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IIOCTPOEHME ITPOAYKTOBOI'O ITPEJIOKEHUSI BAHKA
HU.N. Bviukosa

B ycnosusix ycuausaroujelicsi KOHKypeHyuu, KaouesbiM pakmopom ycnewHocmu 6aHKa CmaHoeumcst
co30aHue 3¢p¢ekmusHo20 U  KOMNAEKCHO20 npodyKmogozeo npeodaodiceHus. Om  cmpykmypbl,
NpoOyMaHHOCMU U 83AUMOCEA3AHHOCMU  NpOOYKMOB020 NpeOnodiceHuss  3asucum npubbLibHOCMb
obcayacusanust Kak pusuueckux, mak u topuduueckux auy. Haubonee eadxcHble acnekmbl ycnewHocmu
npodykma 3axka1aobleaomcsi ewje Ha cmaouu e20 co30aHus u npoekmupoganusi. OCHO8HOe eHUMAHue
YyoeneHo 3manam nocmpoeHust NpodyKIMoeo20 npednodiceHus: OaHKa.

Knmouesble cnoea: npodykmoeoe npednoxceHue 6aHka, nompebHocmu KaueHmos, OAHKOBCKUe
onepayusi, npodykm u ycayaa.

In terms of intensifying competition the key factor of bank success is the creation of effective and
comprehensive efficient offer. The profit of the service of physical and legal entities depends on the
structure, decision and interconnection of the offer. The most important factors of success are developed
at the stage of its establishment and designing. Special attention is paid to the stages of bank offer
development.
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