5. The inability and (or) unwillingness of entrepreneurs to unite and protect facilitate the task of the authori-
ties to consider them as a source of replenishment of budgets of various levels.

Of course, a person who wants to create a business nowadays needs to analyze the mistakes of other entre-
preneurs, communicate with them personally and use them to strengthen their business. An aspiring entrepre-
neur should also know that he will have to change his activities in accordance with the needs of the market.

Conclusion. | think that if a person has a desire to start a business, he has certain ideas and plans how to im-
plement it, then such a person should definitely try. After all, even if nothing happens, you need to try further,
because not everything is given the first time and you need to make great efforts.
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ADVANTAGES OF USING RETAIL BRANDING
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Pesrome — Yenewnoie npodaafcu nO@ernﬂeHbl UCNONL308AHUEM HOBbIX CNOC0006 npuejiedernus noxynameﬂeﬁ.
B cmamve pacemampueaemcs e6lusdHue pumeﬁﬂ-6peﬂdunea HA nompe6ume/1ﬂ, a makoice akyeHmupoearno 6Hu-
MarHue Ha smanax npoeedesz 6p€H()UH2a U €20 UCnojlb306AHUAL.

Resume — Successful sales are supported by the use of new ways to attract consumers. In this article the im-
pact of retail branding on the consumer is investigated and the attention is focused on the stages of branding
and its use either.

Introduction. Currently, the market is characterized by rapidly rising levels of competition. Customers are
becoming more demanding in their choice of goods or services, and they prioritize a pleasant shopping environ-
ment in addition to a wide range of high-quality goods. In such conditions, attracting the customer’s attention
becomes a challenging task, even for already established market players. In modern conditions, retail branding
plays an increasingly important role.

Main part Retail branding is a set of activities which create an entire image for a retail outlet in order to
stimulate and satisfy customers. The aim of branding is to devise a memorable image which not only attracts
new customers but also retains existing ones. Creating a retail environment which attracts the consumer is one of
the main objectives of this type of branding. Emotional considerations become paramount. The creation of par-
ticular associations allows a business to link the consumer to a specific product. The influence of the brand is
strengthened when it infiltrates the memory and produces positive associations. Each person prefers goods that
correspond to their own outlook. Therefore, the skills of the retailer include the ability to exploit the preferences
of the buyer. The advantages of retail branding include the provision of a large range of goods to the consumer,
and the generation of high profits.

Brand creation is based on the following principles. Location is one of the most effective considerations.
Creating a pleasant environment through music or Wi-Fi will allow customers to experience positive emotions.
Only products that are well differentiated from those of competitors have the power to identify new customers. It
is also important to develop a personal relationship with the customer, and to strive to establish a need for the
product. Retailers should promote innovative concepts for stores in order to attract customers and to motivate
them to return. Ultimately, the main consideration for retail enterprise is a growth in satisfied customers. Tech-
nology can be a tool which fulfills this aim. The Pirch store stands out from other sellers of kitchen and bath-
room appliances in that it allows customers to test equipment in real time. The Adidas store in Amsterdam is
constructed in the shape of a box of sneakers to allow customers to immerse themselves fully in the shopping
environment.

A strong brand is based on the following key attributes. The combination of products must be developed in
accordance with the rules of merchandising. In addition, updating the product range also affects customer foot-
fall. The consumer is constantly looking for new products and features, so it is necessary periodically to rebrand
in order to remain relevant to the consumer. Today's consumers are spoiled for choice, and have more power
over where and when they wish to make a purchase. Retail brands that do not invest in the creation of an indi-
vidual image risk losing their credibility and their place in the market. Consumers now expect a personalized

322


https://library.by/portalus/modules/%0bbeleconomics/readme.php?subaction=showfull&id=1399203053&archive=&start_from=&ucat=&
https://library.by/portalus/modules/%0bbeleconomics/readme.php?subaction=showfull&id=1399203053&archive=&start_from=&ucat=&
https://minskherald.com/doing-business-in-belarus/
https://minskherald.com/doing-business-in-belarus/
https://studbooks.net/%0b1877608/ekonomika/razvitie_malogo_biznesa_respublike_belarus
https://studbooks.net/%0b1877608/ekonomika/razvitie_malogo_biznesa_respublike_belarus

experience. There are also significant opportunities to update loyalty card programs, and these have great poten-
tial to strengthen the brand.

Strong retail brands that have stood the test of time have been purposefully created on the basis of a strict set
of principles. Retail branding in the digital age should be based on a deep understanding of consumer behavior
patterns. Many experts believe that a successful branding strategy pays off owing to the consumer's loyalty to
the product. Every person has an idol. The participation of an idol in advertising a product subconsciously impels
customers to purchase a product. This happens because consumers identify emotionally with a product via their
idol. When the person buys this product, they think that they have become nearer to their idol, on whom they
model themselves.

Conclusion. In conclusion, retail branding occupies a significant role in the socio-economic system of the
market. Effective branding can improve economic performance and develop an undeniable competitive ad-
vantage. Retail brands have become not just a matter of product sales, but also an expression of image and iden-
tity.
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SAMPLING AS A TOOL OF SALES EFFECTIVENESS INCREASE
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Resume — Sampling is considered as a tool to increase sales efficiency in this article. Particular attention is
paid to its advantages and disadvantages, as well as the difficulties that the company may face when conducting
this activity. Based on the analysis, it is possible to make a conclusion that the use of this method is appropriate.

Pesiome — B oannoi cmamve paccmampusaemcs COMIIUHE KAK UHCIMPYMEHm NO8blieHUs. 3exmusrnocmu
npodaofc. Ocoboe enumanue ydeﬂﬂemm eco npeumywecmeam u HedocmamKaM, a makoitce CIOHCHOCMAM, C KO-
mopoimMu KOMNArusl moaucem CmOJIKHYmMbCA, I’lpOGOdﬂ aaHHyIO axKyuro. Ha ocnose ananuza oenaemcs 661600 0
1461160006]761311007}'114 UCNONB308AHUSL OAHHO20 MEMOoOd.

Introduction. Modern conditions of organization and business require the use of fundamentally new ways to
promote products on the market to ensure the effective operation of the company as a whole. Effective selling of
products directly affects the profit. For this reason, it is necessary not only to organize a good product advertis-
ing, promotions and offer discounts, but also to reduce commaodity losses.

The main ways to improve the efficiency of sales are as follows:

— purchase (upgrade) of equipment, which improves the quality of products;

— improvement of trade technology. In this case, it can be very useful to use sampling. This is quite a useful
advertising method that helps to improve the efficiency of sales and can significantly increase their percentage.

The main part. Sampling is a free distribution of testers, samples of goods. Thus, companies give the oppor-
tunity to try their product, get acquainted with it for free. People trust more their personal feelings rather than
advertising, so the opportunity to try the product for free is a very tempting offer. If a person receives an offer on
such terms, then there is a high probability that he will buy this product on the spot. But this is typical mainly for
everyday goods.

Sampling helps consumers make a purchase decision. And most often the purchase is made exactly where the
presentation and tasting of the goods took place. In addition, some buyers will want to buy this product again.
Promotions are most often held in trading halls, where a stand is installed, behind which there are promoters and
attract the attention of buyers.

Sampling is increasingly popular all over the world. We can distinguish the following advantages of sam-
pling:

— the possibility of creating a completely new brand of goods on the market;

— attracting attention to your product;

— the desire to introduce the product to consumers;

— sales growth.

Sampling gives a good opportunity to attract and retain regular customers. However, it has certain disad-
vantages, such as:

— free distribution of products. A lot of products are distributed free of charge.
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