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Abstract: The article examines the transformation of pricing strategies during the
transition from traditional one-time sales to a recurring subscription model. The author
identifies key factors influencing pricing changes in the context of digitalization within
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from immediate profit to Customer Lifetime Value (CLV) and the implementation of
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B ycnoBusix rmobansHo# nudpoBU3aiuu U nepexoaa K «3KOHOMHUKE JTOCTYIIa»
(access economy) sddekTuBHOE yIpaBlIeHHE IICHOOOpPA30BAaHHUEM CTAHOBUTCS
pemaronmM  (PaKTopoM YCTOMYMBOCTUA KPYITHBIX TEXHOJOTHYECKUX KOMITAHUM U
o0pa3oBaTeNbHbIX HHCTHTYTOB. CETrOAHSIIHMA PBIHOK JTUKTYET HOBBIC IIpaBHIIA:
noTpeOUTENh BCE dYallle IEHUT HEe caM (PakT BIaJeHHS aKTHBOM, a BO3MOXKHOCTB
OecpensITCTBEHHOTO W3BJICYCHHUSI TOJE3HOCTH M3 HEro B HYKHBIH MOMEHT.
Opranuzaiiuu  CTpeMATCS TEpPerTH OT TPaH3aKIMOHHOTO B3aUMOJCHCTBUS C
noTpeduTereM K  (GOPMHPOBAHUIO  JIOATOCPOYHBIX  OTHOmmIeHWH.  OmHaKo
TpanchopManmsi MOJENTU TpoJax TpeOyeT KOpPEeHHOW mepepadOTKH IIEHOBOM
MOJINTHKYU, TaK KaK TPATUIIMOHHBICE METOABl (PUKCAIMH I[EHBI 3a SIUHUILy ToBapa
MepecTaloT OTBEYATh TPEOOBAHUSM BOJIATHIILHOTO PBhIHKA [5].

duHaHCOBAs APXUTEKTYpPa HOANMCHOU MOJAEIIH.

[lenooOpa3zoBanue npu mepexojae Ha moamnucky (Subscription-based model)
omupaeTcs Ha TOHKWN OalaHC MEXIy JOCTYIMHOCTBIO BXOJa ISl KIHUEHTA H

oOecrieyeHHEM CTaOMIIBHOTO JCHC)KHOT'O IIOTOKa B I[OHFOCpO‘IHOﬁ ICPCIICKTUBCE.
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Kpynnbie kopnopauuu (Hampumep, B cgepe pazpadotku [1O unu Meama-KOHTEHTA)
CTAJIKUBAIOTCSI C HEOOXOAMMOCTBHIO KApAMHAIBHOTO H3MEHEHHUS! CTPYKTYpHI ydeTa
0X0/10B. BMeCTO eqMHOBPEMEHHOr0 MPU3HAHMS BBIPYUKH KOMIAHUSI MEPEXOAUT K
MOJICTTH PETYJIAPHBIX peKyppeHTHBIX miatexkeid (MRR — Monthly Recurring Revenue).

DTOT mepexoa HEeU30eKHO COMPOBOXKIACTCS BPEMEHHBIM CHUXXEHHEM
OmnepallMOHHON mnpuObUIM (TaK Ha3blBaeMas «pbIObS KOCTb» WM J-KpuBas
TpaHchopmaIu), 9To TpeOyeT BBHICOKOTO YPOBHS (PMHAHCOBOTO TUIAHUPOBAHUS U
aHajM3a 3aTpaT Ha yJepiKaHue Kaxaoro kiventa [1]. B atoit napagurme kitoueBbIMU
METPUKaMH CTAaHOBSATCS HE O0BEM Pa30BbIX MPOJAXK, & COOTHOLIEHUE MOKU3HEHHOM
nennoctu kmenTa (LTV — Lifetime Value) u ctoumoctu ero npusneuenust (CAC —
Customer Acquisition Cost).

EdTech u Tpancdopmarius 06pa3oBaTeIbHOTO KOHTEHTA.

Poct cermenta EdTech m pasButne 1udpoBBIX 3KOCHCTEM YHUBEPCUTETOB
CTUMYJIMPYIOT BHEAPEHUE THOKUX MOJIeNIEH MOAMUCKN Ha 00pa30BaTeNIbHbII KOHTEHT.
B orianune oT pa3oBoi omiaTel Kypca, MOAMHUCHAs MOJENb MO3BOJSET y4YalluMCS
MOJIy4aTh HEMPEPBIBHBIN JOCTYI K MOCTOSIHHO OOHOBJISIEMBIM 0a3zaM 3HaHUW. DTO
3aCTaBIsieT OPTaHU3allUY UCKATh HOBbIE CIIOCOOBI 00OCHOBAHUS LIEHHOCTH, OTXO/IS OT
apXauyHOU OLIEHKU «KOJIMYECTBA aKaJIEMHUYECKUX YaCOB» K OLIEHKE «Pe3yJIbTaTOB U
JIOCTyIa K KOMIETCHIUAMY [2].

CoBpeMEHHbIE TOTPEOUTENN OXUAAIOT MPO3PAYHOCTHU U  BO3MOXKHOCTHU
MaciTabupoBaHus cBoUX 3atpar (scalability). Eciau cTyaeHT moHUMAET, 4TO MOXKET
paclIMpuTh CBOM Y4eOHBIM IJTaH 3a HEOOJBIIYyI JOIUIaTy WM, Hao0opoT,
«3aMOpO3UTH» OO0y4YeHHUE, €ro JIOsUIbHOCTh BO3pacTaeT. AJIAaNTUBHBIE CTpaTEruu
CTAQHOBATCS KPUTHYCCKH BAXKHBIMU JUJIS JUCTAHIIMPOBAHHWS OT KOHKYPEHTOB,
MpeJIaranmx KeCTKUe 1 HETHOKUE YCIOBUS «KOPOOOUHBIX» KypcoB [6].

MeTonosnorust ucciaea0BaHus.

B pamkax wuccienoBaHusi TpaHcQOpMaIMK IIEHOBBIX MOJENEH HCIIOIh30BAICS
KOMIUIEKC TEOPETHYECKUX M aHATUTUYCCKUX METOJIOB, TO3BOJISIIONIUN OIICHHUTH

3¢ (PEeKTUBHOCTH U3MEHEHU B 1OJITOCPOYHOI nepcrekTuse [4].

BekTop sxoHomMuku | www.vectoreconomy.ru | CMHU DJI Ne ®C 77-66790, ISSN 2500-3666




2026
. . Ne5
DJIIEKTPOHHBIN HAYYHBIN XXYPHAJI «BEKTOP DKOHOMMKI »

OCHOBHBIMHM METOJIAMHU UCCIEAOBAHUS CTAJIN:

CucTeMHBII aHaNIM3 aKaJEMUYECKOM JUTEpaTypel II0 MApPKETHHTOBOMY
YIIPABJICHUIO U CTPATETUYECKOMY IPAWCHHTY;

CpaBHUTENBHBIN aHATN3 MTOKa3aTesle peHTa0eIbHOCTH PA30BbIX TPAH3AKIMNA U
LIUKJINYHBIX IIJIaTEKEH;

W3ydyeHne MCUXOJIOTMYECKUX (DAKTOPOB, BIUSIOUIMX Ha «IOPOT IPUHATHSA
pelIeHus» Mpu 0(POPMIICHUHN PETYISPHBIX OTUUCICHHIH;

OneHka BIUSHUSA TMOKUX TapU(HBIX CETOK HAa CHMYKEHHUE ITOKA3aTessl OTTOKA
kiuentoB (Churn rate).

JIOTIONHUTENBHO TNPUMEHSUIUCh METOAbl CHHTE3a PHIHOYHOW HHQOpMAIINH,
KOTOpPbIC TOJITBEPIWIN: WCIOJNb30BaHUEe Mojaenn «u3aepxkku tirocy (Cost-plus
pricing) TpH TMepexoAe Ha MOAMUCKY BeIeT K TMOTepe Map>KUHAJIbHOCTH.
TpaauioHHBIN OIX0 HE YUUTHIBAET TMHAMUYECKYIO LIEHHOCTh CEPBUCA, 00JIAUHYIO
UHPPACTPYKTYPY U NOTEHLMA PACIIUPEHUS 00CITY>)KUBaHUSI BHYTPU OJHOTO aKKayHTa
(upsell u cross-sell) [4, 9].

®daxTopsl U ApaiiBepbl TpaHchopMauu.

AHanu3 nokasai, 4To MepecMoTp CTPATErHil ABIsIETCS 0043aTebHBIM YCIOBHEM
ISt COXpaHEHUS KOHKYPEHTOCTIOCOOHOCTH. OCHOBHBIMH dbakTopamu,
CTUMYJIUPYIOIIMMU TpaHCPOpPMALIUIO LIEHOOOpa30BaHUsl, SIBISIOTCS:

N3menenne cTpyktypbl mnoTpebnenus: llepexonq oT oOpeMEHHUTEIBLHOTO
BJIQJICHUSI aKTUBOM (TpeOYyIOLIEro OOCIYyXMBaHUS M aMOPTH3alMHU) K MOJYYEHHUIO
ycIyry 1o TpedoBanuio (on-demand);

CHmxenune Oapbepa Bxoaa: [loamucka mO3BONSIET KIMEHTY Hadath
UCIIOJIb30BAaHUE JOPOTOCTOSIIET0 KOPHOpPAaTUBHOIO Mpoaykra (Hampumep, ERP-
CHUCTEMBI) WM CIIOKHOW mporpammbl Master of Business Administration c¢
MUHUMAJIbHBIMU TIEPBOHAYATILHBIMU BJIOKEHUSAMH;

[loBbIlIeHHE 3HAYUMOCTH JaHHbIX: PerynsipHoe B3auMOJEHCTBHE J1a€T
KOMIAHUM BO3MOXKHOCTh coOuparh Big Data-aHanuTuky M KOpPpEeKTHPOBATh

CTOMMOCTH B 3aBUCUMOCTH OT UHTCHCUBHOCTH MCIIOJIb30BaHUsI IIPOAYKTA,
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[lcuxonoruueckuii  kom@opT: OTCyTCTBUE HEOOXOIMMOCTH COBEPIIATH
KPYIHBIA Pa30BbIM TUIATEK CHW)KACT KOTHUTHUBHYIO HArpy3Ky Ha TMOKyHaTelsl |
YMEHBIIAET PUCK «COXKAJICHUS O TTOKYyNKe» [3].

Jlunamuyeckoe 1ieHooo6pazoBanue u Value-based moaxog.

ABTOMAaTH3aIMs U pa3BUTHE 00JIauHBIX TexHoJyiorui (SaaS, PaaS) mo3possioT
BHEJIPATH TMHAMHYECKOE IIeHOOOpa3oBaHue. B oOpa3oBaTenbHOM cpeie 3TO MOXKET
MPOSIBJISITBCS. B TIPENOCTABICHUU JLIOTHBIX TepuojoB goctyna (free trial) wmm
(bOopMHUpPOBaHUM TEPCOHANBHBIX II€H HAa OCHOBE AKTMBHOCTH IOJIb30BATENsl. ITO
cMmemaer (OKyc € «IpoJaXh KOHTEHTa» Ha «COMPOBOXKJEHUE 00pa30BaTEIHLHOTO
Tpeka» [9].

CoBpeMeHHBIE KOPIIOpAIllMK BCE Yallle HMCIOJIB3YIOT cTpareruto Value-based
pricing (ueHooOpa3oBaHMEe Ha OCHOBE IIEHHOCTH). B pamkax NOANMCKU IieHa
IPUBS3BIBAECTCS K 00bEMY MOTYy4a€MOM BBITOJIbI: HATPUMED, K KOJTUYECTBY AKTUBHBIX
[I0JIb30BATENE B cHUCTeME, 00beMy OOpaOOTaHHBIX JaHHBIX WJIH KOJUYECTBY
MOJIYYeHHBIX cepTu(dUKaToB. IT0 co3naer ycioBus st Win-Win coTpyaHudecTsa:
3aTpaTthl KIMEHTA PacTyT TOJBKO TOTAA, KOI/a PAacTET ero COOCTBEHHBIN OM3HEC WM
YPOBEHB €ro KoMreTteHui [1, 7].

CerMeHTaIys ¥ MaKeTHBIC TTPEIITOKCHHSI.

BaxkxHpiM 3Tamom peaJm3alud TMOJANMUCHOM MOJIENN SBJISIETCS TIyOOKast
cerMeHTarus 6a3el morpedureneit [2]. s kpynmHOW opraHU3alviy UM YHUBEPCUTETA
1e71€CO00pa3HO BBIAEIUTH CIEAYIONINE YPOBHU JAOCTYyMA!

NunuBunyansupie monb3oBatenu (B2C): Jlns wux sddextuBHa crparerus
«Freemiumy (0a30BbIN QPyHKITMOHAN OECIIIIATHO, MPOJABUHYTHIN — MO TMOMAMUCKE). ITO
obecrieunBaeT MacCcoBbIi 0XBaT U opmMupoBaHue oOpenza [3];

KopnoparuBnbiii  cexktop (B2B): TpeOyer rinyOokoit KacToMHu3alud U
naketupoBanus yciayr (Bundling), rae meHa BKIOYAET paCIIUPEHHYIO MOJJIEPHKKY,
oOyueHue IMepcoHajla M IOPUIUYECKUE TapaHTUM JIOCTymHOCTH cepBuca (SLA —
Service Level Agreement);

[laptHepckue u  rocyaapctBenHble  nporpammbl  (G2B/G2C):  3pech
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NPUMEHSIETCA JOJTOCPOYHOE KOHTPAKTHOE IIEHOOOPAa30BaHHME CO CHELHATbHBIMU
YCIIOBUSIMU 32 MacIITal M COLUAIBHYIO 3HAYUMOCTD MTPOEKTA.

Puricku 1 BBI30BBI IEPEXOIHOTO EPHOIA.

HecMmoTpss Ha oueBHIHBIE MPEUMYILECTBA, MEPEXO] K MOJIMUCHOM MOJEIH
COMPSDKEH C CEepPbE3HbIMU pPHUCKaMU. Bo-mepBbIX, 3TO (PEHOMEH «yCTaloCTh OT
moAnucok» (subscription fatigue), korga HM30BITOYHOE KOJIMYECTBO E€KEMECSUHBIX
IIaTexell HauMHAeT pa3apakaTh MOTPEOUTENs, 3aCTaByss €ro MPOBOIUTH PEBU3HUIO
CBOMX PACXOJIOB M MAaCCOBO OTKA3bIBATHCA OT YCIYT [6].

Bo-BTOpBIX, KOMMaHHUS CTAaHOBUTCS KPUTHUECKHU 3aBUCHUMOW OT MOKa3aTess
Churn rate (otToka). Ecnu npu pazoBoil npojaxe npuoObuib (PUKCUPYETCS B MOMEHT
CHEJIKH, TO B MOJIEJIH MOANUCKHA OKYIaeMOCTh KIIMEHTA MOXKET HACTYIUTh JIUIIb Yepe3
6—-12 mecsues. JIro6oe cHIKEHUE KauecTBa CEpBUCA B 3TOT MEPUOJ BEAET K MPSIMBIM
yobiTkam [8]. Tloaromy Tpancdopmanusa 1eHooOpa3oBaHUs AOHKHA UATH pyKa 00

PYKy ¢ pa3BuTHeM aenapramenta Customer Success.
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