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BOITPOCHI KIMEHTOOPUEHTUPOBAHHOCTHU BU3HECA B POCCHUM:
ITOYEMY HE BCE ITPOT'PAMMBI JIOAJIBHOCTH YCIIEILIHBI
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Pocmoeckuii cocyoapcmeennulii IKonomuyeckuit ynueepcumem (PUHX),
2. Pocmoe-na-/lony, Poccusa

Lesablo ucciieA0BAHNSA A6/15emCsl 000CHOBAHUE CYWHOCMU U CReYUDUKU OYeHKU KIUEeHMO-
OPUEHMUPOBAHHOCMU U KIUEHMOYEHMPUIMA, ABTAIOUWUMUC 3HAYUMBIM HANPABTIEHUEM 8 CO8pe-
MEHHOM MapKemuHee KOMNAHULL, a Makice 8vlasileHue Kuo4esvlx (hakmopos npu eblcCmpaueaHuu
pabomosl ¢ nompebumenamu, IUAIOUUX HA Pe3VIbMAMUEHOCTb KIUEHMCKUX NPOZPAMM, KOMO-
pbie 8blCmynaiom npooOdCeHUeM U 60NI0ueHUeM OpUueHmayuu OUsHeca Ha KiueHmoa.

MeTonosioruyeckas 6a3a uccJIeI0BaAHUS. B pavkax ucciedosanus 60npocos KiueHmoopueHmu-
posanHocmu busHeca 6 Poccuu u ananumuxu npuyun omcymcmeus yCheuwHoll peanu3ayu npocpamm
JIOSLTLHOCMU Mbl ONUPAEMCS HA PACCMOMPEHUe NPOPUIbHBIX TUMEPANyPHbIX UCHOYHUKOS NO HANPAB-
JIeHUIO KAUEHMOYEHMPUIMA 8 MapKemuH2060l desmenbHocmu Komnanuti 6 Poccuu u 3a py6excom,
Makoice ONUPAemcs Ha pe3yIbmanmuvl SMAUPULECKUX UCCTE008ANHUL CIONCUBLUENICS NPAKIMUKU 8E0eHUs
ousneca 6 Hanpagnenuu knuenmoopuenmayuu 6 B2B u B2C ceemenmax. Hcnonbsoanvl memooul onu-
CaHUs, CPasHenUsl, CONOCMABIeHUs, AHAU3A U CUHME3A NOTYYEHHOU UHDOpMAayulU.

Pesyabrarsl ucciaenoBanusi. OOHUM U3 8AXHCHLIX PE3YIbIMAMO8 AGNAEMCS GbIAGNIEHUe Y KOM-
NaHull 8 20p00ax edepanbHo20 3HayeHus: OoNbuLell CmeneHy OPUeHMAaAyUU Ha KIUeHMos 8 C8A3U
C CUTBHOU KOHKYPEHMHOU O0pbOOIl, C883aHHOU C 8bICOKOU KoHyeHnmpayuel ousneca. [Ipu smom
umenno ceemenm B2C saensemcsa nacmanom ocywecmensemvix KIUEHMOOPUEHMUPOBAHHbIX
UHUYUAMUB, BONTOWAEMBIX 8 PedlbHOCMb. 1Ipuxo0um K 661800y, UmMo NPOAGIAIOMCA MeHOeHYUl,
cnocobcmeyiowue nepexody om QopmManrbHO20 KIUSHMOYEHMPUIMA K PealbHOMY, YMo NO3601UM
obecneuums d¢hheKmusHOCmMb NPUMEHAEMBIX NPOCPAMM KAUSHMCKOU 0ANbHOCMU 0151 MeX opad-
HU3ayull, Komopule 6y0ym YKpenisims C80U PbIHOYHbLE NOZUYUU.

IlepcnekTHBY MCCIEIOBAHMS COCMAGIAem OOKA3amMenbHblll anHanus Komnawuu 6 Poccuu
no Kpumepuro opueHmayuu Ha nompeoumeneil U 8blsA8IEHUI0 HeOOX0OUMOCMU nepexoda om ¢hop-
MAnbHORO KAUESHMOYEHMPUSMA K PEAIbHOMY, YmMo obecneuum pe3yibmamueHoCmb NPOSPAMM K-
EHMCKOU JOANLHOCMU OJIsL meX OpeaHUu3ayull, Komopuie 6y0ym YKpeniams C60U PbiHOYHbIE NO3UYULL.

Karw4deBble cioBa: KAUEeHMOOPpUEHMUPOBAHHOCNb, KIUEHMOYEHMPUSM, MAPKENMUHZS KOMNA-
HLH:Z,' KlUueHmcKue npocpammal.

BUSINESS CUSTOMER QUESTIONS IN RUSSIA:
WHY ARE NOT ALL LOYALTY PROGRAMS SUCCESSFUL
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The purpose of the study is fo substantiate the essence and specifics of assessing customer
focus and customer centrism, which are a significant direction in modern marketing of companies,
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as well as identifying key factors in building work with consumers that affect the effectiveness
of client programs, which are a continuation and embodiment of business orientation towards
customers.

The methodological base of the study. As part of the study of the issues of customer focus
of business in Russia and the analysis of the reasons for the lack of successful implementation of
loyalty programs, we rely on the consideration of specialized literary sources in the direction of
customer centrism in the marketing activities of companies in Russia and abroad, we also rely
on the results of empirical studies of the established practice of doing business in the direction of
customer orientation in B2B and B2C segments. Methods of description, comparison, comparison,
analysis and synthesis of the information obtained were used.

The results of the study. One of the important results is the identification of companies in
federal cities with a greater degree of customer orientation, due to the strong competition associated
with a high concentration of business. At the same time, it is the B2C segment that is the flagship
of ongoing customer-oriented initiatives that are being implemented. We come to the conclusion
that tendencies are emerging that contribute to the transition from formal client-centrism to real,
which will ensure the effectiveness of the applied client loyalty programs for those organizations
that will strengthen their market positions.

The prospect of the study compiles an evidence-based analysis of companies in Russia
according to the criterion of customer orientation and identifying the need to move from formal
customer centrism to real, which will ensure the effectiveness of customer loyalty programs for
those organizations that will strengthen their market positions.

Key words: customer focus, customer centrism, company marketing; client programs.

BBenenme. MHrepec k opHeHTauMu Ha 3a-
MIPOCHI MOTPEOUTENECH TPUCYTCTBOBAII B MapKe-
TUHTOBOW JEATEIbHOCTH HM3HAYAIBHO, MOCKOJb-
Ky B YCIIOBUSIX pabOThl B KOHKYpPEHTHOU cpejie
MMEHHO ITOHUMAaHHE MOTPEOHOCTEH CBOUX ITOTCH-
LUMAITBHBIX KJIIMEHTOB M BapUAHT MX HAWITYUIIErO
YZIOBJIETBOPEHUSI IIPU OJJHOBPEMEHHOM COOIIOIe-
HUW UHTEPECOB KOMITAHUU SIBJISIETCS 3AJI0TOM yC-
rexa Juist NPeANpUsITANR U OpraHU3aLH.

B Hacrosiee BpeMst B TEOpUH U IIPAKTUKE
KOMIIAHUHM HMCCIEAYIOTCS U MPUMEHSIOTCS IOJ-
XO/bl TIO MTOCTPOCHUIO NPOrPAMM JIOSUIBHOCTH,
SIBIISTIOIIIMECS TIPOSIBJICHUEM OPUEHTAIINN OU3HE-
Ca Ha UHTEPECHI KIIMEHTOB, HALICJICHHBIE HA BbI-
CTpauBaHUE JUIUTEIBHBIX B3aUMOBBITOHBIX
OTHOIIIEHUH ¢ 1eneBor aynuropueit [9, 10, 13,
23]. Ongnako, J1ajeKo HE BCE KOHCTPYUpPyEMbIe
MPOrpaMMBbI JIOSUIBHOCTH YCIICIIHBI HA IPAKTUKE
Y TIPUBOJST K UICKOMOMY PE3YJIbTaTy, YTO BBI3bI-
BaeT MHTEPEC K UCCIIECIOBAHUIO KIIMEHTOOPHUEH-
Tanyu OU3HECa ¥ TIOHUMAHUIO TOTO, SIBIISITCS JIN
OHa /151 OOJIBIIMHCTBA OPTaHU3ALUI Ha POCCHIA-
CKOM PBIHKE PeaTbHOM WK B OOJIBIIMHCTBE CITY-
YaeB MpeJICTaBIsIeT cOOOM JEKIapaluio O HaMe-
peHHAX U POPMATHLHO TPAHCIHPYEMbIC TE3HCHI,

HE B MOJTHOW Mepe COMpsIraeMble C MPEaITPUHU-
MaeMbIMH Ou3HecoM neiictBusimu [11, 12].

Oo6cy:xxkaenue. Takue vcciaea0BaTeNy, Kak
O. Oiinep, E. IlanTeneeBa noauyepkuBaloT,
YTO BOCHPHUATHE KIMCHTOOPHEHTHPOBAHHOC-
TH OM3HECOM SBOJIIOIMOHUPOBANIO U TPOILIO
PSI B3aUMOCBSI3aHHBIX CTaJIUi OT TpaHchop-
Manuu (oKyca Ha MPOAYKTE K (HOKyCHPOBKE
yCWIHHA Ha MOTpeOuTene, OpUeHTANH Ha 11e-
JICBOM PBIHOK, NPEIACTABICHHBIN KIIKOYEBBI-
MU KJIMEHTAaMU, U HAKOHEI], TaK Ha3bIBaeMOM
KIIMCHTOIEHTPUYHOCTH B MapKETHHTOBOU Jie-
siTebHOCTH [16].

['oBOpSL O KIIMEHTOOPUEHTHPOBAHHOCTH, PSIIT
ABTOPOB UMCHYET €€ MapKETHHTOBO OpHUEHTAIH-
eii OusHeca [27], npyrue roBopst 06 oo1ieit opu-
EHTALlMU Ha PHIHOK U Ha LIEJIEBbIE CETMEHTHI [5].

3apyOeKHbIE HCCIIEOBATENN, TaKHE Kak
Jbx. Hapsep, C. Crneitrep, [I. Maknaxnas,
a taoke P. [lemmanne, [[x. @apmu, ®. Ya0cTep
u @. JIxeiko0, KOHIIEHTPUPOBAIM BHHMAaHHE
Ha aHAJIU3€ YKOHOMHYECKOTO I(PQeKTa OT Be-
JICHUS KIMCHTOOPUEHTHPOBAHHOTO OW3Heca
Ha BceX TUnax poiHKOB [1, 2, 3, 5].
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['pynma OTeUeCTBEHHBIX U 3apyOekKHBIX
YUEHBIX B CBOMX paboTax akTyaJlu3upyeT MpH-
MEHEHUE KIMEHTOOPUEHTUPOBAHHOIO I10/IX0/1a
uiss OU3HEC-CTPYKTYp Ha PBIHKAaX pPa3BUTHIX
Y Pa3BUBAIOLIUXCS CTpaH, JuddepeHuupys oT-
JUYUs B NPEANPUHUMAEMBIX PEIICHUAX, MPO-
JMKTOBaHHbIE HECTAOMJIBHOCTBIO CHUTYalluH,
XapaKTEpPHOM ISl pa3BUBAIOILNXCS PHIHKOB [6,
18,19, 22, 25].

JUis OLIEHKH KIMEHTOOPUEHTHPOBAHHOCTH
B KOMIIAHUU HCCJIEIOBATENSIMA pa3paboTaHbl
U HCIOJB3YIOTCS pa3IUYHbIE MOJENIN LKA,
B OCHOBY KOTOPBIX TOJIOKEHBI ONPE/IEIECHHBIE
OOBEKTHl aHaJM3a, OIpPEICICHHBIE METPHKH,
UX KOJIMYECTBO U NIPUMEHEHHE Ha PbIHKAaX pa3-
BUTBIX M Pa3BUBAIOIIUXCA TocyaapcTB. OOmias
XapaKTEPUCTUKA JAaHHBIX MOAXOI0B IPOMILIIOC-
TpupoBaHa B Tabnurie 1.

IlepBasi ykasaHHas IIKaja CBsi3aHa C Ha-
IpaBJIeHHEM 00ecredeHus] KIMEHTOOPUEHTHUPO-
BaHHOCTU KOMIIAaHUH, UCXOASl U3 COOTBETCTBY-
IOIICH HAIPaBICHHOCTH JEHUCTBHI €€ COTpya-
HHUKOB M TOTO (paKTa, YTO COTPYIHHUKH JIOSITbHBI
K OpraHu3aluu-padoToNaTeII0 U 0 3TOW IpH-
YMHE HAaCTPOEHBI Ha IOJHOLEHHOE YHOBJIETBO-
pEHME 3aIPOCOB KIMEHTOB.

Bropas mikana HaleneHa Ha OLIEHKY OpHUEH-
Talyu OM3HEca Ha KIIMEHTOB KOMIIAHUH B CPaB-
HEHUH, HalpuMep, C YCTAaHOBKOM Ha Mex(up-
MEHHOE COTPYIHHYECTBO WM KOHKYPEHTHOE
B3auMozelcTBre. TpeTbsl IIKaJa CONEPIKUT
O0JBIIOE KOJMYECTBO HMHIAMKATOPOB, YTO IIpe-
IIATCTBYET €€ IPUMEHEHNIO HA BCEX TUIAX PbIH-

KOB, TaK Kak cOop MH(pOpMAIH I BaIAIAINN
CUTYyalMH Ha €€ OCHOBE CIUIIKOM TPYIOEMOK.

YeTseprasi ¥ ITAs MIKAIB BO MHOTOM TI0XO-
KM Ha TPETHIO M UCMIOJIB3YIOT AaHAJIOTMYHBIE HH-
JMKATOPBI ISl OLEHKU KIMEHTOOPHUEHTUPOBAH-
HOCTU Ou3Heca. J[Be MmocIeqHIe MIKAbl B TIPaK-
TUYECKOM TIIaHE HE TECTHUPOBAIUCH HA PHIHKAX
Pa3BUBAIOIIUXCS CTPaH.

Taxxe ykakem, 4TO JUISi OLEHKH OOuIen
KIIMEHTOOPHUEHTUPOBAHHOCTH OHM3HECA TPUHSITO
BBIJICIATh OW3HEC-TIPOLIECCHI, XapaKTEPU3YIO-
[IMe 3Ty JIesATeNbHOCTh. [0 MHEHUIO psiia wc-
clieZioBaTeliel, B 4rcie JaHHBIX OU3HeC-TpoIiec-
COB JIUJAUPYIOT CIEIYIOIINE AIEMEHTHI:

— arperupoBaHre OCHOBHOW MH(OPMAITHH,
XapakTepusylolei norpedureneii [14];

— aHaNUTHKA TONy4YeHHOH HH(pOpMAIUN
0 KJIMEHTaX U UX PbIHOYHOM TNoBeaeHuH [15];

— BHYTPU(PHUPMEHHBIE KOMMYHUKAIIIH,
CIIOCOOCTBYIOIIME  MOHHUMAHHIO  CHTYalluu
C yIOBJIETBOpEHHEM noTpedureneii [4, 16, 24];

— BBIBEJICHHE HA PHIHOK HOBBIX MTPOIYKTOB
u cepBucoB [16, 20, 24, 27];

— o0y4eHHe COTPYAHHMKOB, B3aUMOJICHC-
TBYIOIIIUX C MOTPEOUTENSIMHU, POCT UX MOTHUBA-
uuu 7, 26];

— BBICTpaMBaHKE B3AMMOOTHOIICHUH C KITH-
SHTaMH, KaK CO CTPaTernyecKUMH MapTHEpaMHu
[7,8,11,27].

PaznuuHbie MOIXOaBI M OTMEYaeMasi HCCIie-
JIOBaTENsIMH Pa3HHIA B OCYIIECTBICHUH KITH-
CHTOOPUEHTHPOBAHHBIX PEIICHUA Ha PBIHKAX
Pa3BUTHIX U PA3BUBAIOIIMXCS CTPAH, K KOTOPHIM

Tabmuma 1
OcHoOBHBIE HIKAJIbL, HCTIOJIb3yeMble J1JIsl OLIEeHKH
KJIMEHTOOPUEHTHPOBAHHOCTH KoMnauuu [1, 2, 5, 21, 22|
Xa
PaKTEPUCTUKHI KoMuecTso TectupoBanue
Ha PbIHKaX
OObeKT aHayM3a |  MHIUKATOPOB
Pa3BUBAIOIIUXCS
OIICHKU
HanmenoBanue mkaibt CTpaH
SOCO CotpynHuku 7 hitc}
MKTOR Kommanwus 6 a
MARKOR Kommanus 32 na
9-(baxropHas mkana Kommanus 9 na
MORTN Kommanns 10 na
CUSTOR Kommanus 17 HET
[IpoakTuBHas/peaKkTUBHAS/ PHIHOYHAS
P p PBIHOHHA Kommanus 8 HET
OpHUEHTAIS
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OTHOCATCS B TOM uncie u rocynapcrsa bPUKC,
MIPEONPEAEISAIOT aKTyaIbHOCTh AaHATTUTUYECKO-
IO PACCMOTPEHHUSI PE3YNIBTATOB 3MIIMPUYECKUX
HCCIIEJOBAHUNA OTHOCHUTEIIBLHO MPOSBIIIOIIEHCS
KJIMeHTopueHTamu ousHeca B Poccun.

Pesyabrarbl. Xapakrepusys CyILIECTBY-
IOLME JaHHbIE IPOBEICHHBIX paHEE AMIIMPU-
YECKUX HCCIICOBaHUH, MO3BOJIIOIIMX IOHATH
CUTYalLlMIO B YacCTU KIMEHTOOPUEHTHPOBAHHOC-
TH OusHeca B Poccum, mpuBeneM pesysbTarhl
MacuITaOHOr0 MapKeTHHIOBOTO HCCIIEI0BAHUS,
nposeneHHoro B 2014 . B ropoaax denepaibHo-
ro 3HaueHuss — Mockse u Cankr-IlerepOypre,
a TaKke Ipyrux ropopax Poccuu, pacnonoxeH-
HBIX B perMoHax. B uccienoBanuy nmpuHUMaIn
yuactue 313 xommaHuid, paboTaromuKX Ha MOT-
PpeOUTENBCKUX U MPOMBIIIUICHHBIX PhIHKaX [12].

ComnacHo mnomydeHHsiM  O. ['ynaxoBoi,
B. PeOs3unoit, M. CMHpHOBOH pe3yibTaram,
KoMnaHuu B Poccuu 1o KpUTepuio opueHTauuu
Ha KJINEHTOB MO)KHO pa3/IeUTh Ha 5 YKPYITHEH-
HBIX KJIACTEPOB (PUCYHOK 1).

ITomy4yeHHbIe pe3y/IbTaThl CBUAETEIBCTBYOT
0 HAJIMYUU BBICOKOM OpPUEHTALIMY Ha YIOBJIETBO-
peHHUEe MOTPEOUTENIECKUX 3aIIPOCOB Y HEMHOTHM
6onee 30 % opranu3zaruii, Torja Kak, HaImpuMmep,
20% KoMITaHUIl IEKIapUpyrOT TaKOW XapakTep

KOMITaHHH Co cslaboit Opl/leHTaLll/leFl Ha RJIMEHTOB

KOMITaHWH, pa3BUBalOLLIME TTIPOAKTUBHYIO
OpHEHTaUHIO Ha PbIHOK

ROMIIaHHWH, AeRIapUpYylolire
RIINEHTOOPHUEHTHPOBAHHOCTb

KROMITaHHH, PaSPaGaTblBalOl.Lll/le
HOBbI€ [MPOAYKRTbI U CEPBHCHI

KOMIaHHWH C BLICOKOM RIMEHTOOPHMEHTUPOBAHHOCTbIO

d
o
20
o
94
o
62
o
10
0,
97

NS TeIbHOCTH 0€3 TIONTBEPIKICHUS €ro B pealib-
HOCTH, 6% opraHnzanuii AEMOHCTPUPYIOT HU3-
KyI0 OpUEHTAIMIO CBOEr0 OW3Heca Ha HYKIbl
Y 3aIpOC LEJIEBOW ayIUTOPHH.

IenecooOpa3Ho Takke MPUBECTU JAaHHBIC
OTHOCHUTEJIBHO TEPPUTOPUAIIBHOTO — pa3Mellie-
HUSl KOMIIAHHUM, MONAJAIINX B TOT WIA WHOU
OCHOBHOM KJIacTep MO NapaMeTpy OpUEHTALUU
Ha norpedurenei (pUCyHoOK 2).

CornacHo npeACTaBIEHHBIM JaHHBIM BU-
HO, 4TO OOMbINas OpUEHTALMS Ha KIMEHTOB
NPOSIBIISIETCS Y KOMITaHUH B roponax genepaib-
HOTO 3HAYEHUs, T BBIIIE KOHIEHTpAIHs Ou3-
Heca U 0oJiee )KeCTKO MPOTEKaeT KOHKYPEHTHAs
6opn0a.

BakHbIM TPOMEKYTOUHBIM BBIBOAOM IIPEJ-
CTaBJIIETCSI TAKXKE TO, YTO KOMIIAHWUH, JEKJIApU-
pYIOLIME B KAU€CTBE OCHOBHOM LIEHHOCTH MHTE-
pECHI KIIMEHTa U HE MPUICPKUBAIOIIMECS 3TON
YCTaHOBKH, HAa CAMOM [I€JI€ 3aHUMAIOTCSl KOIIH-
pPOBAaHMEM MOJEIM TIOBEIECHUS KOHKYPEHTOB,
KOTOpasi Kaxercsa uM ycremHou. Hampumep,
OHH BEAYT KJIMEHTCKYIO 0a3y, HO He IPUMEHSIOT
MIOJTYYEHHBIE JAHHBIE O MIPEANOUYTEHHUAX U ITOBE-
JICHUH TOTpeOuTeNeH 171 BRIBEJICHUS BOCTpeOo-
BaHHBIX UMH CEPBHUCOB U IIPOLYKTOB.

ComnacHO JaHHBIM JpPyroro sMIMpUYeEC-
KOTO HccienoBaHus, nmposeneHHoro B 2017 .

0

W fons, %

10 20 30 40 50 60 70 80 90 100

B KOJIMYECTBO pECIIOHAEHTOB, YeJl.

Puc. 1. Pacnpenenenne xomnanuii B Poccuu no matv OCHOBHBIX KJIacTEPaM,
UCXOJISl N3 KPUTEPHsl OpUeHTAIMK Ha otpedbureneit B 2014 r., wen, % [11]
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KOMITaHUH co cnaboi
OPI/IGHTaLl]/leI;I Ha KIIMEHTOB

00%

KOMI1aHWH, pa3BHBatOLLIME TTPOAaKTUBHY1O

60,60%

OpHEHTALHIO Ha pbIHOR

ROMIIaHHH, deR/IapHUpYIollne

0%
53,20%

RIMEHTOOPHUEHTHMPOBAaHHOCTb

KOMITaHHH, pa3pa6aTblBa}oume
HOBbIE MPOAYRTbI U CEPBHUCHI

37 S(0%

62,50%

KOMITaHHWH C BbICOKOM
RIMEHTOOPHUEHTHUPOBAHHOCTbBIO

70%

l75,30%

J

- o

/ e e e % S

0,00%10,00920,00980,00%0,00%60,009%0,00% 0,00%80,00%

B ApyTHE PErtoHbI

E ropoza ¢eaepasbHOro 3HaUeHUst

Puc. 2. Pactipeaenenue komnanui
B Topojax ¢eiepaybHOTrO 3HAUYEHUS ¥ B PETHOHAX 110 OCHOBHBIM KilacTepam, %
(cormacuo pannbiM O. ['ynakoBoii, B. Pe6sizunoii, M. CmupHoBoif) [11]

yuenbiMu O. 'ynakoBoii, B. PeOs3unoii B Buze
[IyOMHHOTO MHTEPBBIO C COTPYAHMKAMH KOM-
MaHuii, pabdOTAOIIMX HAa POCCUHUCKOM PHIHKE
(B roponax ¢enepanbHOro 3Ha4YEHUS U B PETHO-
Hax), ObUIM MOJIyYEHBI IaHHbIE 0 HarboJee mo-
IYJISIPHBIX B POCCUIICKOM OM3HEce OU3HEC-TIPo-
Leccax, CBUAETENbCTBYIOIUX 00 OpHEHTalUU
Ha notpeduTeneit [11].

TepputopuanbHoe pacHoNOKEeHUE KOMIIa-
HUH, COTPYIHUKU KOTOPBIX Y4acTBOBAIM B MH-
TEPBbIO, a TaKXKe IPHUHAUICKHOCTh OU3HEeca
k B2C win B2B npowmmocTpupoBaHbl Ha pu-
cyHkax 3 u 4.

[IpuBeneHHBIE TaHHBIE TAKXKe MOJITBEPK/Ia-
10T HAJIMYKME HIMPOKOTO MHTEpeca K KIMEHTOPH-
€HTalluU B ropojax (heaepaibHOro 3HaUEHHSI KaK
B cermentTe B2B, Tak u B2C.

JlanHble 0 BOCTpeOOBAaHHOCTU ONpEAEIIECH-
HBIX OW3HEC-TIPOLIECCOB, IMOATBEPHKIAIOLINX
OpHUEHTaIUI0 OM3Heca Ha NOTpeOUTENei, pHBe-
JICHBI HA PUCYHKE 5.

[Tonmy4yeHHble pe3yabTaTbl CBUAETENHCTBY-
10T, C OJIHOM CTOPOHBI, O BBICOKOM (110 KpaiiHei
Mepe, AHOHCUPYEMOW WU JEKIapupyeMoii)
OpUEHTAllMM Ha KIUEHTOB POCCUHCKUX KOM-
naHui. C Ipyroil CTOPOHBI, OHU KOPPETUPYIOT
¢ uH(GOpMaIMii 0 HU3KOM OPUEHTALMH TaKOro

pona y 6 % xoMmaHuil 1 JeKIapupyemMoint popme
Takoit opueHTamu y 30 %, Tak Kak cpeiy 3HaIH-
MBIX OM3HEC-TIPOLECCOB TONBKO 53 % ompolieH-
HBIX OTHECITH BBIBEICHUE HAa PHIHOK TEX TOBAPOB
M CEPBUCOB, KOTOPHIC BBICTYIAIOT OTPAKCHHEM
KJIMEHTCKHUX 3arnpocoB. COOTBETCTBEHHO, OC-
TaJbHBIC MPEICTABUTEITH KOMITAHUH MPOSBIISIOT
MMEHHO JIEKJIApUPyEeMYI0 KIMCHTOPUEHTAIHIO.
OnHu cobuparoT HEOOXOIMMBIE CBEACHUS O TOT-
peduTensx, Ho, CKopee, KaK JTaHb MOJIE HJIH T10-

B MockBa B CankT-MeTepbypr
APYrue pervoHbi

Puc. 3. TepputopuaibHOE pacnooKeHUE
KOMIIaHUM — y4acTHUII uccienoBanus, %o [11]
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TOMY, YTO TaK JIEJNAIOT APYyTrHe, a HeOOXOAUMBIX

JANbHENIINX JEHCTBUI HE NTPEANPUHAMALOT.
MOXHO TaKXe OTMETHUTb, UTO COINIACHO pe-
3yJAbTaTaM Jpyroro SMIUPHUYECKOrO UCCIIEI0BaA-
Hust B B2C cermenTe (O4eBUIHO, M3-32 BBICO-
KOTO YPOBHSI KOHKYPEHIIMN) Ou3HeC B OoiblIeh
CTENEHU IMPOSIBIAET MHTEPEC K KIMEHTOLEHT-
pHu3My, OpueHTaru Ha norpedurens. K ycios-
HbIM TOP-5 B naHHOM cily4ae OTHOCAT Takue
IIPU3HAKH, KaK NIOHUMaHHWE U aKIEHTUPOBAHUE
Ha TOTPEOHOCTAX KIIMEHTOB, HALEIEHHOCTh
Ha COOTBETCTBHUE MX OXKUIAHUSAM, HALIEJIEHHOCTh
Ha MOCTOSHCTBO OOpaTHOW CBS3U, COCTABICHHE
MPOTHO30B PA3BUTHA KIMEHTCKUX IMOTPEeOHOC-
TEH, HAlIEJIECHHOCTh Ha BBICOKYIO CTENIEHb YJIOB-

JIETBOPEHHOCTHU KIIMEHTCKUX 3arpocos [17].
OTO NO3BOJISAET NPEANIONOKUTH, YTO UMEHHO
mB2B mB2C B2Bwu B2C cermeHT B2C B Hacrosiiee Bpemsi B Poccuu siB-
JsieTcs (prrarMaHoM OCYIIECTBIISIEMBIX KIHEHTO-
Puc. 4. IIpuHa/uIe)KHOCTh KOMITAaHUH OpPHEHTUPOBAHHBIX MHHUIMATHB, BOILIOMIAEMBIX
k B2B unu B2C cermenty, % [11] B pEaJbHOCTb, a HE MPOCTO JEKIAPUPYEMBIX

B aHOHCE pabOThI KOMITAHUH.

BbICTPaMBaHWe B3aMMOOTHOLLEHWHA C
KAMEHTaMM, KaK CO CTPaTerMyeckumu
napTHepamwu

E

2%

obyyeHue COTPYAHUKOB, B3aUMOAEUCTBY IOLLMX C
notpebutenamm, pocT Mx MOTUBaLMK

46p6

BblBedeHWE Ha PEIHOK HOBBIX NPOAYKTOE M
cepsucoB

3%

BHYTPUOUPMEHHBIE KOMMYHUKaUMK,
cnocobeTBy oW MEe MOHMMAHUIO CUTYaLUK C
yaoBneTsopeHvem notpebutenei

3%

aHaUTUKa Noay4YeHHoW MHpopmaLum o
KAWEHTax U X PbIHOYHOM NOBEEHMU

75%

arperuposaHue 0CHOBHOW UHDOpMaLK,
Xapaktepusytoulen notpebutenen

93%

0% 10%20%30%40%50%60%70%80%90%100%

Puc. 5. Boctpe60BaHHOCTB OIPEeICHHBIX OM3HEC-TIPOIIECCOB,
MOITBEPKAAIONTUX OPUEHTAIIMIO OM3HECA HA TTOTPEeOUTEIEH B POCCHICKUX KOMITaHUSX, %o
(cormacuo uccnenosanuto O. ['ymakoBoii, B. Pebsizunoit) [12]
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3axirouenne. KiMEeHTOOPUEHTHPOBAHHOCTh
U KIMEHTOLEHTPU3M SIBIISIOTCS 3HAYMMBIM Ha-
IIPaBJICHUEM B COBPEMEHHOM MAapKETHHIE KOMIIa-
HHH, 4TO MOATBEPKAACTCS OONBIINM KOJTUYECTBOM
Hay4HbIX Pa3pabOTOK U MPUKIIAIHBIM HHTEPECOM
CO CTOPOHBI OM3HECa, (DYHKIIMOHUPYFOIIETO B BbI-
COKO KOHKYPEHTHOH cpelie. DTO aKTyalu3UpyeT
IIPUMEHEHHE PO PaMM JIOSIIbHOCTH, KOTOPBIE BbI-
CTYIAOT NPOJOJDKEHUEM M BOILIOLIEHUEM KIIMEH-
TOOPUEHTUPOBAHHOCTH KOMIIaHUI. TeM HE MeHee,
JIAJIEKO HE BCE KIIMEHTCKUE MPOrpaMMBbl SIBIISTIOTCS
YCHEUIHBIMH, YTO CBUJIETENILCTBYET O HEBEPHO OI1-
PENENEHHBIX OPUEHTHUPAX MPU BBICTPaUBAaHUU pa-
0O0TBI C TOTPEOUTEIISIMHL.

Pesynbrarel SMIUpUYECKUX HCCIEIOBAHUN
CBUJIETEJILCTBYIOT O HAJIMYUM Yy psiia OpraHu3a-
Uil nexnapupyeMoi (popManbHON KIMEHTOPH-
entaiuu. B B2C cermenrte opranuzariuii, mpo-
SIBJISIFOIINX PEAJIbHYI0 OPUEHTALIMIO Ha 3aIIPOCHI
norpeduTenei, OombIlle, MOCKOIbKY Ha PHIHKE
MPE/ICTaBICHO OOoJbIlIee KOJIMYECTBO HIPOKOB
U BBIIIE KOHKYpPEHTHass 00pbOa 3a KIMEHTCKHUN
cupoc. Ilonaraem, 4ro, y4nThIBasi IpaKkTU4eC-
Kylo cutyaunuio, B B2B cermenre OymyTt mpo-
SBJISITBCSL T€ YK€ TEHJEHIIMH, CIIOCOOCTBYIOIINE
nepexony oT (popMaIbHOTO KIMEHTOLIEHTPU3MA
K peajbHOMY, YTO MPUBENET K PE3YIBTaTUBHOC-
THU IIPOrpamMM KJIMEHTCKOM JIOSJIBHOCTH JJISl TEX
OpraHM3alfii, KOTOpble OyIyT YKpEIUIsITh CBOU
PBIHOYHBIE MTO3ULIHH.
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