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AHHOTALUSA

Onun u3 onpenensonmx GakTopoB AecTBUil oTpeduTens — nena. [lpu dopmupoBanun
HeHOBOﬁ INOJIMTUKHU PYKOBOACTBO HNPCAIIPUATHA MNOJDKHO IIOHUMATH BJIMAHUC KOHKypeHTHOﬁ
CTPYKTYPBI pPbIHKA U YyCTAHABJIMBATH Ha CBOH TOBAp TAKHC LICHLI, YTOOBI OBJIAJICTDb 3aIlJIaHUPO-
BaHHOU I[OJICﬁ PbIHKA, 00€eCIIeYnTh BEDKUBAEMOCTD U IOJIYYHUTh HAMCUCHHYIO HpI/I6BIJIB.

CriocoOHOCTh PO3HMYHOIO TOProBLA COBEPIIATH THIATEIBHO MPOJyMaHHbIE 3aKYIKH —
BakKHeMIas COCTaBJIAOIIas €ro ycneHJHoﬁ ACATCIIBHOCTH. KpOMe TOro, pykKoBOACTBY PO3HUY-
HBIX Hpe,Z[HpI/I}ITI/Iﬁ HeO6XOI[I/IMO BJIaZICTb HCKYCCTBOM YIICHKHU TOBAPOB 3aMCIJICHHOI'O cObITa.

HJ'ISI oxBarTa HOTpe6I/ITeJ'IeI71 PO3HHUYHBIC TOPTOBUbI JOJIKHBI IIPUHATH PCIICHUEC O MCTOAAX
npoasuxkeHus. J¢p(deKTUBHOE MPOJBUKEHHE ToBapa olecnednBaeT cucreMa (hopMHpOBaHUS
CIIpoCa U CTUMYJIMPOBAHUA cOBITa MJIM KOMIUIEKC MAapKCTHUHTOBBIX KOMMyHHKaHHﬁ.

KuroueBble ciioBa: LEHa, CIIpocC, C6BIT, MAapKCTHHI'OBBIC KOMMYHUKAIIUU.

Abstract

One of the determining factors of consumer actions is the price. When forming the price
policy, the company's management should understand the impact of the competitive structure of
the market and set such prices on its goods in order to master the planned market share, ensure
survival and get the intended profit.

The ability of a retailer to make carefully thought — out purchases is the most important
component of its successful activity. In addition, the management of retail enterprises need to
own the art of markdown of slow sales.

To reach consumers, retailers must decide on the methods of promotion. Effective prod-
uct promotion provides a system of demand formation and sales promotion or a set of marketing
communications.

Keywords: price, demand, sales, marketing communications.



Pemrenue o 3ampammBaeMbIX IIeHAX — KIIIOYE€BOM (haKTOp B KOHKYPEHTHOM OopbhOe 3a 1mo-
TpeOUTEINISI U OAHOBPEMEHHO OTPAXKEHUE KauecTBa MpesiaraeMbIX TOBapoB. B ycioBUsX pbIHOY-
HOW SKOHOMHKH IIEHOOOPAa30BaHKE SBIISICTCS CIIOKHBIM IIPOIIECCOM IS JTFOOOTO TIPS IITPHUSITHSL.

Ha pblHke MMEHHO 1leHa — OJMH M3 OMNpeaeNsomux (GakTopoB NEHCTBUI MOTpeOUTENs.
[Tpu dpopmMupoBaHUU 1IEHOBOW MOJUTUKU PYKOBOJICTBO MPEANPUATHS AOKHO MOHUMAThH BIIUSI-
HUE KOHKYPEHTHOH CTPYKTYpHI PhIHKA U YCTAaHABJIMBATH Ha CBOM TOBAp TaKUE LIEHBI, YTOOBI OB-
Ja/IeTh 3alUTAaHUPOBAHHOM JIOJICH PBIHKA, 00SCIICUNTh BRDKUBAEMOCTh U MOTYYHTh HAMEUYCHHYIO
IPUOBLIE.

CrocoOHOCTh PO3HUYHOIO TOProBIA COBEPIIATH THIATENBHO MPOJYMAaHHbIE 3aKYINKHU —
BaXKHEMUINAsE COCTABIISAIONIAS €ro YCIEIHON JesTeabHoCTH. Kpome TOro, pykoBOJICTBY pO3HHMY-
HBIX MPEANPUITHI HEOOXOIMMO BJIaI€Th HICKYCCTBOM YIIEHKH TOBApOB 3aMEJICHHOTO COBITA.

Jlnia oxBaTa moTpeduresneil po3HUYHbIE TOPTOBIIBI JOJKHBI IPUHSATH PEIICHUE 0 METOAaX
npoaBuxkeHus. JddeKTUBHOE MPOJBIKEHHE ToBapa olecmeunBaeT cucreMa (hopMupoBaHUS
crpoca u crumyiupoBanus cobita (POCCTUC) i KOMIUIEKC MapKETHHTOBBIX KOMMYHHUKA-
ui. JlesTenbHOCTh CUCTEMBI (DOPMHUPOBAHUS CIIPOCA M CTUMYJIUPOBAHUS COBITA MOYKHO YKPYII-
HEHO pa3/eluTh Ha (POPMUPOBAHKE CIIPOCA Ha MpeIaraeMblil pbIHKY TOBap U CTUMYJIMPOBAHHE
ero cObITa.

dopMupoBaHUe CIIpoca MpearnoaaraeT MEpoONpHsITHs, HalTpaBJICHHBIC HA TTOTEHIIMAIBHBIX
KJIMEHTOB, €I1l€ HUYET0 HEe 3HAIOIIWX HU O TOBape, HU O €r0 JOCTOMHCTBaX. MeponmpHsTHs 1o
CTUMYJIHPOBAHUIO COBITa MPOAYKIIMU HAMpPaBJICHbI HA KIMEHTOB JHOO MPUHSBIIUX PEIICHUE O
MOKYTIKe, JIUOO YK€ KYMUBIIUX TOBAp, TO €CTh MOOYXKIAIOIINe K MOKYIKe M3BECTHOTO TOBapa
JEHCTBYIOIUMU KITUCHTAMH.

Jlyist ompeniesieHus OCHOBHBIX 3JIEMEHTOB CUCTEMbI (DOPMUPOBAHUS CIIPOCA U CTUMYJIHPO-
BaHUs cObITa, 00paTUMCs K pUCYHKY 1.

K nepeuncnennsiM Ha pucynke 1 sneMeHTam cucteMbl (POPMUPOBAHUS CIIPOCA U CTUMY-
JTUPOBaHUS COBITA CIIEYET J00ABUTH CPEJCTBA MPIMONA KOMMYHHUKAIIMHA — UCTIOJIB30BAHUE TAKUX
(dbopM TIPOABMKCHHS TPOTYKIIMKM HA PHIHOK M COACHCTBHSI MPOJIaXkaM, KaK BBICTABKH, SIPMapKH,
TeJIeMapKeTHHT, MPOoJiaXka Mo KaTalloraM, IOYTOBAas pacChlIKa, HHTEPHET-MapKETHHT.

B cBsi3u ¢ ycuineHreM KOHKYPEHITUH MOBBIIIAETCS MAPKETHHIOBasI aKTUBHOCTH TIPEATIPH-
satuii. [lo MHEHHUIO CTIEMATIMCTOB, COCTOSTHUE TTOTPEOUTEIHCKOTO CIIPOCca MOKHO U3MEHHUTh Map-
KETHHTOBBIMU JIEHCTBHUSIMH, TaKUM OOpa3oM, YTOOBI OH COOTBETCTBOBAJ COBITOBOW IOJTUTHKE

HPEIIPUSATHSL.



Pexnama — nro6ast ortaunBaemas (opMa HETMYHOTO
MPEACTaBICHUS 1 IPOIBIKEHHS U/ICH, TOBAPOB U YCIyT

CTtumy/jMpoBaHHe cObITA — KPATKOCPOUYHBIE MTOOLIPHU-
TeJIbHbIC MEPbI, HAIPABJICHHbIE HA CTUMYJIMPOBAHUE T10-
KYIKHU WIH alipoOMpOBaHUE TOBapa UIU YCIYTH

OcHOBHBIMH
3JIeMeHTaAMU
CHCTEMBI
DdOCCTHUC

ABJIHAIOTCHA:

CB#3b € 001IECTBEHHOCTHIO M MPONAaraHjaa — Mepo-
IpUATHS 0 GOPMHUPOBAHUIO OIATONPHUATHOTO 001IIE-
CTBEHHOT'O MHEHUS O MPEANPUATHH U €r0 TOBAape

JInunas mpoaaxa — npecTaBiIeHne TOBApOB WU YCIIYT B X0/1€
HEINOCPEACTBEHHOIO B3aUMOEeNCTBUSI (Oece ibl, TPe3EeHTALNH) C
OJTHUM HJIM HECKOJIbKUMH NMOTEHIUAIbHBIMU MOKYTIATENISMU C Lie-
JIBIO TTOCIIEAYIOLIEH MTPOJIAKU

Puc. 1. OcHOBHBIE 31€MEHTHI CUCTEMBI (POPMUPOBAHMS CIIPOCA U CTUMYJIMPOBAHUS COBITA

I[anee CIpyHIIupyeM BCC BOSMOKHBIC ITPUCMBI ITPUBJICYCHUA HOKYHaTGHCﬁ I10 TPEM Karte-

ropusiM. BeizieneHHbIe KaTeropuu MpOAEMOHCTPUPOBAHBI HA PUCYHKE 2.

MaccoBoe oOparieHnue

[IpreMbl IPUBJIEYEHHS KITU- ./ Obpamenne K nenesoii
€HTOB rpyme
[IepconanbHOE
oOparieHue

Puc. 2. Kateropuu npuemMoB npUBJIeYEHHUs KIUEHTOB

)4 pUCyHKa 2 CJICAYCT, UTO KAaTCropuu pa3jinvyaroTCsa HNpUHIOUIIAMU 06pau1eH1/15{ K noejiec-

BOHM ayJUTOpUHU JJI TOOYKJICHHS €€ MPEICTABUTENICH K ONPEACIICHHBIM AeUCTBUAM. [[puHIHATIBI



oOpareHuss MOTyT OBITh CIIEIYIONIME: MAacCOBOE oOpaiieHue, oOparieHue HEemoCPEACTBEHHO K
IIEJICBOM TPYIIE M MEPCOHATILHOE O0paIieHue.

MaccoBoe oOpalieHrie K pelHKY MOAPa3yMEBAET MOTYYCHHE COOOIIEHUSI BCEH IEIeBON
TpYNHoN WM CyIIEeCTBEHHOH ee 4acThio. K «maccoBoi» kareropuu mpueMOB OTHOCSTCS, Ha-
npumMep:

- Hapy>KHas peKiIaMa M peKiiaMa Ha TPaHCIOPTE;
- peKiiama Ha TeJICBUICHUE U PAIHO;

- peKsama B Ipecce;

- OaHeHHas peKJiaMa B UHTEPHET;

- neyaTHas peKyiama;

- U TaK Jainee.

OO0pariieHre HEMOCPEICTBEHHO K IEIeBON TPYMIE PACCUYMTAHO HA PEAKIUIO OTAEIHHBIX

ee npeacrasureneil. K «rpynmnoBoii» kareropuu NpueMoB OTHOCSTCS:
- peKiIaMa B MecTax mpoaax;
- KOHTEKCTHAs peKJIaMa B HHTEPHET, TIOMCKOBAsi ONTHMH3ALINS;
- y4acTUe B BBICTABKaX, APYTUX MEPOIPUSITHIX;
- U TIpouee.

[Tpu 5TOM 1Ol TOMCKOBOM ONTHMHU3AIUEH CIIEAyeT MOHUMATh KOMIUIEKC Mep AJISl TOHS-
THUS TIO3UIMI caiiTa B pe3ynabTaTax BBLIAYHM MOMCKOBBIX CHCTEM IO OINPENEICHHBIM 3alpocaM
nojb3oBareneid. OObIYHO YeM BbIlIE MO3MUIMA caiiTa B pe3ylbTaTax MOUCKa, TeM OoJjblle 3auH-
TEPECOBAHHBIX IMOCETUTEINEH MEPEXOIUT Ha HETO C MOMCKOBBIX CHCTEM.

[TepconanbHOoe oOpalieHre — 3TO OOpalieHne K KOHKPETHBIM MPEACTaBUTEINISAM IEJIE€BON
rpymmbl. K «rmepcoHanbHO» KaTerOpuu MPHUEMOB OTHOCSATCS, B YACTHOCTH: BHPYCHBIH Mapke-
TUHT, SMM, nupeKkT-MapKeTHHT.

BupycHblif MapkeTHHT — o0liiee Ha3BaHHE Pa3IMUYHBIX METOAOB PACIpPOCTPAHEHHsS PEeK-
JIaMBI, XapaKTePU3YIOIINXCSI PACIIPOCTPAHEHHEM B TIPOTPECCHH, OJIM3KON K T€OMETPUIECKOH, I/1e
TJIABHBIM PACIPOCTPAHHUTEIEM WH(POPMAIUU SBISIFOTCS CaMH TIOJTydaTesd HHPOPMAILUH, ITyTeM
(bopMHpOBaHUs COEPIKAHUS, CIIOCOOHOTO MPHUBIICYb HOBBIX MoJIyyaTenel nHpopMaluu 3a cuet
SPKOM, TBOPYECKOM, HEOOBIYHOM U/IeU WM C UCIIOJIb30BAaHUEM €CTECTBEHHOTO MIIM JOBEPHUTEb-
HOTO Tocianus. Takoro pona pekjama pacmpoCTpaHIETCs 3a CUET COIMATBHBIX CeTel, OJIOToB,
co00111eCcTB, THPOPMAITMOHHBIX HHTEPHET — MOPTAJIOB U (POPYMOB.

Social media marketing (SMM) — mporiecc npuBiIeYeHUs] BHUMaHUsI K TOBapy 4epe3 co-
[UaJIbHbIE T1aT(HOPMBL. DTO KOMILIEKC MEPONPUATHH 1O HCIOIB30BAHUIO COIIMATIBHBIX MeIua B
Ka4eCcTBE KaHAIOB ISl MPOABIDKEHHSI KOMIIAHUA M peIIeHus Apyrux Om3Hec-3aqad. OCHOBHOU

ynop B SMM penaercs Ha CO3MaHUM KOHTEHTA, KOTOPBIN JIFOJAU OYAyT pacmpOCTPaHATh depes



COIMAJIbHBIC CETH CAMOCTOSATENILHO, yXKe 0e3 ydacTus opraHuzaropa. Cymraercsi, 4To cooOie-
HUS, TIEPEIaBacMbIC 110 CONUAIBHBIM CETSIM, BBI3BIBAIOT OOJIBIIE JOBEPHS Y MOTCHIHAIBHBIX 10~
Tpebureneil ycayru. ITO CBSI3BIBACTCS ¢ PEKOMEH/IATEIbHON CXEMOM PaclpOCTPaHEHUS B COLIU-
AbHBIX MeJIUa 33 CUET COIUATIBHBIX CBSI3EH, JISKAIMX B OCHOBE B3aUMOICHCTBUSI.
Jupexr-mapkerunr (direct marketing, To ecth mpsMoii MapKETHHT) — 3TO KOMILIEKC Me-
POTIPHSATHIA, HATIPABICHHBIX HAa MOCTPOCHUE [UTUTEIILHBIX M MPOYHBIX OTHOMICHHI C KaXK/IbIM I10-
TpeOUTENeM MEPCOHANBHO, YTO 3HAYMTEIHLHO YBEIMIUBACT JIOSUIBHOCTh KIMEHTOB. VIHCTpyMeH-
Tl JUPEKT-MapKETHUHTa: (aKkc-pacchuika, e-mail pacchuika, TeJeMapKeTHHT, KypbepcKas J0C-
taBKa. [Ipy UCMOIB30BAHHE HHCTPYMEHTOB MPSMOrO MapKETHHIA MOYKHO Y3HATh PEAKIIMIO KIIH-
€HTOB Ha MpPEUIOKEHUS, a TaKKe BBIIBUTH d(PPEKTHUBHOCTH YK€ pabOTarOIUX, YETKO Ompee-
JIUTH HepabOTAOIINE MEXaHU3MBI. BCe 3TO MO3BOJSET YBEAMUYHUTH OTAAYy OT MPOBOAUMBIX Me-

pOHpI/IHTI/Iﬁ oe3 AOINOJHUTCIIbHBIX JCHCKHBIX 3aTpar.
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