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STRATEGIC APPROACHES OF FMCG COMPANIES TO SALES
AND TRADE MARKETING OPTIMIZATION

Ha ocHoBi npakTn4yHoro goceiny mixkHapogHnx FMCG-komnaHii Procter & Gamble, Coca-Cola,
Mondelez International, Nestle, PepsiCo, Carisberg Group gocnigxeHo cTpaTteri4yHi nigxoau on0
onTumisayii npogaxis i Tpeiig-mapkeTuHry. BctaHoBieHo, W0 KoMnaHii ans 36inbLeHHs TOoBapoo6-
iryta egpeKTMBHOCTI Tpeig-MapKeTUHIroBux KamMnaHii BAKOPUCTOBYIOTb SIK TPaANLiAHI iIHCTPYMEHTH,
Tak i cy4yacHi. Cepen TpaguuiliHnx iHCTPYMEHTIB KOMNaHIi BigAaloTe nepeBary: MepYyaH[ai3uHry,
POSM-marepianam, uiHoBum cTumynam, poboTi Toproeux NnpeacTaBHUKIB TOLWO. S3HaYHWUI BNJINB HA
onTumi3auito npoaaxis 3[iMCcHIOE UNPpPoOBI3aLlisi Ta aBToMaTU3awis Tpeing-MmapKeTuHry. ABTomatu-
30BaHi nporpamMHi NPoAYyKTU 'y NOERHAHHI i3 MOXXJINBOCTSMMU LUTYYHOI O iIHTE/1eKTY O3BOJISIIOTb CKO-
POTUTU PYYHY 06POOKY iHpopMaLii, BMEeHLUNTN HaBaHTa)XXeHHS Ha NpaLiBHUKIB Tpeia-MapKeTUHro-
BOro BigAiny, a Takox sabe3ne4yyioTb po3Mni3HaBaHHs 300pa)xeHb TOBapiB Ta OTPUMAaHHS MUTTEBOIO
3BOPOTHbLOIO 3B 'I3KY LLLOA0 BiAMNOBiAHOCTi BUMOramM BUAUMOCTI TOBapiB.

Ha ocHoBi ycnilwHnx npakTuk WoA0 onTuMisaLii npogaxiBy cTaTTi 3anponoHoBaHa iHTerpoBaHa
cuctTema ynpasJliHHS TPOoJaXkaMu, sIKa NOEAHYE KJIiEHTOOPIEHTOBaHNI, KaHasIbHO-AugepeHuyirioBa-
HWiA, CTaHRapPTU30BaHUX i aHOOPIEHTOBaHMUX nigxoAiB i3 BUKOPUCTAHHSIM LN@PpoBux naargpopm,
IHCTPYMEHTIB LUTYYHOro iHTeneKkTy 1a ¢popmasizoBaHux Noka3HUKiB e¢peKTUBHOCTI, Lo 3abe3neyye
y3ro)KeHicTb orepaTUBHUX PillleHb 3i cTpaTeriYHUMU LiziiMu po3BUTKY KOMIaHii Ta nigBuLLye pe-
3yNbTaTUBHICTb TPEN4-MapKeTUHIroBOI fisi/IbHOCTI.

Based on the practical experience of international FMCG companies such as Procter & Gamble,
Coca-Cola, Mondelez International, Nestle, PepsiCo, and Carisberg Group, strategic approaches to
sales and trade marketing optimization are examined. It is found thatin order to increase turnover
and improve the effectiveness of trade marketing campaigns, companies employ both traditional
and modern tools. Among traditional trade marketing instruments, companies most frequently rely
on merchandising, POSM materials, price incentives, and the activities of sales representatives.
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A significantimpact on sales optimization is achieved through the digitalization and automation of
trade marketing. Automated software solutions combined with artificial intelligence capabilities make
it possible to reduce manual data processing, decrease the workload of trade marketing personnel,
and enable product image recognition as well as real-time feedback on compliance with product
visibility standards.

Based on the analysis of successful sales optimization practices, the article proposes an integrated
sales management system that combines mission-based, channel-differentiated, standardized, and
data-driven approaches through the use of digital platforms, artificial intelligence tools, and
formalized performance indicators.

The customer-oriented approach enhances the relevance of product offerings and is expected to
increase conversion rates and consumer loyalty. The channel-differentiated approach enables the
rational allocation of resources. The standardized approach based on the "Picture of Success”
(PicOS), through clearly defined and measurable brand representation standards, ensures brand
recognition and contributes to sales growth. The data-driven approach, based on the analysis of
sales history, distribution indicators, and promotional effectiveness, improves planning accuracy
and reduces managerial risks. A focus on key performance indicators (KPIs) makes it possible to

align tactical actions with the company’s strategic objectives.
The digital and analytical approach, combined with artificial intelligence capabilities, ensures
managerial agility and enhances the transparency of KPI monitoring and control.

KnrouoBi cnoBa: mpelid-mapkemure, cmpameeis, FMCG, inmezpoBati cucmemu, [TOCM, mopeoBa moyka, npo-

oaxci.

Key words: trade marketing, strategqy, FMCG, integrated systems, POSM, point of sale, sales.

IIOCTAHOBKA ITIPOBAEMU
YV 3ATAABHOMY BUTASAI TA 11 3B'S130K
I3 BAJKAUBUMU HAYKOBMMHU

YU TNMIPAKTUYHUMMU 3ABAAHHIAMU

B yMOBax BUCOKOKOHKYPEHTHOFO PUHKOBOIO CEPefOo-
BMLLA Ta NOCTiIMHOI TpaHCOpMaLlii CNOXKUBUOT NOBEAiHKU
TPENWL-MAPKETHUHT € OOHUM i3 K/IIOYOBUX IHCTPYMEHTIB 3a-
6e3neyeHHs CTaNoro PO3BMTKY KOMMNaHiW, 3pocTaHHs IX
PUHKOBOI YaCTKH Ta NMiABULLEHHS (hiHAHCOBUX pe3y/bTarTiB.
CyuacHmii Tpena-MapKeTUHr He OBMeXKYETbCA CTaHAapPTHU-
MM 3aX0faMu CTUMY/tOBaHHS 30yTy, a BUMarae KpeaTus-
HWX pilleHb, CHCTEMHOIO NigXOA4Y Ta ONOPH Ha [OCTOBIPHY
aHa/iTMUHY iHbopMaLito ANA NPUUHATTS YyNpPaB/liHCbKUX
pilleHb.

CyuacHi koMnaHii nparHyTb onTMMi3yBaTv Npoaaxi Ta
poBOTY 3 TOPrOBUMM TOUKAMM, NiABHLLYIOUH AKICTb BUKNAA-
KW, NPOMO-aKTUBHOCTEHN | aCOPTUMEHTHY NOJITUKY. Y LbO-
My npoueci ocobnuBe 3HaueHHA MaloTb CTpaTeriyHi Nigxo-
IM TpeNI-MapKeTUHTY Ta ynpas/iHHA NpoJaXkamu, saKi no-
€0HYIOTb CTaH[APTH ifleaNbHOI TOProBOi TOUKH, LUPPOBY
aHasliTUKY Ta niaHyBaHHA NOJbOBWX Bi3UTiB, 3abeaneuyio-
UM BiflbLL TOUHE NPHUMHATTA YNPABNIHCbKHUX PilLEHb | KOHT-
pOJib TOProBUX NPOLIECIB.

BuBUeHHSA Ta cMcTeMaTU3aLlis TaKUX NiAXOAiIB A€ MOXK-
JIMBICTb y3ara/ibHUTH HaWKpalLli NPaKTUKKU MiXKHapOLHUX
KOMMaHiM, BU3HAYUTK KJIIOHOBI IHCTPYMEHTH oNnTUMI3aLii
npoAaxis i afanTyBaTu ixX 4O YMOB HaLiOHaIbHUX PUHKIB.

AHAAI3 OCTAHHIX AOCAIASKEHDb
IITYBAIKALIIN, B IKUX .
3AIMOYATKOBAHO PO3B'I3AHHS AAHOI
IMPOBAEMMU

B.B. MakegoH y ctatTi [ 1] gocnimkye npouec iHterpauii
TPeWL-MapKETUHTY B 3arajibHy MapKeTUHroBY CTpaTerito
KoMnaHii. ABTOp 3a3Hauae, Wo "...Tpena-MapKeTUHT He
NPOCTO BUKOHYE ONepaTUBHI 3aBhaHHS, a € NOBHOLIHHUM
YyYaCHUKOM (pOpMyBaHHS MapKeTUHIOBOI CTpaTerii, 3any-
YeHWM [0 MPOLECY aHasi3y PUHKY, KOHKYPEHTHOrO cepe-
LoBuLA Ta cnoxusyoi noeeginku” [1, C. 228]. AeTop npo-
MOHYE HACTYMHI WAAXM iHTerpauii Tpena-MapKeTUHry y 3a-
rasbHy MapKeTMHIOBY CTpaTerilo KOMMaHii: cTpaTeriyHa
CHHepris, onepaTuBHa aganTauis, AaHi Ta aHaniTMKa, Bi3y-
asibHa ifeHTUYHICTb Ta NnapTHepcbka B3aemogis. Ha Halw
nornsg, AOLiINIbHAM € PO3LUMPEHHS 3a3HaYeHMX NiaxXoiB 3a
paxyHOK aKTUBHOTr O BUKOPUCTaHHS iHCTPYMEHTIB aBTOMa-
TU3auii Ta uMdpoBi3aLii MapKeTUHIOBOI LisiNbHOCTI, WO
cepeg BCix nepesar 3a6e3neynTb BUMIPIOBaHHICTb TPEHA-
MapKETUHIOBUX iIHCTPYMEHTIB.

Y. Fareniuk y gocnigxeHrHi [2] 3anponoHysana 6ara-
TOhaKTOPHY perpeciiHy MoAe/b, Ka OLiHIOE BNJIMB Map-
KETUHIroBWX Ta MegiadakTopie Ha yacTky FMCG-6penay 3
ypaxyBaHHAM: CE30HHOCTI; AUCTPUOYLIT; LiHW; peknamu
BpeHay; peKIaMu KOHKYPEHTIB; BigK1aaeHOro edheKTy peK-
namu. Mogenb Mae ik HayKoBY, TaK i NPaKTUYHY LiHHICTb
Ta [LO3BO/ISIE NPOrHO3yBaTH YacTky puHky y FMCG-cekTopi.
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Mpun BUKOpUCTaHHI Takoi Mogeni Ha NpaKTULi Tpera-mMap-
KETUHrOBOMY BiffiNny HeobXifHO [OAATKOBO OLiHIOBATH
haKTopu Ha MyNbTUKONIHEAPHICTb 3 METOIO [OCTOBIPHOI
iHTepnpeTauii pe3ynbTatie gocnigkeHHs. Hanpuknag, 3
BUCOKOIO MMOBIPHICTIO, MefliaakTUBHICTb BpeHy Ta Mefji-
AaKTUBHICTb KOHKYPEHTIB MOXYTb MaTh MyJIbTUKOJliHeap-
HWUM 3B'A30K. [lna oTpMMaHHS [OCTOBIPHUX pe3ysbTaTiB
€KOHOMETPHUUYHOIro MOJEe/IOBaHHA hakTopH, fAKi BK/OUa-
0TbCA 4O MOgeNi MaloTb BYTH BUCOKOT SIKOCTi Ta cchopMo-
BaHi 3a €EAUHOIO MeToAOOri0. AKLLO LbOro HE MOXJ/IUBO
LOCSAITH, NPUMAHATI pilLEHHSA HA OCHOBI TaKOro MoLEeNtoBaH-
Hs By Ly Tb HEOBrPYHTOBAHUMMU.

OuiHioBaHHSA e(peKTUBHOCTI MAPKETUHIOBUX CTpaTeri
€ npegmeToM pocnigykeHHs B.A. Bosk, O.10. Yepkacbko-
ro [3], . B. Cmotposoi [4], O.€. bopucerko [5], O. bina-
HeHKo [6].

TeopeTUUHUM acnekTaMm (hOPMYBaHHS MAPKETUHIOBOIT
cTparerii npucesueni npaui 4.J1. Kobus [7], M.O. barop-
ku, I.T. Kagupyc, O.B. Kpasus [8], M.O. Baropku [9],
M. Baropku, |. Abpamosuu [10]. lopobkom 3azHaueHUX
ABTOPIB € AOCNILYKEHHS CYTHOCTI TepMiHYy "MapKeTUHIroBa
cTparteria”, opMyBaHHSA NPUHLMNIB MAPKETUHIOBOI CTPa-
Terii, BU3HaYeHHs eTanieB (oOpMyBaHHS MapPKETUHIOBOI CTpa-
Terii Towo. 3aranom aBTopY PO3rfisfaloTb MapKeTUHIOBY
CTpaTerito Ik CHCTEMHWM IHCTPYMEHT hOPMYBaHHS KOHKY-
PEHTHUX NepeBar ocArHeHHs pesynbraris. Chig Big3Hauu-
TH, LLLO aBTOPaMM He pO3rnsfaloTbCs BNAWB LUPPOBI3aLil
Ta aBTOMaTH3alji, Lo cTana rnobanbHUM TPEHOOM y Tpeia-
MapKeTHHTY.

BUAIAEHHS HE BUPIIIEHUX PAHIIIE
YACTUH 3ATAABHOI MPOBAEMUA

YnpaBniHHA npofaxkaMu i Tpenh-MapKeTUHIoM Y
FMCG-koMnaHisix € npeaMeToM HayKOBUX LOCAIAXKEHD, AKi
POPMYIOTb TEOPETHUUHE NiIATPYHTS, aHAJI3YIOTb CTPATETIUHI
Nigxoan A0 po3ApibHOro BUKOHaHHSA, ONTUMI3allii acopTH-
MeHTY ToL0. He npuMeHLUytour 3HaUeHHS OTPUMaHKUX Hay-
KOBLSIMU pe3y/bTaTiB CAif BiAMITUTH, LLO CTPATEridHi Nigxo-
LW [0 onTuMmisauii npogaxis MixkHapogHux FMCG-kom-
naHil 3aN1LWalTbCa He AOCTAaTHbO BUBYEHWMM Ta NoTpeby-
IOTb MOAAJIbLLOIO BUBUEHHS.

OOPMYAIOBAHHY I.IIAEVI CTATTI
(IOCTAHOBKA 3ABAAHHS)

MeToto cTaTTi € JOCniAXKeHHA Ta y3arajbHeHHS
cTpareriuHux nigxogis mixkHapoaHux FMCG-komnaHin
0O onTUMi3auii npopaxiB i Tpena-MapKkeTUHry. Posk-
puth ocobnueocTti cuctemu "FIT" y MpAT Kapncbepr
YKkpaiHa, BUCBITIUTU NpeBaru ii 3acToCcyBaHHS SIK o[-
HOro 3 iIHCTPYMEHTIB JOCATHEHHS CTpaTeriyHux uinen
KOMMaHii.

BUKAAA OCHOBHOI'O MATEPIAAY

3 MeTolo BTPUMAHHS NiMPYIOUMX MNO3ULIM HA PUHKY
FMCG-koMnaHii 3amMyweHi wyKkaTH eeKTUBHI cnocobu
opraHisauii npogaxis i Tpeia-MapKeTHHry, aki 6 3abesne-
YyyBa/IM KOMMJIEKCHE YNpaB/liHHSA TOProBUMM NpoL,ecamu Ta
ONTUMI3aLito KOMePLiHHOT AiaNbHOCTI. JJoCArHEHHS Takux
cTpaTeriyHuX Linen He MoX/MBe 6e3 KOMNIEKCHOro niaxo-
Ly, IKUIM Ma€ BpaxoBYBaTW KOHTPOJIb BUKIAAKHW NPOLYKLUT,
eheKTUBHICTb NPOMO-aKTUBHOCTEH, ONTUMI3aLlis acopTH-
MEHTHOI NOMITUKHK Ta 3abe3neyeHHs onepaTUBHOro ynpas-

NiHHA TOPrOBUMU KOMaHAaMH, po3pobKa CTaHaapTiB BUKO-
HaHHA ToproBux npouecis, KPl gna nonboBux komaHg ta
npoueaypv 360py ¥ aHanisy faHUx 3 TOProBux ToHoK. Sk
pe3ynbTaT, Yy NnpoBigHWx MixkHapoaHux FMCG-komnaHisx
By/IM CTBOPEHI NigX04H YNPaB/iHHA NPOAaXKaMH Ta Tpena-
MapKETUHIOM SIK KOMMJIEKCHI PilleHHs, Lo NOELHYIOTb
cTpaTeriyHi uifi, BHYTPiWHIO MeTofoorito Ta LUPOBI
IHCTPYMEHTH.

Cepep Takux nigxogdis 0cob11BY yBary 3aciyrosyoTb
Store-back (Procter & Gamble), Perfect Store Execution
(Coca-Cola), Category Vision (Mondelez International)
TOLLO, SKi iNIOCTPYIOTb CydacHi Niaxoau A0 ynpasiHHSA TOp-
roBWMHU NpoLecami.

Cucrema Store-back komnaHii Procter & Gamble [11]
crnpsiMoBaHa Ha OTPUMaHHS 3BOPOTHOrO 3B'AA3KY BifJ TOp-
rOBUX TOYOK Ta NEPETBOPEHHS MOro Ha yNpaBliHCbKI pilLeH-
HS. OCHOBHOIO METOIO € KOHTPOJ/Ib BiAMNOBIAHOCTI aCOPTH-
MEHTY, BUKJIQAKK Ta NPOMO-MaTepiasiie KOPNnopaTUBHUM
cTaHAapTam, a TaKkoX MOHITOPUHI BUKOHAHHS TOPrOBHX
komaHg. Cuctema Store-back fno3sonse WBUAKO | TOUHO
aHanizyBaTW AaHi 3 NosMLb Ta ONEePaTUBHO KOPWUryBaTH
cTparerii npogaxie.

Coca-Cola 3actocosye cuctemy Perfect Store Execu-
tion, ska BU3Hauya€e cTaHfapTH "ifeanbHOi TOProBoi ToY-

n". LLa cuctema BK/IlOYAE TaKi €1IEMEHTU: NO3ULIOHY-
BaHHS, LLiHOYTBOPEHHS, NaHOrpamy, MaTtepiasau gas To-
YOK NpofJarky Ta KoMyHikauito i3 nokynuamu. KomnaHis
3anpoBagunacuctemy Perfect Store Executiony 2001
poui. | aK Hacnigok, ynpoaoBs n'saTu pokis obcar npo-
naxis 36inbwysascs Ha 7% LWOpPOKY, a KOMNaHis fo-
carfia aBo3Ha4YHOro 3poctaHHs goxoay [12]. 13 poasur-
KoM TexHonorii Perfect Store Execution 6yna gonos-
HeHa eNneMeHTaMu UMpoBi3aLii — CUCTEMOIO po3nis-
HaBaHHs 306paxeHb (Image Recognition) ans ouiHku
CTaHy TOProBMx NoauLb y po3apibHux mepexkax. Ha
OCHOBI (hOTO306paXKEHHS TOProBUX NOJMLb aBTOMATHY-
HO BM3HaAYa€ETbCS YacTKa TOBapiB Ha MOJIMLSAX, HASBHICTb
abo BiacyTHiCTb NpoAyKLUiT, BiANOBIAHICTb NO3HLIOHY-
BaHHS NPOAYKTY BCTaHOBJIeHWM cTaHAapTaM. BnpoBsag-
YKE€HHS LM PpPOBUX pileHb y cuctemi Perfect Store 3a-
6e3neunno nepexia Big cy6'eKTUBHOrO NIOACBKOrO aHa-
Ni3y 0 06'EKTUBHOT aIFOPUTMIYHOT OLIHKU KOHTPOIO
LoTpuMaHHsa cTaHpapTie Perfect Store.

Cucrtemy Perfect Store Execution y Tpena-mapkeTuH-
ry BukopuctoBytoTb Takox Nestle, Unilever Ta Procter &
Gamble [12].

KomnaHii Mondelez International World Travel Retail
sukopucTtosye Category Vision abo cuctemy kateropiiHo-
ro ynpasniHHs. Ll cuctema nobyaosaHa Ha TPbOX OCHOB-
HWX HanpsMKax: (QOPMyBaHHI KOHKYPEHTOCNPOMOXKHOIO
nopTdens A5 3a40BOJIEHHSA 3POCTAIOHUX NOTPED CNOXKHU-
BauiB i 3MiH y KyniBebHWUX yNnofoBaHHAX; NigBULLEHH] 06-
i3HAHOCTI WOAO0 KaTeropil LWASXOM pO3LUHPEHHS dpi3UUHKX
i MEHTa/IbHUX TOYOK KOHTAKTY; CTBOPEHHI YHiKa/IbHOro cno-
YKMBUYOrO JOCBify 3aBASKW BNPOBAJYKEHHIO BUPA3HUX Ta
3HauyLmx KoHuenuin [13].

Y cTparteriyHuMx nigxopax Ao onNTUMi3auii npopaxis
PepsiCo BukopHcTOBYE aHaniTMuHi i data-driven iHCTpymMeH-
T /151 ONepPaTUBHOIO NPUMHATTS YNPaB/iHCbKUX PillieHb,
onTUMi3aLii MapLIpPyTiB TOPrOBUX KOMaHA, Ta NOKpPaLLEHHS
BMKOHAHHA cTaHaapTie y Toprosux Toukax [ 14, C. 5]. Lindp-
POBWM IHCTPYMEHTOM aHaniTUYHOI niaTpumMku y PepsiCo e
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Ta6nuua 1. Ludpoeizauia piwweHb aHaniTuyHol niaTpumku PepsiCo

ITudposizoBaHi pinieHHs

Pesynbraru 1p¢posizanii

ABTOMATH3a1lis 3BITHOCTI PO 3MiHH aMOPTUMEHTY Ta
kinpkicTs SKU 1 pi3HHX KaTeropiii Ta HOpiBHIOBATH
TIOKA3HUKHM B JIMHAMIIIi

Tokparmenns noctynHocTi Jaunx. OTpuManHs iHdopmaii y
(hopmari peabHOTO Yacy 3MEHILUIO BUTPATH HA MOI3IKU Ta
11 ABUIIOJIO FHYYKICTh KOMaH]l YIIPaBIiHHS KIIIEHTaMU

BincrexxeHHs TeHICHLIT LIHOyTBOPEHHS Ta Bapiawil
ACOPTUMEHTY B Pi3HUX perioHax

Crparerist IpUHHATTS pillieHb PO BU3HAYCHHS IPIOPUTETIB Ta
OpHiHriB IS KEPIBHULITBA

Mouitopunr HOBHX IpoxykTiB PepsiCo Ta ixuboi
MIOTOYHOT e(heKTHBHOCTI

[Iupmre po3yMiHHS PUHKY, IO JO3BOJISIE PO3MIMPIOBATH HOBI
KaHaJIH 30yTy

CTBOpEHHS BIACHUX 1H(GOPMAIIHHUX TaHeeH [is
Ppo3piOHUX NpofaBIiB NpoayKTiB PepsiCo

Toxpamenns criBmpani 3 KITi€HTAMI

I>xepeno: cuctematnsoBaHo aBTopamu Ha ocHoei [15].

Ta6nuua 2. Kniouosi enemeHTu mapkeTuHroeorl nonituku Nestle Vietnam

Saxiz

XapakTepucTuka

ITnanorpama

BusHaueHa KiJIbKiCTh TOBapiB KOXKHOTO BHAY, 100 MPUBEPHYTH yBary CIOXXHWBAYiB Ta 3alIOBHUTH MOJIHULI

O060B’I3KOBHIA CITHCOK
TOBApiB HA CKJIaAl

INepeBipka OCHOBHHX HaliMEHyBaHb TOBApIB, sSIKi OBHHHI OyTH B HAsBHOCTI B TOPTOBiH TOYIII AJIsI 33 JOBOJICHHS
MIOTHTY Y CHOXKHBa4iB, GOPMYIOUH IPH LIOMY JIOSUIBHICTB 10 OpeHAY

KoHTponb noBxkHHI
TOJTULb

BupineHHs meBHOro IPOCTOPY Ha MONKII B TOPTOBiK TouIi. BUKOPHCTOBYIOTBCS OpEeHIOBaHI paMKH JUIS HOJHIIb,
o (GiKCYIOTh BiABEICHUIT IPOCTIp IS MPOAYKIIT Ta CIYTYIOTh IHCTPYMEHTOM KOHTPOJIIO BUKOHAHHS CTaHIAPTIB
PO3MIIIICHHS], MIABUIYIOYH BHIMMICTb TOBapiB i SKICTh CIIOKUBYOIO TOCBITY

Martepianu s TOUOK
npopaxy (POSM)

Jlnst npuBabIMBOCTI OpeHITy BUKOPUCTOBYETHCS OpEH0BaHI CTilky, OaHepH

I>xepeno: cuctematsoBaHo aBTopaMu Ha ocHosi [16].

StoreSight. LiucposizosaHi pilleHHs Ta pe3yibTarty BNpo-
BafpKEHHs HaBedeHi y Tabnuui 1.

Crpareriuni nigxogu Nestle no ontumisauii npogaxis
poarnsHemo Ha npuknagi Nestle Vietnam [16]. 1ns pos-
LUMPEHHS NMPUCYTHOCTI Ha aziicbkoMy puHKY Nestle noTtpe-
6yBana cMCTeMHOT MapKeTUHIOBOI NONITUKHK, OpiEHTOBA-
HOT Ha MOCUIEHHS BUAUMOCTI TOBApiB Y TOProBUX TOUKaX
(tabn. 2).

[ns ynpaBniHHs nporpamMamu nigBULLEHHS BUAUMOCTI
ToBapie Nestle Vietnam BnpoBaguna undpose piieHHs Ha
OCHOBI WTy4Horo iHTenekty FieldPro Detect, wo nozBo-

N po3nizHaBaTH 306pakeHHs TOBaPIB Ta OTPUMYBATH MHT-
TEBUW 3BOPOTHIM 3B'30K LLLOAO BifNOBigHOCTi BUMOram BU-
aumocTi Tosapis [16].

Y Carlsberg Group BpoBamxeHo cuctemy FIT — ue no-
CNifoBHICTb UMKNIYHKMX NpoLecis Ans 3abesneyeHHs nepe-
Barv y TOProBHX TOYKaX, AKUM CKNafaeTbCs 3 TPbOX eTaris:
Focus (dpokycyeaHHs), Implementation (BnpoBankeHHs),
Track (BigcnigkosysaHHs). CucTeMa BU3HAUaE KapTHHY ige-
a/IbHOT TOPriBE/IbHOT TOUYKH, LWASXM il BNPOBaAYKEHHS onsi
LocsArHeHHs ycnixy komnaHii. KoXxeH 3 Tpbox eTanis ckna-
Ha€eTbcs 3 eniemMeHTiB (puc. 1).

In-Store Execution

Puc. 1. Ctpykrtypa FIT

[Doxkepeno: pospobka komnanii Carlsberg Group.
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Po3rnsHemo KoxHy 3i cknafoB1X iIHTErPOBaHOI cUCTe-
Mu 6inblu feTasnbHo.

CermeHTauis — ue yMOBHe po3fisieHHs pUHKY NpoJa-
Ky TOBapiB 3a NEBHUMU KPUTEPISIMU Ha AEKi/IbKa KaHaniB
npoaaxy:

1. KaHan cyuyacHoi TopriBni — cynepmapkeTtH, MiHi-
MapKeTH ToLLO.

2. KaHan TpaguLiiHOi TOpriBfii — KiOCK, TOTOK Ha pUH-
KY, TPaAHULIMHWMHK MarasuH ToLo.

3. Kanan ON-trade — 3aknafiM rpomMagcbKoro xapuy-
BaHHSA, pO3BaykasibHi 3aK1afu TOLLO.

OpnHUM i3 KNIIOYOBUX, @ PAKTUUHO BU3HAYASIbHUX, KPU-
TepiiB noAiny € opieHTauis Ha "Micito nokynus", siKy BiH pe-
anisye nif yac BifBiflyBaHHA KOHKPETHOrO TUMY TOProBesib-
Horo 3aknagy. Tak, BigBiayBaHHS Kade 3a3B1yai NoB'a3a-
He 3i cnokuBaHHAM K aBo CBATKYBaHHAM nogii, bapy — 3
LO3BINNSAM i CNOXKMBaAHHAM HanoiB, rinepMapketry — i3
3LiMCHEHHAM NIaHOBKUX TUXKHEBMX 3aKyniBesb, TOAj K Tpa-
OULIAHKI MarasuH 6ins [OMy 3a40BONbHAE NOBCAKAEHHI
notpebu, 3okpema NnpuadaHHA OCHOBHUX NPOAYKTIB Xap-
YyBaHHS.

B cBoto uepry kaHanu nofindoTbCs Ha KaTeropii, Ha-
npuknag, kacge abo 6ap, Ta nigkarteropii TopriBeNbHUX TO-
4ok — Hanpuknag, kacde abo 6ap BUCOKOro, cepefHboro
UM HU3bKOrO piBHIB. KaTteropusauis fae amory audepeHu-
iauii Tpena-MapKeTMHIOBOro BNAKWBY Ha BUBIp cnoskuBaua
BMKOPHCTOBYIOUM CaMe Ti iHCTPYMEHTH, AKi LiINCHO MatoTb
BMJIMB Ha Hboro. Hanpuknag, npemianbHa yHichopma ans
nepcoHany, Mebni Ana NiTHOro MalAaHuuKy npawuioBaTh-
MyTb Kpalie B Kadpe, pecTopaHax BUCOKOIO PiBHS HiX B
6apax. Abo cTilika "360", aka cknagaeTbca 3 YOTUPbOX
XOJIOOMU/IbHUKIB e(pEKTHBHILLE NpaLioBaTUME B rinepMapke-
Tax Ta cynepMapkeTtax HiX B MiHiMapKeTax.

Picture of Success (PicOS) — "kapTuHa ycnixy" B Top-
risesibHiM Touui. Lle Mipnno SIKocTi BUKOHaHHA CTaHAapTiB
npeAcTaB/eHOCTi KOMMaHIT, SKe flonoMarae BU3HauYMuTH ac-
MEKTH AJ1s NOKpPaLLEeHHs.

3rigHo 3 icTopielo NPoAaXxis, CTaTUCTUUHUMK LaHUMU
Ta [AHUMU NPOBELEHUX LOCIAXKEHD 3 BUBYEHHS MOBEAiH-
KM crnokusada, 6ynu BignpalboBaHi OCHOBHI CTaHAAPTH
"ineanbHoro Burasgy" toproeesbHoi Touku Carlsberg
Group, siki 6e3nocepefHbo BNAMBaOTb Ha BUBIp cno>kuBa-
uai, AK Hacnipok, Ha obcar npogaxis. Lli crangapTv BktO-
YaloTb HACTYMHI acCNeKTH:

1. MpoaykT — ToBapu KoMnaHii NOBMHHI ByTH Npea-
CTaBJ/IeHi y BifNOBiIAHIM TOBapHiM KaTeropii 1a y Bignosia-
HOMY CerMeHTi TOproBesibHOI ToukHU. ToBap Hacamnepenq
PO3MilLYETbCA Y BiANOBIAHOMY BifAini Ha Hanbinbw aoc-
TYNHOMY IJ/1Sl CMOXKMBaya Micli, a gai, 3 METOI0 PO3LUn-
PEHHSA NPELCTABNEHOCTI, — B IHLMX CYMiXKHUX KaTeropi-
ax. Hanpuknaz, oCHOBHUM MicLiem npofaky N1Ba B cynep-
MapKeTi € NoaWUAa Y BiaAiNi NMBa, a 4OLATKOBUM MicLEM
npopdaxy — CTikKa y Bigaini cHekiB.

2. LliHa — uiHa, Aka Bignosigae cepefHiv LiHi ToBapy
Ha pUHKY. AKUIiMHI npono3uuii, BUAiNeHi NoMiTHI Ta 3po-
3yMifli cnokMBayesi.

3. fkictb — TOBap Mae Byt cBiXkui Ta Bignosigatu
CTaHZapTaM SKOCTi KOMNaHii, AKi MatoTb 6YTH He HUKUMMU
3a lep’KaBHi.

4. Po3MilleHHAa — po3MilleHHS NpoayKLii B MicusX 3
BMCOKOIO BifBilyBaHICTIO, PO3MilLLeHHA Ha LOAATKOBUX
Micusx npoJay, Biyanisalis Ha eNeKTPOHHUX HOCIsX.

5. MNpocyBaHHa — BukopuctaHHs POSM-martepianis,
CTiMOK, CTPYOUMH, NaneT B AOAATKOBUX MICLAX NPOAAXKY,
BUKOPUCTaHHS LLIHOBUX @KL, NPOMO-NPOono3uLii.

Hanpuknag, "kaptuHa ycnixy" ans 6apa Burnsgac Ha-
CTYNHUM YMHOM -MIUBHA KOJIOHA 3 IOroTUNOM Mae ByTH BCTa-
HOBJIEHa B HaWBIsbL JOCTYNHOMY /18 Ornsa4y Micui 3 ycix
CTOPIH NPUMILLIEHHS 3aKNajay, KoNoHa Mae By Ty niaceiyeHa,
uncTaTa 3 OXONOXKEHNM NMUBOM. 3aK1ad Mae By TH ocHalle-
HWM nanT-6oKcaMu, nepcoHan 3 GpeHAoBaHO0 YHIGhOPMOlo,
B MEHIO Ma€ ByTH NPaBU/IbHUI ONWC NPOAYKTY, CEPEAHS LiHa,
3a3HadyeHa akuiiHa nponoauuia. NMBo Mae HanuBaTUCh B
6peHaoBaHWi Kenux BignosigHoro 6penay. baxaHi iHTer-
poBaHi norotunu B 0380651eHHs Ta Mebni 3aknagy.

"KapTuHa ycnixy" cynepmapkeTy — XONOAW/bHUK 3
OXONOAYEHUM NMUBOM Ma€ BYTH BCTAaHOBNEHHI B HaHbinbLL
npoxigHomy Micui. BaxkaHo, BCTaHOBNEHHS NaneT 3 npoayk-
uicto B Kpoc-KkaTeropisix (puba, m'saco, cupH, cHeku). Ha
Tennin NosIMLi MaloTb BUTPUMYBATUCh YaCTKH MO KOXKHOMY
3 rpaBUiB PUHKY, NPU LbOMY YacTKa KOMMaHii Mae nparHy-
TH 0,0 NOCTIMHOIO 36iNblUEHHS 38 PaxyHOK KOHKYpeHTiB. Mo-
NS, XONIOAUIIbHUK Ta IOJATKOBE MiCLie MPOAaXKyY, MatoTb
6yTH NOBHICTIO 3aNOBHEHI NPOAYKLIEIO, 3 aKTyanbHUMU
LiHHWMKaMHM Ta aKUitHUMHK Npono3uuisMy. AKLiHHI npono-
3uLjii MaloTb 6yTH Bi3yanizoBaHo Ha BCiX AOCTYNHWX Ta NpH-
3HaYeHUX A5 LbOro MiCLsX.

OcHoBgHa 3agada "KapTHHHM ycnixy" 3abeaneyeHHs aKo-
mora 6inbloro nepebysaHHA B 30HI BUAUMOCTI Oy Ab-AKUX
NPOAYKTIB HA BCbOMY LUJISIXY NOKYMNLUS B TOPTiBE/IbHIM TOYL,
He 3aN1eXKHO Bif LiNi HOro Bi3UTY JO TOPriBe/IbHOI TOUKH
LN15 TPOBOKYBAHHS CMOHTAHHOT NOKYMNKH.

HacTynHolo yacTHHOIO cUCTEMM € iMnieMeHTaLis abo
BNPOBAAXKEHHS L€l "KapTUHK yCrixy" B KOXKHIH KOHKPETHIM
TOPriBesbHIW TOouL,.

ETan BnpoBam>keHHs 3AiMCHIOETLCS CUIAMU TOPTiBESIb-
HOi KoMaHau. KoxkeH TopriBefibHUI NpeaCcTaBHUK B TOp-
rOBIM TOUL,i BUKOHYE NEBHUW @ITOPHUTM JiH BKJIlOYAOUW Mep-
YaH4aM3WHT, 3HATTS 3a/IMLLKIB, 3aMOBJIEHHS Ta 3aNOBHEH-
Hs aHKeT B KIMK (k1weHbKoBKI NepcoHanbHUi koMmn'totep),
AIKi OMUCYIOTb CTYMiHb MOBHOTHU BUKOHAHHS KpUTEPIiB "Kap-
TUHUW ycrixy" B TOprosii Touui. BukopucTtoBytouu Bci Ha-
ZaHi HoMy iHCTpyMeHTH, BKatoyatoun POSM-matepianu,
LiHOBI aKLiWHI npono3uuii Towo.

Etan Track — koHTponb abo BigcniakoBysaHHs. Bci
AaHi, aki 6ynu oTpMMaHi 3 aHKeT 3anoBHEHWX TOPriBesb-
HWM NpPeACTaBHUKOM B TOPriBe/IbHIM TOUL NPH Bi3WTI, CUC-
TeMa arperye y Be/IMKi MacuBM AaHuXx, AKi 0bpobnsioTbes
Ta aHanisytoTbes. Lle nae amory BigcnigkoByBaTv noTou-
HWM CTaH BUKOHAHHS "KapTHUHHU yCnixXy", 3HaXOAWTH 3a/ex-
HOCTi Mi>X Npoaykamu Ta iHwKWMuK napameTtpamu PicOS. B
NepcrekTUBi Le Aa€ 3Mory noGaynTH 30HU ANS PO3BUTKY
Ta po3pobuTH 3axoam ANs BnpoBagkeHHs nesHux KPI ans
TOProBUX KOMaHA, A/ NOKpPaLLEHHIO NapaMeTpiB AKOCTI
BMKOHaHHS "KapTWHU ycnixy".

Lnsa 3anobiraHHs BUKPUBNEHHSA "KapTWHU ycnixy' B
aHkeTyBaHHi Carlsberg Group Bce 6inblie BnpoBamKye
cucTeMy poboTH pa3oM 3 WTyyHUM iHTenekTom. LLinpoko
BNPOBAXKYETbCA CUCTEMA (POTO-pO3ni3HaBaHHA. Helpo-
Meperka HaBYeHa po3ni3HaBaTH NPeACTaB/IeHICTb BCiX He-
06xigHMx SKU o151 KOHKpeTHOT TOpriBesIbHUX TOYKH, PO3-
paxoBYE YaCTKY NOJMLI KOMNaHii cepef KOHKYPEHTIB, KOH-
TPOJIIOE HASIBHICTb LiHHMKIB Ta LiHW, pO3Ni3HA€E fOAATKOBI
micus npoaaxy, POSM-matepianu Ta iHwe. Lie pae amory
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Ta6nuusa 3. 3anponoHoBaHa iHTerpoBaHa cucTemMa ynpasiHHS Npoaaxamu

No EnemenT cucremu

XapaktepucTuka

OuikyBaHH pe3yJIbTaT

1 [KunientoopienToBanmii
(mission-based) miaxin

CITOKUBYNX HOTpCG

OpieHTaris Ha «Micito HOKYILI» 3aJIeKHO Bix GpopMary
TOPrOBENLHOI TOUKH Ta CLECHAPIIB CIIOKMBAHHS; aJalTaLlis
ACOPTHMEHTY, BUKJIA/IKH Ta IPOMOAKTHBHOCTEH 110

[TinBHILIEHHS PEJICBAHTHOCTI NPOIO3HLIii,
3pOCTaHHs KOHBEPCii Ta TOSIBHOCTL
CIIO)KHBaYiB

2 | KanasbHo-
nudepeHIiiioBaHrN
X1z

Po3pobka okpeMux cTpateriii Juist pi3HHX KaHAIB 30yTy
(rimepmapkety, cynepMmapkeTy, convenience store, HoReCa) 3
ypaxyBaHHsIM iX GyHKIIOHAIBHOT poJii

PauioHansHHIT pO3MIOALT pecypciB Ta
3pocTaHHs e()eKTUBHOCTI TpeH -
MapKETHHIOBHX IHBECTHLIH

3 | CrammapTusoBaHmit
MiaXig Ha OCHOBL

««apTunn yemixy» (PicOS) | mina, mpomo)

@®opMyBaHHS YiTKHX 1 BUMIPIOBAaHHX CTAHAAPTIB
MIpe/ICTaBICHOCTi OpeH Iy (aCOPTHMEHT, BUKIaaka, POSM,

3abe3mneueHHS €THOCTI OpPEHIUHTY Ta
IIPOTHO30BAHOTO BILIMBY HA MPOJAXi

4 | Mani-opientoBanuii (data-
driven) miaxin

Bukopucranus ictopii HpoaaxiB, MOKa3HUKIB AUCTPUOYLIIT,
e eKTUBHOCTI IPOMOAKLIiH 1 pe3yJIbTaTiB MOIBOBHUX AyIHTIB
VTSl yXBAJICHHsI YIPABIIHCHKHX PillieHb

ITigBUIIEHHS TOYHOCTI IIAHYBAaHHS Ta
3HI)KCHHS yHPaBIIIHCBKHX PH3UKIB

5 | HudpoBo-aHamiTnaHuit
miaxin

3acTocyBaHHS HU(POBUX IIATHOPM yHPaBIiHHS TPEH-
MapKEeTHHTOM JISI MOHITOPHHTY BUKOHAHHS CTAHIAPTIB Bi
TOPrOBEJIHHOI TOUKH JI0 arPErOBAHOTO PiBHS PUHKY

OmnepaTUBHICTb yIPaBIiHHS Ta
MiABUIIEHHS MPO30pocTi KoHTpouo KPI

6 | Iligxix Ha ocHOBI
IITYYHOTO 1HTEJIEKTY Ta

(hoTO-pO3Mi3HABAHHS Cy0’€KTUBHICTb OLIIHIOBAHHS

ABTOMATH30BaHHI aHAIII3 BUKJIAKH, HASBHOCT] TOBApy Ta
YacTKU noyuii 3 Bukopuctanusam 111, mo minimisye

[ligBuIIEHHS TOCTOBIPHOCTI AAaHMX 1
e(peKTUBHOCTI KOHTPOJIFO BUKOHAHHS
CTaHIAPTIB

7 | KPI-opienTOoBaHMii miaxin

®oxyc Ha KIIOYOBUX MOKa3HUKaX edexTuBHOCTI (OSA,
IUCTpUOYIIis, yacTka nonuii, Bukonanus PicOS, sell-out),
Y3TODKEHHUX MK OIIEPaTUBHUM i CTPATEriYHUM PiBHIMH

V3romkeHicTh TAKTUYHMX i 31
CTpaTeriYHHMH LIJISIMH KOMITaHIT

Lxepeno: BnacHa po3pobka.

NigiATM MaKCMManbHO 06'€EKTUBHO A0 BU3HaUYEHHA "KapTh-
HW yCnixy" B KOXKHiW OKpeMi TopriBesibHiM TouLi.

FIT 3abeaneuye cucTeMHWI | CTPYKTYpOBaHHI niaxig 4o
yNpaB/iHHA TPEWA-MapKeTUHIOM, OXOMJIOIOYH BCi PiBHI
aHanizy — Bif, OKpPeMOi TOProBesibHOI TOYKH LO hopMy-
BaHHSA KOMMJIEKCHOT CTPYKTYPH PUHKY B Linomy. Lle Hapae
KOMMaHii MOX/IUBICTb alanTyBaTh MApPKETUHIOBI iHCTPY-
MEHTU A0 CneLudikK¥ KOXKHOI TOProBesibHOI TOUKH, WO,
CBOEIO YEProto, BMN/IMBAE Ha PUHKOBY Y4acTKy, 0bcsarv npo-
naxis, piBeHb AMCTPUOYLIT Ta iHLWI KNOYOBI NOKAa3HWKK
OifNIbHOCTI.

Bpaxosy#nuu pgocsig Procter & Gamble, Coca-Cola,
Mondelez International, Nestle, PepsiCo, Carlsberg Group
y BNPOBaaXkKeHi eheKTUBHMUX MigXomiB 4O ONTUMI3aLii npo-
Ja>KiB Ta TPENA-MAPKETUHTY MTPONOHYEMO y3arasibHEHY KOH-
Lenuito iHTErPOBaHOI CUCTEMH YNpPaBJliHHA NpofaXKamu
(tabn. 3).

3anponoHoBaHa iHTerpoeaHa cMcTemMa ynpas/iiHHsA Npo-
JaXKaMM NoeAHYE KNIEHTOOPIEHTOBAHUM, KaHaNbHO-IUde-
peHLiMOBaHWM, CTaHAAPTU30BaHUX i JAaHOOPIEHTOBAHWUX
MigxoZ4iB i3 BUKOPUCTaHHAM LUPPOBUX NNATPOPM, iIHCTPY-
MEHTIB LUTYYHOrO IHTENIEKTY Ta (hOpMasi30BaHWX NMOKA3HMKIB
eheKTHBHOCTI, Lo 3abe3neuye y3rogyKeHicTb onepaTMBHUX
piLLEeHb 3i CTPATErYHUMU LLiSIIMU PO3BUTKY KOMMaHii Ta nigsu-
LLYE pe3y/IbTaTUBHICTb TPEWL-MapPKETUHIOBOI Lisi/IbHOCTI.

BMCHOBKI 3 AAHOTO AOCAIASKEHHSI 1
NMEPCIIEKTUBU ITIOAAABIINX PO3BIAOK

Ha ocHosi npakTuuHoro gocsigy mixkHapogHux FMCG-
KOMMaHin po3rnsHyTo cTpaTeriyHi nigxonu Wono onTuMmi-
3auii npopaxis. BctaHoBneHO, Wo nopag, i3 TpaguuinHuMu
IHCTPYMeHTaMu Tpena-MapKETUHTY KOMMNaHii BUKOPUCTOBY-
Ba/IM aBTOMaTU30BaHi Ta UM POBI IHCTPYMEHTH, Ki 1,03~
BOJIU/IM M 3MEHLLMTH Yac Ha 36ip Ta 06pobKy iHhopMauii,
a TaKoX MigBULLMTH ONEePaTUBHICTb MPUMHATTA MapPKETUH-
rOBWX pilleHb, LLO NO3UTUBHO NO3HAYMNOCh Ha chiHaHCO-
BMX NMOKa3HWKax KOMMaHin.

Ocobnusy ysary 6yno npugineso koHuenuii FIT, aka
BnpoBamxkeHa y Carlsberg Group Ta € nocnifoBHicTio LuK-
NiyHKUX NpoLecis AN 3abe3neyeHHs nepesary y TOprosux

Toukax: Focus (dpokycyBaHHs), Implementation (BnpoBag-
»eHHs), Track (sigcnigkosysaHHs). Takui niaxin 3abesne-
YyE CUCTEMHUM i CTPYKTYPOBaHWH MigXiZ [0 YNpaBJiHHS
TpenA-MapKETUHIOM, WO Hada€e KoOMMNaHii MOX/WUBICTb
afianTyBaTH MapKeTUHIOBi iIHCTPYMEHTH A0 Cneurdiku KOX-
HOI TOProBesIbHOI TOYKM, LLLO, CBOEIO YEPIOtO, BM/IMBAE HA
PUHKOBY Y4acTKy, 06cAarv Npoaaxis, piseHb AUCTPHUOYLT Ta
iHLLI KJ1IIOYOBi NOKa3HUKH BisiIbHOCTI.

Ha ocHoei goceigy Procter & Gamble, Coca-Cola,
Mondelez International, Nestle, PepsiCo, Carlsberg Group
y BNPOBaAXKeHi eheKTUBHUX MigXOL4iB 4O ONTUMI3auii Npo-
JaXKiB Ta TPEH-MapPKETUHTY 3anpOrNoHOBaHa iHTerpoBaHa
cUcTeMa YNpaB/liHHSA NPOJAXKaMu, ka NOERHYE KJTIEHTOO-
PiEHTOBaHWM, KaHa/IbHO-AUPEPEHLIMOBAaHWI, CTaHAAPTU3O-
BaHWX | JAHOOPIEHTOBAHWUX MiAXOLIB i3 BUKOPUCTAHHAM
LHUPPOBUX NIATHOPM, IHCTPYMEHTIB LUTYYHOTO iHTENEKTY
Ta hopManizoBaH1X NOKa3HHKIB ecpeKTUBHOCTI, Lo 3abe3-
neyye y3roi>KeHiCTb onepaTuBHUX pilleHb 3i cTpaTeriyHu-
MU LiNsIMW PO3BUTKY KOMMaHii Ta NigBULLYE pe3y/bTa-
TUBHICTb TPEHW-MaPKETUHIOBOI Lis/IbHOCTI.

MNepcnekTMBHUMUK HaNPSIMKaMKU HaYKOBHUX [OCIIXKEHD
LLLOAI0 ONTUMIi3aLlii NPOAAXKIB € KibKiCHA OLiHKA BMJIUBY iHTET-
POBaHWX CUCTEM YNPABJIiHHSA NPOAAXKaMH Ha K/toYOBi hiHaH-
cosinoka3Huku FMCG-komnaHii, MoaentoBaHHAM B3aEMO3-
B'I3KIB Mi>XX efleMeHTaMM "KapTUHHM ycnixy" Ta pesy/ibTaTa-
MW NPOAaXiB, a TAKOX aHai30M MOXXIMBOCTEN MacluTaby-
BaHHS TaKMX CUCTEM L1 KOMMaHiW Pi3HOro po3Mipy.
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