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O uyem rosopum

1) Y10 Takoe conjoint-aHann3, Kak OH YCTPOEH
2) Kak pabotaet Brand-Price-Conjoint / Shelf Layout Conjoint
3) Morpyxaemca B Kenc (FMCG, Beer)

4) CmoTpum Ha ba3oBble pe3ynbTaTbl cOnjoint-aHanM3a no Kelcy (Kpusble
cnpoca, cueHapuu), nposepaem rmnoTesbl

5) Mepexoamm K cTpaTerM4ecKMm peKoMeHaaLUnsam

6) Ntoru



1: YTo TaKkoe conjoint-aHann3, Kak OH YCTPOEH



Conjoint = regression & predictions (respondent level)

BbibpaTb 6pera Tuborg BbibpaTtb 6peHa BAaNTUKA

Tun nusa LAGER Tun nusa APA
Utility = F(X, Y, Z, K)

Ynakoska CT@KNO Ynakoska baHKa

Llena 160 py6. Lena 120 py6.

P1=35% P2 =65%

Ka)kablh napameTp MMeeT CBOI BeC B NPOLLecce NPUHATUA peLlleHns




Conjoint = regression & predictions (sample level) = voting machine

3 N .
Productl R _. 5 Productl = 25%

Product2 Product2 = 15%

Product3 N4 N Product3 = 60%




2: KaK paboTtaet Brand-Price-Conjoint /
Shelf Layout Conjoint



MeTtopoaorusa: Shelf Layout Conjoint
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MeTtoaoaorus: Shelf Layout Conjoint VS Brand-Price Conjoint

Shelf Layout Conjoint Brand-Price Conjoint

n . - B = = - 7 - = y= ' < nich of the following canned beers would you buy?

e gy ]IIII" N Iihe n |ilx

>onjoint.ly Lager Conjoint.ly Pale Ale  Conjoint.tly IPA Conijoint.ly Stout Fresh Light

Conjoint.ly

PALE

ALE ,

/

$1.50 per unit $1.50 per unit $1.50 per unit $2.00 per unit $1.50 per unit

NONE OF THE ABOVE
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CMOTpUM cUMYASITOP

Link:
Login: school@radar-tools.ru
Password: cyE6gPxM5WyryQW65nmY



https://demo-pricer.conjoint.ru/

Ecan BAPYI UHTEPAKTHUB HE pa60TaeT, CMOTPpMM Ha CAaljiAe, KaK 3TO BbITAAAUT

3KC|'|OpTMpOBaTb
TEKYLW NN CUEHApPUA
B Excel
Paspesbl no e Demand ¢ LleHoBble ypoBHM SKU Eroort
reorpad)MM ations  Demand Curves P I'IporHoampyemaﬂ
- a YCN10BHaA BblpyqKa* 7
~kdown: sBﬂgsﬁlJQeScenario Count Demand Curve Recount Scenario Save Changes Save As Delete Map*a
Total N
Simulation For:
EXTREMUM
Share Of Pr... v l
Turn  SKU Grl Gr2  Price Custom Price Share Of Pref. (%) Revenue (F) Marair .,
Distribution 0% -5% O +5% +10%
Weighting: I-IporHO3MpyeN\a’:I
N X-BEER LAGER 4.2% (Glass bottle) 98 104 [109 | 114 120 off 17% 0% 1879 0% amm - aona Bb|6opa SKU
(o] hv4
X-BEER LAGER 4.2% (PET 1L) e 200 208 off 07% 0% 1394 0% 418 o% I
B X-BEER LAGER 4.2% (PET 1,5L) 207 219 242 253 Off 06% 0% 1299 o% 429 0%
ecno Current Scenario:
AMCTpM6yL|.V|V| ceenario 5 X-BEER LAGER 4.2% (PET 21) 230 242 | 255 | 268 28 Off 1.6% 0% 4055 0% 811 0%
| B
X-BEER LAGER 4.2% (Can) 04 w9 | ns | 121 127 Off 12% 0% 1434 0% 415 0%
Baseline Scenario: X-BEER IPA 4.4% (Glass bottle) vz 128 w2 149 off 07% 0% 992 0% 208 0%
scenarioQ: ... WV
X-BEER IPA 4.4% (PET 1L) 206 218 200 252 off 04% 0% 865 0% 208 0%
X-BEER IPA 4.4% (PET 2I) 265 279 | 294 | 309 323 off 1 BbicTaBneHue I'IpOM3BOJ1bHOl‘"1 LEeHbI
Confidence X-BEER OPA 4.8% (Can) o 100 o e off Pies (B npegenax TeCtupyemoro gmnarnasoHa
Probability: + KHOMKa On/Off)
9501 o X-BEER OPA 4.8% (Glass bottle) w7 1 12s 13 off 0.9%
(]
X-BEER OPA 4.8% (PET 1L) 79 188 209 219 off 07% 0% 1502 0% 346 o
Base:
X-BEER OPA 4.8% (PET 21) 243 257 | 270 | 284 297 Off 2.0% 0% 5534 0% 1771 0% M3MEHEHME 'u'on M,
1019 oTHOCUTenbHO Baseline
NATHWULIA 4.8% (PET 21) 315 333 | 350 | 368 385 Off 0.5% 0% 1858 0% 669 0%
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3: Norpyrkaemcs B Keuc (FMCG, Beer)




Case — OnucaHune cutyauum

Mbi — nuBoBapeHHasa koMmnaHua EXTREMUM, kotopas 3aHMMaeT Ha pbiHKe MM1Ba CYLLECTBEHHYIO AOAIO

PbiHOK nuBa B rocypapcTBe X xapakTepu3yeTcs O4eHb BbICOKOM 3AACTUYHOCTbIO U BOABLLON AOAEN MPOMO-aKLMM
B TOProBbIX CeTAX

Katouesble koHkypeHTbl: PACIFICA, ELF GROUP, PAMEHCKAA NMBOBAPHA

B noptdeae ectb 6peHAbI AAS pasHbix cermeHToB noTpebuteaen: ECONOMY, MAINSTREAM, PREMIUM
VY Hac opueHTaums npemmyectseHHo Ha MAINSTREAM

3apauva — paspaboTtatb cucteMy 6oaee apPpekTUBHOroO yrnpaBaeHUss nopTpereM cobcTBeHHbIX bBpeHAOB U sku ¢
LLleAbIO MaKCMMM3aLMKN ObLLEN AOAM PbIHKA, BbIPYYKU U Map>KMHAAbHOCTU



Case — 3apaum

KAloueBble BONPOCbI Ha TEKYLLUI MOMEHT:

- OnpepeanTsb cnncku sku / 6peHpoB / cabbpeHpoB, kKoTopble HanboAaee 3¢ PpekTUBHO ByayT paboTaTb AAS
3aAQu:

- [lpnBAeYEeHMA HOBbIX MOKyMaTeAen
- YnpaBAeHus BbIpyUKoM (ee NOBbIWEHUS B CAyHae HEOOXOAMMOCTH)
- [loBbiweHUs Map>XXMHaAbHOCTU NOPTEAS

-  OnpeaeAnTb, ONTUMaAbHA AU TEKYLLAA LLeHOBas OTCTPOMKa MexAy cabbpeHaamm nopTtéeas / LeHoas
OTCTPOMKA OT KOHKYPEHTOB

- MOXHO AU BbIAEAUTb KOMMAEKCHOE pelueHue / rpynny cLeHapueB, MO3BOASIIOLMX ONTUMU3UPOBATb NOPTdEAb

f'MnoTesbl, KOTopble HY>KHO OMepaTUBHO MPOBEPUTD:

- [lpu yBeAnyeHumn ueHbl Ha TMN ynakoBku PET npoucxopnT nepekatoveHume B Glass / Can cooTBeTcTBYIOLMX
6peHaoB / BkycoB. Ho npu yBeAanyeHuun ueHbl Ha Glass / Can nepekatoyeHus B PET He npoucxopuT



4. CmoTpuM Ha 6a30Bble pe3y/ibTaThl
conjoint-aHann3a no Keucy



CHoOBa CMOTPUM CUMYASITOP

Link:
Login: school@radar-tools.ru
Password: cyE6gPxM5WyryQW65nmY
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https://demo-pricer.conjoint.ru/

INACTUYHOCTDb cnpoca no ueHe: TeopuA

HeanactnyHbiM cnpoc
(anactmuyHocTb > - 1.0)
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MepeKpecTHasa 31aCTUYHOCTb

[NMonoxntenbHasn
(Kpocc-anacTnyHocTb > 0)

Cnpoc Ha ToBap B B 3aBucuMmocTu
OT UeHbl ToBapa A
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9NaCTUUYHOCTb CNPOCA NO LeHe: npumep

Cnpoc no ueHe
% ntofel, roToBbIX PAaCCMOTPETb
nakeTt K obopMaeHUto

0 py6. 490 py6.

1 3Ha4YMMOe U3MEHEeHME 40N
BblboOpa

Cnpoc 3nacTUYHDIM

Cnpoc anacTUYHbIM

o——@ TOTAL

@@ |lenesoii cCErMeHT

990 py6. 1290 py6. 1590 py6.

1990 py6.

2490 py6.

—
35
28
T 21
14 13
~N
2990 py6. 3990 py6. 5990 py6. 6990 py6. 8990 py6.
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5: Nepexoanm K cTpaTeErM4EeCKMM peKoOMeHaauuam




LLar1: KoMnAeKcHbIM aHaAU3 SAACTUYHOCTU B
HalleM KOHTeKCTe



Complex View
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Two Direction Curve
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Two Direction Curve (Types)




LLlar2: MeTtopoAOrua Aorm4eckom onTUMM3aLmUm



Bbluncasem HY>XHbI€ NOTEHLUAADI MO BCEM HaALLIUM sku

Share Unweight Promo Potential Price Increase Strength
EXTREMUM FILICIS

1 X-BEER LAGER 4.2% (Glass bottle) 17%L | 1920 | 6.2
g) X-BEER LAGER 4.2% (PET 1L) 0.7%f | 143 119
3 X-BEER LAGER 4.2% (PET 1,5L) 06%f | 202]] 2.3
¢l X-BEER LAGER 4.2% (PET 2l 1.6% 528 | 77
5 X-BEER LAGER 4.2% (Can) 12%) | 1.5 139
G X-BEER IPA 4.4% (Glass bottle) 07%f 248 137
7 X-BEER IPA 4.4% (PET 1L) 0.4% [ 48.7 1  10.0
8 X-BEER IPA 4.4% (PET 2I) 13%0 | 2140 | 100
9 X-BEER APA 4.8% (Can) 25%fF | 2450 113
10 X-BEER APA 4.8% (Glass bottle) 0.9%f | 15.8
11 X-BEER APA 4.8% (PET 1L) 07%f | 186 140
12 X-BEER APA 4.8% (PET 2l) 20%0 253 | 100
13 NATHWLA 4.8% (PET 21) 05%f Bzofl | 73
"4 NATHULA BEYEPHEE 5.4% (Can) 14% 127 128
15 NATHULA BEYEPHEE 5.4% (Glass bottle) 12%) seJ 138
"6 NATHWLA 5.4% (PET 1L) 07%f 2060 138
17 NATHWLIA BECEHHEE 4.4% (Glass bottle) 1.0%0 | 2670 130
18 NATHWLA BECEHHEE 4.4% (PET 1L) 06%f | 321 | 107
19 DUFF 4.6% (PET 1L) 08%f | 272 | 80
"0 DUFF 4.6% (Can) 1.7% | 119 1.7
21 DUFF 4.6% (Glass bottle) 47%[ 108 109
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CermeHTmpyem sku no rpynnam Ha ocHOBe UX AOAEN MPOAAXK M MOTEHLMAAOB

Share Unweight Promo Potential Price Increase Strength

21 DUFF 4.6% (Glass bottle) 47% | 108 109
9 X-BEER APA 4.8% (Can) 25%F 2450 113
"2 X-BEER APA 4.8% (PET 2l) 20%F 253 | 100
1 X-BEER LAGER 4.2% (Glass bottle) 17%0 | 192 | 6.2
20 DUFF 4.6% (Can) 17%) | 11.900 18.7
4 X-BEER LAGER 4.2% (PET 2I) 1.6% [ 528 | 7.7
"4 NATHWLA BEYEPHEE 5.4% (Can) 14%F 127 128
8 X-BEER IPA 4.4% (PET 2I) 13%F 2140 | 100
"5 NATHULA BEYEPHEE 5.4% (Glass bottle) 12%| | 58 1ks
5 X-BEER LAGER 4.2% (Can) 12%) | 1.8 1Bo
17 NATHWULA BECEHHEE 4.4% (Glass bottle) 100 267000 13

"0 X-BEER APA 4.8% (Glass bottle) 0.9% | 15.8 17.5
"9 DUFF 4.6% (PET 1L) 0.8%| 27.2] 8.0
11 X-BEER APA 4.8% (PET 1L) 0.7%f | 1ssll 140
G X-BEER IPA 4.4% (Glass bottle) 0.7%f | 248 137
) X-BEER LAGER 4.2% (PET 1L) 0.7%f | 14300 119
"6 NATHULA 5.4% (PET 1L) 0.7%F | 206 1338
"8 NATHULIA BECEHHEE 4.4% (PET 1L) 06%f 321 107
3 X-BEER LAGER 4.2% (PET 1,5L) 06%f | 202 2.3
13 NATHWLA 4.8% (PET 2I) 0.5% 37.0) 7.3
7 X-BEER IPA 4.4% (PET 1L) 0.4% [ 48.7  10.0




CTpouMm KapTy LLeHOBOIro NO3ULMOHUPOBAHUA = MHCTPYMEHT YINpaBAEHUSI MOPTHEAEM

0.95

. X-BEER APA 4.8% (Glass bottle)
0.85

NATHULLA BEYEPHEE
075 5.4% (Glass bottle) X-BEER LAGER 4.2% (Can)
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27 Promo Potential




Ha ocHoB Bcero 3toro ¢gopmyAaupyem obLylo LLEHOBYIO CTpPaTeruio

1. PbiHoK BbicokoanactuyeH. OPnarmaHckme No3muumn CTOPAeMCst HE MOBLILLATb A0
MomeHTa HeobxoammocTy (Koraa Bo3pacTatowme KOCTbl YrpOXAOT NoTepe Leneso
MAPKMHOABHOCTM 3TUX MO3MLLMIA)

2. HpM noBbilWeEHNN LEH HA CI)J'ICIFMCIHCKMe Nno3nunn CTapaemcad npunuoep>xmeaTbcA
CNOXMBLUNXCA UEHOBbLIX OTCTPOEK OT CI)J'ICIFMCIHCKMX I'IOBMLI,MI‘/JI KOHKYPEHTOB

3. Mepuropmnyeckn nepxum pag sku B kavectse Promo popmata LTO (Limited-Time
Offers). Boibrpaem B nepsyto ouepenb cpeam sku ¢ BbICOKMM NOTEHLMANOM
NPUBNEYEHUS U HU3KMM MOTEHLMANIOM COXPOHEHUS BbIPYYKM

4. CMHXpOHHO C 3TUM AONyCKAeEM HE3HAYNTEJIbHOE MNMOoBblLLEHNE LUEH HA sku ¢ HU3KUM
noTeHUMaNoMm npuenevHeHnsa N BbICOKUM NOTEHLMANIOM COXPAHEHNA MAPXKXUHAIbHOCTH

5. Ecnu Bo3moxHo, passogum sku ogHoro bpeHna ¢ BbICOKOW KPOCC-3NACTUYHOCTBIO MO
OMCTPUBYLMKM B PA3HBIX KOHAMOX



LLlar3: MNMowuck ranobaabHOro nHcamTa / npoBepka
obwux rmnoTtes / oboraweHMe cTpaTerum



Insights e e

30

MNinote3a:

[pu yBeAnyeHumn ueHbl Ha TMN ynakoBku PET npoucxoanT nepekatovenme B Glass / Can
cooTBeTcTBYlOWMX HpeHAOB / BKycoB. Ho npu yBeanueHumn ueHbl Ha Glass / Can nepekatovenus B PET
He MPOUCXOAUT

Ho noxoxke, uTo:

PET u Glass / Can cooTtBeTcTBYytoWwMX 6peHAOB / BKYCOB NOTpebASieT pasHas ayAUTOPUS MO AOXOAY,
pa3Hble CerMeHTbI

MoTpebuTtean Glass / Can 60oAee AOSIAbHBI K 3TUM dopmMaTam

MoTpebutean PET nepekatovatoTcss Ha PET koHKypeHTOB 1 obpaTHO

HeT cMbicAa pazBopnTb AMCTPMOYLMIO MO TUMaM YNakoBoK. MOXHO OTMycKaTb LLlEHOBbIe MHAEKCHI
mexay PET u Glass / Can opHMX 1 Tex ke 6peHAOB




HekoTopble npuMepbl NPAaUCUHIOBbIX CTPaTerum

General strategies: Pricing strategies to attract customers /
increase
profit:

- Profit maximization
- Sales maximization . o
- Gaining Market Share - Premium pricing

- Loss Leaders

- Price Discrimination

- Reference Pricing

- Retail price mechanism RPM

- Premium decoy pricing

- Pay what you want

- Bundle pricing

- Price skimming

- Penetration pricing

- Optional pricing

- Dynamic pricing



6: Ntorum



B nrtore mboi

1) NMo3Hakomuanch ¢ conjoint-aHannsom n nocmotpenm Brand-Price-
Conjoint / Shelf Layout Conjoint

2) Morpy3unucsb B Kenc (FMCG, Beer)

3) NMocmoTpenu, Kak BbirnaaAaT 6a3oBble pe3yabTaThl conjoint-aHanmsa u
nopaboTanu ¢ AaHHbIMK Kenca

4) Pa3obpanuncb, Kak UCNO/Ib30BaTb 3TU AdHHble AN CTPaTErMYEeCcKnX
PEKOMEHAALUMUN, YY4NTbIBAA KOHTEKCT UCCeA0BaHUA
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