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OnieHKa CTOMMOCTH 3€MJIH 04eHb BaKHA B YCIOBHAX ropoja, oHa 0/l
YKa3bIBaTh NPaBHALHbIA H NPUOBLILHLIN [IYyTh Pa3BUTHA IOPOACKUX MOCENEH
INMoa npaBuAbHBIM TNyTeM WCNONb30BAHHA 3EMIHA TOHMMAKOTCA He TO
BBIrOJIa, KOTOPYIO AODKHBI GYAyT nonyuaTs COGCTBEHHMKH 3eman W AMIN
NIPOU3BO/IAIINE Ha HeH YIyYlleHHWA, HO M Te JIMNA, KOTOpPHIE H COCTAR/Ml
OCHOBHOe HacelleHHe ropoja. IIpH oueHke 3eMIH MoceneHHH H BO3MOXKHLIX 08
YAYHIIEHHH, B NOCNE/HEe BPeMs, HCTIONB3YIOTCS METO/bI, ONpEACsIOnMe WY

BEPOATHBIH JI0X0I, HE YYHTBIBAIOLIHE, HANMpPUMep, OOLIECTBEHHYIO 3HAYHMMOUTL
H PauHOHANBHOCTh 3THX YJy4LIEHHIA.
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Onpenenenne QyHKNHOHAILHBIX FPAHKI KAK OCHOBA NOCTPOCHHN

OCT - MBPKUTHH]‘OBHE HCCHCJIOB&HIU[,
KOHUEeNnUHH >PPeKTHBHOCTH MAPKETHHTA

! _  GronKeTHpOBaHHE.

g Varimax MO3BONANO
MpumencHue (HaAKTOPHOTO aﬂuma: t;‘;i::;::: ppsAMoil  MApKETHHI,
B Hactosmee BpeMs MapKeTHHI' HCIBITEIBAET OONBLIOH MpPECCHHr Hi-il pcenenopaTeniM ppisiBUTE 4 oc:::;iomeu““ ¢ oﬁmecmcﬂnocnma““l;
HECNOCOOHOCTH  NpOAeMOHCTPHpOBaTh  PHEeKTHBHOCTE  HCMONb30BAHMM yrpas/ieue MapKeTHHIOM, B3aM B npoaeneﬂﬂom uccneignm“
CPeJCTB, BbIENAEMBIX BBICIOHM YNpaBleH4YecKHM 3BeHOM komnanuu [1]. Kak GpeH/IHHT. HecmoTps Ha TO, HTO pe':onomum‘lbﬂm'“ BIMAHMMA CTIOC Hoc“
1oKa3ajia NMpaKTHKa OrPOMHOE KONHYECTBO pa3pabOoTaHHBIX METPHK, He CTANN crano NOATBEPKACHNE UIOTE3b (:( b 0By pegymmmsua““u
naHaleed s pYKOBOIMTENEH MapKeTHHTa, TO-MPeXHEMY OCTaBIAs BONPOL WIMepEHHS > PeKTUBHOCTH map MHpOBAHHS (bYHKunonaanmx p e
3¢ eXTHBHOCTH MapKeTHHIa OTKPLITEIM [2, 3]. OMNAHNH, niepBOHAYANBHOMY aTany ‘h"?moe puvmanue. LA topmupoBaH
OrcyrcTBHe O0OWENPHHATOR KOHUENUMH 3(QdeKTHBHOCTH MapKeTHHIN :apxeTHHI‘a fpino yAEneHo HenocTaTo
o0bACHSeTCA MHOTHMH TIPHYHHAMM, HO OCHOBHOW, 10 MHEHMIO aBTOP,

nposeny 1

pccnenosaTelin -

it nesTelbHOCTH JI0BAHWH,
MapKeTHHIOBO

= cnucKka BUOB

ABISAECTCH OTcyTCTBHe NPHHATOH npod)eccuouanbnmu CDOGII.[BCTBOM KOHLEIMUHH

AmMX  KONHUECTBEHHBIX uccres .

e rIyOUHHBIX yntepBbio  6€3 “Jgac::“::“onmywux TEPMHUHOB H ycm;;;;usg::ﬁ
MapKeTHHra M pa3paboTaHHO# B COOTBETCTBHH C 3ToH Mozensio TeopHell ONTBEPHKAAIOUIAX of(HO3HAY \@DKETHHIOBO nesTensHOCTH. o
¢upmbl. Kak cneacteue sTot mpobnemsl — CpeiiM TEOPETHKOB H MPaKTHKON BLISBACHHON CTPYKTYPH! o nc}:ona““u CTPYKTYP2 MapKETHHIO
MapKeTHHTra OTCYTCTBYET 4YeTKOe MOHMMaHHe TOro, 4To BXOAMT B Habop [pUuHHe nokasaHHas B Hco:i1 . yﬁenWBHOﬁ' ks
KOMIeTeHUMit OT/iena MapKeTHHIa H Kakue (yHKLUMH OH JIOJDKEH BBITONHATH, JlesTeNBHOCTH HE Kaxercs ocTaro e Mapxﬂﬁﬂmnoﬁ q))iHKILHH perwe
bonee rnobaibHbIM CTAHOBUTCS BONPOC © HEOOXOAHMO paccMaTpHBaTh Tpobnema ompeneneHni :: seT B CTpaBax ¢ paspuTON IKOHOM “Hm,_
MapKETHHT TO/bKO Ha (yHKIHOHANBHOM YPOBHE HIIM BOCIPHHHMATL MapKeTHHI OCTIOKHACTCA TeHeHIi NOCHEAH 5 CMEIEHUH BOCTIPUSATHA Mapxernaﬁo‘;
KaK pacrpefe/ieHHBIE 0 BCEHl KOMIAHWH Mpouecchl W LieHHocTH. Bo BTOpoM CVIHOCTB KOTOPOH saxniotlae'l':lamﬂoe panpasneHne 6usHeca, 2 b
ciydae peub MueT o0 oOmeH PpBIHOYHOH OpHEHTAlMH KOMIAHHH, KOIM mapkeTHur — 370 He (yHKIHA aqwaaIAn  KOTODHIX y4acTBYK v
OT/e/IbHbIE (PYHKIMH MAPKETHHIa BHIXOAAT 3a Npee/bl OQHOT0 HoApa3AeieHus npoueccos  H LeHHOCTEH, !L pe hTaTe JAHHOTO wsMeHeHus Map e
U CTAHOBATCS Kpocc-(QYHKIMOHANBHBIMYU npoueccamu [4, 5]. nopasAeneHus kommnannu [1]. 6“1::3“ ¢ ojHO# CTOpOHbI, RO B TO WKe o

B HacTosueidi crathe aBTOp TMNOAYEPKHBaeT HEOOXOAHMOCTE ABHOIO CTaHOBWTCS Gonee 3HAUAMBIM B xe‘rm;mm“ NeATENHHOCTH EL KOMnaH““chT
onpejenenus rpanuy Macmraba mapkeruHra (scope of marketing) ¢ nenbio Bpems POHCXOIHT auddy3ust Map [7). Taxoe sBNeHWe KpauHe ycnoﬁ:‘ e
MOCTPOEHHsA COCTOATENbHOMH KOHIENLHH dPdeKTHBHOCTH MapKeTHHTa. c.{.pm-emqecxoi’l HuaHec-eIMHANE xe‘n;“m’ [OCKONbKY PasMBITBIC rpaemm,

Don O’Sullivan 1 Andrew V.Abela B cBoeM HcCleNOBaHMH OLEHKH W3MepenHe wmnuocm map! KeTHHIA He no3BoNA0T KOPPEKTHO Z:coBHe
BKIIaJla MapKeTHHra B OOILyl0 pe3yinbTaTHBHOCTb KOMMAHWH paccMaTpHBAIN paIHAHBIX BHJIOB AKTHBHOCTH ‘::: DeSYBTTH, HY BIMAHAE HA ¢uubm0q“0ﬁ
MapKETHHIOBblE BH/bl JIESTEIILHOCTH, KOTOPbE COCTABJIAIOT OCHOBHYIO 4acTh HM 3aTpathi, HH onocpeﬂ°““;o yro B KOMMaHMsx ¢ ABHON P“ i
THIIMHHOrO MapkeTHHroeoro Giomkera [6]. Tlo uX MHEHHIO, MapKeTHHIOBas noxazateny. Osnauact nm s © sdheKTHBHOCTE MapKeTHHTa, Wi
NeATEeNbHOCTh BIMSET HA ONOCPEAOBaHHBIE PE3y/bTAaThl (3HAHMS, YYBCTBA M HO WIMEPHT

opuem‘auueﬁ HEBO3IMOK
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obiiee TOHMMAHME (DYHKIMOHATBHBIX TPAHMIL MapKeTHHIa MOKET cTaTh
OCHOBOM OCTPOCHMS KOHNUENIMHA HPHEXTHBHOCTH MAPKETHHIA.
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VJIK 658
E.A. XpamoBa

TpamMenenne KOHUENIHH AyYTCOPCHNTA 1I5l NOBLIEHHRA
3pPeKTHBHOCTH HHHOBAHOHNOH NeSITeTLHOCTH npeAnpHSTHI

B nactosmee Bpems (akT, 4TO OJAHUM H3 onpeensiomyux HakTopos
BLDKHBAHMS B KOHKYPEHTHOH cpeae JIONTOCPOYHOrO  (PYHKIHOHUPOBAHUS
NpeANpHATHI SBJISCTCH TEHJACHUMA K nosbineHulo I(PHEKTUHBHOCTH  HX
WHHOBALMOHHON jesTensHocTH. B Poccun Haubosee akTyaibHa W OCTPO
obo3nauena  npobnema  COBEPHICHCTBOBAHMA cHCTeMbl  YnpaslieHHus
WHHOBALMOHHOM AeATENIBHOCTHIO.

HiHHOBAaLMOHHBIE  Tpoliecchl  Ha OTeYecTBEHHBIX
NIPOTEKAIOT B YCIOBHAX YCTAPEBIINX ynpasJieH4eckux CTPYKTYp H METO/IOB, 4TO
HeraTHBHO BiMseT Ha 3PPeKTABHOCTD WHHOBAIMOHHOM JIEATENIbHOCTH B IICJIOM.
WsbexkaTh ATOro M03BOJNAET TNPUMEHEHHE COBPEMEHHBIX YTPaBICHYCCKAX

npeanpHATHAX
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