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AuHOTauusi. MepyaHIaii3uHr, KaK OJHO U3 OTBETBICHUI MapKeTHHIa, Ha CETOHSIIHNN JICHb SBISIETCs OBICTPO pa3BuBaroLieiics cepoii. OTMedeHo,
YTO JaHHBIA TEPMHH MPUOIIKACTCS 10 KOJINYECTBY (POPMYIHPOBOK K MHOTOACIIEKTHOMY TEPMUHY «Ka4eCTBOY». ABTOPaMHU CTAaThH PACCMAaTPUBACTCS
MOHATHE «MEePYaHIAf3MHra» TOBapoB, yciyr. [IpuBeneHa obimas kiaccuuKamys MepYaHaai3iHra (IPOU3BOIUTENS U IPOJABLIA), 4 TAKXKE €r0 THIIBI
(xaTeropuitHblii ¥ Bu3yanbHbIi). K OCHOBHBIM TeXHHMKaM Mep4aHAAi3MHra MOTYT OBITh OTHECEHBI CICAYIOLINE THIIbI: MAaHUITYIHPOBAHHE TOTOKAMHU
[OCETHTENICH Mara3uHa; IO3ULHOHUPOBAHUE IOJIOK; PACIpPE/IeIeHHe OPaHUYEHHOTO MPOCTPAHCTBA MEX/Y KOHKYPHUPYIOLIMMHU HPEIOKCHHUAMHY;
HCHOJIb30BAHNE MATEPHAIIOB B MECTaX IPOAAX M YCTAHOBKA CHELMAIBHBIX AuciuieeB. OTMeYeHo, 4To noTpebdurens nony4daet 10 80—-86% nadopmarmn
MOCPE/ICTBOM Ba)KHEHIEH CEHCOPHOH MOJAIbHOCTH — 3peHHs. biarojaps MOHMMAaHMIO Ba)KHOCTH 3PDEHHS W YyBCTBA 3CTETHKH H BKyca (Kak
(unocockoit KaTeropun) B MepYaHAaH3MHTe TOSIBUIIACH 11eJ1asi OT/IeIbHAS 00J1aCTh — BU3yaslbHBII MepuaHaii3uHr. B ctatbe paccMoTpeHsl 25 BUIOB
POS-marepuanos (“Points of Sale Materials” — «Marepuaisl Uit TOProBeIX Todek»). K HHM OTHOCSTCS pekiaMHble BOOJIEpPBI, HIEN(TOKEPHI,
XapAIIOCTePbl, TEHOI-TCHABI, TOPXEHIepPhl, HKyMOM, MarHHTHBIC 3aKJIaJKH, HEKXCHIepbl, MEHOXOIZEpbl M apyrue. IIpuBefeHBI NPUMEpHI
HCHOJIBb30BAHMS OCHOBHBIX MPHHIIMIOB MEPYaHAAW3MHra Ha IPAKTHKE: OMP/EKenb — KaK aKTHBHAsI PeKiIaMa 3aBEIACHHUS U HAITHUTKOB; PACIIOIOKCHHUE
repeJ; BXOIOM B 3aBEICHHE OOIIECTBCHHOTrO NMUTAHMS INTEHACPOB (MM MHJUIAPCOB); MPOMOCTONKM B TOYKAX POSHHYHBIX MPOAAX NPH IPOBEACHUN
HOTPEOUTEIECKON OLEHKH HOBOW IMHIIEBOM IPOLYKLMH; MYJISDKH OJIFOJ MIIM IOIYJUSIPHBIX HPOJLYKTOB JUIsl NIPHBICYCHHUS K HUM IIOTPEOUTEIHCKOTO
BHUMAaHHS B MarasiHax, TOYKax OOLIENHTA U HAa BBICTABKAX; POCTOBBIC (Urypsl u aAp. POS-Marepuaibl JODKHBL ObITh HAIPABICHB! HA BBIIOIHCHHE
ISITH IIArOB MIJIM 3TAlloB MPOJAXH C TOYKH 3PCHMS BO3ACHCTBUS Ha IOKYIATeNs: NPUBJICYCHUE BHUMAHMS, NPOOYXKICHHE MHTEpeca, MOPOXKACHHE
JKEJIaHUs, YKPEIUICHHE JIOBEPHs M HarpasieHue JeicTBus.-OrMedeHo, 4to 3¢ (eKTHBHOE NPOIBIXEHHE TOBAPOB, pa0OT U yCIIYT BO3MOKHO TOJIBKO B
cilydyae, KOrJa K BHEIPEHHIO MPHHIHIIOB MEpUYaHIai3uHTa IOAXOIAT C TOYKH 3PCHHsS HPHHIMIIOB CHCTEMHOTO IIOAXO0[a, YTO BKJIOYAeT B ceOsl
METOJUYHYIO paboTy 110 00YYEHHUIO M MOArOTOBKE MEpUYaHIaii3epoB-IpodeCCHOHATIOB

KiioueBble €J10Ba: MepYaHAAW3HHT, MAPKETHHT, KIIACCH(HKALHS, TPOABINKCHHIE TOBAPOB, PEKJIAMHBIC MaTePHAIIbI, MAPKETHHIOBAs CTPATEI U,
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Abstract. Merchandising, as one of the branches of marketing, is currently a rapidly developing field. It is noted that this term is approaching in number of
formulations to the multi-valued term "quality". The authors of the article consider the concept of "merchandising” of goods. A general classification of
merchandising (manufacturer and seller) is given, as well as its types (category and visual). The main techniques of merchandising include the following
types: manipulating the flow of store visitors; positioning shelves; allocating limited space between competing offerings; using materials at the point of sale
and installing special displays. It is noted that the consumer receives up to 80...86% of information through the most important sensory modality - vision.
Due to the understanding of the importance of vision and sense of aesthetics and taste in merchandising has appeared a whole separate area - visual
merchandising. This article discusses 25 types of POS materials ("Points of Sale Materials"). These include advertising wobblers, shelf talkers, hardposters,
teabaggers, dorhangers, jumbies, magnetic bookmarks, nekhengers, menhoders and others. Examples are given of the use of basic merchandising principles
in practice: bierdeckel - as an active advertising of the institution and drinks; the location of posters (or billboards) in front of the entrance to the public
catering establishment; advertising stands in retail outlets for consumer appreciation of new foods; moulage dishes or popular products to attract consumer
attention in stores, catering establishments and exhibitions; life-size figures, etc. POS materials should be aimed at performing five steps or stages of sale in
terms of influencing the customer: attracting attention, arouse interest, creating desire, building confidence and direction of action. It is noted that the effective
promotion of goods, works and services is possible only when the implementation of merchandising principles are approached from the positions of a
systematic approach, which includes methodological work on teaching and training of specialists, merchandisers

Keywords: merchandising, marketing, classification, promotion of goods, promotional materials, marketing strategy.

B HAMTYYHIUX MATCPHUAJIBHBIX U IICUXOJIOT'MYCCKUX

Beenenne
YCIIOBUSIX.

B Haubosiee MMPOKOM CMBICIC M HPOCTOH MepuaHJali3UHT CTPEMHUTCS 3aMEHUTDH JIe-
TPaKTOBKE, MepanHaﬁSHHFOM Ha3bIBaACTCA PEKIIaM- MOHCTPALMIO TOBapa HUJIH YCIyIr'd AKTHUBHOUN npe-
Hasl JIeATeNIbHOCTh, KOTOPast IPOBOIUTCS] Mara3uHOM 3eHTaluel, oopamasich KO BCEMY, YTO OCTaeTcs
Juist yBenmuenust npofax [1]. CornacHo omnpeneste- JUISl IOBBILIEHUS] €r0 IMPUBJIEKATEIBHOCTH: IO3U-
HUIO, TaHHOMY DpaHIy3cKoil akanemMuen KoMMep- LMOHMPOBaHKE, (PaKUMOHUPOBAHKE, YHAKOBKA
geckux Hayk (bp. Académie frangaise des sciences ¥ IPE3CHTALMS], BBIKIIA/IKa, YCTAHOBKa,...». Ha ce-
commerciales), [2] «MepuaHgai3uHT — 3TO YacTh TOJHALIHUI JICHb HE CYLIECTBYET OJHO3HAYHOMH

TPaKTOBKHM IOHATHUS «MEpYaHAANU3UHI», U, MOXKHO
CKa3zaTh, YTO 10 KOJWYECTBY HACUUTHIBAEMBIX
OTIpENICIICHI JaHHBIA TEPMUH MPHUOIHKACTCS
K MHOT'OACIIEKTHOMY TEPMUHY «Kau€CTBOY.

MapKeTHUHIa, KOTOPasi 0XBATbIBAET KOMMEPYECKUE
METO/Ibl, MO3BOJISIFOUINE IPEICTABUTH TOBAP WJIU
yCIyry HOTEHLIUAIbHOMY KOHEUHOMY IIOKYIIATEIII0
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MarepuaJjibl 1 METObI

B crathe u3noxkena mHpOpMaNMs U3 HAyd-
HBIX HMCTOYHHUKOB, HAaHJEHHBIX B HAyKOMETpUYe-
ckux 0Oasax nansbix elLibrary, Web of Science,
Scopus, Google Scholar, Science Direct,
Arxiv.org, a takke B 0a3zax MHTEPHET-OMOIHOTEK
n3garensctB Taylor & Francis, Wiley. s pac-
CMOTpEeHHS TpPeOOBaHWH K MEPUEHNANW3WHTY OBLI
WCIIOJIB30BaH METOJ] aHaIi3a HOPMAaTHBHOM JOKY-
MEHTAIMH U HAyYHOU JTUTEePaTypPHI.

PesyabTaTel 1 00cyxnenne

MepuaHali3UHI MOHO YCIOBHO KJIACCHU-
(bHUIIpOBaTh Ha cexyromHe suosl [3]:

(1) mepuanoatizune npouzeooumens (npen-
CTaBJICHHE TOBapa Mo OpeH1aM Wi «KOPIIOPATHB-
HBIM OJIOKaM»; MPUMEHSIETCS ISl TOBAPOB Macco-
BOr0 — HUMIIyJbCHOTO — cmpoca, T.e. FMCG-
toBapoB; Fast Moving Consumer Goods)

(2) mepuanoaiizune npooasya (BBIKIAIKA
0 MOTPEOUTENLCKMM TPYIIIaM, BHYTPH KOTOPBIX
ToBap OyJeT MpeICTaBleH II0 IICHE, XapaKTepeH
JUTS T€X TOBApOB, MPH MOKYIKE KOTOPHIX HEOOXO-
JIMMO 00paIaThCs 3a KOHCYJIbTAIUEH K IPOIABILY).

Takke MOYKHO BBIIEIUTh CIEIYIOIINE TUIIbI
MepJanmaizunra [3]:

(1) xameeopuiinwiti mepuandavizune (Ipu
JAHHOM THIIE MEpYaH/Iai3MHTa 3aKIIFOYAr0T COTJIa-
[IEHHE TOPTOBOH CETH C MOCTABIIHKAMH, B KOTO-
POM TIPOMHCAHbI YETKHE TPEOOBAHUS K BBIKJIAJIKE
MOCTaBJIIEMOTO TOBapa; TAaKOW MepyaHJau3UuHT
OpEJICTaBIsIeT COo0OM TEeCHOe B3aMMOCHCTBHE
MEX/Ty TPOM3BOIUTEIEM TOBapa, ero AUCTPUObIO-
TOPOM U PO3HUYHBIMU TOPTOBBIMU TOYKAMH )

(2) susyanvubiii mepuanoatizune (T.e. TaKOH
THIT MEpYaHIai3|HTa, IPH KOTOPOM TpojiaBel] $ho-
KyCHPYeTCSI Ha aBTOMAaTHYECKOM IPUBJICUYCHUN
BHHMAaHUs OTPEOUTEIS K €AWHHIIE TOBApa 3a CUET
Pas3INYHBIX BU3YAIbHBIX JJIEMCHTOB).

OIHMMH M3 KIOYEBBIX JIOCTOMHCTB Mep-
YaH/Iaif31HTa SBJISIOTCS KaK CYIIECTBCHHOE yBEJIH-
YeHre 00beMa TMPOAaX B IMPOICHTHOM BBIpaXe-
HHUH, TaK ¥ OTHOCHUTEITbHAS JICIICBU3HA HEKOTOPHIX
METOJIOB; B OTAEJIbHBIX CIydYasX 3aTpar Ha Mep-
YaHJAW3MHT MOXKET He OBITH BOBCE, — BCE 3aBUCHT
OT TOJIX0/Ia TPOJABIA U MPOU3BOTUTEISI K BO-
npocam Mepuangansunra [4].

MepuaHIaii3uHT MOKHO Ha3BaTh CPEJICTBOM
obecrieueHus (PMHATBHOTO BO3ICHCTBHS HA MOKYyTIa-
TEJIs, )KU3HEHHO BOXKHOTO 3Tara st npoax [4]. s
Hambosiee MOJHOTO TMOHWMAaHUA 3((HEeKTUBHOCTH
paboThl PbIHKA M MOKa3aTelie Mep4aHIai3uHra,
HEOOXOMUMBI CBOJHBIC JAaHHBIC II0 MPOAAKAM
U JUCTpUOyIHH (pacrpeneneHus) ToBapoB. X0po-
UMK TIOKa3aTeJIIMA MEepUaHIaii3uHra U JUCTPHU-
OYIIMU CYMTAKOTCS T€, YTO KMHTYHTUBHO TTOHSTHEI
1 TIOCIIETOBATENBHO COYETAIOTCSI IPYT ¢ Apyrom» [1].
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CTOHUT OTMETHUTBH, YTO KKI0E MPEaIPUITHE
PO3HUYHONW TOPTOBIH IO-Pa3HOMY IOAXOIUT
K IIpOIlecCy MepuyaHAal3WHTa ¥ CaMOCTOSTEIHHO
BBIOMpAECT TE€ AJIEMEHTHI W METOJbI, KOTOPBIE OB
HaWJIy4IIUM O0pa3oM IOMOTJIH HPUBJIEYh HOBBIX
U yIepXKaTh CTapbIX KIMEHTOB, a TAKXKe TIOBBICHTD
3a cyerT 3Toro mnpojaxu. Hampumep, B MOIHOM
OusHece posb MepyYaHAAaW3UHIa MOXKET OBITh pa3-
HOU B 3aBUCHMOCTH OT MECTa €T0 OCYIIECTBICHUS —
B PO3HMYHOH TOYKE WM HAa TPOU3BOJACTBE. Tak,
MepYaHIal3HHT OJISK/IbI BKITIOYAET B ce0sT KOHIIEI-
Tyanu3aluio, pa3padoTKy, 3aKyIKY CHIPbsl, TIOMCK
MOCTABIIUKOB TPOJYKTa (TIPHHUMAETCS pPEIIeHUe,
TJIe ¥ KaKuM 00pa3oM OyJIET IPOM3BOAUTHCS TOBAP)
Y JIOCTAaBKY PO3HUYHBIM, ONTOBHIM MU COOCTBEH-
HbIM MaraszuHam [5]. BaxHO Takke OTMETHTb, YTO
B IIOCJICAHNAE TOABI MHOTHE KPYIHBIC pUTEHIIEpPHI
CTaJIM BBIITyCKATh OJIEXKTy TI0J] COOCTBEHHOH TOPTO-
BOI1 Mapkoii (private label apparel-products). Kpome
TOTO, NpPU BBHIOOpPE TOBAPOB MOTPEOUTETH MOTYT
HAaXOJWUThCS B PA3IMUHBIX  TCHXOJIOTHYECKUX
Y SMOIIMOHANBHBIX COCTOSIHUSIX, a TaKKe HMETh
pa3MYHbIE TOAXOIBI K BEIOOPY CaMHX TOBapoOB.
Hampuwmep, D. Law, C. Wong u J. Yip u3yunnu mo-
BEJICHUE KUTAMCKUX MOKyNaTelnbHULl U3 I'OHKOHTa
TIpY BBIOOpE KEHCKOTO HIDKHETo Oenba. OKa3aioch,
YTO HWCHBITYEMbIE TPHJCPKHUBAIHNCH JIBYX TOYEK
3peHUsI TIPH OIICHKE BH3YAIbHBIX 00pa30B BUTPHUH
MarasuHoB — yrtuiuraphayo (utilitarian point of
view; utilitarian aspect) u remonucruueckyro (he-
donic point of view; hedonic aspect). ITox yTtuim-
TapHBIM aCHEKTOM MOHMMANCH peaibHble TIOTPeO-
HOCTH HCHBITYeMBIX (HEOOXOJUMOCTh 3aMCHBI
W3HOLIEHHOTO M UCIIOPYEHHOTO OeJbsl, CE30HHBIC
KOJICOaHUS ¥ ITOBOJBI); O]l TEOHUCTUIECKUM ac-
MEKTOM TOHUMAJIM BOCHPHUSTHE KEHCKOro obpasa,
€ro WHTEPHPETAlUIO ¥ MPUHSATHE HCIBITYEMbIMU
NOTPEOUTENSIMU BU3YaIbHBIX JKCIO3HILHUH, B TOM
YHCiIe OH MOKa3blBall MOTPEOHOCTh MOKyHAaTeNb-
HUI[ BBITJISJICTh KEHCTBEHHO W, TaKMM 00pa3oM,
3aJaBajl OpUEHTUPBI JJIsl OLCHKH BU3yaJIbHBIX CTH-
MYJIOB B Mara3uHax Oeybs. YUYeHble IPHUIILIH K BbI-
BOJly, YTO OTJEJbHBIC DJIEMEHTHl BUTPUH (MaHe-
KEHBI, [IBETOBBIC PEIICHN, OCBEIICHNE, PEKBU3UT),
MOTYEPKUBAIOIINE DJIEMEHTHI JKEHCKOW CEeKCyalb-
HOCTH, OOBIYHO BBI3BIBAIN Y HCIIBITYEMBIX Hera-
TUBHYIO a(PpeKTHBHYIO (T.€. CBA3aHHYIO C IMOIIHU-
SIMH, HACTPOCHUEM W MEPE)KUBAHUIMH) PEaKIIHIO,
YTO BIOCJEJCTBUH BIHUSUIO HA UX KeJlaHHE COBEp-
HIUTh TIOKYTIKY [6].

OcHOBBl MepYaHAaW3WHTa W MapKeTHHTa
B IICJIOM Tak)Xe BECbMa Ba)KHBI, HAlpUMep, HpHU
pa3paboTke HOBOTO MEHIO B Ka(e WM pecTopaHe.
OTTOr0, HACKOJILKO TPAMOTHO Pa3paboTaHO MEHIO
(cTpykTypa, TepedeHp OO W HAIUTKOB)
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Y HACKOIIbKO OHO BHU3yaJlbHO IPHUBIIEKATEIHHO
Y yAOOHO, HampsIMyIO0 3aBUCHT MpPUBJIEKATENb-
HOCTh 3aBelCHHs Ul NOTpeduTenei, T.e. pecro-
paHHOE MEHIO BBICTYIAE€T B KQUECTBE OJHOTO U3
MapKETHHIOBBIX HHCTPYMEHTOB [7].

[TpumeuaTenbHbIM (aKTOM SIBISETCS XKeja-
HUE NPOM3BOAMTENICH CTUMYJIHUPOBATh MPOJAKU
NPOAYKIMHA COOCTBEHHBIX OpEHIOB KOMIIAaHHU
W CHU3UTH MPOJIaXKH KOHKYPEHTOB, B TO BPEMsI KaK
PO3HHYHBIE CETH 3a4acTyl0 3aHHTEPECOBaHBI
B YBEJIMYEHUH IIOCEIIAEMOCTH TOPIOBBIX TOUYEK,
CTUMYJIUPOBAHUH IPOJAXK 33 CUET MAKCUMAJILHOTO
WCIIOJIB30BaHMs MpocTpaHcTBa. Hanpumep, cye-
CTBYET pacueT Mpoax no Gopmyie «o0beM Ha Ky-
Oomueckuii MmeTp» — “volume per cubic metre”, mox
KOTOPOM IM0/Ipa3yMeBaeTcsl UCIOb30BAHUE «BO3-
OYLUIHOTO» IPOCTPAaHCTBA MarasuHa B KauecTBE
LHEHHOT0 aKTHBa. JTO NPUMEP CTHUMYJIUPOBAHUS
o01iero ToBapooOOpoTa Ha KBaAPATHBINA METP IIO-
IaJ; TaKKe PACCUUTHIBAIOT OOBEMBI TPOJAK
Ha OJJHOTO TOKymartess [4].

Cormacuo wmccienoBanmsim F. Buttle (1984),
npobieMe MepuaHJal3iHIa YAEISUIOCh MAJIO BHUMA-
HHS KaK OTHOMY M3 CPEIICTB MOBBIICHNUS YPdeKTHB-
HOCTH NPOJIaK, YTO YUEHBIH Ha3bIBaCT «OOJIBILON He-
CIIPaBEAIMBOCTBIO». Takke y4eHbIM O0TMEYAEeT, UTo
0 CBOEW SKOHOMHYECKOH 3(PEeKTUBHOCTH METOJIBI,
NpUMEHSEMbIe B MEpYaHIal3UHTe, COMOCTABHMBI
C IpYTUMH POJCTBEHHBIMH CPEACTBAMM HPOABIDKE-
HUS: peknamoi (advertising), TMYHBIMH POJAKAMH
(personal selling), crumynupoBanueM cOBITa U CBSI-
3aMH ¢ oOIIecTBeHHOCTRIO (Sales promotion and
public relations) [4].

CrienpanicTy 10 MepYaHAAH3uHTY HEe00X0-
JMIMO BJIJIETh YyBCTBOM 3CTETHUKH U IIOCTOSIHHO €T0
pa3BUBaTh, yUUThCA Ju3aiiHy. C 3TON LENbI0 TOKTOp
Hayk Fiore (2010) nepensnana «HacToIbHOE» ocoOue
T0 OCTETUKE JJIsl CTICHUATIACTA TI0 MEpPUYaHAA3UHTY
moxt 3arosioBkoM “‘Understanding Aesthetics for the
Merchandising and Design Professional”, B koropom
OCBETWJIA JIaHHBIE BOIPOCH! NOApOOHEHIMM 0Opa-
30M W OpHBesna OONBIIOE KOJNWUYECTBO SIPKUX U
HarJIsIHBIX npuMepoB [8].

Kak wu nro0asi HayuHas AMCIUILIMHA, MeEp-
YaHJaW3WHT KaK 4YacTh MAapKeTWHra ONUpaeTcs
Ha ONpEJIeNICHHbIC HAYKH, HalpHMep, Ha HAyKy
0 NOTpeOUTENHCKOM MoBeieHHH. COOTBETCTBEHHO,
MOYHO TOBOPUTH O HAJIMYMHU OIPEAETICHHON METO-
JOJOTMM TPOBEACHHUS MepyaHAai3uHra | o0
WHCTPYMEHTAaX, KOTOPBIE TIPH 3TOM MPUMEHSIOTCS.

K OCHOBHBIM TEXHMKaM MepYaHJaNH3MHra
MOYKHO OTHECTH ciexyrornue [4]:

MaHHMITYJTUPOBAHUE TTOTOKAMH MOCETUTEICH
Maraszuna (manipulation of store traffic flow);

MO3ULIMOHUPOBAHUE TIOJIOK — PACTIONOKEHHE
KaTeropuii ToBapoB u OpeHmoB Ha Hux (Shelf
positioning — location of product categories and
brands);
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paciipefeneHie OrpaHMYCHHOTO MPOCTPaH-
CTBa MEXIy KOHKYPHPYIOIINMH TMPEIOKESHAIMA
(allocation of limited shelf space between
competing claims);

UCIIOJIb30BaHHE MATEPUAIIOB B MECTaX MpO-
nax (use of pointof-sale material);

YCTaHOBKa CHeTMaTbHBIX
(mounting of special displays).

Takxke K YHUBEpPCATbHBIM TEXHHUKAM H DJIie-
MEHTaM MepUaHJIaif3uHTa JUIs JIIOOBIX BUIOB TOP-
TOBBIX TOYEK OTHOCSTCS: BATPUHBI Mara3una (store
fronts); uMeHHBIE TaOMMYKK / yKa3zaTenaw (name
signs); BBICTaBKa TOBApOB B Mara3wHE B BHUJIC
rpyAbl (KOP3UHBI), B KOTOPYIO CBaJICHBI OJTHOPO/I-
Hele ToBaps! (dump bins unm display bins); 3Hakn
OTKpPBITHsI/3aKpbITUS (Open/shut signs); HakieHKu
Ha okHa (window stickers); HakieWku Ha IBEpH
(door stickers); cronmku xaprouek (stack cards); nm-
croBku (leaflets); nennnkm (price tickets); Oymax-
HbIe TaKeThl (paper bags); TUTAHUPOBKA MarasuHa
(store layout); My3bIka (music); JEMOHCTpAIMU .-J1.
(demonstrations); cremtaxxasie Ta0o (shelf talkers);
BUTpHHHBIE KapTouku (display cards); momcraBku-
HEHHUKOZIep)KaTenu  (Crowners); OHPKH/3THKETKH
Ha ofiekae (swing tickets); HapyxHas ymakoBKa
(packaging outers); Mara3uHHBIE TEIEXKKH VIS IIPO-
nykToB (trundler panels); mepeaBHKHBIE 3JIE€MEHTHI
(mobiles); Opomrropsr (brochures); Oy TEUIOYHBIE ITH-
ketkn / BopotHHukH (bottle collars); cymku-mepe-
HOCKH (carrier bags); miakaTsl / moctepsl (posters);
ocgemnienue (lighting); Bo3mymabie mapsl (balloons);
cBobonoctosime BuTpuHbl (free standing display
units) u muorue apyrue [4].

[priMeHeHre TaHHBIX TEXHUK HArJISAHO OIH-
CaHO B cTaThe moj HazBaHueM ‘‘Merchandising” [4],
a TaKKe B Hell MPUBEICHBI NCYEPIIBIBAIOIIHE BBIBOJIBI
0 PEUMYLIECTBAM TPUMEHEHHUsI TaHHBIX METOIO0B
Y BCTIOMOTATENBHBIX  DJIEMEHTOB ~ MepyYaH/Iaii3uHra
B TOPrOBOH AEATEIBHOCTH.

CBsi3aHO 3TO B MEPBYIO O4Yepeab C TEM, UTO
notpeduTens noiydaet a0 80...86% unpopmarim
[IOCPEACTBOM BaXKHEUILIEH CEHCOPHON MOJAIbHOCTH
— 3peHus. briarojapst TOHUMaHWIO BAKHOCTH 3PEHUS
Y YyBCTBa 3CTETHUKHU U BKyca (KaK 3CTeTHYECKON Ka-
TEropuy) B MEpPUAH[AM3MHIE TOSIBIIACH LIeNasi OT-
JleTTbHast 00JIacTh — BHR3YAJIbHBIA MepUYaHai3HHT.
OCHOBHBIE TOJIOXKEHHS JAHHOW 00NAacTH PaccMOT-
peHsl B crepyrommx Tpynax: “Visual Merchandis-
ing” (Bhalla & Anuraag, 2010), “Visual Merchandis-
ing, Third edition: Windows and in-store displays for
retail” (Morgan, 2016), “Store Design and Visual
Merchandising: Creating Store Space That Encour-
ages Buying” (Ebster & Garaus, 2011) [9-11].

Richard W. Pollay (2007) B cBoeii craTbe
paccMOTpen Ba)XKHOCTh MepYaHIal3MHTa B PUTEHIE
Ha mpuMepe curaper. OTAETBHYI0 POJb OH OTBEI
POS-marepuanam wWiM, Kak UX €II€ COKPAINAIOT,

JIMCILIEEB
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“POSM” (“Points of Sale Materials” — «marepu-
aJbl IS TOPTOBBIX TOueK»). OH MPUBOIUT JaHHbBIE
0 ToM, uto POS-MaTepuasisl, T.e. HarasiHas pexiaMa
B Mara3uHe B HEIIOCPEICTBEHHOM OM30CTH OT TOBApa,
B YACTHOCTH CHTapeT, JODKHa ObITh HampaBlicHa
Ha BBITNIOJIHEHHE IISITH IIArOB WJIM 3TAOB MPOJAXU
C TOYKHM 3pEHHs BO3IEHCTBUS Ha MOKymarems: 1 —
npuBJeYeHHEe BHUMaHMs (attract attention); 2 — mpo-
Oy>kneHre uHTEpeca (arouse interest); 3 — MOpOKICHIE
skenanus (create desire); 4 — yKpeIUieHHE JTOBEpUS
(build confidence); 5 — manpasenue netictus (direct
action). Taxoxe R. Pollay 3amerunn, uro B qanaoM
ciyuyae nenu POS-marepuanoB MHOT0OOpasHBI:
OHM HaNpaBJICHbl Ha NPUBJICYCHHE BHHUMAHUS
W yJy4llleHHue UMUKa OpeH/ia ¢ OJHOH CTOPOHBHI,
U TIEpefaloT «IPUCYTCTBUE» OpeHaa AJs MOoTpe-
OuTenelt ms CO3AAHMS OIIYIIEHHS €ro MOIYJISIp-
HOCTH C Ipyroii cropoHs! [12].

K POS-matepuanam MoxHO otHecTH [13, 14]:

pekiIaMHbIe BOONEpH! (IBYX-, TPEXCOCTaB-
HbIl pEKJaMHBIM 3JIEMEHT, IpeIHa3HAYECHHBII
ULl BBIJICJICHUSI TOBAapa Ha MOJIKE);

[IEHHUKOBBIACIATETN (OOBIYHO TIPEICTaB-
JIeH B BUJE€ NPSMOYTOJBHHMKA C IPOPE3BI0 U CIIy-
JKUT [T BBIJCNICHHUS aKIMOHHBIX TOBapOB Ha MOJ-
Kax);

LEHHUKUA  (QJIEMEHT, MpenHa3sHaYeHHBIN
JUIS IPUBJICYECHUS BHUIMAHUSA K [IEHE TOBapa);

(mwend)cronmnepsl (MEPIEHAUKYISPHO pac-
roJjlaraéMble K CTOHKE peKJIaMHbIe 3JIEMEHTBI, 103~
BOJIAIOIIME 3aMETUTh MPE3EHTYEMYIO HPOAYKIIHIO
M3/1aneKa);

mendTokeps! (y3Kas JIeHTa IPIMOYTOIBHON
(opMBI, TTOMEIIaeMas B IJIACTUKOBBIA JEPKATEIh
Ha TOBapHOI1 MOJKe);

IUTaKaThl (CaMblii MPOCTOM CIOCO0 Mpe3eH-
TalMd ToBapa / JAEMOHCTpauuu WH(POPMAIH,
npeAcTaBIsAomMi co0ol et Oymarum pasiud-
HOro ¢opmara M U3 Pa3IUYHBIX MAaTEpPHAJOB,
Ha KOTOPOM TNPHBOAMTCS Jt00as BU3yajbHas HH-
(opmanus, Kacaromasics Mpoaax);

JIOTKH (HanpuMep, MPUKACCOBBIE CTOUKH-CTEN-
JIAXHU JUIS pa3MeNeHNs] MEJTKON MPOJTyKIIHH);

XapAnocTepsl (IPEACTaBISIOT OO0 ILIaKaThI
C «HOXKKOI», YIEP>KUBAIOLLEN C 3a1HEN CTOPOHBI KOH-
CTPYKIIMIO B BEPTUKAIBHOM TIOJIOXKEHHUH, W MOTYT
ObITh HACTOJILHBIMH HJTH HATIOJIBHBIMH);

TUCTIEHCEPHI (JTf00asi KOHCTPYKIMS FITH arl-
mapart, TIO3BOJISIIOIIME BBIIAaBaTh PEKIIAMHBIC
WJIM aKIIMOHHBIE MaTepHajIbl TOPIIOHHO);

MEHIOXOJIIepbl  (IIOMEIIaeMble Ha CTOJIax
B peCTOpaHax U Kade peKJIIaMHble MaTepHallbl,
B KOTOPBIX OOBIYHO Pa3MEINAIOT MEHIO, a TaKKe
AKIMOHHBIE MTPEIOKEHHS);

TeHOI-TeHTHl  (aHANOTM  MEHIOXOJIEpY
1o QyHKUMOHAIY, MaTepHajlaMu JJisl KOTOPBIX
CITy’KaT KapTOH WM Oymara);
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MarHuTHBIE  3aKiagkd  (pa3MmerniaemMbie
Ha OTIpeICTICHHBIX CTPaHMIAX, HallpuMmep, B OapHBIX
MEHI0O MarHHUTHI-3aKJIaJIKH, (DOKYCHPYIOIIUEe BHIUMA-
HUE TTOTPEOUTENISI Ha OTIPEICIICHHBIX TTO3HIINX );

Oomorrepel  (OyMaKHBIE  TECT-IIOJIOCKH
JUTSL O3HAKOMIIEHUS, HANpuMep, C mappiroMepHoit
KOMIO3HUIHEN);

JIOpXEHTrephbl (Ta0JIMYKU Ha JABEPHBIX PY4-
Kax);

HEKXCHrepbl  (peKiaMHble  MaTepUabl
Ha TOPJIBIIIKO OyTHIIKH, HAIIPUMED, KOJIbEPETKH);

poiut-ambl  OT aHrd. “‘roll-up” (HamombHBIE
packaThIBacMbIe BBEpPX IUIAKATHI C MOJICTABKO#);

MayKy WK X-0aHHephl (KOHCTPYKTHBHO 00-
JIErYeHHasl BEPCUS POJII-ATloB);

pocToBeie (pUTYpHI (HampuMep, KapTOHHBIC
(GUTYpBl 3HAMEHUTOCTEH C pEKIIAMHBEIMHU 3aBJICKA-
IOLTUMHY HAIHUCSIMU);

IOKyMOHU (yBETHMYEHHAS ¥ ITOJTHOCTHIO HICH-
TUYHAs KOMHS TOBapa, BBIMOJIHEHHAS U3 Pa3jiny-
HBIX MaTE€PHAJIOB);

MTSHACPHl WIH MALIAPCH (Hapy>KHAsT pe-
KJIaMHasi KOHCTPYKIIHS, OOBIYHO — JBYCTOPOHHSS
JTIOCKa-pacKIaIyIKa);

MPOMOCTOMKH (TIEpEABIIKHAS KOHCTPYKITUS
«CTOJI + MIUT» U3 OOJIErYeHHBIX MAaTEPUAIIOB);

(anpuI-maneTsl (MMUTHPOBAHHUE BBIKIIAJIOK
TOBapa Ha MaJIeThl — TPAHCIIOPTHEIE MOAIOHBI, XY-
JTIO’)KECTBEHHO O(OPMIICHHBIE C IIENbI0 TpUBJIEUe-
HUS BHUMAaHWS IOTpeOnuTeneii);

Ooupnekenu  (IOJCTaBKU
U YaIlKh);

OTAETHFHO MOXKHO BBIJICIUTH TOPTOBBIE aBTO-
martsl [14-20];

U TOMY TOAOOHBIC MaTEPHAIbI, YKa3aHHBIE
paHee, Korja peub [uia 00 YHUBEPCaIbHBIX TEXHU-
Kax Mep4YaHIai3nuHra.

[MomynsipHBIM peLICHUEM Il IPUBJICUCHUS
BHUMAaHU IOTpeOUTENeH SBISETCS PaCIIOI0KEHIES
Tiepe] BXOJIOM B 3aBe/IeHHE OOIIECTBEHHOTO MTUTaHMS
TaK HA3bIBACMBIX IITCHACPOB (WK MAILIAPCOB)
¢ nHpopmaImeii 0 MPOBOUMBIX aKIHX, AKTYATBHBIX
IICHaX Ha OJIFo/ia M HANWTKU. B MHBIX Cllydasx OHHU
MOTYT COJIpKaTh JIOMOIHHUTEIBHYO HH(POPMAIHIO
(cxeMy TIpoe3/ia v IpyTHE BUIBI HABUTAITMOHHBIX JTaH-
HBIX, KOHTAKTHBIC JaHHBIC 3aBESICHYIS U T.1I1.).

[IpoMocCTO#KH XOpOIIO 3apeKOMEHI0BAITU
ce0sl B TOUKaxX PO3HUYHBIX MPOJAXK MPH MPOBEIC-
HUU TOTPEOUTEIHCKOW OLIEHKA HOBOHM MHIICBON
MIPOIYKITAH, KOTA MPEATNPUATHIO HE0OXO0IUMO CO-
OpaTh OOJBIIOE KOJMYECTBO PEAbHBIX OT3HIBOB
notrpeduTeneld Ha 0Opas3ibl U3 OIBITHBIX MapTHA
MIPOYKIIUH C HEBIO MOCIEAYIONIEH KOPPEKTHPOBKH
CCHCOPHBIX TIOKa3aTeNell W MPHUHATUS PEIICHUS
0 BHECEHUH M3MEHEHUH B pPElenTypy.

[Inpoko UCTIONB3YIOTCS MYJISKU OJIFO HITH
MOITYJISIPHBIX MPOIYKTOB ISl IPUBJIEUEHUS K HAM

nmog  OOKaJbl
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MOTPEOUTETHCKOTO BHIMAHHS B Mara3uHax, TOYKax
obmienurta u Ha BhicTaBkax (World Food, TTHP,
IMPOJI3KCIIO, Interfood u ap.).

PoctoBple (puTYpHI aKTHBHO WCIONB3YIOTCS
JUISL TIPUBJICUYCHNS BHUMAHUS, HApUMeEp, K UHAUBU-
JTyaltbHbIM OpeHiaM 11e()-1oBapoB, KOHIUTEPOB U JIp.
Tak, MOXXKHO YBHAETH POCTOBYIO GUTYpy meda-
KoHzuTepa PeHata ArzamoBa psmoM C IpUHAUIEKA-
IMMH €My Toukamu npoaax «HapoaHsiit koHaUTEpY,
¢urypsr Koncrantuna ViBrieBa BBICTaBISIOT PSIIOM
€ TOYKAMHU MPOAaXK «MSICHUIIKOTO psiay.

bupnexenu — HeoTbeMJIEMBIM pPEKJIAMHBIN
3JIEMEHT MHOTHX pecTopaHoB M OapoB. MHorue
KOJUIEKITMOHEPHl ~ COOMPAIOT WX B 3aBEIICHUSIX
10 BCEMY MHDY.

Takum o6pa3zom, Bce IMEpeyUCIIEHHbIE WH-
CTPYMEHTBI, METOJIbl U PEKJIIAMHBIE MaTepHaJIbl
MO3BOJISIIOT MPUBJIEKAaTh BHUMaHHUeE MOTpeduTenei
U (WIK) KIMEHTOB, a B KPAaTKOCPOYHOW H JOJTO-
CPOYHOI NEPCIEKTUBAX — IMOy4aTh CYILIECTBEHHBIE
MPEUMYIIECTBA U PE3YNBTATHl MPHU MPOAAKE WU
MIPOU3BOJICTBE TOBAPOB.

post@uestnik-vsuet.ru
3akimo4enue

Hecmotpst Ha TO, 4TO Ha CETOHALIHUN JE€Hb
JI0 CHX TIOp OCTAIOTCS MPEIAPACCYKH OTHOCUTEIHEHO
HEOOXOMMOCTH 1 A(PPEKTUBHOCTH HCIOIB30BAHUS
CTpaTeru MepJyaH/Iai3uHTa, TEM HE MEHEe Bce 00ITb-
mee KOJWYECTBO MAara3wHOB, IPOU3BOIUTEICH
TOBapOB MAaCCOBOTO IOTPEOJICHUSI, TPEATPUITHIA
pecTopaHHOr0 OW3HECAa BHEIPSIOT METOOJIOTHIO
JIaHHOM o0yacTy. be3 BHeIpEeHNS IPUHITAIIOB MEp-
YaHJai3uHTa B IPAaKTUKY pabOThl TOPrOBOM TOUKU
MOTPEOUTENb IEPEOPUSHTUPYETCS HA T€ TOPTOBBIC
TOYKH, TJ€ JaHHbIE MPUHIMITEI OBLTH BHEIPEHBI.
Kak mokasbiBaeT 001eMrupoBas pakTHKa, TPAMOTHO
MPUMEHSEMBIEC 3JIEMEHThI CTPATEeTuH CIOCOOCTBYIOT
TIPUBJICYCHHUIO HOBBIX KIMEHTOB. D(h(HeKTHBHOE TIPO-
NIBIDKEHUE TOBApoOB, PabOT M yCIyr BO3MOXKHO
TOJILKO B CJIy4ae, KOT/Jla K BHEAPEHUIO MTPUHIIUIIOB
MepuaHJali3uHTa MOAXOAAT CUCTEMHO, T.e. C UC-
MTOJIb30BAaHUEM TIPUHIIAIIOB CUCTEMHOTO TIOX0/1a,
YTO BKIIOYAeT B Ce0S METOAMYHYIO paboTy
1Mo OOYYEeHUI0 U MOATOTOBKE MepuYaHaai3epoB-
npodeccrHoHaioB.
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