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BNMUAHUE HEAPOMAPKETUHIOBbIX WHCTPYMEHTOB
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HUccnedosano npumenenue ueipomapxkemunea 6 cemu xogpeen VARKA. Ilpoananuzuposaro
GNUAHUE YBEMOBOU 2aMMbl, OCEEUJeHUS, MY3bIKU U 3aANAX08 HA B0CHpUAMUe nocemumenei u ux
CKIOHHOCMb K NOKynKam. Pesynemamul npogedennozo uccie0o8anus NOKA3auu, ymo cemu Kogeen
VARKA ycnewro ucnonvsyem HeKomopble 3]1eMeHmbl HelupoMapKemuHed, co30aeas ammocgepy
yioma u paccrabarennocmu. 1o pesyromamam uccieo008anus 0aHvl peKOMEHOayuu no 6HEOPEHUIO
OONOTHUMENbHBIX UHCMPYMEHMO8, MAKUX KAK NePCOHANU3AYUs NPeodylodCeHUull U CUCeMAa pPeKo-
MeHOayull, OCHOBAHHAS HA AHANU3e OAHHbIX O KIUEHMAX.

KurodeBble cioBa: MapKeTHHT, HEHPOMAapKETHHT, [TOBEICHNE MOTpeOuTese, HHCTPYMEHTHI
HelipoMapKeTHHra, aTMocdepa.

INFLUENCE OF NEUROMARKETING TOOLS ON CONSUMER
BEHAVIOR
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This paper investigates the application of neuromarketing in the network of coffee shops
VARKA. The influence of color scheme, lighting, music and smells on the perception of visitors and
their propensity to buy is analyzed. The results of the study showed that the coffee shop chain
VARKA successfully uses some elements of neuromarketing, creating an atmosphere of coziness
and relaxation. Based on the results of the study, recommendations were given on the introduction
of additional tools, such as personalization of offers and a system of recommendations based on
the analysis of customer data.

Keywords: marketing, neuromarketing, consumer behavior, neuromarketing tools,
atmosphere.

B coBpemeHHOM Mupe, rlie KOHKYpEHIUs 32 BHUMaHKE MOKYIaTesd Ha phIHKE TIOCTO-
STHHO BO3pAacTaeT U TPAJMIMOHHBIE METOJbI paboTal0T HEAOCTaTOUHO 3((PeKTUBHO, KOM-
MaHUM BCe Yalle 00paliaoTcsi K HOBBIM MHCTPYMEHTAaM M METOJIaM ISl TOCTHKEHUS CBO-
ux ueneil. OJHUM U3 TAKUX UHCTPYMEHTOB SIBJISIETCS HEMPOMapKETHHT .

HelipoMapkeTHHT — 3TO COBOKYNHOCTbh METO/MK, HAIIPABJICHHBIX Ha M3yUEHUE MOBE-
JCHYECKHUX PEeaKIMi MOKyMaTeNleil U uX dMOIMiA. B 0CHOBE 3TOl 007acTH NesITeNhbHOCTH Jie-
KaT pa3paboTKu B cdepe MapKeTHHTa, KOTHUTUBHOM TCUXOJIOTHH U Helpoduszuonoruu [1].
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Bce pecropanbl, Mara3uHsl, CaJOHbl, MEAMLIMHCKUE IIEHTPHI MCIOJIB3YIOT 3JIEMEHThI HEM-
pPOMapKeTHHIa: MOAXOJAIIasi My3bIKa, OCBEIIEHHUE, apOMAaThl, HHTEphEp. Y JauHbIE pelie-
HUSI CIIOCOOCTBYIOT Pa3BUTHIO OM3HECA, TOT/Ia KaK HEBEPHbIE MOTYT HE3aMETHO HUBEIUPO-
BaTh BCE YCUJIUSL.

ABTOpamMH JaHHOW MyOaMKalMy OBLJIO NMPOBENEHO HCCIEAOBAaHHE HA NMpEAMET HC-
NoJIb30BaHusl HelipoMapkeTuHra B cetn kopeeH VARKA. B manHO# cetn Bocco3naHue
HY>KHOH aTMoc(epsl JOCTUraeTcs ¢ MOMOULIbIO LIBETOB B JIByX 3HAUEHHUSIX ITOTO CIIOBA:
IBET ¥ 1BETHL. [BeToBas cxema KO(EHHN COCTOUT U3 TEIUIBIX OTTEHKOB OEKEBOTO, KOPHUY-
HEBOTI'0, XKEJTOr0 U 3eJIEHOr0. DTH LBETa CO3J1AI0T aTMoc(hepy CHOKOMCTBHS M HATypaIu3-
Ma, 4TO TIO3BOJISIET TIOCETUTEIISIM YyBCTBOBAaTh ceOsi KoM(pOpTHO U pacciabieHHo. Takxke
3€JICHbII LIBET CTUMYJIUPYET alleTUT, YTO YBEIUYMBAET 00bEM 3aKa30B.

Kpome Toro, cetb kopeeH VARKA akTHBHO UCTONB3YET 3€JI€Hb B CBOMX WHTEphE-
pax, TeM caMbIM J10OaBJISISL YIOT, 4TO B CBOIO OYepe/lb OCTABISAET JKEJIaHUEe BEPHYThCS B 3a-
BEJICHUE.

HccnenoBanust komnanuu Zumtobel mokaszana, 4YTO JIOAM NPEANOYUTAIOT €CTh
00JbIlIE B MOMEIIEHUAX C TEIUIBIM OCBEUICHHEM. XOJOIHBIA K€ CBET, HAIPOTHB, MOKET
CHIDKaTh annetuT. Hampumep, HEKOTOpbIE pecTOpaHbl UCHOIb3YIOT CUHEE OCBELCHHUE JUIS
YMEHBILIEHUS aNleTuTa IMOCETUTENeH, YTOObl OHHU JIOJIBIIE OCTABAJIMCh M 3aKa3blBaJd
6onbmie HanuTkoB [2]. Ceth kopeeH VARKA wucrons3yer B CBOEM HHTEpbEpE TEIUIbIH
IPUTITYLIIEHHBIN CBET, peIKO Iprleras K OCHOBHBIM CBETUJIbHUKAM.

Br100p My3bIKaabHOTO (POHA TaKXKe SIBJISETCS OJHUM U3 BaKHEHILIUX 3JIEMEHTOB HeEil-
pOMapKeTHHTra B TaKoM OHM3Hece. BOJBIIMHCTBO MOKyMaTeNlell NCIBITBIBAET TUCKOMMOPT
OT OHIYIIEHUS MyCTOTHI BOKPYT, MIO3TOMY MPEINOYUTAIOT ObICTPEE COBEPLIMTDH MOKYNKY U
yittu. HekoTopele 3aBefieHnst 00IenHTa MPUMEHSIOT TaKOH MpHUeM, YTOObI yBEITMYUTh KO-
JAM4ecTBO noceruteneil. Jlroau uyBCTBYIOT ce0s HEYIOTHO U UM XOYETCSl CKOpee MOKUHYTh
nomernienue [3]. [TomoOHbIi moaxo BecbMa 3 GEKTUBEH, XOTS OH HIET Bpa3pe3 C dTHUE-
CKUMH HOpMaMHU. B TO Bpems Kak XOpoIlo NoJo0paHHasi My3bIKa MOBBIIIAET CPEIHHUM UeK
U TIOBBINIACT JIOSUTBHOCTH K 3aBeneHuto. Cetb kodeeH VARKA mo3unmonupyer cedst kak
MECTO, IIe MOKHO pacciaaOuThCsl U UCHOJb3YIOT COOTBETCTBYIOIIYIO JIETKYIO HEHABSA3UYU-
BYIO MY3BIKY.

BMmecTe ¢ Tem maHHON ceTH KO(EeuH MOXHO HPEAJIOKUTHh MCIOIb30BaHUE U APYTHX
MHCTPYMEHTOB HEHPOMapKETUHIa, KOTOPhIE BHEJIPEHBI BO BCEMUPHO MU3BECTHOM CETU KO-
deen «Starbucks»:

— 1oa0Op MY3BIKH B 3aBHCHMOCTH OT BPEMEHH CYTOK M JHS HEJIEIH, YTOOBI CO3/1aTh
xKelaeMyro aTMocdepy;

— BHEIPEHUE NEPCOHANN3AIMY IPEUI0KEHUH Ha OCHOBE JAHHBIX O MPOLUIbIX MOKYII-
Kax, Te0JIOKAllMM U BPEMEHM CYTOK, YTOOBI MpeaIaraTb HallMTKU U aKIUM 4epe3 MOOUIIb-
HOE ITPUJIOKEHUE;

— BHEJIPEHUE CHCTEMbl PEKOMEHJALUi, KOTOpblE aHAIU3UPYIOT BBIOOP KIMEHTOB U
IpeUIaratloT UM MOXO0KUE WM KOMIUIEMEHTaPHbBIE HAIUTKH.

Cetp xopeeH VARKA mocTeneHHO OBajieBaeT MCKYCCTBOM CO3JIaHUSI CEHCOPHBIX
OILlYIIIEHUH, KOTOpBIE 3aXBATHIBAIOT KJIIMEHTOB C TOTO MOMEHTA, KaK OHU MEPECTYMNAIOT I10-
por 3aBeneHus. Jlu3aiiH uHTEpbepa Kade, IBETOBAs M CBETOBAs I'aMMa, My3bIKaJIbHOE CO-
NPOBOXKICHUE TIIATEIHHO MPOAYMaHbI, YTOOBI BBI3BIBATH OLIYIIEHUE TEIUIA U pacciadiieH-
HOCTH, CTUMYJIUPYS MOJIOKUTEIbHBIE SMOLUHU, KOTOPbIE YIYyYIIAIOT 0oOliee BIEYaTICHUE
oT kade. OnHAKO AN JAOCTHKEHHUS OOJBIIUX PEe3yJbTaTOB 3aBEACHUIO CTOUT OOpPaTHUThH
BHUMAaHHE Ha ONbIT BCEMUPHO U3BECTHBIX KOMIAHUH.
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AKTUBHbIE BUAbl TYPU3MA B PECNYBJIUKE BEJTIAPYCb
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Axmugnvle 6u0bl mypuzma — 9mo opma nymeuiecmauil, Komopas exiouaem 6 ceos usu-
YeCKyr0 aKmuBHOCMb U yuacmue 8 pa3iuyHblX 8U0AX CNOPpMA Uil NPUKIOYeHU. dmu udbi my-
pU3Ma OpUeHmupoBansbl Ha AKMUBHOE 8PEMANPENPOBONCOCHUE, 3aHAMUE CNOPMOM U OMKPbIMUe
HOBLIX 20pU30HMO8. B axmuenvie 6udvt mypusma oObIYHO 6X00M. ENOCUNEOHDLIL MYPUIM, NeUUli
MYpusM, 800HbBIU MYPUM, IKCMPEMATbHBIN MYPU3M, IKOMYpU3M. AKmusHbvle uobl Mypusma no-
380JA10M HYMeuleCmeeHHUKAM He MOIbKO HACIAOUMbCSA KPACcomoU npupoosl U KyIbmypou paziut-
HbIX CIPAH, HO U OWYMUmMs AOPEHAIUH U NPEo0oiemsb ce0sl 8 Pa3IULHbIX GUOAX CHOPMA U NPUKIIO-
yeHull.

KirodeBble c10Ba: akTUBHBIE BUBI TYpPHU3Ma, BEIOTYPHU3M, ELIHI TyprU3M, BOJHBIM TypU3M,
9KOTYPH3M, SKCTPEMaIbHBIN TYPHU3M, arPOTYPHU3M.
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Activity tourism is a form of travel that involves physical activity and participation in various
sports or adventure activities. These types of tourism are focused on active pastime, sports and
opening new horizons. Active types of tourism usually include: cycling tourism, hiking, water
tourism, extreme tourism, ecotourism. Active types of tourism allow travelers not only to enjoy the
beauty of nature and culture of different countries, but also to feel the adrenaline and overcome
themselves in various sports and adventures.

Keywords: active types of tourism, bicycle tourism, hiking, water tourism, ecotourism,
extreme tourism, agrotourism.

AKTHBHBIE BUJBI TypHU3Ma — UJCAIbHBIN cIOCO0 OTAOXHYTh U OLILYTUTH aJpEHAJIUH.
Taxoli BuA Typu3Ma CTaHOBUTCS Bce 0oJiee MOMyJISIpHBIM Cpean JTH00UTeNel NPUKITIOUeHHH
U aKTUBHOTO 00pasa »HU3HU. DTOT BUJ TypuU3Ma IMpeajaraeT BO3MOKHOCTb HE TOJbKO OT-
JIOXHYTh OT IOBCEIHEBHOW PYTHHBI, HO M UCHBITaTh c€0sl B Pa3iIMUYHBIX HKCTPEMAIbHBIX



