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Kak nsameHunuco npuoputets notpebuteneu 2011

PbiHoKk Poccuu: ThobanbHoe MHTEpaKTMBHOE PbIHOYHOE NPOCTPAHCTBO

TTIPUOPUTETBL:

PeweHue npobnem notpebuteneu

TTouck LeHHOCTU NpeanoxeHus Ans noTpebutens

LLnpokuit accoptumeHT (BO3SMOXHOCTb HaAUTU CBOE pelleHue)

KayectBO ycnyru u cepsuca (CTaHAAPT + UHAMBUAYANU3ALUSA)

BricTpas aoctaska (yao6cTs0)

PelweHue 3a cyeT BHEWHUX UCTOUYHUKOB (CTpeMneHue K UCMOSb30BAHUIO
NpUBUIIErUU NOCTOSHHOIO NOKynaTens)

MuHUManbHag LieHa U 3KOHOMUS BpeMeHU (ANS NoKynaTenew LeHbr)

CnpaseAnuMBag LieHa U 3KOHOMUE BpeMeHU (4119 NoKynaTtenei «LeHa-
KayecTBo»)

MuHuUMmanbHbIe oblue U3nepx KU, Kak obLwmm Te3nc




TToseaeHue notpebutenen

*2nemeHTbI XapaxkTtepucTuka Cpok nsmeHeHU TTepuwon,
Bbr6op ToBApa TToHUuMmaHue bbIcTpas nameHYnBOCTb - Hoabpb 2008 - mai
ApUYMH/KpuTepues 8 mecsaues u 6onee 2009

MOKY MKW NpOAYKTa

TTokynatenbckue HencTBua nokynatenen, N3meHunBOCTb - Mai1 2010
cTparerum CTUMYJTUPOBAHHbIE 1,5 net n 6onee

nobyxaeHuaSmu
MoTuBsbI TTocTpoeHue meHarowencas OTHOCUTenNbHad Hoabpb 2011

CUCTEMbI MOTUBOB cTabUNbHOCTL -

cermeHTa, BAUALOWUX Ha 3 roaa v 6onee

nosepaeHue (nepepopmatuposaHue

CUCTEMBbI JIMYHBIX MOTUBOB)

TTeuxorpagpuyeckme CermeHTaums Ha C1abunbHOCTD - byaylee
TUNbI, NOCTPOEHHbIE OCHOBAHUU LieHHOCTeM (coxpaHHOCTbL «CcTapbIX»
Ha LieHHOCTAX N/ Unu cTUNa XU3HU CTepeoTUnoB Npu

notpebutens KOppeKTUPOBKE HOBLIX)
*MCNONb30BaAHBI
351eMeHTbI

Workline group



Y10 NnpoucxoauT ¢ noTpebutenem, Koraa
MeHseTCs cucTema MOTUBOB ?

YBenuuyeHue ymcna notpeburteneu,
KOTOpbIE «UrparoT» C NPOAYKTOM!

"nybuHHas, Heoco3Haesaemas Lesib 3TOU
UMpPbI = SKCMEPUMEHTHI C

CAMOVOEHTUBNKALMEN



KeasunotpebHocTu Yenoseka (no K.JlesuHy)

NoTpednocThL B
CAMOAKTY AT SATAT
peannIamnA mencH,
PA3HHTHE THYHOCTH

WTETHYECKHE NoTpednocTn
FapMOHHE, OPALOK, KpacoTa

1o |lﬁl'.'lll'll.! I B ONOZanmnm
JHATE, YMETE, IOHHMATE, HCCICIOBATE

NOTPefHOCTL B YBAKENHN (0NN TATINT)
NOCTHAKEHHE YClexa, oo0peHne, NPH3IHARHS

NOTPednoeT: B NPHIATICHET0CTH 0 0hBN
OBITE NPHAATEM, THOOHTE H OLITE THOOHMEM

noTpednocTn B He30NaAcHocT
HYBCTBOBATE CCOA JAMAINCHANEIM, H30aBHTRCH OT CTPAXA H HEYIAY

hranoaornueckie norpebnocTn
HAAKNA, TONO, NONOBOE BICUSHHE




N3meHeHUsa B noseaeHUU NoTpebuteneu

D1eMeHTbI

Be16op TOBAPA

TTokynaTtenbcku
e cTpareruu

MoTuBbI

TTeuxorpacgpuyec
Kue TUneI,
NOCTPOeHHbIE Ha
LieHHOCTaX

Xapaktepuctuka

TToHUmaHue
nNpUYUH/KpUuTepues,
MOKY MKW NpOAYKTa

[evcteus
nokynareneu,
CTUMYTNPOBAHHbIE
nobyxaeHnamu

TToctpoeHue
MEHAFOLWEMCA CUCTEMBI
MOTUBOB CEermeHTa,
BNUSAIOLWMX Ha
noseaeHue

CermeHTaLua Ha
OCHOBAHUU LIEHHOCTEeU
N UNU CTUNA KU3HU
noTpeburtens

M3meHeHnsa B noseaeHuu

CokpalleHue 6e3paccyaHbIX

MOKY MoK

AKLEHT Ha paLUUoOHANU3M
TTokynka pexe nrobumbix 6peHaos
AKLEHT Ha LieHy

TTokynka pexe nrobumbix 6peHaos
BocnpuaTtue akumii No cHUXeHUro
LieHbI Kak 06a3aTernbHbIN aTpubyT
TTpoba 6onee pewesbix 6peHAoOB

OnpeneneHuwe kakue 6peHabl
BAXHbI

TTpeanouyteHue 6onee aelweBbIX
6peHAoB, T.K. OHU He MeHee XopoLun
OueHKa peanbHOW LieHHOCTU
npeanoxeHus ans notpebutens

TTokynaTtensb xenaet perynsapHo
B3AMMOAEUCTBOBATL C bpeHAOM,
APUHUMATb Y4acTUe B ero
AeaTesNIbHOCTU - KaK OH BbIFNSAuT,
rAe U Kak npoaaercs

TTepuon

Hoabpb 2008 -
mai 2009

Man 2010

Hoabpb 2011

byaywee



OnpepeneHve moaenu MarasmHa B 3aBUCUMOCTU OT
MOTUBOB NoOTpebutens

MarasuH, Ynosnetsopatb HeobxoammocTb u TTokynka no

nNpoAaroWUIA NOTPebHOCTbL B pALMOHANU3IM LieHe

oaexay (obyeb)  oaexae (0bysw)

MarasuH, PeanusoeaTtb Co3naHue xenaembIx TTokynka no

npoAaroLWUiA XenaHus 3IMOLIUU U BAXXHOCTU

6peHA BO3MOXHOCTU 6bpeHaa Ans
BXOXAeHUs B noTpebutens
COLMArbHYHO rpynny

MarasuH, PeanusosaTtb CooTBeTCTBYOT TToxkynka

nNpoAaroLWUiA meuTy LIeHHOCTaM U LIeHHOCTU

naero yCTpemreHUsm npeanoxeHus
noTpebutens Ang

noTpebutens
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2011 roa. Hosoe Bocnpuatue - Hosoe
OTHOLWeEeHUe NoTpebuTenen K NOKynKam

TeHaeHUMM B NOBEAEHUMN NOKYNaTeNen:

NOKYMKW CO CKNAKamMmu nepectajnm CHnTaTtbCA AypHbIM TOHOM AaXe Cpean
COCTOATENIbHbIX J'II'O,EI,EVI

6onbWwMHCTBO Nepectanm 6anosaTtb ceba ypeamepHbIM NoTpebaeHnem u
b6e3paccygHbIMU TPaTaMu

HEO6XO,£I,MMOCTb COKpaweHNnAa pacxoaos 3aCtaBn/10
I'IOTpE6VIT€fIElZ onpeaennTb, Kakne 6p€H,£I,bI ,EI,EHCTBMTeﬂbHO BaXXHbl ONA
HNX

HAaKOHeLU, MHOTne NoHAMIN, 4YTO bonee AdelleBble 6peH,£I,bI TaKxXe Xopouwwu,
KaK U T€, KOTOpPblE€ OHU I'IOTpE6fIF|fIVI

U3IMEHUNOCHL NpeactasieHne, 410 MMEHHO OTHOCUTCA K POCKOLLMN,
Nno3ToMmy, TWaTe/ibHO OUEHUNBAKOT PEaJ/IbHYHO LEHHOCTb NPOAYKTA A/1A HUX.

JTO CBA3aHO:

YenoseK He MOXKeT NOCTOAHHO HAaXo4UTbCA B CTpaxe, OH ouwyuwaeT

I'Ip06ﬂeN\bI, MHOTIUe 3a Te Xe AeHblIM'n MOryT Kynmtb meHble, HO XXNU3Hb
npoaOoNKaeTCA.

CerogHs, TPATUTb AEHbIM C YMOM — 3TO MPaBUIbHO 1 340POBO.



OTnuumne B NoBeAeHUU CeroaHa oT noseAeHus B
KpU3UC

B nepuoa Kpmsmnca 0AabHbIE NOKYNATENN OXKUAANN NONYYUTD
OT CBOMX BpeH0B, K KOTOPbIM OHM OblJIM MPUBEPIKEHDI,
CKMAKW, HAKONUTENbHbIE KapTbl, YTO cNocobCcTBOBA/O Obl
COXPAHEHUIO NOANBHOCTHU K IIOOBMMbIM MapKam

KaK cheactBue, cerogHA NnpomMo-npeasioxeHus
CYNTAOTCA HOPMOW

B NOCTKPM3UCHbIN Nepnoa, HacTynuaa nopa «YMHbIX»
NOKYNoK. MNotpebutenn 6bian BbIHYKAEHbI NEPECMOTPETb
CBOW MOKyNaTeNIbCKMUE MPUBbBIYKU, MHOTUE OBHapyXuau,
4YTO NOTPEONATL MEHbLIE — 3HAYMT, NoNy4aTb bosibLue

3TO CBAAI3AHO C BOCMPUATUEM LLEHHOCTU KOHKPETHOM MNOKYMNKM
N MAKCMMa/IbHOM NO/IE3HOCTU NPOAYKTa A/ YeNoBeKa
(Mogenb 3KOHOMMYEeCKOoro noseaeHwus)




TTporHo3 nepemeH B noseaeHUU notpebuteneu B
puteune

CoBpemeHHbIn noTpebutens —

3TO BAYMUYMBbDIA NOKynaTenb!

[MoKynaTesnb enaetT peryispHo B3aMMoaencTBoBaThb C
6peHaamun, NPUHMMATbL Y4aCTUE B UX AeATEeNbHOCTU —
KaK OHW BbIrNAAAT, rAe U Kak NpoaatoTcs

[1Ba HanpaB/aeHNA NO3BONAIOT YAEPHKMUBATb KaK NMHTEPEC,
TaK MOTUBUPOBATb Ha MOKYMKU:

 Shopper Marketing
e Digital Marketing

3TK HanpaB/ieHMA NO3BOAAOT chopMUPOBaATb ANA
notpebutena nepcoHNdULMPOBaHHOE NPEAJSIOKEHMNE,
YTO KPUTUYECKU BAXKHO A/19 COBPEMEHHOTO Ye/I0BEKa



CTpatermyeckue 30HbI AeaTeNIbHOCTU KOMMAHUM,
6asupyrowpmecs Ha 3HaGHUU KnNueHTa

Beibop Hanbonee
«BbIrOAHOW Lenesoin
rpynnei»

Hulwiesoe
No3nMuUoHUpOBaHUe

‘.-’"———.-—__-_-—"""—-_

LleHosoe ~ Pa3sBMUTUeE KaHa/10B NPOAANK.
No3vMuUMOHUpPOBaHUE, «3HaHUE . Crpateruu sbibopa

NONUTUKMU KAUEeHTa» NOKauwWit MarasnHos,
ueHoobpasoBaHuA. UHTepHeT, ppaH4Yan3uHr.

Peknama, npoasukeHue

PaspaboTka cogepraHuin
KOMMYHWUKaTUBHbLIX COOOLLLEHUA,
UHTEerpauusa MapKeTUHroBbIX
KOMMYHUKaUUN
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TToteHuman texHonorum Shopper Marketing,
6asmpyroLenca Ha 3HGHUU KNneHTa
NOCMOTPETb HA MArasuH rnasamm KrmeHTa - oUeHUTb
3HAYUMOCTb U NONE3HOCTb XApAKTEPUCTUK MATra3nHa

onpefenuTb U ONUCATb NMOKynaresien Ha OCHOBe UX
O6LHOCTU K MONE3HOCTU U 3HAYUMOCTU ANS HUX
XApaKTepUCTUK MarasmHa

onucaTb 3aBUCUMOCTb noeeaeHm4d rokynartesa ot tuna
BU3UTA B MarasmH

OnMNCAaTb «KTOYKM BXOAAG» KOMMYHI/IKC(LWIIM;I C NOKynaresiem B
marasmHe

oueHUTb 3ppekTusHocTb POSM ang nokynartens s
marasuHe

OLEHUTb «3(PPEeKTUBHOCTb» TOprosoro obopyaosaHUsa Ang
nokynaTens

MHOTOe apyroe ...



/ [OCYIAPCTBEHHbIM YHUBEPCUTET
J )

0| BIGLLIAT LLIKOA IKOHOMMKM

BbICWWAA LUKOJTA MAPKETUHTA
N PASBUTUNA BU3HECA

Cnacmbo 3a BHUMaHUe

www.marketing.hse.ru
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