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Annomauusa. Passumue coepemennoeo cekmopa polHKa NpogheccuoHanbHblX MOo8a-
poeé u ycaye (Business-to-Business, B2B) npoucxodum nod éausnuem paziuyHolX KOH®-
FOHKMYpoo6pasyouux GaKkmopos no3umugHslx, maKux KaK yugposusayus 3K0HOMUKU,
MaK u He2amueHo20 xapakmepa (eeonoiumuyeckue peaiuu U A02UcCmuvecKue 02panuye-
HUs). B cmamee npedcmaesneHo cmamucmuieckoe noomeepicoenue 0e1080i aKMUBHO-
cmu 6 uccaedyemoii ompacau. Aemopamu ymouneHno onpedenerue B2B-cepsuca, a makaice
omauuumensuole NPpU3HaKu @QyHKyuoHuposanus B2B-ceemenma. Ob603nauena no3uyus 6
duckyccuu omHOCUMeNbHO chepvl npumeHenus obo3navenus B2B no maxkum napamempam
Kak cneyugpuka 3axKaouaemvix c0eaok, NPUCymcmeue 8 COYUAIbHbIX Cemsax, UCNO0Ab3Ye-
Mble KAHaAbl cObIMAa U 803MONCHOCIMU nepcoHuukayuu cepsuca. Busyaruzuposana ous-
Hec-modeav B2B cepeuca, ompasicarouas Hanpasaenus ézaumoodeiicmesue cyosexmos B2B-
ceeMeHmos PulHK08 moeapos u ycaye. Onucanvl 0CHOBHble MPeHObl PbIHKA, c1e008aHuUe
Komopbim noseoaum uepokam B2B-ceemenma adanmuposamocsi K cO8PeMeHHbIM OU3HEC-
peaiusm, 3Ha4UmenbHO NOBbICUMb CEOH KOHKYPEHMOCHOCOOHOCMb 3a CHem YCUAeHHO020
paszeumusi Yyu@poeoii akmusHoCmu U UCHOAb308AHUSA PA3HOOOPA3HO20 UHCMPYMEHMAapus,
nosovlutarouum Kavecmeo B2B-cepsuca.

Kimouesbie cioBa: B2B-cepsuc, udpoBusaiys, nepcoHaan3anusi, OMHUKaHaIbHas
peaibHOCTh, €B2B, nudposas miardopma, MapKeTILIeiiC.
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Abstract. The development of the modern sector of the professional goods and services
market (Business-to-Business, B2B) is influenced by various conjuncture-forming factors,
both positive, such as the digitalization of the economy, and negative (geopolitical realities
and logistical constraints). The article presents statistical confirmation of business activity in
the industry under study. The authors clarified the definition of a B2B service, as well as the
distinctive features of the functioning of the B2B segment. The position in the discussion regarding
the scope of the B2B designation is indicated in terms of such parameters as the specifics
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of the transactions being concluded, the presence on social networks, the sales channels used
and the possibilities of personification of the service. The business model of the B2B service is
visualized, reflecting the directions of interaction between the subjects of the B2B segments of
the markets of goods and services. The main market trends are described, following which will
allow B2B segment players to adapt to modern business realities, significantly increase their
competitiveness due to the increased development of digital activity and the use of various tools
that improve the quality of B2B service.

Keywords: B2B service, digitalization, personalization, omnichannel reality, eB2B,
digital platform, marketplace.

AKTyanbHOCTb UCC/leA0BaHUS

AKTYyaJIbHOCTb MCCJIEI0BaHUS, TIPEACTaBJICHHOIO B JaHHOM cTaThe, MOATBEPKIa-
eTcd TeM (PaKTOM, YTO KOHKYPEHTHBIE MO3ULIMA UTPOKOB PBIHKA U UX MEPCIEKTUBHI BO
MHOTOM OTIpe/ieICHbl KAYeCTBEHHBIM, OTUACTU HETPAAULIMOHHBIM, JJISI U3y4aeMOro cer-
MEHTA MOIXOI0M K OpTaHM3alni MHPOPMAMOHHO-KOMMYHUKAIIMOHHON U CEPBUCHOI
noauepxku o6usHeca. CucreMHoe BuaeHue B2B-cepBuca u ero posib B OBBILIEHUN KOH-
KYPEHTOCITIOCOOHOCTH YCIIYT TTO3BOJISIET ONPEACIUTh OCHOBHBIE €r0 TTapaMeTpPhl, TPEOYIO-
mue ontumMuzauun. OcodbeHHOCTU PYHKLUIMOHMPOBaHUS cerMeHTa B2B mupoko npen-
CTaBJIEHbI B HAyYHBIX TpyAax yueHbIX, B uncie KotTopbix E.C. Bribopos, H.I1. Kapriosa,
0O.10. Makaposa, B.B. Opiyios B.B., I'A. Opnosa, I0.A. CaBunos, E.B. TapanoBckas,
W.B. SIxneeBa, M. Bangia, R. Bhandari, L. Harrison L, C.L. Plotkin, S. Reis, J. Stanley
u ap. OgHaKO CTeleHb U3YYeHHOCTU (pakTopoB pa3BuTusi B2B-cepBuca B yClIoBUSIX
nudpoBoil TpaHcHOPMALIMM PBIHKOB TOBAPOB U YCIYI B HACTOsIEe BpeMsi HeAOCTa-
TOYHO BbICOKA.

Llenb uccnepoBanuns

Llenb vcciienoBaHUsI COCTOUT B YTOUHEHUH MOHSATUIHHOTO arfnapaTa OnTOBOM TOp-
ToBIIM B cerMeHTe B2B, onpeneseHnn 1 BU3yaiu3aliiy CTPYKTYPHBIX DJIEMEHTOB CUCTEMbI
B2B-cepBuca, a Takxe (hopMUpOBaHUSI TTPeACTaBIEHUSI 00 OCHOBHbBIX TPeHIaX U ITpoobJie-
Max pa3BUTHS CETMEHTA.

MaTepuan n MeToabl UCciegoBaHuUAa

TeopeTnueckoii 1 METOAUYECKOM OCHOBOI CTAaThbM SIBJISIIOTCSI HayYHbIC MCCIIEI0Ba-
HUS phIHKA YCIIYT ONITOBOM TOPTOBIN B Poccum, ee SKOHOMMKO-CTaTUCTUUECKUIA aHAIH3.
B nipoiiecce BbIMOMHEHUS UCCAENOBAHUS UCTIONb30BATUCH METO/IBI IOTUYECKOTo 0000111e -
HUSI, TEOPETUUYECKUI aHAIM3 U CUHTe3. B xome OeHUMapKUHTA U3YUEHBI JIydITe MUPO-
BbI€ TTPAKTUKM yrpaBieHUs pa3ButreM B2B-cermentoB. Ha ocHoBe cucTeMHOro moaxosia
K MCCIIEOBAaHUIO OCYIIIECTBIIEHO 3HAaKOBOE MoaennpoBanne B2B-cepuca.

P63yl1bTaTbl uccinepoBaHns n ux o6cy)|(p,e|-w|e

WccnenoBaTebcKMii MHTEpEC K OCOOCHHOCTSIM (PYHKILIMOHUPOBAHUS TPEATIpUs -
it cektopa B2B B ycioBusix 1ugpoBoii S5KOHOMUKU OOYCJIOBJIEH MX BBICOKMM Opra-
HU3aIIMOHHO-TEXHUYECKUM TIOTEHIIMAIOM, pa3HON CTENeHbIO aJanTalluid K COBPEMEH-
HBIM T'€OMOJIMTUYECKHUM PeaIusIM1, MHOTOOOpa3reM HOBBIX 0apbepOB U PUCKOB, HO TPU
5TOM OTKPBIBAIOIIMMUCS BO3MOXHOCTSIMU M Ha PACTyllei Ha 3TOM (pOHE YBEPEHHOCTBIO
B JaJibHElIIel cTabuIn3aluu 9KOHOMUYECKOTO ToJoXeHus (puc. 1).
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Puc. 1. [JuHamuvka nHaekca rnpearnpuHumMaresibCKkor yBepeHHOCTH B ONTOBOV TOProBJ/ie
Poccum 3a 2019-2023 rr. [5]
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Puc. 2. O6opoT ontoBovi Toprosin Poccun B 2018-2022 rr., TpsH. py6. [5]
Tabauuya 1
Jleckpuntopsl cermenta B2B
JNCKYCCUOHHbIE aCneKTbl Mo3ununs asTopoB

NckntoyntenbHoe npuMeHeHune
abbpeBunaTypbl B2B B chepe
e-commerce

Cpoenkn B2B nponcxoaaTt B LM@ppoBOoM U GU3NHECKOM 3KOHOMUYE-
CKOM NPOCTPaHCTBE

B2B otnnyaeTt kpynHomacLutab-

B2B naeHTuduumnpyeT npexane Bcero Lesb caenku, a He Maclitad
Hble CAeNKN hil duumpyeT npexn, L il

LIndpoBas akTMBHOCTb MNOTEHLMASIbHBIX BU3HEC-K/TMEHTOB, WL, NPU-
HUMatOLLMX PeLLeHNe O CAeskKe, BCe Yalle obpallaeT UX BHUMaHve Ha
Ou3HEeC-pekIamMy B CoumanbHbIX CETAX N 3 PEKTUBHOCTb coLmalib-
HOW KOMMEpLMM Kak kaHana cobiTa

He npepcTaBneHbl B COLCETSX,
ABNAOLLNXCA UCKTIOYUTENBHO
B2C- kaHanom

Mpoaaxa TOBapOB MOXET OCYLLECTBNATLCS U HEMOCPEACTBEHHO MOo-

Mpoaaxa ToBapoB Yepes OMnToBO- o
TpebuTenio TOBapOB 1 YCIYT, KOTOPbIA NCMNOSL3YET X B CBOMX OU3-

nocpeaHN4eckne opraHmsaumm
HeCc-npoLeccax u B KOMMEPYECKMX Lensax
Ne3 YpoBeHb coBpeMeHHOro umndpoBoro cepauca no3sonsiet gudde-
2024 lMepcoHndurkaumsa oTcyTCcTByeT P P undp P amdd

PeHuUnpoBaTb TOProBble YCNOBUA ON1A Pa3J/INYHbIX NapTHEPOB
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CoOpiTug 2022 roma, COIPOBOXIABIIMECS IOTEPE IEIOBBIX KOHTAKTOB M BO3-
MOKHOCTEH WMCITOTb30BaHUS MMITOPTHBIX ITPOTPAMMHBIX ITPOIYKTOB, OTKA30B IIIATEX-
HBIX CUCTEM, JJOTUCTUYECKUE OTPaHUYECHUSI U KaapOBble MOTEPU, YCUIeHUEe UHOISLIM-
OHHBIX W BaJIIOTHBIX PHMCKOB 3HAYMTEIHHO TOIIATHYIN YBEPEHHOCTDb MpPEICTaBUTEIICH
B2B-cerMeHTa OTHOCUTEJIBHO ITEPCIIEKTUB cBoero om3Heca. OgHako K KoH1y 2023 romy
KOMITAaHUY OTIPEACIIMIN IS ceOs aTbTepHATUBHBIE MEXaHU3MBI OM3HEC-COTPYTHNIECTRA,
0 UyeM cBUIeTebCTBYeT pocT nHaekca B 111 kBapTane 2023 roga Ha 12 MyHKTOB, MO CpaB-
HEHUIO C aHaJIOrMYHBIM Tepuonom 2022 roaa.

[ToMrMO BHEIIHETO BO3AEUCTBUSI HEKOHTPOJUPYEMBIX (haKTOPOB KOHBIOHKTYPbI
pBIHKA CYIIECTBYIOT BHYTPHUKOPIIOPATUBHBIE MPEIyOeXKIeHNSI OTHOCUTEIIBHO TOTOBHO-
CTU BHYTpPEHHEU M Iea0BOi cpedbl K HudpoBusanuu. OqHaKo pealbHOCTh TaKOBa, YTO
KOPTIOPAaTUBHBIC TIOKYTIATeIM HE TOJIBKO OTKPBITHI IS 3JCKTPOHHOM TOPTOBIH, 2/3 U3
HUX CEroiHsI IMoJjiaraloTcsl Ha LUM(POBbIE CEPBUCHI Ha BCEX 3Talax B3aMMOACHCTBUS C
ImapTHepaMu, OTIaBasl MPEATIOUYTEHUE TeM, YbM KOMIIETEHIINH TIePEIOBBIX TEXHOJIOTHYE-
CKMX UTPOKOB MOATBEPKACHBI MaKCUMaTbHOM LM poBU3aleit OusHec-1poueccon. bosee
65% npou3BOAUTEICH IIPOBOMIST MMOIHBINA LIUKII CACJIOK Ha MUPOBOM PBIHKE C IIOMOIIbIO
MdPOBEIX cepBUCOB. ot e-commerce B cermeHTe B2B mpesbimaer 18% ot obmiero
obbema goxona [9].

HecMmoTpst Ha BHellHUE Oapbepbl MU BHYTPEHHUE OrpaHMuYeHusi, poccuiickuii B2B
CEKTOp AEMOHCTPHUPYET BHICOKME TTOKA3aTeIU ASIOBOI aKTUBHOCTH (pHC. 2).

O6opor ontoBoii Toproau B 2022 roay goctur 117,47 TpaH. py0., 4To O0JblIe, YeM
B 2021 Ha 7,98%, a no cpaBHenwuio ¢ 2018 rogom Ha 47,24%.

AHanu3 ocobeHHocTel nudpoBuszanuu chepbl B2B TpeOyeT yrouHeHUe COOTBET-
CTBYIOIIIETO TTIOHATHITHOTO ariapara.

B noaxonax K uaeHTU(UKAIIMK CYIIIHOCTU cermMeHTa B2B 1 ocobeHHOCTE ! ero yHK-
LMOHUPOBaHU, B cpaBHeHUM ¢ B2C, B HaydyHBIX TpyIax M OTPacIeBbIX MH(MOPMALIMOH-
HBIX pecypcax B 1IeJIOM MPOTHMBOpEUYUsl He HaOJtomaeTcs, 3a UCKIIOUYEHUEM HEKOTOPBIX
acriekToB. Pe3ynsraTsl MccenoBaHMs MO3BOIMIIM O003HAUYNUTH CBOIO TTO3UIIMIO B TMCKYC-
CHUM OTHOCUTENIbHO chepbl MpuMeHeHusl 00o3HaueHus1 B2B (Taou. 1).

[To MHEHWIO aBTOPOB MAaHHOTO MCCIIEIOBAHMS, KIIOUEBBIM ITapaMeTpOM, WICHTH-
(punupyromuM cerMmeHT Kak B2B, ciieayeT cuutarh 1iejib UCITOJIb30BaHUST KJIMEHTOM ITPO-
IyKTa WJIA YCIyTH, a UMEHHO JIJIS OPTaHM3alMy M ONTUMM3ALMU OM3HEC-TIPOIIECCOB, U
MOCJIeAYIONIETO U3BJAeUeHUS U3 3TOTo NMpubbutn. CpaBHeHue cerMeHTOB B2B 1 B2C nipo-
BOIMTCS 3a9acTyI0 B KOHTEKCTe MMEHHO 3TOI AeTepMUHAHTHI. br3Hec-KiIMeHTaM TakKe
CBOMCTBEHHBI OTCYTCTBUE UMITYJIbCUBHOCTHU MOKYTOK, KOJJIEKTUBHOE CI0XHOE pellieHre
0 3aKJTIOYEHHH CIETKH U JUTUTETHbHOE €e COTIacOBaHWe, OCHOBAHHOE Ha aHAJIM3¢ Pa3JIny-
HBIX Ou3Hec-(akTopoB. DakTUUecKu liejeBast aynutopust B2B mpeacrasieHa nuuamu,
MMPUHUMAOIITMMHU PEIIeHUs O ITOKYITKe, OTHOIIEHUs ¢ KOTOPBIMA HOCST TOJITOCPOYHBII
XapakTep, YTO B CBOIO O4epelb 3aBUCUT OT PeIyTaliv U MHGOPMALIMOHHON MPO3payHo-
CTH TIOCTaBIINKA.

Ecimu B B2C, kak mpaBwio. KOJMYECTBO ITOKyNaTeleil He OrpaHUYeHO, TO OTHOCH-
TeJIbHO Y3KU KpyT KIMeHTOB B B2B 00ycnoBnen camoii crielinguKoil pyHKIMOHUPOBAHMS
CErMEeHTa, MPOMEXYTOUHBIM MOJIOXKEHUEM 3aKyMalolIMX OpraHU3aluil B LIEMU MOCTaBOK.

Oco0y10 aKkTyaJabHOCTb BOMNpPOCH HUMPOBOII TpaHchoOpMalLMM MPUOOPETAIOT Ha
PBIHKE JIEJOBBIX YCIYT, KAK CaMOCTOSITeIbHOUM cephbl OM3HEeca, TaK U YacTH, TOTOJIHS -
olleil pa3paboTKy W pealM3alfio Pa3IUIHBIX MaTepUadbHBIX 1 HeMaTepUadbHBIX TTPO-
JIYKTOB JESITEIbHOCTH.
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Hedbununust «B2B-cepBuc» MOXeT ObITh OTMCaHA:

* B LIMPOKOM CMbICJIe KaK KOMILJIEKC MaTepUaibHbIX U HeMaTepUaJibHbIX YCIVT,
COMPOBOXAAIOUIMX U MOAAEPXKUBAIOLIUX OU3HEC-TIPOLIECCH HA BCEX dTanax B3auMoJei-
CTBUS C JEJOBBIMU KJIMEHTaMM, OT MHMOPMAILIMOHHOrO obOecTnieyeHusT KOMMepUYeCKuxX
pELIEHUI A0 MOCTrapaHTUMHOIO CEPBUCA;

* B y3KOM MOHMMaHUU KaK MPOrpaMMHbIN MPOAYKT, OHJaiH riatdhopMa, odbecrie-
YMBAIOIIUM IUCTAHIIMOHHOE B3aUMOJCHCTBIE KOHTPAreHTOB.

B xoHTekcTe npeaMera JaHHOTO UCC/Ie0BaHUs aBTOPhl pacCMaTPUBaOT OCOOEHHO-
CTU U TepcrneKTUBHI LudpoBusanun B2B-cepBuca Kak KOHIENTYyalbHOIW OCHOBBI B3au-
MOJIEWCTBUS C EJOBBIMU KJIMeHTaMU (puc. 3).

Ocoboe BHMMaHUE B paMKax JaHHOTO MCCIEIOBaHUS CleayeT oOpaTUTh Ha POJb
3JIEKTPOHHBIX TOPrOBbIX MIaTGOPM, OOBEIUHSIONIUX B ce0e CEPBUCHBIE U KOMMYHUKA-
LIMOHHBIE KOMITOHEHTHI, YTO YCUJIMBAET 3HAYMMOCTb U 3KOHOMUYECKYIO 3(D(HEKTUBHOCTh
B2B cepBuca B opraHmM3aliuy B3auMOIEeCTBUSI OM3HEC-TIApTHEPOB.

B2B-cepsuc —> IIponssoaurens:
ITpousBoautens MIPOU3BOJICTBO TOBAPOB
TOBAPOB B U YCIIyT
= TlepcoHanbHbIC TPOJAKU
=
s - Tenegon ONTOBO-MOCPEIHUYECKAS
g § Bmeoxombepenucmsb OpTaHM3ALI:
OnroBo- £ g Enjaﬂ P  mepempomaxka MENKHM
MOCPERHNTECKAsT = Onnaiin-var ONITOBHKAM U PUTEHIEPAM
OpTaHU3anUs z
&
ONeKTPOHHBIE TOPTOBEIE
P H Posuuunas toprosm:
mIaT(opmMsI L
- —p| IEPENPOaaKa KOHEYHBIM
g NOTPEOHTETIM
&
= MarepuanbHbIE YCITyTH
=)
=
5 Hexommepueckue
£ q — OpraHU3aLHUH:
5 €MaTCPUAIIBHBIC YCIIYTH obecretenme
o
3 (DYHKIMOHMPOBAHUS
Puc. 3. busHec-monaens B2B-cepBuca
r N

OMHUKAaHAJIEHOCTE Ha BCEX dTarax YIpaBJICHUA HHTCPAKTUBHBIM KIIMCHTCKUM
OIIBITOM, BKJ/IFO4Yas1 COLUATIBHBIC CCTH

BzaumoneiicTBre ¢ mapTHEpaMu, B TOM 4YHCIIE 3apyOeKHbIMH, Ha IatdGopmax eB2B
U MapkeTreiicax

[epconanu3anus mudposbix cepucos, Texuomorun KAM u ABM

Puc. 4. AkTyasibHble Hanpas/eHus pa3BuTusl LUM@PoBbIX TexHoorui B B2B cermeHTe
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Toprosbie B2B miomianku ciyxkatr yHUBepcaabHBIM LIEHTPOM OU3HEC-COTPYAHU-
yecTBa, 6oJiee 3(p(eKTUBHBIM KaK C ITO3UIIMHU 3aTpaT BpeMeHHU 1 (DMHAHCOBBIX pecyp-
COB, TaK M C TOYKM 3PEHUS] NOCTHUXEHUS 1eJiell MapKeTUHIOBbIX KOMMYHUKAIIU, B
TOM 4YHCJIe B TJ100aJbHOM 3KOHOMHMYECKOM TpocTpaHcTBe [6]. [IpucyrcTtBue Kom-
MaHUM-TOCTAaBIIMKA HA CTOPOHHUX TOPTrOBBIX MJIOIIAAKAX YBEJUYMBAET €TO IIaHCHI
CTaTh 3aMEUEeHHBbIM MOTEHUUAJbHBIMU KJIUEHTAMU, U, COOTBETCTBEHHO, 0oOecreuu-
BaeT JOMOJHUTEIbHBI 00beM MpPOAaX, U3BECTHOCTb M MOJOXUTEIbHBI UMUIX B
MEXAYHApOJIHOUW OU3HEC-cpefie, a TakKxke MPEeAOoCTaBIsIeT BO3MOXHOCTDb MPOTECTUPO-
BaTh HOBbIC MPOAYKTHI [4].

2022 rox ObLI AOBOJBHO CIOXHBIM IJIs1 UTPOKOB B2B-phIiHKA, CTOJIKHYBIIUXCS C
mpobieMaMu Ha pa3IMYHBIX 3Tarnax OusHec-onepaunuii. Tak, ©UMeBIINE MECTO COOU B
LIEMSIX MTOCTABOK BBUAY Ae(PUILIMTA CHIPbS U TOTOBOW MPOAYKIMU MTPUBOJMIN K TIOTEpE
penyTaluy Kak JJIs BHEIIHEeH OOIeCTBeHHOCTU (KJIMEHTHI), TaK W JJIsi BHYTPEHHEH
(coTtpynHuKu). Bo3HuKIINME penyTallMUOHHbIE PUCKU YCUTTUBAJIUCH CUTYalleld BBICOKOM
HeonpeaeJeHHOCTU U OrpaHUUYEHHOCTHU BO3MOXKHBIX BapMaHTOB pearupoBaHus. [lep-
BOOYEPEIHON 3a7ayeil KOMIMaHWW CTAHOBUTCS YMNpaBjieHUEe COOCTBEHHBIM MUMUIXEM
1 COOTBETCTBYIOIIASI MPoOJIeMaM aKTyaau3alus KOMMYHUKAIIMOHHON TTOJUTUKY [3].

HecmoTtps Ha cBolicTBeHHYIO ceKTOopy B2B KOHCEepBaTUBHOCTH B BOIIpOCax BHE-
JIpeHust UTHGOPMALIMOHHO-KOMMYHUKAIIMOHHBIX TEXHOJIOT U, B TTOC/IeAHUE HECKOJIBKO
JIET CUTyallusl MeHseTCsl KakK MoJ BAusiHueM (haKTOPOB MaKpOCpebl Kak MHAMKATOPOB
Pa3BUTOCTU LIU(DPOBOIM S3KOHOMUKHU, TaK U B CUJIY TTOHUMaHUSI PyKOBOJICTBOM KOM-
MaHuii HeOOXOAMMOCTU ONTUMM3ALIMU OU3HEC-TIPOLECCOB, pealu3allui MPUHLIMIIOB
0epeXJIMBOro MPOU3BOACTBA, U OMSATb-TakKu (hOPMUPOBAHUSI UMHUIXKA TPOTPECCUB-
Horo maptHepa [8].

[Mpomeaias maHaeMus JUIIb YCKOPUJIA TTEPEHOC TOPTrOBBIX OMNepaluii B 3JeK-
TPOHHBII (popMaT, KOTOPHI CEromHsI CTaJl HeOThbeMJIEMOUl 4JacThio cheprl B2B n
BaxKHBIM KpUTepHeM BbIOOpa MapTHepa s CASJAKU, PELIeHMs 110 KOTOPOil K TOMY Xe
MMEIOT COOTBETCTBYIOIIEeEe MH(OpMaIlMOHHOE obecriedyeHre Oaroaaps 6ojiee TOUHbIM
U OOIIUPHBIM LIU(DPOBBIM UCCAEI0BAHUSIM KOHBIOHKTYPHI pbiHKa. MH(MOopMaLlMoHHas
JOCTYITHOCTb M OTKPBITOCTh CTAHOBSITCS HOBBIM (PAKTOPOM MPUHSATUS MOJOXKUTEb-
HBIX KOMMepYecKMx pelureHuii B chepe B2B [14].

PexomeHpalmu aBTOpOB OTHOCUTEJILHO HaMpaBjeHU IU(DPOBU3ALIMU CETMEHTA
B2B pa3paboTaHbl ¢ yueTOM aKTyaJbHBIX PHIHOYHBIX TPEHIOB (puc.4).

Ludposas tpanchopmanuss B2B npennoaraer riaobdanbHble U3MEHEHUS B OM3-
Hece, OXBaThIBAKOIINE TEXHOJOTMUECKHUE U OPTaHU3alMOHHO-yIIpaBieHYeCKue Mpeoo-
pa3oBaHUsl, KOPEHHbIM 00pa30M MEHSIOIIMX METOJAbl U MOAEIU MPUHSTUS PELICHUI
Ha BceX YpoBHSIX. Peanu3zanns mogoOHbIX «OM3HEC-TIEPEBOPOTOB» TpeOyeT pa3padboTKu
YeTKOW CTpaTeruu, pe3yabTaTbl KOTOPOU SIBJISIIOTCS, CYIs 1O TMPUCTABAEHHBIM BbILIE
CTaTUCTUUYECKUM JaHHBIM, (DeHOMEHAbHBIMU.

udposuzanusa cermenta B2B He o3HavyaeT MOJIHOTO OTKa3a OT TPaAULIMOHHBIX
KaHaJIOB MIPOJABMKEHUS U mpoaax. Beayuive urpoku B2B nmpuHuMalOT HOBYIO HOpMY
OMHMKaHaJIbHBIX TIPOJaX, MOCTPOEHHYIO Ha «MpaBuJie Tpereit» (puc. S).

KJIMeHTHI MCTIOIBb3YIOT pa3IMYHbIC KaHAIbI TPOIAX, HATIpUMeED, IMYHbIC BCTPEUH,
BUJIEOKOH(MEPEHIIMU, OHJIAH-YaT UJIN OHJIAH-PBIHKU, Ha Pa3HbIX dTanax MoKymnKu.
CoriacHo «IpaBujy TpeTell» KIWEHTHl UCMOJb3YIOT MPUMEPHO PaBHOMEpPHOE coue-
TaHWEe TPAAULIMOHHBIX MPOAaX, YIAJIEHHBIX U CaMOOOCIYXMBaHUS Ha KaXJI0M 3Tare
npoiiecca mpoaax.
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Puc. 5. Hopma omHukaHasibHbIX npodax ro «npasusy Tpetei» [11]

HccnenoBanme mmokasaino, uro 50% mokymnateneit B2B HazBanmm yaydineHHyO mep-
COHAJIM3AIMIO TJaBHBIM KpUTEPHEM BbIOOpa OHJIANH-IIOCTaBIINMKA, C KOTOPHIM MOXKHO
HaJIaInTh XO3SIMCTBEHHBIE CBSI3M, a cueika 48% nelToBBIX KIMEHTOB OOJIBIIE TI0 00beMY,
B cJlydae MepcoHajM3alyy ux onbita [13].

HecMotps Ha TpanuumroHHoe noMuHupoBaHue B2C B couMaibHbIX CETsIX, MpeacTa-
BuTtesin B2B Bce yallie oOpaialoT BHUMaHWe Ha JaHHbIIA KaHal POABIKEHUS U TTPOAaXK,
ITOCKOJIBKY B HUX TIPEICTaBIeHBI NX AeoBble KiMeHTHI. [1o manueiM Gartner, okoso 46%
nokynatesieid B2B ncnoyib3yloT colajibHble CETH, YTOObI Y3HAThb O JOCTYIHBIX pelle-
HUAX, 40% WCTIONB3YIOT MX JIJIS CPaBHEHUS peIIeHni, a 35% MCIONb3yIoT MX IS TTOTy-
YyeHUsT HeoOXoauMoi MHGopMaLy 10 3aBeplieHus nokynku. bonee 50% B2B ncnonb-
30Bajid COLIMAJIbHYI0O KOMMEPLIMIO JUISl CO3/aHusl MHTepHeT-MarazuHa [12]. CioXHoCTh
TAaKOTO PEBOJIOLMOHHOTO MOJAX0/a K Pa3BUTUIO OMHUKAHAIBHOCTU OECCIIOPHA, B CBSI3U C
yeM Ha HayaJlbHOM 3Tare HMMpoBoil TpaHC(OpMalLIMK CErMeHTa PEKOMEHIYETCsl OrpaHu-
yuThcst B2B-SMM. BbiOop KOHKPETHOI CeTH KaK HauboJjiee pesieBaHTHOM I 1eJIeBOi
aynutopuu KomriaHuu chepsl B2B, pasmeleHue pekiiaMHO-MH(OPMALIMOHHBIX MaTe-
puangoB o OpeHae W MPOAYKTax KOMMAaHUM, PEKOMEHAAIM KJIMEHTOB, TO3BOJISIT Kaye-
CTBEHHO YJy4YIIUTh MUH(OPMALIMOHHYIO COCTABJISIIONLYIO MTPOJaX, YTO B UTOTe OyAeT Cro-
CcOOCTBOBATb UX YBEJUUYEHUIO.

MapkeTrieichbl, Kak U CoOlMabHbIE CETH, TPAAUIIMOHHO paccMaTpuBaiuch Kak B2C-
KaHaJl Mpojaax, OAHAKO HOBBIM TpeHIoM cekTopa B 2023 roay crajo HapacTraloiiee npu-
CYTCTBME M JIeJIOBasi aKTUBHOCTb MUTPOKOB PbIHKA Ha KPYIHBIX 3JEKTPOHHBIX TLIOLIAMI -
Kax, KOTOPbIE CTAHOBSTCS JOCTYITHBIM JJIsSI CPEIHUX M MEJKUX KOMIaHuii. B HacTosiee
Bpems 2/3 B2B-3aka30B pa3melaercsi Ha MapkeTIuieiicax, Kyjaa HerocpeacTBeHHO oOpa-
IIAI0TCS 3aKa3YMKHM, TOTAa KaK padoTa yepe3 MOMCKOBUKM TePSIET CBOIO aKTyaJbHOCTH [1].

®OynkunoHupoBanue B2B-MapkeTiureiicoB IperionaraeT peain3allnio MOJTHOTO
LIMKJIAa 3aKyMKU JUIS1 IOPUANYECKUX JIMIL 0e3 ayKIIMOHHBIX MPOLEAYpP C MCIOIb30BaHUEM
aBTOMATU3MPOBAHHBIX MHTETPAIIMOHHBIX PEIIeHUI, IIPUBLIYHBIX 3aKa3unkam. JlocTyri-
HOCTb KOMMEpPUYECKOl MHbOopMaLUM ISl BCEX YYaCTHUKOB CerMEHTa B NaHHON LUbpo-
BOIM cpeie obOecITedynBaeT UM CYIIECTBEHHYIO SKOHOMUIO PEeCypCcoB, MPEKIe BCETO Bpe-
MEHHBIX [2].

INepconanuzamnus nuudposoro B2B cepBuca npearioaraet co3gaHue 1 BeAeHUE JInd -
HOTo KaOMHEeTa KJIMEHTA, OTPaXEHUE ero WHAWBUAYAIbHbBIX YCIOBUU U MPEIIOXEHUM.
KowmmiekcHast pabora ¢ akkayHTamu KiueHToB, Key Account Management (KAM) siiisi-
€TCs OJHUM M3 (PyHJAaMEHTaIbHBIX U3MEHEHUI CTPAaTernyeckKoro MapTHEPCTBAa B cer-
MeHTe B2B, uto obecrieanBaer okojo 70% BeIpydKH OT peanmsarun. CorjaacHO JaHHBIM
ucciaenoanus Gallop, B KOMIaHUIX, aKTUBHO BHeApsomux mporpaMmbl KAM, otme-
gaeTcs TpupocT mponaxk Ha 50% u nmpubslim Ha 34%, a Takke Ha 33% yBeImaMBaeTCs
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BEPOSITHOCTD TMOMACTh B 10JIe 3pEHUST MOTeHUIMATbHBIX KIMeHTOB. Kpome Toro, Hab0-
JlaeTcsl YBEpEHHBIN pocT yaoBieTBopeHHOoCcT B2B-cepBrcom, B cpeaHem Ha 20% B Teue-
HUE HECKOJIbKUX JIET C MOMEHTAa BHeIpeHUsI TeXHoI0Tuu KAM B KOMMEpUeCcKyto AesITeb-
HOCTb opraHuzauuit uccieayemoro cermenTa [10]. TlocterneHHoe BHeaApeHME LIM(POBOTO
MapKeTMHra Ha 0ase ympaBieHUs akkayHTaMu (Account-Based Marketing, ABM) co3-
JaeT MOTOTHUTEIbHBIE BO3MOXKHOCTH aBTOMATHU3MPOBATh MAapKETUHTOBBIE ITPOIIECCH U
pacLIMPUTh KJIUEHTCKYIO 0a3y [7].

BoiBOAbI

3aBeplIast JaHHOE MCCIeA0BAaHUEM, OTMETUM, YTO JpaliBEpOB pocTa IpeaIIpUHIMA-
TeNbCKOM aKTMBHOCTU B B2B-cexkTope Oosbllioe 4yuciio, 0OJHAKO BHeIpeHMEe LIM(PPOBBIX
TEXHOJIOTUI1 B OM3HEC-TIPOLIECCHI SIBJISIIOTCSI CETOAHSI OCHOBOMOIAralomuM (GakTopom, B
3HAYMTEJIbHOU CTENneHU OO0ecneyrBalOIINM BbICOKHE MOKA3aTeJIM KIMEHTOOPUEHTUPO-
BAaHHOCTH, 1, KaK CJIEACTBUE, KOHKYPEHTOCIOCOOHOCTH KoMnaHnuu. B2B-cepBuc, omnpe-
JeJIIEMbIl KaK KOMIUIEKC YCIIYT, 00ecneynBalInX KaueCTBO YIPaBICHUs KIMEHTCKUM
OITBITOM 0 U ITOCJIE IIPUOOPETEHMS IPOIYKIINH, BKIIIOYAEeT B ce0s1 KOMMYHMKALIMOHHYIO 1
HETOCPEACTBEHHO CEPBUCHYIO MOAACPKKY IMOKYMaTeIei, KITIoYeBbIM TpeOOBaHUEM KOTO-
PBIX B HACTOsIIEe BPeMs SIBJISIETCS HaJIW4YMEe OPTaHM30BAaHHON M TOCTYITHOM IU(MPOBOI
Cpelbl 711 COBEpIaeMbIX OM3HEC-oIepaluii.

JIuteparypa

1. 10 rmaBHbBIX TpeHA0B B B2B eCommerce B 2023 romy: oT MapKeTILIECOB 10 OHJIAH-TIO-
MHUCOK Ha MOCTaBKy TOBapoB. [DnekTpoHHbI pecypc|. URL: https://b2bmotion.ru/b2b-trends-2023
(mara obpatenus: 25.02.2024).

2. bynymiee koprmopaTMBHBIX 3aKyIoK 3a B2B-mapkermieiicamu [DneKTpOHHBIM pecypc|.
URL: https://tpmag.ru/news/e-commerce/budushee-b2b-zakupok/ (nara oopaieHus: 28.02.2024).

3. Beibopos E.C., Makaposa O.10O. Lludponas tpancdopmanus B2B cexropa: MmapkeTHHIO-
BbI acriekT // MHTepakTtuBHas Hayka. 2020. Ne 9 (55). C. 59-62.

4. Kapnosa H.II., Lismko A.B. LlnudpoBuzanus Kak THCTPYMEHT JIJis YIIpaBIeHUsI COOSIMU B
LIETSIX TTOCTaBOK // DKOHOMMKA UM TpeanpuHuMaTeabcTBo. 2023. Ne 3 (152). C. 904-906.

5. OnToBas TOProBjIsd U TOBApHbIe phIHKU. | DaekTpoHHbIH pecypc|. URL: https://rosstat.gov.
ru/statistics/opttorg (nara obpamieHust 18.12.2023).

6. Opnosa I'A., CaBunos FO.A., TapaHosckas E.B. Pazputue MexbupMeHHOI 3JIEKTPOHHOI
B2B toprosim // Poccmiickuii BHeITHeaKOHOMUYecKMi BecTHUK. 2021. Ne 2. C. 76-85.

7. OpnoBa M.B., OpnoB B.B. Ynpasnenue knumentamu Ha B2B peiHkax B ycimoBusix nud-
poBuzaluu [DaeKkTpoHHbI pecype] // BectHuk I'VY. 2023. Ne 7. [DnekTpoHHbIii pecypc]. URL:
https://vestnik.guu.ru/jour/article/view/4606 (1ata obparienus: 25.02.2024).

8. Tapacenko P. Kak umdposas tpanchopmaunmst Biusier Ha B2B-tipomaxku. Toprosiis, airek-
TPOHHAs KOMMEPIIUS, MapKeTIuielchl. [DnekTpoHHbiit pecypc]. URL: https://vc.ru/trade/402519-
kak-cifrovaya-transformaciya-vliyaet-na-b2b-prodazhi (nata obpamenus: 18.12.2023).

9. Bangia M., Harrison L., Plotkin C.L., Piwonski K. Busting the five biggest B2B e-commerce
myths. [DnekTpoHHbIi pecypc]. URL: https://www.mckinsey.com/capabilities/growth-marketing-and-
sales/our-insights/busting-the-five-biggest-b2b-e-commerce-myths (nata odpaieHus 28.12.2023).

10. Forbes. Katti M. Unlocking The Secret To Managing Key Accounts: Digital KAM. [Dnek-
TpoHHBbIi pecypc]. URL: https://www.forbes.com/sites/forbesbusi— nessdevelopmentcoun
¢il/2022/06/08 /unlocking-the-secret-to-managing-key-accounts-digital-kam/?sh=2990b3fa408 1
(mara oopammenus: 24.12.2023).



Ne 3
2024

4 2 I# HAYYHB I XXYPHA "®UHAHCOBbI MEHEXMEHT *

11. Harrison L., Plotkin C.L., Reis S., Stanley J. B2B sales: Omnichannel everywhere every
time. [DnekrpoHHbIit pecypc]. URL: https://www.mckinsey.com/capabilities/growth-marketing-and-
sales/our-insights/b2b-sales-omnichannel-everywhere-every-time (nara oopamieHus 28.02.2024).

12. Rupal Bhandari. Social Media Best Practices for B2B Businesses. [DiieKTpoHHBIIi pecypc].
URL: https://www.gartner.com/en/digital-markets/insights/social-media-best-practices-for-b2b-
businesses— (mata oopaiieHus: 25.02.2024).

13. Top 7 B2B Ecommerce Trends to Transform Your Business. [ 9nexrponHsiii pecypc]. URL:
https://www.bigcommerce.com/articles/b2b-ecommerce/b2b-ecommerce-trends/ (maTa oGparie-
Hust: 25.12.2023).

14. Yakhneeva 1. V., Pavlova A. V., Kalenskaya N. V. Digital Marketing in the Post-pandemic
World // Digital Technologies in the New Socio-Economic Reality. Lecture Notes in Networks and
Systems, Samara, 27—29 anpens 2021 roga. Samara: Springer Nature, 2022. P. 575-581.



