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Auuomauu;l: 6 cmambe paccmampueaemcs 00HO U3 Hanpaeﬂeﬂuzi MapkemuHea — Hedpomakpemw-te u ezco
OCHO6Hble cocmasjisiowue. Hccnedosanue moodicem 0Obimb NOJE3HO mapkemojioeam, HAYAJIbHUKAM omoena
npodaafc, ynpaeieHyam MHocUux 6U008 6M3H€C£l, 6 mom vucinie Kaqbe U mMacasuHos.

Abstract: this article discusses one of the areas of marketing - neuromarketing and its main components. The
study may be useful for marketers, head of sales, managers of many businesses, including restaurants and shops.
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B coBpemeHHOM MHpe B CBS3M C YBEIMYCHHEM KOHKYPEHIIMM CpPEIN TIPOU3BOAMTENEH METOIBI
KJIACCHYECKOTO MAapKeTHHTa Y)K€ He Bcerjaa OBIBAlOT TOCTATOYHO IEHCTBEHHBIMH. [103TOMY B HpOIBMKEHUH
CBOMX TOBAapOB Ha PHIHKE HEKOTOPHIC MPOU3BOJMTENN MPUOEraloT K HOBBIM HANPaBICHUSM MapKETHHTa, B TOM
YUCIie HEHPOMApPKETUHTY.

HelipoMapkeTHHI MOXXHO OXapakTepH30BaTh, Kak HEKUH CHUMOMO3 KIIACCHYECKOTO MAapKETHHra |
ncuxoreparnuu [1].

SlpkuM TpUMeEpoOM peKJaMbl C 3JeMEHTaMH HeWpomapKeTuHra siBisiercs Ownbopa B mrate CeBepHas
Kaponuna ¢ u3oOpakeHnem Ou@iTeKca, KOTOPBIH HCTOYAeT 3amax jkapeHoro msca. PexinaMHylo akiuro
MPOBOIUT CETh MPOIOBOJILCTBEHHBIX Mara3utoB Bloom [2].

YcuneHHBIH 3amax CBEKEBBIIEYEHHOI0 Xjeba psaoM C OyIOYHBIMH — TOXKE JIEMEHT HEHpOMapKeTHHTa,
IMOCKOJIBKY 3amax xjieba M Msca BBI3BIBAIOT JAPCBHEUIHMN peduieKe YCHIICHHUS alleTHTa, 4TO MOOyXmaeT
TTOKyTIaTeNIe K He3alIJaHMPOBAHHBIM MOKYIIKAM HITH TIOKYIIKaM B OOJBIIEM KOJMYECTBOM, YeM OBLIO PEmICHO
paree. K Tomy ke, cozmaercs 3pQeKT He3aBEpIICHHOTO NCHCTBHUS — aIllIETHT BO3OYXKACH, a MPHHATH IHILY
Herne. [loaToMy, Bennka BEpPOSTHOCTH TOTO, YTO YEJOBEK 3alZleT MMEHHO B TO MECTO, KOTOPOE 3aKa3bIBAIO
Takylo pekigamy. Ilpm 3ToM, KOMITaHWH, MONB3YIOUIMECS NPHEMaMH HEHMpOMapKeTHHTa, Kak IPaBHIIO, HE
OTPaHUYMBAIOTCS 3JEMEHTAMH BO3ACHCTBHS TOJBKO Ha BXoJe. BHyTpH momemnieHus, moOTpeOUTENh TaKke
CTaJIKUBAETCA C MPHEMaMH JJaHHOTO pa3ziesia MapKeTHHTa.

[TosTomMy, TOBOpPST O HEWpOMapKETHHIEe, Mbl T'OBOPUM HMMEHHO O KOMIUIEKCE Bo3neicTBUil. Uem BbilIe
oxuaeMblil 3 GEKT, TEM CI0KHEE JOJDKEH OBbITh JaHHBIH KOMILIEKC.

ITpy 5TOM OCHOBHBIX COCTABISIFOIIMX 2: aTMOc]epa B MOMEIIEHUN U paboTa IpOoAaBLOB.

Atmocdepa co3maercs TyTeM BO3ACHCTBUS Ha BCE CHUCTEMBI BOCIPHSITHS KIHEHTA: OOOHSTENBHYIO,
3pUTENBHYIO, CIYXOBYIO, KHHeCTH4YecKylo. IIpm 3ToM 4TOOBI NMOTEHIMANBHBIA IMOTPEOMTENh 3aepiKalcs B
MarasuHe/kade, HeoOX0auMO 00IIee TOJI0KHUTEITBHOE BIIEYATICHUE OT BCEX CHCTEM.

IIpomaBenr Takke SBISICTCS OUYEHh BaKHBIM 3BEHOM, ITOCKONBKY €r0 HEBEpHBIC IEHCTBHA CIIOCOOHBI
OTTOJIKHYTH KIIMEHTA HE CMOTPS Ha BCE YCIIIHUS 110 CO3aHUI0 aTMOC(EPHIL.

Heob6xoaumo, 9T0OBI TIpOJaBel] MPH BBIABICHUU MOTPEOHOCTH KJIMEHTA JeNlal 0COOBI aKIEHT Ha aHau3
MIPOM3HOCHMOTO WM TEKCTa, BBIABIAS BEAYIIYIO CHCTEMY BOCIPHSATHS NOKYIATENs: OICHHWBAET JIM KIMECHT
BHEIIHUH BUI, PYKOBOJACTBYETCS YyBCTBAMH M SMOLMSIMH, & MOXXET BOCTIPHHUMAET OKPYXKAIOIIUI €ro MUpP «Ha
cayx». Takum o0pa3om, MOHSB, 3a4€M MMEHHO MPHUIIEN MMOKYMaTelIh JOCTaTOYHO MPOCTO AAaTh HMEHHO TO, YTO
emy Tpebyercs.

Wrak, HeHpOMapKeTWHI — TPHHIMIIMAIBHOE IIPOJIBI)KEHHE BIEpell, Jarollee YeJIOBEUECTBY TaKHe
BO3MOXKHOCTH, KaK:

> N3y4YeHNE MEXaHU3MOB BOCHPHSTHS YeI0OBEKOM HH(pOpManuy;

> Oosee TOYHOE M TIIyOOKOE IOHMMAaHWE TIPOIECCa NPUHATHS PELICHUH, a TaKkKe OIEHKY
HEOOXOANMBIX MEPOIPUATHH, BIHSIONINX Ha BEIOOP MOTPEOUTENS;

> onpeneneHue 3G HEeKTUBHBIX CIIOCOOOB B3aUMOICHCTBUS MIPOM3BOIUTENCH C IIEICBOM ayIuTOpHEH,
T.€. TOTPEOUTEIISIMH;

> OTKpbITHE OoJyiee 3(P(HEKTUBHBIX OCHOB PadOTHI MO MPOABMIKEHHIO OPEH/IOB, MPHBS3aHHOCTSM K

ONpeeIeHHON TOProBOi MapkKe.



HOHBOHSI uTor, XOoT€JIOCh OBl TaKKe OTMCTHUTBH, 4YTO HeﬁpOMapKeTHHF HC HCKIYACT TCXHOJOIMHM H
JAOCTUIKCHHA KIIACCUYCCKOI'0 MAapKETHHIA, 4 JIMIIb SABJISICTCA CYIICCTBEHHBIM €T0 JOIIOJIHCHUCM.
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