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Opueunsza}z cmamaoss

Aunotauusi. CTaThsi MOCBAIICHA Pa3pabOTKe KIHEHTOLEHTPUYHONW MOJIENM YNpPaBIeHHs, TPaHC(HOPMHUPYIOIIEH BOCHPHATHE
KJIMEHTa M3 IACCHBHOTO O0BEKTa B CTPATErMYECKMil aKTHMB M MCTOYHHK YCTOWYMBOIO KOHKYPEHTHOTO IPEHMYIIECTBA.
AKTyaJIbHOCTb HCCIICJIOBAHMS MPOAMKTOBAHA HEOOXOAMMOCTBIO TEOPETHYECKOTO OCMBICICHUS M MPAKTHYECKOH pealln3alnu
KJIMEHTOLECHTPUYHBIX (KIMEHTOOPHEHTHPOBAHHBIX) MO/IXO/I0B, KOTOPBIEC TTO3BOJISIOT OPraHU3aLMAM aJalTHPOBAThCs K OBICTPO
MEHSIOIIMMCS 3alPOCaM PBIHKA, HOBBILIATH JIOSUIBHOCTh 1 MAKCMMHM3UPOBATh LICHHOCTb KJIMEHTA. B naHHO# paboTe TepMUHBI
«KJIMEHTOOPUEHTUPOBAHHOCTD) U «KIMCHTOLEHTPUYHOCTbY» UCIIOB3YIOTCS HAMH KaK CHHOHHMBI, TOCKOJIBKY B X OCHOBE JIC)KUT
OIHO M TO Xe sA1p0: (POKYC — Ha KIMEHTE. ABTOPBHI KPUTHYECKH OCMBICIMBAIOT TPAJULMOHHBIC TPAH3AKIMOHHBIC MOAXOJBI,
OCHOBAaHHBIC HA CTaHAAPTU3ALMU ¥ IPUHIMIE KIMEHT BCErla INpaB», KOTOPbIC HPHUBOAT K CHIKCHHIO 3(Q(EKTHBHOCTH
paboThl MepcoHana M POCTy YHMCNIA «TOKCHYHBIX» IMOTpeduTesield. B kauecTBe ajbTepHATHBBI MPEUIAraeTcsl PelIILHOHHAS
MOJIeJIb, OCHOBaHHAsi Ha (POPMHUPOBAHHU IIEHHOCTH KIMEHTa», OINEPalHOHAIM3UPYEMOil Yepe3 JOsIIbHOCTh, BOBICYEHHOCTD,
TOTOBHOCTb CJICJIOBATh PEKOMEHJALMAM M aKTUBHOCTH NoTpeOurenell. HayuHas HOBHM3HA 3aKIIOYAaeTCs B CHHTE3E TEOPHil
MOBEICHYECKON SKOHOMHKH, NICHXOJIOTHH MOTHBALMKM U MEHELKMEHTa (TpaHcdopMalimoHHOe uaepeTBo bacca) 1t coznanus
KOMIUIEKCHOH KJIMEHTOLICHTPUYHON MOZENH, YYUTBIBAIOIIEH YHMKaJbHbIE COIMAIbHO-IKOHOMHYECKHE, TEXHOJIOIMYECKUEe
U TOBEJCHYECKHE OCOOCHHOCTH COBPEMEHHOIO 3Tana TpaHC(HOPMALMH POCCHUICKOW SKOHOMHKM. Mojeib Ipesronaraer
[IyOUHHBIE OpPraHU3alMOHHBIC W3MEHEHHUS: NePEecMOTpP POJM JIMJEPa, BHEAPEHHE CHCTEM BOBIICYEHUS COTPYAHHKOB depes
cBOOO/LY IeHCTBOBATH M BHIOMPATH L1EJ]Ib CAMOCTOSTEIIBHO, a TAKKEe MHCTHTYLIMOHAIN3ALMIO OOPaTHOM CBSI3U C MCIIOIb30BaHHEM
HHCTPYMEHTOB ympasienusi onsitoM kinuentoB (CEM, customer experience management), ooparuoii cesizu (VoC, voice of
the customer). Ocoboe BHUMaHME yAesieTCs ajanTaludd MoAelnd K LudpoBoil cpexe u paboTe ¢ KIMEHTOM-HHTPOBEPTOM
B KOHTEKCTE IU(POBOH KOHOMHKH. JlemaeTcst BBbIBOA, YTO YCHELIHas peall3alys MOAENU TpeOyeT KyJIbTypHOH ajanTaluu
M OTKa3a OT YHHBEPCAJIBHBIX PEIICHUIl B IMOJb3y TMOKOIO M YEIOBEKO-OPHEHTHPOBAHHOIO Moaxoia. PazpaboTka Monenu
YUYHUTBIBAET HECTAOMIBHOCTh BHELIHeW cpenbl. OcoOyr0 LIEHHOCTb MPEJACTABIAECT TOT (PAaKT, YTO B OTIMYME OT KIACCHYECKHX
CTaTMYEeCKUX MOJEINeil, mpeiaraemMasl MoJiellb UMEeT CIIOCOOHOCTh OBICTPO MEpecTpanBaTh TOPTOBBIC U MPOU3BOICTBEHHBIE
MPOLECChI, HEHHOCTHBIC MPEJIOKEHUS U KaHaJIbl KOMMYHUKAIIMX B OTBET HA MAKPOCOLUAJIbHBIC U3MEHEHUS.

KiitoueBble €J10Ba: KIMCHTOOPHEHTHPOBAHHOCTh (KIMCHTOLCHTPHYHOCTB), LICHHOCTh KIIMEHTA, CEPBHCHAs AIKOHOMHKA,
JIOSTTBHOCTB, BOBJICYCHHOCTD, TPAHC(HOPMALIMOHHOE JIMAEPCTBO, TEOPHS CAaMOACTEPMUHAIINH, SMOLHOHAIBHBIH TPy, HH(PPOBOI
MOTPEOUTENb.
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Abstract. The article is devoted to the development of a customer-centric management model that transforms the perception of
the client from a passive object into a strategic asset and a source of sustainable competitive advantage. The relevance of the study
is dictated by the need for theoretical understanding and practical implementation of customer-centric approaches that allow
organizations to adapt to rapidly changing market demands, increase loyalty and maximize customer value. The authors critically
comprehend traditional transactional approaches based on standardization and the principle of “client is always right,” which
lead to a decrease in staff efficiency and an increase in the number of “toxic” consumers. As an alternative, a relational model is
proposed based on the generation of “customer value,” operationalized through loyalty, engagement, recommendation readiness
and consumer activism. Scientific novelty lies in the synthesis of theories of behavioral economics, psychology of motivation
and management (Bass’s transformational leadership) to create a comprehensive customer-centric model that takes into account
the unique socio-economic, technological and behavioral features of the modern stage of transformation of the Russian economy.
The model assumes deep organizational changes: revising the role of the leader, introducing employee engagement systems
through autonomy and purpose, and institutionalizing feedback using CEM (Customer Journey Mapping, VoC) tools. Particular
attention is paid to adapting the model to the digital environment and working with the phenomenon of “introvert client” in
the context of the digital economy. It is concluded that successful implementation of the model requires cultural adaptation
and abandonment of universal solutions in favor of flexibility and a person-centered approach. The development of the model
takes into account the instability of the external environment. Of particular value is the fact that, unlike classical static models,
the proposed model has the ability to quickly rebuild processes, value propositions and communication channels in response to
macrosocial changes.

Keywords: customer centricity, customer value, service economy, loyalty, engagement, transformational leadership, self-
determination theory, emotional labor, digital consumer.
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BBEJIEHUE

B coBpeMeHHON SKOHOMUYECKOW Mapagurme, xa-
paKkTepH3yIoleiicss THIEPKOHKYPEHLUeH, HuppoBOi
TpaHcopManued U PacTylUM BIUSHUEM MOTPeOu-
TeJsl, MPOUCXOAUT (PYHIAAMEHTAIbHBIA IEPECMOTP
TPATUITNOHHBIX OW3HEC-MOZACICH. YXOI OT TPOAYK-
TOOPHUEHTHPOBAHHBIX W TIPOJaK-OPHUEHTHPOBAHHBIX
CTpaTeruii B CTOPOHY MOJIEJICH, CTaBSIIUX BO TIABY
yIJia LEHHOCTh MJISl KJIMEHTAa, CTAHOBUTCS HE MPOCTO
KOHKYPEHTHBIM MPEUMYIIIECTBOM, a KITIOUEBBIM YCJIO-
BHEM BBDKMBAHUS U yCTOMYMBOIO POCTa KOMIIAHUH.

AKTyambHOCTh ~ WCCJICIOBAHHUS  MPOTUKTOBAHA
HEOOXOAMMOCTBIO ~ TEOPETHYECKOTO  OCMBICIICHHS
U TPaKTUUYECKOH peanu3alud KIUCHTOLUEHTPHUY-
HBIX TOAXOJO0B, KOTOPBIE TMO3BOJISIOT OPTaHHU3AIUSM
aJanTHPOBATHCS K OBICTPO MEHSIOIIUMCS 3alpocam
pBIHKA, TIOBBIIIATH JIOSUTBHOCTh W MaKCUMH3HPOBATH
MTOYKU3HEHHYIO IIEHHOCTH KIIMEHTA.

OnHako, Kak OKa3bIBAIOT UCCIEAOBAHUS aBTOPOB,
B COBPEMEHHOW 3KOHOMHUYECKOU IapajaurmMe HaOIro-
JACTCSl KPU3HUC TPAAUIIMOHHBIX MOJIETIEH KIMEHTCKOTO
CEpBHCa, OCHOBAHHBIX Ha MPUHITUIIAX OE3yCIOBHOTO
MMOJYMHEHUST KIUEHTy M CTaHIapTU3allid B3anMO-
NeHCTBUIA. DTH TOAXOABI, (POPMAITM30BAHHEIE B BUJIC
CKPHIITOB, ECTKUX PEIJIAMEHTOB U KIIOUYEBBIX IO-
kazareneil ¢ ¢pexruBHoctn (KPI, key performance
indicators), OpUEHTHPOBAHHBIX Ha KOJWYECTBEHHBIC
TTOKa3aTei, MPUBOMAT K CHCTEMHOMY BBITOPaHHIO
nepcoHasa. COTpYIHUKN KOMIIAHWM, JHIIIEHHBIE BO3-
MOXKHOCTU JICHCTBOBATh CAMOCTOSITEIIBHO U BBIHYK-
JICHHBIC JCMCTBOBATh B paMKaX MPEAIMUCAHHBIX all-
TOPUTMOB, YTPaYMBalOT MOTHBAIIUIO M CIIOCOOHOCTH
K DMIIaTHH. B pesynerare cepBuC AeTyMaHU3UPYETCS,
a OTHOIICHUS C KJIMEHTOM TPEBPaIIatoTcs B (hopMab-
HY10 TpaH3akuuio. Kpome Toro, Moaenb «KJIUEHT BCET-
Jla TIpaB» MPOBOLUPYET POCT YHCIA TOKCHUYHBIX IO-
TpeOuTeNnel, SKCIUTYaTHPYIOIIMX PECYPChl KOMITAHUH,
YTO YCHJIMBACT OICPAITMOHHBIC M3ACPKKHA U CHIDKACT
Ka4eCcTBO OOCITYy)KMBaHWS JIOSJIBHBIX KIMEHTOB. Ta-
KM 00pa3oM, aKTyaJlbHOCTh KIHUEHTOIICHTPUYHOCTH
ceronHsi OOYCJIOBJICHA HEOOXOIMMOCTBIO Iepexojia
OT TPaH3aKLIMOHHOW MOJIEIIN K PEIALIMOHHON, TAE KIIH-
€HT CTAHOBHUTCS UCTOYHUKOM yCTOHYHBOTO Pa3BUTH
Ou3Heca, a COTPYTHUKN — aKTUBHBIMHU TTPOBOTHUKAMH
€ro LIEHHOCTEMN.

ITOCTAHOBKA 3AJTAUN
NCCIIEAOBAHUA

[Ipobnema B3aMMOOTHONIIEHHWH C TOTpeOuTe-
JIeM SIBJISIETCSl LIEHTPaJIbHOM B MapKETHHIOBOM Hayke
co BpemeH pabor ®. Kormepa u I1. [pyxepa, xoro-
pBI OTMedai, 4To Henb Ou3Heca — co34aTh KIIMEH-
Ta. TeopeTndyeckue OCHOBBI KIHMEHTOOPUEHTUPO-
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BAaHHOCTH 3aJIO)KEHbl B KOHIEHIMAX MapKEeTHHra
B3aMMOOTHOIIICHNH, Pa3BUTHIX B Tpymax J. ['ymmec-
cona, K. I'péupyca (I'p€npyc, 2011), a Takxke B Teo-
pHH CepBUC-TOMHHAHTHOM JOTHKH (service-dominant
logic), P. Jlym u C. Bapro (Vargo S.L., Lusch, 2004).
OMIHUPUUECKUE HCCICAOBAHUSI TaKUX aBTOPOB, Kak
®.D. Paitxenpn (Patixensa, 2006), 1 paboThl KOMITa-
Huii «Forrester Research» u «Gartner» (Burns, Gorski,
2023) MoATBEPKIAAIOT MPSIMYIO CBSI3b MEXKY YPOBHEM
KJIMEHTOUEHTPUYHOCTH U (DUHAHCOBBIMH PE3yJIbTara-
MU KOMITaHHH.

Uccnenosanue KIIMEHTOOPUEHTUPOBAHHOCTH
B Poccum nmemoHCTpupyeT QopMHUpOBaHHE 3peoin
HAy4YHOH JHMCKYyCCHHW, TIPEJCTAaBICHHON JByMs B3a-
MMOZIOTIOJIHSIIOIIMMH ~ HAlIPABJICHUSIMHA:  TEOPETUKO-
aKaJIeMHUYECKUM U MPAKTHKO-IPUKIIaTHBIM.

OyHAaMEHTAJIbHBIM BKJIaJl BHOCAT Y4Y€HbIE, pa3-
pabarpiBatonie KOHIICTITYaJ bHBIE OCHOBBI KJIHEH-
toueHtpuuHoctu O.A. Tperbsik u O.A. XoyoaeHKO
(Tperbsik, 2015; Tperwsik, Xonomenko, 2023) pac-
CMaTpPUBAIOT KJIMEHTOOPHEHTHPOBAHHOCTh KaK CTpa-
TErn4yecKylo OM3HeC-MOJEeNb, & HE KaK WHCTPYMEHT
cepsuca. Ee kimodeBas uaes — ynpaBieHHe Ha OCHO-
BE MOKM3HEHHOU IeHHoCTH KimeHTa (CLV, customer
lifetime value), uto Tpebyer TpaHchopmaruu Bcel
opranmzauuu. FO.J1. Kpacosckuii (Kpacosckuii, 2021)
aHamM3UpyeT (HPEHOMEH KIMEHTOOPHEHTHPOBAHHOCTH
Yyepe3 MPU3My OPraHU3alMOHHON KYJIBTYpPhI U COLIHO-
JIOTUM YTIPABIICHUS, aKIIEHTHPYS POJIb YEJIOBEIECKOTO
(bakTOpa M KOPIOPATUBHBIX IIECHHOCTEH B IOCTPOCHUN
cepBucHbIX oTHomeHui. T.B. Hukutuna u E.A. I'yce-
Ba (Hukuruna, I'ycesa, 2018) dokycupyercs Ha map-
KETHHI'€ B3aWMOOTHOILICHUH W ONepannoHAIN3aluH
CUCTEMBI yTPABICHUS B3aUMOOTHOIICHUSMHU C KIIH-
eatamu (CRM, customer relationship management)
W CTpaTreruii, mpeayaras MOAEIU JUIsi CEerMEHTAIl|H
W TOBBIIEHUS JOSITBHOCTH. VX Tpymasl (GopMHPYIOT
METOJIOJIOTUYECKUI  0a3uc, TOAUYEPKHUBAsl CHUCTEM-
HOCTbH U CTPATETUYECKYIO ITyOHHY MOAXO0/a.

[IpakTHKH TIEpEeBOIAT TEOPHUIO B 00JIACTh KOHKPET-
HeIx pemenuii. K.B. Xapckwuit (Xapckuii, 2021), koH-
LEHTPHUPYSCh HA MPOOIEME JOSUIIBHOCTH, JOKA3bIBACT
€€ JIBOMCTBEHHYIO NPUPOAY: JIOSIIBHOCTH KIMEHTOB
HEBO3MO)KHA 0e3 JIOsUTbHOCTH TiepcoHana. A.B. ba-
OyIIKWH SABISETCS KIFOYEBBIM HJICOJIOTOM BHEIPEHUS
METPHK KIIMEHTCKOTO OIbITa, KOd(pHIreHTa I0sTh-
HOCTH U WHAeKca oneHku ycwmid (NPS, net promoter
score, CES, customer effort score) B poccuiickyio
MPaKTUKY, Tpeajaras WHCTPYMEHTHI JJs KoJnde-
CTBEHHOH OIIEHKH W YIIPABICHHS BOCIPUATHEM KIIH-
enTa (babymkus, 2020).

Poccuiickas 1kona KIMEHTOOPHUEHTUPOBAHHOCTHU
MPeACTaBIsAeT COOOH CHMHTE3 TIIyOOKOro TeopeThye-
CKOT'O OCMBICJIEHHS, 33/1aI0IIETO CTPATETHYECKUE PaM-
KW, U TPHUKIQJHBIX METOJHK, 00eCICUUBAIONINX WX
OTIEPAIIMOHHYIO0 PEaTU3aluio. JTO CO3AaeT IIeNOCT-
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HBIH HAyYHO-TIPAKTHYCCKUH (QyHIaMEHT JIJIsl pa3BUTHS
KJIMEHTOLEHTPUYHOI'O 110JX0/1a B CIEU(PUIECKUX yC-
JIOBUSIX POCCHICKOTO PBIHKA.

OpHako, HeCMOTpsl Ha OOLIMPHYIO TEOpETHYE-
CKYI0 0asy, coXpaHsieTcs pa3pblB MEXKIY JeKiIapalu-
eil BAKHOCTH KJIMEHTa U ITyOOKOW OpraHu3allMOHHON
TpaHnchopmanmet, HEOOXOAUMOW IS BOILIOIICHUS
9TOTO NPUHIINIIA HA IPAKTHKE.

AHain3 JUTEpaTYpHbIX HCTOYHHKOB M OHM3HEC-
MIPAKTUKHU MO3BOJISIET BBISIBUTH KIIIOUEBYIO MPOOIEMY:
MHOTHE KOMITaHUH, MpPU3HABas Ba)KHOCTb KIHEHTO-
HEHTPUYHOCTH, OTPAaHHYMBAIOTCS MOBEPXHOCTHBIMH
N3MEHEHUSIMH (BHEIPEHUE CHCTEM YIIPABJICHUS B3au-
MOOTHOIICHUSIMHU C KIIMEHTaMu, customer relationship
management (CRM-cucteM, unu obydeHue cCOTpyu-
HUKOB CTaHIAPTHBIM (hpa3am), He 3aTparuBas rIyOuH-
HBIE CTPYKTYpPBI OM3HECa — ONlepaIllMOHHbIC TIPOLIECCHI,
KOPIOpPaTUBHYIO KylIbTypy, cucremy KPI m moruBa-
IUU. JTO NPUBOAUT K CTUMYJIHPOBAaHMIO KIHEHTO-
OPUEHTUPOBAHHOCTH, BO3HUKHOBEHHIO TOKCHYHBIX
MaTTepPHOB B3aMMOJICHCTBHSI M, B KOHEYHOM CUETe, —
K TIOTEepe JIOBEPHS CO CTOPOHBI MOTPEOUTENICH.

[MpeameTom aHaM3a SBISETCS KOHIICTIIHS IICHHO-
CTH KJIMEHTa, IPEeAJIOKEHHAs aBTOpaMU Kak ajbrep-
HaTHBa KJIACCUYECKUM NOIXoAaM. B 1aHHOM KOHTEK-
CTe «LUEHHOCTb» TPAKTyeTCsl He Kak mMeradopa, a Kak
CTpAaTEru4eCcKuil pecypc, CO3/1aBaeMblil B Ipolecce
OCMBICJIEHHOTO B3aUMOJICHCTBHS MEXIy OH3HECOM
1 moTpeduTesaeM. DTOT pecypc MPOsBISIETCS B hopMme
JIOSUTBHOCTH, TOTOBHOCTH CJIEJ0BaTh PEKOMEHIALHSM,
YCTOMYMBOCTH K OIIMOKaM KOMITAaHUM M COYYacTHIO
B CO3JaHMHU IIeHHOCTH. OOBEKTOM aHalin3a BHICTYIIA-
0T MEXaHU3MBI ITPe0Opa3oBaHUsl KIIMEHTCKOTO OMbITa
B KaIIUTAJIN3UPYEMBIi aKTHB, CITIOCOOHBIN 00€CTICUNTh
JOJITOCPOYHOE KOHKYPEHTHOE NIPEUMYIIECTBO.

Llenpio CTaThy SIBISICTCS CUCTEMAaTU3ALMsI aBTOP-
CKOMl MOzenu BHEAPEHUS KIUCHTOLUCHTPUYHOCTH —
KaK CTPaTerHyecKoro akTHBa KOMIIAHWW U €€ Bepu-
(ukarus yepe3 nMpu3My TeopHui ymnpasieHus. s ee
JOCTHKEHHS IIOCTaBIICHBI CIIEIYIOLINE 3a1auu.

1. BBIACTUTH CTPYKTYpHBIC 3JIEMEHTHI MOJEIH
LEHHOCTH KJIMEHTA: ONpeesicHHe HOBOW POJIH KIIMEH-
Ta, TpanchopMalus KOpIOpaTUBHOMN KyJIBTYpBI, Iepe-
pacnpeseneHre OTBETCTBEHHOCTH CPEI COTPYIHUKOB
3a CTEIICHb YIOBJIETBOPEHHOCTH KIMEHTOB.

2. IlpoBecTu CpaBHUTENbHBI aHAJIU3 C KOH-
LENUYeil ynpaBieHns: ONBITOM KJIMEHTOB (customer
experience management, CEM), akuentupyromei
BHUMaHHE Ha SMOIMOHAILHOM M IIEHHOCTHOM H3Me-
PEHUU B3aUMOJICUCTBUS.

3. ComnocTaBUTh aBTOPCKUU MOAXON C MPUHIU-
MamMH CepBUC-IU3aiiHa, B YACTHOCTH C METOJaMHU CO-
BMECTHOTO CO3/IaHUSI IIGHHOCTH (CO-creation) U KapThl
KJIMEHTCKOTO ITyTH (customer journey mapping).

4. HccnenoBaTh COOTBETCTBHE MOAETH TEOPHSIM
OpPraHU3allMOHHON IICHUXOJIOTUU: MOTHBALUU (TEOPHS
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camozerepmuHanuu E. [lecu u P. Paitana (Deci, Ryan,
2000), smonmonansHoro Tpyna (Hochschild, 1983),
cTparerndeckoil opuenrauuu (Tperbsak, 2016) u npo-
AKTUBHOTO TIOBEICHUS ITEPCOHAIA.

Hosu3na Hamrei paboThI 3aKITIOYAETCS B HHTETPa-
LIMOHHOM TIOJIX0JIe, OOBEIMHSIONIEM CTPATETUICCKHI
MEHEKMEHT, TEOPUIO0 OPTaHU3AI[MOHHBIX U3MECHECHUN
U TIOBEJICHYCCKYIO DKOHOMHUKY JJII CO3aHUSI 1IEIO0CT-
HO¥ MojieNi TpaHC(OopMaIK IEHHOCTU KJIUCHTA.

METOJUKA UCCIIEJOBAHNA

HccnenoBanue Oa3upyercsi HA METOJaX CHCTEM-
HOTO aHaJIM3a, CUHTE3a TEOPETHYECKHUX MOJI0KEHU,
CPaBHUTEJIHHOTO aHAJIN3a, a TAK)Ke Ha METOJaxX IMITH-
PUYECKOTO HCCIIEIOBAHMUS aBTOPOB.

B kauecTBE METOIOIOTMYECKON OCHOBBI UCIOJIb-
3yeTcsi CpPaBHUTEIBHO-COTIOCTABUTENBHBIN — aHAIIN3
C MpPUBJICYEHUEM aKaJIEeMHYECKHUX MCTOYHUKOB B 00-
JIACTH MEHEKMEHTa, MapKeTHHTa M OpraHU3aIioH-
HOTO TIOBEACHHA. DTO TMO3BOJISET ONPENEIUTh HHHO-
BaIlMOHHBIE SJIEMEHTHI ABTOPCKOM KOHIIETIINU U ee
MepeceyeHrsi C CYIIECTBYIOIIMMH TEOPETUICCKUMHU
nogxonamu. KpurepueM BalMAHOCTH BBICTyHaeT
HETNPOTUBOPEUMBOCTE MOJENN  (hyHIAaMEHTaIbHBIM
MPUHIIATIAM YITPABJICHHUS KIIMEHTCKUM OIBITOM U TCH-
XOJIOTUM MOTHBAllMH, a TaKXXe ee MPUMEHUMOCTD
B YCJIOBHUSAX IU(PPOBON TpaHCHOpPMAIIUK U POCTA 3a-
poca Ha mepcoHanmu3anuio yciayr CyllecTBEHHYIO
pPOJIb UTPACT KAYSCTBCHHBIN aHAIU3 — UCCIICOBAHUE
«Queprus kiauenta» (llenun, 2023) ¢ npumeHeHneM
KOHTEHT-aHaJu3a s HASHTH(PHUKAINN KITFOUeBbIX Ka-
TErOpUi M CMBICIIOBBIX KOHCTPYKTOB.

Ha nepBom sTane nccienoBanus HaM# OBLT TIPO-
BEJIEH TEOPETUKO-METOAOJIOTUYECKUI aHalIu3 Cylle-
CTBYIOUINX KJIMEHTOLIEHTPUYHBIX MOJIEIIEH.

OBomonys  YIMpaBlIeHUYECKUX TMapajurM B 00-
JACTH KJIIMEHTCKOTO CepBHCa JIEMOHCTPHPYET Iie-
pexon OT TpPaH3aKIMOHHOW MOJEN K IIEHHOCTHO-
OpPHEHTHPOBAaHHOMY B3auMojieiicTBuIO. V3HauanpHast
KOHLETILHUS «noKynamens gce2oa npasy (aHalu3 TpaH-
3aKkiuit) (GoKycHpoBajgach Ha CIUHUYHBIX CICIIKAaX
1 3QPEKTUBHOCTH OTIEpaIii, HTHOPHPYS JTOITOCPOU-
HbIII KOHTEKCT OTHOIICHHH. C pa3BUTHEM pEISLHU-
OHHOTO TOJXOZa AaKIEHT CMECTWICS Ha yAepKaHHe
KIIMEHTOB U €0 JIOSIIBHOCTD, YTO HAIIO OTpa)KeHUE
B pabote Paiixensna (Reichheld, 2003) ¢ BBeneHrEeM
rokasaresst uHaeke nosutbHocT (NPS, net promoter
score) — Kak METPUKHA TOTOBHOCTH MPHUHUMATH PEKO-
MeHaanuu. JlanpHelmas TpaHchopMmanus CBs3aHA
¢ meopueii skoHomuku nepedcuganuti b. Ilaitna u J[x.
I'uivopa (Pine, Gilmore, 1998), rne morpebnenue
TpaKTyeTCsl Kak JApamMaTyprudecKuil akT, a IeHHOCTb
co3maeTcsi dYepe3 TEePCOHATU3WPOBAHHBIA  OIBIT.
KoHmemnusi COBMECTHOTO CO37aHHUS IIEHHOCTH (CO-
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creation), passuras K. I[Ipaxanagom u B. PamacBamu
(ITpaxaman, PamacBammu, 2005), 3aBepImaeT 3TOT IIe-
pexo, MO3UIMOHUPYS KITMEHTa KaK aKTHBHOTO y4acT-
HUKa Pa3pabOTKU MPOAYKTOB H yCIyT. Monenb orbiTa
KIHeHToB (customer experience) b. [lImutTa (Schmitt,
2003) uaTErpUpYyET ITU MOAXOMBI, MPEAIaras yrnpas-
JIEHWE KOMITJICKCOM YyBCTBA—3MOIINH—KOTHUTHBHBIC
CIOCOOHOCTH BO BCEX TOYKAX KOHTAKTA.

B mporniecce pa3paboTku aBTOPCKO MO/ HAMU
MIPOAHAIM3UPOBAHBI TICUXOJIOTUYECKHE W YIPABIICH-
YECKHE aCIEKThl B3aMMOICHCTBUSI THUMA COTPYIHUK—
KITUEHT.

D¢ GEeKTUBHOCTD KIMEHTOIICHTPUYHBIX MOJIEICH
BO MHOTOM OIIPENEeIsieTCS TCUXOJIOTHUYECKUMU Me-
xaHm3MaMu B3aumojeiictBus (Tperrsik, XolIoaeHKo,
2023). Teopusi >MOIMOHANBHOTO TpyAa XOXIIWIbIA
(Hochschild, 1983) packpbiBaeT (hEHOMEH peryiu-
POBaHUS SMOIMI COTPYIHUKAMH TSI COOTBETCTBHSA
KOPIOPATUBHBIM CTaHJApTaM, YTO TPH JUIUTEIHHOM
BO3/ICHCTBUU MPUBOIUT K POJICBOMY KOH(IUKTY ¥ BbI-
ropanuto pabotHukoB (Maslach, Leiter, 2016). Cospe-
MEHHBIE HCCIICJIOBAHMS TIOKA3bIBAIOT, YTO PUTHIHBIC
CKPUNTHI OOCTYXHBAHHUS YCHJIMBAIOT 3TOT 3(pdexr,
WCKJTI0Yasi BO3MOXKHOCTh NPUHUMATh CaMOCTOSITEIh-
HBbIE PEUICHHS W WCKPEHHOCTh. Teopws camozerep-
vuHaiu E. Jlecu u P. Paitana (Deci, Ryan, 2000)
MpeajaraeT ajbTepPHATUBY: BHYTPCHHSST MOTHBAIUS
MepcoHasia BO3HUKAET MPH YIOBJIETBOPEHUH TOTPEO-
HOCTEH B KOMIIETEHTHOCTH, BO3MOKHOCTH TTPHUHAMATh
CaMOCTOSITENIbHBIC PEIISHNUS U CBI3aHHOCTU B paMKax
KOMaHbl. DTO KOPPEIUPYET C KOHYenyuel YyeHHoCmu
KAuenma — KOraa COTPYAHUKH BOCITPUHUMAIOT 00CITy-
KUBaHME HE KaK OOS3aHHOCTH, @ KaK OCMBICIEHHYIO
JIeSITeIbHOCTh, YTO IIOBBIIIAET WX BOBIIEYEHHOCTD
B TpoOIleCC WX TPyAa W CHIKAET TEKy4eCThb KaJIpOB
B KOMIIaHUHM. TakuM 00pa3oM, ICHUXOJOTHYECKAS
YCTOMUMBOCTh TMEPCOHANIA TEPBOM JTUHHUU (TEX, KTO
HEMOCPEICTBEHHO KOHTAKTUPYET C KJIWEHTaMH) CTa-
HOBUTCSI KPUTHICCKUM (HAKTOPOM ycCIieXa KIHUEHTO-
[EHTPUYHBIX CTPATETUH.

VYrnpaBneHueckre TOAXOAbl K OpTaHu3allié cep-
BHCa Pa3NCIAIOTCS MEXKAY JBYMsS TapajurMamH.
Mopnens npenamcmsylowezo nepcoHala OCHOBAaHA
Ha Teopusax Makrperopa (Theory X) u kiaccuuecko-
rO MEHE/KMEHTA: COTPYIHUKN PacCMaTpUBAIOTCS Kak
MACCUBHBIE WCIIOJHUTENH, TpPeOyIolre KOHTPOJIS,
CTaH/JapPTH3AlMA W BHENIHEH MOTHBAIMHU. JTO TIPO-
sBisieTCS B XKecTkux pernameHtax, KPI, opuentupo-
BaHHBIX Ha 00bEeMbI M cucTeMbl mTpadoB. B mpoTu-
BOBeC el Momenb tosivrozo nepconanra (Theory Y)
aKIEHTHPYET pacHIMpeHHe IpaB W JEIIETHPOBAHUE
noHOMOYMi. OHa cornacyercst ¢ NpUHIHIAMU Oe-
PSKIUBOTO TPOU3BOJICTBA M THUOKOM METOJOJOTHH
KJIIMEHTOOPUEHTHPOBAHHOCTH, TJle LEHHOCTb CO3/a-
eTCs Yepe3 UTepaTHBHOE YIIyUIIeHHEe TPOIeCCOB TpU
HEMOCPEICTBEHHOM YYaCTHH COTPYIHHUKOB. | Opn30H-
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TaJbHbIE CTPYKTYPbI M MEK(PYHKIHOHAIbHbIC KOMaH-
JIbI TO3BOJISIIOT aJITalITHPOBATH CEPBHUC MO/ YHUKAJIbHBIE
3aMpOChl KIIMEHTOB, MUHUMH3HUPYS OI0POKpAaTHYECKUE
3anepkkn. CpaBHUTEIBHBIN aHAIN3 MTOKA3bIBAET, YTO
BTOpasi MOZIEb HE TOJIBKO IOBBIIIAET YIOBIETBOPEH-
HOCTbh IIEpCOHAJIA, HO M YCHJIMBAET TMOKOCTh KOMIIa-
Hun. OfHaKo ee BHeApeHHe TpeOyeT TpaHchopMaluu
KOpPIOPAaTUBHON KyJBTYphl M IEPECMOTpa CHCTEMBI
JUEPCTBA.

Taxum 00pa3oM, TEOPETHIECKOH OCHOBOM KITHCH-
TOLIEHTPUYHOCTH BBICTYIIAET CHHTE3 JBOJIOLUU CEp-
BHUCHBIX KOHLEIIUH, MCUXOJIOTHYECKUX TEOPUN MO-
THUBAllUM ¥ COBPEMEHHBIX YNpPaBIEHYECKUX MPAKTHK.
3TO MO3BOJISIET TPAHCPOPMUPOBATH KIIMEHTCKHUI OTIBIT
13 OIIEpallMOHHOM 3a]1aud B CTPaTeru4eCKUi aKTHB.

OBCYXJEHUE PE3VJIbTATOB

ABTOpPCKMH B3IVISII HA IIEHHOCTh KIMEHTA MO-
JKET OBbITh OTEPAIMOHATIM3UPOBAH Uepe3 CIICAYIOIIUE
yIpaBiIeHuYeCKre KOHCTPYKTHI (puc. 1): JOAITBHOCTD —
KaK yCTOWYHMBOE TpEANoYTeHHe OpeHJa; BOBJIEUYCH-
HOCTh — KaK AMOITMOHAJbHAsI M KOTHUTWUBHAS CBS3b
C KOMIIaHHEW; TOTOBHOCTh PEKOMEHJIOBATh €€ — Kak
MOBCACHUYCCKOC IMPOABJICHUC JIOAJIBHOCTHU, aKTUB-
HOCTh TIOTpEOHUTENe — KaK TOTOBHOCTH 3alUIIATh
OpeHIl W yJacTBOBaTh B COBMECTHOM CO3JaHWHU OJyiar
(co-creation).

AHanu3 TPy/I0B POCCUICKUX U 3apyOe)KHBIX yue-
HbIX CBHUACTCJILCTBYET O ACKOHCTPYKIHWU KOHLCTIIUN
HJICAIBHOTO KIIMEHTAa. ABTOPCKHE COLMOJOTHYECKHE
WCCIIEZIOBAHMUS YKa3bIBAIOT HA HPPANMOHAIEHOCTH T10-
TpeOuTesns. TpanauimonHas Mojiellb CEpBHCa, OCHOBAH-
Hasl Ha MOCTYIIATE «KAUEHM 6Ce20d NPas, UMILTALIUT-
HO TMpPEAIojiaraeT CyIIeCTBOBAaHUE PaIlMOHAIBHOTO,
[IOCJICZI0BATEILHOTO U MIPECKA3yeMOro MOTPEOUTEIsL.
OpnHako wWccneAoBaHUS B OONACTH TTOBEACHUYECKOM
sxoHomuku (babymkua, 2020; Edelman, 2024) ne-
MOHCTPHUPYIOT, YTO MOTPEOUTENHCKHIE PEIICHUS YacTO
WPPAIMOHAJIbHBI, TIOJBEPKCHbI KOTHUTHUBHBIM HC-
KaXXCHUSIM W 5MOLMOHAJIBHBIM HMITYJIBCAM. Knnent
JCHCTBYEeT HE KaK MaKCUMH3aTOp IOJIE3HOCTH, a Kak
HCKaTedh yHOBIETBOpeHHOCTH (Simon, 1956), ube
MOBE/IEHUE KOHTEKCTYyallbHO ¥ HEIOCIIe0BaTeIbHO.
CrnenoBarenbHO, «UACATBHBIA KIUCHT» — HE OOBEK-
TUBHAs JAaHHOCTb, a COLlMaJIbHAad KOHCTPYKIUA, CO3-
JlaHHas I YIPOILIEHHUS YIIPAaBIEHYECKHUX IIPOLIECCOB.
TTonbITKM CTaHIAPTU3UPOBATH B3aUMOECHCTBHE C Ta-
KHM aOCTPaKTHBIM KJIIMEHTOM BEIyT K POCTY YHCIa
KOH(IUKTOB: COTPYIHHKH KOMITAHUH CTAJKHBAFOTCS
C HEaJCKBaTHBIMH OXXHMJIAHUSIMH, a KJIHCHTHI — C He-
THOKOCTBIO CHCTEMBI.

UcTtounnkamu TCHEpalun ICHHOCTU KIIMCHTA BbI-
CTYTAIOT: YMOIMOHAIbHAS CBSI3b, TOBEPHUE, UCKITIOUH-
TEJBHBII OTBIT, COBMECTHOE CO3/IaHUE IIEHHOCTH.
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Puc. 1. Cucremarusaiys (pakTopoB, BIMSIOIIMX Ha IEHHOCTh KIIMEHTOB B OM3HECE

OpraHm3aimoOHHBIC MEXaHW3MBI TpaHC(OpMAaITHH
CYHIECTBYIOIIMX MOZENeH KIMeHTOIEHTPHYHOCTH
B MOJICJIb [ICHHOCTH KIIUEHTA CTPOSITCSI HA UCIIOIb30-
BaHUU CJICIYIOIIUX COCTABJISIFOIIUX.

HckpeHHsisi BOBJICUEHHOCTh COOCTBEHHHKA SIB-
JSeTCS KPUTHYECKHM YCIOBHEM TpaHChOopMaIim
MoJIeJiell KITMEHTOOPUEHTUPOBAHHOCTA U COTJIACYET-
Csl C KOHIICMIUEH TpaHC(HOPMAIIMOHHOTO JIHIePCTBA
(Bass, 1985): nunmep BHOXHOBISICT MOCIEIOBATEICH
4yepe3 BUJICHUE, MEPCOHAIbHOE BHUMAHKUE U MTOBBIIIC-
HUe THOPMUPOBAHHOCTH. be3 3Toro mobbie HHUATIN-
aTUBBI BOCIIPUHUMAIOTCS KaK MAHUITYJISIIIAA U HE BBI-
3BIBAIOT JIOBEPUSI.

Cucrema BOBJICUYCHHUSI COTPYJIHUKOB. Marepuaib-
Hasi MOTHBALUS JaeT KPaTKOCPOUYHBIH 3ddekT u Mo-
JKET BBITCCHSITh BHYTPCHHIO MOTHBAIUIO (TEOpHS
camonerepmuHarnuu E. Jlecn u P. Paiiana (Deci, Ryan,
2000). BmecTo 3TOr0 HEOOXOUMO CO3/1aBaTh yCIOBHS
JUISL YIOBJICTBOPCHHS TaKUX 0a30BBIX IICHXOJIOTHYE-
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CKHX TOTpeOHOCTel pabOTHUKOB, KaK BO3MOXXHOCTH
MIPUHUMATh PEIICHNs B paMKaX 30HBI OTBETCTBEHHO-
CTH; ONIYIIEHNE CBOCH KOMIIETEHTHOCTH U TIPO(ECCH-
OHAJILHOTO POCTA; IOHUMaHKE BKJIa/1a B 00IIIee JeI0.

WNuctutynmonanuzanus oOpatHoit cBs3u. O6par-
Has CBSI3b MOXKET OBITh yCHWJICHA ITyTEM BHEAPCHUS
JMYYIIAX TMPAKTHK YIIPaBIEHUS KapTaMH KIUEHTCKOTO
ITyTH ¥ pa0dOTHI C OT3BIBAMH.

[maBHBIM UCCIeMyeMbIii HAMU UCTOYHUK — Q08e-
pue KaueHmoe — OCHOBHOM pecypc, HEOOXOIUMBIIA JIJIs
pa3BuUTHs OHM3HECA.

ABTOpPBI OIIEHWBAIOT BIHSHUE JOBEPHS KIMEHTOB
Ha KJIFO4YeBbIe OM3HEC-METPUKH. DOMIUPUYECKUE JTaH-
HBIE, TIOJYYSHHBIE B XO/I€ HACTOSIIIETO UCCIIETOBAHMS,
a TaK)Ke aHAJIM3 BTOPUYHBIX JAHHBIX MEX/{yHAPOIHBIX
HCCIIENOBAHNMN, OMHO3HAYHO CBUCTEIBCTBYIOT O TOM,
YTO JOBEPHE KIMCHTOB SBJISETCS HE A0CTPAKTHBIM TI0-
HATHEM, a TPSMO W M3MEPUMO BO3ICHCTBYET Ha (u-
HAHCOBBIE M OTIEPAIIIOHHBIC PE3YJIbTaThl KOMIIAHUH.
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DMIOUpUYECKUE JTaHHBIE COOUPATHCH aBTOpPaMH
0 xoMmnanuu «BxycBumn» B . CraBponoiis, U1 KOTO-
poii noBepue sBisieTcs GyHIAMEHTATBHON JIBUKYIICH
CHJIOW JIOSITBHOCTH, HANpsMylo BIUsIomed Ha ¢u-
HAHCOBBIE Pe3yJabTaThl KOMIIAHUM M JOJITOCPOUYHYIO
YCTOMYMBOCTH e OpeHaa.

JlanHast ceTh MIMPOKO M3BECTHA B rOpoje, UMe-
€T MOCTOSIHHYI0O KOMMYHHKALlMIO C KIMEHTaMH, a €e
yYCIEX HampsMYyIO0 3aBUCUT OT pPEMyTallud MU JOJITO-
CPOYHBIX OTHOIIEHUH. KOHKpeTHble HHCTPYMEHTHI,
¢ TIOMOIIBIK KOTOpBIX «BxycBumn» crpour nosepue
M, KaK CJEJCTBHE, JOAIHHOCTh KIHUEHTOB — 3TO pa-
JMKaJlbHasi Y€CTHOCTh U MPO3PadHOCTb, CHCTEMa 00-
PaTHOI CBsI3U, IPENICKAa3yeMOCTh U Ha/IEKHOCTh, YUET
3HaYUMOCTH U OLIEHKAa KOHKYPEHTOB.

Jlng mpoBenieHNs aHanM3a HaMU UCIOJIB30BAJIMCh
KOMOWHUpPOBaHHbIC (KaueCTBCHHBIC M KOJIHUYECTBEH-
HBIC) METOTBI.

B pamMkax kauecTBEHHBIX MCCIEIOBAaHMH Ha Iep-
BOM JTare MpoBOAMIACE padoTa ¢ (OKyc-TpyHIIaMu.
B uwactHOCTH, OBUTH ONPOIICHBI IPYIIBI MTOCTOSHHBIX
nokymnareneil «BkycBwim» u BbISIBIEHBI X TITyOUH-
HBIE ACCOIMAILlNM, CTPaxW M OXHIaHUSA. Bompocsr:
«YTO 1yl Bac 3HAUUT «HOPMAJIbHBIM» Marasu?»,
«Korna BbI B nocnequuii pa3 ObuIM pa3odapoBaHbl 10-
Kynkoit B «BkycBumm» u uro cnenanu?», «Jlosepse-
T€ JI1 BBI akiusaM U ckuakam? [ouemy?». Taxoke Obuin
MIPOBEACHBI IIyOMHHBIE WHTEPBBIO C MOKYMaTeIsIMH,
KOTOpbIE IepecTanu XomuTh B «BkycBuiur», uToObl
BBISIBUTH «PA3PYLIUTENN JOBEPUSY.

Ha BTOpom sTane, npu NpoBeAeHNN KOJTHUYECTBEH-
HBIX MCCJIEIOBAHUI OCYILECTBISJICS OHJIANH-OMPOC
cpenu xuteneir Ctasporons (N =450 genoBek) ¢ uc-
[10JIb30BaHUEM aHKEThl Ha IIaTGopMe «AHKETOIOI».
AHanu3 npoBoauicss Hamu ¢ 21 mapra nmo 9 anpens
2024 r. u BKJIIOYA:

® OIEHKY IO KJIFOUEBBIM KOMIIOHEHTaM JIOBEpUs
(o 5-0ayuIbHOM ImKajie) ¢ 0TBETOM Ha Bompoc: «Ha-

ToToBHOCTB paccMaTpuBaTh HOBBIE

CKOJIBKO BBI Jl0BepsieTe ceTn «BxycBwim» B cieny-
IOLIMX AaclleKTaX: KayecTBO NPOAYKTOB (CBEKECTb,
CPOKH TOIHOCTH), YECTHOCTh IIEHOBOM MOIUTHKH, CO-
OTBETCTBUE KLU U CKUIOK 3asBJICHHBIM yCIIOBUSM,
paboTa mepcoHana (BEXKIMBOCTb, KOMIETEHTHOCTB),
0€301acHOCTh MOKYIIKU (COOTBETCTBHE HOpMaM, 4u-
CTOTa B MarasuHe)»;

® aHaju3 U(PPOBBIX CIICIIOB;

e aHanmM3 OT3BIBOB Ha TuaTGopmax 2GIS, Sunexc.
Kapts1, Google Maps, O130BUK;

® MOHHUTOPUHI MECTHBIX TEMaTHYECKHUX CO00-
mectB Crasponons B VK u Telegram.

Pe3ynbrats! (B mpoleHTax) U UX WHTEpPIIpeTanus
CBUJICTEIBCTBYIOT O BBICOKOM JOBEPHH KIMEHTOB
K Openny (puc. 2).

Taxkum 00pazoM, Mbl BUJUM, YTO JOBEPUE SIBIISET-
csl KIoueBbIM akTuBoM «BkycBumm» B Crasporone
1 OCHOBHBIM KOHKYPEHTHBIM NPEUMYIeCTBOM. boib-
LIMHCTBO KJIMEHTOB SBJISIOTCS «IIPOMOYTEpaMu» U aK-
THBHO PEKOMEHAYIOT OpeH . B oT3bBax mpeoOmamaror
KOMMEHTapuu O CTaOWIBHOCTH, NPEICKa3yeMOCTH
1 yI10OCTBE TOJIb30BaHUS Mara3uHOM.

KoppensunoHHbIi aHaIU3 TaHHBIX OIMpoca MoKa-
3aJ1 CHIIBHYFO TIOJIOKUTENBHYIO CBsI3b (= 0,84) — CBS3b
MEXKAYy YPOBHEM JIOBEpUsi K OpeHAy U TOTOBHOCTHIO
KJIMEHTOB COBEpIIaTh MOBTOPHBIE MOKYNKH. Cpenu pe-
CTIOHIEHTOB, KOTOPBIE OLEHIITN CBOH YPOBEHB JOBEPHS
K KOMITAHUH KaK «BBICOKUI WM «OUYCHb BBICOKHUI»:

e 92% nokynarenel 3asBHJIM O HAMEPEHNHU OCTa-
BaTbCsl KJIMEHTOM 5TOW KOMIIAHMM B ONiKaiiue
12 mecsriies.

e 86% TOKymarene TOTOBBHI
OpeH[T CBOMM 3HAKOMBIM.

e 72% mnoKynareiaed COIIACHBI paccMaTpUBaTh
HOBBIE ITPOIYKTHI U YCIYTH 3TOW KOMIIAHUH B NIEPBYIO
o4epeb.

OTO HamNpsAMYIO BIUSET Ha TMOXH3HEHHYIO IICH-
HocTh KimenTa (LTV, lifetime value). MonenupoBanue

PEKOMEHI0BaTh

MPOAYKTHI U YCIIYT'U KOMIIAHUU B
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Ha OCHOBE JIaHHBIX O MOTPEOUTEISAX JIEMOHCTPUPYET,
YTO KJIMEHTBI C BBICOKMM YPOBHEM JOBEPHs IIPHHO-
csaT koMnaHuu Ha 25-40% Oonblie npuObLIN B TEUe-
HHUE BCEro NepHosia B3auMOACHCTBHUS 110 CPABHEHUIO
C KJIMEHTaMH C HU3KUM YPOBHEM JIOBEpHsI, Onaroaapst
OoIbIIel YacTOTE TMOKYIOK, TEPEKPECTHBIM Ipojia-
’KaM 1 CHIDKEHUIO CTOMMOCTH MX OOCITY>KWBaHUSI.

OKcIeprMeHTaIbHAs 4YaCTh UCCIEIOBAHNS, B X0O/IE
KOTOpPOH PECIOH/IEHTaM INpearalich MOAECIUPOBaH-
HbIe HETaTUBHbIE CLIEHApUH (CEpBUCHBIN COOH, Hera-
THBHBIE HOBOCTH O KOMIaHHM), TIOKa3ajia KIFOUYEBYIO
pOJIb JOBEPHUSL.

I'pynma KIMEHTOB ¢ W3HAYAIBHO BBICOKUM YpOB-
HeM JoBepus B 3,5 pasza dyame Obula TOTOBA JAaTh
KOMITAHUM «BTOPOM IIAHC» U MPOAOJIKUTH B3aUMO-
JIeficTBHE TOCe KpU3Uca [0 CPABHEHUIO C TPYIIION
C HU3KMM YPOBHEM JI0BEpHs. DTO MOATBEPKIAET TE3HC
0 TOM, YTO HAKOIUICHHBIN «KPEIUT NOBEPUS» CITYXKHUT
CTPATETNYECKUM PE3EPBOM, MTO3BOJISIOLINM KOMIaHUH
MUHHMHU3UPOBATh PENyTalMOHHBIE W (DUHAHCOBBIC
MOTEpH B MEPHOJIBI HEY/Iau.

IIpoBeneHHBI aHanu3 MO3BOJSET clenarb Ofl-
HO3HAYHBIN BBIBOJ: JOBEPHE KIMEHTOB SIBIAETCS CY-
HIECTBEHHBIM JKOHOMHYECKHM pPECYPCOM, KOTOPBIN
HanpsAMyI0 MOJOKUTEIBHO BIHAET Ha KJIIOUEBBIE IT0-
KazaTenu OM3Heca, BKIIIOYas JIOSUIBHOCTD, MTOXKH3HEH-
HYI0 IIeHHOCTh KJIMEHTa, BBIPYUKY U OINEpallMoOHHYIO
3P PeKTUBHOCTL. IHBECTHIIMY B TOCTPOCHUE JIOBEPU-
TEJIBbHBIX OTHOIIEHHUH C KIIMEHTOM He SIBIIIOTCSA 3aTpa-
TaMH Ha «UMHUJIK», a IPEJCTABIISIIOT COOOH cTpareru-
YEeCKHE BIOKCHHSI B YCTOMYMBOCTh U MPHUOBILHOCTD
OusHeca.

JlaHHBIE HAIIEr0 HCCIENOBAaHUS  COIVIACYIOT-
Cs C BbIBOZAMHM TAaKuUX IVIOOAJbHBIX OTYETOB, Kak
«Edelman Trust Barometer» (Edelman, 2024), koto-
pble YTBEPKIAIOT, YTO JOBEpHE CTaIO (PaKTOPOM KOH-
KypeHLuHu. Perpeccnonnslii aHanu3 JaHHBIX 50 KoM-
MaHUI U3 PO3HUUYHBIX U [T-CEKTOPOB BBISIBUIL, UTO IIPU
MIPOYMX PABHBIX YCIOBUAX (Ka4ECTBO MPOIYKTa, IIEHO-
Basl MOJUTHKA) POCT WHAEKca nqoBepus Ha 10 myHKTOB
MPUBOJAXT K CTATUCTUYECKH 3HAUUMOMY POCTY BBIPYY-
KM — B cpesiHeM Ha 3—5% B rofloBOM BBIPaXKEHUH.

Kpome Toro, noBepue sBIsSETCS MOIIHBIM HHCTPY-
MEHTOM CHIKEHHS OTIepaIlOHHBIX 3aTrpar. Komnanun
C BBICOKAM PEHTHHIOM JOBEPHS JEMOHCTPHUPYIOT:

® CHIDKEHHE CTOMMOCTH TIPUBJIEYEHHs KJIMEHTA
(CAC, customer acquisition cost) Ha 15-30%, m0-
CKOJIBKY MTOJIOKUTENFHBIE OT3BIBBI U «capadaHHoe pa-
JIN0» CTAHOBSITCSI OCHOBHBIM KaHAJIOM JIUJIOB';

e CHIDKEHHE 3aTpaT Ha CEPBUC M MOAJEPKKY, TaK
KaK JJOBEPSIOIINE KIMEHTHI PeKe 0OpalaroTes ¢ mnpe-

! Kanast TMJ0B — MCTOYHHUK, 110 KOTOPOMY B KOMIIQHHIO MO-
CTYyHNAIOT HOTEHLMAIbHbIE KIMEHTHI, MPOSBUBIINE UHTEPEC
K ee MPOAYKTy Win yciyre. X MOXXHO pa3fennTh Ha OHIAKHH-
1 oraifH-KaHabI.
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TEH3USIMH TI0 HECYIIECTBEHHBIM TOBOJaM U Ooiee
TEPIUMBbI K MEJIKMM HHLIUACHTaM.

Taxum 006pazom, Ha npumepe «BrkycBum B Cras-
poIIoJIe MOXKHO HE TOJIBKO OLEHUTh TEKYIIUH ypPOBEHb
JIOBEpUsi, HO M BBISIBUTH KOHKPETHBIE «OOJIEBBIC TOU-
Ki», MEIIAIOIINE MMOCTPOCHUIO KIMEHTOOPUEHTHPO-
BaHHOUN OM3HEC-MOJICIH, W ONPEACIUTh HAIPABICHHSI
JUIsl CTPATEern4eCKUX YIydIIeHNH.

MBI IPUIIITH K BBIBOLY, UTO «YEHHOCMb KIUCHMAY»
TpanchopMHupyeTCs U3 METaQopbl B YIIPABICHYECKYIO
KaTeropuio, U3MepsieMylo 4epes3 JIOsNIbHOCTh, BOBJIE-
YEHHOCTh M aKTUBHOCThH KJIMeHTOB. Ee dopmmuposa-
HHe TpedyeT oTkaza oT MHuba 00 HAcaTHbHOM KIIHCH-
TE€ B IOJIb3Y PabOTHI C peaslbHbIM, HPPALIMOHAIBHBIM
norpeduTeneM, a Takxke NyOMHHON TpaHchopmanuei
13 OPraHU3alMOHHBIX MIPAKTUK — OT JIUAEPCTBA 0 CHU-
CTEM MOTHBAIIUH U OOpaTHOU CBSI3H.

3AKJIIFOUEHUE

AHanu3 KOHIIETIUN [EHHOCTH KJIMEeHTa JIEMOH-
CTPUPYET €€ KOMIUIEKCHBIH XapakTep, CHHTE3UpY-
IOUIMH COBPEMEHHBIC YNPABJICHYECKUE MapagurMbl.
KiroueBble 37eMEeHTBl MOJIENIM BKIIIOYAIOT 4eJIOBEKO-
OpPUEHTUPOBAHHBIN MOMAXOJ, MPEANoIaralofi oTKa3
oT Muda 0 palUoOHAILHOM KIHEHTE B TOJIb3Y pado-
Thl C pEaJbHBIM, 3MOLMOHAJIBHBIM IOTPEOHUTENEM,
pacuMpeHue Mpas IepcoHaja 4depe3 JellernpoBaHue
peleHni Ha OTNEpaluOHHBIA YPOBEHb, YTO COIVIACY-
eTcs ¢ Teopueit camoaerepmuHanuu (/[lecu u Paitana)
n TpaHchopmanmonueiM nuaepctBoMm (bacca), cu-
CTEMHYIO pabOTy C 00paTHOH CBSI3bI0, aTaNTHBHOCTH
K M3MEHEHUSM BHEIIHEH cpeabl, BKIodas IudpoBu-
3aLUI0 U KYJIBTYPHBIE OCOOCHHOCTH.

B03MOXXHOCTh TPUMEHATH OTPACIEBBIE U Kylb-
TypHBIE MOJENN BapbUpyeT, kKak B B2C-cermente
(po3HHMYHAsT TOPTOBIIS, YCIYTH), T OHA Hambojee
a¢dexTuBHA Onaromaps MPSIMOMY KOHTAKTy C KOHEY-
HBIM TIOTPEOUTENEM U BO3MOXXHOCTH OBICTPOiIT 00Opar-
HOM cBsI3U, Tak U B B2B-cpene (cermenTe), rae akieHT
CMeEIIaeTcsl Ha MOCTPOEHHE JIOJITOCPOUHBIX OTHOIIIE-
HUW U COBMECTHOE CO3/IaHHE LIEHHOCTH. KynbpTypHbIil
KOHTEKCT OIpEeessieT MPUOPUTETHL: B 3allaJHbIX MO-
JeJIsIX JOMUHUPYET HHIUBHYaIU3M U IIEPCOHAIILHBIH
OTIBIT, B BOCTOYHBIX — KOJUIEKTUBHBIC LICHHOCTH U rap-
MOHHSI. DTO TpeOyeT ajlanTaiui KOMMYHHUKAIIMOHHBIX
CTpaTeruii ¥ METPUK OICHKH.

Hayunast eHHOCTb paOOThl 3aK/II0YAETCSI B OIle-
panMoHaIM3aluy HEHHOCTH KIIMEHTA 4Yepe3 MepeBO.
ee B M3MEPHUMbIC KaTerOpUH: JIOSUIbHOCThH, BOBJICUCH-
HOCTh (AKTHBHOCTH HOTpeOUTENei), SMOLIMOHAIBHAS
CBSI3b (METPUKHM HACTPOEHUS) U CUHTE3 MPAKTHYECKUX
KEHCOB C TEOPETUUECKIMH OCHOBAMH MOBEIEHIECKOM
9KOHOMMKH, TICUXOJIOTMH MOTHBALMK U OPraHU3aLuH
cepBuca.
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Hampapnenust nams  mampHEWIIHUX —HCCIEIOBa-
HUM Mbl BUJUM B aHaJu3€ JPYIHX, CBSI3aHHBIX
C JOBEpPUEM, HCTOYHUKOB KIMEHTCKOH ILIEHHOCTH,
pa3paboTke METpUK IS KOJIMYECTBEHHOW OICH-
KU «ICHHOCTU KJIMEHTA», BKIIOUas HCIOJIb30BaHUE
HEUPOMApPKETUHTOBBIX METOIOB W aHaiam3a OOJb-
UX TaHHBIX, U3YYCHUH ITOJTOCPOYHBIX A(PekToB
OT CEerMEeHTallUM KJIMEHTOB, BKJIKOYAs aHaju3 pe-
MTyTaIlMOHHBIX W (PUHAHCOBBIX PHUCKOB, aJalTaIllH
Monenu K 1udpoBoil cpene, KPOCC-KYJIBTYPHOM
aHaJM3e NPUMEHEHUS MOJeNH, riae UudpoBU3a-
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