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HUHTEI'PALIIMA KIIHUEHTCKOI'O IIYTH H©W JIMYHOI'O
BPEHIMHI'A B CHUCTEME IIHU®POBOI'O MNPOJABUXEHUA
CIIEIIUAJIUCTA 11O KOMMEPYECKOM HEJABUXKUMOCTHA

Annomayus: B cmamve paccmampueaemcs npobdiema co2aacosaHus
UUPDPOBBIX KAHANO08 NPOOBUICEHUsT UYUHO20 OpeHoa chneyuaiucma no
KOMMEPUECKOU  HeO8UNCUMOCUL. Obocnosvieaemcsi  He0OX0OUMOCb
uHmezpayuy KOHYenyuu KiUeHmcKoeo nymu ¢ 3a0a¥amu NepCcoHAIbHO20
openounea. Ilpeonodicena KoHUenmyaibHas MOOelb, CEA3bIBAIOWAS IMANbL
NPUHAMUSL PeuleHUsl KIUeHMOM, 3a0ayu JUYHO20 OpeHOd U UHCMPYMeHmbl
uugposoix  kKommynuxayuu. Onpeoenenvt  @GYHKYUU  OCHOBHBIX IMANOS
s3aumooeticmsusi;. om Gopmuposanust 0C8eOOMIEHHOCMU 00 CONPOBONCOCHUS
Kauenma nocie coeixku. Paspabomanvl kpumepuu oyeHku coenacos8aHHoCmu
KaHAaN08  NPOOBUIICEHUs,  NO3GOJAUWUE  YUUMbIBAMb  COOMBEMCMEUe
NO3UYUOHUPOBAHUIO CREYUATUCTNA, NOMPEOHOCMAM AYOUMOPUU U 0AHCUOAEMBIM
pe3yiomamam — KomMmyHuxkayuu. Ilpakmuueckas — 3HAYUMOCHb — MOOeIU
3AKII0UAEMCS 8 BO3MONCHOCMU CUCMEMAMUZUPOBAMb YUPDPOBOE NPOOBUIICEHUE

U cghopmuposams nocie008amebHblll KIUeHMCKULL ONbim.

Knroueswvie cnosa: nuunvlii Openo, yughposoe npoosudicenue, KiueHmMCKULL
nymv, KOMMepPUecKdas HeO8UNCUMOCMb, YUDpPosble KOMMYHUKAYUU, KOHIMEeHm-
MapKkemuHe, KIUeHMCKUL Onbvlm.
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Russia, Novosibirsk

INTEGRATING THE CUSTOMER JOURNEY AND PERSONAL
BRANDING IN THE DIGITAL PROMOTION OF COMMERCIAL REAL
ESTATE SPECIALISTS

Abstract: The article examines the problem of coordinating digital
promotion channels for the personal brand of a commercial real estate specialist.
The need to integrate the customer journey concept with personal branding
objectives is substantiated. A conceptual model linking customer decision-making
stages, personal brand objectives, and digital communication tools is proposed. The
functions of the main interaction stages are identified, from awareness building to
post-transaction customer support. Criteria for assessing the consistency of
promotion channels are developed, taking into account alignment with the
specialist’s positioning, audience needs, and expected communication outcomes.
The practical value of the model lies in its ability to systematize digital promotion

and create a consistent customer experience.

Keywords: personal brand, digital promotion, customer journey,
commercial real estate, digital communications, content marketing, customer

experience.

B ycnoBusx mudpoBuzaiud KOMMEPYECKOW HEIBMKUMOCTH peImyTarus
cnenuanicra (GOpMHUPYETCS 4Yepe3 COBOKYIHOCTh OHJIANH-KOHTAaKTOB (COLICETH,
caittel, kimaccudaiinpr). [Tockonpky caenku B 3Toil cepe CBsSI3aHBI C BBICOKHUMH
pUCKaMH W 3aTpaTaMu, U(PPOBOE MPOJBIKEHHUE JOHKHO HE TPOCTO MPHUBJICKATH

BHHUMAHHC, HO 1 CUCTCMHO BBICTPpAaHMBATh JOBCPHUC.

Teopernyeckoit 6a30i BHICTYNAIOT KOHIIEMIMS KJIMEHTCKOIO OIbITa Yepe3
touku kKoHTakTa (K. Jlemon, I1. Bepxod) u moaxosr k OHIAH-CaMONIPE3CHTAIINH
(JI. Jlabpek u np.). VX cuHTe3 MOKa3bIBAaeT: Pa3pO3HEHHOE NPHUCYTCTBHE Ha

udpoBeIX TwIoNaAKax HedddextuBHO. KoMMyHHMKAIMKM MOKHBI paboTaTh Kak
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¢ruHadg CUCTCMA, MOCICAOBATCIBHO IMPOBOAA KIIMCHTA OT IICPBOIO 3HAKOMCTBA K

CIIEJIKE.

[enb maHHOM cTaThU — pa3pabOTKa KOHLENTYaaIbHOW MOJETH HHTETPALUN
KJIMEHTCKOTO IyTH M JUYHOro OpeHauHra. I[IponBukeHue paccMaTpuBaeTCs Kak
CHCTEeMa, TJie KaxIbIil 3Tal MyTH COOTHOCHUTCS C KOHKPETHOW 3amaueit OpeHma u

uHcTpyMeHTamu (Tabmuma 1).

Tabmuma 1 — MHWHTErpanms KIMEHTCKOro IIyTH, 3a7ad JHUYHOro OpeHja u

WHCTPYMEHTOB IIU(DPOBOTO MPOIBUIKEHUS

Oran KIMEHTCKOro | 3ajada JU4HOTO HNHcTpymeHTsI O>xunaemMslii
MyTH Openaa U (pOBOTO pe3ynbTat
IIPOJBUKCHHUS
dopMupoBaHue IloBbI1IEHNE DKcnepTHbIE IlepBrunoe
OCBEJIOMJIEHHOCTH | y3HAaBa€MOCTHU U nyOauKanum, 0030pbl 3HAKOMCTBO CO
0003Ha4YeHHe pBIHKA, MaTepUajbl HA | CHELHAIUCTOM
crenualn3anum caiite, 0ObsABICHUS
dopMupoBaHue JemoncTpanus Keiicel, ananuTuka, Poct unTepeca n
UHTEpEca U KOMIIETEHTHOCTH U pa30ophl CUTYALHIHA, ¢dbopmupoBaHue
J0Bepus npodeccuoHaIbHOTO OTBETHI Ha BOIIPOCHI JI0BEpUs
oxxoaa
Paccmotpenue CHuxeHue Onucanusi 00bEKTOB, Bbonee
IIPEIIOKEHUS HEONpEAENEHHOCTU U CpPaBHUTEJIbHBIE OCO3HAaHHOE
MIOMOIIb B OLIEHKE MaTepHabl, paccMOTpeHue
BapHaHTOB KOHCYJIbTallUOHHBIE MIPETIOKEHUS
MyOJIMKaIuU
Oopartenue u Obecneuenue nepexona | KoHTakTHbIE 1aHHbBIE, O6patenue wim
B3aUMOJICHCTBHE K KOHTaKTy (hopmbl 0OpaTHOM 3ampoc
CBSI3M, IPU3BIBBI K KOHCYJIbTallu1
JIEWCTBHIO
ConpoBoxnenue u | [lonrBepxxnenue [lepconanbHble [Ipennoceinku
nojepKaHue HaAEKHOCTU U KOMMYHHKAIIH, JUTSI TIOBTOPHBIX
OTHOILIEHUI COXpaHEHHE KOHTAaKTa | MOJIe3HbIE MaTepuanbl, | oOpalleHui u
oOpaTHas CBS3b PEKOMEH Al
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Bb160p MHCTPYMEHTOB OIpenesseTcs 3a1adyaMi KOHKPETHOTo 3Tana. OauH KaHan
(HampuMep, MECCEHKEep WM CAaWT) MOXET BBINOIHATH HECKOJIbKO (PYHKUIUN B

3aBHCHUMOCTH OT MOTPEOHOCTEN ayTUTOPUH.

I[JISI OLCHKH 3(1)¢)€KTI/IBHOCTI/I U COIJIACOBAHHOCTHU ATOM CHUCTEMBbI MPpCaJIOKCHBI

YeThIPE KPUTEPHUSL:

1. CootBercTBHE NO3UIMOHUPOBAHUIO: TPAHCIIALIMS €AUHBIX IEHHOCTEN 1
CHEeUHANIN3alMN HA BCEX MIOMAIKAX.

2. Yder moTpeOHOCTEH ayIUTOpWU: aJanTalis KOHTEHTA IO 3ampoChl
pa3HbIX CErMEHTOB (HAaNpUMeEp, BONPOCHI YNPAaBICHHS i1 COOCTBEHHUKOB U
KpUTEpUHU BbIOOpA I apEHIaTOPOB).

3. PeneBanTHOCTP (YHKIIMM KaHala: COOTBETCTBUE IYOJIHMKYEMBIX
MaTepHaJIOB TEKYLIEMY 3TaIly KJIMEHTCKOIO ITyTH.

4. TlonstHas HaBuramus (mepexoj] K JEHCTBUIO): HAJUYME YETKUX

IIPU3BIBOB K I[GﬁCTBHIO M JICTKOI'O IICPCXO0Ja K KOHTAKTY.

VYkazaHHbIe KpUTEPUH TTO3BOJISIOT OLEHUBATH IU(POBYIO CTPATETUIO HE IO
OoXBaTaM, a II0 COJEp KaTelbHOM JIoruke. IIpakTudyeckoe NpUMEHEHHE MOIEIU
IpeanojaraerT ayauT UU(POBBIX KaHAJIOB CHEUUAIMCTa C HUCHOJIb30BAaHUEM
AHAIMTHYECKOW MaTpULIbl. DTO TOMOKET BBISIBUTH Pa3pbIBbl B KIIMEHTCKOM IIYTH H
OLICHUTh KOHBEPCUID JO M TIOCJIE€ BHEIPEHUsS COIVIACOBAHHOM CHUCTEMBI
KOMMYHHUKAIIMI, YTO CTaHET 3MIUPHUYECKUM NOATBEpkKACHUEM 3(P(HEKTUBHOCTH

MPEIOKEHHOM KOHIENTYaIbHOM pa3padoTKHU.
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