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CtpaTernjcka mana m YcknahheHa nucra
KYNOBHOI MapKeTUHra

Strategy Map and Balanced Scorecard of
Shopper Marketing

hophe Kanuuauuu'
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3opaH Boretnh
YHusepauteT y beorpagy, EkoHomcky thakynTet

Caxerak: KynoBHW MapkeTuHr nmpefcTasrba Mnagy npakcy MapkeTWHra, Koja y LieHTap MapKeTWHr Hamopa
cTaBrba Kynua. [naBHa npeTnocTaBka jecTe Aa je Kynal KOHayHu AOHOCMMaL, OAryke y MpoLecy KymoBuHE Y
OKpyxery manonpogajHor objekta. OH/oHa je cTejkxonzep koju nokpehe HoBYaHe Npunmee npegy3eha. YTuuaj
KyMOBHOI MapKeTWHra Ha peanusauujy npoAajHux W NpoUTHMX LWrbeBa MaronpodajHor npegdyseha u
npoussofhaya bpeHaa 3axTeBa CTpaTervjcku NpucTyn v nogpxasajyhu cuctem mepuna nepcopmaHci. Y 0BoM
pagy NoKyLianu cMo Aa Ty MUCHjy peanu3yjeMo KopuliheweM MOAEPHWX M AOKA3aHWX TEXHWKA CTPaTervjckix
Mana u YcknahieHe nucte. VioeHTudukoBanu CMO KibyyHe TeMe U LWrbeBe Y (PUHAHCUJCKOj MepCreKkTUBM,
MepcnekTUBI NOTpOLLaYa NPOLUMPEHO] CTEKXOMNAEepOM Kynua, NepcrekTUBI WHTEPHUX MOCIOBHUX MpoLeca W
NepCnekT1BY y4era 1 passoja, a 3aTum CMO U M3MeRy KX MBEHTU(MKOBANYW Y3pOYHO-NOCNeANyHe Bese. Taksa
XMnoTesa 0 HanopuMa v edpexTuMa KynoBHOr MapkeTuHra buna je OCHOBa 3a KOHCTpyucake YcknafheHe nucte.
TakBa YcknafeHa nucTa, koja ofyxBata ckyn Mepuna nepdopmaHcu, Ha cBeobyxaTaH HauuH omoryhasa
UMNAEMEHTaLM]y W KOHTPOIY cTpaTernje KynoBHOT MapKeTUHra.

Kmby4yHe peun: maronpofaja, KynmoBHM MapKeTWHr, cTpatervjcka Mana, YcknafeHa nwucta, Mepuna
nepcopmaHcy.

Abstract: Shopper marketing is a young marketing practice which puts the shopper into the centre of marketing
efforts. The main assumption is that the shopper is the final decision maker in the process of shopping and
buying in the environment of retail store. They are the stakeholders who run the cash inflows of companies.
Influence of shopper marketing on the realization of sales and profit goals of retail companies and brand
manufacturers requires a strategic approach and supporting performance measurement system. In this paper we
have tried to implement this mission using modern and proven techniques of strategy map and Balanced
Scorecard (BSC). We identified key themes and goals in the financial perspective, customer perspective
enriched by shopper dimension, internal business process perspective and the perspective of leaming and
growth, and then we identified causal relationships between them. Such a hypothesis about the efforts and
effects of shopper marketing was the basis for the design of BSC. Such BSC includes a set of performance
measures in a comprehensive way, and enables implementation and control of the shopper marketing strategy.
Keywords: retailing, shopper marketing, strategy map, Balanced Scorecard, performance measures.
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Yeop

EBonynmja moTpormme W KYNOBHHE je€ KOHTHHYHMpaHa M €BUACHTHA. Mema ce
nemorpaduja u mcuxorpaduja kymana. Jbymu cy, mpuToM, cBe HMH(OPMHCAHWH U
3aXTEBHUjH, KOHTHHYHPaHO Memajyhn Monene u MecTa KymoBuHa. Ha npyroj crpanm,
MpOMEHE y KaHalMMa MapKeTHHTa Cy Takohe MUHAMUYHE, Y OyXy KOHTHHYHPAHOT
npuwitarohaBama. C jemHe cTpaHe je mpuiiarohaBame MalompojaBana W J1o0aBibaya
IUHAMUYHO] TPaXKBH, a C APyre eBUACHTAH Ipolec amanrtanuje nodaBipada Bonehoj
yI0o3u Masonponasaia y kanamiuma mMapkerunra ([lerkosuh, boretuh, 2014).

»Pactyhe pazymeBame J1a je Majomnpojaja IeHTap TpaBUTALHje Y MaPKETHHTY
notBphyje ce adupMalmjoM KyIOBHOI MapKeTHHTa modeTkoM oBor Beka (O’Leary,
2013). Tpaguuronanau GoKyc mpon3Bolhaya Ha MOTPOIIaYa Kao KOH3YMEHTa OpeHI0Ba
PETaTUBU30BAH je pa3yMeBameM Ja MPEIMET IIOCIOBHOT PECIieKTa 3ampaBo Tpeda ma
Oyme Kymain, KJbydHa Kapuka Ha TyTy pode mo HoBma. I[laprHepckm panehm Ha
caTuchakju Kymua © yHamnpehemy IOCIOBHUX pe3yiraTa, MAalloNpoaaBal] H
n00aBJbad TaKO AKIEHTYjy MPHUPOAHU (OKyC HAa MECTO MpoAaje M pa3Boj IOHYIA
MPUMEPEHUX TPOJAJHOM 00jeKTY W JIOKAJTHO] TpaXKiu. [IMpeKTaH yTHIa] Ha OIITyKe O
KyIIOBHHH, IITO j€ CpK AaKTHBHOCTH KYyIIOBHOT MAapKeTWHTa, y (OYHKOHJH je
yHarnpehema epuKacCHOCTH U e(pEKTUBHOCTH pajia Ha yCIayKuBamy Kymnara. [lomasumire
je Oosbe pasymeBame W capalma y KaHaIMMa MapKeTHHra, Ha IUIAHY ITOCTH3arba
yHanpeh)eHNX MOCIOBHHX pe3yirata. YHampeheHH KOHTaKT C KyNIOeM Y CBUM
KOpalliMa Ipolieca KyIloBHHE, a TOCEOHO Ha MECTY Ipojaje, CYIITHHA Cy HOBE JIOTUKE
MOCTH3amba OAPKUBUX TIOCIOBHUX pe3yaTara y KaHaIuMa MapKeTHHTa.

[IpuMena KymoOBHOT MapKeTHHTa C€ WHTEH3WBHO INHPH, W IOpPEN TOra IINTO
HEIOCTajy onroBapajyhm craHmapau Ipakce, aJcKBaTHA OpraHU3allOHA peliemha U
onroeapajyhe mepe peszynrara. Tako, Ha mpumep, Behuna, nin 58% KoMIaHWja, HE
MepH pe3yTaTe CBOjHX aKTHBHOCTH KYIIOBHOT MapKeTHHTra. Ha apyroj ctpaHu, roToBO
CBE YCIICIIHE KOMIaHHje KOje Pe3yaTaTe CBOT KYIIOBHOI MapKeTHHTa Ae()UHHITY Kao
OJUTMYHE, PYTHHCKA Mepe edeKTe, a uMajy HajBehe Oyuere 3a KyIOBHH MapKETHHT H
nocTKy Hajoosse edexre (Hoyt, Swift, 2014). Otyna u motpeda KOHIENITyaTH3aIHje
METPHKE KyIIOBHOT MapKETHUHTA.

ClOXEHOCT W JWHAMHUYHOCT OBOT 3aXTEBa pa3BoOja KOHIICMIHUjE KyIMOBHOT
MapKeTHHTa carjefaBajy c€ M y BHIICKAHAIHOM IIOCIOBHOM KOHTEKCTY, ¢ OpOjHHM
omiMjaMa M BapujeTeTuMa moHamama Kynarna (Neslin, Shankar, 2009; Kushwaha,
Shankar, 2007). Cse cy akryennuje T3B. xuOpunae kynosuae (Kalyanam, Tsay, 2013),
gyeMy Tpeba TpPHUMEpUTH TMporpaMe KyMOBHOI MAapKETHHTa, C OaJaHCHpaHUM
OUJBEBMMA, INIAHOM W MepamMa KOHTHHYHpaHOr yHampehema mocioBama. [Ipema
Cunsenpu 1 Mapeupocy, yrpaBo He0CTaTaK aJleKBaTHUX Mepa KyIOBHOT MapKETHHIa
U TPaJWIIMOHAHO BPEIHOBALE MPAKCe MPEACTaBibajy Oapujepy JajbeM pa3Bojy OBOT
HOBOr MapkeTwHT mpuctyma [Silveira, Marreiros, 2014]. CmaTpaMo na cTpaTerHjcKu
MPUCTYII KyITOBHOM MAapKETHHTY IMPHMEHOM TEXHUKE CTPATETHjCKOT Mamupama H
Kpenpame 00yXBaTHOT CHCTEMa MeprJa mephopMaHCH Ha OCHOBY TeXHHKe Y ckialene
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mucre (Balanced Scorecard, BSC) Moxe y 3HauajHOj MEPH BOIAUTH S(PEKTUBHOCTH W
e(pUKACHOCTH IIpaKce KYIIOBHOT MAPKETHHTA.

1. Mpupopaa n 3HauYaj KYyNOBHOr MapKeTUHra

JKuBuMo y BpeMeHy y KOjeM KOHTHHYHPAaHO €BONYHpPAa MAapKETUHINKU MPUCTYII
nocioBaby. CBOjeBpCHa TPrOBUHCKA pEBONYIHja adupMHIIe HOBE CTpaTerHje
MAaJIONIPONAjHUX W Jo0aBjkaukux opranmsamuja (Berman, Evans, 2010, 7-8, 39-—41).
[MonasumTe je WHTEpeC KPYIHOr, HH()OPMAIMOHO ITOTKOBAHOT MAJIOMPOAAjHOT
KalTaja, y 4djeM je TPaJuIHOHATHOM (OKYyCy Kymall mpogajHor oOjekra. Pazmmka
m3Mehy kynma m morpomada je HecymmuBa (Kapferer 2008, 145; Sorensen 2009,
Shankar u cap., 2011), monazehu on YMEHHWIE Oa MOCTOjU 3HAYAjHA pa3UKa Y
pPa3MHIUBbAKy U MOTUBAIMjU 0co0e y mpomgaBHUIM U BaH e (Pincott, 2012). Otyna u
Pa3BOj HOBOI' MAPKETUHIIKOT MIPHUCTYIIA ITOCTIOBAhY H MOCICINIHOT OUCKHBAmHa OOJBUX
¢uHaHCHjckuX pesynTara (Bemmkosuh u cap., 2015).

VY Teopuju W TOCIOBHO] MPAaKCH HAJjIIUpPE je BPEOHOBAH 3a0KPYKEH TPETMaH
KyIlla Y CBUM KOpalluMma Ipoleca KyIOBHHE, YMME Ce 3allpaBO HUIITA HE MpemyIiTa
ciry4ajy. CBe MapKETHHIIIKE aKTHBHOCTH KOjHMa ce yTU4Ee Ha MOojeAnHIIa KOjH je y (hasu
yepencpehuBama Ha KYNOBHHY Tako YMHE OOyXBaT KymoBHOr MapkerwHra (Shankar,
2011). OBakBo Bulewe caBpeMEHOI MapKeTHHI'a Ocjama ce Ha JoOpe YBUIE O LIMJbHUM
KyIIuMa, KOjU Cy TIIONA3WINTE pa3Boja aJeKBAaTHUX MEpUYaHAaj3UHT Iporpama 3a
yHarpeljerbe HCKycTBa KYyIOBHHE W IIOCIOBHHX pe3yirata. Kpajiu edekar je
yHarpeleme BpeTHOCTH MaonpoaajHor u npou3Bohaukor 6penna (Shopper Marketing
Best Practices, 2015).

Baxau acriekTH KyIOBHOT MapKeTHHTa yKibydyjy (Silveira, Marreiros, 2014):
e(peKTUBHY capaliby MaJONpoJaBla U o0aBjbada; 00yXBaTaH YTHIAj Ha KyIIIa; Kao U
OpojHa ,,JOAMpPHYTA** MOCIOBHA MOAPYYja, IMOIYT MEHAIMEHTa KaTeropuje MPOu3BOa,
MapKeTHHTa YCMEPEHOr Ka MajompopaBuuMma (trade marketing) M MapKeTHHra Ha
Mmecty nipoaaje (boretuh, IMetkoBuh, 2014). KynoBHM MapKeTHHT, KOMITJICKCHO BHI)EH,
JaKiie, yKJbydyje MapTHEPCKA TpeTMaH KyIIa Ipe Jojiacka y MpoJajHu o0jekart, 3a
BpeMe KYIOBUHE Y IIPOAAJHOM O0jEeKTy M y TOCIENpoajHoj (a3u mporeca KyIoBUHE.
OBzie TOBOPUMO O CHCTEMAaTHYHO] IPUMEHH Pa3HOPOAHUX MaPKETHHIIKIX CTUMYJIaHCa
y (DYHKIH)jU MTONCTHIIaka KylloBHHE 1 ipoaaje (Shopper Marketing, 2007).

Hemro yxxe Bubewe KynmoBHOI MapKeTHHTra MoJpa3yMmMeBa aHTaXMaH ,,0f NpBe
MUCIH KOjy MOTPOIIAY MMa O KYIIOBHHH HEKOTI IIPOM3BOIA, Ia CBE A0 m30opa Tor
npousBona®“ (Vranica, 2008). Koriep y mpenroBopy kmure lllranbepra u Majla
(Stahlberg, Maila, 2012) yak kaxe Ja ce cTparerija KymoBHOI MapKETHHTa [10CMAaTpa
UCKJBYYMBO Ca ACIIEKTa MOHAINIalka KyIIa y MalompogajHOM 00jekTy. Y muTamy je
MapTHEPCTBO Y QYHKIUjU caTUC(aKIHje Kylana U pa3Boja BPEIHOCTH MaJOIpPOIajHOT
u mpon3Bohaukor Operna a Tpxxumty (Path to Purchase, 2014) .
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Kako ron BuleH, KymOBHHM MapKETHHT CBE MACOBHHjE Hala3W CBOjE MECTO y
MAaJIONPOIAjHIM 1 A00aBJFauKuM opranuzaiujama. Lllupu ce ,,BeoMa MO3UTUBHA CIIHKA
0 KYyIOBHOM MAapKeTHWHTY", a To moTBphyje u momatak ma 63% wmamompoiaBana H
nobaBibava odeKyje mopact Bezanux uaBectunuja (Hoyt, Swift, 2014). C nyrmumpamem
WHBECTHIIH]jA Y KYITOBHU MapKkeTuHT y neprony 2012-2014. rogune, yuenihe KylmoBHOT
MapKeTHHIa y YKYIHHM MapKeTHHIIKAM wHBectuimjamMa 2014. rogmHe H3HOCH
3HavajHux 13,5% (Angrisani, 2015), ¢ TeHAEHINjOM pacTa.

HoBa MapkeTWMHr cTpaTerwja JIOKMBJbaBa €KCIAH3MBHY TIPHMEHY Yy
opraHu3anyjama Koje TpaJuIHOHAIHO adMPMHUIITY TOTPOIIadyky MapkeTHHT. OTyna je
W aKTyelHa WMIUIEMEHTallMja KYyHOBHOT MAapKeTHMHIa Ha  TPaHUIHOHATHUM
OpraHM3allMOHNM M TPOLENypaTHUM OCHOBaMa, INTO 3HA4M KOMOWHOBaHM PECIIEKT
norpomaya 1 kynua (The Consumer and Shopper, 2011).

Humensuje
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Cuuka 1: ,,Onaemersusare “cmapoz Ho8UM MAPKEMUHUKUM NPUCTYNOM

Uszeop: Aymopu, na ocnosy cmepnuuya damux y: Shankar et al., 2011

Pa3Boj MapkeTHHTa OYHIIIEIHO je BE3aH 3a MPOMEHY aKIeHTa Of IOTpollaya,
OpeHIa U jelHe KaTeropuje, Ka PecrlekTy KyIla, Ha HUBOY KYITOBHHA Y OKBUPY BHIIE
KaTeroprja MpOn3BO/Ia, V BUIIEKAHAIHIM MAaJoNpoaajHuM ycioBuMa (cimka 1). Lwb
je WHTerpajaH NpPUCTYIl pPa3BoOjy HOOpOr HCKyCcTBa KYyMOBHHE H BPEIHOCTH
MAJIONPOIAjHOT ¥ T00aBJhauKor OpeH a.

KymoBHH MapKeTHHT je WHTErpalHH KOHIIENT TPrOBHHCKOT MapKETHHTA jep
cyOIuMIupa U TpaauIMOHATHE U CaBpeMEHE aCIeKTe MaJIONPOIAjHOT IMOcia, He caMo 'y
nponajuom objekty (boreruh, IletkoBuh, 2015). Baxan je pemocien kopaka yTuiaja
Ha KyIa, Ta C aKTHBHOCTHMAa KYIIOBHOT MapKeTHHra Tpeba MOYeTH MHOro IIpe
KyITYEeBOT yiacka y npomaBauiy (Shankar et al., 2011). ¥ nuTtamy je KOMyHUKaIHja C
KyIIIAMa BaH padmbe U y paliby, y Omio koje Bpeme, u omwro rae (Gilbride et al., 2013),
geMy TpeOa IPHUMEPUTH HUJBEBE, CTPATETH]y U TAKTUKE.

2. CTtpartermjcka mana KynoBHOr MapKkeTuHra

Crpateruja mpeay3eha mim mOCIOBHE jemuHHIE BPIO ce e(hUKACHO OMUCYje ITyTeM
crparerujckux Mamna (Kaplan, Norton, 2004). Ctpaterujcke Marne ¢y rpadudke MprKas
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CTpaTeruje, y KojeM ce Ha eKCIUIMIUTAH HAa4YHWH II0Ka3yjy Y3pPOYHO-TIOCICANYHE Be3e
usMelhy daxropa (pecypca u mporeca) u pesynraTa (MCXoaa Ha TPXKHUIITY IPOAaje U Yy
Buay uHancujckux mepdopmancu). CTpaTernjcka Mara MoBe3yje MUJbEBE U3 YSTUPU
nepcrekTuBe: puHaHCHjcKe (financial), moTpomadke (customer), THTEPHUX TOCIOBHUX
npoueca (internal business processes) U IEPCIIEKTUBE yuemba U pa3Boja (learning and
growth). Jloruka je cmencha: mpemy3ehe Moxe &ma W3BpImIM yiarama y IO3HIHjE
MaTepUjalHe W HeMaTepHjajHEe aKTHBE, KOja C€ KOPUCTH y HHTEPHUM ITOCIOBHHM
mpolecuMa, a INTo he BOAWTH IMO3UTHBHUM meppopMaHcaMa y OJHOCY IpeMa
MOTpolIauyuMa W ONJIMYHUM TeppopMaHcamMa y OJHOCY IpeMa BJIACHHUIIAMA.
CrpaTermjcke Mame Cy Kao TEXHHKAa HAacTaje Ha OCHOBama Beh pa3BHjeHE TEXHHKE
VYcknahene nmcre. Ycknalena mcra mocTike paBHOTEXKY IO TPU OCHOBA: PaBHOTEKY
u3Mel)y ekcTepHHX IJbeBa WM IUXOBHX Mepwia (YCMEPeHHX Ha BIIACHUKE U
MOTpPOLIaYe) U UHTEPHUX Mepuiia (YCMEPEHHX Ha UHTEPHE MOCIOBHE MPOLIECE U YUCHE
U pa3Boj), PaBHOTEXKY HM3Mely Meprmiia ycrexa (Kao pe3ynrara IpeTXOAHUX aKIfja) u
Mmepmia nepdopmancu (kao cmocoOHOcTH aa ce 'y OymyhHOocTH cTBapa pacT) u
paBHOTeXYy wu3Mely OOjeKTHBHHX MepHia ycrexa, Koja Cy jemHOCTaBHa 3a
KBaHTH(UKOBame, U CyOjeKTHBHHUX W KBaymTaTuBHUX Mepmia (Kaplan, Norton, 1996,
10). UctpaxuBama mokasyjy aa je Yckinalena micra omoryhmia npexysehuma xoja cy
YCBOjHJIa OBY TEXHHUKY BUIIM HHUBO MEPPOPMAHCH Yy OJHOCY Ha TIEPHOI IIPE yCBajama
TEXHUKE, Kao U 00Jbe pe3yaTare y OJHOCY Ha mpemyseha xoja Ty TEXHUKY HE KOPHCTE
(Crabtree, DeBusk, 2008).

Crpaterujcke Mane u YckimahjeHe JTMCTE Cy YHHBEp3aJlHE TEXHHUKE Koje ce
KOpHCTE 32 MPOPUTHE U HENPO(PUTHE OpraHu3alrje, Kao U 3a OpraHu3aIje U3 jaBHOT
cektopa. Takohe, Kopucre ce 3a apTUKyNalMjy CTpaTerdje OpraHu3andja y
(hMHAHCHjCKOM W peamHOM CceKTopy. Mory ce KOHCTpYHCAaTH 3a HHBO Tnpemyseha,
MIOCIIOBHE jeMHMIIE, TOCIOBHE (DYHKIIHje, ITOrOHA WM MPOJABHHIE, 1A YaK U Ha
HUBOY paJHOr MecTa. Y MaJompojajHoM mpeay3ehy mory ce KOHCTpyucatd W Ha
HUBOY Mayionponajaor odjekra (Petersen et al., 2009; Ehbaer, Gresel, 2013).

CrpaTermjcke marme 300r BEIHKOr Opoja Y3pOYHO-TIOCIEIUYHUX BE3a MOLY
MIOCTATH HejacHe, IITO O OHMIIO y CYIIPOTHOCTH ¢ (b UXOBHM MOTHBOM HACTaHKa, a TO je
KaKO YYMHUTH CTPATETHjy jaCHOM H pa3yMJBHBOM, OIHOCHO KaKO IPEMO3HATH Koje
aKIyje BOJC MO3UTHBHUM HCXOJMMAa HAa KOMEPIIH]jaTHOM M (PHHAHCHjCKOM TPXKHUIITY.
W3 Tor pasiora crpaTerujcke Mare 3a HUBO mpexy3eha (IIOCTIOBHE jeMUHUIIE) pasiaKy
ce Ha crparerujcke Teme (MHHNHMjaTBe). CBaka O] CTPATETH]CKUX TEMa MMa CBOjY
crparerujcky mamy. OCHOBa CTPaTeTHjCKHX TeMa jeCy HPETXOIHO HUICHTH(HKOBAHU
KJbYYHU UHTEPHH MTOCIOBHU MTPOLIECH.

VYBakaBambe KyllOBHE JUMEH3HWje Yy TIpolecy QopMmynucama IOCIOBHE
cTparerdje omoryhaBa Ham opMmupame CTpaTerujcke TeMe ,,KyIIOBHU MapKeTHHT . Y
HacTaBKy hemo ce GaBUTH KOHCTPYHCAEM CTPATETHjCKE Marle MajolpoAaBla U HBEHE
TeMe ,,KyIOBHA MAapKeTHHI, KOjy OBIE JajeMO y TEHEpHYKOM BHUIy. TakBa
CTpaTerujcka Mama Moxke OUTH yrmoTpedibeHa Kao MOJENT 3a KOHCTPYHCAamke Mare Koja
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ofroeapa crernuduuHocTiMa noceOHux mpermy3eha. Ha moderky oBe mucuje Tpeda
ucrahy na ce y OBaKBO Mamupame yia3hm Ha OCHOBY mojacchama Ha KIbydHE MUJBECBE
npeny3eha, Koju cy 3aTUM Jajbe ONEpallMOHATM30BaHHA KPO3 CTPATETHjy MapKETHHTA U
cTpaterdjy OpeHIa W CTpaTerwjy JIaHIAa CHAaOJIeBama, Ka0 W CTpaTerHje IMOjeANHUX
KaTeropwuja, MmrTo je Je(GUHICAHO y MPOIlecy MEHAIMEHTa KaTteropuje. To ce YiHH 3aTo
Jla CcTpaTerdja KyIOBHOT MapKeTHHTa Oy[e IOTIIYHO KOH3HCTEHTHA C MPETXOTHO
JneUHICAaHUM CTpaTerrjaMa Ha HUBOY OM3HICA, MApKETHHTa W OpeHIa M I10jeIHHUX
KaTeropwja.

Y  KOHCTpyHCame CTpaTerHjcKe Mame KyMOBHOI MAapKETHHTa  jeTHOT
MaJionpoaajHor npeayseha momum cMo on pUHAHCHjCKE MEPCIIEKTHBE U MHUTamba KOjU
cy (ODMHAHCH]CKH IMJbEBH YHja peasu3allyja BOIU YITUMATHBHOM [UJbY MaKCHMHUPAha
BPEIHOCTH 32 BIIACHHUKE y OyroM poky. [lomumm cMmo o Tora ia KyrmoBHH MapKETHHT
TpeTHpa CTpaHy HOBUAHUX INPHJIMBA, M Ja je TO IOIyra KOjOM OBa IpaKca BOIH
MaKCHMHUpPamky BPESAHOCTH 32 BIIACHUKE y AYroM poKy. KymoBHH MapkeTHHT Tpeba,
HajIpe, Aa JONpPUHECe Pean3alliji OBOT IIJba Y BHIY pacTa oOMMa Mmpoaje, OMHOCHO
yBehama npuimBa roropuHe (1 To moBehameM Opoja Kymaia u noBehameM nponaje mo
KyIIly, OAHOCHO moBchameM MOTpomIavyke Kopre), 3aTHM Tpebda Ia BOmu OpKeM
MpUXBaTamby HOBUX MPOM3BOAA, IITO BOJAHM yOp3amy NpWIMBa TOTOBHHE W, HAa Kpajy,
Tpeba na o0e30eau moBehame BepoBaTHOhe KymoBHHE (IITO MMa 3a IMOCTCIUILY
CMamelke pU3UKa OAyCTajarba KyIa oJf KYNMOBHHE, YHUME CE YTHYC HAa CMAmbCHhe
HECTaOMJIHOCTH HOBYaHWX TOKOBa). CBe OBE TpH IOJIYre OCHOBA Cy MaKCHMHUpAarba
BPEIHOCTH 32 00a mapTHepa (MalompoiaBia u ao0aBibaya) y KYIIOBHOM MapKETHHTY
(boretuh m cap., 2016). Omer, HHje 3aHEMapJPUBO HU TO IITO je, V yCIOBHMA Kajaa
Benukn Opoj momahmx mpemyseha mpomaje Ha OmIOXKEHO, OJJHOCHO HA pare (YEKOBE),
¢dakTop ycnexa u yOp3ame HOBYaHHX TOKOBa y cMHCHy moBehama Op3uHe Haruate
MOTpaKWBamka, OJHOCHO MPUJIMBA TOTOBHHE Y mpeay3ehe.

OUHAHCHjCKH MCXOAW 3a KOje Cy 3aMHTEPECOBAHH BJIACHUIM MaJOMPOAajHOT
npexy3eha mocriennna cy 3aJ0BOJEEHHX WHTEpECa IMOTPOIIada, a Y OBOM KOHTEKTY
OCTBapEHHUX HHTEpeca (3amaTaka) Kymama. 3aJOBOJBHH KYIIM TPOLIEC BHINE, OpiKe
JOHOCE OIUTYKY O KYIIOBHHH W MarH je pu3uk aa he oxycratu ox kymoBuHe. O ToMe ce
TOBOPH y IEPCIIEKTUBY MOTpPOIIada Koja je OBAE MPONIMPEHA AUMEH3H]OM KyIlara, Ima
MOXKEMO J1a TOBOPUMO O MEPCHEKTUBH IMOTpollaya U Kynaua (customer and shopper
perspective). ManonpogaBam MOXK€ Yy OBOj HEpCIIEKTHBH Jlia IOCTHTHE cienehe
neppopMaHce: BUCOKY BPEIHOCT JIOjaTHOCTH TOKOM YXHBOTHOT BeKa Kymua (shopper’s
life time loyalty), BUCOKY BPEIHOCT UCKYCTBa KyIOBUHE (shopping experience), CTaaHy
JOCTYITHOCT, OJHOCHO pAcCIIONIOKMBOCT IPOHU3BOJA Yy NPOAAJHOM OOjeKTy, OIHOC
moBepersa KyIlla mpeMa MaJoNpoAaBIy M BepoBame y OpeHn Manomnpoaasna. Edextu
e(uKacHOr mporieca KylmoBHOI MAPKETHHTA y OBOj IIEPCIIEKTHBH Takohe Ou ce Moru u
CHCTEMAaTH30BATH Yy KaTEropHje Kao IITO Cy TPAHCAKIIH]E C KYIIIIeM, IIOHAIIAkE KyIala
Y CTaBOBHU M BEPOBa-E Kymala.
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OcTBapeme YydHMHaKa Yy THEpCHeKTHBH IOTpollaya M Kymnala IOCTHXKE Cce
pear3anyjoM HEeKOIUKO TpoIeca, KOjH Ce Y OBOj TEXHHUIN 00yXBaTajy MepCHeKTHBOM
MHTEpHUX poteca. To cy:

® yIOpaBlbake ONHOCHMMA C JI00aBjbauynMMa, KOjUMa C€ WHTCH3WBHpPA Capaamba
ycMepeHa Ha KyIla;

L4 HWHOBAllMOHU IMPOLECH Y CMUCITY CTBapalkba HOBUX HCKYCTaBa KYIIOBHMHE U HOBUX
Ha4dyMHa I10CJIOBamkha,

®  OIEepaTHBHH IPOLECH KOjU MHHHUMH3HUpAjy ImpodiieMe y KyImoBUHU U 00e30ehyjy
HaJaxeme Op3ux pellerma 3a noTpede Kynaia;

4 yinpaBJjbalb€ OAHOCHMMA C KyIIluMa, IO4YEB O I/IZ[CHTI/I(I)I/IKOBaH)a cerMecHarTa
Kynana 1 bUXOBOI' TAapreTupama, 10 IMpruBJIav4€lba U pa3Boja AYTOpOYHUX OAHOCA;
n

®  OpeH] MEHAIMEHT.

Y mepcrnekTHBHM ydema W pas3Boja JeUHHINY ce KaTeropmje HeMmarepujaiHe (u
MaTepHjaliHe) aKTHBE KOja je HEeOIXOo/IHa 3a peanusanujy crpareryje. Janac ce, ¢ 003upom
Ha HCH M3paKEHW YTWIA] HAa CTBapame TPXKUIIHE BpenHocTH mpernyszeha, Behu 3Hauaj
npuiaje HeMaTepHjadHO] AaKTUBH, W TO, IPE CBEra, XyMaHOM, OpPraHW3AIMOHOM U
napopmanmoHoM Kamutanxy. CMarpaMo fa y CTpaTerdjcKOj Mard KyITOBHOI MapKETHHTa
noceOHO MecTo Tpeba /1a MMa Mo3uIKja XyMaHor KanuTana, riae he npenysehe nedunncatn
KaTeropyje BEeUITHHA M 3Hama Koje Tpeba 1a crBapa M yHampelyje y cBpxy moOosblnama
cepBuca Kynana. KyrmoBHM MapKeTHHT 3aXTeBa CONMAHO 3HAE BEIITHHA Y MAapKETHHTY U
nponaju. OH je Tadyka cycpera OBE JABE CpOIHE, WIH, 00/ pPEUeHO, HCIpeIuIeTaHe
JUCIUIUIMHE. 3aTHM, OpraHHu3alllioHa KyITypa Tpeba ia Oyae ¢ KyIIeM Y CBOM CPEAHIITY
(shopper-centric culture), a 3Ha4ajHa TIOAPINKA 32 CBE AKTUBHOCTH Yy TPOIECY KYIMOBHOT
MapkeTHHra Tpeba ma aonmasu ox WHQopMmanuoHor cucrema. be3 o03upa Ha oOBe TpH
KaTeropyje HeMaTepHjaJiHe aKTHUBE, KYIMOBHH MAapKETHHI CE OJ[BHja y PEaTHOM IMPOCTOPY
MaJonpofaBna, mro ymyhyje Ha moTpeOy Jnga MajompojaBal, y TapTHEPCTBY C
Jno6aBypaunMa Tpeba ja paau Ha yHampehemy Mozena Kopuihema orpaHHueHOr IPOCTopa
n (usnuknx kamamurera yormTe. CylmITHHA KYNOBHOI MapKETHHTa jeCTe IOJCTHLAEmE
nponaje y mpoxpajHoM obOjekty. Ilponajam objekaT je HEmOCPEeAHO OKPYXEHe KYIOBHOT
nporieca. To je HCTOBpEMEHO M MeH] Y KOjeM ce MPEHOCH MOpYKa 3a KYIIa, ajdd U OpeH.t
KOjH je meo ykymHor uckycrBa kynosune (Lucas, 2010, 18). Ilpermen crpaTerujcke mare
KYITOBHOT MAapKETHHTa AT je Ha CIUIHN 2.
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Cnuxa 2: Cmpamezujcka Mana KynogHoz mapkemuted
HUseop: Aymopu

[Ipukazany cTparerujcky Mamy Tpeba CXBaTHTH Kao TCHEPHUKY, Tj.
HecrienuuuHy Mamy, Koja ce MOXKe mpuiarohjaBaTH pasIHYUTAM THIIOBAMA
Masonponajaux npenyseha. OHa je, Takohe, ,,)KUBH" HOKYMEHT, KOjH CE€ KOpHTYje U
aXypHupa y CKIagy ¢ MpOMEeHaMa y CTpaTerdju mainomnponajHor npexyseha. To 3Haum
a TPEIOKCHA CTPAaTeTHjcKa Marma MOXe JOKHBJBABATH IPOMEHE Y CMUCITY
HCKJbYYCHha IMOcTojehnX W/WiM yKIbydela HOBUX IMJbEBA, WHHIMjATHBA, IPOIECa.
OBakBa axxypupama Tpeba J1a opaxkaBajy MpOMEHe y CTpaTeruju npenyseha, a koje ce
CIPOBONIE Y CKIAAY C AHTHIUIIMPAHAM H AKTYSIHUM IpOMEHaMma y EKCTePHOM H
HHTEPHOM OKpYXemy mpeny3eha.
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4. Hexa mepuna KynoBHOr MapkKkeTmHra m kbbMxoBa
uMHTerpaumja y YcknaheHy nucry

CrpaTerujcka Mama Koja yKJbydyje HCXOJIe, pecypce U IpoLece KyIOBHOT MapKETHHTa
OCHOBA je 32 KOHCTPYKUHjy Yckmalene nucre. Y Vcknalenoj muctu Hamase ce Mepriia
neppopMaHcH Koja oMmoryhapajy mpaheme HampeTka Ka OCTBapemhy BPXOBHOT IHJbA —
yBehama BpeIHOCTH 32 BIaCHHUKE MaJIONPOIajHOTr npeay3eha y myrom poky.

Kana je ped o puHaHCHjCKO] MEPCHIEKTUBU, TPAAUIIMOHATHH MPUCTYII MEPEHY
¢uHaHCHjcKUX TepOpPMAaHCH HA HHUBOY OIECPATHBHOI MEHAIMEHTA MaJOIpPOAajHOT
npenyseha jeste akryeanHa mpopaja y oqHOCY Ha Oyuerupany nponajy (Biggart et al.,
2010). OBaj mokasatesb je, MOpen IOKa3aTesba O YIpaBJbalkby 3aJlMXaMa, CMaTpaH
HajOUTHHUJUM WHAWKATOPOM Ja JH je MalompomajHo mpemy3ehe Ha myTy ocTBapema
neuHuCcaHuX IbeBa. TexHuka YckiaaljeHe JMCTe 3HAYAJHO je MPOIIUPHIIA CKYII
MOKa3aTesba KOjU Ce Tpare.

Kyman je w3Bop BpemHOCTH y KyIIOBHOM MapkeTuHTy. JlaHac ce adupmuine
WHTErpucaHu MapkeTHHT npucTyn Kynuy (Fam et al., 2011), kora Tpeba cucteMaTH4HO
u Oamancupano npatutu (Wyner, 2011). Kynmu xontuHympano ymopelyjy mra je
obehano, a mta je garo (Interbrand, 2015), ma monyaa y npoaaBHUIM Tpeda na Oyme
ycknalieHa ¢ mopykama BaH e, KaKo OM Ce TIOCTHIIIA KOH3UCTEHTHOCT U YBEPJHHBOCT
nouyae (Pincott, 2012). Kyman je crejkxonmep Koju y CBOM OIHOCY C Ipenysehem
JKETM J]a MakCHMHUpa pa3luKy u3Mely oHora mrTo Jaje M oHOora mro mobuja y
nponajHoM o0jexTy (,,give-gets‘ of the shopper in the store). Kymar naje HoBal, Bpeme
U TIOAHOCH ,,CTpax’, OJHOCHO ocehaj MOTeHIHWjanHe Henarone (angst, eBEHTYyaHE
HETIPHUjaTHOCTH, Kao MITO Cy AYTO YEKamke Y pPely WIH MPEIIHPOKU aCOPTHMAaH, KOjU
M3a3MBa HEOMTYIHOCT y M300py, Ha mpumep). C mpyre crpaHe, Kymar goouja poOy u
carucoakumjy. [Ipenmer mMepema Tpeba qa Oyay W YHETH HOBAIl, BpEME M HeEJIaroaa
Kao KyITYeBU WHIYTH, Ka0 U OpOj U BPETHOCT KYIJBEHHX IPOM3BONA/YCIIyTa U HUBO
catuchaxiuje 00aBbEHOM KYIIOBHHOM. Y TOM CMHCIY, MOoryhe je MepuTH BpeMe Koje
KyIal IPOBOAY Y IPOJAjHOM OO0jEeKTy M KOJHUKO HOBIIA TPOIIH, Ka0 M KOJHKO MY je
BpeMeHa Tpedao 1a Ou MOTPOLINO jeqan nonap, GyHTY, €BpO WIH HEKY JPYTY BAIYTY.
Orer, edexat Tpeher nanyTa — Henmarozae — MHOTO je Texe Meputu (Sorensen, 2010).

VY cBakoMm cmydajy, moTpebaH HaMm je CHUCTeM Mepmia Koju he omoryhurn
JMPEKTHY BUIJBMBOCT (M MPEABUAMBOCT) Kym4eBHX ojuyka. TakBa crmo3Haja hie Ham
omoryhiuTu 6naroBpeMeHy MpHUIPEMY H IOHOLICHE OJyKa Koje lie MakcHMMHUpaTd
BPEIHOCT 3a CBa TPH yYECHUKA y MpOLecy KyMOBHOr mapkerunra. JlaHac, mpahieme
MOTpoIllaya 3aCHOBAHO Ha BHJCO-TEXHOJIOTHjaMa o00e30eljyje mpBe W HemocpemHe
uHpopmaruje o moHamamy Kynana. IIpeanaky ce, Ha npumep, cieaehe METpHKe, Koje
mpate: Maxmy M pa3sMaTpame Kynalna y KyIOBHHH, OPHPOAY KYIMYEBHUX OIyKa
(MIaHMpaHa WM HEMJIaHWpaHAa KyMOBUHA, HA MpHUMeEp); Kao u Mehjyedekre (edektu
KyI[IOBUHE jeJIHE KaTeropuje Ha KYIOBHHY MPOM3Boja Apyre kareropuje). Takohe, cBe
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BHIIIE CE KOPHUCTE HOBE METOMOJIOTH]E, KOj€ YKIbYUY]y OHOMETPHKY, KaMepe Koje mparte
TOKpeTe oka, Tena u Ap. (Shankar et al., 2011).

[Moceban w3a30B jecTe MOJBE Mepema KyImYeBOr UCKycTBa. MCKycTBO Kymia
MpeACTaBiba 3a0cTajyhn WHAWKATOp, Ha KOjU je Moryhe yrumatu mpeko Bomehmx
HHANKATOpA, OMHOCHO MPEKO Y3POUHUKA, Ka0 MITO CY:

®  TPaHCIIAPEHTHOCT MaJOMpOAajHOr 00jeKTa (CIOKEH Ha JIOTMYaH HAa4YHH, C jaCHO
JneUHICAaHUM JIeTTapTMaHuMa U KaTeroprjaMa);

®  ynoOHOCT 00jeKTa (JIOKAIMjcKa U YHyTap 00jeKTa);
®  pEeneBaHTHOCT (Ca 3HAYAJHUM 3aliMxXaMa U MHPUHOM ACOPTHMAHA);

e  yjo0HOCT/ycnyra (¢ JOBOJbBHMM OpojeM Kaca, MOTHBHCAHHM OCOOJbEM KOje
MO3HAje KaTeropuje Kyrmama Koje OICIyKyje);

L4 Y)KI/IBaH:e/I/ISHeHa})eHJe (C HeOUEKMBaHUM HaOaBKaMa U 3a0aBHUM HpOI/ISBO,I[I/IMa);

e yxkuBame/koMpopT (¢ MoryhHomhy ocBexema W OIMOpa TOKOM KYIIOBHHE,
MPUjaTHAM MHAPHACHMA H CIL.);

e meontepeheHoct Ha mponasuma u ap. (Witteman, 2010).

KymoBHE MapkeTHHT TMpeicTaBjba HOBH Tajac y EBONYIHjH MAapKETHHT
npucTyma u capanme. OBakBa IpOMEHa HEMHHOBHO JOBOAM WM N0 yBohema HOBHUX
MepHIIa, WU JaBama Ha 3HA4Yajy CTapHjuX Mepwia Koja y (oKycy uMajy Kymma u
BEroBO TMOHAIIAmke. Tako, AOK Cy Y ,,epd’* MEHAIMEHTa KaTerophje KJbydHa Mepuiia
MOCTaBJbEHA Y IUJBY ONTHMH3AII]EC aCOPTUMaHa KaTeropuje Omiia mpoJajHe KOJHIuHE
U JIOTIPAHOC YKYITHOM TpO(dHUTY, caaa y ,,HOBOj epH‘’, C KyIILIeM y EHTPY JCIIaBarma,
OBa TpamWIMOHANIHA MEpWiIa ce JONyEYjy, Ha IpUMeEp, IOKa3aTeJbeM yIena y
MOTPOLIKBH KYILA, OAHOCHO ,,yAela y HOBYaHUKY" (share of wallet). Tako ce moxe
MOKA3aTH Jla HEKU MPOU3BOMAM, MAKO MalI0 AOMPHHOCE PEe3yaTaTy KaTeropuje (Te cy
CaMHM THUM W KaHIWZATH 32 NETUCTUPAE-e U3 acopTHMaHa), 3Haue JOocTa 33 YKyIaH
npoduT 3aTO MITO MMajy KPUTHYHY yIory y Bpahamy kymama y mpomajHu oOjekar
(Ross, Pereira, 2010).

Omer, ako molheMo on Tora na KYIMOBHH MapKeTHHT Tpeba ma o0e30emu
TpaHCaKIHje ¢ KyIMIUMa, 3aTHM JIO0jallHO MOHAIAke y KYIIOBHHH, KA0 W Pa3BHjEHE
CTaBOBE M BEpOBamba, IOTPEOHO je, CXOAHO OBHM JeHHUCAHUM KaTeropHjama,
neUHICATH ¥ MEpHiIa YCMepeHa Ha KyIIIe, KaTeroprcana y Tpu kareropuje. Llupepn
U MepHiia TPaHCAKIHja U3 yIila MaJIONpoIaBIia MOTy OMTH: pacT mponaje 00jeKra, pact
mpofaje KaTeropuje, pacT YyHAaKpCHE Mpolaje, BEIUYMHA MOTPOIIAYKEe KOpIIe,
npouTaOMITHOCT O KBaApaTHOM MeTpy. LluipeBH m Mepuia moHamama Kymnama Cy:
(dpekBeHMja moceTa 00jeKkTy, Opoj mponasa KojuMa je Kymall Mpomao, IMeHeTpannja
KapTuIla Kymaia, aHTa)XoBame Kymana. Kanma je ped o ctaBoBuMa U BepoBamy Kyrala,
aJiekBaTHa Mory OuTH Mepwia Kamutana OpeHna (brand equity measures) (Crawford,
2012).
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Ha ocHOBY mpeTx0omHO M3HETOr MOXKE C€ 3aKJbYUHTH Ja IOCTOjU BEIHKH Opoj
Mepriia ieppopMaHCH Koja Mory Outu npeamet npahema. ¥ Ycknahenoj muctu tpeda
Ia ce Haly Mepwiia oX CTpaTerHjcKOr 3Hadaja, OMHOCHO HajBeher 3Hauaja 3a mporec
CTBapama BPEAHOCTH, KOja Ce JUPEKTHO OClamajy Ha crTpaTerujcky mamy. [Ipemmor
[IUJBEBa U MEPHJIA KYITOBHOT MapKETHHTa HHTETPUCAHNX ¥ Y ckinal)eHy ucty nat je Ha

ciuu 3.

DUHAHCH]CKA MEPCNEKTHBA

Huuyujamuea

Mepuno

IToehartu mpuxozae on Kymma

VYneo y ykynHoj norpomssu kymua (Share of Wallet)

IToBehatu 6poj xymana

Bpoj mpuByueHnx HOBHX Kymarma

Tpancakuyje ¢ Kynuuma

Pact Opoja TpaHcakija y mocMaTpaHOM HEPHOLY
Ipoceyan U3HOC TpaHCaKLHje

CIIEKTHBA NMOTpolIa4Yya U Kynua

Huuyujamuea

Mepuno

HckycTrBo KynoBuHe

PejTunr MuctuuHOr Kymia

JocrynHocT npon3Boga/yciyra

Out-of-Stock (%) KJbyqHHX TIPON3BOAA

Tlonamame y npogaBHUIM

VYuecranoct nocera 00jexTy
Bpoj nposazaka y nponazuma
Ymorpeda KapTuma JI0jAITHOCTH
Bpeme MPOBEICHO y 00jexTy
Croma  KkoHBep3Wje  HoceTWwnama o0jekra y  Kymie

Tlpoceyan HM3HOC MOTpOMIAYKE KOpIE IO MHHYTH BpEeMEHa
KYIIOBHHE

3a710BOJBCTBO KyTIIa

IIponieHaT BpIo 3a70BOJPHHX KyTala

Ilosehatn nojanHocT | CToma pereHnuje ,,BHCOKOBPETHHX * Kymara

,,BUCOKOBPEIHUX * Kymnana

CrBoputH BEpHE kymnue | [IporieHaT HOBHX Kymama IO OCHOBY ITIPENOpyKa Of CTalTHUX
,,CaBE3HHKE" Kynaua

Bpenn ox nmosepema

Tpxumxo

IIpemujym
Mwmun Openpa

yuemnrhe
LIeHe

HecheKTI/IBa HHTEPHUX Ipoiueca

Huuyujamuea

Mepuno

Bpenn menayment

Ipeno3HaBame OpeHia MAIONPOJaBIa

YBecTH HOBa NCKYCTBA KyIIOBHHE

PejTunr nckycTBa KynoBuHe
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Edukacuo ympaBsbame ycrmyrama | Bpoj xanbu Kymaia no mpoaajHoM o0jeKTy
Kynuna
Capagmwa ¢ nobaBibaunma ycMmepeHa | PejtuHr nobasipada
Ha KyIIa Pacr 6poja apTrkana y TpaHCaKIHju
IlepcneKkTHBA YueHa H pa3Boja
Huuyujamusa Mepuno
Jlesbee 3Hamba 0 Kyniuma bpoj MHTEpHHUX KOMYHHKAIMja Ha TEMY CepBHCa Kynua
IMo3HaBame Kymana MajonponajHor | bpoj caTé TpeHHHra W CHO3HAje O aKTYEIHUM M IUJbHAM
npeny3eha KYMIIMa
Pa3Boj KynType ycMepeHe Ha Kynua | VIcnuTuBame MUIIUBEHa Kyrana
BoljcTBo y TexHONOrMjU CreneH kopuihiemha TEXHOIOTH]€ Y Ky[IOBHOM MapKETUHTY
Y OZIHOCY Ha KOHKYPEHTE

Cnuxa 3: Veknahena aucma KynogHoe mapkemuHea
HUszeop: Aymopu

[Ipemokena reHepuuka YckialeHa nucra KylOBHOT MapKeTHHTa 00yXBaTHIIA
je oBae 18 wHunMjaTMBa (UJbeBa) M 27 HUXOBUX MepHiia. YckialeHa nucra Moxke
OWTH y)Xa WU IIHpa, ¥ TO 3aBUCH Off THIA MaJONpoaajHOr mpemyseha, merose
BEJMYMHE, CTpaTerdje W Apyrux Qaktopa. MeHaMEeHT MaloNpoaajHoOr mpeay3eha
MOK€ HAaKOH FeHE MMIUIEMEHTAIIM]je JIa YTBPIM Ja HeKa Mepuja MOry jJa Oyay JaKiie
KBaHTH(UKOBaHa, a Heka Texe. [loremkohe y Mepemy He Tpeba a Oyay KpUTEpH)yM
3a TO Jla M Heka Mepmia Tpeba ma ce Haly y YckialheHoj nuctu mimm He Tpeba.
MeHalIMEHT y TaKBOM CIIy4ajy Tpeba Ja yJIOXKW JOJATHH HAmop y HpOHATAKCHE
MepuJia Koja Hajoosbe TOBOPE O OCTBAPCHY MOjeIMHUX TUbEBA, OJHOCHO WHIIMjaTHBA,
a KOjU CYy IPETXOIHO Je(UHUCAHN CTPATETHjCKOM MaIoM.

3akmy4ak

KyrmoBHr MapkeTHHT WMa 3HadyajaH MOTEHIWjall CTBapama BPEIHOCTH U yHampehema
MOCIIOBHHUX TepopMaHCcH Kako MajolpoJaBana, Tako H HHXOBHX J00aBJhaua,
OTHOCHO Tpom3Bohaua OpeHmoBa. M moTpormayu, OAHOCHO KYIIH, AMajy KOPHCT OJ
OBE TIOCJIIOBHE MpaKce Yy CMHCIY 3aJ0BOJbEHa HHXOBUX MCKAa3aHUX U MPETXOIHO
HeHcKa3aHux rmorpeda. Mamonmponasiy, 100aBbaun M KyIIH Cy TPH CTpaHe uaMely
KOJHX C€ YCIOCTaBJbajy ONHOCH Yy TOM HCHPEINICTAHOM IIPOIeCy KOIaOOpaTHBHOT
MapKeTHHra.

Peu je o moOCIOBHO] mMpakcu Koja ce peanusyje y HapTHEPCKOM OIHOCY
MaJyionpozaBana u jgobaBspada. Mako je KyMOBHH MapKETHHI IPOIEC KOjU IMOUYHEHE
MHOTO paHHje, IeroBa 3aBpHIHUIA je Y ,,JBOPUINTY" MaJONpPOAABIA, OJHOCHO Y
BErOBUM MPOJajHAM 00jeKTUMa, TIe ce JIelIaBa KoHauHu n300p Kymma. Moxe ce pehun
Jla je KYIIOBHH MapKETHHT 00eIa MaJONpoJaBUEBOr TOTJIeIa Ha HEOMXOMHY IMOHYY.
To HUje HWCKJPYYHBH IIOTJIEA IMpomM3Bohada, KOju CBOj OpeHJ BHIOW Kao IOKpeTad
MOTPOIIAYEBOI WHTEPECOBaba M FHETOBUX IOTE3a, Beh morienm mamomponmaBia, Koju
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IMpon3BoOa€ HpOI/IBBOIja‘-Ia rnocmarpa Kao 3aZ[OBOJ'baBajth PCHICHE KYITUYCBUX HOTpC6a u
HCIIYHLCHEC 3alaTaKa Y KYIIOBUHU.

300r eBHJICHTHOI 3Hayaja KYIOBHOI MapKETHHra 3a OCTBAPEHE MPOJAjJHUX
[UJbEBA M YKYIMHHUX IIOCIOBHUX pe3ysiTaTa MaJoNpojaBlia, HEroBO O0yXBaTame U
pasmaTpame 3axTeBa YK/bYUHMBAaWmE Yy KOHTEKCT TIOCIOBHE cTparteruje. Kako
CTpaTerdjcKka Mama IMpeJCTaBba J0Ka3aHy TEXHHKY apTHKYJalyje CTPATerHjCKHX
HaMepa W rpadUyKy OIMHUC MOCIOBHE CTpAaTeryje, CMaTpaad CMO JIa jeé KOHCTPYHCAHE
CTpaTeTHjcKe Mare KYIMOBHOI MapKEeTHHIa HWCKOpaK y HErOBOM IOjalllbehy U
orepalnvoHaIn3aliju. Y 0] Cce MPENo3Hajy Y3pOYHO-TIOCIequuHe Be3e wu3Mely
Hamopa KOju ce Tpeay3uMajy Ha IMoJby yHampehema XyMaHOT, OPraHH3alHOHOT U
WHGOPMAIIMOHOT KaluTaja, KOju C€ EKCIUIOATHINY Y WHTEPHHM IMpOIeCHMMa, a KOju
cBoje ehekTe MMajy y 3aJJ0BOJLEHUM HHTEpECHMa KyIala U CTBOPEHO] BPEIHOCTH 3a
BJIaCHHWKe. VHTEpHH TMOCIOBHU TMPOIECH KOjU O0yXBaTajy aKTUBHOCTH KYIOBHOT
MapKeTHHTa jecy YIpaBJbakbe capaamoM C J00aBhbauuMa Koja je (OKycHpaHa Ha
KyIlla, YIpaBJbamke ornepalyjama, yrpaBibalkhe HHOBANMjaMa YCMEPEHUM Ha KpEeUupame
HOBMX HA4MHA KYMOBHWHE, YIIPaB/barbe OJHOCHMMA C KyIIMMa W OpEHJ MEHAIMEHT.
Edextn KymoBHOr MapKeTHHra oOnie[ajy ce y Kpeupamy BPXYHCKOT JTOKHBJbaja
KYIIOBHHE, CTBOPEHO] JIOJATHOCTH KyIala y BUXOBOM YKHBOTHOM BEKY U TMOBEPEHY Y
OpeH MajonpoaaBla KOjH KYIIM CTUYY Yy MPOIeCy MOHOBJbEHUX KyrnoBuHA. Edektn
KyIIOBHOT MapKeTHHTa ce y (DUHAHCHJCKOM CMUCIY OrieAajy y moBehanom 6pojy
TpaHCaKInja, ¢ BehoM moTpomavykoM Koprom, BehuM yaenoM y moTPOIIkBH MPOCECUHOT
Kymia u BeheM Opojy Kyrara, a ITo HMa Kpajibe epekte Ha yBehaHe HOBUaHE TPUIIMBE
MajonpoajHor npeayseha u ysehany BpeIHOCT yJiora HerOBHX BIACHHUKA.

VY wucTpakuBame CMO YIOUTH C OrPAaHHYCHEM HENOCTaTKa YBUAA Yy pealHe
pUMepe CTPATETHjCKUX Mara KyITOBHOT MapKeTHHra. 1o ce W MOIJI0O OYCKHBATH, C
003MpoM Ha TO Jda je KYIMOBHH MAapKEeTHHT pEJaTHBHO HOBAa IIpakca, duja
KOHILIENTyanu3anyja npahena onpodaHuM UHCTPYMEHTAPHjEM jOII YBEK HHje JOCTHIIIA
CBOj 3€HHUT. 3aTO OBO HCTPaKUBaIbE, IPeMa HAIllEeM Ca3Hamy, MPEACTaBha MHOHUPCKA
Harop. [Ipenmer pazga je pokycupaH Ha MAJIONIPOJABIA U €IEMEHTE H-EroBe CTpaTeruje
KyITOBHOT MapKeTHHTa M Mepria nepdopmMancu koja omoryhapajy UMILIEMEHTAIU]Y U
KOHTPONy IeroBe crpareruje. KoHCTpyHcame CTpaTerwjcke Mare KyIMOBHOT
MapKeTHHIa ¥ KOMIIATHOWIHHX Mepuia mneppopMancu oOyxBaheHux VYckimaheHom
JIIICTOM Ha HUBOY mpou3Bohada Operma Moxke Outh npeamer Oynyhux HCTpakuBama.
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Summary

Shopping marketing is an essential marketing practice in which retailers and suppliers
(brand manufacturers) improve their own performance by focusing their efforts on the
shopper and his decisions in the retail store. Shopper marketing is a new challenge and
a response should be found in the business strategy of both companies in that
partnership.

One of the most effective ways to operationalize the strategy today is through
techniques of strategy map and Balanced Scorecard. They enable the identification of
the causal link between the efforts that retailers need to make towards improving the
human, organizational and informational capital engaged in internal business process,
which then leads to the satisfaction of interests of customers and shoppers, and
business owners. The effective implementation and control of the shopping marketing
strategy should be supported by comprehensive performance measures system such as
Balanced Scorecard.
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