YHUBEPCUTET 3A HAITMOHAJIHO 1 CBETOBHO CTOITAHCTBO

PEONEH3UA

Ot:  npog. 0-p Unuan Uearnos Munros
Hronomuuecku ynusepcumem - Bapna;
IIpoghecuonanno nanpaesnenue 3.8. Uxonomuxa,
Hayuna cneyuannocm 05.02.18 Hxonomuxa u ynpasienue (Mnoycmpust)

OTHOCHO:  JUCEPTAIMOHEH TPYy/ 3a MPUCHKIaHe Ha 00pa3oBaTe/IHA U Hay4YHa
CTEIEH ,,AOKTOP* 1o Hayuna cneyuarnocm B YHCC.

OcHnosanue 3a TIpEACTAaBSHE HA PEIICH3UATA: YYaCTUE B ChCTaBa Ha HAYYHOTO
Kypyd TI0 3allldTa Ha JUCEPTAIlMOHHUS TpyA cCbriaacHo 3amoBes Ne
1032/14.04.2026 r. na 3am. Pexropa no H1J] na YHCC.

ABTOp Ha TUCEPTALMOHHHUS TPYL: Hcen IInamenos /eanos
Tema Ha nUCepTAlMOHHUS TPYA: IIpunoowcenue Ha oucumannus
MapKemuHe 8 KOMnanuume, npeoazawiu cogpmyep Kamo yciyed

1. NUndopmanus 3a 1ucepTanTa

JucepranTsT ce € oOyuyaBan Mo JOKTOpCKa Mporpama KbM KaTenapa
,2AHanycrpuanen ousnec” Ha YHCC mo HayyHa criennaiiHOCT ,,JIkoHOMUKa U
ynpasieHue (MHIyCTpHs) cbriacHo 3amoBesa Ha 3am.-pexktopa mo HUJ[ nHa
YHCC Ne 824/03.04.2019 r. O0y4eHHETO € OCBIIECTBEHO B pedosra hopma
npe3 nepuoaa 26.03.2019 r. — 26.03.2022 r.

OT mpencraBeHaTa Ha aHTIMHCKH €3MK aBTOOMOTrpadusi cTaBa sICHO, 4e
nokTopaHT fIceH JlessHOB € U3sBEH CIEeNUAIMCT B 00JlacTTa Ha MapKeTuHra. Toit
e npunoous OKC ,,6akanaBbp* no cnenuanHoct ,,Mapketunr* npe3 2010 r. u
OKC ,maructep” no cwpmara cnenuanaoct npe3 2011 r. 8 YHCC. Cnen
3aBBPIIBAHETO CH PAa0OTH KAaTO MApPKCTHHIOB CICIUATUCT W MCHHDKBD B
pa3IMYHd MEXAyHapoaHU KommnaHuu, B T.4.: SOftOne, Progress Software Inc,
Scale Focus AT, Sport Vision EAJl, u np. Paborata B Te3u KOMIIAaHUU My J1aBa
BB3MOKHOCT Jia TMPUI00ME 3HAYWUTENICH MPaKTUYECKU ONMUT B 00JIacTTa Ha
JTUTUTATHAS MApKETHHT, KOWTO € MpeaMeT Ha HEroBOTO JMCEPTAIMOHHO
uscnensane. o HacTOANIMS MOMEHT JOKTOPAHTHT HE € 3aeMasl aKaJeMUYHU
mrbxkHocTH B YHCC mnmm apyro Buciue yuywinimie. Toill € M3IMBJIHWI BCUYKH
MPEABUACHU IEWHOCTU OT UHUBUIYATHHSI CH IOKTOPAHTCKH TUTAH.



2. O01ma xapaKkTepuCTHKA HA NPeJCTABEHUS TUCEPTAIUOHEH TPY/

JlucepTalMOHHUAT TpyA € B o0y odem ot 219 crpanmuu (195 crp.
OCHOBEH TEKCT) U B CTPYKTYPHO OTHOILIEHHE € OPOpPMEH B yBOJ, TpU IJIABH,
3aKJII0YCHUE, CIMCHK Ha M3IMOJI3BaHATa JINTepaTypa, BKatouBam 185 n3rounnka
(40 na ObaTapcku U 145 Ha aHTIMICKHU €3uK) U npuiioxeHwus (6 Op.).

JlucepTallUOHHUAT TPYA € TMOCBETEH Ha W3KIIYUTEIHO AaKTyalleH
mpoOJjeM, 3amoTO KaKTO IMOCOYBa W JIOKTOPAaHTA ,,ChbBPEMEHHUSAT OW3HEC €
MO/VIOKEH Ha JBJI0OKA TUTHTAIHA TpaHc(opMalys, TpOMEHSIa HaYMHA II0
KOWTO OpraHu3allMuTe IUJIaHUpaT M peaju3upar CBOUTE MAPKETUHTOBHU
neiHocTu®. JlefictButenno B ycinoBuara Ha Maayctpus 4.0 u Uuaycrpus 5.0
OBP30TO pa3BUTHE HA TEXHOJOTUUTE MPOMEHHU HAYMHA, IO KOMTO KOMITAHUUTE
U3TpaXJaT CBOMTE OW3HEC MOJEIM W TPAJULIUOHHUTE MPOIECH OTCThIIUXA
MSICTO Ha TEXHOJOTUYHO 0a3upaHu U MOTPEOUTEIICKA OPUCHTHUPAHU METOJU Ha
pabota. BbB Bpb3ka ¢ TOBa M C oOrjea Mo-go0paTta KOMYHHUKAIUS C
notpeduTenuTe, OM3HEC OPraHU3alUUTE U3MOJ3BAT PA3IMYHUTE BH3MOKHOCTU
Ha JUTUTAIHUSA MapKETUHT, KaTo (UpMEHU yeOcailiToBe, COLMATHU MPEXH,
ThpPCEIM MAIIUHU M JIp., OCUTYpSIBallld MO-BUCOKAa €(GEKTUBHOCT, IIEJIEBO
TapreTupaHe U U3MEPUMOCT Ha pe3yjiTaTUTE B peaqHo BpeMe. BbmpocHute
aCIleKTH Ha JAUTUTAJIHUS MApKETUHI UMaT OCOOCHO 3HaueHue 3a (UpMHTE,
npeiaramu codryep karo yciayra (SaaS), mopaau crienrdukaTa Ha TsSXHaATa
JIEHHOCT — MPEAOCTaBsIHE HA COPTYEPHH PEUICHUSI Ype3 MHTEPHET N0 (popmaTa
Ha a0OHAMEHTEH JIOCThII, 0€3 U3MCKBaHE 3a JIoKaliHa uHcTanauud. [locienqnoro
oOycnaBsi (POKyc BBpPXY HENMPEKbCHATOTO B3aMMOJIEUCTBHE C KIUEHTUTE U
yIPaBJIECHUETO HA JBJITOCPOYHH B3AUMOOTHOILIEHHUS C THX.

HezaBucuMo OT akTyanHOCTTa Ha Ta3W TEMaTUKa, JOKTOPAHTHT
KOHCTaTUpa JUIcaTa Ha JOCTaThYHO MPOYYBAHUS, OCOOCHO IO C€ OTHACS Ja
SaaS kommanunte. ToBa MOTHBHpA HETOBUTE HAYYHU THPCEHUS Jla CE Hacodar
KbM H3CIIEJIBAHE HA B3aHUMOBPB3KUTE MEXKAYy JAUTUTATHUS MaAPKETHHT,
YIIPaBJICHUETO HA KJIMEHTCKUTE B3aUMOOTHOIIEHUS U €()eKTUBHOCTTA B OU3HEC
MOZieJla Ha TE€3W KOMIIAHUU C OrJie]] 3albJIBaHE Ha Ta3W HU3CIefoBaTelicKa
,[Ipa3HUHA®. B TO3M KOHTEKCT HAITBJIHO JIOTUYHO 3BYYM W3JUTHATATa OT HETO
u3cieoBaTeNcKa Te3a, OCHOBaHa Ha pa30UpaHeTo, Y€ CTENEeHTa U HaYUHBT Ha
NPUIOKEHUE Ha JUTUTAHUS MApKETUHI B SaaS KOMIAHUUTE OKa3BaT
CBIIECTBEHO  BJHWSHHE BBPXYy  TAXHATa TMa3apHa  €(PEKTUBHOCT W
KOHKYPEHTOCIIOCOOHOCT.

CuuramMm, 4de menrta € AcHO (OKyCHpaHa, BBIIPEKU Y€ C€ HyX Aae OT Io-
npernu3Ho Gopmynupane. Ta € HacoYeHa KbM pa3pabOTBaHETO Ha WHTErpUPaH
MOJIEN 3a MPUIIOKEHUE HA JWTUTAIHHUS MApKETHUHT B SaaS opraHu3alumure,
OCHOBaH BBPXY U3CIECIBAHUTE TEOPETUYHH MOJIETU M OCBHLIECTBEHOTO



EMIIMPUYHO Mpoy4BaHe. Ta3u 1ell € IeKOMIIO3UpaHa Ha MEeT OCHOBHU 3a/1ayu OT
TEOPETUYEH, METOAUYECKH U MPUIOKEH XapakTep, MOCTABEHU 3a pellaBaHe B
aucepTanusaTa. MeToqu4ecKusIT HHCTPYMEHTAPUYM, BKJIIOYBAI KOJIUYECTBEHU
U KQ4eCTBEHU METOJIM, € PEJICBAHTEH Ha IIeJITa U 33Ja4uTe Ha U3CICABAHETO U
JaBa BBb3MOXKHOCT 32 aJICKBaTeH aHAJINW3 W MPOBEpKa Ha H3CIeqoBaTeNcKaTa
TEe3a.

Muoro m00po BHeuaTJIeHHE TpaBU CEepUO3HATa  JIMTEpaTypHa
OCBEIOMEHOCT Ha JOKTOpaHTa. B nucepTallMOHHUAT TPy ca U3MOJI3BaHU OO0
185 m3tounuka, or kouto 145 Ha aHTIUMicKHM e3uK. JluTepaTypHaTa crpaBka
BKJIFOYBA M3IOJI3BaHE TMPEAUMHO HA HAYYHU MPOU3BEACHHS, W3AJCHHU CIIE]
2010 r., k0oeTo € 00eKTUBHO OOYCJIOBEHO OT aKTYyaJIHOCTTA Ha pasriiekaHara
TeMatuka. B pe3ynTaT Ha TOBa TeOpeTHMYHATa MOCTAaHOBKA € 00e3MeueHa ChC
CbBPEMEHHU TIO3UIMM TI0 TeMara, a MeTOoJoJIoruuyeckaTa paMkKa Ha
U3CIIEJIBAHETO — ChC CUJITHU apTYMEHTH.

3. OueHka Ha MOJyYeHUTE HAYYHH U HAYYHO-TIPUJIOKHH Pe3yJITaTH

OCHOBHHUTE HAay4YHH W HAYYHO-TIPWJIOKHU PE3YyJTaTH OT IPOBEICHOTO
M3CIICJIBAHE Ca PA3MOJIOKCHU B OTICITHHUTE TJABH Ha IHUCEPTAIUATA, KOSATO €
CTPYKTYpHpaHa IO KJIACHMYECKH O0paszell ¢ SCHO pa3rpaHWYeHU TEOpETUYHA,
METOUKO-METOA0I0TMYHA U aHAJTUTUYHA YACTH.

B yBoma Ha guceprammsTa € apryMeHTHpaHa aKTyaJHOCTTa Ha
TeMaTHUKaTa, KOHKPETH3WpaHH M OOOCHOBaHM ca O0EKTa W TMpeaMeTa Ha
n3ciieBaHe, U € U3JUrHaTta OCHOBHATa M3cleaoBaTeicka Te3a. Ha Ta3su ocHOBa
ca W3BCJCHHU IeJiTa M 3aJaydTe, M3MNOJ3BAHUTE METOJAM 3a U3CJIC/IBaHeE,
MH()OPMAIIMOHHOTO OCHUTYpPsIBaHE, KAKTO M HAKOW OTPAHHYCHHS, JTUMHUTHPAIIHA
o0xBara Ha TpyJa.

I'maBa mbppBa Ha gucepranusaTa MMa TEOPETHYECH XapakTep, KaTo B Hes
U3JI0KEHUETO € TMOJYMHEHO H3IPI0 Ha JIOTHKaTa ,,MapKETUHI — JIUTHUTAJICH
MapKeTHUHT — JINTUTaJIeH MAapKeTUHr B SaaS kommanuuTe. Tyk MoraT ga ce
ouYepTasT HIKOW CHIIECTBCHU HAYYHHU PE3yJITaTH:

* OuepraH € Tpexoaa OT TPATUITMOHCH KbM TUTHUTAICH MApKETHUHT IO
BB3JICHCTBHEC HAa TEXHOJOTHMYHOTO pa3BUTHE, W 3aMsHATa Ha KiIacwdecKaTa
KOHIIENIUS 3a 4P MapkeTMHroBUS MHKC OT TO-IIMPOKH PaMKH, OTYHTAIIA
JTUTHTATHATE KaHAIM U MHTCPAKTUBHUS XapakTep Ha ChbBPEMEHHUTE KIIMCHTCKH
B3aMMOOTHOIIICHH. BBB Bpb3Kka ¢ TOBa, Ha 0a3aTa Ha Tperjeaa Ha HaydHaTa
JUTEpaTypa, ca CucTeMaTu3upanu 11 KOMIIOHEHTa Ha TUTUTATHASI MAPKCTHHT.

* M3BeneHn um xapakTepu3uWpaHH ca JBaTa OCHOBHH CTPAaTETHYCCKHU
MTOAX0/Ia B IUTUTAIHUS MapKETUHT - Bxoas1 (inbound) u m3xomsm (outbound)
MapKeTHHT, M TAXHATa PpOJS 32 HU3TPAXIJAHETO Ha  JIBITOCPOYHH



B3aMMOOTHOIIEHUS C KIMEHTUTE B YCJOBHSATA Ha JWUTUTAlIHA cpefa ¢ oco0eH
aKLEHT BbpPXY NPWIOKUMOCTTa UM B SaaS Ou3Heca.

* Pasrmeganu ca CBIIHOCTHUTE XapaKTEPUCTUKH Ha OOJauyHHTE
TEXHOJIOTMH, KaTo ca JUu(epeHLUpaHu TPUTE OCHOBHMU (popMHM Ha OOJIAYHMTE
yeayru - laaS, PaaS u SaaS. M3BeneHu ca KIIOUOBHUTE XapaKTEPUCTHKU M
HUBaTa Ha 3PsUIOCT Ha SaaS Mojena, KaTo Hall-BUCOKO HUBO Ha abCTpakmus B
00JJaYHUTE YCIYTH.

* ApryMeHTHpaHO € MSICTOTO Ha AUTUTAIHUSA MapKeTHHT B SaaS OusHeca,
MpeBUJ HErOBUTE OCOOCHOCTHM W CHEMUUYHM XapaKTepUCTHKH, KaTo ca
u3Benenn kimrouoBute KPI  merpuku, ompenensimy epeKTUBHOCTTa Ha
MapKETUHTOBUTE IEHHOCTH.

Ilo oTHOIIEHHME HA W3J0KEHHWETO B Ta3W IJlaBa CYMUTaM, 4Y€ OCBEH
3a]IbJIOOYEHUTE MMO3HAHUS MO TeMarTa, TOKTOPAHTHT JAEMOHCTpUpa ymeHus: 1/
Jla CUCTEMaTu3Hpa MPEeLUr3HO TosiM o0eM uHpopManus B TabJIM4eH BUI, U 2/
Jla TIOJKpPEIs MIPEACTABEHUTE TEOPETUYHH ITOCTAHOBKU C PEJIEBAHTHU ITPUMEDPU
OT TpaKTUKaTa Ha YCHEIIHW KOMMIAaHUM (YyKIECTpaHHU M OBIrapcku) B
ceKrTopa.

B TI'maBa BTOpa Ha gucepranmusATa ca TIOJIOKEHH OCHOBHUTE Ha
METOJMYECKUSI MHCTPYMEHTapUyM Ha CBIIMHCKOTO u3cieaBaHe. ['nmaBarta ce
CbCTOM OT Tpu mnaparpada, OT KOUTO €[Ba MOCIEIHUS HMMa METOAMYECKH
xapaktep. Ha mpaktuka nbepBuTE JBa maparpada ca NOpoAbDKEHUE Ha
TEOPETUYHUTE MOCTAHOBKM B IjlaBa IbpPBa B MOCOKA OIEpal[MOHAIM3AIMUS Ha
npoMmensiuBy, u3BexaaHe Ha KPl mo ¢as3m Ha xu3HEHUs UUKBI Ha KIUEHTA,
MOJIeIM Ha LeHOoOOpa3yBaHe Ha YycCiayrute, W Ap. BaxeH pesyarar Tyk e
UACHTU(DULIMPAHETO HA KIIIOUOBU MHAMKATOPH 32 OLEHKAa €(PEeKTUBHOCTTA Ha
OUTUTATHUS MapKETHHI, KOWUTO OCHIypsBaT Bpb3Ka MEXIYy CTpaTerusra,
TaKTUYECKUTE IEHHOCTU U OU3HEC PEe3yJITaTUTE HA KOMIIAHUUTE .

Crnopen MeH, Hal-ChLIECTBEHUTE HAy4yHU pe3yiTaTd B Ta3u IJaBa ca
CUTYUpaHU B TpeTH maparpad, B KOHTO € IpeJIcTaBeHa METOJOJIoTusTa Ha
eMIMPUYHOTO u3cieaBane. @opmyarpaHu ca 00eKT, OCHOBHA U3CJe10BaTeNICKa
[eJ W IIeCT crneuu@UuyuHu M3cienoBaTesIcKu 3anaun. [loctaBeHa € OoCHOBHATa
U3cJeioBaTeNCcKa XUIoTe3a, ue ,,JUTHTaTHUTE MApKETUHTOBU CIIOCOOHOCTH ca
MOJIO)KUTEIIHO M CTaTUCTUYECKU 3HAYMMO CBbp3aHU ¢ OM3HEC e(hEeKTUBHOCTTA
Ha SaaS xkommnanunte, uamepeHu upe3 MRR, NRR, Churn u LTV/CAC*, kosito
€ KOHKpPETU3MpaHa Ha IIeCT MPOU3BOJAHM XUIIOTE3H, MOJJISKAIA HA TIPOBEPKA.
XUWIOTE3UTE Ce OCHOBABAT HA M3TPAJCHUS OT JOKTOPAHTA KOHIIETITYaJIeH MOJIET
Ha W3ClellBaHe, BKIIOYBAIl TPHU B3aMMHOCBBbpP3aHM HHUBA HA aHAIU3 —
MapkeTuHroBo-texHojornuno HuBo  (Digital Marketing  Capabilities),
opranu3aiMoHHo HUBO (Alignment) u pedynratao HuBoO (Performance).



OG6ocHOBaH € M300PHT M ChCTaBa Ha W3BajJKaTa OT 62 pecrnoHieHTa oT 12
SaaS kommanuu (6 OBATApPCKU U 6 YYXKJIECTPAHHHM), KaTO TE3U KOMITAHUHU
orepupat ocHOBHO B B2B cpena, ¢ hokyc BbpXy IUTHTATHUS MapKETUHT KaTo
cTparernuecka (GyHKIIMS 32 pacTeX U KIMEHTCKO 3aabpikane. Pazpaborenu ca
CTPYKTYPHUPAH aHKETEH BBIPOCHUK W BBIPOCH 3a TOIYCTPYKTYPUPAHH
MHTEPBIOTA 3a IEJUTE Ha KOJMYECTBEHOTO W KA4eCTBEHOTO H3MEpPBAaHE W
OIICHKA Ha CTEMEHTa Ha BB3MpPHEMaHe, BHEIPSBaHEC M €(PEKTUBHO H3IOJI3BAHE
Ha JUTUTATHATE MAPKETHHTOBHU TEXHOJIOTHH. APTYMEHTHPAHU U TPEACTaBEHU
ca METOAWTE 3a aHalW3 Ha aKyMyJIHPAaHUTE JaHHU — JIECKPUINTHBEH
CTaTUCTUYECKH aHaliu3, KOPEJIAIlMOHEH aHaju3, pEerpecHOHCH aHalu3,
(dakTopeH aHAIN3 U Jp.

Bcuuko HampaBeHO B TilaBa BTOpa C€ MPOEKTHUPA B HAM-BAXKHUS CIOPE]T
MEH pe3yJiTaT B JUCEPTAllMOHHUS TPYJ, a UMEHHO pa3paboTeHaTa IMeTeTarHa
METO/IMKA 32 eMIIUPUYHO U3CIICBAHE HA BIUSIHUETO HA TUTHUTAIHUS MApPKETHUHT
BbpXy Ou3HeC e(pEeKTHBHOCTTA HAa KOMIIAHWM, Npeajaraimu coTyep KaTo
yciyra (SaaS). Meroaukara cThIIBa BbPXYy MHTETPUPAH KOHIIENTYalleH MOJIET,
oOeMHABaI TPU YTBBPJCHH TeopeTwuHH pamku: Technology Acceptance
Model (TAM), TOE framework (Technological-Organizational-Environmental)
u Digital Marketing Capabilities (DMC). KakTo moguepTaBa U JOKTOpaHTa,
KOMOWHHpPAHETO Ha TE3W MOJEIN II03BOJISIBA IPJIOCTHO W3CIICJIBAHE Ha
JTUTHTATHAS MapKETUHT KaTO NTWHAMHYHA OpraHWU3allMOHHA CIIOCOOHOCT, a HE
KaTo U30JMpPaH HA0Op OT MHCTPYMEHTH.

B rmaBa Tpera Ha mmcepranusATa € MPOBEACHO EMIMPUYHO H3CIICIBAHE
Bb3 OCHOBa Ha wu3rpajeHara metoauka. CTpykTypara Ha H3JIOKEHHUETO €
MOTYMHEHO Ha JIOTHKATa ,,pe3yTaT - HHTeprnpeTanus - u3Boa ‘. B pesynrar Ha
IPOYYBAHETO Ca MPOBEPEHU M3CJIENOBATEICKUTE XUIOTE3H, KaToO MET OT TAX ca
NOTBBPJICHH, a €JHA € YaCTHYHO MOTBBbpJIeHa. Pe3ynrature oT mpoBepkaTa Ha
XUMOTE3UTE TOTBBPKIABAT, Y€ AUTUTATHUTE MAPKETUHTOBH CIOCOOHOCTH
GyHKIMOHUPAT KaTo IEHTPaJeH MEAUaTop MEXIY TEXHOJOTUYHUTE U
OpraHU3allMOHHUTE TNPENNOCTaBKM, M Ou3HEeC pe3ydaTature Ha SaaS
KOMITaHWHTE. B KpaliHa cMeTKa, Upe3 TOJyYCHHUTE PEe3yJITaTH OT MU3CIEABAHETO
JOKTOPAHTBHT JIOKa3Ba, Y€ JWTUTATHHUAT MApPKCTHHT HE (PYHKIIMOHHpA KaTo
W30JIMpaHa KOMYHUKAI[MOHHA WJIM TPOMOIIMOHANHA JEHHOCT, a KaTo
WHTETpUpaHa CTpaTEerHvecKka M aHAIMTUYHA CHCTEMa, KOSTO OKas3Ba IPSKO
BIUSHUC BBpPXYy OM3Hec pesynaratute. [lo TO3M Ha4YMH Ce€ MOTBBHP)KIaBa
OCHOBHAaTa Te3a Ha JWCEPTAllMOHHUS TPYHd, a WMEHHO Y€ ,,JIUTUTATHHUAT
MapKeTUHT B SaaS KOMIIAaHUWTE CJIe/IBa Jla C€ pasriekaa KaTo WHTErpupaHa,
AaHATUTHYHO YTpaBIsSBaHA CHCTEMa 3a Ch3JaBaHE Ha JBJITOCPOYHA OU3HEC
CTOMHOCT".



Ha 0a3ara Ha mosiyueHUTE pe3yiTaTd OT €MIHPUYHOTO H3CIEIBAHE, B
nocieqHusl maparpad Ha TjaBa TpeTa JOKTOPAHTHT (OpMyIHpa KOHKPETHH
MNpPaKTUYECKH TPETNOphKU, HACOUEHU KbM IOJO0OpsABaHE Ha YIPABICHHETO HA
JUTUTATHNAS MAapKEeTUHT B SaaS KoMnaHuMTe. Te BKIHYBAT KAKTO ChbBKYIHOCT
OT OOIIM MPEnopbKH, Taka U TaKWBa, JUPEPEHLUHPAHH MO KIIOYOBU LIETIEBU
IPyNH — BUCHI MEHHJDKMBHT, MAapKETHHTOB OTIEN, U OU3HEC MapTHHOPU U
KOHTpareHTH. [locnegHUAT BaskeH Hay4YHO-TIPUIIOKEH PE3yJTaT B Ta3u IJiaBa €
MPeJIOKEHUAT YeTuprudazeH MoJies 3a BHEAPSABAHE HAa TUTUTAJICH MApKETHUHT B
SaaS kommanuun. Tol wHHTErpupa CTpaTErMuyecKd, OPraHU3alUOHHU U
OTIepaTHBHH €JIEMEHTH, MojkpeneHu oT Bl ananutuuna pamka, 1 MOXe Ja ce
Ipujara KaTo MpakTUYECKU IIbTEBOJIUTEN 3a SaaS OpraHu3allii Ha Pa3InyHU
eTanu OT JUTUTaHATa TpaHCpopMaIusl.

B 3axitoueHneTo Ha JUCEPTAlMOHHUSA TPYyJA ca 000OIEHM OCHOBHHTE
pe3yJITaTd OT MPOBEAECHOTO M3CJE/IBaHE, IIOCTUTAHETO Ha M3CJIEI0BATEIICKUTE
e W 33Jaud, U NOTBbp)KJIaBaHETO Ha xunore3ute. IlocoueHu ca u HIKOU
BB3MOKHOCTH 3a OBbJEIIN IPOYyUBAHUS 10 TEMATA.

Ha ©0azata Ha mnoylydeHHUTE pE3YyATaTH U TAXHOTO HOTEHIUAIHO
MPAKTUYECKO MPUIIOKEHIE MOXKE J1a CE HAIlpaBH 3aKIIOYCHHUETO, Y€ M30paHUTe
U3CJIEI0BATEICKM METOAM ca B CHOTBETCTBUE C IleNiTa W 3aJa4uTe Ha
IUCEePTAIlMOHHUS TPY/l, U Ca aJIeKBaTHHU IO OTHOIIEHUE MOTBBP)KIaBAHETO Ha
U3UTHATUTE XUIOTE3W W OCHOBHATa M3ClEJoBaTelIcKa Te3a. B pesynrar Ha
MOCOYCHOTO JOTYK B pEIEH3UATAa CUMUTaM, 4€ TOKTOPAHTHT CE€ € CIpPaBHI
YCHEIIHO C MOCTaBEHWTE HAYYHU 33Ja4d U € TOCTUTHAJl OCHOBHATa Il Ha
IUCEePTALMOHHUS TPYA.

4. OueHka Ha HAYYHHUTE U HAYYHO-TIPUJIOKHU NPHUHOCH

B nucepranusra morat na ce uaeHTU(GUIUpAT peaulia HAyYHU U Hay4HO-
OpUI0KHU npuHocH. CuuTaMm 4ye Te 000raTsiBaT ChIIECTBYBAIIUTE TEOPETUUHU
3HaHUSA, METOJMYECKH MOCTAaHOBKU U MPUJIOKHHU H3CIEIABAaHUS B 00JacTTa Ha
MapKeTHHTa W B YaCTHOCT Ha AWTUTANHUS MapkeTwHr. [lo moe MHeHue
MPUHOCUTE B AUCEPTAIMATa UMAT MAJIKO MO-PA3IUIHO €CTECTBO OT T€3U, KOUTO
JOKTOPAHTHT € U3Bel B aBTOopedepara. BbB Bpb3Ka ¢ TOBa CbM CH MO3BOJIII J1a
v 00001115 1 hopMyIupam Mo CIASAHUS HAUUH:

[IbpBO, OOOTaTEeHM ca TEOPETUYHHTE IIOCTAHOBKM B 0OJIacTTa Ha
MapKEeTHHTa, CBbP3aHH C MPEX0a OT TPATAUIIMOHEH KbM TUTUTAJICH MapKETHHT.
OdepTaHu ca KOMIIOHEHTUTE U CTPATETUUTE Ha TUTUTAITHUS MapKETHHT, IMAIIA
KJIIOYOBAa POJISI TPU M3TPaXKIAHETO Ha IBITOCPOYHM B3aUMOOTHOIIEHUS C
KIIUEHTHTE.

Btopo, o0ocHoBaHa € possiTa HAa JUTUTATHUS MapKETHHT 3a OW3HEC
MojieJla Ha KOMITAaHUUTE, Mpeasaraiuy copTyep Karo yciuyra, NpeaBua TEXHUTE



CHELU(PUYHN OCOOCHOCTM M XapaKTEpUCTUKM — JUTHUTAIHA Ipupoaa, abo-
HAaMEHTHA JIOTMKa W 3aBUCUMOCT OT JABJITOCPOYHHM B3aUMOOTHOIIECHHUS C
KJIMEHTUTE.

Tpero, cTpykTypupaHa € METOJMKA 3a EMIIMPUYHO H3CIICJBAHE Ha
BIUSHUETO Ha TUTHTAIHUS MAapKETUHT BBpPXYy Ou3Hec e(EeKTHBHOCTTa Ha
KOMIIAaHUM, Tpenjaramy copTyep KaTo yciyra, oOOeAMHSBAIla YTBbPACHU
teopetnunn pamku (TOE, TAM u DMC) B eauHHa wu3ciieqoBaTelICKa
KOHCTPYKIIHSL.

YeTBbpTO, MPOBEIECHO € EMIUPUYHO TMpoyuBaHe cpen 12 SaaS
KOMIIaHUH, KOETO JIOKa3Ba KJIIOYOBATa pOJii HA JAUTHTAIHUTE MapKETUHTOBU
criocooHoctr (DMC) 3a OuzHec pesynaTaTUTe Ha TE€3W KOMIIAHMHM U Ch3/1aBa
OCHOBA 3a N10-€()EKTUBHO YNPABJICHUE HA MAPKETUHTOBUTE PEILICHUS.

[leto, mpemiokeHa € cuctemMa oT o0IM U JUpEepeHIUPaHN TPAKTUUECKU
IOpPENOpbKU, HACOUEHU KbM MOAOOpsIBAaHE Ha YNPABICHUETO Ha IUTMTAIHUS
MapKEeTHHI B SaaS KOMIIAaHMHUTE U MOBHILABaHE Ha €(PEKTUBHOCTTA Ha OU3HEC
JNENHOCTTA.

lecTo, pa3paboTeH € MO/eN 3a BHEAPSIBAHE HA IUTUTAJIEH MapKETUHT B
SaaS KOMITaHMHM, KOUTO UHTErpUpPa KOHKPETHU JEUHOCTH, HHCTpYMeHTH, KPI n
BPEMEBU XOPW30HTH, CHOOpAa3eHM C HHUBOTO Ha JWTHUTANHA 3psUIOCT Ha
OpraHM3aINHTE.

Cuutam, ye Te€3W MPUHOCU Ca JIMYHO JEJI0 Ha JOKTOPAaHTa, ©MAaT BHCOKa
Hay4YHa CTOWHOCT M O€3CTIOpHa MpakTUIecKa MPUI0KIMOCT.

5. OmneHka Ha My0JMKALMUTE 10 AUCEPTAIUATA

JIOKTOpaHTBHT € MyOJWKYBaJl OCHOBHUTE PE3YJTaTH OT HAIMPaBEHOTO
u3Ccle/BaHe 10 TeMara Ha JUCEPTAIMOHHUS CU TPyd B 4 CamMOCTOATEITHU
JI0KJIaa, TPENCTaBeHn Ha HaydHu (opymu, u 1 crtaTuss B ChaBTOPCTBO C
HAY4YHHS CH pbKOBoauTeN npod. a-p Panko Pages B aBTOpUTETHOTO cIl. ,, T rakia
Journal of Sciences“. Toa My HOocu 45 T. mo rpymna mokasareau , I ot
MUHHUMAJIHUTE HALIMOHAJIHU M3MCKBAHUS, C KOETO € HAJAXBBPJICH U3UCKYEMHST
muaumMyM ot 30 T1. 3a npugobuBane Ha OHC , gokTop®, 3aj0XKeHH B
[IpaBunnuka 3a npunarane Ha 3PACPB.

6. Ouenka Ha aBropedepara

ABTopedepaThbT € TpeacTaBeH BbB BHJ, KOWTO OTroBapsi Ha
W3UCKBAHUATA, KaTO OTpa3sBa B 00eM oT 38 CTpaHUIM CHILPKAHUETO Ha
JUCEPTALMOHHUS TPYA U MOCTUTHATUTE OCHOBHU HAyYHU U HAYYHO-TIPUIIOKHU
pe3yJITaTy.

7. KpurnuHu 0esie’KKHU, NPenopPbKH U BHIIPOCH



JlucepTalMOHHUAT TPYA € pa3paboTeH Ha BUCOKO HAyYHO PaBHUIIE, C
MHOTO TOOBp CTHJI Ha U3JI0O)KEHHE, HO BBIIPEKH TOBAa KbM JIOKTOpaHTa MOTaT Ja
CE OTIPABST HAKOU OCIICKKU U TPENOPHKU:

* He e mpueto npu dhopmynupaHe Ha 3a7a4nTe B YBOJIa HA JUCEpTAIUATA
7la ce UTHPAT aBTOPH,

 HWsmomsBa ce TBBPAE MHOTO chenupuyHa TEPMHUHOJIOTHS U
abpeBUaTypu Ha aHTIUNCKUA €3UK, KOETO € yJayHO Npu pa3padoTBaHe Ha
HapBYHUK, HO HE U TIPU JUCEPTAIHS,

* He e HeoOXomuMo TEKCTHT Ja C€ HaKbCBAa OT TOJIKOBA MHOTO
nonmnaparpadu. Ilo-qoOpe e oTnenHuTe MO-MalKU CTPYKTYpHU €JIEMEHTH [a
OBbJaT YacCT OT €AMHHO M3JI0KCHHUE B PAMKUTE Ha ChOTBETHHUS Taparpad;

« OcHOBHATa M3cieI0BaTeNCcKa 111, TOCOYEHA B YBOJa Ha IUCEPTALUATA,
Ce pasiuyaBa ChUIECTBEHO OT Ta3u, ¢popMyiupaHa B noamnaparpad 3.1.2. (ctp.
113).

Toii kaTo TeMaTa Ha TUCEPTAIIMOHHMS TPYJ € M3KIIOUUTEIHO aKTyalHa
CbM CH IMO3BOJIMJI CJEIHUTE BBIPOCH, MO KOUTO AOKTOpPAHTa Jla H3pa3u
TO3ULIUS:

1. B mpenoppka 6 Ha crtp. 175 € mocodyeHo, 4e npomsHaTa Ha
OpraHM3aIOHHATa KyJITypa € CHIIECTBEHO YCJOBHE 3a YCIEIIHA TUTHTaTHA
Tpancopmanusi. BbB Bpb3Kka ¢ TOBa, CHIECTBYBA JM YHHBEPCAJICH MOJEN Ha
OpraHM3aIoOHHa KyJITypa, MOAKpEIsia AUTUTaIHaTa Tpanchopmammst Ha SaaS
KOMIIAaHUUTE, U aKO CHIIECTBYBA — KO Ca HEHHUTE KIIFOUOBH XapaKTEPUCTUKU?

2. Bv3moxHO 5u e paszpaboTeHara B TrjaBa BTOpa METOJIMKA 3a
EMIUPUYHO H3CJICIBAHE HA BIUSHUCTO HA JTUTHTATHHUS MApKCTHHT BBPXY
OusHec e(eKTUBHOCTTA HA KOMITAHMM, Mpeyiaran copTyep Karo yciyra
(SaaS), na Obae mpwiIOKeHa W B JIPYI'M CEKTOPH Ha HMKOHOMHKaTa? AKo €
BBH3MOJKHO, 1€ HACTBHIIAT JI IPOMEHHU B U3MEPBAHUTE TPOMEHIINBH, ChOOPa3HO
cnerupukaTa 1 0COOCHOCTUTE HA IPOYYBAHUS CEKTOP?

8. 3akJ/ioueHue

JlucepranMOHHUAT Tpyd Ha JoktopaHT Scen IlmamenoB JlesHOB €
3aBBPIIEHO CaMOCTOSITEJIHO HAYYHO M3CIEJBaHE, IIOCBETEHO Ha SICHO
neduHUpaH, 3HaYUM U aKTyaJeH HayuyeH W MpuiioxeH npoobiem. IlocraBenute
el W 3a7a4d Ha W3CIIEIBAHETO Ca YCIMEIIHO U3MBJIHEHH, KaTO B pe3yJiTaT Ha
TOBAa Ca TOCTUTHATH PE3YyJITaTU C HAYyYE€H W HAYyYHO-TIPWIOXKEH XapakTep.
Cuuram, 4e IUCEPTALMOHHUAT TPYZ OTroBaps Ha m3uckBaHusATa Ha 3PACPD,
Ha [IpaBuinHMKa 3a HEroBOTO NpWJIAraHe, W HAa BBTPEIIHUTE HOPMATHUBHU
nokymentn Ha YHCC r1p. Codus 3a mpucwkxmaaHe Ha oOpa3oBaTelHaTta M
Hay4Ha CTEIIEH ,,JIOKTOp .



[Topamu TOBa, C mMbiIHA YOENEHOCT JaBaM MOJIOKUTETHA OIEHKA HA
AUCEPTANMOHHMS TPYA Ha Tema ,,[IpuinoxeHne Ha AWTUTATHUAS MApKETUHT B
KOMIaHWHTE, Tpeiaramu codryep karo yciyra” W mOpenopbyBaM Ha
yBa)kaeMHUTE WICHOBE Ha HaydHOTO XypH Ja TpHUCHIAT HAa IOKTOpaHT SlceH
[InamenoB [lesuoB OHC , noktop” mo mnpodecuoHanHO HampasiieHue 3.8.
HMkoHOMHKa, HAyYHA CIIEITUATHOCT ,, IKOHOMUKA U yIipaBiieHue (MHIyCTpus)”.

07.05.2026 r. [oamuc: ....oovvvniiiiiiannet.
rp. Bapna (mpod. n-p Mnman MuHKOB)
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Author of the dissertation: Yasen Plamenov Deyanov
Title of the dissertation: Application of digital marketing in software as a
service (SaaS) companies

1. Information about the author of the dissertation (PhD candidate)

The PhD candidate studied under the doctoral program at the Department
of Industrial Business of the UNWE in the scientific specialty "Economics and
Management (Industry)" in accordance with the Order of the Vice-Rector for
Research and Development of the UNWE No. 824/03.04.2019. The education
was carried out on a full-time form during the period 26.03.2019 - 26.03.2022.

The CV, submitted in English, shows that PhD candidate Yasen Deyanov
is a distinguished specialist in the field of marketing. He earned a Bachelor’s
degree in Marketing in 2010 and a Master’s degree in the same field in 2011
from the University of National and World Economy (UNWE). After
graduation, he worked as a marketing specialist and manager at various
international companies, including SoftOne, Progress Software Inc, Scale Focus
AD, Sport Vision EAD, and others. His work at these companies has enabled
him to gain significant practical experience in the field of digital marketing,
which is the subject of his dissertation research. To date, the PhD candidate has
not held any academic positions at UNWE or any other institution of higher
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education. He has completed all activities outlined in his individual doctoral
plan.

2. General characteristics of the presented dissertation work

The dissertation has a total volume of 219 pages (195 pages of main text)
and is structured in an introduction, three chapters, a conclusion, a list of
references, including 185 sources (40 in Bulgarian and 145 in English) and
appendices (6).

This dissertation addresses an extremely timely issue, because, as the
PhD candidate notes, “modern business is undergoing a profound digital
transformation that is changing the way organizations plan and execute their
marketing activities.” Indeed, in the context of Industry 4.0 and Industry 5.0,
the rapid development of technology has changed the way companies build
their business models, and traditional processes have given way to technology-
based and consumer-oriented methods of operation. In this regard, and with a
view to better communication with consumers, business organizations utilize
the various opportunities offered by digital marketing — such as corporate
websites, social media, search engines, and others — which ensure greater
efficiency, targeted outreach, and real-time measurability of results. These
aspects of digital marketing are particularly important for companies offering
software as a service (SaaS) due to the specific nature of their business —
providing software solutions via the internet in the form of subscription-based
access, without the need for local installation. This necessitates a focus on
continuous interaction with customers and the management of long-term
relationships with them.

Despite the relevance of this topic, the PhD candidate notes a lack of
sufficient research, particularly with regard to SaaS companies. This motivates
his research to focus on examining the interrelationships between digital
marketing, customer relationship management, and the effectiveness of these
companies’ business models, with the aim of filling this research “gap.” In this
context, his research thesis — based on the understanding that the extent and
manner of digital marketing implementation in SaaS companies have a
significant impact on their market effectiveness and competitiveness — sounds
entirely logical.

| believe that the objective is clearly defined, although it requires more
precise formulation. It is aimed at developing an integrated model for the
application of digital marketing in SaaS organizations, based on the theoretical
models examined and the empirical research conducted. This objective is
broken down into five main tasks of a theoretical, methodological, and applied
nature, which are addressed in the dissertation. The methodological toolkit,

11



which includes quantitative and qualitative methods, is relevant to the objective
and tasks of the study and enables an adequate analysis and verification of the
research thesis.

The serious literary awareness of the PhD candidate makes a very good
impression. A total of 185 sources were used in the dissertation work, of which
145 are in English. The literature review includes the use of mainly scientific
works published after 2010, which is objectively determined by the relevance of
the topic under consideration. As a result, the theoretical formulation is
provided with contemporary positions on the topic, and the methodological
framework of the study — with strong arguments.

3. Assessment of the obtained scientific and applied results

The main scientific and applied scientific results of the conducted
research are located in the individual chapters of the dissertation, which is
structured according to a classical model with clearly distinguished theoretical,
methodological and analytical parts.

The introduction of the dissertation argues for the relevance of the topic,
specifies and justifies the object and subject of the study, and presents the main
research thesis. On this basis, the objective and tasks, the research methods
used, the information sources, as well as certain limitations restricting the scope
of the work are outlined.

Chapter One of the dissertation is theoretical in nature, and its structure
follows the logical sequence “marketing — digital marketing — digital marketing
in SaaS companies.” Several significant scientific findings can be identified
here:

* The transition from traditional to digital marketing, driven by
technological advancements, is outlined, as is the replacement of the classic 4P
marketing mix concept with a broader framework that takes into account digital
channels and the interactive nature of modern customer relationships. In this
regard, based on a review of the scientific literature, 11 components of digital
marketing have been systematized.

» The two main strategic approaches in digital marketing — inbound and
outbound marketing — are identified and described, along with their role in
building long-term customer relationships in a digital environment, with a
particular focus on their applicability in the SaaS business.

* The essential characteristics of cloud technologies are examined, with a
distinction made between the three main forms of cloud services — laaS, PaaS,
and SaaS. The key characteristics and maturity levels of the SaaS model are
identified, as the highest level of abstraction in cloud services.
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* The place of digital marketing in the SaaS business is argued, given its
peculiarities and specific characteristics, and the key KPI metrics that determine
the effectiveness of marketing activities are identified.

Regarding the presentation in this chapter, | believe that in addition to in-
depth knowledge of the topic, the PhD candidate demonstrates skills: 1/ to
precisely systematize a large volume of information in tabular form, and 2/ to
support the presented theoretical propositions with relevant examples from the
practice of successful companies (foreign and Bulgarian) in the sector.

Chapter Two of the dissertation lays the groundwork for the
methodological framework of the main study. The chapter consists of three
sections, of which only the last one is methodological in nature. In practice, the
first two sections are a continuation of the theoretical framework presented in
Chapter One, focusing on the operationalization of variables, the derivation of
KPIs by phases of the customer lifecycle, service pricing models, and more. An
Important outcome here is the identification of key performance indicators for
evaluating the effectiveness of digital marketing, which establish a link between
strategy, tactical activities, and companies’ business results.

In my opinion, the most significant scientific results in this chapter are
located in the third paragraph, which presents the methodology of the empirical
study. The object, main research objective and six specific research tasks are
formulated. The main research hypothesis is set that “digital marketing
capabilities are positively and statistically significantly related to the business
performance of SaaS companies, measured by MRR, NRR, Churn and
LTV/CAC”, which is specified in six derived hypotheses subject to verification.
The hypotheses are based on the conceptual research model built by the PhD
candidate, including three interrelated levels of analysis — marketing-
technological level (Digital Marketing Capabilities), organizational level
(Alignment) and result level (Performance).

The selection and composition of the sample of 62 respondents from 12
SaaS companies (6 Bulgarian and 6 foreign) is justified, with these companies
operating mainly in a B2B environment, with a focus on digital marketing as a
strategic function for growth and customer retention. A structured questionnaire
and questions for semi-structured interviews have been developed for the
purposes of quantitative and qualitative measurement and assessment of the
degree of adoption, implementation and effective use of digital marketing
technologies. The methods for analyzing the accumulated data are argued and
presented - descriptive statistical analysis, correlation analysis, regression
analysis, factor analysis, etc.

Everything done in Chapter Two is projected into what | consider the
most important result of the dissertation, namely the developed five-step
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methodology for empirically studying the impact of digital marketing on the
business efficiency of companies offering software as a service (SaaS). The
methodology is based on an integrated conceptual model, uniting three
established theoretical frameworks: Technology Acceptance Model (TAM),
TOE framework (Technological-Organizational-Environmental) and Digital
Marketing Capabilities (DMC). As the PhD candidate emphasizes, the
combination of these models allows for a comprehensive study of digital
marketing as a dynamic organizational capability, rather than as an isolated set
of tools.

Chapter Three of the dissertation presents an empirical study based on
the methodology developed. The structure of the discussion follows the logic of
“results—interpretation—conclusion.” As a result of the study, the research
hypotheses were tested, with five of them confirmed and one partially
confirmed. The results of the hypothesis testing confirm that digital marketing
capabilities function as a central mediator between technological and
organizational prerequisites and the business outcomes of SaaS companies.
Ultimately, through the results obtained from the study, the PhD candidate
demonstrates that digital marketing does not function as an isolated
communication or promotional activity, but as an integrated strategic and
analytical system that directly influences business outcomes. This confirms the
main thesis of the dissertation, namely that “digital marketing in SaaS
companies should be viewed as an integrated, analytically managed system for
creating long-term business value”.

Based on the results of the empirical study, in the final paragraph of
Chapter Three, the PhD candidate formulates specific practical
recommendations aimed at improving digital marketing management in SaaS
companies. These include both a set of general recommendations and those
tailored to key target groups — senior management, the marketing department,
and business partners and contractors. The final important scientific and applied
result in this chapter is the proposed four-phase model for implementing digital
marketing in SaaS companies. It integrates strategic, organizational, and
operational elements, supported by a Bl analytical framework, and can serve as
a practical guide for SaaS organizations at various stages of digital
transformation.

The conclusion of the dissertation summarizes the main findings of the
study, the achievement of the research objectives and tasks, and the
confirmation of the hypotheses. It also identifies some opportunities for future
research on the topic.

Based on the results obtained and their potential practical application, it
can be concluded that the selected research methods are consistent with the
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objective and tasks of the dissertation and are adequate for confirming the
proposed hypotheses and the main research thesis. Based on the above, |
consider that the PhD candidate has successfully addressed the scientific tasks
set and has achieved the main objective of the dissertation.

4. Assessment of scientific and applied-scientific contributions

A number of scientific and applied scientific contributions can be
identified in the dissertation. | believe that they enrich existing theoretical
knowledge, methodological approaches, and applied research in the field of
marketing, and in particular digital marketing. In my opinion, the contributions
in the dissertation are of a slightly different nature than those the PhD candidate
outlined in the abstract. In this regard, | have taken the liberty of summarizing
and formulating them as follows:

First, the theoretical frameworks in the field of marketing related to the
transition from traditional to digital marketing have been expanded. The
components and strategies of digital marketing that play a key role in building
long-term relationships with customers are outlined.

Second, the role of digital marketing in the business model of companies
offering software as a service is well-established, given their specific features
and characteristics — their digital nature, subscription-based model, and reliance
on long-term customer relationships.

Third, a methodology has been developed for an empirical study of the
impact of digital marketing on the business performance of companies offering
software as a service, integrating established theoretical frameworks (TOE,
TAM, and DMC) into a unified research design.

Fourth, an empirical study was conducted among 12 SaaS companies,
which proves the key role of digital marketing capabilities (DMC) for the
business results of these companies and creates a basis for more effective
management of marketing decisions.

Fifth, a set of general and tailored practical recommendations is
proposed, aimed at improving digital marketing management in SaaS
companies and enhancing business performance.

Sixth, a model has been developed for implementing digital marketing in
SaaS companies, which integrates specific activities, tools, KPIs, and
timeframes tailored to the organizations’ level of digital maturity.

| believe that these contributions are the result of the PhD candidate’s
own work, possess high scientific value, and have undeniable practical
applicability.

5. Assessment of publications
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The PhD candidate has published the main results of the research
conducted on the topic of his dissertation in 4 independent reports presented at
scientific forums, and 1 article co-authored with his scientific supervisor Prof.
Dr. Radko Radev in the authoritative journal "Trakia Journal of Sciences". This
brings him 45 points in group of indicators "D" of the minimum national
requirements, which exceeds the required minimum of 30 points for acquiring
the educational and scientific degree of "Doctor", set out in the Regulations for
the Implementation of the Law on the Development of the Academic Staff in
the Republic of Bulgaria (LDASRB).

6. Assessment of the Abstract of the dissertation

The abstract is presented in a form that meets the requirements, reflecting
in a volume of 38 pages the content of the dissertation work and the main
scientific and scientific-applied results achieved.

7. Critical notes, recommendations and questions

The dissertation work is developed at a high scientific level, with a very
good style of exposure, but nevertheless some notes and recommendations can
be made to the PhD candidate:

It is not accepted to cite authors when formulating the tasks in the
introduction of the dissertation;

* There 1s an excessive use of specific terminology and abbreviations in
English, which is appropriate for a manual but not for a dissertation;

* There is no need to break up the text into so many subparagraphs. It is
better for the individual smaller structural elements to be part of a coherent
presentation within the relevant paragraph;

* The main research objective stated in the introduction of the dissertation
differs significantly from that formulated in subparagraph 3.1.2. (p. 113).

Since the topic of the dissertation is extremely relevant, | have taken the
liberty of asking the following questions on which the PhD candidate can
express a position:

1. Recommendation 6 on page 175 states that changing the organizational
culture is an essential prerequisite for successful digital transformation. In this
regard, is there a universal model of organizational culture that supports the
digital transformation of SaaS companies, and if so, what are its key
characteristics?

2. Is it possible that the methodology developed in Chapter Two for
empirically studying the impact of digital marketing on the business efficiency
of companies offering software as a service (SaaS) can be applied to other
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sectors of the economy? If possible, will changes occur in the measured
variables, according to the specifics and peculiarities of the studied sector?

8. Conclusion

The dissertation work of PhD candidate Yasen Plamenov Deyanov is
completed independent scientific research, dedicated to a clearly defined,
significant and current scientific and applied problem. The set aim and
objectives of the research have been successfully fulfilled, and results of a
scientific and scientifically applied nature have been achieved. | believe that the
dissertation work meets the requirements of the Law on the Development of the
Academic Staff in the Republic of Bulgaria, the Regulations for its
implementation, and the internal regulatory documents of the University of
National and World Economy, Sofia for awarding the educational and scientific
degree "Doctor".

Therefore, with full conviction, | give a positive assessment of the
dissertation work on the topic "Application of digital marketing in software as a
service (SaaS) companies" and recommend to the esteemed members of the
Scientific Jury to award PhD candidate Yasen Plamenov Deyanov educational
and scientific degree "Doctor"” in professional field 3.8. Economics, scientific
specialty "Economics and Management (Industry)".

07.05.2026 Signature: ...,
Varna (Prof. Dr. Ilian Minkov)
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