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Cesepina JI. 10. «IIporpama crumy/oBaHHs 30yTy Ta NMpPono3uuii mo ii BTUIEHHIO B
MApPKETHHIOBY dislJIHICTb».

KBamidikamiitna po6oTta Ha 3100y TTS OCBITHBOTO CTyNEHs OakanaBpa 3i crenianbHOCTi «075
MapkeTuHr» 3a OCBITHBOIO MpOrpamMor0 «MapKeTHHr 1 MiKHapogHa JoricTukay. — OnecbKuii
HaI[lOHAJILHUH €KOHOMIUHUH yHiBepcuTeT. — Oneca, 2025.

VY xBamidikamiiHiii poOOTI JOCTIHKEHO TEOPETUYHI 3acajad, 1HCTPYMEHTH Ta MPUHIUIN
PO3pOOKHK MporpaM CTUMYITIOBaHHS 30yTy B KOHTEKCTI MApKETHHTOBOI JiSUTBHOCTI MiANPUEMCTBA.
[IpencraBineHo aHami3 cydacHOro crany 30yTOBOi MOJITHKM Ta MapkeTHMHroBoi crparerii [TAT
«Oneckabelnby», BU3HaU€HO €(PEKTHBHICTh YK€ 3aCTOCOBAHUX 3aXO/(iB CTUMYIIIOBAHHS Ta iX BIUIMB Ha
JIOSUTBHICTB KJIIEHTIB 1 00CSITH peaizamii mpoayKIlii.

Ha ocHOBI BusiBIEHUX O0COOMUBOCTEH MiANPUEMCTBA 3alIPOIIOHOBAHO KOMILIEKCHY TPOTpaMy
CTUMYJIIOBaHHsI 30yTy, SIka BKJIIOYA€ 3HUKKH, OOHYCHI MPOTrpamMu, peKjaMHy MiITPUMKY, y4acTb y
MDKHApOIHUX BHCTaBKaX, BIPOBA/KEHHS HOBHX TEXHOJOTIH, a TAaKOXK 3aXOId 3 IIiIBHINCHHS
kBaniikamii nepconany. HamaHo oOrpyHTyBaHHs eTamiB peai3allii mporpaMu Ta OIIHKY ii
OYiKyBaHOTO BIUIMBY Ha KOHKYPEHTOCIPOMOXKHICTh ITiITPUEMCTBA.

Knrouoei cnosa: cmumynroganusa 30ymy, mapkemunzosa cmpameeis, IIAT «Ooeckabenvy,
OOHYCHI npocpamu, axyii, npocpama N0SIbHOCMI, KAHAIU OUCMPUOYYii, NpPOCyBaHHsA NPOOVKYIi,
KOHKYPEHMOCNPOMONCHICMb.

ANNOTATION

Severina L. Yu. «Sales promotion program and suggestions for its implementation in
marketing activities»

Qualification work for obtaining a bachelor's degree in the specialty “075 Marketing” under
the educational program “Marketing and International Logistics”. — Odessa National Economic
University. — Odesa, 2025.

The qualification work examines the theoretical foundations, tools and principles of
developing sales incentive programs in the context of the enterprise’s marketing activities. An
analysis of the current state of the sales policy and marketing strategy of PJSC “Odeskabel” is
presented, the effectiveness of already applied incentive measures and their impact on customer
loyalty and product sales volumes is determined.

Based on the identified features of the enterprise, a comprehensive sales incentive program is
proposed, which includes discounts, bonus programs, advertising support, participation in
international exhibitions, the introduction of new technologies, as well as measures to improve
personnel skills. A justification of the stages of program implementation and an assessment of its
expected impact on the competitiveness of the enterprise are provided.

Keywords: sales promotion, marketing strategy, PJSC "Odeskabel", bonus programs,
promotions, loyalty program, distribution channels, product promotion, competitiveness.



