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BIIJINB KAHAJIIB EJIEKTPOHHOI KOMEPIII HA
KOHKYPEHTOCITPOMOKHICTb B2B NIAIIPUEMCTB

CydJacHMI CBIT CKJIAJIHO ySIBUTH 0€3 Takol chepr eKOHOMIKH K €JICKTPOHHA
koMepuis. [i yacto moB’a3yroTh came 3 B2C punkom, xoua ans B2B migmpuemcTs
1€ TaKOX J0JIaTKOBAa aKTUBHICTb, sika Mae 0araTo MEpCIEeKTHB Ta y 3HAYHIA Mipi
3MIHIOE BIZHOCUHM MK (hipMaMu Ta mignpueMcTBaMu-nokynismu. [lo-nepie, uei
MAX11 TOJIeTITy€E MOIYK iH(hOopMallii, OCKITbKH Ha BeO-cailTi HaJaeThCsl JOCTYII 10
BIIOMOCTEN PO MPOIYKIIiI0, MOCTaYaIbHUKIB, TOcepeHUKIB Toulo [ 1, c. 439]. [1o-
apyre, eilekTpoHHa komepuis y B2B 3abe3nedye kiieHTam Kpaliuii JOCBIJ
B3a€MO/Ii1 3 KOMITAHI€IO 3aBISKH MIBHUIIIOMY 3BOPOTHOMY 3B’ 513Ky [2].

Komnu enexrponna komepiiist y B2B nuiie nounnana po3BuBaTucs, OUTIIICTb
HiAMPUEMCTB MaJId CYMHIBH II0JIO0 i1 BIPOBAIXKEHHSI, OCKLIBKU O0SUCS KOH(IIKTIB
3 yqacHUKamMu (i3WYHUX KaHaliB. [[7s Toro, mo0 30epertd OCHOBHHMM KaHal Ta
oM’ SIKIITUTH HETaTUBHUM BIUIMB Ha MPOAAXi, MIANPUEMCTBA MOTJIM 3aCTOCYBATH
IIIOHAMMEHIIIe TPH CTPATETIi, 3 SKUX: (POpMyBaHHS PI3HUX ACOPTUMEHTIB odJIaiiH Ta
OHJIaMH, 30UIBIICHHS KOMICIHHMX TIOCEpeIHUKAM 1 Tepeaada IocepeaTHUKaM
000B’sI3KIB JOCTaBKHU Ta OTpUMaHHs 1atu [ 1, c. 440].

[To3uTuBHI acmekTd iHTerpanii oHjaiH TopriBimi y B2B naBemeni y
nocmikenni Cyopamaniam Ta [lloy 2002 poxy. BoHo moka3zaio, 1110 BpoBaPKEHHS
BEO-TEXHOJIOTIH [IJIs1 3aKyIiBENb 3HIKYE TpaH3aKI[IHHI BUTpaTH, IOKpAIIlye
npo3opicth iH(MOpMaIii Ta TPHUCKOPIOE KOMYHIKAIII0O MDK MOKYHIIMH Ta
nocravanbHukaMu. Lli cuctemMu 103BOJISIIOTH aBTOMATU3YyBaTU IMPOIIEC 3aKYMiBETh
Ta TOCWJINTH KOOPJMHAIIIO 3 MapTHEpPAMH Yy MapKETUHTOBOMY KaHali. Y Takuii
croci0 3MIACHIOETHCS ONTUMI3AIlisl TIOCTABOK, SIKa J0MoMarae OyayBaTH THYYKIITY
CTpaTerito Ta TOKpAaIlyBaTH oOIepaiiiHy edeKTUBHICTh, 3aBISKH YOMY 3pOCTA€E
KOHKYPEHTOCIIPOMOXHICTH mianpueMcTsa [3].

VY nocnmimkenni Anbpybae Ta Anbmai6bi 2012 poxy MNpOCTIIKOBYHOTHCS
nmoi0HI BUCHOBKM — BHKOPUCTaHHS OHJIAWH TIATGOPM MOJETITye KOMYHIKAIIIIO,
KOOpPJIMHAIIII0 Ta TpaH3akiii 3 Oi3Hec-mapTHepamu. KpiM TOro, mo TEeXHOJIOTii
EJIEKTPOHHOT KOMEPITii MOKPAIyIOTh 0OMiH 1H(POPMAITIEID, BOHU TAKOX JO3BOJISIOTH
OpraHizaIlisiM pO3IIUPIOBATH CBOIO MEPEXKYy MOCTAYAIPHUKIB Ta KIIIE€HTIB. Maroun
Kpamuii JOCTyN J0 PUHKY 3MIIHIOETHCS KOHKYPEHTHE TOJIOKECHHSI MIATPUEMCTBA
[4].

VY miacyMKy, BOPOBAKEHHS €JIEKTPOHHOI KOMEPITIi HaJae HOB1 MOKIMBOCTI
st po3Butky B2B mimmpuemcTB. Taka iHTerpamiss OnTHMIi3ye BUKOPHCTAHHS
pecypciB, TOKpalllye€ B3a€EMOJIIF0 3 KJIIEHTAaMU Ta CIPUSIE YIOCKOHAJICHHIO
norictuku. OHIAH TOPTiBs CTaja YaCTUHOK YHPABIiHHSA 013HECOM, 103BOJISIIOUN
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JOCSTAaTH KpaIIUX Pe3ysIbTaTiB Ta BUAUISTHCS HA PUHKY cepell KOHKYPEeHTIB [5, c.
58].
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MAPKETUHIOBI JOCJIIUKEHHS PUHKY
CLJIbCBKOT OCTIOJIAPCHLKOI MPOAYKIIIi: CYYUACHUIT CTAH TA
TEHAEHIII PO3BUTKY

CydacHuil eTan po3BUTKY €KOHOMIKA YKpalHU XapaKTepPU3Y€EThCS BHCOKUM
piBHEM HEBU3HAYEHOCTI, TpaHCHOPMAIIHHUMHU TMpolecaMd Ta TMOCUICHHSIM
KOHKYpEHIlli Ha pHUHKY. Y TaKMX yMOBaxX OCOOJIMBOTO 3HAa4YeHHS HAOyBalOTh
MapKETUHTOBI JIOCTIDKEHHS, $KI 3a0e3MedyroTh MiIMPUEMCTBA HEOOXITHOIO
iHbOpMAITIErO A NPUAHHATTS e(DEKTUBHUX YIPABIIHCHKUX pillieHb. BiamoBiaHo 10
nigxoxis Philip Kotler, MapkeTHHroBi IOCHIIKEHHS BUCTYHAlOTh CHCTECMHHUM
IHCTpYMEHTOM 300Dy, aHali3y Ta IHTEpHpeTaIlii JaHUX MPO PUHOK, CIIOKUBAYIB Ta
KOHKYpeHTiB [1, c. 24].

PuHOK CimbChKOTOCTIONAPCHKOI MPOAYKINL € OJHUM 13 KITFOYOBHX CEKTOPIB
eKOHOMIKM YKpainu, 1o (opMye 3HAYHY YACTUHY BHYTPIINIHBOTO BajOBOTO
MPOIYKTy Ta 3a0e3medye MpooBOJIbYY O€3MeKy aepxkaBu. 3a gaHumu JlepxaBHa
ciyx0a CTaTUCTHKU YKpaiHH, arpapHUil CEKTOp CTaOUTBHO 3aiiMae BaXKIMBE MiCIIe
B CTPYKTYpl €KOHOMIKHM, a BUPOOHMIITBO IUIOJIOBO-ATIHOI MPOAYKIlli, 30Kpema
A0JTyK, IEMOHCTPYE BIAHOCHO CTaOUIbHY TUHAMIKY [2].

Oco0NMBICTIO MAPKETUHTOBUX JOCIIIKEHb Y c(hepl CUTbChKOTOCIIOaPChKO1
MPOAYKI[li € BpaXyBaHHS CE30HHOCTI BUPOOHUIITBA, 3aJEKHOCTI Bl MPUPOIHO-
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