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27-a EJKETOTHAA HAYUYHAS KOH®EPEHIINA
MEXIYHAPOITHOMU I'PYIIIIHI HCCJIETOBATEJEN
B OBJIACTH MAPKETHHTA U 3AKYIIOK

HA IMIPOMBINIJIEHHBIX PBIHKAX

C 28 asrycra nmo 3 centabpa 2011 r. B I'masro
(Benukobpuranus) Ha 6ase IMIOTIaHACKOTO YHU-
Bepcutera Crparkiaiis (The University of Strath-
clyde) npourna 27-a Exxerognas HayJyHas KOH-
depeHIIUA MeKIYHAPOLHONU I'PYNIBI MCCJIENO0-
BaTeJsiell B 00J1aCTH MapKeTWHTa U 3aKyIOK Ha
mpombiLIeHHBIX peiakax IMP Group (Industri-
al Marketing and Purchasing Group). IMP
Group — 3TO mpodeccuoHaAJIbLHOE COODIIECTBO
TEOPETUKOB U HCcJiefoBaTeseil B chepe B2B-
MapKeTHHTa ¥ MapKeTUHTa B3aNMOOTHOIIEHNH.
Koupepennus IMP sBiaseTcsa ogHOI U3 caMbIX
MIpeICTaBUTEJIbHBIX IJIONA0K, Ha KOTOPO 10-
KJIQBIBAIOT PE3YJIBTAThI CBOUX MCCJIEIOBAHUIMA,
00MEHUBAIOTCA OIIBITOM 1 HOBBIMU UAEAMY IIPO-
deccroHaTBl MapKEeTUHTA ¥ MOJOABIE VUEHBIE
U3 BBICIINX y4eOHBIX 3aBeeHUIl BCEro Mupa.
Ha xoudepeHIY BRICTYIUIN C JOKJIAJaAMU KUC-
cjeJoBaTes v U3 YHUBEPCUTETOB Bennkobpura-
Huu, l'epmannu, @pannuu, CIITA, ABcTpanuu,
Poccunm u gpyrux crpan. Ilogasasaroiiee 60Jb-
IIMHCTBO YYACTHUKOB IIPHUEXajyd U3 eBPOIei-
CKUX YHUBEPCUTETOB.

OT60p YUYaCTHUKOB HA KOH(MEPEHINIO HAUYU-
HaeTCs 3a CEMb MeCAIEB [0 ee HAUajaa U IIPo-
XOOUT B TPU dTAlla: IPEeJOCTABJIEHNE TE3WCOB,
PasBepPHYTOTO NOKJIana, J0PabOTAHHOI'O IOJIHO-
ro JokrJajga. [[BoiiHOe cjemnoe peleH3upoBaHue
3adBOK O0eclleunMBaeT BeCbMa BBICOKUII ypO-
BEeHb yYacTHUKOB. IIporpamMma KoHMepeHIUU
co Bcell mH(pOpPMAaILKell 0 CeKIUAX U AOKJIagax
moctymHa Ha caire http:/www.imp2011.org.
ITosrHOTEKCTOBBIE BEPCUU JOKJIALOB 9TOTO TOfa 1

IIPOIILJIBIX JIET HAXOATCA B CBOOOILHOM [OCTYIIE
Ha catite IMP http:/www.impgroup.org/.

OTKPBLT KOH(pEPeHINIO JOKTOPAHTCKUHA KOH-
COPILIYM, ITPOBeIeHYEe KOTOPOI'O SIBJISETCS BECh-
Ma pacIpOCTPaHEHHOUN NMPaKTUKOU KPYIIHBIX
MeKIYyHapOLHBIX KOHMepeHInii. [laHHBIN dop-
MAaT MPEeIIoJaraeT IpeACcTaBJIeHUE MOJIOILIMU
YUeHBIMU IIPOMEKYTOUHBIX PE3yJIbTaTOB pPabo-
THI HAJ AUCCEPTAIMOHHBIMYU MCCJIEIOBAHUIMU.
YcnoBueM mOJIyueHUsA MaKCUMAaJIBHOM MOJIb3bI
OT STOTO MEPOUPUATUA SABJIAETCA TIIATEIbHAA
mpopaboTKa peKOMeHIAIuil, MOJYYeHHBIX OT
pereusenToB. Cama paboTa IIpoxXoaujia B MUHU-
TPyNIIaX, COCTOSABIINX U3 TPEeX aCIUPAHTOB U
IByxX mpodeccopoB. Ha obGcy:kaeHMe KasKIOTO
HCCJIEJOBAHUA OTBOAMJICSA ONWH Yac, IpUUEM
BC€ YUYACTHUKU OJIKHBI OBIIN O3HAKOMUTBCS
c paboramu 3apanee. [[Ba AHSA MPOAYKTUBHOMN
paboThl Ha CEKUIUAX IMO3BOJIMJIN MOJIOABIM yue-
HBIM IIPEJCTABUTL CBOW UJIEU, IIOJYUUTHb PEKO-
MEHJAINM OT IIPO(ecCOPOB M MOJIOLBIX KOJI-
Jier, a Tak:Ke c(POpMyJMPOBATL HOBBLIE UEW,
KOTOpPBIE BCeTIa BO3HUKAIOT B IIPOIlecce JKUBOTO
o0IIe .

O6pasoBaTenbHAas IporpaMMa KOH(MEePeHITNHT
BRJIIOUAJIa TPU JieKIuu. [IepBy0 BBOAHYIO JIE€K-
nuio — «An IMP Story» — mpouuranm ocHo-
Batenu rpyunsl IMP /1. @opd (David Ford) u
X. Xoxrancon (Hakan Hakkansson), usno:xus
OT IIEePBOTrO JIHIla MCTOPUIO CO3NAHUA W pas-
BUTUA TI'Pynnbl. Eine ogHa TpaguIiMoHHAsA, HO
He TepAmlas aKTyaJbHOCTU JIEKIIUSI O TOM,
KaK YCIEIIHO IKCAaTh HAyJYHBbIe CTATbU, ObLIA
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npexncrasiaena I1. Jlallnaxa (Peter Laplaca)
TJIaBHBIM penaKTopoM :KypHaaa Industrial
Marketing Management. OH TOTUEPKHYJI, YTO
KaKIBIN YUYAaCTHUK KOH(pEepeHIIUU UMeeT IaHC
OIyOJIMKOBATH CBOI JOKJIAM B JAHHOM JKypHAa-
Jie B CIeIMaJbHOM BBIIIYCKE C JIYUIIUMU J0-
KaagaMu KoHdepeHiuu. Haubosee moJsie3Homn
IS acIMPAHTOB, II0 0O0IlleMy MHEHUIO, cTaja
JeKIusa mpodeccopa BupMuHTEeMCKOTO YHUBED-
curera II. Tépuobyana (Peter Turnbull) «Kax
YIOPAaBIATH BAIIUM HAyYHBIM PYKOBOIUTEIEM »
(«Managing your supervisor»). II. Tepubyn
pacckasaJ o TOM, KaK MOKHO Hauboee apdex-
TUBHO OPTraHW30BaTh B3aMMOJeHCTBUE C HAyU-
HBIM PYKOBOJUTEJIEM, O IIPaBaX U 00A3aHHOCTIAX
acrupaHTa U PYKOBOIUTEJI.

3a Tpu AHSA UHTEHCUBHOM pPabOThl OCHOBHOM
KoHpepeHIMU ObLTO0 mpoBefeHo 10 OCHOBHBIX
u 13 cmenmuasbHBIX CEKIIWI, 3acaylIaHo 0ojee
200 moknamos. [lokaambl comepKaam pesyabTa-
ThI KaK KOJIMYECTBEHHBIX, TAK U KaUeCTBEHHBIX
uccJiefoBaHUM. Belau mpeacTaBIeHBI U JOKJIA-
OBl TEOPETUUYEeCKOTro ILIaHa, C IIpe3eHTaluen
KOHIIEIIIINA 1 MOJeJe.

OpmHa 13 caMbIX MHTEPECHBIX CEKITNIT KoH(e-
peHInM GbLIa IIOCBAIEHA BOIIPOcaM IpeKpalie-
Hus otHomrenuit (Relationship ending). B pam-
Kax MCCJeNOBaHWM MOCJIeqHE CTaluU COTPY/I-
HUJYeCcTBa (PUPM 00CY:KIAINCH TEOPUU Y MOJEJIH,
KOTODBIE ITO3BOJIAIOT IPOSCHUTH IIOCJIEICTBUS
paspeiBa otHomeHuit. Tak, B. Xasusna (Virpi
Havila, Uppsala University) mpencraBuia sm-
IUPUYECKOe UCCIeOBaHWEe, B KOTOPOM M3yda-
JINCh BOIIPOCHI MeX(PUPMEHHBIX OTHOIIEHUM
ImocJie 3aBepIIeHUs COBMECTHOM peam3aliuu
npoekrTa. Mccaenosarenu us TaiiBansa (National
Cheng Kung University) B cBoem mokiazme pac-
CKasaJyu 0 IPOBeIeHHOM aHaIu3€e BIUIHUS IIpe-
KpallleH’s OTHOLIeHUH ¢ OAHOI KOMIIaHUEeHN Ha
COCTOSIHUE BCeii CeTH.

Ceknusa «ConuaabHasg OTBETCTBEHHOCTL KOM-
maHuU B TOPToBBIX U OusHec-ceTax» (CSR in
purchasing and business networks) 6s11a 10~
CBAIeHa 00CYKIEHUIO MCCIEOBAHN 10 BIUA-
HUIO OPTraHU3aIMOHHBIX B3ANMOOTHOIIEHUI Ha
coxpaHeHUte OKPY:Kalollei cpeabl 1 COUAIbHO-
SKOHOMUYECKOU CTaOMIBHOCTH.

Ha cmenmmasbHON CeKIUM MOLEIHNPOBAHIS
orHomenuit (Modelling relationships) T. Man-
dxcar (Tibor Manjak) ¢ xoameramu (Corvinus

University of Budapest), usnoxuau cBoii moz-
X0 K KCIIOJH30BAHUIO TEOPUU UTP B IIOCTPO-
€HUU MOZeJiell IPUHATUA PEelIeHuil 1 IPOrHo-
3UPOBAaHUU MOBEJIEHNA YUaCTHUKOB ceTu. I1. Ha-
yoe (Peter Naude) ¢ coaBropaMu MccJiefoBaIn
BOIIPOC O BJIUAHUU CTPYKTYPhI OM3HEC-OTHOIIIe-
HUU Ha CTpaTeruio mMpuoOpeTeHUs PecypcoB
(resource acquisition strategy).

Ha cexnun «3ddexTuBHOE yIIPaBIeHNE IIPO-
TayKaMU U JIUAEPCTBO II0 IPOJAXKaM B YCJIOBU-
ax meompemenaenunoctu» (Effective sales ma-
nagement and sales leadership for uncertain
economic times) oGcy:kmanach QYHKIUA TIPO-
IaKU B MeK(PUPMEHHBIX OTHOIIIeHUAX Ha B2B-
PBIHKAX, B YaCTHOCTHU, POJIb MEKJIUUHOCTHBIX
OTHOIIEHU.

Eue ogHa nHTEpPECcHAA CEKIUs ObLIA ITOCB-
1IIeHa BOIIPOCAM OIIeHKU HEIleHOBBIX ITapaMeTPOB
Ipu BBIOOpPE IOCTABIIWKOB, CO3LAIONINX HAU-
BoIcInyiO ITeHHOCTh (Best value procurement).
Ha npumepax u3 pasjaWYHBIX OTpAacJeil ObLIu
PaccMOTPEHBI MHCTPYMEHTHI CO3JJaHUA U OI€HKHU
IIEHHOCTH TOBapa JJid IOTpeduTesei.

AKIIEHT IOKJIAAUNKOB CEKIUU YIIPABJIEHUS
nernoukamu moctaBok (Supply chain manage-
ment) ObLI cesIaH HA CO3TAHUU SKOJOTUUECKU
OTBEeTCTBeHHOT0 Omu3Heca (environmentally re-
sponsible). B ee pamkax ObLIM IIPEICTABJIEHBI
IOKJIAIbl, OTOOpaAKAIOIIE aKTyaJlbHbIE TEOPe-
TUUYEeCKUe U MPaAKTUUYEeCKUe acCIeKThbl PYHKIIHO-
HUPOBAHUS CeTel IOCTABOK: pacIipeneieHue
BJIACTU B II€TIOUKE, YIPaBJIe€HNUE PUCKAMU, O~
Bepue, ONTUMU3ALNUA TPAHCAKIINOHHBIX U3IeP-
JKEK, IIOBBIIIIEHNEe KACTOMU3AI[UU II0CTABOK, CO-
3[jaHUe IIOBBINIEHHON I[eHHOCTU U AP.

OTnenbHasA CEKIUsA ObLIa IMOCBAIIEHA POJIT
B3aMMOOTHOIIEHUN M MeX(OPUPMEHHBIX CeTel
B co3maHuy pagukaibHbIXx mHHOBanuii (Rela-
tionships and networks in radical innovation).
WHTepecHoe mcciaeqoBaHre O POJIU OAHOIO aK-
TOpA IPU CO3LAHNYI TEXHUUYECKUX MHHOBALIUNA 1
HBOJIIOINY MEX(PUPMEHHBIX CeTeH IMpeaCcTaBUI
. Dopd. B sToM mcciieoBaHNY, OCHOBAHHOM Ha
HCTOPUYECKOM aHan3e, ObLIO IIOKA3aHO, KakK
onHa (upMa MOKeT MBMEHHUTDH XOJ DPa3BUTHUA
1eJION OoTpacyu.

Ha cnenuanpHO# ceknuu « MapKeTUHTOBBIE
OusHec-Momeau Ha mpakTuke» (Business mar-
keting models in practice) 6v11 TpexcTaBieH
poccuiickuii fokJjaan u3 HamuoHaabHOTO Hccie-
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JI0BaTeJIbCKOT'0 YHUBepcuTeTa « Boiciias mKoa
sromomuku» (HIY BIIII). ITpodeccop paxyinb-
Tera meHemkMmenta HIY BIIID, 3aB. xadenpoit
crparermueckoro maprerunra O. A. Tpemvak
BBICTYIIIJIA C HOKJIamoM «MapKeTHHIOBbIE (-
dexTsl B 1enouke neHnoctu» (Marketing ef-
fects in a value chain), B KoTropom paccmaTpu-
BaJICh MapKEeTUHTOBbIEe MHCTPYMEHTHI OIeHKU
IVHAMUKYN KJIMEHTCKOTO IMOTOKA WM BO3MOYKHO-
CTU UX UCIIOJH30BAHUSA IJIS OI[EHKU CTOMMOCTH
(PUupMBI.

B pamkax cnenuasbHOW cekinuu «Teopum
u koumenmnuu cereii» (Network theories and
concepts) mposByUas TOKJIAL elne OAHOr'0 Poc-
cuiicKkoro yuacTHuka KoHdepennuu — H. A. Ko-
snechnux (HUIY BIIID, mabGopaTopus CeTeBBIX
¢dopM opraHmsanuu (PaxKyJbTeTa MeHeIKMeH-
Ta), TMOCBSAIIEHHBINA MCCIETOBAHUIO OpraHMU3a-
WY AUCTPUOBIOTOPCKUX CETEN W YIIPaBICHUIO
MU B BUPTYaJbHOM IIPOCTPAHCTBE HA IIPO-
MBINIJIEHHBIX PBIHKAX.

Tak:xe B paMKax KOH(PEPEHIIUN COCTOATIACH
CEeKI[UA, IOCBAIEHHASA BOIPOCAM KOHKYPEHIINN
moTpeduTe el 3a MOCTABITUKOB U IOBBIIIIEHUA
npusjieKkaTesbHOCTH Iokymareaein (Customer
attractiveness, supplier satisfaction and pre-
ferred customer benefits). B noxkmaane B. [xcon-
cona (Wesley Jonson, Georgia University) 651-
JIO IIPEICTABJIEHO KCCJIEJOBAHUE II0 MeTOodaM

cOopa U UCIOJH30BAHUSA UHPOPMAIUY TPU BHI-
0ope KJIHUEeHTOB.

Kpome Toro, ObLIM OPraHW30BaHbBI CEKI[UU
Mo cieAylInuM HampaBaeHusaMm: B2B-mapke-
THHT B CpPeAcTBax MaccoBoil mHGopmaruu (B2B
marketing and social media), mexxdupmenHbIE
B3aMMOOTHOIIIEHUA B cepe yeayr (Service de-
velopment), conmaabHBIA KAITATAI OTHOIIEHU I
(Relationships and social capital), cetu B ma-
JoMm u cpeguem 6usHece (SME networks), mesx-
nyuaponubiit 6usnec (International business),
npombliniieHubrit 6peugunar (Industrial bran-
ding).

B 3aKJIOYUTENBHBIN JeHb, 110 TPALUIUH,
OBL7I0 00'BABIEHO MECTO IIPOBEIEHUSA CJIEIYIOIIEH
KoH(pepeunuu. B 2012 r. BcTpeua mpoiizer B
Pume. OpranusaTopoM MepOIPUATUA BHICTYITUT
dakyIbTeT SKOHOMUKY U OM3HEC-MeHeIKMeHTa
Karonuueckoro yuusepcurera (Department of
Economic and Business Management Science,
Universita Cattolica, www.unicattolica.it). Kon-
depeHIIusa OyIeT TakKe COCTOSATb U3 ABYX Ua-
cTel: ceKIus I acrmupanToB — ¢ 11 mo 12 cen-
TaA6pa 2012 r. u ocHOBHaA KOH(pepeHIUA —
¢ 13 mo 15 ceurabpa 2012 r. IlepBbIil CpOK
[oJauy 3asBOK HA yJacTue B KOH(pepeHIuy Ha-
sHaueH Ha 19 mexabps 2011 r. Bojsee moapo6-
Hy10 nH(GOPMAIIIO MOXKHO HaiiTh Ha catite http://
www.imp2012.org.

H.A. Koanecnuk
HHUY «Bovicuiasa ulkona d3KOHOMUKU»



