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Ha cospemenHoM aTane passuTUsi PLIHOYHON 3KOHOMMKW BBLICOKWIA YPOBEHb
KOHKYPEHTOCNOCOBHOCTU SIBMSIETCS MMaBHOW Lienbio GOMbLUMHCTBA OpraHuM3aLuii, no-
3TOMY 3PDEKTUBHYIO KOHKYPEHLIMIO MOXHO CYMTaTb OAHUM M3 KIo4eBbIX (hakTopoB
KOMMEpYEeCKoro ycnexa npegnpustusi. Y nioboi KoMnaHuM ecTb KOHeYHasi Lenb B
cTpaTernn NOBbILLEHUSI KOHKYPEHTOCNOCOOHOCTW, KOTOPOM Yalle BCero siBnsieTcs
nobena B KOHKypeHTHOWN 6opbbe. BaxHo He pa3oBo nobeanTb, a CBOEBPEMEHHO U
MOCTOSIHHO MPWHUMAaTb PELUeHUs ONS YCUNEHUs NOo3nLUMI KOMNaHWM Ha pbiHke. Ha
npumepe OOO “Natura Siberica” B cTaTbe UCCNEAYHOTCA U OLEHNBAKOTCA OCHOBHbIE
rokasartenu u XapakTepucTuKM, CNOCOBCTBYIOLLME NOBBILLEHNIO KOHKYPEHTOCMOC00-
HOCTM KOMMaHW Ha pbIHKE KOCMETUYECKUIA NPOAYKUMN. [TOCTOAHHO pacTyLwuii cnpoc
Ha KOCMETMYECKYH NPOAyKuuto TpebyeT OT KoMMaHui pas3paboTkm ahdeKTUBHBIX
Mep, CNOCOBCTBYIOLLMX MOBLILUEHNIO KOHKYPEHTOCMIOCOBOHOCTH, YTO akTyanuaupyeT
paccmaTtpusaemyto npobnemy. OBbeKT nccnegoBaHns — KOHKYPEHLMS Ha pblHKE KOC-
MeTUYeckow npoaykummn. MNpeameT nccnenoBaHms — akTopbl BIINSHWSA HA KOHKYPEH-
TocnocobHocTb OO0 “Natura Siberica” — nponsBoguTensa n npogasLua HaTypanbHOM
kocmeTuku. Llenb nccnegoBaHns — OLEeHKa OCHOBHbIX MOKasaTernen, BAUALWNX Ha
dopmmpoBaHme KoHkypeHTocnocobHocTn OOO “Natura Siberica”. MeTogonornyec-
Kyl OCHOBY MCCEAOBaHMSA COCTaBUIMN KOMMIIEKCHBIA U CUCTEMHBIN NOAXOAbI, B OC-
HOBEe MOCMeAHEro 13 KOTOPbIX NEeXWUT PpacCMOTpeHne 00beKTa Kak CUCTEMbI, @ Takke
CTPYKTYPHO-(PYHKLMOHANMbHBIA NOAX0A, CTPOSILLMIACS Ha OCHOBE BbIOENEHUs B Le-
MOCTHBIX CUCTEMaX UX CTPYKTYpbl. TeopeTuyeckme OCHOBbI MCCeO0BaHNS 3anoXeHbl
B Tpyaax M. MNoptepa, A. CmuTta, [. Pukappo. PesynstaTel paboTbl nokasanu, 4To B
OO0O “Natura Siberica” He ncdyepnaH noTeHUMan NoBbILLEHNS KOHKYPEHTOCNOCOOHO-
cTu. BbisiBneHbl npobnemMHble cdepbl, TpebytoLmne 6e3oTnaraTenbHOro paspeLleHust.
K ocHOBHbIM OTHECeHbI crneaytoLme: hopMMpoBaHnue TOBapHOro acCopTMMeHTa, OT-
BEYalLLEero pbIHOYHOMY CMPOCY; OrPaHUYEHHOCTb KaHaNoB CObITa TOBApHOM NpoayK-
uun (cnabas gueepcudurkaums); He 4OCTaTOMHO 3PEKTUBHOE NO3ULMOHNMPOBAHME
opraHu3auun. [ina kaxaon u3 npobnemMHbix cdep npeasnoxeHbl BapuaHTel MUHUMU-
3aLMmn UX BAMSHUS HA KOHKYPEHTOCNOCOBHOCTb KOMMNaHWW.
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At the present stage of the a market economy development, a high level of
competitiveness is the main goal of most organizations, therefore effective competi-
tion can be considered one of the key factors for the commercial success of an enter-
prise. Any company has an ultimate goal in a strategy to increase competitiveness,
and most often, it is to win the competition. It is important not to win once, but to make
timely and constant decisions to strengthen the company’s position in the market. The
author examines and evaluates the main indicators and characteristics that contribute
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to increasing the competitiveness of companies in the market of cosmetic products
on the example of Natura Siberica LLC. The ever-growing demand for cosmetic prod-
ucts requires companies to develop effective measures to increase competitiveness,
which actualizes the title problem. The object of the study is competition in the market
of cosmetic products; the subject is the factors influencing the competitiveness of the
company “Natura Siberica” — a manufacturer and seller of natural cosmetics. The aim
is to evaluate the main indicators that influence the formation of the company “Natura
Siberica” competitiveness. The methodological basis of the research is an integrated
and systematic approach; the latter is based on the consideration of the object as a
system, as well as a structural and functional approach based on the allocation of
their structure in integral systems. The theoretical foundations of the research are laid
in the works of M. Porter, A. Smith, D. Ricardo. The results of the work showed that
the potential of increasing competitiveness has not been exhausted in the company
“Natura Siberica”. Problematic areas requiring urgent resolution have been identified.
The main ones include the following: the formation of a product range that meets mar-
ket demand; limited sales channels for commercial products (weak diversification);
not sufficiently effective positioning of the organization. For each of the problematic
areas, options are proposed to minimize their impact on the competitiveness of the

company.

BeedeHue. MepBble cBegeHusi 06 Mcnornb-
30BaHUN KOCMETMYECKMX CpeacTB AaTupyoT-
ca anoxon [pesHero Ermnta. B coBpemeHHOM
MUPE XN3HEOEATENbHOCTb JIIOAEN He MbICIUTCS
6e3 MCnonb3oBaHUSA KOCMETUYECKUX CPELCTB.
Mx MOBCEMECTHO MPUMEHSAOT NH0AWN Pas3nUYHbIX
coumanbHbIX Crioés obLecTBa, pasHbiX HauWo-
HanbHocTel, 06oero nona 6e3 Bo3pacTHbIX orpa-
HUYEHUI, HAaNpUMepP POaUTENM A1 HOBOPOXAEH-
HbIX AeTeNn, NEHCUOHEPbI BNOTb A0 MPEKITOHHOTO
Bo3pacTa. B oyeHb pasHoOOpasHOM KocMmeTuye-
CKOM acCCOPTMMEHTE MPaKTUYECKN KaxKOblh 4e-
NOBEK MOXET HanTu HeobxoouMbli eMy TOBap:
CpeacTBa Mo yxody 3a KOXen nvua v Ternom, ge-
KOpaTMBHYH KOCMETUKY. N3 120 pOCCUINCKMX KOM-
NaHui, NPOM3BOAALUMX N peanuayloLmnx Kocme-
TUYECKYI0 MPOAYKLUMIO, €CTb XOPOLLO M3BECTHbIE
«HoBasi 3apsi», «Pacceet», «JluHaay, «KanuHay,
«CeBepHoe cusiHMe», «HeBckas KocMeTukay
n gp. NMOCTOSHHO NOSIBMSIOTCA HOBblE KOMMa-
HUW, KaKk OTEYECTBEHHble, Tak M 3apybexHble.
Ha pblHKE KOCMETMYECKOW MNpogyKuumn coxpa-
HSIETCS >XECTKass KOHKYPEeHUUs, ABMXyLLas cuna
KOTOPOW — HOBWHKM, MOfb3a, CTOMMOCTb. TOYHO
BOCMpou3Berna 3Ty MbICfb kommeHTaTop [dapbs
MorunbHKkoBa, roBopsi O POCCUMCKOM pPbIHKE
kocmeTukn: «OTCYTCTBME KOHKYPEHUMU BEOET K
perpagauuu...» [Lut. no: 3].

KoHKypeHUnsa aBnAeTcs OAHOW U3 OCHOB-
HbIX XapaKTEPUCTUK PbIHOYHOW 3KOHOMWKM, YTO
Aenaet HeobxoOUMbIM MOCTOSIHHO OTCIEXMBaTb
KOHKYPEHTHbIE U3MEHEHUS PbIHOYHBIX CUTYaLIMN
N yMeTb OnepaTMBHO afanTMpoBaThbCs K HUM'.

Y ntobon KoMnaHuM ecTb KOHeYHasi Lenb B
cTpaTterMm MOBbILWEHNST KOHKYPEHTOCMOCOOHO-
CTK, KOTOPOM Yalle Bcero asngerca nobega B

" Debelak D. Total marketing: capturing customers
with marketing plans that work. — Homewood, lllinois: Dow—
Jones—Irwin, 1989. — 242 p.

KOHKYpeHTHoIn 6opbbe. BaxxHO He pa3oBo nobe-
OWTb, 8 CBOEBPEMEHHO 1 MOCTOSAHHO NMPUHUMAaTb
KOHCTPYKTVBHbIE pelleHnst Ans Bcé Gomnbluero
YCUMEHUSA MO3MLUIA KOMMAHUU Ha pbIHKE. 3TO
B MOMHON Mepe OTHOCUTCS M K KOHKYPEHTOCMO-
COBHOCTU OpraHuM3auuin Ha pbiHKE KOCMeTU4ec-
kon npogykuun. Ha npumepe OOO “Natura
Siberica” (opraHnsaumoHHo-NpaBoBas opma —
06LLEeCTBO C OrPaHUYEHHOW OTBETCTBEHHOCTLIO,
Janee — KOMMaHus) B CTaTbe WCCNEeayTcs U
OLEHMBAOTCA OCHOBHbIE MOKa3aTenu M Xxapak-
TEPUCTUKN, CNOCOBCTBYHOLLME MOBBILLIEHNIO KOH-
KYPEHTOCMOCOOHOCTN KOMMaHWI Ha PbIHKE KOC-
METUYECKON NPOLYKLINN.

AkmyanbHocmb  uccnedoeaHusi. [lo
OaHHbIM TenegoHHOro onpoca 369 XuUTemnbHUL,
r. CaHkT-lNeTepbypra B BO3pacTHOM [Auanaso-
He 18-65 net, npoBeAéHHOro kKomnaHmen Mix
Research, 95 % oOnpoLEeHHbIX XEHLWWNH 3a Mo-
crnefHue TpU Mecsua CoBepLuanuy MOKYnKy Ka-
KMX-TMBO KOCMETMYECKNX CPEACTB: OeKopaTuB-
HOW KOCMETMKM, CPeacTB Mo yxody 3a NuLOoM U
Tenom. B 3aBucumMocTu OT Bo3pacTa TpaTbl XKeH-
LWMH Ppasfnu4yHbl, OOHAKO CpedHui nokasaTternb
cocTaBnsieT 2 ThiC. p. B MECAL, YTO CBMAETENb-
CTBYET O CYLUECTBYIOLLEM CNPOCE Ha KOCMETU-
YecKylo npoaykumto. NocTossHHO BO3pacTaroLwmnii
CMpOC CTUMYNUPYET KOMMaHUW-NPON3BOAUTENN
MOCTOSIHHO M3bICKMBAaTb HOBbIE BO3MOXHOCTU
0N ero yaoBNeTBOPEHMS, KOTOPbIMU BbICTYNaT
MHTEHCUMKaLNS Hay4YHO-UCCregoBaTenbCKUX
paboT, NMpMMEHeHWe NepedoBbIX TEXHOMOMUN,
NpoBeAEeHNE BbICTABOK-NPOLaX HOBMHOK C KOM-
MEHTapusiMM CMeunanncToB, akUMOHHBIX KaM-
naHnn, addEKTUBHBIX PeKNaMHbIX KamMnaHum,
npuBMeKaTenbHoe XyOOXeCTBEeHHoe odopmrie-
H1e ToBapoB U T. n. [4]. MNMpuBneyeHne notpedu-
Ternen KOCMEeTMYECKO NPoAyKLMU N YOOBETBO-
peHne nx crnpoca cnocobCTBYHOT peanusauuun
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Takown BaxkHenwen uenu nobor komnaHum, Kak
NoBbILLEHNE €€ KOHKYPEHTOCNOCOBHOCTU.

O6bekm uccnedosaHUsi — KOHKYpeHLUs
Ha pbIHKE KOCMETUYECKON NPOAYKLIMW.

Mpedmem uccnedogaHuss — QakTopbl
BMUSIHUS HA KOHKYPEHTOCNOCOBHOCTb KOMMNaHUn
“Natura Siberica”, asndwowernics npoussoguTe-
neM 1 NpoaaBLOM HaTypanbHOW W OpraHuyec-
KOW KOCMETUKM.

Uenb uccnedogaHusi — oLeHKa OCHOBHbIX
nokasartenen, BNUAKLWMX Ha opmMupoBaHue
KOHKypeHTocrnocobHocTn  komnanum  “Natura
Siberica”.

3adayu uccnedoeaHusi:

1) BbISIBUTb OCHOBHbIE MOKa3aTenu, Brnsio-
LUME Ha KOHKYPEHTOCMOCOBHOCTb KOMMaHuu, U
npoaHanuanpoBaTb AVMHAMUKY UX U3MEHEHUS 3a
2021-2023 rr;;

2) oxapakTepu3oBaTb Onvxanwmnx KOHKY-
PEHTOB Ha pbIHKE KOCMETUYECKON NPOAYKLMMY;

3) npeanoxutb M 0BOCHOBATbL KOMMMEKC
METOAOB 1151 OLEHKM KOHKYPEHTOCNOCOBHOCTU
komnaHun “Natura Siberica”;

4) BbISBUTb NpobnemHble cdepbl B KOHKY-
PEeHTOCNOCOBHOCTUN KOMMNaHMK, TpebytoLmne 6es-
oTnaratenbHOro paspeLUeHns.

Teopemuyeckue 0CHO8bI KOHKYPEHTOCMO-
cobHocTn 3anoxeHbl B Tpyaax M. MNopTtepa (30-
noTtoe NpaBuo TEOPUN MATU CUIT KOHKYPEHLIMU
rmacut’: «4yem crnabee BNUsHWE KOHKYPEHTHbIX
cun, TeM 6onblue BO3MOXHOCTEN K MOMYyYEHUIO
BbICOKOM NMPUBLINKN B OTpacnn UMeeT KOMNaHusl.
W HaobopoT, YeMm BbiLLE BUSIHUE KOHKYPEHTHbIX
CWn, TEM BblllEe BEPOATHOCTb, YTO HU OAHA KOM-
naHusi He B cocToaHuM Byaet obecneunTb Bbl-
COKYI0 MPUOLINIbHOCTL OT KanuUTanoBNOXEHUN»)
[8], a Takke A. CmuTa (0gQHOrO 13 NEpBbIX UCCrie-
posarenen KoHkypeHuumm) [9], O. Pukapgo.

Memodonozu4eckyro ocHogy uccriedo-
@aHusi COCTaBUNN KOMIMIIEKCHbIN U CUCTEMHbIN
noaxodbl, B OCHOBE MOCNEAHEro U3 KOTOPbIX
NEeXUT paccMoTpeHne obbekTa uccnenoBaHus
Kak cuUCTeMbl, a Takke CTPYKTYPHO-YHKLMNO-
HanbHbIN NOAX0A, CTPOALMNCS Ha OCHOBE Bbl-
OeneHnsi B LIENOCTHbIX CUCTEMAax WX CTPYKTY-
pbl. V3 yeTbipéx Hanbonee pacnpocTpaHEHHbIX
KOHLIEMNLMIN KOHKYPEHTOCNOCOBHOCTM, TaKMX Kak
TOoproBasi, WHBECTULMOHHAs, NPOU3BOACTBEH-
Hasi, MHHOBALMOHHAas, B CTaTbe MCNOmMb3ylTCA
OBe: NPOW3BOACTBEHHAsl, HEMNOCPEeACTBEHHO
CBA3bIBalOLLaa [AOCTMKEHNEe 3 deKTUBHOCTU
KOHKYPEHTOCNOCOBHOCTN C MPOU3BOACTBEHHbLIM

' OTCyTCTBME KOHKYPEeHLMW BedET K Aerpajaumnn: kak
MeHSeTCa pbIHOK kocMmeTukn B Poccun. — URL: https://www.
forbes.ru/forbeslife/463367-otsutstvie-konkurencii-vedet-k-
degradacii-kak-menaetsa-rynok-kosmetiki-v-rossii (aata 06-
paweHus: 15.08.2024). — TeKkCT: aNEKTPOHHBIW.

npoLeccoM, U MHHOBALMOHHAsA, KoTopasi Makcu-
MU3aLUMI0 KOHKYPEHTHbIX NPevMyLLecTB CBHA3bI-
BaeT C NOCTOSAHHbLIM MOUCKOM HOBbIX MAEN N X
BHeOpeHVEM B AeATeNbHOCTb KOMNaHWN.

Memodb!I uccnedoeaHusi. PelieHne no-
CTaBMeHHbIX 3a4a4 OCYyLLEeCTBMAANOCh HA OCHOBE
NpMMeHeHns obLLeHay4YHbIX METOOOB: aHanmsa
(pasnoxeHne obbekTa uccnegoBaHUs Ha Co-
CTaBHble YacTu), CMHTe3a (coegnHeHne oTaenb-
HbIX CTOPOH, YacTen obbekTa uccrneqoBaHus B
eanHoe uenoe), MHAYKUUn (ABUKeHWEe NO3HaHns
OT (pakToB, OTAEMbHBLIX Cry4aeB Kk obLiemy no-
NOXeHWo), Aeaykunn (BblBeAeHUE €ANHUYHOTO,
YaCTHOrO M3 Kakoro-nnbo obLLero NonoXxeHus).

PaspabomaHHocmb memMbl uccredo-
eaHusi. Kpome knaccuveckmx TpydoB Teopuu
KOHKYPEHTOCNOCOBHOCTU  NPEAnpUSaTUR,  yxe
Ha3BaHHbIX HaMW, HEOBXOAMMO OTMETUTL LMK
paboTt akagemuka Akagemuu npobrnem Kaye-
ctBa T. P.YaneHko [10]. Pag daktopos, 3Ha-
YAMO BAUSIIOWMX Ha KOHKYPEHTOCMOCOBHOCTB,
uccnegosanu A. B. lepacumoBa n H. P. Mawyk
[11, A. A. Poibankuna m E. A. Kynukosa [7]. Co.-
pemMeHHble NoAxoabl K OLEeHKe KOHKYpPEeHTOCMO-
cobHOCTU NpeanpuaTus npusedeHbl B paboTax
C. O. MegBegeBa v coaBTopoB [5; 6], cnocobbl
NOBbILLEHNST KOHKYPEHTOCNOCOBHOCTN — B WUC-
cneposaHusax M. Y. Maromegosa [4], A. A. Pbi-
GankvHon n E. A. Kynukoson [7]. NHCTpymen-
Tbl U MeXaHWU3Mbl HapalUBaHUSA KOHKYPEHT-
HbIX NPEMMYLLECTB MNpPeanpuaTUA PackpbITbl U
npeactaeneHsl B Tpygax A. B. epacumoson,
H. P. Mawyk [1], A. A. YcaHoBou [8], MapKeTuH-
roBble MHHoBauuu uccriegosanuce E. 1O, Kawm-
4YaToBOW W coasTopamu [2].

CyLlecTBeHHbIVM BKnag B paspaboTtky npo-
Bnem KOHKYpeHUMWU U KOHKYPEHTOCMOCOBHO-
CTn BHecnu 3apybexHble aBTopbl D. Rachman
(6busHec cerogHs) [14], Byron Sharp (poct
6penga) [11], Ch. Futrell (ocHoBbI npogax) [12],
I X. MuHkyneTe (nogxogpl K ynpaeneHuio map-
KETUHIOM, OPUEHTUPOBAaHHbIE Ha NOTPEBHOCTU 1
noxenanusa notpedutenen) [13], P. Smith n co-
aBToOpbl (KOMMYHMKaLMU CTpaTernyeckoro map-
KeTuHra) [15].

Cnenyet otmeTuTthb, YTo Poccuiickas dene-
paums Ha 3akoHodaTerlbHOM ypOBHE YCTaHaBIu-
BaeT eauHble NPaBOBble OCHOBbI 3aLLUTbI KOHKY-
peHUUM Ha TOBapHbIX U (PUHAHCOBbLIX pPbIHKax [1].

Pe3ynbmamebi uccnedoeaHusi. KomnaHus
“Natura Siberica” (B pycckon nutepauun — «Ha-
Typa Cubepuka») sBnseTcss npomsBoauTenem
W NpoAaBLUOM HaTypanbHOW W OpraHMYecKomn
KOCMETUKM, a Takke OMonornyeckn akTuMBHbIX
A06aBOK Ha OCHOBE YHMKAaNbHbIX PacTeHUn U
TpaB, COBpaHHbIX B 9KOMOMMYECKN YUCTBIX pe-

Economy
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rmoHax Cubupu. B HaTypanbHOW KOCMETUKE UC-
NOmb3yTCA KOMMOHEHTbI TOMbKO MPUPOAHOrO
npoucxoxaeHns. B opraHuyeckon KocmeTuke
He [OMKHO OblTb XMMWYECKMX KOHCEpPBaHTOB,
KpacuTenen, onacHbIX CUHTETUYECKMX BELLECTB,
BpeOHbIX 400aBOK 1 OTAYLUEK.

Ewé ogHo 06CTOATENLCTBO — KavecTBO
npogykumn [9] — noTeHuMansHO BbIFOAHO OTNU-
YyaeT kocmeTuKky komnaHum “Natura Siberica” ot
OpYyrMx npou3BoguTenen, 4aCTUYHO WCMONb3y-
IOLLMX B COCTaBe KOCMETWKU KOMMOHEHTbI, Ha-
Xofsmecs B cpoacTBe C HedTenpoayKTamu.
Kpowme Toro, komnaHus “Natura Siberica” nocto-
SAHHO BeA&T paboTy Mo COKpaLLEeHWUo Yyrnepoa-
HOro criega npuv NPov3BOACTBE KOCMETUYECKON
npoaykumun (cHwxkeHue Bbibpocos CO,), npu-
CYTCTBUSA TOKCUYHbIX KOMIMOHEHTOB B YMNaKOBKe,
NCMNonb30BaHUA NnacTuka, T. €. OHa ucnosegyeT
9KOOPUEHTUPOBAHHbLIV MOAX04 NPV CO3AaHUn
KOCMETUYECKNX NMPOJYKTOB.

ToBapHbIN acCOPTUMEHT KOMMaHWW npea-
cTaBrieH B Tabn. 1.

Kocmetuka komnanum “Natura Siberica”
opueHTUpoBaHa Ha nokonexHve 25-30+. Tosap-
Hbll acCOPTUMEHT AOCTaTOYHO pa3HoobpaseH
(Tonbko no yxogy 3a Tenom Gonee 460 Hanme-
HOBaHWI), NPUYEM KOMMNaHUSA ero MOCTOSHHO Ha-
palivBaeT, BbIBOAS Ha PbIHOK HOBbIE NMPOAYKTbI
AN yooBneTBopeHns notpebHocTen mn cnpoca
LeneBson ayanTopun.

Poccuiickue marasvHbl no  peanu3auuu
npoaykumn komnaHum “Natura Siberica” pabo-
TatoT 6onee yem B 20 ropogax'. B Poccuu y
komnaHun 6onee 35 GpeHOOBLIX MarasvHOB B
r. Mockee, Hoocunbupcke, CaHkt-INeTepbypre,
EkaTtepuHbypre. B kpynHbix ropogax pabotatoT
MOHOBpeHa0Bble MarasuHbl (Tonbko B I. Mockse
ux 6onee 30) n cna-canoHbl — LEHTPbI, Npea-
nararowue pasnuyHblie MeguuuHCKMe npoueay-
pbl M4yHOM rurneHbl. KocmeTtuyeckne cpegcrea
KOMMNaHUu NPOoAakTCA B anTekax U NonynsipHbIX
3MNEeKTPOHHbIX TOProBbIX ceTsax [23].

Mpoaykums OO0 “Natura Siberica” nssect-
Ha BO MHOrMX CTpaHax Mupa: oT ApreHTuHbl 0
ABCTpanuu, ogHako OCHOBHasi AONsA npodax
npuxoguTcst Ha cTpaHbl EBpocotosa?. C 2023 r.
KOMNaHUsi NpUCYTCTBYET Ha pbiHke LleHTpanb-

" OTCyTCTBUE KOHKYPEHLMW BedET K Aerpajauun: kak
MeHseTcs pblHOK KocMeTukn B Poccun. — URL: https://www.
forbes.ru/forbeslife/463367-otsutstvie-konkurencii-vedet-k-
degradacii-kak-menaetsa-rynok-kosmetiki-v-rossii (aata 06-
paweHus: 15.08.2024). — TekcT: 3NeKTPOHHbIN.

2 OnbIT 3aBOEBaHUSI MEXAYHAPOAHOMO pbiHKA OT MPO-
n3BoauTens kocmeTukn. — URL: https://ru.russia-promo.com/
open-asia/blog/istoriya-uspeha-Natura-Siberica-kak-vivesty-
brend-rossiyskoy-kosmetiki-na-mejdunarodniy-rinok  (gata
obpaiyeruns: 11.09.2024). — TekCT: SNEKTPOHHBIN.

Hon Amepukn (Kocta-Puka), roe oHa npeacrtas-
neHa B marasvHax cetn Super Salone n ante-
kax. PykoBoauTenb HanpasneHus mexagyHapos-
HbIX NpoAax koMmnaHun A. 3eneHbKoBa roBOPUT:
«B AHMmMUKM Mbl cTanu nepsBov N €4UHCTBEHHON
POCCUNCKOM KOMMaHWen, kKoTopasi nonana B yHu-
Bepmar Harrods. Notom mbl nonanu B Whole
Foods, Tesco n Marks & Spenser B AHrnuu, B
Monoprix, Carrefour n E.Leclerc Bo ®paHuun,
B Stockmann B ®uHnsHoum u lMpubanTtuke, B
Auchan n Bo MHorue gpyrve cetv B McnaHum,
Utanuu, Nepmannun, benbrun, Weeuun n B AB-
cTpanuny.

OcCHOBHblE  3KOHOMUYECKME MoKasaTenu
komnaHun “Natura Siberica” B guHamuke 2021-
2023 rr. npuBegeHsl B Tabn. 23,

M3 pgaHHbIX Tabn. 2 crnegyeTt, YTO OO4MH U3
OCHOBHbIX 3KOHOMMWYECKMX Nokasatenen — Bbl-
py4ka KOMMaHuMu 3a TpU roga — BbISABUIT TEH-
OEHLUMI0O K MPUPOCTY, HECKONMbKO CHU3MB (Ha
5,1 %) Temn npupocTa B 2023 I. N0 OTHOLLEHUIO
K 2022 r. Temn npupocTa (ybbinmn) — 3To OTHOLLE-
Hue abcontoTHoro npupocta (yobinn) Kaxaoro
nocrneayLero ypoBHsa K npeabigyLieMy ypoB-
Hio, NpuHATOMY 3a 100 %. OH nokasbiBaeT, Ha
CKOMNbKO MPOLEHTOB yBENUUUNcs (CHU3WMCS)
nocrneayLwWwnii YpoBeHb N0 CPaBHEHWUO C npe-
AbloyLLMM.

B 2023 r. no cpaBHeHuto ¢ 2022 r. nokasa-
Tenb NPUOLINY 3aMETHO CHU3UIICS, YTO MOXET
OblTb OOBACHEHO KPU3UCHBIMU HABMEHUAMU B
9KOHOMWKE, a TaKkKe 3aKpblTUEM HECKOMbKMX
MarasmHOB Ha MeXOyHapOOHbIX PbIHKaX.

OpHMM 13 BaXkHbIX MokasaTtenen obuiero
ycrnexa KOMMaHuM SBhsieTcs peHTabernbHOCTb
npogax. Bbicokad peHTabenbHOCTb npoaax
peanuayeTcst Npy BbINOMHEHUN OOHOMO U3 ABYX
YCIOBUNA:

1) adbpeKkTUBHbBIN KOHTPOMb CBOMX Pacxo-
pafel-H

2) 3HauMTenbHOE NpeBbILLEHME LieHbl ToBa-
POB UMW yCryr Hag Ux cebecTonMOoCTbIO.

OBLWENPUHATOrO  paHXMpPOBaHUS  peHTa-
GenbHOCTM Mpodax He CyLlecTBYeT, OAHaKo
KOMMaHUM NpUaepXMBaTCa CriegyroLmx HOpM
peHTabenbHocTh: Bbicokasas — 20-30 %; cpea-
HAs — 5-20 %; Hu3kasa — meHee 5 %. PewatoTtcs
1N obpaTHble 3ajayun, Takue Kak onpegeneHvie
obbéma npogax npu 3agaHHoOM peHTabenbHo-
CTW W onpegerneHne YNCTonm npubbinu npu ms-
BECTHOW peHTabenbHOCTM NPOAAX 1 BbIPYYKeE.

3 Byxrantepckasi OTYETHOCTb M (PUHAHCOBBIV aHanu3
OO0 “Natura Siberica” 3a 2013-2023 rr. — URL: https://www.
audit-it.ru/buh_otchet/7727615970_ooo-natura-siberika
(nata obpaiyeHus: 14.08.2024). — TeKCT: aNeKTPOHHbIN.
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Tabnuua 1/ Table 1

XapakTepucTuka ToBapHoro accoptumeHta OO0 “Natura Siberica” /
Characteristics of the product range of Natura Siberica LLC

ToeapHas 2pynna /

Product group AccopmumeHnm / Assortment

ToHUKKM, MaTUpytoLLe ANCKU, KpeMbI, AMYTbCKM, CbIBOPOTKM, BUTAMUHHbIE KOK-
Tewnu, cpeacTea ansg ryb, cpeacTea Ans koxu Bokpyr rnas / Tonics, matting discs,
creams, emulsions, serums, vitamin cocktails, lip products, eye skin products

CpencTsa no yxoay 3a nuuom / Face
care products

Cpepctsa no yxoay 3a Tenom / Body

care products Kpembl ans Tena, pyk, Hor, macna / Body creams, hands, feet, oils

LLlamnyHu, 6anb3aMbl, Mackv s BOrOC, CbIBOPOTKM Ansi Bonioc / Shampoos,

CpegctBa ans Bonoc / Hair products balms, hair masks, hair serums

Mpoaykuus anst yxoga 3a nosiocTbio

pTa / Oral care products OnonackuBarenb Ans NonocTu pta, 3yoHele nacTtel / Mouthwash, toothpastes

[eTckoe Macno, CoNHUE3alUMTHBIN KpeM Ansa AeTeln, AeTCKOe Mblo, AeTCKas
neHka. JlnHerika geTckux npoaykTos Little Siberica co cpeactBamu, agantuposaH-
HbIMM K PyCCKOM 3UMe: 3alUMTHbIN KpeM Ans nuua, 6ans3am ans ryd, 3almTHbIN
Kpem Ans pyK, CorpeBatLLmin Kpem-pactupka ans Hor / Baby oil, sunscreen cream
or children, baby soap, baby foam. Little Siberica’s line of children’s products with
products adapted to the Russian winter: protective face cream, lip balm, protective
hand cream, warming foot rub cream

Toeapbl anst getew / Products for
children

KocmeTuka ansa myxuunH / Cosmetics | lenb Ansa gywa, wamnyHu, kpem ansa 6putbs / Shower gel, shampoos, shaving
for men cream

Tabnuua 2 / Table 2

OCHOBHble 9KOHOMUYECKMEe NoKa3aTernv KomnaHum B guHamuke 2021-2023 rr. /| Main economic indicators of the
company in the dynamics of 2021-2023

lMoka3zamesiu OMK/IOHeHUs1
2023 k 2022 2./
Deviation indicators
dKoHomuueckue nokasamenu / 20212 | 20222. | 2023 2023 by 2022
Economic indicators memn npupocma,
abcosnromHoe / y6binu (-), %/
absolute growth rate, losses
(), %
Beipyuka, mnpa p. / 3,973699 | 5,111140 | 4,851353 | -0,259787 -5,1
Revenue, billion rubles
Mpubbinb, yobITOK (-) 4O HANOrOOGNOXEHUS,
TbiC. p. / Profit, loss (-) before taxation, thou- | -177911 | 548881 148887 -399994 -72,9
sand rubles
Huctas npukins, yBuIToK (-), Mtk p. / -179,293 | 398,937 | 24,774 -374,163 93,8
Net profit, loss (-), min rubles
Eftjg; akTvBsoB, MnpA p. / Total assets, billion | 5 556000 | 5 113312 | 6283875 | 1,170563 22,89
BrieobopotHbie aktusbl, Mipa p. / Non- 1,134430 | 0,882916 | 0,994591 0,111675 12,64
current assets, billion rubles
Kanuran u pesepeel, mnpa p. / Capital and | 4 6a1533 | 5 060170 | 2,084944 |  0,024774 1,2
reserves, billion rubles
CpenHecnucoyHas YNCINEHHOCTb COTPYAHU-
KoB, yen. / The average number of employ- 567 549 521 -25 -5,1
ees, people
0,

PeHTa?eanocn: npogax, % / Return on 0.6 7.81 36 4,21 -53.9
sales, %

KoHeuHbIM (bMHaHCOBbLIM pe3yrnbTatoM Aes-  el, CBA3aHHOW ¢ HeaeKTUBHbLIM yrnpaBneHu-
TEeNbHOCTM NOOON opraHM3auumn SBMSETCS YAC- €M 3aTpaTamu.
Tasd npubbinb. C 2021 1. (rog owyTUMOro yobIT- CpegHecnmcodHas YUCNEHHOCTb COTPYAHU-
ka) no 2023 . NPOMCXOQUT CHWXEHWE YUCTOM KOB Ha MPOTSIKEHMM paccMaTpuBaemoro nepu-
NpubbINK, YTO ABMNSETCA HEraTUBHOM TEHAEHUM- 0OOa MMEET TEHAEHUMIO K CHkeHuto. B 2023 r.
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no cpaBHeHuto ¢ 2021 . CHUWXeHWe cpegHecnu-
COYHOW YUCNEHHOCTU COTPYAHUKOB COCTaBWIO
25 yenosek, Unu okono 5 %.

®PuHaHCcOBas cocTaBnsawWwaa AesaTerbHO-
CTN SABNSAETCA OCHOBHOW ANSA KaKOOoro Xo3sin-
CTBytOLLEro cybbekTa M Hanpsmyl BNUSET Ha
KOHKYPEHTOCNOCOBOHOCTb.

[N OueHKM KOHKYPEHTOCNOCOBHOCTN KOM-
naHMn HeobxoouMO MNony4vMTb NpeacTaBneHve
06 OCHOBHbIX €€ KOHKYpeHTax Ha oTevyecTBeH-
HOM pbIHKE KOCMeTMYeckon npoaykumm. Kpute-
puvsiMM Bblibopa KOHKYPEHTOB SBUIIUCb POCCUN-
ckasi NPUHaANEXHOCTb KOMNAHWUN 1 UX NpUBEp-
XEHHOCTb K MCMOMNb30BaHMIO B NPOaYKLUMK TOfMb-
KO HaTyparbHbIX KOMNOHEHTOB. IMu aBnsioTcs
cnegywume npeactaBUTENM KOCMETMYECKOro
BusHeca:

1) OO0 “Organic Shop” (OO0 «OpraHuk
LLlon Pyc») — oTedecTBeHHbIV, BeCbMa Nonynsp-
Hbl GpeHa, npeanaralWnin Nonb3oBaTensam
KONneKkumMn BbICOKOKa4eCTBEHHOW U HEAOPOron
kocmeTukn. CTpaHa-usrotoBuUTeNnb KOCMETUYe-
ckmx cpeactB ot OO0 “Organic Shop” — Poc-
cumnckasa degepaums. ACCOPTUMEHT NpoayKLmn
OTBEYaeT CaMbIM CTPOrMM TpeboBaHWSIM COB-
PEMEHHOWN OpPraHU4eCcKOW KOCMETUKU C YYETOM
BCEX €BPONEenckux ctaHgapToB kadvecTtsa. [po-
aykums, npegnaraemas OOO “Organic Shop”,
He MMeeT B CBOEM cocTaBe napabeHoB, Npoayk-
ToB HedTenepepaboTkm N reHeTuyeckn MOAu-
dULMpPOBaHHbIX OpraHu3aMoB. bpeHabl komna-
Hun: ckpab anga Tena «benbruncknii Wokonagy,
“Coconut yogurt®’, wamnyHb «LLUEénNkoBbIN Hek-
Tap» 1 gap.;

2) OO0 «MWKO» — komnaHwusi, pacnomno-
XeHHas B . KupoB, koTopas co3gaét HaTyparnb-
Hble 3(dEKTUBHbIE KOCMETUYEecKMe cpeactea
0e3 xummnyeckmx npumecen n obasok, a Takke
aKornornyHole HesonacHble cpeacTBa bGbiTOBOW
XUMUKN, B TOM YMCIe KOCMETUKY pyvHOn pabo-
Tbl 3 abCONOTHO HaTyparibHbIX KOMMOHEHTOB.
B accopTumeHTe cpefcTBa no yxogy 3a nuuoMm,
Tenom, ans sonoc. Co cnoB npou3BoguTens,
X cpencTBa He coaepXXaT CUMMKOHOB M Mpo-
OykTOoB  HedhTenepepaboTKku, UCKYCCTBEHHbIX
KpacuTenem m apomarm3atopoB, napabeHoB K
OPYrMX CUHTETUYECKMX KOHCepBaHTOB. bpeHabl
komnaHuu: wamnyHe “SHINE”, mackun gns nuua
«CTOM-MNMEHT» n «AKBA-BAJTAHC», kpem
ans wem n obnactu gekoneste “Push UP” u gp.;

3) OO0 «JIEBPAHA» (r. CaHkT-lNeTep-
Oypr) — poCCcUCKM NPON3BOAMTENb HaTyparb-
HbIX U OpraHMYeCcKnX KOCMeTU4ecknx cpeacts. B
OCHOBE MPOW3BOACTBA — TOMbKO HaTyparnbHoe
Cbipb€ N pogHukoBas Boga. KomnaHusa He uc-
Nomnb3yeT CUHTETUYECKME NMOBEPXHOCTHO-aKTMB-

Hble BellecTBa, HedTeEXMMUYECKME MNPOLYKThI,
a Takke MNPOAYKTbl XMBOTHOIO MPOUCXOXAEHUS
(3a wncknoyeHnem n4envHOro BOCKa M Méaa
B 6anb3ame ansa ry6). B nuHenke npoaykumu
npeacTaBneHbl KpeMbl AN nuua U BeK, CKpa-
Obl, MacKu, KOCMEeTMKA ANs OeTeN C POXAEHUS,
MYXCKasi cepus, renu Ang ymbiBaHUs U cpeg-
CTBa ANs CHATMSA Makushka, TOHUKU U rmgpona-
Tbl, Macna ang 6epemMeHHbIX 1 KOPMSLLUX MaM.
Bpenabl komnaHuu: “Levrana”, “Neo Care” “True
Alchemy”, “Freshbubble”, “Love Pets”, “Elivica”.
KonnyecTtBeHHas xapakTepucTuka Tpéx no-
Kasarenewm opraHm3aumii-KOHKYPEHTOB B MX CO-
noctaeneHun ¢ komnannen “Natura Siberica”’no
cocTosiHuio Ha 2023 r. npuBegeHa B 1abn. 3.

Tabnuua 3/ Table 3

XapakTepucTMka OCHOBHbIX KOHKYPEHTOB KOMMNaHuu
“Natura Siberica” / Characteristics of the main

competitors of Natura Siberica LLC

~ 0 @
s L A
$ |§,82 (8383
3 TETS|8ET
® = 8 8 ) g xS g S ¢
KoHkypenm / EXo| 228G |8858¢
: ORXNS| TS (v =Q
Competitor .8 §¢2XS |gEE 2453
§@| 335 (38385
ES 2389 |SS~>
i | 8755|8859
) § c?
OO0 «OpraHuk
LWon Pyc» / Organic 13 555 29,0
Shop Rus LLC
000 «MWKO» /
MIKO LLC 18 97 21,7
000 «JIEBPAHA» /
LEVRANALLC 1.0 21 24,6
00O “Natura
Siberica” / Natura 15 521 22,0
Siberica LLC

OCHOBHbIM KOHKYPEHTOM NO COBOKYMHOCTU
NpuBEAEHHbIX MokasaTenen, cornacHo Tabn. 3,
apnsetca OO0 «OpraHuk Lon Pyc».

,D,anee I'IpOBE‘D,éM aHalrmim3 KOHKYpPEHTOCNO-
cobHocTn OpFaHI/I3aLI,VIl7I nocpeancTtesomMm cpaBHe-
HUA q)I/IHaHCOBbIX nokasarenemn OeATeribHOCTH.
[aHHble ans cpaBHEHMS NornyYeHbl U3 ouLm-
allbHbIX NCTOYHUKOB AOJ14 Ka)K,ElOVI KOMMNaHnm wu
npeacTaBneHbl B Tabn. 41,

' Byxrantepckas OTYETHOCTb U (PUHAHCOBBIN aHanu3
00O «Opranuk LWon Pyc» 3a 2012-2023 rr. — URL: https://
www.audit-it.ru/buh_otchet/7701885202_ooo0-organik-
shop-rus (para obpauuenusa: 14.08.2024). — TekcT: anek-
TPOHHBIV; Byxrantepckas OTYETHOCTb U (PMHAHCOBLIV aHa-
3 OO0 «MUKO» 3a 2012-2023 rr. — URL: https://www.
audit-it.ru/buh_otchet/4345267637_ooo-miko1 002 664
(mata obpaweHus: 45.08.2024). — TeKCT: SMEKTPOHHBIN;
Byxrantepckas oT4éTHOCTb U cbuHaHcoBbIM aHann3d OO0
«JIEBPAHA» 3a 2013-2023 rr. — URL:https://www.audit-it.
ru/buh_otchet/7814622010_ooo-levrana (aata obpalleHus:
12.09.2024). — TeKCT: aNeKTPOHHbIN.
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Tabnuua 4/ Table 4

CpaBHUTenbHbIM aHanu3 komnaHum “Natura Siberica” n KOHKypPeHTOB Mo (pMHaHCOBLIM MoKa3aTensim
peATenbHocTH, 2023 r. /| Comparative analysis of Natura Siberica LLC and competitors in terms of financial
performance, 2023

00O “Natura 00O «OpzaHuk
lNokazamens / Indicator Siberica” / Natura | LUlon Pyc» / Organic O/O"Z ;g‘z:_(g» c;?_g;gfﬁ:’?_’l’g»
Siberica LLC Shop Rus LLC
Bbipyyka B 2023 r., ThiC. p. / Revenue
in 2023, thousand rubles. 4 851 353 335907 257 863 1325221
Yucras npubbink, yobIToK (-), ThIC. p. / )
Net profit, loss (-), thousand rubles 24774 12323 202 229763
Mpubbinb, yobITOK (-) OT MPoAaXxX,
TbIC. p. / Profit, loss (-) from sales, 174 904 -5624 340 293 527
thousand rubles
PeHTabenbHoCTb Npofax no npubbinm
oT npogax, %/ Return on sales by 3,6 -1,7 0,1 221
profit from sales, %
YucTble akTuBebl, ThiC. p. / Net assets, 2 085 000 38518 79754* 433 600
thousand rubles
Pa3mep kpeamTopckow 3a40MmKeHHO-
cTu, Teic. p. / The amount of accounts 2888 172 1002 664 61 053 367 326
payable, thousand rubles
*Bes yuéTta 3a40mKeHHOCT yupeauTener no B3HOCaM B yCTaBHbIV KanuTan u Aoxo4oB OyayLumx nepmoaos

CpaBHuBas KOHKypeHTOB komnaHum “Natura
Siberica” (cm. nokasatenu Tabn. 4), cneayeT cka-
3atb 06 OO0 «MWKO». HecmoTpst Ha MHoro4umc-
NEeHHble NO3UTUBHbIE OT3bIBbI, B HACTOSILLIEE Bpe-
M OO0 «MUKO» nepexmBaeT HeNErkme Bpeme-
Ha, B YaCTHOCTW B KOMMNaHWM HabnoaaeTcs nage-
HVe BbIpy4ku, kotopas B 2023 r. ynana Ha 2,1 %
MO CPaBHEHMIO C NpeablayLLM FOI0M, YTO MOXET
CBMOETENLCTBOBATL O NOTEPE CBOEN MO3ULIMK Ha
PbIHKE, yMeHbLUeHUn O6bLEMOB NPOM3BOACTBA,
CHVDKEHUM CMpOCa Ha MPOAYKLMIO KOMMAHUN U
T. 4. B 2023 r. ynctaa npubbins OO0 «MUKO»
yMeHblLumnack Ha 88,6 % no cpaBHeHuto ¢ npe-
OblOYLLMM FO0M, Ha YTO MO MOBMUSATL Takue

dakTopbl, Kak MOBbILLEHHASA KOHKYPEHLMS, BbICO-
kas cebecToMMoCTb Npogax, yMeHbLUEeHNE 00bE-
MOB 1 Ka4yecTBa NpoayKuum unm ycnyr n 1. g’

[MpoBeaém pesynerathl 6annbHO-PENTUH-
roBOVi OLIEHKM MoKasaTernen KOHKYpeHTOCnocob-
HoCTW KoMmnaHui. bannel (1-4) npucsaunBatoTCcs
3KCMEepPTOM B 3aBMCMMOCTM OT 3Ha4yeHus ak-
Topa, BMMSOLWEr0 Ha KOHKYPEHTOCMNOCOBHOCTb:
1 6ann npuceBavBaeTCs opraHu3auum ¢ Hauxya-
LWwMM nokasartenem, 4 — ¢ Haunydywum. OpraHu-
3auusi, COBOKYMHbIN Bann koTopow ByaeT Makcu-
MarnbHbIM, ABNAeTCA Hanbornee KOHKYpeHTOCNo-
COGHOM, MUHMMAanNbHLIM — HauMeHee. OueHka
npeacTaeneHa B Tabn. 5.

Tabnuua 5/ Table 5

BannbHo-penTUHroBas' oueHka (pakTOPOB KOHKYpeHTOCNocobHocTH /
Point-rating assessment of competitiveness factors

00O “Natura 000 «Opeza-
®akmopsl / Factors Siberica” / Natura Huk LlWon Pyc» / %Z;ggﬁg» C;?_g&‘gfﬁ:’?i"g»
Siberica LLC Organic Shop LLC
®rHaHCcOBOE COCTOSIHME OpraHu-
3auum / Financial condition of the 3 3 2 3
organization
AcCOpTUMEHT npoaykumm / 3 3 5 3
Product range
Knuentckas 6a3a / Customer base 2 4 1 2
MpucytcTBre B pervoHax / Presence
) . 2 3 2 3
in the regions
Bocnpusitne kadectsa npoayKLmm
(oueHeHo no oT3biBam) / Perception 3 3 2 3
of product quality (evaluated by
reviews)
Wtoro / Total 13 16 9 14

" PbIHOK KOCMETUKWU: KOHKYPEHLUMS Mexay nvaepamy pbiHKa KOCMeTUuYeckux marasvmHoB cunbHa. — URL: https:/
marketing.rbc.ru/articles/10013 (nata obpaitenns: 11.09.2024). — TeKkCT: 3NeKTPOHHbIN.
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COBOKYMHOCTb BbICOKMX OLEHOK BCeX (hak-
TopoB 0OycrnoBuna nMAepcTBO cpeau pac-
cmatpmBaemblx  komnaHun OOO  «OpraHuk
LWon Pyc», Ha BTopom mecTe Haxogutcs OO0
«JIEBPAHA», Ha TpeTbeM — komnaHusa “Natura
Siberica”, koTopas, He ycTynas OCHOBHbIM KOH-
KypeHTam Mo BaXHeuLleMy nokasatento «du-
HaHCOBOE COCTOSIHMEY, NMPU KOHKYPEHTOCNOCO6-
HOCTM OCTarnbHbIX HECKOMbKO YCTynaeT no noka-
3aTento «MPUCYTCTBME B PErMoHax».

OcCHOBHbIE CermMeHTbl LierneBov ayautopun
komnaHum “Natura Siberica” — niobutenu HaTy-
panbHbIX NPOAYKTOB, XWUTENW ropogoB U Mera-
NOnMCOB, MNOAN C YyBCTBUTENBHOWN KOXEW, MOKY-
narenu, o3aboyveHHble akornornen. BospacTtHas
roynna — 25-55 net, T. e.3TO TUNWYHbIA BO3-
pacTHOM AuanasoH Ans notpebutenen Kocme-
TUKM U CPeaCcTB MO yXO4Y 3a KOXeN.

CermeHTaums knueHTckon 6asbl (cuctema-
TM3NpOBaHHasa UHOPMaLWs O pearnbHbIX 1 Mo-
TeHUMarnbHbIX NOKynaTensax) no KpUTepuio «or-
TOBbIN 3aKyMoOYHbI TOBapoobopoT» nokasana
npeobnagaHue menkux (45 %) n kpynHbix (39 %)
knueHToB. CpegHue KIMeHTbl C NoTeHUMarnbsHON

3aKymno4HOM CnocoBHOCTLIO 1-3 MIH p. B 0bLewn
CcTpykType coctaBunm 16 %. [MpeobnagaHue
MENKNX KIMEHTOB B CTPYKTYype MnoKynarenemn
SABNAETCA HEraTMBHOM TEeHOEHUMEN, MOCKOMbKY
peanusauusa npoaykumm Tpebyet OTHOCUTENBHO
OonbLUEero BpeMEeHU, 3HAUYUTENbHbLIX TPYAOBbIX
pecypcoB, yBENUYMBAET 3aTpaThl Ha CObIT.

ABC-aHanus, nosBonsawowmn onpegenntb
BKMNazj Kaxgow rpynrbl TOBapoB B 06LLMIA OOBbEM
npogax, nokasan, 4To HambOonbLIMM CMPOCOM
CO CTOpOHbI MOKynaTenen nonb3yrTca cpea-
CTBa MO yxoay 3a NMLOM U TeNOM, HAMMEHbLLWI
pasmep BbIPyYKM MPUHOCAT TOBapbl AN AEeTEN U
KocMeTuka ans MyxumH. OTcyTcTBME peanunsa-
UMM 3TUX TOBAPHbIX rpynn nNpuBOAMT K 3aToBa-
pUBaHMIO 1 YBbITKaM.

[na xapakTepucTuku OesaTenbHOCTU opra-
Huzauum nposegém SWOT-aHanus, nosBons-
IOLLNIA BbISBUTb CUMbHblIE U cnabble CTOPOHbI
YHKUNOHNPOBAHNA KOMMNaHUW, a Takke BO3-
MOXHOCTU MOBbILWEHNS KOHKYPEHTOCMNOCOOHO-
CTW 1 Yrpo3bil.

KonnyectBeHHbin SWOT-aHanu3 geatenb-
HOCTW OpraHM3auuun nNnpeacTaBneH B Tabn. 6.

Tabnuuya 6/ Table 6

KonunuyectBeHHas mopgenb SWOT-aHanu3a / Quantitative SWOT analysis model

lMoka3zamenb eaxxHocmu,

TumeHTa / Inefficient product range structure

(1 - Huskul, 3 — ebIcokull) | HanpaeneHHocms Obuwee
. +1; - icm
T et | o
for the for the influence (+1; -1) impact
company industry
CurnbHble cmopoHsbi / Strengths
Hanwnuune yctonumson knueHTckon 6asbl / Having
a stable customer base 3 2 ! 6
Bbicokuii ypoBeHb kBanudwmkaumm kagpos / High 3 3 1 9
level of personnel qualification
FM6K_0F;_Tb LieHoBOM nm_wm_/n(w’ opraHmsaLm / 2 1 1 2
Flexibility of the organization’s pricing policy
Cnabble cmopoHsl / Weaknesses
PocT nebutopckon 3agomkeHHocTn / Growth of 2 9 1 4
accounts receivable
Bbicokuin ypoBeHb TekyyecTu kappos / High staff 9 3 1 6
turnover rate
HeaddekTmBHas cTpykTypa TOBapHOro accop- 1 5 A 2

BoamoxxHocmu rosbiweHus1 KOHKypeHmocnocobHocmu / Opportunities to increase competitiveness

PacluvpeHne ToBapHOro accopTMMeHTa 1 Crek-

Tpa ycnyr / Expansion of the product range and 2 2 1 4
range of services
[nBepcudmkaums kaHanos cbbita / Diversifica-
: 2 2 1 4
tion of sales channels
BHenpeHue acpdeKTuBHbIX cnocoboB peknambl / 2 5 1 4
Implementation of effective advertising methods
Yeposbi / Threats

AkTuBM3aums KoHKypeHToB / Activation of com-

. 2 3 -1 -6
petitors
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OkoHyaHue mabn. 6 / The end of the table 6

Mokazamenb eaxxHocmu,
(1 — Huskul, 3 — ebIcoKul) | HanpaeneHHocmb O6uwee
IMokasamens / Indicator ons ans enunHl_m (+.1; -1)/ | eoadeiicmeue
komnaHuu / ompacnu / The direction of / Overall
for the com- | for the indus- | influence (+1;-1) impact
pany try
YxyaLeHue (p1MHaHCOBOrO COCTOSIHUS KOHTpa-
reHToB / Deterioration of the financial condition 3 2 -1 -6
of counterparties
YCnoXXHEeHNe NormcTUYeCcKnx NoToKoB /
L L 2 2 -1 -4
Complication of logistics flows
YBenuueHve HanoroBbix nnatexen / Increase in 3 1 4 3
tax payments

MpoBenénHbin SWOT-aHanmn3 nokasarn, 4To
B koMmnaHun “Natura Siberica” umeeTcs Heckornb-
KO CyLLECTBEHHO CriabbIX CTOPOH U Yrpo3 B KOH-
KypeHTHON Gopbbe, YTO OTpuuaTenbHO BAMSET
Ha YPOBEHb €€ KOHKYPEHTOCMOCOOHOCTH.

O6obLwatowuii B3rnsag Ha npobnemy KOHKy-
PEHTOCNOCOBHOCTM MO3BOSISIET CKasaTb O TOM,
YTO nccnegyemasi KOMNaHusi yCTynaeT KOHKYpeH-
TaM Mo OTAENbHbIM NoKa3aTensiM, COOTBETCTBEH-
HO, BO3HMKAET HEOOXOAMMOCTb OCYLLECTBMEHNUS
npeobpasoBaHnii U MOBBILEHNS YPOBHS KOHKY-
peHTocnocobHocTn!. Cpean 3TMx nokasatenen —
[OCTaTOMHOCTb TOBAPHOIO accopTUMeEHTa, dou-
HaHCOBOE COCTOSIHME OpraHusauun, penytaums
opraHu3aummM Ha pblHKe. PaHee roBopunocb o
OOBOMbHO LUMPOKOM aCCOPTUMEHTE MPOAYKLMM,
OOHaKo CyLLecTByloLME NpobnemMbl cObiTa OBYX
rpynn ToBapoB (TOBapOB ANs AETEN U KOCMETUKM
ONS1 MY>KYMH) MUHUMW3NPOBAnM 3Ha4YeHne 3TON
no3nuumM Npu pacyéTe UHTerpanbHOro nokasarte-
N1 KOHKYPEHTOCMOCOBHOCTW.

M3 natm nokasartenen KOHKYpeHTOCnocob-
HocTu komnaHum “Natura Siberica” Ha OCHOBHYO
N3 HUX — PMHAHCOBOE COCTOSIHME — HEraTUBHbLIM
obpaszom BnusT Tpu (1, 4 n 5), npnobpeTtato-
LLIMe XapaKTep HacyLLHbIX Npobnem, TpebyoLmx
Oe3oTnaratenbHOro paspeLleHnsi, cpeam KoTo-
pbIX:

1) bopmMmpoBaHe TOBapHOro acCopTUMEH-
Ta, OTBEYAIOLLErO PbIHOYHOMY CMPOCY;

2) orpaHMYeHHOCTb KaHanoB cObiTa ToBap-
HoW npoaykuun (cnabas gueepcudukauus);

3) cnaboe MO3NLMOHMPOBaHME OpraHun3a-
LK.

BosBpallasch k npobrneme opmmnpoBaHus
TOBapHOro acCoOpTUMEHTA yXe C MO3ULun KOH-
KYPEHTOCMOCOOHOCTN KOMMaHWM, criegyet oT-
METUTb, YTO MAPKETMHIoBas crnyxb6a KoMnaHum
BOBpEMS HE OTpearvpoBarna Ha nepexop pbiHKka

' OO0 “Natura Siberica” roToBUT HOBYIO MPOAYKLMIO
1 cokpaluaeT yrnepogHbin cnep. — URL: https://volga.news/
article/608865.html (gata obpaluenus: 15.09.2024). — TekcT:
3MEKTPOHHbIN.

KOCMETUYECKON MPOAYKLUMN Ha KOMMIEKCHbIE
nporpamMmbl yxoga 3a niuoM U Tenom, Npogorn-
Xasi paboTatb Haa MPOM3BOACTBOM M peanusa-
LuMen eanHNYHbIX NPOAYKTOB. PbIHOYHLIN CNpoC
B HacTosllllee BPEMSI OPWEHTMPOBAH Ha KOM-
NrnekcHble CpeacTBa yxo4a 3a NMLIOM U TENOoM,
NMO3TOMY BbIXOAOM W3 CMOXMUBLUENCS CUTyaLMM
MOXET CTaTb 6e3oTnaratenibHoe MapKETUHIOBOE
nccnegoBaHne 3anpocoB LENeBon ayauTopun.

Btopow npobnemori B 06nactu KOHKypeH-
TOCMOCOOHOCTN KOMMaHUN SBISIETCS  OrpaHu-
YEHHOCTb KaHaroB cObiTa TOBApHON NPOOYKLMN.
AHanua nokasan, yto OOO “Natura Siberica”
peanua3yeT CBOK MPOAYKUMIO MPEMMYLLECTBEH-
HO Yepe3 MarasuHbl, anTeku 1 canoHbl KpacoThbl.
OpHako B HacTosilee BpeMsi NepCneKTUBHbIMA
KaHanamu peanusauum sSiBNSIIOTCS coumarnbHble
ceTu, marasvHbl 6ecnownuHHon Toproenu duty
free, AMCcTaHUMOHHAsA npoaaxa vepes Kataro-
™ un T. 4. lNepcnekTnBHbIM KaHanom cbbita npu
ero a@EKTMBHON MaPKETUHIOBOW pPacKpyTKe
MOXET SBNATbCA OpULManbHbIN CakT KOMAAHUN
OO0 “Natura Siberica”. B HacTosiliee Bpemsi
Ha HEM CyLLeCTBYeT BO3MOXHOCTb O(OpMUTb
3akas, OIHaKoO MapKETMHIOBOE COMPOBOXAEHME
3TOW BO3MOXHOCTU, B YAaCTHOCTM peKrnamHas pa-
©oTa oTaena npogax, He NO3BOSSAET €ro UCMOSb-
30BaTb C MakCMMarnbHOW OTAaven.

TpeTbel npobrnemMon B 0brnactn KOHKypeH-
TOCNOCOOHOCTM KOMMNaHuK ABnsieTcs eé cnabdoe
No3MLMOHMPOBAHME Ha PbIHKE. Y noTpeduTtenen
npogykunmn OO0 “Natura Siberica” otcyTcTBYET
YETKO cHOPMUPOBAHHOE MO3UTMBHOE MHEHUE O
KomnaHun, eé ToBapax 1 ycnyrax. Takon BblBOg
cAernaH Ha OCHOBE M3y4YeHMs1 OT3bIBOB B CETU
WHTepHeT. [MpuymHa CrnoXmBLUENCA CUTyauuu
onATb BUAMTCA B HeAopaboTke MapKeTMHIOBOM
Cny>X0bl KOMMNAaHUK, B YaCTHOCTW peKnaMHon ge-
ATenbHOCTM. KoMnaHua HeyooBneTBOPUTENBHO
NCMNOMb3yeT MOLLHENLLME pblYary MPOaBMKEHNS
TOBapOB Ha TENeBUOEHUN, B COLMArbHbIX CETSX,
cnabo AOHOCUT [0 LieneBov ayautopum npenvy-
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LLleCTBa NCMNONb30oBaHNA pa3paboTaHHbIX KOCMe-
TUYECKNX CPeacTB.

WHbIMK cnoBamu, NO3NLMOHMPOBaHKE — 3TO
UMUOXeBble, BU3yarnbHble UM WHbIE MapKeTUH-
roBble MNPUMEMbI KOMMNAaHWKM, MO3BONSAOLNE €N
BblOENUTLCA Ha (POHEe KOHKYpPEeHTOB, co3faBas
B CO3HaHWWM noTpebuTenen yHukanbHoOe npea-
CTaBreHne o0 KoMnaHuu 1 eé ToBapax, BbIrOQHO
oTnmMYyaroLeecst OT OCTalNbHbIX KOHKYPEHTOB.

3aknroyeHue. B pesynbrate nccnegoBaHus
peLleHbl BCe MocTaBreHHble 3agaqv. BoigeneHsl
OCHOBHbIE 3KOHOMMYECKME NoKasaTenm KoMnaHum
“Natura Siberica”, BnusioLme Ha €€ KOHKYpPEeHTO-
CMNOCOBHOCTb Ha PbIHKE KOCMETUYECKNX TOBaPOB,
B AmHamuke 2021-2023 rr. [laHa xapakTtepucTumka
BrivkanLLMX KOHKYPEHTOB Ha pbIHKE KOCMETMYeC-
kon npoaykumun. Kputepusmu Boibopa KOHKYpEH-
TOB SIBUNMUCb POCCUCKas NMPUHaONEXHOCTb KOM-
naHWm 1 UX NPUBEPKEHHOCTb K MUCMOMNb30BaHMI0
B NPOOYKUMW N1LLIb HaTypasibHbIX KOMMNOHEHTOB.
MNpennoxeH KOMMMIEKC METoA0B ANs OLEHKN KOH-
KypeHTocnocobHoctn OOO “Natura Siberica™

Cnucok numepamypbi,

GannbHO-PeNTUHIoBas OLeHKa (PaKTOPOB KOHKY-
peHTocnocobHoctn; ABC-aHanui, SWOT-aHa-
13, NO3BONMBLUNIA YCTAHOBUTL HECKOSBKO CyLLe-
CTBEHHO CnabbIX CTOPOH U Yrpo3 B KOHKYPEHTHOW
6opbbe, 4YTO oTpULAaTENnbHO BNUSIET HA YPOBEHb
€€ KOHKYPEHTOCNOCOBHOCTH.

Takum obpasom, NpoBeaEHHOE nccnenoBa-
HVe nokasano, 4to B komnaHuu “Natura Siberica”
He ucyepnaH noTeHuuan Mep, CnocobCTByto-
LLUMX MOBbLILLEHNIO KOHKYPEHTOCMOCOBHOCTN Ha
pbIHKE KOCMETUYECKUX TOBapoB W ycnyr. AHa-
Nn3 NOMyYeHHbIX pe3ynsTaToB No3BoONWM Bblae-
nuTb pag npobnemHbix obnacTen, Tpebytowmx
GesoTnaratenbHOro MPUHATMA Mep MO Makcu-
MU3aLMN  KOHKYPEHTOCNOCOBHOCTU KOMMaHuK,
cpeaun KoTopbix hopmMupoBaHMe TOBapHOro ac-
COpPTUMEHTA, OTBEYalOLEro PbIHOYHOMY CMpO-
Cy, OrpaHMYEeHHOCTb KaHanoB cOblTa TOBApPHOM
npogykumu (cnabas amsepcudukaums), cnaboe
No3nLMOHMPOBaHME opraHmsaumu. [Ana kaxagomn
npobnemHon obnactu NpeanoXeHbl BapuaHThbl
peLueHunn.
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