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AHHOTaUMs. AKTYaJbHOCTh CTaTbU OOYCJIOBJICHA CTPEMUTENIBHBIM POCTOM JOJHU
MapKeTIUIEVCOB B PO3ZHUYHOU TOprosie Poccnn U OHOBPEMEHHBIM OTTOKOM MaJlbIX
MpEeANnpUHUMATENe ¢ 3TUX IUIOMIAJIOK HU3-32 POCTAa KOMHUCCUM M Y>KECTOUEHHS
KOHKypeHiuu. Llens paboTel — cucTeMaTu3upoBaTh KIIFOUEBBIE Oapbephl U IpaiBePhI
BBIXOJIa MAJOro OM3Heca Ha MapKEeTIUIEHChl U MPEUIOKUTh aJalTUBHBIE CTPATErHU
Uisl  TOBBIIEHUS 3(dekTuBHOCTH paboThl cewiepoB. Ha ocHoBe aHanuza
AHAJTMTUYECKUX OTYETOB M HAYYHBIX MYyOJUKAIMA yCTAaHOBJICHO, YTO COBOKYITHBIC
pacxolibl MPOJABIOB Ha KpyNHEHIUX momanakax goctu 60-70% oT 1eHbl
TOBapa, 4TO MPUBEIIO K OTTOKY MEJIKUX CEIIJIEPOB.
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Abstract. The relevance of the article is due to the rapid growth of the share of
marketplaces in Russian retail trade and the simultaneous outflow of small
entrepreneurs from these platforms due to rising commissions and tougher
competition. The purpose of the work is to systematize the key barriers and drivers
for small businesses entering marketplaces and propose adaptive strategies to
improve the efficiency of sellers. Based on the analysis of analytical reports and
scientific publications, it was found that the total costs of sellers on the largest
platforms reached 60-70% of the price of goods, which led to an outflow of small
sellers.
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MapkeTIuIeuChl CTAIM HEOTHEMIIEMOUM YACThKO POCCUHUCKOW SJIEKTPOHHOU
kommepiiuu. 3a mociemnaue roabl  Wildberries, Ozon wu «Sngexc.Mapker»
MIPEBPATIIIMCh B KJIIOYEBBIC KaHAbI cObITa I Majoro om3Heca. OgHako BBIXOJ Ha
9T TUTOMIAJKNA HE BCETJa CTAHOBUTCS SKOHOMHUYECKH BBITOJIHBIM. Majiomy Ou3Hecy
HEOOXOJAMMO YETKO TMOHMMAaTh KPUTEPUH BHIOOpAa TOBapa W HTambl BHIXOJA HA
IUIOIIA/IKK, YTOOBI HE TOJYYUTh 3HAUUTEIbHbIC YOBITKH [1].

[lenr HacTOsIEN CTaTbU — CHUCTEMATU3UPOBATH KIIIOYEBBIE (DAKTOpHI, C
KOTOPBIMH CTAJKMBACTCS Majblii OW3HEC TIPM BBIXOJE HA MAaPKETILICHCHI, H
MPEUIOKUTh aANTHBHBIC CTPATETHH I MOBBIICHUS 3()(PEKTUBHOCTH PabOTHI Ha
ATUX MaThopmax.

Jlnst manoro Ow3Heca OCHOBHBIMH JpalBepaMHM pOCTa IPH BBIXOAEC Ha

MApPKETIUIEUCHI SBJISIFOTCSA JOCTYII K MHOTOMHWJUIMOHHOW ayJIUTOPUU, MAPKETUHIOBas
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noJepykKa TUTOIIAAKH U BO3MOXKHOCTh MCIIOJIb30BaHUs YyacTu MH(pacTpyKTypsI [2].
CraTHCTHKA MTOKA3bIBAET, YTO IS TPETHU IPOJABIIOB 3T IUIOIIAAKH CTAIH OCHOBHBIM
HMCTOYHHMKOM 1oxoja [7].

3HAYMMBIM TPEHMYIIECTBOM SBJSICTCA TaKKe BO3MOXHOCTh BBIXO/Ja Ha
BHCIIIHUEC PBHIHKA C MCHBIIUMH H3ICPKKAMH I10 CPAaBHEHHUIO C TPAAMIHOHHBIMH
KaHaJlaMHd OKCIOPTa, IOCKOJIbKY MAapKETIUICHChI  MPEIOCTaBISIFOT  TOTOBYIO
JIOTHCTUYECKYIO H IIATEKHYIO0 HHPPACTPYKTYPY.

Ta6nuna 1 — KiroueBbie apaiiBepbl BbIX0/1a MaJIOro OM3HEcCa Ha MapKeTILIEHChI

JlpaiiBep Cytb S dext g MCII

['oToBass MHOrOMIIITHOHHAS Oa3a CHuxeHue 3aTpar Ha

Jloctyn x ayauropuu .
HOKYyTaTenen MapKETUHT

OKOHOMUS Ha JIOTUCTHKE U

Nudpactpykrypa CxJtazpl, 10CTaBKa, MOJJIEPKKA IT

NHCTpyMEHTBI Poct y3naBaemocTtu u
Pexmama, akiuu, Tpadaperst
[TPOJIBHXKECHUS MpOJIaXx

Pacmmpenue reorpadun

Brixo1 Ha HOBBIE PHIHKH MexayHapoaHasi SKCIIaHCHS 5
cOnITa

Cocmaeneno asmopom na ocrose [2; 7]

HecmoTpst Ha oueBHIHBIE MPEUMYIIIECTBA, BHIXO/ HA MAPKETIUICHCHI COMPSIAKEH
C cepbe3HbIMH Oapbepamu. ['aBHasi mpoOsiemMa — pOCT KOMHUCCHI, KOTOPBIA 3a Tpu
roga yBenwumics Ha 58-63%, a norucrmueckme 3arparbl — Ha 33-89% [3].
COBOKyIHBIE pPacXoJbl CEUIEPOB, BKIIOYAs KOMHCCHUH, JOTUCTHKY, XpaHECHHE,
pexiaMmy u mrpadsl, yxe mnpeBbicuin 50% OT CTOMMOCTH TOBapa, IOCTUTHYB B
HEKOTOpBIX cirydasx 60—70%.

C nauvanma 2025 rojma poccHUHCKHE MapKETIUICHCHhI BIEPBbIE 3a(UKCUPOBAIH
OTTOK aKTUBHBIX NMPOAABLOB. 110 JaHHBIM aHAIIMTUKOB, 0JS MPOAABLIOB C BHIPYUKOMN

1o 100 teic. py6. pyxHyia ¢ 37% B 2022 roay 1o 28% k Hagaimy 2026-ro [5].
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3HAUUTENBFHEIM  0aphepoM SIBISIETCS TaKKe KOHKYPEHIIUS CO CTOPOHBI
KUTAWCKUX TMPOJABIIOB, KOTOpbIe Moyy4yaroT komuccuu 5—16% mnpotus 20-40% vy
pOCCHICKHX ceiepoB [3].

Tabnuia 2 — OcHOBHBIE Oapbephl BHIX0/1a MAJIOTO OM3HECa HAa MaPKETIICHCHI

bapsep XapakTepucThKa Brusiaue Ha mManbrii 6u3Hec
Bricokne komuccuun o 40-60% ot ueHsl ToBapa CHMIXEeHNE MapKUHAJIbHOCTH
Poct moructukn +33-89% 3a Tpu roga VBenunuenue ce0eCTONMOCTH
Henpospaunocts

N3menenus 6e3 coriacoBaHus HeB03MOKHOCTH TITaHUPOBAHUS
MpaBHII
KonkypeHnus ¢ Komucenn 5-16% nns HepaBHble KOHKYpEHTHBIE
Kuraem MHOCTPAHIIEB YCIIOBUSA

Cocmaeneno asmopom na ocrose [3; 6]

B ycnoBusx yXecTOueHUsT KOHKYPEHIMHM Majblii OH3HEC BBIHYXKIEH
aganTupoBatbes. VccnenoBanus Bwimensitor nepexon k momenu D2C (Direct-to-
Consumer), TJie MPOJABIIHI Pa3BUBAIOT COOCTBCHHBIC MHTEPHET-Mara3uHsl [4].

Campbie YCTOWYHBBIE MPOJABIIBI HCMOJIB3YIOT MHOTOKaHAJIbHBIE
(OMHMKaHaJbHBIE) CTPATETUU TPOJAXK, KOMOMHUPYS MApPKETIUIEHCHI, COOCTBEHHBIE
UHTEpHET-Mara3uHbl U odQuaiH-Touku [5]. MeauaHHas BBIpyYKa OCTaBLIMXCS
WTPOKOB JOCTHUIJIA MAKCHUMYMa 3a YETHIPE TOJ1a.

[IpakTHyeckre peKOMEHIAIMK JI1 MaJIOro OM3Heca BKIIIOYAIOT: TIIATEJIbHBIN
pacyeT FOHUT-3KOHOMUKH JI0 BbIXOJA HA IUIOMIAAKY, ONITUMHA3ALINIO ACCOPTUMEHTA Ha
OCHOBE AaHAJIWTHUKHU, WCIOJIb30BaHUE pedepalbHBIX MPOrpaMM U  Pa3BHUTHE
cobcTBeHHOro Opena [8].

Brixoa manoro 6u3Heca Ha MapKeTIUIEHCH — CIOXKHBINA nponecc. [1nardopmsl
IPEIOCTABISAIOT YHUKAJIBHBIE BO3MOXHOCTU JUIsl CTapTa M MaclITaOUpOBaHUs, HO
pOCT KOMHCCHI M KOHKYPEHIIMSI CO3Jal0T cepbe3Hble Oapbepbl. Haumbonee
YCTOWYUBYIO MOJIENb JIEMOHCTPUPYIOT CEJUIEPhl, KOMOMHHPYIOIIUE HECKOJIBKO

KaHAJIOB MIPOJAX U YIEISIOUME BHUMAaHUE PAa3BUTHIO COOCTBEHHOTO OpeHa.
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