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HAJJIOH ITNJALIA —
TPAAULIINOHAJIHA HHCTUTYIUJA TPTOBUHE N
APYHIITBEHUX KPETAIbA

Caxerak: TpaauiuoHanHe HHCTUTYIMjE TPTOBHHE OPraHW30BaHE Kao Ballla-
pHINTa MPEACTaBIbajy oapeleHa TpKHUIIHA 1 JPYIITBEHA KpeTamka y TPrOBUHH OJIO-
BHOM POOOM U JIPyTHMM TPOU3BOJIA KOjU CY CBOjCTBEHU TAaKBUM MeCTHMa. JerHa ol
TaKBHX WHCTHTYIIHja je HOBOCAJICKO BaIIapHINTe MO3HaTHje kao Hajmon nujama. Pan
0o0yxBaTa KBaHTUTATHBHU W KBAJMTAaTHBHH METOJOJIONIKH MPUCTYT KaKo Ou ce pa-
3yMelia IpUpo/ia U 3Ha4yaj OBaKBHX IHjalla y CBETY ca MoceOHUM ocBpTOM Ha Hajimon
nujaiy. Pesynratu ucrpaxuBama 1mokasyjy 1a NpoJaBLy Ha MHjalld MOpajy WHTCH-
3MBHMjE€ M WHBEHTHBHHjE Ja Boje 0a3y mojaraka o KylIuMa Ha OCHOBY Hauelsa
MapKeTHHIIKUX KOMyHHUKanuja. Llenokynan mporec TpropuHe 3aCHOBaH je Ha MHTE-
pecuMa Kymana ¥ moTpollaya y BHIY JM4He caTucgakuuje. Mojen pasBoja oBe
nujare TeMeJbH Ce Ha MHBECTHUIIM]H Y ONepaTHBHE OUIyKe MpOjaBala Kako 1a UCITy-
HE MHTEpeC MOTpomada M CTPATEIIKOM y CMHCIY OTKJIamama HEIOoCTaTaka y WH-
(bpacTpyKTypHOM U yIPaBJbauKOM CMHUCITY.

KibyuHe peuu: HajjioH nujana, poda, TProBUHA, MPOAABIH, IMOTPOIIAYH,
JPYIITBEHA KpeTarma

YBoa

Hajnon mujana je crienujannzoBaHa TP KHUITHA WHCTUTYIHja HA KOjOj CE MPO-
Jlaje pa3HOBPCHA poda MUPOKE MOTPOIIkE, Bohe u 1moBphe, 1moioBHa po0Oa, aHTUKBH-
TETH, HAMEIITaj, pBeHa rpala, orpeBHO JPBO, CTOKA U MPOM3BOIH 32 CTOKY. YJjora
CTOYHE THjalle y caBpeMeHOM 00y je cCMameHa aliil ce Tpryje KyhHuMm JpyOumIimma
¥ XpaHOM 3a BHUX. JemaH oJ HajCTapHjuX BHUIOBA TPTOBHUHE Yy MPOIIIOM BPEMEHY je
TProBHHA MOJOBHUM ayTOMOOHINMA Koja y n006a HHPOopMaTHIKe epe r'yOu TpKHII-
HU MOTEHIIMjajl ca HHTEPHET TPrOBUHOM, TPrOBHHOM ayTo Kyha M mpoaajHuX cajoHa
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HOJIOBHUX ayTOMOOWMIIa MpaBHUX M (U3MUKuX juna. [Ipema kmacupukanuju aenat-
HOCTH HajJIOH MHjalla Clajia y TpaaulMoHaiHe MaHUdecTanuje. [Ipema 3akoHy 0
TproBunu Pemy6auke CpOuje TpaauuuoHanHe MaHu(ecTanyje cy Bamapu, QecTu-
BN M JApyre MaHudecTanuje Ha KOjUMa c€ Yy CKIOIMY KyITYpHHX, MY3WYKHX,
CITIOPTCKUX W APYTHX IPYIMITBEHUX aKTUBHOCTH, IIpojaje oapeheHa poda/ycmyre, a 'y
CKJIaJly ca O0MuYajuMa BE3aHUM 3a OJIBHjalb¢ TUX aKTHMBHOCTH M 3a TO MOIpPYyYje.
Amnanuzupajyhul cTpykTypy TproBHHE Ha OBOj IHMjalld MOXXEMO j€ IO OBOM 3aKOHY
CBPCTaTH y Balape.

Hanac Hajnon mmjama 3ay3mma moBpminHy ox oko 38.000 m2. Ox ykymHO
2871 nponajuux mecta, 509 je npensuljeHo 3a nMpoajy MOJOBHUX ayTOMOOMIA, a y
n3rpalleHnM oOjekTUMa y OKBUpY MHjale Halazu ce 25 MOCIOBHUX MPOCTOpa H 3
pacxiiajiHe BUTpHHE. (WWW.NSrznica.co.rs).

3a enaTHOCT KOjoM ce 0aBU OBa MHjalla MOCTOje MPOCTOPHU U TPXKUIIHU YC-
noBu. IloBehana uckopumheHocT nujane ¥ yBehaHH NPHUXOJ MOTY CE€ OCTBAPUTU
yCBajameM U CTIpoBOlemheM afieKBaTHE MapKETHHI CTpATEruje MoHyAe pode a UCKo-
pUITNCHOCT MPOJIajHUX MECTa 3a MPOoajy ayToOMOOUIa MPOMOIIMjOM IIPOJiaje U CTHU-
MyJIHCakeM KyIana ¥ MoTpollaya Ja MoceTe Mujalry.

XpaHa ¥ CHPOMAIITBO YBEK Cy Jeo u Oe30emaHocHor pusuka. ColujamHa
YIPOKEHOCT HajBehnM JenoM Jaje mpuopuTeT OyBJBUM IHjalamMa M clpedaBa
oryheme mehy spynuma. [lopact Opoja cTaHOBHHKA, CHPOMAIITBO, ONpEAeIbYjy Jby-
JIe Y COIMjATHOM U KYJTYPOJIOIIKOM CMHUCIY JIa TOCTAaHy CTAJTHU TTOCETHOLM MHjaria.
OBaj acmeKT AONPHUHOCH W IPYIITBEHO] 0€30€IHOCTH Y CMUCITY HaJlakema HaunHA
3a 33/I0BOJHEHHC IbUXOBHX MOTPeOa.

Kana cy y nmuramy MeToze, HCTpakuBambe ce 0a3nupa Ha MPUMEHH MOCEOHUX
METO/Ia ca3Hamba U METOAa MapKeTHHI HCTpakuBama. [lopen ocrammx merona Ko-
puriheH je KoMIapaTUBHU METOJ MAPKETHHT UCTPaKWBamka KOjH MPEICTaBha KOM-
OWMHAIM]y HCTOPHjCKOT METOJa U METOJa MapKETHHT UCTPaKUBamba. TpaJuinoHa-
Ha TIPUMEHA MUCTOPHjCKOT METOoJla TIocMaTpa e M3 yIila MOCTojalka OBUX MHjana y
CBETCKMM pa3Mepama ojpel)eHa je myTeM MHepIdje Koja ce oryena y ynopehupamy
Hajmon mujarte u 3HaYaja OBUX MHjaria y CBeTy. AHKETHU YITUTHUK Y UCTPAKUBABY
KOPHUCTH C€ Kao0 METOJ MapKEeTHHT UCTpakuBama. Y paay ce KOpHcTe MmoceOHe Me-
TOJIc Ca3Hama Kao aHall3a M CHHTE3a, METOJC CTATUCTHYKE oOpaje Mojaraka y
BHIy Tabena u rpadukona. [lopen moMeHyTHX MeTOIa TToce0aH BUI ca3Hamba IPITH
Ce U3 UCTOPHjCKHX cTaBoBa Jbyau o Hajmon nujanu. [Toceban Bu TEOPHjCKOT JOTI-
pHHOCA HCTpaXXHBamky 0a3upa ca Ha COICTBEHOM Ca3Hamby M MCKYCTBY ayTopa KOju
ce nyro 0aBu OBOM MPOOJIEMAaTUKOM U CeKyHIapHUX n3Bopa mHpopmanuja. Luss je
MPUMEHOM METO/Ia MApKETHHT HCTPaKMBamka yKa3aTH HA UCTOPUjCKU U JPYIITBEHU
3Havaj HajnoH nujane y TProBUHU M MPOLEHUTH MEPCIEKTUBE BEHOT pa3Boja y Oy-
nyhuocTh.

3Havyaj TpAAMIMOHAJTHHUX MUjala Y CBETY

VY rnobamHOM cMHCITy, MPOjEeKIHjy pa3Boja MHjadyHe JEeNaTHOCTH Tpeba Tpa-
*)uTH u3Mely mamer campikajuor oOorahwBama MoOHyAE, HHPPACTPYKTYPHOT
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ypehema u onpemama nHjaia, Ha jeHOj, U 04yBamby HUXOBHUX CIIEIU(DUIHOCTH, Ha
npyroj crpanu. (Jlospera 2008, 281).

Jlakie, KOHIICHTpAIldja MOHYIE y TI00ATHOM TPXKHINTY MOXe ce moBeharu
cerMeHTanujoM Tpxxkumra. CerMeHTUpaHH MapKeTHHT oMoryhaBa MOHyAy MOJIOBHE
po0e, IleHa U ycMepaBama KaHaja AUCTPHOYIHje Ha BallapUINTa W poOHE Mujarle.
[Tozunmonupame OBUX MHjana gogaTHO he moBehatn nHMpaCTPyKTypHO ypeheme u
KBAJIUTET yCIyTa MPOAaBIHMa.

Hajjion nujana y KOHTEKCTY pa3Boja TProBHHe MOJOBHOM Po0OM

Cneuuduunoct Hajnon nujare je TproBuHa KopuiiheHOM poOOM Koja ce joI
MO’K€ KOPUCTUTH 3a mpBoOuTHe HameHe. Kopumhenom pobom ce mMory cMarparu
CBH OHH TIPOM3BOAM CeM KO3METHYKHX IIperapara, IpexpaMOeHHX MpoHu3BOAa U
MPOU3BOAM O] TNIEMEHUTHX MeTalla U Jparor kKaMema. Tauan Opoj nmoceTmiaia Haj-
JIOH THjalle HUje CTaTUCTHYKU BOeH u o0jaBibeH. HoBocasicka HajinoH mujama paau
MIETKOM, CyOOTOM M HeleJboM. AKIIEHAT aHAJIM3e j€ paja HeJAe/hbOM KOjH WMa TPav-
[UOHATHO YIIOPUINTE W JAPYIITBEHH M COIMjallHW 3Ha4aj KOJ CTAaHOBHHKA HOBOT
caja.

V mnany je u npuiarohaBame OKOJHHUX YJIMLA TOTpebama oBe mujalle, MTo ce
npe CBera OJHOCH Ha 3HATHO MoBehame MapKUHI MecTa 3a MMOCETHOLE, KOjUX je Ja-
Hac HeneJboM MmoHekan U Buie ox 50.000 xupaga. (Www.nstrznica.co.rs).

Hajmon nujama HacTtama je mie3feceTHX TOAMHA IMPOIIIOT BeKa Kao I0jemu-
HaAYHa Mpojaja moyioBHe poode. [IpocTopHUM IMpemeM MoHyIa pode je pacia a Io-
HyZa ce MPOLIMPHIIa U Ha aHTUKBUTETE, cTape ypehaje, osoBaH HaMeIlITaj, OrPEeBHO
IIpBO, NIpBeHYy Tpahje, CTOKY W CTOUHY XpaHy. PadyHajyhm mOHymy W TPTOBHHCKY
MoryhHOCT Tpajia oBa Mujalia je mocraia HeJeJbHU CKOpOo 00aBe3Hu J1aH HoBocahaHa.
Henespa je moceOHO Onia 3Ha4ajHa y TPrOBHHM IOJIOBHUM ayToMoOunuma. Yak ce
NEeTKOM Mopanu gohu Ha nujamy na O cTe MOTJIM MpoJaTH Bam ayroMoomi. Tpume-
CETHX ToJIMHA MPOIUIOT BeKa U MPBUX JECET rOJMHA OBOT BEKa HAjJOH MHjala je
Ouna HajBaXHHMj€ MECTO TPrOBHHE IOJIOBHHM ayToMoOmnuMma peruje BojBomuna.
[lojaBoM mpuBaTHUX Tpeny3eha koja ce OaBe OBHM TOCIIOM jaBWIJIa Ce BeoMa 030U-
JbHa KOHKypeHmHrja. [ToceOHO je momnio M0 030MJBHOT Majaa Mpojiaje MOJOBHUX ay-
TOMOOWIJIa HAKOH MacoBHE NMPUMEHE HHTEPHETa y MPOaju U KoMyHUKanuju. Hajmon
nujana 1 Jajbe MOXe 3aJpKaTu oApel)eHr HUBO Y MpoJaju MOJOBHUX ayTOMOOHMIa
moBehameM KOHIICHTpAIHje MOHyAe APYTHX MPOU3BOJa U APYTHX HHTEpPEca KOju ce
MOTY OCTBapHTH 3a IpojaBlie U Kymnie Ha nujauu. CtpaTteruja omoryhaBama 6osber
ypehema u npunasza nujarm cBakako he omoryhuru Behy koHmeHTpanujy nonyue.

Pe3yaTaTu eMIUPHjCKOT HCTPAKUBAKHA

UcrpaxuBame craBoBa HoBocahaHa o Hajnon mujanm cripoBeneHo je y ca-
MOM IIEHTPY T'paja ca MIJHEM Ca3Hama 00jeKTHBHOT MUIJBEHA 0€3 TUPEKTHOT TIPHU-
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cyctBa. Ha y3opky on 400 croruna rpahana y nepuony oxn 1-15.6.2021 roaune Ha
KOHKPETHO THTamke mTa 3a Bac 3Haun Hajmon nmujama oarosop je 6mo cinexchu:

— Muoro mu 31aun 60%
— 3naun mu 35%
— He 3naun mu 5%.
Ha mu cre nocetunu Hajmon nujaiyy onrosop je 6uo cnexehu:
— Jla 85%
— He 15%.
Jla nu nmnanupaTe U Aajbe Aa uaere Ha Hajimon nujaiy:
— la 65%
— He 3nam 20%
—He 15%.

Ananmsupajyhu HaBelleHe mojaTke BUAWMO jaa je Hajmon mmjanma ocraBmia
ny0ok yTHcak y cBectd HoBocahana. Oko 60 romuna y ceBepHoM mpearpaljy Hosor
Cana noctoju Hajmon nmjara kao jegad ox cumOoiia rpaga. AKO HE padyHaMoO CaB-
peMmene riobanHe ManudecTanmje, ypdane KyiarypHe norahaje, cioprcke Mmanudec-
Taluje, JIOKaJIHe KyITypHE U JApYIITBeHe MaHU]ecTauuje, CBe ocuM Tora ,,Hajiaon™
je Bume ox nujane. Hajinon HexesboM je mocebaH jorahaj u 3a10BOJECTBO y CMUCITY
KyMOBHHE MPOM3BO/Ia KOjU ce He MOTY HahM Ha JIPYroM MeCTy, CYCpPeT U COLHjalHU
KOHTAKT Ca MO3HAHHUIIMMA U TIpHjaTe/buMa Ta Yak ¥ PaHu J0pyUaK ,,[JbeCKaBHIla“ Ha
MO3HATOM MecTy. Huje 4yaHO MITO y Hapoay MOcToju Mucao Ha HajmoHy ce moxe
Hahwu ,,cBe O] UTJIe 10 JJOKOMOTHBE . Ha OCHOBY JIMYHOT yTHCKA ojj1a3ehu Ha MHjaiy
youaBaMo Jia je BeliMHa KyTaia yrmo3HaTa ca poOoM, MecTUMa Ipojaje, 100poj mo-
Hy/M, BEIITHHH KyloBHHE. Tako3BaHO ,liecHKame  Ha HajnoH nujanu ogBaja Hac Ha
TPEeHYTaK O] CaBPEeMEHHX IIeHTapa TProBHHE aiu mojceha Ha Heke CBETCKE JeCTH-
HaIlFje THe je IeHKame Ie0 TpoIieca Mpoaaje U KYIIOBHHE.

HcTpaxxuBame cTaBoBa npoaasana pode

Kana cy y nutamy craBoBH mpozaaBaiia pode HCTPaKUBAUKO MUTAE j€ CTPY-
KTYHPaHO Tako Ja OLEHH 33J0BOJHCTBA IpoJaBana MecToM mpoaaje. Pasmor ogadbu-
pa OBOT IHTama MPOU3MIA3U U3 HEIIOCPEIHOT Ca3Hama /1a je MPOoJajHO MECTO BEOMa
Ba)kKaH CErMEHT mpojaje. McrpaxuBame je crpoBesieHo Ha y30pKy ox SOmpojasaria
KOjH Ipojajy MOJIOBHY poOy, aHTHKBUTETE U CBE ApYyre CTBApU CEM ayToMoOuia y
nepuoay ox 6— 20.6.2021 rogune. HctpaxuBame je 00aBJbeHO y3 TOMOh aHKETHOT
VIHUTHUKA CTPYKTYUPAHOT TaKO Ja j& CBaKW MPOJaBal] MOTao Jia 3a0KPYKH MO jelaH
ol cnenehnx oaroBopa: 3a0BOJbAH, OJroBapa MU, MOTJIO OM U 00Jbe, HUCAM CHTY-
paH ¥ He3a#oBoJbaH.JenHa o] OUTHUX CTaBKM y cacTaBjbamby NMHUTAMKA je TUIIOJIOTH]ja
caroBopHHUKa. JeHa 0J HajBAKHUJUX KapaKTEPHUCTHKA OBHX IIpojIaBana je mpodecu-
OHAJIM3aM KOJH CE€ CaCTOjU U3 WJIeje M KOHIenTa Koju he uM noHeTH ycrex. buxos
ycrex je npunarolen norpedaMa cBojuX Kymama v moTpouiaya.
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Tabena 6p.1. Pesyrmamu oyerne 3a00680/6cmea npooagaya npooajHUM Mecmom

Ja nu cte 3a10BOJBHE ITpoaajHuM MecToM IIpoceuna BpenHoct CTaHIapaHA IeBUjaIja

3amoBospan 4,1 ¢: 0.57619441163552

Ognrosapa mu 3,6

Moruo 6u u 6oJbe 3,5

Hucawm curypan 2,8

HeszagoBospan 2,5

IMopganm w3 mperxojHe Tabejae HaM MOKa3yjy MPOCEYHY BPEIHOCT 3aI0BOJb-
CTBa IpoJIaBara MpoaajHIM MECTOM. 3a70BOJBHO je 4,1 mpomasaria 3,6 je oAroBOpH-
JIO J1a UM OZIrOBapa, MorJio 6u u 6oske 3,8 10K Huje curypHo 3,5 a cBera 2,5 je Hesa-
JIOBOJbHO. [IpocevHa BpeTHOCT Meperma 33J0BOJECTBA MpoJiaBalia MpoJIajHAM Mec-
TOM je ox 2,5 1o 4,1. Kako ce Haie 3ak/byurBame CIIPOBOAU Ha 0a3u y30pka Ipo-
CeYHa BPEIHOCT 3a7I0BOJHCTBA IIpoOJiaBalia MmpojajHuM MecToM je 3,3.0Ba oleHa 3a-
JIOBOJBCTBA ITOCMaTpajyhu yKyIman mpocTop mujare mpeacTaBiba 10cTa J00PY MO3H-
yjy 3a Behuny npojasara. McrpaxkuBamem cy o0yxBahieHU CBH PEOHH TJE CE TPO-
Jiaje moJIoBHA poba U IPYTH MPOU3BO/IH.

Crannmapana rpemka je 0,3742 a cragmapaHa neBujanuja je 0,57619441163552.

Pe3ynTtati oueHe 3a40B0/bCTBA
npoaasaua NnpoaajHUM MecTom
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Xwucrorpam 1: 3adosomscmeo npooasya npodajuum mecmom

Kana cy y nurtamy npoJiaBIii Ha KOHKPETHO MUTAkE Ja JIH CTE 3a3J0BOJHHU
IeHaMa 3aKyImHuHA (TTHjavapuHa) OAroBOp je cienehu:

— llene cy Bucoke 38%

— Llene cy peamne 40%

— llene cy moBosbHE 22%.

AKO aHaNTM3MpaMo MpeTxoaHe noaaTke BuanmMo na 40% mpopaBama cmarpa ia
cy 1ieHe peanne, 38% na cy 1ieHe BUCOKe, T0K 22% cMarpa jaa cy IieHe moBoJpHe. M3

HaBCACHOI' C€ MOXKC 3aKJbYUUTHU 1A 6u mnpoaaBiu ounu 3aJOBOJbHH MalbUM CHHUIKC-
BbECM LICHC 3aKYITHUHE.
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Ha xoHKpeTHO muTame Aa ¥ CTe 33/JI0BOJbHH yCIOBHMA pajia Ha MHUjaIl OJ1-
roBopu cy cieachu:
— 3agoBosban 45%
— Henumuyno 36%
— Hezanmosomsan 19%.

W3 npeTx0HO HaBEACHUX TOjaTaka yBuUl)amo 1a cy MpoJaBIM yIIIABHOM 3a-
JIOBOJbHU YKYITHUM YyCJIOBMMa pajaa Ha nujaid. Ha oCHOBY KOMYHHKAaIIMjCKHUX cas-
Hamba KHUXOBE NMPUMENI0E Ce YIIIaBHOM OJIHOCE Ha NPYKamke TONATHUX YCIIyra 3aKy-
MOJIaBIIa Ha MHUjally.

Ha xOHKpEeTHO MHTamke Ja JM CTE 33J0BOJHHU MPOAAjOM OJTOBOPU Cy OWMIH
cnenehu:

— Jlo6pa 48%
— 3anoBosbaBajyha 27%
— Jloma 25%.

[Iponaja je HajBaXHUjU €0 TpoIleca TPrOBHHE. 3aI0BOJHCTBO MPOJIAjOM HC-
Ka3ao je y MPOICHTHMAa BEIHMKH Opoj mpojaBana. Takohe je m Opoj 3a70BOJHHHX
BUCOK. Mmak TpeGa KOHCTaTOBATH /1a je YeTBPTHHA IPO/IaBaIria He3aJ0BOJbHA.

Ha noceOHO mpunpeMIbeHO MUTamkE Ja NMPOJABIM CaAMH HAIHIIY KOjU je TO
npo0JeM KOju UM cCMamyje KBAIUTET paja U 0OMM MpoAaje OATOBOpH Cy Ounu cie-
nehu mo 6pojy maTux oarosopa:

— Henmocrarak cpeacraBa KoJ| Kynamna/morpomaga

— Bucuna 3akynHUHE/THjadapruHe

— [Ipomena HaBuKa Kymala 1mojaBaM KOHKYpPEHIIHje

— Henmocrarak momohu 1 mojicTynaja 3a MpojaBIie Ha MHjaIH
— Hemrro apyro.

OBo mUTame je TOHYHEeHO Kao OTBOPEH OJTOBOP TaKO Ja Cy MUCIUTaHHUITIMAa
OWJIM JTO3BOJBEHU CJ000MHO (OPMYJIMCAHHW OATOBOPH, KOHCTaTallMje, CyrecTHje,
npuMende U CIMYHO.

Kana cy y nuramy mpogasim ayromoomia Ha y30pky ox 20 mpojasama y re-
puony on 6-20.6.2021 roiuHe Ha KOHKPETHO MUTaWkE Ja JIM CTE 3aJ0BOJHHU YCJIO-
BHMa IIPOJIaje OATOBOPH Cy OWiH cieaehm:

— Jla 68%
—He 32%
[Ta je Hajeehu mpobieM y npoaju ayroMoOuia oaropopu cy ommu crnenehu:
— Konkypenunja 43%
— Hegnocratak cpeacrasa 49%
— dpyru npodnemu 8%
IlIta Tpeba mpexysetn na 6u pomaja 6wmra Beha:

— Omoryhutr OCHOBHY IPOBEPY BO3MIIA Ha camMoj nujaiy 37%
— IIpomoBucatu nujaiy 35%
— ITapkuHr npoctop oxo nujane 28%.
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[IperxonHu cTaBOBM MpoJaBala MOJIOBHUX ayTOMOOMIIA YTIIaBHOM CY TO3HATE
YHEHUIIE ca caMor Tpxkumra. buxosu oxroopu Mory moxactahu ToHOCHOLE Of-
JyKa Kako Jla Ce Ca/lallihe CTame MMPOMEHU. Y HacTaBKy paja Buine hemo oOpaTtutu
NaXKby Ha CTABOBE MO3HATHX ayTopa Kaja Cy y NUTamy e()eKTH Y TPrOBUHHU Y BUIY
JUYHE KOMYHHUKAIFje ca MOTpoILIaynMa.

CorujaiHo - IICUXOJIONIKA KaTeropyje MpeCcTaBibajy MoCceOHy BPCTY CIIOCO0-
HOCTH KOja ce 3aCHMBA Ha CKJIOHOCTHMA 3a 00aBJbame oJpeljeHHX BpcTa MOCIOBa
KOjH TIOpe] TTOCIIOBHUX CITOCOOHOCTH IOJIpa3yMeBa M BPIICH¢ yTHIIaja KPO3 HETOC-
pelHM BHJ KOMyHHKalMje, a y HUby HoBehama, 00Jber pasyMeBama y CBPXY MOCTH-
3ama MO3UTHBHUX NocioBHUX edekara. ([Ipauh 2021, 99).

Yo4aBaMo Jia U3 HaBEJCHOT MPOU3MIIA3H Ja OBE KATETOPHje Y COIMjaTHOM U
KOMYHHKAIIMjCKOM CMHCIY TPE/ICTaBibajy CIIOCOOHOCTH IMpOAaBalia Ha MHjaly n1a
yTHYY Ha Kymie J1a kyne pooOy. I[IpomajoM ce ocTBapyjy MOCIOBHU e(hEKTH U TOBE-
haBa HWBO W MyTOTPajHOCT HETMOCPEAHE KOMYHHUKAIMjE a MPOJaBall YHHH YCIICII-
HUM.

YobuuajeHo je aa ce cerMeHTanydja moTpollaya BpIId IpeMa HEKOM O]l clie-
nehux KpuTepHjyMa: ocoOMHaMa IMOTpoIlada, ocoOMHaMa TPOW3BOJA, MOHAIIAKY
NpY KYTIOBHHU, KBAJHTETY 3aXTeBaHE YCIIyre, BPEJHOCTH KOja Ce OCTBapyje U Ipy-
ruM Kputepujymuma. (Bailey u mp., 2009, 159).

OpurrHaIHOCT cerMeHaTallje MoTpolaya Ha MHjany je ouurienHa. MmeH-
THUKOBamke MOoTpeda MoTpoIIada MoJIOBHE pode mocebaH je CerMeHT TII00aTHOT
TpxuiTa. OBH HOTPOIIAYHN CE PA3IUKYjy O MHOTHM KapaKTepPUCTHKAMa a yCIICITHN
nmpoAaBIM Mopajy Hahwm HajyHOCHHje onl HuX. MeljyTuMm, caBpeMeHe OKOJHOCTH
M3a3MBajy TapreTHpame KOHKYPEHIMje U pa3BHjamy MPOAajHe CTpaTerdje Ha IHja-
.

I/ICTpaH(I/IBaH)e CTaBOBa Kynaima 1 nmorpomava

Carncdakiija moTpormada HacTaje KpajeM IMponuior Beka Kaja je 00jeKTHBHO
HACTaJI0 W ToTpomrayko napymrTBo. Carncaknuja morpomrada mpema Dzavalgiju
cacToju ce u3Mel)y Tpu 1moBe3aHa KOHIENTA, IPBU KOHIIENT jep OYEKUBAE O] TPOH-
3B0JIa OTHOCHO MCIIOPYYCHE YCIyTe, IPyTH KOHLENT je UCITyHhaBambe MOTPOIIAueBIX
oueknBama, a Tpehm koHmenT je mopeheme mOOMjeHE ychmyre ca MPEeTXOIHHM
OUYCKUBambUMa. Y aKaJeMCKO]j JUTEPaTyPH U MPAKCH MOCTOjH BEIUKH OpOj HCTpaXkKu-
Bama caTHc(hakiyje MoTpomaya Kako y o0JacTu mpojaje Npou3BoAa TaKO U HCIO-
pydenux ycnyra. Kaga je y nuramy carucdaxiuja noTpomada Ha poOHUM NHjarama
nocroje oxpeheru pagoBu Koju oOpaljyjy OBy MpoOJieMaTHKy ajid HEJJOBOJbHH. 3ax-
TEBU KyIlalla ¥ IOTpoIllaya Ha MujaiamMa, a IOoroTOBY y IPOJajH IOJIOBHE pode cy
nocta crienuduyunn. Hamve, manu O6poj pajoBa u cTyamja je nocseheH 3a10BobembY
HWHTEpeca NnoTpoliaya Ha poOHUM nujanama. Crnenuduyanoct Hajnon nujarie je npo-
Jlaja TOJIOBHE pobe, ayToMoOmIa u Apyrux npeaMera. Kama je y mutamy OCHOBHO
HCTPaKUBAYKO MHTAkE caTUC(aKIMje MOTpoInavya yrBpheHa je ckana paHTupame u
M3padyHaBamke MPOCEYHE OLCHE 32 CBAaKM OJrOBOP HA MOCTABJFEHO IMHTAME IO CIie-
neheM KpuTepujymy:

— bBe3 nkakBor 3Hauaja
— T'oroBo 0e3 3Hauaja
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— Mame 3Ha4ajHO
— 3HauajHo
— UgyserHo 3na4ajuo?

Kymmm u morpomaun Ha moHyhene oaroBope nmajy orene ox 1 mo 5 umajyhu
BUIIIC alTepHATHBA 3a CaMy OIIEHY W KOJIMKM 3Hayaj UM J1ajy. bpoj ankermpanux
notrpomaua je 500. McrpaxkuBame YCMEPEHO Ha KYIMIle W MOTPOIIade Ha MHjaru
Y30pKOBaHO je Tako Ja je aHkeTwpaHo mo 50 kymamna meTtkoMm u cyborom. Octamu
KYIIU/TIOTPOIIaYl aHKETUPAHU Cy HeIesboM. Bennku Opoj aHKeTHpaHUX HEIE/hOM
MPOU3MIA3H U3 TPAIUIMOHATHOT 3Ha4aja TPrOBUHE HENIEJhOM M BEJIMKOT Opoja mpo-
naBana kao u ¢pexBeHmyje motpomava. [Ipema momaruma JKII Tpxxauma Hosu Can
Opoj moceTuiala moHekaa HexesboM npenase u 50.000 xurpana.

Tabena 6p.2. Pe3yrmamu oyere 3a0080/6CmM8a NOMPOULAYA KYN/bEHOM POOOM

Jla nu cre 3a10B0JbHY KyIubeHOM pobom [Ipoceuna Bpegnoct CTanaapHa aeBujanuja

Ommana 5,1 0,99116093546911

MHoro no6pa 4,9

Jobpa 4,1

3anoBosbaBajyha 3,2

Jloma 2,5

IIpema pasyiaraTiMa HIpUMEHEHHX TECTOBA 3aKJbydyjeMO Ja Ce IPOCEdHa
BpPEIHOCT OlleHe MOoTpolIada KyrjbeHoM pobom kpehe ox 2,5 no 5,1.IIpocedna ore-
Ha 33/I0BOJCTBA MOTpOLIaYa KyIJbeHOM poOoM je 3,96. OBa oueHa ox ckopo 4 je
BEOMa BHCOKAa M HCKa3yje OCHOBHO 3aJ0BOJHCTBO KyIlalla U IOTpoIIada u3adpaHoM
pobom.

Crangapana rpemika je 0.5099, a crangapana nesujaruja 0,99116093546911.

Pe3syntatu oueHe 3a40B0/bCTBA
NOTPOLLUAYA Kyn/beHOM pobom

6

5

4

3

2

é M Pe3yntaTu oueHe

3a/10B0O/bCTBA NpPoAaBaLa
2 Kyn/beHOM pobom
Q
~I~°:< on ( é,\* QO&
) ¢ ¢ &
o) & R
@*?‘ X
e

Xwucrorpam 0p.2. Pezyimamu oyerne 3a0080/6CmMEa NOMPOUATa KyH/beHoM pobom
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Ha xoHKpeTHO mHTame KOJHMKO Myro ojyasute Ha HajmoH mujamy onmroBopu
cy oumu cienehm:
— IlIpexo 20 rogunaa 18%
— Uzmehy 10 u 20 roguna 35%
— Mame ox 10 roguna 47%.

3nauaj HajnoH nujare y cBecTH moTpoIraya CKa3aHa je M (b UXOBUM JyTOro-
TIUTITEHUIM OJI7TACKOM Ha OBY THjaIly Koja je CBaKako M JIe0 HHXOBUX JKMBOTHUX Ha-
BUKA.
Ha xoHkpeTHO nuTame na mu hete n nasbe nomasuti Ha Hajnon nujamy oaro-
BOpU cy 6mnu cnenehu:
— Ha 55%
— He 3nam 35%
— Hehy 10%.

W3 HaBeneHor ce MOXe 3aKJbyUUTH JAa IOTPOLIAYU U Jajbe€ y CBOjOj MEpLel-
LIUjU BUAE OBY MHjally Kao A€O TPXKHILUTA 33 KyIOBHUHY.
Ha xoHkpeTHO nuTame Koju cy Bamu MoTuBu fosacka Ha Hajnon nujaity oa-
roBopH cy Ownn cienehu:
— Benuku u360p npounssozaa 28%
Benuku 6poj nponasana 21%
Mory na ynopeauM poOy ca KOHKypeHTCKuM 19%
3nam npogasua 18%
— Mory na Hallem npon3Boje KOjUX HeMa Ha ApyruMm Mectuma 14%.

Ha KOHKpETHO MHTake J1a U CTe 3aJ0BOJbHH KYMJBEHOM POOOM OATOBOPH CY
ownu ciuenchu:
— Jla 68%
— He 32%.

M3 npeTxoqHUX CTaBOBA yBUl)aMo Ja je BEIMKa IOHY 1, TO3HATOCT MIPOJIaBLIa,
NPEAHOCT HaJl KOHKYPEHIjOM OCHOBHHM MOTHB KOjH BydYe IOTpOLIaye Ha OBY MHja-
1y. 3a10BOJECTBO KYIIJBEHOM POOOM je BEITMKO U MPEACTaBba 100py OCHOBY y CBEC-
TH TIOTPOIIIaya Koja ra omnpezebyje 3a KynmoBuHy Ha Hajmon mujary.

Ha KOHKpEeTHO MHTame KaKkaB je KBATUTET MPOU3BOJIa OATOBOPHU Cy OHITH Clie-
nehm:
— JoGap 42%
— Cpenmu 40%
— Jlomr 18%.

3a/10BOJHCTBO KYIIJBEHOM POOOM je BETUKO HO, Mel)yTUM TI0jeIMHAYHY KBAJTU-
TET MPOM3BOJA MOXE OJICTYNATH OJ] YKYNMHUX CTaBoBa motpomada. OBa mporeHa
KBaJIUTETA 3aBUCHU OJ] BPCTE U Opoja MPOU3BOAM KOjU Cy KYIUbEHH y JaTOM MOMECH-
Ty. MehyTum, orieHa moTpomiada 0 KBaIUTETY, MOXE MOCTYKHUTH Kao 00pa OCHOBA
MPOJaBIMMAa Jia pa3BUjajy CTPATErujy KOMyHHUKaIUje Y CBPXY oOorahuBama MoHy/Ie.
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Ha KoHKpeTHO nuTamka yKyIHe OlleHe MUjarie 0JroBOpH Cy ouu cienehu:
— Jlo6pa je 38%
Mosxe u 60sbe 21%

Behu HUBO ycnyra motpomraunma 23%

— Henoossan mapkunr 18%.

JloOWjeHn cerMeHTH MOTpoIaya MOTY ITOCTYXHTH Ka0 OCHOBA 3a CTPaTeTH]-
CKO TIO3MIIMOHMpah-¢ OBHX IHjaria Ha Tpxkuiity Peny6nuke CpOuje anu 1 kao moka-
3aTeJbH CTUIAha KOHKYPEHTCKE MPEAHOCTH OBHX NHjalla ca CIMYHUM KOHKYpPEHT-
CKHM LieHTpuMa. KOHKYpeHTCKH TProBHHCKH IIEHTPH KOjU IPoJajy poOy nmajy ma-
wy nonyny. Ho, mehytum oBa poOa je HOBa anu je W 1ieHa npuxBatjbuBa. CTpare-
THjCKO TIO3WIMOHHUPakhe OBUX IHjalla Mopa OMTH YCMEpPEHO Ha KOHLEHTpalHjy IO-
myne. C o03upom na ce Ha Hajmon mujanu npopgaje u ,,pupMupana’ mojJoBHa poda
KOja 3a/I0BOJbaBa MOOWjEHHM KBAJIUTET 3a IuTaheHy BPEmHOCT, IIaHCa 3a TPXKHUIIHY
MO3HIIMjY THjala MOCToju. Y HacTaBKy pana cazHahemo craBoBe Bojeher Hay4YHHKa
13 00JIaCTH MapKETHHTa U KOMYHHUKAIHj€ O JIMYHO] MPOAA]jH.

JlokazaHo je 1a je KOMyHHUKalHja ,,01 ycTa 10 yCTa™ MMa BUCOK KpeauOmIu-
TET U YCKO je TIOBE3aH ca MPOajoM, a OrjialiaBame je caMo ,,BapHUIA™ KOja paciu-
pyje pazrosop. (Keller u ap., 2012, 460).

Ha mpumepy Hajnon mujame koMyHHKaIHja ,,01 ycTa 10 ycra™ mMa mocedaH
3HA4aj y BUIY KHBE PEUH. Y OBOM CIIy4ajy KHMBa D€ MOXKE 3HAYHTH MapTHEPCTBO
ca kynmuMa. OHa ce MarudecTyje Kpo3 OJUCKY KOMyHHKAIH]y U3Mel)y mpoaBana u
KyTlalia aJii ce IMapTHEPCTBO MOXKE YHANPEIUTH ITPOMOBHCAEmEM IPOM3BOJA HA cCa-
MOj MHUjald U mupe. 3a0BOJbHH KYIIIU Y CMUCITYy KBAJIUTETA U IICHE KyIUbeHE pode
HajOoJBH Cy MPOMOTEPHU Mpojaje U oApeleHe eKCKIIy3UBHOCTU. 3aJ0BOJHCTBO IOT-
polaya mocraje cTparenrka NpeHOCT ¥ AUPEKTaH MapKETHHT KOjU JOHOCH IPUBP-
KEHOCT U TIPOdHT.

MebhyTum, yrpkoc ToMe MITO UX MOTPOIIAYHN IIPUXBATA]y, KBAJIUTET M BEPOJIO-
CTOJHOCT TaKBUX OIIEHA MOTY ce NoBecTH y nutame. (Sridhar u np., 2012, 72).

Haume, ycnex y KOMyHHKaLUji ca MOTPOIIaYMMa UMa CBOja OrpaHHUYCHa U
BEPOJOCTOJHOCTH. thbuxoBa pa3MuIbama MOTY JOMUHAHTHO YTHUIATH Ha HUBO WH-
TepEeCHUX U NpHjaTeJbCKUX Be3a. M3 Hampea HaBeAEHOT Yy KOHKPETHOM IIpHMEpy ce
npeasuha nmpoeepa J0jaTHOCTH SBUACHIIMjOM TPOJIaje U MOCETa MPOIajHOM MECTY Y
HEKOM BpEMEHCKOM mepuony. [la Ou oBaj KOHIENT MpoBepe MOTPOIIaYeBUX HaMepa
KOje Ce YBEK MOT'Y JIOBECTH y MHTamke OMO BEPOAOCTOjaH MOTPEOHO je MPUMEHUTH
CBETCKa MCKYCTBA M JITAJbHO BOANTH KIHHTE KyIIala.

JApywmirBenn u ekoHoMcku 3Hayaj Hajnon nujane u nepcnekTuse pa3poja

Kako ce pa3Bujano ApymITBO U €KOHOMCKH pa3BHTaK Tako je HajnoHn mujama
nMana mocebaH W Ipyraddju 3Ha4aj. Poba y pean commjanusmy je mposa3uiia cBe
Oapwujepe u mojaBJpHBaNa ce Ha mujany. [lomenyhemo camo mpumep dapmepuria kao
MOJIEpHOT 3allaJHOT MPOW3BOJa KOjU CE PAa3HUM KaHaJIMMa Hajla3Wo Ha THjald U
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YHHHO je Y TOM BpeMeHy oapel)eHn ctanaapa u ApyIITBEHHU NpecTnk. Pa3Boj nujamne
KkpajeM 90 MX TOAWHE MPOW3UIIA3W M3 MEPHOAa ,,IIBepHa‘ Kao Toka BpemeHa. Exo-
HOMCKM 3Hauaj mujane nocraje cBe Behu pa3BojeM poOHHMX MHjana y 11eJ0j 3€MJbH.
Pa3Boj exoHOMHje U APYIITBA MPOU3BEO j€ TPIKUIIHY KOHKYPEHIH]Y alld je COIH-
jaHa yJora OBHX MHjalla IPeBacXoHO 3HavyajHa 300r:
— Benmku geo mpoaBarna cy JbYIU KOjU Cy OCTan 0e3 Tociia Wik HeMajy CTa-
JIHO 3aTI0CIICHE
— Hajsehu neo kymana 1 notpomaya crajia y KaTeTOPHjy ca HIXKHM CTaHAApA0M
WA CONIMjajTHOM YTpO>KeHOIhy.

[open oBe unmeHUIE MOJALM Ca TEPEHA YKa3yjy W Ja BEIHKH Opoj ,,[I03Ha-
TUX JTUYHOCTH™ JIONa3K HeleshboM Ha HajimoH mujaity, nemoM 360r KynoBuHE HUPMU-
paHUX TMOJIOBHHUX CTBapH, 300T moceOHMX morahaja anm W caMoT HajloHA HEACIHOM.
Kagna cy y nuramy npoaaBuu pode Ha HajinoH nujany a Ha OCHOBY CBEYKYITHHX ac-
neKaTa NCTpaXKMBama mpernopyuyje ce cieznehe:

— Ipukymmpame Beher Opoja nHpOpMaLja U moAaTaka o norpedama Kymarua,
JUYHUM aUHUTETHMA U CKJIOHOCTUMA, IMYHUM JKHBOTHUM OKOJIHOCTHMA,
JMYHUM BepoBamuMa 1 yoehermrnma alnu U 0 KOHKPETHOM TIPOU3BOIY

— 3a10BoJbEH-E KYITUEBUX HHTEPECA Y TIOHYIH, Pa3yMeBamby BIXOBE EKOHOMCKE

CUTYyallije, UHTEPECHO 3ajeJHIYKa Opura 0 KyIIy
[MoacTumame Kymia fia 1aje CBoje MUNJBEHH-E U MHTEpece

— CraBibame y MHTEPECHY MO3UIH]Y KyIIla

PasroBopoM natu 110 3Hama KyIIly Jia Ta pasyMere

— Hanaxeme pemrema 3a Kymnma Kpo3 HOHyAy pa3HUX OMIHja.

Usrpaama 060CcTpaHnX HHTEpECA H JIOjATHOCTH.

Ha ocHOBy pe3ynrara McTpaXuBama MOKEMO 3aKJbYYUTH Ja je Mpojaja Imo-
nmoBHe pobOe moceban Bua ymeha m mpodecmonannoctn. Pesynrar mpomaje mopa
OWTH 337I0BOJHCTBO IMPO/IAjOM I/Ie Ka0 KOHAYaH pe3yNTaT UMaMmo 3aJ0BOJEHOT KyTIa
u n00apy u yBehany mponajy. CaBpeMeHO BpeMe W TpoIlec TIodamu3amuje Kpos
CIIO)KEHE TP)KUIIHE YCJIOBE, OTPOMHY KOHKYPEHIHjY, a0 je 3aJaTak IPOAaBIHMA
noJoBHe pobe Kpo3 Ooply ,.npca y mpca* kopuirhemeM MO3HATHX TOCTYyJaTa OBe
nponaje ,lleHKamae“ u 0opOy ca OCHOBHMM cTaHZapAuMa XuBoTa. Ha OCHOBY
CIIPOBENICHUX pe3yJiTaTa MCTPaKMBama CTaBOBa IPOJABala, COIICTBEHOT MCKYCTBA,
OTIIITET 3Ha4aja MPOM3BO/a 3a UIMPH CJI0j CTAHOBHHUIITBA MOXKEMO 3aKJbYUHUTH J1a CY
OCHOBHH €JIEMECHTH 3a]I0BOJHCTBA KYTIIA!

— IIpousBoa y cMUCITy Hl-eTOBe KOPUCHOCTH, KBAJIUTETA M BPEJHOCTH 32 YIIOXKe-
HH HOBAIl

— Ilponaja 3acHoBaHa Ha BepOaTHO] KOMYHUKAIM]HW U YCIIOBUMA TIPOJIaje

— Bpeme HakoH npojaje Kpo3 Ipu3My pekiiaMaliija, peliaBama MpuroBopa u
3aMeHe pooe

— Pa3Hu eneMeHTH y poJaju KOjU MOTY YYMHHTH KyTIIa 33J0BOJBHUM Y
MmehycoOHO yckial)eHuM nHTepecrMa ca MpoJIaBIEM.

Ha ocHoBy cTaBoBa Kymaiia M HOTpOIIaya, caMor 3Havaja mujaiie 3a rpaljane
Hogor Cafa, uCKyCTBa y KyIIOBHHU KOjU Cy TOOHjEHH Y Pa3roBOpy ca MOCETHOIMMA
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nyjare, motpedHe cy ciefehe akTHBHOCTH 3a yHanpeleme, ouyBame U pa3Boj mija-
e y Oyayhaocru:
— M3rpagma morpomadeBor mosepema MmyTeM npeasulama, HICKyCcTBa U OHOCA
ca MoTpomayeM
— CrBapame MoHyJe TPOU3BOa Ha OCHOBY ,,0peHaa’ y BUIY JIOjaTHOCTH H TO-
Bepema
— Usrpaama comncTBeHNX MpaBuia JOjaTHOCTH KyTana
— IpeucnuruBame 10jaTHOCTH IPUMEHOM WHTETPUCAHUX HHCTPYMEHATa KOMY-
HHKaIlje Ha OCHOBY 0a3e mojaTaka
— Texma 3a 0lylIeBJbEHUM KyIIIHMa
— IIpomonujom nmujaie o cTpaHe CBUX YUYECHHKA Y POLIECY KYIIOBHHE.

W3 mperxomHUX Tperopyka a W COIjajHe yJiore OBWX mwHjara, moBehaHor
Opoja rpaJicKuX CTAaHOBHHKA yBH)aMo H30JI0BaHOCT U oTyheme koJ jbyau. Hemocra-
TaK mocjia a U CBe Jpyre couujaiHe W aemorpadcke ocoOMHE JbyIW MOTY Y3 Of-
peheHn jaBHM MOJICTHUIA] 3HAYUTH CUTYPHY Kyhy.

3a orpomaHn Opoj rpaljaHa mepcreKTHBE OBAKBOT pa3Boja morahaja HHUCY 00e-
hasajyhu: OyayhHOCT KOja CTOjU TIpes BUMa je CYMOpHA, 8 lbUXOBa €Tr3UCTEHIIH]all-
Ha yrpokeHocT HeyMuTHa. (lecroroBuh u ap., 2017, 303).

Hcropujcku riegano eBodylyja NMHjaLa je Be3aHa 3a KUBOT JbYAU. AKO aHa-
JU3UPAMO TIPETXOHO UIAK MOXKEMO 3aKJbYUUTH JIa Y CABPEMECHUM TYpOYJICHTHHM
BpPEMEHIMMA ETr3UCTCHIUjallHa erPOKEHOCT JbYIN MOXE OUTH CMarbeHA YIIarameM y
OBE TIHjarle.

OcuM KynTypoJomKHuX (akTopa, Ha Halle MOHAIake Y KyNOBUHH YTHUY U
JOpYITBEHU (aKTOpU Kao MITO ¢y pedepeHTHe TpyIie, Opoauna U ApyIITBeHa yIIora
u craryc.(Kotler u np. 2017, 159).

VY pasymMeBamy OJMMCKOCTH ca MOTPOINAYnMa HANa3H Ce KJbyd YCIENIHE Mpo-
naje Ha ijany. CaBpeMeHH III00aTHH YCIOBH Mpeasuhajy CIo3Hajy U BepuprKaIm-
jy TIOTpOILAa4YeBOT MOPOAMYHOT, IPYIITBEHOT U €KOHOMCKOT cTatyca. HoBa oTkpuha
0 Hamepama HoTpoIIaya Tpeda MPUMEHLUBATH Y OKBUPY HOBHUX Ca3HAMmba U aHaJIH3a.

ITojaBHU 0oOMHIK JPXKABHUX JiaBarha M MpU3HaBame — J[pkaBHa moMoh Moxke
MMAaTH BUIIE 00JINKa, KOJH C€ Pa3NIUKyjy IO TMPUPOAM TaTe MOMOhH M 1O ycCIIoBHMA
KOjH Cy TIoBe3aHH ca ;oM. (Mmtojesuh u mp., 2020, 621).

Konuent ap:kaBHe moMmohn nMa HECyMIb-HB yTHIIA] Ha YKYIIaH CTaHAap]l cTa-
HoBHHKA. CTHMyJanyjoM mpojaBana y Jeraiu3alujd TProBUHE Ha OBUM IHjaliaMa
MOJICTUYE CE FHbMXOB EKOHOMCKH IMOJIOKAj M cTaHmap] Kymana pobe. /laBamuma ce
MOTY YHATPEAUTH YCIOBHU TMpojaje U moBehaTn KOHKYPEHTHOCT OBHX IMHjalla.

CaM KOHIIETIT yCIIyre YHHE TPH CUCTEMa KOju ce Iperuhy:

— OmnepaTHBHU CHUCTEM YCIIyTe, HEBUJBUB 3a KYIIIE, U TauKe JOAUPa, BUIJbHUBE
3a KyTe

— CHCTeM UCTIOpYKEe yCcIyra U

— Cucrem mapketunr yeiyra. (Grando u mp.,2007,112).

AHanmu3npajyhu KOHIIENT yciayra ca CTaHOBHINTA pa3Boja HajinoH mujarme orre-
paTuBHE yCIIyre MOTYy OUTH y BUIy yBoh)ema JOJIaTHUX HUBOA U CTaHIap/Aa y caMoM
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kopumihewy ycimyra. CucreM ucmopyke yciyra Tpeba 00e30equTu Kpo3 CHUCTEM
ynpaBJbamka OJHOCA ca KOpUCHUIMMa yciyra. Ha kpajy Tpeba myTeM MapKeTHHT
MHCTpYMEHAaTa NPOMOIIMjE M3TPAAUTH MHTErPHCAaHU MOJeN KOMyHHKauuje Koju he
caZp>kaTH MHTepece IMoTpollaya ¥ Kymaua, IpoJaasana, jaBHor npeayseha Tpxauna
U TPAICKHUX CTPYKTYpa.

IlocnoBHM ycnex mujama 3aBUCH OJ CIIOCOOHOCTH CTBapama KOHKYPEHTCKE
NPEHOCTH W OJlp)KaBama KoMyHHUKanuje ca norpomaunma. ([Ipauh u gp. 2021,
372).

WnTterpuinyhn kKoHIENT Npyskama yCiIyra u MOCJIOBHHU ycIieX MHjana MU 3al-
paBo o0jalImaBaMo CYIITHHY HOCTOjama mujana. Moxke ce 3ak/byddTH Ja cy elie-
MEHTH TMOCJIOBHOT ycIiexa Mujana caapykaHu y MIAHCKOM MOJIETy MapKETHHT KOMY-
HUKalMje a CBe y IMJbY 3a/I0BOJbEHa HHTEpeca moTpoiiaya. MoJenoM 3aJ0BOJbemha
MHTEpeca MoTpolLIaya CTBapajy ce yCJIOBH 3a O/piKaBambe KOHKYPEHTCKE MPEIHOCTH.

3aksbyuak

CnpoBezieHa HCTpaXHBamba OMOryhniia cy 0CTBapHBambe MOCTABJLEHUX IHIbE-
Ba y BHJIy CIIO3Haje 3Hauaja HajimoH mujaiie 3a TproBUHy MOJIOBHOM POOOM U IPYTHM
npousBoaumMa. Hajmon nujana je my6oxo y cBectu rpahana Hosor Caga. Hamepa je
Omia 1a ce yKake Ha COLMjalHU M JPYIITBEHH KapaKTep OBUX IHjala, il U BUXO-
BOT 3Ha4aja y cBeTy. MiMajyhu y BUAy Ja c€ OCHOBHH IIWJb paja KOHIICHTPHINE Ha
yiory W 3Hauaj HajinoH mujame y cBpXy cHazOeBama Kymama IIOJIOBHOM PoOOM ¢
jemHe cTpaHe, Kao W pe3ysTara eMIHPHjCKOT HCTPaKMBamba C Ipyre CTpaHe, HEeoll-
XOJIHO j& OTKJIOHHTH CBE ITpenpeKe y KOMYHHUKALHUjH MIjadHa yIpasa, Kyl 1 Ipo-
JIaBIIM, KOje MOTY 3ayCTaBHTH Pa3BOj MHujarie. YBakaBambeM HaBEIECHUX COILMjaTHUX
KapaKTEepHUCTHKA ITOTpolIaya, lUX0OBE caTucdakiyje, OTKIambamka AUIeMa 0 3Hauajy
OBHUX IHUjalla Ha TPXKUILTY, CTBOprhe ce MPEeTIIoCcTaBKe 3a Pa3Boj. 3aKkJbydak je Ja ce
Ha OCHOBY CTaBOBa ITpojaBana u norpomada aiau u rpahana Hosor Cama moxe no-
HETH OAJyKa O MHBECTUIMjaMa Koje fie TonmprHeTH KOHKYPEHTHOCTH OBE MHjale Ha
TpxuTy. [IoMEHyTOM 3aKJbyYKy DOTNPHHOCH U Ca3HAmbE Ja Cy OBE MHjalle y CBET-
CKHM pa3Mepama BeoMa OWTaH YMHWIIAI TPTOBHHE, TypH3Ma M TPAICKUX HH(pac-

TPYKTYyDa.
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NAJLON MARKET - A TRADITIONAL INSTITUTION OF
TRADE AND SOCIAL TRENDS

Summary: Traditional trade institutions organised as fairgrounds
represent certain market and social trends in the trade of second-hand goods and
other products that are characteristic of such places. One of such institutions is
the Novi Sad Fairground, better known as the Najlon Market. The paper includes
a quantitative and qualitative methodological approach to understand the nature
and importance of such markets in the world, with special reference to the
Najlon market. The entire trade process is based on the interests of customers
and consumers in the form of personal satisfaction. The model of development
of this market is based on investment in operational decisions of sellers how to
fulfill the interest of consumers and strategically in terms of eliminating
deficiencies in terms of infrastructure and management.

Key words: Najlon market, goods, trade, sellers, consumers, social
movements

Introduction

Najlon Market is a specialised market institution that sells a variety of
consumer goods, fruits and vegetables, second-hand goods, antiques, furniture,
timber, firewood, livestock and livestock products. The role of the livestock
market in modern times has been reduced, but pets and food for them are still
traded. One of the oldest forms of trade in the past is the trade in used cars,
which in the age of the information age is losing market potential with online
trade, car dealerships and used car dealerships for legal entities and individuals.
According to the classification of activities, the Najlon Market belongs to the
traditional manifestations. According to the Law on Trade of the Republic of
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Serbia, traditional events are fairs, festivals and other events where, as part of
cultural, musical, sports and other social activities, certain goods/services are
sold, and in accordance with the customs related to these activities and the area.
Analysing the structure of trade on this market, we can classify it as a fair
according to this law.

Today, the Najlon Market covers an area of about 38,000 m”. Out of a total
of 2871 points of sale, 509 are intended for the sale of used cars, and there are 25
business premises and 3 refrigerated display cases in the constructed facilities
within the market. (www.nstrznica.co.rs).

There are spatial and market conditions for the activity of this market.
Increased market utilisation and increased revenue can be achieved by adopting
and implementing an adequate marketing strategy for the supply of goods and
the utilisation of car sales outlets by promoting sales and stimulating customers
and consumers to visit the market.

Food and poverty are always part of the security risk. Social vulnerability
for the most part gives priority to flea markets and prevents alienation among
people. Population growth and poverty determine people in the social and
cultural sense to become regular visitors to the markets. This aspect also
contributes to social security in terms of finding ways to meet their needs.

When it comes to methods, research is based on the application of special
methods of knowledge and marketing research methods. Among other methods,
a comparative marketing research method was used, which is a combination of
the historical method and the marketing research method. The traditional
application of the historical method is observed from the angle of existence of
these markets on a global scale, determined by inertia, which is reflected in the
comparison of the Najlon Market and the significance of these markets in the
world. The survey questionnaire is used as a marketing research method. The
paper uses special methods of cognition such as analysis and synthesis, methods
of statistical data processing in the form of tables and graphs. In addition to the
mentioned methods, a special kind of knowledge is drawn from the historical
attitudes of people about the Najlon Market. A special type of theoretical
contribution to the research is based on the author's own knowledge and
experience who has been dealing with this issue for a long time and secondary
sources of information. The aim is to point out the historical and social
significance of the Najlon Market in trade by applying marketing research
methods and to assess the perspectives of its development in the future.

The importance of traditional markets in the world

In a global sense, the projection of the development of market activity
should be sought between further content enrichment of the offer, infrastructural
arrangement and equipment of markets, on the one hand, and preservation of
their specifics, on the other hand. (Lovreta 2008, 281).
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Thus, the concentration of supply in the global market can be increased by
market segmentation. Segmented marketing enables the offer of used goods,
prices and the direction of distribution channels to trade fairs and commodity
markets. The positioning of these markets will further increase the infrastructural
arrangement and the quality of services to the sellers.

Najlon Market in the context of the development of second-hand trade

The specificity of the Najlon Market is the trade in used goods that can
still be used for their original purposes. All those products can be considered
used goods, except cosmetic preparations, food products and products made of
precious metals and precious stones. The exact number of visitors to Najlon
Market is not statistically managed and published. The Novi Sad Najlon Market
is open on Fridays, Saturdays and Sundays. The emphasis of the analysis is the
work on Sundays, which has a traditional foothold and social significance among
the inhabitants of Novi Sad.

The plan is to adjust the surrounding streets to the needs of this market,
which primarily refers to a significant increase in parking spaces for visitors, of
which there are sometimes more than 50,000 on Sundays nowadays.
(Www.nstrznica.co.rs).

The Najlon Market was created in the 1960s as an individual sale of
second-hand goods. With the spatial expansion, the offer of goods grew and the
offer expanded to antiques, old appliances, used furniture, firewood, timber,
livestock and animal feed. Counting the offer and the trade possibility of the city,
this market has become a weekly almost obligatory day for the citizens of Novi
Sad. The week was especially significant in the used car trade. You even had to
come to the market on Fridays to be able to sell your car. In the 1970s, 1980s
and 1990s and in the 2000s, the Najlon Market was the most important place of
trade in used cars in the region of Vojvodina. With the emergence of private
companies engaged in this business, there was very serious competition. In
particular, there was a serious decline in the sale of used cars after the mass use
of the Internet in sales and communication. The Najlon Market can still maintain
a certain level in the sale of used cars by increasing the concentration of supply
of other products and other interests that can be realised for sellers and buyers in
the market. The strategy of enabling better arrangement and access to the market
will certainly enable greater concentration of the offer.

The results of empirical research

The research of the attitudes of the citizens of Novi Sad about the Najlon
Market was conducted in the very centre of the city, with the goal of finding out
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an objective opinion without a direct presence. In a sample of 400 hundred
citizens in the period from June 1 to 15, 2021, the answer to the specific question
of what the Najlon Market means to you was the following:

— 60% - It means a lot to me
—35% - It means to me
— 5% - It doesn’t mean much to me.

Have you visited Najlon Market? The answer was as follows:
—Yes - 85%
—No - 15%.

Do you plan to continue going to the Najlon Market? The answer was as
follows:

—Yes - 65%

— don't know - 20%

—No - 15%.

Analysing the stated data, we see that the Najlon market left a deep
impression in the consciousness of the people of Novi Sad. For about 60 years,
there has been a Najlon Market in the northern suburbs of Novi Sad as one of the
city's symbols. If we do not count modern global events, urban cultural events,
sports events, local cultural and social events, everything except that - “Najlon”
is more than a market. On Sundays Najlon is a special event and pleasure in
terms of buying products that cannot be found elsewhere, meeting and social
contact with acquaintances and friends, and even an early breakfast “burger” in a
familiar place. It is not surprising that among the people there is a thought that
“everything from a needle to a locomotive” can be found on Najlon. Based on
personal impression, going to the market, we notice that most customers are
familiar with the goods, places of sale, good offer, shopping skills. The so-called
“bargaining” on the Najlon Market separates us for a moment from modern
shopping centres, but it reminds us of some world destinations where bargaining
is part of the sales and buying process.

Survey of the attitudes of sellers of goods

When it comes to the attitudes of sellers of goods, the research question is
structured so as to assess the satisfaction of sellers with the place of sale. The
reason for choosing this question stems from the direct knowledge that the point
of sale is a very important segment of sales. The research was conducted on a
sample of 50 sellers who sell second-hand goods, antiques and all other things
except cars in the period from 6th to 20th June of 2021. The research was
conducted with the help of a survey questionnaire structured so that each seller
could complete one of the following answers: satisfied, answers me, could be
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better, I'm not sure and dissatisfied. One of the important items in composing the
question is the typology of the interlocutor. One of the most important
characteristics of these salespeople is the professionalism that consists of the
idea and concept that will bring them success. Their success is tailored to the
needs of their customers and consumers.

Table No.1. Results of the assessment of the seller's satisfaction with the points of sale

Are you satisfied with the point of sale Average value Standard deviation

Satisfied 4,1 o: 0.57619441163552

Suits me fine 3,6

Could be better 3,5

Not sure 2,8

Dissatisfied 2,5

The data from the previous table show us the average value of the seller's
satisfaction with the point of sale. Satisfied are 4.1 sellers, 3.6 of them answered
that it suits them fine, the answer it could be better was given by 3.8 of them
while 3.5 is not sure and only 2.5 are dissatisfied. The average value of
measuring seller satisfaction with the point of sale is from 2.5 to 4.1. As our
conclusion is carried out on the basis of the sample, the average value of the
satisfaction of the sellers with the point of sale is 3.3. The research covers all
areas where second-hand goods and other products are sold.

The standard error is 0.3742 and the standard deviation is 0.57619441163552.

Seller satisfaction with the point of
sale

b Sellers satisfaction with
B the point of view
" L] L] L] L]

Satisfied Suits me fine Could be better N_Ot sure  Dissatisfied

O L N WAL

Histogram 1: Seller satisfaction with the point of sale

When it comes to sellers, the answer to the specific question of whether
you are satisfied with the prices of rents is as follows:

— Prices are high 38%
— Prices are realistic 40%
— Prices are affordable 22%.
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If we analyse the previous data, we see that 40% of sellers think that the
prices are realistic, 38% that the prices are high, while 22% think that the prices
are favourable. From the above, it can be concluded that the sellers would be
satisfied with a smaller reduction in the rental price.

To the specific question whether you are satisfied with the working
conditions on the market, the answers are as follows:

— Satisfied 45%
— Partly satisfied 36%
— Dissatistied 19%.

From the above data, we see that the sellers are generally satisfied with the
overall working conditions in the market. Based on the communication findings,
their objections are mainly related to the provision of additional services by the
lessor on the market.

To the specific question of whether you are satisfied with the sale, the
answers were as follows:

— Good 48%
— Satisfactory 27%
— Poor 25%.

Selling is the most important part of the trading process. Satisfaction with
the sale was expressed in percentage by a large number of sellers. The number of
satisfied people is also high. However, it should be noted that a quarter of sellers
are dissatisfied. To the specially prepared question for the sellers to write
themselves which is the problem that reduces the quality of their work and the
volume of sales, the answers were as follows according to the number of
answers given:

— Lack of funds among customers/clients

— The amount of rent

— Changing customer habits with the advent of competition
— Lack of help and incentives for market vendours

— Something else.

This question was offered as an open answer so that the respondents were
allowed to freely formulate answers, statements, suggestions, remarks and the
like.

When it comes to car sellers on a sample of 20 sellers in the period from
6™ to 20™ June 2021 to the specific question of whether you are satisfied with the
terms of sale, the answers were as follows:

—Yes - 68%
—No - 32%
What is the biggest problem in car sales the answers were as follows:
— Competition - 43%
— Lack of funds - 49%
— Other problems - 8%
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What needs to be done to make sales higher:

— Enable basic vehicle inspection at the market - 37%
— Promote the market - 35%
— Parking space around the market - 28%.

The previous views of used car sellers are mostly known facts from the
market itself. Their answers can encourage decision makers to change the current
situation. In the continuation of the paper, we will pay more attention to the
views of well-known authors when it comes to the effects in trade in the form of
personal communication with consumers.

Socio-psychological categories represent a special type of ability that is
based on the tendency to perform certain types of work, which in addition to
business skills includes exerting influence through direct communication, and in
order to increase better understanding in order to achieve positive business
effects. (Prdi¢ 2021, 99).

We notice that it follows from the above that these categories in the social
and communication sense represent the ability of sellers in the market to
influence customers to buy goods. The sale achieves business effects and
increases the level and duration of direct communication and makes the seller
successful.

It is common for consumer segmentation to be performed according to one
of the following criteria: consumer characteristics, product characteristics,
purchasing behaviour, quality of service required, value achieved, and other
criteria. (Bailey et al., 2009, 159).

The originality of consumer segmentation in the market is obvious.
Identifying the needs of second-hand consumers is a special segment of the
global market. These consumers differ in many characteristics and successful
sellers must find the most profitable ones. However, modern circumstances
challenge the targeting of competition and the development of sales strategy in
the market.

Survey of customers and consumer attitudes

Consumer satisfaction occurs at the end of the last century, when the
consumer society was objectively created. Consumer satisfaction according to
Javalgi consists of three related concepts, the first concept because the
expectation from the product or the delivered service, the second concept is the
fulfillment of consumer expectations, and the third concept is the comparison of
the received service with previous expectations. In the academic literature and
practice, there is a large number of surveys of consumer satisfaction in the field
of product sales and delivered services.
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When it comes to consumer satisfaction in commodity markets, there are
certain works that deal with this issue, but they are insufficient. The
requirements of buyers and consumers in the markets, and especially in the sale
of second-hand goods, are quite specific. Namely, a small number of works and
studies are dedicated to satisfying the interests of consumers in commodity
markets. The specificity of the Najlon Market is the sale of used goods, cars and
other items. When it comes to the basic research question of consumer
satisfaction, the scale of ranking and calculation of the average score for each
answer to the question was determined according to the following criteria:

— Without any significance
— Almost irrelevant

— Less significant

— Significant

— Extremely significant?

Buyers and consumers give ratings from 1 to 5 to the offered answers,
having more alternatives for the rating itself and how much importance they give
them. The number of surveyed consumers is 500. The survey aimed at customers
and consumers at the market was sampled so that 50 customers were surveyed
on Fridays and Saturdays. Other customers/consumers were surveyed on
Sundays. A large number of respondents on Sundays derive from the traditional
importance of Sunday trading and the large number of sellers as well as the
frequency of consumers. According to the data of JKP Trznica Novi Sad, the
number of visitors sometimes exceeds 50,000 on Sundays.

Table no. 2. Results of the assessment of consumer satisfaction with the purchased goods

Are you satisfied with the purchased goods? Average value Standard deviation

Excellent 5.1 0.99116093546911

Very good 4.9

Good 4.1

Satisfactory 3.2

Bad 2.5

According to the results of the applied tests, we conclude that the average
value of the consumer's assessment of the purchased goods ranges from 2.5 to
5.1. The average assessment of consumer satisfaction with the purchased goods
is 3.96. This rating of almost 4 is very high and shows the basic satisfaction of
customers and consumers with the selected goods.

The standard error is 0.5099 and the standard deviation is 0.99116093546911.
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Results of the assessment of consumer
satisfaction with purchased goods

Results of the
assessment

B of consumer
satisfaction with
purchased goods

Excellent Very good Good Satlsfactory

O = M0 W B

Histogram No.2. Results of the assessment of consumer satisfaction with purchased goods

To the specific question of how long you go to the Najlon Market, the
answers were as follows:

— Over 20 years - 18%
— Between 10 and 20 years - 35%
— Less than 10 years - 47%.

The importance of the Najlon Market in the minds of consumers is also
expressed by their long-term visit to this market, which is certainly part of their
life habits.

To the specific question of whether you will continue to come to the
Najlon Market, the answers were as follows:
- Yes-55%
— I'don't know - 35%
— I 'will not - 10%.

From the above, it can be concluded that consumers still see this market as
part of the shopping market.

The answers to the specific question of your motives for coming to the
Nylon Market were as follows:

— Large product selection - 28%

Large number of sellers - 21%

I can compare goods with the competitors’ offers - 19%
— T'know the seller - 18%

I can find products that are not found elsewhere - 14%.

To the specific question whether you are satisfied with the purchased
goods, the answers were as follows:
— Yes - 68%
— No - 32%.
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From the previous paragraphs, we see that a large offer, the knowledge of
the seller, the advantage over the competition is the basic motive that draws
consumers to this market. Satisfaction with the purchased goods is great and
represents a good basis in the consciousness of consumers that determines them
to buy at the Najlon Market.

To a specific question about the quality of the product, the answers were
as follows:

— Good - 42%
— Medium - 40%
— Poor - 18%.

Satisfaction with the purchased goods is great, but the individual quality of
the product may deviate from the overall attitudes of consumers. This quality
assessment depends on the type and number of products purchased at a given
time. However, consumers' assessment of quality can serve as a good basis for
sellers to develop a communication strategy in order to enrich the offer.

The answers to the specific questions of the overall evaluation of the
market were as follows:

— Itis good - 38%

— It can be better - 21%

— Higher level of customer service - 23%
— Insufficient parking - 18%.

The obtained consumer segments can serve as a basis for the strategic
positioning of these markets on the general market of the Republic of Serbia, but
also as indicators of gaining a competitive advantage of these markets with
similar competitive centers. Competitive shopping malls that sell goods have less
supply. However, these goods are new, but the price is also acceptable. The
strategic positioning of these markets must be focused on the concentration of
supply. Considering that “branded” second-hand goods that satisfy the obtained
quality for the paid value are also sold on the Najlon market, there is a chance
for the market position of the market. In the continuation of the paper, we will
find out the views of a leading scientist in the field of marketing and
communication on personal sales.

It has been proven that word-of-mouth communication has high credibility
and is closely related to sales, and advertising is just a “spark” that ignites the
conversation. (Keller et al., 2012, 460).

On the example of the Najlon Market, word-of-mouth communication has
a special meaning in the form of a living word. In this case, a living word can
mean a partnership with customers. It is manifested through close
communication between sellers and buyers, but the partnership can be enhanced
by promoting the product on the market and beyond. Satisfied customers in
terms of quality and price of purchased goods are the best promoters of sales and
certain exclusivity. Consumer satisfaction becomes a strategic advantage and
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direct marketing that brings commitment and profit. However, despite the fact
that consumers accept them, the quality and credibility of such ratings can be
questioned. (Sridhar et al., 2012, 72).

Namely, success in communication with consumers has its limitations and
credibility. Their thoughts can dominantly influence the level of interesting and
friendly relationships. From the above, in the specific example, it is envisaged to
check loyalty with sales records and visit the point of sale in a certain period of
time. In order for this concept of checking consumer intentions, which can
always be questioned, to be credible, it is necessary to apply world experiences
and keep customer books in detail.

Social and economic significance of the Najlon Market and development
perspectives

As society and economic development developed, the Najlon Market had a
special and different significance. Goods in real socialism crossed all barriers
and appeared on the market. We will only mention the example of jeans as a
modern western product that was on the market through various channels and
was a certain standard and social prestige at that time. The development of the
market in the late 1990's stems from the period of “smuggling” as the course of
time. The economic importance of the market is growing with the development
of commodity markets throughout the country. The development of the economy
and society has produced market competition, but the social role of these
markets is primarily important due to:

— A large proportion of sellers are people who have lost their jobs or do not
have a permanent job

— Most customers and consumers fall into the category of lower standard or
social vulnerability.

In addition to this fact, data from the field indicate that a large number of
“celebrities” come to the Najlon Market on Sundays, partly due to the purchase
of branded second-hand items, due to special events, but also to the nylon itself
on Sundays. When it comes to sellers of goods at the Najlon Market, and based
on the overall aspects of the research, the following is recommended:

— Collecting more information and data on customer needs, personal affinities
and preferences, personal life circumstances, personal beliefs and
convictions, but also on a specific product

— Satisfaction of the customer's interests in the offer, understanding of their
economic situation, interesting joint care for the customer

— Encouraging the customer to give their opinion and interests

Putting the customer in a position of interest

— Let the customer know through conversation that you understand him
Finding solutions for the customer through the offer of various options.
Building mutual interests and loyalty.
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Based on the results of the research, we can conclude that the sale of used
goods is a special kind of skill and professionalism. The result of the sale must
be satisfaction with the sale, where as a final result we have a satisfied customer
and good and increased sales. Modern times and the process of globalisation
through complex market conditions, huge competition, gave the task to sellers of
second-hand goods through the fight “chest to chest” using the well-known
postulates of this sale “bargaining” and the fight against basic living standards.
Based on the results of research on the attitudes of sellers, their own experience,
general importance of the product for the general population we can conclude
that the basic elements of customer satisfaction:

— The product in terms of its usefulness, quality and value for money

— Sales based on verbal communication and terms of sale

— Time after sale through the prism of complaints, resolving complaints and
replacing goods

— Various elements in sales that can make the buyer satisfied in mutually
harmonized interests with the seller.

Based on the attitudes of customers and consumers, the importance of the
market for the citizens of Novi Sad, shopping experiences gained in conversation
with market visitors, the following activities are needed to improve, preserve and
develop the market in the future:

— Building consumer confidence through anticipation, experience and
customer relationships
— Creating a product offer based on “brand” in the form of loyalty and trust
Building your own customer loyalty rules
Reviewing loyalty using integrated database-based communication tools
— Striving for enthusiastic customers
Promotion of the market by all participants in the purchase process.

From the previous recommendations and the social role of these markets,
the increased number of city residents, we see isolation and alienation from
people. Lack of work and all other social and demographic characteristics of
people can, with a certain public incentive, mean a safe house.

For a huge number of citizens, the prospects for such a development are
not promising: the future ahead of them is bleak, and their existential threat is
inevitable. (Despotovi¢ et al., 2017, 303).

Historically, the evolution of the market has been linked to people's lives.
If we analyse the above, we can still conclude that in modern turbulent times, the
existential endangerment of people can be reduced by investing in these markets.
In addition to cultural factors, our shopping behaviour is also influenced by
social factors such as reference groups, family, and social role and status (Kotler
etal. 2017, 159).

Understanding closeness to consumers is the key to successful market
sales. Modern global conditions provide for the knowledge and verification of
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the consumer's family, social and economic status. New discoveries about
consumer intentions need to be applied in the context of new knowledge and
analysis. Emerging forms of state benefits and recognition - State aid can take
several forms, which differ in the nature of the aid granted and in the conditions
associated with it. (Milojevi¢ et al., 2020, 621).

The concept of state aid has an undoubted impact on the overall standard
of living of the population. Stimulating sellers in the legalisation of trade in these
markets encourages their economic position and the standard of buyers of goods.
State grants and money givings can improve sales conditions and increase the
competitiveness of these markets.

The service concept itself consists of three intertwining systems:

1. Operating system of the service, invisible to customers, and points of
contact, visible to customers

2. Service delivery system and

3. Marketing services system. (Grando et al., 2007, 112).

Analysing the concept of services from the point of view of development
of the Najlon market, operational services can be in the form of introducing
additional levels and standards in the use of services. The service delivery
system should be provided through a customer relationship management system.
Finally, through marketing instruments of promotion, an integrated
communication model should be built that will include the interests of
consumers and buyers, sellers, the public company JKP Trznica and city
structures. The business success of the market depends on the ability to create a
competitive advantage and maintain communication with consumers. (Prdi¢ et
al. 2021,372).

The business success of the market depends on the ability to create a
competitive advantage and maintain communication with consumers. (Prdi¢ et
al. 2021,372).

By integrating the concept of providing services and the business success
of markets, we are actually explaining the essence of the existence of markets. It
can be concluded that the elements of market success of the market are contained
in the planning model of marketing communication, all in order to satisfy the
interests of consumers. The model of satisfying consumer interests creates the
conditions for maintaining a competitive advantage.

Conclusion

The conducted research enabled the achievement of the set goals in the
form of understanding the importance of the Najlon market for the trade in
second-hand goods and other products. The Najlon Market is deep in the
consciousness of the citizens of Novi Sad. The intention was to point out the
social and societal character of these markets, but also their importance in the
world. Bearing in mind that the main goal of the paper concentrates on the role
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and importance of the Najlon Market in order to supply customers with second-
hand goods on the one hand, as well as the results of empirical research on the
other, it is necessary to remove all barriers to communication that stop the
development of the market. By respecting the stated social characteristics of
consumers, their satisfaction, eliminating dilemmas about the importance of
these markets on the market, preconditions for development will be created. The
conclusion is that based on the attitudes of sellers and consumers, but also the
citizens of Novi Sad, a decision can be made on investments that will contribute
to the competitiveness of this marketplace on the general market. The knowledge
that these markets are a very important factor in trade, tourism and city
infrastructures on a global scale also contributes to the aforementioned
conclusion.
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