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Pedepar. M3ydeHue noBeaeHus mOTpeOUTENS B LIENX ero (JOPMHUPOBAHHS U HATIPABJICHHOTO HA HETrO BO3JCHUCTBUS CTAHOBHUTCS KIIIOYEBBIM
9JIEMEHTOM MapKETUHIOBOH AESATEILHOCTH COBPEMEHHBIX NPEANPHUATHIH, padOTAIONIMX HA PhIHKAX CaMBIX Pa3HOOOPA3HBIX TOBAPOB M YCIIYT.
B Hacrosiniee BpeMsi HAMETHIIACh TSHACHIUSI COMMKEHHSI KOCMETHKH C (DapMalleBTHKOM, TOSIBIISICTCS] HOBBIN BUJ] IPOIYKIINH, O0BEUHSIIOINA
B ce0e KauecTBa KOCMETUKH U JIEKAPCTBEHHBIX CPEJICTB U MOIYYUBILMH Ha3BaHHE «KOCMELICBTUKA» UM (hapMaleBTHUeCKas kKocMeTHka. [1pu
OKa3aHWH YCIIyT Ha PhIHKE (papMaleBTHYECKOH KOCMETHKU OOJIbIIOE 3HAYCHHE HMEET 3HaHHE 3aKOHOMEPHOCTEH U (haKTOPOB MOTPEOHTEIIb-
CKOTO MOBE/ICHHUs, @ TAKXKE YMEHHE aJaliTUPOBAThCs K €ro U3MEHEeHUsM. B HacTosiiee BpeMs B yCIOBUAX JMHAMUYHO Pa3BUBAIOLIECHCS PbI-
HOYHOI1 cpe/ibl HEOOXOJMMO CHCTEMHOE HCCIIEI0BaHHE (PaKTOPOB MOTPEOUTEIILCKOIO TIOBEACHHUS HA PHIHKE (papMaleBTUUSCKON KOCMETHKH,
B TOM 4HCIIe TpeOyeTcs pelieHne MpodJieM UX BBISBICHUS, IPOrHO3UPOBAHUS X IMHAMUKU U HAIIPABJICHHOTO HA HUX BO3JeHCTBU. [Ipu sTOM
OTCYTCTBYIOT Ha/IS)KHBIC TEOPETUYECKUE M METOJMYECKHE OCHOBBI /U TaKUX pemieHuil. Hemocrarounas pa3paboTaHHOCTh METOJMYECKOTO
MHCTPYMEHTApUsl AJIs BBISABICHHS U OLEHKU (HaKTOPOB MOTPEOUTENBCKOTO MOBEACHHUS MPEMSTCTBYET MOBBIIICHUIO KAUeCTBa OKa3bIBAEMbIX
yCIyr B cepe MEAUIMHCKUX YCIyT IpH Mpojaaxe (apManeBTHYecKoi KocMeTHKH. Kpome Toro, 0JJHOH M3 BaKHBIX COCTABIISIONINX COBPE-
MEHHOH CHCTEMBI KOMIIEKCHOI'O MApPKETHHI'A YCIIYT SIBJISICTCS] aBTOMATU3AIMs CPEICTB €r0 peaii3alliy, KOTOpas MpeioaracT MakKCUMallb-
HYIO aBTOMaTH3aIMIO IPOLECCa BEACHHS JINYHBIX IPOAX, IOCPEICTBOM KOTOPOH MUHUMHU3UPYETCS BIUSHUE YEOBEYECKOro (hakropa u cy-
IIECTBEHHO YKOHOMUTCS pabouee Bpemst. OIHAKO JUlsl €€ YCHELIHOH peanu3aluu TpedyeTcs paciiupeHne METOIMYECKHX IT0IX00B K CHCTEME
oLeHKH Y (HeKTUBHOCTH B Chepe METMIMHCKUX YCIYT IPUMEHUTENIBHO K PHIHKY POSHUYHOW TOProBiiM (hapMaleBTUYECKONH KOCMETHKOM.
KaioueBnle cioBa: (hapmaneBTHYECKasi KOCMETHKA, IIOTPEOUTEIILCKOE TTOBEJICHNE, MApPKETHHT, MEULIMHCKUE YCIYTH, (pakTopbl MOTpeOu-
TEJILCKOT'O TTOBEICHHS
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Summary.The research of consumer behavior for the purpose of its formation and effective impact on it becoming a key element of the marketing activities
of modern enterprises, working on a wide variety of goods and services markets. Currently, there is a tendency of convergence of cosmetics to pharmaceu-
ticals and a new product appears which combines the quality of cosmetics and pharmaceuticals, and called "cosmeceuticals" or pharmaceutical cosmetics.
When providing services in the market of pharmaceutical cosmetics the knowledge of regularities and factors of consumer behavior, and ability to adapt to
its changes is of great importance. Now in the conditions of dynamically developing market environment, the system research of factors of consumer
behavior in the market of pharmaceutical cosmetics is necessary, including the problem resolution of its identification, forecasting of their dynamics and the
impact directed to them is required. At the same time, there are no reliable theoretical and methodical bases for such decisions. The insufficient readiness of
methodical tools for identification and assessment of factors of consumer behavior interferes with improvement of quality of the rendered services in the
sphere of medical services in case of sale of pharmaceutical cosmetics. Besides, one of important components of modern system of complex service mar-
keting is automation of means of its implementation that assumes the maximum automation of process of conducting personal selling by means of which
influence of a human factor is minimized and working hours are significantly saved. However, its successful implementation requires expansion of method-
ical approaches to system of an efficiency evaluation in the sphere of medical services in relation to the market of retail trade by pharmaceutical cosmetics.
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Pa3paboTaHHOCTh METOMYECKOT0 MHCTPYMEHTAPHS
JUTSI BBISIBJICHHSI M OICHKH (DAKTOPOB TIOTPEOUTEITLCKOTO
MOBE/ICHUSI TPEIISTCTBYET IIOBBIIICHHIO KauyecTBa
OKa3bIBAEMBIX YCIYT B cepe MEIUIMHCKUX YCIIyT
npyd  npojaxe (GapMareBTHUECKOH KOCMETHKH.
Kpome TOro, omHON W3 Ba)KHBIX COCTABIISFOIIMX

BBeaenne

B nacrosiiiee BpeMsi B yCHOBUSIX AUHAMUYHO
Pa3BHUBAIOIEHCS PBIHOYHON Cpeibl HEOoOXOAUMO
CHCTEMHOE HCClieIoBaHue (PaKTOPOB MOTPEOUTENb-
CKOTO TIOBEJIEHHS Ha PBIHKE (apMaIleBTUIeCKOH

KOCMETHKH, B TOM YHCIIE TpeOyeTcs pellieHre podiieM
WX BBISBIICHUS, TPOTHO3UPOBAHUS MX TUHAMHKHU
Y HampaBJICHHOT0 Ha HUX Bo3aencTaus. [lpu sTom oT-

COBPEMEHHOM CHCTEMBI KOMIUIEKCHOTO MapKe-
THHTA YCIIYT SIBIISIETCS aBTOMATU3ALIUS CPEACTB €TI0
peanuzaiym, KOTopasi Ipe/InoiaracT MaKCUMaTbHYIO

CYTCTBYIOT HaJIC)KHBIC TCOPETHUCCKHUE W METOANYC-
CKHEC OCHOBBI I TaKHMX peHleHI/Iﬁ. HC,Z[OCTaTO‘IHaH

ABTOMATU3AIMNIO IMIPOLECCa BEACHUS JIMYHBIX ITPOAAK,
moCcpeaACTBOM Y€TO MHUHUMU3BUPYCTCA BIIUAHUC
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YeJIoBeYeCcKoro (hakTopa M CYIIECTBEHHO SKOHOMHTCS
pabouee Bpemst. OHAKO IS €€ YCTIEHTHO peaTi3alii
TpeOyeTcs paclMpeHre METOIONIOTHYECKHX TTOIXO0I0B
K CHCTeMe OIeHKH A(QPEKTUBHOCTH B cdepe MeIu-
IMHCKHX YCITYT IPUMCHUTEITLHO K PHIHKY PO3HUYHOM
TOPTOBJIH (hapMaIeBTHICCKON KOCMETHKOM.

U3 HayyHOM 1 NPHUKIIAIHOM TUTepaTypbl [ 1-5]
M3BECTHBI Pa3IUYHbIC KIacCU(pUKAIMH (aKTOpOB,
BIUSIIOIIUX HA TMPUHATHE PEIICHHs O MOKYIIKE, KOTO-
PpBIe CIeyeT yUUTHIBATE TIPH PeKIIaMe U MPoaKax.

B pesynbrare ananusa pa3paboTaHa Kiaccu-
¢ukanus (akToOpoB, BIMSIOIIMX Ha IOBEICHHE

noTpeduTeNiei Ha phIHKE (hapMarieBTHHICCKON KOCMETHKH
(pucynok 1). TIpemtaraemas kiaccudukarms (pakropoB
MOTPEOUTENHCKOTO TIOBEICHUS TIO3BOJISIET MPOBOUTE
aHam3 BO3MCHCTBHA (DaKTOPOB  OMpEHEICHHON
TPYNIBI C YYETOM 3aKOHOMEPHOCTEH, MPUCYIIHX
JAaHHOW Tpymmie (akTopoB. B kauecTBe xputepus
CaMoro TMepBOTO YPOBHS IaHHOW KiacCH(UKALNN
BBICTYIIa€T PAaCCMOTPEHHE SBJIECHUH B CHUCTEME
(haxTOpOB BHEIIHEH Cpefbl, BKIIOYAMOIIEH YPOBEHb
MIEPBUYHOTO CIIPOCa, TEHAEHIIUY MOJIbI, COLIMAJILHO-
SKOHOMHYECKOE COCTOSTHHE, YPOBEHh KOHKYPEHIINH,
OKOJIOTHYECKAast 0OOCTAHOBKA H T. II.

IIpn3nakn knaccudukanuy GakTopoB ITOBEACHUS TOTPEOUTENS
Signs of classification of factors behavior of the consumer

dakTOopEI BHEIIHEH cpexb! Fac-
tors of environment

YPOBEHb IIEPBUYHOIO CIIpOca
|_primary demand level
TeHAeHuuu Moasl - fashion
—trends
COIMMAJIBHO-3KOHOMHUYCCKOC
—cocTosiHie - SOCio-economic-
cal condition
[~ YPOBCHb KOHKYPCHIIUHU
level of competition
[~ sKoJIorMUeckas 00CTaHOBKA
ecological situation
~ pedepeHTHBIEC TPYIIIBI
reference groups

I/IHHI/IBI/IZ[yaJ'ILHLIe KayeCTBa (DaKTOpBI MCXKIIMYHOCTHOI'O I/IHI[I/IBI/II[yaIIBHBIe KadyeCTBa
poBH30pa-KoHCYyabpTaHTa Indi- o0IIeHNS MOKyHaTes
vidual features of the pharma- ||| Factors of interpersonal com- | | Individual features of the con-
cist-consultant munication sumer
| _ob6pasosanue - education KOMMYHHKA0EIbHOCTh MEJUIINHCKHE HIOKa3aHU

MyJIBTHIMCIUIUIHHAPHAS KOMF [“communicability
—nereHtHoCTh - Multidiscipli- | [ no6posxkenarensHoCTh
nary competence goodwill
— THIT JINYHOCTH - PErson type | |-ymenue yoexnarsb
|_pemyTtarus - reputation ability to convince
PO eCCUOHATTBHBINA OTIBIT [ HEKOH(IIMKTHOCTh
I~ professional experience |_conflict-free
CHOCOOHOCTBH K CaMOPa3BH- corepekuBanue - empathy
L turo - ability to self-develop- | L“suymaemocts - suggesti-
ment bility

DakTOphl KayecTBa

Opranu3airoHHbIe (aKkTOpbl IPOAABIA

— medical indications
BO3pacT - age

[~ moux - sex

— PO 3aHsTHI - OCCUpation

— obpasoBanue - education

| THI JIMYHOCTH - Person type

| o6pa3 xusnu - lifestyle

| cremoBaHHe MOJIE
fashion following

|~ KynBTypHEIH ypoBeHD

~ cultural level

(hapMareBTHUECKON KOCMETUKH
Factors of quality
of pharmaceutical cosmetics

(mpou3BoOAUTENS) KOCMETHKH
Organizational factors of the seller (pro-
ducer) of cosmetics

— BepoucroBeaanue - Worship

— HaIMOHAILHOCTH - Nationality
CKJIOHHOCTb K HOBU3HE

| (pucky) - penchant for novelty

penyranys - reputation
| mamexuocTs - reliability
|~ yposens 6ezomacHocTn - safety
|~ cooTBeTcTBHE cTanmapTam - compliance
|~ cocras - composition [~ structure
|~ Texnomnorus npoussozcTaa - production
|~ technology
| 1ena - price
~ viakoBka. dbacoska - packina

MHCcCHs - Mission

|~ monuTHKa opranuszanuu - company policy

|~ mMeTomsl pabotsl - methods of work

|~ opraHm3anuoHHas CTpyKTypa - Organizational

(risk)
L mpezncraBneHne 0 caMmoM cebe
presentation of himself

| xauectBO chIpha - quality of raw materials [~ kopnoparuBHbIii 1y - esprit de corps

[~ opraHM3alMoHHas KyJIbTypa - Organizational culture
[~ colpanbHasi OTBETCTBEHHOCTS - Social responsibility
[~ pemyranus - reputation

— craryc Ha peIHKe - market status

Pucynox 1. [Ipusnaku knaccupukanny $pakTopoB, BIMSIOMINX Ha MOBEICHUE MOTPEONTENS Ha PHIHKE (apMaleBTHIECKON

KOCMETUKH

Figure 1. Signs of the classification of factors influencing consumer behavior in the market of pharmaceutical cosmetics

WHpuBuayanbHble KauecTBa MPOBH30pa-KOHCYIIb-
TaHTA» BKITFOYACT TAKHE XapaKTePUCTHKH, Kak 00pa3oBa-
HHEC, MYJIbTUAUCHUIUIMHAPHAA KOMIICTCHTHOCTD, THII
JIMYHOCTH, PeITyTalys, NPOPECCUOHAIBHBIH OIIBIT U T. 1.
WHnmButyanbHble XapakTepUCTHKH TMOTPEOUTENsT BKITHO-
YaloT BO3PACT, TOJI, ICKXOJIOTMYECKUH THII €r0 JIMYHOCTH,
KYJIBTYPHBII YPOBEHb, CBOMCTBEHHBIE €My OCOOCHHOCTH
TICUXOJIOTHYECKOTO MeXaHu3Ma 00paboTKy MH(pOpMa-
mn. ConuanbHOe B TOTPEOMTEIBCKOM HOBEACHUH
OTpaXkaeTcs depe3 poJl 3aHATHH, 00pa30BaHIe TTOTPEOH-
Tens, ero yOeKIeH!s 1 OTHOLLICHHUE.

I'pyrma dakTopoB kauecTBa (hapMareBTHIeCKOH
KOCMETHKH Kjaccuduuupyercss B cepe pemyTauuy,

Jlnst csi3m ¢ penakuueit: post@vestnik-vsuet.ru

HaJIGKHOCTH, YPOBHE 0€30MacHOCTH, KayecTBa CHIPbsI
U cOCTaBa KOCMETUYECKOH npoaykuuu. Cpeiu opraHu-
3al[MOHHBIX (PaKTOpOB TpojaBna (IPOU3BOIUTEIIS)
(hapmarieBTHIECKO KOCMETUKH B KauecTBe HanbOomee
3HAYMMBIX TPUHSATHI MUCCHS, TIOJINTHKA OpPTaHU3aIlHH,
MeTOABl paboThl, OpTraHW3alMOHHAS CTPYKTYDA,
penyTanusi, CTaTyC Ha PbIHKE.

Onucanre MEXaHU3MOB JCHCTBUS (PaKTOPOB
MMOTPEOUTENHCKOTO TIOBEICHUSI OBLIO MPOBEICHO
Ha TIpUMEpax IOBEJCHUS TOTPEOUTENeH anTedHoi
cetu «Buray YIbSHOBCKON 00JIACTH, YTO TIO3BOJIHIIO
BBIICIATE OCOOEHHOCTH JEHCTBUS 3THUX (DAKTOPOB
B POCCUMCKHUX YCIOBHSIX.
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Kak Obuto mokazaHo BbIIIE, OCHOBHBIMH
(akTopamMy, BIMAIONIMME Ha TIOTPEOHUTEIIHCKOE
MOBeJICHUE Ha PhIHKE (papMalieBTHYECKOH KOCMETHUKH
U CTENICHb UX YAOBJIETBOPEHHOCTH, SBJISFOTCS:

— ®akTopbl KavecTBa (hapMaLleBTUYECKOH KocMe-
TAKH (peITyTarysi, Hale)KHOCTh, YPOBEHb OE30MacHOCTH,
COOTBETCTBHE CTAaHAAPTaM, COCTaB, Ka4yecTBO CHIPHS,
TEXHOJIOTHs1 IPOM3BOICTBA, 11CHA, YIIAKOBKA);

— HWuauBuayansHBIE KauecTBa MOTPEOUTENS
(MenuUMHCKHE MTOKa3aHUs, BO3PAcT, IO, POA 3aHA-
TUH, 00pazoBaHUE, THUI JIMYHOCTH, 00pa3 >KU3HH,
ClIeIOBaHHUE MOJE, CKIIOHHOCTh K HOBH3HE);

— WumuBuayaneHple  KayecTBa — IPOBU30pA-
KOHCYNbTaHTa (0OpasoBaHue, MyJIbTHANCIMIUIAHAPHASL
KOMIIETEHTHOCTb, THIT IMYHOCTH, PEILyTaLwsl, Ipodecch-
OHAJILHBIN OIBIT, CHOCOOHOCTH K CAMOPA3BHUTHIO);

— @akTopbl  MEXJIMYHOCTHOIO  OOIIEHHUS
MOTPEOUTENSI C KOHCYJIFTAHTOM (KOMMYHHKAO0EIBHOCTb,
OOpOXKENaTeIbHOCTh, YMEHHE YOeXaaTh, HEKOH-
(DJIMKTHOCTB, COTIEPEKUBAHNE, BHYIIIAEMOCTB);

— @akTopel BHEUHEH cpeasl  (YpOBEHBb
MEPBUYIHOI0 CIIpoca, TCHACHIIMNU MO/bl, COIUAJIbHO-
SKOHOMHYECKOE COCTOSHHE, YPOBEHb KOHKYPEHLIHH,
9KOJIOTHYECKasi 00CTaHOBKA, pepepeHTHBIE TPYIIITh);

— OpraHu3anionHsle  (aKTopsl  HpOJABLA
(TIPOM3BOTUTEIIS ) KOCMETUKH (MHCCHSL, TIOJIUTUKA OPraHu-
3alMK, METOAB! PabOThI, OPraHM3ALMOHHAS CTPYKTYpa,
COLIMAJIbHAsI OTBETCTBEHHOCTb, CTATYC Ha PHIHKE).

CyliecTByIOT [1Ba BapHaHTa MpPEACTaBICHUS
IIKAJTBI OTIPOCA ISl OTIPE/ICIICHIUS 3HAUNMOCTH (Beca)
(haKTOPOB MOTPEOUTEIILCKOTO MOBeIcHHS. [1epBbIii —
napaMeTpsl pabOTbl aNTeKH YIOPSIOYMBAIOTCS

NoTpeduTeNIeM B MOPSAKE YMEHBIICHHS (MM YBEI4e-
Hus1) 3HAYUMOCTH. [Ipr 3TOM MOTpeOHuTeNH OTIpeaeseT
MECTO KaXJOI'0 W3 YKa3aHHBIX BHIIIE (aKTOPOB.
Bropoit — 3HaYMMOCTh Kaxaoro (akropa KIHECHT
OLICHMBACT IO MATHOAIHHOM IIIKaIIe.

B mHacrosmieM wWccnemoBaHWM  TPHMEHSUIH
BTOpPOH BapHUaHT ONpeesicHus 3HAYUMOCTH (DaKTOPOB,
(hopMHUpPYIOINX TOTPEOUTENECKOE TOBEICHHE, YTO
BBI3BAIO 3aTpyAHECHHE TMOTpeOHTENeH YNOpsaOuMBaTh
Oonpiroe 9ucio (hakTopoB, YTO TPEdyCMaTPHUBAET
TIEPBbII BApHAHT. /I ONpeneNieHus CTETICHN YIOBIIe-
TBOPEHHOCTH MOTPeOHUTENEeH KPUTEPHSMH IEITETIEHOCTH
KOHKPETHOW alTeKW WCIOIb30BaNIach MATHOAIUTHHAS
miKana no xkaxuaomy ¢axropy. [Ipu sTom st rpymmsl
(hakTOpOB, CBSI3aHHBIX C OKA3aHUEM YCITYT, TIOTPEOHUTENh
OLICHMBAJI, HACKOJIBKO B aNTeKe pean30BaHa Kaxkas
COCTABJISIONTAS €¢ PaOOTHL.

Pesynbratel onpoca ¢ukcupoBanu u oOpabda-
THIBAIM B OJIEKTpoHHOH Tabmuie MS Excel.
OO0paboTKy AaHHBIX TI0 MOTyYEHHOMY MAaCCHBY HH(OP-
Mallik BENIM TIOCJE TPEBAPUTENHFHON COPTUPOBKU
MaccuBa 10 cerMeHTaM. IIpuyuem cermeHTaMu MOryT
OBITh KaK pa3NMU4YHble (KOHKYPUPYIOIINE) AanTeKd
CeTH, TaK U COLUAIbHO-AeMorpaduieckie npopuim
noTpedurenel antek. B mepBoM ciayvae B TabIHILy
MOCJIEI0BATENIbHO BHOCUIIA OTBETHI MOTPEOHTENEH
KXKI0H U3 UCCIENyeMBIX allTeK, a YUCIO CErMEHTOB
COOTBETCTBOBAJIO KOJIMIECTBY arTeK.

s TOro 4YTOOBI BBISBUTH JOMHUHHUPYIOIIUE
CETMEHTHI COIMAITLHO-AEMOTPaPHISCKUX XapaKTepH-
CTUK TMOTpeOuTeNel, MPOBOIMIM COIMOJIOTHYECKUN
aHaJIN3 IoceTuTeNel anrek (Tabmura 1).

Tabnuma 1
3Ha9UMOCTh ()aKTOPOB MOTPEOUTETHCKOTO MTOBEICHNUS Ha PHIHKE (hapMalleBTHIECKOH KOCMETHKA
Table 1
The significance of the factors of consumer behavior in the market of pharmaceutical cosmetics
(DaKTOpLI HOTpe6HTeJ‘[LCKOFO TIOBCACHUA 3HAYUMOCTh Wij
Factors of consumer behavior Significance Wij;

daxrops! kadecTBa (hapMaleBTHIECKOH KOCMETHKH (peyTalys, HaIe)KHOCTh, yPOBEHb OE30I1aCHOCTH, COOTBETCTBUE
CTaHJaapTaM, COCTaB, Ka4Y€CTBO ChbIPbs, TCXHOJIOTIUA IPOU3BOJACTBA, II€HA, yHaKOBKa) 10
Quality factors of pharmaceutical cosmetics (reputation, reliability, security, compliance, composition, quality '
of raw materials, production technology, price, packaging)
WunuBuayanbHbIe KauecTBa MOTPEOUTENs (MEAUIIMHCKUE MTOKAa3aHuUs, BO3PACT, MOJI, POJ 3aHATHIA, 00pa3oBaHue,
THII JTAYHOCTH, o6pa3 KH3HH, CIICA0OBAaHHUEC MOJEC, CKIIOHHOCTD K HOBI/I3H6) 0.98
Individual customer quality (medical indications, age, sex, occupation, education, person type, lifestyle, following '
the fashion, the tendency for novelty)
MupnBunyansHbIE Ka4ecTBa IPOBU30pa-KOHCYIbTaHTa (00pa3oBaHue, MyJIbTHANCIHIUIMHAPHAS KOMIIETEHTHOCTb,
THIT JINYHOCTH, PeIryTanus, TpopheCCHOHAIBHBIN OIIBIT, CIIOCOOHOCTH K CAMOPa3BUTHIO) 0.96
Individual quality specialist consultant (education, multidisciplinary competence, person type, reputation, professional '
experience, ability to self-development)
@DaxTopsl MEKIIMYHOCTHOTO OOIIEHHS OTPEOUTENSI ¢ KOHCYJIBTAHTOM (KOMMYHHKaOEIbHOCTb, T0OPOIKeNaTeIbHOCTb,
yMeHHe yOexaaTh, 0eCKOH(DIMKTHOCTB, COTIEPEKUBAHIE, BHYIIAEMOCTH ) 090
Factors of interpersonal communication with the consumer advisor (sociability, goodwill, ability to convince, conflict-free, '
empathy, suggestibility)
q)aI(TOpI)I BHEIITHEH Cpeabl (ypOBeHL TEPBUYIHOIO CIIPOCA, TEHACHIMN MOJbI, COIUAJIbHO-3KOHOMHNYECKOE COCTOAHUE,
YPOBEHBb KOHKYPEHIIUH, IKOJIOTHIECKast 00CTaHOBKA, pe()epEHTHBIC TPYIIITHI) 0.75
Environmental factors (level of primary demand, fashion trends, socio-economy status, level of-competition, environmental '
situation, references groups)
Opl‘aHI/I3aHI/IOHHBI€ q)aKTOpI)I npoaaBua (HpOI/I3BOZ[I/ITeJI$[) KOCMCTHKH (MI/ICCI/Iﬂ, IMOJIMTHKA OpraHrU3allii, METOAbL
paboThI, OpraHU3aMOHHAs CTPYKTYpPa, COLHANIbHAsl OTBETCTBEHHOCTD, CTATYC Ha PHIHKE) 0.61
Organizational factors of seller (manufacturer) of cosmetics (mission, policy organization, methods of operation, '
organizational structure, social responsibility, market status)
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B pesymprate 3TOrO0 WM3ydyeHHs BBIABIEHO,
4TO  COLMAJbHO-IEeMorpaduueckas  CTPYKTypa
noTpeOuTenel anTek HeOJHOPOAHA 10 BO3PACTY, CO-
LUaJbHOMY TIONOXEHHI0 M Joxomy. VIMeHHO 53Tu
COLMANIbHO-eMOorpaduuecKre XapaKTEePUCTUKU
WCIIONIb30BANIN B JAJbHEHIIEM B KadeCTBE CETMCHTOB
JUTsL OTIpEZIETIEHNs] CTETIEH! Y IOBJIETBOPEHHOCTH MOTpe-
OuTernei KayecTBOM OKa3aHus yCIIyrd. B ciydae, korma

B Ka4yeCTBE CEIMEHTOB WCIOJIb30BAIA COIHATBHO-
neMorpaduuecKkiue POk HOTPeOUTENIeH, pedTHHT
(axTopoB, GOPMHUPYIOIIMX MOTPEOUTENBCKYIO YIIO-
BJICTBOPEHHOCTh Pa0OTOI AamNTeKH, pPacCUUTHIBAIH
OTJICIIBHO [T KKIIOro cermMenTa. B tabmie 2 B kadecTse
npuMepa  TIPUBEACHBI  PE3YNIbTaThl  3HAYMMOCTH
KPHUTEPHUEB JCATEIBHOCTH ANTEKH I IOTpeOuTeNeit
C Pa3NIMYHBIM YPOBHEM JIOXOJIA.

Tabnuna 2

3HauUMOCTh (PaKTOPOB MOTPEOUTETHCKOTO ITOBEACHHUS IJISl IIOTPEOUTENEH ¢ Pa3IMIHBIM YPOBHEM JI0X0/a

Table 2

The importance of consumer behavior factors for consumers with different levels of income

3naunmoctb Wij 1 parT R (hakTopa B 3aBICHMOCTH OT YPOBHS JI0XO/a
(DAKTOPHI MOTPEGHTENHCKOrO TOBEIICHH Significance Wij and rank R of factor depending on the income level
Factors of consumer behavior o 10000 py6. 10000-20000 py6. | ceemme 20000 pyo6.
to 10,000 RUR 10000-20000 RUR | above 20,000 RUR
Wij R Wij R Wij R
®DakTopsl KadecTBa (hapMaIeBTHIECKOH KOCMETHKI 10 1 10 1 1.0 1
Quality factors of pharmaceutical cosmetics ) )
I/IHI[I/IBI/IZ[yaJ'IBHI)Ie Ka4yeCTBa IPOBHU30pa-KOHCYJIbTaHTa
Individual quality of consultant 0.69 3 0.96 2 10 !
DakTOpB MEXITMIHOCTHOTO OOIICHUS TIOTPEOUTEIS C KOHCYIBTaHTOM 0.65 2 0.90 3 1.0 1
Factors of interpersonal communication between consumer and advisor ) ' )
Opranu3airoHHbIe (HAKTOPHI MPOaBIa (TIPOM3BOIUTEIS) KOCMETHKH
Organizational factors of seller (manufacturer) of cosmetics 0.38 4 0.61 4 0.82 4

W3 Tabnmiipt 2 BUIHO, YTO 10 MEPE POCTa JIOXOJI0B
MoTpeOUTEN sl BO3pacTaeT €ro TpeOOBATEILHOCTh
K KauecTBY OOCITY>KWBAHUS U YBEIMIMBACTCS 3HAYH-
MOCTh (haKTOPOB, CBSI3aHHBIX C MHAWBUIYaTbHBIMU
Ka4yeCTBaMU IMPOBU30OPA-KOHCYJIbTAHTA, MECKINUY-
HOCTHBIM OOIIEHHEM TOTPEOUTENsT C MPOBU30POM-
KOHCYJITAHTOM, OPTraHM3aIlIMOHHBIMH OCOOCHHOCTSIMH
npojasna (MPOU3BOIUTENSI) KOCMETHKH. [Ipu sTOM
COBpPEMEHHBIN POCCUICKUI TOTPEOUTENH CTAHOBUTCS
OTHOCHTEIILHO MEHEE YYBCTBUTEILHBIM K CTOUMOCTH
TOBapoB (hapmarieBTHYCCKOW KOCMEeTHKHU. CeromHs
JUIS  TIOKyNaTenst Topa3fo BakHEE IIUPOKHN

ACCOPTHUMEHT, Ka4eCTBO U KYJIbTypa 0OCITyKHBaHH,
MIPEIOCTaBISIEMbIE AIITEKOM.

s onpenenenust 3HaUUMOCTH Wjj KaXI0ro
3 (PaKTOPOB TOTPEOUTENHECKOTO TIOBEJECHHS OICHKH,
IOJIy4EHHBIE 10 pe3y/bTaTaM aHKETHPOBAHMS, IIEPeCUt-
THIBAJIM B yZIEIbHBIN Bec (DaKTOpa IyTeM CYMMHPOBAHHUS
OTBETOB IO KakaoMy ¢aktopy. Daktop, MMEromwit
MaKCHMAaJIbHYIO OLIEHKY, NPUHUMAIN 3a E€IUHHILY.
3HAYMMOCTh OCTAJIbHBIX (HAaKTOPOB HOPMHPOBAIIU
[0 OTHOLICHHIO K CyMME€ OTBETOB IO (haKTopy
C MAaKCUMAJIBHOH OLIEHKOH. Pe3ynbrar Takoro nepecuera
B TIOpsi/IKe YOBIBAHHSI NPEZICTABIICH B TaOIHIE 3.

Tabnuna 3

Onpenesnenne He0OXOIUMOCTH KOPPEKTUPOBAHUS OTAEIBHBIX (PaKTOPOB MOTPEOUTEIHCKOTO MTOBEICHHUS Ha
pBIHKE (apMaIeBTHUECKONH KOCMETHKN

Table 3

Determine if you need individual adjustment factors of consumer behavior in the market of pharmaceutical cosmetics

Y 10BIeTBOPEHHOCTD Yij M HHAEKC MOTPEOUTEIBCKOM
3HAYUMOCTD yaosierBopeHHoctu Unyij, st anrek cetu «Butay»
DakTOpBI HOTPEOUTENHECKOTO MOBEIEHHUSI Wi Satisfaction Yij and index of consumer sat_isfaction Ipu,
Factors of consumer behavior Significance for a network of pharmacies «Vita»
Wij 1 2 3
Vij Unyij Vij Unyjj Vij Unyij
®DakTopsl KauecTBa papMaleBTHIECKOI KOCMETHKH
Quality factors of pharmaceutical cosmetics 1.0 0.8 0.8 0.8 0.8 0.8 0.8
I/IHJ_II/I_BPI}lyaJ'IbH_bIQ Ka4yeCcTBa NPOBU30PA-KOHCYJIbTaHTA 0,96 1’0 0,96 0,80 0777 0,65 0,62
Individual quality of consultant
DaKkTOpBl MEKIMYHOCTHOTO OOLICHUS MTOTPEOUTEINS
C KOHCYJIbTAHTOM
Factors of interpersonal communication between consumer 0,90 10 0,90 0.9 0.81 0.9 0.81
and advisor
OpraHu3ainoHHbIe (akTophI Mpojasia (MPOU3BOIUTEIIS)
KOCMETHKH 0,61 1,0 0,61 0,98 0,60 1,0 0,61
Organizational factors of seller (manufacturer) of cosmetics
UITY= X UITYjj 3,27 2,98 2,84
Jlnst csi3m ¢ penakuueit: post@vestnik-vsuet.ru 271
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B cnydae cermeHTHMpOBaHUS TMOTpeOHTENCH
MO aNTeYHBIM OPTaHHW3AIMSIM YICTBHBIA BEC KpUTe-
pHEB JCATSIILHOCTH OYJIET OJHUM M TEM KE JIIS BCeX
anTeK, TMOCKONbKY HE3aBHCHMO OT TOrO, B KaKyIO
anTeKy oOpaTUTCs TOTPEOUTENb, 3HAYMMOCTH (paKTopa
JUIL HeTO He m3MeHuTCs. Kpome Toro, aHaJorHyHO
OIIPE/ICIICHUIO YPOBHS 3HaYMMOCTH Wij OLleHUBAIU
YIOBJICTBOPEHHOCTh Yij OTACIBHBIMUA COCTABIISFOIIAMU
PpaboThl KOHKPETHOM aNTeK! PUMEHUTEIHHO K CIISITY-
oImM TpynmaMm  (GakTopoB: (aKTOphl KadecTBa
(apMareBTHYECKOW KOCMETHUKY, WHIHBUIYATbHbIC
KayecTBa  MPOBHU30PA-KOHCYJIbTaHTa,  (PaKTOpbI
MEKITMYHOCTHOTO OOIICHUS TIOTPEOUTENS C KOHCYITb-
TAHTOM; OpPraHW3AIMOHHBIC (haKTOPBl IPOJABIIA
(MIPOM3BOMTEIIST) KOCMETHKH (CM. PUCYHOK 1).

Jns  pacuera CTENeHH — YAOBICTBOPESHHOCTH
MOTPEOUTEIST Ka9eCTBOM OKA3aHFS YCIIYIH, COITyTCTBYIO-
IS IpoJiake (apMaIeBTUUECKON KOCMETHKH, UCTIONb-
30BJIM UHJIEKC IOTPEOUTENBCKOH YI0BJICTBOPSHHOCTH:

Uny; = W x V. 1)

OOI1y0 OIIEHKY CTENEHH YAOBIETBOPEHHO-
CTH HOTpe6I/ITeJIH Ka4yCCTBOM OKa3aHHd YCIYI' KOH-
KPETHOM anTeyHOHl OpraHu3alueid pacCUUTHIBAIU
MyTEM CYMMHPOBaHUS HHIEKCOB MOTPEOUTENbCKOM
YIOBJIETBOPEHHOCTH 110 BCEM IIapaMeTpam:

WITY = XMy, (2)

Pe3ynbraThl NPOBENCHHOTO HCCICAOBAHUS
MoKa3aliy, YTO HauOOJbIIAs yAOBIETBOPEHHOCTD
KayecTBOM OKa3aHHMs yCIYT'H UMEET MECTO B allTeKe
«1», a HaUMeHbIIas — B allTeKe «3».

JUtsl CpaBHHUTEIBHOM OLICHKH CTETICHH YIOBIIE-
TBOPEHHOCTH TIOTPEOUTENEH KAayeCTBOM OKa3aHUS
YCIIYT pa3IMIHBIMH alTeYHBIMU OPraHU3aIMsIMH ObLIa
BBesieHa mikaia oueHku MITY. Cpemu mccnemyembix
anTeYHbIX OpraHu3ali MOTpeOUTEIN B HAMOOJBIIICH

Mepe YIIOBICTBOPEHBI KAUYECTBOM palbOTHI anTeKu «1»,
CpEIHsISl CTEICHb YIOBJICTBOPSCHHOCTH HAOMIOAACTCs
B anTeKax «2» u «3».

11 ompenmeneHnsT  COCTABIIIOIICH —PaOOTHI
anTeku, TpeOyrollel HanOOMbIIEro BHUMAHUS TPH
KOPPEKTUPOBKE, BHIACIISIIA PU3HAKU C MUHUMAITLHBIM
3HaueHHeM Yi U MaKCHMMaJbHBIM 3HaueHueM Beca Wi
HHnexe HEOOXOIMMOCTH KOPPEKTUPOBAHUS OTICITHHBIX
KPUTEPUEB JCSTEILHOCTU aNTeKU Miopp PACCUUTHIBAITI

o popmyze:
I/Ilcoppi =VVI /Yl’ (3)

rae Wi — Bec (3HQUUMOCTB) i-TO 3eMeHTa paboThI
anTeKy Ui ToTpeduTenei; Vi — yAoBIeTBOPEHHOCTh
noTpeduTeneii i-M AeMeHTOM paboThI AIITEKH.

3uravenne Uop, OOTBIIIEE €NMHAIIBI CBUICTEIh-
CTBYET O HEOOXOAMMOCTH KOPPEKTHPOBAHUSI COOT-
BETCTBYIOILIETO dJieMeHTa paboThl anTeku. B mepyto
ouepe/ib KOPPEKTUPYIOTCSI Camble 3HaUMMbIe KPUTEPUH
nestenbHOCTH. B Tabmune 4 mpencrapieHbl 3HAUYSHHS
WHJEKCOB KOPPEKTUPOBAHUS ISl HCCIIEAYEMBIX aIlTekK.
W3 Tabn. 4 BUIHO, YTO BCEM amlTeKkaM B IEPBYIO
oyepenb HeOOXOANMO yIy4IlaTh Ka4eCTBO TOBAPHOTO
accoptuMmenTa. B anTekax «2» u «3», KpOMe 3TOro,
B TIEPBOOYEPEIAHOM KOPPEKTUPOBAHUU HYXKIAIOTCS
(hakTOpBI, CBSI3aHHBIC C UHANBUIYIBHBIMU Ka4ECTBAMU
MPOBU30pa-KOHCY/bTaHTa. B yacTHOCTH, 1A yimydIeH s
Ka4yecTBa OOCITY)KHBaHHS KIMEHTOB PEKOMEHIYETCsI
MPOBOJUTH IICUXOJIOTUMYECKHUE TPEHUHIH [UT COTPYOHH-
KOB aIlTeK, HalpPaBICHHbIC Ha KOPPEKLMIO OTHOILCHHUS
K pabore W pa3pabOTKy IUIaHA IOBEACHUS B KOH-
(IUKTHBIX CUTyanusx. TakyKe JIJjIs TOBBIIICHUS
KBaIM(UKaALUK TIepcOHaIa HEOOXOIUMO MPOBEIICHUE
TEOPETUUYECKHX KYPCOB ULl IPOBU30POB-KOHCYJIETAHTOB
T0 PATMYHBIM HANPARICHHSM, Y4acTHe B KOH(EPEHIHSX,
«KPYTIIBIX CTOJAX) H JIP.

Tabnuna 4

Omnpenenenne HEOOXOIUMOCTH KOPPEKTUPOBAHHUS OTACTBHBIX (PAKTOPOB MOTPEOUTENHCKOTO MTOBEICHHUS
Ha pBIHKE (hapMaleBTHIeCKOH KOCMETHUKH

Table 4

Determine if you need individual adjustment factors of consumer behavior in the market of pharmaceutical cosmetics

I/IH,ELGKC H606XOZ[I/IMOCTI/I KOPPEKTUPOBAHUA
®DakTOpHI NOTPEBUTENLCKOTO TIOBEEHHUS 3xaunmocts Wi Hiopp st anrex ceru «Butay
; s . Index of adjustment need for “Vita”
Factors of consumer behavior Significance Wj; nethork of pharmacies
1 2 3
CDaKTOpLI KadyeCTBa (1)apMaLI€BTI/I‘I€CKOI71 KOCMCTHKH 10 1.25 1.25 1.25
Quality factors of pharmaceutical cosmetics ' ' ' '
I/IHZ[I/IBI/II[yaJ'ILHI)Ie Ka4yeCTBa IPOBHU30pPA-KOHCYJIbTAHTa 0.96 0.96 12 148
Individual quality of consultant ’ ’ ' ’
CDaKTOpH MEXKINYHOCTHOI'O 06H16HI/ISI HOTp€6I/IT6J'I$[
C KOHCYJIbTAHTOM
; — 1 1
Factors of interpersonal communication between consumer 0,90 0.9 0 0
and advisor
TaHU3allMOHHBIC (PAKTOPHI IIPpOJaBlla KOCMCTUKU
Oprasmsan (haxTOpI npoKiaBIL . 0,61 0,61 0,62 0,61
Organizational factors of seller (manufacturer) of cosmetics
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ITocne  mpoBemeHHsT ~ KOPPEKTHUPYIOLIUX
MEPOIPUSITUIA U BHECEHHUSI U3MEHEHHU B COOTBETCTBY-
FOLME KPUTEPUM [EATEIBHOCTH anTeK MPOBOAUTCS
MOBTOPHBIN aHAJIN3 MOTPESOUTEIHCKOW YIOBICTBO-
PEHHOCTH M ONpEHeNsieTCsl pPe3yJbTaTUBHOCTh R
KOPPEKTUPYIOILUX MEPONPUSATUI KaK Pa3HOCTb
MEXAy HayalibHbIM 3HaueHneM 1I1Yo u 1ocTuraythiM
328 CYET MPEANPHUHATHIX  KOPPEKTUPYIOIIUX
Meponpusituid UITY, oTHECEeHHass K HayalbHOMY
3Hauenuto UIYo:

R =(UILY, - UI1Y, )/ U1V, (4)

Ecmu R > 0, To mpoBeaeHHBIE MEPOTIPUSATHS
[0 KOPPEKTHPOBAaHHUIO MOXXHO CUYHMTaTh PE3yJbTa-
TUBHBIMU.
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3akiIoueHne

BeisiBnena cuctema (hakTopoB MOTpeOHTEND-
CKOTO TOBEJICHHUS, YIeT KOTOPBIX OKa3bIBACT 3HAUYMMOE
BiIMsTHUE Ha 3P PEKTHBHOCTH 00cmykuBaHus. C Ienbo
m3ydeHrs (PaKTOpOB, OMPEIENSIONIMX TTOTPEOUTEBCKOE
TMOBEZICHUE Ha PhIHKE (hapMareBTHIECKON KOCMETHKH,
pazpaboTaHa METOIMKa aHAII3a TTOBEICHIS ITOTpeOrTe-
JIel Mo pe3ysbTaTaM HMX aHkeTHpoBaHusl. [Ipuvenenue
pa3pabOTaHHON METONWKH O0eCIeYrBaeT MOMHMO
TPOYETO BO3MOXKHOCTB OTPEIEIICHHUSI — C UCTIONBE30BAHUEM
saBucumocteii (1)—(3), — HeoOXOAUMOCTH KOPPEKTH-
POBaHHUSI OTHENBHBIX (AKTOPOB MOTPEOUTETHCKOTO
MOBE/ICHHSI Ha PhIHKE (papMareBTHYECKOH KOCMETHUKH
U KOJIMYECTBEHHO OLIEHWBAThH (C HCIIOIB30BAHUEM
3aBUCUMOCTU (4)) 3(PQEeKTHBHOCTL TPEANPUHSTHIX
KOPPEKTHPYIOIIUX MEPOIPHUSITHI.
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