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PviHOK TOBapOB MOBCEIHEBHOI'O CIIPOCA, SIBJISIETCST BBICOKOKOHKYPEHTHBIM PBIHKOM, & €r0 TO-
Bapbl OTJIMIAIOTCS HU3KOW CTEMEHBIO JIOSIJIbBHOCTU TOTPEOUTEIsI, IPYTUMHI CJIOBAMU, ITOTPEOW-
TeJIb B CIydae ero HeyIOBJIETBOPEHHOCTH OJHUM OpPEHIOM MOXKET JIeTKO M 0e300JIe3HEHHO J1JIsT
cebsi TTepeKJIIINThC Ha JApyroil. OCHOBHBIM (DAKTOPOM, BJIHSIONIUM Ha MPUHSTHE PEIIeHUs
OTHOCUTEJILHO HOKYIKN ToBapos FMCG, coryacno nceienosanusaM, gpigercd nena. Tak, 78%
PECIIOHIEHTOB TOBOPSIT, ITO «BCET/Ia WU YaCTO» IMTEPEKJIIOYAI0OTCI Ha HOBBIN J1/Tsi cebst OpeH,
€CJTH TOT PACIIOJIAraeT JIYIIINM COOTHOIEHNEM TeHa-Ka1ecTBO Ha uX B3I, OTHOBPEMEHHO C
STUM, 11 73% pEeCIOHIeHTOB IIPOMOAKIIAA MOYKET CTATh CTHMYJIOM K TOMY, YTOOBI HOIPOOOBATh
HOBBIIl OPEHJI U BIIOCJIEJCTBUM TIEPEKIIOUNThLCs Ha Hero [1].

[To sTuM mpuvuHaM B IEJISX CTUMYJIUPOBAHUS CIIPOCA MPOJABIILI YACTO TPUOEralT K IpU-
MEHEHUIO IEHOBOTO MPOMO. KcTh mcciieoBanust, KOTOPbIE TOBOPSAT O TOM, 9TO HMOMHMO KpPaT-
KOCPOYHOTO YBEJIMIEHUsT TTPOIAasK, ITPOMOAKIINN CIIOCOOHBI TaKKe yBEININBATH JIOSJIBHOCTH K
Openjty (8], Tak Kak MexKJy HEMH ¥ JIOSJIBHOCHIO JIEHCTBYIONIUX MOKYyIaTe el CyIecTByeT 3Ha-
quMasi B3auMOCBs3b [5].

B 1o ke BpeMms IEHOBBIE CKUJIKU O0XOJISATCS IIPOJABIIAM JIOPOTO, a IPE3MEPHOEe ITPOMOYTHU-
pOBaHME MOYXKET ITPUBECTU K CHUZKEHUIO OPUEHTUPOBOYHBIX IIEH JIJIs TOTpeduTe e, o I0pBaTh
BOCITPHUATHE KAJeCTBa MPOyKTOB, HABPEUTDH PEIyTAIlnn OPEH/Ia U MPUBECTH K HOTEPE JIOSITb-
HOCTH [4], B TO BpeMsl Kak ee 3HAYEHUe CTAHOBUTCS IPU MPUHSATUU DEIleHus O MOKYTKe JarxKe
6ostee BayKHBIM (haKTOPOM, HEXKeJI YPOBeHb 0a30BOil 1eHbl [2].

Eme omanm HeratuBHBIM 3 (HEKTOM IIEHOBOI'O CTUMY/IUPOBAHUs CIIPOCA ABJISIETCST KaHHU-
OaIM3M MEXK/Iy Pa3IMnIHbBIMU GPEHIaMI OJIHON KaTeropuu OJIHOM KOoMIaHuu |7, cyTh KOTOPOTo
COCTOUT B TOM, 4TO 38 CUET YBEJIUICHHUIO MIPO/IarK OJTHOTO OPEH/Ia B TIEPHUOJ] TPOMO COILY TCTBYET
YMEHBIITEHUE MTPOJIazK JIPYroro OpeHa.

[Tomumo 3Toro, anaaus npogazk ToBapoB FMCG Ha poccniickoM pbIHKe ITOKa3aJl, YTO YBeJIN-
JeHue TJIYOMHBI CKUJIKU He BeJIeT K IIPOIOPIINOHAILHOMY YBEJIHUYEHUIO IIPO/IazkK B HATYPaJIbHOM
BBIDAYKEHUU, JPYTUMHU CJIOBAMU, CJUNIKOM I[VIYOOKME CKUJIKHU HE TMPUBOJAAT K 3HAUUTEILHOMY
YBEJIMIEHUIO TIPOJIaZK U He OIPABJIBIBAIOT BJIOYKEHHBIE B HUX WHBECTHIIHM.

Takum 0ob6pa3oM CTEMYIHpPOBaHME CIPOca MocpeacTBoM mpomo Ha peiike FMCG sBiistercst
HEOTHO3HAYHBIM MHCTPYMEHTOM, TPeOYIONUM I1yOOKO# TpopabOTKU CO CTOPOHBI IIPOU3BO/INTE-
Jleit u pureitna. Kpaiine BayKHO 3HATh, KAKOH THII MPOJABUKEHUS ABJIA€TCS HauboJIee MPeJIo-
YTUTETBLHBIM U IEHHBIM JIJIsl TIOTpebuTeei.

Taxzke ToMuMo 60JIee TIATETLHOTO IIAHUPOBAHNUSI IIEHOBOTO CTUMYIUPOBAHUS CIIpOCa, HeoO-
XOIUMO TaKZKe MCIIOIb30BaTh U JAPyTre (haKTOPhI MIPUHSITHS PEIEHUST O MOKYIIKe, TOCKOJIbKY B
HEKOTOPBIX CJIYUaAX JIJIsI TOTPEOUTE IS OHN OKa3bIBAIOTCS HE MeHee BecOMbIMU. Tak, HapuMmep,
3a BpeMs MCC/IEI0OBaHUl TIPU Pa3HBbIX YCJIOBUAX OBLIO JOKA3aHO MOJIOXKUTEIHLHOE BJIUSIHUAE yBe-
JIMYEHHsT acCOPTHMeHTa Ha npojaxu [3], [6]. Takrke mokymarein MeHee TyBCTBUTEILHEL K IIEHE
HOBHMHOK ¥ TOTOBBI [I€PEIIadNBATh 38 TO, YTOOBI MTOIMPOOOBATH HOBBIA MPOAYKT [1].
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B pabore mocpecTBoM aHaIM3a JUTEPATYPHI U aHAJIN3A IPOAAXK JTOKA3BIBACTCs, ITO CTUMY-
JITPOBaHUE CIIPOCA TTOCPEJICTBOM ITPOMO XOTH U sIBJIsIeTCA HaubOoJIee OUeBUTHBIM HHCTPYMEHTOM,
He BCErjla MOXKET ABJIAThCA d3DdeKTuBHbIM. [locpecTBOM aHKeTHpOBaHUsT POCCUICKUX TIOTPE-
ouTeseil ObLIN BBIABIEHBI (PaKTOPHI, CIIOCOOHBIE CHU3UTH 3HAUEHMe IIeHbl U HAJIMIUsI IIPOMO KaK
¢daKTOPOB NPUHITHSA PEIIEHUS.
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