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METO/Zb! NMOBbILEHUS
KJMEHTCKOW NOSNbHOCTU
MEXIYHAPOOHOW KOMMAHUU XIAOMI

B.B. [lemuHna, C. Ban

AnHoTapus. B cmambe uccnedyromcs nymu nogbluieHus A04bHOCMU nompe-
bumeneli MexcOyHapoOHblx bpeHO08 Ha npumepe Kumalickoll kopnopayuu Xiaomi.
Komnanuu cekmopa ebICOKUX mexHosno2ull, pabomaruwjue HA 2100aAbHOM pbIHKe,
paccmampugarom /A051bHOCMb KAUeHMO8 KAK KAuegol UCXOOHbIU akmug. Aemo-
pamu ebisieneHbl pakmopbl, cmumMyaupyroujue ycmoliuugble npednoumeHus nompe-
bumeneli, oyeHeHa 3¢p¢peKmu8HOCMb pA3NUUHBIX MAPKEMUH208bIX UHCMPYMeHMOos,
npedcmasneHa cmpykmypa busHec-moodenu, npodykmoedss cmpameausi U KOMMYHU-
KayuoHHble npuembl. [IpednoxceH MapkemuH208blll KoMnjaekc, yayuwainowuill ose-
UeHHOCMb ayoumopuu, 3MOYUOHA/AbHYIO C653b C bpeHOOM u cmumyaupyrowuli no-
8MOpHble NOKYNKU.
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METHODS OF INCREASING CUSTOMER LOYALTY
AT THE INTERNATIONAL COMPANY XIAOMI

V.V. Demina, Wang Xin

Abstract. The article explores ways to increase consumer loyalty to international
brands using the example of the Chinese corporation Xiaomi. High-tech companies
operating in the global market view customer loyalty as a key source asset.
The authors identify factors that stimulate sustainable consumer preferences, evaluate
the effectiveness of various marketing tools, and present the structure of the business
model, product strategy, and communication techniques. They propose a marketing
complex that enhances audience engagement, emotional connection with the brand,
and encourages repeat purchases.
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JKecTkasi KOHKYPeHLIMSI YU HACBIIEHHOCTb PbIHKOB 3JIEKTPOHUKM TOATAJKHUBAIOT
KOMIIaHUM K CTpaTeruueckKOMY OCMBICJIEHHIO POJIM JIOSJIBHOCTH TIOTpebuTeneii [4].
JlosiibHBIE KTMEHTHI, 00ecrieurBasi TOBTOPHbIE MMOKYMKU, CHIDKAIOT U3/IeP>KKH Ha pek-
JlaMHbIe aKI|H, TIPUBJIeKasi HOBBIX MTOTpeOuTe e, v CrI0COOCTBYIOT OPraHUUYHOMY pO-
cty bpeHpa.

Komnanusi Xiaomi, ocHoBaHHast JI3i LI3toHem B 2010 1., 32 KOPOTKHUIA mIepuo/, rpe-
BpaTU/Iach B OJHOTO M3 KPYITHEUIITUX MHUPOBLIX MPOU3BOAUTENeN cMapT(OHOB, OBITO-
BOI TeXHUKHU U Y9KOCUCTEMHBIX yCTPoUCTB [5]. B 2025 1. 6peHz; cTabUIbHO yaep>KiBaeT
TpeTbe MeCTO M0 Tpoja’kam cMapTdhOHOB B MUpe 1ocsie Apple 1 Samsung, a Ha OTJe/b-
HBIX PbIHKaX, TakKuX Kak MHaus u IHA0He3us1, BXOJUT B UUCJIO JIUEPOB.

Ycriex Xiaomi Bo MHOrOM 0OBSICHSIETCSI COUETAaHUEM pal[MOHATBHBIX U IMOLIMOHA/Ib-
HbIX (DaKTOPOB JIOSIZTBHOCTU: AOCTYIHON CTOMMOCTH, BBICOKOTO YPOBHSI TEXHOJIOTMYHO-
CTH, pa3BUTON 3KOCUCTEMbI CEPBHUCOB U YHUKAJIbHOM KY/IbTyPbl KOMMYHHUKALIUU C T10/Th30-
Bare/siMHU, BbIpa’keHHOU B (heHoMeHe Mi Fans [2].

Llenb wuccnemoBaHUS — BBISBUTH IyTU TIOBBIIIEHUS IMOTPeOUTENHCKOM JOSTBHO-
cty Xiaomi ¥ pa3paboTarh CHCTEMY MepOMpHSATHH, CTIOCOOCTBYIOIIUX ee YKPervieHUI0
Ha MeXJyHapO/HbIX PbIHKaX.

B nporjecce BbirosiHeHUs1 UCC/IeJOBaHUSI TIPUMEHEeHbI MeTO/Ibl aHa/iu3a, CPaBHEeHUsl,
0000111eHHUsT U UHTEepIIPeTaluy pe3y/ibTaToB UCC/Iel0BaHUM.

JKOHOMHYECKHE pe3y/ibTdThbl Xiaomi Kak d)ﬂKTOp JIOA/IBHOCTH

CrabunbHast AvHAMHUKA (DMHAHCOBBIX TTOKa3aresield KOMITAHUH SIB/ISIETCS] BXKHBIM HH-
JMKaTopoM JioBepwst roTpeburesieil. CornacHo otyety Xiaomi 3a BTopoi KBaptan 2025 r.,

REGIONAL AND SECTORAL ECONOMY (5.2.3)
V.V. Demina, Wang Xin. Methods of increasing customer loyalty at the international company Xiaomi

65

TISYHS



Crn:Can

Vol.1.N2 1
2025

REGIONAL AND SECTORAL ECONOMY (5.2.3
B.B. lemuHa, C. BaH

bl NOBBILIEHNS KIMEHTCKOM NOSIbHOCTA MEXAYHAPOAHOM KOMMaHKK Xiaomi

KOMITaHUsI TIOKa3asa peKOpJHble pe3y/bTaThl, 3HAUMTE/LHO TIPEBBICUBIINE OXKH/AHUSI
a"HamtuKoB (Tabauya 1).

Tabauya 1
duHaHCoBbIe MOKa3areau Xiaomi 3a II kBapran 2025 r.

IToka3arenn 3Hauenue 2025 r. JuHamuka K 2024 r.
Yucras npuObLIb 11,87 mnpp roanen +134%
CkoppeKTupoBaHHas 10,8 mapp roaHei x1,8

12 (03013

OO0111ast BEIpyUKa 116,0 msipa r0aHei +30,5%

Bripyuka oT cMapT(oHOB 45,5 mipz, roaHel -2,1%

[TocTtaBkM cMapThOHOB 42,4 MJTH ey HUL] +0,6%

Uctounuk: [7]

Hecmotpst Ha He6Go/bII0e CHIYKEeHHe BLIPYUKH OT CMapT(OHOB, POCT TTOCTABOK U T10-
BbIllIeHWe TIPUObLUIBHOCTH TOBOPSAT O CTabOWUIBHOCTH TIPOJYKTOBOM CTpATeruu U JJOBePUU
roTpeduTesiei.

Hons Xiaomi Ha peIHKe MaTepukoBoro Kurasi cocrasnsieT 14,7%, uto nmoaTBep>xaaeT
YCHELIHOCTh KOHKYPEHTHOW MOJTUTHKH.

Kovmnanus Xiaomi u ee nmoaxo/ K ()opMHpPOBaHHMIO JI0A/IBHOCTH

Crparerust Xiaomi, chhopmMupoBaHHasi Tocjie 0CHOBaHUs komrianuu B 2010 1., 6a3upy-
eTCs1 Ha CTPeMJIEHUM Tpe/j0CTaBUTh [10/1b30BaTe0 MaKCHMa/bHO IIMPOKHE TeXHUYeCKHe
BO3MOXXHOCTH TIPM MUHUMAJIbHO BO3MOXXHOH IieHe. Xiaomi BBICTpOW/IA COOCTBEHHYIO
MOJle/ib «OCTYIHBIX UHHOBALUM». JTa MOJe/b MpeAroaraeT, YTo Jaxe YCTPOMCTBa
CpefiHel 1]eHOBOM KaTeropuu 00/1aziatoT (GyHKIIMOHATBHOCTBIO, COTTIOCTABUMOM C TIpe/i-
JIOKEHUSIMU KOHKYPeHTOB cTOMMOCTBI0 Ha 30-60% nopoxke. Takol moaxof ro3BoJisieT
(OpMHPOBATh YCTOMUMBYIO JIOSUTBHOCTB, TOCKOJIBKY TOTPeOUTeNb To/TydaeT BBICOKHUN
yPOBeHb TEXHOJIOTUUYHOCTH 0Oe3 upe3MepHBIX 3aTpar.

[lenHocTHOe TmipezaokeHWe XiaOmi CTPOUTCS Ha HECKOJIbKMX B3auUMOCBSI3aH-
HbIX KOMIIOHEHTax. BbICOKasi TeXHOMOru4ecKass HaChIleHHOCTb BbIpa)kaeTcs B TOM,
YTO €XXeroJHO KOMIIaHUS BBIBOAUT Ha PBIHOK OKOJO 120 HOBBIX yCTPOWCTB, BKJIIO-
yasi cMapTdoHnbl, loT-060pyznoBaHue 1 OBITOBYIO 371eKTPOHUKY. [IporpaMmmHas cpeza
MIUI, a 3arem HyperOS, ucrnonb3yetcsi 6onee uemM 620 M/IH aKTUBHBIX T10/Ib30BaTe-
JIel, a ypOBeHb e)XxeMeCSIYHOU aKTUBHOCTHU npesBbimaeT 590 MJIH, YTO IeMOHCTPUPYeT
ryOMHY MPOHUKHOBEHUS IKOCUCTeMbI. KaXk/IbIil 3/1eMeHT MPOAYKTA CBsi3aH C CEePBU-
caMu KOMITaHWH, BK/Ito4Yasi 00/1auyHoe XpaHW/IUIIe, rajgepero MPUImKeHUH, MyIbTUMe-
JUMHBbIA KOHTEHT U CUCTEeMY YMHOTO J0Ma, ToAdep>kuBaroiyto cBbiiie 2000 TUnos
ycTpoiicTB. CoBpeMeHHble [JU(POBbIe 5KOCUCTEMBI MOBBIIIAIOT YPOBEHb JI0S/IbHOCTU
KJINEeHTOB [6].
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Teorpaduueckasi HarPaBIEHHOCTb 1[EHHOCTH TaKKe Ba)kHa: 6osee 55% mpogiak nmpu-
XOAUTCA Ha pasBuBarolyecs pbiHKY — Hauto, THgoHesuto, Mekcuky, bpasunuto, Poc-
CHIO0, IJle CpeJHUI J0X0/, Hace/ieHusl orpaHruyeH. [103ToMy OCTyITHBIE 1JeHbl — B CPeHEM
Ha 35-40% HWKe, yeM y aHaJIOrOB IPeMHUa/JbHOIO YPOBHS — IO3BOJISIFOT KOMITAHUM CTpe-
MUTe/IbHO HapaluBaTth 0a3y rosb3oBaresieii. Tak, 3a 2016—2024 rT. uncsio Nob30oBaTesiei
Xiaomi BBIPOC/IO IPUMEPHO B 7 pas, YTO COOTBETCTBYET CPeJHEroj0BOMy TeMITy pOCTa
ropsiika 22—-25%.

B ocHOBe 11eHHOCTHU JIEXXUT BO3MOXKHOCTb TOJYUUTh Tepe/joBble TeXHOIOTUHU
0e3 3HauMTe/NbHBIX (UHAHCOBBIX 3aTpaT. JKOCHCTeMa Xiaomi HACUUTHIBAET YKe
6onee 600 MyIH TI0/Ib30BaTesield YMHBIX yCTPOWCTB, a KOJUYECTBO AKTUBHBIX TMOJ-
K/JIIOUEHUN B CHUCTeMe «yMHbIA AoM» mipeBbiiaeT 200 miH. CMapT@oH ocTaeTcs
JpOM TIJ1aT(POPMBI: Ha HEr0 MPUXOAUTCS IpUMepHO 55% Bcex /10X0[0B KOMIIaHHWH,
HO fanbHelre 20-22% ¢opmupytorcs 3a cuet ycrpoiictB [0T, a 17-18% — 3a cuer
MbPOBBLIX CepBUCOB [7].

PerynsipHbie 06HOB/IeHUsT MPOLIKMBOK — /10 35—-40 oOHOBNeHU# B roj — CO3Jal0T
olLlylLleHWe JUHAMUYHOIO pa3BUTUS yCayru. bosee 10 ThIC. MH)KeHEpOB 3aHUMAKOTCS
nHTepdelicoM U oNTUMU3ALMeN MporpaMMHOro obecreueHus1, a KOMaHza OeTa-TeCTH-
pOBaHUs BKJ/IIOUaeT 0Kojio 1,5 M/iH Z100pOBOJIbLIEB, AKTUBHO YUaCTBYIOLUX B yyullle-
HUU NPOJAYKTA.

KomriaHusi akTUBHO MCMO/b3YeT MpsiMble Mpojaxu. Ha e-commerce-KaHasbl IPUX0-
IUTCst 0Komo 70% MUPOBBIX MpofAak Xiaomi, pu 3ToM cOOCTBeHHbIe UHTepHeT-Marasu-
HbI ¥ 11atopmbel Mi Home renepupytot npumepHo 30% obmjero obopota. Wckitoue-
HUe M0CPe/IHUKOB M03BOJISIET CHMXKAaTh CTOMMOCTh yCTpoiicTBa Ha 8—12%, a B HEKOTOPBIX
cTpaHax — faxe Ha 15%. DTo yKpenisieT paljuoOHaIbHYO JIOS/IbBHOCTh, TTOCKO/BKY MO/b-
30BaTesib BUAUT peabHy0 5KOHOMUUECKYHO Bbirogy [9].

Bujbl 10/1bHOCTU OTpeduTeieid Xiaomi

JlosinbHOCTB K Xiaomi (popMUpyeTcsi Ha HECKOTBKHUX YPOBHSIX, UTO M03BOJIsSIeT KOMIIa-
HUM yJep>KUBaTh 3HaUMTe/IbHOe YUC/I0 KIUeHTOB [3]. IIoBTOpHbIe MOKYIIKM COBepIIAl0T
bonee 64% BrazsenbiieB cMapTdoHOB Xiaomi, a 0kosio 38% MpuoOpeTaroT BTOPOe U Tpe-
Tbe YCTPOWCTBO 3KOCUCTEMBI B TeUeHHe MepBbIX 18 MecsLieB UCII0/Ib30BaHus.

OMOLMOHa/bHAs JIOSIBHOCTh TPOSIB/ISIETCS B aKTUBHOCTH COOOILLECTB: €)KerofiHble
¢dectuBanu Mi Fan npuBiekaroT MUIJTMOHBI YYaCTHUKOB, a KPYyTIHbIe TIpe3eHTaluu (Ha-
nipumep, cepuu Xiaomi 14 u 15) cobuparoT ayguropuio 10 50 MIH OHIAWH-TIPOCMOTPOB.
Oxkoito 70% monb30Baresiel 0TMeYaroT, UTo LieHAT OpeH/ 3a UyBCTBO MPUUYACTHOCTH U OT-
KpeITocTu [10].

ParroHasnbHast JIOSIBHOCTD TTOATBEPKAAeTCsl 0ObeKTUBHBIMU [JAHHBIMHU: CTOUMOCTb
peMoHTa y Xiaomi B cpegHeM Ha 25-40% HWKe, yeM y KOHKYDEHTOB, a CpeJiHsisl LieHa
cMapTQoHa KOMIMaHHWU OCTaeTcsi Ha ypoBHe 220—260 fonnapoB, uTo MOYTHA B TPU pasa
MeHblIIle CTOMMOCTH ()yIarMaHCKUX YCTPOWCTB APYTUX OpeH/I0B.

[ToBefeHueckass JIOSUIBHOCTb (POPMHUPYeTCS 3a CUeT LIMPOKOrO CIIeKTpa cep-
BUCOB. E)xeMecsiuHasg ayfuUTOpuUsl TMOZAIMCOYHBIX cepBUCOB mnpeBbimaer 100 miH
MOJIb30BaTesied, a JOX04bl OT CepBUCOB pacTyT B cpegHeM Ha 30% B rox. Kaxgbii
10JIb30BaTe/b eXXeJHeBHO B3aMMO/EeNCTBYeT C eMeHTaMU 3KOCHUCTeMbl B CpeJlHeM
7—10 pa3 — uepe3 yBeJJOM/IeHUs], CAHXPOHHU3aL[1I0, 00/1auHble COXpaHeHUs UK YIIpaB-
nenue loT-yctpoiicTBamu [8].
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AHam3 ou3Hec-Moje/ M Xiaomi

B 2023-2024 rr. ob1wmii goxo Xiaomi goctur 38—40 Miip[, 0//1apoB, TIPUYEM OKOJIO
20% mocCTyTaeT U3 CepBUCOB, KOTOPbIe UMEIOT O0Jiee BHICOKYHO Map>KUHATBbHOCTS [7].

Xiaomi npozaeT yCTpOMCTBa C MUHMMA/bHOM HalleHKOW — yacTo MeHee 5%, a B He-
KOTOPBIX JIMHeHKax fjaxe 1-2%. JTo JenaeT NpoyKLUIO JOCTYITHOM, HO IIePeHOCHUT Mpu-
ObUTb B CEPBUCHYIO YacTh OM3Heca. BbIpyuka OT peKjaMbl U BCTPOEHHBIX TOATIHUCOK eXKe-
TOHO AOCTUTaeT 5 M/PA A0/IapoB, obecrieurBasi KOMIIAHUM BBICOKYIO CTaOM/IbHOCTD
JlIOXOJI0B.

Cpegu pecypcoB Ba)KHEHMIIMMH CTAaHOBATCS TIPOrpaMMHasi 3kocucrema (Oosee
600 MIH yCTpPOMCTB), CceTb M3 15 ThIC. MAPTHEPCKUX 3aBO/IOB U MOCTABIIMKOB, a TAKXe
Meauariat@opmbl. VTHBecTruu B miowagky Youku v iQiyi npeBbicunu 1 Mapg, gosna-
POB, UTO TO3BOJIA/IO PaCLIMPUTh aCCOPTUMEHT KOHTeHTa. Co0O0IIecTBO Mo/b30BaTesie,
yUaCTBYIOIIUX B TeCTUPOBaHWM, reHepupyeT Oosiee 10 MJIH KOMMEHTAapHeB €XXerofiHo,
4yTO (PaKTUUeCKU SKOHOMUT KOMTIaHUU Jie CSITKW MUTMOHOB ZI0//IapOB Ha MapPKETUHIOBbIX
HccieoBaHusX [6].

AyTCOpPCUHI TIPOU3BO/CTBA CHW)KAET KaluTasbHble 3aTpaThbl nprumepHo Ha 40-50%,
a MapKeTHHI, 0CHOBaHHbBIM Ha COLIMAJIbHBIX CeTsiX BMecTo TB-peknambl, yMeHbI1aeT pac-
xo7b! eitje Ha 30-35%. Ucronb3oBanre Android kak ocHoBel HyperOS cokpaiilaeT CTOU-
MoCTb pa3paboTku OC 1o cpaBHEHHIO C Co3/jaHHeM COOCTBeHHOM I/1aT(hOpMbl MUHUMYM
B 3—4 pasa.

IlyTH noBbILIeHHUs JIOAIBHOCTH MoTpeduTe el Xiaomi

HanbHelllee yKperuieHre MO3ULIKKA Xiaomi Ha MUPOBOI apeHe TpeOyeT paclIipeHus
CepBUCa U yAyullleHUs B3auMOZeNCTBUS C T10/1b30BaTe/IsSIMHU.

OpHUM U3 K/TFOUeBbIX HalpaB/IeHUH SIB/ISIETCS TIOBbILIIEHNEe KaueCTBa 00C/Ty)KUBAHKSI.
KomnaHusi MOXKET YBEJMUUTh JOCTYITHOCTb CEPBUCHBIX IIEHTPOB, YIYULIUTh KOHTPOJIb
KaueCTBa KOMIUIEKTYIOL[UX U OTITUMU3UPOBATE JIOTUCTUKY. 3HAUMTeTbHOe BHUMaHUe CJie-
JyeT y[eJuTh KPYIJIOCYTOYHOU TOJIep)KKe, UTO O0COOEHHO Ba)XKHO /IS TIO/Ib30BaTesiei
MpeMHUaIbHOTO CerMeHTa.

OMo1MoHabHasK CBSI3b TAK)Ke HY>KJAeTcsl B Pa3BUTHU. MeXayHapoHble heCcTHBaIu
Mi Fan, BbIIyCK TUMHUTHUPOBAHHBIX CEPUI YCTPONCTB COBMECTHO C JIOKAJIbHBIMU XYZOXK-
HUKaMH U yuacTHe TIo/Ib30BaTesiel B TectupoBanruu HyperOS criocoOHBI YKPeIUTh OIIly-
IIjeHre CooOITeCTRa.

PaboTa c OO/BIIMMY [JaHHBIMM OTKPBIBAeT TMEpPCHEeKTUBbLI TepCoHanu3au. VHau-
BH/ya/lbHble peKOMeH/Ial[ii TOBapOB, TIepCOHA/bHbIe CKU/IKU, CIel[iaibHbIe TIpe/JioxKe-
HUS1 — BCE 3TO MOJKET MOBBICUTb BEPOSTHOCTh TTOBTOPHOM MOKYTIKH.

OpHOBpEMEeHHO C 3TUM BO3pacTaeT pPojib COLMANbHBIX ceTell U MH(IOeHCcepoB. Pe-
rMOHAaJIbHbIe KAMITaHUH, MPsiMble 3(UPbI C MH)XXeHePaMu U COTPYIHUUECTBO C MUKPOWH-
¢uroeHcepamMu co3zaroT atMocdepy 6/M30cT OpeH/ia K KaXKJ0MYy T10/Tb30BaTeJIHo.

3aBepIIvTh KOMILIEKC Mep MOXKeT TIOJIHOL|eHHasi T7100asibHasi porpaMMa JIosyTbHO-
cTH, TipeasiokeHHast B Tabauye 2.
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Tabauya 2
IIpepnaraemas crpykrypa nporpammbsl Mi Rewards

YpoBeHnb YcnoBue ConyTcTByoiue ycayra

Silver ITokyrmka 1 5/1eKTPOHHOIO bonycel, ckuaku
YCTPOMCTBA Ha aKceccyapsl

Gold [Tokynka 2—3 371eKTPOHHBIX BecrninarHblii peMOHT
YCTPOMCTB + aKTUBHasl MOAINCKA MeJIKUX MOBPeKIeHUN

Platinum [Tokyrmka 4+ 371eKTPOHHBIX VIP-nioaep>Xka ¥ paHHUM
YCTPOMCTB + perysipHble CepBUCHI JOCTYIl K HOBUHKaM

IIpoeKT MapKeTHHI0BOM NPOrpaMMbl MOBBILLIEHHS JIOSJIbHOCTU

[Ipensiaraemasi MapkKeTHMHroBasi IporpaMma IpeZriosiaraeT KOMILIEKCHBIM TOAXO[,
K pabore c aygutopueil. B ee ocHOBe ne)xuT riy0OoKasi aHa/IMTHKA TIOBe/leHHsI 110/1b30Ba-
Tesieli ¢ nomoubio CRM-cuctemsl. CerMmeHTalys KIMEHTOB [103BOJISIET YUUTHIBATh UH/M-
BH/lyaJibHble 0COOEHHOCTH Ka)KJJ0r0 cerMeHTa ¥ () OpMHUPOBATh ZIJIs1 HErO IepCOHAMU3HPO-
BaHHbIE MpeJ/IOKeHUsI.

OmHMKaHanbHasi KOMMYHHUKalusi o0beJuHseT COlMa/ibHble CeTH, CalT OpeHpa
1 o(iaiiH-mMarasuHbl, 4TO JaeT T0JIb30BaTe/N0 eUHbIN OMbIT B3aumojecTBus. Cu-
cTeMa CTUMY/IMPOBaHUS TOBTOPHBIX MTOKYMOK U JIOKaJIM30BaHHbIN KOHTEHT BbIpakaroT
OpHEHTAL|MI0 KOMIIAaHMM Ha KOHKPeTHble pervuoHagbHble ocobeHHOCTH. PerynspHas
obparHasi CB3b Yepe3 OMpOChl U PeHTHHTU [JaeT BO3MOXXHOCTb ITOCTOSIHHO KOPPeKTHU-
poBaTh nozaxon [1].

Pe3ynbTaTom BHezipeHUs 1000HOI MporpaMMbl MOXKET CTaTh YBeJWYeHHe UuC-
J1a TIOCTOSIHHBIX K/IMeHTOB NpuMepHO Ha 20% exerofgHo, poCT MOBTOPHBIX ITOKYITOK
10 18%, noBblllleHNe TIPUB/IeKaTeNbHOCTH OpeH/ia ¥ BOBJ/IEUEHHOCTH I10/Ib30BaTesei
B 9KOCHCTEMY.

Xiaomi JeMOHCTpHpYyeT HOBYHO KOHLIETILIUIO JIOS/IBHOCTU: KOMIIaHWUS CTPEMUTCS CBS-
3bIBaTh MOTpebuTe el He TOMBKO C KaUeCTBOM MPOJYKTa, HO U C IITUPOKOU 1[U(PPOBOI KO-
CUCTeMOM, IJie 110/1b30BaTe/b 3aHUMaeT LieHTpalbHoe MecTo. KyIneHTbl akTUBHO BOB/IeYe-
HBI B TIPOL{eCC pa3paboTKU U MOTyYaroT JOCTYII K aKTya IbHbIM TEXHOJIOTHSIM U LLIUPOKOMY
CTEeKTPY CEepBHUCOB, UTO (hOPMUPYeET SMOLIMOHAILHYIO CBSI3b C OPeH/I0M, CTy»Kalllyto Ipoy-
HbIM (QyHJaMeHTOM [/ MaciutabvpoBaHusi. [Ipofjo/KaloT pacupsATh KOCHUCTEMY
Y TIepCOHAIM3UPYIOT NpeJIoKeHNs], yCUINBask IPOrpaMMBbl T10 MO/lep>KaHUI0 K/IMEeHTOB;
TaKMMHU YCHUUSAMH KOMIIaHUS 3aKpeIuisieT Juflepckue MO3WLMU U TOBBILIAeT L[IeHHOCThb
K/IMeHTCKOU 6a3bl.
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