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AHAJIN3  BO3MOXHOCTEM IS  TUVIOBAJIBHOHR

IKCITAHCHUHN BPEHJIA LI NING HA OCHOBE PBIHOYHbIX

TPEHJIOB

Annomayusa: B ycioBusx mio0anu3allud W YCUJICHHS

MEKIYHAPOAHOM KOHKYPEHIMH KUTAalCKUE KOMIIAHUM CTPEMSATCS

YKPEIUISITH CBOM TIO3UIMHU Ha 3apyOeKHbIX phiHKax. Kommnanus Li-

Ning, oauH w#3 BeAyUUX KUTAWCKUX OpeHI0B B o0macTu

CIIOPTUBHON OAEKIbI U OOYBH, MPEACTABIAECT COOON SIpKUit

IIPUMED YCHEIIHOM MEXAYHAPOIHOU dKCITAaHCUU. B JaHHOM cTaThe

paccmaTrpuBaeTcsi pa3paboTKa CTpaTerud M OW3HEec-IJIaHa JUIs

BbIxoa kommaHuu  Li-Ning Ha  MHOCTpaHHBI  PBIHOK.

AHanu3upyrOTCsl KiItO4eBbie (DAKTOPHI, BIUSIONIME HA MPUHSATHE

pPEILICHUM, YCHELIHbIE KEUChl KOMIIAHMM Ha MEXIyHapOIHBIX

pBIHKaxX, a TakXe NpoOJiieMbl U BBI3OBBl, C KOTOPBIMH
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crankuBaercst Li-Ning npu pacimpeHun CBOEro MPUCYTCTBUS 3a

pyOexxom. B crathe Takke JaroTcs peKOMEHAAIMH 10 YAyUIIEHUIO

C}’III@CTB}’IOIIIGﬁ CTpar€rui MW IIO0ATIOTOBKC OM3HecC-IIJ1aHa JJIA

JaJIbHEHIIEN YKCIIaHCHUH.

Knrouegwvie cnoea: Mapkemunzoeasn cmpamezus

COl{uaJleble cemu Hapmnepcmea c cnopmcemenamu

Hccnedosanue pvinka Jlocucmuka u oucmpuodyyus

Development of strategy and business plan for the international

expansion of li ning

Abstract: Abstract: In the context of globalization and increasing

international competition, Chinese companies are striving to strengthen

their positions in foreign markets. Li-Ning, one of the leading Chinese

brands in the field of sportswear and footwear, serves as a vivid example
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of successful international expansion. This article examines the

development of a strategy and business plan for Li-Ning’s entry into

foreign markets. It analyzes key factors influencing decision-making,

successful cases of the company in international markets, as well as the

challenges and issues Li-Ning faces in expanding its presence abroad.

The article also provides recommendations for improving the existing

strategy and preparing a business plan for further expansion.

Keywords: Marketing Strategy, Social Media, Partnerships with

Athletes, Market Research, Logistics and Distribution.

B YCIIOBHUAX FJIO6&JIH3&HI/IH KUTANCKHUE 6pCHI[BI CTPEMUTCIIBHO BBIXOAAT

Ha MUpoByto apeny. Kommanus Li-Ning, sBisironascsi BeIyIiMM UTPOKOM

Ha KHUTaKWCKOM PBIHKC CIIOPTUBHLIX TOBApPOB, € MOMCHTA CBOCIO

OCHOBAHUA AKTHUBHO CTPCMHUTCA 06T>CIH/IHI/ITB KHATAMCKUE DJIEMEHTHI C
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MHPOBOM MOOM, co3daBas OpeHJ C MEXIyHapoJHbIM BiusHUEM. B

IMOCJICAHUC T'0JIbl KOMIIaAHUA YCKOpHJIA IPOLCCC MHTCPpHAIMOHAIN3aluu,

pa3pabotaB 3(ppeKTHUBHYIO CTpaTeruio U OW3HEC-IJIaH JUIsl BhIXOJIa Ha

SaPY6€)KHBIC PBIHKH, YCIICIIHO OCBAaMWBas HOBBIC MCKAYHAPOAHBLIC PBIHKH

U TIpeBpaias ce0s U3 HallMOHAJIBLHOTO OpeHaa B MEXKTyHAPOIHBIH.

I[aHHa}I CTaThbs IIOCBAIICHA pa3pa60TKe CTpaTCrum u Ou3Hec-IIIaHa JJIA

MEXIyHApOoaHOW  dSKkcmaHcuu — KommaHuuw — Li-Ning. B crarthe

AHAJIM3UPYIOTCS KIIFOYCBLBIC (b&KTOpLI, BJIMAIONINEC Ha IIPOUCCC IMMPUHATHUA

pemeHHﬁ, YCHGHIHblﬁ OIIBIT KOMIIAHUN Ha MCKIAYHAPOIHBLIX PBIHKAX, a

TaK)ke MpoOJieMbl M BBI3OBBI, C KOTOpbIMU cTainkuBaercs Li-Ning npu

pacUIMpeHUH CBOETO TMPHUCYTCTBHUS 3a pyoOexkoM. B crarbe Takke

MNPUBOIATCA PCKOMCHAAIMWU 110 COBCPHICHCTBOBAHUIO CYIHCCTBYIOHIﬁﬁ

CTpaTrCrui U IIOATOTOBKC Ou3Hec-IIIaHa JJIA I[aJIBHCI\/'IIIICI“O yCriemHoro

pacmpenust OpeHa Ha MK TyHAPOIHbBIX PhIHKaX.
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1. AHanm3 TeKymied CHUTyallud W BO3MOXHOCTeH JIsl

MEKIYHAPOIHOM IKCIIAHCH U

1.1.CTrpaternyeckue meJd BbIXOAA HA HMHOCTPAHHBII

PBIHOK

Kommnanwus YKC UMCCT OIIBIT pa6OTBI B CTpaHax ASI/II/I, TaKHX

kak FOro-Boctounas Asus, u 3aKiIouWiia MapTHEPCKUE

comrameHuA € KPYIHBIMU CIIOPTUBHBIMHU OPTaHU3AlIUAMU. B

qUCJIC CUIIBHBIX CTOPOH Li Nlng MOKHO BBIACIUTL BBICOKOC

Ka4C€CTBO IIPOAYKIHNH, WHHOBATHBHLIC p33pa6OTKI/I U JOCTYIIHBIC

LEHBI. Ot (QakTOophl MOTYT CHIFPATh KIIOUYEBYID pPOJb B

KOHKYPCHIUU C 3allaIHBIMU T'MT'daHTAMHW PBIHKA, TAKUMHU KaK Nike

u Adidas.
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1.2 PrucKH M KOHKYpeHUUs

OCHOBHBIMM KOHKYPEHTAMH Ha MEXIYHApPOJIHBIX DPBIHKAX SBIISIOTCS

takue Openanl, kak Nike, Adidas, Puma u Under Armour. Ot

KOMIIaHMHN HWMCIOT CHIIBHBIC 6pCHI[I)I N HAJAXKXCHHYIO CCTb cObITa.

BaxHO yuMTBIBaTh BBICOKYK) CTEIIEHb KOHKYPEHIMM W BO3MOKHBIC

Oapbepbl B  BHJI€ KYJABTYPHBIX Ppa3IMuMid W DKOHOMHYECKOU

HECTAOUJILHOCTH.
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2. Crparerusi MeKIyYHAPOIAHOM IKCIIAHCHUM.

2.1. Bbi0op nesieBbIX PHIHKOB

Jnsa wagama L1 Ning JoDKHa  COCPEOTOYUTHCS — Ha

paciupCHUU IMIPUCYTCTBUA B CTPAHAX C PA3BUTBIMH CIIOPTUBHBIMU

KynbTypamu, Takux kak CIHIA, I'epmanus u BenukoOputanus, a

TAKIKC B PA3BUBAOIINXCA PBIHKAX, TAKUX KaK I/IHI[I/UI )41 BpaBI/IJ'II/IH.

B stux crpanax HaOmrogaeTcs pacTylIMi MHTEpEC K CHOPTY U

300PpOBOMY 06p8.3y JKU3HH, 9YTO OTKPBIBACT HOBBIC BO3MOKHOCTH

1Sl OpeHa.

2.2. ApanTauus NpoayKIMU U OpeHaa
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HpOJIyKIII/ISI KOMIIaHHMHX JOOJIPKHA OBITH aJaliITUpOBaHa 1104

HOTp€6HOCTI/I )51 MMpCAINOYTCHUA MECTHBIX HOTpC6I/IT€HCI>'I.

Hanpumep, B crtpanax EBponsl u CHIA ocoboe BHUMaHuE

YACIACTCA O3KOJIOTHMYHOCTH MATCpHUaiOB MW TCXHOJIOTHUAM B

CHOpTHBHOﬁ OLCKIC. Takxe BaKHO YUE€CTh MECTHBIC TPCHABI

U CTWIHM, 4YTOOBI YIOBIETBOPUTH TPeOOBaHUS pa3HBIX TPy

IIOKYIIaTeJIe.

2.3. MapkeTuHroBasi CTparerus

MapKeTI/IHI‘OBaSI CTpaTtcruda
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JIJ'ISI 3(1)(1)6KTI/IBHOFO IMPOABMIKCHHUA HA  HOBBIX  PbBIHKAX

HEOO0X0AMMO pa3paboTaTh CTPATErMIO MAPKETHHIa, KOTOpas OyaeT

BKJIIOUAaTh PCKIIAMHBIC KaMIIaHHH, OPUCHTUPOBAHHLIC HA MCCTHBIC

PBIHKH, a TaKXE AaKTUBHYIO pa60Ty B COIIMAJIBHBIX CEC€TIAX H

COTPYAHHUYCCTBO C M3BCCTHBIMH CIIOPTCMCHAMMU. Baxno

co3aBaTh  OpPEHJOBYH0  HJEHTUYHOCTh, KOTOpass  Oyaer

acCoumrupoBarbCia C€ KadC€CTBOM, MHWHHOBALOUSAMHU W AKTHBHBIM

00pa3oM >KHU3HHU.

3. Bu3Hec-IJIaH MEXAYHAPOAHOW 3KkcnaHcun Pa3zpadorka

OM3HeCc-IIaHA FABJISIETCS HEOTheMJIEMOH 4YacThIO CTpaTerumn

MEKIYHAPOIAHOM JIKCIAHCHM. OH 10/1’KeH BKJIKHOYATh

HECKOJIbKO KJII4Y¢BbIX 3JICMCHTOB:

3.1. UccaenoBanue pbIHKA
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Hepeﬂ BBIXOAOM Ha HOBBIN PBIHOK KOMIIAHUSA HOOJI’KHA IIPOBCCTHU

TIIATCJIBbHOC HCCJICOOBAHUEC [JI1 ITOHHMMAaHUA HOTpC6HOCTCﬁ 1ICJICBOM

dyJUTOPHUH, AHAJIN3ad KOHKypeHTHOﬁ Cp€abl U OLCHKH IOTCHIHAJbHBIX

PHUCKOB. BaxxHO TOHSTH, Kakue NPOAYKTHbl OydyT Hambosiee

BOCTp€6OBaHBI u KakKue MapKCTUHI'OBLIC CTpaTcruu IIPHUHECYT

HaMOOJBIINI yCIeX.
3.2 MapkeTHHIOBbIE U PeKJIAMHbIC KAMIIAHUH

Jns mpoaBukeHUs OpeHJa HAa MEXIYyHApOIHBIX PBIHKaX HEOOXOIUMO

p33pa6aTI)IBaTI> JIOKAJIN30BAHHBIC PCKIIAMHBIC KaMIIAHUH, KOTOPBIC 6y,HYT

YUYUTBIBATDb 0COOCHHOCTH KYJIBTYDP 141 HpGI[l'[O‘ITCHI/Iﬁ MCCTHBIX

HOTp€6HT€H€ﬁ. BaxxupiMu kaHajmamMu IMPOABHMIKCHUA SABJIAIOTCA

COUMAJIBHBIC CCTHU, IAPTHCPCTBA C JIOKAJIbBHBIMHU CIIOPTCMCHAMH H

CHOPTUBHBIMU COOBITUAMH, @ TAKXKE TPAJAULIUOHHBIE PEKJIAMHBIE KAHAJIBI.
3.3 JlorucTuka ¥ JucTpUOynust

Jloructuka — KjroueBas COCTaBJIArOIIass YCHGHIHOﬁ OKCIIaHCHH. Li
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Nll’lg HCO6XOJII/IMO HaJlaauTb CCTh IIOCTABOK M MAPTHEPCTB C MECCTHLIMU

mucTpuObtoTopamMu it 3G(GEKTUBHOM JTOCTAaBKM TOBAapOB Ha HOBBIE

PBIHKH. OTO MOXET BKIIOYaTh OTKPBITHC CKJIAAO0B, IIAPTHEPCTBO C

MCXKAYHAPOAHBIMH JIOTUCTUYCCKHUMH KOMIIAHHUAMHU HJIIM HCIIOJIB30BaHHC

OHJIalH-KaHAaJIOB JJI IIPSAAMBIX ITIOCTABOK.
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