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Jlexkuus 3. MapkeTHHIOBbI€ IPAKTUKH U CTPaTerus.

MapKeTUHTOBBIE IIPAKTUKU: CTPATETUS KaK
MapKETUHTOBas MpakTuka. benumapkuHr. llpaBosas
paMKa MapKETUHTOBBIX NPAaKTUK B Poccun (3aKkoH 0
3alUTe KOHKYpeHIUM - Nel35-D3)



OT TE€OpUH K MPAKTHKE. ..

* Teopus - 3TO HEUTO BPOJIE AUIUKA C UHCTPYMEHTAMM. . ..ECIIH
HET JIFOJICH, YTOOBI €10 BOCIIOIB30BATHCS, TO 3TO O3HAYAET, YTO
TEOPUS HUYETO HE CTOUT WJIM KE €€ Mopa €lI€ He MpUIIlIa.
Teopuro HE MEHSIOT, a AEIAr0T U3 HEE APYTUEe TEOPUH, U C €€
IIOMOIIIBIO MOJIYYaroT APYTHE, TE€, YTO XOTAT caenarb (Muiesnpb
dyKo)

* Teopwus - 0OUKH, HAIIPABIICHHBIE HA BHEITHUK MUP, U €CJIU OJHHU
BaM HE ITOJOMIYT, TO OEpUTE JIPyrue, CaMHU HAMIUTE ceOe
MHCTPYMEHT, KOTOPBIN HEM30EKHO CTAHET HHCTPYMEHTOM
(Mapcens Ipycr)



IIpaktuka vs. Teopus

[IpakTuka - (pakTUYECKOE IMOBEACHUE, OTIIMYHOE OT aA0CTPAKTHOM TEOpHH
WM IPOIIOBEAN Ha MPHUMEPE KOHTPACTHBIX ACUCTBHH, OCYIIECCTBICHHBIX B

Teopuu NpoTuB npaktuku [Lynch, 1997, p.337].
Strategy-as-practice:

who does it,

what they do,

how they do 1it,

what they use and

what implications this has for shaping strategy

[BopswmnHa MapuHa MuxannoBHa, K.9.
H., AOLEHT Kadpeapbl CTpaTernyeckoro 4
MapKeTUHra



Crparerus Kak MpaKkTUKa

e Crparerus Kak mpaKTHUKa - CUTyYaTUBHAS U COI[UAILHO
00yCIIOBICHHAS JeSITEIbHOCTD, BKIOYAIOIIAs B3aUMOACHCTBUS
U TIEPEroBOPhl MHOTOYMCIICHHBIX YYACTHUKOB M OCHOBAaHHAS
Ha OMbITE, HOJIYy4aeMOM MMHU B MPOIECCE BHIMOIHCHUS ATOM
nestenbHOCTH (Jarzabkowski et al. 2007, 7-8).



[TapaMeTpsrl CTpaTeruu KaKk NPaKTUKH

[IpakTuKyrOIMMe MapKEeTOJIOTH. MapkeTuHr (CTparerus) B OPrcTPyKType
I[TocTaHOBKa COIIACOBAHHUE xomnanuu. [locTaHOBKa U COTIacCOBaHUE
1enei U conepsKaHus 1esen 1 3aia4d cTpaTeruu (BH. U BHEIIH. ).

[Ipouieaypsl pacrpenesieHusi CpeCcTB

Mertononorus coopa u 00padboTKu
(IpUHATHE PEIISHUS) A1 JOCTHXKCHUS

JAHHBIX JJIs pa3pabOTKHU U

CTpAT.ICJICH.
peanr3alu CTpaTerun
[TpakTtuku (practices), MapkeTuHr-nian
COLIMAJIbHBIC B3aUMO/JICHCTBUS, Crparernyeckui aHanms,
KOHHCHTyaJ'IBHBIC HHCTpYMCHTBI, %/IapKCTI/IHFOBBIC I/ICCJICI[OB&HII?II),II/IHCEH/ITBI
HCTPYMCHTBI MAapKCTHUHI'a
MHPPACTPYKTypa CTPYME pKe > L
marketing Dashboard
praxis (II0OTOK aKTUBHOCTEH, Micro: penieHusi, CTpaTernieckue CECCUm
CBA3aHHBIX CO CTpATETUeEl) Meso: nporpamMma U3MEHCHHI,

Macro: orpacneBbie npaktuku, GAC

ABopsawnHa MapuHa MuxannoBHa, K.3.
H., JOLEHT Kadpepbl CTpaTerMyeckoro
MapKeTUHra



COBpeMGHHBIG MAPKCTHUHI'OBBIC IIPAKTHKHA

B npakTuke MapKeTOJIOrH BCe OOJIbIIE YXOIAT OT TPAJUIIMOHHOIO MOIX0 1A
(TpaHCAKIIMOHHBIM MAPKETUHI HA OCHOBE KOHLIENIIUU 4P).

CoBpeMeHHBIN MOAX0/ K MApPKETUHTY CMEIIAeTCsl B CTOPOHY OPUCHTAIIMM Ha
YCTAHOBJICHHE KOHTAKTa C MOTPEOUTEISAIMHU, IOCTABIIIMKAMH, CO3/ITAHHE
nenouku neHHocrei (Marketing Orientation, Market Orientation).

MapkeTuHT XapakTepu3yeTCs MHOKECTBOM CIIOXKHBIX POILECCOB, KOTOPHIE
MPOSIBJISIFOTCS] B UETHIPEX PA3JIMYHBIX ACIIEKTaX MAPKETUHIOBOW MPAKTHKHU.

Kopuenno u bpoynu (1998) npennoxuiny kiaccupUKalfioo, BKIOYAIOIIYIO B
ce0s 4 TuIa MapKETUHTOBBIX MIPAKTHK:

MpPAaH3aKyUOHHDLIL,

MapKemunz 0a3 OAGHHBIX,

UHMEPaKmUuGHbLl

cemegoii mapkemunz. (Coviello, N.E. and Brodie, R.J., 1998).



KHaCCI/I(l)I/IKaHI/I}I MAPKCTHUHI'OBBIX IIPAKTHUK
(Coviello N.E., R.J. Brodie and H. Winklhofer, 2007)

TpaH3aKLHOHHBIH
M apKeTHHT P3aHMOOTHOIIEHHH (RM)
MapKeTHHT (IM)
™ DM m NM eM
SKOHOMHY €CKasl HH} opMaLIHOHHAs H | HHTepaKkTHEHOE CpsizaHHbIe  OTHOIIEHHsI | uamor i1 cOopa
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ITems caenkH MOKYTIaT €J1€EM H NP OJaBLIOM H
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HH/AHBH/IOB) MacCCOBOMY PBHKY
OO0 exTHY eHHbE IlepcoHHPHIIHPORAHHBIH | JOMHBIY, (OCHORAHHBIH | OT ofezTH4eHHOTo J0 | HHTepaKTHRHBIH
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CIELHATHIHPORAHHBIX




KoHnenmuyss pplHOYHOKW OpUEHTALIN

e Narver and Slater (1990), Kohl1 and Jaworski (1990)

* PriHOYHaAs opueHTanMs (CTparernyeckas OpUSHTALUSA) —
OpPTraHU3aIlMOHHAs KYJIbTYypa, KOraa MPUOPUTETHOCTD
oApa3ACICHUs UId paOOTHUKA B OpraHU3aIix
00y CJIOBIMBAETCS ITOCTABICHHBIMU MEPE] HUMM 3aJ1a4aMH,
Cc(popMyIMPOBAaHHBIMH B MHTEPECAX YIOBICTBOPECHUS
OTPEOHOCTEN KIIMEHTOB OpraHU3aIyH.

* B 3aBHCHMMOCTH OT 3a3J1a4 KJIIOUEBYIO POJIb B 0OCITYKMBAHUU
3aKa34YMKOB UT'PAET MOApa3ACICHUE NI paOOTHUK
OpraHu3aIliM, a HE TOJIBKO MapKETUHIOBAs CIIy»kK0a



KBunTaccenums MO (Sheth, 2011)

“The marketing concept maintains that all areas of the firm
should be customeroriented, (b) all marketing activities should be

integrated, and (c) profits, not just sales, should be the objective.



OpueHTanys Ha noTpeouTeneu (KIMEHTOPUECHTALIM )

1) MBI cTpeMuMcst CO371aBaTh LIEHHOCTh JJISl HAIIUX KIIMEHTOB

2) MbI X0poOI110 TOHUMAEM MTOTPEOHOCTH HAITUX KJIMEHTOB

3) V nameil koMnaHuU €CTh 1NN 1O MOBBIIIEHUIO YIOBJIETBOPEHHOCTH KIIMEHTOB

4) MBI peryisipHO U3MEPSIEM YPOBEHb YIOBIETBOPEHHOCTH HAIIUX KIIMEHTOB

5) MbI noacka3pIBa€M HaIlUM IMOTPEOUTENSIM BOBMOKHOCTH ISl Pa3BUTHSI HA PHIHKE.

6) Pa3zpabarbiBas HOBbIE MPOIYKTHI U YCIIYTH, Mbl BHEAPSEM PEILICHHS, HAIPABICHHBIE HA
YIOBJIETBOPEHHUE MOTCHIMAIBHBIX TOTPEOHOCTEN KIMEHTOB.

7) Mb1 pa3zpabarbiBaeéM HOBBIE POIYKTHI, AK€ KOTJA €CTh PUCK TOTO, YTO HAIIU CYIIECTBYIOLIUE
MPOIYKThI YCTAPEIOT.

8) MpI HilleM BO3MOXKHOCTH JIJIs1 Pa3BUTHUS B T€X 00JACTAX, IN1€ KIMEHTaM CJI0KHO BbIpaXXaTh CBOU
MOTPEOHOCTH.

9) MBI TECHO COTPYIHUYAEM C BEIYIIMMU MOJIb30BATEIISIMU, KOTOPbIE MOT'YT PacIliO3HATh
NOTPEOHOCTH KIMEHTA 3a HECKOJIBKO MECSILIEB UITN JAXKe JIET, MPEXE YeM OobIasi 4acTh pbIHKA
CMOJKET UX PACIO3HATh.

10) MbI 3KCTpanoaupyeM OCHOBHbBIE TEHICHIIMHU PAa3BUTHSI PbIHKA, YTOOBI MOJIYYUTh TOHUMAHUE
TOTO, YTO KJIMEHTaM MOHAJI00UTCS B OyMyIIEeM.

11) B ocHOBE KOHKYPEHTHOTO MPEUMYIIIECTBA HAIEH KOMIIAHUU JIEXKUT MOHUMaHuE MOTPeOHOCTEM
KJINEHTOB.

12) Jlanubie 00 yAOBIETBOPEHHOCTH KJIMEHTOB PACIIPOCTPAHSIIOTCS HA BCEX YPOBHSAX KOMIIAHUU Ha
pPEryJIIPHON OCHOBE.

13) Hamie koHKypeHTHOE MPEUMYIIIECTBO OCHOBAHO B MIEPBYIO ouepenb Ha nuddepeHInanm
MPOTYKTOB / YCIIYT.



Kopnioparusnas kynsrypa OneTwoTrip

* KoprioparuBHas KyJIbTypa OTKPBITBIX ABEPEH U YIOOHBIE CUCTEMBI JJIs
BHYTPEHHEW KOMMYHUKAIIMX ITIOMOTAKOT HE TOJILKO PYKOBOJICTBY, HO U
WHUIIMATUBHBIM COTPYIHUKAM «JIOCTYy4aTbCs 10 HEOEC» U BBIMTH C HOBBIMU
ujesMu K Ton-MeHemxkMenTy. OneTwoTrip, poccuiickast KOMIIaHus,
KOTOpas CHCHUAIM3UPYETCS HA MPOIaKe aBUAOMIETOB OHJIAMH.

B xommanuu padoraet 6osiee 100 cCOTpyTHUKOB, W, YTOOBI KaXbIi U3 HUX ObLI
YCJBIIIAH, B KOMIIAHUY AKTUBHO UCTOJIB3YIOT YIOOHBIE IUIATQPOPMBI JJIs
oOmienus, Harpumep Slack — cucteMy rpynmnoBbiX 4aTtoB. «B Heil Mbl
CO3/1a€M CIECIUAIbHBIE TEMAaTUUECKUE BETKU 1T0 OOMEHY HOBBIMH UJESIMU, YTO
Ja€T BO3MOKHOCTbD Ka)KJIOMy COTPYIHUKY B JIFOOOM MOMEHT MOJICIUTHCS
CBOUMHU UJICSIMH IO PA3BUTHIO TPOTYKTOBY.



KPI miist tonn-menemxepoB PXK/I: kineHToprueHTaLs

* B ®enepansHoil naccaxxupckont kommanuu (PIIK, «gouka» PXKI) ¢ 2013 1.
IIPUHSAJIA PELIEHUE TPUBS3ATh 3apIUiaTy PYKOBOJAUTEIICH K ITOKA3aTEIIIO
yJIOBJIETBOPEHHOCTH KIIMEHTOB. «B 3TOM rojy pazpadoraiyn METOA0JIOTHIO,
u B koHIie III kBapTana qeiiCTBUTEIBLHO MOJIOC MTacCaXupa OyJIeT BIUSITh Ha
3apIuiaTy TOM-MEHEIKEPOBY. [IpemMun Kaxx10ro pyKoBOIUTES
paccuntbiBaroTcsd ¢ yuetoM KPI. Panbine pazMep Bo3HarpaxicHus 3aBUCET
OT JIBYX ITOKA3aTEJIC: YMCIia MEPEBE3EHHBIX ACCAKUPOB U BBIPYUKH,
00bsicHseT MuianuH. «Celvac pelmid BBECTH TPETUH:
YIOBJIETBOPEHHOCTU KJIUEHTOB)

J171s1 TOBBIIIEHUST 0OBEKTUBHOCTH OLICHKH MTOKAa3aTe/Iu
KJIMEeHToOpueHTUpoBaHHOCTH A1 PXK]I pa3 B kBapTai OyaeT u3MepsiTh
KoMIaHus « DUHAKCHEPTU3a». « ECIIN UHTErPUPOBAHHBIN [IOKA3ATENb
yIOBJIETBOPEHHOCTH OyJET MajaTh, BCS KOMIAHUs, BECh MIEPCOHAJ MOJYYUT
MEHBIIYIO TPEMUIOY.



OpueHTalys Ha KOHKYPEHTOB

1) PykoBOACTBO KOMITAHUY PETYJISIPHO OOCYKIAET CUIIBHBIC U CJ1a0ble
CTOPOHBI KOHKYPEHTOB

2) MBI yacTo mojiy4aeM BBITOJIY OT TOTO, YTO 3HAEM CJIabble CTOPOHBI
HaIIX KOHKYPEHTOB U MOKeM 3(h(PEKTUBHO MCITOIH30BaTh HAIIIH
MpPEUMYIIECTBA B 3TOM 001acTu

3) Ecnu Ob1 Ha1l1 OCHOBHOM KOHKYPEHT 3aIlyCTHJI KaMIIaHUIo,
HalIeJICHHYIO Ha Hallly [[EJIEBYIO IPYMIY, Mbl ObI CMOIJIM Cpa3y ke
MPEANPUHATH OTBETHBIE 1IATU

4) Mbl BbIOUpaeM IeJIEBYIO IPYIIIY TaKUM 00pa3oM, YTOObI
HCII0JIb30BaTh KOHKYPEHTHBIE TPEUMYIIIECTBA, KOTOPHIE Y HAC €CTh WUJIU
KOTOPBIE MbI MOKEM CO3/1aTh

5) Haim coTpyaHUKH PETyIIsipHO OOMEHUBAIOTCS HHPOpMAITUEn 0
CTpaTerusix HalluX KOHKYPEHTOB
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UK credit
card
market.
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MapKeTuHra

INSIGHT

ACTION

PLANNING

» Major issue ¢ Targeted

but only for
a small
number of
customers

* Need a
targeted
response

offer to
small group
of clients to
win back
balances



CTpaTeI‘I/I}I KaK MOZCJIb IIPAKTHKHA

OpraHusaunoHHas
CTPYKTypa
KomnaHun

OpraHumsaums
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[{ennocTHOE npegnoxkeHue (Value Proposition - VP)

VP — npuunHbl, 0YEMY KIUEHTHI OTAAOT IIPEAIIOYTEHUE OHOM
KOMIIAHUHU TIEPE IPYTron

VP - COBOKYIIHOCTH MPEUMYIECTB, KOTOPbIE KOMIIAHUS TOTOBA
IPEIOKUTH MOTPEOUTETIO

BapuanTtsr:

- HOBU3HA (MHHOBAIMOHHOCTb )

- MPOU3BOAUTENBHOCTS (OneparmoHHas 3p(HEeKTUBHOCTB )
- U3TOTOBJICHHUE Ha 3aKa3

Jln3aiH

bpen (cuna OpeHia, kKanuTaa OpeHa)

[{eHa (1711 4yBCTBUTENBHBIX K IIEHE MOTPEOUTEIICH)
YMEHBIIIEHNE CTOUMOCTHU BIAaJICHUA

CHukeHue pucka (rapaHTUHHOE 00CTy>KUBaHHUE)
JloctynmHOCTh (Oe30apbepHas cpesa, yano0CTBO)
CoBMecCTHas OTBETCTBEHHOCTD 3a pE3yJIbTaT



Customer-focused Value Proposition

Yto0bI co3naTh yoeauteapHoe VP koMnaHus J0IKHa:

- 3HaTh, HA KAKUX IIOTPEOUTEICH OPUEHTHUPOBAHO VP

- IloHuMarp, 9TO UX OCCIIOKOUT

- loBOpUTH HA TTOHATHOM UM SI3BIKE

- Cosznarb npaBUIBHBIM MeEssage 11 HOTpeOuTeNIeh

- Cas3arp VP ¢ nemsiMu 1 iHTEpECaMu MOTPEOUTETICH
- WnaTtu ot moTpeduTesis, a HE OT MPOAYKTA U YCIyTH



Crparerud Kak nporpamMmmMa U3MEHEHUM

OpraHumsaums
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Hilti

Hilti: or Ou3Hec-Moae/ M MPOU3BOAUTEIA CTPOUTEIHHOIO
HHCTPYMEHTA K CEPBUCHOW KOMIIAHUU

Ocenbio 2014 romga kommanus Hilti oTkpbiia HOBBIN, BBICOKOTEXHOJIOTUYHBIN
CEpPBHUCHBIN IEHTP B MOCKOBCKOM 00J1aCTH, PACHOJIOKEHHBIN B JIOTHCTHYECKOM
napke PNK-Cesepnoe IllepemerseBo. Hosbiit ienTp ocymectsiset 60 000
PEMOHTOB B 'O/l ¥ ITOJTHOCTHIO OOCITYKMBAET KIUEHTOB [{eHTpansHOro
(enepaibHOTO OKpYyra, peciyonuku benapych, a Tak:ke HEKOTOPbIE TPYIIIIbI
WHCTPYMEHTOB JIJISI KIIMEHTOB U3 JIPYTUX PEruoHOB Poccum.

* http://www.youtube.com/channel/UCimmhZSbwins7eX_ [Lu2f9Yw

HBopsawnHa MapuHa MuxannoBHa, K.3.
H., AOLEHT Kadheapbl CTpaTermyeckoro 20
MapKeTuHra



Hilt1: koMmanus, OpueHTHPOBAHHAS HA MMPOAYKT

The Business Model Canvas s TR | R e
Key Partners & Key Activities a Value Propositions ﬁ Customer Relationships ' Customer Segments n
@&
: 4 & b
lL;k
=unns SELLING I
e MANUFACTURING [IDIRECT 1-to-1 {?)
PARTNERS | ey Resources awl Channeis .-
HIGH-END Py “
| . MACHINE = .
- TOOLS E BUILDERS
FACTORIES STORES
e 5l SALES FORCE
BRAND NAME
Cost Structure ‘ Revenue Streams A
TRANSACTION
AL SALES

e e —— i = s e e ':..‘.1’.::.';‘:'.."‘..'.—..—. — o strategyzer.com

HBopsawnHa MapuHa MuxannoBHa, K.3.
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Hilti: koMmnmanus, OpueHTUPOBAHHAS HA
OTPEOUTEIBCKUI CEPBUC

The Business Model Canvas cupeeen: [ | S m ] o> V2 e
& o
7 1
SNLINE FLEET CONSTRUCTION
AANASENMENT E COMPANY CEO
SYSTEM
issue service® LARGE
® LONG-TERM
CONTRACTS
COOO® D i bmw vets tery Gube Sutsrans o - @Strategyzer
a service-centric company

HBopsawnHa MapuHa MuxannoBHa, K.3.
H., AOLEHT Kadheapbl CTpaTermyeckoro 22
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Rethinking Marketing Strategy

3 MAPKCTHUHI'OBLIX CTPATCI'UHU SIBJIAIOTCA MaﬁHCTpHMOM
OMIINPHUYCCKHUX I/ICCJ’IGI[OB&HPIIZ B MAPKCTHUHI'C:

market orientation,
relationship marketing,
customer satisfaction

Impact of emerging markets on marketing: Rethinking existing perspectives and practices//Journal
of Marketing, Volume 75, Issue 4, July 2011, Pages 166-182



Pa3BuBarOmecss pbIHKH: OCOOCHHOCTH MAapKETUHIOBBIX
npakTukK (Sheth)

1. From market orientation to market development

In markets consisting of unbranded competition for products and services, market
development delivers better financial performance than market orientation.

2. From relationship marketing to institutional marketing

In markets governed by sociopolitical institutions, it is more important to attract,
develop, and maintain relationships with institutions and their leaders than with end
customers for superior financial performance

3. From customer satisfaction to converting nonusers into users.

In markets that largely consist of self-made products and services, converting nonusers
to first-time users results in better financial performance than satisfying existing users.



BGH‘IMapKI/IHI‘ MAPKCTHUHI'OBBIX IIPAKTHK

beHUMapKUHT - «IPOIECC HENPEPHIBHOIO CPABHEHUS paOOTHI KOMIIAHUH T10
BBITIOJIHEHUIO KPUTHYECKHUX TPEOOBAHUM NTOTPEOUTENISI C TyUIIMMHU 00pa3iaMHu
B OTpaciu (MpsAMbIMUA KOHKYPEHTAMHU) WJIU KJIACCE KOMIAHUSMU, U3BECTHBIMU
CBOMM IPEBOCXOJCTBOM B BBINOJIHEHUH ONPEACICHHBIX (DYHKIIUN) C IEIIbIO
ONPEACINUTD, YTO MOJICKUT YITYUILICHHUIO)

* beHuYMapKuHI paccMaTpuBacT napaMeTpsl 3QPEKTUBHOCTH, METO/BI, A
TAKXKE «IPANBEPBD)

* «apalBephl» (KaTalIu3aToOpPhl) — 3TO HPOLIECCHI, METObI, IIPUEMbI, KOTOPHIC
CIIOCOOCTBYIOT peaju3aliu JIy4lllei MpakTUKU U IOMOTal0T JOCTHUYb
IICJICBBIX TTAPAMETPOB JACSITEIILHOCTH



Knaccrueckue npuMepsl OCHUMapKHUHTa

OTei JIOTUCTUKHA M JUCTPUOYIIUM XEroX MPoBeJ OCHUMAPKUHT MPOEKT C
xommnanuel L.L.Bean (B Tpu pa3a 0osiee 3pdhexTrBHA, 4eM XEroX).

B pesynbrare Xerox BBEJ CICAYIONUIME YCOBEPIICHCTBOBAHUSA:

« CkaaupoBaHue HanboJiee OBICTPO NMEPEMENIAEMBIX MTPEAMETOB Ha
MHHHUMAJIbHOM PACCTOSIHUHU OT JIMHUM cOopa.

« XpaHeHHUE BXOAANIUX MaTEPUAJIOB C YYETOM MAaKCHMH3AIlUM CKJIAJICKOTO

* MOPOCTPAHCTBA U MUHUMU3AIIUKN PACCTOSHUS MEPEABUKEHUS OTPY3UUKOB.
» COpTUPOBKA U OTIYCK BXOJAIINX 3aKa30B B TEYEHUE BCETO JHS C LEIbIO
MUHUMM3AIMNA PACCTOSHUS TIEPEIBUKECHUS COOPIIMKOB (TaK Ha3bIBAEMBbIIA
«rpadK KOPOTKHX UHTEPBATIOBY ).

e [ToompurenpHbie TPEMUH 32 TPOU3BOJUTEIBLHOCTE cOOpA.

e JIexsIapupoBaHKUE UCXOIAIIMX TPAHCIIOPTHBIX CPEACTB (JIOKYMEHTALIMS Ha
OTHPaBJICHHBIE MATEPHUAJIbl) YEPE3 JOCPOUHOE BHIUUCIIEHUE TPAHCTIOPTHBIX
pacxonos.



Knaccrueckue npuMepsl OCHUMapKHUHTa

Southwest-Airlines BbIOpanu B Ka4eCTBE NapTHEPA JJIs
OCHYMapKHHIa aBTOTOHOYHYI0 KoMaH 1y Dopmyiibl-1 u
MCCIIEIOBAIIM UX IPOLEAYpYy NUT-cTona. Kak mpaBuio, mut-
CTOIl COCTOUT M3 JI03AMPABKH, 3aMEHBI TOKPHIIIEK U OYUCTKH
1000BOroO cTekna. Bee ato coBepmiaercs 3a 10 cekyHa. 1o
JOCTUTAETCA C MOMOIIBIO UCIIOJIb30BAHUSA
CTaHJApPTU30BAHHOTO 000PYIOBaHUSI, XOPOIIIO
HATPEHUPOBAHHOW KOMAaHJbI, TJI€ KaXKIbIM BBIIOJIHSIET CBOIO
pa0OTy B YETKOHM MOCIIEA0BATEILHOCTH ONEPAIHH.

YT00BI 1O0CTHYB 3(PDOEKTUBHOCTH OIEpallMi MUT-CTOIIA,
Southwest-Airlines ctannapTU30BaId BCE 000PYI0BaHUE,
BKJIFOYAs THUII camosieTa (ToJIbKO bouHrn/737), B KoMaHae
Ha3€MHOT'0 00CIY>KMBaHUS KaKJbli YYaCTHUK BBIIIOJIHSIET
TOJIBKO OJIHY OII€PAIMIO, PE3YJIbTAT - MEKIIOJIETHOE BpeMs
CHU3WJIOCH 110 15 MUHYT.



Jlomuk kagectBa (MeToa Quality Function Deployment (QFD) )

7. KoppesrsaumoHHas
MATRPMLLA TEXH MY KX
HAPAKTEPHMCTHH

4. TexHMUSCHHE XAPAKTePMCTHEN
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G, TEXHMYECHKME XAPDAKTERHCTH K
NPOAYKTORE HA pPhIHEES

8. MNAaaHMpyeMBIe TEXHMYECKHE
MOKAZATEAH

2 OBwman 3IHAYMMOCTE
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[Ipumep pazpadboTku nomuka kadecta (OAO buproca)
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IBOIOIUA HHCTPYMeHTOB: McciienoBane HHCTPYMEHTOB
MeHeKkMeHTa Bain&Co

http://www.bain.com/

* Pa3BUTOCTH METPUK CBSI3aHA C YPOBHEM
«MHCTPYMEHTAIM3AUN» CPEPHI IeATEITLHOCTH

* Management Tools 2014

D "2,

CUSTOMER RELATIONSHIP ARKING
MANAGEMENT QR -

Most popular tool globally @ Popular among large companies
s

usic:
46% | 3.93 BALANCED SCORECARD aa~ || 3.80

V5. 43%IN 2012 VS.3.96IN 2012 > - - - >
Higher satisfaction in emerging markets YE 0% N 2012 2 BaiNZNZ

than established ones

38*  3.90
VS. 38% IN 2012 VS. 3.90 N 2012

..o 30

MapKeTuHra



Usage Rates by Region 2014

Customer Relationship Management 48% 50% 48% 3 8°/o
Benchmarking 50% 50% 29°o' 42%
Employee Engagement Surveys 55% 41% 38% 31 °/o
Strategic Planning 50% 3] °’o 42% 52%
Outsourcing 42% 44% 42% 31/
Balanced Scorecard 39% A44% 28%. 39%
Mission and Vision Statements 45% /370/0’ 27.%\‘ 36%
Supply Chain Management 39% 30°’o 48% 2;%
Change Management Programs 37% 39% :2;%/‘ 31%
Customer Segmentation 22-% 39% 31% 34%
Big Data Analytics 27% 24/ ) 52% 17
Core Competencies 36% 2;% 39% ]50/0
[ ] Use tool significantly more than those not in region () Use tool significantly less than those not in region

http://www.bain.com/publications/articles/management-tools-and-trends-2015.aspx



Usage Rates by Region 2014 (2)

N. m ““

Total Quality Management 22% 25% 47% 28%
Mergers and Acquisitions 34% 24% 28% 24%
Business Process Reengineering /22°/<; 2] % 32% 35%
Satisfaction and Loyalty Management 23% 19% 34% 19%
Strategic Alliances 1 9/ 19% 26% 32%
Organizational Time Management 22% 17% 31% 14
Digital Transformation /14% ]4%' 33% 15%
Scenario and Contingency Planning 20% L’;% 16% 17%
Complexity Reduction 15% 17% 26% 14%
Price Optimization Models 15% 14% 28% 15%
Decision Rights Tools 7°/o 9% 22% 4%
Zero-based Budgeting 10% 6°6' 13% 9%
Disruptive Innovation Labs 7% 6% 17% /3%

http://www.bain.com/publications/articles/management-tools-and-trends-2015.aspx



Metric B2B B2B B2C B2C B2C Packaged Pharma Total
Hi-tech Direct Telecoms Indirect goods
Market share 100 100 77 100 100 92 100 93.3
Sales revenue 8l 100 81 100 95 100 100 89.5
Market growth 85 70 65 100 90 92 80 80.8
Satisfaction 85 80 85 80 55 67 40 74.3
Price level 77 90 69 100 60 75 80 74.0
Market size 77 60 58 80 80 92 80 73.2
Aided awareness 62 60 69 100 90 75 80 73.1
Overall awareness 65 60 69 100 85 67 80 72.0
Unit volume 65 70 73 100 70 83 60 72.0
Sales by channel 69 70 65 100 75 83 60 71.9
Unaided awareness 62 60 65 80 90 75 80 71.2
Market share by segment 65 70 58 60 80 o 80 68.3
Customer complaints 50 50 73 60 55 75 20 58.6
Customer preference 58 50 62 60 65 58 20 57.8
Perceived quality 62 60 65 60 50 67 57.8
Customer service levels 50 50 58 40 60 83 40 56.8
Number of customers 50 40 8l 80 40 42 40 549
Number of new customers 50 30 73 80 50 50 40 54.8
Perceived value 42 60 46 40 60 58 40 49.8
Attitude 46 60 39 20 60 58 60 49.1
Purchase intent 46 60 42 40 55 67 20 49.0
Brand equity 39 40 42 40 65 67 40 48.2
Likelihood to recommend 50 60 54 40 40 33 20 46.2
Recall of brand attributes 35 40 42 60 60 42 60 45.3
Churn rate 39 40 73 100 20 33 443
Customer profitability 35 30 46 60 45 50 40 42.4
Brand value 31 40 42 40 60 42 40 42.3
Number of products per customer 19 10 62 60 45 50 20 395
Customer gross margin 35 30 46 40 40 42 20 38.6
Percentage of sales at discount 35 30 19 40 50 50 80 375
Price premium/discount 27 20 27 20 50 58 40 34.6
Number of transactions per 12 10 46 20 45 42 40 31.8
customer
Inclusion in consideration set 19 30 31 20 40 42 20 29.8
Customer acquisition cost 23 20 50 60 20 |7 20 29.8
Average discount provided 27 30 15 20 35 42 60 28.8
Share of wallet 27 20 39 20 20 33 27.0
Cost to serve per customer 19 10 39 40 25 25 20 26.0
Price elasticity 15 27 40 30 50 24.0
Weight ratio (heavy/light users) 4 27 20 30 50 40 222
Customer lifetime value 12 10 35 40 10 8 17.5

33



3aKOH O 3aIlMTE KOHKYPEHIIMU KaK IIpaBOBas paMKa
MApPKETHHTOBBIX IIPAKTHK

KitoueBble xapakTepUCTUKHA aHTUMOHOIIOJBHOTO 3aKOHOIaTeNIbcTBa Poccun :
1. JloMmuHMpYIO1I1I€E MOJT0KEHNE X03AMCTBYIOIEr0 Cy0ObeKTa (CTaThs J) :

I[OMI/IHI/IpyIOH_II/IM IMOJIOXKECHUEM npu3HaeTcs MOJIOKEHUE X035 UCTBYIOMIET0 CyObeKTa (IpyIIbl JIUIT)
WJIM HECKOJIBKUX XO3SMCTBYIOIIUX CYObEKTOB (IPYyIIII JIUII) HA PHIHKE OMPEICIICHHOTO TOBapa, Jarolee
TaKOMY XO3SIMCTBYIOIIEMY CyOBbeKTy (TpyIIe JUIl) WM TAaKUM XO3SMUCTBYIOIIUM CyOBbeKTaM (TpyIiaM JIUII)

BO3MOKHOCTh OKa3bIBaTh PEIIAIOIIEE BIUSIHUE HA OOIIME YCIOBUS OOpaIllCHUS
TOBapa Ha COOTBETCTBYIOIIIEM TOBAPHOM PBIHKE, U (WJIM) YCTPAHATH C 3TOTO
TOBApPHOTO PHIHKA JPYTUX XO3SIUCTBYIOIMINX CYObEKTOB, U (WJIM) 3aTPYAHATH JOCTYII
Ha 3TOT TOBAPHBINA PHIHOK JPYTUM XO3SIUCTBYIOIIUM CYObEKTaM.

JIOMUHUPYIOIIMM MPU3HAETCS MOJIOKEHUE XO3SUCTBYIOIIEr0 CyOBheKTa:
1) nomnst KOTOPOro Ha PBIHKE OMpEIeIeHHOro ToBapa npesbiaet 50%;
2) HE MOXKET OBITh MPU3HAHO JTOMUHUPYIOIIUM IOJ0XKEHNE X035UCTBYIOIIETO CYObEKTa, J0JIsI KOTOPOro Ha
PBIHKE OIIPENEIIEHHOTO TOBapa He npebimaet 35%.

KoanexkTtuBHoe AOMUHHUPOBAHUC!

COBOKYITHasI J10Jisi He 6oJiee 4eM 3 XO3SICTBYIONINX CYObEKTOB, TOJIS KaXI0T0O M3 KOTOPBIX OOJIbIIe
JoJIeH APYTUX XO3IMCTBYIONINX CYObEKTOB Ha COOTBETCTBYIOIIEM TOBAPHOM PbIHKE, MpeBbimaeT 50%, unu
COBOKYTIHAsI TOJIsl HE OoJiee 4eM 5 X0O3sICTBYIONINX CYObEKTOB, TOJIS KaXI0T0 M3 KOTOPBIX OOJNbIIe ToIei
JIPYTUX XO3SIMCTBYIOIMX CYObEKTOB Ha COOTBETCTBYIOIIEM TOBAPHOM PBIHKE, MpEBbIIIAeT 75% (HacTosIiee
TIOJIOXKCHHE HE TIPUMEHSIETCS, €CJIH JO0JIs XOTS ObI OTHOTO M3 YKa3aHHBIX XO3SMCTBYIOIINX CYOEKTOB MEHEE
8%).
3akoH 0 3amuTe KOHKypeHIuu, Nel35-D3) http://base.garant.ru/12148517



[IpaBoBbI€ rpaHUIIbl KOHKYpEeHIIUU B PD (3aKoH 0 3alMTe KOHKYPEHIIUH,
Nel35-D3)

2. MOHOTIOIBHO BBICOKAA I1eHA TOBapa. MOHOMOIBHO HHU3Kas II€HA TOBAapa
(ctarbu 6 1 7).

MOHOIOJILHO BBICOKOM IIEHOM TOBAPA SIBJISIETCS 1IEHA, YCTAHOBJICHHAS
3aHUMAOIIUM JTOMUHUPYIOIIEE MOJ0KEHHUE XO3IMCTBYIOIUM CYOBbEKTOM,
€CJIM 3Ta [I€HA MPEBBIIIAECT CYMMY HEOOXOAUMBIX JJIsl POU3BO/ICTBA U

peain3aln TaKOro ToBapa pacxog0B U HpI/I6BIJ'II/I 1 ICHY, koropas
chopMHpOBaIach B yCIOBUAX KOHKYPEHIIMU HA TOBAPHOM PHIHKE, COTIOCTABUMOM I10 COCTaBy MOKyHarenen
WJIM TPOJIaBIIOB TOBapa, YCIOBHIM OOpallleHHs TOBapa, YCIOBHUSAM JA0CTyIa HAa TOBAPHBIN PHIHOK,
roCcyIapCTBEHHOMY PETYJIUPOBAHUIO, BKIIOUYAs HAIOTOOOJI0KEHUE U TAMOXKEHHO-Tapu(HOE PEeryIupoBaHUe
(manee - cOMOCTaBUMBIN TOBAPHBIN PHIHOK), MPY HAJTUYHMK TAKOTO PbIHKA Ha Tepputropun Poccuiickoi
denepanuu WK 3a €€ NpeeIamH. ..

Kpurepun MOHONOJIBHOM 1eHbI. ONpeIeeHBI JBa METO/IA JOKA3aTEIbCTBA
MOHOIOJIbHOU IICHBI:
- METOJI aHAJIN3a IIEH Ha COIIOCTABUMOM TOBAPHOM PBIHKE
- METO/J1 aHaJIM3a 00OCHOBAHHOCTH PACX00B U IPUOBLIN JIJIs1 IIPOU3BOJICTBA
Y peajan3alyi TOBapa.



[IpaBoBbI€ rpaHUIIbl KOHKYpEeHIUU B PD (3aKoH 0 3aIMTe KOHKYPEHIIUH,
Nel35-D3)

4.3anper HA OrPAHUYHMBAIONINE KOHKYPEHIUIO COIVIANICHUSI MJIHA COTVIACOBAHHBIE

A CTBUA X03AMCTBYIOUIMX CYObEeKTOB (cTaThs 11) TOBapHOM pBIHKE, €CIIY TAKUE
COIVIAIICHUSI UJIY COINIaCOBAHHBIC ICHCTBUS MTPUBOAAT WIIM MOTYT IIPUBECTH K:

1) ycTaHOBICHHIO WIIM TOIJICPKaHUIO 11eH (TapudoB), CKUIOK, HaI0aBOK (J01171aT),
HAIICHOK;

2) NOBBIIICHUIO, CHUYKEHUIO WJTA MOJIEP>KaHUIO IIEH Ha TOprax;

3) pazaeny TOBaApHOTO PhIHKA 110 TEPPUTOPHUATILHOMY MPUHIIUITY;

4) 5KOHOMUYECKH WJIM TEXHOJIOTHYECKH HEOOOCHOBAaHHOMY OTKa3y OT 3aKIIOYEHHUS
JIOTOBOPOB C OMPEACICHHBIMU NPOJIABIIAMU WJIU TTOKYTIATEIISIMH. . .

5) HaBSI3bIBAHWE KOHTPAreHTY YCJIOBUM JIOrOBOPA, HEBBITOHBIX JJISI HETO. ..

6) Co371aH1IO MPEMATCTBUI JOCTYIa HAa PHIHOK, MPOY.



[IpaBoBbI€ rpaHUIIbl KOHKYpEeHIUU B PD (3aKoH 0 3aIMTe KOHKYPEHIIUH,
Nel35-D3)

5. JlonmycTUMOCTh BEPTUKAJIBHBIX corviameHnuii (crarbs 12). OnpeneneHsl o0mme
YCJIOBUS JIOITYCTUMOCTH "BEPTUKAJIBHBIX'" COITIAIIEHUN JISI JOTOBOPOB
KOMMEPYECKOU KOHILIECCUH, a TAKXKE JJI COIVIAIIEHUNA MEXAY XO3AUCTBYIOIMMU
cyObeKkTaMu ¢ JoJiei peiHka 10 20%.

6. Kpurepuu 10mycTUMOCTH COIVIALICHUH, COIIACOBAHHBIX AeMCTBU, IPOY.
(ctatbs 13) IIpenmnosarator HECKOJIBKO YCIOBUM:

1) oTaenpHBIE JUIA HE MOTYyYat0T BO3MOXXHOCTH MTOJTHOCTHIO YCTPAHUTD
KOHKYPEHIIUIO;

2) c1ocoOCTBYIOT COBEPIIIEHCTBOBAHUIO MIPOU3BOCTBA, pPealii3alliid TOBAPOB WU
CTUMYJIMPOBAHUIO TEXHUUECKOTO, SKOHOMUUYECKOTO IIporpecca JInOO MOBBIIICHUIO
KOHKYPEHTOCIIOCOOHOCTH TOBAPOB POCCHUIICKOTO MTPOU3BOJICTBA HA MUPOBOM PBIHKE;

3) npeanosiararoT NoJiydeHrue MoTPpeOUTENIMU TPEUMYIIECTB (BBITOM), COPA3MEPHBIX
IIPEUMYIIECTBaM, KOTOPBIE MOJYYaOT YYaCTHUKHU COTTIAIICHUHN, COTIACOBAHHBIX
JNEUCTBUH, IIPOY.



KoJIn4eCTBEHHBIE OKA3ATEIN CTPYKTYPhI TOBAPHOTO

PBIHKA

Tun psika CR-3 HHI

70 % < CR-3 <100 % 2000 < HHI < 10000;
BBICOKOKOHIICHTPHUPOBAHHBI
€ PHIHKH
YMEPEHHO npu 45 % < CR-3 <70 % 1000 < HHI <2000
KOHIIEHTPUPOBAHHBIE
PBIHKHU
HU3KOKOHIIEHTpUpoBaHHble Tpu CR-3 <45 % HHI < 1000

PBIHKHA



BurtaMHUHHBIA KapTeb

B nos6pe 2001 r. EK nanoxwuna mrpad B pazmepe 855,33 muH.EBpo Ha BOCbMEPBIX YUaCTHUKOB
KapTes npeanpustui-npousBoautene BuraMuHoB A, E, B1, B2, B5, B6, C, D3, H,
b oyIMeBOM KUCTOTHI, OETa-KapPOTUHOB M KAPOTUHOUIOB

(%)

F. Hoffmann-La Roche AG 50% 462 000 000
(IIsetimapus)

BASF AG (I'epmanmus) 50% 296 160 000
Aventis SA (Opanmmst) 100% u 10% 5 040 000
Solvay (T'ommanwst) 35% 9100 000
Merck KgaA (I'epmanust) 15% 9 240 000
Daiichi Pharmaceutical Co Ltd 35% 23 400 000
(SAmonust)

Eisai Co Ltd (SImonus) 30% 13 230 000
Takeda Chemical Industries Ltd 35% 37 050 000
(SmoHust)

ABopsawnHa MapuHa MuxannosHa, K.3.
H., AOLEHT Kadheapbl CTpaTermyeckoro 39
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Kapreab npoussoauresieil nuBa

* B anpene 2007 r. EK nanoxwuia mrpad B pazmepe 273 783 000 EBpo Ha Tpex 1aTCKuX
npousBoauTenei nmua — kommanuu Heineken, Grolsch and Bavaria.

Kpome Tpex mepedncieHHbIX KOMIIAHUM, B COCTAB KapTeIs BXOAUT KoMItaHus InBev, koTtopas
ObI1a 0CBOOOXKIEHA OT MTpada, MOCKOJIBbKY JOOPOBOILHO PacKphlia HHPOPMAITHIO O KapTelle
B COOTBETCTBHH C IMPOIPAMMON CMATYCHHUS OTBETCTBEHHOCTH EK.

Ha3Banune komnanuu CHu:kenue mrpadga CHu:kenue mrpadga HITpadsl (EBpo)
COIVIACHO MporpamMme COIVIACHO MporpamMmme
CMSArYeHu st CMATYEeHU s
(%) (EBpo)
Heineken NV (NL) & 0 0 219 275 000
Heineken Nederland BV
InBev NV (B) & InBev 100 84 375 000 0
Nederland NV
Grolsch NV 0 0 31 658 000
Bavaria NV 0 0 22 850 000
Bcero 273 783 000

[BopsiwmnHa MapuHa MuxannoBHa, K.3.
H., AOLEHT Kadheapbl CTpaTermyeckoro 40
MapKeTuHra
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MapKeTHHI-IUIaH: CTPYKTypa

Pestome (executive summary)

Pe3ynbTaTbl CUTYaLMOHHOIO aHann3a KoMnaHum
SWOT-aHanu3 n onpeneneHne KOHKYPeHTHbIX NPeUMYLLIECTB
OnpeaeneHne MapKeTUHIOBbIX Liefiei 1 3agad

dopMynmMpoBKa MapKeTUHIOBOM CTPaTerMm B OTHOLLEHNUM MAPKETUHI-
MUKCa NpoayKTa

LleneBble puMHaAHCOBbIE NOKa3aTenn n busHec-mMoaenb

[naH TaKTUYECKNX AENCTBUIM U KJTHOYEBbIE KOHTPOJIbHbIE TOYKM PaboThl
MapKeTUHra

J[lonyLieHuns, pecypcbl U BO3MOXXHblE PUCKMU



[ToreHuuan peiHka. EMKOCTh phIHKa

* [lomenyuanvras emxocms (nomenyuas) - 5T0 MAKCUMaIbHO BO3MOXKHBIM
00bEM MPOJIAXK, KOTJIa BCE MOTCHIIUAIBHBIE TTOTPEOUTEIN TPUOOPETAIOT
TOBApP MCXOJISI U3 MAKCUMAJIbHO BO3MOKHOTO YPOBHS €r0 HOTPEOICHMS.

* Peanvnas emxocms NpeNCTaBISIET COO0M peanbHbIA (IPOTHO3HBIN) 00BEM
MPOAAX aHAIU3UPYEMOIO TOBapaA.

CnocoObI pacyeTa eMKOCTH PhIHKA:
* [Ipou3BOACTBEHHBIN
* PacnpeaenutenbHbId (IUCTPUOYITNS)
* [lo HopMaTHBaM MOTpeOICHUSA

* [lo BMEHEHHBIM KO3 PHUIIMCHTaM



EMKOCTBH pbIHKA

OnpeéeﬂeHue EMKOCMU PblHKA HA OCHoee cmamucmu4ecKux nokaszameneu

Onpedeﬂeﬂue EMKOCMU PblHKA HA OCHoee UHOeKCA UCCIe008AMENbCKOU
naneiu

Onpeoenenue eMKocmu pblHKA HA OCHO8e UHOeKCa NOKYNAMENbHOL
CNnOCcoOHOCMIU.

Onpeoenenue eMKocmu pblHKA HA OCHO8e HOpM nompebiieHus (npooyKmol
NUMAHUS).

OnpeneneHne eMKOCTH PhIHKA HA OCHOBE YaCTOTHI MMOKYIIOK U
CTaHJAPTHBIX HOPM paCcXOJ0BAHUS TOBAPA

OHpCHCHCHHG CMKOCTH PbIHKA HAa OCHOBC CYMMHUPOBAHUSA IICPBUYHBIX,
ITOBTOPHBIX U JOITOJIHUTCIIBHBIX ITPOAAK

OrnpeniesieHne €eMKOCTH PhIHKA HA OCHOBE KO3 (DUIIMEHTOB MPUBEICHUS
00BbEMOB MPOJAK



Cnoco0Obl onpe/iesieHUsi eMKOCTH PbIHKA

Ha ocnoBe C yuerom ummnopra u 3xcriopta (uctounnku — @CI'C u opransl
o0beMa rOCYIIPABJICHUS )

IIPOMU3BOJACTBA Ha oCHOBeE yueTa KJIHOUEBBIX MPOU3BOAUTENEH TOBApOB (McTOUHUKN - CMU, He
yuuTbiBaeT J-U, octarku)

Ha ocHoBe BBIOOpKH NpOU3BOAUTENEH TOBAPOB (00IBIIIOE KOJIUYECTBO
MIPOU3BOAUTENECH, BRLIOOPKHU MO KaTETOPHUSIM — Pa3Mep UJIN PETHOH )

[To HOpMaM ITo HOpMaM pacxoja HaceleHHeM (Ha OCHOBE MapKETUHIOBBIX MCCIIEIOBaHUN
OTpeOIeHNss 110 ONPENICICHHIO HOPM, 3aBUCHT OT BO3PACTA, PEIHOHA, ILIATEKECIIOCOOHOCTH)

U pacxozaa
ITo HopMaM pacxojia B MEXaHU3MaX/yCTpPOMCTBax (TpedyeT MPUBJICUCHUS TEX.
JTAHHBIX IO PACXOy, 3aBUCUT OT IJIaTEKECTIOCOOHOCTH, CE30HA)
[To HOpMaM moOTpeOIICHHS B AMHUITY BPEMEHHU (1S TIPOJOBOJILCTBHS,
PACXOIHBIX MaTEPHUAJIOB, CHIPhS) — BAPBUPYET 110 pErHOHAM, 3aBUCHUT OT
TUIATEXKECOCOOHOCTH, KaTErOpUii HaceIeHuUs

Ha ocHoBe ITo BEIOOpKE TOPTOBBIX OpraHu3auil (MHIEKC aHen) — M0 KaTeropusimM

00BLEMOB (opmaram), He yUUTBIBAIOT OCTATKH, 3aBUCUT OT CE30HHOCTHU

IIPOJax ITo BceM ToproBbiM opranuzaiusim (He MeHee 80%) 1i1st pailoHa, Topojia

ITo cymMe mepBUYHBIX M BTOPUYHBIX MPOAAXK (1711 TOBAPOB JIJIUTEIBHOTO
MOJIb30BaHUs) — JJIsl OLIEHOK €MKOCTH Ha MEPCIEKTUBY, MAPKETHUHT.UCCII.)

B skcTpanossinpeil Ha Ipyrue pernoHbl — CPaBHEHME C M3BECTHBIMHU PHIHKAMM
(x mpumepy, MoeKBBL)iHa Mapyna MuxainosHa, k..

H., AOLIEHT kKadbeapbl CTpaTerM4eckoro 44
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Crioco0OblI onpeneieHUMss eMKOCTH PBIHKA (npoxonxkenne)

Omnenka 1o
HOMEHKJIaType, [IEHE U
peKIame

Omnenka 1o
IpeabIIyIIEeMY
EPUOTY

ITo HOMEHKJIaType ¢ MPUBSZKOM K PUpME C U3BECTHBIMU JTAHHBIMU
(CXOJICTBO HOMEHKJIATYPBI, JIJI1 BLICOKOHOMEHKJIATYPHBIX TOBAPHBIX
PBIHKOB — BBIOOpPKA 10 KAaTETOPUsIM, HA OCHOBE MPaNC-JIUCTOB)

ITo 06bemMy pekaMbl ¢ MPUBSI3KON MO MpojaxaM (CpaBHEHHUE 00beMa
pEKJIaMBbI TIO OTPACIIU C U3BECTHOU PUPMOI — aHATIOTUYHO

MPEBIAYILEMY )
ITo HOMEHKJIaType ¢ MPUBSZKOM K IIEHE U 3amacaM (HOMEHKJIaTypa 1
CpenHss IIEHa - MO MPAMC-JIMCTaM, TOBAPHBIM 3amac - Mo KJIKYEBbIM

TOBAPHBIM MO3UIIUIM 10 OIIPOCAM MEHEKEPOB, BHIOOPKA T10
KATErOpUsIM )

be3 yueta MakposKOHOMHYECKUX (DAKTOPOB TUHAMHUKHU
(3KCTpanoJMpOBaHUE TPEHIA)

C y4eToM MaKpO3KOHOMUYECKUX (PaKkTOPOB (MOMpaBKa HA U3MEHEHUE
Kypca py0Jisi, CTOMMOCTH SHEPrOHOCUTENEH, MTPOY. )

C y4eToM U3MEHEHUS 3KCIOPTAa U UMIIOPTa
C Y4€TOM CTCIICHHU HACBINICHHOCTH PbIHKA
[BopswmnHa MapmnHa MuxannoBHa, K.3.

H., AOLEHT Kadeapbl CTpaTeErmM4eckoro 45
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OnpenesieHue pbIHOYHOM 101U

TpaguiuoHHbIHI Jlonst hpupMBl 110 00BEMY B CYMME TIpoiaXK (OTpaciaeBhIX hupM JT1O0
JUEPOB PHIHKA), OTHOIIIEHNE K EMKOCTH PBIHKA

CHeHH(bI/Iqe(:KHI?’I J1071s O KOJIMYECTBY MOCETUTENIEN WU MOKYIIaTENIeH 3a
ONPENECTCHHBIN TTEPUOT IJIs1 TEPPUTOPUU WIIA OTPACITH

CnocoObI OIIEHKH PHIHOYHOW J0JIU

[To omHOMY [To cienrpuyeckoMy oTpacieBoMy (CKJIaICKHUE ILIOIIA N,

KITFOYEBOMY ITapaMeTpy MPOTSKEHHOCTH CETeH, JIp.), 00IEMY aCCOPTUMEHTY
(MHOTOHOMEKJIaTYpPHBIE PHIHKH ), 10 BEJIMYMHE TOBAPHOT'O 3araca, 1o
guciay TT (ceTeBor puTEeiii), KOTUYECTBO AWIEPOB, TUCTPUOYTOPOB,
¢unranos, mpoy., YUCITy TOCETUTENCH WU TIOKYIaTenel, oomemy
00BbEMY pEKJIaMBbl, 3aTpaT Ha pEKIIaMy.

I1Io JABYM OCHOBHBIM B AOIIOJTHCHUC K OCHOBHOMY - HE3aBUCUMBIN — CTOUMOCTD PECKIaMEI,
HapaMeTpaM momaab OTPAaCIICBbIX BBICTABOK

OCHOBHBIE YCJIOBHSI KOPPEKTHOTO MIPUMEHEHUS: BHIOODP MEPHO/Ia BPEMEHH, TIPH KOTOPOM
CTAaTUCTHKA cTaHOBUTCA HocToBepHOM (200-300 e1.), OTHOCUTENbHAS OJTHOPOAHOCTH ((hopMaToB
TOPTOBIIY, PA3MEPOB MPEANPUATHI) IpU HOPMUPOBAHUU BEIOOPOK, MEXaHUUYECKHE BHIOOPKHU

ABopswnHa MapuHa MuxannoBHa, K.9.
H., OOUEHT Kadpeapbl CTpaTernyeckoro 46
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BoisiBjicHUE U3MEHEHUS PHIHOYHOU /101U

ITo cymme 3arpar Ha
pekiamy u
aACCOPTUMEHTY

ITo cymme 3arpar Ha
peKJIaMy U IO YUCITY
MOKyTIaTeIen Uin
noTpeouTenei

ITo xomuuecTBy
MCTOYHUKOB
uH(popMauu,
KaTerOpuul, MOAEIIEH
(MuTepHeT)

BolunciieHre 1011 0 aCCOPTUMEHTY AJisl PUPM-JTUAEPOB,
ZIOJISL TI0 PEKJIaMe — KOHTPOJIBHBIM IMapaMeTp ISl [NIABHOTO
napamerpa.

Jist upM co 3HAYUTENBHBIM YHUCIIOM MOKYIIaTeNen
(HampsIMYyIO CBSI3aHO C BBIPYYKOI) WJIM OTPEOUTEIIEH

Hcnonw3oBanue MuTepHeT-cepBrucoB (AHmexkc Mapker)

ABopsawnHa MapuHa MuxannosHa, K.3.
H., OOUEHT Kadpeapbl CTpaTernyeckoro 47
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OnpenesieHue ypoBHS HACBIIICHUS PHIHKA

Kpurepuii

OCOo0OCHHOCTH BBIYMCJICHUSA

HaCbIICHUA

3aMelNIEHNE TUHAMUKHA
npupocTa crpoca (1mo
quciay Qupm-
noTpeOUTENECH)

3aMeqieHe TMHAMUKN
pUPOCTA
PEIIOKEHUS

3ameniieane TUHaAaMUKHA
00beMa HOMEHKJIATYPbl

CoOTHOILIIEHUE
JTMHAMMKH CIIpOca U
PEITIOKEHUS

Temnbl npupocTa yncia GpupM-noTpedouTesnei (mo pexiame,
NHTEepHET-MOKCK), KOJIMUECTBA MMOCETUTEIEH WU
nokymnaresei B rpymnime Juaepos (He menee 10-15).
[TapTHepckue cornamnieHus I1u00 HaOIIOICHUS
(puKcHpOBaHHBII UHTEPBAJI BPEMEHU - Yac MUK, BEIOpaHHAas

rpymnmna GupMm)
Temnbl npupocTa yncia GupM-pou3BoaUuTeNeH (1Mo
pekname, HTEpHET-NIOUCK).

OTtHoleHre (HaKTUIECKOTo MPeIoKEHUs (HaTuurue ToBapa)
K HOTEHIIMAJIbHO BO3MOXXHOMY (B COOTBETCTBUM C IPANCOM)

CyMmapHass HOMEHKIJIaTypa Wiin CPEeIHss] HOMEHKIIaTypa 3a
ompeJieJIeHHbIA Nepro BpeMeHH (110 Mpaiic-I1ucTam,
NHTEpHET-CEPBUCHI)

OTtcTraBanue pocTa cupoca OT JUHAMUKHU POCTA MPEAJIOKEHUS

AsopsawnHa MapnHa MuxannosHa, K.9.
H., OOUEHT Kadpeapbl CTpaTernyeckoro 48
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HackhIleHHOCTh phIHKA

HachIleHHOCTH PIHKA — XaPAKTEPUCTUKA HHTEHCUBHOCTH MOTPeOIeHu s
PBIHOYHOTO TOBapa (YCJAYI'H); CJIYKHUT VISl CDABHUTEJIbHON OLIEHKHU
MOTEHIIMAJIA POCTA PHIHKA

CpennenyueBbie 3aTpaTbl HA pecTopaHHblie yeayru B Poccuu B 2007 rony
- YyTh MeHee 4 ThIC. py0. Ha 0HOIO0 YejioBeka B roxa, B CLIA (38 Thic. pyo.
Ha 2005 rox), ®panuun (25 Teic. pyo. Ha 2005 rox) u I'epmanun (12 ToIcC.
pYyo. Ha 2005 rox). CBuaeTeabCTBYET 0 BBICOKOM MOTEHIMAJIE
PECTOPAHHOIO PHIHKA U €r0 HeJI0CTATOYHOM HACBhIIEHHOCTH. TemMIbl

POCTA MOCKOBCKOI'0 PHIHKA HUKE AaHAJOTMYHOI0 nmokasareJs s Poccuu.
(street food, QSR, fast casual, casual dining, fine dining)

Poinok BAJI B Poccun - ouenuBaercs cymmoi ot 1,2 xo 1,6 mipa goJu.
B roa (CIHA - 53 mapa poii., EC — oxoJ1o 22 muipa g0Ju1., Anonust — 9
MJIPJ A0JLL.).




PbIiHOYHBIC MCTPHUKHU. OUEHKA KOHKypeHWIOCHOCO6HOCWlM

(1)

OCHOBHbBIEC METPUKHU, MPUMEHSIEMBIC IS OLICHKHU JIOJIU PHIHKA:
Absolute Market Share (AMS), Relative Market Share (RMS)

1. Absolute Market Share (AMS) — aGcomntoTHast 105151 phIHKa — ONPEIETISET

JIOJII0 phIHKA KOMITAaHUM (OpEeH/1a) OTHOCUTEIILHO 00beMa PhIHKA B IIEJIOM.

AobcomoTHas mons peiaKa (%) = Ipomaxku Ha peiaKe Openaa A ($, #)/ IIponaxu Bcex

Y9aCTHUKOB pHIHKA ($, #)

AMS ncnonb3yercst Kak moKa3arellb BIUSHUSA (PhIHOYHOM CHJIbI) KOMIIAHUH HA PHIHOK.



PbIiHOYHBIC MCTPHUKHU. OUEHKA KOHKypeHWIOCHOCO6HOCWlM

(2)

2. Relative Market Share (RMS) — oTHOcuTelbHasg J0Jd pPBIHKA —

ONpeesIeT JOJI0 pPbhIHKA KOMIAHWMK (OpeH/1a) OTHOCHUTEIBHO JOJIM PhIHKA
BEIYIIErO0 KOHKYPEHTA KOMITaHUM (OpeH ).

* OrtHocureqabHast 105 pbiHKA (%) = loast ppiHka Openaa ($, #)/ Hdoas
PBhIHKA Beaylero KOHKypeHra (8, #)

RMS wucnons3dyercs mist Oenumapkunra. Marpunia BCG  crpoutca ¢
npumeHeHnrneM RMS.



PbIHOYHBIC METPUKH (PETHOHAIBHOE paclpeicICHUE):
unoexc pazeumus opernoa (1)

Nupexc pazutusi Openaa (Brand Development Index BDI) = OOmuii
00bEM MPOJIAK OpPEH/Ia IO PErMOHY (CETMEHTY)/ BCE HACEIIEHUE PETHOHA

Brand Development Index (BDI) — xapaktepusyer o0beM Ipoaax OpeHjaa
U1 3aJJaHHOM TPYyINbl MOKyIareyieil (CerMeHTa) OTHOCHUTENIbHO 0o0bema
npoaX OpeHIa [ BCEX MOKYyIaTesei.

[Ipumep: Esxxemecsunbli 00beM mnpoaax OpeHma “A” B Camape 10 T.en.,
Hacenenue Camapsl 1,2 MitH.9en., a B nesioM 1mo Poccuu — 500 T.ex., HaceneHue
- 140 miH.4ge.

BDI=(10/1,2) / (500/140) =2,3 (wmu 8,3 /3,57 =2,3)
HeoOxomum BeIOOP cerMeHTa (KaTreropuu) U (PUKCaIys «BCETO PhIHKAY).



PBIHOYHBEIE METPUKHU: UHOEKC pazsumusi bpenoa (2)

BDI (Brand Development Index) — unnekc «rpoasunyroctiy Openaa (TM),
MOKA3aTeJIb YPOBHS MPEAIIOYTEHNI KOHKPETHOTO OpEH/1a HA PBIHKE, MO3BOJIAECT
ONPEACIUTH B KAKOM PETUOHE JIyUllle MOKYIIAKOT Ty WA UHYIO MAPKY.

[IpumMensieTcs Juisl XapaKTepUCTUKH PETMOHATBHOIO PACIpeIeICHUS
PUCYTCTBUS OpPEH/IA.

BDI = % npogax Openna / % nacenenus x 100.

[lonydeHHbIN pe3yJabTaT NO3BOJISIET BHIOUPATh Ty U UHYIO CTPATETHIO
IPOJIBMKEHUS TOBapa U COOTBETCTBEHHO BHIOPAHHOM cTparerurt GOPMHUPOBAThH
pEKJIIaMHbIE OIOKETHI B MEUAILIAHUPOBAHUM.

*[To moka3zarento BDI Huxe 100 / Boimie 100 MOKHO pa3fennuTh PErHOHBI HA
00JIaCTH ¢ HU3KUMHU U BBICOKMMM 3HaueHnsIMu BDI.



CDI & BDI

CDI — Category Development Index

CDI = % nokynok TOBapOB JIaHHOU KaTeropuu Ha JAHHOM PBIHKE OT BCEX MOKYMOK KaTeropuu B
ctpaHe / % 4YHCIECHHOCTH HACEJICHHs peTHOHA OT OOIIeH YMCICHHOCTH HACEJICHUS B CTPaHe

Puiaku ¢ BeicOKHMM ToKa3aresieM CDI gaBiIst0TCS phIHKaMU, HA KOTOPBIX CYyIIECTBYET MOTECHIUAI
TUTSl JOCTHIKEHHS BBICOKMX 00BEMOB MPOJIaXK, T.K. HA HUX XOPOIIIO MPOAAIOTCS TOBAPHI KATErOpUU
A B nenmoM. Huskuit mokazarenbs BDI 114 3THUX K€ phIHKOB — BO3MOXXHOE OCHOBAHUE IS

peain3saliii arp€CCUBHOIO MAapKCTUHI'OBOTO IIJIaHA.

CDI u BDI paccuutbiBatoTcsi Ha OCHOBE 00111eT0 00beMa NpoAaX UK TOBApOOOOpOTa B
oTaeIpHOM ToBapHOU Kareropuu (all-commodity volume — ACV) Ha pbiHKe

I Beicokuii CDI u Hu3kuii BDI - uninkaTtop BO3MOXKHOCTH pOCTa MPOJAK KOMIIAHHUH.



PBIHOYHBIC METPUKHU: NPOHUKHOBEHUE

Penetration (P) - mMeTpuka 1y OLIEHKM pacnpocTpaHeHHOCTH TM (kareropun),
U3MEPSETCA KaK KOJWYECTBO TMOKyIaresie, KOTopble KyMwik BblOpaHHyio TM
(kaTteropuro) XxoTss Obl 1 pa3 3a 3aJaHHBIA TEPUOJ BPEMEHHU/O0IIECE KOIUYECTBO

KUATEIICH.
Market Penetration (%) — ays kareropuu, Brand Penetration (%) — ayist TM.

Market Penetration (%) = Kon-Bo nmokynaresnei, KynmUBIIMX TOBap U3 Kareropuu /
OO0u1ee KoJI-BO KUTEEH

Brand Penetration (%) = Kou-Bo nmokynarenei, kynupmux TM / O61miee Koji-BO

JKUTEJIEH

Penetration Share (%) = Brand Penetration (%) / Market Penetration (%)

Wcnonp3yercst s OIEHKM KOJMYECTBAa TMOKyHarenel OpeHJa OTHOCUTEIbHO
KOJIMYECTBA MMOKYIATEJIEN BCEU KAaTErOPUH.

OrneHka OTHOIICHUS/TIPU3HAHKS KaTeTOpUX WK OpeHaa



J1oJ1s1 KOIIEJIbKa

Hoasa komeabka - Share of Requirements (Share of Wallet)
(SoR, SoW) — IlokpeiTie TM nokynok B kareropuu (jojisi TM B
KOIIIEJIbKE ITOKYIIATENs, J10JIS TOTPEOHOCTEM )

* Share of Requirements (%) = [lokynku TM (#, $) / [lokynku
Kareropuu cpeau KynuBmux TM (#,%)

* lcnonb3yercs i oueHky 10 TM B MOKyImKax KaTeropuu.

KnroueBol moka3areiab J0SJIbHOCTHU



Heavy Usage Index

Heavy Usage Index (HUI) — ngoissi mOKyIoK, COBEPIICHHBIX MOKymnareasiMu TM «A»
OTHOCHUTEIBHO IIOKYIIOK B KAaT€rOpHMH, COBEPIIECHHBIX MOKynareasMu Bcex TM,
BXOJIAIIMX B BHIOPAHHYIO KaTErOPHIO.

HUI (or weight index) — Mmepa OTHOCUTEILHONM UHTEHCUBHOCTH MOTPEOICHUSI, 105
aKTUBHOTO MCITOJIb30BaHMUS.

HUI = Ilokynku B KaTeropvu, COBEPIICHHBIE MTOKYNATEISIMU TOJBKO BeIOpaHHO TM A
(#,%) / Ilokynku B Kareropuu, COBEPIICHHBIC MOKyMaTeasiMu Bcex TM kareropuu (#,9)

OtBewaer Ha Bompoc: Hackonbko MHOro mnokynarenmn TM «A» MOKyHawT I10
CpPaBHEHHUIO CO BCEU Kareropuen, Bkiovarome sce TM? Eciim HUI >1, To mokynarenu
TM «A» MOKynarwT B KaTeropyuu OO0JIbIIE, YeM OCTAJIbHBIE TOKYIATEIN KaTETOPHH.

JlaeT npencraBieHre 00 UCTOUHUKE 00BbEMA U XapaKTepe KIMEHTCKON 0a3nl TM.



JlekoMmo3unus 10,11 pbIHKA

Homs peiaka = J[oJ1s IpOHUKHOBEHUS * J10J1st KomenbKa *
Jloms aktuBHOTrO Kcnonb3oBanus (HUI)

AMS = Penetration Share * Share of Requirements * Heavy
Usage Index

OneHka Bkjaaa (paKToOpoB:

1. Ilpu3Hanme OpeHIa B KaTeropuu (IIUpOTa IMOTPEOUTEIHCKUX
PENOYTECHUMN )

2. IlpuBep:KEHHOCTH OpEHIY cpeau moTpeduTencii (rmyouHa)

3. AKTHUBHOCTH HCITOJIb30BaHUS TOBapa KaTeTOPUHU MOTPEOUTEIIMHU
Op€H/IOB (COOTHOIIIEHUE KPYITHBIE TOTPEOUTEIIN/MEITKUE
OTPEOUTEIIN )



YpoBeHb AUCTPUOYILIHHU

Yposenr amcrpuOynum TM - numerical distribution, weighted
distribution (110 JaHHBIM ayIUTa PO3ZHUYHON TOPTOBJIN)

Iloka3aresib OTCYTCTBUA TOBapa B po3Hu4YHOM To4Ke (Out of stock
unu OOS distribution). JIaHHBIM ITOKa3aTelb OLGHUBACT CTAOUIILHOCTD
IIOCTAaBOK MapOYHOI'0 TOBapa B TOProBble TOYKM. Kak mpaBuiio, 4eMm
HIDKe mnoka3zareab OOS, Tem »¢@dekTuBHee HalaxeHa padoTa
TUCTPUOBIOTOPOB MO TMpoaBMkeHHI0O TM kommaHum (B TOpoOJE,
pPETHOHE, CTPaHE).

(0 JaHHBIM ayAUTa PO3HUYHOU TOPTOBJIH )



H3MmepeHnst iucTpuOynuu

Measure: All Commodity Volume (ACYV)

* TomoBoit 00beM NpoJax (B CTOMMOCTHOM BBIPAKEHUH ) BCEX HAUMEHOBAHUM
npoaykroB, npoaaHHeix TT (The total annual dollar sales of all items sold). ACV
MOXKET OBbITh MPEJCTABJICH JIS OTACIBHBIX PETHOHOB, (POPMATOB PO3HUIIBI, BUIOB
TT (mpoayKThl MUTaHMS, aITEKH, IPOY.), KITIOYEBbIX UTPOKOB PHIHKA.

Measure: ACV Weighted Distribution

o [Hons (%) ACV, xapakrepu3yroiasi TpeACTaBICHHOCTh B Mara3uHe Kak MUHUMYM
oHOrO npoaykra TM.

Store A $30 MM

Store B $40 MM X

Store C $15 MM X
Store D $15 MM X

Total Mkt $100 MM 70% 30%

60



Jleopsuuuna Mapuna Muxaunosua
mmdvoryashina@gmail.com



