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B ctatbe packpbiBaeTcsl MOHATUE OOHOMO U3 MapKeTUHIOBbIX MHCTPYMEHTOB — NMPOMO, KOTOpPOE No3BonseT
CTuMmynupoBaTb NpoAa>n n CTpoUTb A0JTTOCPOYHbIE B3aUMOOTHOLLEHNA C KIMTMEHTOM, aBTOPOM TaKXe npeanoXXeHbl
HeKoTopble pekoMeHOaLmMm No OLEHKe N yBENUYEHMIO NPOMO-3IEKTUBHOCTU B PO3HUYHOW TOProBne.
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Abstracts:

The article deals with the concept of one of the marketing tools - promo , which allows y to generate sales and build
long-term relationships with the client, also the author offers some recommendations for the evaluation and increase
the promo - efficiency in retail.
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EBponerickue 1 poccuickie Npom3BoaUTENN TOBAPOB €XXerofHO TpaTaT MUITIMOHbLI Ha CTUMYNpoBaHue cobiTa. B
3TOW CUTYauMM KOMMNaHWU 3a4acTyto NOABEPraloTCs PUCKY HE3MMEKTUBHOCTU NPOABUKEHUSI CBOE MPOOYKLMM.
MMeHHO 38eck Heobxoamma MornHast cTpaTersi NporpamMmbl cObITa, KpaeyronbHbIM KaMHEM KOTOPOW SIBNSIETCS
pa3BuTMe NpoMo-cTpaTeruu. Mo gaHHbIM komnaHuu Nielsen, B GONbLUMHCTBE CIlyYaeB NPOMO SABMSOTCS
HeaPMEKTUBHLIMU U YaCTO NPUBOAAT K yObITKaM. Llenbio AaHHOM cTaTeu siBnseTcs 6onee noapo6Hoe
03HaKOMJeHUE C NMPOMO-UHCTPYMEHTOM, CNocoGamMm ero NPUMEHEHWS, OLLEHKN 3h(HEKTUBHOCTY.

BbIGop Npomo-cTpaTern Kak afneMeHTa Tpena-MapkeTMHIOBOWM CTpaTerim B LLIENOM YYUTbIBAET MHOMME
3aKOHOMEPHOCTU U pa3pabaTtbiBaeTcsl B COOTBETCTBUM C LeNAMMU 1 3afavyaMu KOMMaHUU-TIPOU3BOANTENS U
puTeiinepa. Mo pesynbTaTam onpoca komnaHuu Nielsen, poccuiickue noTpeduTenu kpaiHe BOCMPUYMYMBLI K MPOMO-

akuusiM: ckuaka B 20%, Kak npaBuIio, yaBanBaeT HefenbHble npoaaxu 6peHaa . C y4eTom pocTa CTOMMOCTH
NoTPeGUTENBLCKOW KOP3WHBI BCe Gonblue M Gonblue NokynaTenen obpallatoT BHUMaHWEe Ha CHUXKEHHbIe LieHbl. Kak Ha
3TO pearnpytoT 6peHabl? Kakyto cTpaTermio oHu BbiGUpatoT? B GonbLUMHCTBE CriyyaeB OHU elle Gorblie paclumpsitoT
NPaKTUKy NPOMO-aKLMA.

MpOMO — 3TO KOMMMEKC MEPOTNPUATUIA, UHULIMUPOBAHHBI NPOU3BOAMTENIEM UNW PUTEANEPOM (Unu obonmu),
HanpaBreHHbIA Ha CTUMYNMPOBaHWE LIENEBON ayaMTOpUM K MOKYMNKe NPOAYyKTa UM cepBuca B ONpeaeneHHbIn
nepuvop BpeMeHu. Kak npaBumno, B ka4ecTBe NPOMO-NPEAOXEHNS UCMONb3YHOTCS CHUXKEHUE LieHbl, NoAapokK 3a
NOKYMKY Urnu 6oHyCHOEe NMpeasioXkeHne Ha HEMpPOAOIKUTENBHBIN Nepuod. Bce aTn A4ENCTBUSE CTUMYNUPYIOT CNPOC U
MOBbLILLAIOT NPUBIEKATENBHOCTL NMPOAYKTa B rnasax nokynaTersi.

CyLuecTBylOT ABa BUZa npomo: trade promo, 6o Toproeoe NpoMo, BTOPOe — 3TO CONSUMEr promo, NoKynaTenbckoe
npomMo. Trade NPoMo — NPOMO, CTUMYNUpYIOLLEe CObIT TOBapa Yepes akTMBaLMIO AeSTENbHOCTU B TOProBOM CETU.

! NaHHble aMepuKaHCKOM NyBrnMYHOM COLMONOrMYeckon MapkeTuHroBo komnaxum Nielsen
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MoxxeT BKkntodaTb B cebsl Kak MOTUBALMOHHbIE nporpamMmmbl Ana nepcoHana ceTu, Tak nu CTuMmynupoBsaHue cnpoca
nyTemM CKMOKN B LieHe, OONONMHUTENIbHOIo pasMelleHnd, cneunanbHOro OdI)OpMJ'IeHMﬂ TOProBoOro NpocTpaHcTBa 1 T.4.

Consumer NPoMo — NoHsITUE, BKINoYaroLiee AeaTeNbHOCTL N0 peknamMe B NPecce U neyvatu, TEXHUKY NMYHON
npoaaxu, aHanm3a nokynaTensCKoro NpeanoyYTeHNUsl, MePONPUATUS MO NOBbILLEHWIO Y3HABAEMOCTU TOPrOBOW Mapky,
[esaTenbHOCTbL Mo CTUMYNMPOBaHUIO NOKyNok (in-store promotion). Consumer promotion nomoraeT Npov3BoAMTENIO
«[0TOBOPUTLCSA» C NOKyNnaTenemM, YacTo ero UMEHYHT «MOKYNaTeNbCKUM MapKETUHIOMY.

O6a Tnna nogaepKkKn HanpasieHbl Ha AOCTUXEeHNE OOHUX N TeX Xe Lenewn, n rmaBHOE OTNMYKNE 3aKtovaeTes NULlb
B crniocobe KOMMYHUKaL MK NOKynaTesto. I'Ipm 9TOM B HEKOTOPbIX Cly4vaax trade npomMo n consumer npoMo MoryT
npoucxoanTb O4HOBPEMEHHO, Hanpumep peknama no TB 1 ckmaka B LeHe Ha norike, NPOMO-ynaKoBKa N CHMXeHune
LeHbl B O4MH nepnon, HO B pa3HbIX TOProBbIX CeTAX.

I'Ipomo-akuvwl 1 cneunanbHble NpeanoXeHna CnocobHbI YBENMUYNTb NOKYyNaTeNbCKYH NTOANBHOCTb K NPOAYKTY,
caenatb UeHy B Topr0|3017| Touyke Gonee KOHKypeHTHOVI N0 OTHOLUEHUIO K APYrMM NpoayKTaMm, a TakkKe CTUMynmMpoBaTb
[ONOSTHUTENbHbIN MMMNYNbC K NOKYMNKe 1 npueiedyb HOBbIX n0KynaTene|71. Takxe nposeaeHne NpomMo-akumm BnndaeT Ha
nosnunoHnpoBaHmne 6peH,qa, nogaepxumeaa u ynydulasa ero uMmnaox.

KomnaHwuu, koTopble ynpaBnsioT 60MbLLNM acCOPTUMEHTHBIM NopTdenemM NpoaykToB, HEOOX0AMMO COCTaBNATb
cneumnanbHbI NPOMO-MNaH 1 y4nTbiBaTb CE30HaNBHOCTL MOTPEOUTENBLCKOro Cnpoca, a Takke obpallate BHUMaHWe
Ha TO, Y4TOObl KONM4ECTBO TOBApOB, HAa KOTOPOE NPOBOAWTCH NPOMO-aKLUsi, He NPEeBbILANo ABYX-TPEX, NHaye
adpekT OyaeT 3HaUNTENBHO MEHbLLE.

Takum o6pa30M, Ba)KHOW 3agaven ans KoMnaHumM CTaHOBUTCS Sd)d)eKTMBHOG nnaHnpoBsaHue I'IpOMO-aKTI/IBHOCTeVI,
KOTOpOEe No3BOJINT KOMNAaHUN MakCUMMN3NPOBaTb NPOAaXu N OaXe 3aBoeBaTb HOBOIO I'IOTpeﬁl/ITeﬂﬂ. B pes3ynbTaTte
aHanusa aBTopoMm ObINK BblaeneHbl cnepywuime npuHUMnbl U KOUTEPUN NOCTPOEHUA SCb(beKTI/IBHOFO npomo-ninaHa,
KOTOpble peKOMeHAYeTCA y4YUTbIBaTb NpU NOCTPOEHUN CTpaTEernn:

Llenu u 3agauun, npecnegyemMsle ctpaterveii 6peHaa;

OcHOBHble NPeAnoYTEHUs NoKynaTenen;

Llenu koMnaHum, oCHOBaHHbIe Ha NPeAnoYTEHNUsIX NoKynaTeneu;

Llenu, npecnegyemblie NpoMo-aKumel;

BbiGop MexaHuKy MPOMO B 3aBUCUMOCTM OT Lienew;

OnpefeneHne UHTEHCMBHOCTY U NPaBUIILHOTO pacrnpeaeneHns NpoMo-NepuosoB Mexay BCeMU Urpokamu
pbIHKa;

7. OueHka Bcex NpoBeAeHHbIX MPOMO AJS AanbHENLIEro ynyyLIeHus.

coukrwhpRE

[ns obecneyeHUs CUNbLHOrO M NocneaoBaTeNbHOIro BO3AENCTBUS Kaxaoe NPOMO OOJ1KHO ObITb CKOHLEHTPpUpOBaHO
Ha ogHoOM 13 nepeMeHHbIX pocTa B COOTBETCTBUM CO CTpaTeFI/IeI7I 6peH,u,a, Ha KOTOprl71 npoBOANTCA NPOMO-aKLumA.

Ha puc. 1 aBTOp BblaendeT HeCKObKo nokasatenen B obwem YypaBHEHUN 6per,a, Ha KOTOpble MOXeT
BO34eNcTBOBaTb npomMo-akuyua.

Hanpumep, npoMo, HanpaBneHHbIe Ha yBenMyeHve yaHaBaeMocTv BpeHaa, yBenuyat neHeTpaumio GpeHaa 3a cyert
yBenuyeHus KonuyecTsa nokynartenen, npuobpeTatoLux Ball NpoaykT. [lpyrie Npomo NoBNUSIOT Ha YacToTy
NOKYNKU UNu pasmep MOKYMNKW B AEHEXHOM WU KOTNIMYECTBEHHOM BbIPaXXeHUN.
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3NEKTPOHHbIN Hay4HO-3KOHOMUYECKUIA XXypHas

VeenuueHue
y3Hasaemocmu 6peHda u YesenuveHue
coeepuweHue npo6Hol nosnsHocmu
MOKYIKU

Y,

Puc. 1. BnusiHme npoMo-akumu Ha nokasaTenu B ypaBHeHun GpeHaa

Ewe ogHMM BaXkHbIM nokasaTenem B nposeaeHUn NpomMo ABNAETCA MexXaHuKa. B 3aBucmumocTn ot uenen
npounssoaunTesnda ¢ NOMOLLbIO Gq)q)eKTI/IBHOFO NPOMO-MexaHn3Ma MOXHO YBEJTMYUTb OO0 PbiHKA Unn obbem npopax,
ObITb MeHee YA3BUMbIM B CE€30HHbIE Ccnabl. I'Ipomo-mexaHVlsm — 370 crnocob nposeneHna akunu, KOTOprIZ
onpegensaert cbopmaT ee peanusauunm n cneunanbHble MHCTPYMEHTbI ANnA nMmnnemMeHTauunun.

Takum 06pa3oM, B 3aBUCMMOCTM OT Liefeii NPOU3BOAMTENS, NPABUIIbHO UCMOMNb3Ys MPOMO-MeXaHU3Mbl, MOXHO
YBENUUUTb JOJH0 PhIHKA, YBENMUUTL Npoaaxu (Npubkinb), yaepkaTe YpOBEHb NPOAaXK B MeHee aKTUBHbI
cesoH/nepuog. MNaBHoe — He caenaTh NpaBuna akLum HAaCcTOMbKO CHOXHBIMU, YTO OHU BbI3OBYT HeXenaHue
noTpebuTens NpuHMMaTh AarnbHelillee yyacTue, a CnefoBaTensHO, He CTeHEPUPYIOT NOBTOPHYIO MOKyNKy. MpocToTa
— 3TO rapaHTUs TOro, YTO NEPBUYHbIA UHTEPEC YYaCTHUKA K aKLMK He ByaeT yTepsiH.

PaccMoTpum HekoTopble NonynsipHble MPOMO-MEXaHWKK, UCNONb3yeMble CErogHs KOMMNaHUSMU-NPOU3BOAUTENSIMU B
Tabn. 1.

Tabnuua 1. Buabl NPOMO-MeXaHUK, UCnoJib3dyeMble B PO3HUYHbIX CeTAX.

IIpomo-MexaHuKa VBendeHne

Y3HaBaeMoCTb [Ipo6Has
Openna HOKyTIKa CpenHero JlosnbHOCTH
b yeka\Beca

[IpoGHuKHK v v
Kpocc -npomo v v v
Meponpusrtue B v v
TOYKE TPOJAK
Ckunka B 1ieHe v v v
BonycHeiit  HabOp v %

(mBa o IICHE
OJTHOTO)

JloOaBieHHas v v
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CTOUMOCTD
(Tmomapoxk)

Kynon v v

BapvaHTbl NpoBefieHVsi MPOMO B CETU MOTYT BapbUpOBaTbCs B 3aBUCUMOCTY OT (hopMaTta AaHHoW ceTu. Tak,
Hanpumep, B hopmaTe runepmapkeT ¢ nioLlaabio TOproBoro 3ana Gonblue 5 ThiC. KB. METPOB HEOOX0AMMO caenaTb
akuuio Goree 3aMeTHON 3a CHET MaCCUBHbBIX BbIKMaA0K, MPOMO-060pyAOBaHUs, HaBUraLmu, AOMNOSTHUTENBHOTO
npoMo-o6opyaoBaHus U T. 4. Bce aTo OyaeT cTUMynMpoBaTh MOKynaTenst K COBEPLUEHUIO He3an1aHMpoBaHHO
MOKYMKW, 8 CPELHSIS CTOMMOCTb TaKOM MOKYMNKU B rMNepMapKeTe Bbille, YeM B ManeHbKUX MarasHax ¢ MeHbLUeN
nrowaabto 1 6ornee yskMM acCoOPTUMEHTOM.

Eule ogvH chopmat marasvHa Ansi NpoBeAeH st MPOMO — cynepMapkeT ¢ nnowaasto 600—1600 KB. M 1 LUMPOKUM
aCCOPTUMEHTOM NPOAYKTOB MUTaHUSI U COMYTCTBYHOLLMX TOBAPOB, @ TakKe C BbICOKOW TPAaHCMOPTHOM AOCTYMHOCTLIO
(BHYTPM XUIbIX PaiOHOB, Ha NepecevYeHnn TPaHCMOPTHBLIX MOTOKOB). B Takux ceTsax nepuod NpoBedeH s akumn He
[LOJDKEH MpeBblaTh OAHOM Helenu, Tak kak He0BXOAMMOCTb B HUX MCHEPNbIBAETCA Y MOKynaTens nocre nepeoro
U1 BTOPOTO MnocelleHnst MarasuHa. C Apyroii CTOPOHbI, TEMaTUYECKME, CE30HHbIE U KaTeropuiitHble akummM MoryT
NPOBOANTLCA C ,anTensHOCTbro 3—4 Hepenu, Tak Kak HanpaeseHbl Ha BOBNEYEHWE NoKynaTens v CTUMYNpOBaHue

AOJITTOCPOYHOro cnpoca .

B naHHom cpopmate moryT ObITb UCNONBb30BaHbI pasnMyHble BUAbl NPOMO U3-3a aKTMBHOCTU LieNieBOov ayauTopumn.
BornbLuyto cTaBKy MOXHO AenaTtb Ha YyBCTBUTESbHbIX K LeHe KITMEHTOB U NMPUMEHEHME arpeCcCUBHbIX NPOMO.

Eule oguH chopmat — anckayHTep ¢ HebOosbLUIO NoLlaabo TOProBOro NPOCTPAHCTBA U CUITbHO OrpaHUYeHHbIM
aCcCOPTUMEHTOM. B 3aBMCUMOCTM OT CTpaHbl, PO3HWYHOWM CETU U KaTeropum LieHbl B AUCKayHTepax MoryT GbiTb Ha
18%—70% Hwxe cpedHUX No pbIHKY. Mo3TOMY LIeHOBbLIE MPOMO UMEIOT OrpaHNYeHHOe NpuMeHeHre. OYeHb
nonynsipHbLIM B AaHHOM cpopmaTe SIBMSieTCs NPOoMo-KaneHaapb ¢ MHgopmauyeid o Aatax Hayana npomo ass
nokynaTterseii, a Takke BbICOKWM NPOLEHT UCMONb30BaHUSA NPOrpamMMm NOANIbHOCTY AN OnpeAeneHHbIX rpynmn
NPOAYKTOB, HaNpPUMep COGCTBEHHbLIX TOPrOBbIX MapOK.

Cnegyrowmii war B paboTte ¢ NPOMO — 3TO OLEeHKa ero 3deKTMBHOCTU. A HEKTUBHOCTb NPOMOaKLUN — 3TO
LOCTUXKEHUE onpeferneHHbIX pe3ynbTaToB, KOTOPbIE CTaBUT CBOE LieSbio KOMNaHWs NPy MUHUMaIbHbIX
hmHaHcoBbIX 3aTpaTtax. CyLLeCcTBYIOT HEKOTOpble MokasaTenu 3heKTUBHOCTM AN OLEHKU MPOMO-aKLMiA,
npegnaraeMblie aBTOPOM:

Sell-in — 06beM npogax, BbIP@XEHHbIN B 3aKyMOYHbIX LLEHaX;

Sell-out (off-take) — 06BbeM Npogax, BbipaXXEHHbIA B PO3HUYHBIX LIEHAX;

ROI — 0OXOAHOCTb BNOXEHHBIX UHBECTULUIA B MPOMO;

MeHeTpaumsa u nosnbHocTb (HH panel and customer loyalty cards) — nokasaTenb OCHOBLIBAETCS Ha JAHHBLIX
noTpebunTenbCKMX NaHenemn n aHHbIX KapT NOSNBHOCTY CETEN.

ROI = ((Bbipy4dka no akuum — Beipyyka go akumm) x Mapxxa — Pacxoabl Ha akuuio) : 3aTpaTbl Ha akumio.
Tak, Hanpumep, NPoMo cuuTaeTcst APPEKTUBHBIM 1 reHepupyeT Npubbinb, ecnu ROI > 1.

PaccMoTpuMm HekoTopble NPeanoXeHnsa No YBENNYEHUIO NPOMO-aKTUBHOCTEN.

Bo-nepBebix, 6onbluee KONMYECTBO akLuii He 03HavaeT rnosydeHue Gonbluer npubbinu. Ha camMmom aene cBAsb Mexay
HUMK oGpaTHO NponopuyoHanbHast. Mo aaHHbIM UccnegoBaHus Nielsen, U36bITOYHOE NMPOMO B KOHEYHOM CYeTe
NPUBOOUT K CHUKEHUIO 3DPEKTUBHOCTU.

Takke Ype3amepHoe 1Cronb3oBaHe G6oMbLUNX CKMOOK — 3TO eLle oauH cnocob nogopsaTb 3PPEKTUBHOCTL NPOMO-
kamnaHun. Ncnonb3oBaHne 60MbLIMX CKUOOK (TeX, rae LeHbl Ha 25% Hmke 00blYHbIX) MPUBOAUT K TOMY, YTO
3(pPEKTUBHOCTL CTUMYNMPOBaHNS NPoAaX 3HAa4YMTENbHO CHWXaeTcst B 50% mnv 6onee NpoLeHToOB BCEN NPOMO-

% KomuteT no ynpaeneHuio cnpocoMm ECR-Rus: «3ddekTmBHOE NpoMO: Teopus 1 npakTuka B Poccuny.



CTPATEI M BUSHECA Ne 12(20)2015

3 - -
KaMmnaHuuy . |_|03TOMy bonee paunoHarnbHbIM 6y,u,eT ncnornb3oBaHne ITIy6OKOI/I CKMAOKM B onpeneneHHbin nepunon
BpemMeHu co CGaﬂaHCI/IpOBaHHOﬁ npomo-no,u,aqeﬁ N NOHATHbLIM pefieBaHTHbIM coobueHnem.

Ewe oguH BaxHbIN NYHKT, NoBbILIAoLLNN SCbeeKTI/IBHOCTb Mcnonb3oBaHMA NPOMO, — CBOEBPEMEHHOCTb, Tak,
HanpumMmep, MOXHO paclMpuUTb onunn B nepunon npasgHUKoB U NPUYpPOYHnUTb UX K KAKOMY-TO cobbITuto, cosnaBasi
aKUEeHT Ha NpoMOTUpyeMOM NpoayKTe n nepunoae nposefeHus.

Bblknagka ToBapoB B TOUKe MpoJax — BaXHEWLIUA Tpena-MapKeTUHIOBbIA 3fIeMEHT, KOTOPbIN JOIMKEH
COnyTCTBOBaTb NPOMO-akUmuK. Hanpumep, AONONHUTENbHbIE MECTa NPOAaXW OOMKHbI ObiTb 4OCTYMHbI U BUOHbI
nokynaTento, rpaMoTHOe 0hOpMIIEHNE KaTErOpUnN TOBApOB B CETU A4acT BO3MOXHOCTb NPOM3BOAUTENIO NOBYANTL
nokynaTensi Ha COBEpLUEHME KPOCC-KaTeropuinHOM NOKYMK1, HanpuMep kopobka LLIoKoNaAHbIX KOH(ET U LaMMnaHCcKoe
nT.0.

MopBoas UTorM, OTMETUM, YTO MPOMO-aKLMK — 3TO MOLLHbINM cnoco6 3aBoeBaHWs 4ONM pelHKa. B kaxgoi kateropum
MOryT GbITb yAauHble U HeyAayHble MPOMO-aKLuun. BaxkHbiM MOMEHTOM B yNpaBrieHun cTpaTerven npoMo siBnseTcs
c6anaHcUpoBaHHOCTb NMPOMO-MOPTAENS, a TakKe aHanu3 YyBCTBUTENbHOCTU NOTpebuTenei K NpoMo-akLuusmM B
pa3sHbix hopMaTax TOProBnu: yaayHoe nepepacnpeaeneHme CTpykTypbl NPOMO-aKTUBHOCTU, PACCMOTPEHHO B
cTaTbe, MOXeT obecneunTs Gornee BbICOKYHO NPUBHINb.
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