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HEKOTOPbBIE ®AKTbI NMPO HOBYIO PEAJIbBHOCTb

YTo cTa i 110 YacTbio HaLlero HOBOro obpasa »m3Hu (HOBOM HOPMOW)

1. OPYIFAA MOBUJIbHOCTDb

MeHee akTMBHOE MCNonbL30BaHNE TPpaHCNopTa, MeHblLLUEe nepemeu_l,eHwZ B LlEeJTOM

2. BE3HAJIMYHAA OIMNATA

Mcnonb3oBaHne BesHannyHbix cnocobos onnartbl bygeTt pactu

3. MIAHUPOBAHUE

CTONKHYBLUNCb C 3KOHOMUYECKUM KPU3MCOM U CHUXKEHMEM [OXOA0B, Nnoan OyayT 6onee cepbe3Ho
NOAXOANTb K MNNaHMPOBAHUIO MOKYMNOK TOBAPOB U YCNYr, 0COOEHHO KPYMHbIX

4. MAIrA3UH - COUUAJTIbHAA CETb

CoumanbHble CETU CTann akTUBHEE UCMONb30BaTLCSA AS1A MOUCKa U I'IpVIO6peTeHI/IFI TOBaApOB, HO NMpoCTOoro
pa3mMeleHnda ToBapoB B COLUCETAX HEAQOCTATOYHO A4 nNpuBned4eHnsa KinmeHToB




[MoTpebuTenn akTMBHO NOAKNIOYUIIUCDH K
uucppoBom cpeae

24% 57%

Uauwle coBepLuatoT AKTMBHEE Nonb3yHTCH
MOKYIMKM OHSTanH nocne NHTEPHETOM M3-3a
BBEEHNA OrpaHNYEHNI KOpOHaBupyca

I,(AN TAR WNcTounuk: Kantar COVID-19 bapomeTtp 2020, Poccus




NMoTpebutenu ctanun nsberatb HaNMIM4YHbIX AE€Her

Yawe ncnonbayrot [Tpogormkat ncnonb3oBaTthb
De3HannyHbIe Oe3Hann4Hble Crnocoobl
cnocobbl pacyeTa onnaTtbl

l(ANTAR WUcTouHunk: Kantar COVID-19 BapomeTtp 2020, Poccus




Ctanu nyulwle nnaHMpoBaTb CBOU pacxoabl

76% 30%

AKTMBHee 3aHMMaloTCH [TokynatoT ToBapbl BMPOK,
domHaHCcOBbLIM 4YTOObI NOArOTOBUTLCSH K
niaHMpoBaHNEM nedpnunty

I.(AN TAR WNcTounuk: Kantar COVID-19 bapomeTtp 2020, Poccus




CJM nokynok meHsieTcs. B oHnaunH-cpee nokynartenu npoBoaAT ropasao
Oonblue BpeMeHu, uccrieays v oueHmBas pasnnmyHbie onuuun. bpeHagam
NPUXOAUTCSA KaK-TO pa3pbiBaTb 3TOT LUK, OCTaHaBNuBas BbIOOp Ha cebe

U3-3a nepexona 60nbLION 40NN NOKYNOK B OHNauH hopMaTt TUNUYHOIO
NYyTU-K-MOKYNKe U3MEeHUsICSA

Nocne Bxooa B KaTeropuro nokynartesrnin rnonagaroTt B I/IHTepaKTI/IBHbIIZ npouecc noncka
I/IHCbOpMaLI,I/II/I 0] 6peHuax M NpoaykTtax n B3selinBaHnNA BCEX BO3MOXXHbIX BaApNaHTOB

MLLYT HOBbIE oMU N pacCLUNPAOT KOJINHECTBO
oueHnBaeMblX BapnaHTOB

KONM4eCTBO BapnaHTOB YMEHbLUAETCS BCNeaCcTBME X CPABHEHUS U
OTOpaKoBKM

rlOKyI'IaTeJ'IM MOryT CHOBa 1 CHOBa NMpPoxXoaAnTb Yepes 3T Cba3bl, HE B CUJ1aX NMPUHATb
OKOHYaTes1bHOE pellueHne O NoKyrke

1
PURCHASE
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UemouHuk: Google. Rethinking readiness



Mbl TOYHO 3Haetl

OMbIT BO BpeMsl NaHaemm
PopMUpoBaHME HOBbIX MOAE
nosegeHus nogen §

TO, Kak GpeHabl CMOTYT aAanTUPOE
N3MEHEHUIO MPUBBIERK, n0Tpé6HOCTe i
aMoLuunKn noTpedbuTtenen, 6ygeT-onpeue Tb
X ycnex B ganbHEULLEM e
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MarasunHbl npespauwlatotcs B HeHmpsbi Onbima — a undpoBsblie KaHanbl B eHmpabi

MOKYNKU

MATA3UH

1. lMoTporaTb NPOAYKT

2. PeanbHOe CONPUKOCHOBEHME C OpeHAoOM

3. AKTUBHOCTb AJ11 BpeMANPOBOXAEHUSA

OavH pa3 B
Heaento

Kak yacTo Bbl
noceLlaete MarasuHbl
6e3 HamepeHus
KYNUTb YTO-1N60o7?

ECOMMERCE

1. MNouck 6onbLuero pazHood6pasna NPoayKToB

2. N3yyeHue npoaykra

3. CpaBHeHMe ueH

2017 2018 2019
CpaBHeHue LeH
UM NOVCK NYYLLINX 46% 47% 51%
YCNOBUN COENKN
Mokynka oH-nanH 40% 43% 50%

AKTUBHOCTU Ha
MOOUIbHbIX
yCTpoOMuCTBax 3a
nocnegHune 30
aHen

KANTAR

WcTounuk: Kantar Global Monitor 2019



[MaBHaga 3agadva putenna — ocobeHHo BO BpefmeHa |<p|/|3r/|ca — nepeocwlblcneHme CX
B KOMMNaHUN C LENbo akTUBaLUM MO3UTUBHbLIX SMOLINN y KJ'IVIBHTa :
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17 %

[10BOMbHbI NOCNeaHNM
B3aMMOLENCTBMEM C > o
putennepom

3%

“ e  KIMMEHTOB B POCCUW GonbLue
A0BOJ1bHbI OMNbITOM MNOKYINOK B OH-
nawviH, Yem B (pU3nN4eCcKunx
Mara3mHax

KAN TAR WcTouHuk: Kantar CX+ 2020 Global Retail, Kantar COVID-19 Barometer 2020, Poccus



OMOLIMOHanbHasa BOBNEYEHHOCTb — K04 K CO3[0aHMI0 HE3aDbIBaeMbIX NMPUATHbLIX
BOCMOMWHaAHUN

OueHunBatoT NOCNeaHEee B3anMmoaencTemne ¢ putennepom Kak «llpesocxogHoe»

k Fashion Grocery D PuTein B Lenom
o O

KAN TAR McTouHuk: CX+ 2020, Global Retail



OTcyTCTBVIe NOSIOXKUTENBbHOIO OMnbiTa B OHIMaNH 3aCTaBMAET KIMEHTOB YXOOUTb K
KOHKYpPEeHTaM

an/IXO,D.I/IJ'IOCb JIN BaM MEHATb Mara3nH n3-3a rnjioxoro KrimeHTCKoro cepBI/lca?

k Fashion ﬁ Grocery D PuTein B Lenom
o O

m[la mHert m[la mHert m[la mHet

KAN TAR NcTounuk: CX+ 2020, Global Retail



[o naHAeMun OMHMKaHaNbHbIA ONbIT B NPOAYKTOBOM pPO3HMLUeE Obin ganek or
upeana...

% «O4eHb yaobHO KOMBUHMPOBATL OHMANH K odbdnanH WONMUHM» - ANS OAHOro U TOrO Xe puTennepa, BeECb MUP:

k Fashion ﬁl Grocery PuTeiin B LENom

33% 31%

CX+ 2020, Global
l(AN TAR Ease of combining online and offline shopping (percentage of excellent ratings)



...Ja 1N B NaHAEeMUIO OH He CUNTIbHO BbIPOC

% TeXx, KTO OLeHMBAaET OHNanH-0OMbIT B NPOAYKTOBOM PUTENIIE HA OTIIMYHO, BECb MUP

CX+ 2020 go naHoemuu

COVID-19 Barometer Bo BpeMa naHgemun

23% 21%

ICANTAR

CX+ 2020 Retail: Experience in online store (percentage of excellent ratings)
Kantar C-19 Barometer, Wave 5 Q46: Thinking about the grocery stores you regularly shop at, do you agree or disagree with the following statements?
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OMHMKaHanbHbIN ONbIT AOJIKEeH NomMoraTtb pacTuTb lNpeanoyrteHuve m
NoanbHoCTb — it’s a must, not a luxury

Hwuakuin performance no atpmbytam “UIHHOBaUMOHHLIE LNGPOBLIE CEPBUCHI
lonnuHra”, “OnbIT B OHManH MarasuHe”

., “YnobcTBO OMHMKaAHaNbHOro

Variety of products
Quality of products
Ease of finding what | need

Affordable products

#1 ppanBep npegnovTeHns Value for money

Experience in store

Grocery store/retailer makes everything easy for me

Grocery store/retailer delivers what they promise

W

Grocery retail

Friendliness of employees

Clarity on what the grocery store/retailer stands for

Helpfulness of employees

Customer-Centricity |G
#3 npaiiBep NpeanoyuTeHus Innovative digital services (e.g. mobile app) [ GTHEEGTN
#2 npanBep npeanovTeHns Ease to combine online and offline shopping _

#1 opariBep NpeanoYvTeHus Experience in their online shop _

ICANTAR

CX+ 2020, Global C
Please select which grocery retailers you feel deliver an excellent performance on the following aspects. (percentage of mentions)
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KeWc U3 kateropun HeABMXMMOCTb: 40 NaHAEeMUMU

Bapbepbl NOKYNKU OHJTAUH™"

Onacarocb moweHHun4YyecTtBa — 51%

TpaaUUMOHHBLIN CNOCOO6 NMOKYMKU
KBapTUpPbl MHe NoHATHee — 51%

Xo4y noceTUTb MeCTO CTPOUTENBLCTBA,
yBuaeTb 06beKT NoKynku — 51%

Xo4y nonyunTtb OyMaXkHbIN BapuaHT
AOKyMeHTOB — 44%

He poBepsto onnare yepes
UHTepHeT — 30%

l(AN TAR **Realty Monitor, oceHb 2021, Mocksa n MockoBckast obnacTb 17



Keiic n3 kateropumn HeaBuxunmocTb: Pasrap nanget

[OpanBepbl NOKYNKU OHJTaUH

SKOHOMUSA BPEMEHMU — 63%

35% : b

OonoJiHUuTesJIbHbIe

CKMUOKMU NPU NOoKynke — 48%
.

oTOBbLI paccMmoTpeTb YROGHBIN dhopMaT

MNOKYNKY He4ABUXNMOCTHU obLieHns ¢ komnaHuen — 45%
OHNaliH ——

HpaButcsa cucrema

OHNanH-nokasa — 42%
T

l( AN TAR Realty Monitor, oceHb 2021, Mocksa u MockoBckas obnactb 18



Kenc n3 kateropum HegBmxunmocTb: Hayano 2021

NMAK

100%

Odons oHnavH
caernok

l(AN TAR *BHyTpeHHWe AaHHble komnanum MK, Mocksa 19



B Utanuu TenekommyHuKaumMoHHbIN onepartop iliad cymen goctnyb 6onee
BbICOKOIo YPOBHS1 OTHOLUEHUM C KNMeHTamMun bnarogapsa opueHTaumm Ha
peleHne nx 3aga4vy U NOCTPOEHUIO0 Ka4eCTBEHHOro KNTIMEeHTCKOro onbIta

ATpunoyTHI Nx oueHka, %

[lona KNnMeHToB, 3HaIOLWKNX, KaKUX
LleHHOCTeN NnpuaepXxuBaeTcs
onepatop. CpeaHee no Utanum =

41%
iliad

CoOTHOLLEHME LeHbl U KadyecTBa

MpoBangep BbINONHseT ob6elaHHoe
OpueHTauma Ha KnueHTa

LleHUT MeHA KaK nokynaTtens
KauyecTBO NOKpbITHSA ceTh

C npoBangepom rnerko cBA3aTbcsl

60%

Nerko nonyynTb KOHCYNbTaUMio

BaxxHocmb Onst KnueHmos iliad ———

KauecTtBo MOGMMLHOIO NpUNoXXeHns

Pa3Hoobpa3avie npodyKToB 1 ycryr

0% 50% 100%

M lliad (ltaly) M KonkypeHT Ne1 KoHkypeHT Ne2 KoHkypeHT Ne3

l(AN TAR Base: 412, Nctounuk: Kantar. Undifferentiated CX remains a challenge in telecommunications 20



Ona KpynHoro rno6arbHON CTPMMUHIOBOU NraT¢opMmbl: \ >
KnneHTCKUM onbIT TakKXKe BaXeH, KaK U KA4eCTBO U KONMUYECTBO KOHTEHTA  steaming

Media
Provider

ATpubyTbI Ux oueHka, %

MpoBangeT BbINOMHAET O00eLaHHoe

CKOpOCTb 3arpy3ku KOHTEHTA
C npoBaiifiepoM nerko cBs3aTbCsl — Under-delivery
O6wasn pyHKUMOHANbHOCTb

OpueHTaLuA Ha KNneHTa —— Under-delivery

KauecTBo npeanaraeMoro KOHTeHTa
Pa3Hoobpasune kaTeropuii KOHTEHTa
Pa3HooGpasve npeanaraeMoro KOHTEHTa

CooTHOLLIEHME LieHbI 1 kKaYecTBa

KayecTBo aBTOMaTMYECKNX pEKOMEHAaLMN

20% 40% 60% 80%

@ Ouenka nonb3osatensckoro onbita @ OueHa brand promise (Touka 3peHUsi NOTEHUMANbHBIX KITMEHTOR)

I,(AN TAR WNcTounuk: Kantar. CX+ 2020 o1
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