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MOTPEBUTENbCKIIA OMbIT
MOTPEBUTENbCKOE BNEYAT/IEHWE
MAPKETUHTOBAA MOJENb
SMOLMOHAJIbHbIV MPOSYKT
YCIYTA

MACCOBOE MUTAHUE

MEAULINHA

CTaTbsl NOCBALLEHa U3YYEHUIO NOBEAEHUs Nno-
TpebuTenei ycayr, copepallux NPUOPUTETHYIO
3IMOLMOHANbHYI0 COCTaBAsIOLYI0. B nccneaoBaHuu
NPUMeHeHa aBTOPCKas KOHLENUMS MapKeTuHra
BMEYaTNEHNI, KaK HanpaBieHWe pa3BUTUS MapKe-
TUHra B3aMMOOTHOLLIEHUH, COCTOALLAA B GOPMUPO-
BaHUM «MOTPEBUTENBCKOrO BneyaTaeHus» noTpedu-
TeNiIMK, AMOLIMOHANbHO BOB/IEYEHHBIMM B NMPOLIECC
notpebneHuns ycnyrn. 0606LeHUe AaHHbIX ya0BAET-
BOPEHHOCTU noTpebuTenen MeToaoM BTOPUYHOM
TPYNMNUPOBKM PE3YNLTAaTOB @aHKETHOro onpoca Bbl-
SBUO 06LIMe 3aKOHOMEPHOCTU B MOAENM NOTPEOU-
TENbCKOro BblGOpa NoKynaTenen ycayr pasanmyHoro
xapaKkTepa. B cTaTbe Ha OCHOBE MapKETUHI-MMKC
5P noctpoeHbl Mogenu noTpebuTenbCKOro Bbl-
60pa 3MOLMOHANLHOrO MPOAyKTa And KaTeropui
noTpeéutenen «KOMPOpT», «CTaHAAPT» U «3IKOHOM»,
KonnyecTBeHHast OLeHKa (GaKTOPOB BAMSHUS NOA-
TBEPHAAET, YTO COBPEMEHHbLIN NOTPe6UTENb OpU-
EHTMPOBaH Ha MOAy4YeHUEe 3MOLIMOHANbHOMO YA0B-
NETBOPEHUS NMpKU NOTPEBAEHUN NPaKTUYECKH BCEX
KaTeropuit ToBapoB M ycnyr. ABTOp 060CHOBLIBAET,
4TO «MOTPEBUTENbCKUI OMbIT» CTAHOBUTCS MNaBHOM
MapKETUHTOBOW KaTeropuei B U3y4eH1n NOBEAEHUS!
COBPEMEHHOr0 NoKynaTens. 31o No3BONSET caenatb
MOZeNb NOTPEOUTENLCKOTO NOBEAEHNS ANs KaTero-
PUM 3MOLMOHANBHBIX MPOAYKTOB YHUBEPCANBHOMN.
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MocTpoenune

YHHBepcaibHOW MapKeTHHrOBOM MOJENH
BblGOPa 3MOLMOHANbHDLIX NPOAYKTOB

BBEOEHUE

B HacTofiliee Bpems MPOMCXOAMT Ka-
UECTBEHHOE W3MEHEHME XapaKTepa Mpo-
M3BOACTBEHHDBIX 1 OBOLIECTBEHHbIX MPOLeC-
COB. YcnoBus, B KOTOPbIX GYHKLMOHMPYIOT
NPEANPUATAA U XUBYT rpaxkaaHe pasHbIX
CTPaH, He NPOCTO OTNINYAIOTCA OT Nepuoaa
5-10-neTHen [aBHOCTW, OHW CTAHOBATCA
HACTONbKO MHbBIMU, MOJIHBIMA HOBBIX BbI30-
BOB 11 YrpO3, UTO MPUHATO FOBOPUTH O Kaue-
CTBEHHO «HOBOWA r06ANIbHOW PeanbHOCTY»
[8]. uckyccma o TOM, B KAKOM HanpasneHnn
WAET pa3BUTe OCHOBHbIX MPOLECCOB, HO-
CUT WMPOKMIA XapaKTep 1 pacrpocTpaHseT-
CA Ha BCe IKOHOMUYECKIE NCCIIEA0BAHNS.

Ha notpebutenbckux pbiHKax oTMeyYa-
€TCA M3MeHeHue Mogenen noTpebutesb-
CKOrO MOBEAEHWNS U CHUXKeHWE 3ddek-
TUBHOCTU TPAAULMOHHbBIX WHCTPYMEHTOB
MapKeTVHIOBOrO B3aWMOLENCTBMA Ha pe-
TVIOHANIbHOM U OTPAcneBoM ypoBHe. Mpu-
UKMHOWA 3TOTO ABASIOTCA FNYy6OKME UHCTUTY-
LIMOHANbHbIE U3MEHEHWsi COBPEMEHHOIO
noTpebutens, obpasa 1 CTUNS €ro Xu3sHu,
NPUYOPVTETOB LIEHHOCTEN, a TaKXKe TpaHC-
dopmauua coumanbHbX Mofenen nose-
JeHns. 3afjlaua TeOPETNYECKOro 1 NPaKTu-
UeCKOro MapKeTUHra — MOMCK TaKnX TOUYEK
6udypKaLum, Npy NPOXOKAEHUN KOTOPbIX
M3MEHAETCA Cama npupoja notpebute-
nA. «HoBbIN MOTPeOUTENb» OKa3blBaeTCA
HEUYBCTBUTENIEH K MPEXHUM MapKeTUH-
rOBbIM MHCTPYMEHTaM, 11 MOfEefb ero mno-
TPebnTeNbCKOro MOBEfEHNs  HYXAaeTcs
B peupeHTudvKaumu. Llenbto nccneposa-
HUA ABNAeTCA pa3paboTka OOHOBEHHOrO
VHCTPYMEHTapWs MapKeTVHra B3aMMOOT-
HOLLEHWNIA, YYUTHIBAIOWErO0 W3MEHEHUA B
nosefeHUM notpebuteneil. 3agayamm Bbl-
CTYMNaloT: oLeHKa $akTopos NoTpebuTesb-
CKOTO BbIOOPa, OMpPeAeNeHne CogepxKaHus
3MOLIMOHANBHOTO MPOAYKTA U BbiABNEHNE
001L1X 33aKOHOMEPHOCTEN BAMAHNA SMOL|-
OHa/IbHbIX (aKTOPOB Ha YLOBNETBOPEHUE
noTpebHoCTN.

HoBu3Ha npegnaraemoit paboTbl 3a-
KNOYaeTc B MPUMEHEHUM HOBBIX Map-
KETUHIOBbIX MOLXOAO0B K PELUeHM0 Knac-
CNYECKMX 33afay — W3y4yeHWs MOBefeHUs
notpebutenei. MpUMEHEH HOBbLIA MPUH-
LMN BOB/IEUEHHOCTY, MPUOPUTETOM OMNpe-
LENAEeTCA KaueCTBEHHO HOBbIN MPOAYKT —

noTpebuTenbckoe BrieyaTneHne, KOTOpoe
ABNAETCA YHMBEPCaNbHbIM AnA BCEX MNO-
TpebuTenein. ITo NO3BONUIO MPOU3BECTU
KOMMNapaTUBHYKD OLEHKY W NpeanoXntb
YHUBEPCaNbHYIO MOAeNb I'IOTpe6I/ITeJ'IbCKO-
ro Bbl60pa SMOUMNOHANbHbIX NPOAYKTOB.

MOTPEBUTEJIbCKAA MOJEJ1b BbIBOPA

B n3yueHun notpebuTenbckoro nose-
JEeHWA 1 NOCTPOEHNMN ero MOAENN BaXHYI0
pofib UrpaeT notpebutenbckuin onbit. Co-
BPEMEHHbII MapPKETUHF NPU3HAeT noTpe-
OUTeNbCKMIA ONbIT (consumer experience)
OCHOBOW MOCTPOEHUA MOfAenn NoBefeHuA
MoKynaTenein 1 BULUT B HeM Gonblue uem
MPOCTO COBOKYMHOCTb paHee COBepLUeH-
HbIX cfenok. OnblT NoTpebuTens paccma-
TPMBAETCA KaK CMHeprua SMOLMiA, OLly-
WEHNN, 3HAHWI 1 HaBbIKOB, MONYyYeHHas
noTpebuTenem Npu B3anMogZenCTBUN C Op-
raHu3auveil Ha BCeX 3Tamax notpebneHus:
HeNoCPeACTBEHHO B MOMEHT, 1O U nocie
Hero [14. C. 208].

MoTpebuTENbCKNA  OMBbIT  BKIOYAET
KOTHUTUBHYIO 1 3MOLVMOHANbHYIO OLEHKY
nokynaTtenem npouecca CoBeplueHus no-
Kynku 1 noTtpebneHus ToBapa/ycnyru. OH
3aBUCKT OT BHYTPEHHeN, CyObeKTUBHON pe-
aKLUWK YenoBeka, HO Npu 3TOM OCHOBaH Ha
00BEKTVBHBIX CBOMCTBAX TOBapa WM Kade-
CTBaX OKa3aHHOTO CepBICa, BOCMPUHUMAe-
MbIX UHAVNBUAYANbHO B OLLYLLEHUAX.

Mpw M3yueHUn NOTPEOUTENBCKOrO OMbl-
Ta B Pa3/fIMYHbIX MOTPEOUTENbCKMX Fpymnnax
aBTOpP ONMPAeTCA Ha MOAeNb Liernoykm Co3-
[aHnsA LeHHOCTY, pa3paboTanHyto M. Mop-
TEepoM, ¥ KOHLUENuuio BOCMPUHUMAEMON
LeHHocTy noTpebutens ®. Kotnepa [7; 12].
LleHHOCTb Kak npupalyeHre, co3gaBaemoe
B LenoyKke CBA3aHHbIX NPOLeCCcoB, MO3BO-
nAeT onpegenvTb B3aUMOAENCTBME maTe-
pranbHbIX Y HEMAaTepUasbHbIX 3IEMEHTOB
NPOAYKTa 1 NpeBpaLleHune KX B e4uHyo no-
TpebuTenbcKyto LeHHOCTb, Co3faHue LieH-
HOCTV B NPOW3BOACTBE AOMKHO MOATBEp-
OUTbCA BOCMPUATAEM BHOBb CO3[aHHOW
LeHHOCTU noTpebuTenem. MokynaTtenb Ha
OCHOBE COOCTBEHHOTO UyBCTBEHHOTO OMbl-
Ta onpefenseT pasnuune mexgy npegna-
raeMon LieHHOCTbIO U OXK1AaeMbiMK1 NoTpe-
OUTENbCKMU  GUHAHCOBBIMU  3aTpaTamu
¥ nonyyaembimMu BrievatneHuamm [10; 11].



Building a Universal Marketing Model
for Choosing Emotional Products

MoTpebuTeNbCKMIA OMbIT OCHOBLIBAETCSA
Ha BOCMPUATUN, KOTOPOE CKafbIBAETCA Y
noTpebuTeNs B XO4€e €ro B3anMOAEeNCTBISA
C KOMMaHUen. VIMEHHO MoOTpebuTenbCKunii
OnbIT BepUPULMPYET LIEHHOCTU: CO3LaeT
VNN Pa3pyLLAET NX Ha OCHOBAHWU UTOra No-
3HaBaTeNIbHO-UYYBCTBEHHOTO  BOCMPUATUSA
notpebutens [9; 13; 15; 16].

M3yueHre mopenu noBefeHus noTpe-
OuTenell OCHOBBIBANIOCH Ha KOHLeNnuuu
«LEHHOCTW B MCMoNb3oBaHuM» (value in
use), «KNMEHTCKOW BOBNEYEHHOCTW» (Cus-
tomer involvement), koTopas paccmatpu-
BaslaCb B KaYeCTBE MPOMEXYTOUHOIO 3BEHA
B cncTemMe $HOPMUMPOBAHUSA MOTPEOUTENb-
CKOTO BOCMPUATUS U PE3yNbTaToB B3anMO-
oTHowweHwun [1; 3; 4]. Mo yTBepxaeHUIo aB-
TOpa, COBPEMEHHbI NOTPEOUTEND aKTUBHO
BOBNEUYEH B CO3[aHMe MNOTPeOUTENbCKON
LIEHHOCTW, NPU 3TOM OH OXWAAEeT orpe-
LEeNEeHHbIX 3MOLMIA, MOJTyYeHre KOTOPbIX
MOXeT CTaTb K/OUeBbIM (paKTOPOM NoTpe-
6uTtenbckoro Bblbopa. lMpoayKTbl, moTpe-
6uTeNbCKas LIEHHOCTb KOTOPBIX onpeaens-
€TCA Ha OCHOBE 3MOLMOHANbHbIX OLIEHOK,
aBTOP paccMaTprBaeT Kak «3MOLMOHalb-
Hble NPOAYKTbI», pa3fenss no3uLum nccne-
poateneit, anddepeHLMpyOLLMX TOBapbI
Mo CTEMEHW BAMAHWA 3MOLWIA Ha BbIGOP
npogykra [5; 6].

TMNOTE3A MOAENN BbIbOPA
OMOLUMNOHANDBHOIO NPOAYKTA

[MnoTesa nccnepoBaHNA 3akYaeTCa
B YTBEPXKAEHWW, UTO BNUSHME MOTPebu-
Te/bCKOro BreyaT/ieHus B BbIOOpe SMOLMO-
HaNbHOro TOBapa/yCcnyry NpuopmTeTHa AnA
COBPEMEHHOIO MOTPeOUTENS, 1 3TO NO3BO-
nAaeT cGopMMpoBaTb YHUBEPCASIbHYIO MO-
Jenb NoTpeduTeNbCKoro Bbibopa smoumo-
HamNbHbIX MPOAYKTOB.

[lna npoBepKku runotesbl aBTOp WC-
Mosb30Ban [Ba HE3aBUCMMbIX UCCIEA0Ba-
HUA: PbIHKA YC/Iyr MacCOBOrO NUTaHWUA U
PbIHKA MeLULMHCKUX ycnyr. MpoBeaeHHbIe
HEe3aBUCKMO APYr OT Apyra onpockl NoTpe-
6uTeneil cogepXKanu B pasnnuHon dopme
daKkTopbl BbIOOPA MaTepManbHOrO W He-
maTepuanbHoro xapaktepa. CpaBHeHue
CTPYKTYpbl BAVAHUSA (AaKTOPOB MOKa3asno,
UTO CYLIeCTBYeT 3HauuTeNbHOE COBMage-
HWe Mo cermeHTam notpebuteneit. MoTpe-

OUTENN YCIyr rocyaapcTBEHHON MeVLMHBI
1 TOCTW KOPMOPaTMBHOTO BaHKeTa fenaloT
BbIOOP MpenMyLLecTBEHHO MO MaTepu-
anbHbiM  dakTopam. [aUmeHTbl YaCTHbIX
KNUHUK 1 TOCTU NINYHBIX MPA3AHWKOB B
6nM3KON MponopumMM OTHAlT MpeanoyTe-
HMe HemaTepuanbHbIM GakTopam, SMoLMK,
BrieyatieHne ABNAIOTCA ANA HUX FMaBHbIM
noKa3aTesiem Bblbopa ycnyru.

Mogenb MapKeTUHr-MUKC (marketing
mix model), Takxe Ha3biBaeMas KOMMIEKC
MapKEeTUHIa, ABMAETCA OCHOBHbIM 3/1eMeH-
TOM Jiloboi GusHec-cTpateruu. [ns nony-
ueHus 6onee TOYHOTO [OKa3aTeNbCTBA
rMNOTE3bl KPUTEPUM OLIEHKM 060MX NCCIle-
[OBaHWI 6binn NpuBeaeHbl K Wwkane 0-1
1 CrpynnnpoBaHbl Mo Moaenyu marketing-
mix 5P. Mogenb 5P npepncrtaBnseT cobon
PACLUVPEHHbI KOMMIEKC MaPKETUHI-MUKC
oT Knaccuyeckon Bepcumn @. Kotnepa 4P
[7]. XapakTtepucTtuku product, price, place
1 promotion (MpogyKT, LieHa, MecTo 1 Npo-
ABVXKEHNE) AOMOMHEHbI MATbIM 31EMEHTOM
- nepcoHan unu nogu (people). NU3yuan
noTpebneHme 3MOLMOHANbHBIX TOBApPOB/
YC/Yr aBTOP MCMOMb3YeT AaHHYK MOZAENb
Kak Haubonee pacnpoCTpaHeHHY 1
BK/IOUAIOLLYI0 HEOOXOANMOE UMCIIO KOM-
MOHEHTOB, BAIUAIOWMX HA SMOLMOHANbHYIO
OLEHKY.

YKa3aHHas mofenb Obina BblbpaHa aB-
TOPOM B CUAY €€ LWMPOKON MPUMEHUMOCTH,
BO3MOXHOCT/ [JOCTaTOYHO MOAPOOHO 1
06BbEKTUMBHO AUddepeHLMpoBaTbL COCTaB-
nsowme NPoAyKTa U COOTHOCUTb MX C Mo-
TpebHOCTAMM MoKynaTenei. MoctpoeHune
mogesnein 5P nokasano cxoxecTb nosepe-
HUA NOTPebuTenen PasfMUHbIX YCIyr npw
pacnpefeneHn UX Ha CerMeHTbI.

SMNUPUYECKUE XAPAKTEPUCTUKI
NOBEAEHWA NOTPEBUTENEN
YCNYr MACCOBOI'O MUTAHUA
N MEAULMNHCKNX YCNYT

C 2010 r. aBTOp OCYLLECTBAAET NaHenb-
HOe uccnefoBaHVe noceTuTenen 3asefe-
HUIN MacCOBOrO NUTAHWA Pa3ANYHbIX peru-
OHOB C LieNbio M3yyeHnsa $pakTopoB Bbibopa
M YPOBHA YAOBNETBOPEHHOCTU YCYrow.
O6Lwan COBOKYMHOCTb OMPOLUEHHbIX pe-
CMOHAEHTOB, pPe3ynbTaTbl ONpoca KOTOpbIX
1CNoNb30BaHbl B JaHHOM MaTepumane, co-
cTaBnsaet nopagka 2000 ven. [11].
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The paper looks at behaviour of customers in
the process of consuming services with a priority
emotional component. It uses the author’s con-
cept of impression marketing as an avenue for the
development of relationship marketing, which re-
sides in gaining “consumer impression” by buyers
emotionally involved in the process of using the
service. Generalization of the data on customers’
satisfaction with the use of the method of second-
ary grouping of the questionnaire’s results reveals
common patterns in the consumer choice model
of buyers of various services. The paper uses the
5P marketing mix in order to construct the models
of consumer choice of emotional product for the
“comfort”, “standard” and “economy” consumer
categories. A qualitative assessment of influenc-
ing factors confirms that modern consumers are
oriented towards gaining emotional satisfaction
when consuming virtually all categories of prod-
ucts and services. The author substantiates that
“consumer experience” becomes the prime mar-
keting category when studying behaviour of mod-
ern consumers. This allows us to universalize the
model of consumer behaviour for the category of
emotional products.
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Tabnmya 1 — OuyeHKa paKTopoB NOTPEBUTENLCKOro BbIGOpa yCayri MaccoBOro nutTaHus no mogeam 5P

MpuunHa

Kputepuit AnuHoe CemeliHoe

nocetleHue «Kopnoparus» TOPXECTBO
KyxHs - product 4,6 4,5 4,8
0,92 0,9 0,96
06cayxnBaHue - people 4,5 4,3 4,4
0,9 0,86 0,88

MNMpuemaemas LueHa - price 3,5 3,7 4

0,7 0,74 0,8
BneuataeHne - promotion 3,7 3,5 3,7
0,74 0,7 0,74
Pa3BaekaTtenbHasn nporpamma - 3,2 3,9 3,7
promotion 0,64 0,78 0,74
OdopmaeHue 3ana - product 3,4 3,6 3,8
0,68 0,72 0,76
MecTtopacnonoxeHue - place 3 2,9 3,2
0,6 0,58 0,64
Moaa, npectnx — promotion 2,6 2,6 2,4
0,52 0,52 0,48

CocTaBneHo no pesynbratam nepauyHbIx onpocos [11. C. 170-173].

Tabnuua 2 — OueHKa paKTopoB NoTPe6UTENILCKOro BbiI60pa MEAULMHCKOM ycayri no mogenm 5P

CermMeHTbl noTpebutenei
Bl Kputepumn
Komdopt | CraHpapT | AkoHOM

People KBanndukaumsi MEAULMHCKUX PabOTHUKOB 1 1 0,7

Penytaums MeAMLMHCKOro paboTHUKa 1 0,8 0,3

STUUYHOCTb NOBEAEHUA MEAULIMHCKOTO 1 1 05

paboTHUKA NO OTHOLUEHWIO K MaLUEHTY ’

CpepHee 3HaueHue 1 0,93 0,5
Product BbICOKMIA ypoBEHb cepBurCca 1 0,5 0,2

MMbkumi l'lpouecc 06CAYXMBaHUA B MEAW- 1 0.7 0.2

LUMHCKOM OpraHusaumm

LLIMpOKMI aCCOPTUMEHT KOHCYALTATUBHBbIX 1 0.7 0.7

YCAYT

LLIMpOKMIM aCCOPTUMEHT AMArHOCTUUECKUX 1 0.7 0.7

YCAYT

LLInpokuni accopTUMEHT ycAyr ambynatop- 0.2 1 1

HOTO AeYEHUs ’

LLINpOKMIM aCCOPTUMEHT YCAYT CTauMoHap- 0.4 1 1

HOrO AeYeHUst ’

CpeaHee 3HaueHue 0,7 0,77 0,63
Place MatepuranbHO-TEXHUYECKAst OCHaLLEHHOCTb 1 0,8 0,2

Ypn06HOE MecTopacnoAoXeHue 0,1 1 1

CpeaHee 3HaueHue 0,55 0,9 0,6
Promotion | Penytauma MeAMUMHCKOM opraHvu3aumm 1 0,8 0,4

MoAHOTa 1 AOCTYNHOCTb MHGOPMALMK 1 1 0.4

06 ycayrax

CpeaHee 3HaueHue 1 0,9 0,4
Price MpremMaeMbIn ypOBEHb LIEH 0,4 0,6 1

CocraeneHo no: [6].

B xope oueHKM noTpebutenbckoro Bbi-
6opa roctein 3aBefieHWn MaccoBOro nu-
TaHUA ObiMM U3yuyeHbl pasnnyHble GakTo-
pbl, BAVAIOWME HA peLleHna O NOKymnKe U
ypOBeHb UTOrOBOW YOOBNETBOPEHHOCTM.
PecnoHpgeHTbl oLeH1Bany 3Ha4MMOCTb pas-
JINYHBbIX $aKTOPOB MO 5-6anibHON LWKane.
[lanee aBTOpOM 6biNa NpoBefieHa BTOPUY-
Has 06paboTKa, 1 5-6annbHas Wkana bbina
npuBefeHa K LWKane oueHkn ot 0 go 1, rge
1 - Hambonee BblCOKas oLieHKa. Pa3nunyHble
dakTopbl, OTMeueHHble noTpebutenaAMy
KaK BnvatLLve Ha 1x Bbibop, Bbinm Knaccn-
dunumpoBaHbl no mogenu 5P.

B Tabn. 1 npuBeaeHbl UCXOfHble AaH-
Hble onpoca notpebuTeneinl U BTOPUYHAA
oueHKa no daktopam mogenu 5P v ogHo-
6annbHoii oueHke. Kateropun notpebute-
nein oCTaBNeHbl TEMU e, 4TO 1 NPU UCXOA-
HOM onpoce. BbigeneHa Kateropus rocten,
NpyXogAWMX B 3aBeAeHNA MacCoBOro nu-
TaHWA ONA NNYHOW BCTPeuW, NoKynatenu
YCIyru «CeMeiHoe TOPXKECTBO W YHaCTHUKN
KoprnopaTuBHbIX 6aHkeToB. OTMeuvaeTca
pas3nMuyHana cuna BAMAHUA MaTepuanbHbIX
1 3MOLIMOHaNbHbIX GaKTOPOB ANA Kaxaom
113 BbileNeHHbIX KaTeropuil notpebutenei.

B uenom, nccnegosaHwAa aBTopa no-
Kasanu, u4To «noTpebuTenbckoe Bre-
yaTneHue», Kak cneunduyeckas notpe-
buTenbckaa LEHHOCTb, BXOLUT B 4MCNO
npropuTeTHbIX $akTopoB BbibOpa ycnyru
MacCoBOro MUTaHWA LA BCEX KaTeropum
nocetuteneil. B HekoTopbix noTpebuTtensb-
CKUX rpynnax 3MouuoHanbHble dakTopbl
LEHATCA TOCTAMU 3HaunTenbHO Gonblue,
uem maTepuanbHble.

MockonbKy noOATBEpPXAaeTCA CTaTu-
CTUYECKN 3HauMMoe BRUsAHWE «noTpedu-
TENbCKOrO0 BMeYaTNeHns» Ha Bblbop 3a-
BedeHUA NuTaHuA, 3TO [aeT OCHOBaHMe
cunTaThb «NOTPebUTENbCKOE BreyaTneHue»
CyLLecTBeHHbIM pakTopoM pa3BuTUA Npea-
npuatna. [lpegnpuaTtua, passuBaloLime
B3aMMOOTHOLLEHNA C MNOTPebUTeNbCKUMK
ceTAMY 1 OCyLLeCTBAAIOLLEE NPOAAXM «M0-
TpebuTenbCKOro BnevaTneHny, 3a Nepuoa
3-5-neTHero BHeApeHus obecneunBaloT
yBeNMUeHne KNWeHTCKol 6asbl M pocT
peHTabenbHocTn Ao 40-45% npwm cpepHe-
0TpacneBoll peHTabenbHOCTN 35%, Xu3-
HEHHbIN LuKN npognesaetca ao 12-14 net
BMeCTO 6-8 neT 4nAa npeanpuATWiA Tpagu-
LIMOHHOTO MapKeTuHra [11].

OCHOBHbIM  ipaiBepOM MOCTKPU3NC-
HOr0 pPa3BWUTMA BbICTYNaeT AanbHenlee
paclwmpeHune coepbl ycnyr v JOMUHUPO-
BaHMe CepBNCHOro NoAxofda B SKOHOMUKe.
B ycnosumax HapacTatoLen «cepBucraLmm
3KOHOMUKW» CEKTOpa, HaKoMuBLUME MO-
NOXMNTENbHbIN ONbIT B3aUMOOTHOLIEHWI C
KNMeHTaMK, CTaHOBATCA O6beKTOM OeHu-



Tabnunya 3 — CpaBHUTE/IbHAS OLIEHKA paKTOPOB N0TPe6UTENLCKOro BbiGopa no mogenm 5P

Yeayrv MmaccoBoro nutaHus MeAULMHCKKE YCAYTH
Kputepuu AnuHoe CemeiiHoe
A | S Kopnopatne | Komdopt | CtaHAapT | SKoHOM
Price 0,7 0,74 0,8 0,4 0,6 1
People 0,9 0,86 0,88 1 0,5 0,5
Product 0,83 0,81 0,86 1 0,5 0,63
Place 0,6 0,58 0,64 0,55 0,9 0,6
Promotion 0,63 0,67 0,5 1 0,9 0,4
Product

=0—KompopT =l=CTaHAapT =z=3IKOHOM ==(CemeliHoe =>=JlnyHoe =8=Kopnopatms

Puc. 1. MoaeAb MoTpeBbUTEAbCKOIO BbIGOPa 3MOLIMOHAAbHBIX MPOAYKTOB

Product
1

Promotion

=@—Cranpapt =lll=—Kopnopatus

Product
1 4

Promotion

=== 3KoHOM == (emeliHoe

Puc. 2. Moaean notpebuTeAbCKoro Bbibopa «CTaHAapT» M «3KOHOM>»

MapKuHra s MonofplX, AMHAMUYHO pas-
BMBAIOLMXCA CEKTOpoB. Kommepueckas
MeLuLMHa, NPpUHMMatoLLas Gopmart nepco-
HaNN3MPOBAHHOMN MeANLMHBI, HAXOLUTCA B
CTafun aKTMBHOTO pa3BuUTUA. HoBble Tex-
HONOrMYeCKNe BO3MOXHOCTU U MHAUBUAY-
anM3MpPOBaHHbINA CNPOC MOPOAUIN HOBYHO
MapKeTUHIOBYIO Napagurmy B 34paBooxXpa-
HEHUMW, OCHOBAHHOM Ha LUMPOKOM anbAHCE
MEeLULMHCKON YCiyrn ¢ notpebutenamu,
CTaHOBALMMUCA aKTUBHbIMW YYaCTHMKa-
MU CO3[aHMA NOTPeOUTENbCKON LEeHHOCTH
— 30pOBbA, BOOPYXEHHBIMU ANA 3TOrO
HeoOXOAMMbIMI 3HAHWAMU U AOCTYMHBIMU
TexHonornamun. Mouck 3$pdeKTUBHbIX MO-
Jeneil U UHCTPYMEHTOB B3aIMOOTHOLLEHWIA
C KNMeHTaMV B MeULIHE CONPOBOXAeTCA
M3y4YeHVeM B UWC/IE MPOYEro oMnbiTa Mac-
COBOrO MNUTaHUA, Kak OfHON U3 Haubonee
Pa3BUTbIX CEPBUCHBIX CUCTEM.

Mogenn notpebutenbckoro Bblbopa
MayyeHTOB M3y4yeHbl aBTOPOM Ha OCHOBE

BTOPUYHOI 06pabOoTKM pe3ynbTaToB onpo-
ca notpebuTenen ycnyr 3npaBooXpaHeHus.
PecnoHpeHTam npepnaranocb  OLEHUTb
3HAaUMMOCTb  PasnnuHbIX GakTopoB Npu
BblbOpe MefMUUHCKON ycnyr, obuas co-
BOKYMHOCTb OTBETMBLLMX PECMOHOEHTOB
coctaBuna nopsagka 500 naumeHToB [2; 6].
3HaumMmocTb oueHuBanach ot 0 go 1, roe
1 — MaKCMMarbHas BaXHOCTb KpuTepus ans
BblbOpa ycnyrv 1 yAoBNETBOPEHHOCTM NPY
ee notpebneHun [2; 6]. B Tabn. 2 npeacTas-
NeHbl NpUBefeHHble pe3ynbTaThl $akTopos
Bbl6Opa no mogenu 5P ans notpebutenen
MELMULMHCKUX YCAyT.

MpoBefeHHOe ccneoBaHe BbIABUIO
BbICOKUN YPOBEHb 3MOLIMOHASIBHBIX OLle-
HOK noTpebuTeneit MELULIMHCKON YCIyru.
Bo mHorom mogienu notpebuTenbckoro no-
BeJeHNA MaLMEeHTOB CBefeHbl 0 YPOBHSA
CTepeoTMnoB. MaLMeHTbl cunTatoT rocyfap-
CTBEHHYI0 MeANLIHY MeHee KaueCTBEHHOW,
ueM YacTHyo. K yacTHO MeauLMHe npefb-
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ABNAKOTCA 6Gonee BbICOKMe MNOTpPebuTenb-
CKU1e OXUAAHUA, N NMPEX[e BCEro K CepBiC-
HOW COCTaBNAIOLIEN NleYeHNA.

B 1abn. 3 npuBefeHbl CpaBHUTENbHbIE
OLEeHKN (GaKTOpPOB MOTPEOUTENBCKOTO Bbl-
60pa, BbICTaBNEHHbIE TPEMA KaTeropuamu
notpebuTeneil AnA Kaxaoro BUAa YCnyru.
B maccoBom nuTaHWM BblgeneHbl OLEH-
KM rocTeil KOPMOPaTUBHOMO U CEMENHOro
Mpa3fHMKa, a Takke YacTHOro moceLeHus
pecTtopaHa. Y 3Tux KaTteropuii nocetutenei
MapKETVHI BblenseT pasinyHblie MOTUBbI
MOKYNKW W LEeHHOCT NoTpebuTenbckoro
BneyvatneHua. MayneHTbl MeQULIMHCKNX YY-
pexaeHunin Takxe Obln pasgeneHbl Ha Tpy
rpynnbl: notpebneHue komdopT, cTaHzapT
1 3KOHOM. Pa3fieneHvie npom3ssefeHo B nep-
BWYHOM OMPOCe MO TUMOBbIM XapaKTepu-
CTMKam nosefeHuA. Ha puc. 1 npeacraBneHa
rpaduueckas mogeno GpakTopoB noTpebu-
TeNbCKOro Bbibopa AnsA BCeX KaTeropui.

lpaduyeckas mopenb ¢akTopoB no-
Tpebutenbckoro Bbibopa 5P nokasbiBaeT
Hannuve COoBMafaloWMX WKW, MO KpanHe
mepe, 6/IM3KNX XapaKTepUCTK MOZENU no-
BefleHVA noTpebuTenen pasnnyHbIX YCyr.
Cvna BNUAHMA MaTepuanbHbIX U HemaTe-
puranbHbiX GaKkTOpOB, NX NPUOPUTETHOCTb
B BblOOpe MpojyKkTa MO3BONAIOT BbIABUTb
06LLe 3aKOHOMEPHOCTY B NOBEAEHUN MO-
Tpebutenen n NpepnoXutb 0606LEeHHbIe
MOZeNN Ha OCHOBE TPaAULIMOHHBIX COCTaB-
NAOWMUX MAPKETUHF-MUKC.

ABTOp cunTaeT, YTo MefULMHCKMue YC-
AYTW 1 YCNYrM MacCoBOrO MUTAHUA MOXHO
PaBHO OTHECTU K KaTeropuu npopjyKToB,
obnagawowyx AyanbHOW  MaTepuanbHo-
3MOLMOHaNbHOW NPVPOLZOIA.

C ofHOI CTOPOHbI, N NTaHWe, 1 Neve-
HUe y[OBNETBOPAIOT 0ObEKTUBHO MaTepy-
aNNCTUYECKYI, «TeNecHyo» NoTpebHOCTb.
Mx notpebneHue o3HauyaeT npsmoe BO3-
[eNCTBE Ha OpraHW3M YenoBeKka, W Ma-
TepranbHaa npupoja NpPoaykta B 06oux
Cnyyasx nepBOHayanbHa. MatepuanbHo-
0OBEKTUBHYIO COCTABAAIOLLYIO HEBO3MOX-
HO «M3bATb» U3 NPOAYKTA/YCNyr, OHa Co-
CTaBnAeT ero Agpo.

OpHako notpebneHve (Kak MeguuuiH-
CKOW yCnyru, Tak 1 nuTaHus) TpebyeT nep-
COHaNbHOro CoyyacTus noTpebuTtens u Tak
e HeoTAenMMO OT SMOLMIA YenoBeKa, Kak
1 OT ero Tena. Ycnyru MesuLmHbl 1 yciyru
MaccoBOr0 NUTaHWA ABMATCA 3MOLMO-
HanbHbIMW yClyramu, 1 3To fenaeT ux 6o-
nee MOXoXMMK Mo Mofenn notpebneHus,
HEXENW PasnuyHbIMK NO NPUPOAE UCXOf-
HOro npogykKTa. HuxenpreeaeHHble Moge-
NN NOATBEPXAAIOT BbIABUHYTYIO aBTOPOM
runotesy.

Ha puc. 2 npuBegeHbl CpaBHUTENbHbIE
MOZeNN, YCNOBHO Ha3BaHHble «CTaH4apT»
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Product

——KomdpopT —-JInuHoe

Puc. 3. Moaeau notpebuteabckoro Bbibopa
«KOMPOPT»

N «3KOHOM» MO Knaccudukaumu notpedbu-
Tenen MeLULIMHCKUX YCTyT.

YcToiumBylo Mofienb AEMOHCTPUPYIOT
obe KaTeropum noTpebuTenei «CctaHgapT.
Mpu BbIGOPE MECTa KOPMNOPATUBHOIO TOP-
)XeCTBa NOTPebUTENy BbIHYXLEHbI MpU-
HUMaTb BO BHWMaHWe BO3[eNCTBUE BCEX
GaKTOpOB, MOCKONbKY rMaBHaA 3afjaya
«KOpropaTyBa» OCTaBUTb XOPOLLEeEe Breyat-
NIEHNE Y BCeX YYACTHUKOB. MaumeHTbl Mo-
JEeNU «CTaHJapT» TakXe XOTAT ONTUMW3N-
pOBaTb MaTepuasnbHble 1 3MOLMOHANbHble
3aTpatbl NPU NONYYEHNUI MEAULIMHCKON YC-
7yru, NO3TOMY B WX BbIGOPE YUMTbIBAKOTCSA
Bce dakTopbl. MpoABAAETCA Knaccuyeckoe
6anaHcMpoBaH1e PUCKOB 1 BbIrof, rae pu-
CKaMm BbICTYMNaloT MaTepuanbHbIe, @ BbIro-
Jamu — SMoLMOHaNbHble dakTopbl BbIOOpA.
Mopgenb «cTaHaapT» Npu NpUobpeTeHnn
3MOLIMOHANbHBIX NPOLYKTOB OPUEHTUPYET
BbIOOp Ha [OCTUKEHME YPOBHA 3MOLMO-
HasIbHOM YAOBNETBOPEHHOCTH Bbille Cpea-
HEro 3HauyeHus maTepuanbHbIX GpaKTOPOB.
MHaue roBops, MoAenb «CTaHAapT» - 3TO
MOfeNb cOanaHCMPOBaHHOW SMOLIMOHaNb-
HOI1 YAOBNETBOPEHHOCTH.

Mogenb noTpebuTenbckoro Bblibopa
«IKOHOM» XapakTepusyeTcs npeobnaga-
HUEM MaTepuanbHbiX GakTopoB noTpedu-
TENbCKOTO BbIOOpa: LEHbl, cofepXaHua
npogykTa. [oTpebuTtenn rotoBbl NOXepT-
BOBATb YaCTbl CEPBUCHBIX XapaKTEPUCTUK,
KaK-TO: MECTOPACMONOXEHNE OpraHu3aLny
M KayecTBO OOC/TYXMBaHWA. B MeHbluel
CTEMEeHW MOTPEBUTENU  OpUEHTUPYIOTCA
Ha promotion-NpecTMKHOCTb OpraHn3a-
uum, peknamy. Ha nepsbiid B3rnag mogenb
«3KOHOM» MOKa3blBaeT OTKa3 OT 3MOLMO-
HasIbHOTO YZJ0BNETBOPEHNA B CBA3N C HEAO-
CTAaTOYHON 3HAUMMOCTbIO 3TUX (aKTOPOB.
OpHako, Mo MHEHMIO aBTOPa, 3TO MOAENb

«OT/NIOMEHHOWN 3MOLMOHANbHOW YAOBNETBO-
PEHHOCTUY.

MoXHO NpeanonoXuTb, YT B Clyyae
«CEMENHOTO TOPXKECTBa» MONOXMUTENbHbIE
3MOLMM BOCMPOM3BOZATCA U NOTpebnsaioT-
CA CaMUMM TOCTAMM BHYTPU COLMaNbHOM
rpynnbl M TakuMm 06pa3oM BOCMONHAT
aeduunT MO3UTUBHOTO MOTPEOUTENbCKO-
ro onbita. [0CTW [OBOSIbHbIE HELOPOrUM
yrowjeHrem B XOpOoLel KOMNaHWM MoryT
BO3BPALLATbCA B OfHU U Te e 3aBefjeHus
MacCcoBOro NUTaHUS, Fae y HUX 0CTanca no-
NOXMTENbHDbIN NOTPEOUTENBCKNIA ONbIT KaK
YacTb BOCMOMUHAHUIA B OLEHKE TWMa «XO-
poLLo nocugeny.

B cnyyae notpebutenbckon mogenu
«3KOHOM» MALMEHTOB MEeLULMHCKUX Yu-
peXneHnin 0TKas OT JOMONHUTENbHbIX MO-
NIOXUTENbHBIX 3MOLWIA, Nonyyaemblx Npu
XOpOLLeM CepBuCe 1 BbICOKOW penyTauuu
opraHu3auuy, He NPUBOAMUT K Noajep:a-
HUIO NOANBHOCTY, MOCKOJbKY He KOMMEeHCK-
pyeTcA NO3UTVBHLIM BreYaTNeHNEM N3BHE.
OTNOXEHHDBIN CNPOC Ha 3SMOLMOHaNbHOe
YLOBNETBOPeHMe Aenaet notpebutens yc-
YT HENOANBHBIM U NMOATANIKMBAET K CMeHe
mogzenu notpebneHus.

KauecTBEHHO WHble XapaKTepuUCTUKM
npeacTaBieHbl B MOAENN NOTPebUTeNnbeKo-
ro Bbibopa «komdpopt» (puc. 3). KomdbopT-
Hoe rnoTpebreHre BbIOMPaOT MaLWeHTDI
YacTHbIX (HO He TONbKO) KNNHWUK, AnA KO-
TOpbIX COOCTBEHHOE 3MOLMOHaNbHOE CO-
CTOAHME HE MEHee BaXHO, YeM KauecTBo
MEeOULMHCKUX npouenyp. AHanorMyHbIM
06pa3om noceTuTenu 3aBefeHnii MaccoBo-
ro NUTaHWsA MOZeNu «<KoMpopT» LIEHAT yao-
BONIbCTBME OT MOCELLEHUA pecTopaHa He
MeHbLUEe KayecTBa HenocpeacTBEHHO efpbl.
CobcTBEHHO, B 000MX Ciyyasx KayecTBO
npogykTta (Muwa v mMeguuMHCKoe BO3Aen-
CTBUE) [LOMKHO 6bITb 6€3YCNIOBHO BbICOKWM.
3MoLmMoHanbHble GaKTopbl YLOBNETBOPEH-
HOCTV He fenatoT MaTepuanbHble GakTopsl
BTOPOCTENEHHbIMU, OHW, CKOpee AOMUHU-
pytoT B oueHKe. Mogenb «komdopT» — 3T0
MogenNb «4OMVHMPYIOLLEN SMOLMOHANbHON
OLIEHKM».

3AKNIOYEHUE

Pe3ynbTaThl MCCnefoBaHNUA MOATBEPX-
[al0T Hanmume cxoXux $pakTopoB BAUAHUA
npu BblbOpe NPOAYKTOB, 3MOLMOHANb-
HaA LEHHOCTb KOTOPbIX BenuKa AnA mno-
Tpebutena. MIMeHHO Hanuuue CunbHOM
3MOLIMOHANbHOI OLEHKM NepCOHaNbHOro

noTpebneHna fenaeT MOXOXuM noBefe-
Hue noTpebuTenen, BbIbBMPAIOWMUX TaKue
pa3Hble YCyru, Kak noceleHne 3aBefeHuns
MacCOBOrO MWUTAHWA U MERULMHCKOrO Yu-
pexaeHus. IMNMpUYeckne UccnesoBaHms
MOATBEPXKAAIT Hanuuue mogenen notpe-
OUTeNbCKOro NnoBefeHnsa «komepopT», «IKo-
HOM» W «CTaHOAPT», Pa3nnyaloWMXCA Mo
COAEPXaHUIO OXMAAEMOrO U NONYyYeHHOro
NoTPe6MTENbCKOro BneYaTneHus.
Be3ycnosHo, yHMBEpCanbHOCTb Mofe-
nei Hyxpaetca B AanbHelwen sepudu-
Kaluy Ha pa3nnuHbIX NPOAYKTaxX M BuAax
Tpyna. OfHako MOXHO caienaTb mpakTuye-
CKU MPUMEHUMbIA BbIBOA: noTpebuten
MCCNEeROBaHHbIX YCIYr HYXOATCA B 3MO-
LIMOHaNbHOW COCTaBNAOLLEN, OHU XOTAT NO-
NyunTb NPOAYKT (M36aBneHne OT XN0NoT No
MPUrOTOBNEHMIO 1 Mofaye nuwyy, obnerye-
HUWEe W CraceHue OT HelOMOraHuWA) BHYTPY
0cobeHHOro npofgykta — «notpebutens-
CKOTO BreyaTNeHys», B CO3aHNe KOTOPoro
OHVI BOBJIEYEHbI B MPOLIeCce NOKYMKK.
PaboTHVKIM 3apaBoOXpaHeHus, onpese-
NBLUMe pa3BUTME NoTpebHOCTel naumeH-
TOB, [JOMKHbI NEPeCMOTPETb CBOW MOAENU
npogax. YA0BNeTBOPEeHHOCTb NaLMEHTOB 1
CNIOXUBLUEECA MOCe NoTpedneHuns ycnyru
Xopollee noTpebuTenbCcKoe BrevyatneHne
[OMKHbI CTaTb OCHOBHOW MOfenbk Map-
KeTUHra, a He NPUATHbIM, HO MOBOYHBIM
pononHeHneM. COBPEMEHHbIN  NalueHT
[EeMOKpaTUUeH, OCBEJOM/IEH, OH XOUeT Ha
paBHbIX BOBNEKaTbCA B NPOLIECC NIEYEHNs,
1 3TO TONbKO YNyYlWUT pe3ynbraThl. [103T0-
MY 1 YaCTHas, U rocyfapCTBEeHHanA MeguLn-
Ha [OMXHa MepecMoTpeTb MoTpebuTenb-
CKUe MOAENU 1 y3aliH CBOero NpoAyKTa.
Bo3MOXHOCTb  MOCTpOeHMe  YyHUBEp-
CanbHbIX Mofenen NoTpebuTenbCcKoro no-
BEeAleHUA [N1A KaTeropum 3MOLMOHabHOro
NPOAyKTa roBOPUT O BCeobLiel LIeHHOCTH
3MOLIMOHANbHOMO  Y[OBNETBOPEHUA  AnA
coBpemeHHoro notpebutens. CoBpemeH-
HbIl MApPKETUHI JoMmKeH ObiTb He MPOCTO
KNMEHTOOPUEHTUPOBAH, OH [OMKeH ObiTb
«YeNIOBEKOOPUEHTUPOBAHY, «3IMOLMIOHANb-
HO-OPVEHTMPOBAH» 1 [aXe SMOLMOHaMb-
Ho-NpuopuTeTeH. «B nmpouecce 3KoHOMW-
YeCKOro pasBuTUA BO3HUKAKOT HOBbIE BUfbI
MOKynaTenbCKoN BOCMPUUMUUBOCTM KaK pe-
3ynbTaT JOMUHUPYIOWErO SKOHOMUYECKOrO
NPeanoXeHns ... OCTPOE NepexnBaHne
KOHKpeTHbIX owyweHun» [5. C. 16]. Hosas
MoKynaTenbckas BOCNPUUMYUBOCTL Tpeby-
€T HOBOTO 3MOLIMOHANbHOTO NOAX0Aa B Map-
KETUHIOBbIX MOLIENAX M MHCTPYMeHTax. |
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