MAPKETUHI" CTPATEMMJA 3A OJUGEPEHUNPAKE HA NMOHYAOATA

AncTtpakT

MapkeTuHr cTpaTternjaTta 3a agndepeHumnpate Ha NoHyauTe e 3HadajHa 1 npudareHa
cTpaTtervja,npeq ce o4 cTpaHa Ha noronemuTe npaeHu cybjekTn.JudepeHumpareTo
Ha NOHyAuTe JoBedyBa A0 noronema Jobueka u noronema peHTabunHocT Bo
paboTereTo Npeky HacovyBakwe Ha nobapyBaykaTa Ha OapeaeHM KaTeropum
KynyBaudm KOH NpoM3BOA0T Ha npeTnpujatmeTo.BepTukanHoTo gudepeHumpare Ha
NMOHYANTE € HACOYEHO KOH KBaNMTETOT Ha NPOM3BOAOT KOj Ce corneayBa KOKO
CynepuopeH,a Ha KOHKypeHuunjaTa Kako nHdepuopeH.[loaeka, xopu3oHTanHoTo
andepeHumnpare e NoBp3aHo CO BKYCOBUTE Ha Ha pasfinyHu
noTpoLLyBa4Yn(CTUNOT,AN3ajHOT,BKYCOT,00jaTta nTH.).3a Hajgobpo andepeHumpame
ce cMmeTa Kora noTpolyBavuTe ce 4obpo nHpopmmpaHu 3a HajaobpaTta
anTepHaTMBa Ha andepeHumnpare Koe MoxXe Aa ce ogHecyBa Ha
Npov3BO40T,NEPCOHANOT U UMULIOT Ha NpeTnpujaTneTo.OapXKnNmnBocTa Ha
AodepeHunpareTo Ha NOHYAMTE € MOXHA Kora n3BopuTe Ha npeTnpujatmeTo ce
€[MHCTBEHW,NOBEKEKPATHN N TELLKO Ce MMUTMpaaT,n kora npeTnpujaTmeTo uma
npegHoOCT BO TpowlouuTe 3a gudepeHuupamne,Ctpartervjata 3a gudepeHuupare ce
npedepupa kora noTpedbute ce xomoreHn(egeH Nnu HEKoONKy NPoM3BOAN 3a MacoBEH
nasap),4o4eka cTpaTternjata 3a cerMeHTaumja Ha nasapoT ce npedepmpa Kora
notpebuTe ce xeTeporeHn(cneundmnyHn 1 HaCoO4YEHN KOH onpeaeneHn
cermeHTn).Co3gaBakeTo Ha 0Opa MapKeTUHr cTpaTtervja 6apa Haco4YeHOCT Ha
MapKeTUHI MeHallepuTe KOH LIeNOCHO naeHTU(rkyBamwe Ha notpebure
NnoTpOLUYyBa4YnTE,rpmKa 3a KOPEKTHO UCMOSTHYBake Ha HUBHUTE
Gapatba,cornegyBane Ha NoTpebute Ha NOTPOLLYBaYNTE U Credere Ha pasBojoT Ha
KOHKYPEHTCKMUTE NPOM3BOAMN.

Kny4Hun 36opoBu:mapkeTUHr ctparternja,gudepeHumpare Ha
NOHYAM,NOTPOLLYBaYn,cermeHTaumja, kBanuTeT Ha NOHYAN, MapkeTUHT MeHaLlepu.

Abstract

The marketing strategy for differentiation of the offers is important and
accepted strategy especially by the bigger legal entities. The differentiation of
the offers leads to bigger profit and bigger profitability in operation, through
targeting of the demand towards the product of the enterprise. The vertical
differentiation of the offers is directed towards the quality of the product itself
which is observed as a something superior despite the competitive product
which is observed as something inferior. While the horizontal differentiation is
related with the tastes of the different consumers (the style, design, taste,
color, etc.). As the best differentiation exists when the consumers are well
informed about the their best alternative of differentiation which can refer to
the product, the personnel and the image of the enterprise.



The sustainability of differentiation of the offers is possible when the sources
of the enterprise are unigue, multiple and hard for imitation and when the
enterprise has advantage over the costs for differentiation.

The differentiating strategy is preferred when the need are homogeneous
(one product or few products for huge market), while the segmentation
strategy of the markets is preferred when the needs are heterogeneous (are
specific and are directed to specific segments).

The creation of a good marketing strategy requires marketing managers to be
focused on a full identification of the consumer needs, on a care about the
correct fulfillment of their requirements to have perception of their ideas and
monitor the competitor’s products.

Key words: marketing strategy, differentiation of products, consumers,
segmentation, quality of offers, marketing management.

Bosepn

Llenma Ha OugbepeHyupaH-emo Ha rnpou3sodom e rnobapysaykama Ha
o0pedeHU Kamez20puu Ha Kyryeayu Oa ce Haco4yu KOH rnpou3eodom Ha
npemnpujamuemo, W NOKpaj Toa LWTO TOj € CNUYEeH Ha Npou3BoguTe oA
apyrmTte npeTnpujatvja KoM WTO M3BpLUyBaaT ucta aejHocT. lNpeTtnpujatmeTto
HacTojyBa ga [IM WUCKOPUCTM npedepeHunTe Ha KynyBaumte 3a HeKou
BapMeTeTM KON ce JOCTa CNNYHM Ha CyNCTUTYTUBHUTE MPOM3BOAM.

3a ycnexoT Ha cTpaternjata 3a AudpepeHuMpare, 3Ha4vajHO e
npeTnpujaTtMeTo fa 3Hae Kako MOTPOLlyBayuTe M KOpucTaT pacrnofbKMBUTE
nHdoOpMauumM Kora ja npoueHyBaaT noHyaaTta Ha npetnpujatneTo. [NoHyanTe
Ha noronem 6poj og npeTnpujatnjata umMaat oapeneHU CINYHOCTU U Tpeba
[a Ce 3Hae KOj acnekT Ha noHygarta ja onpegenyesa offykata Ha
NOTPOLLYBAYOT BO KyMnyBaHETO.

Co OdugpepeHuuparbe Ha npoussodom, KynyBayoT TpebGa pa ro
nepuenupa Toj NpoM3Bo4, NOPa3NNYHO O4 APYrMTE KOHKYPEHTCKM NPON3BOAN.

lMpouseodom Ha npemnpujamuemo mpeba Oa u3aneda nMnodobpo 00
Opyaume, HO 1 MOHaTaMy Ja € BO uctata kaTeropuja Ha npou3BoaMu.

1. AMMEH3UN HA OJUOEPEHUNPAHKE HA NMOHYOUTE

CrpaTervjata 3a agudepeHumpawe Ha NoHyauTe e gocta npudpaTeHa
cTpaTernjata 3a npetnpujatujata, 3a Koja nocebeH nNpuaoHec 3a HEej3UHOTO
npedepupare nma Porter?.

BcywHocTt, cmpamezujama 3a OJOugpepeHyupaH-e Ha MNOHyaUTe
OBO3MOXYyBa Oa ce ocmeapu Hamrpoce4YeH MPUHOC Ha Kanumars 6o
epaHKkama, 3aToa LWITO ce co30aea rnoeosiHa odbpambeHa nosuyuja eo
Ccoo4Yy8aH>emo CO KOHKYpPeHyujama.

1 Porter M. (1980), Competitive Strategy, Free Press, New York. p.37



Knyyor 3a ycnewHo AgudpepeHuynparbe Ha MNoHygHTe,
HajyecTo ce 3acHMBa BP3 CrieAHMBE KOMMOHEHTY:

1) pasbupawbeto Ha rnompebume u  npegepeHyuume  Ha
rnompouwysadume,

2) npusp3aHocma Ha npemrnpujamujama KOH ceoume rnompoulysauyu,

3) ro3Hasae Ha cmpameauume U  criocobHocmume  Ha
npemrnpujamuemo w

4) uHo8UpaH-emo?

Mpn wmn3bopoT Ha NpoOM3BOAOT W ycnyruTe, Cce MNPUCYTHU U
onwmecmeeHume, coyuoJsiowKume, rfcuxosiowWKume u ecmemckKume
eJiujaHuja.

Xenb6arta 3a cmamyc, ekckiysueHocm u uHOueudyasilHocm ce JocTa
MOKHW CuUnM 3a MOTMBauMmja Kaj M30opoT Ha ronem 6poj Ha nNpuo3Boan U
yCnyru.

HugepeHyuparbemo Ha nasapom cekade € npucymHo, Harnacyea
MapKeTUHT UcTpaxxyBadoT Levit>. Cnopea Hero, reHepuyYkMoT NPoun3Boad MOXe
[a ce npodage camMo BO YCIIOBM, ako UM ce NMOHyaM Ha MoTpoLlyBaynTe OHa
LUTO TUE o OYeKyBaar.

KombuHaumjata Ha WMHCTPYMEHTUTE HA MapKeTUHI MMUKCOT e gocTa
yCrnoBeHa o/ Toa Aanu NPon3BOA0T € XOMO2€EH Unn OughepeHyuUpaH.

Kora npoussoanTe ce XoMo2eHU, BNNMjaHNETO Ha nasapHUOT pakTop, Ha
npumMep, LeHaTta Ha NpoM3BOAOT, € NorosieMo.

Kora npousBoaute ce OughepeHyupaHu, BIiMjaHMETO Ha nasapHuTe
daKkTopn € AocTa 3HavajHO, HO TELLKO € Aa ce YTBpAM Koja e ueHata LTo
nasapHoO € oapeaeHa.

lMpou3zeodom koj uma cmpamezauja Ha OughepeHuupaH-e, MoXxe Oa
ce cokycupa Ha efHa WnM Ha NoBeke AMMEH3MM, U TOa Ha: mexu4Yykume
cmaHOapdu, cmaHOapdume 3a Keanumem, Kapakmepucmukume Ha
dusajHom u Kapakmepucmukume Ha ycryaume®.

1) Texuykume cmaHOapOu, ce OofHeCcyBaaT Ha HMBO Ha TexHMYKaTa
COBPLUEHOCT, OAHOCHO, KOMKy NMpOU3BOAOT Ce 3aCHOBa Ha HajHoBaTa
TexHornoruja;

2) CmaHOapdume 3a Keaslumem ce OOHecyBaaT Ha acrekTUTe Kako
WITO € KBanuTeTOoT Ha MaTepujanoT Koj LITO Ce KOPUCTU BO
KOHKypeHUMjaTa Ha Npou3BOAUTE, HAYMHOT Ha wuspaboTkaTta Ha
Npou3BOAUTE, KAKO U HUBHATa TPajHOCT U CUTYPHOCT;

3) Kapakmepucmukume Ha du3ajHom ce ofHecyBaaT Ha OWPEKTHOTO
BNMjaHMe Ha NpOU3BOAUTE Ha MOTpOWyBayuTe BO CMUCNa Ha
U3rnegoT U OonepaTUBHUTE KapaKTepWUCTUKX, a GUTHU enemMeHTU ce
cTunoT, 60jaTa, Aypwu 1 NaKyBakETO Ha NPO3BOAOT;

2 Grant R.M. (1991), Contemporary Strategy Analysis, Cambridge, Mass. p. 176

3 Levitt T. (1980), Marketing Success Differentiation, Harvard Business Review, January-February.
p. 83

4 Shomer J. and M. Sutclifee (2004), Economics for Business, Prentice Hall/Financial Times,
London. p. 144



4) Kapakmepucmukume Ha ycsiy2aume He ce OfHecyBaaT CaMO Ha
Npoun3BoAOT, TYKY U Ha passiudHama rnodopuwka Ha rnpuo3eooom aypu
W Kora TOj ke buae KyneH oA nOTpoLlyBayuTe, BKIYYyBajkM M u:
CEepBUCOT, OOPXKYBaweTO U rapaHumMuTe Kako efHW Of MNOBaXKHUTE
KapaKTepuCTUKW.

Pasnukama eo dugbepuHupaH-emo Ha rpouzeodom ke buae noronema,
nosnevyaTnnBa 1M NONpMBEYHa, JOKOMKY Ce BOOW CMeTKa 3a CNeaHNTE HEerosu
KapaKTepUCTUKN: 3HayajHa, OUCMUHKMUBHa, cyrnepuopHa, rpedynpedysadyka,
docmanHa u peHmabursnHa®.

1) 3HayvajHocma Ha dughepeHyupaH-emo ce cornegysa BO Toa LUTO
Toa poBedyBa OO0 noroniema agobuBka (BpegHOCT) 3a OOBOJSTHO
roniem 6poj Ha KynyBauu;

2) OducmuHKmMueHa BCYLLUHOCT NMOKaXyBa [eka NoHyaaTa ce fgaBa Ha
nocebeH HauuH;

3) cynepuopHa ce cornegyBa npeky cnopegbata BO OAHOC Ha
APYrMTe HAYMHWN Ha CTEKHYBah-€ Ha BPEOHOCTUTE;

4) npedynpedyeayka € KapakTepucTuka Koja MokaxyBa [Jeka
ANPEHUNPaHETO HE MOXE NIECHO Aa ce MMUTUPA;

5) JdocmanHa m.e. MOXHa 3a Kyrnyeah-e € KapakTpUCTMKa Koja
nokaxkyBa [Oeka MNpou3BOAOT 3a KynyBayoT € [ocTa JocTaneH u
[laBa MOXHOCTM 3a KynyBatbe;

6) pewmabusiHa e KapakKTepucTuka Ha AudepeHuMpareTo, Koe
ynatyBa [eka npeTnpujaTMeTto Co CcaMoTo npedepupare Ha
andepeHumpareTo ke buage peHTabunHo.

MpeTnpujatneto Moxe pJda ro auepeHunpa CBOJOT NPoOU3BOL Of
NPOM3BOAOT Ha KOHKypeHuujaTa, NPeKy: 8epmuKkasHomo U Xopu30HMasiHomo
oughepeHyupam-e.

BepmukanHomo dughepeHyupaH-€ Ha NPON3BOOO0T Ce HapekyBa OHa
AndpeHunpake Kora npov3BOAOT Of npeTnpujaTMeTo ce passiukyea 00
KOHKYypeHmckuom rpou3eod 8o noasaed Ha keanumemom. [1pon3BoaoT Ha
npetnpujatneTo Tpeba ga ce cornenyBa Kako CyrnepuopeH, a Ha KOHKYPEHTOT
Kako uH(epmnopeH. 3Hauu, BepTUKaANHOTO AudepeHumpawe 00M4HO e
NMOBP3aHO CO KBaNUTETOT W KBAHTUTETOT Ha yHKUMjaTa u/vnn TpajHocTa Ha
NpOn3BOAOT.

XopusoHmanHomo dughepeHyupaH-e ce OQHECYBa Ha pasnuKTue Mery
Npo3BOANTE KOM LUTO He Ce CMeTaaT 2eHepUYKU CyrnepuopHU Wnu
UHdEepUopHU, TyKy a2u pechriekmupaam passiukume 60 6Kycoeume Ha
pasnu4yHu nompouwyesa4vu. Cekoj NoTpoLlyBay uma ceou npedepeHumnn mMery
Npuvo3BOANTE M HauMHUTE Ha HUBHaTa npeseHTauuja (CTUNOT, AOWU3ajHOT,
BKycOT, 60jaTa WUTH.). 3HaumM xopu3oHmasnHomo ougpepeHyupare, 0ObU4HO e
MOBP3aHO CO BKYyCOBUME Ha pa3s/iuyHU Mompouwyeauyu.

Xopuv3oHTanHoTo andepeHuMpare BO oApefeHa pamka, He ' MeHyBa
3HayajHO TpOLWIOLUMTE Ha MNPOU3BOACTBOTO M Toa OOMYHO Ce PasnUYHM
BapveTeTU Ha npou3Boau co ucTa ueHa. Cenak, Npou3BoAOT M MOKpaj Toa

5 Kotler P. (2003), Marketing Management, eleventh edition, Prentice Hall Upper Saddle River, N.
J.p. 315



LUTO € XOpU3OHTanHo AudepeHuMpaH, Mopa pAda 6Ouge cnopeanve no
KBanuTeTorT.

Bo npaktukaTta HajronemmoT 6poj Ha npom3Boau ce KomOuHaumja oA
XOPU30HMAasIHOMo Vi 8epmukaHomo audepeHumpanse’.

BeylwHocT, andgepeHunpameTo ce M3BplUyBa Ha MOBEKe Ha4MHWU Kora
npeTnpujaTtmeTo U NOTpoLlyBayMTe JoaraaT BO KOHTAKTH.

Kora ce 36opyBa 3a dugppeHyupaH-e Ha rnpou3eodume, MOXe Aa ce
peye, Oeka TWe ce pasnukyBaaT MO CBOJOT MNOTeHUMjan 3a TaKBOTO
andepeHumpare. Kaj ogpeaeHun npoussodu nocrtojaT BpPOjHM MOXHOCTU 3a
andepeHumparbe Kako: opmarta, KBanuteTtoT Ha nepopmaHcuTe,
ycornaceHocta Ha KBanuTeToT, TpajHoCTa, CWUrypHoCcTa, MnonpaBaHeTo,
CTUNOT U AN3ajHOT.

Bo npaktukaTta ce cmeTa feka e Hajgobpo oHa andepeHumpateTo Kora
noTpoLwysaynte ce Jobpo MHopmMMpaHu 3a Hajgobpata anTepHaTuBa Ha
andepeHumpare’.

BeylwHocT, neHec BO OBa BpeMe Ha pa3BueHa meauymcka TeXHororuja,
noBeKkeTo NOTPOLLYBaYN Ce U3NOXEHN Ha rosieM B6poj Ha nponaraHgHW Nnopaku
KOW Y4eCTO MM MHUUmMpaaT KyrnyBaymTe Ha KynyBawe, Ha ogpedeHn NnpomM3Boau.

2. OOAPXYBAHE U YHATNPEQAYBAHKE HA CTPATENNJATA 3A
ANPEPEHLUPAHKE

CTpaTervjaTa 3a gudepeHumpare, Mopa KOHTUHYMpaHo [a ce oapXyBa
1 yHanpegayea.

Odpxnueocma Ha AughepeHyupaH-emo 3aBUCU op, ABe paboTu, u
Toa o4: KOHMUHyupaHocma 6o fnepuyenupawemo Ha epedHocmume 3a
nompouwyeayume W HEMOXHOCmMa 3a uUMumupawe 00 cmpaHa Ha
KOHKypeHmume.

MpeTnpujatneto ob6e3benyBa odpxrueocm Ha JOugepeHyuparemo
OOKOJIKY:

1) HeroBuTe N3BOPU CEe €ANHCTBEHM M TELLKO MOXaT Aa ce MMUTupaar,
2) npeTnpujaTtMeTo nmMa npeaHocT BO TpoLwloumTe 3a gudepeHumpare,

3) m3BopuTe 3a gudepeHumnparme ce MNOBEKEKPATHU, NPEeTnpujaTtMeTo
nMa noBeKke U3BOPU HA €ANHCTBEHOCT U

4) npeTnpujaTMeTo ycrneBa NOBTOPHO Aa M MpPUBIIEYe OHME KOW LUTO To
HanyLuTaaT KyrnyBaHheTo Ha HeroBuTe npoussoau 1 ycnyrm® (Cnuka 1).

6 Shomer J. and M. Sutclifee (2004), Economics for Business, Prentice Hall/Financial Times,
London. p. 145
7 Sorerman A. D. (2003), "The Role of Differentation in Market Driven by Advertizing", California
Management Review, Spring. p.132
8 Poreter E. M. (1985), Competitive Advantage, Free Press, New York. p.159



EAMHCTBEHOCT Ha n3sopurte
M TelwKo eMmuTupambe

MpepHoCT BO TpowoumuTe 3a
O6es3bepyBare Ha AucbepeHuupame

O4P»XKITNBOCT Ha

angpepeHynparbero
MNMoBeke nssopu Ha

€AMHCTBEHOCT

MoBTOpHO NpUBNEKyBame
Ha HanywTeHuTe KynyBaum

Cnuka 1. O6esbenyBarwe Ha OAPXKIIMBOCT Ha AndepeHUnpareTo

[MocTojaT noBeKke MOXHW HaYMHW BP3 KOW ripou3sodom Moxe Oa ce
dughepeHyupa v TOa: ¢hopmama, Kapakmepucmukume, Keasumemom Ha
nepgopmaHcume,  ycoanaceHocm — Ha  Keasiumemom, — mpajHocma,
cuzypHocma, oopxrnueocma, cmusiom, dusajHom u cn.®

Cmpmezaujama Ha OJugepeHyupa-emo Ha nmnpouzgodom ce
npedepupa kora mompebume ce xoMo2eHuU, [oAeKka Nak cTpaTernjata Ha
ceeMeHmMauyujama Ha nasapom ce npedepupa kKora rompebume ce
xemepozeHu'’.

Bo npBuoT cny4vaj gobuBkata ce Makcumu3vpa CO eKOHOMujaTa Ha
obem, a BO OpyroTO HMBO Ha NPOM3BOAUTE HACOYEHW KOH JoJafeHuTe
cermeHTun (Cnuka 2).

9 Kotler P. and K. C. Keller (2006), Marketing Management, twelfth edition, Pearson/Prentice-Hall,
Upper Saddle River, N. J. p.377

10 Smith W. R. (1963), Product Differentiation and Marketing Segmentation as Alternative Marketing
Strategies, u Readings in Marketing, edited by N. Dirksen et al., Richard D. Irewin, Homewood,
II. p.550



CTPTErNJATA HA QNOEPEHLUPAHE
HA riron3BogoTt

CTPATETMJATA HA
CErMEHTALINJA HA MTA3APOT

XomozeHu nompebu

EneH unn HEKOJKy npon3soan
Haco4YeHN Ha MaCOBHUOT Ma3ap

KomnapaTtnBHa NnpegHOCT 3acHOBaHa
Ha eHa NoHyJa Koja LWTo e
andbepeHumpaHa co atpmubytute Ha
npoun3BogoT, npoMoLlmjaTa unm
ueHaTa

Makcummnaunpamne Ha gobuskarta co
eKkoHoMuja Ha obem BO
NPOM3BOACTBOTO N MApPKETUHTOT

OrpaHn4yyBareTO 3a
MakcuMmsnpawe Ha gjobuskara ce
AofaneHuTe cpenctea 3a

XemepozeHu nompebu

CneundunyHu nponssoamn
HaCO4Y€HWN KOH
AndepeHuMpareTo Ha
CermMeHTuTe

KoHKkypeHTHa npegHocT
3acHOBaHa Ha audepeHunpame
Ha nasapoT (egMHCTBEH
npousBof Aa ce nsnese BO
npecpeT Ha noTpebuTe Ha
nasapHUTE CerMeHTu

Makcummnanpamne Ha gobuskarta
CO NMPUX0AO0T O HEKOSKY HOBM
NPMO3BOAM HACOYEHWN KOH
JofafeHnuTe cerMeHTu

OrpaHnyyBameTO 3a
MakcumMmsmpane Ha Jobuskata
ce AoJafeHun nasapHu CErMeHTH

Npoun3BOACTBEHa nponaraxaa

Cnuka 2. OudepeHumpare Ha Npon3BoaoT U cerMeHTauuja Ha nasapott!

AHanuaupajkn ja cermeHTaumjata Ha nasapoT u audepeHuupare Ha
NPOM3BOAOT Kako MapKeTUHI cTpaTervja MoXe f[a ce KocTatupa Jeka
cTpaTternjata € nNnpUMapHO yCroBeHa of NocToevykata nasapHa cuTyauuja u

Aeka cTpaTermjata 3a pasBoj Ha CerMeHTUTe € WUu3BoANMBa  Kora
andepeHUMpareTo Ha NMPpon3BoA0T UMK Beke NocTon unu ke cnegmi?,
HAugpepeHyupa-emo ce co3gaBa WM Ce  Kpewpa, a  nak,

ceamMeHmauujama npyMapHo ce BpLUM Ha nasapoT.

MpeTnpujatnjata cekoraw M andepeHumpaaT cBOUTE MNPUO3BOAN CO
uen ga ru npoMmoBupaar n npegHuyaaT npeq KOHKypeHTUTe.

CermeHTaumjata npepg ceé ja npedepupaat MapKeTUHI OpUeHTUpaHUTe
npeTnpujatmja, Kou LWTO HACTOjyBaaT KOH OTBOpawe Ha HOBUM paboTHU
nogpadja T.e. HOBW Nasapu.

11 Porter M. (1980), Competitive Strategy, Free Press, New York. p.326
12 Dilkison P. R. and J. I. Gintell, (1997), Market Segmentation, Product Differenciation and
Market Strategy, Journal of Marketing, April.



3. KBAJINTETOT HA NOHYAATA O[] NMPETNPUJATUETO

KeanuteToT Ha noHygaTa og npeTnpujatTmeTo € ocobGeHo MnoBp3aH Co
MapKeTUHIOT.

BeylwHocT, mMapkemuHzom wrpa BaxHa ynora Bo o06e3benyBatbe Ha
HacokaTa Ha npeTnpujaTMeTo co Uen Ada M aeduHWpa U Oa v ucrnopada
CBOMTE MNPOM3BOAM W YCNyrnUTe, CO BWUCOK Kgajumem, OO LUENHUTe
noTpoluyBaym 13,

KBanureror, oou4yHo ce aedumHMpa Kako 36Mp Ha aTpubyTn wm
KapakTepUCTUKN Ha NPOU3BOAOT UIIN YCIyruTe KOM LITO ce ofgHecyBaaTr
Ha HeroBaTta CNOCOOGHOCT Aa rM 3af0BOJIN U3PAa3EHUTE UITU UMMITULUUTHU
noTtpedbu, Gapawara M oOYeKyBawaTa Ha noTpolyBavuTe. 3aTtoa €
notpebHo Oa BpWM  UCTpaxyBawe Ha Nas3apoT, 3a Aa Cce [Oo3Hae Kou
KapakTepUCTMKM Ha MpoM3BOAOT [0 COYMHYyBaaT KBanuMTEeTOT crnpema
chakar-aTa Ha NnoTpoLLyBa4vnTe.

MpeTnpujatvjata KOM LWITO YCNEWHO rn JOugepeHyupaam ceoume
rnpou3godu 8p3 OCHOBa Ha Kearumemom, Moxam O0a rpecMemysaam
M10BUCOKU UeHU 00 KOHKypeHmume.

MeHaLMeHTOT Ha npeTnpujaTMeTo Mopa [a 3Hae Kako MoTpoLlyBaduTe
M paHrMpaaTt HeroBuTe NPOM3BOAM, @ BO UCTO BpEMe KaKo Toa paHrupame ke
ce MeHyBa.

PenatuBHaTa npegHOCT Ha KBanNMTETOT € MHOry NocurypeH nat ga ce
3ronieMu nNasapHOTO Y4ECTBO OTKOJIKY TOa [a Ce 3aCHOBa Camo Ha LieHuTe.

MpakTukaTa MoKaxyBa [Oeka npeTrnpujaTujata Co BUCOK KBanUTET U
roneMo nasapHo y4yecTBO AoGMBaaT MOBMCOKA cTanka Ha MpoduT OTKOMKY
npeTnpujaThjaTa co HU30K KBarnMTET U CKPOMHO NMasapHO yeucTBo4,

MNPy KOPUCTEH€TO Ha KBaJNIMTETOT Kako CTpaTellko CpeacTBO BO
OCTBapyBaH-€TO Ha KOHKypeHTcKaTa NpeaHOoCT ce pasnvkysaaT YeTvpu casm
Ha Heroso akueHTupawe!® (Cnuka 3).

13 Kotler P. and G. Armstrong (2004), Principles of Marketing, Prentice Hall International Inc.,
Upper Saddle River, N. J. p.681
14 Gale B. T. and R. Klavans (1984), Formulating Loyalty Improvemend Strategy, The Prinsletter,
No. 31, Cambridge.p.9
15 Gale T. B. (1988), The Faces if Making Quality a Strategic Weapon, The Strategic Planning
Institute, Cambridge Mass.



Ycornacysarme Ha
KBanureror

Carncopakumjara Ha
®da3m Ha norpowyBaunre
dKUEeHTMpamke Ha
KBanureTor Cornegysarse Ha

KOHKYPEeHTCKHTe

KBaJyINTeTor BO OQHOC Ha

KBanureror kako
nocrojaHo eBOJIYTHBHO
cTpareuKo cpegcrso

Cnuka 3. ®asun Ha aKUuEeHTUpaHke Ha KBArnMTeToT

Bo npsama ¢hpasza nocebeH akueHT ce CTaBa Ha ycoeslacyeaH-e Ha
keannumemom. [oTpebHO e ga ce obe3bean KBanuUTET Ha nNpou3sBoanTe U
yCIyrmTe BO COrnacHOCT CO CTaHAapAuTe 3a KBanuTeT.

Bo emopama ¢a3za akueHT ce crtaBa Ha camucgpakyujama Ha
nompowyega4yume. Co Toa (POKYCOT O, UHTEPHUTE onepauun ce NoMecTysa
KOH eKCTEpPHUTE NOTPOLLYBaYMW.

Bo mpemama ¢asa akueHTOT ce MnoMecTyBa Ha coasiedaHuom
Keaslumem 80 OOHOC Ha KOHKypeHmMckKume npemnpujamuja. Toa 6apa
noTnupake Ha aHanusata 3a nasapHuTe TPeHOOBU U CEerMeHTM Kako U 3a
HaYMHUTE Ha KOW LUTO MOTPOLUyBayuTe rm gOoHecyBaaT oanykute 3a nsbopot
Ha NpMO3BOLOT Nomery pasnuHUTE NPOU3BOAN Ha Nasapor.

Bo wvemepmama cpasa, KBanuTeToT Ce akueHTUpa Kako mocmojaHo
e8oJlymusHO cmpamewko cpedcmeo. Toa € KBanUTaTUBEH MWCYEKOP
HaHanpea BO nornes Ha KBanuteToT Ha NPOU3BOAOT U yCryruTe.

Kora egHalu ke ce co3gage pauvoHanHa ctparternja 3a nogobpysame Ha
KBanuMTETOT, BP3 OCHOBa Ha CUrypHu WHgopmauuu, 6u Tpebano ga ce
co3gage nporpama Koja WTo Ke ce npuapxyBa Ha cute paboTHU dyHKUMW,
KOW LUTO MOXaT Aa umaaT npuaoHec.

Mpepn Toa, noTpebHo e ga ce 3abenexaT pasnuknTe Nnomery:

- 6apakbama Ha nompowyeayume U pa3Mucrsiyea-ama Ha
MeHayIMeHmom Ha NpeTnpujaTmeTo 3a HUBHUmMe 6apakmsa,



- pa3Mucsiyea-emo Ha MeHauyMeHmom OGa  u3epwu
ceamMeHmauujama u eucmuHckama nompeba, Kako W
MOXHOCTa Toa [ja ce Hanpasu U1

- pasmucisiyeakemo Ha MeHayMeHmom 3a peakyuume Ha
nomopuwyeadyume 60 oa2sied Ha HUHUMe npou3eodu u
pasmucisiyeak-ama Ha mnompowyeadyume 3a IMoHydeHume
npouseodu.

OpvieHTaumjaTa KOH KBanuMTeT 3HauM [OeKka: KBanuTeToT Koj LITO ce
ucnopadyBa € KBanuTeT KOj LUTO ro caka LEenHMOT nasap M JoaafgeHuoT
KBanMTeT Mopa [da WMa MOo3WTUBHO BNMjaHMe Ha [JgobuBkata Ha
npeTnpujatujatall.

Ynpaeyeaw-emo (MeHaymMeHmMom) CcO UyeslocCHUOM Keasumem
(TQM) e xny4oT 3a Kpeupawe Ha BpeAHoOCcTa U caTucdakumjata Ha
noTopLiyBauyuTe.

Ynorata Ha MapKeTUHI MeHalepute ce COCTOM BO MHOryoOpojHU
aKTMBHOCTU, @ 0CeBHO ce UCTakHyBaaT cnegHuTe:

MpBo, Aa nomoraaT 3a nogobpa maeHTudpukaumja Ha notpeduTte U
Oapawarta Ha noTpoLlyBa4yuTe.

Btopo, oa rm cornegyBaaTt u [obpo oa rm nosHaBaaT 6apawata Ha
noTpoLwyBa4yMTe U jacHO Aa KOMyHMLMpa CO nuuaTta Bo npeTnpujaTtueTo
KOM ce 3a40JDKEeHMU 3a AM3ajHOT Ha NPOM3BOAOT.

TpeTo, Aa Ce rpmxaart 3a KOpeKTHO ucnoJsiHyBakwa Ha 6apaH>aTa Ha
noTpowlyBavuTe.

UeTBpTO, KOHTUHMpPAHO Aa MNpoBepyBaaT A[anu noTpollyBa4vuTe
AobuBaaT cooaBeTHU MHCTPYKUMUK, OOyKa M TeXHMYKa nomMoll 3a Aobpo
KOpUCTEHE Ha NPOU3BOAOT.

MeTTo, nNoCTOjaHO, MopaaT [g[a oApXKyBaaT  KOHTAKT  CcoO
noTpowysaynte U nocrne npogaxbara 3a ga ro oco3HaaT HUBHOTO
3a0BOJICTBO M NOHaTamy.

LLlecto, mopaaT, nocTojaHo Aa cobupaart uaeu og noTpollyBayuTe 3a
yHanpeayBawe Ha KBanmuTeTOT Ha MPOM3BOA4OTE M yCnyrute U ga
npeHecyBaaT BO COOABETHUTE CEKTOPU BO NpeTnpujaTmeTo.

Ceomo, nocTtojaHO pAa ro criegaat pa3BoOjOT Ha KOHKypeTHuTe
NpouM3BOAM U OMNWITO TpPeHAOBUTE Ha Oapawa Ha KynyBauuTe Ha
rnob6anHuoT nasap, 3apaau CNpeMHO A0o4YeKyBake Ha NPOMEHUTE LUTO MM
HOCU BpMeTO.

MapkeTUHr MeHauepute Tpeba MHOry [fAa npuaoHecyBaaT KOH
ynpaByBaH-€TO CO LIENOCHMOT KBanNuUTeT, KOj NPEeKy CBOMUTE NPUHLMNN 0COBEHO
ro npedepupa NPUHUMNOT Ha caTucdakumjaTa Ha NOTPOLLIYBaYMTe BO OAHOC
Ha NoHyAeHUTe NPOon3BoAN.

16 McDaniel C. and R. Gates (2004), Marketing Research sixth edition, John Willey and Sons, New
York. p.6.



3akny4ok

Pasbupareto Ha notpedure n npedepeHummTe Ha
noTpoLlyBavnTe,NpMBp3aHocTa KOH  MOTPOLUYBaynTe,MO3HABaKETO  Ha
cTpatermuTe U cnocobHOCTUTE Ha MPETNpUjaTMeTo N MHOBUPAHKETO Ce KiyY
3a ycrnewHo JgudepeHumpawe Ha noHygute.[udepeHumpaeTo Ha
npon3BoAOT ke Buae nooronemo,noBnevYaTnMBo 1 NONPUBNEYHO OOKOSKY ce
BHMMaBa Ha cnegHute HEeroBm
KapaKTepUCTMKN:3HA4YajHOCT,ANCTUHKTUBHOCT,CYNepPUOPHOCT,0OCTanHoCT n
peHTabunHocT.BepTukanHoto AndpepeHuMpawe Koe € TMOBp3aHO Co
KBanUTETOT Ha MpoOM3BOAOT W XOPU3OHTaNHOTO AudepeHuupare Koe e
NMoBp3aHO CO BKYCOBUTE Ha MNOTpoOWyBaduTe,ce [BaTa HavvHM 3a
AandepeHumpare Ha NoOHyauTe Kom BO NpakTukaTta Haj4ecTo ce KoMbunHupaar.

OppxnmBocTa Ha andpepeHumpareTo 3aBuUcKn oA nBe
pabOTU:KOHKYPEHTHOCTA BO  MepumnupaweTo Ha  BpedHoCcTUTe  3a
noTpowyBadYnTe W HEMOXHOCTA 3a UMUTUpawEe Of CTpaHa Ha
KOHKYpPEeHTUTE,Npu LWTO cekoe AndpepeHumpare Ha Npon3Bo4O0T MOXe fa ce
pasnukyBacnopea:opmara,kapakTepuCcTUKNTE, KBannTeToTHa
nepdopmMaHcuTe, TpajHoCTa,CUrypHOCTa,04pXKIMBOCTA,CTUNOT U OM3ajHOT.
KBanuteTtoT Ha noHydaTa Kako 30up Ha atpubyTn U KapaKTEpUCTMKM Ha
NpPoOu3BOLOT UMW ycryrata Kou LTO ce OJHecyBaaT Ha HeroBata CNocOBHOCT
Aa rv 3agoBONM U3Pas3eHNTE UMM UMNITMUNTHN NoTpebun,6apara n o4ekyBamwa
Ha NoTpoLlyBaynTe,e CTpaTeLlKO CPeAcTBO 3a OCTBapyBaHe Ha KOHKYPEeHTCKa
npegHoct.Kora egHaw Ke ce co3gage pauuoHanHa cTparterwja  3a
nogobpysake Ha KBanUTeTOT BP3 OCHOBA Ha CUrypHU MHdopmMauuun,tpeba ga
ce co3gage nporpama WTo 4Ye ce NpuapxyBa Ha cute paboTHU PYHKUMN KOU
MoOXaT Aa gagat npuaoHec.

CONCLUSION

The understanding of the needs and preferences of the consumers, the
attachment to the consumers, the understanding of the strategies and the
capability of the enterprise and innovation are key for successful
differentiating of the offers.The differentiation of the product will be
bigger, more impressive and more attractive if we keep eye on its
following characteristics: importance, distinctiveness, superiority,
availability and profitability.The vertical differentiation which is connected
with the quality of the product and the horizontal differentiation which is
connected with the tastes of the consumers are two ways of differentiating
of the offers which in practice are often combined.The sustainability of the
differentiation depends on two things and it: the competitiveness in the
participation of the consumers’ values and the inability for imitating by the
competitors, whereby every differentiation of the product can differ by the
form, characteristics, quality of performances, durability, reliability,



sustainability and design.The quality of the offer understand as a sum of
attributes and characteristics of the product or the service which are
concerning upon its capability to satisfy the expressive or implicit needs,
demands and expectations of the consumers is a strategic resale for
realization of a competitive advantage. When once is built a rational
strategy for quality improvement on the bases of secure information it's
necessary to create a program which will comply to the all business
functions which can give appropriate contribution.
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