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CABPEMEHE TEHAEHIIUJE Y PA3BOJY MAPKETHUHTI A

Amncrpakt: Osaj pao je 3acnosan Ha yoehersy 0a KOMRAHUje Y MHO2UM 00ACMUMA
Youpy nociedrwe ni0008e mpaouyuoHAIHOZ MapKemuHea u nociosarsa. Ilpe camo oeadecemax
200UHA 08e MEXHUKe CY KOMNAHUjama 0asaie 3HaYajHy KomMnememuehy npeoHocm. /lanac je ma
NPeOHOCm c8e MArbA U MARLA, ¢ 003UpoM 0a 6elUHA KOMRAHUJA Y C8UM 0OIACTNUMA NOCT0B8AFA
KOpUCmu ucme MApKemuHwKe MexHuKe U NOMNAYHO UCMaA Ccpeocmed y KOMYHUKAYUjU.
Komnememuena owmpuya mapxemunea necmaje. Tpaouyuonanne mexmuke y MapKemuney u
KOMYHUKayuju cy bune eeoma epuxacne moxkom Husa eoouna. Komnauuje xoje cy ux kopucmune
Oparcane cy 6odehe nosuyuje Ha MpaicUUMuMa, wmo um je omocyhaeano 0a UCMUCHY Ulu
000ujy mame xonkypenme. OHe cy Oune cnocobHe 0a ceoje npou3eooe NPemeope y CHANCHE
Openooge u o0ceoje 3Hauajan Oeo mpocuwma. Muoea mpocuwma cy ce ypeoHo
uckpucmanucana, Hajeefiu 6peHoosu cy 6eoma Npeno3HAm/bUsU U HO8U OPEHOO8U ce PEemKo
nojasmyjy, 00K ¢y ROMpowadu nooewseHu y jacHo oegunucane yuwshe epyne. Jlowe cmpane ose
VpeoHe Kpucmanuzayuje cy maxohe jacre: mpicuuima cy uzeyouna c8ojy OUHAMUKY — NOYeNd Cy
0a cmaenupajy. Cucypnu cmo 0a he eefiuna npoU3BOOHUX U YCIYHCHUX KOMAAHUJA, CBAKAKO CBe
suwe, oumu yoehena HysHcoom uiu npuMopana 0d, y 200UHAMAa nped HAMd, HAYUHU UCKOPAK Ka
HOBUM NepCReKmueama MapKemuned.

KibyuHe peuu: nepconanuzosanu mapkemune, Mapkemune O0XCUSbAJA, jeOaH HA
jedan mapkemune, MapKkemuHe ca 0036010M, napaouema opeHo audepcmaed.

JEJI knacupuxanmja: M31, M39

1. YBOJ

Nmajyhu y Buny cyouaBame mpenyseha ca 3HauajHUM IpOMEHaMa ~“HOBE €KO-
HoMmUje” (enen. new economy) y BUXOBOM €KCTEPHOM MAapKETUHI OKpYXKEmY, CTpare-
rHje ¥ TaKTHKE MapKeTHHT MporpaMa Cy ce 3HayajHO MPOMEHHJIE MOCIEAmbUX TOIuHA.
Omnite mo3HaTa je YMECHUIA J1a Cy NPOMEHE y €KOHOMCKOM, TE€XHOJIOIIKOM, IMOJH-
THUYKO-IIPAaBHOM, COIIMOKYJITYPHOM M KOHKYPEHTCKOM OKpYXEHY MpUMOpaje Mapke-
Tape Ja mpuxBare HOBe npuctyne u ¢unozodpuje. Komarep naeHTUPUKYyje MET IITABHUX
nokperaua nomenyre Hose ekoHomuje (Kotep 2003):

— JWTUTAIU3alHja U MOBE3aHOCT (IIyTeM MHTEpPHETa, MHTPAaHETa U MOOMIHUX
Mpexa);

! lonent, Exonomcku daxynrer Yuupepsurera y U. CapajeBy, Yi1. Anexce Illantnha 3, Iane;
E — mail: nikola.g@paleol.net;
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— yBOheme pa3uYUTHUX BPCTa MOCPETHHUKA;

— mnpuiarohaBame MPOU3BOA MOTPOIIAYY;

— KOHBEpreHIMja HHAYCTPH]a;

— HOBe MOr'yhHOCTH NOTpOIlaya ¥ KOMIIaHHja.

Jlunepu Ha 1MoJby MAapKETHHIIKE MUCIIHU Cy OJyBEK OWIM H3a3BaHU moctojehum

MapKEeTUHT KOHBEHLIMjama, HacTtojehu na Gosbe pasymejy M CXBare IITa MapKETHHT
Tpeba, a mTa He Tpeda 1a ypaau.

VY kwu3u ,,Radical marketing®, Sam Hill i Glenn Rifkin unctpyupajy mapke-

Tape Kako Ja pa3BUjy W NPUMEHE paJuKaIHe MapKeTUHr nporpame (Xwui, Pudxun

1999).

Jla 6M TO TMOTBpAWIM AayTOPH MCTPaXxyjy IO3HaTe OpeHJOBE KOju Cy Owmiu

usrpalhenn y3 noMoh HEKOHBEHIIMOHATHOT MapKETHHIa U MAapKETUHTa KOJU OJAylapa o1
npaBuia, kao mto cy Harley-Davidson, Snap-on Tools, Grateful Dead, Harvard Busi-
ness School’.

ITpema Xuny u Pughxuny necet npaBuiia paauKaIHOT MapKETHHTA Cy cineneha’;

1)

2)

3)

4)

5)

00 mapkemunea Kojum ce 6asu ooemerbe MapKkemunea 00 MapKemuHaa Kojum ce
céu 6ase. Kommanuje OOMYHO OpraHu3yjy OJ€JbEH€ 32 MAapKeTHHI KOje je
OJITOBOPHO 3a Kpeupame M HCIOPYKYy BpeaHocTu 3a kymnue. Kommnanuje cana
3Hajy J1a MapKETUHT He 00aBJbajy caMo 3aIllOCICHHU Y MapKEeTUHTY, IPOJaju, Kao
1 0co0JbE 32 MOJPIIKY KYyIMIIMMa — CBAaKHM 3allOCJICHH MMa YTHLAj HA KylIla KOju
NpeCcTaB/ba U3BOP MPOCIEPUTETa KOMIIAHH]E.

00 opeanuzayuje no npouzBOOHUM jeOUHUYAMA OO0 Op2aHuzayuje no cecmen-
muma nompowaya. Ca TO3ULHUje HUCKJbYYHMBE YCMEPEHOCTH Ha IMPOU3BOMA, Y3
MeHalepe Npou3Boa U MPOU3BO/IHA OJIeJbeHha KOjUMa OHU PYKOBO/JIE, MOjeANHE
KOMIIaHMje Mpesia3e Ha U3PaKeHU]y OPHJEHTAIM]y Ka CETMEHTY Kymara.

00 ocnarwarea Ha cmape mpoicuwine no3uyuje 00 OMKPUBArLa Hosux. Y BeoMa
KOHKYPEHTHUM TP>KUIITUMA, KOMIIaHU]je MOpajy YBEK Jia M1y Hampeja ca MapKe-
TUHT MpOrpaMuMa, HTHOBUPAKEM MPOU3BOJIA U ycIyra U Mopajy Jia Oyay y TOKY
ca nmotpebama kynana. Kommnanuje Mopajy CTaqHO Jia Tparajy 3a HOBUM KOHKY-
PEHTHHUM NIPEAHOCTUMA YMECTO OCJIambamba Ha CTape MPEIHOCTH.

00 nazcnawasarea onun/suse 00 HA2IAULABANA Heonun/use umosurne. Komma-
HI/IjC Hpen03Hajy Ja BCJIIMKU €O TPKUIIHC BPCAHOCTU NOJIa3U O HCOIIUIIJbHUBC
HUMOBHUHC, moceOHOo on 6pCH,Z[a, Oaze KyIana, 3aroCJICHUX, OAHOCAa Ca III/ICTpI/I6y-
TCpuMa U IIO6E[BJ'I>8.‘{I/IM8. KaO U UHTCJICKTYAJIHOT' KaIllhuTajia.

00 ¢okyca na npogumadbunne mpauncaxyuje 00 oxKyca Ha O0HCUBOMH) 8peOD-
Hocm Kynaya. Pa3yMJbUBO je a KOMIIaHHje UMajy 3a LIWJb Ja OCTBape MpoQuT
ol cBake TpaHcakuuje. Caga ce kommnanuje GoKycupajy Ha HajupoUTaOUIHMje

* Snap-on Tools Huje TIpoNArMpao CBOj ocamaeceT FofMHa cTap MpoM3Bo jom o 1994, rommue. YMecto
TOra OHH TPaJie TPajHE BE3€ ca CBOJUM IMOTPOIIAYMMa KPO3 JIMYaH KOHTAKT CBOJHX TUIIEPa U CEPBUCHUX
[IeHTapa.

3 Ibidem. crp. 78.
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KyIlle, Ipou3Boje 1 kanaie. [Iporemyjy 10)KUBOTHY BPEIHOCT Kymana u 00Jm-
Kyjy TpXKHIIHY TIOHYyIy W IIeHe, TaKo Ja CTBapajy HNpo(pHUT TOKOM HEroBUX
MOHOBJREHHUX KynmoBUHa. Kommnanuje caga MHoro Buiie oOpahajy maxmwy Ha TO
na 3aapke kymie. IlpuBiaueme HOBOT MOTpPOIIAdYa MOKE KOLITATH LIECT IyTa
BUIIIE HETO 3a/pkaBame Beh nmocrojehux kynama.

6) 00 ghoxyca na oceajarve mporcuwnoe yuewha 0o ¢okyca na noseharvy yuewha y
kynosunama kynaya. Kommanwje mnpumodbujajy kymie o0e30ehyjyhu Behy
PasHOBPCHOCT Mpou3Boza nocrojehum xymiuma. Coje 3amocieHe o0ydaBajy 1a
HOBE ITPOU3BOJIE MPOIajy mocTojehuM U HOBUM KyILIHMA.

7) OO0 ¢okyca Ha unarncujcke pezyimame 00 oKyca HA MaApKemuHe pesyimame.
Ton-mMeHauMeHT uIe najbe OJ Nperjena Npuxojaa O TMpojaje U HCIHTY]e
MapKeTUHT pe3ynraTe Ja OM cazHao mrTa ce goraha ca TpKUIIHUM ydemrhem,
CTOTIOM H3TYOJbEHHX KyIalla, KOJMKO Cy TMOTpPOLIa4YH 3aJ0BOJbHU, KakaB je
KBAJIMTET MPOU3BO/IA, M KaKBU Cy JAPYTU mnokasatesbu. OHH 3Hajy /1a IPOMEHE Y
MapKETUHT MHAMKAaTOpUMa yKa3yjy Ha IpOMeHE y (PMHAHCUJCKUM pe3yiaTaTuMma.

8) 00 ¢oxyca ma axyuonape 0o ¢hoxyca na cmejkxonrdepe. ToN-MEHAIMEHT
pecneKTyje 3Hayaj MOCTH3ama MPOCIIEPUTETA U MOCIOBHUX NapTHEPa U Kymala.
OBH MeHayepu pa3BUjajy HOJUTHKE M CTpAaTerHje Koje ypaBHOTEXY]y KOPHCTH
CBHUX KJbYYHHX CTEJKXOJIACpa.

9) 00 paoa ca mHowmeom 0obaswmaua 00 NAPMHEPCKOZ pada ca Marum opojem
Odobasmaya. Kommanuje npoayOspyjy MapTHEpCKEe apaH)XKMaHe ca TJIaBHUM
no6aBipaunMa u aucTpudyrepuma. O OCPEIHUIIMMA BUIIIE HE PA3MUIILIBbAjy Kao
0 Kymuuma, Beh MX TpeTHpajy Kao MmapTHEpe y UCIOPYLH BPEIHOCTH KPajHeM
NOoTpoIIayy.

10) O0 uzepaomwe 6penoosa nymem nponazande 00 usepaowe OpeHoosa neppop-
MAancama u UHmMezpucanum KomMyHukayujama. Mapkerapu cBe BHILIE OyCTajy O]
NpeTepaHor ocliamamka Ha jelaH HHCTPYMEHT KOMYHHUKAIMje Kao IITO je
npomaraHia WiId IpojajHa Ccwila M 1puberaBajy KOMOMHOBaWwY BHIIE
MHCTpYMEHaTa pajy MpPEHOLICHha KOHCHUCTEHTHOI MMHa OpeHla ca CBaKHM
KOHTaKTOM KyTIala ca lbHMa.

VY xwu3u “Kpaj mapkemunea onakeoe kaxeoe 2a sHamo” (enen. The End of
Marketing as We Know It) Sergio Zyman HaBOAW Jla jé MapKETUHI CTpaTeTHjcKa ak-
TUBHOCT M AMCLUIUIMHA (POKyCHpaHa Ha Kpajibu I1b, a TO je npuByhu mro Behu O6poj
noTpolIaya Ja Kymyjy mpou3BoJ] mTo yemrhe kako OM KOMIIaHWja 3apajnia MITO BHILIE
HoB1A (Zyman 2000). OH KpUTHKYje MPaKCy MAaCOBHOT MapKETHHIa 300T HTHOpHUCAba
YUIbEHUIIE J]a Yy JaHAIllbUM YCIOBUMA IMOTPOIIAYKe JAEMOKpaTuje, jeTHOCTaBHO, MMa
MHOro m3zbopa. OH nasbe TBpAM Ja he mapkeTapu MopaTH Ja CTaBe Harjlacak Ha
npojajy, TapreTupame MoTpolladya U CTBapame BPEAHOCTH 3a BIACHUKE. Zyman Jajbe
HarjamaBa 3Hayaj MCKPEHOI pa3yMeBama IMOTpollaya M MO3UIMOHMpama Ha 0Oas3u
YBPCTOT (POKyCHpamba.

Ha cnmuuan HauwH, David Aaker i Erich Joachimsthaler y kwu3u ,,.Brand lider-
stvo* (Aaker, Joachimsthaler 2004) narnamaBajy Aa je KJIaCHUHU CHUCTeM OpeHI Me-
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HaIMEHTAa 3acTapuo u Jia Tpeba OMTH 3aMEHEH HEYMM IIITO OHH 30BY ,,JIapaurMa OpeH I
muagepcTsa (enri. brand leadership paradigm)*’. Oa mapagurma ce 0HOCH Ha KpeTarmbe
O]l TAKTUYKOT Ka CTPATETrHMjCKOM MEHAIIMEHTY, Ca OTPaHMYEHOr Ha IIUPOKU (OKYyC, ca
npojaje Ha MASHTUTET OpeHJa Kao MOKperada cTpaTeruje. Y CMHCIY CTPaTerujcKor
MEHAlIMEHTa, MapagurmMa OpeH]l JUJepCTBa HarjiallaBa CTPATETHjCKYy M BU3MOHAPCKY
NEPCIEKTHBY, UCKYCaH MEHAIMEHT U BPEIHOCT OpeH/Ja Kao KOHLENTYaJTHH MOJET W
¢doxyc mepema. llnpoku dokyc noapasymena CioxkeHy OpeHl apXUTEKTYpY, TI00aIHy
NEPCIEKTUBY U MHTErpUCcaHe MapKEeTHHT HAIlOpe, KAKO MHTEPHE TaKO U €KCTEPHE.

M3 0BUX KpPUTHUKA je TOHUKAO BEJIMKU OpOj 3HAYaJHUX M KOPUCHUX MPETIIOCTAB-
ku. OHO 300T yera caMy ayTOpU MOTY OMTH KPUTHKOBAHHU jECTE UHI-EHHIIA J]a YTIIABHOM
HamaJajy u KpUTHKY]y Beh 3acraperne M HeBakehe MapKETHHI HEpCIEKTHBE KOje ce y
npakcu caBpeMmeHux npenyseha Buiie He kopucte. CTBapHOCT je /a JbyIu KOju ce 6aBe
MapKeTUHIOM Yy €pHU HOBe eKOHOMHje yHampelyjy crtape mpuctyne u ¢uiuosoduje,
MOoAUQHKY]y UX W TpuxBaTajy HoBe. OHM TO YMHE MPOCTO Aa OU OICTAIH Y HOBOM
MapKETUHIIIKOM OKPYXKEHY.

Crora oBe mpoMeHe MMajy 3HauajHe MMIUIMKALMje 3a MapKeTUHT mpakcy. Kom-
NaHK1je MAaCOBHO HAITyIITa]y KOHIENTE MAaCOBHOT MAPKETHHTa KOjU CYy U3rpaiiid MohHe
opennose y 50-um, 60-um u 70-um ronuHama XX Beka U IPUMEHY]y HOBE IIPUCTYIIE.

TokoM mocneamux neaeceT roAnHa, MapKeTapy Cy JU3ajHUpaId M U30LITPUIN
CXeMaTHU30BaHU IIJIaH 3a M3rpajmby OpeHI0Ba M MpoJajy Ha MacoBHOM Tpxuiurty. Ha
yeny ca Procter & Gamble, komnanuje cy pa3Buiie MPOU3BOJE ca BPEIHOCHUM IIPOIIO-
3unujaMa: beme 00 benoe, uucmuju 3you, npocmo Hajooswe (whiter whites, cleaner teeth,
good to the last drop)! Tectupanu cy 3axTeBe MOTpOIIa4a Ha TECT TPKHUIITUMA, 3aTHM
JaHCUpalM HaIMOHAIHY IpOIAaraHgHy KaMmIlamky eMHUTyjyhu BpeaHocHe mopyke. Y
OBOM fop-down Mmojeny, npousBohau je nedunHucao OpeHJ M NPOJaBa0 TIa IyTeM
"MacOBHUX MNpoJaBHUIA" ca MoOHaBJbajyhoM mopykoM (pekinamom). OBakaB Mojen je
OJIrOBApao 3a MaCOBHA TPXKUILTA.

* Hemoh KimacHuHOr cucTeMa GpeHJl MEHAUMEHTa MOXe OMTH Ipe/cTaBibeHa y cienehem: m3y3eTHo je
BeNuKku Opoj mpousBoda (pobe, yciuyra w/wiv mjeja) Koju ce W3ryoe, a Aa NMPaKTHYHO M HE 3ay3My
HHUKAaKBO MECTO Ha TpKumTy. O CBUX NPOM3BOJA KOjU CE€ JIAHCHPAjy HAa aMEpU4Ko TpkumTe camo 20
nocto nma mancy. I'ogune 2005. Bume ox 156 000 HOBHX npou3BOIa ASOUTOBANO je Y POJaBHUIIAMA,
IITO OTHPHJIMKE 3HAYM JIa je Ha CBaKe TPU MHHYTE JIAHCHPAH jeJaH HoBH npomsBoa. IlITo ce Opennosa
THYE, Y CBETY ce cBake rojauHe saHcupa mua 21 000 HoBux OpeHzoBa, a TOMMHY AaHa KacHUje jensa jaa he
ce HeKH M300pHTH 3a CBOjE€ MECTO Ha TPXKUIUTY M yMmy morpomayva. (M3Bop: Lindstorm, M., Buyology:
Truth and Lies About Why We Buy, Doubleday, 2008).
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Hoege mozyhnocmu nompowaya u komnanuja
Tlompowauu

— 3Hauajan nopacm nompouiauxe mohu,

— GeNUKU U3O0D PACNONOANCUBUX NPOU3B00A U YCTYed,

— BUCOK HUBO UHPOPMUCAHOCIMU NOMPOUuayd,

— GUCOKA UHMEPAKMUBHOCIU, JEOHOCIABHOCH NAACUPArLA U NPUMARA NOPYUOUHA,
— mozyhinocm pazmene ungopmayuja.

Ilpeoyseha

—  3axsamyjyhu Hoeum uHghopmayujama u KaHaruma npooaje 3HauajHo je nosehan
2eozpagcku domem, y Yumy NPOMOBUCAILA KOMUAHUJe U TeHUX NPOU3600d;

—  MO2y NpuKyRumu nOmnyHuje u caopicajuuje ungopmayuje o c60juM mpirCUumuma,
NOMPOUIAYUMA, NOMEHYUJATHUM NOMPOUIAYUMA U KOHKYPEHMUMA,

—  MOo2y onaKuwamu 080CMEPHY KOMYHUKAYU]Y ca C8OJuM NOMPOWAiuma u
HOMENYUJATHUM ROMPOUAUUMA U YHANPeOUmU eqhuKacHOCm mpancaxkyuje;

—  MO2y caamu nponazanoue nopyke, Kynowe, npOMOmMueHU mamepujan u ungopmayuje
MAUR-oM C80JuM NOMPOUUAYUUMA KAO U NOMEHYUJATHUM NOMPOULAYUMA,

—  MO2y npunazo0umu ceoje NoHyoe u yciyee UHOUBUOYATHOM NOMPOMAY;

—  Mozy nobosuamu HabasKy, 3anoulbasarse, 00Ky, Kao u UHMepHe U eKCmepHe
KOMYHuKayuje.

3aMeHa 3a OBakaB HauMH MHUIUBEHA j€, HA Mpumep, npojaaBHuma u3 90-ux
roguHa XX Beka. BnacHuk mpoaaBHUIE je 3HA0 CBOje MOTpOIIaye, 3aTo IITO KHUBE Y
Onmu3uHM. 3HAO je TOIUINTA HUXOBE Jele, yKyce W mpedepeHmuje, mra paae y
cnobomno Bpeme. OH je y CymITHHH OHO HUXOB JHYHU areHT 3a KYINOBHUHY H
NPOJaBHHUIIA je MpeacTaBibaia U OpeH/a U Mpujaresba KoMe ce Bepyje. BpxyHcku map-
KETHUHI CTpYy4Hhalld Bepyjy Ja je To mozen 3a Oyayhe mponaBHHUIE U OpeHIOBE — y
(u3HMYKOM, CTBAPHOM CBETY, a UCTO TAaKO, aKO HE U Y 3HAa4ajHHjo] MepH Ha Web-y.

bp3a excmnansuja MHTepHera cTBOpmia je moTpedy 3a nepcoOHANU308aHUM
mapkemuHeom BeoMma omTpor (oxyca. MHOTM HalOMHUEbY J1a HOBa €KOHOMHMjA CIIaBU
moh unnuBuayanHor norpomraya. [Ipema R. Tomkinsu ,,the worry for big brand owners
is that this (individualisam) is leading to a fragmentation of brands as people try to

express their individuality by moving away from the mass market™.

2. IEPCOHAJIM30BAHU MAPKETHUHI'

VY uuspy npunarohaBama pacTyhum xejbama MoTpolaya 3a IepcoHaNIN3a-11joM,
U KOHKYPEHTCKMM CHarama Koje ameinyjy HpOTHB IEepCOHalIM3aluje, MapKeTapu cy
NPUXBATUIM KOHIIENTE Ko IITO CY:

> ¢ Gpura 3a BIACHHKE BEIMKHX OPEHIOBA je J]a MHIMBHIyaln3aM BOIM (pparMeHaTaluju 6peH/oBa, 3aT0
IITO JbYIAM IOKYIIaBajy Ja W3pa3e CBOjy MHAMBHIYAJTHOCT, yAajbaBajyhnm ce o MacoBHOr TpXkuiuTa'
Tomkins, R., “’Fallen Icons’’, Financial Times, 2000., prema Kevin Lane Keller., Strategic Brand
Manageemnt-Building, Measuring, and Managing Brand Equity, Prentice Hall, NY, 2003., str.230.
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— MapkemuHe UCKycmea-0odicusmaja (experiental marketing),
— jedaw Ha jeoan mapxkemuHe (one-to-one marketing),
— MapkemuHe ca 00368010M (permission marketing).

2.1. Mapketunr noxusbaja (Experiental marketing)

MapkeTHHTI J0KHMBJbaja MPOMOBHIIIE MPOM3BOJ HE caMO KOMyHULMpajyhu ka-
PaKTepUCTUKE MPOU3BOAA U KOPUCTHU, Beh M moBe3yjyhu ra ca jeJUHCTBEHUM U UHTE-
pECaHTHHM MCKYCTBUMA. JelaH ayTop OmnHCyje MapKEeTHHT UCKYCTBa Ha cienehu HauuH:

"The idea is not to sell something, but to demonstrate how a brand can enrich a
customer's life."®

Pine i Gilmore, nuonupu y oBoj o0nacty, o0janimaBajy 1a CMO Ha Ipary ,, eko-
Homuje uckycmea (emen. Experience Economy)“, HOBE epe y €KOHOMHUJU Yy KOjOj IO-
CIIOBam-¢ MOpa OPKECTPUPATH BpeaHe aoralhaje 3a cBoje moTporaue’.

Bernd Schmitt ca Yausep3utera Kosmym6uja onucyje Kako ce MapKeTHHT HUCKY-
CTBa pas3/IMKyje 0] TPAJUIIMOHATHOT MapKETUHIa. MapKeTUHT UCKYCTBA :

— (okycupa ce Ha UCKYCTBO TOTpoIiada (focuses on customer experience);

— (Qokycupa ce Ha CUTyaljy noTpouime (focuses on the cosumption situation);

— mocMmarpa MoTpolaue Kao palMoHaIHa U eMolroHanHa Ouha (views customers
as rational and emotional animals);

— KOPHCTH EKJICKTUYHE MeTo/ie U anate (uses eclectic methodes and tools).

Schmitt HarnamaBa 3Ha4yaj MapKETHHTa UCKYCTBA ,,CTENEH y KoMe je mpenys3ehe
CHOCOOHO Ja 4 MCHOPYIH JKeJbeHH J0XKHUBJbaj MOTpOIIaya - Jja HCKOPUCTH HH(pOpMa-
LIUOHY TEXHOJOTH]y, OpeH/I0Be, MHTEIpPHUCAHE MApKETUHI KOMYHHMKaluje U 3a0aBy y
CBpXY MOCTHM3ama 1MJba, y 3HAUajHO] Mepu he yTHIaTH Ha ycrex npeayseha Ha rio-
OaJTHOM TPXKHIITY HOBOT MUJICHHjyMa .

Schmitt HaBOAM TET Pa3IUUYUTHX BpPCTa JI0KHUBJbAja: MCKYCTBO (experiences-
sense), ocehame (feel), mutibeme (think), unmeme (act), u ogHoc (relate) — oHU TO-
CTajy M3Y3€THO 3HauajHU 3a MOTpOILIaukKy mepueniujy openmoBa. OH Takohe ommucyje
KaKo PasNu4uTH ,nposajoepu dozadjaja (enen. experience providers)® (kao MTO Cy
CpeAcTBa KOMYHHKAIlMja, BU3YEITHH U BepOaTHU UACHTUTET U O3HAa4YaBambe, MPUCYCTBO
npou3Boja, co-branding, €NeKTPOHCKM MEIMjU M MpPOAAJHU areHTHu) Mory OUTH KO-
puiheHu Kao 1e0 MapKeTHHT KaMIlame Yy [IMJbY Kpeupama TuX Jforahaja. Y onucubamy

6 JMieja HHje IpOJATH HEIITO, BEll OKA3aTH KaKo OPEH]T MOXe 000raTUTH HOTPOMIAYEB KUBOT® IpeMa:
Post, P., Beyond Brand — The Power of Experience Branding, ANA/The Advertiser, October/November
2006.

" Pine, J.B., i Gilmore, J.H., 1999., The Experience Economy: Work Is Theatre and Every Business a
Stage, Cambridge, MA: Harvard University Press.

8 Schmitt, B.H., 1999., Experiential Marketing: How to Get Customers to Sense, Feel, Think, Act, and
Relate to Your Company and Brands, New York: Free Press; prema: Keller, K. 2003., Strategic Brand
Management, New Jersy: Pearson. str.233.
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CcBe 3axTeBHMjer moTpomaua, Cyxmumm Harnamasa : "Customers want to be ente-
rtained, stimulated, emotionally affected and creatively challenged."”

Schmitt HaBoM ecet mpaBuia 3a ycIelan MapKeTHHT gorahaja:

10.

Horahaju He HacTajy camu o1 ce0e, OHU MOpajy OUTH TUIaHUpaHU. Y MpoIecy
IUTaHUpama Tpeba OMTH KpeaTWBaH, KOPUCTHUTH M3HEHalewa, 3aMHTPUTHPATH,
KaTKaJ ¥ IPOBOLIUPATH.

Mopa ce nOpBO MHCIMTH Ha MCKYCTBO TIOTpOIlaya, a TeK I[0ocie Ha
(byHKIIMOHATHE KapaKTePUCTUKE U MPEAHOCTH OpeHa.

Tpeba 6utu ,,oncennyr™ nerasbuma norahaja. HeonxonHo je mzasatu 13B. all-
body, all- feeling, all-mind efekat.

Tpeba nponahu ,,pace* za cBoj Opena. CBaka koMmmnanuja Tpebano Ou na uma
,pace 3a cBoj Opena. To je manu egeMeHaT KOJU acolupa, YOKBUpYje, CyMUpa,
U CTUJIU3Yj€ J10’KUBIbA].

Tpeba ¢oxycuparu cuTyalujy MOTPOIIKBE a HE caM Mpou3Boj. (HeoOaBe3aH
00poK, a He XOT-JI0T)

Tpeba TeXUTH XOIMCTUYKOM UCKYCTBY KOje yTHUE Ha CBa uyJja, J0AUpYje CpLe,
M3a31MBa UHTEJICKT.

Tpeba ycknaauTu pa3nudnTe BpcTe uckycTaBa (ocehaj, MUNIIbEe, TOHAIIAKE U
OJIHOC) ca pa3IMYUTHM IMpOBajaepuMa HCKycTaBa (JIOTO, MAaKOBame, aJaBep-
Taj3UHT UTH).

Kopuctutu exiektuuny Mmertojoiiorujy. Heku meronu mory OUTH KBaHTHTa-
TUBHHU, HEKM KBAJIMTAaTUBHM, HEKH BepOasHu, HEKH BH3yeldHHU. CBe je 03BO-
JbE€HO, caMo Tpeba OUTH MCTpaXKMBALKM OPHJEHTUCAH M KPEaTUBaH, a O IMOY3-
JAHOCTH, BAIMJHOCTH W CO(UCTULHMPAHOCTH METOMO0JIOTHje Tpeba MHUCIUTH
KacHHje.

Pa3MoTpuTH Kako ce JOXKHBJba] MEHa Ca EKCTEH3UjoM OpeHJa y HOBE Kare-
ropuje, Ha Web-y, mupom cBera. IlocTaButu nutame Kako OpeHn Tpebda OUTH
MO3UIMOHUPAH Y 3aBUCHOCTH OJ] TOpe TIOMEHYTOT .

Komnanuja He cme OuTH mpecniopa, OupokpaTcku ypehena unu cratuuna. Tpeda
OuUTH cTpacTBeHa, eHepruyaHa, kpearuBaHa. OBaj nyx Tpeba da CTpyju opra-
HHU3AI[1jOM U CTBapa MPOMEHE.

Benuke xopropanuje cy npuxsatuie experiental mapketusr tpesn. Coca-Cola

je mpBa OJ BENMKUX KOMaHHMja Koja je NpUXBaTWIa OBaj TPEHJ W HHBECTHpaia y
MapKEeTUHT J0XKHBJbaja. Y KacHUM 90-UM OHU Cy IPENOJIOBHIN OYyIIET 32 CIIOH30PCTBO
U PEMHBECTHPAJIM Y aKTUBAHOCTH Koje 0a3upajy Ha J0XKHMBJbajuMa, Kao CTO je pa3BH-
jame ,, Coca—Cola experience section* Ha 6€j3601 cTaguoHy y ATiantu. Y onpeheHom

? “Ilorpomraun >xene nma Oyny 3a0aBIbEHH, CTUMYIMCAHU, EMOIMOHAIHO TIOTOhEHH W KPEaTUBHO
m3azBann.” Schmitt, B.H., 1999., Experiential Marketing: How to Get Customers to Sense, Feel, Think,
Act, and Relate to Your Company and Brands, New York: Free Press; prema: Keller, K. 2003., Strategic
Brand Management, New Jersy: Pearson. str.233.
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IMjeny CTaJuoHa, MOCMAaTPayH Cy MOTJIM MUTH KOKa-KoJTy, 3a0aBJjbaT C€ U OCMAaTPaTH
YTaKMHUILy U3 JO0OpOT yria.

2.2. Jenan Ha jenan mapketusr (One — to - one marketing)

Don Peppers 1 Martha Rogers cy TOIylapucalud KOHLENT one-to-one
mapketuHra (Peppers, Rogers 1999). O6jamimaBajyhu oBaj MpUCTYII OHU HABOJAE HU3
TPEHJI0BA Y MAPKETUHT OKPYKEHY, Kao IITO Cy HAMyIITamhe MapKETHHTa 3aCHOBAHOT Ha
TPaHCAKIUJH W HETOBY 3aMEHY MAapKEeTHHIOM OJHOCA, Hampenak HH(OpMarmoHOX
TEXHOJIOTHja (MHTEPHET), KOHTHHYEIHY (pparmMeHTanujy macoBHuUX Meauja. Ca oBUM
npoMeHaMa, 0a3MyHa IMOCTaBKa one-fo-one MapKeTHHTa je Ja MOTPOIIaYd YTHYy Ha
J0JlaBakbe BPEIHOCTH JaBambeM HH(popManuja JbyAUMa M3 MapKeTHUHra, a MapKeTapH
3ay3BparT J0Jajy BpPeIHOCTH y3uMmajyhu y o03up MH(DOPMAIIMOHU HMIIYJC OJf CTpaHe
notpomraya. Ha oBaj HaumH mnpeny3eha MOTy CMamUTH TPAHCAKLIHMOHE TPOLIKOBE,
MaKCUMHU3UPATH KOPUCHOCT 3a MOTPOLIaue U M3rPaUTH jake U MPOPHUTOHOCHE BE3e ca
KynuuMma. One-to-one MapKEeTUHT ce 0a3upa Ha HEKOJIMKO (PyHIaMEHTAIHHUX KOHIENarTa:

— (oKyc Ha MHIMBUIyaJHOM MOTpomiady y3 rnomoh 0a3za mopaaraka (M37BOJUTH
oTpoLIaya);

— OJrOBOPUTH Ha MH(OPMALMOHE HMIIYJCE O]l CTpaHe MOTpOocaya-MHTEPAKTUB-
HOCT (TOTpoIIay pa3roBapa ca Hama);

— TPUIATOJUTH MPOMU3BOJIE U yciayre ( KpenpaTu HEellITO jeIMHCTBEHO 32 BbHX).

OHO mTO je OGUTHO jecTe TPETUPATH PA3IMYUTE MMOTPOLIAYe PA3IUUUTO, jep CBa-
KO OJ1 ’bUX MMa pa3inyuTe norpede, CUCTEM BPEAHOCTH, KUBOTHH CTHJI, MOTPOIIAYKE
HaBUKE U CII.

Ritz-Carlton xoTenu kopucte 0a3e mojaTaka na Ou 3abenexxunu npedepeHimje
CBOjUX IOCTH]Y, TAKO aKO T'OCT UMa HEKHU CIelHjaJIaH 3aXTeB y JeJHOM XOTeny, To je Beh
MO3HATO KajJja MUCTU TOCT KacHHje OJICE[HE Y HEKOM JpYroM HHUXOBOM xoTeny. Ha
npUMep ako rocT y Ritz xoteny y Can ®paHIUCKY MyTeM room service Hapydu 0elno
BUHO ca JieioM, Yy Ritz xoteny y Bbyjopky he my Takohe ucnopyuuru nex y3 6eno BUHO
0e3 crennjaTHoT 3aXTeBa.

AyTtopu Takole HaBoOJIe TOKATM30BaHy BEP3U]y one-to-one MapKeTHHTA.

[Tomrro cre mopyunnu 1Behe u3 nokanue nsehape 3a Heunju poleHIaH, MOXKeETe
cnenehe roauHe TOOUTH MOJCETHUIY KOja HAIOMHUILE Ja CT€ MPOIIIe TOAMHE MOCIaIN
usehe onpeheHoj ocobu u a MOXKeTe MOHOBO TO MCTO YYMHHTH. Mako moaceTHUIU
OBOI' THIIa MOTY OMTHM KOPHCHM, MapKeTapu MOpajy 3HaTH Ja JbyIH He XKeJe YBEK
NOHABJbATH CBOje TMOHamame. [IpeTrocTaBka 3a OBaj KOHKpPETaH IpPUMEp jecTe
KBaJIMTETaH MPOU3BOJ Tj. Y OBOM CIIy4a]y LIBETHU apaH>KMaH.

2.3. MapkeTuHr ca 10380J10M (Permission marketing)

Permission marketing npenctaBjba KOPUCHO CPEJICTBO 32 U3TPa/thy JIO0JATHOCTH
NPOM3BOY, M MOJpa3yMeBa KOMYHHMIIMpame Ca MOTPOIIayeM HAaKOH TOra IITO MOT-
pouIamy u3pase BOJbY Ja Ce ca HBbUMa KOMYHHIMPA Tj. UMIUTMIMTHO Jajy J03BOJY.
[Tuonup y oBoj obnactu, Seth Godin, npouemwyje 1a cBaku AMepHKaHall JHEBHO PUMHU
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oko 3.000 mapkeTuHKUX nopyka (I ooun 2005). OH HanOMUKE ]a MapKeTapu HE MOTY
BUIIIE HCKJbYUYHUBO KOPUCTHUTH ,,y3HEMHUpaBajyhu mapkeTunr* (interruption marketing) y
CMHCIYy HWHTECH3MBHHMX TEJCBH3MJCKMX KaMmMIama M OIJlallaBaka Yy Mara3uHuma,
6unbopaa UTA. 3aTO IITO Cy MOTPOLIAYM HABHKIIM Ha OBaj BUJA oOpahama, Mana ra He
neHe npesuuie. Hacynpot Tome, ayrop mpeTnocraBiba, Ja MOTPOLIAuu LieHe 100ujame
MapKETUHIIKE MOPYKE 32 KOjy Cy OHM Jalld 0100pehe.

WNmajyhu y Buay Opoj MapKeTHMHIIKMX IOpyKa Koje MOTpolIadu Jo0ujajy
cBakora JaHa, [ ooun oOjalimaBa Ja ako MapKeTapu ele Ja MPUBYKY MaXmby IO-
Tpolaya, OHU NpBO Tpeba Ja 100ujy HeKy BpPCTy 0J00perma MoMohy akKTUBHOCTH KOje
NPeTX0/ie MPOiaju — HIIp. OeciyiaTaH y30pak, IpoMolLiMja mpojaje, MOMyCT, TAKMUYCHE
u cin. MaunupameM capalmpe ca MOTpollayuMa Ha OBakaB HAaYMH, MapKeTapH IMOTEH-
[I1jaJIHO MOTY pa3BUTH CHaXKHHU)E OJHOCE Ca MOTPOIIAYMMa HACTABJbAEM KOMYHHKA-
myje y Oyayhuoctu. OBa capanma he 6utu HactaB/beHa y OyAyhHOCTH YKOJIHMKO JbYIH
KOju ce 0aBe MapKEeTHHIOM TOIITY]y ’KeJbe MOTpOoIIaya U ako MOTPOIIAYN U3pasze KeJby
Jla TOCTaHy BUIIIE YKJbYUYEHHU y CaM MPOU3BO/I.

Permission marketing 3a0Kymiba HHTEpECOBambE€ MapKeTapa 3axBasbyjyhu
MONHMM TEXHOJIOTHjaMa Koje JlaHac MOCTOje Ha MHTEPHETy. Y3 moMoh Benukux 06aza
noJjaTaka M pasBHjeHoOr codrBepa, npenyseha mMory cauyBaTH OrpoMHE KOJUYMHE TO-
JaTaka o MOTpOIlauvMa M OOpaJuTH Te MOJAaTKe Y IMJbY Cllaka TapreTupaHe, mep-
COHAJIM30BaHEe MapKETUHIIIKE MOPYKe MOTPOIIaunuMa.

T'ooun HaBOM TIET KOpaka 3a eheKTuBaH permission marketing:

1. TloHyauMTH MPOCHEKT Ka0 CTUMYJIAHC MOTPOILIAYY;

2. HakxoH oxapeheHor mnepuoaa TOHOBO MPOCIEIUTH MPOCIEKT Koju obpaszyje
MOTpOIIaYa O MPOU3BOY HIIH YCIY3H KOja c€ TIPOMOBHIIIE;

3. Ojauatu cTuMysaluMjy Harjamasajyhu a ce Tpaxu J103BOJIa;

4. HacraBuTH y HCTOM TIpaBILy, Tpaxkehu MOTIIYHO 0100paBame MOTpoIIaya;

5. Tokom BpemeHa, OBO BOJH Ky[TOBHHH IIPOU3BOJIA M CTBAPAbY JIOjaTHOCTH.

I'ogu Takole HyM CBOJeBPCTaH TECT permission MapKemuHea:

1. [la nu cBakM MapKeTUHI Hamop Bamier npeayseha mojactuue ,,yuehu ognoc™ ca
BamuM Kynuuma? /la mu mo3uBa noTpouiaye Ha KOMyHUKalujy?

2. Jla nu mocenyjere 6a3y nmoxaraka? /la mu Genexure koju Opoj MoTpoliaya Bam je
J1a0 J103BOJTY J]a KOMyHUIIUpaTe ca bruma?

3. Axo BaM MOTpOIIayM JAajy J103BOJIy, UMaTe Jiu ITa Aa uM kaxere? [la nu cre
CIIPEMHH J]a YYUTE JbYJIE O CBOJUM MPOHU3BOIUMA?

4. Kanma Hexo mocTaHe Kymal BallMX IPOW3BOJA, Jla JM paJuTe Ha TOME Ja
HACTaBUTE KOMYHUKAIU]y ca BbUM?

[Tpema [ 'oouny, permission mapxemune QyHKIMOHUIIIE 3aTO CTO j€ ,,IPEABHU]IUB,
nnyal u Baxan' Ha npumep, Columbia House - knacu4an permission mapxemap, 1ajbe
CBOJUM WIAHOBHMA MECEYHY MY3UUKY €IUIHjy, a TO j€ HELITO IITO YJAaHOBU OYEKY]y U
IITO UM je OUTHO. YKOJIMKO WIaH OJUTYYd Jia He 3aJp:KHU M3/ame, OH ra jeJIHOCTaBHO
BpaTH.
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Permission mapkemune Ha Web-y je tunudan 3a Amazon.com. Ca 103BOJIOM
noTpomraya, AMa3zoH KOpHCTH 0a3y mojaraka 3a OeJeKeme MOTPOIIAYKHMX HaBHKA U
cneuupuunocTd. OH UM IIajbe JIMYHE MapKeTUHIIKE nmopyke. CBaku MyT Kaja MOTPO-
1ay Kymou HEIITO, OH J00Mja e-maun KOJU CaJpXKU IMOJATKE O JAPYTMM HpPOHM3BOIMMA
KOju OM ra MOTJIM UHTEPECOBATH y CKJIaay ca MPBOM KyrnoBuHOM. Ha mpumep, yKoauko
MOTpoOIIay Ky KBUTY, AMa3oH My IIajbe MOPYKY ca JIMCTOM Jieja UCTOT ayTopa MU
HACJIOBE JIeNa Koja Cy KyIUJIM JAPYTU MOTPOLIAYM KOjU Cy HApy4YHIiu NpBY Kbury. Camo
JEAHUM KIMKOM TOTpOINa4y MOXKe NoOMTH BHIIEe MHpOpManuja. AMa3oH Takohe masbe
nepuoanYHe mail-oge MoTpomaynM HHGOpMHUIIYhH UX O HOBMM HPOU3BOAMMA, CIie-
[1jaJIHUM TIOHYyJ]aMa, rormyctuMma u cil. CBaka rnopyka je npruiiarol)ena uHAUBUIYaTHOM
noTpouiayy jep ce 6a3upa Ha MPETXOJHUM KYNOBHHaMa M CHeUU(DUUHUM NpedepeH-
jama.

Permission mapkemune ce MOXe IOCMaTpaTH Kao pa3BUjame aujajora ca
NOTpOLIaYeM WM Kao MO one-to-one MapkeTuHra. OBaj NpUCTYN MPETIOCTaB/ba Ja
NOTpOLIaYM 3Hajy 1Ta xohe. Y MHOro ciyyajeBa, MOTpOLIaYd MMAjy HeJe(pHHUCAHE,
KOH(Y3HE, M KOH(IUKTE npedepeHinje, Tako J1a je TEIIKO KOMIIaHujama a ux Jnedu-
HUITy. Y OmNepalMoHAIU3ANUJU permission mapkemuned, OUTHO je MPENO3HATH Ja je
notpourayy notpedbHa nmomoh y dopmupamy npedepeHiuja. ¥ ToM CMHUCIHY, ,,yuec-
TBYjyhu MapkeTunr* (participatory marketing) Moxxe OUTH TIOTOTHUJU U3Pa3, Jep JbYIU
KOju ce 0aBe MapKETHMHIOM M MOTPOCAYM PaJie 3ajeIHO y IHJbY Hallakelkha HauuHa Ja
npenysehe 3a10BOJbY IIMIbEBE MOTPOIIAYA.

3.3AK/bYYAK

[TomeHnyTa Tpu HOBa IMpPHUCTYyNa y Pa3BOjy MapKeTHHIa, Ka0 U MHOTU JpPYTH,
MOMaXxy Ja ce Ojaya BEJIMKM Opoj 3HAUajHUX MApPKETHHI KOHIIeTaTa M TeXHHUKa. M3
NEPCHEeKTHBE pa3Boja MPOU3BOAA MOMEHYTa TPHU NPUCTYNa NPEJCTaB/bajy KOPUCHE
HauMHE MHIUUBEHA O TOME Kako H3a3BaTH IO3UTHBHE OJrOBOPE Ha IMPOU3BOJ H
M3rPaJUTH MOTPOLIAYKU OPUjEHTHUCAHY BpPEeIHOCT MpousBoaa. One-to-one mapkemune,
permission mapkemune W experiental mapxemunze Cy TOTEHLHjAIHO e(eKTuBHA
Cpe/CcTBa 3a MOCTH3ame Behe yKIbydeHOCTH MOTpolaya y mNpou3Boa. Aiu Tpeba umatu
y BHAY Ja pa3iMYUTH NPUCTYNH HarjallaBajy pas3IMuuTe aclekTe BpPEeJHOCTH
npousBojaa. Ha mpumep, one-to-one mapkemune U permission mapkemuHne MOry OUTH
NOCMaTpaHd Kao e(EeKTHBHUJU Y CTBapamy JIOjaTHOCTH MoTpowmaya. Experiental
MmapkemuHe ca JIpyre cTpaHe je e(peKTHBHMJU y CTBapamy HUMHIIA MPOU3BOAA KA0 U
no0oJblIakby KOMYHUKATUBHOCTH MPOU3BOAA. YIIPKOC TOME IITO j€ CBAKU OJ MPHUCTYIa
eeKTUBHU]U Yy OjpeheHOM TMOoJby, CBa TPH C€ MOTY IOCMAaTpaTH Kao HAa4MH Ja ce
u3rpajie jaue Be3e u3Mel)y morporraya v mpou3Boia.

JeaHa o MMIUIMKaLMja OBUX HOBMX MAapKETHHI MPUCTYIA j€ A2 TPaJuLMOHATHU
mapxemune mix konyenm (4P — product, place, promotion, price) y MHOTO clly4ajeBa He
MOJKE€ y MOTIYHOCTH Jla OINHUIIE MOJAEpPHE MapKeTHHI mporpame. Iloctoje mHore ax-
TUBHOCTH KOj€ Ce He MOT'y CBPCTaTH HHU Yy jeJIHy O] OBUX Kateropuja. Mnak mpenyseha u
Jlajbe MOpajy Ja JIOHOCe OJJIyKe 0 ToMe 1Ta he, Kako U re NpoAaBaTu U 1o K0joj LIEHH.
Hpyrum peunma, npeayseha Mopajy nepuHHCcaTH IPOU3BO, LIEHE U KaHale Mpojaje y
OKBHUDY CBOJUX MapKeTHHI cTpareruvja. KapakrepucTuke oBUX NOjeAMHAYHUX CTpaTe-
r'Hja Cy ce CBaKako 3Ha4ajHO MPOMEHMUIIE.
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Nikola Gluhovié

CONTEMPORARY TRENDS IN THE DEVELOPMENT OF MARKETING

Summary: This paper is based on the belief that companies in many areas enjoy the
last fruits of traditional marketing and operations. Just some twenty years ago these techniques
gave the companies a significant competitive advantage. Today this advantage is becoming
smaller, since the vast majority of companies in all areas of business uses the same marketing
techniques and exactly the same means of communication. The competitive marketing edge
disappears. The traditional techniques in marketing and communication were very effective
over the years. Companies that used them held leading positions in the markets, which enabled
them to squeeze out or refuse smaller competitors. They were able to make their products into
strong brands and capture a significant part of the market. Many markets have neatly
crystallized, the greatest brands are very recognizable and new brands rarely appear, and the
consumers are divided into clearly defined target groups. The bad sides of this neat
crystallization are also clear: the markets lost their dynamism — they began to stagnate. We are
convinced that the majority of manufacturing and service companies, certainly ever more, will
be convinced by necessity or forced to make, in the years ahead, a step forward towards new
perspectives of marketing.

Key words: Personalizing marketing, experiental marketing, one-to-one marketing,
permission marketing, brand leadership paradigm.
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