TPEMTIEON

M. ac. g-p Muxan CtosiHoB

CbBPEMEHHOTO PA3BUPAHE 3A NOTPEBUTENICKUA U3BOP
KATO PALUMOHAINHO NOBEAEHUE, CTUMYJIUPAHO YPE3
TbPIroBCKU TEXHUKU 3A YBEJIIMMABAHE HA NMPOOAXBUTE

HanpaBeH e kpaTbk TeopeTuyeH nperneq Ha CbLUeCTBYBaLLMTE TEXHUKW 3a
CTUMynupaHe Ha npodaxbuTe n TAXHOTO MPWUMOXEHWE B CbBPEMEHHUSI Tbp-
roscku 6usHec. M3nonseaHeTo Ha NOAOOHM WHCTPYMEHTM € npuopuTeT B
6usHeca Ha vpmuTe M UMa yBenu4yaBalla ce 3HaYMMOCT MpU MOCTOSHHO
HapacTBawwma 6pon Ha Tbprosckute copmaTtn u obektu. Mpeobnagasallo
TbProBCKUTE TEXHUKM ce ynoTpebsBaTr KaTo AMCKpUMMHMpaL ¢akTop 3a
OTAENHW TbProBCKU MapKu U NPOAYKTU NMPU HE3HAYNTENHM LLEHOBW pasnmyms.

JEL: D21; L81; M30

Mpe3 u3MuHanNWTe AeceTUneTUs paswMpsiBalWoTo ce noTpebneHne Ha
MKOHOMMWYECKUTE areHTU e OCHOBEH (DaKTop 3a perynupaHe Ha MKOHOMUYECKMS!
pacTex B MoBeYyeTo pasBMTM NasapHW MKOHOMUKW. Ho c nonynspusmpaHeTo Ha
€NeKTPOHHMTE Npoaaxbu, HacKlLaHeTo Ha nasapa C NPOAYKTW Ha MO-HUCKU LieHU
OT BHOC WM MOHMXABALLOTO Ce MOTPEOMTENCKO OOBEpUEe TbProBCKUAT BuaHec ce
nsnpaBs nped HOBM Npean3BUMKaTeNCTBa, CBbp3aHUM CbC CTUMYNMpPaHETO Ha
npoaaxbute, Tbil KaTo “NnpoOaBaHEeTO ... He € MapKeTWHT ..., NpodaBaHeTo ce
3aHMMaBa C MPOsBa Ha YMEHUs W TexHWku Aa Hakapame xopata Aa 06MeHsaT
TEXHUTE Mapu 3a HawuTe NpoaykTn”.

CTumynupaHeTo Ha npoaaxouTe NpeAcTaBnsiBa KOMMIEKC OT TEXHWUKW,
KOUTO MOATMKBAT M3BbLPLUBAHETO Ha MOKyMka W MoBuwaBaT edekTute oT Aew-
HOCTTa Ha TbproBckuTe vpmu. CriefoBaTenHO B CbBPEMEHHUTE YCIOBUS Mpu
pasBUT N HACUTEH C NPOAYKTM Masap Ha noTpebuTercku cToku e Heobxogmmo aa
ce cb3daBaT AOMbIHUTENHM Noabyam 3a NpuBnnYaHe 1 3agbpXKaHe Ha TbPCEHETO
1 CTUMYnMpaHe Ha noTpeGutenckara nosnHocT.

MHOXecTBO M3crneaBaHuMsl Ha TbproBckaTa MpakTMKa NOTBbpXAaBaT, 4e
NOSINHWTE NOTPebuUTenn ca MpUBMIMYAHM Ype3 MNPOMOLUMOHanHWTe odepTn B
TbProBCKuUA OGEKT, 4OKAaTO HOBUTE KIMMEHTU ca LIeHOBO YyBCTBUTENHU M MoraT Aa
6baaT npuBMieYeHM 4pe3 HacbpyaBalllaTa aTtmocdepa Ha TbProBCKUs OOEKT,
OTCTBMKUTE 3a KOMMYECTBA U ApYrv TeXHUKA.> B Nogo6HM cuTyaLmm ¢ NoMoLLTa Ha
MOHETAPHN Y HEMOHETapHU CTMMYNM B KpaTKOCPOYEH MnaH MoraTt da ce ysenuyat

! Levitt, T. Retrospective Commentary on “Marketing Myopia”. - Harvard Business Review, 1975,
September-October, p. 53.

Bx. no nopgpo6Ho: Rajagopal. Point-of-sales promotions and buying stimulation in retail stores. -
Journal of Database Marketing & Customer Strategy Management, December 2008, Vol. 15, Issue 4, p.
249-266; Peattie, K., S. Peattie. Sales Promotion - Playing to Win? - Journal of Marketing Management,
1993, 9, p. 256-269.
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npogaxbute, a B 4bNTOCPOYEH - Aa ce nogobpu NONOXUTENHOTO Bb3NpMeMaHe Ha
TbproBckata Mapka.

Llenta Tyk e ga ce HanpaBu KpaTbK npernej Ha cChblUecTByBalluTe B
TbproBckata npakTuka WHCTPYMEHTU, LUMPOKO W3MNOM3BaHU 3a yBenuyaBaHe Ha
npogaxbute Ha TOYHO onpegeneH NPoAyKT MMM rpyna npoaykKTu OT CTOKOBUS
nopTdenn Ha TbproBckata dupMa, 3awoTo BCsKa “‘npoMoumsa e edeKTuBHa
e[VHCTBEHO B CTEMEHTa, B KOSITO KaTo KpaeH eddekT CTUMynupa npogaxoute”.’

PauunoHanHnTe nkoHOMMYeckn Teopuu 3a noTpebutenckna usbop ce Gasupat
Ha yHMBepcanHusi Moger 3a MakCUMM3NPaHETO Ha NONe3HOCTTa U yKasBaT NIOrMMYHOTO
noBedeHNe Ha MNpaBWITHUSA OMTMMU3MPALL, OrfpedeneHo cbCTosHue wm3bop. Taka
notpebutenute ca MHAMBMOYANHO MOTMBMPAHWU KaKTo OT nomnaarta oT npugobuBaHeTo
1 Bb3MOXHOCTTa Aa ynotpebsisat onpeaeneH NpoaykT, Taka 1 OT eaHa antepHaTuBHa
pobaBbyHa MOME3HOCT, KOATO € pasnukata Mexay AencTButenHara LeHa Ha
pa3msiHaTa U OHa3u, KOATO NOTpebUTENUTE CMSATAT 3a CNpaBea IMBa UM OTHOCUTESNHA
ueHa." Mpu ToBa NONOXEHNE TEOPETUMHUTE MOAENY, OBSICHSIBALLM NOTPEBUTENCKOTO
nosegeHne npu m3bopa Ha NpPoaykTW, Ce pa3BMBaT Ype3 CUHTE3a Ha pasfnyHM
KMOHOBE Ha HaykaTa M MKOHOMMWYeckata Teopusl, MpuU KOETO KOMOMWHMPaHETO Ha
3HaHWS OT Pa3NMYHN HayYHW OUCLMMIIMHU JaBa MO-MbIHO U KOMMINEKCHO 0BSICHEHME.

O6uwonpueToTo pasdupaHe 3a “noTpedbuTenckoto noBedeHue ce 0bsicHsBa
HaMbIHO Ypes TpuTe haKTopa — JOXOM, LieHW 1 BKyCOBe™, KOeTo Kapa notpebutenure
ga dopmupat noBegeHue, KOeTO CUCTEMAaTWYHO MPOBOKMpA CTaHAApPTHOTO,
TeopeTnsnpaHo pasbupaHe 3a Hero. NepcnektnBHaTa Teopus Ha [. KaHemaH n A.
TBepCKM6 WHTerpMpa ncuUxonormyeckuTe MOTUBU Mpu noTpebuTtenckua m3bop u
B3€MaHETO Ha peLUEHNsi, KOUTO Ce peanuanpaT B YCrOBMATA Ha HECUIypHOCT. B Hes
Ce U3TbKBA HAYMHBLT, NO KOWTO NOTPEOMTENAT OueHsIBA MONE3HOCTTa KaTo Monsv u
3arybu, a He kaTo HskakBO abCOMOTHO M3MEPUMO KOINMYECTBO, HO CbOTHECEHO KbM
OTHOCUTEMHaTa LieHa Ha pa3MsiHaTa unm notpebneHveTo.” CrienoBaTenHo notpebu-
TenuTe ca MOTUBMPAHU OT JIMYHWNS CU MHTEPEC 3a TOBA KaKBO XEenasT U 3HaaT Kak aa
M3nonaeaTt HanMyHaTa HdopMaLms, 3a Aa OCbLUECTBAT NpakTudeH n3bop cbobpa3Ho
uenuTe, KOUTO ca cu nocTaBunn. B Tasm KoHuenumsa 3agadaTta € Ja ce onuwie nnm
npeaBuan MOBEAEHVMETO, HO HE M HEMPEMEHHO [a ce M3Bede ONTUMM3ALMOHEH
mogern. Hewo nosedve, notpebutenckmaT n3bop e yHvKanHa nosBegeHdyecka opma,
Tb KaTO BOAW OO CMNEKTbP OT Bb3MOXHW KpaHU CbCTOSHUS. Y0oBELLIKOTO noseaeHmne
obaye HeBMHArM ce PbLKOBOAM OT paLMOHaNHU KpUTEpUW, KOETO O3Ha4aBa, 4ye

Griffin, G. The 15 worst ad/promo mistakes. - Graphic Arts Monthly, August 1993, Vol. 65, Issue 8, p. 86.
Bx. no-nogpo6Ho Thaler, R. Mental accounting and consumer choice. - Marketing Science, 1985, Vol.
, N 3, p. 199-214.
Michael, R. T., G. S. Becker. On the new theory of consumer behavior. - Swedish Journal of
Economics, December 1973, Vol. 75, Issue 4, p. 379.

Bx. no-nogpobHo Kahneman, D. and A. Tversky. Choice, values, and frames. - American
Psychologist, 1984, Vol. 39, N 4, p. 341-350.
! Morrell, K. and C. Jayawardhena. Myopia and choice: framing, screening and shopping. - Journal of
marketing management, 2008, Vol. 24, N 1-2, p. 137.

13, G NGt

102



CbBpeMeHHOTO pa3bupaHe 3a noTpebutenckus nsbop kaTo paLmoHanHo NoBeAeHUe. .

CTaHOapTHO peakuumMTe Ha XxopaTa ca MPOAYKT Ha HaTpynaHO MO3HaHWE WU CUIHU
apryMeHTW, HO MOHsIKOra M Mo Bb3AeCTBME Ha YyBCTBA U HECBH3HATENHW MOTUBW.
CnepoBaTtenHo “MHOMBMAYanNHOTO MOBeAEHVME € KOMOMHauMsi OT eMOLMOHAmNHW |
paLmoHantmu enemeHT”.? Mpu ToBa NONOXeHWe NOANOMaraHeTo Ha npofaxeuTe Ypes
OVPEKTHOTO MpeanaraHe Ha CTMMyn 3a uM3bopa Ha TOYHO oOnpeferneH npoayKT
noBuLaBa ePEKTMBHOCTTA Ha pa3xoauTe, CBbpP3aHu C NPOMOLUSITa Ha MPOAYKTA, Tbi
KaTo ce CTMMynupa MpsiKO OTBeTHaTa peakuuss Ha Masapa, KoATo BOAM [0
OCBLLECTBABAHETO Ha “ToyHaTa nokynka”. [NogobHo cbeTosiHMe ce obekTuBu3mpa ot
pobaBbyHaTa M3roga, KOSITO Ypes areHTa Ha MexavHHMA obmeH ce mpeanara, 3a ga
MOTMBUpA LieNIeHaCo4YeHO MHTepeca Ha KpanHusa notpebuten. Taka MoOrv4HO We ce
M3MeHU 1 “kenanveTo ga ce nnatu (consumers' willingness to pay)”,9 0603HavaBalLo
MakcMMarnHaTta LeHa, KOATO KynyBaybT € CKMOHEH Ada npveme 3a adeH NPOAyKT.
TakoBa CbOTHOLLEHME M3MepBa CyOeKTUBHATa CTOMHOCT, 00BBbp3aHa C KONIMYECTBOTO,
W crnepoBaTteriHo CTMMyNMpa MHMULMaTMBaTa B MOBEAEHWETO Ha noTpebutens B
KOHTEKCTa Ha MSICTOTO Ha MOoKynkaTa.

B nkoHomMu4yeckaTa nutepaTtypa uma 3HaumterneH 6pon pa3paboTku, KOUTO
nuscrnegsaT MeToauTe 3a CTUMYNMPaHETO Ha npogaxbute B MSCTOTO Ha
nokynkata. Cnopeg [1. baH4yeB HacbpyaBaHeTO “BkrouYBa pas3HOOOpasHu
MEeponpusTUS, C KOUTO MpoAdaBayMTe Bb3AEWCTBAT BbpXy KynyBauyuTe, 3a Aa
npeamsBMKaT N 3acUNAT TAXHOTO akTMBHO MOBEAEHWE MpU OCbLUECTBABaHE Ha
cn,ern(MTe”,10 KoeTo “ce uspassiBa UnNu B OTCTbIKA, NN B HaManeHue Ha LieHuTe
npyv MOKyMKMTe, WM B HAKaKbB Apyr Bug obnara ..., Kato uenta € pa ce
Bb3non3BamMe OT GnaronpusiTHU Harnacu KbM NpoaykTa Wnu mapkata u ga ru
NpeBbpHEM B AEWCTBUTENHWU MOKYMKW, @ B MEpcrnekTMBa U BbB BSIPHOCT KbM
Mapkarta, npoaykra wunu marasuHa”.!" CneposaTtenHo npubaBsHeTO Ha
pobaBbyHa CTOMHOCT 3a TOYHO OMpedeneHn cOenku BoAW OO YBENWYEHWE Ha
Tekywnte edekTn, Npu KOETO TAXHOTO BIIMSIHWE € OrpaHU4YeHoO BbLB BPEMETO,
KaTo nMpeanaraHUTe CTUMYNW “Ho6GaBsiT, HO HE 3aMecTBAaT OCHOBHWTE Monau” 2.
Hacbp4yaBaHeTo Moxe ga 6bae “Haco4eHO KbM HacbpyaBaHe Ha KpanHUTE Unu
MeXauHHUTE  KynyBauw”,'® cregoBaTenHo npenBapuTenHO ce  onpegensT
ayAMTOpUNTE, KbM KOWTO LI C& aKLEeHTUpa 3a “yckopsiBaHe unu npeav3BukBaHe
Ha MOKyrnKa Ha TOYHO omnpeferneHa ctoka”. ~ [lo cblLecTBO TOBa O3HayaBa, ye
BCSKa nporpama € Haco4yeHa KbM MOTMBUMpAHE MHTEepeca Ha nofyvartens Ha

8 Nelson, B. H. Seven Principles in Image Formation. - Journal of Marketing, January 1962, Vol. 26,
Issue 1, p. 68.

Bx. no-nogpo6bHo Wertenbroch, K., B. Skiera. Measuring Consumers' Willingness to Pay at the Point
of Purchase. - Journal of Marketing Research, May 2002, Vol. 39, Issue 2, p. 228-241.

10 BaHues, [1. YnpaBneHue Ha npogaxbute. Ceuwos: AU “O. A. LieHos”, 2004, c. 290.
Kocmosa, C. u U. [lempos. Tbprosusi Ha gpebHo. C.: YU “CtonaHcTBo”, 1999, c. 202.

2 Benes, Mn. MapkeTuHrosu komyHukauum. C.: “Codtrpeng”, 2002, c. 349.
HoeaHos, [. u 0p. NHTerpupaHu mapkeTuHroBu komyHukaumu. C.: YU “CtonaHcTtso”, c. 166.
Mak Tam.

103



MkoHomuuyecka mucwn, 1/2010

npoaykTa He3aBMCMMO OT HEroOBOTO MSCTO B kaHana 3a peanusaums. OCHOBHUAT
pesynTaT OT BCsika TEXHUKA Ha Bb3OENCTBME € CBbP3aH C TOBA “Aa Ce CKIMOHAT
KNUEHTUTE Aa KynyBaT UMMYyNICMBHO, HE3ABUCUMO O”T16KOHKyp8HLI,I/IﬂTa”.15 Cnepo-
BaTeNHO BCAKO CPeACTBO € “MapKeTUHroBO OpbXue” ~ B KOHKYpeHTHaTa cTparte-
s Ha BCSIKa TbproBcka opraHusauuns. JonbrHMTENHO KaTo KOMMMeEKc OT Aeu-
HOCTU HacbpyaBaHETO Ha npoJaxbuTe e NPUNOXUMO U Mpu “Bb3HMKBAHE Ha
npobnemu c peanu3auuata C Uen 3ana3BaHe Ha 3aBOKBaHW MO3MLMU UMK
cb3faBaHe Ha Mo-NpuBReKaTenHn BbamMoxHocTn”." [ocoueHoTo paskpuBa
aKkTyanHoOCTTa Ha MHCTPYMEHTUTE 3a CTUMynMpaHe Ha npogaxbuTte 3a Monoxu-
TENHO Bb3AENCTBME BbpPXy pe3ynTaTHOCTTa Ha TbproBckaTta AenHOCT.

CTumynumpaHeTo KaTo TEXHUKA 3a Hacbp4aBaHe Ha npopaxbuTe Moxe Ada
Obae HacoyeHo KbM KpamHWTe noTpebuTtenu, KbM areHta Ha obmeHa u nepco-
Hana, ocbllecTBsABall npoaaxbute. Korato e agpecupaHo kKbM KpamHOTO MO-
TpebneHve, NOATMKBAHETO MOXe [a Ce Ae3arperupa Ha TakoBa 3a HOBW KIMMEHTHU
unn 3a noanHu knueHTn. Korato nogbyavTte ca HacoyeHu KbM TbproBuute, Te
mMorat ga 6baaT opuMeHTMpaHM KbM areHTuTe Ha obmeHa, T.e “HaBbH”, UNN KbM
TbProBCKMS NepcoHarn, T.e. “HaBbTpe”.

B nbpBOTO HanpaBneHne Npu MHCTPYMEHTUTE 3a CTUMyNMpaHe Ha npogax-
OouTe TpsibBa ga ce pa3BMBaT ABa yCropeaHn B3auMHO KOHKypupally ce nnaHa Ha
Bb3gencTBue kbm notpebutenute. ToBa ce Hamara OT nNo3nuMsaTa Ha TUMOBETE
KNMEHTW, nocellaBally TbProBCKUA ODEKT: TakvuBa, KOUTO MABAT 3a MbpBU MbT
(ekcnepmmMeHTaTopw), U KITMEHTU, KOUTO CUCTEMHO NOBTAPST CBOETO NOBEAEHUE
(nosnHn). Hakon ctpaternm ca npunoXxumun 1 3a Asarta Tuna, gokato Apyru ca ¢
Hal-CUNHO Bb3AencTBMe BbpPXy TOYHO onpegeneHa rpyna. CtabunHute B3anmo-
OTHOLLEHMUS C KIMEHTUTE U M3y4yaBaHETO Ha MOBEAEHMETO Ha NosAnHUTE notTpebu-
Tenu Ha TbproBckaTa ycriyra no3ponseart ga ce onpegenu ¢ ronsma TOYHOCT A0
KakBa cTeneH Te ca onpegenswum 3a busHeca. BbB BTOpusi cnyyar MHCTpyMeHTUTE
Ce HacoyBaT WM KbM MeauaTopute B OUCTPUOYLIMOHHUS npouec, UnM KbM
TbProBCcKkMs nepcoHan. ToBa Mo3BonsiBa, OT e€4Ha CTpaHa, npousBoauTenuTe ga
Morat ga onTumMuanpaT napameTpuTe Ha MexXauHHUS obMeH W da u3snudar
MaKcuMarHo noTeHumMana Ha na3apHOTO TbpPCeHe, a OT Apyra - Aa ce cTumynupa
WHTEPECHT Ha TbProBCKMS MEPCOHan M HEroBOTO aHraxupaHe C npogaxbeHus
npouec, Tbi KaTo “KOHTAKTBbT C TbProBCKMsI NEPCOHAs e Han-e(PEKTUBHUST METOL,
3a ocCbllecTBABaHe Ha npogaxbwute ... M B TO3M acnekrt - MoTuBauusTa Ha
nepcoHana e 06MUCTEH 1 Ch3HaTeNeH “ekcnepument”. "

CnepoBaTernHo npunaraHeTo Ha MHCTPYMEHTapuyma 3a OQUPEKTHO CTUMynupa-
He Ha npoaaxbuTe B MSCTOTO Ha npofaxbaTta ce onpedens OT HapacTBallaTa KOH-

15 MapkeTuHr Ha mankoTo npeanpuaTue. byprac: “OenduH MNpec”, 1993, c. 237.
Mak Tam, c. 238.
7 Kapakawesa, J1. u 0p. MapkeTuHr. C.: “Mpuama”, 1999, c. 291-292.

Sujan, H., B. A. Weitz, M. Sujan. Increasing sales productivity by getting salespeople to work
smarter. - Journal of Personal Selling & Sales Management, 1988, August, p. 9-10.
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KypeHuMsi Ha nasapa Ha noTpebuTernckm CTokn 1 OT TOBa, Ye “TbProBCKUTE NPOMOLMM
ca “4acT OT LieHaTa 3a npaBeHe Ha GuaHec”.'® B nogoGHa cUTyaLmsi OCHOBHUSIT hokyC
Wwe 6bae Haco4YeH KbM Na3apHWUs Osn Unm cnocobHOCTTa 3a NpUBNMYaHE Ha KIMEHTH
ype3 TbProBCKN TEXHUKW, ynoTpebsiBaHW KaTo AMCKPUMUHMPpALL, dhakTop Npu HesHa-
YUTENHN LEHOBU Pasnmuna Mexay OTAENHWM TbProBCKU Mapku 1 npogykTu. V3sexaa-
HETO Ha AndepeHumaumaTa Mexay areHTUuTe Ha obmeHa moxe ga 6bae 6asmpaHo B
TPY OCHOBHW HampaBfieHUsl - LeHA, Ka4yeCTBO W ObJITOCPOYHOCT HA B3aMMOOTHO-
LIEHMsATa C KIMEHTUTE, KOETO MOXE [a Ce MOCTUIHEe NMOCPEACTBOM “HaMMHaBaHe Ha
ovakBaHusTa u gobassHe Ha HeodaksaHa nonaa”. 2’

MaknountenHaTa epeKTUBHOCT Ha TbProBCKMTE METOAM 3a CTUMYyNMUpaHe Ha
npogaxobute e cnocobHOCTTa 3a OMPEKTHO M3MepBaHe Ha edpekTa OT OCbLUeCT-
BEHOTO Bb3AeucTBMe. M3amepBaHETO Ha pesyntaTtute € Bb3MOXHO, Tbil KaTo
CTUMYNBT 3a M3OMpaHEeTO Ha TOYHUS NPOAYKT Ce Mony4vaBa Npu OeWCTBUTENHOTO
OCbLUEeCTBsIBaHe Ha MOKynkaTa. ETanute B peanu3vpaHeTo Ha akTMBHa nporpama
3a CTUMynupaHe Ha npogaxbuTe TpsibBa Aa NpeMuHaT npes:

e/3BEXOaHe Ha MbfHa cucTtema OT KpuTepunm 3a uaeHTUduuMpaHe Ha
CblLEeCTBYBaLUTE, MOTEHUMANHUTE W XenaHuTe KnueHTu. Tyk TpAbBa pa ce
dopmMmynupa KoHLenuumsi, ykaspalia KbM KON CErMeHT (KpalHW KIMEHTU, TbProsuy,
TbProBCK/ NPeacTaBUTENN UK NepcoHan) we 6bae opueHTUpaHa nporpamarta 3a
CTUMYyTMpaHe;

eu3rpaxxgaHe Ha KOMMMEKC OT MepKW, OKa3Bally MOAXOAALIO Bb3AeNCTBME
BbpXy nogbpaHunTe KnMeHTU. Ha To3n eTan ce npemuBa npe3 CrieaHuTe No-BaXkKHW
CTBIKM Ha NporpamaTta 3a CTUMynupaHe, Ype3 KOUTO ce Cb3gaBa opraHu3auusaTa u
TEXHOMNoruaTa Ha CTUMyNMpaHeTo: UHTEH3UBHOCT Ha CTUMYINMpaHEeTO; YCroBus 3a
yyactve; UHOPMaLUMOHHM CpeacTBa M KaHar; NPOABIMKMTENHOCT Ha nporpamara;
n3bop Ha Bpeme; OloOXeT; NpeaBapuUTENHO TeCcTBaHe Ha Mporpamara; oueHka Ha
pesyntatute. CregoBaTenHo TO3W eTan € HaW-BaXHUSAT B KOHUenuusta 3a
CbLLHOCTTa Ha TeXHUKaTa 3a CTMMynupaHe Ha npojaxbuTe B MACTOTO Ha Mpo-
paxbata u nsMckBa NPUEMaHETO Ha HSAKOJKO KPUTWMYHM PELLEHWsi, OT KOUTO Lie
3aBMCM YCMELLHOCTTa Ha nporpamarta Mpu HEeMHOTO NasapHO peanuaupaHe (BX.
duryparta);

e(hopMynmpaHe 1 peanusmpaHe Ha cTpaTerys 3a Bb3gencteme u obyyeHne Ha
nepcoHana. Tyk TpsibBa ga ce B3eme npeasua M CUHXPOHU3UPAHETO Ha nporpamaTta ¢
ocTaHanuTe MeponpusTUS 3a Bb3OENCTBME BbpXy Nas3apa, kouto dupmarta Lie
peanusupa npeau, crie Unm no Bpeme Ha CTUMYIMPaHeTo;

e/3vMepBaHe Ha edekTute OT nporpaMarta M npedopMynupaHe Ha OCHOBHM
acrnekTn 3a aganTvpaHe KbM MPOMEHW B cpedaTa, ONTMMM3MPaHe Ha pecypcHaTa
aHraXunpaHoCT, MporpaMmpaHe Ha xenaHuTe edekTu.

19 Rajiv, L., J. D. C. Little, J. Villas-Boas. A Theory of Forward Buying, Merchandising, and Trade Deals.
Miguel. - Marketing Science, 1996, Vol. 15, Issue 1, p. 23-24.

Thomas, J. Surviving Bad Economic Times Means Not Taking Customers for Granted! Value Selling
Associates Inc., SalesMotivation.net, March, 2009.
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durypa

PelueHunsi Npu KOHCTpyMpaHe Ha nporpamaTa
3a CTMMynupaHe Ha npoaaxouTe

PELLEHVE 3A LIEHATA

L

PELLEHVE 3A TbPIOBCKWNA OBEKT

L

PELLEHVE 3A MACTO B TbPIOBCKUA OBEKT

—J L

PELLEHVE 3A MO3MUWA HA MPEACTABSAHE

—J L

PELIEHVE 3A NPOLBMKUTENIHOCT

—J L

PELLEHVE 3A ANPEKTEH CTUMYN

HAakonko no-nonynsapHU TeXHUKU, U3NOSNI3BaHU 3a TbProBCKO
CTMMynupaHe Ha npoaaxouTe, NO3HATM OT TbproBcKaTa npakTuka B
Bbnrapus

1. Ombue npu nosmopHa nokynka. VIHCTpyMeHT, MOTUBMpAaLL, WHTEH3NBHO
nosinHocTTa Ha notpebuTenuTe, YyectoTata Ha TeXHUTE KOHTaKTM W npeaga-
puTENHO onpegensi, npskata AONbfHWTENHa u3roga OT MOKynkaTa, Tbil KaTo
“‘oTOMBUTE pepyumpaT noTpebuTenckus puck, MpaBerikyu npoueca MHOro Mo-
nsroneH”". HenoctaTbk Ha Tasn TexHWKka e obliata HacoYeHOCT Ha M3rofata KbM
Lenusa acopTUMEHT UNun KbM onpeaeneHa cTokosa rpyna. [pu ToBa nonoxeHve He
MOXe da ce CTMMynupa camo eduH NPOAYKT B TbProBCKWS acOPTUMEHT U Aa ce
yBenuyaT HeroBuTe npogaxou. OTomBbLT MOXe ga Obae 3ajafeH kaTo TBbpAa
(mapuvyHa CTOMHOCT) UNW NpPOMeEHNMBa (NPOLIEHT) BenuMYMHa, Npu KOETO BTOPUAT
BapuvaHT e no-usrogeH 3a notpebutens. Bb3amoxHO € 1 npunaraHe Ha nporpe-
cvBHU hOpMM Ha HapacTBaHe Ha 0TOMBa, KOraTo Mpu 3aKkyrnyBaHETO Ha MNo-rofemu
KOnu4yecTBa ce yBenu4aBa U pa3MepbT Ha JOMblHUTENHAaTa U3roga.

apaHTMpaHOTO nNonyyaBaHe Ha u3roga npuv BCsika criedBalla MoKynka cTu-
Mynupa 1 3agbpXka NOCTOSAHHO MHTepeca Ha KnueHTa, Tbi KaTo “notpebutenute
OTBPbLUAT HA MEPCOHANHOTO B3aMMOOTHOLLEHME ... XapecBaT JIMYHOTO BHUMa-

2 Lewis, M. Customer Acquisition Promotions and Customer Asset Value. - Journal of Marketing
Research (JMR), May 2006, Vol. 43, Issue 2, p. 196.
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Hue.”? Yeunusita Tyk TpsbBa ga 6baaT HAcoOYeHVW KbM YCbBbLPLUEHCTBaHE Ha
KynTypata Ha obcnyxBaHe Ha MOCTOSHHUTE KITMEHTWU, KOUTO ca MPOBOAHWK 3a
HanaraHe Ha NO3UTUBHWUS UMUK Ha TbproBeua, Tbil kKaTo “OM3HECHT € N3MUCIEH
OT nosinHUTe KnueHTU”.?> TpsiGBa Aa ce MocouM, Ye NOBEYETO ThProBCKW KOMMaHUM
yCrneLwlHo pasBuBaT nporpamu, KOUTO MO3BOMSABAT AWPEKTHO MOTUBMpaHe Ha
penoBHuUTE KNUEHTU. MNMogobHa TbproBcka NpakTvka Ha MO3UTUBHO TOMepupaHe B
KaHana 3a peanusauus CTMMynvpa pbCcTa Ha TbProBCKMst 000poT.

2. Ombue 3a konuyecmeo. WHTepecbT Ha TbproBeua ce CTUMynupa
OnarogapeHue Ha nocTuraHaTa MKOHOMUSA OT Mawaba. MogobHo cbecTosiHME BOAM
€[HOBPEMEHHO KaKTO A0 MOHWXaBaHe Ha LeHuTe 3a KparHute notpeburtenu, Taka
1 0o HeobxoaMMoOCTTa OT yBenuyaBaHe Ha NPOAYKTOBOTO pasHoobpasune un 3anacu
Ha Tbproseua. [JonbfHMTENHO MOCTUrHaTaTa UKOHOMUS OT Mawaba crnyxu Kato
KOHKYPEHTHO NMpPeauMMCTBO U € ecTecTBeHa Gapuepa npen HaBnM3aHETO Ha HOBU
nasapHu yyacTHUUM, KOUTO Aa MoraT Ja AeucTBaT npyv MUHUManHW pasxoau Ha
nasap c onpegeneH pasmep. lNpu ToBa NogobHa TexXHWMKA € W3KMYUTENHO
edeKkTMBHa 3a NPUBANYAHETO HA BHUMAHUETO KbM TOYHO OnpefeneH npoaykT B
CWITHO KOHKYPEHTEH Ma3apeH CEerMeHT, a He 3a 00lWo yBenuyaBaHe Ha Mpo-
pax6ute.** CriegoBaTenHo To3n MHCTPYMeHT TpsibBa [Ja Ce M3roniaBa OCHOBHO
WMEHHO 3a TakaBa uen u ga dokycupa m3bopa Ha notpebutenute BbLPXY MO-
W3ro4HO NpeasioKeHne B onpeaeneH npoayKToB CErMeHT.

3. besnnamHu donbaHUMeEnHU cmoku. [lonyyaBaHeTo Ha [OMbIHWUTENEH
NPOAYKT, 3a KOMTO “He ce Hamnara fa ce 3annawa”’, CTMMynvpa CUITHO peLLEHMETO 3a
nokyrka B MSICTOTO Ha npogaxbaTa. BaxHo B nogobHa cutyauusa e gombiHuTeNnHaTa
obnara ga e xenaHa mM3roga M ga vMa pearnHa nosfiesHocT 3a noTpebuTens, KosTo
MOXe [a My noBnusie um ga Obae oueHeHa. BapuaHTsbT Ha dopmata e koone-
paTtuBHaTa pekrama, Korato [Ba WUnu MoBede CBbp3aHW MpoAykTa ce npegnaraTt B
KOMMIEKT, NPU KOETO eAMHUAT € Be3nnaTeH Unn ¢ HamarneHa LeHa.

Mpe3 rognHuTe Ha npexoga B bbnrapus ce cb3gage HEraTUBHOTO OTHO-
LWEeHNe KbM MpUBMAHO BesnnaTtHMTe NpoaykTu 1 nogapbun. HesaBncmmo OT Tvna
Ha MKOHOMMYecKaTa cucTeMa MKOHOMMYECKaTa fiorMka Hanara MHEHWETO, Y€ BCEKM
NPOAYKT, KOWTO Ce Hamupa Ha nasapa U e MNpPeanoXeH 3a 3a4oBofisiBaHe Ha
noTpebuTenckoTo TbpceHe, € Cb3dadeH, 3a Ada mM3nnatu pasxoguTe no CBOETO
NPOM3BOACTBO U Aa reHepupa nevyanba 3a cobCTBEHMKA Ha aHrakupaHus B Tasu
OenHocT pecypc. B onpegenenn TbproBcku cutyauumn ce npubarsa n o KOMOGUHU-
paHe Ha HeCbBMECTMMW MPOAYKTU, OTHOBO C uUen npogaxba Ha TakuBa, YUSATO
peanu3auua e buna saTpyaHeHa unu HenonynspHa. TpaguuuoHHaTta WKOHOMU-

2 Kurtz, D. L. and M. A. Raymond. Maintaining Customer Relationships in Direct Sales: Stimulating
Repeat Purchase Behaviour. - Journal of Personal Selling & Sales Management, 1994, Fall, Vol. 14,
Issue 4, p. 74.

Meyer-Waarden, L. and C. Benavent. The Impact of Loyalty Programmes on Repeat Purchase
Behaviour. - Journal of Marketing Management, February 2006, Vol. 22, Issue 1/2, p. 61.

Bx. no-nogpo6Ho Foubert, B. and E. Gijsbrechts. Shopper Response to Bundle Promotions for
Packaged Goods. - Journal of Marketing Research, November 2007, Vol. 44, Issue 4, p. 647-662.
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Yyecka KOHUenuus e, Yye “3a fga nomnyyuTe Hewo, KOeTo uckaTe Aa npuTexasarTe,
obukHoBeHO TpsAbBa Aga noxepTBaTe APYro, KOETO >XenaeTe - B3eMaHeTo Ha
peLLeHUst N3nCKBa pa3MsiHa Ha eaHa Len cpelly Apyra”.®® Mpu ToBa MonoxeHue
©e3nnaTtHUTE OOMbMHM CTOKW, OT eJHa CTpaHa, MMaT CBOS LieHa M Ta € B3eTa
npeaBua nNpu onpegensHe Ha pasxoguTe Ha Tbproeeua, HO OT Apyra, npegnonarat
nnaH 3a no-eeKTMBHO OMON30TBOPSIBaHE Ha pecypca Ha KpamHuTe notpebutenu.
Eto 3awo ce npuema, 4e CBLUECTBYBAT TPU OCHOBHM MPU4MHM, MOPaAN KOUTO
TpsiBa ga ce mpeanaraT NogapbLM:> 3a Cb3aBaHe Ha KpaTKOTpaeH npogax6eH
nvk; 3a npubaBsiHe Ha OOMbIIHUTENHA M3roga KbM OCHOBHMWS MPOAYKT; 3a U3rpax-
JaHe Ha Bpb3ka Mexay nogapbka M OCHOBHUS NPOAyKT. Tyk TpsbBa ga ce nocoun,
Ye CbIMNACHO HaUMOHANHOTO 3aKOHOAATEerNcTBO 3a 3awuTa Ha noTpebuTtenute
HemnosiHa TbpProBcka NpakTuka e Aa “ce NpefcTaBsl, Ye AafeHa CToka Mnu ycnyra
ce npepoctasa “GesnnaTtHo”, “Ge3Bb3mesgHo”, “Ge3 pasxogun”’ unu C Apyru
noaobHM Ha3BaHusA, KoraTo noTpedbutenaT TpsbBa fa 3annatu HsikakBa cyma 3a
cToKaTta Unu ycnyrata OCBEH Heu3beXHWUTe 3a HEro pasxoau, Heobxoavmu, 3a ga
OTrOBOPM Ha TbproBckaTa MNpakTuKka, Oa Bre3e BbB BMafeHMe Ha cTokata Wnu
pasxoguTe 3a HeliHaTa gocTaBka™ . B nopo6HM cUTyaLMu TbproBeLbT MoXe Ja
3abnygm noTpedbuTtens 3a ycrnoBusiTa Ha TbproBckaTa caernka. Bunpeku ToBa 1asmu
dopma € U3KIMYUTENHO NOoNyrnspHa Npu NyckaHe Ha nasapa unu B obpbLieHne Ha
HOBW CTOKM C Lien1 TAXHOTO 6bp30 nonynspusnpaHe nnm npu “ocBoboxgaBaHeTo”
Ha aHraxvpaHusi KaTo CTOKM pecypc Npeamn n3tmdyaHe Ha Cpoka Ha rogHOCT.

4. besrnam{u mocmpu. lNpegnaraHeTo UM 4YeCcTo ce acouumpa ¢ noslyyYnnoTo
rpaXXgaHCTBEHOCT ornpeaeneHne “npobu OT CTokM”. [MaBHa OCOGEHOCT € Bb3MOX-
HOCTTa Te fa 6baaTt pasgaBaHy M Ha MecTa, PasfnnyHU OT ThProBCKMS 0OEKT, Hanpu-
Mep Ha ynuuara, B ochmca unm B Joma Ha knueHTa. [pyra oopma e npegraraHeTo Ha
OCHOBEH NpoAyKT 1 6e3nnaTtHa MoCTpa Ha HErOB BapuaHT, NMpU KOETO Ce OCbLLECTBSABA
eheKT1BHO MonynsapusnpaHe Ha acopTMMEHTHOTO pa3HoOOpa3vne Ha AajeHa Tbpros-
cka mapka. EdekTbT, KOWTO ce moctura ¢ M3non3BaHeTo Ha ModobHa TexHuka, e
Cb3[aBaHETO Ha MO3HaHWe U MHAOPMMPAHOCT 3a HOBM NPOAYKTY Ypes3 onvTa 1 Hana-
raHe Ha ycreluHaTa pasfno3HaBaeMOCT Ha mpoaykTa. [pyr MHTepeceH MOMEHT e, Ye
norny4aBaHeTo Ha Oe3nnartHaTa MOCTpa He € 3aObIPKUTENHO 0OBBP3aHO C OCBLLECT-
BABAHETO Ha MOKyMKa, KOETO Ce Bb3npuMema MONOXUTENHO OT MOTeHuuanHuTe
noTpedutenu mn ce “npegnouvTa npen LEHOBUTE orcTbnkn™®. B Takasa cuTyaums
MOXeM Oa roBopum 3a 6e3nnartHu nogapvun. B anrtepHaTtneeH nmnaH € Bb3MOXXHO
nofapbKbT Aa e CBbp3aH C NPoAyKTa, KOeTO Hal-4ecTo ce NpeacTaBs KaTo NpeameTy,
BKIMKOYEHN Unn npukpeneHn KbM OrnakoBKaTta. BesnnatHute MOCTpM mMorat Ada

25 Mankiw, G. Principles of Economics, 4th Edition. South-Western College Pub, 2006, p. 4.
% Gray, R. Nothing comes for free. Marketing (00253650, 3/15/2006, p. 37-38.

7 Un. 68x., T. 20 ot 3akoHa 3a 3awwuTta Ha notpebutenute (Hos - 1B, 6p. 64 ot 2007 r., B cuna ot
988.09.2007 r.).

Bx. no-nogpobHo Fitzgerald, K. Survey: Consumers prefer sampling over coupons. - Advertising
Age, 1996, Vol. 67, Issue 5, p. 9.
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Npeau3BuKaT HAKOMKO B3aUMHO KOHKYpupalum ce pesynTaTta: eekT Ha akcenepauusi
W yBenuyaBaHe Ha npogaxoéuTte; edekT Ha “kaHWbanm3bM” - BoAM OO HamansiBaHe Ha
MOKYNKUTE C Len eKkcrepumeHTMpaHe; edekT Ha paswmpeHue - TOW € NpoayKT Ha
nosefdeHne Ha notpebutenute, kouto He Guxa kynunm 6e3 GesnnatHa MoOCTpa.
TbproBckaTa npakTvka Mokasea, 4Ye npunaraHeTo Ha Ta3n TeXHWKa uma Hai-
ObnroTpaeH edekT, KOMTO MPOAbIMKaBa U crej nepuoaa Ha akTMBHaTa NMpPOMOLMS.
NHCTpyMeHTBT 0baye Moxe ga vma u obpaTtHu edekT 1 Aa AoBede OO HeXenaHu
pesyntaTu.

5. KoonepamueHa peknama. Ts e nonynsipHO U edeKTMBHO CPeacTBo,
fbrnarogapeHue Ha koeTO, OT edHa CTpaHa, Ce MOoCTUra MKOHOMUSA Ha pecypcw,
aHraxvipaHu B peknameH 6iogxeT, a OT Apyra, KOHKPETHOCT Ha Haco4YeHoCTTa Ha
Bb34EWCTBMETO KbM NOTEHUManHuTe Kynyeauu. B TpaguumoHHOTO pasbupaHe
‘koonepaTMBHaTa peknama BKMAKYBA MMawaHua oT MpoM3BOAUTENUTE KbM
TbProBUUTE KaTO KOMMNEHcauus 3a peknammpaHeTo Ha NpoaykTuTe ¢ NoMoLlTa Ha
MECTHWN peKnamMmHu meaun™®. Kato dopma Ha oblia peknama HelHaTa OCHOBHa
uen e nonynapuvsMpaHeTo Ha OTAEeNHUTE TbProBCKM Mapku, ydacTBaliy B pek-
namata. B To3n npouec MHTEpPecHOTO e, Yye Ou3Hec-npakTukaTa Ha MeguiHuTe
KOMMaHWM B CTpaHaTa € HamnoXura ycrnewHo mogena, npyv KOWTO B peKnamHuTe
Tapucdm Ha KOMNaHMUTE MpUM peanuanpaHeTo Ha CbBMECTHM KaMnaHuu ce
npeaswxga noBuweHne (NPOoUeHT unu TBbpaa Cyma) Ha ueHaTta no tapuda 3a
BCEKN OTAeneH OOoMbIHUTENEH peknamogarten. [lpy ToBa nonoxeHue Koone-
paTMBHaTa peknama HOCW MKOHOMWMYEecKa m3roga M 3a peknamogarenute, u 3a
MeausiTa, OoCblUeCcTBABaLLa HenHaTa peanu3auus. MogensT Ha KoonepaTuBHaTa
peknama Moxe ga 6bae pasBUT KaKTO B XOPU3OHTareH, Taka U BbB BepTUKaneH
acnekT Ha WHTerpauus B KaHana 3a peanusaums Ha gageH npoaykt. Koonepa-
TMBHaATa peknama € TexHWKa NpeanMHO 3a nofnomMaraHe B MACTOTO Ha npoax-
faTa 4pe3 akTMBHO MPUBIINYAHE HA BHMMaHUETO KbM TOYHO OMpenerieHn Mpo-
OyKTW. JONMbIHUTENHO TO3M MOAEN Ce KOHKypupa 3a peknameH OlmkeT ¢ Tpaau-
LUMOHHATa CaMOCTOSAATENHA pekrnama, HO HeroBuTe npegumcTea ca B no-gobpata
N3MEPMMOCT Ha ePEKTUTE OT PEKNIAMHOTO Bb3ENCTBUE.

6. Hunbpcku cnucbk. pu TasuM TexHMKa B kaHana 3a peanusauus Ha
NPO4YKTUTE Ha JdafeH Tbproeel, (NMpov3BoauTen, BHOCUTEN) OMBAT [OrOBOPHO
NpUCbedVHsIBaHW onpegeneH Kpbr OT ThbProBuy. Te HammpaT MSCTO B peKramHuTe
nocnaHusi Ha duvpmarta, KbAeTo ce MonynspuMsvpaT MMeHata Ha TbproBckuTe W
napTHeopu. [JoroBopHOTO 06BBbP3BaHE 3a TbPrOBCKOTO pas3npoCTpaHeHe Ha NpoaykK-
TUTE Ha onpedeneHa dvpma cpeLly peknama v Apyru rnonsu rapaHtipa nosnHocTTa
Ha NapTHbLOpa W Haco4Ba UHTepeca Ha NOTPedtUTenUTe KbM TOYHO OMNpeaesieHn Tbp-
roBum. Mogo6HO MHOPMALIMOHHO HacuLLaHe NPefoCTaBs Bb3MOXHOCTU Ha NPOU3BO-

2 By no-nogpobHo Bawa, K. and R. Shoemaker. The Effects of Free Sample Promotions on
Incremental Brand Sales. - Marketing Science, 2004, Summer, Vol. 23, Issue 3, p. 345-363.

Moran, R. A. Cooperative Advertising: An Alternative Interpretation of Price Discrimination. -
California Management Review, 1973, Summer, Vol. 15, Issue 4, p. 61.
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aovtenuTe da nonynsipuavpat MMETO U JerHOCTTa Ha CBoWTe MapTHbopW (Mpea-
cTaBuTENM 1nu amctpmbyTtopu). bnarogapeHre Ha Tasu TeXHMKa Nas3apbT Ce HacuLa
C TOYKN Ha CTOKOBO NpepfiaraHe, KOETO Ce Bb3NpMeMa MOSIOKUTENHO OT NoTpedute-
mTe U “aucTpubyTOpWUTE 3HAUMTENHO peayLMpaT pucka 3a notpebutenute”.”’
OCHOBHOTO MPeAMMCTBO Ha MeToda € M3PaBHSABAHETO Ha LIEHOBOTO paBHULLE UMK
T.Hap. CTaHAAPTM3MpaHe Ha LieHaTa > 3a e[HaKBW MPOAYKTU B MPUCHEAVHEHUTE KbM
NapTHBOPCKMS CMUCBbK  MPpMK, KOETO Cb3daBa NpeanocTtaBkM 3a No-4obpo
M3MnornaBaHe Ha pecypcuTe U ONTUMAasHO YAOBMETBOPSABaHE Ha noBeye NoTpedbHoCTw.
TyK Bb3HMKBA M OCHOBHOTO CbODpaXeHne 3a HanaraHeTo Ha 3Ha4YvMM KOHTPOI OT eAuH
areHT BbpXY KaHana 3a peanu3auusi Ha MPOAyKTa, KOeTo € A0CTa MpPOTUBOPEYMBO,
BbMNPEKM Ye “KaHanuTe He MoraT ga yHKUMOoHMpaT 6e3 HenpekbCHaTO CbTPYAHU-
4YeCcTBO, B KOETO BCsiKa CTpaHa 3Hae KakBo [a o4yakesa OT 0Tcpeu4HaTa”33. JonbnHu-
TENHO pa3BUTVE B TO3W ACreKT € NosiBaTa Ha T.Hap. YHUBEpCanHu auctpubytopu,®
KOUTO ca areHTM B KaHana 3a peanusaums Ha NpogyKTUTe CbC 3aabiboveHu
NMo3HaHMS 3a CbOTBETHMS Masap U CbLOTBETHO NUMAEPCTBO MO OTHOLLUEHME Ha npen-
naraHvs NPOAyKTOB NopTdenn.

7. Uepu. Tyk nHTepec npeacTtaBnsiBa ObNrapckoTo 3akoHOAaTencTBo 3a
3aliMTa Ha KOHKypeHUMaTa, KOeTO B CBOWMTE HOPMW TbilKyBa npaBwunarta 3a
opraHma3upaHe Ha peknamH/ NPOMOLMVOHAIHU UIPU U HEMOSNTHOTO MPUBMAMYaHE Ha
knneHTn. OCHOBHUTE MOMEHTU Ca anTepHaTMBHUTE METOAM 3a npoBexAaHe Ha
npomoumn 6e3 noctaBsHe Ha YCNOBME 3a KynyBaHe Ha KOHKPETHW MPOAYKTU U
3abpaHaTa 3a T.Hap. ronsima Harpaga, T.e. TakaBa, HaaBuLasalm no ctomHoct 10
MUHMManHu 3annatu, uwnu 1500 nB., nnn 3abpaHa 3a npogaxbu, korato ce
obellaBa HeLo, YMSATO CTOMHOCT 3HAYMUTENHO HaABULLABA LieHaTa Ha npojaBa-
Hata cTtoka wunu ycnyra (un. 36 (3) ot 33K). MNpwn opraHuanpaHeTo Ha uwrpn B
noBeYyeTo crny4aun NoBedeHMETO Ha areHTUTe Ha oOMeHa NpoTMBOpeYn Ha [oOpo-
CbBecTHaTa TbproBcka npaktuka. [Mpu ToBa MonoXxeHwe € Bb3MOXHO [a Ce npe-
OM3BUKa 3HAYMMO Bb3AENCTBME BbPXY KOHKYPEHTHaTa nasapHa cpefja u notpeodu-
TenuTe. NpegnaraHeTo Ha Nogo6HM HenasapHW CTUMYIN CNPSMO KyNnyBaynTe KaTo
MeTo4 3a yBenuyaBaHe Ha npoaaxouTe e nonyndpHa TexHuKa B “TbproBCKUS
TeaTbp”.”> OpraHW3vMpaHeTo Ha NPOMOLMOHANHaTa Urpa MoXe Aa NpeauaBuka
camoce3upaHe Ha OTOPU3MpaHWTE ObPXKaBHM OpraHu npu ycrnoswe, 4e ce npeg-
nara wnn obewasa Hewo OesnnatHo. ToBa O Morno ga MoTuMBMpa MOTpebu-

3 McKenna, M. F. Distributors Play a Critical Role in the Supply Chain. - Adhesives & Sealants
Industry, April 2009, Vol. 16, Issue 4, p. 19.

Skinner, S. J., J. B. Gassenheimer, S. W. Kelley. Cooperation in Supplier-Dealer Relations. - Journal
of Retailing, 1992, Summer, Vol. 68, Issue 2, p. 175.

Alderson, W. Dynamic marketing behavior. Homewood, II: Richard D. Irwin Inc., p. 239.

34 Bx. no-nogpo6Ho Hecht, N. Universal Distributors: The Next Evolution in Supply Chain Partners. -
ECN: Electronic Component News, October 2004, Vol. 48, Issue 11, p. 78-79.
% Andreu, L., E. Bigné, R. Chumpitaz, V. Swaen. How does the perceived retail environment influence
consumers' emotional experience? evidence from two retail settings. - International Review of Retail,
Distribution & Consumer Research, December 2006, Vol. 16, Issue 5, p. 559.
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TenuTe Aa 3akynaT gafeH NPoayKT nopaam BeposaTHOCTTa Aa npuaobuart apyr 6es-
nnaTtHo kato Harpaga. B cnyyas uHTepecbT Ha noTpebutens moxe ga 6bae
CTUMYIMpPaH He OT pearHuTe KayecTBa Ha NPoayKTa, KOWTO Ce 3akynyBa, a 3apaau
obellaHMeTo Aa ce Nony4vu AOMbIHMTENHO HELLO Ha 3HayMMa CTOMHOCT. CTuMy-
NnMpaHeTo Ha NpogaxbuTte Ype3 TakaBa2 TeEXHMKA Ce Mpuema 3a HenosireH cnocoo,
KOWTO MOXe Ja yBpeau 3HauyUTeriHO MHTepeca Ha OCTaHanuTe na3apHu y4acTHU-
UK, B YaCTHOCT NPEKUTE KOHKYPEHTU. CbLLEBPEMEHHO Na3apbT TbPNU 3HAYUTENHU
N3MEHEHUS NOpagu akTMBHOTO MPMBNMYAHE Ha KIMEHTUTE Ype3 npeanaraHeTo Ha
OOMbIHUTENEH MPOAYKT, YMATO 3HayMTernHa CTOMHOCT Bb3MpensaTcTBa NOBEYETO
notpebutenn ga mm npugobmsT npu paBHM gpyrn ycnosus. [Opyr MOMeEHT e
YBIMYaAHETO Ha HsKoW NoTpebuTenu, B NPOTUBOBEC HA pauMOHANHOTO NoBeAeHNE,
KbM CUTyaLuu, B KOUTO Ce U3NUTBA TEXHUAT KbCMeT. [logobHa mpaumoHanHocT
CTUMynMpa €OHOBPEMEHHO M MNPOU3BOAMTENUTE, W TbProBUMTE Aa M3nonasart
MPOMOLIMOHAMHN UrpKU U CbOWUTWS, KOWTO noacunBeaT npopaxéute.’® OcHoBHUS
dakTop e nonyyaBaHe Ha 3HAYMMO 3a WHAUBMAA NPESUMCTBO U MOCTUraHe Ha
yOOBOMCTBME 4Ype3 XenaHWeTto 3a yyacTue B Wrpu, Npu KOUTO Ce NOoBnusiBa
€MOLMOHAIHO BbpXy NOBEAEHMETO Ha NOTpebuTens.

N3bpoeHnTe TEXHMKM Ca caMO 4acT OT MpwuraraHuTe B OM3Hec-nmpakTvkaTta Ha
TbProBckuTe MpMM 3a CTUMyINMpaHe Ha nas3apHaTa peanu3auusi B MsICTOTO Ha Mpo-
Jaxbara 1 TAaxHaTa HaCoYeHOCT CTUMYNUPa MHTEPeCca Ha BCUYKU MasapHy yYacTHULN.
lMocnegHOTO MMa M3KIIOYUTENHO 3HadYeHve nopagn akta, Ye CTUMYNMPaHeToO B
MSCTOTO Ha npogaxbaTta e MexaHM3bM 3a Bb3AeNCTBME BbPXY NpepasnpeaeneHmeTo
Ha pecypca 1 None3HOCTTa MEeXay MKOHOMUYECKUTE areHTU. PesynTatsT Wwe e BuHaru
C oOrpaHuM4yeHa BbB BpeMeTo eqEKTMBHOCT MNopagu pecypcHata OrpaHUYeHoCT,
NPVBMKBAHETO KbM CTUMYIA, MOHWKABAHETO Ha PEaKTUBHOCTTA M Bb3NpUEMaHETO My
KaTo 3abIDKUTENEH efleMEHT Ha TbproBckata ogepTa.

a. L|JyJ'ILI,37 onucea LWecCT (pakTopa 3a ycnewHaTta nporpama 3a B3auMMoO-
OencTBue B KNUEHTUTE, KOATO MOXe Aa CTUMYNnupa TaxHaTa NosNHOCT:

1. Bpb3ka c knueHTtuTe. lNporpamarta TpsibBa ga 6bae pasbupaema n ga
NPOBOKMpa MHTEpPEeca Ha KIIMEHTUTE, KaTo KIKOYOB KOMMOHEHT € Bb3MOXHOCTTa Aa
Obae goctbnHa 3a Bcekn. CnegoBaTenHo U3MNon3BaHeTo Ha MHCTPYMEHTUTE TpsibBa
Ja orpaHW4aBa MakCMMarnHoO MpeaBapuUTEnHOTO CEerMeHTUMpaHe Ha eguHuuuTe,
KOUTO LWe nonagHaT o NPOMOoLUMOHanHoO Bb3gencTeme. B cnyyas ce pasuuta Ha
aKTMBHOTO aHraXxupaHe n TonepupaHe Ha KnmeHTure.

2. Bb3HarpaxgaBaHe camo Ha MOMOXUTENHOTO NoBeAeHME, KOETO ONTUMU-
3upa pasxogute Ha Tbproeeua. CrnegoBaTenHo U3NON3BaHUTE cpeacTBa Tpsibea
[a MNOATMKBAT MOKyrnkaTa B MSACTOTO Ha npopaxbata u ga MHMUMUpaT HEeNHOTO
peanuaupaHe. NogobHo noBegeHve e NPoAyKT Ha penauusita “cTtuMmyn-peakums’”.

% Bx. no-nogpo6Ho Feinman, J., R. Blashek, R. McCabe. Sweepstakes, Prize Promotions, Games and
Contests. Irwin Professional Pub, 1986.

Bx. no nogpobHo Schultz, D. E. Will real customer loyalty please stand up? - Marketing News,
1/15/2008, Vol. 42, Issue 1, p. 34.
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Mpn TOBa nonoxeHwe TpsbBa ga ce nogyepTaBa Bu3yanHata U MbpBUYHATA
aTPakTUBHOCT Ha M3NOn3BaHUTE cpeactBa nopagn BpemMeBuUTe orpaHnvYeHuna Ha
NnoToka OT KIMMEHTUM B TbProBCKMs OBEKT M CLOTBETHO CKIIOHHOCTTa Ha MNOTpe-
OuTens ga 6bae BbBNNYAH B NOAOOEH ThProBCKU CLIEHAPUIA.

3. CbyeTaBaHe Ha 3HA4YMMU THPrOBCKM Mapky B Cb3[aBaHETO Ha yHMKaneH
UMUOX Ha TbproBeLa, KbM KOMTO KNMMEHTLT Aa e FNosfeH, Tbi Kato ¢ BCe MNo-
3HauMMma cuna e ce nposiBsBa TeHOeHUUATa “TbProBCKUTE Mapku U Tbpropuute
[a cb3gaBaT MO3HAHWE M MPOrpamu..., B KOUTO KOHKypupawmTe ce Mapku ca
NpUHyAeHu aa ce koonepupar”.*®

4. CbbupaHe n u3non3BaHe Ha MHQOpMaUUA 3a KIMEHTUTE U TEXHUTE
Hy>Xau, noTpebHocTu 1 xenanuda. 1 obpatHo, Te TpsibBa ga nonydart nHgopmaums
KakKBO TbpProBeUubT MOXe Oa UM OCUTypu.

5. Bb3npremaHe 1 nonynsipusnpaHe Ha nporpamarta oT nepcoHana Ha Tbpros-
ckata dvpmMa U MHTErPUPAHETO M BbB BCUYKUM MapKETMHIOBU OENHOCTM Ha KOM-
naHusaTa.

6. YCTONUMBOCT 1 Bb3NpMemMaHe Ha nporpamaTa KaTo cTpaTern4yecko cpea-
CTBO C TaKTM4eCKO OeWCTBUE, KOeTo TpsbBa Aa PyHKUMOHMPA HE3aBMCMMO OT na-
3apHaTa cuTyaums U Bb3MOXHOCTU Ha UKOHOMUYECKUTE areHTn Ha obmeHa.

BbB Bpb3ka C TOBa M3creaBaHe Ha Xvpae v Bunmot®® noTBbpxaaBa, ye 3a
TbProBCKMsi OM3HEC OT eQHaKBO 3HayeHue TpsibBa Aa 6bAaT KakTo yyYacTHUUMTE B
nporpamu 3a CTUMyNnupaHe Ha NOSANHOCT, Taka U Hey4YacTBalLMTe B TE3UN NMporpamu.
MogobHa Te3a ce nogabpxa OT pa3dbupaHeTo, Ye OHE3N, KOMTO Ca HaLM NOCETUTENN
OHeC N He 3aKynyBaT NpoAyKTu - NnpeaMeT Ha npomouunsa, BOOAT 40 yBelnndeHune Ha
Bpos Ha kynyBauuTe yTpe. OCHOBHUTE (hakTopu B TO3M NpoLec ca:

e baBHaTa MpomsiHa Ha noTpebuTenckata KynTypa W Ha KynTypaTa Ha
TbProBCKOTO 06cnyXBaHe. Tyk, OT efQHa CTpaHa, € Heobx04MMO Ja ce nocTaBAT
akueHTuTe B 0by4yeHMeTo Ha NepcoHana Ha BCska Tbproecka cmpma, koeto Tpsb-
Ba [a € HAacO4YeHO KbM MOCTUraHe Ha eeKkTMBHOCT Ype3 UHAMBUOYANHO OTHOLUE-
HWe, a OT gpyra cTpaHa - npeaedUHNPaHETO Ha Na3apyBaHETO KaTo eXedHEBEH
puTyarn Ha KOHCYMaTOpPCKOTO HM OOLLECTBO, B KOWTO Ce NposiBsiBa CaMOYyBCTBUETO
W rOTOBHOCTTa Ha MoTpebuTens He camo Aa No3HaBa, HO M [a OTCTosiBa npaBarta
cu;

e MynTMKaHanHata cTtpaTerus, npu KosATo OrnarogapeHne Ha HoBuUTe
TEXHOJIOMMM YOBEK MOXe Aa nasapyBa He CaMoO B TPaAMLMOHHM TbProBCKU 0OEKTH,
HO 1 BbB BMPTYyarnHu marasuHu, no TenedoHa u Ypes apyru cpeactsa U criegosa-
TEITHO M3Non3BaHe Ha NoAXoAsALWNUTE CPeACcTBa 3a CTUMYNMpPaHe U B HETpaguLMOH-
HUTe bopMM 3a TbProBUs;

38 Tullio, M. 5 Vibrant trends in point-of-purchase. - Display & Design Ideas, September 2004, Vol. 16,
Issue 9, p. 47.

Van Heerde, H. J., T. H. A. Bilmoth. Decomposing the Promotional Revenue Bump for Loyalty
Program Members versus Nonmembers. - Journal of Marketing Research, Nov. 2005, Vol. 42, Issue 4,
p. 443-457.
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e penaumsta MKOHOMMYEcKa pauMOHanHOCT, u3paseHa 4ype3 ovakBaHaTta
Nnones3HocT, NPsiko oOBbp3aHa C KayecTBOTO Ha NpuaobueaHua npoaykT. B
cnyyas TpsibBa ga ce Hanara pasbupaHeTo, Ye KynyBay € TO3u, KOATO pa3MeHs
CBOSi MapuyeH OOXOA Cpelly npefrnaraHvute nNpoaykTu, AOKaTO KITMEHT € OH3W,
KOWTO MOBTaps MOKynkaTa, T.e. JIOAMHOCTTAa € npouec Ha Cb3gaBaHe Ha
KITUEHTW.

CrnepoBaTenHo HaW-MOWHUAT nogxon TpsibBa ga kKOMOMHMpaA YCBBBLP-
LWEHCTBAHOTO 3HaHME 3a TOBA KakBO KIIMEHTUTE HAUCTUHA XenaaT C MbpyaH-
[aN3uHr cTpaTerns, KOSTo e u3rpageHa 3a nocpeljaHe Ha Te3u HecTabunHu
Hyxaun. lMopobeH B3uckateneH u ¢pokycupaH OM3HEC-NOAXO4 LWe reHepupa
npogaxou n noTpebuTencka NOANHOCT, KOATO LWe JoBeae A0 NO-BUCOKN AbNro-
cpouHM nevan6u m pactex.’* B yCrnoBusiTa Ha 3Ha4YUMM U NPOABIDKUTENHU
WKOHOMWYECKM CbTPECEHNS, NOBNUSIBALLUN U TbProBusiTa, € MHOro BEPOSATHO, 3a
[a npoabInKM CBOETO CblUECTBYBaHe, TbProBCKUAT OM3Hec ga npepnpueme
€[Ha OT U3NUTaHUTEe NoTeHUMarnHu cTpaTerMm Ha “MUHUMU3NPAHETO Ha pucka,
ToTarHaTa pauyvoHanu3aunsi UMM UHTEH3UBHOTO no3suumoHupaHe”.*' B ceraiu-
HaTa “HerocTonpuemHa nasapHa cpega’* e Heobxogumo aa ce obpblya Mno-
ronsiMo BHUMaHMe Ha pearnHOCTTa M M3MbIHUMOCTTA Ha NOCTaBEHUTE Lenun; Ha
KOMYHMKaUMATA C KIIMEHTUTE; reHepMpaHeTo Ha HOBWU uaen; 6bP30TO KOpUru-
paHe Ha gonyckaHuTe rpewkun. MNpn ToBa BCSKO cpencTBo TpsibBa ga € CMHXPO-
HU3MPaHO C neTTe npaBuWna Ha YynpaBneHMeTo Ha CBp‘bXpaCTe>KaI43 dokyc
BbpXy npogaxbuTte; BHMMATENHO BbBEXAaHE Ha HOBU TEXHWKWU; cTaHaap-
TU3MpaHe Ha CTPYKTypuTe W NpouecuTe; AenermpaHe Ha npasa 3a B3eMaHe Ha
pelleHunsl Ha Mo-HUCKO onepaTMBHO HUBO; Bb3Harpa)xaaBaHe Ha aKTUBHOCTTA U
MHMUMaTUBaTA.

lMpe3 nocrnegHuTe roavHyn peguua dakTopy odopmMuxa KakTo CTPYKTY-
paTa Ha BbTpelwHaTa TbpProBusa, Taka W npupodaTta Ha KOHKypeHuuMsiTa Ha
nasapa Ha noTpebuTernckuTe cToku B bbnrapus. B pesayntaT oT nameHsawara ce
N HECUTypHa NasapHa cpefa TbpProBCKMAT OU3HEC KOHLUEHTpUpa BHAMAHMETO CU
BCE MOBEYE BbBPXY KIMEHTUTE M B3aMMOOTHOLIEHMATA C TaxX. [lasapbT Ha
notpebutenckn npoayktm ce dopmmpa OT MHOXECTBO Y4YaCTHMUM, KOWUTO
narpaxxgat 6nm3ku no CBOsi XxapaKTep nasapHu cTpaTeruu, a npegraraHeTo ce
HacuLla OT CXo4HM NpoayKTn. Becneacteme Ha ToBa noTpedbutenckaTa NOANHOCT
ce KoMMnpomMmeTupa, KOeTO HalloXwu npegnpunemMmaHe Ha Udan KOMNONeKkCc OoT
TbProBCKM MEPKM 3a aKTMBHO CTUMynMpaHe Ha npopaxbute. MNperneabT Ha

40 Bx. no-nogpo6bHo Kash, R., J. Green. Why Shoppers Really Buy. - Retail Merchandiser, April 2004,
Vol. 44, Issue 4, p. 34.

! Bx. no-nogpo6bHo Bates, A. D. The Troubled Future of Retailing. - Business Horizons, August 1976,
Vol. 19 Issue 4, p. 22.

42 Giglio, S. The future is in your hands. - Sales & Marketing Management, February 2009, Vol. 160,
‘I‘ssue 9,p.7.

Bx. no-nogpo6Ho /zosimov, A. V. Managing Hypergrowth. - Harvard Business Review, April 2008,
Vol. 86, Issue 4, p. 121-127.
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HSIKOW MONYMSIPHU TbPrOBCKM BEPUrM 3a U3MNON3BaHUTe B BU3Hec-aeHoCcTTa UM
TbPrOBCKM TEXHUKM 3a CTUMYynupaHe Ha npopaxbute nokasBa TAXHOTO CUC-
TeMHO npunaraHe u paswmpsBaHe (Bx. Tabnuuara).

Tabnuya

TBpProBCKN TEXHWKM M3NON3BaHM B HAKON TbProBCKU BEPUTU
npesa anpwn, mamn, toHm 2009 r.

TbproBcka TEXHMKA
(o] g
THProBCKY BEpUrm Mepvon é—gg § & E g % s g g| 2 5| <
noS |20 | 20| | @@ @0 o
SkE|Si|sc|s8|88|EE| S
§82|65| 88| &% 580
N
23.04-06.05 | H.u. v v v v H.U1 v
Buna 07.05-20.05 | v H.1 v v v HU. | v
21.05-03.06 | H.u. H.W. v v 4 H.1. 4
27.04-03.05 | H.u. v v HU. | HU. | HHK H.1.
Kaydnang 04.05-10.05 | H.u. 4 v v H.M H.1 v
11.05-18.05 | H.u. v 4 v H.W. H.M 4
23.04-06.05 | H.u. v v v v v v
MeTpo 07.05-20.05 | H.u. v v v 4 v v
21.05-03.06 | H.n. 4 4 4 4 4
26.04-16.05 | v 4 4 4 v 4 4
Mukagunu 17.05-06.06 | H.u. 4 4 4 4 v 4
07.06-24.06 | H.u. v v v v v v
25.04-08.05 | v v v HU. | v v H.1.
TexHoMapkeT 09.05-22.05 | v 4 v 4 v v H.1.
23.05-05.06 | v 4 4 H.n v v 4
17.04-30.04 | H.n. HU. | v HU. | v v H.1.
TexHononuc 01.05-14.05 | H.u. Hu. | v Hu | v v H.1.
15.05-04.06 | H.n. HU. | v HU. | v v H.1.
29.04-12.05 | v v HU. | HU. | v v v
MpakTukep 13.05-26.05 | v v HU. | HU [V v v
27.06-09.06 | v v HU. | HU. | v v v

Babernexka: H.N. — HAMa MHOPMaLUS.

OcHoBHUTE HanpaBleHnda 3a onTtuMn3npaHe Ha BCEKU UHCTPYMEHT, MNMpu-
laraH B MACTOTO Ha npo,u,a>K6aTa B €dVWH TbpProBCKU cbopmaT, Tpﬂ6Ba na
BKINn4YBaT MeponpuAaTnd, CBbp3aHu C:
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e nobaBaAHe Ha nogxogslla My3uKa, 3BYKOBW PeEKNaMHM MOCMnaHus U
aKkuUeHTW, KOMTO MoraT ga TpaHcgopmupaT “TbproBckua 0OEKT B MSACTO 3a
oTAMX W pasBredvenne’ upes cbagaBaHeTo Ha CTUMynMpalla TbProBcka
atmocdepa;

e IOBeYe BM3yarnHu cpenctBa — NocTepu, pekrnaMHu naHa, CTUKepu, etu-
KeTn n gp. BbB Bpb3ka C TOBa M NONynspuM3MpaHeTo Ha CbOTBETHATa KamnaHus
TpsibBa ga 6bAe OCbLIECTBABAHO Ype3 pasnuyHu MeauiHu KaHanm u cpenctBa,
ypes KOUTO ga ce Cb3gage NMpYBMMYALLO U 3aBnagsBallo MHTepeca Ha noTpe-
butenute npeanoxeHue;

e lepcoHanHa KOMyHMKauus C JOSSIHM M MOTEHUMANHU KIIMEHTUM — B
TbproBckus 00eKT, Ype3 enekTpoHHa nowa, SMS u gpyrn yMECTHM Ha4yuHu 3a
B3aMMOLENCTBME C KNMEHTUTE MNu “npeBpblliaHe Ha npopaBaHeTo B obuly-
BaHe”*®; HarpaxaBaHe Ha MOSIMHOCTTa Ha KMWEHTUTE C Hal-BUCOKa YECTOTa Ha
MOKYMKnTE.

e NogobpsiBaHe Ha UMMAXa Ha TbProBCKNA O0BEKT Ype3 CbBMECTHU Mepo-
NPUATUS C U3BECTHU NIMYHOCTU, KAMMNAHUUN U T.H.;

e MpefiaraHe Ha NakeTHU 1 KOMOMHMpaHn odepTy;

e KOMMNETEHTHOCT Ha nepcoHana u nepcoHanHo obcnyxsaHe, obydeHne u
MOTMBUPAHE Ha ChyXuTenuTe; MO3HaBaHe Ha npoAykTa M aHraxuvpaHe C
MucuaTa U uennte Ha oupmarta. KOHCTpyupaHeTo Ha KOHKPETHOTO Bb34EeWCT-
Bve TpsbBa ga ce U3BbPLUM MO HaYUH, KOWTO Aa e NeceH 3a peanuaupaHe u
Bb3MpMeMaHe KakTo OT aHraXXupaHus B TbproBckata A4eMHOCT nepcoHarn, Taka u
OT NOTEeHUManHuTe noTpedurenu;

e TECTBaHe Ha nepcoHana — MpourpaBaHe B KOHTpONUpaHa u pearnHa
nasapHa cpega, npunaraHe Ha MeToJa Ha NPUKPUTOTO NasapyBaHe;

e 6bP30 aganTMpaHe KbM M3MEHEHMEeTO Ha nasapHaTa cuTyauusi, KOHKY-
peHTHaTa cpeja U pecypCHUTE OrpaHWYeHMs Ha OpraHu3aundaTa; UHTerpupaHe
Ha MHCTpyMeHTapuvyma 3a AWPEKTHO CTUMynupaHe Ha npogaxbute B MACTOTO
Ha MOKyrnkaTta C KOMYHMKaUWMOHHUA MUKC Ha TbproBckata dupma; cbobpa-
3BaHe Ha npunaraHute MWHCTPYMEHTU ¢ npoduna Ha obcnyxBaHUTE OT
TbProBCKUS 0OEKT KNMMEHTU U MPOMEHUTE B TEXHUTE XapaKTepucTuku. Npu ToBa
nonoxeHue TpsibBa Aa ce npunara LieNeHaco4YeHOoCT Ha AeNCTBUATA U CEerMeH-
TUpaH NOAXOA KbM OTAENMHUTE rpynu KNUeHTU.

dakTopu, BNusiewn Bbpxy n3bopa Ha cTpaTerus 3a CTuMynumpaHe Ha npo-
JaxbuTte B MACTOTO Ha npogaxbara, ca:

e 06LWNTE U cneundmryHUTE XapakTepUCTUKM Ha NasapHaTta cpeaa;

® NPOPUNBT Ha CEerMeHTUTE, KbM KOMUTO € HAacO4YeHO CTUMYyMMpaHeTo, U
O4YakBaHETO 3a pecypcHaTa um ob6e3neyeHocT;

44 Dupuis, M. New Concepts in Specialty Retailing. - European Retail Digest, September 1998, Issue
19, p. 9.

Mak Tam, c. 13.
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e CblLECTBYBALUNAT UMUK HA chupmaTa U HEMHUTE NPOaYKTH;

e HanM4yHaTa UHopmaLmsa 3a NPOAYKTa;

e XapaKkTepUCTUKUTE Ha NPOAYKTa;

e pecypcHaTa orpaHM4YeHoCT Ha hupmara.

BrnivaHneTto Ha oTaenHute (GakTopu € KOMMIEKCHO, KaTo B onpeaeneHu
nasapHu cuTyauumn Bb34EeNCTBMETO Ha HAKOM OT TAX MoXe Aa 6bae No-cuiHo, a
B APYrU - NO-KOCBEHO. Ha To3M eTan e HyXHO ga ce o6bpHe BHMMaHuWe M Ha
€TMYHOCTTa B Mpoueca Ha TbProBCKOTO CTUMyNMpaHe, TbW KaTo LieneHaco-
YEHOTO MaHunynupaHe Ha noTpebuTenckua n3bop Moxe ga Hapywwu dyHaa-
MeHTanHu notpebuTesncku npaea u Oa Bne3e B NMPOTUBOPEYUS CbC CbLLECT-
ByBalwaTa HopMaTuBHa ypepnba. B cTpemexa KbM MNOCTUraHe Ha ycneullHa
TbProBCcKa peanusauus Ha gageH NpoAayKkT areHTbT Ha obmeHa TpsibBa ga ce
npuabpxa KbM noaabpxaHe Ha agekBaTHa MHOPMaLMOHHA OCUIYPEHOCT U Aa
He npeansBUKBa LieNIeHACOYEeHO CbCTOSIHUA Ha MH(OpMaUMOHHA acumeTpus.
MogobHa nonuTuka We rapaHTupa ObArocpoyHaTa MNoSANHOCT Ha KIMEHTUTE U
CbOTBETHO LWe Hamanu npogaxbeHaTa HecTabunHocT M we nogobpu HaBura-
uMaTa B ycrnoBusiTa Ha HecurypHoctTa. B obGpaTHua cnydanm 3a Tbproseua ce
oyepTaBa HebnaronpusiTHaTa nepcrnekTnBa Ha KoMOuHauuaTa “HegoBepue —
HecurypHocTt”.

CerawHaTa nasapHa cuTyauusi pa3kpuea 3HauyuTenHaTta nonynsipHOCT Ha
TbProBCKMTE METOAM 3a CTMMyNMpaHe Ha npopaxbute, ¢ YMATO MOMOLL Tbp-
roBCKUTE PMPMU AOCTUraT MOMEHTHO HacbpyaBaHe Ha noTpebutennte, KOETO
na nogobpu TaxHaTa yaOBNETBOPEHOCT OT M3BBLPLUBAHETO Ha MokyrnkaTta. Taka
TbProBCKUAT OM3HEC yBenn4yaBa e(eKkTUTe, Kato CTUMynuMpa OUPEKTHO NoTpe-
OUTENCKOTO TbpPCEHe M CregoBaTeNHO BAWSHMETO MY pacTe B YCroBMATaA Ha
OMHaMUYHO pas3BuMBaLl ce NoTpebuTenckn nasap.

14.VI11.2009 r.
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