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IIcuxonoruyeckne KOMIETEHIIMHA B CHCTEMe
npo¢ecCHOHAITBLHOTO POCTA MEHEIKEPOB M0 MPoaakam

KoBaas Huna AnexkcangpoBia = "=/ Cypenckas Haramus CepreeBna
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Annomauus. YnpasieHue B 00JaCTH MPOJAX SBISICTCS JOBOJIBHO CIOXHOHN mpodeccueit. Komme-
TEHLIUH, KOTOPHIMH JIOJDKEH 00J1a/laTh XOPOILIUA CIICIUAIUCT B IAHHOW 00JacTH, SBISIFOTCSI YHUBEP-
CalbHBIMU M JIOBOJIGHO XOPOIIO M3y4eHBI. [IpW 3TOM B TaKMX KOMIIETCHIUSX NPHCYTCTBYIOT Kak
JMYHOCTHBIE KauecTBa, KOTOPBIC KpaifHEe TPYAHO IOANAIOTCS M3MEHEHUSIM (HampHMep, SKCTpaBep-
CHsl), TaK ¥ YMEHHUS ¥ HAaBBIKM, KOTOPHIMU BO3MOKHO OBJIAJETh (HAIPHMED, IIEPETrOBOPHBIC HABBIKM).
IIpoananu3upoBaHO JaibHEHIIEe COBEPIIEHCTBOBAHHE KOMIIETCHIMI MEHEIKEPOB IO IMPOAaXKaM
IpH UX TpodecCHOHATBHOM Iiepexojie Ha 0ojee BBHICOKHE YPOBHH CIIOKHOCTH BBINOJIHSIEMOH mes-
TEIBHOCTH — COTIPOBOXKJICHHE CTPATETHYECKH BAXKHBIX KIMEHTOB. OCHOBHBIM METOJIOM HCCIEIOBa-
HUS SIBJISUICS. aHAJIMTUYECKUHA 0030p HAay4dHOH JIMTEepaTypsl 1o TeMe. B pe3ynbrare npou3BeeHHOTO
0030pa cocTaBiieHa KapTa Pa3BUTHS IICHXOJOTHYECKMX KOMIICTEHIIMH MEHEKepa II0 IpoJaxkam,
paboTaroIIero Co CTPaTernyecKMMN KIMEHTaMH. B Takue KOMIIETEHIIMM BXOJIST YETHIPE OCHOBHBIC
TPYIIIBL: JTUYHOCTHBIE YEPTHI (IKCTPABEPCHsi, CTPECCOYCTONIMBOCTD, IMOIOHAIBHAS CTAOMIBHOCTh
U Ap.); KOTHUTUBHBIE aIalITUBHBIE TIPOLIECCHI (TOYHOCTh B CY)KJICHHUAX, CAMOMOHHUTOPUHT, KOMMYHH-
KaIusi, KOOpIUHALKS, 3HAaHUS O KIIMEHTaX U MPOIYKTaX); KOTHUTHUBHBIE U MOTHBAIIMOHHBIE HABBIKH,
HYXJAIoIIHecs] B Pa3BUTHH (HABBIKM IIOCTPOCHUS JOJITOBPEMEHHBIX OTHOLICHHUH, pa3pelieHust KOH-
(hIMKTOB, KPOCCKYIBTYPHOI KOMMYHMKAIMH, TIEPETOBOPHBIE HABBIKH, TTTyOWHHOE ITOHUMAaHHUE KIIHU-
€HTOB, BBICOKHH ypOBEHb OTKPBITOCTH W JOBEPHsS B OTHOIICHHMAX, & TAKXKE MX ATUYHOCTH); HOBBIC
KOMIIETCHIINH, KOTOPBIMH CJIEYET OBNAJETh Ul YCHEIIHOTO BHIMOIHEHHUS AEATEIHOCTH B 00JacTu
CTpaTeTHUECKUX MPOJaX («IIpeANpUHUMATEIbCKHE» CIIOCOOHOCTH, KPEaTUBHOCTh, MACHTHU(PHUKAIINS
cebsa kak SAM criernranicra, HaBBIKM MEHEDKMEHTA M JIUIEPCTBA, HABBIKU «BHYTPEHHHUX» IPOJIAXK).
Takum oOpazom, paspaboTaHHas CTPYKTYpa KOMIETEHINI MOXET OBITh MCIOJIB30BaHA MIPU OpraHu-
3a1uy padoT 10 MpoQecCHOHATEHOMY PAa3BUTHIO MEHEIDKEPOB 110 MPOJAXKaM.

Knrouesvie cnosa: l'IpO(i)eCCI/IOHaJ'IBHOG Pa3sBUTHUE, KOMIICTEHTHOCTHBIHN oaxoAa; CTPATETUYCCKUE KOMIIC-
TCHIWH; ICUXOJOTUYECCKUE KOMIICTCHINHN; MCHEC/I?’KCPHI T10 TIPOJaKaM
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review article

Psychological competencies in the system
of professional growth of sales managers

Nina A. Koval = , Nataliia S. Surenskaia
Derzhavin Tambov State University
33 Internatsionalnaya St., Tambov 392000, Russian Federation
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Abstract. Sales management is a rather difficult profession. The competencies of a good specialist in
this field are universal and fairly well studied. At the same time, such competencies contain both
personal qualities that are extremely difficult to change (for example, extroversion) and skills that
can be mastered (for example, negotiation skills). The research analyzes the further improvement of
the competencies of sales managers during their professional improvement — support of strategically
important clients. The main method of research was an analytical review of the scientific literature
on the topic. As a result of the review, we compiled a map of the development of psychological
competencies of a sales manager working with strategic clients. Such competencies include four
main groups: personality traits (extroversion, stress tolerance, emotional stability, etc.); cognitive
adaptive processes (accuracy in judgments, self-monitoring, communication, coordination,
knowledge about customers and products); cognitive and motivational skills in need of development
(skills of building long-term relationships, conflict resolution, cross-cultural communication, negoti-
ation skills, in-depth understanding of the client, a high level of openness and trust in relationships,
as well as their ethics); new competencies that should be mastered for the successful performance of
activities in the field of strategic sales (“entreprencurial” abilities, creativity, self-identification as a
SAM specialist, management and leadership skills, “internal” sales skills). Thus, the developed
competence structure can be used in organizing the professional development of sales managers.

Keywords: professional development; competence approach; strategic competencies; psychological
competencies; sales managers
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BBEJEHHUE

MHOTro4YHCIIeHHBIE HCCCIOBaHUS B 001acTH
IICUXOJIOTMH OpTaHM3aIiii IoKaszaiau, 4ro cdepa
MIPOJK SIBJISICTCSL OTHOM M3 HanOoJIee CIIOKHBIX C
TOUYKH 3pEHHS TPEOOBAHMH K TIPO(hECCHOHAILHEIM
KOMIIETEHIIMAM creluanucToB. IIpu 3ToM ele B
2003 r. aBTOpUTETHBIEC MCCIIENOBATEIIM B STOM 00-
nactu H. ITupcu u H. Jleiin [1] yka3eiBayii Ha TO,
4yTO 3Ta chepa IpeTepreBaeT 3HAUYUTEIbHBIE H3-
MeHenus. TpaguIlMOHHbBIE NPEACTABICHUS O BaXK-
HOCTH KOMMYHHKAIIMOHHEIX YMEHHH, HEBEPOah-
HEIX HABBIKOB KOMMYHHUKAIIMH, YMEHHI OLICTPO
VCTAHABIMBATE W IOMJAEPKUBATL ITO3UTHBHEII
KOHTaKT OKAa3bIBAlOTCS MEHEE aKTyaJbHbIMU B
CBSI3M C TIOSIBIICHHEM HHTCPHET-KOMMYHUKAIIWH,
aBTOMAaTH3AIMH TIPOIIECCOB B3aUMOJICHCTBHS C
TTOKYTIATCIISIMH.

Taxkum 00pa3om, BO3HHKAIOT HOBBIE TpeOOBa-
HUS K COTPYJAHUKAM OTJIENIOB IPOJAX, KOTOPHIE
CMEIIAI0T OTBETCTBEHHOCTh HA COTPYIHUKOB
otuca. bonee Toro, mo Mepe pocra KOMIAHHUH Y
COTPYZIHHMKOB OTIENOB IMPOJaX MOSIBIAIOTCA HO-
Bble ()YHKIIMH TI0 CONPOBOXKJICHUIO CTpaTeruye-
CKH BaKHBIX KJIMEHTOB WM 3aKa3dyukoB. IlosBire-
HHUE TAKOTO THIA KIUEHTOB Y KPYITHBIX OpraHu3a-
[N BBIJIBUTAET HOBBIC TPEOOBaHHS K COTPY/IHH-
KaM — NoAACp>KaHUEC MNJIUTCIIbHBIX W ITO3UTHBHBIX
KOMMYHUKaIIUH.

B cBs3u ¢ 3TUM B 00JacTH TICUXOJIOTMH WU
YIIpaBJICHUA OpraHu3anysaMu IIOsABUJIaCb HOBas
KOHIIEMIINSL — CTpaTeruyeckoe yIpaBlicHHE aKKa-
yHTamM# (WM KIMSHTCKMMHU TOpTQensiMu) — stra-
tegic account management (SAM). Ilo mHEHUIO
JIx. Bopkmana, K. XomGyper u O. Mencena [2],
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CTPaTErnuecKoe yIpapieHUEe KIMEHTCKUMH MOpT-
demMu  3aKITIovYaeTCsl B He0OXOOUMOCTH Oolree
YyTKO pearupoBaTh HA TOTPEOHOCTH BAKHBIX
(cTparernyeckux) KIMEHTOB U MMETh BHYTPHOD-
TaHM3ALMOHHbIE MIPOTPaMMbl, CUCTEMbI M IPOLIe-
JYpbl, TIO3BOJISIFOIIME 00paLIaThCsl C KIFOUEBBIMU
KIMEHTaMH HMHauye, YeM C JOPYTMMU KIHEHTaMu.
Takum 00pa3oM, C TOUKM 3pEHHS HNOHUMAHUA
KOMMYHHKalMOHHOTO TIpoLecca, padoTa co crpa-
TETHYECKUMH KIIMeHTaMu TpeOyeT Oomee pas3Bu-
TBIX KOMIICTEHLIMH KOMMYHUKALUH CO CTOPOHBI
MEHEIDKEPOB.

XOTS B IICUXOJIOTUH €CTh CIIOKUBIIIEECS T10-
HUMaHHE TOTO, KaKUMH HMMEHHO YMCHHUSIMU U
HaBbIKAMU [JOJDKEH 00J7ajaTh CHELHaIHCT IO
paboTe ¢ KIMEHTaMH OpraHHM3alMd, HCCIIeI0Ba-
TEM OTAENBHO (QOPMYIHUPYIOT TpeOOBaHUS K
KJIFOUEBBIM MEHEIDKepaM Kak K Ooyiee OpHeHTH-
POBaHHBIM Ha KJIMEHTA, YeM TPAAULMOHHBIE CIIe-
nuamucTel [3]. OTO CBsI3aHO C TEM, YTO TaKUE
COTPYIHHKHU JOJDKHBI OBITh OoOjiee IIyOOKO II0-
IPYXXEHBI B I€TaJM OPTaHU3aLK pabOThl cTparte-
THYECKUX KITHEHTOB [4].

AKTYalbHOCTh pelleHHsl 3TOW 3ajadu 00Y-
CJIOBJICHA HE TOJBKO aKaJeMHYECKMMH HHTEpeca-
MH B O0JIaCTH OPraHM3ALlMOHHOW M COLMAIBHOM
TICUXOJIOTHH, HO TaKXe W MpakTukou. Mccnenosa-
HUSI OpraHM3alUi C Pa3IUYHBIMUA TUIIAMH KIIMEH-
TOB TOKa3bIBAIOT, YTO NPH HA3HAUYCHUH MEHEIKe-
pOB 1O paboTe CO CTPATErHUYECKUMH KIHEHTaMHU
CHaOXKaroIasi OpraHM3alldst MOBBIIIAET CBOKO OPH-
GHTALMIO Ha KJIMEHTa IyTeM H3MEHEHHUs] CBOEH
opranuzaimu mnpojax. OnHako MHOXXECTBO CO-
TPYJHUKOB B TAKOH CUTYyalliH YBOJIGHSIOTCS, I10-
TOMY 4TO He OBLIH TOTOBBI K 3TO HOBOH pouu [5].
OTOT mapafoKC YKa3blBaeT Ha Pa3pblB MEXIY
TICUXOJIOTHYECKMMH  KOMIIETEHIIUSIMHA  OOBIYHOTO
npoaasia u SAM crenmanucra (KIOYEBOro Me-
HeJpKepa 10 IPOAAKaM).

Takum 06pa3oMm, ¢ TPaKTUIECKOW CTOPOHBI
BO3HHKAaeT 3aja4a (hOpMyIHpoBaHHS W OICHKH
TICUXOJIOTHYECKHX KOMIIETCHIIUH, OTIMYaroLInX
00BIYHOTO MEHEKEepa MO MPoJaXkaM U MEHeDKe-
pa 1o paboTe CO CTpaTerHYeCKHMMH KIMEHTaMHU
(xmroueBoro MeHemkepa). Takue HccIeJOBAHUS
YacTUYHO TNpoBoawiauck B pabortax JI. JIdBuc,
JI. Paitanc, ®@. [dropud, P. I'pad u mp. [3; 6], B xo-
TOPHIX HalJIeHbl HEKOTOpPBIE OTIIMYKS B KOMIIE-
TeHMsAX. OIHAKO B 3THX MUCCIIEIOBAHUSIX HE ObUTH
3aTPOHYThI BOIPOCHI Pa3BUTHUS JONOIHUTEIBHBIX
KOMIIETEHIIUH, HEOOXOMUMBIX /I YCIEIIHOIO

BBITTOJTHEHUST paOOTHl MEHEKEpOB 10 pabore co
CTpaTErn4YeCKUMH KITMCHTaMU.

Lens Hammel cTaThy 3aKIrOYacTCsl B 0000111C-
HUM UCCIICJAOBAHUI KOMIICTCHIMN CIICIIHAIMCTOB
MO TMPOJaKaM W aKaJIeMHYECKHX HCCIIC/IOBAHUIA
KOMITCTCHIIMH KITFOYEBBIX MEHEIDKEPOB IO TIPO-
nakam. [Ipu 3TOM MBI MpoaHaMU3UpyeM KOMIIe-
TEHIMH, KOTOPbIE JIMOO MOMOTAI0T TAKUM CIeIHa-
JUCTaM, MO0 HEOOXOAWMBI MM IS pa3pabOTKH
s¢dexTrBHOr0 SAM-TIOAX01a, a TaKKE T€ KOM-
MIETCHIMN, KOTOPBIE WM, BO3MOXHO, MPHICTCS

«Iepey4InTh», YTOOBI CTaTh 3()HEeKTHBHBIMHI
SAM-cnenuaincTaMu.
MATEPHAJIBI U METOJbI

Jns BBISABNIEHHS KOMIIETEHUWH HaMH MpHU-
MEHSJICS METOJ aHAJTUTHYSCKOro 0030pa cyiie-
CTBYIOILIEH JIMTEpaTypbl IO JAHHOW TEeMaTHKeE.
JInst cucTeMaTHyecKkoro novcka Takou JIMTepary-
pBI IPUMEHSITUCH CYIIECTBYIONIHE 0a3bl JaHHBIX
Hay4yHBIX Imyonukaruii: Web of Science, Scopus,
Poccuiickuii MHIEKC HAyYHOIO LUTUPOBAHUS
(PUHLY).

HccnenoBanusi MCHXOJIOTUYECKUX U JIMYHO-
CTHBIX KOMITCTEHIIMHA JIOBOJIGHO IIHPOKO ITPOBO-
JIATCSL KaK B IICHXOJOTHYECKOH, TAK M CMEXKHBIX
HayKaX W TPEJCTABICHLI B pa0d0TaX POCCHUHCKUX
(A.®. boumapyk, F0.B. Bcemupnora, B.M. I'oms-
a4, A.B. Kopanenko, B.H. Jlapun, T.B. Tymyms-
eBa u Jp.) u 3apyoexusix (S.B Friend., J.F. John-
son, F. Luthans, R.S. Sohi, S. Lacoste, J. Loveland
U 1p.) aBTopoB [7-14]. IIpexxne Bcero, HEOOXOIH-
MO OTMETUThL OOJBIIYI0 BapHATHBHOCTH MOHUMA-
HUS COJCPIKAHHUS TOHSATUS «KOMIICTCHIHSD (CM.
st oo3opa [7]). Tak, uccienoBaTeny BKIOYAIOT B
KoMIteTeHIuK cBoricTBa muHoctu (FO.I'. Tatyp),
roroBHocth K gestensHoct (M.I.  Aranos,
C.E. lllumos), Baanenue curyanueit (3. Llopr),
WHTEIUIEKTYAILHO M JIMYHOCTHO OOYCIIOBJICHHBIN
onbIT (U.A. 3umHsIS) U T. 1.

CogmepkarelbHOS IMOHMMAHKME KOMITCTCHIIHH,
TakuM 00pa3oM, BapbHpyeTcsa. B 3aBucumoctu ot
pelaeMoi  MCCIeIoBaTeIsIMHA  3aadM, KOMIIe-
TEHTHOCTb IIPEACTACT KaK KOHCYHBIM pe3yibTaT
oopaszosanus (U.A. 3umuss, A K. Mapkosa) 1100
KaK aJIcKBaTHOCTh MMCIOIIMXCS IICHXOJIOT MYSCKHUX
pecypcoB perraeMor 3amaue [14]. B atom ciydae
JIAHHOE TIOHSATHE TPAHUUHUT C «IPO(hECCHOHATBHOMN
KOMIIETCHTHOCTBIO». B Hallem mccieqoBaHuu MBI
MIPUJIEP’)KMBAaeMCsl BTOPOTO TIOJIX0/1a, OCYIIECTB-
JIsIsl aHAINU3 KOMIIETEHIIMIA B COOTBETCTBUU C Tpe-
OOBaHHUSAMH AEATEIHLHOCTH.
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IIpn onmcaHuM KOMIETEHLUH MBI PYKOBO-
JICTByeMcs cieayronmmM onpeaenenuem A. Jlio-
cun u P. Jlencunrepa, KOTOpble MOHUMAIOT MOJ
KOMITCTCHIIUSAMH ~ «KJTACTEP CBS3aHHBIX MEXITY
co0olf 3HaHWH, HABBIKOB M YCTaHOBOK (TIOBemIe-
HHs1), KOTOPBIN BIMSIET HA OCHOBHYIO YacTh pado-
TBI YEJIOBEKa (POJIb WM OTBETCTBEHHOCTH), KOTO-
pBIii  KOppermupyeT ¢ 3(PQPEKTHBHOCTBIO PabOTHI,
KOTOPBIIT MOXKHO H3MEPHUTh MO OOIIEHPHHSATHIM
CTaH/IapTaM M KOTOPBIA MOXKHO YIYYIIHThH C TI0-
MOIITBIO 00yIeHUS 1 pa3BuTHs» [15, c. 5]. Taroke B
MOHMMAaHVe KOMIIETEHIINI HaMH JOOABISIOTCS U
JIMYHOCTHBIC H3MCPCHUA, HCO6XOI[I/IMI>I€ MCEHE -
JKepaMm Uit 00ecTieUeHUs! YCIEIHON JIesITeNbHO-
ctm [16].

B nanbHeiieM Mbl paccMOTPUM OCHOBHBIE
POJTH, BBITIOJTHSIEMBIE MEHEIKEepaMHy 10 paboTe co
CTpaTeTHUECKUMHU KIIMEHTAMH, TIPEIIOKAM KJilac-
CU(HUKAIAIO JIMYHOCTHBIX M TMPOQECCHOHATBHBIX
KOMIIETEHIIMH, a TaKKe OMUILEM «COOTBETCTBHE)
KOMIIETEHIIUH, KOTOpble TOKa3bIBAlOT TO, Ha-
CKOJIPKO MIMEIOIINECS ¥ MEHe/DKepa KOMITETEHITNI
OymyT CrocoOCTBOBaTh €ro paboTe CO CTpaTeru-
YeCKUMHU KJIMEHTAaMH JIMOO TIPEISATCTBOBATh €if
(ssBnsiTRCS Oapwepamu). Pesysnprarom Halrero wc-
CIIEIOBaHUS SIBIISIETCS KapTa CTPATETHYeCKHX
KOMITIETEHIIMA MEHEKEPA T10 MTPOAAKAM.

PE3YJIBTATHI U UX OBCYXJIEHHUE

[Ipu ananmu3se poJicii OOBIYHBIX MEHEIKEPOB
Mo MpoJiaykaM M MEHEIKEPOB 10 paboTe Co
CTpPaTernYeCKUMH KIMEHTAMH MO>KHO BBISIBUTh
HekoTopble oTinuud. B kHure «lIpomaxka kak
BbI30B» [17] M. Jlukcon u b. AnamcoH BbwIge-
JSIOT HECKOJBKO THUIIOB TMPOJABIOB: Opocaro-
UM BBI30B, PEAKTUBHBINA, BBICTPAUBAIOIINMI OT-
HOIIICHHSI, OJMHOKHA BOJK M TpyXeHHK. Oue-
BUJIHO, TI0 MHEHHUIO ATUX aBTOPOB, HAWITYULIUI
MpojaBer] 3TO TOT, KOTOPBIA OpocaeT BEHI3OB.
OpmHako sl CTOPOHHETO HAOIIOJATeNs 3Ta MO-
JIeJTh UMEeT OYCBUIHBIC OTPaHUICHUS, TTOCKOJIb-
Ky MpEAIoJiaraer, 4To CpeIHU COTPYIHUK Op-
TaHU3AIMA MOXET 00JaJaTh YepTamu, TMPHUCY-
IITUM HECKOJBKUM THIlaM. TakuM o0pa3om, yKa-
3aHHasl TUIOJIOTHsI MPENCTaBIsETCS HEIoCTa-
TOYHO O00OCHOBaHHOH. (OJHAKO ee¢ ILIEHHOCTh
COCTOWT B TOM, YTO OHA OIHCHIBAET Pa3IMIHBIC
JIOMEHBI HAaBBIKOB, KOTOPBIMH JIOJDKEH 00J1a/1aTh
XOPOIIMHM MEHEIKED 0 MPOAAKaAM.

B nononHeHue K yKa3aHHBIM JIOMEHaM Ha
MEHEDKEPOB MO padoTe CO CTPATCIHYCCKUMHU
KJIMCHTAaMH HaKJIaJbIBAlOTCA JIOIOJHHTCIbHBIC

tpeboBanms. b. Usenc u K. Ilapmo [18] B cBs3n
C OTHM TOSICHSIIOT, YTO PYKOBOJCTBO OpraHH3a-
MU OOBIYHO CUMTAET, YTO, €CIIU B3aUMOJICUCT-
BUEM CO CTPATETHYECKUMHU KJIMCHTAMH YIIpaB-
JISTFIOT 0COOBIM 00pa3oM, Takoe B3aMMO/ICHCTBHE
npuHeceT OOJBIIYI0 KOMMEPYECKYIO S HEeKTHB-
HOCTb. YTIPaBJICHUE TAKOTO POJa OTHOIICHUSIMH
O3Ha4aeT Apyryio ¢GopMy VYIpaBiIeHHs, YeM Ta,
KOTOpast OOBIYHO HCIIONB3YEeTCS ST OOBITHBIX
KJIMEHTOB. bonee KOHKpPETHO, 3TO O3HAYaeT CO3-
JlaHWe HOBOro THma pabodero mecra. Ha taxmx
CHEINAINCTOB BO3JIaraeTcsi OTBETCTBEHHOCTH 3a
pa3BHUTHE OOJBIIICH OpUEHTAIMY HA KIIUCHTA, y4a-
CTHE B MApKETUHIe OTHOILICHUH WM ONpeeiicHHE
«HOBOTO pyOeka» B MAPKETHHTEe OTHOIIICHUH, YTO
O3HAYaeT CIeAyrolee: Ha KOHTHHYyyME OTHOIIIe-
HUI MEHEKEPBI 10 PadOTe CO CTPATETHUYCCKUMHU
KJIMEHTAaMH JIOJDKHBI pPa3BUBATh OTHOIICHUS JI0
CTETICHH, TIPEBBIIIAIONICH Ty, KOTOpasi OXKUIACTCsI
JUTSL TPAAMITUOHHOTO KIIMCHTA.

Jis omucaHusT KOMIETCHIMH B 00JacTH
MPOJaK B COBPEMEHHBIX HCCIIEOBAHUAX IIHPO-
KO TMPUMEHSETCSA KJIACCHU(HKAIHS, TPET0KEH-
Has B. BepOeke, b. Jlutiem u O. Beppaanem
[19]. OTumu uccnenoBarensiMu MPOBEAECH Me-
TaaHaM3 (PakTopoB A(G(GEKTUBHOCTA TPOAAK,
KOTOPBI OCHOBBIBACTCS HA TCOPETHUYECKOM MO-
JIeJA, YYUTHIBAIOIIEH (PaKTOpHI IMYHOCTH IIPO-
JIaBIla ¥ OPTaHU3aIMOHHEIX (DakTopax. B Hamem
aHaJM3€ Mbl OPUEHTHUPYEMCS Ha JIMYHOCTHBIC
OCOOCHHOCTH MEHEIKEPOB W OCTaBIIIEM Opra-
HU3aIMOHHBIE (PaKTOPHI O€3 BHUMaHUSI.

CorniacHO KJIacCCU(pUKAIIMM YKa3aHHBIX aB-
TOPOB, B KOMIICTCHIIMM MEHEKepa Mo Ipoja-
JKaM TIOTIA/Ial0T CIIEAYoIIre OOJbIIe JOMEHBI.

1. CmnocobuocTH:

— JIMYHOCTHBIC YEPThI (IMIATHS; IMOIHO-
HaJbHasg KOMIICTEHTHOCTh; COPEBHOBATEIbHBIN
WHTEIUICKT | Jp.);

— KOTHUTHUBHBIE CIIOCOOHOCTH K CYXKICHH-
SIM U OLIEHKE CeOl.

2. HaBbiku:

— MHUKPOHABBIKM NPOAaX (MEKIHYHOCT-
HbIC HABBIKH; HABBIKM KOMMYHHUKAIlMd M Ipe-
3CHTAllMU; HABBIKM KPOCCKYJIbTYPHOH KOMMY-
HUKAaIlMK): HAaBBIKU MpOZaBIa (HaBBIKA TEpero-
BOPOB); CTEICHb aJaNTHBHOCTU (aJalTHBHBIC
MPOJIaKH; KOHCYJIBTATUBHBIC MPOJIAKU; HABBIKU
KOOPJIMHAIINN);

— MAaKpOHaBBIKH MPOJaXK: 3HAHUS, CBA3AH-
HBIE C Tpojakamul (3HaHHWE KJIMEHTOB; 3HAHUE
MPOAYKTOB); TEXHOJIOTHUECKUE HABBIKH.
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3. MoTuBamus:

— 1eneBas OpueHTauMs (OpUEHTalus Ha
pe3ynbTaT, opueHTauus Ha 3(QeKTUBHOCTDH
MPOAXKH);

— OpueHTauus Ha NPOAAXKHY;

— OpueHTauus Ha 00sA3aTeNbHOCTh U JI0-
BEpHE B OTHOLLICHHUSAX;

— TIPUBEPKCHHOCTH pabdoTe.

4. JlnuHOCTB:

— HMICHTUYHOCTH (STUYHOCTH MOBEJCHNU);

— Ouorpadus (OIBIT TPOJAK).

OueBuIHO, YTO HE BCE ATHU JIOMEHBI B HEU3-
MEHHOM BHUJE MOTYT OBITh HalpAMYIO INEpeHe-
CeHbl B 00JacTh CONPOBOXKICHMS CTpaTeruye-
CKHUX KJIMEHTOB. BpIlie orMewanoch, 4To cTpa-
TErMYecKOe COMPOBOXKICHHUE MPOJAX MPeAroa-
raeT Oojee TiryOOKOE MOHUMAaHUE KIIMEHTOB Op-
TaHU3aIMN U UX TPOOIIeM.

Takumu donornumenvnvimMu axmopamu 6
obnacmu  COnpoGONCOEHUsL  CMPAMeSUdecKux
KAUEeHMO8 MOTYT OBITh MpeIIpUHUMATEIbCKHE
criocoonoctu (3. bakkep, M. Ceroapa u ap.)
[20]. Takke BakHOW KOMMIETEHIIMEH IS CTpa-
TErMYeCKUX MEHEIKEPOB SBISIOTCS HAaBBIKH
MEHEDKMEHTa U JIHJepcKue kadectra [21; 22].
OTO CBSI3aHO C T€M, YTO IPH COMPOBOXKIECHUH
MOCTOSIHHOTO KJIMEHTa KOHTAaKT HE 3aKaHYUBa-
eTcs OJIHOW JIMIIb CACTKOW M JISKAIIUMHU BHYT-
Py Hee WHTEPAaKIUSAMH, a SBISETCS MPOJOJI-
xaromumcs.  KoMMyHHKanuy,  BO3HMKILIHUE
BHYTPU TakoW CHEJIKH, IEPeAaroTcsi APYIHM
NOJpa3JeNieHHsIM  OpraHu3allii W TPeOyroT
B3aUMOJICHCTBUSI MHOTHX CTpPyKTyp. Kak mop-
uepkuBaroT H. Tzemnenukoc u I'. Cnupoc, SAM
CHEIUAIUCTHI TIOJDKHBI TIOMUMO TPOYETO YMETh
OpraHU30BaTh B3aWMOJICHCTBHE WIEHOB KOMaH-
Ibl U €IMHCTBO B IOHUMAaHUH LIEJIel Cpean Beex
Y4acTHHUKOB Ipouecca [23].

BaxHbIM acnekToM Takoro pojia OTHOIIE-
HUH SIBJISIFOTCS. HAaBBIKM pa3pelieHus KOH(IMK-
ToB [23], KOTOpBIE MOTYT OBITH OTHECEHBI KO
BTOpOMY JOMeHy (HaBbIKHM). [lockonbky momiro-
CPOYHOE CONPOBOXKICHHWE KIMEHTOB OpraHH3a-
U HEBO3MOKHO Oe3 BO3HMKHOBEHUS KOH-
(GIIMKTHBIX CHUTYyallMid, HaBBIKU MX pa3pelieHHs
CTaHOBSTCS OoJiee aKTyalbHBIMH U CJIOKHBIMHU,
YeM MpU OOBIYHBIX CUTYALMX MPOJaXK.

Kak ormewanocek BbIle, Ipu Tepexone K
COTPOBOX/ICHUIO CTPATETMYECKUX  KIIMEHTOB
OpHCHTAllM Ha KPaTKOCPOUHYIO 3PPEKTHB-

HOCTH TIPOAAK MOXET MPHUBOAMUTDH B JOITOCPOU-
HOW TepCleKTHBE K HapylIeHWIo OallaHca BO
B3aUMOJICUCTBUH MEXAY KIUCHTOM U MEHEIKe-
pOM, TOCKOJBKY TOJMyY€HHAas KpaTKOCPOUYHAas
BBITO/Ia MOXKET HETaTUBHO OTPA3UTHCS Ha OT-
HOLIEHUAX B JalbHemeM. B nanHOM criyudae,
kak otMmeuaer C. JlakocT, «OOJBIIMHCTBO Me-
HEKEPOB TI0 paboTe ¢ KIFOYEBBIMU KIIMEHTAMH
CUYHTAIOT, YTO YEIOBEYECKHE OTHOIICHHUS, KOTO-
pbl€ OHU YCTAHABJIMBAIOT CO CBOMMHM KJIIOYEBBI-
MU KIWMEHTaMH, MPEICTaBIIOT COO0H WX JMo-
MOJTHUTENBHYI0 eHHOCTh. OHHM MOIYEPKUBAIOT
9TH YEJIOBEYECKHE OTHOIICHHUS KaK OCHOBHYIO
[EHHOCTh YTNPaBJICHUSI OTHOIICHUSMU C KIFOUe-
BEIMH KITueHTaMm» [24, c. 38]. Takum oOpazom,
OTIBIT YCTICTITHBIX «KOPOTKHX» MPOJaX IpH Tie-
pexofie K CTpaTeru4ecKOMY B3aUMOACHCTBHUIO
OKa3bIBaeTCA OapbepoM.

Baxnoit ocobeHHoCThIO TONOXEeHHST SAM
CIICIIMATIUCTOB SIBJSICTCSI HMX <«IIOTPaHUYHAS»
poiib. C OJHOM CTOPOHBI, JJISI TIOCTPOCHHUS J10JI-
TOCPOYHOT'O COTPYJHUYECTBA OHU JIOJDKHBI OBITh
MOTPYKEHBI B MHTEPECHl KIMEHTa, a C JAPYyroi
CTOPOHBI — XOPOIIIO MTOHUMATh U 3HATh BO3MOXK-
HOCTH M UHTEPECHI CBOEH COOCTBEHHOW OpraHu-
3alMd, WHOTJIA OPTraHWU30BBIBATH PadOTy TMOJ-
pasneneHuii CoOOCTBEHHON KOMIIaHUH. B cBsi3u ¢
stuM MHorue aBTopsl (K. Yuicon, T. Mumiman
U JIp.) BBIJCISIOT B KauecTBe TpeOOBaHUS K Ta-
KUM CHEIUAINCTaM HaJM4ue KPEaTUBHOCTH U
CIIOCOOHOCTEH K IMPEIITPUHUMATENILCTBY [25].

O00011IeHHO 00IIMe U YaCTHBIE KOMIIETEH-
MM KIIOYEBBIX MEHEKEPOB IO Mpojakam
NpeJcTaBIeHbI B Ta0. 1.

[Ipu mepexone K pa3BUTHIO HOBBIX KOMIIE-
TEHIUI TOJIE3HBIM U aKTYyaJIbHBIM TPEICTaBIIs-
©TCs KOHTUHYaIBHBIN MOIX0/: Ha OJHOM KOHIIE
TaKUX KOHTHHYYMOB pacliojararoTcs KOMIIe-
TEHIUH, XapaKTePHBIC TSI KKOPOTKUX) B3aMMO-
JICUCTBUM, & HAa JPYTrOM — JIJIsl CTPATETUYECKUX.

Kak moxnHO yBHAeTp m3 Tabn. 2, MHOTHE
TaKue KOMIIETEHITUH IO OOJBINECH YacTh SBIIS-
FOTCSI Pa3BUTHEM HMEIONMXCS. Tak, eciuw st
«KOPOTKHX» B3aUMOJCUCTBUI XapaKTEpHO IO-
CTpPOEHHE IO3UTHBHBIX, HO HErITyOOKUX OTHO-
IICHUH ¢ OOJBIIIMM KOJMYECTBOM KIIMEHTOB, TO
JUTSL CTPATerHueCKUX OTHOIICHUH HEOO0XOIMMO
pa3BUBaTh HABBIKM IOCTPOSHHUS OJITOBPEMEH-
HBIX W TJIyOOKHX OTHOIICHWW C OTpaHHMYCHHBIM
IIyJIOM KIUEHTOB [26].

Koval N.A., Surenskaia N.S. Psychological competencies in the system of professional growth ...
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Ta6mmma 1

OtiMunTe/bHbIE 0CO0EHHOCTH KOMIIETEHLMI KII0YeBbIX MEHEIKepoB 110 NPoJaKaM

Table 1

Distinctive features of competencies of key sales managers

OO01Me KOMITETCHIIMH
General competencies

Komnerenium-6apbepsl
(BBI3OBYT pOOIEMBI
B CTPATEIHYECKUX OTHOLICHHUSX)
Competencies-barriers

KomrereHIMu-1eGpunThI
(cnertubuvHbIe I CTPATEIrHYSCKUX
OTHOIICHHUI)
Competencies-deficits

(will cause strategic issues)

(specific to strategic relationships)

JIMYHOCTHBIE KauecTBa / personal qualities

— JIMYHOCTHOE COOTBETCTBHE;
—  JMIaTus;

—  OMONMOHAIBHASI KOMIICTCHTHOCTE;
—  COpEBHOBATEJbHBIIl HHTEIICKT

— personal compliance;

— empathy;

— emotional competence;

— competitive intelligence

KOTHUTHBHBIE CIIOCOOHOCTH / cognitive abiliti

—  TOYHOCTB CY)XICHHII;
—  CaMOMOHHTOPHHT

— accuracy of judgments;
— self-monitoring

es

—  «(IpeANpUHUMATENbCKHE  CIOCO0-
HOCTHY;

—  KPEaTHBHOCTH;

—  WMICHTHYHOCTh KaK CTPATerHYecKo-
TO 9KCIIEePTa;

—  HaBBIKU MCHE/DKMEHTA U JIMJICPCKHUE
KayecTBa

—  “entrepreneurial abilities”;
—  creativity;

— self-identification as a
specialist;

— management skills and leadership

SAM

skills

HaBbIKu/cTenenu agantiuBHocTH / skills/degree of adaptability

—  KOMMYHHKALUS M TIPE3eHTalNs;
—  aJlanTUBHbIC MPOJIAXKH;

—  KOHCYJIbTaTHBHBIC TIPOJAXKH;

—  HaBBIKHM KOOPAWHALIH;

— 3HaHHE KJIMEHTOB;

—  3HaHHWe TPOJYKTa

— communication and presentation;
— adaptive sales;

— advisory sales;

— coordination skills;

—  UHTEpPaKTUBHBIC;
—  HaBBIKH «BHYTPEHHHX» MPOJIaXK
—  interactive;

—  “internal” sales skills

— customer knowledge;
— product knowledge
MOTHBAIIMOHHBIC/IMYHOCTHBIC / motivation/personal
— OpHEHTAalWs Ha MPOJIAXKH;
—  BOBJICYCHHOCTH —  OIBIT IPOJIAXK
— engagement — sales orientation;

sales experience
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Ta6mmma 2
KoHTHHYYM pa3BuTHs KOMIETeHIMit
Table 2
Continuum of competence development
I'pynmna
KOMITETEHIHI KoMIeTeHIMI «KOPOTKHX» IIPOAAK KoMrieTeHI1H CTpaTernyeckoro CONpOBOKICHHS
Group Competencies of “short” sales Competencies of strategic support
of competencies
KOrHUTHBHBIE | HOCTPOEHHE AOJITOBPEMEHHBIX OTHOLIEHHH C OOJIb- | IOCTPOCHHE JOJITOBPEMEHHBIX OTHOLICHWIl C orpa-
CIIOCOOHOCTH LM ITYJIOM KJIMEHTOB HHUYCHHBIM ITyJIOM KJIMEHTOB
Cognitive building long-term relationships with a large pool of | building long-term relationships with a limited pool
abilities clients of clients
paspeleRte KOHIIHKTOB zispemenne KOH(IJIMKTOB B MHOTOMEPHBIX CHTYAIlU-
conflict resolution skills conflict resolution in multidimensional situations
BBICOKOE Pa3BUTHE HABBIKOB I1EPErOBOPOB (BBICOKAs
HaBBIKH [IEPETOBOPOB L[CHA HEY/IauH)
Hagpixu .. . . . . . .
Skills negotiation skills hlgh development of negotiation skills (high price of
failure)
3HaHUSI O KIMEHTaX (YCPEIHCHHBIC 3HAHHS O THINY- | BBICOKUH ypOBCHb 3HAHHIl O KIMEHTaX (yd4eT WHIH-
HOM KITEHTE) BUIyaJIbHBIX OCOOCHHOCTEHN)
customer knowledge (average knowledge of a typical | high level of customer knowledge (taking into ac-
customer) count individual characteristics)
Gosiee BBICOKHIT YPOBEHb OpHCHTALMH Ha KIIMCHTA
OpHUEHTALUS HA KITHEHTA
customer orientation (<.<H0CBﬂmeHHe cebs») . e e e
higher level of customer orientation (“dedication”)
MoruBanus
Motivation 00513aTeNBHOCTD U IOBEPHE KaK Ha JINYHOM, TaK U Ha
00513aTeNbHOCTD U JI0BEpHe OpraHU3allMOHHOM YPOBHE
commitment and trust commitment and trust both at the personal and organ-
izational level
JInynocth STUYHOCTb OTKPBITOCTb U B3aMOJCHCTBUE
Personality ethics openness and interaction

JIMYHOCTHBIE YepTbl

* COOTRRTCTRME /I MY HO CTH

* Imnartua

* IMOUHOHANBHER KOMNETEHTHOCTE
* COpeRHORATEAL HBIA MHTeNAEKT

KorHuTuBHbIe aflan THBHbI @
npoLeccbl

= TOYHOCTb CYMAEHHA

* CAMOMOMHTOPHHE

» KommyHurayun

* AANTHEHBIE (P OLANH

* KOHCYN bTATHEHBIE NP OFaNH

» HaBbikH KOOPAMHALHK

* 3HAHKE KAWEHTA

* 3HaHME NPOAYKTa

KorHnmmBsHbie n

MOTHBAUMOHHbBIE HABLIKK,

HY¥1210 UM eCA B DAZBUTUH

= MocTpoeHHE AON TORPRMEHHbIX
OTHOWEHWA

= Pewenmne KoHpNHKTOB

= KpOCCKYNbTYPHEA KO MMYHHKALIMA

= Hasbiku neperosopos

= 3HAHWE KNMEHTOR

= DGA3ATENBHOCTE M AEBEPHE B
OTHOWEHHAX

= ITHUHOCTE NOBEAEHUA

HoBble KOTHHTHBHBIE

cnocobHocm

= "MpeanpHHAMATENBCKaR
cnocoBnocin”

= KpeaTHEHOCTh

* M pieHTHTHY MO CTh KaK CTpaTEr eckil
cneuman et

= Haubikn MEHEKMENT H AWACPCTDD

= HanbikM "BHYTpeHHMWX "
(MHOME CTRE HHbE) NP oA

Puc. 1. Kapra cTpaTernueckiux KOMIETEHINN KIFOUEBBIX MCHEDKEPOB 10 MPOJaKaM
Fig. 1. Map of strategic competencies of key sales managers
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Crparerndeckoe COMPOBOXKICHHUE TaKXKe
TpeOyeT HaBBIKOB pa3pemieHust 0oJiee TITyOOKHIX
KOH()JIMKTOB, YeM TPU «KOPOTKUX» B3aUMO/ICH-
CTBUsIX. BhICOKas 1eHA HEylayW W BOBJICUCHUE
OOJBIIOTO KOJHYECTBA CTPYKTYP OpTaHHU3aIlHiA
TpeOyeT 0ojiee COBEPIICHHBIX HAaBBIKOB IEPEro-
BOpOB [27] ¢ y4eToM TIyOMHHOTO 3HaHUS O I0-
TpeOHOCTAX CTPAaTErMYecKOro KIMEHTa, KOTO-
pBIe TIO3BOJISIOT Y4YeCTh €ro MHIWBUIYyaTbHBIE
0COOEHHOCTH.

Kax ormeuarot P. A6part u ®@. Kemnu, cre-
[MUAKCTHI, pa3BUBaIoNIe B cebe crparermye-
CKHE KOMIICTCHIIUU, JOJDKHBI OoJiee TiyOOKO
M3y4aTh MOTPEOHOCTH CBOMX KIIMEHTOB, OPUCH-
THPOBATHCS HAa OTKPHITOE M TIO3UTHBHOE B3aW-
MOJIEHCTBHUE, KOTOPOE, B CBOKO 0YEPEIh, TTOPOXK-
JaeT YyBCTBO JAOBEPUS H JIOSIBHOCTH CO CTOPO-
HBI KIHeHTa [28].

O0o0Omas HaBelkh SAM CIENUAIHNCTOB,
MOYKHO paclpe[eluTh UX Takke Ha Ooyiee Win
MeHee pasBuBaeMebie [29]. Ha puc. 1 atu xomrie-
TEHIINH pacIpe/ieieHbl Ha YeThipe Tpymmbl. [lpn
9TOM CJICBa HAIPAaBO HAapacTaeT WX CHEIU(UY-
HOCTB JIJISl CTPATErMUSCKUX KIMCHTOB U B TO K€
BpeMs BO3MOXXHOCTh Pa3BUTHS C TIOMOIIBIO
TPEHWHTOB WJIH ITPOTPaMM O0YUCHHS.

Tak, noAXoAsIIMe TUIHOCTHBIC YEPTHI (IM-
MaTsi, AMOIMOHAJbHAsT KOMIETEHTHOCTh, CO-
peBHOBaTebHBIH wuHTEIWEKT [30]) sBHSIOTCS
OOIIMMH KOMIIETCHIIUSIMH KaK JIJISl «KOPOTKHX)
MpoJaK, Tak U JUIs CTpaTernyeckux. Bmecrte ¢
TEM 3TH KOMIICTEHIINH TPAKTHYECKH HEHU3Me-
HSEMBI, IOCKOJIbKY JIMYHOCTHBIC YEPThI OCTAIOT-
Csl IOBOJILHO CTaOMJILHBIMU BO BpemeHu. K Ta-
kuM deprtam Jx. JlaBneHn ¢ coaBTOpamMu OTHO-
CAT AMOIMOHAIBHYIO CTa0MILHOCTh M CIIOCO0-
HOCTb TIEPEHOCUThH OINPEJACICHHBI YPOBEHb
ctpecca. Takue crnenuanucThl TakKKe JOJKHBI
yMeTh paboTarh C JIOJBMH, CIIOCOOHBIMU TIEpE-
HOCHUTBH CTpecc. B pa3BuTum 3TOH Hieu uccie-
JIOBATeIH TOAYEPKUBAIOT, YTO «IKCTPABEPTHI
0oJee €CTeCTBEHHO IMOAXOAT JJIsi KOHKYpPEHT-
HOI, OCHOBaHHOM Ha IIEJISIX JIMYHOM MPOAAXKU U
pOJIM TPOJAaBIa, Y€M HMHTPOBEPTHI», U HACTau-
BalOT Ha TOM, YTO MPOJAXKH — 3TO CTPECCOBas U
B TO K€ BpeMs IpHBIIEKATENbHAS Tpodeccus,
KOTOpasi 00ecreurnBaeT aBTOHOMHIO U BBICOKHIA
MOTEHIMaN 3apaboTKa, HAMPSIMYIO CBS3aHHBIN C
pe3yIbTaTaMH MPOIaK.

K coxaienuto, HeT cioco6a 00yduTh TpO-
JIABI[OB HABBIKAM, KOTOPHIC CBS3aHBI C MX JIU4-
HOCTHBIMH KadecTBamu. Jx. JlaBieHn ¢ coaBTo-

pamMH JeNaloT BBIBOJA, YTO TPOAABIIBI JIOJIKHBI
0o0nasaTh JIMYHOCTHBIMU YEPTaMHU, KOTOPKIC
«moaxoaar» k ux padore [31]. B 1o xe Bpems
KOTHUTUBHBIC aJ[alITUBHEIC MTPOIECCHI (TOYHOCTh
B CYXJICHUSAX, CAMOMOHHTOPUHT, KOMMYHHUKa-
1S, KOOPAMHAIUS, 3HAHUS O KIMEHTaX W Mpo-
JyKTax) MPHOOPETAOTCSI C OMBITOM, HO HE MO-
T'YT OBITh Pa3BUTHI OYCHHb OBICTPO. DTH HABBIKH
SIBIISIIOTCS. TAK)KE€ OTHOCHUTEIILHO OOIIMMH JIJIst
CIICIUATUCTOB KOPOTKUX TNPOAaX, TaK W JUIs
SAM crnenuanuctoB. Pa3Butre JaHHBIX KOMIIC-
TEHIUI TPOUCXOIUT B XoJe Habopa mpodec-
CHOHAJIBHOTO OTIBITA.

B 6noke «KorHUTUBHBIC 1 MOTHBAIIMOHHBIE
HABBIKH, HYXIAIONIUECS B Pa3BUTHUU», YKA3aHBI
KOMIICTCHIIMH, KOTOPBhIE HEOOXOIUMO COBEp-
IICHCTBOBATH JIJISl TOTO, YTOOBI OBITh YCICIIHBIM
SAM cneunanucToM. ITO HABBIKU TOCTPOCHMS
JIOJITOBPEMEHHBIX ~ OTHOIICHUH, pa3pelieHus
KOH()JIMKTOB, KPOCCKYJIBTYPHOW KOMMYHHKA-
IIUY, TIEPETOBOPHBIC HABBIKHU, TITyOMHHOE TOHU-
MaHUE KIHCHTOB, BHICOKUH YPOBEHb OTKPBITO-
CTH W JIOBEPUS B OTHOIICHUAX, a TAKXKE HX
STUYHOCTh. TpeboBanusa Kk SAM crnenuanuctam
B 3TOM TpyIIie KOMIETEHIUI OoJiee BEICOKHE.

B mocnennem 05oke cXeMbl IMpeACTaBICHBI
HOBBIC KOMIICTCHIIMH, KOTOPHIMHU CJICIyeT OBJIA-
JIETh JUIS YCIICIITHOTO BBIMOJIHEHHS JCSITEIIBHOCTH
B 00JIaCTH CTPATETHUECKUX MPOJaK. ITH KOMIIC-
TEHIIMKM HE TPEOYIOTCS I YCIEIIHBIX «KOPOT-
KHX» TIPOJIaXK, OJHAKO OYCHb BAXKHBI IS KITIOYE-
BbIX MEHE/KEPOB IO MpojaxaM. Takue Komiie-
TEHIIMHM MOYKHO HAa3BaTh «CTPATETHYSCKUMH KOM-
NeTeHIMsIMI». K HUM OTHOCSTCS «IpPEAIPUHU-
MaTeIbCKHE»  CHOCOOHOCTH,  KpPEaTUBHOCTh,
uneHTudukanus ceds kak SAM creruancra,
HABBIKM MEHE/PKMEHTA M JIMJCPCTBA, HaBBIKU
«BHYTPEHHUX» (MHOKECTBEHHBIX) MTPOJAK.

3AKJIIOYEHUE

Takum o0pa3oM, B XO0J€ TEOPETHYECKOTO
aHaJM3a MCTOYHUKOB HaMHU ObUIa INpeIoKeHa
KapTa pa3BUTHSI CTPATETMYECKHX ICHUXOJIOrHYe-
CKMX KOMIIETEHIIMH, MO3BOJIAIOLIAs JOIOJIHU-
TEJIBHO MPOQECCHOHAIBHO COBEPILIEHCTBOBATHCS
TakUM crienuanrcram. Mimed Ha pykax mpemio-
JKEHHYI0 KapTy KOMIIeTeHLuH, paboTomaTtenb
MOJXKET OLIEHUBATh MPUTOAHOCTH COTPYAHHKA K
BBITIOJTHEHNIO paboThl B AoKHOCTH SAM cre-
nuanucra. Takxke MpU OpraHu3ald 0OyueHHS
MepCOHaJIa OPraHN3alMOHHBIE TICUXO0JIOTH MOTYT
HCIOJIb30BaTh JaHHYIO KapTy KaKk OPHUEHTHUD JUIS
COCTaBJICHHsI 0OyUalOIUX MPOTpaMM MO pa3BH-
THIO TIEPCOHATIA.
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Bmecte ¢ TeM mpennoKeHHas CTPYKTypa
KOMIICTCHIIUA HE SBIISICTCS YEM-TO 3aCTHIBIIMM
U HE TpeOYIIUM JanbHEHIIeH pa3paOdoTKu U
COBEpIICHCTBOBaHUA. B uacTHOCTH, B Halleu
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