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TEOPETHUYHI 3ACA/IN B2B MAPKETHUHI'Y
HA CYUACHOMY ETAII PO3BUTKY

O. 10. YCTbsIH

KaHJIU/IaT CKOHOMIYHUX HaYK,
®diznynHa ocoda-miaIpueMerb

Anomauyia. Mema cmammi nonaeac y nepeocMucienti Okpemux meopemudnux 3acao B2B mapkemuney na cy-
yacrnomy emani po3gumky cycninecmed. Memoouka docniocenns. 11i0 yac nposedents 00CiOHNCeHHsL 3ACMOCO-
8YBANUCA HACMYNHI MEMOOU O0CTIONCEHHA. aDCMPAKMHO-TO2IYHUL, CUCTNEMHO-CIMPYKMYPHULL, Memoo aHAN02il,
CMPYKMYPOBANUX | HeCMPYKMYPosanux cnocmepesiceivb. Pesynvmamu. B oaniti cmammi 6yau npoananizoeami me-
opemuuni 3acaou B2B mapremunezy. 30kpema 0ocniodxceni HasA6ni nioxoou 0o mpakxmysannsa nouamms B2B map-
KemuHe i 3anponoHo8aHo @nache u3HaueHus. Busnaueni ocHO8HI Kame2opii NOKynyie Ha NPOMUCTOBUX PUHKAX.
Jocniosceri 8iOMIHHOCME MidIC NPOMUCTOBUMU MA CROJcusuumMu punkamu. OOTpyHmosana Heobxionicms adanma-
Yii HAABHUX MeOPeMUUHUX NIOX00I8 00 CYUACHUX YMO8 cocnodapiosanta. IIpakmuuna 3nauywiicms pe3ynbmamie
docnidcenns. Pezynomamu npogedenozo 00CaiONCen s MONHCYMb OYmMu YiHHUMU 0151 NIONPUEMCNE, WO DYHKYIO-
Hylombv 6 B2B cekmopi 0151 cmpyKkmypusayii Mapkemunzo8ux akmuerHocmetl ma nio8uuenHs eqpekmusHocmi map-
Kemun2080i OisIbHOCI 8 HAAGHUX MYPOYIEHMHUX YMOBAX 20CNOOAPIOBAHHSL.

Knrwuosi cnosa: npomucnosuii mapkemute, B2B mapkemune, puHKu 0peanizayiti-CRO#CUSauie, CHOXCUSUUL

Mmapxemune, ocobnusocmi B2B mapxemuney, puHku npooyKyii 6UpoOHULO-MEXHIUHO20 NPUSHAYEHHS.

IMocTanoBka npodieMH B 3arajibHOMY BHIVISIII
Ta 3B’A30K i3 HalBaK/IAMBIILMMH HAYKOBUMHU 4YM
NpPaKTUYHUMHU 3aBaaHHsMu. B2B wmapketunry
TPaIUIIHHO TPUIIIAETHCS MEHIIA yBara 3 OOKy
HAyKOBOi CHUIBHOTH, OCKIIBKH 3aJIMILAETHCS TOLIN-
PEHOI0 AyMKa, IO MPOMHCIIOBI PHHKH € OLTBII KOH-
CEePBATUBHUMH 1 CTa0IIBHUMHU B TIOPIBHSHHI 31 CIO-
JKUBUMMH PUHKaMH. BTiM 3a ocraHHil yac MacmiTad
3MiH Yy CEpEIOBHIINI TOCIIONAPIOBAHHS MPHU3BIB 0
3HAYHHUX 3MiH B XapakTepi pUHKIB Ta MapKEeTHHTO-
BOI JIISUTFHOCTI HA PUHKaX OpraHi3alliii-ClioKNBadiB.
Lle 3ymMOBIIOE HEOOXiHICTH TIEPEOCMUCIICHHS Jesi-
KHX TIOJNOKeHb B2B mapkerunry Ta ajganrarii ix 710
CY4acHHX YMOB.

AHaJi3 OCTaHHIX JOC/TigXKeHb i myOJikamii.
JocmipKeHHIO Pi3HUX acleKTiB Cy4acHOro CEKTopa
B2B npupainena yBara 3Ha4HOI KiJIBKOCTI 3aKOPJOH-
HUX 1 BITYUM3HSHUX aBTOPiB, cepex skux Taki: ®. Kor-
nep [1], K. Kemnep [1], M. Xyt [2], T. Cnex [2],
€. Kpukascwkuii [3], A. Crapoctina [4], O. Teneros
[5], B. Humunuyk [6], H. Yyxpaii [3], 1. boituyk [7],
O. [licHa [8], B. Heuaes [9], T. Crapunpkuii [10],
O. Ocnau [11], b. Hepramtoxk [12].

@®opMyJIIOBAHHS WLijel cTarTi (MOCTAaHOBKA
3aBaaHHs). MeTolo JaHol CTATTi € MePEeOCMUCIICHHS
OKPEMHUX TEOpEeTHYHHX 3acajg B2B mapkerunry Ha
CY4acHOMY €Talli pO3BUTKY CYyCIIiIbCTBA.

Buknag ocHOBHOro marepiajy X0C/IiIkKeHHS
3 MOBHMM OOIPYHTYBAHHSIM OTPHMAHHMX HAYKO-
BUX pe3yabrariB. [Ipu posrmsaai B2B mapketunry
JOLIJBHO TOYaTH 3 aHalli3y MiIXOHiB 10 TPakKTy-
BaHHS camoro noHsATTsa. Abpesiarypa B2B nepekia-
Ja€TbCs 3 aHMIIHCHKOI MOBHU SIK «business-to-busi-
ness», T00T0 «Bin Oi3Hecy no Oi3Hecy» abo «Bix
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MiIIPUEMCTBA 10 MIANPUEMCTBA». To0TO cama
HaszBa TpsIMO BigoOpakae CyTHICTh KOMEpIIHHHX
omeparliif, Ha SKi c(hOKyCOBaHMIA JaHUX BHJ MapKe-
TUHTY. BapTo 3a3HauaTH, 1o 3arajoM B CBiTi HasBHI
aJbTEPHATUBHI TEPMiHM 0 HaliMEHYBaHHS AAHOTO
nmoHATTs: industrial marketing, business marketing,
purchasing marketing, buying marketing, organiza-
tional marketing [3, c. 11]. B ykpaiHChKHUX HayKo-
BHX KOJIaX HaiOITBIIOTO MOITUPEHHS HAOyB TepMiH
IPOMUCIIOBUH MapKeTUHI». 3arajoM JAaHi Tep-
MIHM BHXOISYM 3 iX TPaKTyBaHb MOXXHA BBa)KaTH
TOTOXHHUMH.

[Ipore Ha Hamty 1ymKy, came noHATTsI B2B mapke-
THHT € O1IbIII KOPEKTHUM BUXOISIUHU 3 CYy4aCHHUX pea-
niit. [IpyunHa 1bOTo NOJIArae B TOMY, 110 B CTPYKTYPi
CBITOBOI €EKOHOMIKH CYTTEBO 3pocia cdepa HoCiIyr Ta
iH(hOpMAaIITHIX TEXHOJOTIH, TOMI SIK OIS MPOMEC-
JIOBOTO BUPOOHMLTBA 3MeHIIMIach. Lleil Tepmin He
Ma€ 3MICTOBOTO BIATIHKY MPHB’A3KH JIO THUITY €KOHO-
MIYHOTO Oara, sike BUCTYIae 00’ €KTOM KYIIBI IPO-
JaXy 1 TaKUM YMHOM HE BHHUKAE 3MICTOBOTO AMC-
oHaHcy, konmu cepa [T-ipoxyKTiB I MiATPHEMCTB
cthepu Toprieim abo caJOHIB Kpach BiTHOCHUTHCS 0
npomucioBoro mapketusry. [Ipore, B2B € mo cyri
aHTITIKaHI3MOM, III0 MOXE 3acCMiuyBaTh yKpaiHCHKY
MOBY, TOMY [0 AWCKYCii 3 JaHOTO NUTaHHS BapTO
TaKOX 3aJIy4aTH (iJIooriB.

VYKkpalHChKi HAyKOBII [AalOTh pPi3HI BU3HAUEHHS
B2B mapketuHry a00 MPOMHCIOBOTO MapKETHHTY,
110 HaBeAeHi B Taom. 1.

[Tompu BiAMIHHOCTI Y OPMYITIOBaHHSIX CYTHICTh
B2B wMapkeruHTy (IIPOMHCIOBOTO MAapKETHHTY)
MOKHA 3BECTH JI0 HAsSBHOCTI JIBOX O3HAK: IOKYIILIEM
BHCTYIIAE MiITPUEMCTBO a00 iHIIA iHCTUTYIS (TOJI0-
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Ta6mmis 1
OcHoBHI niaxoau 10 TpakTyBaHHs NOHATTH «B2B MmapkeTHHI»

ABTOD, JIKEpeI0

Busnauenns nousatra «B2B mapkeTuHr»

1.B. Boituyk [7]

JIOLITTFHO PO3TIAATH MiSUTBHICTIO Y cdepi pUHKY MPOMYKIii BHPOOHHYIO-TEXHITHOTO TPH3HAYCHHS,
HalllJIeHy Ha MPOCYBaHHS TOBAPIB 1 JUTOBUX MOCIYT Bij MiANMPUEMCTB, 1110 iX BUPOOISIOTh, IO THX
oprasizaiiil 1 ycTaHOB, sIKi 3aKyNOBYIOTh 1X JUIsl TIOJIQJIBIIOT0 BUKOPHCTAHHS Y BUPOOHUITBI ab0
TIeperpoIaKy.

O. IicHa [8]

TIUTOBUH, TPOMUCIIOBHUH, IHAYCTpiaTbHUN MapKETHUHT, OPi€HTOBAaHHH (CTIPSIMOBAHMIA) HE TaK HA KiH-
1IEBOTO, PSOBOTO CITOXKMBAyYa, a Ha KOMITaHii, TOOTO Ha iHIIWH Oi3HeC.

H.I. Yyxpaii [13]

qucIo Oi3HEC-MOJIelIeH, SIKI ITOCTIHHO 301IbIIYIOTHCS 1 CIIPSIMOBAHI Ha PO/ IOCIYT ab0o TOBapiB
IOpUINYHAM ocobaM abo Ha MoOYyIOBY IHIEPCHKOT Mepexi (3roqoM AWIICpH MepenpoayoTh Ipo-
IyKIiro opuangauM 9u ¢iznganM (B2C) ocobam).

B.I1. TInnumuayk
[6,c. 12]

JUSUTBHICTB y cdepi MarepialbHOro BUPOOHMIITBA Ta IIPOMMCIIOBHX MOCIYT, CIPSIMOBaHa Ha 3a70-
BOJICHHSI 1TOTpe0 IMiANPHUEMCTB, YCTAHOB 1 OpraHisamii y CUpOBHHI, MaTepiajax, KOMIUIEKTYIOUHX
BHPO0OAaX, yCTaTKyBaHHI, MOCITyraxX Ha OCHOBI JTOCIIDKEHHS IUX MOTPeO.

O.C. Teneros
[5,c. 15]

HOBA MiAMPUEMHUIIBKA Pitocodis, cucTeMa MONIAIB Ha CydacHE CYCIiIbCTBO 1 CYCHUIbHE BHPOO-
HUIITBO, B OCHOBY SIKOi MOKJIAJICHI COIiaJbHO-CTUYHI i MOpaJIbHI HOPMH JIOBOTO CITUIKYBaHHS,
MDKHaApOHI KOJEKCH 1 IpaBuiIa CyMJIIHHOI KOMEpUiHHOI IisSUIbHOCTI, IHTEpecH CIOKUBAdiB 1 cyc-
MTBCTBA B LIIIOMY.

B.I1. Heuaes
[9,c. 19]

BUJI SUTBHOCTI y chepi MarepialibHOro BUPOOHHIITBA, CIIPSIMOBAHUI Ha 3aJI0BOJICHHS TTOTPEO TmijI-
MIPUEMCTB, YCTaHOB Ta OpraHi3aliil y CUpOBHHI, MaTepiajax, KOMIUIEKTYIOUMX BHPOOax, yCTaTKy-
BaHHI, ITOCIYT Yepe3 OOMiH, a TAKOX Ha IiJBUIIEHHS e()eKTUBHOCTI BUPOOHHUIITBA Ta 30yTy TOBapiB
BUPOOHUYOTO NMPU3HAYCHHS HIIIXOM JOCIIJDKCHHS Ta 3aJOBOJICHHS MOIHUTY Ha TPOMHUCIIOBY HPO-

JTYKITIFO.

BHA O3HaKa), MOTHBOM KYIIiBJIi € BHUKOPUCTAHHS Y
BUPOOHMYOMY 200 CyMIXKHUX Ipolecax opraHizaiii
a00 MOJAJIBIINKA TEepPenpoaxK; 00 €KTOM KyIIiBIIi-
MPOJIAKy BUCTYIIAIOTH TOBAPH 200 MOCIYTH BUPOOHH-
YOro MPU3HAYEHHS (APYyropsiHa O3HAKa, HE 3aBXKIN
mae wmicre). [{omo 00’ eKkTiB KyHiBIi-MIPOaAXy BapToO
3a3HA4YMUTH, 10 OJHI i Ti cami TOBapH MOXYTb 3aKy-
MTOBYBAaTHCSA AK KIHIEBUM CIIO)KMBaYEM, TaK 1 OpraHi-
30BaHUMH CTIOKMBaYaMu (MeOIi, KOMIT TOTEpH 1 T.11.).
TakuM 9MHOM raiTy3eBa MPUHAJIEKHICTD MiANPHEM-
CTBa HE 3aBXK/Y € BU3HAYAJILHUM (PaKTOPOM JI0 Bij-
HeceHHs mianpueMcTBa 10 B2B cexropy. bararo miz-
MIPUEMCTB OHOYACHO MPALIOIOTh 3 OPTaHi3allisIMH Ta
KIHIIEBUMH CIIOKHBAYAMH.

TakuM 9YMHOM TIpOaHATI3yBaBIIN HAMpaIfOBaHHS
HayKOBIIIB MOXXEMO 3alpoIOHyBaTH BJIACHE BH3HA-
yeHHs B2B MapkeTHHry — 11e pHHKOBa IisIIbHICTb, 10
CIpsMOBaHa Ha peaji3alliio TOBapiB i MOCIyT OpraHi-
3aIisIM-CIOKABAaYaM 3 METOI0 3a0e3IleueHHs IisIb-
HOCTI OpraHi3ailiif a0 MoaIbIIoTo MePEIPOIAKY.

BaxnmBo Takok 3a3HAUMTH, IO TPOMHCIIO-
BUH MapKeTHHT BKJIO4ae B ce0e TpU OCHOBHHX
KOMITOHEHTH:

1. MapkeTuHroBi nii TOBWHHI TOYHHATHCS Ta
0a3yBaTHCA Ha TIOYATKOBUX MOTPeOax KITIE€HTIB;

2. OpienTaris Ha KJIIE€HTIB TTOBUHHA TPOXOIUTH
yepe3 Bei (DyHKIIOHATBHI MIAPO3ALTH T AMTPHUEMCTBA;

3. 3an0BoNIEHHS KITIE€HTIB IPOMHUCIOBOTO T AIPH-
€MCTBa IIOBUHHO PO3DVIAJATUCh SIK 3aci0 10 pocsr-
HEHHS JOBTOCTPOKOBHX IIUICH TIO TIiABUIICHHIO
JIOXOMHOCTI MiampueMcTa [ 14].

BuainsgroTs HACTYITHI BUIN OpraHi3alliii-crioKuBa-
giBHa B2 B puHKkax (prHKaX opraHizamii-crioXuBadiB):

* BUPOOHMYI (TTPOMHUCIIOBI) TiAIPHEMCTBA;
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* MMAMPUEMCTBA-TIOCEPETHUKH, SKi IPUI0aBAIOThH
TOBapH IS TIepenpofaxky (30KpeMa ITiAMpHuEMCTBA
OTITOBOI Ta pO3ApiOHOT TOPTIiBIIi);

* HEMPHOYTKOBI OpTaHi3allii;

* nepkaBHI YCTaHOBH Ta oprasizamii [3, ¢. 23].

IIpu oMy iHOI TepykaBHI yCTAaHOBH Ta OpTaHi3a-
1ii Bu3Ha9aroTh K B2G (business to government) [8],
a manpuemMcTBa mocepenauku sk B2B2C (business
to business to consumer) [15]. Taka TepmiHONOTISA
Ma€ CEHC BHXOISIYM 3 CETMEHTAIll MOKYIIIIB, TIPOTE
Hapa3i B MapKETHHTOBiH Teopii BIACYTHI TPYHTOBHI
poOOTH, SIKi MafOTh IMiJICTABH BUIIISATH OKPEMi BHIU
MapKETUHTY IS ITUX KaTeTopii MOKyIIIiB. B Toit ke
9ac MOCTYIIOBO (OPMYETHCS HAIPSIMOK «HEKOMEPITiH-
HUW MapKETHHT», SIKAU c(hOKyCoBaHMH Ha crierudiri
MapKETHHTOBOI MisUTBHOCTI PI3HOMAaHITHUX OpTaHi3a-
i TPOMAJITHCHKOTO CYCHTBCTBA 1 BUSHAYAETHCS SIK
SIBUIIIE Ta MPOIIEC, [0 CIPSIMOBAHUH Ha (pOpMyBaHHS
OOMIHIB 13 IITLOBUMH IHAWBIAYyMaMH, TPYIIaMH Ta
CyCIIIBCTBOM, TIOB’SI3aHE 3 HEKOMEPIIHHUMH Ta
coIialbHO 3a0apBICHUMH iHTepecaMH BUPOOHHUKIB
HEKOMEPITIHHUX TPOMYKTIB 1 CYCIIJICTBA B IIJIOMY
[16]. Btim, BiH Hapa3i cdokycoBaHui OinbIIe Ha
MMATAHHA KOMYHIKAI[IHHOT TOJIITUKH Ta B3aEMOIii 3
CYCIIUIBCTBOM HEMPHOYTKOBUX OpTaHi3alliid, a He Ha
0COOMBOCTSIX iX 3aKyIiBEIbHOT MisUTBHOCTI.

B HaykoBMX KoJaxX BUAUISIOTH Ps BiAMIHHOCTEH
MIPOMHUCIIOBOTO 1 CIOYKHBYOTO MAPKETHUHTY. 3a pe3yIib-
TaTaMH y3araJbHEeHHS MO3UIIiN pi3HuX aBTopiB (Kpu-
kaBchkuit €.B. [3, ¢. 15-18], Crapumpkuii T.M. [10],
Bboitayk [.B. [7], Ocnaa O.®. [11, c. 56-58], epra-
mok b. B. [12], Crapocrinoi A.O. [4, c. 7-8], @. Kot-
nepa ta K.JI. Kemmepa [1, c. 184-185], M.JI. XarTa
ta T.B. Cnexa [2, c. §—14]), MU BU3HaUMIIM HACTYITHI
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Tabmuis 2

Kirouosi ocodsmmBocti B2B Ta B2C MmapkeTHHry

IIpomucioBuii pUHOK

CnoxxuB4Hii pUHOK

KinmpKicTh MOKyYTIIIIB

HCBCIINKA

BCIINKa

OOcsr 3aKyIiBeIb OJJHUM MOKYIIIEM

3HAYHUHA

HEe3HaYHUH

XapaxTtep 30yTy

Heo6xiana mobymnoBa TicHUX
0COOMCTHX NAPTHEPCHKHUX BiTHOCHH

Ha 6inpmocti puHKIB HEMOKITUBO
moOyAyBaTH TiCHI 0COOUCTI BiTHOCHHU
4yepe3 BENIMKY KiTbKICTh MOKYIIIIB

PimenHs npo 3aKymiBIIo

[IpuiiMaeThCs KOJETiambHO, 3aTydeHO
KiJIbKa 0ci0

JList 61TBIIIOCTI TOBapiB OMHOOCIOHO,
JUTS JOPOTHX TOBapiB MOXe OyTH
3JTy4eHO KibKa 0ci0

[Tpupona kymisimi

[Tpodeciiina, yacto ¢popmatizoBaHa

InuBinyansHa, HeopmasizoBaHa

Xapaxrep HONUTYy

Mae noxiTHuN XapakTep Ta
BU3HAYAETHC IIOIIUTOM KiHI_IeBI/IX
CIIOYKHBAYiB

BusnauaeTbes CIOKMBALBKUMU
KyIiBEJIbHUMHU HACTPOSIMH 1
NpiOpUTETaAMHU

JDicepeno: cknadeno na ocrosi [1, c. 184—185; 2, ¢. 8—14; 3, c. 1518, 4, c. 7-8; 7; 10; 11, c. 56-58; 12]

KITI0uoBi ocobnuBocti B2B mapkerunry y mopis-
asauHi 3 B2C, mo HaBeneHi B Tadi. 2.

Hesixi aBropu 10 ocobnuBocteid B2B-mapketunry
BiTHOCSITH 1HIII XapaKTePUCTUKH, aJie Ha HAIly TyMKY
BOHH € Jy’Ke IUCKyCiiHUMH. 30Kpema, reorpadiuHa
KOHIIeHTpamis B2B mnokymniiB BuIa€eTbcs CyMHIB-
HOM0, a/pKe 3a YMOBH IoOanmizamii Ta MOIIUpeHHS
IT-Texnosoriii 6arato miANPUEMCTB MPALIOIOTH Ha
MDKHApOJHUX PHHKAX. 3 1HIIOrO OOKY MiAIpUEM-
cTBa cepu m1oO0yTOBOTO 00CITyroByBaHHS HACEICHHS
TaKOXK MalOTh TeorpagiyHo CKOHLIEHTPOBAHUX IMTOKY-
miB. Takok Jesiki aBTOpU CTBEPIXKYIOTh, IO KITIO-
YOBUM 3aco00M mpocyBaHHS B B2B-mapkerunry
€ TIEpCOHAJILHUI TMPOJAAXK, HATOMICTh peKjaMa Mae
JOpYTOpsiHE 3HA4YEHHsSI TOPIBHSHO 31 CHOKUBUUMH
puHKaMu. Ha Hamy AyMKy 3 UMM MOMKHa MOTOAU-
TUCh YacTKoBO. [lepcoHanbHMi Mpoak AIMCHO BiJi-
rpa€ HaJ[3BUYaiHO Ba)KJIMBY POJIb, TOMY L0 YTOJH Ha
BEJIMKI CYMH MPAKTUYHO 3aBXKIU IepeadadaroTh 0Co-
OucTHii KOHTAKT Ta neperoBopwu. [Ipote, pexiama Bifi-
rpae BaXJIMUBY poiib [Jisi Oararbox B2B-mignpuemMcTs,
0COOJIMBO THX, SIKI ONIEPYIOTh HA IOCTaTHHO MACOBUX
PHMHKaX, Jie KiTbKICTh MOTEHIIMHUX MOKYIIIIiB 3HAYHA.

Takox Jesiki aBTOpH BUAUISIOTH HU3BKY LIHOBY
CIIACTHYHICTh MOMUTY sK ocoOmuBicTh B2B-
MapkeTuHry. [Iporte, Ha Hamly AYMKY TYT LIJIKOM
oOrpynToBanolo € mnosuuisi €. KpukaBcbkoro, o
piBEHb ILIHOBOI €IacTUYHOCTI Ha BianoBiaHOMy B2B
PUHKY BHU3HAYA€THCS LIIHOBOIO UYTIMBICTIO KIHIICBHX
criokuBadiB [3, c. 18].

Jesiki aBTOpH BUAUISIFOTH 0coOnuBicTi0O B2B map-
KEeTHHTY Te, 110 30yT 3HiHCHIOETHCS HampsiMy Bij
BUPOOHWKA JI0 CIIOKMBa4ya i HasBHICTh MapKETHH-

TOBUX TIOCEPEAHUKIB € MAJOMOINPEHUM SIBUIIEM.
B 1iniomy norokyemMocst 3 i€k JIyMKO0, X04a IOJIi-
OHa cuTyallisi Ma€e MicIle JJaJIeKO HE Ha BCiX PUHKAX.

Ha namy nymKy yHiBepcanbHUI MiAXia A0 BHII-
JeHHs BiaMiHHOCTel Mixk B2B ta B2C MapkeTHHrOM
Ma€ psiJi CyTTEBUX OOMEXeHb. Bu3HauanbHUN BILTUB
Ha XapakTep MapKeTHHTOBOI IisUIbHOCTI Oyne 3Iili-
CHIOBATH crienn(ika KOHKPETHOTO PHHKY. 30Kpema,
PUHKH JTIOPOTOBApPTICHUX CIIOKHBYHMX TOBApiB IOIIE-
penHboro BHOOpY (aBTOMOOILNI, KUTIOBA HEPYXO-
MICTh, Iopora mo0yToBa TeXHika) OyJyTh MaTh 0arato
CHIJIBHUX PUC 3 PUHKAMH TOBapiB BUPOOHUYOTO TPH-
3Ha4YeHHs. HartomicTh Juisi TOBapiB TOBCSKJICHHOTO
MIOITUTY BiAMIHHOCTI 3 TOBapaMu BHPOOHUYOTO TIPH-
3HAUCHHs OyyTh 3HAYHO O1NIBII SICKPABO MPOSIBIICHI.
3 iHII0T0 OOKY PUHKH MacOBUX TOBApiB BUPOOHUYOTO
NpU3HAYeHHs (HaIpUKIIa] BUPOOHUYNI iHCTPYMEHT)
Oy/1yTh 3HAYHO O1JIBII CXOXKI HA CIIOXKUBYI PUHKH, HIJK
PUHKH CHPOBUHH.

BucnoBku i3 3a3HavyeHux npodaem i mep-
CIEeKTHBH TNMOJAJBIINX T0CTIIKEHb Y MOAAHOMY
Hanpsimi. Jliypkuranizaiis, mroOaizaiis, TosBa
HOBHUX Oi3HEC-MOJIeNiel Ta 3MiHa XapaKTepy KyIiBelb-
HOI TOBEIHKM OpraHi3alii-ClIOXUBadiB CTaBJIATh
HOBI1 BUKJIMKH TIEPE]] CIIUTBHOTOIO HAYKOBIIIB 1 Mpak-
THUKiB. 3MIHIOETHCS XapaKTep PUHKIB Ta 3’ SBISIOTHCS
HOBI rays3i, siKi 32 CBO€I0 IIPUPOIOI0 BITHOCSITHCS 10
ctepu BuBueHHs B2B mapkerunry. B2B mapketunr
cTae OUIBII TUHAMIYHUM Ta NiepeiiMae OUIBIIE i X0-
JIiB Ta IHCTPYMEHTAPIIO 3 CIIOKUBYMX PUHKIB. Takum
YUHOM EBOJIIOIlISI IPOMUCIOBUX PHHKIB 00YMOBIIIOE
HEOOXIHICTh MEPEOCMHUCIICHHSI TCOPETUYHUX 3acal
B2B mapketunry.
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Oleksandr Ustian, Candidate of Economic Sciences, Individual Entrepreneur. Theoretical Basis of B2B
Marketing at the Current Stage of Development.

Annotation. The purpose of the article is to rethink certain theoretical foundations of B2B marketing at the cur-
rent stage of society s development. Research methodology. During the research, the following research methods
were used: abstract-logical, systemic-structural, method of analogies, structured and unstructured observations.
Findings. This article analyzed the theoretical foundations of B2B marketing. In particular, the existing approaches
to the interpretation of the concept of B2B marketing were investigated and a proper definition was proposed. So,
B2B marketing was defined as a market activity aimed at the sale of goods and services to consumer organizations
in order to ensure the activities of organizations or further resale. The main categories of buyers in industrial mar-
kets are defined. It was pointed out that Government purchases may be considered as a B2G business model and
non-governmental organizations may be perceived as objects of research both B2B marketing and non-commercial
marketing. The differences between industrial and consumer markets are studied. Also, we came to the conclusion
that the universal approach to distinguishing between B2B and B2C marketing has a number of significant limita-
tions. The specifics of a concrete market will have a decisive influence on the nature of marketing activities. Thus,
it is worth to provide a more comprehensive analysis based on the threats of the main groups of industrial products
and services. It was pointed out that digitization, globalization, the emergence of new business models and changes
in the purchasing behaviour of consumer organizations pose new challenges to the community of scientists and
practitioners. The nature of markets is changing and new industries are emerging, which by their nature belong
to the field of B2B marketing. It was concluded that B2B marketing is becoming more dynamic and adopting more
approaches and tools from consumer markets. Thus, the evolution of industrial markets necessitates a rethinking of
the theoretical foundations of B2B marketing. The need to adapt existing theoretical approaches to modern business
conditions is well-founded. Practical value. The results of the conducted research can be valuable for enterprises
operating in the B2B sector for structuring marketing activities and increasing the effectiveness of marketing policy
in the current turbulent economic conditions.

Keywords: industrial marketing, B2B marketing, markets of consumer organizations, consumer marketing, fea-
tures of B2B marketing, markets of production and technical products.
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