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ɋɌɊȺɌȿȽȱȲ ɆɈȼɅȿɇɇȯȼɈȽɈ ȼɉɅɂȼɍ ɍ ɉɊɈɆɈȼȺɏ ȻȱɁɇȿɋ-ɄɈɍɑȱȼ  
(ɧɚ ɦɚɬɟɪɿɚɥɿ ɩɟɪɫɨɧɚɥɶɧɢɯ ɫɬɨɪɿɧɨɤ ɫɨɰɿɚɥɶɧɨʀ ɦɟɪɟɠɿ Facebook) 

 
ɍ ɫɬɚɬɬɿ ɚɧɚɥɿɡɭɸɬɶɫɹ ɥɟɤɫɢɱɧɿ, ɝɪɚɦɚɬɢɱɧɿ ɬɚ ɫɬɢɥɿɫɬɢɱɧɿ ɨɫɨɛɥɢɜɨɫɬɿ ɚɧɝɥɨɦɨɜɧɢɯ 

ɩɪɨɦɨɜ ɛɿɡɧɟɫ-ɤɨɭɱɿɜ, ɪɨɡɦɿɳɟɧɢɯ ɭ ɫɨɰɿɚɥɶɧɿɣ ɦɟɪɟɠɿ Facebook. Ⱦɥɹ ɚɤɬɢɜɿɡɚɰɿʀ ɬɚ ɮɿɤɫɚɰɿʀ 
ɭɜɚɝɢ ɰɿɥɶɨɜɨʀ ɚɭɞɢɬɨɪɿʀ, ɩɟɪɫɨɧɚɥɿɡɚɰɿʀ ɩɨɜɿɞɨɦɥɟɧɶ, ɦɚɤɫɢɦɚɥɶɧɨʀ ɚɞɪɟɫɚɬɧɨɫɬɿ ɩɪɨɦɨɜɢ, ʀʀ 
ɫɬɪɭɤɬɭɪɭɜɚɧɧɸ, ɡɚɞɥɹ ɪɟɚɥɿɡɚɰɿʀ ɩɪɢɧɰɢɩɭ ɟɤɨɧɨɦɿʀ ɬɚ ɦɿɧɿɦɿɡɚɰɿʀ ɡɭɫɢɥɶ ɛɿɡɧɟɫ-ɤɨɭɱɿ 
ɡɚɫɬɨɫɨɜɭɸɬɶ ɪɹɞ ɦɨɜɥɟɧɧɽɜɢɯ ɡɚɫɨɛɿɜ (ɩɪɢɤɦɟɬɧɢɤɢ ɩɨɡɢɬɢɜɧɨʀ ɨɰɿɧɧɨʀ ɫɟɦɚɧɬɢɤɢ, 
ɡɚɣɦɟɧɧɢɤɢ ɞɪɭɝɨʀ ɨɫɨɛɢ, ɨɞɢɧɢɰɿ ɤɿɥɶɤɿɫɧɨʀ ɫɟɦɚɧɬɢɤɢ, ɪɨɡɦɨɜɧɿ ɟɥɟɦɟɧɬɢ, ɟɥɿɩɬɢɱɧɿ ɪɟɱɟɧɧɹ, 
ɪɢɬɨɪɢɱɧɿ ɩɢɬɚɧɧɹ, ɩɪɢɣɨɦ ɩɪɨɬɢɫɬɚɜɥɟɧɧɹ, ɩɨɜɬɨɪɢ, ɦɟɬɚɮɨɪɢ, ɩɨɪɿɜɧɹɧɧɹ, ɟɩɿɬɟɬɢ, 
ɝɿɩɟɪɛɨɥɢ). 

Ʉɥɸɱɨɜɿ ɫɥɨɜɚ: ɚɞɪɟɫɚɬ, ɚɞɪɟɫɚɧɬ, ɛɿɡɧɟɫ-ɤɨɭɱ, ɜɿɞɟɨ, ɜɩɥɢɜ, ɩɪɨɦɨɜɚ, ɫɨɰɿɚɥɶɧɚ ɦɟɪɟɠɚ. 
 
ȼ ɫɬɚɬɶɟ ɚɧɚɥɢɡɢɪɭɸɬɫɹ ɥɟɤɫɢɱɟɫɤɢɟ, ɝɪɚɦɦɚɬɢɱɟɫɤɢɟ ɢ ɫɬɢɥɢɫɬɢɱɟɫɤɢɟ ɨɫɨɛɟɧɧɨɫɬɢ 

ɚɧɝɥɨɹɡɵɱɧɵɯ ɜɵɫɬɭɩɥɟɧɢɣ ɛɢɡɧɟɫ-ɤɨɭɱɟɣ, ɪɚɡɦɟɳɟɧɧɵɟ ɜ ɫɨɰɢɚɥɶɧɨɣ ɫɟɬɢ Facebook. Ⱦɥɹ 
ɚɤɬɢɜɢɡɚɰɢɢ ɢ ɮɢɤɫɚɰɢɢ ɜɧɢɦɚɧɢɹ ɰɟɥɟɜɨɣ ɚɭɞɢɬɨɪɢɢ, ɩɟɪɫɨɧɚɥɢɡɚɰɢɢ ɫɨɨɛɳɟɧɢɣ, 
ɦɚɤɫɢɦɚɥɶɧɨɣ ɚɞɪɟɫɨɜɚɧɨɫɬɢ ɪɟɱɢ, ɟɟ ɫɬɪɭɤɬɭɪɢɪɨɜɚɧɢɸ, ɞɥɹ ɪɟɚɥɢɡɚɰɢɢ ɩɪɢɧɰɢɩɚ ɷɤɨɧɨɦɢɢ 
ɢ ɦɢɧɢɦɢɡɚɰɢɢ ɭɫɢɥɢɣ ɛɢɡɧɟɫ-ɤɨɭɱɢ ɢɫɩɨɥɶɡɭɸɬ ɪɹɞ ɹɡɵɤɨɜɵɯ ɫɪɟɞɫɬɜ (ɩɪɢɥɚɝɚɬɟɥɶɧɵɟ 
ɩɨɡɢɬɢɜɧɨɣ ɨɰɟɧɨɱɧɨɣ ɫɟɦɚɧɬɢɤɢ, ɦɟɫɬɨɢɦɟɧɢɹ ɜɬɨɪɨɝɨ ɥɢɰɚ, ɟɞɢɧɢɰɵ ɤɨɥɢɱɟɫɬɜɟɧɧɨɣ 
ɫɟɦɚɧɬɢɤɢ, ɪɚɡɝɨɜɨɪɧɵɟ ɷɥɟɦɟɧɬɵ, ɷɥɥɢɩɬɢɱɟɫɤɢɟ ɩɪɟɞɥɨɠɟɧɢɹ, ɪɢɬɨɪɢɱɟɫɤɢɟ ɜɨɩɪɨɫɵ, 
ɩɪɢɟɦ ɩɪɨɬɢɜɨɩɨɫɬɚɜɥɟɧɢɹ, ɩɨɜɬɨɪ, ɦɟɬɚɮɨɪɵ, ɫɪɚɜɧɟɧɢɹ, ɷɩɢɬɟɬɵ, ɝɢɩɟɪɛɨɥɭ). 

Ʉɥɸɱɟɜɵɟ ɫɥɨɜɚ: ɚɞɪɟɫɚɬ, ɚɞɪɟɫɚɧɬ, ɛɢɡɧɟɫ-ɤɨɭɱ, ɜɢɞɟɨ, ɜɥɢɹɧɢɟ, ɜɵɫɬɭɩɥɟɧɢɟ, 
ɫɨɰɢɚɥɶɧɚɹ ɫɟɬɶ. 

 
Lexical, grammatical, and stylistic characteristics of business coaches’ speeches on Facebook 

have been analysed from the viewpoint of their role in modifying the potential behaviour of the 
addressees. The data totaled 600 coaches’ speeches that were sourced from personal Facebook 
pages between 20016-2017. 

The major findings of the research demonstrate that business coaches employ specific forms of 
language (evaluating adjectives and adverbs, second person pronouns, colloquialisms) or stylistic 
devices (antithesis, repetitions, rhetoric questions, parallel constructions, elliptical sentences, 
metaphors, epithets, hyperbole, comparisons) to draw attention, to facilitate communication in order 
to achieve conversational goals. 

Key words: addresser, addressee, business coach, impact, social network, speech, video. 
 
ɉɨɫɬɚɧɨɜɤɚ ɧɚɭɤɨɜɨʀ ɩɪɨɛɥɟɦɢ ɬɚ ʀʀ ɡɧɚɱɟɧɧɹ. ɇɨɜɿ ɿɧɮɨɪɦɚɰɿɣɧɿ 

ɬɟɯɧɨɥɨɝɿʀ ɫɬɜɨɪɢɥɢ ɫɨɰɿɨɤɭɥɶɬɭɪɧɟ, ɤɨɦɭɧɿɤɚɬɢɜɧɟ ɫɟɪɟɞɨɜɢɳɟ, ɹɤɟ ɨɬɪɢɦɚɥɨ 
ɧɚɡɜɭ ɜɿɪɬɭɚɥɶɧɨɝɨ ɞɢɫɤɭɪɫɭ. ȼɿɪɬɭɚɥɶɧɢɣ ɞɢɫɤɭɪɫ ɽ ɪɿɡɧɨɜɢɞɨɦ ɞɢɫɤɭɪɫɭ, 
ɨɛɦɟɠɟɧɢɦ ɫɢɬɭɚɰɿɽɸ ɫɩɿɥɤɭɜɚɧɧɹ ɭ ɜɿɪɬɭɚɥɶɧɨɦɭ ɩɪɨɫɬɨɪɿ, ɭ ɤɨɧɬɟɤɫɬɿ ɹɤɨɝɨ 
ɝɟɧɟɪɭɸɬɶɫɹ ɫɩɟɰɢɮɿɱɧɿ ɠɚɧɪɢ, ɞɿɸɬɶ ɫɩɟɰɢɮɿɱɧɿ ɤɨɧɰɟɩɬɢ, ɜɢɨɤɪɟɦɥɸɸɬɶɫɹ 
ɨɫɨɛɥɢɜɿ ɬɢɩɢ ɨɫɨɛɢɫɬɨɫɬɟɣ (Ʌɭɬɨɜɢɧɨɜɚ, 2009). 

Ɉɫɤɿɥɶɤɢ ɛɭɞɶ-ɹɤɢɣ ɞɢɫɤɭɪɫ ɪɟɚɥɿɡɭɽɬɶɫɹ ɭ ɩɟɜɧɢɯ ɠɚɧɪɚɯ, ɪɟɥɟɜɚɧɬɧɢɦ ɽ 
ɜɢɨɤɪɟɦɥɟɧɧɹ ɠɚɧɪɿɜ, ɩɪɢɬɚɦɚɧɧɢɯ ɜɿɪɬɭɚɥɶɧɨɦɭ ɞɢɫɤɭɪɫɭ. Ɂɚ ɬɟɦɚɬɢɱɧɨɸ 
ɨɡɧɚɤɨɸ ɜɿɪɬɭɚɥɶɧɿ ɠɚɧɪɢ ɩɨɞɿɥɹɸɬɶ ɧɚ ɡɚɝɚɥɶɧɨɿɧɮɨɪɦɚɰɿɣɧɿ, ɧɚɭɤɨɜɨ-
ɨɫɜɿɬɧɿ, ɯɭɞɨɠɧɶɨ-ɥɿɬɟɪɚɬɭɪɧɿ, ɪɨɡɜɚɠɚɥɶɧɿ, ɞɿɥɨɜɿ, ɤɨɦɟɪɰɿɣɧɿ ɬɚ ɠɚɧɪɢ, ɹɤɿ 
ɨɮɨɪɦɥɸɸɬɶ ɧɟɫɩɟɰɿɚɥɶɧɟ, ɧɟɩɪɨɮɟɫɿɣɧɟ ɫɩɿɥɤɭɜɚɧɧɹ (ɂɜɚɧɨɜ, 2000).  
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Ɂɚɥɟɠɧɨ ɜɿɞ ɤɨɦɭɧɿɤɚɬɢɜɧɨʀ ɮɭɧɤɰɿʀ ɜɢɨɤɪɟɦɥɸɸɬɶ ɿɧɮɨɪɦɚɬɢɜɧɿ ɠɚɧɪɢ 
(ɜɟɛ-ɫɬɨɪɿɧɤɢ ɧɨɜɢɧɧɢɯ ɚɝɟɧɰɿɣ), ɞɢɪɟɤɬɢɜɧɿ ɠɚɧɪɢ (ɜɟɛ-ɪɟɤɥɚɦɚ, ɿɧɬɟɪɧɟɬ-
ɦɚɝɚɡɢɧɢ), ɤɨɦɭɧɿɤɚɬɢɜɧɿ ɠɚɧɪɢ (ɟɥɟɤɬɪɨɧɧɿ ɥɢɫɬɢ, ɮɨɪɭɦɢ), ɩɪɟɡɟɧɬɚɰɿɣɧɿ 
ɠɚɧɪɢ (ɩɟɪɫɨɧɚɥɶɧɿ ɜɟɛ-ɫɬɨɪɿɧɤɢ), ɟɫɬɟɬɢɱɧɿ ɠɚɧɪɢ (ɮɚɧɮɿɤɲɧ), ɪɨɡɜɚɠɚɥɶɧɿ 
ɠɚɧɪɢ (ɿɝɪɢ) (ɓɢɩɢɰɢɧɚ). 

Ɂɚ ɫɬɪɭɤɬɭɪɧɨ-ɤɨɦɩɨɡɢɰɿɣɧɢɦɢ ɬɚ ɤɨɦɭɧɿɤɚɬɢɜɧɢɦɢ ɨɫɨɛɥɢɜɨɫɬɹɦɢ ɫɟɪɟɞ 
ɠɚɧɪɿɜ ɜɿɪɬɭɚɥɶɧɨɝɨ ɞɢɫɤɭɪɫɭ ɜɢɨɤɪɟɦɥɸɸɬɶ ɟɥɟɤɬɪɨɧɧɭ ɩɨɲɬɭ, ɟɥɟɤɬɪɨɧɧɿ 
ɤɨɧɮɟɪɟɧɰɿʀ, ɟɥɟɤɬɪɨɧɧɿ ɞɨɲɤɢ ɨɝɨɥɨɲɟɧɶ, ɛɥɨɝɢ, ɟɥɟɤɬɪɨɧɧɿ ɿɝɪɢ, ɱɚɬ 
(Ʌɭɬɨɜɢɧɨɜɚ, 2009). 

ɋɬɪɿɦɤɢɣ ɪɨɡɜɢɬɨɤ ɿɧɮɨɪɦɚɰɿɣɧɢɯ ɬɟɯɧɨɥɨɝɿɣ ɩɪɢɡɜɨɞɢɬɶ ɞɨ ɪɨɡɲɢɪɟɧɧɹ 
ɠɚɧɪɨɜɨʀ ɫɢɫɬɟɦɢ ɜɿɪɬɭɚɥɶɧɨɝɨ ɞɢɫɤɭɪɫɭ ɬɚ ɜɢɧɢɤɧɟɧɧɹ ɧɨɜɢɯ ɠɚɧɪɿɜ, ɡɨɤɪɟɦɚ 
ɠɚɧɪɭ ɫɨɰɿɚɥɶɧɢɯ ɦɟɪɟɠ ɡ ɩɪɢɬɚɦɚɧɧɢɦɢ ɞɥɹ ɧɶɨɝɨ ɨɫɨɛɥɢɜɨɫɬɹɦɢ. Ɉɤɪɿɦ 
ɦɨɠɥɢɜɨɫɬɿ ɦɿɠɨɫɨɛɢɫɬɿɫɧɨɝɨ ɫɩɿɥɤɭɜɚɧɧɹ ɩɨɩɪɢ ɛɭɞɶ-ɹɤɭ ɜɿɞɞɚɥɟɧɿɫɬɶ 
ɤɨɦɭɧɿɤɚɧɬɿɜ ɬɚ ɡɜɨɪɨɬɧɨɝɨ ɡɜ’ɹɡɤɭ ɡ ɩɿɞɩɢɫɧɢɤɚɦɢ, ɫɨɰɿɚɥɶɧɿ ɦɟɪɟɠɿ ɫɬɜɨɪɢɥɢ 
ɦɨɠɥɢɜɨɫɬɿ ɞɥɹ ɩɭɛɥɿɤɚɰɿɣ ɧɨɜɢɧɧɨɝɨ, ɪɨɡɜɚɠɚɥɶɧɨɝɨ, ɧɚɭɤɨɜɨ-ɨɫɜɿɬɧɶɨɝɨ, 
ɤɨɦɟɪɰɿɣɧɨɝɨ, ɪɟɤɥɚɦɧɨɝɨ ɤɨɧɬɟɧɬɭ ɧɚ ɜɥɚɫɧɢɯ ɩɭɛɥɿɱɧɢɯ ɱɢ ɧɚɩɿɜɩɭɛɥɿɱɧɢɯ 
ɫɬɨɪɿɧɤɚɯ, ɳɨ ɞɨɡɜɨɥɹɽ ɜɢɡɧɚɱɚɬɢ ɫɨɰɿɚɥɶɧɿ ɦɟɪɟɠɿ ɹɤ ɧɨɜɢɣ ɜɢɞ ɦɟɞɿɚ 
ɚɤɬɢɜɧɨɫɬɿ. 

ɋɨɰɿɚɥɶɧɿ ɦɟɪɟɠɿ, ɡɨɤɪɟɦɚ ɧɚɣɛɿɥɶɲɚ ɭ ɫɜɿɬɿ ɫɨɰɿɚɥɶɧɚ ɦɟɪɟɠɚ Facebook, 
ɦɨɠɭɬɶ ɧɟɡɚɛɚɪɨɦ ɡɚɦɿɧɢɬɢ ɞɟɹɤɿ ɜɟɛ-ɫɚɣɬɢ. Ɂɚ ɫɜɿɞɱɟɧɧɹɦ ɞɨɫɥɿɞɧɢɤɿɜ ɬɚ 
ɮɚɯɿɜɰɿɜ ɭ ɫɮɟɪɿ ɛɿɡɧɟɫɭ, ɩɪɢɫɭɬɧɿɫɬɶ ɤɨɦɩɚɧɿɣ ɭ ɫɨɰɦɟɪɟɠɚɯ ɽ ɟɮɟɤɬɢɜɧɿɲɨɸ 
ɜɿɞ ɡɜɢɱɚɣɧɢɯ ɿɧɬɟɪɧɟɬ-ɫɬɨɪɿɧɨɤ ɱɟɪɟɡ ɦɨɠɥɢɜɿɫɬɶ ɜɫɬɚɧɨɜɥɟɧɧɹ ɬɿɫɧɿɲɢɯ 
ɜɡɚɽɦɢɧ ɡ ɰɿɥɶɨɜɨɸ ɚɭɞɢɬɨɪɿɽɸ (Langdon, 2016; Vaynerchuk, 2017).  

Ⱥɤɬɢɜɧɟ ɩɨɲɢɪɟɧɧɹ ɬɚ ɜɢɤɨɪɢɫɬɚɧɧɹ ɫɨɰɿɚɥɶɧɢɯ ɦɟɪɟɠ ɹɤ ɬɟɯɧɨɥɨɝɿɱɧɨʀ 
ɩɥɚɬɮɨɪɦɢ ɞɥɹ ɁɆȱ, ɪɟɤɥɚɦɢ, ɛɥɨɝɿɜ, ɜɥɨɝɿɜ, ɤɨɦɟɧɬɚɪɿɜ, ɨɩɢɬɭɜɚɧɶ, ɳɨ ɫɩɪɢɹɽ 
ɡɞɿɣɫɧɟɧɧɸ ɤɨɦɭɧɿɤɚɰɿʀ, ɡɨɤɪɟɦɚ ɭ ɫɮɟɪɿ ɛɿɡɧɟɫɭ, ɡɭɦɨɜɥɸɽ ɚɤɬɭɚɥɶɧɿɫɬɶ 
ɧɚɲɨɝɨ ɞɨɫɥɿɞɠɟɧɧɹ. 

Ɉɛ’ɽɤɬɨɦ ɞɨɫɥɿɞɠɟɧɧɹ ɽ ɡɚɫɨɛɢ ɦɨɜɥɟɧɧɽɜɨɝɨ ɜɩɥɢɜɭ ɜ ɞɢɫɤɭɪɫɿ ɛɿɡɧɟɫ-
ɤɨɭɱɿɜ. 

ɉɪɟɞɦɟɬɨɦ ɞɨɫɥɿɞɠɟɧɧɹ ɽ ɥɟɤɫɢɱɧɿ, ɝɪɚɦɚɬɢɱɧɿ ɬɚ ɫɬɢɥɿɫɬɢɱɧɿ ɨɫɨɛɥɢɜɨɫɬɿ 
ɚɧɝɥɨɦɨɜɧɢɯ ɜɿɞɟɨ-ɩɪɨɦɨɜ ɛɿɡɧɟɫ-ɤɨɭɱɿɜ ɭ ɫɨɰɿɚɥɶɧɿɣ ɦɟɪɟɠɿ Facebook. 

Ɇɚɬɟɪɿɚɥɨɦ ɞɨɫɥɿɞɠɟɧɧɹ ɫɥɭɝɭɜɚɥɢ ɩɨɧɚɞ 600 ɚɧɝɥɨɦɨɜɧɢɯ ɜɿɞɟɨ 
ɮɪɚɝɦɟɧɬɿɜ, ɨɩɭɛɥɿɤɨɜɚɧɢɯ ɭ ɫɨɰɿɚɥɶɧɿɣ ɦɟɪɟɠɿ Facebook, ɞɿɛɪɚɧɢɯ ɦɟɬɨɞɨɦ 
ɫɭɰɿɥɶɧɨʀ ɜɢɛɿɪɤɢ ɡ ɩɟɪɫɨɧɚɥɶɧɢɯ ɫɬɨɪɿɧɨɤ ɛɿɡɧɟɫ-ɤɨɭɱɿɜ, ɤɿɥɶɤɿɫɬɶ ɩɿɞɩɢɫɧɢɤɿɜ 
ɹɤɢɯ ɩɟɪɟɜɢɳɭɜɚɥɚ 100 ɬɢɫ. ɉɟɪɿɨɞ ɜɢɛɿɪɤɢ ɦɨɜɧɨɝɨ ɦɚɬɟɪɿɚɥɭ ɨɯɨɩɥɸɽ 2016–
2017 ɪɪ. 

ȼɢɤɥɚɞ ɨɫɧɨɜɧɨɝɨ ɦɚɬɟɪɿɚɥɭ ɣ ɨɛʉɪɭɧɬɭɜɚɧɧɹ ɨɬɪɢɦɚɧɢɯ ɪɟɡɭɥɶɬɚɬɿɜ 
ɞɨɫɥɿɞɠɟɧɧɹ. Ɂɚ ɜɢɡɧɚɱɟɧɧɹɦ Ɇ. Ɇ. Ȼɚɯɬɿɧɚ (1979), ɠɚɧɪ – ɯɚɪɚɤɬɟɪɧɢɣ ɞɥɹ 
ɩɟɜɧɨʀ ɫɮɟɪɢ ɦɨɜɥɟɧɧɽɜɨʀ ɞɿɹɥɶɧɨɫɬɿ ɫɬɿɣɤɢɣ ɬɢɩ ɜɢɫɥɨɜɥɸɜɚɧɶ, ɜ ɹɤɨɦɭ 
ɫɬɚɧɞɚɪɬɢɡɨɜɚɧɿ ɬɟɦɚɬɢɱɧɢɣ ɡɦɿɫɬ, ɦɨɜɧɢɣ ɫɬɢɥɶ ɬɚ ɤɨɦɩɨɡɢɰɿɣɧɚ ɛɭɞɨɜɚ.  

ɀɚɧɪɢ ɜɿɪɬɭɚɥɶɧɨɝɨ ɞɢɫɤɭɪɫɭ ɞɢɧɚɦɿɱɧɿɲɿ, ɮɨɪɦɭɸɬɶɫɹ ɬɚ ɡɦɿɧɸɸɬɶɫɹ 
ɡɧɚɱɧɨ ɲɜɢɞɲɟ, ɧɿɠ ɠɚɧɪɢ ɪɟɚɥɶɧɨɝɨ ɞɢɫɤɭɪɫɭ. Ɉɞɢɧ ɠɚɧɪ ɦɨɠɟ ɜɯɨɞɢɬɢ ɭ 
ɫɤɥɚɞ ɿɧɲɨɝɨ, ɬɪɚɧɫɮɨɪɦɭɜɚɬɢɫɹ ɭ ɧɶɨɦɭ, ɧɚɛɭɜɚɸɱɢ ɨɫɨɛɥɢɜɨɝɨ ɯɚɪɚɤɬɟɪɭ 
(Ʌɭɬɨɜɢɧɨɜɚ, 2009). ɉɿɞɬɜɟɪɞɠɟɧɧɹɦ ɩɨɫɬɿɣɧɨɝɨ ɪɨɡɜɢɬɤɭ ɽ ɫɨɰɿɚɥɶɧɿ ɦɟɪɟɠɿ – 
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ɨɫɧɨɜɧɢɣ ɫɩɨɫɿɛ ɟɥɟɤɬɪɨɧɧɨʀ ɤɨɦɭɧɿɤɚɰɿʀ ɫɶɨɝɨɞɟɧɧɹ, ɹɤɢɣ ɞɨɡɜɨɥɹɽ 
ɡɚɨɳɚɞɠɭɜɚɬɢ ɱɚɫ, ɡɭɫɢɥɥɹ, ɪɟɚɥɿɡɭɜɚɬɢ ɪɿɡɧɨɦɚɧɿɬɧɿ ɤɨɦɭɧɿɤɚɬɢɜɧɿ ɫɬɪɚɬɟɝɿʀ.  

ɋɨɰɿɚɥɶɧɿ ɦɟɪɟɠɿ ɩɟɪɟɛɢɪɚɸɬɶ ɧɚ ɫɟɛɟ ɮɭɧɤɰɿʀ, ɹɤɿ ɪɚɧɿɲɟ ɜɢɤɨɧɭɜɚɥɢ 
ɬɟɥɟɛɚɱɟɧɧɹ, ɪɚɞɿɨ, ɝɚɡɟɬɢ, ɡɚɜɞɹɤɢ ɦɨɠɥɢɜɨɫɬɿ ɤɨɦɛɿɧɭɜɚɬɢ ɮɨɪɦɚɬɢ ɩɨɞɚɧɧɹ 
ɿɧɮɨɪɦɚɰɿʀ: ɩɢɫɶɦɨɜɢɣ ɬɟɤɫɬ, ɡɨɛɪɚɠɟɧɧɹ, ɩɨɫɢɥɚɧɧɹ, ɚɭɞɿɨ- ɬɚ ɜɿɞɟɨ 
ɮɪɚɝɦɟɧɬɢ, ɳɨ ɡɨɤɪɟɦɚ ɚɤɬɭɚɥɶɧɨ ɞɥɹ ɦɚɪɤɟɬɢɧɝɨɜɨʀ ɤɨɦɭɧɿɤɚɰɿʀ, ɩɪɨɫɭɜɚɧɧɹ 
ɧɨɜɢɯ ɛɿɡɧɟɫ-ɿɞɟɣ, ɤɨɭɱɢɧɝɭ.  

Ʉɨɭɱɢɧɝ – ɦɟɬɨɞ ɤɨɧɫɭɥɶɬɭɜɚɧɧɹ ɦɟɧɲ ɞɨɫɜɿɞɱɟɧɨɝɨ ɩɪɚɰɿɜɧɢɤɚ ɛɿɥɶɲ 
ɞɨɫɜɿɞɱɟɧɢɦ ɡ ɦɟɬɨɸ ɪɨɡɤɪɢɬɢ ɣɨɝɨ ɩɨɬɟɧɰɿɚɥ, ɧɚɜɱɢɬɢ ɩɪɚɰɸɜɚɬɢ ɧɚɞ ɫɨɛɨɸ, 
ɞɭɦɚɬɢ ɬɚ ɞɿɹɬɢ ɩɨ-ɧɨɜɨɦɭ, ɮɨɪɦɭɥɸɜɚɬɢ ɦɟɬɭ, ɞɨɫɹɝɚɬɢ ɤɪɚɳɢɯ ɪɟɡɭɥɶɬɚɬɿɜ, 
ɩɿɞɜɢɳɭɜɚɬɢ ɩɪɨɞɭɤɬɢɜɧɿɫɬɶ. Ȼɿɡɧɟɫ-ɤɨɭɱɢɧɝ ɭ ɜɿɪɬɭɚɥɶɧɨɦɭ ɩɪɨɫɬɨɪɿ ɽ 
ɪɿɡɧɨɜɢɞɨɦ ɚɪɝɭɦɟɧɬɚɬɢɜɧɨɝɨ ɛɿɡɧɟɫ-ɞɢɫɤɭɪɫɭ, ɹɤɢɣ ɦɚɽ ɜ ɫɜɨʀɣ ɨɫɧɨɜɿ 
ɪɢɬɨɪɢɱɧɭ ɩɪɢɪɨɞɭ ɬɚ ɩɨɽɞɧɭɽ ɪɢɫɢ ɞɿɥɨɜɨɝɨ, ɦɚɫ-ɦɟɞɿɣɧɨɝɨ, ɤɨɪɩɨɪɚɬɢɜɧɨɝɨ 
ɞɢɫɤɭɪɫɿɜ.  

Ɋɨɡɦɿɳɟɧɧɹ ɧɚ ɎȻ-ɫɬɨɪɿɧɤɚɯ ɛɿɡɧɟɫ-ɤɨɭɱɿɜ ɜɿɞɟɨ-ɮɪɚɝɦɟɧɬɿɜ ɽ ɛɟɡɩɟɪɟɱɧɨ 
ɟɮɟɤɬɢɜɧɢɦ ɿɧɫɬɪɭɦɟɧɬɨɦ ɜɡɚɽɦɨɞɿʀ ɡ ɰɿɥɶɨɜɨɸ ɚɭɞɢɬɨɪɿɽɸ, ɨɫɤɿɥɶɤɢ 
ɡɛɭɞɠɟɧɧɹ ɞɟɤɿɥɶɤɨɯ ɨɪɝɚɧɿɜ ɱɭɬɬɹ (ɡɨɪɭ, ɫɥɭɯɭ) ɫɭɬɬɽɜɨ ɡɛɿɥɶɲɭɽ 
ɟɮɟɤɬɢɜɧɿɫɬɶ ɩɨɜɿɞɨɦɥɟɧɧɹ.  

Video allows you to present your service in a viewpoint that differentiates 
yourself from the competition. Using a visual representation of the success you’ve 
achieved is a lot more powerful than just pretty image <… > With new features like 
FB live, your posts will get a significantly higher reach than your traditional image 
with a tagline (Ferry, 2017). 

Ȼɿɡɧɟɫ-ɤɨɭɱɿ ɜɢɤɨɪɢɫɬɨɜɭɸɬɶ ɜɿɞɟɨ ɞɥɹ ɪɟɚɥɿɡɚɰɿʀ ɫɬɪɚɬɟɝɿʀ ɫɚɦɨɩɪɟɡɟɧɬɚɰɿʀ, 
ɫɬɜɨɪɸɸɱɢ ɿɦɿɞɠ ɡɚɩɨɜɡɹɬɥɢɜɨɝɨ, ɪɿɲɭɱɨɝɨ, ɩɿɞɩɪɢɽɦɥɢɜɨɝɨ, ɧɚɞɡɜɢɱɚɣɧɨ 
ɟɧɟɪɝɿɣɧɨɝɨ ɬɚ ɭɫɩɿɲɧɨɝɨ ɛɿɡɧɟɫɦɟɧɚ, ɹɤɢɣ ɡɧɚɽ ɫɟɤɪɟɬ ɭɫɩɿɯɭ ɿ ɝɨɬɨɜɢɣ ɧɢɦ 
ɩɨɞɿɥɢɬɢɫɹ.  

ȼɿɞɟɨ-ɩɪɨɦɨɜɢ, ɪɨɡɦɿɳɟɧɿ ɧɚ ɩɟɪɫɨɧɚɥɶɧɢɯ ɫɬɨɪɿɧɤɚɯ ɛɿɡɧɟɫ-ɤɨɭɱɿɜ, ɽ 
ɧɟɜɟɥɢɤɢɦɢ ɡɚ ɨɛɫɹɝɨɦ, ɩɟɪɟɜɚɠɧɨ ɦɨɧɨɥɨɝɿɱɧɢɦɢ ɬɟɤɫɬɚɦɢ ɛɿɡɧɟɫ ɬɟɦɚɬɢɤɢ, 
ɚɞɪɟɫɨɜɚɧɢɦɢ ɚɭɞɢɬɨɪɿʀ, ɩɪɨɮɟɫɿɣɧɨ ɩɨɜ’ɹɡɚɧɿɣ ɡɿ ɫɮɟɪɨɸ ɛɿɡɧɟɫɭ ɱɢ ɬɢɦ, ɯɬɨ 
ɛɿɡɧɟɫɨɦ ɰɿɤɚɜɢɬɶɫɹ.  

Ȼɿɡɧɟɫ-ɤɨɭɱɿ ɹɤ ɩɪɨɮɟɫɿɣɧɿ ɤɨɦɭɧɿɤɚɬɨɪɢ ɞɨɛɪɟ ɨɛɿɡɧɚɧɿ ɡ ɦɟɯɚɧɿɡɦɚɦɢ 
ɫɩɪɢɣɧɹɬɬɹ ɜɟɪɛɚɥɶɧɨʀ ɿɧɮɨɪɦɚɰɿʀ. Ⱦɥɹ ɚɤɬɢɜɿɡɚɰɿʀ ɬɚ ɮɿɤɫɚɰɿʀ ɭɜɚɝɢ ɰɿɥɶɨɜɨʀ 
ɚɭɞɢɬɨɪɿʀ, ɞɥɹ ɩɟɪɫɨɧɚɥɿɡɚɰɿʀ ɩɨɜɿɞɨɦɥɟɧɶ ɛɿɡɧɟɫ-ɤɨɭɱɿ ɡɚɫɬɨɫɨɜɭɸɬɶ ɪɹɞ 
ɬɟɯɧɨɥɨɝɿɣ ɦɨɜɥɟɧɧɽɜɨɝɨ ɜɩɥɢɜɭ. ɋɟɪɟɞ ɧɢɯ – ɜɢɤɨɪɢɫɬɚɧɧɹ ɥɟɤɫɢɤɢ, ɹɤɚ 
ɜɜɨɞɢɬɶ ɜɟɪɢɮɿɤɨɜɚɧɭ, ɿɫɬɢɧɧɭ ɡ ɩɨɝɥɹɞɭ ɚɞɪɟɫɚɧɬɚ ɩɪɨɩɨɡɢɰɿɸ ɬɚ ɫɜɿɞɱɢɬɶ 
ɩɪɨ ɣɨɝɨ ɚɜɬɨɪɢɬɟɬɧɿɫɬɶ: 

I know the problem. Do you know the problem? Here’s the secret. They don’t 
know the questions to ask. They don’t know what to say to get a customer say, 
«I choose you over the competition.» Or worse, they don’t know what to say. So they 
don’t reach out to anybody (Ⱦɠɟɪɟɥɚ: 2). 

Ⱦɥɹ ɜɫɬɚɧɨɜɥɟɧɧɹ ɤɨɧɬɚɤɬɭ ɡ ɚɭɞɢɬɨɪɿɽɸ ɜɢɤɨɪɢɫɬɨɜɭɸɬɶɫɹ ɥɟɤɫɢɱɧɿ 
ɨɞɢɧɢɰɿ, ɫɩɪɹɦɨɜɚɧɿ ɧɚ ɞɨɫɹɝɧɟɧɧɹ ɦɚɤɫɢɦɚɥɶɧɨʀ ɚɞɪɟɫɚɬɧɨɫɬɿ ɩɨɜɿɞɨɦɥɟɧɧɹ. 
ɐɟ, ɡɨɤɪɟɦɚ, ɡɚɣɦɟɧɧɢɤɢ ɞɪɭɝɨʀ ɨɫɨɛɢ: 
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You with me on this? If you do that all of the time, you’re gonna make a 
fortune (Ⱦɠɟɪɟɥɚ: 2); ɡɜɟɪɬɚɧɧɹ: At the end of the day real estate is about housing 
and home ownership and raising a family or making investments. But it all boils 
down to economics, buddy (Ⱦɠɟɪɟɥɚ: 2); My friends, if you are watching this video, 
you probably will wanna watch it a few times (Ⱦɠɟɪɟɥɚ: 2); Be a warrior, baby! Go, 
get them! (Ⱦɠɟɪɟɥɚ: 2). 

ɋɟɪɟɞ ɫɬɪɚɬɟɝɿɣ ɩɟɪɟɤɨɧɚɧɧɹ, ɞɨ ɹɤɢɯ ɜɞɚɸɬɶɫɹ ɛɿɡɧɟɫ-ɤɨɭɱɿ, ɮɿɤɫɭɽɦɨ 
ɡɚɥɭɱɟɧɧɹ ɟɤɫɩɪɟɫɢɜɧɢɯ ɦɨɜɧɢɯ ɡɚɫɨɛɿɜ, ɡɨɤɪɟɦɚ ɩɪɢɤɦɟɬɧɢɤɿɜ ɡ ɨɰɿɧɧɨ-
ɦɨɞɚɥɶɧɢɦ ɡɧɚɱɟɧɧɹɦ ɱɚɫɬɨ ɭ ɩɨɽɞɧɚɧɧɿ ɡ ɩɪɢɫɥɿɜɧɢɤɚɦɢ:  

Go for this monstrous goal! (Ⱦɠɟɪɟɥɚ: 2); The best way to become something is 
to act like something (Ⱦɠɟɪɟɥɚ: 1); It’s galactically important to be able to sell; 
I can’t be wildly successful in my business and be a spiritual person. I can’t be 
incredibly healthy and be super productive in my business (Ⱦɠɟɪɟɥɚ: 2); 
Advertising on Facebook is crazy cheap, it is super inexpensive (Ⱦɠɟɪɟɥɚ: 2); I’m 
being dead serious about that (Ⱦɠɟɪɟɥɚ: 1). 

Ɂɚɜɞɹɤɢ ɡɚɥɭɱɟɧɧɸ ɟɥɟɦɟɧɬɿɜ ɪɨɡɦɨɜɧɨɝɨ ɪɟɝɿɫɬɪɭ ɜɿɞɛɭɜɚɽɬɶɫɹ 
ɟɤɫɩɪɟɫɢɜɿɡɚɰɿɹ ɬɚ ɩɿɞɫɢɥɟɧɧɹ ɚɩɟɥɹɬɢɜɧɨ-ɫɩɨɧɭɤɚɥɶɧɢɯ ɯɚɪɚɤɬɟɪɢɫɬɢɤ 
ɩɨɜɿɞɨɦɥɟɧɧɹ:  

I don’t know your business but I know PR and I know why PR is in deep doo-
doo (Ⱦɠɟɪɟɥɚ: 1); Haircut at 6.30, you know, got up, exercised, coaching call 
merely at 7, got to the office, prepped for conference calls, had some meetings, 
talked to like 4 different big CEO today (Ⱦɠɟɪɟɥɚ: 2); Your skin is too thin for your 
goals. You got a pin prick and you go bananas for three days (Ⱦɠɟɪɟɥɚ: 2); Settling 
is sucks (Ⱦɠɟɪɟɥɚ: 2).  

ɋɟɪɟɞ ɦɨɜɧɢɯ ɨɞɢɧɢɰɶ ɡ ɜɟɥɢɤɢɦ ɚɪɝɭɦɟɧɬɚɬɢɜɧɢɦ ɩɨɬɟɧɰɿɚɥɨɦ, 
ɩɨɲɢɪɟɧɢɯ ɭ ɩɪɨɦɨɜɚɯ ɛɿɡɧɟɫ-ɤɨɭɱɿɜ, ɽ ɨɞɢɧɢɰɿ ɤɿɥɶɤɿɫɧɨʀ ɫɟɦɚɧɬɢɤɢ: So why 
do you wanna make a lot of money? (Ⱦɠɟɪɟɥɚ: 2); We’re living in a world where is 
so much more opportunity. The internet thing created way more opportunity for all 
of us. Way more (Ⱦɠɟɪɟɥɚ: 1). Ɉɞɢɧɢɰɿ ɤɿɥɶɤɿɫɧɨʀ ɫɟɦɚɧɬɢɤɢ ɛɟɪɭɬɶ ɭɱɚɫɬɶ ɭ 
ɪɟɚɥɿɡɚɰɿʀ ɬɚɤɬɢɤɢ ɝɿɩɟɪɛɨɥɿɡɚɰɿʀ, ɫɩɪɹɦɨɜɚɧɿɣ ɧɚ ɩɪɢɜɟɪɧɟɧɧɹ ɭɜɚɝɢ ɚɞɪɟɫɚɬɚ:  

I know tens of thousands of people, and I know thousands of people extremely well, 
and I know hundreds of people deeply well… And I know tons of people who I grew up 
with in the Silicon Valley boom who have hundreds of millions of dollars in their bank 
account and are as miserable and as lonely and as broken as you’ll ever see 
(Ⱦɠɟɪɟɥɚ: 1). 

ɇɟɨɛɯɿɞɧɿɫɬɶ ɲɜɢɞɤɨɝɨ ɞɨɧɟɫɟɧɧɹ ɿɧɮɨɪɦɚɰɿʀ ɡɭɦɨɜɥɸɽ ɩɨɲɢɪɟɧɟ ɜɠɢɜɚɧɧɹ 
ɟɥɿɩɬɢɱɧɢɯ ɪɟɱɟɧɶ: Why most agents suffer? (Ⱦɠɟɪɟɥɚ: 2); You with me on this? 
(Ⱦɠɟɪɟɥɚ: 2); Had like a crazy day (Ⱦɠɟɪɟɥɚ: 2); Been in this conversation I wanna 
share with you (Ⱦɠɟɪɟɥɚ: 2). 

ɋɬɪɭɤɬɭɪɭɜɚɧɧɹ ɬɚ ɤɜɚɧɬɭɜɚɧɧɹ ɿɧɮɨɪɦɚɰɿʀ ɩɨɥɟɝɲɭɽ ʀʀ ɫɩɪɢɣɧɹɬɬɹ 
ɚɞɪɟɫɚɬɨɦ. Ɂɚ ɫɥɨɜɚɦɢ Ⱥ. Ⱦ. Ȼɽɥɨɜɨʀ (1997, ɫ. 89–91), ɳɨɛ ɩɟɪɟɤɨɧɚɬɢ ɚɞɪɟɫɚɬɚ, 
ɧɟɨɛɯɿɞɧɨ ɩɪɟɞɫɬɚɜɥɹɬɢ ɩɨɡɢɰɿɸ ɞɨɤɚɡɨɜɨ, ɡɨɤɪɟɦɚ ɡɚ ɞɨɩɨɦɨɝɨɸ ɩɨɫɥɿɞɨɜɧɢɯ 
ɚɪɝɭɦɟɧɬɿɜ, ɹɤɿ ɜɜɨɞɹɬɶ ɧɭɦɟɪɚɬɢɜɧɿ ɤɨɧɟɤɬɨɪɢ:  

Best Advice to New Real Estate Agents. Number one: You gotta decide. Right? 
You gotta decide that you’re gonna be a part of club 13 knowing that 87% of the 
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industry that gets in, fails after 5 years. So the declaration to be in club 13. Number 
two: You gotta know why. Why is it an absolute must for you? (Ⱦɠɟɪɟɥɚ: 2); 
Number one. Show up to the event knowing what it is that you want… The second 
thing you are to do is show up prepared (Ⱦɠɟɪɟɥɚ: 2).  

Ɍɚɤɟ ɤɜɚɧɬɭɜɚɧɧɹ ɿɧɮɨɪɦɚɰɿʀ ɞɨɡɜɨɥɹɽ ɚɞɪɟɫɚɧɬɭ ɥɨɝɿɱɧɨ ɣ ɚɪɝɭɦɟɧɬɨɜɚɧɨ 
ɩɪɟɞɫɬɚɜɥɹɬɢ ɫɜɨɸ ɩɨɡɢɰɿɸ. 

ɓɟ ɨɞɧɢɦ ɩɨɲɢɪɟɧɢɦ ɫɩɨɫɨɛɨɦ ɨɪɝɚɧɿɡɚɰɿʀ ɿɧɮɨɪɦɚɰɿʀ, ɩɪɟɞɫɬɚɜɥɟɧɨʀ ɭ 
ɜɿɞɟɨ-ɩɪɨɦɨɜɚɯ, ɽ ɩɪɨɬɢɫɬɚɜɥɟɧɧɹ ɬɚ ɥɟɤɫɢɤɨ-ɫɢɧɬɚɤɫɢɱɧɿ ɩɨɜɬɨɪɢ:  

Think about like this. Two agents. They both go to the same company. They both 
get the same licensing school. They both go the same basic training. One of them 
becomes a rock star like you. And one of them suffers in the business every single 
day. Suffers psychologically, suffers financially, has no certainty in terms of where’s 
the next transaction coming from (Ⱦɠɟɪɟɥɚ: 2); The war that we are in is actually 
the battle between your old beliefs, your old mindset, your old skills, your old 
ambition, your old understanding of your business versus your potential (Ⱦɠɟɪɟɥɚ: 2). 

Ɉɤɪɿɦ ɩɪɨɬɢɫɬɚɜɥɟɧɧɹ ɬɚ ɩɨɜɬɨɪɿɜ, ɹɤɿ ɩɪɢɲɜɢɞɲɭɸɬɶ ɩɪɨɰɟɫ ɞɟɤɨɞɭɜɚɧɧɹ 
ɿɧɮɨɪɦɚɰɿʀ, ɭ ɩɪɨɦɨɜɚɯ ɛɿɡɧɟɫ-ɤɨɭɱɿɜ ɱɚɫɬɨ ɜɠɢɜɚɧɢɦ ɩɪɢɣɨɦɨɦ 
ɩɟɪɟɤɨɧɭɜɚɧɧɹ ɽ ɪɢɬɨɪɢɱɧɿ ɡɚɩɢɬɚɧɧɹ: 

And you have to ask yourself. Did you get into the real estate business to do 
paperwork? Did you get into the real estate business to do walkthroughs? No! The 
reality is you got into this business to sell homes. And the reason you wanna hire that 
first assistant is you can spend your time doing just that (Ⱦɠɟɪɟɥɚ: 2); What if I told 
you this was the last Monday morning of your life? What if I told you die this week? 
Would you complain about your crap job or that test you don’t want to take? I doubt it 
(Ⱦɠɟɪɟɥɚ: 1). 

Ɋɢɬɨɪɢɱɧɟ ɡɚɩɢɬɚɧɧɹ ɹɤ ɫɬɢɥɿɫɬɢɱɧɢɣ ɡɚɫɿɛ ɜɢɪɚɡɧɨɫɬɿ ɣ ɟɦɨɰɿɣɧɨɫɬɿ 
ɜɯɨɞɢɬɶ ɞɨ ɬɪɚɞɢɰɿɣɧɢɯ ɡɚɫɨɛɿɜ ɩɿɞɬɪɢɦɚɧɧɹ ɤɨɧɬɚɤɬɭ ɡ ɚɞɪɟɫɚɬɨɦ, ɞɨ ɹɤɢɯ 
ɜɞɚɸɬɶɫɹ ɛɿɡɧɟɫ-ɤɨɭɱɿ. ɋɟɪɟɞ ɿɧɲɢɯ ɬɚɤɬɢɤ ɦɨɜɥɟɧɧɽɜɨɝɨ ɜɩɥɢɜɭ ɮɿɤɫɭɽɦɨ 
ɜɢɤɨɪɢɫɬɚɧɧɹ ɫɩɨɧɭɤɚɥɶɧɢɯ ɪɟɱɟɧɶ: Do it how I taught my brother how to make 
money. Wake up at five am every Saturday. Go garage selling. Buy people’s old shit 
for a buck. And fling it, and make two, three, four, five, six, seven, eight hundred 
bucks a weekend from garage selling (Ⱦɠɟɪɟɥɚ: 1); Stop being scared of who you 
are. Be yourself (Ⱦɠɟɪɟɥɚ: 1); Cut your loserest loser friend and go find a winner 
friend … Go audit your circle (Ⱦɠɟɪɟɥɚ: 1).  

ɋɩɨɧɭɤɚɥɶɧɿ ɪɟɱɟɧɧɹ ɭ ɩɪɨɦɨɜɚɯ ɛɿɡɧɟɫ-ɤɨɭɱɿɜ ɽ ɨɡɧɚɤɨɸ ɩɪɹɦɨɝɨ 
ɦɨɜɥɟɧɧɽɜɨɝɨ ɜɩɥɢɜɭ ɡ ɦɟɬɨɸ ɦɨɬɢɜɭɜɚɬɢ ɚɞɪɟɫɚɬɚ ɞɨ ɜɫɬɚɧɨɜɥɟɧɧɹ ɛɿɡɧɟɫ-
ɤɨɧɬɚɤɬɭ ɬɚ ɞɨ ɡɦɿɧɢ ɣɨɝɨ ɩɨɜɟɞɿɧɤɨɜɨʀ ɦɨɞɟɥɿ. 

Ɇɨɜɥɟɧɧɽɜɢɣ ɜɩɥɢɜ ɭ ɩɪɨɦɨɜɚɯ ɛɿɡɧɟɫ-ɤɨɭɱɿɜ ɪɟɚɥɿɡɭɽɬɶɫɹ ɩɚɪɚɥɟɥɶɧɢɦ 
ɜɢɤɨɪɢɫɬɚɧɧɹɦ ɪɿɡɧɨɪɿɜɧɟɜɢɯ ɡɚɫɨɛɿɜ. Ⱦɥɹ ɩɨɥɿɩɲɟɧɧɹ ɟɮɟɤɬɢɜɧɨɫɬɿ 
ɤɨɦɭɧɿɤɚɰɿʀ ɛɿɡɧɟɫ-ɤɨɭɱɿ ɜɞɚɸɬɶɫɹ ɞɨ ɥɟɤɫɢɤɨ-ɫɬɢɥɿɫɬɢɱɧɢɯ ɡɚɫɨɛɿɜ, ɡɨɤɪɟɦɚ,  

1) ɦɟɬɚɮɨɪ: You’re going for something big, metaphorically, you’re hopping 
over the fence, you’re on a certain area, some level of success you’ve never been to 
before, some level of discipline you’ve never had before, some level of marketing 
you’ve never had before. It could be a relationship that you’ve never had before. 
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And she said to me, ‘Are you willing to operate at your very best?’ (Ⱦɠɟɪɟɥɚ: 2); 
‘Put on your cape’. When you talk about being at level 10, what you’re really saying 
is every morning putting on your superwoman, your superman cape and recognizing 
there’s how you operate, when you’re super you (Ⱦɠɟɪɟɥɚ: 2); What you need to do 
is you need to keep paying attention to people like me or others that sound like me so 
that it becomes your norm, it becomes your oxygen (Ⱦɠɟɪɟɥɚ: 1); He said, ‘When 
you plant corn, you don’t get tomatoes’. I wrote it down. When you plant doubt, 
lack, and limitation, you don’t get success, wealth, and abundance (Ⱦɠɟɪɟɥɚ: 2); 
Are you a sales Jedi? (Ⱦɠɟɪɟɥɚ: 2); 

2) ɟɩɿɬɟɬɿɜ: This is a binary game, either you are in Yes-I-will-figure-this-out 
business or No-this-won’t-work-because (Fb/gary/11.09.197); 

3) ɝɿɩɟɪɛɨɥ: I remember connecting with Bill for the very first time. Bill was 
my dad’s first boss, like a hundred million years ago (Ⱦɠɟɪɟɥɚ: 2). 

Ɉɤɪɿɦ ɬɪɨɩɿɜ, ɞɥɹ ɩɿɞɜɢɳɟɧɧɹ ɟɦɨɰɿɣɧɨɫɬɿ ɩɪɨɦɨɜ ɛɿɡɧɟɫ-ɤɨɭɱɿ ɡɚɫɬɨɫɨɜɭɸɬɶ:  
1) ɩɨɪɿɜɧɹɧɧɹ: And eventually just like when you jump off a diving board to a 

pool, just like when you kiss somebody for the first time, just like anything else you 
ever did in life, eventually you get there and you do it (Ⱦɠɟɪɟɥɚ: 1); You know how 
you feel when you go the extra mile, you produce results and how the client feels in 
that experience. You feel like Superman, you feel like Superwoman (Ⱦɠɟɪɟɥɚ: 2);  

2) ɝɪɚɞɚɰɿɸ: You didn’t realize that it’s every day. I wish I did this seven 
years ago. I wish you got to see the last seven years. Every minute. Every day. 
Always. Forever (Ⱦɠɟɪɟɥɚ: 1).  

Ɋɟɡɭɥɶɬɚɬɢ ɞɨɫɥɿɞɠɟɧɧɹ ɫɜɿɞɱɚɬɶ, ɳɨ ɫɬɢɥɿɫɬɢɱɧɿ ɡɚɫɨɛɢ, ɹɤɿ ɦɚɸɬɶ 
ɩɨɬɭɠɧɢɣ ɨɰɿɧɧɢɣ ɬɚ ɟɤɫɩɪɟɫɢɜɧɢɣ ɩɨɬɟɧɰɿɚɥ, ɽ ɧɟɜɿɞ’ɽɦɧɨɸ ɫɤɥɚɞɨɜɨɸ 
ɫɢɫɬɟɦɢ ɦɨɜɥɟɧɧɽɜɨɝɨ ɜɩɥɢɜɭ ɜ ɚɧɝɥɨɦɨɜɧɢɯ ɩɪɨɦɨɜɚɯ ɛɿɡɧɟɫ-ɤɨɭɱɿɜ. 
ɉɚɪɚɥɟɥɶɧɟ ɜɢɤɨɪɢɫɬɚɧɧɹ ɪɿɡɧɨɪɿɜɧɟɜɢɯ ɡɚɫɨɛɿɜ ɦɨɜɥɟɧɧɽɜɨɝɨ ɜɩɥɢɜɭ 
ɫɩɪɹɦɨɜɚɧɟ ɧɚ ɦɚɤɫɢɦɚɥɶɧɭ ɩɟɪɫɨɧɚɥɿɡɚɰɿɸ ɩɪɨɦɨɜ, ɜɟɪɛɚɥɿɡɚɰɿɸ ɧɚɦɿɪɭ 
ɛɿɡɧɟɫ-ɤɨɭɱɿɜ ɜɡɚɽɦɨɞɿɹɬɢ ɡ ɚɭɞɢɬɨɪɿɽɸ.  

ȼɢɫɧɨɜɤɢ. ɉɪɨɜɟɞɟɧɢɣ ɚɧɚɥɿɡ ɞɨɡɜɨɥɹɽ ɤɨɧɫɬɚɬɭɜɚɬɢ, ɳɨ ɚɧɝɥɨɦɨɜɧɨɦɭ 
ɛɿɡɧɟɫ-ɞɢɫɤɭɪɫɭ, ɩɪɟɞɫɬɚɜɥɟɧɨɦɭ ɜɿɞɟɨ-ɩɪɨɦɨɜɚɦɢ ɤɨɭɱɿɜ ɭ ɫɨɰɿɚɥɶɧɿɣ ɦɟɪɟɠɿ 
Facebook, ɩɪɢɬɚɦɚɧɧɟ ɜɢɤɨɪɢɫɬɚɧɧɹ ɟɤɫɩɪɟɫɢɜɧɢɯ ɦɨɜɧɢɯ ɡɚɫɨɛɿɜ, ɩɨɤɥɢɤɚɧɢɯ 
ɡɞɿɣɫɧɸɜɚɬɢ ɜɩɥɢɜ ɧɚ ɚɭɞɢɬɨɪɿɸ. ɋɟɪɟɞ ɧɢɯ – ɥɟɤɫɢɱɧɿ, ɝɪɚɦɚɬɢɱɧɿ, 
ɫɬɢɥɿɫɬɢɱɧɿ ɡɚɫɨɛɢ, ɹɤɿ ɫɩɪɢɹɸɬɶ ɞɨɫɹɝɧɟɧɧɸ ɦɚɤɫɢɦɚɥɶɧɨʀ ɚɞɪɟɫɚɬɧɨɫɬɿ 
ɩɪɨɦɨɜɢ, ʀʀ ɫɬɪɭɤɬɭɪɭɜɚɧɧɸ, ɞɨɞɚɸɬɶ ɟɦɨɰɿɣɧɨɫɬɿ ɬɚ ɧɟɜɢɦɭɲɟɧɨɫɬɿ ɜɢɤɥɚɞɭ, 
ɫɩɪɢɹɸɬɶ ɪɟɚɥɿɡɚɰɿʀ ɩɪɢɧɰɢɩɭ ɟɤɨɧɨɦɿʀ ɬɚ ɦɿɧɿɦɿɡɚɰɿʀ ɡɭɫɢɥɶ. 

ɉɟɪɫɩɟɤɬɢɜɢ ɩɨɞɚɥɶɲɢɯ ɞɨɫɥɿɞɠɟɧɶ ɜɛɚɱɚɽɦɨ ɜ ɞɟɬɚɥɶɧɨɦɭ ɜɢɜɱɟɧɧɿ 
ɤɨɧɰɟɩɬɭɚɥɶɧɢɯ ɦɟɬɚɮɨɪ ɭ ɩɪɨɦɨɜɚɯ ɛɿɡɧɟɫ-ɤɨɭɱɿɜ. 
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