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HEPCHHEKTUBHI ®OPMU IHTETPAIIIL B YOCKOHAJIEHHI
3bYTOBOI AIAJBHOCTI HIAITPUEMCTBA TOB «I'PIH KYJI»

BinHMIBKHMI HalllOHATFHINA TEXHIYHUH YHIBEPCUTET

AHoTaNisn

Ilpoananizosano nepcnekmusni popmu inmecpayii' 8 yOocKoHaneHHi 30ymoesoi oisibnocmi nionpuemcms. Poskpumo
0CcobIUBOCMI  3aNPOBAONCEHHST NEPCNEeKMUGHUX  opm  IHmeepayii 6 YOOCKOHANeHHi 30ymoeoi  OJisibHOCmi
docnioxcysanoeo nionpuemcme TOB «I pin Kyny.

Karouosi ciioBa: interpauis, 30yT, 30yTOBa JIisUIbHICT, PO3BUTOK.

Abstract

The article analyzes promising forms of integration in improving the sales activities of enterprises. The features of the
introduction of promising forms of integration in improving the sales activities of the studied enterprise LLC "Green
Cool" are revealed.
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Beryn
VY cydacHMX yMOBax TOCHOAApIOBaHHS MiANPHUEMCTBA BHUMYIICHI IIYKAaTH HOBI HUISXW MiABUIICHHS
e(eKTHBHOCTI CBOET 30yTOBOI AisTbHOCTI. OHUM 13 KIIIOUOBHX HANPSIMiB YJJOCKOHAICHHS 30yTOBOI CUCTEMH
€ IHTeTparis — mporec 00'eTHaHHS 3yCHITh PI3HUX CTPYKTYP, TapTHepiB a00 (GyHKITIOHATBHAX T APO3ALTIB IS
JOCSITHEHHSI CIUTBHOT METH — €)EeKTUBHOTO TPOCYBAaHHS MPOYKIii Ha PUHOK.

Pe3yabTaTu gociaixxeHHs

IaTerpanis y 30yTi nependavae sk BHYTPIIIHROOPTaHi3aIiiiHi 3MiHH, TaK 1 30BHIIIHI ()OPMH CIiBIIpaIli 3
THIIUMH yYyacHUKaMH prHKY. OTHUM 13 HallepeKTUBHIINX IUISXIB JI0 I[HOTO € 3aCTOCYBaHHS IHTETPaIliifHOTO
MiIX0/y — K BHYTPILIHBOI, TaK 1 30BHINIHKOI iHTerpariii [1].

PosrissHeMo Ta mpoaHanizyeMo pi3Hi iHTeTpartii:

1. ®ynkioHankHa iHTErpalis — 00’€qHaHHS MapKeTHHTY, 30yTy Ta aHamitTukd Ha choromgni 30yToBa
(yHKIlisT B KOMIIAHIT 4YaCTKOBO BIJJIIJICHA BijJl MapKETHHTY. Y JOCKOHAJICHHS IOJIATa€ B CTBOPECHHI €MHOIO
MapKETHHTOBO-30yTOBOTO BiJILTY, IO 320€3MEUNTh:

- Y3ro/DKEHICTh PEKJIaMHUX KaMIIaHi# 3 KaHaJaMH MPOJIaXiB;

- OiyTbII epeKTHBHE YIPABITiHHS OIOPKETOM MPOCYBaHHS;

- PETYJISIpHY aHAJITHKY.

lle macte 3MOry ONEpaTMBHO aJanTyBaTd TOBapHUH AacOPTUMEHT, 3alyCKaTH HOBI NPOIYKTH Ta
IHOYTBOPEHHS 3 ypaxyBaHHSIM PETiOHANBHOI crienu(iKy.

2. BeprukanbHa iHTerpallis — KOHTPOJIb JIOTICTHKH Ta nuctpuOymii. KommaHis Hapasi mpaioe depes
YUCIIEHHUX AUCTPHO FOTOPIB.

3. FopuzoHTaNBHA IHTETPAIlisl — MAPTHEPCTBO 3 THIMUMH KOMITAHISIMH.

[MapTHEPCTBO 3 IHIIMMHU KOMITAHISIMU JIO3BOJIUTS!

- PO3pOOHTH CIIiJIbHI PEKJIaMHI KammaHil abo akuii;

- 00’eqHATH JIOTICTUYHI pecypcH (CIiibHe 30epiranHs, 10CTaBKa).

4. lludposa interparis — CRM, e-commerce Ta nporHo3yBaHHs TIOTHTY.

Kommanis mae notyxHuii OpeH[, ajne He MOBHICTIO peani3yBajla MOTEHLiaI NPAMUX HU(PPOBHUX KaHAITIB
30yTy.

[NepcneKTHBHUME HATIPSIMAMU €:

- BrupoBa/pkeHH CRM-cucremn uis 300py AaHWX NpPO KOPHOPATHBHHUX KIIIEHTIB Ta MOOYIOBH
IHAMBITyalbHUX KOMEPUIHHUX MPOIO3HLIIH;

- PO3BUTOK BIIACHOTO 1HTEepHET-Marazuny abo miardopmu B2B s migxmodyenns Big Data-anamiTaku st
OIIIHKHU CIIO’)KUBYOTO ONUTY [2, ¢. 391].

[HTerpauiiiHi migxoAM BiAKPWUBAIOTH LIMPOKI MEPCHEKTHBU JJS MiJBUILEHHA €(QEeKTHBHOCTI 30yTOBOI
nisuteHOCTI TOB «I'pin Kym».



Haii0inpm JOMiJIBHUMY 3 HUX €

- (yHKIIOHANIbHA IHTErPALlis MAPKETUHTY 1 30yTYy B €IMHUI LIEHTP KOMEPLIHHOTO YIPaBIiHHS;

- YaCTKOBA BEPTUKAJIbHA IHTETPallisl 3 AUCTPUOYLIHHOIO MEPEXKEIO 1 JIOTICTUKOIO;

- TOPU30HTAJIbHE TAPTHEPCTBO 3 THIIMME OpeHIaMHU JJIsl CIIIJIBHOTO MPOCYBAHHS;

- nupoBa IHTETpaIlisl MPOIECiB MPOAAXKIB, AHATITHKHI Ta KIIEHTCHKOTO 00CITyTOBYBaHHSI.

Pearizarist BkazaHUX HAMPSMIB T03BOJIUTH KOMIIaHIl:

- ONTUMI3yBaTH BUTPATH;

- MABUIIIUTH KOHTPOIh HAJl KaHAIaMH 30yTy;

- IBU/IIE pearyBaTH Ha 3MiHy pUHKOBOI KOH FOHKTYpH [3, c. 304].

Posrnsiremo Ta npoananizyemo notouny curyamnito B TOB «I'pin Kym», MOxkITHBI iHTerpamiifHi pileHHs
Ta ouiKyBaHi pe3ynbTatH (Tadi. 1).

Tabmuus 1 — IlopiBHSANBHUI aHai3 TMOTOYHOTO CTaHy Ta MEPCHEKTHBHUX IHTETPALlifHUX pIllIeHb Y
30yToBiit AisutbHOCTI TOB «I'pin Kym»

Ne [MoTouna curyaris [HTerpamniiine pimeHHs OuikyBaHHit eeKT
1. MapxkeTHHT Ta 30yT IpamrTs OKpeMo, | CTBOPEHHS €JMHOTO MAPKETUHTOBO | Y3ro/pkeHa KOMYHIKallis, IMiIBHIICHHS
10 YIOBUTBHIOE PEAKLiI0 Ha PUHOK 30yTOBOTO MiAPO3ALTY e(eKTUBHOCTI MTPOMOAKIIiif, EKOHOMisS
OrOJDKETY
2. 3aJeXHICTh BiJ 30BHIIIHIX BuracHwmii norictiuyHuit HEHTp, 3HWKEHHSI JIOTICTUYHHUX BUTPAT,
JUCTPHO IOTOPIB, IO 3HIKYE IIPsIMi KOHTPAKTHU 3 PUTESHIOM TIiIBUIICHHST KOHTPOJIIO HaJl
Map>KHHAIBHICTD JIOCTABKOI0, 301IbIIIEHHS] IPHOYTKY
3. Bincyrhicts nngpoBoi cuctemMu BmpoBamxennas CRM Tta B2B- [lepconanizaris mpomaxiB, 3pOCTaHHS
YIPaBIiHHS KII€EHTCHKOIO 0a3010 mwiaThopMu MOBTOPHHX 3aMOBJICHb, IOKPAIICHHS
cepBicy
4. Cnalkuit po3BHTOK e-COmmerce 3armyck BIacHOTO IHTEpHET- Buxin Ha HOBI KaHanu 30yTy
MarasuHy
5. BincyTHicTh iHCTpYMEHTIB Bukopucranus Big Data-anamituku 3MEHIIICHHSI 3aJIMIIKIB, TOYHIIIE
[POTHO3YBaHHS IOIUTY JUTSL TUTAaHYBaHHST BUPOOHHIITBA Ta TUIaHyBaHHS BUPOOHHIITBA, MiHIMi3allis
3amaciB BTpaT
6. BincyTHicTh crinpHEX iHGOpMamiiHIX Iarerpanis 3 IT cucremamu ABTOMAaTH3aLis TOCTa4aHHA, CTabiIbHE
W1aTOPM 3 PUTECHIIOM KITIOYOBHX MapTHEPiB TOBapHE HAITOBHEHHS, JIOSIIbHICTH
TOPrOBUX MEPEx

[IpoBeneHuit aHai3 3acBiA4Yye, IO IHTErPAIliiiHI PillIcHHS, 3alPOTIOHOBAHI JIJIsl BIOCKOHAICHHS 30yTOBOT
nisitbHOCTI TOB «I'pin Ky, MaroTh BUCOKHIA TIOTSHINAJ JUIS TiABHIICHHS €(PEKTUBHOCTI (DYHKIIIOHYBaHHS
nianpuemctBa. O0’€qHaHHS MapKeTHHIY Ta 30yTy B €QMHUH MigPO3AIT CIPHUATHME Y3TOJDKEHOCTI iH,
CKOPOUYCHHIO Yacy peakilii Ha PUHKOBI 3MiHM Ta OUIBII PE3yJIbTATHBHOMY BHKOPHUCTAHHIO DPEKJIAMHOTO
Oropkery. TakuM YMHOM, KOMITaHisl OTPUMA€e CHHEPTeTUYHUI e(EeKT BiJi KOHCOMIIAI] 3yCHIIb Y KIFOYOBUX
HarpsMax.

Ocob6nuBy yBary 3aciIyroBy€ pilIeHHS MIOJO ONTHMi3alii JIOTICTUKKM Ta BHUXOAY 3-MiA HAAMIpHOI
3aJIeKHOCTI BiJI CTOPOHHIX AMCTpUO t0TOpiB. CTBOPEHHS BIACHOTO JIOTICTHYHOTO HEHTPY W Mepexim 1o
MPSIMHUX BIJHOCHH 13 PUTCHJIOM HE JjMile 3a0e3nedaTh BHUILY Map)KUHAJIBHICTh, a W JO3BOJIATH Kpalle
KOHTPOJIFOBATH TOBAPOIOTIK 1 3MEHIIUTH 3aTpaTtd. Taki KPOKH € CTPATEriyHO BaXKIUBHMH JUIS 3MillHEHHS
ABTOHOMHOCTI Oi3HECY Ta 3HIKCHHS PH3HKIB, MOB’S3aHHMX 13 30BHINIHIMH TOCTadalibHUKamMu. Y cdepi
udpoBoi Tparchopmallii KITFOUOBUMH HanpsiMmamH € BiipoBakeHHss CRM-cuctemu, po3BUTOK e-commerce i
BukopuctanHs Big Data. L{i iHCTpyMeHTH 103BOJISTH MOTIMOUTH B3a€MOJIIO 3 KIII€EHTAMH, TIEPCOHATI3yBaTH
Mpono3uii, nependayaTy MOMUT 1 TOYHIIIE IUIaHyBaTH BUpOOHUNTBO. 3okpema, CRM i B2B miardopma
CTIPUSTUMYTh 3pOCTaHHIO IOBTOPHUX 3aMOBJICHB, a 3allyCK iIHTePHET-Mara3iHy BiJJKpHE HOBI KaHaIH 30yTy I
JI03BOJINTH Kpalle KOHTPOJIIOBATH KII€HTCHKHHA MOCBiA. TakoX Ba)IJIMBO BiA3HAYMTH MNEPCHEKTHBHICTDH
Koolepalii 3 iHIIMMU BUPOOHMKAMHM Ta TUQPOBY iHTErpamiio 3 pUTEHI-apTHepaMu. Y CYKYyNHOCTi BCi
3aIlpoOTNIOHOBaHI 3ax0/ (POPMYIOTh KOMIUIEKCHY CTpPAaTETil0 PO3BUTKY 30yTOBOI JiSUILHOCTI IiJIPUEMCTBA
TOB «I'pin Kyn».

BucHoBkn

OTxe, MpoaHali30BaHO CydYacHi MiAXOH JI0 iHTerpaii 30yToBoi Ta MapKeTHHroBOi (DYHKIIiH: 30KpeMa,
CRM-inTerpatiito, JOTiCTUYHY CHHEPTiI0, CITUTbHE IUTaHYBaHHS TIOMUTY, BAKOPHCTaHHS Oi3HEC-aHATI THKH JIJIS
NpPOTHO3yBaHHs 30yTy. 3amponoHOBaHO BHpPOBaKeHHS 1udpoBux iHcTpymeHTiB  (Bl-ananituka,
MEepPCOHANTI30BaHE I[IHOYTBOPEHHS, OaraToKkaHalbHI CHCTEMH 3aMOBJICHB) SIK I1HHOBAI[IHHOI CKJIaJOBOI
inTerparii. [ligmprueEMCTBY PEeKOMEHIOBAHO PO3BUBATH TOPH3OHTAIBHI Ta BEPTHKAIBbHI 3B’S3KH BCEPEIHHI



KOMEPILIHHOTO OJI0KY, IO JO3BOJHTH JOCATTH OLNBIIOl Pe3yJbTaTMBHOCTI Ha BCIX eTamax peaji3arii
MIPOTYKIIii.
CIIMCOK BUKOPUCTAHOI JIITEPATYPU

1.I'punabko T.B., I'Biniamsim T.3., Cotryna B. B. OcobauBocti ynpaBiiHHS 30yTOBOIO HiSTIBHICTIO MiANPHEMCTBA B CY4aCHHUX
yMmoBax. Exonomixa ma cycninecmeo. 2023. Bumyck Ne51. URL: https://doi.org/10.32782/2524-0072/2023-51-8 (nata 3BepHEHHS
25.05.2026 p.)

2. Parymmsk O., [Torymuaceka K. YnpaminHS 30yTOBOIO HisUTBHICTIO HiANPUEMCTBA B CyYaCHHX YMOBAaX TOCIIOJApIOBaHHS.
Herald of Khmelnytskyi National University. Economic sciences. 2026. Ne 2. C. 388-394.

3. Jlaronpka H.3. YTouHEeHHS 3MiCTy Ta aKTyajbHI HPUHIMIHN 30yTOBOI MONITHKM HixnpuemctBa. bisnec Ingopm. 2022. NeS.
C. 302-305.

Kapaunna Haramia IlerpiBHa — 1-p ekoH. HayK, npodecop Kapeapu MEHEIKMEHTY, MAPKETHHIY Ta €KOHOMIKH,
BiHHMIbKHUI HallIOHAILHUN TEXHIYHUH yHIBepcuTeT, Binuuipst, e-mail: karachyna.n@gmail.com

Atamanuyk Anapiii FOpiiioBuu — cryngent rpymn MP-220, daxyiabTer MEHEMKMEHTY Ta iH(pOpMAaIiiHOl
Gesriekn, BiHHUIBK I HAIIIOHAIBHIM TeXHIUYHKUHN yHiBepcuTeT, M. Binaut, email: 110195270@gmail.com

Karachyna Nataliia P. — Dr. Sc. (Economic), Professor, Head of the of Management, Marketing and Economics,
Vinnytsia National Technical University, Vinnytsia, email: karachyna.n@gmail.com

Atamanchuk Andriy Yu. — Faculty of Management and Information Security Vinnytsia National Technical
University, Vinnytsia, email: [lo195270@gmail.com



https://doi.org/10.32782/2524-0072/2023-51-8
mailto:karachyna.n@gmail.com
https://iq.vntu.edu.ua/b06175/view_pers_info.php?st_group=%D0%9C%D0%A0-22%D0%B1&stud_id=16144
mailto:llol95270@gmail.com
mailto:karachyna.n@gmail.com
mailto:llol95270@gmail.com

