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OCOBJINBOCTI BIIPOBA/T’KEHH S
EJEKTPOHHOI'O TOPTOBEJBHOI'O ITOPTAJY
Y JIAJABHICTD NIAITPUEMCTBA CEKTOPY B2B

Cyuacni puHKo8i yMosu Xapakmepu3syomuscs 6USHAYeHUMU MeHOEeHYIAMU, MAKUMU AK 2100ani3ayis, nocu-
JIeHHS1 KOHKYPEHMHOT 60pombouU, SIKI UMaA2aioms 3acmocy8aHHs NiONPUEMCIMEAMU IHHOBAYILIHUX Oi3Hec-mex-

Honociu. Lle 3ymo610€ akmyanvHicms 6UEUeHHs NEPCNEKMUE YNPOBAONCEHHS THCIMPYMEHMIE e1eKmMpPOHHOT

mopeieni y cekmop B2B. Cmammio npucesaueno numanHam po3eumky enekmpoHHoi komepyii y cekmopi B2B,
30KpemMa npodIeMaM YnpoBaoAHCeHHs OKPEMUX eneMerHmis y OianbHiCmb GimyusHAnux nionpuemcms. Ilpoana-
JII308AHO OCHOBHI MeHOeHYii po36umKy enekmpoHHoi Komepyii' y cgpepi B2B, nasedeno cmamucmuyni OaHi,
a Maxoxsc 8UAELEHO NPOOIeMU BNPOBAONCEHHS 6LACHUX eNEeKIMPOHHUX MOP2OBETLHUX MAUOAHYUKIE Y Oiflb-
Hicmo nionpuemcme. O6rpyHmosano 0oyinbHicme ynpoeaoicens B2B-nopmany, pospaxosano sumpamu
yacy gaxisys i00LY 3 00CIY208YEAHHS KIIEHMIE 00 Ma NICIsA GNPOBAONCEHHS NOPMATY, BUMPAMU HA 8NPO-
8A0ICEHHS Ul eKCHILYamayilo NOPMaJy, d maxodlc HA8eOEHO OYIKY8AMI PE3VILMAMU 8i0 U020 6NPOBAOICEHHS.

IocTtanoBka mpodaemMu. BinpmiicTs MOCTITHHUKIB Y
chepi MapKETHHTY BBaXKae, M0 SIEKTPOHHA KOMEPIIis Ma€e
MOTYXHI IepcrekTuBy. Lle moB’s13aH0 3 TEHACHIIIAMH, 110
BiTOOPaXyIOTh 3MiHH y AeMorpadii Ta MOBEIIHIII CIIOKH-
BauiB. [lo-neprme, 3a manmmu Financial Times, 3,8 mipa
MEIIKAHI[IB TUIAHETH JOCTaTHBO 3apOONAIOTH, MO0 OyTH
BiTHECEHNMH 10 cepenHboro kiacy. Ilo-mpyre, riobans-
HUH piBeHb 0e3po0iTTs BmaB 10 5,2%, a e HalHWKINN
MTOKA3HHK 3a OCTaHHI 38 pOKiB.

Pazom i3 TEM OypxJIMBHI pO3BUTOK iH(OpMAIIii-
HUX TEXHOJOTIA TPOTATOM OCTaHHIX NECSITUIITh 3yMO-
BUB CTpiMKe 3poCTaHHs puHKY B2B-mpomaxiB y pexmnmi
OHJIAMH, IO BiIKPHIO HOBI MOXIIMBOCTI JUTS TTiIBUIICHHS
e(heKTHBHOCTI BeleHHs Oi3HeCy. 3TiqHO 3 TOCIIIKeHHAMH,
Mmaibxe 90% cBITOBOTO 00CATY €IEKTPOHHOI KOMEpIii Halle-
KUTBh 10 cektopy B2B [1]. 3a mporHo3amm eKCTIepTiB,
CBITOBHII PHHOK eJeKTpoHHOI B2B-komepmii Oyme BaBiui
OiMBIINM, aHDK CTIOKMBUMM PHHOK, Yepe3 IIBUAKY Mirpa-
I[if0 BUPOOHHKIB 1 ONITOBHKIB i3 3aCTapiINX CUCTEM JI0 Bif-
KpUTHX OHJaWH-TDIaTdopM. [lo3uTHBHA OHIAH-pemyTaIis
B2B-koMraHiif cTae BATOMAM YHHHUKOM 32 Ty9€HHS HOBUX
KITI€HTIB, iX yTpuUMaHHs Ta (popMyBaHHS JTOSITEHOCTI [2].

[IpucytHicts B2B-xommanill y comiadbHUX Mepexax
cTae e(peKTHBHUM 1HCTPYMEHTOM Be/IeHH: 0i3Hecy 3rimHo
3 pocmimkenHsamu Salesforce.com, 73% mpomaBmiB, sKi
BUKOPHCTOBYBAaJIM METOAM MPONAXy dYepe3 ComiaibHi

Knrwouoei cnosa: enekmponna mopeieis, enekmponua komepyis, punok B2B, o6ciyzo8ysanis Kiienmie.

Mepexi, Oynu ycmimHImuMy 3a cBoix kouster; 43% B2B-
KOMITAHIM 3alydrid HOBUX Kii€HTIB depe3 Facebook i
65% — aepe3 LinkedIn [3, c. 148-150].

CTBOpEeHHS BJIACHUX OHJANH-TIOPTANiB A poOOTH
3 KOPHOPATUBHUMH KJIIEHTAMH 3alUIIAETHCI B TPiOpH-
TeTi y Gimpmiocti mianpuemcts B2B-cektopy Ta pasom i3
THUM TOTpeOye OUTBII AETATBHOTO PO3MISAAY Ta HAYKOBOTO
OOTpyHTYBaHHS, 0COOIHMBO JaHa MPOOTIEMa € aKTyalIbHOIO
JUTA BITYU3HSHUX MIANPHEMCTB, (axiBIi SKUX HE MAIOTh
JIOCTaTHBO JIOCBIAY AJIS BEICHHS €NEKTPOHHOTO Oi3HECY y
cekxtopi B2B.

AHaJi3 ocTaHHIX JocaixKeHsb i mydsikauii. [Ipo6ie-
MaMH BelIeHHs eNeKTPOHHOI Komepirii 3aitmanucs @. Kor-
nep, I1. lemmepi, C. Munsrer, O. 3aitnesa, . bomorunrok,
1. JIutoBuerko, M. Xapicon Ta 0araTo iHIIHX.

TeopeTnyHUM acrieKTaM BEIECHHS €JIEKTPOHHOI KOMEp-
mii B cektopi B2B mpucsstueno Oararto mpamp, ane Impo-
071eMH TIPAaKTUYHOTO BIPOBAKECHHS €JIEKTPOHHUX KOMY-
HiKaniii y xommaHisx B2B 3amumaioThcst HEZOCTAaTHBO
BHCBITIICHIMH, 30KpeMa eKOHOMIYHE OOTpYHTYBaHHSI
BIIPOBAKEHHS MOPTAJIIB IS €IEKTPOHHOI TOPTIBIi.

®opmyaioBaHHA wmineil crarri. Meroro crarTi €
XapaKTepUCTHKa YMHHUKIB, 1[0 BIIMBAIOTH HA BEICHHS
€JIEKTPOHHOI TOPTiBNi, Ta HAJaHHS PEKOMEHMAIIN 010
BIPOBaDKeHHA B2B-moprany Ha mpukiani BU3HAYCHOTO
i ITPHEMCTBA.
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Bukian ocHoBHOro Marepiajy. Monens enekTpoHHO1
komepuii B2B — e opranizanisi koMIuiekcHoi iHpopma-
LiIHOT 1 TOProBeNbHOT B3aEMOAIT MIXK MIANPUEMCTBAMH 32
JIOTIOMOT' 010 €JIEKTPOHHMX KoMyHiKkanii (InTepuery, InTpa-
HETY, MOOUIBHOTO Ta 1HIIUX 3ac00iB 3B’s3Ky). OCHOBHOIO
BigMiHHICTIO cucremMu B2B € aBromarusoBanuii 0OMiH
JTAHUMH MIX JIBOMa B3a€EMOJIIFOYMMH CHCTEMaMH, 1110 O3Ha-
yae HasBHICTh Ha 000X CTOPOHAX KOMIUIEKCHHX aBTOMAaTH-
30BaHUX CHCTEM YIIPABJIIHHS (CUCTEM YIIPaBIiHHS pecyp-
CaMH MinpueMcTBa) [4].

CyvacHuil PHHOK eJeKTpOHHOI Komepuii B YkpaiHi
XapaKTePU3YETHCSI aKTUBHAM PO3BUTKOM SIK CIIO)KHBUOTO,
TaKk 1 KOPIIOPaTUBHOIO CEKTOpY. BITUM3HSHI mignpHem-
cTBa cektopy B2B akTHBHO 3aiiMaroThCsi po3poOIEHHAM
OKpEeMHX IOPTAJIB JUIA CBOIX KOPHOPAaTHBHHUX KII€HTIB,
OCKUTBKH I 3a0IIa/DKY€E iXHIil Jac.

30KpeMa, PO3BUTOK EJICKTPOHHOI TOpPTiBIi y Oi3Hec-
CEKTOpI Ja€ 3MOT'Y 3allpOBa/UKyBaTH CIIeHialIbHI IPOTPAMH,
3a JIOIIOMOTOIO SIKMX MO)KHA BCTaHOBJIOBAaTH (UIBTPH — 32
I[IHOIO, THIIOM TOBapy, HAWOLIBIIMM MOIHUTOM, MAapKOIO
BUpoOHUKa To1o. Kpim Toro, B2B-nopranm mictsts indop-
Malilo Mpo ToBap, JETAJbHI XapaKTepHCTHUKH, (OTO- Ta
BiZleOMarepiaiy, OMHIKaHAIBHI BIITYKU, HAJIA€ MOXKJIUBICTh
3B’SI3aTHCS 3 OTIEPATOPOM Y pa3i BUHUKHEHHS 3allUTaHb.

TeHaeHIis 10 3MiH MOBEIIHKYM CIOKUBAYIB Y HAIPSMI
CaMOCTIHHOTO IOUIyKYy Ta KyIIBJIl TOBapiB 1 MOCIYT, jae
3BOJUTHCS JI0 MIHIMyMY B3a€MOJis 3 TPOAABISIMHU, CTH-
MmymoBatumMe B2B-kommanii iHBecTyBatH y 1uQpoBi
aThopMu caMoOOCITyTrOByBaHHS, SIKi JaBaTUMYTh 3MOTY
KIIIEHTCHKUAM BIIUIaM 3aKyIiBelIh CAMOCTIHHO PO3MIIIY-
BaTW Ha HUX 3aMOBJICHHS. ABTOMATH3aIlisl IIOBTOPIOBAHMX
MPOIaXKiB 3aC00aMH BiJIIIOBiTHOTO MPOTPaMHOT0 3a0e3re-
YeHHs JlacTh 3Mory B2B-komnanisim edexTuBHiIe oociy-
TOBYBaTH KJIIEHTIB W €KOHOMMTH BIJIacHI pecypcH. Bapro
3ayBayKUTH, OJHAK, 1110 MEXaHi3M TPaHCAKIIHHUX (aBTOMa-
THU30BAHMX ) NTPOJIAXKIB JIEBUI NEPEBaXKHO Y BUIIA/IKy CTaH-
JTAPTU30BaHUX TPOAYKTIB, TOMI SIK KOMIUICKCHI MPOIAXKI,
110 nependayaroTh IEPEMOBHHHY 1 TICHY CITIBIPALIO 3 KIIi-
€HTaMH JJIs TIOTEHIIHHOTO OTPUMAaHHSI 3HAYHUX KOWITIB, 1
HaJlaJli TOTpeOyBaTUMYTh 3aJIydEeHHs KOMaHaAN (axiBLiB 31
crieliasli3oBaHUMHU (yHKILISIMH Ta KOMITETEHIISIMH.

Huni Ttexnonorii B2B moxyTs Oyrtu peanizoBani y
CHeIiali30BaHNX TOPrOBEJIBHUX MalaHUYMKax y Mepexi
Iarepuer (marketplace), mociryraMu SIKHX MOXYTb KOpHC-
TyBaTUCs I'PYNH MiANPUEMCTB, SIKI BUCTYINAOTh abo Ipo-
JABISIMKA, a00 TOKYMISIMH. 3a PaxyHOK CIIeliaizarii
TOProBeJbHI MalJaHUMKH [JaloTh 3MOTY OpraHi3yBaTu
MOBHOIIHHY [HTEpHET-TOPriBIIO0 3 HA/JAHHSAM YYaCHUKaM
HeoOxijHoro Habopy mociyr. ToproBenbHI MaiaHYMKN
B2B 3a npuHnunamMy QyHKIIOHYBaHHSI MOXHA PO3IUINTH
Ha Tpu ocHOBHI rpynu: HezanexHi (Independent trading
marketplace), ramysesi (Industry sponsored marketplace)
ta npusartHi (Private marketplace), siki BiApi3HSIOTBCS OTHA
BiJl OIHOT 32 CBOIMM (DYHKLIOHAJIBHUMH MOKJIMBOCTSMH.

IIpote >xomHMI TOProBeNbHUN MalJaHUYMK HE CIIPO-
MOXKHHUH eeKTUBHO 3a0e3neunTn Bci QyHKIIT, HeoOXiaH1
yYacCHHUKaM PUHKY, TOMY KOMITaHisIM, SIKi peasli3yloTh eeK-
TPOHHY TOPTiBIIIO Ha puHKY B2B, MoXHa mopasnT BUKO-
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pHCTOBYBaTH Halip Pi3HMX KaHAIIB B3a€EMOJII 31 CBOIMH
KIIIEHTaMu, apTHEPaMH Ta MOCTadaIbHUKaMU.

VY Mexax NpOBEAEHHX AOCIHIIKEHb Oylno BU3HAUYCHO
JIOLUIBHICTh ~ YIIPOBA/PKEHHSI  €JICKTPOHHOIO — Mai/1aH-
4yuKa JuIsl podoTH 3 Kiientamu cepu B2B minnpuemcrsa
BHUPOOHMKA HaIOIB.

[Topran o0'eqHye y cuctemy, sSIK IpaBUiI0, HasIBHI JKe-
perna iHpopMmartii, o Jae 3MOry KOMIAHii TOCHTH IIBUIKO
CTBOPUTH €AMHUNA 1H(OPMAIIHHUNA MPOCTIp, SIKMH MOPSIT
i3 (piHaHCOBMMH, BUPOOHUYUMH, JIIOACBKUMHU peCypcaMu
CTa€ BKIMBOIO YMOBOIO peaizamii crpareriynux 0i3-
Hec-3aBaHb. O4YiKyBaHHM pE3yJIbTaTOM € IIiJIBUILCHHS
SIKOCTI YIPaBIIiHHS, CKOPOUSHHS] THMYACOBHX 1 MaTepiaiib-
HUX BUTpaT, BiiOyneTbes yHidikamis Oi3Hec-mporecis Ta
TIPOLIEYP, 3'SIBISATHCS HOBI MOMKJIMBOCTI JJIS TT1IBUILICHHS
PpiBHSI 00CITYrOByBaHHSI KII€HTIB [5].

HactymHuM eraroM JOCIIPKEHHS CTaB aHaji3 BUTpaT
yacy QaxiBuem Biaairy 3 0OCIyroByBaHHsS KII€HTIB Ha
poboty i3 3aMoBieHHsIMHU cnokuBadiB B2B, ix 0OpoOKky,
KOpETyBaHHs, KOMYHIKaIlii 3 BiJIiJIOM IUTaHYBaHHS, OO
JIOCTYITHOCTI TOTOBOI MPOIYKINI Ta TPAHCIOPTHUM BiIi-
JIOM Ha 3aMOBJICHHSI aBTO Ha BiJjBaHTa)KeHHS (puc. 1).

Ha ocnosi rpadiky (puc. 1) MoxxHa 3p0OHUTH BHCHOBOK,
1110 ZIOCUTH 0araro 4yacy BiJIBEZICHO CHOTO/IHI Ha OTPHMAaHHS Ta
00pOOKyY 3aMOBIICHB 3 OOKY KITI€HTIB, a came 40%, 11e Maibke
nosioBuHa. [laHuii mporec He JOCUTh aBTOMAarTH30BaHUH Y
JIOCTI/PKYBaHOMY ITiAPHEMCTBI, a/pKe TpUIioM 3aMOBJICHb
BiIOYBAEThCS Uepe3 IMOIITY, 1110 MOXKE MPU3BOIUTH JI0 BTpaT
3asIBKU TTApTHEPA, TEXHIYHUX IMpoOieM Tomo. Takox BHSB-
neHo, mo 20% Bix yciei poOoTH BHUTpadaeThcss Ha 0(opm-
JICHHS! 3aMOBJICHb Ha TPAHCIIOPTHUH BIIIL JUIS ()OpMyBaHHS
3asIBKM Ha aBTO YISl BiJBAHTaXKEHHS TOTOBOT MPOJIYKIIii.

[TnaHoBUMi pe3ynbrar i3 MiABHUINEHHS e()EeKTHBHOCTI
BUKOPUCTAHHS 4acy Micist BIpoBapkeHHs B2B-noprany y
JIOCITI/PKEHOMY HiIPUEMCTBI HaBeIEHO Ha puc. 2.

Tomy ciij po3mIsIHYTH AaHi PO eTanu po3poOseHHs
Ta CYNpOBIiJ, a TAaKOX TepMiHy 1 Baprocti B2B-mopraiy.
VY 1abn. 1 MoXHa MOOAYNTH OPIEHTOBAHUM PO3MONLT 32
JHSIMH Ta BUTpATaMH, 110 HEOOXi/IHI JUIs BIIPOBAKCHHS
B2B-noprauny.

Takum 4mMHOM, 3arajbHa BapTiCThb PO3POOJICHHS Ta
BIIPOBaDKeHHS ctaHoButuMe 390 THC TpH. [3 HEX BHII-
JICHO KOLITH Ha NpOBEJCHHS HaB4aHHS (DaxiBIiB, a came
34 792,2 TpH, WO BKJIIOYAE PO3POOJICHHS KEPIBHUITBA
KOPHCTYBaHHSI, OHJIal{H-cecil, e Oyae MpoBeaeHO Mpe3eH-
TaIi0 KEPIBHUIITBA Ta JETAIBHUM OIS TOPTAITY.

TakuM 4rHOM, YIPOBaKEHHSI TIOPTAITY JIa€ 3MOTY CKO-
POTHTH Yac Ha BUKOHAHHS PyTHHHUX poOiT (axiBLem Bif-
JiTy 3 00ciTyroByBaHHs KiIi€HTIB Ha 169 npaueroauH, abo
Ha 30,7%.

BucnoBku. Iliciast BIpoBapKeHHS 3aIlpOIIOHOBAHUX
3aX0/[iB MOKHA OYiKyBaTH:

* 30UIbIICHHST NPUOYTKY — 301IBLICHHS CEPEeIHbOrO
YyeKa, YaCTOTH 1 KIJIbKOCTI 3aMOBJICHD (BKJIIOYAIOUN HEPO-
Ooumii uac), oreparuBHEe IH(QOPMYBAHHS KIIEHTIB IPO
3HIKKH 1 pO3IIpoJaKi;

* 3HIDKEHHS OlepaniiHuX BUTPAT — CKOPOUCHHS yacy
00poOKM 3aMOBIICHb 1 NpETeH3id (IIOBEpPHEHHS, ILUII00,
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PoGoTa 3 opopMIIeHHAM 3aIBKH HA
TPaHCIOPT

PoGoTa 3 1oKyMeHTo05iroM

KomyHikarig 3 Bi/IiITOM TITaHyBaHHS
IHCTPHOYIIT

TTonryk HOBHX pillleHs 1714 OisHecy _
Varomkens sasnox, mosimn, mail

0% 5% 10% 15% 20% 25% 30% 35% 40% 45%
Kom_y}n_]( At 3 Po6oTa 3
Y3romkeHHA 3a4BOK, BioaUIOM Poboraz odopMIeHHAM TTomyk HOBHX
II3BiHKH, mail IUTAHYBAHHA IOKyMeHTo0Girom SA7BKI Ha TPAHCTIOPT pitreHs A GisHecy
IHCTPUOYLIi
| % gacy 40% 20% 10% 20% 10%

Puc. 1. Burpartu yacy ¢axiBus Biguisny 3 00c1yroByBanHs KJIi€HTIB 10 BIPOBa:KeHHs noptaiy B2B

PoGoTa Ha TIOKpaIIeHAS NOSITBHOCTI

Tpeniarn

Tac U1 BUBYEHHS HOBUX PHHKIB, ACOPTHMEHTY,
TIOKpAaIeHHs PiBHA cepBicy

PoGoTa 3 TPaHCIIOPTHHM BiIILTOM

Tinrpivxka B2B noprany NS
.
.
=

Varomwenns saspor | NSO

0% 5% 10% 15% 20% 25% 30% 35%
Yac ana BUBYEHHA
Po6ora 3 HOBMX PHHKIB, Po6oTa Ha .
N NiaTpumra B2B
Y3rOMEHHA 33ABOK | TPAHCTIOPTHUM ACOPTUMENTY, TpeHiHru NOKpalLgHHA nopTan
sigainom NOKPaLLEHHA PiBHA NOANLHOCTI prany
cepsicy
| % uacy 10% 5% 30% 20% 20% 15%

Puc. 2. Burparu yacy ¢axiBus Binginy 3 00c1yropyBaHHs KJi€HTIB MicJisi BIPOBA:KeHHs MOPTATY

MIEPECOPTHIIA), SHIKCHHS BUTPAT Ha TeJIeOHHHU 3B'S30K,
PO3CHIIKY TIPaiCiB 1 JOKyMEHTAIIi;

* MacmTaOyBaHHS AiSUTBHOCTI — IPUCKOPEHHS PO3BHU-
TKy KOMIIaHii 3a Bi/ICYTHOCTI HEOOXiTHOCTI HAUMY HOBHX
MEHEKEPIB Y 3B'I3KY 3 pOCTOM KIIIEHTCHKOI 0a3M;

* TIPO30PICTH OMEepamiif — JOCTYI M0 BCiX MOTOYHHX
oreparii Ta icTopii Mo KOKHOMY KIII€HTY;

* ONTHMI3aIlis JOKYMEHTOOOIIy — aBTOMAaTHYHE BHUCTAB-
JICHHS PaxyHKiB, )OpMyBaHH: HAKJIAJHUX 1 PaXyHKIB-(haKTyp,
3aIHT OPUTIHANIB JOKYMEHTIB Yepe3 0COOMCTHIA KaOiHeT;

* enuHUHN iH(GOPMALIWHUI TpOCTip — 3abe3medeHHs
3araJbHOTO IOCTYIY 0 iH(popMarii Ipo KoMIaHiro, i mif-
pO3IiTH, KOHTAKTIB CIIiBPOOITHHUKIB, €IEKTPOHHUX aKTHBIB
JIOKYMEHTIB;

* TEePCOHATBHUM MiIXiJ] — ONTHMI3allis poO0T0To Jacy
JaCTh 3MOTY TPUAUIATH OiTbIlIe YBarW BETUKUM KITI€HTaM
3a paxyHOK CKOPOUCHHS CITUIKYBAaHHS 3 JPiOHIMU;

* MIBUINCHHS JIOSIBHOCTI KITI€HTIB — 3pOCTAaHHS
JIOBIpH 1 TABHUIICHHS €(EKTHBHOCTI B3a€MOI1 3 MapTHe-
pamu 1o BCiX KaHAJIaX PO3IOILTY;
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Tabmuus 1
OpienToBanuii po3paxyHoK BUTPAT HA BIIPOBA/KEHHS Ta eKcILtyaTanilo B2B-noprany
Eran BnpoBakeHHs TpuBauicts, 1ni | IlpaneBurparu, roa. | PakTU4YHiI BUTPaTH, TPH
Po3po0bienHs moprany B HiIOMY 60 132 390000
Po3pobenns 22 84 19436,3
DopMyBaHHS BUMOT 10 OPTAITY 3 12 27833.8
Pozpobnennst ta 3arBepmkeHns T3 4 16 37111,7
CTBOpCHHS TEXHIYHOI OCHOBH 3 12 27833,8
Po3poOnenHs Ta 3aTBepHKEHHS AN3ANHY TOPTAITY 4 16 37111,7
HanoBsHenHs noprany 4 16 37111,7
TectyBanHs 3 12 27833.8
3aTBepAKEHHS PO3POOKH 0 0 0
BripoBapkeHHs mopray B oMy 14 46 347922
[lignucaHHs aKTy PO BIPOBAKEHHS 0 0 0
Po3po0ieHHs KepiBHUITBA KOPUCTYBAHHS 5 20 347922
3aTBepKCHHs BIIPOBAKCHHS 0 0 0
CympoBiz y misiomy 2 8 20411,5
DopMyBaHHS BUMOI'O 710 CYyIIPOBOAY 1 4 10205,7
CkJalaHHs Ta 3aTBEPIHKEHHS JOTOBOPY PO CYIPOBIiT 1 4 10205,7
* 3aCTOCYBAaHHS IHCTPYMEHTIB CaMOOOCTYTOBYBAaHHS —  TOBYBaHHS KJII€HTIB, (paxiBIli TUTAHYBaHHS Ta TPAHCIIOPTY

3MEHIIICHHS YHCITa TIOMUJIOK il 9ac OhOpMIICHHS 3aMOBJICHb,  3MOXYTh €()EKTHBHO B3AEMOJISTH MK co0or0. 3a3Bruyait
3HIKEHHSI BUTPAT Ha PydHy 0OpOOKY TaHMX 1 CKITaJJaHHsA 3BITIB.  Taki KOMyHiKalii Ta B3aemonii 3aiimarots 40% Bix ychoro

OTxe, BIpoBapkeHHs opTany B2B mae 3mory ctBo-  po0Oodoro 1HS Ha OCHOBI OQIIIHHUX JHCTIB Yepe3 eyek-
PUTH YMOBH, B IKAX 3aMOBHUKH, (paXiBIli BIAMITY 3 00CIy-  TPOHHY IOIITY.
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ExoHomika Ta ynpasiliHHS NignpHUEMCTBAMHU

OCOBEHHOCTMU BHEJAPEHUSA SJIEKTPOHHOI'O TOPT'OBOI'O ITOPTAJIA
B AEATEJBHOCTbD ITPEAIIPUATHUSA B2B-CEKTOPA

Cospemennvle pbiHOUHblE YCIIOBUA XAPAKMEPUIVIOMCA ONpedeNeHHbIMU MEeHOSHYUAMU, MAKUMU KAK 2100a1u3ayus,
yolcecmouenue KOHKypeHmuou 6opbobl, u mpebyiom npumeHenus npeonpuamuamu UHHO8AYUOHHBIX OU3HEC-MEXHON02UM.
DOmo obycrasnusaem axmyaibHOCMb U3YUeHUs NEPCNEKMUE GHEOPEHUS UHCIPYMENNO8 dNeKMPOHHOU MOP2O6IU 6 CeK-
mop B2B. Cmambs nocéswena 6onpocam paseumus 31eKmponHol Kommepyuu 6 cekmope B2B, ¢ uacmnocmu npoone-
Mam 6HeOpeHUsi OMOENbHbIX NEMEHMOE 6 0esMeNbHOCHb OmedecmeenHblx npeonpuamui. 1Ipoananusuposanst 0cHOG-
Hble meHOeHyuu pasgumus SNeKmponHol Kommepyuu 6 cghepe B2B, npusedenvl coomgemcmeylowue cmamucmuyecKue
oammbvle, a maxdice GblAG1EeHbL NPOOIeMbl BHEOPEHUs. COOCMBEHHBIX NIEKMPOHHBIX TOP208bIX NIOUJAOOK 8 OesMENbHOCHb
npeonpusmus. Qbocnosana yenecoobpaznocme eneopenusi B2B-nopmana, paccuumanul 3ampamul 8pemenu cneyuanu-
cma omoena no 00CIAYICUBAHUIO KIUCHIMOB 0 U NOCe BHeOPeHUs NOPMAd, 3ampamsl Ha 6HeOpeHUe U IKCHLYAMayuio
nOpmMana, a maxdice NPUGEOeHsl oJcUdaemMble pe3ynomamol On €20 6HeOPeHUs.

Kniouegvie cnoea: snekmponnas mopeoensa, s1eKmpoHHas kommepyus, pulnok B2B, obcnyscusanue Kiuenmoas.

THE FEATURES OF AN ELECTRONIC TRADING PORTAL INTRODUCTION
IN B2B ENTERPRISE ACTIVITY

A modern market conditions are characterized by certain trends, such as globalization, increasing of competition,
which, in turn, require using of innovative business technologies by enterprises. Businesses operating in the field of
B2B sales are the most sensitive to innovations, because market participants have to revise traditional approaches to
planning, organizing and implementing their activities. This is what determines the relevance of studying the prospects
for implementing e-Commerce tools in the B2B sector, which will allows to develop more effective methods for finding
new customers, motivating regular customers, and measures to build their loyalty and retention. The article is devoted
to the development of e-Commerce in the B2B sector, in particular, to problems of certain elements implementing in the
domestic enterprises activity. It was noted that the role of using information technologies and systems will continue to
grow, especially to ensure an increase in B2B sales indicators. The authors analyzed the main trends in the development
of e-Commerce in the field of B2B, as well as identified the problems of implementing enterprises own electronic trading
platforms. The authors also presented the characteristics of the e-Commerce model in B2B and noted the advantages
of using this model in doing business in domestic enterprises. The article substantiates the feasibility of implementing a
B2B portal on example of beverage manufacture enterprise. The authors are presented calculations of the time spent by a
specialist of the customer service department before and after the introduction of the portal, the costs of implementing and
operating the portal and provides the expected results from its implementation. The article offers a solution of problems
of irrational time spending by specialists of the customer service department and contains a list of expected results, for
example, profit increasing, reducing of operating expenses, transparency of operations, optimizing of document flow, uni-
fied of information space, personal approach, customer loyalty increasing and introduction of self-service tools.

Key words: e-commerce, e-trade, B2B market, customer service.
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