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Presenter
Presentation Notes
So, let’s take a fresh start, good morning again
Although I’m not going to announce the launch of a full-blown new global innovation initiative I firstly want to talk about innovation and its absolute necessity for our business. I might preach to the converted when I tell you that innovation is a must. But maybe you just let me prove it once again with a couple of slides.




MHoroobpasue npeanoxeHU Ha pbIHKe
"Ae HaUTU HOBYHO LIEHHOCTb?




Berbop notpeburtens!?




3a4yem UCKaTb LieHHOCTb?
MoxHo maHunynupoeatb NoTpebutenem!?




MoxHo konupoeatb!?




MoxHo npucTpameatbcal?
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MoxHo oopmupoBatb CBOKO LIEHHOCTb,
UCNOonb3ysa «4yxue» 3acnyruml?

dinyllVald95glde g oy
Www.Waragat.Net




MoxHo ynyJwats npoaykTl?

Kynus "lagy Kanmny" a nouyscTBOBan
ceba lOpmem MarapmHbim: cHavyana
ponro rosopun en: "Moexanun!”, a
NOTOM MaxHyN PYKOW...




MOXHO OTNIMYATLCA TOSNTbKO Ha3BaHUem!?




LleneBaa ayantopua CemenHble

e [Jlemorpaduyeckana mogenb obuiecTsa CyuwiecTsylolLLan ceMyac moaenb obulecTsa
NPOLINOro BeKa

HoBble
sonblHe

CCCCC |

KoMMyHanbHble
X03AACTBA

/ onmHouKkM |
| 2035 net |




PblIHOYHaA cTpaTeruAa
(market - driving strategy)

Right Target



CTaTUCTUKA: noTpebutenu

Brnepsbie 3a TPM NOCTKPU3UCHbIX roaa
Hace/neHue CTano TpaTuUTb bonblle, Yem
3apabaTbiBaTb, COKpPaALLAsA HAaKOMNJIEHUSA

AHBapb-mapT 2012 ropa aona cbepexeHnm
poccuAH ynana ao /7,1%.

B aAHBape-mapTe 2011 roga rpa*kaaHe Tpatuam
Ha noTpebneHune 78,6% AeHeEXKHbIX A0X0408,
TO 32 nepsble TPU mecaua 2012 roga — yxe
30,5%.

MWnH3KOHOMpPa3BUTUA PP



CTaTUCTUKA: noTpebutenu

e TonbKo B MapTe pacxoApbl rpaxaaH (B abcontotTHom
BblpaxKeHuu - 8,3 Tp/aH pyb.) npeBbICUIN A0XOAbI
bonee yem Ha 4YeTBepTb TPUAIMOHA pybaen (259 mapa,
pybnen) 3a cyeT KpeamToB

* [lpn atom B mapTe 2012 roga No OTHOLLUEHUIO K MapTy
2011-ro 3HauymMTenbHO (Ha 22%) BbIPOC/IN pPacxobl Ha
MOKYMNKY HEABUXUMOCTU U Ha 37% — Ha onnaty
TOBapOB 3a pybexom c ncnonb3oBaHnMem 6aHKOBCKUX
KapT (NpeanonoKMTenbHoO B T.4. B 3apybeKHbIxX
NHTEepPHEeT-Mara3mHax)

e O60pOT po3HMYHOM TOProeamn B PO B mapTe BbIpOC Ha
7,3% B rono0BOM BbIpa*KeHUN, peanbHanA 3apnaTta
yBennymnacb Ha 12,6%



2012 r. HoBoe BOCNpUATUE-HOBOE OTHOLEeHUe NoTpebuTteneu

Te3uc:
«TpaTUTb AeHbIMU C YMOM - NPABUMBHO U 3noposo!»

* MOKYMKU CO CKUAKAMU - HOPMA Cpeam COCTOATeNbHbIX
nroneu

* CHUXeHWe Ype3mepHoro notpebneHusa u bespaccyaHbIX
Tpar
e onpepfeneHbl b6peHAbI, KOTOpbIe AeUCTBUTESNIbHO BAXHbI

* felleBbIe bpeHAbI TaKXe XOpOLU, KaK U Te, KOTOopbIe
noTpebnanu

* XXeJlaHUe y4YacTBOBATb B KOMMYHUKALMAX ¢ 6peHAOM

* OLeHKa peanbHOU LIeHHOCTU NPpOAYyKTa, Kak cneacTsume,
U3mMeHeHne OTHOLEHUS K pOCKOLIU



TTokynaTenbckue cTpaTerum, CBa3aHHbIe
CO CTOUMOCTbIO NPOAYKTA

Ctparterus Xapakrepuctuka noseaeHUs

SKOHOMUYHASA [oKynaTesb CTPEMUTCA BbIBMPATb MaKCMMa/IbHO

cTpaterua NOKYNnoK  neuesbin NpoayKT. OCHOBHOW MOTUB -
yA0BNETBOPEHUE NoTpebHocCTel ¢
HaMMeHbLUMMM 3aTpaTaMu

Brz6op no [loKynaTenb, Kak NpaBua0, TOYHO 3HAET, YTO OH
npuHUuUuny XO4YeT KYMNnnTb, HO ULET MarasuH, KOTOPbIN
«onTtumasnbHoe NPeaNoXuUT emy HeobXxoaMMbli ToBap C
codetaHue UeHsl U ,qh6neneHHBIM HABOPOM XaPaKTEPUCTMK MO
Kadectea» ONTUMANbHOMN LieHe. B 60NbLUMHCTBE CNYyYaEeB 3TH

TOBapbl HE OTHOCATCA K LOW cermeHTy
OpueHTauma Ha Y nokynaTtena cneayrowme BeKTopa MOTUBALUN:
BbICOKYHO LUeHYy «KauyeCTBO HE MOMKET CTOUTb AeLleBo»

«MOM CTaTyC He MO3BO/ISIET COBEPLUATbL MHE
flellieBble MOKYMKU»



Y10 NnpoucxoauTt ¢ notpebuTtenem, Koraa meHsaetcs
KapTa MOTUBOB ?

YBenuueHue umcna notpebutenemn, KOTopeie «UrparoT»
C NpoAyKTOM!

"nybuHHasa, HeoCo3HaBaemas Lieflb 3TOU UrpbI -
3KCMEepPUMEHTBI C

CAMOVOEHTUSNKALIMEN



«BbIcTpOopacTBOpUMOE» BIMSIHWE Ha NOTpebuTens

Buabl NpMMUTUBHOIO cornacust NoTpebuTtenst B BeK
aBTOMaTU3aUnn:

e [IpUMUTMBHBLIN aBTOMATU3M — OPUEHTALINSA Ha N30/TMPOBAHHYHO
4acTb MHpopMaUnn (M3 OAHOIro «NPOBEPEHHOI0» UCTOYHMKA)
[MonyyeHne eAMHMYHOrO CUrHana u XenaHue ckasaTb
«a»/«HeT» B yC/IOBUSAX AEDULMTA BPEMEHU

e CoBpeMEHHbIM aBTOMaTU3M — 3HAHWE TOro, YTO CneayeT 3HaTb
YESIoBEKY «Eero Kpyra», KaK 3almuta oT MHPOPMALIMOHHOIO
B3pbiBa. Kak cneacreme, xxenaHme n3aMeHeHn n CMeHa
NpeanoYTEHNN

e CrepeoTunbl A0TKHbI 6bITb CBALLIEHHbI!

HeBo3MOXHOCTb ((pm3nonornyeckas) nepepaboTkm Bcero
obbema nHbopMauum nNpnBoanUT K HEOH6XO0AUMOCTU
KOHLEHTPMPOBAaTb BHUMaHME Ha HECKOSIbKUX (CaMblX)
XapaKTepHbIX 351eMeHTax MHpopMaunmn. OcTanbHas «KapTUHa»
BOCMPUATUS AOCTPAMBAETCS 3@ CYET CTEPEOTUNOB

*CoumranbHbiv cTepeoTun (BocnpuaTue, OTHOLIEHUE) -CTAaHAAPTU3UPOBAHHDbIN 06pa3, obnagatowmin
YCTOAUMBOCTbIO U BbipaXKaloLuii NPUBbIYHOE OTHOLLEHUE YenoBeKa K 06beKTy/ cutyauuum,
CNOXKMBLUEEeCA NoA BIMAHMEM COLLMA/IbHbIX YC0BUIA U NpeaLLecTBYIOLWEro onbiTa



MapkeT - MeHeaAXMEeHT:
LleHTpanbHOEe nonoxeHne notpebutens n oagHoBpPEMEHHO BbICOKAs 3GPEKTUBHOCTb

- Kakue noTtpebutenn?

- KaKue NpoayKTbI?

- KaKne KaHanbl npoaax 3a,C|,el\/J1CTBOBaHbI?
- KaKne npoueccol I'IpMMEHFII-OTCFl?
- KaKOBO Hawle UueHHOCTHOEe npe,a,no»(eHme?



HoBaa poccuicKan peanbHOCTb

Bereect HOBBIW npoayKT Ha cyluecTsyHoLMiA
PLIHOK cnoxHo u aoporo, HYXHO MCKATb HULLY

CTTAWLMW (naTeHTHbIN) peiHOk HE OJAET TTPABO
HA OLWLUMBKY, onepenat KOHKypeHTbI

3APOXOAROLWMMCA PbIHOK MOXHO 3anyCcTUTb 3a
cpok 3-5 NIET u b1t Ha TIPUBLITIbHOCTb

TTpUBbIUYHbBIE UHCTPYMEHTBLI MAPKETUHIA He AArOT
OXUAAeMOro pesynbTara



TTpusneyeHuenoTpebutens k paspaboTke
NPOAYKTOB

( flavorcreator £» 1
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play vitamingames design our label
: | 1o sea what your for a chance 1o
an vole for | hody needs most L win 55,000
our next flavor

Coca-Cola n nonb3oeatenu Facebook caenanu o mﬁm‘"&”% :
HOBYHO BUTAMUHU3UPOBAHHYHO BOAY. '

TTonb3oeartesi MOrfIM CaMU CO3AATb HOBBIIA
Bkyc Vitaminwater, BbIbpaB xenaemslivi BKyC,
(PYHKLIMOHAbHLIE XAPaKTEpUCTUKM,
NPeANOXUB HA3BAHWUE, CIIOTAH U AU3AIH
3TUKETKM HOBUHKU

20FLOZ (1.25PT) 591 mL




THE SPECTRUM OF Vitamin Water has been developed into fourteen different flavours specifically designed to sell the beverage, not
offer healthy choices. This is because the amount of vitamins vary depending on what flavour you drink. What is

shown below is a percentage range of all the vitamins contained in the different flavours of Vitamin Water. This
demonstrates how differently these flavours have been manufactured.

VITAMIN AMOUNTS: 25% 50% 77.5% 100% 125% 150% 250%
E—

Vitamin ranges are measured by a person's daily percentage requirement per 541ml bottle
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N3meHeHue 3aAa4, CToaWunx nepen KoOmnaHnamm

3apaya

dopmmposa
HMe cnpoca

Ctumynunpos
aHune
npoaax

JloAanbHOCTL
notpebutene

(v}

Z

3HaHue
KIMEeHTOB

CoctoaHue
pblHKa

Cnpoc
npesblwaeT
npeanoxkeHune

banaHc cnpoca
n
npeanoxKeHuna

MNpepnoxeHue
npesblWwaeT
cnpoc

fnobanbHoe
MHTEPaKTMBHOE
NPOCTPAHCTBO

[JencTBUA KOMNAaHUKU

ToBapHana peknama,
CKUAKWN, TUCTOBKN U

Ap.

TectnposaHue B
MeCTax Npoaa,
KOHKYpPCbl, NO4aPOK
3a MOKYMKy n ap.

B uenom,
NoBblLLEeHNe
YA0B/1IeTBOPEHHOCTU

Mporpammel
NOANIBHOCTH

KactomusumpoBaHHble
npeanoXxeHuna

AKUeHT

[BuxKeHue

ToBapa
(buyer behavior)

[NoKkynaTenbcKoe

noseageHume
(customer behavior)

MoTpebutenbckoe

noeeaeHue
(consumer behavior)

lNepcoHanbHoO-
anbdepeHumpos
aHHoe

noseaeHue
(individual behavior)

MapKeTuHrosas
moaenb

MpoayKTOBbIN
MaPKETUHT WU
OpUeHTaUMA Ha
npoaaxu

C6biTOBOMU
MaAPKETUHT

MNoTpebutenbckni
MaPKETUHT

CRM-mapKeTuHr
Shopper-marketing
Digital marketing
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