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Pe3rome

HacToqwara paspaboTtka ce hokycmpa BbpxXy M3CrneaBaHETO Ha MACTOTO U PONsiTa Ha KINMeHTckaTa
CTOMHOCT B MIKOHOMMWUYECKUTE CUCTEMMU, KaTO Ce KOHLIEHTpUpa BbPXY PONsATa Ha KNMeHTcKaTa CTOMHOCT npu
(arpo)ekocucteMHute ycnyru. PasrnenaHn ca pasnuyHy TEOPETUYHN U NPUMNOXHN OUCUUMIIMHK, 38 KOUTO
MOHATUETO KMMEHTCKa CTOMHOCT MMa MPSKO Uiy KOCBeHO 3HayeHne. O6obLeHn ca pasnuyHuTe aeduHu-
LN, KakTo € NPOCeAeHo N pa3BUTMETO Ha MOHATUETO 3a KNMEHTCKa CTOMHOCT. B emnmpuyHaTta yacT Ha n3-
cnepgBaHeTo, Ha 6a3a Ha HanpaBeHO aHKeTHO Npoy4YBaHe, ca 0606LLeHN pe3ynTaTuTe 3a Bpb3kaTta Ha npo-
AaBaynTe Ha (arpo)eKOCUCTEMHMN NPOAYKTU KbM TEXHUTE KIMEHTU, CTeneHTa UM Ha No3HaBaHe Ha nasapa,
KNMEHTUTE 1 TEXHWUTE Cneundukm.
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Abstact

The present pesearch focuses on the study of the place and role of customer value in economic systems,
and on the role of customer value in (agro) ecosystem services. Various theoretical and applied disciplines are
considered, for which the concept of customer value has a direct or indirect meaning. The various definitions
are summarized, as the development of the concept of customer value is traced. The empirical part of the
study, based on a survey, summarizes the results of the attitude of sellers of (agro) ecosystem products to their
customers, the degree of their knowledge of the market, customers and their characteristics.
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4. MeToanKa HA U3CJIeIBAHETO

3a 1a MOCTUTHEM HEJIUTE U OTTOBOPUM Ha 110~
CTAaBEHUTE HAy4YHOM3CJIE0BATEICKU BBIIPOCH, B
EMIIMpUYHATa YacT Ha W3CIEIBAHETO € MPOBE-
JIEHO aHKETHO Mpoy4BaHe cpen 162 3emenencku
cromnaHcTBa'. M3BajikaTa Ha 3eMENICIICKUTE CTO-
MAHCTBA € KI'BCTEPHA, KaTO OTACITHUTE KITbCTE-
pu cienBat reorpadcKoTo palloHUpaHe Ha CTpa-
HaTa, KaKTO CJIe/IBa:

Cesepo3anajieH paiion — 40 Op.;

CesepeH 1ieHTpatieH paiion — 30 Op.;

CeepousToueH paiion — 19 0p.;

IOro3ananen paiion — 15 6p.;

IOxen uentpasen paiion — 34 6p.;

Orousrouen paiion — 24 Op.

5. Pe3yaraTu U KOMeHTap

B nanpaBenoto anketHo npoyusane 31% ot
AQHKETUPAHUTE TIPOJIaBAuU Ca 3asIBIIIM, Y€ KITHU-

! Mudopmarmsra e no6uta mpe3 2020 . B paMKHTe Ha
HAy4HOH3CJICHOBATEIICKH IIPOCKT ,, YIIpaBICHHE Ha yCIIy-
THTE Ha arpoeKocucTeMuTe B buirapus®, ¢ ppkoBoxuTen
Xpabpun bamres.

SHTUTE UM ca OCHOBHO Ou3Hec kiaueHTH. Ocra-
Hanute 69% npoaasar yCIyruTe Cu Ha NHIUBU-
JyaTHu KiaueHTH (dur. 1).

CrpykTypara Ha MpoJaBayuTe, y4acTBaJId B
U3CJEABAHETO, OT IVIEHA TOUKA HA TEXHUS pas-
Mep, € mokaszaHa Ha ¢ur. 2. C Hal-roIsaM Asit
oT 69% ca mpogaBaumTe, KOUTO ce AehuHUpaT
KaTo CPaBHUTEIHO MaTbK 3a OTpachia OU3HEC.
20% oT mpomaBaynTe ca 3asgBHUIIH, Y€ Ca ChC CPe-
JIEH pa3Mep 3a oTpachia, a 11%, ye cTonaHncTBo-
TO UM € MPEeIUMHO 3a 33J0BOJIsIBaHE Ha COOCT-
BEHU HYXJH. [onemMuTe 3a oTpachia mpoaaBadu
npeactasngsat 0,6% oT u3Baakara.

IIpooasauume na (acpo)ekocucmemuume

ycayzu no3Hasam au ceoume Kauenmu?

Covuecmeysam nu paznudus mexicoy B2B

u B2C npooasauu?

[IponaBaunTe Ha (arpo)eKOCUCTEMHHU YCIyTH
B 52% 0T ciyuyauTe 3asBsBar, 4e ce CTPEMST Ja
YCTaHOBSIBAT TPAalHU BPB3KU C KPAWHUTE KIIU-
€HTU U J1a U3y4aBaT TEXHUTE MPEANOYUTAHUS.
JombaauTtenHo 33% mo3HaBaT HAKOM OT OM3HEC

B BU3Hec KNNEHTN

W KpaiHW UHAUBUAYANHWN KANEHTU

Owur. 1. CroTHOIIEHUE MEX Ty ON3HEC KIUEHTH U KPalHU WHIANBUIYAITHN KIUSHTH
Fig. 1. Ratio between business clients and end individual clients

Hsmounux: Cobcmeenu uzuucienus Ha 6asa na npoeeéeHo AHKemHOo npoy4deane.

Source: Own calculations based on a survey.

24



Uronomuka u ynpasnenue Ha ceickomo cmonancmeo, 66, 3/2021

M [TpeAMMHO 33 CamM033a40BO/IABaHE
M [T0-CKOPO MasibK 3a 0Tpacbaa
B CbC cpeaHu pasmepu 3a oTpacbia

W [onam 3a oTpacbna

®ur. 2. Pazmep Ha CTONMAHCTBOTO
Fig. 2. Size of the farm

Hzmounux: Cobcmeenu uzuucieHuss Ha 6a3a Ha NPO8eOeHO aHKeMHO NPOyUEaHe.
Source: Own calculations based on a survey.

M He no3HaBam HUKoOM
M [103HaBaM HAKOM M Camo BU3HEC KAUEHTH
M [No3HaBaM HAKOM BU3HEC 1 KpalHW MHAWMBUAYANHN KIVEHTU

| CTpeMH Cce Ada yCTaHOBABaM TpaﬁHM BPB3KU C KIMEHTUTE U Aa U3y4YaBaM TeXHUTE NpeanoyvYnTaHunA

@ur. 3. CremneH Ha MO3HABaHE HA KIIUEHTHUTE
Fig. 3. Degree of relation with the customers

Hzmounux: Cobcmeenu uzuucienus Ha 6a3a Ha NPOBedeHO AHKEeMHO NPOYUEAHe.
Source: Own calculations based on a survey.
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KJINEHTUTE U NIOBEYETO WHJWBUYAJIHU KIIUEH-
tu. Camo B 12% oT oTroBopute OM3HEC KIIMEH-
TUTE Ce MO3HABAT YaCTUYHO U B 3% HE Ce NO3Ha-
Ba HUKOH OT KiueHTuTe (ur. 3).

Cougecmeysam au pa3iudus Mexicoy

MaaKu u 2o1emu npooasgauu?

He nabnromaBame ChIIECTBEHH pas3iuyus B
CTpYKTypaTa Ha Bpb3KaTa MEXIy KyIyBadH H
IIPO/IaBa4yy Ha (arpo)eKOCUCTEMHHU YCIYTH, B 3a-
BHUCUMOCT OT TOJIeMHHATa Ha mpozaBava. Kak-
TO MOXE J]a ce€ BUAM OT (Ur. 4, mpoaBauyuTe OT
BCSIKaKBa rOJIEMHHA C€ CTPEMSIT Jla YCTaHOBSIBAT
TpallHU BPB3KH U JIa TIO3HABAT MPEIATIOYUTAHNU-
ATa Ha KJIMEHTUTE CH. TakbB OTTOBOP ca JajH
okosto 50% OT y4acTHHLIUTE B aHKETarTa, He3a-
BUCHMO OT CBOsI pa3Mep (IIpU YETEHETO Ha Ta3u
rpaduka criesBa aa ce uMa npeaBH i, Ye rojaeMu-
TE€ 3a OTpachia MPOAABAYN CHCTABIISIBAT MaJKa
YacT OT W3BAJKaTa, M M3BOIUTE, KOUTO MIPABUM,
HE ClIe/iBa J1a ce IpueMaT 3a MPEACTaBUTEIIHN).
[Ipu Besika rpyna npojaBauu (C U3KJIIOYEHUE Ha
rojeMuTe 3a OpaHIla) B aHKETHOTO MpPOyYBaHEe
HaOmomaBame mpoaaBadn (okoso 30%), KouTo
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10%

0%

MpeanmHo 32

COBCTBEHM HYKAM oTpacbia

nO-CKOpO Ma/TbK 3a

YaCTUYHO TIO3HABAT CBOUTE KIIMEHTH, HE3aBUCH-
MO J1aJ1 KJIMEHTUTE ca UHIUBUYaJTHU WU OU3-
Hec KiaueHTU. ChIIo Taka, BCHUYKU TPYNH MPo-
JlaBauy 03HaBaT YaCTUYHO CBOUTE OM3HEC KJIU-
entH (okoio u mox 10%, ¢ U3KII0UYeHUe Ha ToJe-
MUTE MIPOAABaYH, KbJETO TO3U A € 50%). 13-
BOJIUTE, KOUTO HAIllpaBUXME B TOpHUs ad3all, ca
BU3yaJIM3UpaHU Ha QUT. 4.

IIpooasauume na (azpo)exocucmemnume
ycayau cmpemam u ce 0a cv30a6am
mpaiinu 8pv3KuU ¢ Kaiuenmume?
Cougecmeysam nu paznuyus mexcoy B2B

u B2C npooasauu?

HaGmrofgaBar ce ompeneneHu pa3iuyus Io
OTHOILICHHE Ha CTETICHTa Ha MO3HaBaHE Ha KIIU-
EHTUTE MEX]y JOCTAaBYHIIUTE Ha (arpo)eKoCH-
CTEeMHHU yCIYTH 3a OW3Heca W 3a MHIUBHIyall-
HuTe KiueHTu. Okono 33% oT JocTaBUMLIMTE HA
(arpo)ekocucCTeMHH yCIyTH 3a OM3HECa 3asBsBAT,
4e ce CTPEMST J1a YCTAaHOBSIBAT TPAHU BPB3KH C
KJIIMEHTUTE U J1a U3y4aBaT TEXHUTE MPEAroyu-
TaHus. 3a cpaBHeHUE — 57% OT NOCTaBUUIIUTE
Ha (arpo)eKoCHCTEMHH yCIYyTHU 3a UHAUBUAYaJ-

Cbc cpenHu
pasmepu 3a
oTpacbna

fonam 3a OoTpacbia

u CTpeMH Ce fa yCTaHOBABam TpaVIHVI BPB3KU C KIMEHTUTE U Oa N3y4YaBaM TEXHUTE

npeanovynTaHuAa

M Mo3HaBam HAKOM BU3HeC n Kpal;'lHM MHAMBUAYANHUN KNTUEHTU

B [03HaBaM HAKOM 1 CaMOo BU3HEC KNUEHTH

B He no3HaBam HUKOM

@ur. 4. CrerneH Ha MO3HABaHE Ha KIIMEHTHUTE CIIOPE pa3Mepa Ha IpojiaBada
Fig. 4. Degree of relation with the customers according to the size of the seller

Wsmounux: Cobcmeenu uzuucienus Ha 6asa na npoeedeﬂo AHKemHO npoy4deane.

Source: Own calculations based on a survey.
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HU KJIMEHTH 3asBsiBaT cbiioTo. Okosio 40% ot
JOCTaBUUIIUTE HA (AarPO)EKOCUCTEMHH YCIYTH 3a
Ou3Heca MO3HABAT HAKOW OM3HEC W KpailHU WH-
nuBHayanHU kiueHTtu. OT apyra cTpaHa, 10C-
TaBYUIIUTE Ha (Arpo)eKOCUCTEMHM YCIYTH 3a
WHJIMBUIYaJIHU KJIMEHTHU 3asBsiBaT okoyo 34%
MO3HABaHE Ha HAKOM OM3HECU W KpallHU WHIU-
BUJIyaJTHU KJIMEHTH. JIOTHYHO, MO3HABaHETO Ha
HSIKOW camMo OW3HEC KJIMEHTH MPHU JTOCTaBUHIIH-
T€ Ha (arpo)eKOCUCTEMHH yCIYTH 32 NUHIUBUIY-
aJTHY KJIMEHTH € HUCHK MPOLEHT — camMo 6%, Tipu
25% Ha [OCTaBYUIIUTE Ha (arpo)eKOCUCTEMHHU
yciyru 3a 6usHeca. [IpencrtaBeHnuTe 3aBHCHMO-
CTH Ca BU3yaJiu3upaHu Ha Qur. 5 u ¢ur. 6.

OT HampaBeHWUTE KOJIMYECTBCHH aHAJIH3H,
Ha 0a3a Ha MPOBEICHOTO AHKETHO IMPOYYBaHE,
MOXe J1a ce 0000111, Ye TOCTaBYUITUTE Ha (arpo)
€KOCHCTEMHHU YCITYTH KakTo 3a OW3Heca, Taka u
3a MHIUBUYATHU KJIMEHTH, UMaT OMPEICIICHO
pazOmpaHe 3a MOHATHETO KIUEHTCKAa CTOMHOCT
U ToJiaraT HeOOXOAMMHTE YCHIIUS 32 OTMO3HaBa-
HE Ha KJIMEHTUTE ci. MHOTO Majka 4acT OT Mpo-
W3BOAUTENNTE, OKOJIO 3%, HE CE MHTEPECYBaT U
HE Mo3HaBaT KJIueHTUuTe cu. OT MpeaCcTaBeHNUTE
KOJIMYECTBEHU M3UUCIICHHS MOXKE J1a CE HAIIPaBH
M3BO]I, Y€ MTO3HABAHETO HA MPEANOYUTAHUSITA HA

KJIAEHTUTE MOXKe Ja J00aBU CTOMHOCT, 0coOe-
HO KOraToO TOBOPUM 32 UHJIMBUYaJIHU KJIUEHTH.
JleTaliTHOTO MO3HABAaHE HA KJIMEHTCKUTE MpPE.-
MOYUTAHHS € T0-CIIab0 3aCTHIICHO MPH JOCTAB-
YUIUTE Ha (AarpO)eKOCUCTEMHH YCIyTH 3a Ou3-
Heca, HO U MU TAX KaTo I5UI0 MMO3HABAHETO Ha
KJIUEHTA € OT ChUIECTBEHO 3HAUCHHE.

[To oTHOIIEHNE HA U3TPAKITAHETO HA TPANHH
BPB3KH C KJIMEHTUTE MOXKE JIa Ce Kaxke, 4e Mmpo-
JABAYMTE HE CE Pa3InyuaBaT ChilecTBEHO. QKOO
MOJIOBUHATA OT MPOJABavYUTE OT BCSAKA M3CIE-
BaHa rpyIa, orpeJelsiHa CIpsiMo pa3Mepa cH, ce
CTPEMSIT JIa M3TPaKIAT TPAWHU BPB3KH C KIIUCH-
TUTE CH (ur. 4).

Kakeo e cmoitnocmno/uennocmuo 3a
npooasauume Ha (azpo)ekocucmemHume
yeayeu?

Covuecmeysam nu paznuyus mexncoy B2B

u B2C npooasauu?

[IponaBaunte Ha (arpo)eKOCUCTEMHHUTE YCITy-
M UMaT pa3iudyHd MOTHBH Mpu (HOPMUPAHETO
Ha CTOMHOCTHTE/IICHHOCTHUTE TI0 OTHOIIICHUE Ha
eKocUcTeMaTa, OM3HEC W WHCTHTYIIMOHAJTHATA
cpena, B koato onepupar (pur. 7 u 8). CTpyKTy-
para Ha CTOWHOCTUTE/IIEHHOCTUTE, KOSITO MOKE

B He no3HaBam HUKOWM

M [To3HaBaM HAKOM 1 CaMO
OU3HEC KNINEHTU

M MNo3HaBam HAKoM 6usHec u
KpaWHU MHOMBUAYANHN
KAVEHTH

u CTpeMﬂ ce Aa yCTaHOBABaM
TpaVIHM BPB3KU C KIMEHTUTE U
Aa n3y4yaBam TeXHUTE
npeanoynTaHUA

@ur. 5. CreneH Ha MMO3HaBaHE HA KJIUSHTHUTE OT TPOU3BOIUTEIHNTE C TIPEAMMHO OU3HEC

KJIMCHTHU

Fig. 5. Degree of relation with the customers with mainly business clients
Hzmounux: Cobcmeenu uzuucieHus Ha 6asa na npoee()eHo AHKemHo npoydeane.

Source: Own calculations based on a survey.
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M He no3HaBam HUKoOW

H [lo3HaBaM HAKOM U camo BU3Hec
KANEHTH

M [1o3HaBaM HAKOM BU3HEC U KpalHu
WUHAMBUAYANHN KINEHTH

B CTpems ce fa yCTaHOBABAM TPalHu
BPB3KM C KAWEHTUTE U A3 M3y4yaBam
TEXHUTE MPeAnoYMTaHuUA

®ur. 6. CTeneH Ha MO3HABaHE HA KJIIMEHTUTE OT MPOU3BOAUTEINTE C MPEIUMHO KpaitHU

WHAWBUAYAJIHHU KJIMCHTH

Fig. 6. Degree of relation with the customers with mainly individual clients

Mzmounux: Cobcmeenu uzuucienus Ha 6asza Ha npogedeﬁo AHKEMHO npoyudedane.

Source: Own calculations based on a survey.

Jla TmpeleHuM, koraro cpaBHsiBame B2B u B2C
MpojiaBaul, € OTHOCUTENHO enHakBa. [Iponasa-
gyuTe ce choOpassBart (23%) u (21%) (ChOTBETHO
3a B2B n B2C nponaBaun) cbc cbceAnTE IPOU3-
BOJUTEIHU, IPYTH PUPMU U C U3UCKBAHUATA HA
IBbP)KaBHUTE OPraHM M OpraHu3allid, U periia-
menture Ha EC. 23% ot npogaBaunte (He3aBu-
cumo nanu ca B2B unn B2C) ce cpo0passiBar ¢
KJIIMeHTHTE ci. OTHOCHTEITHO T'OJISIM JISJT OT IPO-
JaBauYUTE Ce ChOOpa3siBaT ChC CHCEIUTE 3eMe-
JEJICKU TPOU3BOAUTENN U (UPMHU, CHOTBETHO
19% u 21%. B 12%, croTBeTHO 15% mpomaBavm-
T€ ce ChOOpa3siBaT KOMIUIEKCHO — C U3UCKBaHU-
sITa KAaKTO Ha KJIMCHTUTE, TaKa M Ha BCHYKH OC-
TaHaJIM 3auHTepecoBaHu cTpaHu. CpaBHUTEIIHO
Majka dact — 11% ot B2B u 8% B2C ne ce cb-
oOpa3siBaT Kak BIUSAT HA (PU3MUECKUTE U IOPH-
JUYECKUTE JINLA B PETMOHA, KAaKTO U Ha OKOJIHA-
Ta cperna.
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Covuecmeysam nu pa3iudus Mexicoy

MaaKu u 201emu npooasgavu?

[lo oTHOIIEHME HA CTOWHOCTUTE/IIEHHOCTHU-
T€, KOUTO C€ M3MOBSIBAT B 3aBUCUMOCT OT I'O-
JeMHUHaTa Ha TpojaBaya, ce HalIroaaBar onpe-
neneHu pasznuuus. Hanpumep crenenra, B Kosi-
TO IPOJIaBaYUTE, YHETO MPOU3BOJCTBO € HACO-
YEHO KBbM 3aJ[0BOJISIBAHE HAa COOCTBEHHTE IIO-
TpeOHOCTH, c€ ChOOpa3saBaT B Hal-HUCKA CTe-
TIeH C OKOJTHATA cperia, On3Heca U MHCTUTY LU~
te. TexuusT asn Bapupa okoino 40%, 3a paznu-
Ka oT npubnusurtento 10% 3a Mankurte u cpel-
HUTE NMPOJaBavyM U JIMICaTa Ha TaKaBa HE3aMH-
TEPECOBAHOCT Npu rojnemure urpauu. llpona-
BauyMTe, HACOYCHU KbM MHIUBUYaTHOTO 3310~
BOJISIBAHE HA TUYHUTE MTOTPEOHOCTH, BCE MAK CE
CbhOOpa3siBaT CbC ChCEAHUTE CTOMAHCTBA, HOP-
MaTUBHUTE W HWHCTUTYIMOHAIHU pETyJalUU
(okono 30% ot rpymnara). Kakto moxe na ce



Uronomuka u ynpasnenue Ha ceickomo cmonancmeo, 66, 3/2021

H [pofaBaybT He ce cbobpassBa KaKk BAMSAE HA OCTaHanuTe
OU3NYECKM U IOPUAMYECKM ML B PaliOHa, U Ha OKO/HATa cpesa

12% 1§ 11%

B [pogasaybT ce cbobpassBa CbC CbCeAnTe 3eMeesICKMU
NPOU3BOAMUTENIN, U APYTU CbCEAHM GUPMU

M MpogasaybT ce cbobpassBa CbC CbCeanTe NPOU3BOAUTENM, APYTN
OUPMU 1 C U3UCKBAHMATA HA JKUTEIU U NOCETUTENN Ha palioHa

H [poaaBaybT ce cbobpasaBa CbC CbceanUTe NPOU3BOAUTENN, APYTU
GUPMU U C U3UCKBAHMATA HA AbPKABHUTE OPraHu U OpraHU3aLmu,
M pernameHTuTe Ha EC

| I'Ipo,u,aBaqu ce Cb06p83ﬂBa C U3SNCKBAHUATA Ha KNNEHTUTE

M MposaBaybT ce cbobpasnBa C M3NCKBAHUA HA KNNEHTUTE U BCUYKM
OCTaHaNW 3aMHTEPeCOBaHM LA U FPYMK

®ur. 7. OTHOLIEHUE KbM OKOJIHATA, HOPMATHBHA U MHCTUTYIIMOHAHA cpena Ha B2B nponaBaun
Fig. 7. Attitude towards the environment, normative and institutional environment of B2B sellers

Mzmounux: Cobemeenu usuucienus Ha 6a3a Ha nPo8eodeHO aHKemHO NPoyUeaHe.
Source: Own calculations based on a survey.

W [poaaBaybT He ce C'b06p83ﬂBa KaK B/inAe Ha OCTaHa/uTe
d)MSVI"IECKVI n ropugnyeckn nnua B pa17|0Ha, M Ha OKO/IHATa cpeja

H [poAaBaybT ce cbobpasfiBa CbC CbCceamTe 3eMeesCKU
NPOV3BOAUTENU, U APYTU CbCeaHU GUpMU

M MpoaasaybT ce cbobpassaBa CbC CbCeAnTe NPOU3BOAUTENN, APYIN
GVMPMM 1 C U3UCKBAHMATA Ha XKUTEIM U NOCETUTE/IN Ha pailoHa

M [pofaBaybT ce cbobpasaBa CbC CbCeAnUTe NPOU3BOAUTENN, APYTN
dGUPMU U C U3UCKBAHUATA HA AbPIKABHUTE OPraHu U OpraHu3aLmu,
1 pernameHTuTe Ha EC

W MpoaasaybT ce c1>o6pa3ﬂBa C U3NCKBAHUATA HA KNINEHTUTE

M [MpopaBaybT ce C'b06pa3ﬂBa C USUCKBAHWUA Ha KNIUEHTUTE U BCUYKU
OCTaHa/IU 3aUHTEPEeCOBaHU InLla 1 rpynu

@ur. 8. OTHOIIEHNE KBM OKOJIHATa, HOPMAaTHBHA M HHCTUTYLIMOHAIHA cpefa Ha B2C npoxasaun
Fig. 8. Attitude towards the environment, normative and institutional environment of B2C sellers

Mzmounux: Cobemeenu uzuucienus Ha 6a3a Ha nPO8eodeHO aHKemHO NPoyUEaHe.
Source: Own calculations based on a survey.
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OYaKBa, CPABHUTEIIHO HUCHK MPOLEHT € Haco-
YeH KbM ChOOpa3sIBAHETO C KIMEHTCKUTE HYX-
1 (oxono 20%). MankuTte u cpeiHH 3a OTpach-
Ja TpoJaBayu ce choOpa3sBaT ¢ KIUCHTHTE B
3HAYUTEITHO Mo-rojsiMa creneH (35% — 45% cb-
OTBETHO 32 CPEJHUTE M MAJKHUTE MPOJaBayn).
3HAaUUTETHO MO-TOJIsIMA YacT OT TSAX ce ChoOpa-
3BaT ChC CHCEJAHHUTE MPOU3BOIUTENH, APYTH
bupMH, TBPKaBHUA M MHCTUTYIIUOHATHH U3UC-
kBaHUs (CbOTBETHO Ok0JO 50% u 40%). Cpo-
Opa3siBaHETO C KJIMEHTCKUTE MPEATNOYUTAHUS €

100%
90%
80%
70%
60%
50%
40%
30%
20%
10%

0%
MpegumHo 3a
COOCTBEHM HYXKAM

Mo-CKOpPO MasTbK 3a
oTpacbaa

Hal-CUJTHO 32 TOJIEMUTE MPOAABAYM B OTPACH-
na. [Ipu TX T€31 KaTeropuu ca 3asiBeHH oT 2/3
OT YYacCTHUILIUTE.

6. Ilpensioxkenusi 3a 100po ynpasJjieHue
HA KJUEHTCKA CTOMHOCT Ha (arpo)
€KOCHCTEMHHTE yCJIYTH

Hammre npeanoxeHus 3a 100bp MEHHK-
MBHT Ha (arpo)eKocucTeMHaTa KJIMEHTCKa CTOM-
HOCT Ca CJICJIHUTE:

CbC cpegHu pasmepu
3a oTpacbia

[onam 3a oTpacwvia

M [1po4aBaybT Cb3AaBa MHAMBUAYANN3MPAH NPOAYKT 3@ BCEKU KMEHT, CbobpasaBaliku ce CbC 3aMHTEPECOoBaHM

nvua

W [TpoaasaybT ce c1306pa3ﬂBa C USNCKBAHUA Ha K/IMEHTUTE U BCUYKUN OCTaHA/IN 3aUHTEPECOBAHU NULLA U TPpynn

W [lpoaasaybT ce c1306pa3ﬂBa C UBNCKBAHUATA Ha KIMEHTUTE

M [pofaBaybT ce CbobpPassnBa CbC CbCceamTe NPOU3BOAUTENN, APYTU GUPMU U C UBUCKBAHMATA HA AbPIKABHUTE

OpraHu 1 opraHu3aumm n pernameHTute Ha EC

M MpofaBaybT ce CbobPasznBa CbC CbCeauTe NPOU3BOAUTENN, APYTY GUPMU U C U3UCKBAHUATA HA XKUTENU U

noceTuTenn Ha paVlOHa

H [pofaBaybT ce CbobPasznBa CbC CbCeauTe 3eMeLe/ICKU NPOU3BOAUTENN U APYTU CbCceiHU GUpMU

W [IpoaaBaybT He ce C'bO6pa3F|Ba KaK B/1A€ Ha OCTaHaute ¢M3VI‘4€CKM nrpunanyeckm nmua B paﬁOHa 1 Ha

OKOJIHaTa cpeaa

®ur. 9. CreneH Ha Mo3HaBaHe Ha KJIMEHTHUTE OT TIPOU3BOUTENNTE C MIPEAUMHO KpaitHu

WHAWBUAYAJIHHU KJIMCHTH

Fig. 9. Degree of relation with the customers with mainly individual clients
Mzmounux: Cobcmeenu uzuucienus Ha 6aza Ha npoee()eno AHKEeMHO npoyudedane.

Source: Own calculations based on a survey.
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6.1. BbBeskaaHe Ha cOLHAJTHA
MapKeTHHI—MEHH/KMBHT KOHLeNHA
(Societal Marketing-Management Concept)
Criopen Ta3u KOHIIEMIUS U OpraHM3allHOH-
Ha (unocodus opranuzanusaTa 61 TpaOBaio ga
orpeneNsl HyXKIUTe, JKeIaHUATa U HHTEPECUTE
Ha KJIMEHTUTE, JOCTABAWKH TBPCEHaTa OT TAX
(arpo)ekocucTeMHA KJIMEHTCKA CTOMHOCT 10 T10-
edeKTHBEH U TI0-e(hpUKaCeH, B CpPaBHEHUE C KOH-
KYpPEHTHUTE U, HAYMH, KOWTO Ja NOAIbpKa U/UIH
no100psiBa 6JIaroChCTOSTHUETO KAKTO HA KIIMEH-
Ta, Taka u Ha obmHoctTa (Rizova, 2017). Ta3u
KOHIICNIUSI € aJeKBaTHa M 0COOEHO MOAXOAS-
ma B Hactosmara cutyarnus (/[umora, 20180),
TBH KaTo TS B3eMa I0J] BHUMaHHE €KOJIOTUYHH-
Te MpoOJIeMH, HEIOCTUTAa HAa PecypcH, riioda-
HaTa HECHUTYPHOCT U TYpOYJEHTHOCT, KaKTO H
MpeHeOperBaHuTe COLUATTHU YCIyTH. Ta3u KoH-
LENIHs THPCU OTTOBOPA Ha BBIIPOCH, KaTO TO3H
JaJId OpraHu3alUsITa, KOATO U3y4yaBa, 00CITyX-
Ba U 33JI0BOJISIBA MHIUBHUIYaJHUTE KIHMEHTCKH
HYKJIU U KEJIaHUs, BUHATH MIPAaBU B IBJITOCPO-
YeH IJIaH Hali-T00pOTO KaKTO 32 CBOMTE KIIMEH-
TH, Taka U 3a obmHocTTa. ClieoBaTenHo TA ce
CTpEMH Jla MEHa)KMPa PHCKA U JIa TIPEIOTBPATSI-
Ba KOH(JIMKTH MEX 1y KPATKOCPOYHUTE KIIUCHT-
CKH KeJIaHUS U OTPEOHOCTH U TAXHOTO ABJITO-
cpouno Omnarocwkctosinue (Trade-Off na (arpo)
€KOCHUCTEMHATa KJIMEHTCKa CTOMHOCT).

6.2. [IpeBpblIaHe HA OPraHU3alNUUTE B
KJIMEHTCKHU U CTEHKXOJIABP HEeHTPUPAHH
4ypes:

6.2.1 BbBe:k/1aHe HA COLMAJIHO OTTOBOPEH
CRM. 3a aa ycnesiT uiiu mpocTo Jia OIeTesiT, Op-
TaHU3AIMHUTE Ce HYX AT OT HACOYECHOCT U (o-
KYCHPaHOCT KbM U BBPXY KJIMEHTA, T.€. Ja IIpe-
JOCTaBST TPEBB3XO/HA KIUEHTCKA CTOMHOCT.
HeobxonuMo e na ctaHat ocoOeHO Mpelu3HU
B M3rpaxJ1aHCTO Ha BPB3KU C KIIMCHTUTC, 4 HC
camo B Ch3/[aBaHETO Ha MpoAyKTu. Heobxomumo
€ MpuI00MBaHEe HA YMEHHUS U B N1A3apHOTO (KJIU-
€HTCKO) MHKEHEPCTBO, a HE CaMO B ITPOAYKTOBO-
TO MHXXEHEepPCTBO. KIIMEHTCKOTO MH>KEHEPCTBO,
MPEBBPHATO B JIBJITOCPOYHA BPB3Ka, H3pa3siBa-
I1a €€ B IapTHBOPCTBO MCXKAY ITPpOAaBad U KJIH-
€HT, € BAXKHO 32 Ch3/IaBaHE U JIOCTABSIHE Ha Tpe-
BB3XO/IHA KJIMEHTCKa cToiHOocT. Korato mapt-

HBOPCTBOTO IPEpacHe 10 ©CTECTBCH HAYWH B
CHBMECTHO TBOPUYECTBO HA MPOMYKTH, BKIIFOUH-
TeJHO U Ha (arpo)exocuctemun (Cocreation), To-
raBa KJIMEHTHTE MOraT caMH Jia y4acTBarT B WH-
JTUBUAYATU3UPAHETO HA MPOAYKTUTE IO CBOS
Mmspka (Tailor-Made-Products). Taka nonsute ce
TeHEepHUpaT KaKTO 3a JBETC CTPAHH Ha TPaH3aK-
[MOHHATA BPB3Ka, TaKa U 32 OCTAHAJIUTE HEMHH
creiikxonaepu (Win-Win-Situation).

6.2.2. BbBe:k/1aHe U NMOCJIeJ0BATEIHO TIPH-
JlaraHe HA OPUEHTHPAH KbM YCTOHYMBA KJIM-
enTckaneHHocT CRM (Sustainable-Customer-
Value-Oriented CRM) Ha (arpo)ekocucrem-
HHUTE YCJIYTH

Criopen Hac € He0OXOAMMO B HAYAIOTO J1a Ja-
JIeM HaIlara paboTHa NeGUHUIIAS 3a TOHSATHE-
TO OPUCHTHUPAH KbM YCTOWYNBA KJIMCHTCKA IICH-
Hoct CRM, K0o€eTo € caeaHoTO:

OpHeHTUPAHUAT KbM YCTOWYHBA KJIH-
eHTcka neHHocT CRM Ha (arpo)exocucrem-
HHUTE YCJYIW TPEICTaBJIsABA ISUIOCTHA, KITH-
SHTCKH OpHeHTHpaHa (uiocodus u KyiaTypa
Ha OpraHu3alusiTa, BBPXY KOSITO C€ M3Tpaxia
HeliHaTa cTpaTerus (KopropaTuBHa U OM3HEC).
Tasu punocodus, Kyntypa u cTpaTerus uma 3a
LeJ1 KAKTO YCHOU4UUE0 04 ROGUWU CIOIHOCH-
ma u ycnexa Ha Op2aHU3AUUAMA, TaKa W Ja
oonpunece 3a ycmouuueo pazsumue é cepa-
ma na (azpo)ekocucmemnume ycayeu. YCTOU-
YUBOTO IMOBHIIIABaHE HAa CTOMHOCTTA U ycrexa
Ce MOCTHUTa Ype3 ABJITOCPOYHO ONTHMHU3UPAHE
Ha BPB3KaTa KaKTO C KJIUCHTHUTE, KaTO KIIFOUO-
BU CTEUKXOIJIEPH, TaKa M C BCHYKU OCTAHAIH
CTEHKXOMepH, Upe3 UHTErPUpPaHa CHbBKYITHOCT
OT OHM3HeC Mpolecu 3a HuaAeHTUdUINpane, Moj-
TOTBSIHE, TPUI00MBAHE, pa3BUTHE, aKTHBU3HPaA-
HE Y 3ala3BaHe Ha KJIMEHTUTE HAa OpraHu3allu-
STa, KAKTO M 4pe3 Ch3/IaBaHe U MPEIOCTaBSHE
Ha JOIBJHHUTEIHA IM0i3a (CTOHHOCT/IIEHHOCT)
Ha Te3U KJIMEHTHU U OCTaHAIUTE CTEUKXONIEPH,
Y TPEBPBINAHETO UM B JIOSUTHH KBbM OpraHH3a-
nuATa U KbM (uitocodusTa 3a yCTOHUIHMBO pas-
putue. OcHoBHH KoMmIioHeHTH Ha CRM, ocBeH
ropernocoueHuTe Quiaocodus, KyaTypa, cTpa-
TErusi ¥ Mpolecu B OpraHU3alusTa, ca ChIIO
Taka WHPOPMAITMOHHUTE W KOMYHHKAIMOHHH
TEXHOJIOTMH, MHINBUIYyATHOTO TO3HABaHE HA
KJIMEHTA U HETOBOTO KJITMEHTCKO MOBEJCHUE, OT
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€lHa CTpaHa, ¥ Ha OCTAaHAJUTE CTEHKXOIIepU
U TAXHOTO MOBEJIEHUE, CBbP3aHO C YCTOMYMBO-
TO pa3BUTHE.

KitrouoBo 3HaueHue 3a ycrexa Ha OpUeHTHpa-
HUS KbM YCTONYMBA KJIMEHTCKa ieHHocT CRM
Ha (arpo)eKOCUCTEMHHUTE YCIYT'M UMa HETOBOTO
peNeBaHTHO U aJIeKBAaTHO KOMYHHUKHPAHE.

['opernocouenara neuHULIMS W pasriieraHa-
Ta OT HaIllUs €KUIl Mo-rope, B pasaen 2.1., Teo-
pus 3a KJIMEHTCKaTa CTOMHOCT HAa CTEUKXOJIIb-
pHTe, KAKTO U MPAKTUKaTa B MHOTO CTPaHH, I0-
Ka3Bar sICHO, Y€ aKyMYyJIMPAHETO Ha KIMEHTCKa
CTOMHOCT, M300I110, U MpHU (arpo)eKOCUCTEMHH-
T€ YCIyTH, B YaCTHOCT, C€ peajiu3upa npu cbo-
JFOJTABAHETO HAa MHTEPECUTE Ha BCUYKU CTEUK-
XOJIJIEpY HAa OpraHu3aluATa — KaKTO BBTPEIl-
HUTE (OOOCHOBAaHU U IIMPOKO aHAIM3UPAHU OT
Shareholder-Value Theory), Taka W BBHITHUTE
3a opranuzanusrta. ToBa ¢ Ipyru AyMH O3Haya-
Ba, Y€ Ca HEOOXOMUMH 3HAYMTEIHU U WHIUBHU-
Iyalu3upaHo HACOYEHU ICUCTBUS, MEPOIPUSs-
THS U aKTUBHOCTHU OT CTpaHa Ha OpraHu3aIusi-
Ta, MpHUJIaraiia u/uiy y4acTpaiia B OpUEeHTHPaH
KbM ycToWuuBa KiMeHTcka neHHocT CRM nHa
(arpo)eKoCUCTEMHUTE YCIIYTH, KOUTO Ja M JAaiaT
BB3MOXKHOCT J]a Ch3/1aJI€ yCElllaHe 3a JOCTOBEP-
HOCT U KOHCHUCTEHTHOCT TPU CTEHKXOIABPHUTE.
ToBa yceriane 3a JOCTOBEPHOCT U KOHCHCTEHT-
HOCT € CBBP3aHO C HEHHHTE TOJUTHKU U CTpa-
TETWH 3a Ch3JaBaHe, TUCTPUOYTUPAHE, 00CITY K-
BaHE MPH U3M0I3BaHE U (PUHATHO PEIUKINPAHE
Ha IPOIYKTH, ChOOPA3EHU C KOHIICTIIUATA 32 YC-
TOMYMBOTO pa3BUTHE. 3a J]a IOCTUTHAT TOBA, OP-
TaHU3alMUTE ca W3MPABEHH Ipe]| TpeIn3BrKa-
TEJICTBOTO JIa pa3palboTAT PeleBaHTHHU U aJCK-
BaTHU BBTPEIIHU M BBHHIIHU CTpaTeruu, u Oa-
3UpaHy Ha TSIX IPOrpamMu U IIAHOBE 32 YCTOM-
yuB CRM. BeTpenHure cTpaTerum ce HacouBat
KbM TIpEMaxBaHE Ha 3aMbPCSABAIIN TPOU3BOJI-
CTBa, MPOLIECH M ONEpanuy, UM 3aMeCTBaHE-
TO MM C HE3aMbPCSBAIIN TAKUBA, pa3paboTBaHe
Ha HaMaJsiBaHE U MPHU BB3MOXKHOCT M3KIIOYBA-
HE Ha U3M0JI3BAHETO HA HEBH30OHOBSIEMH CYpO-
BUHU, KaKTO ¥ TPEIPOCKTHPAHE HA MPOAYKTH,
YHETO IMPOM3BOACTBO HAMaJsiBa ChIbpXKaHHE-
TO HA MaTepHUalu 1 MOTPEOICHUETO HA CHEPT UL
[TonoGen e (hoKyCHT M Ha BHHIITHUTE CTPATETHH,
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KOHMTO Ca CBbP3aHU BBB BCUUKHU MPOIIECH U JPY-
T'U JIGMHOCTHU OT KU3HEHUS ITUKBJ HA MPOTYKTA
(mucTpuOyIusi, eKcruioatranus, KOHCYyMalus W
PELMKINpPaHe), KOUTO MOTYEePTaBaT AbITOCPOU-
HaTa yCTOMYMBOCT.

Upes Te3u cTpaTeruu OpraHu3alunTe, OpucH-
THpaHu KbpM npuiiarane Ha CRM, opuentupan
KbM yCTOWUYMBA KIMEHTCKA [IEHHOCT, OMXa MOT-
JIM J]a Ch3AaaT OOIIHOCT OT ,,yCTOWYUBO OPHEH-
TUpaHU KJIHEeHTH . B Ta3u 00ITHOCT TO3H BUI Op-
raHu3aluyu OMxa MOTJIU Jla aHTAXXUpaT U ce aH-
rakupar ¢ yCTOWYMBO OPUEHTUPAHUTE KIIUEHTH
Mpe3 USUIOCTHUSL UM KITMEHTCKH KU3HEH LIUKBJL.
OOmHOCTTA OT ,,yCTOMYHBO OPUEHTUPAHU KITHU-
EHTH", KAKTO ¥ BCEKH €IUH YJIeH Ha Ta3Hu OOIl-
HOCT, Ouxa MO (MHAUBHAYATHO W/WUIU CHB-
MECTHO U C OpraHU3alMUTE, OPUCHTHUPAHU KbM
npuiarane CRM) na ce npeBbpHaT B IMAEPU HA
MHEHHE, KOUTO Ja (JOpMUPAT KITUSHTCKA KYJITY-
pa, HacoyeHa KbM ThPCEHE Ha yCTOWYMBA KJIU-
€HTCKa IIEHHOCT. ToBa € Taka, 3all0TO HAYHMHBT
Ha MHCJICHE U JICHCTBHE HHE HICHTUPHIIIPAXME
KAaTO OCHOBEH I'PaJMBEH €JIEMEHT Ha KJIMEHTCKa-
Ta CTOMHOCT.

6.2.3. BbBe:kaaHe Ha CTEHKXOJABP Me-
HU/KMBHT

B ropenocouenara Bpb3Ka € 0T 0cOOEHO 3Ha-
YEeHHE BBBEKIAHETO HA CTEUKXOJIbP MEHU]IK-
MBHTA KaTO HHCTPYMEHTApUYM 3a OalaHCUpaHe
U YJOBJIETBOpSBaHE Ha MHTEPECUTE Ha CTEHK-
XOJIBPUTE Ha (arpo)eKOCUCTEMHUTE YCIIYTH.
OpHeHTUpaHUST KbM YCTOWYMBA KJIMEHTCKA
LEHHOCT KJIMEHT BCE MOBEYE W MOBEYE BIIM3A U
Urpae pasiuyHu POJid, KOUTO OCBEH Ha ,,00HK-
HOBEH KJIMEHT™ ca U Ha:

» ['pakJaHWH Ha JAbpKaBa W/WIM HA CBETa,
KOMTO € IBJITOCPOYHO 3arpUKeH CTEHKXOJIIBP
3a OBJCIICTO HA TUTAHETATa U CBETA,;

» Ponurer;

» UiteH Ha OONTHOCT (HAIpUMEpP: CEMEHCTRO,
MEXIYChCEICKa Tpymna, XaOuTaT, KMETCTBO,
KJIy0, HACEJIEHO MSICTO, O0JIACT IBPKABA);

» CiyxuTer,

» [Ipeanpuemay.

Beuuku Te3u yCTOMYMBH KIIUEHTCKH POJIU
€ HEeOOXOAMMO J1a C€ MEHAKHMPAT M TOOIIPSBAT
Ype3 CTEUKXOIbP MEHUKMBHTA.
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3ak/oueHue

OcBeTsiBalik¥ IOAPOOHO U 32 TBJIO0UYCHO TI0-
HATUCTO KJIMUCHTCKA CTOI>'IHOCT, CTUTHaxXMeE 10
M3BOJIa, Y€ KIMEHTCKAaTa CTOMHOCT € BbB (POKY-
ca Ha MHOTO U pa3HOOOpa3HU TEOPHH, KOUTO
YaCTUYHO MPHUITIOKPUBAT CBOW HJICH W/WIIH eJle-
MEHTHU C TPEIXOJHHUTE, IPH KOETO BCAKA CIIE/-
Ballla JON'bJIBA M YCHBBPIUCHCTBA IIPEIXOIHHU-
Te. Haii-3HauuTeneH nHTepec KbM KIHEHTCKaTa
CTOMHOCT UACHTU(DUIIPAXME OT CTpaHa Ha UKO-
HOMHUYCCKUTC TCOPHH, a OT TAX HA MapKETUHTA,
MCHUJPKMBHTA U CPOAHUTEC HA TAX JUCHHILIN-
HU, KBJIETO KIIMEHTCKAaTa CTOWHOCT C€ MPOsIBSIBA
KaTo TAXHO SAPO.

CriiecTBYBa MHOT00Opa3ue OT JePUHUIINH,
HO HE CHIIECTBYBa KOHCEHCYC 3a €IMHHA B 00-
IIOTIpHeTa TaKaBa, Thi KaTO T€ OMPENeNAT MOo-
HITHETO KJIMEHTCKA CTOMHOCT IIO-TSACHO MU I10-
IIUPOKO, BKJIIOUYBAMKHU pa3nuuHu (HOKyCH, eme-
MEHTH U BPB3KU MEXIy TAX. Bcuuko ToBa mo-
Ka3Ba CJIOKHOCTTa M KOMIUIEKCHOCTTa Ha TOBA
IOHATHUC, KOCTO 3aTpyAHsABa HCTOBOTO TOYHO
KBaHTU(UIIPAHE U ONIepaIlIOHATH3HPAHE.

W3cnenBaHeTo mokasBa HEOOXOJUMOCTTA OT
BBBEXKJIAHE U MpUJIaraHe Ha XOIUCTHYEH U WH-
TEPAUCHUITTIMHAPCH IMMOAXO0/ ITPHU OCBETIIAABAHETO
Ha KJIMEHTCKaTa CTOMHOCT Ha (arpo)eKoCHUCTEM-
HUTC YCIIYTH.

N3cnenBaneTo Ha KIMEHTCKAaTa CTOWHOCT Ha
(arpo)eKoCUCTEeMHHTE YCIIYTH MOKa3Ba, 4e KJIu-
SHTHTE BCE MOBEYE W TOBEYE BIIM3AT B Pa3JINy-
HU POJIM, KOUTO OMXa MOTJIU J1a C€ yIpaBisiBaT
4ype3 BBBEXKJAHE HA COIMATHA MapKEeTHHT-Me-
HUJDKMBHT KOHIICTIIIMS U TPEBPBIIAHE HAa Opra-
HU3ALMHUTE B KJIMEHTCKH U CTEHKXOJIbP LICH-
TPUPAHH.

(Arpo)eKoKJIMeHTCKaTa CTOMHOCT IpeacTa-
BJISIBA HAUMH HA >KMBOT M KYJITypa. 3aToBa €
0COOCHO Ba)KHO CH3/1ATEIUTE U AUCTPUOYTOPH-
T€ Ha Ta3W CTOMHOCT Jia MPOIbJIKaBaT MO-3a/1bJI-
00YEHO /1a KyJATHUBUPAT ,,3€JIeHa/CK0" KyITypa 1
HA4YMH Ha )XUBOT.
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