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AHHOTALUA

CraThs IOCBSIIEHA TIPOOIEME MEPCOHATN3AIMY B MAPKETUHTOBBIX PEIICHUSX COBPEMEHHBIX
KOMIIaHUM W MecTa 4ar-00TOB HX ONTUMHU3AaLMU. ABTOPOM 0003Ha4eHAa AaKTyaJbHOCTb H
3HAYUMOCTh TEMBI HCCIIEJOBaHUsA. Pa3paboTaH KOHIIENT MEPCOHATU3AINN B MapKETHHTOBBIX
pEIIeHHs] COBPEMEHHBIX KOMITAaHWEH, B YaCTHOCTH, B pa3pese customer journey map. M3ydena
POJIb OMHHUKAHAJIBHOTO TI0JIX0/Ia B COBEPIICHCTBOBAHNHN YIIPABJICHUS KOMMYHHKAITECH KITUEHTA
c OpeH/J0B, B YaCTHOCTH, MOCPEACTBOM 4YaT-00ToB. MccinenoBaHbl OCOOEHHOCTH peann3aliuu
OMHHMKAHAJILHOTO OIbITa PAbOTHI ¢ YeT-00TaMU B IIEJIIX ONMTHMH3AIMH KIMEHTCKOTO customer
journey. YereHO BHUMaHUE HOBOMY THITY MapKeTHHTa account based marketing (ABM).
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BBenenune

Ha coBpeMeHHOM 3Tare CO3ar0TCsi MaTepUalIbHbIE TIPEANOCHUIKH JUIS MPEIOCTABICHUS KIHCHTY
YHHUKaJIBHOTO MPOJAYKTa, CO3JaHHOIO0 HWMEHHO Uil Hero, T.K. C YBEJIMYCHHEM KOJHYECTBA
npeiaraéMbIX Ui MPOJAAXKH TOBApOB (paboT, yCIyr) pa3Mep OTACIBHOIO PHIHOYHOTO CErMEHTa
CTAaHOBUTCS Bce 0ojee y3KUM, a ILIeJIeBble PbIHKM — MEHEEe €MKUMHU. B 3Toil CcBsA3M, BaKHEWIIUM
MIPUOPUTETOM COBPEMEHHBIX KOMIAHMHA CTAHOBHUTCS OTHOIICHHE K Ka)JOMY MOTCHIHATIHLHOMY HIIH
pearbHOMY KJIMEHTY KaK K YHHKaJIbHOMY MOKymatento. [lotpeduTenu MoryT TpeboBaTh ydera CBOUX
MIEPCOHAIBHBIX MPEAMOYTEHHI U B 3TOM CUTYAI[MK CTAJIO0 PealbHbIM HE TOJIBKO IMPOU3BECTH M BBIBECTH
Ha PBIHOK CTaHIAPTH3WPOBAHHBIM KauyeCTBEHHBIH TOBap (paboTy, yCIyry), HO M YIAOBJIETBOPSTH
WHIUBUIy aTbHBIC 3aIPOCHI TOTpeduTeneil. [Ipr 3ToM, ¢ y4eTOM MOCTOSITHHO pacTyIleld KOHKYPCHIIUH,
9TO HEOOXOMMO JIeIaTh JIyUIlle KOHKYPEHTOB.

[lepBoii peakimueil co CTOPOHBI YAaCTHOTO CEKTOpa Ha JydYlllee COOTBETCTBHE MOTPEOHOCTIM
MOKyTaTeIe CTajl0 CETMEHTUPOBAHUE PHIHKOB U MO3UIIMOHUPOBAHUE TOBAPOB (paboT, yCiIyTr) Uis
OTAENBHBIX Tpymm moTpeduteneii. K Hayamy HOBOro ThICsSUeneTds WHGOPMAIIMOHHAS PEBOJIIOIHS
NpeIoKKUIa HOBYIO aJbTEPHATHBY: CETMEHTAIIMIO 3aMEHMJIA TOTAJbHAs KAaCTOMM3AIlHsl, OCHOBHOMN
3aj1a4ell KOTOPOii SIBJIETCS «HACTPOMKay» aCCOPTUMEHTA O] OTACTbHOro KiineHTa. Kak otmedaer AT
A30€B, C 3TOr0 MOMEHTA Hayajlach «HHTETpAlMs MPOTHBOPEYAIIUX APYr APYry KOMIIOHEHTOB H
XapaKTEepUCTUK OW3HEca — MPOM3BOAUTEIBHOCTH M CKOPOCTH MAacCOBOI'O IMPOHM3BOJICTBA, C OJHOU
CTOPOHBI, ¥ IPUCTATHHOTO BHUMAaHHS K KOHKPETHOMY KJIMEHTY, €r0 OCOOCHHOCTSM — C IPYTOi».

C HavajoM 3MOXM SKOHOMHUKHU 3HAHHWH, KOMIIAHWW W OPTaHU3aIlMHM OKa3ajhcCh B KaYECTBEHHO
HOBBIX YCIIOBHMsX (yHKInoHHpoBaHus, rae digital-rexaomoruu, GopmMyaupyst COBEPIIEHHO HHBIC
TpeOOBaHUs K YMPABICHUIO OU3HEC-TPOIECCAaMU, CTAJId BO3BOJIUTHCSA B CTAaTyC aOCOJIIOTA: CETOIHS C
WX TIOMOIIBIO OCYIIECTBISICTCS W MPOW3BOJCTBO, W TUCTPHOYIHS W KOMMYHHKamus. be3ycioBHO,
digital-rpanchopmarvist  oTpaswiack W Ha IOTpeOMTENE; €ro customer journey MPaKTHUECKU
MIOJTHOCTBIO TEPEIIeIT B PEKUM OHJIAIH, U3 YETO CIEAYET, YTO Y KOMITAaHUH ITOSBUIIACH HOBAsI, CIIOJKHAS
3aJ1aua — MPeJJOCTAaBUTh UHINBUAYIbHBIA KAUeCTBCHHBIN KJIMEHTCKUH CEPBUC B YCIOBUSX IIUPPOBOTO
npoctpaHcTBa. Ha JOCTHKEHHE JaHHOW e CEeroJHs HAaINpaBleH NepCoHUPUUUPOBAHHDBII
MapKemuHe.

Llenvto Oannoul cmamovu SBISETCS NETanu3alus 3a1a4 U (QyHKIUA TepCOHUPHUIIMPOBAHHOTO
U(PPOBOTO MApPKETHHIAa B KOHTEKCTE BHIPAOOTKM MapKETHHIOBBIX PEIICHWH, HAINPaBJICHHBIX Ha
ONITUMU3AIIMIO KIIMEHTCKOTO customer journey.

KoHuenT nepcoHau3aniuu B MAPKeTHHTOBBIX PellIeHHSIX COBPEeMEHHbBIX
KOMIIAHMIi: customer journey map

TeopeTnko-MeTo10I0rHYeCKUi MOIX0/ K OLeHKe 2(Pp(HEeKTHBHOCTH MapKETUHIOBOM IS TETbHOCTH
CTPOUTHCS BOKPYT M3MEpPEHHs ToKa3aTeel 3(p(HeKTHBHOCTH B3aMMOICHCTBUS OpeHIa U KINEHTa, T.K.
MapKeTUHI BCE 4Yalle paccMaTpuBaeTcs B KOHTEKCTE KOMMYHMKanuMu. B Takom pakypce
3pPEKTUBHOCTh MApKETUHTOBBIX KOMMYHUKAIlMi M MapKeTUHIa B3aUMOJCWUCTBUS CTAHOBATCS
(akTHUECKH HEOTAETUMBIMH APYT OT Apyra KaTeropusmu. Micxoas u3 3Toro, Teopus U METOI0JIOT Ul
oLeHKU 3((HEeKTHBHOCTH MapKEeTHHIOBBIX KOMMYHMKALUH SIBIIET cOOOM OLEHKY 3((HEeKTUBHOCTH
B3aMMO/IEHCTBHS YUaCTHUKOB MapKETHHI OBOM 3KOCHCTEMBI.

Bce GombInii akIieHT Ha OLIEHKE COLMaTbHON 3((EeKTUBHOCTH (DYHKIIMOHUPOBAHUS IPEATIPUATUI
MPEIONPENESTTUIIO PAa3BUTHE METOAOJIOTUU IEHHOCTHO-OPUEHTHPOBAHHOTO 1MojAX0Ja. B ero pamkax
apdexkruBHOCTE 1HdpoOBOro B3ammonelcTBHs QGopmatoB b2b w b2C mnpemmaraer oueHKy
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3pPEKTUBHOCTH KOMMYHHKAIIMM TOCPEACTBOM HACHTH(PHUKALNU LEHHOCTEH, KOTOpBIE IMOJIyYaroT
KITMEHTBI OT B3amMOJCHCTBHsI ¢ OpeHgoM. CremnoBaTellbHO, HE MPHOBLIL U 00bEM MpoJaxK, a Ooee
o0Iiee MOHATHE IEHHOCTEH CleQyeT paccMaTpuBaTh KakK KIHOYEBOH COLMAIbHO-3KOHOMHUYECKUI
3¢ deKT OT B3aUMOICHCTBUS.

C mosumun E. Bbem-BaBepka, morpeOuTenbckass HEHHOCTh — 3TO «TO 3HAYCHHE, KOTOPOE
npuoOpeTaeT Bemlb Ui OJIATOCOCTOSHUST KOHKPETHOTO JIMIIA B TOM Cily4ae, KOrJa 3TO JIUIO
yHOTpeOIsieT ee HEMOCPEICTBEHHO IS YIOBJICTBOPCHHUS CBOMX HYXI» [6]. B memsix BBISBICHUS
CTENIEHU «3HAUYMMOCTH» KOHKPETHOI'O IMPOJYKTa WJIM YCIYIM s KOHKPETHOro KJIMEHTa, W,
COOTBETCTBEHHO, JAJIbHEHINIEH OIEHKH COLMATbHO-SKOHOMUYECKOTo 3¢ (dekra OT B3auMOJCHCTBUS,
KOMIIAaHUU JOJDKHBI 3HAaTh U MOHUMATh MOTPEOUTEIbCKUE MPENNOUYTEHUSI MOTPEeOUTENs, 3HATh €ro
MOPTPET U YETKO IMPEJCTaBIATh ce0e ero CTaHJapTHBIA MyTh — OT NMPOCMOTpa MPOIYKIUHU (TOBapa,
YCIIyTH) JI0 OIJIaThl IOCJIe NOyueHus ee KypbepoM. Ha ocHOBe 3THX 3HaHUN OpeH]] MOKET yCIIEIIHO
MIEPCOHANN3UPOBATh CBOM MapKETUHIOBbIE pelieHus. B nensx 3¢dekTuBHOro ynpaBieHus: JaHHBIM
MIPOLIECCOM COBPEMEHHBIE KOMITAHUM OCYIIECTBISIOT NPAKTHKY OpraHU3alMd TaK Ha3bIBAEMOIO
nepcoHUPUYUPOBAHHO20 MAPKEMUH2A.

[lepconnuumpoBaHHbIl MapKeTHHI TNpPEACTaBIsET COO0N OusHec-cmpamezuro, MOCPEACTBOM
KOTOpPOM KOMIIaHUM pa3padaThiBalOT MEPCOHATIbHBIA KOHTEHT Ul CBOMX KJIMEHTOB. IHBIMU crioBamMu
— 3TO BHUJ JAEATENbHOCTU NPEINPUSTHUS IO ONTUMHU3ALMKM KOMMYHHMKAIMM OpeH/Ia W KIHEeHTa,
OCHOBAHHBIH Ha MOCTPOEHUU OOIIEHHS 1 IPOJAK C yUeTOM HHTEPECOB, NOTPEOHOCTEM, LieJIel KIHeHTa.
[lo MHeHnro 3kcneproB Kommanuu Manzana  Group, OCHOBHBIMM  IIPEUMYIECTBAMHU
NepCOHU(PUIIMPOBAHHOIO MAPKETHHIA SBJISIOTCS:

1. TloBblieHne kadecTBa OOCTYKMBaHUS KIMEHTOB. [loTpeOuTenu oxoTHee NPeaOCTaBISIIOT
JUYHYI0 HH(pOpMALMIO OpeHiaM, KOTOPBIM OHH JIOBEPSIIOT, OJIHAKO JIMIIb B CIIydae, eClu
KOMIIaHUS MPENOCTaBWJIA UM YTO-TO B3aMeH. KIIMEHTBI TOTOBBI 3alONHATH AHKETHI U
GopMBl, 3arpykarb CKaHbl JOKYMEHTOB, Yy4acTBOBaTb B ONpOcax, a B OTBET OHHU
paccUMTHIBAIOT Ha 3aIIUTYy KOHQUAECHIMAIbHOM HH(OpManmuM, a Takke OXHUIAIT
MIEPCOHAIIM3UPOBAHHOIO ITOAX01a IIPU IOBTOPHOM KOMMYHHKALUH.

2. IloBbimenue npoxona. IlomoOpaB MHAMBHAYalbHBIM NOAXOX A KaXJIOro KIIMEHTa,
KOMIIAaHUU MOTYT IOBBICUTh pEHTa0eIbHOCTh MHBeCTULIMI. C ONTUMaNbHOM TEXHOJOrHeH
aBTOMAaTH3alU¥ MAPKETOJIOTH MOT'YT ONPEAEIUTh ONITUMAJIbHBINA KaHal B3aUMOACUCTBHUS C
KaX/IbIM IOTpeOuTeNeM, AeaTh LeIeBble NPeAIOKEHHsI, CHU3UTh PacXo/bl Ha peKjamy,
YTO, COOTBETCTBEHHO, II03BOJISIET MOBBICUTh YPOBEHb JJOXOJIOB OpeHa.

3. TloBsimenue nosmbHOCTH K Openay. Korzpa morpeGurenu npeaocTaBiisiOT CBOIO JIMUHYIO
UH(OPMAIINIO, OHU OKHUIAIOT, YTO K HUM OYJTyT OTHOCUTBHCS KaK K YHUKAJIbHBIM JINYHOCTSM
C COOCTBEHHBIMHU HpeAnouTeHusIMU. KoMmaHuu, KOTOpbIe TpaTsAT BpeMsl U pecypchl Ha
pean3alyio yCIEIHbIX IEPCOHAIN3UPOBAHHBIX CTPATETU, BBIUTPHIBAIOT KOHKYPEHTHY O
060pb0y, NOIY4arOT JIOAJIBHOCTH MOTpeOuTeneil Kk OpeHOy M MOBBILIAIOT YpPOBEHb
YIOBJIETBOPEHHOCTHU KIIMEHTOB.

OnTtuMu3anuu  BbIPAaOOTKH  MEPCOHM(DULIMPOBAHHBIX MAapKETUHIOBBIX PELICHUH, MHOTHE
3apyOe’kHble, M HEKOTOpble POCCHICKHME OpraHu3aluy anpoOHpYyIOT MPaKTHKY CO3JaHUS Tak
Ha3bIBaEMOM CUStOMer journey map, T.e. MOJENH, BH3YaIH3HUPYIOLICH HCTOPHUIO B3aUMOJCHCTBHS
MOTPEOUTENS ¢ MPOAYKTOM (ITPOCMOTP TOBapa U T.11.), CEPBUCOM ((UIBTpAIUS U T.11.), KOMITAHUEH WITH
OpeHJIoOM 4epe3 pa3Hble KaHajlbl B ONpEAETICHHbIM mnepuos BpeMeHH. Jlu3allH MyTH KIHMEHTa
NpeacTaBiIsieT co0oi rpad, Ha KOTOPOM OTMEUEHBI TOYKH CONPUKOCHOBEHHMS C HA3BAHHBIMHU
KaTeropusiMM M OMNMCaHbl JCWCTBUS KIMEHTA, €ro BIEYATICHHUS W BO3MOXHBIE IPOOJIEMBI.
[Ipennonaraercs, 4To 1aHHAst MOJENb ObliIa BEIpaOOTaHa B paMKaX KOHIEMIUU O «MOMEHTaX UCTHUHbBD)
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UCHOJIHUTENBbHBIM aupekTopoM SAS. ITo muenuto S. Kapn3ona, KOTOpbIii cMOT BCero 3a o He TOJIBKO
BBIBECTH U3 TiyOokoro kpusuca Scandinavian Airlines, HO W clenaTh €€ OJHOW W3 JIyYIIHX
ABUAKOMIIAHUN B MHUPE, «HA 3TO [KOHMAKM ¢ KIUEHMOM| Y COTPYTHUKOB KOMIIAHUU €CTh BCEero 15
CeKyHJl. IMEHHO CTOJIbKO B CpEJHEM JJIUTCS OOLIEHHE KIMEHTa U CclieluanucTa KoMrnanuu. MIMenHo
9T 15 cexyHp pemaroT BcE — OyIeT KIMEHT I0BOJICH WM YIAET B IpYTylo KoMIlanuio. Beas B utore
TO, HACKOJIBKO CHJIBHO KOMIIAHHS CMOXKET «IIPHBS3aTh» K ce0e KIMEeHTa, 3aBHCUT HE TOJBKO OT
IFeHUAJIbHBIX MJIEH TOI-MEHEKEPOB, HO U OT TOr0, HACKOJBKO XOPOILIO OOCIIYKUT KIMEHTA KaX bl
KOHKPETHBIN COTPYIHUKY.

OcHOBHOI (hyHKIIMOHATIFHOE Ha3HAYSHHE Customer journey map COCTOHT B CIIEAYIOIIEM:

1. CJM mnoka3bIBaeT, KaKk Ha CaMOM JiejIe KJIMCHT B3aUMOJICHCTBYET C IPOJAYKTOM (TOBapom,
yciyroi). lHpIMu ciioBamMu, peub UET O PYHKINU IeTalnu3alii B3aUMOICHCTBUS KIIMEHTA
U KOMIaHUM. BBISBICHHBIE ONpenNeNsiomMe MOPTPET MNOTpeduTens (aKTopbl MOTYT
MOBJIMATH Ha pelleHue nociaeanero. Tak, Hapumep, eIeBO CErMEHT KOMIAHUU MOXKET
3ByuaTh Kak «He]TsHble KOpmopamnumu», OJHAKO, MEPCOHOM MOXKET ObITh «Tpeiaep o
HEe(TAHBIM aKTHBAaM, MHTEPECYIOLIUICS TEM-TO, BEAyIIMHA TakoW-To o0Opa3 >KU3HH,
MOCEIIAOLIUI TaKUE-TO MEPONPUATHUS U T.J1.».

2. CJM mnoMoraer yBUAETh CHJIbHBIE M ClIadble MeCTa MAapKETHHTOBOW CTpaTeTHH
npennpusaTus. Tam, Te KIMEHT JErko MepexXOoJUT OT OJHOIO0 miara K JpyroMmy u
UCIIBITHIBAET MOJOKHUTEIbHBIE SMOLIMY, MAPKETUHT ONTHUMaJIeH. JJaHHbIe TPAKTHUKU CTOUT
aHaAJIM3UPOBATh U COBEPIIEHCTBOBATH B TOM CBSI3U, YTO B OpPraHMU3AIMSIX Pa3InYHbIX chep u
MacIITaboB JIeATENbHOCTH Pa3HbI 00bEM «KJIMEHTCKUX» OM3HEC-TPOLIECCOB, IS KaXKI0TO
W3 KOTOPBIX HEOOXOAMMO pa3padaThiBaTh COOCTBEHHYIO «KapTy TIyTH KIHEHTa».
Hamnpumep, kommanuu 6omb10it uetBepku (Bigd - KPMG, EY, PwC, Deloitte) mpeanarator
CBOMM KJIMEHTaM IIHUPOKH criekTp ycuyr. [Ipu 3ToM customer journey B yciayrax ayiura u
customer journey B KOHCaJITHHI€ CYIIECTBEHHO OTIMYAIOTCSA: pa3InYHbIE eNapTaMeHThI Ha
CTOpPOHE KOMMAaHUMU-KIMEHTA, Pa3jINYHbI YPOBEHb UX BOBJICUYEHHOCTH, PA3JIMYHBIE THIIbI
3a/1a4, pa3IM4HbIC PE3YJIbTATHI IPOCKTOB.

BeleckazanHo€ 103BOJISIET TOBOPUTH O TOM, YTO OCHOBHOM LI€JIbIO IOCTPOEHHUSI KapThl customer
journey sIBJIsIeTCS CTPYKTYpUPOBAaHUE MMOBEACHUS KIIMEHTOB U orpejeneHre Hanobonee 3(pPpeKkTUBHBIX
METOJIOB WX BOBJICUCHHUSI BO B3aUMOJCHCTBHE C OpPEHIOM UM KOMITAHUEH. Y KaXKI0To KIHeHTa OyaeT
CBOM YHUKQJIbHBIA MyTh, OJHAKO C mnomombio CIM MOXHO ONpeAennTh TUIHUYHOE IOBEACHHE,
MIPOAHAIU3UPOBATH, YTO IPOUCXOJNUT B TOUKAX KOHTAKTA, U IOHATh, KaK yJIy4IIUTh B3aUMOJCHCTBUE B
3THX Toukax. CienoBaTelbHO, Customer journey map noMoraeT 3QQeKTUBHO YIPABISATh KIUEHTCKUM
OTIBITOM M JIy4llle KOMIaHus OyJeT MOHUMAaTh CBOMX KIMEHTOB, 3HATh crielu(uKy customer journey
Ka)KJI0ro MoTpeduTes, TeM Ooubiie d3PPeKTUBHBIME OyIyT pelieHus, IPUHIMAaeMbIe, B TOM YHCIIE, B
pamMKax nepcoHUu(PpUIMPOBAHHOTO MAPKETHHTA.

Hcnosib30BaHNe OMHMKAHAJIBHOTO ONBITA PA0OTHI ¢ YeT-00TAMHU B 1eJIfIX
ONTHMH3AIUN KJIHEHTCKOro customer journey

be3 ucnonb3oBaHMs KOMIUIEKCHOTO PELIEHUS B LENSIX YNPABICHHWS BCEMH KOMMYHHKALMSIMH
JIOCTaTOYHO CJIOKHO PpEaJn30BaTh CTPATETHUIO NEPCOHAIM3ALMM B LEJIOM. B coBpeMeHHOM Mupe
yCIIEIIHbIN Ou3Hec 10/KeH 3(GEeKTUBHO COOMPATh TaHHBIE O KIIMEHTaX, YMETh UX aHAIU3HPOBATH, U,
YTO caMO€ Ba)XHOE — ONTHMAJbHO M PE3YJbTATHUBHO NPHUMEHATh MX JUIS MPOJABIKEHHUS OpeHna.
JIoCTH)KEHUIO JTaHHOM IeT criocoOcTByeT npuMeHeHne Takux digital-rexHomoruii, kak MammHHOE
o0y4yeHHe, MCKYCCTBEHHBIH HHTEIEKT M 4aT-00T. Eciam 1006aBUTH crojla MOCTOSHHO pacTyllee

Andrei V. Kozoriz
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KOJINYECTBO LU(POBBIX KAaHAJIOB KOMMYHHKAIIMHU C MOTPEOUTENSAIMHU, Y KOTOPBIX, B CBOIO OYepelb,
aKTHUBHO PAacCTyT 3alpOChl, a TAKKE CTPATETMYECKYI0 BaXHOCTh JAHHOI'O HAIPABICHHS, CTAHOBUTCS
OYEBHUIHBIM TOT (PAKT, YTO MOCTPOCHNE KAUECTBEHHOT'O KIIMEHTCKOT0 CEPBHCA B SMOXY M (PPOBHU3ALIUU
— OTHIO/Ib HE MPOCTast 3a/1a4a.

OmHuM H3 aKTyalbHBIX TNPUMEPOB BIMSHUS MEPCOHATM3AIMHA M AKTUBHOT'O BOBJICUCHHS
ayJUTOPUU Ha COIHAIBHO-DKOHOMHYECKYIO AS(P(HEKTHBHOCTh JAEATEIHHOCTH KOMITAHUH SIBIISCTCS
BCEMHPHO wu3BecTHbIA Starbucks. 3a mocnemnue rojpl Kopropamusi MOCTpoHia IUIATPOPMY MO
WHIUBUly ATM3UPOBAHHOMY BOBJICUCHHIO ayTUTOPUH 4epe3 Bce aoctymnHbie digital-kanamsl. Omnako,
peanu3ysi OMHUKaHAIBHBIH OIBIT B3aMMOICHCTBHUS CO CBOMMH KineHTamu, Starbucks ucmonssyer He
TOJIBKO OHJIalH, HO U 0()IaiiH KaHaJIbl KOMMYHHMKAUK. Tak, nepeiis Ha MHAUBUAYaIbHbINA TPEHUHT B
2016 r., KOr/Ia KaXIbli KIIMEHT CTaJ IMOIy4aTh MOTHOCTHIO TIEPCOHANN3UPOBAHHBIE MTPEUIOKEHUS Ha
OCHOBE paHee COBEPUICHHBIX UM NOKYIOK. B pe3ynbraTte, 3a MepByr0 HEENI0 KOPIOpaIus MoTydriia
280 ThIC. HOBBIX IIOJIL30BATENEN CO CBOIO O(haitH mporpammy JosuibHOCTH. B 2017 r., nepconanuzupys
MIPOTpamMMy JIOSUTBHOCTHU B TENISIX MOTHBAIIMU KIIMEHTOB K IPEIOTUIATE MOKYTIOK ¢ MOOUIIBHOTO CUETa,
Starbucks 3a ron yBeniumi KOJIM4ecTBO TPaH3aKIIMK B 1Ba pa3a. IHTepecHO 3aMeTUTh, YTO IO JAHHBIM
RBC Capital Markets, Tonbko 3aseiicTBoBaHue OHIAWH U O()IaiiH KaHAJIOB KOMMYHHUKAIIMHU SBIISCTCS
WCTUHHBIM OMHHMKAHAJIBHBIM ONBITOM. Tak, 3KCHepThl BBIABUIIM, 4TO, Hanpumep, Amazon k 2020 r.
noyyut 10 Mupa. A0OMI. J0Xoza OT AJIEKTPOHHOM KOMMEpPIMH, MHTETPUpPOBaHHOU ¢ oddaiin
Bo3MoxHOcTsAMU. MccnenoBanus GPJ nokassiBaroT, 4To NOTpeOUTENH, COBEPIIAIOIINE TOKYIIKH KaK B
WnTepHere, Tak U B Marasuse, uMeroT Ha 30% OOJbIIYIO0 IEHHOCTh B T€UEHUE KU3HU, YEM Te€, KTO
COBEpIIAET MOKYIKHU TOJIBKO 10 OJHOMY KaHaIy.

Ecnu roBopuTh HENOCPEACTBEHHO B KOHTEKCTE OHJIAWH Qopmarta, TO €IUHCTBEHHBIM
KOMIUIEKCHBIM pEIICHUEM [UIsl YIpaBiICHUS BCEMH KOMMYHHUKALMUAMU C KJIMEHTOM SIBJISIOTCS
OMHUKaHanvusle naamgopmol. OMHUKAHAIBLHOCTh — 3TO B3aWMHAasi MHTETpalMsl Pa3IMyHbIX KaHAJIOB
KOMMYHHUKAIlUU B €IUHYIO CUCTEMY JUIsl OOECIeUeHUs HETPEPHIBHOM, JT0JITOCPOUYHON M OECIIOBHOM
KOMMYHHUKAIlMUu C KIMeHTOM. lcrmomnb3yss OMHUKaHalIbHYIO IIATGOpPMy, KIMEHT CaMOCTOSITEIbHO
BBIOMpas crmoco0 B3auMOJICHCTBUS ¢ OpeHzoM, momydaeT (1) mepcoHaNM3WpPOBaHHYIO, MOJHYIO H
HEMPOTUBOpPEYAIYI0 HH(POPMAIHIO O MIPOIYKTE B JIIOOOM KaHaje, (2) T0CTyl K aCCECMEHTY, YCIOBHIM
J0CTaBKH, (3) BOBMOXKHOCTh HauaTh MOKYIIKY B OJJHOM KaHaJle ¥ 3aBEPIIUTh B APYroM U (4) moIyduTh
OBICTPYI0O U CBOEBPEMEHHYIO TIOMOIIb IPH BO3HUKHOBEHHHM BOIPOCOB MM mpodiieM 6e3
HE0OXOJMMOCTH JeTaTN3allii CBOETO KIMEHTCKOTO IMYTH /10 UX MOSIBICHHUS.

CeromHsi OMHUKaHaJIbHBIMU IJIATPOPMAMH MOKHO CUHUTATh CAWThl, MOOUJILHBIE MPUIOKECHHUS,
COLIMAJIbHBIE CETH: Yallle BCEro OHM HHTETPUPOBAHBI MEXIY COOOH, yTO oONerdaer KIMEHTCKUN
customer journey. OmHako, B mensix cOopa Oosiee neranbHON MHGOpMAUU O MOTpeOUTENe, ero
NPEANOYTEHUSIX U LEHHOCTSAX, HHBIMH CIIOBaMH (opMyIHpOBaHUs OoJjice YyeTKoi customer journey
map, B LU(POBYIO Cpely CTalld BHEAPATH CUCTEMBI CaMOOOCITYKHUBAHHUsI, UCKYCCTBEHHBII HHTEJUIEKT,
CHOCOOHBIN B3aMMOJICHCTBOBATh C KJIMEHTOM B IualoroBoM ¢opmate. Peub uaer o uam-b6omax,
IporpamMmmax, KOTopble HCIOJb3YIOTCS B MESSenger-cuctemMax Julst pa3InyHbIX MPAaKTHUECKUX 1ieleil, B
YaCTHOCTH, OOCITy’)KHBaHHE KIMEHTOB M cOOp MH(popmanuu. B GonbIIMHCTBE CBOEM, COBPEMEHHbBIE
4aT-00ThI MPEJICTABIAIOT COO0M CUCTEMBI CKAHMPOBAHUS KIIIOYEBBIX CJIOB HA BXO/I€, I0JJ00pa OTBETOB,
KOTOpbIE COBIMAJAOT C OOJBIIMHCTBOM KJIIOYEBBIX CJIOB WIM Haumbosiee MOXO0X Ha mabiaoH
dbopmynupoBkrn u3 0aszbl AaHHBIX. Hambonee 4YacTo HCMONB3YyeMBIMH uam-Oom niamgopmamu
spistoTest Facebook Messenger, BKonTtakre, Viber, Telegram u WhatsApp.

Yar-00TbI Kak OM3HEC-UHCTPYMEHT MOTYT UCIIOJIHATH PA3IMYHOr0 poAa (YHKIIMU — OT IIOMOIIH B
BbIOOpE U MOKYIIKE MPOIYKTa (TOBapa, YCIyIH) U A0 KOHCYJIbTAUH (pelieHnu npobiaeM, OTBETOB Ha
BOMPOCHI). YCIOBHO YaT-00TOB MOXKHO Pa3eiUTh Ha HECKOIbKO BUOOS:.

The problem of personalization in marketing solutions...
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1. Jluporeneparopsl (MapKeTOJOTHM) — OHHM pa3faloT OOHYCHI, NMPOMOKOJIBI, CKUAKH W
CHeIHAlIbHBIC MPEAJIOKEHUs, MPUCBUIAIOT WX Ha IMO4YTy, TeleQOH, B MECCEHIKEPHI
MOOUIPHBIX TPWJIOKEHUH W TMp., BOBIEKAIOT IOJB30BATENs (HAIPUMEP, IOJIEC3HBIM
KOHTEHTOM), COOMPAaOT 0OpPaTHYIO CBSI3b U IIP.

2. KoHcynbTaHThl (MMOMOIIHUKH) — TOMOTAIOT MOAOUPATh MPOAYKIHIO (TOBAphI, yCIYTH),
OTBEYalOT Ha 0a30BBIC BOMPOCHl, CMOTYT CBS3aTh IIOJB30BATENsl C  <(OKUBBIM
KOHCYJIBTAaHTOMY U TIp.

3. UYar-00THI C UCKYCCTBCHHBIM MHTEJUICKTOM — TaKUe OOTHI 4acTO paclpoCTpaHEeHBI B cdepe
OaHKWHTa, 00pa30BaHWs, MEIUIUHBL. Hampumep, METUIIMHCKUN 4aT-00T METUITMHCKOM
komrnanuu Kurtas Baide mo mmenu Melody coOupaer aHamHe3 y ManueHTOB, KOTOpbIC
3aMUCHIBAIOTCS HA MIEPBUYHBIN MPUEM B KIIMHUKY.

Pemuts mpoOiemy mepcoHanu3aliid B MApKETUHTOBBIX OTHOIICHUSX COBPEMEHHBIX KOMITaHHM
nmomMoraer 4ar-00T-mapketosyior. ClieyeTr OTMETUTh, YTO 3a PyOexoM, NeATeIbHOCTh MO COOpYy
vHpOpMAlUU O KJIMEHTE B MPOIECCE €r0 B3aMMOJICHCTBUS C OPEHIIOM MOCPEICTBOM PA3TMUHBIX
U(POBHIX KAHAJIOB, B YaCTHOCTH OMHUKAaHAIBHBIX, TAKUX KaK 4aT-00T, HOCUT Ha3BaHue account based
marketing (ABM). Ananutuku kommanuu Sirius Decision maqu eMmy Clieayroiiee OInpeacicHHe:
«CTPATETHYECKUX TOAXO0J MapKETHHTa K paboTe ¢ BHIOPAaHHBIMH KJIIOYEBBIMU KIMEHTAMH, BKITIOUAs
CTPAaTETUYECKUX KIFOUEBBIX KIMEHTOB WJIHM OTICIBbHBIC TPYIIIHI; 3TOT MOAXO0 BKIIOYAECT MOIICPIKKY
B3aMMOJICHCTBUI HA BCEM KU3HEHHOM IUKJI€ KJIUEHTA, UCIIOJIb3Y ST MAPKETUHT OBBIX HHCTPYMEHTAPHI
JUTSL YITYUIIIEHUSI BCEro MOTPEeOUTEIHCKOTO OMbITay. B cBor0 odepens, sxkcnepTsl u3 Adobe TpakTyroT
€ro KaK «ymnpaBlieHUE KIIOYEBBIMH KIMEHTaMH, OCHOBAaHHOE Ha TEXHOJIOTHUSIX OOpaOOTKHU JaHHBIX)»
[10]. Takum o6pazom, ABM M0kHO cUMTATh TOABUAOM MEPCOHUPUITUPOBAHHOTO MAPKETHHTA, IIEITBIO
KOTOpOro  SIBJISIETCST  CO3JaHME  JOCTOBEpPHOl  Customer journey map U BbIpabOTKH
KIIMEHTOPUEHTHUPOBAHHOTO TMEPCOHU(PUIIMPOBAHHOTO IMOAX0/a K B3aWMOJEUCTBUIO C KJIMEHTOM B
LEJISIX MAaKCUMAaJIbHOM MPOJIOHTallil KOMMYHUKALIMU ¢ HUM. XopoinM npumepom ABM-mapketunra
sBisieTcs yaT-00T Aviasales, uarerpupoBannsiii ¢ Telegram, Viber u Facebook. On momoraeT uckath
Jy4lIhe IeHbl Ha MepeieThl, COOOIAeT O CHMKEHMM WJIM TMOBBIIICHUH ILIEHbl Ha aBHAOWIIETHI, MO
UHIUBUAYAIbHOMY 3allpocy KIMEHTa NOIOMpaeT WX MO0 TaKuM KpUTEpHsM, Kak Jara,
MIPOJIOJKUTENLHOCTD, HapaBieHue nepenera. [lo MHeHUIO AUpeKTopa O BHEITHUM KOMMYHHUKAIUSM
Aviasales fI. J[3enuca, campiM nipojarontuM ciieHaprem 2017 r. crai ciieyroniue KITMEeHTCKUAN 3aIpoc:
«xouy B [lapmx miu kyna yroano B EBpomy B Omipkaiiiie qBa Mecsiia co CKUAaKoi He Menblie 60%
OT OOBIUHOM LEeHbI». VI HeCMOTps Ha TO, YTO Y KOPIIOpallMu HET OOTOB MOAICPKKU, dPPEKTUBHOCTD
OLICHUBAETCS 10 KOHBEPCUU B MPOJAKU U MPUOBLIH. Takke MapKeTONIOru CMOTPAT HA WOW-3(PQEKT:
4yacTo cama pa3paboTka cranoButcs PR-moBogom.

3akJaoueHue

Yar-00Tbl — 3TO NEPCHEKTUBHBIN OMHUKAHAIBHBI KOMMYHUKATOD, SIBJISIOLIMNICS OJHOBPEMEHHO
U HHCTPYMEHTOM [MEpCOHAJIM3allMM, W CpeACTBOM cOopa JaHHBIX B LEJSAX JeTaau3aluu
MapKETUHTOBBIX PELICHUH JUIs Ty4Iled MHAMBUAYaTU3aluy IpeAIokKeHns koMnanuy. Ha Ham B3rusiz,
B YCJIOBUSX aKTUBHOM LIM(POBU3ALIMU BCE SKOCUCTEMBI OM3HECa, YIIPaBIeHHE BTOPHIM KOMIOHEHTOM
CTAaHOBHTCSI propuTeToM. Ha onTumm3aIuio TaHHOTO Mpoliecca HarpasieH account based marketing
— MHCTPYMEHT NIEPEBOJA JEATEIBHOCTH MPEANPHUITHS OT JUAOLEHTPUYHON K KIMEHTOLEHTPUYHON
MOJIEJIN IPO/IBUKEHUS OpeHsa. B oTnnyne oT TpaAULIMOHHOM JUI0TeHepaliii, MApKEeTHHT KITFOUEBBIX
KJIMEHTOB Cpa3y OpHEHTHUPOBaH IOJ MOTPEOHOCTH KOHKPETHOro KiHeHTa. Bwmecro rumores,
TECTUPOBAHUS KPEaTHBOB M TOMNBITKU 3a/€HCTBOBATh MAKCHUMYM JIMJOB MOCPEIACTBOM LHU(POBBIX
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KaHaJIOB, 3/IeCh MPUMEHSAETCS pa3BeaKa M pa3paboTka (aganTtaiusi) MEeHHOCTHBIX MPEITOKEeHUN s
KOHKpeTHOro IeneBoro kiaueHra. C Hameidl Touku 3penusi, ABM — 3T0 yHHKanpHBIA (opmar
MapKeTUuHra, pa3paboTka (pa3BUTHE W aJanTanus) KOTOPOTO B POCCHHCKOM YaCTHOM CEKTOpE,
MO3BOJIUT KAaYECTBEHHO M KOJIMYECTBEHHO ONTUMHU3HUPOBATH COLMAIBHO-IKOHOMHUYECKUH S(PPeKT
(pe3ysbTar) OT peanu3aliy peuieHruid B 001acTu nepcoHanu3anuu (B 1.4. GopMyupoBaHus customer
journey map), KaK 3a c4eT OMHUKaHAJIBHBIX IJIaT()OpPM B IIEJIOM, TaK U 4aT-00TOB, B YACTHOCTH.
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Abstract

The article is devoted to the problem of personalization in marketing solutions of modern
companies and place of chat-bots of their optimization. The author outlined the relevance and
significance of the topic of the study. The concept of personalization in marketing solutions of
modern company has been developed, in particular, in the section customer journey map. The role
of omnichannel approach in improvement of client communication management from brands, in
particular, through chat bots, has been studied. The peculiarities of implementation of omnichannel
experience with chat-bots in order to optimize client customer journey have been studied. Attention
is paid to the new type of account-based marketing (ABM).

For citation
Kozoriz A.V. (2019) Problema personalizatsii v marketingovykh resheniyakh sovremennykh
kompanii: rol' chat-botov [The problem of personalization in marketing solutions of modern
companies: the role of chat bots]. Ekonomika: vchera, segodnya, zavtra [Economics: Yesterday,
Today and Tomorrow], 9 (10A), pp. 649-656. DOI: 10.34670/AR.2020.91.10.073

Keywords
Personalization, personified marketing, marketing decisions, chat bot, omnichannel platforms,
account-based marketing, messengers.

References

1. Azoev A.G. Formation of personal marketing communications of a company with consumers: Diss. ... Ph.D.: 08.00.05 /
Azoev Arseniy Gennadievich; [Place of protection: State. University of Management]. - M., 2010 .-- 201 p.

2. Aleshnikova V.1., Beregovskaya T.A., Sumarokova E.V. Omni-Channel Marketing Strategy // Vestnik GUU. - 2019. -
No. 2. - S. 39-45.

3. Barden F. Hacking Marketing. The science of why we buy. - M .: Mann, Ivanov and Ferber, 2018 .-- 304 p.

4. Karlzon 1. Moments of truth: There are no trifles in the service; Per. from English - M .: Alpina Publisher, 2011 .-- 168
p.

5. Matveeva N.Yu., Zolotaryuk A.V. Technologies for creating and using chatbots // Scientific notes of young researchers.
-2018. - No. 1. - S. 28-30.

6. Menger K., Bohm-Bawerk E., Wieser F. Austrian School of Political Economy, - M .: Economics, 1992. - ULR:
http://www.libertarium.ru/lib_mbv (access date 09/29/2019)

7. Problems of personalized marketing and their solutions. - 01.08.2019 // Official website of the Manzana Group. - ULR:
https://manzanagroup.ru/information/problemy-personifitsirovannogo-marketinga-i-ikh-resheniya/  (access  date
10/03/2019)

8. Serebryakov A. Examples of the use of chat bots in business. - 06/16/2017 // Portal "VC". - ULR:
https://vc.ru/flood/25197-business-bot (access date 10/02/2019)

9. Timko E. What will happen to digital channels in five years? - 06/28/2017 // Forbes. - ULR:
https://www.forbes.ru/tehnologii/345871-chto-budet-s-cifrovymi-kanalami-cherez-5-let

10. Unique customer experience, personalization and continued digitalization: the main trends of 2019. - December 26,
2018 // Portal "UMaster". - ULR: https://blog.uamaster.com/personalization-cx-next-trends/ (access date 10/02/2019)

11. Kharpal A. Amazon’s voice assistant Alexa could be a $ 10 billion ‘mega-hit” by 2020: Research. 03/10/2017 // CNBC.
- ULR: https://mww.cnbc.com/2017/03/10/amazon-alexa-voice-assistan-could-be-a-10-billion-mega-hit-by-2020-
research.html (date Access 10/02/2019)

12. McCabe, K. Omnichannel marketing: what it is, why it matters, and how to execute it. - 07/12/2018 // Portal "Learn
G2". - ULR: https://learn.g2.com/omnichannel-marketing (access date 09/30/2019)

13. Retail gets physical: why brands are turning to brick-and-mortar stores. - 12.01.2018 // GPJ. - ULR:
https://www.gpj.com/news-insights/2018/01/retail-gets-physical-why-brands-are-turning-to-brick-and-mortar-stores/
(access date 02.10. 2019)

14. Wolny J., Charoensuksai N. Mapping customer journeys in multichannel decision-making // Journal of Direct, Data and
Digital Marketing Practice. - 2014. - No. 15 (4). - P. 317-326

Andrei V. Kozoriz



