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HCCJIIETOBAHUE ®AKTOPOB IIOTPEBUTEJbCKOM JIOSIIBHOCTHU HA PHIHKE IT-YCJYT

Hccnedosanue nompebumensckoll M0ANHOCMU NPEOCMAGISeMCs AKMYalbHbIM HA Ce20OHAWHUL OeHb: 6ce
boabUie U 60bUEe KOMIAHUL UCNOL3YIOM 6 C80ell NPAKMUKe MAPKeMUH208ble UHCMPYMeHmbl Ol NpugiedeHus u no-
cnedyiowezo yoepicanust KIueHmos, maxk Kax u3gecmuo, 4mo CMOUMOCMb NPUBTEYEHUs HOB020 KIUEHMA SABNAemcs
MeHblell N0 CPABHEHUIO C YOepicanHuem mexkyuwe2o. 3a80eeanue 10a1bHOCMU Ha pulHKax B2B conpsoiceno ¢ yHukanb-
HbIMU NPOOIEMAMU, YACMO CEA3AHHLIMU CO CNOMCHOU CIMPYKMYPOU KAHAN08, KOHYEHMPUPOBAHHLIMU COOOUecmeamu
nokynamenet Ui KPYNHoIMU KIUEHMAMU, d MAKd#ce NOCMOAHHbIM USMEHeHUeM 80CHpUHUMaemMou yennocmu. Jnsa no-
BbIUUEHUS TOSIbHOCIU KIUEHMO8 6ce Hawe mpebylomcs UHOUBUOYalbHble peuleHus. B cmamve npedcmagienvl pesyib-
mamuvl KA4eCmeEeHHo20 UCCIe008AHUSA, HANPABIEHHO20 HA BblAGIeHIUe OCHOBHLIX (PaKMOpOo8 NOmpeOUumenbCKol i0saib-
Hocmu K IT-xomnanuu, @ynxkyuonupyrowei 6 yugpogoii cpede. Cyenapuil 2iyOUHHO20 UHIMEPSbIO GKIIOUAL MPU JO2U-
yeckux OI0KA 8 PAMKAX KOMOPLIX NPOUCXOOUM OYeHKA pa3pabomuuKos, MeHeox Cepos, a makice KOMNAHUL 8 YETOM.
Pesynomamol uccnedosanus nokazanu, OOMUHUPYIOWUL XAPAKMED PAYUOHANLHOU JIOATLHOCMU, YMO U C8OUCMBEHHO
poinkam B2B — nabop naswikos u npogheccuonanuzm paspabomuuros, yena. Illoxynamenu B2B crnedyiom payuonans-
HbIM KpUMepUsM ROKYRKU U MeHee NPUBepicerbl ucnonumento yciye. OOHAKo ncuxonro2uveckue Qaxmopol, s8usouju-
ecsi KOMNOHEeHmMamu SMOYUOHATbHOU JTOATIbHOCIU, MAKN’CE 8IUAIOM HA OMHOULeHUe K KoMnanuu-ucnoanumento. Tax kax
npogheccuoHanu3m pa3pabomyuKos A6iaemcs KiouegublM hakxmopom y00e1emeopeHHocmu 3axazyuxos, zaoaveu 1T —
KOMAAHUU AGNIAeMCs MaKice QOoOpMUposanue u noooepicanue T0AIbHOCMU COMPYOHUKO8. DMO C8533AHO C HeX8aAMmKOU
K6anupuyupoBantvlx Kaopos U blCOKUM CNPOCOM HA NPOPEeCCUOHATbHBIX pa3pabomyuxos Ha peinke. Pesyibmamuol
UCCIeO08AHUSA MO2YM AGISIMbC OCHOBOU O/ U3VHeHUs JIOSIbHOCMb KIUEHMO8 U UCNOIb308AHbL NPU pa3pabomke npo-

epamm J10AIbHOCMU HA PblHKE IT-yCJZyZ.

KaioueBble cioBa: JIOSAIBHOCT MOKyHaTeNsi, pelHOK IT-ycmyr, dakTopsl HOTpEOUTENBCKOH JIOSITBHOCTH, Map-
KeTHHT Ha peiHKe B2B

M3HEC-HMCCIIEIOBATENN y)KEe JaBHO MPENNo-  BKIOYAIOT B ce0sl HECKONBKO CTaauii 0OpaboTKU BO3pa-
JararoT, 4YTO (GUPMBI C XOPOIIUM TOHHMA-  JKCHHI M ITPE3CHTAI[MH KOMITAHUH.
HHEM HCTOYHHKOB JIOSUIBHOCTH KIHUCHTOB lena cpemku — W3BECTHO, YTO HTOrOBas IICHA
MOTYT TOJIYYHTh PHIHOYHBIC TIPEUMYIIIECTBA CIEJKH 3HAYMTENILHO BbIe Ha pbiHke B2B, uem B2C,
[Ipexne Bcero, HEOOXOAMMO OTMETHTH, YTO CO-  YTO OOCCIIEYMBACTCS 3a CUCT MPOJAXH TOBapa ONTOM H
BpeMeHHble [T-koMnanny, paboTaroiuye o MOJICNIM ayT-  Y3KOOTPACIEBOrO Ha3HAYCHHSI.
COpPCHHTa, B OCHOBHOM (PYHKITMOHUPYIOT Ha pbrHKe B2B. Jluo, mpUHUMAIOIIEE pEIICHUEe — KaK IMPaBHIIO,
ITo muenno A. A. Mogcesn u O. A. CraponyOuieBoil,  Ha peiHke B2B mpuHHMATh pelieHHe O MOKYMKe TOBapa
priHOK B2B mMeeT crieyromue OTIIMYUTENBHBIE OCOOCH-  MOXET HE CaM T'eHEpalibHBIN JUPEKTOp, a, HalpHuMep,
HOCTH C TOYKH 3PEHUS MapKeTHHTa OT pbiHka B2C: PYKOBOJHUTENb KAKOTO-TO MOJIPA3/ICICHHUS, TI03TOMY KOM-
O0peM pbIHKa — Kak IpaBWiO, Ha peiHKe B2B  maHuM orpaHuuYeHbl B aHAU3e MOTPEOUTEIHCKUX Cer-
MPUCYTCTBYET 3HAUYUTEJIHHO MEHBIIIee KOJIMYECTBO MOKY-  MEHTOB, TaK Kak HE BCerjJa HM3BECTHO, Ha KOro OyJer
TaTene. HATIPABJICHO TO WJIM HHOE MaPKETHHIOBOE MEPOIPUATHE.
LIyKI1 coenKy U IpoLece OCYIIECTBICHUS MTOKYIKH 3HAYUMOCTh OpeHJga — pernyTanusi KOMIAHUU Ha

— peiHOK B2B oTnmuaercst Tem, 4Tto XapakTepusyercsi — peiHke B2B ckiampIBaercs, mMpekie BCero, M3 KadecTBa

JUINTEIBHBIM LUKJIOM CIEIKH, a TaKXKe IPOLIECCOM OCy-  TPOAYKIHH M JOBEPUTEIbHBIX OTHOLICHUH C KIIMEHTOM, a
IIECTBJICHUS TTIOKYITKH, BKIJIIOYAIOIINM B ce0S HECKOJIIBKO  IMoJKperursieTcss MapketunroM. Ha peinke B2C xe map-
3TamoB. KETHHT Wrpaer Oojiee peInaroulylo pojb, TaK Kak IpH
IIponecc ocymiecTBiIeHUs: NPOAaX — Kak MPaBUJIO,  IPaMOTHO NPOBEJCHHOM MapKETHHIOBOM KaMIaHUH BO3-
Ha peiHKe B2B mporece mpogax ocymiecTBIsieTcs ClENU-  MOXKHO MPUBJICYb HOBYIO JIOJIO mToTpeduTeneit [1].
IBHON TPYNIIONH CIEIMANNCTOB (HAaIpuMep, MEHeKe- Takum 00pazoM, MOXHO CJIeNaTh BBIBOJ O TOM,

paMu 110 npoaaxaM, KOHTPOJIJIEpaMu Ka‘IeCTBa), a TaKXe 4qTo HOTpe6I/ITeJ'ILCKa$I JIOAJIBHOCTD, U3ydacMasd B CCIrMCH-
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Te peiHKa B2B, mocTaTo4HO CHIILHO OTJMYAETCs OT aHa-
yoruyHOX Ha peiHke B2C 3a cuer cnenupuveckux yept
PBIHKOB, PACCMOTPEHHBIX HAMH BBIIIIC.

JlosutbHOCTE K OpeHJy ocTaeTcsi BaKHOW Mepoi
ycmexa OpeHna Ha peiHKax B2B, T. k. yIepxannue KIHUeH-
TOB B JIOJTOCPOYHOM TMEPCIEKTUBE NPUHOCHT OOJBLIYIO
puObLTE. OHAKO MBMKYIIKE CHIIBI JIOSUTEHOCTH K OpeH-
Jly BapbUPYIOTCSl OT OJTHOrO KOHTEKcTa K apyromy. O0-
Jaas 3HaHUSAMH 00 ypOBHE JIOSIIPHOCTH CBOMX OHM3HEC-
KJIMEHTOB, MOCTABIIUK CMOXET MOHATh, KaK €ro YyCHJIUI
IO TTOACPKaHUIO XOPOIINX OTHOIICHUH MOTYT ITOBIUSATH
Ha ypoBeHb ero mpudsutu. MccinemoBatenn OTMeuaroT
3aBHCHMOCTh MEXIY YIOBICTBOPEHHOCTHIO KIIMEHTOB U
WX JIOSUIBHOCTBIO [3; 4]. YI0BIETBOPEHHOCTh KIUEHTOB
MOXKHO OTPEACIHTh, KaK ITOJIOKUTSIHFHOE IMOIMOHAIb-
HO€ COCTOSIHHE, BO3HHUKAIOIIIEE B Pe3yJIbTaTe OLIEHKH BCEX
aCTIeKTOB pabouynx OTHOWICHWHA (GUPMBI C ApYroi ¢up-
MOH. YIOBIETBOPEHHOCTh KIIMEHTOB TAaKXe OTpa)kaeT
MMO3UTHUBHOE BO3ACHCTBHE, BO3HHKAMIICE B PE3yJbTaTe
COBOKYITHOM OLIEHKH OHM3HEC-KJIMEHTOM CBOMX OTHOIIIE-
HUl ¢ mnocrtaBmukamu. OJHAKO, YJOBIETBOPEHHOCTHU
KJIMEHTOB HEIOCTaTOYHO MJIS JAOCTHIKCHHS JIOSIHHOCTH.
Mo sToli mpuuKHE NpH OLEHKE (HaKTOPOB, BIHUIIOUIUX Ha
JIOSIIFHOCTD, BAYKHO TaK)XK€ YIUTHIBATh BOCTIPHHUMAEMYIO
MOKyIaTeJIeM IIEHHOCTh NMPOAYKTa WM ycIyrH. biokep,
®nunr, Mattepc u Cneiitep [3] HcclaenyroT CIOXKHYIO
B3aMMOCBSI3b MEXAY IEHHOCTBIO JJISI KIMEHTOB, X YIO-
BIETBOPEHHOCTHIO M JIOSJIBHOCTBIO KIMEHTOB. IIMKOH,
Kactpo u Ponman u3ydaroT B3aUMOCBS3b MEXAY 3TUMH
MEPEMEHHBIMA U BOCIPUHUMACMBIMH 3aTpaTaMH Ha Iie-
pexirouenue [8]. B xontekcre peiaka B2B 3To npuBoaut
K BOCIPUATHIO ONM3HEC-KINEHTAaMH IIEHHOCTH, PETYJIHpY-
Iomiel MOBEJCHUYSCKHE HaMEpEeHUs HX (UPMBL, 0 TeX
IOp, MOKa CAEIKU C MOCTaBIIMKOM YCIYT MpeanojaraT
Ooiee BBICOKYIO IEHHOCTh. Kpome TOro, CBSI3b MEXIy
YIIOBJIETBOPEHHOCTBIO KIHEHTOB U JIOSUIBHOCTBIO CUIBHO
BapbHUPYeETCs B 3aBUCHMOCTH OT OTPACIH, XapakTepa Iie-
peMeHHBIX U (paxkTopoB [7].

B xonrekcre peiHka B2B siemeHThl B3aUMOOT-
HOIICHWI BIWAIOT Ha JNOSJIBHOCTh KIHMEHTOB. Tak, Pu-
kapa u [leppuen [9] oOHapyXwiHM, 4TO NpaKkTUKa B3au-
MOOTHOIIICHUI HANPSIMYIO BIUSET HA JIOSIIBHOCTh KITHEH-
(5],

Kennenu [2] mpepocTaBmiid SMIUPUYECKHE TaHHBIC, CBSI-

toB. ['ypHapuc bennerr, Xaprenb, Makkomi-
3BIBAIOIUE HECKOIBKO COCTaBIISIIOIIUX, TAKUX KaK Kade-
CTBO OTHOLIEHWMH, OBEPUE, BOBJIEUYEHHOCTb, YJOBIIETBO-
PEHHOCTb, OpPraHU3AIMOHHbIE M3MEHEHUs W 3aTpaThl Ha
MepeKIIIOYeHNe, YTOOBI TOBNHATH HA JOSJIBHOCTE U
yaep)kaHue kiueHTos B2B.

OTMeTnM, 9TO aBTOPHI IPUACPKUBAINCH ITOHITHS
JIOSUTBHOCTH, TipeJytokenHoro k. Xopmeepom u b. Paii-

COM, TaK KaK OHO, OTBE€YACT LCIIAM ITPOBOAUMOTO HUCCIIC-
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JIOBAaHMS U PACKPHIBAET M3ydyaeMoOe HaMH siBleHue. Tak,
MO/ MTOTPEOUTENILCKOM JIOSIBHOCTHIO aBTOPHI TOHUMAIOT
«yCTOWYMBYIO MOBEACHUECKYIO PEaKIMI0 MOKYNaTeNs 0
OTHOIIEGHHUIO K OIpeJeJIeHHOMY OpeHIy, BO3HHMKIIYIO B
pe3yIbTaTe IMCUX0JIOTHIECKOTO TIPOIiecca OIEHKM [6].

B xone uccinemoBaHus paccMaTpUBalach JOSIb-
HOCTb pallMOHAJIbHAs, WM KOTHUTHBHAS, ¥ SMOINOHAIIb-
Hast. KnueHTaMM KOMIIaHUM SIBIISIOTCS IIPEUMYIIECTBEH-
HO HMHOCTpaHHBIE 3aka3uuku. Ilepen mpoBeneHnem uc-
CJICZIOBaHUsI HAMU ObliIa BBIABUHYTA CIIEYIOIIasi THIIOTe-
332 — OCHOBHBIMH (haKTOpaMH MOTPEOUTENHCKON JOSUTEHO-
cTH Ha pbiHKe [ T-ycnyr sBISIOTCS HaBBIKK U MpodeccHo-
HaJIM3M Pa3pabOTYMKOB, a TAKXKE LEHBI Ha MPEIOCTaBII-
emble yciryrd (1ieHsl Ha 3apyOexHbIX peiHKax CIIA, Ka-
HaJibl, EBpOIIBI M ABCTpany 3HAYUTEIHLHO BBIIIE).

HccnenoBanue BKITIOYAJIO ABA dTamna:

1. TIlpoemenme RFM-aHanm3za Tekymmed Oa3bl
kiueHToB 3a 2021 rox. Tak, gaHHBIM dTanm HEOOXOIUM
JUISL TOTO, YTOOBI BBISIBUTH HanOoJIee JOSUTbHBIX KIMEHTOB
KOMITaHUH IS TIPOBEICHUS aTbHEHIIEr0 HCCIICIOBAHMS
Ha BbIBIICHHE (DAaKTOPOB HX JIOSUTBHOCTH, TaK KaK:

a) TPaH3aKIHMU C MX CTOPOHBI OBUIM COBEPIIECHBI
OTHOCHTEJIFHO HEJaBHO (HAmpHUMep, B BHIE eXeMecsd-
HBIX  OTYHCIEGHMH  pa3paboTyMkaM 1O  MOJCIH
«subscriptiony», MO0 €XKETHEBHO KaK MPOW3BEICHUE da-
COBOM CTaBKM M BBIPAa0OTAHHBIX YacoB Ha Iuiardopme
Upwork);

0) OHHM JTOCTAaTOYHO YaCTO COBEPIIAIOT MOKYIKH (B
HallleM Ciydae MPeJOCTaBISIIOT HAaM 33Jad4d — B KOMIIa-
HHUH TTOJIOOHBIM MMHUMYMOM siBiisieTcst 10 yacoB 3aHsITO-
CTH B HEJICNIO Ha OJJHOTO KIIMEHTA);

B) 00BEM BBIPYYKH C OJHOTO KJIMEHTA JOCTaTOYHO
KPYIHBIHA (YTO CUMTAETCS MHUHHUMAJIBHBIM ITOKAa3aTelieM B
$1200 B mMecsi — 10 yacos B Hexenro mpu ctaBke $30).

2. TlpoBeneHue KayeCTBEHHOIO MAapKETMHIOBOI'O
UccieI0BaHusl, MeTo]] cOopa JaHHBIX - MIyOMHHOTO WH-
TEpBBIO Ha BbIsIBICHHE (haKkTOpOB JosutbHOCTH. Ha nam-
HOM JTale HaMU MPOBOAUTCS TTYOMHHOE WHTEPBBIO C
Hanbonee KpymHBIMH KiueHTamu (6onee 90 % BEIpydKH
3a 2021 roj), MOATBEPKIEHHBIMHA B XOJI€ MPOBEJICHHOTO
RFM-anamm3a. B kadecTBe OCHOBBI IS COCTaBICHHUS
CIIeHapHs MPOBEIEHUs NIyOWHHOTO MHTEPBHIO HAMH ObI-
JI0 IPUHATO PElIeHNe BKIIOYNTH KaK BOIPOCHI MO PAIHo-
HAJIBHONW (B JIOMHUHHUPYIOIIEM KOJWYECTBE, YUYHUTHIBAS
cnenuuky peiaka B2B), Tak ¥ SMONMOHATIBHON JIOSUTH-
HOCTH, YYHUTBHIBAIOIIHE TaKHE CHIBI IOTPEOUTENHCKOTO
OTIBITa KaK CIIPaBeIMBOE OOpalleHue, cTaTyc, KOHTPOIIb
u yBepeHHocTh. CreHapuii TIIyOMHHOTO HHTEPBBIO
BKJIIOYAJl TPHU JIOTHYECKHX OJIOKa B paMKax KOTOPBIX
MPOMCXOIUT OIICHKAa pa3padOTYMKOB, MEHEIKEPOB, a
TaK)Ke KOMITAHUH B IIEJIOM.
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B pesynbrare RFM-aHanu3a k rpymnmne JosibHBIX
KJIMEHTOB OBIJIO OTHECEHO 8 3aKka3yuKoB. B cuiy ynasien-
HOTO B3aWMOJICUCTBUS U CHECTIM(PUKH pabOTHI ¢ KIIMEHTa-
MU, HaM yJaJoCh IPOBECTU WHTEPBBIO C MATHIO MpeCcTa-
BUTEISIMU JaHHOTO CerMeHTa. B Xone wmccrnemoBaHUS
HaMy OBLIM TOJTyYEHBI CIIEAYIONIHE JaHHbIE:

Pesynbratel nccnenoBanus no 6oy «Paspabot-
yuk». Bce KiIneHThl YKa3bIBalOT Ha TO, YTO HECMOTPSA Ha
pasHoe BpeMs ITOMCKOB pa3pabOTUMKOB, OHH BCETIa 00-
palaroTcs Mpek/ae BCEro B aHAIU3UPYEMYIO0 HAMU KOM-
MIAHMIO, TAaK KaK YJOBJICTBOPEHBI OKa3bIBACMbIM CEpPBHU-
coM. OTMeTHM, 4TO OOJILITUHCTBO KJIIMEHTOB COIIIUCH BO
MHEHHM O TOM, 4YTO KJIIOYEBBIMH (akTopamMH BbIOOpa
pa3paboTymKa SBISIOTCS HAOOpP HABBIKOB, KOMMYHHKa-
IUsI, @ TAaKXKe NCHXOJOTUYECKHE OCOOEHHOCTH — HaIlpH-
Mep, YPOBEHb JIOBEPHs, BO3MOXKHOCTb IIPEJCKa3yeMOCTH,
a TaK)Ke yMeHHE paboTaTh B CTPECCOBBIX YCIOBUSX, CO-
OmrofieHne TalM-MEeHEKMEHTa. BOJIBIIMHCTBO WHTEPBB-
I0EPOB CXOASATCSI BO MHEHHH O TOM, YTO HaBBIKH pa3pa-
0OTYMKA H KOMMYHUKAIUA BaXXHEC, YCM BJIAJACHUC aH-
TJIMHCKUM sI3bIKOM. IlopTpeToM-aHTHUIOOM HIealbHOTO
pa3pa60Tqm<a JJIA MHOTHX KIIMCHTOB SABJISACTCA YCIIOBCK,
KOTOpBI HE JaeT CBOCBPEMEHHOH 0OpaTHOH CBS3W, HE
CIPAaBIACTCS C 3a7a4aMu B KOMaHE, OTHOCUTCS K paboTe
0€30TBETCTBEHHO.

PesynbraThl uccnenoBanust mo Onoky «MeHe-
mxepy. IIpakTrdecku Bce KIMEHTHI CXOAATCS BO MHEHUH,
YTO IJIaBHAs 3a/ladya MEHe/DKEpa 10 YIPaBJICHUIO POEK-
TOM — OBITH CBS3YIOLINM 3BEHOM MEX[IY KIHEHTOM H KO-
MaHJ0M pa3paborku. Ilpu sTom OGoisiee neTannu3upoBaH-
HBIE OTBETHI PA3HSITCS: TaK, TC KIHEHTHI, KOTOPBIE BEAYT
MIPOEKT CaMOCTOSITENBHO, JTH00 T€, y KOO OTHOCHUTEIHHO
HeOombIIas 3arpy3ka, YKas3blBalOT Ha TO, YTO OHH >KIYT
OT MEHe/Kepa pelIeHHs BOIPOCOB B 00OJNACTH aJMHHH-
CTPUPOBAHHS W YIpPABICHHUA KaJpaMH, a T¢ KINCHTHI, y
KOTOpBIX 0o0Jiee KpYIHBbIE HPOEKTHl W COIJIAaCOBAaHHOE

BpEMs Ha BEACHUEC DTOT'O IMPOCKTA — HOHHOLIeHHblﬁ MeE-
HE/DKMEHT NpOoeKTa. MneanbHbIM MEHEMIKEpOM, 10 MHe-
HUIO YYaCTHUKOB MHTEPBBIO ABJIACTCA TOT, KTO CHOCO6CH
OBICTPO penTh MPodIEMy KIHEHTA.

Pesynbratel mccnenoBanust mo Oyoky «Komma-
HUs». Bce KIMEHTH OTHAIOT MpennodTeHHe padoTe ¢
areHTCTBOM, a He C (puiIaHCEpPaMH, TaK KaK B 3TOM CIIy-
Yyae OHM MOTYT PacCUMTHIBaTh Ha IPEACKa3yeMOCThb pe-
3yJIbTara, OTJaXKEHHBIE MPOILIECCHI: TaK, OlleHKa 00beMa
paboT oCyIecTBIIETCS CHELHAINCTOM M BCEr/a peria-
MEHTHPOBaHa, 32 MPOCKTOM 3aKpeIuieH MeHeKep, K KO-
TOPOMY MOKHO OOpaTHTBCS, a B Cllydae, eclii pa3pador-
YWKY BHE3aITHO IPUACTCA INOKUHYTH IHPOCKT — 6y;[eT
IpesiocTaBlieHa 3aMeHa. MneanbHbIMH TOAPSTYNKOM JUIS
OOJIBIIMHCTBA KIIMEHTOB SIBIISIETCS KOMITaHUs, KOTOpas
HaXOAMTCSI HAa CTHIKE IOJXOJSIIMX HABBIKOB, Pa3yMHOM
LIEHBI, HAAEKHOCTh. [loa «HameKHOCTHIO» MOJpa3yMeBa-
eTcsl CIIOCOOHOCTH IIPEAOCTAaBUTH PECYPChl B HYXKHOE
BpEMs, IIOCTaBKa KaueCTBEHHBIX KaJpoB, a TaKXKe yda-
CTHE B COBMECTHOM IUIaHMpOBaHHHU. Pemnienue o BbiOOpe
areHTCTBa NPUHHUMAJIOCH IO PE3YJIbTaTaM BBITOTHEHHS
KOMITaHHEH—Pa3padOTYMKOM OIUIAYMBAEMOTO TECTOBOTO
3aJaHus.

Takum 00pazoM, MOXKHO TOBOPUTH O TOM, YTO BbI-
JIBUHYTas HAMH paHee TUIOTe3a MOATBEPKIaeTCs, O/Ha-
KO HY)XIaeTcs B HEKOTOPOW KOPPEKTUPOBKE — Tak, Ha
JAHHOM DBIHKE KIIIOYEBBIMU (aKTOpaMu JIOSIIbHOCTH
SBIISTIOTCSL HE TOJBKO HAa0Op HABBHIKOB M TpodeccCHOHa-
JIM3M pa3pabOTYMKOB, [ICHA, HO U IICUXOJIOTHYeCKHe (ak-
TOPBI, YTO YKa3blBaeT HA MPUCYTCTBHE KOMIIOHEHTOB
9MOIMOHAIBEHON JIOSUIBHOCTH — HaIlpuMep, JI0BEpHUTEIb-
HBIC OTHOIIEHWS C KOMIIAHHEH, MPEACKa3yeMOCTh M TaK
nanee. Tem He MeHee, HaONIONACTCS JAOMHMHHUPYIOMINI
XapakTep ParOHAIbHON JIOSIBHOCTH, YTO U CBOWCTBEH-
HO peiHKaMm B2B.
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Abstract. The study of consumer loyalty seems to be relevant today: more and more companies use marketing
tools in their practice to attract and subsequently retain customers, since it is known that the cost of attracting a new
customer is lower compared to retaining a current one. Earning loyalty in B2B markets comes with unique challenges,
often associated with complex channel structures, concentrated buyer communities or large customers, and constantly
changing perceived value. Increasingly, individual solutions are required to increase customer loyalty. The article pre-
sents the results of a qualitative study aimed at identifying the main factors of consumer loyalty to an IT company oper-
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ating in a digital environment. The in-depth interview script included three blocks of questions: about developers, pro-
ject managers, and about the company as a whole. The results of the study showed the dominant nature of rational loy-
alty, which is typical of B2B markets - a set of skills and professionalism of developers, price. B2B buyers follow ra-
tional buying criteria and are less committed to the service provider. However, psychological factors that are compo-
nents of emotional loyalty also affect the attitude towards the performing company. Since the professionalism of devel-
opers is a key factor in customer satisfaction, the task of an IT company is also to form and maintain employee loyalty.
This is due to the lack of qualified personnel and the high demand for professional developers in the market. The results
of the study can be the basis for studying customer loyalty and are used in the development of loyalty programs in the
IT services market.

Keywords: customer loyalty, IT services market, consumer loyalty factors, B2B marketing
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