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Annomayua. ChopMmynupoBaHa npodiiemMa n3MEHEHHUs TPOIeccoB GOPMUPOBAHUS M pEaTU3allnd MAPKETHHT OBBIX
CTpaTeruii, B 4aCTHOCTU WX IEeJIEBOW HANIPABICHHOCTH U HHCTpyMEHTapus. B xadecTBe 00BbEKTa UCCIEIOBAHMUS
BBICTYIIAeT PHIHOK OOIIECTBEHHOT 0 MUTaHus. Llens nccienoBanust — BBISIBUTH KJIFOYEBbIe TEHICHIINY H3MEHEHHU I
MapKEeTHHTOBBIX CTpaTernii pa3BUTHS PhIHKA OOILECTBEHHOTO NMUTaHus. B xone uccnenoBanus Obuin nuddepeH-
LUPOBAaHBI OCHOBHBIE TIOAXO/BI K UX ()OPMHUPOBaHNI0, 00OCHOBAH LIECHHOCTHO-OPHEHTUPOBAHHBIN TIOXO/I, B HAH-
OoJIbIIIeH CTEeNeHH OTBEYAIOIINY BEI30BaM COBPEMEHHOT0 BpEMEHH (TTaHAEeMUs KOpOHABHpYca, THU(pOBU3aus Ou3-
Heca, U3MEeHEHHe MOTPeOUTENBCKOTo oBeieHus). TpaHchopMalus MapKETHHTOBBIX CTPATErnid MO3BOJISET CENIATh
BBIBOJI O TIOBBIIICHUH UX KIIMEHTOOPHEHTUPOBAHHOCTH M TIEPEXOAE OT CTPATETUii MPUBJICYCHUS HOBBIX KJIUEHTOB
K yIep)KaHHUIO yKe cymecTByomuX. [lepcnekTHBHBIMU HaIllpaBICHUSIMU UCCIIEIOBAHM OyIeT MpaKTHIeCcKas pe-
aJu3aIys METOJUKH OLEHKH MapKEeTHHIOBOM CTpaTeruy pa3BUTHUS PhIHKA OOIIECTBEHHOTO MUTAHUSI.
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Abstract. Is formulated the problem of changing the processes of formation and implementation of marketing strat-
egies, in particular, their target orientation and tools. The object of research is the catering market. The purpose of
the study is to identify key trends in marketing strategies for the development of the catering market. In the course
of the study, were differentiated the main approaches to their formation, was substantiated a value-oriented approach
that best meets the challenges of modern times (coronavirus pandemic, digitalization of business, changes in con-
sumer behavior). The transformation of marketing strategies allows us to conclude that they are more customer-
oriented and move from strategies to attract new customers to retain existing ones. Promising areas of research
will be the practical implementation of the methodology for assessing the marketing strategy for the development
of the catering market.
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BBenenne MMaHW#, BBI3BAHHOM TIiio0aiM3alMel 3KOHOMHKH,
B ycrioBusxX BBICOKOH CTENICHU TYpOYJICHTHOCTH  pa3BUTHEM WH(DOPMAIIMOHHBIX TEXHOJIOTHH, TaH-
BHEIIHEH M BHYTPEHHEW CPEIbl POCCHMCKHX KOM-  JIeMHEH, a TakKe TpaHchopMamrei MoBeaIeHUS T10-
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COBEpIIICHCTBOBAHNE MapKETUHTOBBIX CTpaTETHH,
MEePEeXol OT CTPATETUM 3aBOCBAHUSI HOBBIX PBIHKOB
Y TIPUBJICUCHUS HOBBIX TIOTPEeOUTEINEH K CTpaTeru-
SIM COXpaHEHUsI, YACPKaHUS U BO3BPAILCHUS TO-
TpebuTeneit, yCTAHOBICHUIO C HUMH JOATOCPOUHBIX
1 B3aMMOBBITOJTHBIX OTHOILICHUH, TOBBIIIICHUS Y POB-
HS UX yJOBJIETBOPEHHOCTH M JIOATBHOCTH. Oco0eH-
HO 3TO 3aMETHO Ha MPUMEpPE PhIHKA 0OLIECTBEHHOTO
nutanus. Llens uccrenoBanus — aHaIU3 MOIXOI0B
K (hOPMUPOBAHUIO, OTICHKE M PeasIn3aIii MapKeTHH-
rOBBIX CTpaTeruil. B kauecTBe OCHOBHBIX 3aJla4 UC-
CJICIIOBAHUS BBICTYIIAIOT OMTUCAHUE OCHOBHBIX DJIe-
MEHTOB PbIHKA OOILIECTBEHHOI'O MUTAHUS, BBISIBIIC-
HHE (PAKTOPOB M KJIFOUEBEIX MOIXOIOB K (hOPMHPO-
BAHUIO U pealn3allui MAaPKETUHTOBBIX CTPATEruid,
a Tak)Ke OCYIIECTBIICHUE KIACCUPUKAIIUH MapKe-
TUHTOBBIX CTPATETUH.

TeopeTHuyeckne acneKkThl eITeJIbLHOCTH Mpe/-
NPUSITUHI 001IeCTBEHHOI0 MUTAHUS

B xauecTBe ogHON U3 caMbIX EPCIEKTUBHBIX OT-
pacieil pocCUHCKO SKOHOMHUKH BBICTYIaeT chepa
00IIeCTBEHHOI0 MUTaHUs1. BMecTe ¢ TeM u3-3a man-
IEMHU KOPOHAaBHUPYCa MHOKECTBO MTPEANPUITUN
TAHHOTO PBIHKA OBIIN BBIHYKJICHBI 3aKPBITHCS WU
nepeiTH Ha opMat pabOTHI Ha BBIHOC TOTOBOM MPO-
IYyKIUH. 3HAYUTEIBHOE MOBBILIICHUE CTABOK IO apeH-
Ile  OAaHKOBCKUM KpEIUTaM, OTTOK MOTpeOuTenen
M3 PECTOpPaHOB M KO(eeH B CBS3H C CIIOKHOM AITH-

JIEMHUOJIOTMYECKON CUTyallei U TPeH  Ha JIOMalll-
Hee MOoTpeOICHNE 3HAYNTEIIbHO CHI3HIIU TIOKA3aTeNH
Pa3BUTHSA pBIHKA 00mIeCTBEHHOTO mMUTaHusA. CTOUT
OTMETHUTh, YTO OTPACIb OOLIECTBEHHOTO MUTAHUS
TECHO B3aMMOCBSA3aHa C JIPYTHMH CEKTOpaMu cde-
PBI YCIYT, 4TO MOXKHO YBHJIETh Ha prcyHKe 1. Kpome
TOTO, TaHHAS OTpacib 0OecleunBaeT HaceJIeHNe Ka-
YECTBEHHOW U JTOCTYITHON MPOTYKIIUEH, BHITIOIHSS
BaXXHYIO HAPOJHOXO3AHCTBEHHYIO (DYHKIIHIO.

Cdepy oOmiecTBeHHOTO MUTAHUS PErJIaMEeHTHPY-
FOT JIBa MEXKTOCYIapCTBCHHBIX CTaHIApPTa KauyecTBa
(F'OCT 31985-2013 u I'OCT 30389-2013), tae ot-
pakeHbl OCHOBHBIC TIOHSATHS JJAHHOTO pbIHKA. Tak,
00I1eCTBEHHOE TUTaHHEe — 3TO c(hepa IKOHOMHUKH,
KOTOPYIO COCTaBIISIIOT MPEIITPHSATHS, OKa3bIBAIOIIIHE
MIMPOKHUH CIIEKTP YCIYT TI0 IPOM3BOJCTBY U peaju-
3alMK MPOJYKIIUHU U MUTAHUIO HACEJICHU S KaK Ha ca-
MUX IPEANPHUATHAX, TAK U 32 UX IpeaersaMHu (padora
Ha BBIHOC), OpraHU3aIlH JI0CYTa U JONOJTHUTEIBHBIX
yeayr. [Ipeanpusarust oOuiecTBEHHOr0 MUTAHNS, Ta-
KHM 00pa30M, BBITIOTHSIOT TPU KIIIOYEBbIE (DYHKITHH:
MIPOM3BOACTBO M peajin3aius TOTOBBIX NMPOTYKTOB
1 nory(abpuKaToB, a TaK)Ke OpraHU3alHs UX TO-
TpeOJICHUS, B TOM YHUCIIE, TOCPEICTBOM KEHTEpUHTa
U JIPYTUX YCIYT.

CTpyKTypa pblHKa OOIIECTBEHHOTO MHUTAHMUS,
00BEKTOB U CyOBEKTOB, €r0 MPEACTABISIIONINX,
oToOpa)keHa Ha PUCYHKeE 2.
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Puc. 1. Mecmo obwecmeennoco numanus 6 cgpepe yciye
HcTouHuK: COCTAaBICHO aBTOPOM
Fig. 1. Place of catering in the service sector
Source: compiled by the author

B kauecTBe cyOBEKTOB MPEIIOKEHHS HA PBIHKE
0O0IIIeCTBEHHOTO MUTAHUS BBICTYTIAIOT PECTOPAHBI,
Ko(eiHH, 3aKyCOUHbIC OBICTPOro MUTAHUS, IPOLYK-
TBI ¥ YCITYTH KOTOPBIX HAaIIPaBJICHBI HA Pa3HbIE Iielie-

BbI€ ayJIUTOPUH, & CYyOBEKTHI CIIpOca — TOTpeOuTE-
TY, B3aMMOJICUCTBYIONINE C TIPEAIPUATASIMHI OO0IIIe-
CTBEHHOT0 TUTAHUS 0 ITOBOJLY TPUOOPETEHUS U T10-
TpeOieHus TOBapoB (yCIyT).
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Puc. 2. Obwvexmol u cybbekmbl pulHKA YCIye 00WeCm8eHH020 NUMAHUs
HcTouHMK: COCTAaBICHO aBTOPOM
Fig. 2. Objects and subjects of the public catering services market
Source: compiled by the author

Pe3yabTaThl HccIe10BaHUS M UX 00CY KIeHHE

B ycnoBusix pasBuTus riobannzanuu OusHe-
ca, ”HPOPMALIMOHHBIX TEXHOJOTU, TOCTOSHHOTO
CHUKEHHS NMPOU3BOJICTBEHHBIX U3AECPKEK U TOBBI-
IICHHS yPOBHS KOHKYPEHIINH, TOTPEeOUTEIh CTaHO-
BHUTCsI OoJiee HHOOPMUPOBAHHBIM U TPeOOBATEIIb-
HBIM K Ka4eCTBY IPEIOCTaBISIEMbIX €My TOBapoOB
(ycuyr). ITanieMust KOpoHaBUpyca, BbI3BABIIAS U3-
MEHEHHE MOTPEONTEIHCKOTO TIOBEIEHUS M CHYKE-
HHE NOKYTNAaTEIbHOI CIIOCOOHOCTH MOTpeOuTeNe

HepEeHecIIa aKLEHTHI ¢ IIPUBJICUYCHHUS HOBBIX IIOTPE-
OuTeneil Ha ynepKaHHE YK€ UMEIOLIUXCS, CO3/1a-
HUE ¢ HUMU COBMECTHBIX [[EHHOCTEH 1 MOBBIIIICHHE
WX JIOSITBHOCTH TI0 OTHOIIEHHUIO K (PUPMaM-KOHKY-
peHTaM.

B xauectBe 0a30BbIX (AKTOPOB, OMPEACIISIONINX
YIOBIETBOPEHHOCTH MOTpeOnTENeH MpennpusTHii
OOIIECTBEHHOT'0 MMUTAHUS, TPAAULHUOHHO BBICTYTIA-
mu GaKkTOpHl KadecTBa MPONYKIUHU, (PU3NUECKOTO
MPOCTPAHCTBA U KayecTBa OOCITy)KUBaHUs (Tad. 1).

Tabauya 1
Table 1

DaKTOPbI, ONpeaeIAI0NIAe YI0BJIEeTBOPEHHOCTH MOTPeduTE el
NpeanpusiTUil 0011eCTBEHHOT0 MUTAHUS
Factors Determining Customer Satisfaction in Catering Enterprise

Cocrasnsomnue DaxTOphI

XapaKTepucTuka

Texnamueckue cocTaB-
JISIIOLTME PECTOPAHOB

KauecTBO nponykuuu

Bkyc 6mron u ux pasHooOpasue, OpUrHHAIBHAS 1T0/1ada, YacTOTa
OOHOBJICHHS] MCHIO, OTCYTCTBHE OJIFO]l B CTOI-JIUCTE, COOTBET-
CTBHUE PEIENTYyPEe MPUTOTOBJICHHUS, COATaHCUPOBAHHOCTh HHTPE-
JIMCHTOB, «M3IOMUHKIN» OT ie-1oBapa, BOCIpUHUMAaeMas [ieHa
MPOAYKIKH (COOTHOIIEHHUE [IeHa / pa3Mep MOPIHH), HHTEPEC

K 3/I0POBOIi MUIIE ¥ BEr€TAPHAHCTBY, COOTBETCTBUE OJIF0]] 00IIIei
KOHIICTII[UU PECTOpaHa

Transformation of marketing strategies in the catering market
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Oxkonuanue mabnuyvt 1
Table 1 (end)

CocTaBasIoNnIue

DaxTopsl

XapaKTepucTuka

KagectBo ¢usnuecko-
T'0 MIPOCTPAHCTBA

Ju3aiiH oOMeIeHHs U MeHIO, OTKPBITas ¥ 3aKpbITasi KyXHs, CO-
OTBETCTBHE HHTEPbepa KOHLEIIUHN pecTopaHa, arMocdepa (My-
3bIKa, TEMIIEPATypa, CBET), OPraHn3anus pocTpaHcTsa (pasze-
JICHUE 30HBI OTABIXA H TEXHHYCCKOM 30HBI), HAJHYHUE TOMOIHH-
TEJIbHBIX OMEIIEHHH, PACIIOI0KEHUE CTOIUKOB (CEPBUPOBKa,
y100CTBO Kpecei), BHEUTHHUI BUJ] 00CTyKHBAIOLIEro NepcoHaa
(kadecTBO mporecca 0OCITyKUBAHS)

DyHKIHUOHAIBHbIE CO-
CTaBJIAIOIINE PECTO-
paHOB

KagectBo 00cimyxu-
BaHUs

[porecc obmeHus roctst u opuitnanTa/xocrec/6apmena, a Tak-
JKe HEMOCPEACTBEHHO KaueCTBO OKa3bIBaEMOIl yCIIyru. DTa rpyr-
a BKJIIOYAeT B ce0sl TAKME KOMIIOHEHTBI, KaK JPYIKeII00HOCTb,
BEXKJIMBOCTb U pajylIne IIPU IPUBETCTBUU U IPOILAHUU, OT3bIB-
YUBOCTh COTPYAHHMKA PECTOPaHa, 3HAHHE O(HIIHAHTAMHU MCHIO

Y BUHHO# KapThl, KX KOMIIETEHTHOCTh, KPEATHBHOCTH U OIepa-
TUBHOCTb, CKOPOCTH O0CIIYKUBAaHUS (OTIEPATUBHOC IPUHSATHE
3aKa3a, CBOCBPEMEHHAs CEPBUPOBKA U BBIHOC OJIIO]I, yOOpKa CO
CTOJIa), KOMIIETEHTHOE pa3penieHne mpooiem

HOHOHHI/ITCJ’IBHHG CO-
CTaBJIAIOIIHNEC

[TapameTpsl, HE BXO-
JSIIUE HU B OJIHY U3
KaTeropuiu

YnauHoe MECTOPACIIONIOKEHUE, OPEHT U MONYJISIPHOCTH PECTOpa-
Ha, OOIIeHNe X03s1nHa/meda ¢ TOCTIMU B 3alie, TPOBEICHUE HH-
TEPECHBIX MaCTEeP-KJIACCOB, HAJTMYNE y MOBapa 3Be3/1bI MUIIIJICH,
BO3MOKHOCTH pa3BjieueHUs (KOHLEPTHI )KUBOU My3biku, DJ, Te-
MaTHYeCKHE BEUCPUHKH, KyTHHAPHBIC MacTEP-KIaCcChl, Kapaoke,
CIIOPTUBHBIC TPAHCIISAINUH, ACTYCTAIIUH, (PSCTHBAJIHN CIIbl), HAIHU-
YHe JIOSUTBHOCTH, CKUJIOK U OOHYCOB, MOOMIJIBHBIX ITPUIIOKCHUH,
pas3BieUeHUN 115 AeTel

HcTouHuK: cOCTaBICHO aBTOPOM.

OpHako maHAeMusI KOPOHABUPYCa BBICTYIIHIIA Ka-
TaJIM3aTOPOM ITOSIBJICHHS HE MCHEE BaXKHBIX (haKTO-
POB, omnpeAensomux 3pHEeKTUBHOCTh (PYHKIINOHH-
POBaHUS TPEANPHUATHI OOMECTBEHHOTO TTUTAHUS,
K KOTOPBIM MOTYT OBITh OTHECEHBI IU(PPOBU3ALINS
U JUJDKATATU3ANAS TeITCIFHOCTH TPEATPUITHIH
0O0IIeCTBEHHOT 0 MUTaHUs (AKTHBHOE Pa3BUTHUE MPH-
JIOKEHUH-arperaTopoB sl TOCTaBKH TOTOBOM MPO-
JIYKIIMU, MAPKETHHTa B COLIMAIIBHBIX CETSIX U T. [I.)
1 N3MCHEHHE TIOTPEOUTETHCKOTO MOBEICHUS (KacTO-
MU3alKs TOBAPOB U YCIYT, CHUIKEHUE ITOTPEOUTEITh-
CKOM JIOSITBHOCTH U T. 11.) (puc. 3).

N3meHeHne (aKTOPOB BHEMIHETO OKPYIKEHHS
MpEANPHUSATHI OOIIECTBEHHOT'0 MTUTAHUS U UX BHY-
TPEHHEH cpeanl MPUBEIIO K 3HAUUTEIbHOU qudde-
pEeHIMAINY TIOAXOA0B K pa3paboTKe U peanu3aluu

MapKeTHHTOBBIX CTpaTerui, UX TpaHchopMaruu
U TIEpexXoay OT OpHWEHTAlHH Ha MPOAYKT (PUPMBI
(bupmMoOIIEHTpHUYHBIE MOJXO0/bI) K HANPABICHHOCTH
Ha B3aUMOJICHCTBHE C KIIMEHTOM (KIIMEHTOLEHTPHY-
HbIe) (TalI. 2).

W3 Tabmumsl 2 ciemyeT, 4TO Ha KaKJIOM dTa-
ne GOpMHUPOBAHUS M pPeaNn3allui MapKeTHHT OBOH
CcTpaTernu (aHaJIW3, CTpaTeTMYecKoe IMIaHUPOBa-
HUE, pealln3anns, KOHTPOJIb) IPOUCXOAUT IIEPEXOT
OT TIPOLYKTOBO-OPHEHTHPOBAHHOTO MO/IX0/1a (BHH-
MaHUe K TOBapy, COBITY U 3(H(HEKTUBHOCTH MPOIAK,
KOHKYPEHTOCIIOCOOHOCTH KOMIIAHWH) K KIUCHTO-
OPHUEHTHUPOBAHHOMY TOAXONY (BHUMaHWE KIUCHTY
NpH COOIIOCHUHM MHTEPECOB KOMITAHWH, aHAaIU3
[IEHHOCTEH, COOTBETCTBUS OKHIAHUAM TTOTpeOnTE-
JIeH ¥ TIOBBIIICHNE KayecTBa UX 00CTy >KHBAHU ).

Tabnuya 2
Table 2

CpaBHHUTeJIbHBIH aHAJIN3 NOAX010B K (JOPMUPOBAHMIO M PeaIM3alMi MADKeTHHIOBBIX CTpaTeruii
Comparative analysis of approaches to the formation and implementation of marketing strategies

DUPMOLIEHTPUYHBIHI
(TpomyKTOBO-
OpPHEHTUPOBAHHBIN) OAXOJ

Kpurepun
nuddepeHanuu

KnuenroopruenTrupoBaHHBIHI

KnreHTOneHTpUYHBII
(LleHHOCTHO-

ToAxon OPUEHTHUPOBAHHBIN) TIOIXO]T

[lepuosas! Bpemenu 1970-1980-e rr.

1980-1990-¢ rr. 1990-e — 1o HacT. BpeMs

DoKyC ynpaBiaeHUs

[Tponykr, cOBIT 1 DY PEeKTHB-

YnpaBieHue KpaTko- U Cpej-

YnpasieHue JOJIroOCpOUHbI-

MapKETUHI OM HOCTB IIpOAaX HECPOUHBIMU OTHOLLIEHUS MU OTHOIIEHUSIMU C MOKYyIIa-
C TIOKYTIaTeIsAMH (KA4eCTBO | TeNsIMU (YAOBICTBOPECHUE UX
156 Viadislav M. Sedelnikov
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Oxonuanue mabauyvt 2

OPHEHTHPOBAHHBIN) TIOAXOJ

Table 2 (end)
Kpurepuu (DHE-IIVI %HeTT%Pgé}_IHH KJIHEHTOOPHEHTUPOBAHHBIH Knniﬁzgﬁggﬁgtm““
nupdepeHImanuu POLYy TTOJIXO/T

OPHEHTHUPOBAHHBIN) TOAXO

[epuonsr BpemeHn

1970-1980-¢ rr.

1980-1990-¢ rr.

1990-e — o HacT. Bpems

00CITy)KUBaHUS, YIAOBICTBO-
peHue noTpedHOCTEN KIn-
CHTOB)

IIEHHOCTEH), KACTOMHU3AIIHS
3a1pocoB

MapkeTuHronas mna-
pagurma

ToBapHbIif MAPKETUHT

TpaHcakIIMOHHBIN MapKe-
THHT

MapkeTHHT B3aMOOTHOIIIE-
HUH

Lenu ynpaBineHus

KonkypenTocmocoOHOCTh
KOMIIaHUU U NIPOAYKTOB, I10-
BBIIICHHE TPUOBUIBHOCTH

+ PocT yn0BIE€TBOPEHHOCTH
U JIOSUTBHOCTHU TOTPEOUTEIeH

+ PocT y0BIIETBOPEHHOCTH,
BOBJICUCHHOCTH U JIOAJIBHO-
CTHU 3a CUET NEePCOHATU3ALNI

HHUPYIOT AeMorpaduyueckne
U TIOBEJICHYECKHE KPUTEPUN)

Ananus
Konkypenuuu KonkypeHTHOH cpenbl ¥ KOH- | MiccnenoBanue npeamnoure- | BelsiBiieHME IEpCOHAIBHBIX
KYPEHTOCIIOCOOHOCTH TOBa- | HUIl peasIbHbIX M MOTEHIU- | IEHHOCTEH MoKymaTeneH,
poB aJBHBIX TOTpeOUTEICH (B T. 4. SMOIIMOHAJIBHBIX)
[MotpeduTeneit TpeGoBaHuit Kk XapakTepu- [Ipeanourenuit GpyHKIIHO- [Mpeanourenuii GpyHKIMO-
cTUKaM poayKToB. [To- HAJBHBIM M OTHOIICHYECKNUM | HAJIbHBIM, OTHOIICHUYECKUM
TpeOUTEeN — MaCCUBHBIC XapaKTepPUCTHUKAM, YIOB- 1 SMOLIMOHAJBHBIM XapaKTe-
YYaCTHUKH PhIHKA JETBOPCHHOCTH MPOLIECCOM | PUCTHKAM Ipouecca o0ciy-
oOcmyxuBanus. [lorpedure- |xuBanus. [lorpedurenn —
T — aKTHUBHBIC YUYaCTHUKH |aKTHBHBIC YYaCTHUKH PHIHKA
pBIHKA
CerMeHTanus ITo ToBapam/ycimyram ITo norpeduTensm (momu- ITo moTpebuTensm (romMu-

HUPYIOT TICUXOT papuIecKre
KpUTEPHUU U One-to-one cer-
MeHTanus, 00pa3 KU3HM)

Cmpameeuqecme nianupoesanue

Bpena-miardopma

IMoctpoeHa Ha (HyHKIIHO-
HaJIbHBIX IPEUMYIIECTBAaX

bupmsI

ITocTpoeHna Ha LIEHHOCTAX
o0pasa >KU3HU OTpeOUTEI s

ITocTpoeHna Ha IEHHOCTAX
o0pa3a KM3HH NOTpeOuTeINst
Y 9MOIIMOHAJIBHBIX BIICYAT-
JICHUAX

HO3I/IIII/IOHI/IpOBaHI/IC

KonkypeHTHas cTparerus
MO3UIIMOHUPOBAHMS

MapKeTHHIOBasi CTpaTerus
MO3UITMOHUPOBAHUS (BbI-
60p cerMeHTOB NoTpeduTe-
Jell ¢ y4eTOM KOHKYPEHIUH
B 9THX CETMEHTaX)

DMONHOHAIbHAS TTEPCOHAIH-
3MpOBaHHAs CTPATErHs MO-
3UIIMOHUPOBAaHUSA (IEpPCOHA-
JIU3AITUS)

MapKkeTHHT-MHUKC

ObecrieunBaeT MPOJBHIKEHHE

ObecnieunBaeT NpUBJICYCHHUE

ObecrieunBaeT NpUBJICUCHHE

HBIC

AJIBHBIC

(MHCTpYMEHTapUil | QyHKIIMOHANBHEBIX PEUMY- | U YIACpKAaHUE TOTPEOUTENeH |U yaepKaHue MoTpeOuTemnei
MapKEeTUHTA) mecTB nmpoaykra (4P) (7P) 3a CYET MepCOHAIN3AILNH 10~
Kymnareibckoro omnbita (4C)
Peanuzayus
MapKeTHHIOBBIE [IpeporaruBa cmyx0b1 Map- | BeIXoa MapkeTHHTOBBIX CTO- | HOCHTETh MapKeTHHTOBBIX
CIIOCOOHOCTHU KeTHHTa COOHOCTEH 3a MpeAesbl OT/e- | KOMIIETCHIINI — BECh ep-
Ja 1 GOPMHUPOBAHNE MAapKe- |COHAJ KOMIIAHUU
THHTOBBIX KOMIICTCHITHI
Pecypcol JIoMUHUPYIOT MaTepHUalb- MatepuanbHble 1 HemaTepu- | JJOMUHUPYIOT HeMaTepHallb-

HBIC

Koumponw

ITokazarenu (Mapke-
THHTOBBIC METPHUKH)

KoHkypeHTOCIocoOHOCTh
KOMITAaHHH ¥ IPOTYKTOB,
PEeHTAa0ETBHOCTD POy KTOB,
pBIHOYHAs [0Js IPOLYKTOB

KonkypenTocnocobHOCTh
KOMIIAaHUH ¥ ITPOAYKTOB,
YZIOBJIETBOPEHHOCTH TTOKY-
natesneit (CSI), ynpasnenue
B3aUMOOTHOILCHHUSIMH C TI0-
Tpebutensmu (CRM), mosns-
HOCTb IIOKYyNaTesen

Y10BIETBOPEHHOCTD IIOKY-
naTenei; JT0sSIbHOCTb MOKY-
naTejaeH; BOBJICUYEHHOCTH MO~
KyIaTeJse, 101 KOLleJIbKa
nokymnateinst (SOW), CLV,
CE, NPS

HcTouHuK: cocTaBIIeHO ABTOPOM.
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Y HEIHOHA TEHELE
COCTABTAIONIIHE

Texupueckme COCTABIAR IS

KauecTEo dH3HZeCKOTD

npo HeTER EKauecteo odcay:xuEaHHA

KauecTEo NpogyKUHH

<

Mapremunzoeas cmpamezia RPEORPUAMLI 001eCMEEHHO20 HIMAHIR

IMangemyua KopoHaEHpYCa

IMudpoenzanna 1
AHTAHTATHIALHA

HamenenHe IIBTPBE]ITEMBI“I] NMOeEEJEHHA

Puc. 3. @axmopul, onpedensiowue MapKemurzo8y1o Cmpamezuio
npeonpusimui 00uecmeeHHO20 NUMAaHUs
VIcTOYHHK: COCTaBIICHO aBTOPOM
Fig. 3. Factors that determine the marketing strategy of catering enterprises
Source: compiled by the author

Ha pucyHke 4 oTpakeHa CMeHa IIeJIEBBIX YCTaHO-
BOK B MAapKE€TUHTOBBIX CTPATCTrUAX.

OcHoBHas 11€71b MAPKETUHT'OBOM CTPaTEruu B pam-
Kax (UPMOLEHTPUYHON KOHUENIHH — COKPATUTh
H3ACPKKHU Ha IMTPOU3BOACTBO TOBapa, yiIydUlIUTh Ka-
YEeCTBO TOBApa, PACHIUPUTH TOBAPHOE MPEAIOKEHUE
KOMIIaHWHW, B TO BPEMA KaK IIPU KIIMCHTOLCHTPHUY-
HOW KOHIICTIIIUY — MPUBJICYb U YACPKATh KIHEHTOB
3a CYCT MOBLIIICHUA YPOBHA UX YIOBJICTBOPCHHOCTH
U JIOSITFHOCTH, & TaKXe MOBBICUTh YPOBEHb TOJIyYa-
€MOH OT HUX MPHUOBUIBHOCTH.

CTOUT OTMETUTH, UTO U3MEHSETCS HE TOJBKO
WHCTPYMEHTApHUH U 11esieBas HallpaBICHHOCTD, HO
U CYIIHOCTHBIE aCIeKThl MAaPKETUHTOBBIX CTpa-
TETUH.

Cpenu O0Te€4eCTBEHHBIX M 3apyOeKHBIX yUEHBIX
HE CYILIECTBYET €IUHON TOYKU 3PEHUSI OTHOCUTEIb-
HO Ie(pUHAIINN TaHHOTO TIOHSATHS.

ABTOpPOM CHCTEMATU3UPOBAHBI TOUKU 3pEHUS OT-
€4eCTBEHHBIX U 3apyOEKHBIX YUCHBIX B OTHOIICHUN
JaHHOI'O HOHSATHS, KOTOPBIE MOXXHO OOBEIUHUTH
B CJIEAYIOINE TPYIIIBI:
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PupMONEHTPHYIHELE KanesToneaTpaaHbIe
CTpaTeIan CTPpATerHH
Pacompenne ToEaprOID
Opeaoe T Hpueaedenme
KoM HEH KTHEHMTOE
Conpameies Veenunenne
= |l = I
G 2oy g notpednTeted
TOBaPa
Yayumenne Vaepaanme
KA9ecTED TOEApA noTpeduTeTeR

Puc. 4. Ilpoyecc uzmenenus mapxemunzo8ulx cmpameui
HcToyHUK: COCTaBICHO aBTOPOM
Fig. 4. The process of changing marketing strategies
Source: compiled by the author

1) pecypcusrit mogxon (T. T. Asneesa, E. B. Uns-
coma) [1];

2) amanrranmonHbIi monxox (R. Varadarajan) [22];

nporpammubiit nogxon (I JI. Barues, S. F. Slater,
E. M. Olson) [4; 20];

3) cucremusrit monxon (V. Kumar, Z. Rahman,
A. A. Kazmi, P. Goyal) [15];

4) oTHOIIEHYECKN (IECHHOCTHO-OPUEHTUPOBAH-
ueiif) moaxon (C. I'ynta, b. Xapau, @. Paiixensn,
[1. ®eiinep, K. I'perpyc, 3. 'ymmecon) [3; 9; 11;
12; 19].

B xadectBe HamboIee MOTHOTO M BMECTE C TEM OT-
BEYaIOIIero TpeOOBaHUsIM COBPEMEHHOM MOCTIIaH/Ie-
MUWHOW YKOHOMHKH OYZeM CYUTATh OTHOIICHUCCKUN
MOAXO/, B paMKax KOTOPOT'0 MOXKET OBITh MTPEIIIOKE-
HO CJIeIYIOIIee OMpeeICHUe: MAPKETUHTOBAS CTPa-
TErusi — cucTema JeHCTBUI KOMIIAHUH, UMEIOLIas
CBOEH 11eIbI0 (POPMUPOBAHUE AOJITOCPOUHBIX B3aU-
MOOTHOIIICHHH C MMOTPEOUTEIISIMA Ha OCHOBE ITOBBI-
[ICHUSI YPOBHS UX yJIOBJICTBOPEHHOCTH, BOBJICUCH-
HOCTH ¥ JIOSTBHOCTH Ha MPOTSKCHUH BCETO MEPHO-
Jla B3aUMOJICHCTBHS ¢ TOTpeOuTeneM (KU3HEHHOTO
[MKJIA KITUCHTA).

B oTnuuue oT ykKe CyIecTBYIONUUX ONpeaeIeHUu
ABTOPCKOE BKJIIOYAET B ce0S BO3MOXKHOCTH YCTa-
HOBJICHUSI JOJITOCPOYHBIX U B3aUMOBBITOJHBIX OT-
HOIIICHWH KOMITAHWH U ee MoTpeduTesell B paMKax

KOHIICTIIINY KU3HEHHOTO IIMKJIa KJIHeHTa (customer
lifetime value, nanee — CLV) [5].

Oco6ennocts kornennuu CLV cocTouT B mepeHo-
Ce aKIIEHTOB C TPAHCAKIUH (TIOMCK TOTTOTHUTEIBHBIX
MOKYyTIaTeNeH A1 MPOAYKTOB (PUPMBI) Ha B3aUMOOT-
HOIIEHUS (TOMCK JIOTIOTHUTEIBHBIX CIIOCOO0B 00CITy-
JKUBATh KINEHTOB (hupmel) [14; 17]. JanHas koHIEH-
nus nomoraeT ¢pupmam nuddepeHITupoBaThH CBOMX
KJIUEHTOB TI0 CTENICHH UX 3HAYUMOCTH, IPUOBLIBHO-
CTHU W TICHHOCTH 1 pupmet [8; 16]. LleHHOCTH KITH-
€HTa B TeYCHHE ero Ku3HeHHoro mukia (CLV) — no-
XOJI, KOTOPbIH MOJTy4YeH KOMIIaHWEN OT KJIMEHTa B Te-
YEeHHUE BCEro NePUO/a B3aMOJICHCTBUS TOTPEOUTEN S
¥ KOMITAaHWH, 32 MUHYCOM CTOMMOCTH IIPUBJICUCHHUS,
nepexo/ia B Ipyryo IPpyIIy u 00CIyKHUBaHUS 3TOTO
KJINEHTA C y4eTOM JIMCKOHTHPOBAHHOH (BpEMEHHO)
CTOMMOCTH JICHET.

CTOHUT OTMETUTH, YTO CYLIECTBYET JOCTATOY-
HO OOJIBIIIOE KOJIMYECTBO METPHK, IMO3BOJISIOIINX
OIIEHUTHh MPUOBUIBHOCTH M JIOSAJIBHOCTH IOTpE-
oureneit xommanuu [7; 21]. K HUM MoryT OBITH
OTHECeHBI Servqual (oIeHKa KayecTBa YCIyT),
Customer Satisfaction Index (CSI, maaexc ymos-
JETBOPEHHOCTH KIHEHTOB), Net Promoter Score
(NPS, wmHIEexc TOTPeOUTEIHCKON ITOSIIBHOCTH),
Customer Experience Index (CXI, uaaexc morpe-
outensckoro oneita), Word of Mouth Index (WoMI,
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WHACKC «capadanHoTOo panauo»), RFM-ananus
u ap. [6; 10; 13]. BMecTe ¢ TeM HMEHHO TIOKa3aTeb
Ku3HeHHoro nukia kiauenTa (CLV) mo3BomnseT Hu-
BEJIMPOBATh TAKHE HEJOCTATKH BhIIIEIPE/ICTABIICH-
HBIX METOJIOB, KaK [18; 23]:

— MOCTPOEHHUE MOJIeIIEH Ha OCHOBE MPOIILIOTO TO-
KyTaTeIbCKOTO TMOBEICHUs, Hey4ueT Oy ayImuX Ha-
MEpEeHHH MMoTpeOuTeNeld, B TOM YHCIIe OTCYTCTBHE
B (hopMymax k0d(pPuIeHTa OTTOKA KIUCHTOB;

— HEIOCTaTOYHOCTh JJAHHBIX JJISl IOCTPOSHHS MO-
Jenei moTpeOUTeIbCKOro MOBEACHHS M IHarHOCTH-
KH MOTPEOUTEIBCKO JIOSITBHOCTH;

— OTCYTCTBHUE WJIH HEy4eT II0Ka3aTeJs IpUBIICYe-
HUS KJIUEHTOB, aHAJIN3 TOJIBKO HMEIOIICHCS KIINEHT-
CKOIi 0a3bl.

ABTOpPOM, Ha OCHOBAaHWH COBEpIICHCTBOBA-
HUS MapKEeTHHTOBBIX CTpaTeruii, N3MEHEHUs Lieje-
BBIX OPHEHTHPOB W MHCTPYMEHTOB, IIPUMEHSIEMBIX
IpH UX pa3paboTKe U peanusaluu, Obuia gopado-
TaHa KJacCHU(PUKAINS MAapKETHHTOBBIX CTpaTeTHH
B paMKaX KOHLENIUHU KU3HEHHOTO IUKJIAa KIUECH-
Ta (puc. 5). B xauecTBe KpuTEepus Takol Kiaccupu-
KallM¥M BBICTYIIAET CTaAus B3aUMOJEHCTBUSA NpEa-
MPUSTHS U TOTpeOuTeNs (TPUBICUCHUS, YASP)KaHUS
WJTH BO3BPAILICHHUS).

Hcxonst u3 cratyca KineHTa (MIOTCHIUATBHBIN,
CYIIECTBYIOUTUH HIJIM OBIBITNI), MOTYT OBITH BBIJIE-
JeHbl 00IIMe LeTH B3aUMOJCHCTBHS ¢ OTpeduTe-
JSIMU B 3aBUCUMOCTH OT CTaAMH )KM3HEHHOTO ITHKJIa

kiuenTa (OKLIK) (Tada. 3).

Tabruya 3
Table 3

Heau u 3a1a4n B3auMoeiicTBUsA ¢ noTpeduTeassMu B 3aBucumoctu ot ctaaun KK
Goals and objectives of interaction with consumers depending on the stage of the life cycle

Cratyc KJIMEHTOB I'pynmsl KIMEHTOB Crparerus 3agaya B3aUMOJEHCTBUS
IloTeHumanbHbIi 1. besyuyacTHbIe MOTEHIINATBHBIC TIO- [IpuBneuenue |AHaau3 noTpeGHOCTEH, MIPUUUH
KJIMEHT TpeOUTENH MO TPUYNHE OTCYTCTBUS 0TKa3a OT IPOAYKLHUH U YCIYT

moTpeOHOCTEH. KOMIIaHUH, (POPMUPOBAHHUE TI0-
2. IloTeH1uanbHbIe TOTPEOUTENH, 3a- TpeOHOCTEH, BOBIICYCHUE B TIPO-
WHTEPECOBAHHBIE BO B3aUMOACHCTBUH. 1ecc noTpedaeHus
3. CymuiecTByIOIINE KIMEHTHI KOHKY-
PEHTOB
CymecTByromuii 1. Pa3oBble moTpeOuTENN. VYaepxanue W3y4enne TpeGOBaHMI KIMEHTA
KJIMEHT 2. IlocTositHHBIE TOTpEOUTENN U €T0 TMOBEICHHUS, pa3pelieHne
BO3HUKAIOIIKUX MPO0JIEeM U BO-
MIPOCOB, aHAJIN3 KaJI00, OIICHKa
YIOBIETBOPEHHOCTH, yBEINYE-
HUe o0bema npojax, Gopmupo-
BaHME JOSIBHOCTH
BbIBIINY KIIUEHT 1. HeynoBneTBopeHHbIe moTpebuTenu, |BosBpamienue |BroisgBieHue u aHaiu3 IpUUUH
nepeleanre K KOHKypeHTaMm. yX0/1a, BOCCTAaHOBJIEHUE CIIPO-
2. [Torpedurenu, Oosee HE HY K AAIONTH- ca, MApKETHHT BO3BpAIICHU
ecsl B TOBapax M yciayrax KOMIaHUU

Hctounuk: [2].

Kak MbI MOeM BHJIETh U3 TAOIUIBI 3, CYIIECTBY-
10T CIIETYIOIINE MaPKETHHTOBBIE CTPATETHH:

1) MapKeTHHT BOBJICUYEHH 1, KOTOPBII OPUEHTHPOBAH
Ha MPHUBJIEYEHNE HOBBIX KIMEHTOB, B TOM YHCIIE KITH-
€HTOB, MOJIB3YIOIINXCS MPOAYKIHEH KOHKYPEHTOB;

2) MapKeTHUHT yJep>KaHUs (JIOAJIBHOCTH), KOTO-
pBIN OpHEHTHUPOBAH Ha (OPMHUPOBAHNE U Pa3BUTHE
JIOSUTBHOCTH CYIIECTBYFOIUX KIMEHTOB;

3) MapKeTHHT BO3BpAIICHHUS, KOTOPBIH OpPUEHTH-
POBaH Ha BO3BPAT MOTEPSHHBIX KIIUCHTOB.

3akJro4eHue

Ha ocHOBaHWMM TPOBEACHHOIO HCCIICOBAHUS
MOYKHO CJIeNIaTh CIEAYIOIINE BEIBOIBI.

B pomonHeHne K TpaAWIMOHHBIM (hakTopam,
ompenensomuM 3P(PEeKTUBHOCTD NESITSIBHOCTH

NPEINPUSTHI OOIIECTBEHHOTO MUTAHUS, TAKUM KaK
Ka4eCTBO MPOIYKIHH, (PU3HUUECKOr0 MPOCTPAHCTBA
1 00CITyKUBaHUS OBLIU BBIACICHBI (PAKTOPHI BHEIII-
Heil cpejibl, TAKKE KaK MaHIeMUsi KOpOHABUPYCa, KO-
TOpas CPOBOIMPOBAJIA JalbHEIIee pa3BUTHE TUP-
POBU3ALIMU U TUPKUTAIIN3ANN OU3HECA U M3MEHE-
HHUE MOTPEOUTETHCKOTO MMOBEACHHUSI HA PHIHKE 001IIe-
CTBEHHOTI'O UTAHUSL.

IIpoBeacHHBIN aHATH3 TEOPETHUECKUX KOHIICTI-
[UH TIO3BOJIMJI BBIJCIHUTH CIICHHUAIU3UPOBAHHYIO
METPHUKY HU3MEPEHHS YPOBHS JIOSIIBHOCTU U YIEp-
JKaHUS KIIMEHTOB — KOHIICTIIIHIO KU3HEHHOTO UK~
na knuenta (CLV), koTopast B oTudue oT mpume-
HSEMBIX B HACTOsAIIEE BpeMs MPOrHO3HPYET MpPH-
OBITFHOCTH KJIMCHTOB HE TOJIBKO Ha 0a3e MPOIILIOTro
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o = CTpaTerne THISPCTES 34 CUET SKOHOMIE HA HITEpHIAX
3 B sasmcimiocTH OT
] Crpaternzan EHIHA THE
2 ZO0TH pREKA = 5 tep
L] CTpaTeraa CremHa TIsa Imm
e
~
CrpaTerns HHTEHCHEROTS POCTA
B sapmcmaocTi 0T
— —h, CTpaTerns MHTErpaTHEHOTO POCTA
PEIHED PEATHIALHH Crpaterns Tueepcndika MHORHOTD PpocTa
o
f'.-
Crpareracbopa yposan
$ B 33 BHCHMOCTH OT CTpaTeriacoXpamienits NPHCY TCTEMA MA PRIMKE
E ] BITSHEHNOTO WK [~
g L R Crparerss cOEpae A HOMEHETA TY PR
o
Bt
%‘_ CrparTersn moTHOrO 3a KPAITHA DHIfeca
o
g § c
- B sasmcmMocTH OT e il
e KOHKY peHTHOIO Crparerns, «5pocarnimero BL30Es
E noBeIeHNR GEpal Ha
; pRIEKE, Crparerns, 4cTeIyI0menc 33 IRIEPOMD
a KOHKY PEMIHH H
E = I o v o CrpaTernicnenHaIncTa
E .
E AccopTinienTHax Mpoazmsemn
.-E- g B sazncmocTE 0T Jse TpHd BRI enoofpasoraHms
E - ':'ler:m:;ﬂm Bubopa netesors KoHTeHT-MapHeTHHTA
é g MaPHETHHT-\HECA PN
E‘ Tpmusors seapréTmara Hudposoro uapretiera
E: Crpaterna anddepemmpora HHOTO MaDKETHHTA
-E- L/ Bc:::::u axsa‘r:: —, Crparernx neanddepe HUNPOEAHHOTO MaPRETHHTA
z WETEBRX A% IHTOPHI
F CrpaTerns EOHIEHTPHPOER HEOTO M3 PRETHHTA
g
2 o
E B 3aBHCHMOCTH OT Cmarenm OpHE.Te9eHHA
CTAJHH KHIHEHHOTO | ! ]
OB e — Crparterna yaep:#annas
(CLV) L Crparersas BOIEpalleHHAsN

Puc. 5. Knaccugpurayus mapkemuneogulx cmpame2uil
Hemounuk: cocmagieno asmopom
Fig. 5. Classification of marketing strategies
Source: compiled by the auth

MMOKYTIaTeIbCKOTO TIOBEACHUS, HO U Ha OCHOBAaHHH
OyIyIuX MOKYTOK, TO3BOJISIET BBLACIUTH Hauboee
MPHUOBITIFHBIE CETMEHTHI OTpeOnTeNeH.

B paMkax 1aHHOW KOHLENUH OBbLITH KJIACCUPHLIN-
POBaHBI MAPKETHHTOBBIE CTPATETHH TI0 PA3THMIHBIM
KPUTEPHSIM, B TOM 4YHCJIEe B 3aBUCUMOCTH OT CTaAUU
KU3HEHHOTO NMKJa KiIneHTa. Tak, BbIAeTIeHBI Map-

KETHHTOBBIC CTPATErUU MMPUBJICUCHUS, YICPKAHUS
1 BO3BpAILEHUS TOTPEeOUTEICH.

CTouT OTMETHUT, YTO TPAHCHOPMAIUsI MAPKETHUH-
TOBBIX CTpATEruil 3aKJII0YaeTCs HE TOJTBKO B U3ME-
HCHHH MapPKETUHIOBOTO HHCTPYMEHTAPH S, OBBIIIIC-
HUU YPOBHS OPUCHTHPOBAHHOCTH HA KIIMEHTOB, HO
U B U3MECHCHUH [[CJICBBIX OPUCHTHUPOB, MOBBIIICHUN
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3HAYUMOCTH HEMOHETAPHBIX IIEHHOCTEH (0Bepue,  PsAY C COXPAaHEHUEM 3HAYUMOCTH (DHHAHCOBBIX I10-
obOpaTHast CBsI3b, YIOBICTBOPEHHOCTh U HHEPIIMOH-  Kazaresel (00beM phIHKA, OIS HA PhIHKE, YPOBCHD
HOCTbH KIIUEHTOB, JIOSITLHOCTD, TPUBEPIKEHHOCTE) Ha-  MPUOBLTH B 000pOTa).
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