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Abstract

Bee honey is a valuable, multicomponent unique product produced by bees from the nectar of
honey plants. In the human diet, honey is an alternative to sugar and sugar-containing foods as a
healthier food product.

Within the framework of this article, a marketing study and analysis of preferences among
consumers of honey and other bee products among residents of Kostanay and the region were
conducted.

Today, about 50% of honey is produced in China, Argentina, the USA, Ukraine, Turkey, and Russia.
Honey exporting countries are characterized by flexible economic and organizational interaction. The
main role is played by the mechanisms of legal protection and the developed infrastructure of the
industry, which ensures full-fledged work, sales of products, and the receipt of foreign exchange
earnings to the country's budget.

The materials of this article contain an analysis of the types of bee products consumed, quality criteria
when choosing honey, other bee products, as well as factors determining the choice of consumers.
Also, the priorities of the origin of honey (apiaries) have been determined among consumers.

The study grouped the key characteristics of honey consumers in the areas of Kostanay region that
affect their behavior, desires and preferences. By quantitative analysis of the results of the survey of
the target audience, an average portrait of buyers of honey and other bee products has been compiled,
which can be used by entrepreneurs at all stages of planning and promoting their products.

A literary review of the state of knowledge of this issue was conducted, citing articles from domestic
and foreign sources.

The results obtained can be used by domestic producers in the development and optimization of a
strategy for promoting bee products.

Key words: marketing research, honey market, natural honey, safety, quality, impurities,
beekeeping products, sociological survey.

Introduction
Providing the population with food in sufficient quantity, assortment and high quality is one of the
most important strategic tasks of any country and any region. The health of the nation largely
depends on food safety [1, p. 423].
In addition, food safety is a mandatory requirement for food suppliers around the world. With
the growth of the material and cultural level of the country's population, the domestic consumer
demand for safe food products is growing [2, p. 78].
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The quality of honey, like any other food product, is determined by the content of necessary
nutrients, their easy digestibility, the presence and concentration of undesirable toxic substances of
natural or artificial origin, as well as pollutants [3, p. 91].

Countries such as China and Russia are competitors to Kazakhstani bee farms. China today
ranks first in the production and consumption of honey.

China is a country that is the basis of successful marketing — ASAC standards and support.
There are more than 2,000 processors in China, 10 of them are large, with a turnover of $ 15 million
per year. There is no taxation of beekeeping in the country, veterinary services, the introduction of
new technologies, and training are free of charge. Half of the product is exported. The above factors
allow China to reduce export prices for honey [4, page 35].

New Zealand and Argentina are famous for the "manuka” nonsense, manuka honey has
pronounced antioxidant and antibacterial properties. Beekeeping brings up to 10% of the country's
income thanks to a million bee colonies. The price for 1 kg of such honey starts from $ 110, the UK
buys it. Argentines sell honey without intermediaries. Germany and the countries of Western Europe
and the USA are willing to buy it. The government provides financial assistance to about half of the
beekeepers [5, p. 397].

Kazakhstani beekeepers would be happy to sell more products to foreign countries, but there is
a problem of entering such attractive export markets. For example, to become a supplier to the UAE,
you need to pass an inspection, submit documents for inclusion in the Register of Approved
Enterprises for export to the Kingdom of the UAE. According to the Ministry of Agriculture of the
Republic of Kazakhstan, at the end of February, there were only 14 Kazakh farms in the register.
Europeans also have very serious requirements for imported honey. In 2023, there is not a single
European country on the list of buyers of Kazakhstani honey. In November, the Ministry of
Agriculture of the Republic of Kazakhstan organized a meeting for beekeepers with representatives
of the Institute of Food Safety, Animal Health and the Environment of Latvia. Experts should help
our farmers promote Kazakhstani honey to the markets of the European Union [6, p. 14].

Uzbekistan is the main buyer of honey products of Kazakhstan, the share of this country in
exports amounted to 62.9%. It is good to have a neighbor buyer, but the export price of honey for
Uzbekistan is one of the lowest in comparison with other importers: only 1 thousand dollars per ton.
Only Russia pays less for Kazakhstani honey (0.7 thousand dollars per ton), but very little of this
product is exported to the Russian Federation. It turns out that it is most profitable to sell honey to
Hong Kong or the UAE, which are willing to pay 16 thousand and 10.4 thousand dollars per ton,
respectively. China also gives a good price: 7,6 thousand dollars [7, p. 175].

Beekeepers produce 4-5 thousand tons on the territory of Kazakhstan. On average, three tons of
honey are produced per person. Compared to other countries, this is critically very small [8, p. 23].

In Kazakhstan, due to climatic and weather conditions, it is possible to collect a huge amount
of various honey, no other country can boast of this [9, p. 65].

Considering the beekeeping industry in Kostanay region, it should be emphasized that in 2023
the districts that are part of the region produced about 642 tons of commercial honey, in 2023
households accounted for 98.8% of the gross honey production in the region.

Based on the population of Kostanay region as of January 1, 2013, 830,941 people, the need
for honey is 35 tons [10, p. 83].

The purpose of our research is to survey consumers of honey and other bee products among
residents of Kostanay. Objectives: to create a portrait of the client in order to better understand the
target audience and personalize offers in order to create more suitable commercial offers.

Research materials and methods

According to the set goal, a survey was conducted among buyers of honey from markets and
retail outlets in Kostanay. 200 respondents from among honey sellers and residents of Kostanay took
part in the survey. They were male and female representatives aged 18 years and over 60 years of
different social status, income level and occupation.
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In order to form an objective understanding and interpretation of the perception of honey by
consumers, as well as ways of using it, a marketing analysis of consumer preferences was conducted.
A quantitative method of research and collection of sociological information was used — a
questionnaire and an online survey.

Analyzing the preferences of honey consumers is one of the most popular types of research,
because they are the ones who buy honey from apiary owners, sellers, preferring different varieties,
some quantities of it, in different packages. That is why the consumer is at the center of any marketing
research. Analyzing the portrait of the average honey consumer, their choice, preferences, sellers
offer them the necessary food product. Marketing research is the systematic and objective
identification, collection, analysis, dissemination and use of information to improve efficiency and
identify and solve marketing problems

The proposed questionnaire consisted of 5 questions.
- determination of the main types of honey sold in the conditions of markets and retail outlets in
Kostanay;
- identification of the main honey producing areas in Kostanay region;
- analysis of the types of bee products consumed;
- the quality criterion when choosing honey by consumers;
- preferences in the selection of honey, depending on the region of the location of beekeeping farms.
Survey of consumers of honey and other bee products among residents of Kostanay.

The main task in the process of studying honey consumers is to identify the factors influencing
consumer behavior. However, in order to successfully develop and compete in the market, it makes
sense to timely anticipate various kinds of changes in the preferences of honey consumers in order to
make changes to the product itself in time, optimize promotion channels and advertising strategy, that
is, adjust all components of the marketing mix to meet consumer expectations.

For these purposes, we should find out some information: the main types of honey sold in the

conditions of markets and retail chains in Kostanay, the main producers of honey in the beekeeping
farms of the region, the types of bee products consumed, the definition of quality criteria when buying
honey, the choice of honey depending on the region of the location of beekeeping farms. Through
procedures related to product marketing research, the expectations and needs of the desired honey are
determined. The characteristics that should be improved in the honey and bee products market were
also clarified. In the course of marketing research, the parameters of honey and customer preferences
have been determined, which most correspond to the needs and desires of customers. Such analytical
work, on the one hand, shows the desires of buyers, which properties of honey are of priority for
them. On the other hand, during the marketing analysis, it is possible to understand exactly how to
present new beekeeping products to potential customers. In this regard, it is necessary to focus on
some characteristics of honey in order to sell it well on the market. Marketing research of the honey
and bee products market provides information about what prospects there are for the buyer, offering
honey with new characteristics (with various fillers).
The analysis of honey and other bee products consists in comparing the characteristics of this food
product with the quality parameters of competitors' honey. For a marketing—oriented organization,
the key point in studying a product is to determine its comparative competitive advantages. It is
necessary to get a clear answer to the questions: for what reason will potential customers choose the
company's products rather than the products of competitors? Who are these potential buyers? The
results of marketing analytical work make it possible to identify those sales regions where the
company has comparative advantages over rivals. The study of products is also necessary when
designing and organizing sales. When marketing the market for honey and other bee products, it is
very important to always follow the rule: this food product should be where the buyer expects it most
—and for this reason, most likely, will buy it. This process is called positioning honey and other bee
products on the market.
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Results and discussion.

The main producers of honey in the beekeeping farms of the region. Elite Honey LLP, IP
"Honey House KZ", "Our apiary" IP Kitsyuk E.A., "Honey Palycha".

In the process of monitoring studies of markets and retail outlets in Kostanay, we determined
the sale of honey by its types. The following information was obtained during the survey. The main
types of honey sold in Kostanay are: floral — 30.1%, mixed-herb - 27.9%, buckwheat — 20.4%,
sunflower — 12.1%, honey from camel thorn — 9.5%. Bees collect nectar, pollen and sticky matter
from various plants, then processing them into honey, propolis and perga. The plants visited by these
insects are called honey plants. They differ in productivity, value and seasonal factors

sunflower

honey;
12,1%

buckwheat :
honey; mixed-herb
20,4% honey;
27,9%

Figure 1 — Types of honey demanded by consumers

At the same time, for the majority of consumers (46.8%), the aggregate state of honey does
not matter, 41.4% prefer liquid honey, the remaining 6.3% of respondents prefer crystallized honey,
and 5.4% purchase cream honey.

There are many honey plants. Often, those representatives of the flora that are considered
ordinary weeds differ in high honey productivity. Honey obtained from various plants differs in
taste, viscosity, color, and aroma. Regardless of the source of receipt, this product has healing
properties, but each plant has its own.

The main honey producers in Kostanay region are Kostanay, Fedorovsky, Mendygarinsky,
Uzynkol and Sarykol districts. Karabalyk and Altynsara districts have a certain potential for the
development of the beekeeping industry. This situation is explained by the following factors: the
presence of a sufficient honey base (relative abundance of vegetation), the presence of coniferous
and other forests, high levels of precipitation, snow cover, as well as relatively low winds.

Honey produced in the region is sold through the following channels: through retail chains,
public catering enterprises, through fairs held in the region and through small and medium-sized
businesses producing various confectionery products.
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Figure 2 — beekeeping products

According to research on the honey market, it can be concluded that the majority of
respondents consume bee products, mainly honey — 71.3%, propolis — 16.4%, royal jelly — 6.4%,
wax — 3.5%, perga — 2.4%.

Propolis is a product formed as a result of the vital activity of bees. It is necessary as an
indispensable tool in folk medicine for the treatment of certain diseases. Bees produce propolis from

the resinous substances of honey plants.

found it buckwheat: sunflower;
difficult to 10,3%
answer; 2,2% I—r
sweet clover ;
12,1%

lime; 14,1%
mixed—herb;
21,2%

floral ; 16,0%

Figure 3 — Varietal preferences

During the study of varietal preferences of honey by consumers, it turned out that consumers
prefer various varieties of honey, such as sunflower — 24.1%, mixed-herb — 21.2%, floral — 16.0%,
lime — 14.1%, sweet clover — 12.1%, buckwheat — 10.3%, found it difficult to answer - 2.2%.

During the study of the most important quality criteria that consumers pay attention to when
choosing and buying honey, the indicators presented in Table 1 were identified.
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Table 1- Quality criteria

Ne | Answer options %

1 Price 3%

2 | Country / place of origin 19,7 %,
3 Brand 1,4%

4 | Composition and grade of honey 7,8 %
5 | Packaging 7,2 %
6 | Organoleptic properties 52,3%
7 Quality document 5,4

8 | Place of sale 3,6 %.

More than 52.3% of the surveyed buyers, when choosing honey, are guided by the organoleptic
properties of honey, namely the combination of taste, smell and consistency. For 3 %, the price and
place of origin of the product are important — 19.7%, the third most important factor is the grade and
composition of honey, the availability of a document confirming the quality of honey (certificate) -
5.4% of the respondents. The last thing they pay attention to is the packaging of 7.2%, the place of
sale of 3.6% and the brand of 1.4%.

The results obtained in terms of the quality criterion when buying honey are very encouraging,
because the main criterion when choosing honey is the quality of honey, as well as the botanical
origin of honey. When choosing packaging, respondents mostly buy honey packed in glass containers,
then wooden, and only last of all choose honey packed in plastic containers.

honey from Akmola region
apiaries of East honey; 3,9%
Kazakhstan
region; 10,1%

Altai honey;
17,3% Kostanay

region; 49,8%

Bashkir honey;
18,9%

Figure 4 - Honey collection region

The honey harvest region is an important factor in honey consumption. Thus, in the course of
the study, it was revealed that 49.8% of Kostanay consumers choose honey from apiaries of bee farms
in Kostanay region, 18.9% — Bashkir honey, 17.3% — Altai honey, 10.1% honey from apiaries of East
Kazakhstan region, 3.9% from apiaries of Akmola region.

The results obtained, which determine the priorities of the origin of the purchased honey in
the markets and retail outlets of Kostanay, where a significant majority of respondents chose honey
from local apiaries, are apparently explained by long-term habits.

Bashkir honey is traditionally considered one of the most high-quality and fragrant bee
products. It has special taste properties, and also boasts an increased content of nutrients, vitamins
and minerals. The territory of active beekeeping is considered an ecologically clean area, therefore it
is devoid of all kinds of toxins and impurities of heavy metals.

On the territory of our region, lime honey is mainly imported from Bashkiria and sold, it is in
great demand. Lime honey from Bashkiria has a unique aroma and delicate taste.
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Most often, consumers buy honey directly from amateur beekeepers (73.4%), as well as at
markets and specialized fairs (10%), in shops and supermarkets (1.8%), order via the Internet (2.7%),
11.7% receive honey as a gift.

The study revealed that 96.8% of consumers prefer natural honey without any additives, and
only 3.2% — with fillers. In this regard, in order to expand the range of honey products, it is necessary
to generate demand for products with various additives to honey.

As a result of a regional study, it was possible to determine the quantitative frequency of honey
consumption in the diet of residents of Kostanay region. Thus, 34.8% consume honey every day,
31.5% - 2-4 times a month, the rest consume honey very rarely 1-2 times a year — 8.1%, and 25.6%
during illness.

The ratio of supply and demand in the market varies depending on where to sell and at what
price. In summer, demand is at its lowest level: honey is eaten only by those who love it. Most often,
honey is eaten by those who are ill, and this happens more often in the cold season.

On the international market, natural honey — without additives, antibiotics or syrups — costs
5-6 euros. In Kazakhstan, honey, which is exported, costs 1,800-2,500 tenge per kilogram. 1500-1800
tenge is the average retail price in the market of Kazakhstan.

Conclusion

Based on the conducted regional research, it can be confidently stated that the priorities of
the origin of the purchased honey in the markets and retail outlets of Kostanay, a significant
majority of respondents chose honey from local apiaries. More than 72.5% of the surveyed buyers,
when choosing honey, are guided by the organoleptic properties of honey, namely the combination
of taste, smell and consistency.In order to strengthen the competitive stability of beekeeping, all
market participants need to take an active position to improve the quality of regional beekeeping
products, reduce their cost, increase the investment attractiveness of regional beekeeping, as well
as increase the efficiency of processing honey and other bee products. The lack of competent
managers who establish connections between beekeepers and direct consumers is a minus for the
industry. Direct communication between buyers and honey producers, rather than wholesale
buyers, will increase trust, especially in the international market. It is important to create an official
register of beekeepers. The original packaging of honey in wooden or wax containers is another
way of selling.
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KOCTAHAW OBJILICBIHBIH, TYPFBIHJIAPHI APACBIHJIA BAJI J)KOHE BACKA JTA
APA INAPYAIIBUIBIFbI OHIMAEPIH CATBII AJIYIIBLIAPIbI TAHAAY
BOUBIHIINA MAPKETHUHI'TIK 3EPTTEYJIEPAIH HOTU/KEJIEPI

Anoamna

Apa Gasibl — 6an ecIMIIKTEPiHIH IIBIPBIHBIHAH apajlap OHIPETIH KYHbI, KON KOMITOHEHTTI
Oipereii eHIM. AjaM panMOHBIHIA Oanl JeHCayJdbIKKa MaiJaiabl TaraM OHIMI PETiHAE KaHT IeH
KypaMbIH/Ia KaHT Oap eHimMzepre Oaiama O0JIbIT TaObLIaIbl.

Ocsl makana asiceiHaa Kocranaii Kamacel MEH 00JIBIC TYPFBIHAAPBIHBIH 0al koHe O0acka aa apa
IapyalIbUIbIFbl OHIMICPIH TYTHIHYLIBUIAP/ABIH Kajlaybl OOWBIHIIIA MAapKETHHITIK 3€pTTeyliep MEH
Tajjaayiap Kyprizuiil.

byrinri tanna 6angsig 50% -b1 Kpitaid, Aprentuna, AKIL, Ykpauna, Typkus xone Peceiine
eHJIpuieal. ban sKCHOPTTalThIH enjep MKeM/I SKOHOMUKAJIBIK KOHE YHBIMIACTBIPYIIBUIBIK €3apa
opekeTTecyiMeH epekuiesneHeai. KyKbIKThIK KOpFay TeTIKTepl MEH TOJBIKKAHJIbl dKYMBICTbI, OHIM/I
OTKI3y/ll KOHE €N OIO/PKETIHE BallIOTalbIK TYCIMJIEpJl KaMTaMmachl3 €TETIH cajaHblH JaMbIFaH
MH(PAKYPbUIBIMBI 0acThbI peJI aTKapabl.

Ocpl MakanaHblH MaTepHalfapblHla TYTBIHBUIATBIH apa IIapyallblUIbIFbl  ©HIMJIEPIHIH
TypiepiHe Tangay, Oan jkoHe Oacka Ja apa IIapyalllbUIbIFbl ©HIMJAEPIH TaHJay Ke3iHJeri cama
KpUTEpUIJIepl, COHai-aK TYTHIHYIIBIIAP/AbIH TaHJIaybIH aHBIKTAUTBIH (QakTopiap Oap. CoHpaii-ak,
TYTHIHYIIBLIAP apacbiHia OanblH (OMapTaiapAbIH) MIBIFY Teri 00ibIHIIA OaCBIMABIKTap aHBIKTAJIbI.

3eprreyne Kocrtanail oOdBICBIHBIH ayJaHAApbIHAAFBl Oal TYTHIHYIIBUIAPBIHBIH ~MiHE3-
KYJIKbIHA, Kajaylapbl MEH TaJFaMjapblHa dCep €TETiH HETi3rl cumarramaliapbl TONTACTBIPbUIFaH.
MakcatTsl ayIUTOpHsIFa cayallTHaMa HOTWIKEJIEPIH CaHJBIK Taylay apKbUTbl Oall )oHe Oacka Ja apa
[IapYyalIbUTBIFBl  OHIMCPIH CaThI  ANYIIBUIAPIBIH OpTalla IMOPTPETi KYPaCTBIPBUIIBI, OHBI
KaCIIKepIIep 63 eHIMEPiH JKOcTapiay MEeH KbUDKBITY/IbIH OapiIblK Ke3eHepiHe NaiijanaHa anasl.

OTaHIBIK )KOHE MIETENIIK aKnapaT Ke3/epiHeH aIbIHFaH MaKaJladapFa CiITeMe jKacai OTHIPHIII,
ochbl Mocene OoiibIHIIA OlTIMHIH XKal-KyiiHe 91e0H 10Ty jKacallbl.

AJNBIHFAH HOTIDKENIEPJl OTaHJBIK OHJIPYIIUIEp apa MIapYallbUIBIFBl OHIMJIEPIH KBUDKBITY
CTPATETUSCHIH 331pJiey JKOHE OHTAMIAHABIPY Ke31He MakiaaiaHa agabl.

Kinm ce30ep: MapKeTHHITIK 3epTTeynep, 6al HapbIFbl, TAOUFHU Oal, Kayirci3ik, camna,

KOcTajap, apa mapyambUIbIFbl OHIM/IEPi, COIMOIOTHSUTBIK cayaTHaMa.
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PE3YJIbTATbl MAPKETHHI OBBIX UCCJIEJJOBAHMI BBIBOPA
MOKYIATEJIEA MEJA U APYTUX NPOJAYKTOB MUEJOBOJCTBA CPEIU
KUTEJEN KOCTAHAUCKOM OBJIACTH

Annomauus

[TuenuHbIi MeZ IpeACTaBIAeT COOON 1IEHHBIN, MHOTOKOMITOHEHTHBIN YHUKAIbHBIA MPOIYKT,
BbIpa0aThIBAEMbIH MUelaMHu U3 HEKTapa pPacTeHUH MeIOHOCOB. B pauuoHe mutanus mrofeil men
SIBIIICTCSL AIbTEPHATUBON caxapa M caxapocoJep KalluX MPOIyKTOB Kak 0oJiee 3J0pOBBIA MPOAYKT
MUTaHUS.

B pamMkax naHHOM CTaThbU NPOBEAEHO MAPKETUHIOBOE HUCCIIEIOBAHUE U AHAIA3 MTPEIIOYTEHUN
cpeau motpeduTeneil Meda, U APYruX MPOAYKTOB IMYENOBOJCTBA cpeau skurteineit r.Kocranait u
o0macTH.

Ha ceroans okono 50 % mena npousBoaurcs B Kurae, Aprentune, CIUA, Ykpaune, Typuuu,
Poccun. CrpaHbl, SKCIOPTUPYIONIUE MeEH, OTIMYAIOTCS THOKMM 3KOHOMHKO-OPTaHH3AIMOHHBIM
B3auMojeiicTBueM. [J1aBHYIO pPOJib UrparOT MEXaHW3Mbl MPABOBOM 3aUIUIIEHHOCTH W PAa3BUTAs
nH(ppaCTpyKTypa OTpacim, OOCCICUMBAIONIAS ITOTHOLUCHHYIO paboTy, COBIT NPOAYKIHU, U
MOCTYIUICHHUSI BaJIIOTHOM BBIPYYKH B OFOJIKET CTPAHBI.

Marepuansl JaHHOM CTaTbU COAEpP)KAT aHAJIU3 BHJIOB MOTPEOJISEMBbIX MPOAYKTOB
MTYENIOBOJICTBA, KPUTEPHH KauyecTBa MPHU BBIOOpPE Meaa, APYTUX MPOAYKTOB MMUYEIOBOJCTBA, a TAKKe
dakTopel ompenensronme BbIOOp norpedutreneil. Takke cpemu MOTpeOWTENEH ONpeIeIeHbBI
MIPUOPHUTETHI MPOUCXOKICHUS Me/ia (Tacek).

B nccnenoBanuu crpynmupoBaHbl KIFOUEBbIE XapaKTEePUCTUKHU MOTPEOUTENICH Me1a B palioHaX
Kocranaiickoit o0macTh, BIUAIONIME Ha HMX TOBEJIEHHUE, >KEMaHWs M mpeanodreHus. llyrem
KOJINYECTBEHHOI'0 aHAJIN3a PE3YyJbTATOB ONPOCa LEJIECBOM ayJUTOPUU COCTABIIEH CPEIHHI MOPTPET
MOKyTareiae Mena, APYTruX MPOAYKTOB ITYETOBOJCTBA, KOTOPBIM MOXET OBITh HCHOJIB30BaH
MpEeANPUHUMATENISIMU Ha BCEX dTalax TUIAHUPOBAHUS U MPOJABMKEHUS CBOEH TIPOTYKITUH.

boun mpoBeneH nUTepaTypHBI 0030p COCTOSHUS W3YYEHHOCTH JIaHHOTO BOIPOCA, C
[UTAPOBAHUEM CTAaTEH OTEUECTBEHHBIX U 3apyOEIKHBIX HCTOYHUKOB.

[Tony4yeHHsie pe3yNbTaTh MOTYT OBITh HCII0JIb30BaHbI OTE€YECTBEHHBIMU
TOBAPONPOU3BOAUTEISIMUA TIPU pa3pabOTKE W ONTUMH3AIUUA CTPATETUU TPOJBIKEHUS MTPOTYKIIUN
MTYEJIOBO/ICTBA.

Knwuesvie cnoea: MapKETHHTOBBIE HCCIEIOBAHUS, PBIHOK MEJa, HATYpalbHbIA ME],
0€30MMacHOCTh, KAUECTBO, TPUMECH, IPOAYKIIUS MYETOBOJICTBA, COIMOIOTUYECKUI OIpOC.
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