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HaeTcs KpaTKuii riepeyeHb Omnpefe/ieHnii HeipOMapKeTHIa U MPOUIEXUBAKOTCS K/IKOUEBbIe
U3MeHeHus B onpeneneHuu. I[IpoBemeH OeTajabHbIi pa36op ITOKasaTeeii pocTa MHTepeca
K HelpOMapKeTMHIOBbIM TEXHOJOIUSIM, KaK MHIMKATOpPaM IMOTEHIMaJbHbIX MPEeVMYILECTB
B paspe3e poOCTa IyOMMKAIMOHHON aKTMBHOCTHM, POCTa WHTEpeca B WCIOIb30BAaHUU
HeIpOMapKeTHHIOBbIX TEXHOJIOTUII B OGM3HEce, a TaKKe YBeJIMUMBAIOUIEICS MOMYISIPHOCTU
HampaBjieHus. IIpuBemeH 0030p pa6oT, IOCBSIIEHHBIX OMOAMOrpaduUUecKkoMy aHaausy,
MeTa-aHaMM3y pPaboT B 06JACTM HeHpOMapKeTMHTa KaK KIIUeBOTO IT0KasaTesls pocTa
BOCTPe60OBaHHOCTY HaMpaBjieHs. PaccMaTpyBalOTCS OCHOBHbIE «XaiiIaiiThl» TyOIMKaIMOHHOI
aKTMBHOCTM, a TaKKe IMHAMMUYECKOe yBeInMdeHyue pocta mybnmkaiuii mo maHHbiM Google
Scholar. IToka3aHbl B OMHAMMKe OCBEIOMJ/IEHHOCTb M OTHOILIEeHMe obbIBaTeneil u 6M3Heca K
HePOTEeXHONOIUSIM U HelfpOMapKeTUHTY, a TakKe UMX TOTOBHOCTb K NMPUMEHEHMUI0 JaHHbIX
TexHonmoruit. OCBeIaeTcs MpoIecc pocTa MHTepeca K HeiipOMapKeTUHTY CO CTOPOHBI GM3HeC-
coo61ecTB. PackpbITa OCHOBHASI CWJIa KOHCOMUOAUMY HEMPOMApPKETHMHTOBBIX ITPEVMYIIECTB.
[TokazaHa apryMeHTalus WMCCIeJOBATENbCKOTO COOOLIECTBA B TIONb3y IPUMEHEHUS
HePOMapKeTUHTOBbIX TEXHMK. IlepeuncieHbl OCHOBHbIE CTpaTeruy paboThl KOMITAHMIA
10 BbIBOJY YCIIEIIHOI'O «HOBOTO» IPOAYKTa HA PBIHOK CO CTaTUCTUYECKMMM ITaHHBIMMU.
[TepeunciieHbl OCHOBHBIE ITPEMMYILIECTBA TEXHOIOTUIA, TOTEHI[MaJbHO YBEIMUYMBAIOIME IIaHChI
Ha yCIiex HOBOTO MPOoAyKTa. [OBOPUTCS O HEMPOTEXHOMOTUSIX KaK 00 MHCTPYMEHTE IMOTyYeHUs
LIEHHO/ MapKeTMHIOBO MHGOPMAaLUM B MUIIEBOJ OTpacii: OT 3Tarna pa3paboTKyu [0 3Tara
BHeJpeHMs MpoAyKTa. [lepeuniciieHbl OCHOBHbIE 06/IaCTM MTPUMEHEHUST HeMfPOMapKEeTMHTOBBIX
TEXHOJIOTuii B 6u3Hece. [TokasaHbl 0COGEHHOCTY MMPUMEHEHMs HEePOTEeXHOIOTHI B ITUIIEBOIi
orpaciu. O603HaUEHbI HEKOTOPbIE UCCIENOBAHMS B 06/1aCTU CEHCOPHOTO MapKETUHTa, KOTOPbIE
CBUIETENbCTBYIOT O HaJlMUMM KOCBEHHOI'O BJIMSIHMSI CEHCODHBIX CTMMYJIOB Ha BOCIIpUSITHE
npoxykra. O603HAYeHbl OCHOBHBbIE K/IIOUEBbIe IPEUMYIIECTBA HENPOMAapPKETHMHTOBBIX
TEeXHOJIOTUIA, COMIacylIMecss C TMOCIeIHUMM OOCTVDKEHMSIMM HelpoMapKeTMHra, a Takxke
Te MPeuMYyLIecTBa, KOTOpble HOCST IMCKYCCMOHHBIV XapakTep. BoieneHHble NMpeuMyliecTBa
OTHOCSITCS KaK K TEXHOJIOTMM c6opa JaHHbIX, TaK U K MIPOIIeccy ee 06paboTKM, KOTOpast B TOM
Yyyc/ie BKIIOYAeT Y MOTeHIMal TEXHOIOIMYM B MacCOBOM MPUMEHEeHUN.

Knioueevle cnoea: HeVpOTEXHONOIUU, XU3HEHHbI LMK npoaykumuu (OKUII), ceHCOpHBI
aHa/IN3, CCHCOPHbII HelipOMapKeTHUHT, MUIeBas IPOMBbIIIIEHHOCTb

TUHI», @ TaK)Ke TIOBbIIIIEHME CITpoca Ha HelipoMapKe-
BBeneHnue TUHTOBBIE YCIYTU B GM3HEC-Cpefie.

B mocnegHee mecsSTuieTe HeiipoMapKeTUMHT Mpuo6- CBOI MCTOPUIO MOMYISIPHOCTM HelipoMapKeTUHT Oe-
pesl YCTOMUMBBI MHTEpeC CO CTOPOHBbI OObIBaTeNleil, peT B 3HAMEHMTOM CJlyyae IPOTUBOCTOSIHUSI NBYX
OMU3Hec-coobIIecTBa ¥ yueHblx. O0 3TOM CBUAETENb- IPOMBIIIJIEHHBIX MUIIEBbIX rMraHToB — Coca-cola® u
CTBYIOT 00lllee KpaTHOe yBelMueHMe KoiauuecTBa Te- Pepsi®. XpecToMaTHiiHbIN IIpMMep TOro, Kak pabora-
OpeTuYeckux M MOPUKIATHBIX HAyUHBIX CTaTeil, Mi- €T HelipOMapKeTUHT IpeCcTaBuia TpyIna aMepuKaH-
pOBOIT  POCT TIOMYJSIPHOCTM MHTEPHET-3alpOCOB, CKUX YUYEHbBIX, UCCAeNOBaBIIas U TPOAEMOHCTPUPO-
BbICOKAsT MHMOPMMPOBAHHOCTb OOBIBATE/leil O TOM, BaBIIasl pasjauuusl B aKTMBHOCTM MO3Ta YYaCTHUKOB
YTO TOApPa3syMeBaeTcCs MOJl TEPMUHOM «HelipoMapke- BO BpeMsl (JIETIOTO TeCTMPOBAHUS, a TaKXKe y4aCTHU-

Kak yumuposamo
MaTepMan OHY6JII/IKOBaH B COOTBETCTBUM C MEXAYHAPOOHON 34 Bykpees, H. C., [TapamoHoB, I. B., Cymepun, B. A., & Illank, M. A. (2020). TTpe-
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KOB, OCBEIJOMJIEHHBIX O OPEHIOBOI TMPUHAIJIEKHO-
CTU HallMTKOB. ABTOPBI LAHHOT'O MUCC/IeJOBaHMS T10Ka-
3aIM CWIJTy JOMUHUPOBAaHUS OpeHaa HaJ, BKYCOBBIMU
MPENMOUYTEHVSIMUA Y TIOMBITAIUCH OOBSICHUTH peak-
LMY YYACTHMUKOB aKTMBalLyell KOHKPeTHBIX 30H MO3-
ra, OKasbIBaIOIIVX BIAMSHME HA NIPUHSTHE PelleHNs B
MOJIb3Yy TOM WK MHOV anbrepHaTuBbl (McClure et al.,
2004). Tlybnvkauust JAaHHOTO UCCIeOBAaHUS TIPUBETa
K 9KCIIOHEHLIMAJbHOMY POCTY MHTepeca K TeMe Heli-
pOMapKeTHHIa U [0 CUX IIOP OCTAeTCsl IoKa3aTellb-
HbIM puMepom (Plassmann et al., 2012), 3a KOTOpbIM
MOC/IeIOBA/IM TTyOIMKALMY HOBBIX CTATeli 10 HAIrpaB-
JICHVIO MCCIEeNOBaHMII C pacKpbITMEM IIOTEHLMasa
NIPWJIOKEHUSI HEMPOTEeXHOJIOIUI OTHOCUTENIBHO Tpa-
IUIVOHHBIX METOJL0B MapKeTVHTOBBIX MICC/IeA0BaHUI
(Plassmann et al., 2008), 3aBoeBbIBasi MOIYJISIPHOCTD
KaK B aKaleMM4eCKuX Kpyrax, Tak ¥ B [eJI0BOI MpaK-
tuke (Van Doorn & Miloyan, 2018).

IpyruM 3HaUYMMBIM COOBITMEM, KOTOPOE CITOCOOCTBO-
BaJI0 TPU3HAHUIO OM3HEC-COOOLIeCTBOM Helipomap-
KeTMHTa KaK peajbHO [IeiCTBYIONIET0 MHCTPyMEeH-
Ta, 6bUIO MHBECTUPOBaHME B KoMmaHuio NeuroFocus
kommanueit Nielsen! B mae 2008 ropa, a mosske u ee
nprobpeTeHye, KOTOpoe cocTostioch B Mae 2011 roma.
Ha ceropHsimHMii TeHb MHOTHME KpyITHble KOMIIaHUU
OpraHM3YIOT CBOM COGCTBEHHbIE HEPOMAapKETUHIO-
Bble jJabopaTopuy, TEM CaMbIM PACIIMPSIST BO3MOKHO-
CTY JJIT MacIITab¥pOBaHMs BHOBb CO3/TaBa€MbIX Heli-
POTEXHOJIOTUUECKUX peleHu.

INonsaTHE «HEJIpOMapKEeTUHT»

Cy1iecTByeT MHOXECTBO OIpefeleHuil HelipoMapke-

TuHra. Haunmnas c¢ 2004 roma akileHTbI B ompepere-

HUU TOTO, YTO €CTh «HEepOMapKeTUHT» CMeCTUIUCH

B TO/b3y OMNEpPalVOHAJIbHOCTY, PACIIUPUB TIOHSITUE

C MPOCTBIX «IIPUMEHSIEMBIX METOA0B U3 HelpOHayK»

0 TIOTHOLIEHHOTO «KOMMEpPUYeCKOTO MHCTPYMEHTa»,

UCTIOJIb3YIOIIET0 MOC/IeIHME AOCTUKEeHUS TOBeIeH-

YeCcKOli 5KOHOMUKM U HelipoHayku. BOT jumib Heko-

TOpbIe OMpeie/ieHNs TEPMUHA, U3JI0KeHHbIE B XPOHO-

JIOTUUECKO¥ MOCIeq0BaTeIbHOCTU:

1. HejipoMapkeTuHr, KaK 06JIacTb MCCIeOOBaHMS,
MOXKeT OBITh IPOCTO OIpeneeHa Kak IpUMeHe-
HHMEe HelipOHAay4YHbIX METOAOB /ISl aHaau3a U To-
HUMaHUS 4e/I0OBeYeCKOTO MOBeAeHNs TI0 OTHOIIIe-
HMIO K pbIHKaM U u3MeHeHMsIM pbiHKa (Lee et al.,
2007).

2. O6nacTb HEPOIKOHOMMUKM, KOTOpasl MCCAemyeT
3HaAUMMble TPOO6IEeMbl MapKeTHHTa, Ha3bIBaeTCS
«HepOMapKeTUHI» WIU «IIOTpeOUTeabCcKas Heli-
poHayka». [loHsATHE «HelipOMapKeTUHT» Hellpak-
TUYHO MHOTO3HAUYUTENbHO, I[103TOMY TEPMUH

«IIOTpebuTeNnbCcKasi HelipoHayKay SIBsieTcsl boree
MOIXOSIIMM Ha3BaHMEM JIJISI HOBOI 06/1acTy MC-
CJleq0BaHMI, KOTOpast UCIIONb3yeT HelipoOHayYHbIe
METOIbI X pe3y/IbTaThl ISl TYUIIero MOHUMMaHUS
(HeipOo-)PU3NONIOTUYECKUX OCHOB MOTPEOUTEND-
ckoro nosenenus (Hubert, 2010).

3. HeltpomapKeTHHT SIBJISIETCSI OTHOCUTEIBHO HOBOM
(hopMOiT MapKETUHTOBBIX U TTOTPEOUTENBCKUX VC-
CyleqoBaHMi, KOTOpasl MpUMeHsIeT HelipOHayKy B
MapKeTMHTe, UCTIONb3Ysl TeXHOJIOIUU HelpOBU3Y-
anu3aluuy UAM TeXHOJIOTUYM MCCIefoBaHusI MO3Tra
IUISl TIPOTHO3UPOBAHMUS PeakUuuy IOoTpeduTeneit,
HaIpuMep, Ha MPOAYKThI, YIIAKOBKY MUY PEKJIaMy
(Schneider & Woolgar, 2012).

4. TloTpeburenbckass HelipoHayKa SIBJSETCS HOBOI

MEXIUCIUIUIMHAPHON 006/1acThlo, KOTOpas Co-
yeTaeT B cebe ICUXOJIIOTUIO, HEPOHAYKY M 9KO-
HOMMKY [IJI1 M3YUYEHUST MCUXO(PU3UOTIOTUIECKUX
addexToB Mo3ra Ha pekjJamMy ¥ MapKeTUMHTOBbIE
crpateruu (Khushaba et al., 2013).

5. HeiipoMapKeTUHT SIBJISETCS MEKIUCIUIIIMHAP-
HOJ 06/1aCThI0O HAayKM, KOTOpasl MCIOIb3YyeT pas-
JIMYHbIe MHCTPYMEHTBI HeIpo- U GMOOrMYecKoii
06paTHOIT CBSI3M, a TaK)Ke MHCTPYMEHTBI M3Mepe-
HUSI MeTaboMMUeCKUX IPOLIeCCOB, TPAAUIIMOHHO
MCIIONIb3yeMble B MeAUIIMHE, TICUXUATPUU U TICU-
XOJIOTUM, B COUYETAaHMUM C TPAOULIMOHHBIMU Map-
KETMHTOBBIMM MHCTPYMEHTAMM ITOVCKA JIYYIIEro
TTOHMMAaHMSI CaMbIX Pa3sHOOOGPasHbIX CO3HATEIb-
HbIX U 0ecco3HaTeNbHBIX TUIIOB SMOIMOHAIb-
HbIX, KOTHUTUBHBIX U PU3UOTOTUUECKUX PEaKIINIii,
TIOBEIEHUSI M MBICTe/l SKOHOMMWYECKUX areHTOB,
CBSI3aHHBIX C TUIIMYHBIMM BOIIPOCAMU MapKeTUH-
ra u ero obnacreii (Caldeira de Oliveira & Giraldi,
2017).

3a mocnenHee OecsiTWIeTVe TEPMMH «HeVpOMapKe-
TUHI» [IpeTepIiell 3HaUNTeNbHble U3MEHEHMUS B COLlep-
>KaHMM, OCTaBAsICh MIPU 9TOM HeM3MeHHbIM 1o Gopme
B TpeX 3/IeMeHTaX: KoOMMepuecKasl Lie/ib [IPMMeHeH N,
HeipOHayYHbIii MHCTPYMEHTapuit; MOTpe6UTeIb Kak
00BeKT uccaemoBaHus. I10 comepskaHUIO MPOU3O0II-
IV HEKOTOpble M3MEHEeHMs: BO-IIepBbIX, HelipoMmap-
KEeTUHT T1epecTas 6bITh TOMBKO SKCIIEPUMEHTATbHBIM
MHCTPYMEHTOM HayKu B OM3HeCe, MOCTEITIEHHO MTPOU3-
BOJISI KOHCOMUAAIMIO ¢ 6U3HEC-COOOIIECTBOM U OITHU-
MU3UPYsT paboTy Tof, 3arpockl KaueHTa (Gang, 2012).
Bo-BTOpBIX, NONAB 107, YIIPaBJSIOILIYI0 3aBUCUMOCTD
TOBeJIeHYeCKOlM HelpoHayKu, The KOHCOMUAUPOBA-
Ha OCHOBHAsl HayyHas 6a3za TMOMOOHBIX MCCIEeMOBa-
HWUIA, HEIPOMAPKETUHT OOpeT JNOTIONHUTENbHbIE Te-
opeTmMyeckue, METOLONIOrMYecKue U MeTOoINYeCcKue
BO3MOXXHOCTU. TeM He MeHee, 10 CETOLHSIIHETO IHS
BEeNyTCSl OUCKYCCUM O IPUHALJIEXHOCTM HelpoMap-

1 (Nielsen acquires NeuroFocus. Available at: https://www.nielsen.com/us/en/press-releases/2011/nielsen-acquires-neurofocus/)
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KeTUHTa TO I K MAPKETUHTY, TO JIU K TIOBeLeHYeCKO
HeiipoHayke (Nilashi et al., 2020). B-TpeTbux, Heiipo-
MapKeTVHT, 32 CYET CBSI3U C HAYKOI U OM3HECOM, 3Ha-
YUTENBHO YIIyOWI TIOHMMaHue TOBeAeHUsT MOTpebu-
TeJsl M PACLIMPUI CIIMCOK MapKeTUMHTOBBIX CTUMYJIOB:
OTHOILIIEHME Ye/lioBeKa K CUTyalluuM Ha pbIHKe, Map-
KEeTMHTOBOI CTpaTermm M Cpele, OTHENbHbIM OpeH-
JlaM, IPOAYKTaM, BKycamM ¥ IPOUMM MapKeTUHIOBbIM
CTUMYJIaM.

MpbI nnpuaep>xuBaemcs Cleayroleil TPaKTOBKY TEPMMU-
Ha, cornacHo Tiwari S.: «HelipoMmapKeTUHT — 3TO KOM-
MepuecKuit / KOpnopaTUBHBIN / yIIpaBAeHYeCKUIl UH-
CTPYMEHT, UCIIOIb3YIOL VI IICUXOIOTUYECKIe MOLIeNN
CEHCOMOTOPHBIX, KOTHUTUBHBIX U a(bheKTUBHBIX pe-
aKUMIi yeloBeKa [JI1 MCCAef0BaHUs MapKeTUMHIOBBIX
cTUMynoB knueHTa» (Tiwari, 2020).

HYGJII/IKHI.H/IOHHHH AKTUBHOCTb

[lo paHHBIM, MOMYYEHHBIM C TIOMOILBIO IOMCKO-
Boit cucreMbl Google Scholar (GS), B nepuop ¢ 1987
roma mo 2019 roma B cucteme 3aperucTpupoBa-
HO Oomee 16400 myGaMKalMii C HaIuuMeM CJIOBa
“neuromarketing” B 3aromoBke craTbyu. HyskHO yuu-
THIBaTh, YTO HECMOTPS Ha 6Gojee COBEpIIEHHbIE TO-
MCKOBBIe MexaHU3Mbl, GS 007amaeT HeLOCTAaTKaMMU,
TAKMMM KakK BbIlaya OyOIMPYIOMINXCS CTaTei, my6im-
Kaluit 6JI0TOB U KYpPHAJIbHBIX cTaTell. TeM He MeHee
CYIIECTBYIOT JOCTaTOYHbIE OCHOBAHUS [l NOBEpUs
K GS (Harzing & Alakangas, 2016). [To cocTosiHMIO Ha
2016 rom, KaK cBUAETENbCTBYET 6a3a faHHbIX World of
Science, ¢ 1987 roga 3aperucTpMpoBaHbl 351 CTaThsI C
YIIOMMHAHMEM KJIIOUeBBIX CJIOB O CBSI3M MapKeTUHra
Y HeKOTOPbIX MHCTPYMeHTOB HelipoHayku (EEG, fMRI,
Eye tracking) (Yagci et al., 2017). B atom mporecce
ObUTM 3a7elICTBOBAHBI 56 CTpaH MUpa, IPU 3TOM Hau-
OosbIlast MyoaMKaIMOHHAs aKTUBHOCTh HABII0aIach
B CHIA (126 crareit), lepmanuu (27), Humepnanmax
(26) 1 Aurmuu (25), a B miecTepke Hambosee 4acTo

MOBTOPSIEMBIX K/IIOUEBBIX 0B 6butM “Eye tracking”

PucyHok 1

“Neuroscience” (27), “EEG” (23), u

“Neuromarketing” (62), “Attention” (51),
“MRI” (22). Takke
B Tabnuile 1 MOKHO YBUAETb POCT IIUTUPYEMOCTHU OT-
IeNbHbIX cTaTei o coctossHuio Ha 2017 u 2020 romsl
COOTBETCTBEHHO. 3a TPM roja KOJIMUeCcTBO IIUTUPOBA-
HMi1, M3GPaHHBIX IJIT aHaIM3a MyOaMKaInii, yBeIuum-

Joch Gostee yeM B 5 pas (M3 aHAIM3UPYEMBIX CTaTel).

(129),

[To gpyruM AaHHBIM M3BeCTHO, uTo ¢ 2005 mo 2011
TOZbI KOJIMUECTBO CTaTe Mo TeMe «HelipoMapKeTUHT»
coctaBuio 71, a ¢ 2011 no 2017 roabl UX KOJIMUUECTBO
yBeIMUMIOCh Ha Gojee uem 240 crateit (Shahriari et
al., 2019). OCHOBHBIMM «XaitmaiiTamMu» ITyGIUKALIN-
OHHOJ aKTMBHOCTM JAHHOTO MCCIeIOBAaHUSI CTaIA
«MapKeTMHTOBbIe cTpaTeruu» — 32%, «pexkjiama u BiU-
JeopeknaaMma» — 25%, «BOIPOCHI STUKU» — 9%, «KOM-
TIOHEHTHI PeKJIaMHbBIX NOCTaHUI» — 6%, «HelipOHayKa
B MapKeTMHTe, 9KOHOMMKE U TIOBeIeHUM MOTpeduTe-
neit» — 17% u «Ipoliecc MpUHSITUS PellleHuit U BhIOOp
6pennma» — 10%. DTu maHHbIE TTO3BOJISIOT ONPENEeTUTh
BEKTOp MHTEpPecOB B pPa3BUTUM HelpoMapKeTMHTa
KaK HayYHO-MCCIe10BaTebCKOTO HAaIIpaBIeHNs.

VuuteiBasi TOT ¢akt, uto ¢ 2015 roma my6IMKyeT-
cst iopsiika 70 crareil B rof, Mbl MOXKEM ITPeIoso-
SKUTh, UTO HA CETONHSLIHUI NeHb 00IIee KOIMIECTBO
HayYHBIX IyONMMKAIMiI IO TemMe HelpoMapKeTUH-
ra npessimaet 500 crareii. Oast GS sTo 6omee 1500
MaTepuajoB €O ciaoBoM “neuromarketing” B 3aro-
noBke ¥ okonmo 20000 maTepuasioB € YINOMMWHAHMU-
eM 3TOro CjIoBa IO TeKCTy. Bojee neTaabHO MOX-
HO O3HAaKOMMUTBHCSI C POCTOM YMCIa TyOIMKAIuUii Ha
Iuarpamme 1

IToucKoBast OHJIaAfTH-aKTUBHOCTDb

[aHHas TeHIEHIMs SIBJISIETCST OOIEeMMUPOBOI M IIPO-
C/IeKMBAETCS Ipy O6palleHny K aHaIu3y IOIYIIsIp-
HOCTM 3ampocoB “neuromarketing” B MOMCKOBOI
cucteme Google. TTo manHbpIM mpodeccopoB Yb6epa
u Keunwmura, 3a 2008 rom O6bLI0 COBepileHO 6Gosee

Haubonee uacmo nosmopsiemble Knwuessle cnosa (Girisken, 2015)
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HOuarpamma 1

JuHamuka pocma yucaa nyoaukayuti, OMHoCAUUXCA K HelipoMapkemuHzo080My HanpasJexuio, 8 nepuod ¢ 2000 no

2019 20001

E)Ker()ZLHbII‘/JI IpMpOCT KoJInuyecTsa l'[y6J'II/IKaLU/H‘/J[ CO CJIOBOM
'Neuromarketing' B 3arosioBke

2004 2005 2006 2007 2008 2009 2010 2011

2012 2013 2014 2015 2016 2017 2018 2019

800000 3ampocoB O KIIOYEBOMY CJIOBY «HelipoMap-
ketTuHI» (Hubert & Kenning, 2008). Ilo naHHbIM uTa-
JIbSTHCKUX Kojuter, B 2012 romy Habmomaetcs 1,4 Mu-
JIMOHA 3a1pocoB, a B 2018 romy ux ob1iee KOIMYeCTBO
cocraBjsieT 6osee ueM 3 MuH 3ampocoB (Cherubino
et al., 2019). B cooTBeTCTBMM C POCTOM ITOITY/ISIPHO-
CTU 3alpoCoOB, Mbl TIPOBEIM YTOUHSIONIME PacueThl
Ha ocHOBaHMM JaHHbIX 2008 roga 1 06HaPYKWIN, UTO
B 2012 rogy obIee KOJIMYECTBO 3aITPOCOB AOCTUIIIO
OTMeTKM 6ojiee 1,7 MITH 3ampocos, a B 2016 romy mo-
CTUIJIO TIMKOBOTO 3HAUYEeHUSI — IO 2 MJIH 3allpoCcOB B
rop.

B cpemHeM 1o BceMy MUpPY Ha KaKObIii MecCSIl
npuxogutcss okono 300000 3ampocoB, Opudyem
Hanbosee «BOCTPEOOBAHHBIMM» MECSILIAMU Y TIOJb-
30BaTeNeil SBISIOTCS MapT, OKTI6pb ¥ HOSOPD,
TOrma KaK HauMeHee IOMYISIPHBIMM MecsIaMu
IJIST HelipoMapKeTUHTa SIBJSIIOTCS MIONb, SIHBAph U
IeKabpb (muarpaMmsi 2 1 3).

OGIIIeCTBeHHaH OCBEOJOMJIEHHOCTD

Emle ogHMM CBUIETENbLCTBOM HPUCYTCTBUS MHTe-
peca K HelfpOMAapKeTHHTY SIBJSIETCSI OOIIEeCTBEHHOE
MHeHue oObIBaTesneil. B ucoremoBaHuM cooTeve-
CTBEHHUKOB OBUIO BBISIBJIEHO, UTO OOJIbIIE TIOJOBU-
HbI OTIPOIIEHHBIX PECIIOHAEeHTOB (69,2%), HanpsIMYI0
He OTHOCSIIIMXCS K 00/1aCTM HeipOMapKeTUHTa, YKe
3HaKOMBI C TEpDMMUHAM¥ «HEMIPOMAapKeTUHI» U «HEeM-
poTexHoMoTUM». TaksKe GOMBIIMHCTBO PECTIOHIEHTOB
BOCIIPMHMMAIOT HEIPOMapPKeTUHT KaK eCTECTBEHHYIO
KOMMepueckyio Impaktuky (Molchanov et al., 2019).
JTO CBUMETETbCTBYET O TOM, UTO OOIIECTBO JOCTa-
TOYHO POMHQPOPMUPOBAHO O TOM, UTO TaKyue TeXHO-
JIOTUM CYLIECTBYIOT M NPUMEHSIIOTCS, B TOM 4YUCIE B
KOMMepUeCKUX LeJIsX.

B PYM])IHI/II/I pe3yibTaTbhl aHAJIOTMYHOTO OIIpOCa BbI-
TIAnAT IIPSIMO IPOTUBOIIOTIO>KHBIM 06pa30M. B oH-

naiitH-uHTepBbIo 2019 roma Ha BeIGOpKe U3 385 MOIb-
30BaTesieil COIMATbHBIX CEeTel 0OHAPYKUIICS HU3KUIA
YpPOBEeHb 3HAKOMCTBA C MOHSITUEM «HEepOMapKeTUH-
ra», TOTAA Kak ompoc 150 opranmsanmii mokasan 60-
Jee oOHaAEXMBAIOMNI pe3ynbTaT. KoMmanum mome-
JIUUCH Ha TPU TPYIIIBI:

1. Te,KTO HMUETO He 3HAET MPO HeiPOMAapKETUHT;

2. Te, KTO, CUMTaeT ceOS 3HAKOMBIMU C OSTUM

TIOHSTUEM,
3. Te, KTO 3HAaeT CAMIIKOM  MHOTO O
HelipoMapKeTUHTe.

Hyxno ormetutb, uro npu 3tom 60,2% oOHIaiiH-
YYaCTHUKOB TIPOSIBUIM TOTOBHOCTh K YYacTUIO B
OHJIAMiH HepPOMAapKeTUHIOBBIX MCCAeAOBAHMUAX, a
73,2% KOMIIaHMIT pYMBIHCKOTO PbIHKA B GYmyIlleM Ha-
MepeHbI IPUMEHSITh HePOTEXHONIOT UM B UCCIeA0Ba-
Tenbckux 1emsix (Constantinescu et al., 2019). Takke
YYaCTHUKM MUCCIeNOBaHUSI OLIEHUBAIU CTeleHb I0-
JIESHOCTM KakAo¥ U3 TpUMEHSIEMbIX TEeXHOJOTUI B
HefpOMapKeTUHTOBBIX MCC/IeNOBaHMSIX. Pe3yabTaTsl
TIpMBeeHbI B Tabmuie 1.

PbIHOK HelipoMapKeTHHIa

[TepBoe oduiMaabHOE HEIIPOMAPKETUHIOBOE MCCIe-
JIIOBaHMeE JBYX «HAITYMEeBIIMX» HAMUTKOB MPUBEIO K
TIOSIBJIEHUIO CIIOPOB 00 STMYECKOi MOMOIIeKe Heii-
pomapketuHra B CMU, Hay4yHbIX, 6M3HEC U MHBIX
kpyrax (Singer, 2004). HecmoTtps Ha 5TO Helipomap-
KeTMHT He OCTAaHOBWJICS B pasBUTUM. B HelipoMapke-
TUHTEe CYHIeCTBYIOT U aHTUIIPUMEDPHI MOMYASIPHOCTHA.
Pasropatoniymecst ¥ TacHyIIMe CIIOPbl 06 3TUYHOCTU
MUCTIO/Ib30BAHUST HEMIPOTEXHOJNIOTHIT MTPUBEIU K TOMY,
YTO MPaBUTENILCTBO @paHIINMM NPUHSIO pellieHue 3a-
BeIOMO OCaIUTh MUCIIONb30BaHMeE HEIPOTEXHOIOTUIA,
B TOM uucClIe U HelipoOMapKeTMHTI, KOTOPbI/ MOIaj
o7, 3ampeT Ha 3aKOHOAATeIbHOM ypOBHe ¢ (opmy-
JIMPOBKOJi: «MeTobl BU3yaIn3alnuyu Mo3ra MOTYT UC-
MOb30BATHCS TOMBKO B MEAUIIMHCKUX WIM HAYIHBIX
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Iuarpamma 2
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MIOJTb aBTYCT CeHTS6pb OKTIOpPb HOSIGPh JeKabpb

LIEJISIX MJIY B KOHTEKCTE CyAeOHOM IKCIIEePTU3BI», — CO-
[JIACHO 3aKOHY, IpuHsITOMY B 2011 rony.

C MOMeHTa 3apOXAeHMs] HallpaBlIeHMSI U L0 Cerof-
HSIIITHETO AHSI HabMomaeTcss OGMIMPHBIN POCT MHTE-
peca K MPaKkTMUYeCKOMY IMPUMEHEeHMIO TOCTVDKeHMIt
HefpOHAayK U TexXHOJoruii. BusHec-coobuiecTBo pac-
CMaTpMBaeT HelpOMapKeTUHIOBble TEXHOJIOTUU Kak
OIMH U3 JIYULIUX IMpeacKasaTteseil moBeneHus IoTpe-
ouTteneii (Sebastian, 2014). Ha pasBuBaoomeMcsl pbIH-
Ke HOBble TeXHOJIOTMM, TaKue Kak HelipOMapKeTUHI,
IIOMOTaloT OpPTaHU3alUsIM COXPaHUTh, Pa3BUTh U MO-
JIYYUTb KOHKYPEeHTHbIE IIpeuMyIiecTBa’.

Croco6CTBYIOT BHEIPEHUIO YCUIIUS «Accolyaniuy Ha-
VKM U 6M3Heca B 06/1aCTU HelipoMapKeTHHTa», CO3IaH-
Hoi1 B 2012 ronmy. Ha cerogHsIIHMI IeHb B Hee BXOAST
42 cTpaHbl C TPEeBAIUPYIOIIMM KOIMYECTBOM YYaCT-
HUKOB cTpaH EBpombl (54), LlenTpanbHoit u IOkHOI
Awmepuku (27). Bce HelipoMapKeTHHTOBbIe KOMITAHUU
MOYKHO pPasIeuTh Ha TPy OOJbIIe TPYIIIThI:

1. xoMmaHuu, TPOBOASIINE WCCAeIOBAHUS IJs

OGpeHIoB;

2. KOMIIaHMM, pa3spabaThiBaOLIe TEXHOIOTUM IS
CaMOCTOSITE/TLHOTO TIPOBEMIEHMsT MCCIe0BaHMiA
OpeHIamu,

3. KOMIIaHMM CMEIIaHHOIO TUIIA.

ITo ganHbIM Infinium, MMUpPOBOI PHIHOK peleHu st
HelipomapkeTuHra B 2017 romy olieHMBAIACS TOY-
™ B 1033 mmwuinmoHa mo/utapoB CIIIA u, Kak oxupaa-
ercs, K 2024 romy mocrurHet 6omee 2000 MWUIMOHOB
monmnapoB CHIA mpu CAGR B 9,1% B TeueHue mpo-
rHo3Horo nepuoga ¢ 2018 mo 2024 rogpl. IIpu sTom
OXXUIAEeTCS POCT KOIMYeCTBA WMCCAeNOBaHU C UC-
MTOJIb30BaHMEM MAaJIOTa0apUTHBIX TEXHOJIOTUI U Me-
TOMIOB, OCHOBAHHBIX Ha MAllMHHOM OOyYeHUU, B TOM
4yuciie B OHJIaliH-Cpefie.

MHorne u3 pa3paboTaHHBIX B HelpoHayKe pele-
HUII BHEIPSIOTCS B MapKeTMHTOBYIO NPaKTUKY. BOT
HEKOTOPbIii IlepeueHb KOMIIaHUI, KOTOpble MpuUMe-
HSIIOT HelipomapkeTuHT B cBoeM gene: BBC, Coca-
Cola, McDonalds, Ford, Heinz, Intel u LOreal, P&G,
Hyundai, Microsoft, Yahoo, Google, Ebay, Campbell's,
Estée Lauder, Fox News, Delta, Procter & Gamble,
Carlsberg Beer, ESPN (Burgos-Campero & Vargas-

2 Tonescu, A. M., Romanelli, M. (2019). Rediscovering Neuromarketing for Sustainable Companies. STRATEGICA, 251.
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Tabnuua 1

OyeHKka none3HoCmu uccnedo8aHusl pasiudHblx HelipomexHono2uii 0111 npumeHeHust 6U3HeCcoM U

UHOUBUOYANbHBIMU NOIL30BAMENSIMU

Komnanumn INonv3oBaTenn
Eye tracking 4,02 3,93
Face coding 4,02 3,76
Voice recognition 3,42 3,39
EEG 3,46 3,21

Tpumeuarue: O1ieHKa MTOJIE3HOCTY MUCIIOb30BAHMST PA3IMUHbIX HEMIPOTEXHOJIOTMIA C TOUKM 3PEHMs IIPUMEHeHMsT 6M3HECOM U MHAUBUILY-
aJIbHBIMMU TT0JIb30BATESIMMU, TIe 1 — coBepIiieHHO 6eCIoe3Ho; 5 — OUeHb MOJIe3HO.

ApantupoBaHno u3 Sustainability, Constantinescu et al., 2019, Attitude evaluation on using the neuromarketing approach in social media:
Matching company’s purposes and consumer’s benefits for sustainable business growth, 11(24), 7094 (https://doi.org/10.3390/sul11247094)

Hernandez, 2013; Plassmann et al., 2015; Kumar &
Singh, 2015).

INonb3a HelipoMapKeTUHra

HejipoMapKeTHHT SIBJISIETCS IIOJIE3HBIM MHCTPYMEH-
TOM JIJIS1 TIONyuYeHusl Gojiee TOUHONM MHGOpPMALUM C
IIeJIbI0 CO3MTaHMsI KOHKYPEHTHbIX CTpaTeruii U mpeu-
MYILECTB, BEOYIIMX K YIYUIIEHMIO MO3UIVOHMPOBA-
HMST Ha pbiHKe (Burgos-Campero & Hernandez, 2013).
OH pacmupsieT apceHaJ MapKeTolora 3a Ipefebl
KJIaCCMUECKMX M KaueCTBEHHbIX MEeTOOB, Iipejjaras
IOIMOIHUTENbHYIO OOGBEKTUBHYI0 MHGPOpPMAaIINIo, OC-
HOBaHHYI0 Ha aHajM3e HeoCO3HaBaeMbIX peakiuit
Ha ctumynbl (Constantinescu et al., 2019), yuem cro-
COOCTBYeT 6ojiee ITyOOKOMY MOHMMAHMIO MIOBEIEeHMUS
moTpebuTesneli ¥ yTOUHEHUIO CYIIECTBYIOIINX MapKe-
tuHroBbix Teopuit (Nilashi et al., 2020). BHegpeHne
HeipOMapKeTMHTOBbIX METONOB OyIeT CIoco6CTBO-
BaTh JIy4IlIeMy MOHMMAHMIO IOTPEGUTENTbCKOTO I0-
BeJeHUS, TIOAIEPSKUBAsT M TOIOJHSS TPaAUIIMOHHbIE
MeTO/Ibl MapKeTMHTOBbIX ucciaenoBanmii (Hedgcock
& Rao, 2009; Kenning et al., 2011; Lee et al., 2007;
Plassmann et al., 2008, 2015). Oco6eHHO TTOAYEPKU-
BaeM, UTO GOJIBIIMHCTBO HEPOHAYUHBIX METOMIOB YKe
MIpUMeHSIIOCh 1 paHee (Ambler et al., 2000; Ariely &
Berns, 2010; Hubert & Kenning, 2008; Knutson et al.,
2007; Kroeber-Riel, 1979), Ho naske HECMOTpSI Ha IIN-
pOKOe pacIipocTpaHeHMe TaKuUX HeNpoTexXHOJoruue-
CKUX pellleHMi1, B IIUIIIEBOI OTpaciu BHeIpeHMe Heli-
poTexHoONoTUlt elle mpeacTtouT mnpoussectu (Tiwari,
2020).

Haubomnee BaskHbIMM cdepamu Ijis JII0O0TO MUIIe-
BOTO TPOOYKTA SIBJISIIOTCSI OOCTYIHBbIE 06IacT IPU-
MeHeHUs HelipoMapKeTUHTra B LIMKJIe MPOU3BOACTBA
U BHeApeHMUs MUIEBOTO MPOAYKTA: CO3[aHMe Tpo-
IIyKTa, ero yrakoBKa, OHJIaitH/oduIaliH MpOoABISKeHNE,
oHaitH/odaiin KoMMepis. Boigensietcst psn obia-
CTell, TAe yKe TMPUMEHSIOTCS HelipOMapKeTUHTOBbIe
TeXHOJIOTUI, 3apeKOMeHAOBaBIIMe ce6s KaK MHCTPY-
MEHT paboThl: TeJIeBU3MOHHAS peKkiaMa U OObSIBje-

HMe O TOCyZapCTBeHHOI cryskbe (PSA), BbIGOp MpO-
IOYKTOB, YIIAaKOBKa, CEPBUC, CTOMMOCTb, 6peH, UX B
MICITONIb30BAHUM MHTEPHETa M MOOUIbHBIX MPUIIONKE-
HUIi, PO3HUIIA, HEPOTIONUTNKA, HEPOBKYC, Helpo-
acretuka (Cherubino et al., 2019). HeiipomapKeTUHT
y>Ke JOCTUT 3HAUMUTENIbHBbIX Pe3yabTaTOB, HECMOTPS
Ha JjiuTeNibHOe cTaHoBieHMne (Berns & Moore, 2012;
Boksem & Smidts, 2015; Falk et al., 2016; Kiihn et al.,
2016; Telpaz et al., 2015; Venkatraman et al., 2015).

[Ipu sTOM, CTATUCTMKA TIOKA3bIBAET, UTO B paitoHe 70-
95% HOBBIX IPOAYKTOB YXOIST C PbIHKA IIOC/IE 3aIy-
cka (Spence, 2020). OTMeuaeTcst, UTO MOAO6GHbIE TTPO-
THO3bI MOTYT CKa3bIBAaThCsI HA aKTUMBHOCTY KOMITAHUI
110 BHeJPEeHMI0 HOBbIX ITPOAYKTOB HA PHIHOK, TEM Ca-
MbIM 3aMeJIjIsISI X POCT U IPUBOJIS UX IeSITeIbHOCTD B
navyeBHoe cocrosiHue (Salnikova et al., 2019).

(Salnikova et al., 2019) BbIfeNSIOT Cleayiolie CTpa-
Teruy paboThl KOMIAHMII CO CBOMMM ITPOTYKTaMM
(2810 mpopykToBbIX emuHuIl U3 6aspl Mintel Global
New Product Database (GNPD)), ycIielmHoCTb KOTO-
pbIx olleHUBaINUCh B mepyox ¢ 2010 mo 2012 rozgpri:

e HOBBIi TIPOMYKT, B TOM uMcC/ie B HOBOI KaTe-
ropun: (41% oT 06IIero uucia MpPOTYKTOB;
59% ycmexa);

e pacmupeHMe JIMHENKU: oIpenessieTcsl Kak
pacipenye JuHUM win Mapku (35% ot 06-
IIEero umciia MpoayKToB; 58% ycrexa);

e HOBAas ymakoBka (21% ot o61ero umcia mpo-
IyKToB; 50% ycmexa);

e HoBas ¢opMysia: HOBBI BKyC U mpouee (2%
OT O01IEero YKciIa MPOAYKTOB; 74% ycrexa);

e  TIepe3alyck: Ha OCHOBe MH@oOpMaluu U3 BTO-
PUUHBIX MCTOUHUKOB (HAIIpUMep, BbICTABKMU-
spmapku, PR, Be6-caiitel 1 mpecca) (1% ot
o611ero uncia MpoayKToB; 75% ycriexa).

«Ycrex» B JAHHOM MCCIETOBAHUM  3aCUMTHIBAJICS,
eCIM IIPOAYKT Ha HACTOSIINIT MOMEHT COXPaHM/ICSI B
mpofaskax 1 ObL OIMYyOAMKOBAH Ha cajiTe KOMITaHWUM.
Takum 00pa3oM, IPOLYKThI, OCTAIOIINECs B IPOLasKe,
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ObUIM YCIENIHbIMU. ABTOpaMM AAHHOTO MCCIeoBa-
HUSI OTMeUaeTcsl, UTO Jaxke ycrex B 50% He rapaHTu-
pyeT IpMHeceHyue MpuObUIM MJIsS BbIXOJA HAa OKyIa-
€MOCTb IMPOM3BEIeHHBIX 3aTpaT. Ha ceromHsImHMi1
IeHb [7100a/IbHBIX MCCIeIOBAaHMIA, TTOATBEPKAAI0ONIUX
3(pbeKTUBHOCTD HelfpoMapKeTUHTra, He CYIIeCTBYeT,
HO TeM He MeHee OXMOAAeTCS, YTO KOMIUIEKCHOe JC-
TIOJIb30BaHME HeIPOMapPKETUHIOBBIX TEXHOJIOIMIA I10-
3BOJIUT YBEJIMUUTD ITPOLIEHT YCIIEITHOCTM TOBapa.

Oco6eHHOCTD UCC/IeIOBaHMIT B IIUIIIEBOM CEKTOPE KO-
HOMMKM 3aKJTIOYAeTCs B TOM, UTO MPU OMPOOGOBAHUM
enbl MPo6IeMaTUYHO MCIIOIb30BaHNe «rabapUTHBIX»
TeXHO/IOIui, Takux Kak I[I9T (mosuTpoHHO-3MucCCH-
oHHast ToMmorpadust) u MPT (MarHUMTHO-pe30HaHCHAas
tomorpadust) (Stasi et al., 2018). JIpyroit oco6eHHO-
CTBIO SIBJISIETCSI HA/IMUMe BAUSIHUS CTUMYJIOB, He CBSI-
3aHHBIX HAMPSIMYIO C MPOAYKTOM, TaKMUX KakK SIPKOCTb
(Milosavljevic et al., 2011), uBet u ¢opma yrakoBKu
(Itti & Koch, C., 2001; Mannan et al., 2009), a Taxxe
tieHa (Oliver, 1999; Yang & Peterson, 2004; Cheng et
al., 2008). K Tomy ke, cyllecTBYyeT AeiiCTBMEe KOCBEH-
HBIX CTMMYJIOB, BJIMSIIOIIMX Ha IPOLECC MPUHSITUS
peleHuii, B YaCTHOCTYU MCCIemyeMble B 06JIacTU CeH-
COpPHOTO MapKeTHHTa, Halpumep, HaauU4yKe apoma-
ToB (Proserpio et al., 2019; Gaillet et al., 2013; Gaillet-
Torrent et al., 2014; Leenders et al., 2019), Mmy3biku
(Gkaintatzis et al., 2019; Kemp et al., 2019; Egermann,
2019), uBeroBoro compoBoxkaenus (Horska et al.,
2016; Ozkul et al., 2019; Huang & Wan, 2019), B Tom
Yyciie M KPocCc-MOAATbHBIX MCCaenoBaHmii. [lIomo6HbIe
MCClieloBaHMUSI HEBO3MOKHO TPOBOAUTH B YCUJIOBUSX,
r7le YUaCTHMKOB MCC/IeIOBaHMSI 3aKpbIBAIOT B OUEHb
Y3KOM ¥ TECHOM TIPOCTPaHCTBE U MPOCST He NBUTATh-
cs1 (Haripumep, B [19T u MPT).

Vcronb30BaHMe HEpPOHAyYHOTrO IMOAXOoda «o0ellaeT
CO31aBaTh YCJIOBMS 1)1 KOHIIENITYaIbHbIX pa3paboToOK,
mpeajarasi 3BOMIOLMOHHO HOBBIE IIPeICTaBIEHUSI»
(Plassmann et al., 2015). KoHeuHO, Ba)KHO TIOHMMATh,
YTO HEeMPOMapKeTUHT — 3TO He UOeaJbHbINl UHCTPY-
MEHT [JIsl «BCKPBITUS SIIuKa IIaHmOpbl» IMOTpe6u-
TeJIbCKUX TPeATIouTeHN, HO 6aromapss eMy MOKHO
MTOIBITATHCST CO3M1ATh «ITUITY 6OTOB» — BKYCHBINM U TO-
JIe3HBII TMPOAYKT, OT KOTOPOTo GYIyT B BOCTOpre Iyp-
MaHBbI CO BCETO MMpa.

Kak momuepkuBaeT Mapko Xy6GepT, MCIIOIb30BaHue

HelipOMapKeTUHTa TPUHOCUT psifi, TIPEeUMMYILIeCTB B

1IeJIIX KOMMepueckoro ucrnonab3oBanus (Hubert et al.,

2020). OH BbIfENSIET PSIA TAKUX TPEUMYIIEeCTB:

1. Bonee 06beKTUBHBII TOAXOM K M3MEPEHUIO, OCHO-
BaHHBIV Ha MPOCTPAHCTBEHHON U (MUIM) BpeMeH-
HOI1 JIOKanu3aluu akTMBHOCTU MO3Ta, CBSI3aHHOM
¢ oTpebuTenbckumM rnoseneHueM (Ariely & Berns,

2010; Hubert & Kenning, 2008). HampoTtus, Tpa-
IULIVIOHHBIE M3MepeHUsl CoOMpPalT CyObEeKTUB-
HOe BOCIPUSITME YUYACTHUKOB 6e3 Kakoro-nnbo
MIPSIMOTO M3MepeHUs] 6ecco3HaTeIbHbIX WM aB-
ToMaTuueckux mpoiieccoB (Camerer et al., 2005;
Lieberman, 2007; Shiv & Fedorikhin, 1999; Shiv
et al., 2005).

2. OpmHOBpeMeHHble WUCCIeNOBAaHMUSI ITOTPEOUTENb-
CKUX pellleHMi U CBSI3aHHBIX C HUMM HeNpOH-
HBIX TIPOIIECCOB B peXyuMe peajbHOTO0 BpeMeHM.
B sToM ciyuae yyacTHMKaM He HY)KHO OymeT pe-
KOHCTPYMPOBATh IPUUMHbBI, SMOIMM WJIY UYBCTBA,
CBSI3aHHbBIE ¢ UX pelneHUssMu ex post (Hubert &
Kenning, 2008; Lee et al., 2007).

3. HckioueHuMe pucKa CTpaTermyeckoro moBeaeHus,
MTOCKOJIbKY YYACTHUKM OOBIYHO HEe MOTYT CO3Ha-
TeJbHO BIMSITh Ha AEATENbHOCTh CBOET0 MO3Ta.
Kak ciemcTBue, pesynbTaThl OyIyT MeHee TIpe[-
B3STBIMM 13-32 3(h@EeKTOB CoUMaabHONM Kesa-
TenbHOCTH (Camerer et al., 2005).

4. VYnydiieHue BaIuAAUMM M afarTaluy TEOpUMN.

B03MOKHOCTb BOCIIPOU3BEIeHMSI CYIIeCTBYIONINX
TTOBeJIeHUECKUX TeOPUii SIBISIETCST YOeIUTENTbHOI,
IIMPOKO OOHAPOIOBAaHHBIE PpE3YIbTAThl, TaKue
Kak TeHJepHble pasiuumsi, XapaKTepusyloliue
BocIpusiTue noBepusi u pucka (Riedl et al., 2010),
MOXKeT OBITh IMOATBEPXKIEHO MM OIPOBEPTHYTO.
VpeHTuduiupysi akTUBALMIO BIIOJIHE KOHKpeET-
HbIX 00jacTeif Mo3ra, HelipoHay4yHble MCCIemo-
BaHMS MOTpeOuUTeNeil MOTeHIMaTbHO MOTYT IIPO-
M3BOJIUTDH HOBbIE Pe3y/abTaThl, KOTOPbIe TPUBEIYT
K HOBBIM TEOPEeTMUYECKMM 3HaHUSIM U COBEpIIeH-
cTBOBaHMIO MMelonuxcsi Teopuit. (Hubert, 2010;
Plassmann et al., 2015).

5. CoBepllleHCTBOBaHME MHCTPYMEHTOB MapKeTUH-
TOBBIX McC/IeoBaHMi. HelipoHayuyHble MeTOMbI
yCTaHABIAMBAIOT JYUIINI KOMIIPOMMCC MEKIY 3a-
TpaTaMu U IOJIe3HOCThbIO IJIs 6usHeca (Ariely &
Berns, 2010; Plassmann et al., 2007).

UtanbsiHCKasl Tpymma uccaegoBaTesiell Mo pyKOBOZ-
ctBoMm AHTOHMO Illtasu (2018) BwimensieT emie psp,
obnacreif, rme TMOTEHIMAIbHO HOCTVMKUMO IIPEUMY-
LIeCTBO HeMpPOMapKeTMHIOBBIX MCCIEeI0BaHMII IIO
CpaBHEHMUIO C KIACCUYeCKMMM MeTOTAMM:

IIpodomrcumensHocms c60pa OauHwvix: BBICTPBIE cOOP
JAHHBIX TO3BOJIIET YBEJIMUUTH pasMep BbIOOPKM U
CHM3UTh 3aTpaThbl. Bojmee TOro, 3TO MOXKET ITOJIOXKM-
TeJIbHO CKa3aThCsl Ha JOCTOBEPHOCTU MAaHHBIX M3-3a
OTCYTCTBUSI YCTAJIOCTY PECITOHIEHTOB.

Iupoma zeozpaguueckozo oxeama: Bo3MOKHOCTb pac-
mmpennst reorpaduu cb6opa AAHHBIX IO CTAHIAPTHM-
3MPOBAaHHBIM METPUKaM MO3BOJISIET cobupath Ooee
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OJIOTW B TIUIIEBOY TTPOMBIIIITEHHOCTU

KavyeCcTBeHHYI0 WMHGPOPMAINI0 O IOTPeGUTETHCKOM
TOBeIeHUM.

EcmecmeeHHble yc08ust cO0pa HetipoMAapKemuHz08bix
OaHHbix: ECTeCTBEHHOCTb OKPY’KAIOLIEH Cpembl MOXKET
MIO3BOJINTh TIOMYUUTh O60jiee TOUHYI0 MHGOPMALIO O
IIOTPEOUTENSIX B MOMEHT ITOKYIIKM IIPOMYKTOB INTa-
Husi. HeKoTopble 13 anmnapaTHbIX ¥ MPOrpaMMHBIX Me-
TOOB HeMpOMapKeTHHIa IO3BOJISIOT IIPOBOOUTH II0O-
JIeBbIe UCCIeIOBAHMS.

Ipyriie, He MeHee BaKHbIE BbIZEIE€HHbIE MIPeMMYyLIe-
CTBa, CBSI3aHBI C IPOIECCOM CTaTUCTUUYECKOI 06paboT-
Ky vHpopMaium. IX MOKHO IIPUUYUCIATD, B TOM YMCIIe
M K IPeMMYIIecTBaM HelipoMapKeTMHIOBOTO MHCTPY-
MEeHTa [IJIs1 HAyKy B 1[€JIOM: I10JIe3HOCTh OIMCATeTbHOI
CTaTUCTUKY, CETMEHTALMs Pe3y/IbTaTOB MCCIeOBAHMS
IJISL 1IeJIeBbIX CTPaTeruii, MPOrHOCTUMYECKUII aHaIu3
ITOTPeOUTENbCKMX MIPEIIIOUYTeH T 1 BhIOOPA.

3akoueHue

PbIHOK HelipoMapKeTMHra 00jafgaeT BCeM ITOTEeHIIMa-
JIOM [IJISl TaJIbHENIIero pa3BUTHSI, KOTOPOe, BEPOSITHO,
OymeT MMeTb TOCAeACTBUS, 3aTparuBalolye MHOTUe
cdepbl KM3HeIesITeIbHOCTY YeioBeKa. Mbl BUIUM, UTO
3apokAeHne HampaBIeHUs HelipOMapKeTUHTOBBIX UC-
CJlemoBaHMit MMeeT abCOMIOTHO HayYHbIe KOPHM, KOTO-
pble B MOTMBITKE MepeNoXUTh Ha PeTbChbl MapKETUHTA,
ellle CUIbHE YKOPEHSIOTCSI B HAYKOEeMKOCTU TTOBeIeH-
YyecKoii HelipoHayKu. B mocnemunii ron HabmromaeTcst
He6OoJIbIIoe CHIDKEHVE MYOIMKAIMOHHOM aKTUBHOCTH,
UTO Hepa3pbIBHO CBSI3aHO U C YaCTOTONM 3aMpoOCOB IO
TeMe HelipoMapkeTMHTa. POCT MOMyISIpHOCTU TEMBbI,
10 HallleMy MHEHMIO, CBSI3aH C POCTOM ITyGIMKaIIM-
OHHOJ aKTMBHOCTM Hay4YHOTO COOGIIECTBA ¥ MPOCBe-
IIeHreM B 00/1aCTI HelipoTexXHoI0Tui1. OueBMUIHO, UTO
IpaliBepoM TIOMY/JISIPHOCTU HelpOMapKeTUHra, Kak B
CaMOM Hayaje MyTH, TaK U CerofiHsl, OCTAeTCSI UMEeHHO
Hay4YHasl COCTaBJISIONIAs, CITIOCOOHAsI 1aTh KOMMepue-
CKUe TIOABbI.

HelipomapKeTMHIOBble TEXHOJOTMM B MMUIIEBOM OT-
paciy He MPUMEHSIIOTCS Ha ITOCTOSIHHOJM OCHOBe, HO
MBI BUIMM IIMPOKME MOIBITKM MCCIeO0BATh BAUSHMIE
CEeHCOPHBIX CBOMCTB MPOJAYKTA, YIIAaKOBKU, OKPYKawo-
el cpembl Ha MOTPeOUTeIbCKUiT BhIOOp. CoueTaHue
pa3IMUHbIX METOHNOB HEeMpOTEXHOJOTUII MpeacTaBis-
eT HaMOOJIbIINI MHTepecC IS ONpemeseHus MpeumMy-
I[eCTB MAapKETMHTOBBIX Pe3yJbTaTOB Iepen Tpaauliy-
OHHBIMM MeTomaMM. TeM He MeHee, TpaAUIIMOHHbIE
CTIIOCOOBI MCC/IeNOBAHMUSI OCTAIOTCS IO CeromHSIIHe-
rO OHS AOCTAaTOYHO BOCTPEGOBAHHBIMM U, KaK OXKU-
IaeTcs BCKOpe, 9TV OBa moaxoma OymyT paboTaTh
B3aMMOJENCTBYSI.

Yke ceityac MOHSITHO, YTO UCIIONIb30BaHME HelpoTex-
HOJIOTMYECKUX pellleHMi TTO3BOIUT IIPUNTU K YHUDU-
IMPOBAHHBIM CTaHJAPTaM UCCIeNO0BaHUI B MUIIEBOI
OTpaciau, YTO HEMMUHYEMO OpUBeIeT K SIPKOMY B3Jie-
Ty WMCHOOJMb30BAHUSI TPEUMYIECTB HepOMapKeTUH-
TOBBIX METOJIOB UM [IaCT MOYBY AJIs1 CO3[4aHUS HOBOTO
MOAX0/la B TPOU3BOACTBE MMUINEBBIX MPOAYKTOB. 1o
HalleMy MHEHUI0, UMEHHO HeMpPOTeXHOIOTuYecKue
pelieHusl MO3BOJSAT CO3[aBaTh HMU(POBON IUILEBOI
MIPOIYKT, 06/IaIaroIInii OIHOM MHbopMalueit o Bcex
BO3MOYXHBIX CEHCOPHBIX CBOMCTBAaX MPOIAYKTA, CBSI3aH-
HBIX C COCTaBOM, GDU3UKO-XUMUUECKMMIU CBOVCTBAMU
MPOIYKTa, TEXHOJOTUSIMU TPOU3BOJICTBA, CBOMICTBAMU
BOCHPUSITUSI PA3JIUYHBIX 1I€JIEBbIX ayIUTOPUIL U 0OCO-
OEHHOCTSIMM MX MO3TOBOJi aKTMBHOCTU. B IOIBITKe
CO37aThb MOJENb MUIIEBbIX MMPOAYKTOB paboTaeT Hallla
HelfpoMapKeTMHToBas Jlabopatopus SensoryLAB, rme
[JIaBHEMIIUM 3IEMeHTOM MeTOAOJIOTUM SIBJISIETCSI CeH-
COpHOE BOCIIPUSTHE TUIIEBbIX MTPOAYKTOB Pa3IUUHbBI-
MU 1eJIeBBIMU ayIUTOPUSIMU.
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The article discusses the global growth in interest in neuromarketing from the first official
neuromarketing study to the present day. A brief list of neuromarketing definitions in
chronological sequence is given and key changes in the definition are traced. A detailed
analysis of indicators of growing interest in neuromarketing technologies as indicators of
potential advantages in terms of increasing publication activity, growing interest in using
neuromarketing technologies in business, as well as increasing popularity of the direction is
made. The review of works devoted to bibliographic analysis, meta-analysis of works in the field
of neuromarketing as a key indicator of growth in demand for the direction is given. The main
“highlights” of publishing activity are considered, as well as dynamic growth of publications
according to Google Scholar data. Awareness and attitude of the general public and business
to neurotechnologies and neuromarketing as well as their readiness to use these technologies
are shown in dynamics. The process of growing interest in neuromarketing from business
communities is highlighted. The main force of consolidation of neuromarketing advantages
is revealed. The reasoning of the research community in favor of using neuromarketing
techniques is shown. The main strategies of companies’ work to bring successful “new”
product to the market with statistical data are listed. The main advantages of technologies
potentially increasing the chances of success of a new product are listed. We speak about
neurotechnologies as a tool for obtaining valuable marketing information in the food industry:
from the stage of development to the stage of product implementation. The main areas of
application of neuromarketing technologies in business are listed. The features of application
of neurotechnologies in the food industry are shown. Some researches in the field of sensory
marketing which testify to presence of indirect influence of sensory stimuli on perception of
a product are designated. The main key advantages of neuromarketing technologies, which
are consistent with the latest achievements in neuromarketing, as well as those advantages
which are of discussion nature, are marked out. The advantages identified relate to both the
data collection technology and its processing, which includes the potential of the technology
in mass application.

Keywords: neurotechnologies, product life cycle (PLC), sensory analysis, sensory
neuromarketing, food industry
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