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KuiBchkuii HalliOHATBHUN TOPTOBEIbHO-CKOHOMIYHHN YHIBEPCUTET

Typusm, BenbMH mepcreKTHBHA cepa eKOHOMIYHOI JiSUTBHOCTI B YChOMY CBITi, OCTaHHIM
4acoM akTHUBHO Habupae oOepTiB 1 B YkpaiHi. Ilpo 1e cBiguuTh, 30Kkpema, IIBUAKE 3pPOCTAHHS
YHCEIbHOCTI TYPHUCTUYHUX areHuii. B Typuctuuniii ramysi chopmyBamucst BiacHi, crenudivxi
IHCTPYMEHTH W MPUHOMH MapKETHHTOBOI JiSUTBHOCTI; PO3TJITHEMO X 3aCTOCYBaHHS Ha MPHKIAIL
onHiel 3 BitomMux y Micti JIbBoBI TypuctiHuHuX Kommanii — TOB «Axkopa-typ».

[ToxomkeHHsT Ha3BM KOMIaHii Jo0pe imrocTpye ii croran: «Bces BiamycTka — SK 10 HOTaX...»
Komnanis npomnoHye MUPOKUI CIEKTp aBTOOYCHUX TYpiB, aBialliiHUX TypiB Ta IHIMBIAyaJbHUX
TypiB, TMOB’S3aHUX 3 TOi3AKaMu Mo YKpaini Ta B 41 kpaiHy cBiTy. Typu B KOXHIM KaTeropii
3TPYIOBaHI 3a PI3HUMH O3HAKaMH, SIKi JO3BOJSIOTH MOTCHIIIHHOMY 3aMOBHUKY SIKHAWIIIBUIIIIE
BIAIIyKaTH IIOCh mpuBabauBe misi cebe. Tak, aBTOOYCHI Typu TIPEACTABJICHI y TaKOMy
acoptuMeHTi: Bci Typu (378), cnemianbHi npono3utiii (130), Typu 6e3 Hiunux nepeizais (160), Typu
3 Kuesa (17), Typu 3 Onecu (8), Typu 3 Buizaom micis 14:00 (122), ripcbkoymkHi TypH (22), TUISIK 1
Mmope (81), octpona (5), ekonom Typu (82), Typu BuximHoro aus (47), Ckanaunasis i ¢iopau (21),
Ax, Kapnasan! (8) lens C. Banentuna (50), nenp Kopons Hinepnanmais (1), kormepru, pectusani
(3), mapan ksitiB (10), ITapk Koiikenxod (21), @ectuBans Oxrodepdect (9), dbyTrdonbHi Matyi (3),
Xemnoyin (9), Karomumneke PizgBo (54), HoBopiuni Typu 2015 (186), piznBsHi po3smponaxi (5)
pizassHi Typu 2015 (185), Pizassuauii Spmapox (22), TpaBuesi csata 2015 (216), Csato 8 bepesns
(48), mutsul Typu: 3uMoBi KaHikynu (88), BecHsHI kaHikynau (91), miTHi KaHikynu (76), OCiHHI
kaHikynu (87), mapku po3sar (4).

[{inoBa ctpareris KOMIaHii MOJIATa€ B TOMY, IO TYypH MOAUICHO HAa TPU TPYNHU: €KOHOM
(typu Baprictio 10 3300 rpH.), cranaapt (typu BaprticTio Bix 3300 mo 6000 rpH.) Ta Knacik (Typu
BapricTio moHan 6000 rpH.). TakumM YMHOM 3a0€3MEUyEThCS IMHUPOKE OXOIJICHHS IMOTCHINIHHUX
CIIO’KMBAYiB, OCKIIBKH MaiiKe KOKHUN MOKe 3HAUTH sl cebe MOT3AKy 3a MPUHHATHOIO HIHOIO.

Kpim Toro, xommaHisi BAKOPHCTOBY€ IUPOKUNA CIIEKTP 3HIDKOK 1 CIEIIAIbHUX MPOIMO3HUIIIH.
Tak, nmporpama «A ocbh 1 3HIKKa!» CTBOpeHa JUIsl TUX, XTO X04e BHOPATH Typ 31 3HUIKKOIO, SKUN
BIIPI3HAETHCS Bl 3BUYAHHOTO TYpy TUIBKH BapTICTIO, a MapHIpyT 1 €KCKYpCIiHE HaIlOBHEHHS
3aJIMIIAETHCS CTaHAapTHUM. [IporpaMa jie B 4iTKO BU3HA4YeHI YacOBI paMKH, sKi BKa3aHI Ha CalTi
KOMIIaHii — TUTbKK MPOTATOM IIHOTO Yacy MOXXHa 3a0pOHIOBATH TYp 31 3HIKKOW. [Iporpama «l 3
MyJbTHBI3010!» mepenbauae HaganHg 11 € 3HWKKKM Ha OyAb-SKUN Typ 3a HAasABHOCTI y 3aMOBHHKA
Jit0Y0i Bi3W B KpaiHy OCHOBHOTO TepeOyBaHHS Ha MoMeHT BHUi3my. Ilporpama «Jlms mpysiB!»
MpU3HAYCHA JUISL KITIE€HTIB, SKI CKOPUCTAIMCH MOCIYraMHU KOMMaHii «AKKOPIA-TYp» MIHIMYM OJAWH
pa3z — ue 3% 3HIWKKM Ha BCl MOJAJIbILII 3aMOBIICHHS, MPUYOMY 3HIKKHU «S 3 MylbTHBI3010!» Ta
«dna npysiB!» MOXyTh AomaBatucs. Y 30yTOBIM MOMITUII KOMMaHig «AKKOPIA-TYp» aKTUBHO
KOPHUCTYETHCS MOCTYyraMu nocepeaHukiB — 1e moHaa 6000 TyprUCTHYHHUX areHIlii, sSKi MpaIfoTh y
Bcix oOnactsax Ykpainu. Tak, B IBano-®dpankiBcbkiil 00xacti nie 3 mocepennuka — ['annuanka [0,
«Anpbarpoc-Typ» CIIJI binokons A.O., ®OII Yopua O.b. «Mera-typ»; y M. Kuesi Ta KuiBcbkiii
o0racti HaliayeThest 33 MOCepeTHUKA, 1 TaK JaTi.

KomyHikariiiina moyiTuka KoOMIaHii € 10CuTh po3BuHEHO0. KoMmmaHiss Mae oQiliiHuA calT
(http://www.akkord-tour.com.ua) ta nmpodini y Bizomux comianbaux mepexax (Facebook, Twitter,
Bxontakre, Ognoknaccauku, Google+). Ha caiiti, kpiM acOpTUMEHTY MOCIYT Ta YMOB HaJlaHHS
3HIDKOK, MPEACTABICHI HArOpOoaAM KOMMAHIl Ta BIAT'YKH BISYHHX KiIi€HTiB. Kpim Toro, « AKkopa-
Typ» Oepe ydacTh y BucTaBkax («CyMIMHA TYPUCTHYHA»), € MMAPTHEPOM TIOMYJISIPHUX MPOTrpaM 1
noniit (moy «butBa romnocie-3», ¢gecrtuBanp «SckpaBa KpaiHa», M. J{HIIPONETPOBCHK, KOHKYPC
kpacu «Mic JIpBiB-2014», comianbHO-OarounHHnii mpoekT «Koponera Binammi 2014y,
Bceykpainchkuii KOHKype AuTs90ro Tajnanty i kpacu «Christmas Little Queen 2013 Toro).
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