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AHHOTanus. Beedenue. B HacTosmiee BpeMst poOJIeMaTHKA BBIBEICHUS HA PHIHOK HOBH-
HOK B CErMEHTE TOBApOB IMOBCEIHEBHOIO CIpOCa SIBISETCS aKTyaJM3HUPOBAHHOMW, MOCKOJBKY
UMEHHO 3TO ITO3BOJISICT MPHUBJICKATh U YACPKUBAThH BHUMAHUE MMOTEHIIMAIBLHBIX MOTPEOUTEICH.
DTO aKTyalau3upyeT IMOJHOIEHHOE HUCCIIEOBAHUE MOTPEOUTENTHCKUX MPEANOYTCHUNH U Jaib-
HEHIIYI0 KOHIECHTPAIMIO YCHIUH Ha MOAM(PHUKAIUU CYIICCTBYIOIIUX MPOIYKTOB U CEPBHCOB,
BOCTPEOOBAHHBIX y II€NIEBOM ayJUTOPHH, U BBHIBEACHUH YIYUIIEHHBIX KOMHI 3apeKOMEH0BAaB-
mux cedst pemieHuil. Mamepuanvl u memoosi. B ctatbe Mbl Oa3upyeMcsi Ha MHEHUSIX ClIeLHaIn-
CTOB, UCCIIEJYIOIIUX JaHHOE HampaBleHUE, a TAK)Ke Ha pe3ylibTaTax MPOBEIEHHOTO MapKeTHH-
TOBOT'O MCCJICIOBAaHUS B BUJE onpoca. Vcrmonp30BaHbl METOIBI HAYYHOTO TIOMCKa MH(POpMAIUH,
aHaJIM3a ¥ CUHTE3a, a TAK)Ke MapKETUHTOBOT'O MCCIIEJIOBAHUS B BUJIE ONPOCA, XapaKTePHU3YIOIIIe-
r'o MOTPEOUTEIBCKOE MMOBEACHHE, C IMOCIICIYOIIM (GOPMYIUPOBAHUEM HEITPOTHBOPECUUBBIX BbI-
BOJIOB. Pesynbmamul ucciedosanusi. B CI0XKUBIIEHCS CUTYaINH IS YCIICITHON JesITENbHOCTH B
JTAHHOM HAIpaBJIEHUH HEOOXOJUMO HCCIIEIOBATh CUTYAIMI0 Ha Pa3BHBAEMOM PBIHKE W TOHU-
MaTh CIIOKUBIIHUECS KIMEHTCKUE MpeanouteHus. Hanbonee BocTpeOOBaHHON MPaKTUKOMN Mpe-
CTaBJsIETCA MOIU(DUKAIUS CYIIECTBYIOIIUX YCIEUTHBIX PEIICHUN U BBIBEJIEHHWE Ha PHIHOK CEp-
BHUCOB M TPOJIYKTOB, MPEACTABISIONINX COO0O0H YIy4IIEHHYI0 KOMHIO MPOBEPEHHBIX OHM3HEC-
Moaenen. Oocyscoenue u 3axaodenue. Y TOUHAETCS, YTO 1[E€JIECO00pa3HO BHEAPSTH U UCIIOIB30-
BaTh MapTHEPCKHE MPOrpPaMMbl MEKy HOBOM OpraHU3alliel Ha pbIHKE TOBAPOB MOBCEIHEBHOIO
cIpoca M MONyJsipHOM opraHu3anuen oduiecTBeHHoro nurtaHus. CaenaH BbBIBOA O BocTpebo-
BaHHOCTHU TMOJOOHBIX KOJIAOOpaluii A7 yCIEUTHOTO BBIBECHUS HOBHHOK M MPUBICYECHUS
BHUMAaHUS TOTPEOUTENCH.

KiroueBnble ciioBa: HOBHHKA, HOTpe6I/ITeHI/I, MMapTHEPCKaAsA nporpamma, UHTEpEC, OIpocC.
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Abstract. Introduction. Currently, the issue of introducing new products to the market in
the segment of consumer goods is relevant, since this is what makes it possible to attract and
retain the attention of potential consumers. This actualizes a full-fledged study of consumer
preferences and a further concentration of efforts on modifying existing products and services
that are in demand among the target audience, and producing improved copies of proven solu-
tions. Materials and methods. In the article, we are based on the opinions of experts research-
ing this area, as well as on the results of the conducted marketing research in the form of a
survey. The methods of scientific information retrieval, analysis and synthesis, as well as mar-
keting research in the form of a survey characterizing consumer behavior, followed by the
formulation of consistent conclusions, are used. Research results. In this situation, for suc-
cessful activity in this area, it is necessary to investigate the situation in the developing market
and understand the prevailing customer preferences. The most in-demand practice seems to be
the modification of existing successful solutions and the introduction of services and products
to the market that represent an improved copy of proven business models. Discussion and
conclusion. It clarifies that it is advisable to introduce and use partnership programs between a
new organization in the consumer goods market and popular catering organizations. It is con-
cluded that such collaborations are in demand for the successful launch of new products and
attracting the attention of consumers.
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Beenenue Pa3paboTka 1 Hauano Mmpoja)xk HOBBIX

[Ipobnematuka pa3pabOTKH HOBBIX MPOAYKTOB, HOBBIX OpEHIOB SIBISIETCS TO-
NPOAYKTOB M BBIBEJEHUS HUX Ha PBIHOK POTOCTOSIIIUM  TIPOIIECCOM, IIO3TOMY, Kak
0CTaeTcs B I0JIE 3pEHUSI MAPKETOJIOTOB, I10- IIpaBWJIO, BO-NIEPBBIX, MIPEIBAPSAETCS IPOBE-
CKOJIBKY 3a CYET CO3/laHHsI HOBUHOK, MOJH- JIEHUEM COOTBETCTBYIOLIUX HCCIIEIOBaHUI
¢duKaK CyIIECTBYIOIINUX BEPCUN MPOIYK- pBIHKa KaK CO CTOPOHBI MOTpedurtenel (Ha
TOB MOKHO PacCUMTHIBaTh Ha MPHUBJICUECHUE MpeIMET UHTEpeca C UX CTOPOHBI, EPCIEK-
BHUMAaHUS NOTPEOUTENILCKON ayaUTOpUU U TUB POCTa MPOJAaX M SKOHOMHMUYECKOHN 3Ha-
yAepKaHHe HMHTEpeca C UX CTOPOHBI, YTO YUMOCTH CETMEHT), TaK U CO CTOPOHBI KOH-
MO3BOJIIET OCYILIECTBIIATh OTCTPOMKY OT KypUPYIOLUIMX OpraHu3alui U MOTEHLIHAAJb-
(GUpPM-KOHKYPEHTOB, Mpelaraloiux mnps- HBIX KOHKYpPEHTOB, KOTOpbIE YXke (pyHKIIHO-
MbI€ aHAJIOTH WM TOBAPBI-CYOCTUTYTHI. HUPYIOT B JAaHHOM PBIHOYHOM CEIMEHTE WU
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UMEIOT TIEPCIeKTHBBI BBIXOJa HA HETO B
ommkaiimem  OyaymeM. CylecTBeHHBIC
pacxo/pl Ha UCCIEOBAHUS U 3aIyCK HOBBIX
MPOJAYKTOB OOBACHSAIOT CUTYallMIO, CBSI3aH-
HYyI0 C TE€M, YTO Ha POCCHMCKUN DPBIHOK,
Harpumep, B 2024 r. ObLIO BBIBEJACHO «HA
18% wmeHbIIe OpeHIIOB, YeM 3a aHAJIOTHY-
bl nepuon 2023 r.» [S]. Tem He meHee B
2024 1. B cerMeHTe NPOLYKTOB IUTAHUS U
TOBapOB MOBCEAHEBHOI'O CIPOCA BBIBE/ICHBI
Obutn Oosee 3 ThIC. HOBBIX OpPEHIOB, CyM-
MapHbI 000POT KOTOPHIX COCTABHJI MOPSI-
ka 7,5 mupa pyoO. [5]

JlanHble 00CTOSITENILCTBA TOBOPAT 00
AKTyaJIbHOCTH JIAHHOTO HAIPaBJICHUS W
MpeIoyiaraloT paccMOTpeHHe, Ha 0as3e aB-
TOPCKUX QHAIMTHUYECKUM MaTepHUalioB, pe-
[ICHU, KOTOpbIE MPEICTABISIIOTCS C Mpak-
TUYECKOW TOYKH 3PEHUST BOCTPEOOBAHHBIMH
JUTSL YCIICIITHOTO BBIBEICHUSI HOBUHKH, B TOM
YHUCJIe B pPaMKax OCYIIECTBICHHUS MapTHEp-
CKUX MPOTPaMM U MPUBJICUCHUS K HEW BHU-
MaHUS 11€JIEBON ayIUTOPHH.

MartepuaJibl 1 METO/bI

B kauectBe MarepuanoB Mbl OmNupa-
eMCsl Ha MHEHHS CIEeIUATNCTOB, HCCIEay-
IOIMX JTaHHOE HallpaBJeHUE, a TaKXkKe Ha
pe3yNnbTaThl MPOBEACHHOTO MapKETUHTOBO-
ro ucclieZloBaHus B Buje ompoca. Mcrnoms-
30BaHbl METO/bl HAYYHOTO TMOHMCKa HHQOP-
Malliy, aHaJIN3a U CUHTE3a, a TaKkKe MapKe-
TUHTOBOTO MCCJIEIOBAaHUSI B BUJE OMpOca C
nociueayomuM (GopMyJIMPOBAHUEM HENpo-
TUBOPEUYUBBIX BHIBOJIOB.

Pe3yabTaThl HCC/1E10BAHUS

Psan cneunanucToB cnpaBeqIMBO OT-
MEYAlOT TOT (PAKT, YTO CPOK JKU3HU BEHIBE-
JIEHUS TPOAYKTOB — HOBHHOK Ha PBIHOK
CYILLIECTBEHHO COKPATUJICS, U 3TO XapaKTep-
HO J1JIs1 TOBApPOB MOBCEIHEBHOTO crpoca [1].

[pyrue cuuTaroT, 4TO UCIOJIb30BAHNE
WHHOBAIIMI B MOTPEOUTEIHCKOM MapKeTHH-
re WMeeT BeAyllee 3HAYCHHE U TO3BOJIAET
MpUBJICKAaTh BHUMAHUE IIEJIEBON ayaHTO-
pun [2]. Kpome Toro, mpeacraBuTenu mpo-
(eccnoHaIbHOrO COOOIIECTBA CXOAATCS BO
MHEHHH, YTO KJIOYEBOE 3HAYCHUE HMEET
MpOBEJICHUE OMpPOCOB, (hOKyC-TpyIII, Mpen-
BApUTEIBHBIX TECTOB W MPOOHOTO MapKe-
TUHTa B paboTe ¢ MOTPEOUTENSIMH, YTO TIO-
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BBIIIAET YCIEIIHOCTh BHIBOJUMOM Ha PHIHOK
HOBUHKHU [4, 6]. Takke NpUCYTCTBYET MHE-
HUE, 4TO paboTa ¢ OOHOBJIEHHBIMH TOBapa-
MU, OpeHaamMu (HarmpuMmep, OpraHu4eCKUMHU
MPOJYKTaMH) CHOCOOCTBYET BBIJAECIECHHUIO
OOHOBJICHHBIX CETMEHTOB IMOTpeOuTeNel U
KOHIIEHTPAllMM Ha HUX 0O0Jee yCIENHBIM
Crocob0oM, 4YeM 3TOro MOTYT JH0OUTHCSI KOH-
KYpeHTHI [3].

Msb1 B 1enoM paszaenseM IpHUBEACH-
HbIE TOYKU 3PEHHUS, OJHAKO IOJaraem, 4To
MIOCKOJIbKY pa3paboTKa M BbIBEIACHHE HO-
BUHKM Ha PBIHOK SIBJISIETCSI BBHICOKOPUCKO-
BBIM M BBICOKO3aTpaTHbIM IPOLIECCOM, TO
OTIPaBJaHHBIM OyJET OMpPENENUTHCS, KaKue
MMEHHO LIeJIM KOMIAaHUsl MpPecleyeT: Ke-
JIAeT JI1 KOMITaHUS TTOBBICUTH COOCTBEHHYIO
y3HaBa€MOCTb, MaclITaOMpPOBaTh CBOIO pa-
00Ty Ha pa3BHMBAEMOM pBIHKE, YBEIUYUTH
PBIHOYHYIKO  JIOJII0,  3alyCTUTh  HOBBIM
ycnenrHslid mpoekt u T.1. [8]. Kpome Toro,
OYEHb BAXKHBIM SIBJIAETCS] TOHUMAHUE TOTO,
YTO SIBJIAETCS BBIBOJUMON Ha PBIHOK HO-
BUHKOH, TO €CTh 3TO TOBap, OOJIaJaromIHii
peanbHON HOBU3HOW, MOAU(DUKAIUSA CYyIIe-
CTBYIOILETO WM yCHEIIHas KOMUS yXKe pea-
JTU30BaHHBIX OM3Hec-uzaeH [10].

ANpUOPHO TOAYEPKHEM, YTO, IO
HalleMy MHEHHIO, C TOYKU 3PEHUST ONTHUMHU-
3allUM  BJIOKEHUW W  Pe3yJIbTATUBHOCTH
MpeANPUHUMAEMBIX JCHCTBUN HauOoiee
OTpaBJaHHBIM HaM MpeACTaBIseTcs (B 0Co-
OCHHOCTH B CETMEHTE TOBApOB MOBCEIHEB-
HOTO CIpoca) TMpejiaraTb MOTPEOUTENIM
YK€ 3HAKOMBI, aJanTUPOBAaHHBIA MOJ HX
3ampochkl ¢opMaT OW3HEcCa M HOBHHKH, SIB-
asouiecss MoAu(UKaUe WM yZauHOU
KOIUEW CYIIECTBYIOIIMX MPOEKTOB. DTO CO-
YETaeTCsl ¢ MHEHHEM KJIaCCMKa MapKeTHHTa
Hx. Tpayra, xoropslii cuurtaer, yrto «He
Ba)XHO, YTO BBHI JyMaeTe O CBOEM OpeHje,
B2)KHO, YTO JIyMAarOT O HEM IMOTPEOUTEIM»
[7]. MBI Taxke moiraraem, 49To IIEJIeCO00-
pa3HO B pealii3aluu MPOEKTOB IO MPOJBU-
JKEHHWI0O HOBHHOK WCIIOJIb30BaTh KOOpEH-
JUHT ¥ TapTHEPCKHUE NPOrpaMMsl [9].

Kak wu3BecTHO, B HacTosIIee BpeMs
CYIIECTBYET CIEAYIOIIMM MOAXOJ K BbIBE-
JICHUI0 HOBUHKH / TOBapa / MpoeKTa Ha pbI-
HOK (puc. 1).
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(hopMupoBaHue
OCHOBHOH UIEU

paspaboTka
U BBIBEJICHUC
MIPOJYKTA Ha PHIHOK

HCCJICAJOBAaHNUC PbIHKA

TCCTUPOBAHUC UJICHU /
npoayKTa

Pucynok 1 — ba3oBble 3Tanbl pa3padoTKH H BbIBeleHHs HOBUHKH / ToBapa / mpoeKkTa
HA PBIHOK
Figure 1 — Basic stages of developing and bringing a new product/product/project
to market

Jis BepudUKalMM HALIEro MPearo-
JIOXKEHHUSI O TOM, YTO MOXKET OOJIeTYHTh 3HA-
KOMCTBO IOTpeOUTENs C MpPeICTaBICHHON
Ha PbIHKE HOBUHKOH (B CErMEHTE TOBapoOB
HOBCEHEBHOTO Ipoca M OOIIECTBEHHOI'O
NUTaHMs), Mbl IPOBEIU OHJIAMH-OIPOC, B
KOTOPOM NpHUHsIN yuyacthe 150 yenoBexk.

B noneBom pacnpenenenun  68%
OIPOIICHHBIX — JKCHIMHBI W OCTaBIIHECS
32% — Myx4uHBI (3TO OOBSICHSETCS OOIb-
e COIMATbHONH AKTUBHOCTBIO JKCHIIUH U
UX POJIBIO B BBIOOpE MOBCEIHEBHBIX TOBAPOB
u yciyr). Pactipenenenne pecrioHI€HTOB 110
BO3pacTy ObLIO Clieaytomm (puc. 2).

Y/

B monoe 18 net m o7 18 go 25 net B o1 26 Ao 35 net

= 0T 36 1045 net m o7 46 go 55 net = crapwe 55 ner

Pucynok 2 — PacnpenesieHue pecrioHIeHTOB 110 Bo3pacty, %
Figure 2 — Distribution of respondents by age, %

Kak BumuM, HaumOOJNBIIYIO AaKTHB-
HOCTh TPOSIBUJIM OTHOCHUTEIBHO MOJIOJIbIE
pecnoHieHTsl B Bo3pacte 10 45 ner. Mbl
BBUSICHSJIM y HUX, OOpaImiarT JIW OHU BHH-
MaHUE Ha KOOPEHIWHTOBBIE MPOTPAMMEI, a
MMEHHO: OpPUEHTHPYIOTCA JIM Ha CKHJKH,

KYIOHBI U OOHYCBI, KOTOpBIE MOJYYalOT B
OJTHOM KOMIIAHUH JJIsl TIOJIAPKOB U CKHUJIOK,
O3HAaKOMJICHUSI C JpYrodl KOMIIaHHEH, ee
npoayktamu, HoBuHKamu. [Ipu oOpabotke
OTBETOB Ha JIaHHBI BONPOC OBUTH TOJTyYe-
HBI CIIEAYIONIHE JaHHbIe (puc. 3).
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1%

M Bcerga

nHoraa

HUKOraa

Pucynok 3 — Pacnpenesnenue MHeHHH PeCIIOHICHTOB OTHOCHTEIbLHO BOCTPEOOBAHHOCTH
ydyacTuda B KOﬁpeH[[l/IHl"OBBIX nporpammax, %
Figure 3 — Distribution of respondents’ opinions on the demand
for participation in co-branding programs, %

[Monmapnstomee GonmpmmaCcTBO — 80%
noTpeduTeneil — Npu O3HAKOMJICHHH C HO-
BUHKOH W/MJIM KOMITAaHWEH, KOTOpas UM
paHee Obllla HE W3BECTHA, OOpaIIarOT BHU-
MaHHE Ha TMPEJIOKEHUS HW3BECTHOH MM
KOMIIaHUM B (QopmaTe KOOPEHAMHIOBBIX
nporpamMm. 9% mepuoauYEecKr BOBIICUCHBI
B JIaHHYIO aKTHBHOCTb, YTO, MO HAIIeMy

MHCHHIO, aKTyaJM3UpPyeT HMHTEPEC K MapT-
HEPCKUM IPOEKTaM MpPH MPOJIBHKEHUU HO-
BHHOK.

Mbl YTOYHSJIM Yy OIpAIIUBAEMBbIX,
HACKOJIBKO 9aCcTO OHM TOCEHIAI0T OpraHu3a-
UK OOIIECTBEHHOT'O MUTaHUs (B OCOOEHHO-
cru casual-cerment, ¢acr-dyn) (pe3ynbra-
ThI TIPUBEICHBI HA PHUCYHKE 4).

M pas B ABe Heaenu
3 pasa B Hegenw

1 pa3s B Hegento
Yauwie 3 pas B Heaeno

PI/IcyHOK 4 — Pacnpenenenne PECHIOHACHTOB IO YaCTOTEC MOCCHICHUA
3aBeJeHU 001ecTBeHHOro nuTanus (casual-cerment, gacrt-dyn), %o
Figure 4 — Distribution of respondents by frequency of visiting
catering establishments (casual segment, fast food), %

CornacHo mnpencTaBleHHOW HWHGOP-
Mall¥, BCE OMPOIIEHHBIE C TOM WJIM WHOU
YacTOTOW TOCEMIAI0T JaHHBIC OpPTaHU3AINU
oOmiectBeHHoro mnuranus. Ilpuuem 10%

OTIPOIIIEHHBIX JIENAI0T 3TO Ooyiee Tpex pa3 B
HEJeN0, 4YTO T[O3BOJSET MPEANOIOKHUTh
BOCTPEeOOBAHHOCTh COTPYJHUYECTBA C Ta-
KHUMH KOMIIAaHUSIMU (Ha PEryJsipHONl OCHOBE

2025 Ne 1 Vestnik of Rostov State University of Economics (RINH)



OIOBEUIAEMBIMH TOTPEOUTEISIMU) Uil Op-
raHU3alMi, BBHIBOISIINX HA PHIHOK HOBHH-
KU, TpEIaralolniux HOBBbIC IPOCKTHI, Ke-
JAIOUIMX 3apEKOMEHJ0BaTh ceds B Tia3ax
NOTPEOUTENHCKON ayIUTOPHH.

JlpyruM BOIIPOCOM, OTBET HA KOTOPBIH
JlaBaJid OTIPOIICHHbIe, ObLI: 00pamaroT Ju
OHU BHHMAaHHE Ha HOBHUHKH B ITOCEUIAEMBIX
MecTax OOLIECTBEHHOTO NMHUTaHUs (HOBBIC, B
TOM 4HcJe ce30HHbIe Omona). [lomydyennsle
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1%

HCCIeA0BaTeNIbCKUE JaHHbIE PUBEACHBI Ha
pucynke 5. CootBercTBeHHO, 99% orpo-
IICHHBIX 00pAIalOT BHUMaHUE HA HOBHHKH.
Kpome Toro, 84% nenarot 310 Ha perymsp-
HOM OCHOBE, a OcTaBlIuecs (T€, KTO UMH HE
HMHTEPECYIOTCS) MPEACTaBIAIOT cOO0M mpo-
CIIOMKY KOHCEpPBAaTOPOB, OJIHAKO MX TOXKE
MO>KHO BOBJIEKaTh B KOOPEHJMHIOBBIE TIPO-
rpaMMbl IO TPOJBUIKEHHUIO TOBAPOB U CEP-
BHCOB B paMKaX NapTHEPCKUX YCHIIUH.

M Bcerga

nHoraa

HeT

PI/ICYHOK 5— Pacnpenenenne OTBETOB ONMPOMIEHHBIX B OTHOINCHUHU UX BHUMAHUSA
K HOBUHKaM B 3aBCACHUAX OﬁﬂleCTBeHHOFO NMUTAHUSA, %
Figure 5 — Distribution of respondents' answers regarding their attention to novelties
in catering establishments, %

[Io Hamemy MHEHHIO, HA OCHOBE IIO-
JTy4yeHHOUW MH(OpPMAINK BBIXOJIUT, YTO MPH
MPOABHUKEHUU TOBAPOB M YCIYyTI HEKOM Op-
raHu3anuu (paboTaroleil B CerMeHTe TOBa-
pPOB TIOBCEIHEBHOI'O CHpOca) Ienecooopas-
HbIM OyJeT JuUlsl O3HaKOMJIEHHMsSI C HeW Kak
HOBBIM TIPOEKTOM U €€ TOBapaMH MCIOIb30-
BaTh MOTEHIMAJl COBMECTHOTO IPOJIBUKE-
HUA C OpraHU3alusIMu 06IIICCTBGHHOFO IIn-

K]

ROSTIC'S

+ -

Komnanus «K»

tauuss (B Hamem npuMepe — casual-
cermenTa, ¢act-pynaa). Tak, Ha HaIll B3I,
1 Hekor koMmanuu «K», mpepnararomei
TOBaphbl I IOMa, MOXET ObITh 3HAYUMOI
KOJUTa0OpAaIyst B MPOABMKEHNH U 03HAKOM-
JEHUH C HeW Kak C HOBBIM IPOCKTOM,
HanpumMep, ¢ «POCTHKC», KOTOpast peryJsip-
HO 3amycKaeT B TOM YHCIIE CE30HHBIC HO-
BUHKH (puc. 6).

Pucynok 6 — [Ipumep kostadopanun «Poctuke» n komnanuu «K»
Figure 6 — Example of Rostiks and K Company Collaboration
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[IpencraBuMm, 4TO JaHHAs KOMITAHUS
CYLIECTBYET Ha pbIHKE He Oosiee roja, oHa
cama JJis MOTpeOuTeNiell SBISIETCS HOBOU H
JKeJlaeT IMOBBICUTH CBOIO y3HaBaeMocTb. B
3TOM ciyyae «PocTuke» 3amyckaeT ce30H-
HO€ MEHIO, UMEHYEMOE «MEKCUKAHCKUE He-
JIeNIn», a JIaHHasg OpraHu3alus JapuT TeM,
KTO IPUIIEN 10 MapTHEPCKON Mporpamme K
HUM COJIOHKU U MEpeYHHLbI B hopme Mek-
CHUKaHCKHX MapakacoB, KOTOPblE MOTYT HC-
[I0JIb30BAThCSl TAaK)K€ B KAYECTBE YKpalle-
HUS B JoMalliHeM uHTepbepe. [lapamiensHo
kommanusi «K» mH(pOpMHpYyeT CBOMX KIH-
€HTOB O HOBOM MeHI0 B «PocTukc», 1 oHu
MOJYYaroT CKHUJAKY MpH BBIOOpE TaHHOTO
BapuaHTa nuTaHus. Takum oOpa3oMm, OTHO-
CHUTEIbHO HOBast (UpMa IMOJy4YaeT HOBBIX
KJIMEHTOB, Y3HABIIMX O HEH y KOMIaHWMHU-
napTHepa M TMOJYYaroUIMX TeMaTHYeCKHe
HOJApKH; OHA TaKXe MOXeT MpeaaraTb UM
cOOCTBEHHbIE HOBUHKH (B TOM 4YHCIIE B Te-
MaTUYECKOM CTHJIE) B JIMHEWKE TOBapOB JJIs
JIOMa ¥ UHTepbepa, a «PocTuke» ycunupaer
UHTEpEC K CBOEMY HOBOMY MEHIO.

OO0cy:kaeHne M 3aKJII0YECHHE

Bonpockl BbIBeleHMsI HOBHHOK Ha
PBIHOK, B TOM YHCJE B CETMEHTE TOBApOB
MOBCEHEBHOTO CIpoca U OOIIECTBEHHOIO
NUTAHUS, OCTAlOTCS aKTyalbHbIMH. [J{nd
YCHEIHOM  JeATENbHOCTM B JIaHHOM
HaIpaBJIEHUM HEOOXOIMMO HCCIIE0BATh
CUTYyallMIO Ha pa3BUBAEMOM pBIHKE U IOHU-
MaTh CJIOXKHBIIMECS KIMEHTCKHUE Ipearno-
yreHus. Hanbonee BocTpeGoBaHHOM mpak-
TUKON TpeAcTaBiseTcss MOAUPHUKALUS Cy-
IECTBYIOIIUX YCIEIIHbIX pPEeIIeHUNl U BbI-
BEJICHHE HAa PBIHOK CEPBUCOB U MPOJYKTOB,
NPECTABIAIOIMNX COOON YIyUIIEHHYIO KO-
MU0 IPOBEPEHHBIX OM3HEC-MOJIENEH.

B nmanHOM KitOuE, Ha OCHOBE IIPOBE-
JIEHHOTO OMpoca, Mbl YTBEPAUIUCH BO MHE-
HUH, YTO HAa PHIHKE TOBAPOB MTOBCETHEBHOTO
crpoca BOCTpeOOBaHHBIM U Iienecoolpas-
HBIM JIJIs1 TOBBIIIEHUS! UHPOPMHUPOBAHHOCTH
norpedureneil 0 HOBOW KOMITAHUU M POCTa
MHTEpeca K Hel M ee MPOJyKIHUU OyaeT Hc-
M0JIb30BaHNE MApTHEPCKUX MPOrpamMm, KoJ-
nabopaluii ¢ OpraHu3alUsIMH B CETMEHTE
OOLIECTBEHHOI'O MUTAHMs, B CBOIO OYepe/b,
IIPOJBUTAIOIINX HOBOE MEHI0. Takoi mpak-
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TUYECKUI TOoaX07 OyAeT crmocoOCTBOBATH
BOBJICUCHHUIO MOTPEOUTEIILCKON ayIUTOPHH
Y TIONYYEHUIO B3aUMHON BBITOIBI COTPY/I-
HUYAIOIIUM CTOPOHAM.
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