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ɘɠɧɵɣ�ɮɟɞɟɪɚɥɶɧɵɣ�ɭɧɢɜɟɪɫɢɬɟɬ�� 
ɦɚɝɢɫɬɪɚɧɬ 

 
ɋɜɨɛɨɞɧɵɟ� �ɨɫɨɛɵɟ�� ɷɤɨɧɨɦɢɱɟɫɤɢɟ� ɡɨɧɵ� ɹɜɥɹɸɬɫɹ� ɨɞɧɢɦ� ɢɡ� ɤɥɸɱɟɜɵɯ� ɷɥɟɦɟɧɬɨɜ� ɫɢɫɬɟɦɵ�
ɦɟɠɞɭɧɚɪɨɞɧɨɣ�ɤɨɨɩɟɪɚɰɢɢ�ɢ�ɜɚɠɧɵɦ�ɢɧɫɬɢɬɭɬɨɦ�ɪɚɡɜɢɬɢɹ�ɤɚɤ�ɨɬɞɟɥɶɧɵɯ�ɩɪɟɞɩɪɢɹɬɢɣ��ɬɚɤ�ɢ�ɨɬɪɚɫɥɟɣ�
ɜ� ɰɟɥɨɦ�� ȼ� ɫɜɹɡɢ� ɫ� ɜɵɫɨɤɨɣ� ɚɤɬɭɚɥɶɧɨɫɬɶɸ� ɪɚɡɜɢɬɢɹ� ɪɨɫɫɢɣɫɤɨɣ� ɚɜɢɚɰɢɨɧɧɨɣ� ɩɪɨɦɵɲɥɟɧɧɨɫɬɢ� ɜ�
ɧɚɫɬɨɹɳɟɟ�ɜɪɟɦɹ�ɜ ɫɬɚɬɶɟ�ɩɪɟɞɫɬɚɜɥɟɧ�ɚɧɚɥɢɡ�ɩɨɧɹɬɢɹ�ɫɜɨɛɨɞɧɵɯ�ɷɤɨɧɨɦɢɱɟɫɤɢɯ�ɡɨɧ��ɰɟɥɟɣ�ɢɯ�ɫɨɡɞɚɧɢɹ�
ɢ� ɫɩɟɰɢɮɢɤɢ� ɮɭɧɤɰɢɨɧɢɪɨɜɚɧɢɹ� ɩɪɢɦɟɧɢɬɟɥɶɧɨ� ɤ� ɚɜɢɚɰɢɨɧɧɨɣ� ɩɪɨɦɵɲɥɟɧɧɨɫɬɢ� ɧɚ� ɩɪɢɦɟɪɟ�
ɪɚɫɫɦɨɬɪɟɧɧɨɝɨ�ɨɩɵɬɚ�Ɋɨɫɫɢɢ�ɢ�ɪɹɞɚ�ɡɚɪɭɛɟɠɧɵɯ�ɫɬɪɚɧ��ɜ�ɬɨɦ�ɱɢɫɥɟ�ɂɪɥɚɧɞɢɢ��Ɋɭɦɵɧɢɢ�ɢ�ɘɠɧɨɣ�Ʉɨɪɟɢ��
ɉɪɨɜɟɞɟɧɧɨɟ� ɢɫɫɥɟɞɨɜɚɧɢɟ� ɩɨɡɜɨɥɢɥɨ� ɪɚɫɫɦɨɬɪɟɬɶ� ɦɟɯɚɧɢɡɦɵ� ɨɩɬɢɦɢɡɚɰɢɢ� ɩɪɨɢɡɜɨɞɫɬɜɚ� ɛɥɚɝɨɞɚɪɹ�
ɬɚɦɨɠɟɧɧɵɦ� ɢ� ɧɚɥɨɝɨɜɵɦ� ɥɶɝɨɬɚɦ�� ɚ� ɬɚɤɠɟ� ɜɨɡɦɨɠɧɭɸ� ɤɨɧɝɥɨɦɟɪɚɰɢɸ�� ɫ� ɰɟɥɶɸ� ɩɨɜɵɲɟɧɢɹ�
ɷɮɮɟɤɬɢɜɧɨɫɬɢ�ɢ�ɩɪɨɢɡɜɨɞɢɬɟɥɶɧɨɫɬɢ�ɩɪɟɞɩɪɢɹɬɢɣ�ɚɜɢɚɰɢɨɧɧɨɣ�ɩɪɨɦɵɲɥɟɧɧɨɫɬɢ� 

 
Ʉɥɸɱɟɜɵɟ�ɫɥɨɜɚ� ɚɜɢɚɰɢɨɧɧɚɹ�ɩɪɨɦɵɲɥɟɧɧɨɫɬɶ��ɢɧɫɬɢɬɭɬɵ�ɪɚɡɜɢɬɢɹ��ɫɜɨɛɨɞɧɵɟ�ɷɤɨɧɨɦɢɱɟɫɤɢɟ�ɡɨɧɵ��ɨɫɨɛɵɟ�
ɷɤɨɧɨɦɢɱɟɫɤɢɟ�ɡɨɧɵ��ɦɟɠɞɭɧɚɪɨɞɧɚɹ�ɤɨɨɩɟɪɚɰɢɹ��ɩɪɹɦɵɟ�ɢɧɨɫɬɪɚɧɧɵɟ�ɢɧɜɟɫɬɢɰɢɢ. 
 
Original article 
 

ANALYSIS OF RUSSIAN AND FOREIGN EXPERIENCE IN CREATING AND 
FUNCTIONING OF SPECIAL ECONOMIC ZONES IN RELATION TO  

THE AVIATION INDUSTRY 
 

Bezzemelmaya Yu. A. 
 

Southern Federal University,  
0DVWHU¶V�degree student 

 
Free (special) economic zones are one of the key elements of the system of international cooperation and an 
important institution for the development of both individual enterprises and industries in general. Due to the high 
relevance of the development of the russian aviation industry at present, the article presents an analysis of the 
concept of free economic zones, the goals of their creation and the specifics of their functioning in relation to the 
aviation industry on the example of the considered experience of Russia and a number of foreign countries, 
including Ireland, Romania and South Korea . The study made it possible to consider mechanisms for optimizing 
production due to customs and tax incentives, as well as possible conglomeration, in order to increase the efficiency 
and productivity of aviation industry enterprises. 

 
Keywords: aviation industry; development institutions; free economic zones; special economic zones; international 
cooperation; direct foreign investments. 

 
ɋɜɨɛɨɞɧɵɟ� ɷɤɨɧɨɦɢɱɟɫɤɢɟ� ɡɨɧɵ� �ɋɗɁ�� ɤɚɤ� ɜɚɠɧɵɣ� ɢɧɫɬɢɬɭɬ� ɪɚɡɜɢɬɢɹ� ɢ� ɷɮɮɟɤɬɢɜɧɵɣ�

ɦɟɯɚɧɢɡɦ�ɩɪɢɜɥɟɱɟɧɢɹ�ɢɧɜɟɫɬɢɰɢɣ�ɜ�ɩɪɢɨɪɢɬɟɬɧɵɟ�ɜɢɞɵ�ɷɤɨɧɨɦɢɱɟɫɤɨɣ�ɞɟɹɬɟɥɶɧɨɫɬɢ�ɜ�ɦɢɪɟ�
ɧɚɱɚɥɢ ɪɚɡɜɢɜɚɬɶɫɹ ɜ�ɫɟɪɟɞɢɧɟ�ɩɪɨɲɥɨɝɨ�ɜɟɤɚ. Ɉɞɧɢɦ�ɢɡ ɤɨɧɤɭɪɟɧɬɧɵɯ�ɩɪɟɢɦɭɳɟɫɬɜ�ɞɚɧɧɨɝɨ�
ɢɧɫɬɢɬɭɬɚ�ɪɚɡɜɢɬɢɹ�ɩɟɪɟɞ�ɞɪɭɝɢɦɢ�ɫɬɚɥɨ�ɩɪɟɞɥɨɠɟɧɢɟ�ɞɥɹ�ɛɢɡɧɟɫɚ�ɜɚɠɧɵɯ�ɩɪɟɮɟɪɟɧɰɢɣ�ɩɪɢ�
ɪɟɚɥɢɡɚɰɢɢ�ɢɦɢ�ɢɧɜɟɫɬɢɰɢɨɧɧɵɯ�ɩɪɨɟɤɬɨɜ�� ɫɪɟɞɢ�ɤɨɬɨɪɵɯ�ɩɪɟɞɨɫɬɚɜɥɟɧɢɟ�ɥɶɝɨɬ�ɩɨ�ɨɩɥɚɬɟ�
ɬɚɦɨɠɟɧɧɵɯ� ɩɥɚɬɟɠɟɣ� ɢ� ɧɚɥɨɝɨɜ�� ɥɶɝɨɬɧɵɟ� ɚɪɟɧɞɧɵɟ� ɫɬɚɜɤɢ�� ɫɧɢɠɟɧɢɟ� ɚɞɦɢɧɢɫɬɪɚɬɢɜɧɵɯ�
ɛɚɪɶɟɪɨɜ��ȼɫɟ�ɷɬɨ�ɫɩɨɫɨɛɫɬɜɭɟɬ�ɞɨɫɬɢɠɟɧɢɸ�ɛɥɚɝɨɩɪɢɹɬɧɨɝɨ�ɞɟɥɨɜɨɝɨ�ɤɥɢɦɚɬɚ��ɫɨɤɪɚɳɟɧɢɹ�
ɫɪɨɤɨɜ� ɨɤɭɩɚɟɦɨɫɬɢ� ɩɪɨɟɤɬɨɜ� ɢ� ɫɩɨɫɨɛɫɬɜɨɜɚɧɢɸ� ɫɨɡɞɚɧɢɹ� ɜ� ɫɬɪɚɧɚɯ� ɪɚɡɦɟɳɟɧɢɹ�
ɜɵɫɨɤɨɪɟɧɬɚɛɟɥɶɧɵɯ�ɢ�ɤɨɧɤɭɪɟɧɬɧɵɯ�ɩɪɨɢɡɜɨɞɫɬɜ��ɜ�ɬɨɦ�ɱɢɫɥɟ�ɜ�ɚɜɢɚɰɢɨɧɧɨɣ�ɨɬɪɚɫɥɢ�
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Ⱥɧɚɥɢɡ�ɪɨɫɫɢɣɫɤɨɝɨ�ɢ�ɡɚɪɭɛɟɠɧɨɝɨ�ɨɩɵɬɚ�ɫɨɡɞɚɧɢɹ�ɢ�ɮɭɧɤɰɢɨɧɢɪɨɜɚɧɢɹ�ɨɫɨɛɵɯ�ɷɤɨɧɨɦɢɱɟɫɤɢɯ�ɡɨɧ 
ɩɪɢɦɟɧɢɬɟɥɶɧɨ�ɤ�ɚɜɢɚɰɢɨɧɧɨɣ�ɩɪɨɦɵɲɥɟɧɧɨɫɬɢ 

 ȼ� ɰɟɥɹɯ� ɪɚɡɜɢɬɢɹ� ɚɜɢɚɰɢɨɧɧɨɣ� ɩɪɨɦɵɲɥɟɧɧɨɫɬɢ� ɜ Ɂɚɩɚɞɧɨɣ� ȿɜɪɨɩɟ� ɬɪɚɞɢɰɢɨɧɧɨ�
ɩɪɟɨɛɥɚɞɚɸɬ� ɡɨɧɵ� ɫɜɨɛɨɞɧɨɣ� ɬɨɪɝɨɜɥɢ �ɁɋɌ��� ɤɨɬɨɪɵɟ� ɪɚɡɦɟɳɚɸɬɫɹ ɩɪɟɢɦɭɳɟɫɬɜɟɧɧɨ� ɜ�
ɚɷɪɨɩɨɪɬɚɯ��ɇɚɢɛɨɥɟɟ�ɢɡɜɟɫɬɧɚ�ɢɡ�ɧɢɯ ± ɁɋɌ�©Ⱥɷɪɨɩɨɪɬ�ɒɟɧɧɨɧª [3]��ɗɬɨ�ɨɞɢɧ�ɢɡ�ɚɷɪɨɩɨɪɬɨɜ�
ɂɪɥɚɧɞɢɢ�� ɪɚɫɩɨɥɨɠɟɧɧɵɣ� ɜ� ɝɪɚɮɫɬɜɟ� Ʉɥɷɪ� ɧɚ� ɬɪɚɧɫɚɬɥɚɧɬɢɱɟɫɤɨɦ� ɜɨɡɞɭɲɧɨɦ� ɩɭɬɢ�� ɁɋɌ�
©Ⱥɷɪɨɩɨɪɬ�ɒɟɧɧɨɧª ɪɚɫɩɨɥɚɝɚɟɬɫɹ ɧɚ�ɬɟɪɪɢɬɨɪɢɢ�����Ƚɚ��ɜ�ɧɟɣ�ɡɚɪɟɝɢɫɬɪɢɪɨɜɚɧɵ�ɛɨɥɟɟ�����
ɤɨɦɩɚɧɢɣ�� ɤɨɬɨɪɵɟ� ɟɠɟɝɨɞɧɨ� ɝɟɧɟɪɢɪɭɸɬ� ���� ɦɥɪɞ� ɟɜɪɨ� ɜɚɥɨɜɨɣ� ɞɨɛɚɜɥɟɧɧɨɣ� ɫɬɨɢɦɨɫɬɢ��
ɩɨɞɞɟɪɠɢɜɚɸɬ� ɛɨɥɟɟ� �� ���� ɪɚɛɨɱɢɯ�ɦɟɫɬ� ɢ� ɜɧɨɫɹɬ� ɜ� ɤɚɡɧɭ� ���� ɦɢɥɥɢɚɪɞɚ� ɟɜɪɨ� ɧɚɥɨɝɨɜɵɯ�
ɩɨɫɬɭɩɥɟɧɢɣ�� Ɋɟɡɢɞɟɧɬɚɦɢ� ɡɨɧɵ� ɹɜɥɹɸɬɫɹ� ɩɪɟɞɩɪɢɹɬɢɹ� ɪɚɡɥɢɱɧɵɯ� ɨɬɪɚɫɥɟɣ�� ɜ� ɬɨɦ� ɱɢɫɥɟ�
ɚɷɪɨɤɨɫɦɢɱɟɫɤɨɝɨ� ɩɪɢɛɨɪɨɫɬɪɨɟɧɢɹ�� ɗɬɨ� ɡɨɧɚ� ɫɜɨɛɨɞɧɨɝɨ� ɦɟɠɞɭɧɚɪɨɞɧɨɝɨ�
ɩɪɟɞɩɪɢɧɢɦɚɬɟɥɶɫɬɜɚ ɛɵɥɚ� ɫɨɡɞɚɧɚ� ɜ� ɨɫɧɨɜɧɨɦ� ɧɚ� ɩɪɢɜɥɟɱɟɧɧɵɟ� ɫɪɟɞɫɬɜɚ� ɢɧɜɟɫɬɨɪɨɜ� ɢɡ 
ȿɜɪɨɩɵ� ɢ� ɋɒȺ� ɢ� ɩɨɥɭɱɢɥɚ� ɛɵɫɬɪɨɟ� ɪɚɡɜɢɬɢɟ� ɛɥɚɝɨɞɚɪɹ� ɯɨɪɨɲɟɣ� ɢɧɮɪɚɫɬɪɭɤɬɭɪɟ��
ɜɤɥɸɱɚɸɳɟɣ�ɜ�ɫɟɛɹ�ɚɷɪɨɩɨɪɬ��ɩɨɪɬ�ɢ�ɲɢɪɨɤɭɸ�ɫɟɬɶ�ɞɨɪɨɝ��ɢ�ɧɚɥɨɝɨɜɵɦ�ɥɶɝɨɬɚɦ��ɜ�ɱɚɫɬɧɨɫɬɢ�
ɨɬɫɭɬɫɬɜɢɸ�ɇȾɋ.  

ȼ�ɫɜɨɸ�ɨɱɟɪɟɞɶ��ɪɚɡɜɢɬɚɹ�ɨɬɪɚɫɥɟɜɚɹ�ɫɩɟɰɢɚɥɢɡɚɰɢɹ�ɩɪɢɫɭɳɚ�ɚɡɢɚɬɫɤɢɦ�ɋɗɁ� Ɍɚɤ��ɜ ɘɝɨ-
ȼɨɫɬɨɱɧɨɣ� Ⱥɡɢɢ� ɋɗɁ� ɢɦɟɸɬ� ɤɥɚɫɬɟɪɧɵɣ� ɯɚɪɚɤɬɟɪ. ɋɗɁ� ɩɨ� ɮɭɧɤɰɢɨɧɚɥɶɧɨɦɭ� ɧɚɡɧɚɱɟɧɢɸ�
ɞɟɥɹɬɫɹ� ɧɚ� ɮɢɧɚɧɫɨɜɵɟ� ɰɟɧɬɪɵ; ɷɤɫɩɨɪɬɧɨ-ɨɪɢɟɧɬɢɪɨɜɚɧɧɵɟ� ɩɪɨɢɡɜɨɞɫɬɜɚ; ɫɛɨɪɨɱɧɵɟ�
ɩɪɨɢɡɜɨɞɫɬɜɚ� ɤɪɭɩɧɵɯ� ɬɪɚɧɫɧɚɰɢɨɧɚɥɶɧɵɯ� ɤɨɦɩɚɧɢɣ�� ɬɚɤɢɯ� ɤɚɤ� %RVFK�� ,QWHO; 
ɫɩɟɰɢɚɥɢɡɢɪɨɜɚɧɧɭɸ ɬɨɪɝɨɜɥɸ ɛɢɪɠɟɜɵɦɢ�ɬɨɜɚɪɚɦɢ�ɢ�ɞɪɭɝɢɟ�� 

Ɉɞɧɨɣ�ɢɡ�ɧɚɢɛɨɥɟɟ�ɭɫɩɟɲɧɵɯ�ɢ�ɢɡɜɟɫɬɧɵɯ�ɜ�ɦɢɪɨɜɨɣ�ɩɪɚɤɬɢɤɟ�ɹɜɥɹɟɬɫɹ�ɡɨɧɚ�ɫɜɨɛɨɞɧɨɣ�
ɬɨɪɝɨɜɥɢ ©Ɇɚɫɚɧª ɜ�Ɋɟɫɩɭɛɥɢɤɟ�Ʉɨɪɟɹ��ɁɋɌ�©Ɇɚɫɚɧª ɛɵɥɚ�ɫɨɡɞɚɧɚ�ɜ������ɝɨɞɭ�ɤɚɤ�ɷɤɫɩɨɪɬɧɨ-
ɩɪɨɢɡɜɨɞɫɬɜɟɧɧɚɹ��ȼɫɟ�ɤɨɦɩɚɧɢɢ��ɤɨɬɨɪɵɟ�ɜɟɞɭɬ�ɫɜɨɸ�ɩɪɨɢɡɜɨɞɫɬɜɟɧɧɭɸ�ɞɟɹɬɟɥɶɧɨɫɬɶ�ɜ�ɷɬɨɣ�
ɡɨɧɟ�� ɜ� ɬɟɱɟɧɢɟ� ɬɪɟɯ� ɥɟɬ� ɨɫɜɨɛɨɠɞɟɧɵ� ɨɬ� ɭɩɥɚɬɵ� ɧɚɥɨɝɚ� ɧɚ� ɤɨɪɩɨɪɚɬɢɜɧɵɟ� ɞɨɯɨɞɵ�� ɨɬ�
ɬɚɦɨɠɟɧɧɵɯ�ɩɨɲɥɢɧ�ɢ�ɇȾɋ�ɢ�ɢɦɟɸɬ�ɫɧɢɠɟɧɧɵɟ�ɧɚ���±�����ɚɪɟɧɞɧɵɟ�ɫɬɚɜɤɢ�� 

ȿɳɟ� ɨɞɧɢɦ� ɩɪɢɦɟɪɨɦ� ɹɜɥɹɟɬɫɹ� ©ɋɚɱɯɨɧª ± ɩɪɨɦɵɲɥɟɧɧɵɣ� ɰɟɧɬɪ� Ɋɟɫɩɭɛɥɢɤɢ� Ʉɨɪɟɹ�� ɜ�
ɤɨɬɨɪɨɦ� ɜ� ɧɚɫɬɨɹɳɟɟ� ɜɪɟɦɹ� ɧɚɯɨɞɹɬɫɹ� ɡɚɜɨɞɵ� ɛɨɥɶɲɢɧɫɬɜɚ� ɤɪɭɩɧɵɯ� ɤɨɦɩɚɧɢɣ� ɫɬɪɚɧɵ��
ɉɪɨɢɡɜɨɞɫɬɜɟɧɧɵɟ�ɦɨɳɧɨɫɬɢ�ɨɛɴɟɞɢɧɟɧɵ�ɜ�ɩɪɨɦɵɲɥɟɧɧɵɟ�ɤɥɚɫɬɟɪɵ��ɬɚɤɢɟ�ɤɚɤ�ɤɨɦɩɥɟɤɫɵ�
ɑɢɧɫɚ��ɋɨɧɩɯɨ�ɢ�ɩɪɨɱɢɟ��ɋɪɟɞɢ�ɬɨɜɚɪɨɜ��ɤɨɬɨɪɵɟ�ɩɪɨɢɡɜɨɞɹɬɫɹ�ɡɞɟɫɶ��ɩɪɟɨɛɥɚɞɚɟɬ�ɩɪɨɞɭɤɰɢɹ�
ɚɜɢɚɫɬɪɨɢɬɟɥɶɧɨɣ� ɢ� ɬɹɠɟɥɨɣ� ɩɪɨɦɵɲɥɟɧɧɨɫɬɢ�� Ɉɫɟɧɶɸ� ����� ɝɨɞɚ� Ɇɢɧɢɫɬɟɪɫɬɜɨ�
ɧɚɰɢɨɧɚɥɶɧɨɣ�ɨɛɨɪɨɧɵ�ɘɠɧɨɣ�Ʉɨɪɟɢ�ɩɨɫɥɟ�ɩɹɬɢɥɟɬɧɟɣ�ɪɚɛɨɬɵ�ɩɪɨɞɟɦɨɧɫɬɪɢɪɨɜɚɥɨ�ɩɟɪɜɵɣ�
ɫɨɛɫɬɜɟɧɧɵɣ�ɛɨɟɜɨɣ�ɫɚɦɨɥɟɬ�.)-���ɩɨɤɨɥɟɧɢɹ��������ɗɬɨɬ�ɫɚɦɨɥɟɬ�± ɨɞɢɧ�ɢɡ�ɫɚɦɵɯ�ɤɪɭɩɧɵɯ�
ɚɜɢɚɤɨɧɫɬɪɭɤɬɨɪɫɤɢɯ� ɩɪɨɟɤɬɨɜ� ɫɬɪɚɧɵ�� ɞɨɥɠɟɧ� ɫɬɚɬɶ� ɨɞɧɨɣ� ɢɡ� ɝɥɚɜɧɵɯ� ɛɨɟɜɵɯ� ɫɢɥ� ȼȼɋ�
ɘɠɧɨɣ�Ʉɨɪɟɢ��ɉɪɨɢɡɜɨɞɫɬɜɟɧɧɵɣ�ɩɪɨɰɟɫɫ�ɨɫɭɳɟɫɬɜɥɹɟɬɫɹ�ɧɚ�ɛɚɡɟ�ɤɨɧɰɟɪɧɚ�.RUHD�$HURVSDFH�
,QGXVWULHV��.$,��ɜ�ɩɚɪɬɧɟɪɫɬɜɟ�ɫ�ɂɧɞɨɧɟɡɢɟɣ��ɤɨɬɨɪɚɹ�ɩɨɤɪɨɟɬ�ɩɹɬɭɸ�ɱɚɫɬɶ�ɪɚɫɯɨɞɨɜ� 

ɉɨɞɨɛɧɵɟ� ɭɫɩɟɯɢ� ɛɵɥɢ� ɞɨɫɬɢɝɧɭɬɵ� ɛɥɚɝɨɞɚɪɹ� ɫɨɝɥɚɲɟɧɢɹɦ� ɢ� ɡɚɤɨɧɚɦ� ɨ� ɫɜɨɛɨɞɧɨɣ�
ɬɨɪɝɨɜɥɟ� Ɋɟɫɩɭɛɥɢɤɢ Ʉɨɪɟɹ�� ɤɨɬɨɪɚɹ ɩɪɢɞɟɪɠɢɜɚɟɬɫɹ ɩɪɢɧɰɢɩɚ� ɨɬɤɪɵɬɨɣ� ɪɵɧɨɱɧɨɣ�
ɷɤɨɧɨɦɢɤɢ��Ɉɫɧɨɜɧɵɦ�ɡɚɤɨɧɨɦ��ɤɨɬɨɪɵɣ�ɤɚɫɚɟɬɫɹ�ɢɧɨɫɬɪɚɧɧɵɯ�ɢɧɜɟɫɬɢɰɢɣ�ɜ�ɘɠɧɨɣ�Ʉɨɪɟɟ��
ɹɜɥɹɟɬɫɹ�),3$�± ɡɚɤɨɧ�ɨ�ɩɨɨɳɪɟɧɢɢ�ɢɧɨɫɬɪɚɧɧɵɯ�ɢɧɜɟɫɬɢɰɢɣ��ȼ�ɷɬɨɣ�ɫɬɪɚɧɟ�ɮɭɧɤɰɢɨɧɢɪɭɟɬ�
ɧɚɰɢɨɧɚɥɶɧɨɟ�ɚɝɟɧɬɫɬɜɨ�ɩɨ�ɩɨɨɳɪɟɧɢɸ�ɢɧɜɟɫɬɢɪɨɜɚɧɢɹ�ɜ�ɷɤɨɧɨɦɢɤɭ�Ʉɨɪɟɢ�± ,QYHVW�.RUHD��Ⱦɥɹ�
ɫɬɢɦɭɥɢɪɨɜɚɧɢɹ� ɩɪɢɬɨɤɚ� ɢɧɜɟɫɬɢɰɢɣ� ɩɪɚɜɢɬɟɥɶɫɬɜɨ� ɘɠɧɨɣ� Ʉɨɪɟɢ� ɞɚɟɬ� ɢɧɨɫɬɪɚɧɧɵɦ�
ɤɨɦɩɚɧɢɹɦ-ɢɧɜɟɫɬɨɪɚɦ� ɧɚɥɨɝɨɜɵɟ� ɥɶɝɨɬɵ� ɢ� ɞɟɧɟɠɧɵɟ� ɝɪɚɧɬɵ� ɧɟ� ɦɟɧɟɟ� ��� ɨɬ� ɜɥɨɠɟɧɧɨɣ�
ɫɭɦɦɵ��ɉɨɫɥɟ�ɮɢɧɚɧɫɨɜɨɝɨ�ɤɪɢɡɢɫɚ�ɜ�����±�����ɝɨɞɚɯ��ɚ�ɡɚɬɟɦ�ɢ�ɜ������ɝɨɞɭ��ɛɵɥɢ�ɫɨɤɪɚɳɟɧɵ�
ɥɢɛɨ� ɭɩɪɚɡɞɧɟɧɵ� ɤɨɪɩɨɪɚɬɢɜɧɵɟ� ɧɚɥɨɝɢ� ɫɪɨɤɨɦ� ɧɚ� �±�� ɥɟɬ�� ɭɩɪɨɳɟɧɵ� ɚɞɦɢɧɢɫɬɪɚɬɢɜɧɵɟ�
ɩɪɨɰɟɞɭɪɵ� ɢ� ɭɤɪɟɩɥɟɧɵ� ɩɪɚɜɚ� ɢɧɨɫɬɪɚɧɧɵɯ� ɢɧɜɟɫɬɨɪɨɜ� ɞɥɹ� ɫɬɢɦɭɥɢɪɨɜɚɧɢɹ� ɪɚɡɜɢɬɢɹ�
ɩɟɪɟɞɨɜɵɯ�ɬɟɯɧɨɥɨɝɢɣ�ɢ�ɢɧɜɟɫɬɢɪɨɜɚɧɢɹ�ɜ�ɜɵɫɨɤɨɬɟɯɧɨɥɨɝɢɱɧɵɟ�ɩɪɨɢɡɜɨɞɫɬɜɚ�� 

ȼ�ɛɨɥɶɲɢɧɫɬɜɟ�ɟɜɪɨɩɟɣɫɤɢɯ�ɫɬɪɚɧ��ɬɚɤɢɯ�ɤɚɤ�Ɋɭɦɵɧɢɹ��Ȼɨɥɝɚɪɢɹ��ȼɟɧɝɪɢɹ��ɋɗɁ ɫɨɡɞɚɸɬɫɹ�
ɧɚ�ɝɨɫɭɞɚɪɫɬɜɟɧɧɨɣ�ɨɫɧɨɜɟ��ɇɚɩɪɢɦɟɪ��ɜ�Ɋɭɦɵɧɢɢ��ɜɵɞɟɥɟɧɢɟ�ɞɟɧɟɠɧɵɯ�ɫɪɟɞɫɬɜ�ɞɥɹ�ɨɬɤɪɵɬɢɹ�
ɧɨɜɵɯ�ɡɨɧ��ɨɫɭɳɟɫɬɜɥɟɧɢɹ�ɤɨɧɬɪɨɥɹ��ɚ�ɬɚɤɠɟ�ɫɨɡɞɚɧɢɟ�ɨɪɝɚɧɚ�ɭɩɪɚɜɥɟɧɢɹ�ɨɫɭɳɟɫɬɜɥɹɟɬɫɹ�ɧɚ�
ɨɫɧɨɜɚɧɢɢ�ɩɨɫɬɚɧɨɜɥɟɧɢɣ�ɉɪɚɜɢɬɟɥɶɫɬɜɚ��ɉɨɬɟɧɰɢɚɥɶɧɵɟ�ɪɟɡɢɞɟɧɬɵ�ɡɚɤɥɸɱɚɸɬ�ɤɨɧɬɪɚɤɬ�ɫ�
ɚɞɦɢɧɢɫɬɪɚɰɢɟɣ� ɡɨɧɵ� ɢ� ɩɨɥɭɱɚɸɬ� ɩɪɟɮɟɪɟɧɰɢɢ� ɜ� ɜɢɞɟ� ���� ɫɧɢɠɟɧɢɹ� ɧɚɥɨɝɚ� ɧɚ� ɩɪɢɛɵɥɶ��
ɨɫɜɨɛɨɠɞɟɧɢɟ� ɨɬ� ɭɩɥɚɬɵ� ɬɚɦɨɠɟɧɧɵɯ� ɩɥɚɬɟɠɟɣ�� ɇȾɋ� ɢ� ɚɤɰɢɡɨɜ�� ɜɟɞɟɧɢɟ� ɡɚɤɨɧɧɵɯ�
ɮɢɧɚɧɫɨɜɵɯ�ɨɩɟɪɚɰɢɣ�ɜ�ɢɧɨɫɬɪɚɧɧɨɣ�ɜɚɥɸɬɟ [2].  

Ɋɚɡɜɢɬɢɟ�ɨɞɧɨɣ�ɢɡ�ɪɚɡɧɨɜɢɞɧɨɫɬɟɣ�ɫɜɨɛɨɞɧɵɯ�ɷɤɨɧɨɦɢɱɟɫɤɢɯ�ɡɨɧ�± ɨɫɨɛɵɯ�ɷɤɨɧɨɦɢɱɟɫɤɢɯ�
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Ⱥɧɚɥɢɡ�ɪɨɫɫɢɣɫɤɨɝɨ�ɢ�ɡɚɪɭɛɟɠɧɨɝɨ�ɨɩɵɬɚ�ɫɨɡɞɚɧɢɹ�ɢ�ɮɭɧɤɰɢɨɧɢɪɨɜɚɧɢɹ�ɨɫɨɛɵɯ�ɷɤɨɧɨɦɢɱɟɫɤɢɯ�ɡɨɧ 
ɩɪɢɦɟɧɢɬɟɥɶɧɨ�ɤ�ɚɜɢɚɰɢɨɧɧɨɣ�ɩɪɨɦɵɲɥɟɧɧɨɫɬɢ 

 ɡɨɧ��ɈɗɁ��ɧɚɱɚɥɨɫɶ�ɜ�Ɋɨɫɫɢɢ�ɫ�ɩɪɢɧɹɬɢɹ�ɮɟɞɟɪɚɥɶɧɨɝɨ�ɡɚɤɨɧɚ�ʋ���-ɎɁ�ɨɬ������������ɝ��©Ɉɛ�
ɨɫɨɛɵɯ�ɷɤɨɧɨɦɢɱɟɫɤɢɯ�ɡɨɧɚɯ�ɜ�Ɋɨɫɫɢɣɫɤɨɣ�Ɏɟɞɟɪɚɰɢɢª��ɇɚ�ɨɫɧɨɜɚɧɢɢ�ɷɬɨɝɨ�ɡɚɤɨɧɚ�ɫɨɡɞɚɧɢɟ�
ɈɗɁ�ɭɬɜɟɪɠɞɚɟɬɫɹ�ɉɪɚɜɢɬɟɥɶɫɬɜɨɦ�ɊɎ�ɢ�ɨɮɨɪɦɥɹɟɬɫɹ�ɩɨɫɬɚɧɨɜɥɟɧɢɟɦ�ɉɪɚɜɢɬɟɥɶɫɬɜɚ��ɢɫɯɨɞɹ�
ɢɡ�ɤɪɢɬɟɪɢɟɜ�ɫɨɡɞɚɧɢɹ�ɨɫɨɛɨɣ�ɷɤɨɧɨɦɢɱɟɫɤɨɣ�ɡɨɧɵ��ɚ�ɬɚɤɠɟ�ɟɟ�ɩɪɢɧɚɞɥɟɠɧɨɫɬɢ�ɤ�ɨɞɧɨɦɭ�ɢɡ���
ɬɢɩɨɜ�� ɩɪɨɦɵɲɥɟɧɧɨ-ɩɪɨɢɡɜɨɞɫɬɜɟɧɧɨɝɨ�� ɬɟɯɧɢɤɨ-ɜɧɟɞɪɟɧɱɟɫɤɨɝɨ�� ɬɭɪɢɫɬɫɤɨ-
ɪɟɤɪɟɚɰɢɨɧɧɨɝɨ�ɢ�ɩɨɪɬɨɜɨɝɨ� ɈɗɁ�ɫɨɡɞɚɟɬɫɹ�ɫɪɨɤɨɦ�ɧɚ����ɥɟɬ�ɧɚ�ɨɫɧɨɜɟ�ɡɚɹɜɤɢ��ɗɬɨɬ�ɫɪɨɤ�ɧɟ�
ɩɨɞɥɟɠɢɬ�ɩɪɨɞɥɟɧɢɸ��ɋɨɡɞɚɧɢɟ�ɈɗɁ�ɞɨɥɠɧɨ�ɰɟɥɟɫɨɨɛɪɚɡɧɨ��ɪɟɧɬɚɛɟɥɶɧɨ�ɢ�ɨɛɨɫɧɨɜɚɧɨ�  

ɉɨ�ɞɚɧɧɵɦ�Ɇɢɧɢɫɬɟɪɫɬɜɚ�ɷɤɨɧɨɦɢɱɟɫɤɨɝɨ�ɪɚɡɜɢɬɢɹ�ɊɎ (ɆɗɊ�ɊɎ)�� ɜ�ɧɚɫɬɨɹɳɟɟ�ɜɪɟɦɹ�ɜ�
Ɋɨɫɫɢɣɫɤɨɣ�Ɏɟɞɟɪɚɰɢɢ� ɪɚɛɨɬɚɸɬ� ���ɈɗɁ�� ɢɡ� ɤɨɬɨɪɵɯ� ��� ɨɬɧɨɫɹɬɫɹ� ɤ� ɬɢɩɭ� ɩɪɨɦɵɲɥɟɧɧɨ-
ɩɪɨɢɡɜɨɞɫɬɜɟɧɧɵɯ����ɤ�ɬɢɩɭ�ɬɟɯɧɢɤɨ-ɜɧɟɞɪɟɧɱɟɫɤɢɯ�����ɢɡ�ɧɢɯ�ɬɭɪɢɫɬɫɤɨ-ɪɟɤɪɟɚɰɢɨɧɧɵɯ�ɢ���
ɩɨɪɬɨɜɵɟ�� Ɂɚ� ɩɪɨɲɟɞɲɢɟ� ɫ� ɦɨɦɟɧɬɚ� ɧɚɱɚɥɚ� ɞɟɹɬɟɥɶɧɨɫɬɢ� ɈɗɁ� ��� ɥɟɬ�� ɜ� ɈɗɁ� ɛɵɥɨ�
ɡɚɪɟɝɢɫɬɪɢɪɨɜɚɧɨ� ɛɨɥɟɟ� ���� ɪɟɡɢɞɟɧɬɨɜ�� ɢɡ� ɤɨɬɨɪɵɯ� ɛɨɥɟɟ� ���� ɫ� ɭɱɚɫɬɢɟɦ� ɢɧɨɫɬɪɚɧɧɵɯ�
ɢɧɜɟɫɬɢɰɢɣ� ȼ� Ɋɨɫɫɢɢ�� ɬɚɤ� ɠɟ, ɤɚɤ� ɢ� ɜ� ɪɚɫɫɦɨɬɪɟɧɧɵɯ� ɜɵɲɟ� ɡɚɪɭɛɟɠɧɵɯ� ɩɪɢɦɟɪɚɯ� ɋɗɁ�
ɫɨɡɞɚɸɬɫɹ� ɫ� ɰɟɥɶɸ� ɭɜɟɥɢɱɟɧɢɹ� ɢɧɨɫɬɪɚɧɧɵɯ� ɢɧɜɟɫɬɢɰɢɣ�� ɫɨɜɟɪɲɟɧɫɬɜɨɜɚɧɢɹ� ɬɟɯɧɨɥɨɝɢɣ��
ɪɨɫɬɚ�ɩɪɨɦɵɲɥɟɧɧɨɝɨ�ɩɪɨɢɡɜɨɞɫɬɜɚ�ɜɧɭɬɪɢ�ɫɬɪɚɧɵ��Ⱦɥɹ�ɷɬɨɝɨ�ɉɪɚɜɢɬɟɥɶɫɬɜɨ ɭɫɬɚɧɚɜɥɢɜɚɟɬ�
ɜɫɟɜɨɡɦɨɠɧɵɟ� ɫɬɢɦɭɥɵ� ɞɥɹ� ɦɟɠɞɭɧɚɪɨɞɧɨɣ� ɤɨɨɩɟɪɚɰɢɢ�� ɬɚɤɢɟ� ɤɚɤ� ɫɬɢɦɭɥɢɪɨɜɚɧɢɟ�
ɫɨɬɪɭɞɧɢɱɟɫɬɜɚ�ɫ�ɢɧɨɫɬɪɚɧɧɵɦɢ�ɩɨɫɬɚɜɳɢɤɚɦɢ�ɢ�ɡɚɤɚɡɱɢɤɚɦɢ�ɜ�ɫɮɟɪɚɯ�ɧɚɭɱɧɵɯ�ɪɚɡɪɚɛɨɬɨɤ��
ɩɪɨɞɚɠ� ɢ� ɝɚɪɚɧɬɢɣɧɨɝɨ� ɨɛɫɥɭɠɢɜɚɧɢɹ� ɉɪɚɜɢɬɟɥɶɫɬɜɨ� ɊɎ� ɜ� ɪɚɦɤɚɯ� ɝɨɫɭɞɚɪɫɬɜɟɧɧɨɣ�
ɩɪɨɝɪɚɦɦɵ�� ɭɬɜɟɪɠɞɟɧɧɨɣ� ɉɨɫɬɚɧɨɜɥɟɧɢɟɦ� ɉɪɚɜɢɬɟɥɶɫɬɜɚ� ɊɎ� ©Ɉɛ� ɭɬɜɟɪɠɞɟɧɢɢ�
ɝɨɫɭɞɚɪɫɬɜɟɧɧɨɣ� ɩɪɨɝɪɚɦɦɵ� Ɋɨɫɫɢɣɫɤɨɣ� Ɏɟɞɟɪɚɰɢɢ� ©Ɋɚɡɜɢɬɢɟ� ɚɜɢɚɰɢɨɧɧɨɣ�
ɩɪɨɦɵɲɥɟɧɧɨɫɬɢ� ɧɚ� ����±����� ɝɨɞɵªª� >�@� ɨɛɟɫɩɟɱɢɜɚɟɬ� ɝɨɫɭɞɚɪɫɬɜɟɧɧɭɸ� ɩɨɞɞɟɪɠɤɭ�
ɚɜɢɚɫɬɪɨɢɬɟɥɶɧɨɣ�ɨɬɪɚɫɥɢ�ɢ�ɫɨɡɞɚɧɢɟ�ɰɟɧɬɪɨɜ�ɚɜɢɚɫɬɪɨɟɧɢɹ�ɫ�ɰɟɥɶɸ�ɨɛɧɨɜɥɟɧɢɹ�ɩɚɪɤɚ�ɫɭɞɨɜ��
ɭɜɟɥɢɱɟɧɢɟ� ɷɤɫɩɨɪɬɧɵɯ� ɩɨɫɬɚɜɨɤ�� ɪɚɡɜɢɬɢɹ� ɇɂɈɄɊ�� ɤɚɞɪɨɜɨɝɨ� ɩɨɬɟɧɰɢɚɥɚ� ɢ� ɪɚɡɜɢɬɢɹ�
ɦɟɠɞɭɧɚɪɨɞɧɨɣ�ɤɨɨɩɟɪɚɰɢɢ� 

ɉɪɢɦɟɧɢɬɟɥɶɧɨ� ɤ� ɪɚɡɜɢɬɢɸ� ɚɜɢɚɰɢɨɧɧɨɣ� ɩɪɨɦɵɲɥɟɧɧɨɫɬɢ� ɩɨɥɨɠɢɬɟɥɶɧɵɦ� ɨɩɵɬɨɦ�
ɹɜɥɹɟɬɫɹ�ɨɛɪɚɡɨɜɚɧɢɟ ɜ������ɝɨɞɭ��ɉɨɫɬɚɧɨɜɥɟɧɢɟɦ�ɉɪɚɜɢɬɟɥɶɫɬɜɚ�ɊɎ�ʋ�����ɨɬ��������009 ɝ.) 
ɧɚ�ɛɚɡɟ�ɦɟɠɞɭɧɚɪɨɞɧɨɝɨ�ɚɷɪɨɩɨɪɬɚ�ɩɨɪɬɨɜɨɣ�ɈɗɁ�©ɍɥɶɹɧɨɜɫɤª [6]��Ɋɚɫɩɨɥɨɠɟɧɢɟ�ɷɬɨɣ�ɡɨɧɵ�
ɜɵɛɪɚɧɨ� ɧɟ� ɫɥɭɱɚɣɧɨ�� ɬɚɤ� ɤɚɤ� ɍɥɶɹɧɨɜɫɤɚɹ� ɨɛɥɚɫɬɶ� ɬɪɚɞɢɰɢɨɧɧɨ� ɫɱɢɬɚɟɬɫɹ� ɚɜɢɚɰɢɨɧɧɨɣ�
ɫɬɨɥɢɰɟɣ�Ɋɨɫɫɢɢ. ɉɪɢɨɪɢɬɟɬɧɵɦɢ�ɧɚɩɪɚɜɥɟɧɢɹɦɢ�ɉɈɗɁ�©ɍɥɶɹɧɨɜɫɤª�ɹɜɥɹɸɬɫɹ�ɩɪɨɢɡɜɨɞɫɬɜɨ�
ɚɜɢɚɰɢɨɧɧɨɣ� ɬɟɯɧɢɤɢ�� ɟɟ� ɪɟɦɨɧɬ� ɢ� ɬɟɯɧɢɱɟɫɤɨɟ� ɨɛɫɥɭɠɢɜɚɧɢɟ�� ɚ� ɬɚɤɠɟ� ɥɨɝɢɫɬɢɱɟɫɤɚɹ�
ɫɨɫɬɚɜɥɹɸɳɚɹ��ɗɬɚ�ɡɨɧɚ�ɧɚɫɱɢɬɵɜɚɟɬ����ɪɟɡɢɞɟɧɬɚ�����ɢɡ�ɤɨɬɨɪɵɯ�ɢɧɨɫɬɪɚɧɧɵɟ��Ɍɚɤ�ɠɟ��ɤɚɤ�ɢ�
ɁɋɌ ©Ⱥɷɪɨɩɨɪɬ�ɒɟɧɧɨɧª��ɉɈɗɁ�©ɍɥɶɹɧɨɜɫɤª�ɢɦɟɟɬ�ɤɚɱɟɫɬɜɟɧɧɭɸ�ɢɧɮɪɚɫɬɪɭɤɬɭɪɭ�ɤɪɭɩɧɨɝɨ�
ɬɪɚɧɫɩɨɪɬɧɨɝɨ�ɭɡɥɚ�ɢ�ɫɨɜɨɤɭɩɧɨɫɬɶ�ɧɚɥɨɝɨɜɵɯ�ɥɶɝɨɬ��ɤ�ɤɨɬɨɪɵɦ�ɨɬɧɨɫɹɬɫɹ� 

� ɧɚɥɨɝ�ɧɚ�ɩɪɢɛɵɥɶ�ɩɨ�ɫɬɚɜɤɟ�����ɜ� ɬɟɱɟɧɢɟ����ɥɟɬ�� ɚ�ɞɚɥɟɟ���,����ɋɬɚɜɤɚ�ɩɨ�ɧɚɥɨɝɭ�ɧɚ�
ɩɪɢɛɵɥɶ�ɜ�ɊɎ�ɫɨɫɬɚɜɥɹɟɬ������ 

� ɧɭɥɟɜɚɹ�ɫɬɚɜɤɚ�ɧɚɥɨɝɚ�ɧɚ�ɢɦɭɳɟɫɬɜɨ�ɫɪɨɤɨɦ�ɧɚ����ɥɟɬ� 
� ɧɭɥɟɜɚɹ�ɫɬɚɜɤɚ�ɧɚɥɨɝɚ�ɧɚ�ɡɟɦɥɸ�ɫɪɨɤɨɦ�ɧɚ����ɥɟɬ� 
� ɧɭɥɟɜɚɹ�ɫɬɚɜɤɚ�ɬɪɚɧɫɩɨɪɬɧɨɝɨ�ɧɚɥɨɝɚ�ɧɚ����ɥɟɬ� 
� ɨɬɫɭɬɫɬɜɢɟ� ɜɜɨɡɧɵɯ� ɬɚɦɨɠɟɧɧɵɯ� ɩɨɲɥɢɧ� ɢ� ɇȾɋ� ɜ� ɬɚɦɨɠɟɧɧɨɦ� ɪɟɠɢɦɟ� ɫɜɨɛɨɞɧɚɹ�

ɬɚɦɨɠɟɧɧɚɹ�ɡɨɧɚ� 
ȼ�ɧɚɫɬɨɹɳɢɣ�ɦɨɦɟɧɬ�ɜ�ɉɈɗɁ�©ɍɥɶɹɧɨɜɫɤª�ɡɚɹɜɥɟɧ�ɨɛɴɟɦ�ɨɫɭɳɟɫɬɜɥɟɧɧɵɯ�ɢɧɜɟɫɬɢɰɢɣ�ɜ�

ɪɚɡɦɟɪɟ�����ɦɢɥɥɢɚɪɞɚ�ɪɭɛɥɟɣ��Ⱦɟɹɬɟɥɶɧɨɫɬɶ�ɈɗɁ�ɨɛɟɫɩɟɱɢɜɚɸɬ�ɢɫɤɥɸɱɢɬɟɥɶɧɨ�ɩɪɟɞɩɪɢɹɬɢɹ-
ɪɟɡɢɞɟɧɬɵ� ɜ� ɤɨɥɢɱɟɫɬɜɟ� ��� ɩɪɟɞɩɪɢɹɬɢɣ�� ɢɡ� ɤɨɬɨɪɵɯ� ��� ɞɟɣɫɬɜɭɸɳɢɟ�� �� ɫɬɪɨɹɳɢɟɫɹ� ɢ� ���
ɩɪɨɟɤɬɢɪɭɸɳɢɯɫɹ�� ɇɚ� ɬɟɪɪɢɬɨɪɢɢ� ɈɗɁ� ɡɚɩɪɟɳɟɧɨ� ɨɫɭɳɟɫɬɜɥɹɬɶ� ɩɪɟɞɩɪɢɧɢɦɚɬɟɥɶɫɤɭɸ�
ɞɟɹɬɟɥɶɧɨɫɬɶ�ɢɧɜɟɫɬɨɪɚɦ��ɤɨɬɨɪɵɟ�ɧɟ�ɹɜɥɹɸɬɫɹ�ɪɟɡɢɞɟɧɬɚɦɢ�ɈɗɁ� ɋɪɟɞɢ�ɤɪɭɩɧɵɯ�ɪɟɡɢɞɟɧɬɨɜ�
ɦɨɠɧɨ�ɜɵɞɟɥɢɬɶ�ɬɚɤɢɟ�ɩɪɨɦɵɲɥɟɧɧɵɟ�ɩɪɟɞɩɪɢɹɬɢɹ��ɤɚɤ�� 

ɬɚɤɢɟ�ɤɪɭɩɧɵɟ�ɩɪɨɦɵɲɥɟɧɧɵɟ�ɩɪɟɞɩɪɢɹɬɢɹ-ɪɟɡɢɞɟɧɬɵ��ɤɚɤ� 
� ɈɈɈ� ©ɂɧɬɟɪȺɜɢɨɧɢɤɚª�� ɡɚɧɢɦɚɟɬɫɹ� ɪɟɦɨɧɬɨɦ� ɢ� ɬɟɯɧɢɱɟɫɤɢɦ� ɨɛɫɥɭɠɢɜɚɧɢɟɦ�� ɚ� ɬɚɤɠɟ�

ɩɪɨɢɡɜɨɞɫɬɜɨɦ�ɚɜɢɚɰɢɨɧɧɨɣ�ɬɟɯɧɢɤɢ� 
� ɈɈɈ�©ɉɪɨɢɡɜɨɞɫɬɜɟɧɧɚɹ�ɤɨɦɩɚɧɢɹ�©ȺɎɌª�ɬɚɤɠɟ�ɨɫɭɳɟɫɬɜɥɹɟɬ�ɩɪɨɢɡɜɨɞɫɬɜɨ��ɪɟɦɨɧɬ�ɢ�

ɬɟɯɧɢɱɟɫɤɨɟ�ɨɛɫɥɭɠɢɜɚɧɢɟ�ɚɜɢɚɰɢɨɧɧɨɣ�ɬɟɯɧɢɤɢ� 
� ɁȺɈ� ©ɉɪɨɦɬɟɯ-ɍɥɶɹɧɨɜɫɤª� ɡɚɧɢɦɚɟɬɫɹ� ɢɡɝɨɬɨɜɥɟɧɢɟɦ� ɤɨɦɩɥɟɤɬɭɸɳɢɯ� ɢɡɞɟɥɢɣ� ɞɥɹ�
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Ⱥɧɚɥɢɡ�ɪɨɫɫɢɣɫɤɨɝɨ�ɢ�ɡɚɪɭɛɟɠɧɨɝɨ�ɨɩɵɬɚ�ɫɨɡɞɚɧɢɹ�ɢ�ɮɭɧɤɰɢɨɧɢɪɨɜɚɧɢɹ�ɨɫɨɛɵɯ�ɷɤɨɧɨɦɢɱɟɫɤɢɯ�ɡɨɧ 
ɩɪɢɦɟɧɢɬɟɥɶɧɨ�ɤ�ɚɜɢɚɰɢɨɧɧɨɣ�ɩɪɨɦɵɲɥɟɧɧɨɫɬɢ 

 ɚɜɢɚɰɢɨɧɧɨɣ�ɬɟɯɧɢɤɢ� 
Ɉɫɧɨɜɧɵɦ� ɪɚɡɥɢɱɢɟɦ� ɁɋɌ ©Ⱥɷɪɨɩɨɪɬ�ɒɟɧɧɨɧª ɢ� ɉɈɗɁ� ©ɍɥɶɹɧɨɜɫɤª� ɹɜɥɹɟɬɫɹ� ɬɨ�� ɱɬɨ�

ɒɟɧɧɨɧ�ɫɨɡɞɚɜɚɥɢ�ɢɫɤɥɸɱɢɬɟɥɶɧɨ�ɢɧɨɫɬɪɚɧɧɵɟ�ɢɧɜɟɫɬɢɰɢɢ��ɜ�ɨɫɧɨɜɧɨɦ�ɢɡ�ɋɒȺ�ɢ�ȿɜɪɨɩɵ��
ɚ� ɪɨɫɫɢɣɫɤɚɹ� ɩɪɚɤɬɢɤɚ� ɩɪɟɞɩɨɥɚɝɚɟɬ� ɞɥɹ� ɫɨɡɞɚɧɢɹ� ɢɧɮɪɚɫɬɪɭɤɬɭɪɧɵɯ� ɨɛɴɟɤɬɨɜ� ɈɗɁ�
ɢɫɩɨɥɶɡɨɜɚɧɢɟ�ɫɪɟɞɫɬɜ�ɮɟɞɟɪɚɥɶɧɨɝɨ�ɢ�ɪɟɝɢɨɧɚɥɶɧɵɯ�ɛɸɞɠɟɬɨɜ� ȼ�ɫɜɹɡɢ�ɫ�ɷɬɢɦ�ɧɟɫɦɨɬɪɹ�ɧɚ�
ɛɨɥɶɲɢɟ� ɩɪɟɮɟɪɟɧɰɢɢ� ɞɥɹ� ɛɢɡɧɟɫɚ�� ɛɨɝɚɬɵɣ� ɧɚɤɨɩɥɟɧɧɵɣ� ɨɩɵɬ� ɮɭɧɤɰɢɨɧɢɪɨɜɚɧɢɹ� ɁɋɌ 
©Ⱥɷɪɨɩɨɪɬ�ɒɟɧɧɨɧª ɩɨ�ɩɪɢɜɥɟɱɟɧɢɸ�ɢɧɜɟɫɬɨɪɨɜ�ɛɵɥɨ�ɛɵ�ɧɟ�ɩɥɨɯɨ�ɜɧɟɞɪɢɬɶ�ɜ�ɪɚɛɨɬɟ�ɉɈɗɁ�
©ɍɥɶɹɧɨɜɫɤª, ɞɥɹ� ɪɨɫɬɚ� ɢɧɜɟɫɬɢɰɢɨɧɧɨɣ� ɚɤɬɢɜɧɨɫɬɢ�� ɭɫɩɟɲɧɨɝɨ� ɪɚɡɜɢɬɢɹ� ɚɜɢɚɰɢɨɧɧɨɣ�
ɨɬɪɚɫɥɢ��ɩɨɹɜɥɟɧɢɹ�ɧɨɜɵɯ�ɬɟɯɧɨɥɨɝɢɣ�ɢ��ɜɫɥɟɞɫɬɜɢɟ�ɷɬɨɝɨ��ɪɨɫɬɚ�ɡɚɧɹɬɨɫɬɢ�ɧɚɫɟɥɟɧɢɹ ɪɟɝɢɨɧɚ. 

ɗɤɫɩɟɪɬɵ�ɆɗɊ�ɊɎ��ɩɨɞɜɨɞɹ�ɢɬɨɝɢ�ɪɚɛɨɬɵ�ɈɗɁ�ɜ������ɝɨɞɭ��ɩɪɢɲɥɢ�ɤ�ɜɵɜɨɞɭ��ɱɬɨ�ɉɈɗɁ 
©ɍɥɶɹɧɨɜɫɤª�ɩɨɤɚɡɚɥɚ�ɷɮɮɟɤɬɢɜɧɨɫɬɶ�ɧɚ�ɭɪɨɜɧɟ�������Ɉɧɚ�ɹɜɥɹɟɬɫɹ�ɞɥɹ�ɨɛɥɚɫɬɢ�ɬɟɪɪɢɬɨɪɢɟɣ�
ɩɪɢɨɪɢɬɟɬɧɨɝɨ� ɪɚɡɜɢɬɢɹ� ɫ� ɛɨɥɶɲɢɦɢ� ɩɟɪɫɩɟɤɬɢɜɚɦɢ� ɪɨɫɬɚ� ɡɚɧɹɬɨɫɬɢ� ɢ� ɢɧɜɟɫɬɢɰɢɨɧɧɨɣ�
ɩɪɢɜɥɟɤɚɬɟɥɶɧɨɫɬɢ� ɪɟɝɢɨɧɚ�� ɚ� ɬɚɤɠɟ� ɫɩɨɫɨɛɫɬɜɭɟɬ� ɪɚɡɜɢɬɢɸ� ɥɨɝɢɫɬɢɱɟɫɤɢɯ� ɫɯɟɦ�
ɮɟɞɟɪɚɥɶɧɨɝɨ� ɢ� ɦɟɠɞɭɧɚɪɨɞɧɨɝɨ� ɭɪɨɜɧɹ�� ȼ� ɫɜɨɢɯ� ɨɰɟɧɤɚɯ� ɆɗɊ� ɊɎ� ɭɱɢɬɵɜɚɥɨ� ɧɟ� ɬɨɥɶɤɨ�
ɷɮɮɟɤɬɢɜɧɨɫɬɶ� ɞɟɹɬɟɥɶɧɨɫɬɢ� ɩɪɟɞɩɪɢɹɬɢɣ-ɪɟɡɢɞɟɧɬɨɜ�� ɧɨ� ɢ� ɪɟɧɬɚɛɟɥɶɧɨɫɬɶ� ɜɥɨɠɟɧɢɣ�
ɛɸɞɠɟɬɧɵɯ�ɫɪɟɞɫɬɜ�ɧɚ�ɫɨɡɞɚɧɢɟ�ɞɟɣɫɬɜɭɸɳɟɣ�ɢɧɮɪɚɫɬɪɭɤɬɭɪɵ�ɈɗɁ��ɚ�ɬɚɤɠɟ�ɫɬɢɦɭɥɢɪɨɜɚɧɢɟ�
ɪɨɫɬɚ�ɡɚɧɹɬɨɫɬɢ�ɢ�ɩɪɢɜɥɟɱɟɧɢɹ�ɩɪɢɬɨɤɚ�ɢɧɜɟɫɬɢɰɢɣ�ɜ�ɷɤɨɧɨɦɢɤɭ�ɪɟɝɢɨɧɚ�[7]. 

ȿɳɟ� ɨɞɧɢɦ� ɭɫɩɟɲɧɵɦ� ɩɪɢɦɟɪɨɦ� ɪɚɡɜɢɬɢɹ� ɚɜɢɚɰɢɨɧɧɨɣ� ɩɪɨɦɵɲɥɟɧɧɨɫɬɢ� ɹɜɥɹɟɬɫɹ�
ɮɨɪɦɢɪɨɜɚɧɢɟ� ɚɜɢɚɫɬɪɨɢɬɟɥɶɧɵɯ� ɤɥɚɫɬɟɪɨɜ� ɜ� ɈɗɁ� ©Ɍɢɬɚɧɨɜɚɹ� ɞɨɥɢɧɚª�� ɪɚɫɩɨɥɨɠɟɧɧɨɣ� ɜ�
ɋɜɟɪɞɥɨɜɫɤɨɣ� ɨɛɥɚɫɬɢ [5]. ɈɗɁ� ©Ɍɢɬɚɧɨɜɚɹ� ɞɨɥɢɧɚª ɹɜɥɹɟɬɫɹ� ɩɪɨɦɵɲɥɟɧɧɨ-
ɩɪɨɢɡɜɨɞɫɬɜɟɧɧɨɣ ɡɨɧɨɣ, ɜ�ɤɨɬɨɪɨɣ�ɩɨ�ɚɧɚɥɨɝɢɢ�ɫ�ɸɠɧɨɤɨɪɟɣɫɤɢɦɢ�ɋɗɁ ɫɤɨɧɰɟɧɬɪɢɪɨɜɚɧɵ�
ɭɡɤɨɫɩɟɰɢɚɥɢɡɢɪɨɜɚɧɧɵɟ� ɩɪɟɞɩɪɢɹɬɢɹ� ɚɜɢɚɤɨɫɦɢɱɟɫɤɨɣ� ɨɬɪɚɫɥɢ�� ɢɦɟɸɳɢɟ� ɫɜɨɟɣ� ɰɟɥɶɸ�
ɦɨɞɟɪɧɢɡɚɰɢɸ� ɩɪɨɢɡɜɨɞɫɬɜɚ� ɫ� ɩɪɢɜɥɟɱɟɧɢɟɦ� ɜɵɫɨɤɢɯ� ɬɟɯɧɨɥɨɝɢɣ�� ɜɵɫɨɤɢɣ� ɭɪɨɜɟɧɶ�
ɤɜɚɥɢɮɢɤɚɰɢɢ�ɪɚɛɨɱɟɣ�ɫɢɥɵ�ɢ�ɞɢɧɚɦɢɱɧɨɟ�ɪɚɡɜɢɬɢɟ�ɫ�ɰɟɥɶɸ�ɷɤɨɧɨɦɢɱɟɫɤɨɝɨ�ɪɨɫɬɚ�  

Ɍɚɤ�� ɫɪɟɞɢ� ɪɟɡɢɞɟɧɬɨɜ� ɈɗɁ� ©Ɍɢɬɚɧɨɜɚɹ� ɞɨɥɢɧɚª� ɦɨɠɧɨ� ɜɵɞɟɥɢɬɶ ɬɚɤɢɟ� ɤɪɭɩɧɵɟ�
ɩɪɟɞɩɪɢɹɬɢɹ�ɚɜɢɚɰɢɨɧɧɨɣ�ɩɪɨɦɵɲɥɟɧɧɨɫɬɢ��ɤɚɤ: 

� ɍɁȽȺ�± ȺɈ�©ɍɪɚɥɶɫɤɢɣ�ɡɚɜɨɞ�ɝɪɚɠɞɚɧɫɤɨɣ�ɚɜɢɚɰɢɢª��ɤɨɬɨɪɵɣ�ɨɫɭɳɟɫɬɜɥɹɟɬ�ɫɟɪɜɢɫɧɨɟ�
ɨɛɫɥɭɠɢɜɚɧɢɟ� ɢ� ɪɟɦɨɧɬ� ɜɟɪɬɨɥɟɬɧɨɣ� ɬɟɯɧɢɤɢ�� ɚ� ɬɚɤɠɟ� ɩɪɨɢɡɜɨɞɫɬɜɨ� ɢɧɨɫɬɪɚɧɧɨɣ�
ɚɜɢɚɰɢɨɧɧɨɣ�ɬɟɯɧɢɤɢ�ɩɨ�ɥɢɰɟɧɡɢɹɦ; 

� ɈɈɈ� ©ɋɢɛɟɤɨ� ɋɢɫɬɟɦɵ� ɋɢɞɟɧɢɣª�� ɡɚɧɢɦɚɟɬɫɹ� ɩɪɨɢɡɜɨɞɫɬɜɨɦ� ɤɨɦɩɥɟɤɬɭɸɳɢɯ� ɞɥɹ�
ɬɪɚɧɫɩɨɪɬɧɵɯ�ɫɪɟɞɫɬɜ�ɢ�ɫɢɞɟɧɢɣ�ɞɥɹ�ɚɜɢɚɰɢɨɧɧɨɝɨ�ɬɪɚɧɫɩɨɪɬɚ; 

� Ural Boeing Manufacturing�� ɤɨɬɨɪɵɣ�ɨɫɭɳɟɫɬɜɥɹɟɬ�ɦɟɯɚɧɢɱɟɫɤɭɸ�ɨɛɪɚɛɨɬɤɭ�ɲɬɚɦɩɨɜɨɤ�
ɚɜɢɚɰɢɨɧɧɨɝɨ�ɧɚɡɧɚɱɟɧɢɹ�ɢɡ�ɬɢɬɚɧɨɜɵɯ�ɫɩɥɚɜɨɜ�  

Ɋɟɡɢɞɟɧɬɵ� ɈɗɁ� ©Ɍɢɬɚɧɨɜɚɹ� ɞɨɥɢɧɚª ɩɥɚɬɹɬ� ɧɚɥɨɝ� ɧɚ� ɩɪɢɛɵɥɶ� ɜ� ɪɚɡɦɟɪɟ� � �� ɢ�
ɨɫɜɨɛɨɠɞɚɸɬɫɹ� ɨɬ� ɨɩɥɚɬɵ� ɬɪɚɧɫɩɨɪɬɧɨɝɨ�� ɡɟɦɟɥɶɧɨɝɨ� ɢ� ɧɚɥɨɝɚ� ɧɚ� ɢɦɭɳɟɫɬɜɨ�� ɢɦɟɸɬ�
ɨɫɜɨɛɨɠɞɟɧɢɟ�ɨɬ�ɭɩɥɚɬɵ�ɬɚɦɨɠɟɧɧɵɯ�ɩɥɚɬɟɠɟɣ�ɩɪɢ�ɜɜɨɡɟ�ɬɨɜɚɪɨɜ�ɢ�ɥɶɝɨɬɧɭɸ�ɫɬɚɜɤɭ�ɧɚ�ɜɵɤɭɩ�
ɡɟɦɥɢ�� ��ɨɬ�ɤɚɞɚɫɬɪɨɜɨɣ�ɫɬɨɢɦɨɫɬɢ� 

ɇɚ� ɩɥɨɳɚɞɤɟ� ©ɍɤɬɭɫª�� ɩɪɢɧɚɞɥɟɠɚɳɟɣ� ɬɟɪɪɢɬɨɪɢɢ� ɈɗɁ� ©Ɍɢɬɚɧɨɜɚɹ� ɞɨɥɢɧɚª�� ɫɨɡɞɚɧ�
ɩɪɨɦɵɲɥɟɧɧɵɣ� ɬɟɯɧɨɩɚɪɤ� ©Ⱥɜɢɚɬɨɪª�� ɧɚ� ɤɨɬɨɪɨɦ� ɩɥɚɧɢɪɭɟɬɫɹ� ɪɚɡɦɟɳɟɧɢɟ� ɧɨɜɵɯ�
ɜɵɫɨɤɨɬɟɯɧɨɥɨɝɢɱɧɵɯ� ɩɪɨɦɵɲɥɟɧɧɵɯ� ɦɨɳɧɨɫɬɟɣ�� ɩɪɢɧɚɞɥɟɠɚɳɢɯ� ɤ� ɚɜɢɚɫɬɪɨɢɬɟɥɶɧɨɣ�
ɨɬɪɚɫɥɢ�� ɚ� ɬɚɤɠɟ�ɞɥɹ� ɭɫɤɨɪɟɧɢɹ� ɜɧɟɞɪɟɧɢɹ� ɧɚɭɱɧɵɯ� ɪɚɡɪɚɛɨɬɨɤ�� ɢɧɧɨɜɚɰɢɨɧɧɵɯ� ɢ� ɧɚɭɱɧɨ-
ɬɟɯɧɢɱɟɫɤɢɯ� ɩɪɟɞɩɪɢɹɬɢɣ�� ɗɬɨɬ� ɜɧɨɜɶ� ɫɨɡɞɚɜɚɟɦɵɣ� ɤɥɚɫɬɟɪ� ɩɨɡɜɨɥɢɬ� ɭɜɟɥɢɱɢɬɶ�
ɩɪɨɦɵɲɥɟɧɧɵɣ� ɩɨɬɟɧɰɢɚɥ�� ɩɨɥɭɱɢɬɶ� ɤɨɧɤɭɪɟɧɬɧɵɟ� ɩɪɟɢɦɭɳɟɫɬɜɚ� ɢ� ɫɧɢɡɢɬɶ�
ɢɧɮɪɚɫɬɪɭɤɬɭɪɧɵɟ�ɢɡɞɟɪɠɤɢ�� 

ɇɚ�ɛɚɡɟ�ɚɜɢɚɰɢɨɧɧɨɝɨ�ɤɥɚɫɬɟɪɚ ɈɗɁ�©Ɍɢɬɚɧɨɜɚɹ�ɞɨɥɢɧɚª ȺɈ�©ɍɁȽȺª�ɪɚɡɜɢɜɚɟɬ�ɩɪɨɟɤɬɵ�
ɦɚɥɵɯ� ɫɚɦɨɥɟɬɨɜ� Ʌ-����� ɍɌɄ� ȾȺ-��Ɍ�� ȻɅȺ� ©Ɏɨɪɩɨɫɬª� ɢ� ɜɟɪɬɨɥɟɬɨɜ� %(//�� ɉɨ� ɫɥɨɜɚɦ�
ɝɟɧɟɪɚɥɶɧɨɝɨ�ɞɢɪɟɤɬɨɪɚ�ɍɁȽȺ�ȼɚɞɢɦɚ�Ȼɚɞɟɯɚ��©ɉɪɢɦɟɧɟɧɢɟ�ɫɩɟɰɢɚɥɶɧɵɯ�ɭɫɥɨɜɢɣ�ɜ�ɝɪɚɧɢɰɚɯ�
ɈɗɁ�ɩɨɡɜɨɥɢɬ�ɍɁȽȺ�ɢɡɛɟɠɚɬɶ�ɨɬɜɥɟɱɟɧɢɹ�ɫɪɟɞɫɬɜ ɧɚ�ɮɢɧɚɧɫɢɪɨɜɚɧɢɟ�ɬɚɦɨɠɟɧɧɵɯ�ɩɥɚɬɟɠɟɣ�
ɢ� ɧɚɥɨɝɨɜ�� ɋɷɤɨɧɨɦɥɟɧɧɵɟ� ɫɪɟɞɫɬɜɚ� ɩɨɫɥɭɠɚɬ� ɢɫɬɨɱɧɢɤɨɦ� ɮɢɧɚɧɫɢɪɨɜɚɧɢɹ� ɭɝɥɭɛɥɟɧɢɹ�
ɥɨɤɚɥɢɡɚɰɢɢ� ɩɪɨɟɤɬɨɜ�� Ʉɪɨɦɟ� ɬɨɝɨ�� ɛɭɞɭɱɢ� ɪɟɡɢɞɟɧɬɨɦ� ɈɗɁ� ɦɵ� ɪɚɫɫɱɢɬɵɜɚɟɦ� ɧɚɥɚɞɢɬɶ�
ɤɨɨɩɟɪɚɰɢɸ�ɫ�ɨɬɟɱɟɫɬɜɟɧɧɵɦɢ�ɩɪɟɞɩɪɢɹɬɢɹɦɢ�ɢ�ɩɪɢɜɥɟɱɶ�ɧɨɜɵɯ�ɦɟɠɞɭɧɚɪɨɞɧɵɯ�ɩɚɪɬɧɟɪɨɜ��
ɧɚɩɪɢɦɟɪ��7XUERPHFD�ɫ�ɩɪɨɟɤɬɨɦ�ɥɨɤɚɥɢɡɚɰɢɢ�ɩɪɨɢɡɜɨɞɫɬɜɚ�ɜɟɪɬɨɥɟɬɧɵɯ�ɞɜɢɝɚɬɟɥɟɣ�ɢ�$XVWUR�
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Ȼɟɡɡɟɦɟɥɶɧɚɹ�ɘ� Ⱥ� 
  

Ⱥɧɚɥɢɡ�ɪɨɫɫɢɣɫɤɨɝɨ�ɢ�ɡɚɪɭɛɟɠɧɨɝɨ�ɨɩɵɬɚ�ɫɨɡɞɚɧɢɹ�ɢ�ɮɭɧɤɰɢɨɧɢɪɨɜɚɧɢɹ�ɨɫɨɛɵɯ�ɷɤɨɧɨɦɢɱɟɫɤɢɯ�ɡɨɧ 
ɩɪɢɦɟɧɢɬɟɥɶɧɨ�ɤ�ɚɜɢɚɰɢɨɧɧɨɣ�ɩɪɨɦɵɲɥɟɧɧɨɫɬɢ 

 (QJLQH�ɫ�ɩɪɨɟɤɬɨɦ�ɥɨɤɚɥɢɡɚɰɢɢ�ɩɪɨɢɡɜɨɞɫɬɜɚ�ɞɜɢɝɚɬɟɥɟɣª [8]. 
Ɍɚɤɢɦ�ɨɛɪɚɡɨɦ��ɛɥɚɝɨɞɚɪɹ�ɝɪɭɩɩɢɪɨɜɚɧɢɸ�ɧɚ�ɨɞɧɨɣ�ɬɟɪɪɢɬɨɪɢɢ�ɧɟɫɤɨɥɶɤɢɯ�ɩɪɨɮɢɥɶɧɵɯ 

ɩɪɨɢɡɜɨɞɫɬɜ�� ɩɪɨɦɵɲɥɟɧɧɵɟ� ɩɪɟɞɩɪɢɹɬɢɹ� ɩɨɥɭɱɚɸɬ� ɜɨɡɦɨɠɧɨɫɬɶ� ɫɧɢɠɚɬɶ� ɡɚɬɪɚɬɵ� ɧɚ�
ɢɧɮɪɚɫɬɪɭɤɬɭɪɭ�ɢ�ɢɡɛɚɜɥɹɸɬɫɹ�ɢɯ�ɨɬ�ɧɟɩɪɨɮɢɥɶɧɨɣ�ɞɟɹɬɟɥɶɧɨɫɬɢ��ɫɜɹɡɚɧɧɨɣ�ɫ�ɫɨɡɞɚɧɢɟɦ�ɢ�
ɨɛɫɥɭɠɢɜɚɧɢɟɦ�ɤɨɦɦɭɧɚɥɶɧɵɯ�ɫɟɬɟɣ� Ȼɥɚɝɨɞɚɪɹ�ɩɨɞɨɛɧɵɦ�ɪɟɲɟɧɢɹɦ�ɱɢɫɥɨ�ɪɟɡɢɞɟɧɬɨɜ�ɈɗɁ�
ɧɟɩɪɟɪɵɜɧɨ�ɪɚɫɲɢɪɹɟɬɫɹ� Ɍɚɤ� ���ɧɨɹɛɪɹ������ɩɪɨɲɥɨ�ɡɚɫɟɞɚɧɢɟ�ɫɨɜɟɬɚ�ɞɢɪɟɤɬɨɪɨɜ�ɈȺɄ��ɧɚ�
ɤɨɬɨɪɨɦ�ɛɵɥɨ�ɩɪɢɧɹɬɨ�ɪɟɲɟɧɢɟ�ɨɛ�ɨɛɴɟɞɢɧɟɧɢɢ�ȺɈ�©Ʉɨɦɩɚɧɢɹ�ɋɭɯɨɣª��ɉȺɈ�©ɈȺɄª��ɢ�ȺɈ�
©ɊɋɄ�©ɆɢȽª��ȼ�ɫɜɨɸ�ɨɱɟɪɟɞɶ��ɉȺɈ�©ɈȺɄª��ɤɨɬɨɪɨɟ�ɜɯɨɞɢɬ�ɜ�Ƚɨɫɭɞɚɪɫɬɜɟɧɧɭɸ�ɤɨɪɩɨɪɚɰɢɸ�
©Ɋɨɫɬɟɯª [4], ɞɥɹ�ɦɢɧɢɦɢɡɚɰɢɢ�ɢɡɞɟɪɠɟɤ�ɩɪɢ�ɫɨɡɞɚɧɢɢ�ɧɨɜɵɯ�ɩɪɨɢɡɜɨɞɫɬɜɟɧɧɵɯ�ɦɨɳɧɨɫɬɟɣ��
ɨɛɴɹɜɢɥ� ɨɫɨɛɵɟ� ɷɤɨɧɨɦɢɱɟɫɤɢɟ� ɡɨɧɵ� ɩɪɢɨɪɢɬɟɬɧɵɦɢ� ɩɥɨɳɚɞɤɚɦɢ� ɞɥɹ� ɪɚɡɦɟɳɟɧɢɹ� ɫɜɨɢɯ�
ɰɟɧɬɪɨɜ�ɢ�ɩɨɫɬɚɜɳɢɤɨɜ��Ɍɟɧɞɟɧɰɢɹ�ɤ�ɰɟɧɬɪɚɥɢɡɚɰɢɢ�ɧɚɛɥɸɞɚɟɬɫɹ�ɜɨ�ɜɫɟɯ�ɫɮɟɪɚɯ�ɞɟɹɬɟɥɶɧɨɫɬɢ�
ɉȺɈ�©ɈȺɄª��ɍɠɟ ɡɚɜɟɪɲɟɧɨ�ɩɪɢɫɨɟɞɢɧɟɧɢɟ�ɤ�ɉȺɈ ©ɈȺɄª ɜɨɪɨɧɟɠɫɤɨɝɨ�ɚɜɢɚɡɚɜɨɞɚ�ȼȺɋɈ�
©ɂɥª��ɚ�ɬɚɤɠɟ�ɭɥɶɹɧɨɜɫɤɨɝɨ�©Ⱥɜɢɚɫɬɚɪ-ɋɉª ɢ�ɉȺɈ�©Ɍɭɩɨɥɟɜª��Ⱥ��ɩɨɫɤɨɥɶɤɭ�ɢɧɬɟɪɟɫɵ�ɉȺɈ�
©ɈȺɄª� ɤɨɧɰɟɧɬɪɢɪɭɸɬɫɹ� ɧɚ� ɈɗɁ�� ɜ� ɫɤɨɪɨɦ� ɛɭɞɭɳɟɦ� ɦɨɠɧɨ� ɛɭɞɟɬ� ɧɚɛɥɸɞɚɬɶ� ɭɜɟɥɢɱɟɧɢɟ�
ɤɨɥɢɱɟɫɬɜɚ�ɪɟɡɢɞɟɧɬɨɜ�ɧɚ�ɩɥɨɳɚɞɤɚɯ�ɈɗɁ� 

Ɍɚɤɠɟ ©ȼɟɪɬɨɥɟɬɵ� Ɋɨɫɫɢɢª� ɡɚɹɜɢɥɢ�� ɱɬɨ� ɩɟɪɟɞɚɸɬ� ɧɚ� ɚɭɬɫɨɪɫɢɧɝ� ɩɪɨɢɡɜɨɞɫɬɜɨ� ɢ�
ɦɟɯɚɧɢɱɟɫɤɭɸ� ɨɛɪɚɛɨɬɤɭ� ɬɢɬɚɧɨɜɵɯ� ɡɚɝɨɬɨɜɨɤ��Ʉɨɦɩɚɧɢɹ� ɭɠɟ� ɩɨɞɩɢɫɚɥɚ� ɫɨɨɬɜɟɬɫɬɜɭɸɳɟɟ�
ɫɨɝɥɚɲɟɧɢɟ�ɫ�ɈɗɁ�©Ɍɢɬɚɧɨɜɚɹ�ɞɨɥɢɧɚª��Ɉɛɪɚɛɨɬɤɚ�ɬɢɬɚɧɨɜɵɯ�ɲɬɚɦɩɨɜɨɤ�ɛɭɞɟɬ�ɩɪɨɯɨɞɢɬɶ�ɜ�
ɈɗɁ� ©Ɍɢɬɚɧɨɜɚɹ� ɞɨɥɢɧɚª ɧɚ� ɫɨɜɦɟɫɬɧɨɦ� ɩɪɟɞɩɪɢɹɬɢɢ� ©Ural Boeing Manufacturingª ɢ�
ɤɨɪɩɨɪɚɰɢɢ�©ȼɋɆɉɈ-ȺȼɂɋɆȺª. 

ȼ�ɫɜɹɡɢ�ɫ�ɢɦɟɸɳɢɦɢɫɹ�ɭɫɩɟɯɚɦɢ�ɩɨ�ɫɨɡɞɚɧɢɸ�ɢ�ɮɭɧɤɰɢɨɧɢɪɨɜɚɧɢɸ�ɈɗɁ�ɞɥɹ�ɭɫɤɨɪɟɧɢɹ�
ɪɚɡɜɢɬɢɹ� ɢ� ɢɯ� ɫɨɜɟɪɲɟɧɫɬɜɨɜɚɧɢɹ� ɜ� ɆɗɊ� ɊɎ ɩɨɞɝɨɬɨɜɥɟɧ ɡɚɤɨɧɨɩɪɨɟɤɬ�� ɤɨɬɨɪɵɣ�
ɩɪɟɞɭɫɦɚɬɪɢɜɚɟɬ� ɪɚɫɲɢɪɟɧɢɟ� ɪɚɡɪɟɲɟɧɧɵɯ� ɜɢɞɨɜ� ɞɟɹɬɟɥɶɧɨɫɬɢ�� ɭɩɪɨɳɟɧɢɟ� ɩɪɨɰɟɞɭɪɵ�
ɩɨɥɭɱɟɧɢɹ�ɪɟɡɢɞɟɧɬɫɬɜɚ��ɚ�ɬɚɤɠɟ�ɭɛɢɪɚɟɬ�ɤɥɚɫɫɢɮɢɤɚɰɢɸ�ɈɗɁ�ɩɨ�ɬɢɩɚɦ�� 

Ɍɚɤɢɦ�ɨɛɪɚɡɨɦ��ɪɨɫɫɢɣɫɤɚɹ�ɢ�ɦɢɪɨɜɚɹ�ɩɪɚɤɬɢɤɚ�ɩɨɤɚɡɵɜɚɟɬ��ɱɬɨ�ɫɜɨɛɨɞɧɵɟ�ɷɤɨɧɨɦɢɱɟɫɤɢɟ�
ɡɨɧɵ��ɤɨɬɨɪɵɟ�ɩɨɥɭɱɚɸɬ�ɝɨɫɭɞɚɪɫɬɜɟɧɧɭɸ�ɩɨɞɞɟɪɠɤɭ��ɜɫɬɪɨɟɧɵ�ɜ�ɰɟɩɨɱɤɢ�ɩɨɫɬɚɜɨɤ�ɜɧɭɬɪɢ�
ɫɬɪɚɧɵ� ɢ� ɜ� ɰɟɩɨɱɤɢ� ɦɟɠɞɭɧɚɪɨɞɧɨɣ� ɤɨɨɩɟɪɚɰɢɢ�� ɢɦɟɸɬ� ɤɚɱɟɫɬɜɟɧɧɭɸ� ɢɧɮɪɚɫɬɪɭɤɬɭɪɭ��
ɧɚɢɛɨɥɟɟ�ɭɫɩɟɲɧɵ�ɢ�ɪɚɡɜɢɜɚɸɬɫɹ�ɜɵɫɨɤɢɦɢ�ɬɟɦɩɚɦɢ��ɋɭɳɟɫɬɜɭɸɬ�ɛɨɥɶɲɢɟ�ɤɨɦɦɟɪɱɟɫɤɢɟ�ɢ�
ɬɟɯɧɨɥɨɝɢɱɟɫɤɢɟ� ɪɢɫɤɢ� ɩɪɨɝɪɚɦɦ� ɪɚɡɜɢɬɢɹ� ɚɜɢɚɰɢɨɧɧɨɣ� ɩɪɨɦɵɲɥɟɧɧɨɫɬɢ�� ɜ� ɫɜɹɡɢ� ɫ� ɱɟɦ�
ɚɧɚɥɢɡ� ɦɢɪɨɜɨɝɨ� ɨɩɵɬɚ� ɮɭɧɤɰɢɨɧɢɪɨɜɚɧɢɹ� ɫɜɨɛɨɞɧɵɯ� ɷɤɨɧɨɦɢɱɟɫɤɢɯ� ɡɨɧ� ɢ� ɢɡɭɱɟɧɢɟ�
ɦɟɠɞɭɧɚɪɨɞɧɨɣ�ɩɪɚɤɬɢɤɢ�ɛɭɞɟɬ�ɫɩɨɫɨɛɫɬɜɨɜɚɬɶ�ɪɚɡɜɢɬɢɸ�ɪɨɫɫɢɣɫɤɢɯ�ɚɜɢɚɰɢɨɧɧɵɯ�ɩɪɨɝɪɚɦɦ�
ɜ�ɭɫɥɨɜɢɹɯ�ɈɗɁ��ɚ�ɬɚɤɠɟ�ɭɜɟɥɢɱɟɧɢɸ�ɩɪɟɞɩɪɢɧɢɦɚɬɟɥɶɫɤɨɝɨ�ɩɨɬɟɧɰɢɚɥɚ� ɉɨɷɬɨɦɭ�ɪɚɛɨɬɚ�ɜ�
ɭɫɥɨɜɢɹɯ� ɨɫɨɛɵɯ� ɷɤɨɧɨɦɢɱɟɫɤɢɯ� ɡɨɧ� ɨɫɨɛɟɧɧɨ� ɚɤɬɭɚɥɶɧɚ� ɞɥɹ� ɪɨɫɫɢɣɫɤɨɣ� ɚɜɢɚɰɢɨɧɧɨɣ�
ɩɪɨɦɵɲɥɟɧɧɨɫɬɢ�� ɤɨɬɨɪɚɹ� ɫɟɣɱɚɫ� ɫɱɢɬɚɟɬɫɹ� ɨɞɧɨɣ� ɢɡ� ɧɚɢɛɨɥɟɟ� ɪɚɡɜɢɬɵɯ� ɨɬɪɚɫɥɟɣ�
ɩɪɨɢɡɜɨɞɫɬɜɚ��ɉɨɫɤɨɥɶɤɭ�ɷɬɨ�ɤɚɩɢɬɚɥɨɟɦɤɚɹ�ɢ�ɧɚɭɤɨɟɦɤɚɹ�ɨɬɪɚɫɥɶ��ɬɨ�ɞɥɹ�ɧɟɟ�ɢɦɟɟɬ�ɨɫɨɛɭɸ�
ɜɚɠɧɨɫɬɶ�ɪɚɡɜɢɬɢɟ�ɫɜɨɟɝɨ�ɩɨɬɟɧɰɢɚɥɚ�ɜ�ɨɫɨɛɵɯ�ɷɤɨɧɨɦɢɱɟɫɤɢɯ�ɡɨɧɚɯ��Ɇɧɨɝɢɟ�ɩɟɪɫɩɟɤɬɢɜɧɵɟ�
ɞɥɹ� ɪɚɡɜɢɬɢɹ� ɨɬɪɚɫɥɢ� ɩɪɨɟɤɬɵ� ɪɟɚɥɢɡɭɸɬɫɹ� ɜ� ɦɟɠɞɭɧɚɪɨɞɧɨɦ� ɩɚɪɬɧɟɪɫɬɜɟ�� ɜ� ɫɜɹɡɢ� ɫ� ɱɟɦ�
ɩɨɜɵɲɚɟɬɫɹ� ɡɧɚɱɟɧɢɟ� ɩɪɟɞɨɫɬɚɜɥɹɟɦɵɯ� ɬɚɦɨɠɟɧɧɵɯ� ɩɪɟɮɟɪɟɧɰɢɣ� ȼ� ɫɜɹɡɢ� ɫ� ɷɬɢɦ��
ɞɚɥɶɧɟɣɲɟɟ� ɪɚɡɜɢɬɢɟ� ɈɗɁ� ɩɪɢɜɥɟɱɟɬ� ɢɧɜɟɫɬɢɰɢɢ� ɜ� ɚɜɢɚɰɢɨɧɧɭɸ� ɨɬɪɚɫɥɶ� ɢ� ɨɤɚɠɟɬ�
ɩɨɥɨɠɢɬɟɥɶɧɨɟ� ɜɥɢɹɧɢɟ� ɧɚ� ɦɚɤɪɨɷɤɨɧɨɦɢɱɟɫɤɭɸ� ɫɬɚɛɢɥɶɧɨɫɬɶ Ɋɨɫɫɢɢ�� ɱɬɨ� ɨɫɨɛɟɧɧɨ�
ɚɤɬɭɚɥɶɧɨ�ɜ�ɬɟɤɭɳɢɯ�ɭɫɥɨɜɢɹɯ�ɢɦɩɨɪɬɨɡɚɦɟɳɟɧɢɹ. 
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ɇɚɭɱɧɚɹ�ɫɬɚɬɶɹ 
ɍȾɄ�726 

 
ȽɈɊɈȾ�ɄȺɄ�ɈȻɔȿɄɌ�ɋɈɐɂɈɅɈȽɂɑȿɋɄɈȽɈ� 
ɂ�ɄɍɅɖɌɍɊɈɅɈȽɂɑȿɋɄɈȽɈ�ɂɋɋɅȿȾɈȼȺɇɂə  

 
ȼɚɪɚɤɫɚ Ⱥ� Ɇ� 

 

ɋɢɛɢɪɫɤɢɣ ɝɨɫɭɞɚɪɫɬɜɟɧɧɵɣ ɭɧɢɜɟɪɫɢɬɟɬ ɜɨɞɧɨɝɨ ɬɪɚɧɫɩɨɪɬɚ�  
ɇɨɜɨɫɢɛɢɪɫɤɢɣ ɬɟɯɧɨɥɨɝɢɱɟɫɤɢɣ ɢɧɫɬɢɬɭɬ �ɮɢɥɢɚɥ� ɊȽɍ ɢɦ� Ⱥ� ɇ� Ʉɨɫɵɝɢɧɚ 

ɤ�ɷ�ɧ�, ɞɨɰɟɧɬ 
 

ȼ ɫɬɚɬɶɟ ɪɚɫɫɦɚɬɪɢɜɚɟɬɫɹ ɩɪɨɛɥɟɦɚ ɪɚɡɜɢɬɢɹ ɝɨɪɨɞɚ, ɤɚɤ ɦɟɫɬɚ ɩɪɨɠɢɜɚɧɢɹ ɥɸɞɟɣ ɜ ɪɚɡɥɢɱɧɵɟ 
ɢɫɬɨɪɢɱɟɫɤɢɟ ɩɟɪɢɨɞɵ� ɉɨɤɚɡɚɧɨ� ɤɚɤ ɢɡɭɱɚɥɚɫɶ ɝɨɪɨɞɫɤɚɹ ɫɪɟɞɚ ɫɨɰɢɨɥɨɝɚɦɢ� Ƚɨɪɨɞ ɩɪɟɞɫɬɚɜɥɟɧ ɫ 
ɩɨɡɢɰɢɢ�ɡɚɩɚɞɧɵɯ ɲɤɨɥ ɜ ɧɟɪɚɡɪɵɜɧɨɣ ɫɜɹɡɢ ɫ ɪɚɡɜɢɬɢɟɦ �ɩɨɫɬ�ɤɚɩɢɬɚɥɢɡɦɚ� Ⱥɧɚɥɢɡɢɪɭɸɬɫɹ ɧɚɫɤɨɥɶɤɨ 
ɞɨɫɬɭɩɧɨɫɬɶ ɨɛɳɟɧɢɹ ɜ ɷɩɨɯɭ ɪɚɫɩɪɨɫɬɪɚɧɟɧɢɹ ɢɧɬɟɪɧɟɬɚ ɢ ɫɨɰɢɚɥɶɧɵɯ ɫɟɬɟɣ ɩɨɦɨɝɚɟɬ ɩɪɟɨɞɨɥɟɬɶ 
ɨɞɢɧɨɱɟɫɬɜɨ ɢ ɪɟɲɢɬɶ ɩɪɨɛɥɟɦɭ ©ɛɨɥɶɲɢɯ ɝɨɪɨɞɨɜª� ɉɪɢ�ɷɬɨɦ ɜ ɪɚɛɨɬɟ ɬɚɤɠɟ ɩɨɤɚɡɚɧɨ� ɱɬɨ ɪɚɫɲɢɪɟɧɢɟ 
ɬɟɪɪɢɬɨɪɢɚɥɶɧɵɯ ɝɪɚɧɢɰ ɛɥɚɝɨɞɚɪɹ ɬɟɯɧɨɥɨɝɢɹɦ ɢ ɋɆɂ ɧɟ ɫɩɨɫɨɛɫɬɜɭɟɬ ɩɪɟɨɞɨɥɟɧɢɸ ɨɞɢɧɨɱɟɫɬɜɚ�  
 
Ʉɥɸɱɟɜɵɟ�ɫɥɨɜɚ��ɝɨɪɨɞ; ɑɢɤɚɝɫɤɚɹ ɲɤɨɥɚ; ɬɟɪɪɢɬɨɪɢɚɥɶɧɨɟ ɪɚɡɜɢɬɢɟ; ɩɨɫɬɭɪɛɚɧɢɡɦ; ɫɨɰɢɚɥɶɧɵɟ ɫɟɬɢ� 
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CITY AS AN OBJECT OF SOCIOLOGICAL AND CULTUROLOGICAL RESEARCH   
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The article deals with the problem of the development of the city as a place for people in different historical periods. 
It shows how the urban environment was studied by sociologists. The analyzes availability of communication in 
the era of the spread of the Internet and social networks helps to overcome loneliness and solve the problem of 
"big cities" is given. The article provides that the expansion of territorial boundaries through technology and the 
media does not help to overcome loneliness.  
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Ƚɨɪɨɞɚ ɩɨɹɜɢɥɢɫɶ ɧɟɫɤɨɥɶɤɨ ɬɵɫɹɱ ɥɟɬ ɧɚɡɚɞ� Ɉɞɧɚɤɨ ɢɯ ɤɨɦɩɥɟɤɫɧɨɟ ɢɡɭɱɟɧɢɟ ɫ ɩɨɡɢɰɢɢ 
ɫɨɰɢɨɥɨɝɢɢ ɧɚɱɚɥɨɫɶ ɨɤɨɥɨ ɞɜɭɯ ɫɬɨɥɟɬɢɣ ɧɚɡɚɞ� Ƚɨɪɨɞ ± ɷɬɨ ɫɥɨɠɧɨɟ ɦɧɨɝɨɷɥɟɦɟɧɬɧɨɟ 
ɹɜɥɟɧɢɟ� ɤɨɬɨɪɨɟ� ɧɟɫɦɨɬɪɹ ɧɚ ɦɧɨɝɨɤɨɦɩɨɧɟɧɬɧɨɫɬɶ� ɞɨɫɬɚɬɨɱɧɨ ɛɵɫɬɪɨ ɦɟɧɹɟɬɫɹ� ɡɚɫɬɚɜɥɹɹ 
ɦɟɧɹɬɶɫɹ ɜɦɟɫɬɟ ɫ ɧɢɦ ɢ ɟɝɨ ɨɛɢɬɚɬɟɥɟɣ� ɐɟɥɶ ɧɚɲɟɣ ɫɬɚɬɶɢ ± ɪɚɫɫɦɨɬɪɟɬɶ ɝɨɪɨɞ ɫ�ɩɨɡɢɰɢɢ 
ɨɛɴɟɤɬɚ ɫɨɰɢɨɥɨɝɢɱɟɫɤɨɝɨ ɢɫɫɥɟɞɨɜɚɧɢɹ ɜ ɧɚɭɤɟ ɢ ɨɩɪɟɞɟɥɢɬɶ� ɤɚɤ ɦɟɧɹɸɬɫɹ ɩɪɢɧɰɢɩɵ ɟɝɨ 
ɢɡɭɱɟɧɢɹ ɜ ɫɨɜɪɟɦɟɧɧɵɯ ɭɫɥɨɜɢɹɯ ɢɧɮɨɪɦɚɰɢɨɧɧɨɝɨ ɨɛɳɟɫɬɜɚ� 

Ⱥɜɬɨɪɨɦ ɢ ɨɞɧɢɦ ɢɡ ɨɫɧɨɜɚɬɟɥɟɣ ɫɨɰɢɨɥɨɝɢɢ ɝɨɪɨɞɚ ɹɜɥɹɟɬɫɹ�Ɇɚɤɫ ȼɟɛɟɪ� Ƚɨɪɨɞ ɜ ɟɝɨ 
ɩɨɧɢɦɚɧɢɢ ± ɟɫɬɟɫɬɜɟɧɧɚɹ ɝɟɨɝɪɚɮɢɱɟɫɤɚɹ ɫɪɟɞɚ� ɫɮɨɪɦɢɪɨɜɚɧɧɚɹ ɜ ɪɟɡɭɥɶɬɚɬɟ ɞɥɢɬɟɥɶɧɵɯ 
ɢɫɬɨɪɢɱɟɫɤɢɯ� ɩɪɨɢɡɜɨɞɫɬɜɟɧɧɵɯ ɢ ɫɨɰɢɚɥɶɧɨ-ɷɤɨɧɨɦɢɱɟɫɤɢɯ� ɚ ɬɚɤɠɟ ɩɨɥɢɬɢɱɟɫɤɢɯ 
ɩɪɨɰɟɫɫɨɜ� ȼɟɛɟɪ ɧɟ ɞɚɟɬ ɤɚɤ ɬɚɤɨɜɨɝɨ ɨɩɪɟɞɟɥɟɧɢɹ� ɝɨɪɨɞ ɭ ɧɟɝɨ ©ɡɚɦɤɧɭɬɨɟ ɩɨɫɟɥɟɧɢɟª� ɚ ɧɟ 
ɧɟɫɤɨɥɶɤɨ ɪɚɫɩɨɥɨɠɟɧɧɵɯ ɪɹɞɨɦ ɠɢɥɢɳ� Ɉɧ ɭɤɚɡɵɜɚɟɬ ɩɪɢɡɧɚɤ ɝɨɪɨɞɚ� ɷɬɨ ɨɫɨɛɚɹ 
ɬɟɪɪɢɬɨɪɢɹ� ɧɚ ɤɨɬɨɪɨɣ ɠɢɬɟɥɢ ɧɟ ɡɧɚɸɬ ɫɜɨɢɯ ɫɨɫɟɞɟɣ� ɩɥɚɬɹɬ ɧɚɥɨɝɢ� ɩɪɢɧɚɞɥɟɠɚɬ ɤ 
ɨɩɪɟɞɟɥɟɧɧɨɦɭ ɫɨɰɢɚɥɶɧɨɦɭ ɤɥɚɫɫɭ� Ʉɪɨɦɟ ɬɨɝɨ� ɢɦɟɧɧɨ ɜ ɝɨɪɨɞɟ ɧɚɛɥɸɞɚɟɬɫɹ�©ɦɧɨɝɨɨɛɪɚɡɢɟ 
ɡɚɧɹɬɢɣª� ȼɟɛɟɪ ɪɚɫɫɦɚɬɪɢɜɚɟɬ ɪɚɡɥɢɱɧɵɟ ɜɢɞɵ ɝɨɪɨɞɨɜ ɜ ɯɨɞɟ ɢɯ ɢɫɬɨɪɢɱɟɫɤɨɝɨ ɪɚɡɜɢɬɢɹ� 
Ɍɚɤ� ɚɧɬɢɱɧɵɣ ɝɨɪɨɞ ɩɪɟɞɫɬɚɜɥɹɟɬ� ɫɨɛɨɣ ɝɨɪɨɞ-ɝɨɫɭɞɚɪɫɬɜɨ�� ɚɧɚɥɨɝɢɱɧɨ ɤɨɬɨɪɨɦɭ�
ɪɚɡɜɢɜɚɥɢɫɶ ɢ ɢɬɚɥɶɹɧɫɤɢɟ ɝɨɪɨɞɚ� ɋɨ ɫɪɟɞɧɟɜɟɤɨɜɵɦɢ ɝɨɪɨɞɚɦɢ ɫɜɹɡɵɜɚɥɢ ɩɪɟɞɫɬɚɜɥɟɧɢɹ ɨ 
ɤɪɟɩɨɫɬɢ ɢɥɢ ɫɬɟɧɟ� Ɇɨɫɤɜɭ ɨɧ ɧɚɡɵɜɚɟɬ ©ȼɨɬɱɢɧɧɵɦ ɝɨɪɨɞɨɦª ɞɨ ɨɬɦɟɧɵ ɤɪɟɩɨɫɬɧɨɝɨ ɩɪɚɜɚ� 
Ɉɧ ɨɩɢɫɵɜɚɟɬ ɤɨɧɤɪɟɬɧɵɟ ɢɫɬɨɪɢɱɟɫɤɢɟ ɩɪɨɰɟɫɫɵ ɢ ɢɫɯɨɞɢɬ ɢɡ ɪɚɡɜɢɬɢɹ ɨɛɳɟɫɬɜɚ�
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ȼɚɪɚɤɫɚ�Ⱥ� Ɇ� 
 

Ƚɨɪɨɞ�ɤɚɤ�ɨɛɴɟɤɬ�ɫɨɰɢɨɥɨɝɢɱɟɫɤɨɝɨ�ɢ�ɤɭɥɶɬɭɪɨɥɨɝɢɱɟɫɤɨɝɨ�ɢɫɫɥɟɞɨɜɚɧɢɹ 

Ɋɚɡɜɢɬɢɸ� ɩɪɨɢɡɜɨɞɢɬɟɥɶɧɵɯ� ɫɢɥ ɫɨɨɬɜɟɬɫɬɜɨɜɚɥɢ� ɫɨɰɢɚɥɶɧɨ-ɩɨɥɢɬɢɱɟɫɤɢɟ� ɢ� ɩɪɚɜɨɜɵɟ�
ɫɬɪɭɤɬɭɪɵ�ɨɛɳɟɫɬɜɚ��ɋɜɨɟɨɛɪɚɡɢɟ�ɝɨɪɨɞɨɜ�ɨɩɪɟɞɟɥɹɥɨɫɶ�ɢɯ�ɯɨɡɹɣɫɬɜɟɧɧɨɣ�ɩɨɥɢɬɢɤɨɣ��Ɋɵɧɨɤ�
ɹɜɥɹɥɫɹ�ɜɚɠɧɵɦ�ɷɥɟɦɟɧɬɨɦ�ɝɨɪɨɞɚ��ɝɞɟ�ɨɫɭɳɟɫɬɜɥɹɥɫɹ�ɬɨɜɚɪɨɨɛɦɟɧ��ɮɨɪɦɢɪɨɜɚɥɫɹ ɞɨɯɨɞ�ɢ�
ɭɞɨɜɥɟɬɜɨɪɹɥɢɫɶ�ɩɨɬɪɟɛɧɨɫɬɢ�ɥɸɞɟɣ��Ɋɵɧɨɤ�± ɧɟɨɛɯɨɞɢɦɚɹ�ɱɚɫɬɶ�ɷɤɨɧɨɦɢɤɢ��ɚ�ɝɨɪɨɞ�± ɷɬɨ�
ɯɨɡɹɣɫɬɜɟɧɧɚɹ�ɤɨɪɩɨɪɚɰɢɹ��ɫ�ɪɵɧɤɨɦ��ɫ�ɪɟɦɟɫɥɟɧɧɵɦ�ɰɟɧɬɪɨɦ�ɢ�ɫ�ɤɪɟɩɨɫɬɶɸ�>�@��ɋɨ�ɜɪɟɦɟɧɟɦ�
ɜ ɝɨɪɨɞɚɯ� ɩɨɹɜɥɹɥɚɫɶ� ɩɪɚɜɨɜɚɹ� ɫɪɟɞɚ�� ɡɚɤɨɧɵ� ɢ� ɩɪɚɜɢɥɚ� ɫɨɜɦɟɫɬɧɨɝɨ� ɩɪɨɠɢɜɚɧɢɹ� ɢ�
ɨɩɪɟɞɟɥɟɧɧɵɟ�ɫɜɨɛɨɞɵ�ɝɨɪɨɠɚɧ��ɧɚɩɪɢɦɟɪ�± ɨɬɦɟɧɚ�ɩɪɚɜ�ɝɨɫɩɨɞɢɧɚ��ɂɦɟɧɧɨ�ɩɪɢ�ɪɚɫɲɢɪɟɧɢɢ�
ɝɨɪɨɞɨɜ�ɜɨɡɧɢɤɚɟɬ�ɡɧɚɦɟɧɢɬɚɹ�ɮɨɪɦɭɥɚ��©Ƚɨɪɨɞɫɤɨɣ�ɜɨɡɞɭɯ�ɩɪɢɧɨɫɢɬ�ɫɜɨɛɨɞɭª��ɋɚɦ�ȼɟɛɟɪ�
ɜɵɞɟɥɹɟɬ� 

� ɢɧɫɬɢɬɭɰɢɨɧɚɥɶɧɵɟ�ɮɨɪɦɵ�ɨɪɝɚɧɢɡɚɰɢɢ�ɡɚɫɟɥɟɧɢɹ�ɝɨɪɨɞɚ���� 
� ɫɨɡɞɚɧɢɟ�ɫɥɨɠɧɨɣ�ɦɚɤɪɨɫɨɰɢɚɥɶɧɨɣ�ɫɢɫɬɟɦɵ�� 
ɂɦɟɧɧɨ�ɷɬɨ�ɢ�ɫɨɫɬɚɜɥɹɟɬ�ɫɩɟɰɢɮɢɤɭ�ɝɨɪɨɞɚ�ɫ�ɧɚɫɟɥɟɧɢɟɦ��ɜ�ɨɩɪɟɞɟɥɟɧɧɵɯ�ɢɫɬɨɪɢɱɟɫɤɢɯ�ɢ�

ɝɟɨɝɪɚɮɢɱɟɫɤɢɯ�ɭɫɥɨɜɢɹɯ��ɇɨ�ɜ�ɞɪɭɝɢɯ�ɭɫɥɨɜɢɹɯ�ɦɟɧɹɸɬɫɹ�ɢ�ɨɛɳɟɫɬɜɚ��ɢ�ɨɛɳɧɨɫɬɢ��ɢ�ɥɸɞɢ��ɢ�
ɝɨɪɨɞɚ��ɉɨɷɬɨɦɭ�ɩɪɚɜɢɥɶɧɨ�ɝɨɜɨɪɢɬɶ�ɨ�ɫɥɨɠɧɨɦ�ɜɡɚɢɦɨɞɟɣɫɬɜɢɢ�ɹɜɥɟɧɢɣ��ɤɨɬɨɪɵɟ�ɩɟɪɟɯɨɞɹɬ�
ɨɞɧɨ�ɜ�ɞɪɭɝɨɟ��ɦɨɝɭɬ�ɩɪɨɬɢɜɨɫɬɨɹɬɶ�ɞɪɭɝ�ɞɪɭɝɭ��ɫɨɟɞɢɧɹɬɶɫɹ��ɨɛɴɟɞɢɧɹɹɫɶ�ɜɨ�ɱɬɨ-ɬɨ�ɟɞɢɧɨɟ�
ɰɟɥɨɟ��ɩɪɢ�ɷɬɨɦ�ɫɨɡɞɚɜɚɹ�ɦɧɨɠɟɫɬɜɨ�ɨɬɬɟɧɤɨɜ�ɩɨɧɹɬɢɹ�©ɝɨɪɨɞª�� 

ȼ� ɧɚɱɚɥɟ� ɏɏ� ɜɟɤɚ� Ɂɢɦɦɟɥɶ� >�@� ɜɜɺɥ� ɩɨɧɹɬɢɟ� ©ɫɨɰɢɨɥɨɝɢɹ� ɩɪɨɫɬɪɚɧɫɬɜɚª� Ɉɧ� ɩɢɫɚɥ�� ɜ�
ɱɚɫɬɧɨɫɬɢ�� ɱɬɨ� ɢɦɟɧɧɨ� ɜ� ɛɨɥɶɲɢɯ� ɝɨɪɨɞɚɯ� ɧɚɢɛɨɥɟɟ� ɹɪɤɨ� ɩɪɨɢɫɯɨɞɢɬ� ɨɩɭɫɬɨɲɟɧɢɟ�
ɤɭɥɶɬɭɪɧɵɯ�ɮɨɪɦ��Ʉɭɥɶɬɭɪɧɨɟ�ɫɨɞɟɪɠɚɧɢɟ�ɢ�ɮɨɪɦɚ�ɪɚɡɪɵɜɚɸɬɫɹ��ɥɸɞɢ�ɩɪɢ�ɷɬɨɦ�ɫɬɚɧɨɜɹɬɫɹ�
ɪɚɫɫɭɞɨɱɧɨ-ɫɜɨɛɨɞɧɵɦɢ�� ɭɜɟɥɢɱɢɜɚɟɬɫɹ� ɢɧɞɢɜɢɞɭɚɥɢɡɦ�� ɧɨ� ɦɨɠɟɬ� ɜɨɡɧɢɤɧɭɬɶ� ɱɭɜɫɬɜɨ�
ɨɞɢɧɨɱɟɫɬɜɚ��Ɏ��Ȼɪɨɞɟɥɶ�ɩɪɨɞɨɥɠɢɥ�ɢɡɭɱɟɧɢɟ�ɝɨɪɨɞɚ�ȼɟɛɟɪɚ��Ɉɧ��ɜ�ɱɚɫɬɧɨɫɬɢ��ɩɢɫɚɥ��ɱɬɨ�ɜ�
ɡɚɩɚɞɧɨɣ�ȿɜɪɨɩɟ�ɫɥɨɜɚ�©ɤɚɩɢɬɚɥɢɡɦª�ɢ�©ɝɨɪɨɞª�ɨɡɧɚɱɚɥɢ�ɜ�ɨɫɧɨɜɟ�ɫɜɨɟɣ�ɨɞɧɨ�ɢ�ɬɨ�ɠɟ�>�@��ȼ�
ɫɜɹɡɢ� ɫ� ɷɬɢɦ� ɫɮɨɪɦɢɪɨɜɚɥɫɹ� ɧɨɜɵɣ� ɬɢɩ� ɦɵɲɥɟɧɢɹ�� ɨɫɧɨɜɚɧɧɵɣ� ɧɚ� ɩɪɚɜɢɥɚɯ�� ɪɚɫɱɟɬɚɯ� ɧɚ�
ɜɨɡɦɨɠɧɨɫɬɢ� ɨɛɨɝɚɳɟɧɢɹ�� ɇɚ� ɜɨɫɬɨɤɟ� ɠɢɡɧɶ� ɝɨɪɨɞɨɜ� ɡɚɜɢɫɟɥɚ� ɨɬ� ɜɡɚɢɦɨɨɬɧɨɲɟɧɢɹ� ɫ�
ɝɨɫɭɞɚɪɫɬɜɨɦ�� Ƚɨɪɨɞɚ� ɩɪɨɰɜɟɬɚɥɢ�� ɤɨɝɞɚ� ɨɧɢ� ɢɦɟɥɢ� ɫɬɚɬɭɫ� ɪɟɡɢɞɟɧɰɢɢ� ɩɪɚɜɢɬɟɥɟɣ, ɢ�
ɩɪɢɯɨɞɢɥɢ�ɜ�ɭɩɚɞɨɤ�ɜ�ɫɥɭɱɚɟ�ɨɫɥɚɛɥɟɧɢɹ�ɜɥɚɫɬɢ�ɢ�ɢɥɢ�ɩɪɢ�ɩɟɪɟɦɟɳɟɧɢɢ�ɫɬɨɥɢɰɵ�ɜ�ɞɪɭɝɨɟ�
ɦɟɫɬɨ��ɉɨɷɬɨɦɭ�ɛɵɜɲɚɹ�ɫɬɨɥɢɰɚ�ɦɨɝɥɚ�ɭɜɢɞɟɬɶ�ɫɜɨɺ�ɭɝɚɫɚɧɢɟ��ȼ�ɧɚɲɟɣ�ɫɬɪɚɧɟ�ɬɚɤ�ɩɪɨɢɡɨɲɥɨ��
ɧɚɩɪɢɦɟɪ��ɫɨ�ɫɬɚɪɨɣ�Ʌɚɞɨɝɨɣ�ɢ�ȼɟɥɢɤɢɦ�ɇɨɜɝɨɪɨɞɨɦ�� 

Ɏ� Ȼɪɨɞɟɥɶ�ɨɬɦɟɱɚɟɬ��ɱɬɨ�ɤɪɢɬɟɪɢɟɦ�ɪɚɡɜɢɬɢɹ�ɰɢɜɢɥɢɡɚɰɢɢ�ɜɵɫɬɭɩɚɟɬ�©ɍɪɛɚɧɢɫɬɢɱɟɫɤɚɹ�
ɪɟɜɨɥɸɰɢɹª��ɬɨ�ɟɫɬɶ�ɫɨɡɞɚɧɢɟ�ɬɚɤɨɣ�ɝɨɪɨɞɫɤɨɣ�ɠɢɡɧɢ��ɜ�ɤɨɬɨɪɨɣ�ɟɫɬɶ�ɷɥɟɦɟɧɬɵ�ɤɭɥɶɬɭɪɵ�>�@��
ɇɨ�ɞɢɧɚɦɢɤɚ� ɨɛɳɟɫɬɜɟɧɧɨɝɨ� ɪɚɡɜɢɬɢɹ� ɝɨɪɨɞɚ�ɧɟ� ɨɝɪɚɧɢɱɢɜɚɥɚɫɶ� ɝɨɪɨɞɫɤɢɦɢ� ɫɬɟɧɚɦɢ��ɲɥɨ�
ɨɛɳɟɧɢɟ�ɫ�ɨɫɬɚɥɶɧɵɦ�ɦɢɪɨɦ�ɩɨɫɪɟɞɫɬɜɨɦ�ɬɨɪɝɨɜɥɢ��ɜɨɣɧ��ɦɢɝɪɚɰɢɢ�ɧɚɫɟɥɟɧɢɹ��ɉɨ�ɦɧɟɧɢɸ�
ɫɨɰɢɨɥɨɝɨɜ�� ɪɚɡɜɢɬɢɸ� ɟɜɪɨɩɟɣɫɤɢɯ� ɝɨɪɨɞɨɜ� ɫɩɨɫɨɛɫɬɜɨɜɚɥɨ� ɭɜɟɥɢɱɟɧɢɟ� ɱɟɥɨɜɟɱɟɫɤɨɣ�
ɫɜɨɛɨɞɵ��ȼ�ɏɏ�ɜɟɤɟ�ɜɫɺ�ɚɤɬɭɚɥɶɧɟɟ�ɫɬɚɧɨɜɹɬɫɹ�©ɦɨɬɢɜɵ�ɛɨɥɶɲɢɯ�ɝɨɪɨɞɨɜª��ɗɬɨ�ɨɬɪɚɡɢɥɨɫɶ�ɜ�
ɩɨɥɧɨɣ� ɦɟɪɟ� ɜ� ɬɪɭɞɚɯ� ɚɦɟɪɢɤɚɧɫɤɢɯ� ɫɨɰɢɨɥɨɝɨɜ� ɜɬɨɪɨɣ� ɩɨɥɨɜɢɧɵ� ɏɏ� ɜɟɤɚ�� ɇɚɢɛɨɥɟɟ�
ɢɡɜɟɫɬɧɚɹ� ± ɑɢɤɚɝɫɤɚɹ� ɫɨɰɢɨɥɨɝɢɱɟɫɤɚɹ�ɲɤɨɥɚ�� ɫɨɝɥɚɫɧɨ� ɤɨɬɨɪɨɣ� ɝɨɪɨɞ� ɫɱɢɬɚɥɫɹ� ɫɥɨɠɧɵɦ�
ɨɪɝɚɧɢɡɦɨɦ�� ɜ� ɤɨɬɨɪɨɦ� ɩɟɪɟɩɥɟɬɚɸɬɫɹ� ɷɤɨɧɨɦɢɱɟɫɤɢɟ�� ɷɤɨɥɨɝɢɱɟɫɤɢɟ�� ɩɨɥɢɬɢɱɟɫɤɢɟ�
ɫɨɰɢɚɥɶɧɵɟ�� ɚ� ɬɚɤɠɟ�ɩɫɢɯɨɥɨɝɢɱɟɫɤɢɟ�ɢ�ɤɭɥɶɬɭɪɧɵɟ�ɚɫɩɟɤɬɵ��ȼ�ɤɚɠɞɨɦ�ɚɫɩɟɤɬɟ�ɩɪɨɬɟɤɚɸɬ�
ɫɜɨɢ�ɩɪɨɰɟɫɫɵ��ɢ�ɜɦɟɫɬɟ�ɨɧɢ�ɫɨɫɬɚɜɥɹɸɬ�ɞɢɧɚɦɢɤɭ�ɝɨɪɨɞɚ��ɟɝɨ�ɮɭɧɤɰɢɨɧɢɪɨɜɚɧɢɟ�� 

ȼ�ɑɢɤɚɝɫɤɨɣ�ɲɤɨɥɟ�ɜɵɞɟɥɹɸɬ�ɬɪɢ�ɧɚɩɪɚɜɥɟɧɢɹ�� 
1. ɋɨɰɢɚɥɶɧɚɹ� ɩɫɢɯɨɥɨɝɢɹ�� ɤɨɬɨɪɚɹ� ɡɚɧɢɦɚɥɚɫɶ� ɤɭɥɶɬɭɪɧɵɦɢ� ɢ� ɫɨɰɢɚɥɶɧɨ-

ɩɫɢɯɨɥɨɝɢɱɟɫɤɢɦɢ�ɮɚɤɬɨɪɚɦɢ��ɂɯ�ɢɫɫɥɟɞɨɜɚɧɢɹ�ɧɚɡɵɜɚɥɢ�ɢɧɬɟɪɚɤɰɢɨɧɢɫɬɫɤɢɦɢ�� 
2. ɑɟɥɨɜɟɱɟɫɤɚɹ�ɷɤɨɥɨɝɢɹ�± ɢɫɫɥɟɞɨɜɚɥɚ�ɷɤɨɥɨɝɢɱɟɫɤɢɣ�ɩɨɪɹɞɨɤ��Ƚɨɪɨɞ�ɪɚɫɫɦɚɬɪɢɜɚɥɫɹ�ɤɚɤ�

ɨɝɪɨɦɧɵɣ� ɫɨɰɢɚɥɶɧɵɣ� ɨɪɝɚɧɢɡɦ�� ɩɪɢ� ɷɬɨɦ� ɪɚɡɧɵɟ� ɜɬɨɪɠɟɧɢɹ� ɜ� ɧɟɝɨ� ɦɨɝɭɬ� ɩɪɢɜɟɫɬɢ� ɤ�
ɧɚɪɭɲɟɧɢɸ�ɟɫɬɟɫɬɜɟɧɧɨɝɨ�ɪɚɜɧɨɜɟɫɢɹ�� 

3. ɋɨɰɢɚɥɶɧɚɹ�ɨɪɝɚɧɢɡɚɰɢɹ�± ɢɡɭɱɚɥɚ�ɪɚɡɧɵɟ�ɢɧɫɬɢɬɭɬɵ�� 
Ʉɚɠɞɨɟ� ɧɚɩɪɚɜɥɟɧɢɟ� ɦɨɠɧɨ� ɪɚɫɫɦɚɬɪɢɜɚɬɶ� ɤɚɤ� ɨɬɞɟɥɶɧɵɣ� ɩɪɟɞɦɟɬ� ɢɫɫɥɟɞɨɜɚɧɢɹ�� ɇɨ�

ɰɟɥɨɫɬɧɨɟ� ɜɢɞɟɧɢɟ� ɫɨɰɢɚɥɶɧɨɝɨ� ɩɪɨɰɟɫɫɚ� ɩɪɟɞɩɨɥɚɝɚɥɨ� ɫɨɨɬɧɟɫɟɧɢɟ� ɡɧɚɧɢɣ�� ɩɨɥɭɱɚɟɦɵɯ� ɫ�
ɪɚɡɧɵɯ�ɞɢɫɰɢɩɥɢɧɚɪɧɵɯ�ɬɨɱɟɤ�ɡɪɟɧɢɹ�� 

ɂɬɚɤ�� Ɂɢɦɦɟɥɶ� ɝɨɜɨɪɢɥ� ɩɪɨ� ɬɨ�� ɱɬɨ� ɝɨɪɨɞ� ± ɷɬɨ� ɫɨɨɛɳɟɫɬɜɨ�� Ⱥɦɟɪɢɤɚɧɰɵ�� ɧɚɩɪɨɬɢɜ��
ɫɱɢɬɚɥɢ��ɱɬɨ�ɝɨɪɨɞ�ɫɨɫɬɨɢɬ�ɢɡ�ɦɧɨɝɢɯ�ɫɨɨɛɳɟɫɬɜ��ɑɢɤɚɝɫɤɚɹ�ɲɤɨɥɚ�ɢɫɫɥɟɞɨɜɚɥɚ�ɫɨɜɪɟɦɟɧɧɨɟ�
ɨɛɳɟɫɬɜɨ�� ɜɧɭɬɪɟɧɧɸɸ� ɫɬɪɭɤɬɭɪɭ� ɝɨɪɨɞɚ�� ɪɚɡɧɨɨɛɪɚɡɧɵɟ� ɝɨɪɨɞɫɤɢɟ� ɤɭɥɶɬɭɪɧɵɟ� ɦɢɪɵ��
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ȼɚɪɚɤɫɚ�Ⱥ� Ɇ� 
 

Ƚɨɪɨɞ�ɤɚɤ�ɨɛɴɟɤɬ�ɫɨɰɢɨɥɨɝɢɱɟɫɤɨɝɨ�ɢ�ɤɭɥɶɬɭɪɨɥɨɝɢɱɟɫɤɨɝɨ�ɢɫɫɥɟɞɨɜɚɧɢɹ 

ɱɟɥɨɜɟɱɟɫɤɭɸ�ɩɪɢɪɨɞɭ��ɚ ɬɚɤɠɟ�ɢɡɭɱɚɥɚ�ɪɚɡɧɵɟ�ɨɛɪɚɡɵ�ɠɢɡɧɢ�ɪɚɡɥɢɱɧɵɯ�ɫɥɨɟɜ�ɨɛɳɟɫɬɜɚ��ɗɬɨ�
ɛɵɥɨ�ɨɫɨɛɟɧɧɨ�ɜɚɠɧɨ��ɩɨɫɤɨɥɶɤɭ�ɜ�ɑɢɤɚɝɨ�ɩɪɨɹɜɢɥɢɫɶ�ɜɫɟ�ɬɟ�ɩɪɨɛɥɟɦɵ��ɫ�ɤɨɬɨɪɵɦɢ�ɧɚɱɚɥɢ�
ɫɬɚɥɤɢɜɚɬɶɫɹ� ɫɨɜɪɟɦɟɧɧɵɟ� ɪɚɡɜɢɬɵɟ� ɝɨɪɨɞɚ�� ɩɪɟɫɬɭɩɧɨɫɬɶ�� ɪɚɫɨɜɵɟ� ɤɨɧɮɥɢɤɬɵ�� ɧɢɳɟɬɚ��
ɫɨɰɢɚɥɶɧɚɹ� ɧɟɫɩɪɚɜɟɞɥɢɜɨɫɬɶ�� ɫɚɦɨɭɛɢɣɫɬɜɚ� ɢ� ɩɪɨɱɟɟ�� Ɋ� ɉɚɪɤ� ɧɚɩɢɫɚɥ� ɫɬɚɬɶɸ� ©Ƚɨɪɨɞ� ɤɚɤ�
ɫɨɰɢɚɥɶɧɚɹ�ɥɚɛɨɪɚɬɨɪɢɹª��ɢ�ɩɪɢɡɜɚɥ�ɤɨɥɥɟɝ�ɩɪɨɜɨɞɢɬɶ�ɢɫɫɥɟɞɨɜɚɧɢɟ�©ɜ�ɩɨɥɟª��ɜ�ɪɟɡɭɥɶɬɚɬɟ�
ɫɨɰɢɨɥɨɝɢ� ɩɨɫɟɳɚɥɢ� ɪɚɫɨɜɵɟ� ɝɟɬɬɨ�� ɩɨɞɪɨɫɬɤɨɜɵɟ� ɤɨɦɩɚɧɢɢ�� ɛɟɫɩɪɢɡɨɪɧɵɯ�� ɨɛɳɚɥɢɫɶ� ɫ�
ɩɪɟɞɫɬɚɜɢɬɟɥɹɦɢ� ɪɚɡɧɵɯ� ɷɬɧɢɱɟɫɤɢɯ� ɝɪɭɩɩ�� ɫɦɨɬɪɟɥɢ� ɪɟɥɢɝɢɨɡɧɵɟ� ɨɛɳɢɧɵ�� ɍɱɟɧɵɟ�
ɚɧɚɥɢɡɢɪɨɜɚɥɢ� ɪɚɣɨɧɵ� ɤɨɧɰɟɧɬɪɚɰɢɢ� ɪɚɡɧɵɯ� ɫɨɰɢɚɥɶɧɵɯ� ɹɜɥɟɧɢɣ�� ɢɫɤɚɥɢ� ɩɪɢɱɢɧɵ� ɢɯ�
ɜɨɡɧɢɤɧɨɜɟɧɢɣ� ɢ� ɜɵɹɜɥɹɥɢ� ɫɨɰɢɚɥɶɧɨ-ɩɫɢɯɨɥɨɝɢɱɟɫɤɢɟ�� ɤɭɥɶɬɭɪɧɵɟ� ɨɫɨɛɟɧɧɨɫɬɢ� ɪɚɡɧɵɯ�
ɪɚɣɨɧɨɜ�ɝɨɪɨɞɚ��ɉɪɟɞɫɬɚɜɢɬɟɥɢ�ɑɢɤɚɝɫɤɨɣ�ɲɤɨɥɵ�ɩɨɤɚɡɵɜɚɥɢ��ɤɚɤ�ɝɨɪɨɞɫɤɚɹ�ɫɪɟɞɚ�ɜɥɢɹɟɬ�ɧɚ�
ɱɟɥɨɜɟɤɚ��ɞɚɜɚɥɢ�ɡɧɚɧɢɹ�ɨ�ɝɨɪɨɞɟ��ɨ�ɩɪɨɢɫɯɨɞɹɳɢɯ�ɜ�ɧɟɦ�ɫɨɰɢɚɥɶɧɵɯ�ɩɪɨɰɟɫɫɚɯ�ɢ�ɨ�ɥɸɞɹɯ��
ɤɨɬɨɪɵɟ�ɜ�ɧɟɦ�ɠɢɜɭɬ�>�@�� 

ɂɫɫɥɟɞɨɜɚɧɢɹ� ɫɨɰɢɨɥɨɝɨɜ� ɢɦɟɥɢ� ɩɪɚɤɬɢɱɟɫɤɨɟ� ɢɫɩɨɥɶɡɨɜɚɧɢɟ� ɜ� ɪɚɡɧɵɯ� ɫɮɟɪɚɯ� ɠɢɡɧɢ�
ɝɨɪɨɞɚ�� ȼ� ɱɚɫɬɧɨɫɬɢ�� ɩɪɨɦɵɲɥɟɧɧɢɤɢ� ɛɪɚɥɢ� ɪɟɤɨɦɟɧɞɚɰɢɢ� ɫɨɰɢɨɥɨɝɨɜ� ɢ� ɞɥɹ� ɪɨɫɬɚ�
ɩɪɨɢɡɜɨɞɢɬɟɥɶɧɨɫɬɢ�ɬɪɭɞɚ�ɩɵɬɚɥɢɫɶ�ɭɥɭɱɢɬɶ�ɩɫɢɯɨɥɨɝɢɱɟɫɤɢɣ�ɤɥɢɦɚɬ�ɜɧɭɬɪɢ�ɤɨɥɥɟɤɬɢɜɨɜ��
Ȼɨɥɶɲɨɣ� ɜɤɥɚɞ� ɜ� ɨɫɨɡɧɚɧɢɟ� ɨɛɪɚɡɚ� ɝɨɪɨɞɚ� ɜɧɟɫ� Ʌɢɧɱ�� Ɉɧ� ɪɚɫɫɦɨɬɪɟɥ� ɩɫɢɯɢɱɟɫɤɢɟ� ɢ�
ɫɨɰɢɚɥɶɧɵɟ� ɩɪɨɛɥɟɦɵ� ɚɪɯɢɬɟɤɬɭɪɵ� ɢ� ɝɪɚɞɨɫɬɪɨɢɬɟɥɶɫɬɜɚ�� ɩɪɟɞɫɬɚɜɢɥ� ɤɥɚɫɫɢɮɢɤɚɰɢɸ�
ɷɥɟɦɟɧɬɨɜ�ɨɛɥɢɤɚ�ɝɨɪɨɞɚ��ɢɯ�ɯɚɪɚɤɬɟɪɢɫɬɢɤɢ�ɢ�ɨɫɨɛɟɧɧɨɫɬɢ�ɜɡɚɢɦɨɞɟɣɫɬɜɢɹ�ɪɚɡɧɵɯ�ɷɥɟɦɟɧɬɨɜ�
ɝɨɪɨɞɚ�ɩɪɢ�ɡɪɢɬɟɥɶɧɨɦ�ɜɨɫɩɪɢɹɬɢɹ�ɝɨɪɨɞɫɤɢɯ�ɨɛɴɟɤɬɨɜ�>�@�� 

Ʌɢɧɱ�ɨɩɪɟɞɟɥɢɥ�ɨɫɧɨɜɧɵɟ�ɷɥɟɦɟɧɬɵ�ɬɟɪɪɢɬɨɪɢɢ�ɝɨɪɨɞɚ�� 
���ɉɭɬɢ��ɬɨ�ɟɫɬɶ�ɤɨɦɦɭɧɢɤɚɰɢɢ��ɩɨ�ɤɨɬɨɪɵɦ�ɱɟɥɨɜɟɤ�ɦɨɠɟɬ�ɩɟɪɟɦɟɳɚɬɶɫɹ��Ɂɧɚɱɢɦɨɫɬɶ�ɩɭɬɢ�

ɞɥɹ�ɤɚɠɞɨɝɨ�ɱɟɥɨɜɟɤɚ�ɜɚɪɶɢɪɭɟɬ�ɜ�ɡɚɜɢɫɢɦɨɫɬɢ�ɨɬ�ɟɝɨ�ɡɧɚɧɢɹ�ɦɟɫɬɧɨɫɬɢ��ɋɚɦɚ�ɩɨ�ɫɟɛɟ�ɞɨɪɨɝɚ�
ɦɨɠɟɬ�ɛɵɬɶ�ɢɧɬɟɪɟɫɧɨɣ�ɢ�ɞɚɪɢɬɶ�ɦɧɨɝɨ�ɜɩɟɱɚɬɥɟɧɢɣ��ɇɚɢɛɨɥɶɲɟɟ�ɡɧɚɱɟɧɢɟ�ɢɦɟɸɬ�ɜɴɟɡɞɧɵɟ�
ɩɭɬɢ�� ɩɨ� ɤɨɬɨɪɵɦ�ɩɭɬɟɲɟɫɬɜɟɧɧɢɤ�ɩɪɨɧɢɤɚɟɬ� ɜ� ɧɚɫɟɥɟɧɧɵɣ�ɩɭɧɤɬ��ɇɟɤɨɬɨɪɵɟ�ɩɭɬɢ�ɢɦɟɸɬ�
ɨɫɨɛɨɟ�ɮɭɧɤɰɢɨɧɚɥɶɧɨɟ�ɧɚɡɧɚɱɟɧɢɟ�± ɧɚɩɪɢɦɟɪ��ɦɨɫɤɨɜɫɤɢɣ�Ⱥɪɛɚɬ�ɤɚɤ�ɩɟɲɟɯɨɞɧɚɹ�ɡɨɧɚ��ɢɥɢ�
ɭɥɢɰɵ�ɫ�ɦɚɝɚɡɢɧɚɦɢ��ɇɟɩɪɟɪɵɜɧɨɫɬɶ�ɭɥɢɰ�ɢɥɢ�ɦɚɝɢɫɬɪɚɥɟɣ�ɞɨɛɚɜɥɹɟɬ�ɞɨɩɨɥɧɢɬɟɥɶɧɵɣ�ɲɚɪɦ�� 

���Ƚɪɚɧɢɰɚ�± ɷɬɨ�ɥɸɛɨɣ�ɛɚɪɶɟɪ��ɤɨɬɨɪɵɣ�ɦɨɠɟɬ�ɛɵɬɶ�ɤɚɤ� ɜɢɪɬɭɚɥɶɧɵɣ� �ɝɪɚɧɢɰɚ�ɪɚɣɨɧɚ��
ɪɚɡɞɟɥ� ɬɟɪɪɢɬɨɪɢɣ� ɦɟɠɞɭ� ɝɪɭɩɩɢɪɨɜɤɚɦɢ��� ɬɚɤ� ɢ� ɪɟɚɥɶɧɵɣ� �ɛɟɪɟɝ� ɪɟɤɢ� ɢɥɢ� ɡɚɛɨɪ��� Ʌɢɧɱ�
ɨɛɪɚɳɚɟɬ� ɜɧɢɦɚɧɢɟ� ɧɚ� ɬɨ�� ɱɬɨ� ɝɪɚɧɢɰɵ� ɝɨɪɚɡɞɨ� ɪɟɠɟ� ɡɚɩɨɦɢɧɚɸɬɫɹ� ɥɸɞɶɦɢ�� Ƚɪɚɧɢɰɵ�
ɟɫɬɟɫɬɜɟɧɧɵɯ� ɝɟɨɝɪɚɮɢɱɟɫɤɢɯ� ɨɛɴɟɤɬɨɜ� �ɪɟɤɢ�� ɯɨɥɦɵ�� ɜ� ɩɪɢɧɰɢɩɟ� ɧɟ� ɭɥɚɜɥɢɜɚɸɬɫɹ�
ɩɭɬɟɲɟɫɬɜɟɧɧɢɤɚɦɢ��ɇɨ�ɩɪɢ�ɷɬɨɦ�ɨɧɢ��ɤɚɤ�ɢ�ɩɭɬɢ��ɡɚɞɚɸɬ�ɧɚɩɪɚɜɥɟɧɧɨɫɬɶ�ɩɭɬɟɲɟɫɬɜɟɧɧɢɤɚɦ�
± ɨɱɟɜɢɞɧɨ��ɱɬɨ�ɱɟɥɨɜɟɤ�ɩɪɢ�ɨɛɵɱɧɵɯ�ɭɫɥɨɜɢɹɯ�ɧɟ�ɫɬɚɧɟɬ�ɩɟɪɟɩɥɵɜɚɬɶ�ɪɟɤɭ��ɩɨɩɚɜɲɭɸɫɹ�ɟɦɭ�
ɩɨ�ɞɨɪɨɝɟ��ɋɚɦɢ�ɝɪɚɧɢɰɵ�ɬɨɠɟ�ɛɵɜɚɸ�ɪɚɡɧɵɦɢ��ɱɟɬɤɢɦɢ�ɢ�ɫɢɥɶɧɵɦɢ��ɥɢɛɨ�ɩɪɢɡɪɚɱɧɵɦɢ�ɢ 
ɪɚɡɦɵɬɵɦɢ� 

��� Ɋɚɣɨɧɵ� ± ɷɬɨ� ɨɬɧɨɫɢɬɟɥɶɧɨ� ɛɨɥɶɲɢɟ� ɱɚɫɬɢ� ɝɨɪɨɞɚ�� ɨɛɨɫɨɛɥɟɧɧɵɟ� ɨɛɥɚɞɚɸɳɢɟ�
ɨɛɴɟɞɢɧɹɸɳɢɦɢ�ɯɚɪɚɤɬɟɪɢɫɬɢɤɚɦɢ��Ɉɧɢ�ɤɚɤ�ɛɵ�ɢɡɭɱɚɸɬɫɹ�©ɢɡɧɭɬɪɢª��ɂɯ�ɦɨɠɧɨ�ɞɚɠɟ�ɧɚɡɜɚɬɶ�
ɨɫɧɨɜɧɵɦɢ� ɨɛɪɚɡɚɦɢ� ɝɨɪɨɞɚ�� ɬɚɤ� ɤɚɤ� ɢɦɟɧɧɨ� ɨɧɢ� ɛɨɥɟɟ� ɜɫɟɝɨ� ɡɚɩɨɦɢɧɚɸɬɫɹ� ɱɟɥɨɜɟɤɭ��
ɉɪɟɞɦɟɬɧɚɹ� ɯɚɪɚɤɬɟɪɢɫɬɢɤɚ� ɪɚɣɨɧɨɜ�� ɩɨ� ɦɧɟɧɢɸ� Ʌɢɧɱɚ�� ɫɤɥɚɞɵɜɚɟɬɫɹ� ɢɡ� ɦɧɨɠɟɫɬɜɚ�
ɷɥɟɦɟɧɬɨɜ�� ɮɚɤɬɭɪɚ�� ɮɨɪɦɵ� ɞɟɬɚɥɟɣ�� ɬɢɩɵ� ɡɞɚɧɢɣ�� ɨɫɨɛɟɧɧɨɫɬɢ� ɪɟɥɶɟɮɚ�� ɚɤɤɭɪɚɬɧɨɫɬɶ� ɢ�
ɱɢɫɬɨɬɚ�� ɚ� ɬɚɤɠɟ� ɯɚɪɚɤɬɟɪ� ɢ� ɩɨɜɟɞɟɧɢɟ� ɠɢɬɟɥɟɣ� ɪɚɣɨɧɚ�� ȿɫɬɶ� ɪɚɣɨɧɵ-ɢɧɬɪɨɜɟɪɬɵ�� ɚ� ɟɫɬɶ�
ɪɚɣɨɧɵ-ɨɞɢɧɨɱɤɢ�� 

���ɍɡɥɵ��ɬɨ�ɟɫɬɶ�ɮɨɤɭɫɢɪɭɸɳɢɟ�ɩɭɧɤɬɵ ɢɥɢ�ɦɟɫɬɚ�ɤɨɧɰɟɧɬɪɚɰɢɢ��Ʌɸɛɨɣ�ɬɢɩ�ɪɚɡɪɵɜɚ��ɞɚɠɟ�
ɩɟɪɟɤɪɟɫɬɨɤ�� ɧɟɫɟɬ� ɞɥɹ� ɩɭɬɟɲɟɫɬɜɟɧɧɢɤɚ� ɨɫɨɛɭɸ� ɡɧɚɱɢɦɨɫɬɶ�� Ɉɫɧɨɜɧɵɦɢ� ɭɡɥɚɦɢ� ɩɨ-
ɩɪɟɠɧɟɦɭ�ɨɫɬɚɸɬɫɹ�ɠɟɥɟɡɧɨɞɨɪɨɠɧɵɟ�ɜɨɤɡɚɥɵ�ɢ�ɚɷɪɨɩɨɪɬɵ�� 

���Ɉɪɢɟɧɬɢɪɵ�� ɬɨɱɟɱɧɵɟ�ɭɧɢɤɚɥɶɧɵɟ� ɷɥɟɦɟɧɬɵ� >�@��ɂɯ� ɪɚɡɧɨɨɛɪɚɡɢɟ�ɞɨɫɬɚɬɨɱɧɨ� ɜɟɥɢɤɨ��
ɉɪɢ�ɷɬɨɦ�ɨɪɢɟɧɬɢɪɵ�ɦɨɝɭɬ�ɛɵɬɶ�ɢ�ɭɧɢɜɟɪɫɚɥɶɧɵɦɢ��ɢ�ɥɢɱɧɵɦɢ��ɇɚ�ɛɚɲɧɢ��ɝɨɪɨɞɫɤɢɟ�ɱɚɫɵ��
ɩɥɨɳɚɞɢ�ɢɥɢ�ɯɨɥɦɵ�ɨɛɪɚɳɚɸɬ�ɜɧɢɦɚɧɢɟ�ɩɨɞɚɜɥɹɸɳɟɟ�ɛɨɥɶɲɢɧɫɬɜɨ�ɥɸɞɟɣ��Ʉɚɤ�ɩɪɚɜɢɥɨ��ɷɬɨ�
ɷɥɟɦɟɧɬɵ�� ɤɨɬɨɪɵɟ� ɜɢɞɧɵ� ɫɨ� ɦɧɨɠɟɫɬɜɚ� ɧɚɩɪɚɜɥɟɧɢɣ�� ɇɨ� ɟɫɬɶ� ɜɟɳɢ�� ɤɨɬɨɪɵɟ� ɢɦɟɸɬ�
ɫɭɛɴɟɤɬɢɜɧɭɸ�ɰɟɧɧɨɫɬɶ��ɱɢɫɬɚɹ�ɭɥɢɰɚ�ɜ�ɝɪɹɡɧɨɦ�ɝɨɪɨɞɟ��ɫɤɜɟɪɢɤ�ɫ�ɰɜɟɬɚɦɢ�ɢ�ɬɚɤ�ɞɚɥɟɟ�� 

ɉɪɨɰɟɫɫ� ɫɨɡɧɚɬɟɥɶɧɨɝɨ� ɮɨɪɦɢɪɨɜɚɧɢɹ� ɢɡɦɟɧɟɧɢɹ� ɝɨɪɨɞɫɤɨɣ� ɫɪɟɞɵ� ɞɥɹ� ɭɞɨɜɥɟɬɜɨɪɟɧɢɹ 
ɨɩɪɟɞɟɥɟɧɧɵɯ ɩɨɬɪɟɛɧɨɫɬɟɣ�ɥɸɞɟɣ�ɧɚɡɵɜɚɟɬɫɹ�©ɞɢɡɚɣɧɨɦ�ɩɪɨɫɬɪɚɧɫɬɜɚª��Ɍɚɤɨɟ�ɨɩɪɟɞɟɥɟɧɢɟ�
ɩɪɢɜɨɞɢɬ�Ⱦɠ� Ƚɨɥɞ��ɫɨ�ɫɫɵɥɤɨɣ�ɧɚ�Ɋ� Ɋɢɤɟɣɹ�>�@��ɉɨ�ɟɝɨ�ɦɧɟɧɢɸ, ɜ�©ɞɢɡɚɣɧɟ�ɩɪɨɫɬɪɚɧɫɬɜɚª�
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ȼɚɪɚɤɫɚ�Ⱥ� Ɇ� 
 

Ƚɨɪɨɞ�ɤɚɤ�ɨɛɴɟɤɬ�ɫɨɰɢɨɥɨɝɢɱɟɫɤɨɝɨ�ɢ�ɤɭɥɶɬɭɪɨɥɨɝɢɱɟɫɤɨɝɨ�ɢɫɫɥɟɞɨɜɚɧɢɹ 

ɧɭɠɧɨ�ɭɱɢɬɵɜɚɬɶ�ɬɪɢ�ɨɫɧɨɜɧɵɟ�ɦɨɦɟɧɬɚ��ȼɨ-ɩɟɪɜɵɯ��ɞɢɡɚɣɧ�ɨɫɭɳɟɫɬɜɥɹɟɬɫɹ�ɫɨɡɧɚɬɟɥɶɧɨ��ɧɚ�
ɨɫɧɨɜɟ�ɨɩɵɬɚ�ɢ�ɷɤɫɩɟɪɢɦɟɧɬɨɜ��ɇɨ�ɩɪɢ�ɷɬɨɦ ɧɟɥɶɡɹ�ɨɝɪɚɧɢɱɢɜɚɬɶɫɹ�ɱɢɫɬɨɣ�ɪɚɰɢɨɧɚɥɶɧɨɫɬɶɸ��
ɧɭɠɧɨ�ɭɱɢɬɵɜɚɬɶ�ɷɦɨɰɢɢ�ɢ�ɱɭɜɫɬɜɚ�ɥɸɞɟɣ��ȼɨ-ɜɬɨɪɵɯ��ɞɢɡɚɣɧɟɪ�± ɷɬɨ�ɱɟɥɨɜɟɤ��ɢ�ɟɝɨ�ɜɥɢɹɧɢɟ�
ɜ�ɥɸɛɨɦ�ɫɥɭɱɚɟ�ɛɭɞɟɬ�ɜɟɥɢɤɨ��ȼ-ɬɪɟɬɶɢɯ��ɧɟ�ɧɚɞɨ�ɡɚɛɵɜɚɬɶ��ɱɬɨ�ɞɢɡɚɣɧ�ɫɨɡɞɚɟɬɫɹ�ɞɥɹ�ɧɭɠɞ�
ɱɟɥɨɜɟɤɚ�� 

ɋɨɰɢɨɥɨɝɢɸ� ɝɨɪɨɞɚ� ɢɡɭɱɚɸɬ� ɢ� ɫɨɜɪɟɦɟɧɧɵɟ� ɪɨɫɫɢɣɫɤɢɟ� ɢɫɫɥɟɞɨɜɚɬɟɥɢ�� ɇɚɩɪɢɦɟɪ��
Ⱦ� ɋ� Ɂɚɦɹɬɢɧ�ɢɡɞɚɥ�ɧɟɫɤɨɥɶɤɨ�ɤɧɢɝ��ɩɨɫɜɹɳɟɧɧɵɯ�ɩɪɨɛɥɟɦɚɦ�ɩɪɨɫɬɪɚɧɫɬɜɚ�ɝɨɪɨɞɨɜ��ȼ������
ɝɨɞɭ� ɜɵɲɥɚ� ɤɧɢɝɚ� ȼ. Ƚɥɚɡɵɱɟɜɚ� ©Ƚɨɪɨɞ� ɛɟɡ� ɝɪɚɧɢɰª, ɩɨɤɚɡɵɜɚɸɳɚɹ� ɨɫɨɛɟɧɧɨɫɬɶ� ɜɥɢɹɧɢɹ�
ɬɟɪɪɢɬɨɪɢɣ� ɤɨɧɤɪɟɬɧɨ� ɧɚ� ɱɟɥɨɜɟɤɚ�� ɩɪɨɠɢɜɚɸɳɟɝɨ� ɜ� Ɋɨɫɫɢɢ�� ɢɦɟɧɧɨ� ɫ� ɭɱɟɬɨɦ� ɪɨɫɫɢɣɫɤɨɣ�
ɫɩɟɰɢɮɢɤɢ�>�@�� 

Ɂɧɚɱɢɬɟɥɶɧɨ� ɜɥɢɹɧɢɟ� ɧɚ� ɝɨɪɨɞɚ� ɨɤɚɡɚɥɚ� ɝɥɨɛɚɥɢɡɚɰɢɹ�� ɗɬɨ� ɹɜɥɟɧɢɟ�� ɤɨɬɨɪɨɟ� ɧɚ� ɩɟɪɜɵɣ�
ɜɡɝɥɹɞ�ɤɚɠɟɬɫɹ�ɱɢɫɬɨ�ɯɨɡɹɣɫɬɜɟɧɧɵɦ��ɢɦɟɟɬ�ɛɨɥɶɲɨɟ�ɫɨɰɢɚɥɶɧɨɟ�ɢ�ɩɫɢɯɨɥɨɝɢɱɟɫɤɨɟ�ɡɧɚɱɟɧɢɟ��
ɋɜɹɡɚɧɨ� ɷɬɨ� ɫ� ɪɨɫɬɨɦ� ɝɨɪɨɞɨɜ�� ɫ� ɢɡɦɟɧɟɧɢɟɦ� ɬɟɦɩɨɜ�ɠɢɡɧɢ� ɢ� ɨɛɪɚɡɚ�ɠɢɡɧɢ�� ɫ� ɩɨɹɜɥɟɧɢɟɦ�
ɧɨɜɵɯ�ɩɪɟɞɦɟɬɨɜ�ɬɪɭɞɚ�ɢ�ɩɪɟɞɦɟɬɨɜ�ɛɵɬɚ��ɂɫɬɨɪɢɹ�ɪɨɫɬɚ�ɝɨɪɨɞɨɜ�ɧɚɫɵɳɟɧɚ�ɤɨɧɮɥɢɤɬɚɦɢ, ɢ�
ɷɬɨ� ɥɟɝɤɨ� ɨɛɴɹɫɧɢɦɨ�� ɩɫɢɯɢɤɚ� ɱɟɥɨɜɟɤɚ� ɧɟ� ɦɨɠɟɬ� ɛɵɫɬɪɨ� ɬɪɚɧɫɮɨɪɦɢɪɨɜɚɬɶɫɹ� ɩɨɞ�
ɦɟɧɹɸɳɢɟɫɹ�ɭɫɥɨɜɢɹ��ɗɬɨ ± ɟɫɬɟɫɬɜɟɧɧɵɣ�ɤɪɢɡɢɫ�ɪɨɫɬɚ� ɝɨɪɨɞɨɜ��ɉɪɢɱɢɧɚɦɢ�ɹɜɥɹɸɬɫɹ��ɜɨ-
ɩɟɪɜɵɯ�� ɬɟɦɩɵ�ɩɟɪɟɯɨɞɚ�ɨɬ�ɩɨɫɬɢɧɞɭɫɬɪɢɚɥɶɧɨɣ�ɷɤɨɧɨɦɢɤɢ�ɤ�ɢɧɮɨɪɦɚɰɢɨɧɧɨɣ��ɜɨ-ɜɬɨɪɵɯ��
ɧɢɡɤɨɟ� ɨɫɨɡɧɚɧɢɟ� ɮɟɧɨɦɟɧɚ� ɬɨɬɚɥɶɧɨɣ� ɭɪɛɚɧɢɡɚɰɢɢ�� ɇɚɞ� ɫɨɡɧɚɧɢɟɦ� ɷɤɫɩɟɪɬɨɜ� ɬɹɝɨɬɟɸɬ�
ɫɬɚɪɵɟ�ɞɨɝɦɵ��ɤɨɬɨɪɵɟ��ɜ�ɫɜɨɸ�ɨɱɟɪɟɞɶ��ɷɤɫɩɟɪɬɵ�ɩɟɪɟɞɚɸɬ�ɠɭɪɧɚɥɢɫɬɚɦ��ɚ�ɬɟ�± ɜɥɚɫɬɹɦɢ�ɢ�
ɧɚɫɟɥɟɧɢɸ��ɋɢɥɚ�ɢɧɟɪɰɢɢ�ɜɟɫɶɦɚ�ɜɟɥɢɤɚ��ɩɪɢɱɟɦ�ɧɟ�ɬɨɥɶɤɨ�ɜ�Ɋɨɫɫɢɢ��Ɍɚɤ Ƚɥɚɡɵɱɟɜ�ɩɪɢɜɨɞɢɬ�
ɜ� ɩɪɢɦɟɪ�ɮɟɧɨɦɟɧ� Ɋɭɪɫɤɨɝɨ� ɪɚɣɨɧɚ� >�@��Ɉɞɧɚɤɨ� ɨɧ� ɩɨɞɱɟɪɤɢɜɚɟɬ�� ɱɬɨ� ɷɬɨɬ� ɭɧɢɜɟɪɫɚɥɶɧɵɣ�
ɩɪɨɰɟɫɫ� ɞɥɹ� ɪɨɫɫɢɹɧ� ɹɜɥɹɟɬɫɹ� ɤɪɚɣɧɟ� ɛɨɥɟɡɧɟɧɧɵɦ�� ɢ� ɩɨɷɬɨɦɭ� ɢɦɟɧɧɨ� ɞɥɹ� ɧɚɲɟɣ� ɫɬɚɧɵ�
©ɜɞɜɨɣɧɟ� ɜɚɠɧɨ� ɨɫɦɵɫɥɢɬɶ� ɫɨɛɫɬɜɟɧɧɨɟ� ɩɪɨɫɬɪɚɧɫɬɜɨ� ɤɚɤ� ɟɞɢɧɨɟ� ɰɟɥɨɟ�� ɪɟɝɭɥɢɪɭɟɦɨɟ�
ɪɚɡɜɢɬɢɟɦ�ɝɨɪɨɞɨɜª��Ƚɥɚɡɵɱɟɜ��ɤɚɤ�ɢ�ɞɪɭɝɢɟ�ɫɨɰɢɨɥɨɝɢ��ɨɬɦɟɱɚɟɬ��ɱɬɨ�ɩɨɬɪɟɛɧɨɫɬɶ�©ɛɵɬɶ�ɧɚ�
ɥɸɞɹɯª�ɧɢɤɭɞɚ�ɧɟ�ɢɫɱɟɡɚɟɬ��ɧɟɫɦɨɬɪɹ�ɧɚ�ɢɧɞɢɜɢɞɭɚɥɢɡɚɰɢɸ�ɜ�ɛɨɥɶɲɢɯ�ɝɨɪɨɞɚɯ�ɢ�ɞɚɠɟ�ɜ�ɷɩɨɯɭ�
ɢɧɬɟɪɧɟɬɚ�� ©ɉɨ� ɷɬɨɣ� ɩɪɢɱɢɧɟª�� ± ɫɱɢɬɚɟɬ� ɚɜɬɨɪ�� ± ©ɰɟɥɟɫɨɨɛɪɚɡɧɨ� ɪɚɫɫɦɚɬɪɢɜɚɬɶ�
ɬɟɪɪɢɬɨɪɢɚɥɶɧɨɟ�ɪɚɡɜɢɬɢɟ�ɢ�ɷɜɨɥɸɰɢɸ�ɝɨɪɨɞɚ�ɤɚɤ�ɨɪɝɚɧɢɱɟɫɤɨɟ�ɰɟɥɨɟª�>�@��ȼ�Ɋɨɫɫɢɢ�ɛɨɥɶɲɢɟ��
ɪɚɡɜɢɜɚɸɳɢɟɫɹ� ɬɟɪɪɢɬɨɪɢɢ� ɞɟɦɨɧɫɬɪɢɪɭɸɬ� ɩɪɨɛɥɟɦɵ� ©ɛɨɥɶɲɨɝɨ� ɝɨɪɨɞɚª�� ɚɬɨɦɢɡɚɰɢɸ�
ɥɸɞɟɣ�� ɩɪɨɛɥɟɦɭ� ©ɨɞɢɧɨɱɟɫɬɜɚ� ɜ� ɬɨɥɩɟª�� Ʉɚɤ� ɩɢɲɟɬ� Ɍ� ȼ� ɑɚɩɥɹ�� ©ɛɨɥɶɲɢɟ� ɩɪɨɫɬɪɚɧɫɬɜɚ��
ɪɚɫɫɱɢɬɚɧɧɵɟ� ɧɚ� ɦɚɫɫɨɜɵɟ� ɮɨɪɦɵ� ɨɛɳɟɧɢɹ�� ɨɬɥɢɱɚɸɬɫɹ� ɛɟɡɥɢɤɨɫɬɶɸ�� ɫɤɪɵɬɨɫɬɶɸ�� ɱɟɦɭ�
ɫɩɨɫɨɛɫɬɜɭɟɬ�ɨɞɧɨɨɛɪɚɡɧɚɹ�ɤɚɪɬɢɧɚ�ɝɨɪɨɞɫɤɢɯ�ɮɚɫɚɞɨɜ��ɜɵɯɨɞɹɳɢɯ�ɧɚ�ɭɥɢɰɭª�>�@�� 

Ɉɩɪɟɞɟɥɟɧɧɵɣ�ɩɚɪɚɞɨɤɫ�ɫɨɜɪɟɦɟɧɧɨɝɨ�ɢɧɮɨɪɦɚɰɢɨɧɧɨɝɨ�ɨɛɳɟɫɬɜɚ�ɫɨɫɬɨɢɬ�ɜ�ɬɨɦ��ɱɬɨ�ɧɟ�
ɬɨɥɶɤɨ� ɜ� ɦɚɥɵɯ� ɝɨɪɨɞɚɯ�� ɧɨ� ɞɚɠɟ� ɜ� ɧɟɛɨɥɶɲɢɯ� ɧɚɫɟɥɟɧɧɵɯ� ɩɭɧɤɬɚɯ� ɚɬɨɦɢɡɚɰɢɹ� ɧɚɫɟɥɟɧɢɹ�
ɭɜɟɥɢɱɢɥɚɫɶ��ɋ�ɩɨɹɜɥɟɧɢɟɦ�ɢɧɮɨɪɦɚɰɢɨɧɧɵɯ�ɬɟɯɧɨɥɨɝɢɣ�ɨɛɳɟɧɢɟ�ɫɬɚɥɨ�ɥɟɝɤɨɞɨɫɬɭɩɧɵɦ��ɧɨ�
ɥɢɲɶ� ɱɟɪɟɡ� ɩɪɢɛɨɪɵ�� ɧɚɡɜɚɧɧɵɟ� ɝɚɞɠɟɬɚɦɢ�� Ʉɚɤ� ɫɥɟɞɫɬɜɢɟ�� ɥɢɱɧɨɟ� ɨɛɳɟɧɢɟ� ɡɧɚɱɢɬɟɥɶɧɨ�
ɭɦɟɧɶɲɢɥɨɫɶ��ɚ�ɩɚɧɞɟɦɢɹ����� ± �����ɝɨɞɨɜ�ɜɨɨɛɳɟ�ɫɜɟɥɚ�ɟɝɨ�ɤ�ɦɢɧɢɦɭɦɭ��ɉɨɷɬɨɦɭ�ɦɨɠɧɨ�
ɧɚɛɥɸɞɚɬɶ�� ɱɬɨ� ɜ� ɧɚɫɬɨɹɳɟɟ� ɜɪɟɦɹ� ɩɪɨɛɥɟɦɵ� ɝɨɪɨɞɨɜ� ɩɪɨɹɜɥɹɸɬɫɹ� ɩɪɚɤɬɢɱɟɫɤɢ� ɜɨ� ɜɫɟɯ�
ɬɟɪɪɢɬɨɪɢɹɯ�� Ɍɟɯɧɨɥɨɝɢɱɟɫɤɢɟ� ɢɡɦɟɧɟɧɢɹ� ɩɨɜɥɟɤɥɢ� ɡɚ� ɫɨɛɨɣ� ɢ� ɫɦɟɧɭ� ɤɚɠɞɨɞɧɟɜɧɨɝɨ�
ɩɨɜɟɞɟɧɢɹ� ɥɸɞɟɣ�� ɍɠɟ� ɜ� ɧɚɫɬɨɹɳɟɟ� ɜɪɟɦɹ� ɜ� ɩɨɜɫɟɞɧɟɜɧɨɣ� ɠɢɡɧɢ� ɦɵ� ɜɢɞɢɦ ɫɥɟɞɭɸɳɢɟ�
ɮɟɧɨɦɟɧɵ: 1) ɩɪɢɨɪɢɬɟɬ� ɨɛɳɟɧɢɹ� ɨɬɞɚɺɬɫɹ� ɫɨɰɫɟɬɹɦ; 2) ɮɨɪɦɢɪɨɜɚɧɢɟ�ɢɦɢɞɠɚ�ɩɪɨɢɫɯɨɞɢɬ�
ɱɟɪɟɡ�ɫɬɪɢɬɟɣɥɢɧɝ�ɜ�ɤɚɪɬɢɧɤɚɯ��ɜ�ɮɨɪɦɟ�ɮɨɬɨɝɪɚɮɢɣ�ɢ�ɜɢɞɟɨ�; 3) ɜ�ɫɜɹɡɢ�ɫ�ɷɬɢɦ ɚɤɬɭɚɥɶɧɨɣ�
ɫɬɚɧɨɜɢɬɫɹ� ɧɚɥɢɱɢɟ� ɰɢɮɪɨɜɨɣ� ɨɞɟɠɞɵ� ɢ� ɚɤɫɟɫɫɭɚɪɨɜ�� ɤɨɬɨɪɵɟ� ɩɪɨɢɡɜɨɞɹɬɫɹ� ɢ� ɩɪɨɞɚɸɬɫɹ; 
4) ɢɧɬɟɪɚɤɬɢɜɧɵɟ� ɨɛɪɚɡɵ� ɧɟ� ɞɨɥɠɧɵ� ɛɵɬɶ� ɨɬɪɚɠɟɧɢɟɦ� ɪɟɚɥɶɧɨɝɨ� ɱɟɥɨɜɟɤɚ�� ɉɪɢ� ɷɬɨɦ�
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ɨɮɥɚɣɧ�� ɦɚɥɨɦɭ� ɢ� ɫɪɟɞɧɟɦɭ� ɛɢɡɧɟɫɭ� ɩɨɬɪɟɛɨɜɚɥɚɫɶ� ɧɚɣɬɢ� ɧɨɜɵɟ� ɤɚɧɚɥɵ� ɞɥɹ� ɩɨɞɞɟɪɠɚɧɢɹ�
ɨɛɳɟɧɢɹ� ɫ� ɤɥɢɟɧɬɚɦɢ� ɢ� ɨɫɭɳɟɫɬɜɥɟɧɢɹ� ɫɜɨɟɣ� ɤɨɦɦɟɪɱɟɫɤɨɣ� ɞɟɹɬɟɥɶɧɨɫɬɢ�� Ɇɧɨɝɢɟ�
ɨɪɝɚɧɢɡɚɰɢɢ� ɧɚɱɚɥɢ� ɜɧɟɞɪɹɬɶ� ɜ� ɫɜɨɸ� ɦɚɪɤɟɬɢɧɝɨɜɭɸ� ɞɟɹɬɟɥɶɧɨɫɬɶ� ɢɧɫɬɪɭɦɟɧɬɵ� ɨɧɥɚɣɧ-
ɩɪɨɞɚɠ�ɞɥɹ�ɩɨɞɞɟɪɠɚɧɢɹ�ɷɮɮɟɤɬɢɜɧɨɫɬɢ�ɫɜɨɟɣ�ɞɟɹɬɟɥɶɧɨɫɬɢ��ɂɡɭɱɟɧɢɟ�ɢɧɫɬɪɭɦɟɧɬɨɜ�ɨɧɥɚɣɧ-
ɩɪɨɞɚɠ�ɫ�ɰɟɥɶɸ�ɢɯ�ɞɚɥɶɧɟɣɲɟɝɨ�ɩɪɢɦɟɧɟɧɢɹ� ɜ�ɫɬɪɚɬɟɝɢɢ�ɤɨɦɩɚɧɢɢ�ɫɬɚɧɨɜɢɬɫɹ�ɚɤɬɭɚɥɶɧɨɣ�
ɩɪɨɛɥɟɦɚɬɢɤɨɣ� ɫɨɜɪɟɦɟɧɧɨɝɨ� ɛɢɡɧɟɫɚ�� ɂɫɩɨɥɶɡɨɜɚɧɢɟ� ɚɤɬɭɚɥɶɧɵɯ� ɢɧɫɬɪɭɦɟɧɬɨɜ� ɩɨɡɜɨɥɹɟɬ�
ɩɨɜɵɫɢɬɶ� ɤɨɧɜɟɪɫɢɸ� ɩɨɤɭɩɚɬɟɥɟɣ�� ɱɬɨ� ɩɪɢɧɨɫɢɬ� ɤɨɦɦɟɪɱɟɫɤɨɣ� ɨɪɝɚɧɢɡɚɰɢɢ� ɛɨɥɶɲɭɸ�
ɩɪɢɛɵɥɶ��ɭɞɨɜɥɟɬɜɨɪɹɹ�ɟɟ�ɝɥɚɜɧɭɸ�ɰɟɥɶ.  
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Ʉɟɬɨɜɚ�ɇ� ɉ���Ɍɨɤɚɪɟɜɚ�ɘ� ȿ� 
 

ɂɧɫɬɪɭɦɟɧɬɵ�ɢɧɬɟɪɧɟɬ-ɦɚɪɤɟɬɢɧɝɚ�ɤɚɤ�ɫɩɨɫɨɛ�ɩɨɜɵɲɟɧɢɹ�ɷɮɮɟɤɬɢɜɧɨɫɬɢ�ɤɨɦɦɟɪɱɟɫɤɨɣ�ɞɟɹɬɟɥɶɧɨɫɬɢ�ɨɪɝɚɧɢɡɚɰɢɢ��
ɭɩɪɚɜɥɟɧɱɟɫɤɢɟ�ɚɫɩɟɤɬɵ 

 

Ɇɚɪɤɟɬɢɧɝ� ɜ� ɨɧɥɚɣɧ-ɩɪɨɫɬɪɚɧɫɬɜɟ� ɜɩɟɪɜɵɟ� ɩɨɹɜɢɥɫɹ� ɜ� ����-ɯ� ɝɨɞɚɯ�� Ɍɨɝɞɚ� ɨɬɦɟɱɚɥɨɫɶ�
ɩɨɹɜɥɟɧɢɟ�ɩɟɪɜɵɯ�ɬɟɤɫɬɨɜɵɯ�ɨɛɴɹɜɥɟɧɢɣ�ɨ�ɩɪɨɞɚɠɟ�ɬɨɜɚɪɨɜ�ɢɥɢ�ɨɤɚɡɚɧɢɢ�ɭɫɥɭɝ��Ʉɨɧɟɱɧɨ��ɜ�
ɫɨɜɪɟɦɟɧɧɨɦ� ɦɢɪɟ� ɦɚɪɤɟɬɢɧɝ� ɪɚɫɲɢɪɢɥ� ɫɜɨɸ� ɫɮɟɪɭ� ɜɥɢɹɧɢɹ� ɢ� ɮɭɧɤɰɢɨɧɚɥ� ɜ� ɢɧɬɟɪɧɟɬ-
ɩɪɨɫɬɪɚɧɫɬɜɟ��ɋɟɣɱɚɫ�ɦɨɠɧɨ�ɝɨɜɨɪɢɬɶ�ɧɟ�ɬɨɥɶɤɨ�ɨ�ɩɪɨɞɚɠɟ�ɬɨɜɚɪɨɜ��ɧɨ�ɢ�ɨɛ�ɢɧɮɨɪɦɚɰɢɨɧɧɨɦ�
ɩɪɨɫɬɪɚɧɫɬɜɟ�ɪɚɡɥɢɱɧɵɯ�ɩɪɨɝɪɚɦɦɧɵɯ�ɩɪɨɞɭɤɬɨɜ�ɢ�ɬ�ɞ��Ɍɚɤɢɟ�ɤɨɪɩɨɪɚɰɢɢ�ɤɚɤ�*RRJOH��0DLO�UX�
*URXS��<DKRR�ɦɨɝɭɬ� ɩɨɫɥɭɠɢɬɶ� ɷɬɨɦɭ�ɩɪɢɦɟɪɨɦ��ɂɦɟɧɧɨ� ɨɧɢ� ɩɨɡɜɨɥɢɥɢ� ɪɵɧɤɭ� ɪɟɤɥɚɦɵ� ɜ�
ɢɧɬɟɪɧɟɬɟ�ɜɵɣɬɢ�ɧɚ�ɫɨɜɟɪɲɟɧɧɨ�ɧɨɜɵɣ�ɭɪɨɜɟɧɶ��ɩɪɟɞɨɫɬɚɜɢɜ�ɛɨɥɶɲɨɣ�ɜɵɛɨɪ�ɤɚɤ�ɩɥɨɳɚɞɨɤ��
ɬɚɤ�ɢ�ɢɧɫɬɪɭɦɟɧɬɨɜ��Ɉɧɥɚɣɧ-ɦɚɪɤɟɬɢɧɝ�ɫɬɚɥ�ɜɚɠɧɟɣɲɢɦ�ɡɜɟɧɨɦ�ɫɨɜɪɟɦɟɧɧɨɝɨ�ɪɵɧɤɚ��ɤɨɬɨɪɨɟ�
ɩɨɡɜɨɥɹɟɬ�ɬɪɚɧɫɥɢɪɨɜɚɬɶ�ɜ�ɦɚɫɫɵ�ɥɸɛɵɟ�ɢɞɟɢ�>�@�� 

ȼɟɫɶɦɚ�ɫɢɥɶɧɨɟ� ɜɥɢɹɧɢɟ�ɧɚ�ɩɨɬɪɟɛɢɬɟɥɶɫɤɨɟ�ɩɨɜɟɞɟɧɢɟ� ɨɤɚɡɚɥɚ�ɩɚɧɞɟɦɢɹ� ɤɨɪɨɧɚɜɢɪɭɫɚ��
ɤɨɬɨɪɚɹ�ɧɚɱɚɥɚɫɶ�ɜ ɤɨɧɰɟ �����ɝɨɞɚ��ɉɨ�ɞɚɧɧɵɦ�*OREDO�:HE�,QGH[������ɩɨɬɪɟɛɢɬɟɥɟɣ�ɫ�ɧɚɱɚɥɨɦ�
ɩɚɧɞɟɦɢɢ� ɩɪɨɜɨɞɹɬ� ɛɨɥɶɲɟ� ɜɪɟɦɟɧɢ�� ɢɫɩɨɥɶɡɭɹ� ɫɦɚɪɬɮɨɧ� >�@�� Ɍɨɥɶɤɨ� ɡɚ� ɩɟɪɜɭɸ� ɩɨɥɨɜɢɧɭ�
�����ɝɨɞɚ�ɞɨɥɹ�ɩɨɤɭɩɨɤ�ɜ�ɢɧɬɟɪɧɟɬɟ�ɭɜɟɥɢɱɢɥɚɫɶ�ɜ�ɬɪɢ�ɪɚɡɚ�ɩɨ�ɫɪɚɜɧɟɧɢɸ�ɫ�ɬɚɤɢɦ�ɠɟ�ɩɟɪɢɨɞɨɦ�
�����ɝɨɞɚ��ɉɪɢ�ɷɬɨɦ�ɞɨɥɹ�ɢɧɬɟɪɧɟɬ-ɷɤɜɚɣɪɢɧɝɚ�ɫɨɫɬɚɜɢɥɚ������ɜ�ɬɨ�ɜɪɟɦɹ�ɤɚɤ�ɡɚ ɚɧɚɥɨɝɢɱɧɵɣ 
ɩɟɪɢɨɞ������ɝɨɞɚ ɨɧɚ�ɫɨɫɬɚɜɥɹɥɚ�ɜɫɟɝɨ�ɥɢɲɶ������ɉɨɬɪɟɛɢɬɟɥɢ�ɛɵɥɢ�ɜɵɧɭɠɞɟɧɵ�ɨɫɜɚɢɜɚɬɶ�
ɩɥɨɳɚɞɤɢ� ɞɥɹ� ɫɨɜɟɪɲɟɧɢɹ� ɨɧɥɚɣɧ-ɩɨɤɭɩɨɤ� ɬ�ɤ�� ɜɨɡɦɨɠɧɨɫɬɢ� ɩɪɢɨɛɪɟɫɬɢ� ɬɨɜɚɪ� ɜ� ɨɮɥɚɣɧ�
ɦɚɝɚɡɢɧɟ�ɧɟ�ɛɵɥɨ��ɉɪɟɞɩɪɢɧɢɦɚɬɟɥɹɦ��ɜ�ɫɜɨɸ�ɨɱɟɪɟɞɶ��ɬɚɤɠɟ�ɧɟɨɛɯɨɞɢɦɨ�ɛɵɥɨ�ɢɫɤɚɬɶ�ɧɨɜɵɟ�
ɤɚɧɚɥɵ�ɞɥɹ� ɜɟɞɟɧɢɹ�ɫɜɨɟɣ� ɤɨɦɦɟɪɱɟɫɤɨɣ�ɞɟɹɬɟɥɶɧɨɫɬɢ�� ɩɨɷɬɨɦɭ�ɞɚɠɟ�ɫɚɦɵɣ�ɦɚɥɵɣ�ɛɢɡɧɟɫ�
ɧɚɱɚɥ� ɩɪɨɹɜɥɹɬɶɫɹ� ɜ� ɨɧɥɚɣɧ-ɫɪɟɞɟ� ɜ� ����� ɝɨɞɭ�� ɋ� ɨɞɧɨɣ� ɫɬɨɪɨɧɵ�� ɫɨɤɪɚɬɢɥɚɫɶ� ɞɢɫɬɚɧɰɢɹ�
ɦɟɠɞɭ� ɩɨɬɪɟɛɢɬɟɥɟɦ� ɢ� ɨɪɝɚɧɢɡɚɰɢɟɣ�� ɪɟɚɥɢɡɭɸɳɟɣ� ɬɨɜɚɪ� ɢɥɢ� ɨɤɚɡɵɜɚɸɳɟɣ� ɭɫɥɭɝɭ�� ɱɬɨ�
ɩɨɡɜɨɥɹɟɬ� ɨɩɟɪɚɬɢɜɧɨ� ɪɟɚɝɢɪɨɜɚɬɶ� ɧɚ� ɨɛɪɚɬɧɭɸ� ɫɜɹɡɶ�� ɜɨɩɪɨɫɵ� ɨɬ� ɩɨɬɟɧɰɢɚɥɶɧɵɯ�
ɩɨɤɭɩɚɬɟɥɟɣ�� ɨɬɫɥɟɠɢɜɚɬɶ� ɢɡɦɟɧɟɧɢɹ� ɡɚɩɪɨɫɨɜ� ɤɨɧɤɪɟɬɧɵɯ� ɰɟɥɟɜɵɯ� ɝɪɭɩɩ�� ɉɨɦɢɦɨ� ɷɬɨɝɨ��
ɩɪɢɫɭɬɫɬɜɢɟ�ɨɧɥɚɣɧ�ɩɨɡɜɨɥɹɟɬ�ɨɪɝɚɧɢɡɚɰɢɢ�ɜɵɫɬɪɨɢɬɶ�ɤɨɦɦɭɧɢɤɚɰɢɸ�ɩɪɚɤɬɢɱɟɫɤɢ�ɫ�ɥɸɛɨɣ�
ɰɟɥɟɜɨɣ�ɝɪɭɩɩɨɣ�ɜɧɟ�ɡɚɜɢɫɢɦɨɫɬɢ�ɨɬ�ɝɟɨɝɪɚɮɢɱɟɫɤɨɝɨ�ɪɚɫɩɨɥɨɠɟɧɢɹ��ɋ�ɞɪɭɝɨɣ�ɫɬɨɪɨɧɵ��ɪɟɡɤɨ�
ɭɜɟɥɢɱɢɜɲɟɟɫɹ�ɤɨɥɢɱɟɫɬɜɨ�ɨɪɝɚɧɢɡɚɰɢɣ�ɜ�ɨɧɥɚɣɧ-ɫɪɟɞɟ�ɫɩɪɨɜɨɰɢɪɨɜɚɥɨ�ɪɨɫɬ�ɤɨɧɤɭɪɟɧɰɢɢ��
ɉɨ� ɞɚɧɧɵɦ� $GYDQW6KRS� ɬɨɥɶɤɨ� ɡɚ� ɩɟɪɜɵɣ� ɤɜɚɪɬɚɥ� ����� ɝɨɞɚ� ɩɪɢɪɨɫɬ� ɩɪɨɞɚɠ� ɢɧɬɟɪɧɟɬ-
ɦɚɝɚɡɢɧɨɜ�ɫɨɫɬɚɜɢɥ������>�@� 

ɇɚ�ɫɟɝɨɞɧɹɲɧɢɣ�ɞɟɧɶ�ɩɪɨɞɜɢɠɟɧɢɟ�ɬɨɜɚɪɨɜ�ɢ�ɭɫɥɭɝ�ɱɟɪɟɡ�ɢɧɬɟɪɧɟɬ�ɩɨɥɭɱɚɟɬ�ɜɫɟ�ɛɨɥɶɲɟɟ�
ɪɚɫɩɪɨɫɬɪɚɧɟɧɢɟ��ɋɪɚɜɧɢɜɚɹ�ɬɪɚɞɢɰɢɨɧɧɵɣ�ɦɚɪɤɟɬɢɧɝ�ɢ�ɢɧɬɟɪɧɟɬ-ɦɚɪɤɟɬɢɧɝ��ɢɫɫɥɟɞɨɜɚɬɟɥɢ�
ɪɚɫɯɨɞɹɬɫɹ� ɜɨ� ɦɧɟɧɢɹɯ�� Ɉɞɧɢ� ɚɜɬɨɪɵ� ɫɱɢɬɚɸɬ�� ɱɬɨ� ɢɧɬɟɪɧɟɬ-ɦɚɪɤɟɬɢɧɝ�� ɩɨ� ɫɜɨɟɣ� ɫɭɬɢ��
ɢɫɩɨɥɶɡɭɟɬ�ɬɟ�ɠɟ�ɢɧɫɬɪɭɦɟɧɬɵ�ɦɚɪɤɟɬɢɧɝɚ��ɤɨɬɨɪɵɟ�ɩɪɢɦɟɧɹɸɬɫɹ�ɨɮɮɥɚɣɧ��Ⱦɪɭɝɢɟ��ɧɚɩɪɨɬɢɜ��
ɩɪɢɡɵɜɚɸɬ�ɨɬɤɚɡɚɬɶɫɹ ɨɬ�ɩɪɢɜɵɱɧɵɯ�ɦɟɬɨɞɨɜ�ɜ�ɩɨɥɶɡɭ�ɧɨɜɵɯ�ɢɧɫɬɪɭɦɟɧɬɨɜ�ɩɪɨɞɜɢɠɟɧɢɹ�ɜ�
ɨɧɥɚɣɧ-ɫɪɟɞɟ��ɇɨ�ɚɜɬɨɪɫɤɨɟ�ɦɧɟɧɢɟ�ɫɨɫɬɨɢɬ�ɜ�ɬɨɦ��ɱɬɨ�ɫɨɫɪɟɞɨɬɨɱɟɧɧɨɫɬɶ�ɬɨɥɶɤɨ�ɧɚ�ɨɞɧɨɦ�
ɩɨɞɯɨɞɟ� ɥɢɲɚɟɬ� ɤɨɦɩɚɧɢɸ� ɦɧɨɠɟɫɬɜɚ� ɜɨɡɦɨɠɧɨɫɬɟɣ�� ɩɨɷɬɨɦɭ� ɭɫɩɟɲɧɨɟ� ɟɟ�
ɮɭɧɤɰɢɨɧɢɪɨɜɚɧɢɟ� ɧɚ� ɪɵɧɤɟ� ɜɨɡɦɨɠɧɨ� ɩɪɢ� ɫɨɱɟɬɚɧɢɢ� ɨɛɨɢɯ� ɩɨɞɯɨɞɨɜ�� Ʉɚɤ� ɩɨɤɚɡɵɜɚɸɬ�
ɢɫɫɥɟɞɨɜɚɧɢɹ�ɢ�ɪɟɚɥɶɧɚɹ�ɩɪɚɤɬɢɤɚ�ɩɪɨɞɚɠ��ɢɧɬɟɪɧɟɬ-ɦɚɪɤɟɬɢɧɝ�ɨɛɥɚɞɚɟɬ�ɪɹɞɨɦ�ɩɪɟɢɦɭɳɟɫɬɜ��
ȼɨ-ɩɟɪɜɵɯ��ɨɧ�©ɩɨɤɪɵɜɚɟɬª�ɜɟɫɶ�ɦɢɪ��ɱɬɨ�ɫɬɢɪɚɟɬ�ɝɟɨɝɪɚɮɢɱɟɫɤɢɟ�ɝɪɚɧɢɰɵ��ȼ�ɬɪɚɞɢɰɢɨɧɧɨɦ�
ɦɚɪɤɟɬɢɧɝɟ� ɪɚɫɲɢɪɟɧɢɟ� ɛɢɡɧɟɫɚ� ɫɜɹɡɚɧɨ� ɫ� ɛɚɪɶɟɪɚɦɢ� ɜɵɯɨɞɚ� ɧɚ� ɧɨɜɵɟ� ɪɵɧɤɢ� ɢ�
ɞɨɩɨɥɧɢɬɟɥɶɧɵɦɢ�ɜɥɨɠɟɧɢɹɦɢ��ȼɨ-ɜɬɨɪɵɯ��ɦɚɪɤɟɬɢɧɝ�ɜ�ɢɧɬɟɪɧɟɬ-ɩɪɨɫɬɪɚɧɫɬɜɟ�ɩɪɟɞɩɨɥɚɝɚɟɬ�
ɢɧɬɟɪɚɤɬɢɜɧɨɟ�ɜɡɚɢɦɨɞɟɣɫɬɜɢɟ�ɫ�ɩɨɬɪɟɛɢɬɟɥɟɦ��ȼ-ɬɪɟɬɶɢɯ��ɨɞɧɢɦ�ɢɡ�ɜɚɠɧɟɣɲɢɯ�ɩɪɟɢɦɭɳɟɫɬɜ�
ɢɧɬɟɪɧɟɬ-ɦɚɪɤɟɬɢɧɝɚ� ɹɜɥɹɟɬɫɹ� ɜɨɡɦɨɠɧɨɫɬɶ� ɬɚɪɝɟɬɢɧɝɚ�� ɜ� ɨɬɥɢɱɢɟ� ɨɬ� ɬɪɚɞɢɰɢɨɧɧɨɝɨ�
ɦɚɪɤɟɬɢɧɝɚ�� ɤɨɬɨɪɵɣ� ɧɚɰɟɥɟɧ� ɧɚ� ɦɚɫɫɨɜɨɝɨ� ɩɨɬɪɟɛɢɬɟɥɹ�� Ɍɚɪɝɟɬɢɧɝ� ɨɬ� ɚɧɝɥɢɣɫɤɨɝɨ� ɫɥɨɜɚ�
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>�@�� ȼ� ɞɚɧɧɨɦ� ɤɨɧɬɟɤɫɬɟ� ɢɦɟɟɬɫɹ� ɜ� ɜɢɞɭ� ɜɨɡɞɟɣɫɬɜɢɟ� ɩɨɫɪɟɞɫɬɜɨɦ� ɪɟɤɥɚɦɵ�ɧɚ� ɤɨɧɤɪɟɬɧɭɸ�
ɚɭɞɢɬɨɪɢɸ�� ɉɪɚɤɬɢɱɟɫɤɢ� ɜɫɹ� ɪɟɤɥɚɦɚ�� ɤɨɬɨɪɭɸ� ɜɢɞɢɬ� ɫɪɟɞɧɟɫɬɚɬɢɫɬɢɱɟɫɤɢɣ� ɩɨɥɶɡɨɜɚɬɟɥɶ�
ɢɧɬɟɪɧɟɬɚ�� ɨɫɧɨɜɚɧɚ� ɢɫɤɥɸɱɢɬɟɥɶɧɨ� ɧɚ� ɟɝɨ� ɢɧɬɟɪɟɫɚɯ� ɢ� ɩɪɟɞɩɨɱɬɟɧɢɹɯ�� ɩɨɷɬɨɦɭ ɦɨɠɧɨ�
ɫɤɚɡɚɬɶ��ɱɬɨ�ɞɥɹ�ɤɚɠɞɨɝɨ�ɩɨɬɪɟɛɢɬɟɥɹ�ɧɚɛɨɪ�ɪɟɤɥɚɦɵ�ɭɧɢɤɚɥɟɧ�� 

ɂɧɬɟɪɧɟɬ-ɦɚɪɤɟɬɢɧɝ� ɭɱɢɬɵɜɚɟɬ� ɨɫɨɛɟɧɧɨɫɬɢ� ɤɚɠɞɨɝɨ� ɰɟɥɟɜɨɝɨ� ɩɨɬɪɟɛɢɬɟɥɹ�� ɢ�
ɜɡɚɢɦɨɞɟɣɫɬɜɢɟ� ɫ� ɧɢɦ�ɩɪɨɢɫɯɨɞɢɬ� ɜ� ɬɨɣ�ɮɨɪɦɟ�ɢ� ɜ� ɬɨɦ� ɜɪɟɦɟɧɢ�� ɤɨɬɨɪɵɟ� ɟɦɭ� ɭɞɨɛɧɵ� >�@��
ɉɪɨɞɨɥɠɚɹ�ɫɪɚɜɧɢɜɚɬɶ�ɬɪɚɞɢɰɢɨɧɧɵɣ�ɦɚɪɤɟɬɢɧɝ�ɢ�ɦɚɪɤɟɬɢɧɝ�ɜ�ɢɧɬɟɪɧɟɬ-ɫɪɟɞɟ��ɧɟɨɛɯɨɞɢɦɨ�
ɪɚɫɫɦɨɬɪɟɬɶ� ɜɚɠɧɵɣ� ɚɫɩɟɤɬ� ± ɤɨɧɬɚɤɬ� ɫ� ɩɨɬɪɟɛɢɬɟɥɟɦ�� Ȼɟɫɫɩɨɪɧɨ�� ɱɬɨ� ɥɢɱɧɵɟ� ɩɪɨɞɚɠɢ�
ɩɨɡɜɨɥɹɸɬ�ɜɟɪɛɚɥɶɧɨ�ɢ�ɧɟɜɟɪɛɚɥɶɧɨ�ɜɨɡɞɟɣɫɬɜɨɜɚɬɶ�ɧɚ�ɩɨɬɪɟɛɢɬɟɥɹ��Ɏɢɡɢɱɟɫɤɨɟ�ɩɪɢɫɭɬɫɬɜɢɟ�



 

 
 

 
18 

 

Ʉɟɬɨɜɚ�ɇ� ɉ���Ɍɨɤɚɪɟɜɚ�ɘ� ȿ� 
 

ɂɧɫɬɪɭɦɟɧɬɵ�ɢɧɬɟɪɧɟɬ-ɦɚɪɤɟɬɢɧɝɚ�ɤɚɤ�ɫɩɨɫɨɛ�ɩɨɜɵɲɟɧɢɹ�ɷɮɮɟɤɬɢɜɧɨɫɬɢ�ɤɨɦɦɟɪɱɟɫɤɨɣ�ɞɟɹɬɟɥɶɧɨɫɬɢ�ɨɪɝɚɧɢɡɚɰɢɢ��
ɭɩɪɚɜɥɟɧɱɟɫɤɢɟ�ɚɫɩɟɤɬɵ 

 

ɫɩɟɰɢɚɥɢɫɬɚ�ɩɨ�ɩɪɨɞɚɠɚɦ�ɩɨɡɜɨɥɹɟɬ�ɨɬɫɥɟɠɢɜɚɬɶ�ɪɟɚɤɰɢɸ�ɩɨɬɪɟɛɢɬɟɥɹ��ɩɟɪɟɤɥɸɱɚɬɶ�ɮɨɤɭɫ�
ɟɝɨ� ɜɧɢɦɚɧɢɹ�� ɩɨɞɫɬɪɚɢɜɚɬɶɫɹ� ɩɨɞ� ɟɝɨ� ɦɚɧɟɪɭ� ɨɛɳɟɧɢɹ�� ȼ� ɪɚɦɤɚɯ� ɨɧɥɚɣɧ� ɷɬɨ� ɫɞɟɥɚɬɶ�
ɧɟɜɨɡɦɨɠɧɨ�� ɉɨɦɢɦɨ� ɷɬɨɝɨ�� ɩɨɬɪɟɛɢɬɟɥɶ� ɦɨɠɟɬ� ɩɪɟɪɜɚɬɶ� ɤɨɧɬɚɤɬ� ɜ� ɥɸɛɨɣ� ɦɨɦɟɧɬ�� ɱɬɨ� ɜ�
ɠɢɡɧɢ� ɛɨɥɟɟ� ɡɚɬɪɭɞɧɢɬɟɥɶɧɨ� ɢɡ-ɡɚ� ɩɫɢɯɨɥɨɝɢɱɟɫɤɨɝɨ� ɮɚɤɬɨɪɚ� �ɧɚɩɪɢɦɟɪ�� ɧɟ� ɨɬɜɟɬɢɬɶ� ɧɚ�
ɫɨɨɛɳɟɧɢɟ� ɝɨɪɚɡɞɨ� ɥɟɝɱɟ� ɫ� ɬɨɱɤɢ� ɡɪɟɧɢɹ� ɩɫɢɯɨɥɨɝɢɢ� ɜɥɢɹɧɢɹ�� ɱɟɦ� ɩɪɟɪɜɚɬɶ� ɤɨɧɫɭɥɶɬɚɰɢɸ�
ɩɪɨɞɚɜɰɚ�ɢ�ɭɣɬɢ��� 

Ɂɧɚɱɢɦɵɦ� ɩɪɟɢɦɭɳɟɫɬɜɨɦ� ɢɧɬɟɪɧɟɬ-ɦɚɪɤɟɬɢɧɝɚ� ɜɵɫɬɭɩɚɟɬ� ɬɨɬ�ɮɚɤɬ�� ɱɬɨ� ɪɚɫɫɱɢɬɚɬɶ� ɟɝɨ�
ɷɮɮɟɤɬɢɜɧɨɫɬɶ� ɝɨɪɚɡɞɨ� ɩɪɨɳɟ�� ɱɟɦ� ɜ� ɨɮɥɚɣɧ-ɫɪɟɞɟ�� ɋɭɳɟɫɬɜɭɟɬ� ɦɧɨɠɟɫɬɜɨ� ɢɧɫɬɪɭɦɟɧɬɨɜ� 
ɤɨɬɨɪɵɟ� ɩɪɟɞɨɫɬɚɜɥɹɸɬ� ɬɚɤɢɟ� ɜɨɡɦɨɠɧɨɫɬɢ�� ɧɚɩɪɢɦɟɪ�� ɜɧɭɬɪɟɧɧɹɹ� ɫɬɚɬɢɫɬɢɤɚ� ɢɧɬɟɪɧɟɬ-
ɩɥɨɳɚɞɨɤ�� ɢɧɫɬɪɭɦɟɧɬɵ� əɧɞɟɤɫ�Ɇɟɬɪɢɤɚ� ɢ� ɦɧɨɝɢɟ� ɞɪɭɝɢɟ�� ȼɨɡɦɨɠɧɨɫɬɶ� ɩɪɨɝɧɨɡɢɪɨɜɚɬɶ�
ɪɟɡɭɥɶɬɚɬ�� ɛɥɚɝɨɞɚɪɹ� ɜɨɡɦɨɠɧɨɫɬɢ� ɨɬɫɥɟɠɢɜɚɬɶ� ɤɨɥɢɱɟɫɬɜɨ� ɩɟɪɟɯɨɞɨɜ� ɢ� ɩɪɨɫɦɨɬɪɨɜ�
ɪɟɤɥɚɦɧɨɝɨ� ɫɨɨɛɳɟɧɢɹ� ɩɨɡɜɨɥɹɟɬ� ɨɩɟɪɚɬɢɜɧɨ� ɜɧɨɫɢɬɶ� ɤɨɪɪɟɤɬɢɪɨɜɤɢ� ɜ� ɦɚɪɤɟɬɢɧɝɨɜɭɸ�
ɫɬɪɚɬɟɝɢɸ�>�@��Ȼɨɥɟɟ�ɬɨɝɨ��ɩɪɢɫɭɬɫɬɜɭɟɬ�ɜɨɡɦɨɠɧɨɫɬɶ�ɨɬɫɥɟɞɢɬɶ��ɢɡ�ɤɚɤɨɝɨ�ɤɚɧɚɥɚ�ɢɧɮɨɪɦɚɰɢɢ�
ɩɪɢɲɟɥ� ɤɥɢɟɧɬ� ɢ� ɫɨɜɟɪɲɢɥ� ɩɨɤɭɩɤɭ�� ɱɬɨ� ɩɨɡɜɨɥɹɟɬ� ɜ� ɞɚɥɶɧɟɣɲɟɦ� ɩɪɢɧɢɦɚɬɶ� ɛɨɥɟɟ�
ɷɮɮɟɤɬɢɜɧɵɟ� ɪɟɲɟɧɢɹ�� ɂɡɭɱɚɹ� ɬɪɚɞɢɰɢɨɧɧɵɣ� ɦɚɪɤɟɬɢɧɝ�� ɦɨɠɧɨ� ɨɬɦɟɬɢɬɶ�� ɱɬɨ� ɩɨɞɫɱɟɬ�
ɷɮɮɟɤɬɢɜɧɨɫɬɶ� ɟɝɨ� ɢɧɫɬɪɭɦɟɧɬɨɜ� ɛɭɞɟɬ� ɞɨɫɬɚɬɨɱɧɨ� ɬɪɭɞɨɟɦɤɢɦ� ɩɪɨɰɟɫɫɨɦ� ɬ�ɤ�� ɬɪɟɛɭɟɬ�
ɩɪɢɜɥɟɱɟɧɢɹ� ɞɨɩɨɥɧɢɬɟɥɶɧɵɯ� ɫɩɟɰɢɚɥɢɫɬɨɜ�� Ȼɨɥɟɟ� ɬɨɝɨ�� ɩɪɨɚɧɚɥɢɡɢɪɨɜɚɬɶ� ɪɟɡɭɥɶɬɚɬɵ�
ɩɪɟɞɫɬɚɜɥɹɟɬɫɹ�ɜɨɡɦɨɠɧɵɦ�ɬɨɥɶɤɨ�ɩɨ ɡɚɜɟɪɲɟɧɢɸ�ɦɚɪɤɟɬɢɧɝɨɜɨɝɨ�ɦɟɪɨɩɪɢɹɬɢɹ��ɱɬɨ�ɥɢɲɚɟɬ�
ɜɨɡɦɨɠɧɨɫɬɢ� ɨɬɫɥɟɠɢɜɚɧɢɹ� ɞɢɧɚɦɢɤɭ� ɩɨɤɚɡɚɬɟɥɟɣ�� ɚ� ɬɚɤɠɟ� ɩɪɟɤɪɚɳɚɬɶ� ɢɫɩɨɥɶɡɨɜɚɬɶ�
ɧɟɷɮɮɟɤɬɢɜɧɵɟ�ɢɧɫɬɪɭɦɟɧɬɵ� 

ɂɧɬɟɪɧɟɬ� ɩɨɡɜɨɥɹɟɬ� ɩɨɬɪɟɛɢɬɟɥɹɦ� ɦɝɧɨɜɟɧɧɨ� ɩɨɥɭɱɚɬɶ� ɢɧɮɨɪɦɚɰɢɸ� ɨ� ɥɸɛɵɯ�
ɢɧɬɟɪɟɫɭɸɳɢɯ� ɬɨɜɚɪɚɯ� ɢɥɢ� ɭɫɥɭɝɚɯ�� ɚ� ɬɚɤɠɟ� ɩɪɢɨɛɪɟɬɚɬɶ� ɢɯ�� Ⱦɨɫɬɭɩɧɨɫɬɶ� ɢɧɮɨɪɦɚɰɢɢ�
ɫɬɚɧɨɜɢɬɫɹ� ɨɞɧɢɦ� ɢɡ� ɤɥɸɱɟɜɵɯ� ɮɚɤɬɨɪɨɜ�� ɜɥɢɹɸɳɢɯ� ɧɚ� ɪɟɲɟɧɢɟ� ɩɨɬɪɟɛɢɬɟɥɹ� ɩɪɢɨɛɪɟɫɬɢ�
ɬɨɜɚɪ�ɢɥɢ�ɨɬɤɚɡɚɬɶɫɹ�ɨɬ�ɧɟɝɨ��ȿɫɥɢ�ɩɨɬɪɟɛɢɬɟɥɶ�ɧɟ�ɧɚɯɨɞɢɬ�ɤɚɤɨɣ-ɥɢɛɨ�ɢɧɮɨɪɦɚɰɢɢ�ɨ�ɬɨɜɚɪɟ��
ɜɟɥɢɤɚ� ɜɟɪɨɹɬɧɨɫɬɶ� ɬɨɝɨ�� ɱɬɨ� ɨɧ� ɩɪɢɨɛɪɟɬɟɬ� ɟɝɨ� ɭ� ɤɨɧɤɭɪɟɧɬɚ�� ɤɨɬɨɪɵɣ� ɩɪɟɞɨɫɬɚɜɢɬ� ɷɬɭ�
ɢɧɮɨɪɦɚɰɢɸ� ɛɵɫɬɪɟɟ�� ɍɫɥɨɜɧɨɣ� ɜɚɥɸɬɨɣ� ɜ� ɢɧɬɟɪɧɟɬ-ɩɪɨɫɬɪɚɧɫɬɜɟ� ɫɬɚɧɨɜɢɬɫɹ� ɜɧɢɦɚɧɢɟ�
ɩɨɬɪɟɛɢɬɟɥɹ�� ɡɚɜɨɟɜɚɜ� ɤɨɬɨɪɨɟ� ɨɪɝɚɧɢɡɚɰɢɹ� ɦɨɠɟɬ� ɨɛɟɫɩɟɱɢɬɶ� ɫɟɛɟ� ɭɫɩɟɲɧɭɸ� ɪɟɚɥɢɡɚɰɢɸ�
ɫɜɨɢɯ�ɬɨɜɚɪɨɜ�ɢɥɢ�ɭɫɥɭɝ�� 

Ɋɚɫɫɦɨɬɪɢɦ� ɢɧɫɬɪɭɦɟɧɬɵ�� ɤɨɬɨɪɵɟ� ɩɪɢɦɟɧɹɸɬɫɹ� ɜ� ɢɧɬɟɪɧɟɬ-ɦɚɪɤɟɬɢɧɝɟ� ɞɥɹ� ɪɟɚɥɢɡɚɰɢɢ�
ɤɨɦɦɟɪɱɟɫɤɨɣ� ɞɟɹɬɟɥɶɧɨɫɬɢ�� Ɍɚɤ�� ɩɨɢɫɤɨɜɚɹ� ɨɩɬɢɦɢɡɚɰɢɹ� ɢɥɢ� 6(2� ɩɪɟɞɫɬɚɜɥɹɟɬ� ɫɨɛɨɣ�
ɤɨɦɩɥɟɤɫ�ɦɟɪ�ɞɥɹ�ɩɪɨɞɜɢɠɟɧɢɹ�ɫɚɣɬɚ�ɜ�ɩɨɢɫɤɨɜɨɣ�ɫɢɫɬɟɦɟ��Ʉɚɤ�ɩɪɚɜɢɥɨ��ɱɟɦ�ɜɵɲɟ�ɩɨɡɢɰɢɹ�
ɫɚɣɬɚ�� ɬɟɦ� ɛɨɥɶɲɟ� ɜɟɪɨɹɬɧɨɫɬɶ� ɡɚɢɧɬɟɪɟɫɨɜɚɬɶ� ɩɨɬɟɧɰɢɚɥɶɧɨɝɨ� ɩɨɤɭɩɚɬɟɥɹ�� Ɋɚɫɫɦɨɬɪɢɦ�
ɩɥɸɫɵ�ɢ�ɦɢɧɭɫɵ�ɞɚɧɧɨɝɨ�ɢɧɫɬɪɭɦɟɧɬɚ: 

ɉɥɸɫɵ: 
� Ⱦɨɥɝɨɫɪɨɱɧɵɣ�ɪɟɡɭɥɶɬɚɬ� 
� ɉɪɢɜɥɟɱɟɧɢɟ�ɬɨɥɶɤɨ�ɡɚɢɧɬɟɪɟɫɨɜɚɧɧɵɯ�ɩɨɥɶɡɨɜɚɬɟɥɟɣ� 
Ɇɢɧɭɫɵ�� 
� Ɍɪɟɛɭɟɬ�ɤɪɭɩɧɵɯ�ɜɥɨɠɟɧɢɣ�ɧɚ�ɩɟɪɜɨɦ�ɷɬɚɩɟ 
� Ɋɟɡɭɥɶɬɚɬ�ɧɚɫɬɭɩɚɟɬ�ɧɟ�ɜ�ɨɞɧɨɱɚɫɶɟ�ɢ�ɦɨɠɟɬ�ɛɵɬɶ�ɞɨɫɬɢɝɧɭɬ�ɫɩɭɫɬɹ�ɦɟɫɹɰɵ 
� ɉɪɢ�ɧɚɥɢɱɢɢ�ɛɨɥɶɲɨɣ�ɤɨɧɤɭɪɟɧɰɢɢ�ɬɟɪɹɟɬ�ɫɜɨɸ�ɷɮɮɟɤɬɢɜɧɨɫɬɶ�>�@� 
ɋɥɟɞɭɸɳɢɣ��ɧɟ�ɦɟɧɟɟ�ɩɨɩɭɥɹɪɧɵɣ�ɢɧɫɬɪɭɦɟɧɬ�± ɪɚɫɫɵɥɤɚ�ɩɢɫɟɦ�ɩɨ�ɷɥɟɤɬɪɨɧɧɵɦ�ɩɨɱɬɚɦ�

ɩɨɬɟɧɰɢɚɥɶɧɵɦ�ɢɥɢ�ɪɟɚɥɶɧɵɦ�ɤɥɢɟɧɬɚɦ��ȼɚɠɧɨ�ɨɬɦɟɬɢɬɶ��ɱɬɨ�ɫɛɨɪ�ɞɚɧɧɵɯ�ɢ�ɨɬɩɪɚɜɤɚ�ɩɢɫɟɦ�
ɞɨɥɠɧɵ�ɨɫɭɳɟɫɬɜɥɹɬɶɫɹ�ɬɨɥɶɤɨ�ɫ�ɫɨɝɥɚɫɢɹ�ɩɨɥɶɡɨɜɚɬɟɥɟɣ��ɢɧɚɱɟ�ɟɫɬɶ�ɪɢɫɤ�ɩɨɩɚɞɚɧɢɹ�ɜ�ɩɚɩɤɭ�
©ɋɩɚɦª�ɢ� ɡɧɚɱɢɬɟɥɶɧɨɝɨ�ɫɧɢɠɟɧɢɹ�ɥɨɹɥɶɧɨɫɬɢ��Ʉ�ɩɥɸɫɚɦ�HPDLO-ɦɚɪɤɟɬɢɧɝɚ�ɦɨɠɧɨ�ɨɬɧɟɫɬɢ�
ɜɨɡɦɨɠɧɨɫɬɶ�ɞɟɥɚɬɶ�ɧɚɩɨɦɢɧɚɧɢɹ�ɤɥɢɟɧɬɚɦ�ɨ�ɛɪɟɧɞɟ��ɚ�ɬɚɤɠɟ�ɨɩɨɜɟɳɚɬɶ�ɨ�ɪɚɡɥɢɱɧɵɯ�ɚɤɰɢɹɯ�
ɢ�ɦɟɪɨɩɪɢɹɬɢɹɯ��Ɍɚɤɠɟ�ɧɟɨɛɯɨɞɢɦɨ�ɨɬɦɟɬɢɬɶ��ɱɬɨ�ɧɚɥɢɱɢɟ�ɮɭɧɤɰɢɢ�ɜɵɫɬɪɚɢɜɚɧɢɹ�ɰɟɩɨɱɤɢ�
ɩɢɫɟɦ� ɡɧɚɱɢɬɟɥɶɧɨ� ɭɩɪɨɳɚɟɬ� ɤɨɦɦɭɧɢɤɚɰɢɸ� ɬ�ɤ�� ɩɨɡɜɨɥɹɟɬ� ɫɟɝɦɟɧɬɢɪɨɜɚɬɶ� ɚɭɞɢɬɨɪɢɸ� ɢ�
ɨɬɩɪɚɜɥɹɬɶ� ɪɚɡɧɵɟ� ɪɟɤɥɚɦɧɵɟ� ɩɪɟɞɥɨɠɟɧɢɹ�� Ɋɚɫɫɦɚɬɪɢɜɚɹ� ɦɢɧɭɫɵ� ɞɚɧɧɨɝɨ�ɦɟɬɨɞɚ�� ɦɨɠɧɨ�
ɫɤɚɡɚɬɶ�ɨ�ɛɨɥɶɲɨɦ�ɤɨɥɢɱɟɫɬɜɟ�ɢɧɮɨɪɦɚɰɢɨɧɧɨɝɨ�ɲɭɦɚ��ɫ�ɤɨɬɨɪɵɦ�ɫɬɚɥɤɢɜɚɸɬɫɹ�ɩɨɥɶɡɨɜɚɬɟɥɢ�
ɢɧɬɟɪɧɟɬɚ�ɟɠɟɞɧɟɜɧɨ��Ɇɧɨɝɢɟ�ɢɡ�ɧɢɯ�ɩɪɢɜɵɤɥɢ�ɤ�ɨɛɲɢɪɧɵɦ�ɩɨɬɨɤɚɦ�ɪɟɤɥɚɦɧɨɣ�ɢɧɮɨɪɦɚɰɢɢ��
ɩɨɷɬɨɦɭ�ɩɟɪɟɫɬɚɸɬ�ɧɚ�ɧɟɟ�ɪɟɚɝɢɪɨɜɚɬɶ��ɇɟɤɨɬɨɪɵɟ�ɪɟɝɢɫɬɪɢɪɭɸɬ�ɨɬɞɟɥɶɧɵɟ�ɚɤɤɚɭɧɬɵ��ɞɚɧɧɵɟ�
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ɂɧɫɬɪɭɦɟɧɬɵ�ɢɧɬɟɪɧɟɬ-ɦɚɪɤɟɬɢɧɝɚ�ɤɚɤ�ɫɩɨɫɨɛ�ɩɨɜɵɲɟɧɢɹ�ɷɮɮɟɤɬɢɜɧɨɫɬɢ�ɤɨɦɦɟɪɱɟɫɤɨɣ�ɞɟɹɬɟɥɶɧɨɫɬɢ�ɨɪɝɚɧɢɡɚɰɢɢ��
ɭɩɪɚɜɥɟɧɱɟɫɤɢɟ�ɚɫɩɟɤɬɵ 

 

ɤɨɬɨɪɵɯ�ɢɫɩɨɥɶɡɭɸɬɫɹ�ɞɥɹ�ɩɨɞɩɢɫɨɤ�ɧɚ�ɪɚɡɥɢɱɧɵɟ�ɫɚɣɬɵ��ɱɬɨ�ɧɟ�ɩɨɡɜɨɥɹɟɬ�ɨɪɝɚɧɢɡɚɰɢɢ�ɛɵɬɶ�
ɭɫɥɵɲɚɧɧɵɦ�ɫɪɟɞɢ�ɫɨɬɟɧ�ɬɚɤɢɯ�ɠɟ�ɩɢɫɟɦ�� 

Ɉɞɧɢɦ�ɢɡ�ɜɚɠɧɵɯ�ɢɧɬɟɪɧɟɬ-ɩɪɨɫɬɪɚɧɫɬɜ�ɹɜɥɹɸɬɫɹ�ɫɨɰɢɚɥɶɧɵɟ�ɫɟɬɢ��ɉɨ�ɞɚɧɧɵɦ�ȼɐɂɈɆ��
ɤɚɠɞɵɣ� ɬɪɟɬɢɣ� ɪɨɫɫɢɹɧɢɧ� ɩɪɨɜɨɞɢɬ� ɜ� ɫɨɰɢɚɥɶɧɵɯ� ɫɟɬɹɯ� ɛɨɥɟɟ� �-ɯ� ɱɚɫɨɜ� ɜ� ɞɟɧɶ� >�@��
ɉɪɢɫɭɬɫɬɜɢɟ� ɤɨɦɩɚɧɢɢ� ɜ� ɫɨɰɢɚɥɶɧɵɯ� ɫɟɬɹɯ� ɩɨɡɜɨɥɹɟɬ� ɩɨɞɞɟɪɠɢɜɚɬɶ� ɟɟ� ɢɦɢɞɠ�� ɩɨɜɵɲɚɬɶ�
ɭɡɧɚɜɚɟɦɨɫɬɶ� ɢ� ɜɡɚɢɦɨɞɟɣɫɬɜɨɜɚɬɶ� ɫ� ɤɥɢɟɧɬɚɦɢ�� ɇɚɩɪɢɦɟɪ�� ɛɚɧɤ� ©ɐɟɧɬɪ-ɢɧɜɟɫɬª�
ɩɨɞɞɟɪɠɢɜɚɟɬ�ɩɪɢɫɭɬɫɬɜɢɟ�ɜ�ɬɚɤɨɣ�ɫɨɰɢɚɥɶɧɨɣ ɫɟɬɢ ɤɚɤ�ȼɤɨɧɬɚɤɬɟ��ȼ�ɚɤɤɚɭɧɬɟ ɛɚɧɤɚ�ɦɨɠɧɨ�
ɧɚɣɬɢ� ɩɨɫɥɟɞɧɢɟ� ɫɨɛɵɬɢɹ�� ɫɜɹɡɚɧɧɵɟ� ɧɚɩɪɹɦɭɸ� ɫ� ɟɝɨ� ɞɟɹɬɟɥɶɧɨɫɬɶɸ�� ɢɡɦɟɧɟɧɢɹ� ɜ�
ɷɤɨɧɨɦɢɱɟɫɤɨɣ�ɫɪɟɞɟ�ɢ�ɮɢɧɚɧɫɨɜɨɦ�ɫɟɤɬɨɪɟ��ɩɨɥɟɡɧɵɟ�ɪɟɤɨɦɟɧɞɚɰɢɢ�ɜ�ɜɨɩɪɨɫɚɯ�ɮɢɧɚɧɫɨɜɨɣ�
ɝɪɚɦɨɬɧɨɫɬɢ�ɢ�ɦɧɨɝɨɟ�ɞɪɭɝɨɟ��ȿɫɥɢ�ɤɨɦɦɟɪɱɟɫɤɚɹ�ɞɟɹɬɟɥɶɧɨɫɬɶ�ɨɪɝɚɧɢɡɭɟɬɫɹ�ɧɟɩɨɫɪɟɞɫɬɜɟɧɧɨ�
ɱɟɪɟɡ�ɫɨɰɢɚɥɶɧɭɸ�ɫɟɬɶ��ɬɨ�ɧɟɨɛɯɨɞɢɦɨ�ɜɧɢɦɚɬɟɥɶɧɨ�ɨɬɧɟɫɬɢɫɶ�ɤ�ɟɟ�ɜɵɛɨɪɭ��ȼ�ɩɟɪɜɭɸ�ɨɱɟɪɟɞɶ��
ɧɟɨɛɯɨɞɢɦɨ� ɩɪɨɚɧɚɥɢɡɢɪɨɜɚɬɶ� ɰɟɥɟɜɭɸ� ɚɭɞɢɬɨɪɢɸ� ɤɚɠɞɨɣ� ɩɥɨɳɚɞɤɢ� ɢ� ɤɨɧɤɪɟɬɧɨɝɨ�
ɩɪɨɞɭɤɬɚ��Ɉɩɢɪɚɹɫɶ�ɧɚ�ɩɨɥɭɱɟɧɧɵɟ�ɡɧɚɧɢɹ��ɦɨɠɧɨ�ɫɞɟɥɚɬɶ�ɜɵɛɨɪ�ɧɚɢɛɨɥɟɟ�ɷɮɮɟɤɬɢɜɧɨɣ��ɇɚ�
ɞɚɧɧɵɣ� ɦɨɦɟɧɬ� ɛɨɥɶɲɢɧɫɬɜɨ� ɪɨɫɫɢɹɧ� ɫɨɫɪɟɞɨɬɨɱɟɧɵ� ɧɚ� ɬɚɤɢɯ� ɨɧɥɚɣɧ-ɩɥɨɳɚɞɤɚɯ� ɤɚɤ�
YouTube ɢ�ȼɤɨɧɬɚɤɬɟ� 

Ɉɪɝɚɧɢɡɚɰɢɹ� ɤɨɦɦɟɪɱɟɫɤɨɣ� ɞɟɹɬɟɥɶɧɨɫɬɢ� ɜ� ɫɨɰɢɚɥɶɧɵɯ� ɫɟɬɹɯ� ɞɚɟɬ� ɪɹɞ� ɩɪɟɢɦɭɳɟɫɬɜ�� ȼ�
ɩɟɪɜɭɸ�ɨɱɟɪɟɞɶ��ɦɨɠɧɨ�ɝɨɜɨɪɢɬɶ�ɨɛ�ɚɤɬɢɜɧɨɣ�ɚɭɞɢɬɨɪɢɢ��ɫ�ɤɨɬɨɪɨɣ�ɦɨɠɧɨ�ɜɡɚɢɦɨɞɟɣɫɬɜɨɜɚɬɶ�
ɩɪɢ� ɩɨɦɨɳɢ� ɪɚɡɥɢɱɧɵɯ� ɢɧɫɬɪɭɦɟɧɬɨɜ�� Ⱥɤɤɚɭɧɬ� ɤɨɦɩɚɧɢɢ� ɜ� ɫɨɰɢɚɥɶɧɨɣ� ɫɟɬɢ� ɦɨɠɧɨ�
ɩɪɨɞɜɢɝɚɬɶ�ɩɪɢ�ɩɨɦɨɳɢ�ɩɥɚɬɧɵɯ�ɢ�ɛɟɫɩɥɚɬɧɵɯ�ɦɟɬɨɞɨɜ��Ʉ�ɩɥɚɬɧɵɦ�ɦɟɬɨɞɚɦ�ɦɨɠɧɨ�ɨɬɧɟɫɬɢ�
ɬɚɪɝɟɬɢɪɨɜɚɧɧɭɸ�ɪɟɤɥɚɦɭ��ɪɟɤɥɚɦɭ�ɜ ɝɪɭɩɩɚɯ�ɢ�ɫɨɨɛɳɟɫɬɜɚɯ��ɪɟɤɥɚɦɭ�ɭ�ɛɥɨɝɟɪɨɜ�ɢ�ɥɢɞɟɪɨɜ�
ɦɧɟɧɢɣ�� Ɉɞɧɚɤɨ� ɩɨɫɥɟɞɧɢɣ� ɜɢɞ� ɪɟɤɥɚɦɵ� ɦɨɠɟɬ� ɛɵɬɶ� ɨɫɧɨɜɚɧ� ɢ� ɧɚ� ɛɚɪɬɟɪɧɨɦ� ɨɛɦɟɧɟ�� Ʉ�
ɛɟɫɩɥɚɬɧɵɦ� ɦɟɬɨɞɚɦ� ɨɬɧɨɫɹɬɫɹ� ɢɫɩɨɥɶɡɨɜɚɧɢɟ� ɯɷɲɬɟɝɨɜ�� ɫɨɡɞɚɧɢɟ� ɜɢɪɭɫɧɨɝɨ� ɤɨɧɬɟɧɬɚ��
ɢɫɩɨɥɶɡɨɜɚɧɢɟ� ɝɟɨɩɨɡɢɰɢɢ�� ɜ� ɤɨɬɨɪɨɣ� ɧɚɯɨɞɢɬɫɹ� ɰɟɥɟɜɚɹ� ɚɭɞɢɬɨɪɢɹ� ɢ�ɬ�ɞ�� ȼɚɠɧɵɦ�
ɩɪɟɢɦɭɳɟɫɬɜɨɦ� ɹɜɥɹɟɬɫɹ� ɬɨɬ� ɮɚɤɬ�� ɱɬɨ� ɦɨɠɧɨ� ɢɫɩɨɥɶɡɨɜɚɬɶ� ɧɟɫɤɨɥɶɤɨ� ɫɨɰɢɚɥɶɧɵɯ� ɫɟɬɟɣ�
ɨɞɧɨɜɪɟɦɟɧɧɨ�� ɱɬɨ� ɭɜɟɥɢɱɢɬ� ɬɨɱɤɢ� ɤɨɧɬɚɤɬɚ� ɫ� ɰɟɥɟɜɨɣ� ɚɭɞɢɬɨɪɢɟɣ�� ɚ� ɡɧɚɱɢɬ� ɩɨɡɜɨɥɢɬ�
ɪɚɫɲɢɪɢɬɶ ɟɟ� ɨɯɜɚɬ�� ȼɨɡɦɨɠɧɨɫɬɶ� ɞɢɚɥɨɝɚ� ɫ� ɚɭɞɢɬɨɪɢɟɣ� ɨɛɹɡɵɜɚɟɬ� ɤɨɦɩɚɧɢɸ� ɨɩɟɪɚɬɢɜɧɨ�
ɪɟɚɝɢɪɨɜɚɬɶ�ɧɚ�ɩɨɫɬɭɩɚɸɳɢɟ�ɜɨɩɪɨɫɵ�ɢ�ɨɬɜɟɱɚɬɶ�ɧɚ�ɥɸɛɵɟ�ɤɨɦɦɟɧɬɚɪɢɢ��ɱɬɨɛɵ�ɭɞɟɪɠɢɜɚɬɶ�
ɮɨɤɭɫ� ɜɧɢɦɚɧɢɹ� ɢ� ɩɨɜɵɲɚɬɶ� ɥɨɹɥɶɧɨɫɬɶ�� Ɉɬɤɪɵɬɨɫɬɶ� ɤ� ɤɨɦɦɭɧɢɤɚɰɢɢ� ɩɨɡɜɨɥɹɟɬ� ɜɵɡɜɚɬɶ�
ɞɨɜɟɪɢɟ�ɭ�ɩɨɬɟɧɰɢɚɥɶɧɵɯ�ɤɥɢɟɧɬɨɜ��ɚ�ɡɧɚɱɢɬ�ɭɜɟɥɢɱɢɬɶ�ɜɟɪɨɹɬɧɨɫɬɶ�ɫɨɜɟɪɲɟɧɢɹ�ɤɥɸɱɟɜɨɝɨ�
ɞɟɣɫɬɜɢɹ��Ʉ�ɧɟɞɨɫɬɚɬɤɚɦ�ɢɫɩɨɥɶɡɨɜɚɧɢɹ�ɫɨɰɢɚɥɶɧɵɯ�ɫɟɬɟɣ�ɨɬɧɨɫɢɬɫɹ�ɜɵɫɨɤɚɹ�ɤɨɧɤɭɪɟɧɰɢɹ��
ɤɨɬɨɪɚɹ� ɨɫɨɛɟɧɧɨ� ɨɤɚɡɚɥɚɫɶ� ɜɵɪɚɠɟɧɧɨɣ� ɫ� ɧɚɫɬɭɩɥɟɧɢɟɦ� ɩɚɧɞɟɦɢɢ�� ɉɪɢ� ɷɬɨɦ� ɬɚɤɠɟ�
ɩɪɨɹɜɢɥɚɫɶ�ɧɟɨɛɯɨɞɢɦɨɫɬɶ�ɟɠɟɞɧɟɜɧɨɝɨ�ɜɟɞɟɧɢɹ�ɚɤɤɚɭɧɬɚ�ɧɚ�ɩɨɫɬɨɹɧɧɨɣ�ɨɫɧɨɜɟ��ɱɬɨ�ɬɪɟɛɭɟɬ�
ɩɪɢɜɥɟɱɟɧɢɹ� ɞɨɩɨɥɧɢɬɟɥɶɧɨɝɨ� ɫɩɟɰɢɚɥɢɫɬɚ�� ɉɨɦɢɦɨ� ɷɬɨɝɨ�� ɧɟɤɨɦɩɟɬɟɧɬɧɚɹ� ɪɚɛɨɬɚ� ɫ�
ɫɨɰɢɚɥɶɧɵɦɢ� ɫɟɬɹɦɢ� ɜɟɞɟɬ� ɜ� ɥɭɱɲɟɦ� ɫɥɭɱɚɟ� ± ɤ� ɨɬɫɭɬɫɬɜɭɸ� ɪɟɡɭɥɶɬɚɬɚ�� ɜ� ɯɭɞɲɟɦ� ± ɤ�
ɪɟɩɭɬɚɰɢɨɧɧɵɦ�ɪɢɫɤɚɦ�ɢɥɢ�ɛɥɨɤɢɪɨɜɤɟ�ɚɤɤɚɭɧɬɚ� 

ɉɪɢɫɭɬɫɬɜɢɟ�ɤɨɦɩɚɧɢɢ�ɜ�ɨɧɥɚɣɧ-ɫɪɟɞɟ�ɧɟɜɨɡɦɨɠɧɨ�ɩɪɟɞɫɬɚɜɢɬɶ�ɛɟɡ�ɤɨɧɬɟɧɬ-ɦɚɪɤɟɬɢɧɝɚ��
ɜɟɞɶ� ɢɦɟɧɧɨ� ɨɧ� ɩɪɟɞɨɫɬɚɜɥɹɟɬ� ɜɨɡɦɨɠɧɨɫɬɶ� ɭɫɬɚɧɨɜɢɬɶ� ɤɨɧɬɚɤɬ� ɫ� ɚɭɞɢɬɨɪɢɟɣ�� ɚ� ɬɚɤɠɟ�
ɩɨɜɵɫɢɬɶ�ɭɡɧɚɜɚɟɦɨɫɬɶ��ɉɪɢ�ɫɨɫɬɚɜɥɟɧɢɢ�ɤɨɧɬɟɧɬ-ɫɬɪɚɬɟɝɢɢ�ɧɟɨɛɯɨɞɢɦɨ�ɭɱɢɬɵɜɚɬɶ�ɦɢɫɫɢɸ�
ɨɪɝɚɧɢɡɚɰɢɢ��ɟɟ�ɰɟɥɢ�ɢ� ɡɚɞɚɱɢ�� ɚ� ɬɚɤɠɟ�ɧɟɫɬɢ�ɩɨɥɶɡɭ�ɩɨɬɟɧɰɢɚɥɶɧɵɦ�ɤɥɢɟɧɬɚɦ�ɢ�ɫɬɚɪɚɬɶɫɹ�
ɫɨɡɞɚɜɚɬɶ�ɭɧɢɤɚɥɶɧɵɣ�ɤɨɧɬɟɧɬ��Ɇɨɠɧɨ�ɜɵɞɟɥɢɬɶ�ɨɫɧɨɜɧɭɸ�ɬɟɧɞɟɧɰɢɸ�ɤɨɧɬɟɧɬ-ɦɚɪɤɟɬɢɧɝɚ�± 
ɬɪɚɧɫɥɢɪɨɜɚɧɢɟ� ɪɟɚɥɶɧɵɯ� ɥɢɱɧɨɫɬɟɣ�� ɤɨɬɨɪɵɟ� ɪɚɫɫɤɚɡɵɜɚɸɬ� ɨɛ� ɭɫɥɭɝɟ� ɢɥɢ� ɩɪɨɞɭɤɬɟ�� ɗɬɨ�
ɨɛɨɫɧɨɜɚɧɨ� ɬɟɦ�� ɱɬɨ� ɢɫɬɨɪɢɹ�� ɪɚɫɫɤɚɡɚɧɧɚɹ� ɱɟɥɨɜɟɤɨɦ�� ɩɪɢɜɥɟɤɚɟɬ� ɢ� ɭɞɟɪɠɢɜɚɟɬ� ɜɧɢɦɚɧɢɟ�
ɝɨɪɚɡɞɨ�ɥɭɱɲɟ��ɱɟɦ�ɫɬɚɬɢɱɧɚɹ�ɤɚɪɬɢɧɤɚ�ɫ�ɬɟɤɫɬɨɦ�� 

ȼ�ɩɪɨɰɟɫɫɟ�ɢɫɫɥɟɞɨɜɚɧɢɹ�ɤɨɧɬɟɧɬ-ɦɚɪɤɟɬɢɧɝɚ ɰɟɥɟɫɨɨɛɪɚɡɧɨ�ɢɡɭɱɢɬɶ�ɢ�ɜɢɞɟɨ-ɦɚɪɤɟɬɢɧɝ��
ɬ�ɤ��ɷɬɢ�ɢɧɫɬɪɭɦɟɧɬɵ�ɢɦɟɸɬ�ɧɟɪɚɡɪɵɜɧɭɸ�ɫɜɹɡɶ ɫ�ɪɚɫɫɦɨɬɪɟɧɧɵɦɢ�ɩɪɟɞɵɞɭɳɢɦɢ��ɋɨɝɥɚɫɧɨ�
:\]RZO�9LGHR�6XUYH\�����������ɦɚɪɤɟɬɨɥɨɝɨɜ�ɭɬɜɟɪɠɞɚɸɬ��ɱɬɨ�ɢɫɩɨɥɶɡɨɜɚɧɢɟ�ɜɢɞɟɨ-ɤɨɧɬɟɧɬɚ�
ɩɨɜɵɲɚɟɬ� ɤɨɷɮɮɢɰɢɟɧɬ� ɪɟɧɬɚɛɟɥɶɧɨɫɬɢ� ɜɥɨɠɟɧɢɟ� ɢɥɢ� ɤɨɷɮɮɢɰɢɟɧɬ� ɜɨɡɜɪɚɬɚ� ɢɧɜɟɫɬɢɰɢɣ��
ɤɨɬɨɪɵɣ� ɩɨɤɚɡɵɜɚɟɬ� ɨɤɭɩɚɟɦɨɫɬɶ� ɜɥɨɠɟɧɢɣ� (ROI) >�@�� ɉɨ� ɞɚɧɧɵɦ� ɢɫɫɥɟɞɨɜɚɧɢɹ�� ����
ɪɟɫɩɨɧɞɟɧɬɨɜ� ɩɪɟɞɩɨɱɢɬɚɸɬ� ɤɨɪɨɬɤɢɟ� ɜɢɞɟɨ�� ɚ� ���� ɨɬɦɟɱɚɸɬ�� ɱɬɨ� ɩɨɥɶɡɨɜɚɬɟɥɢ� ɩɪɨɜɨɞɹɬ�
ɛɨɥɶɲɟ� ɜɪɟɦɟɧɢ� ɧɚ� ɫɚɣɬɚɯ� ɫ� ɜɢɞɟɨɦɚɬɟɪɢɚɥɚɦɢ�� ɂɧɬɟɪɟɫɧɨ�� ɱɬɨ� �� ɢɡ� ��� ɨɩɪɨɲɟɧɧɵɯ�
ɫɨɨɛɳɢɥɢ�� ɱɬɨ� ɜɢɞɟɨ�ɧɚɩɪɹɦɭɸ�ɜɥɢɹɸɬ�ɧɚ�ɩɪɨɞɚɠɢ��ɗɬɨ� ɨɛɴɹɫɧɹɟɬɫɹ�ɢ�ɫɬɚɬɢɫɬɢɤɨɣ� ɫɚɦɨɣ�
ɩɨɩɭɥɹɪɧɨɣ�ɜɢɞɟɨɩɥɨɳɚɞɤɢ�ɜ�ɢɧɬɟɪɧɟɬɟ�± <RX7XEH��ɉɨɥɶɡɨɜɚɬɟɥɢ�ɷɬɨɣ�ɫɟɬɢ�ɩɪɨɫɦɚɬɪɢɜɚɸɬ�
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Ʉɟɬɨɜɚ�ɇ� ɉ���Ɍɨɤɚɪɟɜɚ�ɘ� ȿ� 
 

ɂɧɫɬɪɭɦɟɧɬɵ�ɢɧɬɟɪɧɟɬ-ɦɚɪɤɟɬɢɧɝɚ�ɤɚɤ�ɫɩɨɫɨɛ�ɩɨɜɵɲɟɧɢɹ�ɷɮɮɟɤɬɢɜɧɨɫɬɢ�ɤɨɦɦɟɪɱɟɫɤɨɣ�ɞɟɹɬɟɥɶɧɨɫɬɢ�ɨɪɝɚɧɢɡɚɰɢɢ��
ɭɩɪɚɜɥɟɧɱɟɫɤɢɟ�ɚɫɩɟɤɬɵ 

 

ɨɞɢɧ ɦɢɥɥɢɚɪɞ� ɱɚɫɨɜ� ɜ� ɞɟɧɶ�� ɚ� ɫ� ����� ɝɨɞɚ�ɩɪɨɰɟɧɬ� ɤɨɦɩɚɧɢɣ�� ɤɨɬɨɪɵɟ�ɩɪɢɦɟɧɹɸɬ� ɜɢɞɟɨ-
ɦɚɪɤɟɬɢɧɝ��ɜɵɪɨɫ�ɫ�����ɞɨ������ȼɫɟ�ɛɨɥɶɲɚɹ�ɚɤɬɭɚɥɶɧɨɫɬɶ�ɭɩɨɦɹɧɭɬɨɝɨ�ɜɵɲɟ�ɢɧɫɬɪɭɦɟɧɬɚ�
ɨɛɴɹɫɧɹɟɬɫɹ� ɬɟɦ�� ɱɬɨ� ɨɧ� ɞɚɟɬ� ɜɨɡɦɨɠɧɨɫɬɶ� ɩɨɫɥɟɞɨɜɚɬɟɥɶɧɨ� ɤɨɧɬɚɤɬɢɪɨɜɚɬɶ� ɫ� ɚɭɞɢɬɨɪɢɟɣ�
ɩɭɬɟɦ� ɫɬɨɪɢɬɟɥɥɢɧɝɚ�� ɋɬɨɪɢɬɟɥɥɢɧɝ� ɜ� ɩɟɪɟɜɨɞɟ� ɫ� ɚɧɝɥɢɣɫɤɨɝɨ� ɨɡɧɚɱɚɟɬ� ©ɢɫɤɭɫɫɬɜɨ�
ɪɚɫɫɤɚɡɵɜɚɬɶ�ɢɫɬɨɪɢɸª��ȿɫɥɢ�ɪɚɧɟɟ�ɤɨɧɬɚɤɬ�ɫ�ɩɨɬɟɧɰɢɚɥɶɧɵɦ�ɤɥɢɟɧɬɨɦ�ɛɵɥ�ɨɩɨɫɪɟɞɨɜɚɧɧɵɦ�
ɢ� ɩɪɟɪɵɜɢɫɬɵɦ�� ɬɨ� ɫɟɣɱɚɫ� ɜɵɫɬɪɚɢɜɚɬɶɫɹ� ɩɨɥɧɨɰɟɧɧɵɣ� ɞɢɚɥɨɝ� ɦɟɠɞɭ� ɨɪɝɚɧɢɡɚɰɢɟɣ� ɢ� ɟɟ�
ɚɭɞɢɬɨɪɢɟɣ��ȼɚɠɧɨ�ɨɬɦɟɬɢɬɶ��ɱɬɨ��ɪɟɤɥɚɦɢɪɭɹ�ɭɫɥɭɝɭ�ɢɥɢ�ɬɨɜɚɪ��ɥɢɞɟɪɵ�ɦɧɟɧɢɣ�ɢ�ɛɥɨɝɟɪɵ�
ɬɚɤɠɟ�ɢɫɩɨɥɶɡɭɸɬ�ɷɬɨɬ�ɢɧɫɬɪɭɦɟɧɬ��ɱɬɨɛɵ�ɩɪɟɜɪɚɬɢɬɶ�ɪɟɤɥɚɦɧɨɟ�ɫɨɨɛɳɟɧɢɟ ɜ�ɢɧɬɟɪɟɫɧɭɸ�ɞɥɹ�
ɚɭɞɢɬɨɪɢɢ�ɢɫɬɨɪɢɸ��ȿɞɢɧɚɹ�ɫɸɠɟɬɧɚɹ�ɥɢɧɢɹ��ɤɨɬɨɪɚɹ�ɞɥɢɬɫɹ�ɧɚ�ɩɪɨɬɹɠɟɧɢɢ�ɧɟɫɤɨɥɶɤɢɯ�ɞɧɟɣ�
ɢɥɢ� ɨɩɭɛɥɢɤɨɜɚɧɧɵɯ� ɪɨɥɢɤɨɜ� ɜɵɡɵɜɚɟɬ� ɝɨɪɚɡɞɨ� ɛɨɥɶɲɟ� ɞɨɜɟɪɢɹ�� ɚ� ɪɟɤɥɚɦɚ� ɫɬɚɧɨɜɢɬɫɹ�
ɷɮɮɟɤɬɢɜɧɟɟ�>��@� 

ɂɧɮɥɸɟɧɫ-ɦɚɪɤɟɬɢɧɝ� ɢɥɢ� ɦɚɪɤɟɬɢɧɝ� ɜɥɢɹɧɢɹ� ± ɟɳɟ� ɨɞɢɧ� ɜɚɠɧɵɣ� ɢɧɫɬɪɭɦɟɧɬ��
ɩɪɢɦɟɧɹɟɦɵɣ�ɜ�ɨɧɥɚɣɧ-ɫɪɟɞɟ��ɚ�ɨɫɨɛɟɧɧɨ�ɜ�ɫɨɰɢɚɥɶɧɵɯ�ɫɟɬɹɯ��Ɉɧ�ɩɪɟɞɩɨɥɚɝɚɟɬ�ɪɟɤɨɦɟɧɞɚɰɢɸ�
ɤɨɧɤɪɟɬɧɨɝɨ�ɩɪɨɞɭɤɬɚ�ɢɥɢ�ɭɫɥɭɝɢ�ɥɢɞɟɪɨɦ�ɦɧɟɧɢɣ�ɢɥɢ�ɢɧɮɥɸɟɧɫɟɪɨɦ��ɉɨɞ�ɢɧɮɥɸɟɧɫɟɪɨɦ�
ɩɨɧɢɦɚɟɬɫɹ� ɱɟɥɨɜɟɤ�� ɛɪɟɧɞ� ɢɥɢ� ɝɪɭɩɩɚ� ɥɢɰ�� ɤɨɬɨɪɵɟ� ɫɩɨɫɨɛɧɵ� ɩɨɜɥɢɹɬɶ ɧɚ� ɩɨɜɟɞɟɧɢɟ� ɢ�
ɪɟɲɟɧɢɹ� ɫɜɨɟɣ� ɚɭɞɢɬɨɪɢɢ�� Ƚɥɚɜɧɵɣ� ɩɪɢɧɰɢɩ� ɞɚɧɧɨɝɨ� ɜɢɞɚ� ɦɚɪɤɟɬɢɧɝɚ� ± ɧɚɬɢɜɧɚɹ� ɢ�
ɧɟɧɚɜɹɡɱɢɜɚɹ� ɤɨɦɦɭɧɢɤɚɰɢɹ� ɱɟɪɟɡ� ɪɟɤɨɦɟɧɞɚɰɢɢ�� ɗɬɨɬ� ɢɧɫɬɪɭɦɟɧɬ� ɦɨɠɟɬ� ɞɚɬɶ� ɛɵɫɬɪɵɣ�
ɪɟɡɭɥɶɬɚɬ� ɜ� ɜɢɞɟ� ɩɪɢɪɨɫɬɚ� ɚɭɞɢɬɨɪɢɢ� ɢ� ɭɜɟɥɢɱɟɧɢɹ� ɱɢɫɥɚ� ɩɨɤɭɩɨɤ� ɬ�ɤ�� ɚɭɞɢɬɨɪɢɹ� ɫɤɥɨɧɧɚ�
ɞɨɜɟɪɹɬɶ� ɥɢɞɟɪɭ�ɦɧɟɧɢɣ��Ɉɞɧɚɤɨ�ɦɨɠɧɨ� ɜɵɞɟɥɢɬɶ� ɪɹɞ�ɧɟɞɨɫɬɚɬɤɨɜ��ɇɚɩɪɢɦɟɪ�� ɫɭɳɟɫɬɜɭɟɬ�
ɪɢɫɤ��ɱɬɨ�ɜɥɨɠɟɧɢɹ�ɧɟ�ɨɤɭɩɹɬɫɹ�� ɟɫɥɢ�ɪɟɤɥɚɦɚ�ɛɭɞɟɬ�ɜɵɩɨɥɧɟɧɚ�ɧɟɤɚɱɟɫɬɜɟɧɧɨ��ɱɬɨ�ɤɪɚɣɧɟ�
ɫɥɨɠɧɨ� ɫɩɪɨɝɧɨɡɢɪɨɜɚɬɶ� ɩɪɢ� ɪɚɛɨɬɟ� ɫ� ɥɢɞɟɪɨɦ� ɦɧɟɧɢɣ�� Ɋɟɡɭɥɶɬɚɬ� ɬɚɤɨɝɨ� ɫɨɬɪɭɞɧɢɱɟɫɬɜɚ�
ɧɟɩɪɟɞɫɤɚɡɭɟɦ�ɢ�ɧɟ�ɞɚɟɬ�ɤɨɧɤɪɟɬɧɨɣ�ɨɬɱɟɬɧɨɫɬɢ��ɋɥɟɞɭɟɬ�ɨɬɦɟɬɢɬɶ��ɱɬɨ�ɢɫɩɨɥɶɡɨɜɚɧɢɟ�ɬɨɥɶɤɨ�
ɷɬɨɝɨ� ɢɧɫɬɪɭɦɟɧɬɚ� ɜ� ɪɹɞɟ� ɫɥɭɱɚɟ� ɦɨɠɟɬ� ɛɵɬɶ� ɧɟɷɮɮɟɤɬɢɜɧɵɦ�� ɨɞɧɚɤɨ� ɜ� ɫɭɦɦɟ� ɫ� ɞɪɭɝɢɦɢ�
ɞɚɜɚɬɶ�ɩɨɥɨɠɢɬɟɥɶɧɵɣ�ɪɟɡɭɥɶɬɚɬ�� 

ȼ� ɩɨɫɥɟɞɧɟɟ� ɜɪɟɦɹ� ɜɨɡɪɨɫɥɚ� ɚɤɬɭɚɥɶɧɨɫɬɶ� ɩɨɤɭɩɨɤ� ɧɚ� ɪɚɡɥɢɱɧɵɯ� ɦɚɪɤɟɬɩɥɟɣɫɚɯ��
Ɇɚɪɤɟɬɩɥɟɣɫ� ± ɷɬɨ� ɬɨɪɝɨɜɚɹ� ɩɥɨɳɚɞɤɚ� ɢɥɢ� ɨɧɥɚɣɧ-ɩɥɚɬɮɨɪɦɚ�� ɧɚ� ɤɨɬɨɪɨɣ� ɫɨɜɟɪɲɚɸɬɫɹ�
ɩɨɤɭɩɤɢ�ɢ�ɩɪɨɞɚɠɢ�ɬɨɜɚɪɨɜ�ɢ�ɭɫɥɭɝ��ɉɨ�ɫɜɨɟɣ�ɫɭɬɢ��ɷɬɨ�ɨɧɥɚɣɧ-ɪɵɧɨɤ��ɝɞɟ�ɦɨɠɧɨ�ɧɚɣɬɢ�ɨɞɧɢ�
ɢ� ɬɟ� ɠɟ� ɬɨɜɚɪɵ� ɨɬ� ɪɚɡɧɵɯ� ɩɪɨɢɡɜɨɞɢɬɟɥɟɣ� ɢ� ɫ� ɪɚɡɧɵɦɢ� ɯɚɪɚɤɬɟɪɢɫɬɢɤɚɦɢ� >��@�� ȼɚɠɧɨ�
ɨɬɦɟɬɢɬɶ��ɱɬɨ�ɫɚɦɢ�ɦɚɪɤɟɬɩɥɟɣɫɵ�ɩɨ�ɛɨɥɶɲɟɣ�ɱɚɫɬɢ�ɹɜɥɹɸɬɫɹ�ɥɢɲɶ�ɫɜɹɡɭɸɳɢɦ�ɡɜɟɧɨɦ�ɦɟɠɞɭ�
ɩɪɨɢɡɜɨɞɢɬɟɥɟɦ� ɢ� ɩɨɬɪɟɛɢɬɟɥɟɦ�� ɧɨ� ɜ� ɧɟɤɨɬɨɪɵɯ� ɫɥɭɱɚɹɯ�� ɧɚɩɪɢɦɟɪ�� :LOGEHUULHV�� ɬɚɤɠɟ�
ɩɪɨɞɜɢɝɚɸɬ� ɫɨɛɫɬɜɟɧɧɵɟ�ɛɪɟɧɞɵ�ɢ� ɡɚɧɢɦɚɸɬɫɹ�ɫɚɦɨɫɬɨɹɬɟɥɶɧɨɣ�ɩɪɨɞɚɠɟɣ�ɬɨɜɚɪɨɜ��ȼɚɠɧɨ�
ɨɬɦɟɬɢɬɶ�� ɱɬɨ� ɫɚɦ� ɦɚɪɤɟɬɩɥɟɣɫ� ɧɟ� ɡɚɢɧɬɟɪɟɫɨɜɚɧ� ɜ� ɩɪɨɞɜɢɠɟɧɢɢ� ɤɨɧɤɪɟɬɧɨɝɨ� ɛɪɟɧɞɚ� ɢɥɢ�
ɤɨɦɩɚɧɢɢ�� ɞɥɹ� ɧɟɝɨ� ɜɚɠɧɟɟ� ɭɜɟɥɢɱɟɧɢɟ� ɫɭɦɦɵ� ɩɪɨɞɚɠ� ɧɚ� ɫɨɛɫɬɜɟɧɧɨɣ� ɩɥɨɳɚɞɤɟ�� ȼ� ɷɬɨɦ�
ɡɚɤɥɸɱɚɟɬɫɹ�ɟɝɨ�ɩɪɢɧɰɢɩɢɚɥɶɧɨɟ�ɨɬɥɢɱɢɟ�ɨɬ�ɢɧɬɟɪɧɟɬ-ɦɚɝɚɡɢɧɚ� 

Ɋɟɡɸɦɢɪɭɹ�ɩɪɨɜɟɞɟɧɧɨɟ�ɢɫɫɥɟɞɨɜɚɧɢɟ��ɩɪɚɜɨɦɟɪɧɨ�ɫɞɟɥɚɬɶ�ɪɹɞ�ɜɵɜɨɞɨɜ�� 
1. ɉɨɫɬɨɹɧɧɨ� ɧɚɪɚɫɬɚɸɳɚɹ� ɰɢɮɪɨɜɢɡɚɰɢɢ� ɧɟ� ɬɨɥɶɤɨ� ɷɤɨɧɨɦɢɤɢ�� ɧɨ� ɢ� ɜɫɟɯ� ɫɮɟɪ� ɠɢɡɧɢ��

ɜɵɫɬɭɩɚɸɳɚɹ� ɞɨɦɢɧɢɪɭɸɳɟɣ� ɬɟɧɞɟɧɰɢɟɣ� ɫɨɜɪɟɦɟɧɧɨɫɬɢ�� ɨɛɭɫɥɨɜɥɢɜɚɟɬ� ɪɚɫɲɢɪɟɧɢɟ�
ɢɫɩɨɥɶɡɨɜɚɧɢɹ�ɪɚɡɧɨɨɛɪɚɡɧɵɯ�ɢɧɫɬɪɭɦɟɧɬɨɜ�ɢɧɬɟɪɧɟɬ-ɦɚɪɤɟɬɢɧɝɚ���ɗɬɨ�ɫɬɢɦɭɥɢɪɭɟɬ�ɨɛɳɢɣ�
ɪɨɫɬ� ɷɮɮɟɤɬɢɜɧɨɫɬɢ� ɤɨɦɦɟɪɱɟɫɤɨɣ� ɞɟɹɬɟɥɶɧɨɫɬɢ�� ɭɫɤɨɪɟɧɢɟ�ɦɧɨɝɢɯ� ɨɩɟɪɚɰɢɣ�� ɪɟɚɥɢɡɚɰɢɸ�
ɬɚɤɨɝɨ� ɫɬɚɧɞɚɪɬɚ� ɭɩɪɚɜɥɟɧɢɹ� ɛɢɡɧɟɫɨɦ�� ɤɨɬɨɪɵɣ� ɨɫɭɳɟɫɬɜɥɹɟɬɫɹ� ɫ� ɩɨɦɨɳɶɸ� ɦɧɨɠɟɫɬɜɚ�
ɫɨɜɪɟɦɟɧɧɵɯ� ɫɪɟɞɫɬɜ� ɨɛɪɚɛɨɬɤɢ�� ɧɚɤɨɩɥɟɧɢɹ� ɢ ɯɪɚɧɟɧɢɹ� ɢɧɮɨɪɦɚɰɢɢ�� ɩɪɟɨɛɪɚɡɨɜɚɧɢɹ�
ɦɚɬɟɪɢɚɥɶɧɵɯ��ɢɧɮɨɪɦɚɰɢɨɧɧɵɯ�ɢ�ɮɢɧɚɧɫɨɜɵɯ�ɩɨɬɨɤɨɜ� 

��ɉɪɟɢɦɭɳɟɫɬɜɚ� ɢɧɬɟɪɧɟɬ-ɦɚɪɤɟɬɢɧɝɚ� ɡɚɤɥɸɱɚɸɬɫɹ� ɧɟ� ɬɨɥɶɤɨ� ɜ� ɜɨɡɦɨɠɧɨɫɬɢ� ɨɯɜɚɬɢɬɶ�
ɰɟɥɟɜɭɸ� ɚɭɞɢɬɨɪɢɸ�� ɧɨ� ɢ� ɜ� ɝɢɛɤɨɦ� ɭɩɪɚɜɥɟɧɢɢ� ɪɟɤɥɚɦɧɵɦɢ� ɤɨɦɦɭɧɢɤɚɰɢɹɦɢ�� ɱɟɬɤɨɣ�
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ɢ� ɜɵɧɭɠɞɟɧɵ� ɬɪɚɧɫɮɨɪɦɢɪɨɜɚɬɶ� ɫɜɨɢ� ɛɢɡɧɟɫ-ɩɪɨɰɟɫɫɵ� ɩɨɞ� ɧɭɠɞɵ� ɫɬɪɚɬɟɝɢɱɟɫɤɨɝɨ� ɭɩɪɚɜɥɟɧɢɹ� ɢ�
ɫɨɨɬɜɟɬɫɬɜɢɹ�ɫɨɜɪɟɦɟɧɧɵɦ�ɬɟɧɞɟɧɰɢɹɦ�ɪɚɡɜɢɬɢɹ�ɷɤɨɧɨɦɢɤɢ��ɨɫɧɨɜɧɨɣ�ɢɡ�ɤɨɬɨɪɵɯ�ɹɜɥɹɟɬɫɹ�ɰɢɮɪɨɜɢɡɚɰɢɹ�  
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The article presents an analysis of trends at the end of the 20th century, which led not only to changes in the 
foundations of strategic management in Russia, but also influenced the change in the global foundations of 
strategic management due to the emergence of new tasks for companies and countries as a whole. Until recently, 
companies in Russia have not been actively involved in strategic management issues, often overlooking the tasks 
of managing changes and developing the organization and replacing them with tactical planning tasks. In this 
regard, at present, many companies feel the crisis and are forced to transform their business processes to meet the 
needs of strategic management and compliance with modern trends in the development of the economy, the main 
of which is digitalization. 
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ȼ�ɧɚɫɬɨɹɳɟɟ�ɜɪɟɦɹ�ɜ�Ɋɨɫɫɢɣɫɤɨɣ�Ɏɟɞɟɪɚɰɢɢ�ɨɫɨɛɟɧɧɭɸ�ɚɤɬɭɚɥɶɧɨɫɬɶ�ɩɪɢɨɛɪɟɬɚɟɬ�ɚɧɚɥɢɡ�
ɩɪɨɛɥɟɦ� ɫɬɪɚɬɟɝɢɱɟɫɤɨɝɨ� ɭɩɪɚɜɥɟɧɢɹ� ɬɚɤ� ɤɚɤ� ɫɨɜɪɟɦɟɧɧɵɣ� ɦɢɪ� ɜɯɨɞɢɬ ɜ� ɧɨɜɭɸ� ɷɩɨɯɭ�
ɤɨɧɤɭɪɟɧɰɢɢ�ɨɬɤɪɵɬɢɣ��ɝɞɟ�ɩɪɟɨɛɥɚɞɚɸɳɢɦ�ɡɜɟɧɨɦ�ɫɬɚɧɨɜɢɬɫɹ ɢɧɧɨɜɚɰɢɨɧɧɚɹ�ɷɤɨɧɨɦɢɤɚ� 

Ⱦɥɹ� ɬɨɝɨ� ɱɬɨɛɵ� ɩɪɨɜɟɫɬɢ� ɛɨɥɟɟ� ɞɟɬɚɥɶɧɨɟ� ɢɫɫɥɟɞɨɜɚɧɢɟ� ɧɟɨɛɯɨɞɢɦɨ� ɪɚɫɫɦɨɬɪɟɬɶ 
ɫɬɪɚɬɟɝɢɱɟɫɤɨɟ� ɭɩɪɚɜɥɟɧɢɟ�� ɩɨɫɦɨɬɪɟɬɶ�� ɤɚɤ� ɩɨɹɜɢɥɨɫɶ� ɷɬɨ� ɩɨɧɹɬɢɟ�� ɱɬɨ� ɨɧɨ� ɢɡ� ɫɟɛɹ�
ɩɪɟɞɫɬɚɜɥɹɟɬ�ɢ�ɤɨɧɟɱɧɨ�ɠɟ�ɨɛɨɡɧɚɱɢɬɶ�ɰɟɥɢ�ɢ�ɡɚɞɚɱɢ�ɫɬɪɚɬɟɝɢɱɟɫɤɨɝɨ�ɩɥɚɧɢɪɨɜɚɧɢɹ� 

ɉɨɧɹɬɢɟ� ©ɫɬɪɚɬɟɝɢɱɟɫɤɢɣ� ɦɟɧɟɞɠɦɟɧɬª� ɢɥɢ� ©ɫɬɪɚɬɟɝɢɱɟɫɤɨɟ� ɭɩɪɚɜɥɟɧɢɟª� ɜɩɟɪɜɵɟ�
ɩɨɹɜɢɥɨɫɶ�ɜ�ɧɚɱɚɥɟ���-ɯ�ɝɨɞɨɜ�ɏɏ�ɜɟɤɚ ɢ�ɩɪɟɞɫɬɚɜɥɹɥɨ�ɫɨɛɨɣ�ɭɩɪɚɜɥɟɧɢɟ�ɩɪɟɞɩɪɢɹɬɢɟɦ�ɩɭɬɟɦ�
ɫɨɡɞɚɧɢɹ� ɢ� ɩɪɨɪɚɛɨɬɤɢ� ɞɨɥɝɨɫɪɨɱɧɨɣ� ɫɬɪɚɬɟɝɢɢ�� ɗɬɨ� ɛɵɥɨ� ɫɜɹɡɚɧɨ� ɫ� ɩɟɪɟɧɨɫɨɦ ɜɧɢɦɚɧɢɹ�
ɪɭɤɨɜɨɞɢɬɟɥɟɣ�ɨɪɝɚɧɢɡɚɰɢɣ�ɧɚ�ɜɨɩɪɨɫɵ�ɞɨɥɝɨɫɪɨɱɧɨɝɨ�ɩɥɚɧɢɪɨɜɚɧɢɹ�ɫ�ɰɟɥɶɸ�ɫɜɨɟɜɪɟɦɟɧɧɨɝɨ�
ɪɟɚɝɢɪɨɜɚɧɢɹ� ɧɚ� ɢɡɦɟɧɟɧɢɹ� ɜɧɟɲɧɟɣ� ɢ� ɜɧɭɬɪɟɧɧɟɣ� ɫɪɟɞɵ� ɨɪɝɚɧɢɡɚɰɢɢ� ɢ� ɤɚɤ� ɫɥɟɞɫɬɜɢɟ�
ɩɟɪɟɯɨɞɨɦ�ɨɬ�ɨɩɟɪɚɬɢɜɧɨɝɨ�ɭɩɪɚɜɥɟɧɢɹ�ɤ�ɫɬɪɚɬɟɝɢɱɟɫɤɨɦɭ�[6].  

ɇɚ� ɫɬɚɧɨɜɥɟɧɢɟ� ɫɬɪɚɬɟɝɢɱɟɫɤɨɝɨ� ɦɟɧɟɞɠɦɟɧɬɚ ɨɤɚɡɚɥɢ� ɜɥɢɹɧɢɟ� ɬɪɭɞɵ� ɦɧɨɝɢɯ� ɭɱɟɧɵɯ, 
ɫɪɟɞɢ� ɤɨɬɨɪɵɯ� Ⱥ� ɑɚɧɞɥɟɪ, Ʉ� ɗɧɞɪɸɫ, ɂ� Ⱥɧɫɨɮɮ�� ɤɨɬɨɪɵɟ� ɫɮɨɪɦɢɪɨɜɚɥɢ� ɧɟ� ɨɞɢɧ� ɪɹɞ�
ɤɨɧɰɟɩɰɢɣ� ɢ� ɩɪɟɞɥɨɠɢɥɢ� ɪɚɡɥɢɱɧɵɟ� ɨɩɪɟɞɟɥɟɧɢɹ. Ɍɚɤ� Ⱥ� ɑɚɧɞɥɟɪ ɜ� ɫɜɨɢɯ� ɬɪɭɞɚɯ 
ɪɚɫɫɦɚɬɪɢɜɚɥ�ɫɢɫɬɟɦɭ ɫɬɪɚɬɟɝɢɱɟɫɤɨɝɨ�ɭɩɪɚɜɥɟɧɢɹ�ɨɪɝɚɧɢɡɚɰɢɟɣ ɱɟɪɟɡ�ɩɪɢɡɦɭ�ɫɨɨɬɜɟɬɫɬɜɢɹ 
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ɨɪɝɚɧɢɡɚɰɢɨɧɧɵɯ� ɡɚɞɚɱ ɤɨɦɩɚɧɢɢ� ɰɟɥɹɦ� ɟɟ ɫɬɪɚɬɟɝɢɱɟɫɤɨɝɨ� ɪɚɡɜɢɬɢɹ� ɢ ɫɮɨɪɦɭɥɢɪɨɜɚɥ�
ɩɪɢɧɰɢɩ� ©ɫɬɪɚɬɟɝɢɹ� ɨɩɪɟɞɟɥɹɟɬ� ɫɬɪɭɤɬɭɪɭª� >�@�� ȼ� ɫɜɨɸ� ɨɱɟɪɟɞɶ�� Ʉ� ɗɧɞɪɸɫ� ɩɪɨɜɟɥ�
ɤɨɦɩɥɟɤɫɧɵɣ�ɚɧɚɥɢɡ ɩɪɨɰɟɫɫɚ�ɪɚɡɪɚɛɨɬɤɢ�ɢ�ɪɟɚɥɢɡɚɰɢɢ ɫɬɪɚɬɟɝɢɢ�ɨɪɝɚɧɢɡɚɰɢɢ, ɧɚ�ɨɫɧɨɜɚɧɢɢ�
ɤɨɬɨɪɨɝɨ� ɩɨɞ� ©ɫɬɪɚɬɟɝɢɟɣ ɨɪɝɚɧɢɡɚɰɢɢª� ɩɨɧɢɦɚɥ� ɟɟ� ɫɨɨɬɜɟɬɫɬɜɢɟ ɢ� ɨɬɪɚɠɟɧɢɟ ɭɫɥɨɜɢɹɦ 
ɜɧɟɲɧɟɣ� ɫɪɟɞɵ [8]. ȿɳɟ�ɨɞɧɢɦ�ɨɫɧɨɜɨɩɨɥɨɠɧɢɤɨɦ�ɨɫɧɨɜ� ɫɬɪɚɬɟɝɢɱɟɫɤɨɝɨ� ɭɩɪɚɜɥɟɧɢɹ� ɫɬɚɥ�
ɂ� Ⱥɧɫɨɮɮ��ɤɨɬɨɪɵɣ�ɜ�ɫɜɨɢɯ�ɪɚɛɨɬɚɯ�ɞɟɬɚɥɶɧɨ�ɩɪɨɚɧɚɥɢɡɢɪɨɜɚɥ�ɩɪɨɰɟɫɫ�ɪɚɡɪɚɛɨɬɤɢ�ɫɬɪɚɬɟɝɢɢ 
ɢ�ɜɵɹɜɢɥ�ɟɝɨ�ɜɡɚɢɦɨɫɜɹɡɶ�ɜ�ɞɢɧɚɦɢɡɦɟ ɜɧɟɲɧɟɣ�ɫɪɟɞɵ�>�@. 

Ⱦɥɹ� ɩɨɧɢɦɚɧɢɹ� ɨɫɨɛɟɧɧɨɫɬɟɣ� ɫɬɪɚɬɟɝɢɱɟɫɤɨɝɨ� ɭɩɪɚɜɥɟɧɢɹ� ɧɟɨɛɯɨɞɢɦɨ� ɞɟɬɚɥɶɧɨ�
ɩɪɨɚɧɚɥɢɡɢɪɨɜɚɬɶ� ɟɝɨ� ɰɟɥɢ�� ɤɨɬɨɪɵɟ� ɫɤɥɚɞɵɜɚɸɬɫɹ� ɢɡ� ɦɢɫɫɢɢ� ɨɪɝɚɧɢɡɚɰɢɢ�� ɹɜɥɹɸɳɟɣɫɹ�
ɨɫɧɨɜɨɩɨɥɚɝɚɸɳɟɣ� ɨɫɧɨɜɨɣ� ɮɭɧɤɰɢɨɧɢɪɨɜɚɧɢɹ� ɨɪɝɚɧɢɡɚɰɢɢ�� ɫɨɨɬɜɟɬɫɬɜɭɸɳɟɣ� ɟɟ� ɰɟɥɹɦ��
ɧɚɩɪɢɦɟɪ�� ɩɨɥɭɱɟɧɢɸ�ɩɪɢɛɵɥɢ��ɋɪɟɞɢ�ɰɟɥɟɣ� ɫɬɪɚɬɟɝɢɱɟɫɤɨɝɨ� ɭɩɪɚɜɥɟɧɢɹ�ɦɨɠɧɨ� ɜɵɞɟɥɢɬɶ�
ɫɥɟɞɭɸɳɢɟ� 

� ɝɟɧɟɪɚɥɶɧɚɹ�ɰɟɥɶ ± ɜɵɪɚɠɚɟɬɫɹ�ɜ�ɱɟɬɤɢɯ�ɢ�ɩɨɧɹɬɧɵɯ�ɢɡɦɟɪɢɦɵɯ�ɩɨɤɚɡɚɬɟɥɹɯ�ɢ�ɞɨɥɠɧɚ�
ɛɵɬɶ� ɜɢɞɧɚ� ɜ� ɨɛɴɟɤɬɢɜɧɨɦ� ɜɵɪɚɠɟɧɢɢ �ɧɚɩɪɢɦɟɪ�� ɤɨɥɢɱɟɫɬɜɨ� ɪɟɚɥɢɡɭɟɦɨɣ� ɩɪɨɞɭɤɰɢɢ� ɭ�
ɩɪɨɢɡɜɨɞɫɬɜɟɧɧɨɣ�ɤɨɦɩɚɧɢɢ�ɢɥɢ�ɨɪɝɚɧɢɡɚɰɢɢ);  

� ɤɥɸɱɟɜɵɟ� ɰɟɥɢ ± ɩɪɟɞɫɬɚɜɥɹɸɬ� ɫɨɛɨɣ� ɨɪɝɚɧɢɡɚɰɢɨɧɧɵɟ� ɦɨɦɟɧɬɵ�� ɧɚɩɪɚɜɥɟɧɧɵɟ� ɧɚ�
ɞɨɫɬɢɠɟɧɢɟ�ɝɟɧɟɪɚɥɶɧɨɣ�ɰɟɥɢ�� �ɧɚɩɪɢɦɟɪ��ɡɚɞɚɱɢ�ɨɬɞɟɥɶɧɵɯ�ɩɨɞɪɚɡɞɟɥɟɧɢɣ ɩɨ�ɞɨɫɬɢɠɟɧɢɸ�
ɝɟɧɟɪɚɥɶɧɨɣ�ɰɟɥɢ�ɨɪɝɚɧɢɡɚɰɢɢ�� 

� ɰɟɥɢ�ɜɬɨɪɨɝɨ�ɩɨɪɹɞɤɚ ± ɧɚɩɪɚɜɥɟɧɵ�ɧɚ�ɞɨɫɬɢɠɟɧɢɟ�ɨɬɞɟɥɶɧɵɯ�ɤɥɸɱɟɜɵɯ ɰɟɥɟɣ. 
ȼ� ɫɜɹɡɢ� ɫɨ� ɫɦɟɧɨɣ� ɝɥɨɛɚɥɶɧɨɝɨ� ɦɢɪɨɩɨɪɹɞɤɚ� ɩɪɨɢɫɯɨɞɢɬ� ɢ� ɛɨɥɟɟ� ɛɵɫɬɪɨɟ� ɢɡɦɟɧɟɧɢɟ�

ɫɬɪɚɬɟɝɢɱɟɫɤɢɯ� ɰɟɥɟɣ� ɤɨɦɩɚɧɢɣ�� ɩɪɢɡɜɚɧɧɵɯ� ɫɨɨɬɜɟɬɫɬɜɨɜɚɬɶ� ɩɨɥɢɬɢɱɟɫɤɢɦ� ɢ�
ɦɚɤɪɨɷɤɨɧɨɦɢɱɟɫɤɢɦ� ɮɚɤɬɨɪɚɦ� ɢ� ɧɚɩɪɚɜɥɟɧɧɵɦ� ɧɚ� ɦɚɤɫɢɦɚɥɶɧɨɟ ɫɧɢɠɟɧɢɟ ɜɥɢɹɧɢɹ ɧɚ�
ɨɪɝɚɧɢɡɚɰɢɸ ɤɪɢɡɢɫɧɵɯ�ɫɢɬɭɚɰɢɣ��ɫɪɟɞɢ�ɤɨɬɨɪɵɯ�ɡɚɦɟɞɥɟɧɢɟ ɬɟɦɩɨɜ�ɷɤɨɧɨɦɢɱɟɫɤɨɝɨ�ɪɨɫɬɚ, 
ɫɚɧɤɰɢɨɧɧɨɟ�ɞɚɜɥɟɧɢɟ�ɢ�ɨɝɪɚɧɢɱɟɧɢɟ�ɞɨɫɬɭɩɚ�ɧɚ�ɪɵɧɤɢ�ɬɟɯɧɨɥɨɝɢɣ�ɢ�ɮɢɧɚɧɫɨɜ�[1, 2].  

ɋɬɪɚɬɟɝɢɹ�ɜ�ɦɟɧɟɞɠɦɟɧɬɟ�ɹɜɥɹɟɬɫɹ�ɭɩɪɚɜɥɟɧɱɟɫɤɢɦ�ɩɪɨɰɟɫɫɨɦ��ɤɨɬɨɪɵɣ�ɜɨ�ɜɡɚɢɦɨɫɜɹɡɢ�ɫ�
ɜɧɟɲɧɟɣ� ɫɪɟɞɨɣ� ɧɚɩɪɚɜɥɟɧ� ɧɚ� ɞɨɫɬɢɠɟɧɢɟ� ɞɨɥɝɨɫɪɨɱɧɵɯ ɰɟɥɟɣ ɢ� ɡɚɞɚɱ� ɷɮɮɟɤɬɢɜɧɨɝɨ�
ɮɭɧɤɰɢɨɧɢɪɨɜɚɧɢɹ� ɤɨɦɩɚɧɢɢ. ȼ� ɭɫɥɨɜɢɹɯ� ɧɟɫɬɚɛɢɥɶɧɨɫɬɢ� ɭɪɨɜɧɹ� ɪɨɫɬɚ� ɜɨ� ɜɧɟɲɧɟɣ� ɫɪɟɞɟ�
ɫɬɪɚɬɟɝɢɹ� ɞɚɟɬ� ɫɜɨɢ� ɩɥɨɞɵ�� ɜ� ɪɟɡɭɥɶɬɚɬɟ� ɱɟɝɨ� ɜɨɡɧɢɤɚɟɬ� ɩɨɬɪɟɛɧɨɫɬɶ� ɜ� ɢɫɩɨɥɶɡɨɜɚɧɢɢ�
ɢɧɫɬɪɭɦɟɧɬɨɜ� ɫɬɪɚɬɟɝɢɱɟɫɤɨɝɨ� ɭɩɪɚɜɥɟɧɢɹ� ȼ� ɩɪɨɰɟɫɫɟ� ɮɨɪɦɢɪɨɜɚɧɢɹ� ɢ� ɪɟɚɥɢɡɚɰɢɢ�
ɨɩɪɟɞɟɥɟɧɧɵɯ ɫɬɪɚɬɟɝɢɱɟɫɤɢɯ ɰɟɥɟɣ�� ɪɨɥɶ� ɜ� ɞɨɫɬɢɠɟɧɢɢ� ɤɨɬɨɪɵɯ� ɢɝɪɚɸɬ� ɪɭɤɨɜɨɞɢɬɟɥɢ�
ɤɨɦɩɚɧɢɢ�� ɩɪɨɢɫɯɨɞɢɬ� ɨɰɟɧɤɚ� ɢ� ɚɧɚɥɢɡ� ɪɟɫɭɪɫɨɜ�� ɚ� ɬɚɤɠɟ� ɜɧɭɬɪɟɧɧɟɣ� ɢ� ɜɧɟɲɧɟɣ� ɫɪɟɞɵ 
ɤɨɦɩɚɧɢɢ [3]. Ɍɚɤ��ɧɚ�ɩɪɚɤɬɢɤɟ��ɫ�ɨɞɧɨɣ�ɫɬɨɪɨɧɵ��ɩɪɨɢɫɯɨɞɢɬ�ɪɚɡɪɚɛɨɬɤɚ�ɦɧɨɠɟɫɬɜɚ�ɦɟɬɨɞɨɜ��
ɧɚɩɪɚɜɥɟɧɧɵɯ� ɧɚ� ɞɨɫɬɢɠɟɧɢɟ ɫɬɪɚɬɟɝɢɱɟɫɤɢɯ ɪɟɲɟɧɢɣ ɜ� ɫɥɨɠɧɵɯ� ɭɫɥɨɜɢɹɯ� ɤɨɧɤɭɪɟɧɬɧɨɣ�
ɫɪɟɞɵ�� ɋ� ɞɪɭɝɨɣ� ɫɬɨɪɨɧɵ�� ɫɬɪɚɬɟɝɢɱɟɫɤɨɟ� ɭɩɪɚɜɥɟɧɢɟ ɩɪɟɞɫɬɚɜɥɹɟɬ� ɫɨɛɨɣ� ɜɵɛɨɪ�
ɩɟɪɫɩɟɤɬɢɜɧɵɯ� ɧɚɩɪɚɜɥɟɧɢɣ ɪɚɡɜɢɬɢɹ ɤɨɦɩɚɧɢɢ�� ɤɨɬɨɪɵɟ ɦɨɝɭɬ ɩɪɢɜɟɫɬɢ� ɤ� ɩɨɜɵɲɟɧɢɸ�
ɤɨɧɤɭɪɟɧɬɨɫɩɨɫɨɛɧɨɫɬɢ� ɢ� ɪɚɡɜɢɬɢɸ� ɞɨɥɝɨɫɪɨɱɧɵɯ� ɩɥɚɧɨɜ�� ɚ� ɬɚɤɠɟ� ɪɟɚɥɢɡɚɰɢɢ� ɰɟɥɟɜɵɯ�
ɩɪɨɝɪɚɦɦ��ɨɛɟɫɩɟɱɢɜɚɸɳɢɯ�ɞɨɫɬɢɠɟɧɢɟ�ɧɚɦɟɱɟɧɧɵɯ�ɰɟɥɟɣ�>�@� 

Ɍɚɤɢɦ� ɨɛɪɚɡɨɦ�� ɜ� ɧɚɫɬɨɹɳɟɟ� ɜɪɟɦɹ� ɫɬɪɚɬɟɝɢɱɟɫɤɢɣ� ɦɟɧɟɞɠɦɟɧɬ� ɩɪɟɞɫɬɚɜɥɹɟɬ� ɫɨɛɨɣ 
ɭɩɪɚɜɥɟɧɢɟ�ɤɨɦɩɚɧɢɟɣ� ɩɪɢ�ɤɨɬɨɪɨɦ�ɨɫɧɨɜɨɣ�ɨɪɝɚɧɢɡɚɰɢɢ�ɫɬɚɧɨɜɢɬɫɹ�ɜɫɟɫɬɨɪɨɧɧɢɣ�ɚɧɚɥɢɡ�
ɜɧɟɲɧɢɯ�ɢ�ɜɧɭɬɪɟɧɧɢɯ�ɮɚɤɬɨɪɨɜ�ɤɨɦɩɚɧɢɢ��ɚ�ɬɚɤɠɟ�ɧɟɨɛɯɨɞɢɦɨɫɬɶ�ɪɚɡɜɢɬɢɹ ɱɟɥɨɜɟɱɟɫɤɨɝɨ 
ɩɨɬɟɧɰɢɚɥɚ�� ɤɚɤ� ɤɥɸɱɟɜɨɝɨ� ɡɜɟɧɚ� ɜ� ɪɚɡɜɢɬɢɢ� ɨɪɝɚɧɢɡɚɰɢɢ�� ɜɟɞɶ� ɢɦɟɧɧɨ� ɛɥɚɝɨɞɚɪɹ�
ɧɟɦɚɬɟɪɢɚɥɶɧɵɦ�ɚɤɬɢɜɚɦ�± ɤɚɞɪɚɦ�ɩɪɨɢɫɯɨɞɢɬ�ɮɭɧɤɰɢɨɧɢɪɨɜɚɧɢɟ�ɤɨɦɩɚɧɢɢ��ɜɡɚɢɦɨɞɟɣɫɬɜɢɟ�
ɫ�ɩɨɬɪɟɛɢɬɟɥɹɦɢ��ɪɟɝɭɥɢɪɨɜɚɧɢɟ ɢ�ɜɧɟɫɟɧɢɟ ɢɡɦɟɧɟɧɢɣ ɜ�ɩɪɨɰɟɫɫɵ�ɨɪɝɚɧɢɡɚɰɢɢ�ɩɨ�ɩɪɢɱɢɧɟ 
ɬɪɚɧɫɮɨɪɦɚɰɢɢ� ɜɧɟɲɧɟɣ� ɫɪɟɞɵ� ɢ� ɩɨɢɫɤɚ� ɧɨɜɵɯ� ɤɨɧɤɭɪɟɧɬɧɵɯ� ɩɪɟɢɦɭɳɟɫɬɜ�� ɤɨɬɨɪɵɟ 
ɩɨɡɜɨɥɹɸɬ� ɨɪɝɚɧɢɡɚɰɢɢ� ɧɟ� ɬɨɥɶɤɨ ɮɭɧɤɰɢɨɧɢɪɨɜɚɬɶ� ɜ� ɤɪɚɬɤɨɫɪɨɱɧɨɣ� ɩɟɪɫɩɟɤɬɢɜɟ�� ɧɨ ɢ�
ɞɨɫɬɢɝɚɬɶ�ɫɜɨɢɯ�ɞɨɥɝɨɫɪɨɱɧɵɯ�ɰɟɥɟɣ [5]. 

ȼ�ɧɚɫɬɨɹɳɟɟ�ɜɪɟɦɹ�ɜɟɫɶ�ɦɢɪ��ɜ�ɰɟɥɨɦ��ɢ�Ɋɨɫɫɢɣɫɤɚɹ�Ɏɟɞɟɪɚɰɢɹ��ɜ�ɱɚɫɬɧɨɫɬɢ��ɫɬɨɥɤɧɭɥɢɫɶ�ɫ�
ɪɹɞɨɦ� ɩɪɨɛɥɟɦ�� ɜɵɡɜɚɧɧɵɯ� ɝɥɨɛɚɥɶɧɵɦɢ� ɪɢɫɤɚɦɢ�� ɫɪɟɞɢ� ɤɨɬɨɪɵɯ� ɡɚɬɹɠɧɨɣ� ɦɢɪɨɜɨɣ�
ɮɢɧɚɧɫɨɜɨ-ɷɤɨɧɨɦɢɱɟɫɤɢɣ� ɤɪɢɡɢɫ, ɤɪɚɯ� ɦɢɪɨɜɨɣ� ɮɢɧɚɧɫɨɜɨ-ɜɚɥɸɬɧɨɣ� ɫɢɫɬɟɦɵ, ɪɢɫɤ�
ɝɥɨɛɚɥɶɧɨɣ� ɜɨɣɧɵ�� ɚ� ɬɚɤɠɟ� ɞɟɦɨɝɪɚɮɢɱɟɫɤɢɟ� ɢ� ɫɨɰɢɚɥɶɧɵɟ� ɪɢɫɤɢ �ɪɢɫ�� ���� Ⱦɥɹ� ɫɧɢɠɟɧɢɹ�
ɞɚɧɧɵɯ�ɪɢɫɤɨɜ�ɧɟɨɛɯɨɞɢɦɵ�ɛɵɥɢ� ɫɪɨɱɧɵɟ�ɢ� ɪɟɲɢɬɟɥɶɧɵɟ�ɦɟɪɵ�� ɚ� ɬɚɤɠɟ� ɢɡɦɟɧɟɧɢɟ� ɤɭɪɫɚ�
ɫɬɪɚɬɟɝɢɱɟɫɤɢɯ�ɰɟɥɟɣ�ɧɟ�ɬɨɥɶɤɨ�ɜ�ɨɬɞɟɥɶɧɵɯ�ɤɨɦɩɚɧɢɹɯ��ɧɨ�ɢ�ɜ�ɫɬɪɚɧɟ��ɜ�ɰɟɥɨɦ� 
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25 

 
Ɋɢɫɭɧɨɤ�1 ± Ɋɢɫɤɢ�ɝɥɨɛɚɥɶɧɨɣ�ɷɤɨɧɨɦɢɤɢ�[1] 

 
ɉɪɢɧɢɦɚɹ� ɤɚɤɢɟ-ɥɢɛɨ� ɪɟɲɟɧɢɹ� ɜ� ɩɥɚɧɟ� ɫɬɪɚɬɟɝɢɱɟɫɤɢɯ� ɡɚɞɚɱ�� ɦɵ� ɜɫɟɝɞɚ� ɛɨɢɦɫɹ�

ɩɨɫɥɟɞɫɬɜɢɣ�� ɜɫɥɟɞɫɬɜɢɟ ɱɟɝɨ� ɪɚɡɪɚɛɚɬɵɜɚɟɦ� ɦɧɨɠɟɫɬɜɨ� ɩɥɚɧɨɜ� ɩɨ� ɟɟ� ɷɮɮɟɤɬɢɜɧɨɦɭ�
ɪɚɡɜɢɬɢɸ�� ɉɥɚɧɢɪɨɜɚɧɢɟ� ɜ� ɫɬɪɚɬɟɝɢɱɟɫɤɨɦ� ɦɟɧɟɞɠɦɟɧɬɟ� ɫɬɨɢɬ� ɧɚ� ɩɟɪɜɨɦ� ɦɟɫɬɟ� ɩɨ�
ɷɮɮɟɤɬɢɜɧɨɫɬɢ�ɩɪɢɧɹɬɢɹ�ɪɟɲɟɧɢɣ�ɢ�ɞɨɫɬɢɠɟɧɢɟ�ɪɟɡɭɥɶɬɚɬɢɜɧɵɯ�ɰɟɥɟɣ��ȿɫɥɢ�ɛɪɚɬɶ�ɡɚ�ɩɪɢɦɟɪ�
ɨɩɵɬ�ɋɒȺ� ɬɨ�ɫɥɟɞɭɟɬ�ɨɬɦɟɬɢɬɶ�ɨɩɵɬ�ɤɪɭɩɧɵɯ�ɤɨɦɩɚɧɢɣ�ɩɨ�ɫɨɡɞɚɧɢɸ�ɧɨɜɨɣ�ɭɩɪɚɜɥɟɧɱɟɫɤɢɣ�
ɫɬɪɭɤɬɭɪɵ�� ɨɬɥɢɱɧɨɣ� ɨɬ� ɫɭɳɟɫɬɜɭɸɳɟɣ� ɨɪɝɚɧɢɡɚɰɢɨɧɧɨɣ� ɫɬɪɭɤɬɭɪɵ� ɤɨɦɩɚɧɢɢ�� ©ɹɞɪɨɦ�
ɤɨɬɨɪɨɣ�ɹɜɥɹɸɬɫɹ�ɫɬɪɚɬɟɝɢɱɟɫɤɢɟ�ɰɟɧɬɪɵ�ɯɨɡɹɣɫɬɜɨɜɚɧɢɹ��ɜɤɥɸɱɚɸɳɢɟ�ɜ�ɫɟɛɹ�ɫɩɟɰɢɚɥɶɧɵɟ�
ɩɪɨɢɡɜɨɞɫɬɜɟɧɧɵɟ�ɨɬɞɟɥɟɧɢɹ��ɫɝɪɭɩɩɢɪɨɜɚɧɧɵɟ ɩɨ�ɫɥɟɞɭɸɳɢɦ�ɩɪɢɡɧɚɤɚɦ�� 

� ɨɛɳɧɨɫɬɶ�ɪɵɧɤɨɜ�ɫɛɵɬɚ�� 
� ɨɞɧɨɬɢɩɧɨɫɬɶ�ɢ�ɜɡɚɢɦɨɡɚɦɟɧɹɟɦɨɫɬɶ�ɩɪɨɞɭɤɰɢɢ�� 
� ɨɛɟɫɩɟɱɟɧɧɨɫɬɶ�ɪɟɫɭɪɫɚɦɢ�ɞɥɹ�ɟɟ�ɪɚɡɪɚɛɨɬɤɢ��ɩɪɨɢɡɜɨɞɫɬɜɚ�ɢ�ɪɟɚɥɢɡɚɰɢɢª�[3].  
ɉɨ� ɬɚɤɨɦɭ� ɩɭɬɢ� ɩɨɲɥɚ� ɡɧɚɦɟɧɢɬɚɹ� ɤɨɦɩɚɧɢɹ� Ⱦɠɟɧɟɪɚɥ� ɗɥɟɤɬɪɢɤ�� ɜɯɨɞɹɳɚɹ� ɜ� ɱɢɫɥɨ�

ɥɢɞɟɪɨɜ� ɪɟɣɬɢɧɝɚ� Fortune 500�� Ɍɚɤ�� ɞɥɹ� ɰɟɥɟɣ� ɫɬɪɚɬɟɝɢɱɟɫɤɨɝɨ� ɭɩɪɚɜɥɟɧɢɹ ɜɫɟ�
ɩɪɨɢɡɜɨɞɫɬɜɟɧɧɵɟ ɢ�ɫɛɵɬɨɜɵɟ ɨɬɞɟɥɟɧɢɹ ɤɨɦɩɚɧɢɢ�ɪɚɫɩɪɟɞɟɥɟɧɵ�ɦɟɠɞɭ ɫɨɨɬɜɟɬɫɬɜɭɸɳɢɦɢ�
ɫɬɪɚɬɟɝɢɱɟɫɤɢɦɢ� ɰɟɧɬɪɚɦɢ� ɯɨɡɹɣɫɬɜɨɜɚɧɢɹ�� ɩɨɡɜɨɥɹɸɳɢɦɢ� ɧɚɢɛɨɥɟɟ� ɷɮɮɟɤɬɢɜɧɨ�
ɫɨɩɨɫɬɚɜɥɹɬɶ�ɮɭɧɤɰɢɢ�ɩɥɚɧɢɪɨɜɚɧɢɹ�ɢ�ɪɟɚɥɢɡɚɰɢɢ�ɩɪɨɞɭɤɰɢɢ�ɫ�ɤɨɧɟɱɧɵɦ�ɪɟɡɭɥɶɬɚɬɨɦ�ɢ��ɤɚɤ�
ɫɥɟɞɫɬɜɢɟ��ɪɚɡɦɟɪɨɦ�ɩɨɥɭɱɚɟɦɨɣ�ɩɪɢɛɵɥɢ� 

Ƚɨɜɨɪɹ�ɨ�ɪɨɫɫɢɣɫɤɢɯ�ɤɨɦɩɚɧɢɹɯ��ɫɥɟɞɭɟɬ�ɨɬɦɟɬɢɬɶ��ɱɬɨ�ɧɚɢɛɨɥɟɟ�ɤɪɭɩɧɵɟ�ɢ�ɢɡɜɟɫɬɧɵɟ�ɜɨ�
ɜɫɟɦ� ɦɢɪɟ� ɤɨɦɩɚɧɢɢ� ɹɜɥɹɸɬɫɹ� ɧɟ� ɩɨɥɧɨɫɬɶɸ� ɱɚɫɬɧɵɦɢ�� ɚ� ɢɦɟɸɬ� ɞɨɥɸ� ɝɨɫɭɞɚɪɫɬɜɟɧɧɨɝɨ�
ɭɱɚɫɬɢɹ��ɱɬɨ�ɡɚɫɬɚɜɥɹɟɬ�ɮɨɪɦɢɪɨɜɚɬɶ�ɫɬɪɚɬɟɝɢɸ�ɨɪɝɚɧɢɡɚɰɢɢ�ɜ�ɬɨɦ�ɱɢɫɥɟ�ɫ�ɭɱɟɬɨɦ�ɦɧɟɧɢɹ�ɢ�
ɩɨɡɢɰɢɢ� ɝɨɫɭɞɚɪɫɬɜɚ�� ɗɬɨ� ɫɜɹɡɚɧɨ� ɫ� ɬɟɦ�� ɱɬɨ� ɨɰɟɧɤɚ� ɤɚɱɟɫɬɜɚ� ɭɩɪɚɜɥɟɧɢɹ� ɜ� ɩɨɞɨɛɧɵɯ�
ɝɨɫɤɨɪɩɨɪɚɰɢɹɯ ɩɪɨɜɨɞɢɬɫɹ� ɢɫɯɨɞɹ� ɢɡ� ɚɧɚɥɢɡɚ� ɪɟɲɟɧɢɹ� ɤɨɦɩɚɧɢɹɦɢ ɫɨɰɢɚɥɶɧɨ�
ɨɪɢɟɧɬɢɪɨɜɚɧɧɵɯ� ɡɚɞɚɱ� ɝɨɫɭɞɚɪɫɬɜɚ ɢ� ɞɨɫɬɢɠɟɧɢɹ� ɰɟɥɟɣ� ɭɫɬɨɣɱɢɜɨɝɨ� ɪɚɡɜɢɬɢɹ�� ɉɪɢ� ɷɬɨɦ, 
ɩɨɞɨɛɧɵɟ ɝɨɫɤɨɪɩɨɪɚɰɢɢ� ɞɨɥɝɨɟ� ɜɪɟɦɹ� ɩɨɞ� ɫɬɪɚɬɟɝɢɹɦɢ� ɩɨɧɢɦɚɥɢ� ɥɢɲɶ� ɨɬɞɟɥɶɧɵɟ�
ɞɨɤɭɦɟɧɬɵ��ɜɤɥɸɱɚɸɳɢɟ�ɜ�ɫɟɛɹ ɨɩɢɫɚɧɢɟ�ɩɥɚɧɚ�ɦɟɪɨɩɪɢɹɬɢɣ�ɩɨ�ɞɨɫɬɢɠɟɧɢɸ�ɫɬɪɚɬɟɝɢɱɟɫɤɢɯ�
ɰɟɥɟɣ, ɱɚɫɬɨ�ɦɟɧɹɸɳɟɝɨɫɹ ɩɨɞ�ɜɥɢɹɧɢɟɦ�ɪɹɞɚ ɩɨɥɢɬɢɱɟɫɤɢɯ ɮɚɤɬɨɪɨɜ��>��@��ɋɬɢɥɶ�ɭɩɪɚɜɥɟɧɢɹ�
ɜ�ɪɨɫɫɢɣɫɤɢɯ�ɤɨɦɩɚɧɢɹɯ�ɫɢɥɶɧɨ�ɨɬɥɢɱɚɟɬɫɹ�ɨɬ�ɡɚɩɚɞɧɨɟɜɪɨɩɟɣɫɤɨɝɨ�ɢ�ɚɦɟɪɢɤɚɧɫɤɨɝɨ��ɚ�ɷɬɨ�ɜ�
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ɫɜɨɸ� ɨɱɟɪɟɞɶ� ɫɢɥɶɧɨ� ɨɤɚɡɵɜɚɟɬ� ɜɥɢɹɧɢɟ� ɧɚ� ɩɨɪɹɞɨɤ� ɢ� ɩɨɫɥɟɞɨɜɚɬɟɥɶɧɨɫɬɶ� ɜɧɟɞɪɟɧɢɣ�
ɧɨɜɲɟɫɬɜ�ɜ�ɬɨɦ�ɱɢɫɥɟ�ɜ�ɭɩɪɚɜɥɟɧɢɢ��Ɍɚɤ��ɜ ɪɨɫɫɢɣɫɤɢɯ�ɤɨɦɩɚɧɢɹɯ ɨɱɟɧɶ�ɫɢɥɶɧɨ�ɦɟɫɬɧɢɱɟɫɬɜɨ��
Ⱦɨɜɨɥɶɧɨ� ɱɚɫɬɨ� ɫɭɳɟɫɬɜɭɟɬ� ɝɪɭɩɩɵ� ɡɚɦɟɫɬɢɬɟɥɟɣ� ɢ� ɪɭɤɨɜɨɞɢɬɟɥɟɣ�� ɤɨɬɨɪɵɟ� ɡɚɱɚɫɬɭɸ�
ɫɨɩɟɪɧɢɱɚɸɬ�ɡɚ�ɦɟɫɬɨ�ɩɨɞ�ɫɨɥɧɰɟɦ�ɢ�ɨɞɨɛɪɟɧɢɟ�ɪɭɤɨɜɨɞɢɬɟɥɹ�ɨɪɝɚɧɢɡɚɰɢɢ��Ɉɧɢ�ɩɨɫɬɨɹɧɧɨ�
ɞɨɤɚɡɵɜɚɸɬ�ɞɪɭɝ�ɞɪɭɝɭ�ɱɬɨ�ɢɦɟɧɧɨ�ɨɧɢ�ɤɨɦɩɟɬɟɧɬɧɵ�ɜ�ɬɨɦ�ɢɥɢ�ɢɧɨɦ ɜɨɩɪɨɫɟ��ɚ�ɜɨɜɫɟ�ɧɟ�ɢɯ�
ɤɨɥɥɟɝɢ�ɢ�ɩɨɬɨɦɭ� ɬɪɟɛɭɸɬ�ɞɥɹ�ɫɟɛɹ� ɛɨɥɶɲɢɯ�ɩɨɥɧɨɦɨɱɢɣ�� ɧɨ�ɧɟ� ɨɬɜɟɬɫɬɜɟɧɧɨɫɬɢ��ȼ�ɢɬɨɝɟ�
ɨɱɟɪɟɞɧɨɟ�ɜɧɟɞɪɟɧɢɟ�ɧɨɜɲɟɫɬɜ ɢɥɢ�ɭɥɭɱɲɟɧɢɣ�ɞɟɣɫɬɜɭɸɳɟɣ�ɫɢɫɬɟɦɵ�ɫɜɨɞɢɬɫɹ�ɤ�ɬɨɦɭ, ɱɬɨ�
ɧɚɱɢɧɚɸɬɫɹ� ɪɚɫɩɪɢ� ɧɚ� ɩɨɱɜɟ� ɤɨɧɮɥɢɤɬɚ� ɢɧɬɟɪɟɫɨɜ�� ɱɬɨ� ɩɪɢɜɨɞɢɬ� ɤ� ɩɪɢɨɫɬɚɧɨɜɤɟ� ɩɭɬɟɣ�
ɫɨɜɟɪɲɟɧɫɬɜɨɜɚɧɢɹ�ɫɢɫɬɟɦɵ�ɭɩɪɚɜɥɟɧɢɹ��ɜɟɞɶ�ɤɚɠɞɵɣ�ɧɚɱɢɧɚɟɬ�ɩɪɟɫɥɟɞɨɜɚɬɶ�ɫɜɨɢ�ɰɟɥɢ��ɚ�ɧɟ�
ɰɟɥɢ�ɜɫɟɣ�ɤɨɦɩɚɧɢɢ� Ɍɚɤɢɦ�ɨɛɪɚɡɨɦ��ɜɫɟ�ɷɬɨ ɩɪɨɬɢɜɨɪɟɱɢɬ ɨɫɧɨɜɧɵɦ�ɢɞɟɹɦ�ɫɬɪɚɬɟɝɢɱɟɫɤɨɝɨ�
ɩɥɚɧɢɪɨɜɚɧɢɹ ± ɫɩɥɨɱɟɧɢɸ ɤɨɦɚɧɞɵ� ɢ ɨɛɴɟɞɢɧɟɧɢɸ ɭɫɢɥɢɣ�� ɧɟɨɛɯɨɞɢɦɵɯ� ɞɥɹ ɝɟɧɟɪɚɰɢɢ 
ɢɞɟɣ� ɢ� ɞɨɫɬɢɠɟɧɢɸ ɩɥɚɧɨɜɵɯ� ɩɨɤɚɡɚɬɟɥɟɣ. ɗɬɨ� ɩɪɢɜɨɞɢɬ� ɤ� ɬɨɦɭ�� ɱɬɨ� ɡɚɱɚɫɬɭɸ� ɩɪɢ�
ɫɬɪɚɬɟɝɢɱɟɫɤɨɦ� ɩɥɚɧɢɪɨɜɚɧɢɢ� ©ɫɬɪɚɬɟɝɢɹª� ɩɨɞɦɟɧɹɟɬɫɹ ɩɪɨɝɧɨɡɢɪɨɜɚɧɢɟɦ, ɱɬɨ� ɜ� ɪɚɡɵ�
ɫɧɢɠɚɟɬ�ɟɟ�ɷɮɮɟɤɬɢɜɧɨɫɬɶ [4].  

Ʉɚɤ�ɩɨɤɚɡɵɜɚɟɬ�ɩɪɚɤɬɢɤɚ�ɜɧɟɞɪɟɧɢɟ�ɥɸɛɨɣ�ɩɪɨɰɟɞɭɪɵ�ɬɪɟɛɭɟɬ�ɨɱɟɧɶ�ɦɧɨɝɨ�ɭɫɢɥɢɣ�ɢ�ɜɥɟɱɟɬ�
ɡɚ� ɫɨɛɨɣ� ɦɧɨɝɨ� ɩɪɨɛɥɟɦ�� ɤɨɬɨɪɵɟ� ɬɪɟɛɭɸɬ� ɪɟɲɟɧɢɣ�� ɉɨ� ɫɬɚɬɢɫɬɢɤɟ� ɨɤɨɥɨ� ���� ɩɨɩɵɬɨɤ�
ɜɧɟɞɪɢɬɶ� ɫɢɫɬɟɦɭ ɫɬɪɚɬɟɝɢɱɟɫɤɨɝɨ� ɭɩɪɚɜɥɟɧɢɹ� ɜ� ɤɨɦɩɚɧɢɹɯ� ɩɪɢɜɨɞɢɬ� ɤ� ɧɟɭɞɚɱɟ�� ɗɬɨɦɭ�
ɫɩɨɫɨɛɫɬɜɭɟɬ�ɪɹɞ�ɩɪɢɱɢɧ��ɫɪɟɞɢ�ɤɨɬɨɪɵɯ�ɦɨɠɧɨ�ɜɵɞɟɥɢɬɶ�ɫɥɟɞɭɸɳɢɟ: 

� ɪɭɤɨɜɨɞɢɬɟɥɶ� ɤɨɦɩɚɧɢɢ ɢ� ɪɭɤɨɜɨɞɢɬɟɥɶ, ɨɬɜɟɬɫɬɜɟɧɧɵɣ� ɡɚ� ɜɧɟɞɪɟɧɢɟ� ɧɨɜɵɯ� ɫɢɫɬɟɦ� ɢ�
ɬɟɯɧɨɥɨɝɢɣ�± ɷɬɨ�ɡɚɱɚɫɬɭɸ�ɪɚɡɧɵɟ�ɥɸɞɢ; 

� ɜ�ɤɨɦɩɚɧɢɢ�ɧɟɞɨɫɬɚɬɨɱɧɨ�ɮɢɧɚɧɫɢɪɨɜɚɧɢɹ�ɞɥɹ ɨɛɭɱɟɧɢɹ ɫɨɬɪɭɞɧɢɤɨɜ��ɨɬɜɟɬɫɬɜɟɧɧɵɯ�ɡɚ�
ɪɟɚɥɢɡɚɰɢɸ ɫɢɫɬɟɦɵ ɫɬɪɚɬɟɝɢɱɟɫɤɨɝɨ�ɩɥɚɧɢɪɨɜɚɧɢɹ�ɢ�ɞɪɭɝɢɯ�ɟɟ�ɭɩɪɚɜɥɟɧɱɟɫɤɢɯ�ɮɭɧɤɰɢɣ; 

� ɨɫɭɳɟɫɬɜɥɹɟɬɫɹ� ɡɚɦɟɞɥɟɧɢɟ� ɫɚɦɨɝɨ� ɩɪɨɰɟɫɫɚ� ɜɧɟɞɪɟɧɢɹ� ɢ�� ɫɥɟɞɨɜɚɬɟɥɶɧɨ�� ɨɫɥɚɛɥɟɧɢɟ�
ɤɨɧɬɪɨɥɹ�ɡɚ ɷɬɢɦ�ɩɪɨɰɟɫɫɨɦ�� 

Ɍɚɤɠɟ ɦɨɠɧɨ� ɨɬɦɟɬɢɬɶ� ɬɨɬ� ɮɚɤɬ�� ɱɬɨ� ɪɨɫɫɢɣɫɤɨɦɭ� ɛɢɡɧɟɫɭ� ɦɚɥɨ� ɡɧɚɤɨɦɵ� ɦɟɯɚɧɢɡɦɵ� ɢ�
ɦɟɬɨɞɵ� ɚɧɬɢɤɪɢɡɢɫɧɨɝɨ� ɭɩɪɚɜɥɟɧɢɹ�� ɩɨɬɨɦɭ� ɱɬɨ� ɨɧ� ɩɪɢɜɵɤ� ɤ� ɫɬɚɛɢɥɶɧɨɫɬɢ� ɞɨɥɝɨɫɪɨɱɧɨɝɨ�
ɯɚɪɚɤɬɟɪɚ�� ɗɬɨ� ɩɨɤɚɡɵɜɚɟɬ� ɫɬɚɬɢɫɬɢɤɚ� ɩɪɨɲɥɵɯ� ɩɟɪɢɨɞɨɜ�� ɇɟɫɦɨɬɪɹ� ɧɚ� ɬɨ�� ɱɬɨ� Ɋɨɫɫɢɹ�
ɢɫɩɵɬɵɜɚɥɚ� ɦɧɨɠɟɫɬɜɨ� ɤɪɢɡɢɫɧɵɯ� ɫɢɬɭɚɰɢɣ �ɧɚɩɪɢɦɟɪ�� ɤɪɢɡɢɫ� ����� ɝɨɞɚ� ɨɧɚ� ɫɬɚɛɢɥɶɧɨ�
ɪɟɝɭɥɢɪɨɜɚɥɚ�ɭɩɪɚɜɥɟɧɢɟ�ɫɬɪɚɬɟɝɢɱɟɫɤɢɯ�ɧɚɩɪɚɜɥɟɧɢɣ��ɧɨ�ɩɨɫɥɟɞɧɢɟ�ɫɨɛɵɬɢɹ�ɜɵɜɟɥɢ�ɟɟ�ɢɡ�
ɪɚɜɧɨɜɟɫɢɹ�>�@��ɉɪɢ�ɷɬɨɦ�ɤɪɢɡɢɫɧɵɟ�ɫɢɬɭɚɰɢɢ�ɡɚɱɚɫɬɭɸ ɜɵɹɜɥɹɸɬ ɬɟ�ɩɪɨɛɥɟɦɵ�ɨɪɝɚɧɢɡɚɰɢɢ, 
ɤɨɬɨɪɵɟ� ɫɭɳɟɫɬɜɨɜɚɥɢ� ɞɨ� ɤɪɢɡɢɫɧɵɯ� ɫɢɬɭɚɰɢɣ�� ɧɨ� ɛɵɥɢ� ɧɟ� ɬɚɤ� ɹɜɧɨ� ɜɵɞɟɥɟɧɵ. Ɍɚɤ��
ɝɥɨɛɚɥɶɧɨɣ� ɩɪɢɱɢɧɨɣ� ɬɨɪɦɨɠɟɧɢɹ� ɫɬɪɚɬɟɝɢɱɟɫɤɨɝɨ� ɭɩɪɚɜɥɟɧɢɹ� ɫɬɚɥɚ� ɩɚɧɞɟɦɢɹ COVID-19, 
ɤɨɬɨɪɚɹ�ɜɧɟɡɚɩɧɨ�ɨɛɪɭɲɢɥɚɫɶ�ɜ�ɜɢɞɟ�ɤɚɬɚɥɢɡɚɬɨɪɚ�ɩɟɪɟɫɬɪɨɣɤɢ�ɦɧɨɠɟɫɬɜɚ�ɨɪɝɚɧɢɡɚɰɢɨɧɧɵɯ�
ɩɪɨɰɟɫɫɨɜ�� Ɇɧɨɝɢɟ� ɤɨɦɩɚɧɢɢ� ɜ� ɪɚɦɤɚɯ� ɫɜɨɟɣ� ɞɟɹɬɟɥɶɧɨɫɬɢ� ɨɳɭɬɢɥɢ� ɤɪɢɡɢɫ� ɢ� ɧɚɱɚɥɢ�
ɬɪɚɧɫɮɨɪɦɢɪɨɜɚɬɶ�ɛɢɡɧɟɫ-ɩɪɨɰɟɫɫɵ�ɜ�ɫɬɨɪɨɧɭ�ɰɢɮɪɨɜɢɡɚɰɢɢ��ɋɨɝɥɚɫɧɨ�ɩɪɚɤɬɢɤɟ�ɩɨɫɥɟɞɧɢɯ�
ɞɜɭɯ�ɥɟɬ�ɬɚɤɚɹ�ɬɟɧɞɟɧɰɢɹ�ɢɦɟɟɬ�ɩɨɥɨɠɢɬɟɥɶɧɵɟ�ɩɨɫɥɟɞɫɬɜɢɹ ɢ�ɩɨɷɬɨɦɭ ɷɤɫɩɟɪɬɵ�ɫɯɨɞɹɬɫɹ�ɜɨ�
ɦɧɟɧɢɢ��ɱɬɨ�ɨɧɚ�ɧɟ�ɨɫɬɚɧɨɜɢɬɫɹ�ɢ�ɩɨɫɥɟ�ɨɤɨɧɱɚɧɢɹ�ɩɚɧɞɟɦɢɢ�&29,'-19 [2]. 

Ȼɵɫɬɪɨɟ�ɪɟɚɝɢɪɨɜɚɧɢɟ ɧɚ�ɫɥɨɠɢɜɲɭɸɫɹ�ɫɢɬɭɚɰɢɸ��ɩɨɧɢɦɚɧɢɟ�ɢ�ɢɫɩɨɥɶɡɨɜɚɧɢɟ�ɦɟɬɨɞɨɜ��
ɱɬɨ� ɩɨɦɨɝɚɸɬ� ɩɪɨɝɧɨɡɢɪɨɜɚɬɶ� ɩɨɫɥɟɞɭɸɳɢɟ� ɞɟɣɫɬɜɢɹ� ɧɟɝɚɬɢɜɧɵɯ� ɹɜɥɟɧɢɣ�� ɩɨɡɜɨɥɢɥɨ� ɧɟ�
ɬɨɥɶɤɨ�ɫɛɟɪɟɱɶ��ɧɨ�ɢ�ɭɤɪɟɩɢɬɶ�ɷɤɨɧɨɦɢɱɟɫɤɢɣ�ɩɨɬɟɧɰɢɚɥ�ɦɧɨɝɢɯ�ɮɢɪɦ ɜɨ�ɦɧɨɝɨɦ�ɛɥɚɝɨɞɚɪɹ�
ɝɪɚɦɨɬɧɨɦɭ ɢɫɩɨɥɶɡɨɜɚɧɢɸ ɦɟɯɚɧɢɡɦɨɜ� ɫɬɪɚɬɟɝɢɱɟɫɤɨɝɨ� ɭɩɪɚɜɥɟɧɢɹ�� ȼ� ɫɨɜɪɟɦɟɧɧɵɯ�
ɭɫɥɨɜɢɹɯ�ɤɨɦɩɚɧɢɢ�ɩɪɨɞɨɥɠɚɸɬ�ɢɫɩɨɥɶɡɨɜɚɬɶ�ɦɟɪɵ�ɢ�ɫɨɤɪɚɳɚɬɶ�ɡɚɬɪɚɬɵ��ɩɪɨɜɨɞɢɬɶ�ɚɧɚɥɢɡ�ɢ�
ɪɚɡɪɚɛɚɬɵɜɚɬɶ�ɦɟɪɨɩɪɢɹɬɢɹ�ɩɨ�ɫɨɤɪɚɳɟɧɢɸ�ɡɚɬɪɚɬ��ɨɩɬɢɦɢɡɢɪɨɜɚɬɶ�ɦɟɬɨɞɵ�ɢ�ɨɛɴɟɦɵ�ɡɚɤɭɩɤɢ�
ɫɵɪɶɹ��ɪɟɝɭɥɢɪɨɜɚɬɶ�ɮɨɧɞ�ɡɚɪɚɛɨɬɧɨɣ�ɩɥɚɬɵ��ɤɨɧɬɪɨɥɢɪɨɜɚɬɶ�ɩɪɨɢɡɜɨɞɫɬɜɟɧɧɵɟ�ɪɚɫɯɨɞɵ��ɚ�
ɬɚɤɠɟ�ɢɫɩɨɥɶɡɨɜɚɬɶ�ɪɟɫɭɪɫɨɫɛɟɪɟɝɚɸɳɢɟ�ɬɟɯɧɨɥɨɝɢɢ�>�@� 

Ɍɚɤ��ɪɭɤɨɜɨɞɢɬɟɥɢ�ɤɨɦɩɚɧɢɣ�ɜ�ɫɜɹɡɢ�ɫ�ɜɨɡɧɢɤɲɟɣ�ɫɢɬɭɚɰɢɟɣ�ɨɰɟɧɢɥɢ�ɜɨɡɧɢɤɲɢɣ�ɤɪɢɡɢɫ��
ɤɨɬɨɪɵɣ� ɩɪɢɜɟɥ� ɤ� ɢɡɦɟɧɟɧɢɸ� ɫɬɪɚɬɟɝɢɣ� ɫ� ɰɟɥɶɸ� ɩɨɜɵɲɟɧɢɹ� ɞɨɯɨɞɧɨɫɬɢ�� ɇɟɤɨɬɨɪɵɟ�
ɩɪɟɞɩɪɢɹɬɢɹ�ɩɟɪɟɫɦɨɬɪɟɥɢ�ɫɜɨɢ�ɜɨɡɦɨɠɧɨɫɬɢ�ɢ�ɩɪɢɧɹɥɢ�ɪɟɲɟɧɢɹ�ɪɚɡɧɨɨɛɪɚɡɢɬɶ�ɚɫɫɨɪɬɢɦɟɧɬ�
ɜɵɩɭɫɤɚɟɦɨɣ� ɩɪɨɞɭɤɰɢɢ�� ɨɩɬɢɦɢɡɚɰɢɢ� ɫɭɳɟɫɬɜɭɸɳɢɯ� ɛɢɡɧɟɫ-ɦɨɞɟɥɟɣ�� Ɍɚɤɠɟ� ɧɚɩɪɚɜɢɥɢ�
ɫɜɨɢ� ɫɢɥɵ� ɧɚ� ɩɨɥɧɨɟ� ɢɡɦɟɧɟɧɢɟ� ɧɚɩɪɚɜɥɟɧɢɣ� ɞɟɹɬɟɥɶɧɨɫɬɢ�� ɱɬɨ�� ɜ� ɩɨɫɥɟɞɫɬɜɢɢ�� ɩɪɢɜɟɥɨ� ɤ�
ɨɫɜɨɟɧɢɸ�ɧɨɜɵɯ�ɪɵɧɤɨɜ�ɭɠɟ�ɩɨɫɥɟ�ɨɤɨɧɱɚɧɢɹ�ɩɚɧɞɟɦɢɢ�>�@� 

ɇɨɜɵɣ�ɫɩɨɫɨɛ�ɪɚɛɨɬɵ�ɧɚ�ɩɪɨɢɡɜɨɞɫɬɜɟ�ɬɚɤɠɟ�ɨɫɬɚɜɢɥ�ɫɜɨɣ�ɫɥɟɞ�ɜ�ɫɨɜɪɟɦɟɧɧɵɯ�ɭɫɥɨɜɢɹɯ��
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ɝɞɟ�ɞɚɠɟ�ɧɚ�ɫɟɝɨɞɧɹɲɧɢɣ�ɞɟɧɶ�ɢɦɟɟɬ�ɩɪɢɨɪɢɬɟɬɧɨɟ�ɹɜɥɟɧɢɟ��ɉɪɟɢɦɭɳɟɫɬɜɚ�ɭɞɚɥɟɧɧɨɝɨ ɜɢɞɚ 
ɪɚɛɨɬɵ� ɨɰɟɧɢɥɢ� ɦɧɨɝɢɟ� ɨɪɝɚɧɢɡɚɰɢɢ ɢ� ɬɟɩɟɪɶ ɠɟɥɚɸɬ� ɫɨɯɪɚɧɢɬɶ� ɟɝɨ� ɜ� ɛɭɞɭɳɟɦ�� Ɍɚɤ��
ɧɚɩɪɢɦɟɪ� ɤɨɦɩɚɧɢɢ� ɨɩɬɢɦɢɡɢɪɨɜɚɥɢ� ɞɨɥɠɧɨɫɬɧɵɟ� ɢɧɫɬɪɭɤɰɢɢ� ɢ� ɦɟɬɨɞɵ� ɪɚɛɨɬɵ� ɫ�
ɩɟɪɫɨɧɚɥɨɦ�� ɜɫɥɟɞɫɬɜɢɟ ɱɟɝɨ� ɜɨɡɧɢɤɥɨ� ɷɮɮɟɤɬɢɜɧɨɟ� ɭɩɪɚɜɥɟɧɢɟ� ɫɬɪɚɬɟɝɢɹɦɢ� ɜ� ɪɚɦɤɚɯ�
ɫɨɜɟɪɲɟɧɫɬɜɨɜɚɧɢɹ� ɧɚ� ɪɵɧɤɟ� ɜ� ɰɟɥɨɦ� ɢ� ɫɨɯɪɚɧɟɧɢɟ� ɪɚɛɨɱɢɯ� ɦɟɫɬ� ɫɜɨɢɯ� ɤɥɸɱɟɜɵɯ�
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ɩɪɚɤɬɢɤɭɸɳɢɯ� ɞɢɫɬɚɧɰɢɨɧɧɨɟ� ɨɛɭɱɟɧɢɟ�� Ɉɩɪɟɞɟɥɟɧɵ� ɨɫɨɛɟɧɧɨɫɬɢ� ɩɪɨɞɜɢɠɟɧɢɹ� ɨɛɪɚɡɨɜɚɬɟɥɶɧɵɯ�
ɭɱɪɟɠɞɟɧɢɣ� ɫ� ɩɨɦɨɳɶɸ� ɪɟɤɥɚɦɵ� ɢ� ɢɫɩɨɥɶɡɨɜɚɧɢɹ� ɜɢɪɬɭɚɥɶɧɨɝɨ� ɦɟɧɟɞɠɦɟɧɬɚ�� ɫ� ɨɩɢɫɚɧɢɟɦ� ɟɝɨ�
ɩɪɟɢɦɭɳɟɫɬɜ� ɧɟɞɨɫɬɚɬɤɨɜ��ɨɫɨɛɟɧɧɨɫɬɟɣ�ɢ�ɬɪɟɛɨɜɚɧɢɣ�ɤ�ɪɭɤɨɜɨɞɢɬɟɥɹɦ�ɢ�ɫɨɬɪɭɞɧɢɤɚɦ� 
 

Ʉɥɸɱɟɜɵɟ ɫɥɨɜɚ: ɜɢɪɬɭɚɥɶɧɵɣ�ɦɟɧɟɞɠɦɟɧɬ��ɞɢɫɬɚɧɰɢɨɧɧɨɟ�ɨɛɪɚɡɨɜɚɧɢɟ��ɢɧɮɨɪɦɚɰɢɨɧɧɵɟ�ɬɟɯɧɨɥɨɝɢɢ� 
 

International business faced many obstacles when Covid-19 pandemic started in March, 2019. For 
example, many cafes and hotels for international tourists had to be closed during the lockdown. The 
sphere of education is absolutely different, as it can be performed in completely distant mode. E-
learning is acceptable and is becoming more and more popular. People stopped being afraid of low 
quality and understood the convenience of this form of learning. In fact, the Internet does not have 
any borders providing with an opportunity to export education to any country of the world.  

Only 27% of the Russian population have high level ICT skills, which produces a vast niche for 
development. From the point of view of Network Readiness Index, which points to the degree of ICT 
implementation in the economy of a country with the purpose of raising its competition, Russia 
occupied the 41st place in 2017 and the 48th place in 2020. It demonstrates that ICT infrastructure in 
different countries is developing, which gives wide opportunities for online education, including 
development of international business in the sphere of distant education at the level of higher 
education, professional and language courses [1]. 

Digitalization is anticipated to prevail in all spheres of knowledge. Knowledge walls are expected 
to be placed everywhere, which will provide with access to all kinds of knowledge and to consulting 
with experts in different fields of science. Students will have an opportunity to use 3-D glasses with 
Internet access, but in the form of contact lenses. It will enable them to obtain information at any time 
and place. It promises huge convenience for e-learning [2].  

Educational entities develop their strategies depending on their goals. Among the most spread 
business goals are: to increase profit margin, to increase efficiency, to capture a bigger market share. 
For international schools and higher education institutions providing international educational 
services the most common goal is to increase profit margin. It means that it is required to enlarge the 
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number of consumers. Educational entities develop their services depending on orientation to 
different target groups. 

For instance, Skyeng Company provides its services in the segment of tutoring. Their target groups 
are school pupils, students and adults who need to improve their command of English. IDMET (Rus. 
ɂɊɋɈɌ���,QVWLWXWH�RI�'HYHORSPHQW�RI�0RGHUQ�(GXFDWLRQDO Technologies) is developing its strategies 
spanning several target groups. The institute offers professional seminars, courses, business classes, 
corporate learning, broadcasting, library of video lectures and other materials. The institute is 
considered to be one of the leading Russian companies in the sphere of short term studies, up-skilling 
and professional retraining. The subjects offered at IDMET include Accountancy, Taxation, Law, 
Personnel, Finance, Management. Target groups of the institute can be school leavers, who need to 
familiarize themselves with a profession they are interested in; young specialists, who wish to take a 
course of professional development or to change their profession in order to be a specialist of high 
demand; managers, who wDQW�WR�LPSURYH�WKHLU�VNLOOV�RI�SODQQLQJ��RUJDQL]LQJ�RWKHU�SHRSOH¶V�ZRUN�DQG�
monitoring the work of other specialists; businessmen, who need to advance their knowledge and 
skills of running a business; retired or aged people who need to change their qualification and keep 
up-to-date with the demands of the time. The institute can also be part of the system of training a 
world class specialist, which supposes obtaining basic education at a higher educational institution in 
one country and continuing education in another country. 

,Q� RUGHU� WR� JDLQ� FXVWRPHUV¶� UHVSHFW� DQG� WUXVW�� WKH� FRPSDQ\� UHFHLYHG� WKH� VWDWH� /LFHQVH� IRU�
educational activity [3].  

One of the main factors in attracting customers is promotion of a product or service. Website of 
the institute contains information on the educational services with the use of traditional advertising 
methods. For example, the company offers the best experts as teachers, 30-year reputation, constantly 
improved educational products created by the institute, system approach to learning. 

Besides its website, the company promotes its services in social networks, like Facebook. There 
are five pages of the institute in Facebook, introducing the head office and its regional branches, as 
well as pages of some of its employees, where the institute is also mentioned. The pages are 
interactive, so perspective customers can receive answers to their questions. IDMET is developing its 
channel on YouTube: downloads advertisement clips with the participation of experts of the institutes, 
also issues regularly Accountancy Digest with latest news and changes in Accounting Laws. The site 
of the institute informs about different events, including webinars, master classes, weeks of 
accounting, conferences. Such methods make the site interesting, attract attention and cause the desire 
to become a student or a participant of the events of IDMET. They attract new customers and keep 
interest of those, who have already used the IDMET services before [7]. 

Alongside with the centralized management, the institute performs virtual management, which 
allows to develop the company in regions and to attract experts from various places. Practical 
solutions realized for teaching branch students can be effectively applied for remote management 
over the personnel and remote management over branches, taking into account specific features of 
the employees.  

$W�SUHVHQW��PDUNHG�E\�VXFK�WUHQGV�DV��³JOREDOL]DWLRQ��PHUJHUV�DQG�UHGXFWLRQV��H-commerce, the 
desire to be close to the customer base, the growth of work from home and more flexible working 
conditions, the increasing complexity of communication technologies, the need to effectively manage 
SHRSOH� DW� D� GLVWDQFH´�� LV� EHFRPLQJ� D� QHFHVVLW\� IRU� D� ODUJH� QXPEHU� RI� RUJDQL]DWLRQV� >�@�� :KHQ�
interacting between the head office and branches, it is necessary to carry out interaction at the level 
of top management, and the training itself should include close contact between the tutor and the 
student, including completing assignments, receiving feedback and pear-assessment technologies, 
and participating in video conferences. 

In order for such an activity to be successful, it is necessary to conduct training in the organization 
on working in a virtual environment in relation to this specific area of the enterprise. This is important 
not only for the organization of training, but also for the implementation of remote work technologies, 
since currently there are often cases of employees working remotely. In this case, traditional 
management mechanisms stop working and team building in a virtual environment comes to the fore 
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to the fore to maintain labor productivity and organize employee control technologies. 
Despite all the benefits, virtual management can be a problem for organizations that do not have 

prior training and building virtual teams. So, with remote management, the old models cease to work, 
and many companies even need to carry out serious structural changes in order to free up the 
necessary managerial resource. So, when embedding virtual control models in branched branch 
networks of an organization, you need to remember the following basic rules: 

1. Regional leaders must provide a high level of service and coordinated actions for many 
customers around the world, taking into account the characteristics of the region and having close 
contacts with all participants in the supply chains. 

2. To implement the distributed strategy of the company, it is necessary to form a standard of 
interaction between the company and its customers, which includes the necessary regulations, 
instructions and approaches. 

Despite the obvious advantages of virtual management, it is possible to highlight its disadvantages, 
presented in Fig. 1 

 
Figure 1 ± Advantages and disadvantages of virtual management [5] 

 
The main problem of virtual management remains the organization of control over employees, 

although the experience of virtual work has long been widespread in the United States. So, more than 
11 million people have long been working out of the office and appear there only when absolutely 
necessary. At the same time, this style of work requires great efforts from managers and changes in 
management approaches, as well as accounting for labor productivity. Leadership issues are more 
acute than ever, as top managers must not only organize work and determine tasks and deadlines, but 
also check progress reports without seeing employees live. Thus, when building virtual management 
technologies, the following basic steps must be observed: 
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1. Effective organization of the work of remote employees, including taking into account the 
necessary IT tools (including the creation of a communicative environment); 

2. Determination of methods of interaction and creation of a formal scenario; 
3. Implementation of mechanisms for monitoring and evaluating the performance of employees 

(including the generation of reports) 
Such a management style is very similar to the work of a tutor when organizing distance learning 

with his students, when the overall work is based not only on leadership, but also on interdependence, 
as well as constant adaptation to external conditions and the emergence of new inputs, which requires, 
among other things, a great creative approach. Therefore, leadership skills are of great importance for 
a manager and it needs to be trained separately. At the same time, it is important for a manager to 
learn to understand the real goal and be able to convey it to his subordinates, and remote employees 
must have electronic communication skills, as well as tough self-organization and the ability to make 
decisions independently. 

Among the problems of virtual management, one should highlight the growing discontent among 
employees, since not everyone in the organization is happy with the presence of remote employees 
and perceives their absence as a paid vacation, in which others are forced to work overtime. To avoid 
such conflict situations, it is necessary to maintain equality of requirements, carefully plan the day of 
UHPRWH�HPSOR\HHV�DQG�EXLOG�WKHP�LQWR�JURXSV�ZLWK�HPSOR\HHV�ZKR�DUH�³SK\VLFDOO\´�SUHVHQW�LQ�WKH�
organization. 

Thus, the need for distance continuous learning comes to the fore when introducing virtual 
management, which makes it possible to build the same learning model as in offline learning. When 
organizing remote work, it is fundamentally important to train those employees who will work 
remotely, first of all, in order to train them to comply with the information exchange regulations. 

When building a remote work, an important skill for a manager is also the formation of clear 
written instructions, which differ significantly from the instructions given in real communication, 
when you can formulate instructions and make clarifications in the process of work and various forms 
of virtual management (Figure 2). 

 
Figure 2 ± Forms of virtual management and recommendations for work of a virtual manager [6] 

 
So, when working remotely, the need to control the final result, rather than the intermediate results 

obtained, becomes much more important for the manager. Therefore, project management skills come 
to the fore, and the restructuring of the general style of work, in which it becomes important to 
competently connect employees working remotely with the rest of the team. 
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In this case, it is important for a top manager not to manage the team, but to instruct and 
psychologically accompany it, organize trainings to unite the team and develop the necessary skills, 
including: assessment, holding virtual meetings, the ability to work in real situations and monitor the 
dynamics of the team. In order for everyone to see the results of the work of employees, it is necessary 
to inform all employees about the results achieved in the course of work and the merits of each team 
member using IT tools. Undoubtedly, such activities will vary depending on the scope of the 
organization. 

All the tips of virtual management can be applied to an international company or international 
educational entities with branches or customers in various countries of the world. 

In conclusion we can say that companies and educational entities practice virtual management to 
reach different objectives. In accordance with these objectives they formulate the regulations of 
interaction: release of office premises, development of sales and services in regions, attraction of 
qualified experts for solving complicated issues.  

It is necessary to control over outcomes, precise evaluation of labor intensity of the stated 
objectives. Virtual management opens vast opportunities for developing international business at the 
level of secondary and higher education, allowing to build a worldwide net of regional and foreign 
branches 
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Ʉɥɸɱɟɜɵɟ� ɫɥɨɜɚ� ɢɧɮɨɪɦɚɰɢɨɧɧɵɟ� ɬɟɯɧɨɥɨɝɢɢ�� ɬɭɪɢɫɬɢɱɟɫɤɢɣ� ɫɟɤɬɨɪ�� Ɍɚɧɡɚɧɢɹ�� ɮɚɤɬɨɪɵ�� ɨɩɪɟɞɟɥɹɸɳɢɟ�
ɜɧɟɞɪɟɧɢɟ. 
 

Overview of tourism sector in Tanzania 
Tourism is one of the largest and developing sectors in Tanzania. Its high growth and development 

rates, positively contribute to the social and economic development of the country. Public and private 
sectors which is involved in tourism looks on planning to achieve sustainable tourism development 
that benefit, creates appropriate employment, maintains the natural environment, and delivers quality 
visitors firsthand knowledge [2]. Tourism requires a displacement: a human must travel, using any 
mode of transportation (he may even walk on foot: this is increasingly the case in impoverished 
cultures, but it also occurs in more developed ones, and it concerns pilgrims and hikers). 

Tourism generates about 10% of global income and employs over a tenth of the global workforce, 
according to Fayissa et al. [1]. Tourism is the fastest-growing industry in the world, with enormous 
benefits for both local and global society. The business generates about four thousand billion dollars 
in annual economic activity around the world, and it employs one out of every five people on the 
planet [1].  On the other hand, it is assumed that while mass tourism raises land prices, it also increases 
demand. In general, mass tourism increases the value of land, creates more jobs, and increases wealth. 

In contrast, when tourism demand is very high, inflationary tensions in tourism flow over into the 
rest of the economy, contributing to high inflation [6]. Tourism is one of the most important and 
rapidly growing areas of the external economy. Its high growth and development rates, large inflows 
of foreign cash, infrastructure development, and introduction of new managerial and educational  
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experience all have a favorable impact on various sectors of the economy, contributing to the 
country's overall social and economic development. 

General challenges facing tourism stakeholders in Tanzania. 
According to Magigi and Ramadhani [3], some of the constraints highlighted as challenges facing 

local people participating in tourism activities include language barriers, insufficient experience of 
operators, low education and training, culture, poor/weak commitment of actors, and high poverty 
levels. A lack of formal education, as well as speaking very little English when first employed, is a 
challenge for many tour guides and other service providers. They are chosen depending on their 
personality or understanding of the area Magigi and Ramadhani [3]. 

Due to corruption and a lack of cooperation across communities, the majority of villagers do not 
receive frequent visits to their villages, stores, or markets; this stymies any progress that individuals 
try to make [5]. The main obstacles to the development of the tourism sector in Tanzania are power 
imbalances, institutional barriers and distrust of local authorities, as well as low levels of education 
and lack of knowledge about tourism; poor living conditions and lack of financial support; perception 
of tourism as a seasonal low-income business. 

Factors Determining the Adoption of ICTs in Tanzania Tourism Sector. 
The adoption of ICT in Tanzania's tourism sector is influenced by several issues, which will be 

covered further below. In the hotel sector, for example, a hotel's location has a significant impact on 
its operations and profitability. The profile of a hotel's visitors, the size of its market, and the level of 
competition it faces are all influenced by its geographic location. Given the characteristics of its 
customer profile, market size, and the level of competition it must face, a hotel will be more motivated 
to use ICTs if it anticipates the ICT-based amenities to either provide greater competitive advantage 
or diminish the advantage enjoyed by its competitors. 

As a result, hotels' degrees of ICT adoption inclination may vary depending on the profile of their 
visitors, the size of the market, or the severity of competition. The size of the market in terms of the 
number of tourists who visit the location will also have an impact on ICT adoption, as hotels in smaller 
underdeveloped destinations may need to use the internet and other ICT-based technologies like GDs 
to reach out to the global population to a greater extent than hotels in developed destinations. The 
level of rivalry among hotels in each location might also influence ICT adoption. The general 
occupancy rate in a location is a measure of how competitive the hotels in that location are. High 
occupancy rates at a place indicate that competition is limited, and hotels may anticipate filling their 
rooms quickly, whilst low occupancy rates indicate that there is more competition to draw customers 
between the hotels in the area. Due to the high degree of competition, hotels may be compelled to 
adopt ICT-based technologies aggressively to both attract clients and improve the efficiency of their 
operations. 

The size of the hotel has a big impact on ICT adoption. A large financial commitment is required 
for the proper deployment of numerous ICT technologies. Small hotels may be less inclined to deploy 
costly ICTs due to a lack of resources, but major hotels are more willing to do so. In addition, because 
investing in new technologies is risky, small hotels may prefer to wait until the technology has 
stabilized before making a decision. Another aspect of hotel size that may influence ICT adoption is 
the hotel's readiness to adapt within the company. Large hotels have been found to be more resistant 
to change than small enterprises. As long as the investment required is not a factor, this conclusion 
shows that large hotels are less likely than small hotels to adopt ICTs. The scope of the hotel's 
operations can also influence adoption. 

Other factors that determine adoption of ICT by tourism sector in developing countries are 
classified into three major categories[4]:   

� Location related factors refers to the qualities of the company's physical location that may have 
an impact on how much ICT is used. The demographics of the company's visitors, the size of its 
market, and the level of rivalry it faces are all determined by its location. Tourism actors' degrees of 
adoption may vary depending on the character of visitors, the size of the market, or the severity of 
competition.   
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� Enterprise related factors. The scale of the business (for example, the number of hotel rooms), 
the breadth of operations in which the tourism business is involved, the establishment's grade, and 
the business's age are all factors to consider. Large tourism businesses have been proven to be more 
resistant to change than small businesses, but only when investment is not considered. Tourism 
businesses with a wide range of activities will benefit from ICT adoption more than businesses with 
a narrower range of activities. The grade, which indicates the economic class of the intended market 
for the establishment, may have an impact on ICT adoption. Higher-grade establishments that cater 
to the upper middle class may be more likely to adopt ICTs as a result of consumer demand and to 
improve their image. Age also has a significant impact on ICT adoption, as new businesses find it 
easier to adopt new technologies. 

� The technological resources of the business. The proper deployment of several ICT 
technologies necessitates a significant financial investment. Small businesses' willingness to adopt 
pricey ICT may be influenced by a lack of resources. According to Barba-Sanchez, Martinez-Ruiz, 
and Jimenez-Zarco (2007) and the OECD (2006), ICT applications can deliver a variety of benefits 
across a broad spectrum of intra- and inter-business operations and transactions. 

General Prospects of ICT in Tourism Sector in Tanzania. 
In the tourism industry, the internet has become a critical tool. Tourism companies have been using 

the internet to efficiently communicate, distribute, and sell their products to potential customers all 
over the world. Individual firm websites have surpassed electronic markets as the most prominent e-
commerce platform. In the tourism industry, the focus of e-business operations has been on customer-
facing activities and services, primarily e-marketing and e-sales. In 2005, online booking and 
reservation services had gained widespread acceptance among consumers and business travelers. 
Similarly, in the tourism industry, internet purchase had become a widely used application.  

³For more than 30 years, tourism has been inextricably linked to technological advancements. The 
introduction of Computer Reservation Systems (CRSs) in the 1970s, Global Distribution Systems 
(GDSs) in the late 1980s, and the Internet in the late 1990s profoundly altered tourism's operational 
and strategic practices. To boost efficiency in processing internal information and managing 
distribution, the tourism industry first concentrated on using computerized systems (e.g., CRS, GDS). 
The Internet and information and communication technologies (ICTs) are now important on all 
operational, structural, strategic, and marketing levels to promote worldwide interaction among 
suppliers, intermediaries, and consumers throughout the world´ [4].   

Conclusion  
The level of adoption of ICT by tourist stakeholders in Tanzania demonstrates that ICT is widely 

used for business reasons by tourism stakeholders. According to the findings, ICT usage influences 
adoption behavior. The study's findings show a high level of ICT adoption among private entities in 
tourism industry in Tanzania despite the huge presence of technological and policy constraints. 
According to the findings of the data analysis, a large percentage of respondents believe that several 
factors influence ICT adoption, including the size and location of the business, sales revenue, ICT 
knowledge among owners, and ICT costs, all of which have an impact on the benefits realized by 
tourism businesses.  

Although the study further found that, factors that influence adoption are somehow also operate as 
a barrier to tourist as they pose unimaginable and unprecedented competitions from outsiders. 
According to the study, tourist stakeholder's perceptions of ICT adoption in the Tanzania play a key 
impact in their decLVLRQ�WR�DGRSW�,&7��7KH�PDMRULW\�RI�WRXULVP�SOD\HUV�ZLWKLQ�7DQ]DQLD¶V�FRQWHQG�WR�
strictly use the Internet and websites for business reasons in big numbers. The study additionally 
found that, majority of these organizations are aware of the advantages of ICT, such as being an 
effective and cost-effective means of connecting with customers across the world as well as, gaining 
a competitive advantage, and improving sales revenue performance at the organizational level. 
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ȼ�ɫɬɚɬɶɟ�ɩɨɞɪɨɛɧɨ�ɪɚɫɫɦɚɬɪɢɜɚɟɬɫɹ�ɬɟɦɚ�ɩɟɪɫɩɟɤɬɢɜ�ɞɟɥɨɜɨɝɨ� ɫɨɬɪɭɞɧɢɱɟɫɬɜɚ�ɦɟɠɞɭ�Ɋɨɫɫɢɟɣ�ɢ�ɈȺɗ�ɢ�
ɋɚɭɞɨɜɫɤɨɣ� Ⱥɪɚɜɢɟɣ�� ɱɬɨɛɵ� ɩɨɧɹɬɶ�� ɤɚɤ� ɭɥɭɱɲɢɬɶ� ɢɥɢ� ɪɚɡɜɢɬɶ� ɞɟɥɨɜɵɟ� ɨɬɧɨɲɟɧɢɹ� ɦɟɠɞɭ� ɷɬɢɦɢ�
ɫɬɪɚɧɚɦɢ�ɜ�ɫɨɜɪɟɦɟɧɧɵɯ�ɭɫɥɨɜɢɹɯ��ȼ�ɭɫɥɨɜɢɹɯ�ɫɚɧɤɰɢɣ�ɧɟɨɛɯɨɞɢɦɨ�ɧɚɯɨɞɢɬɶ ɫɜɟɠɢɟ�ɩɭɬɢ�ɢ�ɪɚɡɜɢɜɚɬɶ�
ɪɨɫɫɢɣɫɤɭɸ�ɷɤɨɧɨɦɢɤɭ� 
 

Ʉɥɸɱɟɜɵɟ�ɫɥɨɜɚ� ɦɢɪɨɜɚɹ�ɷɤɨɧɨɦɢɤɚ��ɩɟɪɫɩɟɤɬɢɜɵ��ɫɨɬɪɭɞɧɢɱɟɫɬɜɨ��ɫɚɧɤɰɢɢ. 
 

The sharp tightening of anti-Russian sanctions by the collective West in response to Russia's 
special military operation in Ukraine dictates the need for Moscow to promptly search for adequate 
and effective solutions to maximize their negative consequences for the domestic economy. 
Moreover, unlike the operation itself, the Ukrainian crisis runs the risk of becoming protracted, 
making it imperative to take a whole range of response measures designed for the short, medium and 
long term. One of the solutions is already visible in the plane of the accelerated development of 
diversified foreign economic relations between Russia and the Arab world, which is fully consistent 
with foreign policy efforts to expand the long-term presence of the Russian Federation in the Middle 
East. 

In the current situation the important thing is the expansion of the geography of exports and 
imports, sources of capital, meaning primarily the receipt of "long money" (credits, loans) from the 
sovereign funds of the Arabian monarchies with a view to their subsequent use by banking structures 
within the Russian Federation in order to refinance domestic enterprises and investing in national 
projects. Due to the difficult situation the demand for domestic academic and analytical centers for 
studying the environment and finding the best ways for Russia to enter the Arab markets is increasing. 
Among the tasks are systematic study of local legislation, public-private partnership mechanisms, 
regimes of production sharing agreements for the resource sector, institutional and regulatory 
framework for doing business and protecting investments.  

So in this article I would like to research new business ways and maybe for someone this work 
will be useful nowadays. Object of study is to research precisely the real ways of cooperation and 
check which are already exit and which are will be possible and available in the future. 

The main statement of the article is presenting in the Fugue 1.  
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Figure 1 ± The main statement of the article [2, 3] 

 
Russia and Arabic countries business relations 
Trade and economic relations between Russia and the UAE are regulated by an intergovernmental 

agreement on trade, economic and technical cooperation. ³In Russian exports to the UAE, the main 
place is occupied by precious metals and stones, non-ferrous metals, products from ferrous metals 
and copper, machinery, equipment and vehicles, chemical products, timber, paper and cardboard, 
agricultural products. Watercraft, furniture, lighting equipment, coffee, tea, spices are supplied from 
the UAE to Russia. Some of these goods come to our country from the Emirates as re-export´ [1]. 

Russian- Emirati cooperation in the investment sphere is developing. In 2013, the creation of a 
joint investment fund between the Abu Dhabi Financial Authority and the Russian Direct Investment 
Fund was announced to invest in various sectors of the Russian economy. These investments are 
estimated at $5 billion (2015). The UAE sovereign fund Mubadala Petroleum, which is more focused 
on investments in the oil and gas industry: it acquired a 44% stake in Gazpromneft-Vostok, which 
has proven and probable hydrocarbon reserves in the fields of about 300 million barrels [4]. 

According to the Russian Council of Entrepreneurs in Dubai, about three thousand companies 
owned by Russian citizens and hundreds of joint commercial organizations are registered in the UAE. 

Russian Federation is the main source of external influx of tourists for the UAE. About 100 flights 
fly from Russia to the UAE every day. The number of Russian tourists visiting the UAE amounted to 
about a million people per year. In July 2018, was signed Intergovernmental Agreement between the 
countries on the abolition of the visa regime for citizens of Russia and the UAE. This not only have 
a positive impact on tourism but will undoubtedly improve the trade and economic climate between 
countries [1].  

,Q� FRQFOXVLRQ� LW¶V� SRVVLEOH� WR� VD\� WKDW� 5XVVLD� LV� D� YHU\� YDOXDEOH� IRUHLJQ� SROLF\� DQG� WUDGH� DQG�
economic partner for the UAE. Considering the trusting and constructive nature of the existing 
dialogue between the two countries, as well as taking into account the tone set by regular and 
productive contacts between the leaders of the two countries, it can be said without a shadow of a 
doubt that trade and economic relations between the countries will continue to develop incrementally. 
[7] 

Relations between Russia and Saudi Arabia are less developed comparing OAE. But anyway, there 
are several cooperations and others are in project still. The main cooperation project is the export of 
wheat from Russia. On December 13, 2012 was signing a contract on the establishment of a joint 
venture SAHO-MENA (Medal East & North Africa). The joint venture was established to supply 
KSA with Russian grain products in the amount of up to 4 million tons per year. 

The main Russian exports are base metals and products made from them, machinery, equipment, 
vehicles and tools (in 2010, also agricultural products). The main import items are chemical products, 
foodstuffs and agricultural raw materials [5]. 

Ways of development in cooperation.  
The Ukrainian crisis creates new realities not only for Russia, but also for the Arab partners. First, 
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due to the temporary withdrawal of Ukrainian exporters from the grain market, the importance of 
Russia as a supplier of wheat to Egypt, Saudi Arabia, Syria, Lebanon, and Libya will increase. In 
other words, our role in ensuring their food security will increase significantly. Second, the attention 
of the Arabs to Russian technologies will increase in the context of efforts aimed at diversifying their 
economies and increasing access to advanced technologies. Among these efforts, the Saudi program 
"Vision 2030", (Vision 2030) "Strategy for the Fourth Industrial Revolution" (The Strategy for the 
Fourth Industrial Revolution, 4IR) in the UAE, etc. The importance of the Middle East for Russia is 
expected to increase in terms of tourism development (after the closure Europe for Russians, the flow 
of our tourists to this region should increase by an order of magnitude), investments in real estate, 
bank savings, and in the longer term for the export of Russian capital [7]. 

Cooperation between the UAE and Russia makes a significant contribution to the development of 
logistics chains. However, to strengthen trade relations, it is necessary to create a legislative 
framework. Thus, a free trade agreement is a key factor in increasing trade turnover between 
countries. Special working groups have been created and regularly hold their meetings on cooperation 
in the field of the aluminum industry, as well as regional and investment cooperation. 

Emirati companies are also exploring the possibility of investing in the Russian economy, 
including for the implementation of major projects in the field of oil and gas production, processing 
of hydrocarbon raw materials, construction of large industrial facilities, and agriculture [6]. 

Relations between our countries show dynamic development in a number of strategic areas. In 
2019, during the visit of the President of the Russian Federation Vladimir Putin to Saudi Arabia, the 
High-Level Russian-Saudi Strategic Cooperation Program was signed, and last year a road map for 
the implementation of this program was signed: about 60 areas of cooperation were agreed upon, 51 
joint projects.  

Meeting in February 2007 in Riyadh with representatives of business circles, V. Putin noted that 
WUDGH�DQG�HFRQRPLF�UHODWLRQV�EHWZHHQ�WKH�WZR�FRXQWULHV�DUH�FKDUDFWHUL]HG�E\�³YHU\�VPDOO�QXPEHUV����
By the beginning of 2016 share Russia in the Saudi foreign trade turnover amounted to no more than 
0.2%7. The total volume of trade is dominated by Russian exports. Russian investments in the 
economy Saudi Arabia Minor. The course for the transformation of the economic life, the formation 
RI� WKH� LQYHVWPHQW� HFRQRP\�� LQFRUSRUDWHG� LQ� WKH� SURJUDP� �9LVLRQ� ����´�� can intensify bilateral 
cooperation. Among the priorities of this program are creation of a defense industry (primarily 
aviation cluster), development of mining and manufacturing industries, infrastructure and civil 
construction, nuclear energy, improvement of the financial sector, tourism, culture, sports, and 
environmental protection.  

Russian business community ± state-owned companies, large corporations, small and medium 
business - has experience of interaction with the Saudi side. This also applies to the oil market. At the 
same time, taking into account the import needs of Saudi Arabia in machinery, vehicles, food, 
chemical products, textiles, etc., the Russian side could expand the range of its exports. It is possible 
that the Saudi market may be in demand for mobile installations for the repair and development of 
wells, traction modules for cars, tank cars manufactured by the Uralvagonzavod corporation, transport 
helicopters, innovative developments, including desalination plants, etc. 

It is possible that the use of the associated interest mechanism may be effective. For example, in 
exchange for providing Saudi investors with the opportunity to invest in grain production in Russia 
for subsequent export to Saudi Arabia, it would be possible to agree on benefits for Russian state-
owned companies and private firms when obtaining contracts in the Kingdom. Strengthening the 
interaction of Russian financial institutions with regional and national development banks (Islamic 
Development Bank, Arab Fund for Economic and Social Development, etc.) could significantly 
facilitate the participation of Russian companies in the implementation of infrastructure projects in 
Saudi Arabia [5]. 

Conclusion  
As we can see that the developing cooperation between Russia, UAE and Saudi Arabia is very 

dynamic. We have a lot of common plans and ways to realize them. In modern conditions, I think, 
the cooperation become even faster because countries lost logistics chain and now opening a lot of 
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new opportunities in business cooperation. Due to the difficult situation the demand for domestic 
academic and analytical centers for studying the environment and finding the best ways for Russia to 
enter the Arab markets is increasing. Among the tasks are a systematic study of local legislation, 
public-private partnership mechanisms, regimes of production sharing agreements for the resource 
sector, institutional and regulatory frameworks for doing business and protecting investments. In 
general, the successful development of trade and economic cooperation between Russia, UAE and 
Saudi Arabia will be facilitated by the political will of the leadership, government support for 
exporters and the great initiative of the business community themselves. 
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The purpose of this paper is to evaluate the place of the product origin in the international trade practices of virgin 
olive oil (VOO). In this regard, an analysis of a secondary data sources related to the import and export of VOO 
KDYH�EHHQ�UHDOL]HG��,Q�DGGLWLRQ��D�UHYLHZ�RI�WKH�LQWHUQDWLRQDO�UHJXODWLRQV¶�HYROXWLRQ�UHJDUGLQJ�WKH�TXDOLW\�DQG�WKH�
WUDGH� RI� 922� ZDV� FDUULHG� DQG� WKH� GHYHORSHG� ODERUDWRU\� DQDO\VLV¶� PHWKRGV� ORRNLQJ� IRU� WKH� 922� RULJLQ�
authentication was realized. Our findings state that the dominance of certain producing countries on the 
international market for virgin olive oil and that the current international regulations do not facilitate the 
authentication of the origin of the product. Methods for verifying varietal origin and geographical origin are under 
development. Producing countries can strengthen the organization of their national olive sector while importing 
and non-producing countries can strengthen their control and inspection system, guide their companies working 
in the import of VOO to develop partnerships with companies working upstream of the VOO extraction value 
chain in order to educate and to ensure, for consumers, a good quality and a best experience of VOO consumption. 
 
Keywords: virgin olive oil; origin; trade; regulations; quality. 
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Globalization of virgin olive oil (VOO), as a Good, was done especially by main traditional 
country-SURGXFHUV�ZKLFK�GLG�JHQHUDWH�D�NLQG�RI�©�TXDOLW\�GRPLFLOLDWLRQ�ª�RI� WKDW�SURGXFW� LQ�PDQ\�
markets. Thus, and even after decades of scientific researchs which did lead to the improvement of 
agricultural management of the olive tree and VOO extraction technological processes in addition to 
GHPRQVWUDWLQJ�WKH�922�KHDOWK�EHQHILWV��©�TXDOLW\�UHFRJQLWLRQ�ª��HVSHFLDOO\�E\�FRQVXPHUV��DUH�QRW�\HW�
established.  

By analyzing data related to the import and export of VOO, comparing the evolution of 
international regulations and reviewing the new developed methods related to VOO authentication,  
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this paper aims to recommend actions regarding VOO trade and consumption under current 
international regulations and trade practices. 

Having as cradle the Mediteranean Bassine, olive oil is obtained from olives (the fruit of Olea 
europaea; family Oleaceae) in the two hemispheres. Effectively, olive growing area counts, 
nowadays, more than 11 millions hectares in more than 60 countries across the five continents [1]. 
The total production of olive oil reached 3.01 millions tons in 2020/2021 with more than 1/3 which 
were imported by non-producers countries [2]. The production and trade of olive oil is dominated by 
traditional country-producers such as Spain and Italy which, together, ensured more than 55% of the 
total world production and more than 13% in term of imported olive oil quantities in 2020/2021. The 
PDLQ�LPSRUWHUV¶PDUNHWV�DUH�86$��([WUD-European countries, Brazil, Japan, Canada, China, Australia 
and Russian Federation. In another hand, the Standard for olive oils and olive-pomace oils [3] 
describes 3 kinds of oil obtained from olives in a state for human consumption, namely olive oil, 
virgin olive oil and olive-pomace oil. Virgin olive oil is supposed to be obtained solely by mechanical 
or other physical means under conditions, particularly thermal conditions, that do not lead to 
alterations in the oil, and which have not undergone any treatment other than washing, decanting, 
centrifuging and filtration. In turn, virgin olive is classified in 3 categories (Extra virgin olive oil, 
Virgin olive oil and Ordinary virgin olive oil) based on its physico-chemical characteristics and its 
organolpetic properties. 

According to the World Catalogue of Olive Cultivars established in 2000 [4], there are 139 olive 
cultivars from 23 countries which represented 85% of the surface dedicated to the cultivation of the 
olive tree. Some varities are used for a single purpose (table olive or olive oil). In addition, Some 
varieties are specific to each country-producer while some others were introduced in other countries 
even in some olive traditional country-producers. In that sense, many studies did show that the VOO 
quality is affected by many factors including varietal origin, pedoclimatic conditions during olive 
growing, harvesting period, olive processing conditions, type of filtration and storage conditions and 
geographical origin [5]. 

Generally, olive oil is known by its health benefits and extra virgin olive oil (EVOO) is considered 
as a great resource of powerful and bioavailable components (phenolic compounds such as 
hydroxytyrosol, oleocanthal and oleuropein). Those components can counteract many diseases such 
as cancer, metabolic disorders, cardiovascular dysfunctions, inflammatory disorders, neurological 
degeneration, etc. However, more studies, especially in humans, are needed to fully clarify the 
benefits of precise EVOO monocultivars [6]. 

Since a while ago, new milling technologies can ensure the best production of extra virgin olive 
oils. Despite that, fraudulent practices such adulteration and new methods of refinement known as 
deodorization are commonplace in the virgin olive trade. Furthermore, the most frequent fraudulent 
practice is mixing with lower quality olive oils and EU, non-EU and mix of EU and non-EU oils are 
the cases which need more control activities in relation to false designations of origin [7]. Morever, 
a common understanding of the criteria determining food fraud and a legal definition of food fraud at 
the EU level are not achieved and references regarding authenticity and intergity of the agri-food 
chains are not yet established [8].  

Regarding the olive oil market, Spain was considered, in 2020/2021, as the major producer and 
consumer in the world with, respectively, more than 46% and 17% in terms of production and 
consumption (11.6 kg/inhabitant/year) (Figure 1). It is also the main actor in terms of import and 
export with a total olive oil flows exceeding 258.000 Tons (2020/2021). Therefore, and with its large 
firms, Spain leads worlwide the operations of supplying, packaging and pricing of olive oil. Italy is 
also an important producer and exporter but it uses import in order to satisfy it own internal demand 
while Grece is considered an important consumer (11 kg/inhabitant/year) and is less involved, as 
Turkey in worlwide olive oil export. Tunisia is an engaged actor in the olive oil export market, 
followed by Portugal whereas Morocco still encounters difficulties in positioning its olive oil on the 
international market despite its production capacities.  

 

https://en.wikipedia.org/wiki/Oleaceae
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Figure 1 ± Comparison of the last 5 years evolution of the total olive oil production, consumption 
and olive oil total flows (thousand Tons) in the world and in the main traditional country-producers 

(Source: International Olive Council, 2022). 
 

Mainly, the annual variation in terms of production and total flows depend on the phenomenon of 
alternance and some tree diseases that can affect olive orchards as well as the quality of olive oil 
demanded on the market. Thus, and in the event of a poor annual yield of olives, manufacturers resort 
to blending olive oil produced recently with that produced, from one or many varieties, during the 
previous year(s) and which is available in the stock or purchased from other suppliers operating inside 
or oustide of the country of the origin. EVOO cutting LV�DOVR�XVHG�LQ�RUGHU�WR�VDWLVI\�VRPH�FRQVXPHUV¶�
preferences related to some organoleptic characteristics.  

According to the Commission Regulation EU No. 29/2012 on marketing standard for olive oil, 
WKHVH�SURGXFWV�DUH�FRQVLGHUHG�DV�© Legal Blends ª�IRU�EVOO and VOO [9]. While, for exemple in 
Italy, the EVOO with domestic origin JDLQV�D�SUHPLXP�SULFH�HTXDO�WR�������������¼�OLWHU��FRPSDUHG�
to a product labeled as a blend of European EVOOs, the misuse of country of origin label mostly 
occurs where foreign EVOO products are identified as Italian [10]. 

Also, and according to trade standard applying to olive oil and olive-pomace oil [11], blending, 
under the designations © Olive oilª DQG�© Olive-pomace oil ª, can also be realized by mixing VOO 
(obtained by mechanical or other physical means under conditions) and refined olive oil or refined 
pomace olive-oil (obtained by means of refining methods from olive oil or olive-pomace). 

Beside the existence of such standards and such practices, consumers are confused and education, 
likely, plays a role in correctly identifying the origin of the product in the case of EVOO for example, 
VLQFH�LW�HQKDQFHV�FRQVXPHUV¶�DELOLW\�WR�SURFHVV�WKH�LQIRUPDWLRQ�UHSRUWHG�RQ�WKH�ODEHO�RI�WKH�SURGXFW��
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LQFOXGLQJ�LQIRUPDWLRQ�DERXW�WKH�SURGXFW¶V�RULJLQV [9].  
The major evolutions of olive oil standards in 1989 and in 2019 is related in the Figure 2. 

 
Figure 2 ± Comparison of the olive oil standards between 1989 and 2019 

(Source : Codex Alimentarius). 
Because of the trade standard applying to olive oil and pomace-olive oil (COI/T.15/NC No 

3/Rev. 16 June 2021) which, mandatory, considers the finished product, varietal origin, geographical 
origin and the © first manufacturer ª origin are lost in the case of VOO. Regarding the latter, 
industrials with large storage and packaging capacities in addition to their distribution networks lead 
the worldwide traditional VOO market as it is known today. VOO Trade in bulk is a major 
characteristic for a semi-finished product and it is commonplace. The market pricing is dominated by 
Spanish firms and, for example, Italian producers of EVOO, who are often characterized by small 
local family businesses, are struggling to be competitive keeping high the quality of their product 
[11]. 
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Morever, and despite the implementation of protected designation of origin (PDO) quality 
certification in many countries including EU, consumers are willing to pay an additional price 
premium for PDO certified product but the market prices for EVOO with and without PDO 
certification are not significantly different [12]. 

In another hand, the identification of the olive oil type in legal blends, through a differentiation 
among "virgin olive oils", "refined olive oils" and "olive pomace oils", even if not yet required by the 
EU legislation, might ensure a better protection to the consumer [13]. 

Till today, there is no identified official analytical procedure to verify the origin of VOO. Yet, 
The International Olive council adopts testing methods regarding the physico-chemical 
characteristics and organoleptic assessment methods and standards applied for the VOO finished 
product. Also, and considering the current practices on the market, the method for the organoleptic 
assessment of EVOO applying to use a designation of origin adopted in November 2005 [14] is 
outpaced. 

Considering that geographic origin influences FRQVXPHUV¶�FKRLFH�RI�VOO, many recent studies 
did tackle the problematic of the geographical provenance authentication in VOO, especially in the 
case of EVOO, blended VOO or origin-labeled VOO. Several approaches, based on different 
analytical techniques and/or statistical approaches, have been proposed [15]. Some methods such 
profiling of phenolic and/or volatile aroma compounds [16], [17], determination of physicochemical 
properties, oxidative stability and fatty acid profile [18] and fluorescence spectroscopy and 
chemometrics [19] coupled to data exploratory anlaysis were recently used for varietal authentication 
purposes. If some of these cited approachs and other not cited seems to be easily applicable in testing 
laboratories,  the task of JHRJUDSKLFDO�RULJLQ�DQG�WKH�© first manufacturer ª�RULJLQ�identification yet 
remains very difficult. 

With globalization, new technologies of VOO extraction have been disseminated around the 
globe. The recent intensification of new areas of olive cultivation in other non-traditional producing 
countries such as USA, Argentina and China will induce new entrants to the international VOO 
market. While cataloging the varieties present in the world with the aim of guaranteeing the 
conservation of the olive heritage was a mandatory condition for obtaining new varieties two decades 
ago, a catalog of marketed monovarietal VOO is still missing. 

With the recent discoveries relating to the benefits of VOO on human health, and in the absence 
of international regulations centered on the real needs and preferences of consumers, producing 
countries can strengthen the organization of their national olive sector in order to be more competitive 
on the international market by satisfying a growing informed consumers.  

Importing and non-producing countries can strengthen their control and inspection system 
through data mining and through the encouragement of research and development partnerships 
between their universities and those of the countries from where VOO oil is imported. They can also 
guide their companies working in the import of VOO to develop partnerships with companies 
working upstream of the VOO extraction value chain in order to implement an adjusting mechanism 
of pricing and to educate and to ensure, for their consumers, a good quality and a best experience of 
VOO consumption. 
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The purpose of this article is to evaluate the effectiveness of remote work of employees, which has become especially 
popular after the emergence of the COVID-19 pandemic. The article reviewed various literature reviews and 
carried out statistical studies, which made it possible to determine that the study of the features of remote work is 
a new, interesting direction associated with various areas of modern life (studying the positive and negative aspects 
of remote work for companies, employee satisfaction, finding solutions to problems, associated with remote work). 
 
Keywords: remote work; efficient employees; labor productivity. 
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Ʉɥɸɱɟɜɵɟ�ɫɥɨɜɚ��ɭɞɚɥɟɧɧɚɹ�ɪɚɛɨɬɚ��ɷɮɮɟɤɬɢɜɧɨ�ɫɨɬɪɭɞɧɢɤɨɜ��ɩɪɨɢɡɜɨɞɢɬɟɥɶɧɨɫɬɶ�ɬɪɭɞɚ. 
 

The problems of employment of the population, the distribution of jobs remains quite acute almost 
all over the world.  The situation becomes more complicated by problems related to Covid and post-
Covid restrictions. After the first shock, the introduction of emergency measures, isolation and 
quarantine, the world is gradually learning how to get used to new realities, to the idea that it will not 
get better in the near future (the world will not soon return to a pre-covid state). For business, 
production, education, the question of finding ways to work in new conditions has become acute. 

Different names are associated with these types of work arrangements, for example: virtual, 
distributed, telecommuting, nomads, freelancers, remote work; however, no matter the names, the 
opportunities and challenges are the same.   

Remote work did not appear suddenly due to the covid and its limitations. It is interesting to note 
that the use of remote work was predicted by Lister and Harnish, who searched telework in 2011. 
They stated that telework could be used prevent or reduce morbidity of flu pandemics [1]. This 
scenario is no longer hypothetical, since this the concept is becoming more common during the 
pandemic. 

According to the statistics of Owl Labs (Fig.1), before the outbreak of the pandemic, 85% of 
American companies partially or completely worked remotely, which is 29% higher than the global 
average number. The UK was in second place after the USA ± 6.1% of jobs, followed by Canada ± 
4.0%, Australia ± 3.1% and Germany ± 1.7%[2]. The share of Russian companies working remotely 
before the pandemic was only 1% [3].  
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Figure 1 ± Rate of companies used telework before pandemic of Covid-19 

 
Before the coronavirus pandemic (COVID-19), 17 % of American employees worked at home 5 

or more days a week, and during the pandemic, this proportion increased to 44 %.  According to the 
Ministry of Labor, about 3 million people are working remotely in Russia in 2022.  "According to 
our forecasts, by 2030 we will reach 10-11 million of people" [4]. 

The outbreak of the COVID-19 pandemic has accelerated the trend towards remote work, as 
quarantine and isolation have made commuting and office work impossible for millions of people 
around the world. Remote work, also called work from home (WFH), provided a solution where 
employees performed their duties outside the office with the support of specialized technologies to 
stay in touch with colleagues and clients. This made it possible to reduce the need for trips to the 
office.  This is a convenient and safe format for performing one's work or training duties, which helps 
to reduce the number of personal contacts during the difficult period of the pandemic.  

New world realities have faced employers with extraordinary problems. One of them is the 
problem of motivation of remote workers. This does not mean a material reward, because a decent 
remuneration should be mandatory if an employer is expecting to have employees with good 
knowledge and experience skills. 

When we are talking about motivation, then first of all we should pay attention to the pyramid of 
needs of A. Maslow (Fig. 2), the base of which is occupied by the so-called "basic" or physiological 
needs (food, water, sleep), the provision of which to a small extent depends on the employer. Next 
come the security needs (security, stability, comfort). These are material goods, their satisfaction is 
primarily related to income, wages. If the employer cannot provide these basic needs, then there can 
be no question of return to work, initiative, creativity from the employee. Large international 
companies understand the importance of basic needs and are trying to meet them fully.  

Fair compensation for workers was once only about money. Now everything has changed, mostly 
people live in a world of comprehensive remuneration, where wages, benefits and even working 
conditions are the part of the employer's value proposition. Paid sick leave, paid leave and medical 
benefits have practically become the norm, they are provided by almost 8 out of 10 US employers[5]. 

In Russia, social guarantees of employees are established in the Labor Code of the Russian 
Federation. The employer is obliged to provide the employee with paid sick leave, vacation, parental 
leave and much more. This is the norm established by law.  

 

USA 85% Great Britain6,1% Canada 4%
Australia 3,1% Germany 1,7% Russia 1%
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Figure 2 ± $��0DVORZ¶V�S\UDPLG�RI�QHHGV 

 
However, the role of material motivation decreases as soon as a person satisfies his basic needs.  

That is why for many companies the issue of intangible motivation is on a special account. The 
company is interested in the possibilities of emotional involvement of the employee in the production 
process. Companies are searching something that can encourage a person to treat the work and the 
team "with a soul", something that can give satisfaction from the process and the result of work, 
which can help everyone to unlock their potential and direct it to achieve a common goal.  

In order to understand what can be a motivating factor in work, we can refer to the statistical data 
obtained by Kaspersky Lab (8 thousand employees of small companies around the world were 
interviewed, including 502 people in Russia) [6].  

From Figure 3, it can be seen that the main advantages when working remotely, employees 
consider the opportunity to save time and dispose of it at their discretion, the opportunity to spend 
more time with family. Also, half of the respondents attach great importance to the opportunity to 
save money (spending on travel and eating out). The same parameter includes the absence of the need 
to comply with the dress code, corporate style, the ability to work in comfortable conditions. When 
working remotely, a person can carry out their activities at a convenient for him time,  the main thing 
is that the work is done. Some respondents among the advantages named the absence of the need for 
personal communication and participation in corporate events. 

 
Figure 3 ± Positive aspects of the remote work 

13%

35%

39%

44%

53%

54%

No need to communicate with colleagues in person

Don't want to be strictly tied to the office

Not ready to work on a strict eight-hour schedule

Opportunity to save money

Opportunity not to waste time on the way to work and back

Opportunity to spend more time with your family
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In addition, among the obvious advantages that are not listed in the table can be called security ± 
observation of social distance. If employees carry out their work remotely, production costs are 
significantly reduced: the company saves on utility bills - light, water, heating, cleaning of premises, 
security). The company does not have a limited territory and it can hire as many employees as it 
needs. Moreover, the company has the opportunity to hire the best specialists around the world. This 
expands the competence of the team as a whole, and in the case of a regional search, it also allows a 
company to save on salaries. 

The advantages are seemed to be obvious, but there are disadvantages that outweigh the opinion 
of employees and employers in favor of working offline, in favor of the presence of the employees in 
the workplace. 

According to the survey (Fig. 4), about half of respondents report a lack of communication on 
work and personal issues. Starting to work remotely, people lose touch with the team, become loners, 
not ready to share ideas, achievements and responsibilities. In addition, if office workers earlier could 
gather over a cup of tea a couple of times a day and discuss work and personal issues, then there is 
practically no such opportunity in the remote format. 

  
Figure 4 ± Negative aspects of the remote work 

 
Most of the problems are related to the organization of working hours and working space at home 

(a lot of distractions, difficulties with setting up equipment, with the operation of programs, Internet 
connection).  

Many respondents complain about the lack of personal communication, lack of interpersonal 
interaction, about those thin social threads that connect people working in the same company. During 
the process of the survey and in additional comments added  to the answers, respondents stated that 
excellent communication skills are vital for the success as a remote worker, especially written 
communication. They explained that communication is vital because of the need to be accurate and 
eliminate ambiguity in messages. Remote workers explained that misunderstandings often arise due 
to things like language references, idioms, or the absence of nonverbal questions. One respondent 
VWDWHG��³6LQFH�QRQYHUEDO�FRPPXQLFDWLRQ�LV�OLPLWHG�LQ�YLUWXDO�FRQYHUVDWLRQV��ZH�KDYH�WR�ZRUN�YHU\�
KDUG�WR�IRUPXODWH�DQG�FRQILUP�PHVVDJHV´>�@�� 

In addition, the big disadvantage of remote work is that employees do not have enough feedback 
when solving work issues and evaluating results (ten-minute "flying" meetings generally accepted in 
many companies are not enough,). 

Among problems not listed in the table, many employees mentioned the problem of processing 
and mixing work and personal time when working from home. Someone, while working from home, 
allows himself to relax and spend more time reading the news (68%) and messengers (38%). Some 
remote workers (31%), on the contrary, noted that they began to work more at home [8].   

7%

13%

30%

34%

38%

42%

44%

Poor internet  connection

It is difficult to organize a workplace

Lack of feedback from colleagues and managers

It is difficult to organize a working day

Lack of personal communication with colleagues

A lot of distracting household factors

Lack of face-to-face communication on work issues
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It is interesting to note that, at first, due to the home comfort and the effect of novelty, the work 
results of remote employees are better than they were at the workplace, but over time, novelty and 
interest disappears, the feeling of comfort from being at home is replacing by boredom, this directly 
affects the results of work. Employees do not see the results of their own and other people's work, 
often do not receive a supervisor's assessment, lose motivation. 

A big problem for companies has become a decrease of the loyalty of remote workers. While 
working at home, people begin to consider work as a means of earning money, a mechanism for 
receiving benefits (if you have done a job, you received a reward). In general, this is true, but serious 
companies that have aim at stable success pay great attention to the company's mission, strive to 
ensure that employees understand and share these missions, are loyal to the company's ideas and its 
management. It is very important for the company that employees are emotionally involved in the 
company's activities. If in the pre-covid time companies had a different set of tools to gain employee 
loyalty: holding various team-building events (joint field trips, sports competitions, team-building 
games, trainings and seminars), opportunities for non-material motivation of employees (concert 
tickets, fitness, swimming pool), then with the transition to remote work such opportunities have been 
reduced significantly.  Nevertheless, while searching the statistical data, we can see what is valuable 
for employees, what they would like to keep and what they need when working remotely. Based on 
this information, it is possible to make some practical recommendations for employers concerned 
about the effectiveness of remote work and ways of non-material motivation of their employees.  

For these purposes, it is important to set up a simple and accessible procedure for interaction on 
work issues (technical and emotional). Written communication is especially important for remote 
work because of the need for accuracy and the elimination of ambiguity in the communication 
process. Due to such things as language differences, idioms or the absence of non-verbal signs 
(intonation, gestures, facial expressions, pauses), misunderstandings often arise. To work remotely, 
companies use a wide variety of tools, for example: phone, email. Unfortunately, e-mail does not 
allow you to set up communication in real time, and is only suitable for exchanging files and non-
urgent information; when communicating by phone, the problem of time delay in transmitting 
information is removed, but often there is a problem of non-verbal communication. To solve such 
difficulties, various computer programs and applications have been greatly developed to provide 
shared access to documents, the ability to hold meetings and conferences, and communicate remotely 
in real time to a large number of participants. At the same time, if teams are using computer 
communication with computer conferences they are needed more time to make group decisions than 
groups that are working face-to-face.  

To improve the company's performance and employee¶V motivation, it is important to stimulate 
not related to work issues communication (holding online meetings, holidays, contests, online team 
games, exchanging opinions about news, movies, weather, etc.). The communication skills of each 
team member are vital for the success of the remote work. 

It is necessary to involve employees in the process of setting tasks, goals and discussing methods 
of achieving them (there should be the respect and recognition for the ideas, inputs, opinions of the 
employees. It is very important for the members of the team to being heard).  You can increase 
productivity by showing your team that remote work forces all employees to adapt and show 
adaptability in the workplace. In addition, it is necessary to convey the goals and expectations of the 
leadership clear and transparent form. 

One of the most important problems in organizing remote work is to help employees in organizng 
their workplace (providing equipment, software, equipment setup by company specialists). 
³7HFKQRORJ\��ZKHQ�XVHG�SURSHUO\��FDQ�IDFLOLWDWH�WUXVW-building, effective communication, and overall 
coordination of teams; however, the reverse is also true in that ineffective use of technology can 
impair team functionality. Any technology usage in virtual teams should be aligned to optimize team 
trust, comPXQLFDWLRQ��DQG�FRRUGLQDWLRQ´�>�].    

While working remotely, there is a problem of mixing work and personal time. You can try to help 
employees with the organization of working hours (coordinate hours for work and rest, transmit clear 
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and understandable work requirements, monitor the work done, provide mandatory feedback during 
the execution and at the end of the completed task). 

An important factor affecting the effectiveness of remote work is trust. On its basis  free, creative 
relationships in the team are built. You can increase the level of trust in the team by getting to know 
each member of the team, asking about their family, health or weekend activities. It is useful to 
conduct individual online conversations with each employee, to be interested in his problems and 
successes at work, his life, family, possibly his personal problems. An employee should have a 
supervisor or manager who will help clarify work tasks and monitor the result (if the staff is too large, 
this task may fall on the heads of departments).  

 One of the ways to motivate employees and establish intergroup communication can be regular 
training for employees (online courses that an employee can choose independently according to his 
own preferences). For greater efficiency, you can add a condition that a person who has chosen and 
completed an interesting for himself course (not necessarily related to work or professional 
development), then should tell his colleagues about it at an online meeting. This, firstly, will allow 
you to advertise the possibility and availability of courses paid by the company, and secondly, it will 
allow colleagues to get to know better the person on the other side of the screen, to learn about his 
interests, to discuss, and possibly to share them. 

Surveys of companies both in Russia and in the world show that remote work is gaining popularity, 
and has advantages over offline work. Now the share of remote workers is quite large, and, most 
likely, it will increase over time. Many of people, having worked remotely, now are not ready to 
return to the office full-time, but most of the surveyed workers would like to use a hybrid system of 
work (part of the time to work from home, part offrom the office). Some companies consider this 
option convenient (due to the fact that less office space is used, but at the same time, there is "live" 
communication and the possibility of control). Other companies, on the contrary, consider completely 
remote work, or hybrid work, a temporary difficulty, and would like to return employees to a full 
offline format.  

The study of the features of remote work is a new, interesting direction related to various spheres 
of modern life (the study of the positive and negative aspects of remote work for companies, employee 
satisfaction, the search for solutions to problems related to remote work). And like everything new, 
remote work shows new challenges that modern companies are face and remote work requires new, 
sometimes unexpected solutions. The above±mentioned opportunities for intangible motivation of 
remote employees are one of the small steps aimed at solving these new challenges. Time will throw 
up additional problems, and their detailed analysis will tell us the opportunities to solve them. 
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