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AHHOTaLus

CTaThsl MOCBSIIEHA CPABHUTEIBHOMY AHAIIM3Y TEOPETHYECKHX MOIXOAOB K (POPMHPOBAHHIO IIEHHOCTHOTO HPEIIOKSHUS M ero MOHHMAHUIO HPEACTaBHTEIS-
MH POCCHICKHX KOMIIaHHH. PaccMaTpuBaroTcs CyIIECTBYIOIIHE TEOPETUUESCKUE IOAXOAbI K (POPMHPOBAHUIO IIEHHOCTHOTO IPEUIOKEHHS, a TAK)Ke OCHOBHBIC
HHCTPYMEHTBI, HCIIOJIb3yeMBbIe TIPU ero (GOPMHUPOBAHHY HA NpakTHKe. [ onpeneseHus TeOPEeTHYECKHX MOIX0I0B ObLIO IpOaHAIH3UpOBaHo Oonee S50 crarel
13 BeAyIUX SKOHOMHYCSCKUX JKypHAIOB. [y aHamm3a MOHUMAaHUSI IEHHOCTHOTO MPEITIOKEHUS POCCHHCKIMI KOMITAHHSIMU OBLTH ITPOBEIEHEI ITyOUHHBIE O-
JIyCTPYKTYpUPOBAaHHBIC HHTCPBEIO C MEHEKepaMH 84 POCCHICKUX U 3apyOeKHBIX KOMITAHUH, IPEACTABIIIONIMMHA OTIENEl 110 paboTe ¢ KIMEHTaMH, OTHEIIbI
POJaXK, THHOBAIIMOHHYIO JeSTEIEHOCTD, OTICIBI CTPATErMIecKOro YIIPaBIeHHs, MapKETHHTa U OPEeHI-MEHEKMEHTA.

ITpoBeneHHbIN aHANIN3 TOKa3al, YTO y OONBIIMHCTBA COTPYAHHKOB KOMITAHMH IHOHSTHS LEHHOCTHOTO ITOAXOIA B YIPABICHHH U LEHHOCTHOTO IHPEIIOKCHHS
OrpaHHYNBAIOTCS CTAHJAPTHBIMHU KaTETOPHSIMH, TAKHMH KakK IIeHa, KauecTBO, IPSIMOE YIOBICTBOPEHNE OTPEOHOCTH. B 0COOCHHOCTH 9TO XapaKTepHO IS Ipef-
CTaBHTENCH POCCHHCKUX KOMIIAaHUH U (HUPM, BEIyIINX CBOH On3Hec Tonbko BHYTpH Poccun u crpan CHI. Ecitm npencraBuTenn MexIyHapOIHBIX KOMITAHUH
OTMeYaJIl BaXKHOCTB BCETO CIIEKTPa HHCTPYMEHTOB (POPMHPOBAHYS [ICHHOCTH B TOW HMIJIM HHOI Mepe paBHOMEPHO, TO PECIIOHICHTEI U3 POCCUICKHUX KOMITAHHI B
CBOHX OTBETax SIBHO OIMPAJIHNCh Ha IIPOIYKTOBBIE COCTABIIIONINE H IIeHy. Takke ClieyeT OTMETHTD JIMACPCTBO MPOIYKTOBBIX HHCTPYMEHTOB B 00OUX CITyJasx,
MIPUYEM €CIIU POCCHHCKHE PECTIOHAEHTHI OCHOBHOH YIIOp B CBOMX OTBETAX JEJIalIM TOJIBKO Ha KaUECTBO MPOYKTA, TO MPEACTaBUTEIHN MEKyHAPOIHBIX KOMIAHHH
Y4acTO OTMEYaJi BaXKHOCTh ACCOPTUMEHTA U YHUKATIBHOCTU MPOLYKLMH.

Pe3ynbraToM HCCIIeI0BaHMS CTaJIO ONpeieIeHNe BaKHOCTU M MeCTa B Iporiecce ()OpMUPOBAHNUS IECHHOCTHOTO PEIOKEHNS TAKUX HHCTPYMEHTOB, KAK COBMECT-
HOE CO3J[aHNEe IEHHOCTH C MOTPEOUTEIEM U BOBJICUEHHE B COBMECTHOE CO3/IaHNE IIEHHOCTH TIEPCOHAIIA.

B crarbe npeioxkeH aBTOPCKH ITOAX0]] K OPMHPOBAHUIO [IEHHOCTHOTO NPEeUIOKEHNS KoMITaHUIMU. [IpeioxkeHHas MaTpHYIHAast MOZEIb ITO3BOJISIET JOCTATOYHO
OBICTPO OIPENEIUTD, Ha KAKUX (haKTOpaxX W HHCTPyMEHTaX KOMITaHUSIM HEOOXOIHMO C(OKYCHPOBATEHCS B IIEPBYIO OUepeb.

KuioueBnle ci1oBa: noTpedHUTENbCKAs IEHHOCTh, COBMECTHOE CO3/IaHHE IIEHHOCTH, MOJIEIIH CO3/IaHMs [IEHHOCTH, [IEHHOCTHOE NPEJIOXKEHNE, [ICHHOCTHEIC HH-
HOBALIUH.
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Abstract

The paper is devoted to a comparative analysis of theoretical approaches to the formation of a value proposition and its understanding by representatives of
Russian companies. The existing theoretical approaches to the formation of a value proposition are considered, as well as the main tools used in its formation
in practice. To determine the theoretical approaches, more than 50 articles from leading economic journals were analyzed. To analyze the understanding of the
value proposition, Russian companies conducted in—depth semi-structured interviews with managers of 84 Russian and foreign companies representing customer
service departments, sales departments, innovation activities, strategic management, marketing and brand management departments.

The analysis has shown that for most employees of companies, the concepts of a value approach in management and a value proposition are limited to standard
categories, such as price, quality, and direct satisfaction of needs. This is especially true for representatives of Russian companies and firms that conduct their
business only within Russia and CIS countries. While representatives of international companies noted the importance of the entire range of value formation
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tools in one way or another evenly, respondents from Russian companies clearly relied on product components and price in their answers. It should also be
noted the leadership of product tools in both cases, and if Russian respondents focused only on the quality of the product in their answers, then representatives of
international companies often noted the importance of the assortment and uniqueness of products.

The result of the study was to determine the importance and place in the process of forming a value proposition of such tools as joint value creation with the

consumer and the involvement of personnel in joint value creation.

The author's approach to the formation of value proposition by companies is proposed in the article. The proposed matrix model allows you to quickly determine

which factors and tools companies need to focus on first.

Keywords: consumer value, joint value creation, value creation models, value proposition, value innovations.
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BBeaeHve

Texymiass AMHaMHUKa MaKpOIKOHOMHYECKHX IOKaszaTesen
xapakrepusyercs: cHbkeHueMm BBII, moBrIiennemM ypoBHS WH-
(ursiy, TaJIeHueM peasibHBIX JICHEXKHBIX JI0XOJI0B HACEIICHUS U
COKpaIlleHHEeM IUIATEKECIIOCOOHOTO cripoca. MakpoIKOHOMHUYe-
CKHE TPEH/Ibl HEraTUBHO BIIMSIOT Ha ILIATEXKECIOCOOHBIH Cripoc
1, COOTBETCTBEHHO, MEHSIOT OTPEOUTENHCKOE MTOBEICHUE. DTO,
B CBOIO OuY€pe/ib, BBI3bIBACT HEOOXOIUMOCTh TpaHC(POPMHUPOBATH
LIEHHOCTHOE TPE/I0KEHUE KOMITAHUSIMU.

OpHaKo Ha COBPEMEHHOM 3Tale OTCYTCTBYIOT SMIIMpHYE-
CKHE HCCIICIOBAHMS, MOCBSIICHHbIC U3yUCHHUIO TOTO, KaK OIpe-
JIENSICT TOHATUE IIEHHOCTHOTO TNPEJIOKEHUST MEHEKMEHT CO-
BPEMEHHBIX KOMIIAHWH U KaKue MHCTPYMEHTbI UCIOJNIB3YeT Mpu
ero gopmupoBanuu. Takoe Mccie0BaHUE 0COOCHHO aKTyaJIbHO
B CBSA3U C TE€M, YTO MIMEHHO IPAKTUKN OTBETCTBEHHBI 3a peajii3a-
LU0 CTpaTeruyl (JOPMHUPOBAHUS LIGHHOCTH U BhIOOpA OU3HEC-MO-
JeTiell COBpeMEHHBIMH KOMIIAHUSIMU. V3yuenne hopMHupoBaHHs
LEHHOCTHOTO MPEIJIOKEHUS C aKaJIECMUYECKOW M TPAKTHYECKON
CTOPOHBI 3HAYMMO KaK JUIS YUEHBIX-HCCIIEA0BaTeNeH, Tak U JUIs
MPE/ICTABUTENICH MEHEDKMEHTa COBPEMEHHBIX KOMIIAHHWH, TaK
KaK MO3BOJISIET BEIPA0OTATh €IMHYIO IUIATHOPMY ISl TOHUMAaHHS
YIPaBICHYECKUX MPAKTUK. Pe3ynbraTbl JAHHOTO UCCIIEIOBAHHS
OynyT COAEHCTBOBAaTh B3aMMHOMY H3YUYCHHIO YIIPABICHUECKUX
MPAKTHK U UX [IUPOKOMY PaCIPOCTPAHCHUIO CPEH POCCUHCKUX
CIELHAIUCTOB-IIPAKTUKOB M MEHE/PKMEHTa KoMmnaHuil. Enun-
CTBO B IOHUMaHUH IIEHHOCTHOTO MPEJIOKEHHS U HHCTPYMEHTOB
ero (hopMHUPOBaHHSI CIIOCOOCTBYET PEOOJICHUIO Pa3phIBa MEXK-
JIy TEOpUEH 1 TPAKTUKON CTpaTernuecKoro MmenemkmenTa. Oco-
OCHHO Ba)KHO TIPEOIONICHIE Pa3phIBa MEXKAY TEOpPHEH U TPaKTH-
KOH U KOMITaHHi, pabOTarOIUX Ha Pa3BUBAIOIIMXCS PHIHKAX,
B TOM YHCJIC POCCHUICKOM, I7i¢ KOMIIAHUH MPUMEHSIOT TEOPHH,
pa3paboTaHHbIe Uil Pa3BUTBIX PHIHKOB. [loaTOMYy uU3ydeHHE
MHEHHH TIPe/ICTaBUTEIeH MEHEHKMEHTA POCCUICKIX KOMITAHHHA
MPE/ICTABISIET 0COOBIN HHTEpEC.

Ilenbto HacTosIIel cTaThbU SABISCTCS BBIABICHUE PA3IHMYUMA
B OIpPEICICHUHM TMOHATHA LEHHOCTHOTO IPEIJIOKEHHS HCCIIe-
JIOBATEIIMU M TPEICTABUTEIIAIMH MEHEDKMEHTAa POCCUMCKUX
KOMIIaHWH. {71 TOCTHXKEHMS MOCTaBICHHOM LENHM B MEPBYIO
odepenb ObITH MPOAHATN3UPOBAHBI CYIIECTBYIOIINE B aKaJCMH-
YEeCKOW JTUTEpaType TOUKU 3PEHHS M PACCMOTPEHBI aKTyasbHbIC
MOJIETIM ¥ MHCTPYMEHTBI CO3aHUsI IIEHHOCTHOTO MPEIIOKEHHS.
B pamkax sMOMpHUECKOH 4acTH MCCIIEA0BAHUS ObUIN MPOBEIe-
HBI TNIyOMHHBIC MHTEPBBIO C MPEICTABUTEIIIME OTEUCCTBEHHBIX
1 3apyOeXKHBIX KOMITAHUH, paObOTaIOMINX HA POCCUHCKOM PBIHKE.

CTpyKTypa CTaTbu BHIVIIANT CIIEIYIOIUM 00pa3oM: B Hep-
BOIi YaCTH JIaHbI TEOPETUUCCKHUE TIOJIOKEHUSI, CBA3aHHBIC C TIOHSI-
THEM IICHHOCTHOT'O IPEUIOKEHNUS, MOAICIIAMU U HHCTPYMEHTaMH

Online www.jsdrm.ru

ero (hopMHUPOBaHUs, Aajee H3JI0KEeHA METOIOIOTUs TIPOBEICHHO-
T'O UCCIICIOBAHUS, B 3aKJIFOUUTEIBHON YaCTH OITUCAHBI MOTYYCH-
HBIC PE3YIIBTAThI U CJICTIaHbl BBIBO/IBI.

1. Teopetnyeckuim ob3op.
MoAXOAbI K TOHUMAHUIO
NOTPEeOUTEAbCKOM LIeHHOCTH

CylI1ecTByeT TOBOJIFHO MHOTO Pa3IMYHBIX TOUYEK 3PCHUS Ha
LICHHOCTh M CO3J[aHUE IIEHHOCTH Juis notpedutens [Windsor,
2017]. Bmecte ¢ TeM 0 CHX IOpP HET €JMHOIO MOAXO0/a K ITOHU-
MaHHIO [IEHHOCTH HHU B TEOPUH, HU CPEIN PAKTHUKOB.

IMepBble UccienOBaHUs IEHHOCTH NpHHALISKAT A. CMHUTY,
KOTOPBIH Ha IMpUMepe Mapasokca BOIBI M ajMasza MoKa3al Bax-
HOCTb Pa3IH4usi MEXIY CTOUMOCTBIO B OOMEHE C OIHOM CTOPO-
HBI ¥ CTOMMOCTBIO B HCIIOIB30BaHUM — C Ipyroil. Briocnencreun
BBelleHHOE B KHHUre CMuUTa «BOraTcTBO HAIMiD» MOHSITHE IICHHO-
CTH KaK MEHOBOH CTOMMOCTH CTaJ0 Mpeo0IaaroliiM OIpesie-
JICHHEM LIEHHOCTH B 3koHOMHUKe [Vargo et al., 2010]. CornacHo
9TOM JIOTHKE, IIEHHOCTh CO3JaeTCsl, KOI/Ia [IeHa, KOTOPYIO MOTpe-
OWTENM MUIATAT 32 TOBAPhI WIN YCIIYTH, MPEBHINIACT 3aTPaThl HA
UX TIPOHU3BOICTBO.

OnHAaKo MPOMCXOMSIINE B 3KOHOMUKE W3MEHEHHs: r100a-
JM3aIHs, TEXHOJIOTHYECKOE Pa3BUTHE, HOBBIE METOIBI KOHKY-
peHTHON OOpBObI — MpHBENH K TpaHCHOpPMALUKM TTOHUMAHHS
LICHHOCTH KaK MEHOBOW cromMoctu [Gummesson, Mele, 2010;
Vargo et al., 2010].

HauGonee Ba)XHBIM II€PEIOMHBIM MOMEHTOM B TIpOIEecCe
IBOIIOIUH MOHSTHUSI [IEHHOCTHU SIBWICS Tepexo]] Gokyca Ha To-
TpebuTens. B cTpeMHUTEIbHO MEHSIFOLICHCS KOHKYPEHTHOM cperie
OusHec Oonbllle HE MOXKET paccMaTpUBaTh MOTPEOUTEINS TOJb-
KO KaK MCTOYHHK JIOXO/Ia ¥ OJHOPOIHYIO Maccy KineHToB. Ha
MEePBBIii MIaH BBIXOSIT IIyOOKOE MOHUMAHUE MOTPEOUTENHCKON
LICHHOCTH M, COOTBETCTBEHHO, (hopmupoBanue 3(P(EeKTHBHOTO
[IEHHOCTHOTO TIPE/TIOKEHUSI KOMITAHUEH.

PazBuTne KOHIENIMI MapKeTHHra MPHUBEJIO K MOHUMAaHHIO
TOTO, YTO MOTPEOUTEINTH MOTYIAIOT IIEHHOCTh HE HETOCPEICTBEH-
HO OT CaMOro IPOIYKTa, a, CKOpee, OT €ro HCIIOJIb30BAHMS HIIH
MOTPeOICHNs, 8 TAKIKE B3aUMOICHCTBHS C IPYTUMHU CYObEKTaMH,
3aMHTEPECOBAHHBIMH WM BOBJICUCHHBIMH B TIPOILIECC CO3AAHMS
nenHoctu [Katzan, 2008; Polese et al., 2017]. B nanbuelinem
9TO TIOHUMAaHHE TOJIOKUIIO HAYalo Pa3BUTHIO TEOPHU COBMECT-
Horo co3nanus neHHocTu [Akaka et al., 2014].

B Teopun uennocreii morpebieHuss M. Pokuua TepMUH
«UEHHOCTB)» TPAKTYeTCsl B KAYECTBE YOSKICHUSI B TOM, YTO Ka-
Kasg-miu00 opma MOBEACHHUS MM KOHEUHOTO COCTOSIHUSI CYIIe-
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CTBOBaHHMSI JUISl YeJOBEKa WIIM OOIIeCTBa SIBIsIETCs Oonee mpen-
MOYTUTEIBHOM, YeM mnpotuBomnoiokHas [Rokeach, 1973]. Oro
TIO3BOJISICT CAENATh BBIBOJ O TOM, YTO LIEHHOCTB ITPEAOIIPEIeIIseT
HOTPEOUTEIIBCKYIO MOJICIb TIOBEJICHHS, CTUIIb OTpeOIIeHuS, 00-
pa3 KU3HH, IPUBBIYKH, 0COOCHHOCTH BBIOOPA TEX MM HHBIX YC-
JIyT ¥ TOBapOB, Ha OCHOBE YEro MOKHO OIPE/ICISATh CKJIOHHOCTb
MOTPeOHUTENS K TEM WIIM WHBIM OpeH/IaM HJIH IIEHHOCTSIM.

B crarbe [Gallarza et al., 2011] BelaeneHo 1Ba U3MepeHUs
MOTPEOUTENBCKON IIEHHOCTH — YKOHOMHYECKOE M TICHXOJIOTHYe-
ckoe. [lepBoe CBsA3aHO C LICHOI U ONpeeNseT TPaH3aKIHOHHYO
LEHHOCTb, BTOPOE — C TE€M, YTO IIEHHOCTb CIIOCOOHA OKa3bIBaTh
HMOIMOHAJBEHOC M KOTHHTHBHOE BO3JCiCTBHE Ha BBIOOpP TOTO
WA HHOTO OpEeH/Ia WIIH IIPOIYKTA.

B nmTeparype 10CTaTOYHO IIHPOKO PACIIPOCTPAHECHO MIPHME-
HEHUE TEPMHUHOB [IEHHOCTHOTO MPEITIOKEHUS HIIH TOTPEOHTEIb-
CKOW LCHHOCTH. I[CHHOCTHOE MPEIOKCHHUE SIBISCTCS HEKOH
COBOKYITHOCTBIO BBITOJ, KOTOPBIE MPOAABEIl MOXKET INPerocTa-
BUTH MOTPEOUTEIIIO B3aMCH KaKOI-JIMOO ICHHOCTHOW CAMHMUIIBI
(B meHexHO# wiu pyroit BeiroaHo# ¢opme). P. Kopayruiecku
BIICPBBIC WCIIOJB30BAJl B CBOMX TPYJaX KOHLCHIHIO MOTPEOU-
TEJILCKON LEHHOCTHU: «IIEHHOCTHOE TPEATIOKEHHE — 9TO On3Hec
W MapKETHHIOBOE YTBEPIKACHNE (OCHOBHASI ITO3HIIHS), OITHCHI-
Baroliee, MoYeMy MOKYIMaTelsiM CIeAyeT MPHOOPECTH MPOIYKT
Wi ucnone3oBath ycuyry» [Yar Hamidi, Gabrielson, 2018].
®. Kotnep xapakrepusyeT BOCIIPHHIMAEMYIO TIOKYTIaTeNIeM [IeH-
HOCTB KaK «PasHHUIly MEXIy 0oOIIeii IICHHOCTBIO TOBapa JUIst Mo-
TPeOUTENS U ero OOIIMMH H3/IeP)KKAMI», IIe 00mas HeHHOCTb
JUISL TIOKYTIATeIIst PE/ICTABISICT «COBOKYITHOCTB BBITOJI, KOTOPBIC
OH OXXKHJIAeT MOJTYYUTh, MPHOOpETast TOBap WIH YCIyry», a 00-
IIHE U3JCPKKU — KCYMMY H3JIEPIKCK, OKHIACMYIO TTOKyIIaTelIeM
TIPH OIICHKE, MOTyYSHUH U HCIIOJIb30BaHUU TOBApA WM YCIYTH»
[Kornep, 2006]. Cornacuo teopuu k. Hapsepa u C. Creiitepa,
TIOHSITHE TTIOTPEOUTENBCKON LICHHOCTH SIBIISICTCS PE3YIIBTAaTOM CO-
MOCTABJICHHS BBITOJ, TTOJTy4aeMBIX ITOTPEOUTENICM B PE3yNbTare
pUOOPETEHUS ¥ MCIIOIBb30BAHMUS TOBApa, U 3aTpar Ha IpHoOpe-
TeHue 3Toro Toeapa [Narver, Slater, 1990]. BaxxHo oTMeTHTb, 4TO
MIPUBEACHHOE BBIIIE ONPE/ICIICHUE MOTPEOUTENBCKOM EHHOCTH
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B OOJBIICH CTEIICHN OTPaKaeT ee CyTh KaK KaTerophH, KOTopas
o0ecrieunBaeT €IMHCTBO LIEHBl U KAa4eCTBA B CBSI3U C TEM, YTO
MOTPEOHUTENH COMOCTABIISICT BHITOABI, KOTOPBIE OH MONyYaeT OT
TOBapa, ¢ €ro LIEHOM.

B pa6ore T. Heiirna u P. XonbieHa OTMEUEHO, YTO KOHO-
MHUYECKas LIEHHOCTh MPOAYKTa MPEACTABISACT COO0M 1EeHy Hau-
JyqIeit ast oTpeOuTeNs albTepHAaTHBEI — STATOHHYIO LIEHY H
LIEHHOCTB JIIOOBIX OTIIMYMI TOBAPHOTO MPEUIOKEHUS OT aJIbTep-
HATUBHOTO, IleHHOCTh oTnunii [Nagle, Holden, 2002]. C Touku
3pennst Jx. @opbuca u H. MexTbl, 5kOHOMHYECKas IEHHOCTb
IUTSL TIOTPEOUTEIs SBISIETCSI MAKCUMAIIBHOM CYMMOM JIEHeT, KO-
TOPYIO MOKyIaTeiab OyJeT IoTOB OIUIATUTh C OJHOBPEMEHHOM
KOMITIEKCHOW OIIEHKOW OCHOBHOTO TOBAapHOTO TPEIJIOKCHUS U
JPYTHX TOCTYITHBIX HpeIIoKeHnil koHKypeHToB [Forbis, Mehta,
1981]. M. Xpucrodep Takxke ONpenesseT EHHOCTh KaK «JIe-
HEXHYIO CYMMY, TPEICTABIAIONIYI0 cOO0W pa3HHIly MEXKIY Jie-
HEKHBIM 9KBHBAJICHTOM Ha0Opa BOCHPHHUMAEMBIX BBITOJ H LIe-
Hoi» [Christofer, 1982].

B. [eitrami otMeualt, 4to moTpeOuTeNIbCKast IICHHOCTD MPE/-
cTaBisieT COOOH «OOLIyI0 OLICHKY IOKYyIaTeJIeM IOJe3HOCTH
TOBapa, OCHOBAHHYIO Ha BOCIIPUATHM TOTO, YTO OH IOJy4YaeT U
410 3a 3T0 orhaeT» [Zeithaml, 1988]. D10 oOycnaBnuBaeT TOT
(baxT, 9T0 OCHOBOM MOTPEOUTEIBCKOMN IIEHHOCTH SIBJISICTCSI CPaB-
HUTEJBHBIA aHaJIM3 BOCIPUHUMACMbIX MOTPEOUTENIEM BBITOJA U
3arpar. 3HaYNTeIbHOE YHCIIO UCCIIeA0BaTeNCH IPHICPKUBAOTCSA
JaHHoi Touku 3penusa. K.b. MoHpo pekomeHn0Ball IPUMEHSATh
(dbopMyily IICHHOCTH OTHOIICHHS BBITOJA K 3arparam [Monroe,
1990]. B cBsA3M ¢ TE€M YTO 3TOT MOJAXOJ SBISETCS OIHOMEPHBIM,
OH YaCTUYHO YTIPOIIACT OLEHKY LICHHOCTU U HE 1aeT BO3MOXKHO-
CTH TIOJTy4YHTb MOJHBIE JaHHbIC JJIs HOCIeayolero ananusa. [1o
9TOM MPUYHMHE WHBIC MCCIICNOBATEIN MPUACPKUBAIOTCS MIPUMe-
HEHHsT MHOTOMEPHOTO I0JIX0/1a, B paMKaX KOTOPOTO BBIJCISIOT
SKOHOMHMYECKHH, (PyHKIIMOHAIBHBIN, SMOIIMOHAIBHBIA M TICH-
XOJIOTMYECKUH acleKThl. Beb KOMIUIEKCHAs IEHHOCTh, NpE/-
CTaBISIIOIIAsT MHOTOMEPHBIH OOBEKT, COCTOHT U3 CIIEIYIOIINX
AIIEMEHTOB: KaK BOCIIPUHUMAEMasi LICHA, BBITO/IbI K PUCKH CO CTO-
POHBI IOTpEOUTENS, KauecTBO, OpeHI, cepBUC U T.1. Eie onHa

Tabmuma 1
KittoueBble aclieKThl TOHUMAaHHsI TOTPEOUTENBCKOM LIEHHOCTH
Table 1
Key aspects of understanding consumer value

o T S Lo

Onpenenennas GopMa KOHEYHOTO COCTOSIHHS HIIH TIOBEACHHMS JUIsl YelloBeKa (I0TpeOuTes)
WK O0IECTBa SBISETCSA HANOOee MPEAOYTUTENBHOM, YeM nHas hopma

LleHHOCTHOE MPEUIOKEHNE — ITO OU3HEC, YTBEPIKICHUE WU NO3UIHOHUPOBAHHUE,
KOTOPOE ITOMOTAET IIOHATh MOTPEOUTEIIIO, TOYeMY HYKHO MPHOOPECTH TOT WM MHOM IPOAYKT WIIH YCIYTY

IlenHOCTH BBIpa)kaeTcs ACHEKHONH CyMMOH, SIBISISICH pa3HULIEH MEXKIY LIEHOH U MOJIb30H,

KOTOPYIO PEAJIbHO IIPUHOCHUT TOBAP WM yCIIyra

IToTpebuTenbckas OneHKa IMOIe3HOCTH TOBAPA MIIH YCIYTH, KOTOpasi OCHOBAHA HAa BOCHPHATHH TOTO,

YTO YCJIOBEK OTAACT U YTO ITOJTY4a€T B3aMCH

Pesynprar comocTaBneHus BBITO/, MOMYYEHHBIX MOCIE MPUOOPETEHHUS TOBAPA, C MATEPHATBHBIMU 3aTPaTaMy

M. Pokuu, 1973
P. Kopmymmecku, 1980
M. Xpuctodep, 1982

B. Lleitramm, 1988
C. Cnetitep, 1990

OmymeHHe HOTpe6I/ITeJ'IeM TOT0 NPEUMYIIECTBA IIPHU OLIEHKE TOBapa Uik yClIyru, €ro anI/I6yTOB,

a TaKKe HOCJle,Z[CTBI/Iﬁ HCIIOJIb30BAHUA, YTO CHOCO6CTByCT JOCTUXXEHUIO IIEPBOHAYATIBHBIX ueneﬁ

1 yOOBJIETBOPECHUIO TOW WJIH WHOU HOTpe6HOCTI/I

Best COBOKYITHOCTB BbII'OZl, KOTOPBIC l'IOTpe6I/ITCJ'H> O0XKHUJAACT IIOJIYyYUTD,

MOKyTIast TOT WM HHOU MPOMYKT HIIH YCIIYTy

DKOHOMUYECKOE U3MEPECHUE IIEHHOCTHU B BUJIC TpaHSaKHHOHHOﬁ IICHHOCTH, a TaK¥XC TICUXOJIOTHYECKUM aCTIEKT
HEHHOCTH, CBSI3aHHBIH C HENOCPEACTBEHHLIM BO3,I[CI>1CTBI/ICM KOTHUTHUBHOT'O U SMOITMOHAJIBHOI'O XapaKTepa

Hcmounux. cocTaBieHO aBTOpaMu.
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P. Byxpadd, 1997

®. Kotep, 2006

M. ll'anap3sa u zp., 2011
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Trachuk A.V., Linder N.V., Tuayev V. 0.
TpakToBKa ObuIa npeiokeHa P. Bynpaddom, sxc-nipesngeHTom
komnanuu Coca-Cola. T1o ero MHEHHIO, «IOTPEOUTEIbCKAS LICH-
HOCTBb — 3TO OIIyIaeMoe ITOTPEeOUTENIeM MPEUMYLIECTBO MPH
OLICHKE CBOWCTB MPOAYKTa, aTpPHOyTOB €ro MpenCTaBICHU, a
TaKOKe MOCIEICTBUI ero MPUMEHEHHs], KOTOPbIe CIIOCOOCTBYIOT
JOCTHYKCHUIO TIOCTABJICHHBIX IIeJIeH M 3a7a4 MOTPEOUTENs TPH-
MEHHUTEJFHO K KOHKPETHOMY CITY4aro UCIIOIB30BaHUS 3TOTO IPO-
nykray [Woodruff, 1997].

KiroueBble momxonp! K MOHMMAHUIO IOTPEOUTENHCKOM HeH-
HOCTH TPE/ICTABICHBI B Ta0I. 1.

BakHO OTMETHTBH TOT (DaKT, UTO MPOIIECC BHISBICHHUS TTOTpeE-
OUTEbCKOM TIEHHOCTH U CO3/IaHMs IIEHHOCTHOTO MPEITOKEHHS
MOXET OBbITh 3Q(PEKTHBEH TOJILKO MPU COBMECTHOM BOBJICUCHHUU
MaKCHMAJILHOTO YHCIIa YIaCTHUKOB, TOIPa3IeICHUH KOMITAaHUH,
a TaKkke ¢ 0e3yCIIOBHBIM TIpUBIICUCHUEM MToTpeduTenei. K tomy
)K€ KOMITAaHUH, OPUCHTHPOBAHHBIC B TIEPBYIO OUepe/Ib HA KIHEH-
TOB, CIIOCOOHBI HE TOJNBKO IPOHM3BOJHMTH TOBApPHl M MPETOCTaB-
JSITh YCIYTU B COOTBETCTBHHU C MOTPEOHOCTSAMHM, HO U BO3/ICH-
CTBOBATh Ha ()OPMUPOBAHHUE MTOTPEOHOCTH, CO3/IAaHUC IICHHOCTH,
MCIIONB3YS BECh CBOI OIBIT U 3HAHUSL.

Bynpadd B cBoeii paboTe OnmchIBacT TpH KITFOUCBBIX dTarla,
MO3BOJISIIOIIUX MOHSTH CYHIHOCTh IEHHOCTH, BOCIPHHUMACMON
U JKelaeMoit co ctoponsl motpedutens [Woodruff, 1997]. Ha
MIEPBOM JTare MOTPEOUTENEM U3yIaeTCsl TOT MM UHOU MPOIYKT
WIIH YCITyTa, a Takoke aTpuOyThl, CBsI3aHHbIE ¢ HUM. [locie mpu-
0OpeTeHnsT M UCIONB30BAHUS MPOJAYKTa Y TOTPEOUTENsI BO3HU-
KaeT HabOp SMOIHIA, KEJTaHUH U TPEIIOUTCHUH, CBA3aHHBIX C
MOTPEOUTELCKUM OIBITOM OT HCIOJB30BAHUS MPOMYKTA, YTO
SBISETCS. BTOPBIM dTanmoM. Ha TpeTbeM oTame moTpeOuTenn
(hOKyCHPYIOTCST Ha TOCTHIKSHUH TPHU MOMOIIH MPOJAYKTa CBOMX
OTIPEIICTICHHBIX 1IEJIeH U YIOBJICTBOPCHUH MOTPEOHOCTEH, OCHO-
BaHHbBIX HA JKEITaeMOM MOTPEOUTEIHCKOM OMbITE. JlaHHAsI MOJIENb
OITUCHIBACT JKENAEMYIO M BOCHPHHUMAEMYIO OTPEOHTEIBCKYIO
[IEHHOCTh, MO3BOJIAET MOHATh, KaK UMEHHO MOTPEOHTENh Olle-
HHUBAET MPOIYKT WM YCIYTY, KaKne HEeH IPeCciIenyeT, a TakKe
KaKKe TyBCTBA U OMOIIMH UCTIBITHIBACT B MPOIIECCE MOTPEOUTEIh-
ckoro ombita [ Woodruff, 1997].

JIx. CuMoBa B CBOMX paboTax M3ydaeT MOTPEOUTEIbCKYIO
[EHHOCTh, OCHOBAaHHYIO Ha IIEHOBBIX M Ka4eCTBEHHBIX IOKa-
3aTessIX, BKJIIOYAIOIINX BBITOIBI U PHCKH, KOTOPBIE MOJydYacT
MOTPEOUTENb B MPOIECCce MOIB30BaHUS MPOAYKTOB, B TOM YHC-
Jie MarepualbHble U HemarepuanbHbie [Simova, 2009]. Taxas
CTPYKTypa LIEHHOCTH, OCHOBAaHHAsI HA COIIOCTABJICHUHU LICHBI U
KadecTBa, mo3Bosiiaa CHMOBE PACIIUPUTH CBOIO KOHIICTIIIHIO
MPU TTOMOIIN JT00ABJIEHHS B HEE HOBBHIX JJIEMEHTOB [EHHOCTH.
Moiesnb OMUCHIBACT BBITOJIBI, KOTOPBIE TOIYYaeT MOTPEOUTENH B
MpoLecce UCTIONBb30BAHUS MMPOAYKTA, U PUCKH, KOTOPBIE OH MO-
JKET TIOHECTH. BBITOIbI MOT'YT OBITh MTPEACTABICHBI CICTYIOIIH-
MH 2JIEMEHTaMH TIOTPEOUTENHCKON IIEHHOCTH: (DYHKIIMOHAIIBbHAS
(Ka4ecTBO MPOYKTA UK YCIYTH), TICUXOIOrHYecKas (IICUXOJ0-
rHyeckasi, SMOLMOHAJbHAS, KOTHHTHBHAS), OSHHCTEMHUYECKAs
[IEHHOCTb, IIEHHOCTh OpPEeH/Ia, ICHHOCTh TpoIecca 00CTyKnuBa-
HUS, a TaKXKe IIEHHOCTh, CBSI3aHHAsI C MHBIMU BTOPOCTEIIEHHbI-
MH ycnoBusmME. K prickaM MOTYT ObITh OTHECEHBI CIICAYIONIHIE
ACTICKTHI: BpeMs, LIeHa, 3aTPaThl Ha TPAHCIIOPTUPOBKY, IIPOCTOTA
HCIIOJIb30BaHHUSI, TOCTYITHOCTD, 3aTPAueHHBIE PECYPChI, PACXOJIBI
Ha TEXHUYECKOe OOCIY)KMBaHHWE, a TAKKe MHBIEC ANbTEPHATHB-
HBIC H3CPIKKH, HEMOCPEACTBEHHO BIHSIONINE HA YIOBICTBO-
PEHHOCTH KIIMEHTOB.

Online www.jsdrm.ru
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Kotnep omuceiBaeT oiuH 13 Hanbosee 3QGEKTUBHBIX BUIOB
COBPEMEHHOTO MPOJIBIKCHUSI OPEHI0B — MapKETUHI BIIEYATIIC-
HUHA — KaK «MapKeTHHI C HCIIOJIb30BAHHEM MOJIOKUTEIHEHOTO
JKU3HEHHOT'O OITbITa U ITO3UTUBHBIX BIICUATIICHUN TOTPEOHTEINEH,
CKJIOHHBIX K MIOMCKY HOBBIX, HEOOBIYHBIX OIrymieHui. [Iponas-
[1aM IPUXOJUTCS Bce O0IbLIe AyMaTh HE TOJILKO O IIPOJiaske TOBa-
pa WK yCIyTH, HO ¥ O pa3pabOTKe U PEIOKCHUH TIOTPEOUTEITIO
MO3UTUBHBIX BrieyarieHud. Crenyer NpuHUMarh BO BHHUMaHHE
TIOJIOKUTEITBHBIE BITCUATICHHUS, KOTOPBIMH yXKe PACIIONaraloT I10-
TpeOUTENN NPU TOKYIIKE TOBapa WIIM YCIYTH, U HAWTH CIIOCO0
MMUTAINA TakuXx Briedatiaennid» [Kormep, 2008].

JLx. Iaiin u JIx. ['mnmMop paccMaTpuBaroT BlieYaTJICHUs KakK
YEeTBEPTOE SKOHOMHUUECKOE TIPETIOKEHIE M CUUTAIOT, YTO UMEH-
HO 3TO SIBJISICTCS KIIIOYEBBIM (PakTopoM 3((PEKTHBHOIO poCTa
ousneca [[Taiin, Tunmop, 2005]. @upMbl, IPETEHAYIOIIUE HA JTH-
JUPYIOLIKE TO3ULHUU B OTPACIIH, IPOCTO 00s13aHbI UCIIOIb30BATh
MHCTPYMEHTHI MapKEeTHHTa BICUATIICHUH B TEKYIIUX YCIOBHSIX
poiaka. ITpouece 3BOIIOLUN TOTPEOUTENBCKON LIEHHOCTH, IIpe/-
naraemsiii [laitrom n ['mmmopowM, mpencrasieH Ha puc. 1.

OueBU/IHO, YTO BCE TPEIBIAYIIME BUJbI 3KOHOMHUYECKUX
MPEIUIOKEHNH M MOIXOI0B K IIEHHOCTH B MEHBIIICH CTETICHH 3a-
TparuBajId BHYTPEHHUH MHp YEJIOBEKa, €r0 SMOIMH, B TO BPEMs
KaK BIICYATIICHUS WHIUBUIYAIbHBI, OHH SIBIISTFOTCS CIIEICTBUEM
KOCBEHHOTO B3aUMOJEHCTBUS C IOKYIATelIeM Ha HHTEIUIEKTY-
AIBHOM, SMOIMOHAIBHBIM H (u3HIeckoM ypoBHe. Kotiep oT-
MEUaeT, YTO «COBPEMEHHBIC KOMITAHUH JIOJKHBI IOHUMATh, YTO
OHH TIPOW3BOMAT BICUATICHHUS, @ HE TOBAPHI; U MOBBIMIAIOT I10-
TPEeOUTENbCKYIO LICHHOCTb, @ HE OKa3bIBAaIOT yciIyru. [lorpebu-
TEIH YKKIYT BIICUATIICHUH M TOTOBBI IUIATUTh 32 HUX JICHBIW»
[Kotnep, 2006].

HecMmotps Ha TO 9TO SKOHOMHUECKOE TPENIOKEHUE BCe 00-
Jee IpuoOpeTacT HeMaTeprualbHylo (OpMY, €ro IEHHOCTh CTa-
HOBHUTCSI BCe OoJiee 3HAUMMOM ¥ oryTuMoi. [laitn u ['mimop B
CBOMX pabOTax OTMEYAIOT, YTO <JIFOAM SKOHOMST Ha TOBapax,
YTOOBI KYNUTH OOJIBIIE YCITYT, TAK OHU SKOHOMST BPEMsI U Cpel-
CTBa Ha yCIIyrax, 4roObl puoOpecTH OoJiee IEHHbIE I HUX
BrieuariieHus» [Pine, Gilmore, 1998]. To ecTh KOMIaHWUHU, CTaBs
nepez co0oi 1eNb T0CTUYb KaK MOJKHO OOJIBILETO YIOBIETBOPE-
HUS TTOTpeOUTeNeH, JODKHBI IPeAiaraTb UMEHHO BIICUATICHUS,
CTpeMHTHCST (POPMHUPOBATH AMOLIMOHANBHYIO MPUBSI3aHHOCTH K
OpeHy HapsIy ¢ PalMOHATBLHBIMH MPEATIOYTCHISMHE, YTO TJIaB-
HBIM 00pa30M BJIMSET Ha CTEIEHb YIOBJICTBOPEHHOCTH HOTPEO-
HOCTH.

Puc. 1. DBonronus moTpeOUTEIBCKON IIEHHOCTH
Fig. 1. Evolution of consumer value

YunTbiBaetca

nndpepeHypoBaHHan Tocraska ﬂgxﬁg?g;g;
BrieyatieH
MocTaBka
yenyr
Mpown3BoacTBO
TOBapoB
[Lobblua
CbipbA
He yuutbiBaetcs

noTpe6bHOCTb

nokynarenei

PoiHo4Has LeHa PoIHOYHAA HaueHKa

HUcmounux: [Iaiin, ['nmmop, 2005].
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Tabmnuua 2
KittoueBsie seMeHTsI Kareropuu «IIoTpeOuTebeKas LIEeHHOCTh
Table 2
Key elements of the “Consumer value” category

JJIeMEHThI NOTPEeOUTENbCKOM LIEHHOCTH ABTOpBI

LleHHOCTB A5 MOTPEOHUTENEH — 9TO TMONE3HOCTD, IIeHa i Ka4eCTBO

I{eHHOCTB /TS MOTPEOUTEINCH — ATO HAKMITYYIIIee COOTHOILIICHHE MEXTY LIEHOM 1 KaueCTBOM TOBapa

[Lapierre et al., 1999]
[Day, Crask, 2000]

HCHHOCTL JUIS HOTpeGI/ITeJlﬂ — OTO UCKJIFOYUTEIILHO SMOIMOHAJIBHOE BOCIIPUATUE IIPOAYKTA,

CKJIA/IBIBAIOIIEECSI O] BO3ICHCTBUEM IIOTPEONUTEIBCKOTO OIBITA U XapAKTEPUCTUK IIPOIYKTA,
MOCJIE/ICTBUI NOTPEOICHHS, TMIHOCTHBIX LIEHHOCTEH MOTpeOuTes

[Brunso et al., 2004]

LlenHoCTh 11151 OTpEeOHUTENeH — 5TO QYHKIIMOHAIIBHOE, YTHIUTAPHOE, (GU3NUECKOe YIOBIETBOPEHHE TOTPEOUTEIIS

Iennocts mist moTpeduTeneil — 370 He TOIbKO (QYHKIIMOHATIBHOE COOTBETCTBHE TOBApa,
HO ¥ y/IOBIIETBOPEHHE HEKOTOPOI COIMANbHOI HOPMBI («YyCIEIIHOTO YeJIOBEKay, «IAET0BOT0» H T.II.)

[Pura 2005]

IeHHOCTB U1 TOTpeOuTeNeH — 310 PYHKIMOHATIBLHOE, COLHAIBHOE U ACTETHIYCCKOE YIOBICTBOPCHHUE OTPEOICHHUS

HGHHOCTB I l'IOTpC6PIT€J'I$I CKJIaIbIBACTCS U3 COOTHOIICHUS YETHIPEX SJIEMEHTOB: SMOIIMOHAIBLHOC
YAOBJIICTBOPCHUEC, YIOBJICTBOPEHNUE COIMATBHON HOTpe6HOCTI/I, Ka4ye€CTBO, IICHA

HCHHOCTB JUIsL l'IOTpCGI/ITCJ'IH — 9TO SMOIMOHAJIBHOE YAOBJIICTBOPCHUEC, YIOBJIICTBOPCHUEC COIUATBLHOM

MOTPeOHOCTH, Ka4eCTBO, [IeHa, 00IagaHne OpeHI0M

HCHHOCTL JUTsL HOTpC6I/ITeJ'I$I — 9TO HOBOC, BO3BMOXKHOCTbD IIOJTYUCHUS HOBBIX 3HaHI/I171,

HOBOH HH(OpMAIHH, 00IaTaHIs YeM-TO HOBBIM

HCHHOCTL JI HOTpe6I/ITeJISI — OTO INpUpalICHHAA IECHHOCTh MEXK/Y BbI'OAaMHU U U3ICPIKKAMU

OT UCII0JIb30BaHUs TOBapa

IlenHoCTH A7 MOTPEOUTENST MMEET TMHAMUIECKHH XapaKkTep U CUTyaTHBHA.
TloTpeduTens BocmpuHUMAET [IEHHOCTH IT0-PA3HOMY B Pa3HBIX YCIOBHSX M KOHTEKCTE

I{enHOCTD A71s1 HOTPEOUTEIISI 3aBHCUT OT MPEAIOYTESHUI U OIIEHOK MOTPEOUTEIs, BKITIOYAIOLIUX CTEIeHb
JIOCTHIKEHHMSI €T0 LIEJIH, TOJYYSHHYIO CTOUMOCTD U TaIbHENUIINE BO3MOKHOCTH U MOCIIEICTBUS

Hcemounuk: coCTaBIICHO aBTOpaMu.

B Tabn. 2 npejcraieHbl KIIOYEBbIE IEMEHTBI KaTeropHu
HOTPEOUTENBCKOI IEHHOCTH.

2. MoaeAr GOPMUPOBAHMS
LIEHHOCTHOTO NPEAAOXKEHMS

ITox LIEHHOCTHBIM IIPEUIOKEHHEM HamboJee 4acTo Mmojpa-
3yMEBAIOT COBOKYITHOCTB TE€X BBITOJ] H IIPCHMYIIECTB, KOTOPHIC
OH3HEC TOTOB MPEIOKUTD MOTPpeOUTEN 0. [IpHMEpOM TaKuX BbI-
TOJI MOTYT CIIY)KUTh HOBH3HA, H3TOTOBJICHHC HA 3aKa3, [IPOU3BO-
JTUTENTBHOCTh, YI0OCTBO, YHUKAIBHOCTD, ANU3aiH, OpeH/I, IIeHa 1
MHOTHE JIpyrue (HaKToOpHlI.

OnHolt M3 HamboJIee PacIpOCTPAHCHHBIX Mojeneit GpopMu-
POBaHMS ICHHOCTHOTO MPEIOKEHHUS SIBISICTCS MOJIEIb TIOCTPO-

Puc. 2. Monens popmMupoBaHUs IEHHOCTHOTO MPEIIOKEHUS
A. OctepBanbaepa
Fig. 2. A. Osterwalder’s model of value proposition formation

CcO3aHue Bblrogbl

BbIroAbl

3agaun
1 paboTbl

CBOWCTBA

npoayKTta *
B2 [ k3

yCTpaHeHne 6onu

NPOAYKT
Hcmounuk: [OcrepBanpaep u ap., 2017].

12

KNMEHT

[Sweeney, Soutar, 2001]
[Wang et al., 2004]
[Spiteri, Dion, 2004]
[Zeithaml, 1988]
[Sweene, Soutar, 2001]

[Woodruft, 1997]

eHusl IeHHOCTH, mpemiokeHHas A. OcrtepBampaepom [Octep-
Baspaep U aAp., 2017]. [abnoH 1 KOMIUIEKCHOTO MOCTPOCHHUS
LEHHOCTHOTO NPENIOKSHHUSI IPEICTABICH Ha PHC. 2.

Mogenb coCTOMT M3 JIByX OJIOKOB NMOHHMMAaHHUs — IPO-
OyKTa ¥ KJIWEHTa, KaKIBIH M3 KOTOPBIX paselieH Ha TpU
COOTBETCTBYIOUIMX JPYr OPYry CErMeHTa, MPH B3aMMHOM
pPacCMOTPEHHH W COIOCTABICHWU KOTOPBIX MOXHO TIPHii-
TH K IOCTPOCHUIO 3(P(HEKTUBHOIO LEHHOCTHOIO IPEIO-
xenust. [Ipu cocraBiaeHuu npoduias MOTpeOUTENsT U Kap-
Thl IIEHHOCTH, a TakKe NpU JalbHeHIedl KauyecTBEHHOM
CBEpPKE CETrMEHTOB MEXKAy COOOW MpeacTaBIseTCsT BO3-
MOXHBIM TOCTpOeHHE 3(PPEKTUBHOTO IIEHHOCTHOTO MpPE-
JIOKEHUS, TO3BOJIIONIETO  IOJHOCTBIO  YIOBIETBOPHUTH
MOTPeOHOCTH KJIMEHTCKON 0a3bl M — TPU BO3MOMKHOCTH —
JaKe TIPEBBICUTH OKUAAHUS MOTPEOHUTENSI OT MpeIaraeMbIX
MPOIYKTOB MU YCIIYT.

O. IOgur n O. HOnpamieBa BBIAEISIOT MIECTh KIIFOYEBBIX
9NEMEHTOB (POPMUPOBAHHMS IIEHHOCTHOTO Tpeaiokenus [fOauH,
IOnpamesa, 2012]:

® TPOIYKT, yciyra (KJIIoueBbie CBOMCTBA);

® HH(POPMALMOHHBIE  XapaKTEPHCTHKU
OpeH/1, MO3UIIMOHUPOBAHHE);
MIOCIIENPOIAYKHOE 00CITYKHBAHHE;
YCJIOBHS OTLIATHI U IPUOOPETECHUS;
LIeHA MTPEUIOKEHHS;

TEXHOJOTUSI TOTPEOICHUSI TIPOTYKTA.

DTH 3IEMEHTBI UMCIOT 0c000¢ 3HaueHue B mporecce Gop-
MHUPOBAHUSI ICHHOCTHOTO MPEIOKEHHUS, MOCKOJIBKY KaXIIbIi U3
HUX HEOOXoauM st JOPMHUPOBAHHS MTOTPEOUTEIBLCKOM 1IEHHO-
cti. JIerko mpeacTaBuTh, YTO OTCYTCTBUE WM HU3KUH YPOBCHb
XOTsI OBI OTHOTO 13 HUX CIIOCOOEH CYIIECTBEHHO Pa3pyIIHTh BECh

(y3HaBaemocTh,

Online-Bepcua xypHana www.jsdrm.ru
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Puc. 3. Ctpykrypa mporecca co3IaHust IEHHOCTH
JUTS TOTpeOuTes,
o Onunay n FOngameoit
Fig. 3. Structure of the process of creating value
for the consumer by Yudin and Yuldasheva

CucTema ynpaBneHust NPOLECCOM CO3AaHNS LIEHHOCTU
(nnaHupoBaHwe, opraHn3aLysi, KOHTPOITb)
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Hcmounux: [FOnun, FOnnamesa, 2012].

KOMIIJIEKC LICHHOCTHOTO TIPE/UIOKEHUS U OTBEPHYTh MOTpeduTe-
JI51 OT TIPEJUIOKCHUS] KOMITAHUH.

OuH u FOnnariesa npeiaratoT B HEKOTOPOM CMBICIIE OoJiee
MOJICPHU3UPOBAHHYIO U CJIOKHYIO MOJIEIb CO3/JaHUS ICHHOCTH C
YYETOM CETEBBIX co00IecTB (puc. 3). BakHOI OTIMYUTEIBHOM
0COOCHHOCTBIO SIBIISICTCS pa3/ielIeHHE MOJICIH Ha YEThIPE YPOB-
HSI, PACIIOJIOKEHHBIX 10 CTENEHH BIMSAHUS KaXK10TO U3 HUX Ha
MPOLIECC CO3/IaHUsI IICHHOCTH.

Ilo muenmio FKOmuna um HOmpmamieBoii, 3Ta MOIENIb HMEET
ocoboe 3HaueHuWe B mpouecce (HOPMHUPOBAHUS LIEHHOCTHOTO
MPEUIOKEHNS], TTOCKOJIBKY «HMEHHO 3TH C(epbl 00ecrednBaoT
JIOJITOCPOYHBIC KOHKYPEHTHBIE TIPEUMMYIIECTBA U PA3BUTHE KOM-
nereHimid Gpupmed» [FOnun, FOngamesa, 2012].

Mogenb NOCTPOEHUSI LIEHHOCTH, npeiokeHHas A. Cnu-
Borcku 1 [[. Moppuconom, mokazana Ha puc. 4. 31ech 1enoJxa
CTPOUTCSI TIO HAIPABICHUIO OT MOTPEOUTENsI K KOMIIAHWH, TJIe
[JIaBHBIM HCTOYHHKOM (pOPMUPOBAHUS IIEHHOCTHOTO MPEIOKe-
HUSI SIBJIIOTCS TTOBEJCHYECKUE OCOOCHHOCTH TOTPEOUTEIIs, ero
peLIeHNs, IPEANOYTCHHUS.

Takum 00pazoM, B 3TOH MOJIENN TaKUe MPOLECCHI, KaK Mpo-
U3BOJICTBO, PECYPChI, TPAHCIIOPTUPOBKA, YNPABICHUS, KaHAJbI

Puc. 4. llenouka co3manus IEHHOCTH,

o CnuBotcku 1 Moppucony
Fig. 4. The value chain according to Slivotsky and Morrison
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Ucmounux: [CniuBorcku, Moppucos, 2003].
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cObITa | Tp., SABISIIOTCS BTOPOCTENEHHBIMU. VicTounnkoMm op-
MHPOBAHUS [IEHHOCTHOTO MPEATIOKEHHS SBISIETCS CaM MOTPeOu-
TeITb, @ BCE OCTAIBHOE JIMIIH 00CITYKHBAET €r0 HHTEPECHL.

B pamkax mocTpOeHHs IIEHHOCTHOTO MpPEIoKEHUsT Oe3yc-
JIOBHYIO Ba)KHOCTH HMEET KaueCTBEHHOE B3aMOJICHCTBHE MEXK-
ny komranued u knuentamu. Cornacuo K. Ipaxanany u B. Pa-
MAacBaMH, B YCIOBUSX CIIOKUBIICHCS PHIHOYHOW KOHKYPCHIIMH
KJTFOUEBBIM 3BEHOM MOCTPOCHHUS IIEHHOCTH SBIISIOTCS MMEHHO
MApTHEPCKUE OTHOIICHUS MEKAY MOTpeOUTENeM M OHU3HECOM,
[7Ie PBIHOK SIBJISICTCS HEKO# m1aTopMoii st peain3aiuy TaKoro
Buja B3auMoeiicTrii [Prahalad, Ramaswamy, 2004].

ABTOpBI CUMTAIOT, YTO KIHEHT CHOCOOCH aKTHMBHO BOBIIE-
KaTbCs B Iporecc (HOPMHUPOBAHKS LIEHHOCTHOTO TPEITIOKEHUS,
M BBIICIISIOT JIBa BOKHBIX MPUHIIUIA, JISKAIIMX B OCHOBE TPE/I-
nokeHHO# Mozienu [Prahalad, Ramaswamy, 2000]:

1. B3anmozeiicTBrE SIBIISIETCS BaXKHOM COCTABIISIOLIEH B CO3-
JIAaHUH IIEHHOCTH JJIsI KOMIIAHUH M KIUECHTA.

2. COBMECTHBI#I OITBIT SBIISIETCSI OCHOBOM /IS ICHHOCTH.

IMpaxanan u PamacBamu B cBOMX paboTax TakkKe OTMEYAIOT,
YTO «KIHEHTHI SBJISIOTCS YacThIO DKOCHCTEMBI, OHH CO3[Al0T
W U3BIEKAIOT IIEHHOCTH Uil OM3HECa; KIMEHTHI — CO-TIPOH3-
BOJIUTENH TIEPCOHATU3UPOBAHHOTO OIBITA; Y KOMIIAHHH H TI0-
TpeOuTeNnel MoKHBI ObITh O0IIUE 1Ien B 00pa3zoBaHuu, Gop-
MHUPOBaHUY BIEUATICHUH (OMbBITa) ¥ B COBMECTHOM CO3JaHHU
MPU3HAHKS KOMIIAHWU Ha PBIHKE TOBApOB M yciyr» [Prahalad,
Ramaswamy, 2000].

Puc. 5. Mozenb co3jaHus LEHHOCTH BO B3aUMOJIEIICTBUY KOMIIAHUH
U KJIMeHTa, no [paxanany u PamacBamu
Fig. 5. The value creation model in the interaction of the company
and the client, Prahalad and Ramaswamy
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Hcmounuxk: [Prahalad, Ramaswamy, 2004].

K. I'poupoc u I1. Bouma Takxke paccMaTpuBarOT MOTpeOUTE-
7Sl KaK TJIABHOTO MapTHepa B paMKaX CO3/[aHUS IIEHHOCTH, Ha-
3BIBasI €0 KITIOUEBBIM PECYPCOM B paMKax YCIICITHOTO Pa3BUTHS
u pocra komnanuu [Gronroos, Voima, 2012]. ITo ux mHeHwHto,
KOMITaHUSI CIIOCOOHA TTPOM3BOJMTS JIUIIG MOTEHINAIBHYIO IICH-
HOCTB, OJTHAKO HETIOCPE/ICTBEHHOE BIMSIHUE HA TO, KAKUM HUMCH-
HO JIOJDKEH OBITh KOHEUHBIH IMTPOIYKT, CIOCOOSH OKa3bIBaTh TOIb-
KO CaM KJIMEHT.

B cBoro ouepenns, A. Xenkkyna u K. Kanexep takxke cuwnta-
0T, YTO «KJIMEHT HE TOJIbKO ONpPE/EIsieT LIEHHOCTh, a LIEJIOCTHO
dopmupyet ee B mporiecce cBoero ombitay [Helkkula, Kelleher,
2010]. TTo ux MHEHHIO, IICHHOCTbH SIBJISETCS JOCTATOYHO JMHA-
MHYHOH KaTeropuell ¥ HeroCPeICTBEHHO 3aBUCUT OT N3MEHEHHS
0OIIIECTBEHHBIX HACTPOCHHUH U MOTPEOUTEIBCKUX MPEAOUTCHUM.
Bownma 1 coaBTOpEI B CBOMX pabOTaX TOBOPST O TOM, YTO IIOTPE-
OUTENBCKHUI OMBIT SBISIETCS TMOCTOSIHHO Pa3BHUBAIOIIMMCS TIPO-
LIECCOM, YTO CIIOCOOCTBYET (POPMHUPOBAHHUIO LIEHHOCTH, YUUTHIBAS
HPOILIBIN, HACTOSIMI 1 Oymyruii onbiT» [Voima et al., 2010].

ITo Muennto PamacBamu, «IIEHHOCTB Bee OOIbIne (OpMHUPY-
€TCsl COBMECTHO C (PUPMOI1 U KIIMEHTOM, @ HE TOJILKO B paMKax
BHYTpH (Gupmb» [Ramaswamy, 2011]. CerogHsuHui KIMCHT
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uiieT cBo0oIy BbIOOpA MPH B3aMMOACHCTBUU C KOMITAHHEH Ye-
pe3 OoIIbIIoe KOJTMYECTBO COOBITHIA, BIieYaTiaeHUi. PIHOK ke, B
CBOIO OYepelIb, PACCMAaTPUBACT KJIMEHTa He KaK KOHEUHYIO I1eJb
JUISL CBOETO MPEATIONKEHHS, a KaK KIIOUEBOM NCTOUHHK CO3JaHUS
nenHoctu [Ramaswamy, 2011]. Crenys cka3zannomy, Pamacsa-
MU OTMEYAeT:

1. LleHHOCTH — 3TO PYHKIUS TOTPEOUTEIBCKOTO OIBITA.

2. OnbIT KOMIIAHUU POKIACTCS B MPOLIECCE B3aUMOICHCTBUSI
¢ oTpeOuTeNeM.

3. JTrobas ¢upma momKHA CIIOCOOCTBOBATH CO3JIAHUIO 1ICH-
HOCTH, OCHOBAaHHOMY Ha OITBITE.

4. Ha pe3ynbrar co3laHusi LIEHHOCTH BIUSET mpouecc 3¢-
(DEKTUBHOTO M 3HAYUMOTO IMOTPEOMTENBLCKOTO OMBITA
[Ramaswamy, 2011].

B. PamacBamu u @. ['oysnapt B cBoeli paboTe OTMEUAIOT, 4TO

BO BPEMsI TOT'O KaK CETeBasi SJKOHOMUKa HabupaeT 000pOThl, Kpaii-
HE BOKHBIM SIBISICTCSI BOBJICUCHUE KIMEHTOB B IIPOLIECC CO3Ia-
HUS LEHHOCTHU U IIpuoOperenus onelta [Ramaswamy, Gouillart,
2010]. C menpio co3manus JOBEPUTEIHLHBIX OTHOIICHUH KOMIIa-
HUSM CIIeyeT ObITh MPO3PAauHbIMUA U JOCTYIMHBIMH JUIS CBOUX
KJIMEHTOB, YTO ITOMOTAET UM SICHO ONPEAEISATH JOCTOWHCTBA U
HEJ0CTATKU LICHHOCTHOTO MPEUIOKCHHS CO CTOPOHBI KOMIIAHHH.

. Jluncui B cBoel paboTe BBIICISCT TPU YPOBHS (HaKToO-
POB CO31aHMsI LICHHOCTHU COBMECTHO C moTpeduteneM [Jlumcut,
2007]. [lepBolit ypoBeHB CBSI3aH HEMOCPEACTBEHHO C TIPOYKTOM
WK YCITYTOM, BKIJIIOYas B ceOsl YIakoBKY, (DYHKIUH, IICHY, -
3aiiH, 3 PEKTUBHOCTH, 0COOCHHOCTH. BTOPOii ypOBEHb COCTOUT
U3 yCIyT, COIPOBOXIAIOMINX MPOAYKT MM CEPBUC, TAKUX KaK
MIPEIIPONAKHBIA MM TIOCIETIPOJaKHBIA CEPBHC, PETYISPHbIC
OOHOBJICHVSI M MOJICPHU3AIMA M T.J. TpeTuii ypoBeHb ompene-
JSIET pa3iMYHbIe HeMaTepuabHble (haKTOPBI, CBI3aHHBIE HEIO-
CPENICTBEHHO ¢ (DUPMOM U MPOIAYKTOM: PEMyTAIIns, MO3UIHOHHU-
pOBaHUE, OT3BIBBI APYTHX MOTPEOUTENIEH, UMUK, CHIla OpeH/a 1
npyrue [JIuncun, 2007].

YpOBeHb LIEHHOCTH JUTSl MOTPEOUTEIIST TOTO MIIM MHOTO TIPO-
NYKTa WIH YCIYTH HANpsIMYIO BIHseT Ha d(GPEKTUBHOCTD Jie-
SATENBPHOCTH OW3HECa, Ha €ro pe3yIbTUPYIOIIUE IT0Ka3aTell ,
TaKHe Kak 00beM MPOJIak, BEIPyUKa, IPHObLIE. [T0100HyI0 B3au-
MOCBSI3b ITOKa3bIBaCT JICCTHHULA TTOBBIMICHUS [IEHHOCTH MPOIYK-
Ta WM YCIyru AJsl norpedurencii, npeanoxennas I1. Jloinem
[dotins, 2001] n mpeacraBienHas Ha puc. 6.

Puc. 6. JlecTHUIIa NOBBILIIEHUS IEHHOCTH MPOAYKTA
IUTs oTpeduTenei, mo oitmo
Fig. 6. The ladder of increasing the value
of the product for consumers, P. Doyle
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. C MPEBOCXOHbLIM CEePBUCOM .
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Hemounux: [Aowns, 2001].
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B neBoii yactu prcyHKa OTpakeHa CTETICHb BIMSHUS KOHKY-
peHLnY Ha OU3HEC, B MPAaBOH — ypOBEHb J100aBICHHONW CTOMMO-
ctr OusHeca. Kak BUIHO M3 pHCYHKA, YEM BBIIIE PACTIONAraeTcst
MIPOYKT WJIH YCIIyTra B IAHHOM HEepapXHHu, TeM OoJiee CyIeCTBEH-
HBIE BBITO/IBI MOXKET MOJIYIHUTh KoMIIaHHs. COOTBETCTBEHHO, YEM
OoJbIIEMY KOJMYECTBY CTYINEHEH COOTBETCTBYET HPEIJIOKCH-
HBIA MPOIYKT, TeM 3(dekTrBHEE ceOs peaan3yeT HEHHOCTHOE
MIPEAJIOKEHUE M TEM JIyUIINX MOKa3aTeNei TOCTUraeT KOMITaHHs
B paMKax BeleHHs Om3Heca. BakHO Takke OTMETHTbH, UTO JO-
CTIDKEHHUE 0oJiee BBICOKOTO ATalla Ha [IGHHOCTHOM JICCTHUIIC BIIe-
9eT 3a cO00i TaKkKe ONpeIeIeHHBIE CIOKHOCTH JUISl KOMITAaHHH B
IUTaHEe OTBETCTBEHHOCTH M 3HAUYUTEIIBHOTO BKJIA 1A IOTIOJIHUTEIb-
HBIX pecypcoB. OHAKO NP YCTICITHOM MPEOIOICHUH BCEX Ta-
TIOB MOCJIEAYIOIIAs BBITO/Ia Il KOMIIAHUU CIIOCOOHA MEPEKPhITh
BCE MPOMEKYTOUHBIE U3IEPIKKU TIOCPEICTBOM PEaTbHOTO POCTa
BBIPYUKH, & TAK)KE MapKUHATLHOCTH OU3HECa.

IIpu noctpoeHnu 3PHEKTUBHOrO TPEATIOKEHHUS HEMAJIO-
Ba)KHO YUYHUTBIBATh KITIOUEBbIC (PAKTOPHI YAAYHOTO IEHHOCTHOTO
TIpeIoKeHust. be3yclioBHO, CIOKHO TOBOPHUTH O HAJIHYHH I10-
JOOHBIX YHHBEPCATBHBIX (PAKTOPOB JJIsI KOKIOTO KOHKPETHO-
ro ciydas. OnHaKo, IO HAlleMy MHEHHUIO, HEOOXOIUMO HMETh
B HEKOTOPOM CMBICJIC ONOpPY B BHJE (PAKTOPOB M IMPU3HAKOB
YIAa9HOTO IIEHHOCTHOTO IPEITIOKECHUSI NMPH €ro IMOCTPOCHHHU.
OpuH 13 Takux HanboJee KOMIUIEKCHBIX CITMCKOB IPEUIOKCH
A. OcrepBanbaepoM B pabote «Pa3paboTka IIEHHOCTHBIX MPE/-
noxenuil. Kak cozmaBaTh TOBapbl U yCIYT'H, KOTOPBIC 3aXOTAT
KyIUTh TTOTpeduTeny». [1o ero MHEHHUIO, yIaqHOe IIEHHOCTHOE
MIpEIOKEHHE:

® SBISIETCS YaCTBIO YaYHON OM3HEC-MOJIEIH;

® OpHEHTHPOBAHO HA HEPEaIM30BAHHBIC 3a][a4M, HEPEUICH-

HBIE TIPOOJIEMBI U HEpeaTM30BaHHbIC BBITO/IB;

® OpHEHTHPOBAHO Ha TE 3aJ1a4H, IPOOIIEMBI U BBITOJIbI, KOTO-

pBic HanboJee 3HAYUMBI JIJIsSI TOTPEOUTEIIS,
® COOTBETCTBYET IIOHMMAHHMIO yCIeXa IOTpeOuTeIeM;
® He OrpaHM4YMBaeTCs (GYHKIHOHATIBHBIMHU 3a/Ia9aMH ¥ yIH-
TBHIBACT HYMOIIMOHAJBHBIC M COLMAIILHBIC 33/1a4H;

® OpPUEHTHPOBAHO Ha TE 33/1a4H, MPOOIEMBI H BBITO/IBI, KOTO-
pble 3HAUMMBI JJISI MHOTHX JIFOJICH MJTH 33 KOTOPBIE HEKOTO-
pBIe TOTOBBI IUTATUTD OOJBIINE ACHBIH;
® [PEBOCXOMUT MPEIIOKEHHsT KOHKYPEHTOB KaK MHHHUMYM
TI0 OTHOMY aCIIeKTY;

® pemraeT 3a/1a4u NoTpeOuTesnel CylneCTBeHHO JIyYIle, YeM
MIPEeIUIOKEHNST KOHKYPEHTOB,;

® UIOXO ToIAaeTcst KomupoBaHuio [OctepBanbiaep U Jp.,
2017].

Takum 00pa3oM, TPHICPKUBASICH OMUCAHHBIX MPU3HAKOB,
KOMITQHUSI CYIISCTBEHHO TIIOBBIIIAET IIAHCHl HA IOCTPOCHHE
YCIEIIHOTO IEHHOCTHOTO MPEATIOKESHHS — BE/Ib KXKIbIH M3 HUX
SIBJISICTCS] IPUHIUITAAIBHBIM aCTIEKTOM 3((GEKTHBHOTO BEICHHS
6uzHeca B OonbmuHeTBE chep. C pasBUTHEM IKOHOMUKH U 00-
[IeCTBa B IIEJIOM KOMITAHUSIM Ba)KHO ITOHUMATh, YTO B HACTOS-
1iee BpeMsi KIIFOYEBBIM (PAKTOPOM ycIiexa SBISCTCS UMEHHO I10-
CTPOEHHE YCTICITHOTO [IEHHOCTHOTO MPEUIOKEHHUS 1 TPaMOTHAs
MHTErpalys ero B ON3HeC-MO/IEeIb, YTO TIOCTOSIHHO MPEIbSBIISCT
HOBBIE TPeOOBAHUS IS ONIPENIENICHUS M CO3IaHUsI [IEHHOCTH, CO-
OTBETCTBYIOIINE TEKYILIEMY YPOBHIO Pa3BUTHsI 00IIECTBA U KOH-
KypPEHTHOH Cpeibl B 9KOHOMHUKE.

Takum 00pa3oMm, LIEHHOCTb, PO B CBOCH 3BOJIOIMU
pa3NMYHBIE JTarbl, HA JAHHBI MOMEHT SIBISIETCS OCHOBOM

Online-Bepcua xypHana www.jsdrm.ru
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(hopMHUpOBaHUST OPraHU3AIMOHHON KYJIBTYPBI M IIEHHOCTHOTO
MPE/JIOKEHUSI, TTOCTPOCHUSI OM3HEC-MOJENd U O0wero QyHK-
[IMOHUPOBaHMs opraHu3aiuu. OIHAKO BOKHO OTMETUTH CYIIIC-
CTBEHHOE PA3JIMYKE B IOJX0/AaX K OINPEACICHUIO  TIOHUMaHHUIO
[ICHHOCTHU M IICHHOCTHOTO TPEJIIOKCHUSI.

3. MeTOAOAOIUS UICCACAOBAHMS
U onucaHue BbIBOPKU

Jlyis cOopa MHEHMH TPEICTaBUTEICH KOMIIAHHHA O TOM, YTO
OHM TIO/IPa3yMEBAIOT MO/ LEHHOCTHBIM MPEIIOKCHUEM, OBbLI
WCTIONB30BaH METOJ ITyOMHHOTO HHTEPBBIO IO MONYCTPYKTY-
pPHpOBaHHOMY Taiiny. B raiijq BouuIH BOIPOCHI, KOTOPBIE OBLIH
HaIpaBlIeHbl Ha MOHHIMaHUE LEHHOCTHOTO MPEIUIOKEHUS H ero
(hopmupoBaHUs B KOMIAHHAX, Harpumep: «Uto Bel moHuMae-
TE II0J IEHHOCTHBIM HpeuiokeHneM?», «Kakne KOMIIOHEHTBI
LEHHOCTHOTO MPEUIOKEHHsI HanOoee BaYKHBI I KOMITAHUH?,
«Kakue MHCTPYMEHTBI UCIIONB3YeT KOMIaHus sl GopMupoBa-
HUSI IECHHOCTHOTO mpeaiokenus?» Kpome toro, B raiijg Obuin
J00aBIICHBI BOIPOCHI, MOCBSIIICHHbIE JSSTEIBHOCTH KOMITAHUH,
B KOTOpOH paboTaeT pecroH/ICHT.

PecnionieHThI OTOMpAIUCh C YYETOM HMX HaWOOJBINCH WH-
(hopMHPOBAaHHOCTH 00 YNpaBJICHUU MIPOAYKTAMU U (POPMHUPOBaA-
HUH IIEHHOCTHOTO TpeIOKeHus. [10CKONBKY An3aifH HCCIIeno-
BaHMs IpEIoJiarajl y4acTue OJHOTO-IIBYX INPEICTaBUTEICH OT
KOMIIAHUH, TO BCEro ObLIO MPoBeCHO 113 mIyOUHHBIX HHTEPBHIO
¢ mpeacTaBUTEIsIMU 83 KoMmmaHWid. VHTEpBbIOMPOBaHUE MPO-
xomuito ¢ okTsa0pst 2021 roga mo mapt 2022-ro. J[MUTETBHOCTD
MHTEPBBIO COCTaBIIsIa OT 25 MUHYT A0 | 4aca, cpeaHee BpeMs
UHTEPBBIO — 40 MuH'.

AHaiu3 pbIHKa, Ha KOTOPOM paboTalOT PECIIOHJICHTBI, OKa-
3ai crenytoree: 43,2% KOMITaHHUH, BOIIEIIHX B BEIOOPKY, pado-
TaroT Ha peiake B2B, 37,8% — na priake B2C, 18,9% — na o6oux
poiHKax. 31,1% KommaHui npeziaraeT CBOMM KJIMEHTaM ToBap,
54,1% ycnyru, a 14,9% u ToBapsl, u yciryru. JlaHHbIE TT03BOIS-
IOT YTBEPIK/IATh, YTO BBIOOPKA SIBISIETCS TOCTATOYHO PErpe3eH-
TAQTUBHOW U B HEHl MPONOPIMOHAIBHO MPE/ICTABICHBI BCE THIIBI
KOMITaHMH 10 yKa3aHHBIM MapaMeTpaM. B cTpykType KamuTaia
y 58,1% mpucytcTByeT Tonbko poccuiickuil kanutan, y 31,1%
— TONMBKO MHOCTpaHHEIH, ¥ 10,8% — cmemranusiid, n3 Hux 47,3%
paboTtaer Ha MEXAyHAponHOM pbiHKe, 10,8% — Ha JOKaTBbHOM
n 41,9% — Ha HaumoHanbsHOM (pHc. 7). OTpacieBast CTPYKTypa
BBIOOPKH MpEJ/ICTaBICHA Ha puC. 8.

Puc. 7. CtpykTypa KOMIIaHUiT BEIOOPKH
Fig. 7. The position of companies in the international market
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Puc. 8. OtpacieBast cTpyKTypa BEIOOPKH HCCIICTOBAHUS
Fig. 8. Industry structure of the study sample
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Puc. 9. Bo3pactHast CTpyKTypa BEIOOPKH
Fig. 9. Age structure of the sample
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B uccnenoBanuy npeACTaBlIeH MUPOKUI CIIEKTP KOMITAaHHHA
U3 pa3InYHbIX OTPACIICH, YTOOBI HCKITFOUUTD AIIEMEHTHI BITUSHUS
0COOEHHOCTEH KOHKPETHOW OTPACIIM Ha PE3YJIbTaThl HCCIICA0BA-
HUSL.

Bri0opka enuTcst Ha JBe paBHbBIC YaCTH 0 TOPOrOBOMY 3Ha-
yennto 20 sert. [pencraBieHo GOJIBIIOE KOJIUYESCTBO MOJOIBIX
KOMIIaHUH — 10 5 JIeT ACATEIbHOCTH, CyMMapHasi J10Jsl KOTOPBIX
pasusiercs 17,6% (puc. 9).

Takum 00pa3oM, B MpEICTaBICHHOW BBIOOPKE MPOMOPIHO-
HAJILHO TIPE/ICTABJICHBI KOMITAHHH PA3JIMYHBIX Pa3MEPOB U Opra-
HU3AIMOHHOTO JM3aiiHa C 0XBaTOM OOJIBLIMHCTBA TUIIOB OPTraHH-
3aIuii, pabOTAIOIINX HA POCCUHCKOM PhIHKE.

4., Pe3yAbTaTbl SMMUPHUYECKOrO UCCACAOBAHMS
[Mocne TpaHCKPUOMPOBAHUS TITyOMHHBIX HHTEPBBIO MaTepH-
ajpl ObUIM NPOAHAJIM3UPOBAHBI C ITOMOLIBIO KOHTCHT-aHAJIH3A.
Brigenennrie B 0TBeTax pecrnoHeHTOB Ha Bompoc «Yto Ber mo-
HUMAETE I0]] IICHHOCTBIO JJISl KIIMEHTOB?)» 3JIEMEHTHI LIECHHOCTH
JUISL IOTpeOuTENsI IpeacTaBieHsl B Tabi. 3. [IpencrapieHHbIe B
Tabnune pes3ynbraThl MO3BOJIIOT ONPEAEIUTh Haubosee 4acTo
BCTPEYAIOIINECs] XapaKTePUCTUKN LEHHOCTH JUIS TIOTPEOUTENIS:
LICHa, Ka4eCTBO. TakKe B 3HAUUTEIBHOM KOJIMYECTBE CIIy4acB
PECIIOH/ICHTaMH JeJIajcsl YIIOp Ha TaKHWe XapaKTePUCTHUKH IIeH-
HOCTH, KaK DMOLIMOHAJILHOE BOCHPUSATHE, BBITO/IBI JUIS TIOTPEOH-
Telns. B HEKOTOPOM CMBICIE 3TO OOBACHSETCS CTEPEOTHITHBIM H
1a0JIOHHBIM MBIIIJICHUEM B OTHOIICHHH CO3/IaHHS IIGHHOCTHOTO
MIPEeIUIOKEHNST KOMITaHUU. BMecTe ¢ TeM Takue XapaKTepHCTHKU

! ABTOpLI BbIpAXKAOT 6J'lal"0£[apHOCTB CTyACHTaM Mal'PlCTCpCKOI‘;I TIPOTpaMMBbI «lepanner-me WHHOBALlMAMH U IPEATIPUHUMATEIILCTBOY (baKyIIBTCTa Bericmas mkona yHnpaBiaeHUSA ®DuHan-

COBOTO YHMBEPCHUTETA 3a MIOMOIIb B IIPOBEJICHUH HHTEPBBIO C PECIIOH/ICHTaAMH.

Online www.jsdrm.ru

15



CTparternyeckme pelleHns 1 pruck-meHegxmeHT / Strategic Decisions and Risk Management, 2022, 13(1): 1-84

opmMupPOBaHNE LEHHOCTHOrO NPEANOXEHNA NA KNEHTOB: TEOPETUYECKIE NOLXOMbI ¥ NOHUMAHME NPEACTABUTENEIH POCCUICKUX KOMNaHNA

! 0 t v ] P t ¥ Tpasyk A.B., Munpep H.B., Tyaes B.O.
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Trachuk A.V., Linder N.V., Tuayev V. O

TaGimma 3
DneMeHThI Kareropun «L{eHHOCTb a1 moTpeduTreneii»
Table 3
Category “Value for consumers” elements

Yacrora ynoMuHAHUM

Poccuiickne | MHOCTpaHHBI
occuiickne 0oCTp e Beero %
KOMIIAHUH KOMIIAHUH
LleHHOCTB AJ1s MOTPEOHUTENEH — 9TO TMONE3HOCTh, IIEHa H Ka4eCTBO 15 12 27 23.9

[Lapierre et al., 1999] 5

IlenHOCTH AJIsI HOTPEOHTENCH — 9TO HAWITYUIIIEe COOTHOIICHHE MEK/Ty [IEHON
11 10 21 18,6
n xadecTBoM ToBapa [Ulaga, Chacour, 2001]

HccaenoBanust

LleHHOCTD ISl TIOTPEOHUTEST — ITO HCKIIOYUTEIEHO IMOLHOHATIBFHOE BOCTIPHSITHE

MPOJLYKTa, CKJIAJbIBAFOIICECs MOJ] BO3ACHCTBUEM MOTPEOUTEIHCKOTO OIIbITA 1 ] 10 38
U XapaKTePUCTHK MPOIYKTA, IOCISICTBHI MOTPEOICHHS, TIHIHOCTHBIX LIEHHOCTEH ’
norpeduress [Baker et al., 2004; Brunso et al., 2004]

Hennocts ms morpeduteneid — 370 GyHKUMOHAIBHOE, YTHIINTAPHOE, HHU3HUECKOEe 3 6 9 8.0
ymosieTBopeHne norpedurens [Wang et al., 2004] >

IlerHOCTB 1715 HOTPEOHTEEH — ITO HE TOJIBKO (hyHKIIHOHAIEHOE COOTBETCTBUE
TOBapa, HO U YIOBJIETBOPEHHE HEKOTOPO COIMATBHONW HOPMBI 1 4 5 4.4
(«yCIenHoro YeaoBeKay, «aenoBoro» u T.1.) [Sheth, Parvatiyar, 1995]

IlennocTs a5t moTpeduTenel — 310 HYHKIHOHATIBHOE, COLHATBEHOE D) 3 4 35
H DCTETHYECKOE YIOBIECTBOPEeHHUE moTpednerus [Spiteri, Dion, 2004 >

HGHHOCTL I l'IOTpe6PITeJ'IH CKJIaIbIBACTCS U3 COOTHOIICHUS YCTHIPEX JIEMCHTOB!

SMOIMOHAIBHOE YOBIETBOPEHHE, YIOBICTBOPSHHE CONNAIBLHON IIOTPEOHOCTH, 0 2 2 1,8

KauecTBo, LieHa [Sweeney, Soutar, 2001]

IlenHOCTB /TS TOTPEOUTEIS — HTO HMOLMOHATIBHOE YIOBIETBOPEHHE,

VIOBJIETBOPEHUE COIUATBHOM MOTPEOHOCTH, KaY€CTBO, IIeHa, BO3MOXXHOCTh 1 7 8 7,1

obmamanus Opernom [Wang et al., 2004]

HCHHOCTB JUT HOTpCﬁI/ITCJ'ISI — 9TO HOBOC, BO3BMOXXHOCTbD IIOJTYUCHUS HOBBIX 3HaHHﬁ, 2 7 9 8.0
b

HOBOH nH(popMaImu, 0b1aganus 4eM-To HOBbIM [Spiter, Dion 2004]

IlerHOCTD AT MOTPEOUTETST — 3TO MPHpPAIICHHAS IIEHHOCTh MEKTY BBITOTAMH 1 2 3 27
E

U M37IePXKKaMHM OT UCIIONIB30BaHus ToBapa [Zeithaml, 1988]

LlenHoCTH A7 MOTPEOUTENS MMEET TMHAMUIECKHH XapaKTep U CUTyaTHBHA.
Tlorpedurens BocipuHIMAET IEHHOCTH IT0-Pa3HOMY B Pa3HBIX yCIOBHSIX 1 3 4 3,5

u koHTekcte [Woodall, 2003; Zeithaml, 1988]

IleHHOCTB AJIs MOTPEOUTEIIST 32BUCHT OT €0 MPEANOYTCHHN H OLICHOK,
BKJIIOYAIOIHUX CTEHECHb JIOCTH)KSHUS LISIIH, TOTYYSHHYIO0 CTOMMOCTh

U JajbHeie Bo3MOXKHOCTH U mociencteusi [ Woodruff, 1997]
Hroro

Hcmounux.: coOCTaBICHO ABTOpaMU.

LEHHOCTH JUISl KIMEHTOB, KaK JUHAMHYECKUH XapakTep IIeH-
HOCTH, COLIMAJIbHAs MHUCCUSI OpEHIIa/KOMIIaHUH, MpUpaIICHHAs
LEHHOCTb, OBUTH YIIOMSHYTHI OJHOKPATHO WM HE YIOMSHYTHI
BOOOIIE.

Takum 00pa3oM, aHaJIM3 MOHSTHS «IEHHOCTB IS IMOTpe-
OuTeINsD TMO3BOJISET CIENaTh BBIBOJ O TOM, 4TO Y OOJIBIIMHCTBA
COTPYJHUKOB KOMIIAHUH M3 PA3NIUYHBIX chep Ou3Heca MOHATHS
LIEHHOCTHOTO TIO/IX0/Ia B YIPABJICHUU U LEHHOCTHOTO TPEJIO-
JKEHUsI OTPaHUYMBAIOTCS CTAHJAPTHBIMH KaTeTOPHSIMHU, TAKUMH
Kak IIeHa, Ka4eCTBO, NMPSIMOE YIOBIETBOpEHHE NOTpeOHOCTH. B
0COOCHHOCTH 3TO XapaKTEPHO JJIs TPEACTABUTENICH POCCHICKUX
KOMIIaHU# 1 (QUpPM, BEAyIMX CBOIl OM3HEC TOJBKO B Tperesiax
Haiei crpanbl. Kak BuaHO M3 Ta0i. 3, KOJMYECTBO OTBETOB
MIPeACTaBUTENICH POCCUICKNX KOMITAHUH MPEBBINIACT WA PABHO
aQHAJOTUYHBIM OTBETAM PECIIOHICHTOB U3 MEKTyHAPOIHBIX KOM-
MaHUH TOJIBKO B MEPBBIX ABYX CIy4asX, KOrna pedb HUAET O CO-
OTHOILECHUH LIEHA/KaueCTBO MU IpsiMasi TIOJIE3HOCTh TOBapa, TO
€CTh 0 CaMOM CTaHJAPTHOM M NPUMHUTHBHOM ITOHUMaHUU LICH-
HOCTHOTO TIpeIOKeHus. B npyrux, 6onee HecTaHAapTHBIX dJie-

16

5 6 11 9,7

43 70 113 100

MEHTaxX LEHHOCTHOTO NPEITIOKEHUSI POCCHICKHE PECTIOHICHTHI
IIPE/ICTABICHBI OTHOCUTEJILHO HECYILIIECTBEHHO.

IIpoBencHHBIN aHAIN3 TO3BOJISICT CPABHUTH OOIIUE U pa3-
JIMYAIOIIUECS XapaKTEPUCTUKU B OIPEACICHUH LIEHHOCTH JIJIst
KIIMEHTOB.

HauOosee yacto Ha3BaHHBIE PECIOHIECHTAMH WHCTPYMEH-
TBI CO3aHMS [IGHHOCTH TIPEACTaBIeHbI B Ta0m. 5. [To MHEHHIO
PECIIOHICHTOB, HauOoJIee 3HAYMMBIMH HHCTPYMEHTaMH CO3/IaHUsI
LEHHOCTH SIBISTIOTCSI KauecTBO, MPU3HaHUE | IIeHa. B To e Bpe-
M$ TAKUE WHCTPYMEHTBI, KaK IPOCTOTA UCTIONb30BaHUsI, YHHKAIIb-
HOCTBH OpeHJIa, TIOYTH HE HMCIIONB3YIOTCS B MPAKTHKE POCCHHCKUX
KOMITaHUH, YTO MOYKHO OOBSICHUTH HEZOCTATOYHBIM YPOBHEM BIIa-
JIEHUS] POCCHHCKUM MEPCOHAIOM BCEM CIEKTPOM CO3IaHUSI LICH-
HOCTHOTO IPEUIOKEHHS], @ B 0COOCHHOCTH Hanbosee CIOKHBIMU
ero uHCTpyMeHTamH. Elie 6orree HHTEpeCHO yBUIIETh pacIiperiee-
HHE OTBETOB PECIOH/ICHTOB MPECTABUTENCH POCCUICKIX U MEXK-
JyHapOAHBIX Kommanuii (puc. 10 u 11).

Kak BUIHO M3 pUCYHKOB, pacIpeielIeHUEe O4YeHb CUIIbHO pPa3-
JYaeTcst B TIEPBOM U BTOpOM ciydasix. Ecim mpepctaBuTenn
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Tabmuua 4
OO61Ke U pa3INYaroIHecss KOMIIOHEHTBI LICHHOCTH JUIsl TOTPEeOUTEIs,
BBIJICJICHHBIE CPEIN MCCIICA0BATENEH U IPAKTHKOB
Table 4
Common and differing components of value for the consumer,
identified among researchers and practitioners

IIpeacraBurenau

KOMIIAHUH —
NPAKTUKHA

Dj1eMeHThI HccaenoBarenn

DuznyecKas LIeHHOCTb IPOLYKTa
OyHKIMOHAIEHOE COOTBETCTBUE TOBAPA
OMOLMOHAIBHOE YIOBIETBOPEHHUE
JIMHAMHUYHOCTB LIEHHOCTH
CoOoTHOIICHNE [IEHBI ¥ Ka4eCTBa
O6mue ol
VYI0BI€TBOpPEHNE COLUATBEHON OTPEOHOCTH
(HOpMBEI)

Pemyrarms kommanuu (OpeHn)
Bo03M0OKHOCTB 1OTy4EeHUS HOBBIX 3HAHUI
Bo3moxuOCT 0011agaHus OpeHIOM

INpupaieHHas IEHHOCTh
MEX/Iy BBITOIAMH U U3-
JIEpPHKKaMHU OT UCIIOJIB30-
BaHUs TOBApa

HaBs3p1BaHmE IICHHO-
CTH TIOTPEOUTEITIO

TapreTupoBaHue
MOTPEOUTENBCKIX
CErMEeHTOB

CuryaruBHast IEHHOCTh
Pasnuuaroniuecs

CyMMa KOMIIOHEH-
TOB: IOJIE3HOCTD U
rapaHTHs

JIngHOCTHBIE IIEHHOCTH
MOTPEOUTEIS

O11eHKa U HCIIOIB30-
BaHNE UMEIOLIEr0Cs
OIIBITA KOMIIAHUN

[locnenctBus morpeodie-
HHS IIPOLYKTA (YCIIyTH)

Hcmounuk: cocTaBIeHO AaBTOpaMH.

Puc. 10. UacTpymMenTs! hopMUpOBaHUS IIEHHOCTH,
10 MHEHHUIO MTpeCTaBUTEIeH POCCUIICKUX KOMIAHUI
Fig. 10. Value formation tools according to representatives
of Russian companies

[IponyxT
49,9%
Ilepconan 30,1% Ilena
4,0%
0,
10,0% 6,0%
Bpenn Cepsuc

Hcmounuk: cocTaBIeHO aBTOpaMH.
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DOPMIPOBAHYE LIEHHOCTHOTO NPEANOKEHNA ANA KNMEHTOB: TEOPETUHECKME NONXOb! Y MOHUMAHME NPEACTaBUTENel POCCHIACKIX KOMMaHHii
Formation of a value proposition for clients: Theoretical approaches and understanding of representatives of Russian companies

Ta6muma 5
WHCTPYMEHTBI CO3/1aHMs IIEHHOCTHOTO MPE/IOKEHHS
JUTSL KITAEHTOB
Table 5
Tools for creating a value proposition for customers

YacrTora % OTBETHBIIHNX
YHOMHHAHMI PECTIOHIEHTOB

Uccaenosanus Poccuii- HHo-
CKHe CTPaHHbIE
KOMIIAHMH | KOMIAHUH

CoBepILCHCTBYS

NPOAYKT (yeyTy) 189 35,7 95 100

Ka4ueCTBO 118 22,3 75 96

ACCOPTHMEHT 46 8,7 47 63

YHHUKaJIbHOCTb 25 4,7 14 30
CHuxas LieHy

TpORyKTa 127 24,0 88 86
Viryumas cepBuc 57 10,8 26 69

JIETKOCTh BBIOOpa 14 2,6 6 14

CHIDKCHHE PHCKa 14 2,6 8 12

yno6ereo 25 47 20 27

MpUOOpeTeHNUs >

MIPOCTOTA 4 0.8 0 7

UCIOJIb30BaHUS ’
DopMHUpPOBaHHE 31 153 46 38
Openza >

YHHUKaJIbHOCTb 6 1,1 2 10

MIpU3HAHKE 75 14,2 46 81
ITepconan 75 14,2 56 70

npodeccronanusm 33 6,2 23 37

OTHOIIEHUS 18 3,4 6 20

KIIMEHTOOPHEHTH-

POBaHHOCTH 10 1,9 & 16

JIMYHBIE Ka4eCTBA 14 2,6 10 10

Hcmounuk: cOCTaBICHO aBTOpaMu.

Puc. 11. MuCcTpyMEHTH (OPMUPOBAHUS IEHHOCTH, 10 MHEHHUIO
MIPE/ICTaBUTEIICH MEX [yHapOIHBIX KOMIIAHUIT
Fig. 11. Value formation tools according to representatives
of international companies

[Iponyxr
27,5%

Ilepconan cHa
P 17.1% 150%
21,3% 18,2%
Bpenn CepBuc

Hcmounuk: cocTaBIeHO AaBTOpaMH.
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HccaenoBanus

Ta6numa 6

I/IHCprMeHTLI BOBJICUCHHS KJIMCHTOB B COBMECTHOC CO3JaHUEC LICHHOCTU

Table 6

Tools for involving customers in joint value creation

lelMepl:I OTBETOB PECNIOH/IEHTOB

Poccuiickue
KOMIIAHUH

Tpasyk A.B., Munpep H.B., Tyaes B.O.
Trachuk A.V., Linder N.V., Tuayev V. O

YacToTa yNOMUHAHUMI

Mexnynapon-
Hble KOMIAHUHU

OO0parHas CBsI3b —
3aII0JHEHHUE OTPEOUTENeM
QHKETBI, pa3padoTaHHON
KOMITaHWEH, HalTnCaHne
MOTPEOUTENIEM OT3hIBA

B MHTEpHETE

U T.II.

[Piller, Thl, 2009]

«CoBmecTHOE
MIPOM3BOICTBOY
XapaKTEePU3yeTCsl yUaCTUEM
MOTPEOUTEIIS B CO3IAaHUN
COBMECTHOM LIEHHOCTH

C KOMITaHHEH Ha KOHEYHBIX
JTanax CO3AaHMs YCIyTH
(moTpebieHus yciayrn)
[Shaw et al., 2011;
Chathoth et al., 2013]

«CepBHUCHAas HHHOBAIHS
[Lawer, 2006;

Shaw et al., 2011;
Chathoth et al., 2013]

«Kacrommzarus
[Piller, Thl, 2009;
Shaw et al., 2011;
Chathoth et al., 2013]

BzaumopetictBue
MOTPEOHUTENS C KOMITaHHEH,
a TaK)Ke ero yyactue

B aKIHUSIX/MEPONPUSTHSIX,
VHHUIUUPOBaHHBIX

KaK KOMITaHUEH,

TaK U CaMUM MOTPEOUTEIIEM
[Vivek et al., 2012]

«BupryansHoe
OpeHA-CO00IIECTBOY»
[Brodie et al., 2011]

Htoro

AHKeTHpOBaHHE, OHJIAIH-0IPOCH, IPOYTCHUE
OT3BIBOB MOTpebuTenel; MHeHHe moTpeduTenen
BCer/a ObUIO ISl HAC BaXKHBIM, II03TOMY, CO3/1aBast
LIEHHOCTHOE MPETIOKEHUE, MBI, B OOJIBITHHCTBE
Clly4aeB, B3aHMOJEHCTBYEM C KIIMEHTaMH
(OmIpOCHI, OT3BIBBI, MOXKETaHus); Kaykaplid KITHEHT
MOYKET II03BOHHUTH HaM I10 TeIe(OoHy, yKa3aHHOMY
Ha caiiTe, a TaKKe B KaKI0W POZHUYHON TOUKE;
AHKETHPOBAaHHUE, OHIAH-0NIPOCH], PEUTUHT U
HEe0OPOCOBECTHBIX NTOCTABIIHKOB

MBbI BOBIIEKaeM KJIMEHTOB B IIPOLIECCE 00CYKICHUS
MOJITOTABIMBAEMbIX OTYETOB M MEMOPAH/IYMOM,
KOPPEKTHPYeM COOCTBEHHOE MHEHUE 1 BBIBOJIBI

Ha OCHOBaHMM KOMMEHTapueB KireHTa; CoBMeCTHas
pa3paboTKa MPOLYKTa, KOTOPBIi Obl YIOBIECTBOPSII
MOTPEOHOCTH UMEHHO 3TOTO KIIHEHTA, CIOCOOCTBYET
K CO3IaHUIO [IEHHOCTHOT'O MPEUIOKEHHS

Hcrmonp30BaHre HHHOBAIUH, CO3JaHAE
HWHTETPUPOBAHHBIX MPEATI0KEHNE, paCIInpPEHNE
CEPBUCHBIX YCIIyT; KauecTBeHHBIN cepBHC —
OCHOBA Pa0OTHI HaIlICH KOMITAHUH, MbI OOparnaeM
MIPHUCTAIFHOE BHUMAaHKE Ha 00yYeHHE HAIIAX

COTPYAHUKOB TEXHUKaAM BSaHMoﬂeﬁCTBHH C KJIMCHTaMH"

Knunenry cHavana mpejnaraeTcsi Kakoi-To CIeKTp
3aIIAHUPOBAHHBIX LIEHHOCTEH, IIOCIIE YETo
BBICITYIIIMBACTCS €r0 MHEHUE U 100aBISIETCS YTO-TO
B 3aBHCHUMOCTH OT HajoOHOCTH; Kaskmas
npodiieMa, Kak MpaBuII0, HHAUBHUYAJIbHA,

W €€ pelIeHre IPUMEHIMO K KOHKPETHOMY 00BEKTY
C 33/I1aHHBIMH TPEOOBAHUSIMU

VYdactie norpeduTenei B pa3iInaHbIX MEPOIPHUSTHIX
B pamKax event-marketing, mpomo-akuusix; Kommanuu
OXOTHO YYaCTBYIOT B HAIIMX MCCIIEOBAHUAX, KOTOPBIE

MBI PEryJISIPHO IPOBOAUM, a Jajiee IyOIuKyeM pesyiib-

Tarbl; EXXEMECSYHO MPOBOAUM GOJIBIIIOE KOJIUYECTBO
NpPOMO-aKIHH, B T. 4. 1 Digital-kamnanwuii, KOTopbie
BOBJICKAIOT BCE OOJIbIIE OTPEOUTENCH I MOTHBUPYIOT
UX IPOOOBaTh U MOKYNATh HAIIK IPOAYKTHI Yalle

VY Hac ecTh o(HIHaNTEHbIE aKKaYHTHI B COLCETIX,
i€ MPOUCXOIUT OOLIEHHE, B OCHOBHOM

C MOTECHIHAIBHBIMA OyITyIIAMH COTPYAHUKAMH,

HO TeM He MeHee uX pabory, AyMaro, MO)KHO Ha3BaTh
s¢dexTrBHOI; [ToMrMO BUPTYaIbHOMN MPUEMHOI,
€CTbh CTPAHMIIBI B COIIMANIBHBIX CETAX, I7e TaKxkKe
BeZIeTCsl paboTa II0 OTCIISKMBAHMIO JKAJI00 1
TPEeNTI0KEHUH;

B conmanbHbIX ceTsAX eCTh IPYMIIEI B COUATBHBIX
cersix («BK», «DeiicOyk»), a TakiKe OCEBbI

Ha (hopymMax, KOTOpBIE TIOCEIIAeT IieIeBast ayAUTOPHS

Hcmounux.: cocTaBICHO ABTOpaMU.
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17 30
3 5
3 7
5 6
10 15
10 19
48 82

47

10

11

25

29

130

36,2

6,2

7,7

8,5

19,2

22,3

100%
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Tabnuna 7
OO61Ke U pa3IUYaroIKecs IPU3HAKH YIaYHOTO [IEHHOCTHOTO MPEUIOKEHHS, BBIICJICHHBIC CPEIN UCCIICIOBATEIICH U IPAKTHKOB
Table 7
Common and different signs of a successful value proposition, highlighted among researchers and practitioners

HccaenoBarenn IIpeacraBuTe/ M KOMIAHUIA — IPAKTHKHA

ITnoxo mommaercs KOITMPOBAHUIO

OpHEHTHPOBAaHHOCTh UMEHHO Ha MPOOIEMBI U BBITO/BI, KOTOPHIE 3HAYNMBI A7 OOIBIIMHCTBA JIIOAEH U 32 KOTOPBIE

OO61mue

TOTOBBEI IJIATUTH

ITpeBocXoauT MpeAnoXKeHHe KOHKYPEHTOB Kak MHHHUMYM I10 OJIHOMY acCIIeKTy

Vder sMOIMOHATFHBIX U COIMAIIBHBIX aCIIEKTOB

Pemaer 3agauu cylecTBEHHO Jy4llle KOHKYPEHTOB

OpueHranys Ha HanboJiee BaKHbIE U CYILECTBEHHBIE TIOTPEOHOCTH KIIMEHTA

SIBisiercst 4acThio y,uaqui»i 6I/I3HCC-MOI[GIIH

Paznmuuaromuecs

OpueHTalys Ha HePEIeHHbIS 3a/1a491 U POOIeMbI

noTpeouTesst
Hcmoynuk: coCTaBICHO aBTOPaMU.

MEKTyHAPOJHBIX KOMIAHUI OTMEUYalld BaXXHOCTh BCETO CIEK-
Tpa MHCTPYMEHTOB ()OPMHUPOBAHUS IEHHOCTH B TOW WJIM MHOU
Mepe PaBHOMEPHO, TO PECIIOH/ICHTBI U3 POCCUHCKUX KOMITaHHIH
B CBOHX OTBETaX SIBHO OMUPAIIUCH HA MIPOTYKTOBBIE COCTABIISIO-
IIMe ¥ IIeHy. B 3TOM ciiydae Mbl BUIUM MMOBTOPEHHE BAKHOCTH
MOKa3aress eHa/KadyecTBO CO CTOPOHBI MPAaKTHKOB — IPEACTa-
BUTENEH POCCHUIICKOTO OM3HEca, TOra Kak B MEXKIYHApPOIHBIX
KOMITAaHMSIX IIEHOBOMW ITOKa3aTelb WrpaeT MEHbIIee 3HAUCHNUE U
pacmpernenieHne HOCUT TPAKTHUECKH PaBHOMEPHBIN XapakTep.
Taxoke ciieryeT OTMETHTb JIUJIEPCTBO MPOTYKTOBBIX HHCTPYMEH-
TOB B 000HX CITyJasiX, IPHUYEM €CITH POCCHUCKHE PECIIOHICHTHI
OCHOBHOH YIOp B CBOHMX OTBETax JeNa TOJHKO Ha KadecTBO
MPOAYKTa, TO MPEACTABUTEIN MEKIYHAPOTHBIX KOMIIAHUI 4a-
CTO OTMEYAJH BaXXHOCTh aCCOPTHMEHTA M YHUKAJIBHOCTH IIPO-
JIYKITUH.

OTBeyast Ha BOIPOC O COBMECTHOM C INEPCOHAJIOM CO3-
JMAHUKA [EHHOCTH, OOJBIIMHCTBO POCCUHCKUX KOMIAHHH
NpU3HAIH, YTO KpaliHe PEeJKO BOBJIEKAIOT MEPCOHAT B OTOT
npoiecc. B HHOCTpaHHBIX KOMITAHHSIX, HAPOTHB, MEPCOHAI
SBISIETCS OJHUM M3 KIIIOYEBBIX HMCTOYHHKOB (HOPMHUpPOBAHMUS
[EHHOCTHOTO MPEJIOKEHHUI. B KOMIIaHUAX 4acTO pa3BUBACT-
Csl M TIOOLIPSIETCS] BHYTPEHHEE NMPeINPUHIMATENBCTBO, KOTIA
KaXJIblii COTPYIHUK MOXKET BBIJIBUTAaTh CBOM MHHOBAIMOHHBIC
UJIer U Tociie aHAIN3a U 0JJOOPEHHSI CO CTOPOHBI PYKOBOIUTE-
Jie# 3TH U MOTYT OBITh BOIUIONICHBI B peabHbIC MPOCKTHI
C TIOTHOIIEHHOH MOAIEPKKON U pecypcamMu cO CTOPOHBI KOM-
MaHWH.

OTBeuast Ha BOIPOC O COBMECTHOM C MOTPEOUTEISIMHU CO3-
JIAHUH [EHHOCTH, OOJBIIHHCTBO KOMIAHUI MPU3HAIH, YTO MO
Mepe BO3MOKHOCTH BOBJIEKAIOT ITOTpPEOHTENel, HCIONb3Ys B
OCHOBHOM aQHKETHPOBAaHHE U OIMPOCHI, KOTOPBIE TIOMOTAIOT y3-
HATh O PEIIOYTEHHSX, JKEIAHUIX, YIOBIETBOPEHHOCTH KIHEH-
ToB. [IpH 3TOM Ba)kHO OTMETHTb, YTO OOJIbIlIEe pazHOOOpa3ue
MHCTPYMEHTOB M METOIOB B3aUMOICHCTBHS C IOTPEOUTEISIMU
BCTpeYaeTCss UMEHHO B MHOCTPAHHBIX KoMmmaHusx. OIHako B
POCCHICKHMX KOMITAaHUSIX B ITIOCIIeHEe BpeMs Bce OojblIe Je-
JIaeTcs aKLEeHT Ha pa3BUTUE OU3HECA IOCPEICTBOM B3aUMOJEH-
CTBHS C KIIMEHTaMHU.

Online www.jsdrm.ru

Co0TBEeTCTBYeT NOHUMAHUIO yCIIeXa MOTpeOnTeneM

Bo03MOXXHOCTH JEMIIMHIOBaTh HA OCHOBE YCIEITHON
MHUHUMH3ALNN U30ePiKeK IyTeM ONTHMHU3ALUN
TIPOU3BOICTBEHHBIX MPOLIECCOB

Bosnb1ioii noTeHuan ¢ TOUKU 3peHus )KU3HEHHOTO IUKJIa,
TO €CTh Oy/IeT MOJIb30BATHCS PACTYIIMM CIPOCOM €IIe
MIPOJIOJKUTEIBHOE BpeMs

Yyer KoHLENIUU ycTOﬁ‘IPIBOl"O pa3BUTUA

Hawubonee wacto BcTpeuarommecs MHCTPYMEHTBI BOBIICYE-
HUS KITHEHTOB B COBMECTHOE CO3/IaHMe IEHHOCTHU MPEICTABICHBI
B Ta0I. 6.

W3 nanHpIX TaOIUIIBI BUIHO, YTO HAUOOJIeE UCIIONb3yEMBIMU
WHCTPYMEHTAaMH BOBJIICUCHHS TIOTPEOUTENICH B COBMECTHOE CO-
37aHNe [EHHOCTH SIBIISIIOTCSl TaKWe CTaHIAPTHBIE METOMBI, Kak
aHaJIu3 OT3BIBOB, AHKET, TeJIC()OHHBIC OTPOCHI, a TAK)XKE BUPTY-
ajbHOE OPEH/I-COOOIIECTBO M Y4acTHE B COBMECTHBIX C KOMIIa-
HHUEH aKIUsIX U MEPONPHATHIX. 3aMETUM, YTO aOCOIIOTHO BCE
MIPEe/ICTaBICHHBIE HHCTPYMEHTHI HCTIONB3YIOTCS Yallle B MEKIY-
HAPOJHBIX KOMMAHUsX. [Ipy 9TOM Ba)KHO OTMETHTH, YTO OOJIb-
I1asi YacTh HECTAHJIAPTHBIX HHCTPYMEHTOB BOBJICUCHUS TIOTpE-
OuTens B COBMECTHOE CO3/1aHUE IICHHOCTH IPEUIOKECHO TaKXkKe
MEKTyHAPOAHBIMU KOMITAHHSMH, YTO MO>KHO OBLJIO YBHIETH B
Ipoliecce KOHTEHT-aHallu3a PealIbHBIX OTBETOB PECIIOH/ICHTOB.
Bce 310 roBOpHUT 0 CyleCTBEHHO Oosee ryOOKOM BOBJICUCHUH
MOTPEOUTENST U UCIOJIB30BAHUN BCETO CIEKTPa MHCTPYMEHTOB
WHOCTPAHHBIMH KOMITAaHUSIMH U OTCTaBaHHH POCCHUICKHAX KOM-
naHuil B 3ToM acnekTe. Takke B MpoOIlecce aHalIu3a MOXKHO
OBLIO 3aMETUTh, YTO IMEHHO T€ KOMITAaHUH, B apceHalle KOTOPBIX
3aJ1eiICTBOBAHO MAaKCHUMaJIbHOE KOJJMYECTBO MHCTPYMEHTOB B3a-
MUMOJIEHCTBHS CO CBOMMH KIIMCHTAMHU U MTOTPEOUTEISIMHU, (haKTH-
YEeCKA MMEIOT HauOOIbIINH PBIHOYHBIN yCIieX Ha JTAHHBIA MO-
MeHT (Microsoft, Unilever, P&G, EFES, IBM, Reckitt Benckiser,
Citi n npyrue).

[Mpu3HaKH yIa4HOTO IEHHOCTHOTO MPEUIOKEHUS TS KITHEH-
TOB, C TOUKH 3PCHHUS HCCIICIOBATEIICH 1 IPAKTUKOB, IIPE/CTaBIIC-
HBI B Ta0I. 7.

3nech B OOJNBIICH CTENEHU XOTENOCh Obl OTMETHTH 4acToe
YIIOMUHAHNE KOHIETIIMH YCTOWYMBOTO Pa3BUTHSI CO CTOPOHBI
npejcTaBuTenel 3amafHbIX KoMnaHui. JlaHHbI (akr kpaiiHe
PEIKO YIOMHHAETCSl B TEOPETUUECKON JIMTEpaType, TOra Kak B
Halle BpeMsi, B 0COOCHHOCTH Ha Pa3BUTHIX PHIHKAX, ITOT aCHEKT
SIBIISICTCSl KITIOUEBBIM 3BEHOM B (DOPMHUPOBAHUH YIAYHOTO IICH-
HOCTHOTO MPE/UIOKEHHUS. Ba)KHBIM SIBISETCSA U TO, YTO CTATH-
CTHYECKH OpeHIbI C COLMATBbHON MUCCHEH, MOIIepKUBAIOIIIE
KOHIICTIIIMIO YCTOHYMBOIO pa3BUTHs, MMEIOT Oojiee BBICOKHE
MOKa3aTelM PocTa U Pa3BHUTHSA, YTO, B CBOIO OYEpellb, OIaronpu-
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SITHO CKa3bIBACTCS KaK Ha BIAJCNbLIAX TUX OPEHIOB, TaK U Ha
OOIIECTBE U OKPYIKAIOLICH CPEsIe B LICTIOM.

B Tabn. 8 npencTaBieH paHKUPOBAHHBIM CIIUCOK (HaKTOPOB
(OpMHPOBaHHS IEHHOCTHOTO MPEITIOKEHHS IO CTEMICHHU UX BaX-
HOCTH U BIIUSIHHS HA YCTICIITHBII PE3yJIbTAT.

Kak BHIHO M3 pe3y/bTaToB, KIOYEBbIMH (DAKTOPaMH yjiad-
HOTO [EHHOCTHOTO MPEUIOKCHMS, [0 MHCHHIO PECIOHICHTOB,
SIBJISIETCS] CIIOCOOHOCTD PeliaTh MPOOIEMbI TIOTPEOUTENS U YI0B-
JIETBOPSITH €r0 MOTPEOHOCTH, a TAKKE AENaTh ITO JyUIe CBOHX
OCHOBHBIX KOHKYPEHTOB.

5. O6CY)KA€HM€ [0€3yAbTaTOB MCCACAOBAHUS

CpaBHUTEIbHBII aHANIN3 OTBETOB PECIOHJCHTOB MO3BOJIMII
YBHIETh 3aBHCHMOCTb MEXKIY IMONHOTOW M KOMIUIEKCHOCTBIO
UCIIOJIb30BaHUSI HHCTPYMEHTOB U METOI0B (hopMUpOBaHUS 1ICH-
HOCTHOTO TPEUIOKEHUS ¥ TIOJIOOKEHUEM KOMITAHUH Ha PBIHKE U
YCHELIHOCTbIO €€ ()MHAHCOBBIX M SKOHOMHUUECKUX PE3Y/IBTATOB.
Tak, 3a9acTyro IPEACTaBUTEN POCCUHUCKUX KOMITAHUH, HAXOIs-
LIUXCS B MOJOXKECHUU JIOTOHSIOIINX, MCHOJIB3YIOT JIUIIb 4acThb
CaMBIX OYEBHAHBIX U MPOCTHIX MHCTPYMEHTOB, TOTJA KaK HX
KJIFOUEBBIC KOHKYPEHTBI — JIJIEPB! PhIHKA MOAXOIST K OTpeOu-
TEJIBCKOM LIEHHOCTHU ¢ OOJIBIIECH OTHaYei.

AHanu3 MOHATUS «LEHHOCTD JUIs MOTPEOUTENSD MO3BOJISET
c/Ienath BBIBOJ O TOM, YTO y OOJBIIMHCTBA COTPYIHUKOB KOMITa-
HUH U3 pa3IuuHbIX cep Ou3Heca MOHATUS LIEHHOCTHOIO IOJ-
X071a B YIIPABJICHUH U [IEHHOCTHOTO MPEUIOKEHNS OrpaHIIHBa-
I0TCS CTAaHAAPTHBIMU KaTeTOPUSIMU, TAKUMU KaK LIEHa, Ka4eCTBO,
MIPSIMOE YIOBJICTBOPEHHE TOTPEOHOCTH. B 0COOEHHOCTH 3TO Xa-
PaKTEpHO UL NPEACTaBUTENEH poccuilckux KoMnanuii u gupm,
BEJIYIIUX CBOM OM3HEC Tobko BHYTpU Poccun u crpan CHI.

KitoueBoil 0COOEHHOCTBIO U PE3Y/IBTATOM HCCIICIOBAHUS SIBU-
JIOCh OTIpeZieNicHne BaYKHOCTU M MeCTa B Iporiecce (hopMHUPOBAHUS
LIEHHOCTHOIO MPEJUIOXKEHHS TAKUX HUHCTPYMEHTOB, KaK COBMECTHOE
CO3JaHNe IIEHHOCTH C TIOTpEeOUTENeM M BOBJICUCHHE TIepCcoHalla B
COBMECTHOE CO3/1aHHe LiIeHHOCTH. Eciu B Hanbosiee yCreIHbIX KoM-
TIaHMSIX K 9THM MHCTPYMEHTaM OTHOCSITCSI KPHTUYECKU BaXKHO, TO B
JIOTOHSTIOIMX Y Yallle POCCUMCKUX KOMIIAHUSX OHH UCIIONIB3YIOTCS,
CKOpEe, TOUSTHO — MJIH JTXKE «HA TI0Ka3» B OT/CIBHBIX CIIydasiX.

OCO0OEHHO ApKO MPOSBISAETCS ONUCAHHAs Bblle IUpHepeH-
WAy, KoTna peyb MAET He O CTaHAapTHBIX MHCTPYMEHTaxX
BOBJICUCHUS, a O PA3IMYHBIX HOBLIECTBaX. Tak, OoJblIas 4acTh
HECTaHJAPTHBIX WHCTPYMEHTOB BOBJICUCHUSI NOTpeOHTENeH
U NEpCoHaja B COBMECTHOE CO3[aHME LIEHHOCTH MPEUIOKEHA
MEKTyHapOIHBIMU KOMITAaHUSIMHU, YTO MOXKHO OBUIO YBHIETH B
Ipolecce KOHTEHT-aHaIN3a PeaIbHbIX OTBETOB PECIIOHICHTOB.

Eme omHMM BayKHBIM PE3yJBTATOM HCCIICIOBAHUS SIBUIOCH
TO, YTO (haKTOp yueTa KOHLENUUHN YCTOHYUBOIO Pa3BUTHS YIIO-
MHHAETCSI JIOCTaTOYHO YacTO PECHOHICHTaMHU-TIPAaKTUKAMH,
TOIZIa KaK B TCOPETUUECKON JINTEpaType €ro yKa3bIBalOT KpaiiHe
penxo. 31ech MBI BUIUM CHUTYAIHIO, KOT/Ia UIMEHHO TEOpeTHYe-
CKHUE HOJIOKEHUS HYXJAIOTCS B HEKOTOPOIl opaboTke U mepe-
cMoTpe (aKTOPOB M MHCTPYMEHTOB. [Ipuuem 37ech B OOJbIICH
CTEHEHHU XOTEeJIOCh Obl OTMETUTH YacTOE yIOMHMHAHUE KOHIICH-
MM YCTONYMBOTO Pa3BUTHSI OISITH JKE CO CTOPOHBI IIPE/ICTaBUTe-
Jieit HauboJlee YCIEIIHbIX 3alaJHbIX KOMIIaHUH.

BaxHBIM pe3ybTaToM HCCIEOBAHMS SIBUJIOCH PAHKHPO-
BaHUE IO CTENCHU BAKHOCTU U BIMSHMS Pa3IM4HBIX (PaKTOPOB
yAaqHOTO U 9(Q()EKTUBHOTO EHHOCTHOTO MPEIUIOKEHUSI, TT0 MHE-
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8
9

Tpasyk A.B., Munpep H.B., Tyaes B.O.
Trachuk A.V., Linder N.V., Tuayev V. O
Tabmnuua 8
CreneHp BIUSHUSA (PaKTOPOB
Ha (GOPMHUPOBAHHUS YCICIIHOTO [ICHHOCTHOTO MPEIOKCHHS
Table 8
The degree of influence of factors on the formation
of a successful value proposition

CreneHb BaskKHOC

®akTopsl GOpMHUPOBAHHUS YAIAYHOIO

LeHHOCTHOTO NMpeiJI0KEeHUs A

OpHEeHTHPOBAHO Ha HEpeaIn30BaHHBIE

3a7a4M, HEPEICHHbIE TPOOIEMBbI 1 234

HepeaIn30BaHHBIC BBITOJBI

Pemraer 3aaun norpedureneit

CYLIECTBEHHO JIy4lle, YeM MPEAI0KeHHs 19,6

KOHKYPEHTOB

IIpeBocxomuT MpeAIoKeHNsI KOHKYPEHTOB 12.8

KaK MUHAMYM TI0 OJJHOMY aCIEKTy >

OpHEeHTHPOBAHO HA TE 3a/a4H, POOIEMbI

M BBITOJIbI, KOTOPBIC HAHOOJIEeE 3HAYNMBI 10,6

JUTSL IOTpeOuTEIst

SIBIsieTCS 4acThIO yIauHON OM3HEC- 8.4

MOJEIU ?

OpHEHTHPOBAHO Ha TE 3a1a4H, IPOOIEMBI

U BBITOJIbI, KOTOPbIE 3HAYMMBI JJIsl MHOTHX 82

JIFOEH MITH 32 KOTOPBIE HEKOTOPBIE >

TOTOBBI INIATUTH OOJIBIINE ACHBTH

He orpannunBaercs GpyHKIIMOHAIBHBIMI

3aJa4aMy ¥ YYUTHIBAaeT SMOIMOHAIBHEIE 6,5

U COIMATbHBIC 3a1a9H

IIox0 momIaeTcst KOMUPOBAHHUEO 6,0

CoO0TBETCTBYET NOHUMAHUIO yCIIeXa 4.4
9

noTpeduTenemM

Hcmounux.: coOCTaBICHO ABTOpaMU.

HUIO PECTIOHICHTOB. BBIIO BBISBICHO, YTO BKHEHIIIMMH U KITIO-
4YeBbIMH (PAKTOPaMH YauHOTO HEHHOCTHOTO IMPEUIOKEHUSI, 11O
MHEHHIO MPAKTUKOB, SIBISIETCS CIIOCOOHOCTH PelIaTh MpoOIeMBbl
MOTPEOUTEIS U YIOBIETBOPSTH €ro MOTPEOHOCTH, a TAKXKE JeaTh
9TO JIy4IlIe CBOMX OCHOBHBIX KOHKYPEHTOB. OTMETHM, UTO B 9TOM
cilydae MHEHHS PEICTABUTENCH POCCHUCKHUX U MEXKTYHAPOIHBIX
KOMITAaHWH 3a9acTyio cxomwnuch. [IpaBna, mpencTaBUTeTn Mex-
JYHapOIHBIX KOMIAHUH YacTO CTaBUIM Ha BBICOKOE MECTO IO
CTCIICHN BIUSIHUSL Takoi (hakTop (GOpMHUPOBAHUS LIECHHOCTHOTO
MPEUIOKEHUSI, KaK «SIBIISIETCS YaCThIO YIAYHON OU3HEC-MOIEITID,
910, OE3yCIOBHO, COOTBETCTBYET OOJBUINHCTBY TEOPETHUECKUX
TMIOJIOXKEHUI, B 0coOeHHOCTH padoram A. OctepBaiibiepa.

6. MprMeHeHHne NOAYYEHHbIX
[p€3YAbTaTOB Ha NPAaKTUKe

CyMMUpYsI pe3yJIbTaThl HCCIIEIOBAHMUS, MOXKHO CIICTATh KITIO-
YeBbIC BBIBOIBI: TIPUMEHEHNE HHCTPYMEHTOB M Mozeseii GopMu-
POBaHUsI IIEHHOCTHOTO MPEITIOKEHHST HOCUT OTPAHUUYCHHBIH HITH
BPEMEHHBIH XapakTep, B MOAX0AaX MOCTPOCHHS OU3HEC-MOIEN
1 TIPEIUTOKEHNS 3a4aCTYIO OTCYTCTBYET KOMITJIEKCHOCTh B aCTIeK-
TaX IEHHOCTHOTO yNpaBieHus. MHavye ToBOps, MpeACTaBUTEIH
Ou3Heca, a B OCOOCHHOCTH HOBHYKHM WJIM MEIIKHE MIPOKH Ha
PBIHKE, YacTO MPOCTO HE MOHMMAIOT, KakKhe KOHKPETHO WHCTPY-
MEHTBI HEOOXOIMMO TIPUMEHSTH JJIS PA3BUTHsI TOTO MJIA MHOTO
(hakTOpa YCIENTHOTO IIEHHOCTHOTO TPETIOKEHUSL.

TakuM 00pa3oM, BBISBICHA CYIIECTBEHHAS MOTPEOHOCTH
B CBeJIeHUHM (DAKTOPOB YCIEITHOTO IIEHHOCTHOTO TPEIIOKe-

Online-Bepcua xypHana www.jsdrm.ru
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Tabnwuma 9
MarpuuHas MOfieIb (POPMHUPOBAHHUS [IEHHOCTHOTO TPE/UTIOKECHHS
Table 9

Huc

Cosep-
LIEHCTBYS
NPOIYKT

®DakTopsl HOpMHPOBAHHUS YIAYHOTO
HEHHOCTHOTO NpPeJI0KEHHSs

Ka4ecTBo/
(GYyHKIIHOHATBHOCTH
acCOpPTHMEHT
YHHKAJIBHOCTH

OpHEeHTHPOBAHO HA HEpea30BaHHbIC
3a/1a41, HEPEIICHHBIC TIPOOIEMBI
1 Hepealn30BaHHbBIC BBITOIbI

Pemaer 3agaun norpeduTenell CynecTBEHHO

2
Jydlle, 4eM HPEAI0oKEHUsI KOHKYPEHTOB

3 [peBocxomut npeaioKen s KOHKYPEHTOB
KaK MMUHUMYM I10 OJJHOMY aCHEKTy
OpHEeHTHPOBAHO HA T 3aa4H, POOIEMBbI

4 1 BBITOZIBI, KOTOpPBIC HAHOOJIECE 3HAYUMBI
JUTSL IOTPEOUTEISt

5 SIBusieTcs YacThIO yladHON OM3HEC-MOMEIN
OpHEeHTHPOBAHO HA T 3aJa4H, MPOOIEMbI

¢ M BBITOJIBI, KOTOPBIC 3HAYHMBI JUIsl MHOTHX
JIFOZICH MK 32 KOTOPBIE HEKOTOPBIE TOTOBBI
IUIATUTB OONBIINE AEHBIH
He orpannuuBaercs GpyHKIHMOHAIBHBIMI

7  3agadaMH M y9UTHIBAeT SMOI[OHAIBHbIC
U COLMAJIbHBIC 3aJa4K

8  Ilmoxo momgaeTcss KOMUPOBAHUIO

9 CoO0TBEeTCTBYeT HOHUMAHUIO yCIIeXa

norpeduTenemMm

IlenoBoe peryaupoBanue

Matrix model of value proposition formation
YMEHTHI OPMUPOBAHHUS EHH

(CHMZKAsSI LeHY MPOAYKTAa)

Oro npeIoKeHust
Yayumas Bpen IMepconan
cepBHC peHa P

JlonoJiHUTEJILHBIE
HHCTPYMEHTbI

CHMKEHHE PUCKA
YHUKAJIBbHOCTH
KOMMMYHHUKAIIUA
IPpU3HAHUE
JIMYHBbIC KAaYeCTBA
CO3JaHHE HEHHOCTH
KOHIenuus yCTOM4uBoro
pPa3sBUTHUA

JIErKOCTh BbIOOpa
y100cTBO NPpUOOpeTeHNsI
MPOCTOTA HCHOJIB30BAHMS
npogeccuoHaIN3M
KJIMEeHTOOPHEHTHPOBAHHOCTH
COBMECTHOE C IIePCOHAJIOM
BOBJICUEHHUE MOTPeOHTE st
B COBMECTHOE CO3]aHHe IIEeHHOCTH

KocBennoe Bnusinne

CBs13b MUHUMAJIbHA/OTCYTCTBYET

Hemounuk: cocTaBIIeHO aBTOpaMu.

HUsI 1 MHCTPYMEHTOB €r0 (hOPMHPOBAHUSI B CIUHYIO MOJICIb.
OCOOCHHOCTBIO HAIICH MOJEIHN SBISCTCS TO, YTO B HEH UAET
YEeTKOC YKa3aHHE Ha TO, KAKUMH KOHKPETHO HMHCTPYMCHTAMH
HEOOXOJIMMO TIOJIE30BaThCs Al (DOPMUPOBAHUS U PA3BUTHS
KIIFOYCBBIX (DaKTOPOB YAAYHOTO LEHHOCTHOTO MPEATIOKCHUSI
C y4eTOM MPHOPUTETHOCTH W BAKHOCTH KOHKPETHOTO HH-
CTPYMEHTa IIPHMCHUTEIBHO K BhIOpaHHOMY (akTopy. B mo-
JIeNTd TPEJICTABICH KaK KIACCHYEeCKHH HaOOp MHCTPYMEHTOB
(bopMupOBaHUS [EHHOCTHOTO MPEIIOKCHHS, MTPEITOKCHHBIH
A. OcTtepBaibIepoM, TaK U JOMOJTHUTEIbHBIC HHCTPYMEHTBI,
HEOOXOMMOCTh KOTOPBIX BBISBICHA B IIPOIIECCE MPOBEICHHO-
T'O UCCIIENOBAHUS. YI00CTBO MPEIOKESHHON MOJISITH 3aKITF04a-
€TCSl TAaKXKe B TOM, UTO (pakTOpbl (OPMHUPOBAHUS YCICIIHOTO
MPEAIOKEHHSI B HEH PacroioKeHbl M0 CTENECHNU BaXKHOCTU U
BJIMSIHHSL HA KOHCYHBIH PE3yJbTAT, YTOOBI MPAaKTHK — MOJb-

Online www.jsdrm.ru

30BaTesib MOJICIIH MOT OBICTPO CPOPMHUPOBATH OUYEPEIHOCTH
KOHKPETHBIX [IAr0B 0 COBEPIICHCTBOBAHUIO OM3HEC-MOIEIH
U [EHHOCTHOTO TpeuiokeHus. [IpeioxkeHHast MOIEb Ipe/-
cTaBjieHa B Ta01. 9.

Takum 00pa3om, TaHHAS MaTpHUIlA CIIOCOOHA TTOMOYb OU3HE-
CY CKOPPEKTHUPOBATh WM CHOPMHUPOBATH yIAYHOE HIEHHOCTHOE
TPCTIOKEHNE TS CBOCH KOMITAHWH HIJIM OTCIBHOTO IPOIYK-
ta/ycnyru. OmnpesnenuB HanOosee BaKHBIE HHCTPYMEHTHI MPO-
pabOTKH KOHKpeTHOTro (hakTopa (OpPMHPOBaHHS IICHHOCTHOTO
MPEUIOKEHNS, MPAKTUK MOXKET COMOCTABUTh YPOBEHb HMX HC-
MOJIb30BAHUSI MIIM PAa3BUTHSI B CBOEM OHM3HECE M MPEIIPUHSTH
COOTBETCTBYIOIIHE Mephl. [Ipe/yioKeHHass MaTpu4Has MOJICIb
MO3BOJISICT JOCTATOYHO OBICTPO OIMPE/CIUTh, HA KAKUX (haKTopax
U UHCTPYMEHTaX KOMITaHHUSM HEOOX0AUMO C(HOKYCHPOBATHCS B
HEPBYIO OYCPEIIb.
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