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MPOLIECOT HA HOCEHE OAJTYKU 3A KYMYBAE
KAJ NMOTPOLWYBAYUTE CO NOCEBEH AKLIEHT HA
CEMEJHOTO KYMNMYBAKE

AMNCTPAKT: AHanm3ata Ha noOTpoLWyBauuTe BKAydyyBa WCTpPa)kyBarbe 3a Toa
KOj KynyBa, WITO KyrnyBa, 30WTO KyMnyBa, Kako [JOHecyBa OANYKW 3a KyrnyBame,
Kora KyrnyBa, Kage KynyBa W KOMKy 4ecto KyrnyBa. OTBOpeHMOT npucTan KoH
noTpolyBaynTe e NMNepaTnB Ha AeHeLWHNOT anBep3nduumpaH rnobaneH nasap,
Taka LITO OpraHm3aumjata Moxe Aa ro naeHTMOMKyBa 1 Aa My CNyXM Ha LenHuUoT
nasap, fa ro MUHMMN31pPa HEe3aJOBOJICTBOTO Ha MOTPOLLYBaYnNTe U fla OCTaHe npej
KOHKypeHuujaTa. Konky e noronem 6pojoT Ha UNeHOBM Ha CEMejCTBOTO, TOJIKY e
norosieMa cymara Ha napw LUTO MOpa fa ce MOTPOLY 3a KyrnyBake Ha HajnoTpebHuTe
CpefcTBa 3a ersucreHumnja. KoHeuHo, nepuenuujata 3a UAHUTE €KOHOMCKN YCI0BU
BNMjae Ha NOArOTBEHOCTa 3a KynyBatbe.

KJNTYYHU 360POBW: notpoLuyBauun, oanyKkm 3a KynyBare, CeMejHO KynyBahe

CONSUMER PURCHASING DECISION-MAKING PROCESS
WITH SPECIAL EMPHASIS ON FAMILY BUYING

ABSTRACT: Consumer analysis involves research into who buys, what they buy, why
they buy, how they make purchasing decisions, when they buy, where they buy and
how often they buy. Open access to consumers is imperative in today’s diversified global
marketplace so that an organization can identify and serve the target market, minimize
consumer dissatisfaction, and stay ahead of the competition. The larger the number of
family members, the greater the amount of money that must be spent to buy the most
necessary means of subsistence. Finally, the perception of future economic conditions
affects the willingness to buy.

KEYWORDS: consumers, buying decisions, family buying

MPOLECOT HA HOCEHE HA OJTYKU 3A KYIMYBAKE O1 CTPAHA
HA NOTPOLWIYBAYUTE CO MNOCEBEH AKLUEHT HA CEMEHOTO KYNYBAKE

[pouecoT Ha HOocCere Ha OANYKWM MPU KynyBakeTo Ha MPOU3BOAMUTE, KaKo U
npuv KynyBarbeTO Ha CMTe NPOM3BOAN, Taka U NMPY HOCEHETO Ha OJTYKMN Ka CEMejHOTO
KyrnyBarbe MMHYBa HU3 HEKOJIKY acnekTu:

A) ®asu eo npoyecom Ha Kynyedrbe: ronem fen of rofeMmte KomarnHum ce
HaCoOYeHV KOH IeTaSIHO UCTPaXkyBakbe N NPOyYyBakbe Ha HAUNMHOT Ha KOj noTpoLUlyBayuTe
M HOCAT CBOUTE JONYKM 3a KynyBakbe ce CO Lien Aa goburjaT oAroBop Ha npallarara 3a
TOa Kafe, WTO, KaKo 1 KOJKY, KOra 1 30LWTO KynyBaumuTe KyrnyBaaT? HajTekok oarosop,
Kora e BO Mpallatbe ofHeCyBatbeTO Ha MOTPOLYyBaynTe WPU KYMNyBatEeTO € 30LTOo,
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KaKo 1 NpoLecoT Ha OfyyyBame Ha KynyBarbe, Of, MPUYMHI LUTO YeCTo,0AroBOOPT ce
Haofa camo BO camuTe HUB.
MoTpolyBaunTe peTko Kora ce CBeCHW 3a cfiefHuTe neT HaBefeHn ¢as3n BO
npoLecoT Ha KynyBare':
Mpeno3HaBatbe Ha NoTpebuTe,
Bapatbe Ha HGopmaumn,
[NpoueHKka Ha anTepHaTuBUTE,
Opnyka 3a HabaBKa Ha Npor3BoaM,
OpHecyBambe No KynyBaheTo Ha Npon3BoanTe.

LA WN =

b) lpoyec Ha OoHecyeare OONYKU’: 4eTMPWU CUTyaLuMuM BO MpPOLIECOT Ha
KynyBakbe LUTO Ce jaByBaaT®:

1. CnoxeHo goHecyBame OAJyKM - aKLLEHTOT e CTaBeH Ha KyMnyBaHeTo LWTO e
BaXKHO,

2. TlpomMeHnMBO JoOHecyBatbe OANYKM - MOTPOLLYBAYOT caka Aa npoba gpyr
BMA Ha Npoun3Bog, 6peHa unm pasnunyeH mogern.

3. JlojanHOCT KOH 6peHAOoT - KNNEHTOT caka bpeHs, 1 ro Kynysa Toj Npoun3eos
6e3 MHOry ABOyMEHbE.

4. WHepTeH nnu pyTUHCKN LLOMMHT.

B) Budosu Ha Kynyeara*:

1. UenocHo nnaHmpaHO KynyBakbe Of CTpaHa Ha KynyBauuTe - KymnyBauyoT
TOYHO 3Hae LUTO CaKa 1 YMa BOJija 3a KyrnyBatbe.

2. [lenyMHO MnaHWpaHO KyrnyBakbe - KynyBa4yoT MMa Ceprio3Ha Hamepa fAa
Kynu oapeAeH Npov3Boj Ha Na3apoT 1 3bopoT Ha BpeHAOT e YyTBpAEH BO
aKTOT 3a KyrnyBatbe.

3. HennaHupaHa HabaBKa - MapKaTa M Npou3BoAoT Ke 6uaat n3bpaHu Ha
MeCTOTO Kaje LUTO € KyrMeHO.

) Mpoyecom Ha momueuparwe Ha KpajHume nompouiyea4u’: [0o3VTVBHA
MOTMBaAUMja € cunaTa Ha efHa VMHAMBMAYa KOja ro HacouyyBa MOTPOLIYBAuyOT KOH
ofpeneHa uen.

MPOLIECOT HA MOTUBALINJA HA NMOTPOLUYBAYUTE KAJ CEMEJHOTO KYMNMYBAE

JleuaTa ce noBeKke AoOMBaaT BaXkHa y/iora Kora ce BO Nnpaluakbe NoTpoLlyBaymTe
1 Ha OCHOBA Ha Toa Cce NoBeKe MaPKETUHI EKCMEPTUN Ce€ HACOYEHM KOH HUB U HUBHOTO
ofHecyBare. TemMaTa € MHOry akTyefiHa, of MPUYUHW LWTO MOCTOU pa3finyHa
KOMYHVKauuja Mery poguTenute n aeuata. 3a Aa ce yTBpAu ce oBa belle cnpoBefeHo
NCTpaXXyBarbe MpeKy UHmMepejy, ueama Ha cnposedeHOmMo UCMpaxkyeare € [a
Ce MpPUKaXM HAYMHOT Ha KOj AeuaTa BnMjaaT BpP3 POAUTENUTE MPW KynyBakbe Ha
ofpeneHn npowussoau unu ycnyru. lipedmemom Ha ucmpax<yearse € BNnjaHNETO
Ha AeuaTa, NocebHO Ha OHMe Of WKOJCKa BO3PacT, BP3 poauTennTe npu KynyBake
BO ManonpogaxHuTte o6jekT. Xunomesume ce: [eBOjUMbaTa U MOMYMHbATA UMaaT
Pa3NIMYHK CTpaTerMm Ha ofiHeCyBatbe MPU KynyBae. [leBojurtbaTa Ce CKNOHW KOH

njayvyere 3a garm y6e,an cBouTe pognTenn, a MOMUYMHbaTa Ceé NOMaJiky aBTOPaTUBHN
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KOH poguTennte N He MOocCerHyBaaT KOH HeraTmBHW cTpaTternn. Ucmpaxkyearwemo
8KJ1y4yeauwe BKYNHO 75 majkun 1 35 TatkoBum (BKynHo 110 cemejcTBa) Koy npunaraaTt Ha
CTapcoHa rpyna o 35 go 50roanHu n HUBHUTe geua ce o 8 ao 10 rogmHn. IHTepBjyTo
6eLle 0OCMUCNEHO U CMPOBEAEHO 3a NOTPebrTe Ha MOTMBALMIOHOTO UCTPaXKyBake ”
6ea ondarteHu 11 npatarba.

Onwmuom Oen ce cocToelle of Mnpallaka MNOBP3aHU CO MOMOT, FOAUHNUTE, a
2/1a8HUOM 0eJ1 Of, IHTEPBjYTO Ce COCToeLle of NOBEeKe Pa3fINyHK Npallaka: NPBOTO
npalware Gelle OMWTO WU Ce OfHEeCyBatbe Ha CEMEJHOTO KyrnyBakbe, NMoToa cfiefea
KOHKPETHWN npalaka KoM ce MOBP3aHM CO MpMMeHaTa Ha CTpeTrumTe Ha Aeuarta
npu CEMEjHOTO KymnyBahe, Kako M Mpallarba MoBp3aHM CO OQHOCOT nomery geuara
n pogutenute. MctpaxkyBarweto 6elle CNpoOBeAEHO HWU3 HEKOJSIKY ManonpofarkHu
006jeKTV 1 Noronemu TProBCKM LEHTPW.

00 cnposedeHomo ucmpakyearwe no nam Ha uHmepejy, 6ea 0obueHu
c/1eOHUMe pesyaimamu:

» Ha npawareTo KoMKy natv MeceyHo oamTe Ha CeMeeH WOoNuHr, 57% opf
UCNUTAHNLNTE OL4FOBOPUIIE ieKa TOa ro rnpasaT 4 natu meceyHo, 24% feka
ofjart Tpu natm MecevyHo n octaHaTute 12% ofene gBa antn meceyHo, a 7%
ofiene caMo efiHalll.

» Ha BTOpOTO npaware, Kage ce 6apa oaroBop Aanv Aeuata BnuvjaaT BP3
HOCEHETO Ha OAJIyKMTe 3a M360op Ha Mpov3BoAM Kow ce KynyBaaT, 79%
O, CNUTAHMLUUTE OAroBOpwie AeKa HUBHUTE Adela MMaaT BNMjaHMe Bp3
HOCEHETO Ha OfJlyKUTe Kora ce OfM Ha CeMeeH LUOMMHI N ce KynyBsaar
npov3eoaun, a gogeka 21% o HYB ce U3jacHuNe Aeka Aeuata HemaaT HUKaKBU
BNMjaHVe BP3 HOCEHETO Ha OA/yKaTa 3a KynyBahe Ha HeKOj Npon3Bog.

»  OHMme ncnntTaHnuym Kou gagoa NOTBPAEH OArOBOP Ha BTOPOTO Mpaluame,
6ea 3anpallaHn Kou ce Tve NPOM3BOAN KOW Ce KynyBaaT BP3 OCHOBA Ha
BNujaHMeTOo Ha AeuaTa (TpadumkoH 1). 63% of HMB Ce u3jacHUja AeKa Toa ce
urpaukuy, 23% of HUB KynyBaaT Moj BAWjaHMe Ha MUCNIEeHeTo Ha geuaTta
obneka, n 15% op rn Kynysaat npoussoguTte Ha Mek JoHanac. Vinu oBa
3Hauu Jeka, fdeuata HajMHOry BivjaaT Ha CBOWTE POAUTENN KOra KynyBsaat
Urpayvkm (MCTOTO BaXKM 1 3@ MOMUMHaTa 1 3a AeBOjumHbaTa). Ha BTopo mecTo
ce yeBnuTe 1 obnekata (AeBojunHbaTa ce NOBNMjaTeNHM KOra CTaHyBa 360p
3a obnekara). Ha Tpeto mecTo e 6p3ata xpaHa Kako MC Donalds nnn KFC,
JofJeKa XxpaHaTa BO cynepmapKeTuTe e HajManky norogeHa.

AKo Aa, KOuU ce oBMeE npoussoaun
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IpagpukoH 1. Kou ce npousgsodoume 8p3 kou deyama 8/1ujaam Koza ¢ eHocam 00J1yKu 3a

Kynyearbe Ha HeKoj Npou3800?
W3sop: concmesHU ucmpaxysarea
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Koja cTpaTeruja ja npymeHyBa AeTHTo 32 Aa Be
ybenu aa kynute oapeaeH npoussop,
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IpagpukoH 2: Koja cmpamezuja ja npumeHysa 0ememo 3a 0a ge y6edu 0a Kynume
00pedeH npou3800?
M38op: concmeeHu ucmpaxysarea

Opn rpadMKoOHOT norope, MoOXe Aa ce BMAM Aeka 60% on geuarta rm KopucTaTta
CTpaTernnTe Ha Monere 1 nnavere, a 40% o HUB egHOCTaBHO ro 6apaaT NPon3BoOAOT
1 TOa YrOpPHO.

[Oanu geteto NnpMmeHyBa HEKOM O, /IoLLINTE
cTpaTervum npumep nakemwe
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IpagpukoH 3.: Janu 0ememo npumeHy8a Hekoja 00 Jlowume cmpamezuu Kako Ha
npumep ,naxe”?
M38op: concmeeHu ucmpaxysarea,
47% o ucnutTaHnumTe ce n3jacHune geka HUBHUTE fiela HAKOral He ja KopucTat
Taa cTpaternja, 41% of HUB Ce n3jacHUNe fgeka NoOHeKoraw HUBHUTE Aela ja KopuctaT 1
Taa cTparteruja n 12% of HYMB ofroBopune NOTBPAHO, fieKa HUBHUTE filela nocerHysara
1 No narv 3a fga um 61aaT KyneHn ogpeseHn Npov3Boau.

3AKJIYHOK

CemejHOTO KynyBatbe BO MaKeJOHCKaTa HaLMOHasHa eKOHOMMja, MOYHYyBa
[ia HaNvKyBa Ha MOTPOLLYBAYK/M MEHTaIUTET Ha MOCMPOMALLHATa Krfaca BO BMCOKO
pa3BrieHNTe eBPONCKN 3eMju. [IpOCeYHNOT NPUXOA Ha €LHO MJTAJ0 CEMEjCTBO € Ha HNBO
Ha CMPOMaLLHM ceMejcTBa BO 60raTi 3emju, Taka LWTO HUBHMOT HAuVH Ha OfHECYBatbe
npw KynyBakbe Ha NPON3BOAU M YCIYT Of Ma3apoT Kako 1 n36op Ha npoussoam 6m 6un
NPWINYHO CNYeH. « MoZenoT Ha CEMejHO ApY»Kerbe Npef KosMykaTta BO TProBCKUOT
LleHTap Mo HanopHaTa paboTHa Heflena cTaHa pPeAoBHA MpaKca Ha AOMALUHMOT nasap.
OBa ceTo e oanMKa 1 C/IMKa Ha eJHO CeMEejCTBO Koe Ce jaByBa Kako MOTPOLlyBay Ha
AOMALLHMOT Nasap.
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