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AHOTaMis. Y TOCIiIKeHHI PO3MIAIA€THCS (PYHKI[IOHY-
BaHHS B2B-puHKY Ta 0cOOIMBOCTI (hOpMyBaHHS Ha HHOMY
OpennuHTy. B yMOBax >XKOpCcTKOi KOHKYpeHIii KOMITaHii
BUKOPUCTOBYIOTh OpEHIIM HE TIJIbKH 3 METOI0 JudepeHLi-
arii, ajge i 3 METOI CTBOPEHHS OCOOJMBOTO EMOIIIITHOTO
3B’S3KY 31 CiokuBadyamu. BusHaueno, mo B2B — ocobmu-
Be Oi3Hec-cepenoBHIIe, MPOAYKILS SKOTO Opi€HTOBaHA Ha
I0puAnYHUX 0ci0. B2B-prHKK BUpa3HO BiAPI3HIIOTHCS Bil
THUX PUHKIB, SIKi IPAIIOIOTh HAIPSIMY i3 CIO)KHBa4aMH, a OC-
HOBHOIO BUMOTOIO BBXKA€THCSI BUKOHAHHS (DyHKIIIOHAIBHX
BHUMOT. 3a3Ha4€HO, [0 OCHOBHOIO NPHYMHOIO 3POCTAI0Y0-
ro BIUIMBY OpeHziB Ha B2B-puHKy € cydacHi 0cOOIMBOCTI
LIBOTO PUHKY Ta 3pocTaroya o0i3HaHiCTh criokuBayviB. Jloc-
JI/DKEHO YMHHUKH BIUIMBY HA NMPUHAHSATTS PIMIEHHS IIOMO0
MTOKYIIKK: TPAaBMIIBHO BHOYIOBaHA CHUCTEMa AWUCTPUOYIii
(BuOymoBaHa cucCTeMa BIJHOCHH i3 JHCTPUO’IOTOPOM),
eexTHBHA POOOTa CEPBICHUX CIYXO Ta IMIIPK KOMITaHii
(mepen- i mocTHponax), iMiK Ta JOCBiA KOMMaHii, mep-
COHAJBHUHN MiAXix 1o KokHoro KiieHrta. [IpoanamizoBaHo
NPUKIaAN OpeHI-NIOAIH, SKI CHPUYMHHIM YCIiX OpeH[IiB
kommnaHiii B2B-puHky. BuokpemiieHO OCHOBHI 3acaau
yCIIITHOCTI OpeHOMHTOBUX cTpaTeriii B2B-puHky.

KarouoBi caoBa: Openn, Openaunr, B2B-puHOK,
CHOXKHMBau, KIIE€HT, CHOXHBYMKA BHOIp, MOCTAYaIbHHK,
OpeHI-TIOis.

IlocTanoBka mpobaeMu. B yMOBax ChOTOHIMIHBOI KOHKY-
penuii Ha purKy B2B, Koy crioxmBayi BONOIFOTh HEOOMEKEHIMI
MOJKTHBOCTAMH BHOOPY, MaioTb Y CBOEMY po3nop;1)1>1<eHH1 BEITHKY
KITbKICTh iHQOpPMAIIT 1 YiTKi BUMOTH 0 MPOIYKIT, BUPOOHUKH
3MYIIEH] JOKIajaTH AOJATKOBHX 3YCHIb, W00 Au(epeHwiroBa-
TH CBOK TPOAYKIIiIO i BiIpI3HATHCA Bill KOHKYpeHTIB. [Ipuiins-
TO BBAKATH, 1[0 OPEHIN BIUIMBAIOTH MEPEBAKHO HA MOKYIL{B Ha
B2C-punky, a B2B- C(bepa XapaKTepH3YeThCA opmarnizoBaHuM
CTHIICM TIPHHHATT pilleHb, Y Hill CIIOXKHMBAY POTIANAIOTECS SK
pawioHalbHi, IO BUKOPUCTOBYIOTh TIif Yac MOKYIKH 00 €KTHBHI
kpurepii [1, ¢. 415; 2, ¢.; 3].

OpnHaK B 0CTaHHI POKH PaIiOHANBHICTh MPOIECY MPHAHATTS pi-
IIEHHS IO/I0 TIOKYIKH Ha puHKY B2B Bce wacime crauthes min

CYMHiB. 30KpeMa, € 3HaYHa KiTbKiCTb JOCTIIKeHb, 1O MiIKPecro-
0Th POJIb EMOIIIHUX CKJIAJHUKIB 1 MiITBEPIIKYIOTh BAXKIMBY POJIb
Openaunry Ha B2B-punky [4, c. 5; 5, ¢. 33].

B YMOBAX KOPCTKOI MIHOBOT KOHKYPEHIIii, ITBAIKOT iMiTartii To-
BapiB i TIOCITYT" KOHKYPEHTAMH, KOIH PHHOK HATIOBHIOETBCA CXOMKI-
MH TIPOMO3HLISMH, caMe OpeH/1 31aTHUI HaJIUTUTH iX H/MBiTyab-
HUM HabopoM sikocTeid. Taxk, «Oper, Croyatky € ineHTHdIKaTopoM
HU3KH XapaKTePUCTHK TPOAYKTY, IiH i AUCTpUOYLii, CTae MOKa3HHU-
KOM JIOBIpH 1 AKOCT] BITHOCHH, fIKi KyTye croxuBagy. ToMy cbOTozI-
Hi KOMITaHii BAKOPHCTOBYIOTH OPEH/IN He TUTHKI 3 METOI0 TH(EpEH-
mianii, ane i 3 METOI CTBOPEHHS 0COOIMBOT0 EMOIIIHHOTO 3B’S3KY
31 croxuBadamy [6, c. 35].

AHani3 ocHOBHHX fociimxkens i myomikaniit, 1. Mituem,
Jx. Kinr, JIx. Peact, C.M. Mynam06i, I1. Jloiin, B. Bonr posrmsza-
T0Th 3HAYeHHS OpeHIy Ha MpoMuCToBHX puHKax. [1.X. Anmepcen,
P. Kymap, Jix. Jling, JI. YepHatoHi TOCTITKYIOTE POTb €MOIii
y OpeH-KoMyHiKalisx Ha puHkax «OisHec — Oiznec». J.X. Maxk-
Kyicron, ILP. [likcoH BMBYAIOTb BIUTHB CHPHIHHATHX OCOOHMCTHX
KOHCEKIiH Ha yuacTh y nokymii. Birunmsssui Haykosui B.I. Anbkem
ta K.A. Kodenko po3rsnaroTs OpeHIMHTOBI cTparterii y 3abe3rme-
YeHHI e(eKTUBHOCTI iHHOBAIiitHOTO migmpHeMcTBa. OcoOmMBOCTI
inTepHeT-Mapketnary B cektopi B2B mocmimkye 10.0. Ilysin.
Buokpemnenns B2B-mapkeTnHry SK cydacHOro HampsiMy po3BHT-
Ky minpuemcts posrsiaae LB. Boiuyk.

Bupinenns He BUpilueHuX paHile YacTHH 3ara/ibHoi pod-
Jemu. OCKUTbKY HAaHOLTbITEe 3aCTOCYBAHHSA OpECHIMHTOBHX TEXHO-
noriii mommpene Ha prurkax B2C, To came B 1IbOMy HampsMi Oarato
HAYKOBHX TyOmiKaIliii Ta po3po0ok. [loMuIKoBO BBaXa€eThCA, MO
B2B-puHOK HenpuaaTHAUI 1S CTBOPEHHS Ta BIPOBAIKEHHS OpeH-
niB. OcoOnuBocTi Ta 3HaueHHIO OpeHuHry Ha B2B-punkax mpu-
CBSYEHO 11e TOCTIIKEHH.

MeToto cTaTTi € BU3HAYCHHS KITFOYOBHX 3acaT OYHKIIOHYBAHHS
B2B-puHKy 3 0cOOMMBOCTAMH BUKOPHCTAHHS HA HHOMY OpEHMHIY
Ta aHani3 0coONMBOCTel OpeH I-TOMiH HAYCTIIIHINIMX KOMITaHIH.

Buknag ocHoBHOro Marepiany jociimkenusi. Y Hai0iibm
3aralbHOMY TUTaHi i puakoM B2B (business-to-business) pozymi-
€TBCS PUHOK TIPOYKIIii, OPIEHTOBAHMH Ha FopuIudHIX 0ci0. B2B —
oco0miBe Oi3HEC-CepeToBHIIE, ¢ TOHCHIaBHA OLTBIIICTh (ipM He
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TIPUILISUTH YBaTd OpEHMHTY, OCKLTbKH BBAKATH 1Ie 3aiBUME ()i-
HAHCOBUMH BHTPATaMH.

CepenHbOCTATHCTHYHHMH TPOMAJITHUH Bif[pasy 3MOXe Ha3BaTd
KiITbKa BITOMHX OpEH/IiB, IPHYOMY B HAHPi3HOMAHITHIIINX Tay3sX,
Oymb To onsr, aBTOMOOLTI, XapuyBaHHs abo irpamrku. [emo ixma
pid, Koru fineTses mpo B2B-Opewuar. MalyTh, TUBKH Ti, XTO 1aB-
HO (DYHKIIOHYE B Tiif UM 1HIIIH Tay3i, 3SMOXKYTh Ha3BaTH JiIepiB,
uKe iM’A CTANI0 (MIarMaHoM JUIA TO3HAUEHHA Tiei i iHWoi rpymy
TIPOMHUCIIOBHX TOBapiB. IMOBIpHO, 11 CHTYaILis TOB’A3aHA 3 THM, IO
MEXaHI3M YXBAIEHHS PIIIeHHS o TOKYTIKy Ha B2B-pruKy mpuitas-
TO BBaXaTH pauioHansHuM. Leit mporec gocuTh GopManizoBaHuit:
Y KOMITaHIsSX iCHYFOTb CIIeIiaibHi BT a00 EHTPH YIpaBIiHHS
3aKyTIBIAMH, CTIBPOOITHIKH SKHX MAIOTh TOCTYII JI0 00 €KTHBHUX
Jokepen iHpopmarii. Sk Hacmifok, OpeHAM MAIOTh MEHII 3HAYHHU
BIUTHB HA PillleHHs PO MOKYIIKY MOPIiBHAHO, HAMPUKIAT, i3 yHK-
IiOHANBHIMA BUTOIAMH TIPORYKTiB [7, ¢. 19; 8, ¢. 528; 9, c. 410].

B2B-punku BUpa3HO BiPi3HAOTHCS Bijl THX PHHKIB, SKI Tpa-
IIOKOTH HAIIPAMY i3 CTOXMBaYaMu. LIMKI MOKYTKK 3a3BHYai JI0B-
I, BUMOTH Kpallle BU3HAYAIOTHCSA, 3ayJaeThes OiNbIIe Mofei,
1 cTaBKH, SIK PABIIIO, BULL. Al HACTIPABI] € PI3HUL MiX paLio-
HAJIBHOIO Ta (yHKIIOHAMBHOIO ToKyMKoto. Omneparii Ha B2B-puH-
Ky, K TPaBUJO, MOTPEOYIOTh BUBAKEHHUX PIlIEHb i BBAKAIOTHCS
3aKymiBasAMA. OCHOBHOIO BUMOTOIO BBAKAETHCS BUKOHAHHS (YHK-
I[IOHAIIGHX BUMOT. Al HA PUHKY € i €leMEHTH BUILIOTO TIOPSIKY.
Taki 4MHHUKH, K KOHKYPEHTOCTIPOMOXHE LiHOYTBODEHHA, 10-
CTaBKa Ta TEXHIYHA MiATPUMKA, CUPHAIOTH INi/IBUILEHHIO Tpoja-
KIB 1 BIUTHBAIOTH HA PUIAHATTA pilneHHs KnienToM. Lle — dakropn
BHILOTO TIOAAKY, AIKi CHPHAIOTH BINTHBY HA MOSHTHBHE NPHITHATTA
pillieHb 1070 KyMBITi TOBAY, @ /T KOHKYPEHTIB — LI BAE Mepe-
ToHA. SIKII0 KoMIIaHis Befie Oi3Hec Jerko, HEBUMYIIIEHO 1 BiITOBI-
ZAJTbHO, TO KITiEHTH I1¢ BiTayBaroTh. Lle poOuts ixHio poboTy Oimbi
edextuBHOI0 1 mepenOadyBaHol0. Y KoMIaHii BOHH 6ayath mapt-
Hepa cBoro Oi3Hecy Ta coto3HuKa y 00pots0i. [lepconan kommanii
Ma€ BOJIOJITH MIAPIINMH KOMIETEHIIIIMH, HiX XHi TIpsAMi TTOCa/I0Bi
0008’ s3ku. [IponoHytoun cBOiM KITi€HTaM HOBi ySBIEHHS Ta ief,
KOMTIaHis 3100y/e me OMHy KOHKYPEHTHY mepeBary. Boma crame
IUTSL KITIEHTIiB YAMOCH OLTBIINM, HiX TOproBesbHuUi naptHep. Came
B I[bOMY TOISITa€ cuia OpenpiB. 3aMicTb TOTo, 100U IPOCTO MOKIIa-
JIaTHCS Ha KepiBHKKIB O0JTIKOBHX 3aIHCIB CYNEP3ipok, 100 BeCTH
TIe TIOBITOMITCHHS TI0 Yep3i, HaiicubHimi B2B-kommanii cTBopro-
10T OpeHnu, sAKi poOnaTh e I HAX.

OcraHHi JOCTIPKEHHS, TPUCBAUCHI BHBUCHHIO BIUIUBY €MO-
1ii Ha moBeiHKy B2B-KimieHTiB, a Takoxk 3HadymocTi OpeHty Sk
croco0y 3MiIHEHHs! IOBIpH MK KOMIAHIAMH Ta iXHIMH KITi€HTa-
MU, THATBEPIKYIOTh 1€ TPAKTyBaHHS. Bapro Bim3HaumTH, mo 1
JOCTIKEHHS HE 3aIIepeuyroTh PalliOHANBHOCT] IPAIHATTA pillleHb
Tpo TOKYNKY Ha B2B-puHky, ane pomyckarots, mo ii piBeHb fewio
HIDKYHH, HiK TIpHiHATO BBaXaTH [8, . 531; 10, ¢. 412, 11, ¢. 74].

OCHOBHOI0 TPHYMHOIO 3POCTAIOOTO BIUIMBY OpeHAiB Ha
B2B-punky € cyyacHi ocobmisocTi 1poro puHKy. Hacammepen e
TIOB’S3aHO 3 TEHJIEHIEK B2B-prHKIB 10 CTaHmApTH3AIi MPOIyK-
TiB y MeXax ramysi. Y CHTyarlii, Kol KITieHT CTHKA€eThCA 3 Oe31iu-
YK0 CTAHJAPTH30BAHUX TMPOIYKTIB, (YHKLIOHANBHO 1EHTHYHHMX
OJIMIH OJIHOMY, KOMIIaHi1 TOBHHHI IIyKaTH HOBI ILIAXK AA(epeHItia-
1ii Ta CTBOPEHHS IiHHOCTI. Jl0 IIHHOCTEH OpeHIy MOKHA BiIHECTH,
HAIIPUKIA], TpodeciiiHi kKommeTeHwii cniBpoOiTHUKIB a00 pemyTa-
1ito Kommaii [12, ¢. 390].

Jlpyra TeHeHIIis OB’ 3aHa 31 3pOCTAI0Y0I0 00I3HAHICTIO CTIO-
*uBadiB. ChOTOHI KITIEHTH MAIOTh Y CBOEMY POSTOPSIKCHHI He
TLTBKH BETHKY KUTBKICTb iH(OpMAIi, ane i Ierko JOCTYIH Jke-
pena s 1i orpumanHs. ComiaabHi Mepeski Ta MOOLTBHI TEXHOMOTIi

BPHBAIOTHCA Ha po00Ui MicIid criiBpoOiTHIKIB B2B- -CeKTOpY 1 BILTH-
BalOT Ha mpowec BHOOpy. lopmaris mpo KoMIaHiro Ta ii mpo-
ZyKILit0 MOLIMPIOEThCA KITIEHTAMH KOMIIAHii, raty3eBHMH eKcriep-
TaMH 1 BiLiTaMK IPOJAXiB. Y pe3ynbTati KIieHTH MaroTh IMpII
MOAJHBOCTI BHOOpY, 8 KOMIAHi CTHKAIOThCA 3 HEOOXIHICTIO T0-
cusienns mudepentianii 1, ¢. 420; 13, ¢. 275]. Jins BupinieHHs qux
npoOIeM KOMITaHii aKTHBHO TIPATHyTh TOOY/yBATH CHITbHI OpEH/IH.

PinienHs cioxupadi o0 BUOOPY OpeHIiB Oy/IytoThcs Ha 00 k-
THBHHX 1 Cy0’eKTHBHUX JaHuX. Cliji pO3DISHYTH Ti acmeKTd mpo-
IyKTIB, SKi € 3HAYYIIMMA I 9aC YXBANEHHS PILIEHHS MO TIOKYTIKY
Ha B2B-punky. Sk yke 3a3Hadanocs paHimie, OIHY 3 BUpILIATHHIX
poliei Bifiirpae (yHKIIOHATbHA IIIHHICTb IPOYKTY, 1110 BKITFOYAE TO-
BapHI XapaKTEPHUCTHKH 1 I[iHy. 3 OIIAMY HA JOCTYMHICTH iH(pOpMAIi,
KOMIIaHii MaloTh MOMITMBICTh 00 €KTHBHO OIIHUTH Maiike BCi Tpell-
CTaBIIEHI Ha PUHKY TIPOIYKTH 32 LIAMH KPUTEPisMIL. Y 3B’13KY 3 LM
3’ SBISETHCA HEOOXITHICTh TIEPEMHUKAHHA YBATH 3 TIPOIYKTY Ha OpeHI.
Ha somy 3achoBano i cydacte Gaverns B2B-Gperuary, ske moms-
Tae B ysBJCHHi OpeHyry K O0IHKY — Ha60py OqleBaHL 1110710 TOTO,
0 MPOIYKT MPOTOHY€ MEBHHi THI 1 PIBSHb LIHHOCT, AKa JICKHTH
B OCHOBi MIlIHMX BiIHOCHH 3 KI€HTaMH 1 He BH3HAYA€ThCS TLIBKH
(yHKIIOHATBHAMI XapaKTePHCTHKAMH TIPOIYKTY 1 HOTO IHOK.

SO BU3HAYMTH Ti BUALKH, KOMH (OKYC IIEPEMIILyeThCA 3 Ma-
TepianbHUX LIHHOCTEH POIYKTY Ha HeMaTepiaibHi, IepeKOHYIOUH,
HANpHKIIAZI, pobuTH BUbIp Ha KOPHCTh TIPOYKTY 3 OLTBII BHCOKOIO
LIHOIO, TO MOJKITHBO 3pO3YMITH (GaKTOpH, SKi MOTHBYIOT ueit Budip.
Huska 10CTiTHAKIB BUAIIAIOTH IK OCHOBHUI YHHHVIK, 1O BILTHBAE
Ha BuOip MpoyIyKTiB Ha prHKY B2B, 3/aTHICTS KOMMaHii-mocTayans-
HHKA MiHIMI3yBaTH MOXUTHBI PH3HKI [14,c. 147,15, ¢. 383]. HOKyl'I-
11} HA [IPOMHCIIOBOMY PHHKY BII9yBAIOTb TICBHI PH3HKH, OCKLTBKH M
ZIOBOJMTHCS BHOMPATH 31 3pOCTAI090r0 YHCIIA TEXHITHO CKIIAMHIX
npoaykTiB. LliHa moMunky Mif yac npuaOaHHA NPORYKTIB s 0i3-
Hecy BHIIA, HiK Ha PHHKY B2C, ToMy pilleHHs MPUIMAIOTBCA 3a
HasBHOCTI MAKCHMATBHOI TapaHTii KiHICBOTO pesynbrary. Okpiv
HAZIHOCTI 1 KOCTI caMoi MPOAYKL], rapaHTIEr0 Pe3yIbTary €:

— TpaBuIBbHO BUOYHOBaHa cucTeMa IucTpubyii (BuOynoBaHa
CHCTeMa BITHOCHH 3 THCTPHO F0TOPOM);

— e(exTuBHA POOOTA CEPBICHUX CITYXKO  IMiPK KoMITaHii (Te-
pex- 1 MoCTIpoaaK);

— IMIDK Ta JOCBIJ KOMIIaHii;

— TEePCOHATBHMI MIIXiT 10 KOXKHOTO KITIEHTa.

3aTHICTh KOMIIaHii BYACHO J0CTABUTH TOTPiOHY HpO}IyKIliIO -
OJIWH 13 KOMITOHEHTIB IiHHOCTI Oper Ty Ha B2B purky. Bapto Bim3Ha-
HHTH TAKOK POIb, SIKY BIZIrpae B CHCTeMi quCTPHOYIIT mocepenrnk
— BiH TIOBUHEH 3HATH CTPATETii0 KOMIIaHii-BUPOOHUKA 1 TpaHCIIOBA-
TH Ti KIHIIEBUM KoprCTyBayaM 0Oe3 crioTBopeHs [4, ¢. 18; 16, ¢. 43].
Tomy 3aBnaHHA BUPOOHKKA CTAE TPOXM LIMPILE, HIX IPOCTO CTBO-
PEHHS IPOAYMaHO] CHCTEMH JIOTICTHKH, BKIIOYAI0YH TAKOXK BUOY/IO-
BYBAHHS CHICTEMI B3AEMOBITHOCHH 3 JICTPUO TOTOPAMH.

OnmanM i3 cmocobiB MiHIMI3aIlii PU3NKIB i TApaHTOM Hajii-
HOCTI € cepBiCHi CITyXOU KOMIIaHii, SKi € U1 KITiEHTa TOKA3HAKOM
TOTO, SIK KOMITaHist pearye Ha itoro notpe6u. LliHHicT mpomyKTy Ha
B2B-puHKy 3pocTae, SKIIO KIi€HT OTpUMYe KBariikoBaHe nepen-
i moctnpoxaxHe 00CTyroByBaHHS.

[le omHUM Jyxe BaXTUBIAM (AaKTOPOM, IO BILIABAE HA MPHH-
HATTA pilmeHHs Ha puHKy B2B, € iMimk xommaHii-BipoOHHKA.
Ile 10BOZATH 1 pe3ymbTaTH LOCTI/KEHb: CIIOKUBAYI Ha prHKY B2B
BBAKAIOTH 32 Kpamie BHOMpaTy OpeHmu BiZoMuX KoMIaHii, 6ada-
91 B HHUX CTOCI0 3MEHIICHHS K KOPIOPATHBHUX, TaK 1 0COOMCTHX
pmHKiB [16, ¢. 167]. Ao x nepesara BLI/IA€THCS HEBIOMIH KOM-
TaHii, To IMOBIpHICTH PH3HKY 30UTBIIY€ThCA, 1 2115 00T pYHTYBAHHS
BH60py noTpiOHi cepiio3Hi mpuuuHy. TakuM 4MHOM, pemyTauis
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KOMTIaHi{ J03BOJISE MiHIMI3yBATH MOMUTHBI PH3HKH, BUCTYIAIOUH SK
JI0NaTKOBA FAPAHTIA.

BaxmusicTs penyTanii KoMIaHii /s KiIi€HTa Mij| 9ac yXBaIeH-
HSl pillieHHs PO MOKYIKY CB1TYHMTB PO Te, IO CTIOUBAY HA PUHKY
B2B nix yac Bubopy MoTeHUiHAX MOCTAYaNbHUKIB 3BEPTAE Oilb-
11y YBary Ha BIACTHBOCTI KOMIIaHii, BBKArOUH SIKICTh 1 HajliiHICTh
nponyKuii arpuOyTamu, SKi MOBUHHI OYTH peami3oBaHi B IPOTYKTI
32 3AMOBUYBAHHAM. Y TakKUX CHTYyawisX cOpMyBaTH JOBIpy CIIO-
KHMBaua Ha0araro JEriie Bill pecypCOBUTPATHOCTI Y Pa3i BUKOPHC-
TaHHA CTPATETii KOPOPATHBHOTO OPEHMHTY.

Ll onHiero 0coOMUBICTIO, 1O BINTMBAE HA PUHHATTS PillICHHS
Tpo TOKYNKY Ha puHKy B2B, BHCTymae ocoOnuBuii THII BITHOCHH
MK KITIEHTOM 1 OCTAYaJbHHKOM, SKI HOCSTH OLMBII 0COOMCTHIA
1 ToBroctpokoBuii xapaktep. OCKiTbKY TPOLEC 3MiHH MOCTaYalb-
HuKa Ha B2B-prHKy 10CHTh CKITajiHui, a IMiHa TOMHIIK] — BUCOKA,
B2B-KkmieHTH He CXHJIBHI JI0 TOTO, 00 4acTO 3MIHIOBATH MOCTa-
YanbHIKiB. TOMY AKIIO CIIOKMBAY 33 NIEBHHH MEPioj] 4acy OTPHMYE
YCHIIIHKUA JOCBI B3AEMOJIIi 3 TOCTAYaIbHUKOM, TO BiH BICBHEHHI
Y BUT1HOCTI 1 IHHOCTI BIIHOCHH i3 HUM. Y Mipy TOTO, K BiT4yTTS
L{HHOCTI TPOJOBIKYE POCTH, Y CTIOXKHMBAYIB POIBUBAETHCS MOUYTTS
BIICBHEHOCT] B TOMY, IO MOCTAYaIbHUK 1 Hajani Oyne HagaBaTd
L0 [[IHHICTh, TAKMM YMHOM 1 3aKJIaJal0ThCS OCHOBH BIIHOCHH Ha
B2B-punxy. Sk Bif3HAua0Th 6araro JOCIIHUKIB, ¢(EKTHBHICTh
baratbox B2B-6penniB mondrae y 31aTHOCTI CHIiBPOOITHUKIB KOM-
TaHii 3HAUTH TIePCOHATHHIMN TIIXIJ A0 KOKHOTO KITi€HTA 1 MiATPH-
MYBATH MillHi BiiHOCHHH 3 HuMH [8, ¢. 526; 9, c. 415]. V upomy
pasi OpEH] BUCTYMAE SK KATali3arop, M0 3MIIHIOE IIi BITHOCHHH
1 hopmye 3B’53KH, SIKi BAKKO 3pyHHYBATH KOHKYpEHTaM.

Y pesynrrari 06’exroM OpenauHry Ha B2B-pumKy yacto crae
KoMmaHis, a He okpemi poxyktu. K. Kennep 1 [{x. Beberep crep-
JDKYIOTb, 1110 «THIIOBHiA IPOMUCIOBHI OPEH] € HA3BOI0 KOMIaHIi»,
a /15 TI03HAYEeHHs MPOAYKTIB 200 HANPAMiB MOXYTh BUKOPHCTOBY-
BatHcs cyOOpeHIH, K, IPOTE, «PIJIKO ICHYFOTh OKPEMO Biji OpeHTy
KommaHii». OCTaHHi T0CTIKEHHS TATBEPIKYIOTh, o 31% KoM-
TaHiil BUKOPUCTOBYIOTb CTPATETiI0 KOPIIOPATHBHOTO OpeHpy, 1 Maii-
e 47% KOMIaHii TOeTHYIOTh KOPIOPATHBHY cTpateriio Openy
3 {HIIMMH PiBHSMY B 1€papx11 6peHIlI/IHFy Imimx cy6OpenniB momm-
PIOETHCA HA KOPOPATHBHHIT OCH]L 1 HABIAKH, @ TAKOK HA KaHAIH,
sIKi OepyTh yuacTh y MOMMpeHHi poykry [1, c. 423].

Yemimmmi B2B-6penny, va BimiHy Big B2C, € ansrep-ero cBo-
iX TBOpLB. Hanpuxag, Openz-nizep i Hosatop CriB Jxobc abo
6peH)1 opraleaTop Binn [etite. Ictopis B2B-6penty mosuHHa Bijfl-
TIOBIATH O4IKYBAHHAM PHHKY 1 BDaX0BYBATH 0COOMMBOCTI Li€i ra-
ny3i. B2B-6penzu Tak camo, sk i B2C, notpeOyroTh HecmoaiBaHoi
KOMYHIKaIli{, ska 3a paXyHOK eMOII{{HOTO BILIHBY MOCHJIUTH iXHi
T03NL{ HA BUCOKOKOHKYPEHTHOMY puHKY. Haifsickpasimimu npu-
Kiazamu yenimnux B2B-6penzis €:

1. Hewelett-Packard (HP). Bineopexnama HP «BoBk» ctocy-
€TBCS TEMH, KA MOXE 37[ATHCA CYXOK0 Ta HEIiKaBow, — Oe3MmeKu
npuHTEpa. AJle Lel KOpOTKOMETpaXHUN (ibM HeiMOBIpHO mpu-
BaOMHBHIA, OCKITHKH CTBOPIOE 3aTpO3NMBUII XapakTep Ui Tpen-
CTABJIEHHS 3aTP03 KOMIAHIAM, SKIIO Y HUX BIACYTHS 3aXUILEHICTh
npuHTepy. Lle po3BaxkanbHa icTopis, fKka TaKoX a€ 3MOTY [IsadaM
3PO3YMITH, HACKITBKI BAKIMBHM MOe OyTH mporpamHe 3a0e3me-
yeHHs Oe3meku mpuHTepa HP.

3BuyaiiHo, y KOMMaHii MOke He BUCTAuuTH OIODKETY Ha Io-
Ka3 BiJOMEX Jfojieii Y cBOTX Bizieo — ale Bee X Taki MOKHa arato
qOMy HaBYMTHCA BiJ YHiKanbHOTO migxoxy HP o posmoBineit mpo
B2B-nponyxr.

2. Microsoft. OmHa 3 HaiOLTHITEX KoMMaHiH y cBiti, Microsoft
TaKOXK € OTHAM 13 HAHOLTBIIIX MPUXHMIBHUKIB PO3MOBIEH icTOpii SK

TaKTHKA 1o0ynoBu Opewny. Ha ixwiit mmardopmi Microsoft Stories
BHCBITITFOIOTHCS TIPAIiBHAKHA KOKHOTO BIUILTY B MEXKaX CBOET KOMIIA-
HIT, Bif{ TOCIIiIHKKIB, XyIOXKHHUKIB JI0 po3poOHKKiB Bizeoirop. Lli mo-
mmbneHi npodini imocTpyroTh, o Microsoft — e He mpocTo MackB-
Ha KOPIIOpaLlis, & CYKYNHICTb YHIKATbHHX Ta 00/[apOBaHUX JIOAEH.

3. International Business Machines Corporatin (IBM). bararo-
HaIllOHATTbHA TEXHONOTIYHA KOPTOPAIiS AECATHIITTAME BHKOPHC-
TOBYBaJIa PO3MOBL/] A1 T'yMaHi3aLii cBoei kommanii. Aximo posris-
HYTH TENEBI3iiHY POiIb, IO BUCBITIIOE OOPOTHOY B aMepHKAHCHKi
cucteMi ocBiTH Ta 3ycumis IBM 1mono BIOCKOHATIEHHS WKL 10
BCill KpaiHi, TO BUSBIAETHCS TAKUH WiKaBHi (akT: OOTONOLIEHHIO
oinbire 20 poxiB, aie BOHO JI0CI 3IHINAETBCS TPUKIAIOM TOTYK-
HOI po3MOBiJi TIPO OpeH.

4. Google Google Adwords — mocnyra Be6-pekiamu, 3 K00
BKe 3Haiioma OutemiicTs B2B-mapxerornoris. Google Adword
Stories — ¢ cepiat BiICOPOTHKIB, Y AKOMY BHCBITIIOETHCA MatHii
0i3Hec, sKHii Tepenae BILTUBH, 1O 3MIHIOKTh KUTTA. Y JBOXBH-
nuHHOMY Bifieo Google po3moBinae 3aXOMIKO0UY iCTOpII0 Miclie-
BOTO PECTOpaHy, kUil BUKOpUCTOBYBaB Adwords Ha CBOEMY IUIAXY,
100 CTaTH HALIOHATBHUM 0i3HECOM.

5. Trading force. [TomynapHa KoMIaHis 3 IPOXAXKY TEXHOJNOTIH
CIIeIIAMi3y€ThCA Ha TIEBHOMY BUII PO3IIOBifEH mpo OpeHn — BOHH
JI03BONISIOTH CBOIM KJTiEHTaM DO3MOBICTH CBOKO iCTOPil0 ANS HHX.
Ha ctopinmi «IcTopii ycmixy» cTexarh 3a KTieHTaMH, SKi BUKOPUCTO-
ByBam Salesforce s posimperHs cBoro Oi3Hecy. Lle TakTnKa, Ky
MOKHa JIETKO TTOBTOPHTH 711 BlacHoro 0isHecy. Bapto 3BepHyTHCS
710 HATOMYISAPHIMAX KITi€HTIB 1 3aIUTATH, 94 TOTOBI BOHH IIOTOBO-
PUTH TIpo iXHiif yCTiX i3 BammM TIPOZTYKTOM. BricHOBOK Takwuit: He
BaPTO HEJOOLIHIOBATH LIHHICTb XOPOLIO] ICTOpll yemixy. Hacripas-
i 90% TOKYIIiB, SKI YMTAIOTH TIO3UTHBHUH 3MICT YCIIXy KITIEHTIB,
CTBEPIDKYIOTb, 1110 LI BIUIAHYJIO Ha iXHE PIlIeHHS PO TOKYTIKY.

6. Cisco. Cisco — 11e iepe10Ba TEXHONOTYHA KOMIIaHis, SKa Po3-
po0Jisie MEpeKeBe Ta TeNEKOMYHIKaliiHe 0OmagHaHHS. Xoua iXHi
nocyru ayxe cknaiHi, Cisco BUKOPHCTOBYE PO3MOBIL Ui TY-
MaHi3allii TepeIoBUX TEXHOIOTIH, SKi BOHU MPOMOHYKOTH Oi3HECY.
Uynosuii npukman — Sea Change — icTopist po roHOYHY SXTY, Ka
3100yBac KOHKYPEHTHY TepeBary 3a J0MOMOTOI0 HU3KH TEXHOMO-
riii Cisco Powered. L{s myOunikaris noesye 300paxeHHs, Bijieo Ta
TIICHMOBI PO3TIOBIJ, 1100 PO3MOBICTH 3aXOIUTIOKOUY ICTOPIIO, SIKa
BiI0Opaka€ BILTHB MPOMYKTIiB OpeH.y.

7. Boeing. BupoOuuk asianiiiHoi TeXHiku 3 BeTMKuM edek-
TOM BHKODHCTOBYE CTAPOMOIHY opMy posmoBijii — CTaTTi HOBHH.
Ha cpoiii cropirui «Ocobmusoctiy Boemg nyomikye mormoeHi
icTopil HOBUH, fKI TOBIOMIIAOTH TPO iXHE PILICHHS Ta TPO Te, AK
BOHH BHKOPHCTOBYIOThCS Y BChoMY cBiTi. Lli cTarTi € iH(popMmariii-
HUMH, 4 He PEKIaMHIMH, aJie YCIIIHO CTBOPIo0TH Opern Boeing,
30epiratodr CBOIO TEXHOJOTiI0, 00IPYHTOBAHY B IOTOUHKX TOJISX.

8. General Electric (GE). BisyanbHe 0moBiiaHHsS MOe 3p00HTH
BICOKOTEXHOJIOTIYHI ifief, 0 37ar0Thes OLTBII MFONCHKUMH Ta pe-
TIeBAHTHIMH, — 1 HEMa€ KPAILIOro MPHKIaJY, HiX PO3IOBIb KOMIa-
nii General Electric. Ha cBoiii cropinri B Instagram GE perynspro
myOniKye 3axommorodi ororpadii Ta Bineo, SKi AEMOHCTPYIOT, SK
iXHI CK/TaIHI IPOEKTH MAKOTh BETWUE3HUH BILTHB HA HAIIE MOBCSK-
JICHHE KHATTS.

9. ZoomInfo. [llupoxa cTopinka «YCHiX KITi€HTIBY MICTHTb JI0-
KJIaJHi BIATYKU KITEHTIB, SKi TOCATIA 3pOCTaHHS 32 JIOMOMOTO
ZoomlInfo. Po3moBiny — 1e TakoX BeMKa YaCTHHA Bi3yaibHOTO
KOHTEHTY, sikuii cTBOpoeThes. [Ipuknazom Moxe OyTH HenaBHIO
indorpadixy «Catch Them If You Cany, sixa BukoprcToBye 3a6aB-
Hy JICTEKTHBHY PO3TIOBI/Ib, LI00 MOSCHATH, K PEKPYTEPH MOKYTh
BI/ICTE)KYBATH TTACHBHHX KAHJUJIATIB.
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Haitycrimmsimmi crparerii 6perurry B2B (mobanpha, 6araro-
HAI[IOHANbHA, 3MIIlIAHA, CTPATEris MIKHAPOIHOTO OpEHJLy, CTpaTe-
ris TpaHcHaNioHAMbHOTO Operny [17, c. 198]) MatoTh mo3avacoBuii
XapakTep 1 JOTPUMYIOTBCS TPbOX PISHUX NPABHIL:

1. He notpi6Ho Oyti MognuM. TibK TOMY, IO CHOTOAIH LIOCH
NOMYIIAPHE, HE TAPAHTYE, L0 BOHO CTAHE NMOMYIAPHAM i 33BTpa.
106 30ibIIATH JOBIOBIUHICTS MO3HINOHYBAHHS TOProBOI MapKit
B2B, Bapro momisHyTH Ha AesKi enemeHTH OpeHauHry B2B, ski
BUTPHMAJH TECT Yacy SK JUid Mauoro 0i3Hecy, Tak i AT BEMUKUX
KOpTIOpaIli, i TOTPiOHO BUKOPHCTOBYITE I i11e1 K OpieHTHp.

2. CuinkyBarucs 31 cBoeto aynuropiero. Citifi 03HAHOMUTHCH 31
CBOEIO KITFOYOBOIO KITIEHTYPOI0, POOUTH ITHOOKE 3aHYPEHHS Y iXHi
T0TPeON Ta BUKOPHUCTOBYBATH CBOI MOBIXOMIIEHHS, 100 MOKa3aTH
iM, 110 KOMTIaHisl CIIpaBi PO3yMie, XTO BOHI, 110 IM MOTPIOHO 1 1110
3MYTIYE iX Oy TH IHIINMH.

3. 3anumarucst «umpokummy. Lle moxe Oyt 3aMaHInBO — 10-
3UIIOHYBATH OOMIH MOBIIOMICHHAMH, 00 BUKJIHYHO BUIUINTH
OfIHY HIlIEBY OcoOMMBICTH Oi3Hecy, ale Take OOMEKEHHS MOXe
TIPH3BECTH 10 TOTO, IO KOMIIAHis HE TIIbKH BTPATHTb 13 O 30py
TIOBHUI CTIIEKTP NOTPEO KIEHTIB, ane i 0OMEXNITb PO3BUTOK CTpa-
Terii OpeHauHry B2B, 110 MaroTh 31aTHICTh POCTH 1 3MIHIOBATH-
Csl 3 4acoM.

BucHoBkn i nponosnui'i. Orxe, 6peHZ[I/I B KOMIaHifX
y B2B- ceKTopl a;[peCOBam Pi3HAM ayﬂmopmM TOMY MAOTb pO3-
MHTY JiHiiHY igeHTHYHICTS. Jlns MABHIICHHA eQeKTHBHOCTI Oi3-
Hecy TIOTPi0HO 3a7yHaTH 01ATKOBI LiMbOBI AyuTOpi, GopmyBaru
TOSUTBHICT HE TUTBKA CTIOUBAYIB, alle 1 YHHOBHUKIB, NApTHEPIB,
TifiepiB IyMOK, TPOMAJCBKHX OpraHi3aLliif, HapeIwTi, CBOiX BIACHHX
criBpoOiTHUKIB. BusHaueHo, mo Ha criokuBunii Bubip Ha B2B-pun-
Kax, KpiM HaTiHOCTI 1 AIKOCTI caMoi IPOMYKILii, FapaHTIEr0 Pe3yiib-
TarTy €: MPaBHIbHO BHOYI0BaHA CHcTeMa AUCTpuOyIii (BuOyToBaHa
CHCTEMa BITHOCHH i3 ﬂHCTpH6’}0Top0M ); eq)eKTHBHa p060Ta cep-
BiCHHX cny>1<6 Ta IMIIK KOMIaHii (nepe;[- 1 mocTponax); iMimK
Ta 0CB11 KOMITaHii Ta IEPCOHATBHH TAXiM 40 KOKHOIO KIiEHTa.
Jocniaupiiy OpeHy BiIOMUX KOMIaHiH, JOXOOMMO BUCHOBKY, LIO
OCHOBHIMH CKJI3/IHHKaMH TIOTYKHHIX OpEHIOBHX KOMITaHii €: icTO-
pii Opermy, icTopii ycmixy KITi€HTIiB Ta MPAIBHAKIB, AOCBIJ, MApT-
HEPCTBO, BUKOPHCTAHHS BiIOMHX 0COOMCTOCTEH.

Bpenmunr B2B - 1ie mimme ouH acieKT MapKeTHHTY. AJTe SKIO
KOMIIaHis OTPHMAE TPABO HA CBIii MPOMUCITOBUI OpeHf, HMOBip-
HICTb MOJIATAE B TOMY, 1[0 BC1 iHIII YACTHHI MapKETHHIOBOT CYMiLLIi
CTaHyTh Ha cBOT MicIis. BpeHMHT NexuTh B 0cHOBI Binocodii Kom-
TaHii, OCKiMbKY OpeH)| KOMIaHii — 1e Te, o € KoMmaHiew. Tomy
edexTiBHE BPOBAIKEHHS OPEHIUHTY Ha OCHOBI Cy4acHHMX TEXHO-
noriit Ha B2B-puHKax npusese 10 pO3MIMPEHHS PHHKIB KOMTIaHiH,
T IBUIIEHHS KOHKYPEHTOCTPOMOKHOCTI Ta 301IbIIEHHS TIPHOYTKY.
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AHHoTanus. B nccnenoBannu paccmarpusaercs GpyHKIHOHHpoBaHue B2B-priaka 1 ocobennocTn popMupoBaHus Ha
HeMm OpeHzamHra. B ycloBHsX »KECTKOH KOHKYpEHIMH KOMIIAaHWH HCIONB3YIOT OpeHIB! HE TOJBKO C Lesblo Au(depeH-
[UAIWH, HO U C MEJBhI0 CO3JaHMs 0CO00W SMOIMOHAIBHON CBs3M ¢ moTpedurensmu. Onpenenerno, uto B2B — ocobas
Ou3HEC-cpena, MPOMYKIMS KOTOPOH OPHEHTHPOBAaHA HAa IOPHIMYECKHX JHIl. B2B-pBIHKM OmpenereHHO OTINYAOTCS OT
TEX PBIHKOB, KOTOPBIC pa0OTAIOT HAMPSIMYIO C MOTPEOUTEIIIMH, & OCHOBHBIM TPECOOBAHUEM CUMTACTCS BBIIOJHEHUE (DYHK-
LIMOHAJILHBIX TpeOoBaHUH. OTMEUEHO, YTO OCHOBHOI NPUYMHOM pacTyiero BiusiHUs OpeH1oB Ha B2B-priHKe ecTh coBpe-
MEHHBIE 0COOEHHOCTH JIAHHOTO PBIHKA M PAcTyIas OCBEIOMIIEHHOCTD ToTpeduTeneil. MccnenoBansl GpakTophl BIUSHUS
Ha MPUHITHE PEIICHUS O MOKYIKE: IPABUIBHO BHICTPOEHHAS CHCTEMA AUCTPHOYIHH (BBICTPOEHHASI CHCTEMa B3aHMOOT-
HOIICHUH C AUCTPUOBIOTOPOM), 3 deKTHBHAS paboTa CEPBUCHBIX CIIY)KO M MMHUIK KOMITaHUH (IIPed- ¥ MOCTIpPOIaxka),
UMHIDK U OTIBIT KOMIIAHWH, NIEPCOHANBHBINA MOAX0/ K KaXKIOMY KineHTy. [I[poaHani3upoBaHbl IpUMepbl OpeHI-COOBITHH,
HOBJIEKIINX ycrieX OpeHI0B KomnaHuid Ha B2B-pbiHke. BbinenaeHbl OCHOBHBIE NPUHIMUIIBI YCIEUIHOCTH OpPEHANHTOBBIX
cTpateruil Ha B2B-poinke.

KaroueBbie cioBa: Openn, OpenanHr, B2B-pbIHOK, moTpeONUTENh, KIMEHT, TOTPEOUTENBECKII BBIOOD, ITOCTABIINK,
OpeHn-coobITHE.

Summary. The functioning of the B2B market and its branding peculiarities are examines in this research. Many
companies use brands not only for the differentiation purpose, but also for creating a special emotional connection with
consumers, due to fierce competition. It is determined that B2B is a special business environment whose products are aimed
at legal entities. B2B markets are distinctly different from those markets that work directly with consumers, with functional
requirements being the main claim there. Factors such as competitive pricing, delivery, and technical support drive sales
and influence customer decision making. The modern features of B2B market are the main reasons for the growing brands
influence on it. The second trend is related to increasing consumer awareness. Consumers' decisions about brand choice are
based on objective and subjective data. Consumers in the industrial market face some risks as they have to choose from a
growing number of technically complex products. Therefore, they need a maximum guarantee of the end result. The fol-
lowing factors influence the decision making regarding the purchase: a properly distributed distribution system; effective
service and image of the company; company image and experience; personal approach to each client, in addition to the
reliability and quality of the product itself. There are analyzed branding events of the most successful B2B companies in the
market: Microsoft, International Business Machines Corporatin, Google, Trading force, Cisco, Boeing, General Electric,
Zoomlnfo. It is researched that the main components of powerful brand companies are: brand histories, success stories of
clients and employees, experience, partnership, use of famous personalities. The basic principles of success B2B branding
strategies are highlighted: it is not necessary to be fashionable; communicate with your audience; staying “broad”. If com-
pany received its industrial brand — all other parts of the marketing mix will fall into place, it is the decisive thing. Branding
is at the heart of company philosophy because brand of the company is what the company is.

Keywords: branding, B2B market, consumer, customer, sales, target audience, branding strategies.
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