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Y cmammi rpoaHasizosaHO 0CO6/IUBOCMI CMAHOB/IEHHST MAPKEMUH208020 MEHEOXXMEHMY O/1s1 KOM-
nanili y cebepi yrpasniHHS Hepyxomicmio. [poaHasli308aHO OCHOBHI 3acadu QhyHKUIOHYBaHHS K/lieH-
moopieHmoBaHoi Modesii 07151 KoMMaHil 3 yrpas/iiHHS HepyxoMicmio (OugbepeHuiauist 2pyrn Crioxusaqis
3 MEMOK ¢hopMyBaHHS1 OKPEMO20 cmpameaiyHoz0 r/iaHy (i makmu4yHUX KPOKIB 07151 KOXHOI UilboBoi
2pynu, KomyHikauitiHa Oisi/ibHICMb 3i CriousadeM, micHa crisnpayst i3 cmelikxoidepamu Ha ycix ema-
rax peasisayjii MPOEKMIB, B3AEMO3B'A30K Pe3y/lbmamis ma npakmuyHux Oill, HasiBHicmb 30amHocmi
cucmemu MapKemuH208020 MEHEDXMeHMY A0 peiHXUHIpUHay). poBedeHo aHasli3 OKPEMUX CK/1ado-
BUX e/leMeHMIB eKOHOMIYHOI kame20pii «MapKemuH208a QiSi/TbHICMb» KOMITaHII Ha PUHKY HEPYXOMOCM,
BU3HA4YEHO OCHOBHI KOHUENnUujii GhopMyBaHHSI 3a2a/lbHUX PUC CUCMEMU YrIPas/iiHHSI MapKemUH2080H0
0isi/IbHICMIO KOMIaHIi Ha PUHKY HepyXoMocmi, CgbopMOBaHO repesiiKk OCHOBHUX MPUHYUINIB MapKemuH-
2080i Qifi/IbHOCMI KOMIMaHIi 8 Cy4acHUX yMoBax Be0eHHS Bi3HECY.

KntouoBi cnoBa: mapkemuH208Ull MEHEOXMEHM, aHasli3, Yrpas/liHHS, PUHOK HepyxXoMoCmi,
cKn1adosa, NpuHyur.

The article analyzes the peculiarities of the development of marketing management for companies in
the field of real estate management. The main principles of the functioning of the client-oriented model
for real estate management companies were analyzed (differentiation of consumer groups in order to
form a separate strategic plan and tactical steps for each target group, communication activities with
the consumer, close cooperation with stakeholders at all stages of project implementation, the relation-
ship of results and practical actions, availability of the ability of the marketing management system for
reengineering). The analysis of individual components of the economic category «marketing activity»
of the company on the real estate market was carried out, the main concepts of the formation of the
general features of the management system of the company’s marketing activity on the real estate
market were determined, and a list of the main principles of the company’s marketing activity in modern
business conditions was formed. In the conditions of active hostilities on the territory of Ukraine, the
development of strategic plans for marketing communications is a particularly difficult task. At the same
time, the company must take into account the need to use the processes of adaptation of the basics
of marketing communication activities, based on ensuring the implementation of European integration
processes in the state. The marketing strategy is a tool for ensuring a high level of competitiveness of
the company in the real estate market, its solvency and the availability of strategic vectors for economic
development in the long term. In the conditions of globalization shifts and constant economic fluctua-
tions, the first priority is to ensure a high level of marketing management for companies of any sector of
the national economic system. Real estate management companies, which closely interact with many
companies from various sectors of the country’s economic system, are no exception. In general, the
company’s marketing activities require clear and balanced management decisions. Management of
marketing activities is a special process of deep transformational transformations regarding the use of
effective tools of the company’s integrated policy in the context of its achievement of long-term strategic
goals, implementation of a range of investment projects, analysis and monitoring of vectors of strategic
communication development.
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MoctaHoBKa npoGnemMu Ta ii aKTyaJibHIiCTb.
B ymoBax akTMBHMX O6OWOBMX Aii Ha TepuTopil
YKpaiHn po3pobKa cTpaTeriyHuX nnaHiB MapKeTUH-
roOBMX KOMYHiKauili € 0CO6/MBO CKNagHUM 3aBaH-
HAM. [Mpu yboOMy, KOMMNaHIT HeObXigHO BpaxoByBaTU
HeoOXiHICTb BUKOpUCTaHHANpPoLeciBaganTaLiioCHOB
MapPKETUHIOBOI KOMYHiKaL|iiHOI AisiSIbHOCTI, FPYHTYHO-
yncb Ha 3abesneyeHHi peastizaLii eBpOIHTErpayiiHnx
npouecis B fepxasi. MapkeTuHroBa cTpareria €
IHCTPYMEHTOM 3a6e3MneyYeHHs1 BUCOKOTO PiBHS KOHKY-
PEHTOCNPOMOXHOCTI KOMMaHil Ha PUHKY HePYXOMOCTI,
Il NNaTocnpPOMOXHOCTI Ta HasABHOCTI cTpaTeridyHux
BEKTOPIB 3a6e3neyeHHss €KOHOMIYHOTO PO3BUTKY Y
[OBrOCTPOKOBII NepcneKTumBi.

AHania ocTaHHiX pocnigpkeHb i nyo6nikauii.
Baromuii BHECOK y [OCAIMKEHHS MapKeTUHrOBOro
MeHeMKMEHTY BHECNN Taki HayKoBLj, sK: J1. banaba-
HoBa [1], O. BinoBogcbka [6], |. KomapHuubkuia [7],
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®. H. A3BiHCcbKa [8] Ta iHLWIi. He3Baxatoun Ha Benuky
KiNbKICTb JOCNIMXEHb Y cthepi opraHisavii MapKeTuH-
TOBOTO MEHEKMEHTY, — Lie MUTaHHA 3a/IMLLIAETbCA
aKTyaslbHUM i 3yMOBJ/IIOE HEOOXiAHICTb MPOBEAEHHSN
[0[aTKOBUX NOMMNGIEHNX HRYKOBUX JOC/TiIKEHb.

MeTta cratTi. MeTolo cTtarTi € aHanis ocobnu-
BOCTE MapKEeTUHIOBOTO MeHeMKMEHTY KOMNaHii
3 ynpas/liHHA HEPYXOMICTIO B CYy4YaCHUX YMOBax
Be/leHHs Bi3Hecy B YKpaiHi.

Buknap OCHOBHOro marepiany AocnigXeHHs.
B ymoBax rnob6anizayiliHnx 3pyLleHb Ta MOCTIHNUX
€KOHOMIYHMX KO/IMBaHb MepLuoyeproeMm € 3abes-
NeyeHHs1 BMCOKOIO PIiBHA MapKETUHIOBOrO MeEHEeLX-
MEHTY [ANnA KoMnaHili Byab-SKoro CcekTopy Hauio-
Ha/IbHOT €KOHOMIYHOI cuCTeMU. He € BUHATKOM i
KOMMaHii 3 ynpasniHHA HepyXOMICTIO, AKi TICHO B3a-
€MOfjlOTb i3 GaratbMa KOMMNAHISAMU Pi3HUX CEKTO-
piB  E€KOHOMIYHOI cucTeMU KpaiHu. Po3po6neHHs
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AKICHUX YNPaB/IIHCbKMX pilleHb MOTPeBYHTh «Hay-
KOBO-MPUKIAAHMX METOAUYHMX MiAXOA4iB Ta IHCTPY-
MeHTapito LWOAO0 yrnpasniHHA npouecoM oopMyBaHHSA
Ta peasnisauii cTparerii po3BUTKY 6yAiBenbHUX opra-
Hizauiii» [3; 4].

Y nepiog aktusisauii npouecy MapKeTUHrOBOro
MEHEeMKMEHTY, B KOMMaHISIX 3 ynpaBfiHHA Hepyxo-
MICTH, (PYHKLIOHYE K/TIEHTOOPIEHTOBaHa MOAENb, Lo
chopmoBaHa Ha HaCTYMHMX OCHOBHMX 3acafax:

— [OudpepeHuiadia rpyn cnoxusadis 3 METOH
hopMyBaHHSI OKPEMOrO CTpaTeriyHoro niaHy i Tak-
TUYHMX KPOKIB AJ151 KOXHOT LLiSIbOBOT rpynu;

— KOMYyHIKaLjiiHa AisnbHICTb 3i CnoXnBayem;

— TicHa cniBnpauygs i3 crelikxongepamm Ha YcCix
eTanax peasizauii NPOeKTIB;

— B3AEMO3B’AA30K pe3y/bTaTiB Ta NPakTUYHUX giil;

— HasABHICTb 34aTHOCTI CUCTEMUN MAPKETUHIOBOIO
MEHEeKMEHTY [0 PEIHXUHIPUHTY.

B uinomy, MapKeTUHroBa AisiIbHICTb KOoMna-
Hil NOTpebye YiTKMX Ta BUBAXKEHWX YMPaB/IiHCbKMX

pilleHb. YnpaBniHHA MapKETUHrOBOK  [AiA/IbHICTHO
npeacTaBnisie cob0K cneujasibHUA Npouec rnbuH-
HWIi TpaHcopMaLiiHMX NepeTBOpPeHb LIOAO0 BUKO-
pUCTaHHA [ieBOr0  iHCTPYMEHTapito  iHTerposaHol
NONITUKA KOMMNaHIi B KOHTEKCTI AOCATHEHHSA HEH O0B-
rOCTPOKOBUX CTpaTeriyHunx uinei, peanisauii cnektpy
iHBECTULIiIHMX NPOEKTIB, aHaNi3y Ta MOHITOPUHTY BEK-
TOpPIB CTPaTEriyHOro KOMYHiKaLiliHOro po3BUTKY.

3 ornagy KoHUenTyalbH1X 0CO6/IMBOCTEN TPaKTy-
BaHHA AeqiHilii «MapKeTUHroBa Aisi/IbHICTb» Heob-
XiOHAM € aHani3 OKpeMux CKNafoBUX €eNleMEHTIB
03Ha4YeHoT eKoOHOMIYHOT Kateropii (puc. 1).

KntouoBy posb y peaniszaii npouecy MOHITOPUHTY
BEKTOPIB CTpaTeriyHoro po3BUTKY KOMMaHili Bigirpa-
H0Tb NPUHLMNNY TT MapPKETUHIOBOI AifANIbHOCTI.

Mepenik OCHOBHUX MNPUHUMMIB  MapKETUHIOBOT
LiSANbHOCTI KOMNAaHIii Ha PUHKY HEepYyXOMOCTi npepg-
CTaB/IeHO Ha puc. 2.

BignosigHi npuHUMNM BigirpaloTb K/HOHOBY POSb
y (bopMyBaHHi MpoLecy opraHisauii MapKeTUHroBoi
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Puc. 1. AHani3 okpemMux CKNafoBuX enemMeHTiB eKOHOMIYHOT KaTeropii
«MapKeTUHroBa AiANbHICTb» KOMNAHIT HA PUHKY HEPYXOMOCTI

Lbkepesio: 32pynosaHo asmopoM Ha OCHOBI [5-7]

BpaxyBaHHSA
noTpe6 LiIboBoI
rpynv cnoxwmeadis

ApanTauia oo
Cy4acHMX BUMOT

PUHKY

3aiicHeHHsA BNAnBY
Ha hopmyBaHHSA
nonuTy

Puc. 2. Mepenik 0CHOBHUX NPUHLMNIB MapKeTUHIoBOI
AisANbHOCTI KOMNAaHIT HA PUHKY HEPYXOMOCTI

[xepeno: cknadeHo asmopom Ha ocHosI [8; 10]
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MepcoHanizauis

BaraTtoBeKTOpHICTb

MapKeTUHroBi
OOCiIKEHHS

MapKeTUHroBuiA
Cynposiz

IHAMBIAYyaNbHICTb

Puc. 3. AHani3 koHuenuii popmyBaHHSA 3araJibHUX pUc
CUCTEMM yrnpaB/liHHA MapPKETUHIOBOIO AisiNIbHICTIO KOMNAHIT
Ha PUHKY HEPYXOMOCTi

Lkepesno: cknadeHo asmopoM Ha OCHOBI [9]

JISNbHOCTI B KOMMaHii. BpaxoBytun Garatoacnek-
THICTb O3HA4YeHOi EeKOHOMIYHOT KaTeropii, Ti pi3HO-
BEKTOPHICTb Ta 3arasibHy BaXX/IMBICTb B KOHTEKCTI
popMyBaHHA  NEpPeTBOPeHb  MakpOeKOHOMIYHOro
PiBHS, — MapKETUHroBa Aisi/IbHICTb € BaXX/IMBOIO Crie-
LMpivuHOK OKpemoto (hyHKLiE yrnpas/iHHA 3abe3ne-
YEHHSIM CTPaTEeriyHoro po3BUTKY KOMMNAHIi Ha PUHKY
HEepyXoMOCTi.

KoHuenuis CTBOPEHHS Ta YCMILLUHOTO (DYHKL,iOHY-
BaHHS MapKETUHroBOI cTpaTerii KoMnaHii Ha PUHKY
HEepPYXOMOCTi akueHTye 0cobnmBy yBary Ha Heoobxia-
HOCTI aHanizy popMyBaHHS 3araslbHUX pUC CUCTEMU
ynpaBniHHA MapKETMHIOBOK Aisi/IbHICTIO (puc. 3).

MpoaHanisyeMo AeTasibHillle O3HA4YeHi KOHUenTy-
a/TbHi 3acagym DOPMYBaHHS 3araslbHUX pUC CUCTEMMU
ynpaBniHHA MapKETUHIOBO AIS/IbHICTIO KOMNaHIT Ha
PVIHKY HEPYXOMOCTI.

MepcoHanizauisi, K OKpeMWA ckNagoBuin ene-
MEHT, SB/SE COOOK HEeoOXiAHICTb 3abesnevyeHHs
NMepcoHaNIbHOrO  XapakTepy B3aeMOBIOHOCUH  MiX
noctadasibHMKammn Ta crnoxusadamu nocayr. To6To,
hopMyBaHHS CneLjasibHUX acnekTiB iHAMBigya/lb-
HMX NPOMO3uLiiA, NepcoHani3auil Nigxo4iB B acnekTi
MapKETMHIOBMX KOMYHIKaLiil € 3an0pyKOK YCMiLLHUX
yMpaB/iHCbKUX pilleHb B 03Ha4YeHoMY hopMari.

MapKeTUHroBi  AOCNIMKEHHA  ABMAKOTL  CO6OK
MOHITOPUHT CTaHy PWUHKY HEPYXOMOCTi Ta PO3POOKYy
cneuiasibHUX  cuUeHapiiB  LUBMAKOTO  pearyBaHHsA
KEpiBHWLITBOM KOMMNaHii Ha Oyab-Aki 3MiHU CTy-
MeH BNMBY (PAKTOPIB OTOYYHUYOr0 EKOHOMIYHOrO
cepefosuLLa.

IHOMBIoYyaUsIbHICTL, AK  cheuianibHa  KOHLUenLis
bOpMyBaHHS 3ara/ibHUX PUC CUCTEMMU YMNpPaB/iHHA
MapKETUHIOBOK  AiASIbHICTIO  KOMNaHii Ha  PUHKY
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HEepPYXOMOCTI, NpeACcTaB/isie CO60 NPOBEAEHHS IHAN-
Biflya/IlbHOTO CMeKkTpy chneuiasibHUX MapKeTUHIOBUX
JocnipkeHs pesynsratis yHKUIOHYBaHHA KOMMNaHii
Ha pUHKY HEepPyXOMOCTi.

MapKeTUHrOBWiA CynpoBig NpeacTaBnse cobow
NpOoLEeC HACKPIZHOTO MapKETMHIOBOTO CYNPOBOAXEHHS
B acnekTi npogaxy abo 3gadvi B opeHAy OO’ekTiB
HepyxoMocCTi.

BucHoBku. OTxe, OuUiHka edyeKTUBHOCTI Mapke-
TWHIOBOI AisiNIbHOCTI KOMMNaHii € OAHUM i3 K/THOUYOBUX
acnekTiB 3abe3neyvyeHHs Ti YCNiWHOIO (OYHKLIOHY-
BaHHA B [OBrOCTPOKOBI MepcrnekTusi. B cyyacHii
€KOHOMIYHI NiTepaTypi BMOKpPEMSIEHO 6e3niy Teope-
TUKO-METOA0MONYHNX MiAX0AiB A0 OLiHOBaHHS edhek-
TMBHOCTI MapKeTWMHIOBOI cTpaterii KOMMaHii, B ToMy
yuchni i Ha PUHKY HepyxomocTi. B cBoto yepry, noea-
HaHHS efleMeHTIB CUCTEMU OLiHIOBaHHSA PiBHA ediek-
TMBHOCTI MapKeTUHroBOi cTpaterii KomnaHii [03BO-
NAE HiBesoBaT! CTYMiHb BM/IMBY peasibHUX 3arpos
Ta akueHTyBaTK yBary Ha hOpMyBaHHI MpiopUTETHMX
acnekTiB TpaHcopMaLiiHNX NEPETBOPEHD.
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