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INEPEJAYA HIHHOCTI-Y-BUKOPUCTAHHI SAK MEXAHI3M
YIPABJITHHS KJIIEHTCHKUM JIOCBIJIOM ¥ B2B-JIAHIIOTY JIETKOI
HNPOMHUCJIIOBOCTI

VYrpaBiaiHHS KITIEHTCBKUM  JOCBimoM y B2B-xonTekcti posrismaerscs
NIEPEBaXKHO B MEKaX JBOCTOPOHHBOI JTia «IMOocTadalbHUK — KitieHT». Zolkiewski et
al. 3a3HaumIIN, M0 CUCTEMaTHYHI OTJISAAM JTIITePaTypH 3 KIIIEHTCHKOTO A0CBiay 10 2017
poky He oxorumoBanu B2B-crenudiky [1]. Wirtz et al. cucremaTusyBanu Tpu THITH
B2B-1inHicHUX MpOMo3uIliil (TIOJIerIyoUl, yMOXKIIUBIIIOIY1, 30arauyioyl) Ta YOTUPU
apXeTUIIM CTpaTEeriil ympaBiiHHSA KIIEHTCHKUM JOCBIZIOM Yy MeXaX JABOCTOPOHHbBOI
a"HamitTigHoi pamku [2]. Rejikumar ta Asokan-Ajitha BcraHOBHIIM 3B’S30K MiX
JOCBIAOM OI3HEC-KJIIEHTa Ta SKICTIO OOCIYyrOBYBAaHHS KIHIEBOIO CIOXXKHMBada B
B2B2C-konTekcTi, mpoTe 0e3 MoieNtoBaHHs MexaH13My niepenadi [3]. [cHyroul moei
HE OXOIUTIOIOTHh KaCKaJIHy Tepeiayy IIHHOCTI-Y-BUKOPUCTAaHHI Yepe3 piBHI JIaHIIOra
CTBOPEHHSI IIIHHOCTI, III0 00YMOBITIO€ TOTPeOy B po30yA0B1 TEOPETHUHOTO anapary.

Meroto AOCHIKEHHST € OOTPYHTYBaHHS MeEXaHI3My Tiepenadl I[IHHOCTI-y-
BukopuctanHi (Value-in-Use Transmission, VUT), 1mo mOsSCHIOE KacKaaHy
TpaHChOpMAIIit0 IIHHOCTI MK piBHAMU B2B-maHitora jerkoi mpoMHCIOBOCTI, Ta
OTPUMaHHA MEpPUIMX EMIIPUYHUX CBIJYEHb HAa OCHOBI BHMIPIOBaHHA a0COpOLIHHOI
3JIaTHOCTI YYaCHUKIB HaBYaIbHOI nporpamu Llentpy mBeiinux texnomorii (LILIT).

Teopernuynum (QyHIaMEHTOM CIYTYIOTh TPH KOHCTPYKTH: 1) CcepBiCHO-
JIOMIHAaHTHA JIOT1Ka, 30KpeMa akciomu FP6 (kimieHT € crmiBTBOpIieM 1iHHOCTI), FP9 (yci
YYaCHHKM OOMIHY € iHTerparopamu pecypciB) Ta FP10 (LiHHICTHP BH3HAYAETHCS
dbenomenosoriudo OeHedimiapom) [4]; 2) abcopOuiitHa 34aTHICTh, BHU3HAYEHA SIK
CIIPOMOXKHICTh MIJMPUEMCTBA PO3II3HATH, 3aCBOITH Ta 3aCTOCYBaTH HOBE 30BHIIIHE
3HaHHsA [5]; 3) tunosoris B2B-ympaBniHHS KIIEHTCHKUM JOCBiAOM [2], sKka
3aJIMIIAETLCS B MEXKax OJHIET J1agu.

MexaHi3M nepenayi MiHHOCTI-Y-BUKOPUCTAaHHI NMOOYJOBAaHO HA OCHOBI aKCioM
CEpBICHO-TIOMIHAHTHOT JIOTiKH. [[IHHICTh-y-BUKOpPUCTaHHI, BU3Ha4YeHA OCHEdiIiapoM
Ha OJTHOMY DPiBHI JIAHITIOTA, IEPETBOPIOETHCS HA OTIEPAHTHUN PECYPC JJIsl HACTYITHOTO
piBHS 3a wMojepaiii a0copOIifiHOI 37aTHOCTI OpraHizallii-penumnieHTa. AHami3
MEXaHi3My 3a II’sSThMa eJeMeHTaMHu (KackajaHa TpaHchopmMallis, IMOCIioBHA
iHTerpaliss  pecypciB, aOcopOmiiiHa 3AaTHICTb K  MOJEpaTop, IEPEeTHH
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MDKOpraHizamiiHux Mex, hopmaizailisi) Ha Y4OTUPhOX CYMDKHUX Mojiessix [1; 2; 3; 6]
3aCBIYMB: KOJIHA 3 HUX HE OXOILTIOE OLTBITIE JBOX CJIEMEHTIB OTHOYACHO. Y KOHTEKCTI
JIETKOi TPOMUCIIOBOCTI BH3HAYEHO TpU (YHKI[IOHATIBHI PIBHI JIAHIIOTA: BEPXHIM
(mocTavanpHUK OONagHAHHS Ta 3HAHB), cepenHidt ((padpuka, TEXHONOT), HIKHIN
(OpeHJ1, KiHIIEBUI CIIOKMBaY).

EmMmipuuny niepeBipKy 3/1iiCHEHO Ha MaTepialii HaB4danbHO1 mporpamu «llIkomna
texnosoriy LT (motik 7, 13—16 kBitHa 2026 p.). Softorg sk mocrayaabHHUK
obOyagHaHHs (BEpXHIM piBeHb) Iepefae I[IHHICTh-y-BUKOPHUCTAHHI TEXHOJOTaM
mBeHHUX Gadbpuk (cepeaHiit piBeHb) yepe3 HaBuaHHsA. Bubipky ckinanu 14 ygacHUKIB,
NEPEeBAKHO TEXHOJIOTIB Ta KOHCTPYKTOPIB MIANMPUEMCTB 13 yucenbHicTio 11-50 ocib;
64% He mpoxoauiau MoAI0HOTO HaBYaHHA paHime. 3MiHy aOcopOLiiHOI 3AaTHOCTI
BUMIPIOBAHO 32 IIICThbMa KOMIETEHTHOCTsIMU (1ikana Jlikepra 1-5) 1o 1 micis Kypey.

BcraHoBIEHO 3pOCTaHHS CepeHbOI CAMOOLIIHKM KOMIETEHTHOCTEH 3 2,94 1o
4,10 Ganma (+1,16 Oama, +40%). HaiiOGinpily nensTy OTPUMAHO y PO3PaXyHKY
cobiBaprocTi (+1,53 6ana, +60%) Ta onTuMizali BUpoOHHYMX NOTOKIB (+1,35 Gaina,
+49%), 1110 301ra€ThCS 3 HAMMOIMIMPEHINIOW MPOOJIEMOI0 YYaCHUKIB 10 Kypcy (9 3 14
oci0). OuiHka Kypcy: sKicTh BUkJIananus 5,00/5, npaktuuHa miHHICTE 4,85/5, 1HIAEKC
aosuibHOCTI 9,77/10. BigkpuTi BIAMOBIAI 3aCBIAYMIIA KOHKPETHI HaMIpW 1HTErparii
3HaHb y BHUPOOHHUITBO (MEpepaxyHOK coOIBapTOCTI, peopraHizaiis MOTOKY,
BIIPOBAKEHHSI MIOJIEHHOTO KOHTPOJIIO), 110 1HTEPIPETYEThCS K MEPBUHHA O3HAKa
TpaHchopmarlii I[IHHOCTI-y-BUKOPUCTaHHI B ONEpaHTHUA pecypc. Biamosiai Ha
3aMMUTaHHS PO TEMHU, SKUX OpaKyBaJio, BUSBIIIM 3aITUT Ha MOTJIMOIeHHS (3ac00u Maioi
MexaHi3allii, IporpaMu oprasizaiii po0o4oro Micus), 10 CBIAYUTh MNP0 AKTUBIZALIIO
abCcopOI11ifHOT 3JaTHOCTI.

OOMekeHHST JTOCHIKEHHS: CaMOOIIHKa KOMIETEHTHOCTeW (He 00’ €KTUBHUI
TECT), HEMapHe MOPiBHAHHA (MOBHI JaHi 10 Kypcy Big 11 oci0, micas — Bix 13), ogHa
KOropTa, BIUTUB Ha BUPOOHWYMH ayTHyT HEe BuUMIproBaBcs. [loganbiiie moCmiKeHHs
nepeadayae JIOHTITIONHY TEPEBIPKY poOOYMX TMPOMO3MUINNA 13  3alydeHHSIM
BIJICTPOUYCHOT aHKETH, aHKETH MEHEKepa MiAMPUEMCTBA Ta TIIMOMHHOTO 1HTEPB 10.

MexaHi3M mniepenadl I[IHHOCTi-y-BUKOPUCTaHHI 1HTErpy€e YOTHPU paHille
PO3IUIEHUX JITEpaTypHUX MOTOKU (CEepBICHI Teopii LIHHOCTI, BUMIpoBaHHs B2B-
L[IHHOCTI-y-BUKOPHUCTaHHI, YNPaBIIiHHS OaraTOpiBHEBUMH JIAHILIOTAMH TOCTaYaHHS,
Teopito a0CcopOLIHOI 37aTHOCTI) Ta MNPOINOHYE Nepiry (QopManaizoBaHy MOJENb
Kackaay I[IHHOCTI-y-BUKOpUCTaHHI y B2B-nanimory nerkoi mpommcnosocti. JlaHi
HIIT miarBepauin 3pocTaHHS CaMOOIIHKM KommeTeHTHocTel Ha 40%. Haitbinbie
3pOCTaHHSI CIIOCTEPITa€ThCA Y KOMIIETEHTHOCTSX 3 HAWHIKYUM BXIJTHAM PIBHEM.
Mexanizm peainizye JOAMHOUEHTpUUHUM mnpuHiun Iugycrpii 5.0 [7] y Mexax
BUPOOHMYOTO JIAHIIOTA.
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