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Upeun auckayHrepnsma, cYuTaloT
uccrepgoBaTesin, NOSIBUIINCH KakK

OTBET Ha «3aToBapUBaHUE» PbIHKa,
npesbilueHne rnpeasioXXeHus Han
cripocomM. U B To nnv nHoi mepe
SJIeMEeHTbI ,quc:(ayHTepHoﬁ TexHoJsiorun
nepeBoO34YUKU rPYy30B U MacCaXkKupos
ncrnosnb3yIoT yXe 6osee nonyseka.
ABTOpPbI CTaTbV COOTHOCSIT Hay4YHble
npeagcraB/ieHUs1 O PbIHOYHbIX
OTHOLUEHUSIX U MeCTe B HUX 3asiBJIEHHOM
TemMbl ¢ Mugpamu u npenybexaeHnamMn
o nosBoAy KOMMNaHUN-ANCKayHTEPOB,
AaloT CBOe 3aKk/Iio4eHne 06 nx npakTuke
n HEHOBOh’ noJyiInTuke, SKOHOMUYEeCKNxX
npeArnockisikax camoro CyLecTBOBaHUS
aToro ¢peHoMmeHa B cucteme
TPaHCMOPTHOro 6u3Heca.

Knovesbie cioBa: TpaHcropT, epeBo3Kku,
9KOHOMUKA, GU3HEC, KOMIaHWsI-
ZMCKayHTep, MUQbI, PeasibHOCTb, MMoKne
TEXHOJIOrNN, MNepCrneKkTUBbI.
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TpaHCNOpPTHbIE
OUCKaYHTEepbl:
Kak 3To pabdoTtaer

Epuxoé Muxaua Maxcoeus — 0oKkmop mexnu4eckux
Hayk, u.o. pekmopa Kypearckozo eocyoapcmeennozo
yHusepcumema (KI'Y), Kypean, Poccus.
Kapounaaosa Oavea Koncmanmunosna — kanouoam
MEXHUYEeCKUX HAYK, HA4aAbHUK YAPAGAeHUs. 0eaamu
pexmopa KI'Y, Kypean, Poccus.

UCKAYHTEPBI, UM KOMITAHWUU, peaiu -
3yIOLIKME TOBAPbl WU YCIAYTM MO 1ie-
HaM HUXKE PbIHOYHBIX, CTAJIM MacCO-
BO Bo3HUKaTh B XX BeKe, KOraa Mpou3BOICT-
BEHHbIE€ OTHOILLIEHMS BOLIUIM B IEPUOJ 3aBEP-
meHUsS GOPMHUPOBAHMUS PBHIHKA U €TO
TepeHaCHIIIIEHHOCTH. 3HAYUTEIbHOE TTPEBHI-
1LIeHWE MPEITOXEHMS Hal CITPOCOM ITOPOIUIIO
HEO0O0XOAMMOCTb MTOMCKA HOBBIX, TPOPBIBHBIX
HampaBJeHUI pa3BUTUSI OM3Heca, AAl0IIUX
BO3MOKHOCTb KOMMAHMSIM Mpejiarath orpe-
OuTeNsIM AEUCTBUTEIbHO OPUTMHAIbHBIN
MPOIYKT, WJIU XOTSI Obl €T0 YITaKOBaTh B SIPKYIO
KpacuByo 00epTky [1]. [TonobHbIe mporecchbl
B ITOJTHOM Mepe ObLIY MPUCYIIY U TPAHCTIOPT-
HbIM KOMMOAHUSIM, Ha4aBIIUM C CEPEINUHBI
MPOLLJIOrO BeKa 9KCIEPUMEHTHPOBATDH CO BCE-
MU COCTaBJISIIOIIMMU MapKEeTUHTa TPAHCIIOPT-
HbIX ycayr. Ho B oTaiMuue oT npyrux BUAOB
MIpeaIpUHUMATEIbCTBA (CKaXKeM, TOPTOBOTO
WJIN TIPOM3BOICTBEHHOTO) OM3HEC, CBI3aH-
HBII C IEPEBO3KOW MaccaxXupoB U TPYy30B,
001a1aeT TOM CylIeCTBEHHOM OCOOEHHOCTHIO,
KOTOpasl MO3BOJISIET OTKPbITb UMEHHO IS
HEro CBO€ OPUTrMHAJILHOE HampaBjieHUE pa3-
BUTUSL.
Peub uget o ToMm, 4TO ce0ECTOMMOCTD OKa-
3aHUS TPAHCIIOPTHOM YCIIyTH (TTPY OYSBUIHBIX



MaccorabapUTHBIX OTPAaHUYEHMUSIX, €CTECTBEH -
HO) Ype3BbIYAliHO C/1a00 3aBUCUT OT 3aroJi-
HSIEMOCTH CaJIOHa TPAHCITOPTHOTO CPEICTBA
(TC) [2]. D10 co3nmaeT onpeneseHHbIE TPY/I-
HOCTH ITPU pacyeTe peHTabeIbHOCTH MePEBO-
30K: 3aTpaThl Ha TIEPEBO3KY JIOJKHBI pacIipe-
JIEeJISIThCS MEXAY BCEMM IMaccaxXupamu, 1
OT TOTO, HaCKOJIbKO 3arpyXeH CajJioH, OYeHb
3aBUCHUT BeJIMYMHA MPoe3nHO riatel. Heoo-
XOJIMMO OBLIIO 3a7aTh HEKOTOPBII CpeaHecTa-
TUCTUYECKUI YpOBeHb 3aronHsieMoctu TC u,
yXe OTTaJKUBasiCh OT 9TOT0 MoKa3aTess,
CTPOUTDH BCE NaJibHEMIIMe pacyeThl. Takoit
YPOBEHb U 3a/1aBajv, IPUIEM 4acTo Oe3 COOT-
BETCTBYIOIIIUX TEOPETUIECKUX M IKCIIEPUMEH -
TaJIbHBIX 000CHOBAHMIA, TaK CKa3aTh, KaK 3TO
ObL10 yao0HO [3].

Ho pa3BuTne KOHKYpEeHIIMU Ha TpaHC-
TMIOPTHOM PbIHKE OOBEKTUBHO MOTPEOOBAIIO
TTOMCKA HOBBIX ITyTEl 1 CITOCOOOB IMOTYYEHUST
AKOHOMUYECKMNX TIpeumyiecTB. [1pu aTom
CTOMMOCTb TPAaHCIIOPTHOU YCIYTU, OAUH
13 OCHOBHBIX ITOKa3aTesIel 1151 TOTpeOuTeIs,
cTaJjia eqBa JI1 He CaMbIM MOIIHBIM OPYIUEM
060pbObI 32 KOMMepueckuit ycriex. Co BTopoii
MOJIOBUHBI XX BeKa B TPAHCIIOPTHOM MMpE
Kak TpuObI Hayaau TOSIBISITHCSI KOMITAHUU,
npeajaraBlive MOe3AKU 1o LeHe B 2—5 u
Oosiee pa3 nelieBsie, YeM OObIYHbIE TTEPEeBO3-
yuku [4, 5], KOTOPBIM 3TO, KOHEYHO, HE Hpa-
BuJoCch. C KOHKYpeHTaMu OOpOJIMCh, OUYEHb
YacTo MX 9KCTIEPUMEHTHI IIPUBOIWIIN K OaHK-
pPOTCTBaM, HO TPAHCTIOPTHBIE TUCKAYHTEPHI
BO3HUMKaJIW CHOBAa W CHOBA, NEMOHCTPUPYS
BCEMY JIEIOBOMY MUPY KUBYYECTh CBOUX UCHA.

HriHe mouTn Bce KOMIMaHUU -TTIEPEBO3UNKHI
JIIOOBIX BUIIOB OOIIIECTBEHHOTO TpaHCIIOpTa
UCTIOJIB3YIOT B TOW WJIM MHOM CTENEHU 3JIe-
MEHTBI JUCKAyHTePHOI TEXHOJOTUHU, IKCIIe-
PUMEHTHPYS U OTKPBIBas 1IsI ceOsI BCE HOBBIE
¥ HOBBIE HUIIU. BMecTe ¢ TeM, ogHaKo, eau-
HOI TeOpUU TPAHCITOPTHBIX JUCKAYHTEPOB B
HayKe O PBIHOYHBIX OTHOIICHUSIX TTOKA HET.
Ectb psin npenyoexaeHuit i MUGoB, KOTO-
pbIe 9KCIUTyaTUPYIOTCSI CAMUMU KOMIIaHUSI -
MU-IUCKAyHTEPaMU, YTOOBI CKPHITh UCTUH-
HbIe MEXaHU3MBbI CBOEl pabOTHI U Yepe3 3TO
OTCTPAaHUTHCS OT KOHKYpeHTOB. Hamu 1ipo-
BEJIeH aHaJIN3 TTO00HBIX MU(OB U JeJ1aeTCs
TOITBITKA ITOKA3aTh UCTUHHBIE MEXaHU3MbI 1
CBSI3U, TIO3BOJISIIONINE NMCKAyHTEpaM OBITh
YCITEIITHBIMY Ha TPAHCITOPTHOM PBIHKE U IaKe
0osiee peHTabeJIbHBIMU, YeM KJIaCCUYECKUe
TPAHCITOPTHBIE KOMITAHUH.
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* * *

Kaxk yxe roBopujioch, TpaHCIIOPTHBIA
JIMCKayHTep OPraHU3yeT IIePeBO3KY MacCaKu-
pOB (B OCHOBHOM) U Ipy30B IO LIcHAaM, 3Ha-
YUTEJIBHO 00JIee HU3KUM, YEM YXKE CIIOXKHUB-
LIKMeCs] Ha TPAaHCIIOPTHOM pbiHKe. [Ipuyem
HEMOCBSAIIEHHOMY B3IJISIY KaXeTcs, YTO
paclLeHKM JUCKAyHTEPOB HE Nal0T yaepP>KaTh-
Csl Taxe Ha ypoBHE Ce0eCTOMMOCTH TPaHC-
MOPTHO# ycayru. O4eHb 4acTO TaK U IPOUC-
XOJIUT, €CJIM KOMITaAHUS IIJIOXO ITOArOTOBJICHA
K Takoro poja aesrtelbHocTu. Ho MHOrue
JIMCKayHTEPhl BEChbMa YCIICIIHbI ¥ OYPHO pa3-
BMBAIOTCSI, OIPOBEPrasi TeM CaMbIM MHEHME O
CBOel HM3KOi1 peHTabebHOCTU. Kak 1M 310
ynaetcs?

PaccMoTpuM 1oodepeHO OCHOBHBIE YT-
BEPKICHUS, KOTOPBIMU IbITAIOTCSI OObSICHUTD
IIPUYMHBI yCIIeXa TPAHCIIOPTHBIX TUCKAYHTE-
POB, 1 ITOIBEPIrHEM X KPUTUIECKOMY aHAJI -
3y ¢ TOYKM 3PEHUST HAYKU O PhIHKE.

Mmud 1. Iuckaynrepsi 60.ee 3¢ heKTHBHO
3KCILIYyaTHUPYIOT TEXHUKY, OPTaHU3YIOT padoTy
NepcoHaa mno 0ojiee HHTEHCUBHBIM TEXHOJIO-
THSAM, COBMEINAS U YILIOTHSA (hYHKIMOHAJIbHbIE
00513aHHOCTH COTPYJAHHKOB, CHHIKAsA TEM Ca-
MBIM IKCILTyaTAIllHOHHBIE PACXOAbl. DTO JaeT
BO3MOKHOCTb 3HAYUTEJIbHO CHU3UTb IEHY
Ha OWJIeTBI.

Ecnu 661 5T0 OBLIO IEHCTBUTEIBHO TaK,
MPUIILIOCH ObI IPU3HATh, YTO B TPAHCIIOPTHBIX
KOMIIaHUSIX, pabOTaIOLIMX 10 KJIACCUYECKOMY
MPUHILIMITY, MAPKETUHTY U ITPOYMM PhIHOYHBIM
(Ia 1 He TOJIbKO PHIHOYHBIM) BOIIPOCAM BHU-
MaHue He yIeIsieTcsl BOOOIe, Y HEIIOHSTHO,
KaK OHM MOTYT CYILIECTBOBATh M Pa3BUBAThCS
B YCJIOBUSIX KOHKypeHIIMK. KoHeyHo, Aeso
obcTouT nHave. Kaxxmomy 13 0003Ha4eHHBIX
BOIIPOCOB BHUMaHHUE YAE/ISETCS BCEMU y4acT-
HUKaMU pbIHKA, HE3aBUCHUMO OT TOT'0, KaKOi
TaKTUKY BeIeHUsI OM3Heca OHU MPUAEPXKIBa-
10TCSl.

Kak yxe orMeyanoch, YHUKaJIBHOM OCO-
OEHHOCTBIO TPAHCIIOPTHOIO OM3HECa SIBJISICT-
¢s1 TO, UTO Ce0eCTOMMOCTD OTPACIIEBBIX YCIYT
MaJjio 3aBUCHUT OT 3aIlOJHSEMOCTU CaJloHa
TPAHCIIOPTHBIX CpeACTB. [Ipeanonoxum ajs
YIPOILIEHHUS, YTO PeUb UET O IIEPEBO3KE I1ac-
caxupoB TC, 060py10BaHHOTO TOJIbKO MeCTa-
MU 151 cuaeHus (KpecaaMmu). DTo 03HAYaeT,
YTO TP 3aJ]aHHOM YPOBHE PEHTa0EeIbHOCTU
CTOMMOCTb ITPOE3/1a LIEJUKOM OIPEIeIsieTCs
3ar0JIHSIEMOCTBIO CaJIOHA. 3aIl0JIHIEMOCTh XKe
OYEHb CUJIbHO 3aBUCUT OT Tapuca Ha Iepe-
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BO3KY, TO €CTh 3JJaCTUYHOCTh [IEHOBOTO CITPO-
Cca Ha TPAHCIIOPTHBIE YCIYTU TOCTATOYHO
BbIcOKas [2]. Beipyuka 3a repeBo3Ky P Haxo-
JTIATCST COOTHOIIIEHUEM:

P=V-C, (1)
rae V' — Konm4uecTBO 3aHSTHIX Maccakupamu
KpeceJl Ha paccMaTpUBaeMblil peiic (M Ko-
JIMYECTBO MPOAAHHBIX Ha peiic OUIJIETOB);
C — cTOMMOCTh OJTHOTO OWJIeTa.

BBos1 BeTMUMHY OTHOCUTEIHLHOTO JUC-
KOHTa OT 0a30BO¥ CTOMMOCTHU OujieTa &, MOX-
HO B OJIHOM MacllTabe U300pa3uTh MaJatolIyIo
TIPSIMYIO CTOMMOCTH TTPOe3/a M HapacTaloIIyIo
KPUBYIO C HACHIIIIEHUEM 3aITOJIHSIEMOCTH Ca-
JIOHAa TPaHCHOPTHOTO CcpeAcTBa (cM. puc. 1).
OueBUIHO, 3aBUCUMOCTD P(§), XapaKTepu3sy-
I0111ast BBIPYYKY 3a IePEBO3KY, MOXKET UMETh B
HEKOTOpOil Touke MakcuMyM. Cpasy ke BO3-
HMKAIOT BOITPOCHI: @ BCET/a JIM 3TOT MAKCUMYM
OymeT cyliecTBOBaTh, HACKOJILKO OH OymeT
MIPEBBILIATL BBIPYYKY B «paboyeii» TOUKE,
TO €CTh KOTJa TMCKOHT HYJIEBOI, 3aBUCHUT JIN
ONTUMAJTLHOE €T0 3HaYEHUE TOJIBKO OT IIEHO-
BOW 2JJACTUIHOCTH CIIPOCA WX CYIIECTBYIOT
ele Kak1e-To 3aBUCUMOCTH OT IPYTHX Tapa-
MeTpoB. OTBETHl Ha 3TU BOMPOCHI HE TakK
OecCIropHbI, KaK KaxeTcs.

Ecnu ormepupoBaTh YMCTO MaTeMaTUye-
CKUMU TIOHSTUSIMU, TO HET COMHEHUIA, 4TO
CBOIICTBA MPOM3BEACHUS JBYX IMapaMeTpoOB
OTIPEIENISIIOTCST TOJTBKO 9TUMU TlapaMeTpaMu.
Haunewm ¢ moHMMaHUsI TOTO, a YTO K€ TaKoe
1IEHOBAsI 3JIAaCTUYHOCTbh. 3aBUCUMOCTD CITpOca
oT ueHbl Ha ripoe3n? Jla. Ho cripoc Beipaxa-
€TCS M PSIZIOM APYTUX TTapaMeTpoB — Oe3omac-
HOCTBIO, KOM(OPTHOCTBIO TIpOe311a, PHIHOY-
HBIMU YCWIMSIMA KOHKYPEHTOB M T.j. U ot
OTIpEeIeNISIIONINEe CITPOC UCXOIHBIE TIepeMeH-
HbIe HE SIBJISIIOTCST HE3aBUCUMBIMU. ECcTh 1
obpaTHas cBsi3b. CIIpoc, MOTUBUPYS 3aIlOJ-
HSIEMOCTh CaJloHa, TEM CaMbIM U caM BJTUSIET
Ha KOM(OPTHOCTb IMOE3IKU. JIeiCTBUTEBLHO,
yeM 0OJIbIIIE MECT B CaJIOHE aBTOOYyca 3aHSITO,
TEM HEOXOTHEe OOJIBIITMHCTBO U3 BO3MOXHBIX
MaccaxKupoB KyMUT Ha 3TOT aBTOOYyC OWJIET:
TecHO U He KoMdopTHO. [ToaTomy camo mo-
HSTUE 1IEHOBOW 3JIACTUYHOCTH CITPOCa eCTh
He 0ojiee yeM uaeaau3upoBaHHasi aOCTpak-
1M1, yIoOHast, TeM He MeHee, JUTsI [TOCTPOSHUST
JIOTMYECKUX YMO3AKJIIOUEHUI 1 BBISBICHUS
TIPUYNHHO-CJIEICTBEHHBIX CBSI3CH.

B nepBoM npuOIMKeHUHN, CIUTAas, UTO BCE
npyrue hakTophl, BAUSIONINE HA CITPOC, T0-
CTOSTHHBI, 00513aT€JTbHO IMOTYYMM B OOJTBIIIMH-
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CTBE CJTyJyaeB MaKCUMYyM KPUBOI BBIPYYKU KakK
(GYHKIIMY TUCKOHTA WJIM CKUIKW Ha TIPOe3[I
OTHOCUTEJIBHO YCTOSIBLIEMCS «CITPABEIIMBO»
eHbl. Ho 31ech cpasy xe ciienyeT OoroBOpUThb-
csl, 4TO MIpaBWJIbHEE paccMaTpUBaTh UMEHHO
CKUIKY OT PpIHOYHOW IIEHBI, a HE caMy LIeHY.
®Owmn Kotiep, HanucaBIIuii, Mo HalIeMy
MHEHUIO, OMMH M3 JYyYIIUX YYeOHUKOB
10 MapKeTHHTY [6], Tak cKa3aj 06 aToM: «JI1o-
JIA He JII00ST MOKYyNaTh AelIeBble OUMIITEKCHI,
IOV JTIOOSIT TTOKYIIATh OM(DINTEKCHI nodeuues-
ae...». I 3TOT IPUHITUII LIETMKOM TTOJIXOINT K
OMMCAHWIO TPAHCIIOPTHOTO PBIHKA, W OH,
COOTBETCTBEHHO, OJIKEH 3aKJIaJbIBaThCs B
cO3/1aBaeMble MOJEIU TPAHCTIOPTHBIX AUCKA-
YHTEPOB.

Hmak, pazeenuanue nepeoeo mugha npugo-
oum K 3aKA04eHUI: YCnex mpaHcnopmHblx
duckaynmepog, ¢ omauuue om Oblmyueo
MHeHUs, 006ACHAeMCS YMEHUEeM UCNO0Ab308AMb
BbICOKYI0 2AACMUYHOCMb NOMPEOUmMENbCK020
cnpoca no ckuoke om pblHOYHOU CMOUMOCHU
nepesosku. OcmanvHoe umeem mpemvecmenet-
Hoe 3HaueHue.

Mud 2. [TpenocrapisieMbie TUCKAYHTEPAMHA
CKHM/IKM CHIZKAIOT CTOMMOCTb Npoe31a B 2—5 u
0oJee pas.

Tyt npexne Bcero Hamo pa3zodopaThbes, O
KaKoOW CKUJIKe UMIET peyb. [{efiCTBUTENBbHO, TPU
paHHeM OpOHMPOBAHUY KOMITAHUU-IUCKAYH -
Tepbl, HE3aBUCUMO OT PAa3HOBUIHOCTU TPAHC-
TOPTHOM OTPACIIU, TOTOBBI TTPEIOCTABUTh ITO-
noOHbIe ckunku. Ho MHOTMeE 1 maccaxupbl
umu nosw3yores? Ja equaunel! U geno 3aeck
B TOM, YTO JIMCKAYHTEPHBII TIOAXOJ SIBIISETCS
TUMMUYHBIM OPYXUEM KOHUEHMPUPOBAHHO20
MapkemuHea, HalleJIECHHOTO Ha HauboJiee 1Iu-
POKO MPEACTaBIEHHBII CETMEHT OTpeOuTeNei
YCJIYT, CTaBSIIMX Ha IEPBOE MECTO CTOUMOCTh
YCJIYTHY Y OKUAAIOIIMX OT MEPeBO3UMKA MaKCH-
MaJTbHO BO3MOXHBIX CKUJIOK.

OcobeHHOCTD BOIpoca Kak pa3 B TOM, UTO
3TOT CETMEHT MOTPEeOUTEIBCKOTO PhIHKA
KpailHe pelKo IUIaHUPYET CBOU MOE3AKU
Ha Kakoe-J1100 3HaUUTeIbHOE BpeMsl BIIepe],
1 JIbBUHAS YaCTh OMJIETOB HA TUCKAyHTEPHbBIE
MOEe3IKU BCe PaBHO pacKymaeTcs B ITOCIeIHUE
JTHA HaKaHyHE OTIIpaBJIeHUs. DTO TOATBEP-
KAAI0T U MHOTOYUCJIEHHBIE COLIMOTIOTMYECKIe
ucciaegoBaHus [2, 7].

Tak 0 KaKuX ke CKUIKax IpaBuIbHEee Be-
cTU peub? OTBET MPOCT: O CPeAHEB3BEILIEHHbIX
WJIN, KaK MX eI11e MOKHO Ha3BaTh, 3(D(heKTUB-
HBIX.
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OrnpeaensiloTcss OHU CIeNyIoIIUM oopa-
30M. [lycTbh 3aBUCUMOCTb KOJIUUECTBA pac-
npoJaBaeMbIX 3a I€Hb Ha peiic OUIeTOB
OT BPEMEHU f, OCTAIOIIErOCsl HA MOMEHT
MOKYIKY OuieTa 10 MOe3/1KH1, ONpeIesseTcs
dynkuueit v(t) Torma obiiee KOJIUYECTBO
MpOJIaBaeMbIX OMJIETOB OTIMCHIBAETCS BhIpa-
KeHUEM:

fy

V=[v(t)di<V,,, ()
0

rae V, — obliee KOJTMYECTBO MECT IS CH -

nenus B canone TC; 7, — Bpems Havana

npenBapUTEeIbHON MpoOdaxku OUICTOB

Ha peic.

Torma 3aBUCUMOCTh OTHOCHUTEIBHOTO
JAVCKOHTA OT BPEMEHHU [, OCTAIOIIETOCH
IIO TTOE3IK1, MUMEET BU:

E()=1-C(1)/C, 3)
rue Co — CTOUMOCTDH OmjeTa 6e3 CKUIKU;
C(t) — cTOMMOCTH OMJIETAa CO CKUIKOM
3a BpeMd t 10 oTrpaBieHus TC.

Bripyuka oT npogaHHbIX OWJIETOB:

P=C, io[v(t)(l—é(t))dt.

W3 ypaBuenuii (2), (3) u (4) appexTun-
HBI CPEHECTATUCTUYECKUI OTHOCUTEIIb-
HBII TUCKOHT Ha OMJIEThI OyIeT OMPEeae/IsITh-
Csl BbIpaXkKeHUEM:

M B i 0105
) [iv(r)dr

GV

PacueTsl MOKa3bIBAIOT, UTO MTPU BBITIOJN-
HsIeMOM B TOJIABJSIONIEM OOJILIIUHCTBE
ciaydaeB ycinoBuu 0<v(t)<ze P, a& >0, >0,
& = const, B=const ¥ P JOTYCTUMBIX pe-
aJIbHBIX TTapaMeTpax KpUBOI 3JIaCTUYHOCTHU
cripoca 2 GheKTUBHBIN TUCKOHT Ha OUJIETHI
(5) cocraBasier Bcero 10—20%. U sto npu
CKMAKaX Ha paHHEM OpOHUPOBAHUU B 5—7
pas! [ToxyvaeTcs, 4TO KOMITAHU U -TUCKAYH -
TEPbI COBCEM HE XXKMBYT BIIPOTOJIOAL. 3a CUET
JIOCTAaTOYHO HeOoJbIIol 3 PeKTUBHOIM
CKUIIKV OHU CYIIIECTBEHHO PACIIUPSIIOT pe-
aJIbHBIN CTIPOC HAa TPAHCTIOPTHBIE YCIYTU U
00bEeM TeHEepUpPYeMOil BBIPYUKU JIaXe YBe-
JINYUBAETCS.

YTOUHUM Terepb, Ha YTO XK€ UIYT «CKU-
JIOYHBIE» TTOTEPU MePEeBO3YMKOB. M TyT Hac
JKIET HOBBIN CIOPTIPU3: 0Ka3bIBaeTCs, 3aTpa-
THI TIEPEBO3YNKOB-IMCKAyHTEPOB HA peKia-

C))

(%)
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Puc. 1. OcHOBHbIe 3aBUCUMOCTH, XapaKTepu3ayioLyme
paboTty auckayHTepa.

My MUHUMaJIbHBI, 3P PEKT ToCTUTaeTCs
3a cueT «capacdaHHOTO paguo», UIU TakK
Ha3bIBAEMOTI0 «I1APTU3aHCKOI0 MapKETUHIa»
[8], xorma moTpeduTENU YCIYTH cCaMU peKJia-
MUPYIOT €€, pacCcKa3biBasi O Heil POJCTBEH-
HUKaM, COCIYXMBIIAM, TTPOCTO 3HAKOMBIM
U T.0.

Taxum obpazom, Kpyuiernue mopo2o muga
03Hauaem, 4mMo He MOAbKO CEePXOUCKOHMO8
Ha MpaucnopmHoie ycayeu Hem, HO U 8000uje
Hem HUKAaKux OUCKOHMO8 NPU Makom ee0eHuu
ousneca. Ilo cymu, HemMHO204UCACHHbIE «3A-
OnaeospemeHnHble NOKynameau» Ouiemos
Ha noe30Ky, noay4awm He CKUOKY, a ONAamy
ceoell pabomol no NPOOBUINCEHUIO YCaYe QUC-
Kaynmepa Ha pulHOK, NPOCMO He 8ce Mo 3d-
meuarom.

Mud 3. Opranuszanus padoThl TPAHCIIOPT-
HBIX JTUCKAYHTEPOB TPedyeT MCNOJIb30BAHNUS
BBICOKOTOYHbIX MOJIeJIeil Clpoca Ha TpaHC-
MOPTHBIE YCJIYTH, 3HAYUTEIbHBIX 3aTPAT HA UX
napamMeTpuYecKy MIeHTU(DUKANNIO, BEepH-
¢ukanuio n HccaeT0BaHHE.
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PaccmatpuBasg B JaHHOM ciiydyae Moje-
JIMpOBaHUE KaK OCHOBHOW MHCTPYMEHT
U3y4eHUsI HEM3BECTHBIX OOBEKTOB UJIU TTPO-
LIECCOB, CJIENYeT Mpexae BCero oopaTuth
BHUMaHUE Ha COOTHOIIEHUE CIOXHOCTHU
(a COOTBETCTBEHHO U CTOUMOCTH UCCJIEN0-
BaHWSI) TIpeJIaraeéMoil MOJIeTU U TOYHOCTHU
TOJTy4aeMBbIX C €€ TTOMOIIIbIO PE3YyIbTaTOB U
UX HEOOXOAMMOCTH JIJISI PEIIEHUsT TTIOCTaB-
JIEHHBIX 3a1a4 [9].

Mopenb TpaHCIIOPTHOTO AMCKayHTepa
Mpu3BaHa OTBETUTh Ha CJEIyIolIue Cyryoo
MPaKTUYeCKHE BOTIPOCHI:

— OddexTrBeH WM HeT TPAHCTIOPTHBI
JMUCKAyHTep TIpY 3aJJaHHBIX U3BECTHBIX Ma-
pameTpax peIHKa?

— CymiecTByeT 1 ONITUMAJIbHOE 3HAYE-
Hue 3 dEeKTUBHON CKUAKHU, 0OeCIeurnBal0-
1ee MaKCMMYM I10JTydaeMoi BBIpYyYKu?

— Kakoit Bo BpeMeHU J0JXHa OBbITh
3aBUCUMOCTb CKUJKHU 3a TIpeBapuTesIbHOE
OpoHupoBaHue?

— Kak 10oJaro MOXeT IJIUThCS TajgeHue
00BbeMa BBIPYUKH IIPU «KECTKOM» (CKAIKO-
00pa3HOM) TMepexo/ie Ha PEXXKUM TUCKAyHTe-
pa, KakoBa BeJIMYMHA CYMMapHOU «BbITIaa-
Iolei» BRIPYUYKM U KOTAa MPOU30MIET
KOMTIEHCaIusl yOBITKOB, a TPAHCTIOPTHBIN
Ou3HeC HAauyHeT JaBaTh JOTOJHUTEIbHYIO
MPUOBLIb, IMPEBBIIAIONIYI0O HAKOILIEHHBIE
BO BpeMsI «KeCTKOTO» Tiepexojia morepu?

HekoTopbIx CIelnajncToB MHTEPECYeT,
HAaCKOJIbKO HYKHO BEICOKOTOYHOE MOJIEJIN -
pOBaHMe IS TIOMCKOB OTBETOB Ha MOCTaB-
JIEHHbIE BOMpPOCHl. B momasnsionieM 00Jb-
IIWHCTBE CJIy4aeB OHO He HY>KHO. ToMmy ecTb
JIBE TIPUYMHBI.

Bo-1iepBBIX, BHICOKOTOUYHOE MOJIEIUPO-
BaHWE MMEET CMBIC] TOJBKO TOTAA, KOTaa
rmapaMeTpbl, KOTOPBIMU HaTIOJTHSIETCS MO-
JleJib, OMPEAesIIoTCS C COOTBETCTBYIOLIEH
CJIOXKHOCTHU MOJIesIu TouHOCThI0. Ho mapame-
TPBI PBIHKA CJIWIIKOM B3aMMO3aBUCUMBI U
CJIOXKHBI, METO/IBI UX U3MEPEHUST OCHOBAHbI
Ha aHKETMPOBAaHUM OOJIBIIOrO KOJUYECTBa
PECITIOH/IEHTOB U IOCTATOYHO 3aTpaTHBHI. Jla-
JIEKO He BCerJa 3TH 3aTpaThl aJleKBaTHBI 10-
JiyyaeMomy oT Moaeaun adpdexkty. U, Hako-
HeEll, MHOTHE M3 PHIHOYHBIX TTapaMeTPOB,
HATIOJTHSTIOIINX MOJIEJTN IUCKAYHTepa, SIBJIsI-
10TCsI GYHKIIUSIMUA BPEMEHM, U UX TOUHOE
oIpeae/eHre MPOCTO HE UMEET CMBbICIIA.

Bropas npuunHa, moueMy TOUHOE OIpe-
JleJieHue mapaMeTpOB MOMAEIU HE TOJIbKO
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HEBO3MOXHO, HO M HEXeJIaTeIbHO, 3aKJTI0-
YaeTcs B TOM, UTO 1eJIbI0 MOJEJIMPOBAHUST
CTAHOBUTCS HE CTOJIbKO BBHISBIICHIE HEKO-
TOPBIX XapaKTePUCTUK, OMUCHIBAIOIINX
MOBEJICHNE MOJIEIU, CKOJbKO BCKPBITHE
IPUINHHO-CIIEICTBEHHBIX CBSI3eI U TTOMCK
OTBETOB Ha BOIIPOC «ITOUYEMY 3TO IIPOMCXO-
auT?». TOYHOCTh MOJEIU AOJXKHA MO3BO-
JISITh, HE YTIyOIssaCch B JAeTald, MOJYIUTH
MMOHWUMaHKe OCHOBHOT'O MeXaHU3Ma pa3BU-
TS IEMOHCTPUPYEMOTO MOIEITBIO SIBIICHMS,
JUUIST 4EeTO BCE BTOPOCTETIEHHBIE CBSI3M TOJIXK -
HBI OBITH MPU MOAEIMPOBAHUU OITyIIE-
HBI [9].

ITpu pazpaboTKe Mojeeil fucKayHTepa,
OTBeYaloLIUX 3TUM TpeOoBaHUIM, OOpala-
eT Ha ce0s1 BHUMaHMe KJIacC TMHAMUYECKUX
Mol BIUSTHUS peKJIaMHBIX 3aTpat Ha J10-
JII0 PBIHKA, 3aHUMAaeMOTo MPeAITpUITHEM-
npoaasiioM. Hauano atomy OypHO pa3BuBa-
folIeMycsl Kjaccy Mojesiell MOJIOKUIN pa-
6ot1bl Bunmansa u Boabsda [10—13], npenio-
XKUBIIUX MPOCTYIO U 3PPEKTUBHYIO
MaTeMaTUYeCKYyl0 MOJeJb C TlapaMeTpuyie-
CKUM OuddepeHINATbHBIM YpaBHEHUEM
MEepBOTO MOpsIaKa:

S=pu(t) (m—s(1))—3s(1), (6)
rae s(t) — o0beM MpoAaK TOBApOB UJIU YCIYT
B MOMCHT BPEMEHU 1;

u(t) — 3aTpaThl Ha pekKjiaMy B MOMECHT
BpEMEHU 7

m=const — MaKCUMaJIbHO JOCTHXUMasI
JIOJIST phIHKA paccMaTpUBaeMOT0 TOBapa WIn
YCIIyTH;

pd — KO3 PULMEHTHI.

IIpenmonoXuB, 9TO peKIaMHBIM WA
MapKEeTUHTOBBIM BO3IEHCTBUEM B ITaHHOM
ciryyae sIBJsieTcs MH(popMalus o BeJTuunHe
MpeaoCTaBIIeMOM CKUIKHA, W TOIOJTHUB
Mozelb (6) ypaBHeHusimu (1) u (3), moayda-
€M MCKOMYIO MOJIeJIb TPAHCITOPTHOTO JTHC-
KayHTepa.

Ilpomueopeuusocmv mpeboéaHuil vico-
KOU MOYHOCMU NOAYYAEMO20 NPU MOOEAUDPO-
B8AHUU Pe3yAbmama, 803MONUCHOCMEN U He0O-
XxXooumocmu e2o0 noAy4eHus paspyularom u
mpemuii mugp. Pabomarowue modeau mpanc-
HOPpMHBIX QUCKAYHMEPO8 A0AlCHbL OblMb HA-
CMoAbKO npocmol, ymobsl 0agams omeemol
MOAbKO HA OCHOBHbIE BONPOCHL OPAHUZAYUU
U PYHKUUOHUPOBAHUS NOOOOHBIX NPeonpusi-
muii, 6cs ocmaavHas ungopmayus 6ydem
MOAbKO «3a0UBAMb» NOAE3HYI) COCMABASIO-
WYIo U Meuwams peasbHoll npaKmuke.
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Mud 4. JlocTaToyHOo OJUH pa3, MpH 3a-
nycke, ¢ J0CTATOYHON TOYHOCTbIO MPOCYU-
TaTh padoOTy TPAHCHOPTHOIO AWCKAYHTepa,
YTOObI 3aTEM OH 10Jiroe Bpems (yHKIIMOHY -
POBAJI ONTHUMAJIBHO (MU 0JIN3KO K ONITHMAJTh-
HOMY YPOBHIO), OCYIIECTBJASA 00JbHIOI
00beM TPAHCMOPTHOI PadOTHI MPU HU3KOI
CTOMMOCTH Mpoe3/a.

OTOoT MU UMeeT Te ke KOPHU, UTO U
TPEeTUli, U CBSI3aH CO CJIOXUBIIUMCS CTa-
TUYHBIM TOHUMAaHUEM CUTYallMX Ha PbIHKE
BOOOIIIe U Ha PIHKE MacCaXUpPCKUX mepe-
BO30K, BYyacTHOCTU. Ha camoM nesie TpaHc-
MOPTHBIN OUM3HEC HACTOJIBKO BBICOKO TUHA-
MUYEH (3TO U €r0 CE30HHOCTb, U BbICOKAs
CTEIeHb afanTaluy MoJ NOTPeOHOCTH 3a-
Ka3unKa, U CTPEMUTETbHBIN POCT BAUSHUS
KaK OCHOBHOTO CHUCTEMOOOpa3yrouero
(akTopa pa3BUTUS PETMOHOB, U MHOTOE
JIIPyroe), 4To TpedyeTcs MOCTOSIHHBIN MO-
HUTOPUHT TPAaHCHOPTHOW CUTyallUU U
nepMaHEHTHOE MOJEJIUPOBAHUE PbIHKA
TPAHCMOPTHBIX YCIAYT ¢ MOCTOSSHHOW MO/ -
CTPOMKOW MapaMeTpoB AUCKAyHTEPHOU
TEXHOJIOTUMU.

HenpepbIBHOCTh MOHUTOPUHTA PAOOTHI
NUCKayHTepa OCOOEHHO aKTyajbHa B Iepe-
XOIHBI MEePUOd, KOTIAa TPAHCIIOPTHOE
npeanpusiTue MepexoauT ¢ KJIacCuuecKou
TEXHOJOTUU Ha AUCKAyHTepHY. B aTOoM
cllyyae TMHaMKUKa U3MEHEeHUs MapaMeTpOB
CUCTEMBbl U UX B3aUMOBJIUSHUSA HauboJjee
BBICOKA U MIPU «TOYEYHOM» MOJEJIUpPOBa-
HUUW MOXKET BBIMTU 32 paMKHU YIIpaBIIeMO-
CTU, MPUOOPECTU AECTPYKTUBHBIN Xapak-
Tep, KOrla pacxolbl Ha COAepXKaHUe AUC-
KayHTepa JaBUHOOOPa3HO YBEIUYUBAIOTCS
U BBIXOASIT U3-T10JI KOHTPOJISI, UYTO, €CTECT-
BEHHO, BeIeT K 0aHKPOTCTBY MPEANPUSITUS.

Mug no nosody pazosoeo 3anycka mexa-
HU3Ma u nocaedyrwujeeo agmomamusma e2o
HCUBHU — OH MUGOM U 0OpeueH 0cmasamaocs.
ITloussmuo: npocmote u 3¢pghek muenvie modeau
pabomel duckaynmepa 00ANHCHbL, KPOME 8Ce20
npouezo, N03804Mb 8 pearbHOM Macuimaobe
8pemMeHU nposoodums NPOCHO3UPOBAHUE Nep-
CneKmue pazeumus mpaHcnopmHo2o busHeca
U 6HOCUMb MeKyujue KoppeKmuabl 8 mexHo-
JA02uto e2o pabomul.

* % %

B 1enom muckayHTepbl MPEaCTaBISIOT
€000i1, 6e3yCI0BHO, HAHOOIee MePCIEKTHB-
HO€, MPOPHIBHOE HANpaBJIeHHE Pa3BUTHSA
TPAHCIIOPTHOTO OM3HECA, TPEOYOIIEro ceph-
€3HOil MHTE/JIEKTYAJIbHON «00BSI3KH». YHU-
BepcajibHasl [0 CBOE CyTH AMCKayHTepHas
TEXHOJIOTHSI CTAHOBUTCS 3G (GEKTUBHON U
BBICOKOIOXOMIHOM MPU MOCTOIHHOM KOHT-
poJie OCHOBHBIX KJIOYEBBIX MapaMeTpoOB
TPAHCIOPTHOIO PbIHKA U OMEPATUBHOIA
MOJACTPOIiKe yIPaBISIOUIUX BO3ACHCTBUI
«ITOJI IPOTHO3» €r0 TpeOOBaHUIA.
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TRANSPORT DISCOUNTERS: HOW IT WORKS
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ABSTRACT

Ideas of discounterism, in researchers’ opinion,
have emerged as a response to market’s «glut»,
excess of supply over demand. And to some extent
the elements of discount technology have been used
by carriers of goods and passengers for over half a

century. The authors correlate the scientific under-
standing of market relations with myths (four of them
are reviewed) and prejudices about companies-
discounters, give their opinion on their practices and
pricing policies, economic assumptions of the exis-
tence of this phenomenon in the transport business.

Keywords: transport, transportation, economics, business, company discounter, myths, reality, flexible

technologies, perspectives.

Background. Discounters, or companies that sell
goods or services at below market prices, started to
massively appear in XX century, when industrial rela-
tions entered a period of market completion and its
oversaturation. A significant excess of supply over
demand has created the need for new, cutting-edge
directions of business development, enabling com-
panies to offer customers a truly original product, or
at least to pack it in a bright beautiful wrapper [1].
Similar processes were fully characteristic of transport
companies, starting since the middle of the last cen-
tury, to experiment with all the components of trans-
port service marketing. But unlike other types of
businesses (such as trading or manufacturing) busi-
ness related to transportation of passengers and
goods, has one significant feature, which allows to
open its original direction of development.

The idea is that the cost of transport services (with
obvious weight and size restrictions) is very weakly
dependent on occupancy of the passenger compart-
ment of the vehicle [2]. This creates difficulties in
calculating transportation profitability: transportation
costs should be shared between all passengers, and
the degree of compartment’s occupancy largely af-
fects fare rate. It was necessary to set some average
occupancy level of vehicle and, starting from this
figure, to build all further calculations. This level was
set, often without appropriate theoretical and ex-
perimental studies, so to speak, in a manner that was
considered convenient [3].

But the development of competition in the trans-
port market objectively required finding new ways of
obtaining economic benefits. The cost of transport
services, one of the main indicators for consumers,
became perhaps the most powerful weapon in the
struggle for commercial success. Since the second
half of XX century huge number of companies ap-
peared that started offering trips at a price of 2-5 or
more times cheaper than conventional carriers [4, 5],
which, of course, did not like it. There was struggle
with competitors, their experiments often led to bank-
ruptey, but transport discounters emerged again and
again, showing to the business world the vitality of
their ideas.

Now almost all carriers of all types of public trans-
port use to varying extent, elements of discount
technology, experimenting and discovering more and
more new niches. At the same time, however, a unified
theory of transport discounters in the science of
market relations does not exist. There are number of
myths and prejudices, which are operated by com-
panies-discounters to hide true mechanisms of their
work and through it to pull away from the competition.
We analyzed these myths and tried to show true
mechanisms and relations that enable discounters to
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be successful in the transport market, and even more
profitable than classical transport companies.

Objective. The objective of the authors is to
consider phenomenon of transport discounters, and
true economic background of some aspects of their
activities.

Methods. The authors use general scientific
methods, comparative analysis, economic analysis.

Results. As already mentioned, transport dis-
counter arranges transportation of passengers
(mostly) and goods at prices significantly lower than
those already established in the transport market. And
for outsiders it seems that the prices of discounters
do not allow to keep even with the level of cost of
transport services. It occurs very often, if the com-
pany is ill-prepared for this kind of activity, but many
discounters are very successful and develop rapidly,
thereby refuting the opinion of their low profitability.
How do they do it?

Let’s consider each basic statements that try to
explain the reasons for success of transport discoun-
ters, and subject them to critical analysis in terms of
the market science.

Myth 1. Discounters exploit equipment more
effectively, organize staff work using more inten-
sive technologies, combining and condensing
functional responsibilities of employees, thereby
reducing operating costs. This makes it possible
to significantly reduce ticket prices.

If that was the case, we would have to admit that
in transport companies operating on classical prin-
ciples, the attention is not paid at all to marketing and
other market (and not only market) issues, and it is
unclear how generally they can exist and develop in
competition. Of course, things are different. All mar-
ket participants pay attention to each of mentioned
issues, no matter what business tactics they hold.

As already noted, a unique feature of the transport
business is that the cost of industry services depends
little on occupancy of vehicle’s passenger compart-
ment. Let’s assume for simplicity that we are talking
about transportation of passengers by the vehicle
equipped only with seating places. This means that
for a given level of profitability fare rate is determined
entirely by occupancy of the cabin. The occupancy
rate is very much dependent on transportation fares,
that is, the elasticity of price demand for transport
services is quite high [2]. Proceeds from transporta-
tion P are found by the ratio:

P=V-_C, (1)
where Vis number of seats occupied by passenger in
the considered trip (or a number of sold tickets for
this trip); C is cost of one ticket.

Introducing the value of relative discount of the
base fare &, we can draw on the same scale a dropping
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Pic. 1. Basic dependencies, characterizing work of a discounter.

right line of fare and rising curve with saturation of
occupancy of vehicle’s cabin (see Pic. 1). Obviously,
the dependence P(&), which characterizes the reve-
nue for transportation, can have a maximum at some
point. Immediately the question arises: will this
maximum always exist, by how much it will exceed
revenue at the «working» point, that is, when the
discount is zero, whether its optimal value depends
only on price elasticity of demand or are there still
some dependencies on other parameters? Answers
to these questions are not as indisputable as they
seem.

If we handle pure mathematical concepts, there
is no doubt that properties of the product of two pa-
rameters are determined only by these parameters.
Let’s start with an understanding of what is price
elasticity. Is there a dependence of demand on fare
price? Yes. But the demand is expressed by a number
of other options — safety, comfortable travel, market
efforts of competitors, etc. These initial variables,
determining demand, are not independent. There is

also a feedback. Demand, leading to the occupancy
of the cabin, thereby itself affects travel comfort. In-
deed, the more places are occupied in the bus, the
majority of possible passengers buys in the most
reluctant manner tickets for this bus, crowded and
uncomfortable. Therefore, the very concept of price
elasticity of demand is no more than an idealized
abstraction, convenient, however, to build logical
reasoning and to identify cause-effect relationship.
At a first approximation, assuming that all other
factors affecting demand, are constant, we surely
obtain in most cases a maximum revenue curve as
a function of discount, or fare discount with regard
to well-established «fair» price. But this is immedi-
ately followed by the reservation that it is more cor-
rect to consider a discount compared to the market
price, not to the price itself. Philip Kotler, who wrote,
in our opinion, one of the best textbooks on market-
ing [6], put it this way: «People do not like to buy
cheap steaks, people like to buy cheaper steaks ...».
And this principle is entirely suited to transport mar-
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ket description and it therefore needs to be laid in
developed models of transport discounters. So,
debunking the first myth leads to the conclusion that
the success of transport discounters, unlike widely
accepted is explained with the ability to use a high
elasticity of consumer demand focused on a discount
from the market value of transportation. The rest is
of third-rate significance.

Myth 2. Discounts, provided by discounters,
reduce the cost of travel by 2—5 times or more.

Here, we must first find out what kind of discount
is in question. Indeed, for early booking discounters,
regardless of the kind of transport industry, are ready
to provide above mentioned discounts. But how many
passengers use them? Very few, indeed! The point
here is that discount approach is a typical tool of
concentrated marketing, aimed at the most widely
represented segment of users of transport services,
putting in first place the cost of transport services and
expecting from the carrier the best possible discounts.

The peculiarity of the issue is precisely in the fact
that this segment of the consumer market rarely plans
trip significantly in advance, and the bulk of tickets for
discount travel are still bought up in the days on the
eve of departure. This is confirmed by numerous
sociological studies [2, 7].

So about what discounts is it correct to talk? The
answer is simple: about weighted average or, as they
can still be called, effective.

They are defined as follows. Let the dependence
of the number of tickets for a trip sold per day on time
t, remaining at the time of purchase of the ticket be-
fore the trip is determined by the function v(t). Then
the total number of tickets sold is described by the
expression:

fy

V=ly()di<,,, (2

0
where V. is total number of seats in the vehicle’s
compartment; t is start time of pre-sale of tickets for
the trip.

Then the dependence of relative discount on time
t,, remaining before travel, is as follows:
gt)=1-C(t)/C, (3)
where C,is ticket price without discount; C(t) is ticket
price with discount for a time t before departure of the
vehicle.

Proceeds from ticket sales are:

P=¢, ]lv(t)(l—é(t))dt :

From the equations (2), (3) and (4) the effective
average relative discount on tickets will be determined
by the expression:

P [Tv(t) (r)ar
GV (e

Calculations show that when condition 0<v(t)<
xe®, 2 >0, B >0, ® =const, B =constand permis-
sible actual parameters of the curve of elasticity of
demand are met, in most cases effective discount on
tickets (5) is only of 10-20%. And it happens regard-
less of the fact that early booking discounts are of 5-7
times off the «normal» price! It turns out that the
companies-discounters do not live from hand to
mouth. Due to rather small effective discounts they
greatly expand real demand for transport services and
the amount of generated revenue even increases.

Let’s now clarify what are the «discount» losses
of carriers. And here is a new surprise: it turns out, the

(4)

$y.= (5)
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cost of carriers- discounters for advertising are low,
the effect is achieved by «<word of mouth», or so-called
«guerrilla marketing» [8], when consumers of ser-
vices do advertise it, telling their relatives, colleagues,
and friends about it.

Thus, the collapse of the second myth means
that not only super discounts for transport ser-
vices are absent, but in general there are no dis-
counts in this business. In fact, a few «early buyers»
of tickets, do not get a discount, but remuneration
for their work to promote services of discounters
to the market, just not everybody notices it.

Myth 3. Organization of work of transport
discounters requires highly accurate models of
the demand for transport services, considerable
costs of their parametric identification, verifica-
tion and study.

Considering, in this case modeling as a main
studying tool of unknown objects or processes, it is
necessary first of all to pay attention to the ratio of
complexity (and therefore the cost of the study) of the
proposed model and accuracy of results obtained with
its help and need for solving set tasks [9].

Model of transport discounter aims to answer
those very practical questions:

— Is the transport discounter with given known
parameters of the market effective or not?

— Is there an optimal value of the effective dis-
count, ensuring maximum revenue received?

— What should be a dependence of discount rate
for advance booking on time (in terms of time)?

— Howlong can last drop in revenue in the «<hard»
(uneven) transition to mode of discounter, what is the
value of total «dropped» revenue and when there will
be compensation for losses, and when transport busi-
ness will start to give more revenue, exceeding
losses, accumulated during the «hard» transition
period?

Some experts wonder whether high-precision
simulation for the search for answers to these ques-
tions is really required. In most cases it is not neces-
sary. There are two reasons.

Firstly, high-precision modeling makes sense only
when the options, which fill a model, are determined
with accuracy corresponding to complexity of the
model. But market parameters are too interdependent
and complex and methods of their measurement are
based on a survey of a large number of respondents
and are quite costly. These costs are not always ade-
quate to effect obtained from the model. Finally, many
of market parameters, filling discounter models, are
functions of time, and their precise definition does not
make sense.

The second reason why the exact definition of
parameters of the model is not only impossible but
also undesirable, is that the purpose of the simula-
tion becomes not so much identification of certain
characteristics that describe model’s behavior, but
revealing causal relationships and search for an-
swers to the question «Why is this happening?».
The accuracy of the model should allow, without
going into detail, to gain an understanding of the
basic mechanism of development of the phenom-
enon demonstrated by a model, for what all the
secondary connections should be omitted in the
simulation [9].

When modeling the discounter models that meet
these requirements, attention is drawn to the class of
dynamic models of the impact of the advertising costs
on market share occupied by the seller enterprise.
The foundation of this rapidly developing class of
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models was laid by works of Vidale and Wolfe [10-13],
who proposed a simple and effective mathematical
model with parametric differential equations of the
first order:

S=pu(t) (m-s(t))-3s(t), (6)
where s(t) is volume of sales of goods and services at
time t;

u(t) are costs of advertising at time t;

m = const is maximum achievable market share
of considered goods or service;

pd are coefficients.

Assuming that advertising and marketing expo-
sure in this case is information about discount mag-
nitude, and expanding the model (6) with equations
(1) and (3), we obtain the desired transport dis-
counter model.

The contradictory requirements for high preci-
sion of results obtained by simulation, possibility
and necessity of its receipt destroy the third myth.
Working models of transport discounters should
be simple to give answers only to the basic ques-
tions of organization and operation of such com-
panies, the rest of the information will only «block
up» useful components and interfere with actual
practices.

Myth 4. Itis enough once, at the very start of
business activities, to calculate operations of
transport discounter with sufficient accuracy,
and then it will function optimally (or close to
optimal level) for a long time, carrying a large
amount of transport operations at a low fare.

This myth has the same roots as the third one, and
is connected to existing static understanding of the
situation in the market in general and in passenger
transportation market in particular. In fact, the trans-
port business is so high dynamic (its seasonal nature,
high degree of adaptation to the needs of customers,
rapid growth of influence as the main system-forming
factor of regional development, and more) that it
requires constant monitoring of traffic situation and
permanent modeling of transport services market with
constant adjusting parameters of discount tech-
niques.

Continuous monitoring of discounter’s work is
particularly relevant in the transition period when a
transport company moves from traditional technology
to discounting practices. In this case, the dynamics
of change of system parameters and their mutual
influence is the greatest and in «point-like» simulation
can go beyond manageability, become destructive,
discounter’s maintenance costs grow like an ava-
lanche and get out of control, which naturally leads to
bankruptcy of the enterprise.

The myth about a single launch of the mecha-
nism and subsequent automatism of its life is
doomed to remain a myth. It is clear: simple and
effective models of discounter’s operations
should, inter alia, allow real-time forecasting of
prospects for development of the transport busi-
ness and consequent adjustments to the methods
of its work.

Conclusion. In general, discounters represent
by far the most promising breakthrough direction of

transport business development, requiring serious
intellectual follow-up. Being inherently universal,
discount technology is effective and highly profitable
if based on constant monitoring of main key param-
eters of the transport market and operational tuning
of control actions according to the market require-
ments.
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