TaKMX, 10 PO3BUBAIOTHCSA KpaiH, MAaKpPOCKOHOMIYHI JaHI JEMOHCTPYIOTh HasBHICTb
NPUYUHHO-HACIIIKOBOTO 3B’SI3KY BUKOPHUCTAHHSIM [HTEpHETY 1 HIMPOKOCMYTOBOTO
JOCTYITY, 3 OJJHOTO OOKY, 1 3pocTanHsM BBII — 3 ix1mm1oro.

Ha mikpoekoHOMIYHOMY piBHI HOB1 aHaJIITUYHI JIaH1 BKa3ylOTh Ha BILJIUB, KU
IKT MoxyTh poOWTHM Ha 3pOCTaHHA JOXOIIB OIJHUX BEPCTB HACEJICHHS, IO
3HaXOJAThCS B HIDKHIA 4YacTHMHI ©KOHOMIYHOi Tmipamiav. Y KpaiHax, 10
po3BuBaroThes, IKT HaifOubiie mpeacTaBieHi MoOOLIbHUMH TeneoHamu. lle
«MOOUTbHE  JMBO»  CHOpHUsSiE  3POCTAHHIO  JIOXOMAIB, OCKUIbKM  TeJeOoHHU
BUKOPHUCTOBYIOTHCSl HE JIMINIE Ui CIUIKYBaHHS 1 OOMiHY iH(popmaili€ero, ane 1 B
OCBITHIX HUIAX (AJI1 OTPUMAaHHA Y4OOBHUX MaTepiamiB) 1 sK MPUCTPIN 151 BUKOHAHHS
(biHAHCOBHX TpaH3aKI[ii 1 HAKONIMYCHHS 3a011aI>KEHb [2].

[IpssmuMm pesynbratoM BrpoBamkeHHs IKT crano yneBHeHe 3HMKEHHS 1HACKCY
a0COJIOTHOI O1IHOCTI B KpaiHax, 10 PO3BUBAOTHCH.
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Xpucmuna IBAXIB, Jleca /[AHH/IBYEHKO
TepHONUIbCHKUY HAIIOHATBHUN €KOHOMIUYHUN YHIBEPCUTET

CYYACHI TEHJEHIIII PO3BUTKY C®EPHU B2B
HPOJAXKIB

CydJacHl pUHKOBI YMOBU XapaKTepU3YIOThCS TEHACHIISIMU Tiobamizarii Ta
MOCWJICHHSI KOHKYPEHTHOI OOpOTHhOM, 110 BHMAara€ 3acTOCYBaHHS IMiAMPUEMCTBAMHU
IHHOBAIIHHUX O13HeC-TexHoJoTiiH. OCcOOJMBO YYTIWBO 10 HOBUX pealiii BeIEHHS
Oi3HeCy pearyroTh MiINPUEMCTBA, SKi MpaioTh B chepi B2B mpoxaxis (business-
to-business), SKUM IOBOAWUTHCS IEperisgaTH TPaAMIiiHI MAXOAM A0 OpraHizariii
CBO€1 HISUIBHOCTI, PO3pOOIATH €(PEeKTUBHIII METOAM TMONIYKY KIIEHTIB Ta 3aXOAU
IIO0JI0 iX YTPUMAaHHS.

B2B (Bix anrn. «business-to-business» — 0i3Hec miis Oi3Hecy) — 1€ YacTHHA
PUHKY, Ha SIKOMY 3JIHCHIOETBCS KYHIBIS-MPOJAX TOBAapIB Ta TMOCIYT MIXK
koMmaHissMH. [le 1 € OCHOBOIMOIOKHO BIIMIHHICTIO Bij Hanpsamky B2C (Bim aHri.
«business-to-customer» — 613HeC I CIIOKMBaya), METOI SIKOTO € 00CITyTrOBYBaHHS
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po3apioHux KiieHTiB. OTxe, puHOK B2B BiApi3HsS€THCA Bl CIOXUBYOTO TOJIOBHUM
YUHOM CITeM(1KOI0 1 XapaKTepoM KIIIEHTA, a HE MPOIYKTY.

OcCkiJIbKM JIeBOBA YacTKa TPOIIOBUX KOIITIB B O0OITYy CTOCYEThCS came
KOPHOpaTUBHUX PUHKIB, a00 B2B, e KoHTpareHTaMu BUCTYIAIOTh MIAMPUEMCTBA Ta
oprasizailii, akTyaJlbHICTh BUBUCHHS KJIIOUOBUX TEeHJACHINN y chepi B2B mponaxis
Ba)KKO MEPEOLIHUTH.

bypxnuBuii po3BUTOK 1HGOPMAIIMHUX TEXHOJOTIM MPOTATOM OCTaHHIX
JECSITHIITh 3yMOBHB CTPIMKE 3pOCTaHHA pUHKY B2B mponaxiB B pexkuMi oHJIaiH, 110
BIJIKpPHJIO HOB1 MO>KJIMBOCTI ISl MIIBUILIEHHS €()eKTUBHOCTI BeJCHHs Oi3HeCy. 3T1IHO
nochikens Forrester Research, Omu3pko 86% cBiTOBOro 00cCsry €IeKTPOHHOI
KoMepiii HanexuTh A0 cektopy B2B [4]. 3a npornozamu Frost&Sullivan, mo 2020
POKY CBITOBHI PUHOK eJIeKTpoHHOI B2B-komepiiii Oyzae BIBiUl OUIBIINM, HIX PUHOK
B2C (86,7 tpnu 1 $3,2 TpiaH BiANOBIAHO) Yepe3 IIBUAKY MIrpaiil0 BHPOOHUKIB i
OITOBHMKIB 13 3aCTapiIMX CUCTEM JI0 BIIKPUTHX, OHJIAKH-TU1aTdhopM [1].

Y 2016 pomi ¥ Hajgam CIOCTEPITaTUMEThCS TEHACHINS JI0 TiABHIICHHS POJIi
3aCTOCYBaHHs 1H(OPMALIITHUX TEXHOJIOT1H Ta CUCTEM SIK JJIs 3a0€3ME€UEHHS 3pOCTaHHS
noka3HukiB B2B mponaxiB, Tak 1 Ui ONTHMI3alLil AISIBHOCTI CAMUX KOMIIaHIM.
3-IOMDX KJIFOUOBHMX HalpsMIB PO3BUTKY Y L1l cepl BapTo BUOKPEMUTH TaKI:

1. ITigBUIllEeHHS POJII COLIATBHUX MEPEXK SIK e(OEKTUBHOTO 1HCTPYMEHTY
3aydeHHs] W 1H(QOpPMYBaHHSI KIIIE€HTIB, CHJIKYBAaHHSA 3 HUMHU, OTPUMaHHS BIATYKIB 1
MPOTO3UIIiii, 00’€KTUBHOIO pearyBaHHs Ha HUX, a B pe3yJbTaTi — 3a0e3nedyeHHs
3pOoCTaHHs MpoAaxiB. 3rigHO gociikeHb Salesforce.com, 73% mponaBiiB, sKi
BUKOPHCTOBYBAJIM METOJIU MPOJAXKY Yepe3 COLlaIbHI MEPEK1, OyJIM yCHIIIHIIINMU 32
cBoix kouser; 43% B2B-komnaniii 3aimy4niii HOBUX Kii€HTIB yepe3 Facebook 1 65% —
yepe3 LinkedIn [2]. Takum umHOM, mpojaki 4epe3 COllialbHI MEPeXi CTBOPIOIOTH
YHIKaJIbHI MOJIMBOCTI JJISI TOCHII)KEHHSI KJIIEHTIB Ta HAJIAro[KeHHs e()EKTUBHOTO
3BOpOTHOTO 3B’s3Ky 13 HUMH. Cepel OCHOBHUX COIIIAJIbBHUX MEpPEX BapTo
BHOKPEMHUTH Taki, IO HaWKpalie aaanToBaHl s peai3allii IUIed ITiIBUIICHHS
npoxaxiB B2B xommaniii: Facebook, Twitter i LinkedIn, Instagram, Snapchat i
Pinterest. [nmi iHCTpymMenTH, Taki sik Oracle, Microsoft Dyn 1 HubSpot, ctatots Bce
OUTBII TIOMYJISIPHUMHU Yy BUKOpPUCTaHHI came B chepi B2B, amxe 103BOISIOTH
30epiraTHl i aHaIi3yBaTH JIaHi MPO KIIIEHTIB Ta MPOJaxi, pOOOTH OILIHKHU W MPOTHO3H,
3IMCHIOBATH HEOOXITHY MIATPUMKY MTPOJIAXKIB.

2. MoOUIbHI JOMATKK 3 JOCTYIOM JO CHUCTEM MpOoJaxiB Ta iHdopmallii mpo
KiieHTiB, Taki sk Evernote, Keynote ta LinkedIn, maGyBarumyTh Bce OiibmIoi
MOMYJISIPHOCTI, OCKUIBKM JIO3BOJISIIOTH  palllOHAJIbHO onTumizyBatu uac B2B
npoAaBIiB. BUKOPUCTaHHS TaKMX JOJATKIB CTa€ BUMOTOIO PHHKY, aKE T03BOJIIE
3aJIMIIATUCS MOOITPHUMHU W JMHAMIYHMMHM B YMOBax OOpOTHOM 3a 3aidyyeHHs W
YTpUMaHHS KJIEHTIB.

3. [losutuBHa oH-naiiH pemnyTarliss B2B kommaniit ctae Baromum (hakTopom y
3a]y4yeHHI HOBHMX KII€HTIB, IX YTpHMaHHI Ta MOCIIJOBHOMY BHKOHAHHI ILJIaHIB
npofaxiB. B cydacHuX ymoBax BIAKPHUTOTrO JAOCTYIy 10 iH(opmarlii, MOTEeHIHHI
MOKYTILI MOXYTh CAaMOCTIIHO 3/11iCHIOBaTH MOIIYK, aHaJI3 Ta OLIHKY MPOIMO3HUIIINA Ha
pUHKY 0e3 000B’SI3KOBOTO CIIUJIKYBaHHS 3 MpeAcTaBHMKaMu Kommanii. [lorana on-
JaiiH pemyTallis CyTTE€BO 3HM)KYE MMOBIPHICTh 3aTy4YCHHS HOBUX KIIIE€HTIB, a TOMY
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CIOCTEPIraTUMETHCS TEHICHIIS A0 aKTuBi3alii podotn B2B xommaniii 3 mokparieHHs
BJIACHOTO IMI/KY B MEPEXKIi.

4, TenneHIliss 10 3MIHM CIIOKMBAIIbKOI MOBEIIHKA y HAIMPSMKY CaMOCTIHHOTO
MOIIYKY Ta KYMIBIl TOBapiB 1 MOCIYT, JI€ 3BOJUTHCSA JO MIHIMYyMY B3aEMOIS 3
NpoJaBIsIMU, cTuMymoBatiMe B2B kommanii iHBecTyBaTt y mu(ppPOBI IUIATHOPMHU
CcaMOOOCITyTOBYBaHHS, $IKI JO3BOJISITUMYTh KJIIEHTCBKMM  BIJIIIIaM  3aKYITiBEJIb
CaMOCTIIHO pPO3MIIIyBaTH HA HUX 3aMOBJICHHS. ABTOMAaTH3allisi MOBTOPIOBAHUX
MpoAaXKiB 3aco0aMu  BIIMOBIAHOTO TPOTPaMHOTO 3abe3nedeHHs a03BoauTh B2B
KOMTIaHisIM e(peKTHUBHIIIIe 0OCITYyroBYBaTH KITI€HTIB 1 EKOHOMHTH BJIacHI pecypcu. Bapro
3ayBaKUTH, OJTHAK, 110 MEXaHI3M TPAHCAKIIIMHUX (aBTOMATU30BAaHUX ) MPOAAXKIB JTIEBHIMA
B OCHOBHOMY Y BHUIIQJIKy CTaHIAPTHU30BaHUX MPOJYKTIB, TOJI SIK KOMIUIEKCHI MPOAaxKi,
0 nepeadayaroTh MEPEMOBHHU 1 TICHY CIHIBIPAIO 3 KIIEHTAMU JUISl MOTEHLIMHOIO
OTPUMAHHS 3HAYHUX KOILTIB, i HaJaJl MOTPeOyBaTUMYTh 3aTy4eHHS KOMaHIU (DaxiBIIiB
31 CHeliaTi30BaHUMHU (YHKIISIMUA Ta KOMIIETECHIIISIMU.
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Cepzin KHPH/IEHKO
TepHONIIBCHKUI HAITIOHAJIBHUI €KOHOMIYHUHN YHIBEPCUTET

BIOCKOHAJIEHHSI MAPKETUHI'OBOI CTPATEITI
BAHKIB B YMOBAX PO3BUTKY ®IHAHCOBO-
TEXHIYHUX CTAPTAIIIB I MI’KHAPOJAHUX
HJIATIZKHUX CUCTEM

3 pO3BUTKOM Cy4YacHHUX I1H(OpMAIIHHUX TEXHOJOTIM Ta HaA3BUYANHO
IIUPOKUMHU 1X MOKJIMBOCTSAMH JIJIsi pO3POOKH 1 BIPOBAKEHHS SKICHUX (DIHAHCOBO-
KPEIUTHUX Ta CYIYTHIX TOCIYT, KJIACHYHUN OaHKIHI 3a3Ha€ Jenail OuIbIIOro
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