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OpHUM 13 BaXHENLIMX PA3AENOB ONUCAHMS LIENeBOM rPynbl B MOPKETUHIOBLIX MCCNEAOBAHMAX SBASETCS CO3AAHME NCUXOrpaduyeckoro
npoduns eé npeacrasutener. Ha ero ocHoBe MOXHO NPOEKTUPOBATL AeHCTBEHHbIE cNocobbl 0BpaLLeHMs K LeNeBoi ayaUTOPUH,
nossonsiolwme AOHECTH fo Heé Heobxoanumyto MHbOPMALMIO B TOM BUAE, B KOTOPOM OHA ByaeT HaMAYYLWMM 0BPA3OM BOCMPUHSTA.
B cratbe paccMatpuBaeTcs MHTErPUMPOBAHHBIM NOAXOSA K MCCIEA0BAHMIO Ncuxorpadurueckoi cepsl, KOTOPLIM NOKA3bIBAET OCHOBHbIE
dakTopsl, onpepensiowme NoBeaeHNe NPEACTABUTENEN LENEBOM rPYNMbl, M o4epUYMBaeT 061acTU NCUXOrpadU4ecKMX XapaKTEPUCTHK,
CBOMCTBEHHbIE CEIMEHTAM LeneBoM rpynnbl. AHANM3 MOXET NPOBOAMTLCA KOK MCXOAS U3 BHYTPEHHEM CTPYKTYpbl ncuxorpaduueckom
uHbOpMaALMM, TAK M B NPUBA3KE K MOKYNATENbCKOMY NMOBEAEHUIO (HaNpUMep, K CyMMe BbIpY4KM OT npopax). DTo nossonser
paspabaTbiBaTh peknaMHbIe KOMNOHWM M OTAEMNbHbIE AKUMM C YY4ETOM Ncmxorpadmryecknx ocobeHHOCTEN KAXAOro CErMeHTa, YTo
CYLLECTBEHHO MOBLILIAET UX JENCTBEHHOCTb.

KnioueBble cnoBa: xapakTepmcTuku LiesieBoM rpynnbl; ncuxorpaduyeckme KA4ecTsa; CErMEHT LeNeBOM rPpynmbl; MOKynaTenbckas
OKTMBHOCTb; NPUBEKATENBHOCTb CEFMEHTOB; 3P PEKTUBHOCTb NO3ULUOHMPOBAHMS; MMMAXeobpasyiowwme dbakTopsi.

One of the most important sections of the description of the target group in marketing research is the creation of a psychographic profile
of its representatives. Based on it, it is possible to design effective ways to reach the target audience, allowing them to convey the necessary
information in the form in which it will be best received. The article considers an integrated approach to the study of the psychographic
sphere, which shows the main factors determining the behavior of representatives of the target group, and outlines the areas
of psychographic characteristics peculiar to segments of the target group. The analysis can be carried out both based on the internal
structure of psychographic information and in relation to customer behavior (for example, to the amount of sales revenue). This allows
you to develop advertising campaigns and individual promotions taking into account the psychographic characteristics of each segment,
which significantly increases their effectiveness.

Keywords: characteristics of the target group; psychographic qualities; segment of the target group; customer activity; attractiveness

20

of segments; positioning effectiveness; image-forming factors.

BeepgeHue (Introduction)

NHTerprpoBaHHbIM NOAXOA K NPOABU-
>KeHWIo ToBapa,/ycnyru/Toproeom
MapKu / pUpMbl, NpeiCTaBEHHbIN B pa-
6otax asTopal1, 2, 3, 4] v ocHOBaHHbIM
Ha aHa/Iu3e NOTPEBUTENbCKUX NPEANoY-
TEHMI, C PaBHbIM YCNEXOM MOXKeT ObITh
NPUMEHEH K aHanu3y ncuxorpaduue-
CKMX XapaKTePUCTUK NpeacTaBUTeNen
ueneBoi rpynnbl. AHasIOrMYHO ynoms-
HYTbIM Ny6MKauusaM MoryT BbiTb Bblae-
NeHbl uMuaeobpasylolwme akTopbl
(8 maHHOM cnydyae — haKTOpbl NCUXO-
rpacpuueckoro onucaHus), KoTopbie
YKaXyT 0COBEHHOCTH ncuxorpaduue-
CKoro npodmns Kak camoro no cebe,
TaK U B NPUBSA3KE K LieNIeBOM (DYHKLMM
uccnenosarus (06bEMY OXBaUYeHHbIX
CErMeHTOB LENIEBOW rpynnbl, NOKyna-
TE/IbCKOW aKTUBHOCTH U BbIPYUYKE, NpU-
HocumoK nokynatensmu). Obnactu
ncuxorpadmryecKkoro OnMCcCaHUs KaXxkao-
ro cermeHTa LeIeBoM rpynnbl ynem or-
paHuunBaTh npoueHTUasMu 151 85 (P
u P%) pacnpegenenus 3HaueHun dhak-
TOpPOB; B 3Ty 061acTb nonagyT npumep-
Ho 70% npencTaBuTenei cermeHTa.

Bo3MOXHbl TpU ypPOBHA aHanu3a —
onucaresibHasa CTaTMCTHKa (ntoc Kop-
PEeNALUOHHbBIM aHanu3), aHasnu3 BHYT-
PEHHUX CBA3EW MeXAay ncuxorpadu-
UECKMMU XapaKTEPUCTUKAMK W aHANU3
UX CBSI3eM C BHELUHWMM NoKasaTensamu
(B uacTHOCTH, C MOKyNaTe/IbCKOM aKTHB-
HOCTbI0).

OnucamesnvHas cmamucmuka
(BKNIOYAs KOPPENALKUH) XOPOLLA CBOEH
NPOCTOTOM, OAHAKO AAET Mao UHOpP-
MaLuH, KOTOPYIO MOXHO MCMO/Ib30BaTb
Ha npakTuke. MakTUUECKHU OHa NOoKa3bl-
BaeT TOJIbKO CPpefHHIH YPOBEHb OLIEHOK
U Ux pasbpoc, a Takxe hopManbHyo
TEHAEHUWUIO COBMECTHOCTH U3MEHEHUH
XapaKTePUCTUK, MOJIOXKUTESbHYIO U
oTpuuaresbHyto. Npenmyuiecteom axa-
A1U3a BHYmpeHHel cmpyKmypsI NCUXO-
rpacpUyeckon UHOpMaLnUn aBnsieTcs
TO, UTO BONBWHMHCTBO Npoueayp BOC-
NPOU3BOAUT KOPPENSALUOHHYIO MaTPH-
Ly OUEHOK, T.e. KOPPEensuun Mexay
oueHKaMu B HEM yuuTbiBatoTcs. Ceepx
TOrO, BbiABNAIOTCS 0HoOWaoLMe dak-
TOpbI, ONWCbIBatoLLKUe NcUxorpacduye-
CKyto cdhepy, M Beca OTAe/IbHbIX XapaK-

TEPUCTUK AJ151 OLEHKH UX BK/1aAa B dhak-
Topbl. JlONONHUTENBHO K TOMY, B aHA-
su3e cBaszel pelleHue onTUMU3UpPYET-
CA B COOTBETCTBUU C BHELLHUM MOKa3a-
TeNeM, UTO OTKPbIBAET LUMPOKHHM Npo-
CTOp AN1S1 ero NPUBSA3KK K LieNsiM KOH-
KpPpeTHOro uccnegosaHua — U3YUYUTb
CBA3W 3aMepeHHbIX XapaKTePUCTHK
C NMOKynaTe/IbCKOW aKTUBHOCTbIO, pe-
3y/ibTaTaMM1 PEeKIAMHOTO BO34ENCTBUS,
MMeloLLLeMcsa cerMmeHTaluen Lenesou
rpynnbl v T.M0.

[anee, B npouecce coBepLUeHHWs Bbl-
BOJIOB M3 TaKOro aHanM3a W BbipaboT-
KH NPaKTUYECKH NOJIE3HbIX PEKOMEHAA-
LM HEOOXOIMMO YUMTbIBATb NCHUXOrpa-
rueckMe 0COBEHHOCTU CErMeHTOB,
BblIBpaHHbIX B KAYECTBE LIENEBbIX.

MN3noxxeHune unniocTpupyeTcs npume-
pPamMu, NnoArotoBsI€eHHbIMU Ha OCHOBe
[aHHbIX MAapPKETUHIOBOrO MCC/iefoBa-
HUSA, KOTOpoe BblI0 NPOBEAEHO B UH-
Tepecax CeTU CajioHOB MO npojaxe
mebenn U npeameTos UHTepbepa. OHO
NPOBOAM/IOCH C MOMOLLbIO MacCOBOro
onpoca npeAcTaBUTENEN LeNleBOM
rpynnbl. B BbIGOpKy 6bIN0 BKAOYEHO
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400 pecnoHAEeHTOB, NOCETHBLLUX CaNo-
Hbl U CAENABLUMX MOKYMKY HA CyMMYy OT
50 000 go 250 000 py6ne.

Marepuanbl U metogbl (Materials
and Methods)

AHanus ncuxorpadguueckom ccepbl
B HacTosel paboTe npoBogucs Ha
6a3e caMOOLEHKH NMCHUXOrpaUUecKux
XapaKTEPUCTHK NPeACTaBUTENEH Lienie-
BOW rpynnbl, a Tak»Ke HHhOPMaLUH A5t
BbIUHUC/IEHHS LeNeBOr PyHKLMUK Uccne-
[0BaHWs — 0ObEMa NOTEHLHUAIbHO WH-
TEPEeCHbIX CErMeHTOB Lie/IEBOH rpynbl
U BbIPYUKH, KOTOpasi MOXeT BbITb Mo-
NlyyeHa npv obpaLLeHnH K HUM.

OueHKH XapakTepucTHK Bbiin nosny-
UeHbl C MOMOLLbBIO TEXHWUKK BanibHbIX
OLEHOK — pecnoHAeHTam npepgnara-
NOCb OueHNTb 16 COBCTBEHHBIX NCUXO-
rpagoMyecKmx Kadects no cemubanb-
HOM WKane co 3HavyeHusimu ot 0 fo 6,
roe 0 o3Hauan nosHoe OTCYTCTBUE Ka-
UecTBa, 6 — MaKCHUMasbHYIO BblpaXkeH-
HOCTb KaduecTBa. OLeHKHW UMetoT nopsa-
KOBbIW TWM, UTO HaKNaLblBAET OrpaHu-
UEeHHUSA Ha KPYr MeToL0B WX 06paboTkH,
a Tak)Ke nokasartesiei, KoTopble MOryT
6bITb BbluMcneHbl. OTMeTUM, uTO ANs
TOM >Ke LeNIn MOXKeT BbITb MCNOJIb30Ba-
Ha TeXHWKa CEMaHTUYeCKoro audde-
peHunana. OgHako B fJaHHOM ciyuae
MCNONIb30BaNUCh BansibHble OLEHKH,
uTo6bl NPOBEPUTL rMNOTE3y 0O OTCYT-
CTBMW KOPPENsiLUU MeXXay HeKOTOpbI-
MW MO/IIOCAMU CEMaHTHUYECKOro AWd-
chepeHuMana, BO3HUKLLYIO B XOAe npe-
LblAYLMX UCCNIELOBAHMWN.

B o6paboTke AaHHbIX UCMOJIb30Ba-
JIUCb OnMUcaTesIbHas CTaTUCTHUKA, Koppe-
NAUMOHHBIW aHaNIW3, METOAbI aHaM3a
CTPYKTYPbI A@HHbIX U METOAbI aHan3a
CBsA3eM B flaHHbIX. B onucaTtenbHoM cTa-
TUCTUKE U KOPPENSLMOHHOM aHasu3e
noHayany WCNosIb30BaIUCh (C yUETOM
TUNa AaHHbIX) NOPSAKOBbIE NoKa3are-
nu. 3atem Bbina npoeefeHa KBaHTUH-
Kauus 3amMepeHHbIX XapaKTepHUCTHK
B COOTBETCTBUM C paboToi [5] (oHa
6blna BbINOJIHEHA Ha NPEABAPHUTESIBHOM
aTane KaTeropyvaabHOro aHasuM3a rnae-
HbIX KOMMOHEHT), NoC/e Yero aHanus
NPOBOAM/ICS B UHTEPBA/IbHbLIX NOKa3a-
Tensx.

AHanus CTPyKTypbl AaHHbIX NMPOBO-
LWNICA C NOMOLLbBIO KaTeropuaibHOro
aHasM3a rnaeHbIX KOMMOHEHT (npoue-
aypa CatPCAnaketa nporpamm SPSS),
aHasiu3 CBA3eH B JaHHbIX — C NOMOLLbIO
HeJIMHEWHOro KaHOHUYECKOoro Koppe-
NAUUMOHHOTO aHanu3a (npouepypa

Overals naketa nporpamm SPSS). Cer-
MeHTaLus LefieBoW rpynmbl NPOBOAU-
nacb Npy aHanu3e CTPYKTYpbl AaHHbIX
C MOMOLLbBIO METOLOB K/lacTep-aHaiu-
3a (npouenypa TwoStep Cluster nake-
Tanporpamm SPSS), npu aHanuse ces-
3€M B A@HHbIX — C NOMOLLbIO AUCKPU-
MUHaHTHOTO aHanu3a (npouepypa
Discriminantnaketanporpamm SPSS).
OueHka 3a¢pheKTUBHOCTH MO3ULUOHHU-
pOBaHUWsi NPOBOMIACD MO NPUHLMNAM,
U3n0XeHHbIM B paboTe [6].

Pesynbtathl M o06cyxpeHue
(Results and Discussion)
OmOdesnbHble acnekmeol ncuxozpaghu-

4eCcKo20 ONUCaHUS

Mnotesa 06 OTCYTCTBUM CBA3W MeXK-
Ly HEKOTOPbIMK MONOCaMKU CEMaHTH-
yeckoro auddepeHurana noaTBepan-
Nacb NuLWb JNs €fUHCTBEHHOW ONNo3u-
LMK — «palroHasibHbIA — 3MOLMOHasb-
HbIM»; KO3(p(PULHUEHT KOppensauuu
MeXAy caMOOLeHKaMW paLuoHasibHO-
CTU ¥ 3MOLMOHANIBHOCTH OKa3ascs 6.u-
30K K Hy/1t0. ITO 0O3HauYaeT, YTO PECMOH-
[eHTbl OLEHMBANIM 3TU CBOM KadecTsa
He3aBWCMMO; B YaCTHOCTH, OHU MOT/H
06bsBUTb cebst paLroHaIbHbIMU U IMO-
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LMOHaNbHbIMK OJHOBPEMEHHO. B T0 ke
BPEMS MeXAy TakKUMH NPOTUBOMOJIOX-
HbIMWU KauecTBaMH, KaK «OTKpPbITbIA —
3aKpbITbIM», «HOBATOP — KOHCepBa-
TOP», «Pa3roBOPYMBbIA — 3aMKHYTbIM»
oXxupaemo Habnoganacb 3HauMmas
oTpuuaTesibHas Koppensuus.

AcCneKTy COOTHOLUEeHUsI paLuoHab-
HOCTH U 3MOLIMOHANIbHOCTH NPEeLiCTaBH-
Tesel LUeneBou rpynnbl YA/ UM cnewu-
anbHOe BHWMaHWe BBUAY ero ocoboi
posu B aHann3e NoTpebuTeNbCKUX
npeanoyTeHuH (Npeanonaraercs, 4To
BO3/ENCTBHE Ha LienieByto rpynny yaert
CKOHLEHTPUPOBAHO B paLOHasIbHOM
WK 3MOLMOHANbHOW cdhepe B 3aBUCH-
MOCTH OT TOr0, UTO NPEBASIMPYET B OLEH-
Kax pecnoHAeHTOB — paLUOHa/IbHOCTb
WNIM 3MOLIMOHANIbHOCTD).

lpumep 1. Pacnpedenenue ncuxo-
2paghudecKux camMooyeHoK npedcma-
Bumenel yeneBol epynnsi

CoBMecTHOE 1 YacTHble pacnpegene-
HUS CAaMOOLEHOK paLUOHaNbHOCTH
¥ 3MOLMOHANbHOCTH NoCeTUTenen ca-
JIOHOB o npogake mebenu u npeame-
TOB UHTEpbepa NpeacTaB/ieHbl Ha pu-
cyHke 1.
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Puc. 1. CoBMecTHOE M YacTHble pacnpeaeneHmuss CaMOOLEHOK
noceTUTenei canoHoB no npogaxe mMebesnu No xapakTepucTMKam
«PALMOHANIbHBIA» U «SMOLIMOHABHBIN»
Fig. 1. Joint and private distribution of self-assessments of visitors to furniture
sales salons according to the characteristics «rational» and «emotional»

anBeAeHbl pacnpepeneHus oueHOK peCnoHAEeHTOB: Ha OCH 06C|J.|4CC — 4aCTHOE No XapaKkTepMucTmKe

((pClLI,MOHOJ'IbeI;i», HA OCH OPAMHAT — HAQCTHOE NO XAPAKTEPUCTUKE ((3MOLLMOHdﬂbelﬁ», B OCHOBHOM

none rpﬂd)MKd — MO ABYM XAPAKTEPHUCTUKAM COBMECTHO. I-IOJ'IYLI.IOPHKH NOKAa3bIBAIOT pacnpeaene-

HUE 3HAYEHMH OLUEeHOK KO)KAO;‘ XAPAKTEePUCTUKHU OTAENbHO, NOJIHbIe LUAPUKU — COBMECTHOE pacrpe-

AeNeHne OueHOK ABYX XapaKTepHCTHK. PO3MeP LLIAQPUKOB U NONYLUAPUKOB NpONoOpLUMOHANeH agone

pPecnoHAeHTOB C 3TUMM OLLeHKAMM.

YépHo-6enbie WAPHUKM NOJ OCAMM MOKA3BIBAIOT LLEHTPANbHYIO TEHAEHUMIO M pa3bpoc oLeHOK.
Nx pacnonoxeHne coOTBETCTBYET MEAMAHAM OLEHOK, JIMHMM C 30CEYKAMM OFPAHUYMBAIOT AMANa-
30H, B KOTOpPLIK nonagatot oueHkn 70% pecnoHaeHToB.
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Ha pucyHke BUAEH 3HAUWUTENbHbIN
pa3bpoc OLEHOK U OTCYTCTBHUE CBA3M
MEXXAY HUMU; B UMCJIE NPOHKX, B BbIOOP-
K€ UMEeIoTCS PECNOHAEHTbI, CYUTAIOLHUE
cebs payMoHasbHbIMK U 3IMOLMUO-
Ha/lbHbIMU B paBHOM cTeneHWu. Koad-
(PHLMEHT KOppensauMu B JaHHOM CNy-
yae paeeH 0,01, uTo HWUXKe 3afaHHOrO
ypoBHs 3Hauumoctu. CchopmupoBaH-
HOCTb 061acTel ncMxorpadgmMyeckoro
ONUCaHWs, OTMEUYEHHbIX Ha PUCYHKe
NIMHUAIMK C 3aceykamu, Hey[oBNETBO-
puTenbHa.

OTMeTHUM, UTO NOMUMO NIOXOH
cchopMrpoBaHHOCTH obnacTei B Ncu-
xorpadmueckom cpepe HabnogaeTtcs
M HeO4HO3Ha4yHOCTb oueHoK. Ha pu-
cyHke 2 npepcTaBneHbl COBMECTHOE
W YacTHble pacnpefeneHus OLeHOK No
XapaKTepUCTUKAM «CKopee «3anafg-
HUK»» W «OBbIYHO AencTByeT no ob-
cToATenbcTBaM» (ypoBEHb CMOHTAH-
HOCTH).

Ha pucyHke BMAHO, 4TO NO Uccneny-
€MbIM XapaKTepUCTUKaM BblOeNsioTcs
yeTbipe rpynmnbl PECNOHAEHTOB:
¢ O, — cnoHTaHHble NpeaesbHble «He-

3anagHUKKU»;
¢ O, — cnoHTaHHble npefenbHble «3a-

NagHUKKW»;
¢ O, — HelTpanbHble NO xapakTepH-

CTHKE «3anafHWK» CO CPaBHUTENBHO

BbICOKMM YPOBHEM CMOHTAaHHOCTH;
¢ O, — yMepeHHble «3anafHUKU» co

CpPaBHWUTE/IbHO HEBbICOKWM YPOBHEM

CMOHTAHHOCTH.

OpHako orpaHUUMUTLCS OTAENbHBIMU
XapaKTepPUCTUKAMU WK UX Napamu
MOXHO B pPeAKMUX Caydyasix, Korga no-
HATHa X ocoban BaXXHOCTb B peluae-
moM 3agade. OBbluHO BCE e paccmar-
pUBaEeTCs UX NOSHAs COBOKYMHOCTb.
OroBopuMcs, UTO Ha 3TOM YPOBHE aHa-
In3a MOXKHO cAenaTtb BblBOAbI /WLb
O cpefHeM YypOBHe Ncuxorpaduye-
CKUX XapaKTEPUCTHK NpeacTaBUTeNnen
LieNeBOW rpynnbl U BbIAEIUTb BO3MOX-
Hbl€ CErMeHTbI MO NCUXOrpPaPUUECKUM
OCHOBaHUAM C TeM, 4Tobbl Ha OCHOBE
aToro BbipaboTaTb pEKOMEHAALMU Mo
heTanaM BO3[AEWCTBMUA Ha CErMeHTbI
C YUETOM UX NCUXOrpaddUUecKoro npo-
duns.

[Tosnbit ncuxoepaguyeckuli
npogune
lMpumep 2. lNcuxoepagpuyeckul
npoghune yeneBod epynnsi
MNoka3zatenu LeHTpasbHOW TEHAEHLMU
U pasbpoca oueHOK (MCnosIb30BaHbl

)
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Puc. 2. CoBmecTHOE M YacTHbie pacnpeneneHus CAMOOLEHOK NoceTUTenen
CanoHOB o npoAaxe Mebeny no XapakTePUCTUKAM «3ANagHUK

M «06bIYHO AekicTBYET
Fig. 2. Joint and private distribution of

Mo 06CToATENbCTBAMY
self-assessments of visitors to furniture

sales salons according to the characteristics of « Westerner»
and «usually acts according to circumstances»
anBeAeHbl pacnpepeneHus oueHOK peCnoHAEeHTOB: Ha OCH O6CL|.P1CC — 4acCTHOE€ No XapaKkTepMncTmke
«3anagHUK», HaQ OCHU OPAMHAT — HACTHOE MO XApPAaKTepUCTUKe «0BbIYHO AeﬁCTByeT no obcrosTens-
CTBAM», B OCHOBHOM None rpﬂ(bMKd — NO ABYM XAPAKTEPUCTUKAM COBMECTHO.

MNosicHeHuns — cm. pucyHok 1.

NOpPsALKOBble CTATUCTUKK) MO BCEM MC-
CNleiOBaHHbIM XapaKTEPUCTUKAM NpPUBE-
LeHbl Ha pucyHke 3. XapaKTepUCTUKH
ynopsiflodeHbl MO MeAMaHaM OLEHOK
U npoueHTunam P35,

Ha pucyHke 3 BMAOHO, 4TO MeHee
BCEro pecnoHAeHTbl cuuTaloT cebs
3aMKHYTbIMH; C OAPYroW CTOPOHbI, A8
HUX XapaKTepHbl ONTUMU3M U CTPpEMJIE-
Hue K nepemeHam. M3 octanbHbIx oue-
HOK BO/IbLLMHCTBO HAXOAUTCS Ha YPOB-
He 4yTb Bbille CpeaHero.

Obpallaet Ha cebs BHUMaHWe NOBbI-
LIEHHbIM pa3bpoc OLEHOK MO XapaKkTe-
PUCTUKAM 3KOHOMHbIW, CKOpee «3anaf-
HWUK», CKJIOHEH K MHAUBUAYa/IbHOM fOes-
TENbHOCTH, BEAET 3[10POBbIN 00pa3 13-
HU, 3MOLMOHaJIbHBIN. MHTErpupoBaHHbIi
NoAXof Npennosaraer, uTo Takue pac-
npeneneHus AoHKHbI ObITb UCCeaoBa-
Hbl AONOJ/IHUTE/IbHO, l'ITO6bI BbIABUTb UX
XapaKkTep U 0OCODEHHOCTH.

Honoanumensroe uccaedoBarue
pacnasiByamelix o6aacmel
lMpumep 3. JonoaHumenvHoe uc-
cnedoBarue pacniviByamoix obsac-
mel ncuxoepaghuyecKkoeo onucaHus

XapakTep pacnnbisuatocTv obnacre
8 MNpumep 2 onpenenum u3 pacnpege-
neHun oueHok. Ha pucyxke 4 B kaue-
CTBe NpuMepa NpuBeAeHO pacnpeaese-
HUE MO XapaKTePUCTUKE «CKJIOHEH K WH-
OUBUIYaNbHOM OeATENIbHOCTU».

Ha pucyHKke BMOHbI TPU NOKabHbIX
MaKCHUMyMa pacnpegesieHusl, UTo yKasbl-
BaeT Ha HEOLHO3HAYHOCTb OLEHOK MO
3TOMN XxapakTepucTuke. o ocTanbHbIM
XapaKTepUCTUKaM (3KOHOMHbIW, CKopee
«3anagHuK», BeaéT 340pOoBbii obpas
>KW3HWU, 3MOLMOHA/IbHbIN) pacn/ibiBya-
TOCTb obnacten ncuxorpadrueckoro
Onu1caHusi UMeeT CBOEM NPUYMHOM NOBbI-
LWeHHbIA pa3bpoc OUEHOK NpH eanH-
CTBEHHOM MaKCUMyMe. Tak nnm WHaue,
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C. 3aKycKkuH. UHTEerpupoBaHHbIN NOAXOA K ONUCaHUIO NcuxorpadpuyecKux xapakTepucTUK LiesieBom rpynnol

3aMKHYTbIN
KOHCepBaTop
3KOHOMHbIV

ckopee «3anagHuk»

OCTOPOXHbIN

CKJITOHEH K I/IH,EI,VIBVI,EI,yaJ'IbHOVI
neAareribHOCTU

BeOET 300pOBbIN 06pa3 X13HU

3MOLIMOHATbHbIN

06bIYHO AeicTBYET Mo
obcTosiTenscTBam

pa3roBOPYMBbLIN

OTKpPbITbIV

HoBaTop

pauuoHarnbHbIN

CKITOHEH K pa3yMHOMY pUCKY
onTUMMCT

CTPEMUTCS K NEpEMeHam
0 1 2 3 4 5 6

=—Q==MeanaHa —O— nNpoueHTUIb15 —&— npoueHTuab 85

Puc. 3. Mecuxorpaduyeckurt npopuns nocetutenei canoHos no npogaxe mMmebenn 1 NpeaMeTos MHTepbepa
Fig. 3. Psychographic profile of visitors to salons selling furniture and interior items

MpuBeneHsl Noka3aTeNM LLEHTPANBLHOM TEHAEHLUMM M pasbpoca caMOOLEHOK NCUXOrPAPUIECKMX XAPAKTEPUCTMK NOCETUTENEN CANOHOB MO NPoAdXe
Mebenu n npeaMeToB MHTEpPbEPA.

25

20 4

0 1 2 3 4 5 6

CKNOHHOCTB K HHHHEHﬂyaHhHOﬁJJ,eFlTeﬂbHOC’TH

Puc. 4. PacnpeneneHue caMooLeHOK NOceTMTENeMA CANOHOB MO NPOAAXe MeGEenM No XapakTEPUCTUKE KCKIIOHEH
K ”HAMBMA)’GHBHOE AesaTeNIbHOCTHU»
Fig. 4. Distribution of self-assessments of visitors to furniture sales salons according to the characteristic «inclined
to individual activity»
MokasaHo pacnpepeneHne CaGMOOLEHOK PeCnoOHAEHTOB NO XAPAKTEPUCTUKE KCKNIOHEH K MHAMBMAYUHBHO;‘ AEeATENIbHOCTHU». Mo ocu OpPAMHAT OT/IOXEHA
Aons B NPOLUEHTAaX OTHOCUTEJIbHO BCer Bbl50pKM.
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B PACCMOTPEHHbIX CNyYasx HEBO3MOX-
HO NOKPbITb 061aCTH ONMCAHWS €AHHDIM
NO3HULUOHHUPOBAHHEM; COOTBETCTBEHHO,
BO3HMUKAET HeOBXOAUMOCTb CerMeHTH-
poBaTb LieNeByio rpynny Ha OCHOBaHHMH
ncuxorpaduu ¢ TeM, utobbl obnactu
onucaHua ctanu 6onee KOMNaKTHbIMM
U NOSBHIACb BO3MOXHOCTb 3aHATb MO-
3ULMH, OXBATbIBAIOLLME WX MOJHOCTbIO
nnbo B BosbLUEN YacTH.

Ceemermesi yeneBoi epynnel Ha
0CHOBaHUU hcuxoepaghuu
lToumep 4. Ceemermauyus yeneBou
epynnel Ha 0CHOBAHUU ncuxoepaguu
u onucaHue ceamermoB

CermeHTauus ¢ NnoMoLbio Knactep-
aHa/n3a nokasana HaJiuue LLeCTH cer-
MEHTOB, OT/IMYAIOLLUXCS NCUXOrpadu-
UECKMMH XapaKTePUCTUKaMMU.

Lns noctpoeHus ux ncuxorpaduye-
CKOro Npoguis YCUAUM C NOMOLLbIO
KBaHTU(UKALMUW TUN NEePEMEHHbBIX, OT-
pakaloLmUX OLEHKH PECNOHAEHTOB, A0
WHTepBanbHoro. Kak v npegycMoTpeHo
npouenypou, AN KaKAO0W XapaKTepu-
CTUKW KBaHTUMKALWUS Moayyunachb
cBos. U3 eé ocobeHHOCTEN OTMETHM TO,
UTO AN HEKOTOPbIX XapaKTepPUCTHK
NONYYMBLUMECS UHTEpPBasbl OKa3alucChb
G/IM3KM K paBHbIM, a NS XapaKTepu-
CTHUK «OTKPbITbIM» U «3aMKHYTbIH» BO-
oble C HUMKU NPaKTUYECKH COBNasM
(pemnkui cnyyak B UccnenoBaTelbCKOM
npakTuke). KBaHTU(MKaLHUA OLLEHOK
pauUoOHaNIbHOCTH Y 3MOLMOHANIbHOCTH
nokasaHa Ha pucyHke 5. lns cpaeHe-
HWS TaM )Ke NpUBeeHa KBaHTU(UKaLMS
B NPEeLNOJIOXKEHUH PaBEHCTBA UHTEPBa-
JIOB MeXAY 3HaYEHUSIMU U3MEPUTENb-
HOW LUKasibl, HePeAKo UCNosib3yeMas Ha
npakTuKe.

Ha pucyHke BUgHO:
¢ CoBMnageHue KBaHTU(HULMPOBAHHbIX

OLEHOK paLUOHaNbHOCTU AN UCXO -

HbiX oueHok 1, 2 u 3 (MoXHO cloga

MPUUYUCAUTL W oueHKy 0); aTo o3Ha-

yaeT, UTO PECNOHAEHTbl C 3TUMMU

OLEeHKaMH B AE€WCTBUTEIbHOCTH CUM-

TaloT cebs HepauvoHanbHbIMU (AN

oueHkun 0 MoXxxHO f06aBWTbL onpefse-

NIEHWE «NPeAesbHO»);
¢ ON8 3MOLMOHANIBHOCTHU NPU HUIKKUX

3HaueHusxX HabnogaeTca obpaTHas

KapTHHa — y)ke ucxogHas oueHka 1

nonyynna KBaHTU(HULUUPOBAHHOE

3HaueHHe Bosblue cpefiHero, T.e. 3T
pecrnoHeHTbI 3asBUNU cebsa «ckopee
3MOLIMOHA/IbHBIMU»; COOTBETCTBEH-

HO, UCXOAHbIM OLIleHKaM, Hau1Has C 2,

6,0 —O@— paBHble MHTEPBANbI

—@— paLMOHANbHbIN

3IMOLIMOHANBHBIA
5,0

40

3,0

2,0

npenﬁpasaaauuae 3Ha4YyeHue

1,0

0,0

&l 4 5 6

MCXOOHOe SHaYyeHue

Puc. 5. Mpeob6pasosaHme ncuxorpapuueckux XapaKkTepUcTUK noceTutenem
CasnoHoB no npoaaxe mMmebenu M NpeaMeToB MHTEPbEPA
Fig. 5. Transformation of psychographic characteristics of visitors

to salons selling furniture and interior items
MokasaHsbl KBOHTHd)MU,MpOBOHHbIe 3HAYEHUa XapaKTepUCTUK «delHOHOJ'IbeI;i» nu «3MOL{HOHOHBHBIE»,
nony4vyeHHbIe B pe3ynbTate nx OLI,MdeOBKM, Ang cny4vyaes pABHbIX U ONTUMAJIbHbBIX MHTEPBAJIOB MEX-

AY 3HAYeHUSIMMU.

oTBeuaeT Honee BbICOKMI YPOBEHb
3MOLMOHA/IbHOCTH;

¢ Ana 06enx xapaKTepUCTUK PecnoH-
LEHTbI He Pas/iyasii UCXOHbIE OLLEH-
K1 5 1 6 — ctaBunK ux, nonaras ce6s
«npepenbHO paLuoHanbHbIMU» UH
«npenenbHO 3MOLUMOHATbHBIMUY.

C y4éTOM TOro, 4TO KBaHTU(HULHUPO-
BaHHble OLEHKHU NPUOBPESTH UHTepBasIb-
HbIM TWN, 4151 NOCTPOEHUS Ncuxorpady-
UECKMX NPOCOUIEN CErMEHTOB UCMOJIb-
3yeM MHTepBasIbHYIO CTATUCTUKY —
cpepHee apuchMeTHIeCcKoe KBaHTUdH-
LUMpPOBaHHbIX oueHok. Mpodunu pac-
CMOTPHM B OTHOCHUTENIbHOM BUAE — OT-
HOCMUTE/IbHO CpeaHUX nokasatener no
Bbibopke (puc. 6).

Ha pucyHke BuaHbl 0COBEHHOCTH BbI-
SIBJIEHHbIX CErMeHTOoB (He 3abyaem, uTo
peub UAET 06 OTKIIOHEHHAX OT CPELHUX
3HaueHHi no BbibopKe) — Ha rpaduke
3TO OTK/IOHEHWSI OT CPefHero Ha eau-
HULY W Bonee:
¢ cermeHT A — 60'NbluME ONTUMMCTDI,

CKJIOHHbIE K UHAUBUAYaNbHOMN AesTeNb-

HOCTH, MeHee 3KOHOMHble 1 OCTOPOXK-

Hble, HE NPUAEPXKUBAIOTCS 3L0POBO-

ro obpasa >KusHu;
¢ cermeHT b — yaule peicTaytoT no 06-

CTOSITENBCTBAM, CK/IOHHbI K pa3yMHO-

My PHCKY;
¢ cermeHT B — 60 1bwine HoBaToOpbI

W ONTUMMCTbI, BONIee OTKPbITbIE U CT-

peMsiLLMecs K nepemMeHam;

¢ cermeHTbl [ 1 1 — oueHKU 6an3Ku
K CPEAHWM o BbIOOPKE;

¢ cermeHT E — 6onee 3amkHyTble, 631b-
LUMe KOHCepBaToOpbl, MeHee OTKPbI-
Tbl€ W ONTUMMUCTDbI.

Mcxops n3 ncuxorpadmueckoro npo-
hunsa, MoXXHO auddepeHLUMpPOBaHHO
nonbupartb feicTBeHHble CPpeAcTBa
NpUB/JIEYEHUS CErMEHTOB.

OTtmeTHM, 4TO NpH BONBLIOM uKche
uccneayemMbix OObEKTOB BECTH aHaIU3
No pUCyHKam, nofo6HbIM PUCYHKY 6,
3aTpyaHuTenbHo. B atom cnyuae MoxkHO
UCMnosb30BaTb ClefyoWUi NPUEM —
nepenTH K aHanu3y B TabauyHOM BUE,
nooyepéaHo copTupys Tabnuuy ans
KaXk[oro UccnefyeMoro cerMeHTa no
KBaHTU(OULUPOBAHHDBIM 3HAYEHUSM Xa-
paktepucTuk. C yuéToMm cemnbanibHow
M3MEpPUTENIbHOM LLKasIbl MOXHO nona-
rartb, UTO 3Ha4YMMbIMH LS UCCNIEOBa-
HUSt OCOBEHHOCTEN CErMEHTOB SABNAIOT-
CSl XapaKTEPUCTUKKU C KBAHTUULMPO-
BaHHbIM 3HAYEHUEM, OTKJIOHSIOLLMUMCS
OT cpefHero no Bbibopke BosbLue, Hem
Ha eMHULY.

AHanu3 BHympeHHeld cmpykmypsi
ncuxozpaghuyecKkoeo onucaHus
Bonee rnybokue pesynbTarbl MOXKHO
NOYYUTb, Nepen s K aHann3y BHyTPeH-
HeW CTPYKTYpbl NcUxorpadmMuyecKkom
WHpopMaLUH.
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3aMKHY TbIN
KoHcepBaTop
3KOHOMHBbIVA

ckopee «3anagHvK»

OCTOPOXHbIN

CKMOHEH K UHAVBUAYaNbHOM
OesATeNbHOCTU

3MOLMOHanbHbIN
HoBaTOp

OTKPbITbIN

06bIYHO AefcTBYyET No
obcToaTen-cTBam

BEAET 300pOBbIV 00pa3 XU3HU
CKITOHEH K pa3yMHOMY PUCKY
pauvoHanbHbIn
pasroBopuMBbLIN

CTPEMUTCS K NepeMeHam

onTumMncT

Puc. 6. Meuxorpaguueckust npopunb cerMeHToB NoceTUTENeN CAnoHOB Mo npogaxe mebenu u NnpeaMeToB MHTEpbEPA

Fig. 6. Psychographic profile of segments of visitors to salons selling furniture and interior items
anBeAeHbl OTK/IOHEeHUsa CpeaHnX OpMdJMeTM"IeCKMX KBOHTMd)MU.MpOBUHHle CaMooueHOoK nCHXOrpOd}M‘leCKMX XAapaKkTepHUCTnK nocetTutenemn CanoHOB No
npoaaxe mebenu u npeaMeToB MHTEpbepPd B pa3pe3e CerMeHTOB, BblAe/IeHHbIX HQO OCHOBAHNH nCMXOrpO¢MM, MO OTHOLIEHMIO K NOKA3AaTeNsM No BCen

sbibopke.

lMpumep 5. BoisBaenue gpakmopoB
u nocmpoeHue obaacmel ncuxozpa-
guyeckoeo onucarus yeaneBod epyn-
nel (aHaaus cmpykmypei)

C nomoLubto KaTerop1asibHOro aHa-
NIN3a rNMaBHbIX KOMMNOHEHT 6bIJ'IM BbiAB-
JleHbl haKTOPbI BHYTPEHHEMN CTPYKTYpbI
NCUXOrpadyMuyecKoro onucaHus Lene-
Bou rpynnbl (ma6a. 1).

MaKTopbl UHTEPNPETUPOBAHbI CNIELY-
oMM 0Bpasom:
¢ cbakTOop 1 — OTKPBLITOCTb /3MOLUO-

Ha/1IbHOCTb B NPOTUBOBEC 3aMKHYTO-

CTW 1 KOHCEepBaTU3My;
¢ hakTop 2 — pauuoHasibHOCTb /yMe-

PEeHHOCTb/ 3[40POBbIN 06pa3 >KU3HU

B NPOTUBOBEC ONTUMU3MY U CKTIOHHO-

CTH K PHUCKY;
¢ akTop 3 — 3anagHWK/HOBaTOP

B MPOTUBOBEC KOHCEPBATU3MY U 3KO-

HOMHOCTHU;
¢ cbakTOop 4 — CNOHTAHHOCTb / CK/IOH-

HOCTb K PUCKY B NPOTUBOBEC 340PO-

BOMY 00pa3y >KWU3HU;
¢ pakTop 5 — UHAMBUAYaNU3M /ONTH-

MM3M B NPOTUBOBEC 3[J0POBOMY OO-

pasy >KU3HHU.

Tabamua 1

®PakTopbl NCUXOrPAPUYECKOro ONUCAHMS NOCETUTENEH CANOHOB MO NPOAAXe
mebenu u npeaMeToB MHTepbepa (AHANMU3 CTPYKTYpPbi)

Table 1. Factors of psychographic description of visitors to salons selling
furniture and interior items (structural analysis)

®dakrop UcxoaHas xapaKTepucTuka ®daKkTopHas Harpy3ska
pa3roBopUMUBLIN 1,66
OTKPbITbIN 1,64
1 3MOLMOHaAbHbIN 1,37
KOoHcepBaTop -1,29
3aMKHYTbIV -1,83
pauMoHaNbHbIN 1,70
OCTOPOXXHbIN 1,54
BeAET 3A0POBbIN 06pas XU3HU 1,34
2 =
3KOHOMHbIW 1,29
CKAOHEH K pa3yMHOMY PUCKY -1,12
ONTUMMUCT -1,45
cKopee «3anapHUK» 1,78
CTPEMMUTCA K NnepemMeHam 1,44
3 HoBaTop 1,34
3KOHOMHbIN -1,30
KOHcepBaTop -1,56
06bI4YHO AeCTBYET MO 06cTOATEABCTBAM 2,53
4 CKAOHEH K pa3yMHOMY PUCKY 2,10
BeAET 3A0POBbIN 06pas XU3HU -1,30
CKAOHEH K UHAMBUAYAAbHOW AEATEABHOCTH 2,43
5 ONTUMMUCT 1,72
BEAET 300pOBbIM 00pa3 XU3HU -1,51

Mpumeyanme. Ons kaxgoro ¢akTopa npuseaeHsl TONLKO 3HAYMMBIE XApaKTepUcTHkU. DakTopHbie
HArpy3KM CTAHAAPTU3OBAHBI TAK, YTO UX CpefHee 3HAYeHWe Ans KaxXAoro GbakTopa paegHO Hyio,
a aucnepcus — eanHULE.
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O6partnm BHUMaHHE, 4TO OTMEHYEHHOE
BblLLE OTCYTCTBME CBSA3U MEXAY OLEeH-
KaMu paLUOHaIbHOCTH U 3MOLMOHasb-
HOCTH BbIpa3W/IoCb B TOM, YTO 3TH Xa-
pPaKTepUCTUKK fasii 3HaYUMble Harpys-
KW Ha pa3Heie hakTopbl, KOPPEeNaLu1s
MeX[y KOTOPbIMU TaK>Ke CTaTUCTUYe-
CKM He 3HaunMa (KoadhHLHEHT Koppe-
nauuun paseH -0,06). 310 o3Hauaer,
B YaCTHOCTH, YTO B peK/lamMme MOXHO WC-
Nno/sb30BaTb paLUOHabHYIO U 3MOLHUO-
HaNbHYlO aprymeHtauuio odHoBpe-
MEHHO.

MNpepnctaBneHre ncuxorparyeckux
0COBEHHOCTEH CErMeHTOB B NPOCTPaH-
cTBe pakTopor 1 ¥ 2 gaHo Ha pucyH-
ke 7.

Ha prcyHke BuaHbl ocobeHHOCTH cer-
MEHTOB, KOTOPblE HEOOXOLUMO YUHTbI-
BaTb Npu obpaLLeHnH K HUM (CM. Npu-
mep 6).

3amMeTHM, 4TO NPUMEHHUTENIbHO K NCH-
xorpaduu cneuuanbHo UccnefoBaTtb
cchopMrpoBaHHOCTb U auddepeHuma-
uMio obnacren cmbicna HeT, Tak Kak
NPaKTUYEeCKH NOJNIE3HbIX PE3Y/IbTAaTOB U3
3TOro He Noy4uLLb (BPsL, M KTO-TO BCe-
pbé3 ByneT cTaBuTb 3agady POPMHPO-
BaHUs UK AudbdepeHLMaLMm ncuxorpa-
hrUYEeCKHUX XapaKTEPUCTUK CErMEHTOB).

Pekomerndayuu u oueHka 3ghgpekma
no3uyuoHupoBarHus Ha ocHoBe
aHaAu3a cmpykmypel OaGHHbIX

lpumep 6. Pexomendayuu us aHa-
U3 CMPpYKMYypsl ncuxoepaguye-
cKux ocobeHHocmel ceameHmoB ye-
n1eBod epynnei U O4eHKa 3ghghekma om
BapuarHmoB no3uyuoHUpPoBaHuUS

YcTaHoBMM BO3MOXKHbIE 061aCTH No-
3ULMOHWUPOBAHUS B LEHTPAX BbISIB/IEH-
Hbix cermeHToB. OTclofa cnepyer, Uto
B KamnaHWK NPOABUXKEHUS B pacUETe Ha
oT[ieNibHble CErMeHTbl PeKOMeHyeTCs
UCnoib30BaTh:
¢ cerMeHT A — MOTHBbI UppaLMOHab-

HOCTH, NpeHebpeXKeHUs yMepPEHHO-

CTbiO U 3L0POBbIM OOPA3OM XKH3HMU;
¢ cermeHT B — amoumnoHanbHyto apry-

MeHTaLMio, MOTUBbI OTKPbITOCTH;
¢ cermeHT E — pauuoHanbHyio apry-

MeHTaLMto (HO He UCMOoJIb30BaTb IMO-

LUMOHasnbHyto!), MOTUBbI 3aKPbITOCTH,

YMEPEHHOCTH, 340poBOro obpasa

YKU3HMU.

OcranbHble cerMeHTbl He NokasbiBa-
IOT SIPKO BbIpaXKEHHbIX 0cobeHHOoCTeN
B NIOCKOCTH hakTopoB 1 1 2; ans Bbl-
paboTkK pekoMeHgauui obpaTumcs
K MX NpeacTae/eHuto B chaktopax 3-5,

UCXOAS U3 KOTOPOro MOXXHO PEKOMEH-
[,0BaTb UCMOJb30BaTh:
¢ cermeHT B — MOTHBbI cnoHTaHHOCTH

1 CKJIOHHOCTH K PUCKY;
¢ cermeHT [ — MOTHBbI KO/IIEKTUBU3MA;

HeoOXOLMMO TaKXXe YuWTbIBaTb

CKJIOHHOCTb €ro npeacTaBuTesnen

K NeccUMHU3Mmy.

CermeHT [ umeeT no Bcem chakTopam
nokasaresiv, 6/IM3Kue K CPEAHUM MO Bbl-
6opke. Takum 0Bpa3oM, y Hero HeT Bbl-
PaXKEHHbBIX NCUXOrPadIUUECKUX OCOBEH-
HOCTEM; COOTBETCTBEHHO, OCHOBaHHS! /15
obpaleHua K HeMy (ecnu Tpebyertcs)
Ha0 UCKaTb B APYrvX cdepax.

Mcxons u3 npeano>KeHHbIX pEKOMEH-
LauuK, oLueHWM NoTeHLMaNbHbIM 3d-
beKT OT NpUBNEUYEHUS CErMEHTOB Ha
OCHOBE YKa3aHHbIX NCUXOrpaddUuecKux
ocobeHHoCTEN.

0603Ha4YUM BO3MOXKHbIE MO3ULUK
B NPOCTPaHCTBE NCUMXOrpadMyeckoro

2E

e §

£8
/-/ ™ P
. 5.

, N

=

2

2

B

LL— H;_pil.vl OHANBHOCTR

onucanus yepes /7", rae BePXHUN MH-
Zekc 12 ykasbiBaeT Ha NO3MLUOHUPOBa-
HWe B NIOCKOCTH hakTopoB 1 1 2, H1X-
HWUM UHIEKC /— Ha cermeHT (/= A, ..., E).
BoamoxkHbI# achcheKT npH BbIBPaHHOM
NO3WLUOHUPOBAHWH NPUBELEH B Mab-
auye 2. NopyepKHEM, UTO LU pbl NpU-
BefieHbl 6e3 y4éTa BO3MOXKHbIX Aonew
W 0eMCTBMHM KOHKYpeHTOB. [TpuBeneHbl
CyMMapHble 06bEMbI rpynn pecnoHaeH-
TOB (B NpoueHTax oT 0OGbEMOB cermeH-
TOB, B NOC/efHeN KOMIOHKE — OT Bcew
BbIBOPKK) CO 3HAYEHHAMM hakTopa
B YKa3aHHbIX 06/1aCcTAX NO3ULHOHUPO-
BaHUS.

B tabsvue BUAHbI HaUNyYLLWE NO3M-
LMK B pacyéTe Ha KaXKAblM CErMEHT W Ha
BClo BbIOOPKY. Ha npaktuke ato o3Ha-
UaeT, UTo UCMOIb30BaHUE B PEKSIaMHOM
KaMmnaHuu:
¢ MOTHBOB MpPpPaLUOHANIbHOCTH U He-

YMEpPEHHOCTH NO3BOIUT NPUB/EYb SO

11,5% uenesok rpynnbi;

/1 oThpumoeTdl
)J/ IMGUMTHAMTLHOCTE:
- |
w

/4/ 'l
// @) |
|

&

Puc. 7. MpeacraeneHme ncuxorpaduyecknx ocobeHHOCTeH cermeHToB
roceTMTenes canoHoB no Npoaaxe mebenu U NpeaMeToB MHTEpPbePa
(paxToper 11 2)

Fig. 7. Representation of the psychographic characteristics of the segments

of visitors to salons selling furniture and interior items (factors 1 and 2)
B npocrpaHctee dpakTopos 1 1 2 BHyTpeHHe CTPYKTYpbl NcMXOrpadmueckoro onuMcaHus otobpaxe-
Hbl 0COBEHHOCTH WecTh cermeHToB (0603HaueHHbIX 6ykBamu A-E) nocetuteneit canoHos no npoga-

xe mebenu u npeamMeToB MHTepbepa.

MonynpospauHsie anauncel 1 dburypa cnoxHoi Gopmbl o4epUuBaIOT 06NACTH, B KOTOPbIE NONAAAIOT
3HaueHus kaxporo pakropa ans 70% pecnoHAEHTOB KAXAOrO M3 cerMeHToB. [lns Kaxaoro cermeH-
TA KOOPAMHATI LLEEHTPA PABHbI CPEAHMM 3HAYEHMIM HAKTOPOB ANs NPEACTABUTENEN CErMEHTA, pPa3-
Mepbl BHYTPEHHMX KPYroB NMPOMOPLMOHANbHbI Y4CIEHHOCTU CErMEHTOB, FOPM3OHTANbHAS M BEPTH-
KQnbHAst IMHUM C 30CEYKAMM OTPAHMYMBAIOT MO KAXKAOMY $AKTOPY MHTEPBA, B KOTOPbLIN NonaaaioT
3HaueHus $paktopa pns 70% npepcrasuteneit cermeHTa.
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¢ 3MOLIMOHANbHOM apryMeHTauuu 1 Mo-

THBOB OTKpbIToCTH — A0 15,8%;
¢ paLMOHaNbHOM apryMeHTaLu1, MoTH-

BOB 3aKPbITOCTH, YMEPEHHOCTH, 3[10-

posoro obpasa >kuzuu — go 17,7%;
¢ MOTUBOB KOJINEKTUBU3MA U NECCH-

mMusma — a0 25,6%:;
¢ MOTHBOB CMOHTaHHOCTH WU CKIOHHO-

CTH K pucky — a0 27,7%.

MoTHe npeHebpexxeHWs1 300POBbIM
06pa3oM >KM3HU UCMONb30OBATb HE pe-
KOMeHJyeTcsl, TaK KaK OH NpoTHBOpe-
YMT COLMaNbHOM OTBETCTBEHHOCTHU BU3-
Heca.

KoHkpeTHble pelueHuss — Kak UMeH-
HO By ayT peann3oBaHbl BbipaboTaHHble
peKoMeHAaLMH B PeKIaMHOM KaMNaHWK
WU B OTAE/bHbIX aKLUAX — OTHOCATCS
K KOMMNETEHLMH PEKIaMHOrO areHTCTBa.
Takum obpazom, UTOrom MccrefoBa-
HWUSI C NPUMEHEHUEM MpPeasIoXKEHHOro
noaxoja JOMKHO CTaTb TEXHUYECKOoe
3afaHue o8 PeKNaMHOro areHTCTBa —
UTO HYXXHO YYeCTb M3 Ncuxorpadmue-
CKMX ocoBeHHOCTeN LeneBom rpynnbl
M KaKWe MOTUBbI UCMOMb30OBaTbh ON1A
TOro, utobbl peknamHoe obpaleHue
K HeM Obl1o fefCTBEHHbIM.

AHanu3z ncuxoepaghuyeckol copepor
8 cBs 3u ¢ BHewHUMU noKazameaamu

AHanuna BHyTpeHHEN CTPYKTYpbI NCH-
Xorpadguyeckon UHpopMaLuu OaeT
onpeaenéHHbIM NPaKTUYECKH NOE3HbIN
utor. OgHako ero LEHHOCTb MOXHO
NOBbICUTb, NPHUBA3aB pe3ybTaThl K Lie-
NEBOM (PYHKLUMU UCCNElOBaHUS, B laH-
HOM cJlyyae — K BbIpy4Ke, NOJyYeHHOM
OT PECNOHAEHTOB (HAMOMHUM, UTO Ccpe-
[ HWX OblNK peasibHble NMOKyNaTesu,
npuobpetwure Mebesib U NPeaMETbl UH-
Tepbepa Ha cymmy ot 50 000 mo
250 000 py6nei).

C yuétom BK/IOYEHUS B paccMoTpe-
HUE LeneBol (yHKLWKU Oblia 3aHOBO
NnpoBefieHa CerMeHTaLus LIeIeBOM rpyn-
Nbl — B J@HHOM CJly4ae UCNO/Ib30BasICS
JUCKPUMHMHAHTHbIW aHanus. B pesynb-
TaTte NoJly4YUI0Ch NATb CEFMEHTOB, pas-
JIMYaIOLMXCS KaK ncuxorpaduyecku-
MW XapaKTepUCTUKaMH, TaK U (B OT/IU-
uve oT npumepa 4) nokynaTesbCKuUM
noeefeHWeM.

lMoumep 7. BviaBaernue gpakmopoB
u nocmpoerue obaacmed ncuxoepa-
guyeckoeo onucarus yeaneBol epyn-
nel (aHanusz cBszel)

(MakTOpbl NCHXOrpadyUuyecKoro onu-
caHus LEeNneBow rpynnbl C NPUBA3KOM

K NOJly4Y€HHOW BblpyuyKe NpUBELAEHbI
B mabauue 3.
(DaKTopbl UHTEPNPETUPOBAHDI CNedy-
loWKUM 0Bpazom:
¢ (pakTop 2-1 B NONOXKUTENBHOM Hanpas-
NEHWU — ONTUMUCT / OTKPbITbIN;

+ cpakTop 2-1B OTPHULATENILHOM Hanpas-
NIEHUU — «3anagHUK» / CNOHTaHHbIW;
¢ pakTOp 2-2 B NOJNIOXKMUTENBHOM Ha-
npaBieHHH — OCTOPOXKHbIN / 3IKOHOM-
HbIM (OTMETHUM, UTO 3aMeTHYIO Harpy3-
KY (XOTS W He AOTArMBAIOLLYIO A0 3Ha-

UMMOM) Ha HEero MMeeT Takxe
W pauuOHaNbHOCTb);

¢ pakTOp 2-2 B OTPULATENIBHOM Ha-
NPaBfiEHUU — CTPEMALLMUUCS K nepe-
MeHaM, NyCcTb faXXe U C BO3MOXHbIM
pHUCKOM;

¢ pakTOp 2-3 B NONIOXKMUTENBHOM Ha-
npaB/NeHUU — CKIOHHbBIN K PUCKY/
3MOLMOHabHbBIN;

¢ pakTOp 2-3 B OTPULATENIBHOM Ha-
npaefeHWn — KOHCepBaTop /340po-
Bbll 06pa3 XW3HU / paLMoHanbHbI;

Tabamua 2

CpaBHeHMe BAPMAHTOB NO3MLMOHMPOBAHMS CAIOHOB MO Npogaxe mebenu
1 npeameTos uHTepbepa (pakrtopst 1 1 2)
Table 2. Comparison of options for the positioning of salons selling furniture
and interior items (factors 1 and 2)

06nactb Cerment Bes
NO3NULUMOHUPOBAHUA A B B r A E BblﬁOpKa
ot 229 | 2,2 21 | 173 | 149 | 255 11,5
H; 42 348 | 255 | 54,7 | 638 | 149 27,7
H; 6,3 196 | 362 | 387 6,4 21 15,9
Fri 4,2 239 | 128 | 70,7 | 426 | 14,9 254
Friy 104 | 21,7 | 85 | 200 | 957 | 44,7 25,6
Jria 146 | 17,4 0 13 | 319 | 809 17,7
Ta6namua 3

®DakTopbl NCMXOrpadUYEcKOro ONMCaHUs NOCETUTENEN CANOHOB MO NPOAaXe
mebenu u npeaMeToB MHTepbepa (aHANMU3 cBA3el)
Table 3. Factors of psychographic description of visitors to salons selling
furniture and interior items (link analysis)

®Pakrop UcxopHasa xapaKtepuctuka PaxTopHas
Harpyska
ONTUMMUCT 2,23
21 OTKPbITbIN 1,10
06bIYHO AEMCTBYET N0 06CTOATEALCTBAM -1,20
cKopee «3anapHUuK» -1,79
OCTOPOXHbIV 1,69
3KOHOMHbIN 1,09
22 pauMOoHaNbHbIN 0,83
CKAOHEH K pasyMHOMY PUCKY -1,26
CTPeMUTCA K nepemeHam -1,27
CKAOHEH K pasyMHOMY PUCKY 1,94
3MOLIMOHAABHbIN 1,68
2-3 pauMOHaNbHbIN -0,92
BEAET 300POBbIM 06pa3 XU3HU -1,19
KOHcepBaTop -1,23
BEAET 300POBbIM 06pa3 XXU3HU 1,66
9KOHOMHbIN 1,61
2-4 3aMKHYTbIN 1,34
ONTUMMUCT -1,27
CTpeMUTCA K NnepeMeHam -1,68
KOHcepBaTop 2,18
06bIYHO AEMCTBYET N0 06CTOATEALCTBAM 1,43
25 3aMKHYTbIN 1,21
HoBaTop -1,25
cKopee «3anapHuK» -1,29

Mpumeyanme. Ons kaxporo GpakTopa Np1BeaEHbl TONLKO 3HAYMMbIE XAPAKTepUCTUKM. PakTopHbie
HArpy3Ku CTGHAAPTU3OBAHBI TAK, YTO MX CPEAHEe 3HAYEHME 1S KAXA0ro hbaKTopa paBHO HyIIO,

a Ancnepcms — eanHMLE.
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¢ pakTOp 2-4 B NONOXKMUTENBHOM Ha-
npaB/jieHnH — 300POBbIM 0OPa3 KN3-
HW /3KOHOMHbIW / 3aMKHYTbIM;

¢ pakTOp 2-4 B OTPULATENBHOM Ha-
NPaBfEHUU — CTPEMALLMUUCS K nepe-
MeHaM / ONTUMMUCT;

¢ pakTOp 2-5 B nonoxutenbHom Ha-
npaeseHun — KoHcepBaTop,/ CMOH-
TaHHbIW / 3aMKHYTbIN;

¢ dpakTop 2-5 B oTpHLATENILHOM Hanpas-
NIeHUH — «3anafiHWK» /HoBaTop.

O6patuM BHUMaHHWe, YTO B CHY WUC-
NoNb30BaHHOM Mpouenypbl hakTopsl
0pMO20HAIbHbI (T.€. He 3aBUCAT ApYr
oT apyra). Takum oBpazom, NposBUB-
Wascs B HUX CBA3b XapaKTepUCTHK
obycnossieHa ABOSAKUM MOHUMAHHUEM UX
pecnoHzeHTamu. B yactHocTw:
¢ «3anagHWK» — C OAHOM CTOPOHDI,

accouuMpyeTcs CO CNOHTAHHOCTbIO

Y NMPOTHBOMOJIOXKEH ONTUMU3MY U OT-

KpbITOCTHU (chakTop 2-1), ¢ apyrow

CTOPOHbI, aCCOLMUPYETCS C HOBATOP-

CTBOM W MPOTUBOMNOJIOXEH KOHCEepBa-

™M3My (chakTop 2-5);
¢ 3[0pOBbIA 06pa3 >KU3HU — C OJHOM

CTOPOHbI, aCCOLUUPYETCS C KOH-

CcepBaTU3MOM W paLHUOHaIbHOCTbIO

M NPOTUBOMNOJ/IOXKEH CKIOHHOCTHU

K PUCKY W IMOLIMOHANBHOCTH (dhak-

TOp 2-3), C APYroM CTOPOHbI, aCCOLH-

MPYETCS C 3KOHOMHOCTbIO U 3aMKHY-

TOCTbIO U MPOTUBONMOJIOXEH CTPEM/Ie-

HUIO K MepemMeHaM U ONTUMHU3IMY

(dpakTOp 2-4).

MNpepnctaBneHne ncuxorparyeckux
0COBEHHOCTEH CErMeHTOB B NPOCTPaH-
ctBe cpakTopoB 2-1...2-4 paHo Ha pu-
cyHkax 8u 9.

Ha pucyHke BuaHbl 0cobeHHOCTH
CEerMeHTOB, KOTOpble HEOHX0AWMO
yuMuTbIBaTH NPH OBpaweHnu K Hum, OT-
METHM, YTO YYET CBSA3M C NOKynartesb-
CKOM aKTMBHOCTbIO MO3BOJIMA MOJY-
UMTb (haKTOPHOE peLleHne, B KOTOPOM
cchopMrpoBaHHOCTb M anddepeHum-
auus obnacten CyLeCTBEHHO Nyduie,
yeM NpH aHasW3e TONIbKO CTPYKTYpPbI
ncuxorpadmMueckon UHGopMaLuu Ha
pucyHke 7.

Pekomerdayuu u oueHka 3ghgpekma
no3uyuoHuUpoBaHus Ha ocHoBe
aHanusza cBazel B daHHbIX

lpumep 8. Pekxomendayuu us aHa-
nu3a cBasu ¢ yeaneBol gyHkyuel ncu-
xoepaguyeckux ocobeHHocmel no-
cemumesiel canoHoB no npodaxce
mebenu u npedmemoB uHmepoepa

21.: "zanagume’]
CNOHTaHHLIM

.// 2-24: pCTOPONKKIR/

IKOHOMHBIM

2-1% onTummcT/
OTRPLITLIA

2-2-: cTPEMALMACA K-M pe r-aeulu

€ BOIMOTKHEIM PHCKOM

Puc. 8. MpeacrasneHme ncuxorpaduyecknx ocobeHHOCTEH CerMeHToB
noceTMTenes CanoHOB Mo NPoaaxe Mebenu 1 NpeaMeToOB MHTEPbEPA
(paxropsi 2-1 1 2-2)

Fig. 8. Representation of the psychographic characteristics of the segments
of visitors to salons selling furniture and interior items (factors 2-1 and 2-2)

B npoctpaHcTee dbakTopos cessei ncuxorpaduueckoro onmcanms (nnockocts pakropos 2-1m 2-2)
oTo6paxeHs 0cOBEHHOCTH WecTH cermeHToB (0603Ha4eHHbIX 6yksamu A-E) noceturenei canonos

no npogaaxe mebenu M NpeaMETOB MHTEpbepa.

MonynpospauyHsie annunncel U duUrypa cnoxHoit popMsl ouepunsaiot obnacty, B KOTopble NONAAAIOT
3HaueHus kaxgoro ¢pakropa ansi 7 0% pecnoHAEHTOB KAXAOTO U3 CErMEHTOB. [151s1 KaXA0ro cermeH-
TA KOOPAMHATBI LIEHTPA PABHbI CPEAHMM 3Ha4EHUSM aKTOPOB Ans NPEACTABUTENEN CErMeHTa, pas-
Mepbl BHYTPEHHUX KPYFOB NPONOPLMOHANbHBI YUCIEHHOCTU CETMEHTOB, FOPM3OHTANBHAS U BEPTH-
KAnNbHAS IMHUM C 30CE4KAMM OFPAHMYMBAIOT N0 KAXAOMY $aKTOPY MHTEpPBAs, B KOTOPbINH NONAAAIOT
3HaueHus paktopa ans 70% npepcrasutenei cermeHTa.

u oyeHka 3gpgpekma om BapuaHmoGB
no3uyuoHUpoBarus
Kak v Bbilwe, ycTaHOBUM BO3MOXKHbIE
06.1aCTH NO3MLUOHUPOBAHHUS B LIEHTPAX
BbISIBIEHHbIX CErMeHTOB. JTO O3Haya-
€T, UTO B KaMnaHWW NPOLBUXKEHHUS
B pacuyéTe Ha OTAE/IbHble CErMeHTbI He-
obxoanMo ydecTb cnegylowme obcTo-
ATeNbCTBA:
¢ cerMeHT A B NIOCKOCTH hakTopoB 2-1,
2-2 n 2-5 ncuxorpadmueckux oco-
6eHHOCTel He MMeeT, TaK YTO Heob-
XOANUMO 0BPaTUTLCA K NO3ULUOHUPO-
BaHUIO No chaktopam 2-3 u 2-4; B ero
paMKax npUMeHUMa IMOLMOHabHAS
aprymeHTauus, MOTHBbI 340POBOroO
0b6pasa >XM3HU U IKOHOMHU; MOXKHO
onupaTbcs TakXKe Ha 3asiBJEHHYIO
CKJIOHHOCTb K PHCKY;
¢ cermeHT B — HyXHa pauuoHanbHas
apryMeHTaumsi, KOHCEPBaTHUBHbIN NOA-

XO[1, MOTUBbI 300POBOro 0bpa3za 13-
HW, OCTOPOXXHOCTH, 3KOHOMMMU;

¢ cermeHT B — cnepyet obpauatbcs
K 3anafHbiM LEeHHOCTAM U obpasy
>KM3HM, YUYUTbIBATb CMNOHTAHHOCTD,
CcTpeM/ieHHe K nepemMeHam U ONnTu-
MU3M;

¢ cermeHT [ — cnenyet ucnosb3oBatb
CTPEMJIEHWE ero NPeAcTaBUTENEN K Ne-
pemMeHaM U CKJIOHHOCTb K PUCKY;

¢ cermeHT [l — cnepyet ucnonb3oeatb
KpanHWM ONTUMW3M ero npeacTaBuTe-
Ner, UX OTKPBbITOCTb U CTPeMJieHHe
K nepemMeHam.

OTtmeTHM, uTO hakTOop 2-5 He no-
Kasa/ 3HauMMOro OT/IMUYUS CermMeH-
TOB; ClelOBaTe/IbHO, Hau/ydLlee no-
3ULMOHUPOBaHWE NO HEMY — B Cpej-
HeM 3HaueHuH pakTopa A5 BCEH Bbl-
BOpKH.
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C. 3aKyCKMH. MHTerpMpOBaHHbIVI noaxoa K onncaHutio FICVIXOrpad)VI‘-IeCKVIX XapakKTepUcTtuk ueneBsomn rpynnbi

MoTeHuManbHbIW 3cpdeKT NpU No3u-
LMOHWPOBaHWKU B LeHTpax obnacrew
ncuxorpaguyeckoro onMcaHus CermeH-
TOB B MPOCTPaHCTBe hakTopos 2-1, 2-2,
2-3 u 2-4 npueenéH B mabauye 4. Ou
OLIeHEH Mo BbIpyyKe, NPUHOCHMOWM pec-
NMOHJEeHTaMHU W3 BbleJIeHHbIX rpynn,
CErMeHTOB W BCeW BbIODOPKH; /1 cpas-
HEeHUsA nNpuBenEH TakXe adpeKT no
06bEMY OT Bcew BbIBOpPKH (BCE LMd-
pbl — 6e3 yuéta gonew U fencTBuM
KOHKypeHTOoB). [lpuBeaeHbl cymmap-
Hble JO/W BbIPYYKK OT rpynn pecroH-
[leHTOB (B NPOLIEHTaX OT BbIPY4KH cer-
MEHTOB, B NpeAnociefHel KooHKe —
OT BbIPYYKHM BCeW BbIBOPKH) CO 3Hade-
HUAMUK haKTopa B yKadaHHbIX Auana-
30Hax. B nocnegHen KonoHke gaHo
pacnpegeneHve o6bEMOB rpynn pec-
NoHAEeHTOB (B npoueHTax oT o6béma
BbIBOPKH).

B tabnuue BugHa npusiekartesib-
HOCTb MO3WLMK B LENOM Mo BbiBOpKe
W ons Kaxporo cermeHta. [pumeva-
TesIbHO, UTO (B OT/MUMe OT TabauLbl 2)
«4y>Kue» Mo3uLMKU AN CErMEHTOB BO-
obLue He NPeACTaB/AIOT HUKAKOM LieH-
HOCTH, 3(PPeKT B HUX paBeH Hy/to. ITO
SIBUJIOCb C/IEACTBUEM BbICOKOW KOMMaK-
THOCTU W auddbepeHumaLmmu obnacrem
OMNUCaHUs CErMEeHTOB B NOJIyYEHHOM
(paKTOPHOM peLLEHUH.

O6paTtnm BHUMaHHe Ha 3HauMuTEIbHOE
pasniMuue NpuBIEKaTEIbHOCTH NO3ULUI
NPH OLEHKaX MO BbIPYUKE W MO 06 BEMY.
37O NPOSIBUNOCH 3a CHET NPUBA3KH NCH-
XorpadyMueckmux XapaKTepUCTHK K No-
KynaTe/IbCKOW aKTUBHOCTH PECNIOHAEH-
ToB. Be3 e€ yuéTta acpdpexT B nosuuuax
NPUMEPHO OAWHAKOB MO 06BEMY W MO
BbIPYYKe (N0 3TOM NPUUMHE MbI HE CTa-
N1 NPUBOLMUTb OLLEHKU NO BbIpyuyKe
B Tabnuue 2).

B npakTWueckoM npuio>KeHun pac-
CMOTPEHHbIE BbIBOAbI U PEKOMEHJaLMH
03HayaloT, YTO MCMOJIb30BAHWUE B PEK-
JlAMHOM KaMnaHWu:
¢ ONTUMU3MA, OTKPLITOCTH U CTPEMIE-

HHWS K NepeMeHaMm Nno3BOJIUT NPHUB/EYb

1o 20,4% uenesok rpynnbl U nony-

untb 0o 12,5% BbIpyukw;
¢ pauMoHanbHOW apryMeHTauuu, KOH-

cepBaTMBHOro nogxona, MOTUBOB
3[0pOBOro 06pasa>KM3HU, OCTOPOXK-

HOCTH, 3akoHoMuKu — go 15,0%

n 13,3% cooTBeTCTBEHHO;
¢ CTPEM/IEHHS K NEPEMEHAM W CKJIOH-

HocTH K pucky — 1o 17,5% v 16,2%

COOTBETCTBEHHO;

IROHOMHL R

JAMKHY Til

2-4+: 300p0Bem 0Gpas KMIHW

2-3-: koHcepeaTop
300pOLIH 05 paz wHIHA
PALMOHANEHBIA

2-4-: cTpeMAWMACA Knepemeta w

ONTHMHCT

[
\ /
N

2.3+ CENOHHRIA K pyCky!
IMOUHOHAN sHBIH

Puc. 9. MpeacrasneHme ncuxorpaduyecknx ocobeHHOCTEH CerMeHToB
noceTHTeNneN canoHoB no npogaxe mMmebenn U NpeaMeToB MHTEPbEPA
(paxtopsr 2-3 1 2-4)

Fig. 9. Representation of the psychographic characteristics of the segments

of visitors to salons selling furniture and interior items (factors 2-3 and 2-4)
B npoctpaHcTee dpakTopos ceszeit ncuxorpaduueckoro onmcanus (nnockoctb pakropos 2-3 u 2-4)
oTo6paxeHbl 0OCOBEHHOCTU CETMEHTOB MOCETUTENEN CANOHOB Mo nNpoamke mebenu u npeameTos

MHTEpbepa.
MoscHeHus - cM. Puc. 8.

Tabnmua 4

CpaBHeH1e BAPMAHTOB NO3MLMOHMPOBAHMS CANOHOB MO NPoAaxe Mebenn
M npegmeTos uHTepbepa (paktopsl 2-1...2-4)
Table 4. Comparison of options for the positioning of salons selling furniture
and interior items (factors 2-1...2-4)

O6racTb CermeHt Bcs BbI6opKa
NO3ULNOHUPOBaHNA A r A BhIpYYKa 06bEM
i 7 75,6 0 0 17,9 96
J7i 0 65,5 0 0 133 15,0
7 0 81,4 0 0 23,0 17,2
o2 0 59,6 0 16,2 17,5
o5 0 o | 756 | 125 20,4

¢ 3MOLIMOHANbHOW aprymeHTau1u, Mo-
TUBOB 3[40pPOBOro obpasa >KWU3HH
1 akoHoMun — 10 9,6% n 17,9% co-
OTBETCTBEHHO;

+ obpalleHue K 3anafiHbIM LLEHHOCTSM,
CMOHTaHHOCTH, CTPEMJIEHHIO K Nepe-
MeHaM U ontumuamy — no 17,2%
n 23,0% cooTBeTCcTBEHHO.

KOHKPETHaﬂ peann3dayusa 3TUX NPUH-
LUMnoB, Kak M Bbille, NOpyyaeTCa peK-
NTaMHOMY areHTCTBY.

3aknioueHune (Conclusion)

3ajauu npoABUXKeHUs ToBapos/
ycnyr/TOproBbix MapoK /g1pM MoryT
peluatbcsi, B UMcne npoyero, Ha base
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MHopMaLnK O ncuxorpadpryeckmux
XapaKTepucTUKax npejcraButenew
ueneBow rpynnbl. 9To no3sonseT
yuyecTb 0COBEHHOCTH, BbIAEUTb Cer-
MEeHTbl U pa3paboTaTb KamnaHuio
nbo oTaenbHble aKUUK, 3PdeKTUB-
HOCTb KOTOPbIX OBYC/NIOBAEHA MOHU-
MaHWeM ncuxorpaduyeckoro npodu-
Nl LeNeBOM rpynnbl U OTAENbHbIX CEr-
MEHTOB.

Mcnonb3oBaHue npepsiaraemMoro uH-
TErpUpoOBaHHOro NoaxoAa no3sonser
cbanaHcupoBartb 3aTpaTbl Ha pa3paboT-

MCTOYHHUKHU (References)

KY W noslydaemble pedynbTtaTbl. ITO fO-
CTUraeTcs 3a CYET BO3MOXXHOCTH NocTe-
MEHHOrO YC/NIOXKHEHHUS UCMOJb3YEMbIX
MeTO/0B — OT OnMucaTesIbHOM CTaTUCTH-
KW Y KOPPENSLMOHHOrO aHann3a K aHa-
JIM3Y CTPYKTYpbl NCUXorpaduyeckom
WHOpPMaLMH, a OT HEro — K aHanu3y
CBsI3eM C nokasartefisMu nokynaTesb-
CKOM akTHBHOCTH. COOTBETCTBEHHO,
B 3aBUCHMOCTH OT NOJTYYEHHbIX PE3Y/Ib-
TaTOB MOXXHO OrPaHUUYUTLCA TEMHU Me-
TOAAaMH, KOTOpble JAlOT HaubobLIMi

acbdekr.

Pesynbratbl aHanusa ncuxorpadu-
UecKoMn cdepbl C UCNOIb3OBAHUEM
ONUCaHHOrO NOLAXOAA JIOXKATCS B OCHO-
BY TEXHUUECKOrO 3aAaHus ANis NAaHu-
pOBaHUS KaMnaHWW NPOLBUXKEHUS
M OTAE/IbHbIX aKUWMK, CO3[aHUSA peK-
namubix u POS-matepuanos. Bcé co-
3[,aBaeMoe JOJIKHO YUUTbIBATb NCUXO-
rpadguuecke oCOBEHHOCTU CErMEHTOB
LleNeBow rpynbl, Ha KOTOPblE OHO OpH-
€HTUPOBaHO.

Mocrynuna 8 pepakumio 07.08.25
Mpunsta k ny6nukaumm 23.09.25
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