O0Js1ikoBa KapTKa aucepTaii

I. 3arasibHi BimOMOCTI

Jep>kaBHHH 00J1iIKOBHI HOMep: 0411U005193
Oco006J1uBi TO3HAYKH: BinKpura

JaTa peectpamnii: 07-07-2011

Craryc: 3axumeHa

PexBi3utu Hakasy MOH / Haka3y 3aKjazy:

I1. BizomocrTi nipo 3700yBaya

Baacue IlpizBume Im'a Ilo-6aTbKOBI:
1. AbpamoBuy Osbra KocTsiHTUHIBHA

2. Abramovych Olga Kostyantynivna
KBasmigikamis:

InenTudikarop ORCID ID: He 3acrocosyerbcs
Bup, pucepranii: kanguzaar Hayk
AcnipaHTypa/JIOKTOpPaHTypa: Tak

IIIn¢dp HaykoBOi cneniaabHOCTI: 08.00.04

Ha3Ba HayKoBOIi CIeniaJIbHOCTI: EKoHOMiKa Ta yIpaBJIiHHA MANPUEMCTBAMY (32 BUIAMU EKOHOMIYHOI

LisITIBHOCTI)

T'asmy3sp / ranysi 3HaHB. He 3aCTOCOBY€ETbCS

OcBiTHBO-HayKOBa IIporpama 3i creniaJbHOCTI: He 3acTocoByeTbcs

Jdara 3axucry: 01-07-2011

CnenianpHIiCTB 32 O0CBiTOXO: 7.0501.01

Micue p060TI/l 3a06yBaqa: HaujonaneHuii yHiBepcuret "KueBo-MoruisgHcbKa akagemisa”

Kopg 3a €IPIIOY: 16459396

Micue3Haxoa KeHHs: 04655, M. Kuis, By I'. CkoBopoy, 2

dopma ByracHOCTI:
Cdepa ynpaBiiHHS: Ka6iHer miHicTpiB

InenTudgikarop ROR: He zacrocosyerscs



I11. BimomMocTi mpo opranizariiio, e Big0OyBcsl 3aXHCT

IIudp cnenianizoBaHOi BYEHOI pagH (pa30Boi CleNiaai3oBaHOi BY€HOI pagH): K.79.051.01
IloBHe HaliMeHYBaHHSI IOPHUAHUYHOI OCOOH:

Kop 3a €IPIIOY:

Micue3HaxoaKeHHS:

dopma ByracHoCTI:

Cdepa ynpasiriHHS:

InenTudikarop ROR: He zacrocosyerscs

IV. BimomocTi Ipo niznpueMcTBO, YCTaHOBY, OpraHi3alliio, B sIKi# 0yJ10
BHKOHAHO JHCEPTaIlilo

IIoBHe HaﬁMeHyBaHHﬂ lOpI/I,ZLH‘IHO'l' 0COOM: HanjoHambHuit yHiBepcuret "KueBo-MoruisiHCcbKa akagemis”
Kopg 3a €IPIIOY: 16459396

Micue3Haxoa KeHHs: 04655, M. Kuis, By I'. CkoBopoy, 2

dopma ByracHOCTI:

Cdepa ynpaBiiHHS: Ka6iHer miHicTpiB

InenTudikarop ROR: He zacrocosyerscs

V. BizomocTi npo gucepraniio
MoBga guceprariii:
Koau TeMaTHYHHX PyOPHK: 06.81

Tema gucepranii:
1. IloBegjiHKa crioKMBava B CUCTEMI yIIPaBiIiHHS KOHKYPEHTHOIO CTpaTETI€l0 MiAIIPUEMCTBA

2. Consumer behavior as a part of company's competitive strategy management

Pedepar:

1. lucepraris npucBsSYeHa y3araabHEHHIO TEOPETUYHYX 3aCaf, yIIPaBJliHHA KOHKYPEHTHOI CTpaTerii nignpueMcTaa
Ta [IPaKTUYHOMY BUPIIIEHHIO [IPpO6JIeMU OLiHKY ii epeKTUBHOCTI HAa OCHOBI aHaJi3y NOBEiHKU CIIO>KUBaYiB.
31ilicCHEeHO aHaMiTUYHY OLIHKY CTaHy PUHKY pPO3/piOHOI TOPriBjli TOBaApaMHU rOCIOLAPCHKOT0 BXXUATKY
IIOBIOCTPOKOBOTO KOPUCTYBAHHS, BU3HAYE€HO KOHKYPEHTHI CTpaTerii BITYN3HAHUX MIJNPUEMCTB i IIEPCIIEKTUBY IX
3MiHU. AKTyasli3BaOHO YNHHUKH, 110 BIUIMBAIOTh Ha MIOBEIIHKY CIIOXKMBaYiB. BU3Ha4€HO BEKTOPY HAyKOBO-
[IPaKTU4YHOI iHTerpauii KoOHLenuii IOBeIiHKY CIIOXKMBaYa 10 CUCTEMU CTPATEriYHOrO YIIPABJIiHHA MigIIPUEMCTBOM.
Po3po6seHo, 06rpyHTOBAHO Ta BIIPOBAIPKEHO CUCTEMY YIIPABJIiHHSI KOHKYPEHTHOIO CTPaTEeTi€elo MiANpreMCTBa 3a
IPUHLMIIAMU XOJIiICTUYHOTO MAPKETHUHTY 3 BUKOPUCTAHHSIM iHCTPYMEHTIB 36a/1aHCOBAHOI CMCTEMH TIOKA3HUKIB
(3CII). Po3po6yieHO Ta BUKOPMCTAaHO: CUCTEMY OLIiHKU BiJIIOBiIHOCTi aCOPTUMEHTY MarasuHy norpebam Clo>XKuBadiB
3 BUKOPUCTaHHSIM METOJY CIIiJIbHOTO aHaJli3y; aIrOpUTM (POPMYBaHHSI KOMYHIKaTUBHOI CTpATETii MifIIPMEMCTBA K
€JIEMEHTY BLOCKOHAJIEHOI KOHKYPEHTHOI CTpaTerii Ha OCHOBI aHAJII3y [TOBEIIHKY CII0KMBAYiB; TEXHOJIOTIIO

BiJHOCHOI OLiHKM e(eKTUBHOCTI KOMyHiKaliliHOi cTpaTerii NifpreMCcTBa 3 BAKOPUCTAaHHSIM iHCTpyMmeHTiB 3CIL



2. Analytical characteristics of durable household goods retailing market of Ukraine are given, competitive
strategies of retailers and the perspectives of strategies' improvement are defined. Factors, influencing consumer
behavior are systemized. Vectors and ways of theoretical and practical integration of consumer behavior concept
into strategic management system are determined. Methodological approach for competitive strategy building and
implementing, based on consumer behavior concept, was provided. This approach includes using: conjoint analysis
and Assortment Correspondence Coefficient to determine the level of correspondence between current
assortment of the retailer and consumer needs and behavior; Balanced Score Card to reach balance in corporate,
competitive and functional strategic levels; algorithm of implementing enterprise's communicative subsystem as
an element of competitive strategy management improvement, the later supposed to be based on holistic
marketing principles. The technique of evaluating comparative efficiency of enterprise's communicative strategy
and subsystem is suggested.

Jep>kaBHHHM peecTpaniiiHuii Homep JiP:

IIpiopuTeTHHH HANIPpSIM PO3BHTKY HayKH i TEXHIKH!
CrpareriyHuii npiopUTEeTHHH HaNIPSIM iIHHOBALLiHHOI Ais1JIbHOCTI:
ITizcyMKH BOCTiI>KEeHHS:

Iy6sikaii:

HaykoBa (HayKOBO-TE€XHiYHa) IPOAYKILis:
ConiasiIbHO-€KOHOMIYHA CIPSIMOBAaHICTh:

OxopoHHi gokymeHTH Ha OIIIB:

BrnpoBaa>KeHHS pe3yJIbTaTiB AHCEpPTaILii:

3B's130K 3 HAYKOBUMH T€MaMH.

VI. BizomocCTi Ipo HayKOBOr0 KepiBHHKA /KEPiBHUKIB (KOHCYJIbTaHTA)

Baacwue IlpizBume Im'a Ilo-6aTbKOBI:
1. INau Jlinig BonogumupiBHa

2. Pan Liliya Volodymyrivna

KBasigikanis: k.e.n., 08.07.01
Imentudikarop ORCID ID: He zacrocosyerbcs
JoparkoBa iHdpopmamist:

TloBHe HaliMEeHYBaHHS IOPHIHYHOI 0COOH:
Kopg 3a €IPIIOY:

Micue3Haxoa KeHHS:

dopma ByracHOCTI:

Cdepa ynpasiriHHS:

InenTudikarop ROR: He zacrocosyerscs



VII. BigomocTi npo odinilfiHuX ONOHEHTIB Ta PELeH3€HTIB

OdiniiiHi OIOHEeHTH
Bsacue IlpizBuuie Im's I1o-6aThKOBI:

1. ®egopueHko AHIpilt BacunboBuy

2. QenopyeHKo AHApiN BacniboBry

KBasigikanis: n.e.n., 08.00.04
InenTudikarop ORCID ID: He 3acrocosyetscs
JoparkoBa inpopmamnist:

IloBHe HaliMeHYBaHHSI IOPHUAHUYHOI OCOOH:
Kop 3a €IPIIOY:

Micue3HaxoaKeHHS:

dopma BaacHOCTI:

Cdepa ynpasiiHHS:

ImenTudikarop ROR: He zacrocoyerbcs

Baacue IlpizBume Im'a Ilo-6aTbKOBI:
1. HoBanbcka Hagist IBaHiBHA

2. HoBanbscka Hagis IBaHiBHa

KBasmigikanis: k.e.n., 08.02.03
InenTudikarop ORCID ID: He 3acrocosyerbcs
JopaTrkoBa iHdpopmamist:

IloBHe HaliMEeHYBaHHSI IOPHAUYHOI OCOOH:
Kopg 3a €1PIIOY:

Micue3HaxoAKeHHS:

dopma ByracHoCTI:

Cdepa ynpassriHHS:

InenTudikarop ROR: He zacrocosyerscs

PeuenseHTu

VIII. 3akr04Hi BimoMocTi
BiiacHe IIpi3Buine Im'sa ITo-6aTbKOBI

TrOJIOBH pajgu

BiiacHe IIpi3Buie Im'sa ITo-6aTbKOBi

rOJIOBYIOYOTO Ha 3aCiflaHHi

bytko Mukosna ITerpoBuy

Byrko Mukosa IleTpoBuy



BigmoBigasbHUH 32 MiATOTOBKY

00JIIKOBHX JOKYMEHTIB

PeecTpaTop

KepiBHuKk Bigginy YKpIHTEI, mpo €
BiZIIOBiZaJIbHUM 3a pEeECTpallil0 HayKOBOi IOpuenko T.A.

OisIIBHOCTI




