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AHOTALISA

Xpinko J1.0. Cucrema cTumyIl0BaHHs 30yTy AJ1s1 0aHKIBCbKOI0 MPOAYKTY H
LVISAXHU 1I BAOCKOHAJICHHS.

Kpamidikamiitna poOoTa mNpuUCBAIYEHA BHUBYCHHIO TEOPETUYHUX  ACICKTIB
CTUMYJIIOBaHHA 30yTy y KOMIUIEKCI MAapKETHHTOBHX KOMYHIKaIiid. Po3risHyTo
3arajibHy Kjiacu@ikaiiiro MpuioMiB Ta 3aco01B CTUMYOBaHHS 30yTy. IIpoananizoBana
mapketunroBa JisibHICTE AT «YHIBEPCAJI BAHK». IlpeacraBneni HampsiMu
BJIOCKOHAJIEHHSI CHCTEMH CTUMYJIIOBaHHS 30yTy 1 npoaykty AT «YHIBEPCAJI
BAHK». ¥V mnporeci pobotn 3po0jieHO BHCHOBKM Ta TPOIO3HINI MO0 CTBOPEHHS
ontumasibHOro npoaykrooro psay AT «YHIBEPCAJI BAHK» Ha ocHOBI cy4acHHMX
iH(hopMaIiHUX TeXHOJIOTI. Pe3ynbratm po3poOOK MOXYyThb OyTH BHKOPUCTaHI B
MPAKTUYHINA MapKETUHTOBIHN MisUTBHOCTI.

KurouoBi cioBa: puHOK (iHaHCOBUX MOCTYT, 30yT, MapKETUHIOBA JisUIbHICTH,
KOHKYPEHTOCTIPOMOKHICTh, CTI0OKHBayl, MAPKETHHTOBE TJIAHYBaHHS.

SUMMARY

Hripko D.O. Sales promotion system for banking product and ways to
Improve it.

The Master’s thesisis devoted to the study of theoretical aspects of sales
promotion in the complex of marketing communications. The general classification of
methods and means of sales promotion is considered. The marketing activity of JSC
"UNIVERSAL BANK" was analyzed. Areas of improvement of the sales promotion
system for the product of JSC "UNIVERSAL BANK" are presented. In the course of
the work, conclusions and suggestions were made regarding the creation of the optimal
product range of JSC "UNIVERSAL BANK" on the basis of modern information
technologies. Development results can be used in practical marketing activities.

Keywords: financial services market, sales, marketing activity, competitiveness,
consumers, marketing planning.



2 1 72 U O P 4
PO3AIJT 1. TEOPETUYHI ACIIEKTU CTHUMVYJIIOBAHHA 3bVYTY VY
KOMIIIEKCI MAPKETUHI OBUX KOMYHIKAIIMN. ..o 7

1.1. Micue Ta 3HauY€HHs CTUMYJIOBaHHsS 30yTy B KOMILJIEKCI MapKETHHIOBUX
KOMYHIKAITIF . .0.v0eveeereeeeeeteesteesseeseessessesseesseesseessesssasssesseessessseessesssesssesssesseessesssens 7

1.2. 3aranpHa knacudikallis IpuioMiB Ta 3aC001B CTUMYJIIOBaHHS 30yTy......... 12

1.3. JocBia 3apyOi>kHUX OaHKIB y IPOCYBaHHI CBOTO MPOAYKTY Ha PUHKY......... 17
PO3/ILT 2. AHAJII3 MAPKETUHI'OBOI AIAJIbBHOCTI AT «YHIBEPCAJI
BAHEKD ... o 22
2.1. XapakTepucTHKa roCoapChKoi JiSUTbHOCTI Ta BHYTPIITHBOTO CEPEIOBHILA
AT « YHIBEPCAJI BAHK» ...t 22
2.2. Oris1 OCHOBHUX TEHACHIIN PUHKY (DIHAHCOBHUX TOCIYT . ...ceuvvnsvnnnvnnas 24

2.3. AHai3 30BHIITHROTO MAPKETHHIOBOTO CEPEIOBHIIA I AMPHUEMCTBA. . ........ 29
2.3.1. AHATI3 MIKPOCCPEIOBHIIIA. . ... eeeeneeeneeeneenneenneenneensereeenseensernserens 31
2.3.2. Anani3 makpocepenoBuia. PEST-anamiz..............ooooiiiiiiini i, 34
2.4. SWOT- anami3a Ta BH3HAUECHHS OCHOBHUX HAIPSAMKIB JisSUTBHOCTI
100010 10)7 (Y (3 ¥ : 1 A 37
PO31JI 3. HAITPSIMU YIOCKOHAJIEHHA CUCTEMU
CTUMVYJIIOBAHHA 3bYTY JJIA TIPOAYKTY AT « YHIBEPCAJI BAHK» 40
3.1. Pozpobka omtumanbHOro mpoaykroBoro paxy AT «YHIBEPCAJI
3.2. Po3po6ka 3axo0/1iB I10/10 YAOCKOHAJIEHHS cUcTeMU 30yTy s mpoaykty AT

«YHIBEPCAJI BAHK» HA  OCHOBI Cy4aCHHX 1H(hOopMaLIIHHUAX

TEXHOIIOTTH ... tvtentesteenteniettete e st et et ettt e s e ste bt et e stesbeebeent e b e bt esbenbesbeeneeneenteebeene o1
3.3. Broker 1 o1iHKa ePEKTUBHOCTI 3aMPOITOHOBAHUX 3aXO0IB .....uvvvennsnenne. 59
BUCHOBKU. ... e, 69
CIIMCOK BUKOPUCTAHUX JIKEPEJL. ..o 72

HOHATKH ................................................................................. ; ;






