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VYIIPABJIEHUE T[IPOJAXAMHU, HUDPPOBASA TPAHCOOPMAILINA,
OMHAHCOBAA SOOEKTUBHOCTD, MEHEJ/KMEHT I[MPOAAX,
NMHHOBAIIMOHHBIE TEXHOJIOI' M, BAHKOBCKOE JIEJIO

Lenp wccnenoBaHus: MPOAHATU3UPOBATH TEKYIIMH YPOBEHb 3()PEKTUBHOCTU
npogaxk B AO «lIpuopOank», BBIIBUTH KJIIOUYEBBIE (DAKTOPbI, BIUSIOUINE Ha
IoKa3aTeau TMpojax, M pa3padoTaTh CTpaTerMUecKue pEKOMEHJAlMUd 10
COBEPIICHCTBOBAHUIO IIPOLIECCOB IIPOIAKU.

OOBeKT uccienoBaHUS: CHCTEMa YIMpaBICHHs MPOJaXaMH U OIepaIOHHas
nestenbHocTh AO «IIpuopOank».

[IpeameT uccnenoBaHus: BIUSHUE COBPEMEHHBIX YIPaBICHUYECKUX MOJXOJIOB,
uuppoBoil Tpanchopmanuu U TexHonoruii M1 Ha crpareruu u nokasaTenu Mpoaax
AO «IIpuopOaHk», BKJIIOYasi OLEHKY aCCOPTUMEHTA MPOJIYKTOB, B3aUMOJIECHCTBUS C
KJIMEHTAMU U UHTErPALUI0 TEXHOJIOTHIA.

MeTtoabl UCCIEeI0BaHUS: AHATUTUYECKU 0030p (PMHAHCOBBIX U ONEPALIUOHHBIX
nanaelx, SWOT-ananu3 cTparteruii mpojak, CpPaBHUTENIBHBIN aHAIW3 OT3HIBOB
KJIIMEHTOB W UU(QPOBBIX KAaHAJIOB, MOJEIMPOBAHUE CIEHAPHEB pPA3BUTHUA U
IIPOTHO3UPOBAHUE TPEHIOB.

O06sacTb BO3MOKHOTO MTPUMEHEHUS: TPAKTUYECKOE TPUMEHEHUE MOTYyYEHHBIX
PE3YNbTATOB JJIA CTPATErHYECKOTO PAa3BUTHS YIPABJICHUS MPOJAXKaMU U peau3aliu
npoekToB HudpoBoi Tpanchopmannu B AO «IIpuopOank».

ABTOp TOATBEPXKIAaeT, YTO MPUBEICHHbIE AHATIMTUYECKHE MaTepuabl
OOBEKTHUBHO OTPAXKAIOT TEKYIIHMI COCTOSTHUE U NEPCIEKTUBBI pa3BUTHs npoAax B AO
«IIpuopOank», a BCe UCHOJIb3yeMble HCTOYHUKH W JIaHHBIE COMPOBOXIAIOTCS
KOPPEKTHBIMH CCHUIKAMHU.



Heimomuas padora: 77 c., 24 peic., 3 Tab., 52 KpbIHIIEL, 3 TpUIL.
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MbhTa pacnenaBaHHA: MpaaHadizaBallb OsTydbl Y3poBeHb 3(EKThIYHACII
npogaxay y AAT «IIpreiépbank», BEI3HAUBILb KIIIOUaBbIS (DaKTaphl, sIKisl YIIIBIBAIOLb
Ha TaKa3ublKli Mpojaxay, 1 pacmpamaBaib CTPaTATIYHBIA pAIKaMEHJAlbll Ta
YyaackaHaJeHHI Tpamacay IpoIaxy.

AG'exkT gacnmefaBaHHS: CICTAOMa KipaBaHHS TpoAakaMi 1 ameparbliiHas
n3eiiHacb AAT «IIpei€pOank».

[IpagmeT pacnemaBaHHS: YIJIBIY CYYacHbIX MEHEKAPCKIX —MaJbIXoAay,
miybaBail Tpancdapmaribli 1 TaxHanorii II Ha ctpaTarii 1 makazubiki npogaxay AAT
«IIppI€pOanK», YKIIOYAKOUbl alPHKY AacapThIMEHTY MpaayKTay, y3aeMaJ3esHHE 3
KJIIEHTaMI1 1 IHTArPALIbII0 TIXHAJIOTIH.

Mertanpl AacieiaBaHHs: aHATITBIUHBL ariisii (piHAHCABBIX 1 arepanbliHBIX
nan3enbix, SWOT-aHanii3 cTparsridi npojaaxkay, napayHajdbHbl aHali3 BOJTYyKay
KJIIEHTaY 1 Jiu0aBbIX KaHalay, MaJdJIsiBaHHE CI[PHAPBISTY pa3Billllsd 1 MparHa3aBaHHE
TOHIDHIIBIN.

Bob6nacip MarysiMara NpbIMSHEHHS: MPaKThIYHAE€ NPBIMAHEHHE aTpbIMaHara
BBIHIKY JUIS CTpaTAriuyHara pasBillisl KipaBaHHS MPOJAA)KaMi 1 plraii3albll NpaeKkTay
nmiu6aBail Tpancapmanbii ¥ AAT «IIpei€pOoank».

A¥Tap nausip/iKae, ITO NpajCcTayIeHbl aHATITHIYHBIA MATIPBIUIbI a0'eKThIVHA
aJUTIOCTPOYBAIOLb ISAMEpaIlHl CTaH 1 MEPCHEeKThIBBI pasBilusg npojaxay y AAT
«IIppiépOank», a yce BBIKAPBICTAHBIS KPBIHILBI 1 JaJ3€HbI CYIpaBaKarolla
KapIKTHBIMI CIAaChLIKaMI.
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Purpose of the research: to analyze the current level of sales effectiveness at JSC
“Priorbank,” identify key factors influencing sales metrics, and develop strategic
recommendations for improving sales processes.

Object of the research: the sales management system and operational activities
of JSC “Priorbank.”

Subject of the research: the influence of modern management approaches, digital
transformation, and Al technologies on the strategies and sales indicators of JSC
“Priorbank,” including assessment of product assortment, customer interaction, and
technology integration.

Research methods: analytical review of financial and operational data, SWOT
analysis of sales strategies, comparative analysis of customer feedback and digital
channels, scenario modeling, and trend forecasting.

Area of possible application: practical use of the obtained results for strategic
development of sales management and implementation of digital transformation
projects at JSC “Priorbank.”

The author confirms that the analytical materials provided objectively reflect the
current state and development prospects of sales at JSC “Priorbank,” and all sources
and data used are properly referenced.



