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KOMITAPATUBHUI AHAJII3 MOJEJENA KATETOPIMHOT' O
MEHEJJ)KMEHTY B PUTEWJIIL

AHoTamisi. Y cTarTi 3ICTAaBICHO IT'ATh OCHOBHUX MOJENEH KaTeropiiHOro
MEHEJKMEHTY, IO 3aCTOCOBYIOThCS B pO3IpiOHIN TopriBimi, — kinacuuHy ECR,
crpomieny, data-driven, agile ta komabopatuBHy CatMan 2.0. IIpoctexeHno, sk
KOHLIETILIIS €BOJIIOI[IOHYBAJIA BiJl HE €PEKTUBHOI BOCBMUKPOKOBOT MOJIEII IO THYYKUX
uGpoBUX MiAXOAIB. [ MOPIBHSHHS BUPOOJIEHO CUCTEMY 3 BOCBMHU KPUTEPIiB, IO
OXOILUTIOIOTh METO/0JIOTIUHY MOBHOTY, BapTICTh YIPOBAIKEHHS, IIBUJIKICTh PIIICHb,
BUMOTH JI0 JJAHUX, PIBEHb CITIBMpAIli 3 MOCTavYaJIbHUKAMHM, OPIEHTAIIII0 HAa TIOKYTIIIS Ta
OpuUaaTHICTE 10 omnichannel.

3a pesynpTaTaMu 0araToKpuTepiadbHOTO aHai3y 3Ba)KEHO CHJIbHI Ta CllalKi
CTOPOHHU KOKHOI MOJIEN1 M OKPECIIEHO, 3a AKX YMOB BOHA ITPALIO€ HAMKpaIle 3aJIe:KHO
BiJl MacmTaly Ta opmaTy Mepexi. 3anpornoHOBAaHO MPAKTUYHI PEKOMEHIAIIIT 11010
BUOOpY MO, a TaKoX OOIPYHTOBAaHO JOLUIBHICTh TIOPUAHMX pIMIEHb, IO
MOEIHYIOTh MEPEBArU PI3HUX MiAXO/IB.

KurouoBi cioBa: xareropiiHuii MeHemIXMEHT, po3apiOHa Toprieisa, ECR,
KaTeropiiiHa poJib, aCOPTUMEHTHA TOJITHKA, TOProBeJIbHA MEpPEXka, CIOKKUBYA
IIHHICTHh, OMHIKAHAJIbHICTD.

IMocranoBka mnpoGJeMu. YKpaiHCbKUN pO3ApIOHUNA PUHOK 3a OCTaHHE
JNECATHIIITTS 3MIHHUBCS JIOKOpPIHHO: Belnki Mepeki Ha kmrtainT ATH, «Ciapmo» um
«EminedTp» onepyoTh AeCATKaMU THUCSY TOBAPHUX TO3UIIINA, a KOXKHA MOMIJIKA B
YIpaBIiHHI ACOPTUMEHTOM KOINTYE Aeaaii gopoxkye. [lokymenb cTaB BUMOTJIMBIIIUM,
KUTTEBUHN IUKIJI TOBAPIB CKOPOTUBCS, a MPOJaKi IEPEMICTHIIHCS YaCTKOBO B OHJIAMH.

485



3a TakuX yMOB KE€pYyBaTH KOKHOIO TOBAPHOIO MO3UIIEI0 OKPEMO BKE HEMOKIMBO —
1[e MPU3BOAMUTH JI0 3aTOBApEHHsA OAHMX Ipyn 1 AediuuTy iHmUX. Karteropiitnmii
MEHE[KMEHT TPOTIOHYE THIINI TOTIISA: TOBApHA Tpyla PO3TIAIAETHCS SIK OKPEMHUN
013HEC 31 CBOEIO CTpaTETi€l0, OIOKETOM 1 BIAMOBIJATBHOIO 0CO00I0 — KaTETOPIMHUM
MeHeKepoM. Yepe3 MOMHIKM Yy TOOYIOBI €(EeKTUBHOI aCOPTUMEHTHOI MAaTpHIIL,
0COOIMBO y 4YacH TMOBHOMACIITA0HOI BIMHHM, CIHOCTEPIra€ThCsl MAcOBE 3aKPUTTS
IpiOHOTO Ta CEPEeIHBOr0 PUTEIITY. 30KpeMa yepe3 OVEr CTOkH, abo OUt CTOKH.

[Ipobiema B TOMy, WIO0 €AWHOI «IIPABUJIBHOD» MOJEIl KaTEropiMHOTro
MEHE/DKMEHTY He ICHye. 3a KUIbKa JECATWIITh MPakTUKH chopmyBanocs
IOHAMMEHIIIe 1’ STh PI3HMX MIIXO0JIB — BIJ CKIaaHOB nporecHoi moaem ECR mo
THY4YKHX IUPPOBUX pilieHb. HeBennka perioHalibHa Mepeska 1 HalllOHAIBHUM piTeiiep
NOTpeOYyIOTh PI3HOTO THCTPYMEHTApPIl0, OJHAK YITKHUX OPIEHTHUPIB IIOJO TOTO, SIKY
MoOj/ieNIb oOupaTu 1 3a SKUX YMOB, y JiTepaTypi Opakye. Came Tomy moTpiOeH
KOMITApATUBHUM aHaJIi3, SKUH 3BiB OW 11l MOJIENI 10 CHTHHOI CHCTEMH KOOPIMHAT.

AHaJi3 ocTaHHiX JociaigkeHb i myOaikanmiid. OCHOBY KOHIEMIIIT 3akianu b.
Xappic 1 I'. Cinrx, ski pa3om 13 KOHCAITUHTOBOW Tpymnoro The Partnering Group
Hanpukidmi 1990-x odpopmunm KiacMyHy BOCBMHUKPOKOBY MPOLEAYPY YNPAaBIIIHHS
kateropismu [1]. IlapanensHo inero migxonuB pyx Efficient Consumer Response
(ECR), mo Brepuie nocajivB 3a OJUH CTUT BUPOOHUKIB 1 PITEHIEPIB 3317151 CIIIIBHOTO
CTBOPEHHS IIIHHOCTI Jj1st mokymiis [2; 10].

OcTaHHIMU pOKaMH aKIIEHT 3MICTUBCS 3 OMUCY MPOIeAyp Ha HU(PPOBY CKIIAIOBY
— pobOoTy 3 BEIMKMMHU MacHUBaMU JIaHWUX, AQHATITHKY NPOrpaM JIOSIILHOCTI,
nporHo3yBaHHs nonuty [3; 6; 9; 14]. TeopeTHUHUM MIATPYHTSIM JIJIsi KaTETOPIAHOTO
miaxoay 3anuiaroTbes kinacuyni npaii @. Kornepa 3 mapkerunry ta M. [loptepa 3
KOHKypeHTHoro aHami3y [12; 13]. Ilpuknaani acnekTu — Bij yIpaBIiHHS KaTeropisiMH
B 3aKymHiBISIX A0 crenudiku po3apiOHux mepex — po3kputo y J. O’Brien ta A.
Vidovi¢ [11; 15]. Bituu3nana mikona npencrarieHa podooramu O. Jlposnosoi, II.
banabana, C. Jlimuk, B. Xypnesa, B. Illapka Ta inmux [4; 5; 8; 16; 17]. IIpote
CHUCTEMaTUYHOTO 31CTAaBJICHHS MOJICJICH 3a € TMHUM HaOOPOM KpUTEPIiiB 10Ci Opakye —
II0 TIPOTAIMHY ¥ MOKJIMKaHa 3aTIOBHUTH CTaTTsl.

Mera gocaigaxenHnsi. MeTa cTaTTi — 31CTaBUTH OCHOBHI MOJIEJ KATErOP1HHOTO
MEHEJKMEHTY B pO3pi0HIii TOPriBil Ta 3’ SCYBATH, 3a IKUX YMOB KO>KHA 3 HUX MPAIIO€
Haiikpamie. [[ng mporo moTpiOHO MPOCTEKWUTH, SK KOHIICHIliS pPO3BHUBANACS Bif
kinacuuyHoi ECR g0 nudpoBux 1 THyYKHX MiIXOJIB, BUPOOUTH CHUIBHHA HAOIp
KpUTEPiiB MOPIBHSIHHS, OIHUTH 32 HUMH TI’SITh MOJENEH, 3BAXUTH 1XHI TUTIOCH U
MiHycH Ta CGOpPMYIIOBATH TMPAKTUYHI PEKOMEHAAIl I pITeiyiepiB  PI3HOTO
MacmTaldy i popmary.
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OcHoBHuii Martepian pociigxeHHsa. CyTb KaTeropiiHOTO MEHEIKMEHTY
MPOCTa: KO’KHA TOBApHA KATETOPish Ma€ PO3TIIAIATHCS SIK OKPEMU MAJICHBKUH Oi3HEC
B CEpenuHl BeJIMKOro. Y Hel € BlacHa MAapKEeTUHTOBa CTpAaTerisi, cTpaTeris
[[IHOYTBOPEHHS, OI0/DKET, IIJIbOB1 MOKa3HUKU Ta MEHEDKEP, SIKUM 3a BCE 11 BIMOBIAAE
[1; 5]. Pimenns momo acOpTUMEHTY, IliH, BUKJIAIKH W aKIii yXBaJIiOIOTh HE IO
okpemux SKU, a Ha piBHI BCi€l TpynHu, BiAIITOBXYIOYHCH Bl TOTO, SIK MOBOJUTHCS
nokymneins [4]. BignpaBHa Touka Maifke B yCIX MOJENSAX — KaTeropiHa poib.
CkaxiMo, y cylepMapKeTi CBike M’co ¥ puba 3a3BHUail BIIITParOTh IIJILOBY POJIb
(destination) — 3apau HUX IPUXOAATh; XJIi0 1 MOJIOKO — OCHOBHY, BOHH 3a0€3IICUyIOTh
IIOJICHHUI 000pOT; HOBOPIUYHI TOBapU — CE30HHY (seasonal); a Oarapeiiku UM
’KyBajIbHa 'yMKa Ha Kaci — 3py4HicHy (CONVeNience), BOHM MiJBUILYOTh CEPEIHIHN YeK.
Kareropiiina posib Mma€e BOy1OByBaTHCS y LUIAX KJIIEHTA Ta y KOHTEKCT B SIKOMY KJIIEHT
3HAaXOJIUTHCS.

Ha mnpaktumi cknanocs 1msTh OCHOBHUX Mojened. Ilepma — kimacuyHa
BochMukpokoBa ECR/The Partnering Group [1; 2]. Bona nmpoBoauTh KaTeropito yepes
CTpAaTerito, TAaKTUKH, BIPOBAKEHHA 1 neploanyHuid nepersia. [1iaxin rpyHTOBHHUIA,
ajie MOBUJIbHUM: MOBHUI LMK JJIA OJIHIEI KaTeropii MOXKe PO3TATHYTHUCA Ha KUIbKa
MicsiB. [pyra — copoiieHa MojJeib, MO CyTI CTUCHYTa BepCis KIACUYHOL IS
HEBEJIMKHUX MEPEXK, JIe BiCiM KPOKIB 3BOJSITH 10 TPhOX-40TUpPhOX. Tpets — data-driven,
SKa CIIUPAETHCA HA aHATITUKY MPOJAXKIB, JaH1 JIOSUIBHOCTI Ta MPOTHO3HI MOJEII; TYT
pillleHHS TUKTYIOTh 1UdpH, a He THTYIlisA 3aKymiBenbHuKa [3; 6]. YUerBepra — agile:
KOPOTKI iTeparlii, moctiiini A/B-Tectu BUKiiagku i i, Kpoc-QyHKIIOHATBHI KOMaHIx
[6; 8]. [T’sita — komabopatuBHa CatMan 2.0, moOympoBaHa Ha TICHOMY MapTHEPCTBI
Mepexi Ta ocTavyaaIbHUKA, CITUIBHUX JJAHUX 1 3B’ I3yBaHHI OHJIalH- Ta o(hJIaliH-KaHaJB
[7;9].

o6 moaemn MokHa 0YyJI0O YECHO MOPIBHITH, MM 3BEJIH iX O BOCBMH KPUTEPIiB:
HACKUTPKH TTOBHA U CTPYKTYpOBaHA METOAOJIOTIS; CKIJTbKU KOIITY€E BIPOBAKEHHS; K
IIBUJKO YXBAJOIOTHCA pilIeHHs; ski noTpiOHi nadi Ta IT; Hackiabku rimbOoka
CHiBIpamsi 3 TMOCTa4aJbHUKAMU; YM OpIEHTOBaHAa MOJENb Ha TOKYIIS, SKa
KBamiQikalis nepcoHany NOTpiOHA; 1 YW ToAUThCS BOHa Juisi omnichannel.
VY3aranbHeHy OanbHY OLIIHKY 332 TPhbOMa KJIFOYOBUMHU BUMIpaMH MOKa3aHO Ha PUCYHKY
1.
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BanbHa ouiHka (1-5)

KnacnyHa
ECR

€TOAONOrivYHa NOBHOTa

CnpouyeHa

BN ApanTUBHICTb / WBMAKICTE

Data-
driven

Agile

UwdpoBa 3pinicTe

CatMan
2.0

Puc. 1. llopiBHssIbHA 0aJIbHA OLIHKA MOJe/Iel KATErOpiiiHOI0 MEHEKMEHTY

Licepeno: po3pobieno agmopom.

Puc.

1 naouno mnokasye kommnpomicu. Krnacmuna ECR HegocsbkHa 3a

METOJIOJIOTIYHOIO MOBHOTOIO, aj€ MPOBATIOETHCS 3a AJANTHUBHICTIO M LU(POBOIO
3pUIICTIO — II€ 1IHCTPYMEHT CTaOUIBHOCTI, a HE IMIBHJAKOCTI. JIMBIsSYMCh Ha peaiii
YKPaiHCHKOTO PUTEHITY, SKUH Ma€ JIOCUTh THYYKOIO aJanTyBaTUCS JO 30BHIIIHIX
00CTaBUH, BUKOPUCTAHHS TaKOT MOJIEIII MOYJIMBO TUIBKH ISl BETMKUX HAIllOHATBHUX
Mmepex. Data-driven i1 agile, HaBmaku, BUrpatoTh y THYYKOCTI Ta poOOTI 3 JTaHUMH,
MOCTYMAKYKUCh y cTporocti mporeaypu. CatMan 2.0 He migupye B KOJHOMY
OKpPEMOMY BHUMIipi, 3aT€ Ma€ HaWpiBHIMUN TPoPLIb — 6€3 TpoBaIbHUX 30H. Bubip miei
MoOJIeIi rapaHTye WIN-win crpaTeritio it 000X cTopiH criBmparmi. [loctadambHUK
(BUpOOHUK) 3alliKaBJICHUI HE TUIBKHU y TOCTA4aHH1 CBOT'O MPOAYKTY, a i B IPOCYBaHHI,
YM JI0NIOMAarae puTeilily Ta pa3oM 3 HUM PO3JILIS€ BIANOBIJATbHICTb.

IToBHe 3icTaBieHHs 3a BCIMa BICbMa KpUTEPIsIMU MTOAAHO B Tabmumi 1.

Tabnuys 1
KomnapaTtuBHa XapaKTepHCTHKA MOJeJieil KaTeropiiiHOro MeHeIKMEHTY
Konrebiii Knacuuna Cnpomena Data- Agile CatMan
putep ECR pott driven g 2.0

MertoponoriyHa moBHOTa Bucoka Huspka Cepenns Cepenns Bucoka
PecypcomicTkicTh Bucoxka Hwu3bka Bucoxka Cepenns Bucoxka

. . Hyxe
[IBuakicTh/aTanTUBHICTE Huzbka Cepenns Bucoka BHCOKA Bucoka
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) ) Ke ) )
Bumoru go manux Cepenni Huzpki Ay . Bucoki Bucoxki
BHCOK1
Iarerparis 3 HAyxe
Bucoxka Husbka Cepenns Cepenns
MoCTavYaIbHUKAMU BHCOKa
OpicHTalisa Ha Ke
P 1 Cepenns Husbka Bucoka Bucoxka Ay
CIIOKHBa4da BHCOKa
IIpupaTtHicTs 10 )Ke
PHA a Hwuzska Hwuzeka Bucoka Ay Bucoka
omnichannel BHCOKa

Licepeno: cknadeno agmopom.

["osl0BHMIT BUCHOBOK 13 MOPIBHSIHHSL: 171€aIbHOT MOJIEI1 HEMAE, € JOpeUHa JJis
KoHKpeTHO1 cutyarllii. ECR mae naj 1 BIATBOPIOBaHICTb, aji€ MIATOI0 CTA€ MIBUIAKICTh —
JUISL MEPEXK1 3 YaCTUMU MPOMO 1€ Moke OyTu kputudHo [1; 2]. CopoiieHa Moaeinb
JIelIeBa 1 3p03yMijia HaBiTh 0€3 aHAIITUYHOIO BIIJILTY, MPOTE JIETKO CKOYYETHCS J0
pimeHs «Ha oko» [5]. Data-driven npuOupae cy0’€KTUBHICTb, Ta BUMAra€ 1HBECTULIIN:
BIIPOBA/KCHHSI AaHATITUYHOI TUIaTGOpMU U HaANAMTyBaHHS JaHUX JJISI CEPEIAHBOI
MEpexXi — 1€ MicAll poOOTH ¥ OIOKET, SIKW HEe KOXEH PErioHalbHUN TpaBellb
notsrue [3]. Agile nae MakcuMalbHy THYUYKICTh, ajie 0e3 3p110i KOMaHIHOI KYJIbTypU
IIBUJIKO TIEPETBOPIOEThCST Ha Xxaoc [6]. CatMan 2.0 Burpae Ha MapTHEPCTBI 3
MIOCTaYaJIbHUKOM, OJIHAK TPUMAETHhCS Ha JIOBIpI — BapTO OJIHIM CTOPOHI IMOYATH
«TATHYTH KOBIPY Ha cebe», 1 Moaenb poscunaerbes [7; 9]. 3BemeHHs mepeBar i
oOMeKeHb — y Ta0nuii 2.

Tabnuys 2
IlepeBaru Ta 00MeKEeHHsI MoJeJIeill KATeropiiHOr0 MEHeKMEHTY
Mogeanb IlepeBaru Oo0mexeHHsI
CucTteMHICTh, TOBHOTA, IPO30PICTh | Bucoka TpynomicTKicTh
Knacnuna ECR | .. " » PO3OP OKa TPy S
1 BIATBOPIOBAHICTH MPOLIECY MOBUTBHICTH, OFOPOKpATH3AILis
ClpowIeHa JloCcTynHICTh, HU3bKa BapTiCTh, [ToBepxHeBiCTh aHaNI3Y, pUBHK
potit IIPOCTOTA BIIPOBAKEHHS cyO’€KTUBHUX pIIIEHb
. OO’ €KTUBHICTH, TOYHICTH IPOTHO31B, | BHCOKI 1HBECTHIIT, 3aJI€KHICTH BiJ
Data-driven . )
aBTOMAaTH3allis SKOCT1 JJaHUX
Agile [BUIKICT, leyinCTI), MOCTilHe [Totpeba y 3pini171 KyJIbTYp1, PU3UK
TECTyBaHHS TiOTe3 Xa0THYHOCTI
CatMan 2.0 HapT_HepCTBo, shopper-centricity, CkJtagHIiCTh KOOpAMHAILLT, ToTpeda y
' omnichannel-interparis B3aEMHiH JTOBIpi

Hoicepeno: cknaderno asmopom.
489



Sk oOupatu Mozens Ha pakTHIll? OpieHTyBaTHCs BapToO Ha MacITal, popMmar,
1poBy 3puIiCTh 1 cTpareriuni 1. HeBenukii nokanpHIA Mepexi (yMOBHO 5—15
Mara3uHiB) JIOTIYHO CTapTyBaTH 31 CHPOIIEHOI MoJeNl W MOCTYMOBO J0/JaBaTH
€JIEeMEHTH aHaMITUKH B MIpy HAKONWYECHHS JaHUX. BelukoMmy HallloHaIbHOMY
piTeisiepy 31 cramuM acoptuMeHToM — B3ath ECR 3a Meromosoriuynuii kapkac 1
napanenbHo Horo nudposizyBaTu. ['paBieBi 3 PO3BUHEHOIO MPOTPAMOIO JOSIBHOCTI
(MITBHOHM aKTUBHHMX KapTok) macyBatume data-driven miaxia. Jyist piteiiepa, 1o
aKTUBHO PO3BUBA€E e-commerce Ta omnichannel, nopeunimoro O6yne agile-monens. A
MepekaM 13 CHUIbHUMH MPSIMUMH KOHTPAKTaMHu 3 BUPOOHWKAMH BapTO MPUTABUTHUCS
1o CatMan 2.0. Ha npakTuiii 94ucTi MOACII TPAIISIOTHCA P1AKO — YacTile 1€ T10pu/I:
Metonosoria Big ECR, anamituka Bim data-driven, itepatuBHicTh Bia agile. Taka
KOMOIHaLIsl I03BOJIsI€ IPUKPUTH CJIa0K1 MiCIIsl KOKHOTO OKpeMoro miaxonay [6; 9; 10].

BucnoBku. [lopiBHSHHS 1m’aTH MoOjeled 3a €IUHOI0 CUCTEMOIO 3 BOCHMU
KPUTEPIiB MOKAa3aJio, [0 BOHU PO3XOAATHCSA HAacaMIepe y TPhOX pedax — IMOBHOTI
METO/10JI0T 1, I1H1 BIPOBA/XKEHHS Ta 3JJaTHOCTI IIBUIAKO a1anTyBaTUCs. Y HIBEpCAIbHOI
Mozeni HeMae W Oytu He Moke. ECR joci NUIIAEThCS CBOEPIAHUM €TATIOHOM
CTpPOrOCT1, aJie BAMOTHY LIM(PPOBOi eKOHOMIKHM Ta omnichannel kpamie 3akpuBaroTh data-
driven, agile 1 CatMan 2.0.

3BIZICM TOJIOBHA Te€3a: MOJIeNIb HE OOUpAalOTh «y BaKyymi» — ii JUKTYIOTh
Macmtad, ¢opmar 1 mmdpoBa  3pUIICTh  KOHKpETHOro  pireitnepa. |
HaWUTIEPCIEKTUBHIMINNA NIISX — HE CJINO KOIMIIOBATH OJHY MOJIENb, a 30MpaTu riopu
nig BiaacHi notpedu. Ilomanbiii HOCHIIKEHHST BapTO CHOPSIMYyBaTH Ha PO3POOJICHHS
KUIBKICHOT METOAMKH, sKa J03BOJWIa O paxyBaTH €KOHOMIYHUM e(eKT BiA
YIPOBAKEHHS Ti€T UM 1HIIOT MOJIEN1 — MOKH IO IIe¥ 01K MUTAHHS JTUIIAETHCS PaJIIIIe
AKICHUM, HI’K BUMIPIOBAaHUM.
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Abstract. The article provides a comprehensive comparative analysis of the
principal category management models applied in modern retail business. The
relevance of the study stems from intensifying competition, the shortening of product
life cycles, growing consumer expectations, and the rapid digitalization of sales
channels, which together render traditional approaches to assortment administration
insufficient. Under these conditions, category management, which treats a product
category as a strategic business unit with its own strategy, budget, and performance
indicators, has become the industry’s response to the need for systemic management
of product groups.

The purpose of the article is to conduct a comparative analysis of the main
category management models in retail and to determine the conditions for their
effective application. The author systematizes the theoretical foundations and the
evolution of the concept from the classic eight-step ECR model to modern data-driven,
agile, and collaborative approaches, and develops a unified system of comparison
criteria.

The methodological basis of the study is a multi-criteria comparative analysis.
Five key models — the classic ECR model, the simplified model, the data-driven model,
the agile model, and the collaborative CatMan 2.0 model — are compared across eight
criteria: methodological completeness, resource intensity, decision-making speed,
requirements for data and IT infrastructure, the level of supplier integration, shopper-
centricity, personnel qualification requirements, and suitability for an omnichannel
environment.

The findings demonstrate that none of the models is universally optimal. The
classic ECR model ensures methodological rigor but is resource-intensive; the data-
driven model maximizes objectivity at the cost of high investment; the agile model
provides the highest adaptability but requires a mature organizational culture; and the
CatMan 2.0 model achieves the best balance between shopper-centricity and supplier
partnership. The author concludes that the choice of a model should be contextual and
determined by the scale, format, and digital maturity of the retailer, while the most
promising direction is the development of hybrid models. Recommendations for
selecting the optimal model are proposed.

Keywords: category management, retail, ECR, category role, assortment policy,
retail chain, consumer value, omnichannel.
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