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TEHJEHIIT PO3BUTKY BI3HEC-MO/IEJIEN NIIITPUCMCTB

HemoxnnBo ysiBUTH cTpaterito 013Hecy 0e3 HasBHOI O13HEC-MOJeNl, aJKe BOHA €
TOJIOBHOIO CKJIQJ0BOIO Yy CTpaTeriyHOMy MEHEIKMEHTI. bizHec-Mojens sBise co00r0
KOHIICTI[I}0O 10 CTBOPEHHIO I[IHHOCTEM — €KOHOMIYHHUX, 110 BUPAXAIOThCA y BUIJIAII
npuOyTKY; COLIAJIbHUX, AKI CTBOPIOIOTH IMIK OpeHay 1 ToMy moaiOHi. SIk mokazye
JIOCBIJI, KOMIMaHIi 1[0 ONTUMI3yIOTh/BIIPOBAKYIOTh 013HEC-MOIE1 OTPUMYIOTH OLTBIIIHIMA
npuOyTOK, HIK Ti, SIKI OPIEHTYIOThCA Ha BJIOCKOHAJICHHS TMPOAYKTIB UM IIPOIICCIB
BUpOOHUIITBA. [IuTaHHs, 1m0 Oyae O1IbIN e()eKTUBHIIIIMM: BIPOBAI)KEHHS HOBUX Oi3HEC-
MojieNied YW HOBUX TOBapiB (MPOAYKTIB Ta MOCIYr) OyJo MAHATE 1€ Ha IMOYaTKy
JIBOXTHUCSIYHUX.
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Source: Economist Intelligence Unit survey, 2005

Puc.1.l11o 3 HaBeneHOTO Oy/I€ OUIBIINM JKEPETIOM KOHKYPEHTHOI IepeBaru
Binrernep (2005) no 2010 poxy? [1]

Y Ham yac 18 TEHJEHINs 3MIHWIACS, Ternep Oi3HeC-Mojielli — OCHOBHE JIKEpENo
KOHKYPEHTHOI mTepeBaru. AJpKe caMe 3aBIsSKH 3aBAaHHSIM MOJCIIOBAHHS MOXKHA:
OTpUMATH YSIBJIEHHS MPO >KUTTEIISIBHICTh OpraHizailii, 3a0e3MeYnuTH MOPO3yMiHHS Ha
BCIX PIBHAX opraHizaiii (MDK KEpyHOUOK Ta BHKOHABYOK CTOPOHAMHM), 3a0€3MeYuTH
CKOPOYEHHS BUTPAT I11J1 YaC BUPOOHHUIITBA Ta MiABUIIUTH SIKICTh CEPBICY.

Posrasiemo iepapxito HamomupeHimux 013HeC MOJENeH.

87



XVI MixHapogHa HayKoBO-NpakTnyHa KoHpepeHuia «B2B MARKETING»

LOREAL onmuka fielmann

Iepapxis 1 eBodtorrist 6i3HEC-MoaeNel TPOTAToM 20-TO CTOJITTS:

HalcTapilma MOJeb: «XPAaHUTEIS Mara3wHy» — BIIKPHUTTS MarasuHy TaM, e
3HAXOAATHCS IMOTCHIIIMHI KJIIEHTH,

MOJENIb «IPUMAHKU 1 Taka» (MOJelb, 110 NpUB's3ye 10 npoaykrtiB. [lpuxnan:
KOMIT'FOTE€pHI NPUHTEPpHU (MTPUMAHKA) 1 KapTPUIK] 10 HUX (TaK));

1950-x - mHoBi Oi3Hec-mMomeni Oymm  pos3podbimeni McDonald's  ("mBuake
3a0€e3MeUeHHs rapsu0i0 CMaYHOIO 1’KEI0 B YUCTOMY PECTOpaHi 3a IOCTYNHY miaty")
1 Toyota (opranizariiss BApOOHUYOTO MPOIIECY 1, IK HACTIIOK, IMABUIICHHS SKOCTI
IPOJYKIlii; Ha OCHOBI BIPOBaKEeHHs cucTemMu «Kanban» — cuctema opranizaiii
BUPOOHUIITBA);

1960-x - moBaTopamu Buctynman Wal-Mart (ctpareris Wal-Mart Brirouae taki
CKJIaJIOBI SIK MaKCHMaJIbHHII aCOPTUMEHT 1 MiHIMaJdbHI I[IHU — OMTOBI.
OcoOnUBICTIO € BIPOBAKCHHSI TEXHOJIOTiH, TOB'I3aHUX 3 BUKOPUCTAHHSIM Y
topriii RFID-miTok (MeTon aBTOMaTW4HOI 1eHTUdIKAIlll 00'€KTIB, B IKOMY 3a
JOTIOMOT'O0 PaJIIOCUTHAJIIB 3UUTYIOTHCS 200 3aMKUCYIOTHCS JaHi, 10 30epiratoThCs
B Tak 3BaHUX TpaHcmonaepax, ado RFID-mitkax.)) i Hypermarket (mpuxiumn
«mpojiaBaTH  JielieBIne, 100 TMpoaaTd Oulblie». [imepMapkeT HI03BOJISIE
NEPETBOPUTH 3aKYIIIBIIO TOBApiB HA «CIMEWHY MPOTYJISHKY», YOMY CIpPHSIE
HasBHICTb KadeTepiiB);

1970-1i - HOBI Oi3Hec-mozeni po3pobunu Federal Express (Federal Express
BCTAaHOBHWJIA TICpIIl BJACHI SIIUKH JUIS KOPECHOHJCHIN, SIKi J03BOJIHIN
3aMOBHHMKAM HAJICHJIATH MTOCUIIKK 0€3 BI3UTY 70 MiciieBUX 0diciB kommaHii) 1 TOYS
R Us (ogna 3 mepmux Gi3HEC-MOJIENEH, sSka BKIII0Ua€e B ceOe po3aApiOHy TOPTiBIIO
IrpalKkamm);

1980-ti - Blockbuster (ocHoBHUM 3aBnaHHSIM OyJIO HANArOPKEHHS JOTICTUYHHX
NUISIXIB JJIsI TOTO, 1100 HajJaBaTH BijeokaceTu B apeHay), Home Depot (ocHoBHa
i7ies mojsirayia B TOMy 00 CTBOPUTH OJIHY MaraswH, SKui OyJie MiICTUTH TOBapu
i OyJIBHMIITBA;, OpIEHTAIlls HIUla Ha cCroxuBada, amke bepHi Mapkyc
(Kep1BHUK) MUJIBHO CI1JIKYBaB 3a MOKYIILSIMU, SIKIIIO BOHU HE 3HAWIIUIA MOTPIOHUIMA
TOBAp BiH HIIIOB B MarasuHu KOHKYPEHTIB KyITyBaB OTPIOHUI MaTepiall, 3SMIHIOBaB
CTHKETKY 1 BIIIPABJSB TOBAp MOKYIISIM. POOHUBIINM MPH IOMY CKUIKY), Intel
(BUKOPHCTaHHS AJanTUBHOCTI JO EKOHOMIYHOTO PO3BUTKY, $K OCHOBHA
xapakTtepuctuka 613Hec-mozeni) i Dell Computer (1111 yac po3poOku 613HeC MoIei
KOMIIaHisl BUPINIAJIA 3aCTOCOBYBAaTH 3 OCHOBHUX MPHHIIMIH: >KOJHUX 3aImaciB
NPOIYKIlii; 3BaKaTW Ha JTyMKYy IOKYIIIS, BCI TMpOJaXi BECTH Ha MpsAMY i3
MOKYIILIEM);

1990-1i - Southwest Airlines, Netflix (MoxxmuBiCTh OpeHIyBaTH KOHTEHT MIPSIMO Y
nuppoBoMy BUTIIALL), AMAzon.com (MOJENb CTBOPIOE CIOXXKHMBYY LIHHICTH 3a
pPaxyHOK TOrO, LIO0 MPOIMOHY€E MOKYIIEBl CHHEPTiuHy KOMOIHALII0 HACTYIHHUX
BUTOJI: 3PYYHICTh BHOOpPY Ta KyMiBJl TOBapy; MPOCTOTa MPOLECY IMOKYIKH;
IIBUJIKICTR; 1H(OpMaIIis, 110 JoTIoOMarae mpu yxXBajeHHI PIIICHHS; IIUPOKHUI BUOID;
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HU3bKa I[iHa; HaJIHHICTE 00pOOKHK 3amoBiieHHs), Starbucks, Microsoft i Half.com

(013Hec-monens Inrepuer-Toprisiui P2P).

« B Ham wac - Google (3amyuuTHm KOpHCTyBadiB IMPOCTOTOI), MIBUAKICTIO Ta
PEJIEBAHTHICTIO MOMIYKY, a MOTIM YTPUMATH X 3a JTOMOMOTOI0 HOBUX JOJATKOBHX
cepniciB) Ta IKEA (cBoi MeO1i mBeJCbKa KOMIAHIS 3aMOBJISE TUIbKK TaMm, Je il
BUpOOJSitOTH AemeBo. 10% CBOTO NECATUTUCAYHOTO ACOPTUMEHTY KOMITaHis
BUpOOJIsie cama, pemTty kymnye. [IpudoMy Kymnye OyKBaqbHO YaCTUHAMM: CTUIBHHUII
— B OJIHIM KpaiHi, HDKKH IS CTONy — B iHIIN. PoOuThes 1ie mmst Toro, mo0
3HU3HUTH COOIBAPTICTB).

Bci Bumiesasnadeni mojeni Oynu po3poOiieHl uisi TOro, o0 BIPOBAIUTH iX Y
CTpATEeril0 KOMIMaHii Ta MakCHMIi3yBaTH NpHOYTKOBICTh. JIjisi TOoro mo0 3po3yMITH 4H
e(eKTHBHA 3aIIPOIIOHOBAaHA MOJIEIb BUKOPUCTOBYETHCS «PIBHAHHS LIHHOCTI» (siKe OYJI0
3anpornoHoBane M. Levy), BOHO O€IHY€e OCHOBHY CTpaTerito Ta 013HEC-MOAEINb:

V=M*S

ne V - Linnicts, M - Biznec-mozens, S - Ctparerisi.

3aBAsSKM 1LbOMY pIBHSHHIO KOMIIaHIi OOMparoTh Haiikpami Oi3Hec-moneni, 1 B
N0/IaJIbIIOMY BIIPOBAKYIOTh 1X y CBOKO CTPATETIIO.

OT1xe, MOXKHa 3p03yMITH, 1110 AJI TOTO, 1100 BECTH €(PEeKTUBHUMN Ta NPpUOYTKOBUI
013Hec ¢ po3poOUTH CBOIO Oi3HEC-MOJIeb a00 K 3BEpHYTH yBary Ha MOJIEJN1 BEJIMKUX
KOMIIaHIM, SIK1 BOHH 3aCTOCOBYBAJIN/3aCTOCOBYIOTh. CIIiJl TAKOXK 3ayBaXKUTH, 1110 JESIKI
MOJIENIl 3 POKaMU BTPAvyarOTh CBOIO aKTYaJbHICTb, aJ)KE€ Y CIIO’KUBAY1B 3MIHIOIOTHCS
IIIHHOCTI Ta 3aIlNTH.
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