Retail Media o

Kak npon3BoanTENM TOBAPOB BOCMPUHMMAIOT
N UCNO/Ib3YIOT HOBbIN KaHa/ NPOoABUKEHUS

AnBapb 2026




MeToanonorua

Pecypcbl, UICTOYHUKU, Neprnos,

JaHHble OHNalH-onpoca AHAeKca
Ha b2b access-naHenu

MapkeTosiorv Bcex ypoBHeii (o1 UA-
MeHeaxkepos Ao CMO), ynpasnstowme
MapKEeTUHIroBbIMK BrogkeTamm

Bpema npoBegeHua onpoca —
HOs6pb - AeKabpb 2025 T.

Mpodonnb KoMnaHMK

KomnaH1mn-BeHa0pbl Mafioro-cpeaHero u
KpynHoro 6usHeca, NpoaatoLLme ToBapbl Ha
OH/IAMH-NNOLWaAKax He3aBMCMMOro ecom u

MapKeTnaencax us cneaytowmx MHAYCTPUN:

dapma, ToBapbl AnA aBTO (aBTO3anyacTy),
BTn3, FMCG, Beauty, Fashion, aetckne
TOBapbIl, CNOPTTOBaPbI, Mebenb, TOBapbI
ANA CTPOUTENBCTBA U PEMOHTA.

Ob6bem BbIOOPKHK

400 pecnoHAeHTOB



0

32%
npoussoauTeneu
TOBAPOB 3HAKOMblI

C puTenn-meana

3HaeTe N1 Bbl, YTO TaKoe puTenn-meamna?
47% 35% 13%

[a, 3Hato Ckopee 3Hato He 3Hato

[aHHble onpoca AHaeKkca Ha b2b access-naHenu, PO, Hoa-aek 2025,
MapKeToN0rn KomnaHuin-seHaopos, 400 pecnoHAeHTOB

28% KOMNAHMM acCoUMMNPYIOT pUTENN-MEaNa
NCKNHOYNUTENIbHO C MapKeTN/1IeMcamMm, He y4nTbiBas
PEK/IaMHble Pa3MELLEHUA HA CaUTaX U B MPUIOKEHUAX
HE3aBUCUMbIX MHTEPHET-MarasmHoB

B: YTO M3 HUXKENnepeyncneHHoro, Ha Ball B3rnag, OTHOCKTCA
K putenn-meamna? (OTKpbITbIM BONPOC)

Peknama Ha mapKeTnaemncax
p 28%

Peknama B un HTEPHET-Mara3dnHax

21%

PeKknama Ha calTtax putennepos

16%

Peknama 6e3 yTouHeHuUn

10%
Peknama B odnaiH mecte npoaax 0
8%
TapreTMpoBaHHasA peKknama / B MOMeHT Bbibopa 89
(o]




OcHOBHOW Apamnsep
pa3MeLLleHna B pUTENN-
Mena - BbICOKas
3PPEKTUBHOCTb PEKNAaMbI

[aHHble onpoca AHaeKkca Ha b2b access-naHenu, PO, Hoa-aek 2025,
MapKeToN0rn KomnaHun-seHaopos, 400 pecnoHaeHTa

B: Kakne npenmyuiectsa putenn-meama Hanbonee BaxkHbl AnA Bac?

53%

46%

34%

29%

28%

26%

26%

24%

20%

18%

15%

15%

9%

| Bbicokaa apdeKTUBHOCTb peKNaMbl

Bonbwon macwTtab ayautopumn / Tpadpduka
|

Yno6CTBO M NPOCTOTA MCNONb30BAHMA NAATPOPMbI
[

BavAHMe Ha BbIBOP NOKynaTena B TOUYKe NPOAaXK
|

Bbicokoe KayecTBO TpaduKa
|

BbICOKana 3aMeTHOCTb peknambl
|

Pa3Hoo6pa3ne AOCTYMNHbIX GpOPMaTOB
|

LInpoKne BO3MOKHOCTM TapreTuHra
[

Mpo3payHaa OTYETHOCTb
|

BO3MOXHOCTb MCNONb30BaHUA AaHHbIX pUTennepa ANA TapreTuHra
[

CKBO3HaA aTpubyums npoaak
[

OMHMKaHaNbHOCTb MOKa3a peKkaambl
[

EonHbie meTpukn n KPI




[naBHbIMKN Bapbepamu ANg
NPOABUXKEHUA B PUTENN-
Me[na OCTatoTCA BbICOKAA
ctoumocTb (30%
PEeCnoHAEHTOB) U

C/IOXKHOCTb OLEHKM
apdeKTuBHOCTH (16%)

[aHHble onpoca AHaeKkca Ha b2b access-naHenu, PO, Hoa-aek 2025,
MapKeTo/1I0r1 KOMMNaHUN-BEHA0PO0B, 77 pecnoHAeHTOB

38%

30%

16%

16%

14%

14%

10%

8%

5%

4%

4%

4%

4%

B: Moyemy Balla KOMMNAHMA B HACTOALWMMN MOMEHT HE pa3MeLlaeTca Ha
putenn-megma nnatpopmax?

dopmaT HeadeKTUBEH A1A HALLEN KaTeropum ToBapos

BblCOKaa CTOMMOCTb pasmelLeHunA

CnoxHo oueHuUTb 3pdeKTMBHOCTL 1 RO

HenocTaToK BHYTPEHHMX PECYypPCcOB KOMMaHUM (BpeMsi, cneuunaauncTbl)

He0CTaTOK 3HAHWM U OMbITa |oa60Tb| C puTENN-MegMa BHYTPU KOMMAHNUM
HepocTaToK 6toaxkeTa =HeT AeHer, YyTobbl TecTUpoBaTbh dopmar)

HepoctaToyHO Npo3payHbie AaHHbIE U aHa/IMTUKA OT PUTENNEPOB
|

Hun3koe KayecTBo TpaduKa

CNVLIKOM MHOTO PasHbIX NA0LWAA0K, C10XKHO BblbpaThb

Hu3Kaa peHTabenbHOCTb

CNnoOXHOCTM B3aMMOAENCTBMA C puTeEnaepamm

Henoaxop,ﬂm,me NN OrpaHNYeHHble GopMaTbl peKambl

HeTt Hz)-KH bIX TAPreTuHros




86% npounssoauTeneu pa3lv\eu1,a+0TCH Ha pUTenI-meana
naaTPopmax

Cpeaun Hux y 84% Ha 3TOT KaHan npmMxoausiocb 4O TPETU BCEX PEKITaMHbIX pacxoaoB

B: Kakyto gonto ot obLiero peknamHoro 6oaerta 3aHMMaloT TpaTbl HA pUTen-meama?

42% 42% 10%

0o 10% 11-30% >30%

6% 3aTpyAHUANCb OTBETUTb

* B: Ha Kakux puteinn-meamna nnatdopmax Bbl pasmelllaeTecb B HACTOALLUMIA MOMEHT? Bbibop M3 cnucka naathpopm
[aHHble onpoca AHAeKca Ha b2b access-naHenu, PP, Hoa-gek 2025, mapKeToiorM KomnaHuin-seHgopos, 400 pecrnoHaeHToB



23% NMOCTABLUMKOB Y»Ke 3aK/1aablBatoT btoaKeTbl
Ha pUTenn-meama oTaeIbHOU CTPOKOM B CBOUX
MapKETUHIOBbIX pacxoaax

broaxeT Ha nepdomaHc- Tpena-mapKeTUHroBbIN OTaenbHbIN boAXKET Ha O6WKNIA MapPKETUHTOBbIM BrogxeT Ha meaAuNHYO
npoABuKEHUE broaxer putenn-meama broaxer peKknamy

[aHHble onpoca AHaeKkca Ha b2b access-naHenu, PO, Hoa-aek 2025, mapKeTonorM KomnaHui-seHao0pos, 337 pecnoH NEeHTOoB



52% npoussoauTtenen ToBapoB NAAHUPYIOT YBESIUUYUTD
610aKeTbl B putemnn-meama

Cpeau HUX NNaHUPYIOT POCT BoaKeToB

I ——

36% 9% 3%

0o 15% Ha 31-50% >50%
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