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behavioral economics

ApceH dannaksH

BEHAVIORAL BOOSTER!

noeedeH4YecKul nodxood e ycusneHuu Customer Value

- human research

- value design

- value proposition

- value development via CX

Cmpamezaus pocma
Ha yugpoeoM pbIHKe.
Ce200Hs1 u 3aempa.
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*Behavioral economics, BE - mexaucuunnnHapHoe y4eHne O MPUHSTAN PeLLEHUI B YCIOBUSIX HEOMPeaAeneHHOCTM
06beanHseT HeMpobronorn, IKOHOMMKY, MCUXOIOTMI0, COLIMOMOrno, dhunocoduto.



CTPYKTYPA
NMNMPE3EHTALMN

KoHSanTuHr: 3
noBegeHuYecku nogxoa™

B YCUNEeHuM

Customer Value 1



CUSTOMER VALUE

OcHoBa KOHKYPEHTHOro nuaepcTea
NEXUT B LIEHHOCTU, KOTOPYI HeceT
BaLU nNpoaykt/ycnyra/komnaHnsa ong
KITMEHTA.

CerogHsa Customer Value meHseTtcs:
aKLUEHT C NPOoayKTOB, KOMMYHUKaLINN,
npoueccoB nepexoant Ha CX —
reHeparnbHYy COBOKYMHOCTb
MUKPOB3aMMOLENCTBUN KITMEHTA U
KOMMNaHUWN.



NHCTpyMeHTbI Lenb

Ponb BE

Strategical Customer Value management &
behavioral economics booster

research
V 40%
T10% .
30 aH. C 7%
NMoBepeH4yecKkoe
npo¢unamposaHue

pynnuposaHue t03epos
no NoBeAEeHUI0, MOTMBaM,
KOHTeKCTy. Moaxon JTBD

BbIABUTb ¢aKTOpr B/IMAHUA Ha 03epa

3THorpadus, Kau uccnegoBaHus
Mposepka rnnoTes Ha DATA
Konuu. UccneposaHua, AHaNUTHKA

debiasing nHcaiTos

design proposal
20%
»
K
10%.
30 AH. 10%
npeanouck NOUCK NOKymnKa
MNosuumoHnposaHue, bpeHgunr KoMmyHUuKauuum,
Product/Service design AncTpnbyums

PaspaboTka cTparterum
KOMMYHWKaLMin 1
npoaax. OMHuKaHan.

PaspaboTKa cTpaTeruu
NO3ULMOHUPOBAHUA 1 CBOMCTB
npoaykra.

C034aTb KOHTEKCTya/ZibHOE nNpeanoxeHune

KapTa NPUHATUA peLleHnit
BOPKLLOMbI, aHANTUKA

CTpaTeFW-IecKMVI KpeaTtuns

noBeAeHYecKMM KpeaTus-

3bexTMBHaA «ynaKoBKa» BAMAIOLMIA Ha NOBeAeHWe

npeasoxeHus 3a cyet
NCUXONOrMN BOCNPUATUSA,
BAMAHUA , MEXaHWU3MOB NAMATH
nTa

20% development

20%
60 %

20%

60%
28%

3KCnayaTtauna MHeHVIe/OTBbIB 3aKpbiTne

CX--ontTumusayuna

HacTpoiika MMKPOB3aMMOLENCTBUIA
C KIMEHTOM

yBennuuntb Value 1 akTMBM3npoBaTb 6asy

CIJM, uccneposaHuA
BOpKLWoOMbl, CX-KpeaTus, aHaNUTUKA

BblAIB/IEHNE BaXKHbIX, HO HE3aMETHbIX
MUKPOB3aMMOAENCTBUIN U UX
NOATA/NIKMBAOLWMM K AeNCTBUIO AM3aMH



CerogHs KOHKypeHLUMUA
cocpeporaumBaerca Ha yposHe CX

MeuBBNLHOCTS
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arsendallan.com
060 MHe

ApceH dannaksH
- KoHcynbTaHT no Customer Value n CX ctpaTterum,
(MTC, AIIb®ABAHK, SAP u ap.)

- npurnaweHHbIn npodeccop 3-ex executive MBA
AHTBepneHckon wkonsl 6musHeca, PAHXul'C n MTTIIT.

- KaHauaart. punoc. Hayk «HaumoHanbHaa MOEHTUYHOCTb
B aroxy rrnobanusauum»



KHWUIY Mo noBeaeH4YeCKOMY MapKeTuHry EBQOﬂe

Google » Yandex

JxkcnepT #1 B PO® no npunoXxeHMio
noBefeH4YeCcKoM 3KOHOMMKM

3.BusHec 1. lTocyaapctBO

Oup. no ctpaterun behavioral
insight unit npu
MpaButensctee PO B OUH.
yHUBepcuTeTe.

CTpaTernyeckuin KOHCanTUH MCK |
no Customer Value |

ANb®A | = :
CTPAXOBRAHWE =~ . - :

Crpaterusa CX npoeKkTupoBaHus
n CX TpaHcgopmaumm

i
LACOSTE

ApceH JannaksH

12 neT B MEHEKMEHTE (PUH.

oTpacnu. JKC BMLE-NPe3ngeHT T RMHMACTEP
CI MCK (BTB-rpynn) A Anbda-bank "SI ) "
= Knuru worldwide, B
| Th )
MepsbiM B PO MORES, D MTC pursuit GuGnvoteke MBA
CUCTEMATM3NPOBAS NPUHLMMbI R (K:CE]JJ'IXMiWIVICKOFO YHuBepcuTeTa,
NoBEAEHYECKON 3KOHOMUKN  +z, & . . _
ans CX-ausanHa @ CBEPBAHK a ‘) Mpodeccop B 3 Executive MBA

METRD W + Yenosek


https://www.amazon.com/Pursuit-Pleasure-Overcoming-Civilizational-Challenge/dp/3838209605
http://www.ibidem-verlag.de/
https://www.google.ru/webhp?sourceid=chrome-instant&ion=1&espv=2&ie=UTF-8#q=%D0%BF%D0%BE%D0%B2%D0%B5%D0%B4%D0%B5%D0%BD%D1%87%D0%B5%D1%81%D0%BA%D0%B8%D0%B9%20%D0%BC%D0%B0%D1%80%D0%BA%D0%B5%D1%82%D0%BE%D0%BB%D0%BE%D0%B3
https://yandex.ru/search/?lr=47&msid=1473965659.7868.20937.13415&text=%D0%BF%D0%BE%D0%B2%D0%B5%D0%B4%D0%B5%D0%BD%D1%87%D0%B5%D1%81%D0%BA%D0%B8%D0%B9 %D0%BC%D0%B0%D1%80%D0%BA%D0%B5%D1%82%D0%BE%D0%BB%D0%BE%D0%B3

OoneIT:
pa6oTa B MHTepecax pas/iMiyHbIX KOMMNaHUN,
B T4Y B paMKaX AO0JDKHOCTHbIX 06si13aHHOCTEN

I
KpeanT @ EBponabaHk

7%
rlwaH METRO ﬂ

MTC Thunsmacrer HACOSTE
MCK
MARKS % CBbEPBAHK
@ ANb®A
CTPAXOBAHUVE

A Anbda-baHk

SPENCER



KomaHga v napTHepbl:

Henpo u noBegeH4yeckune
uccrnenoBaHus

SKCNEPUMMEHTANbHAA
nAB OPATOPMW A

BYNPABJNEHWUHN

PUHAHCOBbBIM YHUBEPCUTET
NP NMPABWTENBLCTBE P®

5 aHanuTukos

Paspa6ortka Digital npio‘quTOB ApceH [lannaksiH

HEWPOTEXHONOIMU. ...

Customer Value &
CX strategy KOHCanTWUHr

KopnopatuBHasa TpaHccopmaums

A Anbda-baHk

TexHonornyeckas nnartdgopma




PEKOMEHAAL N

OT MeXAYHapPOAHbIX 3KCNEepPTOB
1/2

All marketers understand that you need to
focus on the reward a product gives, rather
than focus on the function of the product. But
what they don't know is that it is the pleasure
coming from an intrinsic reward that drives our
behavior.Arsen Dallan knows and uses it.

Martin de Munnik
Founder at Neurensics,CEO The Neuromarketing
Science & Business Association

Arsen Dallan has a fascinating and thought
provoking look at the concept of pleasure from
both a human and business point of view.

Roger Dooley

OduH u3 cambix sBocmpebosaHHbLIX 8 MUpE
KOHCY/IbMaHmMos N0 KOMMYHUKayusamM, asmop
camoz20 nony/ispHo20 pecypca no
HelipomapkemuHay www.neuromarketing.com u
KosioHKU Brainy Marketing 8 Forbes.
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ApceH [lannaksiH 3HaeT, KaKk NpoBecTH
PecTPYKTYPU3aLIMI0 MapKeTUHIOBOIA (DYHKLWK B
KoMnauuu ANs co3gaHnsa KAMeHTOUEeHTPUYHOro
busHeca

| know Arsen Dallan as very professional
explorer an often ignored, yet exceedingly
important, topic: the human drive to
experience pleasure and the consequences of
the resulting behavior

Anekceil BenaHWH

JoyeHm mexoyHapodHo20 UHCmumyma
IKOHOMUKU U ¢huHaHcos3as nab
akcnepumeHmasnbHoll u nogedeHYeckol
3KoHoMUKU BLLI3YneH yyeHoz20 cosema HNY BLUS

Dr. Peter Steidl

AkademMuk, uccsiedoasmesib, Npenoodasamers,
asmop U chukep.KoHcy/ibmaHm, e20 KaueHmamu
asnstomces are Coca-Cola, Citi group, Bmw u ewje
38 mexdyHapooHbIx bpeHdos



NMoBsepeHYecKkum nogxon

[Nlonb3oBaTenbCKUn ONbIT
NPOEKTUPYETCHA Ha OCHOBE
aHanusa npouecca NpPUHATUN
peLleHnn to3epa c
NCNOSIb30BaHNEM MHCTPYMEHTOB
noBegeH4YeCcKkon 3KOHOMUKU, TO
eCTb noaTankueas,

a He Npu3biBag.



rnaBHaa

HoBbi cTAaHAApPT yNpaBneHUn:

decision making powered by
behavioral science

Key development initiatives from 54 Swiss Organizations

Use of behavioral data for segmentation
and targeting

Integration of data to create a single
view of the customer

Improving customer and end user
experience across channels

Creating digital marketing and sales

channels for current productsand | 25

services

Digitization of sales process |G -7

Use of mobile technologies in customer
interactions

Qe

o
m
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on makers from 54 organizations defined their key development initiative
CT investment plans within the next 18 months.
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AEW Energie AG Agrisano Krankenkasse AXA Winterthur Basler
Versicherungen AG Beldona AG CONCORDIA DAS Rechtsschutz-
Versicherungs-AG Denner AG Emmi Fondue AG Energie Service
Biel/'Bienne FORTUNA Rechtsschutz-VersicherunasGesellschaft AG
Fressnapf Schweiz AG Galaxus AG/Digitec Generali (Schweiz) Holding
AG HDI-Gerling Industrie Versicherung AG

Helsana Versicherungen AG Hilcona AG Inselspital Bern Jumbo-Markt
AG Kantonsspital Winterthur Klinik Meissenbera AG KPT / CPT Kueni
Switzerland Luzerner Kantonalbank AG Marché Restaurants Schweiz
AG Migrol AG Migros Genossenschaft Neuchatel-Fribourg Migros-
Genossenschafts-Bund Nationale Suisse Notenstein Privatbank AG
Ospelt Food AG PAX Schweizerische Lebensversicherungs-
Gesellschaft AG Prodega / Growa / Howegq, Transgourmet Schweiz AG
Moosseedorf Raiffeisen Schweiz Genossenschaft Repower AG SAK
AG Sanitas Krankenversicherung Sankt Galler Stadtwerke Schenk
Holding Schweizerische Mobiliar Versicherungsgesellschaft AG
Schwyzer Kantonalbank Securitas AG Schweizerische

Bewachungsgesellschaft See-Spital Horgen / Kilchberg
Sparkasse Schwyz AG Stadtspital Waid SUVA SVA Aargau Swarovski

Versicherungen Zurich Insurance Group Ltd . Ziircher Kantonalbank



rnaBHad

NoBepgeHue MppauMoHarbHO.
Jliogm He oco3HaloT (paKTopoB,
BIMAIOLLMX HA Hero.

]
Limbic 11 000 000 6uT/cek
Neocortex - 40 ouT/cek NEOCORTEX

LIMBIC SYSTEM

REPTILIAN COMPLEX



rnaBHaa

YTO BNMAET Ha pelieHmn:
3MOLMM, TPUrTrepbl,

KOrHMTMBHbI© MCKaXXeHMA, cpepa

CX > npoAaykr.
CX = MUKPOXU3HbDb.

Mcuxonornsa nNpUHATUA peLueHnn
no3BonseT packpbiTb 100% chakTopos,
BNUAOWMX HA BbIOOP Nonb3oBaTens

DaKTopbl, BNHAOUWMKE
Ha noBefeHMue:

T AR 0bbmHEM MeHexep

o orpebHocTH

BNMAHME KOMHMTHHE LIS

IMOLMM MCKIKEHUA

WPPALIMO

Dyxesnopuc



rnaBHad

NoBepeHYeCKUM NOAXOA AAET NONHYIO
KapTuHy noBefeHUAs U MOTUMBOB

4

V6eaeHns B BauaHMe cpeapl
LleHHoCTY g & NIRRT  svoumii 1 biases




rnaBHaa

Bbe3 noBegeH4YecKoro nogxoaa
MeHepXepbl CTPOAT OM3HecC Ha
FIOXKHbIX MHCaAMUTAaX.

Mpumepsbl owumbok 1\5:
100%

Ve

L\ ETLS 7o {17l [o7: V(T i Behavioral science noaxoa

P&G YHUHUTOXUTESNb HETNMPUATHOIO co3garerib apomMmarta YMCTOThI
3adllaxa

~ L

HoBbIn MunnuapaHbIn
PbIHOK




rNnaBHaa

MpaBunbHbLIX Taprer
Ha M3yYyeHMe noBegeHMA

nppaunoHanbHoe

paunoHasibHOE

y

M3yyaroT KomnaHuu

80% 15% 5% nugepsbl

Walmart =)< OTAV

30Ha
NIOXKHbIX
NHCamToB

LEHHOCTU |
ybexaeHuns
noTpebHocTn |

BNUsSIHWE cpeapl
amoLumn
JERIEN

Tpurrepsbl

M3yyatoT yyeHble

cybbekTHOe

KOHTEKCTHOe

v



rnaBHaa

AHanus snuamowmnx paKkropos
ocyuecTtenaerca 6uxesmopmcrom

LEHHOCTM noTpeGHOCTH biases TpUrTepbI cpeaa

o 3% 20% 25% 30%

5% L
[aHHble cobupatoTcs

. Bec dakTopos,
C NOMOLLbIO NUCCIIEA0BaHUN:

BbIsIBfIEHME NHCANTOB U
BonnowieHne nx B CX-kpeatmee
OCYLLIECTBISETCS 3KCMNEPTHO
OnxeBMopucToM.
MATEMATUYECKOW

MOOENN HET.

yesioBek



rnaBHad

Bbe3 noBegeHYecKoro nogxoaa
MeHepXepbl CTPOAT OM3HecC Ha
FIOXKHBbIX MHCaMUTaX.

Mpumepsbl owmbok: 2\5
100%

Aymanu, 4to Ha Ho BbiAcHMUAOCD: CX KPEATUB Pe3ynbrar
pelwieHUA BAuser:

KnueHTtbl HE BUAOAT [NepeHoC LUeHHOCTEN. PeknamHas kamnaHusi POCT KpOCC
LeHHOCTN B cTpaxoBke  CTpaxoBka Anss MEHS - "cnacubo, YTo
HE HY>KHO. 3acTpaxoBanv Moero HC k kacko 7%
3abota 0 6nmsknx - nany"

HY>XHO



rNnaBHaa

@ mck

Cnacnbo, YTO 3acTpaxosanw
MOero nany
OT HEeCHACTHLIX Chyvaen




rnaBHad

Bbe3 noBegeHYecKoro nogxoaa
MeHepXepbl CTPOAT OM3HecC Ha
FIOXKHBbIX MHCaMUTaX.

Mpumepsbl owmbok 3\5:
100%

Aymanu, 4to Ha Ho BbiAcHMUAOCD: CX KPEATUB Pe3ynbrar
pelwieHUA BAuser:

KpacuBble nucpnetel B Hapog nodut uctopun PacneqavTaHHble Ha + 4% NN
odomce npogax obblyHOM Bymare

pearnbHble NCTOPUN OT

APYTUX KINEHTOB BIIUSAIOT

bonbLue.



rnaBHad




rnaBHad

Bbe3 noBegeH4YecKoro nogxoaa
MeHemXKepbl CTPOAT 6M3HeC Ha
NIOXHBIX MHCaAUTaX.

Mpumepsbl ommbok: 5\5

MCK
Ve

Knaccuueckum
noaxoga,

YObITOuHOCTL Kacko
3aBUCUT OT COL-AEM
cerMeHTa

Behavioral science

noaxop,

YObITOYHOCTL Kacko Takxke
3aBUCUT OT MOTMBA MOKYMKN
CTPaxoBKu

CX KPEATUB

83 npoekTa 3a 1.5 roga

Pesynbtar

MpuObLINLHOCTDL
OunsHeca
BbipocrnaB 3
pa3a, yObITOK
cokpaTtusncsa c 6

AO 2 MNnpA pyo



PE3VJIbTAT

O
O
O
o
o

donsa ueneBoro cermeHTa B nopTtdene —
c 11 po 40%

Ne1 no KonuyecTBy pekomeHaauuu B Cetun
C 32 mecTa Ha 3 B HapoAHbLIX PeUTUHrax

[MpnynHa NoKynku. coBeT apyra - 62%
B 2012 r. caman Hu3Ka ueHa - 78%

CtonmocTtb nonucos Bbipocna ao 70%



MCK

Mpeanpopaxa

Mowuck/
BbIOOp

Coenka

cnangpl
C Kencamum,
OOCTYMHbI

Keicbl BbisB/IEHUA MHCAATOB M CX-An3anHa /2

TeKkywumn MHcamT
CTanOBaHVIe - AeNo cepbe3Hoe.
Ha,u,o PeKnamMmmnpoBaTb paunMoOHaIbHO

Efluent cermeHT BepUT TONIbKO
unbpam.

KAWEeHTbl He BUAAT LLEHHOCTHU B
CTpaxoBKe

Ha ybbITOYHOCTb BAMAET TOIbKO COLY,
aem. pakTopbl

HeT uHcaiToB.
O6nacTb He paccmaTpuBanach

Hapo 06bACHUTL LieHHOCTb
CTpaxoBaHMUsA

KnuneHTbl He xoTaT nokynatb KACKO ¢
dpaHwWwmn3on

KnneHTbl BbIGUpPatOT camoe fellesoe
KnneHTbl He 1106AT AoN NpeanoXKeHna

PeknamupoBaTb NPOAYKTbI C
nomolLbto AndaeTos.

HoBbIlh NpoAYKT HaA0 NPOABUraTh Kak
HOBWHKY

BE- HcauT
CTpaxoBaHue - 061acTb YyBCTB

[ake Tonbl NPUHMMAIOT peLeHus
C NMOMOLLLbIO YYBCTB

KnvMeHTam meLuaet BpemeHHoe
AVCKOHTUpPOBaHMe

[Ons NPUHATUA peLeHUA KIMEHTa HAao
BBECTM B 3MOLMabHbIN AncbanaHc
MNepeHoc ueHHocTen. CTpaxoBKa Ana
MEHS - HE HY}KHO.

3ab0Ta 0 6/1IM3KMX - HY}KHO

Ha ybbITO4HOCTb BANAET MOTUB

CTpaxoBaHuA

K/NIMeHTbI CBEPAIOT YC/I0BMA Ha Pa3HbIX
camTax

OT3bIBbI- Ba*KHEULWMUM GAKTOP B NPUHATUM

pelieHm

Hazo fatb KAveHTam yBUAETb U
NMOYyBCTBOBATb LLEHHOCTb CTPAaXOBaHMWSA

YyBCTBEHHbI ONbIT MEHAET yHexaeHUs.
Cpegfa onpeaenseTt nosegeHve

BayKeH KOHTeKCT Npes/ioxKeHus
FelimndurKauma BOBNEKAET U NpogaeT
Mocbln HaAO AOHOCUTL Yepes UCTOPUM.
Jindnetbl He YnTaloT.

HoBMHKY Hapo npoAasuratb, cpaBHMBaA co KoHuenuwma npoayktos « OCAITO»

3HAaKOMbIM

CX-Kpeatus

PeknamHas kKamnaHus ¢ cybmoaaibHOCTAMM

J1A BHyLWeHUuA

PeknamHas KamnaHuWA ¢ NO3UTUBHbIM GPENMUHIOM

PeknamHas kKamnaHua c opinion leaders ans

CBEPXYBEPEHHbIX B cebe

PeknamHas KaMnaHWs ¢ BpeMeHHbIM "MoHTaxKom"

PeknamHasa KamnaHua "TonbKo cupoTa/BaoBa.../

3Haer..."

PeknamHan kamnaHus "cnacnbo, YTo 3acTpaxoBaau

moero nany"

MoBeaeHYeCcKUit NpodananHr

PpenMUHr B cnoraHe.

Ha caitiTe KomnaHWK, BOSMOXKHOCTb CBEPUTb LUeHbl BCEX

KomnaHui. U kynuTb!

HapoaHbIit peMTUHT Ha FNaBHOM CTpaHMLE caitTa

OdopmneHune oducos "c noropensuem"

Monuc "nHb-aHbL" ¢ ANCNponopLmnEN B pUCKAX U

leHe. Cam cuMTaellb M NOHUMaeLLb.
MNoATaNKMBaOLLMIA K ancenny aAM3ainH

Peknama c npeccynosuumner B nocaaHum

MNonuckl opuramm

PeanbHble nctopum pacnevyaTaHbl B TOYKAX

npoaax

ANA KBAPTUPbI

BCTpE4n

Pe3ynbtar

PocT Kpoccnpopaaxk
Ha 6%

Poct npoagxax HC
Ha 3%

Poct kpoccnpogaxk
HC k Kacko 13%

PocT Kpocc

HC K Kacko 7%
HOBblE
6e3ybbITOYHbIE
CErmeHTbI

LA c 10 po 48%

Tpadpduk +
67%
KoHBepcua
+15%

+17% UPN1 k OCATO
80% BbI6GUpanu

dpaHwusy

PocTtueka Ha 31 %
2.5% pocT npogax
11% pocT npoaax

4% NN

pOCT npoAax Ha 5%



MCK

Akcnnyataums

MHeHue
OT3bIB

3akpbiTue/
Cross

cnangpl

C Kencamum,
L4 - - OOCTYMHbI
Keuchbl BbifiBieHMA MHCaNToB U CX-An3aviHa /2
BCTpe4n
TeKywmit UHcanT BE- nHcauT CX-KpeaTtus Pe3ynbrar
KNMEeHTbI He YyBCTBYIOT CTPAXOBYHO 3aLLUTY.
ComaTtuyecKkuii mapKkep maTepuansyet
CTPAxoByHo ycayry n cosaact apdekTt Bosnblian Kopobka Ans xpaHeHWs Bcex POCT npeapacnonoXKeHHoCTb K
MpozaTtb M He HaNoOMMHaTb O cebe npUCyTCTBUA LOKYMEHTOB IoMa pekomeHpaumamc 7 po 7.4
dUPMEHHbIN NAENANCT B MaLLIUHY
HeT uHcaiToB, 06/1acTb He
paccmaTpuBanach Kak KAWeHTbl YyBCTBEHHO HEe NOHWMALOT Ha3BaHWe
MWKPOB3aumogencTeme BMA,0B CTPAXOBaHUA. ®penMUHTr B Ha3BaHWM NOIUCOB
Ecnv Henb3A n3baBuTbCA OT Bymar, HaZo leiMndurLMpPOBaHHbIN AM3alH +12% K BOCNPUHUMAEMOMY
KNneHTbl He Nt06AT 3anonHATL Bymarn Mcnonb3oBaThb UX Kak NPenMyLLECTBO LOKYMEHTOB KayecTsy ycayr
Nltoan He Ntob6aT e3guTb B 0dUC Y6patb dpusnonornyeckme GaktTopsl
yperynmpoBaHus yCTanoctu HoH-cTpecc obopmneHune odumca - 15% »anob Ha 0b6cn
HY)XHa S MOTMBaLMA, YTOGbI HY»KHO XOpOLLEee HacTPOeHWe Y MeHeaKepos,
MeHeXKepbl XOPOLLO 06CNYKMBANN  YTOBbI OHWU AENUANCH C HUM. AkuMA "Nogapoykm c ytpa" PocT amnaTum K KanMHeTam
KAWeHTbI He paccKkasbiBalOT O TOM, YTO
3acTpaxoBanucb no HC KNMeHTbI MCNbITbIBAOT CyeBePHbI CTpax bynaska ana 61n3kux 90% 3anocTuamn
MNonunc ns nucra A4 npeBpaTtunica B NPS B momeHT
[NAHLEBbIN KYPHa MOKYMKW +3 nn
CK/IOHHOCTb K
Kopo6bka npuobpena yraxenexve pekomeHpaumm ¢ 7.4 no 8.3
Ecnun paTb CEHCOPHOE MONOXKUTENbHOE L R P T A e TR
nogKpenseHne, To Mo3r BblbpocuT 6osblue
{MeHTbI He ByyT peKOMeHA0BaTb  AOGAMMUHA M MHAMBMA 3aNOMHUT ONbIT Kak ~ OKYMEHTaLUMA apomMaTn3MposaHa
| OMMAHUIO 4,0 CTPAXOBOTO C/yYas YCMEeLWHbIN PaspaboTaH 6e3onacHbIN An3alH
KAWeHTbI NULWYT TONIbKO HeraTue Nudging K HanncaHWo OT3bIBOB OT3bIB Kak cou. Nonb3a 212% oT3bIBOB, N21 B PO

Noaun He ntobaT gononHuTenbHole  CoumanbHbI CTAaHAAPT Ha KOM-BO CTPAXOBOK Ha
npeanoxeHma yesnoBeka KapTa 3acTpaxoBaHHOCTHU U K Kacko 3.5 %




rnaBHaa

NMpuMHUMNbI NOBEAEHYECKON 3KOHOMMKM,
npuMmeHumbie Ha CJM

Cokpaly. oTToKa

MpuBne4yeHne HOBLIX KIIMEHTOB AKTMBHOCTb UCMNOJSIb30BaHUA NPOAYKTOB PocT LTV
lMNpennpopaxa Mowck/BbIGOP Cpoerka SkcnnyaTaums MHeHVe/oT3bIB 3akpbITue/ cross
;z;?ﬁglx:::;bm o Mapapokc Bblﬁopa, MpuHLUMNbI Nudgmg,BHenpmmme FemmudukaLms, T ST T XeBuTanmaaLms
[PRUEIT b BERMEIERLE], NERYIESIEL EES, Pk Cognitive dissonance Hindsight bias
OBpuctuka Mouck nogTBEPXKAEHNIA/ [unckoHTMpoBaHve,
penpe3eHTaTnBHOCTY, Henpuatue peanbHocTy, CBepxyBEepeHHOCTb,
A4

\ CC NpuH eweHun oBatenem \
ekt NpocToro PauunoHanusaums pelueHuni, CepxonTummnam, Sunk cost fallacy, Hindsight bias
3HakoMcTea, MPUHLMM Bandwagon effect, 6 npasun YanguHu endowment effect
namsitv, MpUHLMNGI MpokpacTtuHauwms, MpuHumn Halo effect,
cTOpUTENnAVHra, «[OCTYMHOCTbY», UIO3USI Remembered vs
Brisine meTachop KOHTPOnS, 3aKOH MarnbIX LUmMdp, decision utility,

AKOpEeHWe, HauBHasi HpaBcTBeHHasi

aveepcudmrkaums no6naxxa



Yem nosegeHUYECKMM
noaxopn nyJvuie:

100% CX design = ratio + irrational

>

npousb KnueHTa #1

- HU3KNE CTaBKU
- MHOTO OTAENEeHnn
- NepcoHan

npounb KnneHTa # 2

- HAAEeXHOCTb
- FOCY4apCTBEHHBbIN
- mobann

pearnbHbIN YernoBek
1+2+

- ApYyr NOpekoMeHaoBan
- pa3bun pucku
- pon. 6aHkK

KOHTEKCT.
cpena,
amouunu
biases



OTnnume

CJM 06e3 noBegeH4YecKoro CJM c noBegeH4YecKknm
noaxona NoAXOo40M

ANVNTV

2d cxema nonb30BaTeNbCKOrO noBeaeHn4. 3d KapTunHa, packpbliBakowad NCTNHHBbIE
Tonbko cneacTeuA. MOTUBbI A CI)aKTOpr BINAHNA




MupoBas npaKkTuMkKa
6uxeBMOpaILHOU 3KCNEPTU3bI
B pewueHum 6usHec m
COLL/3KOHOM. 3a4a4

[ 4
Benbiit nom, USA Ogilvy Center for Behavioral Science Lead, Pinterest )
https://svbst.gov/u Behavioral Science Boston Consulting Group Head of Partner Insights,
K. CacteltH. P Tainep Behavioral Scientist,

(naypeat Hobenesckoii npemuun 2017)

A
Walmart QM{‘;MEEEEEE!E

Walmart
Tinder Global Head of npaBMTel]bCIBO P®
MapnameHT BenukobputaHus, JIoHAOH Behavioral Science ®uHaHCoBbIN YHUBepCuTeT
http://www.behaviouralinsights.co.uk nabopatopuna «Heipo un

nosefeHYeckme NHCTPYMEHTbI B
ynpasaeHUmn»


http://www.ogilvy.com/media-center2017/press-releases/january-26-2017-ogilvy-launches-center-for-behavioral-science/

YcuneHue

Customer Value ycunueaetcs B
pasbl, NPY CUCTEMHOM
NPOEKTUPOBaAHNN.

Ponb CX B LEHHOCTU KITMEHTOB
PACTET MO 3KCMOHEHTE.

[Nonb3oBaTenNbCKUM OMbIT - 3TO HE
crnencrtemne paboTbl KOMMaHUK,

a ee uenb. CX-ansanH npoBoauTCH
LEeHTPanmM3oBaHoO 1 COrfiacHo
cTpaTtermm KoMnaHum,



rnaBHad

CX-au3amH pewiaeTr MHOXECTBO
BusHec-sapay Ha eBcem CJM

AKTUBHOCTb
UCcnosib3oBaHus
NPOAYKTOB
Mpeanpopaxa [louck/BbIGOP Cpenka Akcnnyartauus
1.MccneposaHve nosegeHns  1.6opb6a ¢ 6pOLLEHHBIMYI 1. MoTuBaumm yepes 1. Ancen?ul, Kpocc-ceiin
2.Monck MMKPOMOMEHTOB «KOP3UHaMU» 1 OTIOXKEHHbLIMA CTOPUTENNHT Hepes refimudukaumto
PeLUEHVIMU C MOMOLLBHO v biases.
3. OnpegeneHue EQ «MPpUHLYMNA YAOBONLCTBYS» o
ayauTopUm 2.CKpUNThI NPOAABLAM Ha OCHOBe 2. BUpycCHble MexaHuKu 2.MNoBblweHwne Lifetime

4. Onpegenenve
dakTopos,
onpezensoLmx
oXMJaemMoe Ka4ecTBso.

5. MNoBblLLeHne
KOHBEpCUW 3a cyeT
noseAeH4YecKkoro
npodannnHra

npodaiinmHra NPOMO aKLuii yepes xabutanuaumo

Mpouecc NPUHATUA peLleHnn

3. MoBegeHuYecKMe cLeHapum 3. BoBnekatowyue 3. dopmupoBaHie
npogax KOMMYHMKaLW B Tpeiia- BOCMPUHNMaEMOro
MapKeTUHre KayecTBa yepes
4, Nudging B POS: nHTepbep MKPOMOMEHTBI
N MepyeHAan3nHr 4 PasBuTve sMNatnumn y
MpoAaBLOB

5.ApxuTeKTypa Bblbopa B
NPOJYyKTOBOWN NnHeliKe 1 5. Passutre 31
LeHoobpasoBaHUN npo/AaBLoB

CokKpaul. oTToKa
Poct LTV

MHeHue/oT3bIB

1.CTumynnpoBsaHue
NO3UTVBHbIX OT3bIBOB B CETU
yepes cou, Nosb3y.



rNnaBHaa

ARSENDALLAN.COM

CX-au3auH — KpocchyHKLMOHANEH.
YyacTHMKM:

CX-am3aiiH MoBeseHuYeCKMi C Design thinkin
- M 8 g
CX - TpaHchopMaLms npodannnHr ) o An3aiiH NPoayKTOB
CX-am3anH
KoHcantuHr no CX ctpaternm CX-ayant

3anyck BE unit

R AvpexTop  Jii Cepanc-aupexTop

MoaaroLLyie ckpynThl

MoTuBaLua CX- ayant
CueHapun npoaax KynbTypa CepBuc- an3saiiH
BoBnekatoLme MexaHunKm Soft skills

= - am
Tpewns- KamnaHum



rNnaBHaa

ARSENDALLAN.COM

Mopensb nposegeHma CX-au3anmHa

MPOTOTANbI
ONTUMU3ALINA

2,

KAPTA PELLIEHWI |
WOW!

MPOEKTHHLIN
3ANYCK

RED FLAG!

. @
nosezeHYeckuni. W
npogarinnHr ' : == Red flag
+TBD 3 NEPCOHE ~ 0]
OBYHEHVE

NPOTOTUNGI
HOBBIX
NPOEKTOB

' BE, El, CX-kpeaTvis

®©

CJM 3 MEPCOHbI

OWATHOCTUKA

Otan Ne1 1 Otan Ne2 i Otan Ne3 Otan Ne4 OTtan Ne5

[vnarHoctuka Viccnenosanme . CX -MpotoTtunuposaHue BHenpeHue

15 gHen 35 gHen 10 gHen 25 gHen



rnaBHaa

NMpoekTuposaHMe YHUKaNbHOIro
nosib30BaTeNibCKoro onbita
CONnpoBOoXXAaeTcH

Kopn. cpepa

CX- pun3amH

1. 'syueHnem nosepeHuvs
C NOMOLLbIO NOBeAeHYeCKON
3KOHOMWVIKM

2. bopmupoBaHuemM
KOpropaTUBHOW cpepabl
afanTNPOBaAHHOM Noj
pa3paboTky CX Kak
eanHoro Customer value




O6nacTuv KopnopaTUBHOM cpeApbl,
nogBepraowmecs TpaHcpopmaumm ana nepexoaa
Ha CX Customer Value

1.1 2.1 CTpyKkTypa
PbIHOYHbIE
HULLN 2. 2.2. DyHKUMK, npouecchl
Mopgenb ynpasrneHus
1 1.2 2.3. AHanuTuka, KPI
PbIHOYHas [MosnumoHup
cTpaTerus oBaHMe 4.1 BHYTP. KOMMYHUKaLMN
3. 4.2 moTnuBauus
IT marketing 4.
13 Platform Kynetypa 4 3 oByuenme, soft kills
bpeHauHr
4.4 team building




O6nacTy KopnopaTBHOM cpeapbl,
nogBeprawowmecs TpaHicpopmaumm ana nepexoaa
Ha CX Customer Value

PLIHOYHASA CTPATENA
T

MOTUBALINA

——

AENEYHPA
e LA,

o
)

=M

BHYTPEHHSIA
KOMMYHUKALIMA

ONIQTING WvaL




YCNYIW

o6ecneyeHve nepexofa KOMNaHUM OT NPOAYKTOBOro
dopmaTa paspaboTkm customer value K CX.

JTansbl.
Cpoku
10 gHen
55 oHen
BHeppeHune metoaonoruum 120 gHeit

nepexoaa ot npoaykra K CX

LleHa

ot 500 T.p

oT 14 MfH p

oT 30 MnH p

Uenb

oueHKa noteHumana
CX gusanHa no
10 6anbHOM WKane

co3gaTtb

Customer Value, He
nogaatoLumecs
KONMMpOoBaHUo
KOHKypeHTaMu

«3abeToHMpoBaTb»
yMeHve co3faBaTb
yHUKanbHbIn CX
in-house

YTto pmenaeTcs

OKcnepT NpoxueaeT
OnbIT NoNb3oBaTens

NPOAYKTbI, MPOLECCHl,
KOMMYHWUKaLnn ong
BCEro MHOXeCTBa MUKPO
B3aMMOOENCTBUN C
KrnneHTom Ha sBcem CIM

TpaHcdopmaums
KoprnopaTuBHON cpeabl:
cTpartervs, KynbTypa, Mogernb
ynpasnenus, IT nnatdopma



V)KE CEMMYAC

Apyrmne KomnaHmm BJINAIOT
Ha noeeaeHme Ballix
K/INEHTOB

OCTABAWTECD #1!

d@arsendallan.com 3anpawmBaiTe OTAeNbHO:
fb:arsen.dallan - 6onee 40 KelcoB C NOBeAEHYECKOWN Teopuei
+7 985 361 85 31



mailto:a@arsendallan.com

