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Annotanusi. HeiipomMapKeTHHrOBBIE HCCIIEIOBaHMUS PEKIIaMbl CHCTEMAaTHUYECKH (PUKCHPYIOT PacXOXK/IeHHE MEXTY
BepOaJbHBIMU CaMOOTYETAMHU TOTpeOuTENed M JaHHBIMH HeWpogu3Holormdeckux usMepeHuid. Hecmorps Ha
BOCTIPOM3BOAANMOCTD 3TOTO ()CHOMEHA, LENIOCTHAas TEOpETHUECKass KOHLENTYaIn3alys 0 HACTOALIETO BPEMEHH
OTCYTCTBYET: CYLIECTBYIOIINE OOBSICHEHUS H30JHUPOBAHHO OOpamIaloTCsi K JABYXIPOIECCHOM MOIENH, persuasion
knowledge nim HepopU3MOIOT U TAMSATH, YTO MIPEISTCTBYET TOYHOH ANAarHOCTHIECKONH HHTEPIPETaliy HAOTI0NaeMbIX
narTepHoB. L{enb cTaTby — MpeUIoKUTh HHTETPATUBHYIO MOJIEIb, JIOKAIN3YIOLIYI0 PACX0XKICHHE Ha KOHKPETHBIX ATalax
KOTHUTHBHOU 00paboTku. MeTomoIorndecKoii OCHOBOH CIIyKUT KpUTHUYECKUI CHTE3 28 myOnmuKannii u3 sxypHanoB Q1—
Q2 6a3 Scopus u Web of Science, 3akonnpOBaHHBIX O TPEM aHATUTHYECKAM OCHOBAHUAM: THITY PACXOXKICHHUS, YPOBHIO
KOTHUTHBHOW 00pabOTKH M THITy peructpupyemoii peakuuu. [Tomyuensl Tpu pesysbrara. Bo-mepBeix, paspaborana
IIATUOTAIIHAA KaCKaJiHast MOJICJIb, OITUChIBArOIas moCjaca0BaTCIIbHOCTD OT HEPLCIITUBHOT'O (I)I/IJ'IBTpa YCpe3 UMILNTMIUTHY IO
AMOIIMOHAIBHYIO OLIEHKY, aKTUBALIUIO persuasion knowledge v KOTHUTHBHYIO KOPPEKIIHIO K ITOBEACHYECKOMY UCXOIY U
JIOKQJIN3YIOIIAsi pacXOXKJICHNE MIPEUMYILIECTBEHHO Ha CTHIKE ATanoB 2—4.. Bo-BTOpHIX, BBE/IeHa TUIIOJIOTHS PACXOXKACHUN
M0 BaJIEHTHOCTH, MHTEHCHUBHOCTH W TEMIIOPAJbHOMY IapaMeTpy W CHUCTEMaTH3MPOBAaHBI MOIYJIHPYIOIIUE (aKTOpbI
KaXJO0ro osramna. B-TpeTbuX, KOHIENTYyaJbHO MEPEOCMBICICH CTaTyC PAacXOXJICHUS: OHO KBAIH(HUIMPYETCS Kak
COZIepIKaTeNbHbIA AUArHOCTHUECKHUI TIOKa3arellb, a He MeToJoIorndeckiii apredakTt. [IpakTiuueckoe ciiecTBre MOJIETH
— TPUHLMI TPUAHTYSIIUA W ONEPalMOHAIBHBIN allTOPUTM HWHTEPIPETALMN PACXOXJICHUH IS OLEHKH PEeKJIaMHON
3¢ (eKTHBHOCTH CyObEKTaMH MAJIOTO U CPEIHETO OM3Heca.

KiroueBblie c10Ba: HEHpPOMapKETHHT, PacXOXKICHIE JaHHBIX, IBYXIIPOIIECCHAS MOZENb, persuasion knowledge,
facial coding, BocpusiTHE pekIaMbl, apacoUHaNTbHBIC OTHOUICHHUS, TPHAHTYIISIINS METOIOB.
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Tyiiinaeme. )KapHamaHbl HEHPOMapKETUHITIK 3epTTEYIIEp TYTHIHYIIBIIAP/IBIH BepOa Il ©31H-631 Oaranaybl MEH
HEHPOPHU3HOIOTHSITBIK OJIIIIeY JepeKTepi apachIHIarhl allIaKTHIKTHI KYHemi Typae Tipkeiini. @eHoMeHHIH KaiTalaHbIn
KeJlyiHe KapamacTaH, OHBIH OipTYTac TEOPHSUIBIK TYKBIPBIMIAMACHI dJTi KaJbITAacllaFaH: KOJNAAaHBICTAFbl TYCIHIIpYyIep
KOC TIporecTi Mojenre, persuasion knowledge Hemece >kaaAThIH HEHPO(MU3NOIOTHACHIHA OKIIAYTAHBIN JKYTiHENI, Oy
OalikanFraH 3aHJIBUIBIKTAp/Ibl HAKTHI AUATHOCTHKAJIBIK TYPFbIIA TYCIHAIPYTe KeAepri kenripesni. MakaiaHblH MakcaTbl —
ANIIAKTBIKTBl KOTHUTHBTIK OHJCY/AIH HAKThl KE3CHICPIHIC JIOKAJIM3alUsAJIaUThIH HHTETPATUBTI MOJENb YCBIHY.
OpicHaMabIK Heri3 — Scopus xaHe Web of Science Q1-Q2 sxypHanuapbiHan 28 xapHsUIaHbIMHBIH CBIHA CUHTE31, oJlap
ANIAKTBIK TYPI, OHJCY JISHIeli )KoHe peakuus Typi OoibIHIIIa KoATanFaH. Y I HOTHIKE ajlbIH/bl. BipiHIIiIeH, mepuenTHBTi
CY3TiieH UMIUIMIMTTI SMOLMSUIBIK Oaranay, persuasion knowledge OenceHyi jkoHe KOTHUTUBTIK TY3€Ty apKbUIbl MiHE3-
KYIBIK HOTIDKECIHE JEHIHIT PETTUTIKTI CHUIATTAWThIH OeC KE3CHIIK KAaCKaITBIK MOJENb O3IpJICHl, OJ alllIaKThIKTHI
HeTi31HeH 2—4-Ke3eHep apachlH/a JOKAIH3auusuTaiapl. EKiHINIeH, BACHTTLUTIK, KAPKBIHIBLUTBIK )KOHE YaKbIT apaMeTpi
OOIbIHIIA AMIIAKTHIK, THUITOJOTHACH! €HI131iH, apOip Ke3eHHIH MOy SIIMsUIayIlb! (haKkTopiiapsl xKyieneHai. Y IIiHIIIeH,
QIIAKTBIKTBIH CTaTyCchl KalWTa TYKBIPBIMAAIIBI: OJ 9SIiCHAMalbIK apTreakT eMec, Ma3MyH[bl JWarHOCTHKAaJbIK
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KOpCETKIlI peTiH/e KBannpuKauusuianaabl. MonelbaiH NPpaKTHKANBIK Cajllapbl — TPUAHTYJSINS KaFUAAChI )KOHE ILaFrblH
JKOHE opTa OM3HeC cyObeKTiIepi YIiH XKapHaMa THIMIUITiH OaraiayblH ONepalysUIbIK aTTOPUTMI.

Kinar ce3mep: HelipoMapKeTHHT, IEpEKTep allaKThIFbI, KOC MPOIEeCTi MOJelb, persuasion knowledge, facial
coding, >xapHaMaHbI KaObUIAY, TApacOIMANIIBI KaThIHACTAP, SAICTEP/Ii TPHAHTYIISIHSIIAY .

THE DIVERGENCE BETWEEN SUBJECTIVE AND OBJECTIVE DATA
IN NEUROMARKETING ADVERTISING RESEARCH:
THEORETICAL ANALY SIS AND CONCEPTUAL FRAMEWORK
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Almaty Management University, Almaty, Kazakhstan
*e-mail: veronikapytinseva777@gmail.com

Abstract. Neuromarketing studies of advertising consistently document divergence between consumers' verbal
self-reports and neurophysiological measurements. Despite the reproducibility of this phenomenon, it has not yet received
an integrative theoretical conceptualization: existing accounts draw separately on dual-process theory, persuasion
knowledge, or the neurophysiology of memory, which constrains diagnostic interpretation of observed patterns. This
article aims to develop an integrative model that localizes divergence at specific stages of cognitive processing.
Methodologically, the study employs a critical synthesis of 28 publications from Q1-Q2 journals indexed in Scopus and
Web of Science, coded along three analytical dimensions: type of divergence, level of cognitive processing, and type of
registered response. Three contributions follow. First, a five-stage cascading model is developed, tracing the sequence
from a perceptual filter through implicit emotional appraisal, persuasion knowledge activation, and cognitive correction
to the behavioral outcome, and localizing divergence primarily at the interface of stages 2—4. Second, a typology of
divergences is introduced along valence, intensity, and temporal parameters, and modulating factors are systematized for
each stage. Third, the status of divergence is conceptually reframed: it is qualified as a substantive diagnostic indicator
rather than a methodological artifact. The practical implication of the model is the principle of methodological
triangulation and an operational algorithm for interpreting divergences in advertising effectiveness assessment by small
and medium-sized enterprises.

Keywords: neuromarketing, data divergence, dual-process model, persuasion knowledge, facial coding,
advertising perception, parasocial relationships, methodological triangulation.

Beenenne HACTOSIIET0O ~ BPEMEHH  HE  TOIY4HIIO

HelipomapkeTUHroBele  HCCIEIOBAHUS LETOCTHOMN TEOPETHUECKON
NOCTIeIHUX JABYX JECSATHICTUH YCTOWYHBO KoHUentyanu3anu. CyliecTByonme padoTsl
buKcupyroT pacxoxkaeHue MEXTY OOBACHAIOT ero  (parMEeHTapHO:  uepe3
BepOabHBIMU CaMOOTUETAMH NTOTpeOUTENEH 1 JBYXIIPOLIECCHYO MOJIETTh MBIIUICHUS
JTAaHHBIMHU HEWPOPU3HOTOTHIECKUX (Kahneman, 2011), yepe3 mozaenp 3HaHHS 00
U3MEpPEHU  NpU  OLIEHKE  pEeKIaMHBIX yoexxnennn (Friestad & Wright, 1994) wmn
CTUMYJIOB. PecroHJeHT, NeMOHCTPUPYIOIUI yepe3 HEHpO(pU3UOIOTHI0O 3MOIMOHAIBHOTO
MHUMUYECKUE MaTTEPHBI, ACCOLUMUPOBAHHBIE C ycunenus namstu (Paré & Headley, 2023),
HEeraTUBHOM BaJICHTHOCTBIO, B OJIHAKO 3TU OOBSCHEHHsI HE UHTETPUPOBAHBI B
MIOCTIIPOCMOTPOBOM ONPOCE MOXKET OICHUTh enuHyto mocienosarenbHyto pamky. Clithero
TOT JK€ CTHMYJ Kak TpUBICKATEIbHBII et al. (2024) B Journal of Consumer
(Hofling & Alpers, 2023). IlorpeOuTtens, Psychology ormeuatoT paspblB  MeXIy
JIeTyCTUPY oI UJICHTUYHBIC BUHA, WH/TyCTPHATBHBIM u aKaJIeMUYECKIM
cooOIiaer o0 pa3jIMYyHOM YJIOBOJIBCTBUH B OCBOGHHEM  HEWpPOMETONOB, OJHAKO  He
3aBHCUMOCTH OT 3asBJICHHOW IICHBI, XOTS MpeUIaraloT  MOJENH, OOBSCHSIOMEH, Ha
HEMpOHHAs  aKTHBAaLUsl  BKYCOBBIX  30H KaKoM UMEHHO 3Tare KOTHUTHBHOI 00paboTKu
octaércst HemsmeHHoi (Plassmann et al., BO3HUKAET PACXOXKJCHHE.
2008). JlaHHBIE TpUMEPHI HE SIBISAIOTCS AKTYyanbHOCTb MPOOJIEMbI YCUIIMBAETCS
€IMHUYHBIMU aHOMAJIUSIMU: OHU MIPUKJIAHBIM KOHTEKCTOM. Jas
BOCTIPOM3BOMATCS ~ CUCTEMAaTHYECKd U B NPEINPUHUMATENECKON MPAKTUKH, 0COOEHHO
Pa3IMYHBIX SKCIIEPUMEHTAIbHBIX KOHTEKCTaX. Ui cyOBEKTOB Majloro M cpeaHero OusHeca,

Bmecrte ¢ Tem aHanmu3 JUTEparyphl MCTIONB3YIOIINX HEHpOMapKEeTHHTOBBIE
IIOKa3bIBAET, YTO YKAa3aHHOE PACXOXKACHUE 10 UHCTPYMEHTBl TP OLIEHKE  PEeKJIaMHBIX
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KaMITaHW, [IOHUMaHue HIPUPOABI
PaCXOXKIECHUA UMEET NPSAMOE 3HAYCHHUE: OHO
OIIPEHEIISIET, KaKue JIAaHHBIC pu

IIPOTUBOPEYNN KAHAJIOB CJIECIYyEeT CUUTaTh
Oosiee HAAEKHBIMU JJISI IPUHATHUS PELICHUN O
OHOPKETUPOBAHUY PEKJIAMHBIX Pa3MELICHUN U
onTUMu3alMM  KpeatuBoB.  IIpemioxenue
WUHTETPAaTUBHOM  MOZAEIH,  JIOKAJIU3YIOUIeH
pacxoxJeHne U O0OOCHOBBIBAIOIIEH MPUHIIMIT
TPUAHT Y/, OTBEYAET ITOU NMPAKTUUYECKON
NOTPEeOHOCTH MPENTPUHUMATEIBCKON CPEIbI.
Ilenb HacTOSAIIEH CTaThU — MPENJIOKUTD
TEOPETUYECKYI0  MOJEIb,  ONHUCHIBAIOIILYIO
IIOCJIEZIOBATENIBHOCTD KOTHUTHBHBIX 3TalloB,
Ha K&XIOM M3 KOTOPBIX (hopMHUpyeTcs
NOTEHUMAIbHASL TOYKA PACXOXKIACHUS MEXKIY

UMIUTUIUTHBIMA " SKCTUTULIUTHBIMU
peakiuusMH, W O0OOCHOBaTb  MPHUHIIMII
TPUAHTYISIUM  KaK  METOJO0JOrMYecKoe

CJIEICTBUE TAHHOW MOJIEIIN.

Hayunplii BKkJIag cTarbm COCTOMT B
CJIEIYIOLLEM. Bo-niepBsIx,
CHCTEMaTU3UPOBAHBI 3apyOeKHbBIE
UCCJIEJIOBAHUA, (PUKCUPYIOIINE PACXOXKICHHE
CYObEKTUBHBIX W OOBCKTUBHBIX JAHHBIX B
HEMPOMApKETHHIOBOM KOHTEKCTE. BO-BTOpBHIX,
BIIEPBBIE JTAHHOE PACXOXKICHUE CBSA3AHO C

HOCJIEI0BATEIBHOCTBIO KOHKPETHBIX
KOTHUTUBHBIX JTalnoB, a He C «o0meil
HETOYHOCTBIO»  caMooTuyéTa.  B-Tperbux,

BBCJICHA THUIIOJIOI'HUA paCXO)KI[eHI/Iﬁ o TpCM
OCHOBAHUAM (BaJ'IeHTHOCTI/I, MHTCHCUBHOCTHU U
TCMIIOPAJIBHOMY HapaMepr), IIO3BOJIAIOIIasA

nuddepeHImpoBaHHO WHTEPIPETHUPOBATH
HaOmOomaeMble  TATTEPHBI.  B-4eTBEPTHIX,
CHUCTEMaTU3UPOBAHBI (hakTopsl,

MOAYIUPYIOLIME KaXIbli dTall Kackajaa, C
0COOBIM  BHHMaHHMEM K  KYJIBTypPHOMY
KOHTEKCTY Pa3BUBAIOLLUXCSA PBIHKOB. B-
MATBIX, U3 MPEITIOKEHHON MOJIEIN BBIBEACHO
METOH0JIOTHUYECKOE CIIEICTBUE:
HEOOXOIUMOCTE TPUAHTYJISIIIUN
CYObEKTUBHBIX U OOBEKTUBHBIX JaHHBIX HE

KaK »JKEeJaTeJbHOr0 JIONOJHEHMs, a Kak
YCIOBHUSL  BAJIUJHOM  OLEHKH PEKIaMHOMN
3¢ peKTUBHOCTH.

O030p JuTEpaTypBI

Deonroyusi  Heupomapkemuuea: — om
n1abopamopHol Heuposusyaluzayuu K

HOPMAMUBHBIM MEMOOAM OYEHKU PEKAAMbL.
CraHoBlIeHME HEHPOMAapKETUHIA Kak
HAay4HOTO HAIpaBJIEHUS MIPUHATO CBSI3bIBATh C
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pabotoit Cmunrca (Smidts, 2002),
OTIPEICITUBIIETO ero Kak  W3ydYeHHe
1epeOpaIbHbIX MEXaHU3MOB JJIsi TIOHUMAHUS
notpedurensckoro moeacHus. Gupta et al.
(2025) B Frontiers in Neuroergonomics
NPEUIOKWIN  PACIIUPEHHYI  TPAaKTOBKY,
BKJTFOYAOTIIY IO nepudepudeckue
¢dbuzmonmornueckue  M3MEpeHHst  (KOXKHO-
raJIbBAHUYECKYIO peaxiuio,
ANEKTPOKAPAHOTrpad o, aHATH3 MUMHUYECKUX
peakiuil) HapsAny C HeipoBuzyanuzanueil. B

pamKax HaCTOsALIEH paloThI (¢
HEUPOMAPKETHUHIOM IIOHUMAETCS
MEXIUCLIUIUIMHAPHAS 00J1acTh,
HCIIOIb3YHOIas HEHpOHAy4HbIE U
NCUXO0(U3HOJIOTUUECKHE METO/bI UL

U3yUYeHHsI TMOTPEOUTENLCKUX peakuii Ha
MapkeTuHroBble ctumynbl (Plassmann et al.,
2015).

XPpOHOIIOTUYECKH  BBIICTSIOTCA — TPH
srana pa3Butua. Ha mepBom stame (2003—
2012) ObuIM  TIONYYEeHBI  JIOKA3aTelIbCTBA
MIPUHLUIIAAIIEHON BO3MOYKHOCTU HEMPOHAYKH
BHOCUTH BKJaJl B IOHUMaHHE DPEKIAMHOTO
BozzaeiictBusi. McClure et al. (2004) mokasanmu,
4TO 3HaHUE OpeHna aKTUBUPYET
JopcoaTepaibHYI0 MPe(POHTATBHYIO KOPY H
TUIIIOKAMIT TIPH  JIETYCTallMd  WACHTUIHBIX
HanuTkoB. Plassmann et al. (2008) B
Proceedings of the National Academy of
Sciences ycTaHOBHIIH, YTO 1IEHOBBIC CUTHAIIBI

MOAYJIUPYIOT HEHPOHHBIE  PENpPE3CHTALNHN
CYOBEKTUBHOTO YAOBOJIbCTBUS qyepes
MEIUATbHYI0  OpOMTO(PPOHTAIBHYIO  KODY.

Opnnako ctoumocts PMPT-ceanca (500-1500
JIOJUTAPOB) M CTAIlMOHAPHOCTH O0OPYIOBAHUS
OTpaHUYUBAIH MacIITabUpOBaHUE.

Bropoit aTarn (2013-2020)
03HAMEHOBAJICS BaJUIALEH u
komMMmepruanm3anueid. Venkatraman et al.

(2015) B Journal of Marketing Research
OJTHOBPEMEHHO COIOCTABWJIM IIECTh METOJIOB
OLICHKH  TeNepeKiiaMbl C  pealbHBIMU
PBIHOYHBIMHM JIAHHBIMH M YCTAHOBWJIH, YTO
UMEHHO KOMOUHAITHS
HEUPOPU3HOIOTHIECKIX METPHK, & HE KaKO-
100  OTACHBHBIA  MeTOH, oOecreunBaia
HauydIinee npecKa3aHue PBIHOYHOM
anmactuuHoctu. Costa-Feito et al. (2023)
3aUKCUPOBAITH CMeIeHne
uccnenoBarenbekoro gpokyca or GMPT k D3I
Y TTIOPTaTUBHBIM HHCTPYMEHTAM.
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Tperuit stan (2021 — HacTosmiee
BpeMs)  XapakTepusyeTcs KOHBEpreHuuen
HellpoMapKeTHUHIa c TEXHOJIOTUSIMU

MCKYCCTBEHHOTO HWHTeiuiekTa. Alsharif et al.
(2025) Ha OCHOBE CHCTEMATUYECKOTO 0030pa
642 nyOnukanuii u3 Scopus (0TOOpaHHBIX U3
1577 peneBantHbIX padoT 3a 2013-2023 rr.)
YCTaHOBUJIU, YTO SMOLIMS, BHUIMAHHUE U TaMSTh
SIBIISTIOTCSI TPEMsI KIIFOUEBBIMU KOHCTPYKTaMHU
Ha TniepecedeHun Hedpomapketunra u WU
Mashrur et al. (2022) ¢ mOMOIIBIO CHCTEMBI
MaIIMHHOTO OOy4YeHUs] Ha OCHOBE MeETofa
onopHblXx  BekTopoB  (SVM)  nokazanu
BO3MOXKHOCTb Mpe/ICKa3aHus
NOTPEeOUTETHCKOTO BBIOOpa 10 DI -1aHHBIM ¢
BBICOKOM TOYHOCTBIO KJIacCU(DUKALINH.

Hns  ueneit  Hacrosmied — pabGoThI
CYLIECTBEHHO, 4YTO HH Ha OJHOM U3
0003HAYEHHBIX 3TarnoB npobiema
pPacXoXkJIeHUsI CYObEKTUBHBIX U OOBEKTUBHBIX
JTAHHBIX HE Obu1a CHUCTEMaTUYEeCKU
KOHIIETITyaJTU3UPOBaHa KaK CaMOCTOSITEeNIbHBIH
TEOPETUYECKUN  KOHCTPYKT. PacxoxzaeHue
¢bukcupoBajIoCh  SMIUPUYECKH,  OJHAKO
OOBSCHSIOCH CUTYyaTHBHO, 0e3 OOpalieHust K
WHTEIPATUBHON TEOPETHYECKON PAMKE.

/Jleyxnpouyeccnas npupooa
gocnpuamus peKkaiamol

CommacHO  JBYXIIPOLIECCHOM — MOJENU
meinuienus (Kahneman, 2011), xorHutuBHast
o0paboTka WHGOpPMAIMK OCYIIECTBISETCS B

nByx pexumax: Cucrema 1 — ObicTpas,
aBTOMAaTHUYecKas, MIPEUMYIIECTBEHHO
sMonMoHanpHas — u Cucrema 2 —
MeJJIeHHas, peduiekcuBHAs,
MIPEUMYIIECTBEHHO aHAJIUTHYECKasl.
[IpyuMeHUTENbHO K BOCHIPHUATHIO PEKIAMBI
JaHHAS JTUXOTOMUS npuodperaer
cymiectBeHHOoe  3Hauenwe. Cucrema 1
TEHEPUPYET paHHUI AMIUTUIUTHBIA

SMOLIMOHAJIBHBIN OTKJIMK B TEUEHHE IEPBBIX
200-500 MumIMCEKyHA TOCIE MPENbBICHUS

CTUMYJIA. Cucrema 2 OCYILIECTBIISIET
MOCJIEYIONIYyI0 KOTHUTHUBHYIO TEepepadoTKy,
BKJIFOUAIOIILY IO OILICHKY HCTOYHHKA
COOOIIEHHUsI, PACMO3HABAHHE PEKIAMHOTO
Xapakrepa KOHTeHTa ©  (OPMUPOBAHUE
OCO3HAHHOU MO3UIIUH.
Heiipodusmnonornyeckuii cyocrpar

JAHHOTO pa3/eleHUsl JOKyMEHTHPOBaH B
auteparype.  MuHaanuHa ~— oOecreyrBaeT
OBICTPYIO nopedrekCuBHYO OIICHKY
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OMOIIMOHAIBHON 3HAYUMOCTHU CTHMYIIA, TOTJA
Kak TnpedpoHTalbHAas KOpa OCYIIECTBISET
OCO3HAHHYIO  KOTHUTHUBHYIO  PETYISIIHIO
(Damasio, 2005). Par¢ u Headley (2023) B
Neurobiology of Stress ycTraHOBWIH, 4YTO
MUHJQJINHA  MOAYJIUPYET  KOHCOJIUAAILIMIO
MaMSTH B THITIIOKAMIIE YepPe3 BRICBOOOKICHHE
HOpaJPEeHEePrUYECKUX TOPMOHOB, 4TO
OOBSICHSICT IPEUMYIIIECTBEHHOE 3aIIOMUHAHUE
SMOLIMOHAIBHO OKpPAIIEHHBIX CTUMYJIOB BHE
3aBUCHMOCTH OT UX OCO3HAHHOMW OIICHKH.

B pamkax npemiaraemoit  Momenu
HEHpOMapKeTHHTOBBIE HHCTPYMEHTHI — facial
coding, D3I, KOXKHO-TATbBAHUYECKAST PEAKIIUS
— paccMaTpUBaIOTCS KaK NMPEUMYIIECTBCHHO
YyBCTBUTEJIbHBIC K peakuusM,
aCcCOIMMPOBaHHBIM ¢ pabotoit Cuctemsl 1, T0
€CTh K paHHUM, HUMIUIMOUATHBIM, HE
MOJBEPTIINMCS  KOTHUTHBHOW  KOPPEKIIUU
oTkiukaM. OmnpocHble METOAbl B OOJbIICH
CTETIEHHM  OTPaKalOT  pe3ylbTaT  paboThbl
Cucrembl 2 — OCO3HAHHYIO, KOTHUTHUBHO
nepepaboTaHHYl0  OLEHKY. Pacxoxienue
MEXJy HHUMH, TakuM oOO0pa3oM, MOXKET
WHTEPIPETUPOBATECI ~ HE  Kak  OmMOKa
HM3MEpeHHUS, a KaK OTpakeHue
(YHKIIMOHATHHOW aCUMMETPUU KOTHUTHUBHOM
00paboTKwH.

Persuasion Knowledge Model u
MeXaHu3mM KOZHUMUBHOU KOPPEKYUU

Ecnu JIBYXTIPOIIECCHAS MOJIENb
OIMCHIBACT OOIIMA MEXaHHW3M Ppa3IeICHUS
UMIUTHIIUTHBIX U SKCIUTUIUTHBIX PEaKkiui, TO
Persuasion Knowledge Model (manee —
PKM; Friestad & Wright, 1994) packpsiBaeT
CHEIM(PUICCKUI MEXaHU3M €T0 MPOSIBIICHUS B
pEKIIaMHOM KOHTEKCTE.

PKM ommceiBaer, kak mnoTpedutenu
HAKalUTMBAIOT TPU THUMA 3HAHUW: 3HAHUS 00
areHTe, 3HAHUS O TeME M 3HAHUS O TaKTHKaX
yoexnenus. [Ipu pacmo3HaBaHUU PEKIAMHOTO
XapakTepa KOHTEHTA AaKTHBAIMs persuasion
knowledge 3amyckaeT KOMMHTOBBIE CTPATETHH:
KOHTpapryMEHTAIIHIO, CKETITUITN3M,
obecrienuBanue ucrounuka. Eisend u Tarrahi
(2022) B meta-anamm3e 140 wucciemoBaHMiA
(cymmapuo 6omnee 50 000 pecionaentos)148
pab6ot (171 mabop maHHBIX, CyMMapHO 28 944
PECIIOH/IEHTA) MOATBEPIUIHN, YTO AKTUBAIUS
persuasion knowledge B cpenHeM
YBEJIMYUBACT  HETAaTHBHBICE  KOIIMHIOBHIE
peakmuu (d =0,22) u cHUKaAET OIaronpusTHHIE
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OLIEHKHU, TPUYEM 3(PPEKT BBIPAKEH 3HAYUMO
CHIIbHEE JUISI CKPBITBIX (OPMATOB, YeM JIJIst
OTKPBITHIX.yCUIINBAET HETraTUBHBIC
KOITMHTOBBIE PEAKIMH (CKOPPEKTUPOBAHHBIH T
=0,256) u cHMKaeT OIaronpUsATHBIE OIICHKH (T
= —0,098); s>pdexr 3HAUMMO CHIBHEE MPH
NEPCOHATM3UPOBAHHOW KOMMYHUKAIUH, JUISI
HE3HAKOMBIX TOBAPOB M TOBAPOB C OMBITHHIMHU
U JIOBEPUTEIHLHBIMH CBOHCTBAMH, TOTJA Kak
JUTSL CKPBITOTO (covert) MapKeTHHTa 3HAYUMOTO
pasnu4Hs He BBISBICHO. |

CyIeCTBeHHO, 4TO KOIIMHTOBbIC
ctparerui  PKM  mpencraBnsitor  coboit
WHCTPYMEHTbl KOTHUTHBHOW IepepadoTKu,

acconuupoBaHHble ¢ paboroit Cucrtemsr 2.
OHM  BO3ACHCTBYIOT Ha  OCO3HAHHYIO
BepOAJbHYIO OIICHKY, OJHAKO B MEHbBIIECH
CTEMEeHH 3aTPAaruBalOT PaHHUN UMIUTMIIUTHBIHA

oTkiuK. [loTpeOuTenh MOXET HCHBITATh
MMIUIMIUTHYO 3MOLIMOHAJIBHYIO PEaKLUI0 HA
KOHTEHT — WHTEpEC, yIAUBICHHE, —

3a(UKCHPOBaHHYKO HMHCTpyMeHTamu facial
coding. Ilpm »3TOM B ompoce TOT *Ke
norpedurens coolIaeT O  HEraTUBHOM
OTHOLICHUU K PEKIAMHOW HMHTErpanuu. ITO
NPOMCXOMUT HE  TOTOMY, 4YTO  OTBET
HEHCKPEHEeH, a TIOTOMY, YTO KOTHMTHBHAs
KOppekiusi 4epe3 persuasion knowledge
u3MeHuIa oco3HaHHyto oueHky. Clithero et al.
(2024) KOHLENTYaJIN3UPOBAIIN JAHHOE
SBJICHHE B TPEXYPOBHEBOW paMKe «OIMCaHHE
— OOBSICHEHHE — TIPOTHO3HPOBAHUEN:
OTIPOCHBIE METOJIBI paboratoT
NPEUMYIIECTBEHHO Ha YpPOBHE OIHCAaHUS,
HEMpOMETO/Ibl — Ha YPOBHE OOBSICHEHHUS, a UX
KOMOUHAIHS o0ecrieunBaeT YPOBEHb
IPOTHO3UPOBAHUS.

Facial coding: eéo3mosrcnocmu
Qukcayuu umnauyUmMHLIX peaKyuii u
02paHuYenus uHmepnpemayuu

Cpemun HEHpOMapKEeTHHTOBBIX
WHCTPYMEHTOB, YYBCTBUTEIBHBIX K PaHHUM
UMIUTUIUTHBIM PEAaKIMIM, aBTOMaTHYECKUMN
aHanu3 MuMmuueckux peakuil (facial coding)
3aHUMaeT ocoboe mnonoxkeHne. OCHOBAHHBIN
Ha CHCTEME KOJWPOBAHHUS JIULIEBBIX JIEUCTBUN
(Facial Action Coding System, FACS; Ekman

& Friesen, 1978), OH MO3BOJISIET
perucTpupoBaTh MHUKPOBBIPAKECHUS B
pealbHOM  BpeMeHH 0e3  (Pu3nYecKoro

KOHTaKTa C pCCIIOHACHTOM.
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Hofling u Alpers (2023) B Frontiers in
Neuroscience Ha BbIOOpKe U3 219 ydyacTHUKOB
MOKa3ajayu, YTO MATTePHBI akTuBanuu Action
Units CTaTUCTUYECKU 3HaYUMO
MPECKa3bIBAIOT CyObEKTHUBHBIE
AMOITMOHAIBHBIC OLIEHKU 1 3(PPEKThI peKiiaMbl
cBepx MaHHbIX camooTuéTa. Casado-Aranda et
al. (2023) B Psychology & Marketing nHa
OCHOBE o030pa 861 myOIuKaIu
noaTBepawH, uto facial coding u aiiTpekuHT
ocralorcsi  Hambojee  BOCTPEOOBAaHHBIMHU
WHCTPYMEHTaMH HEHpPOMapKETUHTOBBIX
WCCIIeIOBaHUN B KOMMYHHUKAIIMOHHOH cdepe.
Bigné et al. (2025) Bxurouniu facial coding B
METOIOJIOTHYECKY IO paMKy
HEHPOMapKETUHTOBBIX HCCIICOBAaHUI Hapsay
¢ O0I' 1 KOKHO-TaJIbBAHUYECKON peakuei.

BMecte ¢ TeM = TeopeTHueCKUi
byHIaMEHT MeToja SBIISETCS IMPEIMETOM
HayyHOU muckyccuu. Barrett et al. (2019) B
Psychological Science in the Public Interest
apryMEHTHPOBAJIM, 4YTO  CBSI3b  MEXKIY
KOHpUrypanueid  JTUIEBBIX MBIl U
NepeXKMBaeMO SMoInel Oosiee BapuaTHBHA U
KyJIBTYpHO OOYyCIIOBJICHA, YeM MPEAIOaraet
KJIacCH4ecKkas TeopHsi 0a30BBIX  OMOIIHH.
Biidenbender et al. (2023) 3aduxcupoBanu

CHHMIKCHHUC TOYHOCTH ABTOMATUYCCKHX
AJITOpUTMOB npu HATypaJIMCTUYHBIX
BBIPAXKCHUAX 1o CpaBHCHHUIO C
MMPOTOTUITMYCCKUMMU.

CnenoBarensHo, facial coding B pamkax
npelaraeMoil MOJIeNId pacCMaTpUBAETCs HE

KaK HWHCTPYMEHT MPSAMOIO  «CUUTHIBAHMS
SMOLMI», a KAk HMHIMKATOp  paHHEHR
UMIUTMIUTHON  ap@eKTUBHOM  peakuuw,

TPeOYOLIHIA TOCIIETYIONIETO COMOCTABICHHS C
OIMPOCHBIMU JTAHHBIMH. Nmenno XapakTep
PacXOKICHUS MEKIY JByMs KaHallaMH, a He
JaHHBIC KaXXJ0ro HN3 HHUX II0 OTACJIIBHOCTH,

HECET OCHOBHYIO JMarHOCTUYECKYIO
HH(pOpMAaIHIO.

MarepuaJjsl 1 METOABI.

Hacrosmiee HCCIEIOBaHNEe

MPEJICTaBIsIET COOON TEOPEeTUYECKUN aHaH3,
OCHOBAaHHEIN Ha KPUTHYCCKOM CHUHTE3C
Hay4yHOU nurteparypbl. CTparerus Moucka
KPUTEPHH 0TOOpa OMIMCAHBI HUKE.

[Monck mpoBoamics B 0a3zax JaHHBIX
Scopus u Web of Science B mapte 2025 roma
M0  CIEAYIOIIUM  KJIIOUEBBIM  3alpocam:
«neuromarketing AND advertising», «facial
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coding AND consumery, «subjective objective

divergence AND neuromarketingy,
«persuasion knowledge AND
neurophysiology», «dual process AND
advertising perception». Bpemennoii

muama3od  cocraBun  2019-2025 romel, ¢
BKJIIOUEHHEM (DyHIaMEeHTaIbHBIX paboT Oonee
pannux Jser (Kahneman, 2011; Friestad &
Wright, 1994; Damasio, 2005; Ekman &
Friesen, 1978; Smidts, 2002), HeoOX0MUMBIX
JUTSI TIOCTPOCHUSI TECOPETHUECKON PaMKH.
[lepBuYHBIII TOMCK IO yKa3aHHBIM
3ampocam  nan 347 myOnukanmii. [locne
yaajaeHus: nyoneit (n = 52) U UCKIIOYCHHS
nyOnvMKanuid Ha  SA3bIKAX, OTIUYHBIX OT
anruiickoro (n = 41), ocraBmmecs 254
3amucd  ObUIM  MPOAHAIM3HPOBAHBI IO
3arojoBkaM W aHHoTauusM. Kpurepun
BKJTIIOUEHUSI: IyOnuKamnus B sxypHane Q1-Q2
no kBaptwio Scopus wm Web of Science;

HAIMYUE OMIHUPUYCCKUX JIaHHBIX, MeETa-
AHAJIIUTHYECKOTO 0000111eHA 1501051
KOHIICTITyaJTbHOTO ~ 0030pa; PEJIeBaHTHOCTH

npo0neMe pacxXoXIEeHUs CyObEKTUBHBIX U
OOBEKTUBHBIX JaHHBIX JMOO METOHOJIOTUU
HEHPOMAapKETHHIOBBIX M3MepeHul. Kpurepun
VCKJIIOUEHHUS: y3KOCTIEIMaJIN3UPOBAHHBIE
HelipoOuonoruuecke paboTel 0e3 CBS3U C
MapKeTHHIOBBIM KOHTEKCTOM; ITyOJIMKaluu
0e3 peleH3UPOBAHMS; MaTepHuabl
KOH(EpeHIHiA.

[locne TMONHOTEKCTOBOrO aHalu3a B
UTOTOBBI KOpHyC OBUIM BKJIIOYEHBI 28
UCTOYHMKOB. Ha »3Tame KoHIeNTyaJlbHOTO
CHUHTE3a MaTepuajbl KOAWPOBAIUCH MO TPEM
AQHAIUTUYECKUM  OCHOBaHMSAM: (a) THI
(bUKCHpPYEMOTro pPacXoXkaeHUs (HampaBJeHHUE,
UHTEHCUBHOCTb, KOHTEKCT); (0) ypOBEHb
KOTHUTUBHOW  00pabOTKH, Ha  KOTOPOM
pacxoxienne 3auKCUPOBAHO W O0BSICHEHO
(MMIUTHITUTHBIHN, SKCIIJIMIIMTHBIN,
UHTETPaTUBHbIN); (B) THUI PETUCTPUPYEMOIl

peakuuu (HelipoduznoIoruuecKkas,

MUMHYECKasi, BepOaIbHast, TOBEACHYECCKAs).
ABTOpPBl  TNPHU3HAIOT  OTPaHUYEHUE,

CBSI3aHHOE C  pealu3aleld  Mpouemypsl

KOZIMPOBAaHUS CHJIAMU OJHOTO aHAJIUTHKA (C
KOHCYJIBTAaTUBHBIM y4YacTHEM COaBTOPA), YTO
HE TIO3BOJISIET oO0OecneduTs (popManbHyIO
MEKKOTMPOBOYHYIO TIPOBEPKY HAAEKHOCTH
(intercoder reliability), SIBJISIFOLTYFOCST
CTaHAAPTOM TSt CHCTEeMaTHYECKIX

67

TEOPETUIECKUX 0030pOB C y4acCTHEM JIBYX U
Ooiee HE3aBUCHMBIX KOAMPOBIIMUKOB. Jlyis
YaCTUYHOU KOMIIEHCAIlUU YKa3aHHOTO
orpaHuyeHusi ObUIM MPUMEHEHBI CIeAYIOLIIe
MIPOLEAYPHI. Bo-niepBbix,  peanuzoBaHO
JBYKpaTHOE HE3aBUCHMOE KOJIMPOBAHUE BO
BPEMEHU: Kak[as MyOIMKanusi KOAUpOBaIach
IIEPBBIM aBTOPOM C MHTEPBAJIOM B JIBE HEJEIH
MEXIy TMEpPBbBIM U TOBTOPHBIM IPOXOJIOM,
PacXOKJIEHU MEXIy [JBYMs KOAMPOBKAMH
(3adukcupoBansl B 4 caydasx u3 84)
pasperanuce yepes BO3BpAT K
MIEPBOMCTOYHHUKY U OOCYKICHHUE C COABTOPOM.
Bo-BTOpBIX, I Kaxa0W M3 Kareropuil TpEx
AHATMUTUYCCKUX OCHOBAHUH C(HOPMYITUPOBAHBI
CTaHJAapPTU3UPOBAHHBIE  OlEpalMOHAIbHBIC
OIIpE/IETICHUS C YKa3aHUEM JUArHOCTUYECKUX
MIPU3HAKOB. B-tperbux, obecrieueH
MPO3pAaYHbI  AYIUTOPCKUN  CIEI: IOJHBIE
TaOMUIBl  TEPBUYHOTO  KOAMPOBAHUS U
IPOTOKOJI pasperieHus PaCXOXKIACHUN
JOCTYIIHBI 110 3anpocy. OnucaHHble MEphl HE
SIBJISIFOTCS MOJIHBIM HKBUBAJICHTOM
MEKKOJIUPOBOYHOM IIPOBEPKHU c
HE3aBUCUMbBIMU AHAJIIMTUKAMH; OpraHU3aALIMS
Takol  Mpoueaypsl  0OO3Ha4aeTcs  Kak
HarpaBJIeHUE COBEPILIEHCTBOBAHMS
TEOPETUKO-METOAOJIOTMYECKO  0a3pl  Mpu
JaTbHENIINX HCCIeqoBaHUsAX. BMecte ¢ Tem
TEOPETHKO-KOHIICTITYaIbHBIH, a HE
KOJINYECTBEHHO-METAAHAIIUTUYECKUH,
XapakTep Hacrosield padoThl ONpaBAbIBAET
IIPUMEHEHHBIN IIPOTOKOJL.

Pesynbrarom CHHTE3a SIBJISIETCSI
KacKaJHast MOJIENb pacxoJIeHus,
npeJcTaBieHHas B paszzene «Pe3ynbrarsl U
00CYXKICHHEY.

Pesyabrarbl n 00cyxaeHHe

Tunonozus pacxodxcoenuti: 0CHO8AHUSA
oughgepenyuayuu.

[Ipexnae yeM NpemIOKUTh KacKagHYIO
MOJIEND, HEOOXOINMO SIBHO
muddepeHIUpoBaTh  TUIBI  PACXOKICHUI
MEXIy CYObEKTUBHBIMH W OOBEKTHBHBIMH
JaHHBIMU. B mpeamiecTByromei nureparype
pacxox/ieHue, Kak MpaBujIo, pacCMaTpUBaeTCs
KaK E€IUHBIM KOHCTPYKT, YTO MPENsATCTBYET
TOYHOW JIMarHOCTHYECKON WHTEPIPETALINH.
Mpe1 BBIJICIISIEM TpHU OCHOBaHUS
nuddepeHnmanym, onepanuoHaIn3upyeMbIe B
SMIIUPUYECKUX UCCIIETIOBAHUSIX.



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

IIo
MEXITY
HUCXOJISIIIee
HMILTHIIUTHAS
AKCIIITUIIUTHOM
pacxoxaeHue

Banentnocts pacXOoXaEHHUs.
HaMpaBJICHUIO HECOOTBETCTBUS
KaHaJaMH pa3IYal0OTCS:
pacxoxaeHue  (MO3UTHUBHAS
peakuuss INpHU HEraTuBHOU
OIICHKE), BOCXOJISIIIEE
(HeraTWBHAsI MMIUTUIIUTHAS PEaKUUs MPH
MO3UTUBHOW  DKCIUTMIIUTHOM  OIICHKE) W
CUMMETPHYHOE pacxoxaeHue o
UHTEHCUBHOCTH  (00€  OLIEHKHM  OJIHOTO
HaIpPaBJICHSI, HO PA3HOM CHIIBI).

WNHrencuBHOCT  pacxoxnaeHus. Ilo
BEJIMUMHE  pa3pbiBa  MEXKIy  KaHaJIaMH
pasnuyaroTcs  ciaboe  (pacxoKIeHUE B
npeenax OIHOTO CTaHIAPTHOTO OTKIOHCHHS
OT CpeIHMX 3HAYCHWH 10  BBIOOPKE),
ymepeHHoe (1-2 cTaHgapTHBIX OTKJIOHEHUS) U
BEIpaKeHHOE  (Oonee 2 CTaHAApPTHBIX
OTKJIOHEHHIA) pacxoxaeHue. Cnaboe

pacxoxaeHue HUHTEPIPETUPYETCS Kak
HOpMaJbHasi ~BapUAaTUBHOCTh  HM3MEPEHUH,
TOIJa KaK YMEPEHHOE M  BBIPAXKEHHOE
pacxoxaeHue  TpeOyeT  copaepiKareiabHON
UHTEPIIPETALNH.

TemnopansHbiii mapamerp. [1lo Bpemenu
¢bukcanyu pasnuyarTcs CUHXPOHHOE

pacxoxaeHre (MMIUTMIUTHAS U SKCIUTULIUTHAS
OILICHKH (PHKCHPYIOTCS MapaIeIbHO BO BpEeMs
NpEeIbsABICHUS CTHUMYJa) U  OTCPOYEHHOE
pacxoxaeHue (3KCTUTMIIUTHAS OLICHKA
coOupaercs Mocje 3aBeplICHUs MPOCMOTPa,
yT0 Ja€r BpeMs I JONOJHUTEIbHOU
KOTHUTHUBHOM  Koppekuuu). OTcpoueHHoe
pacxoxIeHre, Kak MpaBuiio, 0oJee BHIPAKECHO
3a cuéT paboThl CUCTEMBI 2 B MEIKCTUMYJIbHBII
uHTepBaj. CBOIHAS TUIOJIOTHS PACXOKICHUI
npejacrasieHa B Tadmuie 1.

TaﬁJmua 1 — TunoJorus pacxomenm‘i Cyﬁ'BeKTI/IBHbIX H 00beKTHBHBIX JAHHBIX

OcHoBaHmne Kareropuu pacxo:xaeHust JlnarHocTuyeckasi MHTEPIPETAIUS
Bamenrnocts Hucxonsmee (MMIUIMIMTHAS MO3UTHBHAA — | Hucxomsamee — akrtuBanusa PKM-konuHTa;
SKCIUTUIMTHAS HETaTUBHAs); BOCXOIIIEE BOCXOJAIIEE — PAIlMOHAIN3AINS Yepes3
(MMIUTAIIATHAS HETaTUBHAS — MapaconrasbHOE JOBEPHE; CAMMETPHIHOE —
SKCIUTUINTHAS TIO3UTHBHASA); CAMMETPUYHOE | KOHBEPTCHIWS IPH Pa3HOW MHTCHCHBHOCTH
10 HHTEHCUBHOCTH
WHTEeHCHBHOCTD Cnaboe (< 1 SD ot cpennero); yMepeHHOE Cnaboe — HOpMaJbHAs BapUATHUBHOCTD
(1-2 SD); Beipakennoe (> 2 SD) HU3MEpPEHHI; yMEPEHHOE U BBIPAKCHHOE
TpeOyIOT colep KaTeIbHON HHTEPITPETAIINN
TeMmopaTbHBIN CunxpoHHOE (TTapauIeTbHEIH cOop OTCpOoYCHHOE PacXOKACHHUE, KaK MPABUIIO,
rmapaMmeTp JTAHHBIX ); OTCPOYCHHOE (IKCIUTUITUTHAS OoJee BBIPaXKEHO 3a CYET HOTONMHUTEITFHON
OIICHKA ITOCJIC 3aBEPIICHUS TIPOCMOTPA) KOTHUTHUBHOU KOPPEKITUH
IIpumedanue — COCTaBJIEHO aBTOpaMU HAa OCHOBAaHUM MPOBEIEHHOTO CUHTE3A JIUTEPATYPHI.

BBCIIéHHaSI TUIIOJIOTUSA TIPUMCHSACTCA B
MMOoCJICAYIOMIEM OIMMCAHUHU KaCKaZ(HOﬁ MOACIIN

U B  OOCYXKJCHHHM  JHATHOCTHYECKOTO
MIOTEHIIMAJIA PACXOXKICHUSI.
Asmopckas KACKAOHAsL Moo0enb

PACXoHCOeHUs: CYObEeKMUBHBIX U 00bEKMUBHBIX
Odannvix. Ha OCHOBe MPOBENEHHOTO aHAIM3A
npeJIaracTcs KacKaHas MOJIENb,
OIMMCHIBAIOIIAS IIOCIEN0BATEILHOCTh U3 IIATH
KOTHUTHBHBIX 3TAITOB, HA KAKJIOM U3 KOTOPBIX
dbopmupyercs IMOTEHIINAIbHAS TOYKA
PacCXOXJICHHUS MEXAY HWMIUIMIUTHBIMA U
OKCIUIMLIUTHBIMUA ~ peakiusiMu. PexiaMHbIi
CTUMYJI BBICTYIIA€T BXOIHBIM 3JCMCHTOM
KackaJa M HE OTHOCHUTCS K HyMEPOBaHHBIM
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sTanam o0padoTku. Mozenb BU3yaln3upoBaHa
Ha Pucynke 1.

Oran  1: mepuenTHBHBIA  QUIBTP
(BHMMaHMe). PexyiaMHBI CTUMYN HPOXOIUT
yepes JIBOMHOMN ¢bubTp BHUMAaHWS:
BOCXOAdllee,  YIpPaBIseMOE  CBONCTBAMHU
CTUMYJIa, M HHUCXOJSIIEE, OIpeAeIsieMoe
LeIsIMA ¥ OKuIaHusIMU cyobekta (Alsharif et
al., 2025). Ha manHoM »Tame pacxoxaeHue
MUHUMaJbHO: W HeHpoMmeToabl (alTpeKkuHr
¢buKkcupyeT 30HBI (HUKCALKU), U CAMOOTUET
(pecnoHIEHT COOOIIIAET, YTO 3aMETHII CTHMYI)
JAl0T  MPEUMYIIECTBEHHO KOHBEPIeHTHBIE
PpE3YJIBTATHI.
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Kackannan mogens PacxoxXaeHun cyﬁhex‘rusnux W ODBEKTHEHBIX BAHHBIX
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Pucynok 1 — Kackajgnasi Mmoaesib pacxokaeHusi CyObeKTUBHBIX M 00beKTUBHBIX JAHHBIX NPH
BOCHPHUSATHH PEKJIAMHBIX COO0IEeHHI
Tlpumenanue — cocmasneno asmopamu Ha 0OCHOBAHUU Meopemuyecko2o cunmesa pabom Kahneman (2011);

Friestad & Wright (1994); Paré & Headley (2023).

Otan 2: UMIUTMIUTHAS SMOLMOHAIbHAS
onenka. B teuenne 200-500 mMc MuHpaiIuHa
OCYUIECTBIIIET OBICTPYIO aBTOMAaTHYECKYIO
OLIEHKY SMOLIMOHAJIBHON 3HaYMMOCTHU
CTUMyJla. OJTa OLEHKAa INpOsBISAETCS B
MHUKPOBBIDQKEHUSX  JIMLA,  HM3MEHEHMSX
AIEKTPOACPMATBHOMN aKTUBHOCTH 51
HelpoHHbIX mnartepHax OJI. KoraurueHas
koppekius Cuctemsl 2 emé He peann3oBaHa.
Byrme et al. (2022) mnoaTBepAMIHM, UTO
bpoHTasnbHas  anbda-acummerpusi IO
SIBJIAETCSA HaJEKHBIM MapKepOM BaJICHTHOCTHU
UMIUTMIIUTHOMN peakltu.

Oran  3:  axkTHBamUs  persuasion
knowledge. [Ipu pacno3HaBaHUM PEKIAMHOTO
Xxapakrepa KoHTeHTa Cuctema 2 aKTUBHPYET
persuasion knowledge (Friestad & Wright,
1994). 310 TOUKa, B KOTOPOH TpPAECKTOPHUH
AMIUTAIIATHON MW DKCIUIMIIMTHOM  OIIEHKH
HAYMHAIOT  PAcXOMUTBCS:  MMIUTUIIMTHAS
peakuus, 3adUKCUpPOBaHHAs HEHpoMeTonaMu
Ha JTane 2, 0cTaéTcs HEM3MEHHOM, TOTa Kak
OCO3HaHHAs OIICHKa HauYMHAET
KOPPEKTHPOBATHCS KOITMHTOBBIMHU
crparerusmu. Eisend w Tarrahi (2022)
NOKa3ajJ¥, 4YTO HHTEHCUBHOCTb KOPPEKIHMH
3aBUCUT OT (opmara: CKpPBITbIE (HOPMATHI
OpOBOLUPYIOT Oojee BbIpaxkeHHyl0 PKM-
aKTHBALIMIO, YEM OTKPBITHIE.
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Oran  4: KOTHUTUBHAs KOPPEKIIMS.
[lorpeOutens  ¢GopMHupyeT  OCO3HAHHYIO
OIICHKY, UHTETPUPYS UMIUTAITITHBIA

OMOILIMOHANBHBIN OTKIMK C pe3ylbTaTaMu
paboter persuasion knowledge. Mmenno sta

CKOPPCKTUPOBAHHAA  OLCHKA (I)I/IKCI/IpyCTCSI
OITPOCHBIMU METOAAMU. HanpaBneHHe
KOPPECKIUHU MOXET OBITh HUCXOOAIIHUM

(momaBfneHUEe TO3UTUBHOTO HMIUIMIIMTHOTO
OTKJIMKA) WM BOCXOSIIUM (palioHaIn3aIus
HETaTUBHOM AMIUTUIATHON peaKIm).
Plassmann et al. (2008) npoaemMoHCTpupoOBaIn

AHAJIOTMYHEIA  MEXaHM3M B IICHOBOM
KOHTEKCTE.

Otam  5: TIOBEIEHYSCKHH  HCXO/I.
Koneunoe noTpedUTeIHCKOES peuieHue
OIPENEIAETCS B3aUMOJIENCTBUEM
UMIUTMIIUTHOTO ~ OTKIMKa (dtam  2) ©

oco3HaHHOU oreHkH (dTam 4). Venkatraman et
al. (2015) sMmmupuyecKku NOATBEPIWIH, UTO

Helpo(pU3HoIoruuecKue MapKephl
NPEICKa3bIBAIOT ~ PBIHOYHBIE  IOKa3aTesu
Jydille, YeM TOJBKO OIPOCHBIC aHHEIC,

OJTHAKO HAWJIYYIIHHA pe3yabTaT 00eCIeunBacT
HMX KOMOMHAIIUS.
Mooynupyrougue gpaxkmoput kackaoa
Kaxxnplii n3 OATH DTamoB KacKaIHOU
MOJIETH  MOJYIHPYeTCs psaaoM (HaKToOpOB,
OTIPEIEIISIONTUX HHTECHCUBHOCTD u
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HaIrpaBJcHUE PacXoXIECHUS. OIEepalMOHAIN3UPOBAaTECSl B AMIIMPUUYECKUX
Cucremarnyeckoe  pPacCMOTPEHHE  ITHX nccnenoBanusax. CBoAgHAas XapaKTEpUCTUKA
(GakTOpOB BaXXHO JUISI JABYX IEJe: OHO MOJYIUPYIOMUX (HaKTOPOB MpEACTaBICHA B
YTOYHSIET YCJIOBHS MPUMEHUMOCTH MOZEIH U TaGnuue 2.

3a1a€T  I[EPEMEHHBIE, KOTOpBIE  JTOJIKHBI Tabnuma 2 — Monynupyroriue (GpakTopbl
KOHTPOJIHUPOBATLCA U1 KaCKaﬂHOﬁ MOACIIHN PaACXOXICHHUA I10 3TalaM
JTan Kackaaa I'pynnsl MogyIMpyomux (pakTopos HMMmuMkanuu s SMIHPUYECKOro
HcCIIe10BaAHUS
Oran 1: CoiicTBa cTUMYya (SIPKOCTh, KOHTPACT, CranpmapTuzaiis yCIOBHA IPOCMOTPA;
NEPLENTHBHBIN | IMHAMHKA, JIUIO YeI0BeKa); HHIUBHAyaIbHbIC KOHTPOJIb THIIA YCTPOICTBA; yUET
buIBTp pasIM4ns B BHUMaHHUN; KOHTEKCT MOTPeOIeHU KYJIBTYPHBIX OCOOSHHOCTEH IIpH Kpocc-
(mobile vs desktop); KyJabTYpHBIC MATTECPHBI KYJIBTYPHBIX CPAaBHCHHSIX
BU3YaJIbHOI'O CKAaHUPOBaHUA
Oran 2: KynerypHsiii KoHTEKCT 3Kcnipeccuu (Barrett et al., | Kamubposka FaceReader Ha HefiTpansHOM
nMmiumaiTHas | 2019); uHIUBUAYaTBHBIE PA3THYN B BEIpaKEHUH; YIET IeMorpapraecKux
HMOLMOHANBHAS | SMOLMOHAILHON PEaKTHBHOCTH; IIOJI M BO3PACT; MepEeMEeHHBIX; cOOp JaHHBIX B CTAOMIIBHOM
OLIeHKa 3HAaKOMCTBO cO cTUMyIoM (familiarity); 0a30BbI | SMOIMOHAIBHOM COCTOSIHUH
SMOIMOHANBHBIN HOH
Oran 3: OnbIT pacro3HaBaHUs PEKIAMHBIX (POPMATOB; Brurtouenue mikan pekiiaMHON TpaMOTHOCTH
AKTUBALIHS YPOBEHb PEKJIAMHOI IpaMOTHOCTH; pOopMaT u parasocial relationships B ompocHsIi
persuasion HWHTETpaluy (OTKPBITHIN VS CKPBITHIN); TOBEpHE K | HHCTPYMEHTApHil; CTpaTH(QHUKALNSI BEIOOPKU
knowledge UCTOYHUKY (MH(IIOCHCEPY); MapacolHaibHble 0 OMBITY
OTHOILICHUS
Oran 4: CKIIOHHOCTH K pedieKcuBHOM 00paboTKe; KoHTponb KOTHUTUBHON HATPy3KH;
KOTHUTHBHAsL | YPOBEHb KOTHUTUBHOW Harpy3KH B MOMEHT HCIIONB30BAHUE MIKAJI C OOPaTHBIMH
KOPpeKIHs OLICHKH; COLIHAJIbHAS JKEJIaTeIbHOCTh OTBETOB; YTBEP)KICHUSAMHM; IIPOTOKOJIBI aHTH-
(hopmar 1mkasbl (OTKPBITHIC VS 3aKPBITHIC) COIMAJIbHO-)KEJIaTeJIbHBIX UHCTPYKIUH
Orar 5: [lenoBast KaTeropus MPOLYKTa; CPOUHOCTD CermeHTanus pe3yJTaToB MO THITY
nmoBeneHuecknii | mokynku (low vs high involvement); MpoAyKTa; yu&€T involvement-ypoBHS;
HCXOA KOHKYPEHTHBI KOHTEKCT; (pHaHCOBEIE BepU(UKaUs Ha peabHBIX TOBEACHYECKUX
OTpaHUYECHUS PECIIOHIECHTA merpukax (CTR, xoHBepcus)
[Ipumedanue — cocTaBiIeHO aBTOPaMU Ha OCHOBAHUH MTPOBEAEHHOTO CHHTE3a JINTEPaTyPhI.

Ocoboe BHHMaHHUE CIeIyeT YICIUTh facial coding B TepMHMHAX MNAaTTEPHOB
KyJTbTYypHOMY  (bakTopy,  JeicTByromemy MUMHYECKOH  aKTHBHOCTH  (BaJEHTHOCTH,
PEUMYIIECTBEHHO Ha ATare 2 (MMIUTUIUTHAS aKTHBALUA), a  HE  KaTeropuajbHBIX
SMOITMOHAIbHAS OlleHKa). Barrett et al. (2019) OMOITMOHAIBHBIX  SIPIBIKOB.  VIMITTUIIUTHBIN
MIOKAa3aJli, YTO CBA3b MEXIY KOH(purypauuein KaHaJl HE00X0IUMO 00s13aTeIbHO

JIMLEBBIX MBI U TMEPEKUBAEMON SMOLMEH

COIIOCTAaBJIATh C OJOKCINIMIIUTHBIM —

caMo

Oosee BapuaTHBHA U KYJIBTYPHO 00yCIIOBIICHA,
4YeM MOCTYJHPOBAJIOCh B  KJIACCUYECKON
Teopun 0a30BBIX OMoOIMK OkMana. Jlis
pa3BHUBAIOIIMXCA PBIHKOB, B TOM 4YHUCIE
Kazaxcrana u crpan LlentpanbHoii A3sum,

XapaKTCPHEBI CpPaBHUTCIBHO CIACPIKaHHBIC
MaTTCPHBI MHUMUYECKOM OKCIIPECCUU. 9T0
MOXKET IIPpUBOIWUTD K CHCTEMAaTHYCCKOM

HEJIOOLICHKE MMIUIMIUTHON peakuuu IMpu
ucnionb3oBannn FaceReader. [Ipaxtuueckoe
CJIEZICTBUE: JJIS1 BBIOOPOK U3 TAKUX PETMOHOB
PECKOMCHAYCTCA MHTCPIIPETUPOBATL JAHHBIC
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PACXOKACHUC MCIKAY KaHaJlaMu IIpU 3TOM
COXpaHACT AMArHOCTUYCCKYTIO HCHHOCTD.
Ha ocHoBanun HpeﬂHO)KCHHOﬁ MOICIIN

dhopmymupyercs creayromas
HCCIIEIOBATENbCKAs TUIIOTE3a, IIPOBEPSEMAst B
TaJbHEHIITNX SMITUPHUYECKUX paborax:
KYJIBTYpHBIE HOPMBI SMOIIMOHAILHOM
CIAEPKAHHOCTHU MOAEPUPYIOT  BEIUYHHY
PacXOXKIEHUS MEXIY HMIUTHIUTHBIMHA
HEHPO(DU3MONOTHUECKUMH  CHUTHaJaMu |
SKCIUIMIIUTHOM  BepOanbHOM  OLIGHKOH;, B
BBIOOpKax C BBICOKHMMU HOpMaMu
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CIAEPKAHHOCTH (LlenTpanbHas A3usi,
Bocrounass ~ A3umsl)  pacxoaeHHE 1O
WHTCHCHUBHOCTH  OyleT  CHCTEMaTHYeCKH

MEHBIIIE, €M B BBIOOPKAX C IKCIIPECCUBHBIMU
Hopmamu (Jlatrunckas Awmepuka, HOxHas
EBpoma), mpu »3TOM CTpyKTypa Kackaia
(Jroxanu3anust Ha CThIKE 3TanoB 2—4) ocTaércs
MHBApUAHTHOW. DMIMpHUYECKas IPOBEpKa
3TOM TUNOTE3bl ONpeAessieTcs KaK OJHO W3
HNPUOPHUTETHBIX HAaIpaBJICHUH Kpocc-
KyJIBTYPHOH arpoOaluy MOJIEIH.

Juaznocmuueckuii nomenyuain
pacxoxcoenusn

[lpennokeHHass ~ MOIENb  TO3BOJISIET
ePEOCMBICITUTD cTaryc pacxoXaeHus
CYyOBEKTUBHBIX M OOBEKTUBHBIX JaHHBIX.
TpanumonHo B MapKETUHIOBBIX
HCCIICZIOBAaHUAX PACXOXK/ICHHE TPAKTYETCS Kak
npobiieMa BaJTUJIHOCTH — OIIUOKA, KOTOPYIO
clienyeT  MHUHMMHU3UpOBaTh. B pamkax
npeaaraeMon MOJIETT! pacxoxxaeHue
paccMarpuBaeTcsi  KaK  COZEpIKaTeNIbHBIH
IOKa3aTellb, HECYIIUH JAMarHOCTHYECKYIO
uHpOpMaMI0O O KOTHUTUBHBIX IpoIeccax,
3aJ1elICTBOBAaHHBIX npu 00paboTKe
PEKIIAMHOTO CTHMYJIA.

Bbicokoe HucXopflee pacxoJIeHHE
(TO3UTHBHAS WMIUIMIIUTHAS PEAKIHS TPH
HEraTMBHOM OCO3HAHHOW OIIEHKE) YKa3bIBaeT
Ha BBIPAXEHHYIO aKTUBAIMIO persuasion
knowledge na »stamax 3—4: pexiaMHBIN
dbopmar  «packpeiTy, u  Cucrema 2
KOPPEKTUPYET HMIUIMIUTHBI OTKJIMK 4epe3
KOITMHTOBBIE CTpaTeruu. Hu3koe pacxoxaenne

(KOHBEpreHIUs KaHaJIOB) MOXET
CBUJETENbCTBOBaTh 00 orcyrctBun PKM-
aKTUBalMu MO0 O  COIVIaCOBAaHHOCTH
AMIUIMIIATHOM W OCO3HAHHOM  OIIEHOK:

NOTpeOUTENh HE paclo3Hal pPeKJIaMHBIN
XapakTep KOHTEHTa, JUOO0 MMIUIMIUTHAS
peaKIys HaCTOJIbKO MHTEHCHBHA, uTo CHcTemMa
2 HE B COCTOSIHMM €€ TIepenucarb.
Bocxoasiee pacxoxaeHue (HeraTuBHast
UMIUTUIIATHAS ~PEaKIusi TPH  TMO3UTUBHOU
OCO3HAHHOH OIIEHKE) MpeACTaBIsIeT Hauboee
TEOPETHUECKH MHTEPECHBIN Ciydail U TpeOyeT
OTAETBHOrO O0bACHEHHs. MBI Tonaraem, 4To
JMaHHBIA MaTTepH OOYCJIOBICH MEXaHHW3MOM
napacoualbHON panuoHaNu3aluu —
nogasiegueM CucremMorl 2 3alIUTHOH
UMIUTUIUTHON peakuuu paad COXpPaHEHUS
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KOTHUTHUBHON IIEJIOCTHOCTU OTHOIIEHUU C

nH(}ITIOCHCEPOM.
KonuenryanpHas OCHOBA
apacolraIbHOIO B3aUMOJEHCTBUSA

(parasocial interaction) BocxomuT K pabote
Horton m Wohl (1956), ogHako coBpeMeHHas
JUTepatrypa IMpPEeAOCTaBIIsIET CYIIECTBEHHO
0osiee TIIYOOKYIO TEOPETHUYECKYIO pa3pabOTKy
3Toro  (eHOMEHa  MPUMEHUTEIBHO K
conanbHbIM ceTsiM. Hwang u Zhang (2018) B
Computers in Human Behavior na BeIOOpKE
389 monp30BaTeell KUTAWCKHUX COLMAJIBHBIX
CeTell,  TOAMHMCAHHBIX HAa  IUQPPOBBIX
3HaMEHHUTOCTEH, MOKa3aly, 91O
MapacolraibHble OTHOUICHHUS TOJIOKHUTEIHHO
BIIMSIFOT HA HAMEPEHHUE COBEPIIUTH TIOKYTKY U
Ha 3JeKTpoHHBIE pekoMeHjauuu (eWOM) u
MOAECpUPYIOT  (OCIIa0NSIFOT)  HEraTMBHOE
BiIMsHUE persuasion knowledge wa »o1H
Hamepenus. Lou u Yuan (2019) B Journal of
Interactive Advertising mpoeMOHCTPUPOBAITH,
91O BOCIIPUHUMAaEMast ayTEeHTUYHOCTh
uHIIOeHCEepa u HMOIMOHAIbHAS
MIPUBS3aHHOCTh K HEMY CHMKAIOT aKTHBAILIUIO
persuasion knowledge — ToO ecTh momaBISAIOT
WMEHHO TOT MEXaHHM3M, KOTOPBIA JIOJDKEH
cpabaTbiBaTh MPHU PACIIO3HABAHWUU DPEKIIAMBI.
Breves et al. (2021) B International Journal of

Advertising B JABYX  3KCIEpPUMEHTax
IO TBEP/INIIH, 91O BBIpa)KCHHBIC
napacouyaibHble  OTHOLICHHS  3HAYUMO
TTOBBITIAIOT BOCTIPUHIMAEMYIO
JOCTOBEPHOCTD uH}II0eHCepa u
3¢ (dEeKTUBHOCTh  PEKJIAMHOTO  COOOIIEHUS,
YacTUYHO HeUTpamu3ys d¢ddekr sgBHOTrO

PACKPBITHS PEKIAMHOTIO XapakTepa KOHTEHTA.

B pamkax mnpemiaraeMod KacKaJHOU
MOJIEeNHN BOCXOJSIIIIEE pacxoxJIeHne
UHTEpHpeTHpyeTcs ciaexyoumm odpasom. Ha
JTare 2 MHHIQJINHA perucTpupyet
MMIUTMLIMATHBIA ~ HEraTUBHBIA  OTKJIMK  HA
KOMMEPUYECKUI XapakTep KOHTEHTa — Jaxe
ecnu oH cKpbIT. OniHako Ha 3tane 4 Cuctema 2
HE aKTUBUpPYET MOJHOUEHHBbIM PKM-KkonuHr:
BMECTO 3TOrO MPOUCXOAUT TapacolMalibHAs
panroHaIu3anys, oJIIEp )KUBaeMast
HAKOIUICHHBIM 53MOLIMOHAJBHBIM KallUTaJIOM
OTHOIICHUH c HH(]ITIOCHCEPOM.
IloBengeHueckuM cleICTBUEM Ha JdTale 5
CTAHOBHTCSI HECOITIACOBAaHHOCThH: (POPMAIBLHO
MO3UTHUBHAs OILICHKA HE KOHBEPTUPYETCS B
MOKYIIKY C TaKOW € BEPOATHOCTBIO, KaK MPHU
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KOHBEPreHLIMM KaHaJOB. JTO COIVIACYeTCs C
U3BECTHBIM engagement—purchase gap B
influence-mapkeTure.

[TockonbKy HacTosIIee HCCICOBaHNE

SABJIACTCA TCOPCTUYICCKUM, OIIMCaHHas
UHTEPIIpETaIHs HPE/ICTaBISACTCS Kak
000CHOBaHHas TUIOTE3A, TpeOyroas

SMIUPUYECKON BepuUKalMu B AU3aMHAX C
SIBHBIM KOHTPOJIEM MapacolMaIbHOTO YPOBHS
(uepe3 mikanel Parasocial Interaction Scale B
COBPEMEHHBIX aJanTalusx sl COLUAIbHBIX
cerelt). DOMnupuueckas BepupuKanus JaHHOU
TUIIOTE3bl  OMpENENSIETCS Kak OJHO U3
HallpaBJICHUN JaJbHEUIINX HMCCIEHOBAHUM
aBTOPOB.

3akiiroueHue.

Teopernueckuit  Bkiaa. Hacrosmas
CTaThsl MPEMJIOKUIA KACKaJHYI MOJEINb
PaCXOXICHUS CyObEKTHBHBIX U OOBEKTUBHBIX
JTAHHBIX B HEHPOMapKETUHTOBBIX
HCCJICIOBAHUSIX PEKJIaMbl, HHTETPUPYIOIILYIO
TpH TEOPETUYECKUX KOHCTPYKTa:
JIBYXIIPOIIECCHYIO MOJIEITb MBIIICHUS
(Kahneman, 2011), Persuasion Knowledge
Model (Friestad & Wright, 1994) wu
HEHPOPUZNOIOTHIO AMOIIMOHAIBHOTO
ycunenuss namsitu (Paré & Headley, 2023).
YcraHoBIEHO, 4TO pacxoxaeHue
JIOKAJIU3yeTCs] MPEUMYILIECTBEHHO Ha CTBIKE
UMILTUITATHON SMOITMOHATIBHOM OIICHKHU (dTar

2) ¥ KOTHUTHUBHOM KOPpPEKLUH 4Yepes
persuasion knowledge (stamer 3-4), a ero
HalnpaBJIeHUE ¥  HMHTEHCHBHOCTb  HECYT
JTUAarHOCTHYECKYIO nHpopmaIuio 0

crneuu(uYeckoM KOTHUTHBHOM MEXaHHU3ME,
3a/1eiCTBOBAHHOM npu o0OpaboTke
KOHKPETHOTO PEKIaMHOTO CTUMYJIA.
BBenéHHas THUIIONOTUS PacXOKIEHUM MO TPEM
OCHOBaHMSAM (BaJEHTHOCTH, MHTEHCUBHOCTH,
TEMIIOpaJbHOMY  [apameTpy)  MO3BOJSET
Qg QepeHIIMPOBaHHO UHTEPIPETHPOBATH
HaOJI01aeMble TIAaTTEPHBI, a CUCTEMaTHU3alUs
MOIYTUPYIOIIUX daxTopoB 3a1a€T
NEPEMEHHbIE AMIHUPUYECKON BepUPUKAIIU
MOJIEJIH.

[IpakTnueckoe 3HaueHue. W3 monenu
clexyer METO 00T MUYECKUI TPUHIAI
TPUAHTYJISIIIUU: HU CYObEKTUBHBIC (OTIPOC), HU
OOBEKTUBHBIC (HEHMPOMETOIBI) METONBI II0
OTAEIBHOCTH HE 00eCHeuuBaroT MOJIHON
OLICHKHU peKIaMHON 3 PEKTUBHOCTH.
MuHuManbHas BanuaHas KoMOuHauus —
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facial coding 1 CTpyKTypHpOBaHHBII OPOC —
M03BOJISIET 3a()MKCUPOBATH KAK UMIUIULUTHYIO
peaKkLuIo, TaK U OCO3HAHHYIO OLIEHKY, U, YTO
BaYXHO, U3MEPHUTH PACXOXKICHUE MEXKIY HUMHU
KaK CaMOCTOSTEIbHBIM JHArHOCTUYCCKHUU
nokasarenb. g OpennpUHUMATENbCKON
NPAaKTUKHA, TPEXKAE BCEro s CyOBEKTOB
MaJIOro U CpeiHero Ou3Heca, UCHOIb3YOLINX
HEHPOMApKETUHI IPHU OLEHKE pEeKIaMHBIX
KaMITaHUM, MOJZIENb ITPEIaraeT MpaKTHIeCKUI
QITOPUTM  JECUCTBUM: IpU  BBIPAKCHHOM
HUCXOJAILIEM  PACXOXKACHUU OIOmKeT Ha
pa3MeIleHne CKPBITHIX PEeKJIaMHBIX (POPMATOB
ClIeyeT IepecMaTpUBaTh B I0JIb3Yy OTKPBITHIX;
[P BOCXOZSIIEM PACXOXKACHUU B YCIIOBHUAX
CWIBHBIX I1apacOLUajIbHBIX OTHOIIEHUH C
UHQIIOEHCEPOM — KOPPEKTHPOBATh
OXKHUJAHHUA OTHOCUTEIBHO KOHBEPCUM B
IIPOAAXKU; NPU KOHBEPreHIMHU KAaHAJIOB —
UCIONB30BaTh KpeaTuB Kak pedepeHc ams
MacmtabupoBanus. [l pa3BuUBaromuxcs
PBIHKOB, Ha KOTOPBIX HEMPOMAapKETHHIOBBIE
UCCIIEIOBaHMsI  PEKJIaMbl  HAXOAATCS  Ha
HA4aJbHOW CTaguy, NPEUIOKEHHAs MOJEIb
CITY’KHUT TEOPETUYECKOU OCHOBOU
MIPOEKTUPOBAHUS SMIUPUYECKUX
HCCIIEIOBAaHUI: OHA ONPEIENAET, Ha KaKOM
dTane KOTHUTHBHOW 0OpabOTKH  CleayeT
OXKMJIATh PACXOXKJEHHs, M OOOCHOBBIBAET
BBIOOpP MHCTPYMEHTOB JJIsl KaXKJIOro JTara.
Pacmmpenne wuccnenoBaHuii 10 BBIOOPOK
entpansHoi Azun " Kaszaxcrana
OIIpENENAETCS KaK OJHO U3 IEPCIEKTUBHBIX

HanpaBl€HU  AMIOMPUYECKOW  armpoOaruu
MOJIEIIN.

NMmmkanmuu i Majloro M CpeaHEro
OusHeca TpeOyroT OTIENbHOMN
KOHIIENTYaJIA3aINH. s MCb
HEHPOMapKETUHIOBOE TE€CTUPOBAHNE

TPAAUIIHOHHO OCTAETCS PECYPCOEMKUM —
nporpammuoe facial coding B coueranuu c
KOPOTKUMHU OHJIAH-OIIPOCAMU CHIDKAET ITOPOT

BXOJa n AC1acT METOOOJIOTHIO
BOCHpOPI3BO)1PIMOI>'I B YCIIOBHUAX
OIrpaHUYCHHBIX GIOI[)KCTOB . HpezmonceHHas{

MOJIelb UMEET TPU MPSIMBIX CIEACTBHS JUIS
YIPaBICHUYECKUX PELIEHUH B 3TOM CErMEHTE.
Bo-nepBbiX, npu BbIOOpE MEXy
KOHKYPUPYIOIIMMHM  BEpPCHSIMH  KpeaTuBa
peleHre B MOJb3y BAapHAHTA C MEHBIIUM
pacxoXIeHUEM KaHaJoB OoJiee yCTOHUMBO MO
CPaBHEHMIO C PELLICHUEM, OCHOBAaHHBIM TOJIBKO
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Ha TIOKa3aTensX BOBICUEHHOCTH B (OKycC-
rpynmnax. Bo-BTopbeIX, mpu pacnpenaeieHun
peKIIaMHOro Oro/pKeTa MeXAy Ojorepamu U
dbopMaramMu pa3MemieHHs MPEANPUHUMATETIO
1eJ1eco00pa3HO YUUTHIBATh BEPOSITHBIN THIT
pacXoKIeHUs IS KaKJI0M KOMOWHAIIMH:
BBICOKHI PHCK BOCXOJSIIErO PaCXOXKICHHUS
CHIDKAET OXKHUIACMYIO OT/Ia49y MPH KKYITUXCS
BBICOKMX IIOKAa3aTelIIX BOBJICUEHHOCTU. B-
TPEThUX, JUISI ONTUMHU3AIMH KaMIaHUU B
pearbHOM BPEMEHH OTCIIC)KUBAHUE TUHAMUKU
PaCXOXKIEHUS MEXIy KaHajaMd I10 Pa3HbIM
CerMEHTaM  ayAuTopuu  JNaéT  paHHHE
WHJUKATOPbl HEOOXOMUMOCTH  IepecMOoTpa
KpeaTuBa /10 ucuepnanus Orompkera. Tewm
CaMbIM MOJI€NIb TEPEBOAUT aAOCTPAKTHBIN
NPUHIUAN TPUAHTYISIIIAA B TIPAKTHYECKHMA
WHCTPYMEHT PUHATHUS
NPEINPUHUMATENILCKIX PEIICHUH B 00JIacTH
PEKJIaMBI.

OrpanuveHus u JalIbHEHIIIIE
HCCIIEIOBAHMUSL. [IpennoxkeHHass ~ MOZCIb
SBIIICTCS ~ TEOpeTHdYeckod W Tpelyer
AMITUPUIECKOM BepHU(DUKAIIH.
ITocnenoBarenbHOCTD 9TaIoB omucaHa
JUHEWHO, TOT/a KaK peaylbHas KOTHUTHBHAS
00paboTKa MOXKET BKIIOYAaTh OOpaTHBIC CBS3H
U mapaJuieNbHbIe mporecchl. Kimaccnduxamms

HEHPOMETONOB  KaKk  NPEUMYIIECTBEHHO
YyBCTBUTEIBHBIX K CucTeMe 1, a OpoCHBIX —
k Cucreme 2 mpencraBusieTr  coboit
YIPOILIEHHE, TMOJE3HOE I IOCTPOCHHMS
MOJIENIM, HO HE MPETEHIYIOIIEE Ha IOJHOE
onucanue. Ilpouenypa KOHLENTyalbHOTO
CHUHTE3a peaju30BaHa CWJIAMU  OJIHOTO
aHAJUTHKA oe3 dhopmanbHOI
MEKKOIUPOBOYHOM IPOBEPKH HAINEKHOCTH,
YTO YACTHUYHO KOMIIEHCUPOBAHO JIBYKPAaTHBIM
HE3aBUCHMBIM KOJUPOBAaHHUEM BO BPEMEHHU U
CTaHJapPTU3UPOBAHHBIMU OIlEpallMOHAIbHBIMU
OIIPEICIICHUSAMH. IlepcniekTHBHBIM
HanpaBJICHUEM SBIISIETCS arpoOaIus MOJIEH B
JKCIIEPUMEHTAIIBHOM Ju3aiiHe c
ucnonp3oBanueM facial coding (FaceReader) u
ompoca Ha  BBIOOpKE  MOTpeOHTENEH,
MIPOCMATPUBAKOIINX PEKJIAMHbIE WHTErPALVH,
YTO IO3BOJIUT IIPOBEPUTH IPEACKA3ZaHUS
MOJIENIM  OTHOCHUTENIBHO  JIOKAJU3alMK U
HaIpaBJICHUS PacXOXKACHHUS.
JIONOTHUTENBHBIM HANPABICHUEM BBICTYNAET
CpaBHUTENbHAsE  anpodamus MOJENUW  Ha
BBIOOPKAaX M3 pa3BUBAIOIIMXCSI PHIHKOB, B TOM
yucine Kaszaxcrana u crpan LleHTpanbHOMI
A3uM, 4YTO TMO3BOJIUT YTOYHUTH POJb
KyJIBTYPHBIX MOIYTHPYIOIUX (PaKTOPOB Ha
ATare UMIUTAIMTHON SMOIIMOHAJIBHOMN OIIEHKH.

BbaaronapHocTh, KOHQUIUKT HHTEPECOB
JlanHOe wuccienoBaHME HE TOJIydano BHEIIHEro (uHaHcupoBaHus. KoHQIUKT MHTEpecoB
OTCYTCTBYET.
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