Cnncok TepMNHOB

A

Activity-based costing (pacuer cebecTOMMOCTH 110
BHUIAM JI€ATEJBHOCTH ) — GyXTraJITepeKue TIPOIIELY P,
KOTOPBIE MOTYT KOJMYECTBEHHO OIPEAENUTh UCTUH-
HYIO HpI/I6bI]IbHOCTb Pa3aNYHbIX BUJIOB A€ATEIbHOCTU
myTeM onpeneieHns (GakTHIeCKUX 3aTpaT, KOTOpbhIe
OHM 32 COOOM BJIEKYT.

Administered vertical marketing system (agmuHu-
cTpUpyeMasi BepTUKaJIbHAS MAPKETUHTOBasl CUCTe-
Ma) — MapKeTHHTOBasi CTPYKTYPa, B KOTOPOUH OIMH
U3 yYaCTHUKOB KOOPAUHUPYET TIOCTIE0BATENbHbIE
HTAIbI IPOU3BOJCTBA U PACTIPEETICHHUS.

Advertising (pexjiama) — IpPe3eHTALUA U IPOJBU-
JKEeHUe UJed, TOBAPOB, yCIyT U GPEHIIOB C MCII0JIb30-
BaHUEM IJIATHBIX CPEJCTB MACCOBO MHboOpMaIuu
(Maccmenna).

Agents (areHTsr) — GPOKEPHI, TPEACTABUTENH TIPO-
U3BOJUTENEH U TOPrOBbIE TIPEICTaBUTENH, KOTOPBIE
MUIYT KJIUEHTOB U MOLYT BECTU II€PErOBOPbL OT UMEHU
[IPOU3BOJIUTEJIS], HO CAMU He IIOKYTIAIOT U He IIeperpo-
JAI0T IIPOJYKTBL.

Alpha testing (asbda-TecTrpoBaHue) — OLEHKA TPO-
JyKTa WU YCIYyTH BHYTPU KOMIIAHWH.

Anticipatory pricing (yrpesxzaaioliiee 1eHooOpa3oBa-
HKe) — HOBbIIIEHKE 1ieH OoJiee yeM Ha haKTHYeCKuil
POCT 3aTpaT B O;KUIAHUM JlaIbHeH el UH(MJISITIT WIT
TOCYJITAPCTBEHHOTO KOHTPOJIS HAJl TIEHAMH.

Areas of dominant influence (o61acTu foMuHNpPYTO-
IO BJIUSIHUS) — reorpaduyecKue Uil PhIHOYHbBIE
061acTH, HA KOTOPBIX COCPEOTOYEH OIO/KET MapKe-
THHTOBBIX KOMMYHUKAI[AH.

Attitudes (oTHOIIEHUS, TO3UITUT, MUPOOIILYIIEHNST) —
YCTOWYUBBIE OIEHKU Y€J0BEKA, IMOIUH, YyBCTBA
U MOBE/IEHYECKIIE TEHIEHIIUN TT0 OTHONIEHHIO K 00b-
eKTY WJIU UJIee.

Auction pricing (ayKIMOHHOE IEHOOGPa3oBaHue) —
YCTaHOBJIEHYE IIEH Iy TeM IIPOBENEHSI KOHKYPEHTHBIX
TOPrOB.

Average cost (cpenHsisi ce6ecTOMMOCTb) — 3aTpaThl
Ha IPOU3BOACTBO €ANHULIBI IIPOAYKLIUY IIPU OIIPELe-
JIEHHOM €ro (ITPOM3BO/ICTBA) YPOBHE.

B

Behavioral research (nosenenyeckue uccienosa-
HUS) — CPEACTBA MOJTyYEeHUs JAHHBIX [JIS JTy4IIero
MOHMMAHUS TIPOLECCOB TOKYIIKHU, TOTPEOIEHNS 1 IIPU-
HATUA PEIICHUN KIMEeHTaMU.

Behavioral segmentation (TioBe/ieHUeCKast cerMeHTa-
IIUsT) — pa3/ieJIeHIe 1[eJIEBBIX KIIMEHTOB Ha TPYTIITBI HA
OCHOBE UX JIeUCTBUL.

Belief (Bepa) — y6ekIeHHOCTD B TOM, YTO UTO-TO
UCTUHHO WX PeasIbHO, He3aBUCUMO OT TOr0, TaK OHO
WJIX HET Ha CaMOM JIeJIe.

Beta testing (6era-TecTupoBaHue) — OIEHKA TIPO-
AYKTa WK YCIIYTH KJINEHTAMH.

Bottom Of the Pyramid (BOP) — ocHoBaHue nu-
PaMHUIbl — COIUANBHO-IKOHOMUYECKOE IOHATHE 1151
o6oszHayeHus GeHe el rpyIIbl HaceJIeHNsT MUpPA.

Bottom-up idea generation (reHepariys uzeii «CHU3Y-
BBEPX») — MPOIIECC, KOTOPBIN HAYMHAETCSI ¢ M300pe-
TEHUsI,  3aTeM HATIPABJISIETCS HA BBISIBJIEHUE HEY/IOB-
JIETBOPEHHBIX TOTPEOHOCTEN PHIHKA, KOTOPHIE MOKET
VIOBJIETBOPUTD TAHHOE M306PETEHNE.

Brand (6pen) — Ha3BaHue /1M 3IEMEHT TH3aiiHa,
TMpeqHa3HAYeHHbBIH AU NACHTUDUKAIINN TOBAPOB
WJTH YCTYT KOMIAHWY U OTJIUYHS] X OT TPEJIOKEHU T
KOHKYPEHTOB.

Brand activism (6peH-aKTHBI3M ) — HEOOXOAMMOCTh
KOMITaHHMU 3aHATH HO3UIIUIO 110 CIIOPHOMY COIMAIb-
HOMY, 9KOHOMHYECKOMY, 9KOJIOTHYECKOMY WU 110~
JIUTUYECKOMY BOIIPOCY.

Brand associations (acconuanuu ¢ 6peHgoM) — Bce
MBICJIF, UyBCTBA, 06Pasbl, TIEPEKUBAHNS, YOEKICHMSI
U OTHOIIEHUSI, KOTOPBIE TIPUTTHUCHIBAIOTCS GPEHIY,
CBSI3BIBAIOTCS C HUM HJIU BBI3BIBAIOTCS VM.

Brand audit (ayaut 6peHna) — oIeHKa COCTOSTHUS
GpeHjia ¥ €To TIOJIOKEHNUST Ha PHIHKE.

Brand character (niepconax Gpena, GpeH/-1IepCOHAK,
TasmeMan 6pera, o 6pera, PUpPMEHHBIN epco-
HaK) — CUMBOJ GpeH/ia ¢ YeJIOBEYeCKUMU XapaK-
TEPUCTUKaAMU, HOBI)IIHaIOH_II/Iﬁ TIPpUBJIEKATEJIbHOCTDH
U y3HABaeMOCTh GPeH/Ia.

Brand dilution (pasmbiBanue Gpenza) — ocnabieHue
cuJibl OpeHa.

Brand equity (kamuraj 6peHga) — LHEHHOCTh OpeHjia
B MOHETapHOM BBIPKEHUU, OTPaKAIONIast HafOaBKy
K OIIEHKE PIHOYHO# CTOMMOCTH KOMIIAHUHU M3-32 TOTO,
4TO OHA BJIAJIEET ITUM OPEHIIOM.
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Brand extension (pacumpenue GpeHga) — MCHOJb-
30BaHue KOMIIaHUEHN CyNIecTBYIOINIEro Openga 1
CBOETO PIHOYHOTO TIPE/IJIOKEHNUST B IPYTOI TOBAPHOIA
KaTeropuu Wjiu Ha IpyroM lieHOBOM yPOBHE.

Brand hierarchy (nepapxust 6peHioB) — oTpaskeHue
TOI CHCTEMBI, B paMKaX KOTOPOi OpeHbl KOMIAHKN
CBSI3aHbI C €€ IPOLyKTaMU U YCJYTaMHU, a TAKKE APYT
C IPYTOM.

Brand mantra (ManTpa 6peHja) — KpaTKoe U3JI0Ke-
HUe CyTH GpeHsa.

Brand personality (nHauBuAyaIbHOCTh OpeHIa) —
YeJI0BeYEeCKUe KauecTBa, IPUIIMChIBAEMble TaHHOMY
OpeHy.

Brand personification (nepconnduranus 6penzua) —
CPEICTBO /IS ONPEAeIeHHs] ACCOIUAIMU OTPeOu-
Teseii ¢ GPeHAOM IyTeM NPOCchObl CPaBHUTH GPeH
€ KaKUM-JI00 YeJIOBEKOM, JKUBOTHBIM MK OOBEKTOM.

Brand portfolio (roprdeb 6peHIoB) —COBOKYIIHOCTD
Bcex OPEH/IOB, IPUHAJIEKAIUX KOMIIAHUMY,

Brand power (cua 6penzia) — ZOMOJIHUATEIbHAS 1EH-
HOCTb, KOTOPYIO 6PEHT BHOCUT B TIPOYKT WJIH YCITYTY.

Brand tracking (orciexuBanne GpeHa) — UCTIOJIb30-
BaHKe KOJMYECTBEHHBIX IaHHBIX IS IIPEJOCTABIEHUS
COTJIacOBaHHOM MH(POPMAIMK O TOM, Kak paboTaioT
MapKeTUHTOBBIE TPOTPAMMBI I HACKOJIBKO 3 PeKTH-
BeH caM OpeHs,.

Brand value chain (1ierouxa cosgamuist ieHHOCTH OpeH-
JIa) — KOHIIEIIKsI OI[EHKH TOTO, KaK MapKeTUHTOBast
JESTEIbHOCTD CO3/IaeT IIEHHOCTh (KanuTas) GpeHza.

Branded variants (¢upMeHHBIE BADUAHTHI) — KOH-
KpPETHBIE JIMHEHKHN OPEH/IOB, TOCTABJISIEMbIE KOHKPET-
HBIM PO3HUYHBIM TIPOJIABIIAM WM KaHAJIaM COBITa.

Branding (6peHauHr) — npoiecc HaJeJeHus Ipo-
JIYKTOB U yCJIyT CUJI0H OpeHpa.

Business markets (6usHec-pbIHKN) — BCe OpraHu-
3aIiH, KOTOPBIE TPUOOPETAIOT TOBAPhl U YCIYTH,
HCITIOJIb3yeMbI€ B ITPOU3BOACTBE IPYTUX TOBAPOB NJIN
YCJIyT, KOTOPbIE 3aTeM IIPOJAIOTCS, CAAIOTCS B apeH-
1y WM HOCTABJSIOTCS APYTUM NOTPEOUTENAM ITHX
[IPOJLYKTOB.

Business-model design (paspaborka 6usHec-Mo/1e-
JI) — [IPOIIECC OIPe/IeTIEH s TOT0, KAKMM 00Pa3oM To-
Bap WK ycJryra OyAyT co34aBaTh PhIHOYHYIO EHOCTb.

C

Cause marketing (TpuYMHHBIA MapKeTHHT, 6Jaro-
TBOPUTEJbHBIN MAPKETUHT ) — JEeICTBUS, HATIPABJIEH-
Hble Ha CBSI3bIBAaHUE BKJa/Aa (PUPMBI B JTOCTHKEHIE

001eCTBEHHO 3HAYMMON I/ ¢ IPUHOCSIIMMU el
JIOXOJI OTIePAIMsIMU €€ KITMEHTOB.

Channel captain (kanuTan KaHaga) — OpraHU3aIusl,
OTBEYAKIIas 32 YIIPABJICHUE TAPTHEPCKUMU OTHO-
MIEHUSIMU B paMKaX KaHaja JucTpuOyiuu (cObita).

Channel conflict (koHdIMKT BHYTpH KaHaa) — Aeii-
CTBMSI OZHOTO M3 YYACTHUKOB KaHasa, KOTOPbIE Me-
IAIOT JPYTOMY YYACTHUKY KaHAJa JOCTUTATh CBOMX
neJsei.

Channel power (B1acTb B KaHaJie) — 9TO CIIOCOOHOCTD
M3MEHATH MOBEJIEHNE YIACTHUKOB KAHAJA C TEM, YTOObI
OHM NPEANPUHAMAJIN JEHCTBHSL, KOTOPbIE B IIPOTUB-
HOM CJIy4ae OHY GBI HE TIPeT PUHSIIIM.

Cobranding (ko6peH/IMHT) — COBMECTHOE TIPO/IBIKE-
Hue (WK PEKTaAMUPOBaHNe) IBYX W OoJiee OPEHIOB,
10/l KOTOPBIMHU ITPOAAETCS OAMH MPOAYKT.

Commercialization (kommeprmanusanms) — npo-
1iecc MHGOPMUPOBAHUS T[EJIEBBIX KINEHTOB O MPEJI-
JIOJKEHUU KOMITAHUW 1 IPEAOCTAaBJECHUA UM JOCTYIIa
K 9TOMY TIPEAIOKEHHUIO.

Communication objective (KoMMyHUKaIIMOHHAS
11eJIb, TeJIb KOMMYHUKAI[MI) — KOHKPETHast 3a/1a4a,
KOTOPYIO HEOOXOMMO PETITUTD C OTIPeeSIEHHON ay/In-
TOPHEN B TEUEHHE OMPEIETIEHHOTO MIEPUOJia BDEMEHU.

Company demand (crpoc Ha TIPOAYKIIMIO KOMIIA-
HUM) — IpejIoaaraeMas 1015 KOMIIaH|K B 001eM
PBIHOYHOM CIIpOCE B Z[aHHBH‘/JI TIepruoa BpeMeH!.

Company sales forecast (nmportos nmpozjax Koma-
HUW) — OKUIA€MBII YPOBEHb TTPOAAK KOMITAHUY 32
KOHKPETHBII Mepro;i BpeMeHH, OlleHUBAEMbIii Ha OCHO-
Be PBIHOYHBIX TEHJIEHITHH 1 C yI€TOM MapKEeTHHTOBBIX
IEeNCTBUI KOMITAHUM.

Company sales potential (roremHmasm mpogask Koma-
HUW) — BEPXHUH IIpeies1 TPOaK, KOTOPBIH KOMITAHUS
MOXKET OCTHYh HAa KOHKPETHOM PBIHKE B JaHHBIN
MEePUOJL BPEMEHH.

Competitive advantage (KOHKypeHTHOE TIPEUMY-
IIECTBO) — CIIOCOOHOCTH KOMIIAHUY CO3/aBaTh Phl-
HOYHYIO CTOMMOCTb TaKUM 00Pa3oM, KOTOPBIM He
06J1aJ1a10T KOHKYPEHTHI.

Competitive-parity budgeting (61omkeTrpoBanme Ha
OCHOBE KOHKYPEHTHOTO MapUTeTa) — MOAXOM K KOM-
MYHUKAIIMOHHOMY OI0/KETUPOBAHUIO, OPUEHTUPYIO-
MUICs Ha aHATIOTUYHBIE PACXO/IBI KOHKYPEHTOB.

Competitive pricing (KkoHKypeHTHOE [[eHO06Pa30Ba-
HU€) — YCTaHOBJIEHUE IIeH Ha CBOIO IIPOAYKIINIO HA
OCHOBE I1eH KOHKYPEHTOB.
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Concept validation (1rpoBepka, «BauaIust> KOHIE-
[MU) — OLEHKA OCYIIECTBUMOCTH U IPUBJIEKATEb-
HOCTH OCHOBHOI KOHIIEIIIMH, HA KOTOPOI 6azupyercst
MpeTaraeMoe PhIHOYHOE TIPE/TOKEHWSL.

Conformance quality (cooTBeTCTBIE Ka4eCTBY) — CTe-
IIeHb, B KOTOPOI BCe BBIIyCKaeMble U3/ MICHTHY-
HbI 1 COOTBETCTBYIOT 3aABJIEHHBIM XaPAKTEPUCTUKAM.

Conjoint analysis (coBMeCTHBII aHaIN3) — U3Me-
peHue [[eHHOCTH, KOTOPYIO MOTPEOUTENH TPUAAIOT
KOHKPETHBIM aTpUOYTAM PHIHOYHOTO HPE/JIOKEHUSL.

Consumer incentives (110Tpe6UTENbCKUE CTUMYJIBI,
CTUMYJIbI [Jis1 TOTpebuTeNIell) — BO3HATPAKIEHS,
[pejjiaraeMble TOKYIATESIM JIJIsI TIOOIIPEHMST UX
MOKYTIOK.

Containerization (koHTeliHepu3aIyis ) — pa3MeleHie
TOBAPOB B CTAHAAPTHBIX KOHTEHHEPaX [JIsk UX yIOOHOM
TIEepEeBAJIKN MEKAY PA3JIMYHBIMU BUIaMU TPAHCIIOPTA.

Contextual placement (konTekcTHOE pasmelneHue) —
[IOKYIIKA PEKJIaMbl Ha caliTaX, CBSI3aHHBIX C PeKJIaMu-
PyEMBIM TOBapOM.

Contract manufacturing (KOHTpaKTHOE TPOU3BOJI-
CTBO) — KCIIOJH30BAHNE MECTHBIX ITPOU3BOIUTEEN
JIJTST TPOM3BOJICTBA MPOAYKIIMYM KOMITAHUK HA KOH-
KPETHOM PBIHKE.

Contractual vertical marketing system (koHTpakT-
Hast BEPTUKAJIbHASI MADKETUHIOBAst CUCTEMA) — TPYII-
ITa HE3aBHUCHUMbIX (pl/IpM, ITO3UIIMOHUDPYIOIIUXCA Ha
PasHbBIX YPOBHAX MPOUZBOJACTBA U AMCTPUOYIUH,
KOTOPbIE Ha JIOTOBOPHO#I OCHOBE MHTEIPUPYIOT CBOU
MPOTPAMMBbI TS TOJTyYeHUs GOJIbIIEH SKOHOMUY HJIH
BJIUSTHUS HA TIPOJIAKHL.

Conventional marketing channels (Tpaguimontbie
KaHaJbl cObITA) — CHCTEMBbI, COCTOSIIIIE U3 He3a-
BUCUMBIX [IPOU3BOIMTEINEH, OIITOBBIX U PO3HUYHBIX
TOPTOBIIEB.

Conversion rate (koacdduineHT KOHBEPCUN ) — Mpo-
I[EHT KJINEHTOB, MePeIleIinX Ha CJAeLYIONUN oTarn
B IIPOIIECCE TIPUBJIEYEHISI KJINEHTOB.

Core competency (0CHOBHasI KOMIIETEHITUST ) — OIBIT
B KOHKPETHOU 00JIaCTH e TEeIbHOCTU, KOTOPBIH [1aeT
KOMITAHUY KOHKYPEHTHOE TIPEUMYIIECTBO.

Corporate culture (KopropaTuBHast KyJabTypa) —
0011Iie BOCIIPHSITHE, HCTOPHUH, YOEKIEHUS I HOPMBI,
XapaKTepU3yIoIie OPraHnu3aIuio.

Corporate vertical marketing system (xopmopa-
TUBHAs BEPTUKaJbHAA MapKETUHTOBasA CI/ICTeMa) —
CTparerus, O6T)€Z[I/IH$HOH.[3}I 11ocJjie10BaTe/IbHbIC 9TAlIIbl

MPOMU3BOACTBA U AUCTPUOYIIMU B paMKaX OJHOTO
6usHec-cyObeKTa.

Cost inflation (uHIIsSIIMS UBIEPIKEK, 3aATPAT, PACXO-
TI0B) — 0OCTOSITENTBCTBO, TPU KOTOPOM POCT 3aTpaT, He
COOTBETCTBYIOIIHIT POCTY MTPOU3BOIUTENLHOCTH (06-
TOHSIIOIIUE POCT IPOU3BOIUTENBHOCTH ), COKPAIAeT
pasmMep MpUOBLIK 1 TIPUBOAUT KOMIIAHUU K PETYJIsIp-
HbIM payH/laM ITOBbITIIEHU TEH.

Creative brief (kpeaTusHbIii Gpud) — KpaTKuil 10-
KyMEHT, B KOTOPOM M3JIaraeTcst KOHKPETHBIN MOAX0/
K MapKETHHTOBBIM KOMMYHUKAIIUSIM, KOTOPBIi OyeT
UCIIOJIb30BATLCS B KPEATUBHOM II0JXO0/I€ K CO3aHUIO
MapKETHHTOBOTO CUTHAJIA-COOOIIEHUS.

Crowdsourcing (kpayacopcunr) — c60p JaHHbBIX
1 MHEHUH 06IeCTBEHHOCTH 171 000TallleHIs Map-
KETUHTOBOTO IIporecca*.

Customer acquisition funnel (Boporka npusiedeHus
KJINEHTOB) — OMUCAHUE ITATIOB MPOIlecca MPUBJIeYe-
HUSI HOBBIX KJINEHTOB.

Customer base (kimenTckas 6a3a) — KIUEHTBI, JIO-
SUTbHbBIE K KOMITAHUH U €€ TIPE/ITOKEHISIM.

Customer-centricity (KJIMeHTOOPUEHTUPOBAH-
HOCTb) — BHUMAHUE K 3aIIpOcaM KJIHEHTOB, KOTOPoe
JIEXKHUT B OCHOBE BCEX IPE/JIOKEHUH 1 IeITeIbHOCTH
KOMITaHUH.

Customer empowerment (pacirupenue MpaB 1 BO3-
MOJKHOCTEeH KIMEeHTOB) — BO3MOKHOCTDH KJIHMEH-
TOB BBIOMPATh, KAK OHU XOTAT B3aMMO/IEHCTBOBATh
C KOMITAHUEN.

Customer equity (KJMeHTCKMIT KanmuTan) — obiias
CyMMa MOKU3HEHHBIX I[EHHOCTE! BCEX KJIMEHTOB
KOMITAHWH.

Customer lifetime value (moxusHeHHast IEHHOCTb
KJIMeHTa) — 00Imas cyMma, KOTOPYIO KJIMEHT, Kak
0KMJIAETCsI, TIOTPATHUT 32 BCE BPEMS CBOETO B3aNMO-
JEeCTBUS C KOMITAaHUEH.

Customer profile (mpoduib kinenra) — HabmORa€-
Mble geMorpaduueckue, reorpaduueckue, nopeaeH-
YecKue U icuxorpapudecKre napaMeTpbl, CIysKalie
JUUISL OIIMCAHUS OCHOBHBIX OCOOEHHOCTEN KIMEHTOB.

Customer profitability analysis (peHTabesbHOCTD
KJIMEHTOB) — aHaJIN3 CPEICTB OLEHKU U PAHKHUPOBa-
HUS TPUOBLIHBHOCTU KJIMEHTOB.

ABTODBI IAI0T 9TO ONpe/eNeHue B KOHTEKCTE TOJIbKO Map-
KETUHT MeHeKMeHTa. B GoJiee IIUPOKOM IJIaHe Kpay/-
COPCUHT — 9TO NPHUBJEYEHUE MUPOKOTO KPyra JUIl Ha
N0GPOBOIBHBIX HAYAMAX K PEIIEHUIO CAMBIX Pa3IMIHBIX
npobaem.— Ipumeu. nayu. peo.
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Customer relationship management (yupasietue
B3aMMOOTHOIIEHUSIMU C KJIWEHTaMU) — IIpoliecc
yIpaBJIeHs TOAPOOHON MH(MOPMAIIHER 06 OTAETBHBIX
KJIMEHTAX 1 BCEX TOUKAX CONPUKOCHOBEHUS C KIIMEH-
TaMM JIJIsT MAKCUMM3AINY UX JIOSJIbHOCTH.

Customer touch points (TOYKU CONPUKOCHOBEHUS,
B3aNMOJIEHCTBUA C TIOKyTIaTeJIeM) — CJIyda, KOTaa
MOKYTIATeNb CTAJKUBAETCI ¢ GPEHIOM, IPOLYKTOM
WJIN YCIIYTOMU.

Customer value analysis (aHanu3 moTpe6UTENBCKOI
LIEHHOCTH ) — OLIEHKa TOT0, KaK MOTpeOuTe/In paccMa-
TPUBAIOT CUJIbHBIE U CTa0ble CTOPOHBI KOMITAHUH 110
CPaBHEHUIO C KOHKYPEHTaMH.

Customer value management (yrpasieHnue norpebu-
TEJIbCKOI IEHHOCTBIO) — aHAJIN3 BOCIIPUATUS KJIUEH-
TaMU LEHHOCTH TIPEVIOKEHUSI [JIs1 Pa3pabOTKU MapKe-
THHTOBBIX CTPATErHHA 110 IIPUBJICYEHUIO U Y AEPKAHUIO
KJIMEHTOB M CTUMYJIMPOBAHUIO X MOKYIIATENBCKOTO
[OBEICHHUS.

Customer value proposition (1leHHOCTHOE TTPEIOsKE-
HUeE J1JIs1 KJINEHTOB) — I[EHHOCTb, KOTOPYIO KOMITAHUS
CTPEMHUTCST CO3/IATh JIJISI CBOUX TIEJIEBBIX KINEHTOB.

D

Demand forecast (mporsos cipoca) — OIeHKa pas-
Mepa MOTEHIIMATbHOTO PBIHKA AT TPEII0KEHUS
KOMITAHUM.

Design (1n3aiin) — COBOKYITHOCTbh XapaKTEPUCTHK,
BJIMSTIONINX HAa BHEMIHUI BU U (YHKIIMU IPOJLYKTA,
ONIYIIEHUS OT HETO.

Design thinking (ausaitH-MbInIeHE) — TPOIIECC
Pa3paboTKH [U3aHHEPCKIX KOHIETIIH.

Direct exporting (IpsiMoii 5KCTIOPT) — TTPOJAXKA
TPOYKIIMY KOMITAHUM B IPYTHE CTPAHBI CAMOI KOM-
TaHue.

Direct investment (11psiMble HHBECTHIINH ) — IIPOIIECC,
MOCPEICTBOM KOTOPOTO MHOCTPAHHASI KOMIIAHUS MO-
JKeT KYIUTb YACTHYHYIO UJIN TIOJTHYIO JIOJTI0 B MECTHOM
KOMIIAHUY UJIU TIOCTPOUTDH CBOU COGCTBEHHBIE TPOM3-
BOJICTBEHHBIE UJIHM CEPBUCHBIE IPEIIPUSATHSL.

Direct marketing channel (npsimoii kanas copiTa) —
[IPOUBBOAUTEb, IPOAIOIIUIT HAIIPSMYIO KOHEYHOMY
noTpeduTetio.

Distribution channel (xanan gucTpubyiuu, AucTpu-
GYIMOHHBIN KaHaJ, KaHas cObITa) — COBOKYITHOCTb
B3aMMO3aBUCHMbIX OPTaHU3AIUIl, YIACTBYIOIIIX
B npoiecce 06ecredeHust JOCTYMHOCTH IIPOLYKTa
WJIM YCITYTHU JIJISL [IEJIEBOTO PhIHKA.

Diversification strategy (crparerus auBepcuduka-
1IM1) — BBIXOJ] HA HOBBIM PBIHOK C HOBBIM JIJIST KOM-
TIAHUU TIPEITIOKEHUEM.

Diversified portfolio (auBepcuduupoBaHHbIA IOPT-
desib) — 0CTATOUHO MIUPOKUI ACCOPTUMEHT MPOLYK-
11U, COCTOSIIIUI U3 HECKOJIbKUX JIMHEEK MTPOJYKTOB.

Divesting («n36aBieHue» ) — MPOIECC TTPOTAKH aK-
THUBA KOMITAHUY UJIA CAMON KOMITAHUU.

Dual-level channel (aByxypoBHeBbIit KaHax) — Ka-
Haul ¢ObITa, B KOTOPOM y4YaCTBYIOT /IBa IIOCPEAHUKA,
0OBIYHO ONITOBUK M PO3HIYHBII TOPTOBEI.

E

Economic-value-to-customer pricing (1eHoo6pa-
30BaHN€e HA OCHOBE AKOHOMUYECKOU [EHHOCTH JIJIst
KJIMEHTa) — YCTaHOBJIEHHE IIEHbI, KOTOPYIO OTpeOu-
TeJIb TOTOB TUIATUTD, UCXO/ISI U3 CBOErO BOCIPUSITHUS
[EHHOCTH MPOJYKTA.

Elaboration likelihood model (Mmozeb BeposiTHOCTH
mpopabOTKN) — OTMCAaHWE MPOIECCa, C TTOMOTIHIO
KOTOPOTO TIOTPEOUTENH JIETAIOT OIEHKN KaK B yCJIO-
BUAX HHBKOﬁ, TaK 1 BICOKOW BOBJIEYEHHOCTH B JAesia
KOHKPETHOH (UPMBIL.

Ethnographic research (stHorpaduyeckue uccie-
JIOBaHUsT) — OCOOBIN MCCIIeN0BATENbCKII TIOAXOI,
OCHOBAHHBII1 Ha HAGJIOAEHUSAX, KOTOPbINA UCIIOJIb-
3yeT KOHIENINN U NHCTPYMEHTBI U3 aHTPOITOJIOTUN
" IPYTUX CONMMUAJIbHbIX HAYYHbIX JUCIUILIINH, ‘-ITO6I)I
obecrieunTdb ray6oKoe ITIOHUMAHUE KYJIbTYPhI TOrO,
KaK JIIOJIM KUBYT U paboTaior.

Everyday low pricing (EDLP) — eskenHeBHbIE HU3KHE
[€Hbl — CTPATETUs TOIEPKAHUS TIOCTOSTHHO HU3KUX
POBHUYHBIX [[EH ¢ PEAKUMU U/UIK HEGONBIIUMU TIO
MacmTaby CrenuasbHbIMU AKIIUAMU UM PACTIPOZA-
JKAMU; U TIOJTHBIM X OTCYTCTBUEM.

Exclusive distribution (sxckno3uBHas 1ucTpuly-
11s1) — IOJUTHKA MCIOJIb30BaHKsl KpaiiHe OrpaHu-
YEHHOTO YMCJIa TOPrOBBIX MOCPEIHUKOB.

Expectancy-value model (Mozenn «oxumanue —
LEHHOCTb» ) — IIPOLIECC, € IIOMOILBIO KOTOPOTO JIIO/N
OIIEHUBAIOT TIPOAYKTHI U YCJIYTH, KOM6I/IHI/Ipyﬂ cBOn
OIl€EHKHN B COOTBETCTBUU CO B3BEIIEHHOU Ba’KHOCTHIO
HTUX OLIEHOK.

Experience-curve pricing (1enoo6paszoBanue Ha
ocHOBe «d(deKTa KPUBOII OIBITAa» ) — YCTAaHOBJICHIIE
6oJiee HUBKOM I[eHbI Ha OCHOBE OyaylIeld BO3SMOK-
HOCTH CHU3NTb IIPOU3BO/ICTBEHHBIE 3ATPATHI 33 CUET
HAKOIJIEHUSI OITbITa IPOU3BOJICTBA.
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External marketing (BHentHuiT MapKeTHHT) — TIPO-
1iecc pa3paboTKN, KOMMYHHUKAIINHU 1 TOCTABKU IIPO-
AYKTa WU YCJIYTH KINEHTAM.

F

Facilitators ((acuauraTopbl) — TPAaHCIOPTHBIE KOM-
MTaHWY, HE3aBUCUMBIE CKIA/BI, OAHKYM U PEKJIAMHBIE
areHTCTBa, KOTOPBIE TOMOTAIOT B TIPOIIECCE AUCTPUGY-
11U, HO HE MOJTyYaroT PaBa COOCTBEHHOCTH Ha TOBAPbI
U HE BEJLYT IIEPErOBOPHI O TIPOIAKAX.

Fad («npuuyma») — KaTeropusi JKU3HEHHOTO IIUKJIA
MPOJIYKTA, OTIMYAIONIASICS HEJJOJTOBEYHOCTBIO, He
UMeIolasl COIMAIbHOTO, 9KOHOMHUECKOTO WU I10-
JUTUYECKOTO 3HAYEHU.

Fixed costs (mocrostHHbIE 3aTPaThl) — 3aTPaThl, KO-
TOPbIE HE MEHAIOTCA ITPU USMEHEHNUW YPOBH!, o61:eMa
MIPOM3BO/ICTBA.

Flagship product (psarmMmanckuii IpoayKT) — Phi-
HOYHOE IPE/JIoKEHHe, KOTOPOE JIydllle BCETro Ipe-
CTaBJISIET WJIM BOILIOIIAET OPEH .

Flanking (¢sanroBast ataka) — BoszielicTBye Ha cJia-
60€e MECTO KOHKYPEHTA C IIeJIbI0 3aXBaTa JI0JIH PhIHKA.

Focus group (okyc-rpyrmia) — He6GObIIast TPyTIa
Jroieit, 0TOOpaHHbBIX Ha OCHOBE OTIPEAETEHHBIX IEMO-
rpaduyeckux, ncuxorpaduyecKux Wik Ipyrux cood-
paxkeHuil U cOOPABLUIMXCSA BMECTE st 0OCYKACHUS
Pa3TMYHBIX HHTEPECYIOMINX TEM.

Forward buying ((dopBapHas mokyIka) — moKyIka
110 BBITOAHOMN 11eHe GOJIbIIEro KOJIMYeCTBa TOBAPOB,
4yeM PO3HMYHBII TOProOBEIl MOXKET IIPOJAATh Cpasy.

Frame of reference (cucrema orcuera) — 9TajIoH, 1O
KOTOPOMY KJIMEHTBbI MOTYT OLEHUTh PEUMYIIeCTBa
HPEIJIOKEHUSA KOMIIAHUM.

Franchising (¢paHuaiisuHr) — mpeaocTabiieHue pas-
pellleHrsT Ha UCMOJIb30BaAHUE HOY-Xay, TPOIEAYP,
MHTEJJIEKTYaIbHON COOCTBEHHOCTH, OU3HEC-MOAENN
1 OpeHia KOMITaHWH JTTsT TPOAKY CBOMX (DUPMEHHBIX
MIPOJLYKTOB U YCJIYT.

Frontal attack (so6oBas ataka) — pbIHOYHbBIE JI€ii-
CTBUSI, IPSIMO M AHAJIOTHYHO OTBEYAIOII[IEe Ha MapKe-
THHTOBYIO CTPATETHIO 1 TAKTHKY KOHKYDEHTA.

G

Geofencing (1cmob30BaHMe TEO30HBI) — CTPATETHS
MOOHJIBHOTO [IPO/IBIZKEH ST OPEH/IA, KOMITAHUH, TIPO-
AYKTOB, OPMEHTHPOBAHHAS HA KJMEHTOB, KOIJIAa OHU
HAXOJSITCS B TIPE/IeIaxX OlpeiesieHHOTo reorpadu-
4eCKOro IIPOCTPAHCTBA, 0OBIYHO PSIIOM ¢ Mara3uHOM
KOMITAHUY I B HEM.

Geographic segmentation (reorpaduueckasi cermeH-
TaIVst) — paszieJieHIe PhIHKA Ha TeoTpadIecKue e/m-
HUIIbI, TAKWE KaK CTPAHBI, IITATHI, PETHOHBI, OKPYTa,
ropo/ia WIn paifoHbI.

Goodwill (ryasuin, nenoBas pemryTaius) — Oyxraj-
TEPCKU TepMKH, 0003HAYAIOMINI JEHEKHYIO CTOM-
MOCTb BCEX HeMaTepPHaJIbHBIX AKTHBOB KOMIAHUU,
KOTOPBIN BKJIOYaeT B ce0sl, B 4aCTHOCTHU, KalluTall
Gpenza.

Gray market (cepbiit ppiHOK) — HepeHarpaBJieHre
6peHI[OBbIX TOBApPOB N3 aBTOPU30BAHHbBIX KaHAJIOB
cOBbITa.

Greenwashing (IpMHBONINHT) — TIpefOCTaBIeHIEe
BBOJIATIEH B 3201y K IeHIe MHMOPMAITN WU CO3/1a-
HI€ BIIEYATIEHHUSI, UTO IPOAYKTHI UK METO/IbI HoJee
9KOJIOTUYHBI, YeM OHH €CTh Ha CAMOM JIEJIE.

Guarantee (rapaHTrsi) — 00s13aT€TbCTBO KOMITAHIH
MIPEOCTABUTH MOKYTIATEIO OMPEIEICHHYIO KOMIIEH-
CcalluIo, ecaiu POAYKT He Gyaer paboTaTh TakK, Kak
00€IaHo MITN KaK OJKUIAeT KJIUEHT.

Guerrilla attack (naprusanckue geiictBust) — cepust
MEJIKHX IEPHOIYECKIX aTaK Ha TTO3UIIH KOHKYPEHTOB.

H

Harvesting («c60p yposkasi») — COKpaIlleHUE Jab-
HEUNTNX WHBECTUTINH B Pa3BUTHE PHIHOYHOTO TIPE]I-
JIOXKEHUST JIJIST TIOJIyYeHUST MAKCUMAJIbHO BO3MOKHOM
MIPUOBLIH.

Heuristics (aBpucTrka) — sMIupmdecKre IPaBuUiIa,
006J1ervaroIie IpoIece IPUHSTHS PEIIeHHT.

High—low pricing («BbICOKHe-HU3KHE LEHbI» ) — T10-
JIUTHKA TIO/IEPsKaHUsT O0JIee BBICOKMX PO3HUYHBIX
IIeH KasKbIH IEHb C YaCTHIMU PEKJIAMHBIMHU aKITUSIMH,
B KOTOPBIX 1I€HbI BpeMeHHO HIKe 11eH ypoBHa EDLP
(eKeTHEBHBIX HUBKUX LIEH ).

Horizontal channel conflict (ropusonranbubii KOH-
(VKT B KaHaJe) — CIOp MeXKAY YIaCTHUKAMU KaHasa
HA OJJHOM YPOBHE CETHU AUCTPUOYIIUHL.

Horizontal marketing systems (ropuzoHTaIbHbBIE
MapKeTHHTOBBIE CHCTEMBI) — /IBe WIN H0JIee HeCBsI-
3aHHble KOMITAHUH, 00beIUHIIONIIE PECYPCHI WK
[IPOTPAMMBI JIJIsI KCIIOJIb30BAHUS MTOSIBJISIOUXCST
MapKeTHHTOBBIX BO3MOKHOCTEIL.

I

Image pricing (uMuKeBOE 1IeHO0OPa3OBaHue) —
ycTaHoBJIeHHEe (G0Jiee BBICOKMX IIEH YeM B CPEAHEM
T10 PBIHKY, YTOOBI CEMATh MPeAIoKeHne Goiee mpu-
BJIEKaTeJbHBIM B I71a3aX MoTpebuTeneii.
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Incentives (moomupenusi) — 0OBIYHO KPATKOCPOYHbIE
WHCTPYMEHTHI MIPOJBUKEHNA MIPOJAYKTa, IIpeHa3Ha-
YeHHbIE [IJIs] CTUMYJIMPOBAHUS OKYTIOK TOBAPA UJIH
YCIYTH.

Incremental innovation (11ocrerneHHas, <MHKpeMeH-
TaJIbHAST> ) MHHOBAINST — HE3HAYUTEHHOE YIIYIIIEeHNE
CYLIECTBYIOLIETrO PEJIOKEHN NI IIPolecca.

Indirect exporting (HempsiMOil 9KCIOPT) — HUCIIOJb-
30BaHNe HE3AaBUCUMBIX MOCPEIHUKOB JIJIs1 IPOIAsKU
MIPeIJIO’KEH NI KOMITAHUY B IPYTUX CTPAHAX.

Influencer marketing (MapkeTuHT yepes BaMsATENb-
HBIX JINII, «<UH(I0EeHCepOB» ) — NCIOIH30BAHNE T10-
MyJISIPHON (GUTYPBI /11T IPOJBYKEHUST TIPOYKTA,
YCIIyTH uiau OpeHjia B €ro WU ee CTPAHUIAX COIHU-
AJIbHBIX ceTell.

Informational appeal (undopmaronsie obpaiie-
HUS) — BBIPabOTKA TAKUX XapaKTePUCTUK H/WJIN
MpEUMYHIIECTB TOBapa WJin yCJayTH, '—ITO6I)I IIOBJIUATDH
Ha peleHue noTpeGUuTess O OKYIIKE.

Institutional market (MHCTUTYIMOHATLHBIN PHIHOK) —
ILIKOJIbL, OOJIBHUIIBL, JIOMa [IPECTAPEJIBIX, TIOPHMBI 1 JIPY-
rue OpraHu3alu, KOTOPbIe PEA0CTABIAIOT TOBAPDI
U YCJIYTH JIOJSAM, HAXOASAIIUMCS Ha MX [OTIEYeHUH.

Integrated marketing (uHTETpUpOBaHHBIN MapKe-
THHT') — KOODPAMHAIINS BCEX MAPKETHHTOBBIX MePO-
HPUSTHI 1 [IPOTPAMM, HATTPABJIEHHBIX HA Pa3paboTKy,
[OCTOSTHHOE TIPEIOCTaBJICHIE TOTPEGUTEISIM TIEHHO-
CTH U UX UH(pOPMUPOBaHHLE.

Integrated marketing communication (uHTerpupo-
BaHHBIE MAPKETHHIOBBIC KOMMYHUKAIIUN) — MOAXOJ
K YIIPaBJICHUIO KOMMYHUKAIIMOHHON KaMIIaHWel 110-
CPEJICTBOM COTJIACOBAHHOTO UCTIOJIb30BAHMUS PA3JIHY-
HBIX KOMMYHUKAIIHOHHBIX HHCTPYMEHTOB.

Intensive distribution (uHTeHCcUBHAsS AUCTPUOY-
1Ms1) — pasMelleHe TOBAPOB UK YCIIYT B KAK MOKHO
GOJIbIIEM KOJMYECTBE TOPIOBBIX TOYEK.

Interactive marketing (MHTepaKTHBHBII MapKe-
THHT) —PearupoBaHNe KOMIIAHUN Ha B3TJISI/IbI U [TOBe-
JIeHne TIOTpebuTe el B OTHONIEHN Y PEJIOKEHHST U
6peH/a, MOOIPEHHE MO3UTUBHBIX B3IJISA0B HA HUX.

Internal marketing (BHyTpeHHHI MAPKETHHT) — HaeM,
o0y4eHre U MOTUBALMSE COTPYAHUKOB JIJIsI TIPUBUTUS
UM B3TJIsI/Ia O IPHOpUTETE 06CITYKUBAHMS TOTPEGHO-
CcTeil KJIMEHTOB, YTO OTPAKAET IEIU KOMITAaHUH.

Intrapreneu (MHTpanpeHep) — COTPYAHUK KOMIAHNH,
4bU 00SI3AaHHOCTH COCPEIOTOYEHBI HA PO/BIKEHIN
MHHOBAIlUi B IIPOJIYKTaX, YCJIyrax U IIpolieccax BHY-
TPU KOMIIaHUU.

J

Joint venture (coBmecTHOe mpeanpusATHE) — KOM-
MepuecKoe TIPepHsITHe, B KOTOPOM YYacTBYIOT /IBa
(unu GoJsiee) OTAENbHBIX CYOBEKTA.

Just-in-time inventory management (cBoeBpeMeH-
HOe yIIpaBJIeHue 3a1acaMi) — 3aKa3 KOMIIOHEHTOB,
HEOOXOAMMBIX /ISl IPOU3BOJCTBA, 110 MePe Heob-
XOJIMMOCTH, 4TOOBI COKOHOMUTD HA CKJIAICKUX Pac-
XOJIaX U HOBBICUTH 3(D(HEKTUBHOCTD UCIIOJIH30BAHUS
JIEHEXKHBIX CPEJICTB.

L

Laddering («BbicTpanBaHue JECTHUIBI» ) — CEPUS
Bce 60Jiee KOHKPETHBIX BOIIPOCOB, KOTOPBIE MOT'YT BbI-
SIBUTh MOTHUBBI IOTpebuTelieii u 6oiee riryGOKHe TeJI.

Licensing (siniien3upoBanuie) — mpegoCTaBjieHne
PpaspeliieHys Ha ITPOU3BOJICTBO U ITPOAXKY ITPOLYKIIH
KOMITAaHUU Ha OTIPe/IeJIEHHOM PBIHKE.

Line extension (pacimmpenue acCOPTUMEHTA) —
I[O63BJI€HI/IB HOBBIX JIMHEEK MPOJAYKTOB KOMIIaHUN
K CYIIECTBYIOIIHM.

Line filling (nanostenue nuneiikun) — yajnHeHe
MIPOYKTOBOM IMHEHKU KOMITAHUY 32 CUET 00aBIeHUs
HOBBIX TIO3UIINH K CYIIECTBYIONIEMY aCCOPTUMEHTY.

Line stretching (pacmupenve TuHedKN) — paciiu-
peHue TOBAPHOU JIMHENKN 3a TIPe/esIbl ee TeKYIero
aCCOPTUMEHTA.

Localized marketing program (sioxaiuzoBaHHas
MapKeTUHTOBasl MPoTrpaMMa) — I0JIX0/, KOTOPbIH
aanTupyeT CBOIO MAapPKETUHTOBYIO JEATEIbHOCTD
K OT/I€JTbHBIM I1€JIEBBIM PBIHKAM.

Long-term memory (0JT0BpeMeHHasI MaMsITh) —
CIIOCOGHOCTD 3aMOMUHATH M XPAHUTH MHMOPMAIINIO
HeoIpe/ieIeHHO J0JITO UK 1aKe TTOCTOSTHHO.

Loss-leader pricing (1ienoo6pasoBanue ¢ 3arnJia-
HUPOBAHHBIM CHUKEHUEM MPUOBLIBHOCTH) — YCTa-
HOBJIEHUE HU3KOU LIEeHbl HA TOBAP st IPUBJIEYCHUS
GOJIBIITETO TTOKYATETBCKOTO TpaduKa.

M

Macromodel of marketing communication (Maxpo-
MOJIeJTb MAPKETHHTOBOI KOMMYHHKAIIUH ) — OITUCAHUE
B3aUMOJIEUCTBUS MEKIY OTIIPaBuTeseM (KOMIIaHUEN )
U oy garesieM (TToTpeduTesIeM ) KOMMYHUKATTHOHHO-
IO CUTHaJIa-COOOIIeHUSL.

Macroscheduling decision (pemienue ¢ yuerom ax-
TOpa BPEMEHU Ha MaKPOYPOBHE) — pacipeeieHue
KOMMYHUKAIITMOHHBIX PaCX0/10B, CBA3aHHbIX C CE€30-
HaMM 1 [eJIOBBIMU I[UKJIAMU.
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Market demand (psirounbiii cipoc) — o61uii 06b-
€M TIPOJIYKTa, KOTOPBIi OyeT KyTIJIeH Onpe/eieHHO
IPYIION KJIMEHTOB B KOHKPETHON reorpaduieckoi
06JIacTV B 3aIaHHBII TIEPUOJT BPEMEHU B OITPE/IeIICH-
HOIT MAPKETUHTOBOI CpeJie B COOTBETCTBHH C OTIpe/ie-
JIEHHO! MapKeTHHTOBOH IIPOrpaMMOI.

Market-development strategy (crparerust pasBuTwst
PBIHKA) — [IPOrpaMMa PaCIIMPEHUs IPOJAK IPOLYKTA
WJIM YCJIYTH Ha HOBBIE TIEJTIEBBIE PBIHKU.

Market expansion (pbIHOYHAs SKCITAHCH) — €M~
CTBUSI, KOTOPBIE JIEJAIOT PHIHOYHOE TIPeJIOKeHe
JOCTYIIHBIM [IJIsi BCETO [[€JIEBOTO PHIHKA.

Market forecast (psIHOUHBIIH IPOTHO3) — PHIHOYHBIH
CIIPOC, KOTOPBIN OKHUAAETCS B OYIyIIEM HEpHOe
BPEMEHU.

Market leader (siuzep ppiHKa) — KOMIAHKS, Y KOTO-
PO nMeeTCst HanboJIbIIAs 0/ HA PHIHKE, Ha KOTOPOM
OHa KOHKYPHPYET.

Market logistics (ppiHOUHasE JIOTHCTHKA) — WH(ppPa-
CTPYKTypa IBUKEHISI MATEPUAJIOB U TOBAPOB OT ITPO-
U3BOJIUTEJIST K TOTPEOUTENIO U CUCTEMA KOHTPOJIS 32
3TUM JBUKEHUEM.

Market offering (porrounoe mpensoxenne) — pe-
QJIbHBII TOBAp, KOTOPBII KOMIIAHUS UCIIOJIb3YeT JUJIsI
VIIOBJIETBOPEHUSI KOHKPETHOI OTPEOGHOCTH KIIHEHTA.

Market-penetration strategy (cTparerisi IpOHUKHO-
BEHUSI HA PHIHOK ) — MPOTPaMMa yBEJTNIEeHHUS TTPOIAK
TEKYIUX PBIHOUYHBIX NPE/JIOKEHUI KOMIIAaHUU ee
CyIEeCTBYIOUIUM KJIMEHTaM.

Market position (pbIHOYHbBIE ITO3UIMK) — AOJISI KOM-
TIAHUM Ha PbIHKE, HA KOTOPOM OHA KOHKYPUPYET.

Market potential (pbIHOYHBILT TOTEHIIMAT) — MaKCH-
MAJIbHBIA 00HEM IIPOAAK, KOTOPBI MOKET OBITD JOCTUT-
HYT Ha KOHKPETHOM PBIHKE B JJAHHBIH TTEPUO]] BpEMEHN.

Market segmentation (cermeHTanus ppIHKA) — pas-
JieJieHne TPYIIIB TOTPpeONTENel Ha MOIMHOKECTBA,
KOTOPbIe UMEIOT CXOAHBINA Habop TmoTpebHOCTEN 1/
W TPO(UIBHBIX XapaKTepUCTHUK.

Market skimming («CHSITHE CITHBOK» C PHIHKA, «CKHM-
MUHT») — YCTaHOBJIEHHE OTHOCHTEIBHO BHICOKOH 11e-
HbI, YTOOBI C/IETATD TIPEJIOKEHIE JOCTYITHBIM TOJIBKO
JUISL KJIMEHTOB ¢ HauGoJIbIiell FOTOBHOCTLIO [LIATUTD.

Market test (TecTupoBaHMe PBIHKA) — CPEACTBO
MPOBEPKU MPEJIOKEHUS HAa YaCTU PbIHKA WJIU HA
BCEM DPBIHKE.

Marketing (MapKeTHHT) — BbIsIBJIEHUE U YIOBJIETBO-
PEeHYE UHINBUYJIbHBIX U COLUAIBHBIX TOTPEOHOCTEl

€11oco6OM, KOTOPBIN TAPMOHHUPYET € TEJISIMI Opra-
HU3AINM.

Marketing communication (MapKeTHHIOBbIE KOMMY-
HUKAIUN ) — CPENICTBA, C TOMOIIBIO KOTOPHIX (hUPMbI
MHGOPMUPYIOT, HATOMUHAIOT MOTPEOUTENSM O TIPO-
JyKTax 1 OpeHiaX, KOTOPbIe OHK MIPOAIOT, YOEKAAI0T
KYIIUTD UX.

Marketing dashboards (MapkeTtuHTrOBBIE MH(DOPMA-
[MOHHbBIE TTaHEJN) — CTPYKTYPUPOBAHHBIN cr1ocol
pacrpocTpanenuss HHGOPMAIIMH, OJYyYeHHOH Ha
OCHOBE M3MEPEHUsI MaPKETHHIOBBIX IIOKa3aTesen
1 MOJEIMPOBAHUSA KOMILJIEKCA MAPKETUHTA.

Marketing management (MapKeTUHT MEHEKMEHT ) —
MCKYCCTBO M HAyKa BEIOOPA IIEJIEBBIX PBIHKOB, a TAKIKE
[IpUBJICYEHUS U yIeP:KaHUs KIMEeHTOB, pOCTa UX I10-
KYIOK/3aKyTIOK Y KOMITAaHUU 3a CYeT IPeA0CTaBIeHU
UM HaujIyuuieil pplHOYHOH LIEHHOCTH.

Marketing mix (MapKeTUHTOBBIIT KOMILIEKC) — aTpu-
GyTbl (caM TOBap, ycayra, OpeH/, 1eHa, CTUMYJIbL,
MapKEeTHHTOBbIE KOMMYHUKAIUU U AUCTPUOYIIHST),
KOTOPBbIE OIPEEISTIOT MTPEJIOKEHNE KOMITAHHH.

Marketing network (MapkeTHHToBasi ceTb) — KOM-
MaHWs ¥ TOJJIePKUBAIOIINE €€ 3AUHTEPECOBAHHBIE
CTOPOHBI, C KOTOPBIMU Y HEe BHICTPOEHBI B3ATMOBBI-
TOZIHBIE /I€JIOBbIE OTHOIIIEHUS.

Marketing-mix models (Mozesn MapKeTUHIOBO-
o KOMILIEKCa) — CIoco0bl aHaIn3a JAaHHBIX U3 He-
CKOJIbKUX MCTOYHUKOB JJIs TIOHMMAHUS PE3YIbTaTOB
KOHKPETHBIX MAPKETUHTOBBIX MEPOIPHUATHUIL.

Markup pricing (nenoo6pasoBaHue ¢ HalleHKOI) —
METOJT 1IeHO00OPA30BAHUS, TIPH KOTOPOM K CTOUMOCTH
TOBapa 100aBJIeTCs CTAaHaPTHAS HALICHKA.

Mass customization (MaccoBasi KACTOMM3AIHs) —
UCTIOJIb30BAHIE METOJIOB MaCCOBOTO TTPOU3BOJICTBA
JUISL CO3JIAHUST TIPEJJIOKEHMIT, KOTOPBIE MOTYT OBITh
AJIANITUPOBAHBI JIJIs1 YAOBJIETBOPEHHsI MOTPpeGHOCTEl
OT/IEJIBHBIX KJINEHTOB.

Mass marketing (MaccoBbIif MapkeTHHT) — obpariie-
HUE KO BCEMY PBIHKY C TIOMOII[BIO OZTHOTO PBIHOYHOTO
TIPEIOKEHUS.

Merchant wholesalers (orrroBbie TOProBIIbI) — T10-
CPEIIHUKH, KOTOPbIE MOKYIAIOT HAPIMYIO Y IPO-
U3BOAMTEJISI, XPAHAT TOBAP, a 3aTeM IIPOJAIOT ero
HOKYATEJIIO.

Merchants (11po/1aBiibl, TOPrOBI[bI) — OITOBBIE 1 PO3-
HUYHBIE TOPTOBI[BI, KOTOPBIE MTOKYTIAIOT U TIE€PEIpo-
JAI0T IIPeIOJKEeHIe HOTPEOUTEIISIM.
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Micromodel of marketing communication (Muxpo-
MO/I€JIb MapKeTHHFOBOﬁ KOMMyHI/IKaHI/IH) — OIIMCaHue
cnennrIeCKUX peakiuii norpebureneil Ha JaHHYIO
MapKETHHIOBYIO KOMMYHUKAIHIO.

Microscheduling decision (pemrenue ¢ yuetrom dax-
TOpa BpEMEHU Ha MUKPOYPOBHE) — pacrpeesienune
KOMMYHUKAITMOHHBIX PaCXOJ0B B TEHEHUE KOPOTKOTO
Heproia BPEMEHU JJIsl TIOJTyYEHUsT MAaKCUMAJIbHON
OTHAYU.

Mission (Muccust) — sicHOe, KPaTKO€e U YCTOHUNBOE
N3JI0KEHME TIPUYNH CYIIECTBOBAHUA OPTraHn3aInuun.

Moore’s model (comens Mypa) — aganraims Mogeu
Pojkepca 117151 BBICOKOTEXHOJIOTHYHBIX TPOLYKTOB.

Multichannel conflict (MeskkananbHbIiT KOHPIUKT) —
KOH(JINKT MEXIY YYaCTHUKAMU IBYX (nim Gosee)
KaHaJIOB JUCTPUGYINH, KOTOPBIE IPOJAIOT TAHHYIO
HPOYKIMIO HA OJJHOM ¥ TOM K€ DBIHKE.

N

Native advertising (natuBHas pexjama) — dopma
PeKJIaMbl, HATOMUHAIOMIAST PEIAKIIMOHHBIN KOHTEHT
JIAHHOTO CPEJICTBA MACCME/INA, HO MTPeIHA3HAYEHHAST
JIJISI TIPOJIBUKEHUSI TIPOIYKTA PEKJIAMOJIATEIS.

Net price analysis (aHajiu3 HETTO-11€H) — BBISIBJICHHE
«peasibHOI TIEHBI» TIPE/IOKEH IS [IOCTIE yUeTa CKUI0K
U 3aTPaT HA PEKJIaMy U IIPOJIBIIKEHME.

Niche marketer (yyacTHUK HUIIEBOrO PbIHKA) —
KOMIIAHUST, KOTOPast 00CTYKIBAET MTOAMHOKECTBO
KJINEHTOB C [OMOIIBIO CBOETO TIPEJIOKEHMSI, aam-
THPOBAHHOTO MCKJIIOYUTENBHO K UX MOTPEOHOCTSIM.

(0]

Objective-and-task budgeting (GiomxeTrpoBanme
10 [eJISAM U 3ajla4aM) — HOAXO0/ K OTIPeIeIEHUI0 KOM-
MYHUKAIIMOHHOTO OI0/IKeTa UCXOMs U3 KOHKPETHOM
3aj1auit, KOTOPYIO HEOOXOAMMO PEILHTD.

Observational research (Habimoznenue) — cpencTBo
[OJIyYEHUS JaHHBIX [TyTeM HEHABA3YMBOrO HAGJIIO-
JIEHUS 3 IOKYIATEbCKUME UJIU TTOTPEOUTEILCKUMU
[IPUBBIYKAMU IIOKYIIaTe e,

Opinion leader (inaep MueHNi ) — YeJIOBEK, AAIOINIA
HehOopMaTbHbIE COBETHI WM NH(OPMAIIHIIO O TOM, KaK
JIydIiie BCErO UCIO0JIb30BATh KOHKPETHBIN MPOJYKT
WJTA KATETOPHIO TIPOYKTOB; CHHOHUMBI <JIU/IEPY MHE-
HUIl> — «BJIUSATENbHBIN YeJ0BEK», «<MH(IIIOEHCED>.

Optimal value proposition (onTumanbHas 1eH-
HOCTb) — IIEHHOCTb, KOTOPYIO PHIHOYHOE MIPEIOKE-
HUE CO3JaeT OAHOBPEMEHHO I KIUEHTOB, COTPY-
HUKOB M KOMIIAaHWH.

Order-to-payment cycle (1iksr oT 3akasa /10 oria-
TBI) — BpPeMs MeKIy MOJydeHIIeM 3aKa3a, J0CTaBKOM
TOBApa WJIN YCJIYTH U €T0 OTIATOM.

Organic growth (oprannueckuii poct) — yBeJdyeHe
BBIPYYKHU, TIPUOBLIN U/WJTH TTOJOKEHIS KOMITAHUT
Ha PBIHKE 32 CYET MCIOJIb30BAHUS €€ COOCTBEHHBIX
pecypcos.

P

Penetration pricing (11eHoBast cTpaTerusi IPOHUKHO-
BEHUSI HA PBIHOK ) — YCTAHOBJIEHUE HU3KOU T[EHBI JIJIsT
MaKCUMU3AIUH JOJIA PHIHKA.

Perception (Bocrpusitiie) — nmpoiiecc 0tbopa, OpraHu-
3allUU U UHTepIpeTaluy NHQMOPMAIUH /I CO3/IaHI
OCMBICJIEHHOH KapTUHBI MUPA.

Perceptual map (kapra BocupusATHs) — BU3yaJb-
HOE IIpeJcTaBIeHne NOTPeOUTEIbCKUX BOCIIPUATHI
U IpeIIoYTeHu .

Performance marketing (MapKkeTUHT pe3yJibra-
TOB) — (huHAHCOBas U HehUHAHCOBas OTHAa4Ya OM3-
HeCy M OBIIECTBY OT MAPKETHHTOBBIX MEPOITPUATHIT
U IPOTPaMM.

Permission marketing (MapKeTHHT pa3pelieHui,
JIOBEPUTEJIbHBIN MAaPKETUHT ) — MapKETUHTOBas IIPaK-
THKA, KOT/[a TIOTPEOUTENIO MOTYT HATIPABJISTHCS Pas-
JIMYHBIE MAPKETUHTOBBIE CUTHAJIBI-COOOIEHHST TOIBKO
I0CJIE TIOJIYYeHUsT er0 SIBHOTO Pa3pelieHus Ha 3To.

Personality (inunocTh) — HaOOP OTIUYNUTETHHBIX
TICUXOJIOTHYECKHX YEPT YETOBEKA, KOTOPBIE TIPHBO-
JSIT K OTHOCUTEIBHO TIOCJEI0OBATEbHBIM PEAKITUSIM
Ha CTUMYJIbI, BO3/EHCTBYOINE HA HETO M3 BHEITHEN
CpeJibl, BKJTIOYAsT TIOKYTATEIbCKOE TIOBE/ICHIE.

Personal selling (sinuHble mpogaxu) — B3auMoei-
CTBHE MPOABIA ¥ TIOKYIATEIS IUIIOM K JIHILY.

Personas (mepcoHbl IOKynaTeeii) — moapobHbie
1poUIN OJIHOTO UJIM HECKOJIBKUX 11€JIEBBIX TTOTpe-
GuTeJieil, n306paKaloIIKe TUITMIHOTO MOTPeOUTE s
Ha I[eJIeBOM PBIHKE.

Points of difference (PODs) — touku oTiuuns/
pasanuust — aTpuGyTHI WU TIPEUMYTIECTBA, KOTOPbIE
OTJINYAIOT TIPEJIOKEHTE KOMITAHUY OT KOHKYPEHTOB.

Points of parity (POPs) — Touku mapurera — aTpu-
6y THI M IPEUMYIIECTBA, KOTOPbIE HE YHUKAIbHBI
U SIBJISIOTCST OOIUMU C APYTUMU OPEHIaMHI.

Positioning statement (3asBIeHTE O TTO3UITUOHIPO-
BaHUM) — KPATKOE U3JIOKEHHE CTPATETUH MTPOLYKTA
Wi Gpen/a, KOTOpoe MPU3BAHO HATIPABJSTH AEHCTBUS
KOMITAHWH.
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Positioning (mosunnonuposanmne) — pazpaborka
NPEAIOKEHNs ¥ MMUJKA KOMIIAHUK, YTOOBI 3aHATH
0c060€e MECTO B CO3BHAHUH CyOHEKTOB I€JIEBOTO PHIHKA.

Price discrimination (1ieHOBast AMCKPUMUHAIIMS) —
[IPOIasKa OJJHOI'O ¥ TOI'O JK€ TOBapa II0 Pa3HbIM IeHaM
Pa3HBIM TOKYHATEJISIM.

Price elasticity of demand (1ieHoBast /1aCTUYHOCTD
CIIPOCa) — CTeNeHb, B KOTOPOii H3BMEHEHUE TIEHbI ITPH-
BOJMT K U3BMEHEHUIO KOJIMYECTBA IIPOIAHHOTO TOBAPA.

Price image (11eHOBO# MMUIK) — 001Iiee TTpecTaB-
JieHne otpebuTesiell 00 YPOBHE II€H B IAHHOM PO3-
HUYHOM MarasuHe.

Price indifference band (nosioca neHosoro 6espas-
JYMUs) — IUANa3oH, B Mpejesrax KOTOPOTO n3Me-
HEHUA 1EeHbI IPAKTUYECKU HE BJAUAIOT Ha MOKYIIKN
norpebureneii.

Pricing cues (11eHOBBIE ITOICKA3KK1) — CPEICTBO, M0-
GykIarolee oKy maresell mojiaraTbCs Ha leHy, 4ToObI
C/IeJIaTh BBIBOJL O IIEHHOCTH MPOJYKTA.

Primary data (riepBuusble JanHble) — HHGOPMAIHS,
cobpaHHas 171 KOHKPETHOW 1IEJTU UJTH MTPOEKTA.

Primary target (nepBuuHBbIii 11€1€BOIl PHIHOK) — T10/1-
MHOJKECTBO I[€JIEBBIX KIUEHTOB, IJIsI KOTOPBIX OyAeT
JOCTYIIHO TIPe/II0KeHE U3HAYAIBHO.

Private label (uactnas Toprosast Mmapka, 6peHz) —
coOCTBEHHAsI TOProBas MapKa, pa3paboTaHHas U [IPO-
JlaBaeMasi PO3HUYHBIMU U ONITOBBIMU TOPTOBIIAMH.

Product-development strategy (crparerust pas-
BUTUS TIPOJYKTA) — CO3/aHUE HOBBIX IIPOLYKTOB
i MOAUMBUKAIIMI CYIIECTBYIOIINX IPOAYKTOB Ha
1eJIEBOM PbIHKE.

Product life cycle (;kusHeHHbII UK TIPOAYKTA) —
[IPOMEKYTOK BPEMEHU MEKIY TOSABJIEHUEM IPEJIO-
JKEHUSI HA PhIHKE M €0 YXOJOM C PbIHKA.

Product line (ripoykroBas JiuHelika, TuHelKa po-
JYKTOB) — TPYIIIA CBSA3AHHBIX WU CXOTHBIX MEXKILY
€060l TOBAapOB, MPOJABAEMBIX OJTHON ¥ TOH JKe KOM-
TaHue.

Product—market growth framework (Mozesnb pocra
NPOAYKTOB M PHIHKA) — CTPYKTYPa, KOTOPast OMKCHI-
BaeT Pa3jIMYHBIE CTPATErMU POCTA, TAKIKE U3BECTHAS
Kak MaTpuiia Aucodda.

Product-mix pricing (1ieHooOpa3oBaHue st accop-
TUMEHTA IIPOAYKIIMU) — YCTAHOBJEHHUE [[EH TAKUM
06pa3oM, YTOOBI MAKCUMU3UPOBATH PUOBLIL OT BCEIO
Habopa MPeIOKEHNIT KOMITAHUH.

Product portfolio (moprdenp npoaykTos) — obmiee
KOJIMYECTBO MPOYKTOB, IIPEJIaraeMbIX KOMIIAHUEH,
BKJIIOYAs Pa3JINYHBIE KATETOPUU TIPOAYKTOB U TIPO-
JIYKTOBBIE JIMTHEIKU.

Product-value analysis (aHaim3 1[eHHOCTH TIPOIYK-
Ta) — OlLlEHKA HEHHOCTH IPOAYKTA IyTeM U3y4eHMUS
c110co60B MOAUMUKAIIUN €r0 KOMIIOHEHTOB UJIU CBS-
3aHHBIX C HUM IPOLIECCOB JI/I CHUKEeHUS 3aTpar Oe3 He-
6J1aTOIPUATHOTO BO3/IEHCTBUS HA €T0 XapaKTePUCTUKMY.

Prototype (1ipoToTun) — Moiesib ppIHOYHOTO TPEJI-
JIOJKEHW S, TeJIbI0 KOTOPOH SIBJISIETCS yCTPaHEHUeE 1T0-
TEHITMATBHBIX MTPOOIEM JI0 TOTO, KaK Gy/IeT CO3/IaHO
OKOHYaTeJIbHOEe PaKTUIeCKOe MPETOKEeHNe.

Psychographic segmentation (ncuxorpaduueckast
CErMEeHTAINs) — pasjieJIeHNe TIeJIEBBIX KJIMEHTOB Ha
IPYIIIIBI HA OCHOBE TICUXOJIOTHYECKUX OCOGEHHOCTETH,
06pasa JKU3HW UIN IIEHHOCTEI.

Psychological resistance (ncuxosoruueckoe co-
NPOTUBJIEHNE) — HEKETAHUE MEHSTh YCTOSBIINECS
MPEINIOYTEHNS MU MHEHUSI, IBJSIONIUECST GapbepamMu
JUUISL COBEPIICHUS [IOKYITKH.

Public relations (cBs31 ¢ 001ECTBEHHOCTDIO, IIHAD) —
PasHOOOpasHbIe TPOrPaMMBbI, TPU3BAHHBIE IIPOBUTATH
MMW/IK KOMIQHUY CPEIU COOTBETCTBYIONIMX 3alHTe-
PECOBAaHHBIX CTOPOH (CTEHKXOJIIEPOB).

Publicity (mabiucuti) — UCIOAb30BaHNE PEJAKIH-
onnoro konrenta CMU 1 IPOABUIKEHMST IPE/IJIO-
JKEHWS, NIV, OPTaHU3allny WM NMU/KA KOMITaHUH.

Pull strategy (crparerust BHITATHBAHUS ) — WCIIOJIb-
30BaHUe PEKJIAMBI, TIPOABMKEHUS 1 KOMMYHUKAITHI
J1JIs1 TOTO, YTOOBI yOenuTh toTpebureseil noTpeboBaTh
TOBap OT TTOCPETHNUKOBE,

Push strategy (cTparerus nmpoTagKuBaHUsA) — TPO-
Jaka MPOAYKTAa KOHEYHBIM I0JIb30BATESIM Yepes
MIapTHEPOB.

Q

Quality (kauecTBO) — cTerneHb, B KOTOPOI TOBAP WK
YCJIyTa OIIPABBIBAIOT OXKUIAHUSI KJIMEHTOB B OTHOIIIE-
HUU UX TIEHHOCTH JIJIst cebst.

Questionnaire (aHKeTa-OMPOCHUK) — HAGOD BOIIPO-
COB, IPE/IbABJISIEMbIX PECIIOHAEHTaM JJist cOopa Tep-
BUYHBIX JIAHHBIX.

R

Reference groups (pedepeHTHbIE TPYIIIBI) — BCe
IPYIIIIbI, OKa3bIBAIOIIHE TIPSIMOE UJTA KOCBEHHOE BJIHSI-
HUe Ha YOEeXKIEHNUS, PETIEHNST U TIOBEIEHIE YeTOBEKA.
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Reference prices (pedepenTHbie 11eHbl) — wHPOP-
Mallus O 1leHax, KOTOPYIO NOTPeOUTENb COXPAHSIET
B CBOEIl TaMsITH, U KOTOPasi UCTIOJIb3YETCsT JIJIsT UH-
TEPIPETAINHU U OIIEHKU HOBOU I1[€HBI.

Relationship marketing (MapkeTHHT B3aUMOOTHO-
MIeHNI) — pa3BUTHE B3aNMOIPUEMJIEMBIX J0JITO-
CPOYHBIX OTHOIIEHUH C KJIOYEBbIMHI PBIHOUHBIMU
[apTHEPAMK KOMIIAHWUH C I[eJbI0 3apaboTaTh 1 CO-
XPaHUTb CBOU Ou3HEC.

Retailing (posuuynasi TOPropiisi) — AESITENIBHOCTS,
CBdA3aHHasd C Hpoz[ameﬁ TOBApOB UJIN YCJYT HEIO-
CPENCTBEHHO KOHEUHBIM MOTPEOUTENSIM JIJIST HEKOM-
MEPUYECKOTO MCMOTb30BAHUS.

Retention rate (koadduriuent, yposens yaepsra-
HUST) — KOJIMYECTBO KINEHTOB, KOTOPBIE TPOIOJIKAIOT
BECTH JIeJia ¢ KOMITAaHUEeW B TedeHUe OMpPeeIeHHOTO
Mepuojia BpEMEHH.

Revenue leaders (siuzepsr 110 10X0/1aM, BHIDYYKE) —
rpyIna KJIMEeHTOB, MPEACTABASIONNX HANOOBIIYIO
IIECHHOCTD AJIs1 KOMITaHUN.

Reverse-flow channel (o6patubiit kamanx) — Ka-
Haul AUCTPUOYLIUH, TI0 KOTOPOMY TOBAPBI IIEPEXOMST
06paTHO OT 10JIb30BATEJIS K IPOU3BOLUTEIIO, KAK
MIPaBUJIO, LIS IepepabOTKH, EPETTPOAAKN UITH YTH-
JIM3ALUM.

Reverse innovation (o6paribie HHHOBAIIMKH) — HC-
0JIb30BAHUE YCIIEITHOTO IPOAYKTa B KauecTBe Hasbl
JUUIS CO3IaHMsT HEZIOPOTO# aTbTePHATHBbI HA PA3BUTHIX
PBIHKAX.

Rogers’ model (Mmonenp Pomskepca) — kiraccudu-
Kanus motTpeduTesieil o CKOPOCTH, ¢ KOTOPOi OHU
BOCIIPUHUMAIOT U ITPUHUMAIOT HOBbIC IIPEAJIOKEHNA.

S

Sales force incentives (moompenus a1 KoMmmepye-
CKOTO TIePCOHAIA, TPOJIABIIOB) — CPEICTBA, UCIONb3Y-
eMble [I7IsI MOTHBAIIMU COTPYAHUKOB OTIEJIOB ITPOIaxK
(TIpo/IaBIIOB), TaKHe KaKk GOHYCHI U TIPHBJIEKATETbHBIE
KOMaH/IHPOBKH.

Sample size (pasmep BHIOOPKU) — KOJMYECTBO JIIO-
nieil, KOTOPBIX CJENYET OXBATUTD, YTOOBI IOJIYYUTh
JIOCTOBEPHBIE PE3YJIbTATHI, KOTOPbIE MOKHO 9KCTPa-
[OJIMPOBATH HA BCIO 1[€JIEBYIO TPYIIILY.

Sampling procedure (tiporenypa BoiGopku) — crocob
BBIOOPA PECIOHAEHTOB IPU PHIHOYHOM HCCIEA0BA-
HIM,/0630pe, AeTarolinii BHIOOPKyY GoJiee perpeseHTa-
TUBHOM /It BCero 06e/IelyeMOro HaceIeH s,

Sampling unit (exuHuIa BBIGOPKU) — PECHIOHIEHTHI,
KOTOPBIX CJIETYeT OITPOCHTD [JIsI TOTyueHust nHpOopMa-
U1 0 KOHKPETHOM PBIHKE, IPOJYKTE UK [IOBEICHNN.

Search engine marketing (SEM) (ionckoBbIit Mapke-
THHT) — TIPAKTUKA OTLIATHI KOMITAHUSIM, BJIAIEIONINM
HOMCKOBBIMU CHCTEMAMHU, 32 TO, YTOOBI IIPOLYKT (hup-
MBI, €€ CEPBUC, GPEH/I I CaMa 9Ta OPraHU3al1[KsI OTO-
GpakaINCh B Pe3yJIbTaTax [OUCKA IO ONPeeJIEHHBIM
KJIIOYEBBIM CJIOBAM.

Search engine optimization (SEO) (iouckoBas onru-
MI/ISaL[I/IFI) — [[eIL/,ICTBI/IH, HallpaBJICHHbIE Ha ITOBbIIIECHNE
BEPOSITHOCTH TOTO, YTO CCHIJIKA HA KOMITAHUIO UJIU
Gpenzi 3aiiMeT KaKk MOKHO H0JIee BBICOKOE MECTO CPELIH
BCEX HEOIJIAYNBAEMBIX CCBIIOK, KOTOPBIE HOSIBIISIOTCS
BO BpeMsI OHJIaliH-TIOUCKa.

Secondary data (BropuuHbIe JaHHBIE) — IOCTYITHAS
uHopMaIus, coOpaHHast AJIs1 IPYTOH MEH.

Selective attention (n36upaTenbHOE BHUMaHWE) —
MPOTIECC COCPEAOTOUEHUS BHUMAHUST HA OTIPeIeieH-
HBIX Pa3paKUTe/IAX OKpYysKalolleil GusHec-cpebl IPU
UTHOPUPOBAHHH APYTHUX.

Selective distortion (n36upaTepHOE NCKAKEHUE) —
CKJIOHHOCTDb MHTEPIIPETHPOBATH MH(POPMAIIHIO B COOT-
BETCTBUU C HAILITUMU Hpeﬂy6e>K[[eHI/IHMI/I.

Selective distribution (cenektuBHas guctTpudy-
1M51) — KCIIOJIb30BaHKE Psi/la TIATEIbHO OTOOPAHHbIX
HOCPENHUKOB, JKEJIAIIMX POJaBaTh KOHKPETHbII
TOBAap.

Selective market deployment (BbiGopouroe pas-
BepTBIBaHME HA PBIHKE) — TOAXO[, IIPH KOTOPOM
[PEeJIOKEHNE KOMIIAHUU PAa3BEPTHIBAETCS TOJIBKO
B OIIpe/ie/IeHHbIX O6.HaCT$IX 11€J1I€BOTO PbIHKA JJIA TIPO-
BEPKH €r0 PEaKIMu.

Service (yciyra/cepBrc) — HeocsI3aeMoe JIefiCTBIE,
KOTOPOE OMH CYOBEKT BBHITTOTHSIET JIJIsT IPYTOTO, HE
HPUBOJIIEE K Hepeade npaB cOOCTBEHHOCTH.

Service blueprint (periamMeHT 06CTyKUBaHNS) — CO-
OTHECEHUE YCJAYTHU, IPEAOCTABASAEMON KOMIIaHUEH,
C TeM, KaK ee BUJUT KJIHMEeHTa.

Short-term memory (KpaTKOBpeMeHHas aMsITh) —
CTIIOCOGHOCTD YIEPKUBATh B MTAMSITH OTPaHMYEHHOE
KOJMYeCcTBO MHGMOPMAINU B TeYeHNE KOPOTKOTO
BPEMeEHM.

Showrooming (110ypyMuHr) — 0CMOTp TOBapa B Ma-
ra3uHe IepeyL ero MOKYIIKOH Y IPYTroro IPOJIaBIa, KakK
[IPaBUJIO, JIJISI TIOJIyYeHusi 60JIee HU3KO! [EHbL.
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Single-level channel (oxnoypoBHeBbIit Kanan) —
KaHaJ JUCTPUOYIMK, KOTOPBII COAEPKUT TOJIBKO
OJIHOTO TOPTOBOTO MOCPEAHUKA, HAIPUMED, PO3SHUY-
HOTO IIPOJABIIA.

Social marketing (cormanbHbI{l MAPKETUHT) — Map-
KETHUHT, OCYIIeCTBJISIEMbIiI HEKOMMePUEeCKO MJIn
TOCy/IapCTBEHHOM OpraHu3aIuen st TPOABUKEHUST
unen, Hatpumep, «CKaky HeT HapKOTUKaM.

Specialized portfolio (crienuanusupoBaHHBIN TOPT-
(desb) — MOCTaTOUHO Y3KUIi aCCOPTUMEHT U3 OJHOM
WU HECKOJIbKUX JINHEEK TIPOLYKIIUM.

Stage-gate framework (Mozenb «cTagum — BOpo-
Ta» — MHOTOITAIIHAS MOJIEJIb YIIPABJIEHUS IIPOLECCOM
Pa3paboTKK HOBBIX [IPEJIOKEHUIL.

Standardized marketing program (craHnapTusupo-
BaHHAs MAPKETUHTOBASI IPOTPAMMA) — CTPATETHST, UC-
TOJIB3YIONIAs OJIUH U TOT e CTPATETMIECKUIT U TAKTU-
YEeCKUIT IIO/IXO] HA PA3HBIX PBIHKAX 1 B PA3HBIX CTPAHAX.

Strategic brand management (crparernyeckoe yrpas-
JieHre GpeHIoM) — pa3paboTKa U Pean3alist MapKe-
TUHTOBBIX MEPOIPUATUI U IIPOrPaMM 10 CO3/AHUIO,
VIIPABJIEHUIO U U3MEPEHHIO XaPAKTEPUCTUK GPeH/Ia.

Strategic business unit (SBU) — crparernyeckas
OGU3HEC-eIMHNIA — OTAENbHBINA GU3HEC I COBOKYTI-
HOCTb CBSI3aHHBIX GU3HECOB, KOTOPHIE MOTYT IIJTAHUPO-
BaTbCA OTIEIBHO OT OCTAIBHBIX YacTell KOMITaHUH, CO
CBOMMMY KOHKYPEHTAMU U MEHEIKEPOM, OTBEYAIOIIM
3a CTpaTETMYECKOe INIAHUPOBAHUE U TTOKA3aTeH TIPH-
ObLIM 5TOTO OU3HECA.

Strategic targeting (cTparernyeckuii TapreTuHr) —
OpHUEHTaNusl Ha KJIUEHTOB, TTIOTPEOHOCTH KOTOPBIX
KOMITAHUST MOKET YIOBJIETBOPHUTH JIyUIlle, 4eM ee
KOHKYDEHTHI.

Strategy (cTparerusi) — 1jiaH PbIHOYHOU UTPBI KOM-
TIAHWH JIJIS1 IOCTUXKEHNST CBOUX 11eJIei.

Subliminal perception (1iozco3HaTeIbHOE BOCIIPUSI-
THE) — CUTHAJIBI-COOOLIEHNST, KOTOPbIE TOTpeduTe N
He 0CO3HAIOT, HO KOTOPbIE BIUAIOT HA UX [OBEIEHNE.

Supply chain management (ynpasieHue renoyKamMmu
MTOCTABOK) — TIPHOOPETEHNE BXOAHBIX PECYPCOB U UX
npeobpasoBanue B TOTOBYIO NPOAYKIIUIO, KOTOPas
3aTeM OTIIPABJISETCS B alPec KOHEUHbBIX IYHKTOB ee
Ha3HAYEHMSI,

Sustainability (ycroituuBocts) — npegoTBpalieHue
UCTOIEHSI IPUPOAHBIX PECYPCOB 3a CYET CHUKEHUS
BO3IEHCTBYS [IEATEJIBHOCTH Y€I0BEKA HA OKPYIKAIO-
1110 cpezy.

Systems buying (3axymnka cucrem) — IIOKyIKa KOM-
IJIEKCHOTO peliieH st GU3HEeC-3a/1auk WK ITOTPEOHOCTH
Y OIHOI KOMTIAHUY.

systems selling (npojaska KOMIUIEKCHBIX PENTEHNH ) —
MapKeTHHTOBBII [OIX0/] K IPUBJIEYEHUIO TIOKYIIATE-
Jieid, TIPEIIIOYNTAIONINX IIOKYNATh [eJIble CHCTEMbI
Y OIHOI KOMITaHW Y.

T

Tactical targeting (TakTH9eCKHUiT TAPTETHHT) — OTIpe-
JeNIEHIE CPEJICTB IOCTIKEHNS CTPATETHIECKU BAKHBIX
KJIMEHTOB JIJIST KOMMYHUKAIIUHU U IOCTABKY MM TTPEJI-
JIO’KEHUI KOMITAHUM.

Tactics (TakTuka) — MAaPKETUHTOBbBIN KOMILIEKC, KO-
TOPBIiA O3KMBJISIET CTPATETUIO KOMITAHUY U OTIPE/IEJISIET
KJIIOYEBBIE ACTIEKTHI TIPEIOKEHS], PA3PabOTAHHOTO
JIJIS CO3/IaHNU IEHHOCTH Ha JAHHOM PBIHKE.

Target attractiveness (1iesieBasi npuBJeKaTeb-
HOCTh) — CIIOCOOGHOCTH CETMEHTA PHIHKA CO3/1aBaTh
[IEHHOCTD JIJ11 KOMIIAaHWUM.

Target compatibility (1ieneBast coBMecTUMOCTD) —
OTpaskeHKe CIIOCOOHOCTH KOMIIAHUK YIOBJIETBOPATD
NOTPeOHOCTH 1I€IEBBIX KINEHTOB.

Target market (1ie1€B0OM PHIHOK) — PBIHOK, Ha KO-
TOPOM KOMIIAHUSI CTPEMUTCS CO3/[aBaTh CTOMMOCTb
M TIOJIyYaTh ee 4acTh JJIst ceOsl.

Target-rate-of-return pricing (1ieHoo6pasoBaHue Ha
OCHOBE 1IEJIEBOI HOPMBI TIPUOBIIN) — YCTAHOBJIEHHE
IIEHbI, KOTOPasi 0OECIIEUNT JKeTaeMyt0 HOPMY TIPUOBLIH.

Targeting (TapreTwHr) — TIPOIIECC BBISBJIEHUS TeX
KJIUEHTOB, /TSI KOTOPBIX KOMITaHWsI 6y/IeT OMTHMH-
3UPOBATh CBOE MPEJI0KEHIE.

Time-and-duty analysis (ananus Bpemenu u 06s13an-
HOCTeI) — II0Y9acoBOe OTCIIEKUBAHME [eSITeIbHOCTH
COTPYAHUKOB, YTOOBI TIOMOYb UM TTOHSITH, KAK OHU
MOTYT IOBBICUTH 3(HEKTUBHOCTD CBOEH PabOThL.

Top-down idea generation (reHepariyist uzieii «CBepxy
BHU3») — IIPOIlecc pa3paboTKu IIPOAYKTA, KOTOPbIii
HAYMHAETCSI C ONPE/IeIEHNST PhIHOYHBIX BO3MOXKHOCTEH
1 noTpebHOCTEll.

Total costs (o0mine U3HEPKKU, 3aTPATDL, PACXO/BI) —
CyMMa MOCTOSTHHBIX U ITEPEMEHHBIX U3/IEPKEK TIPU
JTAHHOM yYPOBHE TIPOM3BO/ICTBA.

Total customer benefit (o6mas Bbiroma st mo-
TpebuTess) — npenonaraeMas GyHKIMOHAIbHAS,
[ICUXOJIOTUYECKAs U JIEHeKHAst LIEHHOCTh, KOTOPYIO
NOTPeOUTEIIN TIOJTYYAIOT OT PHIHOYHOT'O IIPEJIOKEHHUS.
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Cnncok TepmmnHoB

Total customer cost (0611ast CTOMMOCTD CAETKY TSt
KJIMeHTa) — Mpefroaaraembie GyHKIIMOHAIbHBIE,
TCUXOJIOTUYECKUE N JICHEKHbIC 3aTPaThl, KOTOPbIE
HOTpe6I/IT€]II/I HECYT, ‘{TO6BI OII€EHUTD, ITOJIYYUTDb 1 UC-
M0JIb30BATh MPEJIOKEHNUE, & TIOTOM YTUJIU3UPOBAThH
COOTBETCTBYIOIINE TIPOLYKTHI.

Trade incentives (KoMMepUYecKHe CTUMYJIbI) — BO3-
HaATPasKIAEHUs, TIPeJIaraeMble YYaCTHUKAM KaHaia
JIUCTPUOYITHH.

Trend (TeHAEHIIST) — U3MeHEHVE TOBEIEHNST UITH TI0-
CJIEIOBATELHOCTH COOBITHH, 06JIA/AI0NIEE NMITYIbCOM
1 YCTONYNUBOCTHIO.

Triple bottom line (Tpoitnas punanpHas 1enp) —
KOHIIEIIIHsI, COTJIACHO KOTOPOH KOMITAHUSI HECET OT-
BETCTBEHHOCTD TI€Pe]] 3aMHTEPECOBAHHBIMU B €€ Jesi-
TEJIBHOCTH CTOPOHAMH (CTERKXOJIEPAMH ), K KOTOPBIM
OTHOCSITCS COTPYAHUKH, KIIUEHTHI 1 OOLIECTBO B IETIOM.

A%

Value proposition (1ieHHOCTHOE TIPEJIOKEHNE ) — THUII
HEHHOCTH, KOTOPYIO KOMIAHUS [IJIAHKPYET CO3AaTh
JUUISL [EJIEBBIX KJIMEHTOB.

Variable costs (miepemenHbie 3aTpaTh, PACXOBI) —
PACXO/Ibl, KOTOPbIE HATPSIMYIO 3aBUCAT OT YPOBHS/
obObeMa TIPOU3BOJICTBRA.

Vertical channel conflict (xonukT B BeprrkanibHOM
KaHasle) — KOHMJIMKT MEK/TY YUaCTHUKAMHU, HAXOJIs1-
[IUMUCST HA PA3HBIX YPOBHSIX KaHAJA AUCTPUOYIIUU.

Vertical marketing system (BepTukambHast MapKeTHH-
TrOBast CUCTEMAa) — MAPKETHHIOBAsI CHCTEMA, B KOTOPOH
IPpOU3BOAUTEIN, OIITOBbIEC 1 POSHUYHDbIE TOPTOBI[bI
paboTaioT BMeCTe, KaK eINHOE IIEN0E.

Visualization (Busyanusanus) — crnocob aas Map-
KETOJIOTOB IIOJIyYHTh [IPEACTABICHUE O BOCIIPUATHAX
JIoZeid, TONPOCUB UX CO3/ATh KOJUIAK I PUCYHOK.

W

Warranties (rapanruiinbie o0s3aTenbcTBa) — 0u-
[UAJIbHbIE 3asIBJICHUS TIPOU3BOAUTENS 00 OKUIAEMbIX
XapaKTePUCTHUKAX MTPOAYKTA.

Wholesaling (omrroBast TOproBiist) — Bce BUJIbI IESTEb-
HOCTH, CBSI3aHHbIE C TIPOJIAJKEN TOBAPOB WJIK YCJIYT TEM,
KTO [OKYIIAeT /IJIst [IEPEIPOAAYKU UJIU COBEPLIAET KPYII-
Hble MOKYIIKHU 11 KOMMEPYECKOTO MCIIOIb30BAHMUSL.

Word association (BepbasibHble aCCOIUALUI) — Me-
TOJL KCCJIEI0BAHMUS, KOTOPBIN BKJIIOYAET B cebst OIpoc
PECTIOH/IEHTOB, KAKKE CJIOBA IPUXO/IST UM HA YM, KOT/[a
OHU CJIBIIIAT Ha3BaHue OpeHIa.

Y

Yield pricing (1ienoo6pasoBaHue Mo MPUHITUITY
«YTPABJIEHUS JOXOAHOCTBIO> ) — CTPATETHsI EHOO-
GpasoBaHUsA, OCHOBAHHAS HA TIPEIBUICHUN U BIUSHUN
Ha TI0Be/IeHHE KJIMEHTOB.

Z

Zero-level channel (kanas HyJIeBOro ypoBHsT) — Ka-
HaJ ¢ObITa, B KOTOPOM HPOM3BOJAUTENb OCYILECTBIISET
NPO/IAKK HETIOCPECTBEHHO KOHEYHOMY IIOTPEGHTENIO;
TaK’Ke Ha3bIBAETCS KAHAJIOM IIPSMOrO MAPKETUHIA.

Zone of tolerance (30Ha 1oMycKa) — AMANasoH, B KO-
TOPOM KJIMEHTHI OyyT cCYrTaTh 0OCAYKUBAHIE KOM-
MAHWH YIOBIETBOPUTEIBHBIM.
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