YIK 659

Hlagpuna JL.IO., KaHAUAAT COUMOJIOTHYECCKUX HAYK, TOLEHT
3aBeaywinas kageapoii «MapKeTHHI, peKJaMa U CBS3H €
00111eCTBEHHOCTBI0»
HoBocuOupckuii rocy1apcTBeHHbI YHUBEPCUTET IKOHOMUKH U YIIPABJICHUS
HUHX
Poccus, r. HoBocudupck
MaxHnwok E.B.
CTYJEeHT
2 kypca, pakyabTeT «MapKeTHHT, PeKJIaMa U CBA3H ¢ 00IIeCTBEHHOCTHIO)
HoBocuOupckuii rocy1apcTBeHHbI YHUBEPCUTET IKOHOMUKH U YIIPABJICHUS
HUHX
Poccus, r. HoBocudupck
e-mail: elizaweta_7@mail.ru
MAPKETUHI'OBBIE HHCTPYMEHTbLI HIOBBINEHUSA

YCHEIMHOCTH BU3HECA: OIIBIT POCCUHCKUX KOMITAHUA
AnHoTauus. CeroHsd KOHKYPEHTOCIIOCOOHOCTh POCCUMCKUX MPEANPUSTUN
CYIIECTBEHHO 3aBUCUT OT dS(PQPEKTUBHOTO UCIOJH30BAHUS COBPEMEHHBIX
WHCTPYMEHTOB MapKETUHTA. | paMOTHO BBICTPOEHHAS CTPATETrsl B3AUMOJICUCTBHS C
MOTPEOUTENSIMU TO3BOJISIET MOBLICUTH Y3HAaBAEMOCTh OpEH/A, MPUBJICYH HOBBIX
KIIMEHTOB W YKpENUTh TMO3UIMKM Ha pbiHKE. JlaHHas paboTa moOCBsIIEHA
HCCIIEIOBAHUIO KIIFOYEBBIX METOJOB U MOJAXOJ0B, TPUMEHSIEMBIX OT€YECTBEHHBIMU
KOMMAaHUAMM JUIsl JOCTHUKEHUS YCTOMYMBOTO POCTAa W YBEJIMYEHHS MPUOBLIN.
AHanu3upys pOCCUMCKHUI ONBIT, aBTOPHI MOIYEPKUBAIOT BAXKHOCTh OPUEHTAIUN HA
MOTPeOUTENsI, ydeTa OCOOEHHOCTEN MOBEJICHHS Pa3HBIX MOKOJEHUU U aKTUBHOIO
ucCInoap30BaHusa U@PpoBeix 1iaTdopm. PaccMaTrpuBaroTcsi KOHKPETHBIE TPUMEPHI
YCIIEIIHOTO MPUMEHEHUSI MAapKETUHTOBBIX MHCTPYMEHTOB TaKUMU KOMIIAHUSMH,
kak Sugekc, Jerckmit mup, Faberlic, Drom.ru, Jlabupunt u Oapmopano.
[IpuBoasATCsT ~ CTATUCTHUYECKHE  JAaHHbIE WU AHAJUTUYECKUE  BBIBOJIBI,

noATBepxAarone 3PpGHeKTUBHOCTh YKa3aHHBIX CTPATErUil.



Annotation. Today, the competitiveness of Russian enterprises significantly
depends on the effective use of modern marketing tools. A well-designed strategy
for interacting with consumers allows you to increase brand awareness, attract new
customers and strengthen your position in the market. This work is devoted to the
study of key methods and approaches used by domestic companies to achieve
sustainable growth and increase profits. Analyzing the Russian experience, the
authors emphasize the importance of consumer orientation, taking into account the
behavioral characteristics of different generations and the active use of digital
platforms. Specific examples of successful use of marketing tools by companies
such as Yandex, Detsky Mir, Faberlic, Drom.ru , The Labyrinth and El Dorado.
Statistical data and analytical conclusions confirming the effectiveness of these
strategies are presented.
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OcHoBHas yacThb

be3yciioBHO, MApPKETHUHTOBBIE MHCTPYMEHTBI UTPAIOT OIPOMHYIO POJIb IS
ycrnemHoctd OusHeca. Tak, mo muHenuto llagpunoit JI.}O., GusHec ycmnemniHsbiit
JIOJKEH OBITh OPUEHTUPOBAH HA MOTpeOUTeENs. ITO CBSA3AHO, B IEPBYIO OUEPEb, C
rIyOOKMM TIOHMMAaHHUEM TMPEANOYTEHUN IIeJIeBOM ayJuTOpPUM U TOCTOSHHBIM
MOHUTOpPUHTOM €€ u3MeHeHuil. [lpuMepom ycmemHoW peanuzanuu Mogo00HON
CTpaTeruu SBJISIETCS KOMIaHus «SHAEKC», pa3palOoTaBiliasi YHUKAIbHBIM CEpPBUC
JIOCTaBKU TPOAYKTOB «SHnekc.JlaBkay, YYWUTHIBAIONIUN MOTPEOHOCTH 3aHSTHIX
TOPOJICKUX KUTEJIEH B ObICTPOM J0ocTaBKe eabl [4,3].

Kpome TOro, mnokoneHYeCKWid TMOAXOJ B MAPKETHHIE€  OKa3bIBaeT
3HAQUUTEJILHOE BIUSHUE HA YCHEMHOCTh OusHec-mojnenu. CorjiacHO JTaHHBIM
uccnenoBanus lagpunoit JI.YO., yueT ocobeHHOCTEN MOBEEHUS TPEACTaBUTEIIEH

Pa3HbIX MMOKOJICHUM TTOMOraeT CO31aBaTb MPOAYKTBI M YCIIYTH, BOCTpC6OBaHHBIC



MMEHHO 3TUMH I'pyINIaMHu oKynatesnei [S]. SIpkum npuMepom CIIy>KUT POCCUUCKHI
puteiinep «Jlerckuit Mup», yCHEIIHO aAanTUPOBABIIUM CBOIO CTPATETHIO MO
MPEANOYTEHUS MOJOJABIX POJAUTENed TMOKOoJeHus Y, TPEAJIOKUB OHJIAMH-
maTGopMbl sl BBIOOpAa TOBApOB, MOOWJIbHBIE TMPUIIOKEHUS U BO3MOXKHOCTH
OIIaThl OOHYCaMU JOSUIBHOCTH.

Cpeny OCHOBHBIX MapKETHHTOBBIX HHCTPYMEHTOB COBPEMEHHBIE POCCUNUCKUE
KOMIIAHUM AaKTHUBHO MCIOJB3YIOT COIlMajibHble ceTh, ocoOeHHo «BKouTakTey,
MONYJSIPHYIO cpeau Monoaexu [2]. Drta mnardopma mno3BoisieT 3PGEeKTUBHO
B3aMMO/JICHCTBOBATh C MOJOJOW ayauTopueil Osaromapsi BO3MOXHOCTH 3alycKa
TapreTUPOBAHHOM PEKJIaMBbl, CO3IaHUIO0 COOOIECTB U MPOBEICHUIO HHTEPAKTUBHBIX
Meponpusituil. IIpumepom ycrmemHoro BHeIpeHUs MOAOOHOTO HWHCTPYMEHTA
ABJISIETCA KaMmaHusl kocMetuueckoro oOpenna Faberlic, oprann3oBaBiiiero KOHKypc
KpacoThl B rpymrme coiceTu «BKoHTakTey, mpuUBIEKIINM BHUMaHUE MUJUIMOHOB
MOJIb30BaTeNe W 3HAYUTEIHbHO YBEJIMUYMUBIIMN MNPOAAXKU MNPOAYKIUU CpPEIH
MOJIOJIOTO CEeTMEHTa phIHKa [1].

[ToMUMO collMaNIbHBIX CETEH, TaKKEe UHCTPYMEHTHI, KaK KOHTEHT-MapKETHUHT,
MEePCOHATU3UPOBAHHBIE PACCHUIKM U MPOTPaMMbl JIOSUIBHOCTH, TAKXKe IIHPOKO
MPUMEHSIIOTCSI COBPEMEHHBIMU POCCUNUCKUMU MPEINPUATHIMU 7151 IPUBJICUCHUS U
yAep>KaHUsl KIMEHTOB.

KOHTEeHT-MapKeTUHT BKIJIIOYAET CO3JaHUE MOJE3HOr0 HHGPOPMAIMOHHOTO
Marepuana (0J0ru, BUACOPOIUKH, HH(orpaduka), HampaBIeHHOTO HA TPUBJICYEHUE
BHUMAaHUSI TMOTEHIMAIBHON ayAuTopuu. XOPOIIMM MPUMEPOM  BBICTYIAET
aBTOMOOWJIBHBIM  mopTas  Drom.ru, peryusipHo MyOJUKYOIIUHA  0030pbl
aBTOMOOMJIEH, COBETHI MO BBIOOPY U PEMOHTY TPAHCHOPTHBIX CPEACTB, YTO
MPUBJIEKAET MUJITMOHBI IOCETUTEINIEH €KEMECIUHO.

[lepconanu3upoBaHHbIE PACCHUIKM MOMOTalOT KOMIIAHHUSM YCTaHaBJIMBATH
JIOBEPUTEIbHBIE OTHOILICHHUS C KIWEHTAMH IyTeM OTHPABKH WHAUBUIYaTbHBIX
MPEUIOKEHU, OCHOBAaHHBIX Ha MPEANOYTEHUSIX KOHKPETHOTO MOKYIATels.
Hanpumep, kHWXHBIM MarasuH «JIaOUpUHT»  OTOpaBAsieT MOANMHCUYHKAM

pEeKOMEHJAlMM KHUT, YYUTBHIBAas paHee NPHOOPETEHHbIE H3JIaHUS U OICHKU



yurarenei. [IporpaMMbl JOSIBHOCTH TO3BOJSIOT YACPKUBATh CYIIECTBYIOUINX
KIMEHTOB MYTEM MPEAOCTaBICHUS CKUIOK, OOHYCOB M CHIEIIHATBHBIX akiui. O 1HUM
U3 SPKUX TPUMEPOB SIBISETCS CETh MAara3uHOB DJIIEKTPOHUKH «DIIbI0PAIIO»,
mpeiaralomas  y4acTHMKaM  CBOEW  MporpamMMbl  HAaKOIJIEHHE  OaljioB,
O0OMEHHMBAEMBIX BIIOCJICACTBUH HA CKUIKU MTPHU TOKYTIKE TEXHUKH.

The main part

Of course, marketing tools play a huge role for business success. So, according
to Shadrina L.Y., a successful business should be consumer-oriented. This is
primarily due to a deep understanding of the preferences of the target audience and
constant monitoring of its changes. An example of the successful implementation of
such a strategy is Yandex, which has developed a unique grocery delivery service,
Yandex.Lavka, which takes into account the needs of busy urban residents in fast
food delivery [4,3].

In addition, the generational approach in marketing has a significant impact
on the success of a business model. According to a study by Shadrina L.Y., taking
into account the behavioral characteristics of representatives of different generations
helps to create products and services that are in demand by these groups of customers
[5]. A striking example is the Russian retailer Detsky Mir, which has successfully
adapted its strategy to the preferences of young parents of Generation Y, offering
online platforms for choosing products, mobile applications and the ability to pay
with loyalty bonuses.

Among the main marketing tools, modern Russian companies actively use
social networks, especially VKontakte, which is popular among young people [2].
This platform allows you to effectively interact with a young audience through the
possibility of launching targeted advertising, creating communities and holding
interactive events. An example of the successful implementation of such a tool is the
campaign of the cosmetics brand Faberlic, which organized a beauty contest in the
VKontakte social network group, which attracted the attention of millions of users

and significantly increased product sales among the young market segment [1].



In addition to social media, tools such as content marketing, personalized
mailings, and loyalty programs are also widely used by modern Russian enterprises
to attract and retain customers.

Content marketing involves the creation of useful information material (blogs,
videos, infographics) aimed at attracting the attention of a potential audience. The
automobile portal is a good example. Drom.ru , which regularly publishes car
reviews, tips on choosing and repairing vehicles, which attracts millions of visitors
every month.

Personalized newsletters help companies establish trusting relationships with
customers by sending customized offers based on the preferences of a particular
customer. For example, the Labyrinth bookstore sends subscribers book
recommendations based on previously purchased editions and reader ratings.
Loyalty programs allow you to retain existing customers by providing discounts,
bonuses, and special promotions. One of the most striking examples is the Eldorado
electronics store chain, which offers participants in its program the accumulation of
points, which are subsequently exchanged for discounts when buying equipment.

3akio4eHue

Takum oOpa3omM, coueTaHHe pa3IUYHBIX MAPKETHHTOBBIX HHCTPYMEHTOB
o0ecreurnBaeT POCCUMCKUM KOMMIAHHMSIM KOMIUIEKCHBIA IMOAXOA K TMOBBIIICHUIO
YCHEMHOCTH Ou3Heca, MO3BOJSsA MPHUBIEKATh HOBYIO ayJAUTOPUI0O M YKPEIUIATH
JIOSUTBHOCTB TTIOCTOSTHHBIX KJTMEHTOB.

Conclusion

Thus, the combination of various marketing tools provides Russian companies

with an integrated approach to increasing business success, allowing them to attract

a new audience and strengthen the loyalty of loyal customers.
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