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N3YYEHUE «BPELIEN OBCJIYKUBAHUSI» KAK YCJIOBUE PA3BUTHS
JOAJIBHOCTHU KJIMEHTOB B CUCTEME COLHUAJIBHOI'O MAPKETHUHI A
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B craTthe 000CHOBBIBaeTCA pPOJIb CONHATBHO OPHEHTHPOBAHHOIO MAPKETHHIa HA NMPHHIMIIAX
KJIMEHTOOPHEHTHPOBAHHOCTH. ABTOPBI ONPENE/ISAIOT €ro IeJeBYI0 HANIPABJICHHOCTh YCHJICHHEM Ye/I0Be-
yeckoro ¢axkropa npu pa3padorke COUMAJbHBIX POrPaMM NOTpPed/IeHNs, He00X0AMMOCTBIO NIPUBJIEYe-
HHSA U yep/KaHUusl KJIHEHTOB, OCYIeCTBJICHHUS MOCTOAHHOI0 KOHTAKTA ¢ MOKYNaTeJIMH, Ka4eCTBEHHOI 0
o0cay:knBaHusl mnorpeduTteneii, GopMupoBaHus y HHUX YYBCTBA JOSUIBHOCTH. BbllesieHbI cTpaTerunu
MApPKETHHIA B 3aBMCHMMOCTH OT CTENEHM JIOSJIbHOCTH KIHeHTOB. ClejlaH BbIBOJ, YTO COBPeMEHHBIM
KOMIIAHUSAM 11€/1eCO00PAa3HO YCHIIMBATH CTPATErHH NPHUBJIEYEHUs] KJIHEHTOB € OnpeleleHHOH JIOSVIbHO-
CThI0, NpekKIE BCEro, HMEHIINX A0COJIOTHYIO JOSJIbHOCTh. JTOMY IO0JIOKEHHI0 COOTBETCTBYET TECOPHS
Opewueii 00CayKHBAHMSA, OTPAKAIOLIAA KOHUENIHNIO «yI0BJIeTBOPEHHOCTH-HEYI0BJIeTBOPEHHOCTH» KJIU-
eHTa. J[JIs IPaKTH4YeCKOro MCcCaeJOBAHNS «Teopuu Opemieil 00cay:KUBaHUS» ObLIN BbIOPaHbI MAra3uHbI
cetn «Ilarepouka». IlpuBeaeHsl pe3yabTaThl Oonpoca nokynartesaeil marazuna «llarepouxa» B r. Hmxk-
Huii HoBropoa ¢ meapio BBHISIBJIEHHS KadecTBa 00CJIYKHBAHUS M YIOBJETBOPEHHOCTH MpefoCTABJsIe-
MbIM cepBucoM. Ilo pesyabTaTaM Hcciie0BaHus Npeajaraercsi (popmMupoBanue 0oJiee 4eTKOH Nporpam-
MBI COIMATBHOI0 MAPKETHHIA ¢ y4eToM Ju(pdepeHINANNH MOTPEOUTETbCKOI0 CIPOCca Pa3HbBIMH IPYI-
NMaMM HaceJeHHS C eJIbI0 YCTAHOBJIEHHS JA0JT0BPeMEHHBIX CBsI3eil U TO0CTHKEeHUS] He00X0IMMOro ypoB-
HSl MX YIOBJIETBOPEHHOCTH, 2 TAKKe OPraHU3alus NPodeccHOHATbHOI NOATOTOBKH MEPCOHAJIA, MPesKae
BCero, LejeHanpaBjieHHOe 00yuyeHHe HABbIKAM BeleHUsI U YIIPAaBJIEeHHUs] B3aMMOOTHOLIEHUSIMM € KJIHeH-
TaMHU ¥ CHHKEHHS] KOH(PJIMKTHBIX CUTYAIUH.

KiroueBble cjioBa: MapKeTHHI, MAPKETHHIOBasi MOJMTUKA, COUMAIbHBIH MapKeTHUHI, JIOSA/Ib-
HOCTH KJIMEHTAa, Opelu 00Ccay:KUBaAHMS.

STUDYING «SERVICE GAPS » AS A CONDITION FOR DEVELOPING CUSTOMER
LOYALTY IN A SOCIAL MARKETING SYSTEM
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The role of socially oriented marketing based on the principles of customer focus is underlined in
the article. The authors define its target orientation by strengthening the human factor in the develop-
ment of social consumption programs, the need to attract and retain customers, maintain constant con-
tact with customers, provide high-quality customer service, and form a sense of loyalty. There are high-
lighted marketing strategies depending on the degree of customer loyalty. It is concluded that it is advis-
able for modern companies to strengthen strategies for attracting customers with a certain loyalty, first
of all, with absolute loyalty. Corresponding to this is the service gap theory, which reflects the concept of
customer satisfaction-dissatisfaction. Pyaterochka stores were selected for practical research on the theo-
ry of service gaps. The results of a survey of buyers of the Pyaterochka store in Nizhny Novgorod in or-
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der to identify the quality of service and satisfaction with the service provided are presented. According
to the results of the study, it is proposed to form a clearer social marketing program, taking into account
the differentiation of consumer demand by different groups of the population in order to establish long-
term relationships and achieve the required level of their satisfaction, as well as to organize professional
training of personnel, first of all, targeted training in the skills of maintaining and managing customer

relationships and reducing conflict situations.

Key words: marketing, marketing policy, social marketing, customer loyalty, service gaps.

Ycnemnas  QuHAaHCOBas — AESTENHFHOCTH

MPEINPUATHS TIPENICTABIIET CO00M CIIOKHOE 3KO-
HOMMKO-COLMAIBHOE SIBJIEHHE U COCTOUT U3 OIpe-
JISJICHHOW CHCTEMBI HCITONB30BaHUS (MHAHCOB W
ynpasieans. CTpeMIIeHre OpraHu3aiil yydliTh
CBOE MTPOU3BOJICTBO WJIM MPOJAXKH B YCIIOBHAX Pac-
Tylmled KOHKYpPEHLUMH oOpamaer WX BHUMaHue
HETIOCPEICTBEHHO K MOTPEOUTEINIO.
CoBpeMeHHBI MEHEIKMEHT Oa3upyercs Ha J0-
CTH)KCHHUAX HECKOJBKUX HAYUYHBIX IIKOJ (TCOPHIA):
[lIxonel HaywyHoro ympasieHus, Kiaccuueckoit
mKoJbl, 11Ikone! yemoBeueckux oTHOImEHHH, IToBe-
JeHdeckoi mikonsl U T.4. [1-3]. Hambonee neti-
CTBEHHBIM METOZOM B YIPABJICHUM TMPEATIPUITHS-
MU YYE€HBIMH TIPHU3HAETCS ITOBEJCHYECKAs TEOPHS
yHpaBIeHHUS.

B 3aBucHMOCTH OT TEOpHH YIpPaBJICHUS
MPEINpUATHE BBIOMPAET, pa3padaThiBaeT U peain-
3yeT COOCTBEHHYI0 MAapKETHHTOBYH) CTPATETHIO
pa3BUTHS, MOJIUTHUKA KOTOPOH «HAIpaBieHa Ha JI0-
CTIDKEHHE JIOJNITOCPOYHBIX IeNel, OOBICHSET, Ka-
KM 00pa3oM OHH JOJDKHBI OBITh JIOCTHTHYTHI U
YCTaHABIMBACT OPUEHTHPHI W 3aJadd, KOTOPBIM
HY)KHO cienoBaTth» [4]. Ilpu mnpoexkTupoBaHUU
MapKETHHTOBON TIOJWTHUKH OIHCHIBACTCS, «KAKUM
o0pa3oM MpeAnpusaTHe IIaHUPYET CO37aTh YCTOMN-
YUBYIO (JIOITOCPOYHYIO) BBITOAY JUISI CBOMX COMC-
Karenel (KIMEHTOB), IMMOCKOJBKY JOSIIBHOCT KIIH-
€HTOB OJIHOBPEMEHHO CO CHIKCHHEM BEIIMYMHBI
Map>Ky Ha KIIMEHTa UMEET 0c000€e 3HaYeHHe» [S].

CrnenoBaTellbHO, YCTaHOBJICHHE TPAHHIIBI
JIESITEIbHOCTH OPTaHU3alliil W OIPENeIeHne OCO-
OeHHOCTe TOBEJIEHHUS COCTaBIISIET CYyTh MapKETHH-
TOBOM TMOJIUTHKH ¥ O0YCIIaBINBAET KOMIUIEKCHOCTh
YIpaBICHUYECKUX PEIICHUH.

Lenpro myOnukanum siBisieTcss 000CHOBa-
HUE WCITOJIb30BAHUS TEOPUH «Opemieil 00CTyKuBa-
HUS» B yIIPABICHUN MapKETUHTOM.

PenmxuHupuHr OM3HEC-NIPOLIECCOB C IIe-
JBI0 COKpAIIEHUS H3/AEP)KEeK IMPOM3BOACTBA 00Yy-
CIIaBIIMBAET y4eT IEHHOCTH CYMIECTBYIOIIUX KIIH-
€HTOB 1Jis1 mpeanpustus [6]. B atux ycnoBusix on-
HOHM M3 BO3MOXXHOCTEH COXpaHEHHS PEHTAOEIbHO-
CTH TIPEIPUHUMATEIHCKON JIeSTEILHOCTH SIBIISIET-
Csl YBEJIIMYCHHE KOJUYECTBA OOpaIlleHUi Ka)I0To
U3 KIUEHTOB 10 TPEJOCTaBJICHUIO YCIYT, YTO, B

CBOIO Ouepellb, IPHUBOIUT K HEOOXOAMMOCTHU TOA-
JepKaHusl ¢ HHUMH JOJITOCPOYHBIX OTHOIICHHUIL.
[TosTOoMy 1enecooOpa3HO HCHONB30BATh yXKE HMe-
IOIINXCS KIIMEHTOB B KAUECTBE PACIIPOCTPAHUTEIICH
nH(pOopManuH, TaK KaK 3TO COKpPAIaeT CPOK BHIBOA
yCIYT Ha PBIHOK U MX NPOJIBMXKEHUE CPEAd Liene-
BOH ayIUTOpUH, MO3BOJISISI CEPBUCHOMY TPEATIPHS-
THIO COKPaTHUTh 3aTpaThl HAa MpPUBIICYCHHE HOBBIX
KJIMEHTOB [4].

B paccmarpruBaeMOM KOHTEKCTE aKTyalu-
3UPYeTCsl POJIb  COLHAIBHO OPHEHTHPOBAHHOTO
MapKeTHHTa Ha TPHHIMIAX KIMEHTOOPUEHTHPO-
BaHHOCTH. CYIIHOCTBIO KJIMEHTOOPHEHTHPOBAHHO-
0 MapKeTHHra SIBJSIETCS «yIOBIETBOPEHHUE TIO-
TpeOHOCTE! KIMEHTOB, OPTaHU3aINs COOTBETCTBUS
UX OXHAAHUSM, TPEIBOCXHIICHAE WX >KEIAHHID»
[7]. Ero ueneBas HampaBIECHHOCTH OIPEACISCTCS
YCHIICHHEM YeJIoBeYecKoro (akropa mpu paspa-
0O0TKE COIMANFHBIX MPOTpaMM MOTPEeOJIeHHUS M CO-
CTOUT B TPHUBICUYCHUH U YIEPKAHUU KIIMEHTOB,
OCYIIECTBIICHUH MOCTOSIHHOTO KOHTAaKTa C TOKYIa-
TENSIMH, HEOOXOIMMOCTBIO Ka4eCTBEHHOTO O00CIy-
KUBaHUS TMOTpeOuTenel, (HOpMHUpPOBaHUS y HHX
YyBCTBA JIOSUTHOCTH. JIOSIIBHOCTD KJIMEHTA MPOSIB-
JsIeTCS B €r0 000PUTEIHHOM OTHOLIEHHH KO BCEM
JJIEMEHTaM KOMIIAHWH, K KOTOPBIM OTHOCST MPHOO-
pETEeHHBIH TOBap, OOCIY)XHBAaHHE W €r0 YPOBEHbD,
OpeHI WIM TOPrOBBIM JIOTOTHII, PACIIOJIOKEHHE U
T.JI.

Y aepkaHue KIMEHTOB U CO3JaHUE YCIIOBHI
JUISL TIPEBPAIIEHHs] MX B HOCTOSIHHBIX TOKYIaTeIeH
obecnieunBaeTcss pa3pabOTKOW Pa3IMYHBIX IPO-
rpaMM JIOSUTBHOCTH. BOJNBIIMHCTBO TakuxX Tpo-
rpaMM MOYKHO pa3/ieiUTh Ha IIeCTh BUIOB [8]:

- JIMCKOHTHYIO, B COOTBETCTBHHU C KOTOPOH
KJIMEHTY TNIPU COBEPIICHUH NMEPBOM MOKYIKH BpPY-
YaeTcsl MJIACTUKOBAs JHUCKOHTHAsI KapTa, YTO T03-
BOJISIET TOJYYaTh CKUAKY ((PUKCHUPOBAHHYIO MU
HAKOMUTENbHYIO (IPOLEHT CKUAKH 3aBUCHT OT
CYMMBI MOKYIIKH) Ha CJEIyIoUIue MOKYIKH, TpH-
4yem;

- OOHyCHYI0, paboTaeT Mo MPHUHIUITY AWC-
KOHTHOM, HO TO3BOJISIET CTHMYJIUPOBATh TOKYTIa-
TeJIel K COBEPIICHHIO MTOBTOPHBIX IMOKYITOK 32 CUET
UTPOBBIX MEXaHHK: Halpumep, OOHYCHble OallIbl
MOTYT HaYMCIISTHCS Ha KapTy KJIMEHTa, MU MOXHO
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OIUTIAYMBATH CIIETYIONIYIO TIOKYIKY WM KOIUTH JIJIS
OIJIaThl KOHKPETHOM;

- MHOTOYPOBHEBYIO: COJICPKUT HEKOTOPHIC
3JIEMEHTHI JIBYX TPEIBIAYIINX mporpamMm (OOHYC-
HOM M JWCKOHTHOMN): KIUEHTHI IOIYYalOT CTapTO-
BbIil MHHUMAJIBHBIH OOHYC (HEOOJBIIYI CKHUAKY,
OJTHOPa30BO€ HavHciIeHUue OanoB), a B AajbHEH-
IIIEM BBITOJA 3aBUCHUT OT 00BEMA MOTPEOJICHHUS:
yeM OOJITbIIIe MTOKYTIaeTCsl, TEM BBIIIE BBHITOAA;

- mapTHEPCKYIO: JJaHHAs MporpaMMa Mpe-
moJiaraeT 00beTMHEHNE HECKOIBKUX KOMITaHUH JIJIs
MPEIOCTaBIICHUsT KIWEHTaM CKHJOK Ha TOBa-
pBl/ycityru napTHEPOB;

- C IUTaTHBIM YJICHCTBOM (B3HOCOM): KIIUEHTY
MpenyiaraloTcsl  JIOTIONHHUTENbHBIE  MPUBHIIETHN
(Hampumep, MOJMUCKA C JAOCTYIOM K 0OJee KOM-
(hopTHOMY CEepBHUCY);
- IIEHHOCTHYIO, NP KOTOPOH (GopMUpyeTcs coo0-
IIECTBO KIIMCHTOB, NUMECIOIIUX MMOX0XHE WHTEPECHI,
«CTWJIb XU3HU», «MUPOBO33PCHHE», & HE IPOCTO
MIPEeIOCTaBICHNE CKUIOK H JIOTIONTHUTENBHBIX MPH-
BWJIETHI.

Ha puc. 1 npencraBieHbl TUIIBI KIIUEHTOB B
3aBUCHMOCTH OT WX JIOSITHHOCTH.

JoaTsHocms nOXynametel

E KimenTH ¢ BHCOKHEM D0TeHOHA0M: | [IparoneHHbie KIHEHTEI:

¢ | Moxynarern, odaagammme BEICORIDI IloxymaTens, XapakKTepHSYHMIHECE
'z @ | NOTEHUHAIOM COSJAHHA NPHORLTH, HO | COTETAHHEM MOANEHOCTH H
e A | crafoit mogTEHOCTEO TPHOBLIEHOCTH, TP BRI FONTHE
% CpeqHHe SHAUSHHA MoKasaTenel
-
E’ 5 | He npunocsmmenpufsum Ipeaannbie HenpHILLILHELE
= é- MOKYIATENH: KIHEHTHI:
E He cosceM ERTOZHEE 114 EoMIanHmH | Kpaime TOAIBHEE EIHEHTH,
2 NOEYNATEIH-HOEHYEH, MNOEYNIATeNH- | 0013330 HEEHICOKHM
= = nepedesHEN, MOEYNATENH, | TOTEHIHAIOM CO3NAHNA IPHOEUTH
I E HeIaIIHe NOEYTEY OJHH pa3
5 H
: Cnadas Cpeanas CunbHas

Puc. 1. Knaccupukanus KIueHTyPbl KOMIAHUM B ACMEKTAX JIOSLIBHOCTH M NPUOLLILHOCTH [1]
Fig. 1. Classification of the company's clientele in terms of loyalty and profitability [1]

Ilo creneHu JOSANBHOCTH TMOKYNAaTeNH Ae-
JATCS HA YEeTBhIpe TPYMIbI, Kaxaas U3 KOTOPBIX
umeet cBoro crnenuduky. K nepsoii rpymnne («apa-
TOLCHHBIE KJIMEHTHD) OTHOCATCS MOKYHAaTeNH, OT-
JUYAIONIUECs] COYETAaHHEM JIOSAJIBHOCTH W TpH-
osutpHOCTH. [lOKymaTeay BTOPO# TPYyMIThl ((«KIHEH-
THI C BBICOKMM HOTEHLIMAIOM») 00JaJal0T Ci1aboi
JIOSITFHOCTHIO M BBICOKUM IMOTEHIIMATIOM CO3JaHHUS
npuOsTu. TpeTpst Tpymma («mpemaHHbIE HEIpH-
ObUIbHBIE KIMEHTBD») — 3TO OYEHb JIOSJIbHBIE KIIU-
€HTBl C HEBBICOKMM MOTEHIMAJIOM CO3JaHUS IMpPH-
onuH. K ueTBepToil TpyIine OTHOCATCS «IIOKyTaTe-
¥, HE NpUHOCAMNE NpUOBUIM» (MOKyHaTenu-
HOBHYKH, NIOKYTaTeIU-TIEPEOSIKINKH, TIOKYIATEIH,
JIeaoNue MOKYIKY OJIWH pa3), MOATOMY JaHHas

rpyIIa He IPEACTABNISACT [T OPraHU3aIUN KaKoro-
00 MHTEPECa WUIIH BBITOJIBI.

VIMEeHHO OpHWeHTaIsi Ha pa3Hble TPYIIIEI
MOKymnareje MO3BOJSET KOMIAHUSAM pa3padaThi-
BaTh COOTBETCTBYIOIIUE CTPATETUU MapKETHHIra
(puc. 2).

Takum 00pa3oM, COBPEMEHHBIM KOMITAHHU-
SIM 11eJ1eCO00pa3HO YCHIIUBATh CTPATErUd TpUBIIC-
YCHHsI KJIIMEHTOB C OIPEICICHHOW JIOSIIbHOCTHIO,
MPEeXJE BCEro, HUMEIONIMX aOCONIOTHYIO JIOSIIb-
HOCTh. DTOMY TOJIO)KEHUIO COOTBETCTBYET TEOPHS
Opereii 00CITyKUBaHUS, OTPasKArOIIasi KOHIICTIITHIO
«YIOBJIETBOPCHHOCTH-HEY/IOBIICTBOPEHHOCTIY
kimeHTa. [lpuynHaMu HEyZIOBIECTBOPEHHOCTH MO-
JKET OBbITh OT OJTHOM 10 IsATH Opereit (puc. 3).
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I[pal"OI[eHHbIe KJIINECHTBI

° MapKCTI/IHFOBaSI CTparerus. MHBCCTUPOBAHUEC B CHCHHAJIBHBLIC IPOIPAMMBI PAa3BUTHA
YCTOP'I‘IHBBIX, AOJITOCPOYHBIX OTHOIIICHUH Ha OCHOBE HHAUBHUAYAJIbHOI'O II0JAXOoHa C
OCJIBIO JOCTHIXCHUA MaKCHUMaJIbHOU YAOBJICTBOPEHHOCTHU

KaneHTBI ¢ BLICOKHM MOTCHIHAJIOM

* MapkeTuHroBass CTparerus. WHBECTHPOBAHHE B MPOrpaMMbl  (QOPMHUPOBAHUS

MpEeaaHHOCTU Ha OCHOBC

CIiCcuaJIbHBIX

Hpe,Z[HO)KCHI/Iﬁ, YCUIINBAOIUX

HOTpe6I/ITeHBCKy1-O YAOBJICTBOPCHHOCTD U KCJIAHUC OCTATHCA C KOMIIaHHUEMN

Hpenaﬂm)le Hel'lplflﬁbl.]'ll)}lble KJIHMEHTBI

* MapkeTuHroBass CTpaTerus. WHBECTUPOBAHHE B  CHEIHAJbHbIE I[POTPAMMBI,
MPEIOCTABIAIOMNE OONBITNE BO3MOXXHOCTH JUISi MOKYIIOK B HOBOM ¢opMmare Ha

JIbI'OTHBIX YCJIOBUAX

He npuHocsimue npuObLIA NOKYNATEN

* MapkeTHHIOBasi CTparerus: pasfelieHHue MOTEHIMAIbHO MPUOBUIBHBIX HOBHUYKOB OT
T€X, KTO HE MPUHOCUT MpHObUIb 3a cueT olecreueHusi Oosiee BHICOKOTO YPOBHS

cepBHca U yAOBIETBOPEHHOCTH

Puc. 2. CTpaTernu MapKeTHHIa B 3aBUCUMOCTHU OT CTeNEHH JOAIbHOCTH NOKynarteJei [2]
Fig. 2. Marketing strategies depending on the degree of customer loyalty [2]
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Puc. 3. bpemn o0ciayxuBanus
Fig. 3. Service gaps

Paznuuue Mexny oxugaHUEM KIUEHTA, €ro
BOCIIPUATHEM M peaJbHBIM YPOBHEM OOCITYyKHBa-
HUS U MPEIOCTABISIEMBIMU YCIYyraMU XapaKTepu-
3yeT Te Opely, KOTOPhIe OTPaXKArT KayecTBO 00-
CIY’KUBaHHs B KOHKpETHOH opranuzauuu. T. ['my-
IaKkoBa yKa3bIBaeT, «B cpemHeM KOMIAHUHU depe3
CBOM «ABIpbDy exerogHo TepsitoT 10-30% cBoux
MOTpeOnTENeH, HO JUIIhP HEMHOTHE 3HAIOT, KOTO
TEPSIIOT, KOTJa, ToYeMy, KaKOoB O00BEM TaKHX II0-
Tepp» [9]. dnsg mpakTUYECKOro HCClIeIOBaHUs

«Teopuu Opernieit 00CITyKUBaHUSY OBLITH BHIOPAHBI
marazuHsl cetn «llarepouka». CymiecTBeHHBINH
pOCT KOJIMYecTBa Mara3uHoB B ceTu llsTepouka
Havaics ¢ 2010 roga, korga ux cyMMapHOE YHUCIO
nepeBamio 3a 1 Teicsay. Exxeromnoe yBemndeHme
30HBI TIpUCYTCTBHUS ceTH «llsTepodka» B pocchid-
CKHUX PETHOHAX MPOUCXOJUT 3a CUET OTKPBITHUS HO-
BBIX TOPTOBBIX TOYEK W TIOTJIOIICHWSI, TIOKYITKH H
CIUSHUSL C APYTHUMH opraHm3anusMu. [ mbkas 1re-
HOBas MOJUTHKA U XOPOILIUH acCOPTUMEHT TOBapa
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— KIJIIOYEBBIE TTAPaMETPHI, BEIBOIAIINE KOMITAHUIO B
PAIlbI TUAEPOB poccuiickoro puteitina. Ha texymmit
MoMeHT 1mox OpenaoM «Ilarepoukay» paboraer 14
850 marasmnHoB B 7 M3 8 QenepanbHbIX OKpyrax

crpanbl. KommaHus TMOKa HE MpeACTaBieHa B
JlanpHEBOCTOYHOM (eepaabHOM OKpYTe H3-3a ero
TEPPUTOPHATLHOTO yIAICHHS OT €BPOIEHCKON va-
ctu Poccun (puc. 4).

TeuTpaneHEIH
8%

dpyrue peruota
15%

Fwuua

9%

CEREpO-
samagHEH

11%

IIpupomeckni
27%

Puc. 4. TepputopuajbHoe pacnpeneienue cetu [larepouka, % [10]
Fig. 4. Territorial distribution of the Pyaterochka network,% [10]

Oo6HoBnenHasi ctpaterust pazsutus «llsre-
POYKH» OPHEHTHPOBAaHA Ha AaKTyaJlbHbIE TECHICH-
UM TOTPEOUTENbCKUX OXHIAHUA M MpennoyTe-
HUIA, TIPEK/Ie BCETO, HA MOBBIIICHUE KayecTBa Mpo-
IYKTOB. Ym00HOe Aisi mOoTpeOuTeNel pacmooxe-
HUE MarasMHOB MO3BOJIIET COBEPLIATH IOKYIKH
JOCTaTOYHO OBICTPO, «PSIOM C JIOMOM», IO MpPHU-
eMIIeMbIM IIeHaM. VI3MeHeHHs 3aTpOHYIU TaKXKe
JIM3aifH TOPrOBBIX TOYEK, ACCOPTUMEHT U OpraHH-
3aIlMI0 IIpOoCTpaHcTBa nomenieHud. [Ipu sTom ma-
ra3uHbl COXPAHAT CTaTyC IUCKayHTepa W He Ia-
HUPYIOT IPOBOJUTH MOBHIIIeHHE 11eH [10].

Hamu nipoBenieH ompoc mokymarenei mara-
3uHa «lIsrepouka» B r. Huxuuii HoBropon c ie-
JIBI0 BBIABIICHHS KadecTBa OOCIY)KHBAHUS U yIO-
BIICTBOPEHHOCTU MPEAOCTABISIEMBIM cepBHUCOM. B
uccneaoBanu ydacTBoBanio 200 deloBeK B BO3-
pacre ot 15 net 1o 73 ner. Bee ucneiTyemble ObUTH
pacrpeneneHbl Ha TPU KaTeropuu: MOJIOAEKb, JIO-
M CpEIHEro BO3pacTa, IEHCHOHEPH (pHcC. 5).
OrneHKa OCYIIECTBISIACh Ha OCHOBE Kbl JIu-
KepTa, C MOMOUIbI0 KOTOPOW OIpeAensiach CTe-
IIEeHb JIOSUTBHOCTH MOKyMaTesen (puc. 6).

‘m Pagl;
MEHCHOHE P
31:31

[ | Papl; !
MonoaeHe; 27;

27%
B rcnogertb

N nwagn cpegHero
BO3 DACTS

FneHCHOHR PRI
[Tatl]

egHero

BO3 pacTa; 42;
42%

Puc. 5. Kateropun ucnbityembIx, %
Fig. 5. Categories of subjects,%
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1 ] 1 ]

NONHOCTEEY HACOTMACeH CEODa2 H2 ZHAKD

H2 COTTACEH H2 COTTIatzH HE MOTV
DI2HHTE

H ]
T3 + T3
cromEz COTRECEH  mpaEDCTEED
COTTECEH COrnacsE

Puc. 6. CTenens JOIbHOCTH NOKynaTeeii k Mmara3uny cetu «IIarepouka
Fig. 6. The degree of customer loyalty to the Pyaterochka store

Cpenn mapamMeTpoB KadyecTBa OOCITyXHBa-
HUsI B MarasuHe TMOKYMaTedn OcO00 OTMETHIIH:
«OTCYTCTBHE OYepesicii Ha KacCcoBBIX y3nax» (3,0);
«OBICTpOE pearmpoBaHHe Ha TPOcOy» (2,7);
«podeccroHaTbHBIE KaYecTBa COTPYIHUKOB Mara-
3uHay (2,4); «100poKenaTenbHOe OTHOIIEHHE CO-
TPYAHHUKOB Mara3uHa K Imokymarexsim» (2,7).

B memom oTmedaeTcss BBICOKAas IOMYISIp-
HOocTh cetu «llarepoukay. BbIIO BBIABIEHO, YTO
cpenm nokymnaresieid marasuHa «lIstepouka» Bbiae-
JSeTCsl TPYIIa TOKyNaTelei-meHCHOHEPOB, KOTO-
pasi IEMOHCTPUPYET MOJOXKHUTEIbHBIM HACTpOH K
MarasuHy, peryjispHO IOJIb3YSICh €ro YCIyramu U
HaMepeHHasi MPUOOpPETaTh MPOAYKTHl THTAHUS B
Oynymem. MHAEKC TOATBPHOCTH Yy 3TOTO CErMeHTa
MaKcUMalbHbIH (2,5). Bo MHOrOM 3TO 00YyCIOBIIE-
HO TE€M, YTO MOTHUBBI IOTPEOUTENBCKOTO BBIOOpa B
HauOOJNBIIEH CTETIEHN YYUTHIBAIOTCA WMEHHO IS
JIOJIel MPEeKJIIOHHOT0 BO3pacTa 3a CYET MPerloCTaB-
JICHUSI PA3IUYHBIX CKUAOK (HallpuMep, MperycMoT-
peHa 10% ckuaka Ha MPOOYKTHl KaxIbld MOHE-
JeJbHUK B nepBoi nmonosune AHs ¢ 9:00 mo 13:00,
Jp.).

Y mokymnarenel cpegHero Bo3pacTa IoKa-
3aTenb JIOSUTBHOCTH TaKXKe JOCTATOYHO BBICOKHHN —
1,8, a caMpIif HU3KUU OTMEYAETCS Y MOJOJEKHU -
0,55.

B To e Bpems B mporiecce orpoca ObLTH
BBISIBIICHBI HEKOTOpBIE «Opemm» W MpoOJeMbl BO
B3aMMOOTHOIIEHUSIX MEXIY MOKyHaTelsiMH U CO-
TpyAHMKaMH Mara3uHa. Tak, nodtu 23% y4dacTHH-
KOB yKa3aJld, YTO OHH SIBISUINCH CBHJICTEISIMHU
KOH(JIUKTHOM cHUTyanuu (WIM CaMH BCTYNANd B
KOH(IUKT). PecrnioHneHTsl oTMedann HECOOTBET-
CTBHE LIEHBI HA TOBAp B TOPrOBOM 3aJI€ U Ha Kacce,
KOTJ]a TpOOUBAIOT 4YEK; HEXBATKy KacCUPOB (WM
OTCYTCTBHE KacCHUpa Ha MECTE); OTCYTCTBHE KITIO-
Yeil OT KEeNEe3HbIX SYeeK (MU CIIOMAHHBIE 3aMKH).
Hannune manHBIX «Operieid» MPUBOIUT K CHHXKE-
HUIO YPOBHS YJOBIIETBOPEHHOCTH KJIHEHTOB, TaK
KaK HE COOTBETCTBYET UX OXKHJIAHUSIM.

Takum oOpa3oM, pe3ynbTaTbl HCCIEI0Ba-
HUSI CBUAETEIBCTBYIOT O HAJMYUU MapKETHHIOBOM

CTpaTerud Ha OCHOBE MPEACTABICHHUS O MOTHUBAX
MOTPEOUTEIHCKOTO BHIOOpA W MPHHIIMIIA KIMCHTO-
OPUEHTUPOBAHHOCTU MO YAOBJIETBOPEHUIO MOKYMa-
TEBCKOTO CIPOCa HacelleHHs B IpHOOpeTeHNH He-
o0xomumbIx TOoBapoB. OmHako TpebOyercs Ooiee
4yeTKas MporpaMma COLMAJIBHOTO MapKETHHIa C
yaetoMm nuddepeHnmmanm  MOTPEOUTEITECKOTO
CIIpOCa pa3HbIMU TPyNIaMH HACEJICHHS C ILEIbIO
YCTaHOBJICHHS JOJITOBPEMEHHBIX CBSI3€M U JOCTH-
JKEHHUSI HEOOXOJMMOr0 YPOBHSI MX YAOBJICTBOPCH-
HocTH. CumMTaeM IeNecOO0Opa3HBIM IOTIOTHHUTEh-
HOE U3YUYCHHUE OLCHKU TPYAa COTPYIHUKOB U YPOB-
HS WX TPOeCCHOHAITBHO-KOMMYHHKATUBHOMN KYJIb-
TYpbl, B TOM YHUCJE B YCJIOBHUSIX CETEBOTO B3aHMO-
JNEUCTBUA, IMOCKOJBbKY HMEHHO JaHHBIC aCHEKThI
po(heCCUOHANBHOM JeATEILHOCTH OKa3bIBAIOT BBI-
PaXKEHHOE BJIMSHHE HA Pa3BUTHUE JIOSJBHOCTU MO-
KymnaTeneii 1 QOpMHPYIOT TOKYyNaTeIhCKOe IOBE-
nenue [11-13]. Oro mo3BonuT pa3paboTaTh Mpo-
rpaMMy OOYUYEHUs CIICI[HAIMCTOB HaBBIKAM BEje-
HUS U yNPAaBIEHUS B3aUMOOTHOILIECHUAMHU C KIIMEH-
TaMH, CHHU3UB KOJMYECTBO KOH(IMKTHBIX CHTya-
WA, a TaKXKe IMOBBICUTh WX KOHKYPEHTOCIIOCOO-
HocTh [14]. B xayecTBe MHCTPyYMEHTa MOTHUBAaLU-
OHHOI'0 COBEPIIECHCTBOBAHUSI COTPYJHUKOB MOKHO
UCIIOJIb30BaTh COAJIAHCUPOBAHHYIO CHUCTEMY ITOKa-
3ateneit [15].
JINTEPATYPA

1. Iloneccn Ix.0. KoHKypeHTHBI MapKEeTHHT:
ctparerunueckuii moaxos. CII6.: [Tutep. 2001. 864 c.

2. Ckyba P.B. Crpareruu ynpapieHUs JIOSIBHO-
CTBIO U HpI/I6I)IHI>HOCTBIO KIIMCHTOB peFHOHaHBHOﬁ KOM-
MepYecKoi opraHu3auud. MOCKOBCKUI 3KOHOMHYECKUI
xypHai. 2020. Ne 7. C. 46.

3. Korsakova T.V., Chelnokova E.A,
Kaznacheeva S.N., Bicheva I.B., Lazutina A.L.
Perova T.V. Transformation of corporate culture in
conditions of transition to knowledge economics. Inter-
national Journal of Environmental and Science Educa-
tion. 2016. T. 11. Ne 11. P. 4690-4698.

4. Npykep II. DddexTrBHOE ynpaBieHHe. DKOHO-
MHYECKHUE 3a/1a4d U ONTUMasbHbIE pemeHus. M.: daunp-
Ipecc.1998. C. 126-132.

«CoBpeMeHHbIC HAYKOEMKHE TEXHOIOTHH. PernonanbHoe npunoxeHue» Ne2 (66) 2021



34

OKOHOMHUYECKHE HAYKU

5. BeasieBckmit UK. MapkeTuHroBoe uccieno-
BaHMe: MH(MOpMaLYs, aHaJM3, IPOTHO3: y4yel, mocodue.
M.: ®unance u cratuctuka. 2014. 320 c.

6. Romanovskaya E.V., Garina E.P., Andryashina
N.S., Kuznetsova, S.N., Artemyeva M.V. Studying the
Experience of Reengineering Business Processes in the
Practice of Domestic Enterprises: Problems and Pro-
spects of Application (2020) Lecture Notes in Networks
and Systems 73. P. 517-524.

7. Bensieckmii U.K. MapkeTnHr B KOMMEpLIUH:
tpaguuuu u uHHOBarmu. IDO Science. 2011. Ne 1. C.
88-91.

8. TlporpaMmsbl JIOSUIBHOCTH: IUTHOCHI, MHHYCHI,
BApUAHTHI. [DnexkTponHsbIit pecypcl]. URL:
https://lwww.nic.ru/info/blog/loyalty-programs/  (mara
obpamenns 20.12.2020).

9. 'mymaxoBa T. 3amepbl yIOBICTBOPCHHOCTH
MoTpeOuTeNe W yIpaBlCHHE MPEeIUpUATHEM. [DIeK-

TPOHHBII pecypcl. URL:
https://www.marketing.spb.ru/lib-
research/satis_measure.htm (mata obpalneHus
04.01.2021).

10. Ckoynpko Mara3uHOB KpyMHEHIIEH poccHii-
ckoif cetu Ilarépouka. [Onexrponnslit pecypc]. URL:
https://moneymakerfactory.ru/spravochnik/skolko-
magazinov-pyaterochka/ (nata oboparenus 04.01.2021).

11. HemyraroBa E.}O., Unesmenko C.b. Kaue-
CTBO M KYJbTypa OOCIyXKMBaHHS Kak (pakTopsl, hopmu-
pYIOIIHE ITOKYNaTeJbCKOE MOBEACHHE. ODKOHOMHKA H
npeanpuHIMaTenscTBO. 2017. Ne 2 u.2 (79-2). C. 1191-
1196.

12. KasznaueeBa C.H., buuea HU.B. Orienka
TpyAa MepcoHajia KaKk yCJIOBHE MOBBIMIEHU podeccuo-
HaJIbHO-TIPOU3BOACTBEHHON pe3yJIbTaTUBHOCTH. Bect-
HUK TBEpCcKOro rocygapcTBeHHOro yHuBepcutera. Ce-
pust: OxoHOMEKaA U yrnpasinenue. 2020. Ne 2 (50). C. 94-
102.

13. Smirnova Z.V., Mukhina M.V., Katkova
0.V., Gruzdeva M.L., Chernei O.T. Network Interac-
tion as a Factor of Professional Qualities’ Development
of Service Workers (2020) Lecture Notes in Networks
and Systems, 87. P. 698-704.

14. Manymko E.IO., JIusynkos B.I'. Cucrema
AIIEKTPOHHOTO 00pa30BaHMsl KaK WHCTPYMEHT IIOBBIILIE-
HHSI KOHKYPEHTOCHOCOOHOCTH CHELHUAIIICTa B YCIOBHAX
uudpoBoii 3koHOMUKH. BecTHUK MUHHHCKOTO yHUBEp-
curera. 2020. T. 8, Ne 2. C. 3.

15. buueBa N.b., KaznaueeBa C.H. Ponb c0a-
JIAHCUPOBAHHOW CHCTEMBI IOKa3aTeleld B YIpaBJICHUH
opranusanueid. CoBpeMeHHbIE HAyKOEMKUE TEXHOJIOTUU.
Pernonansnoe npunosxxenne. 2020. Ne 4 (64). C. 14-21.

REFERENCES
1. Shaughnessy J.O. Competitive Marketing:
A Strategic Approach. SPb .: Peter. 2001. 864 p.

2. Skuba R.V. Strategies for managing cus-
tomer loyalty and profitability of a regional commercial
organization. Moscow Economic Journal. 2020. N 7. P.
46.

3. Korsakova T.V., Chelnokova E.A.,
Kaznacheeva S.N., Bicheva I.B., Lazutina A.L.,
Perova T.V. Transformation of corporate culture in
conditions of transition to knowledge economics. Inter-
national Journal of Environmental and Science Educa-
tion. 2016. T. 11. N 11. P. 4690-4698.

4. Drucker P. Effective management. Econom-
ic tasks and optimal solutions. M .: Fair-Press. 1998. P.
126-132.

5. Belyaevsky 1.K. Marketing research: infor-
mation, analysis, forecast: textbook, manual. Moscow:
Finance and Statistics. 2014. 320 p.

6. Romanovskaya E.V., Garina E.P., An-
dryashina N.S., Kuznetsova, S.N., Artemyeva M.V.
Studying the Experience of Reengineering Business Pro-
cesses in the Practice of Domestic Enterprises: Problems
and Prospects of Application (2020) Lecture Notes in
Networks and Systems 73. P. 517-524.

7. Belyaevsky 1.K. Marketing in Commerce:
Tradition and Innovation. IDO Science. 2011. N 1. P.
88-91.

8. Loyalty programs: pros, cons, options. [Elec-
tronic resource].

9. Glushakova T. Measurements of customer
satisfaction and enterprise management. [Electronic re-
source].

10. How many stores of the largest Russian chain
Pyaterochka. [Electronic resource].

11. Deputatova E.Yu., llyashenko S.B. Service
quality and culture as factors shaping purchasing behav-
ior. Economy and entrepreneurship. 2017. N 2 part 2
(79-2). P. 1191-1196.

12. Kaznacheeva S.N., Bicheva 1.B. Assessment
of personnel labor as a condition for improving profes-
sional and production performance. Bulletin of Tver
State University. Series: Economics and Management.
2020. N 2 (50). P. 94-102.

13. Smirnova Z.V., Mukhina M.V., Katkova
0O.V., Gruzdeva M.L., Chernei O.T. Network Interac-
tion as a Factor of Professional Qualities' Development
of Service Workers (2020) Lecture Notes in Networks
and Systems, 87. P. 698-704.

14. Malushko E.Yu., Lizunkov V.G. The e-
education system as a tool to improve the competitive-
ness of a specialist in the digital economy. Bulletin of
Minin University. 2020. VVol. 8, N 2. P. 3.

15. Bicheva 1.B., Kaznacheeva S.N. The role
of the balanced scorecard in the management of the or-
ganization. Modern high technologies. Regional applica-
tion. 2020. N 4 (64). P. 14-21.

«CoBpeMeHHbIC HAYKOEMKHE TEXHOIOTHH. PernonanbHoe npunoxeHue» Ne2 (66) 2021


https://www.scopus.com/authid/detail.uri?origin=resultslist&authorId=56619359300&zone=
https://www.scopus.com/authid/detail.uri?origin=resultslist&authorId=57119695600&zone=
https://www.scopus.com/authid/detail.uri?origin=resultslist&authorId=57191257431&zone=
https://www.scopus.com/authid/detail.uri?origin=resultslist&authorId=57191257431&zone=
https://www.scopus.com/authid/detail.uri?origin=resultslist&authorId=57119183000&zone=
https://www.scopus.com/authid/detail.uri?origin=resultslist&authorId=57207910258&zone=
https://www.scopus.com/record/display.uri?eid=2-s2.0-85070558587&origin=resultslist&sort=plf-f&src=s&nlo=1&nlr=20&nls=afprfnm-t&affilName=minin&sid=2201d03ba02101838bb1e9a26c2ff370&sot=afnl&sdt=cl&cluster=scopubyr%2c%222020%22%2ct&sl=70&s=%28AF-ID%28%22Minin+Nizhny+Novgorod+State+Pedagogical+University%22+60095506%29%29&relpos=4&citeCnt=0&searchTerm=
https://www.scopus.com/record/display.uri?eid=2-s2.0-85070558587&origin=resultslist&sort=plf-f&src=s&nlo=1&nlr=20&nls=afprfnm-t&affilName=minin&sid=2201d03ba02101838bb1e9a26c2ff370&sot=afnl&sdt=cl&cluster=scopubyr%2c%222020%22%2ct&sl=70&s=%28AF-ID%28%22Minin+Nizhny+Novgorod+State+Pedagogical+University%22+60095506%29%29&relpos=4&citeCnt=0&searchTerm=
https://www.scopus.com/record/display.uri?eid=2-s2.0-85070558587&origin=resultslist&sort=plf-f&src=s&nlo=1&nlr=20&nls=afprfnm-t&affilName=minin&sid=2201d03ba02101838bb1e9a26c2ff370&sot=afnl&sdt=cl&cluster=scopubyr%2c%222020%22%2ct&sl=70&s=%28AF-ID%28%22Minin+Nizhny+Novgorod+State+Pedagogical+University%22+60095506%29%29&relpos=4&citeCnt=0&searchTerm=
https://www.scopus.com/record/display.uri?eid=2-s2.0-85070558587&origin=resultslist&sort=plf-f&src=s&nlo=1&nlr=20&nls=afprfnm-t&affilName=minin&sid=2201d03ba02101838bb1e9a26c2ff370&sot=afnl&sdt=cl&cluster=scopubyr%2c%222020%22%2ct&sl=70&s=%28AF-ID%28%22Minin+Nizhny+Novgorod+State+Pedagogical+University%22+60095506%29%29&relpos=4&citeCnt=0&searchTerm=
https://www.scopus.com/sourceid/21100901469?origin=resultslist
https://www.scopus.com/sourceid/21100901469?origin=resultslist
http://rt1-t.notifications.elsevier.com/r/?id=hb1529b7,81716c8,7adf263&p1=www.scopus.com/alert/results/record.uri?discoveryEventID=146f4772-8596-413c-8200-4408b9139195&ATP=scopusaffil&eid=2-s2.0-85072882785&origin=SingleRecordEmailAlert&dgcid=raven_sc_affil_ru_ru_email
http://rt1-t.notifications.elsevier.com/r/?id=hb1529b7,81716c8,7adf263&p1=www.scopus.com/alert/results/record.uri?discoveryEventID=146f4772-8596-413c-8200-4408b9139195&ATP=scopusaffil&eid=2-s2.0-85072882785&origin=SingleRecordEmailAlert&dgcid=raven_sc_affil_ru_ru_email
http://rt1-t.notifications.elsevier.com/r/?id=hb1529b7,81716c8,7adf263&p1=www.scopus.com/alert/results/record.uri?discoveryEventID=146f4772-8596-413c-8200-4408b9139195&ATP=scopusaffil&eid=2-s2.0-85072882785&origin=SingleRecordEmailAlert&dgcid=raven_sc_affil_ru_ru_email

