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AHHOTaUus

Lenbto cTaThy SBISETCS aHAIU3 OTPEOUTEIBCKOTO TOBEACHHS U ()OPMHUPOBAHKE IEHHOCTHOTO MPEJIIOKEHNS Ha PHIHKE BUHOACNBIECKON poaykuun. [Iposenexn
aHaJIM3 MPOJIAX BUHOAEIBFYECKOM MPOAYKINH U PENOYTEHUI B BRIOOPE aJIKOTOJIbHBIX HAMMTKOB B Poccun. AHanu3 GasupoBaicst Ha onpoce 372 poccuiickux
noTpeduTeNnell BUHOAEIBYECKOI POTYKIINH, a TaKKe 47 BUHOJETBYECKUX KOMITAaHUI U3 IIECTH POCCUIICKUX pernoHoB. Onpoc mokasal, 4To Haubosee HeHHBIMU
pIs: s npomaonmeneﬁ n HOTpBGHTeHeﬁ BUHA SBIISKOTCSA cneayloume xapaKTepHchn: BKyCOBBIe Ka4yeCTBa M 1I€HA, COOTHOIIICHHUE «II€HA — KAa4Y€CTBO», DCTCTUKA
(1M3aiiH U yIakoBKa), COCTaB, OPeH/I, BO3MOXKHOCTh JIETYCTAllUH, a TAK)KE CTPaHa-TIPOM3BOANTENb. B TO K€ BpeMs MOYKHO BBIJICIUTD PSJ PA3INYAIOLIUXCS IPH-
3HAKOB Me)KZ[y LEHHOCTBIO JJIs1 HOTpG6PITCIIeI>’I U NEHHOCTBHIO JIs1 BUHOICIIBYCCKUX KOMHaHMfI. Pesym,TaTaMn HCCJIICAOBAHUA CTAJIM BBIBOABI O TOM, YTO HpOI/IS-
BOJMTENN BUHA JIOJDKHBI YYUTHIBATH MPU ()OPMUPOBAHMY IIEHHOCTHOTO TPEITIOKEHHsI BHEIIHUN BUJT YIIAKOBKH, PACKPBITHE HHPOPMALIMK O MPOAYKTE, a TAKIKE
HpeﬂyCManI/IBaTL CKHUJIKA U aKIIUH.

KJIIO‘ieBble CJIOBA: BUHOACIIBYCCKAs HpOMBIHIJ'IeHHOCTL, HOTpe6PITeJ'II)CKOB MOBCACHHUE, NCHHOCTH JJIA I'IOTpe6I/ITeJ'I$I, (I)OpMI/IpOBaHI/Ie LEHHOCTHU HpOPISBOI[I/ITe-
JIeM, KapTa IICHHOCTH, npo;[axca BHH B POCCI/IPI.
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Abstract

The purpose of this article is to analyze consumer behavior and the formation of value proposition in the market of wine products. The analysis of sales of wine
products, as well as the analysis of preferences in the choice of alcoholic beverages in Russia has been carried out. The analysis was based on a survey of 372
Russian consumers of wine products, as well as 47 wine companies from six Russian regions. The survey showed that the most valuable characteristics for wine
producers and consumers are the following: taste and price, price-quality ratio, aesthetics (design and packaging), composition, brand, possibility to taste and
country of production. At the same time, it is possible to distinguish a number of different features between the value for consumers and the formation of the value
proposition wine companies and consumers distinguish. The results of this study were the conclusions that wine producers should consider in the formation of the
value proposition: the appearance of packaging, product disclosure, discounts and promotions.

Keywords: wine industry, consumer behavior, value for the consumer, value formation by the producer, value map, wine sales in Russia.

For citation:
Khachatryan A.A. (2021). The consumer behavior and the formation of value in the Russian market of wine products. Strategic Decisions and Risk Management,
12(4): 322-334. DOL: 10.17747/2618-947X-2021-4-322-334. (In Russ.)

BeeaeHWe

B mocnennee pecstunerne OAHON W3 TMPHOPHTETHBIX OT-
pacneii B skoHOMuKe Poccuu crana BHHOJENIBYECKas TPOMBIII-
JICHHOCTh. [IpoyKiMsi, TPOW3BOJAMMAs Ha BUHOICIBICCKUX
MIPEANIPUATHSIX, UMEET BBICOKHH MOTPEOUTENbCKHUI cripoc, 00e-
CIeYrBasi MOCTYIUICHHE JICHEKHBIX CPEJICTB B PETMOHAIBHBIN U
(enepanbHbIi OIOKETHI.

B Coserckom Corose HacunThIBaiaoch Oonee 200 ThIC. Ta BH-
HOTPA/IHUKOB. AHTHAJKOroyibHas kamnanusi 1985-1987 romnos
HaHECJIa OTPOMHBIN YPOH COBETCKOM BUHOJEIBFIECKOM MPOMBIIII-
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JICHHOCTH, TIPUBENA K COKPAIICHHIO TIONIA I BUHOTPATHbIX Ha-
CaXX/IEHUH W crmaxy Mpon3BOACTBA. HoBeWImii BUTOK pa3BUTHS
poccuiickoe BHHOAENNE MONydmto Jimiib B Hadane 2000-x, HO
OTpacilb JI0 CUX MOP HYKIAETCS B 3HAYUTEIBHBIX MHBECTUIIMSIX
Y MHHOBAI[MOHHOM Pa3BHUTHH.

B coBpemMeHHBIX YCIOBHUSIX Ha POCCHICKOM PBIHKE €CTh PSI
HEeOIaronpusITHBIX (HaKTOPOB, MPHUBOSAIINX K BBICOKOMY YPOBHIO
HEONPEICIICHHOCTH, TUHAMU3MY U BPaXICOHOCTH, YTO TpeOyeT
OT KOMITaHU# ()OPMUPOBAHUSI CTPATETHH, 00CCTICUHBAIOIICH J0JI-
TOCPOYHYH0 KOHKYPEHTOCIOCOOHOCTh U YCIICIIHOCTh OM3HECa.

Online-Bepcua xypHana www.jsdrm.ru
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IIpon3BoacTBO BHHOAENBUECKOW MpoayKiun B Poccunm
COCTaBIISICT JIUIIb 7% OT BCEro BBINYyCKa aJIKOTOJIBHOHM IMpo-
IYKIUU B 00beMHOM BhIpakeHHHU (80% MPUXOAUTCS Ha MHBO,
8% — Ha BozKy). BuHOTrpagapcTBO U BUHOJEINE — JOCTATOYHO
JIOpOroii Ou3Hec ¢ Ooee ITMHHBIM HHBECTUIIHOHHBIM IUKIIOM,
c 0Oosiee BBICOKOH KalMTaJIOEMKOCTBIO M OOJBIIMM CPOKOM
OKynaeMocTu (OKOJIO 5 JIeT OT IMOCaIKH JIO3bI 0 pearnu3alun
BMHA), YE€M IIPOM3BOJICTBO BOJKM WJIM NMHBA. TeM HE MEHee
MOYXHO OKHAATh OKHUBJICHUSI BUHOIENHS, MOCKOJIBKY, HECMO-
Tps Ha MaHJEMHIO U CHHXKCHHE JI0XO0JI0B HaceseHus, B Poccun
pa3BUBAETCs KyJIbTypa MoTpeOieHus ankoroist. [Ipeanoarenns
POCCHSIH CIBUTAIOTCS OT KPEMKUX HAIMMUTKOB B CTOPOHY THXHUX
(+3% 3a 2020 rox) u urpucteix (+4,1%) BUH, a Takxke MuBa
(+4,2%).

AHanm3 mpomax BUHOAETBIeCKON npoaykimu B Poccnu mmo-
KasbIBaeT cieayoyo cutyanuto. CornacHo noknany Poccrara
(tab6mn. 1), B PO 8 2020 roxy Ob110 ipoano 88,8 MITH ICKaTUTPOB
(ma) BUHOJENBYECKOM MpOMyKIKu 0e3 ydeTra UrPUCTBIX BUH U
IIaMITaHCKOTO — 3T0 Ha 5,8% Mmenbie, uem B 2019 roxy.

Ecnu paccmarpuBarhk TOJIBKO BUHO, NMPOJAXH B CTpaHE, Ha-
o6oport, BeIpociu Ha 3%, 10 55 mumH nan. O0beM IpoIaK UrpH-
CTBIX BUH M HIAMIIAHCKOTO cocTaBmi 17,8 MIJIH Jaj, OH yBEJH-
guics Ha 4,1%.

Tabmuma 1
IMpomaka ajKorojbHBIX HAIIUTKOB HACEIeHUI0 Poccuun
Table 1
Sale of alcoholic beverages to the population of Russia

2020 rox 2019 rox
Bun npoaykuuu % K 2019 % K 2018
ll roay roay

Bozka n mixepoBo- gy ¢ 101,9 83,2 99,9
JIOYHBIEC U3ETIUS
KoHbsiK 11,8 98,3 12,0 104,3
Bunopensueckas
nponykuus (Ges 88,8 942 943 98,8

BHH HTPUCTBIX
M [IAMITAHCKHUX )

B Tom umcie BUHO 55,0 103,0 53,4 102,3
e 17.8 104,1 17,1 101,2
H IaMITIaHCKHUEC

- 751.1 1042 7218 98.5
HAIITUTKHU

Hcmounux: coctaBieHO aBTOpoM Ha ocHoBe: Poccrar. Counainb-
HO-3KOHOMHUYecKoe monoxkeHne Poccum, 2021: https://rosstat.gov.
ru/compendium/document/50801.

3a mocieqHUE JBa JICCATHIICTUS POCCHUICKHE BHHOJCIIBI
CTOJIKHYJIUCH C PSIZIOM SKOHOMHUYECKUX, COIUAIBHBIX U TOJUTH-
yeckux npobiem. K HUM OTHOCSTCS M3MEHEHUE MUPOBBIX MOJIC-
JIC TIPOM3BOICTBA U MOTPEOICHUS] BUHOIEIBICCKON MPOIYKIINH,
pacTtymiasi KOHKYPEHIHs, a TaK)Ke Y)KECTOYCHHE 3aKOHO/ATelb-
HOTO peryiaupoBaHusi. KpoMe Toro, orpaciib XapakTepu3yercs
BBICOKMMH OapbepaMy Ui BXO/Ia U MCKYIICHHBIMH MOTpeOuTe-
JSIMH. DTO JIeTIaeT aKTyaJbHBIM U3yUYCHUE TOTPEOUTEIHCKOTO T10-
Be/IeHHs U (POPMHUPOBaHKME HOBOW IIEHHOCTH JUI OTPEOUTENCH,
MO3BOJISFOIICH M3BJIEKATh HANOOJIBINYO BBITOLY U3 HEOIAromnpH-
SITHOH SKOHOMHYECKOW CpEIIbl.

Ilenp nmaHHOW CTAaThU — HCCIEIOBAHHE MOTPEOUTEIBCKOTO
MOBE/ICHUS M JOPMHUPOBAHKE IICHHOCTHOTO MPEIOKEHUST BUHO-
JIETBIECKAMH KOMITAHUSIMH B Poccun.
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1. dopmMHpPOBaHME NOTPEeOBUTEALCKOM
LIeHHOCTH: TeopeTMYeCckuin 0630p

@DopMHPOBAHHE  KOHILECHIUHM  I[IEHHOCTHOIO  HPEIOXKE-
HUsI Hayanoch B 1980-x romax ¥ ObUIO 03HAMEHOBAHO TPYIaMHU
M. Boyspa u P. I'apzst [Bower, Garda, 1986]. Yuensle npencra-
BUJIM KOHLETIIIHIO CHCTEMBI MPeNOCTaBlIeHHs HeHHocTH (value
delivery system) 1 BBEIH IMOHATHE «OTIIMYUTEIILHBIC TPEUMYIIIE-
crBa npoxaykTay (differentiating benefits). Cormnacuo BeIBogaM Hc-
CJIE/IOBATEIICH, CYIIECTBYET pa3HUIA MEXIY TPaIUIUOHHBIM ((pH-
3UYECKUM) MOIXOJI0OM K MPOIIecCy co3aaHus mpoaykra (physical
process sequence), BKIIOYAIOIIUM B ¢e0st HCKITIOYUTEIIBHO CTa UK
MIPOU3BOJICTBA U TPOJAXKH, H IEHHOCTHBIM MOIXOOM (depe3 CH-
CTeMy TIPEIOCTABJICHHUS [ICHHOCTH), KOTOPBIA COCTOMT U3 TAIOB
BBIOOpA, MIPEIOCTABICHHUS 1 KOMMYHHUKAIIUN LIEHHOCTH.

B crarbe, HanucanHol KoHcynbTanTaMu McKinsey M. JIn-
HUHTOM M O. Maiiki3om [Lanning, Michaels, 1988], npuBoaunics
GoJiee NeTaIbHBINA aHATIM3 CHCTEMBI NIPEIOCTABICHHS [ICHHOCTH.
LlerHOCTHOE MpPEIOKEHHE COCTOSIIO M3 HECKOJNBKHX TE3HCOB,
SIBIISFOIINXCS] OTBETAMH Ha BONpoc: «IloueMy KITHEHTBI JIOJKHEI
npruoOpeTaTh TOBapbl U yciuyru GupMbI?» JISHHUHT 1 Maiikin3
yKa3bIBJIM HA TO, YTO OCHOBHBIMH COCTABIISIOIIMMHU ITOMH KOH-
LETIHHN SIBISTIOTCS «BBITOJIA MM NMPEUMYIIECTBO, TIPEIOCTABIS-
€MOE€ OIIPEJICIICHHOI IPYIIe KIMCHTOB IIPU ONPE/ICICHHOIT IIeHe
IPU  OIIPENIeNIeHHOM YpPOBHE 3arpar». Takke HccleqoBaTeIn
JIaJi ONPECNICHUE MOTPEOUTEIBCKONW EHHOCTH, KITFOYCBBIMH
aCTIeKTaMH KOTOPOTO OBUIM 3asBIICHBI MPEIOCTABISIEMbIE IICH-
HoctH (benefits provided) u obmias croumocts npoxykra (total
cost for a product). B pabore ObutH MOAPOOHO PACCMOTPEHBI
YIOMSHYTBIC PaHEE 3Talbl BBIOOPA, TPEIOCTABICHHUS W KOMMY-
HUKAIMU [EHHOCTH (B YaCTHOCTH, YIIOMHHAJIOCH, YTO Ha dTare
BBIOOpA IICHHOCTHOTO MPE/UIOKCHHS TPOUCXOINUT BBISBICHHUE
MOTPEeOHOCTEH KIIMCHTOB W TMO3WIIMOHUPOBAHUE IICHHOCTH). B
[Lanning, Michaels, 1988] 6bu1H IpuBeICHbI IPUMEPBI YIAUHBIX
LEHHOCTHBIX MPEUIOKEHHH, a Takke BIEPBbIC OBUT YIOMSHYT
TaKol MHCTPYMEHT, Kak KapTa LeHHocTH (value map). Cienyer
0Cc000 OTMETUTh TOT (DAKT, YTO B CTAThE MOTUCPKHBATIACH BaXK-
HOCTh K@XXJIOTO CCrMCHTA HA KapTe IICHHOCTU — JIaHHAas TeMa
ObUIa TIPOUTHOPHPOBAHA B OOJIBIIMHCTBE MOCIEAYIONHX padoT
IO [IEHHOCTHBIM IPEIOKCHHUSIM.

Bornee nosanss padora JIsuHuHra O0IbIIE (HOKYCHPOBAIACH
Ha yIpPaBJICHYCCKOM acleKTe. ABTOp IOIYCPKUBAN, YTO yCHEX
LEHHOCTHOTO TIPEIIOKEHHS 3aBUCHUT HE TOJIIBKO OT €ro BBIOOpa,
HO ¥ OT «TIIATeIbHOCTH, HCOPANHAPHOCTH U HHHOBAIIHOHHOCTH,
C KOTOPOH OHO MPEOCTABISIETCS. U KOMMYHHUIIUPYETCS.

B cnenyromeit pabore JI3HHMHTa, HAUMCAHHOM B COABTOP-
ctBe ¢ JI. ®ummuncom [Lanning, Phillips, 1992], Geita nepe-
CMOTpCHA PAaHHSSI KOHIICTIIUS OTPEOUTEIIBCKON IICHHOCTH, TIPH
9TOM aKLEeHT OBbUI CIIeTIaH Ha BBISBICHUH U (JOPMUPOBAHUH psa
NPEUMYIICCTB, MPEACTABIAIONIMX LCHHOCTh JUIS CYLICCTBYIO-
[IUX ¥ MOTEHIMAIBHBIX TMONIb30Bareieil. B aToli ctatbe momuep-
KHBaJach HEOOXOMMOCTh (pOPMHUPOBATH IIEHHOCTHBIC MPEIIIO-
JKEHHS Ha BCEX KIIFOYEBBIX CETMEHTaX PBIHKA, HAaXOMSIINXCS B
(hokyce BHUMaHHs KOMITaHHH.

B 10 Bpems Kak HEKOTOpbIE YUEHBIC M3yJalu HEeHHOCTHBIE
HPEIIOKEHUS. C TCOPETHYCCKOIl TOYKU 3pEHHMS, IBITasCh IPO-
SCHUTh KOHLCTIIMIO M €€ JJIEMEHTBI, IPYTUe JeNIalil aKIEHT
Ha TpyJIax, UMCIOIINX IMIMpPUYECKyIo npupoxy. Cpeau Takux
WCCIIEIOBAHUI CIIEyeT OTMETHTh PAabOTy O TaK Ha3bIBAEMBIX
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LIECHHOCTHBIX aucimiuimHax (value disciplines), aBTopamu KOTO-
poii BBICTYNMJIM BHIHBIE aMepUKaHCckue yueHble M. Tpoalicu u
®. Bupcama [Treacy, Wiersema, 1993]. CrietyeT OTMETHTD, 4TO
KOHLIETIIUY [IEHHOCTHBIX JUCLUIUINH U LIEHHOCTHBIX MPEI0NKE-
HUI B3aNMOCBSI3aHBI MEK/Ty COOOM, HO HE SIBIISTIOTCS TOKIAESCTBEH-
HeIMU. Heocriopumoe 3Hauenue pabotel Tpaiicu n Bupcoma 3a-
KITFOYAETCsI B TIOBBIIICHUH O0IETO YPOBHS HHOOPMUPOBAHHOCTH
00 YHOMSIHYTBIX BBIIIE KOHIEHIUSAX B YIPaBICHUYECKOH cpere.
HccenenoBareny OTMeUaid, YTO MPEANPHATHS TOKHBI BBIOPATh
OJIHY U3 TPEX LIEHHOCTHBIX AUCLUILIMH (COCOO0B IPENoCTaBIIe-
HUSI TOW WJIM UHOM [IEHHOCTH MOTPEOUTEITIO):

1) onepaunoHHOE coBeplIeHCTBO (operational excellence):
MPeOCTaBICHHE MOTPEOUTENIO HAJIEKHOTO ToBapa (MM
ycinyru), o0OecriedeHre ero A0cTaBkH, 3(PEKTHUBHON 110
3aTparaM M ¢ MUHIMaJIbHBIMH HEYI0O0CTBaMH;

2) 6imu30cCTh K notpedurento (customer intimacy): TouedyHast
CerMEHTaIMsl PHIHKOB M aJalTalys TOBapoB (WM YCIyT)
JUISL YIOBJICTBOPEHHSI KOHKPETHBIX 3allpOCOB IOTpeduTe-
JIEH;

3) munepctBo 1o npoaykry (product leadership): mpemio-
JKEHHE KOHEYHOMY MOTPEOHTENI0 CaAMOTO COBPEMEHHOTO
(MHHOBAIIMOHHOTO) TOBapa (WJIM YCIIyTH), HEPEAKO OCY-
[IECTBIIIEMOE B YCIOBHSX JHHAMHYHO pa3BHBAIOLICHCS
MapKEeTHHIOBOM KaMIaHMU (aKLEHT Ha CPOKaX BbIXOJA
MIPOYKTA, €ro AN3aiiHe U T.IL.).

Crycts roz nocne Bbixoza padotsl Tpaiicu u Bupcama koH-
LEMIHs IEHHOCTHOTO IMPEUIOKEHHS MMOTyYria CBOE JAIIbHEH-
niee pa3BuTHe. B yacTHOCTH, ClieyeT OTMETUTD OMYJISIPU3ALUI0
KapT LEHHOCTH, MU KOTOPBIX OBUIM CHOpMYITUPOBAHEI paHee
B McKinsey. Tak, B paboTe aMepHKaHCKUX HcclleqoBaTee u3
Hero-Mopkekoro yuusepcurera A. Kam6mmst, A. [mucGepra u
M. Broxa [Kambil et al., 1996] 6bu1n nprBeieHBI IEPBBIE OTIPE/Ie-
JICHUSI ¥ IPUMEPBI HCIIOB30BAHKS TTOHATHI «KapTa HEeHHOCTH
U «rpanuna neHHoctu» (value frontier). ITon kaproii neHHOCTH
YUEeHBIE TOHMMAIIM CXEMAaTHIHOE N300paKeHHE ITO3HINHA KOM-
[IaHUM OJIHOM oTpaciu B pazpese 3PPEeKTUBHOCTU U 3aTpaT s
KIIMEHTay, a TPaHUIIEH IIEHHOCTH — «MaKCHMAJIbHO BO3MOXKHYIO
JuIst KoMnaHuy 3()(HEKTUBHOCT IPY 3alaHHON CTOUMOCTHU (JUIs
KIIMEHTA) B TEKYLIMX YCIOBHUIX». B 3TOM mccienoBaHnu Takxke
YTBEPKAAI0Ch, YTO KOMIIAHUH, I0KA3bIBAIOLINE BBICOKUE TEMIIB
pocTa, 3a4acTyi0 OPHUEHTHPYIOTCS HEe Ha MPOAYKT (WIH yCIYTY)
WU TEXHOJIOTHIO, @ Ha MOTPEOUTENIS U TEM CaMbIM CO3/1al0T OT-
JIMYHUTENbHBIC IIEHHOCTHBIE MPEIIOKEHHUS sl CBOUX KIMCHTOB.
Bonee Toro, aBropamu Oblia IIPUBEIEHA OLEHKA TOr0, KaK KIIU-
€HTBI BOCIIPUHUMAIOT LIEHHOCTh Ha Ka)KJJOM M3 YETHIPEX JTaIloB
B3aMMOJICHCTBUS C MPOLYKTOM (MM yCiyroii) — nokynku (buy),
HCToNB30BaHus (use), nepeaaqn (transfer) u coBMecTHOTO co3a-
HUA (co-create) IPOAYKTOB U YCIyr. BzaumozelicTBue Ha sTarne
COBMECTHOTO CO3JIaHUSI MPOAYKTA (MM yCIIyrH) ObIIO BIOCIE-
CTBUH YTOUHEHO, B PE3YJITaTe 4ero ObUIN BBIIEJICHBI JIBE OCHOB-
HBIE Pa3HOBUIHOCTH 3TOTO B3aMMOJACHCTBHS: KOT/Ia KIMEHT CO3-
JIaeT MIEHHOCTh COBMECTHO C KOMITaHUEH (COOCTBEHHO co-create)
1 KOTJIa KITHEHT O0BeIMHSCT MPOAYKT U JIOTIOTHEHUS K HEMY, UTO,
B CBOIO OY€pe/Ib, CO3AET JJIsl HETO LIEHHOCTS (integrate).

JlampHelIee  MCCIECIOBAaHME KOHIICIIIIMM —IICHHOCTHOTO
IIPEIUIOKEHUST TAKOKE CBSI3aHO ¢ UMeHeM JIsHHuHra: B pabore
[Lanning, 1998] oH NpemIOKHI MPEANPUATHIM OIPEICIATH
KJIIOYEBBIC MapaMeTpbl LIEHHOCTHBIX NPEIJIOKEHUH OpHEHTH-
PYSICh Ha OIBIT MOTPEOJICHHUS M UCIIONB30BaHUS MPOAYKTa (MIIH
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YCIIyTH) KIIMEHTaMH. B HOBOM Ompe/ieieHHU OHATHS «IIEHHOCT-
HOE IpeIUIOKEeHNE, cHopMyaHpOBaHHOM JISHHUHIOM, ObLT Clie-
JIaH aK[IeHT UMEHHO Ha COOOPaKCHMSX, KOTOPHIC BO3HHUKAIOT Y
KIIMCHTA B PE3yJIbTaTe NOTPeOICHHS 1 UCTIONB30BAHHS TIPOAYKTA
(Wm yCcImyTH), B TOM YHCIIE CBS3aHHBIX C IEHOW MPOAYKTa (WiIn
yeayru). s pazpabotky 3((EKTUBHBIX [IEHHOCTHBIX MPEATIO-
JKeHUH YYIEeHBI COBETOBAJ KOMIAHHUAM «CTAaHOBUTHCS MOTPEOH-
TEJISIMUY» ITyTEM TPOBEACHHS 3THOrpapUUYECKUX HCCICI0BAHUMI
(u3y4yeHus TOTpeOUTENell B €CTECTBEHHBIX OOCTOSITENBCTBAX
TTOBCE/IHEBHOM KM3HU C YYETOM KYJIBTYpHO-OBITOBBIX OCOOCH-
HOCTEH).

Onwupasce Ha waeu Jlouuunra, 1. Cmur u Jx. Yuunep
Pa3BWIN KOHLENINIO OPHEHTAMd Ha ONBIT MOTPEONCHUs H
WCIIOJIb30BaHMsI NPOAYKTa (WM yCIyrd) npu (OpMHUPOBAHHU
LIECHHOCTHBIX Tpemiokennit [Smith, Wheeler, 2002]. Vuensie
YTBEPXKAAIH, YTO B YCIIOBHSX, KOIZIAa OpPraHM3alid HAaYMHAIOT
arperupoBarh OMbIT B3aUMOICHCTBHS C TIOTPEOUTEISIMH, HEOOX0-
MO CTPeMUTbCs TU(PQEepeHIIPOBATh ATOT ONBIT, CO3/1aBast 3a-
MIOMHHAIOIINECS B3aUMOJCHCTBHUS — TO €CTh KIMEHTCKUH OIIBIT,
cBsi3aHHbIN ¢ Openniom (branded customer experience). iMeHHO
TaKoi ONBIT MMEET pellaroniee 3HadeHHe Mpu (HOPMUPOBAHUH
W TPEAOCTABICHUH JIy4IEro LEHHOCTHOTO MpeaoKeHus. B
CTaThe TMOAYEPKHBAIACH BAXHOCTH AKICHTUPOBAHMS BHUMAHHMS
KOMITAHUH Ha JTU3aiHE KIMEHTCKOTO OMbITA (TO €CTh YIPaBICHUN
BIIEYATIICHUSIMH KJIMEHTA ITyTE€M aHalli3a METOIOB B3aUMOICH-
CTBHSI C HUIM) M TIPEIOCTABICHUU TOTO OMbITA (TO €CTh OLICHKE
CI0CO00B TOCTIKEHHMS PE3yIIbTara, JKeJIaeMOro KIIMeHTaMH ) TPU
OMPE/ICNICHNH KIFOYEBbIX XapaKTEPUCTUK [IEHHOCTHOTO TPEIIO-
JKESHHSI.

PasBuTHE KOHLEMIINU EHHOCTHOTO MPEIJIOKCHUS B Ha4ase
2000-x ToI0B MPOUCXOIIIO B HECKOIBKUX HAIIPABICHHSIX, CPEIH
KOTOPBIX MOXKHO BBLICJIUTH CJIEIYIOIIHE:

1) nanpHeitmee u3ydeHne (GOpM W KIFOUYEBBIX 3JICMCHTOB

LIEHHOCTHBIX MPE/IJIOKCHUH;

2) n3ydeHue EHHOCTHBIX MPEIOKEHI B KOHTEKCTE 3anH-
TEPECOBAaHHBIX B JIAHHOM IIPOIIECCE CTOPOH (B TOM YHCIIE
HCCIIeI0OBaHNE TIPOIecca COBMECTHOTO CO3IaHMs LEHHO-
CTH);

3) uccienoBaHNe COMANBHBIX, YKOJIOTHYECKUX H ATHYECKUX
1po0ieM, BO3HHMKAIOMINUX IPpU (OPMUPOBAHUH LIEHHOCT-
HBIX TIPEITIOKESHUH.

PaccMoTpuM Kax10€ M3 3TUX HAIpaBICHUH HCCIEIOBAHUS

Ooree moapoOHO.

B pamkax mepBoro HaripaieHHss HaMOOJIbIIEE pacipocTpa-
Henue nomyuwn Tpynsl k. Armepcona, Jx. Hapyca, B. Ban
Poccyma 0 ¢opMax IIEHHOCTHBIX MPEIIOKEHHH, a Takxke pado-
161 T. Punramaaxu, X. Kyycensr, JI. Mutponena, [[x. Cmura
n M. Konrelita 0 KOMIIOHEHTaX NOTPEOUTEIHCKOW LIEHHOCTH
(customer value dimensions).

B pa6ote [Anderson et al., 2006] ornrchIBaICcs KIIIOUEBOH He-
JOCTaTOK IMOAX0/1a K (pOPMUPOBAHHIO IIEHHOCTHOTO ITPELIOKE-
HUS, B paMKaX KOTOPOTO JIMIIb TIEPEUYUCIISIICS CIIUCOK TOTO, 4TO
B KOMITAaHWH CYHMTAIOT MPEUMYIIECTBaMU [UIs KIMeHTa. B Takom
cilydae, 110 MHEHHUIO YYEHbBIX, HE HCKIFOYEHO ()OPMUPOBAHUE TaK
Ha3bIBAMOTO cyxieHusi o Opene (brand assertion), To ecTh CH-
Tyaluu, MpU KOTOPOHU 3asiBIsIEMbIEC TIPEUMYIIECTBA MOTYT OBITh
TIOJIE3HBIMH, HO HE O0JNaJAroNIMMH LEHHOCTBIO NPU pPEIICHHU
KOHKPETHOW NpoONeMbl KJIMEHTa. ABTOpHl HE OTPUIAIH, YTO
orpeiesieHIe OIaronpusTCTBYIOIUX pasnnunii (favorable points
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of difference), To ecTh CpaBHUTENBHBIH aHAIN3 MPCHUMYIICCTB
KOMITAHHH C KOHKYpPEHTaMH, MOKET OBbITh OHOH M3 (GopM IieH-
HOCTHOTO TIpeioxkeHns. OTHaKo yueHble yKa3bIBaJIH Ha BEPOST-
HOCTh (hPOPMUPOBAHUSI TaK HA3bIBAGMOW MPE3YMIIIHU [IEHHOCTH
(value presumption), To €CTb CHUTyaIlMH, P KOTOPOW BCE yKa-
3aHHBIC TIPEUMYIIIECTBA MPEICTABISIOTCS KaK OTMHAKOBO BAJKHbIC
JUTSL KITMEHTA, XOTS ONaronpusTHBIE pa3iHdus MOTYT, HAIPOTHUB,
HUMETh Pa3HyIo [IEHHOCTh. B cTaThe mpemiaranoch GOpMHPOBATH
[EHHOCTHOE IPEJUIOKEHNE HAa OCHOBE PE3OHHUPYIOLIETO aKIIeHTa
(resonating focus): KOMITaHHK HEOOXOAUMO OIIPEACIISATH OTHO WIIN
JIBa KOHKYPEHTOCIIOCOOHBIX MPEHMYIIECTBa MPOAYKTa (HIN ycC-
JIyTH), UMEIOLIUX HAHOOIBIIYIO [IEHHOCTD JUIsl BHIOPAHHBIX Cer-
MEHTOB ITOTPeOHUTENEH, IPU ITOM B PA3HBIX CETMEHTAX IpeJiara-
€MBbIC MPEUMYIIIECTBA MOTYT OBITh PA3JIUYHBEL.

B uccnenosannu [Rintamaki et al., 2007], B cBoro o4epe/ib,
HOYEPKUBAIIOCH, YTO [ICHHOCTHOE IIPE/UIOKCHHE JOJDKHO BKIIIO-
4aTh B ce0sl KOMIIOHEHTBI, KOTOPBIE HE TOJIBKO UMEIOT IEHHOCTh
JUTSL KITMEHTOB, HO M 00ECTIEUMBAIOT JTOCTIIKEHHE KOHKYPEHTHBIX
peuMyIIecTB GpupMbl. B kadecTBe 4eThIpeX OCHOBHBIX KOMIIO-
HEHTOB MOTPEOUTENILCKON IIEHHOCTH, MCIOIB3YeMbIX TpH (Hop-
MHUPOBAHUH LEHHOCTHOTO TPEIIOKEHUS, OBUTH TMPEITIOKEHBI
CJIEIIYIOIIHE:

1) S5KOHOMHYECKUI KOMIIOHEHT (Hampumep, SKOHOMHUS II0-

TpeOIseMOi EKTPOIHEPTUH);

2) (yHKIMOHAIBHUN KOMITOHCHT (HAIpHMeEp, MPOCTOTa HC-
TIOJIb30BAHUS );

3) SMOLIMOHANILHUN KOMITOHCHT (HampuMep, MpPHUBIICKATEIhb-
HBII JU3aiiH);

4) CUMBOJIMYCCKHI KOMITOHCHT (HampuMep, TONyYCHUE
OIIPEIICIICHHOTO CTaTyca CPEeAN Kpyra OOIICHUs MOTpeOu-
TEJIST).

TlepBbie Ba KOMIIOHEHTA 3a9aCTyIO BBICTYIAIOT B KaueCTBE
Touek mapureta (points of parity) — accormanuii, XapakKTepHbIX
JUISL BCEX HPOIYKTOB HJIM YCIYT OIPEICIICHHOTO BHIA WIM He-
CKOJIBKHX OPEHIIOB, a MOCIIeTHUE J1BA KOMIIOHEHTA — B Ka4eCTBE
touek auddepennnanuu (points of difference) — yHHKanbHBIX
accouuanuii OpeHa, KOTOpbIe JOJDKHBI OBITh CHIIBHBIMU H Olta-
TOITPUSITHBIMU.

Agtopsi [Kozlenkova et al., 2014] yTOYHWIN MPETIOKCHHBIC
paHee KOMITOHEHTBI MOTPEOUTENBCKON EHHOCTH U cHOPMYITH-
POBAJIM MX CIICAYIOIIUM 00pa3oM:

1) ¢pynkunonansHast  nenHocts  (functional/instrumental

value) — ypoBeHb, 10 KOTOPOTO MPOIYKT SIBISIETCS MOJIEe3-
HBIM ¥ TIO3BOJISIET MOTPEOUTEIIO AOCTUraTh IejeH, CBs-
3aHHBIX C €T0 HCIOJIb30BAHHUEM;

2) sMnuMpHyecKas/TefloHMYeckas 1LIEHHOCTh (experiential/
hedonic value) — ypoBeHb, 10 KOTOPOTO MPOIYKT CO3ACT
y KJIHMEHTa COOTBETCTBYIOIIHE MEPEKUBAHMS, TyBCTBA H
9MOIIUH;

3) cuMBOJIMYECKasA/BbIpA3UTENIbHAS  1LIGHHOCTh  (Symbolic/
expressive value) — ypoBeHb, 10 KOTOPOTO KIIMEHTBI OITpe-
JIETISTIOT TICUXOJIOTHYECKYI0 3HAUMMOCTh MPOIYKTa;

4) neHHOCTh 3aTpar/KepTBbI (cost/sacrifice value) — Te 3arpa-
TBI U JKEPTBbI, KOTOPbIE MOTPEOUTETb OyAET aCCOIUHPO-
BaTh C UCIIOJIb30BaHUEM MPOTYKTA.

B pamkax BTOpOTrO HAampaBJICHUS HCCICOBAHUS CICIYeT
BBIICIUTH paOOTHI, CBS3aHHBIC C KOHIEMIMEH B3aUMHBIX IICH-
HOCTHBIX TpeyiokeHuid (reciprocal value propositions). On-
HUM U3 TEPBBIX YYCHBIX, C(HOPMYIHPOBABIINX 3Ty HACI0, OBLI
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e consumer behavior and the formation of value in the Russian market of wine products
J1. Bannanraitn [Ballantyne, 2003]. Onupasice Ha Oojnee paH-
HHE pabOThI, KOTOPbIC TPU3HABAIN MPEUMYIISCTBA [IEHHOCTHBIX
NPEIUIOKEHNH, MOAPa3yMEBAIONINX IIEHHOCTh KaK Ul (PUPMBL,
TakK | I KIMCHTA, YUSHBIN MOYepPKUBAIT IBYCTOPOHHHI U B3a-
MMHBINA XapakTep MeHHOCTHBIX CyXAeHui. JlampHelmme ucciue-
JIOBaHUsI, POBEICHHbBIC KaKk bautaHTaifiHOM, Tak W JPYTUMHU aB-
TOPaMH, TIOATBEP)KIAIN PAaHHUE BBIBOIBI YUCHOTO M JOTIOIHSIIN
ux. B uactHoctu, H. Mopran B [Morgan, 2012] yrBepxai: ecnu
YUYaCTHHUKH TIPOIeCCca CO3JaHMsS LEHHOCTH MPU3HAIOT, YTO UX
LEIH SIBJISIOTCS TOMOMHSIONINMHU, U JIOHOCSAT 3Ty HJCI0 BO Bpe-
MsI TIEPErOBOPOB, IIEHHOCTH JJISI 00EMX CTOPOH OyIeT TEM CaMbIM
ycuiiena. LIeHHOCTh P TAKOM TIOJIXO/IE — HE CTOIBKO CTPATerHs
WM HaOOp MPEHMYIIECTB ISl KIMEHTOB, CKOJIBKO BCEOOBEMITIO-
LM MpoIiece, B KOTOPOM HEMAJIOBAXKHYIO POJIb B CO3IaHUH CTO-
MMOCTH JUTSl KKIOH CTOPOHBI HTPaeT MEPErOBOPHBIN IpoLecce.

B nanbHeiflieM KOHIICIINS B3aMMHbBIX [[EHHOCTHBIX MPE-
JIOKEHUH TpaHC(HOpPMHUPOBaIach B KOHIIEMIIMIO COBMECTHOTO
co3nanus 1eHHoctu (co-created value propositions). 3to Ha-
MpaBJIeHNE MCCIIEI0OBAIN TaKHe BUAHBIE ydeHble, kak C. Bapro
u P. Jlam [Vargo, Lusch, 2004], yTBepxnaBiine, 4T0 COBMECT-
HOE CO3JaHUE IIEHHOCTH SIBISIECTCS KIIOYEBHIM KOMIIOHEHTOM
CEpPBUCHO-JIOMHHAHTHON JIOTUKH OW3HEca, B COOTBETCTBHU C
KOTOpO# J1t000€ MPOU3BOJCTBO TOBAPOB, YCIYT WIH THOPHUI-
HBIX TPOAYKTOB JOJDKHO OBITH yCIyro-tieHTpuuHbIM; I1. ®poy
u 3. Iaiin [Payne, Frow, 2005], caenapuiie akieHT Ha 0OMEHE
BBITOJIAMHU U XKEPTBAMH B MPOIIECCE CO3/IAHUS MOCTOSHHBIX OT-
HOILIEHMH ¢ kiHMeHTamu; a Takke K. KoBajabKOBCKM U COaBTO-
pol [Kowalkowski et al., 2012], npeanoxuBILIKe UCIIOIL30BATh
MpaKTHIeCKUe HaOIIofeHHs MpU (HOPMUPOBAHUU COBMECTHBIX
[EHHOCTHBIX MPEITIOKCHUIA).

OTIenbHO ciIeIyeT OTMETHTh UCCIIEIOBAHNS, aKIIEHT B KOTO-
PBIX CMEIIAJICs B CTOPOHY OoJiee TIIATEIbHOTO U3YYEHUS BIIUS-
HUS 3aMHTEPECOBAaHHBIX CTOPOH Ha (OPMYIHPYEMOe IEHHOCTHOE
MPEATIOKEHUE. DTOT TE3UC MPUCYTCTBYET B Tpynax JIPHHHHra,
MOTYEPKUBAIOIIETO, YTO TPEANPUITHE TOJDKHO PadoTaTh ¢ Apy-
TMMH 3aWHTEPECOBAHHBIMU CTOPOHAMH B IIETMOYKE CO3AaHMS
LEHHOCTH, YTOOBI 0OECIIEUNTh COOTBETCTBYIOIIEE TIPEITIOKEHIE
LEHHOCTHU JIJIsl OCHOBHOTO Mrpoka — kiueHrta [Lanning, 2003];
BannanTaiina, yTBep»KIaBIIero, 4To BO BpeMsI IPOIIECCca BHYTPH-
(bupMEeHHOI HHTErPaLUU PECYPCOB HEN30EXKHO B3aUMOICHCTBIE
C IIMPOKMM KPYTOM 3aMHTEPECOBAHHBIX CTOPOH, YTO, B CBOIO
odepesib, MO3BOJSIET MOAYCPKHYTh MX AKTHBHOE y4acTHE TMPU
(hopMHpOBaHNY LICHHOCTHOTO TipeiokeHus [Ballantyne, 2003];
JIx. Muma u JI. CkaMMOH, 3asIBJISIBIINX, YTO MPEANPHSITHIM He-
00X0uMO (HOPMYITHPOBATH JJIsI CE0sI KaK MOYKHO 00JIee IUPOKHIA
KpYT LieNiel ¥ 3a/1a4 1, COOTBETCTBEHHO, MPUBJICKATh KaK MOYKHO
Oonblliee KOJTMYIECTBO 3aHHTEPECOBAHHBIX CTOPOH K TPOIECCY
CO3JJaHuUs LIGHHOCTHOTO npeyioxkenust [Mish, Scammon, 2010].

B pamkax TpeThero HampaBlIeHHUs UCCIIEIOBaHUS BHIMaHHUE
YUYEHBIX OBLTO CPOKYCHPOBAHO HA COIMATBHBIX, IKOTOTHYESCKUX
M OTUYECKHX BOIPOCaX, CBS3aHHBIX ¢ (OPMUPOBAHUEM IICH-
HOCTHOTO mpemioxkeHus. OJHa U3 MEPBBIX PabOT MO JTaHHOU
Temarrke Obuta Hammcana JIx. DmepconoM [Emerson, 2003] u
Kacajach COLMAJIbHBIX U JKOIOTMYECKUX ACHEKTOB (OPMHPO-
BaHUS IIEHHOCTHOTO TPEIOKEHUsI, BHE 3aBUCUMOCTH OT TOTO,
SIBJIICTCS JIM OpraHu3alys, GOpMUPYIOIas TAKOe MPEIOKEHHE,
KOMMEpPYECKOil WM HeKoMMepdecKkoil. B manpHeiiniem sta Tema
nosry4yuia passurue B crarse [Spickett-Jones et al., 2004], xo-
TOpas MoKa3ajia BAXKHOCTb dTHIECKOH KOMITOHEHTHI [IEHHOCTHBIX
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The consumer behavior and the formation of value in the Russian market of wine products
npeanoxeHuid. M. Mroiep BbIBEI po0ieMy HEAKOHOMHUYCCKUX
KOMIIOHEHTOB B LICHHOCTHBIX MPE/I0KEHHUSIX Ha HOBBII YPOBEHB!
OH TIPEIUIOKIIT PacCMaTPUBATh POM3BOJUMBIE TIPOIYKTHI U YC-
JIYTH C IByX TOYEK 3PCHUS — C TOUKHU 3PEHHSI KOHICTIIH yCTOU-
YHBOTO pa3BUTHs (MEPEXoj OOIIECTBA OT HPPAIOHATHHOTO
croco0a UCTOIb30BaHUS PECYPCOB K PAIIMOHAIBHOMY) U € TOUKU
3peHns] MHHOBAIM (pa3paboTka WHCTPYMEHTA, MO3BOJISIOIICTO
CO03/1aBaTh MHHOBAIIMOHHBIC TPOAYKTHI, KOTOPBIC OTBEYAIOT I10-
TPEOHOCTSIM JTIONIEH U SIBIISTIOTCST OMArONPUATHBIMA JUTS OKPYKa-
IolIel cpeibl, SKOHOMUKU U obmectsa) [Miiller, 2012]. Okon-
YaTenbHO ¢(HOPMYITHPOBAI MOHATHE IIEHHOCTHOTO MPETOKEHHIS
JuIsl ycToumBoro pasButus (sustainable value proposition)
C. [Tarana BMecTe ¢ rpymmoit coaBropos [Patala et al., 2016]: oHO
OBLIO ONPEJENICHO KaK «00CIaHue SKOHOMHYECKHX, IKOJIOTHYE-
CKHX Y COIMAIBHBIX IPEUMYILECTB, KOTOpbIe hupMa mpeyiaraet
MOTPEOUTEISIM U OOILECTBY B 1I€JIOM, YYUTBIBAIOIIEE MTOITY4YCHHE
KPaTKOCPOYHON MPUOBLIN U JOCTHIKEHUE JTOITOCPOTHOTO YCTOM-
YHBOTO PA3BUTH».

CoBpeMeHHBIE YYEHBIE PACCMATPHBAIOT IIEHHOCTHBIE Mpe.-
JIO)KEHHUSI U €r0 KOMIIOHEHTBI 4epe3 MPHU3My WHHOBAIMA M WH-
TpanpeHepcTBa (BHYTPHUPMEHHOTO IPEIIPHHAMATEIIBCTBA).
B pamkax Takux MCCIEIOBaHHUN HEPEIKO NMPUMEHSETCS METOJ
Keiic-cTazu. B 9101 cBsI3U cieyeT oTMeTHTh paboty I. JTummmda
u K. M. na CuineBel 1 [Lindic, Marques da Silva, 2011], kotopsie
YTBEpKIaIH, YTO HEHHOCTHOE IPEIIOKEHHE SIBISIETCS «Kara-
JIU3aTOPOM KJIMEHTOOPUEHTUPOBAHHBIX MHHOBAIM». B pamkax
WCCIIEIOBAaHMsT OBUIO IPOBENEHO CHCTEMAaTHYECKOEe H3y4YeHHE
WHHOBAlIMH, CO3MaHHBIX B KoMIaHuu Amazon. B pesynsrare
aBTOPBI JICKOMITO3UPOBAIHM LIEHHOCTHOE IMPEUIOKEHNE Ha IISTh
KITFOYEBBIX AJIEMEHTOB: IPOM3BOAMUTEIHLHOCTH (performance),
IIPOCTOTA UCTIONIBb30BaHus (easy of use), HajexHocTs (reliability),
rudkocTsb (flexibility) u crenens amonmonansHoctH (affectivity),
TeM caMmbIM copmupoBas koHuenuo PERFA. OnHako ciemyer
OTMETHUTh, YTO CYIICCTBEHHBIM OIPaHUYCHHEM JaHHOH paboThI
OBUIO TO, UTO B paMKax Ha3BaHHOW CTAaThU He OBUIO MPOBEICHO
WCCIICIOBAHUE BIIUSIHUS BBISBICHHBIX AJIEMEHTOB LIEHHOCTHO-
TO TPEUIOKEHUsI IPYT Ha JIpyra, a Takke He ObLIa orpesiesicHa
CTEINEHb PEJICBAHTHOCTH 3THX AJIEMEHTOB B PA3JIMYHBIX KOHTCK-
cTax (HampuMep, B paMKaxX JKH3HEHHOTO LHUKJIA TPOIYKTa HIN
JKM3HEHHOTO IMKJa KJIMEHTa). TeM He MeHee HayuHbIi Tpyn
na CuteBbl B JIMHIMYA TO3BOJISIET OLEHUTH TO, KAK KOMITAHUH
MOTYT OTKpBIBaTh YHHKaJbHbIC, HHHOBAIIMOHHBIC 1IEHHOCTHBIC
MIPEIUIOKEHNST U CO3/1aBaTh MOTEHINAIBHBIA CIIPOC Ha He3aHs-
TBHIX PHIHOYHBIX HUIIAX.

Wnest pa3paOOTKH HHCTPYMEHTAPHS ISl AEKOMITO3UIINH IIeH-
HOCTHBIX TPEIUIOKECHUH C LENbI0 CTUMYIHPOBATh OpraHU3alin
VIAy4IIaTh CBOM KOHKYPEHTHBIE TIO3ULIUH TaKKe MPOCIIeKUBACT-
cs1 B pabote [Ivitna u @poy [Payne, Frow, 2014]. Ee uennocts
3aKII0YaeTCsl B JIBYX aclleKTaX. Bo-mepBbIX, aBropamu Oblia
IpoBeJIcHa padoTa M0 UACHTU(UKALMKI KITIOUYEBBIX 3JIEMEHTOB,
BIUSIONIMX Ha IIEHHOCTHOE IMPEUIOKEHHE, Ha IPUMepe OpPraHu-
3auu cepsl 31paBooxpaHeHus (00abHULEL). Bo-BTopbIX, cdhop-
MYJIUPOBAHHBIH YYEHBIMH METOJ OIPEICIICHUS] KOMIIOHEHTOB
LIEHHOCTHOTO TPEIUIOKEHUS ObLT YCIIEITHO TPUMEHEH B pPaMKax
OpraHu3aIny 13 Ipyroi cepsl AeATeIBHOCTH (KPYITHOH CTpaxo-
BOI M MHBECTULIMOHHON (upMbl). OTAEIBHO CIIEAYeT OTMETUTD,
YTO UCCIIEIOBATENN BKIIOUMIIH B Pa3padOTaHHYIO METONIOIOTHIO
MIOHSATHE LIEHHOCTH WCIOJb30BaHus (value-in-use), TeM caMbIM
MIOTYEPKHYB HE TOJIBKO Ba)KHOCTH O0yYEHHS B paMKax Iporecca
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VAyYIICHUS IEHHOCTHBIX MPEUIOKEHNH, HO TaK)Ke HHTEPAKTUB-
HBI U PEKYyPCUBHBIN XapakTep TAKOro 00ydIeHHS.

I'myGokuii aHamM3 B3aUMOCBSI3H [ICHHOCTHBIX MPEIOKCHHIA
U ycrexa BHYTPUPHUPMEHHBIX OPTraHU3alHOHHBIX 00pa30BaHUI
MHHOBAIIMOHHOW JIESATENFHOCTH, KOTOpble X (HOpMyIupyroT,
OBbLT MPOBENICH aBTOPCKUM KOJUIEKTHBOM Bo TiaBe ¢ Jx. KoBu-
HoM [Covin et al., 2015]. MccnenoBaB TaHHBIC TOYTH CTA MSATH-
JECATH KOPIOPATUBHBIX WHHOBAIIMOHHBIX TPEANPUATHH, yue-
HBIe TIPHILTHA K BBIBOJY, YTO yCIEX TaKUX CTPYKTYP 3aBHCHT OT
UX CIIOCOOHOCTH:

* MPEABOCXHUINATh MOTPEOHOCTH MOTpPEOUTENICH HA TOTCH-
UATBbHBIX (LIENIEBBIX) PHIHKAX, IS KOTOPBIX (hOpMyIupy-
eMble LIEHHOCTHBIC MPEUIOKEHUSI MOTYT OBITH MHTEpEeC-
HBI,

* KOPPEKTHPOBATh 3TU LIEHHOCTHBIE MPEIOKEHHS 10 Mepe
Pa3BUTHS MPEAITPUSITHS;

° HCIIOJNB30BaTh BeCh O0BEM PENICBAaHTHBIX 3HAHHUH, HMEIO-
[IAXCST Y MATEPUHCKOH KOPIIOpaIIHH.

ITo MHEeHHIO aBTOPOB, BHYTPH()UPMEHHBIC HHHOBAIIHOHHEIC
00pa3oBaHusl, YbH IEHHOCTHBIC MPEIUIOKEHUS IEMOHCTPUPOBA-
T YMEPEHHYIO SBOMIOIHIO, ObUIM OoJiee YCIIeITHBIME, YeM Te,
YbU [IEHHOCTHBIC MPEITIOKEHHS IEMOHCTPUPOBATIH HU3KUI yPO-
BEHb DBOJIIOIMU WM HE JEMOHCTPHUPOBAIN KaKOW-JTHOO IBOIIO-
LK BOBCE.

OpHO# U3 MOCeAHNUX paboT, B KOTOPOH IICHHOCTHBIC MPE/I-
JIOKEHUST PAcCMATPHBAIOTCS 4epe3 IMPU3MY CEPBHUCHO-JIOMH-
HAHTHOH JIOTHKH, SIBIISIETCSI TPYX aBTOPCKOTO KOJUICKTHBA TOJ
pykoBozxcTBoM II. Ckaanena [Skalén et al., 2015]. Vuensie,
MIPEATON0KNB, YTO IIEHHOCTHOE IPEIIOKEHHE B KOHTEKCTE
CEPBUCHBIX WHHOBAIMN SIBISETCS KOMOWHAIMEH HECKOIBKUX
Ppa3TUYHBIX MPAKTUK («PYTHHHBIX JIEUCTBUN U CHCTEM OICHKH,
HCTIONb3YEeMBIX JIJIsl HHTETPAIUU PECYPCOB B LICHHOCTHBIC TIPE/I-
JIOKSHUS») M PECYpCOB, B IaJbHEHIIEM OIPENeNWIN JECATh
KITFOYEBBIX MPAKTHK U OOBECAMHIIM WX B TPH IPYIIIbL IPyIIa
MPaKTUK CHaOXeHust (provision practices), rpyrnma MPaKTHK
npeacraBieHus (representational practices), rpymnma ynpas-
JICHYCCKUX W OPraHM3alMOHHBIX TMpakTUK (management and
organizational practices). bonee Toro, B craTbe yTBEpIKaaeTCs,
YTO TIPOIECC CO3MaHHs CEPBUCHBIX MHHOBAIWH MOXKHO MpH-
PaBHATH K CO3/[AHHIO HOBBIX [IEHHOCTHBIX MPEAIOKCHHUIT MyTeM
Pa3BHUTHSI CYIIECTBYIOMNX MPAKTHK, CO3/IaHMSI HOBBIX MPAKTHK
W/UIH PECYpCOB, a TAaK)Ke MHTErPAlldH MPAKTHK U PECypCOB
0-HOBOMY. L{eHHOCTh paboTHI TakXKe 3aKI0YaeTCs B HATMIHN
KIaccu(UKaINK CePBUCHBIX MHHOBAIMHA. Tak, cCaMi HHHOBAIIHH
OBUTH pa3/esieHbl Ha aJanTaldoOHHBIE, PECYPCHBIE, METOIHYC-
ckue (OCHOBAHHBIC HA YIOMSHYTBIX BBIIIE MPAKTHKAX) M KOM-
OuHupoBaHHbIC. TakuM 00pa3oM, aBTOPHI MOAYCPKUBAIOT TOT
(axT, 4TO YCMEIIHbIC CEPBUCHBIC HHHOBAIINHU CBS3AHbI HE TOJb-
KO C HaJIW4YueM HEOOXOIMMBIX NPAKTHK M PECypcoB, a TakkKe
C TeM, KaK OHH MHTETPUPOBAHBI B IIEHHOCTHOE MPEAJIOKCHHUE,
(bopmyIHpyeMoe KOMITaHHECH.

Takum 00pa3oM, HECMOTPS Ha TO YTO MOHITHE [IEHHOCTHOTO
MIPEIUIOKEHNST HAXOJUTCS B LICHTPE BHUMAHUS aKaIeMHYECKOTO
COOOIIICCTBA, UCCICAOBAHUS II0 3TOMY BOIIPOCY HEPEIKO Mpo-
BOAMJINCH TIO Pa3HbIM HampaBJIEHHUSM, YTO MOPOIMIO OONBIIOE
KOJIMYECTBO TOJIKOBAHHMU 3TOTO MOHSTHS. B 3TOM CBSI3M HcCIie-
JIOBATEIbCKIM BOIIPOCOM HACTOSIIETO MCCIICIOBAHUS SIBISCTCS
MOHMMAaHUE EHHOCTH POCCUHCKAMH BHHOJCIBICCKUMH KOM-
MAHUSIMH, @ TaKkKe TO, HACKOIBKO (OPMHPOBAHHE UMM IOTpE-
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OUTEIILCKOM IIEHHOCTH COOTBETCTBYET MPEANOYTCHHUSIM POCCHIA-
CKHX HOTpeOUTENeH.

2. MeTOAOAOTUS UCCACAOBAHMS

JInist oTBETA Ha UCCIIEI0BATENBLCKHI BOMPOC OBUTH MPOAHAIH-
3UPOBAHBI MIPEIIIOUTCHHST POCCHIICKUX MTOTPEOUTENCH Ha PhIHKE
BUHOJICTFYECKO MPOMYKIIMH, a TAKKe MOHHMMAHUE KITFOYEBBIX
3JIEMEHTOB M (POPMHUPOBAHKE TTOTPEOUTEIBCKOM IICHHOCTH KOM-
MAHUSIMU BUHOJICTBYECKOM MPOMBIIIUICHHOCTH.

Mosenerue HOTDE_?K\TEHEVI 11 YOPMVPOBAHHE LIBHHOCTM Ha POCCUIICKOM ﬁb\HKe BUHOMENEYECKOV NPORyKLMN
e consumer behavior and the formation of value in the Russian market of wine products

UccnenoBanne mpoBOAMIIOCH B TEPHONA C SHBAps MO Maid
2021 ropa. [lnsa c6opa MHEHUH noTpeduTeneil ObLIM pa3ociaHbl
JJIEKTPOHHBIE aHKEThI. OTBETHI MOMyUeHBI OT 372 pOCCHIUCKHX
HoTpeduTeNnel BUHOAEIBYECKON NPOLYKIMU U3 12 poccuiickux
pPErHOHOB. XapaKTepUCTHKA MOTPEOUTENeH Tpe/ICTaBlIcHa B
Tab. 2.

Jlyiss cOopa MHEHUI TpE/ICTABUTEINICH BUHOMICIBICCKUX KOM-
MaHUH OTHOCUTEJBHO KITFOYEBBIX KOMIIOHEHTOB M (DOPMHUpPOBa-
HUS IIEHHOCTH OBUT HCIIOIB30BaH METOJ TIIyOMHHBIX HHTEPBBIO
[0 TIOJIyCTPYKTYPUPOBAHHOMY Taiijy. DMIHUPUYECKUN aHaIIn3

Tabmura 2
XapaxrepucTHKa norpeduteneii B BoIOOpKe
Table 2
Characteristics of consumers in the sample

Yucsio pecrioHIeHTOB Jons1 pecioH1eHTOB
B BbIOOpKe (4el.) (%)

JKennmae!
My>X4nHbBI
Bo3spact pecnionieHToB
18-30 net
3145 ner
4660 net
60+ et
O6pazoBanue
BBICIIICE
cpezHee CrenuaIbHOe
cpenHee
YpOBEHb CpEeAHEMECIYHOTO J10X0/1a
110 50 ThIC. pyO.
50-100 TbIC. PYO.
100-200 TbIC. pYO.
200-300 TBIC. pYO.
ceoie 300 TeIC. pyo.
Tun 3ansarocTn
CITyXKallluH, CIIeUaIUCT
yIpaBJIeHYECKUl IepCOHAI
MpeAIPHHAMATEITH
cthepa o0cTyKUBaHHS
pabouwnii, BOAUTEIb
JIOMOXO03sIMKa
TICHCHOHEP
HHOE
MecTo xurenbcTBa
ropoza ereparbHOTO 3HAYCHHS
ropoyia C YHCICHHOCTBIO HACEIICHHUS CBBIIIe | MITH Yell.
ropoza ¢ yucineHHocThi0 500-999 ThIC. Yen.
ropoja ¢ uncieHHocTbio 300-499 Tric. yen.
ropofa ¢ yuciaeHHocTsio 100-299 ThIc. yen.
ropoja ¢ YucieHHocThI0 MeHee 100 ThIC. Jer.
CeIILCKOE TTOCETICHHE
Hcemounux: cOCTaBICHO aBTOPOM.
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197 53
175 47
67 18
126 34
134 36
45 12
219 59
123 33
30 8
115 31
101 27
93 25
48 13
15 4
104 28
45 12
60 16
45 12
48 13
33

22

15

108 29
82 22
63 17
41 11
33

26

19
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The consumer behavior and the formation of value in the Russian market of wine products

BKJIIOUAll B ce0s1 HECKOJIBKO CTa/Ini: pa3paboTKy raiiia, mpose-
JICHUE UHTEPBbIO, KOHTCHT-aHAJIM3 MOJTy4YCHHBIX JIJaHHBIX.

Ha niepBoii cTajuu 1Mo UTOraM TeOPETUUCCKOTO aHaIM3a ObLT
pa3pabotaH raiin s npoBeieHus ITyOUHHBIX HHTEpBBIO. Llenn
HMHTEPBBIO COCTOSsUIa B COOpe MHEHHH OTHOCHTEIBHO ITOCTPOE-
HUS LIGHHOCTH JUIS KIIMEHTOB B UX KOMITaHUSX. B mpoTokosn Obutn
BKJIIOYCHBI BOIIPOCHI, KOTOPBIE KaCaJIUCh OTPE/IC/ICHNs ICHHOCTH
JUIS KJIIMEHTOB M IIEHHOCTHO OPUEHTHUPOBAHHOTO YIPABJICHHS, a
Take GOPMHUPOBAHMIO IIEHHOCTHOTO MPETIOKEHHUSI B KOMITAaHUH.

Ha Bropoii craguu ObuIM MTPOBECHBI [NTYOUHHBIE HHTEPBBIO
¢ 47 MeHemKepaMHl POCCUHUCKAX BUHOAETHICCKUX KOMITAaHHUH,
MIPEACTABISIOIIUMH OTJEIbl MO paboTe C KIMCHTaMH, OTHAe-
JIBl TIPOJIAK, UHHOBAIIMOHHON JESTEIBHOCTH, CTPATETHYECKOrO
YIPaBJICHUS,, MapPKETHHIOBOM JESTEIbHOCTH, OpeHA-MEHEeIKe-
pamu u T.1. KoMmaHum pacnonokeHbl B MECTH POCCHUICKUX pe-
ruoHax (tabm. 3). CpenHee BpeMsi HHTEPBBIO COCTABHIIO OKOJIO
30 MHUHYT.

3. Pe3yAbTatbl UCCACAOBAHMS. LIeHHOCTb BUMHA
AAS TOTPebuTeACH

AHanu3 Npe/noYTCHAIl B BBIOOPE AIKOTOJNBHBIX HAIIUTKOB
MOKa3bIBACT, YTO POCCUSHE OTAAIOT MPEAMOYTCHAE TAKAM HAIUT-
KaMm, Kak iBo (57%) u BuHO (47%) (puc. 1).

ITpu 3TOM MY)KYHHBI U KEHIIMHBI UMEIOT Pa3HbIe MPE/Io-
YTCHHSI B BBIOOPE HAIMTKOB (pHC. 2).

Puc. 1. [Ipeanourerne pecoHISHTOB IPH BEIOOPE aITKOTOIBHBIX
HanuTKOB (% PECIOH/ICHTOB)
Fig. 1. Respondents’ preference when choosing alcoholic beverages
(% of respondents)

Hacroiikn 8% .
9%

9%

Cump
Bepmyt
JIukepot 11%
Bucku
Bozka
Iamnanckoe
Koubsik
Buno

Tluso 57%

0% 10% 20% 30% 40% 50% 60%

Kakyto ankoronsHyio npoaykiuio Ber npeanountaere?

HcmoyHnuk: cOCTaBICHO ABTOPOM.

Puc. 2. [Ipeanodrenne peclioHEHTOB P BEIOOpE

Xavarpan A.A.
Khachatryan A.A
Tabnuua 3
XapaKTepI/ICTI/IKa BHUHOCIBYCCKUX KOMITaHUI BI;I60pKI/I
Table 3

Geographic distribution of the sample wineries

KosnnuectBo Josst koMIanuii
KOMIIaHMii B BbIOOpKe | B BbIOOpKe (%)

Pezuon

Kpbiv (Pecrry6mmka Kpeiv 1 23
u CeBacToIosib)

Pecny6nuka Jlarecran 8 17
CraBpononbCcKuii Kpait 9 19
PocroBckas obnactb 7 15
Kabapauno-bankapckas ] 17
Pecmy6mnka

Bounrorpazckas o61acth 4 9
Pazmep komnanuu

e 0 g
Kpynzbie komnanuu 17 37
Bospacm komnanuu

Jo 5 ner 8 16
5-15 ner 10 22
15-25 et 15 32
Bonee 25 ner 14 30

Hcmounux.: coCTaBICHO aBTOPOM.

BonbmmHCTBO poCCHSH TMPEANOYNTAIOT  OHJIAWH-TIOKYTIKA
BuHa (puc. 3). Ha BTopoM MecTe 110 NOIY/IAPHOCTU CTOST MOKYII-
KH B CylIepMapKeTe U CrielualbHbIX OyTrKax. MHTepecHbIM npe-
CTaBJIACTCSI OTCYTCTBHE NPEANIOYTCHHI Y TPETH PECIIOHICHTOB.

Llenu MOKyIIKK BHHA PECIIOHCHTAMH IIPE/CTABICHBI Ha pHC. 4.

Puc. 3. Beibop pecrionzieHTaMu crioco6a MOKyNKKA BHHA

(% pecroHIeHTOB)
Fig. 3. Respondents’ choice of how to buy wine (% of respondents)
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AJIKOTOJIBHBIX HAIIUTKOB CPEIM MY)KUMH U )KEHIUUH (% PECIIOHICHTOB)

Fig. 2. Preference of respondents when choosing alcoholic beverages

among men and women (% of respondents)
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Puc. 4. Llenu nokynku BUHA pecrioHAeHTaMU (% pPECIIOHICHTOB)
Fig. 4. Purposes of wine purchase by respondents
(% of respondents)

T S
p—
Kopnoparusian seseprnc [ >
B nozapor: | -
JloMOit jutst cebst M JIPYTHX HICHOB CEMbH m 21
Berpesa ¢ apyswan, rocr | -

4 5 10 15 20 25 30 35 40 45 50

®MyKuHHBI B:)KeHIHHbI

Hcmounux.: cOCTaBICHO ABTOPOM.
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Puc. 5. Ilpeanourenust peCrOHEHTOB OTHOCUTEIBHO
YTaKOBKH BUHA (% PECIIOHJEHTOB)
Fig. 5. Respondents’ preferences for wine packaging
(% of respondents)

Her npennourennit
31%

Byrin
37%

KopoGin
15%

Bag-in-Box
19%

Banku
26%

®Byreuikn  “Banku ™ Bag-in-Box ®KopoGkn ®Her npenourenmii

Hcmounuk: cocTaBIeHO ABTOPOM.

Omnpoc nokasai, 4To Hau0ojee MOMYJISIPHBIMU LEISIMU I10-
KYIKH{ BUHA KaK Y MY)KYHH, TaK U Y KCHILHH SBJIIOTCS BCTpeda
C IPYy3bsIMH, TOCTH, IIOCEIICHUE PECTOPAHA WITH Kade.

Kak JIerko MO>kHO 3aMETHTb, OOJIBIIMHCTBO LeNel MOKYIKN
BUHA KaCAJIUCh CUTYalLX HE JIMYHOI0/CEMEHHOro noTpedIeHus,
a TOTpeOIeHNs BUHA B KOMITAHHMH (BCTpeYa ¢ APY3bsMHU, TOCTH,
BBIC3]] 32 TOPOJ, B IONApPOK, KOPIOPATHBHAsS BEYCPHHKA, Ha
MPa3IHHUK).

MOXHO BCIIOMHHUTB, YTO TIPY IIPOABHKCHUH BUHA OCHOBHOM
YIIOp JeNaeTcs Ha Ka4eCTBO CaMOro BHHA, apOMAT, BUHOTPA/IHH-
KH, CTpaHy IIPOU3BOJCTBA.

Ha Hamr B30Isi1, pH IPOABIKCHUH HA PHIHOK BUHA HEOOXO0-
JIIMO HCIIONB30BATh JAPYIyI0 KPEaTHBHYIO KOHIICHIHIO, CICNIaB
OCHOBHOHM yNOp Ha KOJUIGKTUBHOCTH ITOTPEOJICHHMS, Mpa3aHHK,
BCTpEUY, BECEIbE, OTIBIX.

IMoTpeOuTenbCKHE MPEANOYTEHHS B YITAKOBKE [IPEACTABICHBI
Ha pHc. 5. AGCOIIOTHOE OOJBIIMHCTBO PECIIOH/ECHTOB IIPEJIIO-
YUTAIOT B KauyecTBe yrnakoBku OyTsuiku. Ha BropoM mecte 1o
HPEANIOYTCHUSIM — OyPIIOYHBIC [TAKSTHI, TOMEIIIACMBIC B KAPTOH-
HbIE YIIAKOBKH EMKOCTBIO 10 HECKOIIbKHUX JINTPOB — Bag-in-Box.

Puc. 7. OTHOIIEHNE PECTIOHICHTOB K HH()OPMaLUH,
yKa3aHHOU Ha ynakoBKe BuHa (% pecliOHJICHTOB)
Fig. 7. Attitude of respondents to the information indicated
on the packaging of wine (% of respondents)

He 3uaio
12%

JloBepsio, €CIIH MOTY TIPOUHTATE
HHDOPMALIHIO Ha YHIAKOBKE
28%

3aBHCHT OT MeCTa
TOKYIIKH BHHA
18%

He nosepsito
7%

[Ha, nosepsito
35%

= JIoBepsIio, €C/IM MOTY MPOUHTATh HH(OPMALIHIO Ha YIAKOBKS
He nosepsio

= Jla, nosepsio

= 3aBHCHT OT MECTa MOKYIKH BHHA

=He 3nai0
Hcmounuk: cOCTaBICHO aBTOPOM.
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Puc. 6. OTHOLIEHNME K yrTakoBKe BUHA (% pacIOH/ICHTOB)
Fig. 6. Attitude towards wine packaging (% of respondents)

He oGparaio BuuManus
Ha JIM3aiiH yMakoBKu
25%

Ecrnt He npasuTes |
JIM3iiH yIIAKOBKH,
OTKa3bIBAIOCH
OT HOKYIIKH

7% Tlokynaio BuHO,
TOIIBKO €CITH HPABHTCS
JM3aiiH yIakoBKH
68%

= [Tokynaio BUHO, TOIBKO €CITH HPABUTCS M3AiH YIAKOBKH

Eciu e HpaBuTCS M3aiiH YNIAKOBKH, OTKA3bIBAIOCH OT MOKYTIKH

® He Ha 3k

Hcmounux: cocTaBICHO ABTOPOM.

Tlo MHCHHUIO PECIIOHICHTOB, TA yIAKOBKAa HMEECT Maccy JOCTO-
MHCTB: BO-TICPBBIX, Bag-in-Box He Obercss ¥ O4YeHb ymOOCH B
MepeBO3Ke, BO-BTOPBIX, KYMHBIIIEMY BUHO B TAKOH YITAKOBKE HET
HY>KIbI UICKaTh MITONOP. «BOYOHOK» HMEEeT pa3IMBOYHBIN KpaH ¢
OJIHOCTOPOHHHM KJIAITAHOM, KOTOPBIN HE MO3BOJISIET BO3MYXY I10-
najgarh BHYTPb [TAKeTa, MOATOMY AaXKe B OTKPHITOM BHIE BUHO HE
TEpsIeT CBOU CBOMCTBAa KAK MUHUMYM B TEUCHHE TPEX MECSIICB.
IIpu momoru 3Toro KpaHa BUHO MOKHO HAJIUTH B TpadUH HIH
npssMoO B OOKaJl. DTO ACTETUYHO M YIOOHO, K TOMY K€, MOKyTas
BHHO B YIIAaKOBKE, MO’)KHO BBIUTpath B IieHe. [Ipu 3TOM ypoBeHB
KadecTBa BUHA OyTHUIOYHOTO M BHHA B ymakoBke Bag-in-Box,
Kak MPaBHUJIO, UJICHTHYCH.

OTHOILICHNE K YIIaKOBKE BUHA TpeJCTaBiIeHo Ha puc. 6. Co-
IJTacHO OIPOCY, MOJABIIIIONIee OOIBIINHCTBO PECIIOH/ICHTOB Jie-
JIAIOT TOKYIIKY, OICHUBAsT HE TOJNBKO KaueCTBO BHUHA, HO W €T0
ymakoBKy. Creayronmii BOpoc ObUT MOCBSIIIEH OBEPUIO K WH-
(hopmaru, Harle4aTaHHOM Ha yrakoBke BUHA (puc. 7). CortacHo
orpocy, OOJBIIMHCTBO PECHOHICHTOB JTOBEPSIOT HH(YOPMAIUH,
yKa3aHHOU Ha yrnakoBke (35%), Wi TOBEPSIOT, €CJIM MOTYT Ipo-
yHuTaTh yKazaHHylo nHdopmanuio (28%). dns 18% norpebure-
JIeit ToBepHe CBA3aHO C MECTOM MOKYIKH BUHA. OcTaBumecs pe-
CTIOHJICHTHI JTNOO He JTOBEPSIOT yKazaHHOW mH(popmarmu (7%),
1100 3aTPYIHSIOTCS OTBETUTH Ha JIaHHBIH Borpoc (12%).

Puc. 8. XapakrepucTukn BUHA, KOTOPBIE CTHMYIHPYIOT
€ero Mokynky (% pecrnoHAeHTOB)
Fig. 8. Characteristics of wine that stimulate its purchase
(% of respondents)

Wmmoprep NI 5
Copr Bunorpaza I 29
Jlara oimycka I 17
Cozepranne caxapa NN 26
Conepxanne criupra N 21

Harypansroe Bunorpagnoc I 6

Iger puna I 30
Crpana-npoussoautens N 5
Mapka puna I 52
Tun Buna (cyxoe n.n1.) I 67
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Hemounuk: coCTaBIICHO aBTOPOM.
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Puc. 9. Ilokynarenbckue NpenoyTeHus 10 CTpaHe IPOU3BOJICTBA
BuHa (% PECIIOH/ICHTOB)
Fig. 9. Purchasing preferences by country of wine production
(% of respondents)
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Hcmoynux: cocTaBiieHO ABTOPOM.

Taroke B kadecTBe HH(OPMAIMH, Ha KOTOPYIO 00paIaeT BHU-
MaHHUE PECTIOHACHT IPH TOKYIKE BHHA, HA3bIBAJIICH TEMIIEPaTy-
pa XpaHCHHsI, MECTO PO3JINBA, AU3AIH YIITAKOBKH.

Jlanee mpencraBiieHbl XapaKTePUCTHKA BUHA, KOTOPbIE TO-
Oy’KIatoT Mokymnaresel k ero nokymke (puc. 8). CornacHo onpo-
cy Hanboree BaKHBIMH XapaKTEPUCTHKAMH NP MOKYITKE BHHA
sBasitoTes Tan (67%) 1 mapka (52%) BUHA, cTpaHa-IpOU3BOIHU-
teitb (54%), HarypansHOCTh (64%) 1 uBet (39%).

ITokymareabCKue NPEeIIIOYTeHHS 110 CTPaHe MPOM3BOJICTBA
BHHA OTpPa)XeHBI Ha puc. 9. B HacTosmee Bpems cpenu moTpe-
OuTeneil HanOONIBIICH MOMYISPHOCTBIO MONB3YIOTCS BHHA W3
Poccun (31%), Utamun (29%), ®pannun (24%), MongaBun
(22%), moCKOJIBKY CYLIECTBYEeT MHEHHE, YTO B 3THUX CTpaHax
HanboJee KaueCTBEHHOE BHHO M3 AOCTYIHBIX Mo 1eHe. OTMme-
THM, YTO MEPUOANYECKH MPEANOYTCHUSI B OTHOIICHUH CTPaH
MIPOM3BO/CTBA BUHA MEHSIOTCS. Tak, paHblle Haubolee Kaye-
CTBEHHBIMH CYHMTAJIUCh I'PY3UHCKUC BHHA, HO MaccoBas (alb-
cu(UKanUsI 3TUX BUH H3MEHHIIAa MHEHHE TIOTpeOUTeNeit B XyI-
LIy}0 CTOPOHY.

MeHbl11asi TIONYJISPHOCTh €BPOIICHCKUX U JIPYTHX 3apyOexk-
HBIX BUH 00YCJIOBJICHA HE MX IUIOXMM Ka4eCTBOM, a O0JIee BBICO-
KO CTOMMOCTBIO M TEM, YTO BHHA 3THX CTPaH MEHbIIIE PEICTaB-
JICHBI HA PBIHKE, UX TPYIHEE HANTH.

Hanmo oTMeTuTh TOCTaTOYHO BBICOKHI MPOIEHT TeX, y KOTO
HET MPE/IOYTCHHIl B OTHOILICHUU CTPaHBI IIPOM3BOACTBA BHHA.

Puc. 11. IIpuanHb! BEIOOpa BUHA POCCHHCKHUX MPOU3BOIUTEIICH
(% pecroHIEeHTOB)
Fig. 11. Reasons for choosing wine from Russian producers
(% of respondents)
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Puc. 10. [Ipuunnsl BeIOOpa BiHA (% PECIIOHICHTOB)
Fig. 10. Reasons for choosing wine (% of respondents)
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Hemounuk: cocTaBlIeHO ABTOPOM.

Buanmo, TpeTh MOKymnaTeneil OpHeHTUPYETCs Ha Ipyrue GpakTo-
PpBI TIpH BBIOOPE BUHA.

[TosTomy nanee npoaHaIM3UPOBAHbI IPUYKUHBI BHIOOPA BHHA
(puc. 10). Haubonee 3HaYMMBIMH XapaKTEPUCTHKAMH TIPH BbI-
Oope BUHA SBISAIOTCA: BKYC (74%), ONTUMAIbHOE COOTHOILICHUE
LeHbI ¥ KadecTBa (67%), mpoBepeHHOe KauecTBo (36%), n3BecT-
HocTh Openna (24%).

Jlanee ObUTH TpOAHAIM3UPOBAHBI TPHYMHBI BHIOOpPAa BHHA
poccuiickux npousBoautenei (puc. 11). [TpuuuHbI MOJI0KUTEINb-
HOTO OTHOIICHUS K BUHY POCCHHCKUX TIPOM3BOAUTEINICH KPOIOTCS
MIPEXK/IC BCETO B TOM, YTO NIouTH 78% moTpeduTenei poccuiicknx
BUH YCTpPaMBaeT €ro BKyc. 57% pECIOHIECHTOB HPABATCS BHHA,
MIPOM3BOIMMBIC U3 BUHOTPa/1a COOTBETCTBYIOLIETO peruoHa. [1pu-
MEpHO 4eTBepTh moTpeduteneii (24%) ycrpanBaeT ero LeHa, U
42% pecroHICHTOB A0BEPSIIOT pousBoauTeto. ITsaras yacts pe-
CIIOHZEHTOB OTMETWJIA, YTO UM yHOoOeH 00beM ynakoBkH (8%) u
ee au3aitH (16%), 4TO rOBOPUT 0 HEOOXOAMMOCTH 00paIaTh BHH-
MaHHe Ha Ka9eCTBO HE TOJIBKO CAMOT0 BHHA, HO M €T0 YIaKOBKH.

IToTpebuTenbckue MpeArnoYTeH s 0 BUY BHHA MPEICTaB-
JIeHBI Ha puc. 12.

AHaNIM3 NOTPEOUTENbCKUX MPEANMOYTCHUI MOKA3bIBACT, YTO
TpyIIa PO30BBIX BUH IOJNB3YeTCS OYEHb HU3KOH IMOIMYISPHO-
CThIO Ha PBIHKE, MOATOMY IPOM3BOIUTH €ro CIIEAYET B OYCHb
OrpaHUYCHHBIX 00beMax. CaMbIM HOMYJISIPHBIM SIBIISIETCS] Kpac-
HOE MOJIyClIaIkoe BUHO. BO3MOXKHO, 3TH MPEANoYTeHNst OObIIe

Puc. 12. [Torpeburensckue MpeAnOYTEHIS O BULY BUHA
(% pecroHIeHTOB)
Fig. 12. Consumer preferences by type of wine (% of respondents)

Tlonmycyxoe pozosoe HEEE 2
Jleceprroe Genoe NN 4

JeceprHoe pozosoc NN 3

Tlonycnankoe pososoe NN 4
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Cyxoe kpacHoe NN ©
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TTonycyxoe kpacroe I 26

[onycnaakoe Genoe GGG 23

Tonycnaaxoe kpacroe I o1
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Hcmoynuk: cOCTaBICHO ABTOPOM. Hcmounux: cocTaBIeHO ABTOPOM.
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KOPPEIUPYIOT C TPEICTABICHHOCTHIO ATOTO BUHA HA PHIHKE, YeM
CO BKYCOBBIMHU MpPEIIOYTCHUsIMUA roTpedureneil. OnHako of-
HO3HAYHO MOXKHO YTBEPXKIATh, YTO TOJYCIIAIKHE U TOIYCYXHC
BUHA 0oJIee MPeIIOYTUTEINIBLHBI, YeM CYXHe, a KpacHble BUHA 00-
JIee TIPEIIOYTHTEIBHBI, YeM OCJIbIe B JIFO0O0M TO3UIIHH.

4. DopMMPOBaHHME LIEHHOCTHOTO MPEAAOKEHMS
POCCUMCKUMM NPOU3BOAUTEASIMM BMHA

Janee OBIIO MCCIETOBAHO, KAK COOTHOCSTCS TPEATIOITCHHS
noTpedutenell B BbIOope BUHA ¢ ()OPMHUPOBAHUEM LIEHHOCTHOTO
IPEUI0KEHUS] POCCUHCKUMHU TIPOM3BOIUTEIISIMU BUHA.

OTBeThl PECHOHJCHTOB IIPU AHAIM3€ MHCTPYMEHTOB CO3Ja-
HUS [IEHHOCTH TIPE/ICTaBICHEI B Ta0M. 4.

Mosenerue HOTDE_?K\TEHEVI 11 YOPMVPOBAHHE LIBHHOCTM Ha POCCUIICKOM ﬁb\HKe BYHOLENbYECKO/ NpoayKLMK
e consumer behavior and the formation of value in the Russian market of wine products

ITo muenwuto PECIIOHACHTOB, Haubojiee 3HAYUMBIMU WH-
CTPYMCEHTAMU CO3JaHUsl HCHHOCTHU SABJIAKOTCSA Ka4€CTBO, IMPU-
3HAHUC U KIIMCHTOOPHUCHTUPOBAHHOCTD. B To xe BpPEMs TaKHC
HUHCTPYMCHTBI, KaK YHHKaJIbHOCTH 6peH/1a, II04YTH HE HC-
MOJIB3YIOTCSI B MPAKTHKE POCCHUCKUX KOMITAHHUH, YTO MOXKHO
00BICHUTD HCAOCTAaTOYHbIM YPOBHCM BJIaICHUS pOCCHﬁCKHM
IIEPCOHAJIOM BCEM CIICKTPOM CO3IaHHA HECHHOCTHOTO MPECII0-
JKEHUSI, & B 0COOCHHOCTH — HanboJiee CIIOKHBIMU €ro HHCTPY-
MCHTaAMMH.

OrtBeyast Ha BOIIPOC O COBMECTHOM C IIEPCOHAJIOM CO3JaHUH
LICHHOCTH, OOJIBIIMHCTBO POCCUHCKUX KOMITAHUH MPU3HAIH, YTO
KpaliHe pe/Iko BOBJIEKAIOT [IEPCOHAJI B JaHHbIH npolecc. B uHo-
CTPaHHBIX KOMITaHUAX, HAITPOTUB, IICPCOHAIT ABJIACTCA OOHUM W3
KIIFOUEBbBIX HCTOYHHKOB (bOpMHpOBaHI/Iﬂ LHCHHOCTHOI'O IMpeajio-
JKCHUA.

Tabnuua 4
I/IHCprMeHTbI CO31aHus HEHHOCTHOI'O IMPEAJIOKEHUA NJI KIIMEHTOB
Table 4
Customer value proposition tools

HUccaenoBanns

Hpnmepu OTBETOB PECIIOH/ICHTOB

Yacrora
YIOMHHAHHUI

| %

Cogepuiencmeosanue npodykma (yciyzu)

KauectBo siBIsieTCs OCHOBOIIOJIArarIuM 3JIEMEHTOM B CO3JIJaHUH LICHHOCTH,

MOTPEOUTEINh IEHNT BRICOKOKaYeCTBEHHBIC TOBAPHI; IPOBEPsieM Ka4ecTBO Ha cebe 14 30,1

[npoxwuii accopTuMeHT (OONBIIast MPOXYKTOBAsI INHEHKA) TO3BOJSIET HAUTH 4 8.7
B

KauectBo
— TOJIb3yeMCsI IPOAYKLHEH U yCTPaHsAeM HEIOCTaTKH
AccopTHMEHT >
WHIUBUIyaTU3UPOBAHHBIN ITOIXOA K KIIMEHTY
VHHKaIBHOCTh

MBI co3aaeM IpOIyKT, KOTOPBIN €I11¢ HE pa3BUT HA POCCUNCKOM PBIHKE; ) 4.7
(hopmupoBaHue 3aKa3a KOHKPETHO ISl KIIMEHTa >

CHmkast LIEHY TOBapa, UCIIOJHUTEIb MOBBIIIACT CBOU IIAHCHI BBIUI'PATh

CHIDKEHHE IIEHBI IPOYKTa

HX B Pa3yMHBIX PaMKax

B KOHKYPCHOM 3aKyIKe; CKUJIKH, aKIIH Ha TOBAP OYCHb BOCTPEOOBAHBI y 3 6.9
MOKYyIIaTelIeli; Mbl HE MOKEM TOBOPUTH O CHW)KEHHH LICH, HO CTapaeMcsi IepKarh ’

Yayuwenue cepeuca

JlerkocTh BEIOOpA

CHMXEHHE pucKa

[IInpoxuii acCOPTUMEHT, 3HaHUE 3apPEKOMEHI0BABIINX ce0s1 OpEeHI0B 1 26
3HAYUTEIHHO COKPAIAET BPEMsI [UIs ONIPE/IeNICHNUs] C BHIOOPOM >

OtcyTCcTBHE M MEHUMU3ALUs Opaka M IPH PEIKUX CITydasx HeKaueCTBEeHHOM 1 23
TIapTUH — MOJTHAs 3aMEHA Ha KaUECTBEHHYIO TOCTABKY >

VYno06cTBO proOpeTeH s

[Ipocrora ucnonb3oBaHus

‘VHUKAIIBHOCTH
IIpuznanue

IIpodeccronanmmsm
nepcoHaa

OTHo1ICHUS

KinenToopueHTHpOBaHHOCTD

JInuHpIe KauecTBa

IIpencraBieHHOCTH TOBapa B OOIBIIMHCTBE TOPTOBEIX CETEH BIMSET Ha
Y3HaBaEMOCTb, IIOBBIIIAET MPOJIAXHU; C OTKPBITUEM MPOJIAXK Yepe3 HHTEPHET
CYIIECTBEHHO BO3POCIO yXOOCTBO MPHOOPETEHNS BUHA

IIpocToTa TexHOMOrMH, JIETKasl aJanTalus K Hel; LIeHHOCTh HAlllMX TOBapOB U
YCIIYT 3aKJIF0YaeTCs B IIPOCTOTE U JIETKO OLIEHMBAaeMOM (DMHAHCOBOM pE3yJIbTaTe

Dopmuposanue openoa
VHUKaIbHOCTh MO3UIMOHUPOBAHNS OPCH/IA U HAaLICH KOMIIAHUH B LIETIOM
IIpn3nanue Openna; Mbl mpodeccnoHas! B cBoeH cdepe, My Hac XOpoIue
PEKOMEHAIMH OT PeJIeBAHTHBIX KOMIIAHHH, KOTOPbIE K HAM 00paIiaroTcs

CoOTpyHHUKH JODKHBI ObITH IPO(ECCHOHANAMHU CBOETO Jiela

Hacrpoiika 101rocpouHbIX OTHOLIEHUN C KIMEHTOM; OTHOLIEHHUS C KIMEHTOM —
MPEBBIIIEC BCETO; UX HYKHO MPABHIBLHO (OPMHPOBATH, MOICPIKHUBATH, TIOBBIIIATH
JIOSUTEHOCTB, IPUBS3aHHOCTD

Kommannst 1omkHa yMeTh MPUBIIEKATh KINEHTOB, CIBIIIATH UX, IPEI0CTAaBIATh
00paTHYIO CBA3b

JIn4HbIe Ka4eCTBa MEPCOHANA HHOT/IA UTPAIOT PEIIAOILYIO POJIb, BIHSIOT Ha
BBIOOP KIIMEHTA

Hcmounuk: cocTaBIeHO ABTOPOM.
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Tosenexue noTpeduTeneit v OPMUPOBAHHE LEHHOCTM HA POCCUIACKOM PbIHKE BUHORENBYECKO NPORYKLN
The consumer behavior and the formation of value in the Russian market of wine products

OrTBeuast Ha BOIIPOC O COBMECTHOM C HOTpe6I/ITeHHMI/I CO3-
JaHUKU LEHHOCTH, OOJIBIIIMHCTBO KOMIIAHUM IMpusHaliyd, 4TO IO
Mepe BOBMOYKHOCTH BOBJICKAIOT MTOTPEOUTEICH, UCIIONB3YSI B OC-
HOBHOM aHKCTHPOBAHHUC U OIPOCHI, KOTOPbIC MOMOT'alOT y3HATh
O MOPCATNIOYTCHHUAX, KCITaHUAX, YAOBJICTBOPCHHOCTHU KIIMCHTOB.
BaxxHo oTMeTHTh, 4TO OOJbllEe Pa3HOOOpa3ue MHCTPYMEHTOB
n METOOOB BSaHMOﬂeﬁCTBHH C HOTpe6I/ITeHHMI/I BCTPCHACTCA
HWMCHHO B HMHOCTPAHHBLIX KOMITaHUIX. OZ[HaI(O B pOCCI/IﬁCKI/IX
KOMITaHHUAX B ITOCJICTHEC BPEMA BCEC 0OJIBIIIE JCJIAaCTCs aKIICHT Ha
pa3sBUTHH Ou3Heca IoCpeACTBOM B3aPIMOZ[€I7[CTBPIH C KIIMCHTaMU.

ITpu 5TOM B paboTe KOMIIAaHHWH, BOBJICKAIOIINX KIHCHTOB B
COBMCCTHOC CO3/JaHHC IICHHOCTH, HanOoJIee 4acTo UCIOJIB3YIOT-
Csl FHCTPYMCHTBI, OTIMCaHHbIC B Ta0I. 5.

5. BbIBOADI

AHanmmupysl TpU3HAKKA YAA9HOTO IIEHHOCTHOTO TIpeIyIoiKe-
HUS U1 KIMCHTOB C TOUKH 3pel—m;1 I/ICCJ'ICJIOBaTCJ'IeI:I u l'[paKTI/IKOB,
TaKXXC MOXXHO BBIACIIUTH OTIIMYHA, OHU HpeZ[CTaBJIeHLI B Ta6JI. 6

Kh;(éiﬁ':mﬁ A

AHanu3upyst o0IIUe U pa3INyaronIuecst MPU3HAKU YIaqHOTO
[IEHHOCTHOTO MPEUIOKEHNUS, BBIJCICHHBIC CPEId MPOU3BOMIH-
TeNlel BUHA M NOTpeOuTesed, MOKHO 3aMETUTh, YTO OCHOBHBI-
MU MPH3HAKAMH YIA9HOTO [IEHHOCTHOTO MPEIONKEHHS KaK JUIs
MOKyTIaTesel, Tak U JUIsl IPOU3BOANTEINEH SIBISIOTCS BKYCOBBIE
KayecTBa U IIeHa, a TAKIKE Ka4eCTBO, COOTHOIIICHUE «IIeHa — Kaye-
CTBO», OCTETHKA (IM3aiiH U YIIaKOBKA), COCTaB BUHA (OOJNBIINH-
CTBO TMOKyMAareliell BHUMATEIbHO H3Yy4aeT COCTaB, YKa3aHHBIN
Ha YIMaKOBKe), OpPeH I, BO3MOXHOCTb JICTYCTAIIMH, & TAKXKE CTpa-
Ha-MIPOU3BOTUTEIb.

Takue MpU3HAKH, KaK CKUJIKH, aKIIUH 10 BPEMEHHOMY CHU-
JKEHHIO TIeH M 1eIh MOKYIKH (TIOBOJ] MOTPEONCHNUsI), SBISIOTCS
BOKHBIMHU JIMIIB JUIsl TTOTPEOUTEINs, OH 3aWHTEPECcOBaH B HUX:
HarpuMep, KyIUB OfHY OyTBUIKY, BTOPYIO MOIYYUTh B TOAAPOK
WM 3a noneHsl. [IponsBoanTens, HAOOOPOT, HE JTIOOUT CKUAKU
1 aKIIMH, TaK KaK CHIDKCHHE MePBOHAYATbHON CTOMMOCTH TOBapa
XOThb W NPUBIIEKACT TOKyMaTeNei, HO BIUSET OTPULATEIbHO Ha
AMH/DK OpeHIa U MPOUCXOAUT 3a CUeT IKOHOMHHU OFO/DKeTa Ha
peKIaMy ¥ IPOJIBIKECHHE.

Tabmuma 5
VIHCTPYMEHTHI BOBJICUCHHS KIIMCHTOB B COBMECTHOE CO3/J[aHHE [ICHHOCTH
Table 5
Tools to engage customers in value co-creation

HccaenoBanus

Yacrora
YIOMHHAHHU

(o | %

IIpuMepbI OTBETOB PECIIOHIEHTOB

AHKETHpOBaHNE, OHIAHH-ONPOCH, TPOYTCHUE OT3BIBOB IIOTPEOUTENE; MHEHNE
norpeduresnelt Bcerna OblIo A1 HaC BaXKHBIM, IIO3TOMY, CO3/1aBasi LIEHHOCTHOE
MIPEI0KEHNE, MBI B OOIBIINHCTBE CIy9aeB B3aMMOACHCTBYEM C KIHEHTAMH 19
(OmpOCHI, OT3BIBBI, OXKEIAHUS); KaXK/IbI KIMEHT MOXKET II03BOHUTH HaM I10 TeJle-

(oHy, yKa3aHHOMY Ha CaiTe, a TAKKEe B KAXKIOW POSHUYHON TOUKE; aHKETUPOBA-

HUE, OHJIaH-ONPOCHI, PEUTHHIH HEZ0OPOCOBECTHBIX MOCTABIINKOB

OOpatHast CBsI3b: 3aMOTHEHUE
MOTPEOUTEIEM aHKETHI, pa3pado-
TaHHOW KOMITAHHEH, HalTMCAHUE
MOTPEOUTENIEM OT3bIBA B UHTECPHETE
U T.IL

40,7

CoBMeCTHOE TIPOU3BOJICTBO XapaK-

TEpPU3yeTCsl yIacTHEM ITOTPeOnTes
B COBMECTHOM CO3/IalIMH LIEHHOCTH
C KOMITAaHHUEH Ha KOHEUHBIX JTamax

CO3aHus yCIIyTH (oTpebneHue

YCITyTH)

M5l BOBJI€KaeM KJIMEHTOB B IIPOLIECCEe 0OCYKICHHS MTOATOTABINBAEMbBIX OTUETOB

1 MEMOPaHIYMOB, KOPPEKTHPYeM COOCTBEHHOE MHEHHE M BBIBOJIBI HA OCHOBAHHUN

KOMMEHTapHEB KIMEHTa; COBMECTHas pa3paboTka MPOLYKTa, KOTOpbIi ObI ynoBier- 3 7,0
BOPSUI MOTPEOHOCTH HMEHHO TOTO KIIMEHTA, CIIOCOOCTBYET CO3IaHUIO IIEHHOCTHO-

TO TPEIOKCHUS

Hcnonbs3zoBanue HHHOBaHHﬁ, CO31aHNEC MHTCIPUPOBAHHBIX npennomeHHﬁ, pacoiun-

CHHE CEPBUCHBIX YCIYT; KAYeCTBCHHBIN CEPBHC — OCHOBA pabOTHI HALIIEH KOMITA-
CepBHCHasi ”HHOBALIUS p P YEIyT, P P 2 4,7
HUHM, MBI 0OpaIaeM NpUCTaIbHOE BHUMAHNE Ha 00yUYeHHE HAIIUX COTPYIHUKOB
TEXHUKAM B3aUMOJICHCTBUS C KIIMCHTaMHU
Knuenty cHagaia npeaiaraeTcsi Kakoi-To CIEKTp 3aIUIaHUPOBAHHBIX [IEHHOCTEH,
MOCJIE YeTO BHICITYIIMBACTCS €r0 MHEHHE U J00ABISIETCS YTO-TO B 3aBHCHMOCTH OT
Kacromuzarus Yy A 4 8,1

HaJ00HOCTH; KaXKaas Ipodiiema, Kak NpaBUilo, YHUKaJIbHA, U €€ PeLICHUe IpuMe-
HHMO K KOHKPETHOMY OOBEKTY C 33laHHBIMHU TPEOOBAHUSIMU

VYuacrtre nmorpeduTenei B pa3InuHbIX MEPONPHUITHIX B paMKax event-marketing,

MPOMO-aKIHSX; KOMITAHMU OXOTHO YYacCTBYIOT B HAILIMX HCCIEI0BaHHAX, KOTOPbIE

MBI PETYISIPHO IIPOBOIMM, a 3aTe€M IMyOINKYyeM pe3yIbTaThl; eXKeMECSIIHO MPo- 10 20.9
BOJIMM OOJIBIIIOE KOJTUYECTBO POMO-aKIMi, B TOM unciie u Digital-kamnanuii, ?
KOTOpBIE BOBJIEKAIOT BCE OOIIbIIE TOTPEOHUTENECH ¥ MOTHBHPYIOT UX IIPOOOBATH 1

MOKYIIaTh HAIIN HPOIYKTHI YaIle

BsanmoneiicTBre morpeduTens ¢
KOMITaHHEH, a TAK)Ke €ro y4acTue
B aKIUSIX/MEPOMPUSITUSIX, HHULIH-
MPOBaHHBIX KaK KOMIIAaHUEH, TaK 1
CcaMHM IOTpeduTeneM

VY Hac ecTh O(pHIHANBHBIE AKKAYHTHI B COIHAIBHBIX CETAX, I7e TPOUCXOANUT

00IIEHNE B OCHOBHOM C MOTEHI[HAIBLHBIMU Oy/IyIIMMH COTPYIHUKAMHU, HO TEM HE

MeHee UX paboTy, TyMaeTcs, MOXKHO Ha3BaTh d(()EKTUBHOM; TOMUMO BUPTYyaiIb- 9
HO¥ IIPUEMHOM, €CTh CTPAHMUIIBI B COLMATIBHBIX CETSX, /I TAKKe BeAeTCs paboTa

TI0 OTCJIEKUBAHUIO KAI00 M MPEATOKEHHUN; €CTh TPYIIITBI B COIUANBHBIX CETAX, a

TaKKe «IIOCEBbI» Ha (OpyMax, KOTOPbIE IOCEIIACT LeeBas ayUTOPUS

BuptyansHoe OpeHa-cooduiecTBo 18,6

Hcmounux.: coCTaBICHO ABTOPOM.
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Tabnuua 6
Oobuime u pa3nuyaroIecs NPU3HAKH yIauHOTO IEHHOCTHOTO
HPEJUIOKEHNUS, BBIICICHHBIE CPE/IU IPOU3BOANTEINCH BUHA
U oTpeduTenei
Table 6
Common and differing signs of a good value proposition highlighted

Mosenerve HOTDE_?K\TEHEVI Y (HOPMUPOBAHNE LIEHHOCTY HA POCCUICKOM Eb\HKe BUHOLNbYECKO MPOAYKLIM

e consumer behavior and the formation of value in the Russian market of wine products

Jlns mpou3BoAMTEN UMEET 3HAYEHUE aCCOPTUMEHT, I103BO-
somuit nuddepeHnupoBarbess U MpUBIEUb MOTpeOUTENEH ¢
Pa3HBIMM BKyCaMU U IIPEANOYTEHUAMH. Bpiknanka mpomykuuu
U YHUKAJIbHOE TOPrOBOE MPEUIOKEHUE MO3BONIAIOT IPEIUIOKHUTh

DJ1eMeHTbI [oTpeduTtesn [pousBoaurenu

MOTPEOUTEITI0 TC XapaKTCPUCTHKU TPOAYKTa, Olaroiaps KOTO-
pbIM OH OyZIeT OTIMYaThCsS OT CBOMX KOHKYPEHTOB B ITOH Ke
KaTerOpUH, YTO TO3BOJIUT BBICTPOUTH 3()(HEKTUBHBIC KOMMYHH-
Kall¥ ¢ MoTpeduTesieM 1 ChOpMUPOBATH UX JIOSUTLHOCTb.

among wine producers and consumers

BxkycoBbie kauecTBa

Ilena
3aKkAoYeHne

3a nocneaaue 30 JIeT yBETMYMIOCH KOJIMYECTBO U CIIOKHOCTh
aKaJeMHUUYECKAX M TPOPECCHOHATBHBIX MCCICIOBAHMM, MOCBS-

KauectBo

CooTHoIIEHUE «IIC€Ha — KQ4€CTBO»

Obmme DcTeTHKa (AM3aliH 1 yIIaKoBKa) o
HICHHBIX ()OPMUPOBAHHIO OTPEOUTEITHCKON LIEHHOCTH, YTO CBH-
Cocras JICTEIIbCTBYET 00 MHTEpECEe UCCIIC0BATEIICH, MPOU3BOIUTEIICH 1
Bpenn HOTpeOuTENe K CTPATerusM LIEHHOCTHOIO IPEIJIOKEHUs! IIPo-
Jlerycrarus nykTa. LleHHOCTHOE TpeIOKeHNEe OTHOCHUTCS K IIEHHOCTH, KO-
TOPYIO IPOU3BOIUTENL OOCIIAET NPEJOCTABUTL IOTPEOUTENSM,

CrpaHa-pou3BOANUTEIH
€CII OHHU pelaT KyIUTb ero MPOIYKT, TAKKEe OHO MPENCTABISIET
- AccopTHMEHT co00H JeKIIapalifio 0 HAMEPEHUSIX WITH 3asBIICHHUE, KOTOPOE 3Ha-
CKHIKH, aKIWH 110 Bpe- KOMHT MOTpeOHTENeii ¢ OPEHIOM KOMITaHHH, PACCKa3bIBasi MM,
MCHHOMY CHMKCHHIO LICH - YTO IIPECTABIIIET COOOM KOMIIaHUs, KaK OHA pabOTaeT U o4eMy
Briknaaka IPOAYKIIUN OHa 3aCIIy’>KMBAacT UX BHUMAaHUA.

- (product visibility and VenemHtoe eHHOCTHOE MpPEIoKEHHE JOJKHO ObITh yoe-
Pasnuaro- merchandising) JIUTEJILHBIM ¥ TIOMOYb HPEBPATUTh TIOTEHIIMANLHOTO KIMEHTa B
mecs Llesb TOKYTIKH _ IUIAaTEKECIOCOOHOT0 KineHTa. Bee addexTuBHbIe LIEHHOCTHbIE

Hcemounuk: cocTaBIeHO aBTOPOM.

(moBox moTpebnenus) HPELIOKEHHUS IPOCTHI VIS TOHUMAHKS M IEMOHCTPUPYIOT KOH-

KPETHBIC PEe3YJIBTAThI ISl TIOTPEOUTEIIS.

BUHHBIN PHIHOK CUUTAETCS CIOKHBIM ISl IPHHATHS Perlie-
HUI MOTPEOUTENSIMH, @ MapPKETHHI BUHA — MH()OPMAIIIOHHBIM.
_ JlosmbHOCTH DopMupOBaHKE yIAYHOTO LIEHHOCTHOTO MPE/JIOKEHHSI BUHA T10-
flokynate 3BOJISICT MIPOU3BOIUTEIIO BBIJICIIUTh OTIIMUUTEIBHBIC YEPTHI CBO-
€ro MPOIYKTa OT MPOIYKIMH KOHKYPEHTOB U COOOIINTH O IIEHHO-
CTH IOTPEOUTEIIO B TEYEHUE KOPOTKOTO MTPOMEKYTKA BPEMEHHU.

YHuKanbHOE TOProBoe
- npeioxkeHne (unique
selling points, USP)
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