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Presenter
Presentation Notes
So, let’s take a fresh start, good morning again
Although I’m not going to announce the launch of a full-blown new global innovation initiative I firstly want to talk about innovation and its absolute necessity for our business. I might preach to the converted when I tell you that innovation is a must. But maybe you just let me prove it once again with a couple of slides.




CNoXHOCTU yNpasfieHns nosegeHuem B
HOBOW 3KOHOMUKe

Upe3BbIMaMHO BeNUK YpOBEHb «PbIHOYHOTO LYyMa»
Y HOBOW 3KOHOMUKU LiIeHHOCTeW CBOU npasuna

YHukanbHble Toprosbie npeanoxeHus (USP - Unique
Selling Proposition) meHee BaXxHbI, Yem paHblue

’Ku3HeHHbIe LUUKIbI TOBAPOB COKpALLArOTCA
NHHOBALMY BCe bbICTPee KONUPYHOTCAS KOHKYPEeHTaMM.
PbIHKM NOABUXHbI

Toeapbl 06HOBNAFOTCA Ydlle U perynapHee, a pbIHKU
CNBALOTCA



MHoroobpasue npeanoxeHU Ha pbIHKe
"Ae HaUTU HOBYHO LIEHHOCTb?




PeanbHoCTb B NOBeaeHUU noTpebutenen B putenne

CoBpemeHHbIN noTpeburtens —

3TO BAYMUUBbDIN NOKynaTenb!

[ToKkynaTenb ¥enaet perynapHo B3aMmoaemcTsoBaTb C
6peHaammn, NPUHMMATb Y4aCTUE B UX AeATEeNbHOCTU —
KaK OHW BbIrNAAAT, rAe U Kak NpoaatoTcs

[1Ba HanpaB/eHNA NO3BONAIOT YAEPHKMUBATb KaK UHTEpPEC,
TaK MOTUBUPOBATb Ha MOKYMKMU:

 Shopper Marketing
e Digital Marketing

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



Be160p NpoAyKTa B 3aBUCUMOCTU OT 3aA4a4um nokynatens

TTpoaykT

«TTpocTo» TOBAP
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CTPC(TZI'M\-IZCKMZ 30HbI AedT7esibHOCTU KOMNAHUU,
6G3MPYI-OLIJ,M€CSI Ha «3HAGHUU KITUEHTa»
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Buibop Hanbonee
«BbIFOAHOM UENEeBON
rpynnbi»
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LeHoBoe ~ PasBuUTHE KaHa/N0B NPOAAXK.
NO3ULUMOHUPOBaHUE, «3HaHUE * Crpateruu Boibopa

NOAUTUKM K/IMeHTa» NOKaUWil MarasvHoBs,
LeHoobpasoBaHus. UHTepHeT, GpaH4yait3uHr.

Pexknama, npoasuxeHue

Pa3spaboTtka cogepxanui
KOMMYHUKaTUBHbIX CoobLLEHNT,
UHTEerpauua MapKeTUHrosbIX
KOMMYHUKaLUUI




3ayem noHUMaTb noTpebutens?
MoxHo maHunynupoeatb NoTpebutenem!?




Shopper marketing - Hosas punocopus
PO3HUYHOr O bUsHeca:

* OpUEeHTUPOBAHA Ha OXBAT NOTpebuteneu,
KOTOpbIE YXe NPULLNU B MAra3uiH;

* NMO3BONSET YBENUYUTb KOHBEPCUHO
noceTuTenen B NOKynarenu

«McxoanHas Touka» Shopper marketing Bceraa —
NOTeHUUANbHLIN NOKyNnartesb - YesloBeK,
NpULWEALINA 3a NOKYNKAMU




TTpasuna Shopper marketing

1. [Mpogasan nokynaTento, a He noTpeburtento. Mcnonb3osaHue
MHCANUTOB NOKyNnaTens, ero NoTpebHoCTeEN U MOTMBALUM

2. 3Ha cBOM TOBAP - 3HaHME NOTPEOUTENBCKOro BOCNPUATHUA
3TOro ToBapa (bpeHaa) B marasnHe, MOCKONbKY MarasmH
MOMET CUNBbHO MOB/INATL Ha MOKYMNKY

3. MNpeanaran nokynaTtento peweHms. Boibop npoaykTa B
KOHEYHOM UTOre 3aBUCUT OT TOrO, HAaCKONIbKO 3TOT NPOAYKT
COOTBETCTBYET MOTUBAL MM NOKyNaTens




«3HaHue noTtpebutensa» ana Shopper marketing

° NybnHHOEe BOCNPUATUE TOBAPHOM KaTeropum u TM;

e ero 6apbepbl U NpeanoyYTEHNA NPU NOKYMNKe ToBapa
onpeaeneHHOMN KaTeropum;

¢* MOKYynNnateabCKoe nopegeHne B MeCtax npoaax,
NOHUMaHWNE BINAHUA KOHTEKCTA,

®* WHCAWUTbI U BCNabiBawowme npn astTom asmounn, caioBa U
CMMBOJIbl, XapPaKTepUyrowmne nxX

* MOJE/Ib I'IOTpE6I/ITEI'IbCKOI'O noseaeHunA

e onpeaeneHne NHCTPYMEHTOB BO34EeMNCTBUS Ha NoceTUTens
MarasmHa (c yueTom KoHuUenumum 6peHaa n TMna marasuHa)



MeToablI

HabnroaoeHue v Buaeo3anumch
Onpocbl/ NHTepBbHO

CoyeTaHue MeToA0B NOKYMKU C
COMpOBOXAEHUEM U KNACCUYECKUX C

rpynn
AHanus3 npoaax

Putenn ayaut

DOKYC-



OCHOBHbIE 3Tanbl coBepuieHNa NOKYNoK

» TTnaHupoBaHue Nokynku
» CoseplueHue NoKynok

* OueHka NpnobpeTeHHOro Toeapa U Camoro
npoLecca NoKynok

Ha kaxaom 3tane Heobxoammo onpenenuTb:
- 6apbepbl AN COBeplUeHU NOKY MKW,
- He3aHaTbIe TeppuUTopUU B MarasuHe;

- SMOUUNOHAJIbHOE BOCNpUudTUE NocetTmnTens



Heobxoaomumele aaHHbIE O
NOKynaTenax

» [etanu s3aumopeuncteusa «ITokynatens-
TTpoayKT»

* JPPEKTUBHOCTb NSIAHOMPAMMbI
TOBAPHLIX CeKUuUU U oblien NaHUpOBKU
MarasuHa

 TTposepka scpekTuBHoOCcTU POS
MaTepuasos

* U..(cm.cnepyrolme CTpaHULIbL)



PeanbHbIV npogpunb nocetuteneu u
noKynarenem marasmHa

NoceTuTenu marasmHa
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JaHHble AreHTtcTBo IMCA



Kak u oTkyaa nocetutenu aobuparotca Ao
MarasvHa

PacnonoxxeHne marasuHa. PEF}HIFIPHOCTH noceweH1A

B CpesHeM 3TOT Mara3mH 70%
nocewanT : g
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25% [
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NELUKOM

HABYT

Kak npagWno cynepMmapkeT NOCeW|aeTcA Ha NOCTOAHHOW oCHOBe. [ANA OCHOBHOW YacT nNHgel ato
MaraIvH HaxXo AW MWIACA Hegdaneko oT AoMa W oSuparTcA 00 HEro NelKom.

[aHHble AreHTcTteo IMCA



Mopaenb npouecca NpuHATUA peleHUa nokynaTtenem (3.Poaxepc)

UcxopHble ycnoBus:

1. Mpownbin onbIT

2. Owyuwaemble HyXAabl

3. Hopmbl counanbHOM cUCTEMbI

1.CounoaKkoHoMMYecKne XapaKkTepucTuku |
XapaKTepucTUKU obbexTa, — 3HaHUe

2. lnyHble xapakTepucTUKn npuHUMaloLLero

3. MoBeneHue npum pelleHne

KOMMYHMKaLnu

1.0THOCUTENbHOE BocnpuHumaemble —> dobmu OBa”I-IVIe MHEeHUs
NpenMyLiecTBo XapaKTePUCTUKM PM1p

2. CoBMeCTUMOCTb ToBapa

3. CnoxHocTb
4. 3ameTHOCTb

11
PeweHue

v v |V
OTKIIOHEHME ApanTauus OcBoeHue

-
- ~

«- b
V
MpepbIBHOCTb MpopomkeHne X0
Mocnepytoulee apantauun I OATEEp il
OTKIIOHEeHune Mocnepyrowas
apganTauus

www.marketing.hse.ru
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Shopper marketing npeaycmatpuBaeT aHau3

. Bonpocbl, Ha KOTOpble HY*HO OTBETUTb [denAcTBna KomnaHum

1 KaK caenatb marasuH naoLwaaKkom co3aaHums [NhaHnpoBaHMeE TOProsoro
NO3UTMBHOrO ONbITa B3aumoaencTema c TM NPOCTPAHCTBA U AMU3aMH

2 Kaknum gonxeH 6biTb HOBbIM MarasuH no [An3anH — pean3sanH
CPaBHEHWUIO C NpeXHMM GopmaTom MarasuHa

3 KakoBbl KpuTepuu Bbibopa NpoayKTa B marasnHe B3anmopgencreme c

NPOAYKTOM
4 KaK cTaTb MOHATHbIM NOKynaTento OpraHu3auma Kateropumm
5 Kak coTpyaHUKM moryT npogasath 60/bLle U1 CepBUC U NnepcoHan

CO034aBaTb NPUATHOE BMNeYaT/ieHne OT MarasuHa
(MHAEKC n3meHeHnA 40K NOKYMOK)

6 byaet v BnoxkeHna B 06opyaoBaHmMe NPUHOCUTD CreHa n aucnaen
pe3ynbraThbl

7 Kakaa nHpopmauma B marasnHe npogaet POS maTepwuansl
Kak pa3smecTtutb POS

www.marketing.hse.ru



1. Kak caenaTtb marasuH Nrowaakou co3aaHus
NO3UTUBHOIO ONbITA B3AUMOAEUCTBUA C MAPKOU?

TTnaHupoeaHMe TOproesoro NpoCTPaAHCTRA:

30HASIbHOCTb NOMeLLeHUM
3arpyXeHHOCTb 30H

npobfieMHbIe TOUKU NPOCTPAHCTBA
nyTU ONTUMU3ALUU NPOCTPAHCTBA
Hasurauma s TL|




2. Kakum ponxeH 6bITb HOBBIM MArasuvH NO CpaBHEHUHO C
NpeXxHUM POpMATOM

OdusanH marasuHa:

* rnybuHHOe BOCNpUATUE AMU3AUHA MArA3UHA U
ero 351emMeHToB

* MOAenb nocelleHUs marasmuHos (4actora, rae
U KaKue NOKYMKU coBepliaerT)

* TUMUYHBIN MApLIPYT
e 06Las OUeHKa marasmuHa



3. KakoBbI KpuTepuum BbIbOpa NpoAyKTa B MarasmHe

Bsaumopencteume ¢ NnpoayKTom:

e mogenb notpebneHms / 3HAUUMOCTb
KpuTepues BbI6Opa

e 0CObeHHOCTU B3aUMOAECUCTBUS
* Bpems B3aUMOAEeUCTBUS
* KOHBepcus



Bsavmopeuncteume ¢ npoayKkTom

KTo noKynaTtenn sTon Kateropmm? oHU NPUXoasaT OAHM UAKU C APY3bAMMK?
OcobeHHOCTM B3aMMOAENCTBMA C NPOAYKTOM:

- 6epyT B pyKH,

- YUTAIOT ITUKETKY,

- YUTAOT UHCTPYKLUMULO,

- OTKPbIBAOT KPbILWKY U HIOXAlOT,

- NON1b3YHKOTCA TECTEPAMU NN AONONTHUTE/IbHBIMUA I/IHd)OpMaLI,l/lOHHbIMI/I MmaTepunanamum
u..

Bce 3TO moXKeT NnoAcKasaTb naeu ana opraHuUsaumm Kateropum Uam ynakoBku

KosinyecTtBo npeameToB C KOTOPbIMU B3aMMOAENCTBOBAIN —MOXKET roBOpwnTb O
pPacTepAHHOCTHU HOKYﬂaTEHEVI B KaTeropmm maun o YeTKOM 3aN1aHNUPOBAHHOCTU NMOKYMNKW.

Bpems, NpoBeeHHOE B KAaTErOPUN rOBOPUT O BOSMOXKHOCTM KOMMYHUKaLUMK —4T10
NPOM3BOANTE b YCNEEeT CKa3aTb NOKYNaTe o 3a 3T0 BpemaA? [as Kax Ao KaTeropum
Bpems B3aUMOAENCTBMUA CBOE.

[lepBOE B3aMMOAENCTBME —NONYASPHbIE MAPKN WU YAAYHOE PACMO/IOKEHNE?




4. Kak cTaTb NOHATHLIM NOKynNartenko?

OpraHusauusa kateropum:

* MOAesib NOKynartesibCKoro noeengeHuna e
marasmHe

* JIOTUKAa pacnofnoxeHud B MmarasmHe

* BHYTpeHHa9 NOrmKa Kateropum u ee
NOHATHOCTb NMOKynaTesiHo

* AOCTYNHOCTb TOBAPOB



OpraHusaumus kateropum

OcHoBHbIe Npobremer:

* pasmelleHue NpemmaribHOU MAapKm paaom C
nNpoAyKTamu 6onee HU3KOro LieHOBOIO cermeHTa

* pasmelleHue cpeiu NpoAyKTOB APYrOU KaTeropum
* OTCYTCTBMUE LieH Ha NpoAYyKUUHO

* pasmelleHue BobepoB C peKnamoun Apyrovi Mapkm Ha
NPOTUB BLIKNAAKU C BALEW NpoayKuuemn

* pasmelleHue Npoaykuum B rinybuHe Nosmku



Bei6op notpebutenall




5. Kak coTpyaHUKku moryT npoaaeatb 60onblue U
CO3AAaBATb NPUATHOE BMeyaTtieHue OT MarasvHa

CepBUC U NepCcoHarn:

3amellatenbcTBo/cmaTeHue nocetTuTens
B3aumogeucTeue (KTo uHmumartop?)
BpemMsa B3aUMOAEUCTBUS

OLeHKa B3aUMOAEUCTBUS, oLeHKa paboTbl
nepcoHarna, BivsHUe KaTeropum Ha
BOCNpUATUE NepCcoHana

pe3ynbTart



6. TTpuHeceT nNu pe3ynbTaT BNOXeHUe B 0bopyaosaHue?

OueHKa cTeHAaoB:
* nMpuBnexkaeT BHUMaHUe
e B3AUMOAEUCTBUE

* BNIMAHUE 0CObeHHOCTeU NCUXOorpagpUYecKkoro
TUNA Ha BOCNpUaTUE CTeHAA U ero OTAeNbHBIX
3/1eMeHTOB

* Bpems B3aUMOAeUCTBUa (HaxoxaeHusa y
CTeHaaq)

* KOHBepcuS




/. Kakaa uHgpopmauus B marasmHe npoaaeT?
Kak pasmectutb POS

OueHka 3cppekTusHoctTn POS matepuanos:
* npuBriekaeT BHUMaHue
* B3aUMOOEUCTBUE

* 3aNOMUHAEMOCTb - BUAENIU, MOTYT BCMOMHUTD
copepxaHue, NOHATHOCTb OCHOBHOU uaeu

* Bpems B3ammogeunucteusa ¢ POS
* KOHBepcus




OCHOBHble cTpaTerum paboTbl C
KITIMeHTaMun

e [lOBbILWATb YAOBNETBOPEHHOCTb CBOMMMU
NpoAYyKTaMnN ANS YBENNYEHUS NOSINIbHOCTH
CBOUX KJ/IMEHTOB

 [IpuBnekaTb HOBbIX KNMEHTOB Npeanaras
BbICOKOE KayeCTBO 0bcnyxxmuBaHusl/
npueMseMbiv YPOBEHb LIEH U T.M.

*Y0BNETBOPEHHOCTb —MO3UTUBHAsS OLIEHKA MOc/e NoTpebneHns, Npu KOTopou
ONbIT NOTPE6NEHUS N XapaKTEPUCTMKM MPOAYKTa ONPaBAbIBAOT OXUAAHUS UK
NPEBOCXOAST UX



YO0BNEeTBOPEHHOCTb U NNOANIbHOCTb

J
noTpeéburtenen
J1091bHOCTb
Bbicokas Hu3kas
YOoBNeTBOPEHHbIE CyacTtnmBble
Bbicokas NpuBep>XeHLbl CTPaHHUKMU
YO0oBNeTBOPEHHOCTb
Hunakaga 3an0XHUKN Avnepsbl




] / [OCYIAPCTBEHHbIM YHUBEPCUTET

10, BolIAS LIKOTA 3KOHOMMK

BBRICIIAA WMKOJIA MAPKETUHTA
N PA3BUTUA BU3HECA

Cnacubo, Bonpocbr?

www.marketing.hse.ru
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