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POJIb TOBAPHO-LIIHOBOI NOMITUKA B CUCTEMI
CTPATEIN4YHOIO MAPKETUHIY NIANPUEMCTBA

Y crTaTTi AOChimXYETbCS POfib TOBAPHO-LIHOBOI MOMITUKA 5K KIKOYOBOTO €MEMEHTY CUCTeMM
CTpaTeriYyHoro MapkeTUHry nignpueMcTaa Ta ii BNnvB Ha POPMYBaHHS KOHKYPEHTHUX nepesar, PUHKO-
Be Mo3wLitoBaHHs i 3abe3neyeHHst CTanoro po3BMTKY B YMOBax AMHAMIYHOTO PUHKOBOIO CepeAoBMLLa.
MeToto gocnimKeHHs € 0BrpyHTyBaHHS poni TOBapHO-LIHOBOI MOMITUKM SK KITKOYOBOIO €MEMEHTY cucTe-
MU CTpaTeriYHoro MapkeTUHry nianpueMcTBa Ta BU3HaYeHHS i BNNMBY Ha POPMYBAHHS KOHKYPEHTHUX
nepeBar, PYHKOBE MO3NLIIIOBaHHS | 3abeaneyeHHs cTanoro po3suUTKy nignpuemctaa. MeTogonoriyHa oc-
HOBA AOCRIHKEHHS 'PYHTYETLCA HA CUCTEMHOMY NiAXOAI, CTPYKTYPHO-MOMYHOMY aHanisi, abctpakTHo-
noriYyHnx Metopax, Lo [O3BOSSE BUABMATY BHYTPILLHI B3aEMO3B'A3KN MK TOBAPHUMU XapakTepucTu-
Kamu, LiHOBUMW DilLEHHAMMW Ta CTpaTeriYHuMK Lingmu nignpuemctaa. AHanis [O3BOMMB y3aranbHUTK
TEOPETMYHI NiAX0AN 4O iHTerpawii ToBapHOi Ta LLiHOBOI NOMITUKM B MApKETUHIOBUX CTpaTerisx. ABTopamu
[l0BeIEHO, LU0 TOBAPHO-L{iHOBA MOSITUKA € iHTErPOBaHNM iHCTPYMEHTOM CTPATErYHOrO MapKETUHTY, LLO
3abe3nevye y3romKeHICTb MiX PUHKOBMMM OYiKyBaHHSMM CMIOXMBAYiB, BHYTPILLIHIMW PECYPCHUMU MOXITU-
BOCTAMM NigNpVYeMCTBa Ta napaMmeTpamit KOHKYPEHTHOTO cepefoBuLLa. 3a pesynbratamn AOCTIIKEHHS
3anponoHOBaHO Mogenb (POpMyBaHHS TOBApHO-LIHOBOI MONiTWKM, sika 3abesnevye KOMMIEKcHe
ynpaBniHHA nopTdenem NpoayKkTiB, aganTauio LiHOBUX cTpaTerin Jo NOBeAiHKW CMOXWBaYiB Ta pUHKO-
BMX YMOB, MaKCUMIi3aLlilo CUHeprii BiZ B3aEMOZIi TOBAPHMX i LIHOBMX Pil€Hb, & TAKOX 3HIDKEHHS PU3MKIB
LiHOBMX BOEH i HeedeKTMBHUX 3HWMKOK. Mogenb nepepnbayae nocnigoBHi etanu po3pobku crparerii:
aHania pYHKOBOI CWTYaLlii, BU3HAYeHHS CTpaTeriyHMX Lineil, CerMeHTaLil0 pUHKY, po3pobKy anbsTepHa-
TWBHWX CTpaTerilt, BUBip onTuManbHoi cTparterii Ta i BNpOBaAKEeHHS 3 MOHITOPUHIOM PEe3ynbTaTiB i KO-
pUryBaHHsSIM Ha OCHOBI 3BOPOTHOTO 3B'A3KY. ABTOpammn 06rpyHTOBaHO METOAMYHI MiAXoam Ao iHTerpauii
TOBapHOi Ta LHOBOI MOMITWKM B CUCTEMYy CTpaTeriYyHoro MapKeTuHry Ta 3abesnedvyloTb OCHOBY ANS
NiABULLEHHSA KOHKYPEHTOCNPOMOXHOCTI MiANPUEMCTB B YMOBAX Cy4aCHOrO PUHKOBOIO CEPEAoBMLLA.
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Beryn. Y cydyacHHX yMoBax raobaaiza-
11ii eKOHOMIiKHM Ta IIOCHA€HHS KOHKYPEHTHOI
OOpOTHOM CcTpaTeriyHWil MapKeTHHT Haly-
Ba€ 0COOAMBOTO 3HAYEHHS JAs 3abe3IedeHHs
JOBIOCTPOKOBOI  KOHKYPEHTOCIPOMOZXKHOCTI
nignmpueMcTB. ToBapHO-IIiHOBa IIOAITHKa €
ONHUM i3 KAIOYOBHUX EAEMEHTIB MapKeTHUH-
roBoi cTpaTerii, 110 BHU3HA4Ya€ PHUHKOBE IIO-
3UIlifOBaHHa KoMmmaHii, ii npubyTkosicTe Ta
3MaTHICTP [0 CTaAOTO PO3BUTKY. IHTerpariia
TOBapHOI Ta IIHOBOI CKAQOBUX Y €AUHY CHC-
TEMY CTpaTeriyHHUX pillleHb MOO3BOASIE IIif-
HIPUEMCTBY e(PeKTHUBHO pearyBaTH Ha 3MiHH
PHUHKOBOTO cepefoBHIIa, (DOPMYyBaTH KOHKY-
PEHTHIi IepeBaru Ta MaKCHUMi3yBaTH CIIOXKHUB-
4y IIiHHIiCTb. ¥ CHCTEMi CTpaTeridyHoro Map-
KEeTHUHIY TOBapHO-IliHOBa II0AITMKA BUKOHYE
Y3roIKyBaAbHY (YHKILIO MiXK PHHKOBUMU
OYIiKyBaHHAMH CIIOXKHBa4iB, BHYTPIlIHIMHA
PECYPCHHUMHM MOXKAUBOCTSIMH ITiAIIPHEMCTBA
Ta IIapaMeTpaMHd KOHKYPEHTHOIO CEpeaOBH-
ma. i peaaizaria mo3Boage chopMyBaTH ITi-
AICHY KOHIIEMIIiI0 TOBapy, B MexXKax fKOi CIIo-
KHBYi BAACTHUBOCTI IPOAYKTY, PiBEHb SKOCTI,
iHHOBAaIliMHICTL Ta IiHa CIPUHAMAIOTBCH SIK
B3aEMOIIOB’d3aHi eAEMEHTH €IHHOI IIHHICHOL
IIPOTIO3UILi].

Pazom 3 TuM, TOBapHO-I[iHOBA IIOAITH-
Ka BUCTyIa€e iHCTPYMEHTOM CTpaTerigyHo-
ro VIpaBAIHHA KUTTEBUM IIHKAOM TOBapy,
OCKIABKH [03BOASIE€ aAallTyBaTH IIPOAYKT 1 IIi-
HOBI pillleHHs 00 3MiH PHHKOBHUX YMOB, PiBHS
KOHKYpPEHIIii Ta MOBEOIHKHU CIIOXKHBadiB Ha
pi3HUX eTarax Horo po3BUTKY. TakuMm 4HHOM,
BOHa 3abes3ledye THYYKICTh i aJaIlTHUBHICTB
CTpaTerivYHOTO MAapKEeTHHIY B yMOBaxX AWHAa-
MiYHOI'0O PHHKOBOT'O CEPEOBHIIA.

MeTor0 mocAifKeHHS € OOIpyHTYBaHHS
POAi TOBapHO-1IiHOBOI IIOAITHKH SIK KAIOYOBOTO
€AeMEHTY CHUCTEMH CTPaTErivyHOro MapKeTHUH-
Iy NiAIpHEMCTBA Ta BU3HAUEHH4 ii BIIAUBY Ha
dopMyBaHHA KOHKYPEHTHHX IIepeBar, pPHH-
KOBe IO3HUIIIOBAHHY 1 3a0e3IIeYeHHda CTAAOTO
PO3BUTKY IIiANPHEMCTBA B YMOBax AUHaMIid-
HOT'O PHHKOBOIO cepefoBHINa. [Iagd JOCATHEH-
HH IIOCTaBAE€HOI METH y CTaTTi HependadeHo
BUpIlIeHHd TaKUX 3aBJaHb:

— YTOYHHTU €KOHOMIUHY CYTHICTb i 3MiCT
TOBapPHO-IIIHOBOI IIOAITHKH B CUCTEMI CTpaTe-
riYHOI'O MapKeTHHTIY;

— JIOCAIIVTH B3a€MO3B’I30K TOBAPHUX i
IIIHOBUX pPillIeHb i3 3araAbHOI0 MapKEeTHHTO-
BOIO CTpAaTETi€l0 MiATIPUEMCTBA;

— BUW3HAYHUTH OCHOBHI YHHHUKU (POpPMY-
BaHHS TOBAapPHO-I[IHOBOI ITIOAITHKH B CY4acHHUX
yMOBax roclofiaploBaHH4;

— OOIpyHTYBAaTH MOJEAb (DOPMYBaHHS
TOBapPHO-IIiHOBOI ITIOAITUKHM B CUCTEMIi cTpaTe-
TiYHOTO MapKETHHTY.

OG’eKT MOCAIIKEHHA — CHCTeMa CTpa-
TETriYHOr0 MAapKEeTHUHIY IIiAIIPUEMCTBA, dKa
BKAIOYAE MEXaHi3MH po3poOKH Ta peaaizarii
TOBapPHO-IIIHOBOI ITOAITUKH, IIPEeIMET — IIPOIie-
cu popMyBaHH4I Ta peaaizarii ToBapHO-IIIHO-
BOi IIOAITHKY B CHCTEMi CTpaTerivyHoro Mapke-
THUHTY OiAIIPHEMCTBA.

Orasan AiTepaTypH. AKTYaABHICTB [0-
CAI/T’)KEHHSI POAl TOBApPHO-IIiHOBOI ITIOAITHKH B
CHUCTEMi CTpaTerivyHoro MapKeTHHTY OOyMOB-
AeHa TpaHC(OpPMAIiFHUMH IIPOIIECAMH B TAO-
OaApHIM eKOHOMIlli, 3pOCTaHHSIM BHUMOT CIIO-
JKHUBa4iB, IIBUAKHUMH TE€XHOAOTIYHHUMHU 3MiHa-
MU Ta HeoOXimHICTIO aganTallii HiITpPUEMCTB
[0 HOBHX BUKAUKIB ITU(PPOBOrO CYCIIiALCTBA.
OcobanBoi Baru g IpobaemMaTuka HalOyBae
B KOHTEKCTi YKpaiHCBKUX peaaili, amKe IIia-
IIPUEMCTBA 3MyIleHi (PYHKIIIOHYyBaTH B YMO-
BaxX eKOHOMIYHOI HECTAOIABHOCTi, 0OMEXKEHUX
pecypciB Ta HeoOximHOCTi iHTErparii y Mix-
HapoOHiI PHUHKOBI CcTpyKTypHu. Hapasi icHye
3Ha4yHa KiABKICTh IIpallb BiTUYM3HAHUX Ta iHO-
3eMHHUX YYEHHX SKi BHCBITAIOIOTH iHTETpallilo
TOBapPHOI Ta I[iHOBOI IIOAITUKH Y MapKETHUHIO-
Bi cTparerii mignpuemcts (Olexova, 2021; Li,
2025). Tak, ToBapHy i LIHOBY MOAITHKY ITi[-
IIPUEMCTBa, K MAapKeTHHIOBI iHCTPYMEHTH
dopMyBaHHA KOHKYPEHTHOI cTparerili mig-
npueMcTBa gocainkysaau [lepepsa II. Ta Ko-
AexTUB aBTopiB ([lepepsa, 2021). Kykean T
Ta Masyp B. 3a3Ha4nau, m10 «roBapHO-1iHOBa
IIOAITMKA € OCHOBHUM KOMIIOHEHTOM 3araAb-
HOI crparerii Oyab-9KOro cy0o:€KTa TrocIoga-
proBaHHs» (Kykeab, 2025). ABTOpU BU3HAYU-
AV BIIAMB IIOAITMKHM Ha (iHaHCOBY cTabiAb-
HIiCTb, PeHTabEeALHICTh, JOBTOCTPOKOBY KOH-
KypPEHTOCIIPOMOXKHICTb Ta KUTTE3NATHICTH
nignpuemcTta Toiro. [loramtok 1., Pogpko O.
Ta IIpokonenHko O. 3ayBazXHAH, II0 «PO3PO-
OA€HHS 1 BIIPOBAIKEHHS TOBaPHOI ITOAITHKH
BUMAararoTh JOTPUMaHHS TaKUX YMOB: 4iTKO-
ro ygBAEHHS ITPO Liai BUpoOHUIITBA; 30yTy #
E€KCIIOPTY Ha IIepPCIEKTUBY; HAsIBHOCTi cTpa-
TeTii BUpOOHNY0-30yTOBOI AiIABHOCTI miApu-
€MCTBAa; XOPOIIIOTO 3HAHHS PUHKY i XapakTe-
py Horo BHMOT; IIOBHOT'O ySIBA€HHS IIPO CBOi
MOZKAHBOCTI i pecypcH HaTeIllep i B IIepCIieK-
TuBb ([loramrok, 2019).

3HauHa yBara aBTOPiB 30Cepe/zKeHa caMe
Ha IiHOBUX MIHUTAHHAX CTPATErivYHOTO MapKe-
TUHIY, 9K BHU3HA4YAABHOI CKAQIOBOI KOHKY-
peHToCIIpOoMOXKHOCTI mignpuemcrBa (Huang,
2024; Grzegorczyk, 2024). Kotaep po3pobun
neBdThk cTpareriii uinoyrBopenHs (Kotler,
1998), aki 0a3yOThCa Ha CHIBBiIHOIIEHHI
IIiHU Ta SKOCTi ToBapy. ABTOP IOCAIIKyBaB
B3a€EMO3B'I30K MiXK I[IHOBOIO ITOAITHKOIO, ITO-
3UIliI0BAaHHSM TOBapy Ta CTpaTeTiYHUM Map-
KeTHHroM. Iloprep pPO3pPOOHB KOHIIEIIIiIO
TPHOX 06a30BUX KOHKYPEHTHHX CTpaTerii (ai-
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IEPCTBO 3a BUTpaTaMu, audepeHmiallisa, do-
KyCyBaHHs), 9Ki 6e3rocepenHbO IMOB:A3aHi 3
TOBapPHO-IiIHOBOIO moAiTHKOIO (Porter, 1985).
Ceen ®. BCTAHOBHUB CHHTE3 JAHUX IIPO IiHO-
YTBOPEHHS HOBHX TOBapiB Ta MapKETHHIOBi
pimenusa (Feurer, 2018). Takox MIOCAITHU-
KU TOOyAyBaAW MOJEAI IIHOYTBOPEHHS AL
HOBHUX IIPOAYKTIB, IO MAalOTh IIPAMY PEA€-
BaHTHICTL OAS PO3POOAEHHS HOBHUX TOBapiB
(Huang, 2023). AyupoBa T. 3a3Ha4daasa, IO
«e(peKTUBHE IIHOYTBOPEHHS € CTPaATEridvHHM
iHCTpyMeHTOM 3a0e3ledeHHsT KOHKYPEHTO-
CIIPOMOZKHOCTI, TIPUOYTKOBOCTi Ta cTabisbHO-
ro po3BUTKY Oi3Hecy» (AyHbOBa, 2025). PazoMm
3 THM, I[iHA J03BOASE IIIBUIKO Ta e(PeKTUBHO
pearyBaTu Ha 3MiHH y BHYTDIIITHBOMY Ta 30-
BHIIITHBOMY CEPEIOBHIII M KOPUIyBAaTH Map-
KETHHIOBY CTpaTerilo IiAIIpHeEMCTBA OAS H0-
carHeHHs GiAbIloro MpUOyTKy (Ky3bMHHYYK,
2022).

AambeH pO3pPOOUB KOHIIENII0O PHHKO-
BO-OPi€HTOBAHOTO YIIPAaBAiHHS, SKa IHTETPYeE
CTpaTeTiuyHi Ta olepalliliHi eAEMEHTHU MapKe-
THUHTY. ABTOpP HOCAIIKyBaB pOAb CTpaTeridi-
HOr0 MapKETHUHTY B IIOCTIHHOMY aHaaisi mo-
Tpeb PUHKY Ta Po3polili e(peKTUBHUX TOBapiB
AT KOHKPETHUX TPyl croxuBadiB (Lambin,
2017).

[Torpy HAABHICTE 3HAYHOTO TEOPETUIHO-
ro JopoOKy y cpepi cTpaTerivyHoro MapKeTHH-
Iy, HU3Ka IIUTaHb 3aAHUIIAETECS HEJAOCTATHBO
oIIpalboBaHOK H HaTenep. 30Kpema, IOoTpe-
GyIOTH IIOJAABLIOTO AOCAIMKEHHS MeXaHi3MH
IpakKTUYHOI iHTerpaiiii ToBapHOi Ta IIiHOBOI
IIOAITHKHM B IPOLIEC PO3POOACHHS MapKETHH-
TFOBUX CTparTeriii; aganTalligd ToBapHO-IIIHOBUX
cTpareriii 1o YMOB IIepCOHaAi3alii CrioxkuB4o-
ro IIONMTY, BIAWB IIOBEIIHKOBHX YHMHHHKIB
crioxkuBadiB Ha (POPMyBaHHS CTPATETIMHUX
piIlleHs 11040 TOBapy i LiHHU.

MeTozoaoriss mocaAiaxkeHHss. Metomo-
AOTIYHY OCHOBY HOCAI/I>KEHHS POAi TOBapHO-
IIHOBOI MOAITHKH B CHUCTE€Mi CTPaTETidHOTO
MapKETUHTY IMiAIIPUEMCTBA CTAHOBUTL CYy-
KYITHICTh 3araAbHOHAYKOBHUX 1 CIIELliaAbHUX
MEeTO/iB Mi3HAHHS €KOHOMIYHHX ITPOIIECIB Ta
SBHIL, 110 3a0e3IeYy0Th KOMIIAGKCHHUMH 1 cHhC-
TeMHHUH OifXig 10 aHaaisy o6’eKTa JOCAiIKeH-
H. Y TIpoOlleci [JOCAIIKEHHSI 3aCTOCOBAHO
CHUCTEeMHUH Miaxin, SKUi M03BOAUB BHBYATH
TOBApPHO-IIIHOBY IIOAITHKY SK iHTErpOBaHHM
€AEMEHT CTPATETIYHOr0 MapKeTHHTY IMiAIIpH-
€MCTBa, II0 B3aEMOJI€ 3 iHIIHMMH CKAAIOBH-
MM MapKEeTHHTOBOTO KOMIIAEKCY Ta CTpare-
riuHoro yrnpaBaiHH4. Lle maso 3Mory BUSBUTH
BHYTPIIIIHI 3B’I3KH MiXX TOBAapHHUMHU XapakTe-
PHUCTHKAMHU, I[JHOBHMHU DillIEHHAMM Ta CTpa-
TEriYHUMHU ILUAIMU MOignpueMcTBa. [aa ysa-
FaABHEHHSI TEOPETHYHUX IIOAOKEHb 1 HAyKO-
BUX IIiIXOMiB BUKOPHUCTAHO METOAU aHaAi3y

Ta CHHTE3Y, II0 JaAH 3MOTY CUCTEMaTHU3yBaTH
HAyKOBi MOTASIAM BITYM3HAHHUX 1 3apyOiKHHX
yueHux moao (PopMyBaHHS TOBapHOi Ta Mi-
HOBOI IIOAITMKM, BU3HAYHUTHU iX €BOAIOLIiIO Ta
cydacHi TeHIeHIii po3BUTKY B yMOBax JHUHa-
MIYHOTO PHHKOBOTO CEPEOBHIIIA.

3 MeTOI0 BUSBAEHHS IIPUYNHHO-HACALI-
KOBHX 3B’d3KIiB MiX IlapaMeTpaMH ToBapy,
IIHOBUMH CTpPATETiIMH Ta PHHKOBHUMH pe-
3yAbTaTaMHU [OiFABHOCTI IIiAIIPHEMCTBA BHU-
KOPHUCTAHO CTPYKTYPHO-AOTIYHHH  aHaais.
AGCTPaKTHO-AOTIYHUI METOZ 3aCTOCOBAHO
npu PopMyBaHHI TEOPETHYHUX y3araAbHEHb,
BHCHOBKIB 1 peKOMeHJAlli} I1010 BAOCKOHA-
AEHHSI TOBapHO-I[iHOBOI IIOAITHKM B CHCTEMI
CTPATETiYHOTO MapPKETHHIY HiAIIPUEMCTBA.

OcHoBHI pe3yabTaTy. CTpaTeridHuii Map-
KETHHT SIBASIE COOOI0 CHCTEMATHYHHUHU IIPOLIEC
aHaAi3y PUHKOBHUX MOXKAMBOCTEH, BHOODY IIi-
ABOBHUX CETMEHTIB, PO3POOKH KOHKYPEHTHOIO
MO3UIlI0OBAHHSA Ta (POpPMyBaHHS OOBTOCTPO-
KOBHUX MAPKETUHTOBHUX CTpaTerii, crpamMo-
BaHMX HA CTBOPEHHH Ta YTPHUMAaHHHA KOHKY-
PEHTHHX ITepeBar mianpruemMcTsa. OCHOBHUMHU
KOMIIOHEHTAMH CTPATEriYyHOro MAapKEeTHHIY
€ cerMeHTallis PUHKY, BU3HAYEHHS I[IABOBUX
cerMeHTiB, audepeHIliallis Ta ITO3UIliI0BaH-
Ha npoaykidi (Ali, 2024). 1li eaemeHTH OP-
MYIOTh KOHIIEIITYAABHY OCHOBY JASI PO3POOKH
TOBApPHO-IIIHOBOI ITOAITHKM, OCKIABKH BHU3HAa-
YaloTh HapaMeTpy IPOAYKTOBOI IIPOMO3MILiI
Ta LiHOYTBOPEHHS BiANOBiAHO A0 HoTped Ta
O4iKyBaHb I[IABOBHUX CIIOKHBaYiB.

ToBapHO-I[iHOBA IIOAITHKA gBAFE CO0OOIO
KOMIIAEKC B3a€MOIIOBSI3aHUX CTPaTEridYHHX
Ta TAKTUYHMUX pillleHb LI00 (POPMyBaHHS
TOBApPHOTO ACOPTHUMEHTY, YIIPABAIHHA XKUTTE-
BUM IIMKAOM ITPOAYKILii, pO3pOOKH HOBUX TO-
BapiB Ta BCTAHOBAEHHS IIIHOBUX IIapaMeTpis,
110 3a0e3eYyIoTh [AOCATHEHHA MAapKEeTHH-
roeux Ta (PiHAHCOBUX IliAell HiAIIpHEMCTBA.
OTxe, TOBapHO-I[iHOBA ITIOAITHKA B MapPKETHH-
I'y — I1e iIHTeTPOBaHUH KOMIIAEKC PilllEHB 100
TOBapy (ACOPTHUMEHT, KIiCTb, OPEH[, YIaKOB-
Ka) Ta 1iHu (piBeHb, 3HUKKH, YMOBH OIIAQTH),
II0 Pa30M i3 MPOCYBAaHHAM Ta MicLeM 30yTy
(4P) dopmye IiiaicHY cTpaTerilo Oad 3a10BO-
AeHHH TI0TPe6 KAIEHTIB, NOCATHEHHS IIPUOYT-
Ky Ta KOHKYPEHTHHX IIepeBar, BPaxXxOBYIOYU
MIOIINT, BUTPATH, Ail KOHKYPEHTIB Ta 3araabHy
crparerito KoMmmnauii'. Bona mornomarae qoHe-
CTH IHHICTHL TPOAYKTY, BIIAUBAE Ha CIIPHUIi-
HATTS OpeHIy Ta € KAIOUOBUM iHCTPYMEHTOM
GopoTHOM Ha PUHKY, a iHTerpoBaHHH MiAXin
[0 TOBapHOI Ta IiIHOBOI CKAQJOBHUX HO03BOASIE

1 Staff C. The 4 Ps of Marketing: What They Are
and How to Use Them. 2025. URL: https://www.coursera.org/
articles/4-ps-of-marketing?utm_source=chatgpt.com (narta 3sep-
HeHHs:: 25.12.2025).
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Fig. 1. Main components of commodity and pricing policy

MaKCHMIi3yBaTH CHHEPTETUYHUN edeKT Bif iX
B3a€EMO/III.

ToBapHa TIOAITMKA OXOMAIOE PIilIEeHHA
IIOZI0 ACOPTHMEHTHOI CTPYKTYPH, HKiCHUX
XapaKTEepPUCTUK IIPOAYKILi, OpeHAMHTY, Ha-
KyBaHHSI, CEPBICHOTO OOCAYyroByBaHHS Ta iH-
X aTpubyTiB ToBapHOI mporo3uiliil. Bona
BHU3HA4YaE, 9Ki TOBApPU HiAIIPHUEMCTBO IIPOIIO-
HyBaTHUMe Ha PUHKY, IK BOHH BiAIoBigaThM-
yTb TIOTpebaM I[IABOBHUX CIIOXKUBAYiB TA SKUM
4uHOM Oyze 3abe3IedeHo iX KOHKYPEeHTOCIPO-
MOXKHICTB. A/lKe, YIIpaBAIHHS aCOPTHUMEHTOM
dopMye y CIIOKUBa4YiB CMakKH, MeHEPYE I10-
TpebH, i, HABMIAKH, CMAKH i IIOTPEeOH CIIOKU-
BadiB BEABMH BIIAMBAIOTHL Ha MapKETHHTOBY
ToBapHY noaiTUKY ('oHTapeBa, 2020).

LlinoBa moaiTHKa nepenbadae BU3HAYUEH-
HS CTpaTeriyHUX MiAXOMiB [0 I[iHOyTBOPEH-
Hs, BCTAHOBAEHHS 0a30BHUX IIiIHOBHX pIiBHIB,
dopMyBaHHS CHCTEMHU 3HHUKOK Ta HaI0aBOK,
yIOpaBAIHHS I[IHOBOIO €AACTHYHICTIO IIOMHUTY
(Aman, 2022; Kopalle, 2023; Spann, 2025).
Llina BHUCTyIIa€ HE AHIIE IHCTPYMEHTOM OTPH-
MaHHS JOXOLYy, ase ¥ BaKAUBUM €AE€MEHTOM
IO3UIIIOBAHHS TOBapy, CUTHAAOM SKOCTi IAS
CIIOXKHMBaYiB Ta 3acob0oM KOHKYpPEHTHOI 60-
POTHOH.

1 Product Policy. URL: https://www.munich-business-
school.de/en/l/business-studies-dictionary/product-policy ~ (gata
3BepHEHHS: 25.12.2025).

ToBapHO-I[iHOBAa IOAITHKA € HEBIMEMHOIO
CKA3JI0BOIO CTPATETIYHOIO0 MAPKETHHIY, 110 3a-
Oearedyye omepartioHaAi3allilo MapKETHHTOBUX
cTpaTerii yepe3 KOHKPETHI mapaMeTpH ToBap-
HOI ITPOIIO3Uii Ta IiHOYTBOpPeHHS (pHuc. 1).

B3aeMo03B9I30K MiK IIMMH KOMIIOHEHTA-
MU pPeaai3yeThCd 4Yepe3 MAeKiAbKa KAIOYOBUX
acriekTiB. ToBapHO-I[iHOBa IIOAITHKA TpaHC-
dopmye abCTpaKTHE CTpaTeriyHe IT03UILio-
BaHHS Yy KOHKPETHI XapaKTEepPUCTHKH IIPO-
OYKTY Ta IIIHOBUH PiBEHBb, 10 CIIPHUHMAIOTHCS
crioxkuBadaMu. PillleHHT B MeXax TOBapHO-
I[IHOBOI MMOAITHKY 6a3yI0ThCS Ha CTPATETIYHO-
My aHaai3i pUHKY, CIIOXKHMBA4YiB Ta KOHKYpPEH-
TiB (Malshe, 2022; Morgan, 2025). O0panHg
acopTHMEHTHOI cTparerii, po3poOKa HOBHUX
IPOAYKTiB, BU3HAYEHHS [IIHOBUX PiBHIB I'PyH-
TYIOTBCSI Ha TAUOOKOMY PO3YMiHHI PHUHKOBOL
KOHIOHKTYPH, TPEHMAIB CIOXKHWBYOI ITOBEIiH-
KM Ta KOHKYpPEHTHOro cepemoBuina. Crpa-
TeTig AimepcTBa 3a BUTpaTaMU Iependadae
IIPOTIO3UILI0 CTAaHAAPTHU30BAaHUX TOBAapiB 3a
KOHKYPEHTHUMH I[iHAMH, TOMi IK CTpaTerid
oudepeHIianii peasizyeTbcsa yepes YHiKaAbHI
TOBapHI XapaKTEepPUCTUKHU Ta IPEMIIO B IIiHi.

EdekTrBHE TO3UNIIOBAHHS HA PUHKY BU-
Marae 4iTKoi y3ro[zKeHOCTi MixK XapaKTepHC-
THUKaMU TOBapy Ta Horo I[iHOBUM piBHeM. [luc-
IIPOTIOPIIis MiK AKICTIO IPOAYKILI Ta IIHOIO
MOZKe IIPU3BECTH 0 KOTHITHBHOI'O AHUCOHAHCY
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Puc. 2. MaTpuusa «UiHa-AKiCTb» Yy TOBapHO-LiHOBIN NoniTULi cTpaTeriYyHoro MapKkeTuHry

Fig. 2. The “price-quality” matrix in the product and pricing policy of strategic marketing

Yy CHOXKHBaYiB, 3HMXKEHHS NOBipH m0 OpeHOy
Ta BTPATH KOHKYPEHTHHX ITO3MUIli#i. Brcoko-
SAKICHUH IIPOAYKT 3a 3aHAATO HU3BKOIO I[iHOIO
MOXKe CcHpuiiMaTHCd 9K HU3BKOSKICHHH, TOai
K TIOCEepeHIE ToBap 3a IMPeMiaAbHOIO II[iHOIO
BHUKAHKAE po3dapyBaHHS Ta HETaTHUBHI BiAry-
ku (Chenavaz, 2020; Anton, 2023).
KopucHuM iHCTpyMeHTOM BH3HAYEHHS
cTpareriuyHoi mo3ullii KoMmIlaHil € MaTpulild
«gKicTe-IiHa». 3a Teopiero . Koraepa, — 11e
IHCTPYMEHT MapKEeTHHTY OAS aHaAi3y Ta o3u-
LIiI0BaHHS TOBApiB Ha PUHKY 3a JBOMAa BEKTO-
paMu: piBHEM SKOCTi (BUCOKA, CepeaHs, HU3b-
Ka) Ta IIiHOI0 (BUCOKA, CepeaHs, HU3bKA), 1100
BU3HAYHUTH IXHI0O KOHKYPEHTOCIIPOMOXKHICTE.
BI/IOerMAeHHH 30H «€KOHOM», «OIITHMaAbHa»,
«IIpeMiyM» forioMarae CriokXuBadaM Ta BUPOoO-
HUKaM y TIpUUHATTI pilleHb mpo BubGip abo
IiHOBY TOAITHKY!. II. MopeAo 3a3Hadvae, IO
«Marpunga «pricequality» — e gBOBUMIpHHHI
aHaAITUYHUN I1HCTPYMEHT, SIKUHM [O3BOASIE
HiAITpUEMCTBAM BU3HAYATH CTPATETIYHI pUH-
KOBI MO3UIII{ ITPOAYKTIB, CETMEHTYBAaTH PUHOK
3a CHIBBIIHOIIEHHSIM IIHM Ta IKOCTi, a Ta-
KOXK IIpUHMaTH OOIPYHTOBAHI pillleHHS 11070
IIHOYTBOPEHHS Ta IO3UIIIOBAHHS ToBapiB2. Y
MaTpHIl TI0 OAHIi oci BimoOpa>kaeTbCs ITiHA

1 Kotler’s Pricing Strategies. URL: https://vireton.com/
kotlers-pricing-strategies/?utm_source=chatgpt.com (gata 3Bep-
HeHHs: 25.12.2025).

2 Morello P. What Is Price Quality Matrix. 2024. URL:
https://www.pricefy.io/articles/what-is-price-quality-matrix?utm_
source=chatgpt.com (nata 3BepHeHHs: 25.12.2025).

TOBapy, 0 APYTiH — AKiCTH, 110 JO3BOASIE Bi3y-
aABHO 3iCTaBAATH IIPOIIO3UILI] ITiATIPUEMCTBA 3
OYiKyBaHHSIMH CIOXKHBAYiB i KOHKYpPEHTaMH
(puc. 2).

Crpareria npemiym-akocti (high quality,
high price) mepenbayae MTPOMIO3UILIIO BHIIOI
SKOCTi 3a BiAIOBiAHO BHIIOIO IIiHOO, IO OPi-
€HTYETBCS Ha CETMEHTH, [e IiHHICTEL IepeBa-
xkae 1iHy. Crpareria xopormroi 1inHocti (high
quality, medium price) cTBopioe ITpUBaOAH-
BY MPOIIO3UILI0 A IiHyBaAbHO-OPi€HTOBA-
HUX crnoxwuBadiB. Crparerid cynepiriHHOCTI
(high quality, low price) moxe 6yTH edpeKTHB-
HOIO JAS IIIBHUAKOTO 3aBOIOBAHHS PHHKY, aAe
CKAQOHA OAS OOBTOCTPOKOBOIO IIiATPHUMAH-
asa. Crpareriga HaamipHOl BapTocti (medium
quality, high price) € HEKOHKYpPEHTOCIIPOMOK-
HOIO Y JOBIOCTPOKOBIM IIEPCHEKTUBi, OCKiABb-
KH CIOXKHBaYi INBUAKO BUIBASIOTH HEBII-
HOBimHICTE MiX fgKicTIO Ta miHorw. Crpareria
cepenuboro piBHa (medium quality, medium
price) BiamoBizae MacoBOMy CErMEHTY PHUHKY.
Crpareria ekonomii (low quality, low price)
OPIEHTYETBCS HA IIIHOBO-UYTAWBiI CETMEHTHU 3
6a30BUMH TTOTPEeOAMH.

[Ipore, ToBapHa Ta I[iHOBA IIOAITHKA
MaloTh OUHAMIYHO agalTyBaTHUCS [0 eTalliB
KHUTTEBOTO IIUKAY TOBApy OAS MaKCHMAaABHOI
e(peKTHUBHOCTI MapKeTHHToBUX 3ycUAb (Kotler,
2022). Taxk, Ha cTaail BIpoBaazKeHHS iHBECTH-
Li#f B po3po0Ky Ta IPOCYBAHHS ITOEAHYIOTHCS
3 oOMeXXeHUMH o6csaraMu BUPOOHHUIITBA, IO
3yMOBAIOE€ BHCOKi BUTPATH HA OOUHHUIIIO IIPO-
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Fig. 3. Stages of development and implementation of the enterprise’s product and pricing strategy

nykiii. Crpaterid «3HATTS BEPILIKIB» JO3BOALE
OKYIIUTH IHBECTHIIil 3a paxyHOK iHHOBaTOPiB
Ta paHHIX IIOCAIJOBHUKIB 3 HU3BKOIO I[iHO-
BOIO YyTAMBICTIO. AABTEPHATHUBHO, CTpaTeTid
IIPOHUKHEHHS dYepe3 HU3bKi IiHM MOXKE 3a-
CTOCOBYBAaTHCS A (POPMyBaHHS KPUTHYIHOL
MacH KOPHCTYBadiB Ta CTBOPEHHS MepexKe-
BUX e(DEeKTiB.

Ha cramii 3pocranns, KoAu ToBap Haly-
Ba€ BHU3HAHHS Ta 3SIBASIIOTBCS KOHKYPEHTH,
TOBapHAa IIOAITHKA (POKYCYeThCsI Ha BIOCKO-
HaA€HHI IPOAYKTY, PO3LIMPEHHI acopTUMEH-
Ty, MOCUAEHHI qudpepenmianii. lliHoBa moaiTu-
Ka MOXKe IlependadaTy IIOCTYIIOBE 3HUKEHHS
OiH [OAd yTPUMAaHHS KOHKYPEHTHOI ITO3HILii
Ipu 36epekeHHI TPUOYyTKOBOCTI 3aBASKH €KO-
HoMii Ha MacmTabax Ta onTuMizarlii BUTpar.

Crazis 3piaoCTi XapaKTepHU3YETHCS CTa-
Oiaizamiero MONMHUTy Ta IHTEHCHUBHOIO KOHKY-
PEHIIi€I0, 1110 BUMAarae Moaudikaliii npoaykTy
[ASl TIPOOBKEHHS 3IKUTTEBOIO IIMKAY, CEr-
MeHTAallil PUHKY OAsS OiABII TOYHOTO TapreTy-
BaHHS, THYYKO]I I1iHOBOI IIOAITHKH 3 BUKOPHC-
TaHHAM I[IPOMOAKIIif, 3HUKOK, IIPOTpaM AO-
SIABHOCTI. 36araHCyBaHHS MiX 30epexKeHHaM
LIHHOCTI OpeHay Ta pearyBaHHSM Ha I[iHOBY
KOHKYPEHIII0 CTa€ KAIOYOBHM 3aBIaHHSIM
(Albrecht, 2025; Xia, 2021). Ha cranii criagy
cTpareria «30MpaHHS BpoxXKaw» Iepenbadae
MiHiMi3allilo iHBEeCTUIiH y HOPOAYKT, CKOPO-
YeHHsI aCOPTHUMEHTY A0 HaHIpUOYyTKOBIIIHX
IIO3UILNY, CEAEKTUBHUH pO3MOMAiA, MOXKAUBE
HiABUIIEHHS IiH OAd 30epexXeHHd IIPHOYyTKO-
BOCTI IIpH 3MEHIIIEHH] 06CATIB.

BignosinHo mo tumnoaorii [loprepa, mim-
IPUEMCTBO MOXKe 00paTH CTpaTerito Aimep-
CTBa 3a BUTpaTaMmu, audepeHialii abo do-
KycyBaHHs (Porter, 1985). Crparerisa Aimep-
CTBa 3a BUTpaTaMu Iepenbdadae MiHiMi3alliro
BHUPOOHHYHX Ta OIepalliiHuX BUTpaT [OAS
JOCSATHEHHSI MOXKAMBOCTI ITPOIIOHYBaTH Hal-
HUXKYI ITIHU Ha PUHKY IIPHU 30€epeKeHHi ITpU-
wHaTHOI npubyTKOoBOCTi. ToBapHa IoOAITHKA B
paMKax IIi€i cTpaTerii opi€eHTyeThCS Ha CTaH-
JapTU30BaHi IPOAYKTH 0e3 3alBUX (PYHKII#H,

ONTHUMI3allil0 aCOPTUMEHTY, €(PEeKTHUBHI IpPo-
1ecu BUpoOHHUIITBa. LliHOBa TIIOAiTHKA BH-
KOPHUCTOBYE arpecuBHE I[iHOYTBOPEHHS [AS
3aBOIOBAHHSI PHHKOBOI YacTKH Ta CTBOPEH-
Hsa OapepiB A KOHKYPEHTIB depe3 I[iHOBY
KoHKypeHIio. Ctpareria audgepeHtiamnii ¢go-
KyCY€eTbCd Ha CTBOPEHHI YHiKAABHOI IIiIHHOCTI
OASI CIIOKMBaYiB depe3 iHHOBAIliliHI Xapak-
TEPUCTUKH IIPOAYKTY, BHUIILY SAKIiCTh, AU3alH,
OpeHI, cepBicHe oOcAyroByBaHHs. ToBapHa
HoAiTHKAa mepenbadae iHBECTHILI B po3pobOKy
VHIKAABHUX IIPOAYKTIB, YIIPABAIHHS GpEHIOM,
3abe3rnedeHHsa BUHATKOBOI gKocTi. IliHoBa mo-
AITHKA N03BOASIE BCTAHOBAIOBATH IIpeMiio 3a
VHIKAABHICTh Ta IIiHHICTb, OCKIABKH IIiABOBi
CIIOKMBaYi MalOTh HUXKYY IIIHOBY YyTAUBICTH
Ta OPiIEHTYIOTHCS Ha I[iHHICTH, a He Ha I[iHy.

Crpareria  ¢oKycyBaHHS Ilepembadac
KOHIIEHTPAIlil0 Ha BY3bKOMY CETrMEHTi pHH-
Ky 3 TAMOOKHM pO3YMiHHAM Horo crernudid-
HUX norpeb. ToBapHa moAiTHKa MAaKCUMAaABHO
aanTyeThCs 0 BUMOT I[iIABOBOTO CET'MEHTY,
IIPOIOHYIOUU CIIelliaaizoBaHi mpoxykTu. Lli-
HOBa IIOAITHKA MOXKe OyTH SK HH3BKOIIIHO-
Boio (poKyCcyBaHHS Ha BUTpaTax), Tak i IIpe-
MiaAbHOIO ((POKyCyBaHHS Ha audepeHIliartii)
3aA€KHO BiJl XapaKTepHUCTHK OOpaHOIo cer-
MeHTy. OT1Ke, (popMyBaHHS €(PEKTHBHOI TO-
BapHO-IIiHOBOi cTparTerii € cucTeMaTUYHUM
IIPOILIECOM, III0 OXOIIAIOE [AeKiAbKa IIOCAILOB-
HUX eTaIliB (puc. 3).

[ToyaTKOBUM €TallOM € aHaai3 IIOTOYHOI
cutyallii, 110 BKAIOYa€ OIIHKY HagBHOI TO-
BapHOi AiHil, aHaAi3 e(peKTHUBHOCTI OKpEeMHUX
IPOAYKTIB, MOCAIMKEHHSI IIiIHOBOI ITO3UILi] BiZIl-
HOCHO KOHKYPEHTIB, BHBYEHHS CIIOKHBYOI'0O
CIIPUMHSATTS CIIBBiIHOIIEHHS I[iHA-SIKiCTb.
Bapto 3aszHauuTH, L0 BU3HAYAABHUM €A€-
MEHTOM pPO3pPOOKU e(PeKTHBHOI TOBAPHO-IIi-
HOBOI IIOAITUKH, 9K CKAAZI0BOi MapKEeTUHTOBOI
cTparterii, € cucreMaTH4YHI MapKEeTHUHTOBI [10-
CAI/T3KEHHs, 1110 3a0e3mevYyoTh iH(hopMaliiHy
OCHOBY [OAS HNPUUHATTS pimeHsb. [JocaimkeH-
HS CIIOXKHMBAYiB BKAIOYAIOTH BUBYEHHS iX I10-
Tpeb, mepeBar, MOTHBIB IOKYIKH, KPUTEPiiB
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BHOOPY, CHOPHUUHATTS I[iHHOCTi, TOTOBHOCTI
IIAQTUTH (OIIUTYBaHHS, POKYC-TPYIIH, CIIOCTE-
PEeXEeHHs, aHaAi3 ITOKYIIOK).

Hacrymuuii eran nepenbadae BU3HAYEH-
Hs CTpaTeriyHux Ilinefi TOBapHO-I[IHOBOI IIO-
AITUKM B KOHTEKCTI 3araabHOI KOPIIOpPaTHB-
HOI Ta MapKeTHHToBoi crpaTerii. Lliai MOXyTh
BKAIOYATH 30iABIIIEHHd PHUHKOBOI YAaCTKH,
MaKCHMi3allito IpruOyTKY, 3aBOIOBAHHI HOBHUX
CETMEHTIB, IiABUIIIEHHHA CIPUUHATTA SKOC-
Ti, 3aXUCT Bil KOHKYPEHTIB, OCBOEHHSI HOBUX
puHKiB. TpeTili eTanm OXOIIAIOE CETrMEHTAIIiI0
PUHKY Ta BHU3HA4YE€HHS IIIABOBUX CETMEHTIB,
BUBUYEHHd I0Tped, IlepeBar Ta I[IOBEIiHKH
CIIOKHBaYiB, aHaAi3 KOHKYPEHTIB (ix ToBapHa
IIPOIIO3UIlisl, IIiHOBa IIOAITHKA, ITO3UIlilI0BAH-
Hsl), OIIIHKY PHMHKOBHUX TPEHMIB Ta IIPOTHO3Y-
BaHHS Mai0yTHIX 3MiH.

YeTBepTHH eTam moadrae y po3poOiri
aAbTEpPHATHBHUX BapiaHTIB TOBapHO-IIiHOBOI
cTparerii 3 ypaxyBaHHSAM MOXKAHWBOCTEH Ta
OOMeXKeHb MiAIPUEMCTBA, OILHII KOXKHOTO
BapiaHTy 3a KPUTEPiIMHU BiAIIOBIIHOCTI CTpa-
TETIYHUM IIiA9IM, peaai3oBaHOCTi, PHU3HKIB Ta
OUiKyBaHUX pe3yabTaTiB. Ha ocHOBiI aabTep-
HATHUB OOHpPAETHCH OIITHUMAABHA CTPATEris Ta
3MiHCHIOETHCHA PO3PO0Ka IeTari30BaHOTO IIAa-
Hy ii peaaisariii, 110 BKAIOYa€ KOHKPETHI 3aX0-
U 100 aCOPTUMEHTHOI ITOAITHKH, IIIHOYTBO-
PEeHHS, TepMiHIiB BIIpOBaAKeHHH, HE0OXiTHUX
pecypciB, BinmoBimasbHuX oci6. diHaabHUHN
eTall OXOIIAIO€ BIIPOBA/?KEHHS CTpaTerii, Mo-
HITOPUHT pE3yAbTATIB Ta KOPUI'YBaHHA Ha
OCHOBIi 3BOPOTHOTO 3B)$I3Ky. |[HCTpyMEHTH MO-
HITOPUHIY IOENHYIOTH CHCTEMHU YIIpaBAiHHS
BiITHOCHHaMHU 3 KAi€HTaMU, Bi[CTEXKYIOTb iH-
OUBiAyaAbHY IMOBEMOIHKY CIIOXKHBadYiB, CHCTE-
MU Oi3HEeC-iHTEeAEeKTY — arperyioTh Ta Bidyaai-
3YIOTh KAIOYOBI IIOKAa3HUKH, Aadopau edek-
THUBHOCTi!, 1110 3a06e3Ie4yloTh OIlepaTUBHUM
JOCTYII [0 KpuTHU4YHOI iHdopmariii (Memkos,
2024).

Apanrania crparterii mae OyTu cBoedac-
HOIO Ta OOIPYHTOBAHOK. 3MiHH MOXKYTH CTO-
cyBaTtHcsa Moxudikalli HpoAyKTiB, PO3MIU-
peHHd abo CKOPOYEHHSI aCOPTHUMEHTY, Iiepe-
rAdny IIHOBUX PiBHIB, 3MiHHM IIIHOBOi cTpare-
rii, KopuryBaHH4 Io3ullitoBaHHd. [IpoTe Haz-
MipHa MiHAUBICTB CcTpaTerii Moxke Ae30pi€H-
TyBaTH CIIOXKWBAYiB Ta 3HUKYBaTH e(PEeKTUB-
HiCTh MapKETHHIOBHUX 3ycHUAb. Ha Bcix eramax
pPo3pobKH Ta 3acTOCyBaHHS MapKETHHIOBOI
cTpaTerii MOXyTb OyTH 3aCTOCOBaHi iHCTPY-
MEHTH IITYYHOTO iHTEAEKTY, fKi JO3BOATIOTH
AVHAMIYHO afarlTyBaTH Ta TpaHcopMyBaTH
€A€MEHTH TOBApPHO-IIIHOBOI IIOAITHUKH 3 Ypaxy-

1 Oawbopau: EekTUBHUIA IHCTPYMEHT AN MOHITOPUHTY
bisHec-gaHmx. URL:  https://bitimpulse.com/dashbordy/?utm_
source=chatgpt.com (gata 3BepHeHHs: 25.12.2025).

BaHHAM 3MiH y IIPOAYKTaX Ta CTPATETisIX KOH-
KypeHTiB (Potwora, 2024; CaBuyenko, 2025).
dopMyBaHHA TOBApPHO-I[IHOBOI ITOAITHUKH
CYIIPOBOAKYETbCS YHUCAEHHHUMH pPH3HUKaMU
Ta 0OMEeKEeHHSIMH, 110 MaIOTh YPaXOoBYBaTHUCH
i Yac IpUBHATTS cTpaTerivyHux pinteHs (Ky-
KeAb, 2025). Pu3uk HeBiAIOBiIHOCTI TOBapPHOI
IIPOHO3UIlil PHHKOBUM OYiKyBaHHAM MOXKE
IIPU3BECTH [0 I[IPOBaAy HOBHUX IIPOAYKTIB,
HaKOITMYEHHS TOBapHHX 3aIllaciB, BTpaTH iH-
BecTHUIli#i. Mituramiga nporo pu3uKy BUMAarae
CHUCTEMAaTUYHUX MapKETHHIOBHX JI0CALIZKEHD,
TeCTyBaHHS IIPOAYKTIB, I'HYYKOCTI B agarnra-
mii ToBapHoi mporo3uwii (Schulte, 2025). Pu-
3UKH I[iHOBOI IIOAITHKH BKAIOYAIOTH BCTAHOB-
A€HHS HEOIITUMaAbHUX IliH (3aHaATO BUCOKHUX
abo 3aHaATO HU3BKUX), BTPATy LiHHOCTI OpeH-
Oy depe3 arpecuBHe NUCKOHTYBAaHHS, I[iHOBIi
BifHM 3 KOHKypeHTaMHU. EdeKkTuBHe yrpan-
AIHHY UMK PH3UKaMH BHMarae TAHOOKOIO
PO3yMiHHS I1IHOBOI €AACTUYHOCTI, YiTKOI'O II0-
3UILIOBaHHS, UCIIUIIAIHU B I[iHOYTBOPEHHI.

O1inka e(eKTUBHOCTI TOBapHO-IIIHOBOI
IIOAITHKH € HEBiI'€MHOI CKAAIOBOIO CTpaTe-
TiYHOTO yIIpaBAiHHH, 1110 JO3BOASE BU3HAYUTHU
CTYIiHb [OOCSATHEHHH IIOCTABAGHHUX Ilinel Ta
ineHTH(IKYyBaTH HAIPSIMU [AS IIOKpAaIeHHd.
Tak, pUHKOBI IIOKa3HUKHU BiIoOpazKaroTh KOH-
KyPEHTHY MO3HUILI0 HiAITPUEMCTBA — PUHKOBA
JacTKa B aOCOAIOTHOMY Ta BiTHOCHOMY BHMi-
pi, AUHaMikKa PHHKOBOI YaCTKH, IIBUAKICTH
3pOCTaHHS IIOPIBHSHO 3 PUHKOM, PiBE€HB IIPO-
HUKHEHHS B I[iIAbOBi CETMEHTH.

CrioxXuBYi METPHUKH BKAIOYAIOTH PiBEHb
obisHaHoOCTI Ipo TOBapu Ta OpeHn, iHAEeKcH
3a/J0BOAEHOCTI CIIOXKUBAa4iB, ITOKA3HUKU AO-
gapHOCTI (NPS, koedimieHT yTpHMaHHS CIIO-
xuBauiB, lifetime value), cnpuiinarra cmis-
BimHOIIIEHHd IliHa-gKicTh (CMepidueBCBHKUMH,
2023). Ilo3uTuBHaA [OWHaAMiKa CIOXHUBYUX
MeTPHK iHpopMye Ipo epeKTHUBHICTE TOBap-
HO-I[iHOBOI IIOAITUKH B CTBOPEHHI CIIOXKHUBYO1
I[IHHOCTI.

Cy4yacHe MapKeTHHIOBE CepeLoBHUIIE Xa-
PaKTEpPU3YETHCA HU3KOI0 TPEH/IB, IO CYTTE-
BO BIIAMBAIOTh Ha TOBAPHO-I[IHOBY IIOAITHKY
HiAITPUEMCTB. 3pocTaiodya BUMOTAUBICTD CIIO-
JKUBaYiB, IX IparHeHHs [0 IIepcoHaai3altii Ta
YHIKaAbHOTO IOCBily BUMaramoTb T'HYYKOCTI B
TOBapHiM Ipomo3ullii Ta iHAMBIAyaaizartii I1i-
HOBOI moaiTuKM (Salvietti, 2022; Solem, 2023).
3pocTaHHS POAl CTAAOTO PO3BUTKY Ta COIli-
aAbHOI BIiITIOBiMAABPHOCTI BIIAMBA€ Ha TOBap-
Hy TIOAITHKY Y€pe3 BUMOTH [0 €KOAOTIYHOCTI
IPOAYKILii, eTHYHOCTI BHPOOHUIITBA, ITPO30-
pocTi aaHIOoriB nocradaHHd. OMHIKaHaAb-
HICTBb 3MiHIOE ITIiIXOAU OO0 TOBAPHOI Ta IIiHOBOI
IIOAITHKH, OCKIABKHY CIIOKHBAYi O4iKyIOTh 0e3-
IITIOBHOTO [OCBIiy IOKYIIKHM Yepe3 pi3Hi KaHa-

93

ISSN 2524-2547 CouianbHa ekoHomika / Social Economics. 2026. Bunyck/lssue 73 W H H H H H




94

ISSN 2524-2547 CouianbHa ekoHomika / Social Economics. 2026. Bunyck/lssue 73 W H H H H H

Capuenxko C. 0., Yc . 0., Camoiiauk I. 0. POAb TOBAPHO-IIITHOBO{ [TOAITUKU B CUCTEMI ...
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— 3%];}:‘1:%}5/ ->| Ominka croxxuBYrx motpe6 1 noBeinku / Assessment of Consumer Needs and Behavior |
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cepeJioBua /
Environmental
Analysis >| Bupo6ouui notyxuocti / Production Capacity |
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->| Ictopist mpoaxiB Ta mpuOyTKoBicTh / Sales History and Profitability |
—{ Posmupenns acoprumenty / Product Line Expansion |
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HOJITUKH /
IDefining Product]
Policy Buxij Ha HOBI cermenTH puHKY / Entering New Market Segments
Objectives A Py & £ |
—‘ T1lijBUIIIEeHHS CIIOXKUBYOI IIHHOCTI Ta JIosuTbHOCTI / Enhancing Customer Value and Loyalty |
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ACOPTUMEHTHOT
LLOJNITUKY / Po3poOka xapakrepucTuk ToBapiB (SKicTh, Openy) / Developing Product Characteristics (Quality,
Developing Brand)
Product
Assortment

BusHaueHHS CIIBBIIHOIIEHHS HOBHX 1 HasiBHUX PoAyKTiB / Determining the Ratio of New and
Existing Products

Policy

Burpartuuii / Cost-Based |

OO6panHI MeTOTy
I[IHOY TBOPEHHSI /
Selecting a Pricing
Method

KonkypenTnuii / Competitive |

Yoy
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Developing a Pricing
rategy

IlinHicTh 1 cioxkuBava / Customer Value |

Bceramonriemis minoBux piBmiB U KOXKITOTo TpoiykTy Setting Price Tevels for Each Product

Demand

<I VpaxyBaHHS IIIHOBOI enactiyHocTi oty / Taking into Account the Price Elasticity of |

v

| CuHXpoHi3alisl ToBapHOI Ta IiHOBoI moitiku / Synchronization of Product and Pricing Policy |

I

I

BukopucTaHHS MaTPHUI «IKICTh—I1Ha» /|
sing the Quality—Price Matrix

V3ro/uKeHHsT aCOPTUMEHTY Ta ITiH 3

MHKOBUMHE no3utiisivu / Aligning

Xssonment and Prices with Market
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AHajli3 CHHEPIETHIHOTO eail)EK'Ty
B3aeMoJIii ToBapy i 1iHn / Analyzing the
Synergy Between Product and Price

|
v

|
v

v

TIpoBe/ieHHS MApKETUHI OBUX
nocmmkens / Conducting Marketing

TecTyBaHHS KOHIIEIIT IPOTYKTY Ta
IIHH (IUJIOTHI IPOJIaXi, GOKyc-rpymu) /
Testing the Product and Price Concept

KopuryBaHHSI aCOPTHMEHTY 1 ITiH
BIITIOBTHO JTO 3BOPOTHOTO 3B’SI3KY /
Adjusting Assortment and Prices Based

Research

(Pilot Sales, Focus Groups)

on Feedback

I

Y

| Momiropunr 1 konrpoin / Monitoring and Control

Puc. 4. Mogenb ¢hopMyBaHHsi TOBapHO-LiHOBOI NONITUKM B CUCTEMi CTpaTeriYHOro MapKeTUHry

Fig. 4. Model of product and pricing policy formation in the strategic marketing system

AU (OoHAAQMH, odaaliH, MODOIABHI HOOATKHU, CO-
niaabHi Menia) (Asmare, 2022; Ellahi, 2024).
OTzke, TOBapHO-IIIHOBA IIOAITHKA € KpH-
TUYHHUM €A€MEHTOM CHCTEMH CTPAaTETidHOTO
MapKeTHHIY IIiANIPHEMCTBA, II0 BH3HAYa€E
HOro KOHKYPEHTHY IIO3UIiI0, IPHUOYTKOBICTH
Ta AOBTOCTPOKOBY XUTTE3ATHICTb. [HTErpo-
BaHUY MiaXia 40 TOBApHOI Ta IIHOBOI CKAAIO-
BHX J03BOASIE MAKCUMi3yBaTU CUHEPTIIO Bif iX
B3a€EMO/ii Ta CTBOPIOBATH CTaAl KOHKYPEHTHI

nepeBaru. EdekTHBHa TOBapHO-IIiHOBAa II0-
AiTHKa 0a3yeThcsl Ha TAMOOKOMY PO3yMiHHI
LIABOBHUX CIIOXKHBAayiB, ix roTped, riepesar Ta
TOTOBHOCTI ITAQTHUTH, CUCTEMaTHYHOMY aHaAi-
31 KOHKyPEHTHOI'O CEpPEeIOBHUIIA Ta PUHKOBUX
TPEHAIB, YiTKOMY CTpPaTeridyHOMYy IO3HUILif0-
BaHHi. BoHa BHMarae y3rofi>K€HHSI YHCAEH-
HUX CTpaTeTiyHUX pillleHb I00 aCOPTHMEH-
Ty, SIKOCTi IIpoAyKIii, iHHOBAaIi#, OpeHANHTY,
0a30BUX I[IHOBUX PiBHIB, I[IHOBUX CTpaTerii
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y paMKax IiaicHoi cucreMmu, IIo 3abesnedye
JOCATHEHHSI MAapKeTHHIOBHUX IliAeMd HIiapu-
eMcTBa. BinTak nocrae muTaHHS II00yIOBH
epexTuBHOI Momeai popMyBaHHA TOBAPHO-
IIHOBOi IOAITUKM B CHCTEMi CTpaTerivHoro
MapKeTHHIY (puc. 4).

3amporioHoBaHa  MOZEAB  3abes3mnedye
e(pbeKTHUBHE yIpaBAiHHS HOpTdQeseM IPOAYK-
TiB, [IO3BOASIOYH II€PEPO3MIOMIAATH PECYPCH
MiXK TOBapHHMH IpyllaMH 3aA€XKHO Bifl iXHBOI
OpuBabAMBOCTI Ta IIOTEHIiaAy, CHCTeMAaTH4d-
HUY OiaxXis 40 IMiHOYTBOPEHHS 3HUXKYE PHU3H-
KU I[{HOBHUX BOEH Ta HEOOI'PYHTOBAHUX 3HU-
KOK, SIKi MOXYTb CyTTEBO HiflipBaTH IPUOYT-
KOBICTh KOMIIaHii.

JnHaMi9HICTE Cy4acCHOTO PHHKOBOTO Ce-
pPenoBUIIlAa, TEXHOAOTIYHI iHHOBAIlii, €BOAOILiS
CIIOKUBYHX OYiKyBaHBb Ta IIOsIBA HOBHUX 0i3-
HeCc-MOJIeA€li BHMATAIOTh IIOCTIHHOI amarrTa-
ii ToBapHO-1IiHOBOI oAiTHKM. CTpaTerivHuHi
HiAXim [0 yIIpaBAiHHS TOBapHOIO IIPOIIO3HUILi-
€10 Ta I[iHOYyTBOPEHHSM, 3aCHOBaHHUM Ha TAH-
OOKOMY PO3yMiHHI CIIOKHBad4iB, iHHOBaIili-
HOCTI Ta THYYKOCTi, MOXK€ CTaTH OCHOBOIO JIASI
CTaAOT'0 PO3BUTKY Ta 3POCTaHHS KOHKYPEHTO-
CIIPOMOXKHOCTI KOMIIaHiH.

BucHOBKH. BHyTpilIHi 3B’I3KH MiX TO-
BapHUMHU XapaKTEepUCTHKaMH, I[iHOBHUMHU pi-
IIEHHAMH Ta CTPaTEriYHUMHU IUAIMH ITiAIIpU-
€MCTBa IIPOSBASIOTHCH YEpPe3 Y3TOMXKEHICTHb
IIapaMeTpiB IPOAYKTY, MEXaHi3MiB IIiHOYTBO-
PEHHH Ta IOBrOCTPOKOBUX OPIEHTHUPIB PO3BU-
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TKy 6i3Hecy. ToBapHi XapaKTEepPUCTHKH (SIKiCTb,
(PYHKIIIOHAABHICTb, piBEeHb IiHHOBAIIHHOCTI,
au3aiiH, acCOpTUMEHTHA TAUOMHA, CTaid >KHUT-
TEBOTO IIMKAY TOBapy) (OPMyIOTH I[iHHICTH
IIPOAYKTY Ta BH3HAYAIOTH AOIIYCTHMUU miara-
30H I[IHOBUX pilleHs. Bunuii piBeHb nudepeH-
Imjarii Ta yHiKaABHOCTI TOBapy CTBOPIOE IIEpe-
OYMOBH [ASl 3aCTOCYBAHHS IIpeMiaAbHUX abo
LiHHICHOOPI€EHTOBaHUX CTpaTerii IMiHOyTBO-
PeHHs, ToAi SK CTaHAAPTH30BaHI TOBapHu 00y-
MOBAIOIOTH BUKOPHCTAHHS KOHKYPEHTHUX abo
BUTPATHHUX HIHOBUX ITiaxoaiB. LliHOBI pimnleHHd,
Yy CBOIO 4epry, BUCTYIIAIOTh iHCTPYMEHTOM pea-
Aizartii crpareriyHux 1iaeit mignpuemcra. O0-
paHa IiHOBa cTpaTerisa (IPOHUKHEHHS Ha PU-
HOK, «3HATTd BEpPIIKiB», nudepeHItitioBane 41
AUHaMiYHe LIHOYyTBOPEHHS) ITOBHHHA BiAIIOBI-
[aTu 9K TOBapHi¥l KOHIIENIlii, Tak i 3araspHit
KOpIIOpaTUBHIM cTpaTerii — 3poCTaHHIO PUH-
KOBOI 4YaCTKH, MiABUIIIEHHIO IIPHUOYTKOBOCTI,
3MinHeHHI0 6peHay abo BUXOLy Ha HOBI pPUHKH.
CrparteriuHi 1iai migIIpueMcTBa 3a1al0Th
BEKTOP PO3BHUTKY TOBApPHO-IIIHOBOI IIOAITHKH,
BH3HA4YaIO4YM [PIOPUTETH IHBECTHUIIH y po3-
BUTOK IIPOAYKTY, PiBEHBb MOIIyCTHMOTO IIiHO-
BOTO PHU3HKY Ta YaCOBUM IOPH30HT OTPHUMAaH-
HS PE3yAbTaTiB. Y3TO/IKE€HHH IIUX €AEMEHTIB
3abe3riedye CHHEPreTHYHUH e(eKT, 3a SIKOTO
B3a€EMO/IisI TOBaApHUX XapaKTEPHUCTUK 1 IliHO-
BUX pIllIeHb IIOCHAIOE KOHKYPEHTHI IlepeBaru
OiAIIPUEMCTBA Ta CIPHSE AOCATHEHHIO HOTo
JIOBT'OCTPOKOBUX CTPaTETIiYHUX OPi€HTUPIB.
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ROLE OF PRODUCT AND PRICING POLICY IN THE SYSTEM OF STRATEGIC MARKETING OF AN
ENTERPRISE

Abstract. The article examines the role of product and pricing policy as a key element of an
enterprise’s strategic marketing system and its impact on the formation of competitive advantages,
market positioning, and sustainable development in a dynamic market environment. The purpose of the
study is to substantiate the role of product and pricing policy as a key element of an enterprise’s strategic
marketing system and to determine its influence on creating competitive advantages, market positioning,
and ensuring sustainable development of the enterprise. The methodological basis of the study is
grounded in a systems approach, structural-logical analysis, and abstract-logical methods, allowing
the identification of internal relationships between product characteristics, pricing decisions, and the
strategic goals of the enterprise. The analysis made it possible to generalize theoretical approaches
to the integration of product and pricing policies into marketing strategies. The study demonstrates
that product and pricing policy serves as an integrated strategic marketing tool, ensuring alignment
between consumer market expectations, the enterprise’s internal resource capabilities, and competitive
environment parameters. Based on the results, a model for forming product and pricing policy is
proposed, which ensures comprehensive management of the product portfolio, adapts pricing strategies
to consumer behavior and market conditions, maximizes synergy between product and pricing decisions,
and reduces the risks of price wars and ineffective discounts. The model includes sequential stages for
strategy development: market situation analysis, definition of strategic objectives, market segmentation,
development of alternative strategies, selection of the optimal strategy, and its implementation with
monitoring of results and adjustments based on feedback. The authors substantiate methodological
approaches to integrating product and pricing policies into the strategic marketing system, providing a
foundation for enhancing the competitiveness of enterprises in the contemporary market environment.
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