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AHOTALIA

Miminuyk ['.C. Illnaxu axTuBizamii npoaaxiB mnaphymMepHHX BHpPOOIB B
CHeIiai30BaHUX TOPrOBEJIbHUX MiANPUEMCTBAX.

Y po6oTi pO3IIIIHYTO TEOPETHYHI ACMEKTH JTOCHIJKEHHS METOJIB MPOAaXIB.
[TpoananizoBaHo cTaH 1 TEHAEHIII pUHKY Map@yMEpHUX TOBApiB, PO3TISHYTI CydacH1
METOJM MPOJAXIB MapPpyMepHUX TOBApiB Ta METOAWYHI MIAXOAM IO OIHKU SIKOCTI
nappymMepHUX BUPOOIB.

JlociKeHo MisIbHICTh TOProBeabHoi Mepexi "boMona" Ta 11 acopTUMEHTHHIA
psa. [IpoBeneHo OIiHKY AKOCTI MapPyMepHUX BUPOOiIB B TOPTiBEIbHIN MEpExi.

Hamano mpomoswmmii momo 30UTbIIEHHS OOCATIB TPOAaXy 3a TOTMOMOTOI0
aKTUBHUX METOJMIB TMPOJaXiB, CTBOPEHO OH-JailH 1atrgopMy MarasuHy Ta
po3po0IIeHO mporpamy 3 Mmijadopy napdymy BiAMOBIAHO JO 3allMTIB CIIOXKHBadiB. 3a
pPaxyHOK CeTMEHTYBaHHs pUHKY mnapdymepHux toBapiB B TM "bomonn" Bu3HaueHO
HOPTPET NOTEHUIWHOTO MOKYIIS Ta pO3pO0JIEHO peKJIaMHy KOMIIaHIIo.

KittouoBi ciioBa: akTHBi3allisi, METOAM MPOJIaXiB, TappyMepHi BUPOOU, SKICTb,
ACOPTUMEHT, CErMEHTYBAaHHS.

SUMMARY

Milinchuk H.S. Substantiation of ways to intensify sales of perfumes in
specialized trading companies.

The theoretical aspects of research of sales methods are considered in the work.
The state and tendencies of the market of perfumery goods are analyzed, modern
methods of sales of perfumery goods and methodical approaches to an estimation of
their quality of perfumery products are considered.

The activity of the Beaumonde retail chain and its range are studied. The
quality of perfume products in the trade network was assessed.

Proposals were made to increase sales through active sales methods, an online
store platform was created and a perfume selection program was developed in
accordance with consumer demands. Due to the segmentation of the perfume market
in Beaumonde TM, a portrait of a potential buyer was identified and an advertising
campaign was developed.

Key words: activation, sales methods, perfume products, quality, assortment,
segmentation.
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