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HOPIBHAHHA E@EKTUBHOCTI
METOIIB MAPKETUHI'OBUX JOCJIIVKEHb

OfHMM 13 YWHHHKIB MiIBUIICHHS €(QEKTHBHOCTI MIiSUIBHOCTI €
noctiiiHe 30UMbLICHHS piBHA mnpojax. Jias 1poro po3pobieHo
BEIMKAHA KOMIUIEKC MAapKETHHTOBHX 3aXO[iB, ITOYMHAIOYH BiJ
BUBYCHHS MOMHUTY, CTBOPEHHS MPOJIYKTY UM MOCIYTH 0 MPOCYBAHHS
MPOAYKIIi 1 3BOPOTHOTO 3B’SI3Ky 31 crokuBadeMm. ChOrojHI BiKe
3aMaJl0 TMPOCTO CTBOPUTH SAKICHUI ToBap 3 iHpOpMAaLidHUM Ta
eCTeTHYHNM cynpoBojoM. HeoOxigHo, mo0 iHpopMamis mpo
KOPHUCHICTh TOBapy/MOCIYTU Ta Au3aiiH (HopMyBaiu KOHCTPYKTHBHUIA
Jiasor 3 MOKYMISIMHU: HEOOXiIHO IPUBEPTATH yBary came A0 MEBHOTO
TOBapy/MocIyru/ifei 3-moMixk IHIINX, BpaXkaTu sIK OpeH[, BUKIUKATH
JIOBIipY 10 BUPOOHMKA, CIIOHYKAB A0 3AiHCHEHHS IOBTOPHUX MOKYIIOK
TOLIO.

[IpobnaeMn y MapKeToJIOTiB MHHYJUMHM POKaMH BHHUKAIH 4epe3
Te, 1110 poOumacsi cTaBka Ha cy0’ekTUBHE OaueHHs (axiBLEeM CHTyalil
Ha PUHKY. Y KOHOI JIFOAWHHU CBO€ HEMOBTOpPHE OaueHHs peantbHOCTI,
AK€ BHU3HAYAE€THCS OOMEKEHHSAMH pPEUENTOPUKH, KOTHITUBHHMH
CIIOTBOPCHHSIMHU Ta iHAWBIIYaJbHUM JKUTTEBUM HocBinoM [2]. Tomy
MPOTHO3M MAapKETOJIOTiB LIOAO0 PHHKY, SIKi OMUPAIOThCS Ha CyO €K-
TUBHE BPa)KEHHs, OyJIM JyKe HETOUHHMH.

Cyu4acHi ¢axiBIli 3 MApKETUHTY PO3yMIFOTh, 10 HEHPOMAPKETHHT —
e KIFOYOBHN YMHHHUK MPUOYTKOBOCTI KOMIIaHii, 00 CIpHSE YITKOMY
PO3YMIHHIO KIIi€HTa 1 3aJJ0BOJIEHHIO ioro motped. i TecTyBaHHS
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MapKEeTHHTOBUX 3aXOJiB, aKIliii HWHI 3aCTOCOBYIOTHCS TaKi METOIH
TOCITIDKCHHS HEHPOMapKeTHHTY: OKyJorpadis, cuctemMa po3ITi3Ha-
BaHHsI €MOIIiH, enekTpoeHnedarorpadis, BUMipIOBaHHS €IESKTPUIHOL
aKTHBHOCTI INKIpH, eJleKTpomiorpadis, (QyHKIiOHaJIbHA MarHiTHO-
pe3oHaHcHa ToMorpadis, HeHPOIICHXOMiarHOCTHKA.

KoxkeH 3 IWX METOMIB Mae TIepeBard i OOMEXEHHS, a TOMY
JOIUTBHAM CTAa€ TOE€THAHHS KUTBKOX METOMIB. 30KpeMa, MapKETOJIOTH
JUIE  TECTyBaHHS JHM3alilHy YNAaKOBKH JIOCTOBIPHI  pe3yJbTaTH
OTPUMYIOTh IIiJ] Yac 3aCTOCYBaHHS HEHPOIICHXO/iarHOCTHKH, OKYJIO-
rpadii Ta enexkrpoermedarorpadii.

Metoau HEHPOMAapKETWHTY BHUIEPEMKAIOTh IHIN MIXOOH Yy
MPaBHIIBHOCTI, SIKOCTi, PEMpPEe3eHTaTUBHOCTI OTPUMAHOI Bif CIIOXKH-
Bava iH(opmarii.

EdexTuBHICTE METOIIB MAPKETUHTOBUX JOCIIIKEHD, SIKi CHOTOIHI
BUKOHYIOTh KOOPAMHYIOUY (YHKIIIO B TpOLECi ympaBitiHHA Oyab-
SKHM TIJINPUEMCTBOM, € JyK€ BRKIMBOI HA Cy4acHOMY eTari
PO3BUTKY BITYM3HSHOTO MigNpUEMHHNTBA. B Teopii 1 mpakTumi He
ICHYe €IUHOTrO MiIXOAy JO 1ii OIlIHKYA, BH3HAYEHHS HAHONTH-
MAIBHIIIOTO METOJIU YHM TiIXOAY, IO XapaKTePH3YIOTbCS BHCOKUM
JMHAMI3MOM PHHKOBOTO CEpEOBHUIIA 1 PI3HOMAHITHUMHU OOMExKe-
HHSAMH. TOMYy BUKOpPHCTAaHHS HOBITHIX METOMIB, OCOOJIHMBO METOIUK
HEUPOMAPKETHHIY Ul OTPUMAHHS SIKHAMKpalmoro 3BOPOTHOIO
3B’SI3KY BiJl CIIO’KMBAdiB J03BOJUTH NPUHMATH 3BayKCHI yNpaBiiHCHKI
PIIICHHS IS 33J/0BOJICHHS TIOTPEO KIIIEHTIB 1 pO3BUTKY BUPOOHUIITBA.
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