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ITAPATOKC BOCHPAATHSA PEKJIAMHOM HATUBHOCTM: _
HEUPOMAPKETHHI'OBASI OHEHKA INFLUENCE-UHTEI' PALIUU
B PEKJIAMHBIX KPEATUBAX

B.3. llyrunuesa*, 3.b. Opa3sranuesa
Anmarbsl MeHeIKMEHT YHUBEPCUTET, I. Anmarsl, Kazaxctan
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AnHoranusi. Influence-MapkeTHHT sBJIS€TCS ONHMM K3 HauOolee AWHAMUYHO Pa3BHBAIOIIUXCS CETMEHTOB
PEKJIaMHOTO pBIHKa: MUPOBOH 00BEM octur 33 mipa poiutapos B 2025 roxy, a B KazaxcraHne pacxombl IpOrHO3UPYIOTCS
Ha ypoBHe 48 miH momtapoB k 2028 romy. llenTpanbHO# mpoOmemoii ocTtaércst BOIPOC O TOM, Kakue (akTopbl
ornpeaensor d3pdekTHBHOCT BocpuaTHs influence-uHTerparuii: popmar nopady WM UHbIE XapaKTEPUCTUKU KpeaTHBa.
Llenp HacTOSMIETO MCCIEAOBAHUS — BBIABUTH OCOOEHHOCTH BocmpusTHs influence-nHTerpanuii HaTUBHOTO W
arpeccUBHOTO (POPMATOB Ha OCHOBE TPHAHTYJISIIINN HEHPOMapKETHHTOBBIX M OIIPOCHBIX JaHHBIX. [IpUMEHEH cMenaHHbIH
IU3aliH: JaHHBIE CHCTEMBl pAaclo3HaBaHUS JHNEBBIX oMmormid FaceReader comocraBieHsl ¢ pesynbTaramu
nmoctpocMoTpoBoro ompoca (N=11, geTsipe BHAeopoinka HHQIIOCHCEPOB Ka3axcTaHCKOro influence-areHTcTBa).
YCTaHOBIIEHO, YTO KIJIIOUEBBIM (PAKTOPOM 3SMOIMOHAIBHOTO OTKIHKA SBISIETCS HE JANXOTOMHS «HATUBHBIA VS
arpecCUBHBII», 2 MOMEHT PAaCKpPBITUS peKiiaMHoro nockuia (product reveal) 1 cTeneHb COOTBETCTBHS MPOLYKTa 00pasy
unduroeHcepa (product-influencer fit). BeisiBieH cucremaTndeckuil pa3pblB MEXIy BOBICUEHHOCTBIO M MHTEPECOM K
nponykty. OOHapy>KEHO pACXOKICHHE MEKIY HEIIPOU3BOILHON MUMUYECKOW peaKiueil 1 0CO3HAHHOM CaMOOIICHKOM —
3¢ ekt parmoHamu3anuu, oobsicHEHHEIH Yepe3 Persuasion Knowledge Model. TIpemnoxxeHa koHIenTyampHasi MOJEIb
BocripusitTus  influence-nHterpanunii, uHTErpupytomas teoputo Bocrpusithsi, PKM U KOTHUTUBHBIA JHCCOHAHC.
PesynbraThl HMMEIOT NPaKTHYECKOE 3HA4YEHWE ISl ONTHMHU3AIMU KpEeaTUBHBIX mporeccoB influence-areHTCTB U
pa3pabotku pre-test HpeHMBOPKOB.

KiroueBble cioBa: BocrpusitHe peknambl, influence-MapkeTWHI, HaTWBHas peKiIaMa, pEKIaMHBIM KpeaTws,
HelipomapkeTHHr, FaceReader, korHUTHBHBIH ArccoHaHC, persuasion knowledge.
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Tyitinaeme. Influence-mapkeTHHr )kxapHamMa HapbIFBIHBIH €H JKbIJIJIAM JaMbII KeJle KaTKaH CEerMEHTTEepiHiH Oipi
6oubin TaObIaAb: xKahaHBIK qeHreiae o 2025 xxbputbl 33 MUIIHApA AoJuIapra skeTTi, ann Kasakcranna msirsianap 2028
JKBUTFA Kapaii 48 MIJUIMOH JOJUTapFa skeTel nen oomkanya. Herisri cypak influence-MapkeTHHTTiH THIMIUTITIH KaHAal
(baxTOpIIap aHBIKTANHABL: XKETKi3y (hopMaThl HemMece O6acKa MIbIFapMallbUIBIK CHUITaTTaMaapsl. by 3eprreynin Makcarsl -
HEWpOMapKeTHHT TIeH cayalHama JepeKTEpiHiH TPHaHTYJSIUACH HETi3iHIe >KepriulikTi >koHe arpeccuBti influence-
MapKeTHHT (popMaTTapbIHBIH KaOBUIIAy CHIIaTTaMajapblH aHBIKTAy. Apanac Aum3aitH Konmausuinel: FaceReader Ger
SMOLMSCHIH TaHy KYHECIHeH abIHFaH JepeKTep KapajJraHHaH KeHiHTi cayarHaMa HOTIDKEIepiMeH CalbICTRIPUIAB! (N =
11, Ka3aKCTaHIBIK 9cep eTYIIi areHTTIKTIH TOPT dcep eTymli OeifHeci). DMOIMOHANIB PEaKIMSHBIH HETI3T1 (aKkTopbl
<OKEPTUTIKTI KOHE arpeCcCUBTI» TUXOTOMHS eMeC, KapHAMAaJIBIK XabapiaMaHbIH allblly COTi (6HIMII alry) KoHe eHiMre
ocep eTyll COMKeCTITiHIH J9pexkeci eKeHi aHbIKTabl. OHIMIC€ KaThiICy MEH KbI3BIFYLIBUIBIK apachIHIaFbl KyHell
aNMIAKTBIK aHbIKTaJ (bl Cenaipy OlTiM Mozeni apKbUIbl TYCIHIIPIITeH epikci3 OeT peakuusiiapsl MEH caHallbl ©31H-031
Oaranay apacblHIArbl COMKECCI3[IK - panuoHaiu3anusi ocepi - aHbIKraiael. [lepuentusri Teopusinel, PKM xone
KOTHUTHBTI JMCCOHAHCTHI OipiKTipeTiH MHQIIIOEHCEPIIK MHTerpalysuiapibl KaObUiayIblH TYXKbIPhIMAAMAIIBIK MOJEI]
YCbIHBULABL. HoTikenep HHQIIOCHCEPNIK areHTTIKTEPiH IUBIFAPMAIIbUIBIK IPOLECTEPIH OHTAWIAHABIPY JKOHE
TecTiJieyre AeHiHr1 KYpbUIbIMIApAbI 93ipiey YIIIH NPaKTHKAJIBIK MaHbI3bI Oap.

27


https://doi.org/10.63881/ejent2026v2i1a3
mailto:263032@almau.edu.kz
https://creativecommons.org/licenses/by-nc/4.0/

Eurasian Journal of Entrepreneurship, Vol. 2. No. 1, 2026  ISSN 3106-1524, eISSN 3106-1516

KinT ce3mep: >xapHamaHbl KaObuinay, influence-mMapKeTHHI, HAaTHBTI »KapHama, >XapHaMaJlblK KpeaTus,
HelipomapkeTuHnr, FaceReader, KOTHUTHBTIK AMCCOHAHC.

THE PARADOX OF NATIVE ADVERTISING PERCEPTION:
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Abstract. Influencer marketing is one of the fastest-growing segments of the advertising market: globally, it
reached $33 billion in 2025, and in Kazakhstan, spending is projected to reach $48 million by 2028. A central question
remains: which factors determine the effectiveness of influencer marketing: the delivery format or other creative
characteristics. The purpose of this study is to identify the perception characteristics of native and aggressive influencer
marketing formats based on a triangulation of neuromarketing and survey data. A mixed design was used: data from the
FaceReader facial emotion recognition system was compared with the results of a post-viewing survey (N = 11, four
influencer videos from a Kazakhstani influencer agency). It was found that the key factor in emotional response is not the
"native vs. aggressive" dichotomy, but the moment of advertising message revelation (product reveal) and the degree of
product-influencer fit. A systematic gap between product engagement and interest was identified. A discrepancy between
involuntary facial reactions and conscious self-assessment—a rationalization effect—was discovered, explained through
the Persuasion Knowledge Model. A conceptual model for the perception of influencer integrations was proposed,
integrating perceptual theory, PKM, and cognitive dissonance. The results have practical implications for optimizing the
creative processes of influencer agencies and developing pre-test frameworks.

Keywords: advertising perception, influencer marketing, native advertising, advertising creative, neuromarketing,
FaceReader, cognitive dissonance, persuasion knowledge.

Beenenne (dbopmMHpoBaHuE JOBEpHs —> TNPHUHATHE WU

Influence-mapkeTHr 32 TOCIEHEE OTTOPKEHHE PEKJIaMHOro mnocbuia». VIMeHHO
NeCSATUIIETHE TpaHC(HOPMHUPOBATICS u3 creun(puKa BOCHPUATHUS SABISETCS KIHOUOM K
AKCIEPUMEHTAJILHOTO dopmara B MOHMMaHMUIO TOro, moueMy oxHu influence-
CHUCTEMO00OPa3yIONNil KOMIIOHEHT PEKIaMHBIX MHTETpalluy BbI3bIBAIOT JIOBEpUE U MHTEpEC, a
kommyHukaimii. Ilo  gamaeiv  Influencer Apyrue — pasgpaxxeHue, BHE 3aBUCUMOCTHU OT
Marketing Hub (2025), mwupoBOii pbIHOK dbopmara rmomaum.
JIOCTUT peKOpAHbIX 33 Mipa noiapos B 2025 AKTYaJIbHOCTh HCCIIEIOBAaHUS
roy, NPOJEMOHCTPUPOBAB CPEIHETO0BOM ompenensercs  Tpems  (dakropamu:  (a)
poct cBbimie 33% 3a gecatwierue. B CTpEeMHUTENbHBII pocT pbiHKa influence-
IlentpanbHoil A3un 006bEM pbiHKa influence- MapkeTuHra B Kaszaxcrane mpu OTCyTCTBUH
pekiamsbl onieHUBaeTcs B 64,4 MIIH 10/1apoB Hay4HBIX paboT 0 MeXaHU3Max BOCIPHATHS B
(CAGR 8,1 %), a B Kazaxcrane — okojo 34 JTAHHOM KOHTekcTe; (0) TOMHUHUPOBAHHE B
MJIH Aos1apoB B 2024 roay npu nporsose 48,2 WHIYCTPUHU TIPEICTABICHUS O O€3yCIOBHOM
MIIH K 2028 roxy; cpenu KIHOUYEeBBIX TPEHIOB IIPEBOCXO/ICTBE  HATMBHOIo (opmara, He
—  [epexoJ K  COTPYIHHMYECTBY  C MOATBEPAKIAEHHOTO SMITUPHUYECKH; (B)
MHUKpPOMH(IIIOEHCepaMl U aKLUEHT  Ha OTCYTCTBHE paoor, UHTErPUPYIOIIUX
BU3yaJIbHOM cTopHuTesuuHre (Statista, 2025). HeiipomapkeTuHroBeie ganHble (facial coding)

Mexay TeM, cTaHAapThl  OLIEHKHU U OINpOCHBIE AaHHbIe A5 oueHKu influence-
3 PEKTUBHOCTH influence-pexiamsr B HHTErpanuil.
Kazaxcrane OrPaHUYMBAIOTCS Llenv  uccnedosanus —  BBIABUTH
KOJIMYE€CTBEHHbIMU MeTpukamu oxsara (CPM, 0COOEHHOCTHU BOCIIPUATHS influence-
CPV, ER). DOTu METpPUKM OIHCBHIBAIOT WHTETPAallMi HAaTUBHOTO U  arpeCcCUBHOIO
IIOBEPXHOCTHBIM CIIOM BO3JCHCTBHS W HE (hopMaToB 1 ONpeAETUTH (PAKTOPHI, BIHSFOIINE
pPACKpBIBAIOT MEXaHW3M  BOCHPUATHA — Ha 3MOLIMOHAJIBHBIA OTKIMK U MPOIYKTOBBIN

LEMOYKY <«OMOLMOHAIBHBIA  OTKIMK —
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UHTEpEeC ayAUTOPUH, Ha OCHOBE TPUAHTYJISILIUU
HEHPOMApPKETUHTOBBIX U OMPOCHBIX JaHHBIX.

Obvexm — peKjlaMHble KPEaTHBBbI.

Ilpeomem SMOLIMOHANBHBIE U
KOTHUTUBHBIC  pEakiuu  ayJUuTOpUU  Ha
HATHUBHBIE U arpeccuBHbIe (popmaTsl influence-
WHTErPAL.

Hayunass ~ noeusna:  BHEpBbIE B
Ka3aXCTaHCKOM KOHTEKCTE IIPUMEHEH
CMEIIAHHBI HEMPOMApKETUHIOBBIN JU3alH
(facial coding + onpoc) st onenku influence-
UHTErpalil U MpeuIo’keHa KOHLENTyallbHas
MOJIEJb BOCTIPUSTHSA, MHTETPUPYIOIIast
Helipodu3nonornueckuiit. U CyObEKTHUBHBIN
KaHAJIbl JAHHBIX.

O030p JuTEpaTypsI

Bocnpusamue kax npoyecc obpabomku
PEKIAMHOU ungopmayuu. Bocnpusarue
(perception) siBisieTcs  (PyHAAMEHTAIBHBIM
MICUXOJIOTUYECKUM IPOLIECCOM,
OIpEAEIAIOUM B3alMOJICHCTBHE
notpedburenss ¢ peKIaMHBIM ~ KOHTEHTOM.
ComoMOH B KJIaCCHYECKOM  y4yeOHUKE
«Consumer Behavior» onpeeseT
BOCIIpUATHE KaK TPEXCTAIUUHBIN IIpoLecc,
MOCPEJCTBOM KOTOPOTO JIIOAM  OTOUPAIOT,
OpPraHMU3YIOT M HHTEPIPETHUPYIOT CEHCOPHBIE
ctumyisl (Solomon, 2020: 88). IlepBast craaus
— DKCHO3UIHUsA (€Xposure): CTUMYI MOMaaeT
B 30HY JCHCTBHS PEUENTOPOB; CYIIECTBYIOT
a0COJIOTHBIN opor (MuHMMaNbHAs
UHTEHCUBHOCTb  JUIsl  OOHapy>KeHus) W
T depeHIMaIbHBIA  OPOL, OMUCHIBAEMBII

3akoHOM BeOepa. Btopas — BHuMaHHE
(attention):  HampaBlIeHHWE  KOTHUTHUBHBIX
pecypcoB Ha  00pabOTKy  KOHKPETHOTO

CTHMYJIa; B YCJIOBHUSX CEHCOPHOH Meperpys3Ku
NOTPeOUTENN OCYUIECTBISIIOT CEIEKTHBHYIO
(GUIBTpaIuIo qepes MEXaHU3MBI
NEPLENTUBHON OAUTEIHLHOCTH, TePLUENTUBHOM
3amuThl B agantaiuu (Solomon, 2020: 104—
108). TpeThst — MHTEpIIPETAINS: PUCBOCHHE
CTHMYJy 3Hau€HUS Ha OCHOBE KOTHHTHBHBIX
CXeM W TpeliecTBytomniero onsita (Solomon,
2020:  109). KiroueBas  0COOEHHOCTH
BOCIIPUSITUS €ro CEeJEeKTHUBHOCTb: JIFOIU
00pabaThIBalOT HE BCE CTUMYJIBI, & QHIBTPYIOT
UX uepe3 MEepLENTHUBHbIE MEXaHU3MBI, YTO B
PEKIIaMHOM  KOHTEKCTE TIPOSBISIETCA — Kak
«peknamHas cinenora» (Solomon, 2020: 106).
s influence-mapkeTuHra 3T0 O3HAYaeT, YTO
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CTUMYJI, DPAcCIIO3HABa€MbI Kak pekjiama, C
BBICOKOM  BEpOATHOCTBIO  IOJBEPrHETCS
MIEPUENTUBHOMN 3aINTE.

Kotnep, Kemnep u YepneB B 16-m
W3IaHUH «Marketing Management»
OMHUCBHIBAIOT ~ peKJIaMy  Kak  KJII0OYEBOH
WHCTPYMEHT MapKETHHIOBBIX KOMMYHHKAIIUH
U ONpPEAENSAIOT pEKIaMHBIA KpeaTuB Kak
COJIepKaTEIbHO-BU3YaJIbHYIO bopmy
PEKIaMHOTO  COOOIIEHMS,  MOCPEICTBOM
KOTOpO# OpeH] JocTaBiigeT MHPOPMALUIO O
nponykre no ueneBoit aynutopuu (Kotler et
al., 2022: 640). ABTOpBl NOAUEPKUBAIOT, UTO
3G PEKTUBHOCTh PEKJIaMbl OIpPENENIIeTCs He
CTOJIBKO  YacTOTOM  KOHTAKTa,  CKOJIBKO
KaueCTBOM KpPEaTHBHOIO peIICHUs €ro
CIOCOOHOCTBIO TPHBJICYh BHHMAaHHUE, OBITH
3alIOMHEHHOM 1 BBI3BATh LEJIEBYIO peakiuio. B
influence-mMapkeTHHIe pPOJIb  «KPEATHBHOTO
pereHus» HNPUHAITICKUT camomy
UHQIIIOEHCEPY: UMEHHO €ro MaHepa MOAavH,
CTHJIb KOHTEHTa u JIMYHOCTHBIE
XapaKTePUCTUKU OIPEIEIISIOT, KaK ayIuTOpus
BocnpuMeT pekiiamHbiid ockut (Kotler et al.,

2022: 648).
Hamuenas pexnama u mexanuzmol
pacno3uaganus.  BoWablHCKM U DBaHC

MIPOBEJIN 3KCIIEPUMEHTAILHOE HCCIIeI0BaHNE
(N=242), B KOTOpPOM MaHHUIYJIUPOBAIH
MO3ULMEH U SA3BIKOM MapKUPOBKHM HATUBHOM
pexmambl (disclosure) Ha HOBOCTHOM caiiTe.
Pesynbrarhl mokazanu, UTO pa3MelICHHE
MapKHpOBKM B BEpXHEH dYacTu CTaTbu
YBEJIMUMBAET paclo3HaBaHUE pPEKJIaMbl J0
60 %, Torna Kak pa3MelleHue B CepeiliHE WIH
KoHIle cHkaeT ero 10 20-40 %. Ilpu stom,
Korna pexiama pacrio3Haéres «c
OTI03/1aHUEM», OLIEHKHU JIOBEPUS U OTHOIIECHUS
K CIIOHCOPY 3HAUUTENBHO YXYALIAIOTCS TI0
CPaBHEHMIO C CHUTyallMel, Korna MapKHpOBKa
Obu1a 3amMeTHa ¢ camoro Havana (Wojdynski &
Evans, 2016: 163). DToT pe3yabTaT HMEET

npsMo€  3HA4YCHHWE  JUISl  HACTOSIIETrO
uccrienoBanus: B influence-uHTerpanusax
MomeHT product reveal QyHKIMOHAIEHO

aHAJIOTMYeH MapKHUPOBKE 3TO TOYKa, B
KOTOPOM ayJUTOpHUsI OCO3HAET KOMMEPUYECKHI
XapakTep KOHTEHTA.

Kommbenn u Mapke Ha ocHOBe 0030pa
WHAYCTPUAIBHBIX ~ TPAaKTHK W CEpUH
KaQ4CCTBCHHBIX MHTCPBBIO C MAPKCTOJIOraM1 U
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norpedurensimu (N =32) npunuid K BbIBOAY,

yto Haubomee dddexTrBHas  HATHUBHAS
pexiaMa — HE «CEKpeT», a MpO3pavHbIi,
OpraHUYHO BCTPOCHHBIH ¢dopmar.

[Torpeburenn LEHAT «UYECTHYIO» HATHUBHYIO
peKilaMy: KOHTEHT, KOTOPBIA HE MaCKUpPYyeT
CBOM KOMMEpUYECKHH XapaKTep, HO IPH ITOM

IPEUIaraeT pEIEBAHTHYD M IOJIE3HYIO
MH(pOpMAaIHIO. ABTOpBI bopMyIHpYyIOT
IPUHLMIL  OTKPBITOCTH  CIIOHCOPCTBA  HE
CHIKaeT A((EeKTUBHOCTh IMpPH  YCIOBHUH

BbICOKOTO KauecTBa koHTeHTa (Campbell &
Marks, 2015: 602—-604).

Influence-mapkemune: dosepue,
coomeemcmeue u napacoyuanbHvle
omHoweHusi. XOpTroH U Bomnp onucanu
(eHOMEH TapacoUabHOTO B3aUMOICHCTBHS
(parasocial  interaction) — = HWUIIO3HIO
MEKITMYHOCTHBIX OTHOLICHU MEXTY
3pUTENIeM U MeIUanepCOHON, BOZHUKAIOUIYIO
IOpU PEryIsipHOM OJHOCTOPOHHEM KOHTAKTE
(Horton & Wohl, 1956: 215). B konTekcre
social media »3TOT BddexT npHUOOpeTaeT
0COOyI0  MHTEHCHBHOCTbD: €KeTHEBHBII
KOHTEHT Oyorepa — stories, npsiMbie 3¢upsl,
OBITOBBIC TyONMUKaMu — (QOPMHPYET Yy
NOANMCYMKOB  OIIYIICHHE  «3HAKOMCTBAY,
KOTOpO€ IO CBOMM  XapaKTePUCTHKaM
npuOIIKaeTCsl K peanbHoi npyxoe. UMeHHo
napacolaibHble  OTHOIIEHUS  CO3Ar0T
OCHOBY Ui JOBEpPHS K PEKOMEHIALUSIM
uHQIIOeHCepa: MOAMUCYUK BOCIPUHUMAET
PEKOMEHJAINI0 HE KaK peKiIaMy, a Kak COBET
3HAKOMOTO YeJIOBEKa.

Jly n IOanp mnposean ompoc 538
nonb3oBarenieil social media m mocTpowH
CTPYKTYPHYIO MOJIENIb, B KOTOPOI MPOBEPHIN
BIMSIHHE XapaKTePUCTHK HHQIIOEHCepa H
KOHTEHTa Ha JIOBepue K OpEeHIUPOBAHHOMY

KOHTCHTY.  Pe3yiprarbl  TOKaszajaw, 4YTO
BOCIIpUHUMaeMasi nH(OpMaTHBHAS IEHHOCTH
(informative value) KOHTCHTa "

BOCTIpHHUMaeMast ToctoBepHocTh (credibility)
uH(]IIOCHCEpa SBISAIOTCS ABYMS KIFOYEBBIMU
NPEAUKTOpAaMH TOTPEOUTETHCKOTO JOBEPHSI.
[Ipu 3TOM MapaconuanbHOE B3aMMOJCHCTBHE
BBICTYTIAET yCHIIHTENEM 000X 3(h(heKTOB: ueM
CHJIbHEE  OIIYUIGHHE  «3HAKOMCTBa»  C
6J10TepOM, TEM BBIIIE JOBEPUE KaK K KOHTEHTY,
TaKk ¥ K pexnamupyemomy Openay (Lou &
Yuan, 2019: 66—-68).
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He Beiipman, Kaybep u Xamuepc
MIPOBEJIN 3KCIIEPUMEHTAIbHOE HCCIIeI0BaHNE
(N =192) BnusHMS KOIUYECTBA MOJIHCUUKOB

uHIIOeHCepa U «JIUBEPTEHTHOCTH»
pPEKIaMUPYyEMOro IpPOAyKTa Ha aTTUTIONbI K
OpeHny. ABTOpBI YCTaHOBUJIH, 4TO

COOTBETCTBHE IPOIyKTa 00pa3y HHPI0eHcepa
(product-influencer fit) SIBIISICTCS
KPUTHYECKUM MOJIEPATOPOM: TP BBICOKOM
COOTBETCTBUM HH(IIOCHCEP €  OOJBIIUM
YHCIIOM MOANMCYNKOB YCHIINBACT MIO3UTHBHOE
BocHpusiTHEe OpeHaa; NpU  PacXOoKICHUU
MEX]Ty IPOIYKTOM M MPUBBIYHBIM KOHTCHTOM
uHbmoeHcepa 3(GQPEKT HUHBEPTHPYETCS —
OOJIBIIIOE  YHCIIO TOIMCYHKOB aKTHBHPYET
CKENTUIU3M, HOCKOJIBKY ayAUTOpUS
BOCIIPUHUMAET UHTETPAITUIO Kak
«mponaxnyto» (De Veirman et al., 2017: 810—
815). danHbIii BBIBOJ OOBSCHSET, INOYEMY
(dbopMar 1oaun MOXKET OKa3aThCsi BTOPHYHBIM
110 OTHOILIEHHUIO K COOTBETCTBUIO MPOAYKTA U

nHpIrOCHCEpA.
Persuasion  Knowledge  Model u
MEXAHU3MbL conpomuenenus — pexiame.

@pucran u Paiit mpemnoxunu  Persuasion
Knowledge Model (PKM) — xommiekcHyo
TEOPETUYECKYIO PaMKy, ONHCHIBAIOIIYIO, KaK
NoTpeOUTENIM  Ha  TPOTSHKCHUW  JKU3HHU
HAKaIUTUBAIOT TPU TUIA 3HAHWH: 3HAHHUS 00
arente (agent knowledge), 3HaHus o Teme
(topic knowledge) m 3HaHUS O TaKTHKaX
yoexaeHus (persuasion knowledge).
AxrtuBamus  persuasion knowledge mpum
pacro3HaBaHUM  PEKIAMHOTO  BO3JCHCTBHUS
3allyCKaeT «KOMMHTOBBIC» CTpaTerud —
KOHTPapTyMEHTAIHIO, CKETITUITU3M,
00eCIICHNBaHNE WCTOYHHUKA, HYMOIMOHAIBHOE
muctannupoBanue (Friestad & Wright, 1994:
1-5). PKM 00bsicHsIET, TOueMy MOTpeOnuTenn
MOTYT OJTHOBPEMEHHO HACIaXIaThCs
KOHTEHTOM MH(IIIOCHCEpPa W  HETraTUBHO
pearupoBaTh Ha PEKIAMHYIO BCTaBKY: 3TH
peaxuu OTIPEIEIISIOTCS pa3HBIMHU
KOTHUTUBHBIMU CHCTEMaMH.

Boii, @umep u MditH B cepum U3 TpEX
IKCIIEPUMEHTOB IPOBEPUIIH 3P PeKTHI
akTuBanuu persuasion knowledge B koHTEeKCTE
CKPBITOTO MapKeTHHTa. [1epBbIil SKCIIEPUMEHT
ToKasa, 9TO uH(POPMUPOBAHUE
MOTPEeOUTENEH O CKPHITOM MaPKETUHTE BEIET K
CHMKEHHUIO  OLIEHOK  OpeHma.  Bropoii
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yctaHoBwI, dro 3ddexkr Momepupyercs
BOCIIPUHMMAEMONH  YMECTHOCTBbIO ~TaKTHKHU:
€claM  TMOTpeOUTeNb  CUYUTAET  TaKTHUKY
JnomycTUMOM,  HeratuBHbI  3ddekr PK
oclabnsercs. Tpetuit 9KCIEPUMEHT
HOATBEPIMWJ, YTO OTKPHITOE CIIOHCOPCTBO
BOCTIDUHMMAETCSI KaK 0ojee yMecTHOe, 4eM
CKPBITO€, U BBI3bIBAET MEHEE BBIPAKECHHYIO
PK-peakmuto (Wei et al., 2008: 38-42). Otu
pe3ynbTaTthl OOBSCHSAIOT, MOYEMY OTKpBITas
pexiaMa y Oiorepa MOXXET BOCIIPHHHUMATHCS
Jydllle, YeM CKpbITasi HATUBHAsSL MHTETPaLUs.
Aiizenn u Tappaxu B mera-ananuze 140
uccnenoBanuii (162 HezaBUCUMBIE BBIOOPKH,
cymmapao ©Oonee 50000 pecrnoHIEHTOB)
cucreMaru3upoBaiu 3¢ ¢eKTsl  persuasion
knowledge u ycranoBuiu, uto aktuamus PK
B CpeIHEM  YBEIMYMBAECT  HEraTUBHbIC
koruHroBble peakmuu (d=0,22) u CHMKAET
OnaronpuATHbIE OLIEHKM UM HaMEpeHus;
3 dEeKT TOCTOBEPHO CHIIbHEE I CKPBITHIX
(dopmartos, yem s OTKPBITBIX;
MOZCPUPYIOIIYIO POJIb UTPAOT THI MEAua,
BO3paCT ayAUTOPUM U CTENEHb IOBEpHUs K
ucrounuky (Eisend & Tarrahi, 2022: 12-16).
Pesynbratel MeTa-aHanu3a IOATBEPXKIALOT,
YTO CKpPBITHOCTH (opMaTa He SBISIETCA
0€3yCIIOBHBIM NPEUMYIIIECTBOM.
Koenumuenulii Oucconanc kak Mmexanusm
peakyuu  Ha  product reveal. Teopus
KOTHUTUBHOTO  1uccoHanca  DecTuHrepa
OTHCBIBAET TICUXOJOTHYECKUH THCKOM(OPT,
BO3HHUKAIOIINH npu OHOBPEMEHHOM
yAEep)KaHUM  NPOTUBOPEUUBBIX  KOTHHUILIUH;
YeNOBeK  CTPEMUTCS K  YMEHBIICHHUIO
JMCCOHAHCA uepe3 HW3MEHEHHME OJHOM u3
KOTHHIIMH, TIOBEICHUS WK JOOaBIIEHHE HOBBIX
anemenToB (Festinger, 1957: 18). B koHTeKCTE
influence-pexiTamMbl AHCCOHAHC (HOPMUPYETCS
B MOMEHT, KOIJa 3pHUTelb, YCTAHOBHBILUI
NapacoluuaNbHyl0 CBS3b C OmorepoM U
BOCTIPUHUMAIOLIHIH KOHTEHT Kak
ayTeHTUYHBINA, 0OHAPYKUBAET KOMMEPUECKYIO
MOTHUBAILIMIO: KOTHUIMS «sI JIOBEPSI0 ITOMY
YeJIOBEKY» BCTYIAET B KOH(IUKT C KOTHUIHEH
«3TOT  YEJOBEK TOJydaeT JeHbIW 34
pexomeHganmo». MomeHT product reveal
ABJISIETCA TPUITEPOM JIMICCOHAHCA,
OMOIMOHAIBHO TIPOSBISIOMIMMCS B BHJE
confusion, anger wnu disgust — peakuui,
dukcupyembix cucremoii facial coding.
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NMeHHO naHHas TeopeTHYecKkas paMmka
OOBSICHSIET TapaJOKC HATHUBHOCTU: (hopMar,
MPU3BAHHBIA CHU3UTH COMPOTUBIICHUE Yepe3
MAacCKHUPOBKY PEKJIAMHOTO XapakTepa, MOXKET
YCWIUTh ero, eciau MacKHpOBKa
oOHapy)XMBaeTCSd CIMIIKOM TO3JHO WM
HeokuaaHHO. UeMm cuibHee napacouuaibHast
CBA3b M 4YEM IIO3[HEE pACKpBITHE, TEM
WHTEHCUBHEE IOTEHIMAJIbHBIM JIUCCOHAHC.
OTkpbITHId  (hOpMaT, HANpPOTHB, CHUXKACT
BEPOSATHOCTh JIMCCOHAHCA, IIOCKOJIbKY HE
CO34a€T JIOKHBIX OXKUIAHUM.

Heuipomapxemuneosvie ~ memoovt 6
peknamHulx  uccredosanusax.  Ilmaccman,
Amb6nep, bpayturam u Kennunr B 0630pHOiI
CTaTh€ CHUCTEMATU3UPOBAIM BO3MOXKHOCTU
HEUPOHAYKH JJI PEKIAMHBIX UCCIEAOBAHUN 1
000OCHOBaNIM, YTO HEHUPO(DU3HOIOTHYECKHE
METO/Ibl PACKPBIBAIOT JIATEHTHBIE IPOLIECCHI
00paboTku peKIIaMHOM uHdopmaIum,
HEJOCTYNHbIE  TPAAUIMOHHBIM  METO/AAM:
HEMPOU3BOJIbHBIE SMOIMOHAJILHBIE PEaKIUU
HEPEIKO pacXomdrcs ¢ JEKIapUpPyEeMbIMHU
MPEINOYTECHUSIMH, © HIMEHHO HEIIPOU3BOJIbHbBIE
peaknuu  obnmagaroT  Oojiee  BBICOKOM
MPOTHOCTUYECKOU BaJIMIHOCTHIO B
otHomeHnn moBeneHust (Plassmann et al.,
2007: 155-160).

Teinmelipa, Benmens u Ilutrepc B
JKCIIEpUMEHTANIbHOM HccienoBannu (N =77)
MPUMEHUIIU aUTPEKUHT U U3MEPEHHE KOXKHO-
TaJIbBAHUYECKOW PEAKIUH MPU TMPOCMOTPE

BHJIEOPEKIIAMBbI u IIOKa3aJI, 4TO
OMOLIMOHAJIBHAS  BOBIEYEHHOCTH  SBIIACTCS
NBYX(AKTOPHOM:  BCIUIECKM  HO3UTHBHBIX

SMOLIMN YJAEp>KUBAIOT BHHMAaHHE, TOTJA Kak
WHTCHCUBHBIE HETAaTHBHBIE SMOIUH BEIYT K
MEPEKITIOYEHUIO. OnTumansHas
BUZIcOpeKsaMa (HOpMHUPYET «IMOIMOHAIIBHBIC
MUKW» B KPUTHUECKUX TOYKAX, MIPEeOTBpaIiast
orkimoueHne (Teixeira et al., 2012: 150-154).
DTOT pe3ynpTaT peleBaHTeH MJid aHalu3a
influence-ponukoB: MomeHT product reveal
SIBJISIETCSI KPUTHUYECKOW TOYKOM, B KOTOpPOH
OSMOIMOHANBHBI ~ TPOQUIL  ONpeeNser,
COXPAaHUT JIU 3pUTENIb BOBICYEHHOCTb.

Metoa KOOUPOBaHHUS JMIEBBIX AMOLUN
BocxoauT Kk Facial Action Coding System
(FACS), pazpaboranHOi  DKMaHOM W
Opu3eHOM: cHCTeMaTH4ecKass TaKCOHOMHUS
MUMHYECKHX JIBIKCHUH 4Yepe3 eIWHUIIBI
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NEeNCTBUA
00BEKTUBHO

(Action Units), mno3Bossomas

KI1acCU(UIIUPOBATD
sMmonoHanbHeie  BelpakeHust (Ekman &
Friesen, 1978). FaceReader = (Noldus
Information Technology) — mnporpammHoe
penieHue JUTSt ABTOMATHYECKOM
KJacCUpUKAaUU ceMu 0a30BbIX OMOIMIA
(happiness, sadness, anger, surprise, fear,
disgust, contempt), HEUTPATLHOTO COCTOSHUS
U UHJEKCAa BOBJIEUEHHOCTH B pEalbHOM
BpemenHu (Noldus, 2023). JleBuncku, ®paHcen
u Tan BammaupoBamu FaceReader B
peKIIaMHOM KOHTEKCTE (N=36):
WHTCHCHUBHOCTh MHMHUYECKHX peakuuii Ha
pa3BleKaTeNIbHYI0 pEKIaMy IpeICKa3bIBaeT
aTTUTIONBI K pekiame u Openny; FaceReader
JNOCTUraeT TOYHOCTH okoimo 89% 1o
cpaBHeHUIO ¢ pyyHbIM FACS-koampoBaHueMm
(Lewinski et al., 2014: 8-10).

PyseBuuyrte, KamunsiitHep u bucac B
CEpUM U3 LIECTH SKCIIEPUMEHTOB (CyMMapHO
Oonee 1100 YYaCTHHKOB)
IIPOIEMOHCTPUPOBAIIY, 4TO CEHCOpHas
MOJATbHOCTh PEKJIIAMHOTO CTUMYJIa BIUSET Ha
BOCHIPUHHUMAEMyl0 OIM30CTh K MPOAYKTY:
onb(aKTOpHbIE  CHUTHANBl  YBEIUYHBAIOT
YyBCTBO (PU3MYECKON ONM30CTH TPOIYKTA,
MOBBIIIAS €r0 MPUBIEKATENbHOCTh. D deKT He
3aBUCHUT OT OCBEJIOMJIEHHOCTH MOTpEOUTES,

YTO YKa3blBaeT Ha BHUCIICPAIBHYIO, a HE
KOTHUTHBHYO MIPUPOIY BO3/ICHCTBUS
(Ruzeviciute et al., 2019: 8—12). Ot nanHBIC
MIOJITBEPIKIALOT, 9TO HEOCO3HaBaeMbIe
CEHCOPDHBIE M OSMOIMOHAJIbHBIC PEaKIUU

BJIMAIOT Ha MPOAYKTOBBIC OHLCHKH 4YEpPC3

MEXaHU3MBbI, OTJIIMYHBIE OT JAEKIapHUPYEeMbIX
MPEANOYTECHHIA.

Meiiepc-JleBu u Jloken
CUCTEMATU3UPOBAJIN TEHJIEPHbIE pa3INuus B
NOTPEOUTETBCKON  TCUXONIOTUU:  YKEHIIUHBI
CKJIOHHBI K  KOMIUIEKCHOM  oOpaloTke

(comprehensive processing) — aeTalbHOMY
aHalM3y MHOXECTBa aTpuOyTOB, BKIIOUYAs
nepuepuiiHbIe H IMOIIMOHAIBHBIC; MYKUHMHBI
— K CeNeKTUBHOW o00pabotke (selective
processing) — (OKYCHPOBKE Ha KIIIOYEBBIX,
3aMETHBIX aTpulyTax C WTHOPUPOBAHHEM
nepudepun. ABTOPBI TIOKA3aJd, YTO Pa3IHUIUs
YCTOWMYUBBI Ui PEKIAMHOTO KOHTEKCTa W
NPOSIBIISIIOTCS. KaK BO BHHMAaHUHM, TaK W B
orneHOYHBIX mporeccax (Meyers-Levy &
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Loken, 2015: 282-286). [IpumeHurensHo K
influence-uHTerpanusaM 3TO HPEATNOJIATAET,
YTO MYXYUHBI C OOJbIIEH BEPOSTHOCTHIO

¢bopmupyrOT pe3kuit OTKJIMK npu
pacno3HaBaHMM  PEKJIaMbl,  TOrJa  Kak
KESHIHHbI OCYLIECTBIISIFOT Oonee

HIOAHCHPOBAaHHYIO 00pa0OTKYy KOHTEKCTA.

Ilpooben 6 uccneoosanusax.

Hecmortpst Ha oOmmupHbIi Kopiyc padoT
o KaXJIOMY u3 paccMOTpPEHHBIX
HanpaBICHUH, UCCIIEIOBaHMUA,
HMHTErpupytomue teopuro Bocnpuarus, PKM
U HEHPOMApPKETUHIOBBIE METOABI B €IMHOM
nu3aiiHe Uit onleHku influence-unrerpanui,
MIPAKTUYECKH OTCYTCTBYIOT. CylecTByroIue
paboThHI pacCMaTPUBAIOT OTJEIIbHBIC ACTIEKTHI:
HAaTHBHYIO PEeKJIaMy B HOBOCTHBIX KOHTEKCTax
(Wojdynski & Evans, 2016), noepue K
nnpmoencepam (Lou & Yuan, 2019), PKM-
peakuu Ha CKpbITHI Mapketunr (Wei et al.,
2008) — HO HE COCIUHSAIOT WX B CIUHYIO
Monenb Bocmpusatus influence-kontenra. B
Ka3aXCTaHCKOM KOHTEKCTE
HEHpOMapKEeTHHTOBBIE UCCIIEIOBaHMUS
influence-pexiiamMpl paHee HE MPOBOAUIIHCH.
Hacrosimass pa®ora mnpu3BaHa BOCHOJIHUTH
3TOT TIpober.

Konunenryanbnasi moznesns. Ha ocHoBe
aHanM3za JIMTeparypbl MPEeaokeHa MOJENb
(Puc. 1): influence-unterpanust (ctumyn) —
MepUeNnTUBHBIN GUIBTP [MoAepaTopsl: popmar
+ product-influencer fit] — smMonHMoHaNBHBIN
OTKJIMK (aeiipoduznonornuecKui "
OCO3HAHHBI YpOBHM) — Tpurrep: product
reveal  (KOTHUTHUBHBIH  JWCCOHAHC)  —
IIPOYKTOBBIA HHTEPEC.

I'unore3nl. H (ocHOBHAs): BocTpHsATHE
influence-unTerpanuii - ompenensercs  He
CTONbKO  (opmMaTroM  MOAa4YM,  CKOJIBKO
crenenpto product-influencer fit u xkauecTBOM

product reveal. HI (dopmar): HaTUBHBII
dbopmar He obecreunBaeT 0€3yCIOBHOTO
MIPEUMYIIECTBA; npu BBICOKOM fit
arpecCUBHBIN dopmar MOKET

BOCIIPUHUMATBCS CTOJIb K€ OPraHUYHO.



Eurasian Journal of Entrepreneurship, Vol. 2. No. 1, 2026  ISSN 3106-1524, eISSN 3106-1516

DJIeMeHT MOJIeTH Conep:xanue Teopernueckasi 0CHOBa
Crumyn Influence-unrerparys Solomon, 2020
Mogueparop 1 ®dopMaT: HATHBHBIN VS arpeCCHBHBII Wojdynski & Evans, 2016
Mogneparop 2 Product-influencer fit De Veirman et al., 2017

Tpurrep Product reveal

Festinger, 1957; Friestad & Wright, 1994

OTtkiuK (Heipo)

FaceReader: 7 amonmii + engagement

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

OTtkJuK (0CO3H.)

Omnpoc: 1oBepue, OpraHuIHOCTh

Kotler et al., 2022

Pesynbrar IIponyKTOBBIN HHTEpEC

Lou & Yuan, 2019

[IpuMeyanue — COCTaBIEHO aBTOPOM

Pucynoxk 1 — KonuenrtyaabHasi Moziesb BocnipusaTus influence-unrerpanuii

Mertononorus

JAu3ain. HelipomapkeTuHrosoe
UCCJIEJIOBAHNE B  CMEIIaHHOM  (opmarte
(mixed-methods) ¢  BHYTPHUCYOBEKTHBIM
JU3aiiHOM (within-subjects). Kaxaprit
PECIIOHACHT IOCIEA0BATEIbHO IIPOCMOTPEN
YEeThIpE POJMKA C IApaJUIEIbHOM 3aIUCHIO
MUMHUYECKUX peakiuil cucremoir FaceReader
Y NIOCJIEIYIOIUM 3aIl0JTHEHUEM aHKETHI MOCIIe
Ka)KJI0T0 pOJIMKA.

CrumyabHblii  marepuan. Yetsipe
BUJICOPOJIMKA MH(IIOEHCEPOB Ka3aXCTAHCKOTO

influence-arenTcTna, OTOOpPaHHBIX o
KpUTEpUI0  KOHTpacTa  (opMaToB:  JBa
HaTUBHBIX — Pomuk A (mpomykToBast

KaTeropusi: MOJIOUHBIE IPOAYKTBI; MPOLYKT
OpraHMYHO BCTPOEH B JIMYHBIA KOHTEHT) U
Ponuk b (HesBHBIM pekiaMHBIH OOBEKT;
3pUTENb HE MOXET OJHO3HAYHO ONPEIeNUTh,
YTO PEKJIAMUPYETCs); Ba arpecCUBHBIX —
Ponuk B (cpenctBa mo yxomy; OTKpbITast
JUPEKTUBHASI TPE3EHTALUS C JIMYHOCTHBIM
xykoM) u Pomuk I' (mpomoakius; paHHee

PacKpbITUE PEKIAMHOIO XapakTepa B IEpBbIE
3-5 cexyHn).

Boi6opka. N=11 (ynoOHas BbIOOpKa;
noOpoBoNIbHOE y4acTue). Ju3aifH HampaBlieH
Ha anpoOanuilo METOJIOJOTUU U TEHEPALUIo
TUIIOTES.

HNucrpymentapuii. (a) FaceReader
(Noldus, 2023): aBTOMaTUYeCcKas
Kkiaccudukanus 7 6a30BbIX 3Monuid + neutral
+ engagement B peajlbHOM BPEMEHU HA OCHOBE
FACS (Ekman & Friesen, 1978). (0)
IloctnpocMotpoBas aHkera: wmkKansl 1-5 —
MIPHUSITHOCTD, OpPraHUYHOCTb, J0BEpueE,
UCKPEHHOCTb,  HAaBA3YMBOCTh,  JKEJaHUE
MIPOIYCTUTh, HUHTEPEC K MIPOAYKTY.

Anamm3. (1) ToKaapoBBI  aHaMU3
nuHamuku FaceReader ¢ wmaenTudukammeit
«Touek mepenoMay; (2) pacu€r cpennux (M)
o OmpocHeIM ImKanaMm; (3) cpaBHEHHE
¢dopmaroB; (4) comocTaBiIeHHE HEHPO- U
ONPOCHBIX  JaHHBIX  (KOHBEPIeHLHUS VS
pacxoxxzaenue); (5) IKCIIOpaTOpHBIN aHAIIU3 B
paspese nona.

Taoanna 1 — CBoaka MeTo0JI0rHYeCKOro Ju3aiiHa

IMapameTtp Onucanne
Juzaitn Within-subjects, 2 popmara x 4 pomuka
Crumynsl 2 naruBHbIX (Pomuk A, B) + 2 arpeccuBnbix (Ponnk B, I)
N 11
HeiiponHcTpyMeHT FaceReader (Noldus): 7 smormii + neutral + engagement
Omnpoc IMkans! 1-5, 7 KOHCTPYKTOB
HpI/IMe‘-IaHI/Ie — COCTAaBJICHO aBTOPOM

Pe3yabrarsl u 00cy:x1eHne

Poauxk A (HATHMBHBI: MOJIOYHBIE
npoaykthbl). FaceReader BwIsiBunI 4éTKyto
dazoByto muHamuky (Puc. 2): nHagamo —
contempt + engagement/joy
(OpHEeHTHPOBOYHAsA pPEaKIus, IO3UTUBHBIH

OTKJIMK Ha Onorepa); Tema ()UHAHCOBBIX
TpyAHOCTeH — sadness MpH COXpaHCHHUU
engagement (ommarmsi); product reveal —
engagement pe3Ko BO3PacTaeT, OTHAKO Y YaCTH
ayauTopun ¢pukcupyrorces nuku disgust/anger.
Ompoc: ob6mee Brneuyarnenne M =3,73;
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nosepue M =3,55; opranmunocts M =345;
HaBA34MBOCTh M = 3,11; uHTEpeC K MpPOayKTY
M=3,00. KiroueBoii marTepH: HaTHUBHAS
nojaya yAEep)KUBAaeT BHHMMaHHE (BBICOKUI
engagement), ogHako MoMeHT product reveal
BBI3BIBAET MHUMHYECKOE CONPOTHUBIICHUE, HE
oTpaxaromeecs B camooruére. JlanHoe
pacxoxkaeHue OObBICHSAETCS JBYXYPOBHEBBIM

MICUXOJIOTUYECKUM MEXaHU3MOM. Ha
HENPOU3BOJIILHOM ypoBHe product reveal
3ammycKaeT KOTHUTHBHBIN JINCCOHAHC

(Festinger, 1957): KOTHUIUS «s1 COMIEPEKUBAIO
Onorepy» BCTymaeT B KOHMIMKT ¢ KOTHUIHCH
«MHE TMPOAAIOT MPOAYKT», YTO MPOSBISIETCS
MUMHYECKUMU Tukamu disgust m anger —
peakuusMU, TUIMUYHBIMU MAJI1 PACIO3HAHUS
oOmana noBepusi. Ha oco3HaHHOM ypoBHE
3pUTE]Ibh  pa3pelraeT  JIUCCOHAHC  4epe3
palMoHaIN3aIMI0: MapacolualbHas CBS3b C
unpmoencepom (Horton & Wohl, 1956)

CIly’)KUT KOTHUTHBHBIM Oydepom, MO3BOISSA
MePEUHTEPIPETUPOBATH pekiIamy Kak
HUCKPEHHIOIO PEKOMEHIALUIO. Nmenno
MO3TOMY ONPOCHBIE OIICHKH OKa3bIBAIOTCS
MO3UTHBHEE  MHMHYECKUX:  IOTPEOUTENH
MOJABISAET MEPBUYHYIO 3AILUTHYIO PEAKLHUIO,
9TOOBI COXPaHUTh KOTHUTUBHYIO IIEJTOCTHOCTh
OTHOILIEHUH ¢ 6rorepom. DPPeKT cornacyercs
¢ PKM (Wei et al, 2008): axtuBanus
persuasion knowledge mpoucxogut, HO
KOITMHTOBAsI peaxius cMsT4aeTcs
BOCIPUHUMAEMOM YMECTHOCTBIO
PEKOMEHTAINH. Hos MapKETUHTOBOM
MIPAKTUKU TO O3HAYAET, YTO HATUBHAs 10j1a4a
3¢ (EeKTUBHO MAaCKHpPYET peKJiaMy Ha ypOBHE
OCO3HAHHOM OIICHKM, HO HE Ha YpOBHE
HEMPOU3BOJIBHON peakluU, KOTOpasi, CONNIaCHO
Plassmann et al. (2007), oGmamaer Oosee
BBICOKOW IPOrHOCTUYECKOW BaJIMJHOCTBIO B
OTHOILIEHUH TIOBEJICHUSI.

wwsray
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Pucynoxk 2 — Jlunamuka smonuii FaceReader: Ponuk A (HaTuBHEIN, arperupoBaHHbIC OaHHbIE BCEX
PpecnoHoeHmos)

Pomuk b (HaTuBHBIN: HesCHBIN
00bexT). FaceReader (Puc. 3): npu HescHOM
pekiiaMHOM  Tmockutie  —  confusion  +
anger/disgust; Ha OTHOEJNBHBIX MOMEHTax
¢ukcupyrorcs anger/disgust + fear. Ompoc:
obmee M =3,00; nosepue M = 3,33; unrepec
M =244 (MUHUMYM CpeAM BCEX POJHUKOB).
[IpoGiema He B HaTuBHOM (hopMaTe Kak
TaKOBOM, a B KOTHUTHUBHOM
HEOIPEAETEHHOCTH ayauTOPUs HE
uaeHTU(GUIUPYET OOBEKT pPEKJIaMbl, YTO Ha
cranuu untepnperamun (Solomon, 2020: 109)
MOpPOXKAAeT 3aMellaTelIbcTBO UM HEraTHB.
[Icuxonornueckuii MEXAHU3M 37€Ch
NPUHIUINAIBHO oTinyaeTcs orT Pomuka A:

34

ecnu B Pommke A JUCCOHAHC BO3HHUKAET
MEXJy IapacolMajbHbIM  JIOBEpHEM U
pacro3HaHneM KoMmMmepuuu, To B Pomuke b
3pUTEIb HE JOCTUTAET CTa MU UHTEPIpETAlUU
peKIaMHOro OoObeKTa — MEepLEeNTUBHBIN
MIPOIIECC «3aCTPEeBaeT» Ha 3Tale OpraHu3aluu
CTUMYJIa (Solomon, 2020: 88).
HeBo3MOXXHOCTD  WACHTU(UIMPOBATH, YTO
UMEHHO peKIamMupyercs, MOPOKIaeT
bpycTpanmo: KOTHUTUBHBIE pecypcsl
pacxonyroTcs Ha MOMNBITKY JeMN(POBKY, a HE
Ha OLCHKY IIPOAYKTA. Herarusasbie SMOIUH
(anger, disgust) B JaHHOM cJTyJae SBISIOTCS HE
peakiueid Ha persuasion knowledge, a
CJIEICTBUEM HapylleHUs: 0a30BBIX OKUAAHUI
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OT KOMMYHUKAlMd — 3pUTEIb OXKHUIAET
SACHOCTH, HO TMOJYy4YaeT HEONpeaeiaEHHOCTb.
MapKeTHHTOBBII BBIBO/I; HaTUBHOCTD,
noBeNEHHAs 10 TOJHOTO COKPBITUSA OOBEKTa,
KOHTPIPOJYKTHBHA — OHA JIMIIAET 3PUTEIIA

CRONBKO Bans OBIN0 NPURTHO/HENPURTHO NOCAE NIDOCMOTRE ponwka Anvasa? beAnewaslarim

AreHEeH XeRiM 825000 Ka-AUEALIKTL XA MO MIN L MELI3 Caaknina?

wurcy

1003%)

KOTHUTHUBHOTO  <GSIKOpsD» W IpeBpallaer
peKiIaMy B pa3ipa’KUTeb.
o
S 10k A ahd i 4l TR IR B La il §

M TerpaymMn BoirIREENE ECTECTBEHHD W Opit

ORI mHMRE e, Honsn wapiil

Pucynok 3 — Jlunamuka smornmii FaceReader: Ponuk b (HaTuBHBIH,
arperupoBaHHbIC IaHHBIE BCEX PECIIOH/ICHTOB)

Posiuk B (arpeccuBHBIii: cpeacTBa 10
yxoay). FaceReader (Puc. 4): nuuHOCTHBII
Tpurrep-xyk — fear + engagement; Tema
«CTIOKOWCTBHUE» — CMEIIAHHBIE OSMOIUH
(aymuTopusi  «mpuMepsieT  Ha  ce0s»);
MOSIBIICHUE TPOAYyKTa — joy/engagement;
po3bIrphil — joy. Ompoc: obmee M =4,00;
oprannyHoCcTh M = 4,33 (MakcuMyM); JOBEpHE

M =422 (MakcumMyMm); HaBS34MBOCTh
M=2,56 (munumym), wuHTepec M =245.
Haubonee  mapagokcanbHBI — pe3ysbTar:

(GopMaIbHO «arpecCUBHBINY» POIMK MOTYUUIT
HAWBBICIIME  OICHKH  OPraHUYHOCTH U
nosepus.  Ilcuxomoruyeckuii  MexaHU3M
OOBSICHSIETCSI 4Yepe3 B3aMMOJEHCTBHE TPEX
¢dakxTopoB. Bo-nepBbiX, BbICOKHII product-
influencer fit (De Veirman et al., 2017) co3gaét
NEPUENTUBHYI0 KOHTPYIHTHOCTB: TPOAYKT
BOCTIPUHHMAETCS Kak €CTECTBEHHOE
npoJobKeHre obpa3a HH]IOeH cepa, a He Kak
WHOPOJHBIA 3JIEMEHT, YTO MHUHUMH3UPYET
nepuenTUBHyIo 3amuty (Solomon, 2020: 106).
Bo-BTOphIX, OTKpBITHII (QopmMaT He co3AacT
JIOKHBIX OXMJAHUM U He nposouupyer PK-
kormHT  (Campbell &  Marks, 2015):
noTpeOUTeNh  3apaHee  OCBEIOMIEH O
PEKIIaMHOM XapakTepe, 4To JIeNaeT persuasion
knowledge  «mpemaHOHCHPOBaHHBIM» U
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JIMILIAET €ro pa3pyLIUTEIBHOTO NOTEHIMAaIa —
JUCCOHAHC HE BO3HHUKAET, IIOCKOJIbKY HET
paspbiBa MEXIy 0)KMJIAHUEM U PEAIIBHOCTBIO.
B-Tpetbux,  JHMYHOCTHBII  XyK  (Tema
TPEBOKHOCTH, CIIOKOMCTBMSI) 3aJeiicTByeT
MEXaHH3M SMOIMOHAIBFHON WACHTHU(HUKAIINN:
3pUTENb MPOELUPYET COOCTBEHHBIH OMBIT Ha
HappaTtuB HWHQIIOEHCepa, UYTO YCHUJIMBAET
napaconuanpHyo cBs3b (Horton & Wohl,

1956) wu  Qopmupyer BOCHPUHUMAEMYIO
HCKPEHHOCTh PEKOMEHTAINH. Huzkuit
UHTEpEC K TMPOAYKTY TPH  BBICOKOH

BOBJICUEHHOCTH TTOATBEPKIAET CUCTEMHBIN
paspblB M yKa3plBae€T Ha  TO,  YTO
BOBJICYEHHOCTh HANPaBJICHA HAa MIEPCOHY, a HE
Ha o0bekT — influence-unTterpanus padoraer

KaKk OMOIIMOHAJIBHBIA KOHTCHT, HO HE
BBIMOJIHSACT (byHKIHIO MIPOAYKTOBOM
apryMeHTaINH.

Posnk r (arpeccuBHBIN:
npomoakuusi). FaceReader (Puc. 5):

TTO3UTHUBHBIA CTAPT — paHHEe pacKkpbiThe (3—
5 cex) —  confusion/surprise @ —
MIPOBOKAITMOHHBIN t0oMOp —> disgust/confusion
— aknug — joy/engagement. Ompoc: oOriee
M =3,56; HaBSI3UMBOCTh M=4,11
(MakcuMyMm); UHTEpEC M =2,56.
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EnnncTBeHHBIN pOJIHK c OJIHOU
kouBeprenuueit  FaceReader wu  ompoca:

Adld

dlllsh "

MHUMUYECKHE IIMKM HEraThBa COBIIANAIOT C
OCO3HAHHOU OIIEHKOI BBICOKOM HaBA3YMBOCTH.

HECKONBKNG BEM B0 NPUFHTHO/ HENSMATHO NOCAE NPOCMOTRE POARKE ACKEPaT? Baiisexasban

KAOMEHHAH KPAM A3IH I3 KAHIDAMMCTH MARWMSU KATHMOK 3 TR IHI37
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SR AMIN R, Brrt oapin

Pucynok 4 — Jlunamuka smonmii FaceReader: Ponuk B (arpeccuBHbIN, arperupoBaHHbIC TaHHBIC

BCEX PECIIOHJICHTOB)

[IcuXoMoTNYecKrii MeXaHu3M KOHBEPTCHIIUU
OOBSACHSICTCSI TEM, YTO paHHEE pPACKPBITHE
pekiaMHOro Xapakrepa (3—5 CexkyHnm) He
OCTaBISieT BpeMEHH Ui (OPMHUPOBAHUS
NapacolMaNbHON CBSI3M, KOTOpas B JIPYTHX
pOJMKAxX CIy)KWIa KOTHUTHBHBIM Oy(hepom.
3putens emé He YCHel «BKIKYHUTBCS» B
HappaTuB uH}II0eHCepa, KorJa
KOMMEpPYECKHI TIOCBUI ~ yX€ aKTUBHPYET
persuasion knowledge (Friestad & Wright,
1994). be3 mapaconmansHoro Oydepa PK-
KOIMHI  pealu3yercs B TMOJHYI CHIY:
KOHTPapTyMEHTAIHsI HE cMsTYaeTcs
JIOBEpHEM, U HEMpPOU3BOJbHAsI HEraTHBHAs
peakiysi He TIOAaBJsIeTCS Ha OCO3HAHHOM
YPOBHE — OTCIOfIa KOHBEPIeHIMs KaHAJOB.

[IpoBOKaIMOHHBIA  OMOp,  MPU3BAHHBIN
yAepxKarb BHUMAaHHUe, napaoKCaibHO
YCUJIMBAE€T  CONPOTHBIICHHWE: MHUMHYECKUE
nuky disgust yka3pIBalOT Ha TO, YTO KOMOP
BOCIIPUHMMAETCS HE KaK pa3BJICUCHHE, a KaK
MaHHUITYJIATUBHBIA IPUEM, YTO COOTBETCTBYET
MeTa-aHanuzy Aisenna u Tappaxu (Eisend &
Tarrahi, 2022) — CKpBITBIE TaKTHUKH
yOexX/IeHUsl BBI3BIBAIOT 0o0Jiee BBIPAKECHHBIE
HETaTHBHBIC KOIIMHIOBbIE peaxkuuu.
MapKeTUHTOBBII BBIBO/I: PaHHEE PACKPBITHE
pexnamMbl 3(p(PEeKTUBHO TONBKO NMPH YCIOBUU
MIpeIBaPUTEIHLHOTO (dhopMupoBaHus
SMOIIMOHABHOM CBSI3U C aynuTopuel; 6e3 Heé
OTKPBITOCTh BOCIIPUHHUMAETCS Kak
HaBSA3UNUBOCTD.

B -—— — PNNNSPINRAA

—— " Woodo .

g ———— — e TR by T ) S ST A O o

HOCKONLKO DAM BEING NPMATHE/MHENPUATHO NACHE NPOCMOTEE DOANKD Horemu? beAnexaabarwl

KEOFEHHES KERIK 82IHIAN1 KaHLUIANbIK T MaFb ANbI M ars Mo ceainginiz?

9 orsercm

d

WinTerpaes BNTNRGRNR OCTECTRMNMHD
ORrAMAKANLIK, SOmaan xepiy

S crmon

Pucynok 5 — Jlunamuka smornuii FaceReader: Ponuk ' (arpeccuBHBIN, arperupoBaHHbIE TaHHBIC
BCEX PECIIOHJICHTOB)



Eurasian Journal of Entrepreneurship, Vol. 2. No. 1, 2026

ISSN 3106-1524, eISSN 3106-1516

Ta6auna 2 — CBoaHble onpocHble noka3zareau (M, mkajna 1-5)

IHoka3aresb Posmnk A (H) Posuk b (H) Posnk B (A) Pouk I' (A)
OO1ee BIIeUaTIIEHNE 3,73 3,00 4,00 3,56
Opranu4HocTh 3,45 3,44 4,33 3,33
Hosepue 3,55 3,33 4,22 3,56
HapszunBocTh 3,11 — 2,56 4,11
HHrepec k nponykTy 3,00 2,44 2,45 2,56
Ilpumeuanue — cocmaesneno asmopom. H — namusnwiii, A — acpeccugnwiii
Tabauna 3 — Jlomunupyromue 3monun FaceReader no ¢azam ponukos
®a3a Posmk A (H) Poiuk b (H) Posnk B (A) Poink I' (A)
Hauaino (xyk) contempt+engag. IIUPOKHUH CIIEKTP fear+engag. TIO3UTUB
PazButne sadnesst+engag. confus.+anger CMelIaHHbIe confus.+surpr.
Product reveal engag.?, disgust confus./disgust joy/engag. disgust/confus.
Ounan CMeIIIaHHbIe engag./joy joy? joy/engag.
TypOynentHocTs | YMepeHHast Bricokas Huskas Bericokas
Hpumeanue — COCMaesJjleHo asnmopom Ha OCHose oannvix FaceReader
OOcyxaenne rumores. OcHOBHas FaceReader  mo3BonsitoT  mpennosioxkuTh
THUIIOTC3a (H) MOATBCPIKACHA: HAWBBICIINC HaJIn4ue pa3nnq1/1171 B SMOIOUOHAJIbHBIX

nokaszarenu opranndyHoctd (M =4,33) u
nosepus (M =4,22) 3adukcupoBaHbl Yy
arpeccuBHoro Ponuka B ¢ BeicokuMm product-
influencer fit, a He y HATHBHBIX POJHUKOB.
Harussslii Ponvk b npu HEsscHOM pekiaMHOM
00beKTe TMOKa3ajl MHUHHMMAJbHBI HHTEpecC
(M =2,44). Bocipunumaemasi OpraHugHOCTb
ompenensercs He ¢GopMaToM TMOAAYM, a
COOTBETCTBHEM CONICPXKAHHUS TPHUBBIYHOMY
o0pa3y uHdroeHcepa.

HI1 (popmar) yacTuyHO MOATBEPKICHA.

HartusHbIii dopmar HE obecreyn
0€3yCIOBHOTO MPEUMYIIECTBA HH 110 OJHOMY
OIIPOCHOMY MOKAa3aTelto. Kntouessie

MOJIEpaTOPHI: (a) BpeMsl PACKpPBITHSI — paHHee
(Pomuk I, 3—5 cek) BBI3BAJIO MaKCUMAaJIbHYIO
HaBS34YUBOCTb, OTJIIOKEHHOE nocie
anaHocTHoro xyka (Pomuk B) coxpanmio
engagement; (0) HamuYMe  CEHCOPHBIX
TpurrepoB. Pacxoxnenue FaceReader wu
ompoca (Pomuk A) monrBepkmaet 3ddexT
panMoOHaIM3anmy, conmacyroumics ¢ PKM
(Friestad & Wright, 1994) u sxciepumMeHTaMu
Boii ¢ coaBropamu (Wei et al., 2008).

B KaueCTBEe JOMOJIHUTEIBHOTO
HAOMIONEHUsT ~ OTMETHM,  YTO  JIaHHBIE
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MaTTepHaX MYXYUH U KESHIIUH: MYXYUHBI, 110~
BUJUMOMY, JEMOHCTPHUPYIOT Ooyiee pe3Kue
nuku disgust/anger Ha product reveal, Torma
KaK >KCHIIIUHBI MPOSBISIOT YyBCTBUTEIHLHOCTD
K TPUTTEPHBIM (hopMyTHpPOBKaAM B
arpecCUBHBIX pOJHMKaX. OTH HaOIIOACHUS
COIIaCYIOTCS C MOJIEIBI0 CEJICKTUBHOM VS
KOMITJIEKCHOU 00pabotku (Meyers-Levy &
Loken, 2015), onnako pu N =11 oHM HOCST
UCKITIOYUTETIFHO SKCIUIOPATOPHBIA XapakTep U
HE MOTYT pacCMaTpPUBAThCS KaK SMITUPHUICCKU

noaTBepkAEHHbBIE.  [IpoBepka  reHIepHBIX
pazmuuuii B Bocmpusituu  influence-
HWHTETpaLnii ocTaércs MEPCIIEKTUBHOMN

3aadeil I MCCIISOBAaHUM C JIOCTATOYHBIM
00BEMOM BBIOOPKH.

HNHTerpaTuBHBI NATTEPH: Pa3pbiB
«BOBJICYEHHOCTb — HMHTepec». Bo Bcex
YeTRIPEX POJIMKAX WHTEpEC K MPOAYKTY
octaércsa Hm3kuM (M =2,44-3,00), Torga kak
BOBJICUEHHOCTh M JOBepue K HH(]IIOCHCEPY
cymiectBeHHO Bbimie. Influence-unterpanuu
paboTaroT Ha ypoBHE BHUMaHUs U ahdekra, HO
He (OPMUPYIOT TOCTATOYHOM MPOTYKTOBOI
aprymeHTauuu. J[aHHbIi pa3peiB 00bSICHIETCA
TeM, uto influence-kOHTEHT 3aIeHCTBYyeT



Eurasian Journal of Entrepreneurship, Vol. 2. No. 1, 2026

ISSN 3106-1524, eISSN 3106-1516

NPEUMYIIECTBEHHO  TNepu(epuiiHbId  MyTh
00paboTku uHbOpMaIIH: 3pUTEND
HMOLIMOHAJIBHO BOBJIEKAeTCSl B HappaTuB
UHQIIOeHcepa, HO HE  MEpexXoauT K
LHEHTpaJbHOU  00paloTKe  MPOIYKTOBBIX

arpubyToB. [lapaconuansnas cs3b (Horton &
Wohl, 1956) o6ecneunBaer pgoBepue K
IIEPCOHE, HO HE OCYILECTBIISET
AaBTOMAaTHYECKOTO TpaHcdepa JOBepUs K
OpOAYyKTYy — Uil 9TOro  HeoOxXoauma
TeJIeHaNpaBICHHAs MIPOTYKTOBAS
apryMeHTallus, KOTOpas B HCCICIOBAHHBIX
pOIHKax OTCYTCTBOBajia  WJIH Obu1a
MuHUManbHOH. MomeHnT product reveal
ABIETCS «TOUKOM mepenoma»: FaceReader
¢duxcupyet nuku confusion/disgust/anger, 4to
OOBSICHSICTCS KOTHUTHBHBIM  JTUCCOHAHCOM
(Festinger, 1957) —  pacno3HaBaHue
KOMMEPUYECKOM MOTHUBAIMM KOH(MIMKTYET C
napacoudaIbHBIM JIoBepueM. Teimeipa ¢
coasropamu (Teixeira et al., 2012) mokazanu,
YTO UMEHHO B TaKUX «KPUTUYECKUX TOUKAX»
OTIpENIeNIACTCS,,  COXPaHUT T 3pHUTEIb
BOBJICYEHHOCTD WK OTKJTFOUHTCSL.
ComnocraBieHue 4eThIpEX POIMKOB TO3BOJISET
BBIJICTIUTD MICUXOJIOTUYECKYIO
[IOCJIEZIOBATENIbHOCTh, OOIIyI0 s BCeX
ctumysioB: (1) ¢popMupoBaHue MepLENTUBHON
YCTAaHOBKM 4epe3 XyK (9MOIMOHAJIbHAs
uAeHTU(GUKAMST UM OPUEHTHPOBOYHAS
peaknus); (2) product reveal kak Tpurrep
akTuBanuu  persuasion  knowledge;  (3)
KOH(DITMKT MEXTy TapacoIHaIbHBIM JIOBEPHEM
U pacro3HaHUEM KOMMEPLHU (KOTHUTUBHBIH
JIUCCOHAHC); (4) pa3pelieHne JUcCCoHaHca —
anbo depes palHoHaIH3auio (TOoAaBIeHUE
HeratuBa, kak B Pommke A), nubo uepes
IpsIMO€ OTTOp)KEHHE (KOHBEPTeHIIUS KaHAJIOB,
kak B Ponmuke I'). Kputnueckum Monepatopom
BBICTYIaeT  HajJU4ue WJIH  OTCYTCTBHE
napaconraibHoro Oydepa: TpH BBICOKOM
product-influencer fit u JocTaToYHOM BpeMEHHU
Uit POPMUPOBAHUS SMOIMOHATBHON CBSI3U
(Ponmuk B) nguccoHaHc MHMHUMAaJEH; MpH
paHHEM PACKPHITHH 0€3 YCTAHOBJICHUS CBS3U
(Ponmuk I') — wmakcumanen. Ilpaktuueckoe
CJICZICTBHUE: JUTSI IPEBPAILICHHS BOBICUEHHOCTH
B TPOIYKTOBBIH  HMHTEpPEC  areHTCTBaM
HEOOXOAMMO  BBICTpaWBaTh  HAPPATUBHBINA
«MOCT» OT TEpCOHBl K TPOAYKTY, a He
10JIaraThbCsl HA MEXaHNYECKOe pa3MelICHNE.

38

3akiaoueHue
Hacrosmee wuccienoBaHue  BBIBHIIO
11apaJoKke BOCIIPUATHUS pEeKJIaMHOM

HaTUBHOCTU: (opMaT mojayu (HATHUBHBIA VS
arpecCUBHBIN) HE SBJISETCS OIpPENeSIIOIINM
bakTopom 3hHEKTUBHOCTH influence-
uHTerpauuii. KiroueBblie qpaiBepbl — MOMEHT
packpeITUsi pekiamMHoro mnocsuia (product
reveal) u crenenp product-influencer fit.
Pesynerar oObsicusiercst unterpanueii PKM
(Friestad & Wright, 1994), KOrHUTHBHOTO
JMCCOHAaHCa (Festinger, 1957) u
napaconuanbHoro B3aumozaeiicteus (Horton &
Wohl, 1956).

TeopeTtndecknii BKJIAA: NPEIJIOKEHA
KOHLENITyaJIbHas MOJEIb BOCIIPUATHUSA
influence-unTerpanuit, CBA3BIBAOLIAs

Heripopusunonornyeckuii  (FaceReader) wu
CYOBEKTHBHBIH (OIPOC) KaHAJbI TAaHHBIX Yepe3
MEXaHU3M KOTHUTHUBHOTO JTMCCOHAHCA.
Product reveal BpicTymaer IeHTpaJbHOU
«TOUYKOM nepenomay, orpeensomeit
TPAEKTOPHUIO BOCIIPUATHSI.

3adukcupoBaH CHUCTEeMaTUYECKUI
pa3pbIB MEX/1y BOBIEUEHHOCTHIO U UHTEPECOM
K MPOAYKTY: influence-unTerpanuu
3aJIeHCTBYIOT nepuepuitHbIi myTh
00paboTkHu, obecrmeunBas 3MOIMOHAIBHYIO
BOBJICYEHHOCTb, HO HE bopmupys
JOCTaTOYHOW TPOTYKTOBOM apryMeHTalluu.
O6HapyxeHo pacxoxJieHue MEXIY
HEMPOU3BOJILHON MHUMMUYECKON peakiuendn u
OCO3HAaHHOM CaMOOLICHKOH, MIOATBEPKIA0IIIEE
LIEHHOCTD CMEIIaHHOTO MeToza u
HEBO3MOYKHOCTh I0JIAraTbCsl UCKJIFOUUTEIBHO

Ha CcaMOOTY€T B OIEHKE PEKIAMHOTO
BO3JICHCTBUS.
[IpakTnueckne  pekomeHmaruu: (a)

BBICTPaMBaTh «MOCT» K MPOAYKTY (mpobiema
— JIMYHBIA ONBIT — pELIeHHe — MPOIYKT);
(6) KOHTpONIMPOBATH MOMEHT PACKPHITUS; (B)
o0ecrneunBaTh sICHOCTh 00BbEKTa B nepBbie 10—
15 cexyHa; (r) SJIIMMHUHUPOBAaTH CEHCOpPHBIE
TPUITEPHl  OTBpalieHUs. Mogaenb MOoxeT
CITy’)KUTh OCHOBOM pre-test ¢ppeiiMBopKa.
OrpanunueHus: N=11,
HEBEPOSATHOCTHAsE ~ BBIOOpPKAa,  OTCYTCTBHE
paHAOMHM3aLMY, OIWH HEWPOUHCTPYMEHT;
00bEM BBIOOPKM HE IO3BOJIIET MPOBOIUTH
CTaTUCTUYECKYI0  IIPOBEPKY  TE€HIEPHBIX
pa3In4ui. [TepcnexTuBsI: YBEITUUYCHUE
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BBIOOPKH (N=>30), paHIOMM3ALNA,
NOOaBIICHUE  AWTPEKWUHra,  PacCHIMPCHHE
dopmaros, A/B-tectupoBanue product reveal.

BaarogapHocTh, KOHQJIMKT HHTEPECOB
JlaHHOe ncciieoBaHKe HE MoTyyano BHelHero ¢puHancupoBanus. KoHpuukT nHTEpecoB
OTCYTCTBYET.
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