TakTHUM aygmTopiam [14]. 3aiicHeHHA NOBTOPHMX KyniBerb € no-
Ka3HWMKOM NOSAMbHOCTI COXUBAYIB i AN TakMxX HayKoBLIB:

1.Yennca Crenni Yinbsima (goktopa dinocodii, JokTopa
NCUXOIOrii Ta MapKeTUHry, Npodecopa 3 peknamu y LLKOAi Xyp-
HanicTvkm Ta PR MiHHECOTCLKOrO YHIBEPCUTETY), SKUIA BU3HAYaE
NOAMBHICTb SIK HAABHICTb NpMBabNMBOI Npono3uuii ons 34in-
CHEHHs1 NOBTOPHOI KyniBni cnoxvsayem [15].

2.Mens3i Naydep (aBTOpa KHUrM "Homy cnoxusadi noeep-
TarTLCA. FK CTBOPUTU MiLIHY NOSITILHICTD CNOXUBAYIB"), Sika BBaXaE,
L0 NOSANBHICTb CMOXMBAYIB € X MEBHOK AISNbHICTIO, CNPAMOBa-
HOIO Ha MOBTOPHI KyniBMi Ta HaAaHHS peKkoMeHaaLlii KOHTaKT-
HUMm ayguTopiam [14].

3.AHa Xodmaepa (rnobanbHoro avpektopa i3 6peH-
OVHTY Ta MapKeTUHITOBMM KOMYHIKaLisiM AOCHIAHWLBKOT KOMNaHii
Synovate, aBTopa KOHBEPCIHOI MOoAeni AOCHifAXKEHHS NOAMb-
HOCTi CMOXWBAaYiB), L0 BU3HaYae NMOANbHICTb 5K CTiliKy nose-
[iHKOBY peakLilo Lofo neBHoro 6peHaa, sika BUHWUKNA B pe-
3ynbTaTi NCUXOOrYHOro NPOLIECY MOro OLiHIoBaHHA [16, c. 22].

4.Muxanna dvMmwnua (Bigomoro npakTuka ta gocnia-
HMKa couianbHO-NCUXONOriYHMX acnekTiB MapKeTUHry, aBTopa
KHUMM "CnoxvBya NosArnbHICTb: MexaHiaM1 NOBTOPHOI Kynisni"),
LLIO pO3rNsigae NosrbHICTb CNOXUBAYIB SK 3MINCHEHHS MOBTOPHUX
KyniBenb abo noBTOopHUiA BUBIp Micusi obcnyroByBaHHs [14].

5.Bnapgucnasa [JomiHska (GisHec-TpeHepa, kaHauaaTa
NCUXOIOrYHMX HayK, AoLeHTa kadeapn iHKeHepHOI neaarorikv
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Ta ncuxonorii CaHkT-MeTepbyp3bKoro AepXaBHOrO MNOniTEX-
HIYHOrO YHiBEpPCUTETY), KU BU3HAYAE NMOSAMBHICTL SK 34ATHICTb
BUSBNSATU OOOPOBINbHY aKTUBHICTb, CNPAMOBaHY Ha iHTepecu
opraHisauii [17, c. 19].

Cnig 3a3Ha4nTK, WO BinbLUiCTb HAYKOBLB € NPUXUTb-
HWKaMKn TPEeTbOro Migxody A0 BU3HAYEHHS MOSMBHOCTI, AKUA
nepenbayae noegHaHHA eMOLINHMX Ta NOBEAIHKOBUX XapaKTe-
pucTrk cnoxueada. [xoH P. Poccitep (npodecop mapkeTuHry
B yHiBepcuTeTi HoBoro lMiBgeHHoro Yenscy) Ta Jl. MNepci (ame-
pUKaHCbKMIA crneuianicT i3 peknaMmHUX AOChiMKeHb) Mid NoAnb-
HICTIO PO3YMilOTb PerynspHiCTb CMOXWBaHHA ToBapy NeBHOro
OpeHaa Sk pe3ynbTaTty CpUATAMBOro A0 HbOro CTaBneHHs [15].

MpuxunbHUKaMU TPETLOrO NiAX0AY BU3HAYEHHS NOSAMb-
HOCTi TaKoX € aBTopu KHMrM "OujHKa Ta ynpaBniHHS NOSNbHICTO
opeHpga" — k. Oxenkobi Ta Pobept B. YecHar, ski po3rns-
[aloTb NOANBHICTE AK CTiKMIA (HEePIOKICHWIN) NOBEiHKOBWI Bia-
ryk (Kynieni), L0 TpMBa€e NeBHWI Yac, 3poOneHui NIOANHOL,
siKa yxBantoe CamMoCTiiHe piLLeHHA Npo KyniBmo, WO nonsrae
y Bubopi ogHoro ToBapy (bpeHga, nignpuemctea) cepes, aHano-
rivHMx ToBapiB (6peHAiB, NiANPUEMCTB) i € Hacnigkom 3ago-
BOIEHOCTi Ta BUCOKUX Bap'epiB nepemukaHHsi [14].

Cnig 3a3HayMTW, WO BCECBITHLO BU3HAHWUIA eKkcrnepT
B ranysi rnobanbHOi KOHKypeHLii, CTpaTeriyHoro MUCHEHHs
Ta ynpasrniHHA B3a€EMOBIAHOCMHAMK 3i CoXMBavYamm AOKTOP
Dxargmw H. et nepenbayvae MOXIUBICTb BiACYTHOCTI MoBe-
[OiHKOBOI CKIagoBOi NOANbHOCTI CNOXUBAYIB, BM3HAYaKun Le
MOHATTA SK NO3UTUBHO YNepemkeHy, eMOLiiHy, OLiHHY Ta/abo
NoBeAiHKOBY MPUXMIBbHICTL WoAo0 6peHaoBaHUX anbTepHaTnB
abo BmbOopy iHAMBIAyyMa B Mexax WOro MOXIMBOCTEN sK
KOpWUCTYBaYa, Lo yxBarntoe pilleHHs Ta/abo nokynusi [14].

Cepen pOCICbKUX YYEHUX MPUXUIIbHUKAMU TPETbOro
niaxogy A0 BM3HaYeHHs nosinbHocTi € Lesyenko [. A. (Qoktop
E€KOHOMIYHUX HayK, npodecop, YneH Paau Minbaii mapketonoris)
Ta cniBaBTop kHUrM "lNoBefiHka cnoXxunBayiB Ha pUHKY TOBapiB
Ta nocnyr" Koctina I. [.

LeByeHko [. A. emouiiHy CKnagoBy NOSNbHOCTI Xa-
pakTepu3ye Sk BiHOLLEHHS croxuBada o bpeHaa, moro npu-
XUIBHICTb Yy pesyrnbTaTi 3340BOSIEHOCTi TOBapamm Ta nociyramu,
LLIO MPOMOHY0Tb, @ MOBEAIHKOBY, HA BIAMIHY Bif iHLLUMX NPUXUSb-
HVKIB LbOro nigxoAy, — SK BipOriAHICTb 34iINCHEHHS MOBTOPHOI
kynisni [18].

KocriHa I". [I., sk i BinbLUicTb 3apyOibkHUX Y4eHnX, po3rnsaae
NOANBHICTb K Mipy BiAAaHHS nepesary crnoxvsadem nignpu-
€MCTBY Ha NpOTMBAry KOHKYpPEHTaMm, BUPaXeHy B NOBEAjHL Cro-
XKvBaya Ha pPUHKY siK cyD'ekTa MOMMTY, @ TaKoX MOro eMouii-
HOMY CnpuURHATTI 6penaa [19, c. 124].

PesynbTatin aHanisy HasiBHVX BU3Ha4YeHb MOHATTA "Mosirib-
HICTb cnoXwuBadis" cBig4aTb, LLO BOHU I'PYHTYIOTLCS Ha po3Me-
)KyBaHHi abo NoeaHaHHI EMOLHNX Ta NOBEAIHKOBMX XapaKTEPUCTUK
cnoxusadiB. MOHATTA NOAMNbHICTE CNOXWBAYiB MPOMOHYIOTb
TpakTyBaTu SIK pe3ynbTaT 3BOPOTHOrO 3B'sI3Ky B CUCTEMI Map-
KETMHrOBMX KOMYHIKaLi MiANpUeMCTBa, KU BUSBIISETLCS Y rO-
TOBHOCTI pekoMeHayBaTu MignpueMCTBO KOHTAKTHAM ayanTopism
yHacnigoK 3ai0BONEHHS 3HAYYLLMX AJ1s1 CNOXUBaYa napameTpis
BMOOpY Ta perynsipHOCTi CroXuBaHHA ToBapiB abo nocnyr
OAHOro NigNPMEMCTBA 3a HAasABHOCTI NpMBabMBUX NPOMO3NLIi
KOHKYpPEeHTIB. ABTOPCbKE BM3HAYEHHS NOSAMLHOCTI CNOXWBaYiB
MoXe ByTV 3apaxoBaHO 4O TPETLOrO NiAX0AY TPAKTyBaHHSI LIbOro
MOHSITTS, B OCHOBY SIKOTO MOKMAAEHO MOEAHAHHSI EMOLINHMX
Ta NOBEAIHKOBMX XapaKTepUCTUK CnoXunaadis (puc. 1).

| MepuenuinHa (emoLiiHa) NosNbHICTbL

| TpaHcakuiiHa (nosepiHkoBa)
NOSNbHICTb

N

A\
~\

[OTOBHICTb pekomMeHayBaTH
niaNnPUEMCTBO KOHTaKTHUM

3agoBoneHicTb
CrnoXuBadis

HeuyTnueictb
[0 [l KOHKYPEHTIB

PerynsipHiCTb CNoXX1MBaHHs TOBapiB
abo nocnyr ogHoro nignpvemcTea

ayguTopisam

Puc. 1. MapameTpun nosnbLHOCTI cnoXxuBayiB (po3pobrneHo aBToOpoMm)
[Parameters of customer loyalty] (developed by the author)
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PerynsipHicTb cnoxvBaHHsi ToBapiB abo nocnyr ogHoro
nignpremMcTBa CBiAYUTb NPO HAsABHICTb TPaHCaKUiHOI (MoBeaiH-
KOBOI) NOSANBHOCTI, SIka MOxe OyTn BM3HAYeHa siKk NEBHUA TN
noBeaiHKN CMOXMBaYiB, LLIO BUPaXXaETbCA Y iX TpMBanin B3aemogii
i3 nignpuemMcTBOM Ta 34INCHEHHI HMMWU MOBTOPHWUX KyniBenb,
arne xapakTepu3yeTbCs BiACYTHICTIO €MOLINHOI NPUXUMbHOCTI
CnoXuBadis 4o NignprMemcTBa, ToBapiB abo nocnyr, Wo HUM
NPOMOHYTLCS.

PiBeHb 3a40BONEHOCTi CNOXMBaYiB, FOTOBHICTb PEKOMEH-
OyBaTtu MigNpUEMCTBO KOHTaKTHUM ayauTopisM Ta CTyMiHb He-
YyTAMBOCTI 0 Ail KOHKYPEHTIB CBiAYaTb NPO HasIBHICTb nep-
LenuiviHoi (eMOLINHOT) NOANBHOCTI, ika MOXe OyTn BU3HaveHa
SIK MEBHUIA TN NOBEAIHKN CMOXMBAYIB, O BUPAXKAETLCS Y iX
TpWBani B3aeMOZi i3 MignpueMCTBOM Ta MOSICHIOETLCS HASIBHICTIO
NO3UTUBHOIO CTaBMNEHHA abo MPUXUNBHOCTI CrnoXwBada Ao
nignpvemcTBa, ToBapie abo mocnyr, WO HUM MPOMOHYTLCH,
HesarnexHo Bif NPOMNO3uLii KOHKYPEHTIB, HaBiTb y TOMy pasi,

AKLLO 3 (PiHAHCOBOI TOYKM 30pY Li Npono3uLii 4nsa cnoxuweada
€ Ginbw BurigHnmu. lNepuenuinHa NOANBHICTL BUABMASETLCA
B CUTYyaUislX, SKLIO CMOXMBayY Mae eMOLiHY NPUXUIBHICTb 40
nignprMemMcTBa, ane He mMae MOXNMBOCTI (Hanp., iHaHCOBOI)
YyacTo KynyBaTu ToBapu abo nocnyru, Wo NpOnoOHYTLCA LM
NiaNPUEMCTBOM.

[MoegHaHHA NOBEAIHKOBMX Ta EMOLIHNX XapaKTepuUCTUK
CMOXMBaYiB CBIAYNTb NPO HASABHICTb KOMMMEKCHOI NOANBHOCTI.
Cnig 3a3HaunTy, WO Taki BYeHi, sk Maptuwes A. B. Ta €scTur-
HeeBa T. B., y Mexax KOMNNEKCHOI NOANbHOCTI BUAINSAIOTb Taki
il migTvnu: cnpaexHs (abcontoTHa) NOSANbHICTb, XMOHA NOSANBHICTD,
nateHTHa (NpuxoBaHa) NOSAMbHICTb, BiACYTHICTb JOSAMbHOCTI
[20 — 22]. Y cBoto yepry, AH Xodmaep Ta byd Paiic Ha niacrtasi
PO3MEXYBaHHS NMOHATb "NOANBHICTL" | "NMPUXUIBHICTL" YBOASATH
e ABa NOHATTS: "NosANbHICTb 6€3 NPUXMIbHOCTI" | "NpuUXunb-
HicTb 6e3 nosnbHocTi" [23]. Y Tabn. 3 y3araneHeHO TUNu Nosinb-
HOCTi CNOXuUBauiB, SIKi BUOKPEMIIOIOTb 3a3HaqYeHi BYEHi.

Tabnuusa 3

Tunu noAnNbHOCTI cNoXuBadiB (y3aranbHeHO aBTOPOM)
[Types of customer loyalty] (summarized by the author)

Y3aranbHeHi TUNU NOANBLHOCTI CNOXUBa4iB

Tunu NnosANbHOCTI CNOXWUBaYiB
(MapTuwes A. B., €scturHeesa T. B.)

Tunu noANbLHOCTI cnoXuBayiB
(A. Xodbmariep, b. Paiic)

TpaHcakuyitiHa (nosediHkosa)

XubHa

JloanbHicmb 6e3 npuxunsHocmi

HICTIO €MOLINHOI NPUXUMBHOCTI 40 NiANpPUEM-
cTBa, ToBapiB abo nocnyr, Wo HUM MPOMOHYTLCS

BupaxaeTbcs y TpuBanivi B3aemogii cnoxusadis|Cutyalis, 3a skoi noBeAjHKoBil Nosinb-|CnocTepiraeTeCA B CUTyauisiX, SKWO CMoXuBay
i3 nignpuemcTBOM Ta 3AINCHEHHI HUMK MOBTOP-|HOCTI BIAMOBIAAE HWU3bKUIA piBEHb|abo He 3a40BONEHWUI ToOBapaMu Ta nocnyramu nig-
HWUX KyniBenb, ane XxapaKTepusyeTbCs BiACYT-|eMoUiHOI NnosAnbHOCTI

NPUEMCTBA, SiKi BiH Kynye, abo CTaBUTbCS A0 HUX i3
GanpayxicTio, ane, He3Ba)alun Ha Le, 3MyLUEeHUN
Le pobuTtn Yepes BiACYTHICTb Ha PUHKY ynoBrneHmx
ToBapiB / Nocnyr abo MPYHYMHM EKOHOMIYHOTO XapaKTepy

lMepuenuyitiHa (emouitiHa)

JlameHmHa (npuxosaHa)

lMpuxunsHicme 6e3 n1osibHOCM|

XKnBaya [0 nmignpuemcTsa, ToBapiB abo nocnyr,
O HUM MPOMOHYOTLCS, HE3ANEXHO Bif, NPONO3MLi
KOHKYPEHTIB, HaBiTb Y TOMY pasi, SKLO 3 (iHaH-
COBOI TOYKM 30pYy Ui Npono3suuii AN cnoxueaya
€ GinbLu BUrigHUMKN

BupaxaeTbcsa y TpuBanin B3aemogii cnoxusadis|CuTyadisi, 3a koI BUCOKUIA piBEHb|3yCTPIYaETLCA TOAI, KONM CMOXMBaY Mae eMOLNHY|
i3 MigNPMEMCTBOM Ta MOSICHETLCA HAasIBHICTIO|@MOLIMHOT NOSNBHOCTI He MiAKpin-{npuxmnbHICTL 40 ToBapiB abo nocnyr nignpueMcTea,
NO3UTUBHOMO CTaBNEHHS abo MPUXMIBHOCTI CMO-|MIOETHCA NOBEAIHKO CrioXuBayva

330BOMEHUN HUMK, Big4yBae 3aLikaBMNeHICTb Y HUX,
ane He Mae MOXIMBOCTI YacTo KynyBaTu ix

KomnnekcHa nosinbHicmb

CnipasxHsi

lMpuxunbHicme + nosinbHICMb

TEPUCTUK CMOXMBaYiB

lMoenHaHHSA NOBeAiHKOBMX Ta eMOLMHNX xapak-|CuTyalisi, 3a kol BUCOKOMY PiBHIO|[103UTMBHE CTaBMNeHHs A0 MianpuvemcTea (npwu-
NOBEAIHKOBOI NMOSANBbHOCTI  CMOXMW-|XWUIMbHICTb) + MOBEAIHKOBI XapakTEePUCTUKU CrMO-
BayiB BignoBigae BUCOKWIA piBeHb|xuBaya (NOsSMbHICTb)

€MOLLiIHOT NOSANbHOCTI

[MOpIBHABLUN CYTHICHI XapakTepuCTUKM TWUMIB NOSMb-
HOCTi CNOXWBAYiB, MOXHA BUAINUTU Taki iX y3aranbHeHi TUnu:
KOMIMIIEKCHA NOANBHICTL (3MillaHa / cnpaxHsA / abcontotHa / npu-
XUIbHICTb + NOANbBHICTL), TPAHCAKLiHa NOANbHICTL (MoBeaiHKoBa
/ xnbHa / noanbHiCTb 6€3 NPUXMILHOCTI), NepuenuiiHa nosnb-
HIiCTb (emouinHa / naTteHTHa / npuxoBaHa / NPUXUIbHICTL 6e3
TOSANBHOCTI).

Cnig 3a3HaunTK, LLO YaCTO BUHWUKAE CUTYaLlis, SKLLO KOM-
NMeKcHa NosNbHICTb CNOXMBaYIB LUe He chbopMoBaHa Ha Hanex-
HOMY (BMCOKOMY) piBHi, ane B NOBEZiHLji CrIOXVBaYiB NPOCTEXYIOTb
BMSIBY OKPEMMX CKMagoBuX SK TPAHCAKLINHOI, TaK i nepuenuinHoi
NosnNbHOCTI. ByacHe BU3HaYeHHA NignpueMCTBamMm Takmnx cro-
XMBadiB X NOCnyr A0O3BOMSAE NEPepOo3nOAINUTA MapKETUHIOBUIA
6loKeT Ha LiNbOBi CErMEHTU CMOXMBAYIB i3 METO (hOPMYBaHHS
X NOANBHOCTI, CKOPOYYOYN BUTPaTK Ha 6e3nepCcneKkTuBHI.

Tomy, OKpiM 3a3Ha4YeHNX TUNIB NOSNBLHOCTI CMOXMBaYiIB,
aBTOPOM 3anpoNOHOBaHO BMOKPEMITEHHS TaKoro, K "nepexigHa
NOAMNbHICTL", AIke BiH TPaKTye SK NEBHWUI TWUMN MOBEAIHKN CMO-
XMBauiB, LLO XapaKTepu3yoTb NOEAHAHHAM OKPEMMX NapameTpiB
SK NepuenuiiHoi, TaK i TpaHCaKLiiHOI NOSNBHOCTI CNOXUBaYiB
NOCNYr, OUIHIOBaHHSI KOXHOMO 3 SKMX CBIAYTb MO MOTeHuian
POpMyBaHHS KOMMINEKCHOI NTOAMBHOCTI CMOXMBAaYiB Nif, BNAVBOM
MapKeTUHIroBOI AisNbHOCTI NigNpueEMCTBa.

Cnig 3ayBaxuTu, WO B Aesiknx poboTtax i3 TepmiHOM
"NOSANbHICTL" TaKOX OTOTOXHIOKTH TEPMIH "3a40BONEHICTL".
3ag0BOneHICTb € pe3ynbTaToM BignoBIiAHOCTI haKTUYHO OTpU-
MaHuX ToBapiB abo Nocnyr NignpueMCTBa OYikyBaHHSM CrioxuBava.
PiBeHb 3a40BONEHOCTI CNOXUBAYiB OTPUMYBaHUMKN TOBapamu
abo nocnyramu nignpMemMcTBa MoXxe 3MiHIBaTUCA Yac Bia Yacy
nig BNAMBOM, Hanpwvknag, nosieu Ginbl BUrigHOT Npono3uuii
Ha PUHKY abo 3pOCTaHHS OYiKyBaHHA CnoxuBadiB. HasiBHICTb
3aJ0BOMEHOCTI CMoXMBadiB ToBapamu abo nocrnyramu He ra-
paHTye 3AiNCHEHHS NOBTOPHOI KyniBMi CroXuBaveMm, ane Moxe
6yTn ogHUM i3 napameTpiB X nosinbHocTi [20].

Cepepf, 3anosnyeHnx i3 3apybixHoOi BisHec-npakTuku
MOHSTb € TaKOX CYNepeyvHOCTi Yy BM3HAYEHHi CYTHOCTI TaKkux
MOHATL, K "MapKeTUHr BiAHOCWUH", "ynpaBniHHA BigHOCWHaMU
3i cnoxuBadamu" (aHrn. customer relationship management,
CRM), "MapKkeTUHr napTHEepPCbKUX BIiHOCWMH" (aHrn. partner
relationship management, PRM) Ta "MapkeTuUHr nosinsHocTi".

3aranom, BWUTOKM KOHUENUii MapKeTUHry BigHOCWH
nexarb y cdepi MPOMMCIIOBOr0 MapKeTUHIY, Ae Lsi KOHLEenNLis
posrnsganaca Ak anbTepHaTMBHWWA NiOXiA OO MapKeTuHry,
OCKiNbkM cneuudpika B3aemoii opraHisauii Bumarana nosisu
napagurmu, BigMiHHOI Bif Ti€l, lka JOMiHYBana Ha CNoXuB4YOMY
PUHKY [24, c. 6]. Y nepiog TexHosoriyHoro 6ymy 90-x pp. MapKeTUHI
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BiJHOCWH MPOHWKAE Ha CMOXMBYI PUHKW Ta AocArae 3pinocTi
[25, c. 800]. Tak, y 1914 p. y CWIA peski marasvHu novanmu
BMaaBaTy cneLianbHi KAPTKM 3aMOXHUM CroXnBadam [26].

MepLwi nporpamu NOANBHOCTI BUHUKNM B aBiaiHAyCTpii
y 80-x pp. XX CT. y nepiog 3MiUHEHHS1 i PO3LUNPEHHST Ty-
puctnyHoro GisHecy. OgHak cnoyaTky BOHM Manu MicLeBui
Xapaktep, 06'eqHaHHs B HaUiOHarbHi Ta MibkHapoaHi Biabynocs
3 pPO3BUTKOM KOMM'HOTEpPHUX TexHonorin. MNepwa y cBiTOBIN
npakTuui BoHycHa nporpama NosinbHOCTI BMHUKae B 1981 p.
y komnaHii American Airlines [27].

Y 1923 p. 6byna 3pobneHa nepwa cnpoba BM3HAYUTK
CYTHICTb MOHATTS "nosnbHIiCTb 6peHaa” 3 6oky cnoxusauis. Lie
BU3Ha4YeHHs Byrno MakcumaribHO npocTum: "Crioxusay, NosnsHUm
BpeHay, — Le nognHa, ska kynye saw 6peHg y 100 % sunagkis”.
IHLWi aBTOpM 3rogom BM3Havanu "nosinbHicTb" i AK "cxemy nepe-
Bary ogHiei Mapkn 3a KOXHOI Kynisni npogykTy". Toai nosinbHICTb
30e6inbLIoro acoujitoBanacs 3 NOBTOPHO Kynieneto [23].

KoHuenuis MapkeTUHry B3aeMOBIAHOCUH ynepLue 3ra-
ayetbes y 1983 p. AOKTOPOM, eKc-npe3vaeHToOM AMEPUKAHCLKOI
acouiauii mapkeTuHry JleoHapgom Beppi (Berry) y koHTekcTi
MapKeTUHTy NOCMyr ANs ONWUCY HOBOTO MiAX0A4y A0 MapKETUHTY,
opieHTOBaHOro Ha BinbLuL TpUBany B3aEMOAI0 3i CoXxvBayamm
[21, c. 11]. Y Tomy x poui Boran bins, kepiBHuk Harley-Davidson,
CTBOPMB NepLuni knyb i3 UinkoM BU3HAYEHOK METO: MiaBu-
LUTKN NOSAMBHICTb CBOIX CMOXMBaYiB 4O TOProBesibHOI MapKu,
nereHgapHoOro HWHI MoToumkna. 3apa3 uen knyd ob'egHye
noHag 850 perioHanbHWX ¢pinint i GinbL Hixx 270 000 yuneHis [28].

MepwonpoxigusMn B OOCHIMKEHHI NOANbHOCTI Bynu
aHaniTMKN KOHCaNTMHroBoi komnadii Bain & Company. [o-
cnigpkeHHs gisnbHocTi Ginbw Hixk 400 nignpruemcTs, npoBeaeHe
y 2001 p., Ao3Bonuno cdopMysBat METOOMKY PO3paxyHKY
NOKa3HWKIB NOSAMNBHOCTI Ta TEOPeTUYHi acnekTu i BNNuBY Ha
OCHOBHI (piHaHCOBI pe3ynbTaTn AisNbHOCTI NiANPUEMCTBA.

83

PesynbTatv gOCnimKeHHs 3HanWM BiaobpaXeHHs y cTaTTax
Ta KHMrax KepiBHWKa KoMnaHii, KypaTtopa nporpamu Loyalty
Practice ®. Paiixenbaa [29].

Ane 1 3apa3 € pisHi nornaaM Ha pPo3yMiHHA CYTHOCTI
KOHLLenLjii MapKeTUHry BiAHOCWH (y HayKoBill NiTepaTypi 3ycTpi-
YaloTb Taki CIOBOCNOMYYEHHS, sIK "MapKeTUHr B3aeMUH", "Map-
KETUHr B3aemogii’, "MapkeTuHr B3aemosigHocuH"). Ha aymky
®inina Kotnepa, mapkeTuHr BigHOCWMH nepenbayae nobynoBy
[OBroTepMiHOBMX B3aEMOBUIAHNX BIAHOCUH i3 NPOBIgHUMU NapT-
Hepamu, Lo B3aEMOZiI0Tb Ha PUHKY: CNoXuMBavaMu, nocravans-
HUKamK, AMCTPMG'IOTOpaMM — 3 METOK BCTaHOBIIEHHS TPMBaNuX
NpUBINeNoBaHNX BIAHOCKH i3 HUMW. Taki 3apybixHi BYeHI, sk XK.-
XK. lambeH, A. WWawi, C. YanacaHi, P. MakkeHa, yBaxatoTb, LLIO Map-
KETVHT BiHOCUH CNPSAMOBAaHWIA, Y MepLuy Yepry, Ha croxusava.

Y HaykoBi/ niTepaTtypi NOHATTS "MapKeTUHr BigHOCUH"
Ta "MapKeTUHr NOSAMNbHOCTI" TaKOX OTOTOXHIOKTbL. ABTOPOM
3anpornoHOBaHO PO3MEXyBaTK NMOHATTSA "MapKeTUHT BiQHOCKH"
Ta "MapKeTUHT NOANBLHOCTI" 3a BIAMIHHOCTAMM LiNbOBOI ayaMTopii
NiaNPUEMCTB, SKi X 3aCTOCOBYIOTb Y CBOIN AiANbHOCTI, Ta, AK
pe3ynbTar, 3a MapKeETUHIOBUMM Ta KOMYHIKaLIMHAMK LINSMU LMX
nignpvemcts (Tabn. 4). Tak, MapKETVHI BiAHOCWH po3rnsgae
aBTOP AK TaKTUYHUIA BUA MapPKETUHTY, CNpSMOBaHUA Ha opMy-
BaHHS BIAHOCWH i3 MOTEHUiHAMM Ta HasBHUMU ChoXvBaYamu
3a [JOMNoMOorol peknamu, 3B'A3KiB i3 rpOMazCbKiCTIO Ta CTUMY-
noBaHHA 30yTy. 3anponoHoOBaHO BUAINWUTY OBi CKNaAoBi Mapke-
TWHry BigHOCWH (aHrn. relationship management):

1."YnpaBniHHs BigHOCUMHaMK 3i cnoxusadamn” (customer
relationship management, CRM), cnpsimoBaHe Ha nobynosy
BiAHOCKH BUKITIOMHO 3i CoXxmBadamu.

2."YnpaBniHHA BigHOCMHaMu 3 napTHepamu" (partner
relationship management, PRM), cnpsimoBaHe Ha no6yaoBy
BiAHOCWH BUKITHOYHO 3 NapTHepamu.

Tabnuugsa 4

MopiBHANBbHA XxapakTepUcTUKa NOHATbL "MapKeTUHI BiGHOCUH" Ta "MapKeTUHr NosAnbHOCTI" (po3pobneHo aBTopom)
[Comparative characteristics of the concepts of "relationship marketing" and "loyalty marketing"] (developed by the author)

MopiBHANBbHI XapakTepucTUKn

MapKkeTUHr BigHOCUH

MapKeTUHr nosAnbLHOCTI

Bva mapkeTuHry 3a TpyBanicTio pos-
po6neHHs MapKeTUHIOBKX pilleHb

TakTU4HUI

CrpaTeriyHui

MapKeTVIHFOBI uini pamm

dopmyBaHHS BiHOCUH 3i CNOXUBa4YaMu Ta napTHe-

YnpaBniHHA BiOHOCUMHaMK 3i  CMoXvBayamu
/ napTHepamu 3 MeTol QOpPMYyBaHHS, YTpu-
MaHHS! ab0 3MiLIHEHHS X NOSANbHOCTI

KomyHikauinHi uini

IHdbopmyBaHHs, hopMyBaHHSA nonuTy, cTumynto- | CTumynioBaHHs 30yTy, HaragyBaHHSA Npo nif-
BaHHs 30yTy, (hopMyBaHHS iMiZKy nianpuemMcTaa

NPUEMCTBO, MiATPUMaHHS iMigXKy nignpuemcTaa

Peknama.
PR.
CtumynioBaHHs 36yTy

OCHOBHi 3aC0O6V MapKETUHIOBKX KOMY-
Hikauin

[npekT-MapKeTUHr
CTuMyntoBaHHs 36yTy

LlinboBa ayguTtopis

MoTeHuinHi cnoxumBavi / napTHepw.

HasBHi cnoxweadi / napTHepu

JlosinbHi cnoxuBadi Ta cnoxveadi 3 nepexig-
HO NOSINbLHICTIO

CermeHTyBaHHs CriokuBauiB / NapTHePIB

€ H6axxaHum

€ 060B'A3K0BUM

HasiBHicTb 6a3u gaHux

€ GaxxaHnm

€ 060B'A3K0BUM

MoHATTA "MapKeTUHT NnosinbHOCTI" nonsirae B nobyaoBi
Ta ynpaeniHHi BiAHOCMHaMK 3 NOSANbHUMU CNOXMBaYamm Ta Cro-
XuBavamu 3 nepexigHo NOAMNbHICTIO 3 MeTo hopMyBaHHS,
YTpMMaHHA abo 3MiLHEHHST iX nosnbHocTi. Ha BigMiHy Big HasB-
HUX TpaKTyBaHb, TaKUI MigXia, YiTKo PO3MEKOBYE MOHATTS "MapKETUHI
BiAHOCWH", "ynpaBniHHA BiQHOCMHaMK 3i cnoxvieadamu”, "ynpas-
NiHHA BigHOCMHaMK 3 napTHepaMun” Ta "MapKeTUHT NosNbHOCTI",
aKLEHTYIOuM yBary Ha BiAMIHHOCTSX LlinbOBOI ayaMTopii nignpu-
€MCTB, SIKi IX 3aCTOCOBYHOTb.

PopMyBaHHS NOSANBLHOCTI CNOXVBAYIB aBTOP PO3rnsgae
AK NpoLec LinecnpsMOBaHOrO Ta OPraHi3oBaHOro nepeTso-
PeHHs HasBHMX CMOXMBA4iB, CTaBMEHHA SKMX A0 NianpueM-
CTBa He Moxe OyTu oxapakTepu3oBaHe MoeaHaHHAM eMOLAHUX
Ta MoBediHKOBMX NapameTpiB NOSANbHOCTI | AKi € NoAnbHMU
nif, BANMBOM (haKTOpIB MAapKETMHIOBOrO CepeaoBuLLa.

OpHum i3 cnocobiB hopMyBaHHSI NOSINBHOCTI CMNOXKM-
BayviB € CTBOPEHHS Takux ymoB, ki OyayTb nepelukomxatu
3BEPHEHHIO CMOXMBaYiB A0 iHLWKNX MNiANPUEMCTB 3@ AOMOMOro
3axopiB, SAKi 30iNbLUYOTbL KOPUCHICTL TOBapy abo nocnyrun ans
NEeBHMX rpyn CNoXuBayiB y pe3ynbTari BigAaHHS iM eKOHOMIYHUX
nepesar. KopucHictb ToBapy abo nocnyrv crnoxusadi Bu3Ha-
YaloTb LUMAXOM CMiBCTABMIEHHS OYiKyBaHOI Ta OTPUMAaHOI AKOCTI
umx ToBapiB abo nocnyr i3 ix BapTicTio. Cnig 3asHauMTyH, WO
OyXXe 4acTo ouiHKa pearnbHOi LiHHOCTI nocnyr He 36iraeTbes 3i
CMPUAMAHOI0 CNOXMBAYeM LiHHICTIO nocnyr. Tomy ansa nia-
BULLEHHSA eKOHOMIYHMX Bap'epiB y pasi Hamipy crnoxuneaya 3mi-
HWUTW NocTayanbHKKa AOUiNbHO BUKOPUCTOBYBaTK abo 3axoaw,
opieHTOBaHi Ha BapTiCTb ToBapy abo nocnyru (cnoxvsavy
npsMo abo y npuMxoBaHOMY BWUrMAAi MPOMOHYIOTb MaTepi-
anbHi BUrogu B pasi NOBTOPHOI KyniBni ToBapy abo nocrnyru
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B JaHoro nignpuemcTaa), abo 3axoau, OPIEHTOBaHi Ha SIKICTb
ToBapy abo nocnyru (CNoXxwnBayy NPOMOHYIOTb YHIKarbHy BUroay,
fAka Moxe OyTu 3amilleHa ToBapom abo MOCMYrow iHWMX
nignpMemcTB TifnbkK1 3a BiNnbLL BUCOKUX BUTPAT CMOXMBaYa).

Kpim nponoauii yHikanbHOi BUroau, nignpueMcTaso mMo-
Xe MigBMLLMTL piBEHb CYB'EKTUBHOMO CMPUMHATTS CrOXMBaYeM
AKOCTi ToBapiB abo nocnyr NignpuemMcTea 3a AOMNOMOrolo Bnac-
HUX rapaHTii aKkocTi abo cepTudikaTiB SKOCTI, O BUAAOTb
HesanexHi opraHisauii. YNpoBamKeHHs couianbHUX MPOEKTIB
Y QiANbHICTb NIANPUEMCTB TaKOX MOXE CTaTu TiE0 YHIKarbHO
BWrOA0M0, AKa cnpusaTume popmyBaHHIO NOSANBLHOCTI TYPUCTIB.
Takuin BUCHOBOK MiATBEPOXYIOTb pe3ynbTaTh NpoBegeHnX CBi-
TOBMX AOCNiMKeHb, a came: 71 % crnoxvsadie nnaHyoTb pobutn
BMOIp Ha KOPWCTb EKOOri4YHO YMCTMX TOBapIB Ta NOCchyr (3a pe-
3ynbTaramMu AOCNIMKEHHS OHMaNH-pecypcy GPOHIOBaHb TYPUCTUY-
HUX NpogykTiB Trip Advisor y 2012 p.), maixe 50 % cBiToBUX
CMoXMBaYiB roToBi NNaTnTK Ginblue 3a TOBapu Ta NOCNYru Co-
LianbHo BignoBiganebHUX NiANPUEMCTB (3a pe3ynbTaTamy aHanisy
pocnigHuubkoi komnawii Nielsen 'y 2012 p.), 44 % cnoxuBadis
KpaLle cTaBnaTbcsa A0 NiANPUEMCTB, SKi IHBECTYIOTb B €KOSOTiHHi
Ta couianbHi iHiLiaTBK (3a pedynbTaTtaMu LOCHIOXKEHHS FPynoo
TypucTu4Hmx onepatopis y 2010 p.) [30].

IHLWKUM cnocoboM YyTpUMaHHSA CroXuBadiB € iX MoBHe
33[10BONEHHS. Y LibOMY pasi BUKOPUCTOBYIOTb 3aX0Au, ki 3aBOsKM
dopManbHiv Ta HedhopmarnbHiA KOMYHiKaLi, @ Takox B3aemogii
MDK MiANPUEMCTBOM Ta CMOXMBAYEM MOCUIIOIOTb IHTEHCUBHICTb
KOHTaKTiB, MiABWLLYIOTb AOBiIpY Ta CTabinidytoTb 3a40BOMEHICTb.
OCHOBHOIO METOHO LIbOro crnocoby € hopMyBaHHS MCUXONONYHO-
€MOLLINHOrO BiAYYTTSA NPUXUIBHOCTI CNoXMBaYa A0 MignpueMcTBa.
Lia meTta Moxe OyTu pocarHyta LwWnsxom ob6cCnyroByBaHHS
CMOXWBAYIiB y MOBHIM BIiAMNOBIAHOCTI A0 iX BMMOr, opraHisauii
kny6iB abo 36opiB cnoxuBadyiB, XXypHaniB Ans HUX, HagaHHA
[00aTKoBKX Nocnyr. TakoxX BaXKNMBO 3BEPHYTU yBary Ha ckapru
CNOXWUBaYIiB i B pasi iX HAasABHOCTI NoBepTaTy 3a40BOMEHICTb
cnoxwusauis [24].

HeoaHO3HaYHICTb TpaKTyBaHHsi CYTHOCTI MOHATTS "Nosinb-
HICTb CMOXMBaYiB" Ta CynepevHOCTi Y BMOKPEMIIEHHI 1i TuniB
BMMaratoTb YTOMHEHHS MOHATINHOIO anaparty MapKeTUHIY fosmb-
HOCTi. ABTOPOM BM3HAYEHO, L0 00'EKTOM ynpaBniHHA B Mapke-
TUHIY NOANBHOCTI € BiAHOCWMHW 3 FOSMIBHUMK CMOXMBavamu
Ta CnoXxuBayamm 3 NepexigHoo MOSAMBbHICTIO, WO A03BOMSAE YITKO
PO3MEXYBATU LIE MOHATTA 3 TAKUMU, AK: "MAPKETUHT BigHOCUH",
"ynpaBniHHA BigHOCUHaMu 3i cnoxuadamun” (CRM) Ta "ynpas-
NiHHA BigHOCMHaMu 3 napTHepamn" (PRM), "MapKkeTuHr napT-
HEPCbKMX BiAHOCUH".

YTOYHEHO CYTHICHI XapakTepucTUKM NOANbHOCTI Cno-
XMBadiB NOCAYr, WO YMOXIUBIIOE i KOMMNIEKCHE OLiHIOBaHHS.
Tak, NoAnbHICTb CNoOXuBadiB aBTOp TPaKTye sK pesynbTar
3BOPOTHOrO 3B'I3KY B CUCTEMi MapKETMHIOBMX KOMYHiKaLin
niANPUEMCTBA, KU BUSIBMSIETLCA SK FOTOBHICTb peKoMeHayBaTu
NiANPUEMCTBO KOHTaKTHUM ayauTOpISM Yy pe3yrnbTaTi 3a00BOMNEHHS
3HaYyLLMX A1st CNOXMBaYa napameTpiB BUOOPY Ta perynsipHicTb
CroXuBaHHA ToBapiB abo nocnyr ogHOro mignpvemcTea 3a
HasiBHOCTi MpUBabnMBMX NPOMNO3KLlA KOHKYPEHTIB.

Takum 4YMHOM, aBTOPOM Ha OCHOBI y3aranbHEHHS Mia-
XOAIB HayKOBLIB [0 BWOKPEMIIEHHSA TWNIB NOSNbBHOCTI CMo-
XMBayiB OOI'PyHTOBAHO HasiBHICTb nNepexigHol MOSNbHOCTI
cnoxusadiB nocnyr. Lle nossonse nignpuemcrsam nepepos-
NOAINNTA MaPKETUHIOBUIN GHOKET, BU3HAYAKOYM LLiNbOBI CErMEHTU
CNOXWUBaYiB i3 MeTo (POPMYBaHHSI iX NOSANLHOCTI Ta CKOpO-
YylouM BUTPaTK Ha 6e3nepcnekTUBHI CerMmeHTH, Wo cnpusTume
NiABULLEHHIO €DEKTUBHOCTI YNpaBIiHHA MapKETUHIOBOK Aisifb-
HICTIO nmignpuemcTBa B UinoMmy. [NoHATTS "nepexigHa nosinb-
HICTL" MPOMOHYKTb TPaAKTyBaTU SIK NEBHUA TUM MNOBEAIHKM
CMoXMBauiB, LLO XapakTepn3yeTbCs NOEAHAHHSAM OKpeMux na-
pameTpiB fK NepuenuifnHoi, Tak i TpaHCaKUiHOI NOSNbHOCTI
CMoXMBa4iB MOCMYr, OLIHIOBAHHA KOXHOMO 3 SKMX CBiQYUTb
npo noTeHujian hopMyBaHHSA KOMMEKCHOI NOSNbHOCTI CNOXK-
BaviB Mig BNAYBOM MapKETUHIOBOI AisiNbHOCTI NignpuemMcTaa.

Ockinbkn 3apa3 BigOyBaeTbCsl 3MilLEHHS aKUeHTIB
i3 3pOCTaHHA PMHKOBOI BApTOCTI NiANPUEMCTB Ha LOTPUMaHHS

iHTepeciB MakCMarbHO LUMPOKOro Kora KOHTaKTHUX ayauTopii,
TO ocobnumBy yBary cnif 3BepHyTW Ha NiABULLEHHS CNPUIAMAHOI
croxuBayamu sIKOCTi Ta UiHHOCTI nocnyr. Tinbkv B pasi niasu-
LLEHHS CNpUAMaHoi CnoXmBayamy AKOCTi Ta LiHHOCTI mocnyr
MOXJTMBUM € JOCATHEHHSI EKOHOMIYHUX Linen AisnbHOCTI nig-
npremcTB. 3aans AOCArHEHHS NOCTaBMeHoI METU HeobXigHUM
€ nobygoBa Takux BIAHOCUH 3i crioxuBadamu, siki 6 0o3Bo-
nsanu nignpyeMcTBamM BYAacCHO BM3HAyaTWM Ta pearyBaTu Ha
notpebu Ta 6axaHHsA CBOIX CMOXMBaYiB.
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STAGES OF INTANGIBLE ASSETS REPRODUCTION

O. Litvinov

The idea of classical and modern scientists about the essence of economic cyclicality has
been considered and significant differences in the understanding of both the content and com-
ponents of enterprise resource reproduction cyclicity have been found.

A theoretical justification has been provided as to the cyclical nature and composition of the
intangible resources (IRE) reproduction stages of a company. A conclusion has been drawn that
the economic cycle is an open circle or a "Hegelian" helix, which consists of the system develop-
ment stages and provides for a return to the initial stage, but at a new level.

The reproduction of resources is proposed to be understood as a process of continuous
recovery of consumer qualities. The stage of reproduction of resources is defined as a phase,
a part of the process of reproduction, which qualitatively differs from others.

The reproduction of IRE has been proved to generally consist of two stages (phases):
creation (updating) and wear of IRE. The stages of costs reproduction of IRE are proposed to be
the phase of expenditures on the creation (updating) of IRE and the phase of costs recovery
(depreciation of IRE). A conclusion has been drawn that only full compliance of the cycles of costs
reproduction and reproduction of consumer qualities provides balance and continuity of repro-
duction of IRE.

For the purpose of comparison of two characteristics of wear cyclicity, namely, time and
volume, the indicators of wear speed and acceleration are used, which makes it possible to justify
management decisions. The speed of wear characterizes the amount of loss of consumer qualities
per time unit. The acceleration of wear describes how rapidly the amount of consumer qualities
decreases in a certain period of time.

Prospects for further research are the development of theoretical foundations of the IRE
reproduction effectiveness as well as analysis of characteristics and features of the stages of the
reproduction cycle of certain types of IRE.

Keywords: reproduction cyclicity, stages of reproduction, wear of intangible resources, speed
and acceleration of wear.
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CTALII BINTBOPEHHA HEMATEPIANbHUX PECYPCIB NIANPUEMCTBA

Jlimeinoe O. C.
Y cTaTTi po3rnsaHyTO YABMNEHHS KIacuKiB i Cy4aCHUX HayKOBLIB LLOAO CYTHOCTI €KOHOMIYHOI

LMKIIYHOCTI Ta BU3HAYeHO CyTTEBI PO3BIXKHOCTI B PO3YMiHHI SK 3MICTY, TaK i CKNagoBMX LIMKNIYHOCTI
BIOTBOPEHHSA pecypciB nignpuemMmcraa.
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