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CYYACHI TPEHIM PO3BUTKY C®EPH B2B ITPOJIAKIB

Omenvuenko I. I'Y, Konmeea I'. M.?,
Yacnipanm, ?0.e.n., npogecop,
Hayionanenuit mexniunui ynieepcumem « XapKiecbKuil NOJIMEXHIYHUL IHCIMUMymy

CyuacHi PHMHKOBI YMOBH XapaKTE€pHU3YIOThCS TEHICHIISIMH TJo0ami3amii, NpUCKOpEeHHs
HayKOBO-TEXHIYHOTO IMPOTpecy, 3MIHM BHUMOT 1 MOBEHIHKM OpraHi3aliii-CrioXKUBaviB, 3HUKCHHS
Pe3yabTaTUBHOCTI TPAAUIIHHUX MaPKETUHTOBUX MiIXO/[iB, TOCUJIEHHS! KOHKYPEHTHOT 00pOTHOH, 110
BHMAarae 3aCTOCYBaHHS IiJIPHUEMCTBAMHU IHHOBAIIMHUX Oi3HEC-TexHOJOTi. Ha HOBI pearii BeAeHHS
0i3HECy BIOUYTHO pEaryrmTh IMiJIPHEMCTBA, sKi TpaioTh B chepi B2B mpomaxis, skum
JOBOJUTHCS TEPerJIAJaTH TPAJHIiiHI MiAXOJM 10 OpraHizamii CBO€i AiISIBHOCTI, pO3poOIATH
e(EeKTHBHII METO/IU TONIYKY KIJII€HTIB Ta 3aX0AH II0/I0 iX yTpUMaHHS.

JlocmiKeHHIO pi3HUX acnekTiB cydacHoi chepu B2B mpuminena yBara 3Ha4HOT KiJIBKOCTI
aBTOpIB, cepex skux Taki: John Arnold (2023) [1], Caroline Forsey [2], Adrian Fisher (2023) [3],
Paul Demery (2023) [4], Arun Arora, Liz Harrison, Candace Lun Plotkin, Max Magni, and Jennifer
Stanley (2022) [5]. 3a yMOB BITUM3HSIHOI CKOHOMIKH CKJIQJHUM IHTaHHSIM € (OPMYIIFOBAHHS
3arajibHUX TEHACHIIIN po3BUTKY chepu B2B mapkeTnHry, TOMY BUHHKAE HEOOX1AHICTD JOCITIKSHHS
Ta TPAKTHYHOTO 3acToCyBaHHS B2B MapkeTwHTy Ha OCHOBI pO3yMiHHsS Horo 0a30BHMX 3acai i
BUKOPUCTAHHS TEPEIyMOB JUIsI TIEPCHIEKTHBHOTO PO3BHUTKY 3 ypaxyBaHHSM TPEHIIIB 30BHIIIHHOTO
CEepeloBUILA.

MerTotr0 1oCIiIKEHHSI € aHaJlI3 CY4acHUX TPeHIIB po3BUTKY chepu B2B nponaxis.

B2B — 1ie vacTuHa pUHKY, Ha IKOMY 3[IIHCHIOETHCS KYITIBIIS-TIPO/IaXK TOBAPIB Ta MOCITYT MiXK
koMnaHisiMu. Metoro B2B-komyHikaliii € Hanaro)KeHHs NapTHEPCHKUX B3a€EMOBIIHOCHH, IMOIIYK
HaJ1IHUX NOCTa4aJIbHUKIB JUIsl BIACHOTO BUPOOHHUIITBA, MTOKYIIIB CUPOBUHU a00 rOTOBOT MPOAYKIIIi
g nocayr. OcHOBHMM 3aBaaHHsM B2B-komyHikaiiii € BHSBIEHHS ICHyrOuoro i (opmyBaHHS
MOTEHLIMHOTO TOMUTY Ha IPOMUCIOBY MPOAYKLII0 Ta IOCIYTd; HEOOXIAHICTh NPOCYBaHHS
KOMEpILIMHUX MpOIMO3ULii; opraHizalis HayKOBO-IOCIIJHUX 1 JOCHIIHO-KOHCTPYKTOPCHKUX
PO3p00OK 7151 CTBOPEHHSI HOBOI YM MOAM(IKAIlT OCBOEHOT TPOMUCIOBOT MPOYKIIiT TOIIIO.

OckiflbKM JIEBOBAa 4YacTKa TPOLIOBHX KOLITIB B 00Iry CTOCYETbCS caMe KOpPHOpaTHUBHUX
puHKiB, a60 B2B, ne koHTpareHTaMH BUCTYNAIOTh MiANPUEMCTBA Ta OpraHizallii, TO aKTyaJIbHICTh
JOCTIIKEHHS CydacHUX TpeHIiB y chepi B2B € nocuts BUCOKOIO.

JluHamiuHUN PO3BUTOK CYyYacCHHX IHTEPHET-TEXHOJOTIH OCTaHHIM YacOM 3yMOBUB CTpPIMKE
3pocTtanHs puHKY B2B npomaxiB B pexxuMi OHJIaiTH, 10 CTBOPUIIO HOB1 MOKJIMBOCTI JIJIS1 ITiIBUIIICHHS

eeKTUBHOCTI BeaeHHs Oi3Hecy. 3rimno 3 mgocmimkensmu (Arnold, 2023), komnawnist Forrester
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MDKHAPOJHA HAYKOBO-IIPAKTMYHA KOH®EPEHIIIS

ITndposa Tparcdopmallis Ta AMIKMTaI TEXHOJIOTII IJIsA CTaJIOr0 pO3BUTKY BCiX rajiy3evi CydacHOI OCBiTH, HayKM i MPaKTHKMI

BU3HAa4YMJIA, IO PYLIiiHI cunu 3pocTaHHs B2B rpyHTyBaTUMYThCS Ha CTBOPEHHI LIHHOCTI 3
BUKOPUCTAaHHAM TPHbOX HAWBAXIIMBIIIMX OCHOBHHMX MPHUHIUIIB, IKHUMH MOXYTh KEpPYBaTH JiJEpH:
OJICPKUMICTh Oi13HEC-TIOKYMISIMU 1 I[IHHICTIO, SIKOI BOHHM NMOTPEOYIOTH; Y3TOKEHHS MapKEeTHHTY,
MPOAYKTY 1 MPOJAXIB 3 I[IHHICTIO IS MOKYIIS; BUKOPUCTAHHS TEXHOJOTIH 1 TEXHOJOTIYHHX
IHHOBAIIIH JJTsI MaKCUMI3allii KyIiBeIbHOI IIHHOCTI.

Hanpuknan, 3a panum Hubspot Timbku y3roJUKEHHS NPOJNAXIB 1 MapKETHHTY MOXKE
JOMIOMOTTH KOMIaHii Ha 67% MOKpaIuTH KITBKICT 3aKpUTHX yroa i Ha 209% 301nbmmTi npruoyToK
Big Mapketunry (Forsey, 2020).

3a mpoBeaeHUMHE A0CTDKeHHsIMU Y 2023 porri i Hajam crocTepiraTUMEThCS TEHACHIIIS 10
MiABUIIEHHS POJI 3aCTOCYBAaHHS CydYacHHX I1H(GOpPMAaliiHUX TEXHOJIOTIH Ta CHUCTeM SIK JUIs
3a0e3neueHHs] 3pOCTaHHs MOKa3HUKIB B2B mpopaxis, Tak i uig onTUMizamii TiSUIBHOCTI CaMHX
kommaHnii (Demery, 2014).

J10 OCHOBHHX HAIpsIMiB PO3BHUTKY Y IIii chepi MOKHA BiTHECTH TaKi:

1. JlochimkeHHsS IbOBOI ayAMTOpii, CTBOPEHHS SKICHOTO PENEBAaHTHOTO KOHTEHTY, SKHM
TeHEPyBAaTHME HOBUX IMOTCHIIHHUX KIIIEHTIB.

2. IligBumieHHs poJii COLIANBHUX MEPEeX K €(PEKTUBHOTO IHCTPYMEHTY 3allydeHHA M
iH(hOpMyBaHHS KJIIEHTIB, HAJIaroJKeHHs1 €()EeKTUBHOTO 3B’S3KY, Y TOMY YHCIi 3BOPOTHBOTO, IS
3a0e3neueHHs 3pocTaHHs npojaxis. Cepel OCHOBHUX COLIATbHUX MEpPEX BapTO BUOKPEMHUTH TaKi,
10 HalKpallle aJanToBaHi AJis peamizalii uiied migsuiieHHs npogaxis B2B kommnaniii: Facebook,
Twitter 1 LinkedIn, Instagram, Snapchat i Pinterest. Inmi iHcTpymenTH, Taki sk Oracle, Microsoft
Dyn i HubSpot, ctators Bce Ounbll MOMyJIspHUMU Yy BHKOpHCTaHHI came B chepi B2B, amxe
JI03BOJISIFOTH 30MpaTH, 30epiratu i aHali3yBaTH AaHi Ipo KJIIEHTIB Ta MPOJaXi, IPOBOANUTH OLIHKH U
MIPOTHO3H, 31iICHIOBaTH HEOOX11HY MiATPUMKY mpojaxiB. LinkedIn y cBoemy 3BiTi BUsBUB, 1110 90%
HaileexTuBHImMMX B2B npoaBIiB BUKOPUCTOBYIOTH COLlialIbHI MEPEXKi SIK YaCTUHY CBO€i CTpaTerii
nponaxis (Fisher, 2019).

3. Mo06isbHI 10AATKU 3 JOCTYIOM JI0 CUCTEM IPOAaXiB Ta 1H(opMaIii Ipo KIIIE€HTIB, Takl K
Evernote, Keynote ta LinkedIn, HaGyBaTumMyTh Bce OLIBIIOT MOMYISPHOCTI, OCKUIBKU JI03BOJISIOTh
pamioHanbHO onTuMizyBatu yac B2B mpopaBuiB. BukopuctaHHs Takux J10JaTKIB CTa€ BUMOTOIO
CY4acCHOTO PUHKY Ta J03BOJIA€ 3aJIMIIATHCA MOOUIBHUMH B YMOBaxX KOHKYPEHTHOI OOpoThOM 3a
3aJy4eHHs i yTpUMaHHS KIII€HTIB.

4. AxtuBizaiiii po6otu B2B xommnaHiii 3 mokpaiieHHs BIacHOTO iMiJDKY B Mepesxi. [lo3utuBHa

OH-JIaiiH penytauis B2B kommaniii crae BaromMuM ()akTopoM y 3aJdydeHHI HOBHUX KIIEHTIB Ta iX
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yTpuMaHHI. AJKe, B YMOBax BIJKPHUTOTO JOCTYyNy 10 iH(OpMAIlii, MOTEHIIHHI MOKYII MOXYTh
CaMOCTIMHO 3AIMCHIOBAaTH IONIYK, aHaji3 Ta OIHKY MPOMO3HWIid HAa PUHKY 0e3 00OB’SI3KOBOTO
CIUJIKYBaHHS 3 NMPEJCTaBHUKAMHU KOMITaHil. 3p03yMiJio, 110 HETaTWBHA OH-JIAIH penyTallisi CyTTEBO
3HM)KYE HMOBIPHICTh 3aJTy4C€HHSI HOBHX KITIEHTIB.

5. TenpeHuist 10 3MiHU CIOYKUBAIBKOI TIOBEAIHKH y HANPSMKY CaMOCTIHHOTO IMOINYKY Ta
KYITIBJII TOBApIB 1 MOCHYT, A€ 3BOAUTHCSA O MIHIMyMY B3a€MOJIS 3 MPOJAABISIMU, CTUMYJIFOBATUME
B2B kowmmanii iHBectyBatH y nmudpoBi 1uiatrgopMu camMoOOCIyroBYBaHHS, SIKI J03BOJISTUMYTH
KJIIEHTCHKUM BiJITiJIaM 3aKyIiBelIb CAMOCTIHHO PO3MIIyBaTH HAa HUX 3aMOBJICHHS. ABTOMAaTH3aIlis
MOBTOPIOBAHUX TPOJIAXKIB 3aco0aMH BIAMOBIIHOTO MPOrPAMHOTO 3a0e3neueHHs J103BoyinTh B2B
KOMIIaH1sM e(eKTHUBHIIIe 0OCIYTrOBYBaTH KIII€HTIB 1 EKOHOMHUTH BIIACHI peCypCH.

6. OMHIKaHANBHICTh - 1€ IIJISAX 0 CHUIBHOTO 3pocTaHHsA. YuM Oiibllle KaHAJiB pO3ropTae
KOMIIaHis, TUM OibIe 301bIIyeThes 1i yacTka Ha puHKY. HoBa minaHka 6aratokaHalbHOI IepeBaru
- e JeciaTb abo Oulbllle KaHAIIB y TPhOX peXHUMax B3aeMomil (0COOMCTO, BIIJIAICHO Ta
caMo00CITyroBYBaHHS), sKi HAIalOThCs 117107000B0 Ta Oe3 Buximuux (Arora, Harrison, Plotkin
C.L., Magni & Stanley, 2022).

Otxe, B2B wMapkeTuHr - 1€ CydYacHHH IHCTpPYMEHT €(EeKTHBHOTO YIpaBIiHHSI
HiAMPUEMCTBAMHU, CHPSMOBAaHMK Ha SKICHE 3a/I0BOJICHHS IOTpe0 KOPHMOPATUBHHUX KIII€HTIB,
T IBUIIICHHS €)eKTUBHOCTI B3a€MOBITHOCHH Ha TPOMHUCIIOBUX PHHKAX. Y paMKax JOCITIKEHHS 0yi10
[IPOaHAJI30BaHO Cy4yacHI TpeHIu po3BUTKY B2B mpojaxiB 1 BHOKpEMIIEHO OCHOBHI HampsMu

PO3BUTKY L€l chepu.
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