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CTparternsa MHOrokaHasbHbIX Npogaxx
KaK KOHKYPEHTHOEe NMpenmMyLLeCcTBO
B ONTOBOW TOProesie

AKTyanbHocTh. CTpaTerns MHOroKaHanbHbIX Npofax npeanonaraet 0HOBPEMEHHOE NCMOSTb30BaHWE TOProBOM
KOMMNaHWen pasHbIX KaHanoB Npoaax. 3T0 MOryT 6biTb ONTOBbIE U PO3HUYHBIE NPOAAXW, HANPUMED UHTEPHET-
Mara3uHbl 1 06bl4HbIE 0CHNaiH-Mara3uHbl, Pa3MeLLEHHbIE B TOPrOBbIX LEHTPax U NaBuiiboHax. [IpuMeHeHne
MHOT0KaHanbHOCTU TpebyeT nepectpoeHus UT-uHdpacTpyKTypbl ONTOBOr0 TOProBOro NpeanpuaTus,
peanuayLLen NPoLECChl Pa3ninyHbIX KaHANoB cobiTa B eaunHon UT-cpene.

3a CYeT CyLIeCTBOBAHWS Ha NPeanpuATUM CObITOBOM CUCTEMbI, @ HE PA3PO3HEHHbIX CObITOBbIX KaHanoB
JNOCTUTABTCS CUHEPreTUHeCKnii apdekT, o6ecnednBatoLLNiA KOMNAHUU AONONHUTENbHbIA NPUMPOCT NPOAAX.

B HacTosLLee Bpems npobnema ynpasneHus OnTMManbHbIMU KaHanamu cobiTa u 0praHu3aLui ToBapoaBmKeHns
B OMTOBOW TOProBne onpenenser He06X0AMMOCTb CUCTEMHOMO UCCNeA0BaHUs, 06eCneynBatoLLEero yCTon4neoe
pa3BuTIE COLITOBON AEATENbHOCTI COBPEMEHHBIX ONTOBLIX NPEANPUATIA Ha OCHOBE UCMOIb30BAHNS COBPEMEHHbIX
LMDPOBLIX KaHANOB B3auMOAeicTBus U ausepcudukaumi. QueepcnduunpoBaHHble NOAX0Abl K KaHanam
npofax 06ecrne4ynBaloT 6630MacHOCTb B Clyyvae, eCnn CHWKatTcs npogaxu. G Havanom navgemumn COVID-19
Mbl HabMO AN 0CTaHOBKY 0CHNANHOBLIX PO3HMYHBIX MOKYNOK. 3TO NPUMEP TOr0, NOYeMy LN POBbIE OHNAIIH-
peLleHns n anBepcudmKaLms Heo6XoauMbl AN CO3AaHNA YCMNELHOro 1 YCTONYNBOro 6M3Heca.

Llens nccnefoBaHns: Ha 0CHOBE aHanu3a pasfinyHbIX acrnekToB CObITOBON AEATENbHOCTU NPeAnpuATUiA
pa3paboTaTb CTpaTernyeckue HanpasfieHUs YNpaBneHUs MHOTOKaHaIbHbIMW NPOAXamMu B ONTOBOW TOProBe
B COBPEMEHHbIX YCIOBNAX.

3apaun ncenefoBaHns: BbIABUTb MCTOYHUKI NOCTYNEHNS W KaHANbI peann3auum TOBapoB B ONTOBOI TOPTOBNE;
NpoaHanu3npoBaTb COBPEMEHHOE NPOrpaMMHOe 06ecrneqeHne U MHGHOPMaLMOHHbIE TEXHONOMNYECKME PELLEHNS,
HE0O6X0AMMble 19 YNPABMEHN MHOrOKaHaIbHbIMW NPOAAXaMN, 1A pab0Thbl C NPOAYKTAMM U KIIMEHTCKOMN 6a301
B OMTOBOW LUCTPUOYLMMN; KOHKPETU3NPOBATL CTPATErMYECKINEe HAnpaBieHns ynpasieHns MHOrOKaHanbHbIMU
NpojaXxamu B TaKTU4ECKOM KOHTEKCTE PaboTbl C KIIMEHTAMM B KA4ECTBE aHTUKPU3UCHbLIX MEP 1 Ap.

PesynbTatbl nccie[oBanus. ABTopamMm Gbiiv BbISBIIEHbI MCTOYHUKW NOCTYNEHWS U KaHaNbl peanusaunm
TOBAPOB B ONTOBOW TOProsue. Takxe onpeeseHbl CreayloLne cTpaTernieckie HanpaeieHus ynpaseHus
MHOTOKaHaJIbHbIMM NPOAAXXaMW B ONTOBOV TOProBAe: YBENMYEHWE U TLLaTeNbHbIA NOAG0P KaHanoB NoCPeAHUKOB;
NOBbILLIEHNE BHUMAHWUS K YNPABSIEHNIO LIEN0YKaMN NOCTABOK; COXPAHEHUE U NOLAEPXKaHWE BbICOKOM CTENneHN
NOSNBHOCTY KIIMEHTOB (KNMEHTOOPUEHTUPOBAHHOCTb); KOHCONMAALMSA BCEX KAHAIIOB B OAWH CUIbHBIA KaHan;
LMBepcMUKaLns KaHanoB npoLax; NpUMeHeHe COBPEMEHHbIX NMPOrpamMMHbIX CPELCTB U TEXHONOMIA paboThl
C NPOAYKTAMU W KITMEHTaMN.

CoenaH BbIBOL O TOM, 4TO KOMMAHUMW, KOTOPbIE BHEAPWUIIN NPABUILHO CMAAHUPOBAHHYI0 MHOTOKAHASTbHYHO
CTpaTeruto, yBen4YmMBaKT YNCIO NOTEHUMANbHbIX NOKynatenei, 06ecneyqnBaoT JONOMHUTENbHbLIA 4OXO0[
1 YCTONYNBbINA POCT BU3HECA.

o MHEHWO aBTOPOB, Pa3paboTaHHble UMW CTPATErMYecKe HanpaBneHns yrnpasieHns MHOrOKaHanbHbIMN
npofaXkamu paboTaroT Ha BCEM XWSHEHHOM LKNe paboTbl ONTOBOr0 NPEANPUATUA: OT BU3HEC-CTpaTerun Ao
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KoHKypeHTHbIe npenmyLLecTBa

a1

KOHKPETHbIX PeLIeHNA MO YBENNYeHMO NPOAaX. ABTOPbI TaKXe NPUAEPXKMBAGTCS MHEHUS, YTO B GyayLem
6O0NbLUNHCTBO KOMNAHWA 6yAyT MHBECTUPOBATb CPEACTBA B MHOTOKaHaNlbHble MPOJAXW HAa CTPAHOBOM

1 M@XIYHApPOLHOM YPOBHSIX.

KnroyeBble cnoBa: MHOrOKaHasbHbIE npoaaxu, ynpasneHne npogaxxami, 0nToBas Topro.nd, ,D,I/IBGDCI/I(DI/IK&LLVIFI KaHanoB

npoaax, SAP-, PIM-, CRM-cucTembl B 0NTOBOW TOProBe

BeBepneHue

KTyasbHOCTh. B HacTosAee Bpema BCe

601bLLUE TOProBbIX KOMNAHNA MOHMAOT

B&XXHOCTb MPUCYTCTBNSA HA BCEX KaHa-
nax, rae HaxofaaTCs KMMEeHTbI, U, COOTBETCTBEH-
HO, yNpaBneHnsa MHOrOKaHasIbHbIMW MPOAaXKa-
MU, MHOrokaHanbHble NPOAaXKM — 3TO CaMbli
HaOeXHbl CNocob pacLUMpUTb OO0 PbiHKa
N YyCTPaHUTb OTAEeNbHble TOYKKM cOOA B CTpa-
Terun npopgax. CospaHne 6onee LWINPOKOWN
CeTN C NOMOLLIbIO MHOrOKaHasIbHOW cTparernm
NPOAAX TakXe MOXXET 3HAYNTENbHO CHU3WUTb
PWCK ANd ONTOBOro Ou3Heca, ycTpaHuB 3aBu-
CUMOCTb OT OHOIO KaHana npopax.

[NoctaHoBka npobnems!. Llenesble npoaa-
XN Yepes pasnu4yHble KaHasbl, Takme Kak 1H-
TepHeT-MaraauHbl, Katanory 1 TOYKK NpoaaXx,
OTKPbIBAOT HOBbIE LIENEBbIE FPYMMbI U Pa3BK-
BalOT HOBble PbIHKM. Ha dhoHe maHgemmnn umd-
POBM3aLMA cTana HoOPMOW, 1 B Grivpkanine He-
CKOJbKO NeT 3Ta TeHAEHUWSA COXPaHUTCS.

B MHOrokaHaneHOM cucTteme NPOAax Uc-
NONb3YKTCA PasnnyHble KaHanbl Npoaax. Mpo-
[O2XXM MO HECKONBbKMM KaHanam npuobpeTatoT
BCe OOnblLUEE 3HAYeHWe Ana KOMMaHui, cne-
uranmanpyroLmxcs kak Ha B2C, tak 1 Ha B2B.
Hanpumep, npovdsogmtens FMGG moxeT ocy-
LLIeCTBAATL AEATENBHOCTb B CBOEM AOMALLHEM
pernoHe B CrnefyloLmx kaHanax pacnpegene-
HWA: CETEBOW CErMeHT, CerMeHT HE3aBUCHUIA
PO3HVILbI, MENKWNIA OMT, pervoHarnbHble npoaa-
XK1 (OMTOBbLIE VNI Yepes NapTHEPOB) 1 Ap.

MomeHAnock NOTPebuTenbCKoe nosefe-
HWe, N3 odonaHa nNepeLuny B OHNanH 1 6mus-
Hec-npoLecchl KomnaHuin. Heobxognmo obe-
CMeYnTb BbICOKOE Ka4eCTBO OOCTY>KMBaHUS
1 MepCoHanM3npoBaTb ero, COXpaHve eanHo-
obpasve MHTepdENCOB Ha BCEX KaHanax.

Hayy4Hasi HoBuaHa. Hanbonee cyllecTeeH-
Hble pe3ynbTaThl UCCNefoBaHvs, obnaparoLme

Hay4YHOW HOBU3HOW 1 MOMy4eHHbIE TNYHO COMC-
KaTenem, 3aknyatTca B cnegytowlem. OnbiT
paboTbl B PEXMME CaMOU30NSALUMM OTKPbIT HO-
Bble BOBMOXXHOCTU U MYTW ynpaBieHus MHOro-
KaHanbHbIMW NpoAaXkamn B ONTOBOW TOProB-
ne. Hactynunu HoBble BpemeHa, TpebytoLme
HOBbIX BU3HEC-MOAeNen, HOBbIX TEXHOMOIMMIA
YyNpPaBneHns NPoAakamn 1 B3aMOOTHOLLIEHW
C KINNEeHTaMM.

O603Ha4eHHble aBTopamm cTpaTernieckme
HanpaBneHWs ynpaBneHns MHOroKaHanbHbIMN
npoaakamm NPUMEHNMbI K Pa3nnyHbIM CTaau-
AM XKVM3HEHHOO LKA ONTOBOro NPEeAnpUaTIS:
OT BU3Hec-cTpaTernm 40 KOHKPETHbIX cTpaTe-
FMYECKNX MeponpuUAaTUA, HanpaBneHHbIX Ha
yBenu4yeHune npoaax.

mnoTe3o/t nccneqoBaHns ABNSETCA MHe-
HWME aBTOPOB, YTO pacLUMPeHE BO3MOXXHOCTEN
MHOroKaHasbHbIX NPOoAaXk B OMTOBOW TOProB-
e BO3MOXKHO MpW UCMONb30BaHNN TakMX CO-
BPEMEHHbIX LIMPPOBbIX PELLIEHWI ynpaBneHus
npodaxamu, KnmeHTamm 1 ToBapamu, kak SAP,
PIM, CRM v gp. OTO MOXET NOBbICUTL 3DdEK-
TUBHOCTb YNpaBneHns, YBENNYUTb MNP1ObIb On-
TOBOrO TOProBOroO NpeanpusaTns, paclinpuTb
OXBaT KINIMEHTOB, a B NepCcnekTBe — obecne-
YUTb OTHOCUTENbHYIO CTAbUNbHOCTL QOYHKLN-
OHMpoBaHKA. [MpK 3TOM aBTOPbLI YTBEPXKAAOT,
4TO AMBepcUdVKaLMa KaHanoB Npoaax CHU-
XaeT puckn busdHeca, 0COOEHHO B KPU3NC.

L{enbro nccnegoBaHna ABNAeTCA onpene-
NeHVEe CcTpaTerM4ecknx HanpasneHuin ynpas-
NEeHNst MHOroKaHabHbIMM NMpoAaXkamn B orTo-
BOW TOProsrie.

[Mpwn HanMcaHWn nccnegoBaHVa ans pea-
nu3auuy NoCTaBMEHHOM Lienn npeanonaraeT-
CH pelleHve crneayowmnx 3agay. BbISBUTb UC-
TOYHVIKM MOCTYMNEHUA U KaHas bl peanuaaumm
TOBaApPOB B OMTOBOW TOProBfe; NpoaHannau-
poBaTb COBPEMEHHOE MPOorpaMMHoe obecne-
4YeHne 1 MHPOPMaLIMOHHbIE TEXHOMOMMYECKE
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pellenns ana paboTbl ¢ MPOAYKTaMM N Kn-
E€HTCKOWM 6a301 B ONTOBOW ANCTPUOYLIMA; KOH-
KPeTM3MPOBaTh CTpaTernmyeckme HanpasneHus
paboTbl C ONTOBbLIMU MOKYNaTENAMN B TaAKTU-
YEeCKMX HanpaBfeHnsiX B KA4eCTBE TaKMX aH-
TUKPU3NCHbBIX MEP, Kak: NMoBblLLIEHUE TEXHO-
NOrnM4yHOCTK, aBTOMaTM3auma paboTsl cpef-
CTBaMmu NporpamM ynpasieHus npogakamu,
KNMeHTaMu 1 ToBapamn, NepeBof KIMEHTOB
Ha ycnoBusi paboTbl NO PaKTOPUHIY B Cryyae
OTCPOYEK Mnarexa; NoCTOAHHbI MOHUTOPUHT
CUTyauUumn Y KNUEeHTa, NPy CHWXKEHMM OMTOBbIX
npofak — NpoBeAeHWe B MarasmHax napTHe-
pa akuuii; cneunanbHble NPeanoxXeHns (B TOM
Y1Ce NCMOoMb3Ys KPOCC-KaHabHOCTb); Npeao-
CTaBfeHWe AOMONMHUTENBHOIO CepBuca, YCKo-
peHne 06paboTkM 3a9BOK, 06y4eHne coTpya-
HUKOB 1 Ap.

MeTtonbl nccrneposarus. TlocTaBneHHas
uenb 6bina AOCTUrHyTa MOCPEACTBOM aHanm-
3a CTaTUCTUYECKMX MaTeEpMaiioB OPraHoB cTa-
TmcTukM (PoccTar), a Takxke uccnenoBaTenb-
CKMX 1 aHanUTU4eCKMX areHTCTB. B kavecTBe
OCHOBHbIX METO[IOB UCCNEAOBaHNS MPUMEHS-
NUCb CUCTEMHbIA aHanmna, MetTon CpaBHeHWU
1 cucTemaTuaaumm B COOTBETCTBUM C akTyallb-
HOCTbIO, Lienbio 1 3agadamu padoThbl.

CreneHb pa3paboTaHHOCTU NMPo6IeMbl

TeopeTn4eckyto 1 METOAONOMMYECKY OC-
HOBY MccneaoBaHns cocTaBunm pyHaameH-
TanbHble N NPUKNaaHble TPYAbl OTEYECTBEHHbIX
1 3apYyOEXKHbIX Y4EHHbIX B 06/1ACTW MOBbILLEHUS
3P dPEKTUBHOCTY ynpaBeHns cObIToBON Aes-
TenbHOCTbIO. CylLLIeCTBEHHbI BKNa B pa3Bu-
The Teopum cobiTa BHECTN Takne 3apybexxHble
1 pOCCUMCKME yyeHble, kak 1. AneH, ®. KoT-
nep, b.A. AnvknH, B.A. BapuHos, B.B. byp-
ues, KO. ButT, [x. ByTtTem, E.T1. Tony6kos,
A. Oernan, XK. K. JlambeH n gp. MiHdopmauu-
OHHasa 6aza nccnegoBaHnsa cdopMmMpoBaHa
B pesynbTate oTbopa, aHanmaa cratucTuye-
CKUX AaHHbIx PeaepanbHor cnykObl rocynap-
CTBEHHOW cTatuctukn Poccurckon Oepepa-
LMK, OTpacneBbIX UCCNENOBaHUI B cdoepe orl-
TOBOW TOProBNW, aHanmaa AaHHbIX MynbTUOaH-

KOBCKMX QNEKTPOHHbIX M1atdoopM, B HaCTHOCTH,
FactorPlat v gp.

PesynbTaTthl UCCnepoBaHnaA

Llenb nto6oro 6naHeca cOCTOUT B TOM, YTO-
Obl BbIBECTY CBOVI MPOAYKT WAW YCIYry Ha pbl-
HOK M coenartb Mx OOCTYMNHbIMW ANg noTpebu-
Tenew, co3aas MyTb PacnpOCTPaHEeHUs UIn
kaHan. [NpaBunbHOE NoHMMaHWe NpenHasHa-
YeHUsd 1 ycTporcTBa cObITOBOro KaHana —
OOMH N3 BaXKHbIX CEKPETOB YCMELLUHOCTU MHO-
rAX NPeanpUATUA, 3aHNMaKoLLMX TMAMPYIOLLME
no3nuUMn Ha PbIHKE.

OOHOM 13 NepPBOCTEMEHHbIX KOMMeEpPYe-
CKMX onepauyni B ONTOBOM TOProBe BbICTyMNa-
€T NPOoLEeCC opraHmsaLmm 1 ynpasneHns npo-
Jaxxamu ToBapoB. KaHan pacnpepeneHus gosn-
»KeH ObITb 3QAEKTUBHBIM 1 AENCTBEHHBIM. OTO
o3HadvaeT, YTO TPaHCMOPTHbIE U Apyrie noru-
CTUYECKME MOTPEBHOCTN AOMKHBI UCMOMb30-
BaTbCHA C MakcuManbHOW NPOU3BOAUTENBHO-
CTblO 1 C MUHUMambHbIMK 3aTpaTamu. KaHa-
Nbl pacnpeneneHa BNysaoT Ha LIeHbI TOBAPOB
1 VX NO3ULMOHNPOBAHME Ha COOTBETCTBYHOLLIMX
pblHkax. KaHanbel cObita MOryT BapbnpoBaTbCA
B 3@BMCKMOCTV OT TUMa NPOAYKUMN KOHKPETHO-
ro MPOU3BOAUTENA U €ro Lienen Nnpoaax.

VICTOYHWKI NOCTYNAEHUSA U KaHanbl peanu-
3aumm ToBapoOB B ontosow Toprosne B Il kBap-
Tane 2020 roga, no nHdopmaunm PoccTara,
yKaszaHbl Ha puUCyHke 1.

YnpaBneHue kKaHanamm cobita MOXET ObITb
CNOXXHOW 3afader faxe st caMblx YCNelHbIX
KOMMaHWM, NOTOMY, YTO €CTb Tak MHOMO Nepe-
MEHHbIX, O KOTOPbIX HY>XHO AyMaTb, OCOBEHHO
B 3TOT Nepunoa coumanbHbIX CETen U undpo-
BbIX TeXHOMNOrMin. HecnocobHocTb paszpabo-
TaTb XOPOLUYIO CTpaTeruo yrnpasneHus aTu-
MW KaHanamm MoXKeT NPUBECTM K MIOXon 61a-
Hec-Mofenu 1 eLLe 6ofee BbLICOKMM 3aTpaTtam.

Ons HebonblKMX opraHudauuin c 4eT-
KUM 1 eQVHbIM KaHaloM Npofax 3T0 MOXeT
ObITb MPOcTO. OAHAKO KpyMHble MPEAnPUSTUS
C 60/bLUMM KONNYECTBOM KaHaN0B MPOAaXX MO-
ryT n3BneYb Bbirogy 13 6onee MHKMO3MBHOIO
nogxopa. YcneuwHass MHOrokaHanbHas crpa-
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MCTouHrKA nocTynieHms v KaHazbl peanusauym ToBapos
B onrosoli toproene B lll keaprane 2020 roga

(no kpyry o6cnegosaHHbIX oprau3auuii; B npouexTax k obuemy o6bemy npogaHHbIX TOBapoB)

Onmoean mopz0eas BKAOYOEM KOK GHYMPEHHIO, MAK U SHEWHICIO MOP20ENnio, ekntoyas nepenpodaxmy (npodmiy Ges uameHenus) HOSbIX unu
Goigwux € yHompeBneHuu Moedpos POSHUYHGLIM IMOPEOBUON, MPOUSEOOCMIBERHEIV, MODPEDBbLIM, YYPEMOEHYECKUM UnU  NPOgheccloHaNbHbIM
nons3oeamenam unu ﬁplldlM OnMmoesiM  mMop2oeLam; OeAmensHoCMb 02eHmos 1o NORYTIKE MOBOPOE OM UMeHuU nodobHbX AUy wud l.'DWﬂHULZ a
marKe No npodowe UM Mosopos: OeAMenbHacMb ONMOoesIX MOPEOBUYES, KOMUCCUOHENODS, OMMOBLIX upm 1o chbimy NPOMBIULIEHHBIX MO80pPos,

3KEMOPMEPDS, UMMOPMEPos, 30KYNIOUHbIX KOONepomusHbX ofbeduHeHul, MosopHuX BPOKEpOs, G2eHMODS, ONMOBLKOB-CKYTILYUKOE, O MAKWE
HKOOMepamUEHbiX  OpeHU2OUUL,  2OHUMAIOWUXCA  cObiMoM  cenbckoxosalicmeenHol  npodykuuu  (OBujepocculickuld  knoccuuramop  sudose
IKOHOMUYECKOU OeAamensHocmy OK 029-2014 (KAEC Ped. 2), npunhAm u eeeded e delicmeue npuka3oMm ®edepanbHoso gzeHmomaa no
MexXHUYeCKOMY peayTuposaHLie U Mempanoauy om 31 AHeapa 2014 2. No 14-cm, © UIMeHEHUAMU ).

OnNmoens MOPeDens  Ebicmynoem MPOMEWYMOYHLIM 388HOM MOeaponpoecdAtell Cemu U IMEcHo B30UMOCEASOHG € NpOou3sodamseHHbM U
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nempefuMmentckUM CEKMOpaMU SKOHOMUKL,

WCTOYHMKM NOCTYNNEHHUA
TOBapos
3%

W Opeanusayuu-npoussodumenu

Ho U ONMoso-n d
M lMpouue opzarusayuu

KUE OP2OHUZALUU

OpeaHusayuu
onmosoil mopzosnu

KaHanel peanvsaumm T06apos

\ s O 10%

51%

® Opzgrusayuu-npousscdumenu

W OnNmoswie U ONMOSO-NOCPEAHUYECKUE OP2aHUIAYUY
W Opzarusayuu posHuyHoU mopzosnu

B Pusuveckue nuya

H Mpouue onzanusauun

Puc. 1. VICTOYHMKM NOCTYNSIEHNS U KaHabl peanu3aumnm ToBapoB B ONTOBOW TOProeJie
B lll keapTane 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 Bkto4aeT B cebsi, B YaCTHOCTW, Mapke-
TUHIrOBbIE, ANCTPUOLIOTOPCKIME U (OUHAHCOBbLIE
HanpaBneHns.

IMesi Heckonbko KaHanoB cObiTa, KOM-
naHus CHWXaeT NoTeHUManbHble PUCKK CO6-
CTBEHHOI 3aBUCUMOCTM OT OIHOMO KaHana. Ha-
npumep, cernvac roBopsaT O HOBOW BOMHE KpU-
31ca 1 NPOrHO3MPYIOT CHIKEHVE NOKyNaTeNb-
HOWM CMOCOBHOCTN MMEHHO B KOHEYHbIX TOYKax
npogax (marasuHax). [1oaToMy KoMnaHnn-no-
CTaBLUMKN aKTUBU3IVPYIOT NPOrpaMmbl «npu-
BA3KM» OMNTOBMKOB K OM3HECY CBOEW koMna-
HUK (CObITOBbIE MPOrpPaMMbl B BMAE AOMOMHM-
TeNbHbIX COrnaLleHnin K JOroBopy NMOCTaBKM,
NpoBOAA OAHOBPEMEHHOE O3[10POBMEHNE K-
EHTCKOW 6a3bl, MOAUTUKY BblpalUMBaHUs Nep-
CMEKTVBHbIX KITMEHTOB, BbITECHEHUSA anbTepHa-
TUBHBIX MapOK 13 060pOTa OMTOBbLIX KIMEHTOB.

Taknm 06pa3oM, Aaxe ecnu, CornacHo Npo-
rHO3aM, Ha4YHyT PE3KO COKpaLLaTbCsa NPOoaaxm

B KaHarne pO3HNYHbIX Mara3uHoB (0COBEHHO MO
Tak Ha3bIBaeMbIM HECTPATEMMYECKM TOBaPaM:
TEeXHMKa, KOCMeTUKa, ofexaa U T.[.), MOXHO
NPeanonoXnTb, YTO MMEHHO OMTOBLIN KaHan
NMoHeceT MeHbLUe NoTepwu.

CuntaeTcs NpaBUbHbIM, KOrAa B KOMMaHWK
CYLLIECTBYET HECKOIbKO KaHanoB, HaxodsaLLMX-
Cs1 Ha pasHbIX CTaaMAX XU3HEHHOro umkna [1].
3TN e NPUHLUMMbI OTHOCATCHA N K (DOPMUPO-
BaHWO acCOpPTUMEHTa: OAHOBPEMEHHOE Ha-
NMYME HOBbIX, PACTYLLIMX M paCKpyYeHHbIX Ma-
POK C MOCTOAHHOW poTaumen U 0340POBNEHU-
€M acCcopTVMEHTa (HanpuMep, BHYTPY KaXxaoro
6peHaa v B LesIoM Mo oTAeNbHbIM TOBaPHbIM
KaTeropusm Unm ToOproBbIM MapKam).

[NokynaTenu ToBapoB B OMNTOBOWV TOProsse
4eTKO CEerMeHTMpPOBaHbl C y4eTOM 1X oTpac-
neBon cneunanunsaymn. Heobxoanmo nom-
HUTb, YTO BaXXKHYIO POSb B yNpaBneHun npoaa-
Xamu UrpaeT KnmeHTcKas nonuTmnka upMmsi.
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B cuTyaumm nageHus npogax HeobxoamMmo
paccMaTpuBaTh KaXXOOro KIMEHTa C TOYKM 3pe-
HUS ero BAVSHKA Ha obecnedeHme QOCTKEHS
MNaHoBbIX MokKazarenen No 06opoTy U MNOCTY-
NNEHNIO AEHEXHbIX CPEACTB.

B npouecce nccneposaHna onpepenetsbl
cTpaTern4yeckne HamnpaBneHus ynpaBneHuns
MHOrOKaHasbHbIMW MpoAaxXamu B OMTOBOW TOp-
rosne (puc. 2).

Hanee onpegeneHHble HanpasneHvs pac-
CMOTpeHbI 6onee Noapo6Ho.

KomnaHua MOXeT MoBbICUTbL 3d0deKTMB-
HOCTb KaHana pacnpeneneHns, MakcumMnanpys
BbIFOAY NOCPEAHMKOB KaHana unm yeenmymeas
YMCMO MOCPEAHMKOB, KOTOPbIMK OHW obnapa-
toT. Kak 1n3BecTHo, nocpeaHvki — 3TO AoMoN-
HUTENbHbIE KOMMAHWUK, KOTopble 6epyT NPOAYKT
NpPoOV3BOAMTENS M NMPOAAOT ero Ha OTKPLITOM
PbIHKE, TaKne Kak OMCTPUOLIOTOP MMM PO3HNY-
HbIh Toproel,. KomnaHusm BaxkKHO BblGupaTb
NOCPEOHMKOB, COOTBETCTBYIOLLMX MX BU3HEC-
Moaenam 1 uensam. KomnaHnm-nocpeaHnkm,
Kakaas 13 KoTopbiX OOpPMUPYET COOTBETCTBY-
oL KaHan pacnpeneneHns, MoryT yBenu-
YTb 06bEMbI MPOAAX U CHU3UTb U3OEPXKKM.

YnpasneHne uenoykamy nocTaBoK npef-
cTaBnaeT cobon npouecchl oTéopa Chipbs
1 NpeobpasoBaHNs ero B rOTOBYIO MPOAYKLUMIO
1 YyNpaBneHns MOTOKOM 3TUX TOBAPOB U yCryr
OT NpounadBoanTens K noTpebutento [2]. MNMepe-
XO[ OT opraHmaaunmn odnarH-npoaax K op-

raHM3aumm oHNnamH-NpoAaXk NOPOAUT MHOMO-
KaHanbHYIO KOHUrypaumio uener nocTaBok.
[MoBbILLIEHME dhOKyCca yNpaBAeHUst LIenoYKamm
MOCTaBOK TakXe MoBbILLIaeT 3dpPEKTUBHOCTb
kKaHanoB pacnpenenenus [3]. Peannsauusa
cTpaTterum, Takmx Kak niaHbl NPOeKTOB, BHE-
ApeHne aBTOMaTM3auUmMm 1 NOBbILIEHWE NpPOo-
3Pa4HOCTM LIEMOYKM MOCTABOK, MOXET CHU3UTb
3aTpaTbl, CBA3aHHbIE C 3anacamu, ynyyLnTb
[OCTaBKy 1 NOBLICUTb 4OCTYNHOCTb NPOAYyKTa.

KoHconunpaumnsa (obbeanHeHne) kaHanos
pacnpenenennsa B CUbHbIA — eLlle OaVH Cro-
co6 MOoBbILLEHMS 3ddeKTUBHOCTU. Hanpumep,
MNPOV3BOAMTENB MOXKET OObEAMHNUTL ABA KaHana
cObiTa — AUCTPUOBLIOTOPA N POIHNYHOIO MPO-
[aBLa Nof OAHMM «30HTUKOM». OTO He TOMbKO
COKpaLLlaeT pacxofbl Ha ynpaBneHme KaHanom,
HO 1 MPUBOANT K YMEHbLLIEHUIO KOHTPONA. [pn
MEHbLLIEM KOTMYECTBE KaHaoB B pacnpenenm-
TeNbHOM LienoYKe KOMMaHNM MOryT COKPaTuThb
Bpemsi, HeobxoaAMMoe A1s ynpaBieHus CBOMMMA
KaHanamu, 1 CocpeaoTOHUTLCS Ha APYrX Kito-
4eBbIX KOMMOHEHTaxX CBOero buaHeca.

Takxxe aBTopbl obpallaloT BHUMAHME Ha
TO, Y4TO B KQ4€CTBE aHTUKPUINCHBIX MED Takme
KIMEHTbI MOTYT BPEMEHHO COKpPaT1Tb CBOU 3a-
Kasbl UNn noTpeboBaTk y ONTOBOIO TOProBOro
npeanpuaTUs CHU3UTb LieHbl HA KOHKPETHbIE
MOCTaBKMU.

CoxpaHuTb 06beM Npofark KAneHTamu
B AAHHOWM CUTyaumm BO3MOXXHO 6€3 CHIKEHWA

VYBenmyeHve
W TLLaTenNbHbIA nogéop
KaHasnoB NocpenHMKoB

[MoBblILLEHME BHMMAHWS
K ynpaeJieHUIO Lenovkamm
NOCTaBOK

CoxpaHeHune
1 nogaepXaHune BbICOKOW
CTENEeHM NI0ANbHOCTU KIIMEHTOB
(KNMEHTOOPMEHTUPOBAHHOCTb)

KoHconnaaumsa Bcex kaHanos
B OOMH CUJIbHbIA KaHan

IOuneepcudpmkauus
KaHasioB npopax

[MpMeHeHne coBpeMEHHbIX
NpOrpaMMHbIX CPEACTB
N TEXHONOT U

Puc. 2. CtpaTternyeckme HanpasfeHns ynpaBrneHns MHOrokaHanbHbIMU npogaxamu
B OMTOBOW TOProBrie (COCTaBMEHO aBTOPOM)

Fig. 2. Strategic directions of multi-channel sales management in wholesale trade
(compiled by the author)
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OTMYCKHbIX LleH — 3a CYET YyHLIEHUs YPOBHSA
cepsuca. TakTnka paboTbl MOXET ObiTb Cre-
aytoLas:

® MEepeBEeCcTM KIMEHTOB Ha YCNoBMsA paboTh!
no aKTOPWHIY B Cly4ae OTCPOYEK nnarexa.
3aKyno4HbIn PaKTOPUHI — OMHAHCOBbIN MPO-
OYKT, B HACTOsILLIEE BPEMA HAbMpatoLLMIA nony-
NAPHOCTL. [Jpyroe Ha3BaHne — PEBEPCUBHbIN
haKTOPWHr. 3TO NPOAYKT, YAOBNETBOPSIOLLNN
NoTPeBbHOCTM Kak NoKynaTens, KOTOPbIV Mosy-
4YaeT HY>KHYI0 OTCPOYKY, TaK 1 MOCTaBLLIMKA, KO-
TOPbIN, B CBOKO O4epEefb, NonyyYaeT dUHAaHCK-
pOBaHVe B fieHb OTIPY3KM TOBapa,;

® OCYULLECTBAATb MOCTOAHHBIA MOHUTOPUHT
cUTyauuu y KnueHTta, npu CHUXXEHU OMNTO-
BbIX MPOAaX MPeanoxnTb NapTHEPY MpPoBe-
CTW B ero MarasmHax akuuu 1 cneumanbHble
nNpeanoXXeHns (B TOM YMCIe UCMOoMb3ysa KPOCC-
KaHanbHOCTb);

® IPENOCTaBUTb KIUEHTY AOMOAHUTENbHbIN
cepBuc, HanpuMmep, JoCTaBKy ToBapa [0 ero
cKknaga, yckopeHne obpaboTkm 3asBokK, 06y-
YeHne COTPYAHNKOB.

CnenyeT OTMEeTUTb, 4TO ANs NOAAEpP XaHUS
BbICOKOW CTENEHM NOSANIbHOCTU KIMEHTOB OMTO-
BOV KOMMaHUM HEOOXOANMO 0becnevnTb MHAN-
BMAyalbHbIN NOAX0A K HAM M B3ATb NOA MOSHbIM
KOHTPOMb CUTYaLMIO NO KaXXAOMY KIUEHTY.

B uengax yBenuyeHusa peHTabensHoCTH on-
TOBbIE TOProBble OPraHmM3aL CTPEMATCS K MOo-
BbILLEHMIO TEXHOIOMMYHOCTM, aBToMaT13aumm

paboTbl, MHOFOKaHaNbHOCTH, PACLUMPAIOT Ka-
Hanbl AUCTPUOYLMK [4]. BonbLUOe KONMMYecTBO
COENOK NMPOVCXOANT HYepPEe3 TOProsble Nnarop-
Mbl — MapKeTnnerncsl [8]. ®akTopuHr cTan umd-
POBbIM, 1 C TOYKM 3PEHUSA TOrUCTUKM abCoMtoT-
HO He 3aTparHbIM, Tak Kak BCe ornepaumm no 3a-
KITIOYEHMIO KOHTPAKTOB MPOVCXOOAT OHNANH.

ABTOPbI MPUAEPKMBAIOTCH MHEHUA, YTO AN-
BepCcUdMKauma SBNAETCS OAHUM U3 MOLLHbIX
NHCTPYMEHTOB 06eCneYeHs yCTONYNBOro pas-
BUTUSA CObITOBOW AEATENBHOCTN NPEanpUATUS.
[viBepcrdrkaLms KaHanoB NPoaaXK UMeET pe-
LatoLLiee 3Ha4eHe B MOCTOAHHO MEHAOLLIEMCA
MVPE 3MEKTPOHHOM KOMMEPLINN.

Heobxoanmo ObiTb FOTOBBIM K AnBepcudn-
Kaumm 61usHeca, NoBbILLaTb 4OCTYNHOCTb dpak-
TOPUHIOBbIX YCAYT ANS LUMPOKOrO Kpyra KineH-
TOB 1 0ebunTtopoB. Kpmamc nokasar, 4to goak-
TOPWHI MCMONBb30BANCA MHOTUMI KOMA2HUAMM
B Ka4eCTBe ONTVMMAa/IbHOr0 MHCTPYMEHTA Mo-
nonHeHns 060pOTHLIX cpeacTs. OTpacnu, nc-
nonb3ytowme daktopuHr B 2020 roay, npea-
CTaBneHbl Ha PUCYHKe 3.

Bo MHOrom nonynsipHoOCTb dhaktopuHra Obl-
na obycnosneHa CcTpemneHnem gakTopos nov-
TV HaBCTpe4y CyObekTaM pPbiHKa, B TOM Y1Cre,
OMTOBOrO, ObITb MTMOKNMU 1 KITMEHTOOPUEHTUPO-
BaHHbIMM, yIpOLLIas NPOoLEeCC OMHAHCUPOBaHMS.

VTak, npakTuka nokasbiBaeT, 4TO hakTo-
PUHIOM NOMb3YIOTCH NPeanpuUATUA ¢ abCoMoT-
HO pasHo cneunduKom n NPUOLINBEHOCTHLIO.

OTpacnu, ucnonbayrowme GakTopuHr:

0,87%

25,67%
38,37%

0,50% 1.

12,69%

.2
@ 3.
u 4.
| 5.
J 6.
"7,

u 8.

NpoaykTel nuTanua (12,69%)

CrpoutensHele matepuansi (3,72%)
Kongurepckve usaenua (0,81%)

Mob6unbHbie TenedoHbl U akceccyapsl (38,37%)
CpeacTsa 3awmTe pactenuin (25,67%)
AnkoronsHbie Hanutku (17,36%)
BesankoroneHeie Hanutku (0,87%)

Buiroean xumus (0,50%)

* NlanHble AQ «TACKOMBAHK>»

Puc. 3. Otpacnu, ncnonbaytoLume paktopuHr B 2020 rogy [15]
Fig. 3. Industries using factoring in 2020 [15]
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PocTt ¢puHaHcupoBaHUA NOCTaBLMUKOB B Nepuoa naHaeMuu
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Puc. 4. Ctatuctuka hmHaHcuMpoBaHusa NocTaBLUMKOB dhakTopamu Ha nnatdopme FactorPlat [16]
Fig. 4. Statistics Finance providers factors on the platform FactorPlat [16]

CratncTtnka gouHaHCUpoBaHUs NoCTaBLLM-
KOB dhakTopamm Ha nnatdopme FactorPlat cau-
LOETENbCTBYET O TOM, YTO pacTn o6bem hakTo-
puHra Hadan ¢ mapta 2020 roga, a B anpene
Obl1 OTMEYEH NKOBbLI 0ObEM doMHAHCMPOBA-
Hus (puc. 4)1.

®akTopbl NpodurHaHcupoBanu 118 TbiC.
MOCTaBOK Ha pekopaHyto cymmy 20 Mnpa py-
6nen. o naHaemMun 06bemM UHAHCMPOBAHMS
B MecAL, cocTasnan 8 cpenHem 10-12 mnpg py-
onen.

Mnatdopma FactorPlat paboTaet ¢ kpyn-
HenwrmMm dbakTopamm: PakTOPUHIOBbIN BU3-
Hec [NCB, MeTannuHBecTbaHk, Panddainzer-
6aHk, Global Factoring Network. Hanpumep,
6aHk NCB TonbKo Yepesd maHHyto nnatgopmy
3a nep.yto nonoBuHy 2020 roga NpogrHaHCK-
poean 270 TbiCc. nocTaBok. Obbem hVHAHCUPO-
BaHus coctaBun 18 mnpa pyonen [16].

OTOenbHO CTOUT OTMETUTb, YTO Heobxoau-
MOCTb [JOKYMEHTAPHOrO 0POPMIEHNS CAENKM
MeXy KIMEHTOM U 0eOUTOPOM B YCIOBMSAX MaH-

T FactorPlat — MyNbTVOAHKOBCKas SMeKTPOHHas nnat-

dopma, No3sonsatoLLas MPOBOANTL OHMNaNH TPEXCTOPOHHNE
COEeNKM No yCTynke AebnUTopcKon 3afomkeHHocTn. C Hel
paboTaloT BCce kpynHenwme 6aHku, 1300 NOCTaBLLMKOB-
KpeanTOpOB 1 HECKOSbKO TOM-AEOUTOPOB B pUTENNE.

OEMUN peLunni cnenytolmM obpasom: 601b-
LLIMHCTBO GPaKTOPVIHIOBbIX KOMMAHUI Nerko ne-
pewnu Ha 6e36yMaxkHbI [OKYMEHTOO60pPOT
N pacLUnMpuny yHKLMOHaN 3AEKTPOHHOM Noa-
nMcK (Tak HadblBaeMblii LIMAOPOBO OHOOPAVHI).
OHOOPAMHI — 3TO He NPOCTO UNGPOBON cep-
BMC, 3TO MOLLIHbIA NHCTPYMEHT hopMMpOBa-
HUS MOAEN NOBEAEHMS KNNEHTa B LMAPOBOWA
cpene. OHbopanHr obecnevnBaeT NOAAEPXKKY
KNneHTa, obner4yaet 4ONOAHUTENbHbIE Npoaa-
XV 1 faeT BOSMOXHOCTb CHU3UTb Y1CA0 Nps-
MbIX KOMMYHVKALWN C KMTUEHTCKUMI Cy>KOamMu.

Taknm 06paz3om, akTOPUHI BO BPEMS NaH-
AeMunn ctan etle 6onee yaobHbIM 1 OCTYMHbIM
CPenCcTBOM MPUBMEYEHNA PUHAHCKMPOBaHMUS
000pPOTHOroO Kanutana (4ero Henb3a ckasaTb
O TPaAVLMOHHOM KpeamToBaHuM B 6aHkax). Cu-
Tyaumsa ¢ COVID-19 He ToNbKo He CHU3WMa BOC-
TpeboBaHHOCTb TOProBOro P1HAHCUPOBAHMS,
HO 1 cTana AoMNoNHUTENbHBIM CTUMYNOM AnS
CKOPENLLEro NPUHATUA POCCUNCKUMKM KOMMa-
HUSIMW peLLEHUI O MPUMEHEHNI dhaKTOpPUHra
B paboTe ¢ nebuTopamm.

[MporpammHoe obecneveHne Ang onTOBOM
ONCTPUOYLUMM MMEET BaXKHOE 3Ha4YeHue, HO
He BCe peLleHVa MMetoT HEOOXOAMMbIN Habop
dyHKUMIA. 1o MHEHMIO aBTOpa, 3PdEKTMBHOE
pelleHne ansa ynpaBieHns MHOrokaHanbHbl-
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MW Npofakamu B ONTOBOWM Toproene — SAP
Business One [17]. O3To kopnopaTuBHas cu-
CTema, KoTopas KOOPAMHWPYET BCE acneKThl
MHOrOKaHanbHbIX NPOAaX ONTOBOro 6u3Heca,
BK/OYaA doMHAHChI, yNpaBnieHne KameHTamu,
npoaaxku, ynpasfeHre Lenovykamm noctasBok,
NPON3BOACTBO M OTYETHOCTb. Ero mogynn 3a-
KYNOK 1 MHBEHTapmM3aumn CBsi3aHbl C o0LLe-
OpraHmM3aumoHHbIMKM pabo4rmmn npoueccamu,
KOTOPble MOMOratoT ONTOBOM KOMMaHW NOHSTb
CBOWVI PbIHOK, MOCTPOWTb MO3UTUBHbIE OTHOLLIE-
HWS C NOCTaBLLMKaMW U KIMEHTaMM, ONTUMMSM-
pOBaTh 3anackl M AOOUTLCA BbICOKNX MPOAAX
1 BbICOKOW Map»Mu.

Mo naHHbIM onpoca Forrester Research, no-
psigka 89% TOProBbIX KOMMaHWiA, paboTatoLLMX
B cermeHTe B2B, otMevaroT, 4To € pasBuTVIEM OH-
nanH-kaHana 1x rogoBOV OXOA YBENUHUICH Ha
55%. B 10 e Bpemst 81% y4aCTHUKOB nccneno-
BaHWst yTBEPXKAAET, 4TO Bnarogapst e-commerce
cpenHad CTOMMOCTb 3akasa C y4eTOM BCEX KaHa-
nNoB Npoaax Beipocna Ha 31% [17].

SAP Hybris B2B Commerce — oTpacnesoe
peLLeHre, KOTOPOE MO3BOMAET B CXKATbIE CPOKM
CO3[aTb MOLLHbIM VHTEPHET-MarasyH ans MHoro-
KaHabHOro B3anMOoAencTBmsa C 60NbLIMM KO-
4eCTBOM MOCTaBLLMKOB, MapTHEPOB 1 OMTOBbIX
KMEHTOB. PeLlieHne NoaxoauT Kak s ONTOBbIX
KOMMaHWin, Tak 1 TOProBO-NPON3BOACTBEHHbIX

CRM
Systems

Distributor Feeds

Copywriters
Data Pools v

SUPPLY

Marketplace 3
Photographers

Agencies

ERP Systems

ENTERPRISE

PIM 3
o E-Marketing

NpeanpuaTUii, NIaHUPYIOLLMX aKTMBHO pa3Bu-
BaTb COOCTBEHHbIN OHNAaMH-KaHan npoaax.

C NOMOLLIbIO 3TOrO PELLEHNSA MOXKHO KOHCO-
nMAaMpoBaTh U yHUduMUmMpoBaTe Ha 6a3e ean-
HOW, rnMbKo HacTpanBaemon nnarcpopmel SAP
Hybris Commerce koMmep4eckre npoueccsl,
XapakTepHble ANs NPeAnpUATLin ONTOBOM TOP-
FOBMV 1 MPOU3BOAMTENEN TOBAPOB HAPOAHOIO
noTpedneHns.

VTak, 6narogaps CRM 1 ynpaBneHunto npo-
aaxamun SAP Business One No3BonsgeT Makcu-
MalbHO MCMNONb30BaTb BCE BO3MOXXHOCTU 1A
06LLEeHVs ¢ kneHTamu [9]. lopasno 6onbLuas
BVANMOCTb MCTOPWI MOKYMOK NO3BONAET YIy4-
LUNTb TApPreTuHr 1 obecnevnTb TOYHOEe COOT-
BETCTBME CNpoca U NpeasioXeHus.

OT1aenbHoe BHUMaHKe aBTopbl 06palLiaroT Ha
CUCTEMY ynpaBneHus CBEAEHVAMI O NPOAYKTe
PIM. PIM (abbpesuatypa ot Product Information
Management) B nepeBode Ha PyCCKUM A3bIK
0O3Ha4YaeT «ynpasfeHne nHgopmaumer o Npo-
ayktax». Hanbonee BaxkHble doyHKUMM PIM-
CUCTEMbI NPeAcTaBNeHbl Ha pUcyHke 5.

PIM-cucTembl UrpatoT BaXKHYHO POfib B Crie-
AYIOLLMX OTpacnsax:

1. OnekTpoHHaa KoMMmepunda. B HacTos-
LLilee BPEMS OMNTOBbIM KOMMaHUAM HEOOXOAM-
Ma cuctema ynpaBfeHus CBEAEHNSMI O Mpo-
AYKTe AN9 npepocTaBneHna MoapoOHOMN

Supply Chain

Management Retail

) @
i Mobile

E-Commerce

=]
]
]

Data stock

Direct Print

Marketplace

Stock management

Puc. 5. ®yHkumm PIM-cuctems [20]
Fig. 5. PIM system functions [20]
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MHopMaLMM O MPOAYKTax 1 CO3AaHNSA NOMb-
30BareibCKMX NCTOPUI;

2. OnToBad TOproend — NpefoCcTaBneHne
TOYHBIX, YHUULMPOBAHHbIX ONMCaHUn Npo-
[OYKTOB.

3. TNpoMbILLNEHHOE NPON3BOACTBO — Hasu-
4yre CUCTeMbI yNpaBneHns CBEAEHNAMIN O MPO-
LyKTe MOMOXET COKpPaTUTh BPEMS BbIBOAA NPO-
[yKTa Ha PbIHOK 1 MOBLICUTb MPOAYKTUBHOCTb.

ABTOPbLI cynuTatoT, 4To PIM cTaHOBUTCHA He-
06X0AMMOW A1 KOMNaHWA, KOTOpPbIE:

1) 1MCNoNb3YT MHOrOKaHanbHbIE NPOAaXKM;

2) nMetoT 60MbLUOW accopTUMEHT (6onee
1000 HarimeHoBaHUI);

3) mpoaarT BO MHOMMX CTpaHax U UM Hy>X-
HO NokanM3oBaTb MHPOPMALMIO O MPOAYKTE;

4) MetoT CNOXHYIO CTRYKTYPY MHGopMa-
LK O NPOAYKTax;

5) npennaratloT NPOAYKTbI, KOTOPbIEe 4acTo
MEHAI0TCHA, BCNeACcTBME Yero nHdopMmaunio
O HKX HEOBXOANMO MOCTOSHHO OOHOBNSATH.

VIHCTpyMeHTbl 1 npouecckl PIM cuctemsl
NO3BONSAIOT KOMMNaHUAM LIEHTPANN30BaTh MH-
dopmMaunto 0 NPoayKTax, HeoOXoAUMYIO ANs
MapKeTUHra 1 Npodax, a Takke ynpasnaTb
3TOW MHdbOpPMaLEN.

Kak 1 Ha MPOMBILLNIEHHOCTb, TaK 1 Ha MHO-
roKkaHasbHytO OMTOBYIO TOPIrOBIIO CYLLIECTBEH-
HOe BNUAHME OKa3blBaeT 3KOHOMUYECKNIA KpW-
3uc [5]. B To ke Bpemst KNMEeHTbI OXX1AatoT, YTO
1NX NOCTaBLMKKM ByayT NpefocTaBnsTb Bce 60-
nee LUMPOKMA aCCOPTUMEHT B CBOEM OHIIalH-
6usHece [10]. Tak HasbiBaemasd Teopus «asMH-

|—o XWUTel Npogax
«lonosa»

HOro xBocTta» obellaeT BbICOKME MPOAaXKM OT
NPOA&XKN HULLIEBLIX MPOAYKTOB B 00beMax, pa-
Hee He OOCTUTMHYTbIX. «[NUHHbBIA XBOCT» —
OV3Hec-Mo4enNb, yTBepXaaoLasa, 4To CyM-
MapHble NPOAaXKN MHOXXECTBA HE CaMblIX MomMy-
NAPHbLIX TOBAPOB MOMYT MPEBbILLIATh NPOAaXKM
TOBapOB MacCOBOro nNotpebneHnd — Tak Ha-
3bIBaeMbIX «XUTOB». KprBasa cnpoca nocreneH-
HO CcMeLlaeTcs ¢ NpofaXk HeGoMbLIOro Yncna
«XUTOB» K OOMbLIOMY KONMYeCTBY Cneumdomny-
HbIX, HALLIEBbLIX MPOAYKTOB.

KoHuenuuio «anuHHbIN xBocT» (long tail)
BNepBble chOPMynnMpoBan B OAHOVMMEHHOWM
cTatbe B xypHane Wired ero rmasHbI pefnak-
Top Kpnc AHgepcoH. OH NpoaeMOHCTpUpOoBan
amarpammy Cnpoca, Ha BePLUNHE KOTOPOW Ha-
XOAATCS «XUTbl», @ HA MPOTVUBOMOMOXKHOM CTO-
POHE — «OECKOHEYHbIV XBOCT» HULLIEBBLIX MPO-
aax (puc. 6).

KpuBad cnpoca noCTeneHHO cmellaeTca
C NpofdaXk HEOOSBLLLOMO YMCa «XUTOB» K 60fb-
LLIOMY KOIMYECTBY CMeundu4HbIX, HULLEBbIX
NPOYKTOB B ee «XBOCTE» [6B].

K. AHOEPCOH NPUBOAUT B MPUMEP UHTEP-
HeT-mMarasumH Amazon, rae 57% npogax co-
CTaBnAT He 6eCTCEennepsl, a KHUMM, oTCyT-
CTBYIOLLIME B OOMBLUNHCTBE ODNaHOBBIX KHX-
Hbix MaraaunHoB, 1 Netflix, rae 20% dournbmMoB,
B3ATbIX HANPOKAaT, He MAayT Ha 60/bLLIOM 3Kpa-
He 1 He NpoaatoTcst B 00bI4HbIX MaradnHax [6].
Cnpoc Ha Manon3BeCTHblE MPOAYKTbI HACTONMb-
KO Mar, 4To caenan 6eCCMbICEHHbIM VX MPO-
N3BOACTBO W pPacnpoCTpaHeHne B 00bI4HOW

HulweBLIA peIHOK
«[INWHHBIA XBOCT»

YHUKanbHbIE

0 -

5 MaccoBblil pbIHOK
o

=

o

£

=

c

=]

=

CraHnapTHele Toeapbl

Puc. 6. «Kpueas» cnpoca Ha ToBapbl B KOHLENUUN «OJIMHHOIO XBOCTa» [6]
Fig. 6. The «curve» of demand for goods in the «long tail» concept [6]
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3KOHOMUKe. Vges «AnvHHOro xBocTa» Npw-
MEHMMa K NHTEPHET-TOPIroBMe, n3aarefbCko-
My OM3HeCy, pekname v Opyrum OTpacndm,
«B 3MOXY COEAMHEHHbIX CETbIO NOTpebuTenei
N UMPOBOro “BCero”, 3KOHOMMKA ANCTPNOY-
LN pafvKanbHO MEHSIETCS, Tak Kak MHTEPHET
nornoLwaeT Kaxkayto NHOYCTPUIO».

B HacTodllee BpemMa apdeKT «aAMMHHOIO
XBOCTa» B CBOeW paboTe yCneLHO NCnosb-
3yloT Takune nnatgopmsbl, kak Netflix, eBay,
YouTube, Facebook, myspace.com.

[0 MHEHWIO aBTOPOB, O4EBWMOHO, YTO MONCK
HULWW NOTPeOyeT CUm, HO eCl MPUCMOTPETbL-
C4, TO 3a KaKabIM YCMELLHbIM TOBapPOM Ha PbiH-
Ke TAHETCHA «XBOCT» MEPCNEKTUBHbLIX BO3MOX-
HOoCTel. OTO 1 Npofaka AOMOHUTENbHbIX aK-
CeccyapoB, 1 NMPEQNoKeHNe CONnyTCTBYIOLLMX
ycnyr v np. XoTs nogaep)kaHne takoro poga
aCCOPTUMEHTA U3HaYalTbHO KaXKETCHA COXKHbBIM
1 OOPOroCTOALLMM, OHO OTKPbIBAET NEPCnek-
TVBY BbICOKOW Npmbbinn. Takum obpasom, pe-
LeHVa ANs ynpasneHus MHdpopmaumern o npo-
nykte (PIM) obecne4vnBaloT Takoe peLleHme.

[na nosbileHVa adpdeKTBHOCTN paboTs!
1 NPUObLINBEHOCTY NPEANPUATUS Hapaay C Apy-
MK cpeacTBamuy ncnonbayttca n CRM-
TEXHONOMMN.

CRM-cuncTeMbl — COBPEMEHHbIE NpOorpam-
Mbl, 0o6ecnevmBaloLe agTromaTmsaumo ms-
Hec-npoueccos. OHM NO3BONAIOT HACTPOUTL
aBTOMAaTUYECKUI CLEHAPWIA yNPaBNEeHUA U TEM
CcamMbIM 0CBOOOAVTL BPEMSA Ha CTpaTernyeckoe
nnaHMpoBaHve u gpyrue meponpudtns. [nas-

Coop uH(popMarIn
0 KINEHTAX,
[IOCTABLINKAX,
TIapTHEepax

I XpaHEeHHe
nHpOpMATTHIT

ObpaboTka

Hble 3afa4M NporpaMm Takoro poga — nocTa-
HOBKa 3afa4 MeHekepam 1 PyKOBOAUTENAM
OTAENoB, 3anofiHeHe JOKYMEHTOB, N3MEHEHME
CTaTyCcoB 3asiBOK, OMOBELLEHMNE O MOSIBNEHNN
npobnewm, a Takxe ynpasnenne 6a3oi KNneH-
TOB 1 NapTHepos [7]. CRM-cucTema KnmeHToB
npeacTaBneHbl Ha PUCYHKE 7.

/IHHOBALUMOHHBIMX B TEXHOMOIMMM MHOIOKa-
HabHbIX MPOAaXK SBMAKOTCA KPOCC-KaHasbHble
nponaxu [11]. Kpocc-kaHanbHOCTb MPUBHOCKT
B MHOroKaHa/lbHOCTb B3aMMOAENCTBIE MEXY
KaHanamu, MHTerpupyeT nx Ansg noBbILLEHUS
npoaaxk, Npu 3TOM YAy4LLas 1 COBEPLLEHCTBYS
customer experience (BnevatneHue nonb3oBa-
Tend). Kpocc-kaHanbHble Npoaaxk npeanona-
ratoT fobaBfneHne B MHOroKaHanbHOCTb MHTE-
rpaLmm KaHanos, Ux B3aMMOAeNCTBMA 1 ynpas-
neHue aTm B3ammogenctanem [19]. MNpouecc
MHOrOKaHasbHOM MHTerpaunmM nrpaeT OCHOB-
HYO POSb B yNPaBIEHMM OTHOLLEHUAMY C KNN-
EeHTamW, MOCKOSbKY OH NepPeBOAUT Pe3yrnbTaThl
paboTbl BU3HEC-CTPaTErK 1 NMPOLIECCOB CO3-
OaHNs UEHHOCTM B HapallMBatoLLmMe LIEHHOCTb
B3aMMoaencTBunga. B 4mcno atmx BlaMmopen-
CTBUI BXOOSAT BCE NPeAnpoaaxHble KOMMYHW-
Kaummn, camn onToBbIE MPOAaXkM, MOCAeNpo-
[aXKHOe 0OCNyXMBaHNE 1 NOAAEPXKKA KIMEHTA.

VIHTerpaums nHTepdeincos npu B3anmo-
AEVICTBUN C MONb30OBaTENSIMM Ha BCEX KaHa-
nax npoAaXk Cxematn4yHo oTobpaxkeHa Ha pu-
CYHKe 8.

B 3aknto4eHne ctomt oTMETUTb, YTO OMTU-
MMU3aLMa B3aMMOAEenCcTBUSA C KNMEHTaAMU U UH-

Anamiz

nH(pOpMaLIIN

Puc. 7. CRM-cuctema KnmeHToB [7]
Fig. 7. Customer CRM system [7]
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Puc. 8. VHTerpauusa nHTepdencos npy B3aumMoaencTsnm ¢ nonsb3osBatensiMmn Ha Bcex KaHanax npogax [18]
Fig. 8. Integration of interfaces when interacting with users on all sales channels [18]

Terpauunst BU3HeC-NPOLECCOB B paMKax ynpas-
NEHNs MHOroKaHarnbHbIMW NpofaXkamu obecne-
4aT ONTOBOMY NMPEeAnpUsaTUI0 KOHKYPEHTHbIE
npeumyLLiecTBa. HoBble NPOAYKTLI, OPUEHTU-
POBaHHble Ha NOTPEBHOCTU KNMEHTA, MO3BONS-
0T (POPMMPOBATL HOBbIE PbIHOYHbLIE CEMMEHTI.

3akntio4yeHue U BbIBOAbI

MoaBenem nTorn 1UccnenoBaHus. ABTopamm
ObINN BbIABNEHbI UCTOYHUKM MNOCTYMIEHNS U Ka-
Halbl peanv3aLyiv TOBapOB B OMTOBOW TOProB/ie.
Tarke Obl oNpefeneHb! CneayoLmMe cTparerv-
YecKkhe HanpasneHd ynpasneHd MHOrokaHalb-
HbIMW NpoOaXKaM B OMNTOBOW TOprosne: ysenn-
YeHue 1 TLaTenbHbIM Noadop KaHanoB Nocpea-
HMKOB; MOBbILLIEHVE BHYMaHWSA K yIpaBneHuto Lie-
noYKamMm MOCTaBOK; COXPaHeHe 1 MoaaepkaHmne
BbICOKOW CTEMEHM NTOSANBHOCT KIMEHTOB (KneH-
TOOPUEHTUPOBAHHOCTb); KOHCOMMAALUMSA BCEX Ka-
HanoB B OVH CU/IbHbI KaHan; AnBepcUdonKaLys
KaHanoB NpoAaxk; NPUMEHEHWE COBPEMEHHbIX
NPOrpamMMHbIX CPeACTB U TEXHONOrMiM paboTsl
C MPOAyKTaMn 1 KIeHTamu.

HT106blI 9DEKTVNBHO YyNPaBnaTb MHOrOKa-
HanbHbIMY MPOAAXaMK B ONTOBOW TOProBrie,
TpebyeTCca COOTBETCTBYIOLLEE TEXHUYECKOE
obecnedeHue. B npouecce HanncaHua nccne-
[I0BaHVA OTAEeNbHOE BHMMaHWe aBTopbl obpa-
LatoT Ha CUCTEMY yNpaBreHuUsi CBEAEHUSIMU
o npoaykte PIM. Otme4deHo, 4To PIM-crcTeMmbl
NrpatoT BaXKHYIO POrb B CNEAYIOLLMX OTPaCNsX:
OJIEKTPOHHAA KOMMepLUUnA, onTtoBad TOProsn4d,
NPOMbILLIIEHHOE NPON3BOACTBO.

YnpaBneHue, obpaboTka 1 nepegava UH-
dopMaunn 0 NPoayKTe 3aHUMaeT MHOro Bpe-
MeHUW. [laHHble 0 NpoayKTax AomKHbI ObITb Ka-
4eCTBEHHbIMW, MHAOPMATUBHbLIMW, TOYHBIMM
N B TO )K€ Bpemsa NO3UTUBHO BNVATb Ha Mpu-
Obllb BO BCEX KaHanax npogax. ITy 3agady
BbIMNOMHAET CUCTEMA yNpaBneHua MHopMaum-
en o npopyktax (PIM-cuctema). PIM-cuctema
rmomoraeT LieHTpanM3oBaTb, ONTMMU3UPOBaTb
1 Ny6nMKoBaTb Ha BCEX COOTBETCTBYIOLLINX Ka-
Hanax BCIO CBA3AHHYIO C MPOAYKTOM TexXHU-
YEeCKYI0 U/Un MapKeTUHIOBYO MHADOPMaLMIO
060 Bcex nNpoayKTax. Takxe aBTopbl obpalla-
0T BHUMaHWe Ha cucTembl paboTbl C KIUEHT-
ckoi 6azoit SAP n CRM.

B npouecce ynpaeneHus MHorokaHasbHbl-
MW MpOoJaXkamm ONTOBOMY TOProBOMY Npeanpu-
ATNIO HEO6X0AMMO ObITb FOTOBbIM K AUBEPCU-
dumkauny 6usHeca, NOBbILLATbL OOCTYMHOCTb
dPaKTOPWHIOBbIX YCNYr ANS LUMPOKOro Kpyra
KNNeHTOB 1 0ebuTopoB. [nBepcudmKaLms Ka-
HanoB NPOAaX MMeeT peluatoLlee 3Ha4YeHne
B MOCTOSHHO MEHSIOLLIEMCS MUPE SNEKTPOH-
HON KOMMEpPLMN.

ABTOpamMK1 BbIABAEHbI OTPACN, NCMNOMb3Y-
towme goaktopuHr B 2020 rogy (HanbonbLUmin
MPOLIEHT NpoAaXk B CTPYKType NpuxoamnTcs Ha
TOProeto MobunbHbIMKM TenedoHaMmn 1 ak-
ceccyapamu, CpeacTBamm 3almTbl pacTeHun
1 NpoAyKTamMun NUTaHus).

1o MHEHWIO aBTOPOB, (PaKTOPVIHF BO BPEMSA
naHgemum ctan elle 6onee yaobHbIM 1 4OCTYM-
HbIM CpPedCTBOM MPUBEYEeHNsT (MHAHCKPOBa-
HMs 0OOPOTHOro Kanutana, TakiMm o6pasom,

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



KoHKypeHTHbIE npeuMyLLecTa

51

cutyaumsa ¢ COVID-19 He TOnbKO He cHu3una
BOCTPeO60OBaHHOCTb TOProBOro oMHaAHCUPOBA-
HWS, HO W cTana AoMNoNHUTENbHBIM CTUMYIOM
LNA CKOPENLLIEro NPUHATUA POCCUNCKNMIN KOM-
NaHNSMU pPeLLIEHV O MPUMEHEHMN DaKTOpPVHra
B paboTe ¢ gebutopamu.

HecmMoTpst Ha pe3knii cnag 3KOHOMUYECKOW
akTmBHOCTM BO Il kBapTane 2020 roga ns-3a
BBEAEHMS KapaHTUHHbIX OrpaHU4YeHnin, BO-
CTpeboBaHHOCTL pakTopuHra cpeam Npeanpu-
ATWIA KPYMHOro, cpeaHero 1 manoro tusHeca
He TONMbKO HEe CHM3MNAach, HO 1 HA0B0OPOT BO3-
pocna. Beab MHOrmMe KNMeHTbl (0akTOPUHIOBbIX
KOMMNaHWn He Npekpatlany pabotaTb B KapaH-
TWH 1 gaxke, HanNpPoTMB, YBeNM4MBany o6bemsl
peann3aumn. Takmum 06pasoM, daKTOPUHI cTas
ONA HUX OTAWYHBIM UCTOYHMKOM MOMOSTHEHUS
060POTHbIX CPeacTs.

3a cyeT UT-cuctem SAP-koMmaHum onTo-
BOVI TOProBiv 1 AUCTpmbyumm CMOryT ONTUMU-
31pOoBaTh O13HEC-MPOLIECCHI, CHU3UTb U3AEPX-
K1, CBA3aHHblE C NOCTaBKaMu TOBapOB, yBe-
AMYUTL NPUBLING, YAYYLLINTL B3aUMOOENCTBUE
C NOCTaBLLMKaMW, NapTHepamMu, MNoKynaTensamu.
Bnarogapst noctyny kK Heob6xoanMon nHdopma-
UM B pexxrMMe peasibHOrO BPEMEHN OMTOBbIE
KOMMNaHNM CMOTYT 3ADMEKTUBHO YNPaBATL Te-
KYLLIMMW pecypcamu, NpaBunibHO paccTaBnsaTb
NPUOPUTETLI, MOBbILLATL KA4eCTBO 0OCNYXMBa-
HWSI ONTOBbIX KIMEHTOB.

VITak, TpagMuMoHHOE pasaeneHne kaHanos
cObITa Ha CETEBYIO 1 3NEKTPOHHYIO TOPrOBIIO
BCe OOnee yTpadyMBaeT CBOK akTyallbHOCTb,
pedopMNPYSCE B MHOrOKaHanbHyt0 MOAENb.
[ns Toro 4To6bl COXPaHATb KOHKYPEHTOCMO-
COBHOCTb B COBPEMEHHOM MUPE, HEOOXOAMMO
MCMNOMb30BaTb BCE KaHalbl pacnpoCTpaHeHus
npoayKUMK.
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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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