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AHHOTAIIUA

B crarbe chopmynupoBaHa mpoOIeMaTUKa HCCIICIOBAHUS U €€ CBS3b C BAYKHBIMU HayYHBIMHU
U MPAKTUYCCKUMH 33J1a4aM¥, MPOBEICH aHAJIM3 MyOJIMKAIIMH OTCYSCTBEHHBIX M 3apyOeKHBIX
yueHbIX, chepa mHTEpecoB KoTophix Kacaercs digital-mapkerunra. B mporecce uccnemoBanus
UCIIOJIb30BAHBl METOJBI TEOPETHUECKOro O0O0O0O0IIeHHs, aOCTpakUuH, aHalu3a, CHHTE3a |
Busyanmzanui. OToOpakeHbl aKTyajdbHbIe BHIBI coBpemeHHoro digital-mapketunra u
OmpezeseHo, 9To 3()(HEKTHBHOCTh yNPABICHYSCKUX PEIICHUH OTHOCHTEILHO CTPATErHYECKOTO
Pa3BHUTHUS MPEIIPUITHS MPOAOBOIBCTBEHHOTO KOMIUIEKCA B YCIOBHUSAX IH(DPOBU3AIMU 3aBHCUT
OT CTpyKTypupoBaHHocTH inbound-marketing. Ha ocHoBe 00001IeHUST pe3ynbTaTOB
MPOBEJCHHOTO MCCIIEIOBAaHMs, @ TAKKE YYUTHIBAasS HEOOXOAMMOCTh OLEHKH PE3yJIbTaTHBHOCTH
UCXOJISIIET0 MApKETHHIa Ha MPEANPHATHSIX MPOJOBOJIBCTBEHHOTO KOMILICKCa, pa3paboTaHa
MOJIeTh peaTU3allii MapKETHHIOBOW MPOTPaMMbI Pa3BUTHSI TIPOJOBOIBCTBEHHOTO KOMILIICKCA B
yCIOBUSX HUGPOBH3AMK M OOOCHOBaHBI ajbTepHaTHBHBIC Buabl digital-mapkernnra mis
NPHUHATUS  YNPAaBICHCKUX  PEIICHHH  CTPATErMYECKOro  Pa3BUTHS  IPEANPUSTHA
NPOJIOBOJILCTBEHHOTO  KOMIUIEKca B ycrnoBHAX — mudpoBuzammu.  [IpeanoxeHHbIH
KOHIIENTYaJIbHBIH MOIXO0J K MOJICIIMPOBAHUIO CTPATETNIECKOTO Pa3BUTHS MPOJOBOIBCTBEHHOTO
KOMITJIEKca OyJeT CMOCOOCTBOBATh MPUBJICYCHUIO HOBBIX KIIMEHTOB M PACIIMPEHUIO IIETICBOI
MOTPEOUTENLCKON ayTUTOPUN Ha OCHOBE HCIIOJIb30BaHMs coBpeMeHHbIX digital-nHcTpyMeHTOB,
MO3BOJISIIONIMX CO3/1aBaTh M PAaCHpPOCTPaHSATh KOHTEHT MNPEANPHUITHS TPOJOBOIBCTBEHHOTO
KOMITJIEKCa Ha BCEX dTalax ero )H3HEHHOTO [UKIIA.
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BBenenue

B ycnoBusX BBICOKOM JIWHAMMYHOCTH KOHKYPEHTHOM CpeAbl BaXHOE 3HAY€HUE IS
CTpaTEerMuecKkoro pa3BUTHS MPOAOBOJILCTBEHHOTo koMmiuiekca Jloneukoit Haponnoit PecnyOmmku
npuoopeTaroT BONPOCHl 3P PEKTUBHOTO dbopMupoBaHus u HCIIOJIb30BaHUs BCEX
CTPYKTYypOOOPa3yIOIIMX 3JIEMEHTOB MAapKETUHTOBOTO MOTEHIMANA JUIsl JOCTHXKEHUS KOHKYPEHTHBIX
MPEUMYIIECTB. YCHeX pealn3aluu YIOPAaBICHUYECKUX PEIICHUA OTHOCUTENBHO JAJbHEUIIEro
CTPATETMYECKOr0  pa3BUTUS MPEANPUITHI  IPOJOBOJBCTBEHHOIO KOMIUIEKCAa  OIpeaessercs
3¢ (HEeKTUBHOCTHIO U KOMIUIEKCHOCTBIO UCIIOIb30BAHMS BCEX JIEMEHTOB MapKETHHIOBOTO IOTEHIMAIIA,
KOTOpblE B CBOIO Oue€pelb, SBISIIOTCS TeHepaTopoM (AKTOpPOB ycmexa MpeArnpusiTus Ha
NOTPEOUTEIHCKOM PBIHKE.

B panHOM acmekte cienyer MOJHOCTBbIO coryacuthesa ¢ . AakepoM, KOTOpPBIA OTMEYaeT:
«ecnmu (GupMa MMEET CTPATETHYECKYI0 c1a0OCTh MO KIIOYEBHIM (PaKTOpaM ycrexa, KoTopas He
HEUTpAIIM30BAHA COOTBETCTBYIOIIEH MApKETMHIOBOM CTpaTerued, TO €€ BO3MOYKHOCTb YCIICIIHO
KOHKYpHUpOBaTh Ha pbIHKE orpaHuueHay [Aakep, 2008].

be3yciioBHO, ycIex OTAENbHOIO NPEAIPHUITHS POAOBOIBCTBEHHOIO KOMIUIEKCAa B COBPEMEHHOM
MapKETUHTOBOM  Cpelie  OIpENeNsieTCs] TMPEUMYIIECTBEHHO A(PQPEKTUBHOCTHIO KOMILJIEKCHOTO
UCIOJIb30BaHUSl MApPKETUHIOBBIX JJIEMEHTOB B YIPABJIEHUUM U 3aBUCUT OT KOHKYPEHTHBIX
BO3MOYKHOCTEH, peanm3amus KOTOPBIX O00ECHeunuT €ero ycrex IpH peaTu3aliddl  BBIOPAHHOTO
CTPaTErnyecKoro BEKTOpa pa3BUTHSI.

OcHoOBHaA 4YacTh

KoHnkypeHTHbIE BO3MOKHOCTH, KaK MOKa3ally MpoBeieHHbIe uccneaoBanus [CumonoB, CUMOHOBA,
2009; Sadati, 2021; Muluneh, 2021; JIsitHeBa u ap., 2019; CononoBHuk, Sxosnes, 2020; YmiaueB u
ap., 2015], CKOHIIEHTPUPOBAHBI B MOHATUU «KIFOYeBBbIe (DakTOphl ycmexa». OnTuManbHBI HaOOp
KIIFOUeBbIX (DAKTOPOB Yycliexa TMO3BOJSET Peaii30BaTh MAPKETHHTOBBIE DELICHUS MapKEeTUHIO-
OPUEHTHUPOBAHHOTO Pa3BUTH MPOJAOBOIBCTBEHHOTO KoMIuiekca Jlonernkoit Hapoanoit Pecriybnuku B
chepe STEP-mapkeTunra, ciocoOCTBYIOIIETO MOBBIIIEHUIO AKTUBHOCTH CTPATETHH, KOTOPAas SBISETCS
peanbHOU U peryIupyeMonu.

STEP-mapkeTHHT MO3BOMSIET aHAIM3UPOBATH M OMPEIENATh 3HAUYUMBIE (DAKTOPHI B YCIOBHSIX
nudpoBu3auK 1o yetbipeM kareropusm [Homburg, Pflesser, 2000, 454]:

— Political (ITonutnueckue) paxkropsl GpakTopsl,

— Economical (QxoHomuueckue),

— Social (Connanshusie) ¢pakropsl, Technological (Texnonmornyeckue) paxkTopsl,

ABTOpcKasi TO3UIIMSA OTHOCHTENhHO (oKycupoBanusi BHuMaHusg Ha PEST-mapkerunre
00yCIIOBJIEHAa COBPEMEHHBIM BEKTOPOM TpaHchopmanmu chepbl MapKeTHHTA.

Ceromuss 3¢ (GEeKTHBHOCTh TPAJAWIIMOHHOTO MapKETHHTAa JOBOJIBHO HHU3Kas, a CTaphle
MapKETHHTOBBIC MOJENU He sBIsAtoTcA d(hdekTuBHbIMUA. Eciii paHbIe MPOW3BOJUTEIN TOBAPOB,
MIPOBANJIEPHI YCIIYT WM UCH COPEBHOBAIKCH 32 MECTO B CO3HAHUU IMOTPEOUTEIIS, TO TEIEePh HYKHO
BecTu 00pbOy 3a aMonuu norpedurens. CeroaHs mMajio B MapKETUHIe TOBOPUTH 00 YJIOBJIETBOPEHUHN
notpedHocTeN U MOTpeOHOCTE moTpeduTesel, ckopee pedb J0JKHA UATH O (GOPMHUPOBAHUHM HOBBIX
notpeOHocTell. Bce 3T0 TpeOyeT HOBBIX MOAXOJOB Il Pa3paOOTKM M HMCIOJBb30BAaHUS HOBBIX
WHCTPYMEHTOB MapKETHHTA.

AHanu3 psana mureparypHbix ucTouHuKoB [Lockwood, 2013; JTaBeinenko, EBaeBuy, 2018; CkortT,
2013; Tpayr, www; Xammuran, lllax, 2011; TumodeeB, WWW] TO3BONMII BBIICTUTH CIICTYIOITHE
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HauboJiee pacpOCTpaHEHHbIE BUbl COBPEMEHHOIO MAapKETUHIa — 3TO UCXOAALIMM MapKeTHHI WIN
TPaIUILHOHHBIN («outbound-marketingy) n porpeccuBHBIN (MM BXOASAIINI) MapkeTuHr («inbound-
marketing).

TpaauUMOHHBIA WM UCXOASAIINI MapKeTHHT («outbound-marketing») — 3TO TpaauIHOHHOE
IpOABMKEHHE Ou3Heca, COIJIAaCHO KOTOPOMY MpEANpUSTHE IPOAOBOJBCTBEHHOTO KOMILIEKCA
CTPEMMTbCS JOHECTH CBOIO HJEH CBOEr0 MPOAYKTAa ONPEAEICHHOW ayIuTOpUH (KOHEYHBIM
notpedurensim) [TumodeeB, WwWw]. JlaHHBIH BHA MapKETHHTra TMPEIIOJIaraeT HCIOIb30BaHUE
IPEJIpPUATHEM MOHOJOIMUYECKOro BapuaHTa OOLIEHHs ¢ MOTPEOUTENsIMH 4Yepe3 pa3jInyHble BUIbI
peknamsbl (Tene-, paguo-, MEeYaTHYI0, HapyKHYIO peKjaMmy, peKiIaMHble OOBSBIECHUS, PEKIaMHBbIE
JMCTOBKH, OPOILIOPHI, KATAJIOTH), BRICTABKH, «HABUCASD» HAJ] CBOMM PHIHKOM, COBEPIIACT «XOJIOHBIC
3BOHKH, JUISI TOTO YTOOBI 3aBOEBATh PHIHOK, «IIPOJIABUTHY €r0 CBOCH MH(pOopManuei.

[IpeanpusitTie MPOAOBOIBCTBEHHOTO KOMIUIEKCA, TaKUM OOpa30M, BBIHYXJIEHO arpecCUBHO
JeiCTBOBATh, YTOOBI MMPUBJICYs BHUMaHKE K ceOe. CIeryeT OTMETUTD, YTO B YCIOBHAX HU(POBU3ALUT
BBIXOJTHOW MapKETUHT C KaXIbIM THEM TepseT 3(p¢eKTUBHOCTh. OmpeneneHHble MpeuMyIIecTBa
SIBIISTIOTCS PE3YJIbTATUBHBIMU TOJIBKO B Y3KO HAIIPABJICHHBIX HUILIAX MPOJIOBOIHCTBEHHOT'O KOMILIEKCA.

Tepmun «inbound-marketing» nosieusics B 2005 roy. Ero BBen B oOpalieHue OuH U3 co3aaTeneii
caiita HubSpot bpaitan Xamnmuran [Xammuran, lax, 2011], KOTOpBIH, CTpeMsCh MEPEOCMBICIUTD
KJIACCUYECKYI0 HMHTEPIIPETAIIMI0 MapKEeTHHTa («XOJOIHBIC» 3BOHKH, pEKiIaMa Ha TEJCBUICHHUHU,
pa3gaya peKJIaMHBIX MPOCIEKTOB M T.II.), TPOTUBOIOCTABHI HOBBIH CHOCOO BEICHHS PEKIAMHBIX
KaMIIaHWH: MOTEHIUAIBHBINA KIMEHT 3HAKOMUTCS C JCSTEIbHOCTBIO MPEANPUATHS, CISAUT 32 HUM U
HAUMHAET eMy JIOBEepsAThH ellle 0 TOro, Kak BOZHUKAET MOTPEOHOCTh B TOBape WM yciyre [ Xaiurax,
[ax, 2011].

I[TporpeccuBHbIit MapkeTHHT («inbound-marketing») — 5T0 MHHOBAIIMOHHBII CIIOCOO MTPUBJICUCHHUS
KJIMEHTOB B OW3HEC, MpPeayCMaTpUBAIOIIUN NMPOJBI)KEHUE MPEINPUATHS B IOUCKOBBIX CHCTEMaXx,
COLIMAJIBHBIX CETAX, AJIEKTPOHHBIX H3JaHMSIX M Osorax, depe3 coszgaHue RSS-kananoB, a Takxke
MIOCPEJICTBOM JIPYTHX (OpM KOHTEHT-MapkeTHHra [Tumodeen, Www]. IlnaTHas nouckoBasi pekiaMa
CUMTAETCs BXOJHBIM MapKETUHIOM, IOCKOJbKY OOBSBICHHS MPEANPUATUS OTOOPaKAIOTCS TOJIBKO
TOT/Ia, KOIZa TIO0JIb30BAaTeNd OCYIIECTBISIOT TOUCK MPOAYKTOB MM YCIYyT, HpealaraéMbIx
npennpustiuem [Ckorr, 2013, 49].

CuunTaem, 4TO B HACTOsIIIIEe BpeMs MporpeccHBHbIN MapkeTHHr (inbound-marketingy») sisisiercs
HaubOosnee O(QPEKTUBHBIM  CIIOCOOOM  MPHUBJICUEHUS  LEJIEBOM  ayJUTOPUU  HPEIIpUATHN
MIPOIOBOJILCTBEHHOTO KOMITJICKCA, HE 3aTpavnBasi PH ATOM 3HAYUTEIBHBIX (PMHAHCOBBIX CPEICTB Ha
pexiamy u npozBrokeHre. OCHOBHOM 3a/1avuell JaHHOTO BHUJIa MApKETHUHTA SBIISIETCS BHI3BATh HHTEPEC
y TENeBOW ayIWTOpWH, a TaKKe CO3[aTh aBTOPHUTET OpeH/a, 3aXBaTHTh ITOKYyIMAaTeNed IEHHBIM
KOHTEHTOM O TPEUMYIIECTBaX TPOMYKIMH OTACIBHOTO MPEANPHUSITHS IPOTOBOIHCTBEHHOTO
KOMIJIEKCa.

Crnemyer OTMETHTB, UYTO KaXK10€ PEATNPHUATHE TIPOIOBOIHCTBEHHOTO KOMIUIEKCA CAMOCTOSITEITHHO
BbIOMpaeT HaubOosnee HPGEKTUBHBIA BHJ MapKeTuHra. [l TNpUHATHS COOTBETCTBYIOIIMX
MapKETHUHTOBbIX pEIIeHUH Ha OCHOBE 00001IeHust nuTepaTypHbIXx ncTouHUKoB [Lockwood, 2013;
Haseiienko, EpaeBuy, 2018; Ckort, 2013; Tpayt, www; Xamnuran, [1lax, 2011; Tumodees, www;
Homburg, Pflesser, 2000] Hamu cocTaBieHa CpaBHUTEIbHASL XapaKTepucTuka (puc. 1).

CornacHo puc. 1, OCHOBHOE pa3iHyue MEXAY BXOISIIUM M UCXOJSIIUM MapKETHHIOM COCTOHT B
TOM, 4TO MCXOAANIMN MapKeTHHT («outbound-marketing») UCHoONb3yeT CTPATETuI0 PacupOCTPaHEHUS
UHPOPMAIMU O MPOAYKIIMU TPEANPUATHS ITPOJIOBOIBCTBEHHOIO KOMIUIEKca, a BXxoasumi («inbound-
marketing») — cTpaTeruro npuBIeUYeHHs 1eNeBOi ayauTopun. [103TOMYy OCHOBHOMH 1iebI0 «inbound-
marketing» sIBIsieTCSI reHepalus Ju/a.
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Jlun (ot amrn. Lead — BecTH, MpUBECTH, MPHUBOIAWTH) IMPEACTABISACT COOOH TepMHUH B cdepe
MapKeTHHTa ¥ peKJIaMbl, KOHKpPETHBIC JCUCTBHUS MOTpeOUTENeH, KOTOphIe OTOMpAIOTCS
pekamoaaTesieM 1Mo Hy>KHbIM eMy Kputepusam [Kocenko, 2016, 126]. JIng —3T0 «X0JIOJHBINA KOHTAKT,
T.€. 9TO BCE MOTEHIMAJIbHBIC KIMEHTHI, KOTOPHIE B3aUMOJCHCTBYIOT C MPEANPHUITHEM TOCPEICTBOM
3BOHKOB, 3asBOK Ha caiiTe, cOOOIIeHUH B oHJaiiH-4yaTe, nuceM, CMC-coobmenuii u np. [bpexHena,
2019, 223]. JTuxoMm sIBJISIETCS BCE, YTO MOKET MOCITYKUTh HCTOYHUKOM HH(POPMHUPOBAHUS TOTPEOUTEIS
0 MPOIYKIUH MPEANPUATUS IPOAOBOIHCTBEHHOI'O KOMILIEKCA.

Inbound-marketing B otimume ot outbound-marketing sddexT meMmoHCTpHpPYET HE cpasy, a
MO3BOJISIET €T0 MOIYYaTh PH yCIOBUU HHBECTUPOBAHUS (DUHAHCOBBIX PECYPCOB B KAUECTBO KOHTEHTA,
KOTOPBIH SBJISIETCS OJHUM M3 BaKHBIX HHCTPYMEHTOB MMO3BOJISIFOIINM 3aUHTEPECOBATh MOJIb30BATENS,
a TaKXe C/eJIaTh TaK, 4TOOBI OpeH 1 ObLT OOJIBIIE Y3HABAEMBIM CPEIM MOTPEOUTENEH).

Takum 00pa3zoM, 3(pPEeKTUBHOCTD YNPABICHUECKUX PEIICHUH OTHOCUTEIBHO CTPATErHYecKOro
Pa3BUTHSI MPEANPHUATUS TPOJOBOIBCTBEHHOTO KOMIUIEKCA B YCIOBUAX IH(PPOBU3AIMH 3aBHCUT OT
CTPYKTYpHpOBaHHOCTH inbound-marketing.

OCHOBHBIMH 3TanaMu BHEAPEHUs BXOA1Iero Mapketunra (inbound-marketing) siBisirorces:

1. ®opmupoBaHue cmpoca TOCPEACTBOM  KadeCTBEHHOI'O  KOHTEHTA  IMPEIIpPUSATHS
MIPOJIOBOJILCTBEHHOTO KoMmIuiekca. [1yOnukyss HeoOXOIMMBIN KOHTEHT B HY)XHOM MecTe, inbound-
marketing cTaHOBUTCSI aKTyaJIbHBIM U TOJIC3HBIM, KaK JJIs IMOTPpEeOUTENIeH, TaK U JIISl PEATPUATUS
MIPOJIOBOJILCTBEHHOTO KOMILIEKCA, MTOCKOIBKY MO3BOJISIET MOTYYUTh HH(GOPMAIIUIO O MOTEHIIHATBHBIX
U IIEJIEBBIX MOTPEOUTENSX, MEPCOHATU3UPOBATh MECCEHKEPHI M MOJCTPOUTh MX IO KOHKPETHBIE
HYK]IbI TIOTpeOUTENEH.

Bxomsamuit mapketusr (inbound-marketing) siBisiercss MyJIbTHKaHaIbHBIM, TOCKOJIBKY MO3BOJISET
OCYIIECTBIISITH CBSI3b C TMOTPEOUTEISIMUA Yepe3 pa3lIMuHble KaHAIbl KOMMYHHKaMu. Bmecre ¢ aTuMm,
JIOJDKHA TPOMCXOMUTh MHTerpaius B inbound-marketing, mockoibKy Kak MyOIMKalMH, TaKk M
WHCTPYMEHTBI aHATUTHKH JTOJDKHBI pa00TaTh BMECTE KaK SAMHBIA MEXaHU3M.

2. IlpuBneuenue knueHToB. lIpeamonaraer co3gaHue MOTEHIMATBLHOTO Tpaduka, KOTOPHIA B
KOHEYHOM HTOIe MOXHO KOHBEPTHPOBATh B JHUABI M PEATBHBIX IMOTPEOUTENICH TPEITPHUSITHS
MIPOJIOBOJILCTBEHHOTO KOMIUIEKca. OCHOBHBIMU MHCTPYMEHTAMHU MPUBJICUCHUS KJIMEHTOB SBISIOTCS:

— 0JIoTH, T.K. BXOJASAIIMA MAapKETHHT HaunHaercs ¢ Onora. COrjacHO CTaTUCTHKE, B HACTOSIIEE
BpeMsi OJIOTH TMOJB3YIOTCS 3HAYUTEIBHBIM CIPOCOM, MOCKONBKY SBISIOTCA 3 (EKTUBHBIM
CI0coOOM IPUBJIEYEHHE HOBBIX MOCETUTENIEH Ha CAUT MIPEIIPUSITHS;

— cormanbHble cetd (SMM) sBnsitoTCA OHOM U3 HamboJsiee YJauHbIX TUIOIMIATOK ISl PEKIaMbl
MPOIYKIMH MPEANPHUATHI TPOJOBOIBCTBEHHOTO KOoMIUTeKca. [Tonb30Baremnu, mpoBoAs BpeMs B
COLIMANILHBIX CETSIX, JTUCTAIOT JICHTY U UHTEPECYIOTCSI KOHTEHTOM OTIENBHOTO MPEANPUSTHS
MIPO/IOBOJILCTBEHHOTO KOMIUIEKca. KadecTBeHHBIW KOHTEHT MOXET CTaTh BHPYCHBIM
(TIOCKOJIBKY TIOJIB30BATENN COIMANBHBIX CETEH, NIesICh IEHHBIM KOHTEHTOM MEXAy co0oii,
MO3BOJISIIOT ~ MIPEIIPHUSATHIO  MPOJOBOIBCTBEHHOTO KOMIUIEKCA  B3aMMOJCHCTBOBATH  C
MOTEHIIMAIBHON ayJUTOpUEH);

— SEO-ontummzanus caiita (Search Engine Optimization) mo3BoJIsIeT peiaraTh MoJIb30BaTeIsIM
pelieBaHTHBIE 3allPOCHl B TIOUCKOBBIX cHUCTeMax. [Ipy A’TOM KOHTEHT JOJDKEH OBITh HE TOJIBKO
WHTEPECHBIM ISl TI0Jh30BaTENel, HO M ONTUMHU3UPOBAH UISl MMOMCKOBBIX cHCTeM. JlaHHBIN
WHCTPYMEHT SIBIISIETCS JOCTaTOUHO 3 (HEKTHBHBIM U HE TpeOyeT 3HAUUTENbHBIX 3aTpat. Kpome
storo, SEO nMeeT mmpokue BO3MOKHOCTU JJIs1 AaHATTUTUKU U U3MEPUMOCTH Pa3HbIX METPHK.
[Torpeburenu, Kak MPaBUIIO, HAYMHAIOT TMPOIECC OKYIKU TOBAPOB C MOKUCKAa WH(POPMAITUU O
HEM B [IOMCKOBBIX CHUCTEMaX, Mo3ToMy SEO-onTtuMu3anus uMeeT KIIF0UYE€BOE 3HAUCHHE.
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TpamimnOHHBIIT MapKe TITHT
Cutbound-marketing

[Ipor pecCHBHBIN MapPKeTITHT
Inbound-marketing
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PucyHok 1 - AjibTepHATHBHBbIE BUbI MAPKETUHIA /1JI51 IPUHATHSA YIPABJICHCKHUX pelleHn i
CTPATEerH4ecKoro pa3BUTHUs NMPeANPUSTUS POTOBOJbCTBEHHOI0 KOMILJIEKCA B YCJIOBHUSAX
uudpoBusanuu (aemopckas paspabomka)
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3. KosBeprupoBaHME  KJIMEHTOB B  IMOTEHUMAIbHBIX  MOTpeOUTENEeH  NpPEANpUATHS
MIPOJOBOJIBLCTBEHHOTO KoMILIekca. IIpeanonaraer cO60p KOHTaKTHOW MH(OPMAIK O TTOTEHIUATBHBIX
notpebuTenax. [yt 3Toro MosxHO KCIoJib30BaTh cieaytomue digital- uncrpyments [Lockwood, 2013;
Haswinenko, EBaeBuy, 2018; Tpayr, www; Homburg, Pflesser, 2000; Menexosa, 2013]:

— calls-to-action — mpu3bIBBI K ONpPEEICHHOMY JACHCTBHIO (KHOIKH HJIM CCHUIKH), MOOLIPSIONIHE
MIOCETHUTEJICH BBITOJHUTH OIpE/eIeHHbIe NEHCTBUS (HAaIpUMeEp, «CKadaTh WH(POPMAIHIO O
TOBape», «IMOCETUTh MPE3CHTAIHIO»). Vcroab30BaHne JaHHOTO MHCTPYMEHTa 00ecrieuynBaeT
noBbIeHNe 3((HEKTUBHOCTH MPOLIECca TeHEPUPOBAHUS JIUIOB;

— landing pages (mocaouHble CTPAaHUIBI) — 3TO CTPAHMLA MPEANPUITUS NPOJOBOIBCTBEHHOIO
KOMILJIEKCa, KOTOpasi MOOYXKIaeT MOTEHIIMAIBHOIO MOTPEOUTEINS BBIIOJHUTH OIPENICICHHOE
neiictBue (mpuoOpecTu ToBap, 3aMucaThCs Ha ONPEICICHHOE MEPONIPUATHE, MTOANNCATHCA Ha
pacchuIky HH(pOPMAITUH O BBITOIHBIX MPEATIOKEHHSX, JIP.);

— 0a3a KOHTAKTOB — II03BOJIAET OTCIIEKHUBATh KOHBEPTUPYEMbIE JIMJbl U CIHOCOOCTBYET
ONTUMHU3AIMA  KOMMYHHKAIMA  TPEANPHUSATHS  TPOJOBOJIBCTBEHHOTO  KOMILIEKCA  C
noTpeduTeNeM C IENbI0 M3YyYeHUs ero mnoTpedHocTedl u  Oosee 3PPeKkTUBHOTO UX
YJIOBJIETBOPEHHS.

— (bopMBI MEpPCOHANBHBIX JAHHBIX — MHCTPYMEHT, KOTOpBIA IO3BOJISIET CHOPMHUPOBATH
MH(POPMALMOHHYIO KITMEHTCKYI0 0a3y. [Ipeanaraemas kiueHTy ¢popma mepcoHANBHBIX JaHHBIX
Ha CaiTe MPeANPHUATHS IIPOJOBOIBCTBEHHOTO KOMILIEKCA I0JKHA OBITh MAKCUMAIIbHO IIPOCTON
U yJ10OHOM JIJ1s1 3a110JTHEHUSL.

4. Koueprenuus (commkeHue) norpedureneil ¢ npeArnpusTHEM IPOAOBOJIBCTBEHHOTO KOMILIEKCA.
Ilocne mnpuBnedyeHuss noTpedOUTENed W KOHBEPTUPOBAHUS MX B JIMJABL, 3ajadeil NpennpusTus
IIPOOBOJILCTBEHHOTO KOMIUIEKCA SIBIISETCS «IIPEBPAILEHHE» UX B LIE€IEBBIX MOTpeOuTENei.

Hns storo 3¢ QeKTUBHBIMU SBISIOTCS CIEAYIOIME HHCTPYMEHTHI COJIMKEHUS BXOJSIIETO
mapkeTunra (inbound-marketing) [JIertheBa u np., 2019; Kocenko, 2016; Bpexnera, 2019; Trykov,
2016; Auapeesa, 2015; Menexosa, 2013]:

— OIICHKA JIMJIOB (ITO3BOJISIET OCYIIECTBIIATH OIIEHKY KOHTAaKTOB IO CTENEHH TOTOBHOCTH HX K

B3aUMOJICUCTBUIO);

—e-mail pacceiika (TIO3BOJSET Yepe3 KAYeCTBEHHBIN, IOJE3HBIH M PEJICBAHTHBIA KOHTEHT
chopMHpOBaTh JOBEPHE K MPEANPUATUIO MPOAOBOJILCTBEHHOTO KOMIUIEKCA MPU YCIOBHU
cOOJTIOJIEHHsI TIPaBUIJIa HEHABA3UYMBOW» PACCBUIKHM, YTO MO3BOJISAET HE MOMNaJaTh MHCbMaM B
cram);

— aBTOMAaTHU3alMsg MapKeTHHTa — 3TO MPOIECC, BKJIHOUAIOIIUK padoTy mo e-mail-marketing u
yBEJIMYEHHUE JIU/I0B C YUETOM NOTPEOHOCTEH U IHMKIIA KaXK0T0 JINJa;

— OTYETHOCTb (MHCTPYMEHT, KOTOPBIH MO3BOJISET ONpPENEIUTh, KAKHE MAPKETUHTOBbIE AEHCTBUS
NPUHOCAT 3(PPEKTUBHBIE JIHU/IbI, KAKHE U3 JUIO0B MPEBPALIAIOTCS B peajbHBIX MOTPEOUTENEH,
OLIEHUTb HMHTETPUPOBAHHOCTh CHCTEMBl YOpPABICHUS MPOJAKaMHU B  NPEANPHIATHH
IPO/IOBOJILCTBEHHOT'O KOMILJIEKCA).

5. IlpeBpaiieHre MOTEHIUAIBHBIX KIMEHTOB B LeneBbIX. KiroueBoil 3amadell MCXOASAIIETO
MapKETHHTA SBJSIETCS IOCTPOCHHE JOITOBPEMEHHBIX JOBEPUTEIBHBIX OTHOIICHHUN C TIOTPEOUTEISIMH,
TO €CTh TpEBpalllcHHe WX WX B IENeByI0 ayautoputo. s storo, noctatodno 3¢(eKTHBHBIMU
SIBJIAIOTCS CIIEIYIOIINE MapKETUHIOBble MHCTpYyMeHTHI [[laBeinenko, EBueBuy, 2018; Xannuran, [llax,
2011; Aunpeesa, 2015]:

— ymuble  calls-to-action, koTopele OyIOyT NpPEIOCTAaBIATh Pa3HOOOpPA3HBIE MPEIIOKEHUSI

H0JIb30BaTENISM;
— colMalbHbIE MEJUa, YTO IMO3BOJIUT OOecreunBaTh OOCIYKMBaHHE MOTPEOUTENIEH B pexXHUME
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peanbHOrO BPEMEHU;
—e-mail paccbulka M aBTOMAaTH3alMs MapPKETHHTa, KOTOPBIC IMPEIOCTABISIOT MOTPEOUTEISIM
Ka4eCTBEHHBII KOHTEHT M CIIOCOOCTBYIOT JOCTID)KEHHIO ITOCTaBJICHHBIX IPEIIPUSTHEM
IPOJIOBOJILCTBEHHOTO KOMILJIEKCA IIEJIEBBIX CTPATETHYECKHX BEKTOPOB PA3BUTHS, a TaKKe
HPETI0KNUTH KIIMEHTaM HOBBIE TOBAaphl M (DYHKIINHU, KOTOPBIE HX HHTEPECYIOT.
Takum oOpa3zoM, Ha OCHOBE 0O0OOIEHMS PE3YJIBTAaTOB NPOBEAECHHOIO HCCIEAOBAaHMSA, a TaKXKe
YUUTBIBAs HEOOXOJAWMOCTh OIICHKH PEe3yJIbTAaTUBHOCTH MCXOSIIETO MAapKETWHTa B MPEANPHUITUIX
IIPOJIOBOJILCTBEHHOTO KOMILIIEKCA, pa3paboTaHa MOJIelb, IPECTAaBIEHHAs Ha PUC. 2.

YcTaHoBNeHWe Ll,eﬂeﬁ pPa3BUTHA NpeanpUuaATHUA

ONOAOROABCTROHHOO KOMONOKCA

(DOPMVIPOEaHVIe KOMNAeKCa MapKeTUHIOBbIX 3ada4

ana busHec-uenei NnpeanpUATUA NPOAO0BONBCTBEHHOrO KOMMNEKEa
(
MNpueneveHue dopmnpoBaHmKe cnpoca
b 3ed
notpeburenein “4% | HA OCHORE KayeCTReHHOrO KOHTEHTA

(I -
CoumanbHbie ceTn '} Bnor 1 SEO-onTumusauuAa caidta |
L]

i\' """ @ q. @ @ SEQL T

’J UHpOopMUpOBaHHOCTL NOTpebuTens |(_)| OcBelleHWe cobbITUIA

KoHBEpPTUPOBaHUE KNUEHTOB B MOTEHLMaNbHbIX I'IOTpeSI/ITEﬂel‘;I

npeanornATA NDOAOBONLCTBEHHOIO KOMNOAEKCa

v

‘ [eHep1poBaHHe NMA0B Digital- uHcTpymeHTbI cBopa MHbOopMmaunm
0 NOTeHUWaNbHbIX NOTDEBUTENAX

[ calls-to-action ” 6a3a KOHTAKTOB }

[ landing pages ”qgoprl nepCOHaanblxp,aHHblx]

HOHBGPFGHLI,MH n0Tpe6MTeneﬁ 1 npegnpuaTMAa NpoAOBObCTBEHHOIO KOMNAEKca |

Knwouegble MapKeTMHr‘
nokaszamen
appekmus-

YcuneHue odnaiH
OHNaH peknambi

noremumeneii caima

KouBepcua

JoanbHocTb
BupycHbIit
MapKeTUHr
Hocmu
KoHBepreHuuWs notpebutenein U npeanpuATMA NPOA0BO/ILCTBEHHOTO KOMIIEKCA |

«YMHblE» CoumansHble E-mail pacceinka u
calls-to-action meaua aBTOMAaTM3aLMA MAaPKETUHIA

YcTaHoBneHue napameTpoB ycnexa peaindaunm CTpaTeFM‘-IeCHOﬁ nporpammsbl BXOA4ALWEro MapKeTuHra

(nodnucku, ckayusaHus)

(inbound-marketing) Ha NnpegNPUATUM NPOAOBONLCTBEHHOIO KOMMNAEKCA
1

Y

MapameTpbl: NapameTpbl: I'Iapame‘Tpm:
yesesoe Konu4ecmao 50% nosmopHelx susumos 50 nodnucyukoe Ha calime
nocemumenelii calima Ha calim npednpuamus npednpuamus

npednpuamus npodososbcmeeHHo20 podoeos1bCMeeHHo20
pod0oB01bCMBEeHHO20 KOMIAeKca Komnnekca KomrieKca

PucyHnok 2 - Moaesb pa3pa0d0TKu M peaju3alii MAPKeTHHI0BOI MPOrpaMMbl pa3BUTHS
MPOAOBOJHCTBEHHOT0 KOMILJIEKCA B YCJIOBHAX HU(POBU3ANMY (@émopcKas paspadbomka)
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3akJIoueHue

Takum 00pazoM, MpeIOKEHHBINH MoAXoa K obocHoBaHHWIO digital-MapKETHHTOBBIX pelICHUMN
CTPAaTEru4ecKoro pa3BUTHS IPOJOBOJLCTBEHHOro KoMmiuiekca (mporpammbl inbound-marketing)
OXBAaTHIBACT OCHOBHBIC ATANbl BOPOHKH MpoAaX (Ipeodpa3oBaHus MOTCHIIMATBLHOTO MOTPEOUTENS B
I[EJICBOr0), YTO CHOCOOCTBYET TPHUBICUYCHUIO HOBBIX KIMEHTOB W PACHIMPEHUIO IEICBOMH
MOTPEOUTENILCKON ayJUTOPUM Ha OCHOBE HCIOJIb30BaHus coBpeMeHHbIX digital-uncTpymenToB
(commanpHBIX Meama, OnoroB, SEO-omrumusanmu caiita, calls-to-action, landing pages, e-mail
MapKeTHHTa, COOBITUHHOTO MapKETHHTa, BUPYCHOTO MApKETHUHTA U JIP.), TIO3BOJISIONIUX CO3/1aBaTh U
pacipoCTpaHsATh KOHTEHT WPEINPHUITHS TPOJOBOJBCTBEHHOTO KOMIUICKCA HAa BCEX JTalax ero
KU3HCHHOTO LUKJIA.
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Abstract

The article formulates the research problem and its connection with important scientific and
practical tasks, analyzes the publications of domestic and foreign scientists whose sphere of interest
concerns digital marketing. In the process of research, methods of theoretical generalization,
abstraction, analysis, synthesis and visualization were used. The actual types of modern digital
marketing are displayed and it is determined that the effectiveness of management decisions
regarding the strategic development of a food complex enterprise in the context of digitalization
depends on the structure of inbound marketing. Based on the generalization of the results of the
study, and also taking into account the need to assess the effectiveness of outbound marketing at
food complex enterprises, a model for implementing a marketing program for the development of
the food complex in the context of digitalization has been developed and alternative types of digital
marketing have been substantiated for making managerial decisions on the strategic development of
food complex enterprises in the context of digitalization. The proposed conceptual approach to
modeling the strategic development of the food complex will help attract new customers and expand
the target consumer audience through the use of modern digital tools that allow creating and
distributing the content of the food complex enterprise at all stages of its life cycle.
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