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The impact of crises on marketing: an exploratory 
study of an emerging market

Abstract

 Marketing performance in times of crises is an important research issue in contemporary marketing. The main 
idea in papers dealing with crisis marketing behavior is highlighting the crucial role of marketing in a crisis context. Our 
VWXG\�VKRZV�WKDW�WKLV�LV�QRW�DOZD\V�WKH�FDVH��7KHUH�DUH�GLIIHUHQW�W\SHV�RI�VLWXDWLRQV�ZKHUH�D�VLPSOL¿FDWLRQ�RI�PDUNHWLQJ�LV�
evident, the system of marketing in a company deteriorates, and marketing is downgraded to a function of mainly sales, 
and these situations are obviously not exceptions. The present study is aimed at understanding the reasons for the evident 
contradiction between crisis marketing theory and some empirical cases. The other objective is to understand the mecha-
QLVPV�RI�PDUNHWLQJ�VLPSOL¿FDWLRQ�LQ�WLPHV�RI�FULVLV��7KH�SDSHU�IRFXVHV�RQ�PDUNHWLQJ�EHKDYLRU�RI�FRPSDQLHV�RSHUDWLQJ�LQ�
5XVVLD�GXULQJ�WKH�FXUUHQW�������������FULVLV��DQG�WDNHV�LQWR�DFFRXQW�WKH�VSHFL¿FV�RI�WKH�PDUNHWLQJ�HQYLURQPHQW�DQG�WKH�
LQÀXHQFHV�IURP�WKH�V\VWHP�RI�PDQDJHPHQW�RQ�PDUNHWLQJ��RQH�RI�LWV�VXEV\VWHPV�
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Introduction

 Problems, issues and phenomena related to marketing performance during economic crises are of special inte-
UHVW�DQG�VLJQL¿FDQFH�IRU�DFDGHPLFV�DQG�D�FKDOOHQJH�IRU�PDUNHWLQJ�DQG�PDQDJHPHQW�H[HFXWLYHV��:LWK�UHVSHFW�WR�WKH�FXUUHQW�
FULVLV�� LW�VHHPV�WKDW�5XVVLDQ�FROOHDJXHV�DJUHH�WKDW�GXULQJ�D�FULVLV�WKH�UROH�RI�PDUNHWLQJ�VLJQL¿FDQWO\�JURZV�DQG�WKDW�WKH�
marketing tools available to marketing are highly important. At least, this is the “mainstream” idea broadly presented.
� +RZHYHU��RXU�RZQ�REVHUYDWLRQV�RI�WKH�PDUNHWLQJ�DFWLYLWLHV�RI�VRPH�5XVVLDQ�HQWHUSULVHV��RIWHQ��VHHP�QRW�WR�EH�LQ�
line with this statement. Furthermore, in certain situations one could have the impression that the role marketing plays in a 
crisis even diminishes. Consequently, those observations made us skeptical both about the real role of marketing and the 
WUXH�SHUFHSWLRQ�RI�LWV�UROH�GXULQJ�D�FULVLV��GHVSLWH�WKH�ZLGHVSUHDG�HPSKDVLV�RI�LWV�UROH��
 The main objective of this research is to explore why and how marketing changes in a crisis context using several 
different cases. We focus on mechanisms and interactions between the management system and marketing and try to 
H[SODLQ�FRQWUDGLFWLRQV�EHWZHHQ�WKH�LGHDV�RI�FULVLV�PDUNHWLQJ�WKHRU\��&07��DQG�D�QXPEHU�RI�HPSLULFDO�REVHUYDWLRQV�
 Our research aims to explain the evident contradictions between what marketing is supposed to be in times of 
FULVLV��MXGJLQJ�E\�&07�DVVXPSWLRQV��DQG�ZKDW�LW�LV�LQ�UHDOLW\��7KH�UHVXOWV�VKRZ�VLPSOL¿HG�PDUNHWLQJ�DV�D�W\SH�RI�PDUNHWLQJ�
performed in a special context and the explanation of the mechanism accounting for the selection of this type of behavior 
GHPRQVWUDWHG�E\�D�FRPSDQ\��,Q�WKH�VHFRQG�SDUW�RI�WKH�VWXG\�ZH�WU\�WR�¿QG�RXW�ZKHWKHU�WKLV�W\SH�RI�PDUNHWLQJ�EHKDYLRU�RU�
LWV�IHDWXUHV�FDQ�EH�LGHQWL¿HG�LQ�RWKHU�PDUNHWLQJ�HQYLURQPHQWV��ZLWK�D�KLJKHU�GHJUHH�RI�PDWXULW\����

Methodology of the study

 Our study is based on crisis marketing theory which emphasizes the crucial role marketing is supposed to play in 
times of crisis. The study consists of two parts. 
� )RU�WKH�¿UVW�SDUW��LQWHUYLHZV�ZHUH�XQGHUWDNHQ�ZLWK�WKH�&02V��&(2V�DQG�&)2V�RI����FRPSDQLHV�ZRUNLQJ�LQ�5XV-
sia. The companies selected at this stage operate in markets with a relatively low degree of the maturity of the marketing 
environment. Although this part of the study was challenging from an organizational point of view due to the structure of the 
VDPSOH��LW�JDYH�XV�WKH�QHFHVVDU\�LQVLJKW�WR�XQGHUVWDQG�WKH�UROH�RI�D�FULVLV�FRQWH[W�DQG�PHFKDQLVPV�WKDW�LQÀXHQFH�PDUNHWLQJ�
ERWK�IURP�RXWVLGH��WKH�FULVLV�FRQWH[W��DQG�LQVLGH�WKH�FRPSDQ\��WKH�V\VWHP�RI�PDQDJHPHQW���,QWHUYLHZV�ZLWK�WKH�&(2V�ZHUH�
an important source of information and gave us an insight into reasons behind why decisions were taken. As a result of this 
SDUW�RI�WKH�VWXG\��ZH�LGHQWL¿HG�VLPSOL¿HG�PDUNHWLQJ�DV�D�W\SH�RI�PDUNHWLQJ�DFWLYLW\�GXULQJ�D�FULVLV��
� ,Q�WKH�VHFRQG�SDUW��ZH�PDLQO\�WULHG�WR�LGHQWLI\�IHDWXUHV�RI�VLPSOL¿HG�PDUNHWLQJ�LQ�D�FRQWH[W�ZLWK�D�KLJKHU�GHJUHH�
RI�PDUNHWLQJ�PDWXULW\��)RU�WKLV�UHDVRQ��DQG�ZLWK�UHJDUG�WR�VRPH�RUJDQL]DWLRQDO�GLI¿FXOWLHV��LQ�WKH�PDMRULW\�RI�FDVHV�LQWHU-
YLHZV�ZHUH�FRQGXFWHG�ZLWK�PDUNHWLQJ�UHSUHVHQWDWLYHV�RQO\��L�H���&02V�DQG�RU�PDUNHWLQJ�GHSDUWPHQW�HPSOR\HHV��RI�WKH�
���FRPSDQLHV��IRU�WKH�DQDO\VLV��KRZHYHU��ZH�DOVR�VHOHFWHG����RI�WKHP���:H�IRFXVHG�RQ�FKDQJHV�FRQFHUQLQJ�WKH�VWUXFWXUH�
DQG�YROXPH��VKDUH�LQ�UHYHQXH�DQG�LWV�DEVROXWH�DPRXQW��RI�PDUNHWLQJ�EXGJHWV��PDUNHWLQJ�JRDOV��SODQQLQJ�KRUL]RQ���QHZ��
managerial procedures, marketing positions and changes related to them. In interviews, we tried to identify both differences 
in these points before and during the crisis and the reasons for it. 
� $W� GLIIHUHQW� VWDJHV� GXULQJ� WKH� VWXG\� VHFRQGDU\� GDWD� DQG� REVHUYDWLRQ� WHFKQLTXHV� �P\VWHU\� VKRSSLQJ� DQG� VLWH�
visits) were used but the main research method during both stages was the in-depth interview. We believe that different 
techniques dealing with this type of research should pay more attention to the particularity of the data to be collected. 
�$QGUHDQL�DQG�&RQFKRQ������D������E��&UHVVZHOO��������'HQ]LQ��������3DUN�DQG�3DUN��������$OWKRXJK�D�VHPL�VWUXFWXUHG�
questionnaire was elaborated, in many cases we used a memory-based technique. In particular, while interviewing CEOs 
DQG�&)2V�ZH�WULHG�QRW�WR�XVH��QRW�WR�VKRZ��WKH�TXHVWLRQQDLUH��UHSURGXFHG�LW�E\�PHPRU\��GLG�QRW�WDNH�DQ\�QRWHV�DQG�UH-
corded results immediately after the interviews had taken place. This technique is more preferable than PAPI and similar 
SURFHGXUHV�EHFDXVH�DOORZV�WKH�DWPRVSKHUH�WR�EH�OHVV�IRUPDO�DQG�PRUH�FRQ¿GHQWLDO�DQG�DOVR�WDNHV�LQWR�DFFRXQW�WKDW�VRPH�
respondents might feel restricted while discussing questions of “business intimacy”.  No statistical tools were used in this 
H[SORUDWRU\�UHVHDUFK��)RU�WKH�SXUSRVHV�RI�WKH�LQWHUSUHWDWLRQ��ZH�XVHG�WHFKQLTXHV�RI�ORJLFDO�DQDO\VLV��D�K\SRWKHWLFR�GHGXF-
tive method involving vertical and horizontal analysis). 
� 7KH�UHVXOWV�RI�WKH�LQWHUYLHZV�ZHUH�FDWHJRUL]HG�LQWR�WZR�SDUWV��2Q�WKH�RQH�KDQG��ZH�LGHQWL¿HG�VLPLODULWLHV�DQG�GLIIH-
UHQFHV�EHWZHHQ�ERWK�FOXVWHUV��2Q�WKH�RWKHU�KDQG��UHODWLRQV�EHWZHHQ�IDFWRUV��FDXVHV�DQG�UHVXOWV��LQ�WHUPV�RI�WKH�LQWHUDFWLRQ�
between the macro-level, the system of management and its subsystem of marketing were established. 
� 6LQFH�WKH�¿UVW�SDUW�RI�WKH�VWXG\�DLPHG�DW�XQGHUVWDQGLQJ�WKH�PHFKDQLVP�WKDW�OHDGV�WR�PDUNHWLQJ�VLPSOL¿FDWLRQ��ZH�
deliberately considered only cases where this type of activity was evident. However, this does not mean that this might 
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EH�WKH�RQO\�W\SH�RI�PDUNHWLQJ�LQ�WKLV�FOXVWHU��KHUHDIWHU�UHIHUUHG�WR�DV�&����,Q�WKH�VHFRQG�SDUW�RI�WKH�UHVHDUFK�KRZHYHU�ZH�
LGHQWL¿HG�WZR�VXE�FOXVWHUV��WKH�¿UVW�RQH��KHUHDIWHU�UHIHUUHG�WR�DV�&������ZDV��DV�D�PDWWHU�RI�IDFW��DOPRVW�VLPLODU�WR�&���WKH�
VHFRQG�FOXVWHU��KHUHDIWHU�UHIHUUHG�WR�DV�&������VWDQGV�RXW�
 Our attention was not focused primarily on some successful crisis marketing tools. Rather, we tried to consider 
changes in a broader range of marketing activities as a series of interactions between a company and its customers, which 
GLIIHUV�IURP�WKH�DSSURDFK�WKDW�LV�ZLGHO\�XVHG�LQ�SXEOLFDWLRQV�ZLWKLQ�&07��QRWHV�RQ�/����DQG�/����FDQ�EH�IRXQG�LQ�WKH�³/LWH-
rature review”).
 Both studies are related to the current crisis in Russia, although we generalize this experience when it seems 
appropriate and use the word “crises” or “a crisis” for it. 

Literature review

� 7KH�SUHVHQW�VWXG\�LV�EDVHG�RQ�WKH�LGHDV�RI�FULVLV�PDUNHWLQJ�WKHRU\��&07���8QGHU�&07��ZH�FDQ�XQGHUVWDQG�WKH�
scope of the theoretical and empirical contributions on marketing performance during times of crisis. 
 For our purposes, we used the criteria “maturity of marketing context” and “type of research” to characterize 
WKH�PDLQ�LGHDV�RI�&07�DQG�FRQVLGHUHG�GLIIHUHQW�JURXSV�RI�SXEOLFDWLRQV��DV�VKRZQ�LQ�7DEOH����WR�PDNH�WKH�WH[W�PRUH�UHD-
der-friendly we used “L”, which stands for “literature”, in contrast to “C”, which stands for “Cluster”, as already mentioned).

 A theoretical platform of CMT is built by publications in L1.2. Their authors assume that marketing plays a crucial 
UROH�LQ�WLPHV�RI�FULVLV��LWV�UROH�LQFUHDVHV�LQ�FULVHV��DQG�FXWV�RI�PDUNHWLQJ�EXGJHWV�LQ�WKHVH�WLPHV�LV�D��VWUDWHJLF��PLVWDNH��
ZKHUHDV��DGGLWLRQDO��LQYHVWPHQW�LQWR�PDUNHWLQJ�GXULQJ�FULVHV�WLPHV�SD\V�RII��HVSHFLDOO\�DIWHU�WLPHV�RI�FULVLV���&DVWRU��������
&RUUHD�HW�DO����������5KRGHV�DQG�6KHOWHU��������:LONLQVRQ��������+ROOLV��������6KUDJHU��������)HUUHOO�DQG�+DUWOLQH��������
$QJ�HW�DO���������+RROH\�HW�DO���������5REHUWV�������DPRQJ�PDQ\�RWKHUV���,W�LV�HYLGHQW�WKDW�WKH�DXWKRUV�LQ�/����WDNH�IRU�
JUDQWHG�WKH�SUHPLVH�WKDW�PDUNHWLQJ�HQYLURQPHQW�LV�PDWXUH�LQ�DQ\�VLWXDWLRQ��WKHUHIRUH��DQ�REMHFWLYH�QHHG�IRU�PDUNHWLQJ�LV�
high. This might be true for mature markets but is not always the case in markets with a lower degree of both marketing 
maturity and objective necessity in marketing.
� $V�D�PDWWHU�RI�IDFW��ZH�KDUGO\�VHH�DQ\�GLIIHUHQFH�EHWZHHQ�WKHVH�LGHDV�DQG�WKRVH�LQ�/�����5XVVLDQ�DFDGHPLFV���
although they are related to two different marketing environments. The dominant idea in publications of the sub-group L1.1 
is on the leading role of marketing at all times, including during crises. A certain degree of mistrust on the part of Russian 
SUDFWLWLRQHUV�WRZDUGV�DFDGHPLF�ZRUNV��DV�WKH�UHVXOWV�RI�RXU�LQWHUYLHZV�ZLWK�&(2V�VKRZ��PHDQV�WKDW�VRPHWKLQJ�PLJKW�EH�
wrong with that academics’ approach in which marketing tools from a mature context are suggested to be automatically 
LPSRUWHG�LQWR�5XVVLDQ�PDUNHWV�DV�D�UHPHG\�DQG�D�³SDQDFHD´���%DGRW�DQG�&RYD�������
� 7KH�VDPH�LGHD�LV�EURDGO\�SUHVHQWHG�LQ�/�����DXWKRUV�RI�WKLV�VXE�JURXS�ZRUN�RQ�WKH�VDPH�SUHPLVH�DV�WKHLU�FROOHD-
JXHV�LQ�/�����2EYLRXVO\��WKHLU�VXJJHVWLRQV�LPSO\�D�KLJK�OHYHO�RI�PDUNHWLQJ�PDWXULW\�RI�WKH�HQYLURQPHQW���.|NVDO�DQG�ė]JĦO��
������2¶0DOOH\�HW�DO���������0LWUDQ�DQG�%HEHúHOHD��������1DLGRR��������,Q�VRPH�FDVHV��WKH�DXWKRUV�GR�QRW�SD\�VXI¿FLHQW�

Table 1

Types of CMT papers

Type of contribution

Maturity of marketing context

Russian and some CIS 
markets

Mature markets Emerging markets

Theoretical contribution L1.1 L1.2 L1.3

Empirical research L2.4 L2.5 L2.6
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DWWHQWLRQ�WR�WKH�FULVLV�FRQWH[W��ZKLFK�LV�DOVR�QRW�DQ�H[FHSWLRQ�LQ�SXEOLFDWLRQV�RQ�FULVLV�PDUNHWLQJ���7RPãH�DQG�6QRM��������
0LWUDQ�DQG�%HEHúHOHD�������
 Publications of groups L2.4 – L2.6 illustrate and prove some basic ideas and principles of CMT in empirical exa-
mples. The problem, however, is that they often consider some tools or fragments of performance only. In this sense, from 
WKH�SRLQW�RI�YLHZ�RI�D�IUDJPHQWDU\�DSSURDFK��RXU�¿QGLQJV�ZLWK�UHJDUG�WR�&����VHHP�WR�EH�LQ�OLQH�ZLWK�WKH�LGHDV�RI�DXWKRUV�
in L1.2: in almost all companies in this part of the study there are successful examples of new creative and inventive crisis 
PDUNHWLQJ�WRROV��+RZHYHU��ZH�EHOLHYH�WKDW�WKH�LOOXVWUDWLRQ�RI�VRPH�WRROV��RQO\���QR�PDWWHU�KRZ�VXFFHVVIXO�WKH\�PLJKW�EH��
cannot be used as evidence of the role marketing really plays in times of crisis: for this purpose, a broader perspective is 
needed. It seems sometimes that publications in L2.4 and L2.6 were deductively aimed at proving the role of marketing in 
WLPHV�RI�FULVLV��DV�ZHOO��LQ�IXOO�FRPSOLDQFH�ZLWK�WKH�LGHDV�LQ�/�����
 The sub-group L2.4 contains some critical approaches towards marketing. As a matter of fact, these publica-
WLRQV�DUH�YHU\�³GLIIXVLYH´��L�H��TXLWH�UDUH���DUH�QRW�IRFXVHG�SULPDULO\�RQ�PDUNHWLQJ��RIWHQ�WKH\�DUH�SUHVHQWHG�E\�FRQVXOWDQWV�
LQ�PDQDJHPHQW�RU�HYHQ�UHODWHG�DUHDV��DQG�GR�QRW�UHÀHFW�³PDLQVWUHDP´�LGHDV�RQ�WKH�FUXFLDO�UROH�RI�PDUNHWLQJ�WKDW�DUH�VR�
widespread among Russian marketing academics.   
 To the group L2.4 we also allocated surveys of a non-academic nature. Among others, we considered contri-
EXWLRQV�PDGH�LQ�WKH�IUDPHZRUN�RI�WKH�*DLGDU�)RUXP�������ZKLFK�LV�D�IDPRXV�GLVFXVVLRQ�SODWIRUP�IRU�DFDGHPLFV��SUDFWL-
tioners, and top Russian politicians, annually held at RANEPA, Moscow), a number of secondary studies conducted for 
FRPPHUFLDO�SXUSRVHV��L�H��³&RQVXPHU�PDUNHW�RI�5XVVLD�DQG�UDWLQJ�RI�UHWDLO�FKDLQV�)0&*´�FRQGXFWHG�E\�,QIROLQH�UHVHDUFK�
$JHQF\�LQ�WKH�)DOO�RI�������D�UHSUHVHQWDWLYH�UHVHDUFK�RI�5XVVLDQ�UHDO�HVWDWH�DJHQFLHV��ERWK�FRQVWUXFWLRQ�DQG�VHOOHUV����$�
GLI¿FXOW\�ZLWK�WKLV�JURXS�RI�VRXUFHV�ZDV�REWDLQLQJ�SHUPLVVLRQ�WR�XVH�WKHLU�UHVXOWV�LQ�SXEOLFDWLRQV�
  It seems evident that the existing CMT, both for mature and emerging markets, needs still to be revised in some 
DVSHFWV��:H�KRSH�WKDW�RXU�VXJJHVWLRQV�ZRXOG�EH�KHOSIXO�IRU�WKLV��WKH\�FRQFHUQ�����WKH�LGHD�RI�WKH�QHFHVVLW\�WR�FRQVLGHU�
D�EURDGHU�VFRSH�RI�PDUNHWLQJ�SHUIRUPDQFH��DQG�QRW�RQO\�VRPH�RI�LWV�IUDJPHQWV��DQG�����UHODWLQJ�PDUNHWLQJ�SHUIRUPDQFH�
to the criterion of the “objective necessity” in marketing and the maturity of marketing context in which the marketing is 
EHLQJ�SHUIRUPHG��7KLV�DSSURDFK�PLJKW�KHOS�WR�HVWDEOLVK�PRUH�FRQ¿GHQFH�LQ�&07�IURP�SUDFWLWLRQHUV��PDNH�&07¶V�LGHDV�
DQG�SULQFLSOHV�PRUH�UHOLDEOH�DQG�DYRLG�SKHQRPHQD��ZLWK�UHIHUHQFH�WR�RXU�:HVWHUQ�FROOHDJXHV��VXFK�DV�³PDUNHWLQJ�IXQGD-
PHQWDOLVP´��³PDUNHWLQJ�FRORQLDOLVP´��³PDUNHWLQJ�SDQDFHDV´��³PDUNHWLQJ�P\RSLD´��%DGRW�DQG�&RYD���������DQG�³PDUNHWLQJ�
LQFUHPHQWDOLVP´��'KRODNLD���������7KHUH�LV�D�QHHG�IRU�D�OHVV�GHFODUDWLYH�WKHRUHWLFDO�SODWIRUP�IRU�PDUNHWLQJ�LQ�WLPHV�RI�FULVLV��
�%UDGORZ��������6RPH�HVVHQWLDO�LGHDV�RI�JHQHUDO�PDUNHWLQJ�QHHG�WR�EH�UHYLVHG�IRU�WKH�VSHFL¿FV�RI�WLPHV�RI�FULVLV��%UDGORZ��
������0LWUDQ�DQG�%HEHúHOHD��������DQG�EHWWHU�WDLORUHG�WR�WKH�UHDO�QHHGV�RI�SUDFWLWLRQHUV��'KRODNLD���������WKRXJK�WKH\�DUH�
true for some aspects of marketing applied not only in times of crisis.

Findings 

 Companies in all clusters worked in the same macro-context. Its characteristics might be considered common to 
DQ\��HFRQRPLF��FULVLV�FRQWH[W��7KH�³FULVLV�OLNH´�W\SH�RI�WKH�FRQVXPHU�EHKDYLRU��WKH�DFWXDO�RU�H[SHFWHG�ORVV�RI�WKH�FRPSDQ\¶V�
LQFRPH��DV�ZHOO�DV�VRPH�QHJDWLYH�FKDQJHV�LQ�5XVVLDQ�¿QDQFLDO�DQG�PRQHWDU\�V\VWHPV�KDG�FUHDWHG�QHZ�FKDOOHQJHV�IRU�
PDQDJHPHQW��DQ�³LQSXW´�IURP�WKH�PDFUR�HQYLURQPHQW���
� ,Q�&��ZH�LGHQWL¿HG�D�VXUYLYDO�W\SH�RI�FRUSRUDWH�VWUDWHJ\��&RPSDQLHV�LQ�&��KDG�WR�VWUXJJOH�IRU�WKHLU�¿QDQFLDO�VXU-
YLYDO��7KH�XQH[SHFWHG�FKDQJHV�LQ�HFRQRPLF�DQG�¿QDQFLDO�V\VWHPV�RI�WKH�FRXQWU\�FRLQFLGHG�ZLWK�WKH�QHFHVVLW\�RI�WKHVH�
FRPSDQLHV�WR�SD\�FUHGLW�LQ�(XUR���±�$V�D�UHVXOW��FDVK�ÀRZ�JHQHUDWLRQ�EHFDPH�DQ�DEVROXWH�SULRULW\�DQG�D�SULPDU\�WDVN�IRU�D�
company’s survival, on the one hand, and cost cuts on the other. As a consequence of the lack of a clear understanding of 
perspectives and the duration of the crisis, the planning horizon in these companies was reduced to a much shorter-term 
perspective.  
� ,Q�ERWK�FOXVWHUV�� WKH�PDUNHWLQJ�H[HFXWLYHV� LQWHUYLHZHG�VDZ�WKUHH�W\SHV�RI� LQÀXHQFH�IURP�PDQDJHPHQW�XSRQ�D�
FRPSDQ\¶V�PDUNHWLQJ� V\VWHP�� H[SHFWDWLRQV� IURP�PDUNHWLQJ�� FKDQJHV�ZLWKLQ� WKH� V\VWHP�RI�PDQDJHPHQW� WKDW� LQÀXHQFH�
PDUNHWLQJ�PRVWO\��DQG� WKH� UHVXOW�RI� WKHVH� LQÀXHQFHV��7KH� IROORZLQJ�FKDUDFWHULVWLFV�ZHUH�FRPPRQ� WR�DOO� FRPSDQLHV�� ����
FKDQJH�RI�VWUDWHJLF�JRDOV������DQ�DEVROXWH�SULRULW\�RI�FDVK�ÀRZ�JHQHUDWLRQ�DQG�FRPPHUFLDO�.3,V�DQG�����FRVW�FXWV��,Q�WKH�
QHZ�FRQWH[W��QHZ�HYDOXDWLRQ�FULWHULD�ZHUH�LQWURGXFHG��H[SOLFLWO\�DQG�RU�LPSOLFLWO\��LQ�DOO�FRPSDQLHV��FDVK�ÀRZ�JHQHUDWLRQ�DQG�
the speed with which costs transformed into sales. From the perspective of the majority of the marketers, marketing was 
PDLQO\�LQÀXHQFHG�E\�WKH�IROORZLQJ�IDFWRUV��³LQSXW´���GRPLQDQFH�RI�D�VKRUWHU�WHUP�SHUVSHFWLYH��ODFN�RI�FODULW\�DERXW�ORQJHU�
perspectives, necessity to adjust marketing to the new managerial priorities, and a short-term perspective for the evalua-
tion of results. Consequently, marketing goals and new priorities in marketing activities were changed. 
 A tendency to switch to more undemocratic management tools was evident in both clusters, but especially in C1. 
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Many marketers in C1 reported of a number of examples when marketing decisions were “patronized” or overseen by a 
QRQ�PDUNHWLQJ�PDQDJHU��DV�D�UXOH��LQ�PDQ\�FDVHV�LW�ZDV�WKH�¿QDQFLDO�FKLHI�RI¿FHU��LQ�VRPH�FDVHV�WKH�UROH�RI�PDUNHWLQJ�
³SDWURQDJH´�WRRN�RQH�RI�WKH�FRPSDQ\¶V�RZQHUV���)RU�VXUH��WKLV�GHFLVLRQ�FRXOG�QRW�EXW�GLPLQLVK�WKH�UROH�RI�PDUNHWLQJ�GLUHFWRU�
within the company and demotivate marketing staff. [Zehir &Savi, 2004]) In addition to this, in C1 marketing was perceived 
E\�QRQ�PDUNHWHU�UHVSRQGHQWV�DV�QRW�SOD\LQJ�D�VLJQL¿FDQW�UROH�LQ�WKHLU�PDUNHWV��,Q�JHQHUDO��WKH�SRVLWLRQ�RI�PDUNHWLQJ�LQ�HDFK�
FRPSDQ\�LQ�&��ZDV�UHGXFHG�WR�D�VHFRQGDU\�UROH��PDUNHWLQJ�ZDV�H[SHFWHG�WR�JHQHUDWH�VDOHV��ZLWK�VWUHVV�SODFHG�RQ�OHDG�
generation). In many cases, we had the impression that a magic formula to create sales was expected from marketing.
 In contrast to C1, marketing in C2.2 reportedly did not lose its position and authority in companies to the same 
extent as was the case in C1. All respondents characterized the criteria of “subjective necessity” in marketing as “high”, 
“quite high”, “high enough”, “above the average”. CEOs in all companies of this cluster reportedly considered marketing 
a necessary managerial tool. In general, respondents evaluated management in all companies of C2.2 as “progressive”, 
³TXLWH�HI¿FLHQW´�� ³SURIHVVLRQDO´�DQG� ³UHVXOW�RULHQWHG´��6HYHUDO�HI¿FLHQW�PRGHUQ�PDQDJHULDO� WRROV�ZHUH�VXFFHVVIXOO\� LQWUR-
GXFHG�DQG�XVHG�LQ�WKHVH�FRPSDQLHV�� ,Q�DOO�FDVHV��PDQDJHULDO�GHFLVLRQV�EHFDPH�VLJQL¿FDQWO\�PRUH�FRVW�FRQVFLRXV���2I�
FRXUVH��LW�KDG�SRVLWLYH�LQÀXHQFHV��H�J��LQ�WHUPV�RI�HI¿FLHQF\�DQG�XVH�RI�QHZ�WRROV��DJLOH�FRVW�PDQDJHPHQW����,Q�FRQWUDVW�
WR�&���D�FRPSDQ\¶V�EHKDYLRU�DQG�VWUDWHJLF�FKDQJHV�LQ�WKHLU�DFWLYLW\�FDQ�REYLRXVO\�EH�TXDOL¿HG�DV�DQ�DGMXVWPHQW�WR�D�QHZ�
context aimed at the optimization of all business activities, including marketing. 
� �6LPLODU�WR�&���QHZ�PDQDJHULDO�SULRULWLHV��H[SOLFLWO\�RU�LPSOLFLWO\��ZHUH�UHODWHG�WR�VDOHV�JHQHUDWLRQ�LQ�D�VKRUWHU�WHUP�
perspective. As a matter of fact, sales creation and promotion became the main priority of marketing in C2.2, as well. All 
UHVSRQGHQWV�XQGHUOLQHG�D�PXFK�VWURQJHU�RULHQWDWLRQ�DW��VRPHWLPHV�WRR�H[WHQVLYH��OHDG�JHQHUDWLRQ�DQG�WKH�XVH�RI�PRUH�
aggressive marketing tools. Trade marketing activities and any marketing activities targeted at sales promotion became 
of the absolute importance, as well. Companies’ managers demonstrated a bigger readiness to experiment and to take 
ULVNV�ZKLOH�FUHDWLQJ��QHZ��PDUNHWLQJ�WRROV�DQG�WR�VXSSRUW�WKHVH�H[SHULPHQWV�ZLWK�UHVRXUFHV�QHFHVVDU\��UHVSRQVLELOLW\�IRU�
WKH�UHVXOW�ZDV�DOZD\V�JLYHQ�WR�PDUNHWLQJ�PDQDJHU��HYHQ�LI�WKH�GHFLVLRQ�KDG�EHHQ�LPSRVHG�XSRQ�KHU��KLP���,Q�VRPH�FDVHV��
WRROV�ZHUH�GHVFULEHG�DV�EHLQJ�QRW�DOZD\V�DSSURSULDWH��EXW�LPSRVHG�RQ�PDUNHWLQJ��DQG�VRPHWLPHV�GHFHLWIXO��,Q�&�����DV�
ZHOO���QHZ��H[SHFWDWLRQV��LQ�PDQ\�FDVHV�SHUFHLYHG�DV�HPRWLRQDO�SUHVVXUH��ZHUH�QRWLFHG��³QHZ´�PDUNHWLQJ�ZDV�H[SHFWHG��
VRPH�RI�WKHVH�H[SHFWDWLRQV�ZHUH�KDUG�WR�IXO¿O��VLPLODU�WR�WKH�VLWXDWLRQ�LQ�&���VRPH�&02V�LQ�&����KDG�WKH�LPSUHVVLRQ�WKDW�D�
³PLUDFXORXV´�VROXWLRQ�ZDV�DOVR�H[SHFWHG�IURP�WKHP��VRPH�QHZ�PDQDJHULDO�WRROV�DQG�SURFHGXUHV�ZHUH�HYDOXDWHG�DV�D�PD-
nagerial obstacle. In many cases, symptoms of a “soft patronage” were reported, which was especially true during budget 
approvals. 
� &KDQJHV�LQ�LQWHUDFWLRQV�ZLWK�WKH�VDOHV�GHSDUWPHQW��H[DJJHUDWHG�H[SHFWDWLRQV�RI�OHDG�JHQHUDWLRQV�IURP�PDUNHWLQJ�
as a condition to create sales) and a tendency, with regard to lead generation and promotional activities, to organize brains-
WRUPV�LQ�PDQ\�FDVHV��WUXH�IRU�&���ZHUH�LQLWLDWHG�E\�UHSUHVHQWDWLYHV�RI�QRQ�PDUNHWLQJ�GHSDUWPHQWV��,GHDV�ZHUH�LPSRVHG�
and pushed. Some interviewees among the marketers in both clusters reported having received accusations of being too 
slow or not creative enough from CEO. In general, there was a lot of proof of decisions that were taken too impulsively 
�VRPH�ZHUH�LPSRVHG�XSRQ�WKH�PDUNHWHUV���7KHUH�ZHUH�FDVHV�UHSRUWHG�ZKHQ�PDUNHWLQJ�ZDV�FRQVLGHUHG�PRUH�UHVSRQVLEOH�
IRU�VDOHV�WKDQ�WKH�VDOHV�GHSDUWPHQW��PDLQO\�EHFDXVH�RI�LQVXI¿FLHQW�OHDGV�JHQHUDWHG���
� $JJUHVVLYH�VDOHV�WUDLQLQJ�ZHUH�LQWURGXFHG�LQ�FRPSDQLHV�WKDW�KDG�QRW�HPSOR\HG�LW�SUHYLRXVO\�RU��LQ�PRVW�FDVHV��
XVHG�LW�RQO\�RFFDVLRQDOO\��VRPHWLPHV��&02V�ZHUH�FKDUJHG�ZLWK�WKLV�QHZ�IXQFWLRQ���,Q�VRPH�FDVHV��WKH�VKDUH�RI�WUDLQLQJ�
H[SHQGLWXUHV�ZLWKLQ�D�PDUNHWLQJ�EXGJHW�EHFDPH�HYHQ�ELJJHU��WKRXJK��DJJUHVVLYH��VDOHV�WUDLQLQJ�UHSODFHG�RWKHU�IRUPV�RI�
WUDLQLQJ��L�H��VHUYLFH��SURGXFW��PRWLYDWLRQDO��HWF���LQ�VRPH�FDVHV��
� 6RPH�PDUNHWLQJ�GHFLVLRQV�WDNHQ�RU��LPSRVHG�RQ�PDUNHWLQJ��E\�WKH�FRPSDQ\¶V�PDQDJHU�V��REYLRXVO\�ZHUH�DEOH�
to destroy or to weaken the company’s positioning. That step was in many cases considered as acceptable in the contem-
SRUDU\�FRQWH[W��PRUH�LQ�&���OHVV�LQ�&������:KLOH�EHLQJ�WDUJHWHG�DW�VDOHV�SURPRWLRQ�ZLWK�DQ\�WRROV�DYDLODEOH��WKH�FRPSDQ\¶V�
PDQDJHPHQW�ZDV�UHDG\�WR�FRQVLGHU�TXHVWLRQV�RI��WDUJHW��SRVLWLRQLQJ�DV�VRPHWKLQJ�VHFRQGDU\�

Discussion 

� 7KHUH�DUH�GLIIHUHQW�PDUNHWLQJ�HQYLURQPHQWV��&��YHUVXV�&����DQG�&�����DQG�WKHUH�DUH�YDULDQFHV�RI�PDQDJHPHQW�
EHKDYLRU�GXULQJ�D�FULVLV�LQ�WKH�FDVHV�LQYHVWLJDWHG��$W�WKH�VDPH�WLPH��GLIIHUHQW�W\SHV�RI�PDQDJHPHQW��DQG�PDUNHWLQJ��EHKD-
YLRU�FDQ�EH�LGHQWL¿HG�HYHQ�LQ�WKH�VDPH�PDUNHWLQJ�HQYLURQPHQW��&����DQG�&������'LIIHUHQFHV�ZHUH�UHODWHG�WR�WKH�UROH�RI�WKH�
PDWXULW\�RI�WKH�PDUNHWLQJ�HQYLURQPHQW��WR�GLIIHUHQW�¿QDQFLDO�VLWXDWLRQV�LQ�FRPSDQLHV��DQG�WR�WKH�SHUFHSWLRQ�RI�PDUNHWLQJ�E\�
&(2V��$SDUW�IURP�FRPSDQLHV�VWUXJJOLQJ�IRU�WKHLU�H[LVWHQFH�GXH�WR�VRPH�VHYHUH�¿QDQFLDO�VLWXDWLRQ��&���&������RWKHU�FRP-
SDQLHV��&�����GLG�QRW�IDFH�VXFK�VHYHUH�¿QDQFLDO�UHVWULFWLRQV��:LWK�UHJDUG�WR�FRUSRUDWH�VWUDWHJLHV�LQ�&��DQG�&�����ZH�XVH�
WHUPV�VXFK�DV�³VXUYLYDO´�DQG�³DGMXVWPHQW´��ZKLFK��LQ�LWV�WXUQ��LV�VLPLODU�WR�FRUSRUDWH�VWUDWHJLHV�RI�RSWLPL]DWLRQ���UHFLSURFDOO\��
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'HVSLWH�VRPH�LQWHUQDO�GLIIHUHQFHV�±� LQ�WKLV�UHJDUG�ZH�PHQWLRQHG�WKH� OHYHO�RI�¿QDQFLDO�UHVWULFWLRQV�DQG�WKH�FULWHULRQ�RI�D�
“subjective necessity” in marketing – there are similarities, which allows us to talk of “typical” crisis management behavior. 
&RPPRQ�IHDWXUHV�WKDW�DUH�UHOHYDQW�ERWK�IRU�PDQDJHPHQW�DQG�PDUNHWLQJ�LQFOXGH�����EXGJHW�UHVWULFWLRQV������SULRULWLHV�RI�D�
FRPSDQ\�ZLWK�D�IRFXV�RQ�VKRUW�WR�PLG�WHUP�VDOHV������ODFN�RI�FODULW\�DERXW�ORQJ�WHUP�PDUNHW�SHUVSHFWLYHV��DQG�����ULVN�WR�WDNH�
some marketing decisions which are true from the point of view of CMO but do not correspond with some new corporate 
priorities. 
 Marketing behavior within these types of corporate strategies might seem different in many aspects. Within these 
WZR�W\SHV�RI�FRUSRUDWH�VWUDWHJLHV�ZH�FKDUDFWHUL]H�WKH�PDUNHWLQJ�EHKDYLRU�LQ�&��ZLWK�WKH�WHUP�³VLPSOL¿FDWLRQ´��ZKLOH�IRU�&����
ZH�LQVWHDG�WDONHG�RI�D�³PRGL¿HG�PDUNHWLQJ´��$W�WKH�VDPH�WLPH��GHVSLWH�WKH�GLIIHUHQFHV�ERWK�LQ�WKH�PDUNHWLQJ�HQYLURQPHQW�
and in the system of management, on the one hand, and within these two marketing models, there are a number of simi-
ODULWLHV�EHWZHHQ�WKHP�LQ�&��DQG�&�����,W�LV�REYLRXV�WKDW�DOO�VLJQL¿FDQW�FKDUDFWHULVWLFV�RI�VLPSOL¿HG�PDUNHWLQJ�LQ�&��FRXOG�EH�
LGHQWL¿HG�LQ�&�����,Q�RWKHU�ZRUGV��DOWKRXJK��DW�¿UVW�JODQFH��WKHVH�WZR�W\SHV�RI�PDUNHWLQJ�EHKDYLRU��VLPSOL¿HG�DQG�PRGL¿HG�
marketing, are being performed within different corporate strategies and seem to be different in many aspects, this is not 
true because of the two following reasons. First, although respondents in C2.2 were more likely to evaluate both manage-
ment and marketing of their company with terms such as “appropriate”, “adequate”, “due to the crisis” etc., the differences 
between both types of marketing can be described with the words “more” or “less” but, as a matter of fact, in both cases the 
same characteristics can be used. Second, although all of our respondents in C2.2 underlined the importance of marketing 
in their companies and illustrated the use of some “progressive” tools, some features of, and tendencies towards, a dete-
ULRUDWLRQ�RI�WKH�V\VWHP�RI�PDUNHWLQJ�DQG�WKH�ORVV�RI�PDUNHWLQJ¶V�SRVLWLRQV�ZLWKLQ�D�FRPSDQ\�ZHUH�HYLGHQW��DV�IRU�WKH�QHZ�
FUHDWLYH�DQG�LQQRYDWLYH�WRROV��WKH\�DOO�FRQFHUQHG��QHZ��WUDGH�PDUNHWLQJ�PHFKDQLFV��QHZ�IRUPV�RI�FROODERUDWLRQ�ZLWK�VXS-
pliers and partners in trade marketing and closer relations with consumers aimed at lead and sales generation. Examples 
RI�FORVHU�UHODWLRQV�ZLWK�FRQVXPHUV�ZHUH�LGHQWL¿HG�DW�WKH�SUH�VDOHV�VWDJH�RQO\��PRUHRYHU��WKHUH�ZHUH�VRPH�H[DPSOHV�RI�
trade-marketing activities that were not appropriate or even deceitful. Additional investments in marketing concerned some 
EXGJHW�DUWLFOHV�RQO\��DFFRUGLQJ�WR�WKH�QHZ�SULRULWLHV��DQG�XVXDOO\�WKHVH�ZHUH�PDGH�ZLWK�IXQGV�GLYHUWHG�IURP�RWKHU�DUHDV�DQG�
activities that had lost their importance. It seems that other areas of marketing became of secondary importance. Similar 
to C1, in most C2.2 companies, cuts of commercially “inevident´�SURMHFWV��L�H���SURMHFWV�WKDW�GLG�QRW�KDYH�D�FOHDU�RU�GLUHFW�
LQÀXHQFH�XSRQ�VDOHV� LQ�D�VKRUW�WHUP�SHUVSHFWLYH��DQG�PDQDJHUV¶�VNHSWLFLVP�WRZDUGV�SV\FKRJUDSKLF�JRDOV�DQG�SURMHFWV�
ZHUH�UHFRUGHG��7KH�LGHD�PHQWLRQHG�DERYH�WKDW�PDUNHWLQJ�LQ�D�FULVLV�FRQWH[W�EHFRPHV�PRUH�HI¿FLHQW�PLJKW�EH�WUXH�RQO\�
with a short-term perspective in which it was used in all companies. As a matter of fact and despite the different viewpoints 
RI�VRPH�RI�RXU�UHVSRQGHQWV��LQ�ERWK�FDVHV��EXW�WR�D�GLIIHUHQW�H[WHQW��DV�DOUHDG\�PHQWLRQHG��SRVLWLRQV�RI�PDUNHWLQJ�ZLWKLQ�
D�FRPSDQ\�EHFDPH�PRUH�VXERUGLQDWH�WKDQ�EHIRUH�WKH�FULVLV��1HZ��H[SOLFLW�RU� LPSOLFLW��H[SHFWDWLRQV�IURP�PDUNHWLQJ�DQG�
�WKHUHIRUH��D�QHZ�SHUFHSWLRQ�RI�LW��RQ�WKH�RQH�KDQG��DQG�REMHFWLYH�SRVVLELOLWLHV�WR�FRUUHVSRQG�WR�WKHVH�QHZ��DQG�REYLRXVO\�
exaggerated) expectations, in!uence, directly or indirectly, and as a consequence reduce the position and the role of both 
WKH�VXEV\VWHP�RI�PDUNHWLQJ�DQG�WKH�PDUNHWLQJ�RI¿FHU�LQ�WKH�FRPSDQ\��±�7KHVH�DUH�WKH�UHDVRQV�ZK\�WKH�IROORZLQJ�WHUPV�DUH�
DSSURSULDWH�WR�GHVFULEH�WKH�TXDOLW\�RI�PDUNHWLQJ�LQ�&�����VLPSOL¿FDWLRQ��GRZQJUDGLQJ��GHWHULRUDWLRQ��UHGXFWLRQ�RI�PDUNHWLQJ�
to primarily serve sales needs, a step back. Therefore, both types of marketing are rather similar then different. From this 
SRLQW�RI�YLHZ��ZH�HYDOXDWH�ERWK�SDWWHUQV�DV�YDULDQWV�RI�WKH�VDPH�W\SH�RI�PDUNHWLQJ��,Q�RWKHU�ZRUGV��³PRGL¿HG�PDUNHWLQJ´�
as a type of marketing behavior appropriate within the corporate strategy of adjustment is a variant of the same marketing 
EHKDYLRU��WKDW�RI�PDUNHWLQJ�VLPSOL¿FDWLRQ�
 In the cluster with higher degrees of “objective” and “subjective” necessity in marketing there are symptoms of 
PDUNHWLQJ�VLPSOL¿FDWLRQ��2EYLRXVO\��ZH�GHDO�ZLWK�VRPH�TXLWH�XQLYHUVDO�FKDUDFWHULVWLFV�DQG�IHDWXUHV�LQKHUHQW�WR�FULVLV�PDU-
NHWLQJ�SHUIRUPDQFH��LQ�JHQHUDO���DQG�WKH\�DUH�FRPPRQ�WR�ERWK�FOXVWHUV�ZLWK�GLIIHUHQW�GHJUHHV�RI�PDUNHWLQJ�PDWXULW\��:H�
VXSSRVH�DOVR�WKDW�D�VLPSOL¿FDWLRQ�RI�PDUNHWLQJ�SHUIRUPDQFH�LQ�WLPHV�RI�FULVLV�VHHPV�WR�EH�D�PRUH�ZLGHVSUHDG�SKHQRPHQRQ�
than earlier assumed. 
 Let us once more emphasize the criteria of a “subjective” and “objective” necessity in marketing we use in our 
DUJXPHQWDWLRQ��7KH�IRUPHU�LV�UHODWHG�WR�WKH�SHUFHSWLRQ�RI�PDUNHWLQJ�E\�WKH�GHFLVLRQ�PDNHU��LQ�RXU�FDVH��&(2V�RQO\���:H�
EHOLHYH�WKDW�WKLV�IDFWRU�SOD\V�D�VLJQL¿FDQW�UROH�LQ�DQ�HPHUJLQJ�PDUNHW��,Q�JHQHUDO��WKLV�TXHVWLRQ�LV�UHODWHG�WR�WKH�SHUFHSWLRQ�
RI�PDUNHWLQJ�DQG�LWV�UROH�DV�D�VXFFHVV�IDFWRU�LQ�D�PDUNHW�E\�D�GHFLVLRQ�PDNHU�DQG�UHÀHFWV�KHU�KLV�H[SHULHQFH�DQG�SHUVRQDO�
YDOXHV��LW�GRHV�QRW�QHFHVVDULO\�FRUUHVSRQG�ZLWK�WKH�UROH�PDUNHWLQJ�SOD\V�RU�PLJKW�SOD\�LQ�WKLV�YHU\�FRQWH[W��7KH�SHUFHSWLRQ�
of marketing by the company’s manager and new expectations from marketing with an emphasis on short-term sales and 
VDOHV�SURPRWLRQ�GRPLQDWH�LQ�ERWK�FOXVWHUV�DQG�GHPRQVWUDWH�WKH�HYLGHQW�VLPSOL¿FDWLRQ�RI�WKH�PDUNHWLQJ�XS�WR�D�QXPEHU�RI�
some tools for the acquisition of potential clients. 
 In its turn, the external environment plays the main role in terms of the effectiveness of the marketing strategy. 
As mentioned earlier, the degree of the maturity of the marketing environments was different in both clusters. With respect 
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to C2.1, obviously the maturity of the marketing environment is not the primary reason for the selection of a marketing 
strategy. The main role is played by management. In other words, the quality of the system of management is the main 
internal factor of marketing success because this is the force that determines changes within the subsystem of marketing. 
0DQDJHULDO�LQSXW�FUHDWHG�SUHPLVHV�XQGHU�ZKLFK�PDUNHWLQJ��HVSHFLDOO\�LQ�&���ZDV�GRZQJUDGHG�WR�D�VKHHU�IXQFWLRQ�ZLWKLQ�
VKRUW�WHUP�VDOHV��ZLWK�PDUNHWLQJ�VLPSOL¿FDWLRQ�EHLQJ�LGHQWL¿HG�LQ�DOO�FRPSDQLHV�LQ�WKLV�FOXVWHU��,Q�RWKHU�ZRUGV��WKH�V\VWHP�RI�
management is the main factor that determines the selection and use of a marketing strategy. The internal environment is 
the main determinant for the selection of a type of marketing behavior. 
 In this sense, the system of management can broadly create obstacles and limitations for marketing performance. 
,W�VKRXOG�EH�KLJKOLJKWHG�WKDW�VXFK�FLUFXPVWDQFHV�KDYH�KDG�D�QHJDWLYH�LQÀXHQFH�RQ�WKH�UHVXOWV�DQG�HIIHFWLYHQHVV�RI�PDUNH-
WLQJ�DFWLYLWLHV��)URP�RXU�SRLQW�RI�YLHZ��WKLV�H[SODLQV�D��SRVVLEOH��FRQWUDGLFWLRQ�EHWZHHQ�ZKDW�PDUNHWLQJ�FDQ�DQG�KDV�WR�EH��
RQ�WKH�RQH�KDQG��DQG�ZKDW�LW�DFWXDOO\�LV�LQ�WKH�FRPSDQLHV��ZH�KDYH�LQWHUYLHZHG���RQ�WKH�RWKHU�KDQG��$�VXFFHVVIXO�PDUNHWLQJ�
performance requires, therefore, a corresponding type of interactions between marketing and the system of management 
of a company. Marketing effectiveness, therefore, is related to the effectiveness and adequacy of the corporate level in a 
FRPSDQ\��D�FRUUHVSRQGLQJ�TXDOLW\�OHYHO�RI�LQWHUQDO�HQYLURQPHQW�GHWHUPLQHV�WKH�TXDOLW\�RI�PDUNHWLQJ�SHUIRUPDQFH�LQ�PDQ\�
aspects.
 An important issue is the evaluation of this type of marketing behavior. We suppose that this should be done in a 
future study by using appropriate data. However, we believe that the approach for this work shall be made from different 
perspectives and based on the following suggestions. 

 1.  )URP�WKH�SRLQW�RI�YLHZ�RI�WKH�HYDOXDWLRQ�RI�PDUNHWLQJ�HYROXWLRQ��LQ�WKLV�VHQVH�VLPSOL¿HG�PDUNHWLQJ�LV�RI�FRXUVH�D�
step back. 

 2. From the position of the adequacy of marketing to actual necessities of a company. In the context given and with 
D�QXPEHU�RI�UHVWULFWLRQV��H[SOLFLWO\�DQG�LPSOLFLWO\��LPSRVHG�XSRQ�PDUNHWLQJ�RQH�FRXOG�KDUGO\�H[SHFW�DQRWKHU�W\SH�
of marketing. 

 3. From the perspective of adequacy to market. We assume that marketing performance and its results are related 
QRW�WR�DQ�³DEVROXWH´��XQGH¿QHG��RU�³LGHDO´�³YROXPH´�RI�PDUNHWLQJ��DV�&07�H[SHFWV�IURP�PDUNHWLQJ��EXW�UDWKHU�WR�D�
³FRQFUHWH´��GHWHUPLQHG��E\�D�FRQFUHWH�UROH�RI�FRQFUHWH�PDUNHW�IRUFHV���QHFHVVDU\�DQG�VXI¿FLHQW�³YROXPH´�RI�PDU-
NHWLQJ�LQ�D�FRQFUHWH�PDUNHW�FRQWH[W��7KLV�FRQVLGHUDWLRQ�KDV�WR�EHFRPH�D�SODWIRUP�IRU�WKH�HYDOXDWLRQ�RI�VLPSOL¿HG�
marketing as a type of behavior, which is not the goal of this paper.

 Another point concerns our suggestions within CMT and its approach. In C2.2, there are a number of examples 
RI�WKH�HODERUDWLRQ�RI��QHZ��FUHDWLYH�DQG�LQQRYDWLYH�WRROV�WKDW�PLJKW�VHHP�WR�EH�LQ�OLQH�ZLWK�WKH�DVVXPSWLRQV�RI�&07��7KLV�LV�
true only if we use a fragment-oriented approach, which often happens in publications L2.4 – L2.6. This is not the case if 
ZH�HYDOXDWH�D�EURDGHU�VFRSH�RI�PDUNHWLQJ�DFWLYLWLHV�ZKLFK��IRU�RXU�SXUSRVHV��DV�PHQWLRQHG�HDUOLHU��ZDV�LGHQWL¿HG�DV�D�FKDLQ�
of interactions between a company and its consumers. 

Conclusions  

� 7KHUH�DUH�GLIIHUHQW�W\SHV�RI�PDUNHWLQJ�SHUIRUPDQFH�LQ�WLPHV�RI�FULVHV��2Q�WKH�RQH�KDQG��VLPSOL¿HG�PDUNHWLQJ�LV�
�SUREDEO\��QRW�WKH�GRPLQDQW�W\SH��ZKLOH��RQ�WKH�RWKHU�KDQG��WKHUH�DUH�GLIIHUHQW�YDULDQWV�ZLWKLQ�VLPSOL¿HG�PDUNHWLQJ��:H�VXS-
SRVH�WKDW�IHDWXUHV�RI�VLPSOL¿HG�PDUNHWLQJ�DUH�PRUH�FRPPRQ�LQ�D�FULVLV�FRQWH[W�WKDQ�DVVXPHG�DQG�PLJKW�EH�PHW�LQ�PDUNHWV�
with different degrees of maturity. For this reason, this type of marketing should not be neglected by CMT.
 It is also evident that CMT focuses on “progressive” examples and illustrations of how marketing should be perfor-
med in times of crises rather than on the pre-conditions for it. In the context given, some of its assumptions, as mentioned 
earlier, might seem too idealistic and declarative. Therefore, there is a practical and a theoretical need to resolve the 
contradiction by focusing also on other types of both marketing environment and marketing behavior, even if they might 
seem peripheral to “mainstream” marketing. We believe that the suggestion to use a broader perspective on marketing 
activities instead of a rather fragment-oriented one would allow us to revise some of suggestions of CMT and make it better 
respond to practical necessities in such turbulent times.   
� 2XU�LQWHUHVW�FRQVLVWHG�LQ�XQGHUVWDQGLQJ�KRZ�VLPSOL¿HG�PDUNHWLQJ�FRPHV�LQWR�EHLQJ��ZH�DOVR�WULHG�WR�H[SODLQ�WKH�
PDLQ�LQWHUDFWLRQV�ZLWKLQ�WKLV�W\SH�RI�PDUNHWLQJ�EHKDYLRU��0DUNHWLQJ�VLPSOL¿FDWLRQ�RFFXUV�ZLWKLQ�D�VSHFLDO�PDQDJHULDO�FRQWH[W�
�ZKLFK�LV�HQKDQFHG�E\�WKH�³VXEMHFWLYH´�QHFHVVLW\�LQ�PDUNHWLQJ���7KLV�LV�WKH�PDLQ�IDFWRU�IRU�WKH�VHOHFWLRQ�RI�WKH�W\SH�RI�PDUNH-
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ting behavior. The external factor, i.e. the “objective necessity” in marketing and the adequacy of marketing to it, obviously 
plays a secondary role but it determines the company’s success and positions in a market. – The criteria of the necessity 
LQ�PDUNHWLQJ��ERWK�³REMHFWLYH´�DQG�³VXEMHFWLYH´�RQHV��VKRXOG�EH�WDNHQ�LQWR�DFFRXQW�E\�&07��
 This idea is especially important in terms of managerial implications. We believe that the results of marketing per-
IRUPDQFH�DUH�UHODWHG�WR�WKH�VXLWDELOLW\�RI�WKH�PDUNHWLQJ�VWUDWHJ\�DQG�LWV�WRROV�WR�WKH�VSHFL¿FV�RI�WKH�PDUNHWLQJ�HQYLURQPHQW�
�WKH�³REMHFWLYH�QHFHVVLW\´�LQ�PDUNHWLQJ�LQ�D�SDUWLFXODU�PDUNHW���,Q�LWV�WXUQ��WKH�TXDOLW\�RI�WKH�V\VWHP�RI�PDQDJHPHQW�DQG�LWV�
interactions with marketing mainly impact the content and the quality of marketing. The quality of the system of manage-
PHQW�LV�DEOH�WR�LQÀXHQFH�PDUNHWLQJ�SHUIRUPDQFH�GLUHFWO\�DQG�LQGLUHFWO\�LQ�PDQ\�ZD\V��/HW�XV�HPSKDVL]H�RQFH�PRUH�WKH�LGHD�
that a successful marketing can barely be possible with inadequate management. The market orientation of the system 
of management goes in line with its orientation regarding the needs of the system of marketing. This point has a special 
VLJQL¿FDQFH�IRU�HPHUJLQJ�PDUNHWV��FRQVLGHULQJ�WKH�FULWHULD�RI�DQ�³REMHFWLYH´�DQG�³VXEMHFWLYH´�QHFHVVLW\�LQ�PDUNHWLQJ��ZKLFK�
seem to be relatively low). 
� 7KH�OLPLWDWLRQV�RI�RXU�VWXG\�DUH�UHODWHG�ERWK�WR�WKH�PHWKRG�XVHG�DQG�WR�VRPH�VSHFL¿FV�RI�WKH�FULVLV�FRQWH[W� LQ�
which the companies investigated operate. We cannot make judgments on the dominance of some particular features 
ZLWKLQ�VLPSOL¿HG�PDUNHWLQJ�RYHU�VRPH�RWKHUV��QRU�KRZ�ZLGHVSUHDG�WKH\�DUH��,W�LV�QRW�FOHDU�KRZ�IDU�WKH�H[WHUQDO�DQG�LQWHUQDO�
IDFWRUV��LQFOXGLQJ�WKH�SHUFHSWLRQ�RI�WKH�UROH�RI�PDUNHWLQJ��DFFRXQW�IRU�WKH�VHOHFWLRQ�RI�WKLV�W\SH�RI�PDUNHWLQJ�LQ�UHDOLW\��,Q�
D�FRQWH[W�ZLWK�D�KLJKHU�GHJUHH�RI�PDWXULW\�RI�WKH�PDUNHWLQJ�HQYLURQPHQW��IHDWXUHV�RI�VLPSOL¿HG�PDUNHWLQJ�ZHUH�DOVR�SUH-
VHQWHG��DOWKRXJK�WR�D�OHVVHU�H[WHQW��6LQFH�WKHUH�LV�HYLGHQFH�RI�PDUNHWLQJ�VLPSOL¿FDWLRQ�LQ�FOXVWHUV�ZLWK�GLIIHUHQW�GHJUHHV�RI�
maturity of marketing environment, we suppose that they might be present also in the marketing of companies operating 
LQ�WKH�PRVW�PDWXUH�PDUNHWLQJ�HQYLURQPHQWV��,Q�WKLV�FDVH��ZH�PLJKW�EH�DEOH�WR�FRQFOXGH�WKDW�PDUNHWLQJ�VLPSOL¿FDWLRQ��WR�D�
GLIIHUHQW�H[WHQW��LV�D�FKDUDFWHULVWLF�LQKHUHQW�WR��DQ\��FULVLV�PDUNHWLQJ�SHUIRUPDQFH��(YHQ�LQ�WKLV�FDVH��KRZHYHU��WKLV�FRQFOX-
VLRQ�ZRXOG�RQO\�EH�UHODWHG�WR�D�VSHFL¿F�FRXQWU\�FRQWH[W��+RZHYHU��LQ�RUGHU�WR�PDNH�EURDGHU�FRQFOXVLRQV��D�FRPSDUDWLYH�
research study would be required. In this sense, it is necessary to differentiate between mature and emerging markets, and 
WR�LGHQWLI\�VRPH�5XVVLD�VSHFL¿F�IHDWXUHV��LI�WKH\�H[LVW���7KH�UHVXOW�RI�WKLV�SDUW�RI�WKH�VWXG\�VKDOO�EH�WKH�GH¿QLWLRQ�RI�VSHFL¿FV�
within marketing behavior which might be inherent to any type of marketing performed in any crisis context. In other words, 
comparisons between different clusters in different national contexts are necessary.
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