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BENEFITS OF EMOTIONAL INTELLIGENCE FOR RETAIL

This article is devoted to the issue of emotional intelligence in the life of each person an in retail. The idea is based on the fact that the EQ itself has a
decisive influence on the formation of the individual and his integration into the society. Also, the comparative characteristics of two types of intelligence
and their importance in the development of personality, its development and success in retail. The author analyzes different types of thinking, the concept
of emotions and the ways of their correction for mental and intellectual development, because emotions are the driving force in both personal life and
the professional field. There is an opinion that without emotional intelligence it is now impossible to move forward or reach any significant heights, it
can be developed and improved. Particular attention is paid to aspects of emotional intelligence and real steps that need to be taken to realize their own
potential. Also the article reveals information about the ability to control our own emotionsand our own understanding of our weaknesses and strengths.
The article presents vivid examples of the real importance of EQ in business, management and retail. Provides practical recommendations for raising the
level of emotional intelligence. The conclusion formed the main results of the study and analysis of EQ.
Keywords: emotional intelligence, emotions, styles of thinking, self-analysis, self-control, motivation, management, retail.

M. M. MUKUVIbYEHKO
HEPEBATH EMOIIIMHOTO IHTEJEKTY JJIsl PO3APIBHOI TOPTIBJII

JlaHa cTaTTs NpHUCBAYCHA MMUTAHHIO EMOIIHHOTO IHTEJIEKTY B KHTTI KOXKHOT JIFOJIMHU Ta B pO3/piOHiii Toprisii. OOrpyHTOBY€ETHCS ijiesl PO Te, 10 came
EQ — mae BupimanbHuii BILIMB Ha ()OpMyBaHHS iHAMBIAY Ta Horo iHTerpauiro B couiym. Takox B poOOTi HaaeThCs MOPIBHSIbHA XapaKTEPUCTHKA JIBOX
THIIB IHTEJIEKTY Ta iX BaXJMBICTh y CTAHOBJICHHI 0COOMCTOCTI, {i PO3BUTKY Ta ycmimHOCTI B cepi TOpriBii. ABTOp aHani3ye pi3HI THITM MUCICHHS,
TOHSTTS €MOLLIH Ta IUISXM X KOPEKILi 1711 MEHTAIBHOTO Ta IHTEIEKTYa IbHOTO PO3BUTKY, aJ)Ke MOLIT € PYIIiHHOIO CUIIOIO K B 0COOMCTOMY XHTTi, TaK
i Ha mpodeciitHomMy monpumi. JJOBOAUTBECS AyMKa MPo Te, 1o 0e3 eMOLIHHOro iHTeNeKTy 3apa3 HEMOXKINBO PYXaTUCh BIEPE YU JOCATATH SKHXOCh
3HaYHMX BUCOT, HOTO MOXKHA PO3BUBATH Ta BAOCKOHaIIOBATH. OCOONNBY yBary NpHAIICHO acMeKTaM eMOLiHOTO iHTENIEKTy Ta pealbHUM Kp OKaM, IKHX
Tpeba NPUTPUMYBATHCH JUTS pealti3allii BIaCHOTO MoTeHIiany. Takoxk B CTaTTi po3KpUBaeThCs iH(OpPMAIist PO BMiHHS KOH TPOJTIOBATH BIACHI eMOLIT Ta
PO BJIACHE PO3YMIHHS CBOIX CIa0KMX Ta CWIBHUX CTOpiH. B cTarTi HaBeneHi sickpasi mpukiIaau peansHoi BaxauBocTi EQ B Gi3Heci, Me HE[PKMEHTI Ta
Toprieii. HagaroTbcs mpakTHuHi peKOMEHalil CTOCOBHO MiIBUIIEHHS PIBHS EMOLIMHOrO iHTENeKTy. Y BHCHOBKY C)OpPMOBaHI OCHOBHI pe3ylbTaTH
JIOCITI/KEHHS Ta aHaJli3y eMOLIHOro IHTENEeKTY Ta HOro oI B )KMTTI KOXKHOTO 3 HAC.
Kuro4oBi ciioBa: eMOLiHUIA IHTENEKT, eMOLLii, CTHIII MUCIICHHS, CAMOaHaJli3, CAMOKOHTPOJIb, MOTUBALLISl, YIIPABIIiHHS, PO3ApiOHa TOPriBIs.

M. M. MUKHIIBYEHKO
MNPEUMYIIECTBA YMOIMOHAJIBHOI'O UHTEJUIEKTA JIJII POSHUYHOMW TOPIOBJIA

JlanHas cTaThs OCBAIEHA BOIIPOCY SYMOIIMOHATBHOTO HHTEJIEKTA B )KU3HHU KaXJJOT0 YENOBEKa U B PO3HUYHOMN Toprosie. O60CHOBBIBAETCS UJIE ST O TOM,
yro uMeHHo EQ - mmeeT pematomee BiauMsHUE Ha (GOPMHPOBAHHME MHIMBMAA M €0 HHTErpaluio B colmyM. Takke B paboTe IpepoCTaBIIsAeTCs
CpaBHUTEIbHAS XapaKTEPHCTUKA JIBYX THIIOB MHTEJIEKTAa U HX BaXKHOCTb B CTAHOBJICHHH JIMYHOCTH, €€ PA3BUTHA H YCIECUIHOCTH B cepe TOP TOBIH .
ABTOp aHANMU3UPYET Pa3AMYHBIC THIBI MBIIUICHHUS, TIOHATHE 3MOLMI M MyTH UX KOPPEKIMH UL MEHTAIbHOTO U HHTEIIEKTYaIbHOTO Pa3BUTHUS, BEIb
9MOIMHU SIBIAIOTCS IBIKYIIEH CHIONH Kak B JIMYHOHM )KM3HM, TAK M Ha NpodeccHoHaIbHOM momnpuiie. IlokaspiBaeTcsi MHEHHE O TOM, 4dTO Oe3
9MOIHOHAIBHOTO HHTEIEKTa Ceiiyac HEeBO3MOXHO [IBHIaThCS BIIEPEI WIH DOCTHTaTh KAKUX-TO 3HAYUTEIBHBIX BBICOT, €T0 MOXHO pa3BHBAaTh U
coBepIueHcTBOBaTh. Oco00e BHUMaHHE yIEIEeHO aCHEeKTaM 3MOIMOHANIFHOI0 HHTEIIEKTA U PeaabHBIM 1IaraM, KOTOPBIX HE0OXOAUMO IPUAEPKHBAT bCs
JUISL peann3aluu coOCTBEHHOro MoTeHnHuana. Taike B CTaThe pacKpbIBaeTcs HMHpopManus o0 yMEHHH KOHTPOIHPOBATh COOCTBEHHBIE DMOLUH U O
COOCTBEHHOM IOHHMMAHHUHM CBOHX CIAa0BIX H CHIBHBIX CTOPOH. B cTaThe mpuBeaeHs! sipkre IpHMephl pealbHoi BaxkHocTH EQ B Ou3Hece, MeHEIKM eHTe
1 Toprosie. JIaHsl IpaKTHYECKHE PEKOMEHAINH 110 TOBBILECHHIO YPOBHS YMOIMOHATBFHOTO HHTEIIEKTa. B 3aKmroueHHu cpopMHPOBAaHbI OCHOBHBIE
Ppe3yIbTaThl HCCIIEIOBAHMSA U aHANIN3a SMOIIMOHAIBHOIO HHTEIJIEKTA X €r0 POJIM B JKH3HH KaXXJOTO U3 Hac.
KitioueBbie cJ10Ba: YMOIMOHAIBHBIN HHTEIUIEKT, YMOLIMH, CTUIN MBIIIUICHHS, CAMOAHAIIH3, CAMOKOHTPOIIb, MOTHBALWS, yIPABICHUE, PO3HUIHAS TOPTOBIIAL.

Introduction.Already in the 20's of the last century, the
first studies began on the dependence of human IQ with his
success. And it has long been believed that only those who
have high 1Qs can achieve significant success in all areas of
their lives and businesses, compared to their friends or
colleagues who have lower scores. But in the late 1980s - and
early 1990s there was a real upheaval! The reason was the
assumption of psychologists who analyzed the skills of
successful leaders and concluded that 1Q affects success not
so much: much more affects effective interaction with others,
the ability to analyze emotions as important signals, the
ability to motivate others, influence people and situations ,
the ability to control one's emotions [1].

Since the advent of the term EI in the scientific
literature in the 90s years of the twentieth century El began
to be considered as a factor in the success of the individual,
in particular, in the professional sphere (Goleman).

However, the problem of the effectiveness of rational or
emotional regulation of behavior remains relevant for
centuries.

In the last decade, the concept of EQ as an alternative
to traditional intelligence has become widely known in
psychology. The problem of emotional abilities, emotional
and social intelligence is very active. It has been and is
currently being studied by foreign and domestic scientists,
including: I.N. Andreeva, P.K. Anokhin, I.F. Arshava, R.
Bar-On, O.V. Belokon, A.T. Beck, A. M. Bolshakova, I. I.
Vetrova, O. I. Vlasova, L. S. Vygodsky, G. Gardner, D.
Goleman, O. A. Gulevich, S. P. Derevyanko, M. Gerald, D.
Caruso.

An analysis of modern literature has shown that in a
broad sense, the ability to recognize understanding and
managing emotions; I mean both the subject’s own
emotions and the emotions of other people [5].
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EQ is a set of mental abilities that are responsible for
processing emotional information.

In addition, the traditional understanding of
intelligence and 1Q did not include all these aspects.
Therefore, a new concept in psychology and business was
introduced - emotional intelligence (El). It shows the ability
of a person to analyze and work with their own emotions,
intentions and desires, as well as to develop this skill in
relation to other people.

Analysis of the issue. Firstly, we need to get
understanding in what aspects we have difference between
1Q and EQ? The main features are shown on Image 1.

To understand the difference between 1Q and EQ, you
need to understand the concepts of these terms. EQ
coefficient is the ability of a person to understand their
emotions in combination with the emotions of other people,
while 1Q shows the level of human intelligence [3].

1Q is a test score that we can get from a standardized
intelligence test in which a person's mental age is divided
by a chronological age and then multiplied by 100. We need
this test to understand a person's level of cognitive ability
to think. EQ is a term that means a person's ability to
understand their own and others' emotions. It is a measure
of the level of emotional intelligence of a person that
divides between different feelings and uses that intelligence
to guide thinking and behavior [2]. The term was first
published in 1995 by Daniel Goleman in his book,

IQ High EQ High Emotional Intelligence. In a broad sense, this means the
Concentration on level of ability of a person to detect, analyze, express and control
process motivation their own emotional state, as well as properly communicate
Good memory Self control with people, understanding their emotional state, emotional
Analytical skills . . . 2. . L.
A lot of Social |mpulsgs. It is also the ability to make the r_|ght deC|S|on§,
skills be a point of support for yourself, and the ability to work in
talents _ N R N .
stressful situations. People with high levels of emotional
intelligence have more stable physical and psychological
health. Very good examples for comparison are presented
Image 1. IQ against EQ in Table 1.
Table 1. Comparison of 1Q and EQ
BASIS IQ EQ
FOR
COMPARISON
Meaning 1Q is a number got from standardized EQ shows an individual's level of emotional
intelligence test. intelligence.
Acquisition Inborn ability Learned ability
Measures General Emotional
Ability Learn, understand and implement knowledge, Recognize, control and express one's own
logical reasoning and abstract thinking. emotion's, perceive and assess other's emotion's.
Ensures Success in job Success in everyday life
Recognizes People with high intellect, common sense, Leaders, Captains, Managers and people with
mental challenges, etc. social challenges.

A high level of EQ can be very useful for all people
with high plans in professional area. At a min, in order to
control their emotions, which sometimes do not "beat
across the edge" in time. So, on what does our emotional
intelligence depend on? Very often it depends on the style
of our thinking and the ability to recognize and control our
emotions. What means an Emotion? According to the book,
"Discovering Psychology™: "An emotion is a complex
psychological state that involves three distinct components:
a subjective experience, a physiological response, and a
behavioral or expressive response. In order to better
understand what emotions are, let's look on their 3 main
elements (image 2).

In everyday language, people often use the terms
"emotions" and "moods" interchangeably, but psychologists
actually make distinctions between the two. How do they
differ? An emotion is normally quite short-lived, but intense.
Emotions are also likely to have a definite and identifiable
cause. For example, after disagreeing with a friend over
politics, you might feel angry for a short period of time. A

mood, on the other hand, is usually much milder than an
emotion, but longer-lasting. In many cases, it can be difficult
to identify the specific cause of a mood. For example, you
might find yourself feeling gloomy for several days without
any clear, identifiable reason [7].

Image 2. Key elements of emotions

In the 20th century, Paul Ekman identified six basic
emotions (anger, disgust, fear, happiness, sadness, and
surprise) and Robert Plutchik eight, which he grouped into
four pairs of polar opposites (joy-sadness, anger-fear, trust-
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distrust, surprise-anticipation). There are types of emotions
by Paul Ekman on the Image 3.

Excited
or Angry

Tender
or
Scared

o8

Happy
or Sad

Image 3. 6 basic emotions by P. Ekman

Thinking is the cognitive activities you use to process
information, solve problems, make decisions, and create
new ideas. You use your thinking skills when you try to
make sense of experiences, organize information, make
connections, ask questions, make plans, or decide what to
do. Not only emotions base EQ, but types of thinking are
to. There are several different types of thinking or ways to
think [4].

Creative thinking — refers to the ability to conceive
new and innovative ideas by breaking from established
thoughts, theories, rules, and procedures. It involves putting
things together in new and imaginative ways. Creative
thinking is often referred to as “thinking outside the box.”

Analytical thinking — refers to the ability to separate a
whole into its basic parts in order to examine the parts and
their relationships. It involves thinking in a logical, step-
by-step manner to break down a larger system of
information into its parts.

Critical thinking — refers to the ability to exercise
careful evaluation or judgment in order to determine the
authenticity, accuracy, worth, validity, or value of
something. In addition to precise, objective analysis,
critical thinking involves synthesis, evaluation, reflection,
and reconstruction. And rather than strictly breaking down
the information, critical thinking explores other elements
that could have an influence on conclusions [6].

Concrete thinking — refers to the ability to
comprehend and apply factual knowledge. It is about
thinking of objects or ideas as specific items, rather than as
a theoretical representation of a more general concept. It
involves thinking only on the surface, always literal, and to-
the-point.

Abstract thinking — refers to the ability to use concepts
to make and understand generalizations then relating or
connecting them to others items, events, or experiences. It
involves paying attention to the hidden meanings thus
allowing you to observe and understand theories and
possibilities.

Divergent Thinking — refers to the ability to generate
creative ideas by exploring many possible solutions in an
effort to find one that works. It involves bringing facts and
data together from various sources and then applying logic
and knowledge to solve problems or make decisions. It

starts from a common point and moves outward in
diverging directions to involve a variety of aspects or
perspectives.

Convergent thinking — refers to the ability to put a
number of different pieces or perspectives of a topic
together in some organized, logical manner to find a single
answer. It involves focusing on a finite number of solutions
rather than proposing multiple solutions.

Sequential (linear) thinking — refers to the ability to
process information in orderly prescribed manner. It
involves a step-by-step progression where a response to a
step must be obtained before another step is taken.

Holistic (nonlinear) thinking — refers to the ability to
see the big picture and recognize the interconnectedness of
various components that form the larger system. Itinvolves
expanding your thought process in multiple directions,
rather than in just one direction, and understanding a
system by sensing its patterns. After analyzing the main
factors that influence the emotional intelligence, we turn to
the main components. Emotional intelligence includes five
components. These five areas are interconnected working
together to create an overall level of equalizer, and the
experiences are considered together, but professionals can
highlight each of these areas to put into practice your real
strengths or weaknesses in work and personal life [8].

1. Self-awareness. It is your ability to understand
your own emotions, why they arose, and how to influence
them. It is self-awareness that has become the basis of
emotional intelligence, and it is with it that we need to work
harder to develop and improve emotional intelligence.
Most problems with emotional intelligence stem from
problems with self-awareness. The most common
problems: you do not know what you are feeling and what
to do with it, but you do not understand other people (their
emotions) at all. And the second problem also has a
significant impact on working with colleagues, on
understanding in a team or during work on a project [10].

2. Self-regulation. You can not control everything in
your life, not be able to influence when what emotion takes
place at a particular moment. And in order for you to be
able to clearly understand how long your emotions last,
their intensity needs to develop the skill of self-regulation.
The ability to do these things is self-regulation, and it also
stems from a skill such as self-awareness. Often, self-
regulation involves things like:

- Have self-control

- To be honest and fair to yourself and people

- Be able to adapt

- Being open to everything new

3. Motivation. Motivational function of emotions.
Emotions play a prominent role at all stages of the
motivational process: in assessing the importance of an
external stimulus, in the case of signaling a need that arises,
and in assessing its importance, in predicting the possibility
of meeting the need, in the case of choosing a goal.
Motivation pushes us to take certain actions, and emotion
is already a consequence of what we feel from a situation
or environment.

4. Empathy. While the first two components of
emotional intelligence deal with your own thoughts and
actions, empathy is an innate ability to recognize how
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others feel. Empathy is the ability to understand and
empathize with another person’'s emotional state. It is often
mistaken for us that an empathic person should help others.
But empathy is simply an understanding of another person's
condition, their emotions, and a diminished sense of the
same. Empathy is not equal to action. Empathic support is
about understanding you, your emotions and being here
with you now. This may end in empathy.

Social Skills. Business Awareness: Understand
current events, accountability hierarchies and policies at the
organizational level. Prevention: the ability to recognize
and meet the needs of subordinates, customers or
customers. Inspiration: the ability to lead, drawing a
fascinating picture of the future [9].

Impact: Possessing a number of persuasion tactics.
Self-improvement assistance: Encourage the development
of other people's abilities through feedback and instruction.
Promoting change: the ability to initiate transformation,
improve management practices, and lead employees in a
new direction. Conflict management: resolving differences.
Strengthening personal relationships: Cultivating and
maintaining  social relationships. Teamwork and
Collaboration: Collaborating with Other Employees and
Creating a Team. Unlike 1Q, emotional intelligence can be
developed at any age. If logical abilities develop to 17
years, up to a maximum of 25 (which is why it is so
important not to spend this period in education), then the
peak of EQ development is 40 years.

Here are 4 ways to develop your emotional
intelligence, especially in business sphere:

1. Manage negative emotions. When you’re able to
manage and reduce your negative emotions, you’re less
likely to get overwhelmed. Easier said than done, right? Try
this: If someone is upsetting you, don’t jump to
conclusions. Instead, allow yourself to look at the situation
in a variety of ways. Try to look at things objectively so you
don’t get riled up as easily. Practice mindfulness at work,
and notice how your perspective changes.

2. Be mindful of your vocabulary. Focus on becoming
a stronger communicator in the workplace. Emaotionally
intelligent people tend to use more specific words that can
help communicate deficiencies, and then theyimmediately
work to address them. What made it so bad, and what can
you do to fix it next time? When you can pinpoint what’s
going on, you have a higher likelihood of addressing the
problem, instead of just stewing on it.

3. Practice empathy. Centering on verbal and non-
verbal cues can give you invaluable insight into the feelings
of your colleagues or clients. Practice focusing on others
and walking in their shoes, even if just for a moment.
Empathetic statements do not excuse unacceptable
behavior, but they help remind you that everyone has their
own issues.

4. Know your stressors. Take stock of what stresses
you out, and be proactive to have less of it in your life. If
you know that checking your work email before bed will
send you into a tailspin, leave it for the morning. Better yet,
leave it for when you arrive to the office. Emotional
intelligence can evolve over time, as long as you have the
desire to increase it. Every person, challenge, or situation
faced is a prime learning opportunity to test your EQ. It

takes practice, but you can start reaping the benefits
immediately [11].

EQ and sales. The problem associated with what
personal qualities and skills of sales specialists allow them
to achieve high results is currently being discussed very
actively. Competition in sales has grown, and naturally the
question arose about the resource that must be used for
successful commercial activities. In this regard, there was a
great interest in the role of emotional intelligence in sales.

Emotional intelligence is closely related to the
concept of emotional adequacy (it is assumed that the
emotional reaction is adequate to all parameters of the
situation in which it manifests). In the negotiation process,
both excessive over excitation and excessive retardation
will be inadequate, as well as fear, anger, etc. In addition,
this includes the so-called sensory acuity (i.e. sensory
instinct, which helps a person to see, hear, feel changes in
the emotional state of a communication partner). During
negotiations, sensory acuity (one might say - emotional
sensitivity) allows you to control the process of
communication, ensuring successful progress towards the
desired result [12].

Such close attention to the emotional aspect in the
work of a sales specialist arose not so long ago and there is
still little experience in application. In addition, many sales
managers and sales professionals are quite skeptical about
this issue. At the same time, it seems that the practical
application of EQ during various types of negotiations has
a good future. For example, under equal conditions, the
skillful management of emotions can play a decisive role in
the supply of a certain product.

Turning directly to the management of emotional
intelligence by sales specialists, 3 aspects are considered:

1. Emotional preparation for negotiations.

2. Emotional interaction with negotiating partners.

3. Organization of the emotional background of
negotiations.

You can also actively apply the skills of emotional
intelligence in the field of personnel management, for
example, by measuring its number of indicators - when an
employee accepts a certain position, the manager analyzes
his personal qualities, if during the work they are not
confirmed or inconsistent very often, then the recruitment
manager is reflect on your level of your own EQ.

Conclusions. The 1Q and EQ level are different in
different persons. It is possible that a person has a high 1Q
level, but low EQ count and vice versa. Therefore, the
methods of checking 1Q and EQ also differs.

Taking into account the results of the previously
mentioned studies, it can be assumed that high rates EQ are
a necessary attribute of a successful individual, which, in
turn, implies the need to create special training and
developing emotional competence personality programs.
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MAIN SALES TECHNIQUES AT THE ENTERPRISE

The article deals with the study of existing sales promotion techniques and their effective management. The idea that the proper use of sales techniques
can significantly increase the level of awareness of the company and contribute to its successful development is substantiated. Trade has always been
(and still is) a relatively simple, affordable and reliable business activity. But, we must admit that even in the age of fierce competition, not all modern
top managers, office consultants, salespeople and agents have the sales techniques and relevant skills. How to successfully raise sales in an online store?
How to increase company profits? How to manage sales effectively? By efficiency, we mean increasing sales. Unfortunately, there is no universal recipe
for how to increase trade efficiency. Each company selects its own technique by trial and error, repeatedly testing it in practice. A meticulous approach
is working - you need to gather staff with experience and good sales skills or to train your own team. Successfully chosen technique of effective sales
answers all the questions asked. The paper provides recommendations for the use of sales promotion techniques. Describes how social networks can
affect sales and brand, how accurate customer knowledge can increase existing customers' reach and reach new customers. It is hard to surprise a
whimsical modern client. The market is overflowing with similar offers, each business has serious and dangerous competitors. Effective sales techniques
(telephone, online, and so on) are a prerequisite for developing a company and maintaining stability in sales. The author focuses on how quality customer
service provides a great advantage among competitors and increases the level of loyalty, and concludes that impact techniques depend on many factors
and are situational in use.
Keywords: sales, management, profit, customers, advertising, systems, sales, company, sales techniques.

K. A. JIOBAC
OCHOBHI TEXHIKHA HNIIBUIIEHHSA TPOJAXKIB HA IIIAIIPUEMCTBI

CratTs IpUCBSYEHA IMTAHHIM BUBUYCHHS iICHYIOUMX TEXHIK ITiIBUILICHHS POJAXiB Ta eEeKTUBHOMY yNpaBiIiHHIO HUMH. OOTPYHTOBYEThCS iies PO Te,
[0 caMe TPaMOTHE BUKOPHCTAHHS TEXHIK MPOAAXiB MOXKE 3HAYHO IMiJBUIINTH PiBEHb Mi3HABAHOCTI KOMIAHIl Ta CHPUATH I YCIIIIHOMY PO 3BHUTKY.
Cdepa Toprisii 3axau Oyna (i 3aMHIIa€THCS 3apa3) MOPIBHIHO MPOCTUM, IOCTYITHUM i HalITHUM HanpsSMOM IiANPUEMHHUIIBKOT TisTbHOCTI. Ane, Tpeba
BM3HATH, 1[0 HAaBiTh B €MOXY YKOPCTOKOI KOHKYPEHIII] JaJIeKO HEe BCi Cy4acHi TON MeHekepH, 0(iCHI KOHCYJIBTAHTH, PO ABI i areHTH BOJIOIIIOTH
TeXHIKaMH TPOJaXiB Ta BIANOBIAHUMHU HaBMYKaMH. SIK yCIIIIHO MiJHATH NMPOAaXi B iHTepHET-MarasuHi? Sk 301LTbIIMTH NpuOyTOK KommaHii? Sk
epeKkTUBHO ynpaBiaTd npojaxamu? ITin epeKkTHBHICTIO MM po3yMieMo 30UTbIICHHS 00csriB mpojaxiB. Ha jkanb, yHIBepCaJbHOTO PELENTy, SK
301TBIIMTH €EKTUBHICTH TOPTiBIi, He icHy€e. KosKHE MiAmpueMCTBO MiIOKMpPAaE BIaCHY TEXHIKY METOAOM IPO0 i MOMIIOK, 6aratopa3oBo Te CTYIOUH il Ha
npaktuii. CKpymyJIbO3HUH MiAXiA 1a€ CBOT pe3ynbTaTd — HEOOXiqHO 3i0paTu TaT (axiBIiB 3 JOCBIIOM i XOPOUIMMH HaBUYKaMH Y Npojaaxax abo
TpEeHYBaTH CBOIO BJIaCHY KOMaHZy. Bjano oOpaHa TexHika e()eKTHBHUX MPOAAXIB Ja€ BIIMOBIIl Ha yci moCTaBlieHI mUTaHHSA. Y poOOTi HamalOThCS
peKOMeHail Ul BUKOPUCTAHHS TEXHIK MiJBUILEHHS NMpoakiB. OMUCY€EThCS, K COIlialbHi MEpesKi MOKYTh BIUIMBATH Ha PiBEHb MPOJAXKIB Ta OpeH[,
SIK TOYHE 3HAHHS [IPO KJIIEHTa MOJKE 301LIBIINTH PiBEHb MPOJIAXKIB Cepe]l ICHYIUNX KIEHTIB 1 3a]Ty4UTH HOBUX. [[pUMXIIBOTO Cy4aCHOTO KJIi€HTa BaXKKO
YHMOCH 3[JMBYBaTH. PHHOK NMEPENOBHEHUIT CXOKUMH TPOMO3HUIISIMH, Y KOKHOTO Oi3Hecy € cepilo3Hi i HeOe3neuHi KOHKypeHTH. EQeKTHBHI TeXHIKH
npojaxiB (TeneoHOM, OHJIAMH 1 Tak Jaii) — HeoOXiJHa yMOBa JUIS PO3BUTKY KOMIIaHii i MiATPUMKH cTabUIBHOCTI y peaitizaiii. ABTOp aKIEHTY€E yBary
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