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THHOBAIII Y TPEVMJI-MAPKETUHI'Y B CETMEHTI FMCG

Anomayia. Y cmammi po3ensanymo uKOpUCMAHHS IHCMPYMEHMIE mpetio-MapKemuHey Ha pUHKY moseapie nogcsik-
O0eHHO20 NONUMy 8 yMO8AX eKOHOMIuHOI mypoyrenmuocmi, suxknukanoi enioemicio COVID-19. Mema cmammi - pos-
KpUmu Cymicms iHCIpyMeHmie akmusizayii KynigeibHo2o nonumy ma 00Ciioumu UKOpUCMAaHHs IHHO8ayill y mpetio-
maprkemuney Ha punky FMCG. IIposedenuti ananiz cymuocmi mpetio-mapkemuHney 0ae 3mo2y CmaHo8umu, wo eupoo-
Huku euxopucmogyloms Push-cmpamezitio 0ns  npowmogxysanus moseapié no MAPKEMUH2OB0MY KAHALY OUC-
mpuo ‘tomopam, a mi, y ceoio uepzy, npowmosxyioms mosapu nionpuemMcmeam po3opionoi mopzisni. Bcmanosneno, wo
cepeo HCMPYMeHmi8 axmusizayii KynieenbHoco NONuUmy, sKi GUKOPUCMOBYIOMb V Mpetud-mapKkemumey, GUOLIsIoms
cmumymoganns 30ymy no cucmemi Sell-in & sell-out, cneyianvni nooii ma mepuanoauzune. Ilpu yvomy cmumynioeanus
mopeieni nposoosims 3 Memor. NEePeKOHAHHS MOP2OGEeNbHUX NIONPUEMCING KYRYS8AMU MO8Ap y GeNuKill KilbKOCMI,
niOBUWeHH sl PIGHSI MOP208ENbHOI NIOMPUMKU MO8aApy, noby00s8uU 38 A3Ki6 Ma NpogedeHHs 3ax00i6 CIMUMYIO8AHHS HA
BUMO2Y YHACHUKIE Kanany po3nodiny. CMumynioeanHs KiHYego2o cnodlcusaia nepedbaiac SUKOPUCTMAHHA 3aX00is,
CHPAMOBAHUX HA ICHYIOUUX CHOJICUBAYIB, 3AYYEHHA BUNAOKOBUX CHOJICUBAYIE MA CIMUMYTIOBAHHS OCI0, AKi He € CROJICU-
sauamu. JJocnioxcenus cyuacnozo cmawny punky FMCG 6 Vkpaini oano 3mocy euseumu maxi mpenou: cnocugaui
CXUTbHI pemenbHO ubupamu mosapu, noKynyi y npoyeci Woninzy yinyioms weuoKicmy 30ilCHeHHs NOKYAKU, WUPUHY §
2NUOUHY acopmuMeHmy moeapie ma ix yiny, po3opibna mopeiens akyenmye ce Oinvlue yeazu Ha NOKYNYesi ma 1o2o
eMoyiax;, BUPOOHUKY BUKOPUCIOGYIOMb AHANIMUYHI OaHi OISl NAGHYEAHHA NPOMOAKMUGHOCMENU, 6NPOBAOICYIOMb A6-
momamu3ayito 01 iIHMeIeKmyanbHo20 NPOSHO3Y8AHHS NPOOAXCis, 2eiumigikayilo mowjo; BUKOPUCMAHHA HECIAHOAPM-
HO20 MepYaHOau3uHzy, AKUL GUKIUKAE eMOYll I 6padcenHs; yuacmo 6 isenmax. Y pezynomami 00CnioHCeH s 6UOKPEM-
JeHo HacmynHi inHosayii ¢ mpetio-mapkemuney Ha punxky FMCG: asmomamusayis ecix mapxemuneoux iHcmpy-
MeHmis, IHmezpayis Yyupposux ma mpaouyitiHux MapKemuH208ux iIHCMpPYMeHmie npu NAAHY8AHHI KAMNAHIU NPOCYSAH-
H3l, GUKOPUCIANHS CIEUONCIHEY O 3ayHeH sl NOKYNYI8, 3a0e3neuents WeUoOKoi 00CmynHocmi npoOyKmy noKynysm,
BUKOPUCMAHHS OMHIKaHATbHOCME ma IN-StOre KoMyHIKayitl 0151 CRPOWEeHHsL KYNigai moeapis. Y nooanbuiux 00CaioxiceH-
HAX HeOOXIOHO CKOHYEHMpysamu y8azy HA NO2IUONEHOMY GUEUEHHI WONNEP-MAPKemuHey 6 MICcyax npooasicy npo-
oyKkmig.

KuarouoBi ciioBa: iHHOBaIIT, TpeiA-MapKEeTHHT, CTUMYJIIOBAaHHS 30yTy, TOBapH MOBCAKICHHOTO TIOIKTY, CTCHIDKIHT,
OMHIKaHaJIbHICTh, iN-StOre iHCTpyMEHTH.
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INNOVATIONS IN TRADE MARKETING IN THE FMCG SEGMENT

Abstract. The article considers the use of trade marketing tools in the market of everyday goods in the conditions of
economic turbulence caused by the COVID-19 epidemic. The purpose of the article is to reveal the essence of tools to
stimulate consumer demand and explore the use of innovations in trade marketing in the FMCG market. An analysis of
the essence of trade marketing revealed that manufacturers use the Push-strategy to push products through the market-
ing channel to distributors, and they, in turn, push the goods to retailers. It is determined that among the tools to in-
crease consumer demand, which are used in trade marketing, there are sales incentives on the sell-in & sell-out system,
special events and merchandising. At the same time, trade incentives are carried out in order to: persuade trade enter-
prises to buy goods in large quantities; increase the level of trade support for goods; build relationships and provide
incentives at the request of the distribution channel participants. End-user inducement involve the use of measures
aimed at existing consumers, the involvement of casual consumers as well as incentives for non-consumers. A study of
the current state of the FMCG market in Ukraine revealed the following trends: consumers tend to choose products
carefully; buyers in the shopping process appreciate the speed of the purchase, the width and depth of the range of
goods and their price; retail trade focuses more and more on the buyer and his emotions; manufacturers use analytical
data to plan promotional activities, implement automation for intelligent sales forecasting, gamification, etc.; use of
non-standard merchandising that evokes emotions and impressions; participation in events. The study highlighted the
following innovations in trade marketing in the FMCG market: automation of all marketing tools, integration of digital
and traditional marketing tools in planning promotion campaigns, use of staging to attract customers, ensuring rapid
product availability to customers, use omnichannel and in-store communications for simplification of goods purchase.
Further research should focus on in-depth study of shopper marketing at food products stores.

Key words: innovations, trade marketing, sales promotion, everyday goods, staging, omnichannel, in-store tools.
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HocTtanoBka mpodiaemu. B ymoBax exoHOMIUHOL AHaJi3 ocTaHHiX AocjilkeHb i myOJaikauii. Y
TypOyJIEeHTHOCTI, BHKIMKaHOi emigemicro COVID-19, 1980-1990-x pokax ymMajo BUPOOHHKIB TOBApiB IOB-
KOMITaHii-BUPOOHUKN TOBApiB IMOBCSKICHHOTO IOIUTY CSIKIICHHOTO TIOIUTY TIIOYaJd CTBOPIOBATH (YHKIIIO-
(FMCG) ckopouyioTh BUAATKH Ha OPSAMY peKiIaMy Ta HANBHI TAPO3AITH TOPrOBOTO MAapKETHHTY B CBOIX
30UTBITYIOTE OIOKETH Ha CTUMYIIOBaHHS 30yTy. Lle MapKeTHHTOBUX ciyx0Oax. Ilepmi myOmikamii mpo
3YMOBIJICHO THM, 0 93% mokynuiB B YKpaiHi 3HaxXo- TpeiI-MapKeTHHT 3’SIBUJIMCS B E€KOHOMIYHIH JiiTepa-
JATHCS ITi]] BIUTMBOM ITPOMOAKIIii; 3a OCTaHHI TP POKU Typi y 90-x pokax XX crt., ix aBropu I'. leBic [2] Ta
YacTKa THUX, XTO MOMIHSB MiJNPUEMCTBA PO3APIOHOT JIx. Perpann [3] ommcany KIIOYOBI JIE€TEPMiHAHTH
TOPTiBIIi B HONIyKaxX Kpamioi minu, 30imemmiacs 3 10% TpeHA-MapKEeTHHTY 1 3alpONOHYBAIM 3aXOIH CTUMY-
10 30%, 60 mokymIi MoYaay BUOMPATH HE TITBKH MIXK JOBaHHS 30yTy KiHIEBUX CIOXXHMBAYiB, HATOJIOIIYIOUH
OpeHIamMu B Mara3uHi, aje i MK pi3HIMH TOPTOBEIb- Ha HEOOXiTHOCTI MapTHEpCTBA MiX BHPOOHHKAMH,
HuMu Mepexamu. Ilin wac manzmemii 25% mnoxymmis OpeHaaMu 1 puTeiiepamu.

CTaJIM MOMIYaTH MEHIIIEe IPOMOAKIIiH, 110 CBIYUTH PO TeopernuHi OCHOBH TpelA-MapKeTHHIY BHCBITIIE-
Te€, 110 CHOTO/IHI BXJIMBO POOHUTH X OLIIBII ITOMITHUMH HO y mpamsix 0araTthboxX 3apyOLKHHMX Ta BITYM3HSHHX
[1]. Buenux. @. Kornep, X. Kapramkaiis, 1. CeriaBan Ta

[HcTpyMeHTOM —cTMMyNmIOBaHHA 30yTy TOBapiB . CTinbsiHO y CBOIX JOCIIUKEHHSX aKIEHTYIOTh yBary
MANPUEMCTBA  CIIYTye TpeWa-MapKeTHHr. Buxopu- Ha OCOOJIMBOCTSIX TPEH/I-MapKeTHUHTY B IH(poBy emno-
CTaHHA IHHOBAWId y TpPeHA-MapKETUHTY HO3BOJISE xy [4, 5]. . @opHapi po3rismae cCTpaTeriuHi, oOre-
YIPABJIATH YAaCTKOK PUHKY 4Ye€pe3 TOPrOBHUX IHOCEpen- parmiifHi Ta opraHi3amiiiHi 3axoIu TpelI-MapKeTHHTY,
HUKIB, 30eperTu Ta 3MII[HUTH MO3MIii HA PUHKY B YMO- AKi BUPOOHMKH TIOBHMHHI pPeati30ByBaTH JJIS YIPaBIiH-
Bax 3aroCTPEHHS KOHKYPEHINii, MiJBUIINTH pPiBEHb Hs KaHanmamu posnoniny [6]. I'. brokauk BuBYae kirto-
30yTy, copus€ TrapMoHi3amii BiZHOCHH Yy TOBapo- YOBI €NEMEHTH CUCTEMH ITiJIBUIICHHS e()EeKTHBHOCTI
MIPOBIMHOMY JIAHITIO31 Ta (HOPMYE JOSIBHICTH MOKYII- ToproBoro Mmapketrunry [7]. II. A. bamup moB’s3ye
LiB. TpeiI-MapKEeTHHT 31 CTUMYJIIOBaHHSIM CIIOXHMBaviB Ta

NIepCOHAJy TOPrOBEIbHUX MIIIPUEMCTB [8].
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Bitumsnasai  Bueni H. M. Conowmsaiok [9],
O. B. [annikoB [10], H. T.VYmakoa [I1],
JI. YO. Borys, C. b. Po3ywmeii, 1. B. Hikonmaenko [12] Ta
IHII JOCHIPKYIOTh TOHATIHO-KATEropiifHUN amapat
TpeHa-MapKeTHHTY. Pe3ynbTaté aHamizy myOmikamin
CBIIYaTh PO HEJOCTATHE BHUCBITJICHHS MUTAHHS BHKO-
pHCTaHHS IHHOBAIiH Y TpeHA-MapKETHHTY.

IMocranoBka 3aBaanHs. Mera cTaTTi — PO3KPUTH
CYTHICTh IHCTPYMEHTIB aKTHBIi3alii KyHiBEJIbHOIO TO-
MMUTY Ta IOCTIAATH BUKOPUCTAHHS IHHOBAINA y Tpew-
MapkeTuHry Ha puaky FMCG.

BukJjaa ocHOBHOro Martepianay aociaizkeHHs. B
cekropi FMCG Buninsiorh Taki kareropii TOBapiB:
MOBCAKIEHHI TOBapW (TPOXYKTH XapuyBaHHS, sKi
IIBUJIKO TICYIOTHCS); TOBAPH, 10 KYIYIOTBCS 3 3aI1aCOM
(MaroTh TpUBAJIMK TepMiH 30epiraHHs); TOBapH, HEOO-
XigHI JUIA MpUHAOMY roctedl (CepBeTKH, MajJouKh s
DKI TOIIO); Ce30HHA MPOYKIlis, HAIIPUKIIA] MPOXOJIO/-
HI HAMOi JIJIs CTICKOTHOT'O JIiTa, MOPO3UBO Ta iH. PuHOK
FMCG xapakTepH3yeThCsi BUCOKOIO KOHKYPEHIIEI Ta
0araTopiBHEBICTIO, HOTO YYacHHKAMH € BHPOOHUKH
TOBApiB, AWCTPUO IOTOPH, MiTNPUEMCTBA PO3APiIOHOT
TOPTIBIIi Ta KiHIEB] MTOKYTIII.

3 METOH CTHUMYIIOBaHHS TOBapOIPOBIITHOTO
JIaHIOTa IMiANPUEMCTBA BHKOPHCTOBYIOTH TpeHa-Map-
KEeTHHT — «... 0COONHBY (hOpMY CY4aCHOTO MapKETHHTY
BUpOOHMKa B KaHalaX pPO3MOALTY TOBapiB i MOCIYT,

Sell-out

CIIPSIMOBAHOTO B JIOBIOCTPOKOBIM TIEPCIIEKTHBI Ha
CTBOPEHHA 1 MiATPUMAaHHSA BITHOCHH NapTHEPCTBA i
3aliKaBICHOCTI yYaCHWKIB KaHANIB, IIiJBUIICHHS
BITI3HABAHOCTI Mapku Ta (OpMyBaHHS JIOSUIBHOCTI
CHOXKMBa4iB, B KOPOTKOCTPOKOBIili - Ha 301JbIICHHS
o0csriB 30yTy TOBapiB ILUIAXOM IPOBEICHHS MapKe-
TUHTOBUX aKTHBHOCTEH IO CTUMYJIIOBAHHIO IIPOJAXKiB»
[13, c. 18]. OTxe, Tpeiln-MapKeTUHT MOXKHA PO3TJIsaa-
TH SIK KOMIUICKC 3aXOJiB KOMYHIKAI[IHHOI MOJITHKH,
CIPSAMOBAHWN Ha TPOCYBAaHHA TOBapiB i 30UTBIICHHS
JOSITFHOCTI MOKYMIiB. BHpOOHWKM BHUKOPHUCTOBYIOTH
Push-ctparerito mis mMpOIITOBXYBaHHS TOBApiB IO
MapKEeTHHTOBOMY KaHany auctpu6’roropam (Sell-In), a
Ti, y CBOIO Yepry, NpOIITOBXYIOTb TOBapH IiJ-
npreMcTBaM po3apiouoi Toprismi (Sell-out) (puc. 1).

Cepen IHCTPYMEHTIB aKTHBi3allii KyMiBEIbHOTO
MOUTY, SIKi BHUKOPUCTOBYIOTH Y TpEHII-MapKETHHTY,
BULISIFOTS!

- cTUMynoBaHHA 30yTy IO
(3umxku) & sell-out (6onycu):

A. CTUMyYJIOBaHHS TOPTIBII HPOBOIATH 3 METOIO:
MEPEKOHAHHS TOPTOBEJBHHUX MiINPHEMCTB KyIMyBaTH
TOBap y BEJHKIA KUTBKOCTI; MiABUIICHHS PIiBHSA TOPTO-
BEJbHOI MIATPUMKH TOBapy,; MOOYIOBH 3B’S3KiB Ta
NPOBEJICHHS 3aXOIB CTUMYJIIOBaHHS Ha BHMOTY yd4ac-
HUKIB KaHaIy po3noainy (tabm. 1).

cucremi  sell-in

Sell-out

\ Akmii i nmporpamm: \

AKkuii i nporpamm: Akuii i nporpamu:
v’ 3HIKKH v’ 'AcopTUMeHT v MepuaHpaiisunr
v Toap micsius v «Bonycu» v
v' Kpauwmii auctpu6’otop v «Kparmuii mpogaserp» v Tectunr
v’ PiGeiir v «MepuaHaii3unr» v CoMmmmHr
v 3HMKKA 3a TNIPUCKOPECHHA \/ SHUXKKA 3a MIPUCKOPEHHS v «@ 3a LIiHO}O 1»
OIuIaTnu OIJIaTu

Odopmnenns POS-marepianamu

Puc. 1. Tpeiin-mapKeTHHI NMiANpHEMCTBa-BUPOOHHKA

JIxeperno: CKIaicHO aBTOpaMU Ha OCHOBI [ 14]
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Tabnuys 1

3aBaaHHs Ta TUNOBI MPOrpaMu CTUMYJIIOBAHHS TOPTiBJi

3aBIaHHs CTUMYITIOBAHHS TOPTiBIIi

Tunosi nmporpamu

1. OnmeparmiiiHe: miABUIIEHHS piBHA 3a- | -
macis -

3HIKKH 3 00CATY;
yMOBH (piHAHCYBaHHS: 3HIKKH a00 3HIDKSHHS I1iH;
- TUJIbIY 33 HaJJaHHS MICIlsl HA TOPTrOBUX IUIOMIAX

2. OrmepariiiHe: TiABUICHHS PiBHSA TOp- | -
TOBEJIBHOT MiATPUMKHU -
3aIii;

it

MUIBTY B pa3i peKJIaMHOI MATPUMKH 3 OOKY TOPTiBIIi;
MUIBTY B Pa3i pO3MILICHHS TOBapy Ha IUIOLIAX TOProBOi OpraHi-

- Tpemii, KOHKYpCH;
- CTHUMYIIOBaHHS IPal[iBHUKIB CIyXOu 30yTy TOpProBoi oprasiza-

3. Ilobynosa 3B’s13KiB
TOBHO

- HaJaHHS TOPTOBii OpraHizawil IIEBHOI KiIBKOCTI TOBapy Oe3KoIl-

4. CrumymioBaHHS Ha BUMOTY

- IIIaTa 3a Miclie Ha TOPTOBUX ILIONIAX;
- 3HIKKH BiJl 0OCSTIiB 3aKyIIiBIIi TOBapiB.

Jkxepeno: CKTaieHo aBTOPOM Ha OCHOBI [15]

Tabauys 2

3aBaaHH# Ta TUIOBi IPOrpaMu CTUMYJIIOBAHHS KiHIeBUX CIIOKUBAYiB

3aB,I[aHH$[ CTUMYJIFOBAHHS KiHHeBOI‘O CIIOJKHMBada

Tumosi nporpamu

1.  J1oBrocTpoKOBi:
- MiABHUIICHHS 0013HAHOCTI CIIOKUBAYIB PO TOBAP;
- MOCHJICHHS IMIJIKY

TECTIHT, CeMILTIiHT, PR;
CIIOHCOPCTBO

2.  KopoTkocTpokoBi (crpsiMOBaHI Ha CIOHYKaHHS
CHOXKMBaya J10 3A1HCHEeHHsI KyIiBJIi)

A. INocTiiiHi coxuBadi:

- CHOHYKaTH JI0 KyMiBJi OUIBIIOT KiTbKOCTI TOBAPIB;

- TIJBULICHHS CTYNEHS JIOSUIBHOTO CTaBJICHHS [0
TOProBOi MapKu;

- CIIOHYKATH JI0 HETaiHOI KYIIiBIIi.

3HW)KKU B 00csry mHOKynku abo creuiaibHi

MIPOTIO3HIIiT;
“In  pack”,

peMii, IporpaMu IS MOCTIHHHUX MOKYIIIIB, 3HIDKKA

KyIOHU (BCEpEeIUHI  YMaKOBKH),

B. CrioxwuBadui, siKi KyITyFOTb TOBap €Ii30ANIHO (CXHITb-
Hi IO He3aIUTaHOBAHUX MOKYITOK; MIEPEXiTHi Bif OJHIET
TOProOBOI MapKH J0 iHIIO) - CIIOHYKATH JI0 TIOBTOPHOT
KYIHIBIIL.

KYIIOHU, BUCTABKH, 3HUKKHN

C. Oco0w, sIKi He € CIOKHMBaYaMH JaHOT MapKH - CIIOHY-
KaTH JI0 IPOOHOT KyiBIi

TecTepu abo crelianbHi 3MEHIICHI YITaKOBKH
(m71st MpOOHOT MOKYITIKK), 3pa3KH.

JIkepeno: CKITaieHO aBTOPOM Ha OCHOBI [15]

b. CrumyinioBaHHSI KIiHIEBOTO CIIO)KMBaya Iepe-
clilye JO0Bro- i KOPOTKOCTPOKOBI Il U mepeadadae
BUKOPHCTAaHHS 3aXOJiB, CIPSIMOBAaHMX Ha ICHYIOYHX
CHOXKMBAUiB, 3aJy4eHHs BUIAJKOBUX CIOXXHBAYiB Ta
CTHMYJIFOBaHHS 0Ci0, SIKi He € CrIo)kuBayamu (Tabu. 2).

3axoan CTUMYINIOBaHHS 30YyTy CIPHSIOTH edek-
TUBHIN AUCTPUOYIIT i BUKIAAII TOBApiB, 30UIBIICHHIO
MIPOIAXKIB.

- CIIeLialibHi moii: creliaai3oBaHi BUCTABKU,
NIpe3eHTalli{; TPEHIHTH; ceMiHapH i KOH(epeHii Ta iH.

- MepYaHaN3uHT: PO3MIIIIEHHS POS-
MaTepiaiB; BHKJIAJKa TOBapiB Ha IOJHIIX; MpPE3EH-
Tallis i JEGMOHCTPAIlisl TOBapy CIOXHBa4YaM TOIIIO.

Po3pobka 3axoniB cTUMYITIOBaHHA 30yTy 0a3yeTsh-
cs Ha BHMBYCHHI NHOTpeO CHOXHBA4iB 1 po3apiOHOT
TopriBmi. JIOCHI[UKEHHS Cy4acHOTO CTaHy pPHHKY
FMCG B VYkpaini Ha ocHoBi myOmikaniii TRADE
MARKETING FORUM pnamo 3Mory BHSBHTH Taki
Tpenau [16]:

- CIIO)KMBaui CXWJIbHI PETENbHO BUOUpATH TO-
Bapy, 110 Y CETMEHTI IPOJYKTIB XapuyBaHHS 3yMOBJIC-
HO TIParHeHHSIM 0 3JI0POBOTO CIIOCO0Y JKUTTS;
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- MOKYIIL, HAacaMIlepe ] MiIeHiay, y nporeci
HIOMIHTY I[HYIOTh WIBHIKICTh 3/iHCHEHHS IIOKYIIKH,
HIMPUHY 1 TIMOMHY aCOPTHMEHTY TOBapiB Ta X IiHY;

- po3apiOHa TOPTIBJISA aKIEHTy€e Bce Oinbime
yBaru Ha MOKYIIEBI Ta HOro eMouisx 3 THM, 1100 3po-
OuTH Tpolec KyMiBJIi TOBapy NPUEMHHMM Ta LiKaBUM;
Maras3uH Bce OuIbIIe NEepeTBOPIOETHCS Ha MicIe, KyIu
HIyTh 32 HOBUM JIOCBI/IOM 1 BpO)KEHHSIMH;

- BUKOPHUCTaHHS BHPOOHMKAMH aHAJITHYHUX
JaHUX Ui IUIaHyBaHHS IPOMOAKTHBHOCTEH, BIpOBa-
JDKEHHSI aBTOMATH3aLl1 JJIsl IHTeJIEKTYalIbHOTO MTPOTHO-
3yBaHHSI MpPOAaxiB, redmigikariii Tomo B ymMoBax 00-
MEXEHOTO OI0KETY;

- BHUKOPHUCTAHHS MiANPHEMCTBAMH pO3apiOHOT
TOPTiBJIi HECTAHIAPTHOTO MEpPYaHIAW3HMHTY, SIKUA BH-
KIIMKAa€ €MOIlii 1 BpaXeHHs, IO CIPHSIE 3POCTAaHHIO
MIPOJIaKiB, HAPUKIIAJ] CTBOpPeHHs kpeatuBHUX POSM i
WOW-BHKIAIOK, IO TMOKYIIi BHKOPHUCTOBYIOTH SIK
¢doTo30HU;

- yuacts B iBeHtax (Event Trade Promotion),
SIKI aCOLIIOIOTHCS 3 KOHKPETHUM OpEeH/IOM; HalpHKIIaL,
Atlas Weekend mpunic O6penny Somersby (Carlsberg
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Ukraine) 3HauHe 3pOCTaHHS iMiIKEBHX IOKA3HUKIB 1
mpomaxiB - crmoxxkuBaHHI P4W 36impmmmocs 3 45%
(craproBa Touka) mo 72% (dWepe3 AEAKHH Hac MiCHA
¢dectuBano) [17].

BpaxyBaHHSl BHIIENEpeNliYeHUX TPEHMAIB Ao
3MOTYy BHMOKPEMHTH HAcTyIHI iHHOBaWii B TpeHn-
MapkeTHHTy Ha punky FMCG [18, 19]:

- aBTOMAaTH3alis BCIX MAapKeTUHIOBUX iH-
CTPYMEHTIB — TUPEKT-MapKETHHTY (TIOBIJOMIICHHS IIPO
cremiaabHI MPOMO3HUIlil, HaragyBaHHSI PO KUIBKICTh
OoHycHMX OamiB Ha KapTli IOCTIHHOTO KJI€HTa,
I3BiHKHM KiienTam, email-poscrnku, MoGiTbHI MapKe-
THUHT, MECEH/Kep MapKETHHT), MApKETHHT B COIiajb-
HuX Mepexkax (SMM) e iHcTpyMeHTaMH BUBYCHHS
OUTBOBOI ayAWTOPil Ta MigBUINEHHS JIOSIIBHOCTI MO
KOMIIaHii, IPOAYKTY Ta iH.;

- iHTerpauis MppPoBUX Ta TPAIULIHHUX Map-
KETHHTOBHX IHCTPYMEHTIB IpH IJIaHYyBaHHI KaMITaHIi
MPOCYBaHHS — Mepexi 10 0araToKaHaJbHOTO CITIIKY-
BaHHs 31 CIIOKMBaYaMH MIISIXOM PO3POOKH TEXHO-
JOTIYHHUX pillleHb, ITOB’S3aHUX 3 JOIOBHEHOI peajb-
HICTIO, PO3MTi3HABAaHHIM OOJIHYYS TOIIIO;

- BUKOPUCTaHHA CTEHIDKIHTY Ui 3allydeHHS
MOKYIIIB — MiCIle TPONaXy CTa€ MiCIeM IpeacTaB-
JICHHS TPOJYKTY B pe3yNbTaTi CTBOPEHHS OCOOIHBOI
atMocgepu. SIKIo eNeMeHTH CTEHIDKIHTY paHile BH-
KOPHUCTOBYBAJIHCS JMLIe pu BUKJIaJICHHI
fashion&lifestyle toBapis, Temep BOHM CTalOTh OCHO-
BOIO KOMyHikatuBHHX crpateriii y FMCG-cermenri,
HaNpHKJIa] IPOBEACHHS TEMaTUYHHX THXHIB y Timnep-
MapKeTax;

- 3a0e3MeueHHs] MBUAKOI JOCTYIHOCTI IpO-
OYKTY TOKYMISIM — BUKOPUCTaHHS ABTOTPaHCIOPTY
JUTA TOCTaBKM aKIiHWUX “ToBapiB AHA~ I 3a0e3re-
YeHHS JIOCTaBKH BCIM, XTO BCTHTHE 3pOOHMTH 3aMOB-
JIEHHS IT1JT Yac aKIi;

- BUKOPUCTAHHS PI3HUX 3acO0iB I CIpO-
LIEHHS KYIIBJII TOBapiB —OMHIKaHAJIBHOCTI — ‘‘Mapke-
TUHIOBa CTpaTeris MpPOCYBaHHS, 3aBJAHHSIM SKOi €
00’emHAHHS pI3HMX KaHATiB, Taki sK BeO-caiit,
coliabHi Mepexi, eNeKTPOHHI KYNOHH, (JIeInpoaaxi,
“crMBaroyi Mara3uHu” Ta 0arato IHIIUX y €IMHY CH-
cremy” [20] Ta in-store xoMyHiKaIii, sKi T03BOJIAIOTH
OTpUMAaTH MOKYNLSM HOBHH nocBin. Hanmpuxnan, npo-
morist Gillette Fusion B mepexi Walmart 3a momomo-
roro KoMmOiHamii in-store iHCTpyMeHTiB (mayer, BUKJIa-
JTOK, IHTEPaKTHBHHUX CTEHJIB) Ta KPOC-MEIIHHIX MOX-
JMBOCTEH (BiZeoirpn) mpu3Bena 0 3pOCTaHHS IPO-
nmaxiB Ha 20% [21].

BucHOBKM | TepCHeKTHUBHM MNOJAJBINHMX /10-
cIiKeHb y 1aHoMy Hanpsimi. Ha ocHOBI BHIlleckasa-
HOTO MOXHa 3pOOMTH BHCHOBOK, IO BHKOPHUCTaHHS
IHCTPYMEHTIB TPEHI-MapKETHHTY CIIPHI€ IPOCYBAHHIO
TOBApiB y KaHJIi PO3MOJTY, 3aJydCHHIO MOKYIIIB Y
MarasuHH, (popMye JOSITBHICTH CITOKUBAYIB.

VY pesynbTati TOCHIPKEHHS! BHOKPEMJICHO HACTYII-
Hi iHHOBawii B Tpeln-mapkeTuHry Ha punky FMCG:
aBTOMAaTH3alis BCIX MapKETHMHTOBHX IHCTPYMEHTIB,
iHTerpauis NUQpPoOBUX Ta TPAAULIHHUX MapKETHHIOBHX
IHCTPYMEHTIB IIpY IIaHyBaHHI KaMIaHiil MpocyBaHHS,
BUKOPUCTAHHS CTEHDKIHTY Ul 3aTyd4eHHS NOKYIILIB,
3a0e3MmeueHHs] MIBUAKOI JOCTYMHOCTI TMPOIYKTY TIO-
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KYIILAM, BUKOPHCTaHHS OMHIKaHaJbHOCTI Ta in-store
KOMYHIKaIlild JJIs1 CIPOIICHHS KYITiBIIi TOBApiB.

V momanpIInx TOCHIHKEHHAX HEOOXIITHO CKOH-
LEHTPYBATH YBary Ha MOTTUOJCHOMY BUBYCHHI IIOI-
Mep-MapKEeTUHTY B MICIISIX MPOJAXy MPOAYKTIB.
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