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JaHHble 0 NOKyNaTenbckoM NOBEAEHMMU NPEACTABUTENEMN LLeIeBOM rPYNMbl COAEPXAT 3HAYUTENbHbIM 06bEM NonesHon MHdopmaumm ans
BbISIBIEHMS MOBEAEHYECKMX NATTEPHOB MOKynaTenei, BbpaboTKM pekoMeHJauuii U pa3paboTku cTpaTernu nNpoaBMXeHus Toeapos,/
ycnyr/ Toproesix mapok/ ¢upm. Ha mx ocHose MoxHO npoekTMpoeaTs Haubonee AeHlCTBEHHbIE NOAXOABI M CNOCO6LI OPraHM3auMK
npopax. CeogHbie (MHTErpanbHbie) NOKA3ATENM NOKYNATENLCKOrO NOBEAEHHUS (OCHOBAHHbIE, B NEepBYIO oYepeab, Ha 06béme M yacToTe
MOKYMOK) MOTyT MCMOMb30BATLCS KOK B MOPKETUHIOBBIX MCCNEAOBAHMAX B KOYECTBE LieneBoi GpyHKLMM, TOK U B KOHTPONE Pe3y bTAaTUBHOCTH
peknamHbix, npomo, PR-kaMnaHmit, a Takxe oTaensHbIX Meponpusatuin. B ctatbe paccmatpueaertcs wmpokuit Habop acnekTos
NOKYynaTenbCKOro NOBEAEHMs: CUTYauuMu noTpebneHus; npesnoYynTaemble TUMbl TOProBbIX TOYEK; NOTPebUTEeNbCKME OLEHKM
NPeACTaBNEHHOCTM TOBAPA B TOPrOBbIX TOYKAX; BAXKHOCTb OMOMHUTENbHBIX YCYT NPH NOKYMKE; CYMMbl, MOTPA4YEHHbIE HA NOKYMKY M T.M.
OHM MccnepytoTcs HAO NPUMEPAX M3 KOHKPETHbIX MAPKETUHIOBLIX MCCIEAOBAHUI B COOTHOLIEHWUM C APYTMMM KNOCCAMM NAPAMETPOB
uenesoi rpynnel (counanbHo-geMorpaduyeckMMn 1 ncuxorpaduyeckMmMmn) ¢ UCNONb3OBAHMEM METOLOB AHANM3A CBA3EM B ACHHBIX.
B pesynbTarte BbisiBAEHbI FPYAMbl CXOXMX NATTEPHOB MOKYNATENbCKOro NOBEAEHUS M UX CBS3b C APYTMMM KNACCAOMM NAPAMETPOSB,
npeanoxeHsl cnocobbl NPUBNEYEHUS NOTEHLMANBHBIX NOKYNATENEN, NONy4YEeHbl OLLEHKM BO3MOXHOrO 06bEMA MPUBIEUYEHHBIX
NpeACTaBUTENEN LLeNeBOM rpynmbl.

KnioueBble cnoBa: xapakTep1CcTMKM LiesIeBOM rpynbl; MOKYNATENbCKOE MOBEAEHUE; NOBEJEHYECKME NATTEPHBI; MPUHSATUE PELUEHUs
O MOKYMKe; CErMEHT LieNIeBOM rpynbl; NOKYNATENbCKAS AKTUBHOCTb; 3¢ HEKTUBHOCTb MO3ULMOHMPOBAHMS; MMUAXeO6pasyiowme dbakTopsl;
aHanu3 cesi3er B AAHHBIX.

Data on the purchasing behavior of representatives of the target group contains a significant amount of useful information for identifying
behavioral patterns of customers, developing recommendations, and creating a strategy for promoting products/services/brands/
firms. Based on this information, it is possible to design the most effective approaches and methods for organizing sales. Summary
(integral) indicators of purchasing behavior (based primarily on the volume and frequency of purchases) can be used both in marketing
research as a target function and in monitoring the effectiveness of advertising, promotion, and PR campaigns, as well as individual
events. The article examines a wide range of aspects of consumer behavior: consumption situations; preferred types of retail outlets;
consumer assessments of the availability of a product in retail outlets; the importance of additional services when purchasing; the amount
spent on a purchase, etc. These aspects are explored using examples from specific marketing studies in relation to other classes of target
group parameters (socio-demographic and psychographic) using data analysis methods. As a result, groups of similar patterns of consumer
behavior and their relationship with other classes of parameters were identified, ways of attracting potential customers were proposed,
and estimates of the possible volume of attracted representatives of the target group were obtained.

Keywords: characteristics of the target group; consumer behavior; behavioral patterns; decision-making on purchase; target group
segment; consumer activity; positioning effectiveness; image-forming factors; analysis of connections in data.

BeepgeHue (Introduction)

AHanua uHpopmaLuu 0 NOKYNaTebCKOM NOBefEeHWH
npeLCcTaBuTeNeN LeNeBor rpynmbl SBASETCA Ba)KHEHLLUM
3TanoMm B NOArOTOBKE NPOABHUXKEeHUs ToBapa/ ycnyru/ Top-
roBov Mapku,/ cupmbl. Ha ero ocHoBe MOXHO caenatb
BbIBObI O HaMboee xapaKTepHbIX NOAX0AAaX NOKynaTenem
K NPUOBPETEHUIO TOBAPOB,/ YCAYr U ODPALLEHUIO B KOH-
KpeTHble (OUPMbI, @ TaKXKe O MOBELEHUECKUX naTTepHax,
JencTByioLLMX B npolecce Bbibopa v nokynku. Ocobyio LeH-
HOCTb NPEACTaBAAIOT fAHHbIE O CBA3W MOKYNaTeNbCKOro
NOBEAEHUS C APYrMMU KNACCaMU XapaKTepUCTHK LieseBon
rpynnbl (counanbHO-AeEMOrpadUuecKUMH, Ncuxorpaduue-
CKWMMU U T.M.).

B HacTosweH cTaTbe, NpogosirKalowen uccnenosanus [ 1,
2], B KOTOpPbIX U3yuasiOCh NOKYyNaTeIbCKOE NOBeAeHHe CaMO
no cebe, Kak B OTAENbHbIX acneKTax, Tak U B LeNoM, AaH
aHasIM3 NoKyNnaTe/IbCKOro NOBeAEeHUs B COOTHOLLEHHUH C ApY-
MMM K/jlacCaMu XapakTepucTuk. Mcnonb3oBarue B aHa u-
3€ UHTErpPUPOBAHHOIO NOAXOAA, NPEeACTaB/IEHHOIO B UCC/E-
noBaHuu [3], N03BOAMAO BbIABKUTL FNYyOUHHbIE CBA3W NOBE-
[eHUs noKynatenen c Ux couuasbHo-geMOorpacpuIecKuMm

U ncuxorpadUyecKUMU XxapakTePUCTUKAMHU, a TaKXKe odvep-
TUTb TUNUYHDbIE o6nacm BCeX UCCNnefoBaHHbIX NapaMeTpos,
XapaKTepHble A/11 CErMEHTOB LeNeBom rpynnbl. Boisenex-
Hble CBOAHbIE haKTOPbl yKa3asiv Ha pa3/ivums B NOBELEHUH
CEerMeHTOB U UX CBA3b C APYrMMU KJlaCCaMKU XapaKTEPUCTHK,
YTO [aso BO3MOXXHOCTb NMPOEKTUPOBaTb AU depeHLUMpO-
BaHHble CI'IOCO6bI BO3,D,eﬁCTBMF| Ha HUX ONnAa npussevyeHua
K MOKymnKam.

N3noyxeHne unnocTpupyetcs npuMepamu, noaroTos-
NNeHHbIMU Ha OCHOBE AaHHbIX KOHKPETHOIro MapKeTHUHro-
BOrO WUCC/IefAOBaHUs — TOrO XKe, UTO U UccnepoBaxue (2)
B cTatbe [2], rae aHanuM3upoBaiocb NOKynaTe/ibCKoe nose-
JeHue camo no cebe.

Marepuanbl u metoabl (Materials and Methods)
WUccneposaHnue, npumepbl U3 KOTOporo obcyKaatoTcs
HUXXe, NPOBOAMU/IUCH C MOMOLLbIO MAaCCOBOrO ONpoca npeg-
CTaBUTENIEeW LiesIeBOM rpynmbi:
1.Cragus 1. OnpawuBanucb B NMYHBIX UHTepBblO (face-
to-face) noceTUTenn CaNoHOB No npogaxe mebesnu
u npeamMeToB MHTepbepa. O6bEM BbIGOPKU COCTaBUN
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400 pecnoHAEeHTOB, B T.4. peasibHble NoKynaTesi1, CoBep-
LUMBLUWE NMOKYNKY B IeHb UCCNENOBAHHWS, U NOTEHLWUANb-
Hble MOKynaTe N, NOKYMNKY He COBEPLUUBLLME.

2.Cragms 2. Onpalumeanucb no TenedoHy auua, KynueLine

B TEYEHWe NpejLIecTByoLero roga Mebesb a1s KBapTH-

pbl/ noma. O6bém Bbibopku cocTasun 408 pecnoHaeH-

TOB. [1py 3TOM B TenedhoHHbIX NKcTax (3afatoLmMx Home-

pa Tened)oHOB A5 onpoca (OHW BbIBUPaIMCh C NOMOLLbIO

reHepatopa c/ly4yarHbIX Yucen)) pUKCUPOBaIUCh NPHUYU-

Hbl OTKa3a OT UHTEPBbIO, B T.4. OTCYTCTBUE NOTPeOHOCTH /

UHTepeca B npHobpeTeHun mebenu.

B cermeHTe peasibHbix nokynarenen ObiM B 3aBUCMMO-
CTW OT NOKYNaTeNbCKOM aKTUBHOCTH Bblfe/IEHbl CErMEHTbI
BTOPOro ypoBHs. TexHWUYecKu cermeHTauus Obiia npose-
[ieHa Ha OCHOBaHWMW NOTPaYeHHbIX CyMM (Ha H6a3e KBaHTH-
dvKauumM cymm, COOTBETCTBYIOLLEH ONTUManbHOW CBA3M
C APYrMMH XapaKTepUCTUKaMU PECNOHEHTOB); COrlacHO
eV Bble/InINCb B 3aBUCUMOCTH OT CYyMMbl COBEPLUEHHOM
NOKYNKKW cerMeHTbl /ight users, middle users v heavy
users. [oTeHunanbHble nokynatenyd (HU4Ero B MOMeEHT
MCCNIEfO0BaHWS HE KYMUBLUWE) BbisiM BK/IIOYEHDbI B CErMEHT
no-users.

O6paboTKa faHHbIX NPOBOAKIACH C MOMOLLbIO METOA0B
aHanusa CTPYKTYpbl U CBA3EM B fi@aHHbIX — WCMOJb30BasICS
HEeNIMHENHbIN KAHOHWUYECKWW KOPPENSILMOHHBIM aHanu3
(HKKA, npouenypa Overals naketa nporpamm SPSS); B Ka-
YecTBe KPUTEPHS ONTUMHU3ALMHK BbINO NPUHATO HaUNyylee
COOTBETCTBUE aCMEKTOB NOKYNaTe/IbCKOro NOBEAEHUS, CO-
uuanbHo-gemMorparUyeckux M ncuxorpaduyeckmnx
XapaKTepHucTUK pecrnoHaeHToB. OueHka adpdeKTUBHOCTH
NO3ULHWOHUPOBAHUS NMPOBOAMIACH MO NPHUHLMUNAM, U3JI0-
>eHHbIM B paboTe [4].

Pesynbratbl M 06cyxaeHue (Results and Discussion)

O6aacmu cBodHeix napamempoB yeneBol epynnsi
B gpakmopHom npocmpaHcmBe

lMpumep 1. BoisBreHue gpakmopoB u nocmpoeHue 06-
sacmel cBodHelx napamempoB ceamermoB yeneBol
epynnei nokynamesel mebesau u npedmemoB uHmepoe-
pa (axnanus cBazel)

Mpopomkas npumepbl 3—6 U3 UccnepoBaHus [2], M3yunm
CBSI3W MOKYNaTeNIbCKOro NoBeAeHHUs C LPYrMMHU K/laccaMu
XapaKTepUCTHK, BK/IKOUMB B aHa/I3, MTOMUMO UCCNeA0BaH-
HbIX B yKa3aHHOW paboTe nokasarenei, Tak>Ke U couuab-
HO-AeMorpaguyeckre U ncuxorpaduueckue xapaktepu-
CTHUKM LLENEeBOW rpynbl.

C nomoubio HKKA 6binum BbisiBneHbl dhakTopbl NoKyna-
Te/IbCKOro NOBEAEHUs B CBS'3U C COLUabHO-AeMorpadm-
YEeCKMMU U NcuxorpadmyeckumMy xapaktepucTukamu. o
npoueaype Ux okasanocb MHOro (6onblue gecartka), ogHa-
KO B pacCMOTPEHWH OblI0 OCTAB/IEHO TOJIbKO LWECTb Nep-
BbIX, UTO NMO3BOJIMJIO CYLLLECTBEHHO YNPOCTUTb 3a4auy, NpaK-
TUYECKH He MOTepsiB B KAYECTBE PELLEHUS, TaK KakK OHM No-
Kasa/iu NpUeMeMbli ypoBeHb OO bACHEHUS UCXOAHDIX faH-
Hbix. CermeHTUpOBaHHWe peasbHbix Nokynarenem 6bi1o npo-
BEJEHO 3aHOBO (C Y4ETOM [0OABMBLUMXCA LAHHbIX); OHO,
TEeM He MeHee, a0 TOT >Ke pe3ysibTar, uTo u B pabote [2] —
BbIAE/IM/IUCb TE XK€ camble cermeHTbl light users, middle
users v heavy users.

Haunbosblwmne oTanuns Mexay CermeHTamu nokasasu
dpakTopbl 2-11 2-3, onpefeneHue KOTOpPbIX AaHO B Mabiu-
ye 1. lns kaxxporo pakTopa NpUBELEHbI 3HAYUMbIE XapakK-
TEPUCTHKH, CTPYNMUMPOBaHHbIE MO pa3fenam — coluanbHo-
LeMorpaduyeckue, ncuxorpaduueckme, noKynaTesbckoe
noeseaeHue.

Ta6bamua 1

®PakTopbl NOKYNATENLCKOro NoBeaeHMns nokynarenei mebenn m npeaMeTos MHTEpbepa (QHANM3 cBA3es)
Table 1. Factors of purchasing behavior of furniture and interior items buyers (analysis of connections)

dakTop UcxoaHas xapaKTepucTuka

noA (MY>XCKOW), poA 3aHATUI (NPeANPUHMMATENb, PYKOBOAUTEAD, YYaLLLUICSA), AOXOA (BbICOKUI)

21 CKAOHHOCTb K UHAUBUAYaAbHOMN AEATEABHOCTH, OCTOPOXXHOCTb

NOAOXXUTEABHOE > = = =

HanpaBAeHHe MecTa NOKYNOK — Mara3uHbl KOHKPETHbIX MPOU3BOAUTEAEN; OLLyLLAEMbIA HEAOCTATOK Mebenn cpeaHen LEHOBOW KaTeropuu
M HepoCcTaToK pa3Hoobpa3us MaTepuanoB U pacuBETOK; NPeAnoYTeEHUE MebeAr pOCCUMCKOTo NPOU3BOACTBA; NOBbILEHHOE
BHUMaHUE K COBeTaM KOHCYAbTAHTOB B YaCTU KOHCTPYKTUBHOIO U LIBETOBOIO PELLEHUSA, a TaKXKe OTAEAOUHbIX MaTepUanoB
NoA (OKEHCKUH), poA 3aHATUN (CAyXawwmi, UTP, oomoxo3sika, NeHCUOHED), AOXOA (CPeAHU)

21 3MOLMOHAALHOCTb, Pa3roBOPUUBOCTb, CTPEMAEHHWE K NEpEeMEHaM, OTKPbITOCTb

oTpuuaTenbHOE | npuobpeTeHue Mebenn Arst 3aropoAHOro AOMa,/ Aauu, A KOMIAEKTa C KYNAeHHOW paHee Mebenbto, Ana poauTeneil/ peteit/

HanpaBAEHUE | pOACTBEHHUKOB, MPOXXMUBAIOLLMX OTAEAbHO; MecTa NOKYNOK — 6YTUKWU/ 3AUTHbIE CaAOHbI/ CTYyAUU AMOO TaM, FAe NOPEKOMEHAYET
AU3arHep; oLLyLLaeMbl HEAOCTaTOK pa3Hoobpa3usa BUAOB Mebenu, CTpaH-NTPOU3BOAUTENEN U SIAUTHON/ SKCKAKO3UBHOWM
mebenu; npeanoyteHue mebeam nponssoacTBa McnaHum; NOAHOE HEAOBEPUE KOHCYAbTAHTaM
obpasoBaHue (BbiCLUEE), YACAO YNEHOB ceMbM (4-5), Aoxop (HU3KUIA)

2.3 CTpEMAEHHUE K NepeMeHaM, CKAOHHOCTb K pa3yMHOMY PUCKY, paLMOHAaAbHOCTb, 3A0POBbIA 06pa3 XM3HWU, ONTUMU3M

NOAOXHUTEABHOE | NpUobpeTeHne Mebenn B CBA3U C yBEAMUEHUEM CEMbM, AA POAUTENEN/ AeTell/ POACTBEHHUKOB, NPOXUBAKOLLUX OTAEALHO,

HanpaBAeHWe | AM60 M3-3a TOro, UTo NpeablayLan Mebenb BbilLAa U3 CTPOSl/ CAOMAaNAch; OLLyLLLIAEMbI HEAOCTATOK CTUAEBOIO pa3Hoobpasus
mebenu; npeanouteHne MebeAr POCCMIMCKOro NPOU3BOACTBA; BHUMAaHUE K COBETAaM KOHCYALTAHTOB B YAacTU KOHCTPYKTUBHOIO
peLeHuna
obpasoBaHue (cpeaHee), YNCAO YAEHOB ceMbH (1-3), A0XOA (BbICOKUI)

23 3aMKHYTOCTb

oTpuuaTenbHoe

HanpaBAeHHe npuobpeteHne mebenu B CBA3U C Nepee3poM Ha HOBYIO KBapTUpY; MecTa NOKYNoK — 6YTUKU/ SAUTHbIE CaAOHbl/ CTYAUMU;
oluyLaeMbli HEAOCTaTOK IAUTHOW,/ IKCKAO3UBHOMN Mebenr npu u3bbiTke NpeproXXeHUss mebenu B LLenoM; HepoBepue
KOHCYAbTaAHTaMm
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MNpumMeyatenbHo, uTo chakTop 2-1 okasancs no-
X0X Ha paktop 1 13 cratbu [2]. OTMeTUM, uTO
HablofaemMoe pasnnyre NCMXorpaduUecKmx xa-
pakTepUCTHK no chaktopy 2-1 BO MHOrOM onpe-
ZeneHo pasnuuurem no nony. Maktopbl UHTEPNPE-
TUPOBaHbI ClefyoLnM 0OpasoMm:
¢ chaktop 2-1+ (B NnonokutesbHOM Hanpasne-

HWM): «TUMUYHbIE NPELCTABUTENIU CPefHero

Knaccay;
¢ chakTop 2-1- (B oTpHLaTENIBHOM HanpaBiEHWH):

«TUMUYHbIE NPELCTABUTENIN INIUTbIY;
¢ chaktop 2-3+ (B NonoxkutesbHOM Hanpasne-

HWM): «3IKOHOM-hopMaT NPEeAoXKEHUH Ans

60nbLLOKN CeMbU»;
¢ pakTop 2-3- (B OTpULATENbHOM Hanpase-

HWUM): «3IKCKNIO3UBHbIE BapHUaHTbl AS Mano-

CEeMEMNHDIX».

MHTepecHo, uTo NiMua, NOKasaBLWe NoKyna-
TeNIbCKOE NoBefeHHE, CBOWCTBEHHOE «3/INTEY, BO
MHOrOM [eKNapHUpOBanu CPeaHUN ypoBeHb L0-
xofa (B OT/IMuMe OT «CPeaHEro Kiaccay, 3asB1B-
LIero BbICOKWM goxon). BepostHo, onsd HUX xa-
pakTepeH NoBeAeHUYECKUW NnaTTepH, KOTOpPbIM
MO>XHO 06pa3HoO Bbipa3uTb hPa3om «TPaTsaT He
CBOM AeHbrv» (0COBEHHO 3TO OTHOCHTCS K LO-
MOXO03sKKaM U NeHCcUoHepam).

O61acTH TUNUYHBIX NapaMeTPOB CErMEHTOB Lie-
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Puc. 1. O6nact cBogHbIX NAPAMETPOB CErMEHTOB LieneBoMH
rpynnsl nokynartenei Mmebenu v npeaMeToB MHTepbepa
Fig. 1. Areas of summary parameters of the target group

JIeBOW rpynnbl B NIOCKOCTH chakTopos 2-1 1 2-3
nokasaHbl Ha pucyHke 1.

B npocTtpaHcTBe CBOAHDBIX MMUYKEODPA3YIOLMX (DAKTO-
pos (nnockocTb haktopos 2-1 u 2-3) oTobparkeHbl obnac-
TH TUMWYHBIX NAPAMETPOB CErMEHTOB Lie/1eBOH rpynnbl (060-
3HaueHHbIx 6yksamu: N — no-users, L — light users, M —
middle users, H — heavy users). Jns kaxxporo cermeHTa
KOOPAMHATbl LEHTPA PaBHbl CPEAHUM 3HaYEeHUsIM paKTo-
pOB AN5 NPeACcTaBUTENIEN CErMeHTa, Ppa3Mepbl BHYTPEHHUX
KPYroB NponopLHUOHanbHbl YUCJIEHHOCTHU CErMeHTOB (Kpo-
Me CermMeHTa nNo-users), FOPU30oHTaIbHasA U BepTUKasIbHas
JIMHWM C 3aceuKaMMu OrpaHWUMBALOT MO KaXKAOMY hakTopy
MHTEPBaJI, B KOTOPbIM NONajaloT 3HauYeHUsl hakTOPOB AN
70% npepctasuTenem cerMeHTa, NoNynpPoO3padHbli 3/TUNC
no KaXk[ow cBoel ocu ouepuusaet npeanouterus 70%
npeacTaBUTENEN cermeHTa.

Ha pucyHke (c yuétom onpegeneHus akTopos, CM.
Tabn. 1) BUAHBI OCOBEHHOCTH CErMEHTOB:

of furniture and interior items buyers

# NMOKYNKKW heavy users BbIrNAAAT B 3HAUUTE/IbHOM cTene-
HH BbIHY>KAEHHbIMU (YBE/IMUEHUE CEMbBM, BbIXOL U3 CTPOS
npeablayuwen mebenu);

¢ light users npy BbICOKOW pacn/biBYaTOCTH pacnpepene-
HWS 3HaYeHUH chakTopa 2-1 TAroTeloT K 3IMTHOCTH U 3KC-
KNO3MBY;

¢ no-users v middle users 3aHUMaIOT NPOMEXKYTOUHbIE NO-
3ULMH.

AHanus koHgpueypayuu obsacmeli cBodHelx napa-
mMempoB

lMoumep 2. Ananusz cgpopmupoBarHHocmu obiacmel
cBodHbIx napamempoB ceamenmoB yeneBoi epynnsi no-
Kynamesned mebenu u npedmemoB uHmepoepa

[ns cutyauuun u3 npumepa 1 3HaueHus nokasartenew, xa-
PaKTEPH3YIOLLMX Pach/ibIBYATOCTb 0Opa30B, faHbl B mabiu-
ye 2 (onpenenenve KoadduuMeHToB faHo B pabote [5]).

Tabnmua 2

Mokasarenu pacnnbisyatocT o6nacteii CBOAHbIX MAPAMETPOB CEIMEHTOB LieNeBoM rpynnbl
nokynarenei me6enn U npeaMeToB MHTEPbEPA
Table 2. Indicators of vagueness of areas of summary parameters of segments of target group
of buyers of furniture and interior items

®aktop =

Cermenr CpeaHee 1o cermeHty K

2-1 2-2 23 2-4 2-5 2-6 i
no-users 0,34 0,19 0,19 0,14 0,15 0,14 0,19
light users 0,51 0,21 0,18 0,19 0,16 0,16 0,24
middle users 0,31 0,23 0,20 0,20 0,14 0,20 0,21
heavy users 0,28 0,23 0,19 0,14 0,12 0,10 0,18

Cpeanee no paktopy K%, 036 0,22 0,19 017 014 015 P =021
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C. 3aKycKuH. UHTerpupoBaHHbIi NOAX0[ K ONMUCAHUIO MOKYyNaTeNbCKOro NnoBeaeHusa npeactaBuTenen ueneson rpynnsl. Yactb 3. ...

MpepcraBneHbl nokasatenu nns Bcero npo- @
CTPaHCTBa CBOAHbIX NapaMeTPOB; onpenesne-
HWe dakTopos 2-1 u 2-3 cm. B Tabnuue 1,
ocCTasibHble haKTopbl MHTEPNPETUPOBaHDI (MC-
XO[S U3 3HAYMMbIX Harpy30K OT UCXOLHbIX Xa-
PaKTEPUCTHK) crefytownm obpasom:

¢ pakTop 2-2+ — NoXKW/ble W NiMua cpea-

Hero Bo3pacTa, pauuoHabHOCTb, MOKYM-

Ku B ByTHKax/ 3NUTHbIX caioHax / CTyau-

AX WK Ha MebesibHbIX BbICTaBKax, Npea- l

nouteHue mebenu npoussoacrea Mcna- !

HWH, OLLYLLLAEMbIH U3ObITOK NPEIOKEHUS |,

NPU HE[OCTATKE 3NIUTHOW / IKCK/IIO3UBHOM

mebenu;
¢ hakTop 2-2- — MONOLEXKD, CKOpee «3a-

najiHWKW», BeaylliMe 3[0pPOBbIM 06pa3
>KM3HHW, NOKYMNKW B BOMbWIMX MarasMHax

C LUMPOKMM BbIGOPOM, OLLYLLLAEMbIN HeL0-

CTaToK fewésomn mebesin u pasHoobpasus

Mo LUMPOKOMY KpYry napameTpos;
¢ bakTop 2-4+ — GosbwHe CEMbM, PALUOHANBHOCTD,

ONTUMU3M, OCHOBHbIE MPUYMHBI MOKYNKK — YyBEJ/IMYEHHE

CeMbM UNIK OTAeNeHUe POACTBEHHUKOB, BHUMaHHWe K Co-

BETaM KOHCY/IbTaHTa Npu BbIBOpe KOHCTPYKTUBHOO pe-

LIEeHUS;
¢ pakTop 2-4- — ManocememnHble, 3aMKHYTOCTb, OCHOBHasl

NpPUYMHa NOKYMKWU — Nepeesq Ha HOBYIO KBapTHUPY, OLLY-

LaeMbli M36bITOK NPeanoXeHus, npegnoyteHue mebe-

N1 npoun3BoacTBa Utanuu;
¢ pakTop 2-5+ — no>kusnbie, OCTOPOXKHOCTb, 3KOHOMHOCTb,

OCHOBHas PUYMHA NOKYMNKW — BbIXOA, U3 CTPOS Npeablay-

e mebenu, NosHoe [oBEpHE KOHCY/IbTaHTaM;
¢ pakTop 2-5- — MONoOAEXKb, HOBATOPbI, OTKPBITOCTb, Pa3-

rOBOPYMBOCTb, MOKYMKH YEPE3 UHTEPHET, CAMOCTOSATE b~

HOE NPUHSATHE peLLIeHUs;
¢ pakTop 2-6+ — 3MOLMOHANbHOCTb, CKJIOHHOCTb K pHC-

KY, ONTUMHU3M, MOKYMKH B KPYMHbIX MarasuvHax 1 casioHax

C LWWMPOKWUM BbIBOPOM, CAMOCTOATE/IbHOE MPUHATHE pe-

LIEeHUS;
¢ (hakTop 2-6- — nprobpeTeHue Mebenu B CBA3U C PEMOH-

TOM KBapTHPbl, MOKYMNKK B MarasvHax KOHKPETHbIX Npo-

U3BOAMTENEN, OLLYLLAEMbIH HEAOCTATOK BbiGOpa NPoU3-

BOOMTENEN.

B ocHoBHOM yacTu Tabnuubl 2 NpUBEAEHbI HacTHble KO-
adpprUMEHTbI pacnnbiB4aTOCTU AP NO KaXAOMY CErmeHTy
u chakTOpy, B NocneaHeM ctonbue — cpefiHue Ko3ghdHLH-
€HTbl_PacnibiB4aTOCTH KaXKoM 06nacTu no BceM chakTo-
pam K°, B nocnepHe# cTpoke — cpeaH1e KoadhHLHEHTbI
pacn/ibIB4aTOCTH BCex obnactei no kaxaomy caktopy A-.
3HaueHHe B HWXXHEN NpaBoM Auerke Tabnuubl — cpeaHui
KO3(PPULMEHT pacnibiBYATOCTH LN UCCIELYEMOM CUTYya-
umnm AP

B tabnuue BrugHa xopowas chopMUpoOBaHHOCTb obnac-
Tel B NOCTPOEHHOM MPOCTPAHCTBe, KpoMe obnacTer no
chakTopy 2-1, N0 KOTOPOMY OHHM pacnJibiByaTbl, 0COBEHHO
IOns cermeHTa light users. [lononHUTENbHbIM aHanW3 pac-
nbiB4aTbix obnacrten no paktopy 2- 1 nokasbiBaer, uto BCe
OHW He chopMUpoBaHbl, KpoMe obnacTu cermenTa fight
users, KoTopasi UMeeT TpH BbIpaXkKeHHbIX NWKa pacnpeaene-
HWA (He cunTas Menkux), T.e. HeogHo3HadHa (puc.2).

Fig. 2.

2-1*: cpegHui Knacc

—{— —{l2—t {3

. 2. O6nactn ceogHbix napametpos cermenTa light users

no ceogHoMy ¢aktopy 2-1

Areas of summary parameters of the light users segment

by summary factor 2-1

MNokasaHo pacnpepeneHve 3HadeHUn pakTopa 2-1 ceoa-
HbIX MapameTpoB cermeHTa /ight users Lenesow rpynnbl
nokynarene# mebesnn u npeametos UHTepbepa. Mo ocu op-
LWHAT OTNIOXEeHa [ONS PecnoHAeHToB (B npoueHTax oT
06béMa cermMeHTa) C yKasaHHbIMH 3HaUEHHAMMW haKTopa.
MaKTop KaTerop1M3oeaH, KpHUBble pacnpenesieHHUi craaxe-
Hbl. YépHO-6enbiMu LWaprkamu ¢ BYKBOW BHYTPU NOKa3aHbl
ueHTpbl obnacten cermenTa (ob6o3HaueHo L) v ero noacer-
MeHTOB (0603HaueHo L., L,, L,); ux KoopauHaTtbl pagHbl
CpefHUM 3HadeHuaM pakTopa Ans npeacraBuTeNien cer-
MeHTa/ NOLACErMeHTOB, pa3Mepbl LUIAPHUKOB 415 NOACErMeH-
TOB NPOMNOPLMOHANBbHBI X 0ObEMY, FOPU3OHTasIbHbIE JW-
HWM C 3aCEYKaMH1 OrpaHUUMBAIOT MHTEPBAJIbI, B KOTOPbIE MNO-
nagatot 3HaveHus haktopa ans 70% npencrasutenen cer-
MeHTa,/ noacermMeHToB. [OpHU30OHTaNbHASA JIMHUA C NOMET-
kou ML ykasbiBaeT noporoBoe 3HaueHWe LOJM, Bblaens-
towew 70% npencrtaBuTene cermMenTa.

Ha pucyHke BMAHO, UTO BbIAENAIOTCS TPU KPYMHbIX NOA-
cermeHTa (0603HaueHHbIX L, L, u L), Heckonbko pasnuua-
loMUxCcs cBouMK napametpamu. Ctporo roesops, nogcer-
MeHT L, fomken GbiTb pasnenéH ewwé Ha ipa noacermMeHTa
CNeayloLEero ypoBHs, OfHAKO NPaKTUUYECKOW MNOJib3bl 3TO
HEe HeCET, TaK KaK OHW CJIMLLKOM Masibl N0 06bEMY W OTNU-
yaloTCa No CBOMM napaMeTpam HesHauuTesbHO. MoKHO
06paTUTb BHUMAHHWE eLLé Ha TpU nojcermeHTa L4, L5 7 L6
B OKPECTHOCTAX COOTBETCTBYIOLLMX JIOKAJIbHBIX MaKCHUMY-
MOB pacnpefeneHlss — OHW MOTYT CTaTb NOTEHUWUANbHO
NPUBAEKaTENbHbIMH, €C/IM TOProBoe npennoxeHue dyger
61M3KO0 K UX 06NacTAM CBOAHbIX NapameTpoB U/ Unu B 06-
nactsx cermeHtoB L, L, 1 L, KOHKypeHTHas cuTyaums oka-
>KETCA CIMLLKOM HanpsikéHHoi. O6bEM noacerMeHToB, oLe-
HEHHbIA Ha OCHOBAHWMK pacnpefefeHnst 3HaueHWH hakTo-
pa, faH B mabauye 3.

lMpumep 3. Ananusz dugpgheperyuayuu o61acmeli cBod-
HelX napamempoB ceameHmoB yeneBol epynnel nokyna-
mesel mebeau u npedmemoB uHmepoepa

[ns cutyaumu us npumepa 2 KoadpprLueHTbl AudpdpepeH-
unaumu KA obnactei cBofHbIX NapaMeTpoB CErMeHTOB Lie-
nesoM rpynnbl no daktopy 2-1 npuseneHol B mabauye 4
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(onpepeneHue 1 MHTepnpeTaLus KO3PULMEHTOB paccMOT-
peHa B pabore [6]).

B rabnuue BuaHo, uto no thaktopy 2-1 noacermento! light
users XopoLo pa3faeneHbl Mexay COBOM, a TakKe C HeKo-
TOpbIMKU cermMeHTamu. B ocTanbHOM Mexay cermeHTamu
Hab/IlofaeTCs 3HaYUTESIbHOE NepeceyeHue.

CeopHble nokasarenu audepeHumanmmu obnacrei B nos-
HOM MPOCTPAHCTBE CBOAHbIX NapameTpoB AaHbl B Tabsiu-
uax 5—6. B ma6auye 5npusepeHnl yCpenHEHHbIEe No BCeM
hakTOopam KoadhduuneHTbl guddepeHunaLlmm Kﬂj nap o6-
nacten. B nocnepHe# cTpoke oHW ycpeaHeHbl No BCeM OT-
BeTHbIM obacTsM.

B ma6nuye 6 npusesieHbl ycpeaHEHHbIE MO OTBETHbIM 06-
nactam koachpuumeHTbl ancbcbepeHumraumn K2 no kaxkaomy
thakTopy KaXkaoM 061aCTH CO BCEMM OTBETHLIMU OB1ACTAMM.

Ta6bnamua 3
O61ém noacermeHToB cermeHTa light users uenesori
rpynnsi nokynatenei mebenu u NpesMeToB MHTEPbEPa
Table 3. The volume of sub-segments of the light users
segment of the target group of furniture and interior items

buyers
MoacermeHT Aons cermeHra light users, %
L1 31,4
L2 34,0
Ls 20,6
La 1,4
Ls 7,6
Le 50
Bcero 100

Ta6bnmua 4

Koagppmument guppeperumaumm K* obnacreit ceogHbIX NApaMeTPOB CErMEHTOB LLeeBOM rpy bl Mo

Kynartenei mebenu u NnpeaMETOB MHTEPbEPA MO cBoAHOMY ¢akTopy 2-1

Table 4. The differentiation coefficient K of the areas of the summary parameters of the segments
of the target group of buyers of furniture and interior items by the summary factor 2-1

44

CermeHT no-users light users 1 light users 2 light users 3 middle users heavy users
no-users - -0,10 -0,36 -0,06 -0,90 -0,73
light users 1 -0,10 - 0,26 0,55 -0,14 0,03
light users 2 -0,36 0,26 - 0,23 -0,36 -0,37
light users 3 -0,06 0,55 0,23 - -0,01 -0,20
middle users -0,90 -0,14 -0,36 -0,01 - -0,65
heavy users -0,73 0,03 -0,37 -0,20 -0,65 -
Tabnmua 5

CeogHble nokasatenu auppepeHumaumm o61acTei CBOZHbIX MAPAMETPOB CETMEHTOB LeNeBOM rpynnbl
nokynarenei mebenu U npeaMeToB MHTEPbEPA (B paspese Nap cermeHTos)
Table 5. Summary indicators of differentiation of areas of summary parameters of segments
of the target group of buyers of furniture and interior items (by pairs of segments)

CermeHT no-users light users 1 light users 2 light users 3 middle users heavy users

no-users - -0,71 -0,68 -0,64 -0,85 -0,65
light users 1 -0,71 - -0,61 -0,53 -0,69 -0,51
light users 2 -0,68 -0,61 - -0,60 -0,65 -0,48
light users 3 -0,64 -0,53 -0,60 - -0,58 -0,54
middle users -0,85 -0,69 -0,65 -0,58 - -0,62
heavy users -0,65 -0,51 -0,48 -0,54 -0,62 -

CpeaHee no cermeHTy f 5 -0,71 -0,61 -0,61 -0,58 -0,68 -0,56

Tabnmua 6

CeogHble nokasatenu auppepeHumaumm o6nacTei CBOAHbIX NAPAMETPOB CETMEHTOB LeNeBOM rpynnbl
nokynarenes mebenu u npeaMeTOB MHTEPbEPA (B pa3pese cerMeHToB M GpakTopos)
Table 6. Summary indicators of differentiation of areas of summary parameters of segments
of the target group of buyers of furniture and interior items (by segments and factors)

®dakrop
CermeHT
21 22 2-3 2-4 2-5 2-6
no-users -0,42 -0,76 -0,59 -0,71 -0,85 -0,74
light users 1 0,08 -0,75 -0,59 -0,72 -0,81 -0,73
light users 2 -0,12 -0,76 -0,46 -0,70 -0,81 -0,65
light users 3 0,06 -0,68 -0,40 -0,75 -0,83 -0,74
middle users -0,41 -0,70 -0,55 -0,76 -0,85 -0,67
heavy users -0,38 -0,75 -0,01 -0,65 -0,82 -0,60
CpeaHee o pakTopy f f -0,20 -0,73 -0,43 -0,72 -0,83 -0,69
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B nocnenHei cTpoke oHU ycpeaHeHbl No BceM napam o6-
nacrem.

B tabnuuax BMAHO, UTO B ONpefeNnéHHON CTeneHu Bbife-

naoTca obnacTv noacermeHTos light users no caxktopy 2-1
u obnactb cermeHTa heavy users no gaxktopy 2-3, Bce
ocTasibHble 06/1acTU B 3HAUMTENIbHON Mepe nepeceKkaroTcs
¢ ocTanbHbIMU. W, HakoHel, cpeaHW KOadhbdHLHMEHT and-
dhepeHUMaLMM NO paccMaTPUBAEMOW CUTY-
aumu B uenom KA paseH -0,60, uto paér
0ObEKTUBHOE MOATBEPKAEHHE 3aMETHOrO
nepeceuveHus obnactel B NONHOM Npo-
CTpaHCTBE NOKYNaTe/IbCKOro NOBELEHMUS.
CooTBeTCcTBEHHO, Kak1e-nMbo OCHOBaHUS
[LNA NpaKTHUECKUX peKoMeHaaL i Heobxo-
OUMO UCKaTb, OTTAJIKUBASICb OT OTAE/IbHbIX
3Ha4YeHWM, He coBNaJaloLLMUX C OOLLEeN TeH-
AEeHUHeEN.

PexomeHdayuu u3 aHaAU3a U OUEHKA
agpghekma no3uUUOHUPOBAHUSA
lMpumep 4. PexomeHndayuu u3 aHanusa

dakTopos. MonynpospauHbie Urypbl COXKHOM hOpPMbI
ouepumBaloT (MHOrOCBA3HYIO) 06N1acTb, B KOTOPYIO nona-
naot 70% npepactaBuTenek Lenesow rpynbl N0 KaXKAoMy
cdakTopy.

3010TUCTbIMK 3NTMNCAaMKU OTOBPasKeHbl BO3MO>KHbIE Ba-
pHaHTbl NO3ULIMOHUPOBAHHUS.

MoTeHuManbHbIN 3hdEKT B yKa3aHHbIX 0BNACcTAX NO3ULU-
OHWPOBaHUA NpUBeAEH B mabsuye 7. YUTéM, uTo B JaHHOM

3*: akoHoM-thopmaT

1*: cpegHWi Knace

KoHueypayuu obaacmeli cBodHelx napa-
MmempoB ceameHmoB yeneBod epynnsi no-
kynamesed mebesu u npedmemoB uHme-
PbEDA U OUEHKA 3gbgheKma Nno3uyUOHUPO-
BaHus

B cutyauuu nprmepa 2 noteHUHUaNbHO UH-
TepecHble No3uuun (06o3HaueHHble yepes
/Z, / — NOpsAKOBbIM HOMEpP NO3WLUH) Me-
6eNbHOro casloHa NPeACTaB/IeHbl HA PUCYH-
ke 3. OHu onpepeneHbl B pacyéte Ha no-
MeHYuanbHelX nokynamesael (cermeHT
no-users) NyTEéM CKaHMpPOBaHUA AUanaso-
Ha U3MEHEHHUS 3HAYEeHWM (PaKTOPOB C 3a-
JlaHHbIM OKHOM.

B umMumkeobpasytowem npocTpaHcTee
LIBETHbIMU KPY>KOYKaMH NokasaHo pacnpe-
JleNleHne pecrnoHAEHTOB Mo KaTeropru3oBaH-
HbIM pakTopam 2-1 u 2-3. Paamepbl Kpy-
»KOUYKOB MPOMNOPLIMOHAJIbHBI YUCSTY PECTIOH-
[IEeHTOB C COOTBETCTBYIOLUMU 3HAYEHHUSMU

1~ anuta

371 IKCKNKO3KE

Puc. 3. BapnaHTbl no3numMoHMpoBaHus canoHa no npogaxe

mebenu u npegMeToB MHTEpbEPA
no ceoaHbIM paktopam 2-1 n 2-3

Fig. 3. Positioning options for a furniture and interior design

salon based on summary factors 2-1 and 2-3

Tabnmua 7

CpasHeHHe BOPUAHTOB MO3ULMOHMPOBAHMS CANIOHA MO NPoAaxe mebenu u NnpeaMeToB MHTEpbEPA
no ceoaHbiM pakTopam 2-1 n 2-3 B pacyére Ha NOTeHUMANbHBIX NOKynaTenen
Table 7. Comparison of the positioning options for a furniture and interior design salon based
on the summary factors 2-1 and 2-3, targeting potential customers

nosuugg:vzztsawﬂ no-users light users 1 | light users 2 | light users 3 | middle users | heavy users p eaAbelBecg:y nareas,
M1 3,0 3,7 0 0 3,6 0 2,0
M2 12,4 18,5 29,6 0 1,8 1,6 75
Mz 14,4 (0] 22,2 35,3 14,5 0 10,0
Ma 5,0 (0] 0 29,4 3,6 0 4,5
Ms 219 51,9 3,7 0 16,4 3,2 13,0
Me 30,3 (0] 48,1 0 20,0 6,3 14,0
nz 8,5 0 0 59 9,1 19,0 9,0
Ms 10,4 59,3 0 0 18,2 7.9 15,5
Mo 12,9 7,4 7,4 0 27,3 254 17,5
Mo 5,0 0 (0] (0] 12,7 333 14,0

www.bci-marketing.ru; suren@bci-marketing.ru; 8(918) 5041937



lMpakTnyecknin mapketuHr N°2 (344). 2026

cnydae apdheKT Mor 6biTb OLEHEH TOJIbKO B JONAX BbiGOP-
KM, TaK Kak BbipydyKa He 3amepsaniacb (NpeacTaBuTeNiu cer-
MeHTa No-USers HUUEro He Kynuau B MOMEHT UCCef0Ba-
Hus). lOMUMO OLEHOK A/15 CEerMeHTa no-users, NpUBeAeHbl
TaK>Ke OLLEHKM A/ peasibHbIX NOKynaTesiem, Kak no cermeH-
TaM, TaK W B LEJIOM; 3TO CAENaHO A1 TOro, YTOObI yBUAETD
06bEMDI peasibHbIX NOKynaTesem, KoTopble MOryT ObITb Npu-
BJIEUEHDI NONYMHO B KAXKAOM No3uuun. B mabuye npuse-
JeHbl CyMMapHble 06bEMbI rpynn PeCcnoHAEHTOB B KaXKAOM
cermexTe (B npoueHTax oT 06béMa cermMeHTa) Co 3HaYeHH-
AMW (PaKTOPOB B yKa3aHHbIX obnacTax.

B tabnuue BugHO, uto HaMbonblmi 3dhdekT B 3anade
NPWB/IEUEHUS NOTEHLMUA/IbHBIX MOKYnaTenel 4acT No3uuu-
oHupoBaHHe B obnactu [, koTopoe TpebyeT obpalueHHs
K NpeAcTaBUTeNsM CPefHero kKaacca. JTo npegnonaraert
OMopy Ha XapaKTePUCTUKH, 0BpasyloLue NOOXKUTEIbHOE
HanpasneHue cakTtopa 2-1 (cM. Tabn. 1): yuér ocobeHHo-
CTEN NPEUMYLLLECTBEHHO MY>KCKOW ayAWTOPHH, BbICOKOLO-
XOLHbIX NpeanpuHUMaTesien U PyKOBOLUTENEH, CKNOHHbIX
K UHOMBUAYaNbHOM AEATENBHOCTH M OCTOPOXKHbIX; U3 OCO-
GeHHOCTEN X MOKYNaTeIbCKOro NOBEAEHUS CeAyeT, uTo
HEOBXOAUMO PacLIMPUTL NpensioKeHue mebenn cpegHen
LLeHOBOW KaTeropuu (B nepByto ouyepefb — POCCHUMCKOro
npousBoacTBa), o6aBuTb pazHoobpasus matepuanos
U PacuUBETOK, MOBbICUTb KOMMETEHTHOCTb KOHCY/bTaHTOB
B UaCTW KOHCTPYKTUBHOIO U LIBETOBOIO PELLEHHS, & TaKxkKe
OTAE/I0YHbIX MaTepHanos.

MoskHo paccMoTpeTb Takxe nosuuuio M, He npeanona-
railowyto crneyuasbHOM aKTUBHOCTH MO KaKoMy-nnbo Ha-
npaeneHuio. Bce ocTanbHbie NO3WUUMK BbIFNSAAT 3aMETHO
MeHee NpUBeKaTeNbHbIMU; UX PACCMOTPEHHE ONpaBAaHo
TONbKO B cnyyae, ecnu nosuumnu M, u I, no kakum-nu6o

npuurHam ByayT HegocTynHbl. B (nonyTtHoi) 3apaue npu-
B/leUEHUs peasnbHbIX NOoKynaTeneh HabnoaaeTcs HECKOb-
KO NPUBIN3UTENBHO PABHO3HAUHbIX MO3ULMKI; Ha JAHHOM
3Tane fgeTasibHO UCCNeA0BaTh UX CMbIC/1a HE UMEET, TaK Kak
Janee 3Ta 3afjaya ByfeT paccMoTpeHa cneuuanbHo.

[ns nosMuMoHUpoBaHua MebebHOro casioHa B pacuéTe
Ha pea/IbHbIX NOKyNnaTesien pacCMOTPHUM NO3ULMOHUPOBA-
HHe B LeHTpax obnacTen CBOLHbIX NapaMeTpPoB CErMeHTOB
(cm. puc.1,2); cooTBeTCTBYIOUME NO3HLUK 0OBO3HAUEHDI Ye-
pes M, ie{L,L,L,MH}. B mabruye 8 npusenén noten-
LManbHbiM 3dEKT ANA KaXKA0ro BapuaHTa No3ULHUOHHUPO-
BaHWS, BblYXC/IEHHbIW MO O6BEMY rpynn PecrnoHAeHTOB.
B naHHOM cnyuae ero MOXHO 6bIsI0 OLEHWUTb U ANS NOTEH-
LManbHbIX nokynatenei. B tabnuue naH taxkske achdpexT ans
MaKCUMyMa pacnpeesneHus peasbHbiX NOKynaTenen B Le-
noM (cooTeeTcTByioWasn obnacTb NO3ULUOHUPOBaHHA 060-
3HaueHa uepes I1,). Mpu1eeaeHbl cymmapHble 06bEMBI rpynn
PECNOHOEHTOB B KaXXAOM cermeHTe (B npoueHTax ot
0O6bEMa cermMeHTa) co 3HaueHUAMU PaKTOPOB B yKa3aH-
HbIX 0BnacTaX.

B tabnuue BUAHO NPEUMYLLECTBO MO3HULUOHUPOBaHUS
B MakCMMyMe pacrnpefe/ieHusi peasibHbix NoKynatenem B Le-
nom. Ecnu >ke cTouTt 3agada no3MLMOHUPOBATLCS B pacyé-
Te€ Ha OTAE/IbHbIM CErMEHT, TO 3AECb XOPOLUUI pe3ynbTart
MOXeT OblTb JOCTUIHYT AN cerMeHToB middle users
u heavy users. MNo3MUMOHUPOBaHHE B PACUETe Ha OAMH U3
noacermeHtos /ight users (€4MHbIM NO3ULUOHUPOBAHHUEM
NOKPbITb UX HE YAacTca, 4To NoaTeepXKaaeTca B Tabnuue
HyNneBbIM 3OHEKTOM A/ HELEeNeBbIX NOACErMEHTOB) Bbl-
FNSAAWT CYLLECTBEHHO XY>Ke.

B ma6auye 9 npueenéH noteHuManbHbIM 3hdEKT Ans
KaXKA0ro Bap1aHTa no3uLMOHUPOBAHUS, BbIUUC/IEHHDIW MO

Ta6bnmua 8

CpasHeHue BOPUAHTOB MO3ULMOHUPOBAHMS CANOHA MO Npoaaxe Mmebenn u npeaMeToB MHTEpbePa MO CBOAHBIM
¢akropam 2-1 n 2-3 B pacyéte Ha peansHbix Nokynarenei (Mo o6vémy)
Table 8. Comparison of the positioning options for a furniture and interior design salon based
on the summary factors 2-1 and 2-3, calculated for real customers (by volume)

nosnu(:g:zg:BaHMﬂ no-users Light users 1 | Light users 2 | Light users 3 | Middle users | Heavy users peaAbel:cl;ggy nareu,
M 12,4 63,0 0 0 16,4 4,8 14,5
M2 249 0 66,7 0 10,9 1,6 12,5
Mus 10,0 (0] 0 82,4 55 0 9,5
Mw 15,9 222 74 0 34,5 17,5 19,0
My 5,5 0 0 0 21,8 41,3 19,0
Mr 224 18,5 259 0 32,7 20,6 215
Tabnuua 9

CpasHeH1e BAPUAHTOB NO3MLMOHMPOBAHMS CAIOHA MO Npofaxe Mebenu u NpeaMeToB MHTEpbepa
no ceoaHsiM paktopam 2-1 n 2-3 B pacuyéte Ha peansHbix nokynartenes (no goxogy)

Table 9. Comparison of options for positioning a salon for the sale of furniture and interior items

on the summary factors 2-1 and 2-3 in calculation on real buyers (by income)
nosnugg:i:?sal-mn light users 1 light users 2 light users 3 middle users heavy users p ea/\bel;acfggy nareas,
M 63,0 0 0 16,4 52 11,8
M2 0 66,7 0 10,9 1,7 8,9
M (o] 14,8 529 12,7 52 9,8
Mw 22,2 7,4 0 34,5 19,0 21,0
My (o] 0 0 10,9 39,3 22,6
Mr 3,7 3,7 0 30,9 33,4 255
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Puc. 4. Pacnpenenenne nokynarenes mebenn u npesMeToB MHTEPbEPA MO JOXOAY
Fig. 4. Distribution of furniture and interior design buyers by income

0oxo0dy OT rpynn pecrnoHAEeHTOB; COOTBETCTBEHHO, CErMEHT
no-users He BKJIIOYEH, TaK KaK ero NnpeAcTaBUTENH B MO-
MEHT UCCIeA0BaHHUS HUYEro He Kynunu. Yepes [N B gaHHOM
cnyyae 06o3HayeHa 061acTb NO3ULMOHUPOBAHUS C LIEHTPOM
B MaKCMMyMe pacnpegenieHus 0oxoda oT peasbHbiX NOKy-
natenen B uenom. B tabnuue npuseaér cymmapHbii goxoq
OT rpynn pecnoHAEeHTOB B KaXKAOM cermeHTe (B NpoLeH-
Tax OT JOXOfa BCEro CEerMeHTa) Co 3HaYyeHUAMU (paKTo-
pOB B yKa3aHHbIx obnacrax.

B tabnvue BMAHO, UTO pe3ynbTaTtbl NO3ULUOHUPOBAHMA
B 061acTAX CBOAHbIX NAapaMeTPOB CErMeHTOB heavy users
u middle users GAu3Kn K MaKcUMasibHOMY (KOTOPbIH, ecTe-
CTBEHHO, f,OCTUraeTCs B MAKCUMYMe pacrnpenefieHnst LOXO-
[a) W, TakuM 0OpasoM, AN ITUX CErMEHTOB IOrMUHO NO3H-
LIMOHMPOBaTbCA B X Makcumymax 1, u I, 1mbo B rnobans-
Hom Makcumyme . Ecnn ke ByieT npuHaTo pellieHme Bbib-
paTb B KauecTBe LIeNeBOro cerMeHT /ight users, To Heobxo-
LWMMO MO3ULIMOHMPOBATLCS B MAKCUMyMe pacrnpenesieHus
COOTBETCTBYIOLLErO NOACErMEHTa; NPU 3TOM, OAHAKO, HAA0
MMETb B BUAY, YTO 3hpPeKT NPUB/IEUEHUS peasibHbIX NOKY-
natenem B Luenom ByaeT HEBbICOK.

Pucyrok 1nokasbiBaeT, uto 061acTb CBOAHbIX NapameT-
POB cermeHTa heavy users TAroTeeT K IKOHOM-hopMaTy me-
6esIbHbIX MarasvHOB M (B HEKOTOPOM CTeneHu) K napamert-
pam cpefHero knacca. Takum o6pa3om, Ans NO3ULUOHH-
pOBaHHA B pacuyéTe Ha heavy users Heobxoaumo (cm. Taba.
1) B NnepBy1O OUepefb YUUTbIBATb UX XapPaKTEPUCTUKH B NO-
JIOXXUTENIbHOM HanpaefeHuu chaktopa 2-1 v (gononHuTeb-
HO) B NMOJIOXKMTE/IbHOM HanpasneHuu haktopa 2-3.

O6paThM BHUMaHWe, UTO NPH 3TOM BO3HHUKAIOT onpege-
JIEHHbIE NPOTUBOPEUUS:

+ chakTop 2- 1+ accoummpyeTcs C BbICOKMM BOXOA0M, dhaK-
TOp 2-3+ — C HU3KKUM;
¢ chakTop 2- 1+ accounupyeTcs C OCTOPOXKHOCTbIO, haK-
Top 2-3+ — cO CTpeMIeHUEM K NepeMeEHaM U CKJIOHHO-
CTbIO K PUCKY.
[ns ux paspelueHns pacCMOTPUM pacnpenenieHus npo-
TUBOPEUUBbIX XapPaKTEPHUCTHUK LIS NPEACTABUTENEN CErMEH-
Ta heavy users.

lpumep 5. flonoaHumeneHoe uccaedoBarue npomuBo-
peyuli B xapakmepucmuxkax ceemeHma heavy users no-
kynamenel mebenu u npedmemoB uHmepbepa

MNMpoponxas uccnenoeaHue npumepa 4, uccnepyem xa-
PaKTEPUCTUKHM NOKynaTteneih mebenun U NnpeLMeToB MHTEpbe-
pa, No KOTOPbIM Hab IO AAITCA NPOTUBOPEUMS ANl CErMEH-
Ta heavy users. Ha pucyrke 4npepcraBneHo pacnpegene-
HWe NpeACTaBUTENEN CErMeHTa No AOXO4Y.

lNokazaHbl pacnpeneneHus npencTaBUTeNen LeneBom
rpynnbl nokynatenei mebenu v NpeAMETOB UHTEPbEPA MO
aoxopy (ona cermeHTa heavy users v BbIBOPKH B LieSIOM).
Mo ocu abeumce oTnoxeH goxopn (pybnu Ha uneHa cembu
B MecsiLl), N0 OCH OPAMHAT — [ONS B NPOLEHTAX OTHOCH-
TENbHO YUCNIEHHOCTH cermMeHTa (BbIBOpPKH).

Ha pucyHke BUHO, UTO NpencTaBUTENM CermeHTa heavy
users BO MHOFOM fieKnapHvpytoT 6onee HU3KUM LOXO[, YeM
B cpeaHeMm no Bbibopke. C apyroi CTOPOHbI, CPeaU HUX Cy-
LLLeCTBEHHO BObLUE WL, OTKA3aBLUMXCA Ha3BaTb CBOW J0-
xog, (44,5% npotus 30,3% no scei Bbibopke). OnbIT MHO-
»KecTBa UCCNefOBaHUM FOBOPUT O TOM, YTO OTKa3 0BbIYHO
CBUAETE/IbCTBYET O LOCTATOYHO BbICOKOM [OXOAE PECMOH-
AEHTa, UTO U BbII0 NPEANONONKEHO B AAHHOM UCCNEA0BAHUH.

www.bci-marketing.ru; suren@bci-marketing.ru; 8(918) 5041937



lMpakTnyecknin mapketuHr N°2 (344). 2026

Tem He MeHee, oA KOPPEeKTHOro Uc-
No1b30BaHUA 3aAB/IEHHOINO 4OXo4a B He-
JIMHEWHOM KaHOHWYECKOM Koppenayu-
OHHOM aHa/In3e nepemMmeHHaa «aoxon»
6bina obbaBAEHa He I'IOpﬂD,KOBOI\/‘I, a HO-
MMHaJ'IbHOl:i, 4YTO NO3BOJIUZIO NOJNTY4YUTb
HEe3aBUCHUMYIO KBaHTM(bI/IKaLIMIO Ana Ba-
PHaHTa «OTKa3».

npOBe}J,éHHbII;I aHa/In3 NokKa3biBaerT,

UTO Ha MpaKTUKe B KaMNaHWW NPOLBHU- ! @
>KEHUS NPeanoYTUTENIbHO BCE XKe OpH-
€HTUPOBAaTbCA Ha /L, C BbICOKUM [O- o @
XOA0M.

YTo ke KacaeTcs ncuxorpaduyeckmx
XapaKTEPUCTHUK, TO COBMECTHOE pacnpe- 2 D

JefleHne CaMOOLEHOK OCTOPOXKHOCTH
U CKIOHHOCTH K PUCKY He NOKa3aso 3Ha-

UMMbIX OT/IMUMI CErMeHTa heavy users 1
oT cpegHero no ebibopke. B 1o ke Bpe-
M5, KOMOUHaALMSA OCTOPOXKHOCTH CO
CTpeM/ieHUeM K nepemMeHam 415 CermeH-
Ta CYLLLECTBEHHO OT/IMYANIOCh OT CpefHe-
ro no BbiBopke (puc. 5).

[aHbl pacnpefeneHusi CaMOOLEHOK
PecnoHAEeHTOB: Ha OCH abcumuce — YacT-
HOe MO XapaKTepPUCTUKE «OCTOPOX-
HbIM», HA OCU OPAMHAT — YacTHOE MO Xa-
PaKTEPHUCTUKE «CKIOHHbBIM K pa3yMHOMY
pHCKy», B OCHOBHOM noJie rpacdmka — no
LBYM XapaKTepucTHKam coBMecTHo. Mo-
NyLWapKUKK NOKasbiBaIOT pacnpegeneHve
3HaYeHWH OLEHOK KaXkKAoW XapaKTepu-
CTUKH OTLE/BbHO, NOJIHbIE LIAPUKK — CO-
BMECTHOE pacnpefesieHue OLEHOK ABYX XapaKTepHUCTHK.
Mosbie WaprKku 1 NoNyLLIAPHUKK NOKA3bIBAIOT pacnpeaeneHu1e
OLEHOK MO BCeW BbIBOPKE, LIBETHbIE LUAPUKK — MO CETMEHTY
heavy users. Pa3mep LiapHKOB 1 NO/YLLAPHKOB NPONOpLMO-
HaJleH YUC/y PECNOHAEHTOB C 3TUMH OLIEHKaMHU.

Ha pucyHke BMAHO, UTO ANs NpefcTaBUTEsIel CErMeHTa
heavy users CBOWCTBEHEH, B OCHOBHOM, BbICOKHI YPOBEHb
CTPEMJIEHUS K NEPEMEHAM NPU CPeLHEM YPOBHE OCTOPOXK-
HocTh (06nactb O,). [ipyrue BapuaHTbl ANs HUX He Xapak-
TepHbl, a B 06nacTax O, (HEBbICOKMI ypOBEHb CTPEMNEHHS
K nepeMeHaMm U BbICOKas 0CTOPOXHOCTb) U O, (H13Kwi ypo-
BEHb CTPEMJIEHHS K epeMeHaMm W CpeHss OCTOPOXKHOCTb)
OHM OTCYTCTBYIOT BOBCe. Ha npakTvke 310 03HauaeT, uto U3
UCCeOBaHHbIX XapPaKTEPUCTHK Jiydlle B KaMnaHWu npo-
LBUXXEHWSI UCMONb30BaTb CTPEMJIEHUE K NepeMeHaMm, B TO
BPEMsi KaK OCTOPO>KHOCTb U CKJIOHHOCTb K PUCKY MOXHO
HEe Yy4MTbIBaTb.

N

o
7

0

Ouerka abcositomHol npuBaekamesbHoCmu CeemeH-
moB yeneBod epynnel

lMpumep 6. Ouerka abcoaromHol npuBnexkamenpHocmu
ceamenmoB yeneBol epynnel nokynamesel mebenu
u npedmemoB unmepsepa 8 npocmpaHcmBe cBoOHbIX
napamempoB

Mpopomkas uccnepnosanue Mpumepa 5, oueHnum abco-
JIIOTHYIO NPUB/IEKATENIbHOCTb CErMEHTOB LIeJIEBOM rpynnbl
C NpuUBNieYeHUE AaHHbIX TenedoHHoro onpoca (ctagus 2

CTPEMALLIMMCA K NepemMeHan
[=2]
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OCTOPOKHBIN

Puc.5. CoemecTHOE M YacTHble pacnpegeneHns oLueHoK n0KynaTeneﬁ
mebenm n npeagmMeToB MHTepbepa Mo XadpakTepUCTUKAM «OCTOpO)KHblﬁ»

M «CKIOHHbIA K pA3YMHOMY PHCKY»

Fig. 5. Joint and private distributions of customer ratings of furniture
and interior items based on the characteristics of «cautious» and «willing

to take reasonable risks»

NpPeacTaB/IEMOro UCC/efOBaHUsA); HaNOMHUM OCHOBHbIE
nokasatenu, onpegenértbie s pabote [2]: 11,7% nomoxo-
3AMCTB COBEPLUMM NOKYNKK Mebenu pasHbiX K1acCoB B Te-
ueHue roaa; M3 HUX Mmebenb TOM LEHOBOM KaTeropmu, 4to
6bina 3ajaHa 3akasuukoMm, Kynuau 7,8% wam (c yuétom
06LLeN UNCNIEHHOCTH OMOX035HMCTB B ropofe) 34 679 no-
MOXO3AWUCTB; abCOMIOTHbIN 0ObEM M [OXOL, OT CEerMEeHTOB
npveenéx 8 mabauye 10vccnenosanus [2]. AHanoruuHbim
0bpa3om onpefenMM nokasatenu s noacerMeHToB light
users (BKitouyas ¥ Mesikue), BblLeNIeHHbIX B NnpuMepe 2
(taba. 10).

[LlaHHble TabauLbl NO3BONAIOT OLEHUTb NPUBAEKaTE b~
HOCTb Ka)KAoro nofcerMeHTa B 4aCTW TOrO, KaK MOTEHUH-
a/ibHas BblpyyKa COOTHOCHTCS C 3aTpaTamu Ha ero npueJie-
yeHue. B yucne npoyero sBuaHO, YTO MeJIKUe noacerMeHTbl
TaK’Ke JOCTATOUYHO NPMBJIEKATE IbHbI U MOXHO UX paccMmar-
puBaTb Kak NoTeHLUasIbHO LiefieBble.

3aknioueHue (Conclusion)

PeweHue 3apgau npopsuykeHus Toeapos,/ ycnyr/ Topro-
BbIX MapoK,/ ¢1pM Ha 6ase MHopMaLmK O NoKynaTenb-
CKOM NoBeAEeHUU NpeacTaBUTENIeN LieNIeBOM rpynmnbl OaeT
BO3MOXXHOCTb Yy4e€CTb €ro OCO6eHHOCTM U BbISABUTb TUMKHUYHbIE
noeefeHYecKue natTepHbl. AHaNU3 CTPYKTYPbl U CBA3EH
B NaHHbIX NO3BONIAET OYEPTUTD o6nacm CBOAHbIX Napa-
METPOB CEFMEHTOB Lie/1IEBOM Fpynnbl (YY4UTbIBAKOLLUX UX
nokynatesbCckoe NoBefeHUe, a TakXe ColualibHO-
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JeMorpadmrueckue U ncuxorpaduyeckue XxapakTepucTu-
KW) Y OLEHUTb NPUB/IEKATE/IbHOCTb NO3UMLUOHUPOBAHUS
B HUX. B uesiom ato cospaér ocHoBy ans BbipaboTKW noa-
XO[0B U CNOCOBOB NPUBJIEUEHUS NOKYNaTeNen, QAKX
HaubonbLWKI 3PGEKT B CMbIC/IE NPUBAEYEHHOrO 06bEMA
LlesIeBOM rpynnbl (MKW OTAENbHBIX CETMEHTOB) U MonydYae-
MOro foxoja.

B HacToswen paboTe uccnenosaHo NoKynaTenbcKoe no- Moacermenr | A0 B “e"‘;‘/BO“ ncno. Bb’PY6‘"‘a’
v v rpynne, OMOX03AUCTB | MAH . B ro,
BefieH1e NpeLCTaBUTENIeN LIeNIeBOW rpynMbl B CBSI3U C UX CO- icd A ok A
LMaNbHO-AEMOrPathHUECKUMM W NCHXOrpacdhuecknmm xa- | et users 1 235 8146 386,44
pakTepucTukamu. PaccmoTpeHre npoBefeHO MeToAaMu, light users 2 235 8146 386,44
KaK aHanM3a CTPYKTYpbl JaHHbIX, Tak U aHanu3a CBsA3eH light users 3 148 5137 243,70
B laHHbIX, YTO NO3BO/IM/IO WCC/IEAOBATL NOKYNATENbCKOE [ ooy 0.8 294 13,95
nosefeHue camo no cebe 1 ero ces3b C APYrMMHU Kaccamu -
light users 5 53 1844 87,48

XapaKTePUCTUK.

B cosokynHocTH ¢ pabotamu [1, 2] HacToswas ctatba | light users & 26 904 42,89
[LaéT NoJIHOE ONUCaHWe UMHTErPUPOBaHHOMO NoAX0 A K aHa- 3:::;/;62; (Ielrg(!:t 706 24471 1160,9
JIM3y NOKYynaTeNbCKOro NoBeAeHWUs BO BCEX €ro acrnekTax '

MU OTHOLUEHUAX.
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