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MAPKETHUHI' U BPEH/IUHI': ABTOMATH3AIIUA,

UCKYCCTBEHHBIA HHTEJUIEKT, IEPCOHAJIN3AIINA 1 MOBHJIBHOCTH

A. B. @ponoe, navanenuk knacca kagheoper AIIC
E. C. ®ponosa, acnupanm
A. A. Aumonoe, cmapuiuii npenooasamens kagheopst POPC

CoBpeMeHHbIH PBIHOK CBS3BIBAET MHOTHE IIPOIECCH B KOMIUIEKCHI, ITOBBINAS MOTEHIMAL MX B3aHMOJeH-
crBuii. B paGoTe IPOBOJUTCS CHCTEMHEIH aHAIM3 MapKeTHHIa H OPEHJIHHTA C YeThIPeX OCHOBHBIX SBOIIIOIH-
OHHBIX CTOPOH! IIOTEHIMAT aBTOMATH3AIMH, IPHMEHHMOCTE HCKYCCTBEHHOT'O MHTEIUIEKTA, TTePCOHATHIAIHS
HOKYIIaTeNei | NoBbIleHHe MOCHILHOCTH OM3Heca. [IpoaHaTH3HpoBaHbl BO3MOKHOCTH HICH THU(UKAIMH 11e-
NeBOH  avIWMTOPHH,  «CIIVIIAHMS»  LeIIeBOH  ayIMTOPHH,  BHEJPEHHMS  MHHOBAIMH,  JIMYHOCTHO-
OPHEHTHPOBAHHOTO OpeH000pasoBaHsl. CHIBHEE BeeX IPH TAKOM I10/IX0/1e BRIMIPHIBAIOT Majble U CpeIHHE
(pupmer (wiacca B2B, marpumep), KOTOPEIM IepCOHATH3ALMS IIPHCVITA 110 Ipupojie, HeoOxomimocTH. Co-
3JaHHe MAPKETHHT-COOOMIEHHH THYHOCTHO-OPHEHTHPOBAHHONH HaIPABIEHHOCTH 3aBHCHT HE TOIBKO OT MX
kenaHui, MoTuparmu. [loprmaercss >(QQeKTHBHOCTE, ABTOMATH3AIINS, HHTE/UIEKTYATH3AIM MAPKeTHHTa
KOMITAHHH, MOKHO OTC/IEKHBATL OPHEHTHPOBAHHEIE Ha II€IeBhIEe YCTAHOBKH PACCHUIKH, «pealbHBI» Mapke-
THHT, sl KOTOPOTO CTAHOBHTCA aKTYabHBIM HEHPOMAPKETHHTOBBIH IOIXO L.

B pabote ucciiesiopaHye 103p0/sIeT BEIETHTE BajKHelIIe MApKeTHHIOBEIE TeH IeHIMU phIHKa-2018, Harpumep,
HHTEPAKTHBHLIE YaThl, HHTEIEKTYaATBHBIE CHCTEMBI, YIIYUILIAFOIIHE OOMEH, IEHHOCTE KOHTEHTA ¢ YUETOM €ro Tiep-
COHAMM3AIMH. AKIEHTHPYETCS, YTO HAYKOEMKHE KOMAHJB padoTel ¢ MAPKETOJIOTAMH, POCT KOIMYECTBEHHOTO
MAapKETHHa OTKPHIBAIOT HOBBIE BO3MOKHOCTH PEalbHOTO OM3Heca, OpeHIbl HAUMHAIOT SKCIIEPHMEHTHPOBATE C
HUMH. JIMeeTcss BO3MOIKHOCTE HCTIONB30BATH PEKIIAMHEIE POJIMKH KAk HOBBIH MapKeTHHIOBEIH KaHal B palote
OTMeYEHBI OCHOBHBIE ITPOG/IEMBI IIPOJIA, HAIIPHMED, IPHOPUTET KOH(HIESHIMATBHOCTH TI0/B30BATEILCKHX JaH-
HBIX, CO3JIAHIS MHOTOKAHAIBHEIX KOMMYHHKAIDH, TIPHMEHSIONMX XOIOHEE CBSH, (QIUBTparpuo moutel. Ma-
IHHHOE 00YUEHHE MOYKET M3MEHHTH PEKTIAMHBIE TIPETTOYTEHHS, MAPKETHHT (Ha 0a3e CHCTEM HCKYCCTBEHHOTO HH-
TemiekTa, ocobeHHo). loTpeburem #ayT oT GpeHHHTa GoMbIIeH oTAa4, OpeH/IbL, 3aUHTEPeCOBAHHBIE B KITHMEH-
TAX JIOTDKHEI CO3/IABATE NIPHBJIEKATEIBHBIH KOHTEHT, a PeKiIaMa JIBHIKeTCs! K IIEHHOMY KOHTeHTY.

KiroueBble ciioBa: OpeHJl, MApPKETHHT, OU3HEC, KOMITAHUS, aBTOMATH3AIIMs, HCKYCCTBEHHBIH HHTEIUIEKT,
MepCOHAM AL, MOOUIILHOCTE, TeHIeHITHH-2018

The modern market connects many processes in complexes. He increases the potential of their interactions. In
article the system analysis of marketing, branding is carried out. Four main evolutionary parties are consid-
ered: automation potential, applicability of artificial intelligence, personalisation of buyers, increase in mobil-
ity of business. Possibilities of identification of target audience, the introduction of innovations focused on
the identity of a brends are analysed. Most strongly at such approach win small and medium-sized companies
(the class B2B, for example). Personalisation is inherent in them by the nature, need. Creation marketing
messages of personal orientation depends not only on desires, motivation. The efficiency, automation, intel-
lectualization of marketing of the company increases. It is possible to monitor the mailings focused on pur-
poses, "real" marketing. There is relevant a neuromarketing approach.

The analysis done in work allows to allocate, note the most important marketing tendencies of the market-
2018. For example, the interactive chats, intellectual systems improving exchange, content value taking into
account personalisation. It is accented that the knowledge-intensive teams of work with marketing specialists,
growth of quantitative marketing open new opportunities of real business, brands begin to experiment with
them. It is possible to use, for example, commercials as a new marketing channel. In work the main problems
of sales, for example, a priority of confidentiality of the user data, creations of the multichannel communica-
tions applying cold communications, filtration of mail are noted. The machine learning can change advertiz-
ing preferences, marketing (on the basis of the systems of artificial intelligence). Consumers wait from brand-
ing of bigger return, Brenda, interested in clients have to create attractive content, and advertizing moves to
valuable content.

Keywords:brand, marketing, business, company, automation, artificial intelligence, personalisation, mobility,
tendencies-2018.
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1. BBEJEHHE

Ceroass Ha OO HCTIOIB30BAHKA HHTCPHETA
NPUXOJUTCS MOYTH YETHIPE MHJLTHAPIA NOJIL30BATE-
neit. EctectBennbiii mpouece [1]-[3] akTuBm3ammn
CBOECH JOJIH MOJB30BATENCH HMHTEPHETA W3 OOMEH
MACCHI NPOUCXOAMT MNOCPEACTBOM MCNOJB30BAHUA
P()EKTHBHBIX, HHHOBALHOHHLIX H WTHOPHPOBAHUS
CTapeX., HEIPPCKTHBHBIX METOZOB OpEHIHMHTA,
MapkeTHHTa. OCHOBHBIC MHCTPYMEHTBI HHTEPHET —
MAPKCTHHTA MPESACTABICHBI HA PHCYHKE l.[3]

KaxoBo 3HAuYCHHE CJIOBA «OpPEHI», KAKOBBI
€ro CBOHCTBA? DTO MOHATHE MPHILIO OT APCBHE-
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CKAHIMHABCKOro «brande» (IEpeBOJ «CIKHTaTh,
oroup»). Tak HA3BIBATH 3HAK, KOTOPBIM BIIAICTBIIBI
JKHBOTHBIX MOMEYAIH CBOE IOTrojI0Bbe. bpenauur —
YJACIUTh BPEM# KOHTEHTY, NpoAyKkram (ycayram),
KOTOPBIC IOKA3BIBAIOT, YTO OPEAIAraeéMOE BaMH
NPHBOAMT K OHIYTHMBIM DE3Y/IBTATAM A/l UX CTO-
POHHMKOB, YBC/IHYMBAIOT HX OM3HEC-BO3MOKHOCTH,
KIHCHTCKYEO Oazy [4]-[5]. Ormavme — vy mamoro
OnsHeCa HET NPEUMYIIECTB MAPKCTHHIOBLIX CNICLM-
ANbHBIX OIOIKETOB, OTAC/IOB, TAIAHTIHBLIX MApPKE-
TOJIOrOB, MPOABHHYTOIO MAPKETHHIOBOIO MHCTDY-
meHTapus [6]-[7].

T

T ————r——

[ ————
Mt

il e e AR e
M T TR Y AT b Ce T e

Choianmis 18T apHET AIpRNTI —

VAT T M pRETILT
AUPOL S B spoyRcE §
Blused susnmand

St o mearnia | Ciiliea wchvn sl

e v e pam i (PP )

=2
[ ————— E1ah w gt LObsEW e ik h wdEds il
POaYSTA, BPENGA Ww TRoEKTE | TARTIG00N MASGITIF e

HERmI S TIT WAPTI || SO
FOGMAC - Gl T
I Vi TR HTRRTE

Mg 8 CALA it Do
B M e

P e (TR, LI O
L

PucyHok 1 ~OcHOBHEIE HHCTPYMEHTHI MHTEPHET — MapKkeTHHTa| 3]

2. OCHOBHBIE METOJABLI CHCTEM-
HOI'O AHAJIM3A

YrobOel mpoayMaTe MAPKCTHHTOBBIC KaMIIA-
HHH, [PHBJICKAIOIME NOB30BATENCH yCHOEmHO,
HeoOx0auMO0 Ha 0a3e METOAOB CHCTEMHOTO AHATH3A!

1) cozpars M noaaepKMBaTh OpeHA (BECTH
dpexTuBHbIi OPeHAUHT, CBOIO (PMPMEHHYIO HICH-
TH(MKALMEO, HHTEIPUPY$ €€ B COUMEIMd, COLCETH,
cpeacrsa Maccood unpopmamuu (CMH), Brmouasn
JOTOTHII, (PHPMEHHY IO HACHTHYHOCTB);

2) HACHTH(HUMPOBATD NOJHEE  LEJAEBYIO
dyAMTODHIO (YYMTBIBAH PErHOHANBHOCTB, AEMOrpa-
(PMUECKYI0 CMTYALUMIO, FEHACPHBIH ACNEKT, TApre-
THHT, COOBITHITHYIO HAIPABJICHHOCTh, JAKE BHPYC-
HBIH H MAPTH3AHCKHI MAPKCTHHT),

3) caymarhk (rIdBHOE — «CIHBIIATE») dyau-
TOPHEO (OOPATHBIE CBA3H, AHAIMTUKA NOTpedUTENb-
CKuX npeanourenunil, norpeduocreil or Openaa. pe-

CYISPHBIH MOHHTODHHI, HHAMBMYANW3ALMs, ONpO-
CBI U (DOKYC-TPYIITHPOBAHKE).

Mansie (pHpMBI BCE K¢ KOHKYPEHTOCTIOCOO-
HBI, €CJIH BOCIHOJIb3YIOTCS €IHHBIM MPEHMYIECTBOM:
ABTOMATH3AUMA  (ABTOMATH3UPOBAHHOro paboyero
MECTd MAPKETONOrd), HCKYCCTBEHHBIH WHTEANEKT
(MHW) (cucrema  MCKYCCTBEHHOIO — MHTE/LIEKTA
(CHH), MHTEeMIEKTYANbHAs CHCTCMd NPHHATHA Pe-
LICHHS); NEPCOHAIM3ALMA, MOOH/IBHOCTb,

3. KIIOYEBBIE METO/IbI TIPHUBJIE-

YEHHA KJIHEHTOB

Apromarmsamusi. Ecte v Mameix  dmpm
npeayOeKIeHHOCTh OTHOCHTE/IBHO dBTOMATH3ALMH
(«HE NOBPEIUT JH PeajlbHbIM B3AHMOJACHCTBHAM C
kaHeHTamMu?»). Ho Bepa B aBTOMATH3aIHIO — XOpO-
muil criocod ynpasicHHA Ou3Hec-mpoueccamu. Ja-
7K€ ABTOMATHMYECKAN PACCBLIKA MOJKET AKTHBH3MPO-
Bath OmsHec. Kak W mperoCTaBlICHHE KyNOHA HA
caiTe mepBBIM KITHCHTAM, HOBBIM KIHEHTaM. bu3nec
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OTKa3bIBACTCA OT OyMaskHO# pekiamel. HMcmoms3y-
oTea 3pdexTuBHas 0aza KIHCHTOB, ABTOMATHMEC-
CKHE HACTPOHKH pAcChUIOK, MHHIHHPOBAHHLIC
MHCBMA, MAPKCTHHTOBBIH AHATH3 ACHCTBHIH Ay IHTO-
PHH B OTBET HA PACCBUIKH. 3apyOc/KHBIC IKCICPTHI
yTBepKaarT: 60% KpymHbIX (pupM (C goxomom 6o-
aee $3500 MITH.) YKC ABTOMATH3HUPOBATH MAPKCTHHT,
HO Jumb 3% Mameix (upM (C JOXOZOM MCHEE
$5 mym.) muBecTuposamu B Hero. Ho Bpems yOexxna-
€T Mayblc (HPMBI B OITHOOYHOCTH TAKOTO IOJAX0Ja
[8]-[10].

Hcekycersennpnii naresniekr (MA). Llene-
BOil ayauTOpHH, OM3HCCY HYKCH OTBIT, HIACAIBHO
noaxoaamui ux uurepecam. MM 57% onpomeHHbIX
3a pyOemOM IKCMEPTOB-MAPKETONIOTOB HA3BAMH CY-
LICCTBEHHOH MOLIEP:KKOH OH3HECA, NMOMOTAoMIcH
ONTHMATTBHO B3AUMOJCHCTBOBATh C KIHEHTAMH,
napTHepamu, a 64% 3aABUIIH, YTO KOMIIAHHH COCPe-
JOTOYEHBI HA H3MCHCHHA WX OKHIAHWH. AKTyamH-
3HPYA JAHHBIC, JOCTYITHBIC B MAPKETHHTOBBIX KAaHA-
nax, MM MoxeT moMoYb NMOHATh, KAKHE IPOJYKThI
HA CaHTe MPOCMATPHBACT KIHEHT, MOJMHCYHK pac-
ChUIKH, [IOTCHUMATBHO MOBBINACTCA APPEKTHB-
HOCTh ABTOMATH3ALMH MADKCTHHIA KOMIIAHHH,
MOJKHO CJIGOHMTB 33 LEJICOPHEHTHPOBAHHEM PaccChl-
nok. B «peampHOM» MapkeTHHrEe 3(QCeKTHBCH
HEHPOMAPKETHHIOBBIH IOAXO0 .

Mepconamzamusi. bomee MOIOBHHBI MOTpe-
Oureneii, mokynareneii knacca business-to-business

(B2B) miaHHpYIOT NEPEKIIOMHTHCA HA  JIPYroi
OpeHA, eCTH KOMIAHUS HE CTPEMHUTCH K MEPCOHATH-
jaunu coobmeHmit. Manble (DHPMBI 346CH MOTYT
OKA3aThCSl B BBRIMTPHIIIE, MEPCOHATH3ALHMCH OHH 3a-
HHMAaKTCA no HeoOxomumocTH. Ho cosganue mmmi-
HOCTHO-OPHCHTHPOBAHHBIX MAPKETHHT-COOOICHHH
3aBHCHT HC TOJIbKO OT JAHHBIX, jKejTaHuiil, Hyxuo
VACTATh BPEMSi HA OMPOCHI MOAMHCYHKOB, TPOTHO-
3HPOBATH BPEMS, 00BEM, CTHIIL PACCBUIKH, PEryILip-
HO AHAJM3HPOBATh, COOTBETCTBYIOT JIH COOOINCHUS
HHTEPECAM AYVIUTOPHH. BOMBIIMHCTBY MATBIX TpE.I-
NPHATHIH NPOCTO HEOOXOJIHMO COXPAHATH YCTOHYM-
BOCTh, ILIATEKECTOCOOHOCTh, HE Oecmokoich 00
uHHOBauuAX, M T, MapkeTHHroBbIX TeHAcHUHAX. Ho
pasBuBas OH3HEC, HAYMHATBH SKCTICPHMCHTHPOBATH,
HAXOJMTh CBOK TAKTHKY, HAHJIYYIIHC TCXHOJIOTHH
[11] — HEOOXO0aHMO.

MoGuIbHOCTh. GH3HEC «MOOHIM3HPYETCH.
«¥Yxox HAa MOOMIBHBIC» YCTpOiicTBA — HeoOXOmH-
MOCTH ams pocta OuzHeca. ITonamo®sarca HacTpam-
BACMBIC IMAOIOHBI 111 MOOM/IBHBIX YCTPOHCTB, NPH-
JOKCHHS, KOTOPBIE WHTCHCHBHO HCHOJB3VEOTCH,
pENCBaHTHE MOOHIBHOMY MBIMJICHHIO H IPEBpa-
ICHARO TOCETHTEM B KIHEeHTA, OBIaaeBaroOT HCKYC-
CTBOM (pOpMHpPOBaHHSA MOOHILHOTO KJIHCHTA, MO-
OHIBbHOM AYIHTOPHH.

Huzxe, B Tabmauue 1 npencraBieHsl OCHOBHBIE
MPEHMYIIECTBA M HEJOCTATKH METOJOB MPHBICUC-
HHA KIIHEHTOB MAJIOro OH3Heca.

TaGmuua 1 — JIOCTOHHCTB M HEJOCTATKOB METOI0B MPHBJICUCHHUS KIIHCHTOB MAJIOro OH3Heca.

Haspauue MeToj1a HDE[-]N“’[[[CCTB&

HegocraTkn

ABTOMATHZAIHS

CHIKEHHE CTOMMOCTH Ha pacxon- OTC_VTCTBHG TIONHOTO OXBaTa KIMEHTCKOH Gaskl
HBLH MaTepHan (OymMara)

IPH OTKa3e 0T GYMaru

HckyccTBeHHEI HHTEITIEKT
JIEHCTBHS ¢ KIHEHTOM

Tlomons B ommUMHzaliMi B3auMo- | MckakeHHe TaHHEIX IIPH IIOABJICHHH 00TOB B

CHCTEME

HepCOHaHH?ﬂI.EHH VeemmueHue CIIpOCa Ha TOBap VEBeIMueHHe 3aHATOCTH COTPYIHHKOB II0 CO3/1a-
HIIO OPHEHTHPOBAHHOI'O KOHTCHTA
MoGHITEHOCTE [TpuBneyeHre KIMEHTOB Yepe3 Mo- | HeoOXOIMMOCTH B YYACTHHM KBaTH(HIMPOBaH-

OWILHBIE TIPHIOKCHHA

HOT'O CIICHHATTHCTA

4. AKTYAJLHBLIE TEHAEHIHH NPH-
BJUYEHHA KJIHEHTOB B MAJIOM BH3-
HECE

Mo:KHO OTMETHTL HAHOOJIEE BAKHBIC MapKe-
THHTOBBIC PHIHOYHBIC TCHACHIMA-2018:

— PEKIAMHBIC POMHKH — KAK HOBBI Mapke-
THHT-KAHAI (HAMPHMED, «aBTOKAHAD 0OBSBICHHI B
aBTo);

— OpCHIHHT HHBECTHPYET H B CoObITHA-2018,
MPSMBIC, “JKHBBIC” MAPKECTHHIOBHIC KAHAIHI,

— CO30AaHHEC MHOTOKAHANBHBIX  KAMIAHHI,
MPUMCHSIOIAX ““XONOAHBIC” CBSA3H, (DHIBTPALHIO
HEYKEIATE/ILHOM OYTHI,
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— Instagram npespamacTca B 0o/ice LCHHBIH
(vem  Facebook) xawanm, B  4aCTHOCTH B
SocialMediaMarketing (SMM), a Twitter — Oyzer
MEUTEHHO YCTAPEBATH,

— obnosmennas maardopma LinkedIn mpro6-
PETET HOBOE ABIXAHHE 119 MapkeTosoros B2B;

— BHPTYalbHAA PEANbHOCTB (B TOM BHAC, KAK
B VR-Hrpax) HE MOJIYyYHJIA [MHPOKOTO NPHMECHCHHS,
BMECTO HEe — JOTIOJHEHHASA PEalbHOCTh;

—  moTpeduTenn FayT oT OpeHIHHTa, OpeHI0B
GOJIBINCH OTaAYM,

— OpeHapl, 3aHHTEPECOBAHHBIE B TOTCHIH-
ANBHBIX KIHEHTAX H3 COLCETEH, MO-NPEKHEMY
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10. bretinvan A. OcoleHHOCTH MapKeTHHIa pPEIHKA

JOJUKHBI CO3/ABATh NPHBICKATEIBHBIH KOHTEHT, a
peKIaMa IBHAKSTCA K TOHKOMY, ICHHOMY KOHTEHTY:

— 3aKpPBITBIH KOHTCHT (HEC MBCHT-COOBITHA)
BBIXO/IHT H3 MO/IBI.

B 2018 roay BO3MOKHBI MADKCTHHTOBBIC
CroprpH3bl. MapKeTHHr CTAHET eue OObIIC AHATIH-
THYCCKHM, WH(POBEIM, ceTeBbIM [12].

5. BAKJIOYEHHE

Ha yBemmueHHe TeMma HW pocTa  KOTHME-
CTBEHHOTO MAPKETHHTA BIHACT XOPOMIO C(HOPMHPO-
BAHHBIC HAYKOEMKHE KOMAHIBI pabOThL C MAPKETO-
JOTAMH, AKTHBHBIH OPCHIWHT M KBAHTOBBIH MapKe-
THHI. PeucBOil KOHTEHT, rOJIOCOBOH MOMCK (ONTH-
MH3AIHA KOHTCHTA AT MapkeTHHra 2.0 u MOOHIb-
HOT'O MApKETHHIA), MAIIHHHOE OOYUCHHE W3MEHST
PeKITAMHBIE TIPEAMOYTEHHSA M TMOBSACHHE MAPKETO-
noros. CMH nposoaut paboTsl M0 HICHTH(DHKALHH
ayauTopHH H 3()()eKTHBHBEIX OOBABICHHIH, TIPH 3a-
JAHHBIX BEPHBIX MApaMeTpax KaMIAHHH, NPH TOM
HE NEPETUIAYHBACT 3a VIYYIICHHOE MAIIHHHOE 00Y-
YCHHE TIAT(OPMEL
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