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AHOTALIIA

Meman O.}O. Y ockoHaneHHs] CUCTEMH MPOAaXxiB mapHyMepHO-KOCMETUYHUX
TOBapIB.

VY po6oTi po3IIISIHYTO TEOPETUYHI ACTIEKTH AOCTIXKEHHSI CHCTEMH MPOJAAKIB HA
TOProBeNbHUX MignpueMcTBax. [lpoanamizoBaHo cTaH 1 TEHJEHIII PUHKY
napdyMepHO-KOCMEeTHYHUX ToBapiB. HaBeneHo knacudikaiiiro, TOKa3HUKHU SIKOCTI Ta
ITOPUTM MOOYTIOBU CUCTEMH MTPOJIAXkKiB HA TOPTrOBEIHLHOMY M1IPUEMCTBI.

JlocnmpkeHO cUCTeMU MpojaxiB mnapdymepHo-KocMeTuuHuX BHUPoOIB [1I1
«Kenp». HaBeneno opranizaiiiHO-eKOHOMIYHY XapaKTepucTHKy aisuibHOCTI [1I1
«Kenp», ne mnpoBogmiocs AochiKeHHS. JlocmipkeHO acOpTUMEHT Ta SIKICTh
nap@yMepHO-KOCMETUYHUX ToBapiB, mo peami3dytorbes [II1 «Kenp». PosrisHyto
JI0Yy CUCTEMY MOTHUBAIllI MPAI[iBHUKIB MIOJ0 MIABUIIECHHS OCHOBHUX IMOKA3HUKIB
nismbHOCT I «Kempy.

[IpoBeneHO cerMeHTyBaHHS MOKYIIIB NappyMEPHO-KOCMETUYHUX TOBAPIB JJIs
CKJIaJlaHHs mopTpeTy mnoTeHuiHoro cnoxkuBada [II «Keap». Jlocmimxeno
dbopMyBaHHS JIOSJIBHOCTI CIOKMBAYiB SK OAWMH 3 HampsAMiB  301JIbIIEHHS
npubytkoBocti [T «Kenp». IlpornozoBano o6csr mpoxaxkiB IIIT «Kemp». s
yJIOCKOHAJIEHHS Moro cucteMu npojaxiB. Po3pobiieno crannapt oociyroByBanss [111
«Kenp» B yacTHHI MOTHBAITI] MTpaIliBHUKIB.

KirouoBi cnoBa: mapdyMepHO-KOCMETHYHI TOBapH, CHCTEMa, MPOJAXKI,
TOPTOBUM MIEPCOHAJ, OOCITYTrOBYBaHHS, CIIO’KUBAY, JIOSUIbHICTh, CETMEHTYBAHHS.

SUMMARY

Meshal Olena. 'Tmprovement of the Sales System for Perfumery and Cosmetic
Goods'.

This paper examines the theoretical aspects of researching sales systems in retail
enterprises. The current state and market trends of perfumery and cosmetic goods are
analyzed. It provides a classification, quality indicators, and an algorithm for
constructing a sales system for perfumery and cosmetic goods in a retail enterprise.

The sales systems of perfumery and cosmetic products by «Kedr» have been
studied. An organizational and economic characterization of «Kedr» activities, where
the research was conducted, is provided. The assortment and quality of the perfumery
and cosmetic goods sold by «Kedr» have been researched. The existing employee
motivation system, aimed at improving the key performance indicators of «Kedr», has
been examined.

Customer segmentation for perfumery and cosmetic products has been
conducted to create a portrait of the potential consumer for «Kedr». The formation of
consumer loyalty, as a direction for increasing the profitability of «Kedr», has been
studied. Sales volume forecasts for «Kedr» have been made to improve its sales system.
A service standard for «Kedr», in terms of employee motivation, has been developed.
This is part of the abstract for a qualification work.

Key words: perfumery and cosmetic products, sales system, sales staff, service,
consumer, loyalty, segmentation.



3MICT
AHOTAIIISA

BCTVYII

PO31JI 1. TEOPETUYHI ACIHEKTHU JIOCHIIXXEHHA CHUCTEMU
[MPOAAXIB HA TOPTOBEJIbHUX TIIITPUEMCTBAX

1.1. Cran 1 TenaeHI1i puHKY nappyMepHO-KOCMETUYHHUX TOBApPIB

1.2. [TapdymepHi Ta kocMeTHYHI BUpOOU: Kinacudikaiis. [lokasHUKH SKOCTI.
1.3. AnroputM mOOYAOBM CHCTEMH TMPOAAXIB HA TOPTOBEIHHOMY
MIIPUEMCTBI Ta BUOIp MPUUHATHOI CUCTEMH ISl TapPyMEpHO-KOCMETUYHUX
TOBapiB

PO31I 2. JOCJI/DKEHHA CUCTEMU TTPOAAXIB ITAPOYMEPHO-
KOCMETHNYHMX BUPOBIB IIIT «kKEJIP»

2.1. OpranizaniiiHo-ekOHOMIYHA xapakTepucTtrka AisuibHocTi [T «Kenp»
2.2. JlocmiKeHHs acCOPTUMEHTY Ta SKOCTI NappyMepHO-KOCMETUYHHUX
toBapiB 111 «Kenp»

2.3. Jlirtoya cucteMa MOTHUBALli MPalIBHUKIB MO0 MiJABUIIEHHS OCHOBHHX
noka3HukiB aisutbHOCTI TTIT «Kenp»

PO31JI 3. TIPOTHO3YBAHHA TMPOJAXIB TA YJIOCKOHAJIEHHA
CUCTEMMU ITPOJAXIB IIIT «KEJIP>»

3.1. CerMeHTyBaHHS TOKYMIB MapHyMEepHO-KOCMETUYHUX TOBApiB s
CKJIaJaHHs IOPTPeTy noTeHIiiHoro cnoxupaua [I1 «Kenp»

3.2. ®opmyBaHHS JOSIBHOCTI CIIOKMBAYIB SIK OJIMH 3 HAMPAMIB 3017IbIIICHHS
npudytkoBocTi [IT «Kemp»

3.3. [Iporuo3yBaHHsi 00CSTIB MPOAaXiB MaphyMEpPHO-KOCMETUYHUX TOBApPiB
[IT «Kenp» 11t yA0CKOHANIEHHS 110401 CUCTEMU

3.4. Po3pobka crangapty obciyropyBanHs [1I1 «Keap» B wacTtuni moTuBaiii
IpaIliBHUKIB

BHUCHOBKM I ITPOIIO3ULIII

CITMCOK BUKOPUCTAHUX IXKEPEJI

JNOIOATKUA

11

11
17

23

30

30

34

42

50

50

59

67

70

76
81
87



