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TOBapoB. PaccMOTpeHbl BaKHEWIIME IapaMeTphbl AESATEIBHOCTH OpPTraHU3aluH,
OMpEeNIEeNAIONIME BHIOOP U YNpaBICHUE MApPKETUHTOBBIMM KaHajlaMM Ha PbIHKaX
MIPOJOBOJILCTBEHHBIX ~ TOBAapOB,  KOTOpPBIE  HWHTEIPUPYIOT  KOHKYPEHTHBIC
MPEUMYIIECTBA OPraHU3aIuU U ONPEAEIISIOT BRIOOP NEPCIEKTUBHBIX HAMIPABICHUMA
MapKETUHIOBOM AESTENIbHOCTU: IIEHHOCTD JJII MOTPEOUTENS; BRIPYUYKa OT MPOJAK;
pentabenbHOCTh.  lIpencraBienbl  paznuyHbie  (AKTOPBI,  OMPEEISIONINe
3 PEeKTUBHOCTh MApPKETMHIOBOTO KaHaja Ha pPbIHKaX MPOJAOBOJIBCTBEHHBIX
ToBapoB. Ilpu KOHTakTe C MOTpeOUTENeM KOMMAaHUS BCTyHaeT B TMIPsIMbIC
OTHOILICHHUS C TOTPEOUTEISIMU TIOCPEACTBOM TMPSIMBIX TPOJAXK, MPSIMOIO
MApKETHHTa,  TEJIEMAapKeTUHIra,  JJIEKTPOHHOrO  MapkeTuHra.  Henpsmbie
MAapKETUHTOBBIE KaHAJbl MPEINOIaraloT HAJINYHE BCEBO3MOMXHBIX MOCPEIHHUKOB:
ONTOBUKOB, JUCTPUOBIOTEPOB, PO3HUYHBIX TOPTOBIEB. DJIEKTPOHHBIA MAPKETHHT
oOnasaeT HauOOIBIIMM TIOTEHIIMAIOM TPUBJICUYCHUS] HOBBIX MOTpeOUTENeH cpeau
BCEX MApPKETUHIOBBIX KaHAJIOB Ojarojapsi BO3MOXXHOCTH YCTAaHOBUTH CBSI3b C
IEJbIM MHUPOM HOBBIX MOTEHIMAIBHBIX KIMEHTOB TMPU HE3HAYUTEIbHBIX
MapKETUHTOBBIX 3aTparax. D(PGEeKTUBHOCTh PabOThl MApPKETUHTOBBIX KaHAJIOB
CBSI3aHA C PAa3HOM CTPYKTYpOHM 3aTpaT Ha HUX. [IpsiMble MapKETUHTOBBIE KaHAJIbI
MpeAnojaraloT HauboJsiee BBICOKYIO MapKy, HO Ha MX MOJJEp>KaHUE KOMIAHUS
BBIHYJI€HA pacX0J0BaTh CEPbE3HbIE NOMOIHUTEIbHBIE cpeicTBa. Henpsamoii kanan
INPUHOCUT 00JIee HU3KYIO MapKy, HO TpeOyeT U MEHbIIIE PacXOJA0B Ha MapKETHUHT.
Kaxx b1l kaHam uMeeT CBOM YpOBEHb KauecTBa oOcmykuBaHus. Mcnonb3ys mpsmMoit
MapKETUHT, KOMIIAaHUU KOHTPOJMPYIOT KaueCTBO CEpBHCA, TMOKO pearupyroT Ha
HOBbIE TpEOOBaHUSI B OTHOIICHUU OOCITY)KUBAHUS, W3MEHSIOT TPOAYKT B
COOTBETCTBHM C TOXKEJIIAHUSMHU 3aKa3zuuka. HempsiMol MapKeTHUHT MpeArnoJiaraet
OTCYTCTBUE TPSIMOIO0 KOHTAKTa MEXIY KOMMAHUEHU-MIOCTABIIMKOM W KOHEUHBIMU
MoKymnareisiMu. B pe3ynbrare KOMIaHUU CTAHOBATCS 3aBUCHMBIMHU OT HapTHEPOB-
JTUCTPUOBIOTOPOB, KOTOPBIE OepyT Ha ceOsi MPEOCTABICHUE CEPBHUCA KOHEYHBIM
NOTPEOUTENSIM.

Abstract. The article highlights the main factors influencing the effectiveness

of various marketing channels in the food markets. The most important parameters

1576



International agricultural journal 4/2022

of the organization's activity are considered, which determine the choice and
management of marketing channels in the food markets, which integrate the
competitive advantages of the organization and determine the choice of promising
areas of marketing activity: value for the consumer; sales revenue; profitability.
Various factors that determine the effectiveness of the marketing channel in the food
markets are presented. In contact with the consumer, the company enters into a direct
relationship with consumers through direct sales, direct marketing, telemarketing,
electronic marketing. Indirect marketing channels involve the presence of all kinds
of intermediaries: wholesalers, distributors, retailers. Email marketing has the
greatest potential for attracting new customers of all marketing channels due to the
ability to connect with a whole world of new potential customers at a low marketing
cost. The effectiveness of marketing channels is associated with a different cost
structure for them. Direct marketing channels offer the highest margins, but the
company has to spend significant additional funds to maintain them. An indirect
channel brings lower margins, but also requires less marketing costs. Each channel
has its own quality of service level. Using direct marketing, companies control the
quality of service, respond flexibly to new service requirements, change the product
in accordance with the wishes of the customer. Indirect marketing involves the
absence of direct contact between the supplier company and end customers. As a
result, companies become dependent on distribution partners who take over the
provision of services to end consumers.

KiueBble ¢JjI0Ba: MApKETHUHTOBBIE KaHaJbl, CTPATETMYECKUE MOIXOIbI,
MapKCTHHT B3aMMOOTHOIIIEHUH C KIINCHTAMU, HpOJIOBOJIBCTBeHHBIP'I TOBApBLI.
Keywords: marketing channels, strategic approaches, customer relationship

marketing, food products.

MapKeTHHIOBBIE KaHajbl — BAaKHEUILINE CTPYKTYPHBIE JJIEMEHTHI B CUCTEME
JIOTUCTUKH, CBA3BIBAIOLIEH IOCTaBIIMKA M KOHEYHOIO MOTPEOUTENss Ha PBHIHKE
IIPOIOBOJIBCTBEHHBIX ~ TOBAPOB.  YNIPAaBJIEHHUE JIOTUCTHUKOM  IOAPAa3yMEBAET

ACATCIIBHOCTD, CBA3AHHYIO C YIIPABJICHUEM ABMIKCHUS MAaTCPUATIOB, I/IH(I)OpMaHI/II/I 141
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JIEHEXHBIX CPEACTB OT MOCTaBIIMKA K LIEJIEBBIM IMOKymnarensMm. Tak, mepeaoBbie
JIOTUCTUYECKHE KOMIIAHWM Ha PBIHKE IMPOJIOBOJILCTBEHHBIX TOBAPOB pa3padoTaiiv
CUCTEMBI, TOMOTarolue KiueHTaM Oonee dS(PQPEeKTUBHO YHOpPaBIATb BCEMH
GyHKIHASIME, BXOIAIIUMHA B CHCTEMY JIOTHCTHKH: TPHUEM 3aKasa, YIIpaBJICHHUE
3armacam, MpoJIBI>KEHHE TOBapa uepe3 MOCPETHUKOB K KOHEUHBIM MOTPEOUTENSIM
[1].

VYCTaHOBUTh KOHTAaKT MEXIy OpraHH3alued W NOTPEOUTENIIMH TOBApPOB
MPOJIOBOJILCTBEHHOTO HA3HAYEHUS W CBS3aHHBIX C HUMHU YCIYT BO3MOXHO C
MOMOILbI0 MHOTMX MAapKETHHIOBbIX KaHasoB. llenb 3Toil ctathu — pa3zoOparbes,
Kakue (QakTopbl onpeaensoT 3(h(PEeKTUBHOCTh pa3HbIX MAPKETUHIOBBIX KAHAJIOB, a
TaK)K€ KaK MapKETHHTOBBIE KaHAJIbl CTAHOBATCA HMCTOYHUKOM KOHKYPEHTHOTO
PEUMYILECTBA U KaKW€ MOAXO0AbI IPH 3TOM UCIOJIb3YIOTCS.

Br16op u ynpaBiieHre MapKeTUHTOBBIMHU KaHAJIaMH HAIPSIMYIO OMPEIESIOT
TPHU BaKHBIX IMapaMeTpa JIeATeIbHOCTH KOMITAHUHM Ha PBHIHKE MPOI0OBOTHCTBEHHBIX
TOBapOB:

1. Uennocts nnst motpeduTesns. MapKeTHHTOBBIE KaHAIbl MOTYT YBEIUYHTh
WIN CHU3UTH LIEHHOCTh JJISl OTPEOUTENs B 3aBUCHMOCTH OT KayecTBa CEpBUCA U
3 PeKTUBHOCTH 00CITYKUBAHUSI KOHCUYHBIX KIIMCHTOB.

2. BeIpyuka oT npojaaxx. MapKeTHHTOBBIE KaHAJIbl UTPAOT OMPEICIISIONTYIO
poJib B TPOLECCE YCTAHOBJIECHHS KOHTAaKTa C TMOTPEOUTENIMH, a 3TO
HEIOCPEJICTBEHHO BIIMSAECT HA YPOBEHb IPOJAXK B CYIIECTBYIOIIEM CETMEHTE WU
3 PEeKTUBHOCTH PAOOTHI C MOTEHIIMAIBHBIMHU KJIMEHTAMH.

3. PenrtabenbHOCTb. MapKETHUHTOBBIE KaHAJIbl HAMPSMYIO OINPEACIISIOT
pa3Mep Map>Ki U MAPKETUHTOBBIX PACX0JI0B U B 3HAYUTEIHHON CTEMEHN BIUSIOT Ha
PHUOBLIb, KOTOPYIO KOMITAHUH YIAeTCs MOYYUTh B KaKJIOM CETMEHTE phIHKa [2].

3HAUUTENTFHON YaCTH OpraHU3alui MPUXOIUTCS MPOJAaBaTh CBOU MPOIYKTHI C
NOMOIIbI0 TOCPEAHUKOB, U OHU HE OOMIAIOTCS HANpsMyl C KOHEYHBIMU
notpebutensiMm. OnHAKO B TOCIEIHEE BpeMs Ha TNEpPeIHM IJIaH BBIXOJUT
MapkeTUHr B obOmactu otHomeHuidt ¢ knaueHTamu (Customer Relationship

Management, CRM) — sTo ymnpaBiieH4eckass paboTa, MO3BOJIAIONIAs KOMITAHUSIM
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YCTaHOBUTH MPSMbIE OTHOIICHUS C MOKyIMaTeNIeM Ja)Ke MPU HATMYUU TTOCPETHUKOB.
C mosiBJIeHHEM MHTEPHET-TEXHOJIOTHI M 3JIEKTPOHHOTO MapKETHHTa (JIEKTPOHHON
toproni) CRM  pmam  BO3MOXHOCTH  KOMITAHUSIM  TOpa30  aKTHBHEE
KOHIICHTPUPOBATh YCUJIUSI HA MHAWBHUIYATbHBIX MOTPEOHOCTSIX U MPEANOYTECHUSIX
notpedureneil. [Ipm npaBunbHOM Hcnosib3oBannn CRM momoraer koMmaHusm
Jdyylle YNpaBisATh OTHOLIEHUSIMU C MOTPEOUTENSIMH M IOBBIIIATH CTENEHb
yIOBJIETBOPEHHOCTH yICPKAHUS KIMEHTOB [3].

O} PexTUBHOCTh MAPKETHHIOBOI'O KaHaJla CBA3aHa C TPEMs COCTABJIAIOIINMU:
KOHTaKT ¢ MoTpedutenem, 3(pPeKkTUBHOCTh pabOThI, KauecTBO cepBUca. Bce Tpu
JJIEeMEHTa OJMHAKOBO Ba)KHbl, Korza peyb ujaer o0 3¢p(eKTuBHOCTH
MapKETHUHIOBOI'0 KaHajla ¢ TOYKHU 3pEHUs KayecTBa 00CIyKMBaHUS U MUHUMU3ALUN
u u3aepxkek. Eciu Ou3Hec He B COCTOSIHUMM yCTaHOBUTH CBSI3b C TIOTEHI[MAIBHBIMU
NOTpeOUTENSIMU, MpOJAX HE Mpoucxoaut. Ecium omepanuu HEIOCTATOYHO
3G ()EeKTUBHBI, U3EP)KKM KOMIAHUM MO OOCITYKHBAHUIO MOTpeOurened OymyT
CIIUIITIKOM BBICOKMMH, 4YTOOBI KOMITAHHMS MOTJa CcTaTh MNpuObUTHbHON. be3
JIOCTaTOYHOTO YpPOBHSI KauecTBa OOCIY)KMBAaHUSA KOMIIAHUS HE CMOXKET yAep)KaTb
KITUEHTOB, JIaX€e €CJIH €i1 y1acTCsl yCTAaHOBUTH MEPBOHAYATBHBIN KOHTAKT U YPOBEHB
U3JIePKEK MO3BOJIUT paboTaTh dPPEKTUBHO, OKa3bIBas ycIyru norpedutento. s
TOTO YTOOBI 3TOT MAPKETUHIOBBIN KaHaJl MOI MPUHOCUTH KOMIIAHUU MPUOBLIL U
MIO03BOJISIT TIOIICPIKUBATH KeEJIaeMbIil YPOBEHb YJIOBJIETBOPEHHOCTH MOTPEOUTENEH,
Bce TpH (hakTopa, onpeaensonux 3¢hHeKTUBHOCT, MAPKETHHTOBOTO KaHala (puc.

1), TOJKHBI pealTi30BBIBATHCS KOMITAHUEH Ha ONTHMAaIbHOM ypoBHe [1, 4].

D¢ heKkTUBHOCTH

MapKETHHI'OBOT'O KaHaJj1a

Konrakr ¢ OnepanuonHas
KauecTtBo ycmyr
notpeduTenem 3P PEKTUBHOCTD
(yaeprkaHue KIMEHTOB)
(ypoBeHb mpoax) (ce6ecTOUMOCTh YCIIyT)

Pucynok 1. ®akTopsl, onpeaensiromue 3¢ ¢peKTHBHOCTL MAPKETHHIOBOT0

KaHaJ1a
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Paccmorpum  kaxnpiii  daxtop,  ompegensoomuid 3P PEKTUBHOCTD
MapKETHHTOBOTO KaHaja, 0oyiee mopoOHO:

1. KonTtakt ¢ notpedbutenem:

Onna w©3 BaxHEWmMX (YHKIUA MapKETUHTOBOTO KaHala CBsi3aHA C
YCTAaHOBJICHHMEM KOHTaKTa C JKeJaeMoW 1eneBod aynurtopueil. Paszymeercs, sta
3aja4a JOJDKHA PEaln30BBIBATBCA TaK, YTOObI COXPAHMTh Pa3yMHBI ypOBEHb
U3JIEPKEK, a TakKe YTOObl KAauyecTBO CEpBHCA COOTBETCTBOBAIO OKHJIAHUSIM
KJIMEHTOB. MapKeTUHIOBbIE KaHalbl OTJIMYAKOTCS APYr OT JApyra CTPYyKTYpol M
cnennUKoi KOHTaKTa ¢ MOoTpeduTensiMu. Mcrnonp3ys npsiMble KaHAIbI, KOMITaHHS
BCTYTAET B MPSMbIC OTHOIICHUS C TOTPEOUTENSIMHU TTOCPEACTBOM MPSIMBIX TPOJAK,
OpsIMOIO0 MapKETHHIa, TEJIEMapKETUHIa, 3JIEKTPOHHOIO MapkeTuHra. Hempsimble
MapKETHHTOBBIE KaHAJIbBI MPEINOaraloT HaJIW4YHe BCEBO3MOXKHBIX MOCPETHUKOB:
ONTOBUKOB, TUCTPUOBIOTEPOB, PO3HUYHBIX TOPIOBLEB. DJIEKTPOHHBIM MapKETHHT
oOnamaer, TmMoXKalmyd, HauOOJBIIUM TMOTEHIMAJIOM TMPHUBJICUYCHHUS  HOBBIX
notpedurteneil cpeau BCeX MAapKETHHTOBBIX KaHAJIOB Ojaromapsi BO3MOXKHOCTH
YCTAaHOBUTH CBSI3b C LEJIBIM MHPOM HOBBIX MOTEHLUHUAIbHBIX KIUEHTOB MpU
HE3HAYUTENIbHBIX MAPKETHHIOBBIX 3aTparax [5, 6, 7].

2. Db dexTuBHOCTH PabOTHI:

MapkeTHHIOBbIE KaHalIbl HUMEIOT pAa3HYKO CTPYKTYypy 3arpar. I[lpsmbie
MapKETHHTOBBIC KaHAIbl MpEArojaraloT Hanmboyiee BHICOKYIO Map)Ky, HO Ha WX
HOJIIep’KaHUEe KOMITAHUS BBIHYXKJEHA pacxXxoJ0BaTh CEPbE3HbIEC OMOJHUTEIbHBIC
cpencrBa. Henpsimoii kaHa mpruHOCUT 0oJjiee HU3KYIO MapiKy, HO TpeOyeT U MEHbIIIe
pacxos0B Ha MapKETHHT. B TakoM cilydae MOCpeHUK MOTydaeT 4acTh MPHOBLIN 32
TO, 4TO OEpET Ha ceOst TUCTPUOYLIMIO U TAKUM 00Pa30M BBITIOIHSIET YaCTh (PYHKIIUN
MapKETHHTOBOTO KaHasa.

Ecnu koMmaHusi UCHOJIB3yeT HECKOJIbKO BUAOB MapKETHHTOBBIX KAHAJIOB U
9UCTBIH 3((EKT OT HCMONBb30BAHMUS KaXJOro KaHalla OJMHAKOB, OHHU MOTYT
paznuyaThcsi 00bEMaMU BBIPYUKHU U CTPYKTYpol uzaepsxek. [Ipsmoit kaHaia 0ObIYHO

IPUHOCUT 0oJiee BHICOKYIO MapXy Ha €IMHUILy TOBapa, HO MMeeT 0oyiee BBICOKHE
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MapKETHUHTOBBIE 3aTpaThl. HempsiMol MapKeTUHIOBBIN KaHaN MpeArnoaraer 0onee
HU3KYIO MapKy Ha €MHUILYy TOBapa U 0ojiee HU3KUE pacxoabl Ha MapkeTuHr [8, 9].

Hcnonp30BaHue KaHAJIOB 3JIEKTPOHHOIO MAapKETHHIa IO3BOJIMJIO MHOIMM
KOMIAHUSIM  TOBBICUTH 3P (EeKTUBHOCT, paboThl. Pa3yMHO BBICTPOCHHBIN
AJIGKTPOHHBI MAapKETUHI [IOMOTaeT CHHU3UTh IEPEMEHHbIE M3IEPKKA U
MapKETHUHIOBBIE 3aTPaThl, @ BO MHOTUX CIIy4dasX U Ipyrue TeKyuue pacxoasl. s
MHOTHUX KOMIAHUI AJIEKTPOHHBIA MApKETUHT CTall HEIOPOTUM CIOocoO0OM
YCTAaHOBUTh KOHTAaKT C HEOOJBIIMMH C TOYKM 3peHHs oO0bEMa MpoJax Hu
TPYyAHOAOCTYIHBIMH KineHTamu [10].

3. KauecTtBo 06cmy>XnBaHus:

Kaxxaplii kaHan uMeeT CBOM ypoBEHb KauecTBa OOCHyuBaHUS. Vcmonb3ys
IpSIMON MapKETUHT, KOMITAHUHA KOHTPOJIUPYIOT KaueCTBO CEPBHCA, TAK KaK UMEIOT
IOpsIMOM KOHTAKT C HOTpedUTENeM. ITO MO3BOJIIET UM THOKO pearnpoBaTh Ha HOBbIE
TpeOOBaHUS B OTHOILICHUH OOCITYXHUBAaHUS, U3MEHATH MPOIYKT B COOTBETCTBUU C
MOKEJTaHMSIMH 3aKa3yrKa, ObICTPO pearnpoBaTh Ha BO3HUKAIOIIUE Y TIOKyIaTENen
npooemsl [9].

HenpsiMoii MapKeTHHT MpEAnoiaracT OTCYyTCTBUE MPSIMOTO KOHTAKTa MEXTY
KOMIIaHUEHN-ITOCTABIIMKOM U KOHEUHBIMH MOKYyMNaTeIsiMU. B pesynbrare KoMaHuu
CTaHOBATCS 3aBUCUMBIMU OT apTHEPOB-AUCTPUOBIOTOPOB, KOTOpPBIE OEpyT HA ceOsl
NPEOCTAaBIIEHUE CepBUCAa KOHEYHBIM MoTpeduTensimM. Tak Kak MOCPETHUKU TPU
HENpsSIMOM MApKETUHTE HEPEIKO paboTatoT C LIMPOKUM aCCOPTUMEHTOM, OHU MOTYT
OKa3aThCS  HEAOCTATOYHO  KOMIIETEHTHBIMA B  BOMPOCAaX, KaCaIOIIUXCS
cnenu@UUeckux CBOWCTB TPOAYKTAa, M HEAOCTATOYHO BHUMATEIBHBIMH K
norpebHocTsM KireHToB [10].

KaHanpl 37M€KTPOHHOTO MAapKETHUHTa, TMO3BOJIAIONINE YCOBEPIICHCTBOBATH
IPOLIECC BBIMOJIHEHUSI 3aKa3a U OTCJIEKMBATh MNPOLECC JOCTaBKM ToBapa 0e3
U3THUIIHUX TeJe(OHHBIX 3BOHKOB, MOTYT OJJTHOBPEMEHHO IIOMOYb CHU3UTh YPOBEHb
U3JIEP’)KEK M TIOBBICUTH KadyeCTBO OOCTY>KMBaHWs KJIMEHTOB. UTOOBI MOJHSTH
KayecTBO JJIEKTPOHHOTO MapKeTuHra, co3aaTcs cucreMbl CRM, koTopbie

IMO3BOJIAIOT YCTAHOBHUTH KOHTAKT C KaXXJAbIM OTACJIbHBIM HOTp€6I/ITCJ'IeM. O,Z[Ha nu3
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OCHOBHBIX 33/1a4 cucteMbl CRM (MapkeTuHra B 00J1aCTH OTHOIICHUH ¢ KIIMEHTaMHu )
— BBISABIATH M pelIaTh BO3HUKAIOUIME IMPOOJEMBI M MOAJEPKUBATH JUAJIOL C
NOTPEOUTENSIMU B OTHOIIEHUH TOTO, KaK KOMITAHHMS MOXXET YJIYUIIUTh YPOBEHb
obcyxwuBanus [11, 12].

[loxBons ompenenéHHbId WTOT HCCIENOBAaHUSA, MOXHO pPE3IOMUPOBATh
cleytoniee: BHE  3aBUCHUMOCTHU oT CTENEHM  MPHUBJIEKATEIHbHOCTH
IIPOJIOBOJIbCTBEHHBIX TOBAPOB M CBSI3aHHBIX C HHMH YCIYr, HpeliaraéMbIxX
KOMITaHHEW, €€ IaHChl MPEyCHeTh Ha PBIHKE HEBEJIMKH, €CId €l He yaacTcs
YCTAHOBUTh KOHTAKT C IIEJIEBBIMH MOTPEOUTENAIMU U 00ECIEUUTh HEOOXOIUMBIN
ypoBeHb cepBuca. [loTpeOurenn MMEIOT NPEANnOYTEHUSI HE TOJbKO B OTHOILIECHUU
OPOAYKTA U COMYTCTBYIOIIMUX YCIYT, HO U B OTHOILEHUU Ccrioco0a mproOpeTeHusl.
[Ipy »>TOM OAMHAKOBYIO Ba)XHOCTb HMEIOT U COOOpaKEHUS UMHUKA, U
3¢ (EeKTUBHOCTh MPOJAXK, W MOAJEPKAHUE 3aTpaT Ha pa3yMHOM YypoBHe. Jlis
JNOCTH)KEHHSI ycliexa BbIOpaHHasi CHCTEMa MAapKETMHIOBBIX KAaHAJIOB JIOJKHA
COOTBETCTBOBATh KaK TPEOOBAHUAM MMOTPEOUTENEH, TaK U OU3HEC-UHTEPECAM CaMOM
KOMITaHUH.
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