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B cratee mpemiokeHa  KOHLENIMS — B3aUMOCBSI3M  SKOHOMHYECKOM,
MapKEeTHHIOBOM W MEHEI)KEPUAJIbHOM LIEHHOCTM B KOHTEKCTE YIPaBJICHUS
komnanuel. OOOCHOBaHAa OCHOBOIIOJIAraroIlasl poJib LIEHHOCTH AJI1 KJIMEHTa JUIs
o0ecrieueHnss  KOHKYPEHTOCIIOCOOHOCTH  KOMIIAHMHU.  ABTOpPOM  MpPOBEACHA
CUCTEMATHU3AlLMs PA3JIMYHBIX BHJIOB LIEHHOCTH (MPEICTABICHHBIX B COBPEMEHHBIX
aKaJIEMUYECKUX HCCIIEAOBAHMSIX) no QopMe peanu3zalud, HWCTOYHHKAM U
y4acTHUKaM CO3JaHus IIeHHOCTH. JlaHHas paboTa MO3BOJUT KOMIUIEKCHO MOJIONTH K

aHalIn3y N CO3AaHKWIO ICHHOCTU IJIs1 KIIMCHTOB.
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Abstract

The interrelation of the value types is established in the article: economic
value, marketing value, firm value or managerial approach to value. The core role
of marketing value for competitiveness is demonstrated. Author systemizes different
types of marketing value (according to contemporary academic publications) by
forms, sources and value creation participants . The paper could facilitate complex

approach for customer value analysis and creation.
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HOI[XO)]])I K NOHUMAaHUIK0 HEHHOCTU B KOHTEKCTE YIIPaBJICHUA KOMIIaHHEMN.

B akagemuyecknx nyOIMKaNMsIX IIEHHOCTh PacCMaTPUBACTCA C TTO3HIIHMA
pa3HbIX JHUCIHUIUIMH 5JKOHOMHKH, COIIMOJIOTHH, MApPKETHHIa, MEHEKMEHTA,
ncuxoyioruu. L{eHHOCTh U cO31aHMe 1IEHHOCTH SIBJISIETCS IIEHTPAIbHBIM aCIIEKTOM BO
MHOTHX JUCHUIUIMHAX. [[€HHOCTh ¢ TOYKM 3pEeHHS 3JKOHOMHMCTOB H3MEPSICTCS
JICHEKHBIMH CAVMHUIIAMU W BBIPAXKAETCS B CTOMMOCTH TOBapa. DKOHOMHYECKAs
IIEHHOCTh B YKOHOMHUYECKOM CHCTEME OTpaskaeTcsl yepe3 MexaHu3m oomeHa. C oHOM
CTOPOHBI OIICHHBAIOTCS 3aTpayeHHBIE PECYpPChI, C IPYrod CTOPOHBI MOJydaeMast
BBIFOJIa, TAaK HasbiBaeMas «moje3Hoctsy» [Werani, 2001]. B atom ciydae 1eHHOCTh
OILICHWBAETCSI TE€M, CKOJBKO MOTPEOUTETh TOTOB 3alJIaTUTh 3a TOBAp, T.€. LIEHHOCTD

U3MEPSETCS LIEHOM.


http://teacode.com/online/udc/65/65.01.html

C mo3unuy MeHeIKMeHTa IICHHOCTh PACCMAaTPUBAETCS KaK pe3ybTaT oOMeHa
BO BpPEMEHHU: CHOCOOHOCTH JIEHCTBOBAaTh Jy4Yllle, YeM KOHKYPEHTHI Ha OCHOBE
UCTIONIb30BaHUSI UYEJIOBEUECKUX, OPTaHW3aIMOHHBIX M (PU3UYECKHX pPECcypcoB C
teueHueMm BpeMeHn» [Hillman, Keim, 2001]. [leHHOCTh (UPMBI OIIEHUBAECTCS Yepes
npuObLIb, pOCT, KOHKypeHTocnocoOHocTh kommnanuu [Hillman, Keim 2001]. dns
psAga KOMIAHWA CTOMMOCTh M3MEpPSIeTCS B CTOMMOCTH akiui. Vcronb3yeTcst Takxke
CTOMMOCTHO-OPHUEHTUPOBAHHBIN MOJIX0J K IUIaHMPOBaHUIO aestensHocTh (Value-
based planning) ¢GuUpMBI, KOTOPBIM 3aKIIOYaeTCs B BBHIOOPE CTPATETHYECKHUX
aJIbTEpHATUB C TOYKHM 3PEHUS] MaKCUMM3alMK NpHUOBLIH, pocTa (PUPMbI, CTOUMOCTH
Oou3Heca u ero ycroluuBoctH [Varaiya, Kerin,Weeks, 1987]. lleHHOCTh JOCTUTAETCS
OyTeM MAaKCUMHU3allMd KOHKYPEHTHOM TMO3MLMU (QUPMBI Ha pBIHKE dYepes
OTIEPAIIOHHYIO M MPOU3BOJICTBEHHYIO NEATEIbHOCTh. KOMMIaHMs COBEPIICHCTBYIOT
CBO€ TPOM3BOJACTBO W CHUCTEMY B3aWMOCBSI3€H C MapTHEpaMU [JIsl TOBBIIICHUS
HeHHocTu mnpoaykra. C Apyroil, CTOPOHBI KOMIIAHHS COBEPLICHCTBYET. Takum
o0pa3oM, B IEMOYKE CO3JaHMs IIEHHOCTH BO3HHKAET TECHAs B3aMMOCBS3b MEXKIY
BHYTPEHHUMHU IMIpoLeccaMl KOMIAHMM M BHEUIHMMHM B3aUMOJEWUCTBUAMU C
NapTHEPaAMHU.

BaxxHo OTMETUTh OJHY U3 COBPEMEHHBIX TECHIEHIMH B MEHEIKMEHTE H
MapKeTHHre, KoTopas (OKycUpyeTcsi Ha LEHHOCTH KaK  OOILeCTBEHHOM
onarococtosiHuU. COracHO 3TOM KOHUENUUU «OU3HEC MOXKET OBbITh YCHEHIHbIM B
JIOJITOCPOYHOM MEPCIEKTUBE TOJIBKO TOT/A, KOTAAa OH CO3JaeT LIEHHOCTH HE TOJBKO
JUIsL aKIMOHEpOB, HO W s oOuiecTBa». bU3HEC OIIEHMBAECTCS CTENEHBIO €ro
COLIMAJIbHON OTBETCTBEHHOCTH. Ba)kKHO OTMETUTH, YTO COIMAIbHAS OTBETCTBEHHOCTD
MOJIOXKHUTEIBHO BIHMsET Ha (puHaHCOBBIC pe3ynbraThl koMmanuu [Orlitzky, Schmidt,
Rynes, 2003]. Ha ocHOBe SMIHMPUYECKUX HCCICIOBAHUN MOKA3aHO MOJOKUTEIHLHOES
BJIMSTHUE COITMAIBHOM NIeATEIHbHOCTH KOMIIAHWM Ha €€ (PMHAHCOBBIC pe3yJbTaThl, a
ylydlieHue (PUHAHCOBBIX pE3YyJIbTaTOB B JalIbHEHIIEM BEIET K IOBBIIICHUIO
cormasibHol aktuBHOCcTH [Waddock, Graves, 1997; Barnett, Salomon, 2006].

Haunnas ¢ 90-x roloB B akaJeMHYECKOM JUTEpaType MOSBUIUCH HCCIIEAOBaHUS



MOKa3bIBAIONIME TMOJOKUTEILHOS BIHUsSHAE 3a00ThI 00 OKpYyKaromied cpene
(environmental responsibility) u skonoruunoro mpousBoacta (lean production)
KOHKYPEHTOCIIOCOOHOCTh 1 IieHHOCTh (hupmbl [Miles, Covin, 2000].
MapKeTHHIOBBIi TIOAXO0J K TOHMMAHWIO [EHHOCTH (OKYCHpPYETCsl Ha
IICHHOCTH TOBapoOB W yciyr ¢ mo3uimu kimeHta [Bowersox, Closs,Stank, 2000]. C
TOYKH 3PEHUS] MapKETHHIa Ba)KHa HE TOJIBKO IIEHHOCTh, KOTOPYIO CO3/aeT
OPEANPUATHE, HO M CIIOCOOBI KOMMYHHUKAIIUH, JOHECEHHS M IPEAOCTABICHUS
nenHoctu ausa kiauenta [Ulaga 2011; Lindgreen et al.,2012]. Co3naHue IIEHHOCTH
JUIS KJIMEHTa SIBJSCTCS KJIHOYEBBIM (hakTopoM auddepeHIranud U MOTydeHUs

KOHKypeHTHoro npeumyuiectsa [ Woodruff, 1997; Landroguez et al.,2011].

IMogxoob! K IIOHHAMAHHIO
IIEHHOCTH
JIKOHOMIKA MeHeTaneHT MapkeTHHT
[eHHOCTE, KAK CTOHMOCTE LemmocTe dupMED TpHSLLE, [loTpefHTenECclad EHHOCTE. ©
POCT, KOHKYPEHTOCIOCOGHOCTE TOHKH 3PEHHA KIHEHTA.

Pucynok 1- ITogxoapl K IOHUMAHHUIO HEHHOCTH B PA3HbIX QM CIUIIHHAX

Mexay Tpemsi MOJAXOJaMU K IEHHOCTH CYIIECTBYET TecHas B3auMOCBs3b. C
TOUKH 3pPEHHSI aBTOpa B OCHOBE JIGKHUT MOTpeOuTenbckas IeHHOCTh. CeromHs B
MapKEeTUHIe€ MHOTO IMyOJIMKalUi TOBOPSIIMX O HEHHOCTH KiueHTa (customer life
time value) u coco6ax ero ouenku. OIHAKO BaXKHO MOHUMATh, YTO KIMEHTHI OYAyT
NPUHOCUTH LIEHHOCTh TOJBKO B TOM CJIy4ae, €CJIM KOMITAHHSI MOXET MPEIOKUTh UM
BOCTpEOOBaHHYIO IICHHOCTb. V3MEHEHHs 10 TOBBIIICHUIO MOTPEOUTEIHLCKOM
IIEHHOCTH BEJYT K U3MEHEHHIO CTOMMOCTH TOBapa. 3/1eCh BO3MOKHO KaK MOBHIIICHUE
IIEHBI 32 CYET pOCTa KauyecTBa M ceOECTOMMOCTH, TaK M CHIKCHHE IICHBI, 32 CUET
CHIDKCHHSI M3JIEPKEK W TPEAJIOKEHHS OoJiee IMPHUBICKATEIFHOW IEHBl.  BakHO
OTMETUTh, UYTO W3MEHEHHE TMOTPEOUTENHCKON IICHHOCTH COBEPIICHHO HE
MPOMOPITMOHATIFHO U3MEHEHHIO YIKOHOMUYECKOU 1leHHoCcTH. Hanpumep, moTpeOuTens

MOXXCT COBCPIICHHO HC 3aMCTHTb pPa3HHUOblI B TOBapax, 0o HaO60pOT



HE3HAYUTEJIbHbIE U3MEHEHUS NPUBEIYT K 3HAYUTEIIBHOMY POCTY HOTPEOUTEIBCKOM
neHHoctu. Hampumep, B cioyyae  COBEpIICHCTBOBAaHHUA  HH(POPMAIMOHHOM
COCTaBJISIIOLIEN MpoayKTa. B KOHEYHOM HTOre Lenb MU3MEHEHMs] MOTPEeOUTENbCKON

NCHHOCTH 3aKJII0YACTCA B pOCTC IIPOIAK, l'IpI/I6I>IJII/I U ICHHOCTH (1)I/IpMI)I.

EHHOCTE
M

1

JEOHOMEY ECKAA IIEHHOCTE

/ [MeHHOCTE O KIHEHTA \

PucyHnok 2 - B3anMocBsi3b MU3MEHEHUS LIEHHOCTH

Takum 00pa3oM, B OCHOBE KOHKYPEHTOCIOCOOHOCTH (DUPMBI JICKHUT HEHHOCTh
JUTSL KITMeHTa. BeicTpanBaeTcs B3aMMOCBS3b: H3MEHEHNE MTOTPEONTEIHCKON IIEHHOCTH
MO3BOJISICT KOMIIAHUY TIOJTyYaTh MPUOBLIN M TOCTUTATh OOJIBIIEH IIEHHOCTH (DHPMEL.
CnenoBaTeNnbHO, KOMITAHMM  HEOOXOAUMO  OBITh  KIIMEHTOOPUEHTUPOBAHHOM.
KimroueBoli 3amaueli KOMIIAHMM SBIACTCI CO3JaHME M JOBEJICHUE IICHHOCTH 10
KivueHTa. B crnenyromiem pazzaene OynyT O6ojiee mOAPOOHO PACCMOTPEHBI Pa3IMYHbIE

BHU bl HCHHOCTU IJIA KIIMCHTA B MAPKCTUHIC.

Knaccuduxkauusi HeHHOCTH JJISl KJIHEHTA

Co3manue cBepX IICHHOCTH i1 KiaueHToB (Superior value) sBisercs

MIPUOPUTETHOM 33/1a4€l COBPEMEHHBIX KIIMEHTOOPUEHTUPOBAHHBIX KOMITAHUH B



IeHHOCTE

MaTepraneHan HemaTepKan bHadA
Iy HELWMOHaNeHaA | CouManeHas || ZmMoUMoHaneHasa |[AeTpYMCTHY eckad
DHaMdeckan BupTyaneHan
Fopna ToTS eHIA
HEHHOCTH
KIHEHRTOM [TpogyeT CepeHC JIEIT, BN ATIEHHA
Hemaenmana [Tomygaeman CpaEHMTENEHAA
LEHHOCTE LEHHOCTE EHHOCTE
CosmanHe ITEHHOCTH
[TpogyeT CepEHC Bsanmoo THOIIIEHIA
Co3[aHie MEHHOCTH B IPOLHECCE (C03aHHe IEHHOCTH B
ofmenal IPOLECEE HCIOMES 0B AHHA [
Walue in exchange WValue in use
[To "HoTou Y l[eHHOCTE BORHMEANINAA B JeHHOCTE BORHMIAIOIIAA B
EOSHHEHOE EHHA IPOLECCE THaAHsakIRGl | OPOLECCE B3AHMOOTHOIIEHHH [
Tranzactional valie Relational walue
Hudopmarma Yenoepeueckse || dpmance: | | Opramszan, || Bzammoot-
PECTRCED CTPVETTRA HOLIIEHHA
YpaenAeMan erHocT: 0T CIIOHTAHHAA CETEEAT
uerHOCTE [ Managed EzaHMOneHcTEHA / ueHHOCTE / Emerge
walue Interaction value value
AZA concept BiC BZbB C2C
WaACTHFH
G003 T AR A
LEHHOCTH Hpyrue
dupma | [MOTPEbHTENE | [TocTaEnEny | [AKMOHEDE] CTeI0I EpEl

PI/ICTyHOK 3 - UcTOYHHKH BOBHUKHOBEHHSA U (l)OpMLI HEHHOCTHU AJIA KJIHCHTA

YCIIOBUAX KOHKYPCHIIUU. B aKaﬂeMquCKOﬁ JUuTeparype 0 HCHHOCTHU IJIA KIMCHTA

UCTIONB3YETCSl  TEPMHUH  «BOCIPHUHMMaeMmas  1eHHocTh»  (perceived  value).



BocnpuHuMaemasi 1IEHHOCTh OMNpeneisieTcss Kak oOIias OlleHKa IMOJE3HOCTH
NPOJIYKTa, OCHOBaHHAs Ha TOJYyY4acMbIX BBITOAAX U 3aTPAuCHHBIX pecypcax.
[ToTpebutens CyOBEKTHBHO OILICHMBAET IIEHHOCTh OT TMOTpebOsieHus (consumer
consumption value) Ha OCHOBE BHEITHMX W BHYTPEHHHMX CBOWMCTB TOBapa. M3aepikku
OLICHHBAIOTCSI Ha OCHOBE BOCIPHHUMAEMBIX MAaTE€PHAIbHBIX W HEMaTePHAIbHBIX
3aTparax Ha npuoOpeTeHue U BiajacHue ToBapoM [Zeithaml, 1988].

Holbrook [2006], mpeasmouin THIOIOTHIO IEHHOCTH IS TOTPEOUTEIS TIO0 IBYM
KputepusiM. [lepBblli KpUTEpUH 3TO MPOSBICHHE IIEHHOCTH. BHEIIHSAS (IIEHHOCTh
MOXeET ObITh OpPHCHTHpOBaHa Ha camoro mnortpebutens (Self-oriented) wam Ha
okpyxaromux (other- oriented), Harpumep, cembs, Apy3bs, 00MECTBO B IeoM. I1o
JTAHHBIM KPUTEPUSAM OBUIO BBIICICHO MATh THIOB MOTPEOUTEIBCKOW IEHHOCTH:
addexTrBHAS, QYHKIIMOHAIbHAS, COLMANIbHAS, YMOIMOHAIbHAS, AIbTPYUCTUUYECKAs

(Tabmuma 1) .

Taoauua 1 - Tunsl Bocnpusitus neHHoctu [agantuposano: Holbrook, 2006]

Buewinee Buympennee
s dddexTBHAA HEHHOCTD
=
-~ Boixon/3atpatsl — BBITOABI  (JI€HBIH, IMOLMOHATbHAS LIEHHOCTD
T~
§ x BpeMsi, SHEPTHUS) OmrymieHuss Y OMOIMH  BBI3BAaHHBIE
2 S DYHKIMOHAJIbHAA IIEHHOCTh MPOTYKTOM
S ©
g KadecTBoO, I10JIE3HOCTD,
S MIPOU3BOIUTENHHOCTD, TPEBOCXOICTBO
< MPEeAJIOKEHUS
)E .
2 . CoumnajbHasi HeHHOCTD/ Social value AJbTPYHCTHYECKAS IIEHHOCTh
S ® | Cosmamme cBoero uMHmKa Tepes | DTHYeckas II€HHOCTh, OCHOBaHHAs Ha
2 =
g & | npyrumu MOPAIBbHBIX HOpMaXx, TTOHSITUSX
§ S CIIPaBEeJTMBOCTH

CTOUT OTMETUTH, YTO CTENEHb YAOBJIECTBOPEHHOCTH KJIMEHTA 3aBHUCUT OT €ro
OXXKMJIAHUN OT TMOTPEOJCHUs, T.€. COOTHOIICHUSI OXUJIAeMOM M TMOJydaeMoi

neHHocTu. KirodeByro posib B OpMUPOBAHUU JIOSUTBHOCTH KIMEHTAa K KOMIAHUHU



UIpacT CpaBHHUTEIbHAS IICHHOCTh, OTPAXKAOIAs CPABHUTCIIbHYIO OIICHKY KJIMEHTOM
TOBapOB KOMIIAHWH U APYTOH (PUPMBEI.

B ycioBusx m3meHeHus (HOpM BeACHHS OM3HECA BBIACISIOT BHPTYaIbHYIO U
peanbHyio uin pusnueckas 1eHHOCTh. CeroaHs BCE 00JIbIlIe KOMITAHUNA (GOPMHUPYIOT
BUPTyaJIbHBIC TEMOYKH co3maHust meHHoctu (virtual value chain). Coznanme u
yIpaBICHHUE BUPTYaJIbHOH IIEHHOCTH BKJIOYaeT MaTh (QyHKOuH: cOop,
CHUCTEMAaTH3allks, CeJCKIUSI, CHHTe3 W pacrnpocTtpaHeHne uHbopmanuu. [Ipu
PaCCMOTPCHHH BHUPTYaJIbHOW I[EHHOCTH, Kak WHGOpPMAIlMU, BUPTyalbHas ICHHOCTh
SIBJISCTCSI HCOTHEMJICMOM YacThIO (PU3MUECKOW IEHHOCTH. 3a4acTyl0 Ha MPAKTHKE
BCTPEUYACTCS MHTErpanus (pU3UYecKod W BUPTYAIbHOW IICHHOCTH, B TaKOM CiIydac
UCIIOJIB3YIOT OIICHKY JOMHHUPYIOIICH COCTaBIISIONICH B KOHEUHOH IIEHHOCTH
[Rayport, Sviokla, 1995].

B b2b oTHOmeHWSX Ha MEpBOE MECTO BBIXOJAT TEXHHKO-IKOHOMHUYCCKHE
IIOKAa3aTe)Id IEHHOCTH — MOHETapHBIC M HEMOHETapHbBIC acleKThl A(()EKTUBHOCTH U
¢dynknuonameHOCcTH mponykra [Kumar, Grisaffe, 2004]. IIpemnonaraercs, d9TO
IIPOMBIILICHHBIC 3aKyIKH OCYIICCTBIISIOTCS AKCIICPTAMH, KOTOPBIC
PYKOBOJICTBYIOTCSI ~ MCKJIIOUUTCIBHO  pallMOHAIBHBIMHA  JoBojgaMu.  OmgHAKo
COBpEMEHHBIC  HCCJICIOBAHUS  IMOJUYCPKHBAIOT  BaXXHOCTh  OMOIIMOHAIBHBIX,
COIIMAJIBHBIX U aJbTPYUCTUYHBIX aCICKTOB OIICHKU IIEHHOCTH B MPOIECCE TMPHHITHS
pCIICHUHU O TOKYIKEe M y MPOMBIILICHHBIX MOTpeouTeneii. Hanpumep, mpoBoaHINCH
UCCJICIOBAHMS IO OIICHKE POJIM SMOIMOHAIBHBIX aCIEKTOB OLICHKH MPOMBIIIICHHBIX
openmoB [Leek, Christodoulides, 2012], wiu BIusHHE COLHAIBHBIX LEHHOCTEH
KOMITAaHUU Ha BbIOOp mepeBo3umkoB [Lindgreen, Wynstra, 2005]. Tem cambim
MOTUEPKUBACTCS BaXXHOCTh HE TOJBKO DKOHOMHYECKOW IICHHOCTH I pOCTa
0J1arococTosTHUS (PUPMBI, HO U BAXKHOCTh IIEHHOCTH ISl COTPYAHUKOB M OOIIECTRA.

Beigenstor ocoOblii  Bua IIeHHOCTh B3amMmojerictBus (interaction value).
Beigenenne gaHHOTO BHIa OOYCJIOBIEHO TEM, YTO BOCHpPUHHUMAaeMasi IEHHOCTH
3aBHCHT HE TOJIBKO OT KauecTBa TOBapa, HO M CIOC00a JOHECEHHS €ro J0 KIMEHTa

[Lindgreen, Wynstra, 2005]. IleHHOCTh B3aUMOICHCTBHS BKIOYaeT B ceOs



OnaronpusiTHyro atMocdepy, apyxentoOue, OJarokenarebHOCTh, W 0C000
BBIJICJISIFOT TOHUMaHKE TOTPEOHOCTEH KIIMEHTa, YMEHUE €T0 BBICIYIIATh U TIOHSTh.

BaxHO OTMETUTB, YTO CErofHS aKIEHT B CO3/JaHUW I[IEHHOCTH IJIs KIMEHTa
CMEIIIEH HE B CTOPOHY IMPOJyKTa W CEPBHCA, a B 00JACTh AMOIMA W BIICYATICHHIA
kireHta. ChopMUpOBanIoCs OTIENBHOE HANpaBJICHUE WCCIEAOBAHUM - YKOHOMHUKA
BIieuaTiieHud (experience economy) [Pine, Gilmore, 2011]. Ocoboe 3HauYcHHE
JAHHBIA BUJ IIEHHOCTH MPHOOpEeTaeT B cdepe yciuyr, B YACTHOCTU PECTOPAHHOM,
TOCTUHUYHOM, TypUCTHYECKOM Om3Hece. JIaHHBIN acleKT CTaBUT JOTOJHUTEIbHBIC
3aJa4d TIepe]] KOMIIAaHUSMH 110 CO3JaHWI0 M JIOHECCHHWIO IIEHHOCTH, KakK Ha
MOTPEOUTEIBCKUX, TaK U Ha MPOMBIIIUICHHBIX PHIHKAX.

B 3aBrcHMOCTH OT crioco0a co3/1aHus IICHHOCTH BBIICISIOT JBa BHaa: «value-
in-exchange» u  «value-in-use».  TpamuIMOHHBIA  TOIXOA  TOBOPHUT O
IPOJYKTOBOM/TOBapHOH opueHTarmu (goods-dominant logic) u Oasupyercs Ha
KOHIICTIIIMK MeHOBOM ctommocTH (value-in-exchange). CoriacHo JaHHOW JIOTHKE
IICHHOCTh MPOU3BOANT (PUpPMa U paclpeieisieT ee Ha PhIHKE ITyTeM OOMEHa «JICHbI -
ToBap». Ddupma HCIOJB3YEeT CBOM BHYTpEHHHE (UHAHCOBBIC, YEIOBEUYCCKUE,
WH(POPMAITMOHHBIE, OPTaHU3AMOHHBIC U IPYTUE PECYPChl. ANBTepHATHBHBIN TTOIXO]T
JOTUKHA  JOMHHUpPOBaHMsA yciuyr (Service-dominant logic) mnpuaepxuBaercs
KOHIICTIIIUHU [IEHHOCTH-B- HMCIoib30BaHuu (value-in-use). CoryiacHO JaHHOW JIOTHKE
HE CYIIECTBYET pAa3JCiCHUS MEXKIy TIPOU3BOAMTEICM W MOTPEOUTENIEM, OHH
MIOCTOSTHHO HAXOJTCS B TIOCTOSHHOM B3aUMOJICHCTBUY, HANpaBICHHOM Ha
COBMECTHOE CO3/[aHHEe IIeHHOCTH (CO-Creation) myreM HHTErpaid pPecypcoB |
xomrereHwmii [Vargo, Maglio, Akaka, 2008].

[To ucroyHrMKaM CO37aHUS IIEHHOCTH, BBIACISIOT IIEHHOCTH, BO3HHUKAIOIIYIO B
pesynbraTe Tpan3akiui (transaction value) u B3ammoortHomenuii (relationship
value). Tpan3akiMoHHas IIEHHOCTh BO3HUKACT B CIy4ae MPSMBIX BBITOJ MOKYIATEIs
- HH3Kas IIEHBbI, KaueCTBO TOBApOB, M JPYIHX Pe3yJbTUPYIONUX TpaH3aKIUN
[Hogan,2001]. Korma TpaH3akimuy IepepacTalOT B KOOIEPATHBHBIC OTHOIICHUS,

BO3HHMKACT AOIIOJIHHUTCIIbHAA LICHHOCTb OT B3aUMOOTHOIIICHUN HJIM OTHOIIIEHYECKas



penta. lleHHOCTh, BO3HHKAmOIIas OT B3aWUMOOTHOIICHWH, MOXET CTaTh
CaMOCTOSITEJIbHBIM KITFOUEBBIM pecypcoMm kommanuu [Hunt, Morgan,1995]. B stom
ciydae (GOPMHUPYIOTCS yCTOHYMBBIE B3aWMOOTHOIICHHUS MEXKIY MapTHEPAMH WM
MeKpUpMeHHbIe ceTH. DopMHUpoBaHUE MEX(PUPMEHHON CETH SBIIACTCS NCTOYHHUKOM
CO37aHMsl IIEHHOCTH W CHIDKCHHUS W3AEpkKeK. TakuM o0pa3oM, KOMITAaHHUSIM
HEOOXOJMMO HCIIOJIb30BaTh Ha TPAKTUKE IICHHOCTh, BO3HUKAIOIIYI0 33 CUYET
MapKeTHHTra B3auMooTHolreHui (relationships marketing).

[{leHHOCTH, BO3HUKAIONIYIO B TIPOIECCE B3aMMOOTHOIICHUMN, Pa3AeisAiOT Ha TPU
rpynmel [Ballantyne, Christopher, Payne, 2003]:  ympaBisemasi, ClIOHTaHHas |
LIEHHOCTh OT B3auMoJAeuCTBUA. [leHHOCTh, BO3HHKaWIIAA B  PE3yIbTaTe
MOBTOPSAIONIMXCA ~ TPAaH3aKIMA B  TMPOIECCEe pealu3alid W YIPaBJICHHS
B3aMMOOTHOIIICHUSIMH C TIOCTAaBIIMKAaMH — yIpaBiisieMas IieHHocTh (managed value).
[{leHHOCTH, CO3/IaBaeMasl Yepe3 B3aMMHBIN WHTEPAKTHUBHBINA MPOIECC ¢ TApTHEPAMH U
paszmensieMas TMyTE€M JIOTOBOPEHHOCTEM Ha NPOTSHKEHUU B3aWMOOTHOIIECHUN —
IIECHHOCTh OT B3auMmojelicTBus (interactive value). IlenHnocth, co3maBaemas u
pacnpenensiemMas B PE3yJbTaTe B3aMMOJCUCTBUA B CETH B3aMMOOTHOIICHUN —
CIMIOHTaHHas IIeHHOCTh (emergent value). B srtom cimyuae paccMaTpuBaroTCs BCeE
B3aMMOOTHOIIICHUS (PUPMBI B CETH, TAE IEHHOCTH CO3JAal0T BCE YYACTHHKH BHE
3aBUCUMOCTH TpaHUI] GUPMBI.

JIJIsl OLIEHKW IIEHHOCTH CO37aBaeMOil B MEK()UPMEHHOM B3aWMOJCHCTBUN
UCIIOJIB3YIOT KYMYJISITUBHBIN MOJX0JI, OCHOBaHHBIM Ha aHanu3e QyHKIUNA CO3TaHUS
1eHHOCTH. Boinenstor npsameie GyHKIMU (PyHKIUS TpUObUTH, QYHKIIAS CHUKCHUS
u3iepkek, (QyHkuus oobema, GyHKIUsS O0e30macHOCTH, (QYHKIMS KayecTBa) U
KOCBEHHbBIC (PYHKITMST WHHOBAIIMU, MAPKETHHTOBAas (DYHKIHS, QYHKIUS pPa3BEIKH,
dbyukius pocryna) [Walter, Ritter, Gemiinden, 2001].

B co3ganuu 1IEHHOCTH MOTYT OBITh BOBJICYCHBI PA3IMYHBIC YIACTHUKN PHIHKA
“actor to actor” (A2A), B yacTHOCTH mapTHepbl koMmmnaHwu (B2B), KineHTHI
komranuu (B2C). OtnensHO cTouT OTMETUTH B3auMmozeiicTBue kineHtoB (C2C) ¢

JpYr ¢ APYroM, KOTOPOE MO3BOJISET MOBBIIIATh MapKETHHTOBYIO IIEHHOCTH [Baron,



Warnaby, 2011]. IIlupokoe pacnpoCTpaHEHHE IOJIYYUIH CEPBUCHI OT3HIBOB
KJIMECHTOB OTHOCHUTEIbHO ToBapoB (irecomend.ru, yandex.market), mect (Trip
Advisor), oteneii (Hostelworld), xaur (imhonet.ru) u apyrue miatopmel, KOTOPbIE
aKTUBHO HCIIOJIB3YIOT MMOTPEOUTEIH.

Takum  oOpa3omM, OIHMM ¥3 BAKHEHIINX HWCTOYHUKOB  CO3JAHUS
MapKETHHTOBOM IIEHHOCTH SIBJSICTCS B3aMMOJICHCTBHE C YYaCTHUKAMHU pBIHKA.
BricTpanBanne B3aMMOOTHOIIEHWW TO3BOJIACT KOMIAHWUU (OpMHUpPOBATH HE
KONUpyeMble KOHKYPEHTHBIE TMPEUMYIIECTBA 32 CUYET COBMECTHOTO TEPEKPECTHOTO

HCIOJIb30BaHUs PECYPCOB.
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