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1. Y nuceprauiiiHiil pob0Ti Y OCKOHAIEHO TEOPETUKO-METOAUYHUN MiXiM 4O BU3HAUYEHHS IPIOPUTETIB cepe],
OCHOBHUX YMHHUKIB, 10 BU3HAYAIOTh €(PEKTUBHICTb MaPKETHMHIOBOI 30yTOBOI CTpaTerii ToproBesibHOI Mepexi. Ha
BiIMiHY BiJl iCHYIOUUX, 3aIIPOIIOHOBAHMMN MiJIXiJl JO3BOJIUTH IPOBOJUTH ONEPATUBHY [IialHOCTUKY Ta BHOCUTH
KOPEKTUBHU [10 MapKETHUHIOBOI 30yTOBOI cTparerii. 3apornoHOBaHO BU3HAYEHHS KOMIIJIEKCHOTO ITOHSTTS
«MapKEeTMHIOBA 30yTOBA CTPATETisl TOPrOBEJIbHOI MEPEXI» K (PYHKLIOHAJIbHOI MADKETUHIOBOI CTpaTerii, mo €
€JIEMEHTOM PO3TaJIy>KEHOI CUCTEMHU IIJIaHYBAaHHSI MAPKETUHIOBOI JisIIbHOCTI JOBTOCTPOKOBOTO XapaKTepy B paMKax
KOPIIOPaTUBHO] cTpaTerii TOpropesibHOI Mepexi. Lle JOKyMeHT 3 KOHTPOJIIO 32 (i3sMYHMM [1IepecyBaHHSIM MaTepiasis
Ta TOBAapiB 3 MiClls1 BUPOOHUIITBA O MiClib peasnisaliii Ta BUKOPUCTAHHS 3 METOIO 337JOBOJIEHHS TIOTPED CIIOKMBAYiB
Ta peasnisauii micii nignmpuemcTsa Toprisii Ha puHKy. Takuil Nifxin L03BOIMB ypaxyBaTH B3a€MO3B 130K

MapKeTUHIoBOi 36yTOBOi cTpaTerii 3i cTpaTerisiMu pisHUX PiBHIB Ta BUBHAYMB OCHOBHI LiiJIi, 1110 JOCSATalOThCSL.



JocinKeHo OMHIKaHaJbHICTb K HAIIPSIM 30yTOBOI CTpaTerii, SIKy IPOJOBXYIOTb BIIPOBAIPKyBaTU TOPTOBEJIbHI
Mepexi Ykpainu. Yepes BUCOKY PECYPCOEMHICTD Ta 3HAYHY iHBECTHULMHY CKJIAZOBY iHKOJIV BIIPOBA/KYIOTh JIVLIE
OKpEeMi eJIEMEHTU OMHIKaHaJIbHOI CTpaTerii. YTOUHEHO TepMiH «ONTUKAaHaJIbHICTEY Y 30yTOBIN cTpaTerii
TOPrOBEJIbHMUX MEPEX SIK €JIeMEHT (POPMYBAHHSI MAPKETHHIOBUX 30yTOBUX CTPATETiil TOPTOBEJIbHUX MEPEXK, SIKUI
T10JIIra€ y PO3po6JI€HH] TaKoi CHUCTEMHU YIIPaBJliHHS 30yTOBOIO AiSJIBHICTIO, 0 (OPMYETHCSI TOPTOBEJIBHOIO
Mepeskelo Ha 6a3i moTped crioxkuBaya i oro BubOpy KaHasy Kymisii. Po3apo6sieHo HayKoBO-MeTONUYHi
peKoMeHpalji, o J03BOJISAIOTh NifBUIUTY e(EeKTUBHICTb (OPMYBaHHS Ta peaisallii MapKeTMHI0BOI 30yTOBO]
cTparerii TOproBesibHUX MepexX. Po3po6seHo KOHLeNnTyalbHy Mozesb GOPMyBaHHSI MAPKETUHIOBOI 30yTOBO]
cTparerii TOpropesibHOI Mepexi Ta Ha ii OCHOBI BUBHAY€HO HeJ0J1iKU OMHIKaHaJIbHOI CcTparerii 36yTy,
3aIIPOITIOHOBAHO OITHMKAHAJIBHY CTPATETIIO, 1O BiNOBila€ Cy4aCHUM BMMOTaM CIIOKMBAYiB 1O TOPrOBEJIbHUX
MepexX. PesysibTaToM NpOBEEHOro AOCIIKEHHS CTaJIo BU3HAYEHHS BILJIMBY JOCBiLy UMpoBisallii KymiBi y
TPaAULIifHUX Mara3rHax napPpyMepHO-KOCMETUYHUX TOBAPiB, a TAKOX BILJIMB TEXHOJIOTII Ha MPOLeC KyMiBJi LuX
TOBAPpIB, 10 NPU3BEJIO 10 €KCIIOHEHTHOTO 3pOCTaHHS Mif, YacC MaHAeMii, 31 3MiHOIO MapKETUHIOBOTO KaHAJY
CIIOXKMBavaM Ha 1odartky 2020 p. y 3B’3Ky 3 KApDaHTUHHUMU 0OMeXXEeHHAMU. ToprosesibHOI0 mMepexero Eva
3adikcoBaHO NpUpIcCT pojaxis y 680% yepes Takuil KaHail, sIK iHTepHeT-MarasuH, y 6epesni 2020 p. 1o
AHAJIOTIYHOrO Mepiony MONePeNHbOrO POKY. be3 necaTupivHoro JoCBiny OHJIaMH-KYIIiBEJIb Ta CTAIMX KOCMETUYHUX
yrop06aHb 1eil MOKa3HUK 0yB 01 HEJIOCSKHUM. BCTaHOBJIEHO, 110 CIIOXKMBAaYi NapPyMepHO-KOCMETUYHOI MPOAYKILii
B YKpaiHi HaJal0Th [IepEeBary KyImisili y TPAOULIMHUX Mara3uHax, IpoTe Taki KaHaJy, SIK OHJIalH-Mara3uH Ta
3aCTOCYHOK 3 2015 p. 1o mo4yaTtky 2020 p. IOPiYHO [IOABOIIOTH TOBAPOOOOPOT, IO MOB'SI3aHO i3 PO3BUTKOM
TEXHOJIOTIH, IOIIMPEHHSIM MOOIIBHOTO 3B'SI3KY Ta 3MEHIIEHHSIM HeJOBipY CIIOXXUBAYiB [0 BipTyaJbHUX KaHAJIB
IIpoJaKiB. [[0JI0BHMM Opi€EHTUPOM Y [IisSIBHOCTI TOPrOBEJIBHOI MEPEXI CJIifl BBa’KaTH CIIOKMBava (IIOKYIILS TOBapy).
Tomy 3aydyeHHs i yTpUMaHHS CIIOKMBAviB € HaBaXXJIMBIIIUM 3aBAaHHAM [1J1s1 Oy[ib-gKO0i OpraHisalii TOprisi.
CucremMa MapKeTHHTY Ja€ MOKJIUBICTb JOCJIIIPKYBATU [IPOOJIeMU KOHKYPEHTOCIIPOMO>KHOCTI TOPTrOBeJIbHOI MepeXxi,
BMU3HAUYUTU OOYMOBJIEHICTb iX Y MUHYJIOMY i MaliGyTHbOMY, @ TaKOK CTBOPUTU [1€PEAYMOBU [JIs1 IPUNHSTTS
OOI'PYHTOBAHUX pillleHb OJ1s1 MiJIBULLEHHSI KOHKYPEHTOCIIPOMOXHOCTI TOPrOBEJIbHOI MepeXi. Y3araabHeHHS,
[IPOIO3ULil Ta peKOMEHAlii, 3aIIPONIOHOBAHI Y AVCEPTALiMHOMY NOCJIIKEHHI, JOBENEHI 10 PiBHS KOHKPETHUX
METOJMK i peKOMEeHAlill 00 BAOCKOHAJNIEHHS CUCTEMU CTPATETiYHOrO MJIAHYBAHHS TOPrOBEJILHUX MEPEXK,
o0'efHaHi y MaTPULIIO 3 OLiHIOBaHHSIM BILJIMBY 3alIPOIIOHOBAHMX 3MiH Ta BilIOBiIHUMH YIIPaBJIiHCbKAMU JIAaHKaMHU
NPUMHATTS pilleHb. KII04oBi c710Ba: MApKETHMHIOBA 30yTOBA CTPATETrisi TOPrOBeJIbHOI Mepexi, OMHIKaHa/IbHICTb,
ONITHKAHAJIbHICTh, TOProBeJbHI MepexXi YKpaiH1, MapKeTUHI OB KaHaJIM, CTUMYJIIOBaHHS 30yTy, iIHHOBaLilHi

TexXHOJIOTii 30yTy, 30yTOBa AislIbHICTb.

2. The theoretical approach to determine priorities among the main factors that influence the effectiveness of
marketing sales strategy of the retail chain has been improved. In contrast to the existing ones, the proposed
approach will allow in each case, with regards to specific characteristics of retail chain, to form a marketing sales
strategy that will be most effective for specific retail chain. The complex concept of “marketing sales strategy of
the retail chain” is proposed to define as a functional marketing strategy, which is an element of an extensive
system of planning marketing activities of a long-term nature, within the corporate strategy of the retail network.
It is based on determining the marketing interaction of the retail network with target audiences, based on the
results of market analysis and aims to obtain a competitive advantage of the retail chain and achieve corporate,
marketing and communication goals of the retail chain. This approach considers the relation of marketing sales
strategy with strategies at different levels and identified main goals achieved through it. It is proposed to introduce
a systematic approach in sales planning by the retail chain in terms of sales channels, which in contrast to the
existing ones, considers the specific features of the retail chain. This approach allows to determine the need for
the formation of new sales channels or optimization of existing ones in order to increase the effectiveness of
marketing sales strategy of the retail network; The conceptual model of formation of marketing sales strategy of
the trade network is developed and on its basis the shortcomings of the omnichannel sales strategy are
substantiated, the more effective optical strategy is offered. The result of the study was to determine the impact of
digital shopping experience on purchases in physical stores of perfumes and cosmetics, as well as the impact of



technology on the process of buying these products. Which led to an exponential growth during the pandemic,
with the shift of consumers from physical store channels to online channels in early 2020. The Eva retail chain
recorded a 680% increase in sales through such channels as an online store in March 2020 compared to the same
period last year. Without decades of online shopping experience and consistent cosmetic preferences, this figure
would be unattainable. It has been established that consumers of perfumes and cosmetics in Ukraine prefer to buy
in physical stores, but channels such as online shopping and applications double the turnover annually, which is
due to the development of technology, mobile communication and reducing consumer distrust of virtual channels
sales. The main reference point in the activity of the trade network should be considered the consumer (buyer of
the goods). Therefore, attracting and retaining consumers is the most important task for any trade organization.
The marketing system provides an opportunity to explore the problems of competitiveness of the retail network,
to determine their conditionality in the past and future, as well as to create conditions for making informed
decisions in the field of increasing the competitiveness of the retail network. Generalizations, proposals and
recommendations set in the dissertation research, used in marketing communications of retail chains, brought and
implemented to the level of specific recommendations for the management of business processes of retail chains.
Recommendations on the structure, competitive advantages of product offerings and consumer segmentation in
terms of sales channels have been adopted for implementation in retail chains.
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