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[ennocTHOE TIpEIIO)KEHIE, KOTOPOE CO3/IaéT KOMIIAHUS JIJIsi CBOET'O KJIMEHTA, UTPAET KPUTU-
YeCKU BaXKHYIO POJIb B IIPOIEcce IPUHATHU pentennii morpebutesiem aro B B2C, uro B B2B cer-
MeHnTe. HecMoTpst Ha TO 9TO CJIOBOCOYETAHUE «IIEHHOCTHOE IPEJJIOXKEHNE», I ¢ aHII. «value
proposition», MOXKHO YaCTO YCJBIIATL U3 YCT TOI-MEHEIKEPOB, TPOeccopoB, CIUKEPOB, OM3-
HECMEHOB |2|, B Hay4HOIT JinTepaType ucceryeMast KOHIEIIs N3y YeHa HeJJOCTATOYHO TJTyOOKO
n Kpaiine ¢pparmMeHTHpoBaHHO, 0cobenHo Ha B2B yposue. Emié menbiine KoHIENIUs nU3ydeHa
B pa3pes3e OJHOI U3 MHIYCTPUA COBPEMEHHON KPEeaTUBHON SKOHOMUKU - WHIYCTPUU IefMUHTA,
BKJIIOUAIONIEeil B cebsi BeCh PBIHOK BUJICOUTD, KHOEPCIOPTa U CTPUMUHTA.

Ha done npojro/nkamommxes: TpeHI0B, TAKUX KaK YBeJIMUYCHUE ay/IUTOPUN UHIYCTPUH, POCT
YUCJTa HOBBIX OPEHJIOB-PEKIaMo/iaTe el Ha TEPPUTOPUN reiiMepoB, U3MEHEeHe 00pa3a XKIU3HU B
Tedenue rmanaeMun-2020, B3poc/ieHne MOKOJIeHUs 7, KOMITAaHUSIM, YKEJIAIOIUM MOJIYIUTh «CaMbIii
caKuii GpyKT Ha caMoil BepxHeil BeTKe» [5|, HeoBGX0IMMO B3auMOJIefiCTBOBATE € MOTPeOUTEIeM
Ha HOBOM YpOBHe. B 3TOM MM momoraioT pasjimvdHble areHTCTBa - MAPKETHHTOBbIE, PeKJIaMHbIE,
KpeaTUBHbIE, KOMMYHUKAIIMOHHBIE W Jpyrue. B paMKax Mcc/ieloBaHUs BBIIBJIEHBI 3JI€MEHTDI
IIEHHOCTHOI'O IPEJIJIOKEHNsT areHTCTBa (KOMIIAHUU-TIOPSITINKA ) KAK CYIITHOCTU B IIEJIOM, KOTO-
pble BJIUAIOT Ha BBIOOD OpeHia-pekaaMojiaTess (KOMIAHUA-KJINEHTa) B T0JIb3Y TOrO WJIH WHOTO
areHTCTBA.

UccnenoBannii, n3ydaomux 3p@OEKTUBHOCTh U PE3YIbTATUBHOCTD IIEHHOCTHDBIX TPEJIJTOXKE-
HUI KOMITAHUN, OTHOCUTEIbHO HEMHOr0. B 60/bIMHCTBE CBOEM B paboTax aBTOPOB IIPOBOIUTCS
AHAJIN3 9BOJIIOIUY KOHIIEIIINY 1 JIe(DUHUATIII - OT 3apOXKJI€HUS KOHIIETIITUU IEHHOCTHOT'O TIPE/1JIO-
JKEHUsT B PsIJIaX KOHCYJIBTAHTOB MO crparerut |1, 4| 1o nosiBieHwsi KOMIUIEKCHOTO OIPeIeIeH ST
IEHHOCTHOI'O TIPEJIJIOKEHUS KAK CTPATErHnIeCKOr0 MHCTPYMEHTa, 00JIErYalollero mporece mnepe-
naan uHbOpMaIyu (KOMMYHUKAIUIO) O KOMIIAHUH, €€ Pecypcax, BOBMOKHOCTU MMU JIJIUThHCST
1 eé Habope MeHHOCTel 1eieBbIM 1ToTpedbuTesisiv [3]. B refiMuHroBoit uHycTpun nccjeoBanus
Ha TEMYy CO3JaHUd U aHAJN3a IIEHHOCTHOTO IPEJJIOKEHUA OTCYTCTBYIOT.

B pamMkax jJJaHHOrO McCCJie/IoBaHus OBLIN TOJIyYeHbI OTBETHI Ha JBa MCCJIE0BATEIbCKIX BO-
poca:

RQ1: Kakue 3jieMeHTBI 1IEHHOCTHOIO IPEIOYKEHNs BhIICIIIOT KOMIIAHUNU-K/IUEHTBI Y KOM-
HAHUH-TIOAPSI TINKOB !

RQ2: Kakue s1eMeHTBI EHHOCTHOTO IIPEJIJIOXKEHUsT KOMIIAHUH-ITO/IPSITIUKOB BHOCAT Hal-
OOBINNI BKJIAJT B y/IOBJIETBOPEHHOCTh KOMITAHUIT-KJIMEHTOB?

JInzaita uccje0BaHus, a UMEHHO €ro SMIIMPUYECKas COCTABJIAIONasd, 3aK/II0YAIaCh B TIPO-
BeJIEHNN SKCIIEPTHBIX MOJYCTPYKTYPUPOBAHHBIX MHTEPBHIO B pasMepe 7 MTYK C PA3IUIHBIMA
KATeropusaME DECIIOHJIEHTOB - KaK MPeJICTABUTEIAME KOMIAHUNA-KJINEHTOB (4 HHTEPBBIO), Tak
U [PEJCTABUTEISIMI KOMITAHUT-TIOIPTINKOB (3 mHTEpBBIO). st oT6opa pecroHIeHToB ObLT
COCTaBJIEH PAJ] CKDUHUHTOBBIX KPATEPUEB.

PezysibraTom ucciemoBanusg crajgo BbiaesacHue 6osee 30 3/1eMEHTOB NMEHHOCTHBIX ITPEIIO-
JKEHUI KOMITAHUN-TIO/IPS/TIMKOB B MeMHUHIOBOM WHJIyCTPUM, UX KJACCH(PUKAIU 110 YPOBHIO



Kongepernuusa «/lomonocos-2022»

PAIMOHAJILHOCTH U TIepCcoHmpuKaInm, pedepencoM KOTOPOil BHICTYIIMIA ITUPAMUJIA TOTPEOHO-
creit mo MacJioy, a Tak»Ke BbljiesieHe Hanbo/iee BayKHbBIX JJ1sT KOMIIAHUH-KJIMEHTOB IeHHOCTHBIX
KATECrOpUA U 3JIEMEHTOB.

Bripaxkato ocobyto 6tarogapraocts HayaHoMy pykoBoguTeio [llepemntesoit Mapure FOpbepne
3a IOMOIIb B IIPOBEJIEHUN MCCIeI0BaHus, a Takxke llaxasoBy Asekcanapy MuxaitaoBudy 3a
KOHCYJIBTAIMOHHBIE 3aHSITHI.
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