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MeTopo0J10ris1 JOCHiIKeHHs. Y TPOLEC] MIATOTOBKU CTATTI BUKOPHCTAHO KOMIUIEKC METO/IIB
HAyKOBOTO Mi3HaHHS, 10 TO3BOJMIN BCEOIUHO JOCIHIAUTU Cy4acHI TEXHIKM NEPCOHAIBHOIO MPOAa-
Ky: aHajJi3 1 CHHTE3 HayKOBOI JITepaTypu — JUIS BUBYCHHS TEOPETUYHUX OCHOB IEPCOHAIBLHOTO
MpoJaxy Ta Kiacudikailii TeXHiK, 10 3aCTOCOBYIOTHCS y CBITOBI Ta BITUM3HSIHIN MpPaKTHUIIl; TOPIB-
HSUTBHAH METOJ — JUIsl 3iCTaBJIeHHS €()eKTUBHOCTI OKPEMHX TEXHIK; KOHTEHT-aHaji3 MyOJiKamii —
JUIS BUSIBIIEHHSI TIOTOYHUX TPEH[IIB 1 BUKJIMKIB y Tally3i MEPCOHAIBHOTO MPOJaxy; rpadiuna Bizya-
Ji3ais — Ay moOyIOBH CXeMaTHYHOI MOJIENI €TaliB MepCOHATLHOTO MPOJIAaXKy Ta CTPYKTYypU3alii
pE3yNbTaTiB MOPIBHIHHSL.

Pe3ysabTaTn. PO3risiHyTO 0COOIMBOCTI IEPCOHANBHOTO Mpoaaxy. Po3pobiieHo cxemy erariiB
NEPCOHAIBHOIO NMPOJAXKY, KA IHTErpy€e MiATOTOBKY, BCTAHOBJIEHHS KOHTAKTY, BUSBIIEHHS MOTPEO,
MPE3CHTAIlII0 PIIICHHS, POOOTY i3 3alepevyeHHs MU, 3aBEPIICHHS YrOIW Ta MICIA MPOAAXKHY ITif-
TpuMKy. CHCTEMaTH30BaHO Cy4acHl TEXHIKM MepcoHalbHOro mpoaaxy, 3okpema SPIN Selling,
Consultative Selling, SNAP Selling ta in.. [IpoBeeHo MOpIBHUIbHUI aHaTi3 e(EKTUBHOCTI TEXHIK
y pi3HUX O13HEC-KOHTEKCTax. Bu3HaueHo, 1110 TEXHIKHM ePCOHATILHOIO MPOAAXyY NOTpeOyIOTh aaar-
Tarii 10 mudpoBoro cepemouiia, 30kpema Bukopuctanasi CRM-cucrem, 4aT-00TiB, criemialbHUX
rporpam I aBTOMaTH3allii MpoAaKiB Ta aHATITHKW MOBEAIHKH KIi€HTIB. [linTBepuKeHO, M0 BU-
KOPUCTaHHS CYYaCHHX TEXHIK IEPCOHAILHOTO MPOJAXY ITJIBUIIYE HMOBIPHICTH YCIIIIHOI YTOIH,
piBEHb 3aJI0BOJICHOCTI KJIiEHTa Ta (JOPMYE TOBIOCTPOKOBI BITHOCHHH.

HoBu3Ha nonsrae y cucteMaTu3alii CyqdacHUX TEXHIK IMePCOHAIBHOTO MPOAaXy 3 ypaxyBaH-
HSIM iXHBOI aJJaNTUBHOCTI IO PI3HUX O13HEC-KOHTEKCTIB Ta MCUXOJOTIYHUX OCOOJIMBOCTEH CIIOXKH-
BayiB y LU(DPOBY €MOXY.

IIpakTnyHa 3HavymicTh. Pe3ynabTaTu TOCTIKEHHS MalOTh IPUKIIAJAHE 3HA4YeHHA Al Qa-
XIBLIB 3 MpOJaXiB, KEPIBHUKIB KOMEPLIMHUX BIJAUIIB Ta BUKJIAJa4yiB €KOHOMIYHMX 1 Ol3Hec-
JUCLUIUTIH: 3allpONOHOBAaHA KiIacu(iKallis CydacHUX TEXHIK INEepCOHAIBHOTO MPOAAaXy MOXke OyTH
BUKOPHUCTaHA JUIsl HABUAHHS Ta MiJBUILEHHS KBaji(ikaiii MeHekepiB 13 npoaaxis. [lopiBHsIbHA
TabMuIs €(PEeKTUBHOCTI TEXHIK y Pi3HUX O13HEC-KOHTEKCTax CIpHsE€ MPUUHATTIO OOTPYHTOBAHUX
YIPaBIiHCHKUX PIIIEHb 111010 BIPOBAIKEHHS BIANOBIIHUX METOAIB IpoJaxy. Po3pobiena monensb
€TaIliB MEePCOHAIBHOTO MPOJIAXKy MOKE CIYI'YBaTH MPAKTUYHUM 1HCTPYMEHTOM JJISl CTPYKTYpYBaH-
Hs poOOTH HpoAaBIs Ta GopMyBaHHS €(PEKTUBHOI CTpaTerii B3aeMO/I1i 3 KJIEHTOM. Marepianu j1o-
CIIIJDKEHHS MOXKYTh OYTH 1HTETpOBaHi y HaBYallbHI KypCH 3 MapKeTHHTY, MiJIPUEMHULITBA, TOPTiB-
71 Ta O13Hec-komyHikamii. [Tigxoau, po3risiHyTI B cTaTTi, MOXKYTh OyTH BUKOPHUCTaH1 JUIsl CTBO-
PEHHS CTAaHJAPTIB 1 CKPUIITIB MPOJaXKiB Y KOMIIaHIsX, 1[0 MParHyTh ONTHMI3yBaTH IpPOLECH Iep-
COHAJILHOTO 00CITyrOBYBAHHS.

Knwuogi cnoea: ynpapiiHHS NPOJaKaMH, MEPCOHATIBHUM MPOAAXK, TEXHIKH MPOAAXKIB, u-
pose cepenosuiie, CRM-cucrema.
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ITocTtanoBka mpodseMu. Y cydyacHOMY
TIOBOMY CEPEJOBHUII MEPCOHATBHUIN MPOJax
3aJIUIIAE€THCS OJHIEIO 3 KIIIOUOBUX (HOPM KOMY-
HiKallii 3 KIi€HTaMH, 0COOJIMBO y cepax 3 BU-
COKMM CTYNEHEM KOHKYPEHIIil Ta CKJIaJHUMHU
npoaykramu. IcHye 6araTto pi3HHX METOIHMK Ta
TEXHIK, K1 JIO3BOJIAIOTh 3/IIMCHIOBATH YCIIIIHI
MPOAaXi MPU MiHIMAJIBHUX BUTpATaXx.

B ognux Bumankax MeBHa TEXHiKa MPO-
JaXiB BHUIIPABIOBYE ceOe Ha BCi CTO BiJICOTKIB,
B IHIIMX BOHa 30BCiM He edekTuBHaA. Bubip
TEXHIKM TPOAAXY 3AJIEKHUTh BiJl TOTO, SKHU
peali3yeThCsi TOBap, SIK HaJAIlITOBAaHUM MOKY-
melp, sKi IMHA MOXKE 3almpOIOHYBAaTH IMPOJa-
Bellb, HACKIJIbKM BOHM THYYKIi Ta iHme. [Ipoma-
BEIb MOBMHEH TOHKO BiJYyBaTH, sSIKa caMe TeX-
HiKa MPOJAXKy € TOPEYHOI0 B KOHKPETHIN CUTY-
arii. Ase ais IbOrO BiH TIOBHHEH BOJIOJITH
BCIM HabOpOM IHCTPYMEHTapito, 00 MIBUIKO
30pi€EHTYBATHCh Yy CHTyalii Ta BUOpATH MpaBH-
JBHY TaKTHKY.

He3pakatoun Ha pPO3BUTOK IUPPOBUX
KaHaJiB Ta aBTOMAaTH30BaHUX IUIaT(GOpM, MOT-
peba y Ge3nocepeTHhOMY KOHTAKTiI M TIpoja-
BIIEM 1 MOKYINIIEeM HE 3HUKAa€. AKTYyaJbHICTh
TEMH 3yMOBJIEHAa HEOOXiJHICTIO TIMOOKOTrO
PO3YyMIHHSI HOBITHIX TEXHIK IEpPCOHAIBHOTO
MPOJAXYy, IXHBOI aallTUBHOCTI JO Pi3HUX 0i3-
HEC-KOHTEKCTIB Ta aJamnTaiii 10 3MiH y TOBe-
JHII CIIOKABAYIB.

AHaJi3 OCTaHHIX AOCHiIKeHb i my0JIi-
Kauiil. TeopeTHyHl NUTAaHHS YIPaBIIHHS MPO-
JakaMH PO3IVIIHYTI B poOoTax 3apyOiKHHUX
aBtopiB: [Lxunn Konpar, Credan Iuddman,
Pob6ept Yannini. barato cnemnianizoBanoi site-
parypu NmpucBsiueHO GOPMYBaHHIO Ta BIIPOBAJI-
KEHHIO TEXHIK MpOJaxiB, MpOoTe HaWOUIBIIOT
yBaru 3acIyrOBYIOTh Mpalll TaKUX HAYKOBIIIB:
@arpemt Yapnez M., ®epni M., JIi Cnapke.
Cepen BITUM3HSHMX aBTOPIB IMUTaHHIO OCHOB-
HUX TEXHIK MiJBUIIECHHS MPOAaXiB Ha MiAIpPU-
€MCTBI NpualIseThes yBara B poooti K. A. Jlo-
oac [1].

[IuTanHsIM  TEPCOHATBHOIO  MPOJAKY
MPHUCBSIYCHO 0araTo HAyKOBUX Mpalb BITYU3-
HSHUX aBTOpiB. BmimB ocoOucroro mponmaxy
SK CKJIQZIOBOi MapKETHHTOBUX KOMYHIKAIlii Ha
TISUTBHICTD MIAIPUEMCTB O0yiio posrisHyto O. L.
3opinoto, B. 0. ®aneenko, iioro mepesaru ta
Henoniku BuBueHo B. B. 3emu, C. 0. Coii-
Mmoro, B. B. Kpucoro, ocobmmuBocTi nepcoHalb-
HOTO MPOJaXy Ha 3apyO1>KHOMY PUHKY JOCIHIJI-

xyBanu O. @. Murans [2], a Ha yKpaiHCBKOMY
punky M. B. Jlsix, M. M. Mamuusn [3]. [Ipote y
JOCITIDKEHHAX Mallo YBard MNPUIUISIETBCSA CY-
YACHUM TEXHIKaM MEePCOHAIBHOTO MPOJAKY
TOBapiB.

®opmyJIlOBaHHSI MeTH cTaTTi. MeToro
CTaTTi € CUCTeMAaTH3Aallisl CydaCHUX TEXHIK Iep-
COHANILHOTO TMPOJAXy TOBapiB Ta aHami3 ix
€(EeKTUBHOCTI y pi3HUX 0i3HEC-KOHTEKCTaX.

Buxiaa ocHOBHOro mMarepiajy aocJia-
JKeHHsl. YcCHimHuii Oi3HeC, Opi€HTOBAHUN Ha
poaxi, HEMOXKJIMBHNA 0e3 BUKOPUCTAHHS Bi-
JOMHUX TEXHIK MPOAAXy Ta YITKO BU3HAYCHHUX
€TaliB MpOJaXy. YCIHIIIHI IPOJaBIi 37aTHI
imeHTH(IKyBaTH MOTPeOH KIIi€HTA, 3aIpPOIOHY-
BaTH PINICHHS, SKi BIAMOBIAIOTH IIUM IOTpE-
6am, Ta OynyBaTH MillHI CTOCYHKH JIJIsl TIOBTOP-
HUX ITOKYTIOK.

Ilepconanvuuii npooasxc — 1ue ¢opma
OPSMOTO MAapKETHHTY, IO Tependadae iHAnBi-
JyadbHy B3a€EMOJII0 MiX MPOJABIEM 1 MOTEH-
IHAM TIOKYIIIEM 3 METOK iH(OopMyBaHHS,
NepeKOHaHHs Ta YKJIaJeHHs yroau. Ha Bigminy
BiJl MacoBOTO 200 HU(POBOTO MAPKETUHTY, BiH
OpIEHTOBaHMI Ha TMOOYIOBY JTOBrOTPHUBAIUX
B3a€MHH 1 3a0€3MEYCHHS] BUCOKOTO PIiBHS JIOBi-
pu. Lleit minxix ocoOIMBO aKTyalbHHH Yy Cer-
meHTax B2B, mpodeciiinux mociyr, mpemiym-
NpoayKTax 1 cdepax, Ae MOKyIMelb MOTpedye
JeTanbHOl KOoHCynbTalli. Ha cboromni mepco-
HAIBHU MPOJIaXK € OJHUM 3 Halle(DeKTHUBHIIINUX
IHCTPYMEHTIB 30yTy TOBapiB.

Posrnsinemo ocobiusocmi nepconanbHo2o
npoodasicy, SIKI BIAPI3HAIOTH WOTO BiJ 1HIIHMX
¢dopM mpocyBaHHS TOBapiB 1 MOCIyr (Hampu-
KJIaJ, PEKJIaMH YU TIPSIMOTO MapKETHUHTY):

1. Ocobucma xomyHixayis

[lepconanbamii  mpopaxk  mepeadadae
MPSIMUI KOHTAKT MK MTPOJABIEM 1 TTOKYTIIIEM —
TeleoHHAa PO3MOBA, 3YyCTpid, JAEMOHCTpaLlis,
BiJIC03B 30K TOIIO.

IlepeBaru:

— ONEepaTUBHE aJanTyBaHHS Ha TMOBIIOM-
JICHHS;

— BCTAHOBJICHHSI €MOIITHOTO KOHTAaKTy 1
JOBIPH.

2. Opienmayis Ha iHOUBIOYaIbHI nompe-
ou KuiecHma

[IponaBens HE MPOCTO MPOIOHYE TMPO-
IyKT, a BUSBJSE peaibHI MOTpeOU KIi€HTa 1
nigoupae iHIUBIIyalbHE PIlICHHS.

IlepeBaru:
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— BUIIA WMOBIPHICTh YCHIITHOTO 3aBep-
IICHHSI POJIAXKY;

— NIABUILEHHS 3a0BOJIEHOCTI KJII€HTA.

3. Inyukicmo i adoanmusHicmo

[IponaBens MoOk€ MUTTEBO 3MIHIOBATH
CBOIO CTpAaTerio, MPE3eHTAIlil0 a00 TaKTUKY
3aJICKHO BiJ peakilii kiienTa. Hanpuknan, mic-
7Sl 3arepeyueHHs KIIEHTa Npo LiHY MPOAaBelb
MOJK€ 3aIllpOIIOHYBATH allbTEPHATUBHE PILLICHHS
a00 T0JTaTKOBY LIHHICTb.

4. Moocnusicms nepekoHanHs i 06poOKuU
3anepeuens

Ha Bigminy Bix pekiiamu, TI€pCOHaIbLHUN
MpoJaXX Ja€ 3MOTY BIIMOBICTH HAa CYMHIBH,
MOSICHUTH, 3acHokoiTh mokymnus. Hampukmian,
SKIIO KJIIEHT CYMHIBAETHCS Yy SKOCTI, MpPOja-
Bellb MOX€E NPOAEMOHCTPYBaTH cepTudikaTu
a00 BIATYKHM 1HIIMX KITIEHTIB.

5. I[lobyoosa 00620cmpoxosux cmocyHKie

[Ipomax He 3aBepUIyETHCS MICHs Mepeaa-
4yl TOBapy — MpOJAaBElb MIATPUMYE KOHTAKT,
HajJa€ MiCISATPONaKHUN cepBic, Gopmye J0-
SUTBHICTb.

Ilepesaru:

— TIOBTOPHI ITPOJIAXKI;

— peKOMEeH Il IHITUM KITIEHTaM.

6. Bucoxa eapmicms i mpusanicms npo-
yecy

[lepconanbHi mpogaxki 4acTto MHOTpedy-
I0Th OlJIbLIIE Yacy Ta BUTPAT, HI)K MAcOBI METO-
U TIPOCYBaHHS, ajié BOHHM OKYMAIOTHCS MPHU
CKJIaJTHUX, JOPOTUX a00 JIOBrOCTPOKOBUX IIPO-
nykrax/mocnyrax (B2B, koHcanTuHT, TexHiKa,
HEPYXOMICTB).

7. Inmepaxkmuenuii xapaxmep

[Tpomaxk — 1€ TBOCTOPOHHIM MpOIIEC: TO-
KyIelb TaKoX BIUIMBAE HAa XiJ PO3MOBH, IH-
TaHHs, rpomno3uuli. B pe3ynbraTi MaeMo OuIbII
epeKTUBHY Ieperadyy LIHHOCTI Ta MOOYIOBY
B3a€EMOPO3YMIHHS.

8. Bucoka xeanighikayis nepconany

[Iponasers Mae BOJOMITH HE JIMIIE 3HAH-
HSM TPOJYKTY, a ¥ HaBUYKaMH KOMYHIKaIlii,
TICUXOJIOT11, TEXHIK MIepeKOHaHHS [4].

[Iporiec mepcoHaIbHOrO MPOJAXY TOBa-
piB MOKHa IPEICTaBUTH Yy BUIJISAII MOCTIIO0B-
HuX eTamiB (puc.l).

Ilepwuti eman NepCOHAIBHOTO MPOAAKY
MOB'I3aHUM 13 BCTAHOBJICHHSM KOHTAaKTy 3 Ha-
SIBHUM YM TIOTEHIIIWHUM TOKymieM. Big Bia-
KPUTOCTI MOKYIILIA, 3 OJJHOrO OOKY, Ta 3/1aTHOC-
Ti MPOJABL MPUBEPHYTU HOTO yBary, 3 I1HIIO-

ro, 3JICKUTh YCTAaHOBJICHHS 1/a00 30epekeHHs
B32€MOBITHOCHH.

Jlpyeuii eman — BUSBICHHS MOTpeO II0-
kynis. [IpogaBenr TOBHHEH YBa)XXHO BHCITyXa-
TH MOKYIIS Ta PETEJbHO BU3HAYUTU HOTO MOT-
pebu. Ilokynens 3aBxau Oaxxae mpuadaTH TO-
Bap, AKUIl 3370BOJIbHsIE NeBHI morpedbu. Tomy
OCHOBOIO TIEPCOHAILHOTO MPOJAXy IOBUHEH
OyTH HEe MPOCTO TOBAap Ta HOro XapaKTepUCTH-
KW, @ BUTOJU JJIs TIOKYIIIS B Pe3yibTaTi MPHI-
OaHHS TOBapy.

1. BeraHOBIEHHA KOHTAKTY 3 MOKYIILEM

2. BuapneHHA NOTPedH MOKyMIIA

3. Ilpesenranin

4. IlogomaHHA MOXKIHBHX 3allepedcHb

5. 3nilicHeHHA MPOTAKY

6. HacTymmuit KOHTAKT 3 HOKYIIIEM

Puc. 1. IIpornec mepcoHaNbHOTO MPOIAKY
TOBapiB
Jxeperno: ckiageHo aBTopaMu

Tpemiti eman nependavae MpeaCTaBICHHS
TOBapy MOKYII0. Bix Toro, sk mpozaasern npes-
CTaBHUTh TOBAP, 3AJICKUTH CIPHHAHATTS TTOKYIILIEM
JTAHOTO TOBapy 1, BIANOBIIHO, 3allIKaBICHICTh Y
npu10aHHl.  3anpolOHOBAaHUM TOBap IOBUHEH
OyTH ONTUMAJIbHUM PIIIEHHSIM /I8 HOKYNIs B
pO3B’si3aHHI Horo mpobiemu. ToMy OCHOBHUM
3aBJIaHHSM TPOJABL HA JAHOMY €Tami € apry-
MEHTOBaHE OOIPYHTYBaHHSI IPABUIIBHOCTI BUOOPY
JTAHOTO TOBapy cepen Oe3mivi iHmMX. SIKIo apry-
MEHTH TIPOJIABII OYIyTh HE JOCTATHHO TIEPEKOH-
JIMBI, y TOKYIIS MOXYTh BUHHUKHYTU CYMHIBH
ta(un) 3amepedyeHHs. Jlnsg iX moponmaHHS ICHYeE
yemeepmuil eman NPOLECY NEPCOHATBHOTO IIPO-
Ty TOBapiB — MOJIOJAHHS MOXKIIUBUX 3arepe-
yeHb. UM Kpallle npojaBels BMi€ MpauioBaTu
3 3allepeueHHsIMU, TUM BUIIE HMOBIPHICTH yC-
HIIIHOTO yKJIagaHHs yroau. Ilponasens moBu-
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HEH HaBECTH CWJIbHI CTOPOHHU 3alpONOHOBAHO-
ro ToBapy 1 cmabKi CTOpPOHM TOBapiB-
KOHKYPEHTIB.

['0710BHOIO METOI0 TEPCOHAIBHOTO IPO-
naxy € Oe3nocepefHe 3IMCHEHHS MPOAAXY —
n’amuti eman. OQHAK HE KOXEH KOHTAaKT i3
MOTEHLIMHUM TMOKYIIIEM MOXE IOXOAUTHU 10
I[LOTO eTany. BUHATKOBE 3HAYCHHS Ma€ BMIHHS
MPOJABIS BIIYYTH MOMEHT TOTOBHOCTI MOKYII-
s 10 KymiBii. Y IbOMY pa3i KOPUCHUMH MO-
KYThb BUSBHUTHUCS 3HAHHA PI3HOMAHITHUX CHI-
HaJIiB (CIIOBECHHUX 1 Bi3yalbHHX), sIKI HaJCHUJIA€E
MOTEHIIMHUNA TOKYIelb. 3a3BUYald, SKIIIO I0-
KyNelb NMPUHHSB PILICHHS MPO KYIIBIIO TOBa-
Py, BiH TTIOYMHAE PO3MIPKOBYBATH, K Oy/e BH-
KOPHCTOBYBaTH TIOKYIIKY, TOH MOro TOJIOCY
cTae OUTBII APYKHIM Ta CHOKiitHUM. B 1eit mo-
MEHT TIPOJaBellb ITOBUHEH 3alpOINOHYBATH
3MIHCHUTHU PO3pPaxXyHOK 3a oOpaHuil ToBap. k-
0 y TOKYIS BUHUKHYTh CYMHIBH, MOXHa
3aMpornoHyBaTU WOMY 3HUKKY YU 1HIIUNA TIpU-
€MHUI OOHYC.

[Ticns mpomaxky ToBapy HacTynae OCTaH-
HIA wocmuti eman, SIKOMY HE BCI TPOAABIIL
MPUAUISIOTH IOCTaTHBO YBaru, a came, HacTYyII-
HUW KOHTAKT 3 KJIIEHTOM. BiH Moe BiOyBaTu-
Csl TMO-pI3HOMY B 3alIe)KHOCTI Bia creuudiku
ToBapy. [IpogaBens MOXe 3alIPOCUTH TIOKYIIIIS
710 3I1MCHEHHs] HACTYIMHOI MOKYIIKH, CIOBICTH-
TH TIPO HAJIXOJDKEHHS HOBUX TOBApIB, SKI MO-
KYTh 3aI[lKaBUTH TOKYMI ab0 MOBIAOMUTH
mpo akmii 4u BUTIAHI mpomo3uili. B Oymab-
SKOMY pa3i yBara 3 OOKy MIpOAABIS 3aBKIU
Oy/ie olliHEeHa TTOKYIIIIEM.

[Ipu ycmimHOMY BHKOHaHHI BCIX €TalliB
MPOJIaXy, TMEpeTIYeHnX BHINE, MPOJABII MO-
KYTh pealli3yBaTH CBOIO MPOAYKIIO 3 MaKCH-
MaJbHOIO €(EeKTUBHICTIO, a KIIEHTH OyayTh
3aJI0BOJICHI TMOKYMKOI0. AJie Ba)JIMBO TaKOXK
BUKOPUCTOBYBATH CIIELlIajbHI TEXHIKU MpPOjaa-
Ky, SIKI JIOTIOMOXKYTh CXWJIMTH TMOTEHLIHHOTO
MOKYTIIIA JI0 3/iHCHEHHS TOKYIKH [5].

Texuiku npooadcie y NepcoHAlIbHOMY
npooadicy — 1e CYKYIHICTh IJIECTIPSIMOBAHHUX
KOMYHIKQTUBHUX, TICUXOJIOT1YHUX 1 TTOBEIIHKO-
BUX IMPHUIOMIB, SIKI 3aCTOCOBYE IMpPOJABELb Y
mporeci 0codbucToi B3a€EMOIT 3 MOTEHIIHHUM
MOKYIIIEM 3 METOI BUSBJICHHS MOTped, ¢op-
MyBaHHS 3alliKaBIE€HHS, MOJOJIAHHS 3amepe-
YeHb Ta e()EKTHUBHOTO 3aBEPIICHHS YTOIH.

JloTpuMaHHsST eTamiB Ta BHKOPUCTaHHS
Cy4aCHHMX TEXHIK MPOJIaXy IOIOMarae CTpyK-

TypyBaTH MpPOLEC, YHUKHYTU MOMMJIOK, ITiJIBU-
IUTH e(PEeKTUBHICTh KOMYHIKAIlIi 3 KIIIEHTaMHU
Ta 3a0e3MeYnTH Kpauuil pe3ynbrar yroau. Poz-
TJITHEMO JEAKI TEXHIKM MPOJaxy Oimbil fe-
TaJbHO.

1. Knmacuuna TtexHika (KOHCYJIbTaTHUBHI
mpojaxi) — 1e ¢popMar Npoaaxy, e MEHEIKEp
BUCTYIIA€ B SIKOCTI MEHTOpa i Joromarae Kili-
€HTY CHOYAaTKy BM3HAUUTU #oro morpedu, a
MOTIM TMOKAa3ye, K IX MOXKHA 3aJI0BOJBHUTH 32
JIOTIOMOT'0F0 TTOCAYr ab0 MPOAYKTIB KOMIaHIi.
’KomHoro THCKy Ha KJIi€HTa — BCE MPOXOIUTH y
dbopmari koHcynbTalii. OCHOBHI €Tanmy BHKO-
pHUCTaHHS 1Li€l TEXHIKU CIIBIAAAI0Th 13 3arajb-
HOTIPUHHATUMH, 5IKi OyJIO OMKMCAaHO BHUIIE, TOMY
TEXHIKa Ma€ Ha3By — KJacuuHa. Taky TexHIKy
MOKHAa BHUKOPHCTOBYBATH, SIKIO KOMIAHIsA
MPOIOHYE 0araTo CXOXHUX IMPOIYKTIB, HA 3pa-
30K CTPaxOBOK a00 pi3HUX opMaTiB HAaBYAHHSI.
be3 meBHOT eKCIepTH3H JIIOIMHI caMiil CKIIaTHO
OPUMHATA PIIICHHS, TOMY MOTPiOHA KOHCYJIb-
tauis ¢daxisig [6].

2. II3I1 (mpuBepHYTH yBary, 3alliKaBUTH
MOKYIIIS, IPOJAATH TOBAp) — HAMMPOCTIIIA TeX-
HiKa MPOAAXy TOBapiB, fKa MIAXOAUTH KOMIIa-
HisSIM, IO MPAIIOIOTh Y PO3api0 ISl MIBHIKUX
MPOJaXiB HEAOPOTHX TOBapiB/moCHyr 3 6e3mo-
CepeIHIM )KHBUM KOHTAKTOM 3 TTOKYIIIIEM.

3. AIDA (attention — yBara, interest — in-
tepec, desire — Oaxanus, action — mis) — 1e
MOJieJIb B3a€MOJIl MPOJABI 3 TMOKYIIEM Ha
HUIAXy A0 Nokynku. KoxkHe ciioBo y Ha3Bi Bij-
MOBia€ eTamy, KU MPOXOIUTh MOKYIEIb Bif
3HaOMCTBA 3 MPOAYKTOM JI0 MOKYIKH. 3 KOXK-
HUM HOBHM €TalloM KUJIbKICTh 3alliKaBICHUX
KJIIEHTIB 3MEHIIyeThcsl. OCHOBHE 3aBAaHHS
MOJIeJIl — 3alliKaBUTH Ha MEpIIOMY eTami Hai-
OUTBIIY KITBKICTh KJIIEHTIB. SIKIIO Bi3yasi3yBa-
TH TIPOIIEC, OTPUMAEMO BOPOHKY, MO SIKii Mpo-
CYBa€ThCS KIIEHT BIJ TMEPIIOTrO eTamy [0
ocranHboro. Texnika AIDA mae Garato crminb-
Horo 3 II3I1, ane kpamie MiAXOAUTH AJIT KOH-
TaKTy 3 BEJIMKOIO KUIBKICTIO MOTEHUIHHUX IO-
KYIIITIB.

4. SPIN (Situation, Problem, Implica-
tion, Need-payoff) — ne Texuika mpomaxis, 3a-
CHOBaHA Ha YOTUPHOX IpyHax MUTAHb:

— cuTYyaliiHi — 36ip iHdopmarii npo KoH-
TEKCT, y skoMy mnepebyBae kmieHT. Lle momo-
MOK€ BU3HAYUTH, SKUM YHHOM TIPOTO3HIIisL
MPOJABISI MOXKE 3aJI0BOJBHHUTH MOTPeOM  II0-
KyTIIST;
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— mpoOJeMHI — MUTaHHS, M0 JT03BOJISIFOTH
BUSIBUTH TPYAHOILI, SIKi IMOCTAIOTh Iepel Io-
KYIIIIEM;

— MUTaHHS MPO HACHIIJIKM — aKIEHTYBaHHS
yBaru Ha HETAaTMBHOMY BIUIMBI HpoOieM Ha
KUTTSI TIOKYTILIS;

— po3B’si3aHHA MPOOJIEMU KIII€EHTA — MPOjaa-
BEIb IOBUHEH 3aIPONOHYBATH MOKYIIIIO TOBAp
(mocmyry), SIKUi BUPIIIUTE HOTO TPOOIEMY.

l'onoBHa mepeBara Iii€l TEXHIKH — 4yepes
PO3MOBY IMiJIBECTH MOKYMISI A0 CaMOCTIHHOIO
pilleHHS KYyNHTH T€, B YOMY 3alliKaBJICHUU
npoaaserb. Texaika SPIN miaxoauts KoMIiaHi-
SM, IO MPOJAIOTh JOPOTi TOBApH Ta MOCIYTH
[6].

5. SNAP-nponmax (abo THy4ykHd mpo-
naxx) — abpesiarypa 31 CiB:

—Simple (;erkicTp) — mporec Mae OyTH
npocTuM s Kiienrta. [lpomaBens MoOBUHEH
JIOHECTU KIIIE€HTY, L0 BUPIIMIEHHS HOro IMpo-
OnemMHu — 11e JIerKa 3a/1a4a.

—iNvaluable (uinHicTh) — npoMO3MILis
MpoJaBisl Mae OyTH LIHHOIO IJIS MOKYIIS, a
TaKOX KPAIO0 32 MPOMO3HIIii KOHKYPCHTIB.

—Algin  (BimmoBimHICTh) — HEOOXiIHO
MPOIMOHYBAaTH TOKYII[I0O HE MPOCTO TOBap, a
pO3B’s13aHHS IPOOJIEMH.

—Priorities (npiopuTeTHICTh) — IPOJABEIH
MOBUHEH MOTHUBYBATH IMOKYMISI 3pOOUTH  TIO-
KYKy TYT 1 3apa3, MOXIJHBO, OCOOJIMBHMHU
YMOBaMH, IKUX HE Ma€ y KOHKYPEHTIB.

Texnika SNAP-mpogaxiB — onTumaib-
HUW BapiaHT AJs KOMIIaHi{, 10 MPAaIfol0Th Ha
pPUHKaX 3 BUCOKMM PIBHEM KOHKYpEHIIIi Ta moc-
TIHHUMHU 3MiHaMH, i SKi Tpeba MiANamToBY-
Batucs [8, 9].

6. Konnenryanbni npogaxi. CyTs i€l
TEXHIKH B TOMY, 1100 3ampoOIrOHyBaTH HE TOBAp
abo mociyry, a KOHLEIIII0 — ifealbHe BHpI-
mieHHs1 npoOjemMu KiieHTta. g mporo mnpojaa-
Bellb TOBHHEH IIPOBECTU pETENbHUN aHami3
npoOiieMy KIII€HTa Ta 3HAWTU pILIEHHS, SKe
MaKCHMaJbHO BIAITye 0OHABI cTopoHU. KoH-
LenTyajabHl MpoAaXKi HailyacTille BHKOPUCTO-
BYIOTH JUIS MIPOAAXY BEIMKOIO KOMILJIEKCY MO-
cnyr y cdepax, A€ AKICTh BaXKIJIMBIIIA 32 KiJTb-
KICTb.

7. Yenenmx-nponaxie (Challenger) — e
TEXHiKa, B OCHOBI1 SIKOT JIGKUTh HAIAroKEHHS
JIOBIPYMX CTOCYHKIB 3 KIIIEHTOM 32 paxyHOK
cBo€ei ekcrnepTHocTi. CrouaTky NpojaBelb
dbopmye B ouyax KII€HTa CBIA IMIK €KCIepTa,

SIKUW TapHO pO3yMi€eTbes y cdepi Oi3Hecy K-
€HTa Ta 3HA€E CIOCi0 BUPIMIECHHS HOTO MPOOIeM.
[ToTiM B mporieci HaIaroHKEHHs JOBIPYHX CTO-
CYHKIB INpOJIaBellb BU3HAYa€ peajbHi MOTpedu
nokynisa. Jlani mpojaBenb BXKE KEpye XOI0M
yroJy, OCKUIbKM MOKYIEIb HOMYy MOBHICTIO
noBipsie. YeneHpK-npoak Migidae JuIsl peati-
3arii Oyab-sikux nociyr y cermenti B2B [10].

8. MEDDIC - Texnika mpomaxy, ska
MiXOANTh KOMITaHIsIM, IO TMPAIIOIOTh B KOP-
MOPaTHBHOMY CEKTOpi, Ta CIPSMOBaHa Ha OCO-
Oy, 1m0 OiIbII 32 BCIX BIUIMBAE HA MPHUHATTS
pIIIEHB.

— Metrics — mokasHUKH, 33 SKHMH OI[iHIO-
€ThCS €KOHOMIYHA BUTOJA BiJl YTOIU IS KJTi-
€HTA,

— Economic Buyer — ekOHOMIYHHI TOKY-
nemnp, abo ocoba, sKka MpHiMae PIIICHHS PO
MOKYIIKY;

— Decision Process — kputepii NpUHHATTS
pIIIICHHS;

— Decision Criteria — nporec NpHHHATTS
pIIICHHS MMOTSHIIIHHUM KITIEHTOM;

— ldentify Pain — Bu3nadennst 600 — miHa
B1JIMOBH BiJl BUPIIICHHS Ii€T IPOOIEMH;

— Champion — Bu3HayeHHs o0co0OH, sKa
OUTBIII 32 BCIX BIUITMBAE HA MPUUHSATTS PIllICHb.

Mera 1i€l TEXHIKM — BHABJIECHHSI OCOOH,
siKa OUIBIN 3a BCIX BIUIMBA€ HAa MPUUHSATTS Pi-
IIEHb 3 METOI0 MIABHUILEHHS e€()EeKTHBHOCTI Ta
TOYHOCTI YKJIaJIaHHS YTO/I.

9. Sandler — rtexnika B2B mnpoaaxis,
po3pobnena J[lesinom Cenanepom y 1960-x
pOKax, siKa aKIEHTY€e yBary Ha CTBOPEHHI J0-
BIpUMX BIIHOCHH Ta PO3YMiHHI OTpeO KIII€HTA.
Ile He arpecuBHa TeXHIKa MPOJAXIB, a (HOKYyCY-
BaHHS Ha JOBTOCTPOKOBIN cmiBmpari. [Ipoma-
BeIlb IIOBUHEH CTaTH HAIIWHUM PaJHUKOM JIJIs
KIII€HTA, a HE MPOCTO MOCTAYalIbHUKOM TOBapiB
YU ITOCIIYT.

10. ADAPT-TexHika, CyTHICTb SIKOI IO-
JsAra€ B aKTHUBI3alli MOKYyNUS A0 HPUNHHATTA
pIIIEHHS MPO TOKYIKY 4Yepe3 S5 MOCHiAOBHHUX
3aIATaHb:

Assessment — o1iHIOBaJIbHI;

Discovery — npo0iemMHi;

Activation — akTuBi3yroui;

Projection — mpoekTupyroui;

Transition — nepexiHi.

B mporieci BizmoBiii Ha 3aUTaHHS MTOKY-
Telb BiT4yBa€e TOTOBHICTH BXKE 3apa3 BUPILIUTH
cBOI0 TmpobieMy. B meit MOMEHT mpoaaBelh
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MMOBUHEH CTBOPUTH MIHHICTH MOXJIHUBOTO Pi-
IIICHHSI.

11. GAP-Selling — rexnika mnpomaxis
JUTSL TUX BHIAJIKIB, KOJU KITIEHT HE 30MPaEThCs
IIOCh KYITYBaTH, ajie TPOJIaBellb Tpa€ Ha CITiB-
CTaBJICHHI «0YJIO-CTaHE» 3a JIOTIOMOIOI0 YOTH-
pHOX THIIIB 3alMTaHb: MPOOJIEMHHUX, IMPOIEC-
HUX, TPOBOKYIOUMX Ta MiATBEPKYBaIbHUX. B
pe3yibTaTi Oeciiu MOKYIelb BITIYBA€ PiI3HUITIO
Ta MPUIMaE PIIICHHS PO MOKYIKY.

12. Customer Centric Selling — xmienTo-
Opi€EHTOBaHA TEXHIKa MNPOJAXIB, SKa IPYHTY-

€ThCS Ha MOOYIOBI JIOBTUX B3a€EMOBIJIHOCHH 3
KIIEHTOM, B pe3yJbTaTi YOro MpPOAABLIO HE
MOTPIOHO TIEPEKOHYBATH TMOKYIIlSA 3AIHCHUTH
nokymnky. KimieHT 3Hae npojasiis, A0Bipsie oMy
1 Kynye y HbOro. PO3rsHyTI TEXHIKH MPOAAKy
cucreMaTn3oBaHo B Tab6m.l. IcHyroTh 1 iHmII
TEXHIKH, SKi BUKOPUCTOBYIOTHCSI MEHIIIE.
Amnaui3 epeKTUBHOCTI AEAKHX CyYaCHHUX TEXHIK
MIEPCOHAILHOTO MPOIAXKY Y PI3HUX O13HEC-KOH
tekcrax (B2B, B2C, mocmyru, TeXHOJOTiUHI
MPOJIYKTH) HABEJIEHO B TAOJHIII 2.

Taomums 1

TexHiku MpoIaKy TOBapiB Ta MOCIYT

Hassa tex- CyTb TeXHIKH Jl1s1 IkMX KOMIIaHil miIX0AUTh Jtst IKuX TIpoJIaKiB T AXOAUTH
HIKH
Knacnuna JomomorTu kiieHTy obpatu | Kommanii, siki 3aiiMaroThCst IIpomaxi mo BXiHUX 3asBKax
TEXHiKa ToBap (MOCIyry) PO31piOHOIO TOPTiBIEIO, IHTEP-
HeT-MarasuH

1311 [MpuBepHyTH yBary kiienra, | Kommasii, siki 3aiiMatoTbcst [IBunki npoaaxi HEAOPOTHX
IIpe3eHTyBaTH TOBap Ta PO31piOHOI0 TOPTiBIEIO TOBapiB 3 )KUBHM KOHTAKTOM 3
poJaTH MOKYTMIEM

AIDA [IpuBepHYTH yBary noTeH- Kommnanii, siki 3aiiMaroThest [IBunki npoaaxi HEAOPOTHX
LifHOTO KITI€HTA Ta BUKITHU- PO31piOHOO TOPTiBIIEIO, PH- TOBApIB, KOJIH OE3MOCepeTHIH
KaTH OaKaHHA MpUuAdaTH TeI-Mepexi KOHTAKTOM 3 ITOKYIIIIEM MOXKE

OyTH yCKIIaJTHCHUM

SPIN [MigmToBXHYTH KIIi€HTA 10 Kommasnii, siki mpogarots gopori | CminkyBaHHS 3 0c000¥0, IO
BHCHOBKIB, 5IKi JJOIOMOXYTh | TOBapH Ta MOCIYTH mpuitMae pillieHHs Ta CUTYaIii
HOMY IPUHHATH PIlICHHAS KOJIH B IpuAOaHHI TOBapy BOHA HE

3alliKkaBjeHa

SNAP Jlonecmu yinnicmo npooyk- KomMmasii, 1110 mpaiorTh Ha CrpoiieHHs IpoIEecy MPOAaKy
my, npu YbOMy MAKCUMALbLHO | PUHKAX 3 BUCOKUM PIBHEM KOH- | CKJIQJHMX IPOIYKTIB
cnpocmumu Xio yeoou KypeHIIii Ta MOCTIHHUMU 3MiHa-

MU

Konnenrya- | IIpomatu He ToBap, a #oro KomnaHii, st SIKuX sIKiCTh Ha [Mponaxk KpYNHMAM KIIiEHTaM B

JIbHI TIPOJia- | KOHIIETILIIO HepuIoMy micui CKJIAJIHUX YMOBaXx

Ki

Uenenmx Hanazooocennsn dosipuux B2B-kommnaHnii [Iponak BEMMKUX CKIIATHUX MPO-
CMOCYHKI8 3 KIIEHMOM 3d IyKTiB Ta MPOAYKTIB, IO CKJIa-
PAXYHOK CBOET eKCnepmHoc- JTAIOTHCS 3 0araTh0X YacTHH
mi

MEDDIC BusBineHHs ocoOH, sika Kommanii, mo npamtorTs B CkI1aiHi Ta TOPOTOBapTICHI MPO-
OLTBII 32 BCiX BIUIMBAa€E Ha KOPIIOPAaTHBHOMY CEKTOPI Iaxi B cextopi B2B
MPUHHSATTS PillICHb

Sandler [obymoBa moBrocrpokoBux | Kommanii, ayst sIKUX BasKJIHBi [pomaxi B cexktopi B2B
B3a€MOBITHOCHH 3 KITIEHTOM | TIOBTOPHI IPOJaXi

ADAPT AxTuBi3anis MoTUBarii Kommnasii, siki mpogaroTe Ha JloporoBapTicHi poaxi
MTOKYIILSL IO IPUAHSTTS BEJIMKI YeKU
piIIeHHS PO MOKYTIKY

GAP-Selling | Crionykanss 1o yroau, komu | Kommasii, ki MponoHyOTh IIpomaxi B cextopi B2B
€ CIIBCTaBJICHHS «0OyIo- TOBApPH YH MOCITYTH JIsl Oi3HECY
CTaHey

Customer Texwnika, opieHTOBaHa Ha Pobota Ha prHKaxX 3 BHCOKOIO [ToOynoBa TOBruX B3a€MOBITHO-

Centric moTpedu Ta mobaXkaHHS KOHKYPEHIIi€10 CHH 3 KIJIIEHTOM

Selling KJII€HTa

I[)Kepeﬂoz CKJIAICHO aBTOpaMu
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Tabmms 2
[TopiBHsuIbHA TaONUIS €PEKTUBHOCTI JSSIKUX CYYaCHUX TEXHIK MEPCOHATIBLHOTO MPOJIAXKyY
OBT1 IIHK- Koportki .
. A 1 p IliHOBa
TexHiKka B2B B2C 7Y TIpojia- LIIKJIN IgnoBamii .
YYTJIHUBICTb
Ky MIPOJAKY
SPIN Bucoka Husbka Taxk Hi YacTtkoBO ITomipnaa
SNAP Bucoxka Cepenns OOMexREeHO Tak YacTkoBO ITomipHa
Consultative | Bucoka Cepenns Tak Hi YacTkoBO ITomipHa
Challenger Bucoka Huseka Tak [aomi Tak Hi

JIxepeno: CKIaseHo aBTopaMu

Benuka KinbKICTh TEXHIK MPOJAXKY € pe-
3yJbTATOM TOTO, IO ICHYIOTH Pi3HI IMOKYIII,
pi3Hi puHKH, pi3Hi ToBapu. CydacHUU mepco-
HaJIbHUM TPOAAXK I'PYHTYETbCA Ha TIMOOKOMY
PO3YyMiHHI KilieHTa, TOOYAOBI JIOBIpH Ta THYY-
KOMY BHKOpHUCTaHHI iHcTpymeHTiB. KoxHa 3
PO3TISIHYTHX TEXHIK Ma€ BIAacHY crenu(iky Ta
edeKTUBHA B MEBHUX yMOBax. BuxopucraHHs
SPIN Tta xiacuuHoOi TexHiKM fouiabHe B B2B-
npojaxax, Toai sk SNAP — y mBUIKKX HUKIaxX
npomaxy. MOXINBO, BUKOPUCTAHHS OJHI€T
TeXHIKM Oyae HeZOoCTaTHIM, TOMI HeoOXigHO
KOMOIHYBAaTH Pi3HI TEXHIKH IS JTOCSITHEHHS
MOTPIOHOTO Pe3yabTaTy.

Bapro 3a3HaunTH, 10 HA Cy4acHOMY eTa-
I PO3BUTKY CYCHUIbCTBa LHU(pOBI3allis Bce
gacrime 3MiHIe (opMaT MepCOHAITBHOTO TPO-
naxy. I[HCTpyMEHTM IUTYYHOTO 1HTEJEKTY,
CRM-cucremu, aBTOMaTH3aIlisi BOPOHOK IIPO-
JaXiB — yce 1€ J1a€ 3MOT'y 1HTerpyBaTH KJIacH-
YHI TEXHIKM B HOB1 KaHalu KOMyHikamii. 30ip
JAHUX TIPO MOBEJIHKY KJIIEHTA O3BOJISE ajar-
TyBaTH IOBIJOMJIEHHS Ta (OpMyBaTH 1HJIMBI-
nyanbHi mporno3uiii. OHnaitH-poaaxi, BiJeo-
KOHCYJIbTAIlll, BIpTyajbHI JE€MOHCTpalii cTa-
I0OTh HOBOIO HOPMOIO Yy TII€pCOHATI30BAHOMY
MiIX0M1 10 Kii€HTa. BukopucranHs cydacHHX

TEXHOJIOTI 3HAYHO MiABUILYE €(PEKTUBHICTDH
poOOTH KOMaHAM TNPOAaXKIB. ABTOMaTH3AIliSA
JIO3BOJISIE 3MCHIIUTU Yac, BUTPAYCHUU HA Py-
TUHHI 3aBJIaHHS, 3HIKYE KUTbKICTh IIOMHUJIOK Ta
JIOTIOMAara€ 30CEpPEeIUTUCh Ha CTPATEeTIdHHX
acreKTax MpoJaxy.

Cydacui CRM-cucremu J103BOJISIFOTH aB-
TOMaTHU3yBaTH 0araro MpoIeciB, TAKUX SK:

—  YIOpaBITiHHSI KOHTAKTaMH: aBTOMATH-
YHE JIOJaBaHHS Ta OHOBJICHHS JaHUX KIIEHTIB,
HaraJyBaHHs PO HACTYIIHI 3yCTpidi;

—  BHUCTaBJICHHSA PaxyHKiB 1 MiATOTOBKa
JIOTOBOPIB: aBTOMAaTUYHE CTBOPEHHS JTOKYMECH-
TiB Ha OCHOBI I1a0JIOHIB;

— 00po0Oka 3amuTiB: aBTOMAaTH4YHI BiJ-
MOBIJIl HAa 3aIUTH KJIIE€HTIB Yepe3 4ar-00TiB abo
e-mail.

Yar-60TH 103BOJSIOTH aBTOMAaTU3YBaTH
CIIIJIKYBaHHS 3 KJI€HTAMH Ha TEPIIUX eTarax
B3aeMoJlii. BoHM MOXyTh BiANOBICTH Ha 06a30B1
MUATaHHS, JOTIOMOTTH 3 BHOOpPOM TOBapy abo
OpraHi3yBaTH 3yCTpid i3 MEHEKEPOM.

IcHytoTh creniangbHi mporpamu i aB-
TOMaTH3aIlii MPOAaxiB, sIKI JO3BOJSIOTH KOHT-
POJIIOBATH BEJNMKY KUIBKICTH IMpOLIECiB y O13He-
ci, BiJ 300py JaHUX 0 B3a€EMOJIIi 3 KJIIEHTaMU
(Tabmuus 3).

Tabmums 3
[HCcTpyMeHTH aBTOMAaTH3alll] POLIECY MPOJIAKY
IncTpymeHT Onuc [TepeBarn
CRM-cucrema Cucrema a5 ynpaBiIiHHS KOH- ABTomaru3ariis 300py JaHHX, 3BIT-

TaMH

TAKTAMHM Ta B3aEMOIIEIO 3 KITi€H-

HOCTI

Yar-00tHn

[HCTpYyMEHTH JIJIsl aBTOMATHYHO-
TO CIUIKYBaHHS 3 KIIIEHTaMH

[[IBuaka oOpoOKa 3amuTiB, JOCTYI
24/7

[Iporpamue 3a6e3re-

YEHHs JJIS aHaNi3y T3y AaHUX

[HcTpymenTu anst 300py Ta aHa-

MOXXITHBICTh OTPUMYBATH B peaib-
HOMY Yaci 3BiTH Ta aHali3 eQeKTHB-
HOCTI

I[)KepCJ'IOI CKJIAICHO aBTOpaMu
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Haiikpami pe3ynapTaTd JAEMOHCTPYIOTH
KOMIIaHii, 110 BOPOBAIAWIN TiOPUAHUN MiAXIT
1o mipoaaxis. CitiJl BpaxOByBaTH HOBITHI TPEH-
My CIIOHBYIM TOBEIIHII, 00 aganTyBaTH
CBOI cTpaTerii 70 3MiH pUHKY. Taki Oi3HecH
CTBOPIOIOTH IIUTICHY CUCTEMY, JIC:

—1udpoBi KaHAIM BHKOHYIOTH POJIb IEp-
II0r0 KOHTAKTy Ta KBaJli(ikamii KOHTAKTiB,

—KOHTEHT-MapKETUHT IOCTYIIOBO IiJ[BH-
1rye 0013HaHICTh 1 TOTOBHICTB 0 MOKYIIKH;

—TIePCOHAJIbHI KOMYHIKaIlll BCTYIAIOTh Y
rpy Ha eTari, KOJH KIIEHT y)Xe Mae 6a3oBe po-
3YMIHHSI IPOJYKTY;

—aBTOMaTu3alis Oepe Ha ceOe PYyTHHHI
3aBJlaHHsI, BHUBUIBHSIIOYM 4Yac TPOJABIIB IS
CKJIaJHUX TIEPETOBOPIB.

Ileii iHTErpOBaHMA MiAXIJ TO3BOJISIE 30€-
perTH IiHHI €JEMEHTH >KHBOTO CITUIKYBaHHS,
OJTHOYACHO BUKOPUCTOBYIOUHM IepeBard Iud-
POBHX TEXHOJIOTIM JUIsi MacmTaOyBaHHS Ta
nepcoHati3alii B3aeMoii 3 KIIiEHTaMH.

BucnoBku. KoxxeH BUpPOOHHMK u4u TOCE-
PEIHUK HAMaraeTbCs MPOAATH CBOI TOBapH (I10-
CIIyTH) SIKOMOTa BHUTiHIIIE. AJse 3aBXIu Tpeda
nam’sTaT, o SKICHUA Ta e()EeKTUBHUH TpO-
T — 1Ie He Juie Hadip eramiB, a i iJMA Ha-
Oip 1HCTPYMEHTIB 1 MiAXOAIB, sIKI BapTO ajam-
TyBaTH JI0 OCOOJNMBOCTEH Bamoro Oi3Hecy.
[TocTiliHe BIOCKOHAJIEHHS CBOIX TEXHIK 1 CTpa-
TET1{ JT03BOJIUTH JIOCATTH YCHIXY B OYIb-IKOMY
613Hecl, He3aJIeXKHO Bijl HOro po3Mipy uu cepu
TISUTBHOCTI.
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MANAGEMENT

MANAGEMENT OF MODERN PERSONAL SALES TECHNIQUES
IN VARIOUS BUSINESS CONTEXTS
I. A. Alieksieienko, Senior Lecturer, Ukrainian State University of Science and Technology, Dnipro,
H. Yu. Shportko, Ph. D (Ttechn.), Associate Professor, Ukrainian State University of Science and
Technology, Dnipro

Methods. In the process of preparing the article, a complex of scientific methods of cognition
was used, which allowed for a comprehensive study of modern personal selling techniques: analysis
and synthesis of scientific literature — to study the theoretical foundations of personal selling and
classify techniques used in global and domestic practice; comparative method — to compare the ef-
fectiveness of individual techniques; content analysis of publications — to identify current trends and
challenges in the field of personal selling; graphic visualization — to build a schematic model of the
stages of personal selling and structuring the comparison results.

Results. The features of personal selling are considered. A scheme of personal selling stages
has been developed, which integrates preparation, establishing contact, identifying needs, present-
ing a solution, dealing with objections, closing the deal, and after-sales support.

Modern personal selling techniques have been systematized, including SPIN Selling, Consul-
tative Selling, SNAP Selling, etc. A comparative analysis of the effectiveness of techniques in dif-
ferent business contexts has been conducted. It has been determined that personal selling techniques
need to be adapted to the digital environment, in particular the use of CRM systems, chatbots, spe-
cial programs for sales automation and customer behavior analytics.

It has been confirmed that the use of modern personal selling techniques increases the likeli-
hood of a successful deal, the level of customer satisfaction and forms long-term relationships.

Novelty. The scientific novelty lies in the systematization of modern personal selling tech-
niques, taking into account their adaptability to various business contexts and psychological charac-
teristics of consumers in the digital age.

Practical value. The results of the study have practical significance for sales specialists,
heads of commercial departments and teachers of economic and business disciplines: The proposed
classification of modern personal selling techniques can be used for training and advanced training
of sales managers.

A comparative table of the effectiveness of techniques in different business contexts contrib-
utes to making informed management decisions regarding the implementation of appropriate sales
methods. The developed model of personal selling stages can serve as a practical tool for structuring
the work of a salesperson and forming an effective strategy for interacting with the client.

The research materials can be integrated into training courses in marketing, entrepreneurship,
trade and business communications. The approaches discussed in the article can be used to create
sales standards and scripts in companies seeking to optimize personal service processes.

Keywords: sales management, personal selling, sales techniques, digital environment, CRM
system.
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