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Annomayusa. 1udpoBoe yckopeHue, BhI3BaHHOE MMaHJEMHEH, YCHUIIMIO MHTepec Kommnanwii Kk B2B
BO BceM mupe. Llens uccnenoBanms — n3ydeHne KIIFOYEBBIX XapaKTePUCTUK, 0COOeHHOCTeW B2B-MapkeTnnra
1 BO3MOXKHOCTEH €ro MCIIOJIb30BaHMUs Ha COBPEMEHHOM 3Tane. B crarbe n3ydeHsl Hay4yHbIE TPYIbl MAPKETO-
JIOTOB; PACCMOTPEHBI AEMEHTHI TUPAMHIBI IICHHOCTeH B2B; paccMoTpeH MapKeTHHTOBBIN MOIXOM IO YIO-
BJICTBOPEHHUIO MTOTPEOHOCTEH KIIMEHTOB; M3yueHbl B2B-TexHonmornu ams pa3paboTKH HOBBIX MapKETHHTOBBIX
CTpaTeruii 1 METOAOB MPOIaXKH TOBAPOB U ycayr. HoBH3HA HCCIeI0BaHNs 3aKITIOYAETCs B paCIINPEHUH TIPEI-
craBneHus: 00 3PPEKTUBHBIX MAPKETHHIOBBIX B3aUMOJIeiicTBUsX B chepe B2B ¢ Touku 3peHnst HEHHOCTHOTO
noaxona. IIpoBeneHHoe ucciiegoBaHne MOATBEPKAAET, YTO HCTI0JIb30BaHIE KOMIIAHUSIMH ONIpE/IeTIeHHbIX Map-
KETHHTOBBIX KauecTB B B2B-cdepe MoxkeT MoJI0KUTETHHO NOBIMATE Ha PEHICHUE KIMEHTOB O MOKYIKE B MOJIb-
3y komnanuu. [loBeeHe KMeHTa He BCera palnoHaIbHO U TpeOyeT LEeHHOCTHOTO MOAX0/Aa /1Sl IOHUMAaHHUs
MapKeTHHTOBBIX KOMMYyHHKauuil. Komnanuu, paboratomue B cpepe B2B, Britouatot B ce0s pa3nuuHbie BUIbI
JESITeNbHOCTH, YTO TPeOyeT JalbHeHIINX UCCleI0BaHu. DieKTpoHHas kommepiust B B2B packpeiBaet 601b-
LIMe BO3MOXKHOCTH JJIsl OpPraHU3alMi U B MEPCIEKTUBE OyJET MPOIODKATh UIPATh BaXKHYIO POJIb B MUPOBOH
9KOHOMHMKE ¥ TOPIOBJIE.
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Abstract. The digital acceleration caused by the pandemic has increased the interest of companies
worldwide in B2B. The study aims to examine the key aspects and features of B2B marketing, as well as the
current prospects for its use. The article studies the marketing managers’ scientific works; considers elements
of the B2B value pyramid and a marketing approach to meeting customer needs; analyzes B2B technologies
for developing new marketing strategies and methods for selling goods and services. The novelty of the study
lies in expanding the understanding of effective B2B marketing interactions through the lens of the value ap-
proach. The study confirms that certain marketing attributes used by B2B companies might significantly affect
customers’ purchasing decisions in their favor. Customer behavior is not always rational and requires a value-
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based approach to understand marketing communications. B2B companies involve different types of activi-
ties, which requires further research. B2B e-commerce offers great opportunities for organizations and will
continue to play an important role in the global economy and trade in the future.
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BBEJIEHUE

B coBpeMeHHOM Mupe IMPOKO UCIOJIB3YIOTCS
pa3IUyHbIE CPEICTBA paclpocTpaHeHust HH(popma-
LIUH O TOBape, OpeH e, MPe0CTaBIsSeMbIX YCITyTax.
Jliia 6onee 3(ppeKTUBHOTO TOCTHIKEHUS Pe3yIIbTa-
Ta MPUMEHSIOTCS. MAPKETUHIOBbIE KOMMYHHUKAIHH,
KOTOpbIE 3aJICHCTBYIOT BCEBO3MOMKHBIE KaHAJbI
B3aUMOJIEMCTBUSA € LeaeBo ayauropuen. [Ipuuem
HE CYIIECTBYET YHHBEPCAJIbHON KOMMYHMKALHH,
TaK KaK y pa3HbIX KOMIIQHWM CBOM HMILUM U CIIe-
muduka pabotel. CremyeT OTMETUTh OCHOBHBIC
LIEIM MApKETUHIOBBIX KOMMYHUKALMI: yBeJIn4e-
HUE NIPOJAXK, peKylama MPOLYKLUH, OTCTPOMKA OT
KOHKYPEHTOB, YKpEIUICHHE TMO3UIMH KOMIIaHUH
Ha pbIHKE U Tp. TakuM 00pa3oM, MapKEeTHHIOBbIE
KOMMYHHKAI[H IOMOTal0T OBBICUTH KOHKYPEHTO-
CMOCOOHOCTh KOMIIAHMH Ha PBIHKE YCIyT U chop-
MHUPOBATh MOJIOKUTEIBHBIN 00pa3 OpeH/1a B Iazax
MOTEHUIMAIBHBIX IMOKYTIATENIEH.

OTnenbHBIN CIEKTP MAapKETHHIOBBIX KOMMY-
HUKAaIMI IpeICTaBIseT TaK Ha3biBaeMblil «B2B-
MapKETHHI», KOTOPBIN OTJINYAETCSl OT MAPKETUH-
ra, HalpaBJIEHHOTO Ha KOHEYHOTo MOTPeOHTEs
(B2C). OcHoBHast TOProBiIsl U ACHEKHbIE Onepa-
IIUH IPOMCXO/ST B KOPIIOPATUBHOM cpejie, a He Ha
MOTPEeOUTENHCKOM pbIHKE. [IpuBIeKaTenbsHOCTD
ATOTO CEKTOpa OOYCJIOBJICHA €r0 OOJbIIeH Opu-
eHTaIllel Ha KOMMepUecKue MoTpeOHOCTH, a He
MOTpeOUTENbCKUE MpeArnodTeHus u mony [l1].
BriOpanHasi Tema ucciaeoBaHUSI BeChbMa akTy-
aJbHA B CBSI3U C PA3BUTHEM IU(PPOBHU3AIMHU, YTO
CylIecTBeHHO u3Menser chepy B2B.

Lenp nccnenoBaHus — U3y4YEHHUE KIIIOUEBBIX
XapaKkTepUCTUK, ocobenHocrell B2B-mapkeTun-
ra ¥ BO3MOKHOCTEH €ro MCMOIb30BaHUS HA CO-
BPEMEHHOM JTarle.

A606peBuarypa B2B — «business-to-businessy,
JIOCJIOBHO TIEPEBOIUTCS KaK «OW3HEC 15 On3He-
cay», OblIa BBeJIeHA B 00OPOT KJIACCUKaMHU Map-
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ketuHra ®uiunmnom Kornepom u Bonbaemapom
[Ipepuem [2].

Ha camom nene B2B-mapketunr umeer Jno-
BOJIBHO JIOJTYI0O UCTOPHMIO U IIMPOKOE INpUMe-
HeHue B Poccum eme ¢ J10pPEBOIIOLUOHHOIO
BpeMeHU. Hampumep, koraa KpyIHbIE TOPTOBbIE
KOMITaHUH, 9TOOBI N30€KaTh JTUITHUX PUCKOB IO
JIOCTAaBKE TOBApOB, OOpaIaIUCh K U3BECTHBIM
KOMITaHUSIM, 3aHUMAIOIIUMCS U3BO30M, KOTOpBIE
rapaHTUpOBajJIM JOCTAaBKy TOBapa B LIEJIOCTHO-
CTHU U B CPOK. [3BeCTHOI KOMIIaHUEHN, 3aHUMAIO-
mieicst JocTaBkoi Tpy30B o CHOMPCKOMY Tpak-
Ty, 66112 TOMCKast «E. H. KyxtepuH u cbIHOBbBSI».
Ha KyxTepuHbIX paboTaao OKOJIO TPeX THICSY
M3BO3YMKOB, a 000poT mocturan 20 % or Bcex
MepeBO30K MO TpakTy. X uMs rapaHTHUpOBaio
BBICOKOE KayeCTBO TPAHCHOPTHBIX YCIyL, 0e3-
OMACHOCTh IPOBO3a TI'PY30B, MOATOMY MM J10-
BEpsUIM JIOCTaBKY TOBapOB HE TOJIBKO YaCTHBIE
MpEeANpPUHUMATEIN, HO U Ka3Ha Mopyyala nepe-
BO3UTH B3pBIBUATHIE BEILIECTBA U MOPOX [3].

OpHako ¢ pa3BUTUEM TEXHOJIOTUH, B TOM YUCIIE
uHTepHeTa, B2B-oTHomeHus cranu 6onee yno0-
HeiMH U d(]dexTuBabMU. [IporpamMmmuoe obec-
neuenue (I10) myia ananuza mMapkeTUHra Mpeno-
CTaBJIIET UHCTPYMEHTBI, IPOLIECCHI U METO/BI JUIS
OLICHKHM, M3MEPEHMSI U ONTUMU3ALNN MapKETHH-
roBoi 3(h(PEeKTUBHOCTH KOMITAHUH. DTO BKIFOUAET
o0ecrieyeHre 3aruIaHuPOBAHHOIO YPOBHSI J10XOJI-
HOCTHU Y BO3BPAT MHBECTULIMI IIyTEM pealu3aliu
3 (eKTUBHON MapKETUHIOBOM cTpareruu. Poct
MPOAAK U MaKCUMM3alUsl KOHBEPCUU TAKXKE SIB-
msitotes nensiMu. [poasuxenue B2B yepes 110
MIPEAOCTABIISAET PsiJl BOSMOXKHOCTEH [4, 5].

Komnanusm B2B npuxonurcs mMaccoBo BHe-
JIpATh UUGPOBBIE TEXHOJIOTHH, YTOOBI HE OT-
CTaBaTh OT KOHKYPEHTOB M aJalTUPOBAThCS
K COBpEMEHHOU I100anbHO skoHOMUKE [6]. Ka-
Hajbl cObITa poiHKa B2B nepexoast Ha pbIHKH
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OHJIaMH-TIIaTGOPM, TeM CaMbIM aKTHMBHO pa3BU-
Basl PbIHOK 3JIEKTPOHHOM KOMMEPLIMH.

JlanHble o myTH KiIueHTa Ha pbiHke B2B ocra-
10TCsl pa3po3HeHHbIMU [7]. B cpemneM kiueHT
B2B uncnonb3yer mecTh pa3iMyHbIX KaHAJIOB 10
MyTH K TPUHATHIO PEIIEeHUH [§].

@duHaHCOBas 0TAa4a OT IPEBOCXOCTBA KIIMEHT-
CKOTO OINbITa MOXET oOecreynBarh YCTOHYMBOE
KOHKYPEHTHOE NPEUMYILECTBO B JIOATOCPOYHOM
nepcriektrBe [§]. . banaxuux B cBoeM Hccieno-
BaHWH CBS3BIBACT MAPKETUHIOBYIO CTPATETUIO O13-
Heca B cepe B2B ¢ ¢unancoBbIMU TOKa3aTesis-
mu opranmzaimu [9]. A. I1. Koxemsiko orMedaer:
«ocBouB cucremy B2B, nponaser; MOXeT MOBbI-
CHUTb CBOIO Pe3ynbTaTuBHOCTB Ha 50 %» [10].

Poccust cnenyer 3a MUPOBBIMU TEHIEHLIUAMM,
OJJHAKO CYILIECTBEHHO OTCTAET OT CTpPaH — JIMJe-
poB B cdepe B2B-kommeprmu, 4To, B CBOIO 04e-
pellb, OTKPBHIBAET OTEUECTBEHHBIM KOMITAHUSIM Be-
comble niepcnekTuBbl. B Poccuu Bee elie cuiibHa
MHOTOJIETHSISI THEPTHOCTb. BOJIBIIMHCTBO KOMITa-
HUM paboTaeTr ¢ KJIMEHTaMH BCe elle yepe3 OT/e-
76l MEHEDKEPOB U peasbHble BeTpeud. OqHako
MTOKOJIEHHSI MEHSIFOTCS — MUJIJIEHUAIIBI U 3yMMEPBI
TpeOyIOT ya00CTBa OHJIAlH-TIOKYTIOK.

MATEPHAJIBI U METO/1bI

Just mocTrKeHusl MOCTaBICHHOM IIEIU aBTO-
pamu ObuTH cPOPMYITUPOBAHBI ATAIBI AHAIIN3A!
aHanu3 mnouatus «B2B», paccmorpeHue pas-
JUYHBIX UHCTPYMEHTOB JJIsi Pa3BUTUS MPOJAXK,
BBISIBJICHHE OcoOeHHOcTel B2B-mapkernnra,
M3y4Y€HUE U aHaJIU3 IUpaMu/bl ieHHoCcTel B2B,
M3y4yeHue omnpiTa npumeHeHus B2B-mapkeTuH-
ra, pacCCMOTPEHHUE JTUYHOTO OMbITA MPUMEHEHHUS
B2B-mapkeTunra, mojBeleHHUE HWTOTOB IPOBE-
JIEHHOTO MCCJICIOBAHMS.

JlanHOe wucclieoBaHUE peau3yeTcss Ha Oc-
HOBE I0CJIEI0BATEIBHOIO MPUMEHEHHUSI METO/I0B
orbopa nmyOnukanuii o B2B-mapketunry, koH-
TEHT-aHaJIN3a HUCCICAOBaHMH, IIEHHOCTHOTO MOI-
X0Jla, CUCTeMaTH3aIliil U O0OOIICHUS pe3yiIbTa-
TOB HcciieoBanyss. OCHOBHBIC BBIBOABI CHCIAHBI
Ha OCHOBE COMNOCTAaBICHHMS M CHHTE3a JAHHBIX.
B kauecTBe NaHHBIX HCCIEIOBAHMS BBICTYHAOT
MEXTUCIMIDIMHAPHBIC TyOnukammu mo B2B-map-
keTuHry u3 6a3 qanubix PUHLL u Scopus, a Taxxke
CHEIMAIM3UPOBAHHBIX HHTEPHET-PECYPCOB.
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PE3VJIBTATBI U UX OBCYXKJIEHUE

Bonbmioii mpobieMoit Ui TON-MEeHEKEPOB
B2B saBnsiercss mpuBieYeHUE MOTEHIIMATIbHBIX
KJIIMEHTOB, a TaKX€ OKYNaeMOCTbh MapKETHH-
ra. Kaxnas xommanus xo4eT OBITh yBEpeHa
B YCHENIHOCTH CBOEM MapKEeTHMHIOBOW cTpare-
ruu. B2B-TexHonoruu cuuTaroTcs BaXKHbIM HH-
CTPYMEHTOM JUJIs1 pa3pabOTKU HOBBIX MapKETHH-
TOBBIX CTpaTEruil U METO/IOB MPOIAKH TOBAPOB
U yCIIyT:

1. B2B-mMapKeTHHI 4acTO HCHOJb3yeT Ou3-
HeC-0JIOTH KaK CpPeICTBO Ui MyOJUKaluy yHU-
KaJIbHOTO KOHTEHTa U MPE0CTaBICHUs pa3iny-
HbIX BHJIOB YCIYI JJisi NOTCHLHAIbHBIX KIIH-
eHTOB. KOHTEHT-MapKeTHMHI MOXKET BKJIIOYATh
B ce0s1 cTaThu, HHGOTpaUKy U BHJIECO.

2. Ilouckomas ontummzarusi (SEO) ocraer-
csl OHUM M3 HambOosee 3(PPEeKTUBHBIX KaHAJIOB
B2B-mapkerunra. SEO ucnomnb3yercst Juisl pu-
BJICUCHHUS TIOJB30BATEIICH, MIIYIUX HH(OpMa-
LIUIO O MPOAYKTAX WIN yCIyrax B UHTEPHETE.

3. B2B-pbIHKH aKTHBHO HCIIOJIB3YIOT COLM-
aJIbHBIE CETH JJIs MAPKETUHTA.

4. DJeKTpOHHAasl MoYTa MPOAOJKAET OCTa-
BaThCsl BXKHBIM UHCTpyMeHTOM B2B-mapkeTun-
ra, MHTETPUPOBAHHBIM C BeO-aHATUTUKON U HO-
BOCTHBIMU PACCHUIKAMH.

5. B2B-mapkeTonoru 4acto HCIONb3yKT CO-
OBITUHHBIN MAPKETUHT JJISI MPOJIBMXKCHHSI CBOMX
IIPOAYKTOB WJIM YCIIYI' B KOHTEKCTE ONpEieICH-
HBIX COOBITHH.

6. Co3nmanue BHCO, IMOCBSIIEHHOIO KOMIIa-
HUHU, €€ MPOAYKTaM M KOHKPETHBIM MpeJIoxkKe-
HUSM ]ISl IOTEHUUAIIbHBIX TAPTHEPOB, ABIISAETCS
Ba)KHOM yacThio B2B-mapkeTunra.

7. CaiiT KOMIIAaHUMU OCTAETCsl OCHOBHBIM U Hau-
Oosee BaxXHBIM HHCTpyMeHTOM B2B-mapkeTuHra.

Kpome Toro, Mo’kHO HCIIOJIb30BaTh TAKUE MH-
CTPYMEHTHI JIJIsl Pa3BUTHUS MTPOJIAXK, KaK MapTHEP-
ckue cetn (CPA-ceTn), KOHTEKCTHas pekJiama,
MeJuiiHaAs peKiiaMa, KOHTEHT-MapKeTHHT, JIWY-
HBI OpeHauHT U PR-akimu.

Kak noka3bIBaeT ONBIT yCHENTHBIX KOMITAHUM
B2B, npu BbIpaO0TKE CTpaTeruu MPOIBUKECHUS
HaJ0 B MEPBYIO O4Yepelb YUYUTHIBATH OCOOCHHO-
CTH caMoro pelHKa B2B, a Taxke ro0anbHbIE
TeHAeHIUU pa3BuThs. ClieZJ0BaTEIbHO, HA PhIHKE
B2B Ttpebyercs HaydHO 00OCHOBAHHBIN MOAXOJ
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K pa3paboTKe CTpaTeruy U TAKTHUKU MPOJBIIKE-
HUs ipoaykuuu [11].

Mapxkeronor Muxaun bakyHuH omnpenenn
psan caeayroomux ocobeHHocteil B2B-mapke-
TUHTA!

1. bonpmoit cpennuii yek. ToBapel u yciy-
ru B2B, kak npaBuiio, OTIMYAIOTCA BBICOKOM
TEXHOJIOTUYHOCTBIO, TPeOYIOT 3HAYUTENIbHBIX
3aTpaT Ha NPOU3BOJICTBO U UMEIOT JJIUTEIbHBII
CPOK CIIy’OBbI, TaK KaK IMPU3BaHbI IMOBBIIIATH
¢ dexTuBHOCT, OM3HECA MOKyMaress, MOMO-
raTb €My COKpalaTh U3JIEPKKU U yBEINUYUBATh
MPUOBLTH.

2. JITMHHBIA LUKIT CACIKUA. B KpyMHBIX KOM-
MAHUSAX PELIEHUS O COTPYAHHYECTBE MpPUHUMA-
I0TCA HA HECKOJBKUX YPOBHSX, UTO MOXET 3a-
MEJINTh IPOLECC.

3. Bbicokasg CTOMMOCTb TNPHUBICUYECHHS KIIH-
enta. [IpuBnedyenne kimmeHToB B B2B TpebOyer
KOMITJIEKCHOTO MOJX0Ja Y MCIOJIb30BAHUS MHO-
KECTBA MAPKETUHIOBBIX CTPATErHid, YTO BIEYET
3a c000¥ TONMOTHUTENbHBIC 3aTparsl [12].

Mapkeronor Jlronmuia AHaHbEBa B CBO-
el craTbe BBIJENNIIA WHBIE OCOOEHHOCTH, YTO
crocoOcTByeT Oosiee MOTHOMY TPEICTABICHUIO
0 MapKeTHHIre Ha priHke B2B:

1. Bbicokasi M3MEHYMBOCTh MapKETUHIOBOU
cpenbl. C KaxIbIM T'OJIOM BCe OOJIbIe KOMITAaHHH
BBIXOJIAT Ha phIHOK B2B, uto yBenuuuBaeT KoH-
KYPEHILIUIO ¥ TIOBBIIIAET TPEOOBAaHUS K KaueCTBY
TOBapOB U YCIIYT.

2. VHUKaJIbHOCTh  NponyKuuu.  ToBapsl
U yCIllyTH, npenjaraeMele B cermenre B2B, or-
JIMYAIOTCS Pa3HOOOpA3HeM U JUTUTEIIbHBIMU KH3-
HEHHBIMU LUKJIAMH.

3. BaXHOCTh MNApTHEPCKUX OTHOILICHUU.
B B2B ocob6oe BHUMaHHUE yAensieTcsl yKperie-
HUIO MMAPTHEPCKUX CBA3EH MEXy KOMITaHUSIMHU.

4. 3HaYMMOCTh TOPTOBBIX MapoK M OpEHIIOB.
OHM 1IeHATCS He CTONBKO Onarojaps pekiame,
CKOJIbKO Orarozapsi KauyecTBy MPOMYKIHH, YPOB-
HIO CE€pBHCA, JOMOJHUTEIBHBIM FapaHTHSIM U MO-
CTPOEHHUIO JI0BEPUTEIBHBIX JI0JTOCPOYHBIX OTHO-
LIEHUH.

5. Cneuunduka npoasmwkeHus. B stom cer-
MEHTE aKLEHT JEeJIaeTCsd HE CTOJIbKO Ha Ipo-
JBUKEHUN TOBapa, CKOJIbKO HAa KOPIOPAaTUBHOM
UMUJDKE U peryTaluu Ha pbiHke [13].
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DJieMeHTBI NUpaMuAbl LeHHoOcTeill B2B
(KaKk MPOMCXOAMUT NMPUHATHE PEelIeHus O IO-
Kynke?)

Kommanus Bain Beigenuma 40 pazmudHbIX
BHUJIOB LIEHHOCTEH, KoTOphle B2B-npennoxenus
MPEIOCTABIISIOT KIUEHTAM, B MHUPaMHUIy C M-
TBIO ypOBHSIMU: 0a3oBble (HEOOXOAMMBIE, HO
HEJ0CTaTOYHbIC); (PYHKIIMOHAJIBHBIE; JIETKOCTh
BeJICHHSI OM3HECA; HHIMBUyalIbHbIC; MOTHUBAIIHU-
oHHbIe. B ocHOBe nexar Hanbosnee 00bEKTUBHBIC
BUJIbI IICHHOCTEH, U YE€M BBIIIE YPOBEHBb, TEM
Oonee cyObEKTHBHBI U TMUHOCTHBI TUIIBI LIEHHO-
CTel, KOTOPBIE OH COACPKUT (PUCYHOK).

[Mupamua HaumHaeTrcst ¢ 0a30BBIX I[EHHO-
CTEil: COOTBETCTBUE TEXHUUECKUM TPEOOBaAHUSM,
npuemsiemMas meHa, CoOIIOIeHNE 3aKOHOB B TH-
yeckux HopM. [lamee wayT (yHKIMOHAIBHBIC
LIEHHOCTHU, KOTOPBIE CBSI3aHbl C SKOHOMHUYECKU-
MU MOTPEOHOCTSIMU KOMIIAHUU U XapaKTEPUCTH-
KaMH MIPOJYKTa, TAKUMU KaK COKpaIlleHHE 3aTpar
U MacmTabupyeMocTb. B TpaguIMOHHBIX OT-
pacisiX IPOMBIILIEHHOCTH UMEHHO OHU JIOJIT0€
BpeMsi ObUTH KiIroueBbIMH. [lockonmbKy Komra-
Hun B2B ABIAOTCS OIHOBPEMEHHO KIIMEHTAMH
Y MPOJIaBIlaMu, OHU JI0 CUX TOP AEJIal0T aKIEeHT
Ha (YHKIMOHAIbHbBIE [IEHHOCTH.

Tpetuii ypoBeHb BKIIOYACT B CEOSI 3JIEMEHTHI,
KOTOpBIEC yIPOIIalT BeAeHue ousHeca. Hekoto-
pble U3 HUX MUMEIOT TOJIbKO OOBEKTUBHYIO LIEH-
HOCTb, HallpUMEP IMOMOTAIOT MOBBICUTH MPOU3-
BOJIUTENBHOCTD (IKOHOMSIT BpeMsi, MUHUMH3UPY-
I0T YCUIIHS), YIYYIIUTD WA CHCTEMaTU3UPOBATh
nokazarenu. J[pyrue oTpaxkaroT CyOBEKTUBHBIC
MIPEANOYTEHHS KIMEHTa, HallpuMep, CBA3aHHbIE
C B3aUMOJICUCTBHEM CTOPOH (KYJIBTYpHYIO CO-
BMECTUMOCTb, JTOSIIHOCTH IMMOKYTIATeNs).

Ha cnenyromemM ypoBHE HaxonsiTcsi CyObek-
TUBHBIC IIEHHOCTH JAPYTOTr0 THUIIA, CBS3aHHBIC
C IPUOPUTETAMH OMPENENECHHBIX 3aKyIIINKOB:
JU4YHbIe (CHU)KEHHUE CTpecca, AU3aiiH, 3CTeTHKA)
U JIeNOBbIe (KOHKYPEHTOCTIOCOOHOCTD, pacIinpe-
HUE OM3HEC-CBA3EH).

Ha BepumHe nupaMuipl HaXOASTCSI MOTH-
BaIIMOHHBIC AJIEMEHTHI, KOTOpPbHIE TO3BOJISIOT
NpEABUIETh HW3MEHEHHsT Ha pPBIHKE, JarT
HaJIe’K/1y Ha TO, YTO KOMITaHM S JIETKO IEpEeNIeT Ha
TEXHOJIOTUH HOBOTO TOKOJICHHU S, UJIU YCUITUBAIOT
COIMAJIbHYI0 OTBETCTBEHHOCTH [ 14].
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Pucynok. ITupamuna nennocreii B2B
Tlpumeuanue: coctanieno mo [14].
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Bain&Company, ResearchNow u Lucid onpo-
cwm Oonee 2 300 COTPYIHUKOB Pa3IUIHBIX
koMmrtanuid u3 nByx cdep: UT-undpactpykrypa
U KOMMepueckoe cTpaxoBaHue. McciemoBarenun
HE BKJIIOYAJIM B AaHAJIMTHKY MEPBBIM ypOBEHb IMH-
pamMubl U3 YEThIPEX LIEHHOCTEW (COOTBETCTBUE
TEXHUYECKUM TPeOOBaHUSM, IIeHa, COOMOIEeHUE
3aKOHOB, COOJTIOIEHUE ATHUECKUX HOPM), TIOTOMY
YTO OH SIBJISIETCS OCHOBOM JIJIs1 BEZICHHsI OM3HECA,
a "He (axropoM muddepennuanum. bazoBbie meH-
HOCTH B OCHOBAaHUHU MHUPAMUJbI JIETKO U3MEPUTD,
MO3TOMY HX HE CJIOKHO CpaBHUTb. boiee 3mo-
[IMOHAJbHBIE AIIEMEHTHI Ha CPEIHEM M BEpPXHEM
YPOBHSIX TPAJULUOHHO TPYIHO BBIIEIUTH U KO-
JIMYECTBEHHO OIICHUTh. Pacdersl mokaszay, 4to
Ka4eCTBO MPOIYKTa, IKCIEPTH3a U ONEPATUBHOE
pearupoBaHle — Camble CUJIbHBIE MNPEAUKTOPbI
JOSATIBHOCTU KIMEHTOB. CHMKEHHE M3/IEPKEK He
BOIIIO gake B ToIl-10.

AHanM3 MoJIy4YeHHBIX TaHHBIX HA OCHOBE MH-
JeKca TMOTPEOUTENHCKOM JIOSIIBHOCTH TOKa3al,
YTO Jlake 00€CIeueHUe HECKOJIbKUX 3JIEMEHTOB
YK€ MPUHOCHUT TIOJOKUTEIbHBIE PE3YIbTAThI.
B obmactu UT-uHbpacTpyKTyphl BBICOKHE I10-
Ka3areiau HapsMyI0 KOPPEIHPYIOT C BBICOKHM
YPOBHEM JIOSUTBHOCTH KJIMEHTOB. (Crarucrtu-
YecKasi CBSI3b MEXKIY JIOSUIbHOCTBIO KIMEHTOB
1 00eCTieYeHHUEM AIIEMEHTOB MPAKTHYECKH OJIUH
K OJJHOMY. DJIEMEHTHI LIEHHOCTEN B pamkax B2B
MOMOTal0T KOMIAHMUSM Y3HaTh, YTO JE€HCTBU-
TEJIHHO IEHST KIMCHTHl U KaKUe acCIeKThl TIPel-
JIOXKEHUS 3aCITy>KHBAIOT UHBECTHUIHH [ 14].

VYioBieTBOpeHHe NMCUXOJIOTHYECKUX MOTPed-
HOCTEH KJIMECHTOB

XOTsl B&XKHOCTD yAOBIETBOPEHUS IICUXOJIOTH-
YeCKHUX MOTPeOHOCTEHl XOpoIlo M3BECTHA, UMHU
B 3HAYUTEIIHLHOM CTENEHU MpeHeOperaim, He pac-
cMaTpHBasi KAK UHCTPYMEHT MOBBIIICHUS JIOSTb-
HOCTH TIOTPEOWTENEeH U CHIDKEHUS HUX OTTOKA.
KonnextuB u3 ignite80 coBmMecTHO ¢ miuatdop-
MOW UI1 B3aMMOJECUCTBUS ¢ KiIWeHTamMHu Front
npoBenu ornpoc cpenu 2 128 opucHbIX coTpy-
nukoB u3 CIIA, Benmuxkobpuranuu, @panimmy,
I'epmanuu, Mcnanuu u Uranuu.

Pe3ynbrarel yka3plBalOT Ha TO, YTO KIMEHTHI
B2B npeanounTaror B3auMOJEMCTBUE, YIOBIETBO-
psroILee UX MCUXOJIOrHYeCKHe MOTPEOHOCTH, TaKe
€CJIi OHO TpeOyeT OOJIbIlIe BPEMEHH WU CPEZCTB.
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Pecnionaentam ObLI 3a/1aH BOMPOC O TOM, Ka-
KyI0 U3 CIEAYIOIIUX YCIYT OHU MPEANOUTYT OT
MOCTaBIIMKA:

a) pelieHne mpooIeMbl OHUM CIIOCOOOM, UITH

b) mpemioKeHHE HECKONBKHX pEHICHUH
U pocb0a BHIOPATh.

HecMoTps Ha TO 4TO MepBbI BapuaHT 3aHU-
MaeT MEHbILIe BpEMEHH U TapaHTUPYET pelieHHe
Bompoca, 58 % ONpPOIIEHHBIX MPEINOwWIN BO3-
MOXXHOCTb BbIOOpa. VIHBIMH CITIOBaMU, OTIBIT BBI-
Oopa cuuTaeTcs KeJTaHHBIM, Jake €CIH He MpH-
HOCHUT JIOTIOJIHUTENIbHBIX MPEUMYILECTB U obec-
MEUYMBAETCs 3a CUYeT JOMOJIHHUTEIbHBIX 3arpar
BpemeHH. Onpoc mokaszai, YTO KIMEHThI TOTOBBI
JKEpTBOBAaTh BPEMEHEM paJu BbIOOpa U OOILIECHUS
¢ JroapMH. PecrioneHTam Taxke mnpearaioch
BbIOPATh OJIMH U3 JIBYX BAPHAHTOB:

a) TOOOIIATHCS C YaT-00TOM U PEIIUTH BOIIPOC
3a 5 MUHYT, WA

b) mooOmaTbCs ¢ YETOBEKOM W PEIIUTh MPO-
onemy 3a 10 MUHYT.

XoTa OOIIeHHEe C YeTOBEKOM 3aHsI0 B J(Ba
pasza OoJblile BpEMEHU M HE MPUHECIO HUKAKUX
JOTIOJIHUTENBHBIX Tpeumymiects, 74 % omnpo-
IICHHBIX BBIOPAJIA ATOT BapUaHT (TPU YETBEPTH
YYaCTHUKOB).

Crpemnerre K OOIICHHIO TPOSBUIOCH U B
JpYTHX acrnekrax uccienoBanus. Hampumep, pe-
CTHIOH/ICHTOB MOMPOCHIN OLEHUTH d((HEKTUBHBIX
1 HeA((HEKTUBHBIX MOCTABILIUKOB MO PSALY KpHUTe-
pueB. Cpeay TIOCTAaBIIUKOB C «IIOXUM» CEPBHU-
coM TONBKO 33 % OIpOIIEHHBIX COOOIIUIIHN, YTO
MOCTABIMKY 3HAIOT MX JIMYHO. B To ke Bpems
Cpeiu TOCTAaBILUKOB C «XOPOLIMM» CEPBHCOM,
PECTIOHIEHTHI COOOIIMIN, YTO MPOAABIIBI 3HAIOT
uX JIMYHO, Oosiee yem B 1Ba pasa uvamie (70 %).
[ToaTOMY OTIBIT TECHOTO OOIIEHUSI 1 BIICUATIICHHS
OT XOPOIIETO OOCTYKHUBAHUSI UIYT PyKa 00 PYyKY.

Taxoke y KIMEHTOB CIIPOCHIIN, TPEATIOYUTAIOT
JIM OHM, YTOOBI MOCTABLIUK YCIIYT:

a) peman ux mpooseMy 3a HUX, WIH

0) y4rJ1 uX pemarh npoojieMy CaMOCTOATEIb-
HO 0e3 00palIeHus K MOCTABIIUKY YCIIYT.

61 % KnIMeHTOB BBIOpaJiM BapUaHT, MPH KOTO-
poM ux OyayT y4UTh pemiaTh mpoOieMbl camo-
CTOSITENBHO.

Crpemiienne K OOy4YeHHIO OKa3ajioch OCO-
OEHHO BBIPAKEHHBIM cpenu Ooniee MOJOIBIX



Becmuux Cypeymckozo eocyoapcmeennoeo ynusepcumema. 2024. T. 12, Ne 2
Surgut State University Journal. 2024. Vol. 12, No. 2

PECIOH/ICHTOB — IOKOJIEHUE, KOTOpoe OoJblle
BCEro MHBECTHUPYET B Pa3BUTHE CBOMX HABBIKOB.
Hampumep, cpenu nokonenus Z 6onee Tpex yer-
Bepreit (76 %) BbIOpasin BapHaHT C MOCTaBILU-
KOM, KOTOPBIH OyJIeT YUUTh UX peIaTh MpoOIeMbl
CaMOCTOATENIbHO. B MPOTHBONOI0KHOCTD 3TOMY
cpenu 0eOu-OymMepoB IHUIIb HE3HAYUTEIHHOE
6opHCTBO (51 %) TMpeArnoynTaroT, YTOOBI UX
o0ydanu pemeHusM, a He pelaid ux npooiaemy
3a HuX [15].

PaccmoTrpenue  oOCimyKUBaHHMS — KJIMEHTOB
C TOYKU 3PEHUS ICHXOJIIOTMYECKHX MOTpeOHO-
CTeW MPeoCTaBIsIeT MHOXKECTBO BO3MOXHOCTEH
JUISL ITyqIIeHNs] KauecTBa 00CTy)KUBaHUSI.

Jlanee pacCMOTPUM MTPOLECC IPUHATHS peLie-
HUS O NOKYIIKE HAa COOCTBEHHOM Iipumepe. SBis-
SCh YUYpENUTENIEeM U TeHEePaTbHBIM TUPEKTOPOM
MOJIOZI0M KOMITaHUH, aBTOPBI HACTOSILIETO UCClIe-
JIOBaHMsI TaKXKe CTOJKHYIUCH ¢ B2B-mapkeTun-
rom. [IpuHMMas pemeHue o TOKYNKE CepBUCa
«INeKTpOHHBIH Oyxranrep Dnp0a» OT TPYIIIBI
xomnauuii CKb Kontyp (310 ynoOHbIN HMHCTpY-
MEHT /ISl BeleHUs1 Ou3Heca W (OPMUPOBAHUS
OTYETHOCTH U1t Mastoro Oousneca Ha YCH wu na-
TEHTE), Mbl PYKOBOJCTBOBAJIUCh CBOMM IPEIbl-
JQYIIMM OTIBITOM paboThl ¢ HUMH. PaHee MBI yxe
M0JIb30BAJIMCh UX YCIYrod MO NPUOOPETEHHIO
ANIEKTPOHHOM MOAMMUCH, ¥ ATOT OMBIT ObLIT MOJO-
KUTEIbHBIM. OCOOCHHO MOHPABUJIACH XOPOIIast
TEXHUYECKasl MOAJEpAKKa, KOTOpas OCYyILEeCTB-
Jsula KMBOoe oOmieHue no tenedoHy M JaBana
OYeHb MoApoOHbIe 00BsicHeHus. [1oaTOMYy, KOTIa
BCTaJI BOIIPOC 00 MCHOJIB30BAHUM UX MPOAYKTA
JUIs HAJIOTOBOW OTYETHOCTH, Mbl OBLIIM YBEPEHBI
B TIOJIOKUTEIILHOM pe3ysbTare, BBIOpaB X yCIiIy-
I'M, TaK KaK 3HaJH, YTO MOKEM PAaCCUUTHIBATh Ha
MOJJIEP’KKY M MOMOIb B JII000OE BpeMs CyTOK.
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OTO cTajo BaXHBIM (AKTOPOM MPU MPUHATHH
pEIIeHNUs O MOKYTIKE.

Eme ogauM BaxHBIM (PaKTOPOM CTaJIO yHpo-
IICHUE TIpoIlecca BEJACHUSI HAJIOTOBOM OTYETHO-
CTH. DTO TOMOTAET TMOBBICUTH I(PPEKTUBHOCTH
paboTel koMnaHuu. JlaHHBIN (QakTOp OTHOCUTCS
K TPETbeMy YPOBHIO «JIerkocTb BeeHus OuzHe-
ca» mupaMuIbl IIeHHOCTe B2B, pa3paboTanHoit
koMmnanueii Bain. KoHeuHO, MOYKHO BBINOJHATE
3a7aqy COCTaBIICHHUS HAJIOTOBOH OTYETHOCTH
CaMOCTOSITEIIbHO, HO HCIOJb30BaHUE CEpPBUCA
«ONeKTpOoHHBIN Oyxrantep Dnpda» Jenaer mpo-
necc 0osee NpUBJIEKaTEbHBIM, TaK KaK HE TOJIb-
KO YIPOCTHUT 33/1a4y, HO U OCBOOOJUT BpeMs IS
JIPYTUX BaKHBIX 3a/1ad.

3AK/IIOYEHUE

B2B-ctepa umeer psa ocoOeHHOCTEH U ak-
TUBHO Pa3BUBAETCS C MOSIBIEHUEM HOBBIX TEXHO-
JIOTHA, TaKUX KakK ONMOKYEWH M HCKYCCTBEHHBII
MHTEJUIEKT, KOTOPBIE YIy4IIalT IPOLIECChl Map-
KETHHIOBOTO B3aUMOECHUCTBUS MEXKAY KOMITaHUS-
MU. DnekTpoHHas kommepiust B B2B packprisa-
eT OOJIbIINE BO3MOXKHOCTH JJIsl OpraHM3aluil U B
HepCreKkTHBe OyAeT MPOJoIKATh UTPATh BaKHYIO
pOJIb B MUPOBOM SKOHOMHUKE Y TOPIOBIIE.

Takum o00pa3oMm, NPOBEIEHHOE MCCIIENOBa-
HUE MOJATBEPKAAET, UTO MCIOJIb30BAHUE KOMIIa-
HUSIMU OIpENIEJICHHBIX MAapKETHUHIOBBIX KaueCTB
B B2B-cepe MOXKET MOJIOKUTEIBHO MOBIUATH
Ha pELIEHUE KJIMEHTOB O MOKYIIKE B I10JIb3Y KOM-
naHuu. [loBeneHue kimeHTa He Bcerna pamnuo-
HaJIBHO U TpeOyeT ILIEHHOCTHOIO MOAXOnAa JUIs
MOHMMAHUS MAapKETUHIOBBIX KOMMYHHUKAIUHL.
Komrmanuu, pabotaromiue B cepe B2B, Briroua-
10T B ce0sl pa3iuyHbIe BUIBI IEATETBHOCTH, YTO
TpeOyeT AalbHEHIINX UCCIIeIOBaHU.
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