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AIICTPAKT

W moxkpaj gonrata UCTOpHja HA MAPKETUHTOT, MOXKEME Ja KaKeMe JIeKa )KUBEeMe BO
BpeMe Kora MapKeTHMHIOT Wrpa KIy4yHa yjora BO C€KOja MHAYCTpHja, BKIy4YyBajKu ja U
Oankapckara uHayctpuja. Hajromemuor nen on OaHKapCKUTE MHCTUTYLUUHU AaKIEHTOT IO
CTaBaaT MAapKETHHIOT CO IIeN JIa ja MOJUTHAT CBECHOCTA Kaj KIMEHTHUTE 3a YCIYTUTE U
NpUIOOMBKUTE KOU TH HyJaT, OMJIEjKH, KaKO IITO MOKaXXKyBaaT JOCETAIIHUTE UCTPAXKYBamba,
caMmo Ha TOj HaYMH KeM ro moaobpar cBojoT mpojaxeH nepdopmanc. Llenra Ha oBoj Tpya e
Jla ce UCTpaXkaT pa3MKUTe Mmomery OaHKUTE CO pa3linyeH IMpojaxeH nepopmanc (odem Ha
npojgakba u mpopuUTaObUITHOCT) BO OJHOC HA CTENCHOT HA NMPUMEHA HA MAapKETUHT MHKC
CTpaTEeTHHTE 32 MIPOU3BOJI, [IEHa, MECTO M ITPOMOIIH]ja, KaKO M JIa CE UCTPAXH IMOBP3aHOCTA HA

CeKOja Ol MAPKETHUHI' MUKC CTPATCTUUTEC CO IIPOAAKHUOT nep(bopMch Ha OaHKUTE.

Knyunu 360posu: GaHkapcka WHAYCTpHja, MapKETHMHT MHKC, 00eM Ha mpojaxoa,

npoduTabMIIHOCT, MPOJaKeH neppopmaHc



ABSTRACT

Despite the long history od marketing, we can say that we live in a time when it plays
a key role in every industry, including the banking industry. Most banking institutions focus
on marketing in order to raise customer awareness of the services and benefits they offer,
because, as previous research show, this is the only way to impove their sales performance.
The purpose of this paper is to investigate the differences between banks with different sales
performance (sales volume and profitability) in terms of the degree of use of marketing mix
strategies for product, price, place and promotion, as well as, to investigate the relationship of

each marketing mix strategies with banks’ sales performance.

Key words: bank industry, marketing mix, sales volume, profitability, sales

performance



ABCTPAKTHBIN

HecMoTps Ha A0Aryr0 MCTOPHIO MapKETHHIA, Mbl MOXKEM CKa3aTb, YTO JKUBEM B TO
BpeMs, KOT/1a MApKETUHT UIPaeT KJIIOUEBYIO POJIb BO BCEX OTPACIISIX, BKIHOYAsi OAHKOBCKYIO.
BonbmnHCTBO OaHKOBCKHX YUPEXKICHHI COCPEOTAYMBAIOTCS HA MAapKETHHIE, YTOOBI
MIOBBICUTh OCBEJOMJIEHHOCTb KJIMEHTOB 00 yciayrax M IpEeUMYLIECTBaX, KOTOPHIE OHU
IIpeAJIararoT, IOTOMY 4YTO, KaK IOKa3bIBAIOT MPEABIIYIIHNE UCCIECIOBAHNS, TO €AMHCTBEHHBIN
Croco0 yInydiuTh TOKazaTenu mnpoAax. Llenbio maHHOW CTaThbH SIBISETCS HCCIIEOBAHHE
paznuuuii MeXAy OaHKaMH C pa3HbBIMU [OKa3zaTelsiMH Tpofak (00beM Mpojax U
NPUOBLIBHOCTH) C TOYKM 3PEHUS CTENICHW MPUMEHEHUS! CTPATErWil KOMIUIEKCAa MapKEeTHHTa
JUISL TIPOJIYKTA, LIEHBI, MECTA U MPOJBMKECHMS, & TAKXKE HCCIICIOBAHUE B3aUMOCBS3U MEKIY

CTPATCTUH KaXXJ0T'0 MAPKECTHUHI'OBOI'O KOMILJIICKCA C ITOKA3aTCIIIMU IIPOAAXK 0OaHKOB.

Knrouesvie cnoéa: OaHKOBCKHUH CEKTOp, KOMIUIEKC MAapKETHHIa, O0bEM MPOAAK,

PEHT a6€J'II>HOCTI>, IMMOKa3aTeu Impoaax.
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BOBE/]

[IpakTkara Ha MapKETUHT TIOCTOM WIjaJHUIM TOJUHM HaHa3ad, HO Celak,
aKaJeMcKaTa AMCUUIUIMHA HA MapKETUHT CE T0jaBM HEOJlaMHa, MOYHYBajKM KOH KpajoT Ha
nBaecetrtuoT Bek Bo CAJl. Bo rogunumre 2001, 2002, 2003, 2004 roguHa, KOMIIAHHUHTE
mupyMm EBpona u CAJl npudaTtrja MapKEeTHHT CTPATETHH KaKo IITO C€ HHTEPHET MApPKETHHT,
KOXEPEHTEH MapKETUHI TPUCTAll HACOYEeH KOH CHeNMUGUYHM  HAIWOHATHH U
WHTEPHAIMOHAIHY T1a3apH, ONepaTHBHA COBPI'C€HOCT, MHTUMHOCT Ha KJIMEHTUTE, IPOU3BOHO

JINACPCTBO, TUMCKHU MApPKCTUHI, JOMHHUPALE HA CAMHCTBCH MAPKET, I/ITH]'.

BeymHOCT, ceramHMOT Tasap Ha MIoOalM3anMja TH HaTepa KOMIIAHUUTE Ja ja
corjenaar MHTEPHAIMOHANM3AIMjaTa HAa HUBHUTE AKTUBHOCTH KAKO HA4YMH Ja OCTaHAT
KOHKYPEHTHH. 3aT0a, MapKETHHI CTpaTervjaTa CTaHa BakKHA ajaTka Ha rJI00AJHO HHUBO 3a
Ouno Koja OaHKapCKa MHCTHTYIMja Ja OCTaHe BO KOHKYPEHTHOTO Ia3apHO OMKPYKYBarbe
(Ojo, 2012). Co 3romemenara BaXXHOCT Ha (UHAHCHCKHOT CEKTOp, C€ 3roJieMyBaaT
MIPUTUCOLUTE 3a MOC(PEKTHBHO YIPAaBYBAmbE€ CO MApPKETHHIOT Ha (PUHAHCHCKHUTE YCIYTH.
EdexkTuBHUTE MapKETHHI CTpaTerMd C€ KIYy4OoT 3a TMPOJAKHHOT  TeppopMaHc.
DUHAHCUCKUTE HWHCTHUTYIIMH OOWYHO TPUMEHYBAaT PAa3HOBUIHHU TMPOJAAKHU ANaTKU |
MPOLIECH 3a J1a TW IMOCTHTHAT HUBHUTE MPOJAXHU Lenu. Mefy HajaoOpute NMpakTUKU Ha
BHUCOKOYCIICHIHHUTC NPOJAXKHU HNpOrpaMH C€ IpUMCEHATa Ha MApPKETHUHI CTPATCTHU BO CHTC
IPaHKH, CO KOW CE OMMUIIYBAaT aJaTKUTE M MPOIECUTE BO JETalH, IOMarajki Ha TOj HAYUH

CeKOj ITO € BKIIY4YCH BO np0ﬂa>K6aTa Ja pa6OTI/I Ha KOOpAWHUPpAHA OCHOBaZ.

W nenec, Bo ABaeceT U NMPBUOT BEK, MAPKETUHIOT UTpa KIIy4yHa yJjora Bo OaHKapcKaTa
uHayctprja. OBa mopaau Toa MTO OAHKAPCKHOT CEKTOp MPETCTaByBa MHTErpajieH JieNl O]
€KOHOMHM]jaTa, ITO UMILTUIIMPA JIeKa CIabNOT OaHKapCKU CEKTOP HE caMmo IITO OM ja 3arpo3ui
J0JIropoyHaTa OJp’KIMBOCT Ha €KOHOMMjaTa Ha €JHa 3eMja, TYKy MHCTO Taka ¢
IpeJU3BUKYBau Ha (PMHAHCHCKA KpH3a KOja MOXeE Jja JOBeJe 10 eKOHoMcKa kpu3a. Ilopanu

BaXXHOCTa Ha 6aHKapCKI/IOT CCKTOp 3a CKOHOMI/IjaTa, HajFOJICMI/IOT A€ OO 6aHKapCKI/ITC

! West, D., Ford, J., & lbrahim, E. (2010). Strategic Marketing: Creating Competitive Advantage,
Oxford, Oxford University Press, pp. 224-242

2 Ishola, J.A., Adedoyin, I.S., Adeoye, O. A., & Dangana K. A. (2017). Impact Of Marketing Strategies
And Performance Of Banks And Its Ffects On Nigeria Economy. International Journal of Engineering
and Applied Sciences (IJEAS), 4(6), 55-58.
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MHCTUTYIIMM aKIIEHTOT IO CTaBaaT MAapKETHHIOT CO IIeJ Ja ja TOJMIHAT CBECHOCTa Kaj
KIIMEHTUTE 3a YCIyTHTE M MPUIOOMBKUTE KOU TH HyAaTS. MapKeTHHT CTpaTeruurte Mopa J1a
OuaT BHUMATEIIHO aHATM3WPaHH BO OWMJIO KOja MHAYCTpHja 3a J1a 00e30e1aT 0P KINB Pa3Boj.
MapkeTuHr cTpaTerdjata € €JHO O]l HajBaKHUTE Mpalllaba KOM MOpa BHUMATEIHO Ja ce
MCITATAT CO 1] J1a ce moao0pu nedopmMaHcara 1 Jja Ce OCUIypa OAPIKIMB PacT Ha OAHKUTE CO
OrJieal Ha Toa JieKa ce 3aleliekyBa ce MOroJIeMO MHTEH3WBUpAmhe HAa KOHKYpPEHIIHMjaTa BO

GaHKapckaTta UHIycTpHja’.

MapxkeTuHr cTparerujaTa npeTcTaByBa eI0CeH OU3HUC TUIaH 3a MPUCTAI JI0 JIyTeTo ’
HUBHO NPETBApare BO KJIMEHTH HA TIPOM3BOIMTE U YCIYTHTE KOU TH IpYy’Ka KOMIAaHMjaTa’.
[onaramy, Yan® ja nedunmpa MapkeTHHT cTpaTermjata Kako IOJTOPOYEH, MPOIPECHBEH
IPUCTall KOH IUIAHHPAmETO CO OCHOBHA IIEJ NMOCTHTHYBamkbe Ha OAPXKIMBA KOHKYPEHTHA
npeaHocT. MapKeTHHT cTparerujara mpeTcTaByBa MPOLEC MM MOJEN KOj M OBO3MOXYBa Ha
KOMIIaHMjaTa WJIM OpraHu3andjata jna r'm (OKycHpa CBOMTE OIpPaHHMYCHH pECypcH Ha
HajI00pUTEe MOXXHOCTH 32 3TOJIEMyBamke Ha TNpojax0aTa, HAa TOj HAYMH OCTBApYBajKH
OIpIKITHBAa KOHKypeHTHa mpefnocT.” Bect u cop.,® ja medumupa MapkeTHHr crpaTerujara
Kako ceondareH IulaH oco0eHO (opMyIHMpaH 3a MOCTUTHYBambe HAa MAPKETHHI IEUTE Ha
opranmszamujata. Cropen Kotnep,® MapkeTHHr cTpaTermuTe, MPOU3BOM, LEHA, MECTO M
IIPOMOIIMja C€ CTPATerny KOM OPraHM3aIl[MUTe TM KOPUCTAT 3a Jla pearupaaTr Ha Mas3apoT U

KaKO BHAaTpPCIIHU CUJIM KOU Ke OBO3MOKAT OpraHru3alvuTe aa I'M MOCTUTHAT HUBHUTE LICIIN.

Bo paMku Ha 0BOj TpyJl, MapKETUHT CTpaTerujara € ornepalnnoHaIu3MpaHa MPeKy KOPUCTEHE

3 Dauda, A. (2015). Effect of advertising on the sales revenue and profitability of selected food and beverages
firms in Nigeria. Unpublished Thesis Submitted to Ahmadu Bello University, Zaria, pp. 87-93

4 Mwania, W. N. (2017). The Relationship Between Growth Strategy And Performance Of Commercial Banks
In Kenya Q (Doctoral Dissertation, School Of Business, University Of Nairobi). JloctamHo Ha
http://erepository.uonbi.ac.ke/bitstream/handle/

> Muchiri, M., N. (2016). The Effectiveness of Marketing Mix Strategies on performance of Kenol Kobil
Limited. Unpublished Thesis Submitted to University of Nairobi. Pp. 56-66

6 Chan, A. (2018). Marketing Strategy of a Creative Industry Company in Bandung City. Review of Integrative
Business and Economics Research, 7, 232-240.

" Kisaka, L. M. (2019). The relationship between marketing strategies and the performance of savings and credit
societies in Mombasa district (Doctoral dissertation), pp. 68-74

8 West, D., Ford, J., & Ibrahim, E. (2010). Strategic Marketing: Creating Competitive Advantage, Oxford,
Oxford University Press, pp. 224-242

9 Kotler, P. (2015). Marketing Management. 15th ed. NJ, PH: Pearson Education, pp. 32-131
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Ha KoTiiepoBHOT MoOIen Ha MapKETHHT MHKC OJl TMPOMW3BOJ, II€HAa, MECTO W IPOMOIIH]a.
BceymHocT, 0Boj Tpy/ ce 3aCHOBa Ha TeopHjaTa 3a MapKETHHI MUKC MTOCTYJIMpana o1 bopaex
(Borden, 1965) u mnpommpena ox Kormep u Kenep!®. Teopujara ce 6Gasupa Ha
OPETIIOCTaBKaTa [[eKa CHUTE AacleKTH Ha MApKCTHUHT I[UIAHOT C€ OPraHU3UPaHH OKOJIY
HAaBUKUTE, JKEJIOUTE M TICKXOJIOTHjaTa Ha MEIHKOT ma3ap. OBaa TeopHja ce KOPUCTH H JICHEC
3a JIOHECYBabE¢ Ha BAXKHHU OJJIYKH KOHM BOJAT KOH M3BPINYBAbe Ha OJPE/ICH MAPKETHHT TLUIaH.
TeopujaTa 3a MapKETHHT MUKC KOMOMHHUpA ToJIeM Opoj Ha KOMIIOHEHTH CO LIEJ 33jaKHYBambe
U 3alBPCTYBamb¢ HA OPCHIOT U MOMOIII BO MPOAax0aTa Ha MPO3BOIUTE WUITH YCIIYTHUTE HA €HA
kommanuja. Hajuecto komOuHMpaHu eneMeHTH ce mpousBoaute (products), mewnara (price),
npomonujata (promotion) u mecroro (place) kou ru ¢popmupaar nosuature 4P. Osue 4P ce
napaMaeTpu KOM ' KOHTPOJIHMpPa MapKEeTHHT MeHarepot. llenrta e J1oHecyBame OUTyKH KOU
i Gokycupaar 4P Ha KIMEHTUTE Ha ICIHUOT Ia3ap cO IeN Jla ce Kpewpa MeplenupaHa

BpCAHOCT M JJa C€ IrCHCPpUpPa ITIO3UTUBCH O,Z[I‘OBOpll.

[Ipomaxnara mepdopmanca € KoOMOHMHaNHWja oa ePHUKacCHOCT Ha mpogaxbara —
CMOCOOHOCT Ha MPOJAKHUTE MPOopecHOHAIIN HAa KOMIIaHujaTa 1a ‘modenar’ Bo cekoja (dasa
OJ1 TIPOLIECOT Ha KYIyBame O/ CTpaHa Ha KIMEHTOT, M MPOAaXKHa e(h)UKACHOCT — Op3uHATa CO
Koja ce M3BeAyBa CeKoja O 3aJauuTe BO TPOLECOT Ha mpogax6a.’? Crmopex dum 3
npoJaxkHata nepdopmanca yKakyBa Ha CTalKaTra Ha JIOJaJJTHOCT Ha KIIMCHUTE KOH OM3HUCOT
WJTU KOH crienuduyueH BpaboTeH Bo koMmaHujaTa. Bo oBoj Tpy, mpoaakHarta nepdopmanca e

OIlepallMOHAIN3UPaHa IMPEKY KOPUCTCHC HaA: 00eMOT Ha npoz[a>K6a )51 HpO(I)I/ITa6I/IJ'IHOCTa.

KoHKYpeHTHOTO ONKpyXyBame BO OaHKapcKaTa MHIYCTpHja LIMPOKO € MPErno3HaTo

KakKoO CJIIOKCHO, AWHAMHWYHO W BHCOKOCCTMCHTHUPAHO MHITO TO IIpaBh CTCKHYBAKBLCTO Ha

10 Kotler, P., & Keller, K. (2006). Marketing and Management, Pearson Prentice Hall, pp. 127-142

11 Zhang, C., & Pan, F. (2009). The impacts of customer satisfaction on profitability: a study of state-owned
enterprises in China. Service Science, 1(1), 22-30.

12 Rogers, W. (2014). 12 Tips to Improve Sales Performance. J[locranHo  Ha
https://www.salesforce.com/blog/2014/11/12-tips-to-improve-sales-performance-gp.html

13 Dean, J, H. (2015). 10 Tips to |Improve Your Sales Performance. Retrieved from

http://www.sellingpower.com/content/article/?a=10089/10-tips-to-improve-your-sales-performance.
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https://www.salesforce.com/blog/2014/11/12-tips-to-improve-sales-performance-gp.html
http://www.sellingpower.com/content/article/?a=10089/10-tips-to-improve-your-sales-performance

KJIMEHTH O]l cTpaHa Ha OaHkuTe HamopHa 3anada. Ce moroysieMuoT Opoj Ha OGaHKapCKu

KOMITaHHWU JUPEKTHO CC HATIIPEBApyBaaT €AHU CO APYru AYpHU U HA UCTHU J'IOKaHI/II/I14.

Bbpojuu ucrpaxkyBama MIUPYM CBETOT MOKaXkalie JieKa MapKeTUHI CTpaTerrjara € Taa
KOja ja momoOpyBa mpojaxHaTa nepdopmanca u ja o0e30emyBa KOHKYpEeHTHATa MPEIHOCT.
NwmeHo, o1 acrieKT Ha MapKEeTUHT MUKCOT, OJTHOCHO, 4P, mokonky OaHKapckaTa WHCTUTYIIU]a
o0Oe30eayBa TPOAYKTH KOM c€ co no0ap KBalWTET, €AMHCTBEHH W THU 3aJI0BOJyBaat
KJIMEHTHUTE, TOTalll HECOMHEHO € JieKa Ke J10j/1€ A0 3rojieMyBame Ha 00eMOT Ha npojaxda u

A0 IMOCJICA0BATCIIHO 3IroJIEMYyBalkC Ha HpO(bI/ITa6I/IJ'IHOCT315.

[Tonatamy, AOKOJIKY OaHKapckaTa MHCTUTYLHja UMa NpU(pATINBU LIEHU 32 HUBHUTE
NPOM3BOAM M YCIYIH, TOTall KIMEHTHTE Ke mpedepupaaT ga M KynaT THE NPOHM3BOAM U
yCIyTU Ha TO] HAYHMH 3roJIeMyBajKu ro 00eMOT Ha MpoaakOa Ha OaHKaTa M MPHUIOHECYBajKH

KOH BHMCOKM HHBOA Ha poput?®,

[Tokpaj Toa, OaHKapckaTa MHCTUTYIIMja KOja € JIOIUpaHa Ha MECTO KOE € JIOCTAITHO U
0e30eHO BpILCHE TPAHCAKIMK OJ] CTpaHAa HAa KIUCHTUTE, TOTall KIMCHTUTE Ke Oujaat
3aJI0BOJIHHU OJI YCIIYTUTE Ha OaHKaTa MITO K€ JOBEJE 70 TOA THE JIa TH KYIyBaaT IMPOU3BOIUTE
W YCIYrUTE€ TOKMY Ha Taa OaHKa 3roJIeMyBajku TO HEJ3MHHOT 00eM Ha mpojaxda u

10CJIeI0BATEIHO Hej3uHaTa npopuraduinoct.’

W na kpaj, ako 6aHKapckaTa MHCTUTYIMja BPLIM IPOMOILIMja HA CBOMTE MIPOU3BOJIU U
YCIYTH Ha Pa3IMYHA MEIUYMCKH TUIaT(GopMu, TOraml Toa Ke ja 3rojieMH CBECHOCTa Kaj
KJIMEHUTE 3a JOCTAIHOCTA Ha JaJIeHUTE MPOU3BOIM WIIH YCIYTH U MpedepupameTo TOKMY Ha

HHUBHOTO KYITYBambC. OBa 0e3 COMHEX Ke AOBCAC N0 3T0JIECMYBAbC Ha 00eMOT Ha npona>K6a

14 Tangus, D., & Omar, N. (2017). Effects of Market Expansion Strategies on Performance of Commercial
Banks in Mombasa County. International Journal of Economics, Business and Management Research, 1(2), 39-
50.

> De Run, E, C., & Jee, T., W. (2008). Sales promotion preferences: techniques by product type, paper
presented at the 3rd International Borneo Business Conference, University of Malaysia Sabah (UMS), Malaysia,
pp. 744-749

16 Piercy, N., F., Cravens, D., W., & Lane, N. (2019). Thinking strategically about pricing decisions. Journal of
Business Strategy, 31(5), 38-48.

17 Kruger, J., Barnard, S., & Kritzinger, B. (2011). Location decision strategies for improving SMME business

performance. ActaCommercii, pp. 89-97
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Ha Gankara.'® Bo ciydaj kora KiMeHTHTe ce 3aJ0BONHH CO GAHKAPCKHOT IPOHM3BOJ HIIM
ycllyra, Torail THE Ke KyIyBaaT IOBEKE OJf HMB, IITO K€ MpeIu3BHKa 3rojeMyBambe Ha

HUBOTO Ha MPOGUTAOUITHOCT Ha JajieHaTa OaHKapCKa MHCTUTYIIH]A.

Wmajku v npeABU eMIUPUCKUTE PE3YITaTH U CO3HAHM]aTa OJf OBUE UCTPAXKyBamba,
KaKo ¥ HUBHUOT HEIOCTaTOK BO HAIlaTa 3€Mja, BO paMKH Ha OBOj TPYA € UCTpaKyBaHa
MOBP3aHOCTAa TOMEly CTpAaTeTMUTEe Ha MAPKETUHI MHUKCOT, IPOU3BOJA, MECTO, II€Ha H
MIPOMOIIHja U MPOJIAXKHUOT nepopMaHc BO OaHKAPCKUOT CEKTOP Ha TEpUTOpHUjaTa Ha HallaTa

JprKaBa.

Hayunama wuen Ha 0BOj Tpyn e 300raTyBame Ha TEOPETCKUTE CO3HaHHMja U
EMIIUPUCKHUTE JIOKa3H 3a BaXHOCTA HAa MAapPKETUHT CTPATETMUTE 3a MPOMOBHPAETO H
pealn3upameTo Ha Moaobdap mpojaaxeH nepPopmaHc Kaj OaHKaApCKUTE MHCTUTYIHH, MPEKY
aHanmM3a Ha e(QEeKTOT Ha MapKeTHHT MHKC CTpaTeTHHTE Bp3 00eMOT Ha mponaxba u

npoduTabmIHOCTa Ha OaHKHTE.

Onwmecmeenama yen Ha TPYIOT € MOXHOCTA 3a MCKOPUCTYBame Ha TOOHMEHMTE
CO3HaHMja 3a MPAKTUYHU LM BO CMUCIA HA HICHTH(UKYBahe HA €BEHTYAITHUTE MPa3HUHU
BO MapKETUHI MEHAIMEHTOT Ha OaHKUTEe U (OPMYJIUPAHETO Ha aJIeKBaTeH CTpPATEIIKU
OJIrOBOp 3a NOe(pUKACHO YIpPaByBambe€ CO MAPKETHUHI CTPATErMUTE LITO KE PE3yJITHUpa CO
noo0pyBambe Ha HUBHMOT HpOJAaXeH NeppopMaHC KOj K€ MUMa IMO3UTHBHU EKOHOMCKHU

penepKyCcuu Ha HallMOHAIIHO HUBO.

I'naénama yen Ha MarucTepckuoT TPYyJ Ja ce 1o0ue YBHJ BO CTENEHOT HAa IMPUMEHA
Ha CTpaTeTMUTE HAa MApKETHHI MHKCOT BO OaHKApCKHOT CEKTOp, KaKo M Jia ce J10jIe 10
CO3HaHHW]ja 3a MPOJAKHUOT mepdopmMaHc Ha OAHKUTE BO HallaTa 3e€Mja, OJJHOCHO, HUBHUOT
o0eM Ha mpoaaxk06a U nMpopuTabUIHOCTA, KAKO MHAUKATOPH Ha MPOJAXHHUOT NeppopMaHC.
['maBHa 11€1 Ha UCTPAXKYBAETO € YTBPIYBAETO HAa EBEHTYAIHUTE Pa3IMKH ITOMery OaHKHUTe
CO pasiuueH MpojaxeH nepdopMaHc, BO OJHOC Ha CTENEHOT HAa NMPUMEHAa Ha YEeTUPUTE
CTpaTeTMH Ha MapKETHHI MHKCOT: MPOHM3BOJI, MECTO, IIeHa M TpoMoIuja. [1aBHa 1enm Ha

UCTPaXKyBamETO € U YTBpIyBame Ha KOpejalujaTa U Hej3UHaTa HacoKa MoMery CTeNeHOT Ha

18 Soltani, S., & Davanloo, K. G. (2016). Understanding Sales Volume Antecedents: Measuring the Role of
Consumer-oriented Selling and Sales Promotion in Iran FMCG Industry. Journal of Creating Value, 2(2), 287-
304.
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IIprUMEHAa Ha CTPATCTMUTC Ha MAPKECTUHI MHUKCOT H IIPOAAXKHHUOT nep(bopMch BO

0aHKapCKHOT CEKTOp.

MapkeTUHIoT ce IojaByByBa Kora JIyfeTo Ke oJulydaT Ja I'M 33J0BOJIaT CBOUTE
noTpeOu U eyibu o naT Ha pa3MeHa. PazMmeHaTra € TeMeneH KOHLENT Ha MAapKeTHHIOT, a
TpaHCakKljaTa IIPETCTaByBa HEroBa MEpPHAa EJUHMIA, KOja CE€ COCTOU OJ Pa3MECHYBAmbE
BpPEAHOCTH IoMery aBe crpaHu. Kora ce mpucramyBa KOH NpPOY4YyBamke Ha MapKETHHIOT
BCYLIHOCT C€ HaBJIETYBa BO H3yuyBam€ Ha €JCH CIO0XEH CHUCTEM, KO CO OpOjHM BPCKH U
BJIMjaHUE € BKJIOIIEH HE CaMO BO €KOHOMHjaTa, TYKY U BO OMNIUTECTBOTO U ’KMBOTOT BOOIILITO.
Moxeme Ja KakeMe JIeKa IIpUMeHaTa Ha MapKEeTHHTOT JICHEC ja cpekaBaMe Ha CUTEe HHBOA Ha
TIEJHOCTH, BO 3[IpaBCTBO, 0Opa3oBaHue, OaHKAPCTBO, UTH. 3a/laya Ha MApKETUHTOT, OJHOCHO,
MapKETUHI CTPYYHALUTE € MOCTOjaHO MPOHAolakhe Ha HOBUM HAUMHU Ha 3a/I0BOJYBAmkE HA
XKeJnouTe Ha KyNMuyBayoT, KaKO M MOCTOjaHO Oapame Ha HOBM Ia3apu. 3Hauy, THE Mopaar
[IOCTOJaHO Jla TUW cleJaT IMPOMEHJIMBUTE IMOTpeOM U Keabu Ha KylyBauuTe, Ja T'u
MIPUJIAroIyBaaT MPOU3BOAUTE U YCIYTUTE, a TH IPUJIaroyBaaT METOANTE HA JUCTPHOYIHja
Ha HOBHTE IIOTPeOU U jkeJION Ha Ma3apoT, LITO BCYIIHOCT € OJHECYBa Ha (POPMYIHPAmETO U
IIPUMEHYBAaKkETO HA MAPKETUHI MUKC CTpaTernuTe. BCyIIHOCT U CTpaTernuTe Ha MapKETHHT
MHUKCOT C€ OCHOBHATa LIeJ U 3a/la4a Ha UCTPaXXyBambEeTO HA MaruCTEPCKUOT TPYA, KOHKPETHO
HUBHAaTa MpuMeHa BO O0aHKAPCKHUOT CEKTOpP M €PEeKTHUTEe KOM THE T'M uMaaT Bp3 00eMOT Ha

npoJax0a Ha MPOU3BOAUTE U YCIYTHTE HAa OaHKUTE U HUBHATA MPOPUTAOUITHOCT.

Ilpeomemom na ucmpasxcyearwe 60 Macucmepckuom mpyo € TIOBp3aH CO
BJIMjaHWETO HAa CTENEHOT Ha NMpUMEHAa Ha MApKETUHT MHUKC CTPATETHMHUTE BP3 MPOIAKHUOT
nepdopmanc Ha Gankute. VICTHOT mpowusieryBa o CO3HaHHMETO JeKa BO JICHEIIHO BpeMe,
00eMOT Ha mpoAak6a M BKyMHaTa NPOPUTAOMIHOCT, OAHOCHO, LEJIOKYMHHOT NPOJakeH
neppopMaHc Ha OJpeJieHa OpraHM3alyja TPBEHCTBEHO 3aBUCH O] MAapKETHUHIOT.
duHaHCHHTE, CMETKOBOJICTBOTO, IPOM3BOJICTBOTO M OCTAHATUTE JEJOBHU (DYHKIIMH HEMa Jia
W TIOMOTHAaT Ha OpraHMW3amyjaTa Ja OCTBApH YCIeX JOKOJKY Taa OpraHu3aluja HeMma
pa3BUEHO e(pUKAaCeH MapKeTHHT. MapKeTMHTOT BO OCHOBa MOXe Ja ce AeuHupa Kako
OIMITECTBEH IMPOILIEC CO IMOMOII Ha KOj MPEeKy CO3/JaBalkbe W pa3MeHa Ha MPOU3BOAU U
BPEJAHOCTH CO JPYruTe, OPOjHHU MOEAWHIIM U TPYNU ro A00MBaaT OHA IITO UM € MOTPeOHO.
Hcto Taka MOXe Ja ce Kaxe JIeka MapKeTHHTOT € W IpoIlec Ha Kpeupame Ha OApEACHU
MIPOM3BOJIM M YCIYTH M TOQ BO COTJIACHOCT CO JKENOWTE, MoTpeOuTe u mpedepeHuuTe Ha
KymyBauute. Toa e Hayka U yMETHOCT Ha M300p Ha IETHHU Ma3apH, Kako U MPHUBIIECKYBAHE,

3aJlp’)KyBalb€ M pacT Ha KyIyBauyUTe BO COMIACHOCT CO KpPEUPAmETO, HYICHETO U
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KOMYHHKAIIMjaTa Ha CyIIepuopHa BpeAHOCT. MapKEeTHHT MUKCOT ordaka OpOjHU CTpaTeriu U
aClieKTH Ha MAapKETHHIOT, KOy MEHAalepuTe, OJHOCHO, MEHAIMEHTOT T'M KOpHCTAaT 3a
OCTBapyBame Ha KOHKYPEHTHA MPEJIHOCT U UCTHOT HAjuYeCTO C€ MU3payBa BO COTJIACHOCT CO
KOHIIENTOT KOj omdaka oapeneH Opoj eneMEHTH, a Toa 3a MOTPeOUTE Ha OBOj TPYyI Ce
MPOU3BOJI, IIeHa, MecTO U Tpomornrja. OBOj Tpya Ke To ondaTH U MCIUTA U MPOJAKHUOT
nepdhopmMaHc Ha OaHKHUTE, U3pa3eH NMPEKy 00eMOT Ha mpojaxba u mpoduTabuiIHOCTa, KaKo
Ou ce yTBPAWIIO BIMjaHUETO KO€ MAPKETHHT MUKC CTPATETMUTE TO UMAaT BP3 HETO.
I'enepasnaTta Xumore3a ce OJHECYBa Ha Pa3lIUKHUTE MOMEry OaHKHTE CO pazlu4CH
npoaakeH neppopmanc (06eM Ha mpoaakba v nMpodUuTadUIHOCT) BO OJJHOC HA CTEIICHOT Ha
NpUMEHa Ha MApPKETUHI MHKC CTpareruure (IPOW3BOJ, MECTO, IICHa M TPOMOIIMja) U Ha
MOBp3aHOCTa TIOMEly CTEICHOT HAa NMPHMEHAa Ha CTPATETUUTE HAa MApKETHHI MHKCOT U

MIPOAAXKHHUOT IepPpopMaHc Ha OaHKHTE.
On reHepaiHaTa UCTpaKyBadKa XHIIOTE3a CE U3BEICHN U TPU IIOCEOHN XUTIOTE3H:

Iloceona xunomesa 1: IloctojaT pa3inuku rnomery OaHKUTE CO pa3iMueH o0eM Ha

r[poz[a>1<6a BO OJJHOC Ha CTCIICHOT Ha IMPHUMCHA Ha CTPATCTUUTC HA MAPKCTUHT' MUKCOT.

Iloceobna xunomesza 2. IlocrojaT pa3iauku 1omelry OaHKUTE €O pa3jiMyHa

HpO(I)I/ITa6I/IJ'IHOCT BO OJHOC Ha CTCIICHOT HAa MPUMCHA Ha CTPATCTUUTEC HAa MAPKECTUHI' MUKCOT

Ilocebna xunomesa 3. llocTon MNO3UTHBHA IOBP3aHOCT IOMEly CTENEHOT Ha

MIPUMEHA Ha CTPAaTErMUTE HA MAPKETUHT MUKCOT U MPOJAKHUOT NeppopMaHC Ha OaHKUTE.

Bo memooonozujama na ucmpasicysarse, ipu CipoBELYBaETO Ha UCTPAKYBAHETO
U JOKaXYBamETO HAa XWIIOTE3UTE CE€ KOpPUCTEa JIECKPUIITHBEH, KOMIIAPAaTUBEH U
kopenauucku wmerop. Ilpu npuobuparwemo na nompednume nooamouu, ce KOpHUCTea
COOJIBETHM TEXHMKHM M METOJAM W TOa: aHaju3a Ha MOCTOeYKaTa JIOKyMEHTalldja, Koja ce
olHecyBa Ha oOpaboTkaTa Ha JOCTAallHUTE MaTepHjajii BO CTpy4YHaTa JUTepaTrypa 3a
MpUMeHaTa Ha CTpaTerMUTe Ha MApKeTHMHI MHKCOT BO OAaHKAapCKUOT CEKTOp, MpU IITO Oea
BKJIYY€HU KHUTH, MyOJMKaIMK, W3BEUITau OJl MPETXOJHH HCTpakyBama, OHJAajH 0a3u Ha
MOJIATOIM U APYrd 00jaBEHH MaTepHjajy BO BPCKAa CO MapKETUHI MEHAIMEHTOT M aHKeTa,
CIpOBEJIeHa MPEeKy aHKETHH IpaIIaHUIM CcO LeJ J1a ce 100ujaT MoJaToH 3a MpUMeHaTa Ha

MapKeTHUHT MUKC CTPATETUUTE U 3a MPOJAXKHUOT nepdopMaHc Ha OaHKUTE.

060j mazucmepcku mpyo e cucmemamu3upan 60 4emupu 0eid, 606e0 U 3aK1yYOK.
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Bo npeuom oen, ce ondarenu uemupu mesu u HeKoJIKy noomesu NPOU3IE3EHU O]
HUuB. Ilpeama me3a e noepzana co Mapkemunzom WU TO COAPXU HErOBOTO IIOMMHO
OIpeJieNyBamkbe MPEKy MAPKETHHIIIKATa KOHIEMIIMja U MAapKETUHTIIKUOT MPOIEC, MOTOa TO
MpOClielyBa pa3BoOjOT Ha MApKETHHIOT JaBajku MpPHUKA3 HAa TOBAXHHUTE MPECBPTHUIM O]
HEroBHOT HCTOPMjaT, yKaKyBa Ha yiorara Ha norpeburte, »enbure u rnobdapyBaykaTa Ha
KJIMEHTUTE BO MApPKETHMHIOT M 3aBplLIyBa CO OIUIIyBake W aHajau3a Ha ¢a3uTe Ha
MapKETUHTTIKHAOT TPOIIEC.

Bmopama me3a, Mapkemunz mukc 60 Oankapckama unoycmpuja, ce OCBPHYBa
HajIpBO Ha 4P MapKeTMHI MHUKCOT, OJIHOCHO, Ha HETOBUTE YETHUPHU CTPATETHH 3a MPOU3BOJ,
LI€Ha, MECTO ¥ POMOILIH]ja, KOM KaKko crenrndruyHa KoMOMHAIMja O €JIEMEHTH € KOPUCTAT 3a
HCTOBPEMEHO TIOCTHTHYBalE€ Ha IeUTe Ha OaHKUTE W 33/J0BOJYBale€ HA NOTPEOUTE U
KenouTe Ha HenHuTe KymyBaud. OBje ce ondareHu U AONOJHUTEIHUTE CTPATETHH KOW TO
¢dopmupaar 7P, a Toa ce ayfe, npouecu U pU3MUKO ONKPY)KyBame, KaKO Ba)KHU MAPKETHHT
CTpaTeruu 3a OaHKapCKUOT CEKTOp, 3a J]a Ha KPaj ce yKake Ha 3HAUCHETO Ha KOHTpOJaTa Ha
MapKETUHTOT, KaKo MPOIeC Ha MEPEEe U BPEIHYBAE HA PE3yJITAaTUTE Ha MAPKETHHTIIKUTE
CTpaTeTMH W IUIAaHOBH, W TpE3eMame Ha KOPEKTHBHH MEPKH CO IIeNl TapaHTHpame Ha
MIOCTUTHYBAaWkETO Ha MapKeTWHr nenurte. Ilocie KoHTponaTa cielu CIpPOBEIYBAHETO HA
MapKETUHTOT, €{Ha OJ] HajTEIIKUTE aKTUBHOCTH, OMJIEJKM HA CEKO] MapKETHHT MEHAaLep My €
100pO MO3HATO JieKa MOJIECHO € J1a C€ OCMHUCIAT JT00pU MapKETHHTIIKU CTPATETUH OTKOJIKY
UCTHTE JIa Ce CIIPOBE/IAT.

Bo mpemama mesa- Ilpooascen nepghopmanc, ce 00pabOTEHH HETOBUTE MHIUKATOPH,
obeM Ha mpojax0a M NMpOoPHUTAOMIIHOCT, KaKo MOATE3M Ha OBaa Te3a, OJ MPHYMHA INTO
epeKTHBHUTE MEPKH Ha MepPOpPMAHCOT HH OBO3MOXKYBaaT Ja OCO3HaeMe KOJIKY 00po
paboTuMe, Many TW AOCTHTHYBaMe IIEJHTE, Jalh KIMEHTUTE C€ 3aJ0BOJIHH, JAJIM HAIIUTE
MPOIIECH C€ BO CTAaTUCTHYKAa KOHTPOJA M Jalld CE€ HEONMXOJHM MOoJ00pyBama, 0COOEHO BO
cdepaTa Ha MAPKETHHT MUKCOT.

Yemepmama mesa, Koja ce 00Hecyea HA peneganmHume UCPANCYy6ara 3a epekmume
Ha cmpamezuume HA MaAPKEMUHZ MUKCOM 6P3 NPOOANCHUOM nepdhopmanc, BCyIIHOCT, TH
COJIPXKH JTOCETAITHUTE UCTPAXKYBAUKH PE3yNTaTH U CO3HAHH]ja 3a e(EeKTUTE Ha MPOU3BOJIOT,
[leHaTa, MECTOTO M TPOMOIIMjaTa, KaKO MAapKETUHI MHUKC CTpPAaTerMH Bp3 MPOJAKHUOT
nephopMaHC Ha OPTaHU3AIUUATE O] PA3JINYHU WHIYCTPUH, BKIIYIyBajKU ja U OaHKapcKara. -

Tpemuom Oen ce ofHECYBa Ha UCTPAXKyBauKUTE PE3YJITATH MPOU3IIE3EHU O] CIIOpeOUTe
Ha OaHKUTE CO pa3luyeH o0eM Ha Mpojakda W pasianyHa NpopuTaOMIIHOCT, BO OJHOC Ha

CTCIICHOT Ha NpHUMCHA HAa MAPKCTUHI' MHUKC CTPATCTUUTC 3a HNPOU3BOJ, HCHA, MCCTO U

18



MpOMOIIMja, KakKo U Ha HCTPA)KyBAaUKUTE PE3YJITaTH IPOU3JIE3CHU O] OJIPEAYyBAETO Ha
MOBp3aHOCTAa M HEj3MHATa Hacoka IMOoMely CTENEeHOT Ha MPUMEHa Ha MapKeTUHI MHKC
CTpaTEeTHUHUTE U MPOJAKHUOT NIephopMaHC BO OAHKAPCKUOT CEKTOP.

Yemepmuom Oen € TOCBETEH Ha WHTEpHpeTalnMjata Ha TOOMEHHTE pE3YNTaTH O
UCTPaXKyBambeTO M HUBHA JAMCKYCHja NpU IITO € MOBJIEYCHA Mapajena U € HalpaBeHa
criope0a co co3HaHHUjaTa O/ MPETXOAHO CIPOBEACHUTE UCTPAXKYBabha HA OBaa TeMa.

Bo 3aknyuokom ce HaBe[eHU 3aKIIyYHUTE COTJIEIyBamba U MPEIOPAKUTE KOU MPOU3JIEroa
O]l MaruCTEPCKUOT TPYA, MOCIE IUTO CIEON pe3umemo Ha TpyaoT. Ha kpajor e HaBeneHa

CTpy4HarTa JiuTeparypa KOja Oerre KOHCYJITUpaHa IIpru I/13pa60TKaTa Ha MaruCTepCKuoT Tpynd.
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1. TEOPETCKA PAMKA
1.1. MAPKETHHT

Bo nenemHo Bpeme TeMenHara 3ajaya Ha MapKeTHHIIIKUTE CTpy4mald ormdaka
II0OCTOJaHO MPOHAOrakhe Ha HOBYU MATHUIIITA 32 33/10BOJYBabE HA KIIMEHTUTE, KAKO U IIOCTOjaHO
Oapame Ha HOBU na3apu. CoryacHO T0a, OCHOBHO € Ja ce c(haTH JeKa MApKETUHIOT ITOYHYBa
U 3aBpUIyBa CO KYIyBauWTe, J0JIeKa BUCTUHCKM TNPEMHH KOH Ia3apHa OpUEHTaluja U
IIPUMEHAa Ha MapKeTHHI KOHLENIMUTE IOCTOM CaMoO Torall Kora IpeTHpujaTHeTo, OaHKaTa,
TeaTapoT, IpajoT, Ap)KBaTa, 3aHaeTunjaTa WM MPETIPUEMadoT roaraar oj MpeTHocTaBKaTa
JIeKa MOTPOIITYBaYOT HE KyIyBa OMJIO KaKOB ITPOU3BOJI WIIM YCIIYyTa, TYKY TH KyITyBa OHUE KOU
TM 3a/0BONyBaaT Herosute norpe6u.'® YopeukuTe mOTpeOM M KenOUM MOKAT Jga ce
[IPETCTaBaT Kako IOjAOBHA TOYKA HAa MApKETUHI AMCLUIUIMHATA U TOAa OJf MPUYMHA ILITO
MapKETUHIOT 3all04YHyBa CO YOBEUKHTE NOTpPeOM M Kenbu, ma mopaau Toa U cekoj aodap
CTpyumak MOpa Ja HacTojyBa JAa ru chatu norpedbure, >xejdUTe U LEJIOKyIHATa

no6apysauxa.?’

1.1.1. Iloumno onpedenysarse Ha MApKemMuUH2Om

MapkeTuHrot, cropes npudareHara 1epuHUII]a HA AMEPUKAHCKOTO 3/IpYKEHHE 3a
mapketHur (American Marketing Association — AMA), npeTcraByBa MpoIec Ha TIAHUPAbEe
U CHPOBEAYBalkE Ha CO3/IaBAFbETO HA WJICH, NMPO3UBOAU U YCIYTH, OApPEAyBarkbe HA HUBHU
[IEHHU, TIPOMOIIMja W JUCTPUOYIMja KaKo OM Cce HM3BpIIWja pa3MeHa Koja TH 3aJ0BOJyBa
nenute Ha nmoenuHnuTe U opranusanuute (Kotler & Armstrong, 2013). Kako npomomkeHue

Ha TCKCTOT, HaA Cmukal e ITPUKAXKAHO HOjMOBHOTO oapeayBambEC HAa MAPKCTHUHIOT.

1 Dean, J, H. (2015). 10 Tips to |Improve Your Sales Performance. Retrieved from
http://www.sellingpower.com/content/article/?a=10089/10-tips-to-improve-your-sales-performance.

2 Guesh, B. (2010). Assessment of Factors Affecting Sales Volume: A Case Study of Mesfin Industrial
Engineering PLC (Doctoral dissertation, Mekelle University). HocranHo Ha
https://opendocs.ids.ac.uk/opendocs/handle/123456789/5157
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Cnuxka 1. Illoumno oopedyeare na mapkemunzom

MAPKETHUHI

HITO? Ilpouec (miaHupame, CO3JaBalkbE€ WJIEHU, MPOU3BOJIH,
YCIIYTH, OJIpElyBahbE IICHH, TPOMOIIH]ja, TUCTPUOYIIHja

HEJI? 3anoBonyBame Ha HENUTE HA OSAUHIIMTE U OPTaHU3allUUTE

W3Bop: Uzpabotka Ha aBropor cropen: Kotler, P. (2015). Marketing Management.
15th ed. NJ, PH: Pearson Education, pp. 32

MapkeTHHroT moara oJ XelOuTe U MOTpeOUTe Ha MOTPOIIyBauuTe (IEIOBHUTE U
KpajHUTE IMOTPOLIYBAa4M) W BO COTJIIACHOCT CO TOA, OCHOBHATA 3a/ladya HAa MAapKETHHIOT
noipa30upa UCIIUTYBakE HAa TOA IITO CAKAaT U IITO UM € MMOTPEOHO HA MOTPOIIYBAYUTE, KAKO
¥ YUECTBO TIPH CO3/1aBarbe Ha COOJBETHH MPOM3BOIN U TIOTTUKHYBAKE HA HUBHO KYITyBame. 2!

Bo MMPOAOJIPKCHUC Ha Cmuka 2 e IpHUKa’)KaHa OCHOBHATA 3a/la4a Ha MApKCTUHTOT.

Cnuka 2. Ocnoena 3a0aua Ha MapKemMuHzom

HcnuryBame Ha TOTpeOUTE U JKEIOHTE,
OcHoBHa

MAPKETUHI » YYECTBO BO CO3/1aBamkE HA MPOU3BOJIUTE
3ana4a ¥ TIOTTUKHYBAK-€ HA HUBHO KYITyBakbe

N3Bop: U3paborka Ha aBropoT cnopen: Kotler, P. (2015). Marketing Management.
15th ed. NJ, PH: Pearson Education, pp. 41

2L Kotler, P. (2015). Marketing Management. 15th ed. NJ, PH: Pearson Education, pp. 32-131
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[ToTpebHO € na ce Harjacu Jieka MapKEeTUHTOT CJeId W OJAPEACHU pEaKkluu Kaj
MOTPOIIYBAYUTE M TOa 3apajJd H3BPIIyBAakE€ HA OJPENEHU IPOMEHHU Kaj MPOU3BOAOT,

OJIHOCHO, 32 J1a C€ TIOHY/IaT HOBU MPOU3BOMH. 22

Jlenec mocrojar rojaeM Opoj Ha AeUHHULINK 32 MAPKETHHIOT, HO 32 CUTE MOXE J1a ce
Ka)kKe JIeKa roaraar o] KeJIOUTe W MOTpeOUTe Ha MOTPOLIyBauuTe. 3aToa, MapKETHHTOT €
opranu3zaiycka (GyHKIHja U 30Up Ha MPOLIECH 3a CO3/1aBabe, KOMYHHIIMPAakhe U HCIIOpaKa Ha
BPEIHOCTH JI0 MOTPOIIYBAYUTE KaKO U 3a YIPaBYBambe CO OJHOCHTE CO MOTPOLIYBauUTE Ha
HAYMHU KOM M KOPMCTAaT HAa OpraHM3allMjaTa M HEj3MHMTE Ipymu oj uHTepec.”> O apyra
CTpaHa, OJJHOCHO, IJICJ]AHO UCTOPHCKU, MOXKE JIa CC KaKe JeKa Je(UHUIMja HA MAPKETHHIOT
nain u Agam Cmut 1 Toa Bo 18. Bek, a BO KOja ce HaBeIyBa JIeka ‘TIOTPOIIyBadKaTa € TOJIKY

jacHa mTO MypH € IIyIo aa ce AoKaxysa’.2t

@oKycOoT Ha CeKoe JEJIOBHO paboTeme Tpeda Ja ce OJHEeCyBa Ha IOTPOIIYBAYHUTE,
KaKo M Ha 3aJJ0BOJYBAal-ETO HA HUBHUTE UHTEPECHU M MOTPEOH, IITO BCYIIHOCT ja MPETCTaByBa
U CpKTa Ha KOHIEMNIMjaTa 3a MapKeTUHr. MapKeTHHroT, UCTO Taka, € U MpoIec KOj T'u
uaeHTU(QUKYBa, NpPEIBUAYyBAa U 33J0BOJyBa Oapamara Ha MOTPOLIYBAYUTE MPUTOA
ocTBapyBajku mpodut.”> Ha Cimka 3 e nmpukaxkaHa neGHHHMIMjaTa HA MAPKETHHTOT KaKO

MpOILIEC Ha yIpaByBambe.

Cnuxka 3. Mapxemunzom Kaxo npoyec Ha ynpagysarse

MAPKETHUHI' IITO? IIporec Ha ynpaByBame L EJ? OctBapyBame Ha MPOPUT

N3Bop: N3paborka Ha aBropot cropen: Kotler, P. (2015). Marketing Management. 15th
ed. NJ, PH: Pearson Education, pp. 64

22 Kotler. P., & Armstrong.G (2013). Principles of Marketing.15th Ed. USA, USA: Pearson Hall, pp. 91-104

2 West, D., Ford, J., & lbrahim, E. (2010). Strategic Marketing: Creating Competitive Advantage, Oxford,
Oxford University Press, pp. 224-242

2 Isoraité, M. (2016). Marketing mix theoretical aspects. International Journal of Research-Granthaalayah, 4(6);
25-37.

% Kotler. P., & Armstrong. G. (2008). Principles of Marketing. International Edition. New York, USA: Pearson
Hall, pp. 148-167
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Co mpoyuyBameT0 Ha MHOTYOPOjJHH MMOJMOBHH OJIpeyBarba, ce Joara 10 3aKIydoK
Jieka MapKeTHHIOT, BO IEJIOCHA CMHCIAa Ha 300poT, omndaka OTKpUBAaWmE Ha MOTPEOUTE U
KeabuTe, co3JaBame HJCja Koja IOJOIHA C€ NpeTBapa BO BPEAHOCT, a IMPEKy
MIPOU3BOJICTBOTO, CHCTEMOT 3a AWCTPUOYIMja, pa3MEHa M pa3Boj Ha MeElyCeOHHTE OJHOCH,
j0ara 10 Ta3apoT Kaje KylyBauuTe ro 100MBaaT OHA IITO UM e noTpedno.?® Hajnpermsna u
npudarena nepununpja nan Ouaun Kotnep, a mompasbupa TBpACHE JeKa MapKETHHIOT
MMpeTCTaByBa OMIITCCTBCH IIPOLEC CO KOj MNOCANMHIUTC U I'PYIIUTC I'0 MOCTUIHYBAaaT OHA LITO
UM € MOTPeOHO M OHA IITO I'0 CaKaaT, MPEeKy Kpeupame, MOHyJa M ciIo00aHa pa3MeHa Co
JPYTUTE HA MPOM3BOAM M BPEIHOCTH CO OApeaeHa BpeaHocT.2’ M Ha KpajoT BakKHO € Ja ce
Harjiack JeKa WHTErPATHHOT MAapKEeTHHI € c(akame M0 KOe MApKETHHIIKHOT CEKTOp ja
orgaka 1enara onepaTHBa, OJHOCHO, MAPKETHMHIOT € CIMHCTBEHA OIepaTHBHA (YHKIIH]a
BHATPE BO MPETIPHjaTHETO WM JICJIOBHATA OpPraHM3alija, a ce’ OCTaHATO MMa COBETOIAaBEH

KapakTep.

A) Mapkemunzuika Konyenyuja:

MapkeTHHTIIIKaTa KOHIICTIIMja, OJHOCHO, JeloBHaTa (¢uiao3oduja mpercraByBa
cnenuuUeH HAaYMH Ha pa3MHUCITyBambe€ M JIeJCTBYBakE Ha KOE Ce€ 3acHOBa JIeTIOBHATa
MOJIMTUKA HA TMPETHPUjaTHeTO, OJHOCHO, cheuuduueH HauyuH Ha TMpHCTal KOH
OCMHCIIYBAalh€TO,  ONEpallMoOHaliu3aljaTa ¢ peainu3amnujata Ha  pabOTEHETO  Ha
npernpujatrero.’ Ha nmpuMep, moTpeGHO € 1a ce HAriacH Jieka TPEeTIPHjaTHETO KOe TO
npudaTUIO MAPKETUHTOT KaKO KOHIIEMIIMja UM KaKo JeloBHa Quio3oduja, Mopa aa BOIU

CMCETKaA 34 CJIICAHUTC aKTUBHOCTH !

» HacodeHOCT KOH MOTpOIIyBavnTE,
» UcrpaxyBame Ha MOTPEOUTE U KEIOUTE U

> OOIHKyBame Ha POTPaMH U TLIaHoBH. %

Ha Cnuka 4 ¢ IIpUKa’KaHa OCHOBHATa KOHLICHL[I/Ija Ha MapKCTUHI'OT.

% Kotler, P., & Keller, K. (2006). Marketing and Management, Pearson Prentice Hall, pp. 127-142

27 Kotler, P. (2015). Marketing Management. 15th ed. NJ, PH: Pearson Education, pp. 32-131
2 Heiner, R. S., & Muhlbacher, N. (2007). Modern Marketing. Revised Edition. New Delhi: S. C Hand and

Company Ltd., pp. 245-258
2 Kotler. P., & Armstrong. G (2012). Principles of Marketing.14th Ed. USA, USA: Pearson Hall, pp. 74 - 96
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Cnuka 4. Ocnoena KoHyenyuja Ha MapKemuHzom

MAPKETHUHT

Konnenmun

ITpousBoacTBO [Mpousson [Mponax6a MapkeTuHr Counjanen
MapKETHHT

W3Bop: Mspabotka Ha aBropoto cmopen: Kotler. P., & Armstrong. G (2012).
Principles of Marketing.14th Ed. USA, USA: Pearson Hall, pp. 74 - 96

MapKeTHHTOT J€jCTBYyBa BO paMKH Ha JUHAMHYHO JCIIOBHO OIKPYKYBame Kaje
notpedure, xenoutre u npedepeHiruTe Ha MOTPOIIYBAYUTE CE PA3IUYHM, OJHOCHO, Kaje €
MOTPEeOHO MEHYBame€ Ha MPHUCTANOT, MPUIAroIyBamke Ha CTpAaTeTMUTE M Mpakcara. Bo
JICHEITHO BpeMe, MAapKETUHrOT Oapa KOHTHHYMPAHO HCTPAKYBAKE W PA3MUCITYBAKE 3a
IIPOM3BOJIOT, HErOBaTa IIeHa, MPOMOIHja 1 AUCTpuOyrmja.>® MapkeTHHIIIKaTa KOHIEMIH]a
HE HacTaHaJla OJIe/IHalll, HUTY MaK OCTaHaja HEMPOMEHETa, TYKY [TOCTOjaHO C€ MEHYyBa U Toa
BO 3aBHCHOCT OJ] Pa3B0jOT Ha (haKTOPHUTE HAa OKOJIMHATA HA CHCTEMOT 3a MapKeTHHT.>! Moxe
Ja ce pa3iiKyBaaT HEKOKKY KIY4YHH JEJIOBHU KOHIEMIMHU (OpUEHTAIMH), a Toa Ce:
MPOUW3BOJHA KOHIICTIIM]a, NPOJaXKHA KOHIICMIIMja, OPUEHTUPAHOCT KOH IMPOU3BOJOT H
MapKEeTUHT KOHIICTIIMja, a BO TOHOBO Bpe€ME€ U KOHIICTIIMja Ha COIMjaHO OJTrOBOpPEH

MAapKCTHHT. 3

%0 Chan, A. (2018). Marketing Strategy of a Creative Industry Company in Bandung City. Review of Integrative
Business and Economics Research, 7, 232-240.

31 Adeleye, A. S. (2018). Principles and Marketing Practices, Revised Ed. Concepts publication, Lagos, pp. 122-
129

%2 Nanda, R., & Khanna, P. (2011). A Historical Overview of Marketing Strategies. International Journal of
Multidisciplinary Research, 1(7), 356-368.
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b) Mapkemunzuiku npouec:

[lenokynHUOT mpollec Ha MapKETHHI MoApazOupa HU3a O CHUTE JACJHOCTH KOH TH

MOBP3yBaaT MPOU3BOJICTBOTO U MOTPOLIYyBaYKaTa, OBO3ZMOXKYBAjKH MPOU3BOANTE U YCIYTHTE

Ja oJlaT KOH MOTPOIIyBaduTe, a HHGOPMAIIMUTE 33 MOTPEOUTE Ha MOTPOILITYBAYUTE Aa OJaT

KOH IIPOU3BOJUTECIINTE. 33HpOH€COT Ha MapKETHUHI' C€ COCTOU O CIICAHUTC (1)331/12

R/
L X4

AHanusupame Ha [a3apHUTe MOXXHOCTH,

HcrpaxyBame 1 M300p Ha LEITHUTE Na3apH,

OO0nuKyBame Ha MAPKETUHTTIIKH CTPATETHH.

[Tnanupame Ha MapKETUHT TIporpaMa (00JUKYBambe Ha MAPKETHHT MUKCOT),
Opranuzupame, u

HpI/IMeHa M KOHTPOJIAa HA MAPKCTUHTTIKUTC Hanopn.34

VimMeHo, MapKEeTHHTOT, KaKO Hay4YHa JWUCHUIUIAHA, € BCYIIHOCT OMXEjBHOPHCTHUYKA

HayKa KOja TeXH KOH 00jaCHyBame Ha OJHOCUTE Ha pa3MeHa. Bo mpojomkeHne Ha TEKCTOT

Ha Cnuka 5 IMpHUKa>XaHU C€ TCMCIIHUTC OJJHOCHU Ha MAPKCTHHI'OT BO pa3MCHaA.

Cnuka 5. Temennu o0nocu Ha MapKemMuH20m 60 pazmeHda

— OgHecyBame Ha NOTPOLIYBAYUTE

TeMeTHN OHOCH Onuecysame Ha

MAPKETHUHI BO [
PASMEHA

MIPOU3BEyBaYnTe (IIPOAABAYUTE)

Mpexa Ha HHCTUTYLIMH

OmnmrecTBeHN MOCIEIUIIN

N3Bop: N3paborka Ha aBropot cropen: Kotler, P. (2015). Marketing Management. 15th
ed. NJ, PH: Pearson Education, pp. 77

33 Farshid, J.K. (2011). The influence of export marketing strategy determinants on firm export performance: a

review of empirical literatures between 1993-2010. International Journal of fundamental Psychology and social
sciences, 1(2): 26-34.

34 Alarcon, S., & Sanchez, M. (2013). Business strategies, profitability and efficiency of production. Spanish

journal of agricultural research, 11(1), 19-31.
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Kako mTo e mpukaxaHo Ha ClIMKaTa, MapKETUHTOT MOYMBA Ha YETUPH MeryceOHO
TECHO MOBP3aHU TEMEJHU OJJHOCH BO pa3MEHaTa, a T0a Ce OJIHECyBam¢ Ha MOTPOIIYBAYUTE BO
pa3MeHara, OJHECYBal€ Ha MPOMU3BOJUTENHTE (IIPOAABaYMTE) BO pa3MeHaTa, yiorara Ha
MPEXKUTE OJ] MHCTUTYLIUU KOM ja OJISCHYBaaT pa3MEeHaTa M OJHOCUTE CO TUE MHCTUTYIIUU BO
MpPOLIECOT Ha pa3MeHa, Kako M TOCJIEeIULUTE BO OIIITECTBOTO KOM HACTaHyBaaT CcoO
OJITHECYBAETO Ha KYIYBAaYUTE, IPOU3BOIUTENINUTE (MPOIaBAYUTE) U MPEKUTE HA HHCTUTYLIUU

BO IIPOLIECOT Ha pazMeHa. >

MapkeTHHroT € Mpolec cOo KOj MpeTmpujathjata M JIeJIOBHUTE OpraHU3aliU
CO3/1aBaaT BPEIHOCT 3a KyIyBauuTe, OJTHOCHO, CO KOj CO371aBaaT MeryceOHO CHITHO OJTHOCH CO

KyIyBaduTe U T0a OJ IIPHYHHA 14 32 BO3BPAT O KyIyBauUTeN001jaT opeaeHa BpeaHocT. >

1.1.2. UcTopujaT Ha MAPDKETHHIOT

VcTopucku riefaHo, peKiIaMUpameTo W MpoMoLMjaTa ro HacouyyBaje >KUBOTOT Ha
JIyreTo CKOpo IMOJEAHAKBO KAaKO M BO JEHEIIHO BpeMe. MiMeHo, Ha TepuTopujata Ha EBpona
BO BTOpaTa I0JIOBUHA Ha 18.BeK ce 110jaBUIJIO HOBO PEKIaMHUpame U TOA MPEKy CIIMKH, 10JIeKa
BTOPUOT CTENEH OJ] MCTOpHjaTa Ha MOMOJEPHOTO pEKJIaMHpame € JOCTUTHAaT BO BTOpaTa
nojioBuHa Ha 19. Bek co mojaBarta Ha miakarute. Ho, nypu Bo 20. BeK MapKETHHTLIKHTE
CTpyumalld 3aroyHane Ja ynorpedyBaaT CYNTHJIHA IICHXOJIOTHja Kako O BiMjaene Bp3
moTcBecTa Ha ToTpomryBaunte.’’ Bo Tabema 1 mpukakaHu ce HAjBaKHHTE TOAMHH Of

HCTOpHjaTa Ha pa3BOjOT HA MAPKETHUHIOT.

[Toueronure Ha MpUMeHa Ha MapKETUHIOT ce nojaBuwie Bo CAJl u Toa BO BpeMeTo Ha
KOJIOHHM3allMja Kora COICTBEHULIUTE MoyHaie meryceOHo aa TpryBaat. Ilonaramy, moxe aa
ce KaKe JIeKa MapKETHHT OJ IMOTOJIEMH pa3MepH IMOYHYBa BO BPEMETO Ha HHIyCTPHUCKAaTa

peBonyqua, a BO MEpruoaoT on 50-tute u 60-TUTE TOAWHU HAa MHUHATHOT BCK MAPKCTHUHIOT

% Kotler, P. (2015). Marketing Management. 15th ed. NJ, PH: Pearson Education, pp. 32-131

3% Andersson, G., & Wachtmeister, A. (2016). Management strategies for profitability and growth. Jocranno na
https://stud.epsilon.slu.se/8802/

37 Kotler, P., & Keller, K. (2006). Marketing and Management, Pearson Prentice Hall, pp. 127-142
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BOINIaBHO € MACOB€H MW MIPCOBJIaAyBaJI€ TJICAUIITETO ACKa npoz[a>I<6aTa 3aBUCH O]

HU3BECTCHATA KOJIMYMHA Ha KYHYBa‘II/I.38

[Tocne HaBeneHMOT nepuol, MapKeTUHIOT O 70-TuTe ¥ 80-TUTE TOJUHU HAa MUHATUOT
BEeK IMOYHYBa Ja KOpUCTU 0Oa3a Ha MOJaTond W Mpoduil Ha KyIyBadyHW, a COOMPAmETO Ha
MO/IATOIM 32 TIOCTUHEYHN KYITyBa4YMd CTAHAIO HOB U3BOP HA MPEAHOCT Npe] KOHKYpPEHIIMjaTa.
[Tonaramy, HHTEPHETOT CTaHyBa MAaCOBHO CPEJICTBO 32 KOMYHHUKalHja BO 90-TUTe TOAWHH U
TOa OBO3MOXYBajKM KOMOWHAIIMja HA BOIVIABHO KOHTAJUKTOPHU 1€MW HAa MAaCOBHHUOT

MapKeTI/IHF.39

Bo ucropuckuot pa3Boj Ha MApKETHHIOT y4ecTByBa U Anam CMUT, 3arOBOPHHUKOT Ha
ci000/1Ha TProBUja U €eH O] KIyYHHUTE MPETCTaBHULM Ha (pa3ata Ha MaKCUMH3UpAmkE Ha

npodutor.*°

Taébena 1. Hajearxcnu 200unu 60 ucmopujama Ha pazeoj Ha MapKemuHzom

2000. roguna npea HOBaTa epa — rpaBUpamke Ha JaBHU U3BECTYBakbha BO YEIIUK
1472. ronnHa — Bo AHIIHMja € co3/a/ieHa IpBara revyaTeHa peKiiama
1661. roauna — npBo OpeHaMpame Ha MPOU3BO/] (3a0HA nacTa)
1776. ronmHa — pBa MOJIUTHYKA PeKJIaMa
1873. ronmua — rmacupame npou3Boau Bo pomaHot ‘Ilat okoiny cBerot 3a 80 nena’
1882. ronuna — npBa enextpuuHa pexnama (New York)
1892. roamna — pa3Boj Ha AUPEKTHUOT MAPKETUHT
1905. ronmna — npBa pekyiaMa Ha MPOU3BO/I (IIUTapH)
1920. roamHa — mpBa KOMEPIIHMjaIHA PAIUO0 CTAaHUIIA
1941. ropnna — npBa cinyx6eHa TB pexiiama (pexiaMa 3a 4aCOBHUK)
1957. ropuna — ‘Mr. Clean’ — Haj1oJT CTaX BO HCTOpHjaTa Ha PEKIAMHUPAHETO
1981. ronuna — ‘MTV’ — pexitamupame Ha My3u4dapu 24 qaca/neH
1984. roguna — ‘Apple’ — cHUMame Ha HajCKANUTE peKIaMu

1994. ropuna — noverok Ha ‘pay per click’ pexiiamupame

3 Ardjouman, D., & Asma, B. (2015). Marketing Management Strategies Affecting Performance of Enterprises
(SMEs) in Cote d'lvoire. International Journal of Business and Social Science, 6(4), pp. 179-184

% Isoraité, M. (2016). Marketing mix theoretical aspects. International Journal of Research-Granthaalayah, 4(6);
25-37.0

40 Morrison, M., G., Dubelaar, C., & Oppewal, H. (2011). In-store music and aroma influences on shopper

behavior and satisfaction. Journal of Business Research, 558-564.
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W3Bop: Mspaborka na aBropot crmopexd: Kotler, P., & Keller, K. (2006). Marketing
and Management, Pearson Prentice Hall, pp. 127-142

1.1.3. IloTpedn, :xes0u 1 modapyBauka
[{eIOKyITHUOT MApKETHHTIIKH MPOIIEC 3alI0YHYBa CO YOBEUKUTE MOTPeOu U kenbu, a
NOTpEeOUTE TM COYMHYBAaT OCHOBHHMTE 4YOBeuku Oapama. Ha Cnmka 6 e mpuKakaHo

MIOJMOBHOTO OJIpeyBam-€ Ha YOBECUKUTE MOTPEOH.

Cnuka 6. Ilojmosno oopedyeare na 4woeeukume nompeou

YOBEYKU ITO? JABYBAIGE HA IIOTPEBU?
IHOTPEBU Cocroj6a CxparyBarbe Ha OCHOBHHTE
3a/10BOJTyBatba

W3Bop: Uspabotka Ha aBtopor cropea: Marketing (2018): Osnovne koncepcije

marketinga, [Internet], raspolozivo na: http://marketing-e.weebly.com/

Moxe 1a ce Kaxku Jieka norpedara 1 4yBCTBOTO Ha HEJOCTATOK, OJTHOCHO, HEMAHETO
Ha HEWITO, Ha KPajoT MpeAu3BUKYBa TEH3Mja KOja MOTTUKHYBAa Ha akl{ja, U TOa CO LI
OTCTpaHyBalke€ Ha HENpHjaTHOCTA IpPEAM3BHKAHA OJf TEH3WjaTa 3apajd OAPEIECHUOT
nenocratok.*! MMeHo, yoBeukuTe XenbM M MOTPeOM He € eIHOCTABHO CeKorall Ja ce
pas3bepar, Ousiejku HEKOM KyIyBayM MMaaT MOTpeOM 3a KOM HE C€ CeKorall CBECHM WJIHM He
MO’KaT MCIPABHO Ja T u3HecaT. Bo neHemHo Bpeme, Iyf'eTo UCTO Taka MMaaT U MPUINYHO
CWJIHU npedepeHI KOH MHOTYOPOJHH U Pa3jIMyHU BUIOBU U MapKH Ha OCHOBHU MPOU3BOAU

u ycryru.*?

3a pasnuka o AeUHUPAHUTE MOTPEOH, )KEIOUTE MOApa30upaaT KOIMHEK 3a MOCEOHO
3aJ0BOJlyBambe Ha morpedbure. MIMeHo, YoBeUKUTE KeIOH MOCTOjaHO ce OOJMKYBaaT U ce

MCHYBaaT IIOJ BJ'II/IjaHI/IC Ha OIIIITCCTBCHUTC CUJIM U UHCTUTYLHHU, BKHYHYBajKH YUYHUJIMIITC,

41 Nashwan, M., A., S. (2015). How does Marketing Strategy Influence Firm Performance? Implementation of
Marketing Strategy for Firm Success. International Journal of Innovation and Economic Development, 1(3), 7-
15.

42 Owomoyela S., K, Oyeniyi K., O., & Ola, 0., S., (2017). Investigating the impact of marketing mix elements
on consumer loyalty: An empirical study on Nigerian Breweries Plc. Interdisciplinary Journal of Contemporary
Research in Business, 4(11), 485 —496.
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CEMEjCTBO U ClI., I1a BO COTJIACHOCT CO TOA CTPATETHHUTE U TAKTUKUTE Ha MAPKETUHTOT BJIHjaat
Bp3 3roJieMyBame Ha kenoure u TnpedepeHmuTe kaj morpomryBaumte.** Ha kpajor,
nobapyBaukaTa MOXKE J]a Ce MPETCTaBU KaKo keJba 3a ope/eH MPOU3BO/] BO YHja IMO3aHHA
€ MOXXHOCTa W TMOJTOTBEHOCTa 3a KymyBame. Ha Cnmka 7 e mpukakaHa MOBP3aHOCTa Ha

norpedure, xendure u modapyBadkara.

Cnuxa 7. lloép3anocm nomery nompeoume, yxcenoume u nooapysaukama

JKEJBH KYIIOBHA ] MMOBAPYBAUKA
MOK [

W3Bop: U3pabotka Ha aBropoT cropea: Marketing (2018): Osnovne koncepcije marketinga,

[Internet], raspolozivo na: http://marketing-e.weebly.com/

XKenbure cranyBaar mobapyBayka Kora I'l OJIp>KyBa KyIIOBHaTa MOK, ITOPAJH IITO
CEeKoe IMpeTHpHujaTHe Mopa Jia BOAM CMETKAa 3a TOAa KOJIKY OCOOM IO IO0CAaKyBaaT HUBHHOT

npoussox.*t

1.1.4. ®a3n Ha MAPKETHHIIIKHOT MPOLeC

Bo nenemHo Bpeme, OCHOBHHMTE (pa3u Ha MapKETHHIUIKMOT IMpoliec MnojapazOupaar
HCTpaXkKyBame Ha 1a3apoT, AePuHUpame Ha MAPKETUHT 1eNuTe, JeUHUPAhEe HA MApKETHHT
cTpaTeruure, U3padoTKa Ha MporpaMa 3a HacTall Ha Na3apoT (MapKETUHT MUKC) U MapKETHUHT

I(OHTpOJ'Ia..45 Ha Cauka 8 ce MPpHUKA)KaHU OCHOBHUTC (1)8.31/1 Ha MAapKCTUHTTOKUOT IpOLEC.

HctpaxxyBameTo Ha ma3apoT € (yHKIMja HAa MapKETHHIOT Koja ru o0e30emyBa
notpeOHUTE HMHGOpPMAIMK 3a JOHECYBame Ha OJUIykH. VIMeHOo, MOXe /Ja ce Kaxe JeKa

HpO6HCMOT Ha ITO3HAaBaWkC HA Ia3apoT € 0Cc00€eHO H3pPa3C€H BO IOJICMUTC OpTraHU3allMd KOU CC

43 Soltani, S., & Davanloo, K. G. (2016). Understanding Sales Volume Antecedents: Measuring the Role of
Consumer-oriented Selling and Sales Promotion in Iran FMCG Industry. Journal of Creating Value, 2(2), 287-
304.

4 Ajan, S, (2015). Effects of Sales Promotion on Purchasing Decision of Customer: A Case Study of Baskin
Robbins Ice—Cream Franchise Thailand. Unpublished Thesis Submitted to Bangkok University, pp. 95-103

4 Cavusgil, S. T., & Zou, S. (2014). Marketing strategy-performance relationship: an investigation of the

empirical link in export market ventures. The Journal of Marketing, 1-21.
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GbU3MYKK O1aIeYeHH O/ IIOTPOIIYBAYUTE 1A HE C€ BO MOXKHOCT CO JMPEKTHO HAOJbYIyBahe
¥ IMYHO MO3HABAE 1A I'M OTKPHjaT PEaKIMHMTE HAa MHOTY CETMEHTH Ha IOTpoIIyBauuTe.*®
LlenoKymMHUOT TpOLIEC Ha UCTPaXKyBambe Ha IMa3apoT Ce COCTOM OJ JIOTMYEH pepocie] Ha
MOCTAaNKK KoM Tpeba Ja ce chmpoBenar 3a Ja ce JOjAe JO BEpPOJOCTOJHU M CHTYPHU
uHpOpMAIIMKM KOW IMOMaraaT IpH OJJIy4yBameTO BO Ma3zapHOTO paboTeme. [Iporecor Ha

HUCTPpAXYBAkC HA IMa3apoT nonpa361/1pa HHU3a Mefyce6Ho IIOBP3aHN aKTUBHOCTH, a TOa CC:

s Jlepunupame Ha MPOOIEMOT U LETUTE HA UCTPAXKYBAHE,
+ OgnpenyBame Ha H3BOPH Ha MOJATOLM M BUIOBH Ha UCTPaXKyBamba,
% Meroau u popmyrapu 3a codupame Ha IM0IaTOLH,

¢ OppenyBame NpUMEPOK U COOMpame Ha OAATOLH,

)

* AHaimuza Ha nmogaTonu u HHTepnpeTaqua Ha PE3yJITaTUTC U

< CocraByBame Ha u3BemTaj.*’

Chuka 8. @a3zu na mapKemuHZWKUOM npoyec

HctpaxyBame Ha na3apoT

Jedunupame Ha MAPKETHHT LETU

®a3u Ha MpOoIECOT

MAPKETHUHI' MapkeTHHT cTpaTeruu

Muxc

KonTpona

UzBop: Ojo, O.M. (2012). Marketing Strategies and Bank Performance in Nigeria: A Post
Consolidation Analysis. Research Journal of Finance and Accounting, 3(5), 93-102.

46 Kotler. P., & Armstrong. G (2012). Principles of Marketing.14th Ed. USA, USA: Pearson Hall, pp. 74 - 96
47 Kotler. P., & Armstrong. G (2012). Principles of Marketing.14th Ed. USA, USA: Pearson Hall, pp. 74 - 96
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3a pasznuKa 0/ MCTPaKyBameTO Ha Ma3apoT, NeUHHPAHETO HA MAPKETHHTIIKUTE
LeIM Mopa Ja Jlajie OJroBOp Ha MpallambeTo MITO BCYIIHOCT caka ja ce mocturHe. Llenure
MOXKaT U Jla ceé KOMOMHUpaaT, HO MOTPEOHO € J1a ce BOAM CMETKa JieKa MOCTaByBamETO Ha
LIEJINTE MOpa /1a ja COAP>KU U BpeMeHcKaTa quMmensuja. Mcto taka, Tpeba 1a ce BoAu cMeTKa
OIIITUTE IIEJIU Jla C€ MpeBeaT BO KOHKPETHH LIEJIH, JI0JIeKa KOHKYpeHTHAaTa MPEIHOCT Tpeda
Ja TH UMa CIIEJHUTE OCOOMHH — BHUCTHMHUTOCT, KOPUCT 3a KOPUCHHIIMTE, CIIEUU(PUUHOCT U

MOJXHOCT 3a peKnaMI/IpaH,e.48

MapkeTuHruikaTa crparerija ongaka KOHEYHO OOJIMKYBambe Ha JOJTOPOYHHUTE IIEITH
U OJpelyBalkbe Ha pPAMKOBHHUTE HACOKM 3a HHMBHO JIOCIE€JHO OCTBapyBame. IMeHo,
MapKETUHIIIKaTa CTpaTeruja ce OJHECYBa M Ha MOYKHOCTa CUTE PEJIEBAHTHU YYECHHMLH BO
MapKETUHTIIKHUOT MPOIEC J1a M CIO3HAAT JOJrOPOYHUTE MAPKETUHIIIKH LIEJU HA LEIHUOT
mazap, Kako M MOXHOCTHTE 3a HHUBHO OCTBApyBam€ CO KBAJUTETHO OCHUIYpyBambe Ha

noTpeGHuTE pecypen.*®

[IITo ce ogHecyBa 10 MAPKETUHT MHUKCOT MOXKE Ja C€ Kake JeKa CEKOe MpeTIpHjaTue
IIpe]l U3JIEryBalkbeTO Ha CaMUOT Mas3ap Tpeba Ja mpeaBuaar OpojHU (akTopu KOW MOXKAT Ja
My 3acTaHaT Ha MAaTOT ¥ BO COIVIACHOCT CO TOA Ja pa3BUE CTPATETMH KOMU K€ My IOMOTHAT

IIpHU JOCTUTHYBAKLETO HA COIICTBCHUTE HGHI/I.SO

N Ha KpajoT, MapKeTUHIIIKaTa KOHTpOJIa MpeTcTaByBa 30Mp Ha IOCTalKHU 3a
CHCTEMCKa KBaHTHTATUBHA U KBAJUTATHBHA BaJlopU3alfja Ha €(EeKTUTE Ha MHUKPOCHCTEMOT
Ha MapKETUHIOT U HUBHUTE JETEPMUHAHTH CO LI€J CO COOJBETHU KOPEKTUBHU AKTHUBHOCTHU

O IUIAHCKH, OpTraHU3alyCKHW W H3BPUICH KAapaKTECP Oa CC OINTHUMU3HpPAAT CHUTC e(i)eKTI/I.

48 0jo, O.M. (2012). Marketing Strategies and Bank Performance in Nigeria: A Post Consolidation Analysis.
Research Journal of Finance and Accounting, 3(5), 93-102.

4 Tangus, D., & Omar, N. (2017). Effects of Market Expansion Strategies on Performance of Commercial
Banks in Mombasa County. International Journal of Economics, Business and Management Research, 1(2), 39-
50.

%0 Kiprotich, L. K. (2018). Effects of 4ps Marketing Mix on Sales Performance of Automotive Fuels of Selected
Service Stations in Nakuru Town (Doctoral dissertation), pp. 33-58
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Nwmeno, 3a na 6ue ycremieH HeJoKyIMHUOT MpoIieC Ha MapKETHHTIIKA KOHTPOJa OTPeOHO €

Jla ce KOHCYNTUPAAT JIyfe KOu ce ordaTeHy co TOj IpoIiec WM Bp3 KoM Toj Binjae.>.

1.2. MAPKETHHT MUKC BO BAHKAPCKATA HH/]YCTPHJA

MapKeTHHT MUKCOT IIPETCTaByBa CYIITHHA Ha CIIPOBEAYBAHETO Ha MapKETHUHIIIKATA
cTpareruja Ha OaHKUTE, a CHTE OJUTYKH 32 HHCTPYMEHTUTE BO MAPKETUHI MUKCOT HE MOXKaT
Jla ce JOHECYBaaT HE3aBUCHO OWICJKHM CEKOja aKTMBHOCT BJMjae Bp3 Apyrara, ra 3apaau Toa
CHTE aKTUBHOCTH Tpeba &a OupaT mHTerpupanu. JleHec onmrto e npudaTeH KOHIENTOT 3a
MapKeTHHI MHKCOT KOj HOApa30upa COOABETHAa KOMOHMHAIMja HA MapKETHHI HMHCTPYMEHTH

KOH ja PETCTaByBaaT MOHY/IATa Ha IPETIIPHjaTHeTo. >

Cnuxka 9. Mapkemunz mukc

[Ipoussona

<

[Tpomoruja <j

Huctpubyuuja

1 Mwania, W. N. (2017). The Relationship Between Growth Strategy And Performance Of Commercial Banks
In Kenya Q (Doctoral Dissertation, School Of Business, University Of Nairobi). doctanHo Ha

http://erepository.uonbi.ac.ke/bitstream/handle/

%2 Rogers, W. (2014). 12 Tips to Improve Sales Performance. J[locramHo Ha

https://www.salesforce.com/blog/2014/11/12-tips-to-improve-sales-performance-gp.html
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W3Bop: Uspabotka Ha aBroporo cmopen: Kiprotich, L. K. (2018). Effects of 4ps
Marketing Mix on Sales Performance of Automotive Fuels of Selected Service Stations in

Nakuru Town (Doctoral dissertation), pp. 33-58

MapkeTuHr MUKCOT uiu npoduTHara (opmyna mo3zHata kako 4P, moTexkHyBa of
MOYETHUTE aHTJIMCKU HA3WMBHU 3a COCTABHUTE eleMeHTH U Toa: Product — Place — Promotion —
Price. Ho, mopaau crenuuIHOCTUTE HA YCIYTUTE, CE 0/aBaaT M JAOMOJHUTCIHH CIIEMCHTH

Ko ro hopmupaat Ha3uBOT 7P — jIyfe, TIponecu U GU3MUKO ONKPYXKyBame.>?

MapKkeTHHT MUKCOT MTPETCTaByBa HAUYMH KaKO J1a Ce OCTBApaT IJIAaHUPAHUTE IeTH. Toj
UCTO TaKa MpeTCTaByBa crnenuM(puvHa KOMOWHANHMja OJf €JIEMEHTH KOW C€ KOpUCTaT 3a
HCTOBPEMEHO IOCTUTHYBaWkE Ha LIEIUTE Ha NPETIPUjaTUETO U 3a/10BOJYBAkE HA MOTpeOHTe

M JKeJOuTe Ha OCJIHHUTC KYHYBa‘II/I.54

Jlorukara Ha e(l)eKTI/IBHOCTa Ha MApKCTUHT MHKCOT IMPOMU3JICryBa OJ ABC IMOCTABKH.
[IpBara e neka KOMOMHAIMjaTa HA BUCTUHCKU IIPOM3BO/I, HA BUCTHUHCKO MECTO, CO BUCTUHCKA
MIPOMOIIMja ¥ BUCTUHCKA IICHA UMa IOT0JIEM CHHEPTUCKU €(EKT OJ] BICTYBAKETO Ha 1Mazap co
MeryceOHO HernoBp3anu noenuHeunu enementd (Ebitu, 2016). Bropo, ucroBpemeHOCT Ha
BJIE30T Ha KOMOMHaIMjaTa Ha a3apoT. Huty enen enement ox 4P He cMee 1a OTCKOKHYBa 07

KoMOMHaIMjaTa GUJIEjKU Ha TOj HAYMH ce TybaT edekTute.>

[IpoputHaTta ¢opmyna, co Koja YCHEMIHO C€ YyIpaByBa CO KOHTPOIHPAYKHUTE
BapHjaliau Ha pabOTEHETO, TJI00ATHO ja MPOCIaBU MapKETUHTIIKATA CTPyKa U CTaHA HEj3UH

MMpENO3HATIINB UMHUII.

1.2.1. Ilpou3zeoo
OcHoBHa Bapujabna, a BO€JHO W MPBO o detupute P, e mpousBogor. Jypu HUTY

Hajao0para MpoMollMja HE MOXKE Jla o Mpojaje MPOU3BOJOT aKO TOj € HAaBHCTHHA JIOLI.

%8 Kiprotich, L. K. (2018). Effects of 4ps Marketing Mix on Sales Performance of Automotive Fuels of Selected
Service Stations in Nakuru Town (Doctoral dissertation), pp. 33-58

5 Muchiri, M., N. (2016). The Effectiveness of Marketing Mix Strategies on performance of Kenol Kobil
Limited Unpublished Thesis Submitted to University of Nairobi. Pp. 56-66

% Gituma, M. M. (2017). Effects of Marketing Mix on Sales Performance: A Case of Unga Feeds Limited
(Doctoral dissertation, United States International University-Africa). Jocranzo Ha
http://erepo.usiu.ac.ke/handle/11732/3664
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ITpou3BoOT Cce Haora BO CPEAMINTETO HAa MapKETHHIIIKATa CTpaTerdja. 3a MpOHM3BOJ 'O
cMeTaMe KOHEYHHOT pe3yiTaT Oj IMPOM3BOJHATA JEJHOCT KOj 3a pasjiMKa OJ YCIIyTHTE,
[IOCTOH, ¥ OMJICjKH € 3aBpIIEH MPOIECOT Ha HErOBO MPOM3BOJCTBO, CIT HETOBHOT IPEJAMETEH
O0JIMK M HETOBHUTE CBOjCTBA 3370BOJIyBa ojpejaeHa norpeda (Edward, 2013). Bo mommupoka
CMHUCIIAa TIOJ MPOM3BOIM ce¢ BOpOjyBaaT (U3WUKK MPEAMETH, YCIYTH, MeEcTa, O0COoOH,
OpraHu3aliy, UICH WM KOMOMHAIIWK O]l HaBCICHUTE EIUHUIM. [IPOM3BOIOT CE€ COCTOU O
HEKOJIKY HHBOA. TEeMEIHOTO HUBO Ha MPOHM3BOJIOT € OCHOBHHOT MPOM3BOJ KOj JaBa OJrOBOP

Ha TIPAIIAETOo MITO BCYIIHOCT KyIyBa KyITyBayoT. >

[Tpon3BonoT Kaj OaHKUTE MOApa3Oupa MOHYAAa Ha OaHKAPCKUTE YCIyTH. bunejku Tue
YCIYTM C€ HEBHWJIMBH, HEONMUIUIMBA M HE MOXKE Jla C€ HChpobaaT, HEpeTKO jgoara o
HeoBepOa Kaj KyImyBauuTe KOH THE YCIYTH Ia 3aToa € MOTPEOHO IMITO MOBEKEe UCTUTE Jla Ce

NpuGIMKAT 10 KYIyBauuTe Kako THe 61 ru pasbpane.®’

[lonynata Ha OaHKapCKHM TPOU3BOAM, OIHOCHO YCIyrd, ce (opMHUpa Cropen
noTpeduTe Ha KIUEHTHTE, CO HaOJbylyBame Ha KOHKYpPEHI[MjaTa U YCOBpIIYBame Ha
MocToevKaTa MmoHyzaa. 3a J1a MpuBledyaT HOBH KOPHCHHIIM, OAHKUTE MOpaaT HEMPEKUHATO J1a

' CJI€aaT HECJIHUTE I'PpyIld U 1a BOBEAYBaaT I/IHOBaIII/II/I.58

1.2.2. Ilena

[lenata mpercraByBa BTOpa, BaKHAa BapHjabiia Ha OJTydyBameTo. Taa HajMHOTY
BIMjae Bp3 HM300pOT Ha KyMyBauoT NpH KYyMyBameTo Ha HeKoj mnpousBoi. llenara e
€IMHCTBEHUOT WHCTPYMEHT OJf MapKeTHHT MHKCOT KOj CO3[aBa TMPUXOJ, a OCTaHATHUTE
€JIEMEHTH TIpaBaT TPOIIOIHU. Bo HajTecHAa cMUCIIa, Taa IPETCTaByBa KOJUYHHA HA IMapH Koja
ce Gapa 3a Hekoj mpom3Boa man yeryra.” Bo mommpoka cMHCTa, IleHaTa € 30HMp Ha CHTe

BPCAHOCTH KOU TMOTPOHIYBAYUTEC T'M MCHYBAAT 34 KOPHUCHOCTA Ha IMOCPCAYBAILCTO HIIN

% Keramati, A., Ardalan, A., & Ashtiani, P. G. (2012). Relationship between marketing mix and sales
performance in the context of the Iranian Steel private firms. International Journal of Arts and Commerce, 1(6),
195-199.

57 Merilainen, V. (2015). Profitability analysis of the Finnish banking sector in 2010-2014. ocran#o Ha
https://www.theseus.fi/bitstream/handle/10024/100974/Merilainen_Ville.pdf?sequence=2

%8 Cheruiyot, R., J., & Peter P., W. (2016). Integrated Marketing Communication and Performance of Kenya
Post and Savings Bank. Social Sciences; 5(3): 37-49

% Odhiambo, M. (2013). Effect of pricing as a Competitive Strategy on Sales Performance of Selected
Pharmaceutical Companies. Unpublished Thesis Submitted to University of Nairobi, pp. 121-125
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KOPHCTEHETO Ha HEeKaKOB MpOM3BoJ, onHocHo, yeayra.®? 3a pasnuka ox kapaktepucTuxute
Ha MPOU3BOJAOT U MPUBP3AHOCTAa KOH KaHAJIOT Ha AUCTpHOyIHja, IleHaTa Moxe Op30 Ja ce

IIPOMEHHU.

Bp3 omnmykata Ha mpeTmpHjaTHETO 3a IIEHUTE BIIMjaaT BHATPEIIHU (DAKTOPH O
NPETHPUjaTHETO M HAIBOPELIHH (PAKTOpPHU O]l ONKPYXKyBameTo. Bo BHaTpemHu Qaxrtopu
craraaT MapKETUHTIIKUTE LEJIH, CTPATETMUTe Ha MApKETUHTUIKMOT MHKC, TPOIIOIHUTE MU

opranm3anujara.®!

Ycny)XHHUTE TIpEeTIpUjaTHja, OCBEH caMara IieHa, MPeaBH Tpeba 1a TH 3eMaT U CHUTE

JPYTU TPOLIOLM KOM KOPUCHUIIUTE T'M UMAaT BO KOPUCTEHETO HA YCIYTUTE:

e JlonoaHUTENHU (PMHAHCUCKHU TPOLIOLH,
e Bpewme,

e MeHTaseH TPOULIOK,

e Du3NYKH TPOLIOK,

e CensopeH Tpomok.>

[Ipen onmpenyBameTo Ha IIEHUTE NPETHPUjaTHETO MOpa Ja OIydd 3a CBOjaTa
cTpaTeruja 3a NpPou3BOA. JIOKOJNKY MpeTmpujaTHETO o H30pano MENHHOT Tmasap W
MO3UIIMOHHUPAhE, TOTAlll CTpaTerHjaTa Ha MapKeTHMHI MHKCOT, BKIy4yBajKd ja U IieHaTa, €
npungHO jacHa. CrTparerwjata Ha OJIpeqyBame II€HAa BO ToJieMa Mepa € OApe/aeHa OJ
NIPETXOHNTE OTYKH 3a MO3UIMOHHpame Ha ma3apot.® IleHnte MoxaT 1a ce TmocTaBaT H
Taka Ja Cce 3aJpKd JIOjaTHOCTa Ha MPEenpoiaBaduoT WM 3a Ja ce u30ersHe BiaJuHa
WHTEpBEeHIMja. True MOXKaT MOBPEMEHO Jla ce HaMmajaT Kako Ou ce co3fana Bo30YAEHOCT
OKOJIy HEKO] TTPOU3BOJ WK yCIIyTra U 3a Jia IpUBjedar morojemM Opoj kynyBauu. llenara Ha

€IeH TPOM3BOJI MOXKE J1a C€ OJIpeJy Ha TaKOB HAYMH INTO K€ MOMOTHE BO Mpojaxodara U Ha

8 Odhiambo, M. (2013). Effect of pricing as a Competitive Strategy on Sales Performance of Selected
Pharmaceutical Companies. Unpublished Thesis Submitted to University of Nairobi, pp. 121-125

&1 Sije, A., & Oloko, M. (2013). Penetration pricing strategy and performance of small and medium enterprises
in Kenya. European Journal of Business and Social Sciences, 2(9), 114-123.

62 Zoellner, F., & Schaefers, T. (2015). The impact of price promotion types on sales and brand perception of
premium products. In Ideas in marketing: Finding the new and polishing the old (pp. 528-528). Springer, Cham.
8 Piercy, N., F., Cravens, D., W., & Lane, N. (2019). Thinking strategically about pricing decisions. Journal of
Business Strategy, 31(5), 38-48.
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Ipyryd mpou3BoAu o nuHujaTa. OnpenyBameTo Ha IeHaTa MOKE J]a Urpa BakHa YJora BO

OCTBApPyBamkbCTO HA LEINTEC HA HpeTHpI/IjaTI/ICTO Ha pa3/iIndYHA HI/IBoa.64

Bo OankapcTBOTO, 6aHKAapOT MOpa J1a cleAu JBE BaKHU LENHU IPU YTBPAYBAHETO HA

OCHUTC!

e Jla mpuBneYe KOJNKY IITO € MOXKHO IMOBEKE KIIMEHTH O] OJ0OPAaHUOT CETMEHT,

e Jla To HamIpaBH TOA TOJ] YCIOBH KOM OCHTYpYBaaT Hajronema 100uBka.®

Jedunupamero Ha LEeHUTE Ha OAHKAPCKUTE YCIYTH € OJIPENEHO M O pa3IHyHH
HaZBopemHu (aKTOpHU Kako IITO ce WH(pIanujaTa U OCTAaHATUTE PU3HIIM KOHM IMOCTOjaT Kaj

dunancuckurte ycayru.%

1.2.3. Mecmo

[TocraByBameTo WM TUCTpUOYIMjaTa € MHOTY BaXKCH Jel O AcPUHHIMjaTa Ha
ACOPTUMAHOT Ha MPOJAJCHU TPou3BoaH. [IpOM3BOAOT MOTPEOHO € JNa ce TMO3MIMOHUpA U
aucTpuOynpa Ha MECTO KO€ € MM € JOCTallHO Ha TOTCHIMjaJHUTE KYIyBadH.
Juctpubyiujata, Kako TpeTa Bapujadiia Ha MapKETUHT MUKCOT, BCYITHOCT, TH O3HAa4yBa CUTE
pa3IMYHA aKTUBHOCTH KOM TPETIPHUjaTHETO MOpa JIa TH IMpe3eMe 3a J1a TPOU3BOJIOT UM CTaHE
nocrareH Ha norporrysaunte.®’ ITpomax6ara ce BpIIM MO MaT HA TPrOBCKM MOCPETHUIM BO
¢bopMa Ha TProBIM Ha TrOJEMO, TPrOBIM Ha Majl0 KOW TH KyIMyBaaT MPOHU3BOAUTE, ja
mpe3emMaar COINCTBEHOCTa HaJ HUB U T'W mpenpojaBaat. [Ipogaxxbara ce BpuIu U Mo mat Ha
areHTH, TIOCPSJHHWIIM W TIPEBO3HH TPETIPHjaTHja, MaralliHA KOW Yy4YeCTByBaaT BO
TUCTpUOyIMjaTa, HO HE ja Mpe3emMaaT COINCTBEHOCTAa HaJl MPOU3BOJUTE, HUTY IAaK HE

nperoBapaar 3a Hpozla>1<63.68 HpOI/ISBO,Z[CTBOTO Ha CTOKa WJIM YCIIYI'M U HUBHATA UCIIOPAKa 10

% De Toni, D., Milan, G. S., Saciloto, E. B., & Larentis, F. (2017). Pricing strategies and levels and their impact
on corporate profitability. Revista de Administragao (Sao Paulo), 52(2), 120-133.

% Anderson, M. A., Schaefer, K. C., & Smith, S. L. (2013). Can price dispersion reveal distance-related trade
costs? Evidence from the United States. Global Economy Journal, 13(2), 151-173.

% |Ishola, J.A., Adedoyin, I.S., Adeoye, O. A., & Dangana K. A. (2017). Impact Of Marketing Strategies And
Performance Of Banks And Its Ffects On Nigeria Economy. International Journal of Engineering and Applied
Sciences (IJEAS), 4(6), 55-58.

87 Kruger, J., Barnard, S., & Kritzinger, B. (2011). Location decision strategies for improving SMME business
performance. ActaCommercii, pp. 89-97

% Njoroge, P. M. (2015). Marketing strategies and the performance of enterprises in Matuu town, Machakos

county, Kenya (Doctoral dissertation, University of Nairobi), pp. 46-53
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KylyBauuTe, O6apa u3rpaada Ha OJHOCH HE CaMO CO KJIMEHTHTE, TyKYy U CO KIy4yHHUTE

n00aByBayM U MPENpoiaBayy BO JaHEIOT Ha Ha0aBKa.

Cnuxa 10. Ilompowysauxku u 0en06HU MAPKEMUHWKU KAHATU

- - I — I - =

A. IToTpoiuryBauky MapKETUHITIKHA KaHAIU

s [ d B
KaHaH 3 -—_’ JHeHOBeH

KaHaH 4 - ——_’- _ Heﬂo};el{

b. /IenoBHM MapKETUHTIIKY KaHAN

N3Bop: M3paboTka Ha aBTopot cmopen: Ferri, K., Mohd, R., Radiah, A., & Hamidreza,
G., (2017). Impact of distribution channel innovation on the performance of Small and

Medium Enterprises. International Business and Management, 5 (1), 52-61.
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Jlanenor Ha Ha0aBKa Ce COCTOM OJ] HATOPHH M HAJOJHH MapTHEPHU, BKIYYYyBajKH
106aByBayy, MOCPEIHUIM, Ma Aypu M KiueHTH Ha mocpeauuuute.’® Man e 6pojor Ha
MIPOU3BEAYBauM KOH ja MMpojiaBaar cBojata poda JUPEKTHO 0 KpajHUTe KopucHUIU. HamecTto
TOa, MoroyieM Opoj Of HUB KOPHCTH TPETa CTpaHa, OJHOCHO, IIOCPEIHUIM 3a HCIIOpaKa Ha
CBOMTE MPOM3BOIM Ha I1a3apOT, COCTAaBYBajKM MAPKCTUHIIIKM KaHail (KaHal Ha
AUCTpHOyLMja) T.e. HHU3a OJ Mely3aBUCHH OpraHH3allid BKIYYCHH BO IPOLIECOT Ha
CO3/1aBar-¢ IPOU3BOJIM WIIM YCIYTH JOCTAITHU 3a YIOTpeda WM MOTPOIIyBadKa Of CTpaHa Ha

KYIIyBa4o0T HUJIM ACJTIOBHUOT KOpI/ICHI/IK.7O

Opn Cnuka 10 ce riena nexka kaHai | HeMa KaHal Ha JUPEKTEH MapKETUHT, HEMa
MNOCPCAHUYKM HHBOA M C€ COCTOM OJ IIPOU3BEAYBaAY KOj JUPCKTHO MM TI'M IIpoJaBa
IIPOM3BOIUTE WU YCIYTUTE Ha MoTpouryBaynte. OcTaHaTUTE KaHAIM C€ HEIMPEKTHU KaHaIU

KOH CoapiKaT CACH WU ITOBEKE IMOCPCAHUIIHA.

JIMCcTpuOYIMCKUTE KaHAIHM Ce TIOBEKE OJ] OOMYeH 30Mp Ha MpeTIpHujaTHja MeryceOHO
MOBp3aHU CO pa3iuyHu TekoBU. CTaHyBa 300p 3a OUXEJBUOPUCTUYKH CUCTEMH BO KOU
JIejCTBYBaat JyreTo W MpeTIpHjaTujaTa 3a Aa TM MOCTUTHAT UHAUBUAYATHUTE LENH U IeTUTe
Ha TpeTnpujaThjata W KaHanmuTe. HeKoW KaHaIHM CHUCTEeMH C€ COCTOjaT camoO OJ
HepopMaTHU HMHTEpPAKIMU TIOMery clado TMOBP3aHHUTE MpeTHpHjaTHja, I0ACKa IPYTUTe
MpeTCcTaByBaaT MHTEPaAKIIMja MOMEl'y CHJTHH OpPTaHU3alMCKH CTPYKTypH. KaHanHuTte cucremu
HE ce HeMPOMEHIIUBY TaKa IITO MTOCTOjaHO Ce M0jaByBaaT HOBH BHIOBU HA TOCPEIHUUIIU U CE

pasBuBaat MOTIIOJIHO HOBHU KaHAJIHU CI/ICTGMI/I.71

CDYHKI_II/II/ITC Ha MOCPECAHUINUTE BO I[I/ICTpI/I6y1_[I/ICKI/IOT KaHall C€ CIICIHUTC:

e Kiacudukanmja— npernoctaByBa 0JBOjyBamkbe Ha Pa3HOBUIHUTE MPOU3BOAU
BO PENaTUBHO XOMOTEHH TPYIH, CIOpPE] OJHAIPEN OJPEACHU KPUTEPUYMHU U

CTaH/ap/Iy 3a rpynara.

8 Schoviah, A. (2018). The Effect of Marketing Distribution Channel Strategies on A Firm"s Performance
Among Commercial. HocranHo Ha
http://erepository.uonbi.ac.ke/bitstream/handle/11295/8029/Abstract.pdf?sequence=1

0 Laswai, M., E. (2017). Assessment of the effectiveness of channels of distribution models in the sales
performance of an organization: The Case of Coca-Cola Morogoro Region. Unpublished Thesis Submitted to

Mzumbe University, pp. 55-59

L Ferri, K., Mohd, R., Radiah, A., & Hamidreza, G., (2017). Impact of distribution channel innovation on the
performance of Small and Medium Enterprises. International Business and Management, 5 (1), 52-61.
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e CobOupame — npeTcraByBa KOMOMHHPAmE HA MOBEKE XOMOT'€HHU MPOHU3BOU CO
CIIMYHO TPOU3BOJCTBO MM MoOapyBadka BO TOrOJIEMH TPYIH, CO INTO CE
OCTBapyBa EKOHOMHYHOCT M MHHHUMH3HMpalk€ Ha 3aryOuTe IOBp3aHU CO
(ryKTyamuuTe Ha HEHUTE U CE30HCKHOT KapaKTep Ha MPOU3BOJIOT. 2

e PacnopenyBame — moapa3dmpa mojenda Ha IMOTOJIEMH XOMOTCHH 3allUXH
HOMef‘y OCTAaHATUTEC YJICHOBU HAa KaHAJIOT

e (CBpcryBambe — MPOU3BOIUTE C€ KOMOMHUPAAT BO aCOPTUMAH MM KOJICKIIH]ja

HACTaHaTa CTopes 6apamaTa U sKenouTe Ha LETHUTE Ha3apu.

OcHOBeH KaHaJ 3a KOMYHHKalija momery OaHKata W KIMCHTHTE € Mpekara Ha
Hej?;I/IHI/ITe CKCIIO3UTYpPHU, a JOIOJIHUTCIIHU KaHaJlkd IMPETCTaByBaaT 6aHKOMaTI/ITC, HHTCPHET
0aHKapCcTBOTO, MOOMIIHOTO OaHKapcTBO. Hajuect 00nmk Ha quctpulOynpame Ha OaHKApCKUTE
YCIIyTH CEYIITE € NUPEKTHUOT KOHTAKT, OMHOCHO, JIMYHATA MPOAax0a BO EKCIO3UTypara Ha
Oankara. [IpenHOCTHUTE HACTaHYBaaT 3apajid HEMOCPEAHHOT KOHTAKT CO MOTPOLIYBAYUTE [IPU
K0j OaHKaTa co3laBa 1MojJoOpa CiIMKa 32 HUBHUTE HMOTPEOM M IO HAJATJIEAyBa LEIOKYITHHOT
npolec Ha npojax6a.’* Ako MOTPOIIYBa4OT Hauje Ha HEJOCTATOK HAa HEKOja yCayra BO
KyIOBHHOT IPOIIEC, TOA HEraTHBHO K€ CE€ OJpa3d BP3 HErOBOTO 3aJI0BOJICTBO O] camara
yciryra. On Taa mpuYrHA MApKETHHTOT MOpa J1a T yCOTJIACH CUTE€ KOMITOHEHTH IOBP3aHH CO
NPOJAKHUOT MpPOLEC — TEePCOHAJOT Ha OaHKaTa, TEXHOJOTWjaTa, IMOTPOIIYBAYHTE U

(GU3HYKOTO ONKpYXKyBame.

3a ga ce crpeun HeeUKACHOCT Ha MPOLECOT Ha IUCTpuOylMja, MOTpeOHO € Ja ce

WHBECTHpPAa BO BOBEJYBalkh€¢ Ha MOHOBU MPOM3BOAM W KaHAJIM Ha JUCTPUOYIIMja, UHTEPHO

00pa3oBaHue, MOTTHKHYBAKe HA HHTEPHA KOHKYPEHIIHja U CII.'°

2 Bintu, M., (2017). Effects of Marketing Mix Strategy on Performance of Small Scale Businesses in Maiduguri
Metropolitan, Borno State Nigeria. Journal of Marketing and Consumer Research, pp. 31-39

8 Muthengi, W.K. (2017). The Effects of Marketing Strategies on Sales Performance of Commercial Banks in
Kenya. Master™s thesis, University of Nairobi, pp. 65-68

"4 Kisaka, L. M. (2019). The relationship between marketing strategies and the performance of savings and
credit societies in Mombasa district (Doctoral dissertation), pp. 68-74

S Chavarin, R. (2016). Profitability in banks affiliated to a business group: Evidence from Mexico. Emerging
Markets Finance and Trade, 52(8), 1892-1909.

6 Kasiso, M.C. (2017). The Effects of Marketing Strategies on Sales Performance of Small and Medium
Enterprises in Kenya. Master"s Thesis, University Of Nairobi, pp. 34-40
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1.2.4. IIpomoyuja

[locnegen eneMeHT O MAapKETUHI MHKCOT € MpoMoliMjaTa Koja O3HadyBa
KOMYHHKaIfja ToMery Mpou3BEAYBAYUTE U IMOTPOIIYBAYUTE, CO IIEJI MOTPOIIYBAYHTE Ja TO
3apKaT TO3UTUBHUOT CTaB 3a HHUBHUTE NPOU3BOAM WM YyciIyrn. Bo mnpomorucku
aKTUBHOCTH ce€ BOpOjyBaaT €eKOHOMCKAaTa MpornaraHja, JJMyHaTa npoaaxoa, yHarpe1yBameTo

Ha npoz[a>K6aTa, HY6J'II/II_[I/ITCTOT H OAHOCHUTC CO _]'aBHOCTa.77

3a moOpa KOMyHHKaIlMja, HEKOM TIPETIpHjaTHja HajMyBaaT arcHIIMU 3a PEKIaMHUPAbHE
KoM n3paboTyBaar epuKacHO peKiiamMH, IM0TOa CTPYUYHaIlM 33 YHAIIPEeIyBame Ha MpoJakoara
KOM M3paboTyBaaT MpOrpamMH 3a MOTTUKHYBAaWkE Ha Mpojakdara, CTpy4mald 3a IUPEKTeH
MapKeTHHT KOW pa3BHBaar 0a3a Ha MOJATOIM M OCTBAPYBAaaT MHTEPAKIIM]a CO KYITyBAYUTE U
MOTEHIMjaJTHUTE KYIyBayHl MPEKy MOIITa WM TeJie(OH, KaKO U MPETIPHjaTHja 32 OJHOCH CO
jaBHOCTa KoM paboTar Ha KOPIOPATUBHUOT yriea Ha mpernpujatuero. CoBpeMEHOTO
npernpujatue Tpeba Aa KOMYHHIIMPA CO CBOUTE IMOCPEIHUIM, TOTPOIIYBaYd, KaKO M CO

jaBHOCTa. '8

BKynmHHUOT MHKC O] MapKETHHITIKM KOMYHUKAIIUU Ha HEKOE IMpeTHpHujaThue, Koj ce
HapeKyBa M IPOMOTHBEH IPOIEC CE COCTOM OJ KOMOMHAIMja Ha peKJIaMupame, JIMYHa
npojax0a, yHalpenyBame Ha MpoJax0aTta, 0OJHOCH CO JABHOCTA U IUPEKTEH MapKETHHT, KOU
MPETNPHUjaTHETO TH KOPUCTH 3apajyl MOCTUTHYBambe€ HAa CBOUTE IIENU 32 PEKIaMHpAkE U
MapKeTUHTIIKY 1IeTH. PekIamMupameTo ce OJHECyBa Ha CEKOj IUIaTeH OONMK Ha Heln4YHa
Mpe3eHTaluja U MpoMOoIMja Ha WUJEH, MPOU3BOAU WM YCIYTM O NMPENO3HATIHUB CIIOH30p.
" Tnunara nponax0Oa 03HAaUyBa IMUHA MIPE3EHTAIN]ja O/ CTPAHA HA MPOJAKHUOT IEPCOHAN Ha
MPETIPHUjaTHETO CO IIeNl OCTBapyBamke Ha MpofakOaTa M M3rPaayBambeTO HAa OJHOCHTE CO
kynyBauute. [lox yHampeayBamwe Ha Tmpojaxbara ce moapa3dupaar KpaTKOpOUHU
MOTTUKHYBAa4YM Kou oxpabpyBaar HabaBKa WM Mpojaxk0a Ha HEKOj MPOM3BOJA WM yCIyra.
I'panemero Ha 10OpU OAHOCH CO PA3HOBUAHM MPHUIIATHUIIA HA JaBHOCTA HA MPETIPHjaTUETO

CO MpuAoOMBamkE€ Ha KOPHCEH NYyOJIMLUTET, T'paJiclkhe Ha J00ap KOpPHOpaTHBEH YIJEN U

7 Ashkan, Y., (2016). The Role of Advertisement in Sales Increase and Promotion: A Case Study of Hamadan
Province Insurance Companies. International Journal of Innovative Research in Science, Engineering and
Technology, 5(4), 6319- 6326.

8 Njawa, J. (2015). The effects of advertising on organizational performance: A case Study of TIGO
Telecommunication Network Junior. Unpublished Thesis Submitted to Mzumbe University, pp. 54-58
 Liban. O., S. (2015). The Impact of Advertisement on Sales: Case Study in Some Selected

Telecommunication Companies in Somalia. European Journal of Business and Management, 7, (36), 49-55.
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OTCTpaHyBambe WJIM CIpPEUYyBamke Ha IITETHUTE 300pyBama W HACTaHH, MPETCTaByBa OJHOCU
co jaBHOCTa. SCJIUPEKTHHOT MApKeTHHI 3HAYM JMPEKHa BPCKA CO BHUMATENTHO OAOPaHM
KyIyBaud CO € JA00MBame Ha HEMOCPEIeH OJArOBOp M CO LeJN 3a4yByBame Ha TPajHHUTE
OJTHOCH CO KYIyBAaUUTE — KOPUCTEH-E TelIe(OH, MOITEHCKHU YCIIyTH, HHTEPHET M OCTaHaTh
O0JMIM Ha JUPEKTHAa KOMYHHKAIMja cO MOCEOHU KymyBayu. [IMpEeKTHHOT MapKETUHT HE €
JaBeH co OrJie] Ha Toa JieKa mopakaTa oOMYHO U ce ymaryBa Ha ojpeneHa ocoba. Mcro Taka,
Kaj Hero Hema JOIHeHme OHM/IejKH MOopaKkuTe MOXKAT Ja c€ MOATOTBAT M MPHUCIIOCO0AT MHOTY
6p30 Taka IITO Ja OAroBapaaT Ha motpebute Ha moemuniute.’’ Toj e MHTepakTHBEH MITO
3HAYU JIeKa OBO3MOXYBa JAMJaJioT MOMEly KOMYHUKATOPOT W IMOTPOIIYBAadyoOT, a MopakaTa
MOXK€ Jla C€ HW3MEHM 3aBHUCHO O] peaklHjara Ha MOTPOIIyBauoT. TOKMy MOpaau Toa
JUPEKTHUOT MAapKETUHI € IMOT0/EH 32 MAPKETUHITIKM HAlOpU CO BUCOKHU IIEJIM, KaKo U 3a

CO3/1aBamb-e TUPEKTHA BPCKA CO MOTPONIyBauor.t?

Cekoja kareropwja BO IPOMOTHBHHOT cCIuleT Oapa moceOeH aiar, Ha MpuUMep,
PEKIIaMUPABETO, KOe BKITyUyBa MEYaTeHhE, PAIHo U TEICBU3UCKO EMUTHPAIbE, PEKIaMUPabe
Ha OTBOPEHO W Apyrd oOsmiy. Jlmdnata mpojakOa BKIIydyBa MPOJAXKHU IPE3CHTAIHH,
cCaéMH U TPrOBCKM CaeMH Kako M pa3jIMyHU TMOTTHKHYBAauku mporpamu. Taa e
HeajeUKacHUOT anarT BO ojpeneHH (a3su O MPOLECOT Ha KYyIyBame, OCOOCHO Kaj
msrpangbata Ha npedepeHIM Kaj KymyBauuTe, yBepyBama M jejcTByBama.®® Jlumumara
npoxax0a BKIydyBa MHTEpaKIMja MOMery JIBe WJIM MOBEKE JIMIA Taka INTO CEKOe O] THe
JMIIa MOKE J1a TH HalJby/lyBa MOTpEOUTE M KapaKTEepUCTUKHUTE Ha JipyraTa cTpaHa U Ha TOj
HAuMH HEMOCPEIHO Ja Mpe3eMa NMoceOHu mpuiiarogyBama. JInuHara npojaxba oBO3MOXKyBa
HacCTaHyBamWb€ Ha CUTE 00JIMIM Ha OJJHOCH KO MOoJpa30upaar yucTo 00jacHyBame Ha (pakTUTe
BO TpojaxbaTta J0 OnMCKO MeryceOHO TpHjaTelCTBO. YHANpeayBamkeTO Ha Mpojaxodara

BKJIYy4YBa aJIaTKH OA THUIIOT Ha dKTUBHOCTH KAKO IITO CC U3JIaralkbe Ha MECTOTO Ha KYITyBambeC,

8 Gan, K., S. (2010). An Empirical Analysis: Advertising effects on firm performance in the Malaysian
consumer products sector. Unpunished Thesis Submitted to University of Malaysia Sarawak., pp. 23-34

81 Mukorombindo, B. R. (2014). The impact of direct marketing on sales performance: The case of seed potato
co-op. Unpublished Thesis Submitted to University of Zimbabwe, pp. 13-19

82 Joshi, S., Prabhu, S., & Chirputkar, A., (2016). Impact of Advertising and Sales Promotion Expenses on the
Sales Performance of Indian Telecommunication Companies. Indian Journal of Science and Technology, 9(46),
pp. 98-112

8 Dauda, A. (2015). Effect of advertising on the sales revenue and profitability of selected food and beverages

firms in Nigeria. Unpublished Thesis Submitted to Ahmadu Bello University, Zaria, pp. 87-93
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HarpajM, TOMYCTH, KYIOHH, HATIPEBapH, NOCCOHH peKIaMHpama M JIEeMOHCTpPAIHH.
[pernpujatijata KOPUCTAT ANATKU 33 YHANpEIyBambe Ha MpoJakdaTa 3apajy CO3/aBambe Ha
NOCWJIHK U 1o0Op3u peakiuu. Moxe Ja ce KOPHCTH 3a JpamMaTH3Mpame Ha IPOU3BOIHHUTE
TIOHYIM U 3acHiIyBame Ha ociabeHara mpojax6a.8* 3a na 6une edukacHo yHampenyBameTo
MapKETHHTIIKUTE CTPy4Yballd MOpaaT BHHMATCJIHO Ja IUIAaHUpaaT KamIama 3a
yHampeayBame Ha TMpogakdaTta ¥ Ha LEIHUTE KyIMyBadyd Ja WM MOHYJaT BHCTHHCKA
BPCIAHOCT. HI/IpeKTHI/IOT MApKCTHHI' OJ aJlaTKh BKIYyYyBa KaTajlo3u, TCICMAPKCTUHI,

uHTepHeT 1 ap.8°

[TocrojaT aBa raBHA (PaKTOPU KOU TO MEHYBaaT M3IJICJOT HA JICHEITHUTE MAPKETHUHT
koMyHukanuu. Co orjgex Ha Toa JeKa I[a3apuTe 3a MacoBHA IOTPOIIyBauyka Ce
¢dbparmMeHTHpaa, MapKEeTUHT CTPYYHAlUTEe C€ OJJajiedyBaaT OJf MAaCOBHUOT MAapKETHHT.
lonemuor Hampenok Bo uHGOpMaTHYKaTa TEXHOJOTHja To 3a0p3yBa JBHKEHETO KOH
CEerMEHTUPAHUOT MapKeTUHT. J[eHelIHaTa TEXHOJIOTHja BO TOJeMa Mepa UM IoMmara Ha
MapKETUHT CTPYYHAIlUTE BO MOJA00POTO CleAcHEe Ha MOTPeOUTE HA MOTPOIIYBaYUTE. 3HAYH,
J0CTarieH € rojeM Opoj Ha HHQPOPMAIUH 3a MOTPOIIYBAYNUTE HA MTOSIUNHEYHO HUBO U HA HUBO
H JIOMaKWHCTBO OTKOIIKY OMJIO Kora mpeTxoAHo. McTo Taka, HOBUTE TEXHOJOTHU Mpy)KaaT
HOBU KOMYHHKAITUCKM MO>XHOCTH CO TIOMOII Ha KOM MOXeE Ja ce JAOjae OO0 TMOMAalluTe

CErMEeHTH Ha MOTPOLIYBAYM MPeKy HpUIarofaeny mopaxu.

3a na Moxar noeukKacHO Ja KOMYyHHMIIMpaaT, MapKEeTUHI CTpy4maluTe Tpeda aa

cdatat kako pyHKIMOHUpa KoMyHUKarujaTa (Crnuka 11).

8 Aliata, V., L., Odondo, A., J., Aila, F., O., Ojera, P., B., Abongo, B., E., & Odera, O. (2018).
Influence of Promotional Strategies on Banks Performance. International Journal of Business,
Humanities and Technology, 2(5), 169 - 178.
8 Gholagade, A., Adesol, M., A., & Oyewale, 1., O. (2018). Impact of Marketing Strategy on Business
Performance. A Study of In the Small and Medium Enterprises (SME"s) In OluyoleLocal Government, Ibadan,
Nigeria. Journal of Business and Management, 11(9), 59-66.
8 Osogho, R. (2014). Effects of Advertising on Organizational Profitability, Journal of Management and Social
Sciences, 3(1), 67-75.
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Cnuka 11. Enemenmu 60 KOMyHUKAUUCKuOm npoyec
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H3Bop:https://www.google.hr/search?g=komunikacijski+proces&biw=1366&bih=643&sour
ce=Inms&tbm=isch&sa=X&ved=0ahUKEwiljKifzObMAhUI7RQKHViSC8gQ_AUIBigB#im
gre=xGUkB5UQfvYKVM%3A

Taa omdaka neBeT enemMeHTH, a JBa OJ THE €JIEMEHTH C€ TJIABHH YUYECHHUIIM BO
KOMYHHKaIMjaTa — UCIpakadoT ¥ npumador. ClleAHUTE J[Ba C€ TIABHUTE KOMYHHKAIIMCKU
almath — TopakaTa W Meauymurte. UYeTupu eJIeMEeHTH TpeTcTaByBaaT MpUMapHU
KOMYHHKAIIUCKH (YHKIIMHM, a TOa ce: KOAHpame, NEKOAMpAme, peakidja U TOBpPaTHU
nHdopmanuu. [TocnenHuoT enemMeHT € OydaBaTa BO CUCTEMOT. 3HaUU, UCTIPAKAUOT € YUECHUK
KOj Ipaka 1mopaka Ha JpyruoT ydyecHuk. Koaupamero mpeTcraByBa Mpoliec Ha OOIHMKYBambe
Ha ojpeacHa mMopaka Bo cumbomuuku oOmuk. [Topakara e 30up on 300pOBH, CIMKH WU
CHMOOM KOM T'M TIpeHecyBa Hchpakador.®’ MemuyMuTe NpeTcTaByBaaT KOMYHHKAITUCKH
KaHaJIM TPEKy KOW MopakaTa maryBa oJf UCIpakadoT J0 MPUMadoT. Jlekoaupamero e mporec
BO KOj TPUMAYOT UM JaBa 3HAYCHE HA CUMOOJUTE KOU TU KOJaupas ucnpakador. [Ipumador
MpeTcTaByBa YYECHUK KOj ja MpHUMa IopakaTa OJl CTaHa Ha Jpyr y4yecHHUK. Peakmmjara

IpeTCTaByBa peaKqua Ha MMPUMAYOT IIOCJIC U3JIOKYBALETO HA IMMOPAKaTa. I[CJ'I o1 peaKquaTa

87 Afande, F., O. (2015). Effect of Promotional Mix Elements on Sales Volume of Financial Institutions in
Kenya: Case Study of Kenya Post Office Savings Bank. Journal of Marketing and Consumer Research.11,
pp.64- 73
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Ha IPUMavyoT Ce Bpaka KOH MCIpakadoT Kako MmoBpaTHa nHGopMaiyja. Bo KOMyHHKAIIUCKUOT
IpolLec MOKe J1a HacTaHe U OydaBa, HEeIJIaHMpaHa Mpeyvka Koja 3a Mocjieuia uma J00uBame

Ha IIOMHAKBA [TOpaKa OJl OHAa KOja HCIPaKauoT ja ucrpatui. s

3a 6ue mopakara edukacHa, IPOLECOT Ha KOIUPamEe 0] CTpaHa Ha UCIIPakadoT Mopa
na Oujie BO COMIACHOCT CO MPOLIECOT Ha ACKOoAupame Ha npumador. On Toa mpousierysa
neka HajaoOpara mopaka ce COCTOHM O]l 300pOBH M APYTrd CHMOOJIM KOM MY CE TO3HATH Ha

l'IpI/IMEl‘lOT.89

qCKOpI/ITC BO OIp€AYBAKLCTO HA KOMYHUKAIUCKUTE LECIH CC CIICAHU:

e (CBecHOCT — aKo IOroJyieM Jiel off MyOJrKaTa He € CBECEH, KOMYHHUKATOpOT ce 00MISBa
Jla U3TPajii CBECHOCT, 3alI0YHYBAjJKH CaMO CO IPENO3HATINBOCTA HA UMETO.

e 3Haeme — IleJHaTa My0JinKa MoKe J1a Oujie CBeCHa 3a MOCTOCHETO Ha MPETIPHjaTHeTo
WM TIPOU3BOAOT, HO MOXE HMIUTO MOBEKe Ja He 3Hae 3a HuB. [IpernpujaTuero Tpeda
Jla JI03Hae KOJIKY Jiyfe BO paMKM Ha Heromara LieJHa MyOJMKa 3HaaT MajKy, HEITO
I MHOTY 3a nonyaute.*

e CKIOHOCT — aKko IyOJIMKaTa Ha MapKaTa IJIe[ja CO HEMOBOJIEH CTaB, KOMyHHKATOPOT
MoOpa Jla JI03Hae KOU Ce NMPHUYMHHUTE 3a TOA M IOC]e Toa J1a TW PEUIM OTKPUEHUTE
npobiemMu Ipex Ja 3alo4He CO pa3BUBakbe HAa KOMYHUKAIMCKa KaMIlaHja 3a
NOTTUKHYBak-€ Ha IO3UTUBHU YyBCTBA.

e IIpedepupame — nenHata nyoauKka Moxe Aa OuJe CKIOHA KOH NMPOU3BOAOT, HO BO
OJTHOC Ha JpyTruTe NMPOU3BOAM Ja He Tro mpedepupa. Bo Toj ciyyaj, KOMyHUKAaTOPOT
Tpeba na ce obujae J1a M3rpajy 4yBCTBO Ha INpedepupame MpeKy MPOMOBHpame Ha
KBQJIUTETUTE, BPEAHOCTUTE WM HEKOM JPYro KOPUCHM KapaKTepUCTHKU Ha

npomssoyot.>!

8 Abiodium, A, & Paul, M Adeyeye, T. (2019). Sales relationship between advertising for selected companies
operating in Nigeria. Journal of administration, university of Nigeria, Nsukka, 4 (3), pp. 176-183

% lhojo., B., O., & Ogunsiji, A., (2019). Effect of Sales Promotion as a Tool on Organizational Performance: A
case Study of Sunshine Plastic Company. Journal of Emerging Trends in Economics and Management Sciences,
2(1), 9-13.

% Pembi, S., Fudamu, A. U., & Adamu, I. (2017). Impact Of Sales Promotional Strategies On Organizational
Performance In Nigeria. European Journal of Research and Reflection in Management Sciences Vol, 5(4), pp.
223-233

%1 Nchake, M. A. (2013). Product market price integration in developing countries. Diss. University of Cape
Town. Tocramuo Ha https://open.uct.ac.za/handle/11427/5724
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e VYBepyBame — HCTO KaKO M Kaj npedepuparmero, IejHaTa MyOluKa MOXKE Ja To
npedepupa Ipou3BOAOT HO HE U Jla Pa3BHE YBEpPYBambe 3a HETOBO KYyIlyBame. 3ajgadya
Ha KOMYHHMKAaTOPOT BO OBOj YEKOp € Jla M3rPajid YBepyBame JieKa Oalml Taa MOHy/a €
Haj100pa 3a MOTEHIUjATHHOT KymyBad. %2

e KynyBame — MoCJeIeH YeKOp BO OJpeyBameTo Ha menuTe. Hekou mpumajHuim Ha
[eJHaTa MyOJIMKa MOKaT Ja OujaT yBEepeHH BO MPOM3BOJOT, HO CEMaK HE IEJIOCHO
OJUTyYHU BHCTHMHCKM Ja TO KynaTr. Bo TOj ciiyyaj KOMYyHHKAaropoT Mopa Ja TH
TNOTTUKHE THE TIOTPOIIYBAYH [a IO HANpaBat U ocneuuot yekop.” Tue akTHBHOCTH
noJpa3zdupaaT NOHyAA 10 NOCeOHO MPOMOTHBHHU LIEHH, OBPAT HA MApUHIM HArPa/Iu.
[TpoaXXHUOT MEepcoHal MOXKE Ja MM TeineOHUpa WM Jia UM IHUIIC HA OJOpPAHUTE
MOTPOIIYBAYX U Jia TM IMOBHKA JIa TH MOCETAT MPOJABHUIIUTE KAKO OU MPUCYCTBYBAJIC

Ha moceOHa )ICMOHCTpaI_II/Ija Ha HpOI/I3BO,Z[0T.94

OTkako KOMYHUKAaTOpOT ja aAeduHUpan mocakyBaHaTa peakiuja Kaj IyOJiuKara,
MOYHYBa CO Pa3BOjoT Ha edeKTHBHU Topaku. Bo wmieaiieH ciaydaj mopakara Tpeda na ro
NpUBJIeYe BHUMAHUETO, Jla TO 337K MHTEPECOT, J1a ja pa3dynu skendara u ja pe3yiaTHpa co
akija. HaBenenoro ce HapekyBa AIDA mozen koj ro cyrepupa MoXeIHHOT KBAaJIUTET Ha

nobpara nopaxa.®

Kora komyHHKaTOpOT (opMHpa MOpaka 3a MEAUMYMH, TO] MOpa Ja I'M 3eMe MpeBU
cieaHuTe (akTopu 3a Ja He Jojae A0 Hepa3Oupame Ha IopakaTa o]l CTpaHa Ha

MOTPOIYBaUYNUTE/KYTyBaunTe:

e [lopakara Mopa Ja uMa IpaKTU4YHA BPETHOCT 3a LieJHaTa MyOiMKa OujejKu
MOEIMHIUTE CE HAolaaT Ha 1a3apoT 3apajy MPOU3BOJIOT.

e [lopakara Mopa J1a ja HHTepecHpa LieJHaTa rpyna.

9 Adefulu, A. D. (2015). Promotional strategy impacts on organizational market share and profitability. Acta
Universitatis Danubius. OEconomica, 11(6), pp. 44-48

9 Akanbi, P., A. & Adeyeye, T., C. (2018). The Association between Advertising and Sales Volume: A Case
Study of Nigerian Bottling Company PlcAkanbi. Journal of Emerging Trends in Economics and Management
Sciences, 2(2), 117-123.

% Cui, K., Y., & Tingjui C. (2016). Analyzing the Impact of Price Promotion Strategies on Manufacturer Sales
Performance. Journal of Service Science and Management, 9(2), 182-187.

% De Run, E., C., & Jee, T., W. (2008). Sales promotion preferences: techniques by product type, paper
presented at the 3rd International Borneo Business Conference, University of Malaysia Sabah (UMS), Malaysia,
pp. 744-749
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e [lopakata Mopa nga mpeHecyBa HOBM HH(OpPMalUMU 3a MPOU3BOAOT WIIU
MapkaTa Ha IPOU3BOJOT, OMI€JKH MOTPOIIYBAYUTE TOCBETYBAaaT BHUMaHUE Ha
HOBH MOPAKH.

e [lopakara Mopa [JONOJHUTEIHO J@ TW 3aCHIM WIM THU OIpaBja
HEOJIaMHEIIHUTE OJIJTYKH Ha KyIyBauoT 3a KyIyBambe.

e IlopakaTa MOpa 1a ce IIPE3EHTHPA HA HAYMH HA KOj ke 0CTaBM BIedaTok.”

OcHOBHa 11eJ1 Ha PEKJIaMHPAYOT € J]a HErOBUTE peKJIiaMH Ouat 3a0eiexanu, a mpuroa
12 OMJaT OCETJIMBU U BO COTJIACHOCT CO KOJEKCHUTE Ha Ipakcara, KOM Ce BO HaUIC)KHOCT Ha
TesaTa KOM € TPHKAT 3a MHIYCTpHUjaTa WM 3aKOHUTE BO PaMKU Ha 3eMjata. [lopakuTe BU
Tpebano ga co3mamar MakcuMaieH e(eKT, a Ja He MPEeIu3BUKaaT HaBPEAyBambe HITU

MpUTHpame Ha jaBHOCTa. Y’

1.2.5. /lononnumennu enemenmu Ha MapKemuHz MUKCoOm

OCHOBHHOT MOJIETT Ha MAPKETHHT MUKCOT C€ COCTOM Of 4 eNeMeHTH: MPOU3BO/, IIeHa,
IpoMolLMja W MECTO WM JUCTpUOylHja KOW MPEeTXoJHO ce objacHeTH. Mopenor Ha
MapKeTHUHI MHUKC 5P TW noaaBa JyfeTo Kako METTH €JIeMEHT, a BO MoAenoT 7P 3aeaHo co
CTaH/JApPJHUTE EJIEMEHTH M JIyfeTo ce J0JaBaaT yIITe M TpoLecuTe U (U3UIKOTO
ONKpyXyBamwe. Mozenor 7P HacTaHaa Taka IITO TPAAUIMOHATHUOT 4P MoJen ce mpommpui

KaKo 6u T ondaTui HEeNOKYTHHOT Pa3Boj Ha HHIYCTpHjaTa Ha yCIyKHHU AejHocTi. %

1) Jlyre:

Bo genemHo BpeMe MHOTY BpaOOTeHHM KOM JloaraaT BO MHTEpAaKIMja CO KyIyBaduTe
MPETCTaByBaaT €/IeH O] OCHOBHUTE €IEMEHTH Ha BJIHMjaHHETO 3a CO3/laBame Ha CyOjeKTHBHA
BpeaHOCT Ha yciyrara. Criopes Toa, MOXe Jia Ce Kake JeKa HUBHATa MHTEPAKIM]ja € IBOJHA U
TOa CO HAJBOPEUIHOTO ONKPY)KYBalke€ M CO BHATpelllHaTa opraHusaiuja u CTpykTypa. Bo

COrJIaCHOCT CO TOa, BpaGOTeHI/ITC MOpa aa 6I/IIlaT 3aIlio3HaTu CO CBOjaTa yJjora BO IIPYKamkbETO

% Belas, J., & Lenka, G. (2016). The relationship among customer satisfaction, loyalty and financial
performance of commercial banks. Jocranno wa: http://dspace.tul.cz/handle/15240/13611.

9 Adekoya, O. A. (2011). The Impact of Advertising on Sales Volume of a Product: A case of Starcomms Plc,
Nigeria. Jocranuo Ha https://www.theseus.fi/bitstream/handle/10024/34928/Adekoya_Olusola.pdf.pdf

% Adewale, G., Adesola, M. A., & Oyewale, I. O. (2017). Impact of marketing strategy on business
performance: A study of selected small and medium enterprises (SME®s) in Oluyle local government Idadan,

Nigeria. J. Bus. Manager, 11(4), 59-66.
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Ha YCIIYTHTE€, OJJHOCHO, BpaOOTEHUTE MOpa OJrOBOPHO Ja CE€ OJHECYBaaT Kora Ke CTeKHaT
onpeneHy mpasa U oarosopHoct.”® 3apaam Toa MoOCTOjaT M PA3TMYHHU €IEMEHTH KOH Ce Of
UCKJIYYMTEJIHA BaKHOCT 3a TNPUBJIEKYBAmbE, 3aJI0BOJICTBO M TpaZCHke Ha JIOJaTHOCT Kaj

BpabOTEHUTE, TOA CE:

% U3060poT Ha BpaboTEHHTE,

X/
°e

O6pa3zoBanueTo Ha BpabOTEHHUTE,

/7
A X4

MoTtuBanujata Ha BpaOOTCHHTE,

/7
A X4

HarpanyBameto Ha BpabOTEHUTE U
00

0

< JloBepOara Ha BpaboTeHHTE.

Bo oanoc Ha Bpa6OTCHI/ITe, 3da KOPHCHHLOHUTC MOKE Oa CC€ KaXe MACKa HMaar
CHeL[I/I(bI/I‘lHa yjora Ha Mpou3BCAyBa4 BO IIPOLCCOT Ha IMPYKAKLE Ha YCIYTUTC. Ha IMpuMcEp,
Kaj HCKOM YCJIYI' 40 TOa [[Oﬁfa CIIOHTAHO, HO BO IIOroJieM ACJ O[] CUTyaluUTC IMIPpUMCHATa Ha
pasiinidi MCETOJMU M CpCACTBa TI'O IMOTTUKHYBa KOPHUCHHUKOT Ha TaKBO OAHCCYBAKLC —
63.HKOM3.TI/I, CaMOIIOCITY’KYyBabC, UHTCPHET 6aHKapCTBO n CI. BCYH_IHOCT MOXKE Ja CC KaXeC
ACKAa HWHTCH3MBHOTO Y4YCCTBO Ha KOPUCHHIHUTC BO IPOLCCOT Ha IPYKAalkbE HA YCIYIUTC

0BO3MO’KYBA 3r0JIEMyBam-e Ha IeN0KyMHATa IpoaykTuBHoCT. %

2) Ilpoyecu:

Bo mpormiecu cmaraat cure mpoueaypu, MEXaHU3MHU M aKTOBHOCTH KOHW C€ Ipe3eMaaT
J07ieKa Ce HCIopadyBa yCiIyrata, a paclopeJoT Ha HHUBHOTO OJBHMBamE Mopa jaa Oujie
OpraHu3upaH Ha cooJBeTeH HauuH. [Ipouecure Bo OaHKapCTBOTO ce BaXHM OHEjKH ja
MOKa)KyBaaT CIIOCOOHOCTA Ha OaHKaTa J1a TW M3BPIIYBa PabOTUTE KOM U CE JOBEPEHH, a TOA
ce OJHEeCYBa Ha TOa KOJKY IMPOIEAYypUTe ce€ MO0OpO MPOESKTHpPAaHH BO CMHCIA Ha Tpace,

CIIO’KEHOCT ¥ HUBEH CeBKyTeH Tek. 102

% Alharthi, M. (2016). The determinants of efficiency, profitability and stability in the banking sector: a
comparative study of Islamic, conventional and socially responsible banks. J[locramHmo Ha
https://pearl.plymouth.ac.uk/handle/10026.1/5324

100 Nguru , F.W., Ombui, K.A., & Iravo, M. (2016). Effects of Marketing Strategies on the Performance of
Equity Bank, International Journal of Scientific and Research Publications, 6(10), 569-576

101 Zhang, C., & Pan, F. (2009). The impacts of customer satisfaction on profitability: a study of state-owned
enterprises in China. Service Science, 1(1), 22-30.

102 west, D., Ford, J., & lbrahim, E. (2010). Strategic Marketing: Creating Competitive Advantage, Oxford,
Oxford University Press, pp. 224-242
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VYCayKHUTE TpOIeCH MelyceOHO € pasiMKyBaaT, O BUCOKO CJOXKEHH 10 MHOTY
eIHOCTaBHHU, KaKO U TAKBU KOHM CE CTaHAapIU3UpPaHU MM MMPUIAroJACHU HA KOPUCHUKOT. Bo
CEeKOj CJIydaj MOTpeOHO € HUBHO J0OpO 0ONIMKyBame. Bo cCIpoTHBHO, K& pe3yiThpaaTr co

6aBHOCT, N3TYOEHO BpeMe, HUCKA MTPOLYKTUBHOCT M MOKHOCT 33 TPEIIKH Kaj Bpaborenure. 0

3) @usuuko onkpysicysare:

@OU3NYKOTO ONMKPYXKYBAaE CE OJHECYBa Ha OMUYPYKYBAmHETO BO KOE yciyrara ce
KCIIOpadyBa, BO KOE€ OHOj KOj ja MpyXa ¥ OHOj KOj ja MpuMa yciyraTa ce BO MeryceOHa
uHTepakiyja. Toa rm BKIydyBa CHTE ONUILUIMBU €JIEMEHTH KaKO IITO C€ O0jeKTH, Olpema,
yaH(OpMH, OpOIIypH CO KOU C€ HACTOjyBa Jla c€ KOMIIEH3Mpa HEONMHUILTUBOCTA HA yCIyrara.
Enen on rnmaBHuTE (akropu Ha (PU3UYKOTO OINKPYKYBamke € JIOKalHMjaTa Ha OaHKata U
JOKOJIKY Taa ce Haofa BO IICHTapOT Ha TrpajoT, ke Oujie IocramHa 3a TmorojsieM Opoj

KOPHCHUIIN.

[IpBHOT BHEYAaTOK KOj KJIMEHTOT K€ Tro CTeKHe 3a OaHKara HacTaHyBa IIPH
BJIETYBaETO BO OaHKaTa Koja € jAeduHUpaHa co (U3UYKOTO ONKPYXKyBame, a Mocie Toa

cJIcan I/IHTCpaKHI/Ija HOMny Bpa60TeHI/ITe n K.]'II/IGHTI/ITC.]'O4

3a ynpaByBame€ CO OCHOBHMTE €JIEMEHTH Ha MApKETUHI MHUKCOT, IOTPEOHO € /1a ce
W3BpIIAT OJIPEICHN MPUIIarojlyBamka BO OJHOC Ha KIacHYHHOT 4P mojen, koj decto e

NMPpHUMCEHYBAH BO CCKTOPOT 3a IMPOU3BOJACTBO U q)HSI/I‘{KI/I OIMUIIJIMBU IPOU3BOIU.

HpnponaTa Ha YCIIYTUTC WU BHCOKOTO HHMBO Ha HHTCPAKTUBHOCT BO IIPOLCCOT HaA
yCIy)KyBamk€ U3BPILUJIEC BIUjaHUE BP3 TPAIUIIMOHATHUOT KOHIIENT Ha MAPKETUHT MUKCOT CO
J0JIaBAa-ETO HA EIEMEHTHTE KOU Cce OJHEeCYyBaaT Ha JIyf'eTo, OJJHOCHO BpaOOTeHHUTE Ha MpBaTa
JUHMja Ha KOMYHHMKaIMja CO KJIMEHTUTE, KAKO U Ha HAYMHOT Ha KOoj KomyHuuupaar. Mcro
Taka, IOJAJICH € €JIEMEHTOT Ha (PM3MYKO OMKPYKYBame BO KOE JIYI'eTo paboTaT M CaMHTe

Iponecu Konu (I)I/IHaHCI/ICKI/ITC OopraHu3ali ' IPpUMCHYBAAT BO MPYKAKBLETO HA ycnyrHTe.105

103 Adeleye, A. S. (2018). Principles and Marketing Practices, Revised Ed. Concepts publication, Lagos, pp.
122-129

104 Morrison, M., G., Dubelaar, C., & Oppewal, H. (2011). In-store music and aroma influences on shopper
behavior and satisfaction. Journal of Business Research, 558-564.

195 Owomoyela S., K, Oyeniyi K., O., & Ola, 0., S., (2017). Investigating the impact of marketing mix elements
on consumer loyalty: An empirical study on Nigerian Breweries Plc. Interdisciplinary Journal of Contemporary
Research in Business, 4(11), 485 —496.
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HaBenenute eneMeHTH JUPEKTHO BiIMjaaT Bp3 BKyIHATa IEepLENLHja U CO3AaBABETO
Ha UMM Ha (JMHAHCHCKaTa OpraHu3aluja BO CBecTa Ha KiueHTtute. Moaenor 7P e mojen Ha
CIVIET Ha OpyJdWja Ha MAapKETUHTOT Ha ()MHAHCHUCKUTE OpraHU3alMM KOj HacTaHal Co

IpONIUpyBame Ha KiacuunuoT 4P momen. 1%

1.2.6. Konmpona

3a BpeMe Ha CIpOBEIYBAaKETO HAa MAPKETUHTIIKUTE IUIAHOBH JjJoafa 0 MHOTY
M3HEHAlyBama, 11a 3aT0a OJICTIOT 32 MApPKETHHT MOpa IOCTOjaHO J1a CIIPOBEIYBa KOHTPOJIA.
[Ipomiecor Ha Mepewme U BpeAHYBambE HAa PE3YyNTATHUTE HA MAPKETUHTIIKUTE CTPATETUU M
IUIAHOBU, KAaKO W TIPEe3eMameT0 Ha KOPEKTHUBHH MEPKH CO 1] TapaHTUpame Ha
IIOCTUTHYBaKk-ETO HAa MApKETHHT LEIUTE, Ce HapeKyBa KOHTpona Ha MapkeTunrot. %’ Taa ce

COCTOM OJ1 YeTUPH YEKOpHU Kou ce mpukakanu Ha Cruka 12.

Cnuxa 12. Ilpoyec na Konmponia Ha MapKemuHzom

[a ce oapenat

PG Llito cakame na L

nocturHeMe?

[a ce unamepu
ycnexor Lito ce cnyuyea? R —_—

[a ce BpeaHyBa
ycnexor 30uWTO Ce cnyyyBa Toa?

[a ce npezemar
KOPEKTUBHU MEDPKMU Lito Tpeba na —
Hanpasume?

N3Bop: U3paborka Ha aBropoT crnopen: Kotler, P. (2015). Marketing Management.
15th ed. NJ, PH: Pearson Education, pp. 32-131

106 Kotler, P. (2015). Marketing Management. 15th ed. NJ, PH: Pearson Education, pp. 32-131
107 Kotler. P., & Armstrong.G (2013). Principles of Marketing.15th Ed. USA, USA: Pearson Hall, pp. 91-104
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[IpBuot uekop e onpenyBamero Ha Leiu. [loroa opranusamnmjara ro Mepu CBOjOT
yclleX Ha Ia3apoT U TM MPOLEHYBa NPUUYMHUTE 3a pa3MKaTa MOMely OYE€KYBAaHHUTE U
peannute pesynrati. Ha kpajor opranuzanujara mpe3eMa KOPEKTHMBHH MEpPKU Kako Ou ce

MIPEMOCTHII Ja30T OMETy CBOUTE LIETH U PE3yJTaTUTe.

OmnepaTuBHaTa KOHTPOJIA BKIYy4yBa IIOCTOjaHO CJIEACHE HA PE3YJITATUTE CO OIJIe] Ha
TOAMIIHHUOT IUIaH M Npe3eMame Ha KOPEKTUBHU MEPKU CEKOoralll Kora Toa € norpedxo. Llenra
Ha olepaTMBHATa KOHTPOJIA € Jla Ce OCUTypa JieKa OpraHM3alujaTa MOCTUTHYBa MPOAaxoa,

IPOGUT U JPYTH LETH OAPEAEHH CO TOAUIIHKUOT rmiaH. 1%

CTpaTemKaTa KOHTpOJIa BKIIYYYBa IHPOBCPYBAKLC AU OCHOBHUTEC CTPATCTHU HaA
HpeTHpI/IjaTHeTO C€ BO COIJIaCHOCT CO HCIOBUTC MOXHOCTH M CHIIH. MapKeTI/IHFH_IKaTa

peBI3HMja MOXKe J1a O1ie KOPUCHA alaTKa 3a CTpaTenka KoHTposna. o

1.2.7. Cnposedyearve na mapKkemuHnzom

[Tocne koHTponaTa cjenud CHPOBEIYBAmETO HAa MApPKETHHTOT, IITO TPETCTaByBa
TEIIKa aKTHUBHOCT, OJHOCHO, MHOTY TOJIECHO € Ja C€ OCMHCIAT JOOpH MapKEeTHHTIIKU
CTpaTernuu OTKOJIKY Jia c€ CIIPOBeaT. Y CIIEITHOTO CIIPOBENYBAkE HA MAPKETUHTOT 3aBUCH O]
TOa KOJKY J00po opraHuzanujata Td TIOBp3yBa CBOUTE BpabOTEHH, OpraHU3aIMCcKaTa
CTPYKTypa, CHCTEMOT 3a JIOHEeCYBaWm€ OJUIYKM W HarpaayBame, Kako W KyiaTypara Ha
110

opraHH3aquaTa BO IIporpaMaTa Ha aKTUBHOCTH KOja ' mogap:KyBa Hej3I/IHI/ITe CTPAaTCTUU.

Ce noz[pa36npa JCKa opraHI/BaquaTa Ha CUTC HUBOA MOpa da UMa Bpa6OTeHI/I (¢10) HOTpe6HO

108 Njomo G., W., & Margaret O. (2016). Market Penetration Strategies and Organizational Growth: A Case of
Soft Drink. International Journal of Management and Commerce Innovations 3(2), 219-227.

109 Baten, M. A.,, & Kamil, A. A. (2010). Measuring online Bank profit efficiency: A stochastic Frontier
Analysis. In Proceedings of the 6th IMT-GT Conference on Mathematics, Statistics and its Applications
(ICMSA2010), University Tunku Abdul Rahman, Kuala Lumpur, Malaysia. HocramHo Ha
https://s3.amazonaws.com/academia.edu.documents/22994303/st-baten.pdf

110 Agbeja, O., Adelakun, O. J., & Akinyemi, D., (2015). Analysis of the Effect of Advertising on Sales and
Profitability of Company. International Journal of Novel Research in Marketing Management and Economics,
2(3), 81-90.
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3HaeH-€, BEIITMHHM, MOTHBAlMja M IMYHH KBanuTeTH. ‘‘Buten QakTop Koj BiMjae Bp3
YCIICITHOTO CHPOBEIYBAmkh¢ HA MAPKETUHTOT C€ CHCTEMUTE HA OPraHU3alfjaTa, CHCTEMUTE 32
OJUTydyBamk€ W HarpagyBame. THe CHUCTeMU BKJIy4yBaaT (opManHu u HedopMalHU
ONEpPaTUBHU TOCTANKM KOM T'0 HACcOYyBaaT IUIAHUPAETO, YTBPAYBAKHETO Ha OYIIETOT,
HarpaayBameTO U APYr'M akTOBHOCTH. Ha mpumep, ako HeKoja opraHu3anyja T HarpamayBa
MEHalIepuTe 32 KPaTKOPOUHHU PEe3yiITaTH, THE HeMa Jia MMaaT IMOHAaTaMOIIHA MOTHBALHKja 3a

HICTIONTHYBAKE HA JIONTOpodHH emu. 12

3a ja Oujie yCIenHo CIPOBeAyBakbEeTO Ha MAPKETHHIOT, MAPKETHHTIIIKATa CTpaTeryja
Ha opraHu3aiyjata Mopa Ja Ouje BO COMNIACHOCT CO KYJITypara BO KOja OpraHu3aiyjara
nejctByBa. Kynrypara Ha opraHu3zanmjata moapa30oura CHCTEM Ha BPEIHOCTH M YBEpyBarmba
KOM T'M CIIOJIeSTyBaaT 0cOOMTE BO Ofipe/icHa opranu3anudja. Ha HeopmaneH HauMH KyaTypaTta

yiipaByBa CO OAHECYBAKLCTO HA HYfeTO Ha CUTC HUBOA BO opraHmaquaTa.”3

VYcneurHoTo CHopoBenyBamkbe Ha MApKETHHTOT 3aBHCH OJ TOA KOJKY YCIEIIHO

OpraHI/IBaHI/Ij aTa ' IOBP3YyBa IETTC CJICMCHTHU

[Iporpamure Ha aKTUBHOCTH,
Opranu3zanuckara CTpyKTypa,
Cucremute Ha OTydyBambe U HarpagyBame,

Yopeukurte HOTCHI_[I/Ij aJli 1

o ~ W e

KynTypara Ha opranusanujaTa.

11 Adeniran, A., James, Egwuonwu, K. Thomas & Egwuonwu, Clara O. K. (2016). The Impact of Sales
Promotions on Sales Turnover in Airlines Industry in Nigeria. International Journal of Marketing Studies, 8(3),
99-110.

112 Bintu, M., (2017). Effects of Marketing Mix Strategy on Performance of Small Scale Businesses in
Maiduguri Metropolitan, Borno State Nigeria. Journal of Marketing and Consumer Research, pp. 31-39

113 Kiprotich, L. K. (2018). Effects of 4ps Marketing Mix on Sales Performance of Automotive Fuels of
Selected Service Stations in Nakuru Town (Doctoral dissertation), pp. 33-58

114 Kotler. P., & Armstrong. G. (2008). Principles of Marketing. International Edition. New York, USA: Pearson
Hall, pp. 148-167
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1.3. IPOJTA’KEH IIEP®OPMAHC

Bunejku Ou3HUCHTE CTaHyBaaT MOONTUMUCTUYHH BO BPCKA CO MOXKHOCTHTE 32 Pa3Boj,
IIOCTOjaHO C€ 3roJieMyBa IPUTHUCOKOT BP3 MpoAakOaTa Kako OW MO’Kelle OpraHHu3aluuTe Ja
' OOCTUrHAT HOCJIUTEC 3a CC IOBUCOKH IMPUXOOH. O,Z[ OBaa IpHUYMHA OINTHMU3HUPAILCTO Ha
HPOJAXHUOT TeppopMaHC BO eKOHOMHjaTa Oapa IOPUTrOPO3CH M 3aCHOBAH HA I10JATOLHU
HpHUCTaN KOH OCHOBHHTE IPOIECH Ha Mpojax0a, BKIy4yBajKH IO CTPATCHIKOTO [UIAHUPAHE,
TEPUTOpHjaJIHATa aJOKalWja, IUIAHUPAETO Ha PECYpCHTe M INPOrpaMHUpPameTo Ha
KomrneH3anyjata. Ilepdopmancor Moxe na ce neuHHpa Kako CTENEH BO KOj € M3BpIICHA
akTyenHara paboTa 0]l CTpaHa Ha MMOEAWHELOT WK CTEIICHOT BO KOj € MPUKaKaHa aKTyeJiHaTa
pa6ota ox noeaunenor.!® Bo epata Ha MHTeH3MpUKALM]ja HA KOMIIETHTHBHOCTA U KECTOKHTE
MIPETOBOPU CO KYITyBauMTe, TAKTUYKHUTE MPHUCTANM KOH Mpojakdara MOKaT €IHOCTABHO Jia
He Omnmat ¢yHkunoHamHH. KilydoT Ha MPOTAXHUOT YCHEX JISKH BO KPEHPAWETO BPETHOCT

Koja KyIyBaJoT He ja pasriiefyBa BO MOMEHTOT Ha JIOHECYBambe o1TyKu. 1°

[Tpogaxuuor neppopMaHc € KOHUENTyalM3upaH Ha HAYMH KOj TH BKIydyBa MU
pE3ylITatoT W OMXEjBHOPAIHHMTE AUMEH3MHU. lIpOJAKHUTE JMIA OpPUEHTUPAHU Ha
nepopMaHca OTCEKOTAIl Tiefane Ha MPOAAXKHUTE pe3y/lTaTH Kako Ha J0Ka3 3a HUBHATA
6uxejBHOpaTHa nepdopMaHca M TIOCIeI0BaTeNHO Ha TOa OTKPUEHA € MO3UTHBHA MOBP3aHOCT
moMery BKIIY4eHOCTa BO paboTara, Kako KOMIIOHEHTA HAa MOCBETEHOCTA, M IPOJAKHHOT
nepdopmanc.tt’ Co npyru 360poBH, ce 0OueKyBa IOCBETEHNTE JINIIA 32 TIPOAXK0a J1a BIOXKAT
TIOTroJIeMH Haropy BO paboTaTa M Ha TOj HAUMH J[a MMaaT AUPEKTHO BIHjaHHE BP3 pabOTHHOT
neppopmanc. Pruapn'!® ru nepunnpa mepkute Ha meppOpMaHCOT KAaKO BHTAIHM 3HAIM Ha
OpraHusanujara, KoM KBaHTU(UKYBaaT KOJKY JOOPO aKTHBHOCTHTE BO PaMKH Ha MPOLECOT

WJTU UCXOJIUTE OJT TIPOLIECOT JOCTUTHYBAAT HEKOja crienuduyana 1es.

MCpKI/ITe Ha Hep(bOpMaHCOT nomaraar aga ce€ pa36epe, Aa €€ yIpaByBa U Ja CC

mojo0pu OHa IITO To MpaBaTa opranuzanuure. EdpekTuBHUTE MepkHu Ha nep(HOpMaHCOT HU

115 Richard, P.K. (2009). Measuring Organizational Performance: Towards Methodological Best Practice.
Journal of Management, 2(3), 292-304.

116 Musibau, A., Choi, S., L., & Oluyinka, S., (2014). The impact of sales promotion and product branding on
company performance: A case study of AIICO Insurance Nigerian PLC. International Conference on
Innovation, Management and Technology Research, 129, 164-171.

117 Mahmood, M., H., & Fatimah, H., (2014). The Effect of Product Quality on Business Performance in Some
Arab Companies. Journal of Emerging Trends in Economics and Management Sciences, 5(5):498-508.

118 Richard, P.K. (2009). Measuring Organizational Performance: Towards Methodological Best Practice.
Journal of Management, 2(3), 292-304.
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OBO3MOXYBaaT Ja OCO3HACME KOJIKY I[06p0 pa6OTI/IMe, JaJIi TU JOCTUTHYBaM€ LEIUTE, Nalu
KIMCHTHUTEC CC 3al0BOJIHU, JaJIM HAIIUTE MPOLHECHU CE BO CTATHUCTHUYKA KOHTPOJA W JalId CC

HEOTIXO [HH 10106pyBama. 1t

1.3.1. Obem na npooarxcoa

O6emoT Ha mpojaxxba ro IMpeTcTaByBa OpOjOT HA MPOJAJNCHU CAWMHHUIIM BO JaJCH
nepnos.t?° Oaa Gpojka ja ciefaT HHBECTUTOPHUTE 33 Ja BUJAT JAIH OU3HHCOT ce MIHPH WIN
craraupa. Bo pamku Ha KoMmepuujamHHTEe OaHKM 00EMOT Ha mpojakba Moxke na Oune
MOHHUTOPHPAH HAa HUBO HAa MPOW3BOJ, NMPOW3BOJHA JIMHHjA, KJIMCHTH, MOAPYKHHUIA HIU
NpOJaXEeH pernoH. BakBara wHpopMalMja MOXE Ja C€ HCKOPUCTH 3a IMpPOMEHa Ha
WHBECTUIIMUTE HACOUYEHU KOH OMIIo Koja onx oBue oOmactu. Cropen Az[eKoja121 OHM3HUCOT
HUCTO Taka MOXeE Ja ro MoHMTOpupa u brake even (ckpimd paMHOMEpHO) 00EMOT Ha
npojgak0ba, KOoj ce OJHecyBa Ha OpOjOT Ha €AMHHWIIM KOM MOpa Ja c€ MpoaanaT 3a Ja
npodutoT Ompe Hyna. KoHIentor e KopuceH Kora mnpojaxdara ce HamallyBa Taka IITO
MEHAIIMEHTOT K& MOXE Jia OJ[pe/n Kora Tpeda J1a MMIIEMEHTHpPa PEAYKIIMU Ha TPOILIOLHUTE.
OBa e ejicH OJ] TIOTENIKUTE KOHIICIITH 32 KOPUCTEHEC BO CITydaj KOra MMa IMOBEKE Pa3TuIHH

IIPOM3BOJIH, & 0COOEHO KOTa CEKOj TIPOIYKT MMa Pa3IMdHa MaprHHa Ha MPHI0HEC. 22

Cnopen Ienr'?®, o6emor Ha mponax6a Moxke Ja ce MPUMEHH U Kaj ycrmyrute. Ha
npuMmep, o0eMOT Ha mpoaaxba Ha KOHCyITHpauka ¢upMa MOXe Ja ce OJHEecyBa Ha

BKJIYITHHOT OpOj Ha 4aCOBM HAIUIATEHU BO TEKOT Ha elieH Mecel. Op apyra crpana, Conranu

19 pean, J, H. (2015). 10 Tips to Improve Your Sales Performance. Retrieved from
http://www.sellingpower.com/content/article/?a=10089/10-tips-to-improve-your-sales-performance.

120 Ajagbe, A. M., Olujobi, J. O., Worlu, R. E., & Uduimoh, A. A. (2015). Consumer Personality and Increase in
Sales Volume. International Journal of Academic Research in Economics and Management Sciences, 4(4), 29-
39.

121 Adekoya, O. A. (2011). The Impact of Advertising on Sales Volume of a Product: A case of Starcomms Plc,
Nigeria. Jocramno Ha https://www.theseus.fi/bitstream/handle/10024/34928/Adekoya_Olusola.pdf.pdf

122 |gbal, N., Ahmad, N., Ateeq, M., & Javaid, K. (2013). Role Of Sales Promotion On Sales Volume In The
Context Of Fast Moving Consuming Goods Industry In Dera Ghazi Khan. International Journal of Accounting
Research, 1(4), 21-28.

123 Guesh, B. (2010). Assessment of Factors Affecting Sales Volume: A Case Study of Mesfin Industrial
Engineering PLC (Doctoral dissertation, Mekelle University). HocranHo Ha
https://opendocs.ids.ac.uk/opendocs/handle/123456789/5157
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124 TBpAaT ACKa 00eMoT Ha npoz[a>K6a € CJHAKOB Ha KBAHTUTCTOT Ha apTUKIIN KOU

u JlaBauio
T'¥ TpoJiaBa OM3HUCOT BO JAJICH IMEPHOJ, KAaKO INTO € €HA TOJAWHA WU (UCKAJICH KBapTall.
OGCMOT Ha Hpoz[anc6a ro vHaunupa KBAHTUTCTOT HAa pa3JIMUHA NPOJaACHN CAMHUIN WA ITaK
OpojoT Ha KIMEHTH KOW T modapaie yciIyrure Ha (upmara BO JaJIeH MEPHO], KaKo IITO €
¢JIHa TOJMHA WK (PHCKalleH KBapTal. MepemeTo Ha 00eMOT Ha Ipojak0a € KiydeH Jiei O
eBayaljaTa Ha mepGopMaHCOT Ha MpOoJaXKHATa CHJjla KOja € OJIrOBOPHA 3a Mpojaxoara Ha
npou3BoauTe Ha (pupmara. ['eHepaiHO, MPOJAKHUTE areHTH Ce HarpajyBaHH BpP3 OCHOBA Ha
HUBHATa CIIOCOOHOCT Ja jalmoCTUTHAT mocTtaBeHara 1en. Co orjen Ha Toa JIeKa HajTOJIeMHUOT
JeNl O]l TUIATe)KHATa KOMIIOHEHTa Ha BapujabiiaTa 3aBUCH O] NMOCTUTHYBAHETO HA IIEITA,
00eMOT Ha mpoJiak0a € BaXKHO MEPUJIO BO Mpoaax0aTa U MapKETHHIOT Ha KOMEPIIHjaTHUTE

Ganku. 2°

3rosieMeHHOT 00eM Ha mpojaxba W THoMara Ha KOMIIAHHjaTa Jia CTEKHE 3/paBd
OpUxoJu. 3rOeMEHHOT KBAaHTUTET Ha NpOoAax0a 3HAYM 3roJieMeHa MPOIYKTHBHOCT IITO
3Ha4YM JCKa HCTHUOT IIoMara v BO 3TOJICMYBAIKLCTO HA MapruHaTta Ha IMPUIAOHCC. HOHaTaMy,
3roJIeMeHHOT 00eM Ha mpojaxoa momara break — even ga ce mocTUrHe MOpaHo, IITO MaK U
nomara Ha KOMIaHHWjaTta Ja TNpopHUTHpa OJ CBOjaTa AKTHBHOCT KOJKY IITO € MOXKHO

1106p30.1%

MapkeTrHT 0JJHOCOT IMOMery TPOIIOLUUTE U 00EMOT Ha Mpojax0a, Kako MpopuT, My
nomMara Ha OM3HHCOT Jja TH MCITUTA MPOJKHUTE LICHH, 00EMUTE Ha MPOIaK0a, TPOLIOHUTE U
npodutute. OBaa aHanu3a Ha OU3HUCOT My 00e30eayBa KOPUCHU MH(MOPMAITUU KOU MOXKAT
Ja ce HCKOPUCTAaT BO TIPOLlECHTE Ha JOHecyBame Omnyku. Cropex ®pummonrt?’
noOapyBaykaTta 3a OJIpEACH MPOHM3BOJ MMa rOJIEMO BIMjaHHE Bp3 00EMOT Ha Mpojakda Ha

uctuot. OcHOBHATa OCHOBHA CTpaTerHja 3a MPOU3BOAOT HMMa 3a LECJI MAaKCUMHU3UPAKC Ha

124 goltani, S., & Davanloo, K. G. (2016). Understanding Sales Volume Antecedents: Measuring the Role of
Consumer-oriented Selling and Sales Promotion in Iran FMCG Industry. Journal of Creating Value, 2(2), 287-
304.

125 Abah, A. D., & Olohiliye, A. P. (2015). Analysis of the effect of advertising on sales volume of an agro-
allied company: a case of benue brewery limited, makurdi, benue state, nigeria. American Journal of
Economics, Finance, and Management, 1(5), 473-481.

126 Syeda, N., Zehra, R., & Sadia, M. (2018). Impact of Sales Promotion on Organizations Profitability and
Consumer™s Perception in Pakistan. Interdisciplinary Journal of Contemporary Research in Business 3, (5), 296-
310.

127 Frimpong, A. J. (2016). The effects of sales promotions on customer growth in the Ghanaian mobile

Telecommunication industry; the case of Millicom Ghana_ Tigo (Doctoral dissertation), pp. 123-131
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obeMoT Ha mpoakba u mpodutoT. OBa 3HAUM JeKa OAHKUTE MOpa Ja HajaaT COOJIBETHA IIeHa
KOja K¢ OBO3MOXH Ipojak0a Ha MPOU3BOJOT, a BO MCTO BpeMe ke 00e30eam ajeKBaTeH
npodur on nponaxkodara. Criopen OCHOBHATA I[EOBHA CTpaTernja ako 00eMOT Ha Mpoaaxoda e
MHOTY HHU30K, OM3HHCOT T'€HEpaTHO KE ja HaMmalld TOYKaTa Ha IIeHaTa 3a Ja ja 3rOoJeMH
npoaaxkbarta. OBa, CEKako Ke pe3ysiTupa co peayluupaH npopuT 3a OU3HUCOT O] COOJBETHHOT
apTukall. Bo mMmoBekero ciyyan HaMmalyBameTO Ha IIEHATAa Ha IMPOM3BOJOT PE3YJITHpPaA CO

IOBHCOK 006eM Ha rpojaxoa.?

1.3.2. IlIpogpumadunnocm

[IpodurabunHocTa mpercTaByBa CIOCOOHOCT HAa KOMIIaHMjaTa 1a 3apaboTH mpoQuT.
[TpodurabuiHoCTa € CIIOCOOHOCT Ha KOMIIAHHjaTa Jia TH MCKOPHCTH CBOUTE PECYPCH 3a Jia
reHepupa IPHUXOMM O colcTBeHMTe akTmBHOCTH.!?® Taa e mpuMmapHa Iienm Ha JETOBHUTE

130 h6jacHyBaar nexa 6e3 mpoduTabUIHOCT e1HA GaHKAapCcKa

notdaru. ACUMaKOMyJI0C U Cop.,
WHCTUTYIMja HEMa J1a MOKe JOJITOPOYHO Ja ornictaHe. Criopen Toa, MepemeTo Ha TeKOBHATA
U MHUHatata npopuTabUITHOCT, KAKO M MPOEKTUPAETO Ha HJHATA, € MHOTY BaXKHO.
[IpoduTabunHOCTa € €1eH O] YeTUPUTE TPaJCKHU OJIOKOBH 3a aHaau3a Ha (PUHAHCHUCKHUTE
u3BeIlTau U nep(opMaHCcOT HAa KOMIIaHMjaTa Kako LeiuHa. Jpyrute Tpu ce epukacHocTa,
CONBEHTHOCTAa W TAa3apHU MOXHOCTU. MHBecTHTOpHTE, KPEAUTOPUTE W MEHAEPUTE THU
KOPHCTAT OBHUE KIIYYHH KOHIIETITH 32 JIa aHAIU3UPaaT KOJIKy J0Opo paboTH KOMITaHH]jaTa, HO
Y JIa HampaBaT aHAJIN3a HAa WIHUOT MOTEHIMjaJl KOj MOXE Ja r0 KOMIIaHHjaTa UMa JIOKOJIKY

AKTUBHOCTUTC CC yIIpaByBaart HpaBI/IJ’IHO.131

128 Ajagbe, A. M., Olujobi, J. O., Worlu, R. E., & Uduimoh, A. A. (2015). Consumer Personality and Increase in
Sales Volume. International Journal of Academic Research in Economics and Management Sciences, 4(4), 29-
39.

129 pustelnik, C., & Hallberg, V. (2013). How to increase sales performance in a sustainable way?: A research
study based on a practical example of Eniro. [Jdocrammo wHa  http://www.diva-
portal.org/smash/get/diva2:636942/FULLTEXTO01.pdf

130 Asimakopoulos, I., Samitas, A., & Papadogonas, T. (2009). Firm-specific and economy wide determinants of
firm profitability: Greek evidence using panel data. Managerial Finance, 35(11), 930-939.

181 Bingqun, C., Kejia, Y., & Tingjui, C. (2016). Analyzing the impact of price promotion strategies on

manufacturer sales performance. Journal of Service Science and Management, 9, 182-187.
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Crnopen I'mrymal®?

JBa KIyYHH acleKTH Ha MPo(UTAOMIHOCTa Ce MPHUXOIUTE H
pacxoaute. [Ipuxomure ce ogHecyBaaT Ha JiesioBHaTa q0OuBKa. CTaHyBa 300p 332 KOJHMYUHA
Ha rapu 3apabOTeHU O] KJIMCHTUTE MPEKy Mpojak0a Ha MPOU3BOAM U MPYKAKE HA YCIYTH.
['eHepupameTo Ipuxoj He € OeCIUIaTHO, HO cemak [ MTymMa TBpIU JeKa JICIOBHUTE CYOjeKTH
MOpa Jia TH KOPHUCTAT HUBHUTE PECYpPCH CO LN Ja I'M MPOM3BEIAT OBHE MPOMYKTH M Jla TH
00e30emat oBue yciuyrd. Pecypcure, Kako HITO € TOTOBHHATA, CE KOPHCTAT 3a IUIaKame Ha
TPOILIOIMTE, KAKO IITO CE IUIATHHUOT CIUCOK Ha BpaOOTEHUTE, 3aKyIIHUHATA, KOMYHAIHUTE
yCIyTH W JAPYrd TOTpeOM BO MPOM3BOACTBEHHOT Tporec. 3aroa, mpourabuiIHOCTa ja
pasrieayBa BpcKaTa MoMery MPHUXOMTE W PACXOAUTE 3a Jia COorjieaa KOJIKy 100po pabotu

KOMHaHI/IjaTa N KaKOB HOTeHI_II/IjaJ'I 3a UACH PAaCT MOXKE J1a UMa I/ICTEITa.:I'33

[Ipodurabunnocta ce Mepu co OMIaHC Ha yCIeX CO KOj ce BOAM EBUJICHIMja 3a
MPUXOJUTE U PACXOJIUTE BO OJPEACH BPEMEHCKH 1epHro/l. J(eoBHUTE CYyOjeKTH HEe MOXKaT Ja
orcraHat 6e3 mpopuTabMIIHOCT, @ BUCOKONPOPUTAOMIHUTE OU3HUCH TH HarpaayBaaT CBOUTE
COTCTBEHMIIM CO 3HAYaeH IIOBPAaTOK Ha wuHBectumuute. Cropen Anedyry™ 6ushuc
MEHAIEpUTE C€ OJATOBOPHH 3a 3rojieMyBame Ha npoduTabuiaHOCTa HAa (Qupmara, MpeKy
CTaBamE€ Ha CEKOj MpOIIEC MO/ JIyMa CO Liel IOCOYYBamke Ha MPOMEHHUTE KOU ja 1Mo100pyBaaT
npodutabminocta. OBHE IPOMEHH MOXKAT J]a € UCIMTAAT co MpodopMa OUIAHCOT Ha yCIIex,
Hape4eH YyIITe U JIeTyMeH OylieT, J03BOJIYBajJKM MY Ja T'O aHAJIM3Upa BJIMJaHUETO HA OBHE

MOAM(UKAIMH BP3 TPOGUTAOHIHOCTA TP HUIBHO UMILIeMeHTHpambe. %

Crnopen, ®uncumonc u cop.,*® pasnmunm amatkm 3a oqIydyBame WM CTANKH HA
poUTaOMIIHOCT 3a J1a ce MPOILEHH NPOoPUTAOMIHOCTa Ha OaHKKUTE. Mery IpyroTo, anaTkuTe
BKJIy4yBaaT MapruHa Ha NpoQHuT, TOBpAT Ha CPEICTBA M MOBPAT Ha KanuTtal. MapruHara Ha

HpO(I)I/IT CC U3pa3yBa BO INPOLUCHTHU U MOKC J1a C€ OLCHU IIPCKY JCJICHEC Ha HETO I[O6I/IBKaTa (¢10)

132 Gituma, M. M. (2017). Effects of Marketing Mix on Sales Performance: A Case of Unga Feeds Limited
(Doctoral dissertation, United States International University-Africa). JHocrarso Ha
http://erepo.usiu.ac.ke/handle/11732/3664

133 Liozu, S., M., & Hinterhuber, A. (2013). Pricing orientation, pricing capabilities, and firm performance.
Management Decision, .51(3), 594-614.

134 Adefulu, A. D. (2015). Promotional strategy impacts on organizational market share and profitability. Acta
Universitatis Danubius. OEconomica, 11(6), pp. 44-48

135 Asimakopoulos, I., Samitas, A., & Papadogonas, T. (2009). Firm-specific and economy wide determinants of
firm profitability: Greek evidence using panel data. Managerial Finance, 35(11), 930-939.

136 Fitzsimmons, J., Steffens, P., & Douglas, E. (2005). Growth and profitability in small and medium sized

Australian firms. Jocramnno ua https://papers.ssrn.com/sol3/papers.cfm?abstract_id=1263734
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npuxonoT. Heto 106MBKaTa MM HETO MPOGUTOT € NPEOCTAHATHOT H3HOC MOCIIE O3EMAETO
Ha TPOLIOLKTE HA KOMIIAHHjaTa M BKYITHHOT IPHX0J. BpyTo Mapruna Ha npoduT, Maprusa
Ha HpO(bI/IT opea 0OJaHO49yBambC, HETO MapruHa, OorcpaTuBHATA Mapru €€ pas3JIMdYHu BUJIOBU Ha
MapruHU Ha Opo(HT KoM OOMYHO ce KOPHCTAT NpH eBanyanujaTa.’>’ Mako cropeayBameTo
Ha NpodUTAGHIHOCTA HA JBE PA3IMYHH KOMIIAHHH € JOCTa KOPHCHO, CelaK MOTpeOHO € M
JIBETE OpraHM3aluy Ja GHIAT OJ] HCTA MHIYCTPHja, 1a COAPKAT CIMYHN OM3HUC MOJEIHN U /13
JIEMOHCTPHpAaT MCTH MPUXONH. Bo cnpoTuBHO crnopenbata Gu GuIa HETOUHA U CIOPE] TOA
m3mrmHa. 28 Bo ciydaj Ha KOMIAaHWM KOM T'y6aT Iapy MapruHaTa Ha NpouT ¢ GecMuCiIeHa

Ouiejku OBME KOMIIAaHUH HE CO3/1aBaaT HUKAKBa no6uska.t3®

Cnopen baren n Kamur'4

noBpatoT Ha cpeactara (ROA), ucto Taka rmo3Har v Kako
noBpar Ha uHBectuimu (ROI), aejcTByBa Kako HMHAMKATOpP Ha NPOPUTAOMIHOCTA HA
KOMIIaHHjaTa BO OJIHOC Ha HEJ3WHUTE BKYIHH cpejacTBa. Toj OTKpUBa KOJKY € edukaceH
MEHAIMEHTOT BO KOPHCTEHETO PECYpCHTE J0 HHUBHHOT IIE€JIOCEH TOTCHIMjal 3apajau
reaepupame npodur. ROA ce o3HauyBa Kako MPOIEHT M C€ MPECMETyBa CO JIENCHEe Ha
rojIMIITHATA 3apaboTKa Ha €JHA OPraHM3aIMja Cco Hej3MHUTE BKYMHH cpeacTsa.*! Bo ciydaj
Ha jaBHM KommaHuun ROA 3HauuTenHo Bapupa OuAejkM THE ce NPUIMYHO 3aBHCHU O

uHaycrpujara. 3atoa kora ROA ce kopuctu 3a cropenyBambe Ha MPOPUTAOMIHOCTA Ha

KOMIIaHH]jaTa, TOTPEOHO € Ja ce mpoieHu Bo onHoc Ha MuHaTuTe ROA Opojku mimm ROA Ha

137 Merilainen, V. (2015). Profitability analysis of the Finnish banking sector in 2010-2014. Jocranso
Ha https://www.theseus.fi/bitstream/handle/10024/100974/Merilainen_Ville.pdf?sequence=2

138 Andersson, G., & Wachtmeister, A. (2016). Management strategies for profitability and growth.
Hocramuo Ha https://stud.epsilon.slu.se/8802/

139 Alharthi, M. (2016). The determinants of efficiency, profitability and stability in the banking sector:
a comparative study of Islamic, conventional and socially responsible banks. JlocramHo na
https://pearl.plymouth.ac.uk/handle/10026.1/5324

140 Baten, M. A., & Kamil, A. A. (2010). Measuring online Bank profit efficiency: A stochastic
Frontier Analysis. In Proceedings of the 6th IMT-GT Conference on Mathematics, Statistics and its
Applications (ICMSA2010), University Tunku Abdul Rahman, Kuala Lumpur, Malaysia. JocranHo Ha
https://s3.amazonaws.com/academia.edu.documents/22994303/st-baten.pdf

141 Akhmedjonov, A., & Balci Izgi, B. (2015). If bank capital matters, then how? The effect of bank
capital on profitability of Turkish banks during the recent financial crisis. Macroeconomics and

Finance in Emerging Market Economies, 8(1-2), 160-166.
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aHasiorHa kommnanuja. [IoBUCOKHOT moBpaT Ha cpeincTBa € mpedepupan pesynrar Oouiejku

3Ha4Yu A€Ka ACI0OBHUOT CY6jeKT réeaepupa IMOBEKeE Ipuxoaun Co IOMOJIKY I/IHBCCTI/II_II/II/I.]'42

On nmpyra crpana, noBparoT Ha kamuTainorT (ROE) e ogHOCOT cO KOj ce oleHyBa
MPUXOJOT TEHEpUpaH OJf KOMIAHHWjaTa BO OJHOC HAa WHBECTUIMUTE HANPaBEHU O]
COIICTBEHUIIUTE Ha aKWHU. T0j HCTO Taka ce 03HAYyBa KAKO MPOIICHT U ja MepU e(hUKACHOCTA
Ha KOMIIaHWjaTa, MHIUIMPAJKU TO HEJ3MHUOT KamalHuTeT Ja reHepupa mnpodur 6e3 MHOTrYy
naeectuiin.}*® TToBucoxmor ROE e Mmepka Ha eduKacHOCTa HA MEHAIMEHTOT IIPH
KOPHUCTCHETO Ha HHBECTHIMUTE. Tpeba ma ce Oume cBeceH JieKa HaMalyBambeTo Ha
BpPEJHOCTA HA KANWTAJIOT HA aKIUOHEPUTE, HA MPHUMEp, OTIUC WIA OTKYNl Ha aKIuH,
MeXaHWYKH To 3rojemyBa Opojor Ha ROE. HMcrata pabora Moxe 1a ce 3a0enexu BO
cllydauTe KaJie IOCTOM ToJieM Joir. 3aToa, 3a na ce noodue toueH ROE, ciopendute Tpeda na
ce TpaBaT BO paMKM Ha HMCTa WHAYCTPHja, a eBajyaluuTe (BUCOK WIJIM HU30K) Tpeba na ce

U3BpHIaT BO UCT KOHTGKCT.:I'44

1.4. PEJIEBAHTHH HCTPAKYBAKBA 34 E®EKTHTE HA MAPKETHHI
MHUKC CTPATETHHUTE BP3 IIPO/IA’KHHOT IIEP®OPMAHC

1.4.1. Eghexmu na npouszeooom 6p3 npooarcnuom nepphopmanc
Kaxko mito Beke HaBemoBMe, MMPOU3BOIOT ce JAePUHUPA KAaKO (GU3UYKH MPOU3BOJI WIH
ycllyra 3a KOM KJIMEHTOT € MOJArOTBEH Ja Iulatu. Toj BKIydyBa MaTepHjalHu J00pa u

HeMaTepUjaJHu MPOJYKTH, KAKO IITO Ce yCJIyTHTe, KOM MOTPOLIYyBAayuTe TH KymyBaar.'*

142 Chavarin, R. (2016). Profitability in banks affiliated to a business group: Evidence from Mexico.
Emerging Markets Finance and Trade, 52(8), 1892-1909.

143 Mungal, A. (2015). The impact of cash management on profitability and sustainability of small
retail businesses in the Tongaat area, KwaZulu-Natal (Doctoral dissertation). JlocramHo Ha
http://openscholar.dut.ac.za/handle/10321/1183.

144 Tandoh. 1., & Sarpong, L. (2015). The Impact of Sales Promotions on the Performance of Auto-
Mobile Industries in Ghana: A Case Study of PHC Motors (Accra- Ghana).European Journal of
Business and Management, 7(11), 170-194.

145 Cui, K., Y., & Tingjui C. (2016). Analyzing the Impact of Price Promotion Strategies on
Manufacturer Sales Performance. Journal of Service Science and Management, 9(2), 182-187.
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Crnopen Bunty'*® mponsBomor e mpBHOT on KIyuHHTEe MapkeTHHT enemeHTH. Kotimep u
Apmctponrt*’ cmeTaar mexa mpoms3BOA € ce OHA INTO MOXE Ja ce MOHYAM Ha Ma3apoT 3a
BHHMaHUE, aKBHU3WIIMja, yMOTpeOa WM KIOTPOIIyBayka 3a/I0BOJIYBAjKH T'M TMOOapyBadykaTa
wim norpebara Ha KIMEHTOT. McTpaxkyBamara 3a MOCPEAHOTO MM HETIOCPEIHOTO BIIMjaHHE
Ha MapKETHHI CTpaTerHMUTe Bp3 OM3HHUC MNepGOpMaHCOT BO HAJrOJIEeM JIeJ MOKaKyBaatr
3HAYUTEICH €(EeKT Ha MPOM3BOJOT KAaKO MAapKETHHI CTpaTerdja Bp3 mneppopmMaHcoT Ha

nenosuute cy6jexktn.}*® Taka, Opomojema u cop.,*°

ro HCTpaXKyBaje BJIHMjaHHETO Ha
MapKETUHT MHKC €JIEeMEHTHTE Bp3 JIOjaJHOCTa Ha KiueHTtuTe. Haomute OTKpuie neka
IIPOM3BOJIOT MMa BJMjaHUWE Bp3 JIOjaJIHOCTA HAa KIMEHTHUTE, NPEKy Koja o 3rojemMyBa

MPOJAXKHUOT ephopMaHC Ha JIETIOBHUOT CYOjeKT.

Kunpotnuy 0

CMeTa JIeKa KBAJUTETOT € BaXXEH €JIEeMEHT BO JU3aJjHOT M
IIPOM3BOJICTBOTO Ha IMPOM3BOAUTE KOM C€ CMETaaT 3a CYNEpUOpPHU BO OJHOC HAa OHME Ha
KOHKypeHTuTe. KineHnTure ce noBeke o4eKyBaaT IMPOU3BOJIUTE J1a OUJAT CO BUCOK KBAJIUTET.
OTTyka, KBaJIUTETOT HA MPOU3BOIOT YECTOMATH CE CMETa JIeKa MPUIOHECYBa 32 Pa3BOjOT HA
KOHKYpEeHTHaTa ImpeaHocT Ha (upmara, Toj ce ogHecyBa Ha CTENEHOT BO KOj IMPOU3BOJOT
ycreBa a T'M 3aJ0BOIM TOTpeOMTe Ha HerosuTe motpouryBaun.’®! E6uty'® Benm neka

NEepUepPaHuOT KBAJIIHUTET C€ OJHCCYBA Ha eBanyaquaTa Ha MPOU3BOAOT HIIN 6peH)10T o1

CTpaHa Ha IOTPOIIYBa4OT, KOj IO 3aJ0BOJIyBa HEFOBOTO MHIMBUYAIHO O4YeKyBamwe. Cropen

146 Bintu, M., (2017). Effects of Marketing Mix Strategy on Performance of Small Scale Businesses in
Maiduguri Metropolitan, Borno State Nigeria. Journal of Marketing and Consumer Research, pp. 31-39
147 Kotler. P., & Armstrong.G (2013). Principles of Marketing.15th Ed. USA, USA: Pearson Hall, pp.
91-104

148 Gholagade, A., Adesol, M., A., & Oyewale, 1., O. (2018). Impact of Marketing Strategy on Business
Performance. A Study of In the Small and Medium Enterprises (SME*s) In OluyoleLocal Government,
Ibadan, Nigeria. Journal of Business and Management, 11(9), 59-66.

149 Owomoyela S., K, Oyeniyi K., O., & Ola, O., S., (2017). Investigating the impact of marketing mix
elements on consumer loyalty: An empirical study on Nigerian Breweries Plc. Interdisciplinary Journal
of Contemporary Research in Business, 4(11), 485 —496.

130 Kiprotich, L. K. (2018). Effects of 4ps Marketing Mix on Sales Performance of Automotive Fuels of
Selected Service Stations in Nakuru Town (Doctoral dissertation), pp. 33-58

151 Cavusgil, S. T., & Zou, S. (2014). Marketing strategy-performance relationship: an investigation of
the empirical link in export market ventures. The Journal of Marketing, 1-21.

152 Epitu, T. M. (2016). Marketing strategies and the performance of enterprises in Akwa-lbom State,
Nigeria. British Journal of Marketing Studies, 4(5), 51-62.
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153

Kucaka , KBAJIMTCTOT Ha MPOU3BOAOT, 3aC€IHO CO e(l)I/IKaCHOCTa U JCJIOBHUTC PE3YyJITaTU

BJIMjaaT Bp3 MEpKUTE Ha nepdopmanc Ha pupmara.

Onjanro*®*

300pyBa 3a MMaKyBamETO HAa MPOM3BOJOT KOE CE€ OJHECYBA HA BU3YEITHHUTE
U CEH3yaJHUTE aTpuOyTH KOM KOMYHHIMpaaT co morpomryBaunte. IlakyBamero Ha
MPOM3BOAOT MMa JMPEKTEH KOHTAKT CO HEro, IO MITUTH, YyBa U ro HACHTH(HKYBA. J00pHOT
JM3ajH HA MaKyBameTo Oapa MO3HaBamkbe HAa MAaTEepPHjaIuTe, HUBHUTE OJUIMKU, METOJIUTE Ha
TIPOM3BOJICTBO U TIPOLIECOT Ha KoHBep3Hja.'>® Toj He caMo IITO ja 3rojeMyBa BUIJIMBOCTA HA
IPOM3BOAOT, TYKYy MCTO Taka IIOMara M 3a HEroBO paHO Iperno3HaBame. OCBEH TOa,
MoI00pyBamkEeTO Ha MAaKyBambEeTO HA MPOM3BOAOT I'M PEBHTANIM3HUPA OPEHIOBUTE BOJIEjKU KOH
sroneMyBame Ha mnpofaxOara. °°/lusajauTe Ha maKyBameTo HMaaT CBOj eeKT Bp3
BEPYBAaWETO Ha TOTPOLIYBAuOT BO BPCKa CO NMPOU3BONOT M HEroBara MOTPOIIyBayKa MLITO

AOBCAYyBa O ITOYCCTHU OUIYKH 3a KYITYBALC U 3r0JICMYBAKLC HA 00eMoT Ha np0ﬂa>K6a.157

Crnopen Kotnep™® makyBamero Ha HpoM3BOIOT ce KOPHCTH 3a Ja Ce IIpHBIEYE
BHHMMAHKE ¥ JIa CE ONMIIE MPOM3BOJOT 3a Ja Ce MOTHBHMPAAT IOTPOIIYBAYMTE Ja TO KYMaT
nponsBojor. Kepamarn m cop.,'® ykaxyBaar Ha Toa Jexka makyBamaTa TpeOa na Ouaar
BO3OymHBH, Oe3bemHm M co BHcOK kBanmurteT. Enpapn %0 cnposen mcrpaxyBame 3a

BJIMJAaHUETO HA BU3YJEHUOT JW3ajH Ha MaKyBameTO Bp3 MEpPUENUPAHUTO KBAIUTET Ha

153 Kisaka, L. M. (2019). The relationship between marketing strategies and the performance of savings
and credit societies in Mombasa district (Doctoral dissertation), pp. 68-74

154 Onyango, K. (2016). Influence of Digital Marketing Strategies on Performance of Cut flowers
Exporting Firms in Kenya (Doctoral dissertation, University of Nairobi), pp. 134-135

155 Njoroge, P. M. (2015). Marketing strategies and the performance of enterprises in Matuu town,
Machakos county, Kenya (Doctoral dissertation, University of Nairobi), pp. 46-53

1% Musibau, A., Choi, S., L., & Oluyinka, S., (2014). The impact of sales promotion and product
branding on company performance: A case study of AIICO Insurance Nigerian PLC. International
Conference on Innovation, Management and Technology Research, 129, 164-171.

157 Rogers, W. (2014). 12 Tips to Improve Sales Performance. J[loctanHo Ha
https://www.salesforce.com/blog/2014/11/12-tips-to-improve-sales-performance-gp.html

158 Kotler, P. (2015). Marketing Management. 15th ed. NJ, PH: Pearson Education, pp. 32-131

159 Keramati, A., Ardalan, A., & Ashtiani, P. G. (2012). Relationship between marketing mix and sales
performance in the context of the Iranian Steel private firms. International Journal of Arts and
Commerce, 1(6), 195-199.

160 Edward, S., T., W. (2013). The influence of visual packaging design on perceived food product
quality, value, and brand preference, International Journal of Retail & Distribution Management,
41(10), 805-816.
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MIPOU3BOJIOT, BpeAHOCTa U mpedepeHnujata Ha OpeHaor. Ce yTBpAWIIO JeKa CTAaBOBUTE KOH
BU3YEJIHOTO MMaKyBambe JUPEKTHO BiMjae B3 MEPHENUPaHUOT KBAIUTET U MpedepeHijaTta Ha
OpeHIOT Ha MPOU3BOAOT, a CO TOa M Bp3 OJUIyKaTa 3a KyIyBamke OJl CTpaHa Ha

MIOTPOIYBAYOT.

Xommc u Ilacan (Holms & Paswan, 2012 cnopen Edward, 2013) cmposerne
HCTPaKyBarb€ 3a peaki[fjara Ha IOTPOIIYBAaYMTE Ha HOB JM3ajH Ha MaKyBame. Bp3 ocHOBa Ha
HUBHOTO MCTPaXKyBame€, C€ YKaKyBa Ha Toa JcKa KOMOMHAIMjaTa O] KBaJMTET Ha
OPOM3BOAOT W HEroBara Ii€Ha BjMjae Bp3 HaMmepara 3a KyIyBame OJf CTpaHa Ha
noTporryBadoT. J[oOpuTe makyBama KOW HMMaje HUCKU ILIEHH TOOWIIC MOMAaJKy BHUMaHHE
OTKOHKy HpOI/I3BOI[I/ITC KO HNMAJIC ITOBUCOKHU IICHH. CTYZII/II/ITG HUCTO TakKa OTKpI/IJIe JICKa
CTABOT Ha MOTPOIIYBAYOT KOH IaKyBambETO Ha MPOM3BOIOT U HETOBHOT KBAJIUTET BIIMjae BP3

OlUTyKaTa Ha KyITyBambE Ha IIPOU3BOAOT KOj nMa HUCKa ueHa.161

OcBeH MaKyBameTO HA MPOM3BOAOT, Mucybay m cop., %2 maBemyBaar neka u

UJCHTUTETOT Ha OpEeHJO0T MCTO TaKa BIIMjac BP3 CO3/1aBAaETO Ha MPUBJICYHOCT M BU3YEIHA
ciuka Kaj motporryBauot. Jle6opal®® crmposena mcrpakyBame 3a e(eKTOT KOj ro uMa
OpeHANpameTo Bp3 OpraHu3anuckara mneppopmMaHca M IOCpelyBaukaTa yiora Ha
MOTPOIYBA4YOT. brio oTkpueHo eka OpeHANpamkeTO UMa 3HAUUTEIIEH TTO3UTUBEH €EKT Bp3
opraHmsamuckata nephopmanca. Kum u cop.,'® Bo HuBHOTO HcTpakyBame 3a edekToT Ha
KalluTaloT Ha OpeHJI0T 3aCHOBaH Ha MOTPOLIyBAauMTe Bp3 (pMHAHCHCKaTa mepdopmaHca Ha
¢upMara momnuie 10 CO3HAHMjAa JIeKa JIOJaJIHOCTAa KOH OpEHIO0T, CBeCTa M WMHIIOT HMMAT

3HAYUTEIIHO MO3UTHBEH €(eKT Bp3 MpodUTaOMIHOCTA J10/eKa KBAJIMTETOT Ha OpeHIO0T uMa

161 Edward, S., T., W. (2013). The influence of visual packaging design on perceived food product
quality, value, and brand preference, International Journal of Retail & Distribution Management,
41(10), 805-816.

162 Musibau, A., Choi, S., L., & Oluyinka, S., (2014). The impact of sales promotion and product
branding on company performance: A case study of AIICO Insurance Nigerian PLC. International
Conference on Innovation, Management and Technology Research, 129, 164-171.

163 Deborah, 1., L. (2016). The effect of branding on organizational performance in the retailing of
pharmaceutical products, the mediating role of customer Service. Kwame Nkrumah University, pp.
111-116

164 Kim, H. B., Kim, W., G., & Jeong, A. (2003). The Effect of consumer-based brand equity on firm"s

financial performance. Journal of Consumer Marketing, 20(4), 335-351.
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HEraTUBHO BIIMjaHWME Bp3 (UHAHCHCKaTa m3BenOa. M OBomojena m cop.,'® crposene

UCTPaXyBame 3a BIHMjaHHETO HA WACGHTHTETOT Ha OpEeHJOT Bp3 JIOjalHOCTA Ha
MOTPOIIYBAYUTE U MPOAAKHUOT Nep(opMaHC U OTKpUIIE 1eKa HISHTUTETOT Ha OPEHIOT UMa
BJIMjaHHE BP3 JIOjATHOCTA HA MOTPOIIYBAYUTE U BP3 MPOAAKHHUOT neppopmanc. Kpuctujan u

cop., 16

IaK BO CBOjaTa CTyJMja I'o UCIHUTYBae eeKTOT Ha CBecTa 3a OPEHI0T BP3 Ma3apHUOT
neppopmMaHC ¥ OTKpUJIE JieKa CBeCTa 3a OpeHJO0T MMa CTaTUCTHYKHM 3HA4YajHO BIUjaHHE BP3

oI00pyBaKETO Ha Ma3apHUOT MepdopMaHC Ha KOMITaHU]aTa.

Kox u cop.,’®” ciipoBesie cTynuja 3a BiIMjaHHETO Ha MPEMO3HABAMETO U PEIyTalujaTa
Ha OpeHnoT Bp3 nepdopmancot Ha pupmurte Bo CAJl. JloOnenn Ouie pe3ynraru cropes Kou
peryTanujata Ha OpeHIOT UMa 3HAYMTEeNeH eeKT Bp3 neppopmancot Ha pupmure. [lapk u

cop., 168

HalpaBHJIe CIMYHA CTY/IH]ja 3a yJoraTa Ha JIOTOTO Ha OpeHJIO0T Bp3 NeppOpMaHCOT Ha
¢upmata. OTKpHEHO OMJIO JeKa JOroTo Ha OpeHAOT 3HAYUTEIHO BiIMjae Bp3 nepdopMaHCcOT
Ha JIENOBHUOT Cy0jekT. EIMHCTBEHO BO HCTpaKyBameTo criposeneHo 10 Meu'® ce mokaxano
JieKa WACHTUTETOT Ha OPEeHIOT, JIOjaJHOCTa KOH OpPEHIOT M NEePUENHPAHHOT KBAJIUTET U
CBecT 3a OPEHJOT HEMaT CTATHCTUYKH 3HAYajHO MO3UTHBHO BIMjaHHUE BP3 OPraHU3AIUCKUOT

nepdopmanc.

1.4.2. Eghekmu na uenama 6p3 npooarichuom nepgopmanc

Cropen Kotnep!” menara ce omHecyBa Ha TPOIIOKOT 3a TIPOM3BOACTBO, MCIIOPAKA U
MPOMOBHUpPAKE HA HAMIATYBaHUOT mpousBoiA. OnpenyBameTo Ha IIEHH C€ OJHEeCcyBa Ha
MPOIIECOT CO KOj OpraHu3aIyjaTa ojJpeayBa IMITo Ke 100Me BO 3aMeHa 3a CBOJOT MPOU3BOJ 110

(haKTOPUHT BO MPOU3BOJATBEHUT TPOIIOIH, Ma3apHOTO MECTO, KOHKYpEHIIMjaTa, cocTojbara

165 Owomoyela S., K, Oyeniyi K., O., & Ola, O., S., (2017). Investigating the impact of marketing mix
elements on consumer loyalty: An empirical study on Nigerian Breweries Plc. Interdisciplinary Journal
of Contemporary Research in Business, 4(11), 485 —496.

186 Christian, H., Martin, K., & Jens, S. (2019). Brand awareness in business markets: When is it related
to firm performance? International Journal of Research in Marketing, 27, 201- 212

167 Koh, Y, Lee, S, & Boo, S (2019). Impact of brand recognition and brand reputation on firm
performance: U.S. based multinational restaurant companies™ perspective, International Journal of
Hospitality Management, 28, 620-63.

188 park, C., W, Eisingerich, A., Pol, G, B., & Park, J.W. (2018). The role of brand logos in firm
performance. Journal of Business Research, 5(2), 1-23.

189 Mei, T., G. (2013). Brand Identity, Brand Equity and Performance. World Review of Business
Research, 3(4), 53 —60.

170 Kotler, P. (2015). Marketing Management. 15th ed. NJ, PH: Pearson Education, pp. 32-131
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! KOMIIAaHUUTE

Ha Ma3apoT M KBaIUTETOT Ha TNpom3BonoT. Cropen AHmepcoH u cop.,’
MPUMEHYBaaT CTPATETUX Ha IIEHU KaKo IITO ce: MPEMUYM IIEHH, LIEHU Ha BPEIHOCTH, LIEHU Ha
MEHETPAllii, KOHKYPEHTHU IIEHU, TeorpadCKu IeHW, CErMEHTHPAHU IEHU, TMCUXOJIOIIKU
LIEHU, JUCKPUMUHATOPHU LIeHU, UTH. Criope]l MperjieoT Ha eMIIMPUCKUTE JI0Ka3u HaBEACHU
BO CTpy4YHATa JIUTEpaTypa lieHaTa Kako KOHKYpEHTHa CTpaTervja umMa 3HaduTeseH e(heKT Bp3

IPOIAKHUOT NepdopMaHc Ha KomnaHuuTe, '

Oopedysarvemo Ha YeHU 3ACHOBAHO HA 6peOHOCmU BCYIIHOCT € TpoIec Ha
(dbopMupame Ha LieHaTa Bp3 0a3a Ha meplenupaHaTa BpeJHOCT Ha MPOU3BOJOT WM yciayraTta

3 B0 HMBHATa CTyjaMja OTKpHIIE JeKa OBOj

O] CTpaHa Ha TOTpoNTyBauoT. Ilupcu u cop.,
HAUMH Ha OJpeAyBame¢ Ha LEHH € HajupoduTadMIHATA IeHOBHA cTpareruja. llenara
3aCHOBaHAa Ha BPEIHOCTH € NOTTUKHATa OJ MPOM3BOJAOT M € 3acCHOBaHa Ha HeromaTa
nepuenupana BpeanocT. OBoj HauMH Ha (GopMHUpame Ha [IEHUTE ja 3eMa MPeBU BPEIHOCTA
KOja MPOU3BOJOT WM YCIIyrara ja uMma 3a LeiaHuTe norpouryBauu. Co apyru 300poBH, TOa

IIpPeTCTaByBa OJ[pelyBakbe Ha IIEHAaTa BO OJJHOC Ha MOHY/IeHaTa BpeqHocT. '

Uctpaxysameto Ha Jeonup u cop.,'’”® 3a BIMjaHHEeTO HA HEHOBHHUTE CTPATErHU BP3
KOprHopaTuBHaTa Npo(UTAOMIIHOCT OTKPUJIO JIeKa IIEHUTE 3aCHOBAaHM Ha BPEIHOCTH MMAaaT
no3uTuBeH edekT Bp3 mpodurtabmiHocTa Ha opraHuzaiyjata. Cropes HCTpaKyBameTo Ha
JIno3y'’® Bo koe ce mcIHTyBane LEHOBHATA OPHEHTAIMja, LEHOBHHTE CIIOCOOHOCTH M
nepopmaHcara Ha pupMaTa ce AOIUIO A0 CO3HAHHUja JeKa MOCTOM MO3UTHBHA MOBP3aHOCT

moMery IleHaTa 3aCHOBAaHA HA BpeJHOCT M mepdopMaHcata Ha ¢pupmara. Pypenep u cop.,t’”’

11 Anderson, M. A., Schaefer, K. C., & Smith, S. L. (2013). Can price dispersion reveal distance-
related trade costs? Evidence from the United States. Global Economy Journal, 13(2), 151-173.

172 0dhiambo, M. (2013). Effect of pricing as a Competitive Strategy on Sales Performance of Selected
Pharmaceutical Companies. Unpublished Thesis Submitted to University of Nairobi, pp. 121-125

173 Piercy, N., F., Cravens, D., W., & Lane, N. (2019). Thinking strategically about pricing decisions.
Journal of Business Strategy, 31(5), 38-48.

174 Nchake, M. A. (2013). Product market price integration in developing countries. Diss. University of
Cape Town. Jlocramso Ha https://open.uct.ac.za/handle/11427/5724

175 Syeda, N., Zehra, R., & Sadia, M. (2018). Impact of Sales Promotion on Organizations Profitability
and Consumer™s Perception in Pakistan. Interdisciplinary Journal of Contemporary Research in
Business 3, (5), 296-310.

16 Liozu, S., M., & Hinterhuber, A. (2013). Pricing orientation, pricing capabilities, and firm
performance. Management Decision, .51(3), 594-614.

17 Fureder, R., Maier, Y., & Yaramova, A. (2014). Value-based pricing in Austrian médium-sized

companies. Strategic Management, 19(10), 13-19.
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HaIpaBHlie UCTPAKYBAbE 32 IICHOBHUTE CTPATETMM 3aCHOBAHU HAa BPEIHOCT BO ABCTPHUCKHU
CpeIHU Mo rojieMuHa koMrnanuu. Criopell HUBHUTE HAOIU NMPUMEHATa Ha [IeHH 3aCHOBAaHU Ha
BPEJHOCT W OBO3MOXXYBa Ha KOMIIaHWjaTa Ja T'e€HEepupa MOroJieM IMOBpaT W Jla TeHepHupa

KOHKYPCHTHA IPCAHOCT.

llenempayuckama yenosna cmpamezuja € IPOILEC HA HAIJIATYBab€ HA IOHUCKA [€Ha
3a MMPOU3BOJOT WMJIM YCIYTMTE 3apajy Bile3 Ha ma3apoT. [leHeTpaluckuTe IeHH ce KOpUcTaT
3a MOJJIPIIIKA Ha BOBEAYBAKHETO HA HOB MPOU3BOJ] U KOTa MPOU3BOIOT Ke BiIe3€ Ha 1a3apoT co

penaTuBHO Mana AudepeHIMjanuja, Kako U OHaMy MoOapyBadkaTa e [eHOBHO eracTuyHa.l’®

Homo u Mapraper, 7°

noHaTtaMy 00jacHyBaaT JieKa IIEHUTE Ha IeHeTpauuja ce TeXHUKa Ha
OJlpe/lyBar-€¢ HUCKA I[CHA 3a HOB IPOM3BOA 3apaay IPHBICKYBAaHkE€ HAa HOBU IOTPOIIYBAYU
KoM OM TH mcrnpoOaie NpoU3BOANUTE U YCIYTHTe Ha KoMmImaHujara. [leHeTpannckuTe 1eHu ce
INPUMEHYBaaT 3a Jia IIeHaTa Ha 0apaHuOT MpPOM3BOJA OMe Ha HUBO KOE€ K& M OBO3MOXXHM Ha
opraHm3alMjaTa ia ro 3rojeMu 06emMoT Ha mpogax6a. Ha mpumep, e Tomu u cop.'®® Bo
HUBHATA CTyJHja OTKPHJE JeKa IOTOJIEMHOT O0eM Ha MpojakOda BOIAM KOH IOHUCKU
TPOMIONH IO €JUHMIA M O JOJTOPOYHO MOBHUCOKH mpoduTH. CTyaujara 3akiydyuia JIeKa
opranuzanuure GopMupaaT MOHUCKU [IEHH HA HUBHUTE NMPOU3BOJIM MPETIOCTABYBAjKH JIeKa

ma3apoT € HCHOBHO OCCTJIMB U JICKa MHOI'Y KOMIIAHUH Ke oApeaarT MOBUCOKHU IIECHU 3a CBOUTC

MIPOU3BOJIH.

Hepmunyc u Buncon®! mpoyuyBajku ro epekToT Ha HeHeTparucKaTa LEHOBHA
CTpaTeruja Bp3 npodurabuiHocTa Ha GUPMUTE OTKPHIIE JA€Ka IOCTOU MMO3UTUBHA MTOBP3aHOCT
, . 182
noMery TMEeHEeTpalucKuTe MeHu u npodurabunmnocta Ha ¢upmute. Crnopen Hjopore
MEHEeTPALMCKUTE IIEHN Ce KOpUCTaT 0/ (GUpMHUTE 3a J1a Ce 3roJIEMH HUBHOTO Ia3apHO Y4ECTBO
Wi 00eMOT Ha npojaxba. dupmHuTE HCTO Taka ja KOPUCTAT OBaa CTparervja 3a Ja ro

3a6p3aaT npn(bal'caH)eTo Ha MMPpOU3BOAOT, HO MU KAaKO KOKHYPCHTHA IICHOBHA CTpaTeFI/Ija 3a

178 Sije, A., & Oloko, M. (2013). Penetration pricing strategy and performance of small and medium
enterprises in Kenya. European Journal of Business and Social Sciences, 2(9), 114-123.

179 Njomo G., W., & Margaret O. (2016). Market Penetration Strategies and Organizational Growth: A
Case of Soft Drink. International Journal of Management and Commerce Innovations 3(2), 219-227.

180 De Toni, D., Milan, G. S., Saciloto, E. B., & Larentis, F. (2017). Pricing strategies and levels and
their impact on corporate profitability. Revista de Administragdo (Sao Paulo), 52(2), 120-133.

181 perminus, K., N., & Wilson. M., (2017). Effect of penetration pricing strategy on the profitability of
insurance firms in Kenya. International Journal of Finance and Accounting, 2(6), 93 — 106.

182 Njoroge, P. M. (2015). Marketing strategies and the performance of enterprises in Matuu town,

Machakos county, Kenya (Doctoral dissertation, University of Nairobi), pp. 46-53
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3rojieMyBame Ha IpoAak0aTa M OCTBapyBame Ha MOUIMPOKO Ma3zapHO ydecTBo. IloctojaT u
JIPYTU UCTpaKyBarmba KOM MOKa)kalle JeKa MEeHEeTPaIMCKUTE [IEHH BOAAT JO 3roJIeMyBambe Ha

006eMOT Ha mpojak0a 1 Na3apHOTO yuecTBo. 8

Cnopen ITypocennn u 3oxpe'® oprarmsanumure npuMeHyBaat HeHeTpamycka nasapHa
cTpaTernja OuCjKuM TpeKy Hea o0e30emyBaaT mpudakame Ha Ma3apoT, 3TOJIEMyBamke Ha

[a3apHOTO y4eCTBO U oOecxpadpyBame Ha HOBUTE KOHKYPEHTH 32 BIIETYBambE Ha 11a3apoT.

Cenak of Ipyra cTpaHa IeHETpalMCKUTE LIEeHW MOXarT Ja uMaaT U HeraTUBHU e(heKTH,
Ha mTo ykaxyBa Myrtenrn.!®® Toj cmera neka MHOTY HMCKMTE IeHH Ke T'M HaTepaaT
KOMITAaHUUTE J1a C€ OJpeYar OJ IMOTCHIUjaIHUTE MPHUXOIU M K€ CO3/1aaaT Iepuemniuja Ha
IIOHU30K KBAJIUTET HA IMPOU3BOJOT Ka] MOTPOLIYBAYMTE, LITO IOHATaMy Ke T0 OTEXHHU
3rojIeMyBambeTO Ha Il€HaTa Ha HCTHOT TOj Mpou3BoA. OCBeH Toa, HAIUIaTyBameTO Ha

IMPOU3BOJUTE U YCIIYTHUTEC 10 MHOT'Y HUCKH LICHU KE TO OTCKHE HUBHHUOT CKOK Ha ma3apor.

Bo nenemHo BpemMe MOTPOIIYBAaYUTE Ce IIEHOBHO CEH3UTHBHH U C€ NMOBEKE CBECHH 32
MPOMOTHBHUTE AaKTUBHOCTH, Ta MOpPagd TOoa C€ U TOBEKE aKTUBHM BO Oapamero Ha
IPOMOTHBHY ToHyaH Ha nenn. Cropen 3ennep u Illedepc!®® nenoprnTe mpomormu umaar
ciwiieH eexkT Bp3 moTrpoiryBauuTe. Tue BiMjaarT Bp3 OAJyKaTa 3a KyIyBambe Ha OJApECH
OpeHJ, Kako U Bp3 OJJIyKaTa 3a KyIyBamke Ha MOTOJIEMU KOJHMYMUHHU OJ OJpPEJeH MPOU3BO/IL.
[TonycTOT Ha LEHUTE € MpOolEeC Ha HYJAEHE Ha MPOM3BOAM HAa MOTPOIIYBAYUTE IO MOHUCKA
LeHa oj perynapHara. McTtuor ce mpuMeHyBa OJi CTpaHa Ha OpraHU3alUUTe 3a Ja Cce
HMHIyIHUpa MpoOyBamke Ha MPOU3BOJOT W MOBTOPIUBO KYMyBame OJl HOBUTE U AKTYEITHUTE
noTpoutysaur. ¥73apaan noTBpayBame Ha ehEKTOT HA NPOMOMUSHUME YEHOBHU CIpame2uil

Bp3 IMPOAAKHUOT nepq)opMch CIIPpOBCACHU CC IOBEKe HUCTpaXXyBakba, KOU IOKaAXKAJIC ACKaA

18 Njomo G., W., & Margaret O. (2016). Market Penetration Strategies and Organizational Growth: A
Case of Soft Drink. International Journal of Management and Commerce Innovations 3(2), 219-227.

18 pourhosseini, A., & Zohre, D. S. (2013). The Effect of Marketing Strategy on Sales Performance:
The Moderating Effects of Internal and External Environment. World Applied Sciences Journal, 26 (1),
28-33.

185 Muthengi, W.K. (2017). The Effects of Marketing Strategies on Sales Performance of Commercial
Banks in Kenya. Master™s thesis, University of Nairobi, pp. 65-68

186 Zoellner, F., & Schaefers, T. (2015). The impact of price promotion types on sales and brand
perception of premium products. In Ideas in marketing: Finding the new and polishing the old (pp. 528-
528). Springer, Cham.

187 Bingqun, C., Kejia, Y., & Tingjui, C. (2016). Analyzing the impact of price promotion strategies on

manufacturer sales performance. Journal of Service Science and Management, 9, 182-187.
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IIPOMOTUBHUTE ICHHU, KaKO INTO € IIOIIYCTOT, UMaaT IMO3UTHUBHO BHI/IjaHI/Ie BpP3 IIPOAAKHHUOT

nephopMaHC Ha KOMITAHHHUTE BOJIEjKM KOH HETOBO 3roeMyBame. &8

1.4.3. Egpexkmu na mecmomo 8p3 npooa)xcnuom nepghopmauc

Kako 1mito € HaBeieHO BO MIPBOTO MOTJIaBje, MECTOTO CE OJIHECYBa Ha AUCTPUOYIUjaTa
WM Ha METOJUTE U JIOKAIMjaTa KOW T'M KOPUCTAT KOMITAHUUTE 3a JIa HUBHUTE MPOU3BOIU U
ycyru GuiaT JecHO JOCTamHH 3a HenHuTe nortporrysaun.'®® Crparermjata ma mecto Bo
MapKETUHTOT ja BKIIy4yBa JUCTPHOYIHjaTa CO KOja KOMITaHUjaTa T'M CTaBa CBOUTE MTPOU3BOIN
W YCIIyTHW mpen noTpoluryBauute. Taa urpa ¢pyHIaMEeHTalIHA YJIOTa BO MAPKETHHT MHKCOT Ha
pou3BOAOT Wi yciyrara. Co Hea ce ofpeayBa Kako M KaJe KOMIIaHWjaTa K€ TH IOCTaBH
CBOUTE NPOM3BOJIM WM YCIyTH BO 00MA na 00e30enu Mma3apHO y4eCcTBO M KYITyBame O]
cTpaHa Ha motpouryBaunte. OBaa KOMIOHEHTa Ha 4P moHekorai ce HapeKyBa M CTpaTeruja
Ha IucTpuOylMja U MOXE Ja BKIy4yBa NpOAaBHUIM ((DU3UYKU U OHJIAJH) U APYTU CPEACTBA
co KoM KoMmmaHujata cturayBa o kmuentute.’® Bo nurepartypara ce HaBemyBaaT moBeke
HCTpaXKyBama 3a e(EeKTOT KOj 0 UMaaT KaHaiume Ha oucmpubdyyuja Bp3 nephopMaHCOT Ha

1 chnpoBen crTymmja 3a edekTMBHOCTA Ha KaHAIWTE Ha

¢upmure. Taka, JlacBau
aucTpuOylja Bp3 MPOAAKHUOT NMeppopMaHC HA opraHusaunuuTe. Pesynraturte ykaxyBaie
7eKa NTUCTPUOYTHBHHUOT KaHaJl MMa IO3WTHBHO BIMjaHHE BP3 NMPOIAAKHHOT TephopMaHC.
Myuupu'®? mpexy cBoeTo HcTpakyBame HCTO TakKa MOKakKas JeKa Ma3apHUTE CIOCOOHOCTH U
n300pOT Ha cTpaTervja 3a IUCTPUOYIMja MMa 3HAYUTEIHO BIIMjaHHE BpP3 MPOJAKHUOT

nephopMaHc Ha GUPMUTE.

188 Burkow, E. (2014). Kystens Mathus-An exploratory study of innovation potential and marketing
strategy in food retailing (Master's thesis, UiT Norges arktiske universitet), pp. 67-70

189 Adewale, G., Adesola, M. A., & Oyewale, I. O. (2017). Impact of marketing strategy on business
performance: A study of selected small and medium enterprises (SME®s) in Oluyle local government
Idadan, Nigeria. J. Bus. Manager, 11(4), 59-66.

190 Kiprotich, L. K. (2018). Effects of 4ps Marketing Mix on Sales Performance of Automotive Fuels of
Selected Service Stations in Nakuru Town (Doctoral dissertation), pp. 33-58

191 Laswai, M., E. (2017). Assessment of the effectiveness of channels of distribution models in the
sales performance of an organization: The Case of Coca-Cola Morogoro Region. Unpublished Thesis
Submitted to Mzumbe University, pp. 55-59

192 Muchiri, M., N. (2016). The Effectiveness of Marketing Mix Strategies on performance of Kenol
Kobil Limited. Unpublished Thesis Submitted to University of Nairobi. Pp. 56-66
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ITnene'®® ja HaBenyBa reorpadckara JoKamuja Kako GakTop co 3HAYHTEITHO BIHjaHHE
Bp3 npoduTHaTa MapruHa Ha Qupmara W HEj3MHHUOT ycrex. OBa MOXe Ja ce TOJDKHA Ha
JOCTAaHOCTa M ONMU3MHATA HAa CYpOBHMHHMTE M pabOTHaTa cuia, OJIM3MHATA HA KIMEHTHTE H
KOHKYpEHTHTE, MH(PACTPYKTypaTa U TPAHCIOPTHMTEe Tpomond. Mopucon u cop., %
CIIpOBEJIC UCTpaXKyBame 3a reorpadcekara Jiokamnuja ¥ npouTabMIIHOCTa Ha KOMITAHUH BO
Bammurron. Crnopen nmoOueHute pe3ynTatd reorpadckarta JIOKaldja WMa ITO3HTHBHO
BJIMjaHHE Bp3 NpOoQHUTAOMIHOCTA HA MCHUTYyBaHUTE Kommnanuu. llokpaj Toa ¢upmure Kou
Oune Taka mocTaBeHHM Aa (Gopmupaar (OKaTHH TOYKHM BO MPOCEK MOXKENE Jla MOCTUTHAT
MOroJjieMa MPOAYKTHBHOCT OTKOJIKY M30JIMPAHUTE OPraHW3alliH, I1a TOCIeIOBATEIIHO HA TOA

u 6une nonpoduradbunam.

Cnopen Hampan'®® nenoBrute cy6jextu normpanu Bo ypOaHH 06NacTH reHepHpaar
TIOroNIeMH MOBPATH OTKOJKY OHME BO pypannuTe obmactu. U Ilomuu u cop.,'®” nokaxane
JeKa reorpadckaTa JIOKalija Wrpa rojieMa yjiora BO ONACTaHOKOT Ha €Ha OpraHM3alluja.
Emumujyc u Iep Bon!®® ucnurysajku ja ynorara Ha knacrepute 3a nepgopMaHCOT Ha MaJIUTe
W CpeIHM IpeTipHjaTrja Bo EBpora mokaxaie jeka MOCTOH IMO3UTHBHA MTOBP3aHOCT MTOMETy

reorpadckara 61u3nHa Ha GUPMUTE U HUBHUOT NeppopMaHc.

Cropen Kotnep u Apmcrponr *°tprosuure Ha Mano Tpeba na GMaT JTOKATH3UPAHH

OJUCKY /10 HUBHUTE LIEJTHU MOTpolIyBauu 00e30eayBajku jgeceH npucran. [IpogaBHunuTe 3a

193 Schiele, H. (2018). Location, location: The geography of industry clusters. Journal of Business
Strategy 29: 29-36.

1% Morrison, M., G., Dubelaar, C., & Oppewal, H. (2011). In-store music and aroma influences on
shopper behavior and satisfaction. Journal of Business Research, 558-564.

195 Nguru , F.W., Ombui, K.A.,, & Iravo, M. (2016). Effects of Marketing Strategies on the
Performance of Equity Bank, International Journal of Scientific and Research Publications, 6(10), 569-
576

1% Nashwan, M., A., S. (2015). How does Marketing Strategy Influence Firm Performance?
Implementation of Marketing Strategy for Firm Success. International Journal of Innovation and
Economic Development, 1(3), 7- 15.

197 paulin, A., Nadeau, J., & Dech, J. P. (2018). Place and certification cue usage with Canadian forest
products. The International Review of Retail, Distribution and Consumer Research, 28(2), 190-205.

198 Edidijus, S., & Per Von E., C. (2015). The role of clusters in innovation and performance of Small
and Medium sized Technology Enterprises in Europe. Unpublished thesis Submitted to Blekinge
Institute of Technology., pp. 45-51

19 Kotler. P., & Armstrong. G (2012). Principles of Marketing.14th Ed. USA, USA: Pearson Hall, pp.
74 - 96
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Majiomnpojax0a JOMUpaHU [aleKy OJi MOTPOIIyBauWTEe MMaaT HETaTHBHO BIIMjaHUE BpP3
HUBHaTa Hamepa 3a KylyBame, Ouaejku e peayuupaHa ¢pekBeHLMjaTa Ha IOceTa Ha

NpOJaBHMIATA Off CTpaHa Ha mnortpomysaunte. M Kpyrep u cop.,?®

UCTPaXyBajKu TH
CTpaTErHHTe 3a OJTyYyBAmHETO 32 JIOKAIH]ja CO IeJ MOJA00pyBamke HAa OU3HUC ephOpMaHCOT
Ha MaJIUTE JCIOBHU CYOJEKTH TOKa)kajie JeKa MOCTOM CTATHCTUYKH 3HAYajHa MO3UTHBHA

MOBP3aHOCT OMeETy JIOKalujaTa u Ou3HUC nephopMaHcoT.

1.4.4. E¢pekmu na npomoyujama ép3 npooa)xcHuom nepghropmanc

[TpoMornjaTa € TUPEKTEH HAYWH MPUMEHYBAH O]l KOMIIAHUUTE 32 KOMYHUILIUPAHE H
peKIaMupam-e Ha HUBHUTE MPOU3BOIM M YCIYIH Ha nenHuoT nasap.2’! Co ornen Ha Toa neka
UCTpaXKyBamara yKaKyBaaT Ha e)eKTHBHOCTA HA IIPOMOTHBHHUTE METOJIU BP3 Ipoaax0aTa Ha
KOMITAaHUUTE, 3ajJlada Ha MApKETHHT MCHA[ICpUTE € Ja OJApeaarT Koja KoMOWHaIuja Ha

IIPOMOTHBEH MHKC K€ TO TI006pH HpOoAaKHHOT nepdopmanc.2%?

PeKHaMI/IpaH:eTO peTCTaByBa CTpaTeFI/Ija KOja OpraHnu3alunuTe ja KOPHUCTAT 3a a I'

nHOpPMHpaaT, MOTCETAaT U yOenaT MOTPOIIyBaYUTEe Ja KylaT OAPEICH MPOU3BO WK yCIIyTa.

0

Amxan®® crposen mcTpakyBame 3a yJIOTaTa Ha peKiaMUparbemo BO 3TOIEMYBameTO Ha

npopaxobara Ha KommaHuuTe. JloOMeHUTe pe3ynTaTH IMOKakaje JieKa MOCTOM MO3UTHBHA
MOBpP3aHOCT ToMely oOBHE JBe Bapujabmu. BakBure wuCTpakyBauku CO3HaHHja Ouile

TIOTBPJIEHH 1 CO JIPYTH HCTPAKyBaha CIPOBEIEHH BO PA3IMYHM HHIyCTPHCKH rpanku.2*t

200 Kruger, J., Barnard, S., & Kritzinger, B. (2011). Location decision strategies for improving SMME
business performance. ActaCommercii, pp. 89-97

201 Kotler. P., & Armstrong. G. (2008). Principles of Marketing. International Edition. New York,
USA: Pearson Hall, pp. 148-167

202 Magunga, A., K. (2010). Effects of marketing strategies on the performance of insurance companies
in Kenya. Unpublished Thesis Submitted to University of Nairobi, pp. 65-69

203 Ashkan, Y., (2016). The Role of Advertisement in Sales Increase and Promotion: A Case Study of
Hamadan Province Insurance Companies. International Journal of Innovative Research in Science,
Engineering and Technology, 5(4), 6319- 6326.

24 Nana, Y., Dufie O., Gloria K., Q, Kwamena, M., N. (2011). The Effect of Marketing
Communications on the Sales Performance of Ghana Telecom (Vodafone, Ghana). International Journal
of Marketing Studies, 3(4), pp. 246-249
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Kotnep u Apmctponr?® ykakyBaaT Ha Apyr HAauMH Ha NPUMEHAa HA MAPKETHHT
cTparerujara 3a MpoMoIHja, a Toa € OUPEKMHUOM MapKemute, Kako TUPEKTHA JHLE BO JIHIE
KOMYHHKAIlFja CO IMOTPOUIYBAaYUTE WM JAUPEKTeH Meji. lIpeKy IUpEeKTHHOT MapKeTHHT
OopraHu3anyjara Moxe Jia Tu co0epe CUTE pelieBaHTHH MH(OPMAIIMH 32 TOTPOIIYBAYUTE U J1a

% chposen crymmja

pa3BUBA MPOM3BOAM BP3 OCHOBA HA HMBHHUTE TIOTPeOM M keaou. Busmiom?
3a BJIMjAaHMETO Ha €-MapKeTWHIOT Bp3 Om3HHC nepdopmancoT. CTyaujaTa MoKakaia JeKa
IpUMEHaTa Ha €-MapKeTHHI MMa MO3UTHUBHO BiMjaHHe Bp3 nepdopmancor. Cemak, apyru
CIIPOBEJICHH MCTpakyBama cropen Adanne?®’ mokakane wim cmaba MM HUKAKBa
MOBP3aHOCT TOMEry €-MapKEeTHHIOT M Nep(pOpMaHCOT Ha KOMIAHUHTE, LITO BEPOjaTHO Ce
JOJDKH Ha HEJIOCTAaTOKOT Ha (hopMasieH MapKEeTHHT IIJIaH, HEAOCTaTOK Ha 0a3a Ha MoJaTony 3a
MOTPOIIYBAYUTE, HEJAOCTATOK Ha OyleT 32 MapKETHHI, aKKO U CHpOMAIllHA KOMYHHKAI[Hja.
BeymHocT, ce mokaxkano JeKka JTUPEKTHUOT MAapKEeTHHI caMO BO KOMOWHAIMja CO JIpyTd
NPOMOTHUBHHU CTpAaTeTHH Tro Mono0pyBa mMep(OpMAaHCOT Ha KOMIIAHUHUTE, OJf KOU KakKo

HajBayKHA ce MOKaXkasla IPOMoOIIMjaTa Ha Mpoaaxkoara. 208

[Ipomonmjata Ha npomaxbata € cTparerdja Koja KOMIIAHMHUTE ja KOpPUCTAT 3a
NOCTHTHYBalkbe Ha KOHKYpEeTHa TPETHOCT M 3a Ja W3BpIIAT BIHMjaHUE Bp3 LEITHHUTE
MOTPOIIYBAaYM CO IIeJ KyIyBamkeé Ha HUBHUTE MPOM3BOAM WM yCIyrd. Toa € HempeKHHAT
NOTTUK KOj HYAW JIOTIOJHUTEIHA BPEIHOCT WM Harpaja 3a IpOHM3BOJOT 3a paboTHATa CHia,
AUCTPHOYTEPOT WM KPajHUOT NOTPOIIyBad CO TJlaBHA IIeJ CO3/aBambe HEIocpeaHa

2

nponax6a.’?® Crnopen Mynun®® npopaxnaTa mpomolnuja ce KOPHCTH 3apajl 3rONeMYBame

205 Kotler. P., & Armstrong.G (2013). Principles of Marketing.15th Ed. USA, USA: Pearson Hall, pp.
91-104

206 Wisdom, E., (2015). The impact of e-marketing on business performance: A case study of the
Midlands Meander Association members. Unpublished Thesis Submitted to Durban University of
Technology, pp. 45-51

207 Afande, F., O. (2015). Effect of Promotional Mix Elements on Sales Volume of Financial
Institutions in Kenya: Case Study of Kenya Post Office Savings Bank. Journal of Marketing and

Consumer Research.11, pp.64- 73

208 Aliata, V., L., Odondo, A., J., Aila, F., O., Ojera, P., B., Abongo, B., E., & Odera, O. (2018).
Influence of Promotional Strategies on Banks Performance. International Journal of Business,
Humanities and Technology, 2(5), 169 - 178.

29 Tangus, D., & Omar, N. (2017). Effects of Market Expansion Strategies on Performance of
Commercial Banks in Mombasa County. International Journal of Economics, Business and
Management Research, 1(2), 39-50.
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Ha 00eMOT Ha mpoaak06a, MOBTOPYBAaUKM KyIyBama, 3rOJeMyBambe Ha JIOjaIHOCTA Kaj
MOTPOIIYBAaUUTE, CO3/1aBalbeé Ha MHTEpEC, CBECT M CBECHOCT 3a OpeHaoT. McrpaxyBamero

211 orkpuio nexa mpuMeHaTa Ha CTpaTerHH 3a IPOMOLMja Ha

cripoBesieHo on Jle Pan u [In
npojakbaTta UM OBO3MOXKYyBa Ha KOMIAHHHUTE Ja MPUBJICUAT MOBEKE MOTPOIIYBAYH, Ja TH
0Xpadpu Ja r¥ KCcrpodaat MPOU3BOANUTE M YCIYTUTE, HAa TO] HAYMH ITOCTUTHYBAjKU TH CBOHUTE
nenud 3a mponaxkba. Mcrpaxkysamero nHa deryc (Fetus, 2016, cmopex Dangasio, 2014)
MOKaXaJo JleKa MpoMoIMjara Ha mpoaaxbdata W mepOopMaHCOT Ha OpraHU3AlHMHUTE Ce
MO3UTUBHO W 3HAYajHO MOBp3aHU. MICTOTO To MOKa)kaje W JIPYrd HUCTPaKyBama CO OBOj
NpeIMeT Ha HCTPaXKyBame, YKaKyBajKl Ha TO3MTUBHOTO BJIMjaHHE HA IMPOMOIMjaTa Ha

npoxaxk6ata W Bp3 00eMOT Ha mpojaxkba u Bp3 NPOPUTAOMIIHOCTA HA KOMITAHHHTE

(Dangasio, 2014)?*2,

210 Mullin, R. (2010). Sales promotion. 5th Ed. Britain, Britain, Britain: KoganPage, pp. 343-356

211 De Run, E., C., & Jee, T., W. (2008). Sales promotion preferences: techniques by product type,
paper presented at the 3rd International Borneo Business Conference, University of Malaysia Sabah
(UMS), Malaysia, pp. 744-749

212 Dangaiso, P., T. (2014). The effects of sales promotion strategies on company performance: a case
of Telone Zimbabwe. Unpublished Thesis Submitted to Midland State University, pp. 46-55
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2. METOOJIOLIKH JEJI

2.1. IIpoobnem, 3a0auu u yenu Ha UCMPAIHCYEALENO

OcHoOBeH NMpo6JIeM CO KOj ce 3aHMMaBa 0Ba HCTpaxyBame ¢: Jlanu mocrojar pa3iuku
nmomMery OaHKUTE C€O pasiauyeH TmpoaaxkeH mnepdopmanc (obem Ha mnpoaaxkda w
mpoUTaOMITHOCT) BO OJHOC Ha CTETNCHOT Ha MPUMEHA HAa MAapKETUHT MHUKC CTPATETUUTE
(mpon3BOJ, MECTO, IIeHa W MPOMOILIMja) U JaJld MOCTOU IMOBP3aHOCT IMOMElY CTENEHOT Ha

MIpUMEHA Ha CTPATErMUTe Ha MAPKETUHT MUKCOT U MPOJIaXHUOT nepopmanc Ha 6aHKuTe?
3agauu Ha HCTPAKYBambeTo ce:

- Jla ce yTBpmaT pasiMKUTE BO CTENEHOT HAa MpPHUMEHAa Ha CTpaTeruuTe Ha
MapKETHHI MHUKC cTparerujata (IIpOU3BOJI, MECTO, IIEHa U MPOMOIIHja) momery
OaHKHTE CO pa3iMyeH NMpoAakeH neppopmanc;

- Jla ce yTBpau MOBp3aHOCTAa IMOMEry CTENEHOT Ha NpPUMEHAa Ha YETHUPHUTE
CTpaTeruy Ha MapKETHHT MHUKCOT M MPOAXHHOT mNeppopMaHC Ha OaHKUTE

u3pa3eH npeKky o0eMoT Ha poAak0a 1 npopuTabuIHOCTA.

Lenra Ha ncTpakyBameTo e /1a ce /10j€ 10 CO3HAHHU]a 3a CTENEHOT Ha MpUMEHa Ha
CTpaTeTMMTE HAa MAapKETUHI MMKCOT BO OaHKapCKHOT CEKTOp, Kako M Ja ce JA0jAe A0
CO3HaHHWja 3a MPOJAXHUOT mNepdopMaHC Ha OaHKUTE BO Hamlara 3eMja. [JaBHa 1ien Ha
UCTPAXKYBAHETO € YTBPJYBAaHETO HAa €BEHTYAJHUTE Pa3jIMKU MOMery OaHKHUTE CO pa3inyeH
npoaaxkeH mnephopMaHc, OJpeIeH MpeKy 00eMoT Ha mpoaaxkda u mpoduTabHIIHOCTA, BO
OJTHOC Ha CTENEHOT Ha NMPUMEHa Ha YeTUPHUTE CTPATeTHH HAa MAPKETHHI MHUKCOT (IIPOU3BOJ,
MECTO, 1IeHa 1 Ipomolnirja). [1aBHa 11e71 Ha UCTPaKyBambEeTO € U OJlpelyBamkhe Ha MOBP3aHOCTa
U HacoKaTa Ha MOBP3aHOCTa MoMely CTENeHOT Ha IMPHUMEHa Ha CTPAaTernuTe Ha MAPKETUHT
MHUKCOT M MPOJaXHUOT mMeppopMaHC BO OAHKapCKHOT cekTop. [loOmeHute co3zHaHHja Of
HCTPaXXyBambETO K€ MpUI0HecaT 3a 300TaTyBamke Ha JIOCETalllHUTE CO3HAHM]ja 32 BaKHOCTA Ha
MapKETUHT CTpaTerMUTE 33 MPOMOBHUPAKETO U PEANTM3MPAmEeT0 Ha MoJ00ap MpoJa)xeH
neppopmaHc kaj OaHKapCKUTE€ MHCTUTYLMH, MOPAaU IITO KAaKO HMIIEPATHB C€ HaMETHa
UCTPa)KyBambeTO Ha €PeKTOT Ha MapKEeTUHI MHUKC CTpaTerrjara Bp3 00eMOT Ha mpojaxda u
npoputabmiHocta Ha OaHkuTe. Pe3synratute o] MCTpaXKyBameTO Ke WM IIOMOTHAT Ha
KOMITaHUUTE BO OaHKapcKaTa UHAYCTpHja BO (GOPMYIHPAmHETO Ha MApPKETUHT CTPATEry KOU
ke ja momoOpar HuBHaTa €()EKTHBHOCT HA HAIMOHAIHO W WHTEPHAIMOHAIHO HHUBO.
[Tonaramy, UCTpa)KyBameTO K€ My IOMOTHE Ha MEHAIMEHTOT Ha OAHKHUTE BO €BAIYHPAETO

Ha TOa KOJKY Omi epeKTHBEH BO M300pOT M mpHudakameTo Ha COOJBETHH CTPATETHH 32
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IUCTpUOYIMja Ha YCIYTUTE U IPOU3BoauTe Ha OaHkaTa. OBa ke UM OBO3MOKM Ha MApKETUHT
MEHalepUTe J1a TM HAEHTU(UKYBaaT MPa3HUHUTE BO HUBHHUTE CTPATETHU IITO MOXE Ja IO
no00pu HUBHHUOT CTPATEIIKU OATOBOP KOj K€ PE3yNTHpa CO MOSPHUKACHO YIPABYBAHE CO

MMOCTOEYKHUTE CTPATETUH U MOA00pYBamkE HA MPOJAKHHUOT ep(opMaHc.

2.2. Hcmpascysauku xunomesu

I'enepanna xumote3a: [locTojaT pasnuku momMery OaHKHATE CO Pa3JIMYCH MPOAAKEH
nepdopmanc (06em Ha poak0a u mMpodUTadMITHOCT) BO OAHOC HAa CTEIICHOT Ha MPUMEHa Ha
MapKETHHT MUKC CTpaTeTHUTe (MPOU3BOJI, MECTO, IIEHA W IIPOMOIIHja) M IMOCTOU TTOBP3aHOCT
noMery CTENeHOT Ha MPUMEHAa Ha CTPATerMUTEe HAa MAapKETHHT MHKCOT U TPOJAKHUOT

nepdhopmaHc Ha OaHKUTE.

Iloceona xunomesa 1: Tlocrojar paznuku momery OaHKHTE CO pa3jindeH oOeM Ha

r[poz[a>1<6a BO OJJHOC Ha CTCIICHOT Ha IIPHUMCHA Ha CTPATCTHUUTC HA MAPKCTUHI' MUKCOT.

Iloeouneuna xunomesa 1.1. Ilocton paznuka momery OaHKUTE CO pas3yinueH oOeM Ha
nmpojgakba BO OJHOC Ha CTENCHOT HAa TPUMEHA Ha TPOU3BOAOT KaKO MapKETHHT MHKC

cTpaTeruja.

TIloeouneuna xunomesa 1.2. Tlocton paziuka rmomery OaHKUTE CO pazinyueH o0eM Ha

npozla>K6a BO OJHOC HA CTCIICHOT Ha MPUMEHA HA MECCTOTO KaKO MapKETHUHI' MUKC CTpaTerHja.

TIoeouneuna xunomesa 1.3. Tlocton paziuka rmomery OaHKUTE CO pazinyueH o0eM Ha

mpoiayk6a BO OJTHOC Ha CTETIEHOT Ha MIPUMEHA Ha I[eHaTa KaKo MAapKETHHT MUKC CTpaTeruja.

Iloeouneuna xunomesa 1.4. Ilocton paznuka nomery 6aHKHUTE cO pa3ndeH o0eM Ha
npogaxxda BO OJAHOC Ha CTENEHOT Ha NMPUMEHa Ha MPOMOIMjaTa KaKO MapKETHHT MHUKC

cTparteruja.

Ilocebna xunomesa 2. Ilocrojar pa3nuku momery OaHKUTE CO pas3Id4HA

HpOCbI/ITa6I/IJ'IHOCT BO OJHOC Ha CTCIICHOT Ha MPHUMCHA Ha CTPATCTUHUTEC HA MAPKETUHI MUKCOT

Iloeouneuna xunomesa 2.1. Tlocrom pasnmuka nomery OaHKUTE CO pa3IUYHA
poUTabMIIHOCT BO OJHOC Ha CTENEHOT Ha MpUMEHa Ha MPOU3BOAOT KaKo cTpaTeruja Ha

MapKETHUHI MUKCOT.
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Iloeouneuna xunomesza 2.2. lTlocrom pasnuka moMery OaHKUTE CO pa3IMyHA
poUTabMIIHOCT BO OJHOC Ha CTENEHOT Ha MPHUMEHA Ha MECTOTO KaKo Kako cTpaTeruja Ha

MapKCTHUHI' MUKCOT.

Iloeouneuna xunomesza 2.3. lTlocrom pasnuka moMery OaHKUTE CO pa3IMYHA
npoUTaOMIHOCT BO OJHOC Ha CTENEHOT Ha NPUMEHa Ha IIeHaTa Kako CTpaTerdja Ha

MapKCTHUHI' MUKCOT.

Iloeouneuna xunomesza 2.4. Tlocrom pasnuka moMery OaHKUTE CO pa3jIMyHa
po(UTaOMITHOCT BO OJJHOC HA CTEIEHOT Ha NMPUMEHA Ha MPOMOIMjaTa KaKo cTpaTerdja Ha

MapKCTHUHI' MUKCOT.

Iloceona xunomesa 3. Iloctrom 1O3UTHBHA IMOBP3aHOCT HOMefy CTCIICHOT Ha

IIPUMEHA Ha CTPAaTErMUTE HA MAPKETUHT MUKCOT U MPOJAKHUOT NIepPopMaHC Ha OaHKUTE.

Iloeouneuna xunomesa 3.1. Ilocroum NMO3UTHMBHA MOBP3aHOCT IOMEry CTENEHOT Ha
IpUMEHa Ha INPOM3BOJOT KaKO CTpaTeruja Ha MapKeTHMHI MHUKCOT U TNPOJaKHUOT

nepdopmaHc Ha OaHKHUTE.

Iloeouneuna xunomesa 3.2. Ilocroum MO3UTHMBHA MOBP3aHOCT MOMErYy CTENEHOT Ha
MIPUMEHA Ha MECTOTO KaKO CTpaTeruja Ha MapKeTUHT MUKCOT U MPOJAKHUOT IeppopMaHC Ha

OaHKUTE.

Iloeouneuna xunomesa 3.3. Ilocronm MO3UTHMBHA MOBP3aHOCT MOMEry CTENEHOT Ha
MpUMEHA Ha I1IeHaTa Kako CTpaTeruja Ha MapKeTHHI MHUKCOT U MPOJAXHHUOT nepdhopMaHc Ha

OaHKUTE.

Iloeouneuna xunomesa 3.4. Ilocronm MO3UTHMBHA MOBP3aHOCT MOMEry CTENEHOT Ha
NpUMEHa Ha MpOMoIMjaTa Kako CcTpaTerdja Ha MAapKeTUHI MHKCOT U MPOJaKHHUOT

neppopmaHc Ha OGaHKUTE.

2.3. Hempaowcysauku eapujaonu

1. MapkeTHHI MHKC — MapKETHMHI MHKCOT BO OBa HCTPaXXyBame€ CE OJHECYBa Ha
30Mp Ha MAapKETUHT ajlaTKU KOU T'M KOPUCTH KOMIIaHMjaTa 3a Ja TW MOCTUTHE LIEJIUTE Ha
npu(paTeHUOT MApKETHUHI BO OJpPEIeH MAapKeTHHI CErMEHT KOPHUCTEJKHM CTpaTeruu 3a

MIPOU3BO/I, MECTO, IIEHA U TPOPUTAOUITHOCT.
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IIpouse00: ce onHecyBa Ha CIOCOOHOCTA HA OaHKUTE Ja MOHYIAT MIMPOKa JUHHUja Ha
MPOU3BOJM, TMPOU3BOAM CO LIMPOKA MPHUBICYHOCT HA TMa3apoT, KOPUCTEHE Ha J00po
MaKyBame KOE BIIMjae BP3 MEPLEMUPAHUOT KBATUTET HA MPOU3BOJOT U MPHMEHA Ha H00ap

MMUI 32 OpEHAO0T Ha MPOU3BOOT CO IIeJI Ja Ce BiHjac Bp3 MpopuTadMIIHOCTA.

I]ena: ce ogHecyBa Ha CTpaTErMUTE 3a LIEHHU, KAKO IITO CE€ MOHUCKH LIEHU, IOIYCTH U
OOHyC MaKkeTH KOW I'M KOPUCTAaT OaHKUTE 3a Ja ro 3rojemMar 0o0eMOoT Ha Ipojakda MITo

IIOCJICI0OBATCIIHO Ke I'o 3rojeMHu MMpOda’KHUOT nep(bopMch.

Mecmo: ce onHecyBa Ha JOKanujaTa Ha OaHKaTa, (U3MYKUTE KAPAKTCPUCTUKH MU

AOCTAITHOCTA Ha MPOMU3BOAOT KOU BJII/IjaaT Bp3 JIOjaJIHOCTa Ha KJIIMCHTOT.

IIpomoyuja: ce ogHecyBa Ha KOPUCTEHETO Ha PEKJIaMM OJl CTpaHa Ha OaHKUTE Ha
pa3NUYHA MEAMYMCKH IIaTGOpMU M JAUPEKTEH MApKETHHI HAMEHET 3a MPOBJICKYBambe Ha

KIIMCHTU.

2. lIponaxen nmepdgopMaHc — NOJ IpoAakeH NepopMaHC BO UCTPAXKYBAHETO CE

nojpa3zoupa 06eMoT Ha Ipojak0a Ha KOMITaHWjaTa ¥ Hej3uHaTa MPO(QUTAOMITHOCT.

Obem na npooadicba: ce oHeCyBa Ha OPOJOT Ha MPOAYKTH MJIM YCIIYTH HPOJAZAECHU OJ1

OaHKHTE BO AaJcH BPEMCHCKHA IICPUOI.

Hpoqbuma6uﬂHocm: CC OHCCYBAa Ha MOXHOCTA Ha OaHKHUTE JAa T KOpHUCTAT CBOUTC

peCypCHu U Jia reHCpUpa NpUXOaH MMOTOJIEMU O] TPOIIOIUTE.

2.4. Penesanmnu eapujadnu

1. Bua Ha 6anka

Bo HCTPAXKYBALCTO CC BKIYUYCHU Bpa6OTCHI/I caMO 0On KOMCpLII/IjaJ'IHI/ITC 0aHKU BO

HalaTa 3eMja.
2. Toemuna Ha 0aHKaTa

Bo ucrpaxxyBameTo ce BKIIy4eHH OaHKH HE3aBHCHO O/ HUBHATa rojieMUHa, OJJTHOCHO,

ke OuJIaT BKIIYYCHH TOJIEMH, CPEHU U MaJii OaHKH.
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3. PadoTHo MecTO

Bo ucrpaxyBameTo ce BKIy4eHH BpaOOTEHH KOU Ce A€M Of ONEPAaTUBHUOT IEPCOHAT

Ha 0aHKaTa MU MEHAIICpU Ha CEJICKTUPAHHUTE OaHKH.
4, PaGoTeH cTax

Bo ucrpaxyBameTo ce BKIy4eHH BpabOTEHU BO OaHKHTE CO pabOTEH CTaX KOj HE €

OMaJI 011 5 TONVHU.

2.5. Hempasicysauku npumepok

UcrpaxyBaukuoT mpuMepok ro counnyBaar 140 ucnuranunu oa BKynmHO 20 OaHKH
KOM ce JIOIIMpaHu Ha TepuTopujaTa Ha Hamarta 3emja. [Ipuroa 120 ucnurtanuum ce aen ox
OIEPATUBHUOT INepcoHal, a 20 UCOUTAHUIM O]l MeHalepckuoT. Bp3 ocHoBa Ha noOueHuTe
pesyararu of IIpamarHuKOT 3a mpoakeH nephopMaHC MOMOJIHET O CTpaHa Ha MEHAIEPHUTE
Ha Oankure, 10 o GaHKMTE ce MOJAEICHU Ha J[BE IPYIU cIiopes 00eMOT Ha mpojaxba (co
noMaJl U rnorojieM ooeM Ha npojax0a), a ucto Taka u fpyrute 10 OaHKuU ce 10/Ie]IeHU Ha JIBe
Ipynu HO cropea npoguTtabuinHocTa (momana u norosneMa npoduraduinHoct). OcTtaHaTHTe
120 wcrnuTaHWIM OJ] ONEPATHBHHUOT IMEPCOHAN C€ TOJENEHH BO TPYIH BO 3aBHCHOCT O]l
MPOJAXKHUOT NeppopMaHC Ha OaHKUTE BO KoM paborar M Toa: BO JBe rpynu ox mo 30
WCIHUTAaHUIM YUK OAHKHU Ce pa3iMKyBaaT criopes] 00eMOT Ha Mpojiax0a 1 BO JBE TPYIH O[] 1O
30 ucnuTaHMUM uyuu OaHKM ce pas3iuKyBaaT mo mnpo¢utabunHocta. Mcnuranunure ce
BpaboTeH Bo KoMmepuujannute 6anku Bo P.C. Makenonuja, fies o onepaTuBHUOT HEpCOHAN
U Ha pabOTHO MECTO MEHalep, co padOTeH CTaX BO HCTaTa OaHKa KOj HE € momas of 5
roguHu. Criopea roieMuHaTa BO KOja ce BpaOOTEHM HCHHUTAHUIMTE OaHKHUTE C€ TOJIEMH,

CpCaHU U MaJIH.

2.6. Mepnu uncmpymenmu

3a coOuparme Ha TOAATOIUTE BO HMCTPAXKYBAHETO ce KopucTeHH [IpamanHuk 3a
OMINTH TIOJATOIM MOTPEOHM 3a KOHTpPOJa Ha peJeBaHTHUTE Bapwjadim u (popmupame Ha
npuMepokoT, [Ipamanauk 3a mapketunr mukc crpareruun (Kiprotich, 2018) u [Ipamanauk

3a mponaxen neppopmanc (Aliata et al., 2018).
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Ipawannuxom 3a mapkemunz muxc cmpamezuu (Kiprotich, 2018) e cocrasen o 4
Jena, 0]l KOM CEKOj ce OJHECYBa Ha 110 €Ha MapKETHHI MHKC CTpaTeruja: MPOM3BOJI, IIEHA,

MECTO U TIPOMOIIH]a.

JIenoT oj TpallaTHUKOT KOj C€ OJHECYBa Ha MpOuU36000m KaKO MApKETUHT MHKC
CTpaTeruja € COCTaBeH O] 5 ajTeMH Ha KO Cce OJIroBapa Ha MeTTOCTeneHa ckaa oJ] JIlukepro
tun (1 — BOOMIITO HE ce coryacyBaMm, 2 — HE C€ corjacyBam, 3 — HeEyTpaleH cyM, 4 — ce
coriiacyBaM M 5 — II€JIOCHO Ce coryiacyBam). BKymHWOT ckop ce joOuBa Kako 30up on
000BUTE HA MOCIUHEUYHUTE ajTEMHU M CE JIBUXKH BO orcerot ox 5 — 25. [ToBHCOKHOT cKOp

3HAYHW ¥ MIOBHUCOK CTEIICH Ha MIPUMEHA Ha cTpaTeryjaTta 3a MpOU3BO/I.

JlenoT oja TpaniaJHUKOT KOj C€ OJHECYyBa Ha yeHama KaKO MapKETHHI MHKC
cTpaTervja UCTO Taka ro COYMHYBAaT 5 ajTeMH Ha KOW CE OJIrOBapa Ha METTOCTEICHA CKalia
on JlukeproB Tum, kame 1 — BOOMIITO HE ce coriiacyBaMm, 2 — HE C€ coIylacyBam, 3 —
HEyTpaJIeH CyM, 4 — ce coriacyBaM U 5 — IIEJIOCHO Ce coriacyBaM. BKymHHOT ckop ce qo0uBa
Kako 30up on 00JOBHUTE HA MOEIWHEYHHUTE ajTEMHU U C€ JABHXKU BO ONCEroT ox 5 — 25.

IToBucokuoT CKOp 3HAa4Y1 U ITOBHUCOK CTCIICH HA ITPUMCHA Ha CTpaTCFI/IjaTa 3a [ICHA.

JlenoT o TpamaTHUKOT KOj CE€ OJHEeCyBa Ha Mecmomo Kako MapKETHHT MHKC
CTpaTervja COAPKH 5 ajTeMH Ha KO, KaKo M MPETXOHO, CE€ OJIr0Bapa Ha METTOCTENEeHa cKajla
on JlukeproB tum (1 — BOOMIITO HE ce corjacyBamM, 2 — HE Ce corjacyBam, 3 — HeyTpaJieH
cyM, 4 — ce corjacyBaM U 5 — IIEJIOCHO C€ corjlacyBam). BKYITHHOT CKOp ce U OBJie ce JoOMBa
Kako 30up ox OOJOBHTE HA TOCIWHEYHHTE AJTEMH W C€ JIBMXKH BO oOrceror ox 5 — 25.

IToBucokuoT CKOp 3HA4YU 1 IMOBHUCOK CTCIICH HA IPUMCHA Ha CTpaTerHjaTa 3a MCCTO.

JlenoT o mpamalHUKOT KOj C€ OJHECyBa Ha npomoyujama Kako MApKETHHT MHKC
CTpaTervja € COCTaBEH O] 7 aJTeMH Ha KO CE€ OJIr0Bapa Ha METTOCTENeHa cKaya o JIukepToB
tun (1 — BoomImITO HE ce coryiacyBam, 2 — HE C€ corjacyBam, 3 — HeyTpaleH cyM, 4 — ce
coriacyBaM M 5 — IIEJOCHO ce coryiacyBaMm). BKymHHOT ckop ce no0uBa Kako 30up of
00/I0BMTE HA TIOCTMHEUYHUTE aJTEMH U C€ JIBIXXKH BO oriceroT oA 7 — 35. [IoBHCOKHOT CKOp

3HAYM U TTIOBUCOK CTETICH Ha ITPUMEHA Ha CTpaTeryjara 3a mpoMoIlyja.

Ilpawannukom 3a npooaxcen neppopmanc (Aliata et al., 2018) e cocrasen ox 2
Jiena, o1 KoM €THUOT C€ OJIHECYBa Ha 00EMOT Ha Mpoaakda, a APYrHuoT Ha MpodUTadUITHOCTA

Ha opraHu3aljara.
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JlenoT koj ce ogHecyBa Ha obemMom Ha npooas)cboa ce COCTOM O] S ajTeMH Ha KOW ce
oJiroBapa Ha merrocrenena Jlnkeprosa ckaia, Mpy mTO: 1 — BOOMINTO HE C€ COryiacyBaM, 2 —
HE ce corjacyBaMm, 3 — HEyTpaJleH CyM, 4 — ce corjlacyBaM M 5 — IIEJIOCHO CE COTJacyBaM.
BkynHHOT ckop ce 1o6uBa Kako 30up o1 6010BUTE TOOMEHH HA MOCTUHEYHHUTE ajTEMH U CE

IIBUYKH BO OIICEroT o 5 — 25,

Jlenot koj ce ogHecyBa Ha npogumabuiHocma UCTO Taka c€ COCTOHM OJ 5 ajTeMu Ha
KOM ce OoJroBapa Ha merrocteneHa JlukeproBa ckana, mpu MTO: 1 — BOOMIITO HE ce
corjiacyBam, 2 — He ce corjilacyBaM, 3 — HeyTpaJeH cyM, 4 — ce corjlacyBaM U 5 — IIEJIOCHO Cce
coryacyBaM. BKyITHHOT ckop ce qo0uBa Kako 30up o1 0010BUTE TOOMEHHU Ha IMOCAMHEUHUTE

ajTEMH | Ce JIBFKU BO OTICETOT o7 5 — 25.

2.7. Ilocmanka na ucmpasicyearse

HctpaxyBamero Oelie cripoBeieHO BO Mecerl anpui - Maj 2021 ronuna. Hajipso Bo
Oankure Oea 3amaneHu [IpallaHUKOT 3a ONIITH MONATONM M [IpallaHUKOT MpOoJaKeH
nepdopmaHc 3apagu GOpMHpPHE Ha NPUMEPOKOT Ha HCTPAKYBAlkE W OJpElyBame Ha
MPOIAKHUOT TIepdhOpMaHC, OJJHOCHO, 00eMOT Ha MpoAak0a u nmpodutaduIHOCTa HA OAHKUTE,
BaXHU 3a (hopMHpame Ha TpYyNUTe UCNUTAaHUIM. Ha kpajoT Ha ucnutaHuiute UM Oerre
3ananen [IpamanHUKOT 3a MapKeTUHT MHUKC CTpaTervu. 3a/laBal-eTO Ha MpAIIaTHUIUTE Ce
OJIBMBAIIIE COTJIACHO YTBPICHHTE CTaHAApAM 3a MH()OpPMHUpaHA COTIACHOCT, aHOHMMHOCT,
JIOBEPIUBOCT, MOKHOCT 32 TMOBJIEKYBAHkE O] HCTPAXKYBAKHETO, MPOYUTAHO YIMATCTBO HA IMPEN
Ja ce 3afane mparmanHuk, UTH. [IpamanHukor 3a ommrtu mojaatouu u I[IpamamHUKOT 3a
MapKeTMHI MHKC CTpaTermu UM Oea aJMUHUCTPUPAHM TPYIMHO HAa HCIHUTAHUIIUTE, a
[MpamanaukoT 3a TpoJakeH MmepdopMaHC ce aJIMUHUCTPHUpAIIC IMOSAMHEYHO Ha CEKOj

MCHaAIICp BO COOABCTHATA OaHKa.
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2.8. Cmamucmuuka ananusa na nooamoyume

3a crarucTryka 0OpadOTKa M aHAIM3a Ha MOAATOIUTE Oelle KOPUCTEH COYTBEPCKUOT
maker 3a craructuuka aHamm3a SPSS v.20. Ox peckpuntuBHaTa CTaTUCTHKa Oea
MIPECMETYBAaHHU NPOICHTH, ApUTMETUYKH CPEAMHU, CTAHIApAHMU OTCTamyBama. Bo genor Ha
uH(EpeHIjaTHa CTaTUCTHKA, 32 YTBPAYBambe Ha CTATUCTUYKATA 3HAYAJHOCT HA Pa3IMKaTa BO
apUTMETHYKUTE CPEIMHM NPUMEHYBaH € {-TecT 3a He3aBHCHHM IMPUMEPOLH, a 32 UCIUTYBAbE
Ha TIOBP3aHOCTa NIOMEl'y UCIUTYBaHUTE Bapujadbiu ce mpumenyBaiie [IupcoHoB KoepuIeHT

Ha KopeJalnwja.
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3. ICTPA’KYBAYKMU PE3YJIITATHU
HcrpakyBaukuTe pe3yiaTaTH ce NMPHUKaKaHW BO TPHU Jeja IITO € BO COINIaCHOCT CO
LEJIUTe U 33aJa4YAT€ HA HUCTPAXYBAKETO, KAKO M CO HAYMHOT HA IIOCTaBEHOCTa Ha

HCTPaXKyBaUYKUTE XUIIOTE3H.

Bo mpBuoOT gen ce mpuKakaHU pe3yATaTUTE KOM C€ OJHECyBaaT Ha CIOpeaduTe
noMery OaHKUTE CO pa3iuueH obeM Ha mponax0a BO OAHOC HA CTENEHOT Ha MpHMEHa Ha
YEeTUPUTE CTPATErMM Ha MApKETUHI MHUKCOT. Bo BTOpPHMOT Jen ce mpukaxkaHu pe3ysTaThTe
IIOBpP3aHU cO cropeadure nomMely OaHKUTE €O pa3iMyHa MPOPUTAOMIHOCT BO OAHOC Ha
CTENEHOT Ha MPUMEHA Ha CTPAaTeTHUTE Ha MapKETUHT MHUKCOT. 1 Ha Kpaj BO TpeTHoT aen ce
MPUKKAHU MCTPAKYBAYKUTE PE3YATATH 3a MOBP3aHOCTA MOMEry CTENEHOT Ha IMpUMEHa Ha
MapKETUHI MUKC CTPAaTEerHuTe U MPOJaXXHUOT nepdopmanc Ha OGaHkuTe. OCBEH pe3ynTaTHuTe,
BO PaMK{ Ha CEKO] O] OBHME JICJIOBH € MPUKaXaH U HaYMHOT Ha 0O0paboTKa M CTaTUCTUYKA

aHaJIi3a Ha I10JaTOLHUTC.

3.1. Cnopeobu nomery oankume co pasziudyeH ooem Ha npooarcéa 60 00HOC HaA
npumMenama Ha cmpamezuune Ha MapKemunz MUKcom

Kako mTo HaBeoBME Ha MOYETOKOT Ha OBa IOIJIaBje, BO OBOj JIeJI C€ MPHUKaKaHU
UCTpaXyBauKHUTE Pe3yJITaTH KOU Ce OJJHECYBaaT Ha CIiopea0UTe, OTHOCHO, PA3TUKUTE TOMEly
OaHKHUTE cO pa3nuyeH 00eM Ha mpojaxk0a BO OJHOC Ha CTENEHOT Ha MpUMEHa Ha MAPKETUHT
MHUKC CTpareruute (Ipou3BoJ, IIeHa, MECTO U MPOMOIIHja). 3a Taa IeJl € KOPUCTEH t-TecT 3a
HE3aBUCHM MPHUMEPOIM CO KOj C€ YTBpJAyBa CTAaTHCTUYKaTa 3HA4ajHOCT Ha JOOMEHHTE
pa3IUKd BO apUTMETUYKUTE CpelrHa MoMmery HuchnuTyBaHuTe rpymu. OBue pe3yiTaTtu ce

HAacOYEHH KOH NPOBEepyBamke Ha BUCTUHUTOCTA Ha MoceOHa xumnoresa 1.

Bo Tabena 2 u Ha I'paduk 1 ce npukakaHu JECKPUNTUBHUTE CTATUCTUYKHU PE3yITaTH
3a MpUMEHaTa Ha MapKeTUHT CTpaTerujaTa 3a MPOu3BOJ Kaj OAHKHUTE CO pa3lndeH o0eM Ha
nponax6a. O UCTUTE MOXeE J1a ce 3a0eyieku JeKka OaHKUTE KOM MMaaT MorojeM oO0eM Ha
npogaxxda MMaaT W TIOTOJIeMa apuUTMETHYKa CpeIrHa 3a NMPHMEHaTa Ha CTpaTrerujata ol
MapKeTHHT MHKCOT Ko0ja ce ofHecyBa Ha mnpou3BogaotT (M = 23,30) Bo cropenba co OaHKuTe

KOM M3BECTyBaar 3a nomai odem Ha npojaxoa (M = 21,13).
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Tabena 2. Jleckpunmusenu cmamucmuyku pe3yimamu 3a npumeHama HaA

MapKemuHnz cmpamezujama 3a nPOU3600 Kaj 6anKume co pa3nuuen odem Ha npooarxcoa

pynHa cTaTucTUKa

Std. Error
O6em Ha npogaxba N Mean | Std. Deviation Mean
MapkeTuHr ctpaTernjata [loronem ob6em Ha 30 23,30 1,535 ,280
3a npon3Bsos npopax6a
Moman obem Ha 30 21,13 1,961 ,358
npogaxoba

N3Bop: ABTOp

I'pagux 1. Illpumena na mapkemunz Mukc cmpamezujama 3a RPOU3600 Kaj 6anKume co

paziuden ob6em Ha npooasicoa

23,3

23,5
23
22,5
22
21,5
21
20,5
20

BaHKM co noman obem Ha npoaaxkba

BaHKuM co noronem obem Ha npogaxba

MapKeTuHr cTparteruja 3a
npou3BoA,

B baHKM co noronem obem Ha npoaaxba B BaHKM co noman obem Ha npopakba

H3BoOp: ABTOp

CrarucTrukaTa 3HAYajHOCT HA Baka JoOWEHaTa pa3juka MOMeEry apuTMETUUYKHTE

CpeMHHU € TIPOBEpEHa CO MOMOII Ha t — TecT 3a HEe3aBHCHU NMPUMEPOIH, YH] pPe3yiTar €
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IIpUKa>xaH BO Tabena 3 u e Haco4yeH KOH IIPOBEPYBAKLEC HA BUCTHUHUTOCTA HA IMOCIHMHCYHA

xunoresa 1.1.

JIoGHEHHOT pe3ynTar of t-TecToT MoKaKyBa Jieka OAaHKHTE KOM MMaat MorojieM ooem
Ha Tpojax0a WMaaT CTATUCTUYKH 3HAYAjHO MMOBHCOK CTENCH Ha NMPHMEHA HA MPOHM3BOJOT
Kako mapkeTuHr mukc crpareruja (M = 23,30; SD = 1,535) Bo cmopenba co GaHKUTE CO
nomai obeM Ha mpogaxkda KoM MOKaKyBaaT MOHM30K CTCIICH Ha MPUMEHA Ha OBaa CTpaTeruja
(M =21,13; SD =1,961) (t (58) = 4,766; p < .01). Baka 100HEeHHOT pe3yaTaT ja MOTBPAYBa
BHCTMHUTOCTA HAa MoexMHeYyHa xumore3a 1.1, crmopen koja, nocmou pasiuka nomery
bankume co pasiuuen 00eM Ha Npooaxcba 60 OOHOC HA CMENeHOm HA NPUMEHA HA

npOU38000M KAKO MAPKEMUH2 MUKC cmpameuja.

Taébena 3. Paznuka nomery 6ankume co paziudeH o6em Ha npooaxcoa 60 00HOC HA

Cmenenom Ha RPUMEHA HA MaApPKemuHne cmpamezujama 3a npou3300

TecT 3a He3aBUCHU NpuMepoumn

t-test for Equality of Means

95% Confidence

Interval of the

Sig. (2- Mean Std. Error Difference
t df tailed) Difference | Difference Lower Upper
MapkeTuHr Equal variances 4,766 58 ,000 2,167 ,455 1,257 3,077
cTpaTervjarta 3a assumed
npounssoa Equal variances not | 4,766 | 54,838 ,000 2,167 ,455 1,256 3,078
assumed

N3Bop: ABTop

Bo Tabena 4 u na I'paduk 2 e maneH mpuka3 Ha JECKpUINITHBHATA CTATUCTHKA 3a

MpUMEHaTa Ha 1IeHaTa Kako MapKEeTHHI MUKC CTpaTeruja kKaj OaHKUTe cO pa3indeH oO0eM Ha

npojaxoa.
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Tabena 4. /leckpunmusenu cmamucmuyku pe3yamamu 3a npumeHama Ha

MapkemuHnz cmpamecujama 3a yeHa Kaj Oankume co paziuien ooem Ha npooarcoa

prn Ha CTaTUCTUKa

Std. Error
O6em Ha npogaxba N Mean Std. Deviation Mean
MapkeTuHr ctpaternjata [loronem ob6em Ha 30 23,70 1,557 ,284
3a ueHa npopax6a
Moman obem Ha 30 21,33 1,900 ,347
npogaxoba

H3Bop: ABTOp

I'pagpux 2. llpumena na mapkemunz MuKkc cmpamezujama 3a yena Kaj GanKkume co

paziuuen 06em Ha npooasicoa

23,7

—

\
24 21,33
23
22

BaHKM co noman obem Ha npoaaxba
21
BaHKuM co noronem obem Ha npoaaxba

20

MapKeTuHr cTpaTermja 3a
ueHa

BbaHKK co norosiem o6em Ha npoaaxba BaHKK co noman o6em Ha npoaaxba

N3Bop: ABTOp

On rpymnHaTa AeCKpUNITHBHA CTATHCTUKA MOJKE J]a C€ BOOYH JieKa OAaHKUTE KOW WMaat
morojieM o0eM Ha TMpoaaxda MMaar TorojeMa apuTMETHYKa CpelrHa 3a NMpUMEHaTa Ha
IIeHaTa Kako MapkeTHHr MUKC ctparteruja (M = 23,70) Bo cropenda co GaHKHTE KOM MMaat
moman obeM Ha mpojaxkba (M = 21,33). CrarucTtuukata 3HAYajHOCT HAa OBaa pas3jvKa €
UCTHTaHa co t-TecT 3a HE3aBHCHHM NMPHMEPOLH, YMj pe3yiTaT € ImpukaxkaH Bo Tabema 5.

HctnoT e HacoueH KOH MPOBEPYBakhEe HA BUCTUHUTOCTA HA MOEIMHEYHA XunoTe3a 1.2.
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Bp3 ocHoBa Ha JO0OMEHHOT pe3yiaTar o t-TecTOT MOKeME J1a KakeMe JcKa OaHKHUTE
KOM MMaar IorojeM o0eM Ha Mpojak0a MMaaT CTATHCTHYKK 3HA4YajHO MOBHMCOK CTEIEH Ha
MPUMEHA Ha IIeHaTa Kako MapkeTuHT MuKc crpareruja (M = 23,70; SD = 1,557) Bo ogHOC Ha
OaHKHUTE CO MoMajl 00eM Ha mpojaax0a KOM MOKaKyBaaT IMOHH30K CTENECH Ha NMpHUMEHa Ha
reHoBHaTa crpateruja (M = 21,33; SD = 1,900) (t (58) = 5,277; p < .01). OBoj pe3yirar ja
MOTBPAYBa BUCTHHUTOCTA HAa MoOeAMHEYHA xumore3a 1.2, cropes Koja, nocmou paziuxa
nomery oaunkume co paziuder 0bem Ha npooaxcoa 60 0OHOC HA CMENEeHOM HA NPUMEHA HA

yenama Kako mapKkemuHe MuKc cmpameeuja.

Taébena 5. Paznuka nomery 6ankume co paziuieH o6em Ha npooaxcoa 60 00HOC HA

CMEnenom Ha NPUMEHA HA MapKemumnze cmpamezujama 3a np0u380()

TecT 3a He3aBUCHU NpUMepoLm

t-test for Equality of Means

95% Confidence

Interval of the

Sig. (2- Mean | Std. Error Difference
t df tailed) Difference | Difference Lower Upper
MapkeTuHr Equal variances 5,277 58 ,000 2,367 ,448 1,469 3,264
cTpartervjata 3a assumed
LueHa Equal variances 5,277 | 55,845 ,000 2,367 448 1,468 3,265
not assumed

N3Bop: ABTOp

Bo TaGena 6 u Ha ['paduk 3 ce HaofaaT JECKPUNTUBHUTE CTATUCTHUYKU PE3YJITATH 32
MpUMEHaTa Ha MECTOTO KaKO MAapKETUHI MHUKC CTpaTervja Kaj OaHKUTE KOU MOKaKyBaaT

pasnuueH o0eM Ha Ipoiaxoa.

On neckpuIITUBHA CTaTUCTHKa ce 3aberexyBa Jeka OaHKUTE KOM MMaaT IMOTrojieM
o0eM Ha mpojax0a NCTOBPEMEHO MMaaT | MorojieMa apuTMETHYKA CpeInHa 32 IPUMEHAaTa Ha
MECTOTO Kako MapkeTHHT MHKC crpaterdja (M = 22,30) oTkoJKy OaHKHUTE KO UMaaT roMal
ob6em Ha mpojax6a (M = 21,27). CrarucTuukaTa 3Ha4ajHOCT Ha OBaa pa3jHKa UCTO Taka €
IpoBepeHa co t-TecT 3a HEe3aBUCHM MPUMEPOIIH, YHj pe3yTar € mpukaxan Bo TabGena 7 u e

Haco4YeH KOH MPOBEpyBamke HA BUCTUHUTOCTA Ha MOEAMHEeYHa XumnoTes3a 1.3.
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Tabena 6. Jleckpunmusenu cmamucmuyku pe3yamamu 3a npuMeHama Ha

MapkemuHnz cmpamecujama 3a MeCmo Kaj 0anKume co paziuden obem na npooarxcoa

prn Ha CTaTUCTUKa

Std. Error
O6em Ha npopaxba N Mean Std. Deviation Mean
MapkeTuHr ctpaternja 3a  [Noronem o6em Ha 30 22,30 1,601 ,292
MEcCTO npoaaxba
Moman obem Ha npogaxba 30 21,27 1,596 ,291

H3Bop: ABTOp

I'pagpux 3. Illpumena na mapkemunz Mukc cmpamezujama 3a Mecmo Kaj Oankume
CO paznuyeHn obem Ha npooarxcoa

22,4
22,2

22
21,8
21,6
21,4
21,2

21
20,8

20,6

BaHKM co noronem obem Ha npoaakba

BaHKM co noman obem Ha npoaaxba

MapKeTUHr cTpaTeruja 3a MecTo

N3Bop: ABTOp
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Tabena 7. Paznuka nomery 6ankume co pasziuuen obem Ha npooaxcoa 60 00HOC HA

CmMenenom Ha NPUMEHA HA MaApPpKemumne cmpamezujama 3a .mecmo

TecT 3a He3aBUCHU NpUMepoLu

t-test for Equality of Means

95% Confidence

Interval of the

Sig. (2- Mean Std. Error Difference
t df tailed) Difference | Difference Lower Upper
MapkeTuHr Equal variances 2,504 58 ,015 1,033 413 ,207 1,859
cTpaTeruja 3a assumed
MEeCTO Equal variances 2,504 | 58,000 ,015 1,033 413 ,207 1,859
not assumed

N3Bop: ABTop

Pesynrator on t-tecror mokaxyBa Jeka OaHKHTE KOM MMaar IOrojieM o0eM Ha
npojax06a BO CTAaTUCTUYKHM 3HAYajHO IOBHCOK CTENEH IO NPHUMEHYBAaaT MECTOTO KaKo
MapkeTuHr Mukc crpareruja (M = 22,30; SD = 1,601) Bo ogHOC Ha GaHKHMTE CO TOMaJl 00eM
Ha npoxaxo6a (M = 21,27; SD = 1,596) (t (58) = 2,504; p < .05). lo6ueHHOT pe3yaTar ja
MOTBP/lyBa BUCTHHUTOCTA HA MoeAMHeYHAa xumore3a 1.3, criopen koja, nocmou pasiuxa
nomery 6aukume co paziuder obem Ha npooaxcoa 60 0OHOC HA CMENeHOMm HA NPpUMeHa Ha

Mecmomo KAKO mMapKemune MuKkc cmpameeuja.

N na kpajor om oBoj gen ce Bo Tabenma 8 m nHa I['padux 4 ce mnpukakanu
JNECKPUNITUBHUTE PEYJITATH 3a MIPUMEHATa Ha MPOMOIIHjaTa KaKO MapKETHHT MUKC CTpaTeruja

Kaj OaHKHMTE KOM MOKa)KyBaaT pa3iMyeH 00eM Ha Mmpoaaxoa.

JleckpunTHBHATA CTATHCTUKA TIOKAXXyBa Jieka OaHKUTE KOW WMaatr morojeM o0emM Ha
npofax0a MMaaT IorojeMa apUTMETHYKa CpeJUHa 3a IpUMEHaTa Ha NpPOMOIMja Kako
mapkeTHHT MHKC ctpateruja (M = 33,17) orkonky OaHKMTE KOM MMaaT Iomaj o0eM Ha
npogaxo6a (M = 30,50). CraTucTuukara 3Ha4ajHOCT Ha OBaa pa3jiMKa € MCIuTaHa co t-tect
32 HE3aBHCHHM NPUMEPOIH, YHj PE3yaTaT € ImpukaxkaH Bo Tabema 9 m e HacodeH KOH

MMpOBEPYBAKLC HA BUCTUHUTOCTA HA MOCAUHCYHA XUIIOTC3a 1.4
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Taovena 8. Jleckpunmugnu cmamucmuykuy pe3yamamu 3a HNpuUMeHama Ha

MapKemuHnz cmpamezujama 3a nPOMoyuja Kaj 0ankume co paziudeH o0oem Ha npooacoa

pynHa cTaTucTUKa

Std. Error
O6em Ha npogaxba Mean Std. Deviation Mean
MapkeTuHr cTpaTtervja 3a  [Noronem obem Ha 30 33,17 1,783 325
npomouuja npogaxba
MNoman obem Ha 30 30,50 2,330 425

npoaaxoba

N3Bop: ABTOp

I'paghux 4. Ilpumena na mapkemunz Mukc cmpamezujama 3a npomoyuja Kaj

oankume co paziuueH obem Ha npooarcoa

3339

33 33,17

32,5
32
BilPS
31
30,5
30

29,5

29

MAPKETWUHI CTPATETUJA 3A MTPOMOLMIA

[E baHKK co norosiem ob6em Ha npoaakba

N3Bop: ABTOp

[ baHkK co noman obem Ha npoaarkba
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Tabena 9. Paznuka nomery 6ankume co paziuuen obem Ha npooaxcoa 60 00HOC Ha

CHMenenom Ha NpUMena Ha MapKemunz cmpamezujama 3a nPOMoyuja

TecT 3a HE3aBUCHU NpUMepoLU

t-test for Equality of Means

95% Confidence

Interval of the

Sig. (2- Mean Std. Error Difference
t df tailed) Difference | Difference Lower Upper
MapkeTuHr Equal variances 4,978 58 ,000 2,667 ,536 1,594 3,739
cTpaTeruja 3a assumed
npomouuja Equal variances 4,978 | 54,283 ,000 2,667 ,536 1,593 3,741
not assumed

H3Bop: ABTOp

Jlo6ueHnoT pe3yaTar oA t-TecToT MoKaxkyBa Jieka OaHKUTE KOM MMaaT MorojeM ooem
Ha npoaax0a BO CTATUCTHYKY 3HaYajHO MOBHUCOK CTETICH ja MPUMEHYBaaT MPOMOIHjaTa KaKo
MapkeTuHT MuKc ctpareruja (M = 33,17; SD = 1,783) Bo ogHOC Ha GaHKHTE CO TIOMall 0O6eM
Ha npoJax0a KoM MOoKakyBaaT MOHU30K CTENEH Ha MpuMeHa Ha oBaa crpareruja (M = 30,50;
SD =2,330) (t (58) = 4,978; p < .01). Co 0oBOj pe3yaTar ce MOTBPAyBa BUCTHHHTOCTA HA
noeguHe4yHa xunore3a 1.4, cnopen koja, nocmou pasziuxa nomery 6awkume co paziuyeH
obem Ha npooadicba 60 0OHOC HA CMENeHOM HA NPUMEHA HA NPOMOYUJAmMa KAKO MAPKEeMUHe

MUKc cmpamezuja.

Co ornex Ha Toa JeKa € TOTBPACHA BUCTHHHUTOCTA HA CHUTE YETHUPHU TOCTUHEYHU
XUTIOTE31, MOXKE Jla C€ KaXke Jieka U mocedHa xumorte3a 1, criopen Koja, nocmojam paziuku
nomery oamkume co paziuyer obem Ha npooaxcoa 80 0OHOC HA CMENneHOm HA NPUMEHAd Ha

cmpamezuume Ha MapKkemuHe mukcom, €€ l'[pl/l(l)al'(a KaKo0 1I¢JIOCHO BUCTUHMUTA.

3.2. Cnopeoou nomery 6ankume co paziuuna npogpumaodunanocm 60 00HOC HA
npumenama Ha cmpamezuume Ha MapKemuHz MUKCoOm

Bo o0Boj men ce mpukakaHM pe3yiTaTUTE KOW CE€ OJHECyBaaT Ha CIIOpenoOuTe,
OJTHOCHO, pa3JMKHUTEe moMery OaHKUTE CO pasziInyHa MPOPUTAOMIHOCT BO OJHOC Ha CTENEHOT
Ha NMPUMEHA Ha MapKEeTHHI MHUKC CTpaTeruuTe (IMPOU3BOJ, IIEHa, MECTO U mpomMonuja). 1 Bo

OBOj ciy4aj € KOpHCTeH {-TecT 3a HE3aBUCHM NPHUMEpPOIM 3apaad YTBpAYBamke Ha
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CTaTHCTUYKATa 3HAYajHOCT Ha JIOOMEHUTE Pa3IMKUd BO APUTMETUUYKUTE CpeIuHA MOMery
ucnuTyBaHute rpynu. JloOMeHWTe pe3ynTaTd Cce HacOuYeHHM KOH IpOBepyBame Ha

BUCTUHUTOCTA HA I10ce0HAa XUIOTE3A 2.

Tabena 10. /[leckpunmuenu cmamucmuyuku pe3yaimamu 3a npumeHama Ha

MapKemuHnz cmpamecujama 3a RPOU3600 Kaj 6anKume co paiuiuna npoumaodunnocm

FpynHa cTaTUCTHKA

Std. Std. Error
MpodutabunHocT N Mean Deviation Mean
MapkeTuHr ctpaternja [Noronema 30 23,80 1,186 ,217
3a npou3Bsof npocutabunHoct
MNomana 30 21,23 1,716 ,313
npodutabunHocTt

N3Bop: ABTOp

I'pagux 5. Illpumena na mapkemunz cmpamezujama 3a npou3e00 Kaj bankume co

Ppasiuyna npogumaduinocm

MapKeTWHT cTpaTervja 3a Npou3Bos,
23,8

19 20 21 22 23 24

M BaHKM co nomana npodputabunHoct M BbaHKK co noronema npodputabuaHocT

H3BOp: ABTOp

Bo Tabena 10 m wa I'paduk 5 ce mnpuKaxkaHu JIECKPUINITHBHUTE CTATUCTUYKH

pe3yiaTaTH 3a MpuMeHaTa Ha MapKETUHT CTpaTerrujara 3a MPOU3BO/I Kaj OaHKUTE CO pa3indyHa
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npodutadbmiHocT. O HUB ce 3abenexyBa JeKa OaHKUTE CO morojieMa MpopUTAOMIHOCT
uMaar IorojieMa apuTMETHYKa CPeIMHA 3a MPUMEHATa Ha MPOU3BOJOT KAKO CTpaTeruja ol
mapketuHr mukcot (M = 23,80) Bo criopenba co GaHkHTEe CO MoMai ooeM Ha mpoaaxba (M =
21,23). CrarucTtuykaTta 3Ha4ajHOCT HA OBaa pa3jiuKa € MCIUTaHa co t — TecT, a HerOBHOT
pe3yarar e npukaxan Bo Tabena 11 u € HACOYEH KOH NMPOBEPYBamke HA BUCTUHHTOCTA HA

noeauHeuHa xumoresa 2.1.

Tabena 11. Paznuka nomery 6ankume co paziuvna npoumadouinocm 60 00HOC

HaA CMeéneHom Ha NPUMEHAa Ha MapKemuHne cmpamezujama 3a np0u3300

TecT 3a He3aBUCHU NpUMepoLU

t-test for Equality of Means

95% Confidence

Interval of the

Sig. (2- Mean Std. Error Difference
t df tailed) Difference | Difference Lower Upper
MapkeTuHr Equal variances 6,740 58 ,000 2,567 ,381 1,804 3,329
cTpartervjata 3a assumed
npounsso4 Equal variances 6,740 | 51,566 ,000 2,567 ,381 1,802 3,331
not assumed

N3Bop: ABTOp

PesynratoT o7 t-TeCTOT mOKaxyBa jaeka OaHKUTE cO morojiema npo(uTabUIHOCT
MOKa)XyBaaT CTaTUCTUYKH 3HA4YajHO IMOBHCOK CTETEH Ha NMpHMEHa Ha MPOM3BOAOT KaKo
MapketuHTr Mukc crpareruja (M = 22,30; SD = 1,186) Bo ogHOC Ha GaHKHTE CO TOMaia
npodutabminoct (M = 21,23; SD = 1,716) (t (58) = 6,740; p < .01). loOueHHOT pe3yaTar ja
NMOTBP/lyBa BUCTHHMTOCTA Ha MoeJAMHeYHA xumorte3a 2.1, criopes Koja, nocmou pasziuxa
nomery 6amKume co paziuyHa npoumaburHocm 60 0OHOC HA CMENeHOm HA NpUMeHa Ha

np0u36000m KAKo cmpamezuja Ha mapkemune MuKcom.

Bo Tabena 12 um na I'paduk 6 ce mnpukakaHU IECKPUIITUBHHUTE pE3YJITaTH 3a
IpUMEHaTa Ha MapKeTHUHT CTpaTervjara 3a IeHa Kaj OaHKUTe cO pa3sinyHa Npo(UuTabUIHOCT.
Hcture nokaxyBaar Jeka OaHKUTE CO IorojgemMa Mnpo(uUTaOMIHOCT HMMaaT IOroieMa
apUTMETHYKa CpeiHa 3a MpUMEHaTa Ha lIleHaTa Kako CTpaTeruja oJ MapkeTuHr Mukcot (M =

24,10) Bo omHOC Ha OaHKHTE cO ToMay obeM Ha mpoaaxoa (M = 21,80).
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Tabena 12. Jleckpunmuenu cmamucmuyku pe3yaimamu 34 npumeHama Ha

Mapkemunz cmpamecujama 3a yeHa Kaj Oankume co pa3iuuna npoumaduinocm

I'pyn Ha CTaTUCTUKA

Std. Error
MpodmtabunHoct N Mean Std. Deviation Mean
MapkeTuHr ctpaternjata [loronema 30 24,10 1,062 , 194
3a ueHa npocpumTabunHocT
Momana 30 21,80 1,690 ,309
npodumTabunHocT

H3Bop: ABTOp

I'pagux 6. Ilpumena na mapkemunz cmpamezujama 3a yeHa Kaj 6aHKume co pa3iuyHa

npogumaounnocm

BaHKK co nomana npodutabusHoct BaHKu co norosiema npoduTabuaHocT

21,8

MapKeTUHr cTpaTeruja 3a LeHa

24,1

205 21 215 22 225 23 235 24 245

N3Bop: ABTOp

CraTucTHyukara 3HauyajHOCT Ha JOOHMEeHaTa pa3jihKa BO apUTMETHUKHUTE CPEIUHU 3a
MpUMEHA Ha IleHaTa KaKo MapKeTHMHI MUKC CTpaTerHja oJ cTpaHa Ha OaHKHUTE CO pa3linyHa
npopuTabMIHOCT € TMpoBepeHa co t — TecT 3a HE3aBHCHU NPUMEPOLM, YH] pe3yaTar e
npukaxkad Bo Tabena 13. HeroBuoT pe3ynTar € HacoueH KOH NPOBEPYBAE HA BUCTUHUTOCTA

Ha moeIuHEeYHa XUIoTe3a 2.2.
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Tabena 13. Paznuka nomery 6ankume co paziudna npoumadouinocm 60 00HOC

Ha4 CMeéneHom Ha NPUMEHa Ha MapKemuHne cmpamezujama 3a yena

TecT 3a He3aBUCHU NpUuMepoumn

t-test for Equality of Means

95% Confidence

Interval of the

Sig. (2- Mean | Std. Error Difference
t df tailed) Difference | Difference Lower Upper
MapkeTuHr Equal variances 6,312 58 ,000 2,300 ,364 1,571 3,029
cTpaTervjaTa 3a assumed
LieHa Equal variances 6,312 | 48,815 ,000 2,300 ,364 1,568 3,032
not assumed

N3Bop: ABTop

Jlobuennot pesynrar onx t-TeCTOT MoKakyBa Jeka OaHKMTE KOM HMMaaT IOrojiemMa
poUTaOMIHOCT BO CTATUCTHYKU 3HAYajHO MOBHCOK CTEIEH ja MPHMEHYBAaT IeHaTa KaKo
MapkeTuHr Mukc crpareruja (M = 24,10; SD = 1,062) Bo cnopenda co 6aHKUTE CO oMana
mpoUTabMIIHOCT KOM MOKaKyBaaT MOHM30K CTENEH Ha MpUMEHa Ha oBaa cTparteruja (M =
21,80; SD = 1,690) (t (58) = 6,312; p <.01). Co 0BOj pe3y/ITar ce MOTBPAYyBa BUCTHHHTOCTA
HA MoeMHEeYHA XUmore3a 2.2, Criope/ Koja, noCmou pa3iuka nomery 6aukume co pa3iuiHa
npogumadburHocm 60 0OHOC HA CHMENeHOm HA NPUMEHAd HA YeHama KaKko cmpamecuja Ha

MapKemuHe MuKcom.

I[eCKpI/IHTI/IBHI/ITG CTaTUCTUYKH PE3YyJITaTU 3a IMPUMCHATA HAa MApKCTHUHI' MHKC
CTpaTeFPIjaTa 3a MECTO OJ CTpaHa Ha OaHKHUTE CO pa3jindHa HpO(l)I/ITa6I/IJ'IHOCT CC IIPpUKaA)XaHU

tabenapHo Bo Tabena 14 u rpa¢puuxu Ha ['paduk 7.

Ox HUB MOXe J1a ce 3a0elienu JeKa KaKo MITO Oelle clydaj U CO APYTUTe MapKETHHT
MHUKC CTpaTeruu, apuTMETUUYKaTa CpeInHa 3a MPUMEHA Ha MapKEeTHHT CTpaTerujaTa 3a MEeCTO
e moroJsiema 3a 6ankuTe co morosiema npoduradbumHoct (M = 22,73) Bo ogHOC Ha OaHKHUTE CO

nomaia npoguradunaoct (M = 21,57).

Pesynraror op t-recTtorT 3a cTaTHCTMYKaTa 3HAYajHOCT HA JoOMEHATa pa3jifKa BO
apUTMETUYKUTE CPEeIMHU € MpuKakaH Bo Tabena 15 um e HacoueH KOH IpPOBEpPYBame Ha
BUCTHHHUTOCTa Ha moeauHeyHa xumote3a 2.3. Toj mokaxyBa jaeka OaHKWTE KOM HMaaT

moroyieMa MPO(QUTAOMIIHOCT TMOKa)XyBaaT W CTATHCTUYKUA 3HAYajHO TOBHUCOK CTEIEH Ha
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MIpUMEHa Ha MapKeTHHT MHUKC cTpaTterrjatad 3a mecto (M = 22,73; SD = 1,617) Bo cniopenda
co bankuTe co momaina mpodurabunnoct (M = 21,57; SD = 1,716) (t (58) = 2,710; p < .01).
BakBuot pesynrar ja moTBpAyBa BHCTHHUTOCTA HAa MOeAMHEYHA XUNOTe3a 2.3, criopen
KOja, nocmou pasiuxka nomery Oaukume coO pasiudHa NpohumaduiHocm 60 OOHOC HA

cmenenom HA npumena Ha Mecmomo KAaxKo cmpameeuja Ha mapkemune MuKcom.

Tabena 14. ﬂecxpunmu(mu cmamucmudKku  pesyimamu 34 npumenama Ha

MapkemuHnz cmpamezujama 3a MeCmo Kaj 0anKume co panuyHa npogumaounnocm

prn Ha CTaTUCTUKA

Std. Error
MpodmTabunHoct N Mean | Std. Deviation Mean
MapkeTuHr ctparterunja Moronema 30 22,73 1,617 ,295
3a MecTo npodutabunHocT
Momana 30 21,57 1,716 313
npoduTtabunHocT

N3Bop: ABTOp

I'pagpux 7. llpumena na mapkemune cmpamezujama 3a Mecmo Kaj GanKume co paziuyHa

npogpumadunnocm

22,73

22,8
22,6
22,4
22,2

22 21,57
21,8
21,6
21,4
21,2

21
20,8

MapKeTUHr cTpaTeruja 3a MecTo

BaHKuK co noronema npoduTabunHocTt BaHKkuM co nomana npoduTabuaHoct

N3Bop: ABTOp
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Tabena 15. Paznuka nomery 6ankume co paziuvna npopumadouinocm 60 00HOC

Ha4 CMeéneHom Ha NPUMEHa Ha MapKemuHne cmpamezujama 3a .mecmo

TecT 3a He3aBUCHU NpUMepoLU

t-test for Equality of Means

95% Confidence

Interval of the

Sig. (2- Mean Std. Error Difference
t df tailed) Difference | Difference Lower Upper
MapkeTuHr Equal variances 2,710 58 ,009 1,167 ,430 ,305 2,028
cTpatervja 3a assumed
MecTo Equal variances 2,710 | 57,799 ,009 1,167 ,430 ,305 2,028
not assumed

N3Bop: ABTOp

Ha xpajor ox oBoj gen Bo Tabena 16 e mpukaxkaHa rpynHara IAECKPUITHBHA

CTAaTUCTHUKA 3a CTCIICHOT HaA IIPUMCHA Ha HpOMOI_II/IjaTa KaKO MapKCTHHI' CTpaTerHja OJ[ CTpaHa

Ha OaHKHTE O pasnuyHa npopuradbunHoct. Mcrara e mpukaxana u rpadpudku Ha ['paduk 8.

On Hea ce 3abenexyBa Jeka OaHKHTE CO morojiieMa MpoGUTAOUITHOCT WMaaT IMOrojemMa

apuTMeTHYKa CpeJlMHa 3a IpuMeHarta Ha npomonyjara (M = 33,57), 3a pa3nuka oj GaHKUTE

CO ImomMmajia HpO(i)I/ITa6I/IJIHOCT KOM HMMaaT noMajia apuTMCTHUYKa CpCIHHa 34 NMPUMCHATA Ha

ucrara crpareruja (M = 30,87).

Tabena 16. /leckpunmuenu cmamucmuyuku pe3yimamu 3a NPUMEHAma Ha

MapKemuHnz cmpamezujama 3a nPOMoyuja Kaj 6ankume co paziuiHa npogumadouinocm

prn Ha CTaTUCTUKA

Std. Error
MpodmTabunHoct N Mean | Std. Deviation Mean
MapkeTuHr ctpaTternja 3a [loronema 30 33,57 1,357 ,248
npomMouuja npoguTabunHocT
Momana 30 30,87 2,446 447
npoguTabunHocT

H3BoOp: ABTOp
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I'paguk 8. Ilpumena na mapkemunz cmpamezujama 3a npomoyuja Kaj oankume co
paziuuna npoumaouanocm

BaHKu co noronema npoduTabuaHocT

34
33,5
33
32,5
32
31,5
31
30,5
30
29,5

H3BoOp: ABTOp

MapKeTUHr cTpaTeruja 3a npomouuja

BaHKM co nomana npoputabunHoct

Pesyntator on t — TecToT 3a cTaTHUCTUYKaTa 3HAYajHOCT Ha pas3jiMkara Iomery
apUTMETUYKUTE CPEJUHU € MpUKakaH Bo Tabemna 17.

Tabena 17. Paznuka nomery 6ankume co panuiuna npo@umadouiHocm 60 00HOC

Ha cmeneHom Ha NPUMEHA HA MAPKEeMUNZ cmpamezujama 3a npomoyuja

TecT 3a HE3aBUCHU NpMMepoLU

t-test for Equality of Means

95% Confidence

Interval of the

Sig. (2- Mean Std. Error Difference
t df tailed) Difference | Difference Lower Upper
MapkeTuHr Equal variances 5,288 58 ,000 2,700 511 1,678 3,722
cTpaTervja 3a assumed
npomMouuja Equal variances not 5,288 | 45,301 ,000 2,700 511 1,672 3,728
assumed
N3Bop: ABTOp

Kako mro ce 3abenexyBa, pe3yaTaror oi t-TecTOoT mokakyBa Jieka OaHKHUTE CO

moroyieMa TPOGUTAOMIHOCT TOKa)XKyBaaT CTATUCTUYKK 3HAYAJHO TOBHUCOK CTEIEH Ha

IpUMEHa Ha IpOMOIMjaTa Kako MapkeTHHr Mukc crpareruja (M = 33,57; SD = 1,357) Bo
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criopeada co bankute co momana npoduradbuaroct (M = 30,87; SD = 2,446) (t (58) = 5,288;
p < .01). Baka nmoOueHWOT pe3yiTaT ja NMOTBPAYBa BHCTHHHMTOCTAa HA TOeIHHEYHA
xumnore3a 2.4, cmnopen Koja, nocmou paziuka nomery Oamkume Co  pasiudHa
npogumadbuIHOCm 80 0OHOC HA CMENeHOm HA NPUMEHA HA NPOMOYUjama KaKo cmpameuja
Ha MapKemuHe MUKcom.

Wmajku ro mpeaun (GakToT Aeka € MOTBPACHA BHCTUHHTOCTa HA CHTE YETHPH
MOCMHEYHN XHUIOTe3M Ha IMoceOHaTa XUIoTe3a 2, cleayBa JeKka IMocedOHa XumorTe3a 2,
CTopen] KOja, HoCmojam pasiuky nomery 6anKume co pasiuina npo@pumabuiHocm 60 00OHOC
Ha CMeneHom Ha NPUMEHAd Ha cmpamesuume Ha MapKemuHe mukcom, ce mpHdaka Kako

HeJIOCHO BUCTHHUTA.

3.3. Ilosp3anocm nomery npumenama HAa MApKemMuHZ MUKC cmpamezuume u
npou3600HUOM nephopmanc Ha GanKume

Bo 0Boj jgen ce mpuKakaHW pe3yJNTaTHTE 3a CTATUCTUCTUYKATa 3HAYAjHOCT HA
MOBP3aHOCTa HA CEKOja OJ] MAPKETUHI MHUKC CTPATETHMHUTE CO MPOJXKHHUOT HepdhopMaHC Ha
6ankure. Co [lupcoHOB KOE(UIIMEHT Ha KOpealyja MoceOHO € UCIUTYBaHa MOBP3aHOCTA Ha
CTCIICHOT Ha NIpHUMCHA Ha MApPKCTHHI CTPATECTUUTE CO CCKOj oI JBaTa HHJAUKATOpa Ha

MPOAAXKHHUOT NeppopMaHc.

Tabena 18. lloepzanocm na npumenama Ha MAPKEMUHZ MUKC cCmpamecuume co

0bemom na npooasicoa na GanKume

MapkeTuHr cTparteruja O6em Ha npo;.'l,a>K6a

MapkeTuHr cTpaTernjata 3a NnpovsBos Pearson Correlation 514"
Sig. (2-tailed) ,000
N 60
MapkeTuHr cTpaTternjaTta 3a ueHa Pearson Correlation ,438™
Sig. (2-tailed) ,000
N 60
MapkeTuHr ctpaTterunja 3a Mecto Pearson Correlation 270
Sig. (2-tailed) ,037
N 60
MapkeTuHr cTpaTeruja 3a npomouuja Pearson Correlation ,387"
Sig. (2-tailed) ,002
N 60

**_Correlation is significant at the 0.01 level (2-tailed).
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*, Correlation is significant at the 0.05 level (2-tailed)

W3Bop: ABTOp
Tabena 19. Ilosp3anocm na npumenama HaA MApKeMUHZ MUKC CHmpamezuume co

npogumaodunnocma na 6anKume

MapkeTuHr ctpaterunja

MpodmtabunHoct
MapkeTuHr cTpaTernjata 3a NpounsBog Pearson Correlation ,591"
Sig. (2-tailed) ,000
N 60
MapkeTuHr cTpaTternjaTa 3a ueHa Pearson Correlation ,612"
Sig. (2-tailed) ,000
N 60
MapkeTuHr ctpaTterunja 3a Mecto Pearson Correlation 311"
Sig. (2-tailed) ,015
N 60
MapkeTuHr cTpaTteruja 3a npomoumja Pearson Correlation ,566"
Sig. (2-tailed) ,000
N 60

**_Correlation is significant at the 0.01 level (2-tailed).
*, Correlation is significant at the 0.05 level (2-tailed).

N3Bop: ABTOp

TaGenapuute pesynarartu npukaxanu Bo Tabena 18 u Tabena 19 ce HacoyeHH KOH
MIpOBEpYBamkEe Ha BUCTUHUTOCTA Ha MoceOHaTa XxuroTe3a 3. 3a Taa 1eJl ce UHTEPIPETUPaHU U

rpadUyuKy MpUKaXKaHU BO MPOJIOJKEHUE.

Jobuennor pesyarar on IIMpCOHOBHMOT KOepHUIMEHT 3a Kopenaluja Iomery
MIPOU3BOJIOT KAKO MapKETHUHT MHUKC CTpaTeruja ¥ 00eMoT Ha MpoiakOa Ha OaHKHUTE TIOKaXyBa
CTAaTHCTUYKHY 3HauYajHa MmoBp3aHocT Ha HUBO rmomaiio ox .01 (r = 0,514; p< 0.01), a ucro Taka
u pesynarator ona I[IupcoHOBHOT KoedUIIMEHT 3a Kopenamyja moMery NpOM3BOJIOT U
npopuTabmIHOCTAa HA OaHKHUTE MOKa)ka CTATUCTUYKM 3HauajHa MOBP3aHOCT MOMET'Y OBHE JIBE
Bapujabmu Ha HEBO momaio ox .01 (r = 0,591; p< 0.01). Cnopen Toa MOXeMe Ja Kaxeme
JeKa CO 3rOJIEMyBAamETO Ha CTENEHOT Ha TPUMEHa Ha TPOM3BOJOT KAKO MAapKETHHT
cTpaTerrja ce mojoOpyBa M MPONAKHUOT meppopmaHc Ha OaHkuTe. BakBHOT pesynrar
rpaduuky € npukaxaH Ha I'paduk 9 W ja mOTBpAyBa BHCTHHHMTOCTA HA NMOeJIMHEYHATA

xumnore3a 3.1., criopes Koja, nocmou nosumusHa N08P3aHoCm nomery CmeneHom Ha npumeHa
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HAa NPoOU38000M KAKO cmpamezuja Ha MapKemuHz MUKCom u npooaniCHUoOm nepihopmanc Ha

oanxume.

I'paguk 9. Iloeép3zanocm na npumenama Ha MaApKemMuHz MUKC cmpameuja 3a

nPOU3600 CO NPOOA}CHUOM nepPhopmanc Ha GanKume
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N3Bop: ABTop

[MTupcoHOBHOT KOE(DUIIMEHT 3a KOpeJaluja moMery IieHaTa Kako MapKEeTHHT MHKC
cTpaTervja u 00eMOT Ha MpoAakOa Ha OAHKUTE MOKaKyBa CTATHCTUYKH 3Ha4YajHA TOBP3aHOCT
Ha HEBO Tromaio ox .01 (r = 0,438 p< 0.01). UcroBpemeno u ITupcOHOBHOT KOSPUIIMECHT 32
Kopernaiija moMery 1eHara u npopuTadMIHOCTa Ha OaHKHUTE MOKaKa CTATHCTHYKHU 3Ha4YajHa
MOBP3aHOCT TIoMery ABeTe Bapujadiu Ha HUBO momaino of .01 (r = 0,612; p< 0.01). Orryka
clielyBa JeKa 3rOJIEMyBambeTO Ha CTCINCHOT Ha INPHMEHA Ha IICHATa KaKO MAapKETHHT

cTpartervja ro nmogo0pyBa MpoJaXHUOT repdopmaHc Ha OaHKHUTE.

Jlobuennot pesynrar rpapuukd e npukaxaH Ha ['papux 10 u ja morBpayBa
BHCTHHHTOCTA HA MOeJWHEYHATa XHIOTe3a 3.2., cIOped KOja, HOCMOU NO3UMUEHA
NOBP3AHOCH NOMery CMeneHom Ha NpuMeHd HA YeHAma KAaKo cmpamecuja Ha MapKemuue

MUKCOM U NPOOAIHCHUOM NePPHOPpManc Ha bankume.
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I'pagpux 10. Ilosp3zanocm na npumenama Ha MApKeMUHZ MUKC CHIpAmMeuja 3a WeHa co

npooaxcnuom nepghopmanc Ha 6aHKume
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N3Bop: ABTop

Pesynrator ox IlupcoHoBHOT KoedHUIIMEHT 3a Kopenaluja moMery MeCTOTO Kako
MapKEeTUHT MUKC CTpaTeruja, ol €JHa CTpaHa U 00eMOT Ha npojaakda Ha GaHKHUTE, O] Apyra
CTpaHa, yKaXyBa Ha CTATUCTUYKM 3HA4ajHa IOBP3aHOCT IMOMery BapujabiuTe Ha HUBO
nomaino ox .05 (r = 0,280; p< 0.05). ITupcoHOBHOT KOeUIMEHT 3a Kopesaluja momery
MECTOTO M TpopHUTaOMIHOCTA HAa OAHKUTE IOKaka CTATUCTHYKM 3Ha4YajHa MOBP3aHOCT
noMery JaBeTe Bapujadbiu u Toa Ha HUBO mmomaio ox .01 (r = 0,311; p< 0.01). Bp3 ocHoBa Ha
TOa MOXE J]a Ce Kake JIeKa 3roJIeMyBameTO Ha CTENEHOT Ha NMpHUMEHa Ha MECTOTO KakKo
MapKeTHHT CTpaTervja ro nojo0pyBa NpoJaXHUOT nepdopmMaHc Ha OaHKUTE, IITO MOXKE Ja

ce 3a0enexu u of] rpaguIKuoT npukas Ha ['paduk 11.

Co Baka 10OMEHHOT pe3yiaTaT ce MOTBPAYBa BHCTHHHUTOCTA HA IOeJIMHEYHATA
xunorte3a 3.3., criopell Koja, nocmou no3umueHa no8p3aHoCcm nomery cmeneHom Ha npumMena
Ha Mecmomo Kako cmpameuja Ha MAapKemuHe MUKCOM U NpoOadCHuom nepgopmanc Ha

oanxume.
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I'pagux 11. Iloép3anocm na npumenama Ha MAPKEeMUHZ MUKC CIMpaAmezuja 3a Mecmo co

npooaxcnuom nepghopmanc Ha 6aHKume
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N3Bop: ABTOp

Pesynraror 3a Kopemamujata TIoMery TIpOMOIlMjaTa KakKO MAapKETHHT MHUKC
cTparervdjara U 00eMOT Ha MpojakOa Ha OaHKUTE OTKPHBA CTATUCTUYKA 3HAYAjHOCT Ha
MOBP3aHOCTa MOMel'y HaBeIEHHUTE JIBe BapHjabiin Ha HUBO Koe e momaiio ox .01 (r = 0,387; p<
0.01). WM pesynrator 3a KopenamMjata HoMelry MpOMOLMjaTa Kako MAapKETHHI MHUKC
cTpaterujara u mpoduTabMIIHOCTa Ha OaHKUTE YKa)KyBa Ha CTATUCTHYKA 3HAYajHOCT Ha
MMOBp3aHOCTa ITOMETy OBHE JIBE Bapyja0iH, HCTO Taka Ha HUBO momaio ox .01 (r = 0,566; p<
0.01). Toa 3Haum meka 3roJIEeMEHHOT CTENEH Ha MpPUMEHa Ha MapKeTHHI cTpaTervjara 3a
npoMolja pe3ylITHpa CcO MoA0OpyBame Ha MPOJAKHUOT mepdomaHc Ha OaHKUTE.

Kopenamnujara e rpadhmnukn npukaxana Ha ['paduk 12.

JloGueHnoT pe3ynTaTr ja MOTBPAYBAa BHCTHHHTOCTA HA MOeIMHEYHATA XHUIOTe3a
3.4., cnopen Koja, nocmou NO3UMUBHA NOBP3AHOCM NOMeEry CMeneHom HA NpuUMeHda Ha
npomoyujama Kako cmpamecuja Ha MAapKemuHe MUKCOm U NPOOa*CHUOM NephHOPMAHC Ha

oanxume.
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I'pagux 12. Ilosp3anocm nHa npumenama Ha MapKemMuHz MUKC CHIpaAmeuja 3a npomoyuja

CO npooaxicnuom nepghopmanc na danKume

30
25

o
15

10

MpopaarkeH neppopmaHc

0 5 10 15 20 25 30 35 40

MapKeTuHT cTpaTeruja 3a npomouuja

N3Bop: ABTop

Co ornmex Ha Toa JeKa € MOTBPACHA BUCTHMHHUTOCTA HA CHUTE YETHUPU TOCTUHEUHU
XUTIOTE3W Ha TpeTara moceOHa XUIOTe3a, MPOU3JIETyBa JieKa mocedHa Xumoresa 3, criopen
KOja, noCmou no3umueHa nNosp3aHocm nomery cmeneHom Ha npumeHa Ha cmpamezuume HA
MapKemuHe MUKCom u npooaxchuom nepgopmanc na 6ankume, ce npudaka Kako 1HeJI0CHO

BUCTHHHUTA.

[ToTBpayBameTOo Ha BUCTHHOCTA HA TPUTE IMOCCOHMW XHUITOTE3H HA HCTPAKYBAIHETO
3HAYU JIeKa [IEJIOCHO ¢e MOTBPAYBAa M BHCTHHHTOCTA HA TeHEPAIHATA HCTPa’KyBadyka
XMIIOTe3a JIEKa nocmojam pasiuku nomery OauHKume co paziuyen npooaxcer nepgopmauc
(0bem Ha npodadxcba u npogumaburHocm) 60 O00OHOC HA CMENeHOm HA NpumMeHd Ha
MapKemuHe MUKC cmpamezuume (Npouzeoo, Mecmo, YeHa U NpoMoyuja) u nocmou
NnOBP3aHOCM NoMery CmeneHom Hd NPpUMeHd HA cmpamezuume HA MApKemuHe MUKCOm U

npPoOANCHUOM nepgopmanc Ha bankume.
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4. UHTEPHPETALIMJA U JUCKYCHUJA HA PE3VJITATUTE OJ
NCTPAXKYBAIBETO

JlobueHuTe pe3ynTaTd O/ MCTPAXKYBAETO KOM MPOM3JIEroa O]l CHopenOuTe momery
O0aHKHMTE CO pa3iMueH MPOJAXEH neppopMaHC BO OJHOC HA CTENEHOT Ha NMPHUMEHA Ha
MapKETUHT MHUKC CTPaTETUUTE 3a MPOU3BOJI, IICHa, MECTO M MPOMOIIHja, KAKO U Pe3yJITaTUTE
KOM TPOM3JIEroa OJl MCHUTYBAKETO HAa MOBP3aHOCTa TMOMEry CTEIEeHOT Ha NPHUMEHa Ha
YETUPUTE MAPKETUHT MHUKC CTPAaTETUH U MPOJAKHUOT neppopManHc Ha OaHKHUTE, ja TOTBAN]A
Kako IIEJIOCHO BHCTUHUTAa TeHepajHaTa HWCTpakKyBauka XHUIIOTe3a CO Koja ce
MPETIOCTaByBalle JIeKa IOCTOjaT pa3jMKH TOMely OaHKHTE CO pasiHueH MpOJIaxeH
nepdopmanc (00eM Ha mpoaakoa U MPoGpUTAOMIIHOCT) BO OJJHOC HAa CTETICHOT HA MPUMEHA Ha
MapKETUHT MHKC CTpaTeruuTe (IPOU3BOJ], MECTO, IIEHa M MPOMOILIMja) U MOCTOH MOBP3aHOCT
nmoMery CTENeHOT Ha MPUMEHAa Ha CTPATeTHHTE HAa MApKETHHI MHKCOT W TPOJAKHHOT

nepdhopmaHc Ha OaHKUTE.

I'enepanHaTta HcTpaxyBauka XUIIOTE3a € NOTBP/CHA KAKO LEJIOCHO BUCTUHUTA OTKAKO
pe3yNITaTUTe OJ UCTPAXYBAWHETO ja TOTBPJHMja BHUCTUHUTOCTA Ha TMoceOHATa xumoresa 1,
Crope]] Koja, ocTojaT pa3IuKu nomery OaHKHUTE CO pa3sinyeH oOeM Ha mpojaaxoda BO OJIHOC
Ha CTENEeHOT Ha MPUMEHa Ha CTPaTerMUTe Ha MAapKETHHT MHUKCOT, Ha oceOHaTa XHUroTesa 2,
CIIOpe Koja, MOCTOjaT pa3IuKU noMelry OaHKHUTE CO pa3inyHa NpOPUTAOUIHOCT BO OJTHOC HA
CTCIICHOT Ha IpHMMCHA Ha CTPATCTUUTC Ha MAPKCTUHI MHUKCOT, KAaKO MW Ha nocedHaTa
XHIoTe3a 3, crope] Koja, OCTOU MO3UTHBHA MOBP3aHOCT MOMery CTENEeHOT Ha MpUMEeHa Ha

CTPATCTUUTEC Ha MAPKETUHI' MUKCOT U IPOAAKHUOT nep(popMch Ha OaHKUTE.

WuTepnpeTnpajku ru JOOMEHUTE UCTPAXKYBAUKU PE3YJITaTH MOXKEME J1a KaKeMe JIeKa
OaHKMTE CO pa3JInYeH MPOoJaXeH rneppopMaHc, OHOCHO, CO pa3uueH 0b6eM Ha mpojaxoda u
pasnuyHa npouTaOMIIHOCT, BO OJHOC Ha CTENEHOT Ha MpHUMEHa Ha IPOM3BOJIOT, IIeHaTa,
MECTOTO M IPOMOIIMjaTa, KaKo CTpaTernd Ha MAapKEeTUHT MUKCOT. KoHKpeTHO, pe3ynraTtute
MOKaXXyBaaT Jeka OaHKUTe KOM MMaaT moroseM o0eM Ha Mpojaxba M morojaema

HpO(I)I/ITa6I/I.HHOCT, BO IMMOBHUCOK CTCIICH I'M IPUMCHYBAAT CTPATCTUUTC HA MAPKCTHUHI' MUKCOT.

[lonatamy, HCTpaxXyBaukuTe pE3yJNTaTH 3a KopejalnujaTta IMomery CTENeHOT Ha
IpUMEHa Ha MAapKETUHI MHKC CTpaTeTMUTEe M MNPOAAKHHOT mepdopMaHc Ha OaHKHUTE
MOKa)XyBaaT MO3UTHBHA MOBP3aHOCT MOMEl'y CTETIEHOT Ha MPUMEHA Ha CeKOja 0] MAPKETHHT

MHUKC CTpaTeruurte (MPOM3BO/I, IIeHA, MECTO W MPOMOIIHja) CO MPOJAAKHUOT MephopMaHC CO
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6aHKI/ITe, TaKa IITO CEKOEC 3roJIEMYBAKLEC HA CTCIICHOT HA IIPMMCHA Ha CTPATCTUUTEC BOAU KOH

nooopyBame Ha MPOJAKHUOT nepdhopMaHC Ha cOoJIBeTHATA OaHKa.

Bp3 ocHoBa Ha J0oOMEHHUTE pE3yiTaTH MOXKEME Jia KaeMe JeKa MPOU3BOJOT Kako
MapKETUHT CTapTerdja uMa 3HAYUTEITHO BIIMjaHUE BP3 MPOJAKHUOT nepdhopMaHC Ha OaHHTE
BO Hamiara 3eMja. OBa My ce MpUIUIIyBa Ha (PAKTOT JeKa MUCTPaKyBaHUTE OaHKH JOOpO ja
oco3Halle M c(aTmiie BaXHOCTa HA MApKETHHIOT HA MPOM3BOJOT, KOj (poKycupajku ce Ha
noTpeOuTe Ha KIMCHUTE WM Ha HUBHUTE MPOOJIEMH Kou OaHKaTta OM MOJXKena Jja T PellH,
obe30emyBa n00ap oO0eM Ha mnpojaxba u mpoduTabmiIHOCT Ha wucTtuTe. [Ipeky
UACHTU(UKYBAkbe HAa BUCTHHCKUAOT IPOW3BOJA W HETOBOTO JIOHECYBAam€ O BHCTHHCKHTE
KIIMEHTH, MapKeTHHI CTpaTerujara 3a MPOW3BOJA T'M MOA0OpyBa Mmpoaaxkdara U MpOPHTOT.
JIokoJIKy OaHKUTE MPOJ0JKAT MYAPO Ja TH KOPUCTAT MOJATOIMTE 3a KIMEHTUTE Kako Ou
pa3BUBaJIC HOBU MPOM3BOH, KAKO M JOKOJIKY TPOJIOJDKAT JIa Kpeupaar MaMeTHH MapKETHHT
CTpaTeruu, Ke ja 3aJapkaT W MoAoOpaT cBojaTa CHOCOOHOCT 3a OCTBapyBame Ha Jo0ap
npoxaxen nepdopmanc. Baka moOueHuTe CO3HAaHMja C€ BO COTJIACHOCT CO TIPETXOJHO
CIIPOBEJICHHUTE HCTPaXKyBama oj cTpaHa Ha Kucaka?'®, Kunpornu?!*, I'6onmarane u cop.,?!® n
E6uTy?!® Ko mcTo Taka OTKpHie Aexa MapKeTHHT CTpaTerujaTa 3a IPOM3BOJ BIIHjae Bp3
npoaaxHUOT nepdopmanc. OBre aBTOpU TBPAAT JIeKa MAPKETUHT CTpaTerHjara 3a MpOU3BO.
MPHUIOHECYBA 32 pa3B0j Ha KOHKYPEHTHA MPEIHOCT Ha (pupMara IITO MOCIETOBATEITHO BOIH
KOH Mojio0pyBame Ha MpoAaXHUOT nepdopmanc. OBa mopaaud Toa MITO OBaa CTpaTervja TH
MPUKaKyBa KBAIUTETHUTE MPOU3BOAM KOHM TH 3aJI0BOJYBaaT MOTPEOUTE HA KIUCHTUTE U
HUBHUTE WHIUBUAYyaJHM OUYEKyBama. 3a Ja ycleaT Ja TO 3aJIpKaT 3aJ0BOJICTBOTO Kaj
KJIMEHTUTE OaHKUTE BO HalIata 3eMja Tpeba Ja moceayBaaT Jj1ab0KO 3HACHE 3a TOa KOU Ce
HUBHHUTE KIMEHTH, IITO CaKaar, IITO BJIHjae Bp3 HUBHHUTE OJITYKH, KOU MPOOIEMH cakaaT Ja

' pcliaT U Ha KOj Ha4WH CMETaaT JACKa OaHKUTE MOXAaT Ja UM MOHYHAAT pCUICHUC. bankute

213 Kisaka, L. M. (2019). The relationship between marketing strategies and the performance of savings and
credit societies in Mombasa district (Doctoral dissertation), pp. 68-74

214 Kiprotich, L. K. (2018). Effects of 4ps Marketing Mix on Sales Performance of Automotive Fuels of
Selected Service Stations in Nakuru Town (Doctoral dissertation), pp. 33-58

215 Gholagade, A., Adesol, M., A., & Oyewale, I., O. (2018). Impact of Marketing Strategy on Business
Performance. A Study of In the Small and Medium Enterprises (SME*s) In OluyoleLocal Government, Ibadan,
Nigeria. Journal of Business and Management, 11(9), 59-66.

216 Ebitu, T. M. (2016). Marketing strategies and the performance of enterprises in Akwa-lbom State, Nigeria.
British Journal of Marketing Studies, 4(5), 51-62.
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UCTO Taka Tpeba Ja 3HaaT jJeKa KIMEHTHTE KYNMyBajKd I'M HUBHUTE YCIYI'M W IPOU3BOIU
BYIIHOCT KYIyBaaT pELICHHja 3a HUBHUTE MPOOJeMHU. 3aT0a M MO3HABAETO HA HUBHHUTE
npoOiieMu 1 0BO3MOIyBa Ha OaHKaTa Jia TO M3TPajiv U Jia To IUIacupa HaJlo0pOTO pelIeHue 3a
tue mpobiemu. Mmamero Ha oOBaa eKcliepTH3a M JaBa Ha OaHKaTa BIIMJAaTENICH IJIaC BO

00JIMKYyBamEeTO Ha Jo0OpaTa M yCIayruTe Kou ru obe3oemysa.

JlobueHuTe pe3ynraTH OJ CIPOBEICHOTO UCTPAKyBamhe OTKPHBAAT JIEKa [IeHATa KaKo
MapKeTHHI cTpaTervja MpUMEHYBaHa OJf UCTPaKyBaHUTE OaHKH MMa 3HAUUTEIHO BIIMjaHUE
Bp3 HUBHUOT IpojaxkeH nepdopmanc. OBoj HAo1 MOXKeE J1a My ce MpHUNuile Ha (akToT aeka
MapKETUHT CHUCTEeMOT NPUMEHYBaH Off OaHKHTE NPUMEHYBa COOJIBETHH OOHYC WaKeTH,
CTpaTerwja 3a ILIEHM, TONMYCTH U NeHeTparmucku nedu. Crymujata Ha Ommam60?l’ 3a
[IEHOBHATa cTpaTerdja u 0oO0eMOT Ha mpoAak0a OTKpHBa JeKa IIEHOBHATa CTpaTervja muma
3HAYUTEIIHO BJMjaHHE Bp3 MPOAaKHUOT mnepdopmaHc. CoraacHO HETOBUTE CO3HAHHU]jA, U
Mupcu u cop.?*8, Teonup u cop.,?*® ®ypenep u cop., 220 .HI/I03y221 JIOIIUIE 10 CO3HAHM]ja
JleKa TIOCTOM TIO3WTHBHA IIOBP3aHOCT NOMEry II€HOBHATa CTpaTerhja, OCOOCHO IeHara
3aCHOBaHA HA BPETHOCT W MPOAXHHUOT nepdopmanc Ha ¢upmute. Kako ocobeHo BaxHH 32
noo0pyBambeTo Ha MoJ0OpHOT mneppopMaHc Ha (upmHTEe ce HaBeAyBaaT Ia3apHHUTE
TIEHETPAIMCKY CTPAaTEruy Ha IITO yKaKyBaaT ToroieM Opoj ucTpaxysama®?? 222 224 Ha kpaj,

3a 100puoT 00eM Ha npoaaxkba u NpopuUTadMITHOCTA Ha KOMIIAHUUTE ToJIeMa BaXKHOCT UMaat

[IEHOBHUTE MTPOMOIIMU, KOU CO CBOJOT CHJIEH €(PEKT BP3 KIMEHTUTE BJIHMjaaT Bp3 OJTyKaTa 3a

217 Odhiambo, M. (2013). Effect of pricing as a Competitive Strategy on Sales Performance of Selected
Pharmaceutical Companies. Unpublished Thesis Submitted to University of Nairobi, pp. 121-125

218 Pjercy, N., F., Cravens, D., W., & Lane, N. (2019). Thinking strategically about pricing decisions. Journal of
Business Strategy, 31(5), 38-48.

219 Syeda, N., Zehra, R., & Sadia, M. (2018). Impact of Sales Promotion on Organizations Profitability and
Consumer™s Perception in Pakistan. Interdisciplinary Journal of Contemporary Research in Business 3,
(5), 296-310.

220 Fureder, R., Maier, Y., & Yaramova, A. (2014). Value-based pricing in Austrian médium-sized companies.

Strategic Management, 19(10), 13-19.

2! Liozu, S., M., & Hinterhuber, A. (2013). Pricing orientation, pricing capabilities, and firm performance.
Management Decision, .51(3), 594-614.

222 perminus, K., N., & Wilson. M., (2017). Effect of penetration pricing strategy on the profitability of
insurance firms in Kenya. International Journal of Finance and Accounting, 2(6), 93 — 106.

223 Sije, A., & Oloko, M. (2013). Penetration pricing strategy and performance of small and medium enterprises
in Kenya. European Journal of Business and Social Sciences, 2(9), 114-123.

224 Njomo G., W., & Margaret O. (2016). Market Penetration Strategies and Organizational Growth: A Case of

Soft Drink. International Journal of Management and Commerce Innovations 3(2), 219-227.
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KyIlyBalkbC Ha OAPCACH 6peHz[, KaKO M BpP3 OJJIyKaTa 3a KyIlyBalkE€ Ha IIOT0JIEMHU KOJIMYKUHU O[]

oapenen mponssoj, 225 226 227 228

[Ipu onpenyBameTo Ha €PEKTOT HAa MECTOTO Bp3 IMPOJAKHUOT NephopMaHC HA
OaHkHTE JOOMBME pE3YJNTaTH CIOpEe] KOM MECTOTO, KaKO MAapKETHHI CTpaTeruja
MPUMEHYBaHa 0J1 OAHKUTE, 3HAYUTEITHO BJIMjae BP3 MPOJXHUOT nepdopmanc. OBa Moxke 1a
My ce mpunuiie Ha (PakTOT Jeka MHO3MHCTBOTO OJf MCIHUTAHHMIIUTE CE COTJIACHU JeKa
HUBHHUTE OaHKU C€ MPHBIICYHU 10 W3IJICA U 1O HAJBOPEIICH U BHATPEUICH JCKOP, JIONUPAHU
ce BO JIOCTAITHU OOJIACTH, a MOCEIyBaaT M JPYTU €JIEMEHTH 3a TIO3UTUBHH MPHUBIICKYBAbE U
BIIMjaHUE BP3 KYIyBauKOTO OJTHECYBamE Ha KIIMEHTUTE. BakBUTE HAOM CE BO COTIIACHOCT CO
cryaunte Ha . Jlacean??® u Myunpu 2*°, 3a edexTnBHOCTa Ha JTOKAIMjaTa, OJHOCHO, KAHAIHTE
Ha AUCTPUOYIMja Bp3 MPOAaXHUOT nepopmaHc Ha GupmMuTe, MTO 0COCHO ce OJHECyBa Ha
MaJHTe JENOBHU cyOjekTH kou Tpeba na OuaT Taka JIOKaIU3UWpaHH 3a Ja UM obe3benar
JleceH MpUCTan Ha KnmeHTuTe. 23t 282 Bo mcra HacoKa ce M HAOAHMTE OJ HCTPaKyBamaTa KOH

OTKpHUBAaT JieKka reorpadckara JIOKalMja UMa 3HAYUTEIHO BJIHMjaHUE BP3 MPOoPHUTAOMIHOCTA
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KJIaCTCPUTE 3a HGp(l)OpMaHCOT Ha (bl/IpMI/ITe IMOKaXaJjI€ A€Ka IMOCTOH IMO3UTHBHA IMOBP3aHOCT

nomery reorpadckata 0;1131MHa Ha PUPMUTE U HUBHUOT MPoJIaxkeH rnephopMaHc.

Bo omHoc Ha edekToT Ha MpOMOIMjaTa BP3 MPOAAKHUOT rMepPopMaHc Ha OAHKHTE,
UCTPAXYBAauKHUTE PE3yATaTH OTKPHUBAaT JeKa IMPOMOIMjaTa, KaKO MapKETHHI CTpaTeryja
MPUMEHYBaHa 0J1 0aHKUTE, MMa 3HAYUTEITHO BIIUjaHUE BP3 MPOAAKHUOT neppopmanc. OBa ce
JOJDKO Ha (PAKTOT IITO MOBEKETO O OAHKUTE HyIAT MOMYyCTH U OOHYCH, a KOPHCTAT U
peKIaMH 3a 1a TH TPOMOBHpPAaT CBOMTE MPOM3BOAM M ycuyrn. Bo Taa macoka Amkan®’
CIIPOBENl HMCTPAXYBamke 3a yJorara Ha pPEKIAMHUPAkETO BO 3rOJEMYBAamBETO HAa 0EOMOT
npojgakba Ha KOMIAHHWHTE, a JOOMCHHTE PE3yJTaTH IMOKAaKale JIeKa MOCTOM TO3WUTHBHA

MOBP3aHOCT NIOMEl'y OBHE JIB€ BapHjaliid, IITO € MOTBPACHO U CO PE3YNITaTH 07 OpOjHU IpyTH

HCTpaXKyBamba 238 239 240 241 242 243 Cpopen MyJ'II/IH244 u Jle Pan u 1In®*® npomaxnara
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MIPOMOIIMja Ce KOPUCTH 3apajiy, MOBTOPYBAYKU KYIyBama, 3r0JEMYyBamhe Ha JIOjaIHOCTA Kaj
MOTPOIIIYBAaUUTE, CO3[]aBalbé Ha MHTEPEC, CBECT M CBECHOCT 3a OpPEeH/OT, CO IITO Jgoara [0

3rojieMyBamke Ha 00emMoT Ha mpojaxOa. CBOj yaen BO 3rojieMyBame HA IMPOJAXKHHOT

neppopmanc Ha (GupmuTe, Kako mTo ykaxkyBaar Koriaep u Apmcrponr, 2% Ojo, 4" u

Busmom?®

nMa U JUPEKTHUOT MAPKCTUHI, KAKO AWUPEKTHA JIMLEC BO JIMIEC KOMYHPIKaI_IHja (¢10)
IOTpOUIYBAYUTE UIN JUPEKTCH MejJ'I, HO CCIIaK, 3a OCTBApyBamk€ HA TAKBOTO HETOBO BJII/IjaHI/Ie

CO3HaHHWjaTa CyrepupaaT UCTUOT Ja Ouae KOMOMHHUPAH CO JPYTd MPOMOTHBHU CTPATETHH.
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3AKJIYUYOK

OcHoBeH MpoodJIeM CO KOj ce 3aHMMaBalle HCTpaxKyBamero Oecure: [lamu mocrojat
pa3nuKu momery OaHKUTE CO pasiuyeH HpoaaxeH nepdopmanc (obem Ha mpomaxda u
npoduTaOMIIHOCT) BO OJHOC HA CTENEHOT Ha NPUMEHA Ha MApKETHHI MHKC CTPaTETHHTE
(TpoM3BOX, MECTO, IIEHa W MPOMOIMja) U Al MOCTOH MOBP3aHOCT MOMEIY CTENEHOT Ha

MIpUMEHA Ha CTPATEerMUTe Ha MAPKETUHT MUKCOT U MPOJIaXHUOT nepdopmanc Ha 6GaHKuTe?

Henara Ha ucTpaKyBamweTo Oclle YyTBPAYyBAmHETO Ha Pa3IUKUTE MoMely OaHKHUTE CO
paznuueH mpoaaxeH nepdopmaHc, oOApeneH Hpeky o0eMoT Ha mpoaaxkba U
npopuTabMIHOCTAa, BO OJHOC HA CTENEHOT HAa MNpPHUMEHa Ha YETHUPUTE CTPAaTeTWH Ha
MapKETUHT MHKCOT (IIPOM3BOJ, MECTO, IIEHAa W TIPOMOIMja), KaKO W OJpelyBame Ha
MOBP3aHOCTa M HACOKaTa Ha MOBP3aHOCTA MOMEry CTENEeHOT Ha MPUMEHA Ha CTPAaTeruuTe Ha

MapKETHUHT MUKCOT U MPOJAKHHUOT nepdopMaHc BO 0AaHKAPCKUOT CEKTOP.

IIpumepokoT Ha ucTpaxkyBame Oeme coctaBeH of 140 mcnuranumm ox 20 OaHkwH,
npu mrto 120 ucnuTaHUUM c€ Aed OJf ONEPAaTMBHUOT NepcoHan, a 20 HCIUTAHUIM Of
MeHayepckuoT.  Mcnuranuuure ce BpaboTeHH BO KomepuujaaHure Oanku Bo P.C.
Maxkenonuja, co paboTeH cTak BO HCTara OaHKa KOj HE € MoMail OJf 5 TOAMHHU, a CIOpeN

roJIeMUHATa BO KOja c€ BpaOOTEHH UCTIUTAHUITUTE OAHKUTE CE€ TOJIEMH, CPEITHUA U MaJIH.

Bo HCTPAXKYBAKBLLCTO Oca KOPHUCTECHU CJIICIHUTC MEPHU MHCTPYMEHTH! HpaH_IaJ'IHI/IK 3a
OIIIITH ITOAAaTONH, HpaHIaJ'IHI/IK 34 MAapKECTUHI' MUKC CTPATCTrUUN U HpaHIaJ'[HI/IK 3a IPOJAKECH

nepdhopmanc.

Pe3ysaraTture ox HcTpaKyBameTO ' OTBpAKja oceOHUTE XUnoTesu 1, 2 u 3, a co

TOA ja MOTBpP/IMja U reHepaIHaTa NCTPaKyBauKa XUIOTe3a.
Bo cornacHocT co 100MEeHUTE pe3yaTaTH U3BEACHHU CE CIECIHUTE 3aKJIYYOLM:
Bo epcka co noceona xunomesa 1:

e bankute co morosemM o6eM Ha MpoAak6a BO MOBUCOK CTENEH I'o MPUMEHYyBaaT
MPOU3BOIOT KAKO MAapKETUHI MHUKC CTpaTerdja, BO OJHOC Ha OaHKUTE CO
momai obeM Ha mpojiaxoa.

e bankute co nmorosem obem Ha mpojaxxk0a BO MOBUCOK CTEIEH ja MpUMEHyBaat
[IeHaTa KaK0 MapKEeTHHI MHUKC CTpaTerHja, BO OAHOC Ha OAHKHTE CO TOMai

o0eM Ha mpoaaxoa.
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e bankute co norosieM o6eM Ha rmpojaax0a BO MOBHUCOK CTEITIEH TO MPHUMEHYBaatT
MECTOTO KaKO MapKeTHHI MUKC CTpaTeruja, BO OJHOC Ha OaHKHUTE CO IOMa
obem Ha mpoaaxoa.

e bankute co morosieM 0o6eM Ha MpoAaxda BO MOBUCOK CTEIEH ja MPUMEHYBaaT
IpOMOIIMjaTa KaKO0 MapKEeTHHI MHKC CTpaTeruja, BO OJHOC Ha OaHKUTE CO

nmomai obeM Ha mpojiaxoa.
Bo epcka co noceona xunomesa 2:

e bankute co noroneMa npouTabUIHOCT BO MOBHCOK CTETEH IO IPUMEHYBaaT
MIPOU3BOJIOT KAaKO MAapKETHHI MHUKC CTpaTerdja, BO OJHOC Ha OaHKUTE CO
nomasa npouTabUITHOCT.

e baskute co morosema mpopuTaObUIHOCT BO MOBHCOK CTEIEH ja IMPHUMEHYBaaT
[[eHaTa KaKo MapKETHHI MHUKC CTpaTeruja, BO OJHOC Ha OaHKHTE CO ToMalia
POPUTAOMITHOCT.

e baskute co morojeMa npopUTadUIHOCT BO MOBUCOK CTEIEH IO MPHUMEHYBaaT
MECTOTO KaKO MapKETHHT MHKC CTpaTeruja, BO OJHOC Ha OaHKHTE CO ToMaja
popUTaOUITHOCT.

e banxute co norojsema npopuTaOUIHOCT BO MOBUCOK CTEIEH ja MPUMEHYyBaar
IpoMoIifjaTa Kako MapKeTHMHI MHKC CTpaTervja, BO OJHOC Ha OaHKHUTE CO

nomasa npouTaduIHOCT.
Bo epcka co nocebna xunomesa 3:

e JJOBHCOKHOT cTelleH Ha MNpUMCHa Ha MOPOU3BOAOT KAKO MAPKCTUHI' MHKC
CTpaTervja e moBp3aH co Mo100ap mpoaakeH nephopMaHc Ha OAHKUTE.

e [loBHCOKHOT cTeleH Ha MpUMEHa Ha IIeHaTa Kako MapKeTUHT MHUKC CTpaTeruja
€ TIOBp3aH co 1moo0ap mpoaxeH nepPopManc Ha OaHKHTE.

e [loBHCOKMOT CTeMeH Ha MpPUMEHAa HAa MECTOTO KakO0 MapKETHHT MHUKC
CTpaTervja € MoBp3aH Co Mo100ap mpoaakeH nephopManc Ha OAHKHUTE.

e [loBHCOKMOT CTENeH Ha MpPUMEHAa Ha MPOMOMjaTa KaKO MapKETHHT MHUKC

cTpaTertja e moBp3aH co 1oaobdap npogaxkeH neppopmManc Ha OGaHKHTE.

JloGueHute pe3yaTaTd OJ OBa HCTPAXKYBame€ C€ KOH3UCTEHTHH CO HAOJIUTE H

pe3ynTaTuTe of] MPETXOAHUTE UCTPAKyBama KOU Ce HaBEJCHU BO CTpyUYHaTa JINTEpaTypa.
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HcTpaxkyBameTo OTKpH JIeKa MapKETUHTOT CTaHa IiiaBHa (DyHKIMja BO OaHKapcKata
WHIYCTpHja KaKoO pe3yJTaT Ha 3rojieMeHaTa KOHKYpPEHIIHja IIITO ja JIOHeCe KOHCOJHaujara
Ha OaHkuTe U pedopmute. MapKeTHHT CTPATETHMHUTE BIWjaaT BP3 MPOAAKHUOT mephopMaHC
Ha KOMEpIMjaJHUTe OaHKM BO HallaTta 3eMja, Ipu IITO Oe3 orie] Ha BPEMETPACHETO Ha
MMOCTOCHETO MM OpOjoT Ha (UIIMjalu IITO IO MMaaT, CUTe OaHKU Kou Oea ormdaTeHu co
OCTPaXyBamETO TH CIOJEIyBaaT HCTUTE YYBCTBA M EIHHUCTBEHOTO MHCIICHE JIeKa
MapKETUHTOT MMa BIHjaHHUE BpP3 PEATM3HPAHHOT 00eM Ha mpoaaxbda u mpoduTadHiIHOCTA,
HE3aBHCHO OJI HUBHATa rojiieMuHa W OpojoT Ha BpaboTeHu. Ha BakoB HauWH TPYAOT ja
HarjacyBa norpebdara 0OaHKapCKUTE HHCTHTYIIMH JIa TH HArJIacyBaaT MapKETHHI CTPATCTHHUTE
3a na npuAoOHjaT TMOBEKe KIWEHTH W Ja ro Hogo0par CBOJOT MpojakeH nepdopMaHc.
MapKkeTHHI MUKC TEOpHjaTa ce IMOKa)ka KaKo COBpIICHA TEOpHja 3a OBOj TPYI CO Orjen Ha
TOa Jieka MHOTY JI0Opo T 00jacHyBa CTPAaTETHMHTE 32 MPOU3BOJ, IIEHA, MECTO U MPOMOITH]ja
KopucTeHH BO Hero. Cermak HEOIXOJHO € 3alBPCTYBamkhe M 3ajaKHYBambe Ha MPOU3BOJUTE U
YCIAYIHTEe HAa KOMEpIHjaJHUTe OaHKM 3a Ja Ce Kpeupa MOXKHOCT 3a HHUBEH COOJBETCH
MapKeTHHT TPEKy KOj Ke ce JojAe IO KpajHara Iel: MOA0OpYBamEeTO Ha MPOJAKHUOT

nepdopmanc.

[Tokpaj BaxkHOCTa KOja ja MMa TPYAOT U MPHUIOOUBKUTE KOU MPOU3JIETYBAAT O] HETO,
CeMaK WCTUOT MMa OJPEJICHU OTPaHHUYyBa, KOW BOTJABHO CE TOBP3aHH CO HMCTPAKYBAETO.
Jlen o orpaHUYyBamaTa MpoOU3JIeTryBaaT OJ PEIATHBHO MAJMOT MPUMEPOK HA UCTPAKYBAmbE,
KOj Kako TakoOB ja OrpaHMYyBa MOXKHOCTA 3a TeHepanu3aldja Ha pesynrarute. [pyru
OTpaHHYyBama MaK MPOU3NEryBaaT O] HEMOXKHOCTA 32 KOHTPOJIUPAHE HA CUTE pPelleBaHTHU
BapHjaliau KoM OM MOXKeye Ja BiIujaaT Bp3 JOOMEHUTE PE3YNTATH Of UCTpaxkyBameTo. M Ha
Kpaj, Kako OrpaHUYyBamke MOXKEME J1a ja HaBeleMe 3aCHOBAHOCTA U Ha UCTPAXXYBAmhETO U HA
W3BEICHUTE 3aKIy4dolld Bp3 MPUMapHH MOJATOIHM KOW IOTEKHYBaaT OJ OJIOBOPUTE Ha
WCIUTAHUIIMTE CO IITO HE MOXKE Ja Ce MCKIYyYd MOXHOCTA JIeKa MCTUTE HE ja OApazyBaaT
AKTYyCJIHaTa CI/ITyaHI/Ija, TYKY JIMYHUTC TMEPCICKTUBH W BCpyBakba HA HUCIOUTAHHULOUTEC U

HUBHaTa TCHJICHHW]a OpTaHMU3aIjaTta Bo Koja paboTaT Ja ja mpuKakaT BO MOA0OPO CBETIIO.

WnHure ucTpaxkyBama OM MOXKeEJe J1a ce CIPOBEAAaT Ha IOTroJeM HCTPa)KyBauKH
IPUMEPOK CO MTO OM ce 3rojeMmiIa MOKHOCTAa 3a TeHepajiHu3alija Ha HCTPaKyBAauKHTE
pe3ynTaTty U 10O0MeHN CO3HaHMja. J[OTOTHUTENHO, U TorojieMaTa KOHTPOJIAa Ha PEICBAaHTHHUTE
Bapujabin OM TpuUIOHENa KOH TOrojeMa MOXHOCT 3a TeHepaju3alfja Ha pe3yiTaTUTe OJ
UIHATE MCTpaxKyBama. VIHWTE HCTpaKyBama MOXKAaT jAa ondarar U Ipyrd UCTPaKyBauKu

BapHjabiu, Kako LITO Ce Ha MpPUMEp, OCTAaHATUTE MApKETUHI CTpaTeruu of 7P MapKeTuHr
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MHUKCOT, HUBHOTO BIIMjaHHE Bp3 MeppopMaHCOT U Kaj APYr BUJ Ha OaHKH, KaKO INTO Ce

HWHBCCTUIIMOHUTE, MYJITUHAITUOHAJTHUTE, PECTUOHAJITHUTE.

OcHoBeH NMpo0JieM HA UCTPAKYBameTo e: [lanu mocTojar pa3auku momMery OaHKHUTe
CO pasnuyeH npoaaxeH nepdopmanc (06emM Ha npoaakda u MpoduTabHUITHOCT) BO OJHOC Ha
CTCTIICHOT HAa MNPHMEHA Ha MApKeTHHI MHKC CTpaTeruute (IIPOM3BOJl, MECTO, II€HA H
MPOMOIIMja) ¥ Jadi MOCTOM MOBP3aHOCT MOMEry CTEIEHOT Ha NMPHMEHA Ha CTPATETUUTE Ha

MapKETHUHT MUKCOT U MPOJAXKHUOT nepdopmanc Ha OaHkuUTEe?

HcTpaxkyBaukuoT npuMepok ¢ coctaBeH of 140 ucnuranuiy oa BKynHo 20 6aHkw,
npu mro 120 ucnuTaHUIM ce JeNl OJf ONEPaTUBHUOT NepcoHal, a 20 UCHUTaHULU Of
MeHalepckHoT. baHkuTe ce moaeneHu Ha JBe Ipynu crnopen o0eMoT Ha mpoaaxoda (5 co
noMai u 5 co norojem obeM Ha mpoaaxoa), a ucto Taka u apyrure 10 6aHkKu ce moJeeH Ha
IBe Tpymud HO cropex mnpodurabuiaHOocTa (IOMana | 1moroseMa HpoPHUTAOHIHOCT).
Ocranarure 120 ucnuTaHUIM OJ ONEPATUBHUOT IEPCOHAN C€ IOJENEHH BO TPYHU BO
3aBUCHOCT OJ] IPOJIAXKHUOT NeppopMaHc Ha OaHKUTE BO KOM paboTaT U TOa: BO JIBE IPYIHU O]
1o 30 ucnuTaHUIM YuK OaHKU ce Pa3IMKyBaaT cropej 00eMoT Ha mpoAax0a u BO JIBE Ipynu

on 1o 30 ucnuTaHUuIM YUU OAHKH CE€ PA3IMKyBaaT Mo MpoduTaduIHOCTA.

Ox MepHH HMHCTPYMEHTH KopucTeHH ce: [lpamiajHuK 3a OIIITH MOJATOLH,
[Mpamanauk 3a mapketunr mukc crpateruun (Kiprotich, 2018) u [pammanuuk 3a npoaxeH

nepdopmanc (Aliata et al., 2018).

HcrpaxyBaukuTe pe3yTaTH MOKKYBAaT CTATUCTHYKHU 3HAYAJHU PA3IUKU TTOMETry
O0aHKUTE cO pa3nuyeH oOeM Ha TpoAakba W paznuuHa MPoPUTAOUITHOCT BO OJHOC Ha
CTCTICHOT Ha TNPUMEHA Ha MApKETHHI MHKC CTPAaTETHMHTE 3a TPOU3BOJ, IICHA, MECTO H
MIPOMOIIHja, KaKO M CTAaTUCTHYKH 3HAuYajHa MO3UTHBHA BPCKA IMOMEly CTEIICHOT Ha MpUMEHa

Ha YETHPUTE MAPKETUHT MUKC CTPATErMH U MPOJAKHUOT nephopMaHc Ha OaHKHUTE.
3akJydouuTe Bo BpcKa co rnoceOHa xurnore3a 1 ce CcyMupaHH Ha CI€THUOT HAUMH:

e bankute co morojem o6eM Ha MpoAak6a BO MOBUCOK CTENEH I'o MPUMEHYyBaaT
MPOU3BOJIOT KAKO MAapKETUHI MHUKC CTpaTerdja, BO OJHOC Ha OaHKUTE CO
nmomain obeM Ha mpojiaxoa.

e bankute co nmorosem ob6em Ha mpojaxk0a BO MOBUCOK CTEIEH ja MpUMEHyBaat
[[eHaTa KaKO MapKeTHHI MHUKC CTpaTertja, BO OJHOC Ha OAaHKUTE CO MOMal

o0eM Ha mpoaaxoa.
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bankure co moronem o6eM Ha Mpojakda BO MOBUCOK CTEICH I'O IPUMEHYBaaT
MECTOTO KaKO MapKeTHHI MUKC CTpaTeruja, BO OJHOC Ha OaHKHUTE CO IOMa
obem Ha mpoaaxoa.

bankute co morosem obeM Ha MmpoAa)kd6a BO MOBUCOK CTEIEH ja MPUMEHYBaaT
IpOMOIIMjaTa KaKO0 MapKEeTHHI MHKC CTpaTeruja, BO OJHOC Ha OaHKUTE CO

nmomai obeM Ha mpojiaxoa.

33KJIy‘lOI[I/ITe BO BpCKa CO rmoceOHa xumnoTe3a 2 ce CyMHpaHU Ha CJICAHUOT HAYUH:

bankute co noroneMa npouTabUIHOCT BO MOBUCOK CTENEH IO NPUMEHYBaaT
IIPOM3BOJIOT KAKO MAapKETMHI MHUKC CTpaTeruja, BO OJHOC Ha OaHKUTE CO
romasa npouTabUIHOCT.

bankute co morosiema npouTaObUIHOCT BO MOBUCOK CTETIEH ja MPUMEHYBaaT
[[eHaTa KaKo MapKETHHI MHUKC CTpaTeruja, BO OJHOC Ha OaHKHTE CO ToMalia
poUTaOMITHOCT.

bankute co norosneMa npouTabUIHOCT BO MOBUCOK CTENEH IO NPUMEHYBaaT
MECTOTO KaKO MAapKETUHI MUKC CTpaTeruja, BO OJJHOC Ha OAHKHUTE CO romala
mpopUTaOUITHOCT.

bankuTe co norosiema npouTabUIHOCT BO MOBUCOK CTEIEH ja MPUMEHYBaaT
IpoMoljaTa Kako MapKEeTUHI MHKC CTpaTervja, BO OJAHOC Ha OaHKHUTE €O

nomaza npouTabUIHOCT.

SaKnyqounTe BO BpCKa CO rnmoceOHa xumoresa 3 ce CyYMHpaHHU Ha CJICIHUOT HAYHH:

IloBuCcOKHOT cTemeH Ha INpUMEHa Ha MIPOU3BOAOT KAKO MAPKECTUHI' MHKC
CTpaTervja € MoBp3aH Co Mo100ap mpoaakeH nephopmMaHc Ha OaHKUTE.
TloBuCcOKHOT cTeneH Ha IMpUMEHA Ha I€HaTa KaKO MAapKETUHT MHUKC CTpaTCFI/Ija
€ TIOBp3aH co 1moo0ap mpojaxeH nepPopManc Ha OaHKHTE.

IloBUCOKHOT cTelleH Ha INpUMEHAa Ha MECTOTO KaKO MAapKETHHI' MHKC
CTpaTervja e MoBp3aH Co Mo100ap mpoiakeH neppopMaHc Ha OaHKHTE.
[TOBUCOKHOT CTEeMEeH Ha MpUMEHa Ha MPOMOMjaTa KaKO MapKETHHT MHKC

CTpaTervja € MoBp3aH Co Mo100ap mpoaakeH nephopMaHc Ha OAaHKHUTE.
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ITPHJIO3U

1. ITpamajHuk 3a ONIITH OAATOIU
2. IlpamaaHuk 3a MApKETUHT MUKC CTpaTeruu

3. [IpamanHuk 3a npoaakeH nephopmanc
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MNPAITAJTHUK 3A OIIIITU IOJATOIIM

1. Bun na 6ankara Bo koja paboTture:

a) KoMepIjaiHa 6aHka
0) momTeHcKa OaHKa

B) IITEAMIIHULIA

2. T'onemMnHa Ha OaHKaTa BO K0ja paboTHUTE:
a) Maia
0) cpenHa
B) TrojieMa

3. PabotHO MECTO Ha Koe cTe BpaboTEeH!

BO OaHKara:

4. Konky n3HecyBa Bammot paboTeH crax Bo KOMITaHUjaTa?
a) < 1 ronuna
0) 1-5 ronuHn

B) > 5 rOuHU
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INPAIITAJTHUK 3A MAPKETUHI' MUKC CTPATEI'NA

OBoj mpamaJHUK WMa 3a 1en jga o0e30enu wHPOpMANMK 32 MApKETUHT MHUKC
CTpaTeTMHTE KOja ce mpuMeHyBa Bo Bamrara Oanka. M3pazere ro Bammor crenmen Ha
COIVIACYBAaKE CO CEKOE OJI HABEACHWUTE TBpPJCHA CO IUTUKIUpAambEe Ha OArOBOPUTE BO

3aBHCHOCT O[] CKaJlaTa KOja ce Haora Hal IMpanrajJHUuKOT.

A MMPOU3BOJ
1 bankara Hyau IIMPOKa JIMHUja HA TIPOU3BOIH.

2 bankara nma MMPOU3BOJAU CO MIMPOKaA
IMPUBJICYHOCT Ha IMa3apoT.

3 bankara ru pa3BUBa U TECTUPA CBOUTE MPOU3BOIH
3a Jla ja IOTBP/JIM HUBHATA aJjalTaOMITHOCT U
COOJIBETHOCT 3a LIEJIHUTE KJIUEHTH.

BankaTa KopuCTH cTpaTeruja Ha MaKkyBame Koja
BJIMjae BP3 MEPIETMPAHNOT KBAJTHUTET HA
MPOU3BOJIOT O] CTPAaHA HAa KJIMEHTHUTE.

NmunoT Ha O6peH0T HA OBaa OaHKa MMa BIIMjaHUE
Bp3 MpouUTaOMITHOCTA.
b HEHA

Bankata kopucTH cTpareruja 3a IIeHH 3a J1a TO
3rojieMu 00eMOT Ha Tpoaxoa.

2 baHkaTa KOPHCTH MOMYCTH Ha IIEHUTE 3a Ja
BIIMjae B3 CBOjaTa MpoaakHa nepdopmanca.
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bankaTta HyM IPOM3BOIM KOU MMaaT MIOHUCKA
IICHa BO CIIOpe10a CO Ma3apHUTE CETMEHTH.

bankara kopucTU LIeHU 3a IEHeTpallyja 3a Jia o
3royieMu npudakameTo Ha MPOU3BOINTE.

bankara kopucTu OecTIaTHU PUMEPOLIU U
OOHYC IAaKeTH 3a JIa ja 3T0JIEMH CBOjaTa
npojakHa nepopmanca.

MECTO

bankara ce Haofa Bo 00JacT Koja 'l 3roJieMyBa
MOYKHOCTHTE 32 3r0JIeMyBambe Ha MPOJaKHATA
nepdopmanca.

Ha,I[BOpeH_IHI/IOT W BHATPCITHHUOT U3IJIC HAa
OaHkara e IMPUBJICYCH 3a KIIMCHTUTC.

bankara ce Haora Bo 00JacT Koja € JISCHO
JIOCTAITHA 33 KIIMCHTHTE.

JuctpuOyTuBHUTE KaHAIM HA OaHKaTa BIIHjaat
BP3 JI0CTAITHOCTA HA HEJ3MHUTE MPOU3BOIU.

bankara KOpPUCTHU aTPAKTHUBHHU CTUMYJIU, KaKO
mTo € My3UKara, 3a 1a BJ'II/Ijae BpP3 CBOUTC
KIIMCHTH.

ITPOMOIIMJA

bankara ru pexkiamupa CBOMTE MPOU3BOIN IPEKY
Pa3InYHU MEINYMCKHU TIaTHOPMH.

[Ipumenara Ha mpomolMjaTa Ha Mpoaaxoa ja

3T0JIEMH JIOjaTHOCTa KOH OPEeHI0T Ha oBaa OaHKa.

Pexnamupamero ja 3ronemu npojaxo0ara Ha
OaHkaTa.

[IpumenaTa Ha TUPEKTEH MAPKETHHT HAa OaHKaTa
JIOBEJIE 10 3TrOJIEMYBambe Ha IPOPUTOT.

bankaTa HyM TONYCTH HAa IIEHUTE U KYTIOHHU.
bankara ja kopucTu IMYHaTa npoiaxoa u
NyOJIMITUTETOT 3a Jia T'M IPOMOBHpPA CBOHUTE
MIPOU3BOIH.

bankara kopHuCTH peKiIaMHupame 3a 1a TH
IIPETCTaBU CBOMTE IIPOU3BOIU U UJIEN.
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ITPAIITAJIHUK 3A ITPOJAKEH IIEP®@OPMAHC

OBoj mpamagTHUK UMa 3a e Ja 00e30eau nHHOopMaIny 3a MPOJAKHUOT ephopMaHC
Ha OaHKaTa BO Koja pabotute. OAroBopere Ha CEKOE OJ1 TBpCHaTa HajI00po MITO 3HAETE CO
IITUKIUpPAake Ha OJIrOBOPUTE BO Tabenara KOM IO O3HAYyBaaT BallMOT CTEIECH Ha
corylacyBame WIH HecoriacyBame. Kopucrere ja ckanara moaoiry 3a Jia ro OlEeHUTE CTETICHOT

Ha cornacyBa}Le/HecornacyBa}Le CO TBpACHATA.

A OBEM HA ITPOJAXBA

1 O6emot Ha poAak0a Ha MPOU3BOIUTE HA OBaa
0aHKa ce 3roJieMyBa BO MTOCJICTHUTE 5 TOIMHH.

2 IIponaxx6ara Ha MPOM3BOAUTE HAa OBaa OaHKa ce
3roJeMyBa BO HOCJIEAHUTE 5 TOANHM.

3 Ob6emot Ha npojax0a Ha MPOU3BOAUTE HA OBaa
OaHKa ce 3roJIeMH 3apajii JOOPUTE MAPKETHHT
CTpaTeruu.

4 O6emoT Ha mpogaOa Ha IPOU3BOIUTE HA OBaa
0aHKa ce 3roJIeMHU 3apajiy 3a/I0BOJICTBOTO Ha
KJIMEHTHUTE.

5 OO6eMoT Ha npogax6a Ha MPOU3BOIUTE HA OBaa
OaHKa ce 3roJIeMHU 3apajii PECTIOH3UBHOCTA HA
BpaOOTCHHUTE Ha MOIUIAKATE Ha KIIMEHTHUTE.

b HNPOPUTABUIIHOCT

Maprunata Ha npout Ha oBaa 6aHKa ce
3ToJIEMyBa BO MOCIEAHUTE 5 TOIMHU.

2 TloBpaToT Ha cpeAcTBa Ha OaHKaTa ce 3rojieMyBa
BO IIOCJIIETHUTE 5 TOOUHMU.

3 TloBparoT Ha MHBECTHIIMjaTa HAa OaHKaTaTa ce
3rojieMyBa BO MOCJIEIHUTE 5 TOTUHH.
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[ToBparoT Ha KanuTaa Ha OoBaa OaHKa ce
3roJIeMyBa BO NOCJIEHUTE 5 TOJAMHH.

[Iponaxbara Ha MPOMU3BOIUTE HA OBaa OaHKa ce
3roJieMyBa BO ITOCIIETHUTE 5 TOTUHH.

127



