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TPEBOBAHUS K MEHEI’)KEPAM 110 TPOJJAYXKAM U UX CBSI3b C
3APABOTHOM IIJIATOM: SMIIUPUYECKOE UCCJEJJOBAHUE PBIHKA
BAKAHCHU BAPHAYJIA

B craTthe paccmaTpuBaeTcsi B3aUMOCBSI3b MEX1Y TPEOOBAaHUSAMU K MEHEIKEepam
M0 MpOoJakaM M YpOBHEM HUX 3apa0OTHOM IJIaThl HA PETMOHAIBHOM PBIHKE TpYy/a.
OMnupuyeckor 0a3zoi mociyxuwin nanHble 0 100 BakaHCHSX, ONMyOJMKOBaHHBIX B
bapnayne B mapte 2025 rona na nmoprtaine HeadHunter. MeTtonuka uccienoBaHust
BKJIIOYAJia KOHTEHT-aHallu3 TEKCTOB BakaHCHUM, (OPMUpPOBAHHE KaTErOpHUAIbHBIX
MEPEMEHHBIX IO OMBITY, (opmaTy paldOThl, TUNY KIHWEHTOB M OTPACIH, a TaK¥Ke
MPUMEHEHUE METOJOB JIMHEWHOW W JIOTUCTUYECKOM pEerpeccuu s BbISABJICHUS
CTATUCTUYECKHU 3HAYMMBIX (PAaKTOPOB.

Pe3ynbTaThl mOKa3anau, yTo HaUOOJbIIEE BIMSHUE HAa YPOBEHb OIUIATHI TPyAa
OKa3bIBaeT paboTa ¢ kiiueHTamu cermenTa B2B, a taxke coueranue B2B u B2C, Torna
Kak onbIT paboTsl ¢ B2C cam o ceOe He MPUBOIUT K 3HAUMMOMY pocTy aoxonaa. Cpenu
TEKCTOBBIX TpeOOBaHUHN K KaHAUAATaM MOJIOKUTEIBHO C YPOBHEM 3apILIaThl CBSI3aHbI
OMBIT PabOThl C KOHKPETHBIMH KJIMEHTAMHU, MHOI033Ja4yHOCTh M 3HAHUE TEXHUK
MPOJaX, TOrJa Kak Takue oOIlrMe KPUTEPUH, KaK UCIOJIHUTEILHOCTh WU BJIaJCHUE
I[IK, AeMOHCTpUPYIOT OTpHUIlaTEIbHYIO0 Koppemsiuuto. [lomyueHHble pe3yJbTaThl
MO3BOJISIIOT yYTOUHUTH MPENACTaBICHUsT O (Qaktopax GOPMUPOBAHUS 3apIUIATHBIX
MPEUIOKEHUI Ha PETMOHAIBHOM PBIHKE U MOTYT OBITh MOJIE3HBI Kak paboTogaTensim
IIPpU COCTABJICHUM BAKAHCUH, TaK W COUCKATEJSIM NPHU IUIAHUPOBAHUU KapbEPHBIX

CTpaTeTuu.



This article examines the relationship between job requirements for sales
managers and their salary levels in the regional labor market. The empirical basis
consists of 100 vacancies published in Barnaul in March 2025 on the HeadHunter
platform. The methodology included content analysis of job descriptions, classification
of categorical variables by work experience, work format, client type, and industry, as
well as linear and logistic regression to identify statistically significant factors.

The results show that working with B2B clients, as well as a combination of B2B
and B2C, has the strongest positive impact on salary, whereas experience with B2C
clients alone does not significantly increase earnings. Among textual job requirements,
factors such as experience with specific clients, multitasking, and knowledge of sales
techniques are positively correlated with salary levels. In contrast, general criteria such
as diligence or PC proficiency demonstrate a negative association. These findings
refine the understanding of salary formation factors in the regional labor market and
may be useful both for employers in designing job postings and for applicants in
planning career strategies.

KitoueBble cjioBa: MEHEIKEphl MO NpoAakaM, PHIHOK Tpyda, TpeOOBaHUS
paboToaareneii, 3apadoTHas iata, HR-ananutuka

Keywords: sales managers, labor market, employer requirements, salary, HR

analytics

PoiHok Tpynma B cdepe mnpodaxk MpeTepreBaeT 3aMETHbIE W3MEHEHUS:
paboToiaTeny NpeabsABISIIOT BCE OoJiee pa3HOOOpa3Hble TPEOOBAHUS K KaHIUaTaM,
OJIHAKO HE BCEr/a SCHO, KaKWe U3 HUX PeaIbHO OTpakaloTcsl Ha yPOBHE 3apabOTHOM
maTel. OcOOEHHO OCTPO 3Ta MpobIeMa MPOSIBIASETCS HA PETUOHATBHBIX PhIHKAX, TJ€
YCJOBUS 3aHSATOCTU OTJIMYAIOTCA OT (heiepalbHbBIX IIEHTPOB.

B Hay4HBIX HcCClieIOBaHHUSX T€Ma KOMIIETEHIIMI CIEeNUAIUCTOB MO MPoJIakam
OCBEIIEHA JOCTAaTOYHO IIHUPOKO, OJHAKO B3aUMOCBS3b MEXKIY 3asBICHHBIMU
TpeOOBaHUSIMU B BaKaHCUSIX W MPEHJIOKEHHBIM YPOBHEM OIUIATHl TPyJa OCTAETCs

HEJIOCTATOYHO M3YYEHHOWU. DTO OrpaHUYMBAET BO3MOXXKHOCTH KakK COUCKATeseil mpu



BBIOOpE KapbepHOM TpaeKkTopuu, TaKk U padorojareneid npu QGoOpMUPOBAHUU
KOHKYPEHTHBIX MPEJI0KEHUI.

[lenb HacTOAIIETO WCCIEAOBAHUS 3aKIIOYAETCS B BBISIBICHUM BIIUSHUS
Pa3IMUHBIX TPEOOBAHUI K MEHEXKEepaM I10 MpojiakaM Ha yPOBEHb 3apa00THOM TIaTh
Ha npumepe BakaHcuii bapuayia B 2025 rony.

HaBpiku, KOTOpBIMU JOJKHBI 00J1a7]aTh CIEHUAIUCTHI IO MPOJAaKkaM, COOpaHbI
B CIIMCKU B UCCIIEIOBaHUAX Kak poccuiickux (bynrakosa, 2016; Craponayo6iiesa, 2016;
[TaBweipuna, 2021; KoBans, 2022), Tak u 3apyoexubix uccienopareneit (Cvetkoska,
Iliev, 2017; Gamaethige, 2024).

OTMeuaeTcs TakXe, YTO MOKHO KJIacCU(UIIMPOBATH TOPTOBBIN MEPCOHAI Ha JIBE
KaTerOpuu: «rnaccuBHble» U «akTuBHbIe» (CypeHckas, 2021) unam xe B Jpyrou
dbopmynnpoBke — «bepMmepb» U «oxoTHUKN» (Hartmann, 2019). B 3aBucumMocTu OT
KaTerOpUU CEIUaInuCTa U TOTEHIIMANIbHBIX 3a/1a4, K HEMY IPEbSIBISIOTCS Pa3JIMUHbIC
TpeOOBaHUsI, KOTOPhIE, KaK MOKa3bIBAET MPAKTUKA, TO-PA3HOMY OILIAYMBAIOTCS.

B xnaccudpukanuu Cypenckoit (2021) akTUBHbIE MEHEIKEPHl 00JaTaI0T
OOJIBIIUM, HEXENU HUX KoJuleru-(pepMepbl, HAOOPOM HABBIKOB M KOMIIETECHIIUH,
CBSI3aHHBIM C TOMCKOM HOBBIX KJIMEHTOB, BBISIBICHHEM U (OPMYIUPOBAHUEM HX
notpedbHocteil, (HopMUpPOBAaHHEM MOTHUBAIMU KIHMEHTA K TIOKYIIKE, a TaKxke
JOKYMEHTAJIbHBIM ~ COMPOBOXKACHUEM CAENKU. [lacCHUBHBIM K€ MeHeIKepaMm
JIOCTATOYHO OBITh KOMMYHHMKAOEIbHBIMU M OOECIIeUMBaTh MPUSTHBIE YCIOBUS s
MpUOOPETEHUS TOBApa U3HAYAIIbHO MOTUBUPOBAHHBIMU IMOKYHATEISIMHU.

Kaxk npaBuiio, HeBbICOKHE TPeOOBAHUS K TACCUBHBIM MEHEIKepaM POPpMUPYIOT
HEBBICOKHE OXKHUJAHUS CaMUX KaHIUJATOB OT MPEACTOSIIUX 3a/ad, UX HEBBICOKOE
BOBJICUCHHE U, KakK CJEJCTBHE, HEBBICOKYIO oIaty Tpyaa. JlocratouHo
pacripocTpaHeHa Takas curyauuss B po3HuuHod Topromie (IlynseBa, 2015;
bapanosckas, 2016). OnHako 9acTto paboTOIaTeNh B MOMBITKE OTCESATh HaWMMEHEE
MOTHBHUPOBAHHBIX KaHJWJATOB HEMHOTO 3aBbIIIAET TPEOOBAaHUSI B BaKaHCHUH, U3-3a
YEero CKJIa/IbIBACTCS BIIEUATICHUE OTCYTCTBUSI 3aBUCUMOCTHU MEXY NMPEIbIABISIEMbIMU

K COTPYAHUKY TpEOOBaHUSAMU U €ro Oyayiiei 3apaboTHOM IMIaTOM.



OnHako B TEKYIIUX HCCIENOBAHUSAX HET HWHQOpMAIMU O COOTHECEHUU
TpeOOBaHUM U YpPOBHS 3apIjiaT HA PBIHKE, YTO MOIJVIO Obl ObITh OPUEHTUPOM JJisi
HAaHUMAIOIIUX MEHEIKEPOB, a TaK¥kKe JJIsl COUCKATeNel MU CIEIUAIMCTOB B MOUCKE
KapbepHOT0 pocTa. B maHHOM HCClenoBaHUU MPOBEPSIOTCS CIEAYIONIUE TUIOTESHI,
KOTOpPBI€ MPU3BAHBI COKPATUTH TPOOEI B CYHIECTBYIOIIUX padoOTax:

e H1: BnusiHue onbiTa paboOThl HAa 3apa0OTHYIO IIATY;

e H?2: pnusinue hopmara / xapakrepa paboThl Ha 3apabOTHYIO IUIaTy;

e H3: BnusiHue oTpaciu paboTonaresns Ha 3apadOTHYIO IIaTy;

e H4: pnusHue Thna / cerMeHTa Oy IylMX KJIMEHTOB Ha 3apa0OTHYIO IJIaTy;

e HS5: BiusiHue onbiTa pabOTHI C TUIIOM / CETMEHTOM KJIMEHTOB Ha 3apabOTHYIO
iaTy;

e H6: BnusiHUE ombITa B OTpACU HA 3apabOTHYIO IUIaTy;

e H7: BnusiHue onbita 1 popmata / Xxapakrepa paboThl Ha 3apabOTHYIO IJIATY;

e HS: Bnusinue opmara / xapakrepa pabOThl B OTpaciu Ha 3apabOTHYIO IIATY;

e HO: BiausnHue popmara / xapakrepa pabOThl U THNA / CETMEHTA KJIMEHTOB Ha
3apaboTHYIO MIIATY;

e HI10: BnusHMe THNA / CETMEHTa KIMEHTOB B OTPacCiM Ha 3apa00THYIO IJIaTy;

e HI1: BnusHME TEKCTOBBIX TpeOOBaHU paboTOoIaTeNsd HA 3apabOTHYIO TUIaTy;

e HI12: cooTBeTCTBHE TEKCTOBBIX TPEOOBAHUMN C TUIIOM / CETMEHTOM KJIMEHTOB;

e H13: cooTBeTCTBHE TEKCTOBBIX TPEOOBAHUM C OMBITOM PAaOOTHI.

MarepuaJjbl 1 MeTOABI

B pabote npeacrapiieH aHanu3 TpeOOBaHUM K KaHAUAATaM U3 Oy OJIMKOBaHHBIX
TEKCTOB BakaHcui. BpiOopka coOpaHa 10 MNPUHIMUIY MOCIEAOBATEIHLHOIO
konupoBanusi uHpopMmanuu ¢ BebO-pecypca HeadHunter.ru, rae mnpennaraemoie
BaKaHCUM OTCOPTUPOBAHBI MO HAUOOJBIIECH MPUBICKATEILHOCTU JJISI KOHKPETHOTO
couckaresnsil, B JaHHOM clly4ae JUisl aBTOpa UCCIEAOBaHUS.

Bribopka coctout u3 100 HaOmr0AeHUH, KaXX10€ U3 KOTOPHIX BKJIIOYAET B ceOs
TEKCT BakaHcuM « MeHemkepa 1o npoaaxam» u3 ropoja bapuayn (Anraiickuit kpaii).
OrpanudeHust BBLIOOPKU BKJIIOUAIOT B ce€0d CIIEIyIOIIEe:

L CHeHI/IaJ'II/IBaHI/ISII MCHCZKEP 110 IIpoaaxKaM, MCHCIKEP 110 pa60Te C KJIIMCHTaMH,



e MuHyc-cI0Ba B Ha3BAHUU: NOMOIIHUK, MJIAIINNI, pyKoBoauTeNb, POII;

e Peruon: bapnayu;

® TpeOyemblil OMBIT: HE UMeET 3HaueHUs (B BBIOOpPKE OyIyT BaKaHCUH C
pa3IMYHBIMUA TPEOOBAHUSIMU K OIBITY COMCKATENEH);

e Turm 3aHSATOCTH: MOJHAS 3aHATOCTh (HE YacTH4YHAs, HE MPOEKTHAs, HE Pa30BOE
3a/laHUE WM BOJIOHTEPCTBO, HE CTaKUpOBKa U 0e3 opopmiienus no ['TIX wim
COBMECTHUTENBCTBY);

e ['paduk paGOThI: MOJHBIN JEHB;

e JlaBHOCTh myOnukaruu: 3a Heaento (¢ 3 mo 9 mapta 2025 rozga).

Texkct BakaHcuil ObUT pa3liefieH Ha (PUKTUBHBIE MEPEMEHHBIE, KOTOpPbIC
oroOpaxanu Hanuuve win oTcyTctBue (1 wim 0) TpeOoBaHHS B KOHKPETHOM
HaOJII0JICHUH, TO €CTh B OMPENIEICHHOM TEKCTe BakaHCUU. Takike ObUIM BBIJIEICHBI
KaTeropualibHbIE IEPEMEHHBIE:

® exp — TpeOyeMblid OMBIT, KOTOPHIA MOXET MPUHUMATh 3HAUCHUS «HE BaXKHOY,
«oT 1 1o 3 nmeT», «ot 3 1o 6 net», «oonpiIe 6 JeTH;

e form — dopmar pabOTHI, KOTOPHI MOXXET MPUHUMATH 3HAYCHUS «O(UCH,
«Ppa3zbE3MHONY», KTOPrOBask TOUKA» U «THOPUIY»;

e client — TN KJIMEHTOB, KOTOPBIH MOXKET MpUHUMATh 3HaUeHUA «B2Cy», «B2B»,
«B2G», «B2C u B2B», «B2B u B2Gy;

® (nd — WHIYCTpHUS, a TOYHEE, I COKPAIIECHUS KOJIWYECTBA IMEPEMEHHBIX, THIT
KOMIAaHUU, KOTOPBIM BKIIOYAET TaKU€ BapUaHThI, KaK «IPOU3BOACTBOY,
«TOPTOBIIS», «YCOyrw» (B CIOPHBIX CIy4dasix OMNpPEACIICHUE KaTeropuu Mo
MPUHIUIY HAKOOJBIIET0 COOTBETCTBUSA).
3aBucuMas NepeMeHHas MpeJCTaBsieT coO0M CpeaHIO 3apaloTHYIO IUIATy

nocie Bbluera HJIDJI, paccuuTaHHy0O METOAOM MPOCTOTO aApUPMETUUECKOTO
CpPEIHEr0 MEX]y YKa3aHHOM B TEKCT€ MHUHUMAJIBHOM M MAaKCHUMaJbHOW cymMMoOHu. B
cllyyae OTCYTCTBUSI BEpPXHEH IUIAHKHU, B KAUECTBE CpeaHero Oepercss MUHUMAaIbHAs
3apIuiata, UCXO/Is U3 MPEANOChUIKU, YTO pad0ToIaTeNlb IPU HATUYUU 3HAYUTEIHLHOTO
OTKJIOHEHUSI OT MHHUMyMa B OOJBIIYyI0O CTOPOHY 3aWHTEPECOBAH yKa3aThb 3TO B

BaKaHCHM OJIA IIPUBJICUYCHUA OOJBIIEr0 KOJMYECTBA KaHAU1aTOB. B ciy4dac



OTCYTCTBUS B 3apa0OTHOM MJIaTe HIXKHEN MM 00€UX rpaHull, BAKAHCUS UCKIII0YAIach
13 BBIOOPKH B CBSI3U C HEJIOCTATOYHOCTHIO MHPOPMATUBHOCTH.

Ananu3 0a3pl TpOBOAWIICS € momollbio JuHeHo perpeccun (MHK) s
MPOBEPKU TUIIOTE3 O CBS3U MEXKAY YPOBHEM 3apa0OTHOU IIATHl U MPEIbABISIEMbIMU
TpeboBanusiMu. CooTHoleHne Mexay tunoMm kiaueHnta (B2B unu B2C) u naubonee
pacrpoCTpaHEHHBIMU JJIsl pa0OThl C HUMH OXUJAEMbIMU HaBBIKAMU OBLIA U3YUYEHO C
MMOMOIIBIO JTIOTUCTUYECKON PETPECCUM.

Pe3ynbTathl U X 00CyXK/IeHUE

[TpoBepka nepBoit rumnotessl (H1) o BiusiHuU omnbiTa paboOThl Ha 3apabOTHYIO
IJIaTy C MOMOILBIO TMHEWUHOW MOJENH MPOiiicHa, XOTSI HECMOTPS 3HAUMMOCTh MO/IETH,
OHa UMeeT cnalyto oObicHsOMYI cnocooHocTh (R2 = 0,067). OTcyTcTBHE OMbITa
3HAYMMO OTPHUIIATENIHLHO CKa3bIBaeTcs Ha 3apabotHoi miare (coef = -23 530 py6., p =
0,018) npu B3siTOM 6a30BOM YPOBHE OIBITA «OT 1 110 3 JIeT», OJHAKO OMBIT «OT 3 110 6
JeT» OKazaJicsl HE3HAYWM, YTO MOKHO OOBSICHUTh HaJIMYMEM BaKaHCHUI C BBICOKUM
TpeOOBAaHUEM K OMNBITY KaK CpeAd BBICOKOOIUIAYMBAEMBIX, TaK M Cpelu
HU3KOOIIaUMBAEMBbIX.

Mogens, npoBepsitoias rurnoTe3y o BIUsHuM ¢popmaTta paboThl Ha 3apabOTHYIO
mnaty (H2), 3naunma Ha ypoBue a = 0,1 (p = 0,0946), Ho cn1aGo 00BSCHSIET 3aBUCUMYIO
nepeMennyio (R2 = 0,064). Bnusinue rubpuiHoro u pa3be3nHoro popMaroB padoThl
Ha 3apIiaTy HE3HAYUTENbHO, HO B TO K€ BPEMsl CYHIECTBYET OJIM3KOE K 3HAUUMOCTHU
OTpHUIIATEIbHOE BIMSHUE PaOOThl B TOPTrOBBIX TOYKAX B CpPaBHEHUU C O(UCHOI
3aHSTOCTBIO, XOTSl Ha3BaTh 3TO MOATBEPKIACHUEM TUIIOTE3bI CIOXKHO.

Otpaciab, B KOTOpod omnepupyeT (upma (yclyrd, IpoU3BOJICTBO, TOPTOBIIS),
COBCEM HE BJUsEeT Ha 3apaboTHyto miaty (p = 0,867), yTo ompoBepraer rumnoTe’y o
HaJIMYUU CBSI3U MEXIY dTUMHU nokazarensmu (H3).

Mogenbs MpoBEpKU TUMOTE3bl O BIUSHHUM THUMA WM CErMEHTa KIMEHTOB Ha
3apaboTHyto aty (H4) 3Haunma, XOTh U UMEET HU3KYIO OOBSICHSAIONTYIO CIIOCOOHOCTh
(p=0,0135, R2 =0,105). B Bakancusx, npeanoararimux padory ¢ B2B knuenramu,
matat Ha 31 110 py6uneit 6omnbiire, uem padotatomum ¢ B2C-knuentamu (p = 0,002),

Ipru 35TOM CCJIM B 3aJla4W TAKKC BXOJUT KOMMYHHKaAIHA C B2G-KHI/IGHTaMI/I, TO



3apaboTHas 11ata emne Boiiie Ha 10 460 py6ieil, o1HaAKO YpOBEHb 3HAUUMOCTH HUXKE
(p = 0,108), 9TO0 MOXKET OBITH CBSI3aHO C HEOOIBIITUM KOJIHMYECTBOM HAOIIOJCHHUH C
TAaKUMH CBOMCTBaMH.

Mopenb KOMIUIEKCHOTO BIUSIHUS ONBITAa U TUIIA KJIMEHTOB Ha 3apab0THYIO IJIaTy
(H5) cratuctuuecku 3naunma (p = 0,0006) u o6bsicusieT 25,3% Bapuammu 3apaboTHOM
maThl. Pe3ynbTaThl MOKA3bIBAIOT 3HAYMMOE MOJIOKUTEIBHOE BlIUsiHUE paboThl ¢ B2B
KJIMEHTAMU, KOTOPOE CYIIECTBEHHO PACTET C OMBITOM, B JiBa pa3a ¢ 31 530 mo 58 460
pyoueit ipu pocte ombita or 1-3 1o 3-6 mer (p = 0,085 u p = 0,014), ognako
CIEUAIUCTHI 0€3 OMbITa OYIyT MOIy4YaTh IpU paboTe C TAKUMU KIMEHTAMU HIDKE Ha
3550 py6uieit, onHako onieHka ko3 puimenta HesHauuma (p = 0,863), XOTs TOTUYECKU
ATO MOXHO TPEAMNOJIOKUTh KaK IJIaTy 3a JOPOTOBH3HY OIIMOOK MpU padoTe ¢ 3TOU
KaTEerOpueH KIUEeHTOB.

[Ipu »sTOoM crnienuanucTel 6€3 OMbITa MOTYT MOJy4aTh OOJbIIE, €CIU padoTaIOT
onnoBpemeHHo ¢ B2B u B2C knuentamu (p = 0,018), uTo MOXKET OBITH OOBICHEHO
HEJIOCTPOCHHBIMU MPOIIECCAMU B OTJeaX MPOoAax, IJie KOPIOPATUBHBIE KIIMEHTHI HE
OTJIEJIEHbl OT PO3HUYHBIX, YTO MOXET ObITh MPU3HAKOM HEOOJIBIIONW KOMITAaHUH,
KOTOpPOM HEOOXOJUMO KOHKYPUPOBATh C KPYNHBIMU (PUPMaMU JaKe 32 HEOMBITHBIX
CIELHUAIIUCTOB, 32 YTO OHU TOTOBBI IUIATUTH UM HEMHOTO OOJIbIlIe PHIHKA U JlaBaTh
0omb11e cBOOOABI AEHCTBUIN, KOMITIEHCHPYs oTcyTcTBUE HR- Openna u crabunbHOCTH.

[ToTeHnMaIbHO HEMHOTO 0OJIBIIIE MOTYT MOJIYYaTh CIEIIUATUCTHI, paboTaroIINe
¢ B2B u B2G, ognako oneHka ko3¢ duiieHta craTuctTuuecku He 3Haunma (p = 0,192),
YTO MOXKET OBITh 00OCHOBAHO HEOOJBIITUM KOJIWYECTBOM HAOMIOACHUM C JTaHHBIMU
XapaKTepUCTUKAMH B BEIOOPKE.

OmpiT pabotel ¢ B2C knueHTaMM HE OKa3blBae€T 3HAYKMMOTO BIIMSHUS Ha
3apIuiaTy CHEIUaIuCTa, YTO MOKHO TPAKTOBATh XapaKTEPOM CIIENIOK — YBEIUYECHUE
JI0X0J1a MEHEKEpa Mo MpoJakaM MOKET ObITh B IByX HAIMPaBJICHUSIX, 8 UMEHHO Yepe3
POCT KOJIMYECTBa CAENOK U cpeaHero 4yeka. BepostHo, B B2B 06a 3Tu moka3zarens
Jierde yBeJIUYUTh C POCTOM ONbITa, a B B2C coTpyJHUKM 4acTO U3HAYAIBHO paboTatoT
¢ OOJBIIMM KOJIMYECTBOM CHIEJIOK U HE (pu3nuecku He MOTYT 00padaThiBaTh OOJIbIIE

3daKa30B, a4 pOCT CPCAHCIO YCKA OI'PaHUYCH HOKYHaTeHBHOﬁ CIIOCOOHOCTBIO HACEICHUS.



OneIT B MPOU3BOJACTBE, TOPTOBIE WM YCIyrax HE OKa3bIBAa€T BIIUSHUS Ha
3apabotuyto miary (H6), To ecTb He BaXHO, Tll€ TPYAUTCS CIEHHAIKUCT, 3TO HE
MOBIIUAET Ha €ro 3apaboTok. Mojenb ¢ BIMSHUEM Ha 3apIuiaTy B3auMOJICUCTBUMN
MEPEMEHHBIX OIbITa U OTpPACIU CTaTUCTUYeCKH He3HauuMma (p = 0,17), a takxke
HE3HAYMMBI BCE IIEPEMEHHBIE.

Bnustnue Ha 3apruiaTy B3aumoaeiicTBuil onbita u popmata padotsl (H7) Takxke
HE OKa3bIBAET BIIMAHMS Ha 3apabOTHYIO IUIaTy, Mojaenb o0bacHseT 15,2% Bapuanuu
3apruiathl, 3HauuMa Ha ypoBHe a = 0,1 (p = 0,0808), ogHako mouTH BCEe EPEMEHHbIE
HE3HAYUMBI, 33 UCKIIFOUEHUEM TOJIOKUTEIBHOTO BIUSIHUS OMBITA pa3be3aHbIX (0T 1 10
3 net) u oducHbXx (0T 3 10 6 JE€T) COTPYAHUKOB. BEepoATHO, 3TO MOXKHO TakKxKe
TPAKTOBaTh KaK OTCYTCTBHME BJIMUSIHUSI OMbITA JIJII COTPYIHHKOB TOPTOBBIX TOYEK.
Jlanubix mo rubpugHoMy (opmMary paboThl Majno B BBIOOpPKE, MOAITOMY OHHM OBLIU
WCKJIFOYEHBI U3 PACCMOTPEHUS.

I'mnoteza (H8) o BausHum Qopmara paboOThl B OTpaciu Ha 3apIuiaTy He
MOJTBEPANIACH, MOJIENIb OKazaidach He3HauuMa (p = 0,562), Kak 1 epeMeHHbIE.

Cnenyromas runote3a (H9) o BnusiHuu B3aumoneicTBuii popmara paboThl U
TUTA KJIUEHTOB Ha 3apIUIaTy B I[E€JIOM HE MOJITBEPIUIIACh, HO MOKHO B3STh HEKOTOPbHIE
HABOJIKU U3 OJM3KUM K 3HAUMMOCTH MEepeMEeHHbIX. Moienb B 11eJ10M He3HauuMa (p =
0,147), ee mpenckazarenbHas crocoOHocTh HHM3Kasg (R2 = 15,8%). Ognako cpenu
MEPEMEHHBIX €CTh JBE 3HauuMble Ha ypoBHe a = (0,1, KOTOpbIE MMOKa3bIBAIOT
MOJIOKUTENIBHOE BIIUSIHUE pa3be3aHoro ¢opmar npu padore ¢ «B2B u B2C»
KJIIMEHTaMU, 4YTO ObUIO OMKCAHO BHIIIE, 4 TAKXKE OTPUIIATEIbHOE BIUSIHUE HA 3apIUIaTy
paboThl B Toprosoii Touke ¢ B2C kiveHnTamu B CpaBHEHUU C OPUCHBIM, THOPUTHBIM U
pazbe3HbIM (hopMaTamu.

Binusitnue B3auMoAeMCTBUST THIA KJIMEHTOB U OTpacid Ha 3apIuiaTy
noarBepaminock (H10), moaens 3HauuMa npu a = 0,1 (p = 0,0955) u oObsicuset 14,7%
BapUaIu 3apab0THOM MIaThl. BBIIO MOATBEPKIEHO HECKOIBKO (PAKTOB, MOTYyUYEHHBIX
paHee, a TakKe HaijeHo, 4yTo pabdoTa ¢ kiueHTamMu B2B momoxuTenbHO BIHMsSET Ha

3apabOTHYIO IJIaTy BHE 3aBUCUMOCTH OT OTPACIIH.



Tenepr nepexogum k mnpoBepke rumnote3sl (H11) o BaMsSHUM TEKCTOBBIX

TpeboBaHui paboToaTenei Ha ypoBeHb yKa3aHHOM 3apa0oTHOM mnaTel. Hiske ykazan

CIIMCOK HE3HAYUMBIX IIEPCMCHHLIX, KOTOPBLIC IMPHUCYTCTBYIOT IIPpHU BCEX YPOBHAX

3apIUIaThl, HC BJIMAIOT Ha €€ IMOBBINICHWEC WJIM ITOHWXXCHHUE, HO B TO KC BPEMs MOT'YT

ABJISITHCA OapbepaMy MPU BXOJI€ B KOMIIAHUIO:

Hagbik Tenedonnasix meperoropon (p = 0,95)
OtpacneBoit onsiT (p = 0,92)

HaBpik pemienus npobiiemM, yMeHue CrpaBisiThes ¢ TpyaHocTaMH (p = 0,84)
CnocobHocTh paboTtath B komane (p = 0,79)
Bricokas motuBanus (p = 0,78)

brictpas o6ydaemocTts (p = 0,76)

Ananutndeckuit ckiag yma (p = 0,72)
NuaunuatuHoCcTh (p = 0,68)

Bricmiee u cpennee obpazoBanue (p = 0,66 u p =0,53)
Hagbik pa6otsl ¢ Bo3paxkenusmu (p = 0,61)
Hanexuocts, moctostactBo (p = 0,56)

3nanne CRM u 1C (p=0,52 up =0,44)

[Tocne ouncTku Mojenu OT OOJbIIEH YAaCTH HE3HAYUMBIX MEPEMEHHBIX (p >

0,20) u HOBOTO perpeccuonHoro ananuza (R*2 = 0,49; F = 4,322; monens 3HaunMa),

MbI BbIACINIINA CIIMCOK 3HAYUMBIX IICPCMCHHBIX C UX BKJIaJOM B 321p2160THYIO IJIaTty:

OmnbIT pabOTHI C yKa3aHHBIMU B BakaHcuu kireHTamu (+127 570 py6., p=10,001)
Ucnonuurensuocts (-64 100 py6., p = 0,014)

I'otoBHOCTH K KOMaHAUpOBKaM (+34 920 py0., p = 0,035)

Muoro3agaunocts (+31 690 py6., p = 0,039)

3Hanue TexHuk npojax (+28 310 py6., p = 0,032)

VYBepennsiit nonb3oBatens [IK (-21 300 py06., p =0,012)

['pamotnas peus u nepenucka (+16 880 py6., p = 0,039)

Henaneko ot ypoBHs 3HaunmocTu nipu a = 0,1:

OmnebiT B npoaaxax (+14 570 py6., p = 0,053)

OTtcyTcTBHE CTpaxa nepes XoaoaHbMu 3BoHKaMu (-33 840 py06., p = 0,055)



e CrtpeccoycroituuBocts (-21 260 py6., p = 0,094)
e [IpusernuBocTts (-42 790 py0., p =0,103)

[Tonyuaercsi, 4yTO He Bcerja NPUCYTCTBYIOIIME B BaKaHCHUSIX TpeOOBaHUS
MOJIOKUTENIBHO BIIUSIOT HA 3apa0OTHYIO IUIATy CHENUANUCTa. B HEKOTOPBIX Cilyyasx,
HarpuMep, C UCTIOJHUTEIIBHOCTHIO U HABBIKAMU MOJIb30BAHUSI KOMIIBIOTEPOM, MOXKET
MpOU30UTU oOpaTHasi cuTyalus. BeposaTHO, 3TO MOKHO OOBIACHUTH HETOTOBHOCTHIO
paboToiatesns NpeoCTaBIsATh CIEIUATUCTY PHIHOYHYIO 3apa00THYIO IUIaTy, B CBSI3H C
YeM OH BBIHYKJIEH pacCMaTpPUBaTh KaHUJATOB C MEHBIIIUMU KOMIIETEHIIUSIMU, TTOTOK
KOTOPBIX XOUET OrPAHUYUTH O0II€UETIOBEYECKUMU 3arpauTeIbHBIMU TPEOOBAHUSIMU.

OTpunatenbHbld BKJIQJ OTCYTCTBUS CTpaxa IMepell XOJOJAHBIMH 3BOHKaMU
MOXHO OOBSCHUTh HU3KOM KOHBEpCHEH MpoJax dYepe3 ITOT KaHaj, a 3HAYUT
HEOOJIBIIMMU BO3MOXKHOCTSIMUA YBEJIMUEHHSI 3apabOTKa Jaxxe C POCTOM OIIbITA.
HeratuBHyto CBSI3b € 3apIuiaTO CTPECCOYCTOMUMBOCTH U MPUBETIMBOCTH, BEPOSTHO,
00OCHOBBIBAaET HEYCTPOCHHOCTh MPOIECCOB B (upme, KOTOpas CKpbIBaeTCsS 3a
OKHJIAHUSIMU CTOUKOCTHU OT COTPYAHUKOB.

Jlnst mpoBepku runote3bl (H12) 0 cooTHECeHN TEKCTOBBIX TPEOOBAHUI C TUTIOM
KIIMEHTOB (UPMBI, CHauajla OBbLI COCTAaBJIEH CHOUCOK TpeOOBaHUM, KOTOpbIE
BCTpeUaroTcs ToJbKO B B2B u Tonpko B B2C BakaHCUsX.

J171st mpoBEpPKU COOTHECEHUS MepeceKarommuxcst TpeOOBaHUM ¢ TUIIOM KJIMEHTOB
(B2B, B2C), ¢ xoTopbIM MpeACTOMT paboTaTh KaHIWIATY, OTKIMKHYBIIEMYCS Ha
BaKaHCHIO, ObLIa UCIIOIb30BaHa JOTHUCTHYECKas perpeccusi. HecMoTpst Ha HEBBICOKOE
Ka4eCTBO MOJICNIA Ja)XX€ TMOCJEe HCKIIOUYEHUS HE3HAYMMbIX U HHU3KOBapUATUBHBIX
nepeMennbix (mcego R™M2 = 0,178; p = 0,1957), MOXHO yBUIETb HEKOTOpbHIC
3aKOHOMEPHOCTH, T.€. OoJiee pactpocTpaHeHHbIe cpeau B2B Bakancuii TpeboBaHMS K
HaJIMYMIO HaBBIKa TeIedOHHBIX ieperoBopoB (coef=1,6095; p =0,049), 3nannio CRM
(coef=1,4754; p=0,236), ObicTpoii oOyuaemoctu (coef=0,9971; p =0,189) u 3HaHUIO
1C (coef=0,9356; p = 0,205).

[To pesynbraram NOpPOBEAECHHON JIOTUCTHYECKOM pPErpeccuu, HECMOTps Ha
HEBBICOKOE KauecTBO monenu (mcesgo R*2 = 0,184; p = 0,1479), ynanoce npu

MPOBEPKE CBSI3U MEXIYy TEKCTOBBIMU TpeOoBaHHSAMU M ombiToM padotsl (H13)



BBISIBUTH HECKOJIBLKO (DaKTOPOB, KOTOPBIE O0JIee XapaKTEPHBI JIsl BaKaHCUH 0€3 OmbITa:
yBepeHHbli nonb3oBatenb [IK (coef = -1,4885; p = 0,018), ObicTpas oOyyaeMocCTb
(coef =-1,4021; p = 0,029) u orBercTBeHHOCTH (coef = - 1,1234; p = 0,079). B 1o *)e
BpeMsi TpeboBaHue Kk oTpacieBomy onbity (coef = 1,6703; p = 0,084) HaobopoT Oosee

XapaKTepHO JJisl BAKAHCUH ¢ 0OIMMU TPEOOBAHUSMHU K HAJMYUIO OMbITA B MPOJaKaX.
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