[ IpMmeyaHmA

BBepeHune

O6 uccneoBaHUHM HESIBOK B MEAUIIUHCKUE IEHTPHI MOXKHO ITPOYUTATh
3mech: Martin, S. J., Bassi, S., & Dunbar-Rees, R. (2012). Commitments,
norms and custard creams — a social influence approach to reducing did
not attends (DNAs). Journal of the Royal Society of Medicine 105(3),
101-104. doi:10.1258/jrsm.2011.110250

BeIxosHbIe faHHbIe KHUTH Pobepra Yanaunau: Cialdini, R. B. (2009).
Influence: Science and Practice (5th ed.). Boston: Allyn & Bacon. Ha
pycckoM sizbike: Yasouru P. [lcuxonoeus enusnus. 5-e uzganue. CII6.:
[Tutep, 2014.

BrIxoHbIe JaHHBIe KHUTU «Yes!»: Goldstein, N. J., Martin, S. J., & Cialdini,
R. B. (2008). Yes! 50 Scientifically Proven Ways to Be Persuasive. New
York: Free Press. Ha pycckom sa3eike: I onnvdwmetin H., Mapmun C.,
Yanounu P. (2013) Ilcuxonoeus ybescoenus. 50 00ka3arHblx cnocobos
bvemo yoeoumenvrvim. M.: ManH, ViBaHoB u ®epbep.

1. Kak ybeautb nogen BoBpemMs NnaTuTb Hasoru

Bosee moapo6Hyto nHpopMaIuo o6 uccie[0BaHUY HAJOTOBBIX MHUCEM
MOXXHO HaUTH 371ech: Martin, S. J. (2012). 98 percent of HBR readers love
this article. Harvard Business Review 90, 23-25.



2 Ilcuxonozus ybexcoeHUs

O630p uccieZioBaHUM MOAYNMHEHNA U KOHPOPMHOCTHU B CBeTe TpexX GyH/a-
MEeHTaJIbHBIX MOTUBAaTOPOB, OITMCAHHBIX B 3TOMU IJIaBe, BBl MOXKETE HAWUTH
3aeck: Cialdini, R. B., Goldstein, N. J. (2004). Social influence: Compliance
and conformity. Annual Review of Psychology 55,591-621. doi:10.1146/
annurev.psych.55.090902.142015

VccieoBaHue, IOCBANEHHOE COXPaHEHUTO SHEPTUHU B OBITY, MOKHO Hali-
T 37eck: Schultz, P. W., Nolan, J. M., Cialdini, R. B., Goldstein, N. J., &
Griskevicius, V. (2007). The constructive, destructive, and reconstructive
power of social norms. Psychological Science 18(5), 429-434.d0i:10.1111/
j-1467-9280.2007.01917.x

JlaHHBIE 110 KOJIMYECTBY IacCa’kKUpOB, JAIONUX AeHbI'Y MY3bIKAHTY,
MOoXKHO HayTu 37ieck: Cialdini, R. B. (2007). Descriptive social norms as
underappreciated sources of social control. Psychometrika 72(2), 263-268.

O6mupHbIi 06beM uccteoBaHuil 6611 TpoBezieH HMRC 1 npaBUTeh-
cTBOM BenmkoOpHTaHMY, OCHOBBIBAsICh Ha Halllell Ha4aJIbHOU pabore ¢
HMRC. Bosee moapo6Ho cm. Hallsworth, M., List, J. A., Metcalfe, R. D.,
& Vlaev, 1. (2014). The behavioralist as tax collector: Using natural field
experiments to enhance tax compliance. National Bureau of Economic
Research working paper no. 20007.

2. Kakne ybeantb nogen nonTy NPOTUB TONMbI

OpurvHasbHBIE HCCIeOBAaHUA Allla IO KOHGOPMHOCTU MOXKHO HAWTH
3mechb: Asch, S. E. (1951). Effects of group pressure upon the modification
and distortion of judgments. Groups, Leadership, and Men, 222-236.

HccaemoBaHyie MEKCUKAHCKOM BOJIHBI MOXKHO HaWTH 37ech: Farkas, 1.,
Helbing, D., & Vicsek, T. (2002). Mexican waves in an excitable medium.
Nature 419(6903), 131-132. doi:10.1038/419131a

VccrenoBaHusA MO3TOBOW aKTUBHOCTH M KOHPOPMHOCTH MOXK-
HO HauTu 371ech: Berns, G. S., Chappelow, J., Zink, C. F., Pagnoni, G.,
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Martin-Skurski, M. E., & Richards, J. (2005). Neurobiological correlates
of social conformity and independence during mental rotation. Biological
Psychiatry 58(3), 245-253.

Jlnsa 6osee riry6OKOro u3ydeHus UPPOBBIX, TEXHUYECKUX U aHATUTHYe-
CKHX OIlepalri, UCIIOIb30BAHHBIX BO BpeMs ITPeBBIOOPHOM KaMIIaHUH T10
nepeusbpanuro npe3ugeHTa bapaka O6aMbl, TOCMOTPUTE «3aKyIHCHBIH»
oTueT Ha caiite: http://enga.ge/projects/inside-the-cave/

Bosee moapo6HO 06 UCTOPUM UCIIOIb30BaHUS METO/IOB YOEXKIeH s B I10-
JIUTUYECKUX KaMIIaHUAX BBl MOJKETE ITPOYUTATh 371ech: Issenberg, S. (2012).
The Victory Lab: The Secret Science of Winning Campaigns. New York:
Crown Books. DTy KHUTY CTOUT IIPOYUTATbD.

06 uccie0BaHMY, IOCBALIEHHOM TOMY, KaK JIFOJI CBOUM BBIOOPOM OT-
JIeNIAI0T cebs OT IPYIIIIBI, MOXKHO IIPOYUTATH 3/ech: Berger, J., & Heath, C.
(2008). Who drives divergence? Identity signaling, outgroup dissimilarity,
and the abandonment of cultural tastes. Journal of Personality and Social
Psychology 95(3), 593.

3. Kakoe nsmeHeHune B cnocobe opraHunsaumm
NOCNaHNA MOXET MPUBECTUN K CEPbEe3HbIM
nocneacTsuam

OnucaHue UCCIefoBaHUA O «YNXaHUH» MOXKHO HalTu 31eck: Blanton, H.,
Stuart, A. E., & Van den Eijnden, R. J. J. M. (2001). An introduction to
deviance-regulation theory: The effect of behavioral norms on message
framing. Personality and Social Psychology Bulletin 27(7), 848-858.
doi:10.1177/0146167201277007

ViccnenoBaHue 0 3/[0pOBOM TTOBEZIEHUM MOKHO HaWTH 3/1eck: Blanton, H.,
Van den Eijnden, R. J. J. M., Buunk, B. P., Gibbons, F. X., Gerrard, M., &
Bakker, A. (2001). Accentuate the negative: Social images in the prediction
and promotion of condom use. Journal of Applied Social Psychology
31(2), 274-295. d0i:10.1111/j.1559-1816.2001.tb00197 .x
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4. Kak BOCCTaHOBUTb nopAnokK

Bosee mogpobHyto nHpopmanuio o paborax /lxxkeiimca YuicoHa u JIkop-
Mmka KeyutmHra, OCBANMEHHBIX TEOPUU PA30UTHIX OKOH, CMOTPUTE 3/1€Ch:
Wilson, J., & Kelling, G. (1982). Broken windows. Atlantic Monthly
249(3), 29-38.

VccnemoBaHusA O MyCOPe U BeJIOCUTIEZIAaX, 3a00pe U MOYTOBBIX AIMMKAX
MOXXHO HaiiTu 3zech: Keizer, K., Lindenberg, S., & Steg, L. (2008). The
spreading of disorder. Science 322(5908), 1681-1685. doi:10.1126/
science.1161405

VccreoBaHue O MOAKPEIUIEHUH JKeIaTeTbHOTO TTOBeeHNsI MOYKHO HAaHTH
3aech: Keizer, K., Lindenberg, S., & Steg, L. (2013). The importance of
demonstratively restoring order. PLOS ONE 8(6).e65137.d0i:10.1371/
journal.pone.0065137

VccezoBaHue, ocBsAmeHHOE 60pbbe ¢ MyCcOpOM, MOXXHO HalTH 371eCh:
Cialdini, R. B., Reno, R. R., & Kallgren, C. A. (1990). A focus theory of
normative conduct: Recycling the concept of norms to reduce littering in
public places. Journal of Personality and Social Psychology 58(6), 1015.

5. Kak ManeHbKoe n3MeHeHne B UMeHU MOXKeT
CbirpaTb B BalWly NoOJib3y

VccenoBaHue, TIOCBAIIEHHOE cO0PY CPeCTB IOCTPaZaBIIUM OT yparaHos,
MO>KHO HaliTu 3zeck: Chandler, J., Griffin, T. M., & Sorensen, N. (2008). In
the «I» of the storm: Shared initials increase disaster donations. Judgement
and Decision Making 3(5), 404-410.

BrIxozaHble aHHbIe KHUTH «Drunk Tank Pink»: Alter, A. L. (2013). Drunk
Tank Pink: And Other Unexpected Forces That Shape How We Think,
Feel, and Behave. New York: Penguin.
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Bosee mogpobHyto nHpopMaIyo o GeHoMeHe KOKTeHIbHOU BeYEPUHKU
MOXKHO HaiiTu 37eck: Conway, A. R. A., Cowan, N., & Bunting, M. F. (2001).
The cocktail party phenomenon revisited: The importance of working
memory capacity. Psychonomic Bulletin & Review 8(2), 331-335.

ViccnenoBaHue, OCBAIIEHHOE JIIOOMMOM OYKBe, MOXKHO HAWTH 371€Ch:
Nuttin, J. (1985). Narcissism beyond Gestalt and awareness: The name
letter effect. European Journal of Social Psychology 15, 353-361.

B HacTosiIIee BpeMsi OTKPBITHE O TOM, YTO €CJIM BHECTH MM TTOTydaTess
B TEKCTOBOE COODIeHNe, TO 3TO MOXXET YMEHBIIUTh BEPOATHOCTH €0
HesABKY, ellle He OITyOIMKOBAHO U ABJIAETCA 9acThio 60see OBIMIUPHOrO
SKCIIEpUMEHTA, TPOBEEHHOI'0 KOMAaH/I0M OPUTAaHCKUX Bpadyei U KOHCaI-
tuHTroBOU pupmoit BDO: http://www.bdo.co.uk/

06 ucce[0BaHNH, B XOZle KOTOPOTO U3y4YaloCh BIUSHUE OTIPABKU TEKCTO-
BOT'0 COO0IIeHN ¢ Tpe6OBaHKEM OIUIATUTh IITpad, BKIIOYAIOLIETo B cebs
VM [TPaBOHAPYIIUTEIS, BBl MOXKETE IIPOYUTATh 371ech: Behavioural Insights
Team (2012). Applying Behavioural Insights to Reduce Fraud, Error and
Debt. London: Cabinet Office.

6. Kak 1o6utbca 60nbLlIMX NEepPeEMEH B JINUYHbIX
N AEeNOBbIX OTHOLWEHNAX

06 uccinegoBanum GyTOOIBHBIX OOJETBITUKOB BBl MOXKETE IIPOYUTATh
3aeck: Levine, M., Prosser, A., & Evans, D. (2005). Identity and emergency
intervention: How social group membership and inclusiveness of group
boundaries shape helping behavior. Personality and Social Psychology
Bulletin 31(4), 443-453.

Brixozuble maHHble kHUTH «Give and Take»: Grant, A. (2013). Give and
Take — a Revolutionary Approach to Success. New York: Viking.
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7. Kakan BaXHasA Mesioub MOXKET MOMOYb BaM CTaTb
MyZlpee CO BpeMEHeM

Bbl MOXeTe HaliTU HcciaeZjoBaHUE O MpeACcKa3aHUU NpeAnouyTeHun
31eck: Scheibehenne, B., Mata, J., & Todd, P. M. (2011). Older but not
wiser — Predicting a partner’s preferences gets worse with age. Journal of
Consumer Psychology 21(2), 184-191. d0i:10.1016/j.jcps.2010.08.001

8. Kak ybeauTb nofen NnpuinT Ha BCTPEYy C BaMu

VICTOYHUK ZIaHHBIX 06 00IIel cyMMe, B KOTOPYIO HESBKHM 000ILIHCh Mu-
HUCTEPCTBY 3ApaBooxpaHeHus Besmukobpuranuu: BBC News (2009,
August). «No shows» cost the NHS millions. http://news.bbc.co.uk/1/
hi/health/8195255.stm

O6 ucciefoBaHMUM BOPOBCTBA HA IUIKE MOXXHO IMPOYUTATH 3/1€Ch:
Moriarty, T. (1975). Crime, commitment, and the responsive bystander:
Two field experiments. Journal of Personality and Social Psychology
31(2), 370-376. d0i:10.1037/h0076288

OG6 ucceZioBaHUY COKpaIlleHYs Y1 c/Ia HEIBOK Ha OCMOTP MOXKHO ITPOYH-
TaTh 34ech: Martin, S. J., Bassi, S., & Dunbar-Rees, R. (2012). Commitments,
norms and custard creams — A social influence approach to reducing did
not attends (DNAs). Journal of the Royal Society of Medicine 105(3),
101-104. doi:10.1258/jrsm.2011.110250

9. Kakasa BaXHaA Mefioub MOMOXET BaM CKMOHATb
nogen Ha CBOK CTOPOHY

VccneoBaHye O TIOJIOTEHIIaX B TOCTUHHIIE OITHCaHO 37iechk: Goldstein, N. J.,
Cialdini, R. B., & Griskevicius, V. (2008). A room with a viewpoint: Using
social norms to motivate environmental conservation in hotels. Journal
of Consumer Research 35(3), 472-482. doi:10.1086,/586910
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OmnucaHue UCCIe0BAHUS, TTOCBANIEHHOT'0 U3yYeHUI0 0053aTeNTbCTB 110
3aITe OKPY’KAIOIIeH cpesbl, KOTOPhle Opau Ha ceOs1 IOCTOSUIBIIBI B TO-
CTUHUIIAX, MOXXHO HAaUTH 37lech: Baca-Motes, K., Brown, A., Gneezy, A.,
Keenan, E. A., & Nelson, L. D. (2013). Commitment and behavior change:
Evidence from the field. Journal of Consumer Research 39(5), 1070-
1084. d0i:10.1086/667226

10. Kak BnuATb Ha ntogen 6e3 HenpuATHbIX
nocneacTsmmn

VicenenoBanue adpdeKTa «1103BoJIeHUsI» MOXKHO HalTH 34ech: Catlin, J. R., &
Wang, Y. (2013). Recycling gone bad: When the option to recycle increases
resource consumption. Journal of Consumer Psychology 23(1), 122-127.
doi:10.1016/j.jcps.2012.04.001

11. Kak yBenuuntb Nnpon3Bo4NTENIbHOCTb TPpyaa
pPabOTHMKOB

VccnenoBaHue 3HAYMMOCTHY 3alaHUM MOXKHO HaWTH 37leck: Grant, A. M.
(2008). The significance of task significance: Job performance effects,
relational mechanisms, and boundary conditions. The Journal of Applied
Psychology 93(1), 108-124. doi:10.1037,/0021-9010.93.1.108

12. Yero cnepyet nsberatb, UToObl NPUHATbIE
peLleHnsa NPUBOANIN K yCrnexy

VccnesoBanue scKkanaliiy 0053aTeIbCTB MOXKHO HAUTH 37eck: Gunia, B. C.,
Sivanathan, N., & Galinsky, A. D. (2009). Vicarious entrapment: Your sunk
costs, my escalation of commitment. Journal of Experimental Social
Psychology 45(6), 1238-1244. d0i:10.1016/j.jesp.2009.07.004
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ViccrenoBaHue, B KOTOPOM ITOKA3aHO, YTO €CJIU MTOPYYUTD OLEHKY IIPO-
€KTa JpyroMy 4eJIOBeKY, TO IIPeB3ATOCTh MOXKHO CBECTH K MUHUMYMY,
npuBezeHo 3zxeck: Pfeffer, J., Cialdini, R. B., Hanna, B., & Knopoff, K.
(1998). Faith in supervision and self-enhancement bias. Two psychological
reasons why managers don’t empower workers. Basic and Applied Social
Psychology 20, 313-321.

13. Kakasa Ba>kKHaA MenoYb ABNAETCA KNIOYeBOW Nnpu
NNaHNPOBAHUN CTPaTErnmn yoexxaeHuns

VccnenoBaHue ronocoBaHus npuBeseHo 3xech: Nickerson, D. W., &
Rogers, T. (2010). Do you have a voting plan?: Implementation intentions,
voter turnout, and organic plan making. Psychological Science 21(2),
194-199. d0i:10.1177/0956797609359326

ViccnenoBaHue I[eHTpa TPYZAOYCTPOUCTBA, IpoBegeHHOe Behavioural
Insight Team, 6yzet Temoii Oyzaymieii mybnukaryu. MIHGopManuo MOXXHO
MOJIyIUThb O ccbUtKe: http://blogs.cabinetoffice.gov.uk/behavioural-
insights-team/2012/12/14 /new-bit-trial-results-helping-people-back-
into-work/

ViccnemoBaHue BaKIMHALIMY MIPOTHUB TPUIIIIA OMMCAaHO 37ech: Milkman,
K. L., Beshears, J., Choi, J. J., Laibson D., & Madrian, B. C. (2011). Using
implementation intentions prompts to enhance influenza vaccination rates.
Proceedings of the National Academy of Sciences 108, 10415-10420.

14. Y10 MOXKeT 3aCTaBUTb NtoAeN NoaaaTbCA Ha
BaLLW YroBOpPbI

ViccnenoBaHue, B KOTOPOM M3yYaeTcsl, KAKUM 00pa3oM JIFOAM Pa3MbIIILIS-
10T O COOBITHAX, KOTOPHhIE TIPOU3OUAYT B OyAyIlleM, MOXKHO HalTH 3/€Ch:
Trope, Y., & Liberman, N. (2003). Temporal construal. Psychological
Review 110(3), 403.
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Bosee mogpobHOE 06CyXIeHHE TOTO, YTO JIIOAM AYMAIOT U OIIYIIAIOT B OT-
HOIIIeHWH Oyy1Iiero, MOXKHO HAHUTH B BeJTUKOJIeTHOM paboTe: Wilson, T. D.,
& Gilbert, D. T. (2003). Affective forecasting. Advances in Experimental
Social Psychology 35, 345-411.

Bbl MOXKeTe HaWTH McCleZ0BaHUE, MMOCBAIIEHHOE MPUHYKIEHUIO
K 00513aTe/NbCTBY IIPU ITOMOIIU CTPAaTETUU «IIPUBSA3KA K OYAyIIeMy»,
3nechb: Rogers, T., & Bazerman, M. H. (2008). Future lock-in: Future
implementation increases selection of «should» choices. Organizational
Behavior and Human Decision Processes 106(1), 1-20. doi:10.1016/
j.obhdp.2007.08.001

[TogpobHee o IporpamMMe «3aBTpa HAKOMH OOJIbIIe» BBl MOXKETE Y3HATh
3gech: Thaler, R., & Benartzi, S. (2004). Save more tomorrow™: Using
behavioral economics to increase employee saving. Journal of Political
Economy 112(1), S164-S187.

15. Kak y6eauTb ntogen gencrtsoBatb Bo 651aro nx
bynywiemy

ITpo uccrezioBanye 06 OTKIAZBIBAHUY JIEHET Ha TIEHCUIO BBl MOYKETE ITPOYH-
TaTh 371ech: Bryan, C. J., & Hershfield, H. E. (2012). You owe it to yourself:
Boosting retirement saving with a responsibility-based appeal. Journal of
Experimental Psychology: General 141(3), 429.

ViccieoBaHus, TIOCBAIEHHBIE MTPOLIECCY CTapEHUsI, MOXKHO HANTH 3/€Ch:
Hershfield, H. E., Goldstein, D. G., Sharpe, W. F., Fox, J., Yeykelis, L.,
Carstensen, L. L., & Bailenson, J. N. (2011). Increasing saving behavior
through age-progressed renderings of the future self. Journal of Marketing
Research 48(SPL), S23-S37.

O BIWSHUM HAITOMUHAHUSA JIIOASIM O TOM, YTO HECMOTPS Ha TO, YTO OHU
MOT'YT U3MEHUTHCS, UX IMYHOCTh OCTaHETCS MPEKHEHN, MOYKHO IIPOYUTATD
3aech: Bartels, D. M., & Urminsky, O. (2011). On inter-temporal selfishness:
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How the perceived instability of identity underlies impatient consumption.
Journal of Consumer Research 38(1), 182-198.

16. Kak nobyauTb ntogen npuaeprnBatbCca CBOMX
uenen

OmnucaHye SKCIieprMeHTa O IPOTUBOIOCTABIEHIH KPUTEPH JOCTIKEHUSA
11eJT1, KOTOPHBIH BRIpa)KaeTcs IUarla30HOM OIpe/ie/IeHHOM BeJIMIUHBL, ¥ KpH-
TepueM, KOr/a Iiesib YeTKO OllpezieieHa, IIpUBeJeHo 37eck: Scott, M. L.,
& Nowlis, S. M. (2013). The effect of goal specificity on consumer goal
reengagement. Journal of Consumer Research 40(3), 444-459.

[Moapo6HYyto nHbOpMaIHio 0 GpaKTopax, 13-3a KOTOPHIX JIFOAU IPUHUMAIOT
pellleHre IpecieoBaTh CBOH IeJIM, MOXKHO HaWTH 37ech: Oettingen, G.,
Bulgarella, C., Henderson, M., & Gollwitzer, P. M. (2004), The self-
regulation of goal pursuit. In R. A. Wright, J. Greenberg, and S. S. Brehm
(Eds). Motivational Analyses of Social Behavior: Building on Jack
Brehm’s Contributions to Psychology. Mahwah, NJ: Erlbaum, 225-244.,

17. Kak caenatb cTpaTernto no ymonyaHuio bonee
3pPeKTNBHOM

ViccnenoBaHye paciiMPEHHOTO aKTUBHOT'O BBIOOPA MOKHO HAWTH 3/1€Ch:
Keller, P., Harlam, B., Loewenstein, G., & Volpp, K. G. (2011). Enhanced
active choice: A new method to motivate behavior change. Journal of
Consumer Psychology 21, 376-383.

18. Kak yMeHbLUNTb CKIIOHHOCTb ltoJen
(B TOM uncne v Bawy!) TAHYTb BpemA
ViccnenoBaHue 0 OJAapOYHBIX cepTUdUKAaTaxX MOXKHO HalTH 37ech: Shu, S.,

& Gneezy, A. (2010). Procrastination of enjoyable experiences. Journal
of Marketing Research 47(5), 933-944.
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VccienoBaHye O MPUTJIANIIEHUAX, BBICBIAEMBIX IO 3JIEKTPOHHOM IOYTE,
MOXXHO HalTH 37ech: Porter, S. R., & Whitcomb, M. E. (2003). The impact
of contact type on web survey response rates. Public Opinion Quarterly
67, 579-588.

19. Kak He NoTepATb KNneHTa

VccnenoBaHue 06 OXHWJAAaHUU B OYepeaU MOKHO HAWTHU 37€Ch:
Janakiraman, N., Meyer, R. J., & Hoch, S. J. (2011). The psychology of
decisions to abandon waits for service. Journal of Marketing Research
48(6), 970-984.

20. Kak peann3osaTtb CBOW NoTeHUmMan

ViccienoBaHue O MPOTUBOIOCTABIEHUN TIOTEHITMANA U JOCTHKEHUI
MOXKHO Ha#TH 3gechk: Tormala, Z. L., Jia, J. S., & Norton, M. I. (2012). The
preference for potential. Journal of Personality and Social Psychology
103(4), 567-583. d0i:10.1037/a0029227

21. Kak caenatb coBelaHna 6onee NpoayKTUBHbIMY

HccnegoBanue Tutyca u CTtaccepa O IPYIIIIOBOM MPUHATHUU PEIIEHUH
MOJKHO HaWTH 37iech: Stasser, G., & Titus, W. (1985). Pooling of unshared
information in group decision making: Biased information sampling
during discussion. Journal of Personality and Social Psychology 48(6),
1467-1478. d0i:10.1037//0022-3514.48.6.1467

WccnepoBaHre MeUIIMHCKUX CIy4daeB ONKMCAHO 34eck: Larson, J. R.,
Christensen, C., Franz, T. M., & Abbott, S. (1998). Diagnosing groups: The
pooling, management, and impact of shared and unshared case information
in team-based medical decision making. Journal of Personality and Social
Psychology 75(1), 93-108.
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BreixozHble JaHHBIe KHUTH «MaHudect yek-nmucta» (The Checklist
Manifesto): Gawande, A. (2009). The Checklist Manifesto: How to Get
Things Right. New York: Metropolitan Books.

VccmemoBaHue O cXxeMaX paccaZKU MOXKHO HaWTw 3zxech: Zhu, R.,
& Argo, J. J. (2013). Exploring the impact of various shaped seating
arrangements on persuasion. Journal of Consumer Research 40(2),
336-349. doi:10.1086,/670392

22. Kakaa menoub B ofekae MOXeT rapaHTUpPoOBaTb
BaM ycnex

Boee mozpo6Hy 0 HHPOPMAIIUIO O CHUIBHOM BJIUSHUN, KOTOPOE OKa3bIBaeT
Xopolnas oJeX/ia, MOXKHO HalTy 3z7ech: Bickman, L. (1974). The social
power of a uniform. Journal of Applied Social Psychology 4(1), 47-61.

HccemoBaHue 0 CTETOCKOIIE MOXKHO HalTH 31ech: Castledine, G. (1996).
Nursing image: It is how you use your stethoscope that counts! British
Journal of Nursing 5(14), 882.

VccnenoBaHue O Melniexo/ie, HEOCTOPOXKHO MTEPEXOAAIIEM YIUITYy Ha Kpac-
HBIF cBeT, onucaHo 3geck: Lefkowitz, M., Blake, R. R., & Mouton, J. S.
(1955). Status factors in pedestrain violation of traffic signals. Journal
of Abnormal Psychology 51(3), 704-706.

23. KaKkne n3mMeHeHUss MOryT YnyulnTb
NO3MLNOHMPOBAHME BaLlel KOMaHAbI
KaK 3KCMepToB

[Toapob6HEee 0 «MOZEeTN KOTHUTUBHOU peaKI[uu» MOXKHO IPOYUTATH
3aeck: Greenwald, A. G. (1968). Cognitive learning, cognitive response to
persuasion, and attitude change. Psychological Foundations of Attitudes,
147-170.
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OO0 uccmeIOBaHUY MO3Ta BBl MOXKETE MPOYUTATh 37ech: Engelmann, J. B.,
Capra, C. M., Noussair, C., & Berns, G. S. (2009). Expert financial advice
neurobiologically «offloads» financial decision-making under risk. PLOS
ONE 4(3), e4957. doi:10.1371 /journal.pone.0004957

B HacTosee BpeMsi MaTepuaa 06 aTbTepHAaTUBHOM IpeACTaBIeHUN
malreHTaM MOJIOZBIX Bpauell He onmybsukoBaH. OH SABJISETCA YaCThIO

OKCIIEpHMEHTAa O Tpe6OBaHI/IHX ¥ BOSMOXXHOCTAX, YIIOMAHYTOT'O B I'/IaB€ 5.

24. YT1o npupgaet BecC csiloBaM cneunanmncta,
HeyBepeHHOro B CBOEN rnpasoTe

ViccnenoBanus o (He)yBepeHHBIX B CBOEM MPaBOTe dKCIepTax MOXKHO
HaiTH 37ech: Karmarkar, U. R., & Tormala, Z. L. (2010). Believe me,
I have no idea what I'm talking about: The effects of source certainty on
consumer involvement and persuasion. Journal of Consumer Research
36(6), 1033-1049.

25. Yto nomoXKeT Bam He cTaTb c/1abbiM 3BEHOM

ITpo «Cnaboe 3BeHO» U HCCIeJOBaHUE LIeHTpa HEBHUMAHUA MOXXHO IIPO-
yuTaTh 371ech: Raghubir, P., & Valenzuela, A. (2006). Center-of-inattention:
Position biases in decision-making. Organizational Behavior and Human
Decision Processes 99(1), 66-80. doi:10.1016/j.0bhdp.2005.06.001

[Tpo rcciesoBaHKE O )KeBaTeIbHOUN Pe3UHKE U OCTaIbHbIE UCCIeI0BAHUS
MOXXHO ITpOYMTaTh 37Iech: Raghubir, P., & Valenzuela, A. (2009). Position
based beliefs: The center stage effect. Journal of Consumer Psychology
19(2), 185-196.
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26. Y10 cnocobCcTBYET Pa3BUTUIO KPeaTUBHOIO
MbILLSIEHUS

VcenenoBaHue 0 pa3Mepe Tapejkyd MOXKHO HaTH 37ieck: Van Ittersum, K.,
& Wansink, B. (2012). Plate size and color suggestibility: The Delboeuf
[lusion’s bias on serving and eating behavior. Journal of Consumer
Research 39(2), 215-228.

VccmezoBaHMe 0 YaeBhIX MOXKHO HalTH 3Zieck: McCall, M., & Belmont, H. J.
(1996). Credit card insignia and restaurant tipping: Evidence for an
associative link. Journal of Applied Psychology 81(5), 609.

VicceoBaHye 0 rOJIOCOBAHUM MOXKHO HAaWTH 371ech: Berger, J., Meredith, M.,
& Wheeler, S. C. (2008). Contextual priming: Where people vote affects how
they vote. Proceedings of the National Academy of Sciences 105(26),
8846-8849.

VcconemoBanye o BRICOTE TTOTOJIKA MOKHO HaWTH 371ech: Meyers-Levy, J., &
Zhu, R. (2007). The influence of ceiling height: The effect of priming on
the type of processing that people use. Journal of Consumer Research
34,174-187.

27.Kak ogHa nuwb CMeHa TeppuUTopmnmn Moxxet
NOBNUATb Ha ycrex NeperoBopos

ViccnenoBaHue 0 IpeuMyIIecTBe IIeperoBOpoB Ha CBOEM TEPPUTOPUU MOXK-
HO HaWTH 37eck: Brown, G., & Baer, M. (2011). Location in negotiation:
Is there a home field advantage? Organizational Behavior and Human
Decision Processes 114(2), 190-200. doi:10.1016/j.0bhdp.2010.10.004

Courneya, K. S., & Carron, A. V. (1992). The home field advantage in
sports competitions: A literature review. Journal of Sport and Exercise
Psychology 14, 13-27.
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28. YTO MOoXeT caenaTtb Bac cuibHee
nybegutenbHee

VcenenoBaHye O TOM, UTO TEIUIBIN HATUTOK BBI3BIBAET TEIUIOE OTHOIIEHUE,
MOXXHO HaWTu 3ziech: Williams, L. E., & Bargh, J. A. (2008). Experiencing
physical warmth promotes interpersonal warmth. Science 322(5901),
606-607.

ViccmezoBaHYe O MBICIEHHOM TIP€E/ICTaBJIEHUH COOCTBEHHOM CHUTBI OTIMIChIBA-
eTcd 37eck: Lammers, J., Dubois, D., Rucker, D. D., & Galinsky, A. D. (2013).
Power gets the job: Priming power improves interview outcomes. Journal
of Experimental Social Psychology 49(4), 776-779. doi:10.1016/].
jesp.2013.02.008

VccnemoBaHue, KOTOpOe TTOKA3bIBAET, YTO MMPUHATHE BIACTHOU O3B
MOXKET YCHJIMBATh OIIyIlleHre COOCTBEHHOM Ba)KHOCTH, MOKHO HaWTH
3nech: Carney, D. R., Cuddy, A. J. C., & Yap, A. J. (2010). Power posing:
Brief nonverbal displays cause changes in neuroendocrine levels and risk
tolerance. Psychological Science 21, 1363-1368.

29. lMouemy noboBb MOXKET ObITb €AVHCTBEHHON
BaXKHOW Menoublo, KOTOPasA BaM HY>KHa

ViccrezoBaHye, POBEIEHHOE C MTENeX0jaMU, MOXHO HalTH 37ieck: Fischer-
Lokou, J., Lamy, L., & Guéguen, N. (2009). Induced cognitions of love
and helpfulness to lost persons. Social Behavior and Personality 37,
1213-1220.

ViccremoBaHUe «II0XEPTBOBAHUA = JII0O0Bb» MOXXHO HAUTHU 3/€Ch:
Guiguen, N., & Lamy, L. (2011). The effect of the word «love» on compliance
to a request for humanitarian aid: An evaluation in a field setting. Social
Influence 6(4), 249-58. d0i:10.1080/15534510.2011.627771
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VccremoBaHue 0 Tapeike B popMe cepilia MOXKHO HaTH 31echk: Gu guen,
N. (2013). Helping with all your heart: The effect of cardioid dishes on
tipping behavior. Journal of Applied Social Psychology 43(8), 1745-9.
doi:10.1111/jasp.12109

30. Kakasa BaxxHaAa Mmesioub MOMOXKeT BaM HaNTU
XOPOLNM NOJapoK

06 uccie0BaHUAX, TIOCBAIIEHHBIX TTOZapPKaM, BBl MOXKETE MPOYUTATH
3aech: Gino, F., & Flynn, F. J. (2011). Give them what they want: The
benefits of explicitness in gift exchange. Journal of Experimental Social
Psychology 47(5), 915-22. doi:10.1016/j.jesp.2011.03.015

31. Kakme npenmyLiecTsa Bbl MOXeTe 13BneYb 13
rOTOBHOCTW fit0Aen OTr/IaTUTb BaM 3a MOMOLLb

ViccnenoBaHue 06 OKa3aHUU yCIyT BB MOXKeTe HaiTH 37ech: Flynn, F. J.
(2003). How much should I give and how often? The effects of generosity
and frequency of favor exchange on social status and productivity. Academy
of Management Journal 46(5), 539-53. doi:10.2307/ 30040648

32. Kak BblipaXeHune npu3HaTesibHOCTX NomMoraeT
B/INATb Ha APYrux nogen

VccnenoBaHus, TIOCBSAIIIEHHbBIE BOTIPOCAM BbIpaXKEeHUSI TPU3HATENbHOCTH,
MOXXKHO HaWTH 37iech: Grant, A. M., & Gino, F. (2010). A little thanks goes
a long way: Explaining why gratitude expressions motivate prosocial
behavior. Journal of Personality and Social Psychology 98, 946-955.
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33. MOXeT N HEOXKMAAHHOCTb NMPUHECTN boraTble
nnogbl

Bosee mogapobHyto uHpopMaiuio 06 aHTJIUHCKOM MPEenoZoO6HOM OTIle
¥ 0 TOM, KaK OH pasziaBaJi IEHbI'M, BBl MOXKETe HalTH 37iech: http://www.
bbc.co.uk/news/uk-22012215

VccnemoBaHue O YaeBBbIX B peCTOpPaHe BBl MOXKeTe HaWTH 37ecCh:
Strohmetz, D. B., Rind, B., Fisher, R., & Lynn, M. (2002). Sweetening the
till: The use of candy to increase restaurant tipping. Journal of Applied
Social Psychology 32(2), 300-309.

ViccenoBaHme, KOTOPOE MTOKA3bIBAET, YTO OTpebuTenu 6osee Giaro-
CKJIOHHO PearupyroT Ha HEOXKU/JaHHbIE KYTIOHBI, BBl MOJKETe HAWTH 3/1eCh:
Heilman, C. M., Nakamoto, K., & Rao, A. G. (2002). Pleasant surprises:
Consumer response to unexpected in-store coupons. Journal of Marketing
Research, 242-252.

34. Kak noay4ynTb NOMOLLb,
B KOTOPOW Bbl HyXK[aeTeCb

ViccemoBaHusA O TOM, KaK JIFOAU IPOCAT O MIOMOIIM, BBl MOXKeTe HaWTH
3gech: Flynn, F. J., & Lake, V. K. B. (2008). If you need help, just ask:
Underestimating compliance with direct requests for help. Journal of
Personality and Social Psychology 95(1), 128-143. d0i:10.1037/0022-
3514.95.1.128

VccienoBaHye, KOTOPOE TIOKa3bIBAET, YTO MOTEHITUATbHBIE TOMOITHUKHY
CKJIOHHBI HEZIOOLIEHUBATh BEPOSITHOCTD TOT'0, YTO K HUM 00PaTATCS 3a TIOMO-
IIbI0, MOXKHO HaWTH 37iech: Bohns, V. K., & Flynn, F. J. (2010). «Why didn’t
you just ask?» Underestimating the discomfort of helpseeking. JJournal of
Experimental Social Psychology 46(2), 402-4009.
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35. Y10 cnocobCTBYET YyCnexy B NeperoBopax

VccnemoBaHue O BHECEHUM IIEPBOTO MPEJIOKEHUS Ha IIeperoBopax
MOXKHO HaWTH 371ech: Galinsky, A., & Mussweiler, T. (2001). First offers
as anchors: The role of perspective-taking and negotiator focus. Journal
of Personality and Social Psychology 81(4), 657-669. doi:10.1037//
0022-3514.81.4.657

36. MoXeT fin TOYHOCTb NOMOYb BaM BbITOProBaTb
Gonee BbIroHbIE YCNOBMA KOHTPaKTa

ViccnenoBaHUSA O TOYHBIX IPEAJIOKEHUAX BBl MOXKETEe HAWTHU 37€Ch:
Mason, M. F., Lee, A. J., Wiley, E. A., & Ames, D. R. (2013). Precise
offers are potent anchors: Conciliatory counteroffers and attributions of
knowledge in negotiations. Journal of Experimental Social Psychology
49(4), 759-763. doi:10.1016/j.jesp.2013.02.012

37.Noyemy maneHbKoe n3MeHeHue B nocnegHen
Lundpe ueHbl MOXKeT NPUHeCTM 60MbLLYI0 NOMb3Y
BalLMM fienam

Xoporuii 0630p UCTOKOB IIPOUCXOXKIEHUSA I[€H, KOTOPble OKAHYNBAIOTCS
Ha HedyeTHBIe TUGPH Wik 99 1IeHTOB, MOXKHO HaWTH 37echk: Gendall, P.,
Holdershaw, J., & Garland, R. (1997). The effect of odd pricing on demand.
European Journal of Marketing 31(11/12), 799-813.

HccepoBaHue 0 1ieHaxX, KOTOPBIE 3aKaHYUBAIOTCA Ha 99 [IeHTOB, MOXXHO
HaiiTu 31eck: Gaston-Breton, C., & Duque, L. (2012). Promotional benefits
of 99-ending prices: The moderating role of intuitive and analytical decision
style. In Proceedings of the 41st Conference of the European Marketing
Academy (EMAC). Lisbon, Portugal.
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Bosee nmozapobHy0 nHGOpMALUIO 0 BIUAHUY 3 deKTa OKPYTIEHHUS MOKHO
HaWTH 371ech: Stirving, M., & Winer, R. (1997). An empirical analysis of
price ending with scanner data. Journal of Consumer Research 24, 57-67.

ViccnemoBaHue 0 pydkax MOXKHO HalTh 37eck: Manning, K. C., & Sprott, D. E.
(2009). Price endings, left-digit effects, and choice. Journal of Consumer
Research 36(2), 328-335. d0i:10.1086,/597215

38. MoxeT nn nopAfoK npencraBneHnA
NHOPMaL M MOMOYb NONYUNTb OONbLUE 3aKa30B

VccenoBaHuye O IOPsiIKE MTPEZCTABIEHUSA TPOAYKTA U IeHbI MOJKHO Hal-
TH 371ech: Bagchi, R., & Davis, D. F. (2012). $29 for 70 items or 70 items
for $29? How presentation order affects package perceptions. Journal of
Consumer Research 39(1), 62-73. doi:10.1086,/661893

39. Kak nprnobpecTtu 60nblue, a NOTPATUTb MEHbLLIE

VccnemoBanue 06 apdeKTax yCHIeHHS U YCPeAHEHHS MOYKHO HANTH 3/1€Ch:
Weaver, K., Garcia, S. M., & Schwarz, N. (2012). The presenter’s paradox.
Journal of Consumer Research 39(3), 445-460. doi:10.1086,/664497

V3yuyeHue nojxoza «d3TO ellje He BCe» OMMUCaHo 34ech: Burger, J. M.
(1986). Increasing compliance by improving the deal: The that’s-not-all
technique. Journal of Personality and Social Psychology 51(2), 277-283.
doi:10.1037/,/0022-3514.51.2.277

40. Kak BbIICHEHNE rOTOBHOCTM YeNI0BEKA
3an/1aTUTb 3@ TOBAP MOXKET MOBbICUTb
3P PEeKTUBHOCTb BalLEro BANAHUA

ViccmeoBaHre TOKepPTBOBaHUH omnucaHo 37eck: Hsee, C. K., Zhang, J.,
Lu, Z. Y., & Xu, F. (2013). Unit asking: A method to boost donations
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and beyond. Psychological Science 24(9), 1801-1808. doi:10.1177/
0956797613482947

41. MoueMy xapaKkTepHble 0COOEHHOCTIN MOBbLILIAT
BEPOATHOCTb YCMNexa Ballel KaMnaHuu

Bosee moapobHy0 HHPOPMAIIHIO O BIUAHUYU poTorpadru B HapaBIeHUN
Ha ToMorpaduio MoOXkHO HaliTu 31ech: Wendling, P. (2009). Can a photo
enhance a radiologist’s report? Clinical Endocrinology News 4(2), 6.

XopoIrii OTYeT Ha 3TY XK€ TEMY MOXKHO HAaWTH IO CChUIKe: http://www.
nytimes.com/ 2009/04/07 /health/07pati.html

Bonee nozpobHyto nudpopmanmio o6 adpdekTe «xapaKTepHOH 0COOEHHO-
CTH ’KEPTBBI» IIPU MOXKEPTBOBAHUAX MOKHO HaWTH 37iech: Small, D. A., &
Loewenstein, G. (2003). Helping the victim or helping a victim: Altruism
and identifiability. Journal of Risk and Uncertainty 26(1), 5-16.

OddekT «xapaKTepHOI 0COOEHHOCTH KEPTBbI» IPU MIPUHATUN MEHIIIH-
CKUX pellleHu# omucaH 31ech: Redelmeier, D. A., & Tversky, A. (1990).
Discrepancy between medical decisions for individual patients and for
groups. The New England Journal of Medicine 322, 1162-1164.

VccnepoBanusa adpdekTa «IeTaTU3uPOBAHHOTO JOTIOJTHEHUS» OIMCAHBI
3aeck: Cryder, C. E., Loewenstein, G., & Scheines, R. (2013). The donor
is in the details. Organizational Behavior and Human Decision Processes
120(1), 15-23. d0i:10.1016/j.0bhdp.2012.08.002

42. Kak n3bexatb ynyLleHHbIX BO3MOXKHOCTEN

VccnemoBaHus peHeOpeXeHUsT aJlbTEPHATUBHOM OI€HKOM CTOMMO-
cTu nmpuBeeHbl 31ech: Frederick, S., Novemsky, N., Wang, J., Dhar, R.,
& Nowlis, S. (2009). Opportunity cost neglect. Journal of Consumer
Research 36(4), 553-561. doi:10.1086,/599764
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43. Kak MOTUBUPOBaTb ApPYrux (1 cebs) Ha
3aBepLleHne 3a4aun

ViccnenoBaHue MporpaMMBl JIOSJIBHOCTU MOKHO HalTu 37eck: Koo, M.,
& Fishbach, A. (2012). The small-area hypothesis: Effects of progress
monitoring on goal adherence. Journal of Consumer Research 39(3),
493-509. do0i:10.1086/663827

44, Kak NoBbICUTb NpeaaHHOCTb NoTpebutenen
dnpme

VccnemoBanme o Moryprax MOKHO HaWTu 37ech: Jin, L., Huang, S., &
Zhang, Y. (B meuaTtu). The unexpected positive impact of fixed structures
on goal completion. Journal of Consumer Research.

45. Kak BaXkHble mesioum moryT n3 1+1 cagenatb He 2,
a bonblue

VccnenoBaHye 06 OTHECEHUU ITPU3A K OIIPe/Ie/IEHHOM KaTeropuy MOXKHO
HaiTy 3qech: Wiltermuth, S., & Gino, F. (2013). «I'll have one of each»: How
separating rewards into (meaningless) categories increases motivation.
Journal of Personality and Social Psychology 104(1), 1-13.

CraTbs, B KOTOPO# obOCyXzaeTcs maryoHas TeHeHIIUsA BhIIUIaYUBaTh
cHayvasia HeOOJIbIIIKE JOJTH U TOJBKO TIOTOM KPYITHBIE, TIPUBE/IeHA 3/€Ch:
Amar, M., Ariely, D., Ayal, S., Cryder, C., & Rick, S. (2011). Winning the
battle but losing the war: The psychology of debt management. Journal
of Marketing Research 48 (SPL), S38-S50.
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46. Kak ManeHbKWI War Ha3ag MOXeT NpuBecTu
K 60nbLIOMY MPbIKKY Bnepes

ViccnenoBaHus BIUSHUA GU3NIECKOTO PACCTOSHUS OMMMCAHBI 3/1€Ch:
Thomas, M., & Tsai, C. I. (2012). Psychological distance and subjective
experience: How distancing reduces the feeling of difficulty. Journal of
Consumer Research 39(2), 324-340. doi:10.1086,/663772

47.Kak npeBpaTtnTb MaseHbK1e OnIoWHOCT B
6onblure ycnexm

O630p HccIefoBaHU 110 HEraTUBHOM MHGOPMAIUU TPUBEJEH 3/1€Ch:
Baumeister, R. F., Bratslavsky, E., Finkenauer, C., & Vohs, K. D. (2001).
Bad is stronger than good. Review of General Psychology 5(4), 323-370.
doi:10.1037//1089-2680.5.4.323

48. Kak ncnpasnsas, a He NpenoTBpaLlas olwmnobKuy,
MOXXHO JOCTUYb YCrexa

Bosiee mogpobHyto nHGopMaIumo 06 HccieoBaHUU IPOJOIKUTEb-
HOCTH >XWU3HU MOXXHO HaWTH 37iech: Seery, M. D., Holman, E. A., &
Silver, R. C. (2010). Whatever does not kill us: Cumulative lifetime
adversity, vulnerability, and resilience. Journal of Personality and Social
Psychology 99, 1025-1041.

VccnemoBaHwsi, TOCBAIIEHHBIE OIMIMOKaM ITPH IIOATOTOBKE YIIPaBIeHIECKUX
KaZIpoB, onmcaHsl 371ech: Keith, N., & Frese, M. (2008). Effectiveness of error
management training: A meta-analysis. Journal of Applied Psychology
93, 59-69.

BeI MOXKeTe HaliTH CTaThIo, TOCBAIEHHYIO BlIeYaT/IeHUAM KJIeHTOB, 371eCh:
Schrange, M. (2004, September). The opposite of perfect: Why solving
problems rather than preventing them can better satisfy your customers.
Sales & Marketing Management 26.
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49. Kak BbI6OP NpaBMiIbHOrO MOMEHTa MOXKeT
NPUHECTM NONb3y OT BalLMX OT3blIBOB B CeTu

OmnucaHue BIUSHUSA BpeEMEHH pa3MellleHHs 0T3bIBa Ha capadaHHOe pazirio
MOXXHO HalTH 371ech: Chen, Z., & Lurie, N. (2013). Temporal contiguity
and negativity bias in the impact of online word of mouth. Journal of
Marketing Research 50(4), 463-476.

50. Kak 06nerumtb neperoBopbl C NapTHeEpamu

BbI MOKeTe HAalTU /iBa UCCIeJOBAHUsA, [TOCBAIEHHBIX IOMODY, 3/1e€Ch:
Kurtzberg, T. R., Naquin, C. E., & Belkin, L. Y. (2009). Humor as a
relationship-building tool in online negotiations. International Journal of
Conflict Management 20(4), 377-397.d0i:10.1108/10444060910991075

VccnenoBaHue, B KOTOPOM U3y4YaIoCh BIUSHUE IPEAOCTaBIEHUS TNIHON
nHbOopMaIMU TMepe/ eperoBopaMu, MOKHO HaWTH 37ech: Moore, D.,
Kurtzberg, T., Thompson, L., & Morris, M. (1999). Long and short routes to
success in electronically mediated negotiations: Group affiliations and good
vibrations. Organizational Behavior and Human Decision Processes
77(1), 22-43. doi:10.1006/0bhd.1998.2814

ViccmeoBaHue ITyTKY O JIFOOMMOM JISTYIITIKe TPUBOAUTCA 31ech: O’Quinn, K.,
& Aronoff, J. (1981). Humor as a technique of social influence. Social
Psychology Quarterly 44(4), 349-357.

51. Kak KpaTKoe NpUKOCHOBEHME MOXKeT caenaTtb
TOBap ropasgo 6onee LeHHbIM

VicorezoBaHye IPUKOCHOBEHUH K MTPOAYKTY MOXKHO HAaTH 371ech: Peck, J.,
& Shu, S. B. (2009). The effect of mere touch on perceived ownership.
Journal of Consumer Research 36(3), 434-447. doi:10.1086,/598614
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52. MNpunbeperaiiTe nyyllee Ha KOHel. Kakas BaXHas
MENOYb MOXET CbIrpaTb PELLAOLLYIO POJSib

HccnezoBaHe KOJIOHOCKOIIMU OMKcaHo 3aech: Redelmeier, D., Katz, J.,
& Kahneman, D. (2003). Memories of colonoscopy: A randomized trial.
Pain 104(1-2), 187-194.

BaxHble menoun (6oHycHas rnaBa)

VccnepoBaHvie HEABKY B MEAUIIMHCKHE IIEHTPHI MOXKHO HAWTU 3/1€Ch:
Martin, S. J., Bassi, S., & Dunbar-Rees, R. (2012). Commitments, norms and
custard creams — a social influence approach to reducing did not attends
(DNAS). Journal of the Royal Society of Medicine 105(3),101-104.

ViccnenoBaHue, MMOCBAIEHHOE KOMOWHUPOBAHUIO COITMATbHBIX HOPM
Y TIOOIIPEHUM, MOKHO HaWTH 37eck: Dolan, P., & Metcalfe, R. (2013).
Neighbors, Knowledge, and Nuggets: Two Natural Field Experiments on
the Role of Incentives on Energy Conservation (CEP discussion paper no.
1222). Centre for Economic Performance, London School of Economics.

Bosee moapobHy10 nHPOPMAIIHUIO O TPEX OCHOBHBIX MOTHBaX, 06CyKIae-
MBIX B 9TOM IJIaBe, MOXKHO HalTH 31eck: Cialdini, R. B., & Goldstein, N. J.
(2004). Social influence: Compliance and conformity. Annual Review of
Psychology, 55, 591-621.

Bosee moapo6HOe onucaHye SKCIIEPUMEHTOB, COUETaIOIINX STOUCTHYE-
CKHe U aJbTPYUCTUYECKHE TTOAXO0bI, MOXKHO HalTH 37iech: Feiler, D. C.,
Tost, L. P., & Grant, A. M. (2012). Mixed reasons, missed givings: The costs
of blending egoistic and altruistic reasons in donation requests. Journal
of Experimental Social Psychology 48(6), 1322-1328.

Pa6oTa, B KOTOPO¥ IPOZIEMOHCTPUPOBAHO, YTO ONITUMAIBHOE KOJTYECTBO
oOpallleHUii paBHsAETCS TpeM, IprBeZieHa 37eck: Shu, S. B., & Carlson, K. A.
(2014). When three charms but four alarms: Identifying the optimal number
of claims in persuasion settings. Journal of Marketing 78(1), 127-139.



bilarogapHoOCTH

Kak riacut apprkaHcKas MOCIOBUIIA, «peOeHKa BOCIIUTHIBAIOT BCEH Jie-
peBHel». JlymaeTcs, TO ke MOXKHO CKa3aTh U O KHUTe. A 3HaYUT, MHOTHeE
3aCTY>KIJIN CaMyt0 MCKPEeHHIOI0 Hallly 61aroZlapHOCTb.

Kak aBTopaM, M3y4aroliyM U HayKy, ¥ IPAKTUKY BIUAHUA, HAM HEBEpPO-
SATHO TIOBE3JIO JKUTDb B «Jl€PEBHE», ITOJHON TaKUX TIPeJaHHBIX U YMHBIX
vccleZioBaTesel, paboTaroIUX He MTOKIaJas PyK, YTOOBI COBEPLIEHCTBO-
BaTh 3HAHUA O Ipoliecce yOexJeHNA U YPOKH, KOTOPble OHO MOXKeT HaM
mpernozaTh. XOTUM Ho6IaroapyuTh UX BCeX, a OCOOEHHO TeX, YbH TPY/bI
Y WJIeV MBI UCIIOIb30BAIN B 3TOU KHUTE.

Kpome Toro, MBI XOTUM BbIPa3WTh Hallly IpU3HaTeabHOCTh KeliT AHziepcoH,
Cypamxy baccu, Pyniepty Jlan6ap-Pusy, [Tony Jlonany, bepuu I'onpamreiiny
u /lxeriMcy Hukoscy — BceM, KTO OKa3asl BAUAHNE Ha 3Ty KHUTY.

Bo BpeMsa HanncaHuA KHUTY HAM HECKa3aHHO [I0Be3JI0: y Hac IOABUIAChH
rpyTa IOMOIIHUKOB, IOXeIaBIINX IPOYUTATh YePHOBUKHU U IIPEJIOKUTD
Pa3HOO0Opa3Hble BAPUAHTHI MPAKTUIECKOTO TPUMEHEHU H/iel, B HUX CO-
JepkaBimxcsa. Xotum mobarogaputh Poba bisku, Hatamu Bpurtr, [Ilona
Baknenza, Oz Konnosu, MMy Posy Xepcer, Benmkamuna Kayo6e, I'pe-
ropa Makdepcona, Crua MayHza, /l>koHa BuncenTa u /I>xeiimca Yacra.

BeipaxaeM IJIyOOYaHIIyIo IpU3HATEIbHOCTD U BCEM, KTO IOMOT'al HaM B
aMmepukaHckux U anruiickux odprcax INFLUENCE AT WORK, B Tom unciie
Oitu Banzepmeep u Cape ToOUTT, a TaKKe HAIIMM M3ZaTeIaM Business
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Plus/Grand Central Publishing B Helo-Vopxke u Profile Books B JIonzoHe.
Ocobas 6aroapHOCTb HAIMKUM peZlakTopaM Puky Bonbdy u Jlanuaimo Kpy,
YbS TIOAZIEPKKA, MOOIIPEHNE U COBETHI OKA3IUCh /11 HAC HEOLIEHUMBL.

Camoro HU3KOI'0 IIOKJIOHA 3aCIy>KUBAIOT TpU YesnoBeka. Jlanuka Jxatiic
HeycTaHHO paboTajia B KauecTBe Halllero McciejoBaTes, IpoBepss 1 Iepe-
npoBepsast pakThl. Crracubo 3a MOAAEPXKKY U IMOMOIIb, JJanuka. Tl Obuta
xopomia!

Pa6oTtats ¢ />KrMoM JIeBUHOM, HAlIKM 6€CCMeHHBIM JIMTareHTOM 13 KOM-
naHuu JleBuHa ['puHOepra, Bcerza pagocth. JKUM, Thl M TBOSI KOMaHja —
HJeaabHOE BOIUIOIIEHYe MapTHepcTBa. OrpoMHOe crracu6o.

KoHeuHo, 61arogapumM bobetty I'opzeH, KOTOPYIO IIPOHUIIATETBHOCTD, He-
HccsIKaeMasi SHEPTUS Y PBEHUE C/IeNIaii HEBOCIIETOU TepOMHEN 3TOM KHUTH.

Y Hamocae0K MbI XOTeTU OBl T00Iar0[apUTh CBOUX OJIM3KUX U POJAHBIX
3a MOA/IEPKKY U JIIOOOBb.



