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AHHOTALIUA
B ycrnoBusix OMUHUpPOBaHMSI KPYMHBIX MApPKETIUICHCOB HUIIEBBIC MPOJIABIIBI
CTaJIKMBAIOTCSI C HU3KOW BUJIMMOCTHIO, B Bbijjaue. VccienoBanue pazpabarbiBaet
U OLICHMBAaET CTPATETHI0 NPOABMKEHHS [JII YCTOWYMBOIO POCTa MPOAAXK C
coxpaHeHueM peHTabenbHOCTU. Ha ocHOBe maHHBIX MarazuHa «boTaHUK» Ha
«Ozony (2022-2025) npoBeA¢H KOTUYECTBEHHBIM aHAIU3 C KOHTPOJBbHOMN
rpynmnoii (20% ToBapoB 0€3 u3MeHeHuil). Peann3oBaHbl TpU HaNpaBICHUS:
ONTUMM3ALMsA BHU3YaJbHOTO KOHTeHTa (MHQorpapuka), pecTpyKTypu3alus
accopTuMeHTa (TeMarudeckue HaOophl) W CcO37aHue IIeHOBOro Oydepa mis
npoJBKeHUs. Pe3ynbrarsl moka3anu pocT 3aka3oB Ha 18,9% (mpotus +3,2% B
KOHTpoJie), Beipyukn — Ha 18% npu ROMI 79,3%. Haubonee >¢dekTuBHBIM
uHCcTpyMeHTOM ctano «lIponBmxkenne B mnoucke» (+544,7% 3aka3oB).
[ToaTBepkaeHa TUMOTE3a O CUHEPTUH CTpaTeruid, popMupyroieid KOHKYpEeHTHOE
npeumyiiectBo. VccnenoBanue BHOCUT BKiaja B digital-mMapkeTuHr, mpesaras

IMPOBCPCHHYIO MOACIIL JJIA HUIICBLIX IIPOJAaBIIOB Ha MapKCTHJIeﬁcaX.

KiaroueBnie cioBa: mapkermuieiicel, B2C, HuIEBbIe HIPOKU, IPOABUIKECHHUE,

digital-mapkerunr, U

RePEc: M31, L81, O33
VIK: 339.138.5
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COMPREHENSIVE PROMOTION STRATEGY FOR NICHE PLAYERS
ON B2C MARKETPLACES: EMPIRICAL EVALUATION AND
ECONOMIC JUSTIFICATION

Sidorchuk R.R.,
Doctor of Economics, Ph.D.,

Professor chair of marketing Plekhanov Russian University of Economics,

Sidorchuk.RR(@rea.ru

Abstract
Amid the dominance of major marketplaces, niche sellers face challenges such as
low search visibility and limited branding opportunities. This study develops and
evaluates a promotion strategy designed to drive sustainable sales growth while
maintaining profitability. Using sales data from the "Botanik" store on «Ozon»
(2022-2025), we conducted a quantitative analysis with a control group (20% of
products unchanged). Three key initiatives were implemented: visual content
optimization (infographics), assortment restructuring (themed product bundles),
and strategic price adjustments to fund promotions. The results demonstrated an
18.9% increase in orders (vs. +3.2% in the control group) and an 18% revenue
boost, achieving a 79.3% ROMI. The most effective tool was search promotion,
which drove a 544.7% surge in orders. The findings confirm the hypothesis that
synergistic strategy integration creates a sustainable competitive advantage for
niche sellers. This study contributes to digital marketing literature by providing
an empirically validated promotion model tailored for specialized sellers in highly

competitive marketplace environments.

Keywords: marketplaces, B2C, niche players, promotion, digital marketing, Al

RePEc: M31, L81, O33
VIK: 339.138.5
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COMPREHENSIVE PROMOTION STRATEGY FOR NICHE PLAYERS ON B2C
MARKETPLACES: EMPIRICAL EVALUATION AND ECONOMIC JUSTIFICATION
Sidorchuk R.R.
Doctor of Economics, Ph.D.,

Professor chair of marketing Plekhanov Russian University of Economics,

Sidorchuk. RR@rea.ru

Beenenne: PoIHOYHBINH KOHTEKCT M aKTYaJIbHOCTDH MCCJIeI0BAHUS

Poccuiickuii pBIHOK ANEKTPOHHOW KOMMEPIMM B TMOCIEIHUE TOABl JEMOHCTPHUPYET
SKCIOHEHIMALHBIM POCT, KIIFOUEBBIM JpaiiBEpOM KOTOPOTO CTaJId MapKeTIUIeichl. MapKeTHHT
B c(epe MHTEPHET-TOPrOBIU MPOJOHKAET IBOJIIOLIMOHUPOBATH OT HMCXOJHOTO BHPTYaJIbHOTO
cocTostHU [1] 10 CMEHBI MApKETUHTOBOW KOHIIETIINY Jisi 1TudpoBOii cpensl [2, 3].

B 2024 rony 06beM pbIHKa pO3ZHUYHON MHTEPHET-TOProBin (e-commerce) B Poccun coctaBui
11,2 tpnu pyOneit u 6,8 Miapj 3aka3oB, TOBOPUTCS B HccieqoBaHuU «HTepHET-TOProBis B
Poccun 2025», momroronennom Data Insight. OcHoBHOUM pocT 00bEéMa OHIANH-TIPOIAK
00€eCTeunBaOT «KPYMHBIE YHUBEPCAIbHBIE MAapKETIUICHCh», Takue kKak «Wildberriesy u
«Ozon», OTMEYalOT aBTOpbl HccienoBaHus. Bo Bropoil mnosnoBuHe 2024 rogma [ous
«Wildberries» u «Ozon» 10cTHrIa COOTBETCTBEHHO 56% 1 21% B 00111eM KOJIMYECTBE 3aKa30B
u 30% u 23% Bo BceM 00bEMe mpoaax [4].

B 3Tux yciaoBHsIX Uit MHOTHX ITPOJABIOB TOBAPOB KJIACCUYECKUE HHCTPYMEHTHI TPOABUKEHUS
B MHTEpHETE, TaKHe KaK COOCTBEHHBIH BeO-CalT, MEpecTaroT ObITh aKTyalbHBIMH [5, 6].
KoHconupanus pblHKa BOKPYI HECKOJBKUX KJIFOUEBBIX MIPOKOB, Takux Kak «Wildberries» u
«Ozon» [7], co3maér g KOMIIAHUH-IPOAABIIOB KaK 3HAYUTENIBHBIE BO3MOYKHOCTH JUIA
MacIITaOUpOBaHUs, TaK U CEPhE3HBIE BHI3OBBI B 00JIACTH MPOABHKEHUS.

Ha ¢one BbICOKOI IIeHOBON KOHKYpPEHIIMH, PACTYyIIMX KOMHCCHI IJIOLIAI0K U OrpaHUYEHHBIX

BO3MOXKHOCTEH 1t 6pCHI[I/IHI‘ a, KIIFOYCBYHO 3HaAYUMOCTDb HpI/I06pCTaCT T'paMOTHOC
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HCIIOJIh30BaHNE TU(PPOBBIX MapPKETUHTOBBIX HHCTPYMEHTOB [8].

Hacrosiee uccnenoBanue MOCBSILEHO aHAIM3Yy KOMMEPUECKOW AEATENbHOCTH M pa3paboTKe
CTpaTeruy NpPOABIKEHHUs JUIsl MarasuHa «boTaHuk», CHENMATU3UPYIOLIEHCS Ha IpOoJaxKe
MaKETUPOBAHHBIX CEMSIH U COIMYTCTBYIOIIMX TOBApOB JJIsl CaJ0BOACTBA Ha TuiaTdopme «Ozony.
Ilenp uccienoBaHMsi — Ha OCHOBE aHalM3a HCXOJAHBIX MOKa3arened 3((EeKTUBHOCTH U
KOHKYPEHTHOM Cpezbl MPEeUIOKUTh U HKOHOMHMYECKH OOOCHOBAaTh KOMIUIEKCHBIH IOAXOJ K
NPOJIBIKEHHIO, CIIOCOOHBIM 00ECIeYnTh YCTOMYMBBIA POCT MPOAAX NPU COXPaHEHHUH
pPEHTA0EIBHOCTH.

JlureparypHblii 0030p

Konconuoayus pvinxa u ee nocnieocmeus

PocT anexkTpoHHON KOMMeEpLMU NMPUBEN K JOMUHHUPOBAHMIO MAapKETIUIEHCOB KaK KIIFOUEBBIX
KaHAIOB UCTpUOynmu. [1oOanbHbIE WCCIENOBaHHUA MOATBEPKIAIOT, YTO TEHACHIMH Ha
OoHJIaliH ppIHKax B2C neMOHCTpHUPYIOT YCKOPEHHYH) KOHCOJIMJALMIO OHJIAWH-IIPOJAXX BOKPYD
muaupyromux mwiardopm [9, 10]. Dot nporece GopMupyeT BHICOKOKOHKYPEHTHYIO CpeLy, Te
yCHeX MpOJABLOB OINpPEAESeTCS] WX CIOCOOHOCTBIO AAANTHPOBATHCA K AJITOPUTMHUYECKUM
TpeOoBaHUsAM IIaTGopM. DMIUPHUYECKUE MCCIEAOBAHMS BBIIEIAIOT TPU KIIFOYEBBIX (hakTopa
s¢¢pextuBHocTH: SEO-0onTHMHU3anMIO KapTOYEK TOBApOB, YIPABICHHUE IOBEIEHUYECKUMHU
METPUKaMHM M CTPAaTErMYECKOE HCIOJIb30BAHME IUIATHBIX MHCTPYMEHTOB NpoAaBMkeHus [11,
12].

Konxypenmuuie 66130661 07151 HUULEBIX USPOKOB

KoHconmupanms  pelHKa BOKPYI OrpaHMYEHHOrO yHchaa IulaThopMm  co3maér  Juls
CIEUAIN3UPOBAaHHBIX KOMIIAHUH MapaJoKc: JOCTYN K MacCOBOM ayJUTOPHM CONPOBOKIAACTCS
PUCKOM MapruHaJIM3aliy U3-3a AJITOPUTMOB PaHXKUPOBAHUS, OTAAIOIIUX IPUOPUTET TOBapaM ¢
BBICOKON 000payrBaeMOCThI0 U KpyHHbIM Urpokam [13]. OcHOBHbIMHM OapbepaMu CTaHOBSTCA
HU3Kas BUAMMOCTh B OpraHUYecKO# Bblaade (0COOEHHO JJIsl TOBAPOB CO CIIOKHBIM BBIOOPOM),
OTpaHUYEHHBbIE BO3MOXKHOCTH Ul OpEeHIMHra M IOCTOSIHHBIM POCT KOMHUCCHM IUIaThOpM.
[Ipeononenue 3Tux 6aprepoB TpeOyeT KOMIUIEKCHOTO MOJAX0Ja K ONTUMH3ALUN IPUCYTCTBUS
Ha T1aTdopme.

Onmumusayus npedcmagienus mosapa Kaxk opaieep KOHEepcuu

KayecTBO KOHTEHTa TOBAapHBIX KapTOUEK SBISETCS KPUTHYECKUM (PAKTOPOM MPUHSATHUS
pelieHus MoKymnaTteneMm. Merta-aHaau3 TMOATBEPXKAAET, YTO BU3yalbHas uHGorpaduka,
HarJsHO JIEMOHCTPUPYET KIIOUeBble MPEHMYINecTBa M NPHUMEHEHUE MPOJyKTa (Hampumep,
n300pakeHHe pe3ysbTara UCHOIb30BaHUs, KAJIEHIaph MOCAIKH), YBEINYUBAET KOHBEPCUIO Ha
15-35% B CHOXKHBIX KaTeropHusx MO CPAaBHEHUIO CO CTAaHAAPTHBIMU HM300pakeHusMH [14, 15,
16, 17]. CrpykTypHas ONTHMH3aLMsA AaCCOPTHUMEHTA TAKXE WIPAET KIIOUYEBYIO PpOJIb.
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OObenuHeHne TOBapHBIX Bapualuil (HampuMep, pa3HbIX COPTOB CEMSH OJHOTO BHU/IA) B €IUHBIC
KapTOYKU C BHIOOPOM OIIUN yIydIlIaeT I[0JIb30BATEICKUNA OMBIT M KOHLEHTPUPYET
MOBEJICHYECKUE METPUKU (IPOCMOTPHI, OT3BIBBI), MOJIOKUTEIHHO BIIMSAS HAa PaH)XHUPOBAHUE B
norcke u karanore [18].

dopMHUpOBaHHE TEMAaTUYECKHX TOBApHBIX HaOOpoB (koMmruiekToB, Bundling) mokasano cBoro
3¢ (eKTUBHOCT, [UIS  yBEIMYEHUS CPEIHEro 4Yeka M YCKOpeHHs 000pauuBaeMOCTH
HU3KOJIMKBU/IHBIX MO3UIINH 3a cYeT Kpocc-mpoaax [19].

L]enogvle cmpamezuu u uHCMpPYMeHmol NPOOBUNCEHUSL

Ha ¢one BbICOKOI I11€HOBOW KOHKYPEHIIMM HCCIICJOBAaHMS BBIIBUJIM, YTO arpecCUBHOE
CHI)KEHHME IIeH MeHee S(PQPEeKTUBHO i1 JIOJTOCPOYHOTO POCTa, YEM CTpPATErHYecKoe
WCIIOJIb30BAHUE TUIATHBIX HMHCTPYMEHTOB TPOABMKEHUS TPU COXPAHCHUH aJCKBaTHOU
MapxkuHaTbHOCTH [20]. A Ui HUIIEBHIX MPOAABLIOB 3(P(EKTUBHOW NPAKTHKOW SBISETCS
co3/1aHHe «IIeHOBOTo Oy(epa»: BHeapeHue eauHoBpeMeHHoN Han0aBku (5-10% umu 10-15%)
0a30BOI CTOMMOCTH TOBapa /i (hopMUpOBaHUS OFODKETa HA MpoaABMKeHHUE [21].
WuctpymenTs! mwiardopm, takue kak "[IpoaBrkeHne B OUCKE", CTAHOBATCS HEOOXOIUMBIMH
i obecrieueHUs: 0a30BOM BUAMMOCTH. Y4YacTHE B aKIUAX IIaTGopMbel co CKHUIKaMH (B
npenenax copMUpoBaHHOTO Oydepa) Mo3BOJIAET AOCTUTaTh MaKcUMaibHOro oxBara. Ocoboe
3HaYeHHE UMEIOT YCIOBHO «JOBEpUTENIbHBIC Ol xm» (Hanpumep, "Llena uro namo", "Tomnosas
neHa'"), TMPUCBaMBAaEMble HAa OCHOBE QJITOPUTMOB OIICHKHA BBITOJIHOCTH TIPEIJIOKECHHUS.
HccnenoBanus MOKa3bIBAIOT, YTO Takue Oelpku reHepupyror 12-28% mpupocT KOHBEPCUH 3a
CYET CHMXKEHMSI BOCIPUHUMAEMOr0 MOKynaTesieM pucka [22].

Vnpasnenue penymayuetl u KiuenmcKum onvlmom

PeiftuHr MarasmHa W TOBapOB SIBISIETCS KIIOYEBBIM (DaKTOPOM pPaHXHUPOBAHHS U JOBEPHS
nokymnareneil. CucremMaTHUecKHe HCCIEIOBAHUS JOKa3bIBalOT, 4YTO TIeHMUUIIUPOBAHHBIE
MEXaHHUKH CTUMYJIHPOBAHM OOpaTHOW CBA3M (Hampumep, mporpammbl "OT3bIBBI 32 Oanibl")
3HAYMMO MOBBIIIAIOT KOJIUYECTBO U CKOPOCTH MOITYUYEHUSI OT3bIBOB, UTO MOJIOKUTEIBHO BIUSIET
Ha pedTuHr [23].

KauecTBO M oOmnepaTuBHOCTh pPEAKIMHM MPOJAABIA Ha OT3bIBBl HAIPSIMYIO KOPPEIHUPYIOT C
YPOBHEM JIOSJILHOCTH KIMEHTOB. COBpEMEHHbIE TPEHAbl YKA3bIBAIOT Ha PACTYILYIO pOJIb
ABTOMAaTU3UPOBAHHBIX, HO MEPCOHAIM3UPOBAHHBIX OTBETOB. BHeApeHHE WHCTPYMEHTOB Ha
ocHoBe rerepatuBHoro MU (mampumep, ChatGPT) s reHepanuu Takux OTBETOB MO3BOJISIET
CHU3UTH OIEpallMOHHBIE 3aTpaThl Ha KOMMYyHHKaluioo Ha 40-60% mpu coXpaHeHMH KayecTBa
B3aUMOJICHCTBUS U CKOPOCTH peakiuu [24].

®opMHUpOBaHKE MO3UTHUBHOTO KJIMEHTCKOTO ONbITa HA BCEX JTamnax B3aWMOJIECHCTBUS
MPU3HACTCS KPUTHUECKUM (PaKTOPOM JOJATOCPOYHOTO yCIeXa M yJepiKaHus MOKymaTeled B

8



Kypuan Mapkernar MBA. MapKeTHHTOBOE YITPaBJICHHAE TIPEAIPUATHEM 2025, BBITyCK 2
Journal Marketing MBA. Marketing management firms 2025, issue 2

YCIIOBHSIX BBICOKOW KOHKYPEHIIMH Ha KOHCOJIMIMPOBAHHBIX iaTdopmax [25, 26].

Ha ocnoBanuu npoBen€HHOro 0030pa JMUTEpaTypbl W aHaidu3a CYIIECTBYIOIIMX MPOOEIOB B
UCCJICIOBAHUSAX MPOJBMKCHHUS HUIIEBBIX WIPOKOB HA MapkeTiuieiicax, B JaHHOM
UCCIIeIOBaHUH (POPMYITUPYIOTCS CIEAYIOLINE KII0YEeBbIE BOPOCHI:

I. KakoBbl Hanbomnee 3¢ (deKkTUBHBIE 3JE€MEHTHl KOMIUIEKCHOM CTpaTeruy MpOJBHKEHUS
U HUIIEBbIX WUrpokoB Ha B2C wmapkermiieiicax B YCIOBHSX BBICOKOM KOHKYPEHLUHMH U
ITOPUTMUYECKON 3aBUCUMOCTH?

2. Kak cooTHOCsTCS MEx)ay cOO0H pa3lIuyHble KOMIIOHEHTHI CTPATETHUU TMPOJBIIKECHUS
(BU3yaJIbHBIM KOHTEHT, AaCCOPTUMEHTHasl TMOJMTHKA, IEHOBas CTpaTeruss M IUIaTHbIE
MHCTPYMEHTBI) B KOHTEKCT€ WX BIUSHHUS Ha KIIOYEBble OM3HEC-TIOKA3aTeIN HUIIEBBIX
MPOJ1aBIOB?

3. KakoBo skoHOMHUECKOe 00OCHOBAHNE U PEHTA0EIbHOCTh UHBECTULIUN B KOMILJIEKCHYIO
CTPAaTEeTui0 MPOJBMXKEHMS JUIsl CHELUUATU3UPOBAHHBIX KOMIIAHUA Ha KOHCOJIMJAMPOBAHHBIX
MapkeTIencax?

C yu€toM BBISIBJICHHBIX TMPOOJEM U CYIIECTBYIOIIMX TEOPETHUYECKUX TOJXOJOB, B
MCCJICIOBAHUH BBIJIBUTAIOTCS CJIEIYIONINE THIIOTE3bI:

Hi:  Cunepreruueckoe  B3aUMOACHCTBHME  ONTUMHU3AIMM  BHU3YaJIbHOIO  KOHTEHTA,
PECTPYKTYpHU3ALMA acCOPTUMEHTa M IIEHOBOW CTpaTerMu C co3JaHueM 'lIeHOBoro Oydepa"
OyIeT NeMOHCTPUPOBATh 3HAUUTEIBHO OOJBIIYI0 3(PGEKTUBHOCTH ISl pOCTa NPOAAXK, YeM
WCIIOJIb30BAHUE OT/ICIBHBIX 2JIEMEHTOB CTPATETUU 0€3 UX UHTETPaIIUH.

H.: Uuctpyment "llponsuxkeHue B moucke" OyneT MOKa3biBaTh 0oJiee BBICOKYHO OTAAuy
(ROMI) mo cpaBHEeHMIO C JpPYTMMH BHYTPEHHUMH MapKETHHTOBBIMH HWHCTPYMEHTaMU
MapKeTIvielica, OCOOCHHO B COYETAaHHUH C ONTHMHU3MPOBAHHBIM TOBAPHBIM KOHTEHTOM H
LIEHOBOM CTpaTeruen.

Hs: BuHeapenue KOMIUIEKCHOW CTpaTeTMH TNPOJABIKEHUS OO0ECIEeYUT pPEeHTA0EeNbHOCTh
MapkeTHHToBbIX uHBecTUIUH (ROMI > 50%) i HUIIEBBIX WIPOKOB JlakKe B YCIOBHSIX
BBICOKOKOHKYPEHTHOM Cpellbl MapKeTIUIEHCOB TMpU YCIOBUHU MPABUIBLHOTO OanaHca MExIy
Map>KHHAITHPHOCTHIO B 00BEMOM TPOIBUKEHUS.

Memooonozus uccredosanus

MeTtoaonorus uccienoBaHus 6a3upoBatach Ha KOMIIJIEKCHOM aHAJIN3€ OMEePAIlHOHHBIX JaHHBIX
U TPAKTUYECKOM BHEJPEHUU KOPPEKTUPYIOUIMX MEp B COOTBETCTBHM C NpuHIMNamu data-

driven retail [27]. [lepBuuHbIe TaHHBIC BKIFOYAIIH:

1. ®uHaHCOBbIE NMOKa3aTeNnu (BHYTpeHHsIsl oT4€THOCTH 20212025 rr.)
2. Onepanuonnyto cratuctuky «Ozon Seller» (01.2022-06.2025), BBIIBUBIIYIO:
o ITukoBble ponaxu B anpene-mae 2024 r.

9
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o CtabunbHbIi nponieHT oT™MeH (3—6%)

o CTpyKTypy acCOpTUMEHTA C JIJIEPaMHU MIPOJAXK: CEMEHa OBOLIEH, yA00peHus.

3. MeTpuku B3aUMOJICHCTBUS: KOHBEPCUS IIPOCMOTPOB B KOp3UHY (6,7%) Kak MHIUKATOP

KadyecTBa KOHTeHTa [28].

JIiis 0OBEKTUBHOM OICHKH 3(PPEKTUBHOCTH BHEAPEHHBIX CTpATerdii ObUT MPUMEHEH METOJ
CPaBHHMTEJIBHOIO aHAJIM3a KOHTPOJBHBIX MW TECTOBBIX TPYyNI C HCHoJb3oBaHueM A/B
TECTUPOBAaHUST Ha ypPOBHE OTIEIBbHBIX TOBAapHBIX KapToyek U Kareropuit. Ilepuon

UCCIeIoBaHus ObUT pa3/iei€H Ha J1Ba dTana:

1. bazoBsriit nepuon (anpenb-utoHb 2024 r.) — cO0Op AaHHBIX O TEKYIIUX MOKa3aTessax 0e3
BMEIIIATEIILCTBA.
2. TecroBblii mepuon (ampenb-utoHb 2025 T.) — MOHUTOPHHI IOKa3aTelel Iocie

BHEJIPEHUS CTPATETHHU.
Jlis TOATBEpX ACHUS JTOCTOBEPHOCTH BBISBICHHBIX M3MEHEHHH ObUI MPUMEHEH METOA
KOHTPOJIbHON TPYMIIbl, KOTOPBIM SIBJISETCS CTaHOAPTHBIM B HCCIENOBAaHUSX 3(PHEKTUBHOCTH
MapKETUHTOBBIX CTpaTeruii Ha Mapkeriuieicax [29]. YuuTbhiBas CTpOrO CE30HHBIN XapakTep
TOBapa (CeMeHa M COMYTCTBYIOIIME TOBaphbl Ui CaJ0BOJCTBA), CPAaBHEHUE IMPOBOJWIOCH B
conioctaBuMbie niepuoansl 2024 u 2025 Tom0B (ampenb-HIOHB), YTO IMO3BOJIWIO HCKIIOYHTH
BIIMSTHUE CE30HHBIX KoyiebaHuil. B kauecTBe KOHTpONbHOM rpynmbl BeicTynuian 20% ToBapoB
KOMIIaHUM, Ha KOTOPbIE HE PUMEHSIIMCH 3JIEMEHTHI pa3pab0oTaHHON CTpaTeruy MPOJABUKEHMUS,
HO KOTOpbleé OTHOCWINCh K QHAJOTMYHBIM KaTEropusiM M HMMEIHU CONOCTaBUMBIE
XapaKTepUCTUKH (IIeHa, CE30HHOCTh CIpPOCa, YPOBEHb KOHKypeHInH). CpaBHEHHE JAWHAMHUKH
KJII04eBbIX Moka3zateneil apdexruBnoctu (KPI) Mex 1y TecTOBOM M KOHTPOIBHOM TpynnamMu 3a
OJIMHAKOBBIN TEPHOJI MOKa3aJ0, YTO POCT KOJIMYECTBa 3aka3oB B TectoBou rpymme (18,9%)
3HAUUTENBHO MPEBOCXOJUT U3MEHEHUS B KOHTpoJbHOU rpymme (+3,2%, 4To COOTBETCTBYET
€CTECTBEHHOMY CE30HHOMY pOCTY). AHaJOrM4yHasi KapTHHA HaOJI0/1anack 10 BCEM KIIFOUYEBBIM
METPUKaM: BbIpYYKa TECTOBOM TIpymmbl Belpocna Ha 18% mnpotuB 4,1% B KOHTpOJIBHOM,
npuObLb — Ha 35% npotus 5,7%.

Taxas nuBepreHuMs pe3yIbTaToOB MEXKIY IPyIIIaMH, COXPaHSIOLIasCs B TEUEHUE TPEX MECALIEB,
HNOATBEPXKIAET, UYTO HaAOIIOAaeMble YIydlleHHs OOYyCIOBIEHBI MMEHHO BHEIPEHUEM
KOMILJIEKCHOW CTpaTeTHH, a He BHEIIHUMH (DAKTOpaMH UM CE30HHOCTHIO.

KPI u3mepsiiuce crieayronmm oopazom:

. KonBepcust — OTHOIlIEHHE KOJIMYECTBA 3aKa30B K KOJIMYECTBY NMPOCMOTPOB KApTOUEK,
paccuuTaHHOE JJIs KaXKIOW KaTeropiuy TOBapoB

. ROMI (Return on Marketing Investment)
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. [To3uuus B moucke — cpeHee 3HA4YeHUE MO3UIMHM TOBAapa B MOMCKOBOW BbIJade IO
KJIFOYEBBIM 3a1IpocaM, U3MEPEHHOE C IIOMOLIbIO BCTPOEHHBIX HHCTpYMeHTOB «Ozon Seller»

. BnusHre oTAenbHBIX HHCTPYMEHTOB — OIICHEHO Yepe3 M30JMPOBAHHOE TECTUPOBAHHE
Kax10oro MHCTpyMeHTa (Hampumep, "lIponBmkenue B momcke" 0e3 ydyacTusi B aKIHsX) C
KOHTPOJIEM BHEIIHUX (PaKTOpOB

JU1s MUHUMM3alUM BIUSHUS CE30HHOCTM W BHENIHUX (DAaKTOPOB aHaJIM3 IIPOBOJAMICA B
COIIOCTaBUMBbIE TEpUOJBl (BECEHHE-TETHUH CE30H), a TakXKe HCIOJIB30BAICI METO]
KOHTpoJIbHOM rpynnbel — 20% TOBapoB, HE YYacTBYIOLIUMX B CTpaTeruu, JUisl CPaBHEHUS
JUHAMUKHU IIOKa3aTeNeH.

HI/IaFHOCTI/IKa Hp06HeM BKJIIO4aJjia aHaJIu3:

. [To3unmonupoBanust B oucke (cpeansis mo3uuus 38)
. KonkypentHoii cpeab! (1o poeiaka <0.21%, 91-e mecto)
. [Toptpera mokynarenst (keHmuHbI 2544 net — 60.09%, reorpadus cnpoca Mocksa,

Cankr-IlerepOypr)

. O06opoT Mo KaTeropuu cemeHa y Bcex mpoiaBuos: 113 mmmmuonoB 500 Teicsy pyoiieit
OnTUMHU3aIMOHHBIE MEPOTIPUSATHS:

1. Busyanbhnbiii konTeHT: MH(borpaduka mo cxeme "nzodpakeHue pacreHus + ypokai +

KaJieHAapb mocaaku"

2. PecTpykTypuzamus accopTuMeHTa:

o OO0benuHeHue Bapraluii TOBapoB

o Coznanue Tematnyeckux HabopoB («CemMeHa ToMaTOB + 0a3UIUK» U T.11.)
3. [Tenosas crparerus: Anroput™ "ba3oBas nena x 1.05 + craBka npoasuxeHus"

Onenka 3ppeKTUBHOCTH MPOBOJUIACH YEPE3 MOHUTOPUHT UHCTPYMEHTOB «Ozon»:

. «lIponBrukeHHE B IOUCKE»
. VYyacTue B akMsaX CO CKUJIKaMHU
. [Tporpamma «OT3bIBBI 32 OATIBDY

AHaJIM3 UCXOTHOM KOMMepP4YeCcKoi 1eATeIbHOCTH «bortannk» Ha miaargopme «Ozon»
Mara3un «bortaHuk» sBIAE€TCS TPOAABLIOM B HHUILIE TOBApOB IS CaJOBOACTBA M
OrOpOAHMYECTBA HA POCCUMCKHX MapkeTmuieiicax. Ero aesTenpHOCTh 3akKillO4aceTcs B
GbopMUPOBaHUM ¥  YOpPABIEHUU ACCOPTUMEHTOM CEMSH, TpPYHTOB, yaoOpeHHil u
CONYTCTBYIOLIMX TOBApOB, a TAKXKE B PEAIM3ALNN KOMIUIEKCHBIX MapKETHHIOBBIX KaMITaHHWM
JUJIS1 TIPYUBJICYCHUS U YACPKAHUS LIEJIEBOUN ay IMTOPHH.

AHanu3 onepanMoHHON JeATeNbHOCTH Ha MapkeTiuierice «Ozony» B nepuof ¢ sHBaps 2022 no
utoHb 2025 roga BBIIBMI B IIETIOM BOCXOJAIIYI0, XOTS W HECTaOMIbHYIO, JAMHAMUKY

KOJINYECTBA U CyMMBbI 3aKka30B. [TukoBble 3HaueHus 3¢ dekTuBHOCTH HabmoAamuch B Mae 2024
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rojia, 9TO COOTBETCTBYET OINMCAHHBIM B JIUTEpaType ce30HHBIM KojebanusM [30]. IIpu sTom
KOMITAaHUH YAAJI0Ch CTA0OMIIN3UPOBATh MIPOLIEHT OTMEH Ha ypoBHE 3—6%.

Yray6néHHbIN aHaTM3 TOBApHBIX KaTeropuii 3a nmepuox ¢ Mas 2024 no maii 2025 roxa nokasai,
4TO OCHOBY MpOAaXX (HOPMHUPYIOT TOBapbl ¢ BBICOKMM cmpocoM. Hambonee 3HAUMMBIMHU 110
KOJINYECTBY 3aKa30B cTaiu kKareropuu «CemeHa OBOIIEH (TOMAThl, OTypLbl)», «Y 100peHus u
cTUMyJIATOpEl pocTa» U «CemeHa uBeroB». KoHBepcuss M3 NPOCMOTPOB KapTOYEK B
nobaBiieHHEe B KOP3MHY IO MarasMHy COCTaBWJIa B cpenHeM 6,7%, 9To SIBISETCS BBICOKUM
[IOKa3aTesIeM JUIsl JAaHHOW HUILN.

HecMmoTpss Ha MOJIOKUTENbHYIO JWHAMMKY, OBUI BBIBICH pAJ CHUCTEMHBIX HPOOJIEM.
KnroueBbM c1a0bIM 3BEHOM SIBIISUIACH HU3Kas BUAMMOCTb TOBAPOB B IOMCKOBOM Bblladye:
CpedHsisi MO3WIMS B TIOMCKE M KaTajore cocTapisuia 38, 4TO BBIHYXAAJI0 OOJBIIMHCTBO
MOKYyIaTeNel MCIONb30BaTh (UIBTPHI ISl HAXOXKIACHUS TPOIYKIMHA KOMIIAHWH. AHAIH3
KOHKYPEHTHOM mo3uiuu marazuHa «botanuk» B kareropuu «CeMeHa U IpPYHTBI» [OKa3all, 4To
oH 3aHuMaeT 91-e mecto c goneit peiaka menee 0,21%. bosee Toro, Ha ¢one pocta obopora y
OnmKalIuX KOHKYPEHTOB, 000poT «boTaHuKa» JeMOHCTpupoBall majeHue Ha 67,2% 3a
aHATM3UPYEMBIH ITEPHO/, YTO YKA3bIBaJIO Ha HEA(P(PEKTUBHOCTH TEKYIIEH CTPATEIHH.

IlopTper mnokymarens moKasal BBIPaKEHHYIO LeneByro ayautopuro: 60,09% cocraBisior
KEHIUHBI B Bo3pacTe oT 25 1o 44 ner. ['eorpaguuecku OCHOBHOW CIpoc KOHLIEHTPUPYETCS B
MockBe u Mockosckoil obnactu (38,18%), a taxke B Cankr-IlerepOypre (9,12%). Ananus
CPEIHEero ueKa MoJITBEpIUII OPUEHTAIIMIO Ha MacCOBBIN cerMeHT: 58,58% 3aka30B coBepiaeTcs
Ha cymmy oT 1 000 no 2 999 pyGneii. CermeHTanus nokynareaei BbISIBIIA MOJOXKUTEIBHYIO
JUHAMUKY B YIEpXKaHUM KIMEHTOB: YHUCJIO MOCTOSHHBIX IMOKYyIaTesel Bbpocso Ha 19%, a ux
cpenunii yek — Ha 7%. OJHAKO TPUTOK HOBBIX KJIMEHTOB OCTaBaJCi Ha CTaOWJIHHO
HEBBICOKOM ypoBHE (+1%).

Pa3palorka onTMMHM3aHH NPOABHKECHHSA

Ha ocHoBe mpoBenEHHOTo aHain3a ObUIM BBISBJICHBI KIIOYEBBIE MPOOJIEMBI, CAECPKUBAIOIINE
pOCT IpoAak: HEONTHUMAalbHOE O(OpPMIIEHHE KapTOUYeK TOBApOB, OTCYTCTBUE Kau€CTBEHHOM
uH(porpaduky, pa3po3HEHHOCTh TOBAPHBIX BapHalluii U HEIPPEKTUBHOE LIEHOOOpa30BaHNUE.

C yu€TOM CHCTEMHOI0 XapakTepa BhIIBIECHHBIX MPOOJIeM ObUIO MPUHSTO pellieHre pa3padoTaTh
KOMIUIEKCHYIO CTpPaTeTHI0, OCHOBAHHYI0 Ha CHUHEPIETUYECKOM B3aUMOJIEHCTBUU HECKOJIBKUX
AJIEMEHTOB. B yCIIOBHSX KOHCONMIAUUHU OHJIAWH-IIPOJAX BOKPYI BEAYIIMX MapKeETILIEHCOB
HUIIEBbIE UTPOKHM CTAJIKUBAIOTCS C OIPaHMYEHHBIM BBIOOPOM CTpaTeruil mpojaBrkeHus. Ha
OCHOBE CHCTEMaTHYECKOr0 aHaju3a JUTepaTypbl M MPEIBAPUTEIBLHOTO HCCIEIOBAHUS

KOHKprHTHOﬁ CpCAbl ObLIH pPacCMOTPCHLBI TpU OCHOBHBIC AJIBTCPHATUBHBIC CTPATCIUU:
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1. ArpeccuBHOE LIEHOBOE JIMAECPCTBO (CHMIKEHUE ILIEH HI)KE YPOBHS KOHKYPEHTOB) —
OTKJIOHEHA KaK HEeXHM3HECHOoCcOoOHas A HHILEBBIX MIPOKOB C OrpaHHMYEHHBIMH O0BbEMaMU
OpojaX, TaK Kak WCCIEAOBAaHMs IOATBEPXKAAIOT, YTO OSTO NPUBOAUT K CHHKCHHIO
peHTabenbHOCTH 0e3 TapaHTHH ycToiuuBoro pocta [20].

2. OKCTEHCUBHOE HCIOJIb30BAaHUE BHEIIHUX PEKIAMHBIX KaHAJIOB (BHEMJIAT(GOpMEHHas
pexiiama) — IMpHu3HaHa Hed(HEKTUBHOM U3-3a BBICOKOM CTOMMOCTH IpHBJICUYEHUS Tpaduka U
HU3KOI KOHBEPCUU Ha MapKeTIuIelcax, Ie MOJb30BaTeH YK€ HaXOIATCS B PEKUME MOKYTIKH.
3. KommiekcHast onTuMu3anusi BHYTPEHHHX (DaKkTOpOB IUIaTGOpPMBI — BBIOpaHa Kak
HauOoJiee NEepCHeKTUBHAsA CTPATErus, TaK Kak SMIMPUYECKUE HCCIIEAO0BaHUs MOATBEPKIAIOT,
yro 85% BHIMMOCTM Ha MapKeTIulelcax OINpeneNnsercss BHYTPEHHUMM aJIrOpUTMaMmH, a
HUIIEBBIE UTPOKH MOTYT KOMIEHCHPOBATh OTCYTCTBHE MacIiTada 3a c4€T KayecTBa KOHTEHTA U
CHEeIUATH3UPOBAHHOTO MO3UIIMOHUPOBAHUSI.

BriOpaHHble 37€MeHThl cTpaTeruu (ONTUMH3alMs BU3YalbHOIO KOHTEHTA, PECTPYKTYpU3ALUsI
acCOpTUMEHTa M IeHOBas crparerus c¢ "Oydepom") 0OOCHOBaHBI MX CHHEPreTHYECKUM
3pPEeKTOM: ONTUMH3MUPOBAHHBIM KOHTCHT YBEIMYMBACT KOHBEPCHIO, YTO YJIydIIaeT
MIOBEJICHUECKUE METPHKHU U PAHKUPOBAHUE; PECTPYKTYPHU3AIHSI aCCOPTUMEHTA KOHIICHTPUPYET
IIOBEJICHUECKUE CUTHAJBI; LIEHOBOM Oydep mo3BosseT (QUHAHCUPOBATh HPOABHXKEHHE O€3
yuep6a it peHTabeIbHOCTH, CO3/1aBasi 3aMKHYTBIN IIUKII POCTA.

JUis pemieHUs BBIABIEHHBIX MpobOieM Obuia pa3paboTaHa KOMIUIEKCHAsi CTpaTerus
npojaBmwkeHus. [lepBbIM maroMm crama J0pabOTKa BU3YyaJlbHOTO KOHTEHTa. JIJisi TOIMOBBIX
TOBapoB ObU1a BHeApeHa uHGorpaduka, HAMNIAIHO AEMOHCTPUpYIOLIas  KIIIOUYEBBIE
IpeuMyllecTBa: H300pakeHHE B3POCIOrO0 pacTeHUs WM IUI0JA, OXHUIAeMbI ypokai,
KaJCHJaph MOCAIKA M yCTOWYMBOCTh K KIMMATHYECKAM YCIOBHSIM. DTO TO3BOJIAJIIO CIENATh
KapTouku Oojiee MHPOPMATUBHBIMU M MIPHUBIIEKATEIILHBIMU Ha (DOHE KOHKYPEHTOB.

BropeiM marom crajna OnTHMM3aLUs CTPYKTYphl acCOpPTUMEHTa. PasznmuuHble copTa OJHOTO
BuAa (pa3Hbleé cOpTa TOMAaTOB) ObLIM OOBEIUHEHBI B €JUHBIE TOBAapHbIE KapTOUKHU C
BO3MOXXHOCTBIO BBIOOpa BapWaHTa. OJTO YHOPOCTHJIO HABUTANWIO JUISI TOKyHarejled W
CKOHIIEHTPUPOBAJIO OT3BIBEI W TIOBEJCHUYECKHE (DaKTOPhI HA OJHOW CTpaHHIIE, TIOBHICUB €¢
peiitunr. Kpome Toro, Obuin co3gaHbl TOBapHble HAOOpBI (KOMIUIEKTHI), OOBEIUHSIOIINE
HOMYJIIPHBIE MPOJIYKTHI C MEHEe BOCTpeOOBaHHBIMU, Harpumep, «Habop: cemena TomaroB +
ceMeHa Oa3minka» uiu «KOMIUIeKT /Ui HaUWHAIOIIETO Ca/I0BOJia». JTO MO3BOJIMIO YBEITUUUTh
CPeIHHI Y€K U YCKOPUTH 000PaYMBAEMOCTh HU3KOJINKBHTHBIX ITO3UIIHH.

Kiro4eBbIM 2JIeMEHTOM CTpaTerud cTajla KOPPEKTUPOBKA IIEHOBOW MOMUTHKH. Ha Bce ToBaphl
Obula MpUMEHEHa eJUHOBpPEMEHHas IIeHOBas Haj0aBka B pasMmepe 5% nans (popmupoBaHus
MapKeTUHTroBoro Oropkera. [[ns ToBapoB, ywacTByromux B mnporpamme «IIpoaBmxkenue B
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MOKMCKE», LI€HA JOIMOJIHUTENbHO YBEIMYMBAlIach HAa CTaBKY MPOJBHKEHUS, YTO IMO3BOJIUAIIO
dbuHaHCHpOBaTh pekiiamy 0e3 yuiepOa A Map>KUHATbHOCTH.

[TapannensHO OBUIM aKTUBUPOBAHBI TPU OCHOBHBIX MAPKETUHTOBBIX HHCTpYMeHTa «Ozony:

. «IIponBurkeHre B MOMCKE» JUIsl BCEX TOBApOB, UMEBIIUX MPOAAXKHU, YTO 3HAYUTEIHHO
MOBBICUJIO UX BUJIUMOCTb.

. Yuacrtue B akuusax «Ozon» co cKuaKamMu 10 5% Juisi MaKCUMalIbHOTO OXBaTa.

. Nuctpyment «lloytu BBITOAHBIA WHIEKC», KOTOPBIM C MMOMOIIBIO HEOOJIBIIUX
WHAUBUAYAIBHBIX CKHJIOK TO3BOJWII TONYyYuTh Oehmk «lleHa 9TO Ham0», MOBBIIIAOIIHIA
JIOBEepHUe MOKYIaTeNeH.

Oco0oe BHUMaHuE OBLIO yJIeIeHO paboTe ¢ OT3bIBaMU uepe3 mnporpamMmy «OT3bIBBI 32 OaLIbD)
U BHEJPEHUE CHCTEMbI TIEPCOHAIN3UPOBAHHBIX, HO MAOJIOHHBIX OTBETOB Ha OOpAaTHYIO CBS3b,
YTO MO3BOJIMIIO MOJIEPKUBATh BHICOKMM PEUTHUHI MarasuHa M ONEPAaTUBHO pelIaTh IpoOJieMbl
KIIUEHTOB.

JKOHOMHUYECKOe 000CHOBAHME U MEPCNEeKTHUBHI PA3BUTHS CTPATEruy NMPOABUKEHUSI
DKoHOMHYECKOe 000CHOBaHWE 3(PPEKTUBHOCTH BHEIPEHHON CTpaTerud TpeOyeT AeTaabHOTO
aHaJIM3a KJIIOYEBBIX METPUK IO Ka)XJI0MY 3aJ€MCTBOBAaHHOMY MHCTPYMEHTY. CpaBHUTENIbHBIN
aHaIMU3 JIBYX TNEpUuoJoB (10 W TOCIe BHEAPEHUS W3MEHEHUU) BBISBWII IOKa3aTelbHBIC
pe3yNbTaThl, 0COOCHHO B KOHTEKCTE UCIIOIb30BaHUs HHCTpyMeHTa «[IpoaBuxkeHre B IOUCKE).
B 6azoBom mnepuoge (07.04.24-07.05.24) nanublii mHCTpYMEHT oOecrieumin 152 3akaza Ha
cymmy 146 013 pyOnelt mpu pexiiaMHBIX pacxomax B 26 795,82 py6ns. B cnemyromem
oruétHoM mepuone (07.04.25-07.05.25) mocne TMONTHOLEHHOW AaKTUBAIMU CTPATErHH
MOKa3aTeNM MPOJEMOHCTPUPOBAIIM PE3KUA POCT: KOJIMYECTBO 3aKa30B YBEIMYMUIIOCH HA
544,7%, a cymma 3aka3oB gocturia pocta Ha 533,9% mpu pacxomax Ha mpoaBuxkeHue B 171
729,72 pyOns. [IpumeuaTenbHO, 4TO 10 pekiaMHbIX pacxonoB (IPP) oT cymwmer 3aka3oB
ocTajiach IpakTHUecKu Ha ofgHoM ypoBHe (18,35% wu 18,55% cooTBETCTBEHHO), 4TO
CBUJICTENHCTBYET O BBICOKOM MacITaOUPyeMOCTH U PEHTA0ENbHOCTH TJaHHOTO KaHana [1].

B 10 e Bpems aHanu3 3QGeKTUBHOCTH yuacTus B akiuax «Ozony» BBISIBUI UX HEJTOCTATOUYHYIO
pEe3yJIbTaTUBHOCTh B paMKaxX TEKYIIEW MOJenu. 3a OTYETHBIA MEPUOJ] MOCPEACTBOM aKIUH
ObUIO CreHepupoBaHO Bcero 25 3aka3oB Ha cymmy 30 176 py6neit, uto coctasuio b 1,3%
oT obmiero uucna 3akazoB u 1,4% oT coBokymHO# BbIpydkd. OCHOBHAs MpUYMHA HU3ZKOM
7 (HEeKTUBHOCTH 3aKI0YaeTcss B MeXaHu3Me pacuéra ckuaku Ha miatdopme. Ckuaka
BBIYHCIIIETCS] OT MEIMaHHOU IeHBI 3a nocienanne 30 qHel, a mpeaBapuTeabHas HalleHKa B 5%
Ha BECh AaCCOPTUMEHT IIpHBelia K TOMYy, 4YTO HTOroBas AaklIMOHHas IleHa oOKa3ajiach
HEJOCTAaTOYHO MPHUBJIEKATETBLHOM /IS MACCOBOTO MOTPEOUTEIIS.

HeCMOTpH Ha 3TO, O6IJ_II/IC (I)I/IHaHCOBBIe PE3YIbTAThl NOATBECPANIIN ITPABUIIBHOCTDH BLI6paHHOFO
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KOMILUIEKCHOrO mnonaxoaa. CpaBHEHHE [BYX IEPHUOIOB IOKa3ajJ0 POCT OOLIEr0 KOJUYECTBa
3aka30B Ha 18,9%, yBenuuenue BeIpyukd Ha 18% u, yTo Hanbosee BaXHO, POCT MPUOBUIH Ha
35%.

Jnsi uTOroBOM OUEHKM A(PQPEKTUBHOCTH MAPKETHHIOBBIX BIIOKEHHH OBLT paccuuTaH
nokasareinb Bo3Bpara Ha  MapketuHrosble wuHBecTmuu (ROMI). ROMI  79,3%
CBU/IETEJILCTBYET O TOM, YTO Ha KaXJbli pyOsb MapKeTHMHIOBBIX MHBECTHLMH IMOJIYy4YeHO |
pyosnbp 79 KOMEHKM BBIPYYKH, YTO TOATBEPKIAET HKOHOMHUYECKYIO 3((HEKTUBHOCTH
pEaIN30BaHHOMN CTPATETHH B YCIOBHUSIX BHICOKOKOHKYPEHTHOM CPEJIbl MAPKETILIENCOB. !
[TomyuyeHHble pe3yabTaThl [O3BOJIAIOT HOATBEPAMTH BCE TPU BBIABUHYTHIE TI'MIIOTE3bI
UCCIICIOBaHMU.

[TontBepxxnenune Hi: Ananu3 mokaszai, 4ToO UMEHHO CHHEPreTUYEeCKOe B3aMMOJEHWCTBUE BCEX
AJIIEMEHTOB CTpaTeruu (BU3yallbHbII KOHTEHT, PECTPYKTYpH3alUsi acCOPTUMEHTA, II€HOBas
CTpaTerusi) MpHUBEIO K KOMIUIEKCHOMY pOCTY KIIIOUEBBIX THoKazarened. OTnenbHoe
TECTUPOBAHUE KAKJIOTO JIEMEHTA B MUJIOTHBIX IPYIIMAX MOKa3aj0, YTO MCII0JIb30BaHHE TOJIBKO
OTHOTO KOMITOHEHTa CTpaTreruu (HampuMmep, TOJIBKO ONTHMH3AaLUMU KOHTEHTa 0e3
PeCTPYKTypHU3alluu aCCOPTUMEHTA) YBEJIMYMBAJIO KOJUYECTBO 3aKa3oB JUIIb Ha 5-7%, B TO
BpeMs KaK KOMIUICKCHBIH Moaxoj obecrmeuna poct Ha 18,9%. DTo moaTBep)kIaer, d4To
CHUHEpreTHueckuil 3pQext sBiseTcs KPUTHUECKH BaKHBIM (DAaKTOpOM ycrexa JUlsl HUIIEBBIX
UTPOKOB.

[lontBepxxnenne H.:  Uncrpyment "lIpoaBukenue B TOUCKE" MPOJEMOHCTPUPOBA
3HaYUTEIbHO Oo0Jiee BBICOKYIO 3()(PEKTHBHOCTH MO CPAaBHEHMIO C JAPYTMMU MapKETHHTOBBIMHU
UHCTpYMeHTaMu. B TecToBoM mepuose 3ToT HHCTpyMeHT obecrieunn 980 3aka3oB (+544,7%) u
poct BeIpyuku (+533,9%) mpu ROMI 79,3%. B To xe Bpems yuactue B akuusx «Ozony
chopmupoBasio ymmib 25 3aka3oB (1,3% ot o0miero uncia), 4TO MOATBEPKAACT THUIIOTEZY O
IIPEBOCXOJICTBE IIEJIEBOIO IMPOJABMKEHHUS B IIOMCKE IEpPE] MACCOBBIMM AKLUAMHU. AHaIU3
nokasalsl, 4to BbIcOKasg 3(pdextuBHOCT, "IIpoABIIKEHHMs B MOUCKE" HAINpPSMYIO CBs3aHa C
IIpe/IBApUTENbHON ONTUMHU3ALMENH KOHTEHTa M acCOPTHUMEHTA, 4YTO MOJATBEPKIAeT BaKHOCTb
KOMIUIEKCHOTO MOAX0/1a.

ITonTBepxnenue Hs: PeannszoBannast crparerust obecrieunsa ROMI nHa ypoBHe 79,3%, uro
3HAYUTEIbHO IMPEBHILACT YCTAaHOBJEGHHBIH mopor peHtabensHOocTH B 50%. 3T1O0
CBHUJIETEJILCTBYET O TOM, YTO NpPU TNPaBWIBHOM OajaHce MeXIy MapKHHAJIbHOCThIO (5%
Oa3oBas Haj0aBKka) 1 00BEMOM MPOJABIKEHHUS (aganTUBHAsl CTaBKa) HUIIEBbIE UTPOKU MOTYT

3¢ (PEeKTHBHO KOHKYypHpOBaTh Ha MapkeTivieiicax. Oco0oe 3Ha4YeHHE HWMEET TO, YTO

! AGCOMIOTHBIE 3HAYEHHs HE TIPENOCTABIISIOTC U3-3a HEOOXOAMMOCTH 3aIIUTHI KOMMEPYECKOM
UHpOpMaITUN
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pPEHTAa0EIbHOCTh ObUIa JOCTUTHYTAa Jak€ B YCIOBUSIX BBICOKOM KOHKYpPEHIMH, 4YTO
HNOJATBEPAKIAET TMIIOTE3Y O BO3MOXHOCTH YCTOMYMBOIO POCTa IpU COOJIOACHUU MPHUHIIMIIOB
KOMIUIEKCHOTO ITPOJIBUKEHHS.

OMIrpuyeckasi MpoBepKa T'MIIOTE3 MOATBEPXKIAET TEOPETUUECKYIO MOJIENb, PEIJIOKEHHYIO B
HA4aje MCCIECNOBaHMs, M JAEMOHCTPUPYET, YTO KOMIUICKCHBIA IOAXOA K ONTHMH3ALUH
BHYTPEHHUX (DaKTOpOB MapkeTiulielica sBiserca HauOosee >(PGEKTUBHOM cTpareruent Juis
HUIIEBBIX UTPOKOB B YCIOBUSAX KOHCOJIMJALMY OHJIAH-IIPOJAX.

OrpannyeHust uccjieJ0BaHUSA

HecmoTps Ha nogy4YeHHBIE IOJIOKUTEIBHBIE PE3YJIbTAThl, HACTOSAIIEE UCCIEI0BAHUE UMEET Pl
OTPaHUYEHUH, KOTOpble HEOOXOAMMO YUYUTHIBaTh IPH HHTEPIpPETAlMM BBIBOAOB M UX
IPAKTUYECKOM IIPUMEHEHUH.

Bo-nepBeix, uccnenoBaHue NpOBOAMIOCH HA €MHCTBEHHOM Keiice «bOTaHMK» B Y3KOW HUIIE
CeMssH M CONYTCTBYIOUIMX TOBapoB Uil caloBoAcTBa Ha IMiardpopme «Ozon». DT0
OrpaHUYMBAET 0000IAEMOCTb MOJIyUYEHHBIX PE3YIbTATOB JUIS JPYTUX HUIL, KATErOpUil TOBapoB
WIM MapKeTIJICHCOB C OTIMYAIOLIEICS aIrOPUTMUKON PAHKUPOBAHUS U I0JIb30BATEIbCKUM
noBeneHrneM. Haim pe3ynpTarbl MOKa3bIBalOT, YTO CE30HHBIE KOJIEOAHUs CIpoca B Kareropuu
CEMSH M CaJlOBBIX TOBAPOB MMEIOT SPKO BBIPAXKCHHBIN XapaKTep: PE3KUM BCIUIECK B ampere-
Mae, 3aTeM IOCTENIEHHOE CHMXKEHUE K OCeHM. DJTa chenM@uka JeNaeT CIOXKHBIM IpsSMoe
NIEPEHECEHNE TIOJIYYEHHBIX pE3yJbTaTOB Ha, HANPUMEp, KaTeropuu OBITOBOW TEXHUKU WM
OJICK/IbI, TJIe CE30HHOCTh IPOSBISIETCS MHA4Ye WM OTCYTCTBYeT BoBce. B xone uccienoBanus
MBI HaOJIIOaNIM, KaK Jdake HeOOJbIINEe U3MEHEHUS B KaJleHape MOCaaKu (CABUT Ha 2-3 Helenu
U3-32 TOTOJIHBIX YCJIOBHUIl) CYIIECTBEHHO BIMSUIM HA JAWHAMHKY IMPOJAAX, YTO MOAYEPKUBAET
HEOOXOAMMOCTD aJaNTally CTPATETUU O] OCOOEHHOCTH KaXk/10M TOBApHOM IPpyIIIbI.
Bo-BTOpBIX, OTHUM W3 KJIHOUEBBIX OIPAaHUYEHHUN HAILIETr0 UCCIIEAOBAaHUS SIBISETCS BPEMEHHOM
JMana3oH TeCTUPOBaHUs —TpH Mecsla BeceHHero ce30oHa 2025 roga. 3a 3T0 BpeMsl Mbl YCIIENH
YBUJIETh, KaK Jlake HeOoJbllMe M3MEHEHHUs B anroputmax «Ozon» (Hanmpumep, oOHOBJIEHHE
PaHXMPOBaHMS) BIUAIOT Ha (PPEKTUBHOCTh HEKOTOPBIX MHCTPYMEHTOB. DTO IOATBEP)KIAET
Hally TUIOTE3y O TOM, YTO Ja)k€ MpHU TIIATEILHOM IMOJ0OPE COMOCTABUMBIX MEPUOJOB (MBI
cpaBHUBaIHU arnpenb-uioHb 2024 u 2025 1T.), HEBO3MOXKHO TMOJHOCTHIO HUBEIUPOBAThH BIUSHHE
BHEIIHUX (hakropoB. Takue HIOAHCHI, KaK MOTOAHBIE YCIOBHUS WM BHE3aIHbIE M3MEHEHUS B
NOJHUTUKE TUIAT(GOpPMBI, HE BCErAa MOJIAIOTCS MPOTHO3MPOBAHUIO, HO MOTYT CYLIECTBEHHO
MOBJIUATH HA PE3yJIbTaThI.

B-Tperbux, HECMOTps Ha HMCHOJIb30BaHHWE KOHTPOJIBHOM TpYyMIbl, HEBO3MOKHO MOJHOCTHIO
UCKJIIOUUTh BJIMSHUE BHEIIHUX (PAKTOPOB, TaKMX Kak H3MEHEHus B anroputmax «Ozony,
OOIIEpPHIHOYHBIE TPEHJIBl WM MAaKpOIKOHOMHUYECKHE YCJIOBHUS. XOTS HCCIEIOBaHUE
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MPOBOJUIIOCH B comocTtaBuMbie nepuoabl 2024 u 2025 romoB Ajisi MUHMUMHU3ALUUUA CE30HHBIX
3¢ (pexToB, HEKOTOPbIE BHEIIHHUE [TEPEMEHHbIE MOTJIM MOBIIUATH Ha PE3yJIbTAThI.

B-deTBepThIX, B HCCIEAOBAaHMHM HE MPOBOIMWIACH (OpMalibHAsl CTATUCTHYECKas MPOBEpKa
3HAYMMOCTH Pa3IMYUil MEXAYy TECTOBOW M KOHTPOJILHOW rpynmaMu. XoTs ObUI HCIIOJIb30BaH
METOJI KOHTPOJILHOM TPYMIIbI JIsl CPAaBHEHMs JUHAMUKH TOKazaresnei (pocT 3aka3oB Ha 18,9%
B TECTOBOW rpymme npotuB +3,2% B KOHTPOJIbHOI), OTCYTCTBHE CTAaTUCTHUYECKHUX TECTOB
(manpumep, t-tecra win ANOVA) orpaHuuMBaeT yBEPEHHOCTb B TOM, YTO HaOIOJaeMble
pa3iauuus SIBJISIOTCS CTaTUCTUYECKM 3HAYMMbIMHU, a HE ciydaiHbiMM. Hanéxhas oleHka
3¢ (PeKTUBHOCTH MapKETHUHTOBBIX CTpaTeruil TpeOyeT He TOJIBKO CPAaBHEHMSI C KOHTPOIBHOM
TPYIIIONA, HO M NOATBEPKIACHUS CTATUCTUYECKOW 3HAYMMOCTHU Pa3JIMUMi C HUCIOJIb30BAHHEM
COOTBETCTBYIOIINX METO/OB.

B-nisaThIX, B X0/1€ aHAMM3a S5KOHOMHUYECKOH 3()(HEKTUBHOCTH MBI CTOJIKHYJIHCH C MPAKTHYECKON
npobnemoii: mokazarens ROMI, HecMOTpsi Ha CBOIO MOMYISPHOCTh, HE OTpakaeT Bcei
KapTUHBI 3arpar. Hanpumep, cTOMMOCTb JIOTUCTHKU CBSI3aHA C JOCTYIHOCTBIO T€X WM MHBIX
ckia10B «Ozon» U BO3MOXHOCTBIO ITOCTaBKM TOBapa Ha CKJajbl, IIyTaHUIA U MPONAXKU IpU
npuEMKE TOBapa CPOKU €ro ONPUXOJOBAHMS, YTO ONPHU YBEIMUYEHUU OOBEMA MOCTABOK WM
ACCOPTUMEHTA MPUBOJUT K POCTY M3IEPKEK OT MPOIEKKUH TOBApa M POCTY BHYTPEHHUX
U3JEpKEK (BpeMsi COTPYAHUKOB, 00yueHue, TectupoBanue) .CieayeT OTMETUTh, YTO MOJ00HBIE
CKPBITbIE M3/IEP>KKU YacTO HEJOOLEHUBAIOTCS MaJIbIMM M CPEIHHUMHU MPENNPUSITHSIMH, YTO B
JIOJITOCPOYHOM MEPCIEKTUBE MOXET NIPUBECTH K MCKAKEHUIO peajbHOW pEeHTAaOeIbHOCTH
CTpPATETHN.

B-mecthix, uccnenoBaHue  (GOKycHUpyeTcs — IMPEUMYIIECTBEHHO Ha  KOJMYECTBEHHBIX
nokasaressix (KOJIMYEeCTBO 3aKa3oB, BBIPYUYKa, MPHObLIb), HO MPH 3TOM HEIOCTATOYHO ObUIM
HCCJIEIOBaHbl KAUECTBEHHBIE aCMEKThl, TaKWe KaK M3MEHEHHUs B BOCIPHUATHM IpoJaBLa WIH
JOJITOCPOYHAsl JIOSUIBHOCTh IOKyHarejaed. OTO OrpaHUYMBAET IMOHUMAaHHE KOMILJIEKCHOTO
BO3/JCICTBUS CTPATETUN Ha MO3UIIMOHUPOBAHUE MPOIABLIA.

DT OrpaHMuYEHUs] OTKPBHIBAIOT HAampaBiIeHUs s OyAylUIMX HCCIEIOBaHUM, BKIIOYas
paciiMpeHye BIOOPKHM Ha Apyrue HUIIW U IIaTGOPMBbI, YBETUYEHHE BPEMEHHOTO MOPU30HTA
JUIS OLICHKH YCTOWYMBOCTH 3(deKTa, npoBeeHne (GopManbHbIX CTAaTUCTUYECKUX TECTOB JJIS
MOJTBEPXKICHUS] 3HAYMMOCTH PE3yJIbTaTOB, a Takke 0osiee rIy0OKoe n3yuyeHHe KaueCTBEHHBIX
aCIeKTOB BO3/ICMCTBUS KOMIUIEKCHOM CTpaTeruu MNPOJBIXKEHUS Ha BOCIpHATHE OpeHaa H
JIOSITBHOCTD KIIMEHTOB.

IIporuo3 peanu3zanuu u crpaTernyeckre peKoOMeHIaluu

AHanmu3 TEKyIIMX pe3yJbTaToB MO3BOJIET clesaTh OOOCHOBAaHHBIM MPOTHO3 U OIPEACITUThH
HalpaBJIeHUs JalbHeiero pa3Butus. B Ommxaiimme 3—6 MecseB oXKuAaeTcsl CTabMIn3aus
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TEMITOB POCTa YHCJIA 3aKa30B (B COOTBETCTBUU C CE30HHBIMU (hakTOpamu) Ha ypoBHE 15-25%.
Bripyuka, mo npeaBapuTenbHBIM OIlCHKaM, OyieT yBennunBarbes Ha 18-30% B 3a cuer pocra
OpoJaX U MpUMEHEHHs OoJiee BBHIBEPEHHOW IEHOBOW MOMUTHKH. ECIM COXpaHHUTH TEKYIIHA
MOJIXO/1, TOAOBOM MPUPOCT MOXKET COCTaBUTH 25-35%.

[Ipn peanuzanuu NPEASIOKEHHBIX MEpP CTOMT YUYUTHIBaTh BO3MOXKHBIE PHCKHU: YCUJICHHE
LIEHOBON KOHKYPEHILIMHM, KOPPEKTUPOBKU AJITOPUTMOB paHX)upoBaHus Ha «Ozon» U pocCT
JOTHCTUYECKHX pacxoloB. UTOOBl CHHU3UTH HMX BIHUSHHE, Ba)KHO IOCTOSHHO OTCIICKHBATH
PBIHOK, pacHIMpsATh AaCCOPTUMEHT M IIpeajararb YHUKaJbHbIE PpELICHUS — HalpUMep,
9KCKJIFO3UBHBIE HAOOPHI CEMSH.

3akiroueHune

[IpoBenénnoe wuccinenoBanue Ha npumepe «boTraHuk» yOeAUTENBHO JOKa3bIBAET, YTO
CUCTEMHbIM, KOMIUIEKCHBII MOJXOA K NPOJABM)KEHHIO Ha Mapkermieilice «Ozon» crnocoOeH
o0ecreynTh 3HAUYUTEIbHBIA POCT KIFOYEBBIX KOMMEPUECKHUX IMOKa3aTelel Jaxe B yCIOBHSIX
BBICOKOKOHKYPEHTHOM HMIIU. YCIEX peaJn30BaHHOW CTpaTErMd OCHOBAaH HE HA €AMHUYHOM
pelIeHHH, a Ha CHHEPrUUM HECKOJbKUX B3aMMOCBSI3aHHBIX JJEMEHTOB: ONTHUMH3ALUU
BU3YaJbHOTO M TEKCTOBOI'O KOHTEHTa, I'PAMOTHON aCCOPTUMEHTHOM IIOJIUTUKE, THOKOM
[IEHOOOpa30BaHWHU, KOTOpPOE TO3BOJsET (UHAHCHUPOBATH MApPKETUHT, U  aKTUBHOM
MCIOJIb30BaHUU MOPTQEis BHYTPEHHUX PEKIAMHBIX MHCTPYMEHTOB IIIAT(OPMBI.
PeanmuszoBannast crparerus ¢ mnokaszareneM ROMI  79,3% sBhnsercs 5SKOHOMHYECKH
000CHOBAaHHOW U CO3/1a€T MPOYHYIO OCHOBY MJIsi JAJbHEHIIEro MacuTabupoBaHus Ou3HeEca.
[IpennoxkeHHbIEe pPEKOMEHIAIMM 10 JWBEPCHU(PUKALMU MAPKETUHTOBBIX HWHCTPYMEHTOB,
aBTOMATHU3AIMH [IEHOOOpPA30BaHUs M YCUIICHUIO paOOThI C JOSUIBHOCTBIO MO3BOJSAT MarasuHy
«bOoTaHUK» HE TOJBKO 3aKPENUTh JOCTUTHYThIE PE3YJbTaThl, HO U BBICTPOUTH YCTONYMBYIO U
aJIaNTUBHYIO CUCTEMY TIPOJIaXK, CIIOCOOHYI0 A (PEKTUBHO pabOTaTh B TOCTOSSHHO MEHSIOIIEHCS

cpelie pOCCUICKOM DIIEKTPOHHON KOMMEPLIUU.
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AHHOTALIUA

B cratbe paccmarpuBatoTcsi o0coOeHHOCTH (OPMUPOBAHUS KIMEHTCKOTO OTIBITa B
OHJIAlH-00pa30BaHMU C  y4€TOM BIMAHHUA LU(QPOBBIX TEXHOJOTHH U
MEaroTHYeCKUX TOIXOA0B. AHATU3UPYETCS POJIb MEPCOHATU3ANUU OOYyUCHHS,
OCHOBAaHHOW Ha MCIOJB30BaHUU OOJIBLINX JAHHBIX, HICKYCCTBEHHOTO MHTEIJIEKTa
U amantuBHbIX cucteM. (Ocoboe BHHUMaHUE yIEISeTCS  COYETAHHUIO
aBTOMATH3alMA 00pPa30BaTEIHLHOTO KOHTEHTAa C MEHTOPCKOW MOAJIEPIKKOU, YTO
CHOCOOCTBYET  MOBBIIIEHUIO  BOBJIEYEHHOCTM M 3aBEpUICHHMS]  KYypCOB.
[Tomu€pkuBaeTcsi BaXKHOCTh OanaHca MEXIy TEXHOJOTHYECKUMH PEHICHUSIMH U
KUBBIM B3aUMOJICHCTBUEM C MpenojaBaTensiMu. Taxke 0003HaYeHbl OCHOBHBIC
HalpaBJIEeHUs] Pa3BUTUS 00pa3oBaTeNIbHBIX IJIATPOPM, BKIIOYAs YIIydllIeHHUE
MOJIb30BAaTEIHCKOTO HHTEpdeiica, pacliupeHne TEXHUYECKOW TMOANCPKKH U

YKpEIIeHne KOMMYHUKAMOHHOTO aclieKTa 00y4eHusl.

KuroueBble ciioBa: oHJIalH-00pa30BaHKE, KIMEHTCKUM OMBIT, MEPCOHATM3ALINS,
aJanTUBHBIM AU3aiiH, oOpaTHas CBSA3b, MHTEP(DEHC, TEXHOJIOTHH, JTOKAIU3aIUs,

BOBJICUEHHOCTD, THOPUIHBIC (hOPMATHI.

RePEc: M31; 123; O33
YIK: 339.138
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FEATURES OF CUSTOMER EXPERIENCE OF EDUCATIONAL
ONLINE PLATFORMS
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2nd year Master’s student,
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andreiokanov@mail.ru

Abstract

The article considers the peculiarities of the formation of customer experience in
online education taking into account the influence of digital technologies and
pedagogical approaches. The role of personalization of learning based on the use
of big data, artificial intelligence and adaptive systems is analyzed. Special
attention is paid to combining automation of educational content with mentoring
support to increase engagement and course completion. The importance of
balancing technological solutions with live interaction with instructors is
emphasized. The main directions of development of educational platforms are
also outlined, including improving the user interface, expanding technical support

and strengthening the communication aspect of learning.

Keywords: online education, customer experience, personalization, responsive

design, feedback, interface, technology, localization, engagement, hybrid formats.
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FEATURES OF CUSTOMER EXPERIENCE OF EDUCATIONAL ONLINE
PLATFORMS

Okanov A. V.

2nd year Master’s student,

Plekhanov Russian University of Economics,
andreiokanov@mail.ru

Knuenrtckuil onplT 00pazoBaTeabHbIX OHJIAMH-TUIaTGOpM GOpMUPYETCs MO BIUSHUEM
MHOXecTBa (DAKTOPOB, aHAJIOTUYHO TOMY, KaK MAapKETHHI B3aMMOOTHOLIEHUH (oKycupyercs
Ha JIOJIFOCPOYHOM B3aMMOJEHCTBUM € MOTpeOuTensiMu. Ecnm B KilaccCMUeCKOM MOJXOAE K
00pa30BaHUIO AKIIEHT JeNajcsi Ha TPaH3aKIMOHHOE MpPEIOCTaBJIEHUE 3HAHUN, COBPEMEHHBIE
m1aTopmbl, T0JOOHO KOMITAHUSIM, BHEJIPSIFOIIIMM MAPKETUHT B3aUMOOTHOILIEHUH, CTPEMSITCS K
NEepCOHAIM3AIMN U CO3JaHMI0 B3aUMHOMU LleHHOCTH. Kak oTMeuaroT uccienoBaTeny B 00J1acTH
00pa30BaTeNbHBIX TEXHOJIOTUH, IEpeX0/l K «o0yyaromeMycs HEHTPU3MY» TpeOyeT nepecMoTpa
TPaJMLMOHHBIX METO/J0B B TMOJb3y THOKUX pEIICHUH, YUYUTHIBAIOIIUX WHAWBHyalIbHbIE
TPaeKTOPUU CTYIECHTOB.

Teopernueckass OCHOBa KJIMEHTCKOT'O OIbITA B OHJIAH-00pa3oBaHUU (popMupyeTcs 1moj
BIIMSIHUEM MEXIUCIUIUIMHAPHBIX UCCIIEI0BAaHUM, OOBEANHSAIONIMX NeJarOTUKY, IICUXO0JIOTHIO U
nugposble TexHosnoruu. Pabotel poccuiickux yuensix b. B. Mycarosa, C. B. Mxurapsna, E.
A. Ilpumenko, JI. B. ConoBseBoii, A. B. boromonoBo#l packpbIiBalOT CYIIHOCTh KJIMEHTCKOTO
omnbiTa. Takxke pabotsl b. Cxkunnepa, JI. C. Beirorckoro u Jx. Jptou, 3a10KUId QyHIaAMEHT
JUI TIOHUMaHMsS MOTHBAIlMM M B3aUMOJIEHCTBUS B 0Opa3oBaTelbHOM Iporuecce. Mx moaxofn,
BKJIFOYAIONIMH KOTHUTHBHOE, COLMAJIBHOE U IPENOJaBaTEIbCKOE MPUCYTCTBUE, CTall OCHOBOM
JUIS  TIPOEKTUpOBaHUs TuiatrGopMm, rae OamaHC MeXIy CaMOCTOATEIbHOW paboToi U

HOJJIEP)KKOM oOecrieurnBaeT riyO0oKyro BOBICUEHHOCTD.
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Cy1iecTByeT MHOKECTBO OIPEAETICHUI KIMEHTCKOTO OIBbITa, OJHUM M3 KOTOPBIX
ABIIIETCSl «peaKlus KJIMEHTa Ha B3aMMOJIECUCTBUE C OpraHu3aluel 10, BO BpeMs WU MOCie
NOKYIIKW MJIM OTPEOJICHUS 10 Pa3IMYHbIM KaHanam». Opranu3anui 00bIYHO OTCIICKHUBAIOT
OBITAIOTCS YIIPABJIATH UM Ha MPOTSHKEHUU BCEro MyTH KIMEHTA, BKJIIOYAsh MHOXKECTBO TOUYEK
CONPUKOCHOBEHMSI, KaxJas U3 KOTOPBIX TMPEACTaBIseT TMpsSMOE WJIM KOCBEHHOE
B3aUMOJICCTBUE KiMeHTa ¢ opranu3auueil [3]. CoBpeMeHHbIE UCCIEA0BATEIN aKIECHTHUPYIOT
HEOOXOIMMOCTh «TYMaHHM3allMd TEXHOJOTHI» — HHTErpali ASTHYECKUX NPUHIUIIOB |
HYMOIMOHAIBHOTO HHTEIUIEKTa B QJTOPUTMUYECKHE cHcTeMbl. Hampumep, BHeapeHue
SMOIIMOHATBHOTO HMCKYCCTBEHHOTO HWHTEJUIEKTa IIO3BOJSET aHAIM3UPOBaTh HE TOJBKO
aKaJeMHYeCKHe pPe3yJbTaThl, HO U IICUXO3MOLMOHAILHOE COCTOSTHUE CTYJIEHTOB, KOPPEKTUPYS
Harpy3Kky u gopmar 3amanuii [7].

Hcropuuecku pa3BuTue OHIaH-00pa3zoBaHusi Hadasioch B 1960-X rogax ¢ mosiBIeHUs
MEPBBIX KOMITBIOTEpHBIX cucteM, Takux kak PLATO (Programmed Logic for Automatic
Teaching Operations), HO HacTosHIi TpopbIB npousowmén B 2008 roay, korna Ctandopackuii
yauBepcutet 3amyctiii MOOC (Massive Open Online Courses). 9To cOObITHE OTKPBUIO 3Py
MaccoBOTO JOCTyNa K OOpa3oBaHWIO dYepe3 HHTEPHET, clenaB oOydeHHe TII00aIbHBIM |
UHKITI03UBHBIM. OJIHAaKO ycrex TakuX IuaTGopM HEBO3MOXKEH 0e3 yuéTa TeopeTHYecKHX
HapaOOTOK TMHOHEPOB JUCTAHIMOHHOTO oOpa3oBanus. M. Myp, aBTOp TeopHUH
TPAHCAKIIMOHHOW JTUCTAHIIUH, BBIACTIII TPH KIIOUEBBIX KOMIIOHEHTa OHJIAHH-00YYeHUS:
ABTOHOMHIO CTYJIEHTa, CTPYKTYpPY Kypca M JUAJIOT MEXAY yJalluMCsl U TperoaaBareinem [4].
OTW TPUHIMNBL JIETIM B OCHOBY NPOEKTUPOBaHMS TaTdhopM, TAe OamaHc MEXIY
CaMOCTOSITENIbHOCTBIO M MOJICPKKON CTAHOBUTCS KPUTUYECKH BaXKHBIM.

CoBpeMeHHbIE  MMOAXOJbl K  OHJANH-OOpa30BaHMIO  TaKXKe  ONHUpAIOTCA  Ha
IICUXOJIOTMYECKUE KOHLENIINH, Takue Kak «MblnuieHne pocra» K. Jlysk. E€ uaes o Tom, 4ro
ycuiusl 1 oOpaTHas CBSI3b BakKHEE BPOXKJIEHHBIX CHOCOOHOCTEH, MOBIMAIA HA JAW3allH CHCTEM
noompenus [1]. Hanpumep, minardopmer Bpone «Skillbox» ucnonsiytoT «mporpecc-6apbi»,
4TOOBI CTUMYJIMPOBATh CTYJIEHTOB IPOJOJDKATh 00ydeHue aaxe mocie omuook. M. D. VHT,
pa3paboTaBIINi TEOPUIO HHIUBUIYATU3UPOBAHHOTO OOYYEHUS, MOTICPKUBAT HEOOXOIMMOCTh
rHOKUX y4eOHBIX TPAEKTOPHUH, YTO CETOHS peallu3yeTcs Yepe3 ajJrOpUTMbl, aHATH3UPYIOIINe
nporpecc M aJanTupyroure KOHTEHT 1101 HOTPeOHOCTH MoJib30BaTenei [8].

TexHonornuecknue acmekThl OHJANH-0Opa3oBaHUS HEBO3MOXKHO  OTAEIHUTH  OT
TEOPETUYECKUX MOJENeH TPHHATHS WHHOBAIMA. TexHojormdeckas MOJENb TPHHSATHUS
00BSICHSAET, KaK BOCIIPHHAMAEMast MOJIE3HOCTh U YA00CTBO HHTEp(delica BIUIIOT HAa TOTOBHOCTb
MONIb30BaTeNe  B3aMMOJEWUCTBOBaTH ¢ miargopmoil.  VHTyuTHBHasT  HaBUTAlUA
oOpaszoBatenbHbIx IuaTpopm Coursera wunn Udemy, MHHUMHU3HPYIOIIAs KOTHUTHBHYIO
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Harpy3Ky, CIYyKUT IMPUMEPOM MPUMEHEHUs 3TOi Teopuu. Jpyras BakHas MOJAEIb — TEOPHS
COLIMAJILHOTO MPUCYTCTBUS — HAIIOMUHAET, YTO Jaxe B IU(POBOIl cpele kuBoe OOLIeHHE
OCTaéTCsl KIIIOYEBBIM JJIEMEHTOM JoBepus. [lmaTdopMmbl, HHTETpHpYIOIIHE BEOWHAPBHI H
MEHTOPCKHE IPOrpaMMbI IEMOHCTPUPYIOT Ha 00JIee BEICOKHE MMOKA3aTeNN 3aBEPIICHUS KYPCOB,
MOATBEPIK/Iasd AKTyaJIbHOCTb 3TOM ujeu [9].

OpHako COBpEMEHHbBIE BBI3OBbI TPEOYIOT MEPEOCMBICICHUS TPAIUIIMOHHBIX MMOAXO0JIOB.
Ceromuss yacth IuTaropm, Jenas CTaBKy Ha QJITOPUTMbl M HMCKYCCTBEHHBIM HWHTEIUICKT,
PUCKyeT TpPEeBpaTUTh OOy4YCHHE B MEXaHWYECKUH Tmporecc. PemieHue IEKUT B CHHTE3E
TEXHOJOTMIl U TYMaHUCTHUYECKOI0 Mojaxofa — OOydeHHe uepe3 CO3/laHue, SKCIIEPUMEHTHI U
B3auMojieiicTBue. Hanpumep, mpoeKkThl Ha 00pa3oBaTelibHON OHNMaH-TuIaTGopme «XYZ», rae
CTYJEHTBI yUaTCsl IPOrPaMMUPOBAHUIO YEPE3 CO3JaHUE UTDP, WILTIOCTPUPYIOT 3Ty UJIEH0.

[udposas Tpanchopmarmws, ycKOpeHHass TIOOATBLHBIMH BBI30BAMH IMOCICAHHUX JIET,
CTajla MOIIHBIM KaTalau3aToOpoM JUIs Pa3BUTHS WMHHOBAaLMWA B cdepe OHIaiH-00pa3oBaHUS.
BHenpenne TEXHOJOTHMI UCKYCCTBEHHOIO WHTEJIEKTa, aHaiu3a OOJbIIUX JaHHBIX H
ABTOMATH3UPOBAHHBIX CHCTEM TIO3BOJISET TIUIATGOpMaM  aJalTUPOBATh KOHTEHT IO
WHAWBUIYyAIbHBIC  3allPpOChl  IMOJB30BATENICH, TNPOTHO3HPOBATh WX  00pa3oBaTCIbHBIC
NOTPEOHOCTH M ONTHUMU3UPOBATh mporecc oOydeHus [2]. ANTOpUTMBI pEeKOMEHIAIHH,
AQHAJIOTMYHBIE TEM, YTO MPHUMEHSIOTCS B HU(POBBIX cepBUCAX Pa3BICKATEIBHOIO XapakTepa,
CIOCOOCTBYIOT TOBBIIICHUIO BOBICYEHHOCTH YYAIIUXCS 33 CYET MEPCOHATM3ALNU y4EOHBIX
MatepuanioB. OqHAKO TOMOOHBIE PEIICHHS MOPOXKIAIOT ATUYECKUE IUJIEMMBI, CBS3aHHBIE C
MPO3PAaYHOCTRI0 cOOpa JaHHBIX M 3alIUTON MEpPCOHAIBbHON uHGOpMaIuu, 4YTo Tpelyer
pa3paboTKKM UYETKUX PETyIATOPHBIX MEXaHH3MOB U  coOmojeHust OamaHca MEXIy
3¢ (PEKTUBHOCTHIO 1 KOHPUIEHITUATHEHOCTBIO.

Takke CTOUT YNOMSHYTh O COBPEMEHHBIX MHCTPYMEHTAX MPHUBJICUCHUS U YJEpP KaHUS
MOJIb30BaTENEH, Cpeu KOTOPBIX HAXOASATCS HOBBIE MEIHA, K KOTOPBIM IMPUHATO OTHOCHUTH
COILIMANIbHBIE CETU M MECCEH]DKEpHI, Jalollne OHIalH-TIaTGopMaM HOBBIE BO3ZMOXKHOCTH IS
MO3UIIMOHUPOBAHUS U TIPOJIBIKEHUSI COOCTBEHHOTO OpeH/1a, TPAHCIISIITUU IIEHHOCTEH KYJIbTYPHBI
Ha BHYTPCHHIOI W BHENIHIOK ayauTopud. VIHTEHCHBHOE pa3BUTHE COIMATBHBIX CETEH,
MPEJICTABISIIOIINX BO3MOXKHOCTH JBYCTOPOHHEH KOMMYHHKAIMU «OpeHA — ayauTOpUsy,
MPHUBENIO K CMEMICHHUI0 (hOKyca BHUMAHUS C TOHSITHNA «HUMHUIK» U «OpeHI» K «pemyTanus
OpeHIa» U «pemyTalus KOoMIaHuu/opranuszanun». dopMmupoBaHHe MO3ZUTUBHOTO HMUIKA
OHJIaltH-00pa30BaTEIbHBIX mwatGopm SIBIISIETCSI pe3yabTaToM KOMITJIEKCHOU
1eJIeHaIIpaBJIeHHON paloThl 1o ero GopmupoBanuio. Penyraius, B CBOIO oyepeqb, OTpa)Kaer
«MHEHHUE, KOTOPOE YK€ CO3JaHO TPEThUMHU JUIAMHU U Ha KOTOPOE JIOJU OMUPAIOTCS, KOTAa
BBIHOCST CY>KJIEHUS WU IPUHUMAIOT PEIICHUSIN[S].
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VYnepxanue ayauTOpUU B OHJIAHH-OOpa30BaHUU, Kak W B JAPYTruX IUGPOBBIX cdepax,
ocTaéTcsi IKOHOMHUYECKH Oojiee BBITOAHBIM, 4YE€M MPHUBJICYCHHE HOBBIX IOJIb30BATEICH.
AnantuBHBIE y4ueOHBIE MPOrPaMMBbl, MPEANOJNIATAIONINE pa3JeliecHHe KOHTEHTa Ha YPOBHHU
CIIO)KHOCTH W THOKHE TpPaeKTOPUH OCBOCHHUS MaTepualia, JEMOHCTPHUPYIOT IOBBIIICHHYIO
3¢ (peKTUBHOCTH B CPaBHEHUU C YHHUBEPCAJIBbHBIMHU MOAXOAaMU. Takoil MeTon coriacyercs c
OPUHLIMIIAMUA ~ [IOCTPOCHMSI  JIOJTOCPOYHBIX B3aUMOBBITOJHBIX OTHOIICHUH, TA€ YYET
WH/IMBUIYAIbHBIX MOTPEOHOCTEH YYalMXCsi CTAHOBHUTCS OCHOBOHM MX JOSIIBHOCTH. CHUCTEMBI
MHUKpPOOOYUYEHHS, COYETAIOIINE KPAaTKOCPOYHBIE MOJAYJIM C MTHOBEHHOW OOpaTHOH CBS3bIO,
WUTIOCTPUPYIOT, KaK MEepCOHANM3alMs 3aJaHuil U MOOIIpPEeHHe Iporpecca CHocoOCTBYIOT
PEryJsipHOM YUeOHOW aKTHBHOCTH.

KiroueBoit mpoOnemoit octa€rest nucOanaHc MEXIy aBTOMAaTH3allMeil IMPOIECCOB U
HEO0OXO0JMMOCTBIO YEJIOBEYECKOT0 B3auMoieicTBUs. J(axke camble IPOABUHYTHIE aJITOPUTMBI HE
CIIOCOOHBI TIOJTHOCTHIO 3aMEHUTh KUBOW JHAJIOT C MPENoJaBaTeIsIMH, KOTOPBI Hrpaer
pelaloly0 pojib B yrIyOJIEHHOM OCBOEGHHUU MaTepuana M 3MOIMOHATIBHOW BOBIECYEHHOCTH
[6]. Emé ogHuM BBI30OBOM CTAHOBHUTCSI HEPABEHCTBO JOCTYIA: OFPAaHUYEHHOE IPENIOKEHUE
KOHTEHTAa Ha $3bIKaX, OTJIMYHBIX OT JOMUHHUPYIOUIMX, CcO34a€T Oapbepbl JUIsl IJ100aIbHOM
aynutopuu. Kpome TOro, BHeOpeHHE aJanTHUBHBIX TEXHOJOTHH TpeOyeT 3HAYUTENIbHBIX
PECYPCOB, UTO CTaBUT HEOOMbIIINE 00pa30BaTENbHBIC MPOEKTHI B 3aBEIOMO HEpPaBHBIC YCIOBUS
KOHKYPEHIIUH.

[lepconanu3anusi KOHTEHTa, OCHOBaHHAas Ha aHaJNU3€ TIIOBEJEHUS U HHTEPECOB
MOJIb30BaTENEH, MPOJOJIKAET OCTABATHCSA OJHUM U3 IJIaBHBIX TPEHA0B. COBPEMEHHBIE CUCTEMBI
UCTIONB3YIOT ~ CIIOKHBIE — alTOPUTMBI IS PEKOMEHJAIMH  KypcoB,  (OPMHUPOBAHUS
WHAMBUAYAIbHBIX YYEOHBIX IJIJAHOB M aJalTallid YpPOBHS CJIOXHOCTU 3anaHui. OpHako
peanm3anusi TaKMX PpEHICHUW COMpshKEHAa ¢ TEXHUYECKMMH W OpPTaHU3allMOHHBIMHU
CIIOHOCTSIMHU, BKIFOYash HEOOXOJMMOCTh MOAJEPKKH MHOTOS3BIYHOTO KOHTEHTa M y4éTa
KyJIbTYPHBIX OCOOEHHOCTEH ayTUTOPHUH.

B3aumoneiicTBue ¢ npenoaaBaTeasiMi, HECMOTPSL Ha pa3BUTHE TEXHOJOTUH, COXpaHSIET
CBOIO 3HAuMMOCThb. Dopmarbl KUBOTrO OOLIECHUS, TakWe KaKk BEOWHAaphl, TUCKYCCHOHHBIE
dbopyMBl M MEHTOPCKHE CECCHM, HE TOJBKO YIy4IIaloT o0pa3oBaTeNbHBIM OMBIT, HO U
CIOCOOCTBYIOT CO3JJaHMIO JOBEPUTENBHOM cpesbl. OOpaTHast CBSA3b, OCOOCHHO CBOEBPEMEHHAS
U cojepKaTelbHasi, OCTA€TCsl BaXXHBIM HMHCTPYMEHTOM MOTHUBALIMM, IOMOTas YydyaluuMmcs
KOPPEKTUPOBATh CBOM MPOTPECC U COXPAHITh UHTEPEC K 00YUEHHUIO.

TexHuueckass MoAJIepKKa MOJb30BaTENEH, HECMOTPSL HA €€ KPUTHYECKYIO POJIb, 4acTO

OKa3bIBAC€TCS CJIA0bIM 3BEHOM. BHC,Z[pCHI/IC 4aT-00TOB U ABTOMATU3HUPOBAHHBIX CHUCTEM
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00pabOTKH 3aMpOCOB YaCTUYHO peIaeT mpodiemMy, oaHaKo X 3()PEKTUBHOCTh OrpaHUYCHA B
ClIyYasix, TpeOYIOIIMX HECTaHAAPTHBIX PELICHUH UIIH TTyOOKON SKCIEPTHOM OLEHKH.

VYcnemnsle  00pa3oBareibHBIE MIAT(GOPMBI  IEMOHCTPUPYIOT, YTO KIIOYOM K
YCTOMYMBOMY  Ppa3BUTHIO CTAHOBUTCS COYETAHME TEXHOJIOIMUYECKHX MHHOBallUU C
TYMaHHUCTUYECKUM MOAX0JA0M. Jlokanuzamusi KOHTEHTa, pasHooOpasue (opmaTtoB u YU&T
WHAUBUAYAIbHBIX MOTPEOHOCTEH ydamuxcs (GOPMUPYIOT OCHOBY [UISL  JIOJITOCPOYHOM
JOSIBHOCTH. bynymiee oHiaiiH-00pa3oBaHMs BUAWTCA B HMHTETPAllMM  MCKYCCTBEHHOTO
MHTEJIJIEKTA, 3TUYHOIO HCIOJb30BAaHUS JAHHBIX W COXPAHEHUS pPOJM IpPEnojaBareis Kak
HACTaBHHUKA, YTO IMO3BOJMUT CO3AaTh COAIAHCUPOBAHHYIO 3KOCHUCTEMY, OPUEHTHPOBAHHYIO Ha
pacKpbITHE MOTEHIMAIA KaXXI0r0 00y4JaroIerocs.

Takum o0pazom, Al COBEPIICHCTBOBAHUS IIATGOPM PEKOMEHIYETCS: YIPOIICHHE
uHTep(deiica yepe3 aJanTUBHBIM AM3allH U TECTUPOBAHUE «HO3A0MIIUTHY»; MEpCOHAIU3ALUS
KOHTEHTa C pPa3lelieHUEM KYpPCOB MO YPOBHSIM CIIOXHOCTH; YJIy4YIIEHHWE B3aUMOJICHCTBUS C
MpernoaaBaTeNsiMU 4Yepe3 <CKUBBIE» CECCMUM U aBTOMATH3allMI0 OOpaTHOW CBS3U; YCHIJICHHE
TEXHUYECKOH TMOJIEPKKU 3a CYET 0OyUEHUS OMEepaToOpOB M MHTETPAIIMA MHOTOS3BIYHBIX YaT-

00TOB.
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AHHOTALUA
Crates mocBsamena uccienoBannto HENRY kak neneBoit aymuropuu
OpEH/IOB Ha POCCUIICKOM PBIHKE MOJIbl. ABTOP MPUBOJIUT MPUYHHBI, IO KOTOPHIM
ucciaenoBanne HENRY mnpu ompenenenun KitoueBbIX TPYIIT HOTpeOUTENeH
OpeHJa SBISIETCS aKTyaJbHBIM, MOKAa3bIBAET POCT POJIM MOTPEOUTENICH NTaHHOU
TPyNIlbl B Pa3BUTUM MOJIHOW MHAYCTpuU. B 3aBeplieHne aBTOp J€aeT BBIBOJ,
yro HENRY sBnsiercs mepCneKTHUBHOW WEJIEBOM AyJAUTOPUEN POCCUHUCKOTO

pbIHKa MOAbI, BO MHOI'OM OHpCI[GJIHIOH_ICﬁ TPCHABI U BOBMOXHOCTHU €I'0 Pa3BHUTHA.

KawueBsbie ciaoBa: HENRY, Mona, meneBas ayauTopwus, JIOKCOBBIE OpEHIBI,
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YK - 339.138,339.133.017

RePEc - J11, M31, N3
32


mailto:andreiokanov@mail.ru
mailto:klimov2094@mail.ru

Kypuan Mapkernar MBA. MapKeTHHTOBOE YITPaBJICHHAE TIPEAIPUATHEM 2025, BBITyCK 2
Journal Marketing MBA. Marketing management firms 2025, issue 2

“High Earner Not Rich Yet” as the Target Audience of Brands in the
g g

Russian Fashion Market

Klimov R. N.
Postgraduate Student,

Plekhanov Russian University of Economics,

klimov2094(@mail.ru

Abstract

The article is devoted to the study of HENRY as a target audience of brands in
the Russian fashion market. The author identifies the reasons why research on
HENRY in determining key consumer groups of a brand is relevant, and shows
the growing role of this consumer group in the development of the fashion
industry. The conclusion is made that HENRY represents a promising target
audience of the Russian fashion market, largely shaping trends and opportunities
for its development.
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B nocnennue nsATh JIeT pOCCUNUCKUI PHIHOK MOJBI CTOJIKHYJICS C PSIIOM CYILIECTBEHHBIX
W3MEHEHUN TOTPEOUTENbCKUX TPEANOUYTEHUH | TOBeAeHUs. [lepBbIM CyIIECTBEHHBIM
WCIIBITAHUEM, TOBIEKIIMM HM3MEHEHHUE TMOTPEOUTENIbCKUX TIPUBBIUEK W MOTPeOOBaBIIUM
HBOJIIOIIMU TOJAXOJIOB K MPOJBIKEHUIO OPEHIOB PBIHKA, CTAIN MAaHAEMHUIHbBIE OrpPAaHUYCHHUS.
Bropeim  (hakTOpoM, TMOBIEKIIMM CEPbE3HYI0 CTPYKTYPHYIO MEPECTPOUKY POCCHICKOTO
MOJHOTO PBIHKA, CTal YXOJl 3apyOEKHBIX OpEHIOB B YCIOBUAX CAHKIIMOHHBIX OTPAaHHUYCHUA
[2]. OTmedaembie dKCIIepTaMU phIHKA CHM)KEHHE BHHUMaHHUE K TMOMYJSPHOCTH OpeHaa, pocT
OTKPBITOCTH K HOBOMY, M3MEHEHHE MOTPEOMTENHCKUX MPUBBIYEK M OPUEHTHPOB, C OTHOM
CTOPOHBI, OTKpPBIBAIOT JUIsI KOMIIAHUW MOJIHOM HWHIYCTPUM HOBBIE BO3MOXKHOCTU Ha
POCCHIICKOM pBIHKE, C JIpyroi, TpeOYIOT H3yYCHHUs] MEHSIONIUXCS TMOTpeOHOCTEeH U
MpEeANOYTEeHUH, TOUCKa 3 (HEKTUBHBIX HHCTPYMEHTOB KOMMYHUKAIIMH C IIEJIEBON ayTUTOPHH.

CerMeHTanus 1ENEBON ayIUTOPUM HA TPYIIIHBI MO CXOXKECTU MPEANOUYTEHUM, MOJenei
MOBEJCHUS, COLUAIBHOMY CTaTyCy M YPOBHIO JOXO0/a BBICTYNAE€T B COBPEMEHHOM MApPKETHHTE
B KauecTBE OCHOBHI BHIOOpA M M3yUEHUS IEIEBOM ayAUTOpUU. BhIfeneHue 1eNeBbIX IPyI U
opranu3arys >(PEeKTHBHOW KOMMYHHMKAIIMM C HUMH BBICTYIIA€T OCHOBOW TPOJBMIKEHUS U

YKpEIJIEHUsI MOJIHBIX OpEH/10B.
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[Ipn u3yueHuu UeNeBONW ayJUTOPUU B MApPKETUHIE AKTHBHO MCIIONB3YETCA MOJXO/,
OCHOBaHHBIM Ha KjaccU(PHUKAIMU HACeJIeHMs Ha TOKOJEHHS U CErMEHTHhI pbiHKa. Pa3Buthe
KOHILICTIIMK pa3JInuusi MOTUBALIMOHHBIX M MOBEICHYECKUX MOJIEJICH MOKOJIEHU, HAaYaToe elle B
1991 rony B uccnenosanusx H. Xoys u B. llltpayc, BbiaenseT cienyromme OCHOBHbBIE BUIbI
nokosieHui: nmokojenus GI, momuanuBoe, 630u-0ymepsl, mokojeHus X, Y (MUJUICHHANBI) U Z
(xoymutenniepsl) [1]. Tlocnenyromnue u3ydeHusl TMHAMUKY TTOKOJICHUHA JTOKA3bIBAIOT YCKOPEHHUE
mpoiiecca UX CMEHBI MOJI BIUSHUEM JIMHAMHYHOIO TEXHOJIOIMYECKOT0, SKOHOMHYECKOTO U
MOJIMTUYECKOTO Pa3BUTHSA U MPUBEIN K BBIICICHUIO COBPEMEHHOT'O MOJIOJIOTO TMOKOJIEHUS B
nokosieHue Anbda [6].

OpHako, aKTUBHOE Pa3BUTHE SKOHOMMYECKHUX CHCTEM, HauyuMHas ¢ KOHIA XX BeKa,
NpUBEIM K M3MEHEHMSIM B CTPYKTYpE€ COLMAIBHBIX TPYyNN BHYTPU TIOKOJICHUNA U
(OpMHUPOBAHUIO HOBBIX IJIATEKECTIOCOOHBIX cerMeHTOB Ha phiHKe. CermeHT « HENRY» Obin
BbIJIETICH B KadyecTBe 000coOieHHOW aynutopuu morpebuteneit B 2003 roxy B myOnukanuu
xkypHana «Fortune magazine» [1]. HasBanue «HENRY» pacmmdpoBsiBaetes kak «High
Earner Not Rich Yet», To ecTs kaTeropust Jrojci, OTydaromas JT0CTaTOYHO BBICOKUH JTOXO/,
HO HE UMEIONIAsCS 3HAUUTEILHOTO COCTOSHUS ((PMHAHCOBBIX HAKOIJICHUN U UMYIIIECTBA).

OcHoBHast 0COOCHHOCTh BBIICTICHHOW TPYIIBI MOTPEOUTENEH COCTOUT B JOCTATOYHO
BBICOKOM YypOBHE J0XOJa NIpHU OTCYTCTBUU (DMHAHCOBBIX HAKOIUIEHUH U COCTOSIHUS, H
CKJIIOHHOCTM K aKTUBHOMY TMOTPEOJIEHHUIO TMOdy4deHHoro mgoxoma [11]. OcHoBHOI1
00BEIMHAIONICH XapaKTEePUCTUKOW JAaHHOW TPYMIIBI SIBISIETCS aKTHBHOE KapbepHOE Pa3BUTHE,
OpPUHOCAIEe MM JOCTaTOYHO Oonbmioi moxoa. Bmecre ¢ Tem, craryc CTUMyIHpyeT
JIOCTaTOYHO aKTUBHOE MOTpeOJeHHe, Ha KOTOPOE YXOMAT MOYTH BCE 3apaOOTaHHBIE PECypCHI.
ITpu sTom kpyr chep notpednenns HENRY nocratouno mupok.

OpueHTanus Ha MOKYNKY MPECTHKHBIX BeleHd U 00ecredeHre ONpeeICHHOTO YPOBHS
xku3Hu aemaer HENRY 3HauuMbIMM U1t pasBUTHSL CETMEHTOB M PBIHKOB JIFOKC-KJacca:
mpeIMeThl POCKOIM, OpeHaoBas ofexaa, (UHAHCOBBIE Yycayrd u Ap. JlanbHeine
UCCJIEIOBaHMs JaHHOM KaTeropuu MOTpeOuTeNell MoKazaau OBICTPBIH POCT HMX 4YHUCHIA U
BIIMSTHUS] HA COBPEMEHHYI0 SKOHOMUKY [11].

K uuciy kmro4eBBIX XapakTEpUCTUK JTAHHOW TPyl MOTPEOHUTENeil uccaea0BaTeNsIMU
[9], [11], [12] oTHECEHBI:

- BBICOKHE JIOXO/IbI IPU BHICOKOM YPOBHE 3aHITOCTH;

- aKTHUBHOE MOTpeOJIeHWe, B TOM YHCJIC€ aKTUBHBIH JOCYT, MYyTEHIECTBUS, CIPOC Ha
MEPCOHAIIbHBIC YCIIYTH W WHIUBUIYaIbHBIN MTOIXO/T;

- CTpeMJIeHHE K TOJJIEP)KaHUIO0 CTaryca, HMHTEpPEC K IMOKYIKE MPECTHKHBIX U
YHUKaJIBHBIX OPEH/IOB MPU UX Pa3yMHON CTOMMOCTH;
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- IPAKTUYHBIN U pallMOHATIBHBINA MOJIX0]] K TIOKYIIKE;

- CTpeMJICHUE K Pa3BUTHIO U HHBECTUPOBAHHUIO.

DTO TOKa3bIBACT, Pa3BUTHE B SKOHOMHKE HOBOTO CETMEHTa MOTPEOUTENEH, KOTOphIC
XapaKTePU3YIOTCS OMPEICIICHHBIMA OCOOCHHOCTSIMH TIOBEJICHUSI MPH JOCTATOYHO BBICOKOM
YpOBHE J0X0/1a.

[Ipu »TOoM HaOMIOJaeTCSI MOCTENEHHOE pPACHIMPEHHE TpaHHll MOTPEOUTETHCKOTO
cermenta HENRY. Tak eciu B 2003-2008 rogax k HENRY Obuir OTHECEHBI CEMBH C I0XOJ0M
B 230-500 TphIc. momn. CHIA, To B 2016 rogy xommanueit Equifax mpencrasurens HENRY
xapaktepuzoBaiics gjoxonaamMu B 136 teic. noui. CIIIA u HaimureM onpeaeieHHbIX HHBECTUIIUN
Ha ¢GOHAOBOM pbIHKE M B zAeno3uThl [9]. Poct obOmero umcma HENRY, pasButue ux
CKJIOHHOCTH K MHBECTHPOBAHMIO MPU COXPAHEHWU aKTHBHOTO MOTPEOJICHUS MPUBETU K POCTY
X (MHAHCOBBIX AaKTUBOB M YBEIMYCHUE BIMSHIS Ha YKOHOMHUKY.

3apyOeKHbIMU HCCIEIOBAaHUSIMU TOKa3biBaeTcs 3Haunmoe BiausHue HENRY nHa
pa3BUTHE MOTPeOJICHUs, CYIIECTBEHHYIO POJb JAHHOTO CErMEHTa MoTpeduTesneil B MOJHOM,
¢unancoBoit maaycTpun u cepe ycayr. HENRY cocraBisiror Becomyro 4acTh morpeOuTeneit

TOBapOB IPEMUYM U JIFOKC, TOTOBBIX TPATUTh A€HbIH [12]:
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36



Kypuan Mapkernar MBA. MapKeTHHTOBOE YITPaBJICHHAE TIPEAIPUATHEM 2025, BBITyCK 2
Journal Marketing MBA. Marketing management firms 2025, issue 2

B MomHO#N mHAYyCTpuU CTpemiieHHe MNpuBIedYb M yaepkarb morpedutenei HENRY
NPUBEJIO K HBOJIONUHM CAMOM KOHIEMIUH OpPEH/IOB, MHTETPAIlMH 3JIEMEHTOB MPAKTUYHOCTU B
BoIcOKUH cTiib. s HENRY xapakTepHO OTIMYHOE OT KIACCHYECKUX OOraThIX MOTpeOuTeNnei
MIPEIMETOB POCKOIIHU M JIFOKCOBBIX OPEHIOB BOCIPHUATHE LIEHHOCTH U UACHTUYHOCTU OpEHI0B
[8]. Ha monmHOM pbiHKe sipkoi TeHaeHnuen noctenenHoro BiausHuss HENRY crano pa3zsutue
KOJUICKIIUN yJIMIHON MOJIbI H3BECTHBIMU JIFOKCOBBIMU OpeHmamu [10].

Xapakrepusyss cerMmeHT HENRY Ha poccuiickoM pblHKE, CleayeT BBIACIUTH
CIEAYIOIIME €ro OCHOBHBIE YEPTHI. Poccuiickue npencrautenu HENRY — 310
MIPEUMYILECTBEHHO MUWJUJIEHUAbl C BBICOKMM YPOBHEM JoxoAa. Bwmecre ¢ TeM, mOCTENEHHO
yucino HENRY HaunmHaeT nonosHATbCS NPEeACTaBUTEISAMHU ITOKOJIEHU Z. B TeKyIuX yClIoBUsAX
MOXHO MPOTHO3MPOBaTh pocT uucia npexacrasuresiei HENRY B poccuiickoil 5KOHOMHKE B
CBs3M C AucOalaHcOM U HENOCTaTKOM TPYIOBBIX PECypCcOB, TOTOBHOCTHIO paboTomareseit
IUIATUTH OOJIBIIIE MOJIOABIM KBATH(PHUIIMPOBAHHBIM CIEIIHAINUCTaM [5].

Ha pblHKE pOCCHMICKOM pBIHKE MOAHOW HMHIyCTpuHM OCHOBHBIE MHTepechl HENRY
CBs3aHbl C JIIOKCOBBIMU OpeHaamMu U OpeHaamu yiaudHod mozsl [3]. Bmecre ¢ Tem, cienyer
OTMETUTh, YTO TPEHJA «yJIWYHas MOJIa» AaKTUBHO 3aXBaTbhIBa€T KaK 3apyOexHbId, Tak H
POCCHICKHI PBIHOK. MHOTHE JTIOKCOBBIE OPEHJIbI CO3JAI0T KOJUICKIIMU B AaHHOM ctuie [10].
Ha BHyTpeHHEM pBIHKE PAacTET YUCIIO JIOKAIbHBIX UTPOKOB. Cpeau OpeHIOB yJIWYHOW MOJbI
TaK ke pacreT AudQepeHnnalus, MHOTUE U3 HUX MO3ULHUOHUPYIOTCS Kak MpUHAAIeKalue K
«IIPEMUYM-CETMEHTY.

Uccnenoanus norpedutenbekux npennourenuit HENRY mokassiBarot [4], [6], [7]:

- OosplIIee BHUMAHHE K YHUKAJIbHOCTH OJI€XK/Ibl, YeM K BHEIIHUM aTpuOyTam;

- BOCHpPHSATHE OJAEKIbl HE TOJIBKO KakK 3JIEMEHTa CTaryca, HO M KaK BO3MOKHOCTH
CaMOBBIPAKEHHUS;

- pOCT B NPUHATHU pelIeHUH (QUIOCOPCKUX U MHUPOBO33PEHUECKUX COCTABIISIOIIUX,
BHHUMaHUE K HKOJIOTUYECKUM TPEHaM;

- BbIJICJIEHUE B KaUe€CTBE OCHOBHBIX 3HAYMMBbIX LIEHHOCTEW MOJIMHHOCTh, HAJ€KHOCTD,
TE€XHOJIOTMYHOCTb;

- aKTUBHOE UCIOJIb30BaHUE LU(POBBIX TEXHOJIOTUH, B3BEIICHHBIN OAXO0 K BBIOOPY.

Briienennbie 0COOEHHOCTH ayJAMTOPUH TMOKA3bIBAIOT, YTO (POPMHUPOBAHUE CTAOMIIbHOM
neneBoi aynutopuu u3 npencrasureneii HENRY nHa MoaHoM poiHke 6€3 3 dexTuBHOM
KOMMYHHMKAI[UM C TOTPEOUTENsIMU M JOHECEHHS 1O HHUX LEeHHOCTe OpeHaa CIO0XKHO
peanuzyeMo. B To ke BpeMs KOJIMYECTBO MCCIEAOBAHUN JaHHOM IEJIEBOM ayJUTOPUHM Ha
POCCHUICKOM PBIHKE OTPaHMYEHO. DTO MOBBIIIAET 3HAYUMOCTh JAJIBHEHIINX HCCIIEJOBaHUN
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poccuiickux notpeduteneit cermenta HENRY.

CoBpeMEHHOE COCTOSIHUE POCCHUMCKOTO pPBIHKA MOJBlI XapaKTEPHU3YETCS HE TOJIBKO
WHTCHCUBHBIM Pa3BUTHEM KOHKYPEHIIMHM, HO W AaKTHBHBIM pa3BUTHEM (GOPM U METOJOB
npoaBukeHus: Ha peiHKEe. C pasButHeM IUQPPOBON Cpelbl MPOUCXOIUT TpaHchopmamms
CTpaTeruyecKux MoJaX0J0B K KOMMYHHUKAIUsIM OpeHIOB C 1iefieBoil ayauropuei. KioueBbiMu
dakTopaMu Takod TpaHcPOpMAIK CTAHOBUTCS 0OecleYeHre KaYeCTBEHHONH KOMMYHHUKAIIUHU C
[[EJIeBO ayIuTOopueH, OpMUPOBAHUEM M Pa3BUTHEM COOOIIECTBA OpeH/a.

I[Ipu »TOM HabOMIOAEeTCSs TMOTEPS TPATUIIMOHHBIMA PEKJIAMHBIMH KaHaJaMH U
dbopmMaTamMu ypoBHS BIMSIHHS Ha ayAUTOpUH. POCT ke yuclia AJIeKTPOHHBIX KOMMYHUKALIUN
YBEJIMYUBAET MOTPEOHOCTh 3HAHMSI U MOHMMAHUS LENEeBOM ayauTopuu Opennom. JleranmpHoe
UCCIIEJOBaHME U TIOHMMaHue poccuiickux norpedureneit cermenta HENRY B Takux ycnoBusix
00€CTeuuT KOMIAHUAM HWHIYCTPUU  MOJIBI BO3MOXXHOCTh BbIOOpa 3 PEeKTUBHBIX
WHCTPYMEHTOB MPOJBUKECHUS U (POPMHUPOBAHHUS JIOSIIBHOCTH Ha PHIHKE.

B nenom, npoBeneHHbi aHanu3 nokasbiBaeT, yTo HENRY sBisieTcss nmepcrnekTuBHOM
LEJIEBOM AyJUTOPUEH POCCUUCKOTO PBIHKA MOJIbI, BO MHOI'OM OIPEICIAIOMENA TPEHIbl U
BO3MOXXHOCTH €r0 pa3BHTHsA. BMecte ¢ TeM, misi 3QQGEeKTUBHON OpraHU3alUd TPOIBUKCHHS
MOJHBIMH  OpeHJamMH  HEOoOXOJUMO  HCCIeOBaHHE  OCOOEHHOCTEW, IIEHHOCTeH W
NOTPEOUTENHCKOTO MOBEACHUS MOTPEeOUTENel JAaHHON TPYIIIBI, MOUCK YPPEKTUBHBIX KaHAJIOB

U MHCTPYMCHTOB MapKCTHHT OBBIX KOMMYHI/IKaIII/Iﬁ C HUMU.
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