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BHHHI KJIYBH AK THHAMIYHA MAPKETHUHI'OBA IHHOBALIA
B AET'YCTAINIMHOMY BIBHECI HA PUHKY
EHOTYPUCTHUYHHUX ITOCJAYT

WINE CLUBS AS ADYNAMIC MARKETING INNOVATION
IN THE TASTING BUSINESS IN THE MARKET
OF WINE TOURISM SERVICES

Anotamisi. CTaTTs NPHUCBSYCHA aKTYaJIbHOMY ITUTAHHIO BIPOBAKCHHS IHHOBAIIII, sIKa BKJIIOYAE B ceOe TaKy MO-
JIeTb TIPOJIAXKY BHHA Ta KOMYHIKAIIT 31 CIIOXKMBaYaMH, SIK BUHHHUE KJIy0 TIpW JeryCcTamiiHoOMy 3aj1i BUHOPOOHi. Omu-
caTy IMOTEHIIa] BHHHOTO KIIyOy sSIK IHHOBAIIii JUIs JIETYCTaIllfHOro Oi3HeCY Ha PHUHKY CHOTYPHCTHYHHX ITOCIYT Ta
OIIIHUTH €(EKTUBHICTh HOTO BIPOBaKeHHS. 1711 OTpUMAaHHSI pe3yJIbTaTiB BAKOPUCTAHO METOIM: aHAITUIHUHN — JUIs
OIIPAITIOBAHHS OCTAHHIX JOCHIIKCHB Ta Iy ONiKaIlii; MOPIBHSUIBHUM — [T BU3HAYEHHS BUHHOTO KIIyOy sIK iHHOBAILi;
CHCTEMHHH — JUIsl OOTPYyHTYBaHH IHTETPOBAHOT MOJIENi BUHHOTO KITyOy; TaOJIMYHUH — /ISt y3araJbHEHHS OLIHKH €KO-
HOMI4HO1 €(DEeKTUBHOCTI IHHOBAIIIITHOTO MTPOEKTY; a0CTPAKTHO-JIOTTYHUI — /17151 y3arajbHEHHs BUKJIaIEHOT0 MaTepiaiy
1 (pOpPMYITIOBaHHS BUCHOBKIB. PO3KPUTO MOHATTS! BAHHOTO KIIyOy SIK AMHAMIYHOI MapKEeTHHIOBOI IHHOBAIIIi Ta IIpoBeIe-
HO OIIIHKY €KOHOMIYHOT e(DeKTHBHOCTI HOTO BIPOBAKCHHS. 3alPONIOHOBAHO 1HTETPOBaHY MOJIE)Ib BUHHOTO KIIyOy B
cUcTeMi Horo B3aeMoIii 3 BAHOPOOHEIO, JIETYCTAIIHHIM 3aJI0M Ta WICHaMH KiIyOy. Pe3ynbraTy J0CmiDKeHHS MOXKYTh
JIOTIOMOTTH 1HBECTOPAM 3pO3YMITH MOTEHIIIa]T BUHHOTO KITyOy A7t 301IbIIIEHHS IIPO/IakiB BUHA.

Kiro4oBi cjioBa: eHOTYpU3M, JIeTyCTalliiHUH 3271, BUHHUI KITy0, MapKETHHT, iHHOBALIi.

Summary. The article is devoted to the topical issue of the introduction of innovation, which includes such a
model of wine sales and communication with consumers as a wine club at a winery tasting room. The purpose of
the article is to describe the potential of wine clubs for the tasting business, their advantages and role in stimulating
the sale of wine directly to the final consumer, and attracting wine tourists in the market of wine tourism services, as
well as to evaluate the effectiveness of the implementation of a marketing innovation related to the organization of a
wine club at a tasting room in the wine tourism business. The following methods are used to obtain the results of the
study: analytical — to process the latest research and publications; comparative — to define the wine club as an inno-
vation; systemic — to substantiate the integrated model of the wine club; tabular — for summarizing the evaluation of
the economic efficiency of the innovative project; abstract and logical — for summarizing the presented material and
formulating conclusions. It is shown that the creation of a wine club at the tasting room is one of the most effective
marketing strategies in the field of wine tourism, which managers successfully use to encourage wine consumers to
pay attention to the winery's products and maintain long-term brand loyalty. It was determined that the wine club
is a dynamic marketing innovation of the winery and tasting room, which is based on close communication with
the target audience of wine consumers through a loyalty program. An assessment of the economic efficiency of the
introduction of the wine club at the tasting room in the wine tourism business was carried out. An integrated wine
club model is proposed as a system of its interaction with the winery, tasting room and club members to increase
direct sales of wine to consumers and ensure their loyalty to the brand. The results of the research can be used when
implementing such a marketing innovation as a wine club at a city tasting room or at a winery. They can also help
investors understand the possible economic potential of implementing an innovative project in the wine tasting busi-
ness on the market of wine tourism services in Ukraine.

Keywords: wine tourism, tasting room, wine club, marketing, innovations.

IlocranoBka mnpobsemu. B cydgacHuX yMo- OOpOTHOM 3 KPHU3OBHMH SBUIIAMHM, TaK 1 I TIOAAITh-

Bax BOEHHOTO CTaHy TYPHCTHYHI KOMITaHii YKpaiHW  IIOTO PO3BUTKY. IHHOBamii B cdepi TypusMy CTOCY-
TTOBUHHI TTOCTIfHO BIPOBAPKYyBaTH IHHOBAIII SIK JJIST  FOTBCS HE TUTBKH O€3MMOCEPETHBO TyPUCTHUHUX (BipM,
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a 1 IUPOKOTO CIIEKTPY 1HIIHMX CYIyTHIX OpraHizauii,
30KpeMa, JETyCTallliHUX 3aJiB NpH BUH3aBOAAX Ta
HEBEJIMKUX BUHOPOOHSIX, L0 HA/IAI0Th €HOTYPUCTUYHI
MOCITYTH, 8 TAKOXK MICBhKUX JIETYCTAI[ITHUX 3aJ1iB — IPU
pecTopaHax, BAHHUX OyTHKax i cyrmepMapKeTax.

Bitum3aanuii gerycrauniiHuii 0i3HEC CTHUKA€ETHCS
3 OararbMa mpobjaeMaMH, SIKi BIUIMBAIOTh Ha BiJBiYy-
BaHHsI BAHHUMH TypUCTaMH JETYCTallilHUX 3a]iB Ta
Ha piBeHb NpoJiaXkiB BuHA B HUX. [1[00 MiHIMI3yBaTH
i MpOOJIEeMH, BAXKIHMBO JOCITIKYBATH TEPEAOBUN
CBITOBHH JJOCBiJ] 3 METOIO MOJAJIBIIOTO HOTO BIIPOBa-
JDKEHHS Ha pUHKY €HOTYPHCTHYHHX MTOCTYT YKpaiHu.

Onniero 3 HallepeKTUBHIMIMX MapKETHHTOBUX
CTpaterii €HOTypu3My, SIKy MEHEKEpH YCHIIIHO
BUKOPHCTOBYIOTb, 100 CIOHYKAaTH CIIOKUBAYiB
BHHA 3BEPHYTH yBary Ha MPOMAYKIiI0O BHHOPOOHI Ta
30epertTd JOBrOCTPOKOBY JIOSUTBHICTH A0 OpeHny, €
CTBOPEHHSI BUHHOTO KJTyOy pH AerycTamiiHoMy 3aii
[18,c. 79; 21, c. 24; 23, c. 8].

Ha yxpaincbkoMy €HOTYpHUCTHYHOMY PHHKY CTBO-
PEHHSI BUHHHX KJIyOiB MpH JETyCTalllfHUX 3ajax IIe
HE Ay’Ke oIUpeHo. IcHyroui B Ykpaini BHHHI KITyOH €
CaMOCTiHHUMHY IPUBATHUMU iHIIliIaTHBaMH. 32 OCHOBHY
METY CBO€I AiSTTBHOCTI BOHU CTaBJISITh MPOCBITHUIIBKY
MICiI0 — MpPOCYBaHHS KYJIBTYpH CIIOXMBAaHHSI BHHA.
A oT jmoromora BUPOOHHMKAM MIONIO MPOJIaXKiB BUHA 1
i IBUIIICHHS JIOSUTLHOCTI JIFOOUTEITIB BUHA JI0 OpeH 1iB
BUHOPOOHHMX BHPOOHHUIITB iICHYIOYMMH BUHHUMH KITy-
0amu He BpaxoBYeThCs. Ha caMux BITUYM3HSHUX BUHO-
POOHSIX Ta MPU MICHKHUX ACTYCTAIIHHUX 3a1aX BHHHUX
KIIyOiB 1ie He icHye. ToMy BIPOBaKEHHS iHHOBALLi,
sIKa BKJIIOYA€E B ceOe TaKy MOJeNb MPOJaKy BHHA Ta
KOMYHIKaIlii 31 Clio)KMBa4aMH, SIK BUHHI KIyOW TpH
JETYCTalllfHUX 3aJaX, € 0COOIMBO aKTyaIbHUM.

AHaJi3 ocTaHHIX JAochigxeHb 1 myOaika-
uiii. 3a JBa OCTaHHI JECSTUIITTS CHOXHBYMN Tpa-
¢ik y gerycramiiHuX 3aiax OaraTbox KpaiH CBiTy
HEBITMHHO 30UbITyBaBcs [ 14; 22]. 30erMa y CIIA,
o0 301TBIINTH HpI/I6yTOK 1 3HAWTH HOBI IIJISIXH OXO-
IUICHHS CTIO’KUBAYiB, 0araro BAHOPOOESHBb 3BEPHYIIUCS
JIO MOJIEJIi IPSIMUX TPOJIAXKiB 0€3MOCEPETHBO CIIOMKH-
Bauy, i TEMIH BiKPUTTSA HOBUX JIETYCTAIIMHUX 3aJiB
3pocnu. Hampukian, y 2008 pori KiTbKiCTh HOBHX
JICTYCTAIIMHUX 3aJiB TEPEBUIIIIA KIJTbKICTh HOBHX
BHHOPOOHUX 3aBofiB [14]. Cporogni Oararo 3 1ux
LEHTPiB TOCTUHHOCTI € CYyIyTHUKOBUMH a00 MiCh-
KHMHU JIeTyCTalliiHUMU 3aJIaMH

BunopoOHi  mimnpuemctBa ABctpanii, Hooi
3enanaii Ta [liBneHHoi AQpHKH TakoX Bce Oinblie
BU3HAIOTH IIHHICTh NPSIMHUX TMPOJNAXKIB CHOKHBauaM
yepe3 JlerycTauiiiHi 3aiu Ta BUHHI kiyou [7]. 3poc-
TaHHS TaKUX TPOAAXKIB 3aJJOKyMEHTOBAHO B IIOPIYHUX
3Bitax [22], ne 3i0paHa iHpoOpMaIlis, siKa JOoToMarae
BUHOPOOHSIM PO3BUBATH EHOTYPHU3M 1 AiSUTHHICTB IIOJI0
NpsSIMUX TPOJAXKIB BHHA TypHcTaM. barato BHHOpO-
OCHb BHSBISIIOTH, IO MPSIMi MPOAAXi CIIOKUBAYAM €
MOYKJIUBICTIO 30UIBIIUTH J0X1J, OJHOYACHO BCTAHOB-
JIFOIOYH TIPSIMi CTOCYHKH 31 CBOIMH KiTi€HTamH [9].
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[MoTennian NpsSMUX MPONAKIB Yepe3 JAerycraiiiHi
3a1 Ta BUHHI KJIyOW BHUSIBHBCSI HACTUIBKH 3HAYHUM,
110 11 MPU3BEIIO J10 301IbIICHHS 00CSTY JOCTIIKEHb Y
i ramy3i, OCKUTbKH BUPOOHHUKY TParHyau Ai3HATUCS
Olnbllle PO KIIEHTIB JIETYCTALIHUX 3aJiB 1 3HAWTH
CIoCcOOM OTPUMaHHS MPUOYTKY Yepe3 BUHHI KIyOu.

Bynu po3pobiieHi pi3HI MapKETHHIOBI TEXHIKH,
IHHOBAIIIiHI TPOAYKTH Ta Mociayru. Tak, HanpuKiIa,
Iet J1. [S] 1 Xon K.M. [6] mocnipkyBaiu nepeBaru
MapKeTHHTY BHHA. Y HayKOBil JiTeparypi mpsmi
NpoJaKi BUH 4acTO aHaNi3yBaJld Ta OOrOBOPIOBAJIH
3 TOUKH 30py HEBEIUKUX BUHOpoOeHsb [7; 11, c. 41;
23, c. 2]. byno mpomeMoHCTpOBaHO, IO caMe Taki
BUHOPOOHI MOXYTb TIPOIIOHYBAaTH WIEHCTBO Y
BUHHOMY KITy0i, 320X04yl0uM MaiOyTHI Ta MOBTOPHI
nponaxi BuHa [4, ¢. 20; 16, ¢. 1]. BunHi kinyou cranm
OJTHUM 13 HalyCHIIIHIIINX METOIIB MPSIMOTO Mapke-
tunHry [10] pa3om 3 nerycrariiianmu 3anamu [ 14].

B crarri [15, c. 3] onmucano BUHHI KITyOH SIK Map-
KEeTUHTOBUM 1HCTPYMEHT HE TUIBKH Uil TPSIMHX
MPOJIaXKiB BUHA, aJie ¥ Ui TiIBUIICHHI JIOSUIBHOCTI
0 OpeHJy Ta CTBOPCHHS CTaOUIbHHUX BIJJHOCHH 3
BUHHUMH TypucTamMH. A B jgociimkeHHi [20, c. 34]
BU3HAYEHO Haie(DeKTUBHIIII XapaKTePUCTHKN BUHHHX
KJTyOiB JUIs1 X opraHizaiii mpyu BHHOPOOHSIX.

B poGorax [3, c. 22; 21, c. 24] cTBepmKYEThCH,
[I0 CHOTYPU3M CIpHUS€ NPSIMHM NpoAakaM BHHA,
a/Ke 3a/I0BIJIbHE BiJBilyBaHHS BHHOPOOHI CIIOHYKa€E
BUHHUX TYPHUCTIB IPUEIHATUCS IO BUHHOTO KITyOY BiJI-
BiJJaHOT BUHOPOOHI, 110 BIUIMBAE Ha JIOX1J] BUHOPOOHI.

OTxe, 3aKOpAOHHI HAyKOBLI 3pOOMIHM 3HAYHUH
BHECOK y BMBYCHHSI BUHHUX KIyOiB Ta iX BIUITMB Ha
npuOyTKHA BUHOPOOHI, OJTHAK B POOOTAX BITUYM3HIHUX
JOCTIIHUKIB 11e TUTaHH 1 He po3rsiaanocs. Tomy
MIAXOAW [0 BUBYEHHS 1HHOBALIN IS IMOXKBaBIECHHS
NPOJaXiB BHHA 4Yepe3 CTBOPEHHS BUHHHUX KIyOiB y
JISTyCTaIliifHOMY Oi3HeCi BHUMAararwTh JIOJATKOBHX
JIOCTIIIKEHb.

Merta crarTi. Onucary moTeHIiall BAHHOTO KITyOy
AK 1HHOBaMii AJs1 AerycTauiiHoro 0i3Hecy Ha PUHKY
EHOTYPUCTHYHHUX TOCIYT Ta OLIHUTH €(PEKTUBHICTbH
HOro BIPOBAIKCHHSI.

Bukaax ocHOBHOro mMarepiajy J0CTiTKeHHS.
BunHuii ky0 € 4acTHMHOIO EHOTYPUCTHYHOTO Oi3-
Hecy, WOTo CIIifi pO3IIsiIaTh SIK AONATKOBUH 1HCTpY-
MEHT MPSIMHUX NPOJaKiB BUHA TypHCTaM, IO BiABij-
YIOTb BUHOpOOHIO [21, c. 24].

BunHwmii ki1y0 MOYKHA TPaKTyBaTH SIK TOCIYTY Ha
OCHOBI TiepeAIUIaTH, sKa MPONOHYE BHHHUM TYpHC-
TaM Ta JIIOOWTENISIM BHHA EKCKIIO3UBHHUH JOCTYII
JI0 BUOOPY BUH 3a 3HWKCHOIO I[IHOIO a00 3 iHIIMMU
nepesarami. Lle «...yroga Mik BAHOpOOHEIO Ta CIIO-
JKUBa4YEM MO Te, 10 CIIOKUBAY 6y/:[e KYITyBaTH [ICBHY
KIJIBKICTh BHHA Ha peryssipHii ocHoBi. Croxu-
Bay 00Mpae KiJbKICTh IUISIIOK, TUI BHHA Ta rpadik
JIOCTABKH, a TAaKOXK JIO3BOJISIE BUHOPOOHI CTATYBaTH
TIaTy 3 HOro KpeanTHOT KapTku. OKpiM peryinspHOro
OTpPUMaHHS NapTiii BUHA, CIIOKHMBAY 3a3BUYAll OTpH-



CTAZINV PO3BUTOK EKOHOMIKM

Ne 1 (46), 2023

MY€ IHII MepeBaru Ui y9acHUKIB, HAPUKIIA[, TaKi
SIK 3HWKKY Ha JOJIATKOB1 MOKYIIKM BUHA, 3aITPOIICHHS
Ha CHeMiaJibHI 3aX0U Ta OC3KOIITOBHI JerycTallii B
JerycraniiHnoMy 3aji BuHopoOHi» [20, c. 34].

Bararo BUHOpOOEHb BUKOPHCTOBYIOTH BUHHUH KITyO
JUTs IHTErpalii Iporpamu JIOSUIBHOCTI — CUCTEMH, sIKa
BHHATOPOJKYE KJTI€HTIB BAHHOTO Kny6y 321X HOBTopHi
BlI[BlI[yBaHHSI Ta MOKYIIKH y Z[erCTaHII/IHOMy 3ami [2].
TobTo0, mix 1e MOHATTA MiANAJaloTh YCi Oe3nepepBHi
KIIyOHI Mporpame, y SIKMX 4JieH KIyOy HaJae BHHO-
POOHI HOMEp CBO€ET KPEIUTHOT KAPTKH Ta ITOTOIKYETHCS
NpUI0aTH NEeBHY KUIBKICTh IUISILIOK BHHA 32 y3TOIKe-
HOIO YacTOTOIO Ta 3a MOTOKEHOIO IIHOIO, TIPU [ILOMY
MOCTaBKU TPUBAIOThH JI0 THX TP, TIOKH yYaCHUK BHpi-
LIUTH IPUIUHUTH CBOE WICHCTBO [1].

[HHOBaLifiHa AisTIBHICTE B TYPHCTHUHIN cdepi
PO3BUBAETHCA 33 IEBHUMU HampsiMkami [12, c. 46;]:

— oprani3ariliHi IHHOBAIIii;

— MapKeTHUHIOBI iIHHOBAIIIi;

— MPOAYKTOBI 1HHOBAILII1.

MapkeTHHTOBI iHHOBaIlii, 30KpeMa, JaroTh MOXK-
JIUBICTH OXOIUTIOBATH MePCTIeKTHBHAX KITIEHTIB; 371K~
CHIOBATH TOIIYK HOBUX CIO)KHBAYiB; [PO3IIMPIOBATH
PHHKH 30yTYy; BHKOPHCTOBYBATH HOB1 KaHaJlH Mpo-
JaxiB (mpsMi mpopaxi, [HTepHeT-TopriBis); BUKO-
PHUCTOBYBATH HOBI IIHOBI CTpaTerii M yac mponaxy
ToBapiB 1 mocayr Tomo [8, c. 189; 12, c. 47].

Sk moka3yrotre nociimkenHs [20, c. 24], nps-
MUMH Ta HENPSIMUMH TIepeBaraMi BUHHUX KITyOiB,
OB’ I3aHUMH 3 CHOTYPUCTUYHUM Oi3HECOM, €:

— 301IBILICHHS TIPSIMUX MPOAAXKIB CIIOKHBaYaM;

— MOBTOpHA MOKYTIKa BUHA;

— TMIOBTOPHE BiJBiIyBaHHSI BAHOPOOHI TypHCTaMH;

— JIOSUTBHICTH J10 OpeHIy;

— BMI3HABaHICTh OpEHIY;

— 301IbILICHHS KamiTaldy OpeHay;

— JIOSUIBHOCTI O J€CTHUHAILIT.

Barato BUHOpOOEHb BUSBISIOTH, IO MPSMi MPO-
JIaXK1 Yepe3 BUHHUN KIIyO € MOXIIUBICTIO 30UTBIIHTH
JIOXi]l, OAHOYACHO BCTAHOBIIOIOUH MPSMi BiTHOCHHH
31 CBOIMHM KJTieHTaMH [9].

OTxe, Ha OCHOBI BUINEBKa3aHOi iH(opMaIlii
MOXKHa KOHCTaTyBaTH, 110 BUHHUU KIyO — 1€ Map-
KETUHIOBa 1HHOBAIlisi BUHOPOOHI Ta JIeryCTalliifHO1
3aiy, sika 0a3yeThCsl Ha TICHIM KOMYHIKAIIT 3 MUThO-
BOIO ayJIMTOPIEI0 CIIOXKMBAYiB BUHA (0a3a JaHUX uJie-
HiB Ki1yOy) uepe3 mporpaMy JOSUIBHOCTI AJIS ITiJIBH-
HICHHS MPOJAAXKIB 1 30UIBIIEHHS MPHUXUIBHOCTI 110
BUHHOTO Opennay. Ha puc. 1 mpexacraBieHa inTerpo-
BaHa MOJIETb BUHHOTO KIIyOY, sIKa JIEMOHCTPYE HOro
POJIb B CUCTEMI B3a€MOJIii MiXk BUHOPOOHEHO, JIeTyC-
TaIifHAM 3aJI0M Ta YeHaMH Ki1yOy.

Ha BUHOpOOHI CTBOPIOETHCSI BUHO — BHCOKOS-
KICHUHM TPOAYKT, SIKHM NPHUBEPHE YBary KIi€HTIB.
BuHO 3 BHHOpPOOHI MOCTaua€eThCsl B ACTYCTAiMHUH
3aJ A7s Aerycrauii ta npogaxy. [erycraniinuii 3an
JoroMarae BUHHOMY KiIyOy 3ajy4aTH HOBHX KJIi€H-
TiB Ta PO3BHBAaTH y HUX IHTEpEC 10 BHHOPOOCTBA.
Mo BuHHOrO KIIyOy — CrHemliajdbHOI OpraHi3oBaHOI
CIUIBHOTH — MOXYTh TIPUEIHATUCS JIOSUTbHI KITIEHTH.
Unenn BUHHOTO KiyOy 4epe3 mporpamy JIOSIbHOCTI
OTPUMYIOTH OCOOJMBI TepeBarn — MepCOHai30-
BaHi IMPOIMO3UIIil, CHCIiabHI 3HIWKKU, OS3KOIITOBHI
Jerycraiii, JOCTyl OO eKCKIIO3MBHHUX TOMIH, IO

Bunopobus

J

4-‘ Jlerycrariismii 3au1 )“7

I

Bunnnii k1yo

TIpsami
TIpOaRki

IIporpama
JIOAIBHOCTI

baza manux
UJIeHIB KIyoy

JIOATEHICTE
J10 OperIy

Pucynok 1 — InterpoBana mojiesib BHHHOIO KJIy0y
B cHCTeMi B3a€MOJii Misk BHUHOPOOHEIO i CIIOKMBaYaMH, je:
—> — HaNpPSAMOK BILIMBY 3 00KY BUHOPOOHI;
— — HANPSIMOK BILIMBY 3 0OKY CIOKHBaYiB.

Loicepeno: cmeopero asmopom
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CTHMYIIOE 1X aKTUBHO 3JIHCHIOBAaTH TOKYNKH BHHA
camMe [bOro OpeHIy i TaKUM YHHOM 301IbIIYBaTH
JOXOAM BCIX MiAPO3MiIIB: BUHHOTO KIyOy, Jlerycra-
LiHOTO 32y 1 BAHOPOOHI B3araJi.

AJe caMe HasiBHICTh y BHHHOTO KOy WiJbOBOT
KOMYHIKaI[iifHOT cTpaTerii 31 cnokuBayamu, 1o IiJi-
TPUMYETHCSI IUPOKOIO 0a3010 TaHUX YICHIB BUHHOTO
KIyOy, 1 € KIIIOYOBUM (aKTOpoM, SKHH POOUTH
BUHHMH KiIy0 JiiepoM y 301bIIEHHI NPSMHX TPO-
JIKIB 1 OHUM 3 HaieEeKTHBHINIUX 3aCO0IB MiIBH-
IICHHS JIOSUTBHOCTI KJTIEHTIB JI0 BUHHOTO OpEeHIY.

baza nanux uneHiB KiryOy — i€ eNeKTpOHHUI 30ip-
HUK iH(OpMalii Mpo CHOXMBAYiB, SIKI BCTYIWIH Y
BUHHU KITy0, /IO SIKOTO BXOJISITh IX KOHTAKTHI JIaHi, JIaHi
PO MOKYIIKH, iH(OopMaris Ipo BHOAOOAHHS CIIOKHBA-
YiB Ta 3BOPOTHI 3B’3KM 3 HUMH. ba3a 1aHux gomnomarae
3pO3YMITH TIOHT Ta IHTEPECH KITIEHTIB, a 11¢ JI03BOJISIE
aJlanTyBaTH MPOAYKIi0 BUHOPOOHI Ta MOCIYTH Jeryc-
TaliifHOTO 3ay i BUHHOTO KiyOy JI0 3aluTiB BUHHHX
TYPHUCTIB 3 METOIO 3aJJ0BOJICHHS iX MOTped Ta MiATpH-
MaHHSI JIOBTOCTPOKOBHX CTOCYHKIB 3 HUMH.

Mu po3misgaeMo Taky iHHOBAIIO, SK BHHHUI
KIy0 3 TOYKH 30py AMHAMIYHOTO MiAXOdy, TOOTO
BUHHHMHA KIy0 — II6 € OUHaMi4Ha MapKeTHHTOBa
IHHOBAIliS, KA BUCTYIIAE SIK «IHHOBAI[iS-IIPOIIECH
Ha BIJMIHY BiJ] CTaTUYHOI IHHOBAIIil, Jie 1HHOBAIis
BUCTYIAE SIK «IHHOBAIISI-MPOAYKT». J\nHaAMiuHa Map-
KETHHIOBa i1HHOBAIIisSI OXOTLIIOE TOCIiIKeHHS, TPOCK-
TYBaHHsI, pO3pOOJIEHHsI, opraHi3aliro, KoMepiiiaiza-
1i0 1 TIONIMPEHHS HOBOT MOCIYTH B JIETYCTAIIIHTHOMY
0i3Heci Ha PUHKY €HOTYPHCTHYHUX TOCIIYT.

Po3srnsitHemMo  BIpoBaJKEHHS JUHAMi4HOI Map-
KETHHTOBOI 1HHOBaLii y BUIIAAI MPOEKTy «BUHHMIA
kiyO». Takuii iIHHOBaLiTHUI TPOEKT MOXKE CTATH IS
BHHOPOOHI JIMHAMIYHUAM JIOTIOBHEHHSIM JI0 JIETyCTa-
uifinoro Oi3Hecy. Bin moTpebye MONCHKUX pecypcis
(Moxe 3HamoOuWTHCS (irypa MeHeIKepa BHUHHOTO
KI1yOy), a TAaKOK MIeBHUX (DiHAHCIB.

Ha namry aymKy, mOKa3HHKH BIPOBaPKEHHS TaKol
iHHOBaIii B JAerycTauiiHuii Oi3HEC 3aleXaTUMYTh
BiJl KJIFOUOBMX OCOOJMBOCTEH, TIepeBar i 3arajibHOl
CTPYKTYpPH BUHHOTO KITyOy, 30Kpema:

— PiBHIB YJICHCTBA;

— BapTOCTi WICHCTBA,

— BEJTMYMHH 3HUKOK;

— KIJIBKOCTI CIIEIiadbHUX 3aX0/IIB;

— KIJIBKOCTI WIEHIB Ta X OYiKyBaHOTO IIOPIYHOTO
301/IBIIIEHHST;

— BCIX BUTpAT, OB’ S3aHMUX 3 AiSIIbHICTIO BAHHOTO
KITyOy.

Hanpuknaa, st iHBECTHLIHHOTO — MPOEKTY
«BunHuMil xK1y0» 3amIaHyeMo TPU PiBHI WICHCTBA 3
TaKUMH BapTOCTSIMH Ta repesaramu (tadm. 1).

[MpunycTuMo, 110 Ha MEPHIMK PiK KUIBKICTh diie-
HiB BUHHOTO KiyOy ctanoButume 200 oci6. Takox
3alUIaHYeEMO HMMOBIPHICTh BHOOpY 4YJieHaMH KITyOy,
T00TO MpHUIycTUMO, 110 40% 3 200 useHiB BUOEPYThH
CTaHJapTHUHN piBeHb, me 40% BHOEPYTHh Mpemialib-
HUH piBeHb, a 20% — eKCKIO3UBHUK piBeHb. [lpu-
AMeMo, 10 3arajbHi BUTPaTH MpPU BIPOBAHKEHHI
IHBECTHLIIHHOTO MPOEKTYy «BuHHMI KiyO» 3a OmuH
pik OynyTs cranoButH 3 800 000 rpH, Kyau BBIHAYTH
BUTpPaTH Ha 3apoOiTHY IJaTy MepcoHaly, peKIaMHi
Ta 1HIII OTIepaTUBHI BUTPATH.

Jl1st OIiHKM €KOHOMIYHOT €()eKTUBHOCTI BIIPOBA-
JOKCHHSI 1HHOBAIII1 iCHY€ HU3Ka MOKa3HUKIB. [0 Haii-
O1ITBII YaCTO BUKOPHCTOBYBAHUX Y TPAKTHILII €KOHO-
MIYHOTO aHaji3y MOKa3HUKIB OLIHKA EKOHOMIYHOi
e(eKTHBHOCTI 1HHOBALIWHUX TPOEKTIB HAalleXKaTh
[13,c.309]:

— cyMapHuil (abo cepeaHbOpiYHMI) MPHOYTOK,
OTpPUMaHM BHACTIIOK pealtizalii mpoeKTy;

— peHTa0eNbHICTh iHBECTHLIH (mpocTa HOpMa
npuoyTKYy);

— IepioJ OKYMHOCTI (TepMiH MOBEPHEHHS) iHBEC-
THIIH.

Tabmus 1 — InBecTuniiiHuii npoekt « BUHHMIT KIIy0»

. PiBHi wieHCTBa Y BHHHOMY KJIYOi
Ilepeaik mocayr = - = ”
CranaapTHui IpemiaabHuii Exckir03uBHuUI

Tun BuHa Tuxe Irpucte Tuxe Irpucre Tuxe Irpucre
KinmpKicTh IIIAIIOK Y BiATIpAaBICHHI, IIT. 3 3 4 4 6 6
KisbKicTh BiJIIIpaBIeHb IPOTITOM POKY 4 4 6 6 8 8
BapricTts wieHCTBa, TPH/PIK 12 000 12 000 20 000 20 000 32 000 32 000
Baprictb BinnpasiieHHs1, IpH 800 800 1000 1000 1200 1200
3HMKKa Ha BCl OKYIIKM BHHA (B noxaulz{x 10 10 15 15 20 20
BUHHOTO Typu3My/ IHTepHeT-mMarazun), %
3anpomeHH31 Ha OJTMH CrIeIiaTbHHH Tax Tax i i i Hi
BUHOPOOHMH 3axiz
3anpomeH‘H}1 Ha JBa CIIEIaIbH1 Hi Hi Tax Tax Hi Hi
BHHOPOOHI 3aX0a1
3aHp0HI€H.H$I Ha TPY CIIeliaIbHi Hi Hi Hi Hi Tax Tax
BHHOPOOHI 3aX011
[lepcoHanbHU# Typ BUHOTIPATHUKAMH Hi Hi Hi Hi Tax Tax
3 IOCTYIIOM JI0 IIPOLIECY BUHOPOOCTBA

Licepeno: cgpopmosano agmopom
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BaxnmuBuMH € TakoX TOJOBHI OKAa3HUKH KarliTa-
noBknaaeHs [17, c. 5; 19, c. 260]:

— iHmekc Bimrepa, skuWii moromarae OIIHWTH,
HACKIJIbKU BEJIMKOO Oy/ie Haj0aBKa 10 MPUOyTKY, 110
IpUHECE BIPOBAUKEHHS iHHOBALii TOPIBHAHO 3 PiB-
HeM NpuOyTKy 6e3 Hef;

— MOKa3HUK JlucmaHa, SIKMil Joromarae BU3Ha-
YUTH, HACKUJIBKH BEJUKUM IOBHHHO OyTH Makcu-
MaJbHE KalliTaJOBKIIAJICHHS Yy MPOEKT, m00 BiH OyB
BUTIPABIaHUM.

Taoauns 2 — IHoka3sHUKH OLIHKH
€KOHOMi4HOI e)eKTUBHOCTi BIIPOBa/IKEeHHS
iHHOBaNiliHOTO POEKTY «BUHHUI KIIYy0»

Ne HajimeHyBaHHSI NOKA3HUKA Beamauna
MOKA3HUKA

CepeanbopiuHuii TPHOYTOK,

1 | oTpuMaHUIT BHACHIIOK peaizarii 6 520 880
MPOEKTY (Ha MepInii pik), IpH

2 | PeHTabenbHICTh iIHBECTUIIIH, Y0 171,86

3 H'epio'n OKYITHOCTI 1HBECTHIIiH, 7
MicCsILIiB

4 | Iamekc Bimnepa 1,34

5 |Tloka3uuk JlucmaHa 0,715

[Ticns mpoBeneHHsT OOYMCIIEHb OTPUMAHO Pe3yIb-
TaTH OIIHKY EKOHOMIYHOI e(DEeKTUBHOCTI BIPOBAKEHHS
IHBECTHIIIIHOTO TIpoeKTy «BrHHMIA KiTyO» (TadI. 2).

Sk BUIHO 3 TaOm. 2, peHTaOCNIbHICTh 1HBECTHIIIH
cTaHoBuTh npuOmm3Ho 171,86%. lle o3nHadae, 1o
BITPOBAKEHHS TIPOEKTY JO3BOJIUTH OTPHMATH 3HAYHO
OinbLIMI TPUOYTOK, HIXK CyMapHi BUTPaTH Ha MPOEKT.

[lepiox OKymMHOCTI iHBECTHIIM CTAHOBUTH IPHU-
omm3Ho 7 MicsauiB. lle o3Havae, 0 IHBECTHINI B
MPOEKT TMOBHICTIO OKYIUIATHCS MPOTATOM KOPOTKOTO
nepiojy, MEHIIIE HiX 3a ofuH pik. Lle € ayxe kopoT-
KHM TEPMIiHOM OKYITHOCTI 1 CBIJYUTH TPO IIBUIKUAN
MIPUPICT IPUOYTKY.

CymapHwuii npuOyTOK, OTpUMaHWi BHACIIIOK pea-
mi3anii npoekty, cranoBuTh 6520880 rpH Ha nepnit
pik. lle Bucokmii mpuOyTOK, TOOTO IHBECTHUIIHMIA
poexT «BuHHUI KITy0» € eKOHOMIYHO e(DeKTUBHUM
Ta MpUHECE 3HAYHUH NMPHOYTOK CBOIM iHBECTOPaM.

Ianexc Bimnepa cranoButs npudnmsHo 1,34. Le
03Ha4ae, IO BiJl BIPOBAKEHHS MIPOEKTY OUIKYETHCS
3a0e3reunTd Oijbllle, HiXK OJHOKPATHE 30LIbIICHHS
npuOyTKy B TMOpPIBHSHHI 3 NpUOYyTKOM 0€3 BIPO-

BajpKeHHs iHHOBaIii. OTxe, 3 MONIALY Ha I1HJICKC
Bimepa, mpoexT BUIIsIIAE e(EKTHBHUM.

[oxa3uuk /lucmana cranoBuTh pubmmsHo 0,715.
Lle o3nauae, 1Mo I TOTO, 00 MPOEKT OyB BUIPaB-
JTAHUM, MaKCHMaJIbHE KalliTaJOBKJIaJIeHHS TOBUHHO
OyTH HE OLIBIINM 3a PI3HUINI0 MK CyMapHUM MpH-
OyTKOM 3 BIIPOBAJI>KCHHSI IHHOBAIIii

(6 520 880 rpH) 1 BUTpaTamMH 3 BIPOBAIKCHHS
irroBamii (3 800 000 rpu). B Hamomy Bunanky s
cyMma cknajae 2 720 880 rpH.

3BiCHO, 11 JIHIIIE CIPOLICHHI MPUKIAL] PO3PaXyHKY
e(heKTUBHOCTI BIIPOBAHKCHHS MapKETHHTOBOI 1HHOBA-
1ii, 1 B peaJbHUX YMOBaX OL[IHKA IHBECTULIHHOTO MPO-
exty «BunHUI KIy0» moTpeOye OUTbII JIeTaibHOTO
JTOCITIKEHHS, BPaXyBaHHs PHU3HKIB Ta iHIHAX (PaKTo-
piB. HpOTe TaKa OL[iHKa MOXE€ JOIOMOI'TH 1HBeCTopaM
3pO3YMITH 3arajbHy HpI/I6yTKOB1CTI) IHHOBAIIITHOTO
MIPOEKTY Ta HOTO MOYKITMBUH MTOTEHITIaJ.

BucHoBku. B cydacHuX yMOoBax BOEHHOTO CTaHy
Ul BUHOpOOEHb YKpaiHu, M0 HAJaloTh €HOTYpHC-
THYHI TIOCITyTH, Oe3T1epepBHE BITPOBAKCHHS 1IHHOBA-
ifl € TIEBUM CITOCOOOM ITiATPUMKH BUCOKHX TEMITiB
iX MOAAJIBIIOTO PO3BUTKY.

V miit pobori TPOJICMOHCTPOBAHO, 110 CTBOPCHHS
BUHHOTO KITyOy MpH AETyCTaIliiHOMY 3ai — I1e O/lHa
3 HaI/Ie(beKTI/IBHIHII/IX MapKETHHTOBHX CTpPaTEerii, sIKy
MEHE/KEPH YCHIIHO BHKOPHCTOBYIOTh, MO0 CIIO-
HYKaTd BHHHUX TYPHUCTIB OyTH TPUXHIBHUMH 0
npoayKuii BUHOPOOHI. PO3KpUTO MOHSTTS BUHHOTO
KIyOy SIK JUHAMIYHOI MapKETHHTOBOI i1HHOBAII]
BUHOpPOOHI Ta JETyCTaIlifHOTO 3aiy, 1o 0aszyeThcs
Ha TICHIW KOMYHIKaIlii 3 I[IJIbOBOKO ayJUTOPIEI0 CIIO-
’KMBauiB BUHA Yepe3 MPorpamy JIOSUIbHOCTI.

3anpornoHOBaHO IHTETPOBaHY MOJIENh BUHHOTO
KIyOy B cHCTeMi HOro B3aemoaii 3 BHHOpPOOHEIO,
JIETyCTAI[IITHAM 3aJI0M Ta WICHaMU KIIyOy JUIs Ti/IBU-
IICHHS MPSIMUX MTPOJaKiB BUHA CITOYKHMBaYaM 1 3a0€e3-
MEYCHHS iX JIOSITBHOCTI 10 OpeHTy.

[IpoBenena oiiHKa €KOHOMIUHOI e(EeKTUBHOCTI
BIIPOBA/KEHHS 1HHOBAIIMHOTO TIPOEKTYy «BuHHMI
KIyO» TpH JerycraumiiHoMy 3aii B €HOTYPUCTHY-
HoMy Oi3Heci. Ha mizncTaBi pe3ynbraTiB OLIHKH 3pO-
0JICHO BWICHOBOK, IO IHHOBAIIMHHUM IMPOEKT € TPH-
BaOJIMBUM I 1HBECTOPIB, Ma€ BEJIMKHI MOTEHITIAI
JUISL YCHIIITHOTO PO3BHUTKY Ta 3[JaTHUHA 3a0e3MeunTH
3HAYHUI TPUOYTOK BUHOPOOHI 200 MiChKOMY JeTyc-
TaliiHOMY 3alTy.
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