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AHHOTauus. B ycioBusx TypOyJI€HTHOCTH SKOHOMHUKH BOMPOCHI Pa3BHUTHUSI CHCTEMbI MEHE/PKMEHTa KauecTBa
MPUOOPETAIOT BCE OONBIIYIO 3HAUUMOCTh. KITMEHTOOpHEHTUPOBAHHBIN TIOX0/ CTAHOBUTCS OTHIM U3 0A30BBIX
NPHUHIMIIOB B CHCTEME YIPABJICHUS] OpraHu3alyeld. Y poBeHb YIOBIETBOPEHHOCTH COTPYIHHKOB YCIOBHSIMH
TpyZJa OKa3bIBaeT CYIIECTBEHHOE BIMSHHE Ha PE3yJIbTATHBHOCTH JEATEIHHOCTH OpraHu3alyu. B cBs3uM ¢ yem
BO3HMKaeT HEOOXOIMMOCTh Pa3BUTHSl BHYTPCHHEH KIMEHTOOPHUEHTHPOBAaHHOCTH. Llenmpio  maHHOTO
WCCTICIOBAHUS SIBIISICTCS ONPECIICHUE M CUCTEMATU3alUs OCHOBHBIX KPUTEPHEB KIIMEHTOOPHEHTUPOBAHHOCTH
Yyepe3 NPHU3MY KOHIENIUHM OepeXkIMBOrO ynpapieHHs. B pesymbrare uccienoBaHUs OBUTM BBISBICHBI H
0000IICHBI OCHOBHBIE YCIIOBUSI (OPMHUpOBaHHMS U oOecrieueHUs] (YHKIMOHUPOBAHHS BHYTPEHHEH
KJIMEHTOOPUECHTHPOBAHHOCTH OpraHH3alIyy. PaccmoTpenst 3 QeKTsI oT BHYTpPEHHEH
KIMEHTOOPUEHTHPOBAHHOCTH, BO3HUKAOIINE 33 CUET YIIy4IICHUS B3aUMOJICHCTBUS M (DOPMHUPOBAHUS KYJIbTYPBI
B3aMMOOTHOIICHUH TI€PCOHANA OpraHMW3alUH. Pe3ynbTaTsl HMCCIEIOBaHHS MOTYT OBITh HCIIOJIBb30BAaHBI B
Mpoliecce Pa3BUTHsI CHCTEMbI MCHEIXKMEHTA KaueCTBa OPTaHU3aIIMH.

Kiiouessbie ciaoBa: BHYTPEHHSA KJIINEHTOOPUEHTHUPOBAHHOCTb, KpUTEpUU BHYTpPEHHEH
KJIMEHTOOPUEHTUPOBAHHOCTH, KOPIIOpaTUBHBIE KOMMYHHUKAIIUH, pa3BuUTHE BHYTpEHHe
KJIMEHTOOPUEHTHUPOBAHHOCTH, OIIeHKa BHYTpEHHEH KJIIMEHTOOPUEHTHUPOBAHHOCTH, CTpaTeruu

B3aMMOJECHCTBUSL C BHYTPEHHHMHU KIHEHTaMH, 3(QQEeKTsl OT BHYTPEHHEH KIMEHTOOPHUEHTHPOBAHHOCTH,
JIOSATIbHOCTD IIEPCOHAIA.
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Abstract. In a turbulent economy, the development of a quality management system is becoming increasingly
important. A customer-oriented approach is becoming one of the basic principles in the organization's
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management system. The level of employee satisfaction with working conditions has a significant impact on
the performance of the organization. In this connection, there is a need to develop internal customer focus. The
purpose of this study is to define and systematize the main criteria of customer focus through the prism of the
concept of lean management. As a result of the study, the main conditions for the formation and maintenance
of the internal client-orientation of the organization were identified and summarized. The article considers the
effects of internal customer focus arising from the improvement of interaction and the formation of a culture
of relationships between the organization's personnel. The research results can be used in the process of
development of the organization's quality management system.

Keywords: internal customer focus, criteria of internal customer focus, corporate communications,
development of internal customer focus, assessment of internal customer focus, strategies for interacting with
internal customers, effects of internal customer focus, staff loyalty.
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BBenenune

Pa3BuTne cucrempl MEHEI)KMEHTa KadecTBa B JIIOOOM  OpraHu3aluu  SBISIETCA
CTpaTErMYeCKUM pEeIICHHEM, CIIOCOOHBIM YIIYYIIUTh PE3YNIbTAThl €€ NEATEIbHOCTH U 00ECIeUuTh
ycroiunBoe pa3BuThe. OCHOBHBIE IMOTEHIMAJIbHBIE MPEUMYIIECTBA OT IPHUMEHEHUS CUCTEMBI
MEHEIKMEHTA 3aKIF0YaI0TCsI B CIIOCOOHOCTH CTa0UIIBLHO YAOBIETBOPATH TPEOOBaHUS TOTPEOUTECH.
Viydamenne 3(p(EKTUBHOCTH W PE3YJIbTaTUBHOCTH CHUCTEMbl MEHEKMEHTa KadecTBa CETO/IHS
BO3MOKHO 32 c4eT ()OPMUPOBAHUSI B OPraHU3ALUHU KYJIbTYpPbl OEPEKIHUBOTO MPOU3BOJICTBA.

KoHKypeHTOCTIOCOOHOCTh M BBKMBAHHE JIFO00 KOMIIAHUU B CIIOKHUBIIEHCS YKOHOMUYECKOM
CUTYallud HEMOCPEACTBEHHO 3aBUCUT OT KOJHMYECTBA IOCTOSHHBIX KIMEHTOB M CIIOCOOHOCTHU
MIPUBJICYEHUS] HOBBIX MOTpeduTenell ToBapoB, paborT u yciayr. OpueHTanuss Ha 3ampochl,
NOTpeOHOCTH M OXKHUIAHUSA KIMEHTa SBISIETCS OIHMM U3 0a30BBIX HPUHIUIIOB OEpPEKIMBOIO
yIpaBiIeHUS.

[TorHOE  yIOBNETBOpPEHHME  OXUAAHUM  BHEIIHETO  MOTpeOMTENs  BO3MOXKHO  MpHU
CBOEBPEMEHHOM BBIIIOJIHEHHUHU €0 3aKa3a B TpeOyeMOM KauecTBe M KojuuecTBe. Jns peanuzanuu
JAHHOTO YCJIOBHSI HEOOXOIMMO OPraHU30BaHHOE U CIIA)KEHHOE B3aMMO/IEHCTBHE BCEX COTPYAHUKOB
U ToApazAelieHnid oOcuyxuBaromed (Gupmbl. To €cThb MOKHBI BBITIOJHATHCS TpeOOBaHUS
BHYTpEHHeEH KiMeHToopueHTrHpoBanHocTH [KonecHukosa, 2015; Lee u ap., 2021].

B koHuenuuu OepexIIMBOro MPOU3BOJCTBA BaXKHBIM SBJISETCS TIyOOKOE MOHUMaHHUE
noTpeOHOCTEH HE TOJIBKO BHEIIHUX KJIIMEHTOB, HO U BHYTPeHHUX. [Ipy 3TOM K BHYTPEHHUM KJIMEHTaM
ClIeyeT OTHOCUTh BCEX COTPYIHUKOB, HCIOJIb3YIOUIMX BHYTPEHHHE CEPBHMCHI KOMIAHWM JUIS
OCYILIECTBIIEHUS CBOEH JEATEIBHOCTH.

Pa3Butne BHyTpeHHEH KIMEHTOOPUEHTHUPOBAHHOCTU SBISETCS (PAKTOPOM MOBBILICHUS
KOHKYPEHTOCIIOCOOHOCTH OpraHM3allii U 00ecleYeHUs! BHICOKUX SKOHOMHYECKHUX pe3yJbTaToB 3a
cueT o0ecrevyeHns CTaOUIbHOM, KaueCTBEHHOW U ClIaXX€HHON pabOThl COTPYAHUKOB KOMITAHUH.

OcHoBHAA YaCTh

HccnenoBanue KaTeropuajbHOro annapara BHyTpeHHel KJIHeHTOOPHMEeHTHPOBAHHOCTH

MHorue SKOHOMMUCTHI, UCCIIE0BABIINE MIOHATHE «BHYTpPEHHEHU
KJIINEHTOOPUEHTHPOBAHHOCTH», BBIJIEISAIOT JIBE COCTABIIIIONIME: KOPHMOPAaTHBHAasl KYJbTYpA,
MHULMApYEMass TOI-MEHEKEpaMM OpraHu3alMM, KOTOpas HalpaBJIeHa Ha BHUMAHHE K
MOTPEOHOCTSIM  CBOMX  COTPYJHUKOB; KOMMYHMKAIMM, BBICTPOGHHBIE [0 TMPUHIUIY
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«OTIepaTUBHOCTH, MpodeccroHanmn3Ma U KoMaHaHo# padotey [Wolfinbarger u np., 2010; Frank,
2004; Conduit u ap., 2014].

Tak, Hlkupango O.M., BHYTPEHHIOIO KIMEHTOOPHEHTUPOBAHHOCTH OOOCHOBBIBAET KakK
«CIOCOOHOCTH OpraHU3alluy U3BIIEKATH JOMOTHUTEIbHYIO PUOBLIH 33 CUET MIYOOKOr0 MOHUMAaHHUS
1 3((HEeKTUBHOTO yIOBIETBOPEHUS MOTPEOHOCTEH CBOMX COTPYAHMKOB, BOSHUKAIOLINX B MpOIEcce
paboueii nestenpHocTH [IlKupanmo, 2017].

«IloHsAiTHE BHYTPEHHEW KIMEHTOOPUEHTUPOBAHHOCTH TECHO CBS3aHO C MOTHBALUEH
COTPYJIHHUKOB, IICUXOJIOIMYECKUM KJIMMaTOM B KOMIaHUH, aTMocdepoil Ha paboueM MecTe H, Kak
CIIC/ICTBUE, C YPOBHEM YJIOBJICTBOPEHHOCTH IepcoHaa B 1iesiom» [['pade-Yacr, 2014].

dopmupoBaHue KyIbTypbl OEpeX IMBOrO MPOU3BOACTBA, KAaK SKOHOMHUYECKOTO PEryisiTopa
MOBEJICHHS MIePCOHANIA, MO3BOJISIET MOIYYUTh JOTOIHUTENBbHYIO PUOBLUTL 332 CUET paHee CKPBITHIX
pe3epBoB. OCHOBHBIE MOJIOKHUTENbHBIE dPGEKThI, GUKCUPYEMbIE OpraHU3alUsSIMU, BHEIPSIOIIMMHU
IIPUHLIMIIBI BHYTPEHHENW KIIMEHTOOPUEHTUPOBAHHOCTH, IIPE/ICTABIEHBl HA PUCYHKE 1.

IloBeIIIeHHE
5()(EKTHBHOCT Viydmrenue
1 paboTEI BCeX paboTh
MOApa3IeIeHUI COTPYAHUKOB
3a CYeT 3a CYeT
YIy4dlICeHUs TIOBBIIICHUS
B3alMOIEUCTBU YPOBHS
s MEXIY JOATTBHOCTH
TIOIPa3 ICIICHIS
MM
TloBeImeHne
KadyecTBa
MPEI0CTABIISIEMBIX
YCIIyT 3a cueT Oojee
YI0OHOTO
000pyI0BaHU

pabounx mMecT

Puc. 1. OcHoBHBIE AP HEKTH OT BHYTPEHHEH KIIMEHTOOPUEHTUPOBAHHOCTH OpraHu3alluu
Fig. 1. The main effects of the internal customer orientation of the organization

IIo MHEHHIO aBTOPOB, IOJ BHYTPEHHEN KIMEHTOOPUEHTHPOBAHHOCTBIO HYXHO IOHUMATh
BHUMaHME U YBaKE€HHE K O’)KUAAHUAM U HOTPEOHOCTSIM COTPYAHMKA OPraHU3alluH, KaK BHYTPEHHET O
KJIMEHTA €€ yCIIYT U KOPIIOPATUBHBIX IEHHOCTEN.

Kpurepun u npuHIMNBI BHYTPeHHeH KJIHEHTOOPHEHTHPOBAHHOCTH OPraHU3alluM

HccnenoBanue CylHOCTH BHYTPEHHEN KIMEHTOOPUEHTUPOBAHHOCTH IT03BOJISIET ONPEEIINTD
OCHOBHBIE TpaBUJIa, KOTOPBIMH JIOJKHBI PYKOBOJCTBOBATHCS TON-MEHEIKEPHI, BHEAPSIOLINE
MIPUHLIMIIBI KTUEHTOOPUEHTUPOBAHHOCTH HA MPEANPUATHH:

- (¢opMupOBaHHE KIMEHTOOPHUEHTUPOBAHHOIO TMOBEACHHSI COTPYJHUKOB, OCHOBAaHHOTO Ha
YBOKEHUHM K «BHYTPEHHHUM IOCETUTENSIM», IOHUMAHUM U YJOBIETBOPEHMU UX IMOTpeOHOCTEH U
npodeccnoHanbHOM KOMIIETEHTHOCTH B 001acTH (DYHKIIMOHATIBHBIX 00S3aHHOCTEH;

- OpraHu3anus KJIMeHTOOPUEHTHPOBAHHOIO MPOCTPAHCTBA: CO3/1aHUEe KOM(OPTHOH cpensbl,
nojAJep)KaHue YHUCTOThl TOMEUICHHM, OCHalleHHe HEOOXOAMMBIMU CEpBUCAMH, 30HUPOBaHUE
IIOMEILEHUS;

- BBICTpaMBaHKE B3aMMOOTHOIIEHUI Ha PUHIUIIAX TAPTHEPCTBA.
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[TepcriekTuBy A7 perieHus NpoOIeMbl BHYTPUKOPIOPATUBHON KIMEHTOOPUEHTHPOBAHHOCTU
JaeT KOMIIJIEKCHOE paCCMOTPEHHE €€ OCHOBHBIX COCTABIISIOIIMX XapaKTepUCTHUK (puc. 2).

P
BaumaTenbHOCTD K

npobiieMam 1
NOTPEOHOCTAM
COTPY/IHUKOB

YpoBeHb 5 \
YIOBIETBOPEHHOCTH ) HaHW,
COTPY/IHUKOB | KBATU(DUIIMPOBAHHOE :

/ npodeccuoHanbHOe |

(JIOSITPHOCTH TIEpCOHAA)

o0cITy)KUBaHUE

- Kpurepuu _
BHYTpPeHHeill u
KauecTBO BbIMOTHEHUS N —
COTPYIHUKOM €KeTHEBHBIX ‘. Y S —
(hyHKIMIA, 2 IMEHHO, \ POBAHHOCTH

KOPIIOPaTUBHBIX |
KOMMYHHUKaIUH MKy
COTPYIHUKAMH

PO eCCHOHATH3M,
OIEPaTHBHOCTD U
KOMaH/IHas paboTa

YeTkocTh U OIIC€PAaTUBHOCTH
pCaKIu Ha 3arpoc

J10OporKenaTebHOCTb,
3a00TIMBOCTD M yBAKCHUE

Puc. 2. OcHOBHBIE KpUTEpUH POPMHUPOBAHHS BHYTPEHHEH KIIMEHTOOPUEHTHPOBAHHOCTH OPTaHU3AIHA
Fig. 2. The main criteria for the formation of internal customer orientation of the organization

[ToaTroMy mOJa KpUTEpUSIMU BHYTPEHHEH KIMEHTOOPUEHTHUPOBAHHOCTU II€JIECO00pa3HO
[IOHUMAThb CHUCTEMY IIOKa3aTelIel, HCIONb3YEMYIO I OLEHKH KIMEHTOOPUEHTUPOBAHHOCTH
OpraHM3allM: CKOPOCTh OOCTYXMBaHUS, BHHMMATEIBHOCTh K MpoOJeMaM COTPYJHHUKOB,
J00pO’KeNaTeIbHOCTh O0CITYKUBAHUS, TPOPECCHOHATTU3M.

MeTtoabl OLICHKH M Pa3BUTHS BHYTPEHHEH KIHEHTOOPHEHTHPOBAHHOCTH

B Tpynmax Hareiixkunoii }0.0O. mnpexacraBieHbl METOIbl OLIEHKH YpPOBHS BHYTpPEHHEU
KIIMEHTOOPUEHTUPOBAHHOCTH cOTpyAHUKOB [Harelikuna, 2015; Harelikuna, 2016]. B ocHoBy
IpeiaraéMblX METOJI0B OLEHKH 3aJI05KEH MOHUTOPHUHT JIOSUIBHOCTH COTPYIHUKOB.

OpHako  HKCIOJNIB30BAaHME  JIAHHBIX  METONOB JUIsl OLEHKH YPOBHS  BHYTPEHHEH
KJINEHTOOPUEHTHPOBAHHOCTH HE MO3BOJISIET POBECTH AMATHOCTUKY KIMEHTOOPUEHTHUPOBAH-HOCTH B
MOJIHOM oO0BbeMe. A HMEHHO, HE IMpeayCMOTpeHbI: OIeHKa A(P(GEKTHUBHOCTH KOMMYHHUKALUN
MepCcoHaa pa3HbIX MOAPa3IeICHUI OpraHu3alyy, OlleHKa KYJIbTYPbl B3AUMOOTHOILIEHUH NTepcoHaa,
MOHHUTOPHUHI BOBJIEYEHHOCTH NE€pPCOHAa B TOCTH)KEHUE IIeNieil opraHu3auu B 001acTH KayecTBa U
MOHMMaHHE NMPUYACTHOCTH K oOuiemy aeny. Vcronp3oBaHHe NMEpEeYUCICHHBIX METOJIOB MO3BOJIHT
pacliupuTh  WHCTPYMEHTapuil  MCCIEIOBaHUS  BHYTPEHHEW  KIMEHTOOPUEHTHPOBAHHOCTU
OpraHM3alMH U MOJYYUTh TOJHYI0 HH(OPMALIMIO [T NajdbHEeHIIero pa3BuTHsl.

AHaIM3upys ONBIT Pa3BUTHUSI BHYTPEHHEN KIMEHTOOPUEHTUPOBAHHOCTH HA OTE€YECTBEHHBIX
NPEINPUATHIX, MOXKHO 3aKIIOYUTh, YTO A (OpMUpPOBaHMS U obecrieueHus: (PyHKIIMOHUPOBAHUS
BHYTPUKOPIOPATUBHOW KJIMEHTOOPUEHTUPOBAHHOCTH JOJDKHBI OBITH CO3JaHbl OINpEeeHHbIe
ycnoBus (Tadm. 1).
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Tabmuna 1
Table 1

OcHoBHbIe ycaoBHs popMUpOBaHUS U oOecrieueHus: GyHKIIMOHUPOBAHUS BHYTPEHHEN
KJINEHTOOPUEHTUPOBAHHOCTH OpPraHU3alluU

The main conditions for the formation and maintenance of the internal customer orientation
of the organization

VYcnosue

BHYTPECHHEN .
XapakTepUCTHKA YCIOBUS Meponpustus st 00eCIeYeHHS yCIOBHMA

KIIMEHTOOPHUCH-

TUPOBAHHOCTHU
[Tonnmanue mnenelt, | [lornmanme pabotaukoB | MadbopMupoBanue pabOTHHKOB 0
[IEHHOCTEeH, MUCCHU | OPTaHM3alNN CYTH | IpeHa3HaueHuN Om3Heca, (HopMUpOBaHUE
KOMITaHUH JESATSILHOCTH KOMIIAHWUY, | KOPIIOPATUBHOW  KYJIBTYpPBI, OpraHU3aIus

BOBJICYEHHOCTh II€PCOHAJa B
IIPOLIECCHI IO €€ YIYUIICHHIO

KOPIIOPATHBHBIX MEPOTPUATHIHA

ITonoxurensHble HobpoxenareiapHoe Coznanvie  TOHATHBIX W KOHKPETHBIX
B3aMMOOTHOILIEHUS KOMMYHHLIMPOBaHUE U QITOPUTMOB  (PErJlaMeHTOB)  MPOIIECCOB
oOciyxrBaHue PaOOTHUKOB KOMITaHUH
KOMITaHUH
JobpokenartensHoe | PerymspHoe s ¢extuBHoe | Co3maHue BO3MOXHOCTEH JJIS  y4acTus
Y aKTUBHOE B3aMMOJICCTBE B KOMaHJaX, | KaX/I0ro paboTHHKa B mporeccax
COTPYIHHYECTBO 0oJbIIoe KOJIMYECTBO | TpeoOpa3oBaHMs ACSITETFHOCTH KOMITAHUT
HNPEAJIOKEHUM 10 YIIy4IIEHUSIM
[Ipusnanue OrneHka xopoiiei padoTh IIpumeHeHre MHCTPYMEHTOB MOPAJIBHOTO U

MaTepHAILHOTO CTUMYJIMPOBAHHMS COTPYIHUKOB

OueHka 3aciyr IIpuznanne wu moouipenue | Co3maHue CUCTEMbl MPEMHUPOBAHUS, AOIUIAT,
XOpPOIIMX  Pe3yJbTaTOB U | HaJA0aBOK
JOCTIKEHHH B paboTte

[ToBbiuienue ypoBust | Co3nanue oOctaHoOBKH, | Opranu3anus TPEHUHTOB, MacCTep-KJIACCOB,

KOMIIETEHTHOCTH CIOCOOCTBYIOIICH  Pa3BUTHIO | KypCOB MOBBIILICHUS KBaJIM()UKALIH,
JIMYHOCTHOI'O W TBOPUYCCKOI'0 | HACTABHUYCCTBO
MOTEHIIMaNa PaOOTHUKOB

«Pa3BuTHE BHYTpPEHHEW KIMEHTOOPHUEHTHPOBAHHOCTH  IlielecooOpa3HO  HayaTh C

(GbopMHpPOBaHUS COOTBETCTBYIOIICH KOPIIOPATUBHON KYJIBTYPBI, IPU 3TOM CJIEIYET MPETYCMOTPETh
OJTHOBPEMEHHOE M3MEHEHHE KOPIIOPAaTUBHBIX LeJel, LEeHHOCTeH, oOpa3a MBIIUICHUS |
B3aUMOJICHCTBHUS COTPYAHUKOBY [Jlumun u np., 2015; Donavan u ap., 2004].

Crnenyer OTMETHUTh, YTO CYHIECTBEHHOI'O MOBBIMIEHUS 3()()EKTUBHOCTH KOMMYHUKALIUU JIJISt
Hesed JIOCTMKEHUsT BHYTPEHHEH KIMEHTOOPHEHTHPOBAHHOCTH MOXKHO JIOCTHYb MOCPEICTBOM
CTaHJapTH3alMU PEUEBBIX OOOPOTOB COTPYIHUKOB KOMIIAHHMHM, A TaK)XXe BCEX MPOLIECCOB CHUCTEMBI
MEHE/KMEHTa KauecTBa OpPTaHM3alliH, PETIaMEHTHPYS YEeTKYI0 MOCIEI0BATEIbHOCTD JIeHCTBHIA
coTpyaHukoB. Ocoboe 3HaueHHEe HMeeT pa3paboTKa CTAHJAPTOB OOCIYXHMBAHUS BHYTPEHHHX
KIMEHTOB, pPErJIaMEHTHl 10 O(OPMIICHHIO pa3IUYHBIX BHYTPEHHHX JIOKYMEHTOB, <«ATaJOH
B3aUMOJICHCTBHS MEXJy OTJEJaMH KOMIIAHHM», TPeOOBAaHUS K TNPEAOCTABICHHIO BHYTPEHHEH
nH(pOpMaLINH.

Pa3pabatpiBasi craHmapThl (perjamMeHThl) CJIEIyeT YYWUThIBaTh, YTO 3alPOCHl IMEpcOoHala
MPEINPHUSATHS MOTYT OBITH THIIOBBIC, @ MOTYT OBITh OTIIMYHBIC OT KJIACCHIECKOTO crieHapws. [loaTtomy
PYKOBOJICTBY HEOOXOAMMO ONpPEIETUTh HECKOJIBKO CIIEHApHEB B3aMMOJEHCTBHS C BHYTPEHHUMHU
KIMeHTaMu (TabJ1. 2) 1 00y4uTh MepCoHaNl OPraHU3aIMH BEICTPANBATh KOMMYHUKAIIUU B PYTHHHBIX,
OJHOTHUIIHBIX, YaCTO IOBTOPSAIOIIUXCSA Mpolleccax, a TaKKe MOJENUPOBaTh NPOPecCHOHATBHO
TOYHBIC ¥ BEXKJIMBBIE COOOIICHHS HA HECTAHIapPTHBIC 3aTIPOCHI.
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Tabmumna 2
Table 2

[TpuHnumer GopMUPOBAaHKS OTBETOB U PEIICHUI HA 3aIIPOCHl BHYTPEHHHUX KIMCHTOB
Principles of forming responses and solutions to internal customer requests

Oco0eHHOCTh OTBETA (PEIICHMS) XapaKkTepucTHKa OTBETA
Bun obpamenus (TpeboBaHms)
Ha 3a1poc (petrenys)
Tunosoe oOparmienue, | TumoBoii oTBeT OtBer 1 pemenne GopMUpyeTcst
odunmaipHOE TpeOoBaHME Ha OCHOBE OITBITa TIOJJOOHBIX
CTaHAAPTHOM NPOLEAYPHI PETYISPHBIX 0OpameHuit
Herumosoe odpunmansHoe | OpUrHHATBHBINA (YHUKATHHBIHN ) dopMHUpOBaHHUE PEIICHUS Ha
TpeboBaHue, UMeoIIee | OTBET OCHOBE KOMIIOHOBKH
MOHATHYIO TIOCIIEIOBATEIbHOCTh CTaHIAapTHBIX OTBETOB B
peleHus npejaraeMomn
MOCTIeIOBATEILHOCTH
OduuunansHoe oOpalieHue ¢ Psn THUTIOBBIX 0TBEeTOB, | [loMCk  HECKONBKHUX  OTBETOB,
VM3MEHSIOIUMUCS TPeOOBAaHMSIMA | COOTBETCTBYIOIIMX  JTHKE  ® | (popMHpOBaHHE KOMIPOMHICCHBIX
KOPIOPAaTUBHOM KYJIBTYpE peuieHui
Henornunelii 3anpoc B paMkax TBopueckuil oTBET @OopMHpPOBAaHUE  pELICHUS Ha
o UIMATEHON TIPOIICTYPHhI OCHOBE KOMIIOHOBKU
CTaHNAPTHBIX W  KPEaTHBHBIX
OTBETOB
3akiroueHue

Y4uThIBas COBPEMECHHBIC TEHCHIIUM Pa3BUTUSI BHYTPEHHEH KIMEHTOOPUCHTUPOBAHHOCTH
opranu3anvv, UHCTPYMCHTBLI 6epe)KJ'II/IBOFO IMPOU3BOACTBA CTAHOBATCA 0a30BBIMH AJId OpUCHTAIU
Ha MOTPEOHOCTH BHYTPEHHETO KJIMEHTA OpPraHW3allid, a UX BHEJIPECHUE B OPraHM3allUd TO3BOJISICT
AOCTHUYb IMOCTOSAHHOT'O YJIYYIICHHA 3(1)(1)€KTI/IBHOCTI/I " pE3yJIbTaTUBHOCTU CHUCTCMbI MCHCIKMCHTA
kadyecTBa. KilFoueBoi TEXHOIOTHEH B JAHHOM ClIy4ae MOXKHO CUMTATh CTaHAPTU3AI[MI0 OTBETOB Ha
3ampockl ¥ o(UIHaAIbHBIE 00paICHUSI.

PesynpTaTBHOCTH pabOTHI TF000I KOMIAHUN HAMPSMYIO 3aBUCUT OT YPOBHS B3aUMOICHCTBUS
¥ B3aMMOINOHMMaHMs ee KoMmaHiabl. [losTomy acmektam dopmupoBanusi atMocdepbl BHYTpEHHEH
KITUEHTOOPUEHTUPOBAHHOCTH CIIEAYET YAEISITh 0COOEHHOE BHUMAHHUE, CO3/1aBasi B KOMIIAHUH YCIIOBUS
AJIA Pa3BUTUA JIMYHOCTHOI'O IMOTCHIMAJIA, )106p0)KeJ'IaT€J'IBHOCTI/I, MMpU3HaHWA 3aClIyr U HOCTH)KGHHﬁ,
MOOIIPEHUA, MPUOOIIEHUS K KOPIIOPATUBHBIM IIEHHOCTSIM U JIp.

B utore xorenoce Obl MOJYEPKHYTH, UYTO I (YHKIIMOHUPOBAHUS CHCTEMbI OOECIIEUEHUs
BHYTPUKOPIIOPAaTUBHOW  KIMEHTOOPUEHTHPOBAHHOCTH  HEOOXOIMMBI ~ MOHHUTOPHUHT  PEXKHUMa
KOMMYHHUKAIIMOHHOI'O IIpoHecCa, H3YUYCHUC YIAOBJICTBOPCHHOCTU BHYTPCHHUX KIIMCHTOB U
MoKa3areje CKOPOCTH M KauecTBa MX OOCTYKMBaHUS, OLIEHKA BOBJIEUEHHOCTH TMEpPCOHAIa B
JOCTHKECHHE IEJICH OpraHu3aI[iy B 00JIACTH KaueCTBa M MOHMMAHKUE TPHYACTHOCTH K OOIIEMY JIey.
[IpumeHeHne Takoro MoaXoa MO3BOJIHUT Pa3BUBATh BHYTPEHHIO KIIMEHTOOPHUEHTUPO-BAHHOCTD.
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