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AHHoTanusi. B crarbe 000OIIEHBI OCHOBHBIE CTpPAaTETMYECKUE IOJIXObI
MIPOABUKEHUSI TOBAPOB PETMOHAIBHOM KOMMEPUYECKOW OpraHU3alid HAa OCHOBE
AKTUBU3ALIUU YCUIIAN IIOCPEIHUKOB. Paccmotpensl O0COOEHHOCTH
B3aMMOOTHOIIEHUN MEXIYy NPOU3BOAUTEISMU TOBAPOB M YCIYI U MPOJABLOB
OTHOCUTEIBHO MPOMOAKIIMA, a TaKKE B3aUMOCBSI3b PHIHOYHON MHMPACTPYKTYPHI U
MapKETUHTOBBIX KOMMYHHMKAlMi TUMa push peruoHasIbHON KOMMEpPUYECKOn
opraHu3anuu. BeineneHbl OCHOBHBIE OCOOCHHOCTH TPOMOMEPOIPHUATANA ISt
MIOCPEAHUKOB, MPOBOAUMBIE C LENbI0 CTUMYJIMPOBAHUSA 3aKYyNOK PETHOHAIBHOU

KOMMEPYECKON OpTraHMu3aIlii B 3aBUCHMOCTH OT CTaauu (OPMHPOBAHUS 3aIacoB
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npoaaBioB. OnpeneneHbl 3JIeMEeHTbl WHGPACTPYKTYphl PbIHKA KOMMYHHUKAIIUH,
BKJIIOYAIONIME KOHEYHBIX IMOTPEOUTENCH, MOCPEIHUKOB M  HEPBIHOYHBIE
HCTOYHHUKH, KOTOPBLIC BJIMAKOT Ha 00e I'PVIIIIBL. BrisiBiieHa B3aMMOCBSI3b MCKIOY
BBIABJICHHBIMHU JSJICMCHTAMMU. YCTaHOBJ'ICHO, 4dTO KOMIIaHHAM, KOTOPBIC AaKTHBHO
MMOOHIPAT U IMOAACPKUBAIOT ITOCPCIAHHUKOB, y,[[aéTCSI OXBATUTH 6OJII>HIYIO JOJIHO
PBIHKA I10 KOJIMYCCTBY III/ICTpI/I6BIOTOp0B, UCM HUX KOHKYpPCHTaM. Bnaro,uapﬂ TaKuUM
OTHOHICHHAM C IIOCPCAHHUKAMU BBICTPAMBAIOTCSA pa3H006pa3HLIe MEXAaHU3MBbI
oOecrieueHus 3¢)¢)€KTI/IBHOFO Mep‘{aHﬂaﬁBHHFa N MapKCTHUHI'A B TOUYKAX IIPpOAdK.
Bo3MmoxHOCTE 3aKYIIOK II0 CHW)KCHHBIM IICHaM CepBéSHO BIIMACT Ha YPOBCHDb
OpUOBUIM TMPOU3BOAMTENA. B cuTyauuu, Korja moTpeOUTENr CKJIOHHBI J€JaTh
34KYIIKH BIIPOK H JICTKO IICPCKIIIOYATHECA C OIHOI'O IIPOAYKTA Ha z[pyroﬁ B IIOUCKAx
qumeﬁ IOCHHBI, IMPOU3BOAUTCIIAM CTAaHOBHUTCS CJIOXKHEC noaaACpKuBaTh
,Z[OCTaTOLIHHﬁ YPOBCHb HpI/I6I>IJIBHOCTI/I IIpu IMpOBCACHHUHA HpOMoaKHI/Iﬁ JJIA
nocpeHUKOB. [loTpeOuTenbCKkuid COpoc BIMSIET HAa MOCPEAHHKOB, KOTOpPHIE, B
CBOIO O4YCpCAb, CTPEMATCA K TOMY, YTOOBI TOBAPbI UK YCIIYTH COOTBCTCTBOBAJIN
CIIPOCY KOHEYHBIX MOTpeOuTesneil. MapKeTHHTOBblE KOMMYHHUKAIIUM Ha OCHOBE
AKTUBHU3AIMM YCWIMN TMOCPEIHUKOB CTUMYJIMPYIOT MPOABMKEHUE TOBapa IO
KaHaiaM JucTpuOyruu. OyeHb Ba)XKHO, KaKO€ BIMSHHE peKJIamMa W TpoYHe
MapKETUHTOBBIE YCHJIMSI OKa3bIBAIOT HA YPOBEHb NMPUOBUIM OT Tpojax. MHorue
IMPOMOAKIINH OKAa3bIBAIOTCA HerI/I6BIJ'IBHBIMI/I, HO KOMIIAaHUU BCE XKe BBIHYKICHBI
HUATH Ha 3TO, I-ITO6I;~I MUHHUMU3UPOBATL IIOTCPH. Ha 60J'IBIHI/IHCTBG PBIHKOB
CYLIECTBYET BBICTPOCHHAas HMH(PPACTPYKTYypa MapKETUHTOBBIX KOMMYHHKAIUH,
KOTOpas BKIIIOYAET B c€0s1 KOHEUHBIX MOTpeOuTenel, NOCPETHUKOB U HEPHIHOYHBIE
HUCTOYHUKHU BIIUAHUA.

Abstract. The article summarizes the main strategic approaches to promoting the
goods of a regional commercial organization based on the intensification of the
efforts of intermediaries. The features of the relationship between producers of
goods and services and sellers regarding promotions, as well as the relationship

between market infrastructure and marketing communications such as push of a
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regional commercial organization are considered. The main features of
promotional events for intermediaries, carried out in order to stimulate purchases
of a regional commercial organization, depending on the stage of formation of
sellers' stocks, are highlighted. The elements of the infrastructure of the
communications market are defined, including end users, intermediaries and non-
market sources that affect both groups. The relationship between the identified
elements is revealed. It has been established that companies that actively
encourage and support intermediaries manage to capture a larger market share in
terms of the number of distributors than their competitors. Through these
relationships with intermediaries, a variety of mechanisms are built to ensure
effective merchandising and marketing at the point of sale. The ability to purchase
at discounted prices seriously affects the level of profit of the manufacturer. In a
situation where consumers tend to buy in advance and easily switch from one
product to another in search of the best price, it becomes more difficult for
manufacturers to maintain a sufficient level of profitability when conducting
promotions for intermediaries. Consumer demand influences intermediaries who,
in turn, seek to ensure that goods or services meet the demand of end consumers.
Marketing communications based on the activation of the efforts of intermediaries
stimulate the promotion of goods through distribution channels. It is very
important what impact advertising and other marketing efforts have on the level of
sales revenue. Many promotions turn out to be unprofitable, but companies are still
forced to go for it in order to minimize losses. Most markets have an established
marketing communications infrastructure that includes end users, intermediaries,
and non-market influencers.

KuroueBble ¢j10Ba: TOPrOBbIE MOCPEIHUKH, PEKIaMHAasi KaMIaHUsl, IPOJIBUKECHUE,
3 PEKTUBHOCTh PEKIIaMBbl, PEKIaMHO-MH()OPMAIIMOHHOE BO3JEHCTBUE, KOMILICKC

MAapKCTHHI'OBBIX KOMMYHHKaHHﬁ, PCTHOHATIbHAA KOMMCPUYCCKaA OpraHru3anusd
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MapkeTuHroBsie KOMMYHUKAaIUU PErMOHAIBHOM KOMMEpYECKON
OpraHu3allid Ha OCHOBE AaKTUBM3allUM YCHJIUN IIOCPEJHUKOB CBS3aHBI CO
cTpaTerusMu TuHa push U HampaBieHBl Ha TOPTOBBIX MOCPEIHUKOB. B 3TOM
cllydae 3a/laqya COCTOUT B TOM, YTOObI MOTUBUPOBATH MOCPEAHUKOB MOACPKUBATH
B HAJIMYUU ONPEJEICHHBI aCCOPTUMEHT M TAaKUM 0O0pa3oM JenaTh MPOIYKThI
KOMITaHUU 0oJiee JOCTYNHBIMHU JJIi KOHEUYHBIX noTpeduteneil. Ecnm crparerus
yCllelllHa, KOMMYHUKauuu Tuma push oOecneunBatror Oonee  MIUPOKUN
ACCOPTUMEHT, CHMKAIOT YaCTOTY OTCYTCTBHSI HY>KHBIX NMPOAYKTOB Yy MOCPEIHUKA,
00ecreurnBalOT ONTUMAJbHYIO BBIKJIAJKY HOPOAYKTa (MEpUYaHIAN3UHI) H
TIIATEIBHBIC YCUJIHSI TOPTOBBIX MIOCPEIHUKOB IO TIPOABIKEHHIO ToBapa [1, 2].

B nanHoll cratbe Oyaer 0OOOIIEHBI OCHOBHBIE CTPATETHYECKUE MOAXOMbI
IIPOJIBUKEHNS TOBAPOB PETMOHAIBHONW KOMMEpPYECKOM OpraHu3alldyd Ha OCHOBE
aKTUBU3AIMU YCWINKM nocpeaHukoB. [Ipu aTom OyayT paccMOTpeHbl OCOOEHHOCTH
B3aMMOOTHOIICHUI MEXy INPOU3BOJUTEISIMU TOBAPOB M YCIYr W IPOJABLIOB
OTHOCHUTEJIbHO MPOMOAKIIMIA, a TAK)KE€ B3aUMOCBS3b PbIHOYHOW UH(PPACTPYKTYphI U
MapKETUHIOBBIX KOMMYHHMKalMid Tuna push peruoHaqibHONM KOMMEpPUYECKOU
OpraHU3alny.

OdeHb 4YacTo Mbl HUCXOJIUM K3 TOTO, YTO MAPKETUHIOBBIE KOMMYHHUKAIUU
HalleJIeHbl Ha KOHEYHOro notpedurens. Ho He MeHee BaKHbI U MAPKETHHIOBbIE
YCWIHSI, aJpecOoBaHHblE MOcpeqHUKaM. [IpruMepHO oJlHa TpPEeTh MapKETHHIOBBIX
OIO/PKETOB KOMITAHUM-MIPOU3BOJUTENCH TpAaTUTCA Ha NPIMYyI0 pekiamy s
KOHEYHBIX II0JIb30BaTEI€, a JBE TPETU PACXOLYeTCs] Ha MEpPONPHUITHS IO
NPOJBIDKEHUIO mpoaax. M3 o00meid cymMMbl pacxolloB Ha TMPOJBUKEHUE
3HauuTenbHass 4Yactb (37% BceX MapKETMHIOBBIX PACXOJIOB) MPUXOAUTCA Ha

MPOJIBUKEHNE HA YPOBHE MOCPETHUKOB, U OcTaBIIKecs 63% COCTaBIAIOT PacXoabl
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Ha TPOJBMKEHHE HEMOCPEICTBEHHO Ha YypPOBHE KOHEYHBIX NoTpeOuteneil. B
1eJIOM OKOJI0 63% OromkeTa Ha MAPKETUHTOBBIE KOMMYHUKAILIMU PAacXOayeTcs Ha
KOHEUYHBIX MMOTpeduTeeH, u 37% — Ha BCeBO3MOXKHBIX TIOCPETHUKOB [3, 4].

MapkeTHHroBble KOMMYHHUKAIIMU, HAICJIEHHbIE HA TMOCPEIHHKOB, JOJDKHBI
CTUMYJIMPOBATh arpecCHUBHBIC YCWIMS TMOCPEAHUKOB IO MPOIBUKEHHUIO TOBapa.
Kak noka3zano Ha puc. 1, neiapio KoOMMyHUKaIui Tuna push siBisercst obecrieyeHue
JIOCTYITHOCTH TOBapa M CTUMYJIHPOBAHUE MAPKETHHTOBBIX YCHJIUNA MOCPEIHUKOB.
KomnanusiM, KOTOpble aKTHUBHO TMOOLIPSIIOT M TMOAJAEPKUBAIOT IOCPEIHUKOB,
yAa€TCcs OXBATUTh OOJIBIITYIO JOJIIO PHIHKA (110 KOJUYECTBY JUCTPUOBIOTOPOB), YEM
UX KOHKypeHTaM. biarogapss TakuM  OTHOIIEHUSIM C  TMOCPEAHHKAMHU
BBICTPAUBAIOTCA  Pa3HOOOpa3HblE MeEXaHM3Mbl oOecrieyeHus: 3PEPEKTUBHOTO

MepUaHIai3uHra 1 MapKETHHTa B TOYKaX Mpojax [5, 6].

Peakuus motpedureneit

IMokpsITHE pHIHKA VYennus muctpubprotepa
— JHocrtynHocTb — Mepuanaai3uHar
— Haymmune Ha ckinage —  Ycunus 1o npoBHKEHHIO

| |

Crpoc co cTOpOHBI
MIOCPEIHNKOB —
KOMMYHHKaIUH THIa push

— Pexmama

— IIpomoakuuu

— Karanoru

— IIpssMol MapKeTUHr

— TenemapkeTusr

DNEeKTPOHHBIN
MapKETHHT

Casi3u ¢
obmectBeHHOCTHIO (PR)

Pucynok 1. MapkeTHHroBble KOMMYHHMKAIIMM THNA PUSh ®W peakuusi

KOHEYHBIX OTpeduTeJiei
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[IpomomeponpusiTuss  Jjisi  MOCPEAHUKOB,  MPOBOJUMMBICE C  IIEJIBIO
CTUMYJIMPOBAHUS 3aKyMNOK, HEPEJKO HCIOIb3YIOTCS KOMIIAHHMSIMHU, KOTOpPHIE HE
peaau3yloT CBOM TOBapbl HANPSAIMYIO. JJ0BOJIBHO YacTO MOJOOHBIE aKIIUKU OCHOBAHbI
Ha CHUKEHUU TIEHBI 711 JUCTPUOBIOTOPOB M PO3HUYHBIX MPOIABIIOB, YTOOBI TAKHM
00pa3oM CTUMYJIMPOBATh UX YCHJIUS 110 MPOJIBUKCHUIO ToBapa [7, 8].

[IpomMoakiM 4acTo MPUBOJAT K TOMY, YTO M KOHEUHBIE MOTPEOUTENH, U
PO3HHUHBIE MPOJABIIBI JENal0T 3aKyNKu Ha Oynmyinee, ¢dopmupys 3amacel. Ecin
MPOMOMEPOTNIPUATHE MPOBEACHO YAA4YHO, TOTPEOUTENIM B OITOT TEPHUOT
npuoOpeTaroT 00JIbIlE, YeM OOBIYHO, U B MOCEAYIONIUE MEPUObl OYAyT MOKYNaTh
menbIe [9, 10].

Hepenko po3HHUYHBIE TPOJIABIIBI CTAPAIOTCS CHU3UTH 00BEM 3aKYIOK TOBapa
nepes; MpoOMOAaKIMed, a BO BpeMsl aKIMU 3aKylUTh KaK MOKHO OOJbIIE IO
CHI)KCHHOM 11eHe. B 11e710M po3HUYHBIE MOKYIATeTd MOTYT IPHOOPETaTh TOBAPHI
M0 CHIKEHHBIM II€HAaM B TEUYEHHUE HEKOTOPOro BPEMEHHM TOCJI€ OKOHYAHUS
IIPOMOAKIMH. Pe3ynapTarsl OMHOrO M3 HCCIeNOBaHWM mokasanu, 4ro 80% Bcex
TOBApOB, 3aKYIaeMbIX POSHUYHBIMU TOPTOBIIAMH, IPUOOPETAIOTCS TIO CHIXKEHHBIM
1eHaM. BO3MOXHOCTh 3aKyNOK MO CHWXEHHBIM II€HAM, Pa3yMEETCs, CEPhE3IHO
BIIUSICT HA YPOBEHb MPHUOBLIN MPOU3BOAUTENS. B cuTyamuu, koraa moTpeouTenu
CKJIOHHBI JIeJIaTh 3aKYyINKHU BIPOK ((hopMUpOBaTh 3amachl) M JIETKO MEPEKII0YAThCS
C OJHOrO TPOAYKTA HA JPYyrol B MOUCKAxX JIyYIIEH IEHBI, MPOU3BOIUTEISIM
CTAaHOBUTCS CIIOKHEE IMOJIEPKUBATH JOCTATOYHBIA YPOBEHb MPHUOBUILHOCTH TIPH
IIPOBEJCHUM MMPOMOAKIINK Tt mocpeanukos [11, 12, 13].

Ha puc. 2 noka3zana uHppacTpykTypa pblHKa KOMMYHUKAIUH, BKJIFOYAIOIIIAs
¥ KOHEUHBIX MMOTpeOUuTeneH, U MOCPETHUKOB, U HEPHIHOYHBIE UCTOYHUKH, KOTOPHIE
BIUSAIOT Ha o0e¢ Tpynmel. Hampumep, MapKeTHHTOBbIE KOMMYHHKAIIUH,
HaIleJICHHBIE HAa OCHOBHBIX WIPOKOB M Typy OTpacid, KOHCYJIbTAaHTOB W
(bMHAHCOBBIX AHAJIUTUKOB, CO3/IAI0T BTOPUYHBIE KOMMYHHUKAIIUHA, KOTOPHIE, B CBOIO
ouepe/ib, BIUAIOT Ha Mpo(decCuOHAIbHYI0 U OU3HEC-TIpEcCy, a TaK)Ke Ha MacCOBBIE

n31aHHs. HOI[O6HBI€ HCPBIHOYHBIC HNCTOYHHKH BJIMAKOT Ha IIOCPCOAHUKOB H
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KOHEYHBIX IoTpeduTeei [3, 8].

OcHOBHBbIE HTPOKHU H
JIMJIEepPbI OTPACIIH, Ipodeccnonanbubie
KOHCYJbTAHTbI H accounanuu
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Pucynok 2. PoiHoYHasi ”HQPACTPYKTYypa U MAPKEeTHHIOBble KOMMYHUKAIIUU

THIIa PUsSh

CIuTONIHbIC TUHUUA HA PHUC. 2 OTOOPaKAIT MapKETHHIOBBIE KOMMYHHUKAITUH,
HAaIlCJICHHBIC Ha TIOTpeOUTENeH 1 MOCPEeAHUKOB. [IyHKTHPHBIC JTMHUN OTOOPAKAIOT
HeTpsIMble KOMMYHUKAIUH, TO €CTh HaIleJICHHbIE Ha YAaCTHBIX JIMII U OpPTaHU3aIlNH,
KOTOPBIC BIIUSIOT HA KOHEYHBIX MOTpeOUTeNeld u nocpeaarukoB. Cpenu HempsMbIX
KOMMYHUKAIMHA Pa3inyaroT NEPBUYHBIC — OT KOMIIAHUHM K WCTOYHHUKY BIIHSHUS, U
BTOPUYHBIC — OT OJHOTO MCTOYHHUKA BIMSHUS K Apyromy. Pasymeercs, oguH u3
HanOoJiee BaKHBIX MEXaHU3MOB TIepelaydl BTOPHYHOW WHPOpMAIIMA — OT
NepefoBbIX TMOJb30BaTEIeH M MOTpeduTened, (OPMHUPYIONUX OOIIECTBEHHOE
MHEHHE, K OOJILIIIMHCTBY LIeeBOM ayauropu [3].

[ToxBoss onpeaeIEHHBIN UTOT UCCIEI0OBAHUSI, MOKHO OTMETUTD CJICTYIOIIEE:
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[ToTpeOuTenbCKkuil CIpoc BIMSIET HAa MOCPEAHUKOB, KOTOPBIE, B CBOIO
o4Yepe.b, CTPEMSTCA K TOMY, YTOOBI TOBAPHI MJIM YCIYTH COOTBETCTBOBAJIU CIIPOCY
KOHEYHBIX moTpeduTteneil. MapkeTHHTOBble KOMMYHHMKAMU Tuma push (ycumus
NOCPETHUKOB) HALEJIEHbl Ha TOPrOBBIX TMOCPEAHUKOB U  CTUMYJIUPYIOT
MPOJIBMKEHUE TOBApa Mo KaHalaMm auctpuoyuuu. Llens kommyHukanuit tumna push
o0ecreyuTh JOCTYIMHOCTh MPOAYKTAa U UHTEpeC K HeMy. OIHAKO 3TO caMo 1o cebe
HE JODKHO OBITh OCHOBHOM 3ajjaueil MapKETUHTOBBIX KOMMYyHUKanuidi. OueHb
Ba)KHO, KAKOE BIMSHUE PEKIIaMa U IPOYME MAPKETHHIOBBIE YCUIINS OKa3bIBAIOT HA
YpPOBEHb MNPUOBUIM  OT TMpojax. MHOrue NpoOMOAaKUUU  OKa3bIBAKOTCS
HEMPUOBUIbHBIMM, HO KOMIIAHMU BCE K€ BBIHYXKJIEHBl HMATH Ha 3TO, YTOOBI
MUHHAMH3UPOBATh MOTEPH.

Ha OonbIIMHCTBE pPBIHKOB CYHIECTBYET BBICTPOCHHAs WH(MpacTpyKTypa
MapKETUHIOBBIX KOMMYHMKAIUMH, KOTOpas BKJIIOYAaeT B ce€0f8 U KOHEUYHBIX
NOTpeOuTENe, U MOCPEIHUKOB, U TaK HA3bIBAEMbIE HEPBHIHOYHBIE HCTOYHUKH
BiIusHUA. Hepenko KOMIaHuUM HCMONb3YIOT MapKETUHIOBbIE KOMMYHHUKALIUH,
KOTOphIe, MO CyTH, Ommke K PR-akumsiM M HanpaBiieHbl Ha HEPHIHOYHbBIE
VMCTOYHUKHU BIMSHUS, BO3JCHCTBYIOUIME, B CBOK OuYepedb, HA MOTpeOUTened u
MIOCPETHUKOB.
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