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Meaua-ayauT - CPeACTBO NOBbILLEHURA

3adpPeKTUBHOCTU OU3HecCa
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Ayuywan konbaca - 3T0 YYAOK C AeHbramu,

a Ayuwuu ayaur - ato BEHYMAPKUHT!
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AKTUB AYAUTOPA:

1) ba3a pAaHHbIX
2) TexHoAOrUS
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Buabl ayauTa

B bpeHg-ayouT

B AyanTt KOMMYHUKaLUA
B Meowna-aygut

B Bawwn BapumaHThl....

B (495) 645 61 60
www.currentmp.com
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AyAUT KOMMYHUKALUOHHOW CTpaTeruu
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AyAUT KOMMYHUKaLUU

Studying Classifying Evaluating

.

@

_ — >

messages and media activity by contexts, creative tools communicative effects being
and media solutions achieved at certain reach
and quality level

Ctpaternyeckuin 063op (IMC Strategic Overview) - 9TO OTYET O KOHKYPEHTHOW aKTUBHOCTW, KOTOPbIA NMOMUMO
MOHUTOPWHIra BbIXO40B, MEONA-BECOB 1 3aTpaT Ha peknamy, BKIOYaeT B cebs1 0OOLWLEHHbIN aHaNn3 KpeaTyBHbIX
N MEOUVHBLIX CTPaTerun.

3Has, Kakoe rnobanbHoe BO3OENCTBNE HA LENEBYHO ayanTOPUIO OKa3blBaeT Meamna-akKTUBHOCTb
KOHKYPEHTOB 1 KaKOBbl NX LieN, BO3MOXXHO CMNIaHMPOBaTb COOCTBEHHbIE KOMMYHUKaLMN
W (495) 6456160
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AyAUT KOMMYHUKaLUK

short term long term

Sales Objective

. ( Volu )( Beha ]( Conv ) ( Reten )
Campalgn Goal viour ertion tion
Media Solutions Creative Tools

Effects i ti [ ] . A
Brand Awareness il Creative  Actualization

Brand Differentiation Optforalternative O nigue message / image
strategy R

Integrate to high- .
Brand Value value vehicles | | Build / Transfer values

Information about benefits Minimize CPP |_| Inform about features

Look for credible

media Convince

Beliefs about product

0 D -
Consumer Experience Use rich media Translate experience

InTent Choose call to

action media Make a time-limited offer

W (495) 645 61 60
n wWww.currentmp. cor
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AyauT 6peHa-nAaTdopMbl
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MHIOCCTPAX

Ayaut 6peHpa “UHrocctpax” - cnekrp pador

- COOTBETCTBUE GPEHay w CermeHTauvs |

_ packpbITue 6peHaa

uenocmocn:)

- CMelleHne Ha KapTe

\ p,mcpcpepeHuwaum)

EpeHn-aprT J aKTyaﬂbHOCTb)

COOTBETCTBUE BPEHAY : '

|~ peray €MKOCTb )

ackpbiTne bpeHpa D
&8 S lMepcoHanbHble / cMmelleHune }

' CMELLEHVe Ha KapTe

emotional clutter

COOTBETCTBUE 6peH,u,y)

OCO3HaHHoe / ‘
6ecco3HaTenbHoOe packpbiTue 6pe|-|,u,a)

coOTBETCTBUE
npeanoyteHnam LIA

\ KOHKypeHTOCI'IOCOGHOCTb)

M (495) 6456160

L www.currentmp.com
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MHTOCCTPAX

/

Ayaut 6peHaa UHroccTpax - atanbl pabor

MopoenupoBaHue cyuwlecTayowen nnatdpopmel bpeHaa

» AyoumT BCex TOYEK KOHTaKTa bpeHpga “HroccTtpax” ¢ noTpebutenaMmm n coTpygHmkamim
» Pabota c Toukamu Ha KapTe bpeHaa - MoAENMPOBaHNE BUPTYalbHbIX METa-COOBLLEHNN

» dopmmpoBaHue aapa 6peHaa, BbloeneHne HeCOOTBETCTBYIOLLNX TOYEK KOHTaKTa

2. JKcnepTHas oueHka cMmogenuposaHHou nnatdopmbel 6peHaa

» AHanns cootsetcTBusa nnatdgopmbl SWOT “UNHrocctpax”
» AHann3 cCooTBETCTBUSA NOTPEBUTENBCKNUM MPEANOYTEHNAM U MEXAHU3MY NPUHATUS PELLEHNS

» TecTupoBaHme niatdopMbl NO TPEM MPU3HaKaMm: LENOCTHOCTb, anddepeHumaunsi, EMKOCTb

Pe3ynbTaT: 9KCnepTHOE 3aKio4YeHne 0 HeOBXOAUMOCTIN pa3paboTK HOBOWN NMNaTgopPMbl
M (495) 6456160
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____ MHTOCCTPAX

/

MoaeAnupoBaHue cywiecTByowen nanatbopmbl OpeHpa

®upmeHHanA
aTpubyTnka
Ynakoeka ToBapoB
[u3aiiH caitta
TNorotun
HeiimuHr
KopnopatueHbie

KOMMYHWKaUMu
hucHoe

NpoCTPaHCTBO
CroumocTb
CBoiicTBa TOBapoB/
yenyr
Peknama
PR
CnoHcopcKme NpoeKTbi
BbicTaBKM

CoobuecTBa
MecTa npopax

Mexnu4yHocTHbIe
KOMMyHUKauuum

- aHaNN3 pPeKNaMHbIX MaTepuanos
- aHann3 NpPoayKToBOro noptdens

- aHann3 KopnopaTuBHbLIX KOMMYHUKaLNIA
- aHaNN3 NNYHbIX KOMMYHUKaLNN

- aHann3 orcoB Npogax<

- aHann3 PR-akTnBHOCTA

MOJIb3A ) KITMEHTBI

Kakoe csoiicTso
OTNINMEET NPOAYKTbI Ans xoro paGotaet
atoro 6peHaa? Kakyio Bpena? Kakum
NPaKTUMECKYIO NONb3Y o6wecTso BUAUT ero
51 OT HUX nonyvat? KnnenToa?

3aMmounn KYJIETYPA

Kakoe Hactpoenue,
3MOUMOHanNbHOE

Ha kakon
BHYTPEHHEN
KYNbTYpe NocTpoeH
3ToT BpeHa u ero
npoayKThi?

CoCTosHME
accounupyetca y
MEHSA C 3ITUM
6penaom? Events

MoAdennpoBaHme
BUPTYasibHbIX
MeTa-CoobLLEHNIA

— MOSIb3A

USP
CBOWCTBO
OTNNYAET NPOAYKTHI Ans koro paGoraet
aroro 6peHaa? Kaky'~ BpeHa? Kakum

NPaKTUYECKYIO NOME _ 06uecTso BUANT ero
A OT HUX nony4an? KNMeHToB?

Advertising

amoumn KYJIBTYPA

Kakoe Hactpoenue,
3MOLMOHANbLHOE
CcocTosHUE

Ha kakon

BHYTPEHHEN
Kyrl hTVDR nncrpoen

accoyaupyertca y ar ero
MEHSA C ITUM m
Events 4

BpeHgom?

dbopmurpoBaHue sgpa, NnaToopMmbl
N BbISB/IEHME HE COOTBETCTBYIOLLMX
nMb0o OTCYTCTBYHOLLNX TOYEK KOHTaKTa

M (495) 6456160
n www.currentmp.com
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MHIOCCTPAX

SkcneprHaa oueHKa CMOAeAMPOBaHHOU NAATGOpPMbI

preference 6

Tor0 69 ? ? . ( ) Barbarians
aro Haa? Kak: ! o
NPaKTUYECKYIO NOMb3 €CTBO BUAWT €
51 OT HUX Nonyya? MeHTOoB? : ‘ preference 7
. ax Out of normal spendings
®
» B g "
- B
amoumn
Kakoe HactpoeHue, a " . e : p
M eocTomme BHyTpenHei ‘ o
KyNbType noc H
aToT GpeHg n e .
nj ?

accoyumpyercs y
M

eHS C ITUM
Bpenagom? Events

Deep involvement

SWOT-aHann3 komnaHum - BbIIB/IeHME NpennoYTeHnin uenesbix rpynn
TecTnpoBaHne nnaTtdopmbl: PEA H Py
- NpY HEOB6XOANMOCTU aHKETUPOBaHNE
- UEeSIOCTHOCTb COTAPYHMKaMn Nnpoaax
- ancddepeHumaLms - [PU XKeS1aHUN KITMeHTAa - [OrNOJIHUTE IbHbIE
- eMKOCTb mnccrieqoBaHus (He BXoAgsiT B CTOMMOCTb)

NS

SOKcnepTHoe ] i

www.currentmp.com
|
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Meaua-ayaur
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Hawu NMPOAYKTbl AAH KOHTPOAA NAAHUPOBAHUA U 3AKYINOK

® Post campaign mMeauna-ayauT Channel mix: cover build-up

» [poBoauTCcA Mo UTOram npoLueLlen KaMmnaHum
I

Shar e ABy = = Aity=100

B3anmopencrTemne ¢ areHTCTBOM perfiamMmeHTUPYeTCHa KIIMEHTOM ot i bk covm o i et o e, T iy g

» These channels have really large intersections, so it is two channels which build cover up and others add just a little
» 870 GRP /8 wks is not such a media-weight to exhaust a cover potential of two large and few narrow channels,

4 I'Ionyqume OAaHHbIX OT HE3ABUCUMOW MOHI/ITOpVIHFOBOI7I KOMMaHn"

& &

so there's no need for other two large channels

®  So dropping Pervyi and Rossiya will result in nothing else than a gain of TRP > L
poing e and ossy ° ° < CURRENT
»  Because TCPP (CPP/Affinity) of NTV and STS is much lower H

B ConpoBoXxaeHue meava-caenku

» OueHka nnaHnpyemomn meamna-apdheKTUBHOCTN 0 3aKNOHEHNS COENKN
PaboTa ¢ areHTCTBOM Mo onNTMMM3aumn nokasartenen
KoHTposie PBA nocne okoH4YaHus KamnaHum

B TakTunyeckas onTtmmMmmn3auus

» [ns cpeoHero 6usHeca, OCYLLLECTBSIOLLErO 3aKYMNKM HanpsimMyto

4 AHanns megua-nnaHos U YPOBHA UEH, pekomMenaunnm no onTmMm3aumnmn

» ToHopap B BuAe KOMUCCHN NMBO NPOLIEHTA OT COXPaHEHHOTO GomKeTa ! s curtonmp.com
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Mapapurma TakTMMECKOU MepAua-onTUMMUu3auuu

[nsa Toro, 4To6bI MAaKCUMN3NPOBaTb 3PMEKTUBHbLIN OXBAT, HYXXHO 3aKyNUTb Meana-Bec No MUHUMarbHON LEeHe,
HanpaBUTb ero B Hanbonee aphuUHUTUBHBIE KaHaslbl N pacnpenennTb ero Mexxay HAMM Takum o06pasoMm, YTOoObI
HOpMann3oBaTb YaCTOTHOE pacripeqesieHue.

OpHako, nonbITKa ONTUMMN3NPOoBaTb 060N 13 BbiLLeNepeYMCNeEHHbIX NOKa3aTenen aBToMmaTnyeckn BreyeT 3a cobon

N UBMEHEHME BCEX OCTaSIbHbIX. Tak, KynnB PENTUHI MO MUHUMAIBHOW LIEHe, Mbl NoTepsieM B adOUHUTUBHOCTH,

a Bblbpasi TONbKO caMble adPUHUTUBHBIE KaHalbl, Mbl CYLLECTBEHHO Cy>Xaem oxeart. [1oaToMy meama-onTMmn3aLns
COCTOUT B TOM, YTOObI HAUTK ONTUMANbHOE COYETaHNE NoKalaTesien, nocne KOToporo noboe ganbHenwee yny4dweHue
OOHOr0 U3 HUX NMPUBEAOET TONMbKO K 60oMee CyLecTBEHHOMY YXYALLUEHNIO OCTaBLUMXCS.

. *> = frequency Effective
split/ placement --> [ distribution™ RN (Y

v
- quality / split ----»_x affinity >

1
|
|
|
\
rice
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>
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KPI ana mepana-ayauta

[TockonbKy cama no cebe BennyMHa TOro UM MHOro Meaua-nokasaTtens He AaeT BOSMOXXHOCTU CyanTb O KadecTse
Megua-nnaHupoBaHusi, Mbl pasgenunn KPI Ha Tpu coctasnstowmx: Buying (3akynkn), Targeting (nonagaHue B LIA)
n Distribution (pacnpegenerune). KPl coopMmpyeTcst Kak OTKIIOHEHNE OTHOCUTESBbHbLIX KITHOYEBLIX NoKasaTeneu
KaMnaHum No KaXxgom U3 COCTaBNSLWNX OT aHaNormyHbIxX nokasarenen Pool.

KPI: Distribution

KPI: Targeting : ;

= frequency Effective
distribution Reach (N-M)

KPI: Buying

)

M (495) 6456160
n www.currentmp.com
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MpumeuareAbHble 0COOEHHOCTU METOAOAOT UM

A
Frequenc
Negotiated a Y

discount

Overweight

Client

Underweight

'
OLeHKa ypOBHS LieH 0 AOMO/IHUTESIbHbIM | Reache M Reach%
CKugKam, rnoJsly4eHHbIM “cBepx” npavic-nmcra
Ha faHHbI1 06beM C yHETOM MapamMeTPOB CHEIKN MeTogonorus nogcqera agpeKkTMBHOro Beca
YYNTBIBAET Kak ayanTopuo B KOppuygope
3 PHEKTUBHOM HaCTOTbI, Tak U 3¢hDEKTNBHOE
4YUCJ10 KOHTaKTOB, HabpaHHoe ayanTopuen BHe

Koppugopa.
Affinity /

Natural

Lns cpaBHeHusi vs Pool ncrosib3yercs

B3BeLUeHHbI Affinity Index Ha o6LLyro 2  whwcuranin.com

aphUHUTUBHOCTb TEIECMOTDEHMSI s Al |g“em£ PAK':E-:-S

JaHHou LIA v Ha obLynin meaua-Bec IRy R E. - .
[

|

Total GRP




CoctaB meapua-ayauTa

B 3aBUCKMMOCTIN OT NoXKenaHum KNueHTa, cneundukn oTpacnu n Tuna megma-HoCcuTenNs coctas Megna-ayanTa
MOXXET BapblpoBaTbCs. TakXe HEKOTopble 6/1I0KN MOryT 6bIThb NPeaCcTaBeHbl C pa3brBKOWN MO KamMnaHnsam/
NpoOyKTaMm, a HEKOTOpPbIe MO arpernpoBaHHbLIM OaHHbIM 3a BECb nepuog ayguTta. Huke npmeoamnTcs TMnoBoe
cogep kaHue paboTbl nNo ayauTty TB-kamnaHun:

Benchmarking versus Pool 2. Further Analysis (per channel and overall vs Pool)

e Buying KPI: e (Cost:
CPP 30” for total cost negotiated discounts
e Targeting KPI: adjusted CPP vs Pool’s best and avg.

Al / Nat.Al for total GRP e Channel Split:

e Distribution KPI: weight% to cost index

Eff. TRP Ratio for total TRP e Placement:

e Overall KPI: Al scored to fix share

CPP Reach N-M for total Cost Reach scored to
P1 share : i
u marketing PARTNERS
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Any additional data required 4. Action points ':'. CurRREN?




