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CYWWHOCTb U TUMONIOIUA
MAPKETUHIOBbIX CTPATEIMMIN NPOABUXXEHUSA
MHHOBALIMOHHbIX NMPOAYKTOB HA PbIHOK

COKOJIOBA E.C.
YpanbCkum rocyaapCcTBeHHbIN 3KOHOMUYECKNIA YHUBEPCUTET,
r. EkKaTepuHbypr, Poccus

B cTaTbe paccMaTpuBaAlOTCS TEOPETUYECKME aCMneKTbl CTpaTernyeckoro map-
KETMHra, CyLWHOCTb MapKETUHIOBbIX CTPAaTEruii, YPOBHU UX MPOEKTUPOBAHUA WU
noaxonbl knaccudukaumn. NMpruBeneHa KpaTkas XapakTepUCTUKA KOPNopaTUBHOM
CTpaTerum, CTpaTernii KOHKYpPeHUMK, a TakXKe MHCTPYMEHTaNIbHbIX KoHUenuuii. OT-
AeNbHOEe BHMMAHME yAeNeHO PacCMOTPEHMUIO CTpaTermin NpoaBUKEHUS MHHOBALMU-
OHHbIX MPOAYKTOB U UX TMNonorumu. CTpaTerum nNpoasuKeHust paspabartbiBatoTcs B
paMKax MapKeTUHIoBOro MMKCa Ha OCHOBE OCOBEHHOCTEN U OXMOAHWUIA LLeNeBomn
ayaouTopuu, onpenenser KaHajlbl U UHCTPYMEHTbl KOMMYHMUKaUMn. B pamMkax oc-
HOBHOTIO NOAX0AA K BblAENEHUIO TUMNOB CTpPaTErMin NPOABUXKEHUS BbIAENSAOT CTpa-
TErnmu BbITaIKUBAHUSA U CTPATErMM BbITArMBaHMUA. ONpeaenieHbl coaepykaHue, yco-
BUA MPUMEHEHUS, 3a4a4M, AOCTOMHCTBA U HEAOCTATKM KaXKaoi U3 3TUX CTpaTeruni.
Ona cTtpaterMm «npoTankMBaHUSA» XapaKTepPHbl arpecCcuBHble MEeToAbl TOProB/u,
XapaKTepuUsyLMecs HaBa3biBAHMEM MPOAYKLMUM MO LENOYKE NMPOAaXK, MapKETUH-
roBble KOMMYHUKaLUM NPOU3BOAUTE/Nb HAaNpaB/sSeT Ha NpoaaBLoB. CTpaTeruo Bbl-
Ta/IKUBaHUSA LEeNnecoo6pasHO NPUMEHATb A1 TOBApPOB C HU3KOW MapO4YHOW npu-
BEP)XEHHOCTbIO. PeknamMHas [eaTenbHOCTb MMEET Y3KYKH HamnpaBleHHOCTb, MNo-
CKOJIbKY OHa Hanpas/ieHa NMPeuMyLecTBEHHO Ha AUNEepoB U areHToB. CTparterus
BbITATMBAHUA MpepgnosiaraeT co3gaHMe Crnpoca Ha TOBapbl U YCIYrM CO CTOPOHbI
KOHEYHOro NoTpebutens, Ha KOTOPOro HarnpasieHbl MapKETUHIOBblE KOMMYHUKA-
LMK, npencTaBnsome cob6oi akTMBHYHO MacCcoBYk peknamy u PR. Mcnonb3oBaHue
3TOW CTpaTernu uenecoobpasHo o NpoABMXKEHUS YHMUKANbHbIX TOBAPOB, NPOoAYK-
TOB C BbICOKOW MapO4YHO NPUBEPXKEHHOCTbLIO, CMPOC HAa KOTOPbIE BbICOK, MPU 3TOM
HabnwaaeTca cunbHasa aubdepeHumaumnsa cpean peanbHbiX UK NpeanosiaraeMblix
BbIro4, OT NO/Ib30BAHMSA JAaHHbIM TOBAPOM.
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HOW TO SUCCESSFULLY
BRING INNOVATIVE PRODUCT TO MARKET
(FEATURES AND TYPOLOGY OF MARKETING STRATEGIES)

SOKOLOVAE.S.
Ural State University of Economics, Yekaterinburg, Russia

The article discusses the theoretical aspects of strategic marketing, the es-
sence of marketing strategies, their design levels and approaches to classifica-
tion. A brief description of corporate strategy, competition strategies as well as
instrumental concepts is given. Special attention is paid to the strategies for
promoting new products and their typology. Promotion strategies are an integral
part of the marketing mix based on the characteristics and expectations of the
target audience. They define channels and communication tools and tend to fo-
cus on how to attract the attention of consumers and motivate them to take ac-
tion or make a purchase. Within promotion strategies, push strategies and pull
strategies are distinguished. Push marketing is a short strategy that is more con-
cerned with getting the immediate sale. It makes use of a company's sales force
and trade promotion activities to create consumer demand for a new product.
The push strategy is appropriate for products with low brand loyalty and is
aimed mainly at dealers and agents. A pull marketing strategy refers to a strate-
gy in which a company increases demand for its new products and draws con-
sumers to it. Pull marketing strategies revolve around getting ultimate consum-
ers to want a particular product and involve mass advertising and PR. This strat-
egy works well for loyal customers and is used for promotion of unique products.
The strategy requires creating high demand for a product, which can be difficult
in a highly competitive landscape.

Keywords: innovation; classification of marketing strategies; marketing
strategy; promotion of innovative products; promotion strategy.

B nocnenHue roabl CKOPOCTb USMEHEHUS TEXHONOMMM 3HAYUTENIBHO BO3pOCAa.
N3 KpYMHbIX TEXHOMOMMYECKMX HOBOBBEAEHMI, OKA3aABLUUX CUNbHOE BAUSAHUE HA
Npon3BOAUTENEN, MOXHO YNOMSAHYTb KOMMNbIOTEPHYIO, 1A3EPHYHO, MUKPOBOJIHOBYHO,
NoNyNnpOBOAHMKOBYK TEXHOMIOIMU, MHTETPUPOBAHHbLIE JIMHUK CBSA3U, pobOTOTEX-
HMKY, CNYTHUKOBYH CBSI3b, aTOMHYI 3HEPreTMKY, NoJly4eHUe CUHTETUYECKOro Ton-
IBA U NPOAYKTOB NMUTAHUSA, TEHHYID UHXXEHEPUIO U ApP. B NpoayKToBbIX KaTeropu-
X, KOTOPbIE XapaKTepPU3YTCS BbICOKMM YPOBHEM MPUBNEKATENbHOCTU, Npeanpu-
HMMATENN aKTUBHO BHEAPSAOT U UCNONb3YHOT MHHOBALMK U pa3pabaTbiBaOT HOBbIE
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npoaykTbl. Korga peyb naet o6 MHHOBaUMAX WUIXM MOOEPHMU3AUUU, TO, B NEPBYIO
oyepenb, nogpasyMeBaeTCda TexHo/Normyeckag MoaepHumsaumad U MHHOBAUMKU B
coepe IT.

CoBepLlweHHO 04YeBUAHO, YTO A9 YCNEeWHOoro npoaBM»XeHus ntoboro MHHoBa-
LMOHHOIO NPOAYKTa Ha pblHKe Heob6xoaMMa rpaMoOTHO pa3paboTaHHas MapKeTUH-
roeas crparerms. naBHbIM NPUHUUN MHHOBALUMOHHOINO MapKeTUHra — roTOBHOCTb
He TONIbKO K Hay4YyHOMY pe3ynbTaTy, HO U ero ToBapHon popme. MHbIMU CNoBaMu,
NpOABUraTb Ha PbIHOK HE TO «4YTO MOJIYYMIOCb», @ TO, YTO XOTHAT BUAETb NOTpebu-
Tenwu.

CtpaTterma MapkeTuHra npencraBngetr co60m MapKeTUHIoBbIM MUKC KaK peak-
LU0 NpeanpuaTUg Ha BHELWHUE BO34EeNCTBUA. HM OOMH yCrnewHbi BUu3Hec He 06-
xoauTca 6e3 MapKeTUHroBOM CTpaTernu.

dopMmnpoBaHME KOPNOPaTUBHOW CTpaTErMM MapKeTUHra nu MeHeaXXMeHTa ocC-
HOBAHO Ha MUCCUU KOMMAHUU, HA BCEX €e KOMIMOHEHTaX, U B TO XXe BpeMg cTpaTte-
rmsa yToyHgeT nx. O4eBUOHO, YTO B 3aBUCUMOCTM OT LLEHHOCTHbIX OPUEeHTauun op-
raHu3aumm onpenensarTcs Uenu, K OCTUXKEHUIO KOTOPbIX OHa CTpeMuTcd, GopMu-
pyeTcs MapKeTUHrosas NoOAMUTUKA, BbIBUPAETCS PbIHOK M CNOCOObI MPOABUXKEHMUS
TOBApOB U YCAYT.

B cTpaTtermyeckoM MapkKeTuHre rnpuHATO BblAeNATb Cieayowme ypoBHU Mpo-
eKTUPOBaHUA MapKeTUHrosomn ctpaternm [PowerBranding.ru, 2019].

A) KoprnopaTtuBHag cTparterus.

KopnopaTuBHas cTpaTernsg MapKeTUHra 3akjir4yaeTca B pa3paboTke cTpaTe-
MYeCcKMX U TaKTUYECKUX LeNern KOMMaHUU, OLEeHKe ee KOMMeTeHUN, LEHHOCTEN,
KIIMEHTOOPUEHTUPOBAHHOCTU U CMOCOBHOCTU YAOBNETBOPATb MHOroob6pasHble no-
TpebHOCTU noTpebutenen. 3Ta CTpaTerna onpenensaetr NMPUOpUTETbl pacrnpeaene-
HUSA pecypcoB, TaKUX KaK PMHAHCbI, KOMMEeTeHUMN, NnepCcoHan U MOLLHOCTU MPOU3-
BOACTBaA.

CywecTByeT wWwMpoKag Krnaccupukaumga KOprnopaTUBHbLIX MapPKETUHIOBbIX
cTpaTtermin. B caMoM yKpynHEHHOM BUAE UX MOXHO pasfenuTb Ha cTpaTtermm pocrta
(cTpaTernmn ycmneHuss NO3nLMUN Ha PblHKE, Pa3BUTUSA PblHKA, Pa3BUTUS NPOAYKTA,
cTpaTerMm WMHTErpuMpOBAHHOIO poCTa cTpaTterMm ameepcuukaumm) u cTpaTtermm
COKpalweHua (CTpaTterna nUKBUAauUuK, ctpaterma «cbopa ypoxkasa», ctparermsa co-
KpaweHus nsgepxek v 1.4.).

B peanbHOM NpakTuKe KOMMNaHUA MOXET UCMNOJIb30BaTb HECKO/IbKO CTpaTerum
OHOBpPEMEHHO. B TakoM cnyyae npegnpuatne ncnonbsyeTt AMbo KOMOMHUPOBAH-
HYK CTpaTerui pocTta, TM6o KOMOUMHUPOBAHHYK CTpaTeruto cokpaweHuda. bonee
Toro, nto6ag MapKeTUHroBas AeaTeNbHOCTb NpeanpuaTus, Tak UM nHaye, CBa3aHa
C O4HOW UNN HEeCKONIbKMMM Ba3nUCHbIMKU cTpaTermamMmn. MMeHHo no3ToOMy B HAay4YHOM
nuTepaTtype No MapKeTUHry NMpUHATO TakXXe Ha3blBaTb AaHHble CTpaTernm 3TasioH-
HbIMMU.

b) CTpaTtermm KOHKypeHuuu.

CTpaTermm KOHKypeHumMm — 3TO CMCTeMa Mep Mo HapawuBaHUIO NOATbHOCTU
KJIMEHTOB U YCUIEHUS KOHKYPEHTOCNOCOBHOCTU. Kak yKa3biBaeT M. MNMopTep, «4To-
Obl KOMNAHUG MOra NPUHOCUTb CTaBUNbHbLIA pacTyWwun foxon, em HeobxoauMo
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DOCTUYb NnaepcTBa B OOHOM M3 Tpex obnacTten: B NPOAYKTe, B LEHE MM Y3KOW
pbIHOYHOW HUwe» [OBCAHHMKOB, 2019; 43]. 3TM OH 060CHOBanN TpM TUNa OCHOB-
HbIX KOHKYPEHTHbIX CTpaTerun: ctpateruio audpdepeHumaumm u nyywmx oocTmxe-
HWI, CTpaTerMi 3axBaTa pblHKA MO A0Ne NPOoAaX, CTpaTernMto KOHUEHTpauuMu Ha
cerMeHTe.

B) UHCTpyMeHTanbHble (pyHAAMEHTabHbIE) CTPATEruu.

JTU CTpaTerMm MapkKeTUHroBOW AedaTesibHOCTU pa3pabaTtbiBalOTCa Ha CaMOM
nocnegHeM 3Tane CTpaTermyeckoro MIaHMPOBAHUA ONS KaXXOOro 3/ieMeHTa MH-
CTPYMEHTOB MapKeTUHra, COCTaBNAWMX CTpaTeErM4eCkKun MmKC.

MHCTpyMeHTanbHble CTpaTernm MapKeTMHra COCTaBlAT 94p0 BCEro KOM-
nnekca cTpaTerM4eckoro MoaenmpoBaHMs 1 onpenenstoTca CTpaTernyeckum map-
KEeTUHI-MUKCOM KoMnaHuu. O4eBMAOHO, YTO 34€eCb BblOeNnaT cnepyroume pasHo-
BMOHOCTM MapKETUHIOBbIX CTPaTerun, OCHOBAHHbIX Ha KOHUenuun 4P:

- NPOAYKTOBAs CTpaTerus;
cTpatermsa ueHoobpasoBaHUg;
cTpaTerns gucTpmoyumu;
cTpaTernsa NpoaBuXeHUs.

CTtpaterma npoaoBuXXeHUs onpegenseT coumanbHO-NMCUXON0rnyeckme ocobeH-
HOCTU LEesIeBOro pbiHKa U ero LeHHOCTHble OXXnaaHua. B Hen dopMynupyroTca oc-
HOBHbIE LEN KOMMYHUKAUUM U KaHanbl MHPOPMALMOHHBLIX NOTOKOB. CTpaTterus
onpenenseTr npuopuTeTbl Bbibopa 3Tux KaHanos (ATL, BTL nnu nHrepHeT-KaHanbl),
dopMUpyeT naaH peknaMHbIX MepoONpuUiTUn U MeamannaHMpoBaHUSA NOTOKOB pe-
KNaMHOM MHPOPpMaLUU, MPUHLMMBI NOAOEPXKKMN HOBbIX U OCHOBHbIX aCCOPTUMEHT-
HbIX MO3MUMIK NpOAYKUUK, onpenenaeT pasMep peknaMHoro 6Groaxerta [OBCAHHU-
KoB, 2019].

MpoasmxeHne MHHOBALMOHHOIO TOBapa WU YCIYrn Ha PbIHOK rMnogpa3yMesa-
eT pa3paboTKy CUCTEMbl KOMMYHUKaUMK, NOL KOTOPOM MOHMMaeTCa npouecc ne-
pegayn MHoOpMaumMmM LeneBow ayauTopum B Kakom-nmbo cdopme: BepbanbHOM,
rpaunyeckon, MysbiKanbHOW U T.4., NPUYEM BOCNPUATUE ITON MHPOPMALUU O01XK-
HO COOTBETCTBOBATb OXWAOAHUSAM npogasua. KoOMMyHMKauma npmsBaHa NOBAUATb
Ha pelweHune KIneHTa o npnobpeTeHun ToBapa UNu ycnyru.

K OCHOBHbIM UenaM npoaBuXeHud, no MHeHuto A.B. 3asropogHewn, O.0. AM-
MOJIbCKOM MOXHO OTHEeCTU [3aBropoaHasd, Amnonbckagq, 2019; 271]:

— «pacnpocTpaHeHune uHpopmaumm o pupme, o ToBape, 0 KayecTBax ToBapa
uT.A.,;

— pacwumpeHue 3HaHug;

— CO34aHuve BreyatneHus o pupme, ToBape U T.4.;

— CO34aHuMe 3MOUMOHANbHOMO OTHOLIEHUS;

— CTUMynUpoOBaHWeE peweHus O npuobpeTeHun, noowpeHne n ogobpeHne
0EencTBUm;

— CHYTUEe AMCCOHAHCHbIX OLWYLEeHUW Nocsie NOKYNKU ToBapa.

BblOOp KOHKPETHOro Hanpas/ieHUS KOMMYHMKaUMKM onpenensieTca xapakre-
pPUCTUKaMKM TOBapa, a TakKe MNOJIOXKEHMEM KOMMAHUU Ha pbiHKe. TaKMMKU Hanpas-
NeHnaMu MoryT B6bITb:
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—  YHUKaNbHOCTb NpeasioXXeHuns;

-  UMUOXX TOProBov MapKu;

— KOHKYPEHTHOE MOoJIOXKeHUe, K KOTOPOMY CTPEMUTCHA KOMMAHUS;

—  MO3MUMOHMPOBAHME TOProBOW MapKu B CO3HaHUKU NnoTpeburtens.

MNpu ¢opMmpoBaHUM CTpaTerMm npoABUMXKEHUS HeobxoaAuMOo onpenenuvuTb
KOHKYpPEHTHble rnpeumyulectBa HOBOro TOBapa WAM YyCAyru, npoaHanmM3upoBaTb
CTPYKTYpPY PbIHKA, BbISIBUTb TEHAEHUMN €ro pas3BUTUL, @ TakKXKe NMPUHLUNMbI LEHOO6-
pa3oBaHud. CTpaTerna npoaBuXXeHMa TOBapoOB U YCNyr ABSeTCqd OCHOBOW LLeHOBO-
ro n ueneBoro Nno3uuMoHmpoBaHusd. PaspaboTka cTpaTermm npoaBUXXeHUs Npoayk-
Ta, ycnyru mnm 6peHpa Ha ueneBowr PbIHOK npegnofiaraeT OUeHKY KOHKYPEHTOB,
onpenesieHne B3aMMOOTHOLWEHUN C KOMMNAaHUU C KJIMEHTaMU U napTHepamu, Npo-
BeAEeHMe aHanu3a CUibHbIX U cNabblX CTOPOH KoMnaHuu [Fpuropbes, 2019].

CtpaTterma npoaBuXXeHUsa No3BOJSISET KOMMAaHUKU MPOrHO3MPOBaTb BO3MOXHO-
CTU CBOEro pa3BUTUA C Y4E€TOM U3MEHEHUM HA PbIHKE U HANNYNA COBCTBEHHbIX pe-
CypCOB, OUEHUBATb PUCKN, HAXOOUTb HOBblE PbIHOYHbIE HULIWU UM NMPOHUKATb Ha
yXe 3aHAaTble, POPMUPOBATb KaHasbl MAPKETUHIOBbIX KOMMYHUKaLUUNA.

Mo mMHeHuro A.A. bonotosoun, E.K. KapnyHuHoOW, «cTpaTterna npoaBuMdXKeHUd
BK/KOYaeT B cebsa: cTpaternto andpdepeHUMpoBaHUS M NO3ULMOHUPOBAHUSA; PR-
cTpatermto; GR-cTpateruio; peknamHyr CTpaTermio; MapKeTUHroByk CTpaTeruio;
TOBApHYK CTpaTeruio; CTpaTervio LeHoobpa3oBaHMA; CTpaTernto pacnpocTpaHe-
HUS; KOPNOPaTUBHYO CTpaTerut; ctparernio 6usHec-eguHUL; cTtpatermio 6peHaa»
[BonoToBa, KapnyHuHa, 2013].

BONbLWKMHCTBO yyeHbIX N UccnepoBaTenen, paccMaTpmaas TUNONOMMKD Mapke-
TUHIOBbIX CTPATErnin NPOABUXKEHUS, BbIAENAIOT TONIKAOLWME N TAHYLLKE CTpaTernu.

1) Crpaterusa «npotankmsaHua» (Push).

MnaBHasa 3agaya OaHHOM CcTpaTerMm — MOTUBALMS MOCPEaHMKOB B noanepa-
HUM onpeneneHHOro YypoBHSA aCCOPTUMEHTa TOBAapPOB KOMMNAHUU U, TAaKUM 06pasoM,
obecneyeHUU yCUneHHOM NoaaepXKKMU B MecTax npoaax.

Ona cTpaternm «NpoTankUBaHMUA» XapaKTepHbl arpecCnUBHble MeToAbl TOProB-
v, XapakTepusyruwmecs HaBga3biBAaHMEM NPOAYKLUUM MO Lenovke npoaaxk: mMpous-
BOAUTENIb — ONTOBUKAM, ONTOBUKU — PO3HUYHbIM TOProBLUAM, @ T€ — KOHEYHbIM MOo-
TpebutenaM. MapKeTUHroBble KOMMYHMKAUUM B [aAHHOM C/lyyae KOMMaHug-
npoun3BoauTesib HanpasssgeT Ha ONTOBUKOB U PO3HUYHbLIX TOProBueB, YTOObl CTU-
MyAMpPOBaTb UX MOAAEPXKMUBATb HEOOXOOMMbIN YPOBEHb 3armacoB, AEMOHCTPUPO-
BaTb TOBap noTpebutensam, ob6ecneynTb ero BbIrOAHOE pa3MelleHne B TOProBbIX
3anax.

B uenax ctumMynupoBaHus COblTa KOMMNaHMM pa3pabaTbiBalOT crneumasnbHble
npeonoXeHusa ang notpebutenen, HanpuMep, BbIrOgHble YCNOBUS 3aKynku, 6ec-
nnaTHble NapTum ToBapoB. GupMa-npousBogmUTEIb MOXET OKa3blBaTb MOMOLWb B
opopMNeHnn TOProBoro 3ana, a Takxke B GUHAHCUPOBAHUN PEKNAMHbIX KaMMNaHUN.

CTtpaTteruio BblTaZIKMBaHUA Lenecoobpas3HO NPUMEHATb A9 TOBAPOB C HU3KOM
MapoO4YHOW MNPUBEPXKEHHOCTbI. Mo MHeHuto B.JI. My3bikaHTa, OHa TakXe «Xapak-
TepHa A9 HOBbIX TOBApOB, KOrAa npou3BoAUTENlb «OTAAET» TOBAp, NEPENOXUB Ha
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YYaCTHMKOB MAapKETUHIOBOro KaHasa OCHOBHble Npob6aeMbl NO ero ganbHenwemy
ABUXEHUIO KOHEYHOMY noTpebuTtento» [My3bikaHT, 2017; 112].

OCoBeHHOCTbIO OaHHOM CTpaTeruu 9BASeTCS LWKMPOKOE MCNOJSIb30BaHME TOp-
roBoro nepcoHana, KotTopblin OO/MKEH ObiTb XOPOWO MHPOPMUPOBAH O TOBape U
€ero oCo6eHHOCTAX, NPOSBNATbL aKTUBHOCTb U ApyXentbune, 6bITb XOPOLIO MOTUBMU-
pPOBaHHbIM.

Peanusaumsa cTpatermm «BblTaJIKMBAHUS» HE TpebyeT 3HaUYUTEeNbHOro ob6vema
KOMMYHUKaUUN BCNeaCTBME OFPaHMYEHHOro Yncaa nocpeaHuUkKoB. PeknaMHasa nes-
TEe/IbHOCTb MMEET Y3KYH HanpaBAEHHOCTb NMPenMMyLLeCTBEHHO Ha OMEepOB U areH-
TOB. TakuM 06pa3oM, C O4HOM CTOPOHDLI, pacTyT pacxodbl Ha MPOMbILWIEHHYK pe-
KN1aMy, HO OQHOBPEMEHHO CHUXAKTCHA Ha NOTPeBbUTEeNbCKYHO.

NMpuMepoM peanmsauuu CTpaTermm «BbITaJIKUBAHUS» SIBASIETCS NMpoaaka TO-
Bapa C O0CTaBKOM, OpraHnU3aumns KypcoB A5 TOProBblX NOCpeaHUKOB, yBeMYEHME
CKMOO0K Ha NOoCTaBnseMY NPOAYKUUIO OJ19 ONTOBbIX U PO3HUYHBLIX GUPM, ydacTme
B CMeumannu3mpoBaHHbIX BbICTaBKaX, 4EMOHCTPaLUUS TOBapa Ha BbICTaBKaxX.

Havbonee 3HayMMbIM HeOOCTAaTKOM CTpaTernm «BblTaNIKUBAHUA» ABNAETCA
BbICOKAs 3aBMCMMOCTb KOMMNAaHUMN OT NOCPEeaAHUKOB.

2) CtpaTtermga BbitarmsaHusa (pull).

JaHHaa cTpaTterng npepnonaraeT CO3gaHMe Ccnpoca Ha TOBapbl U yCiyrm co
CTOPOHblI KOHEYHOrO NMoTpebuTens, cnenoBaTeNibHO, HA HEro M HanpasAeHbl Map-
KETUHIroBble KOMMYHMKaALUUKU, KOTOpPble B OCHOBHOM NpeacCTaBastOT cOOOM aKTmB-
HYO MaccoByk peknamMy u PR. B pesynbtate notpebutenm obpawarTcs 3a npo-
OYKTOM KOMMAHUMU K PO3HUYHbLIM TOProBuaM, pO3HUYHbIE TOProBUbl — K OMTOBU-
KaM, a ONTOBUKU — K pupMe-npomsBoauTento. Tak Co3gaeTca KOHTYp «BbITArvBa-
HUg». Mpn 3TOM HUBENMpyeTCca 3aBUCMMOCTb KOMMNAaHUM OT NocpeaHuKa, cnocob-
HOro 3a6/10KMPOBATb AOCTYM K PbIHKY.

Mcnonb3oBaHMe 3TOW CTpaTernm uenecoobpasHo ANa MpoOABUXKEHUS YHU-
KaNbHbIX TOBApOB, NPOAYKTOB C BbICOKOM MapO4YHOMN MPUBEPXKEHHOCTbIO, CNPOC Ha
KOTOpble BbICOK, MPW 3TOM Habnwpaetca cunbHaga audpdepeHumauma cpeau pe-
aNnbHbIX UNU NpeanonaraeMblX Bbirod OT NOSb30BAaHMSA AaHHbIM TOBAapOM.

Ecnn pedb naet o NpoaBUMXKXEHUM HOBOro ToBapa, TO CTpaTerus «BbITArMBa-
HUG» NPUMEHSAETCA Ha nocsiegHeM 3Tane co3naHug ToBapa Ang co34aHus crnpoca
K MOMEHTY NOCTYN/IeHUa NpOoAYKLUMN B TOPrOBYHO CETb.

CTpaTtermsa «BbITArMBaHUSA», KaK NpaBuno, TpebyeT 3Ha4YUTeNbHbIX (PUHAHCO-
BblX BIMBAaHUW BCNeACTBME 3HAUYUTENbHONO 06beMa KOMMYHMKALMN, NO3TOMY Aa-
NleKo He BCe KOMMaHuu MoryT cebe no3BOINTb ee NpUMEHeHuUe.

Cnepyet oTMeTuUTb, YTO Pull n Push cTpaterum He MCKNOYAIOT, @ AOMONHAKOT
Apyr opyra; Hanbonee 3pdeKTUBHbIN pe3ynbTaT (3PPeKT CMHeprun) gaeT coyeTa-
HMe o6oMX NOAXOA0B.

B paboTax HEKOTOPbIX YYEHbIX NPUBOAATCS Knaccnupukaumm ctpaTtermm npo-
OBWXEHUS U Mo paay Apyrux npu3HaKoB.

Hanpumep, B pabote P.B. AHaopueHko, A.B. KataeBa B 3aBUCMMOCTM OT CNOCO-
06a BO34EeNCTBMSA Ha LeNeByrO0 ayaAuTOpUIO BblaenatTca [AHopmueHko, Kataes, 2016]:
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— pauuoHanbHasg cTpaTeruns, NOrMYHO ybexkaaruwas NOoTEeHUMANIbHOMo Kiu-
€HTa, B3bIlBag K €ro pasymy;

— JSMOUMOHaNbHaga cTpaTterus, BO3L4EMCTBYHOLWAS HA 3MOUMMU, KaK Mpasuno,
nocpeacTsoM accoumauunm, BOCMOMMUHAHUKA, 3BYKaA, UNNKOCTPALUUA U T.4.

KpoMe TOro, aBTopbl TakXe noApasaensdtoT CcTpaTermm npoaBUXKEHUSA Ha ce-
NeKTUBHbIe (HanpasB/ieHHble HAa KOHKPEeTHbIe rpynnbl NnoTpebuTenen) n MaccoBble.

0O.A. MapKnMTaHOB YKa3bIBaET, YTO CTpaTeruss NpoaBuXXeHUs MoXXeT ObITb J0-
KanbHOW, perMoHanbHOM, obweHauMoHanbHOM U rNob6anbHOM B 3aBUCMMOCTU OT
OXBaTblBaeMow Tepputopun [MapkmtaHos, 2014].

Cnepyet TakXXe ynoMSAHYTb Knaccudpukaumioo cTpaTernin NnpoasmxkeHus, npea-
noxeHHyto .M. Ain3nHoBoIn. B KauecTBe npmnsHaka knaccupumkauum aBTop UCMNosb-
3yeT PyHKUUU CcTpaTernn. Tak, pa3nmyaroTca cieaylowme Buabl ctpaternm [Ansu-
HoBa, 2015]:

1) nHdpopmaTuBHaAA - AOHeceHue A0 noTpebutener HOBOW MHPOpMaUUU O
HOBOM TOBape WAMU MNOABNEHUU HOBbIX (PYHKUMOHANbHbIX BO3MOXHOCTEN Y YXKe
cywecTeyrowero, 06 UsMeHeHUU Kakmx-nmbo xapakTepucTuk ToBapa, Hanpmmep, o
CHUXXEHUM LeHbl B paMKax peknaMHOM KaMnaHuu, gopmmpoBaHme obpasa KoMna-
HUU;

2) yBeweBaTeNbHagd — ee OCHOBHOW LeNbio aBngetca GopmMupoBaHue npea-
noYTeHus K BpeHay, USMeHeHne BOCNpmaTUs nokKynaTteseM CBOMCTB ToBapa U T.4.;

3) HanoMuHawwaa — MHOOPMUPOBAHNE O TOM, rAe MOXXHO KynuUTb NPOAYKT,
HarNnoMMHaHME O CKOPOM BOCTPebOBaHHOCTM TOBapa, yOoep)XaHue ero B namMatu
KJIMEHTOB MeXay Ce30HaMu U T.A4.

Cnepyet OTMETUTb, YTO MHOTUE YYEeHble U NPaKTUKYOLWMe MapKeTonoru oTme-
4YakT, YTO NPOABUXKEHME TOBAPOB U YCNYr ABNSETCS 3/1€eMEHTOM KOMMeKkca Map-
KeTUHra n NoToMy ero HeuenecoobpasHo paccMaTpuBaTb U MAAHMPOBATb KakK OT-
AeNbHbIN NpoLecCc MapKeTUHIOBOM AeATeNIbHOCTM KOMMNAHUMN.

B nocnenHee BpemMsa pa3BUTUE PbIHKOB MPUBENIO K TpaHCcHopMauUM OCHOB-
HbIX MHCTPYMEHTOB MapKeTUHra B CTOPOHY KJIMEHTOOPUEHTUPOBAHHOCTU U CTOU-
MOCTHOro NO3UUMOHUPOBaHUA. [MpM 3TOM KoHUenuma MapKeTuHr-mmkca 4P npe-
obpasyeTcs B KOHUENUMIO MapKeTuHra s3anmMooTHoweHunm 4C [Kapnosa, 2019]:

— noTpebHocTM nokynaTteng (customer solution);

— nokynaTenbCkue 3aTpaThbl (cost to the customer);

—  MHPOpPMaUMOHHbIM 06MeH (communication);

— ypo6cTBO (Convenience).

Ecnn B TpagMuMoOHHOM nogxone pa3paboTka NpoaykKTa OnMpaeTcss Ha KOH-
uenuuio yaoBNeTBOPEHUS BbISBIEHHOW UM CO30aHHOM MOTPEBHOCTU, TO B KOH-
uenuuu MapkeTUMHra B3aMMOOTHOLWIEHUN OCHOBOW SIBNSIETCS peweHue npobnembl
notpedutens/knnenta. Customer solution o3Ha4vaeT, 4TO NoKynaTenb, NpnobpeTas
NPOAYKT, HE MPOCTO XOYeT KYyMuUTb CTUPasIbHYH MalWHY, HO pewwuTb npobnemy
ObICTpOr N ynobHOM CTUPKKU. B 3TOM cnydae ToBap «CTUpasibHag MawuHa» byneTt
BKNOYATb B CeBS BbIBO3 CTAPOM TEeXHUKU, LOCTABKY, YCTAaHOBKY, 06CcnyXnpaHue u
npu HeoBXoAMMOCTU KpeamuToBaHMe. Takon COBOKYMHbIM ToBap 6yaAeT CTOUTb O0-
poXXe U peweHue 3a KIIMEHTOM.
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Bce ocTtanbHble 3neMeHTbl AaHHOW CTpPaTerMyeckom KOHLUEMNuMm TakxKe CBsa3a-
Hbl C peweHnaMm rnokynatend. B 4acTHOCTK, TaKOW 3N1eMEeHT MapKeTUHIOBOro MUK-
Ca Kak communication, Koppenupyrwmini ¢ NpoaBUXKEHUEM B KNaCCUYECKOM Map-
KeTUHr-mmkce 4P, — 3TO He NpoOCTO AOoHeceHue MHPopMauun A0 KIMEeHTa, a Co-
30aHMe AManora U HaxoXxaeHue obLero a3blka.

Becb 3TO KOMMAEKC HeCKOJIbKO BUOOU3MEHSET CTpaTerMo MapKeTUHra B Le-
JIOM 1 CcTpaTernm npoaBuMXeHUs MHHOBALMOHHbIX MPOAYKTOB, B YaCTHOCTU, U Npe-
BpawaeT ux B pa3paboTKy NnporpaMmbl IOSIbHOCTU — 6onee JOporom, HO B yC/O-
BUSX YXECTKOM KOHKYpeHuumn, bonee spHeKTUBHbIN MyTb 3apabaTbiBaHNS AEHET.
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