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POJIb CETMEHTAIIIL PUHKY Y BUBUEHHI IOBEJIIHKH
CIIOKUBAYIB

Bipa YeBranosa; Bikropis Bacrora

Hayionanvnuti ynisepcumem «Illonmaecvka nonimexuika imeni FOpis
Konopamiokay, [lonmasa, Ykpaina

Peztome. Jlocniooiceno cymmuicmos ceemeHmayii puHKy ma 6UHA4YeHo ii poib y 8USUEHHI NOGEOTHKU CHROJICU-
6auie. Cecmenmayisi puHKy GUCIYNAE 6AICIUGUM eIEMEHIMOM MAPKEMUH2060i Cpamezii NiOnpUeEMcmea, npu aKoMy
3aCMOCOBYIOMbCS PI3HI MEmMOoOu ma nioxoou GU3HAYEHHS Ce2MEeHmi8 CnoJcudayis. Boua moaice mamu pizHi Mooer,
WO GCMAHOBNIOIOMb B3AEMO36 AZ0K NOGEOIHKU CNOJICUBANA 3 OCHOBHUMU KpUMepIAMU, 3a AKUMU 8I00y6acmbcCsa ix
noOiN HA YINbOSI 2pynu (ceeMenmu), ma ONUCYIOMb NPOYec AHANIZY CHOHCUBAUIE BIOHOCHO OA3UCY Ce2MEeHMYBAHHS
PUHKY. 3asHaueHo OCHOGHI Kpumepii, 3a AKUMU NOBUHHA 6I0OY6amucs ceemenmayis puHky. IIpoeedeno ananiz
CNOHCUBAYIB MepedCT NPOOYKMOBUX Mazasurie « Pione cenoy. 30itlicneno ceamenmayiro iHOUGIOYaAIbHUX CROMCUBAYIE
Mepedxci ma 1io2o KouKypenmie. Ha ocnosi nposedenoi ceemenmayii ompumano coyianbHo-0emozpaghiunuil
nopmpem cnocugayie. Ananiz cnoscusauie mepesici npoOyKmosux mazasurnie «PioHe cenoy» 0ossonus susgumu
OCHOBHI YIbOBI 2pYNU, HA SKI MONCHA OPIEHMYBAMUCS NPU PO3PODIEHHT MAPKEMUH20801 cmMpamezii 8 MatiOymHboM).
Hosedeno, wjo ceamenmayis punKy 003604€ GUPIUUMU 20N08HT NUMAHHA W00 BUGHEHHS NOBEJIHKU CHONCUBAUA,
OCKINIbKU KOJICEH MO8ap Modice Oymu yCRiWHO npooanuil luuie Ha neeHux ceemenmax puky. Konkypenmmua nepesaza
npU YoOMy NONALAE Y NOGHIUOMY 3A0060IeHHI HOMPeD NeBHO20 CeMeHMA CRONCUBAYIE NPU MIHIMATLHUX 6UMPATNAX
pecypcie Ha 00CHy208Y8aHHA Yb020 Ce2MeHma. 3a3HaA4eHo, Wj0 NPUHYUN GeOeHHs Oi3Hecy NPOGIOHUX CEImOoGUxX
KOMNAHIL NOA2AC Y MOMY, WO HUMU BUPOOIAIOMbCA e mi mosapu, SKi NOMPIOHT CRoJCUBayy, UMOGIPHICMb
npooadicy SKUX 008e0eHO MAPKEMUH20BUMU OOCTIONCEHHAMU, 8 OCHOBI AKUX 3HAXOOUMbCS CeeMEHMAayisi PUHKY.
Haczonoweno na meobxionocmi 015 GIMUUBHAHUX NIONPUEMCING NPOBEOEHH NOCMIUHO20 AHANI3ZY CHONCUBAYIS,
BUSAGNEHHSL YITbOBUX Ce2MEeHMIB Ol NPULHAMMA ePeKMUBHUX PilleHb Wo00 NPooaxicie ma eupOOHUYMEA, a came,
gopmysanns egexmuenoi mapkemuneogoi cmpameeii nionpuemcmea. CeemeHmayis puHKy npu po3poOneHHii
MapKemuH2060i cmpamezii CHpusmume HNOCMIHOMY HOULYKY CMPAMeiuHux Yilbo8UX 2Spyn CHOJICUBAUIE |
30cepedaicenHIo  JisinbHoCcmi  npodasys  (NIONPUEMCMBA-8UPOOHUKA) came HA 3a00807eHHA ix nompebd. Lle
3abe3neuums UOMY KOHKYDEeHMHI nepedazu ma nio8ulyeHHs pe3yivmamis OisLIbHOCI Y NepCHeKmus.

Knrwouoei cnosa: punok, ceemenmayis, cnodcusat, No8ediHKa CRONCUBAYA, MAPKEMUH208a CINPAMEZIsi.
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THE ROLE OF MARKET SEGMENTATION IN CONSUMER
BEHAVIOR INVESTIGATION

Vira Chevhanova; Viktoriia Vasiuta

National University «Yuri Kondratyuk Poltava Polytechnicy, Poltava, Ukraine
Summary. The essence of market segmentation is investigated and its role in consumer behavior
investigation is defined in this paper. Market segmentation is an important element of the company's marketing
strategy, where various methods and approaches are used in order to define customer segments. It can have
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various models that establish the relationship of consumer behavior with the main criteria. According to these
models, consumers are divided into target groups (segments). As the result, we obtain description of the process
of analyzing consumers in relation to the basis of market segmentation. The main criteria for the segmentation of
the market are indicated. The analysis of consumers of the network of grocery stores «Ridne selo» is carried out.
The segmentation of individual consumers of the network and its competitors is performed. Based on the
segmentation, socio-demographic portrait of consumers is obtained. The analysis of consumers of the network of
grocery stores «Ridne selo» make it possible to identify the main target groups that can be targeted when
developing a marketing strategy in the future. It is proved that market segmentation allows us to solve the main
problems in consumer behavior investigation, since each product can be successfully sold only in certain market
segments. At the same time, the competitive advantage lies in more complete satisfaction of the needs of a certain
segment of consumers with minimal resource costs for servicing this segment. It is noted that the principle of doing
business of the world's leading companies is that they produce only those goods that are needed by the consumer.
The likelihood of selling these products is confirmed by market research based on market segmentation. The need
for continuous analysis of consumers, identification of target segments for making effective decisions on sales and
production and for domestic enterprises is noted. This will express the essence of the formation of effective
enterprise marketing strategy. Market segmentation in the development of marketing strategy will contribute to
the constant search for strategic target groups of consumers and the concentration of the seller's (manufacturer's)
activities precisely on meeting their needs. This will provide them with competitive advantage and improved
performance in the long term.
Key words: market, segmentation, consumer, consumer behavior, marketing strategy.
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ITocTanoBka npo6aemu. LleHTpanbHoO GIrypol0 Ha PUHKY € CIOKMBad 31 CBOIMHU
CMaKaMH, BIOJOOAHHSIMHM, IOTJISIAMH, TepeKoHaHHAMH. s mpomaBiiB (MiAIPUEMCTB-
BUPOOHMKIB) CHOXMBAaY € MPEIMETOM IIiJBUIIEHOI yBaru, TOMYy II0 HOTOo MOBEIIHKA
CYTT€BO BIUIMBAE Ha €(DEKTHBHICTH iX MapKETHHTOBOi MisibHOCTI. HeoOXigqHO HOCTOBIpHO
3HATU TpOLEC NMPUHHATTS PILIEHHS CIOXHMBAaueM IpO KYIIBIKO TOBapy, TOOTO pO3yMITH
Horo KymiBeNbHY MOBEAIHKY. L[pOro MOXHa JOCSATTH JIMIIE PETEIbHHUM JIOCIHIKCHHIM
KYIIBENIbHOI MOBEIIHKM Yepe3 BUBYCHHS OCHOBHUX (aKTOpIB, SKI BIJIMBAIOTH HA HEI, Ta
BU3HAYEHHSIM €KOHOMIYHHMX IHCTPYMEHTIB JIJIS 11 KOPUTYBaHHS.

3a 3akonom Ilapero 20% mMOKyMNUIB NPUHOCATH NPOAABIIO (MiAIPHEMCTBY-
BUpoOHUKY) 80% noxoxy. Came BOHHM IPEICTABIAIOTh IPYNy LUIbOBUX MOKYIIIB, Ha SKUX 1
BiI0OYBA€ThCS OpI€HTAlllsl BUIYCKY MPOAYKIIi. Taka MapKeTHMHroBa CTpaTeris BBAXKAETbCS
edexTuBHOIO. Came BOHA i nepeadayae CerMEeHTallll0 PUHKY.

AHani3 ocraHHiX aocjimkenb i myOuaikauniii. [lutanHio cermeHTanii pUHKY SK
IHCTPYMEHTY JOCSTHEHHS KOHKYPEHTHOI INepeBaru MiJIpUEMCTBA IMPHUCBIYEHO Mparl sK
BITUM3HSHUX, Tak 1 3apyOLKHHUX HayKoBLiB, a came: €. TomyOkoBa, A.CrapocTiHOi,
@. bpaccinrrona, ®. Kotiepa Ta 1HIIHX.

MeTo10 10CiIKEHHS € BUBHAYSHHsI pOJIi CerMEHTAllli pUHKY Y BUBUEHHI ITOBEIIHKU
CIO’KMBAYiB.

IMocTanoBka 3aBaaHHs. 71 TOCSATHEHHS [TOCTAaBIE€HOI METH BU3HAYEHO TaKl HAYKOBI
3aBJaHHSA: PO3KPUTU CYTHICTh CErMEHTallll PUHKY Ta BU3HAYUTU 1i pOJIb y BUBUYEHHI
MOBEIHKM CIOKHMBAYiB HAa MPUKIAAl MEpexi MPOAyKTOBUX MarasuHiB «Pimne cemox. Jlns
BUDIIICHHSI TIOCTaBJICHUX 3aBJaHb BUKOPHCTAHO TaKi METONIW: aHalli3y Ta CHHTE3Y,
COIIIOJIOTIYHOTO JOCIiKEHHS, y3aralbHEeHHSI, CACTeMHHM IMiAX1]1.

Buknan ocHoBHoro marepiaiy. EdekTuBHICTS MapKETHHIOBOI cTpaTerii mpoaaBLs
(mianpueMcTBa-BUPOOHUKA) BU3HAYAETHCA MPABHIBHICTIO BHIUICHHS LIJIBOBUX TPyl
cnoxxuBaviB. OTxe, CETMEHTAIlisl pUHKY BUCTYIIA€ BAXKJIMBUM €JIEMEHTOM MapKETHHTOBOT
CTparerii NiANPUEMCTBA, IPU SKOMY 3aCTOCOBYIOTHCS Pi3HI METOAM Ta IMiJIXOJ1 BU3ZHAYCHHS
CEerMEHTIB CIoxuBayiB [1].

3a iICHYIOYMMH BU3HAUCHHSMHU MOHSATTS «CETMEHTAllisl PUHKY» [2] po3yMmieMo, 110
CerMeHTalis ABJsie cOOOI0 BHU3HAUEHHS TPYI CIIOXHUBayiB, 1[0 MalOTh OJHAKOBI MOTpeOu
(3amuTH).
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CermMeHTyBaHHS MOXE€ MaTH pi3HI MOZENI, IO BCTAHOBIIOIOTH B3aEMO3B’ 30K
MOBEIIHKH CII0XHBa4a 3 OCHOBHUMH KPUTEPISIMH, 32 IKUMH BiI0YBa€ThCS iX MOJI1 HA I[1IHOBI
rpynu (CerMEeHTH) Ta OINHCYIOTh IMIPOLIeC aHaji3y CIOXKKMBaydiB BIAHOCHO 0a3ucy
CerMEHTYBaHHS PHHKY [1].

Jlns po3yMmiHHS 1 B MOJAIBIIIOMY MOJCITIOBaHHI IMOBEIIHKHA CIIOXKHBada IMOTPIOHO
BUOpaTu Kputepii, 3a SkuMu Oyzie BigOyBaTHCs CerMEHTallis pUHKY. Y MapKETUHTY BUKOPHUC-
TaHHS YOTHPHOX OCHOBHUX KPHUTEPIiB € 3aralbHONPUHHATO npakTukoro (puc. 1) [3].

3a reorpaiYHUM PUHITUIIOM

3a ieMorpadiyHUM [PUHITUIIOM
3a ricuXxorpadiTHUM TPUHITHTIOM
3a TIOBE/IIHKOBUM IIPHHIIUTIOM

KPHUTEPIi |:>
CEIrMEHTAIILILI

ASENENEN

Pucynoxk 1. Kpurepii cermenTanii crioxxuBadin

Figure 1. Consumer segmentation criteria

[IpoBeneMo anami3 CHOXKMBaAdiB MEpeXi MPOAYKTOBHX MarasuHiB «PimHe cemoy.
CnoxwuBaui «PigHOro cena» — 1e akTUBHI, aMOilliiiHI MOJIOA1 JTIOAM; CIM 1, K1 MIKIYIOThCS PO
CBOE€ 37I0POB’S Ta AITEH Ta JIFOU TOXHUIIOTO BiKY, Kl IHYIOTh HATYPaJIbHI MPOIYKTH.

Mara3zunu  «PinmHe ceno» peani3oBYIOTb CBOKHO HPOAYKLIIO  1HAMBITyalbHUM
cnoxuBadaMm Ta cim’sM M. [lonraBa. CTpyKTypa CHOXHBadiB IiIMPUEMCTBA HABEJCHA HA

PHUCYHKY 2.

W [HIIBLIYaTbHI
CIIOZKIBAYL

m M

Pucynoxk 2. CTpyKTypa CHOXHUBadiB MepexXi MPOAYKTOBUX Mara3uHiB «PinHe cemxo»

Figure 2. Structure of consumers of the network of grocery stores «Ridne selo»
Ha ocHOBI manux mpo ckiana i CTpyKTypy HaceneHHs micta [TonraBa Ta MapKETHHTOBUX

JOCTI)KeHb TOBEIHKH CIIOXKUBAYiB MPOBEIEMO CETMEHTAIlI0 1HIUBITyalbHUX CIOKHUBAYIB
MepeXi Ta HOro KOHKYpPEHTiB (Tabi. 1).
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Tadanus 1. Cermenranis iHIMBIAyaIbHUX CIIOXKHMBaYiB Mepexi «PifHe ceno» Ta Horo KOHKYpEHTIB

Table 1. Segmentation of individual consumers of the «Ridne selo» network and its competitors

. N = ™ Q <
Kpurepii cermenrartii § E § g E £ £ E, > £ E g § E > E E
SRISE 25| T EsT R &
~ g,
CouyiansHno-oemozpagiuni
Bik
Ho 25 p. 25 + +
25-40 p. 45 + +
40-60 p. 20 + +
60 p. + 10 + +
Pigenv 00x00y
Husbkuii (10 2500 Ha 1 0coly) 40 +
Cepenniit (2500-5000) 55 +
Bucoxuii (5000+) 5 +
Kummeeuii yukn poounu
OnuHOKI 15 + +
CiM’s 0e3 niteit 10 + +
ciM’s 3 NITbMHU 60 + + +
[Moapy»oKs IEHCIHHOTO BiKy 15 + +
Micue nposrcueannsn
KBaprupHuii 6y 1uHOK 85 + + +
Bracuuii OyuHOK 15 +
T'eopzaghiuni
Mikpopaiionu
TToxin + + + +
KuiBchkuit + + + + +
Canu-2 + + + +
Bpainku + + + +
[TonoBku + + + + +
AnmazHuit + + + +
Hentp + + + +
Ilosedinkosi xapakmepucmurku ma
HCUX07102i3
Bumozu 00 akocmi
Bucoki 50 +
Cepemni 45 +
Hwuzbki 5
Ilpuuunu nokynku
3aroTiBist 20
PerymsipHe MOMOBHEHHS 3amaciB 40
INokymnka 3a HE0OXigHOCTI 40 +
OTxe, Ha OCHOBI TPOBEACHOI CETMEHTallli MaeEMO HACTYIHUW COIIaJbHO-

nemorpagiuHuil MOPTPET CIOKUBAYIB MEPEXI MPOAYKTOBUX MarasuHiB «PigHe cemoy» (puc. 3)
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Cepel MOTIOBHEHHA
= Hirspki 3artaciB

= IMokyrma 3a
HeoOX1OHOCTI

Pucynok 3. CouianbHo-geMorpadiuHuii MOpTPET CIOKUBAYIB MEPEXi POAYKTOBUX MarasuHiB «PinHe ceno»

Figure 3. Socio-demographic portrait of consumers of the network of grocery stores «Ridne selo»

Buninumo cerMeHTH, B SKUX IiJIPHUEMCTBO BXKE i€ 1 Ti, SKi IiJIPHEMCTBO MOXKE

3axonutH (Tabdm. 2).

Tabauns 2. CerMeHTallist CIIOXKMBadiB MEpEXi NPOJYKTOBUX Mara3uHiB «PinHe cemno»

Table 2. Segmentation of consumers of the network of grocery stores «Ridne selo»

CermMeHT

Onuc

Poib

Cermenr 1
CrnioxuBayi 3 HU3bKUM
Ta CepeiHIiM piBHEM
JIOXOY T CepeHIM
piBHEM BHMOT JI0
AKOCTI

Jlo maHoro cerMeHTa Halle)KaTh CIIOKUBAdYi, sKi
MarOTh HU3BKUHA Ta CEepemHii pIBEHb HTOXOMY.
31e0LTBIIOro — 1Ie MOAPYXKS 3 AIThMH Y Bimi 40—
60 poKiB, sIKi MPOXHUBAIOTH y BIACHOMY OYJHHKY
gy kBaptupi. [IpuuuHOI0 KymiBNi NpOIYKIii
«PigHe cemo» MaHHUM CErMEHTOM € 3aroTiBis Ta
MTOTTOBHCHHS 3aI1aciB

JaHuii cerMeHT € HalaKTHBHI-
OIMM  CIIOKHMBAaYeM  TPOMYKINT
«PimHe cenow. [ HUX BaKIMBE
CITiBBiTHOIIICHHS CEPENHBOT I[IHH
Ta CEepEeTHBOTO PiBHS SIKOCTI
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3axiHnueHHs Tabaumi 2

Cermenr 2
CepenHiil Ta HU3BKUIA
piBEHb BUMOT JI0
SIKOCTI Ta 3 HU3bKUM

Jlo maHOro cerMeHTa HaJe)KaTh CIIOXKHBAdYi, sIKi
MaloTh HU3bKHI pIBEHb IOXOAY. 37e0inbIioro —
1Ie TIOAPYOKS 3 AITBMU Ta TOAPYOKS IIEHCIHHOTO
BiKY, SIKI IDO)KMBAIOTH y BIIACHOMY OYJIMHKY YH
kBapTupi. [lpuumnoro KymiBmi y MarasuHi €

Ioxkymmi, siKi BiTHOCATBCA JIO
JTAHOTO CETMEHTA € IMOCTIHHUMU
MOKYMIIAMHE, SKi TPH BHSBICHHS
Ha PUHKY KOHKYPCHTA 3 HIDKYOIO
LIHOK TepeiIyTh 10 HBOTO.

JIOXOZIOM 3aroTiBJIs Ta MOTIOBHEHHS 3araciB PoGmnsate 3akymiBni 1 pa3 Ha 1-2
TIDKHI
Cermenr 3 JaHuii cerMeHT mpencTaBleHHH KimieHTaMu 3 | [Iokymii [gaHOTO CerMeHTa €

CepenHili piBeHb
JIOXOMy Ta CepemHii i
BUCOKHI1 PiBeHh BUMOT

cepenHiM piBHeM poxomy. lle mompyxoxs 6e3
ZiTel Ta MOAPY}OKA 3 ITBMH, AKi MIPOXKHUBAIOTH Y
BIacHOMY OyOWHKY 4YH KBapTupi. [ONOBHOIO

HEaKTHBHHMH Ta HE MOCTIHHUMHU
cnoxusadamu. Kynyrots 1 pa3 Ha
TIDKZICHB Ta B HEBEIIMKUX 00CATax

IO SIKOCTI MIPUYHHOIO € KYTIBIIA 32 HEOOX1THOCTI
JlaHuif cCerMeHT mpeAcTaBleHnl criokuBadaMu 3 | CIIoXuBadi JaHOTO CerMeHTa —
CepelHIM Ta BHIIE CEPEAHBOTO PIBHEM IOXONY, | MOTCHIINAHI CHOKHBadi Mepexi
sIKi BUMAraroTh BHUCOKOTO DIiBHS SIKOCTI Mponyk- | «PimHe cemoy

Cermenr 4

CepenHiii piBeHb

1ii, TOJIOBHMM KpHTEpieM BHOOPY MNpPOAYKLIi €

SIKICTB. 311€01IBIIIOTO — I1€ CIIOXKHBa4i BIKOM Bij 25
a0 60 pokiB, moapyxoks 3 nitemu. IIpoxu-
BalOTh Yy BJIaCHOMY OYyIMHKY 4YHM KBapTHPI.
[IprarHaMy KyTiBIiI € 3aroTiBisl, HOMOBHCHHS
3amacis, MMOKYTIKA 32 HEOOXITHOCTI

JIOXO/1Y, BUCOKHUI
PiBEHB SKOCTI

IIpoananizyBaBiin HaWOUIbIII CErMEHTH CIIO)KMBYOI'O PHUHKY, MOXKHA CKa3aTH, IO
HaAMOLIBIII TEMIH 3pOCTaHHS Ma€ CerMEHT | Ta cerMeHT 4, TOMY Ili CErMEHTH € HalOiIbII
npuBaOIUBUMU Ui MiAIPUEMCTBA. AHalli3 CHOXHUBA4iB Mepexi MPOAYKTOBUX Mara3uHiB
«PigHe ceno» M03BONMB BUSBHUTH OCHOBHI IUIHOBI IPYIH, HA SIKi MOYKHA OpPIEHTYBATHCS TPU
pPO3po0IeHHI MApPKETUHIOBOI CTpaTerii B MailOyTHHOMY.

OTxe, cerMeHTalliss PUHKY JO3BOJISIE€ BUPIMIUTH TOJIOBHI MUTAHHS IOJO BHBYCHHS
HOBEJIHKM CIOXKMBAaya, OCKUIBKUA KOXEH TOBap MO)ke OyTH YCHILIHO NMPOJaHUN JIUIE Ha
neBHUX cermMeHTax puHKY [4]. IIpomaBens (miampHeEMCTBO-BUPOOHUK) MOXKE TAKUM YHHOM
00ciyroByBaTi e(eKTUBHIIIE LIJIBOBY IpYyIy CHOXHBauiB, HIX HOro KOHKYPEHTH, SIKI HE
BUKOPHCTOBYIOTh CETMEHTALIIO SIK IHCTPYMEHT MapKETUHIOBOI CTPATeTii, a «pO3MOPOLIYIOTh)»
CBOI pecypcu Ha BCbOMY PHHKY. B pe3ynpTaTi MaeMO KOHKYPEHTHY IepeBary 3a paxyHOK
MOBHIIIOTO 3a/I0BOJIEHHS MTOTPe0 MEBHOTO CErMEHTa CII0KMBAUiB MPU MIHIMAJIbHUX BUTpATax
pecypciB Ha 00CITYrOByBaHHS L[bOTO CETMEHTA.

AJpKe y pUHKOBHX yMOBax (DYHKIIIOHYBaHHS MIANPUEMCTBA MOBHUHHI KepyBaTHUCS Y
CBOI# AisNIBHOCTI TOJIOBHUM HPUHIIMIIOM — MPUHIIMIIOM IPIOPUTETY criokuBayva [5]. Ha npomy
HaroJIOUIYIOTh Y CBOIX JIOCIIIKEHHIX BUEHI-MapKeToJIory, Taki sk, @. Kotiuep [6].

[Tpuniun BeseHHs 6i3HeCy MPOBIIHUX CBITOBUX KOMMAaHIH mosidrae y Tomy, 0 HUMHU
BHPOOJIAIOTECS JIMIIE Ti TOBApH, SIKi MOTPiOHI croxkuBady. VIMOBIpHICTH IpPOAaXy TakMX
TOBapiB JOBEJACHO MAapKETUHTOBUMU [JOCTI/UKEHHSMH, B OCHOBI SIKUX 3HAaXOJUTbCS
cerMeHTalss puHky [5]. Yce 1e 10BoaUTh HEOOXIAHICTh MOCTIMHOTO aHalli3y CIIOKWBAYIB,
BUSIBIICHHS IIIIbOBUX CEIMEHTIB ISl MPUUHATTA €(EeKTUBHUX pIlIeHb MIOJ0 MPOAAXKIB Ta
BUPOOHUIITBA, a came [l GopMyBaHHS €PEeKTUBHOT MAPKETUHTOBOI CTpaTerii MiIMPHEMCTBA.

BucHoBku. 11106 epexTUBHO 31i1HCHIOBAaTH MapKEeTUHIOBY isUIbHICTh, Tpeba MaTu
PO3yMIHHS KYIIBEJIbHOI TOBEMIHKHA, a caMe, 3I1HCHIOBATH CETMEHTAIII0 PUHKY, BUSIBIISTH
e(peKTUBHI IHCTPYMEHTH BIUIMBY Ha IOBEAIHKY crokuBada. [IpomaBui (miampueMcTBa-
BUPOOHUKH), SIKI BOJIOAIIOTH 1H(GOPMAIIIEIO MIOJ0 TUIIIB CIIOKHUBAYIB, PO3YMIIOTH iX MOBEIIHKY
Ta BMIIOTh 3aCTOCOBYBAaTH MapKETUHT OBl IHCTPYMEHTH /JIs BIUIMBY Ha HEl, MalOTh KOHKYPEHTHI
nepeBaru Ta BUCOKI Pe3yJIbTaTH MapKETUHIOBOI JiSUTBHOCTI.

CerMeHTanist pHHKY TNpU po3poOJeHHI MapKETHHIOBOI

cTpaTerii  crpHusITHUME
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Pous cermenTauii puHKY y BUBYCHHI ITOBEIHKU CIIO>KHBAYiB

MOCTIHHOMY TIOIIYKY CTPATET1YHMUX IIJTLOBUX TPYIT CIIOKUBAYIB 1 30CEPEIHKCHHIO JiSITBHOCTI
npoaBIs (I IIPUEMCTBA-BUPOOHHKA) caMe Ha 3a10BOJIeHHs 1X moTpe0. Lle 3a0e3neunts iiomy
KOHKYPEHTHI ITepeBar Ta MiABUIICHHS PEe3yJbTaTiB AISUIBHOCTI B MEPCIICKTHBI.

Conclusions. In order to carry out marketing activities effectively, you should
understand the customer behavior. It is necessary to segment the market, identify effective tools
of influence on consumer behavior. Sellers (manufacturing enterprises) who possess
information about the types of consumers, understand their behavior and are able to use
marketing tools to influence it, have competitive advantages and high results of marketing
activities.

Market segmentation in the development of marketing strategy will contribute to the
constant search for strategic target groups of consumers and focus of the seller (manufacturer)
on meeting their needs. This will provide competitive advantage and improved performance in
the long term.
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