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AnHoranusi. Crarbd  pacKkpbiBaeT  KOHUENUHMI0O OMHHKAHAJIBHOCTH  KakK
CTPAaTern4ecKoro IMmoaxoAa, O0beIHHSAIOUIEro pa3jH4YHble KaHAJbl B3aUMOJCHCTBHUA C
KJIHEHTAMHU B eIMHbIH Mpolecc, odecneunBaonuii decrnepedOiHbI U yI00HBIH ONBIT HA
NPOTSKEHNH BCEro MMKJIA NOKYNKH. PaccMaTpuBaoTCsi npeuMyecTBa OMHMKAHAIBHOIO
NO/AX0JA Nepe] TPAAULMOHHON MHOTOKAHAJBHOCTBIO, I/le KaHAJbI PA00TAIOT ABTOHOMHO.
IlpuBoasitcss  K/II0YeBble  ONpPeNeNeHHMST M XaPAaKTEePUCTHKH  OMHHKAHAJIbLHOCTH,
NOAKPECIVICHHbIC Pe3y/JIbTATAMH HCCJICAOBAHMI ABTOPHTETHBIX OPraHM3alMi, TAKHX KaK
Harvard Business Review u McKinsey & Company. [loguepkuBaercsi poJib
OMHHMKAHAJbHOCTH B NOBBIIICHUH YAOBJICTBOPCHHOCTH KJIHEHTOB, YBEJIUYCHUH NPOJAXK H
yiayuymieHud  d¢dexTtuBHocTH  MapkeruHra. OtaelbHOoe  BHUMAaHHMe  yleJsieTcs
OCOOCHHOCTSIM  peaju3allid OMHHMKAHAJIBbHBIX CTPAaTeruii BeAyIIMMH MHPOBBIMH
KOMIIAHUSIMH, TakuMu Kkak Zara, Uniqlo u H&M, nemoHcTpupysi 3HA4YHMOCTbH H
NOTEHIMAJI ITOr0 HANPaBJICHUs] B COBPEMEHHOM PO3HMYHOM OH3Hece.

KirroueBsble Cl10Ba: OMHUKAHAIBHOCTD; MHTErPALldsl KAHAJIOB; KJIIMEHTCKUM OIBIT; CHUHEPI U
KaHaJIOB; OHJallH M odduaiiH B3aMMOJAEHCTBHE; KayecTBO OOCIYKUBaHMS, YyIO0OCTBO
oTpedUTENEe; cTpaTerus MapKeTHHra

OMNICHANNEL CONCEPT: PRINCIPLES AND APPLICATIONS

Maltseva Elena Sergeevna

Institute of Business and Design (B&D), Moscow, Russia (129090, Moscow,
Protopopovskiy lane, 9), candidate of economic Sciences, The Head of the Department of
Management and Marketing, Maltsevs1@mail.ru

Abstract. The article reveals the concept of omnichannel as a strategic approach that
unifies various customer interaction channels into a single process ensuring seamless and
convenient experience throughout the entire purchase cycle. The advantages of an
omnichannel approach over traditional multichannel where channels operate
autonomously are discussed. Key definitions and characteristics of omnichannel are
provided supported by research findings from authoritative organizations such as Harvard
Business Review and McKinsey & Company. The role of omnichannel in increasing
customer satisfaction sales growth and marketing efficiency is emphasized. Special
attention is given to implementation features of omnichannel strategies by leading global
companies like Zara Uniglo and H&M demonstrating significance and potential of this
direction in modern retail business.
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BBenenue

Kak orMmeuaercs B HaydyHOH JMTepaType, COBpPEMEHHas pBhIHOYHAs cpena
XapaKTepU3yeTcsl BHICOKUM YPOBHEM KOHKypeHuwmH [1, c. 19-23; 2, c. 169-176; 3,
c. 293-296], ObIcTphIM pocTOM IHM(POBLIX TexHojoruit [4, p. 12092; 5, ¢. 1104-
1107; 6, c. 30-33; 7, c. 50] u U3MCHEHHMSMH B IOBEICHUHU MOTpeOUTECH. DTH
(bakTophl 3aCTaBISAIOT OpEHIbl HMCKAThb HOBBIE MOJAXOJbl K TPUBICYEHUIO WU
yaepxkanuto kiaueHToB. OmHuM wu3 HamOosiee A((PEKTUBHBIX HHCTPYMEHTOB B
JTAHHOM KOHTEKCTE SIBJIICTCSI OMHUKAHAJIBHOCTh — CTpaTeTHsl, HAaIlpaBJICHHAs Ha
00BeIMHEHUE PA3TMYHBIX KAaHAIOB B3aUMOJICHCTBHUSA C KIIMEHTaMH B €IMHOE TIEJI0¢,
co3aaBasi OSCITOBHBIN M YAOOHBIN OMBIT HA KaKIOM dTare MyTH MOKymaTens [8, c.
180-192; 9, c. 32-38; 10, c. 60-66].

CerogusmHUiA MOTPEOUTENh OXKUIAET OT OPEHIOB TMOKOCTH U IMPOCTOTHI
BBIOOpa TOBapoOB U yciyr. Bo3MOXHOCTH COBEPIINTH MOKYIKY OHJIAiH, CclielaTh
BO3BpaT ToBapa B o(uaiiH-Mara3uHe WIA TMOJYyYUTh PEKOMEHJAIMKU Yepes
MOOWJIbHOE TPUJIOKEHHUE CTAHOBSITCS CTAHIAPTOM Kaue€CTBEHHOW pPO3HUYHOMN
TOproBiau. IMEHHO MO3TOMY MHOTHE BEAYIIHME MHPOBBIE PUTEHIIEPHI, BKIIOYAs
Takue KpymnHble OpeHmbl, kak Zara, Uniglo 1 H&M, nenaror craBKy UMEHHO Ha
OMHHMKAHAJbHBIM  TMOAXO0J, TO3BOJISIIONINI  00€CneunTh BBICOKUNA YpPOBEHB
KoM(dopTa 1 yJOBIETBOPEHHOCTH KJIMEHTOB.

Poccuiickuit Openn oxaexnabl LIME Takke CTpeMUTCS COOTBETCTBOBATh
HOBBIM TPEeOOBAaHUSM PBIHKA, QNANTHPYSICh K COBPEMEHHBIM YCIOBHUSM BEIACHUS
om3neca. OMHUKaHAIBbHAS CTPATETUS PACCMATPHBACTCS PYKOBOJICTBOM KOMITAHHH
KaK KIIOUYCBOW DJIEMEHT PAa3BUTHS WM YKPCIUICHUS IO3WIIMA HA OTEYECTBEHHOM
phIHKE. BaXHEeHIMMU TENsIMH  BHEAPCHWS OMHHKAHAJIBHOCTH  SIBJISIOTCS
MOBBIIIICHUE YPOBHS YAOBIETBOPEHHOCTH KJIIMEHTOB, YBEIIMUCHUE 00beMa MPOIaK
U YKPETUICHHUE JIOSUTbHOCTH ayIUTOPHH.

JlanHasi cTaThsl TIOCBSAIIEHA MCCIIEIOBAHUIO OCHOBHBIX KOHIICHIUH U
MPEUMYIIECTB OMHUKAHAIBHOCTH, €€ pOJIM B COBPEMEHHBIX MAapKETHHIE U
Ou3Hece, a TakKe MPAKTUYECKOMY TNPUMEHEHHIO 3TOW CTPAaTeTMH B pPaMKax
poccuiickux  ycioBuil. Ocoboe BHUMaHUE  YIEJICHO OMNbBITY  BEIYIIUX
MEXIYHAPOIHBIX OPEHJIOB U POCCHUHCKUM pEausiM, CBSI3aHHBIM C HM3MEHEHUEM
PBIHOYHOM CUTYaIlUU U CHEIU(PUKON POCCUICKOTO TOTPEOUTES.

Leab ucciieoBaHusi: U3y4eHUE KOHIENIMNA OMHHUKAHAJIBHOCTH, BBISBICHUE
ocoOeHHOCTe €€ BIUSHMUSA Ha KauecTBO OOCHY)KMBaHUS KIMEHTOB W
GbopMUPOBAaHUM  €OUHOTO,  YAOOHOrO M  TOCJEIOBAaTENIbHOTO  OMbITa
B3aMMOJCHCTBUS OTpedUTENeH ¢ OpPeHIOM MOCPEICTBOM MHTETPAIIUH PATUYHBIX
KaHaJIOB OOILEHUS U MPOJIaXKH MPOITYKTOB U YCIIYT.

MeToabl MccIe10BaHUA

B mporiecce paGoThl HaJ CTaTheil UCTIOIB30BAIUCH METObI: KOHTEHT-aHAIIN3
JUTEPATYPHI; U3YUYCHHE OTUYETOB M uccienoBanuii (Hanpumep, The 2017 Customer
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Engagement Report); cpaBHUTENbHBIA aHaIU3 MOAXOA0B (OMHUKAaHAJIBHOCTH VS.
MHOTOKaHAJIbHOCTh); TEOPETUYECKOe OOOOIIEHUE CYIIECTBYIOIUX MOJAENEH Hu
OIIPEICIICHUN.

Pe3y.]'ILTaTI>I HccjIeJ0BaHNA 1 UX oﬁcyweﬂne

OMHHKaHaJIBHOCTH (OT aHrI. omnichannel) — 53To KoHmemMs, KOTOpas
MOJpa3yMEeBaeT HMHTETPALMIO BCEX JIOCTYMHBIX KaHAJIOB B3aUMOACHCTBHS C
KIIMEHTaMH B €JIMHYI0 CHCTEMY, OOECIEUYMBAIONIYI0 TMOCIEA0BATeIbHbIN U
OECIIOBHBIM OMBIT JJIsi MOTpEOUTENe Ha BCEX HJTamax WX NYyTH K MOKYIKE.
ComracHo OIpeeICHUIO, MPEAIOKEHHOMY B HcciaenoBanuu «The 2017 Customer
Engagement Report» Harvard Business Review, oMHUKaHaIbHOCTD MPEJICTABIISICT
co0OH CTpaTeru4ecKuil MOAXOJ, MPU KOTOPOM KOMIIAHWU CO3JAIOT CHUHEPTHIO
MEXIy pa3IuYHbIMU KaHalamu (OHJIAWH W oduiaiiH), YTO MO3BOJISIET KIHEHTaM
B3aMMO/ICHCTBOBATh C OpPEHIIOM, HE Tepsisi KauecTBa OOCTY)KHBAHH, HE3aBHCUMO
OT BBIOpPAHHOTO KaHama. B oTiaMYnMe OT MHOTOKaHAJIBHOCTH, TJA€ KaHAIbl MOTYT
(YHKIMOHUPOBATh HE3aBUCHMO, OMHUKAaHAJbHOCTh TPEOyeT, 4TOObl BCE KAHAJIBI
ObUTM MHTETPUPOBAHBI M B3aWMOCBS3aHbBI, 0OecTeynBasi MaKCUMaIbHOE YI00CTBO
JUJISl TOTPEOUTEIICH.

C pa3BUTHEM TEXHOJIOTM M HM3MEHEHUH B MOTPEOUTEITBCKUX NPUBBIYKAX
OMHHUKaHaJbHOCTh CTAHOBUTCS BAXKHBIM DJIEMEHTOM MapKETHHTOBBIX CTPATETH.
OTOT MOAXOA TNO3BOJSET C€O3AaTh OECHIOBHBIM KIMEHTCKUHM OIBIT, KOTOPBIH
o0ecrneunBaeT ynoOCTBO M T'MOKOCTb B IPOLIECCE MOKYNKH M B3aUMOJCHCTBUS C
OpeHnoM. B oTiinuue OT TpaAUIIMOHHOTO MapKETUHT-MUKca (PUCYHOK 1), KOTOPBIN
dokycupyeTcss Ha Takux 3JeMeHTax, kak Product (mpoxaykr), Price (uena), Place
(mecto), Promotion (mponBmxkenue), People (momm), Process (mporecchl) u
Physical Evidence (¢pu3nueckoe okpyxkeHHE€), OMHUKaHAIbHOCTh HHTETPUPYET BCE
9TH 2JIEMEHTHI, 00ecTeurBasi X B3aUMOJICHCTBUE Yepe3 pa3HbIe KaHAIIBI.

Mecto [Iponykr Ilena [IponsuxeHue

dusnueckoe

Jlronu [Tpoueccnr OKpYKCHHE

Pucynok 1 — Konuenuust mapkeTuHr-mukca 7P

HccnenoBanus MOKa3bIBalOT, YTO TOKYIATeNld, B3aUMOJCHCTBYIOLIUE C
OpeHZIoM uepe3 HECKOJIIBKO KaHalloB, 0ojee CKIOHHBI K TOBTOPHBIM MOKYIKaM,
MOCKOJIbKY OHU OIIYIIAIOT OOJBIIYI0 THOKOCTh M KOM(OPT B MpoIecce MOKYIOK.
Hampumep, cormacho Harvard Business Review 2017 1., mnokynarenu,
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UCIIOJIb3YIOIIME KaK MUHUMYM TpU KaHajia Mg B3aUMOJEWCTBHS C OpEHAOM,
TparaT Ha 30% Oosblle MO CPABHEHHMIO C TEMH, KTO HCIIOJIB3YET TOJIBKO OIMH
KaHall. JTO MOATBEP)KJAET Ba)KHOCTh CO3JaHUS MHTEIPUPOBAHHOTO OIbITA MJIS
norpeduteneit. bonee Toro, McKinsey & Company B cBoém uccienoBanuu 2020 r.
MOTYEPKHYIH, YTO KOMITAHUH, aKTUBHO BHEJPSIONIME OMHUKAHAJIbHBIE CTPATETUH,
MOTYT 3HAYUTENBHO YBEIUYUTh KOHBEPCHUHM M JIOSJIBHOCTH KIHMEHTOB 3a CUET
JY4IIero MOHUMAaHUSI UX MPEANOYTEHUN U MOTPeOHOCTEH.

Jlannble, mpeacTaBieHHble B uccieqoBannu Mitto u Demand Metric, Takxke
MNOATBEPXKAAIOT  3PQPEKTUBHOCTH  OMHHUKaHaimbHOro  moxxona.  CoracHo
pe3yJibTaTaM HMCCIENOBAHUSA, KOMIIAHUHA C PA3BUTOM OMHHKAHAJBbHOM CTpAaTETrHeu
JOCTUTAIOT 3HAUMWTEIBHO Ooyiee BbICOKMX mokazarened NPS  (Mumekc
NOTPEOUTENBCKON JIOSIBHOCTH): cpenHuid NPS Takux KoMmaHui cocTaBiser 8,5,
TOrZAa KaK y KOMIIAHUWA C MEHEEe 3pesIoil OMHUKAaHAJbHOCTBIO 3TOT MOKA3areib HE
npespimaer 5,8, Kpome TOro, BHEAPEHHE OMHMKAHAJIBHOIO  IOJAXOJA
MOJIOKUTENILHO CKa3bIBACTCSl HA MHJEKCE yAOBIETBOpeHHOCTHU KIMEHTOB (CSAT):
cpenquuii CSAT cpeau Bcex y4aCTHHMKOB ompoca cocTtaBuil 69%, a KOMITaHUH,
BHEJPUBUIME OMHHUKAHAJIBHYI) CTPAaTETHIO, JEMOHCTPHUPOBAIM IIOKa3areiab Ha 8-
IIPOLICHTHBIX ITYHKTOB BBIIIIE.

Otn  nmaHHble  emEé  pa3  NOAYEPKHMBAIOT  BaXHOCTh  HMHTETpaLUU
OMHHKAHAJIBHOCTH KaK KJIKOYEBOIO 3JIEMEHTAa COBPEMEHHOW MapKETHHIOBOM
CTpAaTE€ru, 4TO IO3BOJSET HE TOJBKO IMOBBICUTH JIOSJIBHOCTH KJIMEHTOB, HO H
CYLIECTBEHHO YITYUYIIUTh UX MOJIb30BATEIbCKUI OIBIT.

OmHMM W3 KIIOYEBBIX aCMEKTOB OMHHMKAHAJIbHOCTH SABIIAETCS CO3JaHUE
OECIIOBHOTO KIIMEHTCKOTO OIbITa. JTO O3HAYAET, UTO HE3aBUCHUMO OT TOT'O, KaKOM
KaHaJl BBIOpall MOKyMareab — Oylb TO (PU3NYECKUIl MarasuH, MHTEpPHET-Mara3uH,
MOOMJIBHOE TPHWJIOKEHHE WJIM COLUAIBHBIE CETH — KaXAbld U3 ATUX KaHaJIOB
JNOJDKEH  OBbITh  MHTETPUPOBAH B  €IUHYI0 CHCTEMY, O0O€CIEYHBAIOIIYIO
HEMpephIBHOCTh kKoMMyHHKaIuu. B crarbe McKinsey 2017 1. aHAIUTUKY TUIIYT:
«XOTs 'y KOMIIAHUM MOXET BO3HUKHYTh COOJa3H COCpPEIOTOUYMTHCS Ha
ONTHMM3ALMN OTACIBHBIX TOYEK B3aUMOJECHCTBHA, IMOJaras, 4ro B LEJIOM
pe3ynbTar OyaeT Jyulle, 4eM CyMMa €ro 4acTei, Takoe IleJIeHalpaBJIeHHOE
BMEIIATEIbCTBO ~ MOXKET  YCWINTh  pa3iuuus B OOCIHYXUBaAaHUU U
HETOCIE/IOBATEIBHOCTS B APYTHX B3aHMOACHCTBHSIX» . [l GPEHIOB OB 3TO
0COOEHHO Ba)KHO, MOCKOJIBbKY MOKYMATEIN YacTO MILYT TMOKOCTh B BBIOOpE KaHaja
JUIsl TOKYNKW. Hampumep, BO3MOKHOCTh 3aKa3aTh TOBAp OHJIAH M 3a0parh €ro B
odduaiiH-MarazuHe WM HA000pOT — TMPOBECTM NPHUMEPKY B MarasuHe u
0(QOPMUTH MOKYTKY YEpe3 MPUIOKEHHE.

BHenpenne OMHUKAHAJIBHOCTA TOMOTaeT OpeHJaM MOBBICUTH JIOSIBHOCTh
notpebuteneit.  MccnemoBaHusi — TMOKa3bIBAIOT, YTO  KJIMEHTHI,  KOTOPbIC
B3aMMOJICUCTBYIOT C OpeHJOM 4Yepe3 HECKOJbKO KaHaJloB, 00jee CKJIOHHBI K
MOBTOPHBIM TOKYyNKaM U 0ojiee yAOBIETBOPEHBI OOCIY)KMBAaHMEM. OJTO TaK¥kKe

! Adapting to the Next Normal in Retail: The Customer Experience Imperative. McKinsey &
Company. URL.: https://www.mckinsey.com/industries/retail/our-insights/adapting-to-the-next-
normal-in-retail-the-customer-experience-imperative (1ata oopamenus: 22.05.2025).

22



MO3BOJISIET OpeHaaM coOuparh JaHHbIE O TMOTPEOUTENbCKUX MPEANOYTEHUSAX U
NEPCOHAIM3UPOBATh MPEJIOKEHUSI, YTO, B CBOI OYepeldb, YBEIUYUBAET
3¢ (HEKTUBHOCTH MAPKETUHTOBBIX KOMMYHHKAIUH.

[IpuMeHeHre NpUHIIMIIOB OMHUKAHATIBHOCTH TIO3BOJISIET OpEHIaM pelaTh psij
3a/la4: OT YJAY4YIIEHUs KJIMEHTCKOTO ONbITa JI0 TOBBIIICHUS YPOBHS MPOJAX H
JOSITBHOCTU. JI7Ii MOJHOM MHIYyCTpUM — 3TO OCOOEHHO aKTyajbHO, TaK Kak
MOKYyTMaTey BCE Yalle 0KUJIal0T OT OPEHIOB HE TOJIBKO KAa4YECTBEHHOTO MPOIYKTA,
HO W ynoOcTBa MOKYNKHM Yepe3 pa3jinuHble KaHajbl. bpeHnsl, Takue Kak Zara,
Uniqlo u H&M, nokunyBmume poccuiickuii ppIHOK B 2022 T., aKTUBHO MPUMEHSIOT
OMHUKaHaJbHbIE CTPATETUH, YTO MOMOTaeT UM 3(PPEKTUBHO KOHKYPHpPOBATh Ha
pBIHKE M YIOBJIETBOPSTH pacTyllue moTpedHocTu mokynareneil. Hampumep, Zara
WUHTETPUpYyeT OHJIaiH W od¢uraiiH marasuubl yepe3 yciayru «cClick and collecty u
CHHXPOHHU3AIINIO TOBAPHBIX 3aI1aCOB B PEAIbHOM BPEMEHH, MO3BOJISIS MOKYTIATENSIM
3aKa3blBaTh OHJIAH M 3abupaTh ToBapbl B MarasuHe. Uniqlo Takke MCHONb3yeT
«click and collect» wu  BHeapser  MOOWIbHBIE  HPHIOKCHHS IS
NEPCOHANU3UPOBAHHBIX PEKOMEHIAIMM, a TaKXkKe VYAy4yIlaeT JOTUCTHKY C
IIOMOIIIbIO CITY>KOBI 10CTaBKM M3 MarazuHoB. H&M pa3BuBaeT OMHUKaHaJIbHOCTh
yepe3 MOAOOHBIE YCIYI'M, a TakKe HCIOJIb3YeT NEepCOHAIN3UPOBAHHbBIC
IPEUIOKEHUSI, OCHOBaHHbIE HAa JIAaHHBIX O IIOBEJIECHUU KJIMEHTOB, U BHEAPSET
TEXHOJIOTUM BUPTYaJbHOU NPUMEPOYHOU, YTOOBI YIYyUIIUTh KIMEHTCKUM OIBIT U
MOBBICUTB JIOSUTBHOCTb.

Hns Opennma LIME, pabotaroiiero Ha pOCCHUHCKOM pBIHKE, BHEIpEHUE
OMHHUKaHAJbHOCTA TaKXKE€ SIBISIETCSI CTPATETHUYECKUM IIIaroM MJis MOAACpPKaHHS
KOHKYPEHTOCIIOCOOHOCTH U YAOBIETBOPEHUS 3alPOCOB MOTpeOUTENeH. Y UUThIBas
U3MEHEHUS Ha  pPBIHKE, CBA3aHHBIE C  TaHAEMHEW, HSKOHOMHUYECKON
HEONPEeNeNEHHOCTPIO W YXOJOM  3amagHbiX  OpeHI0B, OMHHKAHAIBHOCTH
CTAHOBUTCS KIIIOYEBBIM HHCTPYMEHTOM JJIi COXPAHEHHUs KIMEHTCKOW 0a3bl U
oOecrnieueHusi BBICOKOTO YpOBHs cepBuca. lcrnosnb3oBaHue pa3ivMyHbBIX KaHAJIOB
KOMMYHHUKAllMM ¥ MPOAAX TMO3BOJISIET OpeHay He TOJbKO TOAJEPKUBAThH
aKTyaJbHOCTb, HO M CO3/[aBaTh IIEHHOCTb JJIi CBOMX KJIMEHTOB, Ipeiaras UM
yA0OHbIE ¥ TUOKHUE YCIIOBHS JIJIsl TOKYTIOK.

Takum 006pa3oM, OMHUKaHAJIBHOCTh HE TOJBKO YIYYIaeT KIUEHTCKUM OIIBIT,
HO MW CTAHOBUTCS BAXKHEHIIMM HJIEMEHTOM MApKETUHIOBOW  CTpaTeruu,
CIOCOOCTBYIOIIMM TIOBBIIIICHUIO JIOSUTBHOCTH M KOHBepcHH. B ycrmoBusix
JUHAMHYHO  MEHSIONIErOCs  phIHKA  WHTErpalus  pa3IUYHbIX  KaHAJIOB
B3aMMOJICUCTBUS C TOTPEOUTENIIMA CTAaHOBUTCS HE MPOCTO HEOOXOMUMOCTHIO, a
KOHKYPEHTHBIM TpEeuMyIecTBOM. [IpuMeHeHne OMHHMKAHAILHOCTH B CTpPATeTHUU
OpennoB, Takux kak LIME, momoraer ycnemHo agantupoBaTbcsi K U3MEHEHUAM
pBIHKA H TPENOCTaBIATh KIMEHTaM yIOOCTBO W MEPCOHATM3UPOBAHHOE
oOCITy>)KMBaHHE, UTO, B CBOIO OUEpe/lb, CIIOCOOCTBYET POCTy OM3HEca.
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BriBoabI

IIpoBeneHHOE UCCIENOBAHUE MO3BOJIIET HAM CHEJIaTh CIEAYIOLIHUE BBIBOJBIL:
1) OMHUKaHaJIBHOCTh OOBEOUHSET BCE JNOCTYIHBIE KaHaJlbl B3aUMOAECUCTBUS C
KJIMEHTAMH B €IUHYIO CHCTEMY, oOecreuMBasl IUIaBHBIM MEPEXO] MEXKAY HHUMHU.
Takoil moaXxoa MOBBIIAET KAYECTBO OOCIYKUBAHUS U CO3/AET IMOJIOKUTEIbHBIN
KJIMEHTCKUI OIBIT BHE 3aBUCHUMOCTH OT MCIIOJIb3yEMOI'0 KaHajia; 2) B OTIMYUE OT
MHOT'OKaHAJIBHOCTH, OMHHUKAHAJIBHOCTBH IMPEIAIONAaracT IOJHYK HHTETPAlUI0 U
COIJIaCOBAaHHOCTh BCEX KAHAJOB, JI€Jas UX B3aHMMO3aBUCUMBIMU; 3) COBPEMEHHbIE
TEHACHIIUU TPEOYIOT BKIIOUEHUS OMHUKAHATBHOCTH B MAPKETUHTOBBIE CTPATEIHH,
Tak Kak oHa (opmupyer yao6Hoe U 3¢d(HeKTUBHOE MPOCTPAHCTBO AJISl TOKYNOK U
B3aMMOECHCTBUS ¢ OpeHI0M; 4) 3Ta KOHLEMIIUS BBIXOJUT 32 PAMKHU KJIACCHYECKOTO
MAapKETUHI-MHUKCa, UHTETPUPYS IPOAYKT, LIEHY, MECTO, NIPOJABUKEHHE, IEPCOHAIL,
IPOLECCH U PUZNYECKOE OKPYKEHUE B OHO LIENIOE.
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