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B snekTpoHHOM BapuaHTe Kak[as CTaThs JOJDKHA OBITH B OTAETBHOM daitne. B nmenun
¢aiina ykaxxute paMuInio NepBoro aBTopa u KIYEeBOE CIOBO.

TpeooBanusa Kk 0popMJIEHNIO HAVYHBIX CTATEH

®dopmat Tekcta Microsoft Word 2003, 2007. @opmar crpanunbl: A5 (14,8x21 cm). [oms: 1
CM — CBepXy, cmpasa, cieBa; cHuszy. Llpudt: pasmep (kersip) — 12; tum — Times New Roman,
OJMHAPHBIN MHTEpBaJI. BhIpaBHUBaHME 110 MUPHUHE CTPOKH; ab3all — OTCTYI MepBoi CTpokH (1 cm).
B tekcre nomyckaroTcs pUCYHKH, TaOIuLbl — He Oosiee 2. PUcyHKH ciieyeT BBIIOJIHATH B opmare
*Jpg, *bmp..

Ha3Banue neuaTtaercsi MpONUCHBIME OyKBaMu, MIPUQT — xKUpHBIA. Huke uepes oquHapHbII
MHTEPBAI KUPHBIM MIPUPTOM — (paMuiins aBTopa(OB) M MHUITUAIIBL, YePe3 3alATYI0 CTYACHT KaKOro
Kypca, B cienywomeil crpoke: Hayunblii pykoBoauTenb (KUpHBIH MIpUET): ydeHass CTENCHb,
JOJDKHOCTh, HaUMEHOBaHHe Kadenpbl, pamMunus v vHULMANBl (KUpHBIA wpudT). Hanmee uepes
OJIMHApHBIN MHTEPBAJ — HAUMEHOBAHUE YHUBEPCUTETA.

[Tocne orcTyna B OAMH MHTEpBAJl ClEyeT KpaTKas aHHOTALUsI Ha aHTJIUICKOM si3bIke (3-5
CTPOK) U Jlajiee Yepe3 OAMHAPHBIN HHTEpBal TEKCT.

CHocku 0(hOpMIISIOTCS CIUTONITHOM HyMepalieil 1o TeKCTy B KBaJpaTHbIX ckoOkax — [1], [2]
U T.J. B KOHIIE CTaThu JOJKEH pacloiaraThCsi CIUCOK JTUTEPATYPHI.
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Poccusa

In article the author considers mediators of a sales channel as a subject of Relationship
Marketing and offers analysis their features.

Hapsiny ¢ TpaauliMOHHBIM MapKETHMHTOM pa3IUYHBIC YYEHBIE B ATOW OOJACTH BBIACISIOT
MAapKCTHHT, OCHOBBIBamMHﬁCH Ha B3aMMOOTHOLICHUAX Pa3JIMIHBIX Cy6’beKTOB PbIHKa MCXKIAY
co00if U Jar0T 3TOMY HalPaBJIEHUIO Ha3BaHUE MAapKETHHT napTHepckux oTHomenuit (MI1O).
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