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E. Wegner-Kozlova, Y. Postnikova, A. Saltykova
SPECIFICITY OF ENSURING ECONOMIC SECURITY OF THE ENTERPRISE
OF THE MEDICAL INDUSTRY

Abstract

The issue of ensuring the economic security of organizations has taken on urgency at the
present time. Current macroeconomic risks, the COVID-19 pandemic, and the implementation of
unprecedented sanctions against the Russian economy force enterprises to improve and specify
mechanisms for protecting and ensuring economic security. The article considers the specificity of
the mechanism for ensuring economic security of a commercial enterprise in the medical industry.
The definition of economic security in relation to medical organization is specified in the work; the
basic external and internal factors influencing level of economic security of medical enterprise are
revealed; the ways of increase of efficiency of economic security of medical organization are
determined. Scientific significance of results of work consists in specification of knowledge about
features of maintenance of economic safety of the commercial enterprise of medical branch.

Keywords: economic security; medical organization; healthcare; marketing, online marketing
management.

YK 659.1 (07), 339.138, 339.3
K. M. UnrenkoBa
TPAHCO®OPMAILIUSA ITIOKYITATEJIBCKOI'O MNIOBEJAEHUSA B YCJIOBUSAX
IMAHAEMHWU U ATAIITAIIUST KATETOPUMHOI'O MEHEIKXMEHTA K HOBBIM
Y9KOHOMUNYECKUM PEAJIUAM
AHHOTALIUSA
[enbio0 MIPOBEICHHOTO HAMH HMCCICOBAHUS SBISCTCS BBISIBICHHE W 00OCHOBAHHE OCHOBHBIX
W3MEHEHUH KaTeropuiHOr0 MEHEKMEHTa, OOYCJOBJICHHBIH HW3MEHEHHEM IIOKYIaTeIbCKOTO
MOBEICHUS B KOBHJHYIO U IOCTKOBHUIHYIO 3I10Xy. B paMmkax MOCTaBJIIEHHOW LEIM peIIaucCh
CIIEIYIOIIUE 3aJaud: PACKPBITHE CYTH TOHATUS «KATETOPUUHBIA MEHEIKMEHT»; BBISBICHUC
MPEUMYIIECTB  KaTeTOPUIHOTO MEHEKMEHTa;, BBIJIEICHHE W  000CHOBaHWE (DaKTOPOB,
OMpPEACTUBIINX HEOOXOAMMOCTh Iepexoja OT TPAAMIMOHHOIO KaTerOPHMHHOro MEHEKMEHTa K
KaTeTOPUIHOMY MEHEIDKMEHTY, OpHUEHTHPOBAHHOMY Ha VIOBJICTBOPEHHE TOTpeOHOCTEH
MOKyTarenei; chopMylIMpoBaTh 3aJa4d, KOTOpBIE pelmIaeT KaTeTOPUIHBI MEHEIKMEHT,

© Unpenkopa K. M., 2022
19



OPHUEHTHPOBAHHBIA Ha YIOBJICTBOPEHUE MOTPEOHOCTEH MoKymareneil. B cTtathe paccMmarpuBaercs
CYTh TIOHATHUS KAaTErOPUHHOTO MEHEIDKMEHTa W (POPMYIHPYIOTCS OCHOBHBIE IPEUMYIIECTBA
JaHHOrO moaxoda. Ha ocHOBaHMM aHanM3a CYIIECTBYIOIIECH JHUTEPATYpPhl BBIACICHBI OCHOBHEIC
(dakTopbl, OmpeAeNsIoNe HEOOXOIUMOCTh MepexoAa OT TPaJUIMOHHOTO KaTeropuiHOro
MEHE/PKMEHTa K KaTeTOPHUIHOMY MEHEIKMEHTY, OPHEHTHPOBAaHHOMY Ha YJIOBIIETBOPEHHE
moTpebHOCTel moKymareneir. (OOOCHOBBIBaE€TCS HEOOXOAWMOCTH BBISBICHHWS W aHAIH3a
MOTPeOHOCTEN MOKyMaTeNel ¢ Uesiblo (OPMHUPOBAHUSI TIOJIOKHUTEIBHOTO MOKYNATEIBCKOTO OMbBITA.
@OpMyJIHPYOTCS  OCHOBHBIE  33Jaud, KOTOpPbIE pEIIaeT KaTErOPUMHBIA  MEHEKMEHT,
OpPHEHTHPOBAHHBIN Ha y/IOBIETBOPEHUE MOTPEOHOCTEN MOKYIaTeNei, B yCIOBHIX HOBBIX pealuil.
Pesynbrarel naHHOrO wuCCleAOBaHUS OyayT TOJIE3HBIMM KaK OTCYECTBEHHBIM M 3apyOe:HBIM
YUYEHBIM, TaK U OW3HEC-TIPAKTUKaM, MPUHUMAIOIIUM PEUICHUs O BhIOOpE M peau3aiuyd HOBOM
BEpPCHH KaTErOpUHHOTO MeHeKMeHTa. MeTobI rccienoBanus: HabmoaeHns, coop nHhopMaimy,
CUCTEMATH3allMi JaHHBIX, KaTCTOPUAIbHBIA aHaIu3, OO0OOIICHUS, CpaBHEHHS, TPYIIHUPOBKH,
COTIOCTABIIEHUS], CHCTEMHBIIN aHAIN3, CHHTES.

KiaroueBble ciioBa: KaTETOPHWHBIA MEHEIKMEHT, ITOKYIaTeNlb, MOTPEOUTENb, IIOMIEp-
MapKeTHHT, PUTEI, TOProBas CeTh, ACCOPTUMEHTHAS TOJIUTHKA, OMHUKAHAIIEHOCTb.

Kareropuiinplii MEHEI)KMEHT Hayall aKTMBHO pa3BuUBaTbcid B Haudaie 1990-x rr., xorga
TOPrOBbIE CETU NPU YIPaBICHUH ACCOPTUMEHTOM CHCTEMAaTHU3UPOBAM €ro MO MOCTaBIIUKAM,
OpeHJaM W MHBIM MapaMeTpaM, HO He M0 TOBapHBIM KaTeropusm [25]. C Tex mop NaHHBIA TOIX0]]
MPOJIOJKAET Pa3BUBATHCA, TPaHCHOPMHUPOBATHCS M BHEIPSATHCS BCE OOJBIIMM KOJIUYECTBOM
TOPrOBBIX KOMIAHMKA B pasauuHbBIX cdepax Oumszneca [5; 13; 15]. OcHoBHBIMH (aKTOpamH,
OTIPEICTUBIINM DPa3BUTHE KATETOPUMHOTO MEHEIKMEHTa OBLIM: OCcTpas KOHKYpPEHIUS, Pa3BUTHUE
HOBBIX ()OPMATOB PO3HUYHOUW TOPTOBIIH, U3MEHEHHE TTOKYIATEIBCKOTO MOBEICHUS, IIU(PPOBU3AIINS
u ap. [3; 10; 18].

B Toxe Bpemst HecMOTps Ha TO, YTO JAHHBIN IMOAXO0/I MPUMEHSETCS O0Iee TPUIIATH JIET, OH
MO-TIPEXKHEMY COXpaHseT CBOI aKTyalbHOCTh M KakK MOKa3ala MaHiemus, Ha (oHe M3MEHEHUs
MOTPEOUTEITHLCKOTO MTOBEICHUS, MCHSCTCS M CaM KaTerOPUIHBIN MEHEDKMEHT, CMeIlast Bce OOJIbIIe
(boKyc B CTOPOHY MOTPeOUTENsI, KOHLIEHTPUPYS Bce OOJIbIIE YCUIIUI BCEX YYaCTHUKOB B IIETIOUKE
Co37aHusl TOTPEOUTENHCKOW IEHHOCTH Ha (HOPMHUPOBAHUM JIOSIBHOCTH M YIOBJIETBOPEHHUH
MOTpeOHOCTEN MOKyHaTene.

[lenpro MpoOBEIEHHOTO HAMU MCCIICIOBAHUS SIBJISIETCS BBISBJICHHE M 00OCHOBAaHUE OCHOBHBIX
M3MEHEHUN KaTEerOpHUMHOrO MEHEeIKMEHTa, OOYCIIOBICHHBI HM3MEHEHHEM IOKYMaTeIbCKOTO
MOBE/ICHUS B KOBUAHYIO M IIOCTKOBHIHYIO SIIOXY.

B cBs3u ¢ qUHAMHYHBIM POCTOM OHJIAWH-TIPOJAXX B MEPUOA KOBHIAHON M TOCTKOBHJIHOM
SMOXU BEAET K TOMY, YTO MHOTHE MOKYMaTeJId, HAa4aBIIMEe COBEPIIATh MOKYIKH Yepe3 MHTEPHET-
Mara3uHbl ¥ MapKeTIUIEWMBbI, OIIYTHJIM MPEMMYIIEeCTBA JaHHBIX KaHAIOB MPOAaX U HaMEpeHbl B
OyayiieM MpoaoJKaTh COBEPIIATh MOKYIIKH, HAXOMICh B JIIOOOM MecTe, B JIto00e Bpemsi, HE TpaTs
BpeMsl Ha TMOCEIICHHE TPAJUIMOHHBIX Mara3uHoB. B Toxe BpeMs, MHTEpHET JaeT BO3MOKHOCTh
MOKYNaTEJIsIM CPAaBHUBATH MPEIJIOKEHHS PA3TUYHBIX KOMITAHUM M TIPOU3BOIUTENIEH, TTpeIiaracMble
[[EHbl, HaJTU4Khe TOBAp, CPOK IOCTaBKH, a TaK)Ke 3aKa3blBaTh W MOJIy4aThb >KETaHHBIA TOBapbI
yAOOHBIM Ji HEeTo criocooom [19].

KareropuiiHplii MEHEIKMEHT — CTpaTerMYeCKUid TMOAXOA K YIPAaBICHUIO TOBAPHBIMU
KaTeTOPHUsIMU, KOTOPBIM BBICTYIMACT WHCTPYMEHTOM pealM3alldd aCCOPTUMEHTHOM TMOJUTUKU
TOProBoi KoOMIaHUM. B ero OCHOBE JEXHUT YIOBJIETBOPEHHE MOTPEOHOCTEH MOKYyMaTene
MMOCPEJICTBOM CO3JaHUSI COBMECTHOM C TIOCTABIIMKAMU TIOTPEOUTEIHCKON IIEHHOCTH, W Kak
CJIEJICTBUE YBETMYCHUE IPUOBLITU U BBIPYYKU KoMIaHu# [ 1].

B ocHOBe KaTeropuitHOr0o MEHEKMEHTA JICKUT MOHATHE «TOBAapHAs KaTeropusy». ToBapHas
KaTeropusi — 3TO TPyINa TOBApOB, KOTOPBIC MOKYMATENN W/UIU MOTPEOUTENH BOCIPHHUMAIOT KaK
B3aMMOCBSI3aHHBIC WJIW/M B3aUMO3aMeHsIeMbIe Mex Iy coboit [20].

BaxxHO OTMETUTH, YTO KaTErOPUIHBIM MEHEI)KMEHT MO3BOJISIET BCEM YYaCTHUKAM LIETIOYKU
CO3JaHUsl  TMOTPEOUTENbCKOM  IIEHHOCTH  BBISBISATH WU YIOBJIETBOPATH  MOTPEOHOCTH
notrpedureneit [18]. CoOTBETCTBEHHO, C LEIbIO JOCTHMIXKEHHUS MaHHBIX 1eneid B 1992-1995 rr.
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The partnering Group, ECR wu Nielsen npemioxunm Maxu3mbl BHEIPEHUS KaTErOPUHHOIO
MEHEKMEHTA (TISITh-BOCEMb JTAIlOB).

KareropuiiHplii MEHEUKMEHT II03BOJISET YIPABIATH ACCOPTUMEHTHOW  ITOJIMTUKOU
KOMIIaHUH, Oa3upysich Ha MOTPEOHOCTSX IMOKYIMaTesel, mpeasaras UM T€ TOBapbl, KOTOPbIE UM,
JeHCTBUTENFHO, HY)KHBI B YCJIOBUSAX HW3MEHEHHs MOTPEOUTENHCKOTO MOBEACHHUS U MOTpeOHOCTEH
nokynateneit [5]. Hecmorps Ha TO, 9TO 3(D(PEKTUBHOCTH NMPUMEHEHHUS BO MHOTOM 3aBHUCHUT OT
TOBapHOM KaTeropw [6], TaHHBIA MOAXO0] UMEET OOJIBIIOE KOTMUECTBO mpeumymiecTs [1; 2; 8; 9;
13; 14; 16; 17; 18; 21; 25; 26]:

1. [Ipu ¢dopmupoBaHMM acCOPTHMEHTAa CTPEMJICHHE TOPTOBOM KOMIIAHUM U €€
napTHEPOB (MTPOU3BOAUTENCH) YIOBIECTBOPUTD 3aIIPOCHI TOKYIIATEIICH.

2. 3a cuer QopMUPOBaHUS JOSIHHOCTH TOKYNaTelled KaTerOpUHBIA MEHEIKMEHT
MO3BOJISICT YBEIUYUTH BBIPYYKY U MPUOBLTH KOMITAHUH U €€ TApTHEPOB.

3. CokpaillieHre u3ziepKeK 1 SJKOHOMUSL PECYPCOB KOMITAHUH U €€ TaPTHEPOB.

4. PasButue u ycuiaeHue TOJITOCPOYHBIX B3aMMOOTHOIICHUN MEXITY MPOU3BOIUTEIISIMA

U TOProBOM KOMIIAaHHWEW, OPUEHTUPOBAHHBIE HA JIOCTHKEHHE OOIIMX IIeJieid, B YaCTHOCTH,
MIOBBIIIEHUE TOTPEOUTENIBCKOIN LIEHHOCTH TOBApOB.

5. YcuneHne COBMECTHOTO IUIAHMPOBAHUS TOPTOBOM KOMIIAHWU M MPOU3BOAUTEICH/
MOCTaBIIUKOB.

6. [IpuHATHE MaKCUMaJIbHO B3BEIICHHBIX M IIOCIIEAOBATENBHBIX OW3HEC-pEIICHHH, B
TOM 4YHCJI€ BBISIBIEHUE HOBBIX BO3MOXKHOCTEH M MOBbIIIEHUE 3()(HEKTUBHOCTH LIETIOYKU ITOCTABOK.

7. CooTBeTcTBHE CTPYKTYpPbI TOBAPHBIX KATETOPUI TEHIEHIUSAM PBIHKA.

B cBsi3u co BceMu M3MEHEHUIMU, IPOU30LIEIIMME B IIOKYNATEIbCKOM IMOBEACHNHN Ha (oHe
MaHJEeMUH, BXKHOCTh TTOHMMAaHUsI NMOTPEOHOCTEH MoKymnarenael 3HaYuTeNbHO Bo3pacrtaer [7; 15].
ITpu 3TOM HCHOIB30BAHME KATETOPUHHOIO MEHEKMEHTa MO3BOJSET BBIABIATH U HCIOJIB30BAThH
3HAYUTENIbHBIM MOTEHIMaJl KOMIIAHWH, KOTOpBIM paHee HEe HCIO0Jb30Bajics. AHaJU3 JAaHHBIX O
noTpeOuTensax / NOKynaTensX, a TakkKe CTaTUCTUKU TMpOJa)k TOProBOM KOMIIAHUM JaeT
BO3MOXXHOCTh ~ BBISIBIISITH ~ [OTPEOHOCTH  IOKyHarejned, KOTOpble KOMIIAHHWS paHee He
ynoBieTBopsina [4]. JlaHHble M3MEHEHUs OOYCIOBIEHBI pacTylledl BaXXHOCTbIO (HOPMHUPOBAHHUS
MOJIOKUTEIBHOTO MOKYIMATEILCKOTO OMbITa B TOproBoit cetu [11]. [Toaromy BbinennM u 000cCHYyeM
GdakTopsl HEOOXOJUMOCTH  HCHOJb30BAHUSA  KOMIIAHHMEW  KaTErOpMHHOIO  MEHEIKMEHTa,
OpPUEHTHPOBAHHOTO Ha yJIOBJIIETBOPEHUE MOTPEOHOCTEH nokynarenei [24]:

- pa3BuTHE HOBBIX IpeanouyreHuil B nutanuu (302K, Ge3rmoTeHoBOe, OpraHudeckoe
MUTAHUE), YTO MEHSET MOBE/IEHUE MOKYIaTeNeil B pa3InYHbIX TOBAPHBIX KaTErOpUsX;

- pa3BuTHe HMH()OPMAITMOHHBIX TEXHOJIOTMA W HaJIW4Yue OOJNBIIOTO KOJUYECTBA
uHpopmanuu o moTpeduTensx U mokynatensx (BigData), mo3BonsmoOmKMX OTBETUTh Ha BOIPOC
«I10YeMY» MOKYyMaTesb COBEPIIAET MOKYIIKY;

- pa3BUTHE PA3JINYHBIX (OPMATOB TOPrOBIIH;

- JUHAMUYHOE  pa3BUTHE  LUQPPOBBIX  TEXHOJOTHH, JAOMMX  BO3MOXHOCTb
noTpeOuTensiM KOMGOPTHO COBepIIaTh IOKYNKM OHJIAalH, a TakXke aKTHBHOE pa3BUTHE
OMHHKaHJIbHOTO MapKETHHTA.

HeoOxonuMocTs mepexoja OT TPaJWIUOHHOIO KAaTETOPUMHOTO MEHEIXKMEHTa Ha
KaTeropuitHbIi MEHEPKMEHT, OPUEHTUPOBAHHBIN Ha y0BJIETBOPEHUE NOTPEOHOCTEH MOKyNaTeNeH,
Obula 0OycloBlieHa TeM, 4YTO CYLIECTBYIOIas MeETOJMKa Obula CKOpee OpUEHTHpPOBaHA Ha
yIOpaBlI€HUE AaCCOPTUMEHTOM, YeM TIOKYNaTeJIbCKUM TIOBEACHHMEM U  BBISBIEHHE  €ro
notpeOHocTeil [18]. CooTBETCTBEHHO, MPEATIOKEHHAs paHee METO/AMKA, 110 CYTH CBOEH OCTalach
TOM ke camoii, HO OblIa aJjanTUpOBaHa MO TEKYIIHE TPEHbl U cTana 0ojee OPUEHTUPOBAHHOMN Ha
yIOBJIETBOpeHHEe ToTpebHOCTe mokymateneid [18; 23]. B ocHOBe MaHHBIX WU3MEHEHUN JEKHUT
MapKeTHUHI Tmokymnatenei (shopper-marketing), xotopblii 0Oa3upyercs Ha MJIaHUPOBAHUM U
peain3allud BCEX MAapKETUHIOBBIX MEPONPUATHH, OKa3bIBAIOIIUX IOJIOKUTEIBHOE BIIMSHUE Ha
MOKYTaTedsl U ero MOBEJEHUE Ha MPOTSHKEHHWH BCEro MyTH HayMHasi ¢ MOMEHTa BO3HOILIEHUS
NoTpeOHOCTH W MOTHMBALMU K COBEPLICHHIO MOKYNKH, KOHCYJIbTAllUM, COBEPIIEHUS MOKYIKH, a
TaKKe MOCIEPOIaXHOE 00CTy)KuBanue [22].
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COOTBETCTBEHHO, aJalNTHUPOBAHHAS METOJIMKA KAaTErOPUHHOTO MEHEIHKMEHTa peIaeT
cienyrouye 3agauu [12; 25]:

l. MakcuManbpHBIA aKIEHT Ha TIOKYIaTelle W €ro MOTPEeOHOCTAX MpH aHalu3e |
pa3paboTke poJiedd, cTpaTernmii M TakTUK (0030p Ha 360 Ha BcexX 3Tamax MyTH IOKYMaTens K
COBEPILICHUIO TIOKYTIKH).

2. CwMmenienne akieHta ¢ 3(QQEeKTUBHOCTH TOBApHOW KaTeropuu Ha (HOpMHUpOBaHUE
MOKYTATEIHCKOTO OMBITA U YOBJICTBOPEHUS €r0 TOTPEOHOCTEI.

3. Kpocc-kareropuanbHplii  aHaW3, TO3BOJSIOMUNA  CHOPMHPOBATH KOMILJIEKCHBIC
peuieHus AJis MOKyIaTes.

4. OnTtumuszanusi OU3HEC-TIPOLIECCOB, MO3BOJIAIONIAS CHHU3UTh TEKYIIME 3aTpaTbl U
nepepacnpeieuTh JaHHBIE O KETHI HA MAPKETHHTOBBIC MEPOTIPHSITHSL.

5. [lepeBon KaTeropuitHOro MEHEHKMEHTA U3 CTAaTyca MPOEKTa B CTaTyC LEHTPAIBLHOIO
Ou3Hec-mpoiecca.

6. bonee »>ddexkTuBHOE wHCHONB30BaHME BO3MOXKHOCTeW MHTepHeTa, mHQPPOBBIX
TEXHOJIOTUH U MOOMIIBHBIX YCTPOUCTB.

7. VYcunenue B3aMMOBBITOJTHOTO COTPYJHUYECTBA TOPIOBOM CETH C MPOU3BOAUTEISIMU
Y TIOCTaBIIUKAMH C LIeTIbI0 0OMeHa nHpopMalueid 1 COBMECTHOTO TIJIaHUPOBAHMSL.

Takum oOpa3oMm, MaHIEMHUS 3HAYUTENIBHO YCKOPWJIA MHOTHE TMIPOLIECCHl B 00NacTu
U(pOBHU3AIMK, MAapKETUHTA, PO3HHYHOW TOPTOBIM U TIOKYIMATEIBCKOTO IOBEACHHS. OTO
00yCIOBIIIO HEOOXOJMMOCTh TOPTOBBIX KOMIIAHWI pearupoBaTh HA MPOUCXOJAIINE U3MEHEHUs, B
TOM YHCJI€ MyTEeM aIalTalliy CYIIECTBYIOIEH METOJUKHA KaTErOPUHHOTO MEHEIKMEHTA, B KOTOPOM
aKIEHT JellaeTcsi Ha MOoKymareneil u morpeburteneil. KpoMe Toro, amantupoBaHHas METOAMKA
YUYHUTHIBACT MOKYNATEIbCKUE MUCCUU [24] W MO3BOJIAET MOHATH, KaK MOKYMAaTeJIM BOCIPUHUMAIOT
MIPOLIECC COBEPIICHMs MOKYMOK U MoTpebneHus [24], KakoBbl €ro MUCCHH, MOTHUBBI, MPUBBIUKHU,
KaKuM 00pa30M OH UCIIOJIb3YEeT MOKYIaeMbIi TOBap U €ro OTHOIICHHUE K JAHHOMY TOBapy.
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K. Ilenkova
TRANSFORMATION OF PURCHASING BEHAVIOR IN A PANDEMIC AND
ADAPTATION OF CATEGORY MANAGEMENT TO NEW ECONOMIC REALITIES

Abstract

The purpose of our research is to identify and substantiate the main changes in category
management caused by changes in consumer behavior during COVID-19 and post-covid era.
Within the framework of this goal, the following tasks were solved: disclosure of the essence of the
concept of "category management"; identification of the advantages of category management;
identification and justification of the factors that determined the need to move from traditional
category management to category management focused on meeting the needs of customers; to
formulate the tasks that category management solves, focused on meeting the needs of customers.
The article examines the essence of the concept of category management and formulates the main
advantages of this approach. Based on the analysis of the existing literature, the main factors
determining the need to move from traditional category management to category management
focused on customer satisfaction are identified. The necessity of identifying and analyzing the
needs of customers in order to form a positive customer experience is substantiated. The main tasks
that are solved in the new realities by category management, focused on meeting the needs of
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customers, will be highlighted. The results of this study will be useful for both domestic and
foreign scientists and business practitioners who make decisions about the choice and
implementation of a marketing strategy. Research methods: observations, information collection,
data systematization, comparisons, generalizations, groupings, comparisons, categorical analysis,
system analysis, synthesis.

Keywords: category management, shopper, consumer, shopper marketing, retail, assortment
policy, omnichannel.
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CBOP 1 AHAJIM3 JAHHBIX 11O TPAHCIIOPTHO-SHEPTETUYECKOM
WHOPACTPYKTYPE TEPPUTOPUI

AHHOTALINA

[IpeameroM HCCIEIOBaHUS SIBISETCS BIMSHHUE COLMATBHO-D)KOHOMUYECKHX (AaKTOpOB Ha
TPAHCTIOPTHO-PHEPTeTHYECKYI0 HMH(PPAcTpyKTypy. Llems BBIIBUTH TEHISHIWIO pPa3BUTHI B
TpPaHCTIOPTHO-PHepreTuyeckoi nHppacTpykrype Poccuiickoit @enepannu. IlpoBenenrne HayIHOTO
uccnenoBanus. Co3gaHue CTaTUCTUYECKOW O0a3bl NAaHHBIX MO TPAHCIIOPTHO-IHEPreTUUECKOU
nHppacTpykrype Poccum. AHamm3 cratucTHdeckoil WHGOpMAIMK Ha TpEeaMET BIUSHUS
COLMAJbHO-OKOHOMHYECKUX (DaKTOPOB Ha TPAHCIOPTHO-IHEPTETUUYECKYI0 HWHPPACTPYKTYPY.
CocraBieHa craTucTuueckas 06aza JaHHBIX M0 COIMAITBHO-)KOHOMHUYECKHUM TOoKazaTensiM Poccum.
Hnst ynoOGHO#M 1 ObIcTpoii paboThl ¢ 0a30i AaHHBIX, CTaTUCTHYEeCKas WHpopmanus odopmieHa B
Bune nmambopaa. [IpoaHanmm3upoBaHBI CTAaTUCTHYECKHE [aHHBIE HAa TEHACHIWIO DPAa3BUTHS B
TPaHCHOPTHO-3HEPreTHYeckoil MHppacTpykType. B pesymbrare anHanmusza nuTeparypbl ObUIH
BBIJICICHBl MPOOJIEMBl  3aBUCHMOCTH  SKOHOMHYECKOTO CEKTOpa CTpaHbl OT COCTOSIHHUS
TPAHCIIOPTHO-YHEPTeTUIECKOW MH(PPACTPYKTYPHI, UCIOIB30BAHUE YCTAPEBIIETO0 O0OPYIOBAHHUS U
O0TKa3 OT MOJepHU3alUWU HHPPACTPYKTYPHI, KOTOPHIE B MOCIEACTBUN NPUBEAYT K COLHUAIBHO-
SKOHOMHYECKOMY Kpaxy. [IpoaHanmusmpoBaB 0a3y HnaHHBIX, Obla BBISBICHA OTpHULATEIbHAS
TEHACHIUS Pa3BUTHSA TPAHCIOPTHO-DHEPreTHIEeCKONH MHOPACTPYKTYpPHI, a 3HAYUT ISl PEIICHUS
po6sieM HeoOX0 MO NMPUOETHYTh K CIEAYIONINM JISHCTBHSIM MPUBJIeUESHNEe HOBBIX HHBECTUINHN 1
CyOCHIMPOBaHUI B CEKTOP, MOJIEPHU3ALIMSL.

KaoueBble cj10Ba: TpaHCIOPTHO-DHEPreTUYECKass HHPPACTPYKTypa, TPAHCIIOPT, SJHEPTEeTHKA,
nH(PACTPYKTYpa, COMUATEHO-)KOHOMUYECKHIE ITOKA3aTEIH.

TpancropTHO-3HEpreTUUeckass HHQPACTPYKTypa MPEACTaBIsSeT COO0H COBOKYIMHOCTH ABYX
HampaBJICHUI: TpaHCIOpTAa M SHEPreTHKH. TpaHCHOpTHas HHPPACTPYKTypa — pPa3HOBUAHOCTb
MH(QPaCTPyKTYphl, COBOKYITHOCTh BCEX OTpaciel U MpeAnpUsTUi TPAHCIOPTA, KaK BHIIOJHSIOLINX
NEPEeBO3KM, TaK M OO0ECleuMBAIOLIMX WX BBHIMOJIHEHHE U oOciyxuBaHue. B cBoro ouepens,
SHepreTHyueckas HUHQpacTpyKTypa — 3TO OpraHM3alOHHAs CTPYKTypa, KOTOpas IO3BOJISIET
OCYLIECTBIIATh ~ KPYMHOMACIITAOHYI0  TPAaHCHOPTHPOBKY SHEPrMM OT  MPOU3BOAMTENS K
MOTPEOUTEIIO, a TAK)KE HAIPABJIEHUE U YIIPABICHUE IIOTOKOM SHEPTHUU.

Tema uccnenoBaHMs SBISETCS aKTyalbHOM Ha CErOAHSALIHMNA J€Hb, TaK Kak UMEET pAJ
npobuemM, TpeOyromux peunieHus. B mocienHee BpeMsi MOTPEOHOCTH B TPAHCHOPTHBIX YCIyrax
TOJNBKO pacTyT. OJHaKO CyLIECTBYIOIIAas HH(PPACTPYKTypa yXe HE B COCTOSIHUM OOECIeUYHThb
noTpeOHOCTH PKOHOMHKH. 3HAYUTENbHAs 4acTh OOBEKTOB MH(MPACTPYKTYPHI BBIXOIUT M3 CTPOS,
cTaja TEXHMYECKH HEMpPUIOJHON, MOpalbHO ycTapeBaeT. TOJBKO HECKOIbKO MPUMEpPOB: 3a
nocieaHue 15 JeT Koau4ecTBO JEeWCTBYIOUIMX a’dpONOPTOB B CTPaHE COKPATHIIOCh B UETHIPE pasa.
Bosnbiast yacTp xKene3H0J0OPOKHOTO apKa, BO3AYIIHBIX U PEYHBIX CYJIOB BBIpaOOTaIH Mpee/IbHbIC
CPOKHM 3KcIutyaTanuu. M3HOC OCHOBHBIX (POHIOB peuHBIX MOpPTOB cocTtaBisier ot 50 mo 70 %.
A ceTb a’ponopToB NMPHOIU3UIACH K KpUTHUECKOH oTMeTKe B 80 %.

OcHOBHbBIE Ha CETrO/IHsI MICTOYHUKH 3HEPIMHM HE BO30OHOBIsieMbl. M3-3a 4ero oJHU CTpaHbI
UCTBITHIBAIOT J€OUIUT U BBIHYXICHBI TPAaTUTh 3HAYUTEIbHYIO YacTh OOJKeTa Ha IOKYIKY
SHEPropecypcoB, CTAHOBACH MPH 3TOM 3aBHCHMBIMH OT CBOMX IIOCTaBUIMKOB. J[lpyrue xe,
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