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Kokopa A. C., kana. ekoH. Hayk Muxaiienko O. I'.
Jninpoescwvkuii Hayionanvruti yHieepcumem imeni Onecs I'onuapa (Yrpaina)
B2B E-COMMERCE SIK TPAUBEP TPAHC®OPMAIIII
MIZKHAPOJIHOI'O BIBHECY

CydacHull PO3BUTOK LU(PPOBUX TEXHOJOTIN 3HAYHO TpaHchopmyBaB Oi3HeEc-
cepenoBHIIe, 30KpeMa chepy eIeKTpOHHOT KoMepIlii. SIKio paHimie OHIaiH-TOPTiBIIA
acorriroBanacs rnepeBaxHo 3 B2C (business-to-consumer) CerMeHTOM, TO ChOT'OJIHI
Bce Outbiry poib Bijirpae B2B (business-to-business) e-komepiiis. B2B-matdopmu
CTaNHM KIIOYOBUMH 1HCTPYMEHTAMH JUIsl ONTHUMI3allii Oi3HEC-TPOIeCiB, 3HIKCHHS
BUTpAT Ta PO3LIMPEHHS pUHKIB 30yTy. [mobanbumit punok B2B e-commerce cTpiMko
3pocTae, iepeBuIyroun 3a oocsiramu cermeHT B2C. Le 3ymoBneHo Takiumu (hakTopami,
SK aBTOMAaTH3aIlisd 3aKyMiBeJib, BUKOPUCTAHHS IITYYHOTO 1HTEJEKTY, 1HTETpallis
MapKeTIUIEHCIB Ta Mepexi MiAnpueMcTB Ha IUGPOBI Mojeni crhiBmpaii. Boanouac

y PI3HHX KpaiHaxX ICHYIOTh BIIMIHHOCTI B PETyJIOBaHHI, piBHI uudpoBizauii Ta
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Tom 3. ENIEKTPOHHA KOMEPLIS TA ®IHAHCOBI MEXAHI3MWM 3ABE3NEYEHHA
BIAHOBJIEHHA EKOHOMIKU YKPAIHU B CYHACHUX YMOBAX

MIX01ax 70 BeAeHHs Oi3HeCY, 0 BIUIMBAE Ha 0COOIMBOCTI po3BUTKY B2B e-commerce
y CBITI.

B2B (Business-to-Business) enekTpoHHa KoMmepIlis — 1€ 0i3HeC-Mojielb, IO
nepeadoayae KOMEpIIHHI BITHOCMHM MIDXK JIBOMa KOMITaHISIMH 4epe3 1HTepHeT. Ha
Biaminy Big B2C (Business-to-Consumer), ae TOBapW 4Yd TMOCIYTH MPOAAIOTHCS
KIHIIEBUM CHOKKMBauyaM, y B2B Tpan3akuii 311HCHIOIOTbCS MIXK mianpueMcTBamu. Lle
MOXYTb OYTH BUPOOHHKH, TUCTPHO'IOTOPH, OMNTOBI MOCTAYaIbHUKH, JIOTICTHYHI
KOMIIaHii Ta 1HII y4aCHUKH Oi3Hec-ekocucTeMu (puc. 1). B cydacHux ymMoBax po3BHUTKY
nudpoBux TexHosoriii B2B-cekTop 3a3Hae 3HauHUX TpaHcpopmarlii, mepexoasiun Ha
aBTOMATH30BaHI OHJaWH-TIaTGopMu, sKI 3a0€3MeuyloTh €(PEKTHUBHI MEXaHI3MHU
B3a€MOJIiT MIJK KOMIIaHisIMU [4].

B2B Mapketruieiicu
(Amazon Business,
Alibaba)

KopnapoTtusHi
kmeHTH (Retail,
HoReCa)

ITocrauansHUKH
(BUpOOHHKH,
JHUCTPUO'TOTOPH)

Jorictuka (DHL ITnaToKHl CHCTEMH

(6aHKIBCBHKI

CKJIaJICBKI CEPBICH) Hepexasm, PayPal)

Puc. 1. Enementn B2B e-commerce, cCkj1aieHO aBTOPAMH HA OCHOBI [4]

OcHoBHUMU XapakTepucTukamu B2B enekTpoHHOT KOMEpIIii € CKIIaH] MPOIIeCH
YKJIaJIaHHs yTOJl, OCKUILKA KOMIIaHIi 4acTo MOTPeOyIOTh 1HIWBIIYaJbHUX YMOB CIIiB-
mpaili, CreriagizoBaHUX KOHTPAKTIB Ta y3ro/KEHUX JIOTICTUYHUX cxeM. Ha BiamiHy
BiJ mBUAKUX TpaH3akiiil y B2C, npouec kymnimi B B2B Moxe 3aiimatu THxKHI a0
HaBITh MICSILIl, OCKUIbKU PIIIEHHS MPUAMAIOTHCSI KOJIEKTUBHO, a caMi 3aKyIIiBIl MaiOTh
crpareriyauii xapakrep. Takoxk yrogu y B2B 3a3Buuail mependavaroTh BETUKI 0OCATH
TOBapiB a00 MOCIIYT, 10 MPU3BOAUTH JI0 BUIIOI BAPTOCTI KOXKHOI TpaH3akiiii. Came Tomy
013HecH B IIbOMY CerMeHTI yacto BUKOpucToBytoTh CRM-cuctemu (CRM-cucrema — 1ie
croci0 yIpaBJIiHHS B3aEMOBITHOCHHAMH 3 KITIEHTaMU Ta OMTHMI3aIlii 613HeC-TIpOIeciB)

ta ERP-pimenns nis aBromarusanii nporeciB (ERP-pimenHs nporpamue pimeHHs,
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o0 00’€Hy€ PI3HI 1HCTPYMEHTU Ui YNPABIIHHS BUPOOHMYMMH MPOLIECAMH, MEPCO-
HaJIOM, TTOCTaBKaMH, MPOJIa)kaMUu, MAapKETHHTOM, JIOTICTUKOIO, (DiHAHCOBUMHU TIO-
Tokamu) [1].

[Ie omHiero BaxkmBOIO ocoOmmBicTio B2B € nepconanizoBanmii miaxij 10 KJIi€HTIB.
Sxumo y B2C xommaHisi OpIEHTYEThCS HA MIMPOKUM PUHOK 1 ParHe 3aJy4YUTH SKOMOTa
OublIe CriokuBayiB, TO B B2B KoKeH KIIEHT € CTpaTeriyHUM MapTHEPOM, IO BIUIUBAE
Ha noBrorpuBaii Oi3Hec-nporiecu. lle o3nagae, mo B2B-koMmanii akTHBHO BUKOPHC-
TOBYIOTh KOHTEHT-MapKETUHI, BeOIHApH, MEPCOHAI30BaHI KOMEpIIHHI MPOMOo3ullii Ta
aHAJIITUKY MOBEIIHKH KJIE€HTIB JJ1s1 HOOY0BH JOBMOCTPOKOBUX BiHOCHH. Kpim TOTO,
BOXJIMBY poJib y B2B-komyHikaliii BiirparoTh crieliani3oBani wiatdopmu, siki 3a0e3-
MEeYyI0Th 3PYYHMI TMONIYK MOCTAa4YajJbHUKIB, BEICHHS NOKYMEHTalli Ta 1HTErparito
3 (hiHAaHCOBUMU Ta JIOTICTUYHUMH cepBicamiu [2].

I'nmo6anpuuil punok B2B e-commerce nemoHcTpye BUOYXOBE 3pOCTaHHS, JI0-
csararoun y 2024 poui 30,42 tpis. goa. CIIA, mo 3Hauno nepeuiye oocsiru B2C
e-commerce. OuikyeThes, 110 10 2029 poky puHOK csirHe 66,89 tpiH. qoi. CIIA, 1o
MaiKe BBIUl MEPEBUIILY€E MOTOYHI MOKA3HUKU. TEeMIU 3pOCTaHHS TAaKOX BPakKalOTb:
y niepioz 3 2023 o 2024 pp. puHok Bupic Ha 16,3%, a mporHo3oBaHuii cepeIHbOPIYHUI
temn 3poctaHHs (CAGR) y 2024-2029 poxax cknane 17,1%. JlinepoMm y chepi
B2B e-commerce € Asiarcbko-TuxookeaHcbkuil perioH, sikuii y 2023 pomi
3aiimaB 78% r11100a1bHOrO 00CATY pUHKY, ToAl siK [liBHIYHa AMepuka ctanoBuia 15%,
a €ppomna — 6,3%. Y CIIA o6csr B2B e-commerce y 2024 pori gocsirae 4,04 tpiH.
non. CIIA 3 nporaoszom 3poctanns 10 7,53 tpan. non. CIIA y 2029 poui, npuaomy
yactka B2B-cermenty cranoButh 74,6% BiJ 3arajJbHOrO 0OCSTYy e-commerce B KpaiHi.
Crpimkuii po3BuTok B2B e-commerce 3Ha4yHOIO MIpOI0 3yMOBJICHUN 3POCTaHHSIM
MapkeTmuieiciB: 'y 2023 pomi Amazon Business 3redepyBaB 35 mupna. mon. CIIA
nponaxis, a 88% B2B-moxyniiB 3A1MCHIIN NPUHANMHI OJHY MOKYIIKY 4Yepe3 OHJIaiiH-
mapketmuieiicu. Kpim toro, 35% kommnaniii BUKOHYIOTh ToHa 50% CBOiX 3aKymiBesb
y mudpoBoMy dhopmMmari, 10 MiATBEPHKYE 3arajibHy TEHACHIIIIO 10 aBTOMaTH3aIllil Ta
onTuMizarli 6i3Hec-mporiecis [3].

Opniero 3 rojoBHUX mepeBar B2B enekTpoHHOI KOMeEpIli € MOXIMBICTh ONTH-
Mi3amii Gi3Hec-POIECiB 3a paxyHOK aBTOMaTu3aiii. BUKOpUCTaHHS eIeKTPOHHUX
mwiatGopM Ja€ 3MOry KOMIAHISIM CHPOILyBaTH IPOLIECH 3aKyIiBEb, aHaTI3yBaTH

MOBE/IIHKY MOKYTIIIIB, KEPYBaTH 3allacaMH TOBapiB 1 MPOTHO3yBaTH monut. Kpim Toro,
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BUXiJ] HA OHJIAWH-PUHOK J03BOJISIE 3HAYHO PO3IMIUPUTH reorpadiro 613HeCY, OXOILTIOI0YH
KIIIEHTIB 3 PI3HUX pErioHiB 06e3 HeoOX1AHOCTI (i3nyHOi nmpucyTtHOCTI. Lle ocobauBo
aKTyaJIbHO JUIsI MDKHApPOAHMX KOMIAHiM, sSKi MOXYTh 3iHCHIOBATH TMOCTa4aHHS
TOBapIB Yepe3 Creliali3oBaHi MapKeTIUICHCH Ta OHJIaMH-01pxKi [5].

IIpote, pa3om i3 nepeBaramu B2B enekTpoHHa KoMmepIlis Ma€ 1 CBOi BUKIIMKH.
OpHi€ro 3 TOJOBHUX MPOOJIEM € 1HTerpallis oHlalH-aTdopm 3 icuyrounmu ERP- Ta
CRM-cucremamu, OCKUIbKM KOXKHA KOMIIaHISl Ma€ BJIACHI O13HEC-TIPOLIECH, SIKI MOXKYTb
cyTTeBO BiapizHatucs. llle ogHi€0 BaXIMBOIO MPOOIEMOIO € Oe3leKa JaHuX, amke
KoMepiiiiiHa iHdopmMallis, yroad Ta (iHAHCOBI JOKYMEHTH MOBHHHI OyTH HaIIHHO
3axuieHi. Tako)k HEOOXI1JHO BpaxOBYBaTHU IIBHJIKY 3MiHY PUHKOBHUX YMOB: KOMIIaHii,
AKI HE aIanTyIOThCS 0 Cy4acHHUX LU(POBUX TPEHIIB, PU3UKYIOTb BTPATHUTH KOHKY-
PEHTH1 TTO3UIIIi

s edextuBHOTO TIpocyBaHHsT B B2B-cerMeHTi KoMIaHisiM HEOOX1THO BUKOPHC-
TOBYBATH CIEIlalli30BaHl MapKETUHTOBI cTpaTerii. OQHUM 3 FOJIOBHUX 1HCTPYMEHTIB
€ KOHTEHT-MapKETHHT, KU J03BOJISIE CTBOPIOBATH EKCIIEPTHHUN IMIK KOMIIaHil yepes
nyOmikanii OJ0riB, KeWc-CTaal Ta aHaNITHYHUX MaTepiaiiB. Takok BaKJIUBY pOJb
Biairpae SEO-mpocyBaHHS, sSIKe JOTIOMAarae MiJIBUIIUTH BUJUMICTh CalUTy Yy MOIIYKOBUX
crcTeMax. BUKoprCcTaHHS pekilaMu B MOITYKOBUX CUCTEMax Ta Ha TEMAaTHYHUX pPecypcax
Ja€ 3MOTY IIBUJIKO OXOIUTH IiJILOBY ayJuTOpPil0, a email-MapKeTHHT J03BOJIsIE
MATPUMYBATH 3B’5I30K 13 KJIIEHTaMHU Ta 1HPOpMyBaTH iX mpo HOBI mpono3uiiii. KpiM Toro,
y B2B akTHBHO BHKOPUCTOBYIOThCS colliajibHl Mepexi, Taki sk LinkedIn, siki mo-
MIOMAararoTh BCTAHOBITIOBATH JIUIOBI KOHTAKTH Ta 3aTy4aTy MOTEHIIIHHUX MapTHEPIB.

Opnak, y cydacHomy B2B-cepenoBuiii 0JHOTO JUIIE BUKOPUCTAHHS OKPEMHUX
MapKETHHTOBUX 1HCTPYMEHTIB HEIOCTATHBO. bi3HEC-KIIEHTH OYIKYIOTh O€3IIOBHOTO
Ta 3pYYHOTO JOCBiAY B3a€EMOJIii, HE3aJIEKHO BiJl TOTO, KW KaHAT BOHH OOMPAIOTH
JUIs KOMYHIKAIii 91 3M1MCHEHHS 3aKkymiBeiab. Came TOMy BCe OUTBIIIOTO 3HAYCHHS
HaOyBae OMHIKaHaJbHUM MIiAX1J, SKAW [O3BOJIAE KOMIIaHIAM IHTETPYBaTH pi3HI
KaHaJM MPOJaXiB 1 MAPKETUHTY B €IUHY eKocucTeMy. Lle mae MOXIHUBICTh KITl€HTaM
B3aEMOIATA 3 OpeHIIOM Yy OyAb-SKUI 3pYyUYHHMM JJI1 HUX Crocid — udepe3 BeOCauT,
email, coriaabHI MEpexkKi, 0COOUCTI 3yCTpIdl UM MapKETIICHCH, MPH 1IbOMY OTPUMYHOYH
y3TO/UKEHHUH Ta MepCOHaNIi30BaHUN JOCBI/I.

3rigHo 3 pociipkeHHsM McKinsey, oMHIKaHaIbHUI TiAX1] CTaB BU3HAYAIbHUM

dbaxTopoMm 3poctanHs y chepi B2B. Kommanii, siki BUKOPUCTOBYIOTh KijIbKa KaHaiB
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MIPOIAXKY, 30UTBIITYIOTH CBOIO YaCTKy PUHKY 3HAYHO IBHUJIIE, HIK Ti, IO 30CEePEHKEHI
JUIIEe HA TPaAMIiHHUX MeTonax. [[pudoMy 1 TEHACHIS OXOILUTIOE BCl CETMEHTH —
HE3aJICKHO BiJ Tay3l, po3MIpy KOMIIaHii 4u cTajii crhiBmpaii. BogHodac cydacHi
KJIIEHTH MEHII JIOSUTBHI J0 MOCTa4yajabHUKIB 1 TOTOBI 3MIHIOBAaTH MapTHEPIB, SKIIO HE
OTPUMYIOTh BHCOKOSIKICHOTO OMHIKaHAJIBHOTO OOCTyTOBYBaHHs [6].

B2B enextpoHHa KOMeEpLis CTPIMKO PO3BUBAETHCS, TPAHC(HOPMYIOUM TpaauIiiHI
013Hec-MOJenl Ta CHPUAIYM aBTOMATH3allli MPOLECIB 3aKyIiBelb, yHIpaBIiHHS
MOCTaUaHHAM 1 MepCcoHATI3aIll B3aEMOJIl 3 KIIIEHTaMHU. 3aBASKH PO3BUTKY MapKeT-
nieiiciB, BukopuctanHiro CRM- 1 ERP-cuctem, nepcoHanizoBaHOMY MiIX01y Ta
OMHIKaHAJbHUM CTPATET1sIM, KOMITaHii MOXYTh €(EKTUBHIIlIE MacIITaOyBaTH CBOIO
JISUTBHICTD 1 MIABHUIIYBAaTH KOHKYPEHTOCTIPOMOXHICTb. Kpim Toro, nndposi miardopmu
BIIKPHBAIOTh HOBI MOXIJIMBOCTI JUIi MDKHAPOAHOI TOPTIBIIL, J03BOJISAIOYH HiAIPUEMCT-
BaM BUUTH Ha TJI00aJIbHI PUHKH 0€3 He0OX1THOCTI (p13MYHOT MPUCYTHOCTI.

Bonnouac B2B e-commerce cynpoBOIKYEThCS HU3KO BHKJIWKIB, TAKUX K
IHTerpaIis CydyacHHX TEXHOJIOTiM y Oi3Hec-mpoliecu, KidepOesneka, BiIMOBIIHICTh
PETYISTOPHUM BHUMOTaM Ta aJamTarlis 0 3MIH Y CIIOKHBYIN MOBEMIHIN. Y CHIITHI
KOMIIaHii B IIbOMY CETMEHTI 30Cepe/KYIOThCSI Ha IHHOBAIIISIX, TOKPAILEHH] KI1EHTCHKOTO
JIOCBily Ta BIPOBAPKCHHI THYYKHX CTpAaTETi B3a€MOIi, IO TO3BOJISIE IM IIBUIKO

pearyBaTy Ha pUHKOBI 3MIHU Ta yTPUMYBATH JIJEPChKI MO3MIIII.
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