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JlurnomHa po0OoTa MPHUCBSYCHA JTOCIHIIPKEHHIO TEOPETUYHUX Ta TMPUKIAIHUX aCHEKTIB
MapKETUHTOBOI MIsUIBHOCTI TOProBeNbHOTO MianpuemcTsa Ha npukiaaai TOB «IIpodi [TpomykTy,
110 CIIeiali3y€eThCs Ha MOCcTa4anH1 nmpoaykiii as 3akiaaniB HoReCa.

[IpoBeneHO KOMIUIEKCHY OLIIHKY BHYTPIIIHBOIO Ta 30BHIIIHBOTO MAapKETHHIOBOTO
CepeIoBHINa MiAIPUEMCTBA, 30kpeMa 3a normomororo SWOT- ta PEST-anani3y, a Takok BUBYCHO
MapKeTHHT-MIKC KOMITaHii Ta piBeHb i KOHKYPEHTOCIIPOMOXXHOCTI Ha PUHKY. BHUsBIECHO KITIOYOBi
po0OJIeMH, IO CTPUMYIOTh PO3BUTOK MiAMPUEMCTBA, 30KpeMa HEAOCTaTHIN piBeHb U pOBi3alil
MapKETUHTOBOI JIsSTILHOCTI Ta 0OMEKEHICTh KaHAIIB B3aEMOJIIiT 3 KITIEHTaMH.

Y po0oTi 3amporoHOBaHO NPAKTUYHI 33aXOAW IIOMO BIOCKOHAJICHHS MapKETHHTOBOI
cTparerii, miABUIIEHHS €(EKTUBHOCTI IHTEPHET-IISUIBHOCTI, 3aCTOCYBaHHSA LU(POBUX
IHCTPYMEHTIB Ui TPOTHO3YBaHHsS TMOMWTY, TEPCOHANI3alil KOMEPIHHUX MPOMO3UIIA 1
aBTOMaTH3aIlil 00CITYrOByBaHHS KIIIE€HTIB.

Pesynbratn gocCmiKeHHST MAarOTh MPAKTUYHY I[IHHICTH JJISl MiABUIICHHS €(EKTHBHOCTI
mapkeTrHroBoi aismpHOCTI TOB «IIpodi [IpomykT» Ta MOXyTh OyTH ajganToBaHi 1O MOTPEO
aHAJIOTIYHUX KoMITaHii y cdepi B2B-muctpudymii.

KawuoBi cioBa: MapkeTHMHroBa  JisUIbHICTh,  MAapKETHHT-MIKC, TOPrOBEJbHE
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The thesis is devoted to the study of theoretical foundations and practical approaches to the
The thesis is devoted to the study of theoretical and practical aspects of marketing activities of a
trading enterprise, using the case of LLC "Profi Produkt," a company specializing in supplying
goods to the HoReCa sector.

A comprehensive assessment of the internal and external marketing environment of the
company was conducted, including SWOT and PEST analysis. The marketing mix and the
enterprise’s level of competitiveness in the market were examined. Key problems hindering the
company's development were identified, such as insufficient digitalization of marketing activities
and limited client interaction channels.

The thesis proposes practical measures to improve the marketing strategy, enhance the
effectiveness of online activities, and implement digital tools for demand forecasting, personalized
offers, and automation of customer service.

The results of the study are of practical value for improving the marketing performance of
LLC "Profi Produkt" and can be adapted for use by similar companies in the B2B distribution
sector.

Keywords: marketing activities, marketing mix, trading enterprise, competitiveness,
development strategy, digital tools, HoReCa.



