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Y cmammi npoaHasi3o8aHo Br/auU8 iHghopmMamu3ayiliHux, aa06ami3ayitiHux ma didxumasnisayiliHux nepemso-
PeHb Ha ¢hopMyBaHHSI MapKemMuUH20B80-PUHKOBUX cmpamezili npocyBaHHsT npodykmy/mosapy/nocsyau Ha PUHKY
B2B 8 ymoBax BOEHH020 4acy. Cb0200Hi 0ioumasizayisi MPOHUK/Aa MPakKmMuUY4HO B yci cghepu Xummsi i Oisi/ibHOCM.
Tomy HeobXiOHO 38epHymMuU 0COb/IUBY yBa2y Ha IHCmpyMeHmu, 3acobu, hopmamu diokumasl KoMyHikayil y komep-
yitiHomy npocmopi, mobmo Ha puHKy B2B. BcmaHos/1eHo, W0 Ha PUHKY B2B BUHUKAE CKaaoHicmb y nobyoosi Map-
KemuH20801 cmpameail, 3yMos/ieHa ypaxysaHHsIM crieyudhiku BeOeHHs1 Bi3Hecy cmopiH KOMepyiliHo20 npocmopy
chopmamy B2B. Bapmo 38epHymu ysazy Ha /H00CbKUl ¢hakmop, rnpu po3pobyi MapkemuHa208uUx cmpameail 0715
B2B. Ocobnusicmio puHKy B2B € makox BUCOKa Bapmicmb, BUCOKA MEXHO/02IYHICMb mosapis, a Ix peasizayis
yacmo € 00820CMPOKOBOK, WO MEX Mae Br/lUB Ha NobyooBy MapKemuH2080i cmpameaii 8 yMoBax momasibHol
dioxumasizayii. biibwicmb HaykoBuUX 0C/IIOXEHb 3a/1ularoms ro3a Kymom 30py npobsemu U nepcrnekmusu mex-
HIYHO CK1A0HUX | B3@EMOINOB’I3aHUX BUPOOHUYMSB, 3 SKUMU BOHU 3IMKHY/IUCSA Y epiodu momasibHoi didxumanisayir,
He Bidobpaxaromb W/IAXIB BUPIWEHHST BUK/IUKIB Gi0XUMa/IbHOI €roxXu y KOHKPemHux 2asy3sx dissisHocmi. Tomy
maki meHOeHyii 0emepMiHytomb HEOBXIOHICMb KOHKpemu3ayii 8rusy didxumasizayii Ha nposalioepis puHKy B2B.

Knrouosi criosa: mapkemuHe, cmpameail, puHok B2B, didxumariszayisi, MapkemuHa08i cmpameail, Mixcipmosa
B3aEMO0Is.

The article analyzes the impact of information, globalization and digitalization transformations on the formation
of marketing and market strategies promotion of the product/service on the B2B market in the conditions of military
time. Today, digitalization has penetrated practically all spheres of life and activity. Therefore, special attention
should be paid to the instruments, means, formats of digital communications in the commercial space, that is, on the
B2B market. It has been established that on the market B2B there is a difficulty in building marketing strategies, due
to the specifics of doing business of the parties of the commercial space in the format B2B. Since the company that
sells the services, goods of other kinds of business, should be oriented not only on their demand, but it is necessary
to take into account the specific attributes of the business entities to which it offers its goods when developing
marketing strategies. It is necessary to pay attention to the human factor, when developing marketing strategies
for B2B, because in commercial communications involved personnel of the enterprise, which buys a product or
service not for itself, but for an enterprise that has certain values, organizational culture, which must also be taken
into account. The peculiarity of the B2B market is also the high cost, high technology of goods, and their realization
is often long-term, what also has an impact on the construction of the marketing strategy in the conditions of total
digitalization. During the research the positive influence of the digitalization on the image positions of enterprises
was revealed, promoting competitive advantage, increasing demand and improving business position in the market,
growth of marketing attractiveness of commercial space subjects, ensuring stability of enterprise functioning,
opportunities for rapid adaptation to unpredicted changes in the market, increase of enterprise profitability, attraction
of new clients, stimulation of strengthening sales channels, possibilities of scaling. At the same time, the researchers
point to a number of business problems on the B2B market in the conditions of digitalization and military condition,
among them: high level of uncertainty caused by rising prices, lack of fuel, difficulties with transport connections;
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it is impossible to use enterprises engaged in foreign economic activity, already traditional for them ways of export
of their own products. Most scientists present a general vision of the impact of digitalization on marketing activity
in general, partly taking into account the specifics of the B2B market, but do not specify peculiarities of building
marketing strategy in the retail environment by enterprises implementing high technologies, expensive equipment,
provide strategically important types of human activity, such as machine-building industry. Moreover, scientific
research leaves out the field of view problems and prospects of technically complex and interconnected production,
with which they encountered during the period of total digitalization, do not reflect the ways of solving the challenges
of the digital epoch in specific fields of activity. Therefore, such trends define the need to specify the impact of

digitalization on B2B market providers.

Keywords: marketing, strategies, B2B market, digitalization, marketing strategies, intercompany interaction.

MoctaHoBKa npo6Gnemu. B ymoBax cyuac-
HOCTi CMOCTepiraeTbCA TOTas/lbHA  AigKuTanisa-
Lisi NMPaKTUYHO YCix cdhep XUTTS i fisnbHoCTI. 3a
Takol BCEOCSXHOI AifpkuTastizauil akTyasisyeTbcs
HeoObXigHICTb NpUAiNeHHss 0co6/MBOI yBaru iHCTpY-
MeHTaM, 3acobam, dopmaram AigpKuTan-Komy-
HiKaLiil y KomepuiiHoMy NpPOCTOpPi, B AIKOMY OAUH
6i3Hec npogae ToBapu Ta NOCAYrn iHWOMY Bi3Hecy,
TO6GTO Ha puHKY B2B. FAKWO Ha pYHKY, OpiEHTOBA-
HOMY Ha Uuinbosi ayauTopii disnyHux ocié (B2C),
LiIKOM MOXIMBUIA  [06ip eqEKTUBHUX  OifXN-
Tal-IHCTPYMEHTIB ANS Pi3HUX CErmMeHTiB, 3 ypa-
XyBaHHSAM MOTPeO, iHTepeciB, 3anuTiB LisIbOBUX
ayauTopiii, To Ha puHKY B2B BUHKKaE CKNafHICTb
y NobyaoBi MapKETUHrOBOI CTpaTeriii, 3yMoB/ieHa
ypaxyBaHHSM cneundikn BefeHHs 6i3Hecy CTOpPiH
KomepLiHoro npoctopy popmaty B2B. Agpxe nia-
NPUEMCTBO, SIKe peastisye nocayru, ToBapu iHWNX
BMaam 6i3Hecy, Ma€ OpiEHTYBaTUCA HE TiSIbKN Ha X
3an1Tu, ase i 060B’A3KOBO BpaxoByBaTh Npu pos-
po6Li MapKeTUHroBUX cTpaTeriii cneuugiyHi atpu-
O6yTN TUX CyB’ekTiB BEAEHHSA Gi3HECY, KM BOHO
NPONoHye CBIil ToBap. MeBHI TPyAHOLW,i y po3pobui
MapKeTUHrOBUX cTpaTerin gna B2B 3ymMOBneHi
TaKoX JI0ACHLKAM (DAKTOPOM, ake Yy KOoMepLiii-
HMX KOMYHiKaLisx y4yacTb 6epe nepcoHasn nignpu-
EMCTBA, AKWI Npuabasae NPoAyKT uu NOCNyry He
Ansa cebe ocobucTo, a ANsa NignpuemMcTea, ke Mae
NeBHI LIHHOCTI, OpraHisauiiiHy KynbeTypy, WO Tex
060B’A3K0BO Mae OyTn BpaxoBaHo. Ta i1 cam 06'eKT
KOMepUIAHOro NpocTopy Ha puHKY B2B € Bucoko-
BapTICHUM, BUCOKOTEXHOJIOTIYHUM, a oro peasiisa-
Lis yacTo € JOBIOCTPOKOBOM, LU0 TEX Ma€e BNANB
Ha nobyLoBY MapKeTUHroBoi cTpaTerii B yMoBax
TOTas1bHOI AimKuTanizadlii.

AHani3 ocTaHHIX foc/igKeHb i Nyo6sikaLiii.
Mpobnema BnAMBY AimkuTaniauii Ha Mapke-
TUHIOBY [iANIbHICTL NiANPUEMCTBA BigHeAaBHa
€ O00’eKTOM HayKoBMX [OChifpKeHb. 3araiom,
NOHATTA  «AiMkutanizayisi» € nepeHeceHHs M
iHhopmauii y uudpoBy dopmy, To6TO oundpy-
BaHHA OYy/lb-AKOro KOHTEHTY [7, c. 21].

Y HaykoBMX npausx BKasyeTbCA Ha Te, WO
JifkiTanizagis No3uTMBHO MO3HAYAETLCS Ha IMi-
[DKeBUX MO3uULisaxX MigNPUEMCTB, CNPUSiE [OCAT-
HEHHIO nepeBarn Hag KOHKYpeHTaMu, 3pOCTaHHI0
nonuTy Ta MOKpaLleHHA Gi3HeC-No3uLiii Ha PUHKY
[2, c. 25]. YueHi Takox BigMiYaTb MO3UTUBHUIA
BM/IMB AimkuTasisauii, Lo BifobpaxaeTbcs y 3poc-
TaHHi MapKeTUHroBoi NpPMBabGIMBOCTI CyO'EKTIB
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KOMepUiiHOro npocTopy, 3abesnedvyeHHi cTabinb-
HOCTI YHKLIOHYBaHHA NiANPUEMCTBA, MOXJ/TMBOCTI
LWBKNAKOI aganTauii 4O HEMPOrHO30BaHUX 3MiH Ha
PUHKY [6], 36iNblUEHHI AOXigHOCTI MiANPUEMCTB,
3a/ly4eHHi HOBUX KJ/TIEHTIB, CTUMY/IOBaHHI 3MiLl-
HEHHi KaHaniB 36yTy i3 BpaxyBaHHSAM CTabi/IbHOCTI
LMhpoBMX KaHauliB i MOX/IMBOCTEN X MacluTaby-
BaHHA [3, c. 30].

|. BOMYyK NiaKPeCcnioe, WO B YMOBax BOEHHOIO
CTaHy Aifpxutanizauis MapKeTUHry Ha puHky B2B
Crpusie NigBULLEHHIO OOCAriB Npofaxis 3a paxy-
HOK CMHEepreTMyHoro edoekTy, onTuMiszauii peknam-
HUX BUTPAT Ha 3a/ly4YeHHSA NOTEHUAHUX KNIEHTIB,
3pOCTaHHK 06i3HAHOCTI NPO ToBapw i NocAyrK nig-
NPUEMCTBA, 36iNbLUEHHIO NIOANBHOCTI Cepes yxe
ICHYIHOUOT KMIEHTYPW, HadaHHi peknaMHo-iHgop-
MauiiHOro CcynpoBo4Y BUXOAY Ha PUHOK HOBUX
TOBapHUX nosuuii [1, c. 85, 86]. Cepepn no3utue-
HUX BM/VBIB AigpkuTanizauil Ha puHoOK B2B yueHi
BigMiYatoTb OMTUMI3aLil0 A MPULLBUALLIEHHS MPO-
CyBaHHS TOBapy, OOCATHEHHS BUCOKUX KOHKYPEHT-
HMX MO3WLRA, peasni3aLito HOBUX MOX/IMBOCTEN ANs
HanawTyBaHHA 6GaratokaHasibHOro 3B’A3KYy MK
CTeilk-xongepaMmyn ANs SKiICHOro CrifikyBaHHS Ta
[OCSATHEHHS IOMOBIEHOCTEN MK HMN [14, ¢. 116)].

BogHouac yuyeHi BKasylTb Ha psf npobrem
6i3Hecy Ha puHKy B2B B ymoBax gimpkutanisauil
Ta BOEHHOIO CTaHy, cepeg, HUX: BUCOKWUIA pIiBEHb
HEBU3HAYEHOCTi, 3YMOB/IEHWUI 3POCTaHHAM  LiiH,
HecTayel nanvea, TPyAHOLWAMMW i3 TpaHCcnopT-
H/M CMOJTyYEeHHAM; HEMOX/IMBICTb BUKOPUCTAHHSA
nignpuemMcTBamMu, siKi 3aliMaloTbCsl 30BHILLHbOEKO-
HOMIYHOIO AiS/ILHICTIO, BXEe TPaauLInHUX ONS HUX
LLIAXIB €KCNOPTY BMAacHOT MPOAYKLUii. BupileHHA
uux npobnem AOCNigHWKM B6ayalTb Yy BMISIOMY
BUKOPUCTAHHA IHTEpPHET-MapKeTUHry B  Bi3HeCI
y BIICbKOBMWIA Yac, OCHOBHA MeTa SKOro nonsrae
B OTPMMaHHI MakCMMasibHOro edpekTy Bif Li/ibOBOI
ayauTopii cainTy abo noptany, T06TO B TOMY, 06
3a/1yunTn AKomora Ginblle KopucTyBadiB 40 Mpo-
MOHOBaHUX MiAMNPUEMCTBAMMX TOBapiB 4u MOCAyr
[1, c. 85, 86].

3rafjaHi BuUUWE HayKOBi AOCNIMKEHHS noja-
I0Tb y3arasibHeHe 6adeHHs BNAvMBY Aimkutanisa-
Uil Ha MapKeTUHrOBY [AiSfIbHICTL 3arajiom, 4acT-
KOBO BpaxoBykoun crneunddiky puHky B2B, ane He
KOHKPETU3yloTb 0CO6/IMBOCTI MobyaoBu Mapke-
TUHIOBOI cTparterii y AipKUTasIbHUX yMoBax nia-
NpUeEMCTBaMM, SIKi peaslisyloTb BUCOKI TEXHOJO-
ril, poporoBapTicHe 06nafHaHHsA, 3a6e3neyvyoTb
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CTpaTeriyHo BaXK/IMBI BUAMW AiSSIbHOCTI IOANHN, SIK,
Hanpuknag, malimHobyaisHa ranysb. binbLue Toro,
HayKOBi [OCHIMKEHHS 3aNuUlaoTb Mo3a KyToM
30py Npobiemm i NePCNEKTMBN TEXHIYHO CKIagHUX
i B3aEMOMNOB’A3aHNX BMPOOHMLTB, 3 AKAMWU BOHWU
3iITKHYNUCA Yy nepiogn TOTaulbHOI AimkuTanisau;i,
He BifoOpaxatoTb LWAAXIB BUPILUEHHS BUK/UKIB
OiMKUTANIbHOT enoXy Y KOHKPETHUX rany3ax Aissb-
HOCTi. TOMy Taki TeHOEHUii AeTepPMiHyOTb Heoo6-
XiAHICTb KOHKpeTu3aLii BNAuBY AifixuTanisauii Ha
nposaiigepis puHky B2B.

MerTa cTartTi — npoaHasiisyBaTtu Br/vB gimknra-
nizaujii Ha NoGyaoBY MapKETMHIOBUX CTpaTeriii Ha
puHKy B2B.

Buknag OCHOBHOro martepiasly pgochii-
DKeHHsA. [nsa ycniwHoi nobynosu 1 peanisauii
MapKeTUHIoBOI cTparerii nignpueMcTBaMmn pPUHKY
B2B pouinbHO BpaxoByBaTW NMPOMOHOBaHI cyvac-
HUMM  JOCNigHMKaMn nigxoan [0 popMyBaHHA
cTparerii MapkeTVHry B yMoBax AigpkuTasiisauil,
30KpeMa KNieHTO opieHTOBaHWIA Nigxig, SKnin oky-
CYETbCA Ha NIATPUML, ICHYHOUMX BIOHOCWUH Yepes
couiasibHi mMefja abo Ha 3a/lyyeHHi ayauTopil,
ny6nikytoun iHopMaLlilo Npo KoMMnaHito; nepes-
6ayae NpoayKyBaHHA MapPKETUHIOBOIO KOHTEHTY
Ha 3aMOBJ/IEHHS, i3 3a/lyYeHHSAM 30BHILLHIX pecyp-
CiB; aKLEHTYe yBary Ha [OHeCeHHi iHdhopmaLii npo
KOMMaHito; CnpssMOBaHWiA Ha PO3BUTOK iCHYHYOrO
6peHay 4epe3 NpPeAcTaBHMLTBO B COUjasibHMX
Megia Ta 3a/Tly4eHHs HOBOT ayauTopil Yepes posno-
BCIOZKEHHSA iHchopmauii [16, c. 350].

Ockinibkn 3a 3ragaHoro Buwe nigxogy OCHO-
BHWIA aKUEHT PobUTbCSA Ha [AOHECEHHi iHdopmaLii
Npo KoMnaHito puHKy B2B, To B ymoBax gifxuTani-
3aLjii cy6’ekTam LbOro pUHKY AOUISIbHO BUKOPUCTO-
BYBaTW TakKi giMkntan-kaHasu, sk:

— Email — komepujiiHi po3cunkn nuUCTiB Ha
€NEeKTPOHHI agpecy KopucTyBadiB, ski ganu srogy
Ha OTPUMaHHS peksiaMHUX Ta iHLWKX maTepianis;

— Referrals — pechepasibHi nocunaHHA Pi3HO-
MaHITHUX caliTiB, HOBUHHUX NOPTasliB TOWO 3i 3raj-
KO0 MPO CaiT, Wo aHani3yeTbCs;

— Social — 3anyyeHHA KopucTyBadiB uepes
coujasibHi Mepexi;

— Organic search — opraHiYHWn MOLLYK, KOAK
KOpuUCTyBaui cami LykakTb 6peHs abo 3acTOCOBY-
0Tb BiZMOBIAHI aKTyasibHi K/1O4OBI CMOBa,;

— Display Ads — noka3s peknamHux 6aHepis Ha
pi3HOMaHITHUX caiiTax [12, c. 244].

OCHOBHVMW «TOYKaMu QOKycy», SKi € Aouifb-
HAMW A0 BUKOPUCTaHHSMMK CyO’eKTaMu KoMepuili-
HOro NPoCTopy pUHKY B2B B ymoBax gigpkutanisa-
uji, € odhilinHMIA caAT KoMnaHil, coljiasibHi Mepexi,
Pi3Hi BUAM pO3CUMIaHHA (Hanpuknag, e-meiin-
po3scusika) [8, c. 139].

Y Mexax nobyaoBuM MapKeTUHIOBOI cTpare-
rii cy6’ektamm Komepuii Ha puHKy B2B B 4acu
TOTau1bHOI AimkuTtanisauii C. Xpynosuy BigBoAnTb
0CO0NMBY POSib TakOMy [AiMKUTaN-IHCTPYMEHTY
K HaNeXHUM YMHOM ONTMMI30BaHMIiA calT nia-
NPUEMCTB, Ha3nBaK4M MOro NPOBIAHMM 3acC060M

IHTEepHEeT-MapkeTuHry ans puHky B2B, agxe BiH
[03BOMISE MPOMMUC/IOBUM BUPOOHMKaAM BUKOPUC-
Tatu MOX/IMBOCTI 6e3nocepefHix KOHTakTiB i3
NOTEHUINHMMY NapTHeEpamu, KNnieHTamu, oTpuMaTu
nepeearn rnobanizauyii, Hagawun ONTUMasbHY
KINbKICTb  BiJOMOCTE NpO  KO/EeKTUB, CepBic,
NMPOAYKLi0, NOTCTUKY Ta iHWi CYnyTHI MOCMyru.
Ha caliTi nignpuemcteam puvHKy B2B pekomeHpo-
BaHO Ny6nikyBaT AeTasibHi ON1UcK NPOrnoHOBaHOI
NigNpPUEMCTBOM MpPoAyKLUil 3 060B’A3KOBUM 3a3Ha-
YeHHAM 1T TexHiYHMX napameTpis, poTOo, Bifeo,
npe3eHTaLjiiHNX Matepianis, TEXHOMOrii CTBO-
PEHHS NPOAYKTY, Pe3ynbraTiB TEXHIYHUX BUNPO-
6yBaHb, HayKOBUX AOCAIMKEHb Yy cdiepi BUKOpMC-
TaHHA TOBapHWX MNO3ULA NiANPUEMCTBA PUHKY
B2B, 3 060B’A3KOBMM MPOBEAEHHS BEO-aHaiTUKK
Oikntan-pecypcy ydacHuka puHky B2B 3apns
OLHKN AOXIAHOCTI BKNaAEHHS KOLUTIB Yy peknamy,
MoKa3HWKIB  eDeKTVBHOCTI 3@ MapKeTMHIOBO
BEPTUKaUI/IHO, 3AINCHEHHA KOHKYPEHTHOrO aHasisy
Ta JoCNiMKeHb LUINbOBUX ayauTOpiiA, AN aHanisy
YMHHUX LiH | Tapudis [15, c. 207].

JocnigHnkn O. Mpsagko, K. OniHiveHKo Haro-
NIOLWYOTb Ha BaX/IMBOCTI NPUAINEHHA 0CO6MMBOT
yBaru KOHTEHTY, KNI Ny6iKyeETbCA Ha OQiLLiAiHUX
iHTepHeT-pecypcax NianpuemMcTB puHKy B2B, Ta
BUKOPUCTAHHIO PISHOMAHITHUX KaHasliB KOMYHI-
Kauii 3 noTeHUinHUMK KnieHTamn. [0 edeKkTmB-
HUX  AIKATAN-IHCTPYMEHTIB  YYaCHUKIB  PUHKY
B2B yueHi BigHOCATL coumepexi: Instagram,
Facebook, Telegram kanan PRO Text Ta npodini
B aHrniomoBHux LinkedIn Ta Medium; YouTube-
KaHas1 3 KOPUCHMMW Bigeo npo nokasizayiio Ta
BIANOBIAAMM Ha MONYASPHI NUTaAHHSA 3aMOBHUKIB
npoaykTiB / nocnyr; 6nor Ha caliTi fekiibkoma
MOBaMW; TOCTbOBI 6/10MN Ha KiJIbKOX MOMYNAApPHUX
pecypcax [13, c. 184].

H. CaBuupbka, . YUMinb [0 IHCTPYMEHTIB AN
3a/ly4eHHA 3aMOBHWKIB MPOMWCNOBOT MPOAYKLii
Ta 3MiHM X BNogo6aHb BigHOCATL: CRM-cuctemu,
inbound MapKeTWUHI, KOHTEHT-MAPKETWHI, caiiTu,
peknaMa B pi3HMX hopmMax LUgPOBOI NpoayKLUil,
mapkeTnnericu [14, c. 116].

CyTTeEBY po/ib y NOBY[0BI MApPKETUHIOBOI CTpa-
Terii Ha puHKy B2B B enoxy gigpxutanizauii Bigi-
rpalTb CTBOPEHI ANS HanawTyBaHHSA ABOOIYHOI,
B3aEMOBUIiAHOT KOMYHIiKaLil (MbK npogaBuamMm Ta
NOKyNusAMKN) B IHTEPHET-CepefoBuLLi Taki iHGOop-
MaLiiiHi cucTtemn ik mapkeTnnelicu. BoHn gatotb
3MOry CTBOpHOBATM O6GrpyHTOBaHYy CUCTEMY LjiHO-
YTBOPEHHA ANS OTPUMaHHSA KOHKYPEHTHUX nepe-
Bar, onTMMi3yBaTu Npouec NpocyBaHHA NPOAYKUil
(ToBapiB, MOCNYT) LWISAXOM CKOPOYEHHST BUTPAT Ha
peknamy, opmMyBaTu CUCTEMY JI0SNbHOCTI A/1S
nokynuis. MapkeTnneicn [03BONAKTL Cy6’ekTam
puHKY B2B nopiBHOBaTU LiHW, MNPULLBULLWLNTY
TOBApHi Ta TpaHCakUiiHi onepawji, CKOpOTUTU
BMTpAaTKX Ha peanisayito ToBapis, NigBULLUTA [OBIPY
[0 npofasua yepes BiAryku nokynuis [14, c. 116].

Mo3ntneHo nNpo marketplace sk npo mopesnb
€NeKTPOHHOI Komepuii BigrykytoTbca A. lMaHuyk,
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KO. KoTenbHikoBa. AfXe 3a Takmx yMOB MOC/y-
raMmm YNHHUX e/IEKTPOHHUX TOProBUX MaigaH4u-
KiB MOXYTb CKOpUCTaTUCA rPynu NignpuemMcTs, AKi
BUCTYNawTb abo npogasusmMu, abo MOKynuAMU.
Ha puHky B2B 3ragaHi Buuie [OCNIAHUKN BUO-
KpemnwoTb  HesanexHi (Independent trading
marketplace), ranysesi (Industry sponsored
marketplace) Ta npusatHi (Private marketplace).
MapkeTuHroBa Aisi/IbHICTb B ymMOBax Aigxuta-
nisauii TakoX MOXe 0OyTW 3peanisoBaHa 4epes
cneujiasibHO CTBOPEHWIA NopTan Ans poboTu 3 K-
€HTamMu. Lleil enekTpoHHUA pecypc Mae MICTUTK
HasiBHI gxepena iHopmalii, Wo gae 3Mory Kom-
naHii 4OCUTb LWBUAKO CTBOPUTU €OUHWUIA iHKOPp-
MaLiHWIA NPOCTIip, KW nopsg i3 hiHaHCOBUMU,
BUPOOHMUYUMU, MIOACLKUMU pecypcamm CTae Bax-
NIMBOID YMOBOI peanisauii cTpaTeriyHmx 6i3Hec-
3aBgaHb [11, c. 20].

Y KOHTEKCTi Halloro OOCNIAKEeHHS 3ac/yroBye
Ha ocobnmBy yBary aymka |. Kowosoi i1 A. LLieBuyk
CTOCOBHO «OpraHiszayjisi MapkeTMHroBOro KoHcasi-
TUHTY Ha PUHKY B2B», SKMii BOHW TPakTyHTb $K
«npouec po3pobku, OLUIHKM Ta BrpOBaMKEHHS
MapKeTUHIoBOI cTpaTerii crevjianictamm KoHcasl-
TUHIOBOI KOMMaHii», BUAINAKYM Y HbOMY Taki M'ATb
OCHOBHMX eTaniB: OTpMMaHHA iHdopmauil Big,
3aMOBHMKA; I peTenbHWii aHanis; ouiHka obcsary
3aBAaHb | X onpautoBaHHA; cknafaHHs nnaHy
3axofiB; BMPOBaMKEHHA Ta peanis3auid po3po-
6neHoi cTparterii; KOHTPO/b Ta A0onpaloBaHHS
[17, c. 51].

BaxxnnBmumMmn npvHLMNamMm, SKMx BapTo LOTPUMY-
BaTUCA NiAnpueMcTBam puHky B2B B AimKUTasIbHUX
YMOBaX, € eKCMEepPTHICTb, SKICTb 0OC/YrOBYBaHHS,
pauioHasIbHICTb,  MpaBW/ibHE  NO3WLIOHYBaHHA
ToBapy [4, c. 140]. Mpu nobyaosi MapKETUHIOBOI
cTparerii nignprMemcTea Ha puHKy B2B B ymoBax
AimxuTanizauil 4OUiTbHAM € ypaxyBaHHS O3Haue-
HUX @. KoT/iepom etanis B3aeMOSil 3 KnieHTamu:
«Aware — 3HaHHsS» (nacuBHE CNPUIAHATTS LisIbo-
BUMW ayauTopiammn iHdpopmauii npo 6peHan, Big-
CYTHICTb KOHKPETHOI yBaru [0 NeBHOro 6peHay);
«Appeal — Bnnime» (aHani3 noTeHUiiHUMM MOKyM-
UAMM OTPMMaHOI iHpopmaL,ii, 3BepTaHHs yBaru Ha
o6paHi 6peHan); «Ask — 3anuTaHHA» (PO3YMiHHSA
KNiEHTOM CBOIX OaxaHb i NOLWyK Bignosigel Ha
HasiBHi y HbOr0 NUTaHHS NPO TOBap Yx BpeHA Y pis-
HUX Bugax iHdpopmauii); «Action — [ist» (34iiCHEHHS
MOKYMoOK KnieHTOM); «Advocate — [ponaraHga»
(cbopmyBaHHS1 Y KNIEHTIB /1I051/IbHOTO CTaB/IEHHS
[0 ToBapy, bpeHay Ta roTOBHICTb HafaHHS PeKo-
MeHAaLii y LbOMy HanpsiMi 3HanoMuM, Kosieram Ta
naptHepam) [5].

CyTTeBuiA BMAMB Ha nNOOYAOBY MapKeTUHIO-
BOI cTparerii Ha pyHKy B2B mae cermeHtauis, go
AKOT BXOOATb Taki MOKasHWKW, K. reorpadivyHe
NOMIOXEHHS, LiHa, AKiCTb, noTpeba B cCepBiCHOMY
06CyroByBaHHi. AKUWO NAeTbCA Npo MiAnpUEM-
CTBa ranysi MalMHOOYAyBaHHSA, TO LiSIbOBUMM
ayamTopisMn Ha puHKy B2B € gocsigyeHi nokynui,
TOMY Ma€ Br/IMB Ha MapKETUHI TakKOX ypaxyBaHHS
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TEXHIKO-€KOHOMIYHUX  MOKa3HWKIB:  HafiMHICTb,
BMPOOGHMYI MOX/IMBOCTI, €DEKTUBHICTb LLOAO eKc-
nnyatauii. ¥ KOHTeKCTi nobynoBn MapKeTMHroBOl
cTpaterii  gna nignpuemcTea MalMHOOYAIBHOT
cchepm uiIKOM cnywHoto € aymka H. HeBepgpoBsoi,
AKa BigMiYae, WO A1 YCNiWHOro iCHyBaHHA Ha
PVIHKY MallMHOBYAIBHI NigNPUEMCTBA MOBUHHI He
TiNbKM BNpoOBapKyBaTu iHHOBaL,ii Y BUPOOHULTBO,
a i edpeKTMBHO MOEAHYBATW MPOLLEC CTBOPEHHS
HOBOrO NPOAYKTY 3 MapKETUHIOBOK AiS/IbHICTIO,
NPUAINSAYY NPy LbOMY yBary nepesaram Ta ymno-
[ob6aHHAM cnoxusadis [9, ¢. 187].

Posrnagatoun  MapKeTMHIOBY  Lisi/IbHICTb  Ha
pvHKy B2B Ha npuknagi nignpueMCTB CislbCbKO-
rocnofapcbkoro MalmHobyaysaHHs, O. lNMasnosa
NpUXoANTb 4O BUCHOBKY, LLO MO3MLIA MalNHOOY-
OIBHOTO nignpuemcTsa Ha puHKy B2B petepmiHo-
BaHa e(PEeKTUBHICTIO CUCTEMU 3aX0/iB MapPKETUHIO-
BOrO CMPUSHHA NPOAaXy NPOAyKLii Ha puHKY B2B:
CW/IbHA NO3ULISA Ha PUHKY 306i/blUyE AMOBIPHICTb
yCNixXy Ha pUHKY, a cnabka — noTpebye BkIagaHHA
3Ha4YyHMX pecypciB ANs TOro, Wo6 3aiHATY NO3MLII0
Ha pUHKY Ta gocartu ycnixy [10, c. 190].

CyTTeBuii BNMB Ha MNOGYLOBY MapKeTUHro-
BOI CcTpaTerii nignpMemcTBamu MalluMHOOYAiBHOI
ranysi B ymMoBax AimpkuTanisauii Bigirpae oomexe-
HICTb YCiX HanpsiMiB MOro AisNbHOCTI Y 3B’A3KY i3
BIICbKOBMMU fisiM1 Ha TepuTopii YkpaiHn. Amxe
f6arato MawmHOBYyAiBHMX NiANPUEMCTB 3Haxogu-
nncsa Ha TepuTopil TenepiwHix 60oBuxX Aii, 3Ha-
YHa YacTMHa TakMx MigNPUEMCTB pO3TalloBaHi
y NPUIPOHTOBUX perioHax, ski nepebysatoTb
nig nocTiiHMMKn abo enisognyHMKn obCTpinamu,
B YMOBaXx BiCYTHOCTI CTa/i0ro 3B'S13Ky, LLIO 4acTo
YHEMOX/IMBMIOE aKTUBHI Ai1 Yy gigkutan-npo-
cTopi. Ane nonpu ue npuknagom nignpuemMcTea,
SKe BUKOPWUCTOBYE MOX/MBOCTI Aigpxutaniauii
HaBiTb Yy TenepiwHix ymoBax € AT «EnbBOPTi»
(KipoBorpaacbka 06n1actb), sike MPOMOHYE Taki
OifKnTan-kaHanu: iHTepHeT-mMara3uH, MoOGINbHUIA
popatok ELVORTI B PlayStore Ha nnatdopmi
Android, ocobuctuii kabiHeT knieHTa. Lli kaHanu
[aloTb BUYepnHy iHhopmaLito Npo ToBapHi No3u-
il KomnaHii, 36epiratoTb icTOpIl KyniBni 1a 3Bep-
HEHb A0 nNiANPUEMCTBA, BigOOpaxawTb LiHO-
BUI Aiana3oH i (pakTu HasABHOCTI HeoObXigHOoro
LiSIbOBUM ayAMTOPIAM TOBApPHOr0 aCOpPTMMEHTY.
TOB «BiHHMLbKWIA arperatHuii 3aBOf» NPOMo-
Hy€ CBOIM LjiIbOBUM ayauTopiaM OQiliiHWiA
caliT, Ha KoMy noJaHo AeTasibHi onucK ToBap-
HOIO0 acopTUMEHTY i3 (POTO, HafaHO KOHTaKTu
 doopmy 3BOPOTHBLOrO 3B'513KY. MAT «[lMpoxeKkTop»
(PKntommpcbka o06nactb) nybnikye B mepexi ogi-
LifiHWIA caliT i3 AeTa/lbHUMK onncamu TOBapHUX
MO3ULLiIA.

BucHoBku. [dipkutanisauis no3MTUBHO NO3Ha-
YaETbCA Ha LiSbHOCTI  MINPUEMCTB  PUHKY
B2B. OCHOBHUMMW AiMKUTaS-IHCTPYMEHTaMK, SKi
BMKOPWCTOBYIOTb Y4aCHUKM KOMEPL,AHOro npo-
CTOpy Ha puHKy B2B, €: odiuiiiHnin caiit, enek-
TPOHHI TOProBefibHi  MalilaHuMkn 1 nopTanu,



NPUORINPOBCbKA OEPXXABHA AKAOEMIA
BYOIBHULITBA TA APXITEKTYPU

iHTEpHEeT-MarasnHy, MOOGINbHI  AoAaTKM  TOLLO. MepcnekTyBy NogasbLLUMX HAYKOBUX MOLLYKIB CTa-
Ane nignpuemctea puHKy B2B y malimHoGyaiBHIi  HOBUTbL pO3pobKa IHCTPYKTUBHUX Matepianis gns
cthepi € cNabo BKAKHEHUMN Y AiMKNTaTbHU NPO-  MapPKETUHIOBUX CYXO NiANPUEMCTB puHKY B2B cTo-
CTip, L0 3YMOB/IEHO AECTPYKTMBHMMW YMOBaMM iIX  COBHO MOBGYA0BW i peanisauii MapKeTUHIOBOI CTpa-
LiSANIbHOCTI Y nepiof BOEHHOIO CTaHy. Terii B ymoBax Aimpkutanizadii Ta BOEHHOMO CTaHy.
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