Cexuisi 1 ®THAHCOBI MEXAHI3MH IHHOBAIIMHOI'O PO3BUTKY

EKOHOMIKHA

Ceinepcbkuii B.I1., ®pigman O.A. Yrpasninas (piHaHCOBUMHU PU3UKAMU MIAIMPUEMCTBA............... 3
AbpamoBa .M. KnacrepHa cucrema iHHOBAaLlIHHOTO PO3BUTKY XAPKIBCHKOTO PETIOHY ...c.vvevvvvvenness 5)
BectryxkeBa C.B. CyyacHuii ctaH HETapr(pHOTO PETYIIOBAHHS K CKIAI0BOT

30BHIITHHOTOPTOBEIBHOT TTOMITHKH Y KPATHH ... uvvieiutviessieiesiieeessteessssesssssesssssesssssesssssessssessnsneens 9
Birnan LA., JlaukoBa JLI. [Tutanas aHTHKpU30BOTO (DiHAHCOBOTO YIIPaBJIiHHS

T ITPHAEMCTBAMHE TOPTIBIIL 1. vvvteuvviessttestseesstseesseesssseeessseesssseesssseesssseesssseessssesssnessssesssseessnsees 12
Bonnapenko I.M. AxtyanbHi TpOOIeMH (IHAHCYBAHHS OFOJIIKETY vovvvveevreeeireessiressssresssinessssneessnes 14
N3zmaiinosnu C.B. llHHOBalMOHHBIE IOIXO/IbI K YIIPABICHHUIO PECYpPCAMU U PUCKAMHU OaHKa........ 15

CaarBincbkuii ML.A. [IpoGiemu (iHaHCyBaHHS IHHOBAIIITHOI AiSTIBHOCTI MIAIPUEMCTB B IIUIAX
320€3MEUCHHS TX CKOHOMITHOT OC3TICKHI ... .eevviviiiiesresieesteestesseeste e e b e ne s e b e n e nneenennes 17
®daneesa I'.M. 3acTocyBaHHs MMOIATKOBOI 3HIKKH 3 MOJIATKY Ha JOX01H (Pi3UUHUX 0ci0: HOBAIIil

BAKOHOIABCTBE tvvvvtuustsseeseesssssnsssssesssesssssnssssesssssssssnnsseesssssssssnnssteeetesssssssnsnteeeseesssssnnnnteeeeeeessnns 19
Caaranosu4 H.B. BoriieueHnue npeanpruHUMaTeIbCTBa B UHBECTUIUOHHYIO JCSITEIBHOCTD B

HEJIAX CTAOMIM3AIMA YKOHOMHKH MAJTBIX TOPOOB ...vuvvrtieseerseesteensessesstessessesssesssessesssesssesses 22
Becconosa I'.Il. CyTHICTh KamiTaIbHUX 1HBECTHIIIH [Tl 3a0€3MeueHHs] PO3BUTKY IIPOIECY

BHPOOHIIITBA ... .vveeuteeesutteesiteeauseeasseeeasseeasseesateteaabeeeanteeeanbeeeanbe e e ambe e e abbeeenbeeeabbeeenreeennneeanneas 25
Bonnapenko M.I. EKOHOMIYHI acIeKTH 3ay4eHHs iHO3eMHUX IHBECTHLIIN B YMOBax

BN (01072 1) 6 7= 0 6§ 29
Mopo3 M.O. [lorpuMaHHs iHBECTUIIHOT O€3IeKN K HEOAMIHHA YMOBA IHHOBAI[IHHOTO

PO3BUTKY CKOHOMIKHI Y KPATHH ... .vveeuteeiiteeteeasteesieessseessesasseesseessseessesssseessesssneessessnneesnessnnesnsenas 31
Omninko T.A. CtaH Ta NepCHeKTUBU PO3BUTKY 1IHHOBAIIHUX KIACTEPIB XAPKIBIIUHH ......ccevvenenens 34

Cexyisn 2 TIOJCBKI PECYPCH B CYUACHUX YMOBAX: TEHJAEHIIII,
IMPOBJIEMMU, NIEPCITEKTUBU
JMopomenko I'.O. ComianbHuil A1aor K IHCTPYMEHT Y3TOJKEHHS 1HTEPECiB PI3HUX COL[IAIbHUX

TPYH Ta AEPHKABHUX THCTHUTYTIB ...veiureeureesseessreasreessneasseessreaneessssassesssnesneessesassesssnssnesssessnneenes 37
Baunncbka O.M. MotuBalist paiiBHUKIB Y CUCTEMI YIPABIIHHS JIIOJCHKUMH PECYPCAMH........... 40
Bonnapenko A.M., bonaapenko B.A. 3aranbHi NpUHIKIY 1 METOM TOOYIOBH CUCTEMHU

YIIPABIITHHS TIEPCOHAIOM ...uvieutiiesteesrtsseesteessessessseassesseesbeassesbe e b e e b s esb e e e e s be e sb e e b sbeenbeenenees 43
Kyannuy T.B. MoTtuBaiiist nepcoHany miAnprueMCTBA B KOHTEKCTI MOTPE0 MPAIIBHUKIB ................ 44
ITycroBas B.B. KagpoBas noauTHKa Kak MHCTPYMEHT pealu3aliuy LeJIei U 3a/1a4 yIpaBJICHUs

S 01eT0)  E2) (0L S PP 47
IMonomapenko O.0., Bexmins K.B. IIpiopurern po3BUTKY MOTHBaIlll HaliMaHOT Mpalll Ha

Makpo Ta MIKpOEKOHOMIYHOMY PiBHI B YMOBax pe(pOopMyBaHHS €KOHOMIKH YKpaiHH........... 50
Casuyenko H.B. Po3BUTOK 110ACHKOT0 KamiTaly: CTpaTeriyHi NpiOPUTETH €BPONEHCHKUX CITYXKO

T 17055 4 Xo Lo & DT T TSP P PR OPR PSP 53
IIycroBas B.B. Ponb u 3HaueHue ynpasiieHUs IEPCOHAIIOM B COBPEMEHHOMN KOHLEIIIUH

MEHEIKMEHTA OPTAHUBALIMH .......veeeatteeaatreeassaesaseeessseeessbeeessbeeessseeessbeeeasseeaasseesbneeasbreesnnneeannnas 55

I'pud C.B. EQexTHBHICTS METO/IIB OLIIHKH MEPCOHATY B CYJACHUX YMOBAX ....vivviveerresiresieeresineneeas 57



«(IHCTHUTYLIHHI TPAHCD®OPMALIII CYYACHOI EKOHOMIKH: BUKJIUKH, IIPOBJIEMH, TIEPCIIEKTHUBH )y

Cexkuisi 3 IEPCIIEKTUBU TA IHHOBAILIII CYYACHOI'O MEHE/DKMEHTY

AnTtonoBa O.B. CyuacHi cucTeMH TIATPUMKH MPHHHATTS YIPABTIHCHKUX PIIICHB.....ccvvrvveieeneene 61
IMaBaos K.B. [1aTOMHCTUTYTHI 1 UMIIOPTO3aMEIIAIOIIAST MOJICITb MOJCPHU3AIMH YKOHOMHUKH ........ 63
Ba3suwnwok B.B. IIpo6iiemu 3a0e3meueHHs CTajaoro po3BUTKY BUAABHUYO-TIOTIrpadiaHol

D188 0109 ¢ (0o o AR 66

IcaeB JI.M. OriHka npaBa KOPUCYBaHHS JO3BOJICHOIO IMOTYKHICTIO MIIPUEMCTBA CHEPTETHKH ..... 68
Hyxuna O.A. 3acTocyBaHHS €KOHOMETPHUYHOTO aHAIII3Y JUISl IPOrHO3YBAHHS MOKa3HHUKIB

e(eKTUBHOCTI BUKOPHCTAHHS OCHOBHUX 3aC00iB Y CUIbCBKOMY T'OCIIOAPCTBI YKpaiHH....... 71
Cutauk H.I. Exocuctema crapramniB YKpaiHHU: CyYaCHUN CTAH PO3BUTKY ...ecverveerveenerieesreessesneniens 74
Sobolieva-Tereshchenko O. Loyalty systems. current contents and classification ...............c..c....... 77
nmmapboBa JI.O. Oco6iMBOCTI BUAIB TUTAHYBaHHS AISUTBHOCTI MANPHUEMCTBA Y CyYaCHUX

D 0] 3 QPP OPPPR 79
I'pu6 C.B. [Ipo6iemu ynpaBiaiHHS BUTpATaMHU POCIMHHUIITBA CLIbCHKOTOCIIOAAPCHKUX

U801 11007 (a0 (o & - S PP ORI 81

KoBanenko-MapuenkoBa €.B. OuiHouyHi moka3HUKH GOPMYBaHHS MOTEHITIATY Oy/iBEIbHOT

Cexkuisa 4 OBJIIKOBO-AHAJIITUYHE 3ABE3INIEYEHHSA ®YHKIIOHYBAHHA
CYB’EKTIB OCIIOJAPIOBAHHS B YMOBAX EKOHOMIYHO1
HEBU3HAYEHOCTI

Jlazapummuna L./I. KopucHicTs aHaniTu4yHoi iHpopMallii B yMOBaxX €eKOHOMIYHOI HEBU3HAYEHOCTI. 86
Birnan I.A. O6nikoBo-aHamITHUHE 3a0€3MeYCHHS] aHTUKPU30BOT0 (PIHAHCOBOTO YIPABITIHHSI

LU D1 1007 (a0 (o - 1Y 1 PP 88
KopoJroxk T.M. JlocmiKeHHSI TEMaTHKU TUCEPTAIliid 3 MUTaHb PU3HUKY B CUCTEMI OOJIIKY,

QHAITIBY TA AYIIHITY «evveereeeanreeseeasreeaseeasneesseeaseeasseaneessse e seeasneaaseeasr e e meessneeareeasneenneeanneeaneeennee e 91
KoctiokoBa C.H. ABTOpcKast KOHLENIUSI 0€3yOBITOYHOCTH J1€ATENbHOCTH CTPOUTEIBHBIX

OpPraHMU3AIMI C YUETOM OTPACHEBBIX OCOOCHHOCTEM ...evvvevrierieniriesieesireesiee s sree e s 94
Capnoscbka LB, O6nikoBe 3a0e3neueHHs ynpaBiiHHA 013HEC-IPOLIECaMU 13 3aCTOCYBaHAM

THCTPYMEHTAPII0 OYXTaNTEPCHKOTO THKHHIPHHTY ....vvivierriiiriiteerissnessiessessssssessnessnesseesnessnssees 96
Inexkan M.B. ITutanns opranizaiiiiHoro 3a6e3rneyeHHs NepeoliHKY HeMaTepialbHUX aKTHBIB

12 E T U B 0103 0) 7 (a0 (o1 0 2 QTP PO UR PP PSPPI 98
Bepuro A.B. CoBepiiieHCTBOBaHHE YUETHO-aHATUTUYECKOTO 0OECIIEYSHHS CTPAXOBBIX BBITLIAT

10 BUJIAM CTPAaXOBAHUS UHBIM, YEM CTPAXOBAHUE JKUBHU ....veevviveeveenresieesieenesnesseensesnenseas 102
lapa O.1. HartionanbHi cTanapTu o0JiKy y IepKaBHOMY CEKTOpI: HOBAIIi1 Ta MpooyieMu

TIEPEXOTY JIO TX BACTOCYBAHHS ... ..veervveesreessreasneessreasseessreassesasneasseessneessesasneesneesnreensesanneennessnnes 104
Zharnikova V. Accounting of expenses in organizingwholesale internet trade................ccccovennene. 106
JlazapumuH A.B. 3HaueHHs QyHKIINA aHATITUYHOTO 3a0€3MeYeHHS B YIIpaBIIiHHI

D001 0010) 7 (01 (o 010 ST PP TSR PP PP 108

Hocauy H.M., Kamena H.Bb. Opranizauis o0xiky peanizaiii ToBapiB B iHpopMaLiiiHiil cuctemi
YOPABIIHHS T1ITPUEMCTBOM TOPTIBIIL «.eveiureeieeasriesireareesseeaseessneaneessesaneessnssneesseeasneesnnesnnes 109

Kyxap M.®. 3naueHHs aHaliTUYHOI 1H(OpMAallii B yIpaBiIiHHI €EKOHOMIYHOIO 0€3MEeK0I0
100011027 (a0 (o & - T TP UPROPPRPPPR 112



MDKHAPOJHA HAYKOBO-IIPAKTUYHA IHTEPHET-KOH®EPEHI]IA

Sobolieva-Tereshchenko Olena
Ph.D. degree in Economics
Borys Grinchenko Kyiv University

LOYALTY SYSTEMS. CURRENT CONTENTS AND CLASSIFICATION

Loyalty systems become as important part of sales activity, which provides additional
opportunities for company in comparison with competitors, attracts new or retains existing buyers
and customers. The main part of loyalty system is loyalty programs, which represents the package
of incentives and privileges, discounts, offers, charges and bonuses. Effective management of
loyalty in a modern environment requires comprehensive classification scheme of different types of
loyalty systems for customers and buyers. In prospect classification of loyalty systems will deeper
and supplemented due to the rapid development sales activity.

Keywords: loyalty system; classification of loyalty system; buyers; customers; sales activity;
loyalty program.

Relevance. Today, effective management of relationships with buyers and customers plays a
crucial role in shaping a positive image of the company, expansion of sales activities and its scopes.
Therefore, improving relationships with buyers and customers based on modern systems of loyalty
is the foundation for further development of the company, sales increase, retention of existing
market positions in the face of fierce competition for customers.

Many retailers have adopted a system of loyalty as an appropriate mechanism to create
visual distinction and competitive advantage. In the final count, the loyalty system should provide
incentives to customers who have a certain value, or move to reduce churn and customers to
competitors.

Purpose of the research. The purpose of this research is review current content of loyalty
system in period of the introduction new forms of sales activity and elaboration comprehensive
classification of loyalty system.

Main thesis.

Significant contribution to research on the loyalty systems of companies have made
domestic economists. Among the significant representatives of the national economic thought,
problem of which reflected in studies, include the works of T. Valentinova [6, P.71-73], 1. V.
Yurko, O. M. Karas® [2, P.242-244], M.M. Ivankova [3, P.66-70].

Also exploring of various aspects of loyalty programs are reflected in the works of foreign
scientists and practitioners: S. Butcher [1, P.10-27]. P. Gamble [4, P.316-350], F. Newell [5, P.253-
270].

However, not all aspects of this fundamental problem are fully considered in view of its
novelty, diversity and scientific consideration of question.

Last times in Ukraine are extremely popular different systems and loyalty programs: storage
and discount cards, various sweepstakes and prizes, loyalty cards.

Companies continue to look for different methods and ways to emphasize their loyalty
system using a combination of fees and costs, simplify the conversion of points to rewards,
momentary exchange points for partner’s products, joint programs for maximum efficiency.

Herewith often very often the concept «loyalty system» equated or confused with concept
«loyalty programy» or the processing system of loyalty, although the gist of these concepts is
significantly different.

The concept of loyalty system is more sizeable and includes several elements, such as
customer base, marketing systems, loyalty, loyalty program, the processing system of loyalty
management systems, loyalty and KPI of management.

Loyalty program - a package of incentives and privileges, methods of discounts, offers,
charges and write-off bonuses. Loyalty programs are the key element of the company’s loyalty in
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the management of relationships with consumers.

The processing system of loyalty - a technologically-analytical platform for automation
systems loyalty. (CRM, platform of remuneration or other software that allows you to predict how
customers will behave tomorrow and how his behavior will impact at business indexes)

In conclusion, we present a comprehensive classification of different types of loyalty for
buyers and customers:

Depending on the orientation of the segment of buyers and customers loyalty system can be
divided into two groups: focused on the B2B (Business to Business) segment and focused on the
B2C (Business to Customers) segment.

According to the type of ownership of the processing system of loyalty, which are used
loyalty system can be self-developed, proprietary acquired IT companies, outsourcing, coalition and
partnership.

Depending on toolkit to attract customers divided into three groups: pricing, non-price and
mixed.

Due to the presence or absence of certain conditions or entrance barriers for participants of
loyalty system, they are divided into: open or closed.

Depending on the customer’s identity in software, loyalty systems are divided into:
personalized, not personalized, comprehensive.

According to the specific management and marketing of loyalty system, they can be
externally-organized, internally organized and with the combined organization.

Depending on the number of participants in loyalty system can be one-component, two-
component, and multi-component system.

Based on the fact that loyalty system increasingly used by most companies, in their
development they will try to be differencing as much as possible of each other and will be focused
on expanding existing relationships.

Conclusions.

The main element of scientific innovation, which is reflected in this article is determining
the difference between loyalty programs and loyalty systems, and also developed by author
classification of loyalty in the consumer market.

Due to the rapid development of loyalty systems presented classification should in future
become deeper and supplemented.
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