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BbIBOP MEXAYHAPOAHbLIX PHBIHKOB MU AJAIITALUA

MAPKETHUHI'OBBIX CTPATETI'AM JIJISI LI NING

Annomayusa: B ycioBusix mio0anu3allud W YCUJICHHS

MEKIYHAPOAHOM KOHKYPEHIMU KUTAalCKUE KOMIIAHUMU CTPEMSATCS

YKPEIUISITH CBOM TIO3UIMHU Ha 3apyOeKHbIX phiHKax. Kommnanus Li-

Ning, oauH w#3 BeAyUUX KUTAHCKUX OpeHI0B B o0macTu

CIIOPTUBHON OAEKIbI U OOYBH, MPEACTABIAECT COOON SIpKUit

IIPUMED YCHEIIHOM MEXAYHAPOIHOU dKCITAaHCUU. B JaHHOM cTaThe

paccmaTrpuBaeTcsi pa3paboTKa CTpaTeruv M OW3HEec-IJIaHa JUIs

BbIxoa kommaHuu  Li-Ning Ha  MHOCTpaHHBI  PBIHOK.

AHanmu3UpyrOTCsl KJIHOUeBbie (DAKTOPHI, BIUSAIONINE HA MPUHSATHE

pPEILIEHUM, YCHELIHbIE KEUChl KOMIIAHMM Ha MEXIyHapOIHBIX

pBIHKaX, a TakXe NpoOJiieMbl U BBI3OBBl, C KOTOPBIMH

crankuBaetcst Li-Ning npu pacmmpeHun CBOEro MPUCYTCTBUS 3a

"IkoHomuka u couuym' Ne3(130) 2025 www.iupr.ru



pyOexxom. B craThe Takke maroTcs peKOMEHIAINH 110 YAyUYIIEHUTO

CYIIECTBYIOIIEH CTpaTernd MW TIOATOTOBKE OW3HEC-TUIaHA IS

IaJIbHEUIIIEN DKCIIAaHCHH.

Knrwoueevte cnosa: wommanusa  Li-Ning; BbIXoJq  Ha

MHOCTPAHHBIA PBIHOK; CTPATErusi MEXAYHAPOIHOU DKCIAHCHU;

OW3HEeC-TUTaH; MAPKETHUHT; TII00aT3aIIHs
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Development of Strategy and Business Plan for Li-Ning's Entry

into Foreign Markets
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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

sportswear and footwear sector, serves as a prominent example of

successful international expansion. This article discusses the development

of a strategy and business plan for Li-Ning's entry into foreign markets. It

analyzes the key factors influencing decision-making, successful cases of

the company in international markets, as well as the problems and

challenges 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
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Keywords: Li-Ning company; foreign market entry; international

expansion strategy; business plan; marketing; globalization.

B ycinoBusx miobanuzanuu  KUTaWCKUE OpPEHIbI CTPEMUTEIHHO

BBIXOJIAT Ha MUPOBYI0 apeny. Kommnanus Li-Ning, sBnstomiascst Beaymum

UTPOKOM Ha KUTANCKOM PBIHKE CIIOPTUBHBIX TOBapOB, C MOMEHTA CBOEIO

OCHOBaHHA AKTHBHO CTPCMHUTCA O6TJGI[I/IHI/ITL KHATaNCKUE BJIEMEHTHI C

MHPOBOM MOJIOHM, co3maBas OpeHJ, OOmagaronuidi  MeXTyHapOIHBIM

BiIusiHMeM. B mo CICAHUC TOAbl KOMIIAHHA  YCKOpHJIA  IIPOLCCC

WHTEPHAIIMOHATIM3AINH, pa3padoTaB 3pGEeKTUBHYIO CTPATETHIO U OU3HEC-

I1aH AJI1 BBIXOJAa Ha BaPY6C)I(HbI€ PBIHKH, YCIICOIHO OCBaWBasd HOBBLIC

MEXTYHapOIHbIE PHIHKH U MpeBpalias ce0s U3 HallMOHAIBHOTO OpeH/ia B

MEKTyHAPOAHBIH.
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1. Teoperudeckas oOCHOBa pa3padOTKM CTpaTeruv Wu

Ou3Hec-mIaHa BbIxona kommnanuu Li-Ning Ha MHOCTpaHHBbII

PBIHOK

1.1.CTrpaternyeckue meJd BbIXOAA HA HWHOCTPAHHBbII

PBIHOK
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Kommanust Li-Ning HameneHa Ha YCIENIHOE OCBOCHHE

3apyOeKHBIX PHIHKOB C IEJBI0 PACIIUPEHUS] CBOETO MPUCYTCTBUSA

Ha MeXIyHapogHoil apeHe. (OCHOBHbIE CTpaTerMUe€CcKHe LeNu

BKIIOYAIOT ITOBBIIICHUC Y3HABACMOCTH 6peHI[a Ha mI00aIbHOM

YPOBHC, VYBCIHWYCHHC [JOJM PpPbBIHKA B Pa3HbIX PEruoHax H

YKPEIUIEHNE NO3UIMK HAa HOBBIX PhIHKAaX. Kommanus cTpeMurcs

nepeaaTb  MHPOBOMY  MOTPEOMTENII0  AJIEMEHTHI  KHUTaWCKOU

KyJIbTYPbl W YHUKAQJIbHBIA TOAXOA K JU3alHY CIIOPTUBHBIX

ToBapoB. Li-Ning BUIUT B MEXIYHAPOIHON IKCIIAHCUU HE TOIBKO

KOMMCPUYCCKYIO BbII'OAY, HO KM BO3MOXHOCTb JIA YKPCILICHHUA

MMHJKAa OpeHJia KaK MHHOBAIIMOHHOTO M KOHKYPEHTOCIIOCOOHOTO

Ha MHPOBOM PBIHKC.
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1.2 TIpouecc pa3paboTku OU3Hec-IJIaHA ISl BbIX0J4a Ha

3apy0esKHbIe PHIHKHU
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poriecc Bbixoqa koMmmanuu Li-Ning Ha MeXTyHapOIHbIE PHIHKU

MpeACTaBIsIeT COO0OM MHOro3aJayHblii W MHOTOILIAHOBBIN

IpoIiecc, KOTOPhIM TpeOyeT TIIATeIbHON IOATOTOBKH M ydYeTa

pa3HooOpa3HbIx ¢akTopoB. BakHelmuMu sTanaMu pa3padoTKH

Ou3Hec-IJIaHa SBJISIOTCS MAapKCTUHTOBBIC HCCJICAOBAHMA, aHAJIU3

KOHKYPEHTOB, TMO3UIIMOHUPOBaHUE OpeHma, pa3padoTKa KaHAaJIOB

cObITa, MIAaHUPOBaHKUE peKIaMHBIX U PR-xammanuii. YuuTeiBas

KyJbTYPHBIE U SKOHOMHUYECKHE OCOOEHHOCTH PA3JIMYHBIX CTPaH,

Li-Ning pa3zpabatsiBaet auddhepeHIIupOBaHHbIE CTPATETUH BXO/a,

KOTOPBIC BKIIOYAIOT JIOKAJIHU3alIUIO IIPOAYKTOB, aJallTallui0 K

MOTPEOHOCTSIM U MPEATIOYTCHUSM MECTHBIX ToTpeduTeneir. Pomb

KJIIOYEBOI'O aclekTa B Ou3HeC-IIJIaHe Urpact TOYHasA OLCHKa

PHUCKOB ¥ BO3MOXKHOCTEH, a Takke 3(P(PEeKTUBHOE MCTIOIB30BAHUE

MCKAYHAPOIHOI'O OIIbITA B MAPKCTHUHI'C K YIIPABJICHHH.
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1.3.91anbl Bbhixoga komMnanum Li-Ning Ha MexayHapoaHble

PBHIHKH

IIpouecc BbIXOZA Ha MEXIAYHApOAHBIE PBIHKM MOXHO

Pa3aciiuTb Ha HCCKOJIBKO 3TallOB:

Oran 1: IlogroroBka M uccienoBaHue peiHKa. Ha mganHOM

srane kommanus Li-Ning akTHBHO HCCIENyeT MEXIyHAPOIHBIC

PBIHKH, W3ydas TMPEANOYTEHUS MOTPeOUTENeH, KOHKYPEHTHYIO

cpeny, JOKaJIbHBIC TPCHABI U TIOTCHIUAJIBHBIC BO3MOKHOCTH.
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Oran 2: Pacupennie u poct. KomnaHus HauWHAET aKTHBHO

BHCAPATL CBOHM IIPOAYKTBI Ha HOBBIX PbIHKAaX, OTKpPbIBasd

npeacCTaBUTCIbCTBA, MAara3uHbI W 3JICKTPOHHBLIC HJ'IaT(l)OpMI)I 1A

YBCIMYCHUA OOCTYIIHOCTH CBOHUX TOBAPOB. OTOT 3Tan BKJIIOYAET

B ce0s aKTHMBHOE IIPOJBIKCHHE OpEHIa ¢ HCIOJIb30BaHUEM

IU(POBBIX U TPAJAUIIMOHHBIX MAPKETUHTOBBIX KaHAJIOB.
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Oran 3: 3akpervieHue MO3UIui W jJokanu3auus. Ha stom

sranie Li-Ning HauymHaeT WHTETPUPOBATH CBOM TIPOIECCHl B

JIOKAJIbHBIE PBIHKH, aJalTHUPYys HE TOJIBKO MPOAYKTHl, HO U

OW3HEC-TIPAKTUKN K OCOOCHHOCTSM pa3HbIX cTpaH. Kommanus

AKTUBHO COTPYAHMYAET C MECTHBIMU MapTHEPAMH, IMPOBOIAUT

COBMCCTHBIC MAPKCTHHI'OBBIC KaMIIAaHHMKM HW  IIOAACPKHBACT

AOJITOCPOYHBIC CBA3H C KIMCHTAMM.

2. Crparernvyeckas mpakTuka pa3pad0TKH CTpaTeruu H

OM3Hec-IUIaHA BBIX0A HA MEKTYHAPOAHbIE PHIHKHU

2.1. JHoctukenuss kommanuum Li-Ning B o0aacTn

HHTECPpHAIIMOHATU3AIUHA
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Kommanust Li-Ning aeMoHCTpupyeT BBICOKHMH  ypOBEHb

HHTCPpHAINOHAIU3AlNH, YCIICIIHO 3aKPCIIMB CBOM IIO3WMIHHM HaA

peiakax Asuu, EBponbl u CIIIA. Tlpumeuarensno, yto Li-Ning

AKTUBHO HMHBCCTHPYCT B MCKAYHAPOAHBIC HCCICIOBAHHA, YTO

IIO3BOJIACT CO3aaBaTh IIPOAYKTBI, COOTBCTCTBYIOIIHUC Tpe6OBaHI/IHM

Pa3HBIX KYJIBTYpP M MOTPEOUTEIHCKUX CETMEHTOB. BBICOKUI TeMI

WHTEpHAIIMOHAIIM3AIMN TIPOSIBIISIETCA B YKpEIUIEHWHW OpeHna u

CTaOWJIIBHOM POCT€ TPOAAX, UTO CIY)KHT OCHOBOW  JJIst

JTAJIBHEUIIIEr0 paCIupEHUs.

2.2. Crparerusi 3aBO€BaHUA MEKITYHAPOAHBIX PHIHKOB
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OcHOBHBIE TPUHIMIBI cTparerud Bbixoga Li-Ning Ha

3apyOeXHbI€ PHIHKY BKJIFOUAIOT:

KynerypHass unrerpaums.  KomMnaHusi akTHBHO HCIOJIB3YET

AJIEMEHTBl KUTAWCKOW KYJIBTYPbl U BOCTOUHYIO 3CTETHUKY B CBOUX

MPOAYKTAaX MW MAPKCTHHI'OBBIX MATCpHUAJIAX, YTO IIPUBJICKACT

BHUMAaHHUE MEXKTyHapOIHBIX MOTpeOUTEIICH, 150000%11170:¢

YHUKAJIBbHBIC U DK30TUYHBIC TOBAPHI.
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Huddepenimanys MOpoOIyKTOB. B 3aBucumoctu OT

MPEANOYTeHU  pa3HbIX CTpaH KOMIAaHUS  pa3pabaThiBaeT

pa3MYHbIE JIMHEMKU  IPOAYKLUHWH, OpPHUEHTUPOBAHHBIE HA

MOTPEOHOCTH KOHKPETHBIX PBIHKOB. JTO BKJIIOYACT B ceOs Kak

TCXHOJIOTHYCCKHC HMHHOBAIlMHM, TdK WM MCCTHBIC IIPCAIIOUYTCHHA B

TU3afHe.

[TapTHepcTBa C MEXKIYyHAPOIHBIMU OpEeHIAMH. Li-Ning

aKTUBHO COTPYIHHMYAET C W3BECTHBIMH MUPOBBIMH OpeHIaMH U

T3aiiHepaMH, YTO CIIOCOOCTBYET OOMEHY OIIBITOM U YCUJICHHUIO

KOHKYPEHTHBIX MO3ULIMN HAa MEXIYHAPOIHOU apeHe.
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2.3. Ounenka 3((PeKTUBHOCTH CTpPaTerMd BbIX0AAa Ha

MEKITYHAPOIHbIe PbIHKHU

AHaM3 TIOKa3aj, 4YTO CTpaTrerus BBIXOJa Ha 3apyOcKHBIC

PBIHKKM TPUHOCUT KoMmanuu Li-Ning 3ameTHbIe YCIIEXH.

VYBenuueHne y3HaBaeMOCTH OpeHia, POCT MPOAAXK M YKpEIUIeHHe

peuyTagun Ha MG)KHYHapOHHOﬁ ApCHC ABJIAAIOTCA OCHOBHBIMHU

pe3yiibTaraMu. OIIHaKO, HCCMOTpPA Ha AOCTUTHYTBLIC YCIICXH,

KOMITaHUSl CTAJKUBAaE€TCA C BO3PACTAIOLIEW KOHKYpEHUMEW U

U3MCHSIIONIMMUCS YCIOBHSIMU Ha 3apyO€KHBIX PpBIHKAX, 4YTO

TpeOyeT MOCTOSIHHOM KOPPEKTUPOBKH CTPATETUH.
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3.PexkoMeHAaMU 1O YJIYYIICHUI0 CTPATerMu BbIX0AAa HA

3apy0e:KHble PLIHKH

3.1. Hcnoan3oBaHWe COBPEMEHHBIX TEXHOJIOTHH I

YIYYIICHUA CTPATEIrHd BbIX0/1a

B ycnoBusax mobanuzaruu u mudpoBoi Tpanchopmarmu Li-Ning

MOXCT 3HAYUTCJIBbHO YCHUIIMTL CBOK CTPATCIUI0, HHTCTPUPYSA HOBBIC

TEXHOJIOTHH. AHanu3 OOJBIINX JaHHBIX, HCKYCCTBeHHBIﬁ HHTCJIJICKT U

MAaIlIMHHOC 06yquI/Ie MMO3BOJISAIT KOMITAaHWM Oo0Jiee TOYHO OLICHUBATb

HOTpGGHOCTI/I KIIMCHTOB, @ TAKKC YJIYHIOUTHh IICPCOHATIN3ANIO ITPOAYKTOB

¥ MapKeTHHTOBBIX cTpareruii. Mcmonp3oBanue miargopm 3IeKTp
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	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 sportswear and footwear sector, serves as a prominent example of successful international expansion. This article discusses the development of a strategy and business plan for Li-Ning's entry into foreign markets. It analyzes the key factors influencing decision-making, successful cases of the company in international markets, as well as the problems and challenges 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
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