PEIHEH3UA

OT ITPO®. I.MK.H. KUPWJI IIETPOB AHI'EJIOB
(HAYYHU CIIELMAJIHOCTU: ,MKOHOMUKA U YITPABJIEHUE”, ,,OPTAHU3ALIVS U YITPABJIEHUE
N3BBH COEPATA HA MATEPUAJIHOTO ITPON3BOJACTBO” U “OPTAHU3ALIVA U YIIPABJIEHUE HA
[MPOU3BOACTBOTO”)

HA JTMCEPTALUMOHEH TPY /I HA TEMA ,HOBA TTAPAAUTI'MA 3A ITPOJABAHE HA

CTOHMHOCT OT B2B KOMITAHUN”, PASPABOTEH OT AMHUP KAXAHMU BLB BAPHEHCKU
CBOBOJEH YHUBEPCUTET ,,4EPHOPU3EL] XPABBP”, PAKVJIITET ,MEXTYHAPOJJHA NKOHOMUKA 1
AIMUHUCTPAIIVA”, KATEAPA ,,AIMUHUCTPALIVA, YIIPABJIEHUE U ITOJIUTUYECKU HAYKIT”

3A TIPUCBHXIAHE HA OBPA3OBATEJIHA 1 HAYYHA CTEIIEH
»JOKTOP”
10 HAYYHO HAIIPABJIEHME 3.7. , AIMUHUCTPALIUA U YIIPABJIEHUE”
JOKTOPCKA TTPOTPAMA ,UKOHOMUKA U YIIPABJIEHUE (MHAYCTPUS)”

1. Uudopmanus 3a 1ucepTaHTa

JlucepTanThT uMa Oorat mpodecroHajeH OMUT, CBbP3aH C MPEOCTABSIHETO Ha
KOHCYJITAaHTCKH YCIYTH. KbM MOMEHTa € YIpaBisBalll MapTHBOP B JIBE OHW3HEC
OpraHu3aIlii, KOUTO MPEJIOCTaBAT CIEIUATU3UPAHN KOHCYJITAHTCKA YCIYTH; Ol €
OCHOBATEJI M ChOCHOBATEJ HA peIUIla APYTrd OM3HEC OpraHu3allii, OTHOBO B cepara
Ha KOHCYJTHPAHETO CbhC 3aBUIHO IMOPTQOIHO, B TOBA YHCIO U TMApPTHHLOPCTBA C
MYJITHHAITMOHATHU Kopropanuu. ClenBa CbhIIO Taka Jla ce OTOCNEeXH, de
JOUCEPTAHTHT UMa U MPENOJABATEIICKU ONUT U BOAM JIEKUMH 10 bu3Hec ynpaBieHue B
Netanya Academic College (M3paen).

JlucepTaHThT € 3auucClIeH B KaTeApa ,, AIMUHHCTpalMs, YNOpPABICHUE U
MOJINTUYECKH HayKn~ Ha BapHeHcku cBoOOJeH yHUBEpCHTET ,,YepHOopu3en Xpadsp”,
KbJIETO € pa3pabdoTBaj AUCEPTALMOHHUSA TpyA. ToM monara yCrnemHo BCUYKUTE CHU
M3MHATH OT KaHAWJIATCKUS MUHAMYM U TIPEACTaBs 32 00ChKIaHE AUCEPTANMOHHUS CH
TPyl B Kareapa , AIMUHHCTpALMs, YIPABICHUE U TMOJIUTUYECKH HAyKH  Ha
Bapnencku cBoOoaeH yHuBepcurteT ,,UepHopuzerny XpaOwvp”, cbhrimacHo 4i.39 ot
I[IIT3PACPbB. Ha 3acenanue Ha ropecrioMeHararta KaTteapa JUCEPTAlMOHHUAT TPYH €

MIPUET 32 MPEJICTABIHE MIPE] HAYYHO KYPH.



2. AKTYaJIHOCT ¥ 3HAYMMOCT HA AMCEPTALMOHHUA TPYA

JlucepTallMOHHUAT TPYyJ TpeTUpa NpoOsemMaTHKa, CBbp3aHa C HAYMHUTE 3a
MpoJiaBaHe Ha cToHOCT OT B2B KoMnanuu B CbBpeMEHHHMSI OU3HEC CBAT.

[Ipenmer Ha wu3cienBaHe B jucepTaloHHus TpyA ca Konuenmusita 3a
[Iponaxxbena Croiinoct (KIIC) B MeHMIXbpckaTa TMpakTHKa Ha H3PaCCKU
npennpustusi, omnepupamu B cdepatra B2B, palGoremm Ha MeXIyHApOIHUS
uHAycTpuasieH nazap. OOeKT Ha U3Cle/BaHe B JUCEPTALMOHHUS TPYH ca U3PACIICKU
OpeanpusiTusi B MexayHapoaHata chepa Ha B2B, no-cneunanno “gocraBunuu” Ha
chlllecTBeHH Ou3Hec TexHonoruu karo IRP u CRM.

OcHoBHaTa 1LIeJ HA JUCEPTALMOHHUA TPYA € Ja Ce M3CJe/Ba M OLICHH Hail-
MoOJiepHaTa TEOpHs M MpaKTHKa Ha TMOJAX0Ja 3a IeHooOpasyBaHe Ha 0a3zara Ha
CTOMHOCTTA 3a KJIMEHTA, KaTo c€ MACHTUPUIMPAT U aHAIU3UPAT HEJAOCTATHIUTE HA
ChbBPEMEHHUTE YIPABICHCKH MPAKTUKU U Ja ce BbBeaaT noaxoau 3a LIbC 3a kimeHra
KaTo €/IHa NPEBB3X0K1alla IPAKTUKA 3a MPAaBUIIHU OLICHKHU 3a MPOJABAYMTE.

[ToHacTosimeM TO3M pasriexaaH HaydeH IpobiieM € OCOOEHO akTyaleH U 3a
CTOIIAaHCKaTa MpPaKTHKa, 0COOEHO IbJIKAIA C€ HAa IPOMEHUTE B OM3HEC AMHAMUKATA U
MKOHOMMYECKATa CPeJla B IIOCIEIHUTE JBE JECETHIICTHS .

Hacrosmero wu3cneaBaHe 3aabiibouaBa IMO3HAHUSATA MO crneuurdukara Ha
1ieHooOpa3yBaHe Ha 0a3aTa Ha CTOMHOCTTA 3a KiIueHTa. [loCTUrHATUTE pe3ynTaTtu U
U3BOJAM MOraT Ja TMOcCHyXaT KaTo ObJella OCHOBAa 3a CXOJHU H3CJIEIBAHUA U
CBIIOCTaBKAa HA pE3yJNTATUTE B ClEABAlll NEPUOJA WM CbIOCTaBKa Mexay B2B
OpraHu3alyy OT Pa3JInYHU CTPAHMU.

OTuuTalikui BCHYKO Ka3aHO [JOTyK, KakTO W 3HayeHuero 3a B2B
OpraHU3alMUTE HAa IOCTABEHUTE BBHIIPOCH OT HAYYHO-TPUJIOKEH U MPUIIOKEH aCIIEKT,
MOXKE Ja Cce OMpeleiH, 4e Taka JAeQUHHpaHaTa MpoOJIeMaTHKa € H3KIFOUYUTETHO

aKTyaJIHA ¥ 3HAYMMAa 3a HAyKaTa 1 yIpaBJICHCKATa IPAKTUKA.

3. KpaTka xapakTepucTHKA Ha MpeACTABEeHHsI JUCEPTAIIMOHEH TPY/
JlucepTaninoHHUAT TPy, B 0011 00emM oT 166 cTpaHWII OCHOBEH TEKCT, KaTo

CC CbCTOM OT YyBOA, 4YCTHUPH TIJIaBU MW CIIMCbK Ha MH3IIOJA3BaHATA JHUTCPATYypa.

2



CpabpkaHUETO Ha TJABUTE € pas3lpelesieH0 B OTAEHHM mnaparpadu, KOUTO
3aBbpPUIBAT C KOHKPETHU 000OIIEHUs, U3BOAM, TPAKTUUECKU NMPenopbku. OCHOBHUSAT
TEKCT chabpka 12 tabnuum u 13 purypu.

CnuchKbT Ha U3MOJA3BAHUTE JTUTEPATYPHU U3TOUHUIM ChIabpka 129 3arnaBus,
Ha aHIJMHCKM €3UK, OCHOBHOTO I1030BABaHE € Ha HAyYHU M3TOUYHHIIM KaTo
MoOHOTpaduu, CTyIUU, CTATUN U KHUTH.

B yBona Ha um3cneaBaHeTo ce 00OOCHOBaBa aKTyalHOCTTAa M 3HAYMMOCTTa Ha
Temata Ha pazpaborkara. Ompenens ce OOEKThT W NPEAMETHT Ha H3CIIEJBAHE.
OuepraBat ce orpaHuyeHusITa Ha u3ciensanero. [edunupa ce uenra, NoALeNuTe U
3ajlayuTe Ha wu3cieaBaHeTo. llpenctaBs ce nOpWIIOKEHATa METOJOJIOTHS U
nHpopMaloHHaTa 6a3a, Ha KOATO € OCHOBAHO M3CJIEABAHETO.

Unentudunupanu ca  u3cienoBaTesnickure  mnpoOiemu. Jlancupa  ce
u3cnenoBarenckara te3a. OcHOBHATa Te3a, KOATO 3alllMTaBa TUCEPTALIMOHHUAT TPY.L
€, 4e € HeobOxoaumo Mmo-7o0po pa3OupaHe Ha OIlEHKAaTa Ha KyIyBaya, 3a Jla ce
HachbpyaT MO-BUCOKM ChOTBETHH CTOMHOCTHU 3a mpojaBaunte B B2B ycnoBus. Tazu
CTOMHOCT 00aue, ce OChILECTBSIBA Ype3 OLIEHKH Ha KyMyBaua OT JIOCTAaBYMKA, OLICHKA
Ha odeprara Ha KymyBada M OIIEHKAa Ha mperoBopHus mpoiec. CrenoBaTeiaHo
THPrOBIIUTE HA MpOJaBadya MOrar ja NPUAOOUAT TMOBEYE CTOMHOCT 3a IMpojaBaya
MOCPEJICTBOM TMOJCUTYypsiBaHeTo Ha mo-mo0po IIBC 3a knmeHTa W mOCpencTBOM
BKJIFOUBAHETO Ha TE3U MPO3PEHHS B TEXHUTE OMEpaIMy MO MPOJaXOUTe, TEeXHUTE
oepTH U TAXHOTO TOTOBapsHE.

CpobOpazHo ¢ QokycupaHe BBPXY IMOJydaBaHE Ha KOHKPETHH MPHIOKUMHU
pEe3yNTaTH, MPaBUITHO ca MOAOpaHU OTPAaHUYCHHSITA HA U3CJICABAHETO.

B I'maga 1, ,,Jluteparypen nperien Ha myOJUKaIMK 110 U3CIIeIBaHUS TPOOIeM”
€ HalpaBeH 0030p Ha OCHOBHUTE HAYYHH IJIEJHU TOYKH OTHOCHO, BB3MOKHOCTHUTE 32
HaMHpaHE Ha TOYKAaTa Ha MPEeCHYaHe MEXY ‘‘CTOMHOCT Ha mpojiaBaHe” U “‘CTOMHOCT
Ha 3akyrnyBaHe” Ha B2B mazapa. B Ta3u Bpb3Ka ca pa3kpuTé B 00CHICHU KPUTUIHO
TpaJAMLIMOHHHU NMOAXOAN KbM pa3OupaHeTo Ha CTOMHOCTTAa. OChIIECTBEH € MPoOIeMeH
aHaJu3 Ha OTHOIICHMSTA “MapKETUHI-TIpoaak0a” B yMpaBieHCKAaTa MpaKTUKa Ha

OpraHmu3anuuTe AOOCTaBUYMIIH. I/ISB’prHeH € aHaJIM3 Ha IIpolcCa Ha B3CMAHC Ha



pelieHre B KIMEHTCKUTE OpraHu3allii KaTO OCHOBA U KIIFOUOB (PaKTOp 32 CTOMHOCTTA
Ha 3aKyNyBaHe.

B I'maa 2: ,,MeTtononorus Ha W3CIEABAHETO CE€ aHAJIU3UPAT OT TEOPETUUYHA
[JIeHa TOYKa, MOJIEJIUTE M CHhOOpAXKEHHUATAa MPU TPErOBOPU U CHTPYIHUUYECTBO
Mexay ¢upmuTe, Kouto padoTAT B pamka B2B. B Ta3um Bpb3ka ca oOnucaHu
KJIACUYECKUTE MPAKTUKH 3a JOTOBApPSHE U ChTpyAHUYEecTBO B B2B Mozen u Ha Ta3u
OCHOBa € MpEIJIOKEHA KOHIENTyaJlHa pamMKa OT OPUEHTHUPAHU KbM CTOMHOCTTA
JOTOBOpHU B3aumojielicTBuss B B2B monena. Wpentudunupanu ca HOBaTOPCKU
cTpaternuecku noaxoau 3a B2B B3zaumojeiicTBue 1Mo Bepurara Ha CTOWHOCTTa |
chOoOpakeHUsl 3a B3eMaHe Ha PeIIeHUs, Oa3upaHu Ha ONpeie/isTHE HAa CTOMHOCTTA.

B I'maBa 3: , KoHcraraiuu Ha HM3CIIE€IBAHETO” ca MPUIONKHUTE ACIEKTH Ha
“Cw3naBaneto u IIpomaBanero Ha CToMHOCT® B KOHTeKcTa Ha KopmnopatuBHata
Commanna OtroBopHoct (KCO), a wuMEeHHO € wu3clellBaHa CBIIHOCTTA W
ChABPKAHUETO HA KOPHOpaTHBHATA COLMAIHA OTTOBOPHOCT W KoHuenuusTa 3a CCC
KaTo ajTepHATHUBA Ha Ch3J]aBaHETO Ha CTOMHOCT Ha OpaHia. HanmpaBeHa e chrocTaBka
MEXIy ‘“‘Ch3aBaHe Ha CTOMHOCT’ W “mpojak0a Ha CTOMHOCT’ KaTo YINPaBICHCKU
napajurMy U Ha Ta3d OCHOBA € Ch3/IaJICHA METOJ]OJOrMYHA paMKa 3a NMpEeMUHaBaHE
kbM Konnenmusta 3a [Ipogaxoena CTOWHOCT.

B T'nmaBa 4: ,,O0ckxkaaHe Ha pe3yiaTaTUTE OT HM3CIEIBAHETO” CE€ HW3CJIeIBaT
BB3MOXKHOCTHTE 3a mpuiaraHe Ha Koxmenmusta 3a IlpomaxOena CtoWHOCT B
VIPABICHCKUTE JACHHOCTH Ha U3PACICKUTE MPEANPUATHS, orepupaiiu B chepara Ha
B2B monen. B ta3u Bpb3ka ca uaeHTUDHUIIMPAHA MPEYKUTE U KIFOUOBU (HaKTOpH 32
ycnex Ha Konmemmusta 3a [lpomaxx6ena CToiiHOCT Bb3 OCHOBA Ha TMPOBEICHO
coOCTBEHO MMBPBUYHO M3CJI€/IBaHe. B Ta3u riaBa Bb3 OCHOBAa Ha EMITMPUYHO TECTBAHE
ce JI0Ka3Ba aJIeKBaTHOCTTA Ha MPE/JI0KeHATa METOAO0JIOTMYHA paMKa 32 BbBEK/IAHETO
Ha Kornenmusara 3a IlpomaxxObena CTOWHOCT B MEHHDKBpPCKaTa JCHHOCT Ha
M3PAEJICKUTE CPEIHH MO pa3Mep AocTaBunlu Ha B2B ycioyru.

B 3akmtodeHneTo Ha u3cienBaHETO ca OO0OOIIEHM OCHOBHHUTE pe3yJITaTH Ha

AuccpranuAaTa 1 €€ oU€pTaBaT HACOKHUTC 3a HEUHOTO HaATrpaxxKaaHe.



4, MeToauKaTa Ha U3CJIeIBAHETO

HuceprantsT AmMup Kaxanu noaxonsdmo € noxdpall H3CIeI0BaTEICKUTE
MHCTPYMEHTH (MOAXOAM M METOAM Ha HAy4yHO H3CJIE€[BaHE), HEOOXOOuMHU 3a
U3MbJIHEHUE HAa OCHOBHATa LEJd M 3aJauuTe€ Ha JUCEPTAllMOHHUA TPyI U TH €
IPUIIOKUIT KOPEKTHO U 100pOCHBECTHO. M3MON3BaHUTE B U3CIEIBAHETO METOIU Ca
oOLIoNpreTH HAy4YHW METOAM 3a MpOBeXJaHe Ha u3cienBaHus. OCHOBHU B Ta3u
Bpb3Ka Ca aHaiM3a Ha YYXKICCTPAaHHM H3TOYHUIM M COOCTBEHOTO EMIIUPUYHO

MPOYYBAHE C PECIIOHEHTH.

5. OueHKka Ha HAYYHHUTE U HAYYHO-TIPUJI0KHYU NPUHOCH

[{ssmocTHOTO MU 3am03HaBaHE € JUcCepTanusTa U aBTopedepara Ha KaHIUIaTa
ca OCHOBaHHME Ja C€ HampaBU OOIIUAT HM3BOJ, Y€ B TMPEJACTABCHHS 3a 3allluTa
JIUCEPTAIMOHEH TPYJ C€ CBhABPXKAT HAYYHH, HAYYHO-TIPUIOXKHU U TPUIIOKHHU
pe3yJTaT, KOUTO CE€ OTHACAT JO MNPUHOC B PA3BUTHUETO HA KOHIENIUHUTE 3a
omnpezensiHe Ha npoaaxkOeHara ctoiHocT mpu B2B mozenn.

[IppuemMaMm MO ChHIIECTBO MPETEHIMPAHUTE B AUCEpPTAlUATAa IMPUHOCH, KATO
peasHO MOCTUTHATH, KATO ChbM 'l TPYIUpPa, KAKTO CIEBA:

IHocTUrHar € cJeJHUAT Hay4YeH NPHHOC:

1) Ha ocHoBa Ha H3Clie[iBAaHEC Ha pa3JMYHUTC HW3MEPCHHS Ha BepUrara Ha
CTOMHOCTTa, Ha CBIIOCTaBKa MEXIYy ‘‘Ch3laBaHe Ha CTOMHOCT’ W ‘“‘npomaxba Ha
CTOMHOCT® W OCHOBaBailku ce Ha KopropaTuBHata coluajHa OTTOBOPHOCT, €
Ch3laZIcHa METOJOJIOTUYHA paMKa 3a npeMuHaBaHe KbM KoHnenousara 3a
[Iponax6ena CroitHOCT MpH B3aumoericTeus B2B.

IHocTurHaTu ca cjaeJHUTEe HAYYHO-NIPUJIOKHU IPHUHOCH:

1) U3BbpieH € MHMPOKOOOXBATEH aHAIM3 U 3aqbJI00OYEHO NPOYYBaHE Ha
HAyYHUTE KOHUECMNIMM W TEOPETUYHH BB3MVIEAM OTHOCHO, BB3MOKHOCTUTE 3a
HaMHpaHE Ha TOYKAaTa Ha MPEeCHYaHe MEXY ‘‘CTOMHOCT Ha mpojiaBaHe” U “‘CTOMHOCT
Ha 3akynyBaHe” Ha B2B mazapa, xaro ca MoOJydeHM HaArpaxjaaliyl aBTOPOBU

0000111EHS.



2) Wpentudunupanu ca HOBATOPCKH CTpaTerwueckd mnoaxonu 3a B2B
B3aMMOJICCTBHE [0 BepuUraTa Ha CTOWHOCTTa W CHOOPAKEHUSA 3a B3EMaHE Ha
penieHusi, 0a3supaHyu Ha ONpeesiHE HA CTOMHOCTTA.

3) Upentudunmpanu ca TpEYKHTE W KIOYOBH (akTopu 3a ycmex Ha
Konuenuusara 3a [Iponax6ena CTolHOCT npu IpuilaraHeTo U B yclioBusita Ha B2B
mozena B M3paen.

Juceprauuara UMa U cJeJHUTE MPUIOKHU IPUHOCH:

1) Cs3gageHn ca METONOJOTMYHM NPEANIOCTABKM 32 BHEIPSBAHE B
CTOIMaHCKaTa JEeWHOCT Ha U3paeJICKUTE KOMIIAHWH, onepupamiy no mozena B2B na
Konneniusra 3a [Iponaxx6ena CTOHHOCT.

2) Jloka3zaHa € aJeKBaTHOCTTa Ha MpeJIOKeHAaTa METOJOJOTMYHA pamMKa 3a
BbBexkAaHeTo Ha Konuenuusara 3a IlpomaxxGena CTOMHOCT B MEHHUKbpCKATa
JEHHOCT Ha U3PACJICKUTE CPEIHU 0 pa3mep aoctaBuui Ha B2B ycnyru

HayyHo-npuiio)kHUTE W TNPUIIOKHUTE PE3YyJATaTH HAMUPAT CBOETO MPSIKO
npwioxkHo nojie B B2B opranuszanunrte B M3paen, HO Morar U a ce€ CbOTHECAaT KbM
npyru B2B opranuzanuu, nMaiiku npeaBu riodanu3anusara Ha Ou3Heca.

B pesynrar nenta u 3agaunte Ha AUCEPTALMOHHMS TPYH ca U3IBIHEHH, KATO
ca MOJYyYEHH HAY4YHO-TIPUJIOKHU W MPUIIOKHU PE3yJITaTH, KOUTO CE€ OTHACAT [0
IPUHOC TIpU 00oraTsIBaHe Ha CHIECTBYBAIM 3HAHMS HA KOHIEIIIUUTE 32 ONPEIeIIsHe

Ha TpoakOeHara croHoct rpu B2B mopenn.

6. Ouenka Ha MyOJMKAIMKUTE MO AUCEPTALUATA

JoktopanTbT Amup Kaxanu € aBTOp Ha 4YeTHpU OpOs CaAMOCTOSITEIHU
nyOMuKaluM, €IHa OT KOWTO, a UMEHHO ,,Cb3JaBaHe Ha CIIOJENICHAa CTOMHOCT B
pamkutre Ha B2B: cimyuastT ¢ MeXAyHapOJAHHTE OCHOBHU OW3HEC TEXHOJOTHUH €
WHJEKCUpaHAa B MEXIYHApOAHW Oa3W JaHHU KaTo SCOpUS. B myOmmkamuute ce
aHANMM3UPAT PA3NMMYHM aCHEKTH OT H3CleJABaHaTa B AuWcepranusata tema. Hsma
pasnuKa MEeXIy HauyMHa, MOJXO0/a M aHalIu3a, KOWTO Ce MpaBu B JUCEPTAIHATA U B
MPEACTaBCHUTE HAyYHW CTAaTHH. [eXHUAT Opod © HACOYECHOCT HAITBIHO

YAOBJICTBOPABAT U3HMCKBAHUATA 3a HpI/II[O6I/IBaHe Ha O6p330BaTeHHa N Hay4Ha CTCIICH



,JOKTOp“. ToBa MM naBa OCHOBaHME Jaa MpHUEMa, Y€ AUCEPTAUMOHHUAT TPYyHd €

CaMOCTOSITEIIEH TBOPYECKH IIPOAYKT, pEAIN3UPaH OT JOKTOPAHTA.

7. Ouenka Ha aBTopedepara

[IpencraBenusT pedepaT, Ha OBJITapCcKd €3UK, H3ISIO0 CHOTBETCTBA B
CTPYKTYPHO U CBHIBPKATEIHO OTHOILIECHHWE HAa pPELEH3MpaHaTa OT MEH AUcepTalus.
CnazeHu ca BCUYKM HM3HMCKBAaHUA MO OPOPMIIEHHETO MYy U Ca BKJIIOYEHU BCHUUKU
HeoOxoauMu atpubytu. MMaMm HsKoM 3a0€jeXKM OTHOCHO MpPEeBOJd, HO TOBAa HE

mpeyn na ce HpI/II[06I/IC CIHO3HAYHA MPCACTABA 3d U3BBPUICHOTO B AUCCPTATUOHHUA

TPy

8. KpuTnuHu 0es1esKKu, NpenopbKH U BHIPOCH

Hoxtopant Amup Kaxanu mnpenacraBsa nucepranus, B KOATO CE€ OTKPOsiBa
OTJINYHA TEOPETHUYHA MOJATOTOBKA M €(EKTUBHATA BPH3Ka HayKa-TpakTHKa. ToBa MU
JlaBa OCHOBaHHME Ja OTMpPaBs KOHKPETHU IMPENOPBbKU, € IeJl 3aabi0odyaBaHe Ha
MOCTUTHATOTO JoOcera W OBACIIOTO HAyYHO H3pacTBaHE Ha JIOKTOPAHTHT AMUD
Kaxanm:

1) B autepaTypHUAT 0030p HaMHUpaM, Y€ JOKTOPAHTHT TPsSOBa MO-CMEIIO 1a
MoJIEMU3Mpa C YYEHUTE, KOUTO IMTUPA, KATO IO TO3M HAYMH MO-SCHO IIIE C€
OTKpPOSIBAT COOCTBEHHUTE MY TE3HU.

2) CunrtaM, 4e JOKTOPAHTHT TPSOBA Ja C€ CTPEMHM, OCBEH KbM CaMOCTOSTCIIHO
CTaTUM M KbM TaKvMBa B KOJEKTHUB, NMPU KOUTO €AUH H3CJIEAOBATEIICKH MPOOIEM ce
M3CJIe/IBa B HAKOJIKO JTbpPKaBH/TIa3apH.

3) C ornea mno-HATAaTHIIHOTO pPa3lpPOCTPAHCHHE HA HAYYHHTE TE3H Ha
JACEpPTAHTa € MNPENOPBUUTEITHO HM3IABAHETO HAa JUCEpPTAlMsATa, CJIe] ChOTBETHATa
npepaboTka, o popma Ha MoHOoTpadus. Taka HaydHHTE TE€3W Ha aBTOpaA e OBAAT
JIOCTOSIHAE Ha MO-IIIUPOK KPbI' 3aMHTEPECOBAHN YUCHHU U MIPEANPUEMAYH.

B cTUIMCTHYHO M TEXHWYECKO OTHOIICHUE O(POPMSIHETO HA JHCEPTAITMOHHUS
Tpyd U aBTOpedepaTa HE € MOJAMHHAT OT OrpaHWYEH OpOil HETOYHOCTH, MTOBTOPEHUS
U PEJAKIHOHHU TPEIIKH, KOUTO HE HaMalsiBaT HayyHara MYy CTOWHOCT, HO

3aTpyaHsAaBaT 4CTUMOCTTA Ha TPpyda.



ITocouenure OcCaeKKH U INpeIOPbKU HEC HaMaJsiBaT HOCTOﬁHCTBaTa Ha

u3cnenBaneTo. Jlucepramnusara e 100pe ohpopMeH HaydeH TPYI.

9. 3akiIr0oueHue

[IpennoxenusaT nucepranmoHeH Tpyd or r-H Amup Kaxanum Ha tema: ,,HoBa
napaanrma 3a npojaBaHe Ha CTOMHOCT OT B2B xoMnaHuun™ € B IbJIHO ChOTBETCTBUE
C M3MCKBaHUsTA 3a MPU0OMBaHEe HAa 0Opa3oBaTeIHATa U HayyHarta cterneH “Jlokrop”
Ha 3PACPD, IlpaBunnuka 3a HeroBoTo npuiioxkenue u [IpaBuinHuka 3a npugoOuBaHe
HA Hay4YHM CTeNneHu BbB BapHeHCkus CcBOOOJeH YyHUBepcuteT ,,YUepHopusen
Xpabbp”. B nucepramusita OTKpUX OPUTMHAIHHU, AKTyallHU M 3HAUYMMM HAy4HH,
HAYYHO-TIPUJIOKHU M TPWIOKHH TOCTHXKEHMS, KOUTO TMPEJCTaBIsIBAT MPUHOC B
Pa3BUTHETO Ha KOHIIEMIIMUTE 3a OINpeessiHe Ha mpojaxOeHaTa cTtoiHocT npu B2B
MOZEN.

Hanune ca HeoOxonuMuTe OCHOBaHUS Ja JEKJIapupaM CBOSTA MOJOKHUTENHA OLICHKA
U MpejyiaraM Ha YBa)KaeMOTO HAy4HO KypH Jla IpHUChIU oOpa3oBaTesHaTa U Hay4Ha
crenneH “JIOKTOP” mno gokropcka mnporpama ,/IKOHOMUKAa U yHpaBlICHHUE
(Uunyctpus)”, npodecroHanHo HanpasieHue 3.7. ,,AIMUHUCTpAIUs U yIpaBieHue”

Ha r-H Amup Kaxanmu.

30 sinyapu 2023 r.
Codus (014317 (o H R
(mpod. n.ux.H. Kupun AHremnos)
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1. Information about the dissertant

The dissertant has extensive professional experience related to the provision of
consulting services: he is currently a managing partner in two business organizations
that provide specialized consulting services; he has been a founder and co-founder of
a number of other business organizations, again in the field of consulting with an
enviable portfolio, including partnerships with multinational corporations. It should
also be noted that the dissertant also has teaching experience and lectures in Business
Management at Netanya Academic College (Israel).

The dissertant is enrolled in the Department of Administration, Management
and Political Science of Varna Free University "Chernorizets Hrabar", where he
developed his dissertation. He successfully passed all his examinations of the
candidate minimum and submitted his dissertation for consideration at the
Department of Administration, Management and Political Science of Varna Free
University "Chernorizets Hrabar", according to applied legislation. At a meeting of
the aforementioned Department, the dissertation was accepted for presentation before

a scientific jury.



2. Relevance and Significance of the Dissertation

The dissertation deals with issues related to the ways of selling value by B2B
companies in the modern business world.

The subject of study in the dissertation is the Concept of Selling Value (CSV)
in the managerial practice of Israeli B2B companies operating in the international
industrial market. The object of study in this dissertation are Israeli enterprises in the
international B2B sphere, in particular "providers™ of essential business technologies
such as IRP and CRM.

The main objective of the dissertation is to investigate and evaluate the state-
of-the-art theory and practice of the customer value-based pricing approach,
identifying and analyzing the shortcomings of current management practices and
introducing customer value-based pricing approaches as a superior practice for proper
vendor valuations.

Currently, this considered scientific problem is particularly relevant for
business practice, especially due to the changes in business dynamics and economic
environment in the last two decades.

The present study deepens the knowledge on the specifics of value-based
pricing for the customer. The achieved results and conclusions can serve as a future
basis for similar research and comparison of results in the next period or comparison
between B2B organizations from different countries.

Taking into account all that has been said so far, as well as the relevance for
B2B organizations of the questions posed from a scientific and applied aspect, it can
be determined that the problem defined in this way is extremely relevant and

significant for science and management practice.

3. Brief description of the submitted dissertation

The dissertation, totaling 166 pages of main text, consists of an introduction,
four chapters and a list of references used. The content of the chapters is divided into
separate paragraphs, which end with specific summaries, conclusions, practical

recommendations. The main text contains 12 tables and 13 figures.
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The list of references used contains 129 titles, in English, the main reference is
to scientific sources such as monographs, studies, articles and books.

In the introduction of the study the relevance and importance of the topic of the
development is justified. The subject and object of the research are defined. The
limitations of the study are outlined. The aim, sub-objectives and objectives of the
study are defined. The methodology applied and the information base on which the
study is based are presented.

The research problems are identified. The research thesis is stated. The main
thesis defended by the dissertation is that a better understanding of buyer valuation is
needed to encourage higher relevant values for sellers in B2B settings. However, this
value is realised through buyer evaluations of the supplier, buyer evaluations of the
offer and evaluations of the negotiation process. Seller's salespeople can therefore
gain more value for the seller and by incorporating these insights into their sales
operations, their offers and their negotiation.

In line with focusing on obtaining specific actionable results, the limitations of
the study were correctly defined.

In Chapter 1, "Literature review of publications on the research problem”, a
review of the main scholarly perspectives on, the possibilities of finding the point of
intersection between "selling value™ and "buying value™ in the B2B market is
presented. In this regard, traditional approaches to understanding value are critically
revealed and discussed. A problematic analysis of the "marketing-selling"
relationship in the management practice of supplier organizations is provided. An
analysis is made of the decision-making process in customer organizations as a basis
and key determinant of purchasing value.

Chapter 2: "Research Methodology" analyses, from a theoretical perspective,
the patterns and considerations of negotiation and cooperation between firms
operating in a B2B framework. In this respect, the classic practices of negotiation and
cooperation in the B2B model are described and a conceptual framework of value-

oriented contractual interactions in the B2B model is proposed on this basis.
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Innovative strategic approaches for B2B value chain interactions and value-based
decision-making considerations are identified.

In Chapter 3: "Research Findings", the applied aspects of "Creating and Selling
Value" in the context of Corporate Social Responsibility (CSR) are examined,
namely the nature and content of CSR and the concept as an alternative to brand
value creation. A comparison is made between "value creation" and "selling value™ as
management paradigms and on this basis a methodological framework for moving
towards the Selling VValue Concept is established.

Chapter 4: "Discussion of the research results” explores the possibilities of
applying the Selling Value Concept in the management activities of Israeli enterprises
operating in the B2B model. In this regard, the barriers and key success factors of the
Selling Value Concept are identified based on the own primary research conducted.
This chapter, based on empirical testing, demonstrates the adequacy of the proposed
methodological framework for the implementation of the Selling Value Concept in
the managerial activities of Israeli mid-sized B2B service providers.

The conclusion of the study summarizes the main results of the dissertation and
outlines guidelines for its development.

4. The methodology of the study

The dissertant Amir Kahani has appropriately selected the research tools
(approaches and methods of scientific research) needed to fulfill the main aim and
objectives of the dissertation and has applied them correctly and conscientiously. The
methods used in the study are generally accepted scientific methods for conducting
research. The main ones in this regard are the analysis of foreign sources and own
empirical research with respondents.

5. Evaluation of scientific and scientific-applied contributions

My overall acquaintance with the dissertation and the candidate's abstract are
grounds to draw the general conclusion that the dissertation submitted for defense
contains scientific, and scientific-applied results that relate to contributions to the
development of concepts for determining the selling value in the B2B model.

| substantially accept the contributions claimed in the dissertation as actually
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achieved, and | have grouped them as follows:

The following scientific contribution has been achieved:

1) Based on a study of the different dimensions of the value chain, a
comparison between "value creation” and "value selling” and building on Corporate
Social Responsibility, a methodological framework for transmission to the Selling
Value Concept in B2B interactions has been created.

The following scientific-applied contributions have been achieved:

1) A comprehensive analysis and in-depth study of the scientific concepts and
theoretical views on the possibilities of finding the intersection point between "selling
value™ and "buying value™ in the B2B market has been carried out, and the author's
generalizations have been built upon.

2) Innovative strategic approaches to B2B value chain interaction and value-
based decision-making considerations are identified.

3) Barriers and key success factors of the Selling Value Concept are identified
in its application in the context of the B2B model in Israel.

The dissertation also has the following applied contributions:

1) Methodological prerequisites for the implementation in the business
activities of Israeli companies operating on the B2B model of the Sales Value
Concept are created.

2) The adequacy of the proposed methodological framework for the
introduction of the Selling Value Concept in the managerial activity of Israeli
medium-sized B2B service providers is demonstrated.

The scientific-applied and applied results find their direct application in B2B
organizations in Israel, but can also be correlated to other B2B organizations,
considering the globalization of business.

As a result, the aim and objectives of the dissertation have been fulfilled, and
scientific and applied results have been obtained, which refer to a contribution to the
enrichment of existing knowledge of the concepts of determining the sales value in
the B2B model.

13



6. Evaluation of the dissertation publications

PhD student Amir Kahani has authored four individual publications, one of
which, namely "Creating shared value within B2B: the case of international core
business technologies” is indexed in international databases such as Scopus. The
publications analyse different aspects of the topic investigated in the thesis. There is
no difference between the style, approach and analysis done in the dissertation and in
the research articles presented. Their number and focus fully satisfy the requirements
for the degree of PhD. This gives me the reason to accept that the dissertation is an

independent creative product realized by the PhD student.

7. Evaluation of the abstract

The submitted abstract, in Bulgarian, fully corresponds in structure and content
to my peer-reviewed dissertation. All requirements for its layout have been met and
all necessary attributes have been included. 1 have some remarks about the
translation, but this does not prevent a clear picture of what has been done in the

dissertation.

8. Critical comments, recommendations and questions

Doctoral student Amir Kahani presents a dissertation in which an excellent
theoretical background and an effective science-practice link stand out. This gives me
the reason to make specific recommendations in order to deepen the achievements so
far and the future scientific growth of PhD student Amir Kahani:

1) In the literature review, | find that the PhD student should more boldly
polemicise with the scholars he cites, thus making his own theses stand out more
clearly.

2) | believe that the PhD student should aim, in addition to solo papers, for
collective ones, where one research problem is studied in several countries/markets.

3) With a view to further dissemination of the dissertation's scientific theses, it
Is recommended to publish the dissertation, after appropriate revision, in the form of

a monograph. In this way, the author's scientific theses will be available to a wider
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range of interested scientists and entrepreneurs.

Stylistically and technically, the layout of the dissertation and the abstract is
not free from a limited number of inaccuracies, repetitions and editorial errors, which
do not detract from its scientific value, but make the work difficult to read.

The above comments and recommendations do not detract from the merits of
the study. The dissertation is a well-formed scientific work.

9. Conclusion

The proposed dissertation of Mr. Amir Kahani on the topic "A New Paradigm
for Selling Value from B2B Companies" is in full compliance with the requirements
for the degree of PhD according to the applied legislation.

In this dissertation, | have found original, relevant and significant scientific,
scientific-applied and applied advances that represent a contribution to the
development of the concepts of selling value in the B2B model.

There are the necessary grounds to declare my positive evaluation and |
propose the esteemed scientific jury to award the degree of PhD in the Doctoral
Programme "Economics and Management (Industry)”, professional field 3.7

"Administration and Management” to Mr. Amir Kahani.

January 30, 2023
Sofia SIgnature: ...
(Prof.Dr.Sc. Kiril Anguelov)
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