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AHHOTALIMA

KOMMepquKaH JIeATETIbHOCTD BCETNa MCTIBIThIBANIA BO3/ICHCTBIE KOHKYPEHTHOM CPe/ibl, U OHJIAMH-TOPTOBIIS SBJISETCS CISAYIOIICH
CTYIEHBIO PA3BUTHS U ONPEACISIIONIMM TPEHIOM Ha Onmxkaiiiiee Bpems. [Ipousomemmue nox sausaueMm COVID-19 uzmenenus
B Ou3Hec-naHamadTe CTaBAT Mepe MApKETOIOraMy U PEANPUHUMATESIMA HOBBIC 3a1aui. HeoOX0MMO HCTIONB30BaTh BBIHYKACHHBIN
PE3KHi pOCT OHJIaH-B3aMMOZIEHCTBHS ¢ moTpeduTensamMu. Kype Ha 1 poByo 5KOHOMHKY 00yCIIaBIMBacT NpIMEHEHHE HayqHbIX, Ma-
TEMATHYECKUX METOOB /ISl ONTUMHU3AIIMH IIETIEBBIX MOKa3aTelel SKOHOMHUECKOM AesATeNbHOCTH. Takue nio6aabHbIe IEPEMEHBI B OH3-
HeC-B3aUMOJIEHCTBUH IOPOXKIAIOT HHHOBALMOHHBIE HHCTPYMEHTHI JUISl OIIEHKH PEe3YABTaTOB KOMMEPIUH M TPAHC(HOPMHUPYIOT MPEKHHIE
METOIMKH JIJIsI COOTBETCTBHS HOBBIM PEaIMsM PhIHKA. DTO ABISETCS 6a30BBIM YCIOBHEM YCTOMYIMBOCTH BeJCHHs OU3HEca B JIIOOOM OT-
paciu. Hacrosiiiee uccienoBanie NOCBSIIIEHO pa3padoTKe TEOPETHIECKOTO ONMMCAHMS IIPOIIecCa MHOTOCTYIEHYATOr0 B3aNMOAEHCTBHS
C MOTPeOUTENBCKUM IyNoM. J[ist perreHust 3agaun (hopMali3aliiy JAaHHOTO Mpoliecca pa3paboTaHa MaTeMaTHYecKas MOJIENb, OCHOBY
KOTOpOI1 cocTaBisieT HHDOPMAMOHHOE IM(POBOE B3aUMOJIEHCTBUE OT dTara ONpeNeNIeHHUsI LeIeBOH ayTUTOPUH 10 ITOITHOTO 3aBepIie-
HUSI KOMMEPYECKO#l CIIEITKH.

B nipennaraemMoii craTbe H3JI0KEHBI Pe3yJIbTaThl paOO0ThI IO MOJCTHPOBaHHIO sales funnel kak OCHOBBI MPOrPAMMHOTO 00ECTICUCHHUS
COBPEMEHHOI'0 aHAJUTHKA PHIHKA C MPHUMEHEHHEM KPOCC-CHCTEMHOIO Moaxoaa. B ommmume ot kimaccnueckoii sales funnel, nmpencras-
JICHHBIC AJITOPUTMBI ITO3BOJIIOT MCIIOIB30BaTh MHOTOMEPHYIO conversion funnel He TOJBKO IS OLICHKH PE3yJIbTaTOB paboThl OH3HECa
3a OTUCTHBIH IEPUOJ: O1arofaps MOTOKY apryMEHTOB MOJICNH B PEKUME PEAIbHOTO BPEMEHH CTAHOBUTCS BOBMOXKHBIM ONTHMH3HPOBATH
KOMMEPUECKHH MPOLece 3a CYET MePexoa K KOHIEIINH ONePeKatoIIX YKOHOMIYECKUX TTOKa3aTeleH.

Ha mpakTike 3TO 03Ha4aeT BO3MOXKHOCThH pealu3anuy Ha NUPPOBBIX miaTdGopMax 3PPEeKTUBHOTO MITaHUPOBAHHS KOMMEPUECKOM
JeATeTbHOCTH. APryMEeHTaMH MaTeMaTHUeCKONH MOJIENH CITy)KaT MHTEPHET-CTATUCTHKA, IMHAMHKA ITOTPEOUTENBCKUX TPEIIIOYTeHHUH,
ucTOpusi OU3HEC-TIpoliecca, aKKyMYITUPOBaHHAsl B CHCTeMe OONBIIMX AaHHBIX. [Ipu 3TOM 3ajeficTBOBaHBI cpeacTBa queuing theory,
UG epeHIIATBHOTO UCYHUCIICHHS, SKOHOMHUKO-MaTeMaTHYECKOTO MOJICIUPOBAaHHsI ¢ OMOpoil Ha Takue mokaszarenu, kak KPI (Key
Performance Indicators), CTR (click-through rate), CR (Conversion rate). 1o mo3Boimio chopMyIHMpOBaTh KOHUENUIO HUPPOBOTO
JIBOIHMKA KOMMepueckoro npouecca. Hamu pazpaboransl MateMarindeckue GpopMannu3Mbl, YIOOHBIE TS IPAKTHUECKUX MPUIIOKEHHUH.

D70 MO3BONIAET 00CCHIEUNTh MPUEMIIEMYIO JUTS MPOrpaMMHUpPOBaHus Ha DBM peanu3anuio ajJropuTMOB, OMKCHIBAIOIINX CONversion
funnel.

KAIOYEBBIE CAOBA:

Teopust HUGPOBOI SIKOHOMUKH, IU(PPOBOH TBOMHUK TOPrOBOW CETH, MOAEIMPOBaHNE H(POBEIX MPOLECCOB, KOHIIEIIHU BOPOHKH IIPO-
Jlax.
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ABSTRACT

ommercial activity has always been influenced by the competitive environment and its spread to the online space is the next stage of

development and a defining trend for the nearest time horizon. The changes in the business landscape influenced by COVID19 pose
new challenges for marketers and entrepreneurs. It is necessary to use the forced sharp increase in online interaction with consumers. The
course towards the digital economy determines the use of scientific, mathematical methods to optimize the target indicators of economic
activity. These global shifts in business interactions are generating innovative tools for measuring business results and transforming old
practices to meet new market realities. This is the basic condition for the sustainability of doing business in any industry. This study
is devoted to the development of a theoretical description of the process of multi-stage interaction with a consumer pool. To solve this
problem, a mathematical model has been developed, the basis of which is digital information interaction, starting from the stage of
determining the target audience and ending with the complete completion of a commercial transaction. This article presents the results of
modeling sales funnel, as the basis for the software of a modern market analyst, using a cross-system approach. In contrast to the classical
sales funnel, the presented algorithms allow using the multidimensional conversion funnel not only for assessing business results for the
reporting period. Thanks to the flow of model arguments in real time, it becomes possible to optimize the business process by moving to
the concept of leading economic indicators.

In practice, this means the ability to implement effective business planning on digital platforms. The arguments of the mathematical
model are Internet statistics, the dynamics of consumer preferences, the history of the business process accumulated in the big data
system. At the same time, the means of queuing theory, differential calculus, economic and mathematical modeling are involved, based
on indicators such as KPI (Key Performance Indicators), CTR (click-through rate), CR (Conversion rate). This made it possible to
formulate the concept of a digital twin of a commercial process and its transformation, convenient for practical applications, into a
conversion funnel for embedding into algorithms implemented on a computer.
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1. BBEAEHUE

Aynut pereiina nepsoro nomyrogus 2020 roma mokasaln,
410 B c(hepe MHTEPHET-TOPTOBIH Pa3BHBAIOTCS HOBBIC MTPOLIEC-
cbl. Eci paHbIIIe 3TOT KaHAJ CIIY>KWJI JUTS IPUOOPETEHUS KpyTI-
HBIX TOBapoOB UIMTEIBHOTO TOJIB30BAHUS W OHJIAHH-TIOKYIIOK
Ha DIO0ANBHBIX WHTCPHET-IUIONAKaX KPYHHBIX arperaTopos,
TO ceyac OTYETIMBO HAOMIOmaeTcs CMEIIeHHWe HHTepeca II0-
TpebuTeeil B CTOPOHY TOBApOB IOBCEIHEBHOTO crpoca. Peskui
pOCT moKymaTensckoit aktTuBHOCTH B cermeHTe FMCG otmeueH
B 0030pe Nielsen u ompeneneH Kak JOJTOBPEMEHHBIH TPEHI.
B umcie xapIuHAIBHBIX H3MEHEHHH CTPYKTYPBI MOTPEOHTENb-
CKOTO CHPOCa TAKXKE BBIICIAIOTCS POCT MOKYIIOK C MOOMIIBHBIX
YCTPOWCTB, TpaHCIPaHMYHBIX MOKYMOK M padoTa MO MOIETH
D2C (direct to customer). B 2019 rogy Bech cerMeHT 3€KTPOH-
HoW KomMepiu P® wucumcnsiics 4172 mupa pyo.; 3a mepBoe
noyroaue 2020-ro 00beMbl OHJIAIH-3aKYIOK 3HAYUTEIILHO TIpe-
BBICHJIM YPOBEHb aHAJIOTMYHOTO TEPUOA MPOLUIOTro rofa. JTo
OOBSICHACTCS B TICPBYIO OYepe/Ib BIMSHUEM HOBOM PEabHOCTH,
obycnopienHo# nanaemuein COVID-19, koTopasi oHOBpEeMEH-
HO JlaJla MMITYJIbC PACIIMPEHUIO OHJIAHH-TOPIOBIH, U 3TOT IPO-
ecc MpOAODKAaeTCs HaXke IMOoCie OCTa0iNeHHs KapaHTHHHBIX
Mep, MOCKOJIBKY HAacelICHHE OLCHWIO MPEHMYLIECTBO HHTEp-
HET-TIOKYTIOK. M3MeHeHHe TOTpeOUTENbECKOTO TIOBEACHHS TaKxkKe
oTpakaercs B JaHHbIX Nielsen o pocty Ha 4,2% ypoBHS oxBara
WHTEpHETOM HaceeHus1. OTMeYaeTcsl, 9TO BEIPOC U CETMEHT MO-
OWIIBHOTO MHTEPHETA, KOTOPBIM HOJB3YIOTCS 86,2 MITH YENOBEK,
urto coctaBisaeT 70,5% Hacenenus Poccum.

ITprMeHeHHEe MIMPOKOTO CHEKTPa IKOHOMIYECKHX MOKa3are-
JIeH, 0TOOpaKEHHBIX B U(PPOBOM BHUJIC, TIO3BOJISICT PEaIM30BaTh
BCIO IICTIOYKY OM3HEC-B3aMMOICHCTBYS B OHJIAWH-TIPOCTPAHCTBE.
J17151 KOMMEpPUYECKOTO yCIieXa U BRIMTPHIIIA B KOHKYPEHTHON 0Opb-
6¢ HeoOXomuMo HMH(OPMHPOBATH MOTCHIMATBHBIX ITOTPEOUTE-
neii. C y4eToM MHOTOATAITHOCTH CEJIOK MOSBIISCTCS TPEOOBAHUE
MaKCUMaJbHO 3((EeKTUBHOCTH Kax0ro yTamna. Celfuac XopoIo
u3BecTeH Merox sales funnel (BopoHKa mmpoaax) st MOHUTOPHH-
ra BCEX ITaIoB OM3Hec-IporeccoB. [lepexo/ 3HAYNTENBHOM| oK
OM3HEC-TIPOLICCCOB B OHJIAIH, U3MEpeHHe KOHBepcuil Tpanchop-
MHpYeT 3TOT METOJ B HOBOE KayecTBo conversion funnel (Bopon-
ka koHBepcun). st 3h(HEKTHBHOCTH MOOMIIBHBIX MPUIIOKECHHUN
HEOOXOJMMBI HayYHO OOOCHOBAaHHBIC AJITOPHTMBI, UCIOJB3YIO-
e oOpaTHYIO CBSI3b 10 JaHHBIM O MOTPEOUTEIBCKOH aKTHBHO-
CTH, TTOCTYIAIOIIMM B PEKHUME PEaIbHOTO BpeMeHu. brsHec, mo-
CTPOCHHBII Ha TaKOM IOZIXONE, ¥ HH(OPMAIMOHHAS MTOAEPIKKA
MEHE/DKEPCKHX PEIICHHH Ha 0as3e OIepekarolliuX WHINKATOPOB
MPEIOCTABSIT MPSUMYIIIECTBO B KOHKYPEHTHO# O0phOe.

2. OCHOBHbIE XAPAKTEPUCTUKH
BOPOHKU MPOAAX

BopoHka npojiax mpeacTaBiseT co00i MapKETHHTOBYHO MO-
JIeIb, OTOOpaKaIOUIYI0 TEOPETUUECKUH IIyTh (KOTOPBIH, MO Ha-
IeMy MHEHHIO, MO’)KHO Ha3BaTh a0CTPaKTHBIM ITyTEM) KIIHEHTa
OT O3HAKOMJIEHHS C TOBapOM JI0 3akiitodeHus cienku [Komoco-
Ba, 2019]. Boponky npogax B UeaIbHOM BOILIOMICHAN MOXKHO
MPE/ICTAaBUTh B BUJIC TAKTUYECKOH CXEMbI (popMalii3anuy 11o3-
TaIHOTO IyTH HEKOTOPOTO HICaIbHOrO motpedutens. B aei-

CTBUTEJIBHOCTH TIOKYIATENM JBHUTAIOTCS TI0 TAKOMY aOCTpaKT-
HOMY IyTH HEJIMHEWHO, BO3BPAINAsCh K NPEAbIIYIEMY LIary,
MIEPEOCMBICITIBAsT CBOE JBIDKEHHE, 2 BOSMOXKHO, TEpsisl ITOKYIIa-
TENBCKYI0 CIIOCOOHOCTh WIIM MOTPEOHOCTh B KOHKPETHOM TOBa-
pe. B 1mo6om ciydae BOpOHKA MPOaXK SIBISICTCS 00sI3aTeIbHBIM
3JIEMEHTOM MapKETHHIOBON KOHLIEMINH, TaK KaK MO3BOJISET Ha-
XOIHTH TPOOIIEMHBIE ATAITBl IPOJAX M YCTPaHATh uX. Llensb Bo-
POHKM IPOJIaXK 3aKIII0YACTCS B MPEBPALICHUU ITOTCHIIAIBHOTO
KJIMeHTa B (paKTHIeCKOro TMOKymarensi. BopoHka mpomax cocTo-
UT U3 BHEIIHEH U BHYTPEHHEH JacTeil: oT Hauama abCTpakTHOTO
MyTH, KOTJa ayauTOpHs elle He 3HAKOMa C TOBapOM (BHEILHSS
BOPOHKA), 710 KOHEUHOTO ITyHKTa (BHYTPEHHSIS BOPOHKA) B3aUMO-
JIEUCTBUS MEXKITy TIOCTABIMKOM U ITOKYIIaTeIeM.

IMoka3zarenu BOPOHKH IPOAAX MOXHO Pa3leiUTbh HA KOJIHU-
YEeCTBCHHBIE M KavyeCTBEHHBIE. KoJM4ecTBEHHBIE MOKa3aTelH
[PUMEHSIOTCA JJIsl pacueTa KOHBEPCUU U MO3BOJIAIOT BBIACHUTD,
KaKoW MPOLEHT MOTCHINAIbHBIX KIMEHTOB Mepelies ¢ Mpebl-
Jyliero srtana Ha cienyrounmid. Konsepcus 1udpoBoil BOpoH-
KU TIPOJIa’K PACCUMTHIBACTCSI KaK OTHOIICHHE YHCIIAa KIUEHTOB,
[IPOZIBUTAIOIIUXCS K HOBOMY IlIary BOPOHKH, K UUCIY KJIUEHTOB,
OCTAIOLINXCS Ha MpepIynieM mmare. KadecTBeHHbIE MOKa3aTen
[IO3BOJISAIOT BHUICHUTH IIPUYMHBI HOTEPU KIMEHTOB. AHAIIU3 3TUX
nokaszareyiell Takke II03BOJSIET ONPENEIHTh CYIISCTBYIOIIHE
npoOJIeMHbIE TOUKM U OPraHU30BaTh PaboTy, HANpPABICHHYIO
Ha UX yCTpaHEHHe.

Jlns aHanu3a y3KMX MECT BOPOHKH IIPOAAXK MOXET OBITH
MpOBeNieHa TOCTIeA0BaTeNbHAsl OleHKa BIVSHUS Ha MpPUOBLIb
KOKI0H M3 METPUK: YUCIO MPOUH(OPMUPOBAHHBIX KIMEHTOB
Ha BEpIIMHE BOPOHKW, KOHBEPTALUs HPOHMH(OPMHPOBAHHBIX
KJIMEHTOB B OCYILECTBUBIIMX 3aKa3 U B KOHEUHBIX MOTpeOHTE-
neit [BacumweBa, Jlocesa, 2019]. [lotepn KoHBepcHU 3aBUCST
OT y#oOCTBa caiiTa, yCIOBUI MOKYNKH, IEHHOCTHOTO IPEIOKE-
HUS WM TPOTPaMMBI CKUJIOK, HETIPOTYMaHHOTO IIPOBECHHUS T10-
TEHLHAJIBHOIO KIMEHTa OT BBIOOpA TOBapa 0 crocoba OILIaThl,
JOCTAaBKU U JlaJiee K MOCIENPOIAKHOMY CEPBHCY.

Boponka npofax caifTa MO3BOJSIET YNPaBIATh NPOLIECCOM
Toproeid. [Ipomecc HamaXMBaHUS MOTOKAa 3aHHTEPECOBAHHBIX
MOKyIaTenell MpeAcTaBisieT co0OM nuaoreHepanuio (Il —
MOCETUTENN CalTa, KOTOpble 3aHHTEPECOBAaHBI B IpHOOpeTe-
HHUU TOBapa, OCTaBUIIU CBOIO 3asIBKY WJIU XOTS ObI KOHTAKTHbIE
JTaHHBIC). 3apaHee pa3pabOTaHHBINA CICHAPUI B3aUMOICHCTBHS
C KJIMEHTOM, HaupHasi ¢ MOMEHTa IPUBETCTBHS M 3aKaHUUBas
oopMIICHHEM CJCTIKH, MPEICTABISICT COOOW CKPHIT IMPOIAK
(OBIBAIOT CKPUITHI BXOASILETO 3BOHKA U CKPUITHI UCXOAAIIETO
3BOHKa call-tieHtpa)'.

CoracHO HepapXUueckoi MOAEIM KOMMYHHUKAIUU, BOPOH-
Ke TIPOJaX, YT00BI YTO-TO NMPOJATh, HEOOXOANMO TPOITH ITAIlbI
KOMMYHHKAIH C KIIMEHTOM OT IPUBJICYCHUS] BHUMAHUS K MPE-
JIO’)KEHHOMY TOBapy 10 YOSKISHHOCTH B IPaBIILHOCTH BBIOODA,
YTO NMPUBEJET K MOKYIIKE, IIPU 3TOM YHCIIO NOTEHIUAIBHBIX KIIU-
€HTOB Ha Ka)XJIOM M3 ATaIlOB COKPAIIAETCs. 3a CTO JIET, IPOIIe-
HIMX ¢ MOMEHTA MOSBIECHHS 3TOT0 TEPMHUHA, IPUHLIUIIBI TPOJAKHU
OCTaJICh HEM3MEHHBIMU.

«Hacrosimumii mpoaaBel-KOHCYIBTaHT JIOJKEH OBITh XOpO-
[IMM MapKEeTOJIOTOM, CMOTDSIIMM Ha BCE INIA3aMH IOKyIaTes
U YMEIOIUM IOJTrOTOBUTH MOKYIATENs K MOKYIIKE» — 3TO CJIO0-
Ba Y. TayHceHna, KOTOPBIM MPEAIOKUI MAPKETHHTOBYIO MOJIENb

analiz-primery.html#4.
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«BOpOHKa Tpomaxk» B 1924 romy B pazBurue mopenn AIDA
(Attention — BHHMaHue, Interest — uHTepec, Desire — xenanue,
Action — neiicTBue), pazpaboranHoi O. JIbtoucom B 1896 rogmy.

A. Ilerepcon B 1959 rony omyOnukoBa BU3yalbHBII 00pa3
BOPOHKH Tipopax B kHure «IIpomaxku B dapmarieBTHKe, “mera-
nu3anus’” ¥ TPEHUHT npoaax». OMUChIBas BAXKHOCTD JIBUKCHHS
OT O0IIETro K YaCTHOMY, aBTOP OTMETHI: «DTO MOKHO CPaBHHUTH
C JIBIDKCHHEM BEILECTBA Y€Pe3 BOPOHKY MM V-00pasHblil mep-
KOISITOp». Takoe MBM)KEHHE OH HAa3Baj BOPOHKOHM MPOTPECCHH
[ITerepcon, 1959].

Bapmant kimaccwmueckod MOAENH BHIOW3MEHEH MHOTHMU
COBPEMEHHBIMU aBTOpami, TakuMu Kak I"JDx. @punman [Opu-
mMaH, 2018], K. Cmut [Cmur, 2018], 1.b. Mann [Mans, 2019],
A.Il. PenbeB [PenbeB, 2015]. [omaroBslii miaH mo mnpusieye-
HHUIO TIOTEHIMANBHBIX KIMEHTOB 4epe3 MHTEPHET pa3paboTaH
Cmutom B [Cmut, 2018]. @puamaH pacKpbiBaeT METO/IBI IPEBpa-
[IEHHS! TOTSHIMAIBHBIX IOKYIaTelIel B TeX, KTO ICHCTBUTEIBHO
MOKYIIaeT.

KoHkperHas, neTanu3npoBaHHash BEpCcHsl BOPOHKH MPOAAX
MOXXET OBbITh Pa3HOH I pa3HbIX TUIIOB OM3HECA B 3aBHCUMO-
CTH OT TOTO, KaKkue MpoOJIieMbl HEOOXOIMMO PEelInTh. Turmosas
BOPOHKA NPOJaX B UHTEPHET-MapKETUHIE HA3bIBACTCSI BOPOHKOU
KOHBEPCHH. VIHTEpHET-TEXHONOTHH IO3BOJAIOT KOHTPOIHPO-
BaTh KOJIMYECTBEHHBIE MOKa3aTeId KO3()(HIUEHTOB KOHBEPCHU
Ha Pa3IUIHBIX dTarax.

Icuxonorus paccMaTpuBaeT NPOJNaKy TOBapOB U YCIyTr
KaKk TOBOX W MNPUYMHY JUII KOMMYHHKAIMH, TPOHCXOSIICH
Ha OCHOBE 3aKOHOB KOMMYHMKAIIUH.

B 1896 romy omHy ®W3 MEpBBIX HEpapXHUECKAX MOJENen
KOMMYHHKaIMu Tpeaokun Jlstouc, chopMynupoBas JO3yHT
«[IpuBnekaTb BHUMaHHWE, IMOANEPKUBAThH HHTEPEC, CO3/IaBaTh
xenaHue». [1o3xe oH 10OAaBUIT YETBEPTHINH TE3UC — IIOIYYUTh
nericteue». B 1916 romy ncuxonor I.®. Anamc nucan, 9to mcu-
XOJIOTHYECKUE COCTOSHUS «OLIyLIEHHE, BHUMAHUE, aCCOLUALUS,
CIIMSIHUE, TIaMsITh, BHEIIHUM BHUI W IEHCTBHE» JOJDKHBI OBITH
YUYTEHBI [IPU PEKJIAMHUPOBAHUHU U B MPOJIAXKE.

YemoBeKOM MOXKHO YIIPABIATH NPH JOCTaTOYHOM Hadope
ctuMynoB. [log Bo3aelCTBHEM BHYTPEHHUX W BHEIIHHX (ak-
TOPOB OH HCIIBITBIBAET CO3HATENIbHBIE COCTOSHHS: BHUMAHUE,
UHTEpecC, JKellaHue, AelicTBUe, yhoBieTBopeHue. Koppektupys
BHEUIHUE (aKTOPBI, MOXKHO CITIOCOOCTBOBATH TIEPEXOTY YETIOBEKA
U3 OJIHOTO COCTOSIHUS B JIPYro€ U Aajnee — K UTOTOBOMY COCTOSI-
HUIO YOBJIETBOPEHHOCTH.

[To3nHee KOMMYHHMKAaTHBHYIO MOJAENb CTald IMPUMEHSThH
W JUIsl IPOTHO3UPOBAHKSA MpoNaX. B HacTosiee BpeMs: MOIENb
UCTIONB3YyeTCsl TAKXKe UL PYKOBOJCTBA PEKJIAMHBIMU KaMIIaHU-
SIMH, HalleJIeHHBIMH Ha Pa3JIMYHBIE CIIOCOOBI MOMCKA TOBAapOB
KIJIIEHTOM B HHTEpHETE.

3. MOCTAHOBKA 3AAAYN

HeobOxoaumoe st 3pPEeKTUBHON KOMMEpPYECKOH JAesTelb-
HOCTH TIPOTHO3MPOBAaHHE JOJDKHO PAacCMaTpUBAaTh MHOKECTBO
9TAroB B3aUMOJCUCTBUS C MOTPEOUTEIBCKUM MyJoM. IIprme-
HSeMOe B aHAJIMTHKE TpeICTaBleHHe mporecca B Buue sales
funnel nmpoko pacHpoCTpaHEHO VIS OLICHKU PE3YJIBbTAaTOB IPO-
nax. OHAKO TaKOW HHCTPYMEHT pa3paboTaH i o(aaiH-1mpo-
K U gBisieTcst He Oosee yeM ynoOHOW aOcrpakuumeir. Kpome
TOTO, pe3yiabTarThl HCMONb30BaHHs sales funnel orpaHuueHbI

TeM, YTO B JaHHOW MOIeNnHu (GUTypUpYIOT 3ala3abIBaIoNIHe T10-
kasarenu. [Ipoucxofsiiye B OHJIANH-TOProBIe MPOIECCHI TO-
3BOJISIIOT KOPEHHBIM 00pazoM TpaHchopmupoBars sales funnel
U TPEBPATUTh €r0 B MOUIHBI WHCTPYMEHT MPOTHO3MPOBAHUS
Om3HEeca ¢ BO3MOKHOCTBIO OOBEKTUBHOW OIIEHKH BCEX JTAIlOB
KOMMEPUECKOro B3auMonercTBust. s Takoro mepexozna HeoO-
X0AuMO c(HOPMYITHPOBATh KOPEHHBIE OTIHYHS €r0 IPHUMEHEHHUS
Ha COBpEMEHHOM 3Tare. HauanbHbIM U KOHEUHBIN 3Tamnsl — co-
OTBETCTBEHHO, MEPCIEKTUBHBIE KIMEHTHI, HeC(HOPMHUPOBAHHEIE
MPENNOYTEHHST U TIOCTaBKa MPOMYKTa — OTPAXKAIOT B MPUHIIUTIC
OJIMH U TOT K¢ HaOOp MOTpeOUTENei, HO UCTOYHHUKH CBEICHHIA —
UH()OPMUPOBAHHOCTD U JIOSIIBHOCTD MOTPEOUTEICH — COBEPIICH-
Ho npyrue. Ecnu B sales funnel Hcmosb3yroTess METOIBI B3aHMO-
neiictBust Tuna cold call, To B oHnaiiH-pexxume 310 OynyT, COOT-
BETCTBCHHO, IEJICBbIC CTpaHUIIbI, Wi landing page, cooOieHus
blog posts u OHJIAMH-TPEKUHT CIy>KObI, KypbepcKasi JOCTaBKa,
OHaiH-0aHKUHL. Takke MOXHO HHTEPIPETHPOBATH TTEPEXOIBI
U3 PSKUMOB OGIaiiH TS CISAYIONIMX ITAMOB: HAYaIbHbBIA KOH-
TaKT, ONpPEACICHHe CIIPOCa, OLCHKA MOTEHIUATBHON MOKYIIKH,
HAMEPEHUsI, TIOKYTKa. DTO OYIyT, COOTBETCTBEHHO, MPOSIBUBIIIHE
WHTepeC MOTeHIINAIbHBIEC KIIMEHTHI, yTOYHeHHe Habopa TpeboBa-
HHi, KOHTCHTHBIC CAlThI, TAPTETUPOBAHHBI MAPKETHHT, PEKIIa-
Ma Ha COIMANBHBIX TUIaTGOpMax, SCTUMAIHs ITOTEHIIHATbHBIX
BO3MOXKHOCTEH. DTanbl 0QepThl, KATBKYISIUH OyIyT MpeCcTaB-
ATk coboit cnenyrommii Habop: SEO — mouckoBas onTHMHU3a-
s (search engine optimization), SEM — mOMCKOBBI Mapke-
tuHr (Search Engine Marketing), BupycHbIit MapkeTuHr (viral
advertising), IFO (Irresistible Free Offer). CoBemanue, o6cyx-
JIEHUE Pa3HOTIIACHH, BO3PAKEHHUH, OKOHYATEIIEHOE TIPEITIOKEHUE
MpEeBpAIaeTCs B PETHCTPALIUIO KJIUSHTA U TONUCKY Ha YCITyTH.
OTIenbHO OTMETHM JIOBEIECHHUE CHIENKH 10 KOHIA, KOTOpPOe Te-
Mepb UMEET BHJ[ «CUCTEMa O(GOPMIICHUS MPOAYKIIUIY», KAHTEP-
HET-OaHKUHTY.

3ajaua HACTOSINETO MCCIIEMOBAHUS 3aKiodaeTcs B (opma-
JIM30BAaHHOM OITMCAHUH 3TalloOB OHJIAMH-B3aMMOJECHCTBHSA, CO-
CTaBJICHUH MAaTEMaTHYCCKOW MOJIENTH U MOMCKE METOIOB OITH-
MH3aLIH KOMMEPYECKOTo Mporecca B JaHHOH Iapanurme.

4. MATEMATHUYHECKAS MOAEAb

[TockonbKy mporiecc B3aUMOACHCTBHS C TIOTPEOUTEISIMHA TO-
BapoB M YCIIYT pa3lelieH Ha Psifl STaroB, BBEIEM COOTBETCTBYIO-
mryto ock X. Bmoms 370t ocu mepeMeniaercsi KIMEHT, MTPOXOAS
CTaJui KOMMEPYECKOro Mpolecca OT MHHULHUALMK €ro MHTepe-
ca 10 3aBepIIAONIETO CIENKY MEepedrcIeHus] JeHer [Sergeev,
2015]. dns KONMUYECTBEHHOTO ONMCAHUS CUTYallul B JTUHAMHKE
Ha Ka)XIIOM 3Tarie BIOoJIb X OyeM OTKIIaIbIBaTh 3HaUeHue O, Ync-
JICHHO paBHOE TaKMM KOMMEPYECKUM TI0Ka3aTelisiM, KaK 3alpOChl
KJIIMEHTOB, CeTaHHbIe O(ePTH, 3aKIIOUCHHBIE KOHTPAKTHI U T.1.
Ha xaxnaelif crnepyrommid 3Tan MEPEXOAUT YMEHBILIAIOIIEECS
YKCJIO MOTCHIHANBHBIX MoTpeduTeneil. Takum oOpa3om, HabIrO-
naeM (yHKIMOHAIBHYIO 3aBUCUMOCTh ()(X,f) HE TOJNBKO 1O OCH
sTanoB X, HO W OT BpeMeHH f. Takoil (opmanu3m oTpaxaert
YPOBEHb 3aIpoca MOTEeHIUAIBHBIX NOTpeOuTeIeH, HaXOAAIINX-
cs B MOMEHT { Ha dTare x€X Ha MpeiaraeMbelii TOBap WIN ycC-
nyry. Ecnu onpenenuts BHPTyanbHBIA CIOBHUI MOTPEOHUTEINS C
t=t" Boonb X HAYMHASA OT HEKOTOPOT'O ITAIA X, 0 MOCIETYIOIIET0
X,, TO MOYHO 3aIlMCaTh JUlsl OLUEHKM MOTEPh W MOTEHIUATBHBIX
KJIMEHTOB CJIE/IyIONIee BRIpaKeHUE:
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CTpaTernyeckyie VCK-
PeLeHn HEKMEHT
W:_Q(x:,t}’()z:g(xl,l*)_ (1)

DTOT moKaszareidb HOCUT Ha3BaHHE bounce rate M CIyKHUT
Ui orpenencHusT 3(QEKTUBHOCTH pabOThl KOMMEPYECKHUX
ciryx0 Ha TaHHOM dTarne. [IpenenbHble 3HAUSHUS TIPH MIEPEXOe
X, — X, al0T MTHOBEHHOE 3HA4Y€HHE W, YHCIIEHHO PaBHOE YacT-

o |,

x=x
1

HO# TIPOM3BOIHOI: lim W = — 22

Takum oOpa3oMm, ypoBeHb bounce rate MeHSETCS BIOJb
ocu X, ¥ CyTh TIEPEMEHHOM W 3aKITio4aeTCsl B CTEIICHU CYKCHHS
sales funnel. ®u3nUecKky 3TO 0O3HAYAET COOTHOIICHHE KOJIHYE-
cTBa —% i X]At MOTCHIIUABHBIX KIIMEHTOB, 32 MEPHO]] BpeMe-
HHE Af IEPEIMEANIX Ha 3TAll X,, K YMEHBIIUBIIEMYCS HX YHCITY

el
7872 N At Ha BBIXOZIEC U3 X, 210 BBIPAXXacTCsA COOTHOLICHHUEM

X =

(W(x) — W) At = _%

X=x x:sz[>' 2)

Taxkas 3a/1a4a BOSHHKAET B I[EJIOM PsiJIe IPIIIOKEHUH TEOpUn
MaccoBOro 00ciyxuBaHus. JlelCTBUTENBHO, B 3TOM clly4yae Ma-
TeMaTHYecKkue (HOpMaIH3MBl OTPAKAIOT MTPOIIECC MTPOXOKICHHS
MEPBOHAYAJILHOTO IIOTOKA 4Yepe3 IOCJIEA0BaTEIbHOCTh MYHK-
TOB OOCIY)XUBAaHUS, B KaXKIOM M3 KOTOPBIX MPOUCXOMAT MOTeE-
PH €ro MHTEHCHBHOCTH. TaKylO OIEpalHi0 BO3MOXHO Ipen-
CTaBHUTh B BHJE IOCIEIOBATEILHOTO IPOBENCHUS OIEpaIii:
Tq s qu, e Tq , TII€ ¢, — BEPOSITHOCTH MIOTCHIINATIBHOTO KINCHTA
MEPENTH U3 CTaINH KOMMEPUIECKOTo ITpoliecca i Ha CIACIYIOIYO.
COOTBETCTBEHHO, MOTEPU MPHU ITOM MPOUCXOAST C YaCTOTOU
p, =1 —q,. Jlns BOSMOKHOCTH IPUMEHEHHS TEOPEMBI PeHbH 13-
MeHuM Macmtab Bpemenu [Sergeev, 2016]. Koadpunuenrom
IO IIKane BpeMeHu OyzneT Ipu 3ToM BemwunHa (¢,) . Torma co-
1acHO TeopeMe PeHbH nocie10BaTelIbHOE IIPOXOXKACHUE Yepe3
CTaIlH KOMMEPYECKOTO B3aMMOJCHCTBHS SKBHBAJICHTHO IIpe-
00pa3oBaHUIO Tq g [Ipu 3TOM mOCNEnOBaTENBHOCTh TAKUX
yOBIBAFOIITHX HOTOKOB OyIeT CXOMUTHCS C BBICOKOW CTEIICHBIO
JIOCTOBEPHOCTH K IIyaCCOHOBCKOMY MOTOKY. 111 3TOr0 HEOOX0-
JIMMO BBITIOJIHEHHE YCIOBUN OMHOPOMHOCTH: limqi- g2 ... g. = 0,
YTO Ha MpaKTHKE 03Ha4yaeT OJIM3KUE 10 3(1)cbé'12;nBH00Tn oKa-
3arenid paboThl ATAMOB KOMMEPYECKOro B3aumoeicTus. [1o-
JYYEHHBIH pe3yJbTaT NO3BOJIAET MEPEUTH K MaTEMAaTHUYECKOMY
MOJICITUPOBAHUIO YPOBHS OPTaHU3ALUH B3aHMOICHCTBHS C T10-
TpeOuTesleM Ha BCEX 3Talax Mpolecca Mpoaax TOBapOB U yC-
JIYT.

5. SKOHOMUKO-MATEMATHNYECKOE
MOAEAUPOBAHUE

IMomyyeHHOE MaTeMaTHYECKOE ONMMCAHHE HEOOXOOUMO CBS-
3aTh C IIOKa3aTe/sIMH KayecTBa BeleHHs OmsHeca. st 3TOrO
BBesieM QyHKIMIO g(x) s yuera uuaekca Key Performance
Indicator (KPI), xortopslii ompeznensier 3¢¢GeKTUBHOCTh Opra-
HU3ALMM KOMMEPYECKOro IIPOLECCa Ha JTale X = X, X,, ..., X,,
rae N — 4uciIo 3TanoB B3auMOAEHCTBUsA. Takol MHTErpaIbHbIN
MOKa3aTesb OTPaKaeT KaK CTENeHb 3aHHTEPECOBAHHOCTH OTEH-
[HATbHBIX KIUCHTOB, TaK U MpodeccroHanm3M pa3paboTIHKOB
Om3Hec-cxeM, MOOWJIBHBIX TIPHIOKEHHH W YPOBEHb HCIIOIB30-
BaHHUS TEXHOIIOTMYECKUX BO3MOXKHOCTEH OHaitH-Toprosmu. Ka-
YeCcTBO pabOTHI Ha JTare X TeM BBIIIE, YeM OoJbliee 3HAYCHHE
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umeer g(x) [Kypoukuna u np., 2018a]. [Ipu nepexose K NOHITHIO
KOHBEPCHUM Ha 3TaIle X €€ YPOBEHb OINPeesieTCs U3 (POPMYIIbI

2)" Ax(Q(x.) ~ O(v.1) = 4(x). 3

Jns popManu3oBaHHOIO ydeTa HEOIaronpuUsTHOrO BO3JEH-
CTBHSI KOHKYPEHTHO# Cpe/ibl Ha YpOBEeHb bounce rate 7 HeoOxo-
JIMMO Takxke BBecTU (PyHKIMIO D(x,f). DTOT MHTETpalbHbIHA 10-
Ka3areJb YUUTHIBACT ACSATEIFHOCTh KOHKYPEHTOB, OTBIIEKAIOIINX
4acTh KJIUEHTCKOIO IIyJa, U3MEHEHUE 3aKOHOJATEIbCTBA, BIIUS-
HHE JIPYTUX PEIHOYHBIX (hakTopoB. ObIIee ypaBHEHHE THHAMHUKA
B 3TOM CIIy4ac UMEeT BUJ:

,% ‘ . At 7(7% - At) =g.'Ax(AQ - D(x,t)Al)’ 4)
YTO TTO3BOJISIET, IPIMEHUB TeopeMy Jlarpamxka, 3amicarb JTHHA-
MHYECKYI0 MOJETIb Ipoliecca B BUE

8224 n(xn)=%. (5)

Janee mnpussxkem mnokazarenn KPI [Borisoglebskaya,
Sergeev, 2018]. st 5TOr0 MPOU3BOAUTENFHOCTE CPE/ICTB B3aU-
MOJIEHCTBHSA ¢ NOTPEOUTENAMHU 0003HAYUM KaK L, , TIE 71 — HOMEP
srana no ocu X. IlnoTHOCTH 3anpocoB Ha BXxoae X 0003HAYMM
KaK A, YACIO JOCTYNHBIX Ui KJIMEHTOB KAHAJIOB B3aUMOMIEH-
CTBHUS PaBHO 1 (HAIIPUMeEDP, CTETIEHb NPOU3BOIUTEILHOCTH TIPO-
rpaMMHO pPEaJM30BaHHBIX MOOWJIBHBIX NpHIOKeHHH). Pacuer

KOHBEPCHH TIPOBOIMM C IPUMEHEHHEM (OPMYJIBI
-1

LY
1- n
/1:;” m ﬂﬁ/’\ ﬂ:’“ [m #”]
g=l-— St s || - (6)
m o ml Sk, oml 2

[Ipu sTOM BO3mEHCTBHE KOHKYPEHTHOW CpEIbl YIHTHIBAEM
MOTEPSIMH  [TOTCHIIMANIBHBIX TOTPEOUTENCH, PacCUNTHIBAEMBIX
o ¢opmyie:

B A m T m
D(x,1) :1,@[2ﬂ+£y} iy

A=k m! m!
e o, =A,/pu,; y=y—% . ™
(m+k%)

6. PACHET

Jns pacdera NTUHAMHKH OHM3HEC-TIpOIEcCa PACCUHTHIBAEM
BXOJIHOM MOTOK MOTCHIUATBHBIX OTPEOHUTENCH ¢ MPUMEHECHHEM
ypasrenus ®epxronbera [Sergeev, 2018]. ITpu stom O, (f) — 06b-
€M MOTEHIMATBHBIX TIOTPeOuTENeH B Hadae MPOABMKEHUS, { —
MO/ PKHUBAFOLIAsl EMKOCTh PBIHKA, 6 — TMHAMIKA OTPEOUTENh-
ckux npexnnourenuii [Iliashenko et al., 2018]. Vcnone3yem co-
OTHOILICHHUE

dO,(t (1)
190 _90,0[1-22). (8)

B npomecce pacuera ¢ mpumenennemM IBM Hamu ucmons-
30BAJIOCH AHAJIUTHYECKOE PELICHHE YPABHEHMSI B KBaJpaTypax
crnenyrotero Buna [Sergeev et al., 2016]:

Q Q* o

Q0= G g . ©)

Heo0xoqumMo 0TMETHTb, YTO JaHHOE COOTHOLIEHUE, WU JIO-
rucTHieckas S-QyHKIUS, TOJDKHO UMETh CTapTOBOE 3HAYCHHE,
OTIIMYHOE OT HYJSl, YTO Ha IPAKTHUKE COOTBETCTBYET 00beMy
mpe/3aKa3oB Ha ToBap wiu ycnyry [Kypoukuna u ap., 2018b].
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Puc. 1. O6uiee
MOJIeTMpPOBaHMe IpoLecca

Puc. 2. ITouck
ONTHMA/IbHOTO pelleHNs

NUMBER

Misite

S
e

Torma, B3SB MEPBYI0 MPOU3BOMHYIO, Cpa3y MOIYYHUM JIHHAMH-
Ky M3MCHCHHUSI MHTCHCHBHOCTH IIOTOKa KIMCHTCKHX 3alpPOCOB,
WK TIOTOKA Ha BXOJIC B BOPOHKY KOHBEPCHH, KOTOPas PACCUUTHI-
BaeTcs 1o Gopmyrie

0QQ0,e"(Q-0))
[Q+Q " -D] "

VY4er IHUCKPETHOCTH Mpolecca MPOM3BOAUTCS HE TOJBKO
[0 CYETHOMY Habopy 3TanoB, HO U IO BpeMeHHU. Tak Kak auc-
KpeTHoe ypaBHeHHe DepXionbeTa Mmpu 9ToM TpaHchopMupyercst
B oToOpakeHue Deiirendayma, To €ro oueHb YJ00HO PUMEHSTh
UL IPaKTUIECKUX pacdeToB ¢ peanmzanueit Ha DBM [Sergeev
etal., 2019].

Iporecc oHnaitH-B3anMoaeHcTBHSA (pHC. 1) paccunThIBaCTCS
¢ IpUMEHEHUeM IpecTaBiaeHHol moznenu. Ha puc. 2 npencras-
JIEH pe3yNbTaT pacueTa ONTHMAIBHOTO OM3HEC-B3aMMOICHCTBHSL.
JIn1s1 3TOTO IpH pacyere 0 MaTeMaTH4eCcKOH MOJIENH UCIIOIb30-
BaJICSI TIOKA3aTeNb IEKPEMEHTa YKCIIOHEHIINATBHON PETPECCHH.

Pe3ynbTaThl pacueToB MO3BOJISIOT CBECTU B TaOIMIYy ynoO-
HBIE JUTS MMPAaKTUIECKOTO MPUMEHEHHs JaHHbIE 110 KaueCTBY Op-
raHU3alMKd KOMMEpUYECKoro npotuecca (tadi. 1).

(0= (10

Ta6muia 1. CreneHb KauecTBa KOMMEPUECKOI CITy>KObI

YpoBeHb padoThl JexpemeHnT | /lekpeMeHT

npu N=8 | mpuN=12

KOMMep4YecKoi CJIy:KObI

OntuManbHOE B3aMMOJICHCTBHE
a 0,10 0,08
Ha BCEX dTanax

XopoIo OpraHu30BaH 0.14 0.12
KOMMEpUYECKHH IpoLecc > ?

Hwmerotes pezepBbl NOBBIICHUS 021 0.18
Ka4yeCTBa B3aMMOICHCTBHSI > >

TIpoucxonsr morepu
P o P 0,30 0,22
IOTEHLUANBHEIX KIHEHTOB

Cnabo opraHu3oBaHa 0.42 027
KOMMepUecKas Clryxoa

IInoxast paboTa ¢ KIMeHTaMH,

OOJBIIMHCTBO IOTpeOHTEIeH 0.50 032
OTKAa3BbIBAIOTCS OT TOBAPOB > ?

U yCIIyT

7. 3AKAIOYHEHUE

Hudposas Tpanchopmanus chepsl yCIyr MPeACTaBIsLET CO-
6o#i cnoxkHbIi niporiece [Kalinina et al., 2019]. Cnenyer yuuThi-
BaTh Pa3IMYHbIC ACTIEKThI IU(POBHU3AIMH, B TOM YHCIIC U COLHU-
anpHbIe [Burlankov et al., 2020]. Sales funnel Bo3HKK Kak MeTOJ
OIICHKU PabOThI KOMITAHUH C TOTPEOUTENSIMU. [IpH 3TOM HCIIOIb-
30BaHHE TAKOTO MHCTpyMEHTa 3()(GEKTUBHO VIS TEX BUIOB OH3-
Heca, IS KOTOPBIX XapaKTepPeH JIOATHi MPOLECC MPOAaxK, BaXKCH
BBICOKHI YPOBEHb B3aHMOJICHCTBHUS C MOTEHIMAIBLHBIMHI KIIHEH-
TaMH TOBApPOB U YCIIYT, a TAKXKE aKTHBHO MPHUBJICKAIOTCSI HOBBIC
notpebuteny. B Takom Buae oQuaitH-TOProBIN HCIOIB30BAHIE
sales funnel npuemnemo B cermenrax B2B, B2C. KauectBeH-
HBII CKauOK YPOBHS OHJIAHH-TOPTOBIH 32 MOCIEIHHE MECSIBI
COIPOBOXKIACTCS IEPEXOIOM ITIpoliecca B3aUMOJCHCTBUSL B UH-
TEPHET, a TaKKe pacIIMpeHrneM criekTpa B3aumoaerictust D2C.
VIMEHHO OT Ka4decTBa pa3pabOTKU CAfiTOB, TOPrOBBIX MOPTAJIOB,
wiarhopM, MHTErPallMU C JIPYTUMH CEPBHCAMH 3aBHUCHUT CTe-
MeHb KOHBEPCUH MOTCHIMANBHBIX MOTPEOUTENeH MpH mepexoe
OT OJIHOTO 3Tarna B3aMMOJICUCTBUS K Ipyromy. Takum oOpazom,
HaOmonaercss Tpancdopmanus rmporecca B conversion funnel.
HecMoTpst Ha cXOkecTh Ha3HAUYCHWS MPOLIECCOB BHYTPH I3THX
JIBYX MHCTPYMEHTOB MPOJBHKECHHSI TOBAPOB U YCIYT, OHU MPUH-
LUITHATIBHO pa3inyaroTcs. Bo-nmepBrIx, 310 mepexon kK nudpoBo-
MY BHPTYaJIbHOMY B3aHMOJICHCTBHIO 1 paboTa B PeXKUME pealib-
HOTO BpeMeHH. Bo-BTOpEIX, IMPOKOE pacpOoCTpaHEHHE CalTOB
arperaropoB, KOTOPbIE JAal0T OOJIbIINE BO3MOKHOCTH JUIS OXBaTa
KJIIMEHTCKOTO IyJna. HakoHel, B-TpeTbUX, — M 9TO caMoe IIIaBHOE,
— JUTSl KOMMEPUYECKOTO MPEANPUATHS OTKPHIBACTCS BO3MOXKHOCTD
KOPPEKTHPOBATh CBOIO CTPATETHIO PHIHOYHOTO B3aUMOICHCTBUS,
ONTUMH3UPOBATh BCE ITAIbI OM3HEC-IIPOLIECCA 3a CUET AJITOPUT-
MOB, OCHOBaHHBIX Ha OTEPEKAIOIINX YKOHOMHIECKUX ITOKa3aTe-
JISIX.

Wutepnperaiieli MONMYyYEHHBIX pPE3y/lbTaTOB OyleT Ha-
0Op CpPEencTB, COCTABISIONIMX OCHOBY MPOTPAMMHBIX PEIICHHIM
B BHJIE DKCIEPTHBIX CUCTEM MPHUHATHS YIPAaBICHUECKHUX pellle-
HHUIl Ha KOMMEPYECKOM MpeAnpHATHH. JleTanu3aius mocaeao-
BaTeNbHBIX (a3 BOPOHKH KOHBEPCHH TIO3BOJISIET C OTIEPEKEHUEM
BBISIBUTH MPOOJIeMbl OpraHu3aiy ousneca. Takke MOSBISETCS
BO3MO)KHOCTD B PEKHME PEalbHOTO BPEMEHH MPOTHO3HPOBATH
Oymynmii cpoc W HeoOXoAUMbIC WHBECTUIMH. (PHHAHCOBOE
1 SKOHOMHYECKOE IUTaHUPOBAaHHE ITPY STOM IIPOBOIUTCS Ha Oaze
Hay4YHO 0OOCHOBAHHOI'O, B3BELICHHOTO aHAJIN3a C NPHUBJICUCHU-
€M METO/IOB ONTHUMHU3AIINH.
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