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Y cmammi Ha 0CcHO8i y3a2asbHEeHHA HayKosux n02nA0ig 3apybiMHUX i BIMYUSHAHUX yveHUX 06I'pyHMOBAHO iHMe2p08aHy Modesnb KOMMAEKCY MapKemuHay
npodykmie ma nocya 8uUW0i cosimu, AKa ypaxosye ix cneyudiky. ¥ pesynsmami odepiaHo modens «5P + Sy, aka eknovae ssedeHuli Hogul nosienemerm
«proposition», wo 06’e0Hye 83aemonos’a3aHi ma Hedinumi enemeHmu «product», «people» ma «process», @ makox — mpaduyiliHi enemeHmu Komnsex-
cy mapkemurey nocaye: «price», «place», «promotion», «physical evidence». Buxods4u 3 8UCOKoi coyianbHoi 3Hauyw0cmi 0c8imHix nocaye 8 iHmezposaxy
modenb dodaHo enemeHm «social-marketing». ¥ cykynHocmi 3anponoHosaHa iHmMezposaHa mModenb KOMMAEeKCy MapKemuHey npodykmie ma nocaye uujoi
cosimu sens€e cobor cumbios KomepyiliHoeo ma HekomepyiliHo20 MapKemuHey, wio cnpusmume NiOBUWEHHIO COUiaNbHOI ma eKOHOMIYHOI echekmusHoCMi
(pyHKUioHy8aHHA BH3.

Kntouosi cnosa: suwjuii Hag4anbHull 3aKa0, PUHOK MPOOYKMis ma nocsye 8uUW40i 0c8imu, MapKemuHe, KOMNAEKC MapKkemuHy nPodyKmie ma nocnya suuioi

ocsimu, coyianeHuli MapkemuHe.
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Heayc E. B. UumezpuposaHHbIli KoMnAeKc MapKemuHaa ycaye
8bicwe20 06pa3oeaHus

B cmambe Ha ocHoge 0600WeHUsA Hay4HbIX 83219008 3apybextHbIX U om-
eYecmeeHHbIX y4YeHblX 060CHOBAHA UHMe2PUPOBAHHAA MOOEb KOMMAEKCa
MapKemuHea MpooyKmMos U ycaye 8bicie2o 06pa308aHus, KOMopas y4umel-
8aem ux creyuguky. B pesynemame nosy4eHa modens «5P + S», gkawoyaro-
was esedeHHbIl HOBbIU MosuesemeHm «proposition», kKomopblli 06vedu-
HAem 830UMOCBA3GHHbIE U Hedenumble 3nemeHmsl «producty, «people» u
«process», @ Makxe — MpaoduyuoHHbIe 3nemMeHMbl KOMMAEKCa MapKemuHaa
yeaye: «price», «place», «promotiony, «physical evidence». Wcxods u3 ebi-
CcoKoll coyuanbHol 3HaYUMOCMU 0BPA308aMenbHLIX Ycay2 8 UHMezpupo-
8aHHY0 Modesnb 0obasseH anemeHm «social-marketing». B cosokynHocmu
npednoxeHHAs UHMe2pupOBaHHas Modenb KOMMAEKCa MapKemuHaa npo-
dykmos u ycnye ebicwezo 06pazosaHus npedcmaensem coboli cumbuo3
KOMMepYecKoz0 U HeKoMMep4ecKoeo MapkemuHea, Ymo 6ydem crocob-
CMeosamb MosbIWEHUI COYUAnbHOU U 3KOHOMUYecKol 3ggekmusHocmu
(DYHKUUOHUPOBAHUA 8Y3Q.
Kntouesele cnoea: svicwee yyebHoe 3a8edeHue, PbIHOK MPOOYKMO8 U ycaye
8bicle20 06pa308aHUSA, MAPKEMUHE, KOMIEKC MAPKemuHea npodyKmos u
ycaye ebicuie20 06pa308aHuS, COYUAbHbIL MapKemuHe.
Puc.: 3. Taba.: 1. buban.: 29.

Heayc EneHa BaneHMUHOBHA — KAHOUOGM 3KOHOMUYECKUX HayK, 00ueHm,
00KMOpaHm Kagpedpbl MapKemuHea U Kommep4eckol OesmenbHOCMU,
Xapokosckull 2ocydapcmeeHHbIll yHUgepcumem MUMAHUA U mMop20enu
(yn. Knoukosckas, 333, Xapokos, 61051, YkpauHa)

E-mail: gegus.home.com@mail.ru

3 KO)KHUM POKOM CUTYaLis y cdepi Buioi cBitu B Ykpai-

Hi cTae Bce BiABLI CKAAAHOIO Ta HeBU3HAYEeHO. ITomur

Ha OCBITHI IIOCAYTY BMIMX HABYaABHMX 3aKAaAIB (BH3)
CTPIMKO CKOPOYYETHCS], 1110 [IOB’I3aHO, TEPLI 3a BCe, 31 3HU-
YKEHHSIM YMCEABHOCT] aOiTYPIEHTIB — SK HACAIAOK HU3BKOTO
piBHA HapopXyBaHocTi HanpuKiHLi XX —moyarky XXI cTo-
pivua. fAxmo y 2008/2009 . p. y xapkiBcbkux BH3 III-IV
piBHIB aKpepuTalii HaB4aAocs Oiabmre 250 THUC. CTYAEHTIB,
10y 2016/2017 H. p. — Anure 160 tuc. [1], TOOTO KOHTUHIEHT
CTYAEHTIB ckopoTuBcs Ha 36%. 3a inpopmarieio Aemapra-
MeHTYy Hayku i ocBiTt XOAA, 3araAbHuit AllleH30BaHWI1 00-
csr mpuitomy Ao Buwis III-IV piBHIB 3a cTymenem «baka-
AaBp» ckAaapae 39 066 ocib, y ToMy YMCAl Ha AHHY Gopmy
HapuaHHs — 28 901 oci6, Ha 3a0uny — 10 165 oci6. Y 2016 p.
y BH3 III-1V piBHiB akpeauTawii 6yao mpuitasro 27 400

BISBHECIHOOPM N2 10 '2017

www.business-inform.net

UDC 378(085.8)
Zhehus 0. V. The Integrated Complex of Marketing
of Higher Education Services

The article, on the basis of generalization of scientific views of foreign and
domestic scientists, substantiates the integrated model of marketing of high-
er education products and services with consideration of their specificities.
The obtained result is the «5P + S» model, which includes the newly intro-
duced poli-element «proposition», combining the interrelated and indivisible
elements of «product», «people» and «process», as well as the traditional
elements of the service marketing complex: «price», «place», «promotion»,
«physical evidence». The «social-marketing» element has been added to the
integrated model on the basis of the high societal importance of educational
services. Altogether, the proposed integrated model of the complex of mar-
keting of higher education products and services is a symbiosis of commercial
and non-commercial marketing, which will enhance social and economic ef-
ficiency of functioning of higher educational institution.
Keywords: higher educational institution, market for higher education prod-
ucts and services, marketing, complex of marketing products and services of
higher education, social marketing.
Fig.: 3. Thl.: 1. Bibl.: 29.
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oci6, 1m0 Ha 30% MeHe AinensiitHoro o6csry [2]. Kpim toro,
0COOAMBOCTAMMU PUHKY MOCAYT BUILIOL OCBiTM XapKiBCbKoi
00AaCTi € 3arocTpeHHs KOHKYpeHLil Ta BUCOKMIl piBeHb
KOHLIeHTpaLii BUIMX HABYAAbHUX 3aKAaAiB IV piBHA akpe-
iHcTuTyTH). TaKMM YMHOM, MPOIMO3ULIS OCBITHIX MOCAYT
BH3 snauuo nepesuiye nonut. [1pu 1ipomy chopmysascs
PYHOK IOKYIILA, AASL PYHKLIIOHYBaHHS Ha AKOMY HEOOXiAHO
He MPOCTO NPOIOHYBATU TPAAMLINHI OCBITHI OCAYTH, a 3a-
0Oe3reuyBaTy ix BiAIIOBiAHICTb TOTpeOaM CIIOXKMBAYIB Ta AO-
KAQAQTV AOAATKOBIUX 3YCUAD AASL iX TIPOCYBaHHS.
3aAMuaoyncy 6araTo B YOMY CYCIiABHUM OAarom,
IoCAyTM BUIOI OCBiTH BCe OiAbllle CTAIOTb TOBAPOM 32
CBOEIO CYTTIO, IO MOB’SI3aHO 3i CKOPOYEHHSIM OIOAXKETHOTO
(iHaHCYBaHHA i 3pOCTAHHAM YaCTKU IAQTHUX TIOCAYT Y Aep-
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xaBHux BH3. AokopiHHi 3minu, ski BiabyBaoTbhcs y cdepi
BUIIOI OCBITH, a caMe — 3MiHM IpaBoBoro crarycy BH3, ix
aBTOHOMI3allist, KoMepliaAi3alist MOCAYT i HaOyTTS HUMM
rOCIOAAPCHKIX KOMIIETEHLIill, 3yMOBAIOIOTh HEOOXIAHICTD
MOA€PpHi3alii cucTemMu ynpaBAiHHSA HUMM SIK TOCIIOAQPIOI0-
UMY Cy0'eKTaMIL

cepi BULLI0] OCBITH HACTAB YaC aKTUBHOTO PO3BUTKY

i BipoBapxeHHs MapkeTuHry y BH3 sax dirocodii

MiATTPMEMHULTBA Ta PUHKOBOI KOHLEMLii yIIpaBAiH-
Hs. MapKeTUHT NPOIMOHYETbCA PO3TASAATU SK CUCTEMY, B
OCHOBI AIKOI pPMHKOBOOPi€HTOBaHI MOTASIAM Ta IlePEKOHAHHS
IJ0AO OOIPYHTOBAHOrO BMOOPY MapKETMHIOBUX METOAIB,
TEXHOAOTiH, 3ac00iB Ta iHCTPYMEHTiB aKTMBHOTO, iHillia-
THMBHOTO, LiA€CIIPSIMOBAHOTI'0 BITAMBY Ha PMHOK Ta iCHYI0UMI1
TOINT, KYIiBEABH] IlepeBary CroXuBayis, GOpMyBaHHS HO-
BJIX TIOTPED a TaKOX HAaAQrOAXKEHHS B3a€EMOBUTIAHMX CTO-
CYHKIB 3 yCiMa 3aljiKkaBA€HVMY CTOPOHAMM 3 YPaXyBaHHAM
IHAMBIAYaABHUX ITOTPED CIIOXXMBAYIB, KOMEPLIHIX, EKOHO-
MIYHJX Ta COL{aABHMX IHTEpEeCiB FOCIOAAPIOI0YOro Cy0 exTa
Ta CyCHIiABCTBA B LiAOMY. KAIOWOBMM NMUTaHHAM MapKeTUH-
Iy TMATPMEMCTB pisHUX cdep AIIABHOCTI € GopMyBaHHS
HCTpyMeHTaABHOrO HabOPY — KOMIIAEKCY MAapKETHHIOBUX
3ac00iB Ta TEXHOAOTI, SKi BUKOPMCTOBYIOTbCS AASL AOCSI-
HEeHHsI MapKeTMHIOBUX LiiAeil. OCOOAMBO aKTYaAbHUM Ad-
HMIT acieKT € y cepi BUILoi ocBiTH.

AocaiaxenHs y cdepi MapkeTHHTY BUILOT OCBIiTH 3a-
PYODKHMMM BYeHMMM ITOYAAM TPOBOAUTUCS HAbAraTo paHi-
1€, TOMY HYMM HaIpalbOBAaHO 3HAYHMII TEOPETUYHMIL Oa-
3uc. OcoOAMBY yBary posBUTKY MAXOAIB A0 HOpMYBaHHS
KOMIIAEKCY MapKeTUHTY YHiBepPCUTETiB TPUAIASAU BUYEHi
pisunx kpain: B. Andrlic, H. Budic, V. Pismis (Xopsaris) 3],
R. Bhaskar (Imais) [4], L.-C. Enache (Pymynis) [5], Filip A.
(Pymynis) [6], Gaji¢ J. (Cepb6is) [7], ]. Hemsley-Brown Ta
I. Oplatka (Beauxobpurawnisi) [8], 1. Jonathan (Beauxo-
opuranis) [9], Lé Quang Truc, Tran Van Hoa (B'etnam)
[10], V. R. Luki¢, N. Luki¢ (Cepb6is) [11], M. Alipour,
A. Aghamohammadi, R. Ahmadi i S. H. Hoseini (Ipan)
[12], J. Muskinja, M. Radisi, D. Dobromirov, M. Ferencak
(Caogenis) [13], O. Ogunnaike, T. T. Borishade, S. Adeniyi,
0. O. Omolade (Ipan) [14], D. Rudd, R. Mills (CIIIA) [15],
E. K. Soedijati i S. A. Pratminingsih (Inponesis) [16],
K. Starck, S. H. Zadeh [17], M. Wiese (ITiBaenna Adpixa)
[18]. Cepea, BITUMBHSHMX YYeHMX y HAIpsMi PO3BUTKY Te-
OPeTHYHNUX MIAXOAIB A0 GOPMYBaHHSA KOMIIAEKCY Mapke-
tunry y BH3 npauosaan B. Amutpies [19], B. KoBaabuyk
i C. Biabuuncoka [20], T. KpaBuenko [21], A. Moruaosa
[22], T. Oboaencoka [23], B. Cuuenxo [24], H. aoBera [25],
H. flnuenko ta B. IToaboBa [26]. ITpoBepeHMIT KOHTEHT-
aHaAl3 HayKoBMX NyOaikauill moa0 GOpMyBaHHA KOMII-
AEKCY MapKeTHHIY y cdepi BuLIOI OCBITH TOKa3aB BUCOKY
aKTYaAbHICTb AQHOTO ACIEKTY, A€ 11 TAKOXX 3HAYHY Pi3HO-
MaHITHICTb TOTASIAIB, BIACYTHICTb €AMHOTO TAXOAY. Auc-
KYCIfHUMI 3aAMIIAIOTHCA NMUTAHHS KOHQIrypauil Mopeai
KOMITAEKCY MapKeTUHTY Ta BUOOPY eAeMeHTiB, sKi HeoOXiA-
HO AO Hel BKAIOYATY. YPaxoByIOUM Ba>KAMBICTDb BUpIlleHHS
AQHOI HAyKOBO-TIPAKTUYHOI MPOOAEMH, TTOAAABIIOTO TeO-
PETUYHOrO PO3BUTKY Ta OOIPYHTYBaHHA NOoTpebye hopmy-
BaHH: KOMITAeKCY MapKeTuHry y BH3.
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Memoro cTaTTi € OOIPYHTYBAHHS MOAEAI KOMIIAEKCY
MapKeTMHIY BUIIOTO HABYAABHOTO 3aKAAAy Ha OCHOBI y3a-
raAbHEHHSI HAYKOBMX IIOTASIAIB 3apYODKHMX Ta BITUM3HSIHUX
YYeHUX Ta 3 ypaxyBaHH:IM raAyseBoi creludiku.

Y cBiTOBII HayLli Ta IPAKTULi CKAQAUCS Pi3Hi MAXOAY
AO hOpMYBaHHsI IHCTpyMeHTaAbHOI KOH}Irypawii KoMmaek-
Cy MapKeTVHTY, BOHU 3Ae0iAbLIOrO 0a3yloTbCs HA KAACKHY-
Hill MoaeAi «4P», Ky po3BuHys EAMyHA Asxepomi MakkapTi
[27]. BoHa BKAIOYa€E TaKi eAeMeHTH: «product» — IPOAYKTO-
Ba TOAITUKQ; «price» — BU3HAYEHH:A OPi€HTUPIB, NPUHLM-
IiB Ta METOAIB BCTAHOBAEHHS LiH; «promotion» — 3acobu
IPOCYBaHHS; «place» — METOAM PO3IOAIAY, KaHAAU 30YTY.
YpaxoByioun BaXXAUBICTD MPOLIECY HAAQHHS MTOCAYTH, Yyac-
Ti B HbOMY [IEPCOHAAY, @ TAKOXX YMOB Ta arMocdepu 0bcAy-
rosyBaHHs, M. DirHep TpaHchOpMyBaB KAQCUYHY MOAEAD
KOMIIAEKCY MapKeTUHTY «4P» y MOoAeAb MapKeTMHIY IO-
cAyT «7P» [28], AOAQBLIV TaKi eAeMeHTH, 5IK: «personnel» —
IIEPCOHAA, 10 HAAA€ MOCAYTH; «process» — OpraHizauis Ta
eTamM HAAQHHS TOCAYTY; «physical evidence» — BisyaabHi
Ta MaTepiaAbHi €AeMEHTH, AKi OL|iHIOIOTbCS KAIEHTOM i € AO-
Ka30M AKOCTi OCAYTU. AOLIIABHICTb BBEACHHS AOAATKOBUX
€AEMEHTIB AO KOMITAEKCY MapPKETUHIY TIOCAYT 3yMOBA€Ha i
creliyHMMY XapaKTePUCTUKAMM: HEBIAUYTHICTIO, HeBiA-
AIABHICTIO IPOLIECiB HAAQHHS Ta CIIO)KMBAHHSI, HEMOCTIlIHIC-
TIO SIKOCTi, HEAOBIOBIYHICTIO Ta HEMOXAMBICTIO 30epiraH-
Ha. KpiM 3a3HaueHux, IpoAYKTH Ta MOCAYTM y cdepi BuILoi
OCBITY MAIOTh HU3KY CIIeLbiYHIX 0COOAUBOCTEN AASI AQHOT
raAysi, sIKi 3YMOBAIOIOTb HEOOXiAHICTb aAanTaL}i KOMIIAEKCY
MapKeTHHTY TOCAYT «7P» A0 chepu BuILoi ocBiTH.

HaykoBLji ycboro cBiTY, SIKi OMiKYIOTbCA PO3BUTKOM
MapKeTHHIY y cbepi BUIIOI OCBiTH, 3HAUHY YBary mpuai-
ASIOTH TIPo6AeMi GOPMYBAHHS ONTMMAABHOIO KOMIIAEKCY
MapKeTHHIY. Y 3apyODKHUX HAayKOBUX AXKepeAax 3yCTpida-
I0TBCSI Pi3Hi OTASIAM Ha FI0T0 MOAEAD (maba. 1). Y pe3yab-
TaTi KOHTEHT-aHaAi3y 3'5icCOBaHO, 1110 OiAbLIICTb 3apyOIKHIX
HAYKOBL|iB, TIpalli IKMX aHAAI3yBaAMCS, AOTPUMYIOTbCS KAA-
CUYHOI MOAEAI MApKETUHTY HOCAYT «7P».

AlA BIABHAQUUTH, IO Y AOCAIAKEHUX IIAXOAAX AO

bopMyBaHHS MOAEAl KOMIIAEKCY MAapKETUHIY Y

cdepi BuL{OT OCBITH Pi3HUMY aBTOPAMU OYAM BKAIO-
YeHi SK 3araAbHONPUIHATI eAeMeHTH, TaK i aBTOPChHKi.
Cepep aBTOPCBKNX €AEMEHTIB BUABAEHO: professor — Ipo-
becopu; parent teacher communication — KOMYHIKaLii Bu-
KAapauiB i3 Oarbkamm: privilege — mpusiaei; IT — iHpopma-
LiHI TeXHOAOTII; image&reputation — IMIAX 1 pemyTauis;
programing — TIPOTPaMHMII TiAXiA; positioning — mosulii-
I0BaHHS; partnership — TapTHEPCTBO, B3aEMOBIAHOCKHIN;
packeging — NPOIOHYBAHHS MAKETHUX MPOAYKTIB. Bupias-
104N 1li @AeMEHTH, aBTOPM HAMAraAlCs 3BepHYTU yBary Ha
0COOAMBY POAD Ta BAKAUBICTb AQHMX ACIIEKTiB MapKETUHIY
BH3. Ilpore AMCKYyCilTHUM BBa’KaeEMO AOLIABHICTD iX BMO-
KPEMAEHHI, OiABII IPAKTUYHNM 3 TOUKY 30pY GOPMYBaHHS
METOAOAOTIYHOTO MAXOAY BB)KAEMO PO3TASIA iX Y KOHTeK-
CTi 3araAbHONPUIHATYIX €AEMEHTIB.

Pi3HOMaHITHICTD MIAXOAIB Ta BIACYTHICTb €AMHOTO
HOTASIAY Ha (OPMYyBaHHsS KOMIIAEKCY MApKETMHIY MOCAYT
BUIO] OCBITU 3YMOBAIOIOTb HEOOXiAHICTb OOIPYHTYBAHHs
AAEKBATHOI Cy4YaCHMM BMMOTaM i raAy3esiit crenudini Mo-
AeAl. Y KOHTEKCTi BMpIllleHHS AQHOI HayKOBO-TIPaKTUYHOI
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Tabnuusa 1

Migxopu BiITYUN3HAHUX i 3apy6iXKHUX yueHUX A0 GOPMYBaAHHA KOMIMIEKCY MapKeTUHrY y chepi BMLLOT OCBITK

ABTtop(-n) Mopen komnnekcy EnemeHTn, Wwo BxoaATb Ao moaeni
P MapKeTuHry - AATH RO MoA
3apy6ixHi e4eHi
Muskinja J., Radisi M., Dobromirov D., Ferencak M. «4P» product, price, place, promotion
Ogunnaike, O. Olaleke, Taiye Tairat Borishade, Sholarin Adeniyi,
Odubela Oyeyemi Omolade, Gaji¢ J., .-C. Enache, J. Hemsley- duct orice. ol i |
Brown, . Oplatka, I. Jonathan, E. K. Soedijati, S. A. Pratminingsih, «7P» pigc:scs' pr:lcs?cgl Zf/?(’jz:]oc?o lon, people,
R. Bhaskar, Filip A., L& Quang Truc, Trin Viin Hoa, M. Wiese, P Py
N.van Heerden, Y. Jordaan & E. North
product, price, promotion, a Takox
M. Alipour, A. Aghamohammadi, R. Ahmadi, S. H. Hoseini «6P» aBTOPCbKi — professor, parent teacher
communication, privilege
Andrlic B,, Budic H, Pismis V. product, price, place, promotion, people,
process
product, price, place, promotion, people,
Rudd D., Mills R. «9P» programing, positioning, partnership,
packeging
Starck K., Zadeh S. H. «4P +2l» !olace, promothn, people, process, IT,
image&reputation
Bimyu3HsAHi 84eHi
[mnTpies B, Anosera H, TP product, prlcg, pIacg, promotion, people,
process, physical evidence
Kosanbuyk B. i BinbunHcbka b., Morunosa A., KpasueHko I, Py roduct. price. place. promotion. beople
CnyeHko B., O6oneHcbKa T, fAHUeHKo H. P + Price, place, p peop

IpoOAEMY BBXKAEMO 38 HEOOXiAHEe NEePErAsSHYTH Ta MOAM-
GikyBaTy TpaAMLIIHY MOAEAb KOMIIAEKCY MapKeTHHIY I0-
CAYT «7P» BiAIIOBIAHO AO 0COOAMBOCTEIT IPOAYKTIB Ta IO-
cayr BH3, nporiecis ix HapaHHSL.

Buxoasau 3 TOrO, I1j0 HAAQHHS TOCAYT BUIOI OCBITH €
PEe3yABTaTOM OAHOYACHOI B3a€MOA|I TAKMX €AEMEHTIB KOMII-
A€KCy MapKeTVHTY, sIK product, people Ta process, ix AOLiiAb-
HO BBKaTy HEBIAAIABHUMI, Y CYKYIIHOCTi BOHYM CHPUAIOTD
(GOopMyBaHHIO CIIO>XMBYOI LIiHHOCT] IPOIIOHOBAHMX MPOAYK-
TiB Ta NOCAYT. PO3rAsiHEMO Lie Ha NIPUKAAAL OCBITHIX IIpo-
AykTiB Ta mocayr BH3 (puc. I).

HacAIAOK B3aeMoAli product, people Ta process y Bu-

3HaueHoMy BH3 BipOyBaeThcs eHAOCHMOi03 3a3Ha-

YeHMX eAeMEHTIB KOMIIAEKCY MapKeTUHTY, CHiBiCHY-
BaHH: SKMX CIIpYsIe OPMYBAHHIO YHIKaAbHOI TOPTOBOi IPO-
nosuii (Unique Selling Proposition — USP) i3 BusHaueHO0
croxxnsyoro HinHicTio. Crpareris USP, Ky 3amoyaTkoBaHO
Poccepom PiBcoM crioYaTKy sK peKAAMHy CTPATETiIo, a AaAi —
AK cTpaterilo nmosuuiloBaHHA [29], A03BoAsie chopMyBaTu
BiAMIHHMIT Bip ICHYIOUMX CIIOXKMBYMII MOTUB, OB S3aHMI
i3 BUHATKOBMMY BAACTMBOCTSIMYM IIPOIIOHOBAHOTO TOBApy
4y MIOCAYTH, SIKi AO 1IbOTO KOAHMM YYAaCHMKOM PUHKY He
IpOMoHyBaAncs. Takuil maXiA AO3BOAUTD CTBOPUTY HOBe
YABAEHHS IJOAO MPOAYKTIB Ta MOCAYT BUILIOI OCBIiTH, iX TIPO-
CyBaHHA. BuxoasduM i3 3a3Ha4eHOro, yHiKaAbHy TOPTOBY
nponosutifo (YTTI) Ha PUHKY IPOAYKTIB Ta MOCAYT BULO]
OCBITY ITPONOHYETHCS POSTASAATU AK CYKYIHICTb aCMeKTiB,
o BiapisHsaoTh BH3 Ta/abo 110ro mpoAyKTH/TOCAYTH BiA
inumx. TIpy upomy xoaeH i3 BkatoueHux Ao Y TTI eaemen-
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TiB He MOXe icHyBaru 6e3 iHIMX, 30KpeMa aHi product, aHi
process He MOXYTb OyTu 6e3 people Ta HaBIAKU.
Opepxaumil y pesyAbTaTi eHpAocuMbio3y product,
people Ta process moAieAeMeHT KOMIIAEKCY MapKETVHT'Y IIPO-
TIOHY€ETBCS HA3BATU «proposition» (puc. 2), o B IIePeKAaAi 3
QHTAINCbKOI 03HAYA€E «IIPOMO3ULIA» 1 BIATIOBIAA€ TPAAULILIM
(bopMyBaHHA eAeMEeHTIB KAQCUYHOTI'O KOMIIAEKCY MapKeTHH-
I'y, OCKiAbKM IIOYMHAETDCS Ha AiTepy «P». Y eBHOMY BUTASI-
Al AQHUIT TTOAieAEMEHT MOXe OYTU 0COOAMBUM AASL BU3HA-
4eHoro BuAy nocayry BH3, vacy ta micuy ii HapaHHS.
HacTynHuM BaXAMBUM acHeKTOM (OpPMyBaHHA
aAeKBaTHOI raay3eBill crienmdilli MoaeAi KOMIIAEKCY Map-
KETHHI'Y POAYKTIB Ta IOCAYT BULIOI OCBIiTH € HEOOXIAHICTD
ypaxyBaHHA iX CycCmiAbHOTO Xapakrtepy. IIpoAykTy Ta mo-
CAYTY BUIIOI OCBiTY BOAHOYAC MOCTAIOTH K IPUBATHE i K
cycriabHe Oaaro. Lle 3ymoBA€HO THM, 110, 3 OAHOTO 6OKY,
OCBITHi IOCAYTM BiAirpaioTh BaKAUBY POAb y (OpMyBaH-
Hi iHAMBiAyaAbHOI ocoOucTocTi, 1i iHTeAeKTyaAbHOro Io-
TeHIIiaAy, Bia fAKOro 3aAeXaTb MOXAMBOCTI HpodeciiHoi
AISIABHOCTI, piBeHb AOXOAIB, AKICTb XMTTA. A 3 iHmIoOrO,
Y CYKYmHOCTi BiAOyBaeTbcs GOpMYBaHHS HALIOHAABHOIO
AIOACBKOTO KaIliTaAy CYCHIiABCTBa B LIiAOMY, 1110 € HeobXiA-
HUM AASI 3a0€3IIe4eHHsI COLIIaABHO-eKOHOMIYHOTO 3POCTaH-
HA, HIABMIIEHHS TIAOOAAbHOI KOHKYPEHTOCIPOMOXKHOCTI
KpaiHn. TMM caMuM NPOAYKTHM Ta NOCAYIM BMILIOI OCBITU
CIIPUAIOTb 3aA0BOAEHHIO IHAMBIAYAaAbHUX, KOAEKTUBHUX i
cycriapHux motped. Y 38’s13ky 3 yum BH3, Ha BiaMiHY Bip
iHIIMX rocrmopapioyuMX Cy0'eKTiB, Bis CAMOrO MOYATKY Ie-
PECAIAYIOTD ABI Ipymu LiAeit: OisHec-1jiAl Ta coLfiaabHi, Ipu-
4OMY OCTaHHi B cuAy npupopy BH3 sk ocsitHboi ycTaHoBK
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XTO? AK? o?
4 {} N\ 4 N\
people
Keanidikauis,
HayKOBi iHTepecu OpraHizauis OcBiTHI nporpamuy,
Ta AOCArHeHHA HaBYaJibHOro 3MicT, CTPYKTYypa
BMKMagauis, npouecy, Ta obopMneHHs
3HaHHA, 4OCBIA, npoBefeHHs HaBYaIbHUX
KpeaTUBHICTb, 3aHATb, MaTepianis,
KOMYHiKaUinHICTb, KOHTPOJ1b 3HaHb metoau
3[aTHICTb Ta TEXHONOT i
BMPOGNATU HaBYaHHA
Ta nowmnpoBaTu
3HaHHA
< JAN ) L>
~

~

~

Cno»KMBYa LiiHHICTb MPOMOHOBAHMX OCBITHIX
npoaykris Ta nocnyr BH3

Puc. 1. B3aemopia enemeHTiB KOMMIEKCY MapKETUHIY OCBiTHIX NPOAYKTIB Ta nocnyr

people

{ ( process
Q product ) |

Hosuti

+ | nonienemenm

/ PROPOSITION - \

YHiKafibHa Toprosa
nponosunuin
(Unique Selling
Proposition) —
CYKYMHICTb acrekTiB,
Lo Bigpi3HAOTL BH3
abo noro
npoayKTn/nocayru
Bif, iHWNX

Puc. 2. CyTHicHa ocHOBa yHiKanbHOi TOproBoi npono3uuii y cdpepi BnLLoi ocBiTn

3aAMIIATUMYThCS TPIOPUTETHUMU AASI CYCITIABCTBA. Buxo-
ASIUM 3 LIOTO CKAAQAHMIT MeXaHi3M QYHKLIOHYBaHHS PUHKY
MIOCAYT BUIIOI OCBIiTY IIOEAHY€E PUHKOBE CAMOPETYAIOBAHHS
Ta AEpP’KaBHE PETYAIOBAHHS, 1O 3yMOBAIOE HeOOXiAHICTD
ypaxyBaHH:I 1IbOT0 aCIeKTY IIiA Yac OOIPYHTYBaHHS MOAEAI
KOMITAEKCY MapKETVHI'Y ITOCAYT BUIIOI OCBITH.

Cniyparounchb Ha HaBeAeHi MipKyBaHHS, MOAEADb KOMII-
A€KCY MAapKeTMHTY IOCAYT «7P» 3ampomnoHoBaHO MoAMi-
KYBaTyl B MOAEAD «5P» LIASIXOM 3aMiHM B3a€MOIIOB SI3aHUX
Ta HeBipAIAMMUX eAeMeHTIiB product, people Ta process Ha
IIOAieAeMeHT proposition Ta AOIIOBHUTH €A€MEHTOM COLi-
AABHOTO MapKeTUHIY (social-marketing), sKuit BUKOHYBaTH-
Me POAb iHCTHUTYLIOHAABHOTO iHCTPYMEHTA PeryABaHHSA
TaAy3eBOTO PUHKY IIOCAYT BUILOI OCBIiTH, TOMY AM3QiH iH-
TErpoBaHOI MOAEAI KOMIIAEKCY MapKeTVHIY MOCAYT BHMIIOL
OCBITH IpUIIMe TaKuit BUTAsIA: «5P + S» (puc. 3).

Y aistaprocTi BH3 coufiaAbHMIT MapKeTHHT HeoOXiA-
HO PO3TASAATU K OCOOAMBUII BUA LIAECIIPSMOBAHOI Ai-
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SIABHOCTI I[0AO OpraHisallii Ta peaaisauii nporpam (Habopy
3aXOAIB) COLJIAABHOTO MAPKETHUHIY Ha PUHKY ITOCAYT BULO]
ocBiTy, 1o noTpebye GopMyBaHHA HOBOIO BUAY COLiaAb-
HO Opi€HTOBAHOI MPAKTUKY (TexHOAorii) MapkeTuHry. Bu-
KOPUCTAHHS coLjaApHOro MapketuHry y BH3 e Heobxip-
HOI0 YMOBOIO BUDILlIeHHS TIPOTUPIY TIOMUTY Ta NPONO3ULii
HA PUHKY IIOCAYT BUILOI OCBITH, IX TIOAQABIIOTO PO3BUTKY
B AOBIOCTPOKOBill NePCIeKTVBi. YPaXxoBylOuy AepKaBHO-
PMHKOBe peryAoBaHHS cdepy BUIIOI OCBITH, 3aIPOIOHO-
BaHa iHTerpauisf TPaAMLiTHOTO MapKeTMHTY MOCAYT i co-
LIiaAbHOTO MapKeTUHTY BiANIOBiAd€ 3MilllaHOMY XapakKTepy
TIOCAYT BUILOI OCBITM Ta CIPUATHME 3aA0BOAEHHIO IOTPeO
yCiX 3allikaBAGHMX CTOpPiH Ha BIiAIIOBIAHOMY TaAy3eBOMY
puHKy. Came iHTerpoBaHy MOAEAb KOMIIAEKCY MapKeTVH-
I'y IOCAYT BUIOI OCBIiTY HEOOXIAHO POBTASIAQTH SIK OAHE i3
0a3MCHYX TOAOXKEHb KOHLIENTYaAbHOT OCHOBY (POPMYBaHHA
cucremu MapkeTuHry y BH3.
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Cneuundika nocnyr BULLOT OCBITY

MogundikoBaHuin
Komnnekc J\ KOMIneKc CouianbHui
MapKeTUHry _/ MapKeTUHry + MapKeTuHr | =
nocnyr «7P» nocnyr BULOT «S»
OCBITU
product proposition [ 3
IHTerpoBaHuin
price - KoMMneKc
price social- MapKeTUHry
. = nocnyr
place marketing il
place BULLOT OCBITW
promotion «5P + S»
promotion
people
physical ||
—  process evidence
Hexkomep-
L | physical KomepuintHun LiHWi =
evidence MapKeTUHI MapKeTUHr

Puc. 3. Mogenb KomnieKcy MapKeTUHIY NOC/Yr BULLOT OCBITH

KosxeH i3 eAeMeHTIB, BIAHECEHMX A0 MOAEAI KOMITAEK-
Cy MapKeTUHTY MOCAYT BULIOI OCBITH, BKAKOYA€E MEBHUI Ha-
0ip IHCTpyMeHTAaABHIMX 3aC00iB, BUKOPUCTAHHSI SIKUX CIIPU-
ATYIMeE AOCSTHEHHIO MapKeTHHIOBUX Ljiaeit BH3.

BMCHOBKU

YHacAIAOK mpoiieciB MapkeTu3aLii chepu BuiLoi 0CBi-
! Ta ii pedopMyBaHHS Tepes BUIIMMU HABYAABHUMU 3a-
KAaAaMV BUHMKAY HOBi 3aBAQHHA. BoHM QyHKIiOHYIOTb Ha
PUHKY IPOAYKTIB Ta TOCAYT BUILIOI OCBITH B)Ke He TPOCTO K
OCBiTHi 400 HAYKOBO-AOCAIAHI YCTaHOBI, a K CY0'€KTH roc-
MIOAQPIOBAHHS, 1[0 3yMOBAIOE HEOOXIAHICTb BIIPOBAAIKEHHS
PMHKOBUX IHCTPYMEHTIB YIPaBAiHHS, AASL YOro MOTpiO-
Ha BIATIOBiAHA CMCTeMa MapKeTMHIY. [HCTpyMeHTaAbHOIO
CKAAAOBOIO Lji€] CYICTeMY € KOMIAEKC MapKeTUHTY — CYKYII-
HiCTb B3a€MOIIOB SI3aHVX EAEMEHTIB, ITeBHA CTPYKTYpPa AKUX
3abesmneuye AOCATHEHHS MIOCTABAEHOI METH Ta BUPIlIEHHs
MapKeTMHIOBMX 3aBAaHb QyHKuioHyBaHHA BH3 Ha crenu-
(GiyHOMY raAyseBOMY PMHKY.

3a pe3yAbTaTaMy y3araAbHeHHs CBITOBOTO Ta BiTuM3-
HSHOTO AOCBIAY Ta 3 YpaXyBaHHAM CIeLMQIKM MOCAYT BU-
101 OCBiTM 3aIIPONIOHOBAHO iHTETPOBAHY MOAEAD KOMIIAEK-
cy MapkeTHHry «5P + S», BIpOBaA)KeHH AKOI B MapKeTHH-
roBy crctemy BH3 e HeobOXiaHMM AAsT 3a0e3meyeHHs i0ro
KOHKYDPEHTOCIIPOMO>KHOCTi Ha PMHKY, CTBOPEHHS YMOB AASL
MOAQABIIOTO PO3BUTKY. AKTYaAbHMM HANPSMOM IOAAAb-
LIMX AOCAIAKeHD y chepi MapKeTHHI'Y POAYKTIB Ta OCAYT
BUILIOL OCBITU € PO3pOOKA TEOPETUKO-METOAUYHUX OCHOB
J10T0 OpraHisawil y BUIYX HAaBYAAbHUX 3aKAAAAX. |
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