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AHHOTAIIUA

B cratbe paccMOTpeHBl aKkTyadbHbIE MPOOJIEMBbl MPOJBMKEHHS TOBapa Ha
pplHKE  Ou3Hec-cermeHTa.  [IpoaHanu3upoBaHbl  MOAXOJBl  (HOPMHUPOBAHMS
MAapKETUHIOBOM cTpaTeruu Ha pbelHKEe B2B. IlepeuncrneHsl OCHOBHBIE TPYIHOCTH
nmpoaBrKeHUs ToBapa Ha B2B priake. [Ipoananu3upoBaHa CTpYKTypa peKIaMbl IS
3aKIIFOUYECHUS O MEPCIIEKTUBE OTAEIBHBIX MEXAHU3MOB IIPU MPOJBHKEHUU TOBAPOB HA
pbhIHKE OM3Hec-cermenTa. [IpuBeneH npumMep CTPYKTypbl YCHEIIHOW MapKETHUHIOBOM
CTpaTEeruy peain3auuy NpoayKkunu Ha B2B peiHke.

KiroueBble c/ioBa: MapKETHHI; MapKETHHIOBasi CTPATETHsl; MPOIBIKCHHUE TOBapa;
B2B-pbiHok; 6usHec cermenT; digital-mapkeTunr.
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ABSTRACT
The article deals with the actual problems of product promotion in the business
segment market. Analyzed approaches to the formation of a marketing strategy in the
B2B market. The main difficulties of product promotion in the B2B market are listed.
Analyzed the structure of advertising for the conclusion about the perspective of
individual mechanisms in the promotion of goods in the business segment market. An
example of the structure of a successful marketing strategy for product sales in the

B2B market is given.
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busnec mius Ousneca unmu B2B —
9TO HOBBIM PBIHOK MOTPEOJICHUS, TPHU
KOTOPOM TIPOU3BOJUTEIN CTPEMSATCS
peaqn3oBaTh CBOIO IPOAYKIIUIO WJIU
yCIIYTM HE Ha KOHEUHOM MOTpeduTere,
a Ha JIpyroM OH3HECE, KOTOPOMY 3TH

IPOTYKTHI HY>KHBI. Cdepa
NEeATEIBHOCTH MapKeTOJIOIOB
KOMIIaHUH, KOTOPBIE MMEIOT LIEIEBOTO
notpeburens B2B otpacim — 310
OM3HEC-CErMEHT, YPOBEHb  BIIMSHUS
KOTOpPOrO  BO3pacTaeT ¢  KaXKIbIM
rOJIOM.

Ha ceropnsimnuii neHb, YpOBEHb
PBIHOYHOW KOHKYPEHLMH BO3pacTaeT
U3-32 4YEro BO3HUKAIOT MPOOJIEMbI
IPOJBIKEHUS TOBapoB Ha priHke B2B.
Ecniu panee, mnpemioxeHnus ObLIH
OTrpaHUYEHbl B CBOEM BBIOOpE, TO Ha
JTAHHBIH MOMEHT, BO3HHKAIOT
KOHKYPEHTHbBIC IPEIIIOKEHHUS:
MPOU3BOJIUTENIM  BEAYT OOprOy 3a
OTpaHUYEHHBIN CIPOC, YCTAHABIUBAIOT
0oJiee HUBKYI0 LEHYy M NpeaaaratoT
JOTIOJIHUTEJIbHBIC JTUBUJICH/IBI B BHUJIC
yCIIYT, TapaHTHUHHOTO OOCIyKUBaHUS,
HNOJJICPXKKH U T.JI.

CyuHocTb pBIHKA B2B
3aKJIFOYaeTCs B TOM, YTO OH paboTaer
HE Ha KOHEYHOIo MOTpeduTens, a Ha

KOMIIAaHUKM  Pa3du4yHbIX chep U
oTpaciien NEATETbHOCTU
(rocygapcTBEHHbIE, YacTHBIE,

KOMMEpYECKUE U HEKOMMEpYECKHUE), a
TaKXK€ JIUI], MOKYTAIOIIMUX JJI IETOBBIX
neneil. Orcroma cienyer oAHa U3
NIEPBOOYEPETHBIX npobiiem, C
KOTOPBIMU CTaJKMBACTCS MAapKETHHT,
CBA3aHHAs C IIPOLIECCOM NPHUHITHUS
pemienus B chepe B2B.

Tak kak peleHue TPUHUMAECTCS
IPYNION 3aWHTEPECOBAHHBIX JIIOJIEH,
BO3HHUKAIOT  CJEAYIOIIUE HWHTEPECHI,
KOTOpbIE HEOOXOJUMO YUHMTHIBATH MPHU
OCTPOEHUU KOMMYHUKATHBHOM
TIOJIATHKH .

- MHTEPECHI OpraHu3aluH
CBSI3aHHBIE C MTOJIyY€HUEM NPUOBLIY;

- WHTEPEC JIFOAEH, YYaCTBYIOLIUX
B IIPOBE/ICHUH JIOTOBOPOB;

- HHTEpeC  KOHKYPHUPYIOIIUX
OpraHu3aIUu.
Haubonee MOMYJISIPHBIM

MHCTPYMEHTOM MPOJIBIKEHHSI TOBAPOB
B cekTope prinka B2B smisercs digital

marketing[4]. OcHoBHas CyTh
«uu(poBOro  MapkKeTHHra» -  3TO
UCIIOJb30BaHUE  TApreTUBHOTO U
UHTCPAKTHUBHOTO  MapKeTHHra IS

IpUBJICUCHHUsS] HOBBIX MOTpeOUTENEH U
yaepIKaHMsI CYIIECTBYOIINX
KaueHTOB[5]. Takue HHCTPYMEHTBI, KaK
SEO, SEMu  KOHTEHT-MapKeTHHT
MO3BOJISIFOT YBEJIMYMTH PEJICBAaHTHOCTD
ouManbHOTO  caiiTa, CONMAIBHBIX
CTpaHHYEK, ¥ TEM CaMbIM, BBIBECTH HX
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Ha TEpBbIE CTPOYKH  TOUCKOBBIX
CTpaHMII, rae MOTEHIMAIbHbIE
NOTPEOUTENN HUIMYT HHTEPECYIONIYIO
1S ce0s1 nH(popMaIuio.

Ho HecMOTpst Ha CTOJB MPOCTOE
yIpaBICHUE digital-mapkeTunrom,
OPEANpUsATAsS TMPOJABUTAIONINE CBOU
TOBapbl Ha pbIHKE B2B cosepmaror
MHOI'O OIIMOOK, U3-3a 4€r0 BO3HUKAIOT
npobaembI[2]. Cpenn  HHUX U
MUHHUMAJIbHOE HCTIOJIb30BaHUE
TPAJANIIMOHHBIX KAHAJIOB MPOABUKCHUS
MPOIYKIIUHA, CPEOd  KOTOPBIX  HE
pekjiaMa, a MPsSMOM KOHTAKT MEXIY
IPOU3ZBOJUTENIEM U  MOTpeOUuTeneMm.
[Tockonbky  B2B  pbIHOK  HUMeEeET
noTpeduTesne Oosplero maciiraoa,
MOTEHIIMAIIBHOE KOJIMYECTBO KIMEHTOB
HE CTONb Oojbiiee. B cBsizu ¢ 3TuM,

BO3HHKACT BO3MOXHOCTB IIpsAMOTO
B3aHMOI[ei/’ICTBH$I, BBCACHUA AHajiora nu
IIOHUCKa OIITUMAJIBHBIX TOYCK

B3aMMOBBITOJJHOTO COTpyIHUYeCTBA[7].

[ToMmuMO 3TOrO, CYIIECTBYIOT
OTICNbHBIE  MPOOJIEMBI,  KOTOPBIC
kacatorcsi umeHHo digital-mapkerunra,
UCTIOJNB3YIOMIETOCS TIPH TIPOJIBYKCHUHN
TOBapOB Ha peiHKE B2B:

- BBICOKME  3aTparThl  Ha
00paboTky OoJbmux aaHHbIx (BigData
— 3TO HaOOp TEXHOJIOTUH,
UHCTPYMCHTOB u METO/IOB,
NpeIHA3HAYCHHBIX  JJISI  PCIICHUS
npobsieMbl  00pabOTKM  OOJBIINX
00BeMOB JTaHHBIX) [6];

- HEO0XO0IUMOCThH
UCIIOJIB30BAHUST  COIMAIIBHBIX  MEJHa
(KFOYEBBIM ~ MHCTPYMEHTOM  JUIA
peanu3any MapKETHHTOBOTO ITUTaHA C
YYETOM COITHAIBHBIX CETCH SIBIISICTCS
SMO. Socialmediaoptimization (SMO)
— 3TO TPOIECC MPOABIKEHUS JINYHOTO
caiiTa B colMaIbHbIX Meaua) [1];

- CII0KHOCTb HaCTPOMKH
ONTUMAJIBHOTO TapreTHHra ayAuTOPHUU
WM KOHKPETHBIX TIPOYKTOB;

- 3aIuTa MIPUBATHOM
uHopMamu;

- CJIO)KHAsi CErMEHTAIIMsI 11eJIEBOM
ayIUTOPUM, WIM TPU TPOJABUKECHUU
OTJENbHBIX TMPOJYKTOB — TOJHOE €€
OTCYTCTBHE;

- mpoaaxa CIOXHBIX WU
crenu(prUIecKrX TOBapOB, HEMOHATHBIX
JUIs KOHEYHOTO MOTPEOUTEIS;

- CJIO)KHOCTh OIICHKH
3 pekTUBHOCTH pacxojioB Ha
MapKeTUHTOBYI0  CTpaTeTHi0  M3-3a

HaJu4usl 3aTpaT Ha HETPAAUIMOHHBIC
pEeKJIaMHbIE KaHaJbl, KaK COOBITHIHBIN
MapKETHHT;

- HEYAOBJIETBOPEHHOCTh
PaHXUPOBAHNE ONCKOBUKAMH.

Jloka3zaTenbCTBOM  TOrO, 4YTO
npoOJieMbl MPOJBUKEHHUS TOBAPOB Ha
peinke B2B cBsizanel co  cnmaboit
OpHUEHTaLMEN Ha LIEJIEBOTO
NOTPEOUTEINST SBJISIETCS U CJIEAYIOIIAst
CTAaTUCTHKA, KacaemMo JOJHM KaHaJoB
MapKETUHTOBOM CTpaTerud Ha PBIHKE
Ou3HeC-CerMeHTa!

- 35% - TUYHBIC POJIAXKU;

- 25% - COOBITHIHBIN
MapKETHHT;

- 22% - UHTepHET-MapKETUHT;

- 10% - direct-mapkeTuHr;

- 8% - Meama-MapKETHHT.

Takum oOpa3zom, OCHOBHas J0JIs
MPOJIAKU TIPOAYKIIUN OM3HEC-CErMEHTa
MPOUCXOJUT Yepe3 JIMUHbIE BCTPEUU U
T.X., event-mapkeTuHr 3aHUMAEeT
BTOPYIO mno3uuuto. Ilpu sToMm, moss
digital-mapketunra gume 22%, 9TO
TOBOPUT O TOM, YTO KOMITAHUHU
MpOJIBUTAIONINE CBOM TOoBaphl Ha B2B
pPbIHKE HWMEIOT CIIMIIKOM KpYITHBIE
OIO/KEThl Ha WHTEPHET-peKiIaMmy, HO
Opu O3TOM, T[IOJYy4YarOT HE CTOJb
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BBICOKHMI OXBaT CBOMX NOTpeOUTENeH,
TOTOBBIX MPUOOPECTH TPOIYKIHUIO.

B wmemom ke, yCHELIHBIN
IpoLeCC MPOJABMKEHUS ToBapa Ha
peiHke B2B  3aBucuTr or  Tpex
KJIFOUEBBIX TAIOB!

- Y3HaTh MOTPEOHOCTU KIMEHTOB;

- IEPCOHAJIU3UPOBATh MOKYIKH
B2B:;

- obecneunth  ObICTPOE U
Ka4eCTBEHHOE  B3aUMOJAECHCTBUE  C
KJIINEHTOM.

Taxxe, MapKETUHTOBOE
areHtctBo PowerBranding mpeanaraer
TPEXA3TallHyl0D  MOJENb  YCIEUIHOH
NpoJaku ToBapa Ha pbiHKE B2B wu
yAEpKAHUS KIUEHTOB JJIsI MOBTOPHOM
peanu3anuu:

- IIEPBBIM YPOBEHb — IIOCTPOCHUE
TECHOU CBsI3U c KJIINEHTOM
(HEOOXOIMMO TMOHATH MOTPEOHOCTH H
MIPEIUIOKATH JIy4Ylllee PEIICHHUE IS €€

YAOBJIETBOPEHUS, HEO00XO0IUMO
JEMOHCTPUPOBATh yMEHHE CIyIIATh
KJIMEHTA u MMOHUMATh ero
MOTPEOHOCTH, VIS [IOCJIETHETO
11eJecoo0pa3Ho UCTOb30BaTh JTUYHBIC
KOHTAKTHI);

- BTOpOH YpPOBEHb — YOEKJICHHE
B pe3ynbTaTe (HECOOXOAMMO CO3/1aTh
OTJIMYHOE u MIPEBOCXOTHOE
penyioxkeHne, yoenuTb B JOCTHKCHHUH
pe3ynbTaTa npu NpuoOpEeTEHUN TOBapa,
chopMupoBaTh B CBOEM  JIMIIE
HaJIC)KHOTO, JTOCTOMHOTO u
BBICOKOIIPO(ECCUOHAIBHOTO
napTHepa);

- TPETU YPOBEHb —
IPOJIEMOHCTPHUPOBATH KEITaHHEe
COTPYJHUYECTBA (HE0OX0IUMO
MOMOTaTh Pa3BUBATh OW3HEC KIMEHTA U
MPEIOKUTh HOBBIE UJEH, METOJIBI,

MEXaHU3MbI €ro pocTa, MaKCHUMalbHO
YOPOCTUTH MPOLECC MOKYIKHU/TIPOJIaXKU
npeajiaraeMoro  ToBapa U OBITh
POAKTUBHBIM u OT3bIBUMBBIM
HapTHEPOM OHM3HEca KIIMCHTA).

CoBpeMEHHBIN 3Tall PBIHOYHOM
SKOHOMHUKH TMpPEANojaraerT akTUBHOE
BHEJIPEHHE KAHAJIOB MPOJIa’)k T'OTOBOI
OPOAYKIIMM HE TOJIBKO KOHEYHOMY
MOTPEOUTENIO B JIMIIC HACEIICHUS, HO H
cyOBeKTam X035 CTBEHHOU
NEATEIIbHOCTH, BBICTYIAIOIINX
MOTPEOUTEISIMU OTIPEJICTICHHBIX BUIIOB
ToBapoB U yciyr[3]. B cBsa3u ¢ atum,
aKTyaJbHBIMH BBITJISIIUT pa3paboTka
MEXaHHU3MOB MPOJBUKEHHS TOBAPOB HA
peiike B2B. Ho, kak mnoka3bIBaer
OTEYECTBEHHAS u 3apyOekHast
NpPaKkTHKa,  COBPEMEHHBIH  PBIHOK
Ou3HEeC-cerMeHTa uMeeT CBOM
OpPEANOUTeHUsT TMpPU  MNOTPEOJICHUN
TOBApOB, KOTOPHIE YYUTBHIBAIOTCA HE
BCEMU MIPEANPUITUIMH.

bomee TOro, B CTaHmAPTHBIX
CUTYaIHUsIX, KOMITaHUs UMEeT
npoOJjieMbl TMPOABWKEHHS TOBapa Ha
peiHke B2B. B ocHOBHOM, NpUYMHOMN
SBJSIETCS OTCYTCTBUE OIPEAECICHHBIX
CHEIHUAJINCTOB, OI0KETA WIH
HEMPaBUJIBHBIA BEIOOP MapKETUHTOBBIX
KaHaJIOB M WHCTPyMEHTOB. Tak, mpu
aHaJIN3€ CTPYKTYPbl PEKJIaMbl, OBLIO
YCTaHOBJICHO, 4TO HauboJee
ONTUMAJILHBIM METOJIOB MPOIABUKECHHUS
TOBapa Ha pBIHKE OU3HEC-CErMEeHTa
BBICTYIIAIOT JIUYHBIC KOHTAKTHI,
MEPOIPUATHUSA 51 COOBITUIHBIN
mapkeTuHr. Ho, ¢ ydeTrom Tekymmx
TEHJICHIIMA, Bce OOJbIIEE  YHCIIO
npeanpustaid  Poccum  umyTt cBOMX
KJIMEHTOB Ha B2B pblHKE C MOMOUIBIO
digital-mapkeTunra.
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