2026
No6
AJIEKTPOHHBIN HAYYHBIN )KVPHAJI «BEKTOP SKOHOMUK!»

VIIK 338
D@OPMUPOBAHUE YHUKAJIBHOI' O TOPIOBOI'O
IIPE/VIOJKEHHUA B YCJIOBUHAX KOHKYPEHTHOI' O PhIHKA
Cunenvrnuxosa E.A.
K.M.H., OOy eHm,
Bcepoccutickas axkademus enewneii mopeoenu Munucmepcmea 3KOHOMUYECKO20
pazeumust Poccutickoii @edepayuu,

Mockea, Poccus

AHHOTALMSA

Crarbsi TOCBAIIEHA AaKTyaJbHBIM BOMpocaM (OPMHUPOBAHUS YHUKAIHHOTO
TOPrOBOTO MPEUIOKEHHS B YCIOBUSX BBICOKON KOHKYPEHIIMHM HA PhIHKE TOBAPOB U
yciyT. PaccMoTpensr ocHOBHBIE (haKTOPHI, BiHsitonue Ha coaepkanne Y TI1, aTams
ero (opMUPOBaHUS, BKIIOYAIOIINE aHATN3 PHIHKA U LIETICBOM ayAUTOPUU U IPYTHE.
BrisiBIeHBI OCHOBHBIE OTIMYMSI MEXKIY YHUKAJIbHBIM TOPTOBBIM MPEIIOKEHHEM,
mubdepeHnnaned ¥ MO3WIMOHMPOBAHMEM TOBapoB u ycuyr. Ilpencrasien
KOMILJIEKC MPENJIOKEHUH U MPpaBUil 10 (HOPMYIUPOBAHUIO YHUKAILHOTO TOPTOBOTO
NPENJIOKEHUsI,  MO3BOJIAIONIME  KOMIIAHUM  OOECHEYUTh  KOHKYPEHTHOE
IIPEUMYIIECTBO OTHOCUTEILHO KOHKYPEHTOB. PaccMOTpeHbI IpuMephl U3 MPaKTUKU
ouzHeca o oopmupoBanuto Y TII.
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Annotation

The article is devoted to topical issues of forming a unique selling proposition in
conditions of high competition in the market of goods and services. The main factors
influencing the content of the USP are considered, as well as the stages of its
formation, including market analysis, target audience analysis, and others. The main
differences between a unique selling proposition, differentiation, and positioning of
goods and services are identified. A set of proposals and rules for formulating a
unique selling proposition is presented, which allows the company to ensure a
competitive advantage relative to competitors. Examples from business practice on
USP formation are considered.
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CoBpeMeHHBI pPBIHOK Kak BHYTPEHHUH, Tak © MEXJIYyHApPOJHbIN
XapakTEepU3yeTCsd  BBICOKOM  HACBIIICHHOCTBIO  TOBApaMM W YCIYTaMH,
HEOOXOMUMOCThIO WX TIOCTOSHHOTO OOHOBJICHUS, YacThIM COKpaIleHuEeM
KU3HEHHOTO  IIMKJA, BBICOKOH  MOOMJIBHOCTBIO M TIOPOM  CIIOKHOM
IIPEACKAa3yEMOCTBIO Ccrpoca. B Takux yCIOBUSX MHOTME KOMIAHUU YXKE HE MOTYT
OIMPATBCS TOJBKO HA KA4ECTBO MPOAYKTA WA IPUEMIIEMYIO ILIEHY B CBOEH
KOHKYpEHTHOM OopbOe 3a morpedutens — oOblYHbIE JIsi MHOTHX cdep OusHeca
KJIACCUYECKHUE CTpaTeTMu YK€ He padoTaloT, JlaXke €cld KOMIAHUA JIUJUPYeT H
peiHKe. [l ycmemrHoW KOHKYpeHIMH TpeOyeTcss sSCHOe U yOeAuTeNbHOE
00BsICHEHUE TOTO, TOYEMY KIIUEHT JI0JKEH BbIOpATh KIMEHHO IaHHYIO KOMITAHUIO, €€

INPOAYKTBEI U YCIIYI'HM, CTaTb IIOCTOAHHBIM, @ B HJACAJIbHOM BAapHAHTC JIOAJIbHBIM
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KJIMeHTOM. VIMEHHO 3Ty 3a7a4y MOXKET PELIUTh CO3AaHHE YHUKAJIbHOTO TOPrOBOTO
npemoxenus (YTIT) wm (Unique Selling Proposition, USP) [1].

Crienmanuctsl moguepkuBarot, uto Y T1I qomkHO GopMHUpOBATECS KaKk MOXKHO
paHbIie, YTOOBI KOMIAHHUS MOIJIA I0CTATOYHO OBICTPO MOTYYaTh PHIHOYHBIN 3 deKT
[4].

Cy1iecTByeT 10CTaTOYHO MHOTO PA3JIMYHBIX MOAX0/0B K (POPMYITHPOBAHUIO
TOrO, yTO Tpencrapiser coboil YTII u kak 0HO HOMKHO (POPMHUPOBATHCS, YTOOBI
JNEHUCTBUTENBHO OBITh YHUKaJIbHBIM. be3ycioBHO, HE0OXOOUMO NHOMHHUTh, YTO
YHHUKAJIbHOE TOPTOBOE MPEATIOKEHUE OTIIMYAETCS OT CMBbICTIA, KOTOPBI HECET B cede
mupdepeHunanys NOPOAYKTOB M yCIyr, NpPUYEM KaK BEpTUKaJbHas, TaKk H
TOPU30HTAJIbHAS.

VYTII pomkHO oOTpaxkarb HE TMPOCTO KAKUE-TMOO OTIUYHUTEIbHBIC
OCOOCHHOCTM TOBapa WM YCIYyTH, a HECTH IMOHMMAHUE IS MOTPEOUTENs HX
LEHHOCTHU U BBINOJbl. TakuM 00pa3oM, MOKHO YTBEPK1aTh, YTO B OJTHOM U TOM K€
npoaykre Y TII MoxeT ObITh pa3HbIM s pa3HbIX 1IeJIeBbIX cerMeHTOB. [Ipu aTOM, B
YCIIOBHSIX JKECTKOM KOHKYPEHIMM Ha PBIHKE B HJ€aje YHHUKAJIBHOE TOPrOBOE
IPEUIOKEHUE JTOJDKHO €€ U OBITh TPYAHO BOCIPOU3BOAUMBIM JIJIsl KOHKYPEHTOB,
YTO JOCTaTOYHO CIJIO)KHO OOECIEeUUTh, €CIM NPOLYKT HE O00JagaeT BBICOKOU
CTEIMEeHbI0 MHHOBAIIMOHHOCTH. DTO 00YCJIOBJIEHO T€M, UTO B HacTosIee Bpems Y TI1
CTAaHOBUTCA TJIABHBIM (DAKTOPOM TMpOJaXK, Y3HABAEMOCTH OpeHIa, OCHOBOM
JIOSIIBHOCTH.

B Hacrosimiee BpeMsi KOMIOAHUM MOTYT NPUMEHSTh Pa3IMYHbIE BAPUAHTHI
dbopmupoBanus YTII — kak ¢ moOMOIIbIO COOCTBEHHBIX CHEIMATUCTOB, TaK U
npuberasi K yciyraM MapKeTHMHTOBBIX areHTCTB. MIHTepecHBI ciieayromue Hudphl.
CroumocTts pa3zpadotkn YTII kak OTAeNnbHOW yCIyTH HAa POCCUHCKOM PBIHKE (OT
OBICTPOrO BapuaHTa J0 MOJIHOW CTpaTeruu ¢ BHeApeHUueM) Bappupyercs ot 25 000

1o 100 000 py6neit, noss pacxoJOB Ha MApKETUHT U peKJIaMy pU 3aIlyCKe HOBOTO
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npenyoxkeHus: cocrapisieT mopsaka 30% ot Oromkera, a HA TTO3UITMOHUPOBAHNE U

dbopmupoBanue YTII B pamkax MapKeTUHTOBOMW cTpaTeruu okojo 5-10% Oromxkera.

B coBpeMEHHOM MApKETUHIOBOW MPAKTUKE MoguepkuBaercs, 4dro YIIT

JOJDKHO O6H3I[3Tb CICAYIOMKUM KOMIUICKCOM XAPAKTCPHUCTUK, OTHOCAIIUXCA KaK K

caMOMy MPOJYKTY, TaK U K €ro no3uiuoHupoBanuto. ChopmynupyeM U 00001umM

OCHOBHEIC ITpaBUJIA.

YTII nomxHO 0o0nagaTh BBHICOKOM CTENEHbIO YHUKAJIbHOCTH, MPHU 3TOM OHA
MOMKET JOCTUTAThCS PA3IMYHBIMU CIOCO0AMHM — OT MPHUJAHUS MPOAYKTY WM
yCllyre HEMOBTOPUMBIX XapaKTEPUCTUK A0 OOECHEYEeHMs] CEPBUCHBIX YCIYT U
CONMPOBOXJAEHUS NMpoaykra. OHO JNOJKHO SBHO OTIMYATHCA OT MPEMJIOKEHUS
KOHKYpPEHTOB, 00ecrneunBas KOMIIaHUHA BUAMMOE KOHKYPEHTHOE MPEUMYILECTBO
U OOBSCHSSI, YTO MpeJiaraeT KIMEHTY KOMITaHUSI.

YTII nomxHO OBITH OPHEHTHPOBAHO HA PEIICHUE KOHKPETHBIX MTpolem (Ooeit)
KJINECHTA.

®opmynupoBka YIIT momxHa OBITH KpaTKoW M YETKOM M BKIIIOUATh B CeOS
KOHKPETHYIO BBITOAY Ul KJIMEHTA, IOATBEPKICHHYIO IPAKTUKOH, KOTOPYIO
MOKET MPOBEPUTH KIMEHT. OHA JTOJKHA CBS3bIBATH MPOAYKT(YCIYTY), UEIEBYIO
ayIUTOPUIO U NMO3ULMOHUPOBAHNE KOMIIAHNUHU B €IUHYIO KOHCTPYKIIHUIO.

B yciioBUSAX BBICOKOM KOHKYPEHLIMM Ha PBIHKE YHMBEPCAJIBHBIE U PAa3MBIThIE
dbopmynupoBku U Beiroabl YTII mepecTtaroT BOCpUHUMATBLCS MOTpeOUTENIEM
JOJDKHBIM  00pa3oM. Ha HachllleHHBIX MAacCOBBIX PBIHKaX, OCOOEHHO 3TO
orHocutcs kK FMCG ToBapam moTpeburtenu Bce Yalie CpaBHUBAIOT HE TOJIBKO
LEHy TOBapa, HO M YyA0OCTBO MCIOJb30BAHUS, 3KOJOTUYHOCTh, HAJIUYHE
nepCcoOHU(UIUPOBAHHOTO MPEIIOKEHUS, IMOLMOHAIBHYIO IIEHHOCTb.
Heobxoanmo deTko onpenenuTs K kakomy Buay otHocutces Y TIL: mpogykTtoBoMy
(17 KJIIMEHTa BaXKHBI: COCTaB, XApAaKTEPUCTUKH, TEXHOJOTHUS IMPOU3BOJCTBA,
KaueCTBO, YIIAKOBKA U T.]1.); CEPBUCHOMY (CKOPOCTb 10CTAaBKH, y100OCTBO, (HOPMBI

OIUIaThl, TapaHTHs, TMOMJEPKKA), dMOIMUOHATIHLHOE (31€Ch BaKHBI I[IEHHOCTU
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KJIMEHTA, CTWJIb KU3HU, UAECHTUYHOCTD), COLIMaIbHOMY (T10JIb3a ISl OOLIECTRA,
OTBETCTBEHHOE MOTpeOIeHre, OJIarOTBOPUTEITHLHOCTD U T.J).

o dopmynuporka Y TII He 1oKHA OBITH 0011IEH, KOT/IAa CTAHOBUTCS HEBO3MOXKHBIM
BBIJICJIUTh €TI0 OTHOCUTEIIBHO KOHKYPEHTOB (IPUMEp: BBICOKOE KauecTBO,
CTUJIBHBIN AW3aiH, JIyUIIHil CEPBUC).

[Tooaromy VYTII [10mMKHO ONUPATBCA MCKIOUUTEIIBHO HA KOHKPETHBIC
u3MepuMbie 00N KIIMEeHTA, a HE BUJICHHE KOMIaHUU. MIHaYe OHO MOXKET OCTaThCs
Hed(DPEKTUBHBIM Jlake MpU OOJBIIUX PEKJIAMHBIX OMOKETaX W MPUMEHEHUU
COBPEMEHHBIX HHCTPYMEHTOB NpojBrkeHus [ 1, 3, 4].

MOXHO TPEIOKUTE CICAYIONIYI0 (GOpMYIy i TPAMOTHOTO TOCTPOCHHUS
(bopmynupoanust) npemioxenus: Y TII = (Ilpoxykr + Beiroaa) + (IlorpedbHocts +
pesyabrar) + (Ob6emanne + oTmyue)

[IpuBenem npumep ¢opmupoBanuss YTII st TpaHCOPTHON KOMIIAHUH,
OCYUIECTBISIOIIEH MepeBo3kH B chepe B2B.

o [lponykt um BbITOAa (YKaXuTe YCIYry W MPsSMYI0 TONB3Y g Ou3Heca):
Mynemumooanvruvie nepesosku Poccus-Kumaii: sxonomus 30% na nocucmuxe.

e [lorpeOHOCTD M pe3ynbTaT (CBKUTE 0OJIb KIIMEHTA C PEIICHUEM). Bul peuiume
npobnemy 3adepoicex. 0bopyoosatue Ha oovekme 3a 10 Oueil.

e OOecmanue u oriuune (CIenmaiTe akIEHT HA YHUKAIbHOCTH): Eduncmeennoe
npeonodicenue Ha pwviHke ¢ 2apanmuet gozgpama 100% cpeocme npu cbosx

mamodsiCHU.

BaxHO moOHUMATB, 4UTO B YCJIOBUAX MMOCTOSIHHO U3MEHSIOLIETO pbiHKa Y T1I He
MOXKET OBITh CTaTUYHBIM, TaK KaK KOMIIAaHMS HUKOTIA HE 3acTpaxoBaHa O
KOIMUPOBAHUA YIAYHBIX PEIICHUN KOHKYPEHTaMH, MO3TOMY YHUKAJIbHOCTh JOJKHA
pa3BUBATHCS M aJANITHPOBATHCS K M3MECHCHUSM phIHKa [4].

Enie onHUM Ba)KHBIM (PAaKTOPOM SIBISIETCSI CBSI3h CTPATErUH PHIHOYHOMN HUIIN

u YTII (pucyHok 1).
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PblHOYHaA HUWA onpegenaeT GoKyc YTN dopmynmpyeT LEHHOCTb MMEHHO AR
ONA Y3KOTO CerMeHTa € KOHKPeTHbIMHK - 3TOro CErmeHTa, YCUAMBAA KOHKYPEeHTHoe
npobnemamu KnunenTta (Bonamu) NpPerMMyLLEecTBO
Huwesas cTparerma HayMHaeTcA ¢ YT «KOHKpeTU3MpyeT» 3Ty CTpaTeruio 1
BblbOpa cermeHTa, rae KoMmnaHuA - oTBeyasd Ha Bonpoc: “MNoyemy 3ToT
MOXEeT AOMWUHUPOBATb. cermeHT BbibepeT UMeHHO Hac?”
Huwesan ctpaterna nossonaet YTM cTaHOBUTCA MHCTPYMEHTOM 3axBaTa
n36exaTtb LeHOBbIX BOUH C KPYNHbIMM - JNIOANBHOCTH B BbIOPaHHOM KOMMaHWen
MIrpOKamMu cermeHTe

Puc. 1 — Cs3pb ctpareruu peiHouHOM HUK 1 Y TII

HMcTouHuK: COCTaBICHO ABTOPOM.

®dopmupoBanne YTII nenecoodpazHo MPOBOAUTH ¢ TMOMOIIBIO CIIECTYIOMIUX
3TaIoB.

Ananu3 pbiHKA. JIaHHBIM 3Tam SBIAETCA OCHOBOIIOJATAKOIMIMM BO BCEX
HaIlpaBJIEHUSIX MAaPKETUHTOBOM JIesTeIbHOCTH, U Tipu popmupoBanuu Y T1I nanubie
0 COCTOSIHMM OTPAaCIId, CTPYKTYpPE CIPOCa, KOHKYPEHTaX U UX MPEIJI0KEHUN TAKXKE
OouYeHb BakHbI. He0OX0AMMO YETKO OIpeeNnuTh, KaKue peleHus yKe IPUCYTCTBYIOT
Ha PBIHKE, B YEM UX YHUKAJIBHOCTh, KAKAE HUIIHA CBOOOIHBI [4]. Eciiu mpoayKTOBBIi
CEerMEHT YK€ TIEPETIOJTHEH U MPEACTABIACT COO0M KpacHBI OKEaH, a KOMITAHHS HE
X04eT ero nokuaath, To Y TTI 7omkHO ObITE 0COOEHHO YETKUM U MPUBJIEKATEIbHBIM.

N3yuyenne meneBort aymuropuu. OddexkruHoe YTII Bcerma momKHO
CTPOUTHCSI BOKPYT KJIIMEHTA, a HE KOMIIAaHUM U €€ pecypcoB. BrisBieHue Oosneid,
MOTHUBOB W OXHJIAHWM TOTpeOUTeNe, MX NpHUBsA3Ka K crenuduke IeaeBon
aynutopun (IIA) momoxker obecrieuntsh yctoruuBocth Y TTI. Heobxomumo TodHO
BBISIBUTH BBITOJIbI, BAKHBIE UMEHHO JJI1 KOHKPETHON LA B mpoayKkTe WK yciyre
KOMITaHUU. ECIM KOMIIaHMM YHAETCs IOMACTh B TOUKY» C YHUKAJBbHOCTBIO U €€
LIEHHOCTHIO, TEM BBILIE BEPOATHOCTh YCIEXA U 3aBOCBAHUS JIOBEPUSL.

[Touck W oOlEHKAa peaJbHBIX OTIMYMK MPOAYKTa WM ycayru. Orinumuue

(YHI/IKaJ'H)HOCTB) JOJIZKHO OBITH HE TOJILKO 3aMCTHBIM, HO U 3HAYMMBbBIM AJI KIIMCHTA.
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Komnanus nomkHa OCO3HaBarb, 4YTO OTIMYME B IIEHE, CEPBUCE, YIIAKOBKE,
rapameTpax, rapaHTud U T.J. He Bcerma ssisiercs Y TII. Eciam mepeuncneHHbie
(bakTopbl HE SBISIOTCA 3HAYUMBIMH ISl KJIMEHTA, TO KOMIIaHUS HE MpeycreeT B
CO3[IaHHH ISl HETO PHIHOYHOM LIEHHOCTH.

dopmynupoBaHue npemiokenus. Kak yxe ObLJIO cKa3aHO BBIIIE, 3TOT 3Tall
caykut ocHoBol opmupoBanus Y TII, oOecnieunBas ero y3HaBaemocTsb. [Ipu aTom,
ecnu oOelIaHWe HE MOATBEPKAACTCS CaMUM IMPOIAYKTOM, TO BO3HHKAET Pa3pbIB
MEXKy MPEACTABICHUEM O IMPOAYKTE M OIBITOM KJIMEHTA, BBI3bIBAS HETAaTUBHYIO
peaKuuIo.

TectupoBaHue ¥ BO3MOXKHAasi KOPPEKTUPOBKA. JlaHHBIM 3Tam CBSI3aH C
npoBepkoit YTII Ha 1eneBoil aymuTopuu. 31€Ch MOTYT HCIOIL30BaThCs (POKycC-
Ipymnnbl, TTyOMHHBIE WHTEPBbIO, A/B-TecTHpoBaHHE pPEKJIAMHBIX COOOIICHUN U
JICHJIMHTOBBIX CTpaHUII, aHAJU3 KOHBEPCUM, 00pabOTKa pPE3yabTaTOB OOpaTHOM
CBA3M OT KIMEHTOB. lIpm 3TOM 4Ype3BBIUAWHO BAXKHO HMETh BO3MOXKHOCTH
MOJTyYEHUS KaK KOJIMYECTBEHHOM, TaK U KaueCTBEHHOM HH(OPMaLii OTHOCUTEIHHO
BocnpusaTus kiuuenramu Y TII

B ycnoBusix mugpoBoil cpenbl peakius pblHKa BUAHA OUY€Hb OBICTPO, a €ro
OTPOMHBIM OXBaT B Ciydyae [PUMEHEHHUs, HalpuMep, OHJIAHH OIPOCOB,
o0OecreunBaeT HEOOXOIUMbIH YPOBEHb PENPE3EHTATUBHOCTH pPE3ylIbTaToB. ITO
MO3BOJISIET OBICTPO B Clydyae HEOOXOJUMOCTH YTOYHUTH (HOPMYIHPOBKY U
Bu3yanuzanuio Y TTI, usmeputs nHeooxonumeie Metpuku (CTR, CPC, xoHBepcuio).
OnHako He CTOMT mpeHeOperarb M TaKUMH KJIACCHUYECKMMHM HCTOYHUKAMU
uH(pOpMaIMM KaK TECTHUPOBAHME B OT/AENAX MPOJAXk, KOTNa MEHEIKEepPhl UMEIOT
BO3MO)KHOCTh HamnpsIMyIO BBISICHUTH Yy KIIMEHTA, HapuMep, Kakas (opMylInpOBKa
YTII mpousBoauT OOJIbIIIEE BICUYATIICHUE U BHYIIIAET IOBEPHE.

[IpuBeaeM HECKOIBKO MPUMEPOB U3 MTPAKTUKKU OU3HECA, KOTOPBIE JIMIIHUN pa3
IOKa3pIBaloT, 4ro Y TII MoXkeTr crarb OCHOBOW PBIHOYHOIO yCI€Xa KOMIIAHHH.

CepBuc nocraBku mpoaykToB «Camoxar» 6azupyetr YTII Ha CKOPOCTH JTOCTaBKHU.

BeKkTop akoHOMUMKM | www.vectoreconomy.ru | CMW 371 Ne dC 77-66790, ISSN 2500-3666




2026
No6
AJIEKTPOHHBIN HAYYHBIN )KVPHAJI «BEKTOP SKOHOMUK!»

KitoueBoe otnuyne oT mogoOHBIX KOMITAHUN — TOCTaBKa OT 15 MHUHYT, 4TO MHOT/A
SIBJISICTCSL ONPEACISAIOIMM JUI1 KJIMEHTA. B yCIIOBUSAX NPUMEPHO OJUHAKOBOIO
aCCOpTHUMEHTa JaHHOE€ IIEHHOCTHOE TIpelIoKeHue, Oe3yCIIOBHO, HHTEPECHO.
Knaccuueckum mpumepom siBisiercs: komranusi FedEX mocrpowmna ceoe YTII nHa
HAJIe)KHON M OBICTPOU JOCTaBKE B JIOOYHO0 TOUYKYy Mupa. OHa rapaHTUpyeT CpPOKHU
JIOCTaBKH HE 3aBUCHUMO OT OOCTOSATENIbCTB BHEIIHEH Cpe/ibl, YTO OCOOCHHO IIEHHO
st moructuueckux kommanuii. bpenn TOMS wucnons3zoBan conmansaoe YTII,
CBSI3bIBasl TMOKYNKY OOYBH C OJaroTBOPUTEIBHOCTBIO, CO3/laBasi IIEHHOCTHOE
MIPETIOKEHUE 33 CYET BHICOKOM COITMAILHOM OTBETCTBEHHOCTH OM3HECA.

Takum o6Gpa3zoMm, HEOOXOAMMO OTMETUTH €IlI€ pa3, YTO Celdac B YCIOBHUAX
BBICOKOW KOHKYPEHIIMHM KOMITAHUSIM BCE CIIOKHEE HAUTHU BUAMMBIC OTJIMYMS B CBOUX
IPOAYKTaX, OJHAKO 3TO HEOOXOAMMO, Tak Kak rpamoTHoe (opmupoBanue YTII B
YCJIOBUSIX BBICOKOKOHKYPEHTHOTO pBbIHKAa IIOMOXKET OO€CIEYUTh YCTOWYHUBOE
MOJIOKEHUE, IPUBIIEYb W YAEPKaTh CBOMX KIHWEHTOB, CIENIATh MPEIJIOKEHUE
3alIOMHUHAIOIAMCS.

bubaunorpaduyeckuii cnucok:

1. Salesforce. Unique Selling Propositions (USP): How to Develop Plus
Examples.  [Onekrponnblii  pecypc]. —  Pexwum  moctyma -  URL:
https://www.salesforce.com/sales/unique-selling-proposition ~ (mara  oOpaiieHus
24.06.2026)

2. Pipedrive. [Dnexrponnsiii pecypc] // Unique Selling Proposition USP

Examples to Learn. - Pexum J0CTyTIa - URL:
https://lwww.pipedrive.com/en/blog/unique-selling-proposition

3. Upono H. VYuukanbHOoe ToproBoe mpemioxenue (YTII). [DnekTpoHHBIH
pecypc]. — Pexxum noctyma — URL: https://ironov.artlebedev.ru/blog/glossary/unique-
selling-proposition/ (nara oopamenus 24.06.2026)

4. AnexceeB A. A. MapkeTUHT ¥ KOHKYpeHTHbIe cTpareruu. M.: FOpaiir, 2019.

BekTop akoHOMMKM | www.vectoreconomy.ru | CMW 971 Ne ®C 77-66790, ISSN 2500-3666



https://www.salesforce.com/sales/unique-selling-proposition

