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AHHortaymns: Cucmema meHedxmenma coBpemeHHol opearusayuu Bkawoyaem B cebs pa3pabomky u npumMeHeHue
MemodoB cmumynupoBarus npodaxc cBoel npodykyuu nompebumenam. Peasuszayus (c6oim) 2omoBol npodykyuu —
amo 3akmoqumensHeli 3man Bcezo npouzBodcmBeHHo20 npoyecca npednpusmus, KOMopsll HAYUHAEMCS C
uHBecmupoBarus gpuHaHCcoBbIx cpedcmB B coipbe u Mamepuansl u 3akanyuBaemcs npedocmaBaerHuem npou3BedExHOU
NPodYKYUL KOHEYHOMY NOKYNAMEIo.

AxmyaneHocme BonpocoB, cBA3aHHbIX C pa3pabomxou u npumeHeHuem memodoB cmumyaupoBarue npodaxc B cucmeme
MEHEDHCMEHMA OP2AHU3ALUUU, HO COBPEMEHHOM pbiHKE BO3pacmaem ¢ KaXCObim OHEM, MaK KaK ypoBeHs cnpoca
nompebumesnel Ha 20moByto nPodykyuro 58a5emcs BaxcHoIM MomeHmMom B desmebHOCMU OP2aHU3AUUU: Yem OH Bblwe,
mem Bolwe pezysbmamuBHocmes desmeibHoCmu npednpusmus u e2o 0oX00Hocme. 3Hayumocms uccaedoBarus
cucmemsl ynpaBaernus npodaxcamu 8 opearusayuu cocmoum 8 mom, ymo B ycaoBusx pa3BuBarowezocs polHKa U
pacmyuied KoHKYpeHmMHol 60pbbbl mexcdy npodaByuamu 3a poiHKu cbbima Bo3HuKaem Heo6x00umMocme omaaxcuBaHus
MAPKEMUH20BbIX KOMMYHUKAUUU 05 Kaxcdo2o npednpusmus, no3momy paspabomka u npumeHeHue memodoB
cmumyaupoBanus npooaxc, BKAYAUUX KOMNAEKC MEP NO cMUMYAupoBaHuto nepcoHana, omBemcmBeHHo20 3a
npodaxcu, BuedpeHuro cucmemsi KopnopamuBHozo 0byyeHus compydHukoB, cocmaBasom Heomvemaemyro yacmes G
cucmeme meHedNCMeHMa opearu3ayull.

KnioueBbie cnoBa: mernedxcmernm, ynpaBaerue, c6bim, npodaxcu, mexHonozuu npodaxc, ynpaBieHue npodaxcamu,
agppexkmuBHocme.
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Abstract: The management system of a modern organization includes the development and application of methods to
stimulate sales of its products to consumers. The sale of finished products is the final stage of the entire production
process of the enterprise, which begins with the investment of financial resources in raw materials and ends with the
provision of manufactured products to the final buyer.

The relevance of issues related to the development and application of sales promotion methods in the organization’s
management system in the modern market is increasing every day, since the level of consumer demand for finished
products is an important point in the organization’s activities: the higher it is, the higher the efficiency of the enterprise
and its profitability. The significance of the study of the sales management system in an organization is that in the conditions
of a developing market and growing competition between sellers for sales markets, there is a need to debug marketing
communications for each enterprise, therefore, the development and application of sales promotion methods, including
a set of measures to stimulate personnel responsible for sales, the introduction of a corporate employee training system,
constitute an integral part in the management system of organizations.
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HpI/IMCHCHI/IC METOOOB CTUMYJIMPOBAHUA IMPpOJaK B CUCTEME MEHECIKMCHTA COBPEMCHHLBIX Opra-
HU3aLUI BBICTYIIacT OJHOM M3 BAXXHBIX COCTABJISIOIIMX KOMILIEKCA MAapKETUHTOBBIX MCpOHpHHTHﬁ, opu-
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SHTHPOBAHHOI Ha yBeJMUYeHNE BBIPYIKH OPTaHU3AIIMHN B TEKyIIeM TTeprone. CTUMYIMPOBaHUE ITPOIaK
dopmupyeTcs B TECHOIM B3aMOCBS3H C IPYTUMH COCTABIISIOIINMHI, TaK KaK, HECMOTPSI Ha IIPWHAIIEXK -
HOCTb K OIIepallvsIM IO peain3aliny (COBITY) IPOAYKIINH, BKITIOYAET pellleHe TaKKe BOIIPOCOB YIIPaB-
JIEHUST aCCOPTUMEHTOM, IIeHOO0Opa30BaHNEeM 1 TTPOIBIDKEHUEM MPOAyKINKU. PazpaboTKa v mpuMeHeHHe
WHHOBAIIMOHHBIX METOIOB CTUMYJIMPOBAHUS ITPOIaXK UTPAIOT OCOOYIO POJIB B YCIOBUSIX CHIDKEHUST 10~
TpeOUTETLCKOM aKTUBHOCTH, HAOII0JaeMOIi B INI0OATLHOM MacIiTabe .

B 2022 rony ciioxmnack HeOJarornpusaTHAsI CUTyallnsI Ha POCCUIICKOM PBIHKE, CBSI3aHHAsI C BBEIe-
HHUEM PSIIOM CTpaH CAHKIITMOHHBIX MEP B OTHOIIICHWH HaIllei CTPaHbl, TO3TOMY MHOTHE MHOCTPAHHBIE
KOMITAHUH TTOKUHYJIA OTeUeCTBEHHBIN PHIHOK. 7151 TeX ke OpeHIOB, KTO OCTaJICH, a TAKKe IS OTede-
CTBEHHBIX IIPOM3BOIUTENICH B YCIOBUSIX MMIIOPTO3aMEIIIEHNS, B HACTOSIIEE BPEMS TIPEIOCTABIISICTCS
OTJIMYHBIA MOMEHT TSI TTOMCKA HOBBIX KaHAJIOB COBITA, pOCTa M pa3BUTHS.

Tak, coryacHO MCCIeTOBaHUIO AEJIOBOM aKTUBHOCTH POCCUMCKUX TIPEANIPUSATHI ONITOBOM U PO3-
HUYHOM TOPTOBIHN, MPOBeAEHHOMY LIeHTpOM KOHBIOHKTYPHBIX HCCIIenoBaHMit MHCTUTYTA cCTaTUCTHYEC-
KMX UccaenoBanuii u akoHomuku 3Hanuii HUY BIID cpeay pykoBoauTeseil TOPrOBbIX OpTaHU3aIUI B
KosmmuecTBe 6oiree 10 THICSY YeToBeK, 00OPOTHI POZHUYHOM TOPTOBJIM TI0 pe3yiabrataM 1-ro KBapTaia
2023 roma BepHYJIUCH K TIOJIOXKHUTEILHOI TMHAMUKE, TTOKA3aB MOJIOXKUTETbHBIE TEMITHI OTPACTIEBOTO pa3-
BUTHSI, KOTOPBIE OBUIM CHYDKEHEI ITPH IeCTA0MIN3aly S KOHOMIIECKOTro nojioxeHus B 2022 romy (puc. 1).
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Puc. 1. luHamu1Ka uHAEKCa NpeAnPUHUMATENbCKON YBEPEHHOCTH B OPraHM3aLHAX PO3HUUHOW TOProBu
3a2000—2023 rr., % ?

PesynbraThl ncciemoBaHMs MO3BOJISTIOT CHENIATh BBIBOJ, YTO TEKYITIEE PA3BUTHE M OPUEHTUPBI CEKTO-
pa PO3HUIHO TOPTOBIIM TI0 CpaBHEHUIO ¢ 4-M KBapTajioM 2022 roma IpomIoJKIIN TTOJIOXKUTETBHYIO TeH-
JIEHIIMIO BIpaBHUMBAaHUSI CUTYallM1, CTIOCOOCTBYSI BO3BPATy K MOABEMY MHAEKCA MPEANTPUHUMATEIbCKON
yBepeHHOCTH (1Y) 1 T103BOIISAST TaTh XOPOIIITYIO OIIEHKY IEJI0BOTO KITMMaTa. BaskHbIM M3MeHEHEM B IH-
HaMMKe Pa3BUTHS TOPTOBOI IeSITEIEHOCTH POCCUMCKIX KOMITaHMiA ctait Beixon MITY, xapakTepr3yroIero
5KOHOMUYECKYIO IeSITeIbHOCTD ITPEATIPUSTHS, U3 MaIla30Ha OTPHUIIATeIbHBIX 3HAYEHMIA: 110 UToraM 1 KBap-
tazna 2023 roga UITY BepHyIcs B 30HY pocTa, YIYUIIMB pe3yJIbTaT Ha 3 IL.I0. 10 OTMETKU B (+1%).

Ciryx6a TIpomak B KaXKI0i opraHM3allMi OKa3bIBaeT BIMSHIE Ha TeHEePAIINIO IIPUOBUTH, TIO3TOMY
WMEHHO ceifyac BaxKHOE MECTO B CHCTeMe MEeHEeIKMEHTa OpTaHM3aIii 3aHUMAaIOT BOTIPOCHI TTIOMCKa 1
pa3pabOTKM aieKBATHBIX YCIIOBHMSM PBIHKA METOIOB CTUMYIMPOBAHMS ITpoaak. Kiaccmaeckre MeTOmIbI
CTUMYJIMPOBAHMS TIPOIAK BKIIIOUAIOT B CeOSI YETHIpE 3JIeMEHTa KOMIUIEKCA TTPOIBIDKEHUST TTPOTYKIINHT
(ToBapoB u yciayr) (puc. 2).

B mporiecce ncnonp3oBaHms pa3pabOTaHHBIX METOMOB CTUMYJIMPOBAHMS TTPOdaX W KOMILIeKca
MapKeTHHTOBBIX KOMMYHUKAITNI HEOOXOINMO IIPOBOAMTH OIIEHKY 3(P(HeKTUBHOCTH €T0 COCTABISIONINX.

! Jleymuna O.B., 3otoBa E.I. TeopeTnyeckue acrekTbl CTUMYJIMPOBAHUS MTPOIAX HA MPEATNPUATUSAX POZHUYHON TOP-
roBiu. BectHuk benroponckoro yHuBepcuTeTa Koomepannn, 5KOHOMUKY 1 ipaBa, 2021. Ne 4 (89).

2 JleoBO KJIMMAT B PO3HUYHO# 1 0nToBO# Toprosie B I kBaprane 2023 & — M.: HUY BIIID, 2023.
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MeToabl CTHMY.THPOBAHHA POJAK

mnaTHas ¢GopMma HEIHTIHOTO IPeICTaBIeHHS TOBAapOB, YCIYT,
GHPMET OT THIIA peKTaMoIaTels, OCYINecTBIsIeMas IOCPeICTBOM
pa3MeIleHNs peKJIaMHEIX OOpaIleHHIl B pPa3IHYHBIX CpeicTBax
peKIaMbl

- Pexnama L

CIIEHAaJBHBIE MEPOIIPHATIHA, HAIPABICHHBIE HAa YCKOPEHIEe
IMOKYIIKII TOKYIIaTeJleM HIH Ha IIHIEHCII@IIKEHIIIO Ipoaaku
1 IPOIAaBIIOM, XapaKTEPH3YIOIINEeCsa HaIITIeM CTIMYIIHPYIOMETO
60HyCﬂ (CI\'JI,E[KII. IMoOapKm, IIPH3BI H T.o) H YCIOBIAMII €TI0
MIOIY1ISeHIIA

CrumymipoBaHie
cOBITa

HaJTaXIBaHIle OTHOIIEHHI MeXKIy KOMIIAHHEl H pPa3IIIHBIMII

CBs31 KOHTAKTHEIMH ayIHTOPHSMH C ILIeTBI0 CO3MaHHS BBEITOIHOIN I
¢ 00IMIeCTBeHHOCTHIO OpTaHMH3allHH PemyTaIlHH, IOJI0KHTEIBHOTO OTHOIIeHHA K eé
MPOIYKIIHH (TOBapaM H yCIyTraM)

IpeJCcTaBlIeHHe IPONYKIHH (TOBAapOB IH YCIYT) KOMIIAHHIL,
| | ITumere npomazm || OCYIIECTBIEMOE B Xone Oecelsl e€ MpeacTaBHTeNs ¢ OJHHM HIIH
HECKOJIBKIMH NOKYTIaTe M C IeIbI0 IPOIaKH H YCTaHOBISHHA
C HIMI JOITOCPOTIHEIX KOHTAKTOB

Puc. 2. MeTtoabl CTUMYNMpPOBaHUA NPOAAXK B CUCTEME MEHEAXXMEHTA OpraH13auum 3

Takoit aHaJIN3 ITOMOTaeT CBOEBPEMEHHO YCIIMBATD TOW MJIN MHOM 3JIeMEHT MapKeTHHTOBOI KOMMYHM -
KAl ¥ MOBBIIIATH 3G (PEKTUBHOCTb TPUMEHEHUS METOIOB CTUMYIMPOBAHMS PO B OPTaHM3AIINH.

K ocHOBHBIM MeTOZaM OIIeHKH 3((GEeKTUBHOCTA KOMILIEKCAa MAPKETMHTOBBIX KOMMYHUKAIIHI B
CHCTeMe yIIPaBIICHUS MPOIaKaMH KOMIIAHUY OTHOCSITCS CIICTYTOIIINE:

1) MeToI KOPPETSIIUY MeXITY 00BEMOM IIPOAaK W 3aTpaTaMHi Ha MEPOTIPUATHS CTUMYJIHPOBAHUS
MpOIax;

2) MeTOI KOHTaKTHBIX ayTUTOPHIA, TIO3BOJIAIOIINI JINOO CITOCOOCTBOBATH, TMOO ITPOTUBOIACHCTBO-
BaTh YCHJIMSIM KOMITAHUH TI0 OXBATy PHIHKA;

3) MeTox o1leHKH 3 PEKTUBHOCTH IO MEPOITPUSTHSIM CTUMYIMPOBAHUS IIPOAAK C TTOMOIIBIO CKH-
TIOK, KYTTOHOB H TIp. ;

4) MeTOJ OTIpeeIeHIST CTEITEHN OCBEIOMIICHHOCTH O KOMIIAHWH M e€ TIPOXYKIINH (ToBapax v yCIIy-
Trax), 3aCTaBJISAIONINI y TOTPeOUTE el BCITOMHATD 00Pa3bl U3 peKJIaMbl, STUKETKH WY CaMy TIPOIYKITHIO.

PaccmarpuBast coBpeMeHHBIE TEHACHIINN BEICTPaBaHU MapKETUHTOBBIX KOMMYHHMKAIINI B Opra-
HU3AIUAX, 00paTUMCS K pe3ybTaTaM CCIIeIOBaHNSI KOMITaHKUEH TT0 M3YYeHHIO TTOTPEeOMTEIBCKOM aHa-
mutuku NI1Q, KoTopast TpOBOIUT eXXeTOTHBIE OTTPOCH PYKOBOAMTEIEH chephl IPOIak TOBAPOB ITOBCEI -
HeBHOTO cripoca. Cpey TITaBHBIX TPEHIOB Pa3BUTHS PEIHKA TOPTOBJIM TOBapaMU ITOBCETHEBHOTO CITpoca
MOXHO OTMETHTb CIeAyIoIIue *:

- YCWJIeHMEe KOHKYPEHIINY Ha PIHKE — €CJIM IS PUTEIIepOB, pacIIMpeHNe MacIITaboB cOBITA KO-
TOPBIX PACTET B OCHOBHOM 3a CYET MHQIISIINY 1 OTKPHITUS HOBBIX TOYEK, TO TS IIPOM3BOIUTENCH
KOHKYpeHTHas 60pb0a 03HavaeT 60pb0y 3a MECTO Ha ITOJIKE ¥ CONTEPHUYECTBO C HOBBIMM JIOKAJTh-
HBIMH UTPOKaMU;

- HeWTpalbHOE WUIM HETAaTUBHOE BIVSTHIME CAHKIINI U CIIeIIMaIbHOM BOSHHOM olepalny Ha cepy
TOPTOBJIU IUIS1 OOJBIIEH YacT! pecnoHAeHTOB. Tak, mo cpaBHeHMIO ¢ 2021 TogoM, yBepeHHOCTD B
pocTe MPeapUHIMATEILCKOM aKTUBHOCTU CHU3MIIACH OoJiee ueM Ha 25 1.1. 10 50%;

- CHIDKEHHE JOXOIOB ITOKYIIATeIe M IPOU3BOAUTENEH — IUIST pUTEUIIEPOB CETOMHS 3TOT (haKTOp
SIBJISIETCSI OCHOBHOM YTPO30ii TS JaJIbHEIIIeTo pa3BUTH OM3Heca. Takke COXpaHsIeTCs HeraTUB-

3 Kimumua A.U., CtumynupoBanue npogax. — M.: Bepumna, 2007.

4 IInanet FMCG-6usHteca Ha 2023 roa: onpoc Tor-menemkepoB. URL: https://nielseniq.com/global/ru/insights/analysis/
2022 /plany-fmcg-biznesa-na-2023-god-opros-top-menedzherov/. (mata oopamenms: 11.11.2023).
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HO€ BJIMSIHME TeOTOJIMTUYECKON HEMpeacKa3yeMOCTH U TPYAHOCTHU C BbICTpaMBaHUEM JIOTUCTH -

YeCKMX LIEMOoYeK MOCTaBoK;

- aKLIEHT Ha paboTe ¢ aCCOPTUMEHTOM — OXUJAETCSl CTAaHET KJIIOUEeBbIM 2JIEMEHTOM MapKETUHIOBOM
CTpaTeruu AJisi yY9aCTHUKOB pbIHKA TOPTOBIU. [1010KUTETbHBIM MOMEHTOM SIBJISIETCS, YTO MPOU3-
BOJMTENIH MO-TIpeKHEeMY IJIaHMPYIOT BbINYCKAaTh HOBUHKH, @ pUTeaepbl — BHICTABJISITh 3TH TOBa-
pbl Ha TOJIKU, YCUJIUBATh COOCTBEHHbIE TOPTOBbIE MApKM, a TakxKe paboTaTh C IKCKIIO3UBHbBIM
UMITOPTHBIM TOBApPOM;

- TPeH Ha U3MEHEHUE CTpaTeruu Ha MPOMO-aKIIMU U paboTa HaJ 3((HEeKTUBHOCTHIO 1IETTOYEK T10-
CTaBOK — MPOU3BOIMUTENIN U pUTEIIepDl TUIAHUPYIOT KOPPEKTUPOBKY OM3HEC-CTpaTeTuii B 0J1u-
JXKaMIlen NepCcreKTruBe;

- pa3BUTHE XapJ-IMCKAyYHTEPOB, CHUXKEHME JOXOI0B MTOKYIaTe/Iei U poCT 1LIeH Ha TOBapbl 3a CUET UH-
Gy — caMmble Cepbe3HbIe BRI30BEI BpeMeHU. 1o cpaBHeHMIo ¢ 2021 romoM mepcrneKTuBbI OH-
JIAfH-TOPrOBJIM CTAJIM MEHEE 3HAUUMbI, TEM HE MEHEee CMeHa ITPUOPUTETOB MOXKET ObITh CBSI3aHa KakK
¢ riepehOKyCMPOBKOI Ha MTPUOBLILHOCTD, TAK U C TOCTVXKEHUEM HOBOTO 3Tara 3pejioCTH PhIHKA JIeK-
TPOHHOI KOMMEPLIUMU.

OnHako, HECMOTPS Ha TO, UTO B TEKYIIel SKOHOMUYECKO CUTYallu KOMIaHUU chepbl TOPTOBIN
CTaJIKMBAIOTCS CO MHOXKECTBOM TPYIHOCTEM, OHU BCE Xe BbIAESIIOT HECKOJbKO HalpaBIeHU I 1J1s1 CBOe-
r'0 Pa3BUTHS, KOTOPbIE, MO3BOJISIT UM COXPAHUTb MPUOBLLTIbHOCTL. Cpeu Mpou3BoauTeei 0oJiee moJo-
BUHEBI CTPOSIT TUTAHHI Ha IMPOM3BOICTBE U TIpofaxke 6oree BOCTpeOOBaHHBIX IMTPOIYKTOB (54%), a Takke
TT0 JIOKAJTM3aIIN Y TIPOM3BOICTBA WIIA TTOCTaBOK CBIPhs (50%). [1penmnonaraem, 4To 6M3HeC-TIIaHBl KOM-
MaHW HAaAYT CBOE OTpaXKeHUE HE TOJIbKO HAa BHYTPEHHUX MPOIIECCaX U PEIIEHUSIX, HO U OyayT Coco0-
CTBOBATh BbIPAOOTKE U MIPUMEHEHUIO HOBBIX METOIOB CTUMYJIMPOBAHUS TIPOAAXK B CUCTEME MEHEIX-
MEHTa OpraHu3alnu.

TakuMm oOpa3om, C NMOMOIIIbIO pa3padOTKU U MTPUMEHEHUSI METOJIOB CTUMYJIMPOBAHUS TTPOAAX B
cUCTeME MEeHEIXKMEHTa OpTaHM3aluil CO3al0TCsl MApKETUHTOBbIE KOMMYHUKALIMU, TIOSIBJISIIOTCSI MOTH -
BbI JIJIS1 OCYILIECTBJIEHMSI MOKYITOK MOTPEOUTENSIMU MPOAYKIIMY KOMIIAaHUU, 006ecTieYnBaeTCsl pOCT Bbl-
PYYKHU U (PHAHCOBBIX PE3YJIBTATOB AEATEIbHOCTHU MPEATIPUSITUS.

B ycnoBUSIX 9KOHOMUUECKOTO KpU3KCa, KOTOPbIU CETOAHS MTPUCYTCTBYET B )KM3HU 00111€CTBa, OCO-
Oy10 3HAYMMOCTb JIJIs1 YCIIEIIHOW AesITeIbHOCTUM KOMITAaHUK MpuoopeTaoT 3(pheKTUBHBIE CIOCOObI 1
METO/Ibl BhICTpauBaHUsl OM3HEC-MPOLIECCOB, OPTaHM3alMU pabOThI TIEpCOHAIA Y B3aUMMOJEHCTBUS BCEX
CITYy>X0 IpeanpusiTUsl, 00eCIieurBaIOLIUX BbITYCK TOTOBOM MPOAYKIIUU, KOTOPbIE YIAOBJIETBOPSIT 3aITPOCHI
norpeduresnei u 6yayT uMu rprodpeTeHsl. Beapb oT yeneniHocTH npoaax, B KOHEYUHOM UTOre, 3aBUCUT
3 (bEeKTUBHOCTD IESITEILHOCTU OPTaHU3AlMKU U €€ JajibHelllee YCTOMYMBOe pa3BUTHE U yBEIUUYEHUE
00BEMOB ITPOIAK.
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