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Ilpeocmasnena memooono2us ucciedo8aHus KiueHmoopueHmuposaHHocmu oas obecneye-
HUsL NOMPeOUMeNbCKOl YEeHHOCMU YCIye PO3ZHUYHLIX mopeosvlx cemell. Q603HaueHbl uembvipe
960IOYUOHHBIX dMANA PA3GUMUS MEOPUU KIUEHMOOPUEHMUPOBAHHOCMU, Komopas — opmu-
pyvemcs ¢ XVIII eexa u no nacmoswee epema. Ha ocnose ananuza omeuecmeennvix u 3apy-
OEINCHBIX KOHYEeNnYull blOeIeHbl MPU 2PYNNbL OPUESHMAYUU. OPUCHMAYUSL HA PLIHOK, OPUCHINAYUS
Ha Kiuewma u OauU30Ccmb K KIUeHMY. YCMamoeieHo, umo KiueHmoOpUESHMUPOSAHHOCMb 6/~
emcs 8aANCHbIM UHCIPYMEHIMOM YEHHOCMHO20 PA3BUMUSL YClye MOp208iu, mMaK KaK no380aiem
paspabamviéams YHUKAAbHOE NPedNiodceHue 0l nompedbumenel, SblCmpausams COOMEemcHi-
gylowue OU3HeC-NPOYeccbl Mop2oBoU YCayeu U pazpabamvléams OpPeaHU3AYUOHHYIO KYIbMYpy
mop2osoli opeanuzayuu. Bvidenenvl 0CHOBHblE YPOBHU KIUECHMOOPUCHMUPOBAHHOCIU.: UHOUBU-
0y aibHblL YPOBEHb - HA YPOBHE COMPYOHUKA, OP2AHU3AYUOHHDIL YPOBEHb — KIUEHMOOPUEHMUPO-
BAHHOCMb OPEAHUZAYUU, MENCHUPMEHHBIN YPOBEHb — KIUCHMOOPUCHMUPOBAHHOCHIL YEHOUKU
co30anusi yeHHocmu. Bulasnenvt 3KoHOMUYecKUe U COYUAbHbIE YEHHOCU MOP208Ol YCiyeu,
OpUEHMUPOBAHHbIE HA NOompebumenel u AGIAOWUECT UHOUKAMOPAMU PA3GUMUSL MOP2O8bIX

yeaye.
Kanuososcaxo: nazapusu 6a mywmapii MymoOuxKyHi, Mapxuiaxou maxaesyiomi, camxxou

acocuu 6a mywmapia MymooOuKKyHi, pyuou ap3uuiuio Mmamoroni, XuzMamxou umadakaxou
casoou YaxKama

Memoodonoeusu maokuku 6a mywmapi MymoOuKKyHi 06a Makcaou mavMuHu ap3utiu
UCTNEDMONUU  XUBMAMXOU WAOAKAX0U cas0ou YaKaHa newnuxoo eapoudaacm. Yaxop
Mapxuiau maxageysiu Hazapusau o6a mywmapi Mymoouxkyui, xu az acpu XVIII mo umpys
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mawakkyn épmaacm, mascug wyoaacm. Jap acocu maxaunu KOHCENCUAX0U BaAMAHUI
Xopuyil ce 2ypyxu mamowixo yyoo Kapoa wyoaand: mamoion 6a 6030p, mamoion oa
mMywimapii, Ha3ouxi oa mywmapi. Myaiisn kapoa wiyoaacm, Ku 6a Mywmapia MymoOuKkKyHii
0NaMU MYXUMMU PYUWOU AP3UUUU XUSMAMPACOHUU €AB00 Oa Xucob mepasad, 3epo oH bOa
maxusau  NewHUXx00u 6apou UCMebMOJIKYHAHOA HOOUp 6a pox MOHOAHU OU3HeC-pasaHoxou
0ax100pu XUMamxou casoo 6a KOpKapou Gapxaneu MauikKuauu MauikKuiomxou cag0o umMKo-
Husm meoduxao. Camxxou acocuu 6a Mywmapi MymoOuKKyHI MYyKappap Kapoa utyodauo:
camxu UHQUPOOU Oap camxu KOPMAHO, CAmMXu MAWKUIL — oa Mywmapi MymooOuKkKyHuu
mawkuiom, camxu oatiHugupmasii — 6a mywmapii MYmoOuKKyHil 3anHyupau 6a 8yyyo
osapoanu apsuid. Ap3uuxou uKmucoOi 6a UYMUMOUU Xusmamxou cagoo, Ku 6a ucmevMoJiKy-
HAHOA20H HU2ApoOHUOa Wyoaano 6d UHOUKAMOPXOU PYULOU  XUSMAMXO0U CABOO MeOOUIAHO,
OWIKOP Kapoa utyoaano.

Key words: theory of client-orientation, evolutionary stages, basic levels of client-orientation,
development, services of retail trade networks

The article dwells on the methodology of client-orientation research for a provision of the
services of consumers' value in the sphere of retail trade networks. There are designated four
evolutionary stages of client-orientation theory development which has been forming since the
XVIII-th century. Proceeding from the analysis of foreign and home conceptions, the author
singles out three groups of orientations: those ones beset with market and client and an
orientation inclined for being near to a client. It is established that client orientation is an
important instrument for a valuable development of trade services as it affords to work out
unique proposals for a consumer, elaborate corresponding business-processes related to trade
services and organizational culture of a trade outfit. There are singled out the basic levels of
client-orientation. individual level - that one for one's own officers, organizational level - client-
orientation on the part of organization, interproprietary level - client-orientation on the part of
the chain concerned with creation of values. The author elicits economic and social values of
trade services oriented on a consumer being indicators of trade services development.

HoBoil TeHneHuueldd B TMOBBIIIEHHH LEHHOCTH TOPIOBBIX YCIYT SBJSETCS KIUEHTO-
opueHTHpOoBaHHas cTparterus. Co3mgaHne CHCTEMBI cepBHUCa, yA00CTB U NepCOHU(PUIIMPOBAHHBIX
OTHOILIEHUH SBJISIETCSA OCHOBOW KIIMEHTOOPUEHTUPOBAHHOIO MOAX0/1a K YIPABICHUIO TOPTOBBIMU
opranuzanusMu. KIimeHTOOpUeHTHPOBAHHOCTh KaK (haKTOp pa3BUTHS MOTPEOUTENBCKON IIEHHOC-
TH ToquepKkuBaeTcs B Tpynax P. Bommaka: «...kpymHas KOMITaHUsI JOJDKHA CTPEMHUTHCS OBITH
KIINEHTOOPUEHTUPOBAHHOW, BUPTYaJlbHOW W HAIICJICHHOM Ha YJIOBJIETBOPEHHWE HaMEPEHUM
notpeburenst (OymyImuX MOTPeOHOCTEH), TO €CTh aKTHBHO CO3/1aBaTh MOTCHIUAIBHBIN CIIPOC,
VOpaBIsATh WM H BeCTH MoOTpedurenss 3a coOoi. i 3Toro HeEoOXOaMMO  BHEIPATH
KIIMEHTOOPHUEHTHPOBAHHbIE OU3HEC-MOJIENH, «TA€ CBOOOHBIE OT M3JIUIIKOB IPOIYKTHl H KaHAJIBI
pacrpelieNieHds HHTETPUPYIOT M TECHO B3aUMOAEHCTBYIOT € KIIIOUYEBBIMU II€HHOCTSAMHU
oTpeduTeNneii»; BHEAPATH OM3HEC-MOJIENH, yIOBICTBOPSIONINE HaMepeHns moTpeduTers» [1].

l'unore3oi nccnaenoBaHus SIBISIETCS TO, YTO KIMEHTOOPUEHTUPOBAHHOCTH SIBISIETCS OCHOB-
HBbIM 3JIEMEHTOM (DOPMHUPOBAHUS MOTPEOUTEIBCKOW IEHHOCTU YCIYT'HM PO3HHYHON TOPTOBOU
CEeTH, TaK KaK MePCOHUDUITMPOBAHHBIN TOIXO/ TO3BOJSIET YACPKUBATH JIOSUTLHBIX MOKYIIATENCH,
a TIpe/NIo’KEHUE 0 HOBBIM 3aIlpocaM — MPUBJICKaTh HOBBIX M HEJNOSIIBHBIX MTOTPEOUTENEH.
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CyTh KJIMEHTOOPHEHTHPOBAaHHOIO MOAXOJAa B COBPEMEHHOM  acCIeKTe: IpOAaBaTh Kak
MOKHO OOJbIlle TOBapoOB M B IMOJHOM Mepe MNpPEdOCTaBIATH MOTPEOUTENBCKYIO LIEHHOCTb
TOPTOBOM YCIyI'M OJHOMY IIOKYIAaTeN0, B OTIMYUE OT MPEABIAYIIUX IIOJIXOA0B, KOIZa OIUH
OpaHI OBIIO HEOOXOAMMO MPOAATh KaK MOXKHO OoJjbllieMy YHCTy mokynarened. Cucrema
KJIMCHTOOPUEHTUPOBAHHOIO TIOAXOJa BKJIIOYAET KOMIUIEKC WHCTPYMEHTOB, HAallpaBJICHHBIX Ha
YAEp)KaHUE JIOSUIbHBIX IIOKyIaTeled 3a CUeT YIOBIETBOPEHHS HX 3alPOCOB COBOKYITHOM
MOTPEOUTENBCKOM LEHHOCTBIO TOProBOH YCIyTH, (OPMHPOBAaHHE MOJOKHUTEIHLHOTO TOTpeOU-
TEJIBCKOTO OIbITA U BRICTPAUBAaHKE C HUMU JOJITOBPEMEHHBIX OTHOIICHMI [2, 3, 4, 5].

JlocTrKeHne KIMEHTOOPUEHTUPOBAHHOCTH BaXKHO YUUTHIBATh IPHU (HOPMHUPOBAHUH LIEOUYKH
MOTPEOUTENbCKOM IIECHHOCTH, OPraHU3alul KOMMYHHKAIUH C IOTPEOUTENIIMU U KOHTPareHTaMu
LeTH.

B KOHTEKcTe HACTOAIIErO MCCIENOBAaHUS IO KIMEHTOOPHUEHTUPOBAHHOCTHIO MOHUMAETCS
KOMIIJIEKC HHCTPYMEHTOB, 00€CIIEYUBAIOIINX CO3/1aHHE COBOKYITHON IOTPEONUTENBCKON IIEGHHOCTH
JUIA KJIMEHTa TOCPEICTBOM BBICOKOTO YPOBHS BOCIPHATHA IEHHOCTH U JOJTOBPEMEHHBIX
OTHOLIEHUI C PO3HUYHON TOPrOBOU CETBIO.

PaccMoTpuM reHe3uc M B3aUMOCBSI3b KJIMEHTOOPHEHTHPOBAHHOCTH B CHUCTEME Pa3BUTHS
NOTPEOHUTENLCKOW IIEHHOCTH YCIYT PO3HUYHBIX TOPTOBBIX ceTedl. Pa3zBuTHe KiMeHTOOpHEH-
THUPOBAHHOI'O TIOAXOJa BKIIIOYAaET HECKOJIBKO 3TanoB, Kak 310 obo3HaueHo O.B. Ukanosoii, B.B.
Jlyunesbm [6], M.B. Edpemoroii.

[Tepmerii mepuon - XVII-XIX BB. - mpemycMaTpuBal B3aUMOICHCTBHE MOTpeOHUTENCH H
MIPOJABIIOB B POJHM PEMECICHHUKOB, JaBOYHUKOB. CIpoC U MpeioKeHne ObLITH ypaBHOBEIIIEHBI,
TaK KaK PEMECIICHHHKH W3TOTaBIUBAIM M PEATM30BBIBAJIM TOBApP CaMOCTOSTENbHO. OpHUEHTHD
ObUl Ha KJIMEHTa W €ro IIOJIHOE YJIOBIETBOPEHHE IOTPEOMTENbCKON LEHHOCTBIO, TaK Kak
paboTanu noJ 3aKa3 NoTpeOHOCTEN KIMEHTa.

Bropoii mepuon - Hawamo-cepenuHa XX B. OCHOBHBIM acHEeKTOM KIHMEHTOOPHUEHTH-
POBaHHOCTH OBLIO MpenocTaBieHHE Oojiee HOCTYHHBIX LIEH MOCPEACTBOM MPHUMEHEHHUS HOBBIX,
COBpPEMEHHBIX TEXHOJIOTHI OpraHU3aIli MacCOBOTO MPOU3BOACTBA. AKTYalbHOCTH MEpCOHUDHU-
LMPOBAaHHBIX MPOAAXK B TOT MEPHUOJA CHHU3WIACh. [IpuMeHsIca TUPEKT-MapKETHHT, SBJISABIIANCS
pooOpa3oM KIMEHTOOPHEHTHPOBAHHOTO Moaxoaa. OCHOBHBIM MHCTPYMEHTOM SIBJISUIAch ICHA.
[IpuHuMas BO BHUMaHUE, YTO HEHHOCTh (POPMHUPYETCS Yepe3 COOTHOILIECHHE YAOBIETBOPEHHOCTH
U 3aTpaT MoTpeduTeneil, Ha TaHHOM 3Tare MUHUMM3AIMS 3aTpaT noTpeOuTens OblIa OCHOBHBIM
KJIMCHTOOPUEHTUPOBAHHBIM 3aripocoM. Tpertuii atan - koHen XX B. C mpuxomoM 3apyOeKHBIX
pUTEMIIEpOB W TPOU3BOJUTENICH MNPOUCXOAUT YCKOPEHHBIH MEPeX0j]] POCCUHUCKUX TOPrOBBIX
OpraHu3alvii K KINEeHTOOPHEHTHPOBAHHOMY TOAXOMYy: NPHMEHEHHE MepUYeHIa3NHTOBBIX
TEXHOJOruH, opraHuzauus d3(Q(EKTUBHOrO pachpeleleHuss TOProBOTO  MPOCTPAHCTBA,
BHYTPEHHSSl peKjiaMa, BBIKJIaJKa TOBapoB. KIMEHTOOPHMEHTHPOBAHHOCTH peajM3yeTcs depes
IpSIMOM KOHTAakT ¢ mnorpebureneM. OCHOBHOM IIEHHOCTBIO YCIYTHM TOPIOBOM CETH SIBIISETCS
MOBBIILICHHE Ka4ecTBa 00CITy)KUBaHHUS, BHICTPAMBAHUE KOMMYHHUKAIUHU C TOTPEOUTEISIMHU.

UYetBepTsiit oTan — XXI B. — KIMEHTOOPHUEHTUPOBAHHOCTE B CETEBOM (popmare Ha Mex(pup-
MEHHOM YPOBHE, B TOM 4HCJI€ - Ha YPOBHE nepcoHana. Kak cucrema BBOIUTCA MPEANPOAAKHBII
W TPOJAXKHBIA cepBUC, O0pabOTKa IJMYHBIX JAHHBIX KIHEHTOB, Mepexon K MepcoHupu-
LMPOBAaHHOMY KJIMEHTCKOMY MoAxoay. Bee 3T 3ampocs! mpeaonpeneauiy pa3sBUTHE LIEHHOCTHO-
OPHEHTHPOBAHHOIO IOAX0a K MPEIOCTaBIECHUIO TOProBoi yciayru. dopmupoBaHue COBOKYIHOM
MOTPEOUTENBCKOM IIECHHOCTH POUCXOANUT HAUYWHAS C CETbX03TOBAPOIPON3BOIUTENS U 3aBepIIast
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KOHEYHBIM MTOTPEOUTEICM.

OnucaHre METOMOJNIOTHH KIMEHTOOPHEHTUPOBAHHOCTH BIIEPBBIC CTaJO TIOSBISATHCS B
Hay4dHbIX TpyAax BO BTopod mnojoBuHe XX B. Kareropus «KIHEHTOOPUEHTHPOBAHHOCTDHY
MepBOHAYANLHO paccMaTpUBAIaCh HA MHUKPOYPOBHE U TO3UIIMOHMPOBANIACH C TOYKU 3PCHUS
«OpHEHTAIlNH Ha PBIHOK» TakuMH yueHbIMH, kak P. Drucker, A. Kohli, T. Levitt, J. Narver, S.
Slater, B. Jaworski. B cBoux tpymax P. Drucker ompenemmi, 9To TOJBKO B MapKETHHTE IICH-
HOCTb OCHOBBIBAJIAaCh Ha YJIOBJICTBOPCHUH 3alPOCOB MOTPEOUTENCH HEOOXOAMMBIMH TOBapaMu ¢
COOTBETCTBYIOIIMMH TOTPEOUTEIILCKUMU CBOMCTBAMHU.

Konnenuus pwHounoit opueHTammu A. Kohli m B. Jaworski [7] (MARKOR) nawana
dhopmupoBaThcs B Hadasie 90-X ro0B MPOIIIOTO BeKa, ¢ KIUEHT paccCMaTpHUBAICS KaK HCTOY-
HUK MPHUOBLTN OpraHU3aliy, TO3TOMY PHIHOYHBIC HH()OPMAIMOHHBIC TOTOKU O MOTPEOUTEBCKON
LIEHHOCTU IOJDKHBI MCXOJUTh HE TONBKO OT OTJella MapKeTWHTa, HO M OT JIOOro Ipyroro
ToApa3aeicHUus] opraHu3anuyd. HemocTtaTouHO MOIYYHUTh WHGOPMAIMIO O 3ammpocax KIHWCHTOB,
BXHO YJOBICTBOPUTH HX TOTPEOHOCTH JydIlle IO CPaBHEHUIO C KOHKypeHTamu. Mx
SMIUPUYECKIE MUCCIICOBAHUS TIOKA3aJIM, YTO KIMEHTOOPUCHTHPOBAHHBIC COTPYIHUKU HE OYyIyT
COBEPIIATh HETAaTUBHBIX MEHCTBUH B pa3pe3e CTpaTeTud MPEANPHUITHS, a OYIyT OPUCHTHPOBAHBI
Ha COBEpIICHHWE CJEJIOK, Ha YJOBJIICTBOPEHUE MOTPEOUTENBCKON IIEHHOCTH, YTO ITO3BOJIHT
OpraHM3allMU TOJyYUTh NpUObUTE. ClieAyeT OTMETUTh, YTO OpPUCHTANMS Ha KJIMEHTA
paccMaTpuBaliach C pa3HBIX MO3UIUH.

Taoauya 1. Ob6061Wenue KTUeHMOOPUEHMUPOBAHHO20 N00X00d nO mpem spynnam opuenmayuu [8].

Opuenranus Yuenbie

Conep:xanue

Knuentoopuentupo-

BAaHHBIC IPOaa>Xu

Weitz, Saxe

OpueHTanms Ha MOTPEOUTENS TIOCPEACTBOM
OpTaHM3aIXU TOMOIIY TP MPOaKax

OpueHtauus Ha
PBIHOK

Shapiro, Kohli,
Jaworski, Narver,
Slater Deshpande,
Farley

OpraHu3anoHHast KyJIbTypa KOMIIAaHUH,
MOCTPOCHHAsI HA TOCTOSIHHOM cOOpe PHIHOYHOMN
WHPOPMAIUH M0 TEKYLIUM H OyAyIIUM
NOTPeOHOCTAM KIMEHTOB

OpueHTanus Ha
KITEHTA

Narver, Slater,
Jlam6Gen, Hennig-
Thurau T.,
Deshpande et al.

KineHT siBnsieTcss OCHOBHBIM IIPUOPHUTETOM 10
CPaBHEHUIO C IPYTUMH CTCHKXOJIEPaMH, TaK KaK
o0ecrieunBaeT MpUOBUTEHOCTH KOMIIAHUH B
JOJITOCPOYHOM TIEPUOIE

bau3ocTh K KIUEeHTy

Peters, Waterman

AXTHBHOE B3aUMOJICCTBHE C KIIMEHTAMU C IIENIBIO
obecrieueHUs] HEOOXOIUMBIM CEPBHCOM H
Ka4eCTBOM, a TAKXKe aJlalTallly MPOAYKIUH IO
HYKABI U TpeOOBaHUS MOTPEOUTETEH.

[To BBIZEIEHHBIM MTOAX0AAM K KJIMEHTOOPHUEHTHUPOBAHHOCTH, clielaHHbIM A.l". POXKOBEIM U
rpynmnoi yu€Hslx Humkeropoackoro rocyHHBEPCUTETa, MOXKHO OINPEACIUTh OOIIUE XapaKTepHUC-
TUKA N7 KOMIIAHWM, KOTOphIE OPHUEHTHPOBAHBI HAa PHIHOK M KiueHTa. KIMeHT sBisercs
OCHOBHBIM MCTOYHHKOM JJIsl Pa3pabOTKH COCTABIISIFOIINX MOTPEOUTENBCKON IEHHOCTH TOPTrOBOH
YCIIyTH, CTPATETMYECKMX W TAKTUYECKUX pelleHHi kommanuu. Ha ocHOBe ero morpeOHOCTEH
pa3pabaThIBalOTCS HOBBIE TPOAYKTHI M YCIYTH, MPEIOCTABISIOTCS HEOOXOIMMBINH CEpBUC U
JOTIOJTHUTENIbHBIE YCIYTH. B 1iemomM HeoOXOoauMo KOHCTaTHpPOBATh, 4TO (HhOPMHUpPYETCS OpraHH-
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3allMOHHAS KyJIbTypa KOMIIAHWM, KOTOpas HAMpaBisieT YCHUJIMsS BCEX CTPYKTYPHBIX TMOJpa3-
JIeJICHUI Ha IIEHHOCTHBIE 3aIIPOCHI TOTPeOuTENeH.

B pamkax [EeHHOCTHOTO MOAXOJa KIMEHTOOPHEHTHPOBAHHOCTH ITO3BOJISIET MaKCHMHU3H-
poBaTh IIEHHOCTh [UJISI TOTPEOUTENEH, CHIDKAas TpPaH3aKIUOHHBIE M3JCPKKH 3a CUET
COTPYOHHYECTBA W B3aMMOJACWUCTBUSA C KIWEHTaMH. VIMEHHO KIMEHTOOPHEHTHUPOBAHHOCTH
MTO3BOJISIET CO3/1aBaTh YHUKAJIbHBIE TIPENMYIIECTBA MIOCPEIACTBOM Pa3pabOTKU Al moTpeduTenei
MPEAIOKCHHM, 0O0Jleeé MHTEPECHBIX [0 CPaBHCHHIO C KOHKYpPEHTaMH. BBICOKHIT YpOBEHB
LIEHHOCTU OYJeT BBIPAKATHCS B YHUKAIBHBIX MPOAYKTAaX WIM yCIyraX, a caMoe TJaBHOC - B
pamMKax  B3aWMOJCWCTBUS  OPHEHTHPOBAaHHBIX Ha  TOTpeOuTenell  OM3HEC-TPOIEeCcCOB,
YIPaBICHUYECKUX PEIICHUI U OpraHu3allMOHHON KyJIbTYphl TOPTOBOM OpraHU3alliH.

CoBpeMeHHBIC TPEHABI MOTPEOUTEIBCKOTO PBIHKA pACIIUPSIOT  BO3MOXHOCTH IS
notpedureneid Omaromapsi JOTOTHHUTEIBHBIM CEPBUCHBIM COCTABIIIONUM B paMKaxX yCIyT
pO3HUYHBIX TOProBbix cereid. I[loatomy mnpaBomepHo mHeHue ®. Kotiepa, uTo opueHTaIus
JIOJDKHA OBITH HE TOJIBKO HA MOTPEOHOCTH KIMEHTOB, HO M HA JIOMOJIHUTEIHHBIC XapaKTEPUCTHKY:
«...TIPEYCIIEBAIONINE KOMITAHWU TMOBBIIIAIOT IICHHOCTh CBOCW KIIMEHTCKOW 0asbl, orepexas
MIPOYHX 0 YMEHBIICHUIO IO MAJIONPUOBIIHHBIX KIIMEHTOB, YBEIHUEHHUIO TPOAOIKATEIEHOCTH
B3aMMOJICHCTBUS C KaXXIIBIM KIIMECHTOM, IIPEBPAIICHUIO MAIONMPUOBUTBHBIX KJIMEHTOB B BBITOTHBIX
- mu00 OTKa3a OT HUX U KOHIICHTPAIIMY BHUMAaHMSI Ha BRICOKOIICHHBIX KIMEHTax» [9].

B HacTosmmem wmccnenoBaHUN KIMEHTOOPHEHTHPOBAHHOCTh Kak (DaKTop MOTpPeOUTEINbCKOMH
LIEHHOCTH PAacCMaTpPUBAETCS C TPEX MO3UIHMHA: TMOTPEOUTENs W IMepcoHaia, MEX(QHUPMEHHOTO
B3aMMOJICHCTBUS, KOTOPHIE CO3MAlOT 0O0Jiee BHICOKUN YPOBEHH PAa3BUTHS YCIyT PO3HUYHBIX
TOPTrOBBIX CeTel, oOecredynBas COBOKYITHYIO IIEHHOCTH IETIOYKH CO3JaHUs MOTPEOUTENhCKON
IIeHHOCTH. ['pajarus Ha TpHu ypOBHS mpociiexuBaercs B psane pador O.B. Kiemneroii [10], A.T.
Poxxosa, B.A. Pe6szunoit, M.M. CmupnoBoii [11] u npyrux, npeacTaBieHHbIX B Tabnuie 2.

Tabauya 2 - Yposnu knuenmoopueHmuposanHocmu

YpoBuu O0beKThI ABTOpBI, KOTOPbIE HCCJIeT0BATH
KJIMEHTOOPHEHTHPOBAHHOCTD
WupuBunyans- Kmuenroopuentupoanno | P. Cakc (R. Saxe), B.A. Vaifr | Anensko, A.A.
HBIA YPOBEHB CTh COTPYJHHKA (B.A. Weitz) Kocransu, H.H.
Opranu3anuos- Knuenroopuentupoano | A. K. Koymu (A.K. Kohli), ®.5. | Ilonos, B.A.
HBIA YPOBEHB CTh OpTaHM3aINH, Vaberep wmmammmii  (F.E., Jr. | Pebssuna, AT
JeTmapTaMeHTa WiIH Webster), Ix. 10. ®apau (J.U. | Poxkos, M.M.
MoJpa3ieeHust Farley), B.II. Hlammpo (B.P. | CmupHosa, O.A.
Shapiro), b. Ix. SBopcku (B.J. | Tperssax, M.H.
Jaworski) Narver, S. Slater, [TaBpoBcKas,
VpoBeHb Knuentoopuentuposanno | K.I'. Ipronept (K.G. Grunert), K. | M.IO.
MEX(QUPMEHHOTO | CTh KOHTPAreHTa B Mopmar  (C. Moorman), A. | lepewesa, O.1.
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B KoHTeKcTe HACTOSIIErO UCCIIEeIOBAaHNUS B paMKax IICHHOCTHO-OPHEHTUPOBAHHOTO ITOIX0/a
IO KIMEHTOOPHEHTHPOBAHHOCTBHIO TIOTPEOUTENEHl MOHWMAEeTCs KOMIDIEKC HWHCTPYMEHTOB,
o0ecrevnBaroINX CO3JJaHNE COBOKYITHOW MOTPEOUTENBCKOM IIEHHOCTH ISl KJIMEHTA TOCPEICT-
BOM MOJIOKHUTEIBHOTO MOTPEOUTEIHCKOTO OIMBITA M JOJITOBPEMEHHBIX OTHOLICHHMU, (OpMHUpYE-
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MBIX TIOJ] BIHUSHUEM 3(PPEKTUBHONW CHUCTEMbl MEHE)KMEHTa M KayecTBa OpPraHM3allMH yCIyT
PO3HUYHOU TOProOBOM CETH.

B caenyromux mncciaenoBanusx J. Narver, S. Slater [12] oOpammaroT BHUMaHHE HAa TTOCTOSH-
HBIX TMOKYIIATeJIeH, YIOBIIETBOPEHUE MX MOTPEOHOCTEH Yepe3 MOJIHOC BOBJCUYCHUE KIUCHTOB B
LIEMOYKY CO3/IaHUs [IEHHOCTH MPOJYKTa C yUYETOM MOTPeOHOCTEH HE TOJIBKO MOKyTaTesei, HO U
BCEX YICHOB KaHaJla TOBAPOABIDKEHIS HITH IIETIOUKH CO3[aHMs MMOTpeOnTenscKoi nenHoctu [13].
ABTOpBI OTpeNesIIOT MapKETUHIOBYIO KOHIEMNIMIO KaK CHenu(pUYecKyro OpraHH3aliOHHYIO
KYJbTYPY, COCTOSIIYIO U3 COBOKYITHOCTH HOPM M LIEHHOCTEH, B KOTOPOW KIUEHT CTABUTCH BO
[JIaBy AESTEIbHOCTH OpTaHW3alii. JTa BaKHAs COCTABISIONIAs IIEHHA B pa3pe3e PO3ZHUYHOU
TOPTOBOM CETH, TaK KaK KOHTPAreHTHl B3aMMOEHCTBHA, B TOM YHCIE TOTPEOUTENH, COBMECTHO
CO3/Ial0T COBOKYITHYIO OTPEOUTENBCKYIO IIeHHOCTh. B mccnenoBanmsx J. Narver, S. Slater [14]
MIpEJICTaBIeHa B3aHMOCBSI3b PHIHOYHOW OpHUEHTANNY U MHHOBAIIMOHHOW aKTHBHOCTH OpTraHH3a-
LWH, TTOararoiuX, YTO, UCCIEAys MOTPEOHOCTH PBIHKA, OPraHMU3anrs MOOWIBHO pearupyer Ha
3aIpoChl U BCTPAanBAa€T MHHOBAIITMOHHBLIC PEIICHUA B CBOIO ACATCIIBHOCTD.

Kak mpeumymectBo konnennud Ramani, Kumar [15] npuMeHHUTENsHO K TOProBOMY
CEeKTOpY BaXHO 0003HAYWThH, YTO OHH TOJYEPKHUBAIOT BOBJIEUEHHOCTH B HEro MOTpeOuTelNeH,
paccMaTpuBaAlOT KOJHMYCCTBCHHYIO OILICHKY M3MCPCHUA KJIIMEHTCKON CTOMMOCTH. HeI[OCTaTO‘IHO
pa3pabOTaHHBIM MOMEHTOM SIBJIICTCS TO, YTO B KOHIICMIIMM HE YYTECHA POJb MEPCOHANA IS
TOPTOBOH YCIIyTH — BayKHAsl COCTABIIAIONIAs KOHTEHTa B3aUMOJICHCTBUS C MTOTPEOUTEIEM.

BrimenuM KoHIENTYaTbHYIO MOJENbh PHIHOYHON opueHTannu kommnanuu O.K. Oitaep [16],
OCHOBaHHYIO Ha OIICHKE BJIMSHUS Ha Pe3yJbTaThl B OU3HECE, pa3pabOTaHHYIO ¢ MPUMEHEHUEM
KJIIMEHTOOPUEHTUPOBAHHON KoHUenuuu [17]. DTa coBpeMeHHass MOJeib MOJIE3HA ISl PO3HHUY-
HOTO CEKTOpa 3KOHOMHKH TEM, YTO B HEH NPHUCYTCTBYET KOPPENSIUS MEXIy pacxogamMu U
PE3YIbTaTUBHOCTHIO, T.C. HOTpe6I/ITeJ'II)CKa$I ICHHOCTH IMO3BOJIMT CILJIAHUPOBATH HpI/I6BIJH> JIIsL
SKOHOMHUYECKOTO CyOBheKTa XO3siiicTBOBaHM. JlaHHBIN moaxoj npuMmeHsercs U B tpynax O.B.
YkamoBol Kak «...CIIOCOOHOCTh OpTaHM3alM{ H3BJICKATh JOTOJIHHUTEIBHYIO MPUOBUIH 332 CUET
rirybokoro nmoHuMaHusi U dQQEKTUBHOTO YJIOBJICTBOPEHHS MOTPEOHOCTEH MOKYIMaTeNeH, TakKe
KIIMEHTOOPUCHTHPOBAHHOCTD SIBISCTCS WHCTPYMEHTOM (DOPMHUPOBAHUS JIOSUTLHBIX MMOKYIIATEICH.
Taxke ypoBeHb KIMEHTOOPHEHTHPOBAHHOCTH OTPa)KaeT BHIOOP MPEANPUHUMATEICH MEXITy
CHUIOMUHYTHBIMH U TOJITOCPOYHBIMH mensMm» [18].

Takum 0Opa3omM, B caMOM OOIIIEM CMEICIIE KIHEHTOOPHUEHTHPOBAHHOCTH - «...3TO Xapak-
TepHucTUKa camoro om3Heca. OHa OTpakaeT MECTO MHTEPECOB KIMEHTa B CHCTEME IMPUOPUTETOB
pykoBojacTBa UM cobcTBeHHHKOBY» [19]. Kak ormeuaer A.I'. POXKOB, «KIIMEHTOOPHEHTHUPOBAH-
HOCTb - 3TO CTpaTerus MpeanpUATHsi, HallpaBJlIeHHas Ha y4eT U yAOBJIETBOpPEHHE MOTpeOHOCTEeM
KJIMeHTa ¥ (OPMUPOBAHUE MaKCHUMalIbHO KOM(OPTHBIX OTHOIICHWH ¢ HUM. llens: obecreunTthb
JONTOCPOYHOE TpodeccnoHanbHOe B3auMojercTBue» [19], KOoTopoe IMO3BONSET BHICTPAMBATH
B3aMIMOOTHOIIIEHUS] POSHUYHBIX TOPTOBBIX CeTel M KIMEHTOB Ha JIOJTOCPOYHON OCHOBE, pa3pa-
0aThIBaTh COOTBETCTBYIOIME MPOTPAMMBI JIOSUIBHOCTH, (OpPMHPOBATh MeEK(QUPMEHHBIC
KOMMYHHKAIIMHA BHYTPU CaMO# CeTH.

[Ipu oM cormmacumest ¢ nozurueit C.B. Jlocesa, 4TO «...KIIMEHTOOPHUECHTUPOBAHHOCTE - 3TO
YCHJIHSI KOMITAHUH TI0 M3YUYEHUI0 MOTPEeOHOCTEN OTpeOuTeNel, CO3IaHUI0 IICHHOCTH JIJIST HUX U
PA3BUTHUIO HABBIKOB MPEIyrajblBaTh HOBBIC MOTPEOUTEIBCKUE MPOOJIEMB», HO ISl PO3HUYHBIX
TOPTOBBIX CETEM Ba)XHOW COCTABIISIIOLIEH SIBISIETCA OpPUEHTAIMSI U Ha TEPCOHAN, KOTOPBIN
(hopMUpPYET Ka4eCTBO TOPrOBOT0 OOCITY)KMBAHUS, PEANU3YET BBITOJHEHUE CTAHAAPTOB CUCTEMBI
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MeHekMeHTa kadecTBa [20].

JlosAmpHOCTE KIIMEHTOB OIIEHWBAETCS YEpe3 WX YIOBJIETBOPEHHOCTh MOTPEOUTENbCKOMH
LIEHHOCTBIO YCIyT C TIOMOINBIO CIIEITHAIBHBIX MPOTPaMM JIOSUIBHOCTH, TIO3BOJISIOMIMX TOJB30-
BaThbCA yCIyraMH TOPTOBOH CETH Ha MAaKCHMAJIbHO BBITOJHBIX YCIOBHSX, JOMOJHUTEIHHO
MOTHBHPYS TOCTOSHHBIX TOKyMaTeleld K COTPYIHHYECTBY M K (OPMHUPOBAHHIO COBMECTHOU
MTOTPEOUTETHCKON IIEHHOCTH. BTOPOH COCTaBHOW YACTBHIO SIBISIIOTCS W3ICPYKKH MOTPEOUTEIICH.
Ecau xmueHT OpHEeHTHpYETCsl He TOJNBKO Ha IIEHY M CBOM 3aTPaThl, TO BAXKHOH COCTaBIIAIONICH
SIBJISIETCSI  DMOILIMOHAJBHAS JIOSUIBHOCTH IOKYIATENeH uepe3 YIOBJIETBOPEHHOCTh HMHIKEM
OpeHma, OOIECTBEHHONH aKTUBHOCTBIO, KOPIOPATHBHON CONHMAIbHONH OTBETCTBEHHOCTHIO.
VMeHHO NOSUTEHBIE KIIMEHTHI MO3BOJIIOT YBEIMYWBATH CPEOHHUHM HYeK, 00ECIeYnBaTh ITOJIO0XKH-
TENBHYIO PEIyTalHI0, SBISIOTCS 3(PQPEKTUBHBIM IJIEMEHTOM «capadaHHOTO Pajanuoy, MOTSHIIH-
ANBHBIMH MTOTPEOUTEISIMA HOBBIX YCIIYT U TOBapoB [21].

Hons coBpemenHoro pureiiia B Poccun yxe mocturna 61%. Oxumaercs, uto k 2021 romy
OHa TOBBICUTCH A0 79 % u mpubnmusut Poccrio K eBpONeiicKUM TMoOKas3aTensiM. beIcTphIMU
TEMIIAMH PACTET YUCIIO MOKYIAaTeeld COOCTBEHHBIX TOProBhIX Mapok cereil. Ceituac nons CTM
cocraBisieT Bcero 5 % ot peraka FMCG, HO meHeTparusl (KOIWYecTBO MOKyNaTesNeil) mpu 3ToM
mocturaetT 96 %. KadecTBOM TpOIYKTOB YAOBIETBOPEHA IMOYTH IMOJOBHHA TOKYIATeNeH, HO
oonpmie Bcero B CTM mnorpeOutens mpuBiieKaeT HU3Kas IeHa. HaOnromaercs pocT moiu
po(heCCHOHANBHBIX «OXOTHHUKOB 3a CKHAKaMu» —cherry pickers mokymareneli, kop3uHa
KOTOpBIX Ooinee yem Ha 50 % COCTOMT M3 TOBAPOB MO CKUIOYHBIM MPEINIOKEHUSAM. 3a IIATh JIET
no7s roburenel mpomo Beipocia ¢ 3 % 10 16 %, a Konu4ecTBO He HSKOHOMSIIMX MOTpeduTenen
CHHU3WJIOCH B J1Ba pa3a [22]. DTa CTaTUCTHKA CBUIETENBCTBYET O CHCTEMHON paboTe C JOSITbHBIMU
nokymarensiMu. CTM mo3BossieT IprUBIEKaTh HOBBIX KIIMEHTOB 3a CYET MUHUMHU3AIIUHN U3JEPKEK
U Ka4eCTBEHHBIX MOTPEOUTEIHCKUX XaPaKTEPUCTHK MPOIYKITUU U YCIYT.

BaxxHO OTMETHTB, YTO Psiji aBTOPOB PACCMATPUBAIOT yAOBICTBOPEHHOCTh MOTPEOUTENCH, TO
€CTh MX OOecIleYeHHEe MOTPEOUTENhCKONW IMEHHOCTHIO, 4Yepe3 TaKyl KaTerOpHIo, Kak IoTpe-
ourenpckuil onbIT. Tak, LIMUAT MHTEPIPETHPYET «...«MOTPEOUTENHCKHI OMBITY» KaK BOCIPHUS-
THE, YYBCTBA U MBICIIA MOTPEOUTENCH BO BpeMsl B3aUMOJCHCTBUS C TOBapaMu M OpeHIaMU Ha
PBIHKE, B TIpoIlecce MOTpeOIeH s, a TakKe BOCTIOMUHAHHS 00 3TOM ombITe» [23]. Y HelnosuIbHBIX
moTpeduTenei MoXeT OBITh HEOONBIIOW TOTPEOWTENHCKHM ONBIT M HEBBICOKAs CTEICHBb
YAOBJIETBOPEHHOCTH.

Uto0b!I peBpaTuTh HOBBIX KIMEHTOB B PETYJSPHBIX MOKyMaTelel, MPUHOCSIIINX MPUOBLIb,
HY)HO 3((PeKTHBHO paboTaTh C JOSUTBHOCTHIO. JIOSIIBHOCTH, WM TOTPEOUTEIIHCKOM YIOBIIET-
BOPEHHOCTH, JI00MBalOTCA dYepe3 yAOOHYI0O W OBICTPYIO JOCTaBKY, DETYJSIpHbIE IOAAPKH,
MIPUSITHBIE MEJIOYH, BRICOKOE Ka4eCTBO TOBapa, OOHYCHI 32 OT3BIBbI, TPUTEPHBIC e-Mmail-pacchuiku,
push-omoBenieHus1, CKHIOYHBIC ¥ HAKOTUTEIbHBIE KAPThI, aKIMH “TIPUTIIACH JIpyTa”’, pa3IndHbIe
aKIMK U CKUIKU | T.1. [24].

[Ipu paccMOTpeHNHM KIMCHTOOPHUCHTUPOBAHHOCTH IOTPEOUTENCH Ba)XHO BBIJCIUTH
SKOHOMHYECKYI0 H COIMAbHYI0 COCTABIIONME. B paMkax 3KOHOMHUYECKOH COCTaBISAIOIIECH
WCTIONB3YIOTCS PAa3NUYHBIE TPOTPAMMBI JIOSIBHOCTH, DKOHOMHYECKHE BBIUTPHIIIA, KOTOPHIE
MIPEAOCTABISIOTCS TIOTPEOUTEII0 PO3ZHUYHBIME TOPTOBBIMHU ceTsMH. K COIMabHON COCTaBIISIIO-
meil OyIyT OTHOCUTHCS MOTPEOUTEIBCKUE IICHHOCTH SMOIMOHAIBLHOTO, ICUXOJIOTHYECKOTO,
HPAaBCTBEHHOTO XapaKTepa, M BBLAENSAIOT JKOHOMHYECKHE W COIUAIBHBIE COCTAaBIISIOIINE
KJIIMEHTOOPUEHTUPOBAHHOCTH PO3HUYHBIX TOPTOBBIX YCIYT.
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CormanpHble XapaKTEPUCTUKH CBSI3aHBI C JIMYHOCTBHIO IOKYIMATENs, C €ro 3MOIUSMH,
KOTOpBIE SIBISIOTCS TJIABEHCTBYIOIIMMH B COBPEMEHHBIX YCIOBHUSX BBICOKOH KOHKYpPEHIIMH Ha
pBIHKE.

Paccmotpum cnepyroniue nmoaxonsl. B cBoux Tpynax Narver J., Slater S. [14] momyepku-
BalOT BaXHOCTh MEK(YHKIMOHATHHOH  KOOpAMHAIIMM B PACHpPOCTPAHEHHH PHIHOYHOU
nHpOpMAITM B OpraHM3aINK, a TAaKXKE OPWCHTAIlMM Ha KJIMEHTa W JIOSUIBHOCTH K HEMY;
LIEHHOCTHOE TPEJIOKEHUE KIHUCHTY JO/DKHO OBITh BBINIEC, Y€M Y KOHKYPEHTOB, HEOOXOIUMO
3HaHWE TNOTpeOHOCTEe W TpeOOBaHWU KIWEHTA, PErylisipHas MPOBEPKa YAOBICTBOPCHHOCTHU
KIIMEHTOB, IIOCIENPOAAKHOE OOCITYKMBaHUE W CEPBUC. ABTOPBHI MPEACTABWIM KOHIICTIIIUIO
MapKeTHHTa KaK 0COOYI0 OpTraHM3allMOHHYIO KYJIBTYPY CO CBOMMH KOPITOPATUBHBIMHA HOPMaMH U
LIEHHOCTSIMU, IIEHTPOM KOTOPOH sBJsieTcs moTpedutenb. [Ipu 3TOM BaKHO OTMETUTh, YTO
LIEHHOCTHBIN TIOJIXO/ NCTIONB30BaH B onpereneHusx Narver, Slater, Deshpandé, Farley, Webster.

BaxHBIM acmieKTOM PBHIHOYHON OPHEHTAITHH SBIISETCS CO3JaHUE IIEHHOCTH JUIS KJIIMCHTA BO
BCEH IIEMOYKE TOBAPOIBIKEHHs. Y. Oibr [25] mpeactaBmil MeKGUPMEHHYIO KIMEHTOOPHEH-
TUPOBAaHHOCTh C HCIIOJIb30BAHUEM WHCTPYMEHTOB TPaH3aKIMOHHOTO MapKETHHTa, MO PEe3yJib-
TaTaM HCCIIEAOBAHMS MAPTHEPCKUX B3aMMOOTHOIIICHHIH TTPOBEJT aHAN3 TPOIICCCHOW OpHUEHTAITIH
OpraHM3alliid Ha PBIHOK B paMKax CO3JaHUs IIEHHOCTH uis KiaueHta. Otmerum, yto Kohli u
Jaworski, Kohli, Happep, Cneiitep mnpoBOIMIM 3SMIUPHUYECKUE WCCICAOBAHUS, TPUMEHSSA
IIMPOKYHO BHIOOPKY W KOJMYECTBEHHBIE M3MEPEHHS, B OCHOBHOM TIO JIAHHBIM MPOMBINUICHHBIX
MIPEANPUATANA, KOTOPHIE pa3pabaTHIBAIOT W MPOU3BOMAT OINPEHCICHHBIA (PU3NIECKUN MPOIYKT,
HCTIOJIB3YIOT TIOCPEIHUKOB W JIPYTHX YYAaCTHUKOB, YTOOBI BBIBECTH MPOAYKT Ha PHIHOK.
PosHu4Has TOproBisi OCHOBaHA Ha COYETAHUH YCIYT, MPUOOPETEHUN OOOPYIOBAHHS M peav-
3aIiM MPOIYKTOB, SABJSAETCS OoJiee CIOXKHOM o CTpyKType [26], Tak Kak B HEH MpeaycMOTpeHa
KOOpJIMHAIMS Pa3BETBICHHONW CETH Mara3dHOB W MApTHEPOB, YTOOBI MPEICTABUTH YHUKAJILHOE
npemioxenne [27]. Kak u B gpyrux cdepax yciayr, pO3HWYHAs TOPTOBIS - 3TO MPSMBIC
KOHTaKTBhl C KIUEHTAaMH, €KEIHEBHOE B3aMMOJCWCTBHE M OpHEHTalus Ha HuX. Kpome Toro,
pUTEHIepbl TMPAKTUKYIOT MOOWJIBHOE pEarMpoBaHUWE Ha PHIHOYHBIC 3alpOChl M MOBEICHHE.
YuuThIBas, YTO PO3HUYHBIC TOPrOBBIC CETHU JCHCTBYIOT HA MECTHBIX, PETUOHAIBHBIX U
HAI[MOHANBHBIX PBIHKaX, B TOM 4YHCJIE€ Ha KOPIIOPATUBHOM WM MEXK(GUPMEHHOM YPOBHE,
OpraHu3anys J0JKHA OBITh KITNSHTOOPHEHTHPOBAHA Ha PHIHOK Ha HECKOJBKHUX YPOBHSX.

Takum 00pa3oMm, MOCHe PacCMOTPEHUS CYIICCTBYIOIIMX METOJIOJOTHYECKUX IOAXO0J0B K
WCCIIEIOBAHUIO KJIHMEHTOOPHUEHTUPOBAHHOCTH, YCTaHOBJIEHO, YTO B COBPEMEHHBIX YCIOBHSIX
BCHTWISAIIMOHHBIC TOPTOBBIC CETH MOJDKHBI VACHIATh HAaWOOJbINee BHUMAHUEC YCTAaHOBICHHIO
KOMMYHHMKAIIMA ¢ TOTPEOUTENIIMH, TOJyYEHHUIO TMPUPOJHBIX  CBsi3ed, 00Oecrne4nBaTh
MaKCUMaJbHOE JOCTIIKCHUE TOTPEOUTENBCKOM IICHHOCTH 4Yepe3 MPU3MYy COLUAIBHBIX U
JKOHOMHMYECKHX ACIIEKTOB.
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