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CTparermsa MHorokaHarsnbHbIX nNpopax
KaK KOHKYPEHTHOE NPeENMYLLIECTBO
B OMNTOBOW TOProese

AkTyanbHocTb. CTpaTerns MHOrOKaHanbHbIX NPOAAX NpeanonaraeT 04HOBPEMEHHOE CMOMb30BaHNe TOProBoi
KOMMaHWeil pasHbIx KaHanoB NpoAax. 3T0 MOryT 6bITb ONTOBbIE U PO3HUYHbIE MPOAAXKN, HANPUMED WHTEPHET-
MarasuHbl 1 00bl4Hble 0(pialiH-Mara3uHbl, pa3MeLLeHHble B TOPrOBbIX LEHTpax U naBuiboHax. Mpumenexune
MHOroKaHanbHoCTU Tpebyet nepecTpoeHus WT-uHMpacTpyKTypbl ONTOBOr0 TOProBOro NMPeanpusaTus,
peanun3ytoLLel NpoLecchl pasnuyHbIX KaHanos cobiTa B eauHon UT-cpege.

3a CYeT CyLLeCTBOBAHNS HA NPeAnpUATUN CObITOBOI CUCTEMbI, @ HE PA3PO3HEHHbIX COLITOBLIX KaHanoB
LOCTUraeTcs CUHEePreTU4ecknii 3HeKT, 06eCnevnBaroLLIMiA KOMNAHWN SONONHUTENbHBIA MPUPOCT NPOLAX.

B HacToALee Bpems npo6nema ynpassieHns ONTUMATbHbIMU KaHanamu ¢ObiTa 1 OpraHu3auny TOBapoLBuKeHus
B ONTOBOI TOProBne onpenenser He06X0AMMOCTb CUCTEMHOMO UCCIeA0BaHIUSA, 00ECMe4nNBatoLLEr0 YCTONYMBOE
pa3BuTUE COLITOBON AEATENIbHOCTI COBPEMEHHBIX ONTOBbIX MPEANPUATAIA HA OCHOBE UCMOMNb30BaHUs COBPEMEHHbIX
UMPOBLIX KaHANOB B3aMMOLECTBUA 1 AnBepcudmkauyum. JusepcuuLnpoBaHHblie NOAX0Lbl K KaHanam
npoaax 06ecneynBaroT 6630NaCHOCTb B Clyyae, eCAN CHINKaOTCA npogaxu. G Havanom nangemum COVID-19
Mbl Ha6MK0 AN OCTAHOBKY O(PIAaNHOBBIX PO3HUYHBIX MOKYNOK. ATO NPpUMep TOro, NoYemMy LmMdpoBble OHMAlH-
peLLIeHns 1 ausepcudomnkaumus Heo6xoauMbl AN CO34aHNSA YCTELIHOro 1 YCTONYUBOro 6u3Heca.

Llenb nccneqoBanns; Ha OCHOBE aHann3a pasfinyHbIX acnekToB COLITOBON LeATENIbHOCTY NPeanpuaTuin
pa3paboTatb CTpaTerM4yeckne HanpaseHUs ynpassieHnss MHOTOKaHalbHbIMU NPOAAXaMiu B ONTOBOM TOProsse
B COBPEMEHHbIX YCITOBUNAX.

3aga4un nccnefoBaHus: BbIABUTb UCTOYHWUKM MOCTYNEHNUS U KaHambl peann3auyuy ToBapoB B ONTOBOI TOProBIE;
NnpoaHann3npoBaTb COBPEMEHHOE NPOrpaMmmHoe 06ecneyeHne 1 MHGOPMALMOHHBIE TEXHOMOMMYECKINE PELLeHus,
HeoOXo4MMble AN YNPaBieHns MHOrOKaHaIbHbIMK NpoLaXkaMu, Ans paéoTbl C NPOAYKTAMU W KIIMEHTCKON 6a301
B ONTOBO LMCTPUOYLMMN; KOHKPETU3UPOBATL CTPATErM4Yeckie HanpasieHus ynpasieHNs MHOTOKaHaIbHbIMU
NnpojaXKaMu B TAKTUHECKOM KOHTEKCTe paboTbl C KNMEHTAMN B Ka4eCTBE aHTUKPU3UCHBIX Mep U ap.

Pe3ynbratel uccae[oBanna. ABTOpaMu ObIIN BbIABSIEHbI UCTOYHUKI NOCTYMEHNS W KaHasbl peanusayum
TOBAapOB B ONTOBOW TOProene. Takxxe onpefeneHsbl CreaytoLime cTpaTernyeckine HanpassieHns yrnpasieHns
MHOr0KaHa/ibHbIMU NPoJaxxamMu B ONTOBOW TOProBAe: YBEIMYEHNE W TLLATESIbHbIA NOAGOP KaHanoB NOCPeSHUKOB;
MOBbILLIEHNE BHUMAHMA K YTPAB/IEHUIO LIEN0YKaMI NOCTABOK; COXPAHEHWE W MOAAEPXaHWE BbICOKON CTEMEHN
NOANBHOCTU KNUEHTOB (KJIMEHTOOPUEHTUPOBAHHOCTL); KOHCOMMAALMS BCEX KAHAIIOB B OfMH CUJIbHbIA KaHas;
AnBepcudurKaumns KaHanosB nNpoaax; NPUMeHeHe COBPEMEHHbIX MPOrpamMMHbIX CPEACTB M TEXHONOMMIA paboThl
C NPOAYKTaMM 1 KIINEHTaMM.

CpenaH BbIBOA O TOM, YTO KOMMAHWW, KOTOPbIE BHEAPWUIIN NPABULHO CMIAHUPOBAHHYIO MHOMOKaHaNIbHY0
CTpaTeruto, YBeSINYMBAKT YMCNO NOTEHUMANbHBIX MOKYNaTesie, 06eCne4ynBatoT AONOSHATENbHbIA [OX0[
1 YCTOMYMBBIA POCT BU3HECA.

Mo MHeHWto aBTOPOB, pas3paboTaHHble UMW CTPATErnyecknue HanpasAeHUs YNpaBieHNs MHOTOKaHanbHbIMM
npojaxamu paboTaloT Ha BCEM XWU3HEHHOM LMKIie paboTbl ONTOBOr0 NPeanpuaTns: 0T 6U3HeC-CTpaTerum Lo

Journal of Modern Competition / 2020. Vol.14. No.4(80)



KoHKYpeHTHbIe npeuMmyLLecTBa

a1

KOHKPETHbIX PELUeHWIA M0 YBESINYEHNIO NMPOAAX. ABTOPbI TaKXXe NMPUAEPXKNBABTCA MHEHUS, 4TO B OYAYLLEM
60JIbLUMHCTBO KOMMNAHMIA 6yAyT UHBECTUPOBATL CPEACTBA B MHOrOKaHanbHbIE MPOAAXW Ha CTPAHOBOM

1 MEX/YHapPOJHOM YPOBHSAX.

KntoyeBble €10Ba: MHOrOKaHaNbHbIE NPOAAXY, YNPABEHWE NPOAAXAMY, OMTOBAS TOPrOBIS, AUBEPCUUKALNS KAHANOB

npofax, SAP-, PIM-, CRM-cicTembl B ONTOBOIA TOProBNe

BeBepeHune

KTyasbHOCTh. B HacToslLee Bpems Bce

OonblUe TOProBbIX KOMMaHWU NoOHUMatoT

BaXKHOCTb MPUCYTCTBNA Ha BCEX KaHa-
nax, rge HaxOAATCA KIMEHTbI, U, COOTBETCTBEH-
HO, ynpaBneHns MHOroKaHanbHbIMU NPoaarka-
MU. MHOroKaHasbHble NPOAaXn — 3TO CaMblit
HadeXHbI cnocob pacluMpUTb OO0 PbIHKA
N yCTPaHUTb OTAeNbHble TOYKN cOod B CTpa-
Ternn npodax. CoszpgaHve 6onee LLUMPOKOWM
CeTV C MOMOLLIbIO MHOFOKaHasbHOM cTparerm
npoaak TakXe MOXET 3HAYNTENbHO CHU3UTL
PUCK AN onToBOro 6uaHeca, ycTpaHue 3aBu-
CUMOCTb OT O[JHOIO KaHana Npoaax.

[NoctaHoBka npobnems!. Llenesble npopaa-
XKV Hepes pasnnyHble KaHambl, Takne Kak WH-
TepHeT-MarasuHbl, Katanory 1 TOYKM MPOAAaXxX,
OTKPbIBAOT HOBbIE LIENEBbLIE MPYNMbI U pa3Bu-
BalOT HOBbIE PbIHKN. Ha dhoHe naHgemMun Lndp-
POBKM3aLVMA cTana HOPMOW, 1 B Grvpkaniine He-
CKOJbKO NeT 3Ta TEHAEHUMS COXPaHUTCS.

B MHOrokaHanbHOW cncTeme npogaxk 1c-
MOMb3YOTCA pasdnuyHblie KaHabl npodax. po-
AaXu Mo HECKOMbKMM KaHanam npuobpeTatoT
BCe Oonbllee 3Ha4YeHne Ana KoMnaHwui, cne-
LumanuanpytoLmxcs kak Ha B2C, Tak 1 Ha B2B.
Hanpumep, nponasoautens FMGG moxeT ocy-
LEeCTBNATb AEATENBHOCTb B CBOEM OMALLIHEM
pervoHe B CNeayloLMX kaHanax pacnpenene-
HVS: CEeTEBOW CErMeHT, CErMEHT He3aBUCUI
PO3HWLbI, MENKWIA ONT, PerMoHanbHble Npoaa-
XM (ONTOBbIE UNK Yeped NapTHEPOB) 1 Ap.

[TomeHANnoch NoTpebuTensLCcKoe noBene-
H1e, n3 odnarHa NepeLunn B oHNamH 1 6ms-
Hec-npouecchl Komnanuin. Heobxognmo obe-
CMeYnTb BbICOKOE Ka4eCTBO 0OCMYyXMBaHMUS
N NepcoHanManpoBaTh ero, CoXxpaHne eamHo-
obpasmne NHTepdENCoB Ha BCEX kaHanax.

Hay4Has HoBusHa. Hanbonee cyulecTBeH-
Hble pe3ynbTaTthl MCCneaoBaHus, obnagatoLmne

Hay4HOM HOBW3HOWM 1 MOJyYEeHHbIE JIMYHO COUC-
Katenem, 3aknyatTca B cneaytolem. OnbIT
paboTbl B PEXNME CaMOU3ONALIMU OTKPbIN HO-
Bble BO3MOXXHOCTU U NMYTW yNpasneHnst MHOro-
KaHanbHbIMW NPOoAaXkaMu B ONTOBOW TOProB-
ne. Hactynunu HoBble BpemeHa, TpebytoLne
HOBbIX OU3HEC-MOAENEN, HOBbIX TEXHOMOTMIA
ynpasneHust npoaakami 1 B3aMMOOTHOLLIEHUI
C KIMEHTamu.

O6o3Ha4eHHble aBTopamu cTpaTernieckme
HanpasneHVa ynpasneHua MHOroOKaHanbHbIMN
npofaxamu NpUMeHUMbl K pasnvyHbIM cTaaum-
AM >XKM3HEHHOTO LMKa ONTOBOrO NpeanpuUsaTiS:
OT BU3Hec-CcTpaTernm 40 KOHKPETHbLIX cTpaTte-
FMYECKUX MEPONPUATUI, HanpaBiieHHbIX Ha
yBENUYEHME MPOOAXK.

Mmnotesor nccnenoBaHWA SBNAETCA MHe-
HWMe aBTOPOB, YTO PaCLUMPEHNE BOZMOXKHOCTEN
MHOFOKaHasnbHbIX NpoAaXx B ONTOBOM TOProB-
ne BO3MOXKHO MPU UCMOMb30BaHWM TaKKX CO-
BPEMEHHbIX LIMPPOBbIX PeLLIEHW yNpaBneHus
npofdaxamn, KnneHTamu 1 ToBapamu, kak SAP,
PIM, CRM n gp. 310 MOXXET MOBbICUTL 3dhdhekK-
TVUBHOCTb YMPAaBeHnst, yBENNHYUTL NPUObINb Or-
TOBOro TOProBOro NPeanpuaTys, pacLupuTb
oXBaT KMIMEHTOB, a B NepcnekTBe — obecne-
YUTb OTHOCUTENbHYIO CTABUIbHOCTb QOYHKLIM-
OHVpOBaHVA. [1py 3TOM aBTOPbLI YTBEPXKAAIOT,
4TO AMBepCUdVKaLMa KaHanoB NPOAaX CHU-
»KaeT puUckm bmuaHeca, 0Cob6eHHO B KpU3KC.

Llernbio nccnenoBaHna SBSETCS onpeae-
NeHne CTpaTern4YecKnx HanpaBneHun ynpas-
NEeHUS MHOroOKaHannbHbIMK NpofaXkamm B OnTo-
BOW TOProBsne.

[Npu HanncaxuM nccnenoBaHUs OnNa pea-
nmM3auynn nocTaBNeHHOW Lenn npegnonaraet-
CA pelleHne cnenyoLmx 3ajay. BblgBUTb NUC-
TOYHWUKM NOCTYMNNEHUS N KaHabl peanmaauynn
TOBapPOB B OMNTOBOW TOProefe; npoaHanmnau-
pOBaTb COBPEMEHHOE MPOorpamMmMHoe obecne-
4YeHne 1 MHPOPMaLMOHHbIE TEXHONOMMYECKe
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pellenna ang paboTel C NPOAYKTaMU U K-
eHTCKOW 62301 B OMTOBOW AUCTPUOYLNN; KOH-
KPETN3MPOBATh CTpaTerv4eckme HarnpasneHus
paboTbl C ONTOBbIMW MOKyNaTENAMM B TaKTU-
4YeCKMX HanpasleHnsax B ka4ecTBE TakMX aH-
TUKPUBNCHbBIX Mep, Kak: MOBbILLIEHNE TEXHO-
NOrMYHOCTUW, aBTOMaTtM3aumsa paboTsl cpen-
cTBaMu MporpamMmMm ynpasneHus npogaxamu,
KIMEeHTamMn 1 ToBapamu, nepeso KIMEeHTOB
Ha ycnoBusi paboTbl MO OaKTOPUHTY B Cryyae
OTCPOYEK MnaTexa; NOCTOSAHHbIA MOHUTOPWHT
CcUTyaunn y KNeHTa, npuy CHYKEHN OMTOBbIX
npoAaxx — NpoBeAeHVE B MarasmHax napTHe-
pa akuuit; cneuvanbHble NpeanoxexHus (B Tom
YMCMEe UCMOMb3Ys KPOCC-KaHaNbHOCTb); Npeao-
CTaBleHve OOMNOMHUTENBHOro CepBu1ca, YCKo-
peHne 06paboTkn 3asiBOK, 0OyYeHne COTPYA-
HWKOB W p.

Mertoabl nccrnenosanHms. NoctaBneHHas
Lenb Obina OOCTUIHyTa NOCPEACTBOM aHanu-
3a CTaTUCTUYECKMX MaTepuanoB OpraHoB cTa-
TmcTukn (PoccTtar), a Takke nccnegoBarenb-
CKUX U aHannTU4ecKnx areHTcTB. B KavecTse
OCHOBHbIX METOLOB MCCNefoBaHWUS NMPUMEHS:-
NNCb CUCTEMHbIN aHannsa, MeTo CpaBHEHWM
1N cucTeMaTndaunmn B COOTBETCTBUM C aKTyallb-
HOCTbIO, Liefbto 1 3agad4ammn paboThl.

CreneHb pa3paboTaHHOCTU Npo6nembl

TeopeTnyecKyto 1 METOLONOMMYECKYO OC-
HOBY MCCNegoBaHWsA cocTaBunM pyHOameH-
TanbHble 1 NPUKNaaHbIe TPYObl OTEHECTBEHHbIX
1 3apyOEXHBIX Y4EHHbBIX B 0611aCTW NOBbILLEHMSA
3 DEKTUBHOCTI ynpaBneHus cObITOBON aes-
TenbHOCTbIO. CylLeCTBEHHbIV BKNad B pasBu-
TVe Teopun CObITa BHECNU Takmne 3apybexHble
N poccunckme yyeHole, kak . AneH, @. KoT-
nep, b.A. AHuknH, B.A. BapuHos, B.B. byp-
ues, KO. Butt, [x. ByTtTtem, E.T1. Tony6kos,
A. OengnH, XX. K. JlambeH v ap. VIHdopmaum-
OHHas 6asa uccnegoBaHus copMupoBaHa
B pegynbrare otbopa, aHanmaa cratucTnde-
CKMX faHHbIX PefepansHon cnyx6bl rocyaap-
CTBEHHOW cTatucTukn Poccumckon depepa-
LMK, OTpacneBbIX MCCNENOBaHW B cdepe or-
TOBOW TOProBNn, aHanMaa AaHHbIX MynsTMOaH-

KOBCKWIX 3NEKTPOHHbIX MNaTtdopM, B HaCTHOCTU,
FactorPlat n gp.

Pe3yn bTaTbl UccnenoBaHusa

Llenb nto6oro 6buaHeca coCTOUT B TOM, HTO-
Obl BbIBECTW CBOV NPOAYKT WUAM YCNYry Ha pbl-
HOK 1 caenaTb MX OOCTYMHbIMW AN noTpebu-
Tenemn, cosfas NyTb pacnpocTpaHeHus nUnu
kaHan. MpaBunbHOe NoHWMMaHVe npenHasHa-
4YeHusa 1 ycTponcTBa CObITOBOro KaHana —
OOVH 13 BaXKHbIX CEKPETOB YCMELLUHOCTN MHO-
MAX NPEeanPUATUIA, 3aHUMaIOLLIMX MVANPYIOLLNE
no3nLMK Ha PbIHKE.

OpHoW 13 NepBOCTEMNEHHbIX KOMMepYe-
CKWX onepaunii B ONTOBOM TOProsIe BbICTyna-
eT NpoLEeCcC opraHmsaunm 1 ynpasneHns npo-
Oakamu ToBapoB. KaHan pacnpeneneHns qos-
»KEH ObITb 3PMEKTMBHBLIM U AENCTBEHHBIM. 3TO
O3Ha4aeT, YTO TPaHCMOPTHbIE U Apyrie noru-
CTUYecKMe NOTPEBHOCTM AOMKHbI MCNOMb30-
BaTbCsl C MaKCKManbHOW NPOM3BOANTENbHO-
CTbtO U C MUHMMAalbHbIMK 3aTpatamn. KaHa-
Nbl pacnpefeneHns BAUSIOT Ha LieHbl TOBApOB
N VX MO3MLMOHNPOBAHME HA COOTBETCTBYIOLLINX
pbiHKax. KaHanbl cObiTa MOryT BapbnpoBaTbCs
B 3aBW1CVMOCTM OT ThMa NPOAYKLMM KOHKPETHO-
ro NPOV3BOANTENS 1 €ro Lenein npoaax.

VICTOYHMKIM NOCTYNNEHNS 1N KaHasbl peanu-
3aumm ToBapoOB B 0NTOBOM Toproene B Il keap-
Tane 2020 roga, no nHgopmaumm PocctaTta,
yKagaHbl Ha pucyHke 1.

YnpaeneHne kaHanamm cobita MoXeT ObiTb
CNOXXHOW 3afader fgaxke Ansa cambix yCrnellHbIX
KOMMaHWii, MOTOMY, YTO eCTb Tak MHOrO nepe-
MEHHbIX, O KOTOPbIX HY>KHO AiyMaTb, 0COOEHHO
B 3TOT Nepuof coLmanbHbIX CeTel 1 LMdpo-
BbIX TeXHOMOrMiM. HecnocobHocTb paspabo-
TaTb XOPOLUY cTpaTernio ynpasneHus aTu-
MV KaHanamm MOXXeT MPUBECTU K NIOXon 6us-
Hec-Mofenu v eLlle 6onee BbICOKMM 3aTparam.

Ona HebonblINX opraHm3auuin ¢ 4eT-
KUM 1 enHbIM KaHanoMm NpoAaxk 3TO MOXeT
ObITb NpocTo. OAHAKO KPYMHble NPEANPUATUSA
¢ 60MbLLIMM KONMYECTBOM KaHa/oB NpOAaXk Mo-
ryT U3BMeYb Bbirogy 13 6onee MHKMO3MBHOMO
noaxopa. YcneuwHass MHOrokaHanbHas cTpa-
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MUCTOUHMKM NOCTYNAGHNA U KaHasbl peanusaumm Tosapos
B onrosovi roprosne B |l ksaprane 2020 roga

(no kpyry 06cne foBaHHBIX OPraHKU3aLMii; B NpoLLEHTaX K 0BLe My 06bemy NPogaHHbIX TOBapOB)

Onmoean mopzoens eKMONGEM KOK BHYTIDEHHION, MK U EHEWHIOW MOPEOENI0, BKNIOYOR nepenpodaxy (Mpodmicy Ges USMEHEHUS] HOBBIX unu
GolewUx 6 yriompeGieHul MOSOPOE PO3HUYHLIM MOP20SUOM, NPOUSE0OCBEHHBIM, MOPEDSLIM, YUPEMOEHUECKUM UL  NpOPECcioHInbHEIM
noAb30EAMENaM LU OpyauM ONMmoesiM Mopeoauan; JeAmensHoCTs a2eHmMos N0 [GKYNKe Moeopoa om UMeHu No0OOHbIX AUl UAU KoMnanul, a
matoite no npodaie UM Moecpos: deAmensHOCMs ONMOBbIX MOPeDaYes, KOMUCUOHEPOos, ONMOoekX UPM MO CObIMY NPOMBILLACHHBX MOSIPOoE,
SKCMOPMEPOE, UMNOPMEPDs, 30KYNOWHBX KoOmMepamueHbX obvedunenuli, mosoprbix BPOHepOS, O2EHMOS, ONMOSUKOB-CHYIYUKOS, G MOKME

KOOMEpOMUEHBIX — OP20HU3GUUL, 30HUMGIOWUXCA  cObmomM  cenbckoxodsucmeenHoll  npodywuyuu  (OBwepocculickuli  kaaccupuraomop  eudoa
skoHomuueckot  Geamenbhocmu OK  029-2014 (KAEC Ped. 2), npuHAm U eseded g Oelicmeue nNpuKo3oM @edeponbHoo O2eHmcomed 1o
MEXHUYECKOMY peaynuposar e U Memponozul om 31 aHeaps 2014 2. N8 14-cm, © UsMeHEHUAMU ).

OAMoens MOP208AA  8bICMYNOEM NPOMEMYMOUHBIM 36EHOM MOBoponposodAuell Cemu U MmecHo B30UMOCEA3OHT € NPOU3BOOCTEEHHBIM U
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nompetumentckiM CEKMapamMU SKOHOMUKU.

UcTouHMKK nocTynaeHmna
TOBapos
3% \

W Opzanusayuu-npoussodumeny
| O ] ped) KUE DOP2aHU3aL|

W Mpoyue opzarusayuuy

OpzaaHusayuu
onmosoil mopzosau

KaHanbl peanusaLmm ToBapos

3% 9% 19%
b
51%

A\
\\ 18‘

B Opeanusayuu-npoussedumeny

["§e) v OHuveCKUE Op2OHUSaYUY
W Op2aHU30UUU POSHUYKOT MOp2oeny

B QUILNECKUE NULE

H Moouue onzanusauuu

Puc. 1. VIcTOYHMKM NOCTYNNEHNs 1 KaHanbl peanu3aumm ToBapoB B ONTOBOW TOProere
B lll kBapTane 2020 roga [14]
Fig. 1. Sources of receipt and channels of sale of goods in wholesale trade
in the third quarter of 2020 [14]

Terns BKItOYaeT B cebst, B HaCTHOCTW, MapKe-
TVHrOBbIE, AUCTPUOBLIOTOPCKME 1 PUHAHCOBbIE
HanpasneHus.

IMesi HECKONbKO KaHanoB cObiTa, KOM-
naHus CHWXaeT noTeHuManbHble pUckk cob-
CTBEHHOW 3aBMC1MOCTW OT OIHOIO KaHana. Ha-
npuMep, cemvac roBoOpAt 0 HOBOW BOSIHE KPU-
31ca 1 MPOrHO3MPYIOT CHYDKEHME NOKynaTenb-
HOWM CMOCOOHOCTN MMEHHO B KOHEYHbBIX TOYKax
npopax (marasduHax). osToMy kKoMnaHnn-No-
CTaBLLUMKN aKTUBUIMPYIOT NPOrpamMmbl «npu-
BA3KM» OMNTOBMKOB K 6U3HECY CBOeW Komna-
HUK (CObITOBbIE MPOrpaMMbl B BMAe AOMOMHW-
TENbHbIX CornalleHu K 4OroBOpy MOCTaBKMU,
NpoBOAst OOHOBPEMEHHOE O3A0POBNEHNE KITN-
EHTCKOW 6a3bl, MONUTUKY BbipalLmBaHus nep-
CMEKTUBHbIX KIIMEHTOB, BbITECHEHWS anbTepHa-
TUBHbIX MapPOK 13 060pOTa OMTOBbIX KIVEHTOB.

Takvm 06pasdom, Aaxe ecnu, cornacHo Npo-
FHO3aM, Ha4YHYT PEe3KO COKpaLLaTbCs NMPOoaaxXm

B KaHasne po3HW4YHbIX Mara3nHoB (0COBEHHO Mo
Tak Ha3bIBaEMbIM HECTPATEMNMYECKMM TOBapam:
TeXHVKa, KOCMeTUKa, oaexaa v T.4.), MOXHO
npennonoXmtb, 4TO MMEHHO ONTOBbIN KaHan
NMoHeceT MeHbLLIE NOTEPU.

CuntaeTcs NpaBUbHbIM, KOrAa B KOMMNaHMM
CYLLIECTBYET HECKOJbKO KaHanoB, HaxOAALLIMX-
CH Ha pasHbIX CTaanAX XXM3HEHHOro Uumkna [1].
OTW »Ke MPUHLUMMABI OTHOCATCS 1 K dOPMUPO-
BaHWUIO acCOPTUMEHTa: OAHOBPEMEHHOE Ha-
NNYMe HOBbIX, PACTYLLMX U PACKPYYEHHbIX Ma-
POK C MOCTOAHHOW poTaumen 1 03L0POBINEHN-
€M accopTiMeHTa (HanpumMep, BHYTPU KaXKaoro
OpeHaa v B LENOM MO OTAENbHbIM TOBAPHbBIM
KaTeropmsam Ui TOProBbIM MapKkam).

[okynaTenu TOBapoOB B OMTOBOW TOProBne
HEeTKO CerMeHTMpoBaHbl C y4€TOM NX OTpac-
neBow cneumanusaunu. Heob6xoamMmMo nom-
HWUTb, YTO BaXKHYIO POSb B YNpaBneHnn npoaa-
KaM UrpaeT KNMeHTcKasa nonmTnka purpmsl.
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B cutyaumm napenHus npopax Heo6xoamMmo
paccMaTpmBaTh KXKOOMO KIMEHTa C TOYKN 3pe-
HWSi ero BNVSIHWS Ha 0BecneyeHre JOCTUXKEHWS
NNaHoBbIX Mokazartenein no 06opoTy U NOCTY-
NNEHMIO AEHEXHbBIX CPEACTB.

B npouecce nccnegosaHus onpeaenetsbi
cTpaTtermyeckme HanpaseHus yrnpasneHns
MHOrOKaHasbHbIMI NMPoAaykaMu B OMTOBOM TOP-
rosne (puc. 2).

[anee onpenenexHHble HanpasneHus pac-
CMOTpeHbI 6or1ee NoapoBHO.

KomMnaHua MOXXeT MoBbICUTb 3PdEKTUB-
HOCTb KaHana pacnpeaeneHus, MakCUmMmnanpys
BbIFOZY MOCPEOHNKOB KaHana unu yBenunyveas
4MCNO NOCPEOHMKOB, KOTOPbIMX OHK obnaga-
toT. Kak n3BecTHo, nocpeaHnK — 3T0 Aonos-
HUTENbHbIE KOMMaHWUK, KOTOPble BEPYT NPOAYKT
NpPOV3BOAUTENS 1 NPOAAIOT ero Ha OTKPbITOM
PbIHKE, TaK1e Kak AUCTPUOBLIOTOP MU PO3HNY-
Hbll TOproseL. KomMnaHnsam BaXKHO BbliOMpaTh
NOCPenHVKOB, COOTBETCTBYIOLLUMX MX BU3HEC-
Mofdenam 1 uenam. KoMmnaHnmm-nocpenHunkim,
Kakaas 13 KOTopbIX DOPMUPYET COOTBETCTBY-
tOLLMIA KaHan pacnpefenenmns, MoryT yBenu-
YUTb 06bEMbI MPOAAX U CHU3UTL N3AEPXKKN.

YnpaBneHve Lenovkamy nocTtaBok npen-
cTasnseT cobon npouecchl otbopa Chipbd
1 NpeobpasoBaHnsa ero B roToBYIO NPOAYKLMIO
1 ynpaBneHns NOTOKOM 3T1X TOBapPOB W1 yCnyr
OT MpouaBoamTend K notpebutento [2]. Nepe-
X0 OT opraHuzaunmn odnarnH-npoaax K op-

raHM3aumy OHNanH-NPOAaXK MOPOAMI MHOIO-
KaHanbHyt0 KOHUIypaumio Lenen nocTaBok.
[NoBbILLIEHWE DOKYCa ynpaBneHus Lienoykamm
MOCTaBOK Takke MoBbILLIAeT 3PPEKTUBHOCTb
KaHanoB pacnpepeneHuna [3]. Peanusauyus
cTparterum, Takmx Kak nnaHbl MPOeKTOB, BHE-
OpeHVe aBToMaTM3aumm 1 NoBbilLEeHWE NPO-
3PaYHOCTV LIEMOYKM MOCTABOK, MOXET CHU3UTb
3aTpartbl, CBA3aHHble C 3anacamu, ynyYmnTb
[OOCTaBKYy 1 MOBLICUTb AOCTYMHOCTL NpoAyKTa.

KoHconupauus (obbeanHeHne) KaHanoB
pacnpenenena B CUbHbIA — eLlle OavH Cro-
€006 noBbiLLeHNs adpdekTBHOCTN. Hanpumep,
Npoun3BOAMTENb MOXXET 0ObEAMHUTL ABa KaHana
cbblTa — AMCTPUOBLIOTOPA U PO3HNYHOIO NPO-
[aBla NoA OAHUM «30HTUKOM». OTO He TOMbKO
COKpaLLaeT pacxofbl Ha yNpaBneHne KaHanoMm,
HO M MPUBOANT K YMEHbLUEHUIO KOHTPON4A. [1pn
MEHbLLEM KONMMYECTBE KaHaNoB B pacnpeaenu-
TeNbHOM LeNoYKe KOMMaHNM MOMYT COKPaTUTb
BPEMSI, HE0OX0AMMOE A5 yNpPaBieHMs CBOVMMA
KaHanamu, 1 COCpeaoTOHUTLCS Ha APYrX KITto-
4eBbIX KOMMOHEHTax CBOero 6rsHeca.

Takxe aBTopbl obpallatoT BHUMaHWE Ha
TO, YTO B KQ4€CTBE aHTUKPUIUNCHBIX MEP Takme
KNMEHTbI MOryT BPEMEHHO COKPaTUTb CBOM 3a-
Kasbl nnn NoTpeboBaTh y ONTOBOrO TOProBOrO
npeanpuaTUs CHU3UTb LEeHbl Ha KOHKPEeTHble
MOCTaBKMU.

CoxpaHuTb 06beM Mpofak KinMeHTamu
B AAHHOW CUTyaLMmM BO3MOXHO 6€3 CHUXEHWS

VYBenu4yexnune
W TLaTenNbHbIN nogéop
KaHanoB NocpeaHnKoB

[NoBbILWeHMEe BHMUMAHWA
K ynpaeneHuto Lenodkamu
NoCTaBOK

CoxpaHeHve
1 nogaepxaHune BbICOKON
CTeneHn NOoANbHOCTN KIIMEHTOB
(KNIMEHTOOPUNEHTUPOBAHHOCTb)

KoHconmaaumsa Bcex KaHanos
B OOWH CUSbHbIA KaHan

HOuneepcudpmkauns
KaHarnoB npogax

[MprMmeHeHne coBpeMEHHbIX
NporpaMMHbIX CPEACTB
M TEXHOMOMNN

Puc. 2. CtpaTternyeckve HanpaBfieHns ynpaBfieHns MHOrOKaHanbHbIMU NpofaXxamm
B OMTOBOW TOProBJie (COCTaBNeHO aBTOPOM)

Fig. 2. Strategic directions of multi-channel sales management in wholesale trade
(compiled by the author)
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OTMYCKHbIX LieH — 3a CHET YryuLLIEeHVs YPOBHS
cepsuca. Taktuka paboTbl MOXeT ObITb Che-
aytoLas:

® MepeBecTy KIIMEHTOB Ha YCNoBMA paboTh!
No PakTOPUMHIY B Clly4ae OTCPOYeEK nnarexa.
3aKymno4HbIN PaKTOPUHI — OMHAHCOBbIN MPO-
AYKT, B HACTOsILLIEE BpeMs HabupatoLLmi nony-
NApHOCTbL. [Ipyroe Ha3BaHWe — PEBEPCUBHbIN
daKTOpUHr. OTO NPOAYKT, YAOBNETBOPSAOLLMIA
NoTPeOHOCTM Kak MoKynaTens, KOTopbI Nosy-
YaeT HY>XKHYIKO OTCPOYKY, TaK 1 MOCTaBLLUMKA, KO-
TOPbIN, B CBOKO O4eEPEb, NONydYaeT VHAHCK-
poBaHKMe B fIeHb OTIPY3KM TOBapa;

® OCYLLECTBAATb MOCTOSHHbIN MOHUTOPUHT
cuUTyauum y KnueHta, npu CHWXKEHUW ONTO-
BbIX MPOAaX NMPeanoXuTb NapTHEPY MPOBe-
CTW B €ro MarasmHax akuuu 1 cneumasnbHble
NpeanoxXeHns (B TOM YMCIe UCMOMb3ysd KPOCC-
KaHanbHOCTb);

® MPEeaoCcTaBNTb KIVEHTY AOMOMHNTENBHbIN
cepBuC, Hanpumep, 4OCTaBKy ToBapa [0 ero
cknapga, yckopeHune obpaboTkm 3aaBOK, 00Y-
YeHne COTPYAHMKOB.

CnepnyeT OTMETUTb, 4TO ANS NOAAEPXaHUA
BbICOKOW CTENEHM NOSNIbHOCTU KNMEHTOB OMTO-
BOW KOMMaHWK HeoOXoanMMo obecneynTb NHAN-
BMAYyaNbHbIA NOAXOA K HAM U B3ATb NOA MOSHbINA
KOHTPOMb CUTYyaUMIO MO KaXXAOMY KITVEHTY.

B uengax yBenuyeHmsa peHTabensHoCTv on-
TOBbIE TOProBblE OPraHM3aLnm CTPEMATCS K MO-
BbILLEHWIO TEXHOMNOMMYHOCTM, aBToMaT13aLmm

paboTbl, MHOFOKaHaNbHOCTW, PacLUMPSAIOT Ka-
Hanbl AMCTPMbyLMmM [4]. BonbLloe KONMYeCTBO
CLENOK NPOVCX0aNT Yepes TOProeble Mnardop-
Mbl — MapKeTrnemcsl [8]. DakTopuHr cTan umdo-
POBbIM, U C TOYKM 3PEHUA NOMNCTUKIN abCOMtOT-
HO He 3aTparHbIM, Tak Kak BCe ornepaumm no 3a-
KITFOYEHMIO KOHTPAKTOB MPOMCXOAAT OHNalH.

ABTOPbI NPUAEPXXNBAIOTCA MHEHMS, YTO AU-
BepcudmKaumsa 9BNAeTCA OAHNUM U3 MOLLHbIX
NHCTPYMEHTOB 06eCNeYeHs YCTONYMBOrO pas-
BUTWUS COBITOBOM AEATENBHOCTU NPEANPUATAS.
[dvBepcrdrKaumsa kKaHanoB NPOAaXX UMEET pe-
LatoLLiee 3HaveHe B MOCTOAHHO MEHsIIoLLIEMCS
MUPE BNEKTPOHHOM KOMMEPLIN.

Heobxoanmo ObITe FOTOBbLIM K AnBEPCUdIN-
Kaumm 6rsHeca, NoBbILLAaTh AOCTYNHOCTb hak-
TOPWHIOBbIX YCNYT ANd LUMPOKOro Kpyra KieH-
TOB 1 0ebuTopoB. Kpnanc nokazarn, 4To dak-
TOPVIHI MCMOMb30Bancst MHOrMMM KOMAaHUAMM
B KayecTBe ONTUMasbHOro MHCTPYyMEeHTa Mno-
nonHeHnst 06opoTHbIX cpeacTs. OTpacnu, uc-
noneaytoLime daktopuHr B 2020 rogy, npen-
CTaBneHbl Ha PUCYHKe 3.

Bo MHOrom nonynapHoCTb dhakTopuHra obl-
na obycnosneHa CTpeMeHnemM OakTopoB Novi-
T HaBCTPeYy CyObekTaM pbiHKa, B TOM 4u1Che,
OMTOBOr0, ObITb MTMOKNUMU U KITMEHTOOPUEHTUPO-
BaHHbIMK, yIpoLLas NpoLUecc UHaHCHPOBaHS.

VITak, npakTnka nokasbiBaeT, 4TO hakTo-
PUHIOM MOSb3YOTCA NPEANPUSATUA C abComoT-
HO pa3Ho CreumnmuKom 1 NPUOLINTEHOCTLIO.

OTpacnn, ucnonbaylowmne PakTopuHr:

0,87%  0,50%

12,69%

17,36% a
2%
/ 0,81% u

38,37%

u 1. NpoaykTel nuTanusa (12,69%)

2. CrpouTensHeie MaTepuans! (3,72%)

3. Konagurepckue usaenus (0,81%)

4. Mo6unbHbie TenedoHbl M akceccyapsl (38,37%)
5. Cpeacrea 3awumtsl pacteHuii (25,67%)

6. AnkoronsHbie HanuTku (17,36%)

7. BesankoroneHeie Hanutku (0,87%)

8. Boirosan xumus (0,50%)

* NanHbie AO «TACKOMBAHK»

Puc. 3. OTtpacnu, ncnonbaytowme daktopuHr B 2020 rogy [15]
Fig. 3. Industries using factoring in 2020 [15]
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Puc. 4. Ctatnctrka chmHaHCUMpOBaHMA NOCTaBLUMKOB hakTopamu Ha nnatcopme FactorPlat [16]
Fig. 4. Statistics Finance providers factors on the platform FactorPlat [16]

CraTtucTtnka omHaHCHMpoBaHWa NOCTaBLLN-
KoB thakTopamn Ha nnatdopme FactorPlat ceu-
LETENLCTBYET O TOM, 4TO pacTv o6bem hakTo-
puHra Hadan ¢ mapta 2020 roga, a B anpene
Obl1 OTMEYEH MMKOBbLIN 0ObeM OUHAHCKPOBA-
Hus (puc. 4)".

dakTopbl NpoduHaHcuposann 118 TbiC.
NOCTaBOK Ha pekopaHyto cymmy 20 MNPA py-
6nen. [Jo naHoemmn obbem dMHaHCKPOBaHWSA
B MecdL, cocTaBnan B cpeaHem 10-12 mnpg py-
onein.

[Mnatdopma FactorPlat pa6oTaeTt ¢ kpyn-
HerLnMK dhakTopammn: PakTOPUHIOBbLIN BU3-
Hec NCB, MeTannuHeecTbaHk, PaiddarnseH-
6aHk, Global Factoring Network. Hanpumep,
6aHk NCB TonbKo Yepes gaHHyto nnatgopmy
3a nep.yto nonoBrHy 2020 roga NnpogorHaHCH-
posan 270 TbiC. nocTaBok. O6bem pMHAHCHUPO-
BaHuA coctasun 18 mnpa pybneit [16].

OTAenbHO CTOUT OTMETUTL, 4TO HEoOXoam-
MOCTb JOKYMEHTAPHOro OPOPMIEHNS COENKM
MEXTY KIMMEHTOM 1 AeOUTOPOM B YCIOBKSIX MaH-

' FactorPlat — MynbTM6aHKOBCKas SNEKTPOHHas nnat-

hopma, No3BONsAOLLLAA NMPOBOAUTL OHNAMH TPEXCTOPOHHWE
cAenkn no ycTynke Aebutopckoi 3agomkeHHocTw. C Hel
paboTatoT Bce KpynHenume 6aHkmn, 1300 nocTaBLLUMKOB-
KPEAMTOPOB U HECKOMBKO TOM-AeOUTOPOB B pUTEine.

AemMun pelnnun cnefytolimm o6pasom: 60mb-
LIMHCTBO GDaKTOPMHIOBbIX KOMMAHWIA NErko ne-
peLnn Ha 6e30yMaXkHbIi JOKYMEHTOOO0POT
N pacLUVpU OYHKLMOHA SNEKTPOHHOM Nof-
nMcK (Tak Ha3biBaeMblii LIMADPOBOM OHOOPAMHT).
OHOOPAVHI — 3TO He MPOCTO UMdPOBON Ccep-
BMUC, 3TO MOLLHbIA NHCTPYMEHT PopMMpOBa-
HWS MOAENM NOBEAEHUS KNMEHTA B LINAOPOBOM
cpene. OH6opaMHr obecnevnBaeT NoaaepPIKKy
KNuMeHTa, obneryaet AOMNOMHUTENbHbIE Npoaa-
XK U OaeT BO3MOXHOCTb CHU3UTb YMCO Npsi-
MbIX KOMMYHWKALWIA C KIMEHTCKUMK Cy>KGamu.

Takrm 06pa3oM, dakTOPMHI BO BpeEMS NaH-
nemuu ctan ele 6onee yaoOHbIM 1 AOCTYMHbIM
CPEeACTBOM MPUBAEYEHNss doUHAHCUPOBaHMS
060pOTHOro KanuTana (4ero Henb3s ckasaTb
0 TPaANLMOHHOM KpeamToBaHum B 6aHkax). Cu-
Tyaumst ¢ COVID-19 He TonbKO He CHM3MMa BOC-
TpeboBaHHOCTb TOProBOro PUHAHCKPOBaHWS,
HO 1 cTana AONONHUTENbHBIM CTUMYOM AS
CKOpEeWnLLIero NpUHATAS POCCUNCKUMIK KOoMMa-
HUAMW peLIeHNn O NPUMEHEHUN bakTopUHra
B paboTe ¢ gebutopamu.

[MporpammHoe obecneveHme A ONTOBOM
OUCTPUOYLUMM MMEET BaXKHOE 3Ha4veHue, HO
He BCe peLleHVsa MMetoT HEOOXOAMMbIA Habop
AYHKUWMIA. T1o MHEeHWMIO aBTopa, 9PdEKTMBHOE
pelleHne Ans ynpaBneHus MHOrokaHasbHbl-
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MW NpoJakamu B ONTOBOW Toprosne — SAP
Business One [17]. OTo KopnopaTtnBHas cu-
cTema, KoTopas KOOPAVHUPYET BCE aCMNeKThI
MHOrOKaHanbHbIX NPOoAaXk ONTOBOro b13Heca,
BKIKOYas OMHAHChI, yNpaBneHne KnmeHTamu,
npoAaXkK, ynpasneHve LenoyYkaMmm nocTaBoK,
MNPOW3BOACTBO M OTYETHOCTL. Ero moaynu 3a-
KYMNOK 1 MHBEHTapu3aLmm cBsi3aHbl ¢ 0bLLe-
opraHmM3aumoHHbIMKU pabo4mmn NpoLeccami,
KOTOPbIE MOMOratoT OMNTOBOW KOMMaHW MOHSATb
CBOW PbIHOK, MOCTPOUTb MO3UTUBHbIE OTHOLLIE-
HWA C NOCTaBLUMKaMM U KIUEHTaMK, ONTUMUSU-
poBaThb 3anachl 1 AOOUTLCHA BbICOKUX MPOAAXK
1 BbICOKOW Map»u.

o pnaHHbIM onpoca Forrester Research, no-
psanka 89% TOProBbIX KOMMaHWii, paboTatomx
B cermeHTe B2B, oTMevaloT, 4To € pas3BuTreM OH-
nanH-kaHana nx ronoBOVi JOXOA YBENUYUICH Ha
55%. B 10 e Bpems 81% y4aCTHVKOB 1UCCneno-
BaHWs yTBEPXKOAET, 4To Bnarogapsi e-commerce
Cpe[Hsist CTOMMOCTb 3aKasa C y4eTOM BCEX KaHa-
NOB Npoaax Bbipocna Ha 31% [17].

SAP Hybris B2B Commerce — oTpacnesoe
peLLeHVe, KOTOPOE MO3BONAET B CXKATble CPOKM
€030aTb MOLLIHbIN MHTEPHET-MarasuH Aas MHOro-
KaHabHOro B3anUMOAENCTBIMSA C 6OMbLIMM KO-
4eCTBOM MOCTaBLLMKOB, NAPTHEPOB U1 OMTOBbIX
KMEHTOB. PellieHne NoaxoauT Kak s ONTOBbIX
KOMMaHWiA, Tak 1 TOProBO-NMPON3BOACTBEHHbIX

CRM
Systems

Distributor Feeds

Copywriters
Data Pools \

SUPPLY

r
Marketplace S

Photographers @

Agencies

-

ERP Systems

ENTERPRISE

PIM :
L E-Marketing

NpeanpUsaTUA, NIaHUPYIOLLIMX aKTMBHO pasBu-
BaTb COOCTBEHHbIM OHMNaNH-KaHan Npoaax.

C NoMmoLLIbIO 3TOr0 pPeLLeHU MOXKHO KOHCO-
NVAMPOBAaThL U yHUdMumpoBaTe Ha 6a3e ean-
HOW, rMOKO HacTpamnBaemol nnartdopmel SAP
Hybris Commerce koMmmep4eckre npouecchl,
XapakTepHble ANA NpeanpusaTnin onToBOM TOP-
FOBMM 1 MPOU3BOAUTENEN TOBAPOB HAPOAHOIr0
notpebnexHus.

VITak, 6narogapss CRM 1 ynpaBneHuno npo-
faxxamun SAP Business One No3BongeT Makcu-
MaJlbHO MCMONb30BaTh BCE BO3MOXXHOCTM A/1A
obLeHns ¢ knenTamu [9]. Mopasao 6onbLuas
BMANMOCTb MCTOPWI MOKYMOK MO3BONSAET Yy4-
LINTb TAPreTUHr 1 06ecne4vnTb TOYHOEe COOT-
BETCTBME CNpoca U NpeanoXeHus.

OT1oenbHoe BHUMaHMe aBTopbl 06palLaroT Ha
CUCTEMY YMpPaBneHVa CBEASHUAMM O NMPOOYKTE
PIM. PIM (ab6pesuatypa ot Product Information
Management) B nepeBoe Ha PyCCKUI A3bIK
O3Ha4aeT «ynpaBneHne nHgopmalven o Npo-
OykTax». Hanbonee BaxkHble doyHKUUN PIM-
CUCTEMbI MPeACTaBNeHbl Ha PUCYHKe 5.

PIM-cucTembl UrpatoT BaXkKHYHO POSib B Crie-
AYIOLLIMX OTpacnsx:

1. OnekTpoHHas kommepumnsa. B HacTos-
LLlee BPEMS OMNTOBbIM KOMMAHUAM HEOOXOAM-
Ma cucTtema ynpaBneHus CBEAEHNIMIN O Mpo-
AYKTe ANA npepocTtaBneHua MoapoOHOMN

Supply Chain

Management Retail

oo @
- ~a
[

E-Commerce

Mobile

=) Direct Print
°

Marketplace

Data stock

Stock management

Puc. 5. ®yHkuum PIM-cuctemsl [20]
Fig. 5. PIM system functions [20]
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NHdbOpMaLmMM 0 NPOAYKTax 1 co3aanHust Nosb-
30BaTesibCKUX NCTOPUIA;

2. OnToBad TOproBng — NpPeaocTaBneHne
TOYHbIX, YHUDUUMPOBAHHbLIX ONUCaHUIn NpPo-
OYKTOB.

3. [NpOoMbILLINEHHOE MPOM3BOACTBO — HaNu-
4yMe CUCTEMbI yNpaBneHa CBeAeHUsIMMN O MPo-
OYKTE NMOMOXKET COKpaTUTb BPEMSA BbIBOAA NPO-
[OyKTa Ha PbIHOK M MOBLICUTL MPOAYKTUBHOCTb.

ABTOpPbI cynTatoT, 410 PIM cTaHoBUTCS He-
06X0aMMON NS KOMMaHWIA, KOTOPbIE:

1) 1MCNONb3YIOT MHOrOKaHaNbHbIE MPOAAXKM;

2) nMetoT 60MbLLION acCopTUMEHT (6onee
1000 HanmeHoBaHWM);

3) npopaaroT BO MHOTMX CTpaHax 1 UM Hy»-
HO NoKanM3oBaThk MHGOPMALMIO O MPOAYKTE;

4) UMEIOT CMNOXHYIO CTPYKTYpPY MHopMa-
UMK O MPOAJYKTax;

5) mpegnaratoT NPOAYKTbl, KOTOPbIE HYaCTo
MEHSAOTCS, BCNeACcTBME Yero MHopMaLmto
O HUX HeOB6XOAMMO MOCTOAHHO OOHOBNATH.

VIHCTpyMeHTbl 1 npouecchl PIM crucTeMmbl
NO3BONAOT KOMMaHWAM LIEHTPaIM30BaThb VH-
dopmMaumto 0 NpoayKTax, HE0OXOANMYIO Ans
MapKeTUHra 1 Npoaax, a Takxke ynpaBnsTb
3TOW MHdopMaLMel.

Kak 1 Ha NMPOMbILLNEHHOCTb, Tak 1 Ha MHO-
rokaHasibHyt0 ONTOBYIO TOProOB/O CYLLIECTBEH-
HO€E BMVAHME OKa3bIBAET 3KOHOMUYECKNIA KpU-
3uc [5]. B TO xe Bpemst KNMEHTbI OXKMaatoT, YTO
1NX NOCTaBLUMKM OyayT NpeaoCcTaBndTh Bce 60-
nee LWNPOKNIA aCCOPTUMEHT B CBOEM OHNAaMH-
6unaHece [10]. Tak Ha3biBaeMast TEOPUS «afNH-

|—¢ XWUThl Npogax
«lonoea»

HOro XBOCTa» 0OeLLaeT BbICOKME MPOAaXM OT
NpPOAaXKN HULLIEBbIX MPOAYKTOB B 06beMax, pa-
Hee He AOCTUMHYTbIX. «[MWHHbLIA XBOCT» —
Ou3Hec-Moaenb, yTBep)xaatoulas, 4To CyM-
MapHble NPoaaXkh MHOXXECTBA HE CaMblIX MomMy-
NAPHbBIX TOBAPOB MOMYT MPEBbILLIATL NPOAaXKN
TOBapOB MaccoBOro NoTpebneHns — Tak Ha-
3blBaeMbIX «XMUTOB». KprBas cnpoca nocTeneH-
HO CMeLlLaeTcs ¢ Npoaax HebobLLOro Y1cna
«XUTOB» K BOMbLLIOMY KOMYECTBY cneumndomny-
HbIX, HMLLIEBLIX MPOAYKTOB.

KoHuenuuio «anuHHbIN XBoCcT» (long tail)
BNepBble cAHOPMyNnMpoBan B 0OAHOMMEHHOM
cTatee B xypHane Wired ero rmasHbIn pefax-
Top Kpuc AHaepcoH. OH NpoaeMOHCTpYpoBan
avarpammy cnpoca, Ha BepLUMHE KOTOPOW Ha-
XOOATCHA «XUTbl», @ HA MPOTVBOMONOXKHOW CTO-
POHE — «BECKOHEYHbI XBOCT» HULLIEBbLIX MPO-
aax (puc. 6).

KpvBas cnpoca NoCTENEHHO CMeLlaeTcs
C NpoAaXk HeGOMbLLIOIO Y1CHa «XUTOB» K 60Sb-
LIOMY KONMMYEeCTBY CNEUMPUYHBIX, HULLIEBbIX
NPOAYKTOB B €€ «XBOCTE» [6B].

K. AHOEPCOH NMPUBOANT B MPUMEP UHTEP-
HeT-mara3mH Amazon, rae 57% npogax co-
CTaBNAtOT He BecTcennepsbl, a KHUMM, OTCyT-
CTBYIOLLINE B OOMLUMHCTBE OONANHOBBLIX KHIK-
HbIx MarasunHos, 1 Netflix, rae 20% durnbMoB,
B3ATbIX HANpoOKar, He nayT Ha OOMbLLOM 3Kpa-
He 1 He NPOoJatoTCs B 0ObIYHbIX MarasunHax [6].
Cnpoc Ha Manoun3BecTHble NPOAYKTbl HACTOSMb-
KO Marl, 4To caenan 6ecCMbICNEHHbIM UX MPO-
M3BOACTBO U pacnpocTpaHeHne B 06bI4HOM

HuweBbIA pPIHOK
«[NMWHHLIA XBOCT»

0 "

5 MacCcoBbIA pLIHOK
=1

I

[=%

g

>

[ =

S

=

CraHgapTHele Toeapbl

YHUKANbHLIE

Puc. 6. «KpuBas» cnpoca Ha ToBapbl B KOHLENUUW «QJIMHHOMO XBOCTa» [6]
Fig. 6. The «curve» of demand for goods in the «long tail» concept [6]
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9KOHOMMKE. Maes «ANMHHONO XBOCTa» Mpwu-
MEHMMAa K MHTEPHET-TOProBne, U3AaTebCKo-
My OV3HeCy, pekname v Opyrum oTpacnsm,
«B 9MOXY COedVHEHHbIX CETbIO NoTpebuTenen
N UMPOBOro “BCero”’, aKoHoOMMKa ANCTpuby-
UMK PaanKanbHO MEHAETCH, Tak Kak NMHTEpHET
MOMNOLLAET KaXKAYIO NHAYCTPUIO».

B HacTosee BpeMsa 3dEKT «ANMHHOIO
XBOCTa» B CBOel paboTe yCcneLuHO VUCNofb-
3yl0T Takne nnargopmbl, kak Netflix, eBay,
YouTube, Facebook, myspace.com.

10 MHEHMIO aBTOPOB, 04EBNOHO, HTO MOWUCK
HULLK NOTPebyeT CUM, HO eCn NMPUCMOTPETb-
Cs1, TO 32 KaXKAbIM YCMELLHbIM TOBAPOM Ha PhbIH-
Ke TAHETCH «XBOCT» MEPCMEKTUBHbLIX BO3MOX-
HocTen. OTo 1 Npoaaka AONONMHUTENbHbIX aK-
CeccyapoB, 1 NpeaoXkKeHne ConyTCTBYIOLLMX
ycnyr v np. XoTs NoAAep XaHne Takoro poaa
aCCOPTUMEHTA N3HAYaNIbHO KaXKETCS CNOXKHbIM
1 OOPOrOCTOALLMM, OHO OTKPbIBAET NEPCMekK-
TUBY BbICOKOWM Mpubbinu. Takum obpasdom, pe-
LeHVsa ans ynpasneHus MHdopmaumen o npo-
aykte (PIM) obecneynBatoT Takoe peLleHne.

[nst noBblILLEHUST 3PIEKTVUBHOCTM paboThl
N NPUObLINBEHOCTY NPEANPUATUS Hapsaay C ApY-
MMy cpeactsamu mncnoneaytorcs 1 CRM-
TEXHONOMMN.

CRM-curcTeMbl — COBPEMEHHbIE MPOrpam-
Mbl, obecneymBatoLe aBTomaTmsaumo 6ms-
Hec-npoueccoB. OHM MO3BOMAOT HACTPOUTL
aBTOMATUHECKNIA CLIEHAPWI YNPAaBIEHNS U TEM
camblM 0CcBOOOAMTL BPEMSt HA CTpaTerm4ecKoe
nnaHMpoBaHWe 1 apyrne meponpusatus. [nas-

C6op mHpOpMAITIHI
0 KIIHMEeHTax,

TIOCTABIITIKAX,
MapTHEPax

O0padoTka
U XpaHeHHe
uH(opMaImI

Hble 3afa4m NporpaMM Takoro poga — nocra-
HOBKa 3afja4 MeHemkepam 1 pyKoBOANTENSM
OTAEeN0B, 3anofIHEHVIE JOKYMEHTOB, U3BMEHEHWE
CTaTyCOB 3asBOK, OMOBELLEHME O MOSBIEHNN
npobnem, a Takke ynpasneHne 6a30i KnmeH-
ToB 1 NapTHepoB [7]. CRM-cucTema KnneHToB
npencTasneHbl Ha PUCYHKe 7.

/IHHOBaLIMOHHbIMW B TEXHOMOMMI MHOMOKa-
HalbHbIX NPOAAX ABNAOTCH KPOCC-KaHabHble
npoaaxu [11]. Kpocc-kaHanbHOCTb MPUBHOCUT
B MHOMOKaHalIbHOCTb B3aMOAEVCTBINE MEXTY
KaHanamu, UHTerpupyeT nx Ons noBblLLEeHNs
npoaax, Npy 3TOM yryllas 1 COBEPLLEHCTBYS
customer experience (BnevatneHne Nonb3oBa-
Tens). Kpocc-kaHanbHble Npoaaxxun npeanona-
ratot go6aBneHne B MHOroKaHanbHoOCTb NHTE-
rpaumy KaHanos, UX B3aMMOAENCTBMA 1 ynpaB-
neHue aTnum B3ammopenctameM [19]. Mpouecc
MHOrOKaHanbHOM UHTerpaunn nrpaet OCHOB-
HYtO POSib B yNpaBneHu OTHOLLEHWSAMW C KW~
eHTaMu, NOCKOSbKY OH NepeBOaAUT pesynbTaTbl
paboTbl OKU3HEC-CTpaTernn 1 NPOLIECCOB CO3-
AaH1s UeHHOCTW B HapalLlMBatoLLME LIEHHOCTb
B3aMmopencTeus. B uncno atux B3ammopen-
CTBUI BXOAAT BCE NpeanpoaaxHble KOMMYHN-
Kauun, camm OnToBblE MPOAaXKM, NOCIENPO-
OaXHOEe 0OCNy»XMBaHWME 1 MOAAEPXKKa KIEHTA.

VIHTerpaumst MHTepdENCoOB Npu B3anmo-
OENCTBUN C NONb30BaTENsIMM Ha BCEX KaHa-
nax npofaxk Cxematn4Ho OTobpakeHa Ha pu-
CYHKe 8.

B 3aknoyeHne cTout OTMEeTUTb, HTO ONTU-
MU3aLUnA B3aUMOOENCTBUS C KIIMEHTAMU U UH-

Anamm3

nHpOPMAITII

Puc. 7. CRM-cuctema KnmeHToB [7]
Fig. 7. Customer CRM system [7]
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Puc. 8. NHTerpaums nHtepdeincos npy B3aMMogeNnCcTBUN € NONMb30BaTENSAMM HA BCEX KaHanax npogax [18]
Fig. 8. Integration of interfaces when interacting with users on all sales channels [18]

Terpaunsi BU3HeC-NPOLIECCOB B paMKax yrnpas-
NEeHNs MHOroKaHanbHbIMM Npofaxamu obecne-
4yaT ONTOBOMY MPEeanpUATUIO KOHKYPEHTHbIEe
npeumylecTsa. HoBble NPOayKThl, OPUEHTU-
POBaHHbIE Ha MOTPEBHOCTU KNMEHTA, MO3BONSA-
0T POPMUPOBATL HOBbIE PbIHOYHBIE CErMEHTHI.

3akJiroueHue u BbiBOAbl

MNooBenem 1Torm nccnenoBaHns. ABTopamm
ObIIN BbIABIEHBI NCTOYHVKI MOCTYMNEHNSA U Ka-
Hanbl pean13aummn TOBapOB B OMTOBOM TOProBfe.
Tarke Obinn onpeaeneHbl cneaytoLLme crparerv-
YeCKre HanpaBneHns yNpasneHns MHOroKaHasb-
HbIMW MPOJaXkaMu B OMTOBOW TOProB/e: yBeNu-
YeHne W TLLAaTeNbHbIN NOAO0oP KaHanoB Nocpea-
HVKOB; MOBbILLEHME BHVIMAHWA K YNPaBNEHMIO Lie-
MOYKaMm MOCTABOK; COXPaHEHNE 1 MoAaepKaHme
BbICOKOW CTEMEHN NOSANbHOCTU KIMEHTOB (KINEH-
TOOPUEHTNPOBAHHOCTL); KOHCONMAALMA BCEX Ka-
HaM0B B OMH CUIbHbI KaHa; anBepcudnKkaums
KaHanoB Npoaax; NpYMeEHEeHe COBPEMEHHbIX
NPOrpamMMHbIX CPEACTB U TEXHONOrmn paboTsbl
C NpOoAyKTammu 1 KIeHTaMu.

YT106bl 3P EKTMBHO YyNPaBnATb MHOrOKa-
HanbHbIMM NpoJaXkammn B ONTOBOW TOProsne,
TpebyeTCa COOTBETCTBYIOLLEE TEXHNYECKOE
obecnedeHne. B npouecce HanncaHua nccne-
[OBaHVA OTOENbHOE BHIMAaHWE aBTopbl 0Opa-
LaloT Ha CUCTeMy yrnpaBneHus CBeaeHUsIMn
o npoaykte PIM. OTme4eHo, 4to PIM-cucTemsl
UrpaloT BaXKHYIO POSIb B CredytoLmX OTpacnsx:
3NEKTPOHHAA KOMMEpPLUMSA, ONTOBas TOProBs,
NPOMbILLIIEHHOE NPOM3BOACTBO.

YnpaeneHune, obpaboTka 1 nepepada mH-
dopmMaLmm 0 NPOAYKTE 3aHUMaEeT MHOro Bpe-
MeHW. [JaHHble 0 NpoayKTax AOMKHbI ObITb Ka-
4eCTBEHHbIMW, MHPOPMATVBHBIMU, TOYHbLIMU
N B TO )K€ BPems NMO3UTMBHO BNNATL Ha Npu-
Obllb BO BCEX KaHanax npofax. 9Ty 3agady
BbINOSIHAET CMCTEMA YNpaBieH s nHdopMaLm-
ein o npopgykTax (PIM-cuctema). PIM-cuctema
nomoraeT LeHTpanmM3oBaTb, ONTUMU3NPOBAaTb
1 NyGnnkoBaTb Ha BCEX COOTBETCTBYIOLLIMX Ka-
Hanax BCIO CBA3AHHYIO C MPOAYKTOM TeXHU-
YECKYIO /M1 MapKETUHIOBYOD MH(OPMaLMIO
000 BCex MpoaykTax. Takxe aBTopbl obpalla-
0T BHMMaHWe Ha CUCTEMbl paboTbl C KIUEHT-
ckow 6azoint SAP 1 CRM.

B npouecce ynpaBnerus MHOroKaHasbHbI-
MW MPOAaXkamm ONTOBOMY TOProBOMY MPeEAnpu-
ATUIO HEOB6X0ANMO ObITb FOTOBbIM K AMBEPCU-
dvKaumm 6ruaHeca, NoBbILLATbL AOCTYMHOCTb
daKTOPUHIOBLIX YCNYr ANA LUMPOKOro Kpyra
KNMeHTOB 1 0ebuTopoB. uBepcudomnkaums Ka-
Ha/noB NPOAaX MMeeT peluatolliee 3HavYeHne
B MOCTOAHHO MEHSIOLLIEMCA MUPE 3NEKTPOH-
HOW KOMMepLUN.

ABTOpamMu BbISBNEHbI OTPACY, NCMOSb3Y-
toLme doaktopuHr B 2020 roay (HambonbLumi
MPOLEHT NpoAaXk B CTPYKType NpuxoamTca Ha
TOProent MobunbHbIMK TenedoHaMm 1 ak-
ceccyapamu, cpeacTBamy 3allmTbl PacTeHUN
N NpoayKTaMun NUTaHus).

0 MHEHMIO aBTOPOB, PaKTOPWHI BO BPEMS
naHaemum ctan elle 6onee ynoOHbIM 1 4OCTYM-
HbIM CPeACTBOM MPUBNEYeHNs dHaAHCKMPOBa-
H1ss 0OOPOTHOrO Kanutana, TakiMMm obpasom,
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cutyauma ¢ COVID-19 He TONbKO He CcHM3MNa
BOCTPeOOBAHHOCTL TOProBOro oMHAHCHMPOBA-
HWS, HO U cTana AOoMNONHUTENbHbLIM CTUMYIOM
AN CKOPENLLIEro NPUHATIAS POCCUNCKUMI KOM-
NaHUAMM PEeLLEHU O NMPUMEHEHMM DakTopUHra
B paboTe ¢ pebutopamm.

HecMoTpst Ha pe3knin crnag 3KOHOMUYECKOW
akTBHoCTM BO Il kBapTane 2020 roga v3-3a
BBEAEHWSA KapPaHTUHHbIX OrpaHU4YeHnin, BO-
CTPebOBaHHOCTL hakTopuHra cpeam Npeanpu-
ATWIA KPYMHOro, CpedHero 1 manoro tusHeca
He TOMbKO He CHM3KNach, HO 1 HA0OOPOT BO3-
pocna. Beab MHOTME KNMEHTbI DaKTOPUHIOBbIX
KOMMaHWin He NpekpaLllany paboTtatb B KapaH-
TUH 1 faxke, HanNpPoTuB, yBenuyMBanm 06beMb!
peannzaumn. Takum 06pa3om, GakTOpPUHE cTas
ONA HUX OTAINYHBIM VCTOYHVKOM MOMONTHEHNS
060pPOTHbIX CPEACTB.

3a cyeT UT-cuctem SAP-koMnaHum onTo-
BOV TOProBnun 1 ANCTPMOYyLMM CMOryT ONTUMU-
31poBaTb OU3HEC-MPOLIECCHI, CHN3UTL U3OEPX-
KW, CBSI3aHHble C MOcTaBkamMu TOBapoOB, yBe-
AVYUTE NPKUOLING, YAYHLWNTL B3aUMOOENCTBME
C MOCTaBLUMKamu, NapTHepamMu, MoKynatenaMmm,
Brarogaps goctyny K Heobxoanmom nHdopma-
LN B PEXMME pPeanbHOro BPEMEHY OMTOBbIE
KOMMaHW1 CMOryT 3d0dOEKTUBHO YyNpaBnaTh Te-
KYyLLMMW pecypcamu, NpaBnibHO paccTaBnsaTb
MPUOPUTETHI, MOBbILLATL KAa4eCTBO 06CNyXMBa-
HWS OMTOBbIX KITMEHTOB.

VITak, TpagMUMOHHOE pasneneHne KaHanos
cOblTa Ha CETEBYIO 1 3NEKTPOHHYIO TOProBIto
BCe 60slee yTpa4MBaeT CBOK aKTyanbHOCTb,
pedOpPMMNPYACE B MHOrOKaHanbHyt0 MOAENb.
[ns Toro 4to6bl COXpPaHATbL KOHKYPEHTOCMO-
COBHOCTb B COBPEMEHHOM MMPE, HEOOXOAMMO
NCNONb30BaTh BCE KaHaslbl pacnpoCTpaHeHus
NpPOoAYKLMN.
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Multi-channel sales strategy as a competitive advantage
in wholesale trade

Relevance. The multi-channel sales strategy involves the simultaneous use of different sales
channels by the trading company. This can be wholesale and retail sales, for example, online
stores and regular offline stores located in shopping centers and pavilions. The use of multichannel
requires the restructuring of the it infrastructure of the wholesale trade enterprise, which implements
the processes of various sales channels in a single it environment.

Due to the existence of a sales system at the enterprise, and not separate sales channels,
a synergistic effect is achieved, which provides the company with an additional increase in sales.

Currently, the problem of managing optimal sales channels and organizing product movement in
wholesale trade determines the need for a systematic study that ensures the sustainable development
of sales activities of modern wholesale enterprises based on the use of modern digital channels of
interaction and diversification. Diversified approaches to sales channels provide security in the event
that some sales decline. Since the beginning of the COVID-19 pandemic, we have seen a halt in
offline retail purchases. This is an example of why digital online solutions and diversification are
necessary to create a successful and sustainable business.

The purpose of the study: based on the analysis of various aspects of the strategic direction of
management of multi-channel sales in wholesale trade in modern conditions.

Objectives of the study: to identify sources of receipt and channels of sale of goods in wholesale
trade; to analyze modern software and information technology solutions necessary for managing
multi-channel sales, for working with products and customer base in wholesale distribution; to
specify strategic directions of multi-channel sales management in the tactical context of working
with customers as anti-crisis measures, etc.

Results of the study. The author identified the sources of receipt and channels of sale of goods
in wholesale trade. The following strategic directions of managing multi-channel sales in wholesale
trade are also identified: increasing and careful selection of intermediary channels; increasing
attention to supply chain management; maintaining and maintaining a high degree of customer
loyalty (customer orientation); consolidating all channels into one strong channel; diversifying sales
channels; using modern software tools and technologies for working with products and customers.

It is concluded that companies that have implemented a well-planned multi-channel strategy
increase the number of potential buyers, provide additional income and sustainable business growth.

According to the authors, the strategic directions of multichannel sales management developed
by him work on the entire life cycle of a wholesale enterprise: from business strategy to specific
solutions to increase sales. The author also believes that in the future, most companies will invest in
multi-channel sales at the country and international levels.
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