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ITAPAJJOKC BOCIHIPAATHSA PEKJIAMHOM HATUBHOCTH: _
HEUPOMAPKETHHI'OBAS OHEHKA INFLUENCE-UHTEI' PALIUN
B PEKJIAMHBIX KPEATUBAX
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AnHotanus. Influence-mapkeTuHr sBisieTcss OAHUM W3 HauOoJee NUHAMHYHO PA3BUBAIOIINXCS CETMEHTOB
PEKIIaMHOTO PBIHKA: MEPOBOH 006EM moctur 33 mupn mommapos B 2025 roxy, a B Kazaxcrane pacxoasl IPOTHOZHPYIOTCS
Ha ypoBHe 48 miH nmomtapoB k 2028 romy. LleHTpampHON TpoOneMoil OocTaéTcs BOIPOC O TOM, Kakue (aKTOpPHI
omnpeneroT d3pdexTuBHOCTS BocpuaTH influence-nHTerparuii: popmar moxady MM HHbIE XapaKTEPUCTHKN KpeaTHBa.
Llenp HacTOAIIEro HCCIENOBaHHS — BBIIBUTH OCOOCHHOCTH BocHpHsTUS influence-uHTerpanuii HaTUBHOTO U
arpeccUBHOTO (JOPMATOB HAa OCHOBE TPUAHTYJISILIUK HEHPOMApPKETHHIOBBIX M ONPOCHBIX IaHHBIX. [IprMeHEH cMenTaHHbIH
JM3aliH: JaHHbIE CHCTEMbl pacloO3HaBaHWs JHLEBBIX 5Molmid FaceReader comocraBieHsl ¢ pesysibTatamu
nocrrnpocMoTpoBoro ompoca (N=11, deTblpe BHAcoponrka HHQIIIOEHCEPOB KazaxcraHckoro influence-areHTcrna).
YCTaHOBIICHO, YTO KIIIOYEBBIM (DAKTOPOM SMOILMOHAIBHOTO OTKIHMKA SIBISIETCS HE JUXOTOMHUSI «HATUBHBIH VS
arpecCUBHBIN), a MOMEHT PacKpBITHs peKiaMHOro nockiia (product reveal) u cTerneHb COOTBETCTBHS MPOJYKTa 00pasy
uHdmoeHcepa (product-influencer fit). BeisiBien cucremarndeckuii pa3pblB MEKIY BOBICYEHHOCTBIO W MHTEPECOM K
nponykTy. OOHapyKeHO PACXOKICHUE MEXKTy HETIPOU3BOJIIEHONH MUMHYIECKON peaknuei M 0CO3HAaHHOH CaMOOLICHKOW —
3¢ deKT panmoHamu3anyy, 00bACHEHHBIN yepe3 Persuasion Knowledge Model. TlpennoxxeHa koHIENTyalbHast MOJCITH
BocripusTHs influence-nHTerpanuii, uHTErpHpylomas Tteopuio BocrpusitHsi, PKM U KOTHUTHBHBIH IHCCOHAHC.
Pe3ynbraThl MMEIOT MpPaKTHYECKOE 3HA4YeHHE /JIsI ONTHMHW3AIMM KpeaTHBHBIX mponeccoB influence-areHTcTB M
pa3paboTKu pre-test ppeiMBOPKOB.

KoaroueBble cyioBa: Bocnpusithe pekiambl, influence-mMapkeTuHr, HaTHBHAasi peKJiama, PpEKJIAMHBIH KpeaTus,
HelipomapkeTuHr, FaceReader, korHuTHBHBII auccoHaHc, persuasion knowledge.
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Tyiiingeme. Makanana influence-uHrerpanusiap GopmarbslHIaFsl HATHBTI JKapHaMaHbl KaObU1ay MapajioKChl
3eprreneni. 3eprrey apanac oxicieH xyprisinai: FaceReader 6er sMoumsiiapsi TaHy KyHeciHIH fepekTepi cayanHaMa
HOTWKEJIEpIMEH ~ CaJIBICTBIpBUINBL.  blHTamanaplpy  marepwansl —  KaszakcTaHablk  influence-areHTTiKTiH
nH}IIOCHCEepIIepiHiH TOpT OeHHepoiMKi: eKki HaTWBTI koHe eki arpeccuBTi ¢opmar (N=11). 3eprrey 3MOUMAIBIK
KAyalTbIH HETi3ri (aKTOpbl «HATHUBTI VS arpecCHBT» IUXOTOMHS €MeC, >KapHaMaJbIK aKMapaTThl amry coTi MeH
nHbIIOeHCep OeiHEeCIMEH COMKECTIK Jopekeci eKeHiH aHBIKTaAbl. TapTy MEH eHIMIe KBI3BIFYIIBUIBIK apachIHIAFbI
KYHeni ammakTeIK Ta0su1abl. EpikTi eMec MUMHKANBIK peaklns MEeH CaHaJIbl ©31H-031 Oaranay apachIHIAFbl alIIaKThIK
ansIKTaIsl. Influence-mHTerpanusapael KaObUIIAYABIH TY)KBIPBIMIAMAJIBIK MOZET YCHIHBIIIBI.

KinTt ce3aep: xapHamanbsl KaObuimay, influence-mMapkeTHHI, HATHBTI JKapHaMma, S>KapHAMalbIK KpeaTwB,
HelipomapkeTnHr, FaceReader, KOTHUTHBTIK JMCCOHAHC.

THE PARADOX OF NATIVE ADVERTISING PERCEPTION:
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Abstract. This study investigates the paradox of native advertising perception in influencer integrations. A mixed-
methods neuromarketing design was employed: FaceReader facial emotion recognition data were triangulated with post-
viewing survey results. Four influencer videos from a Kazakh influencer agency served as stimuli — two native and two
aggressive format (N=11). The findings demonstrate that the key driver of emotional response is not the native vs.
aggressive dichotomy, but the product reveal moment and the degree of product-influencer fit. A systematic engagement—
interest gap was identified: viewers engage with content but do not develop product interest. A divergence between
involuntary facial reactions and conscious self-assessment was discovered, explained through the Persuasion Knowledge
Model. A conceptual model of influencer integration perception is proposed, integrating perception theory, PKM, and
cognitive dissonance. The results have practical implications for optimizing creative processes at influencer agencies.

Keywords: advertising perception, influencer marketing, native advertising, advertising creative, neuromarketing,

FaceReader, cognitive dissonance, persuasion knowledge.

Beenenue

Influence-mapkeTuHr 3a  mocneaHee
JECATUIIETHE TpaHc(hOpPMHUPOBATICS u3
9KCIEPUMEHTAJIBLHOTO dbopmara B
CHCTEMO0OPa3yIONINii KOMITOHEHT PEKJIaMHBIX
koMmmyHuKanuii. [lo manaeiM  Influencer
Marketing Hub (2025), mMupoBoii pbIHOK
JIOCTUT PEKOPAHBIX 33 MipA AoJuiapoB B 2025
roay, MpPOJEMOHCTPUPOBAB CPEIHETOA0BOM
poct cBbiue 33% 3a gecarwierue. B
[{enTpanpHoil A3un 06béM pbiHKa influence-
pekJiaMbl olleHuBaeTcs B 64,4 MIIH J0J11apOB
(CAGR 8,1 %), a B Kazaxcrane — okoino 34
MIIH A05u1apoB B 2024 rogy npu nporxose 48,2
MiH K 2028 rogy; cpeau KIIOYEBBIX TPEHIOB
nepexox K COTPYOHHYECTBY €
MUKpOMH(]IIOEHCEpaMH M aKUEHT  Ha
BU3YyaJbHOM cTOopHUTesIuHre (Statista, 2025).

Mexay TeM, CTaHAapThl  OIEHKH
3P dEKTUBHOCTH influence-pexiambl B
Kazaxcrane OTPaHUYUBAIOTCS

KOJTMYEeCTBEHHBIMU MeTpukamu oxBara (CPM,
CPV, ER). DOTu METpUKH OIHCHIBAIOT
IOBEPXHOCTHBIM CJOM BO3ACHUCTBUS W HE
pPacKpbIBalOT ~MEXAHU3M  BOCHPHUSATHS
LEMOYKY  «3MOLMOHAJIBHBIA  OTKIUK —
dbopMupoBaHuEe JOBEpUS — TPUHITHE WIN
OTTOPKEHHUE PEKIIAMHOTO MOoChUIa». MIMEeHHO
crieniuka BOCTIPHUATHS SBISETCSA KIIOYOM K
MOHMMAHUI0 TOrO, modeMy onHu influence-
WHTETPALMK BBI3BIBAIOT JIOBEPHUE U UHTEPEC, A
JIpyrue — pasIpax€eHue, BHE 3aBUCUMOCTHU OT
dbopmara momavm.

AKTYyalnbHOCTb UCCIICIOBaHUS
ompenensercss  Tpems  dakropamu:  (a)
CTpeMHUTENbHBI pocT pbiHKa influence-
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mapketnHra B Kaszaxcrane mpu oTCyTCTBUU
Hay4yHBIX pabOT 0 MeXaHU3Max BOCIPUATHUS B
JTAHHOM KOHTEKCTe; (0) JOMUHUpOBaHUE B
UHIyCTPUM TPEJCTaBICHUsI O Oe3yCIIOBHOM

IIPEBOCXO/ICTBE HATWBHOTO (opmara, He
MOJTBEPKAEHHOTO SMITUPUYECKH; ()
OTCYTCTBHE paoor, UHTETPUPYIOLTUX

HelipomapkeTuHTroBbIe AaHHbIe (facial coding)
U omnpocHble AaHHbIE ais oueHku influence-

UHTErPALU.

Ilenv  uccnedosamusi —  BBIIBUTH
0COOEHHOCTH BOCIIPUATHSA influence-
WHTETpallMii HAaTHBHOTO W  arpecCHBHOTO

(bopMaToB 1 ONPEAETUTH (PAKTOPHI, BIAUSIOIINE
Ha SMOLMOHAJIBHBIA OTKIUK U MPOIYKTOBBII
UHTEPEC ayAUTOPUH, HA OCHOBE TPUAHTYJIALIUH
HEWPOMAPKETUHIOBBIX U ONPOCHBIX JAHHBIX.
Ob6vexm — peKIaMHble KPeaTUBBI.

IlpeOmem — SMOIIMOHAIBHBIE W
KOTHUTHBHBIE  PEAKLUM  ayIUTOPUU  HaA
HaTUBHBIE U arpeccuBHbIe (hopmatsl influence-
HHTErpanui.

Hayynasa  noeusma:  BUEpBbIE B
Ka3aXCTaHCKOM KOHTEKCTE IPUMEHEH

CMEIIaHHBI HEUPOMApKETUHIOBBIA JU3aliH
(facial coding + onpoc) st ouenku influence-
MHTEerpanuil 1 mpeuiokeHa KOHLENTyalbHas
MOJIENb BOCTIPHUSTHSA, MHTETpUpYIOIIas
HEUPOPU3HOTIOTUYECKIUIT U CYObEKTHBHBII
KaHaJIbl JTaHHbIX.

O0630p JuTEpaTypHI

Bocnpuamue kak npoyecc obpabomku
PEKNaMHOU unghopmayuu. Bocnpusarue
(perception) sBisieTcst  (pyHIAMEHTAJIbHBIM
MICUXOJIOTMYECKUM IPOLIECCOM,
OIIpEAEIAIOIUM B3alMOJIEHCTBHE
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noTpeduTenss ¢ peKkiaMHbIM  KOHTEHTOM.
ConoMOH B KJIACCMYECKOM  y4YEOHMKE
«Consumer Behavior» omnpenesseT
BOCIIpUATHE KaK TPEXCTAIUNHBIA IIpoLecC,
MOCPEACTBOM KOTOPOTO JIFOAM  OTOUPAIOT,
OpPraHu3yl0T MU UHTEPHPETHPYIOT CEHCOPHBIC
ctumyibl (Solomon, 2020: 88). IlepBas cranus
— DKCHO3UIUA (€Xposure): CTUMYI MOMaaeT

B 30HY JEHCTBHUS PELENTOPOB; CYIIECTBYIOT

a0COJIIOTHBIN opor (MUHMMaIBHAS
WHTCHCUBHOCTh  JUIsI ~ OOHapy>KEHHUs) W
mudQepeHIaTbHbBI  TIOPOT,  ONMHUCHIBAEMBIN
3akoHOM BebGepa. Brtopas — BHuUMaHwHe
(attention):  HampaBlIeHHWE  KOTHUTHUBHBIX
pecypcoB  Ha  00pabOTKy  KOHKPETHOTO

CTHUMYJIa; B YCJIOBUSIX CEHCOPHOW NEPErpy3Ku
NOTPEOUTENN OCYLIECTBIISIIOT CEJIEKTHUBHYIO
bunpTpanuio yepes MEXaHU3MBbI
NEePLUENTUBHON OAUTETHLHOCTH, ePLUENTUBHOM
3amuThl ¥ aganrtauu (Solomon, 2020: 104—
108). TpeTbst — MHTEpIIPETAIUS: IPUCBOCHHE
CTHMYJy 3HA4E€HHUS Ha OCHOBE KOTHHUTHBHBIX
CXeM W TpeiiecTBytoiero onsita (Solomon,
2020:  109). KiroueBass ~ 0COOEHHOCTH
BOCTIPUSTHSI — €r0 CEJIEKTUBHOCTB: JIIOJIU
00pabaThIBalOT HE BCE CTUMYIIBI, @ (PUIBTPYIOT
UX yepe3 MepLENTHBHbIE MEXaHU3MBI, 4YTO B
PEKIIaMHOM  KOHTEKCTE TPOSBISIETCS  Kak
«peknaMHas cienota» (Solomon, 2020: 106).
s influence-mapkeTHHra 3TO0 03HAYaeT, 4TO
CTHUMYJ, pAaclo3HaBaeMbIi KakK pekiiama, C
BBICOKOH  BEpPOSATHOCTHIO  TOJBEPTHETCS
NEepLENTUBHOM 3aluTe.

Kotnep, Kemnep u UYepner B 16-M
W3JJaHUH «Marketing Management»
ONMCBHIBAIOT ~ pEeKJIaMy  Kak  KJIFOYEBOMH
WHCTPYMEHT MapKETUHTOBBIX KOMMYHHKAITHHA
U ONpPENCNSIOT PEKIAMHBIA KpeaTuB Kak
CoZIepKaTeIbHO-BU3YaIbHYIO bopmy
PEKJIaMHOTO  COOOUIeHHs,  MOCPEACTBOM
KOTOpOH OpeHj AocCTaBisieT WH(POPMALHUIO O
npoaykTe no 1meneoit ayautopun (Kotler et
al., 2022: 640). ABTOpBI MOJYEPKUBAIOT, YTO
3h(HEKTUBHOCTh PEKJIaMbl OIpPEAETACTCS HE
CTOJIbKO ~ YacTOTOW  KOHTaKTa,  CKOJBKO
KaueCTBOM KPEAaTHBHOTO pEIICHUS ero
CHOCOOHOCTBIO TpPHBIEYh BHHMaHUE, OBITh
3allOMHEHHOM M BBI3BaTh IICJIEBYIO peakiuio. B
influence-mapkeTHHTE POJIb  KKPEATHBHOTO
peIIeHUsD MIPUHA]ICKUT caMmoMmy
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uH(IIIOCHCepY: UMEHHO €ro MaHepa MoAayH,
CTHUJIb KOHTEHTA u JUYHOCTHBIC
XapaKTEePUCTUKH OMPEIEIAIOT, KaK ayIuTOPHs
Bocnpumet pexinaMubiid ocsul (Kotler et al.,
2022: 648).

Hamuenas pexnama u mexanuzmul
pacnosnasanus.  BoWablHCKM W DBaHC
MPOBEJIN HKCIIEPUMEHTAIILHOE HCCIIEIOBAaHNE
(N=242), B KOTOpPOM MAaHHUITYJIMPOBAIH
MO3ULIMEN U SI3BIKOM MapKUPOBKH HATHBHOM
pekiambl (disclosure) Ha HOBOCTHOM CaiTe.
Pesynprarel mokazand, UYTO pa3MeIICHHE
MapKUpOBKM B BEpXHEH 4YacTH CTaTbu
YBEIMYMBACT pACIIO3HABAHHE pPEKJIAMBI 0
60 %, Torna Kak pa3MeIleHUE B CepearuHe WU
KoHIle cHiKaeT ero a0 2040 %. IIpu stom,
KorJa pekiama pacrno3Haércs «c
OTI03/IaHUEMY, OLIEHKU JIOBEPHUS M OTHOIICHUS
K CIOHCOpPY 3HAYUTEIBHO YXYIIIAIOTCS IO
CpaBHEHHIO C CHUTYaIHeH, KOT/a MapKHUpPOBKa
ObL1a 3ameTHa ¢ camoro Hadasna (Wojdynski &
Evans, 2016: 163). Drtor pe3ynbTar uUMeeT

npsMOe  3HAYeHWe ISl HACTOSIIEro
uccnenoBanus: B influence-uHTerpanusx
MoMeHT product reveal QyHKIHMOHATBHO

AQHAJIOTUYEH MapKUPOBKE 3TO TOYKa, B
KOTOPOHM ayJUTOPHUSI OCO3HAET KOMMEPUYECKUM
XapakTep KOHTEHTA.

Komnbenn u Mapke Ha ocHOBe 0030pa
WHIYCTPUAIbHBIX  HPAaKTUK W CEpUH
Kau€CTBEHHBIX MHTEPBBIO C MAapKETOJIIOTaMHU U
norpedurensmMu (N =32) npunuid K BbIBOAY,

yro HauOonee d>(dexkTuBHas  HaTUBHas
pekilaMa — HE «CEKpeT», a IPO3pavyHBbIH,
OpPTraHUYHO BCTPOCHHBIH dopmar.

[Torpebutenu HEHAT «4ECTHYIO» HATHUBHYIO
peKJlaMy: KOHTEHT, KOTOPBIM HE MacCKUpPyeT
CBOM KOMMEpUYECKHH XapakTep, HO IPH I3TOM

IpenaraeT  peleBaHTHY0 U IOJIE3HYIO
nH(}OpMaIHIO. ABTOpBI bopMyIHpPYIOT
MNPUHLMIL:  OTKPBITOCTH  CIIOHCOPCTBA  HE
cHIKaeT A(Q(EeKTUBHOCT, TMpPH  YCIOBHUH

BBICOKOTO KauecTBa koHTeHTa (Campbell &
Marks, 2015: 602—-604).
Influence-mapremune: oosepue,
coomeemcmeue u napacoyuaibHole
omnowienus. XopToH u Bomp onmcanu
(eHOMEH TapacoMaIbHOTO B3aUMOACHCTBHS
(parasocial  interaction) WJUTIO3UIO
MEXJIMYHOCTHBIX OTHOIIICHUH MEXIy
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3pUTEIEM W MEIHAllePCOHOMN, BO3HUKAIOIIYIO
IOpU PEryIsPHOM OJHOCTOPOHHEM KOHTAKTE
(Horton & Wohl, 1956: 215). B konTekcre
social media »3toT »AddexT npuobdperaeT
0COOyI0 ~ MHTEHCUBHOCTH: €KETHEBHBIN
KOHTEHT Oniorepa — stories, npsiMble 3QHpHI,
OBITOBBIC  ITyOJUKAIIMH dbopmupyer 'y
NOANKUCYMKOB  OIIYIICHHE  «3HAKOMCTBAY,
KOTOpO€ [0  CBOMM  XapaKTePHCTUKaM
npuOIMKaeTcs K peanbHol aApyxoe. iMeHHO
napacolyaNbHbIe  OTHONICHHWS  CO3/aI0T
OCHOBY Ui JIOBEpHSl K PEKOMEHIALUsIM
UHQIIOEHCEpa:  TIOANUCYUK  BOCIHPUHUMACT
PEKOMEHJAIMI0 HE KaK pPeKyiaMy, a KaKk COBET
3HAKOMOTO YeJIOBEKa.

Jly m IOanp mnposenn ompoc 538
nosib3oBarenieii social media m moctpomnH
CTPYKTYpHYIO MOJIENIb, B KOTOPOH MPOBEPHIIN
BIIMSIHUE XapaKTEPUCTHK HHQIIOCHCEpa U
KOHTEHTAa Ha JIOBepue K OpEHIUPOBAHHOMY

KOHTEHTy.  Pe3ynprarbl  mokasaim,  4TO
BOCIIpHHMMaeMasi WH(popMaTHUBHAS 1IEHHOCTH
(informative value) KOHTCHTA u

BOCIIPUHUMAaeMast I0CTOBEpHOCTH (credibility)
uH}IIOeHCepa SABIAIOTCS ABYMs KIIIOYEBBIMU
IPEIUKTOpaMU TOTPEOUTENHCKOTO JOBEPHS.
ITpu 5TOM mMapacouManbHOE B3aUMOACHCTBHE
BBICTyIAeT yCUIIUTENEM 000UX A3PPEKTOB: YEM
CHWJIbHEE  OINYIIEHHE  «3HAKOMCTBa»  C
O1orepom, TEM BBIIIIE T0BEpPHE KaK K KOHTEHTY,
Tak U K peknamupyemomy Openny (Lou &
Yuan, 2019: 66-68).

e Beiipman, Kaybep u Xagnepc
IPOBENHN 3KCIIEPUMEHTAIILHOE HCCIEeI0BaHHE
(N=192) BnusiHUSI KOJIMYECTBA IMOAMHCUUKOB

uH}II0eHcepa u «JIUBEPreHTHOCTN
pPEKIAMHPYEMOI0 MPOIYKTa Ha aTTUTIONBI K
OpeHny. ABTOpBI YCTaHOBUJIH, 4TO

COOTBETCTBUE MPOYKTa 00pa3y uHGIOeHCepa
(product-influencer fit) SBJISIETCS
KPUTUYECKUM MOJIEpaTOpOM: TPH BHICOKOM
COOTBETCTBUHM HH(]IIOCHCED C  OOJIBIIUM
YHCIIOM MOANUCYUKOB YCHIIUBAET MO3UTHBHOE
BOCTIpUSTHE OpeHIa; TP PACXOXKICHUHU
MEXY MPOIYKTOM U HMPUBBIYHBIM KOHTEHTOM
uHpmroencepa >(PGdeKT HHBEPTUPYETCI —
OOJBIIIOE YHCIO TONMUCYMKOB AKTUBUPYET
CKETITHIIN3M, MOCKOJIBKY ayAnTOpUs
BOCIIPUHUMAET MHTETPanuio KaK
«mpopaxHyto» (De Veirman et al., 2017: 810—

28

815). JlaHHBIH BBIBOJ OOBSCHSET, IOYECMY
(dhopMar mogaun MOXKET OKa3aThCsl BTOPHYHBIM
110 OTHOIIECHHWIO K COOTBETCTBHIO MPOAYKTA M

uH}IIIOCHCEepa.
Persuasion  Knowledge  Model u
MexXaHu3Mul COnpomuenenHus  pexkiame.

Opucrax u Paidt npemnoxwim Persuasion
Knowledge Model (PKM) — komruiekCHYO
TEOPETUUECKYI0 PaMKY, OMHUCHIBAIOIIYIO, KaK
noTpeOuTeNd  Ha  MPOTSHKEHUH  JKU3HHU
HAKaIUIMBAIOT TPU THUIMA 3HAHUN: 3HAHUS 00
arenre (agent knowledge), 3HaHust 0 Teme
(topic knowledge) u 3HaHuUA O TaKTHUKax
yOexIeHus (persuasion knowledge).
AxrtuBanusa persuasion knowledge mnpu
pacro3HaBaHUM PEKJIAMHOTO  BO3JCHCTBHUS
3allyCKaeT «KONMUHIOBBIE» CTpaTeruu
KOHTPapTryMEHTAIIHIO, CKETITUIN3M,
o0eclieHUBaHUE HCTOYHUKA, dMOIMOHAIBLHOE
muctannupoBanne (Friestad & Wright, 1994:
1-5). PKM o0bsicHsieT, moueMy noTpeOuTenu
MOTYT OJTHOBPEMEHHO HaCNaXIaThCs
KOHTEHTOM HH(]IIOEHCEpa M  HEraTUBHO
pearupoBath Ha pPEKIAMHYIO BCTaBKY: O3TH
peakuuu OIPEIEIISIOTCS pasHbIMU
KOTHUTHBHBIMH CHCTEMaMH.

Boii, @umep u MoitH B cepun U3 TpEX
JKCIIEPUMEHTOB IIPOBEPHIIA 3¢ deKThI
akTHBaLuu persuasion knowledge B koHTekcTe
CKPBITOrO MapkeTHHra. [IepBbiil dKCIIepUMEHT
HoKazal, 4TO UH(POPMHUPOBaHUE
noTpeOuTeNeil 0 CKPHITOM MapKETHHTE BEJET K

CHIDKCHHIO  OIeHOK  OpeHma.  Bropoii
yCTaHOBUJ, 4YTO 3(p(deKT Moaepupyercs
BOCIIPUHUMAEMONM  YMECTHOCTbIO TaKTHKU:
€clIM  MOTpeOUTeNb  CUMUTAeT  TaKTHKY
JOMyCcTUMOM,  HeraTuBHbBIH  3¢pdext PK
ocnabnsercs. Tpetuit 9KCIEPUMEHT
MOATBEPIMJ, YTO OTKPBITOE CIIOHCOPCTBO

BOCIIPUHUMAETCSI KaK 0ojiee yMeCcTHOe, YeM
CKPBITOE, M BBI3BIBAET MEHEE BBIPAKEHHYIO
PK-peakmuio (Wei et al., 2008: 38-42). Otu
pe3ynbTaTthl  OOBSICHAIOT, TOYEMY OTKpBITas
pekiaMa y Onorepa MOXKET BOCIPHHHUMATHCS
Jy4llle, YeM CKpBITast HATUBHAS MHTETPAIIHSL.
Awszenn n Tappaxu B Mera-ananuse 140
uccnenoBanuii (162 HezaBUCHMMBIE BBIOOPKH,
cymmapao ©Oonee 50000 pecrnoHIEHTOB)
cucteMaTu3upoBaian  ApdexTer  persuasion
knowledge u ycranoBwminu, 4to aktuBanus PK
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B CpeJHEM  yBEJIUYMBACT  HEraTUBHBIC
koruHroBble peakuuu (d=0,22) u cHuUKaeT
OnmarompusATHbIE OLEHKA W  HaMEPEHHUS;
3 deKT TOCTOBEPHO CHIIBHEE JUIS CKPBITBHIX
dbopmaros, 4em JUTSE OTKPBITHIX;
MOZCPHUPYIOIIYIO POJb HWIPAIOT THI MeEaua,
BO3pacT ayAUTOpPUM M CTENeHb JOBEPHUS K
ucrounuky (Eisend & Tarrahi, 2022: 12-16).
Pesynprarel MeTa-aHaliv3a MOITBEPKIAIOT,
YTO CKPBITHOCTH (opmara HE SBISETCS
0€3yCI0BHBIM IIPEUMYIIIECTBOM.
Koenumusnulii oucconamnc kax mexanusm
peaxyuu  Ha  product reveal.  Teopus
KOTHHUTUBHOTO  JUccoHanca  DecTuHrepa
OMKCHIBAET TICUXOJOTHYECKUI AUCKOMQOPT,
BO3HHUKAIOIINH npu OJTHOBPEMEHHOM
yIepKaHUU  MPOTUBOPEUMBBIX  KOTHHUIIUH;
YeNIOBeK  CTPEMHUTCS K  YMEHBIICHHUIO
JTUCCOHAHCAa Yepe3 U3MEHEHHEe OJIHON u3
KOTHHIIWH, TIOBEACHUS WIH T00ABIEHUE HOBBIX
anemenToB (Festinger, 1957: 18). B xoHTekcTe
influence-pexamMbl HCCOHAHC (OPMHUPYETCS
B MOMEHT, KOIJa 3pHUTeNb, YCTaHOBHUBIIHIA
NapacolMalbHyI0 CBS3b C  OlorepoM U
BOCTIPUHUMAIOLIUHA KOHTEHT KaK
AyTeHTUYHBIH, 0OHAPY)KNBAET KOMMEPUECKYIO
MOTHUBAIIMIO: KOTHUIMS «s JIOBEPSI0 ITOMY
YeJIOBEKY» BCTYIAET B KOHPIIUKT C KOTHUIHEH
«3TOT  YEJNOBEK TOJydaeT JEeHbIW 3a
pexoMeHganuio». MomeHT product reveal
SBIISIETCS TPUTTEPOM JIMICCOHAHCA,
OMOIMOHAIBHO TPOSIBISIIOIIMMCS B BHJIE
confusion, anger wiu disgust — peaxiuii,
¢ukcupyembix cucreMoil facial coding.
VIMeHHO naHHasi TeopeTHYecKas pamka
OOBSICHSIET TapaJloOKC HAaTUBHOCTH: (opmar,
NPU3BAHHBIA CHU3UTH CONPOTHBICHHE Yepes3
MacKHpPOBKY PEKJIAMHOTO XapaKTepa, MOXKET
YCUJIUTD ero, eciu MacCKUpPOBKa
OOHApY)XMBAETCS  CJIMIIKOM TO3IHO WM
HEOXXHJaHHO. YeM cuiibHee NapacolyalibHas
CBSI3b M YEM TIO3HEEC pACKPBITHE, TEM
UHTCHCUBHEE MOTEHIMAJIbHBIA TUCCOHAHC.
OTkpeITHI  (pOpMaT, HampOTHB, CHUXKAET
BEPOSTHOCTh JIUCCOHAHCA, IIOCKOJBbKY He
CO31aET JTOKHBIX OKUTAHUI.
Heupomapkemuneogole ~ memoowvt 8
pexnamuvlx  uccreoosanusx.  Ilmaccman,
AwmOnep, bpayturam u KeHHuHT B 0030pHO#
CTaTb€ CHUCTEMATHU3UPOBAIN BO3MOXKHOCTH
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HEWpPOHAYKH ISl peKJIAMHBIX UCCIICIOBAaHUN U
00OCHOBaJIM, YTO HEHPOPU3NOIOTHUECKUE
METOJbl PACKPBIBAIOT JIATEHTHBIC MPOIECCHI
00paboTKn peKIIaMHON uHpOpMaIUH,
HEJIOCTYIHbIC  TPAJAMIUOHHBIM  METOJaM:
HEMPOU3BOJIbHBIC 3MOITMOHAIBLHBIC PEAKITUN
HEPEIKO PACXOIATCS C  JACKIAPUPYEMBIMH
MPEIMOYTSHUSMU, I HMEHHO HETIPOU3BOJIbHBIE
peakiuu oOagaroT Ooitee BBICOKOH
MPOTHOCTUYECKOM BaJIMTHOCTBIO B
otHomeHun moBeAeHus: (Plassmann et al.,
2007: 155-160).

Teitmeiipa, Begenr u Ilutepc B
JKCIepuMeHTabHOM uccienaoBanun (N =77)
NPUMEHWIN aUTPEKUHT M M3MEPCHHE KOXKHO-
TUIbBAHWMYECKOW PEAKIUU TPU IMPOCMOTPE

BHUACOPCKIIaAMBbI u IIOKa3aJjiu, 4qTo
SMOLIMOHATBbHAS  BOBJICYEHHOCTh  SIBIISICTCS
,Z[BYX(I)aKTOpHOI‘/'IZ BCIIJICCKH IIO3UTHBHBIX

SMOIUI YIEp)KUBAIOT BHUMaHHUE, TOTJa Kak
MHTEHCUBHbIC HETaTUBHBIE 3MOLMM BEAYT K
MEPEKITFOUCHUIO. OnrumanbsHas
BUjIeOpeKIamMa (GOPMUPYET «IMOLIMOHAIbHBIE
MUKW B KPUTHUECKUX TOYKAX, PEIOTBPAIIas
otkmoyenne (Teixeira et al., 2012: 150-154).
DTOT pe3ynbTaT pelieBaHTeH [UIs aHalu3a
influence-ponnkoB: MomeHT product reveal
SIBIISIETCS KPUTHYECKOW TOYKOM, B KOTOpPOH
SMOLMOHANBHBIM ~ TpOoQUIL  ONpenesser,
COXPAHMT JIA 3PUTENH BOBICYEHHOCTb.

Meto KOIUPOBaHMS JMLEBBIX 3MOLMN
Bocxomut K Facial Action Coding System
(FACS), paspabotanHOi  DKMaHOM U
@puseHOM: cHCTEMaTH4ecKas TaKCOHOMHUS
MUMHUYECKHUX JIBKEHUH 4Yepe3 eAMHUIIbI
nevictBust  (Action Units), mo3BoJISIOIIAs
00BEKTUBHO KJ1accu(puIpoBaTh
sMouMoHanbHble BheIpakeHus (Ekman &
Friesen, 1978).  FaceReader  (Noldus
Information Technology) — mnporpamMmmuOe
pelieHue ISt aBTOMAaTHYECKOU
Kiaccu(uKauu ceMH 0a30BBIX  OMOIUH
(happiness, sadness, anger, surprise, fear,
disgust, contempt), HEHTPaTHLHOTO COCTOSHUS
U HHJEKCAa BOBJICUEHHOCTH B pealbHOM
Bpemenu (Noldus, 2023). JleBuncku, @pancen
nu Tan BamumupoBanmu FaceReader B
peKIIaMHOM KOHTEKCTE (N=36):
UHTEHCUBHOCTh MHMHYECKHMX pEaKIMHd Ha
pa3BIIEKaTEeNbHYI0 pEKIaMy IpEICKa3bIBAET
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aTTUTIONBI K pekiiame u Opennay; FaceReader
JOCTUTaeT TOYHOCTH okoio 89% 1o
cpaBHeHUIO ¢ pyuHbIM FACS-kogupoBaHuem
(Lewinski et al., 2014: 8-10).

PyseBuuyrte, KammsiitHep u bucBac B
CepHH U3 IIECTH IKCICPHUMEHTOB (CyMMAapHO
Oonee 1100 YYaCTHHKOB)
MIPOIEMOHCTPUPOBAIIH, 4TO CEHCOpHas
MOJAIbHOCTh PEKJIIAMHOTO CTUMYJIa BIIUSET Ha
BOCIIPUHIMAEMYI0 ONMU30CTh K MPOAYKTY:
ONb(aKTOpHbIE  CHUTHANBl  yBEJIUYUBAIOT
YyBCTBO (DU3UYECKOH ONM30CTH TPOIYKTa,
MOBBIIIAS €r0 MPUBIIEKATENbHOCTh. (et He
3aBUCUT OT OCBEJAOMJIEHHOCTH NOTpEOUTES,
YTO YyKa3blBa€T HA BHCIEpAIbHYIO, a He

KOTHUTHBHYO IPUPOTY BO3JICHCTBUS
(Ruzeviciute et al., 2019: 8-12). Otu naHHbIe
MIOJITBEPIKIALOT, 9TO HEOCO3HABaeMbIC

CEHCOPHBIE M SMOILIMOHAJbHBIC pPEaKIUU
BIMAIOT HA TIPOJYKTOBBIE OLEHKH 4epe3
MEXaHHU3MbI, OTIUYHBIC OT JEKIAPUPYEMbIX
MPEANIOYTECHUIA.

Meiiepc-JleBu u Jloken
CHCTEMAaTHU3UPOBAJIH TEHICPHBIC pPa3IHuus B
NOTPEOUTENBCKON  TICUXOJIOTUU:  KEHIIHHBI
CKJIIOHHBI K  KOMIUIEKCHOW  00paboTke
(comprehensive processing) — aeTalbHOMY
aHaM3y MHOXKECTBa aTpuOyTOB, BKIIOUYAs
nepudepuitHpie U SMOIMOHATBHBIC; MYKUHUHBI
— K CeJeKkTUBHOW oOpaboTtke (selective
processing) — (HOKyCHpOBKE Ha KIIIOYEBBIX,
3aMETHBIX arTpuOyTax ¢ WrHOPUPOBAHUEM
nepudepun. ABTOpPHI OKA3alld, YTO PA3TUIUS
YCTOWYMBBI Ui PEKJIAMHOTO KOHTEKCTa W
NPOSIBIIIOTCS. KaK BO BHUMAaHWHU, TaK M B
orneHOYHBIX mporeccax (Meyers-Levy &

Loken, 2015: 282-286). [IpuMeHHUTENBEHO K
influence-uHTerpanusiM 3TO HPEAIONIATAET,
YTO MYXUYUHBl C OOJbIIEH BEPOSTHOCTHIO
dhopmMupyrot pe3KHiA OTKITUK npu
pacrio3HaBaHMM  peKJaMbl, TOrga  Kak
KECHIIHBI OCYILECTBIISIOT Ooinee
HIOAHCUPOBAaHHYIO 00pabOTKY KOHTEKCTA.
Ilpoben ¢ uccneoosanusnx. Hecmorps Ha
OOIIMPHBII KOpHyc paboT IO KaXAOMYy M3
PaccMOTPEHHBIX HarpaBJICHUH,
UCCIICIOBAHUS, HHTEIPUPYIOLIME  TEOPHIO
Bocrpusitusd, PKM u HelipoMapKeTHHIOBBIE
METOAbl B €IUHOM Ju3aiiHe /i1 OLEHKHU

influence-unTterpanmuii, MIPaKTUYECKU
orcyrcTBylOoT.  CymiecTBytomue  paboTbl
paccMaTpUBaroT OT/ICJIbHBIC aCTICKTBI:

HATUBHYIO pPEKJIaMy B HOBOCTHBIX KOHTEKCTaX
(Wojdynski & Evans, 2016), noBepue K
unpmoencepam (Lou & Yuan, 2019), PKM-
peakuu Ha CKpbITHIH MapkeTuHr (Wei et al.,
2008) — HO HE COENUHAIOT UX B EIUHYIO
Monenb Bocmpusatus influence-koHTenra. B
Ka3aXCTaHCKOM KOHTEKCTE
HEHpPOMapKETHHTOBBIE UCCIICIOBAHUS
influence-pexyiamMbl paHee He NPOBOAUIHCE.
Hacrosimasi pabGota mpu3BaHa BOCHOJIHHUTH
3TOT MpooeI.

KonunentyanbHas monesan. Ha ocHoBe
aHalu3a JIUTeparypsl MpeUIokeHa MOEhb
(Puc. 1): influence-unterpanus (crumyn) —
NepUENTUBHBIA GUILTP [MOEpaTOpPBI: popMaT
+ product-influencer fit] — sMouMoHaNBHBIN
OTKJIUK (Heltpodu3NOTOrHUECKUI u
OCO3HAHHBI YpPOBHH) —> Tpurrep: product
reveal  (KOTHUTUBHBIH  JTUCCOHAHC) —
MIPOIYKTOBBIA HHTEPEC.

SJIeMEHT MOJIe/IH Conepixanune Teopernyeckasi 0CHOBa
Crumyn Influence-unrerpanus Solomon, 2020
Mogeparop 1 @DopMaT: HaTUBHBIN VS arpeCcCUBHBII Wojdynski & Evans, 2016
Mogaeparop 2 Product-influencer fit De Veirman et al., 2017

Tpurrep Product reveal

Festinger, 1957; Friestad & Wright, 1994

OTKJIHK (HeWpo)

FaceReader: 7 smonmii + engagement

Ekman & Friesen, 1978; Lewinski et al., 2014

OTkJHK (0CO3H.)

Omnpoc: 10Bepue, OPraHUUHOCTh

Kotler et al., 2022

Pesynsrar IIponyKTOBBIH HHTEpEC

Lou & Yuan, 2019

[IpuMedanre — coCTaBIEHO aBTOPOM

Pucynok 1 — KonuenryajabHasi Mmoaeab Bocnpusitus influence-unrerpaumii

I'unote3bl. H (ocHOBHAs): BoCTIpHATHE
influence-unterpanuii  ompenensercss  He

cTobko  (opmMaroM  momaYM,  CKOJBKO
crenenpio product-influencer fit u xauecTBOM
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product reveal. H1 (dbopmar): HaTHUBHBII
dopmar He obecneunBaeT OE3yCIOBHOTO
IPEUMYIIECTBA; npu BBICOKOM fit
arpeccUBHBIN ¢dopmar MOJKET
BOCIIPUHHUMATHCS CTOJIb K€ OpPraHUYHO.

Mertononorus

JAn3aiin. HeiipomapkeTrHroBoe
UCCIICIOBaHWE B  CMEIMaHHOM  (opmare
(mixed-methods) ¢ BHYTpUCYOBEKTHBIM
J3aiiHOM (within-subjects). Kaxxnpiii
PECHOHJIEHT TMOCJIEOBATEIILHO MPOCMOTPEN
YEeThIpE pOJMKAa C MapajljIesIbHON 3aluchbio
MHUMHYECKUX peakumii cuctemor FaceReader
U TIOCJIEAYIOLUM 3alI0JJTHEHUEM aHKETHI 110Ce
Ka)/I0r0 POJIMKA.

CrumyabHblii  marepuan. UYetsipe
BUJICOPOTTUKA NH(MITIOEHCEPOB Ka3aXCTAaHCKOTO
influence-arenTcTBa, OTOOpPaHHBIX o
KpUTEpUI0  KOHTpacTa  (opMaToB:  JBa
HaTuBHBIX — Pomuk A (mpomykroBas
KaTeropusi: MOJIOUYHBIE MPOAYKTHI;, MPOIYKT
OpPTaHWYHO BCTPOCH B JIMYHBIA KOHTCHT) H
Pormuk b (HEsABHBI peKIaMHBII OOBEKT;
3pUTENb HE MOXET OJIHO3HAYHO OMNPEIENUTh,
4TO pEeKJIaMUpPYeTCs); JBa arpecCHUBHBIX —
Ponmuk B (cpenctBa mo yxomy; OTKpbITast

JTUPEKTUBHASI TMPE3CHTALUS C JIMYHOCTHBIM
xykoM) u Pomuk I' (mpomoakuus; paHHee
PacKpbITHE PEKIAMHOIO XapakTepa B IEpBbIE
3-5 cekyHpn).

Boioopka. N=11 (ymoOHas BBIOOpKa;
noOpoBosbHOE y4actue). Ju3aifH HampaBiieH
Ha ampoOaluio METOJOJOTUU U TEHEPALUIO
THIIOTE3.

Hucrpymenrapuii. (a) FaceReader
(Noldus, 2023): aBTOMaTHYECKas
kinaccudukaius 7 6a30BbIX 3MOIMKA + neutral
+ engagement B peaJbHOM BPEMEHHU Ha OCHOBE
FACS (Ekman & Friesen, 1978). (0)
[ToctnpocmoTtpoBasi aHkera: wmkaiasl -5 —
IPUSTHOCTD, OpPraHUYHOCTb, J0BEpue,
UCKPEHHOCTH, HaBSI3UMBOCTh,  JKEJIAaHUE
IPOMYCTUTh, HTHTEPEC K IPOAYKTY.

Anamm3. (1) mnokazpoBbli  aHanu3
muHamuku FaceReader ¢ unentudukanumeit
«Touek mepenoMay; (2) pacu€r cpennux (M)
no OmpocHbIM InkanaMm; (3) cpaBHEHHE
dopmatoB; (4) comocTaBleHUE HEUPO- W
ONPOCHBIX  JaHHBIX  (KOHBEPIeHIUs VS
pacxoxienue); (5) 9KCIUIOpaTOPHBIN aHAU3 B
paspese mnoia.

Taoanna 1 — CBoaka MeToa0J0rHYeCcKoro Ju3anna

IMapameTtp Onucanue
Jwzaiin Within-subjects, 2 popmara x 4 ponmka
CtumyIsl 2 HatuBHBIX (Pommk A, B) + 2 arpeccuBabix (Pomuk B, I')
N 11
HeiiponHCTpYMEHT FaceReader (Noldus): 7 smormii + neutral + engagement
Onpoc [kanel 1-5, 7 KOHCTPYKTOB
[Ipumeyanne — cOCTaBIEHO aBTOPOM

Pesyabrarsl u 00cyx1eHue

Posimk A (HATUBHBIH: MOJIOYHBbIE
npoaykrtbl). FaceReader BbisIBHII 4ETKYIO
¢dazoByto aumnHamuky (Puc. 2): Havano —
contempt + engagement/joy
(OpHeHTHpPOBOUHAS pEaKIMs, IO3UTUBHBIH
OTKJIMK Ha Omorepa); Tema (UHAHCOBBIX
TpyaHocTeil — sadness mpH COXpaHEHHUHU
engagement (dommarus); product reveal —
engagement pe3Ko BO3paCTaeT, OTHAKO Y YaCTH
aynutopun (pUKcUpyroTcs nuku disgust/anger.
Ompoc: obmee Bmnewyarienne M =3,73;
nosepue M =3,55; oprannuHoctb M =345;
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HaBs134nMBOCTh M = 3,11; nHTEpEC K MPOIYKTY
M=3,00. KiroueBoli mNaTTepH: HaTUBHAas
mojaya yAep)KUBaeT BHUMAaHWE (BBICOKHU
engagement), ofHaKo MOMeHT product reveal
BBI3BIBAET MHMHYECKOE COTPOTUBIICHUE, HE
oTpaxatomeecss B camooTuére. [lanHoe
pacxoxaeHne OOBSICHSAETCS JByXYPOBHEBBIM

TICUXOJIOTUYECKUM MEXaHU3MOM. Ha
HETIPOM3BOJIBLHOM ypoBHE product reveal
3aIlyCKacT KOTHUTHUBHBIN JUCCOHAHC

(Festinger, 1957): xorHULIUSI «SI COTIEPEKUBAIO
O10repy» BCTyIaeT B KOH(UIMKT C KOTHULIUEH
«MHE TPOJAIOT TMPOMYKT», YTO TPOSBISETCS
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MUMHYECKUMU Tukamu disgust um anger —
peakuusMy, TUIMAYHBIMU JJIS PacrO3HAHUS
oOmana jgoBepusi. Ha oco3HaHHOM ypoOBHE
3pUTeNh  pa3pemiaeT  JMCCOHAHC  4Yepe3
palMOHAU3AIMIO: TIApacoIlHaIbHAsT CBSI3b C
undmoencepom (Horton & Wohl, 1956)
CIIY’)KUT KOTHUTHBHBIM OydepoM, I03BOJIsS
NepEeUHTEPIPETHPOBATD pexiamy Kak
UCKPEHHIOO PEKOMEHIAIIHIO. Nwmenno
MIO9TOMY OIIPOCHBIE OIICHKH OKa3bIBAIOTCS
MO3UTUBHEE  MHMHUYECKUX:  IOTPEOUTENH
MOAABIISIET NMEPBUYHYIO 3AIIUTHYIO PEaKIHIO,
4TOOBI COXPAHUTh KOTHUTUBHYIO LIEJIOCTHOCTh

OTHOIIIEHUH ¢ Oiorepom. DhdeKT cornacyercs
¢ PKM (Wei et al., 2008): axruBamms
persuasion knowledge mnpoucxomut, HO
KOTIMHTOBAs peaxuus CMSITUACTCS
BOCIIPUHHUMAEMOMN YMECTHOCTBIO
PEKOMEH1alu Y. MapKETUHIOBOU

Jos

IPAKTUKH 3TO O3HAYAET, YTO HATHBHAs MoAavya
3G PEKTUBHO MaCKUpPYeT peKjiaMy Ha ypOBHE
OCO3HAHHOM OLIGHKH, HO HE Ha YPOBHE
HEMPOU3BOJIBHON PEaKIIMH, KOTOpasi, COTIIACHO
Plassmann et al. (2007), obGnamaer Oosee
BBICOKOM TMPOTHOCTUYECKON BAJIHMIHOCTHIO B
OTHOIIICHUU TIOBECHHUSI.
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Pucynok 2 — Jlunamuka smouuiit FaceReader: Ponuk A (HaTUBHBIHM, arperupoBaHHbIE OanHble 6cex
PpecnoHoenmos)

Ponmuk b (HaTuBHBIA: HesCHBIN
00bexT). FaceReader (Puc. 3): npu HescHOM
pexkiiaMHOM  Tmockuile  —  confusion  +
anger/disgust; Ha OTHEJBHBIX MOMEHTax
¢ukcupyrorcss anger/disgust + fear. Ompoc:
obmiee M =3,00; noBepue M = 3,33; unrepec
M=2,44 (MUHUMYM cpelud BCEX POJIHMKOB).
[IpobnemMa He B HaTHBHOM (opmare Kak
TaKOBOM, a B KOTHUTUBHOM
HEOIpPENENEHHOCTHU: ayIUTOpHsL HE
uAeHTU(PUIUPYET OOBEKT peKJaMbl, YTO Ha
cranuu untepnperanuu (Solomon, 2020: 109)
MOpPOKJAeT 3aMeIlaTelIbcTBO M HEraTHB.
Ilcuxonornyeckuit MEXaHHU3M 3/1€Ch
INPUHUMIINAIBHO oTn4daercs or Pommka A:
ectu B Pommke A 1uCCOHAaHC BO3HHMKAET
MEXIy  TapacolHalbHbIM  JIOBEPHUEM U
pacnio3HaHueM KoMMmepuuu, 10 B Ponuke b
3pUTENb HE JOCTUTACT CTAUH UHTEPIPETALUN
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pekiIamMHOro oObeKTa — MEepUEHTHUBHBIN
IPOIIECC «3aCTPEBAET» HA JTale OpraHu3aluu
CTHMYJIa (Solomon, 2020: 88).
HeBo3MOXXHOCTh  MIEHTU(UIMPOBATH, YTO
UMEHHO peKIaMupyercs, MOPOXK/TaeT
¢dpycrparuo: KOTHUTUBHBIE pecypchl
pacxoAyroTcs Ha MOMBITKY AeU(POBKY, a HE
Ha OLIEHKY Mmpoaykra. HeraTuBHble 3MouMHU
(anger, disgust) B JaHHOM cITy4ae SIBJISIOTCS HE
peakiuei Ha persuasion knowledge, a
CJIEJICTBHEM HApyIICHHUS 0a30BBIX OXKHUJIAHUM
OT KOMMYHHUKAIlUM — 3pHUTEIb OXUIAET
SICHOCTH, HO TIOJTYyYaeT HEONpPeNeIEHHOCTb.
MapKeTHHTOBbIH BBIBOJI: HaTUBHOCTb,
JOBEACHHAS IO TTOJTHOTO COKPHITHS OOBEKTa,
KOHTPIPOAYKTUBHA — OHA JIMILIAET 3PUTEIIS
KOTHUTHUBHOI'O SIKOPSD» nu mpeBpamacT
peKIaMy B pa3Ipa’KUTEIb.
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Pucynok 3 — Jlunamuka smoruii FaceReader: Ponuk b (HatuBHBIH,
arperupoBaHHbIE JJAHHbIE BCEX PECIIOH/IEHTOB)

Posiuk B (arpeccuBHBIii: cpecTBa MO
yxony). FaceReader (Puc. 4): nuunocTHBIN
Tpurrep-xyk — fear + engagement; Tema
«CTIOKOMCTBHE» — CMECIIAHHBIC SMOINH
(aymutopusi ~ «mpumepseT  Ha  ce0s»);
MOSIBIICHUE TIPOIyKTa — joy/engagement;
po3bIrpei — joy. Ompoc: obmee M =4,00;
oprannuHocTh M = 4,33 (MakcuMyM); 1O0BEpHE

M=4,22 (MakcumyMm); HaBA34MBOCTh
M=2,56 (muHumym™m); untepec M=245.
HauOonee  mapafokcalbHbBI  pe3ynbrar:

(GopManbHO «arpecCUBHBIN» POIHMK MOTYYUII
HAuBBICIIME  OLEHKM  OpPraHUYHOCTH W
JIOBEPUS. TIcuxonornueckuit MEXaHH3M
OOBsCHSIETCSI uepe3 B3aUMOJEHCTBHE TpPEX
¢dakropoB. Bo-nepBeiX, BbICOKHIl product-
influencer fit (De Veirman et al., 2017) coznaér
NEPLUENTUBHYI0 KOHTPYIHTHOCTb: TPOIYKT
BOCIIPMHHUMAETCS Kak €CTECTBEHHOE
pojoiKeHre o0pasa HHQIIIOCHCEPa, a HE KaK
WHOPOJIHBIA DJIEMEHT, YTO MHUHUMHU3HUPYET
neprenTuBHyto 3amuTy (Solomon, 2020: 106).
Bo-BrophIX, OTKpBITHI (hopmar He co3maér
JIO)KHBIX OKHMJAaHWUK W He npoBouupyer PK-
xormuHr  (Campbell &  Marks, 2015):
noTpeduTeNns  3apaHee  OCBEIOMIIEH O
peKJIaMHOM XapakTepe, uTo JieflaeT persuasion
knowledge  «mpemaHOHCHpPOBaHHBIM» |
JIMILAET €r0 pa3pyLIUTEIBHOIO NOTEHIMaNa —
JUCCOHAHC HE BO3HHUKAET, IMOCKOJIBKY HET

pa3pbiBa MEXIY OXKMJAHUEM M PEabHOCTBIO.
B-tpetbux,  JHMYHOCTHBIE  XyK  (Tema
TPEBOXKHOCTH, CIIOKOWCTBHS) 3aJeiicTByeT
MEXaHU3M SMOLMOHAIBHON HIECHTH()HUKALNY:
3pUTENb MPOCLUPYET COOCTBEHHBIH OMNBIT Ha
HappaTuB MHQUIIOEHCEpPa, YTO YCUJIMBAET
napaconuanbuyo cBs3p (Horton & Wohl,
1956) u Qopmupyer BOCIPUHUMAEMYIO
UCKPEHHOCTh pPEKOMEHAALINH. Huskuit
WHTEpEC K TMPOAYKTY TPH  BBICOKOU
BOBJICUEHHOCTH MOATBEP)KIAET CHCTEMHBIH
paspelB M yKa3plBa€T HAa  TO,  9TO
BOBJICUEHHOCTh HalpaBlieHa Ha MEPCOHY, a He
Ha 00bekT — influence-uHTerpauus paboraer
KaKk OSMOLIMOHAJBHBIA KOHTEHT, HO He

BBIIIOJIHAET (GyHKIMIO IPOAYKTOBOM
apryMeHTaluu.

Posnk r (arpeccUBHBIIi:
npomoakuus). FaceReader (Puc. 5):

MO3UTHUBHBIN CTapT — paHHEe pacKpbiThe (3—
5 CeK) — confusion/surprise —
MIPOBOKAIMOHHBIN IoMOp — disgust/confusion
— akmnusa — joy/engagement. Ompoc: ob1iee

M =3,56; HaBSI3YHUBOCTH M=411
(MakcuMyMm); HHTEpEC M=2,56.
EnnHcTBEeHHBIN POIMK c MOJIHOU

kouBeprenuueir  FaceReader wu  ompoca:
MHUMHMYCCKHE IHKH HEraTHBa COBMNAAalOT C
OCO3HAHHOM OIIEHKOM BEICOKOI HAaBI3YMBOCTH.
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Hackonbko BaM 6b110 NPUSTHO/HENPUATHO rocsie NPpocMoTpa ponuka Ackapa? BeiHexasbaHbl

KepreHHeH KeltiH 83iHi3/li KaHIWAanbIKTbl XaFbIMAbl/KaFbIMCbI3 Ce3iHAliHi3?

9 oreeTos

WuTerpauua sbirnsgena ect

OpraHuKanbik 60nbIn Kepikj
9 oraeros

L o 6

Pucynok 4 — Jlunamuka smouuii FaceReader: Ponuk B (arpeccuBHbIN, arperupoBaHHbIEC JaHHBIE

BCEX PECIIOH/IEHTOB)

ITcrxoJIOrnyecKkuii MEXaHU3M KOHBEPIEHIIUU
OOBSACHSETCSI TEM, YTO paHHEE pPaCKpbITHE
pekiamMHoro xapaxkrtepa (3—5 cekyHI) He
OCTaBJsieT BpeMeHW [uid  (OPMHUPOBAHUS
[IapacoOLMAIIBHON CBSI3U, KOTOpas B JPYruUxX
pPOJIMKAxX CIy’KWIa KOTHUTHUBHBIM Oy(epoM.
3putenb €€ He YyCHell «BKIIOYUTHCS» B
HappaTuB uH}II0eHCepa, Korja
KOMMEpPYECKHI TIOCBUI  yX€ aKTHBHPYET
persuasion knowledge (Friestad & Wright,
1994). be3 mnapacouuansHoro Oydepa PK-
KOIMHT  peanu3yercs B TOJHYK CHIY:
KOHTPAapTyMEHTAIHS HE CMSITYaeTcs
JIOBEPHEM, U HENPOU3BOJIbHAs HEraTUBHAs
peakuus He MOJABISIETCs Ha OCO3HAaHHOM
YPOBHE — OTCIO/la KOHBEPICHIIMSI KaHAJIOB.

[IpoBOKaMOHHBIM  IOMOpP,  NPU3BAHHBIN
yIAEpKATh BHHMAaHHUE, napajoKCcaIbHO
YCUJIMBAE€T  CONPOTHUBIEHUE: MHUMHUYECKUE
nukud disgust ykas3plBalOT Ha TO, YTO IOMOP
BOCIPUHHUMAETCSl HE KaK pa3BJIEUCHUE, a KaK
MaHUIYJATUBHBIA NMPUEM, YTO COOTBETCTBYET
MmeTa-aHanu3y Aizenna u Tappaxu (Eisend &
Tarrahi, 2022) — CKpBITBIE TaKTHKH
yOeXJIeHUsT BBI3BIBAIOT 00Jiee BBIPAKEHHBIE
HEraTuBHbBIE KOIUHTOBbIE peaKkiuu.
MapKkeTHHIOBBIA BBIBOJ: PAaHHEE PACKPBITHE
peknambl 3(H(HEKTUBHO TONBKO MPH yCIOBUU
MIpeJIBapUTEIHLHOTO dbopMHUpoBaHUS
SMOIIMOHANBHOM CBSI3U C ayIUTOpHUEil; 6e3 Heé

OTKPBLITOCTH BOCIIPUHUMACTCHA KaK
HaBA34YHMBOCTB.
A ( A bt [}
Al (]
W Ll TESPRERETT U VR -
i t AV 4
Hain |
st ettt o bbbl
ansa i M N N

T T e s

Hackonbko Bam 6b110 NPUATHO/HENPUATHO NOC/e NPOCMOTPa ponika Harvmbl? BeAHexxasbaHbl

KOPreHHeH KeWiH 83iHi3ai KaHLwanbIKTbl XafblMAbI/XKaFbIMCbI3 CE3IHAIRIZ?

9 oTBeTOB

4

WHTerpayus Bbirnsaena ecTteCTsBeHHo

opraHuKanbli 601bin KepiHAi.
9 orseros

W 3

Pucynok 5 — Jlunamuka smonuit FaceReader: Ponuk I' (arpeccuBHBIi, arperupoBaHHbIC JaHHBIC
BCEX PECIIOH/ICHTOB)
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Tadauna 2 — CBojgHble ONIpoCcHbIe Moka3areau (M, mkaja 1-5)

IMoka3areanb Poaux A (H) Poaux b (H) Posuk B (A) Ponuxk I' (A)
OO1ee BIIeyaTIIEHHE 3,73 3,00 4,00 3,56
OpranuaHOCTh 3,45 3,44 4,33 3,33
JloBepue 3,55 3,33 4,22 3,56
HagszuuBocTh 3,11 — 2,56 4,11
HHTepec K NpogyKTy 3,00 2,44 2,45 2,56
Ilpumeuanue — cocmasneno aemopom. H — namusnwiii, A — acpeccugnulii
Ta6auna 3 — Jlomunupywoime 3mounu FaceReader no ¢pazam posinkon
®a3za Ponuxk A (H) Poaux b (H) Posuk B (A) Ponuk I' (A)
Hauamno (xyx) contempt+engag. IIUPOKUHN CIIEKTP fear+engag. TO3UTHUB
PasButne sadness+engag. confus.+anger CMEIIIaHHEIC confus.+surpr.
Product reveal engag.T, disgust confus./disgust joy/engag. disgust/confus.
dunan CMEIIIaHHbIC engag./joy joy?1 joy/engag.
TypOyIIeHTHOCTD YmMmepennast Bricokas Huzkas Bricokas
HpuMeanue — cocmaeileno aemopom Ha OCHoBe oannwix FaceReader
Oo0cyxnenne  rumores. OcHOBHas FaceReader  mo3BONAIOT  MpeAINoNOkKHUTh
runore3a (H) mnoareBepkneHa: HauBbICIINE HaJIMYUEe pa3jinuuii B DMOLMOHAJIBHBIX

nokazatenu oprannyHoctu (M =4,33) wu
nosepuss (M =4,22) 3aduxcupoBaHbl Yy
arpeccuBHoro Pommka B ¢ Beicokum product-
influencer fit, a He y HaTUBHBIX POJIMKOB.
HartusHbiii Ponuk b nipu HESICHOM peKJIaMHOM
00bEeKTe IO0Ka3ajl MHHHMAJbHBIM HHTEpeC
(M =2,44). BocnpuHumaemasi OpraHu4HOCTb
ompezensercs He @opmaroM MOAAYM, a
COOTBETCTBUEM COACPkKAHUSA IPUBBIYHOMY
00pa3zy uH(roeHcepa.

H1 (popmar) wacTuyHO MOATBEpIKIEHA.
HarusHbIi ¢dopmar HE obecrieyn
0€3yCIIOBHOTO IPEUMYIIECTBA HU MO OJHOMY
ONPOCHOMY MOKa3aTelio. KiroueBbie
MOZIepaTophl: (a) BpeMsi paCKpBITUS — paHHEee
(Ponuk I, 3—5 cek) BbI3BaJI0O MaKCUMAaJIbHYIO
HaBS3YUBOCTb, OTJIO)KEHHOE nocie
auaHocTHoro xyka (Pomukx B) coxpanmio
engagement; (0) HamMyuMe  CEHCOPHBIX
tpurrepoB. Pacxoxxnenne FaceReader wu
ornpoca (Pomuk A) monrBepxkmaer 3¢dext
pauMoHanu3anuy, comiacyroumiics ¢ PKM
(Friestad & Wright, 1994) u skcniepuMeHnTamu
Boii ¢ coaTropamu (Wei et al., 2008).

B KauecTBe JIOTIOJIHUTEBHOTO
HaOMIOACHNUss  OTMETUM,  YTO  JIaHHbIE
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narTepHax MY)KYUH U KEHIIUH: MYKIUHBI, 110~
BHIUMOMY, IEMOHCTPUPYIOT 0oJjiee pe3Kue
nuku disgust/anger Ha product reveal, Torga
KaK KCHITUHBI MPOSIBIISTIOT YyBCTBUTEIHLHOCTh
K TPUTTEPHBIM dbopmynupoBKam B
arpeCCUBHBIX pOJIMKaX. T HAOIIONECHUS
COIVIACYIOTCSA C MOJEIBbIO CEJIEKTUBHOW Vs
KOMIUTEKCHOM oOpabotku (Meyers-Levy &
Loken, 2015), onnako npu N =11 onu HocAT
MCKJTFOUUTETIFHO AKCIIOPATOPHBIN XapakTep u
HE MOTYT pacCMaTpPUBAThHCS KaK SMIIUPUICCKU

noATBepKIEHHBIE.  [IpoBepka  TeHIEPHBIX
paznmuunii B Bocmpustuu  influence-
WHTETpaLuil ocTaércs MIEPCIEKTUBHON

3a1auell I MCCIENOBaHUM € JOCTAaTOYHBIM
00bEMOM BBIOOPKH.

HNHTerparuBHbI NAaTTEPH: pa3pbiB
«BOBJICYEHHOCTL — HMHTepec». Bo Bcex
YETBIPEX PpOJIMKAX HMHTEPEC K MPOLYKTY
ocraérca Hu3KuM (M =2,44-3,00), Torna kak
BOBJICUEHHOCTh U JIOBepUE K HH( IIOCHCEpY
cymecTtBeHHO Bbime. Influence-unrterpanun
paboTaroT Ha ypoBHE BHUMaHUs 1 addekra, HO
HEe (GOPMUPYIOT JOCTATOYHOW TPOMYKTOBOM
aprymMeHTauuu. JJaHHbIi pa3pbIiB 00bACHAETCS
teM, urto influence-KOHTEHT 3aIeHCTBYET
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MPEUMYIIECTBEHHO  TNepUPEpPUHBIA  MYyTh
00paboTku uH(pOpMaIuu: 3pUTENb
SMOILIMOHATBHO BOBJIEKAETCS B HappaTHB
uH(QIIOCHCEpa, HO  HE  MEPEeXOAUT K
HEHTpalbHOM  00paboTKe  HPOIYKTOBBIX
arpubyroB. [lapaconmansnas cBs3s (Horton &
Wohl, 1956) obecneunBaer nmoBepue K
IIEPCOHE, HO HE OCYILECTBIIIET
aBTOMaruyeckoro TpaHcdepa JoBepus K
OpONyKTy — s 3TOro  HeoOXoauma
eJIeHaIpaBlIeHHAs POAYKTOBAs
apryMeHTanusi, KOTOpas B HCCIEIOBAHHBIX
pOJIHKaX OTCYTCTBOBajla  WJIH ObL1a
MUHUMaNTbHOH. MomenT product reveal
ABNsieTCs «ToukoW mepenomay: FaceReader
¢ukcupyet nuku confusion/disgust/anger, 4to
OOBSICHSIETCSI KOTHUTHBHBIM  JTUCCOHAHCOM
(Festinger, 1957) —  pacno3HaBaHue
KOMMEPUYECKOM MOTHBAIMM KOH(MIMKTYET C
MapacouuaIbHbIM J1I0BepueM. Teimeinpa c
coaBTopamu (Teixeira et al., 2012) moka3zanm,
YTO UMEHHO B TaKUX «KPUTUYECKHUX TOUKAX)
OTpEAENseTCS, COXpPAaHUT JIM  3pPUTENb
BOBJICUEHHOCTh Wi OTKITFOUUTCSL.
ComnocraBieHue 4eThIpEX POIUKOB MO3BOJISET
BBIJICITUTH TICHXOJIOTUIECKYIO
HOCJIeIOBATEIBHOCTh,  OOLIyI0 Ui BCeX
ctumMysioB: (1) ¢popMupoBaHue MEPLUETITUBHON
YCTAaHOBKM dYepe3 XyK (SMOILMOHaIbHas
UICHTUQUKAIMA WM OPUEHTHPOBOYHAS
peakius); (2) product reveal kak Tpurrep
akTuBanu  persuasion  knowledge; (3)
KOH(IUKT MEX/1y apacolfalbHbIM T0BEPHEM
U pacro3HaHWeM KOMMEpPUWHU (KOTHUTHUBHBIN
JUCCOHAHC); (4) pa3pellieHne TUCCOHAaHCAa —
aub0 Yepe3 palroHAIM3alui (TMOAaBICHUE
HeratuBa, kak B Pommke A), nmubo uepes
psSIMOE OTTOpKEHUE (KOHBEPTEHIIHMS KaHAJIOB,
kak B Pomuke I'). Kputnueckum moneparopom
BBICTYIIAE€T  HAJIMYHE WU  OTCYyTCTBHE
napacouuansHoro Oydepa: Tpu  BBHICOKOM
product-influencer fit u qocrarouHOM BpeMeHU
uist  OPMUPOBAHUST SMOIIMOHATIHHON CBSI3U
(Pomuk  B) nucconanc MHUHUMAJEH; MpH
paHHEM PACKPBITUU 0€3 YCTaHOBJICHUS CBS3U
(Pomuk I') — wmaxcumanen. Ilpakruueckoe
CJIEZICTBUE: JUISI IPEBpAILICHHs BOBICUEHHOCTH
B IPOAYKTOBBIH  HMHTEpPEC  areHTCTBaM
HEOOXOAMMO  BBICTpauBaThb  HAPPATUBHBIM
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«MOCT» OT TMEpCOHbl K TMPOAYKTY, a He
noJlaraTbCs Ha MEXaHMYECKOe pa3MelIeHuE.

3aki0ueHue

Hacrosimuee wuccinenoBanue  BBIABHIIO
napajiokc BOCITPUSITUS peKIaMHON
HaTUBHOCTU: (hopMaT Mojadu (HATUBHBIA VS
arpecCUBHBIN) HE SBISIETCS OMpPEIeSIIOIINM
(bakTopom 3 PEKTUBHOCTH influence-
uHTerpauuii. KiroueBsie gpailBepbl — MOMEHT
packpeITUsi pekiaMHOro moceiia (product
reveal) m crenens product-influencer fit.
Pesynbrar oObsicHsieTcst unHterpauuveii PKM
(Friestad & Wright, 1994), KOTHUTHBHOTO

JIFICCOHAHCa (Festinger, 1957) U
napacornuanpHoro B3anumoneiictus (Horton &
Wohl, 1956).

Teopernueckuii BKIag: MPEIIOKEHA
KOHICIITYaJIbHasd MOACIb BOCIIpHUATUA
influence-unTerpanuii, CBSI3bIBAIOIIAS

Heiipopusnonornueckmii  (FaceReader) wm
CyOBbEKTHUBHBIH (OMPOC) KaHAJIBI JAaHHBIX Yepes
MEXaHU3M KOTHUTUBHOTO JIMCCOHAHCA.
Product reveal BbIcTymaeT IeHTpaJbHOU
«TOYKOU epesoMa, OIIpeIeNIAIOIEH
TPACKTOPHIO BOCIIPUATHS.

3adukcupoBaH CHUCTEMaTHYECKUA
pa3pbIB MEKy BOBICUEHHOCTBIO U UHTEPECOM
K MPOYKTY: influence-unTerpauuu
3aICUCTBYIOT nepudepuitHbIin IIyTh
o0pab®oTku, oOecreunBas 3MOIMOHAIBHYIO
BOBJICYEHHOCTD, HO HE bopmupys
JIOCTAaTOYHOW NPOAYKTOBOM AapryMEHTAlVH.
OO0Hapy>xeHO pacxoxieHue MEXIY
HENPOU3BOJIBHOM MHMMUYECKOM peakuuen |
OCO3HAHHOM CaMOOLIEHKOH, TOTBEPKAAIOIIEEe
LIEHHOCTb CMEIIIaHHOTO MeToaa u
HEBO3MOYKHOCTb I10J1araTbCsi UCKJIIOUUTEIBHO
Ha CaMOOTY4ET B OILIEHKE PEKJIAMHOIO
BO3JICHCTBUSL.

[IpakTueckue  pexomeHganuu:  (a)
BBICTpaMBaTh «MOCT» K NPOAYKTY (mpobiema
— JIMYHBIA OMBIT — pPEHIEHHE — TPOIYKT);
(0) KOHTpPOIMPOBAaTH MOMEHT PACKPHITHUS; (B)
o0ecreunBarh ICHOCTh 00beKTa B niepBbie 10—
15 cekyHn; (r) >IMMHUHUPOBATH CEHCOPHBIE
TPUITEPbl  OTBpalieHUus. Mojenb MOXeT
CIIy’)KUTh OCHOBOI1 pre-test ¢peliMBOpKa.

OrpanuueHus: N=11,
HEBEPOSTHOCTHAs  BBIOOPKA,  OTCYTCTBHE
paHAOMM3alluM, OIWH HEWPOMHCTPYMEHT;
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00bEM BBIOOPKHM HE IIO3BOJISIET TPOBOIUTH BBIOOPKH (N>30), paHIOMH3aIIHs,
CTaTHUCTUYECKYI0  TMPOBEPKY  TCHICPHBIX noOaBlIeHWEe  AWUTPEeKWHra,  pacHIMpeHue
pasIuyuii. [TepcniekTuBBI: YBEITMYCHHE dhopmaros, A/B-tectupoBanue product reveal.

baarogapHocTb, KOHQPJIMKT HHTEPECOB
JlanHOE UCClIeIOBaHNE HE MOTYyYalio BHEIIHEro puHaHcupoBaHus. KOHPIUKT MHTEpecoB
OTCYTCTBYET.
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