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

Cyuacni puHKo8i yMosu Xapakmepu3syomauscs 6USHAYeHUMU MeHOEeHYIAMU, MAKUMU AK 2100ani3ayisi, nocu-
JIeHHS1 KOHKYPEHMHOT 60pombouU, SIKi UMaA2aioms 3acmocy8aHHs NiONPUEMCIMEAMU IHHOBAYILIHUX Oi3Hec-mex-

Honoeiu. Lle 3ymo6n0€ akmyansbHicms 6UEUeHHs. NEPCNEKMUE YNPOBAONCEHHS THCIMPYMEHMIE el1eKmMpPOHHOT

mopeieni y cekmop B2B. Cmammio npucesaueno numanHam po3eumky enekmpoHHoi komepyii y cekmopi B2B,
30KpemMa npodIeMaM ynposaoAHCeHHs OKPEMUX eneMeHmis y OiAnbHiCmb GimyusHAHUX nionpuemcms. Ilpoana-
JI308AHO OCHOBHI MeHOeHYii po36umKy enekmpoHHoi Komepyii' y cipepi B2B, nasedeno cmamucmuyni OaHi,
a Maxoxc 8UAELEHO NPOOIeMU BNPOBAONCEHHS 6LACHUX e1EeKMPOHHUX MOP2OBETLHUX MAUOAHYUKIE Y Oiflb-
Hicmo nionpuemcme. O6rpynmosano 0oyinbHicmes ynposaoicenus B2B-nopmany, pospaxosano sumpamu
yacy gaxisys i00IY 3 00CIY208YEAHHS KIIEHMIE 00 Ma NICIA GNPOBAONCEHHS NOPMATY, GUMPAMU HA 8NPO-
8A0NCEHHS Ul eKCHILYamayilo NOPMaJy, d maxodlc HA8EOEHO OYIKY8AMI PE3VILMAMU 8i0 U020 6NPOBAOICCHHS.

IocTanoBka mpodaemMu. BigpmIicTh MOCTITHHUKIB Y
cthepi MapKETHHTY BBaXKae, M0 SIIEKTPOHHA KOMEPIIis Ma€e
MOTYXHI epcrekTuBy. Lle moB’s13aH0 3 TEHACHIIIAMH, IO
BiTOOPaXyIOTh 3MiHH y AeMorpadii Ta MOBEIIHIII CIIOKH-
BauiB. [lo-neprme, 3a manmmu Financial Times, 3,8 mipa
MEIIKAHI[iB TUIAHETH JOCTaTHBO 3apOOJAIOTh, MO0 OyTH
BiTHECEHHMH 0 cepenHboro kiacy. Ilo-mpyre, riobans-
HUH piBeHb 0e3po0iTTs BmaB 10 5,2%, a 1e HalHWKINN
MTOKA3HHK 3a OCTaHHI 38 pOKiB.

Pazom i3 TEM OypxJIMBHH pO3BUTOK iH(OpMAIIii-
HUX TEXHOJOTIA TPOTATOM OCTaHHIX NECSITUTITh 3yMO-
BUB CTpiMKe 3poCTaHHs puHKY B2B-mpomaxiB y pexmnmi
OHJIAHH, M0 BiIKPHIO HOBI MOXIIUBOCTI JUIS TTiIBUIICHHS
e(heKTHBHOCTI BeleHHs Oi3Hecy. 3TiTHO 3 TOCIIIHKeHHAMH,
maiixe 90% cBITOBOTO 00CATY €IEKTPOHHOI KOMepIii Halle-
KUTHh 10 cektopy B2B [1]. 3a mporHosamm eKcIepTiB,
CBITOBHII PHHOK eJeKTpoHHOI B2B-komepmii Oyme BaBiui
OiTBIINM, aHDK CTIOKUBUMM PHHOK, Yepe3 IIBUAKY Mirpa-
I[i10 BUPOOHHKIB 1 ONITOBHKIB i3 3aCTapiINX CUCTEM JI0 Bif-
KPUTHX OHJaWH-TIaTdopM. [1o3uTHBHA OHITAH-pemyTaIis
B2B-koMraHiif cTae BATOMAM YHHHUKOM 32 Ty9eHHS HOBUX
KITIEHTIB, iX yTpuMaHHs Ta (popMyBaHHS JTOSITEHOCTI [2].

[IpucytHicts B2B-xommanill y comiadbHUX Mepekax
cTae e(peKTHBHUM IHCTPYMEHTOM Be/IeHHS 0i3Hecy 3riiHo
3 pocmimkenHsamu Salesforce.com, 73% mpomaBiiB, sKi
BUKOPHCTOBYBAaJId METOAM MPOJAXy dYepe3 ComiaibHi

Knrwouoei cnosa: enekmponna mopeieis, enekmponua komepyis, punok B2B, o6ciyeo8ysanis Kiienmie.

Mepexi, Oynu ycHimHImuMy 3a cBoix kouser; 43% B2B-
KOMITAHIM 3alydriun HOBUX KiIi€HTIB depe3 Facebook i
65% — aepe3 LinkedIn [3, c. 148-150].

CTBOpEeHHS BJIACHUX OHJANH-IOPTANiB A poOoTH
3 KOPHOPATUBHUMH KJIIEHTAMH 3alUIIAETHCS B TPIOpPH-
TeTi y Ginbrrocti mignpuemcts B2B-cektopy Ta pasom i3
TUM TO0TpeOye OUTBII AETATBHOTO PO3MIAAY Ta HAYKOBOTO
OOTpyHTYBaHHS, 0COOIHMBO JaHa MPOOIEMa € aKTyaJIbHOIO
JUTA BITYU3HSHUX MIANPHEMCTB, (axiBIi SKUX HE MAIOTh
JIOCTaTHBO JIOCBIAY AJIS BEICHHS €NEKTPOHHOTO Oi3HECY y
cextopi B2B.

AHaJi3 ocTaHHiX JocaixKeHsb i mydsaikauii. [Ipo6ie-
MaMH BelIeHHs eNeKTPOHHOI Komepirii 3aitmanucs @. Kor-
nep, I1. lemmepi, C. Munsrer, O. 3aituesa, 1. bomorunrok,
1. JIutoBuerko, M. Xapicon Ta 0araTo iHIITHX.

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

®opmyaioBaHHA wmineil crarri. Mertoro crarTi €
XapaKTepUCTHUKa YUHHUKIB, 1[0 BIIMBAIOTh HA BEICHHS
€JIIEKTPOHHOI TOPTiBNi, Ta HAJaHHS PEKOMEHMAIlIN 010
BIIPOBaDKeHHA B2B-moprany Ha mpukiani BU3HAYCHOTO
i ITPUEMCTBA.
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Bukian ocHoBHOro Marepiajy. Monens enekTpoHHO1
komepuii B2B — nie opranizanisi koMIuiekcHOi iH(popma-
LiI{HOT 1 TOProBeNbHOT B3aEMOAIT MIXK MIANPUEMCTBAMH 32
JIOTIOMOT' 010 €JIEKTPOHHMX KoMyHikanii (InTepuery, [nTpa-
HETY, MOOUIBHOTO Ta 1HIIUX 3ac00iB 3B’s3Ky). OCHOBHOIO
BigMiHHICTIO cucremMu B2B € aBromarusoBanuii 0OMiH
JTAHUMH MIX JIBOMa B3a€EMOJIIFOYMMH CHCTEMaMH, 1110 O3Ha-
Yyae HasBHICTh Ha 000X CTOPOHAX KOMIUIEKCHHX aBTOMaTH-
30BaHUX CHUCTEM YIIPABJIIHHS (CHCTEM YIIPaBIiHHS pecyp-
caMH MinpuemMcTBa) [4].

CyvacHuil PHHOK eJeKTpOHHOI Komepuii B YkpaiHi
XapaKTepU3YETHCSI aKTUBHUM PO3BUTKOM SIK CIIO)KHBUOTO,
TaKk 1 KOPIIOPaTUBHOIO CEKTOpY. BITUM3HSHI mignpHem-
cTBa cektopy B2B akTMBHO 3aiiMaroThCsi po3poOIEHHAM
OKpEeMHX IOPTAJIB JUII CBOIX KOPHOPAaTHBHHUX KII€HTIB,
OCKUITBKH 1€ 3a0Ia/DKYE iXHil Jac.

30KpeMa, PO3BUTOK EJICKTPOHHOI TOpPTiBIi y Oi3Hec-
CEKTOpI JIa€ 3MOT'Y 3aIlpOBa/UKyBaTH CIIeHialIbHI IPOTPAMH,
3a JIONIOMOTOIO SIKMX MO)KHA BCTaHOBJIIOBAaTH (UIBTPH — 32
I[IHOIO, THIIOM TOBapy, HAWOLIBIIMM TIOIHUTOM, MAapKOIO
BUpoOHUKa To1o0. Kpim Toro, B2B-nopranm mictsts indop-
Malilo Mpo ToBap, JETAJIbHI XapaKTepHCTHUKH, (OTO- Ta
BiZleOMarepiaiy, OMHIKaHAIBHI BIITYKH, HAJIA€ MOXKJIUBICTh
3B’SI3aTHCS 3 OTIEPATOPOM Y pa3i BUHUKHEHHS 3alUTaHb.

TeHzaeHIis 10 3MiH MOBEIIHKY CIOKUBAYIB Y HATIPSMI
CaMOCTIHHOTO IOUIyKYy Ta KyIIiBJIl TOBapiB 1 MOCIyT, jae
3BOJUTHCS JI0 MIHIMyMY B3a€MOJisl 3 TMPOJAABISIMHU, CTH-
MmymoBatumMe B2B-kommanii iHBecTyBatH y 1uQpoBi
wiaTopMu caMoOOCIyTroByBaHHS, SIKi JaBaTUMYTh 3MOTY
KIIIEHTCHKUAM BIIUIaM 3aKyIiBelIh CAMOCTIHHO PO3MIIIY-
BaTW Ha HUX 3aMOBJICHHS. ABTOMATH3allisl IIOBTOPIOBAHUX
MPOIaXKiB 3aC00aMH BiJIIIOBITHOTO MPOTPaMHOT0 3a0e3Ie-
YeHHs JlacTh 3Mory B2B-komnanisim edexTuBHiIe 06ciy-
TOBYBaTH KJIIEHTIB i €KOHOMMTH BIJIacHI pecypcH. Bapro
3ayBayKUTH, OJHAK, 1110 MEXaHi3M TPaHCAKIIHHUX (aBTOMa-
THU30BAHMX ) MTPOJIAXKIB JIEBUI NIEPEBaXKHO Y BUIIA/IKy CTaH-
JTAPTU30BaHUX TPOIYKTIB, TOMI SIK KOMIUICKCHI MPOIAXKI,
110 nependadaroTh IEPEMOBHHHY 1 TICHY CITIBIPALIO 3 KIIi-
€HTaMH IS TOTEHLIHHOTO OTPUMAaHHSI 3HAYHUX KOWITIB, 1
HaJlaJli TOTpedyBaTUMYTh 3aJIydeHHs KOMaHaAN (axiBLiB 3i
crieniasli3oBaHUMHU (yHKIISIMH Ta KOMITETEHIISIMH.

Huni Ttexnonorii B2B moxyTs Oyrtu peanizoBani y
CHeLialli30BaHNX TOPrOBEJIbHUX MalaHUMKax y Mepexi
Iarepuer (marketplace), mociryraMu SIKHX MOXYTb KOpHC-
TyBaTUCs I'PYNH MiANPUEMCTB, SIKI BUCTYINAOTh abo Ipo-
JABISIMKA, a00 TOKYMIIMH. 3a PaxyHOK CIeliarizarii
TOProBeJbHI MalJaHUMKH [JaloTh 3MOTY OpraHi3yBaTu
MOBHOIIHHY [HTEpHET-TOPriBIIO0 3 HA/JAHHSAM YYaCHUKaM
HeoOxijHoro Habopy mociyr. ToproBenbHI MaiaHYMKN
B2B 3a npuHnunamMy QyHKIIOHYBaHHSI MOKHA PO3IUINTH
Ha Tpu ocHOBHI rpynu: HezaiexHi (Independent trading
marketplace), ramysesi (Industry sponsored marketplace)
ta npusartHi (Private marketplace), siki Bipi3HSIOTBCS O/THA
BiJl OZIHOT 3a CBOIMM (DYHKILIIOHAJIBHUMH MOKJIMBOCTSMH.

IIpote >xomHMIT TOProBeNbHUN MalJaHUYMK HE CIIPO-
MOXXHHUH e(eKTUBHO 3a0e3neunTn Bci QyHKIIT, HeoOXiaHi
yYaCHUKaM PUHKY, TOMY KOMITaHisIM, SIKi peasli3yloTh eJeK-
TPOHHY TOPTiBIIIO Ha puHKY B2B, MoXHa mopasnTH BUKO-
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pHCTOBYBaTH Halip Pi3HUX KaHAIIB B3aEMOJII 31 CBOIMH
KIIIEHTaMu, apTHEPaMH Ta MOCTaYaIbHUKaMU.

VY Mexax NpOBEAEHHX AOCIHIIKEHb Oylno BU3HAUYCHO
JIOLUIBHICTh ~ YIIPOBA/PKEHHSI ~ €JIEKTPOHHOTIO — Maii/laH-
4yMKa JuIsi podoTH 3 Kiientamu cepu B2B minnpuemcrsa
BHUPOOHMKA HAIOIB.

[Topran o0'eqHye y cuctemy, SIK IpaBUiI0, HasIBHI JKe-
perna iHpopMartii, o Jae 3MOry KOMIAaHii TOCHTH IIBUIKO
CTBOPHUTH €IWHHUN iH(OpPMaLiHHUKA MPOCTIp, SIKMH MOPSIT
i3 (piHaHCOBMMH, BUPOOHUUUMH, JIIOACBKUMHU pecypcaMu
CTae BaKJIMBOIO yYMOBOIO peasizalii crpareriyHux Oi3-
Hec-3aBaHb. O4YiKyBaHHM pE3yJIbTaToOM € IIiJIBUILCHHS
SIKOCTI YIPaBIIiHHS, CKOPOUSHHS] THMYACOBHX 1 MaTepiaiib-
HUX BUTpaT, BiiOyneTbes yHidikamis Oi3Hec-mponecis Ta
IIPOLIEYP, 3'SBISATHCS HOBI MOMKJIMBOCTI JJIS IT1IBUILICHHS
PiBHSI 00CITyroByBaHHSI KII€HTIB [5].

HactymHuM erarnoM JOCIIPKEHHS CTaB aHaji3 BUTpaT
yacy QaxiBuem Biaairy 3 0OCIyroByBaHHsS KII€HTIB Ha
poboty i3 3aMoBieHHsIMHU cnokuBadiB B2B, ix 0OpoOKky,
KOpETyBaHHs1, KOMYHIKaIlii 3 BiJIiJIOM IUTAHYBaHHS, OO
JIOCTYITHOCTI TOTOBOI MPOIYKINI Ta TPAHCIOPTHUM BiJIi-
JIOM Ha 3aMOBJICHHSI aBTO Ha BiJBaHTa)KeHH: (puc. 1).

Ha ocnosi rpagiky (puc. 1) MoxxHa 3p0OWUTH BUCHOBOK,
1110 JIOCUTH 0araro 4acy BiJIBEICHO CHOTO/IHI Ha OTPHMAaHHS Ta
00pOOKyY 3aMOBIICHB 3 OOKY KITI€HTIB, a came 40%, 11e Maibke
nosioBuHa. [laHuil mporec He JOCUTh aBTOMAarTH30BaHUH y
JIOCTI/PKYBaHOMY ITiAPHEMCTBI, a/pKe MpUIioM 3aMOBJICHb
BiIOYBAETBCS YUepe3 IMOIITY, 1110 MOXKE MPU3BOIUTH JI0 BTPaT
3asIBKU TTApTHEPA, TEXHIYHUX MpoOieM Tomo. Takox BHSB-
neHo, mo 20% Bix yciei poboTH BUTpadaeThcss Ha 0(opm-
JICHHS! 3aMOBJICHb Ha TPAHCIIOPTHUH BIIIL JUIs ()OpMyBaHHS
3asIBKM Ha aBTO JUISl BiIBAHTaXKEHHS TOTOBOT MPOJIYKIIii.

[TnaHoBUMI pe3ynbrar i3 MiABHINEHHS e()EeKTHBHOCTI
BUKOPUCTAHHS 4acy Micist BIpoBapKeHHs B2B-noprany y
JIOCITIJPKEHOMY HiIPUEMCTBI HaBeIEeHO Ha puc. 2.

Tomy cinif po3mIsIHYTH AaHi PO eTanu po3poOseHHs
Ta CYNpOBIiJ, a TAaKOX TepMiHy 1 Baprocti B2B-mopraiy.
VY 1abn. 1 MoXHa 1MOOAYNTH OPIEHTOBAHUM PO3MONLT 32
JHSIMHU Ta BUTpATaMH, 110 HEOOXiJIHI /Ul BIIPOBAKCHHS
B2B-noprauny.

Takum 4mMHOM, 3arajbHa BapTiCThb PO3POOJICHHS Ta
BIIPOBaDKeHHS ctaHoButuMe 390 THC TpH. [3 HEUX BHII-
JICHO KOLITH Ha MpOBEJCHHS HaBYaHHS (DaxiBIiB, a came
34 792,2 TpH, WO BKJIIOYAE PO3POOJICHHS KEPIBHUITBA
KOPHCTYBaHHSI, OHJIaliH-cecil, e Oyae MpoBeaeHO Mpe3eH-
TaIliI0 KEPIBHUIITBA Ta JETAIBHUM OIS TOPTAITY.

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

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

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

* 3HWKCHHS OlepanifHuX BUTPAT — CKOPOYCHHS yacy
00poOKM 3aMOBIICHb 1 NpEeTeH3id (ITOBEpPHEHHs, LU0,
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PoGoTa 3 opopMITeHHAM 3aIBKH Ha
TPaHCIOPT

PoGoTa 3 1oKyMeHTOO0GiroM

KomyHikarig 3 BiI/IimOM TITaHyBaHHS
IHCTPHOYIIT

TTouryk 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 odopyIeHHAM TTomyk HOBHX
I3BiHKH, mail IUTAHYBAHHA IOKyMeHTo0Girom SA7BKI Ha TPAHCTIOPT pitneHb mnd GisHecy
IHCTPUOYLIi
| % gacy 40% 20% 10% 20% 10%

Puc. 1. Burpartu yacy ¢axiBus Biguisy 3 00cIyroByBaHHs KJIi€HTIB 10 BIPOBa:KeHHs nopraiy B2B

PoGoTa Ha TIOKpaIIeHHS NOSITBHOCTI

Tpeniarn

Tac U1 BUBYEHHS HOBUX PHHKIB, ACOPTHMEHTY,
TIOKpAaleHHs piBHA cepBicy

PoGoTa 3 TPaHCIIOPTHHM BiIILTOM

Tinrpiva B2B noprany NS
.
.
=

Varomwenns saseor | NSO

0% 5% 10% 15% 20% 25% 30% 35%
Yac ana BUBYEHHA
Po6ota 3 HOBMX PHHKIB, Po6oTa Ha .
N NiaTpumra B2B
Y3rOMEHHA 33ABOK | TPAHCIOPTHUM 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 BIPOBAKeHHs MOPTATY

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

* MacmTaOyBaHHS AiSTBHOCTI — IPUCKOPEHHS PO3BU-
TKy KOMIIaHii 3a BiJICYTHOCTI HEOOXiTHOCTI HAUMY HOBHX
MEHEKEPIB Y 3B'I3KY 3 pOCTOM KIIIEHTCHKOI 0a3H;

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

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

* enuHUHN iH(GOPMALIWHUA TPOCTip — 3abe3MeYeHHS
3araJbHOTO TOCTYIY 0 iH(popMarii Ipo KoMIaHiro, i mif-
pO3IiTH, KOHTAKTIB CIIiBPOOITHHUKIB, EIEKTPOHHNX aKTHBIB
JIOKYMEHTIB;

* TEePCOHATBHUM IMiXiJ — ONTHMI3allis poO0Y0To Jacy
JACTh 3MOTY TPUAUIATH OibIlIe YBarW BEITUKUM KITi€HTaM
3a paxyHOK CKOPOUEHHS CITUIKYBAaHHS 3 JPiOHIMU;

° MIIBUINEHHS JIOSIBHOCTI KITI€HTIB — 3pOCTAaHHS
JIOBIpH 1 TiABHUIICHHS €(EKTHBHOCTI B3a€MOII] 3 MapTHe-
pam# 1o BCiX KaHAIaxX PO3IMOILTY;
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Tabmuus 1
OpieHToBanuii po3paxyHoOK BUTPAT HA BIIPOBA/IKEHHS Ta eKcILTyaTanilo B2B-noprany
Eran BnpoBakeHHs TpuBaiicts, 1ni | IlpaneBurparu, ron. | PakTU4Hi BUTPaTH, TPH
Po3po0bienHs moprany B HiIOMy 60 132 390000
Po3pobienns 22 84 19436,3
DopMyBaHHS BUMOT 10 OPTAITY 3 12 27833.8
Pozpobnennst ta 3arBepmkeHHs T3 4 16 37111,7
CTBOpCHHS TEXHIYHOI OCHOBH 3 12 27833,8
Po3poOnenHs Ta 3aTBepHKEHHS AU3alHY ITOPTaILy 4 16 37111,7
HanosuenHns noprany 4 16 37111,7
TectyBanHS 3 12 27833.8
3aTBepKCHHS PO3POOKHU 0 0 0
BrpoBapkeHHs moprary B nitoMy 14 46 347922
[lignucanHs aKTy PO BIPOBAKEHHS 0 0 0
Po3po0ieHHs KepiBHUITBA KOPUCTYBAHHS 5 20 347922
3aTBepIKCHHS BIPOBAKCHHS 0 0 0
CynpoBiz y mijomy 2 8 20411,5
DopMyBaHHs BUMOI'O 10 CyIIPOBOAY 1 4 10205,7
CkiaiaHHA Ta 3aTBEPHKEHHS JOTOBOPY PO CYNPOBIiT 1 4 10205,7
* 3aCTOCYBAaHHS IHCTPYMCHTIB CaMOOOCTYTOBYBaHHS —  TOBYBaHHS KJII€HTIB, (paxiBIli TUTAHYBaHHS Ta TPAHCIIOPTY

3MEHIIICHHSI YHCITa TIOMIJIOK il 9ac OhOpMIICHHS 3aMOBJICHb,  3MOXYTh €()EKTHBHO B3AEMOJISTH MK co0or0. 3a3Bnyait
3HIDKEHHSI BUTPAT Ha PydHy 0OpOOKY TaHMX 1 CKITaJJaHHsA 3BITIB.  Taki KOMyHiKalii Ta B3aemonii 3aiimarots 40% Bix ycboro

OTxe, BIpoBapKeHHs opTany B2B nae 3mory ctBo-  po0Oodoro 1HS Ha OCHOBI OQIIHHUX JIUCTIB Yepe3 enek-
PUTH YMOBH, B IKAX 3aMOBHHKH, (paXiBIli BIAMITY 3 00CIy-  TPOHHY IOIITY.
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ExoHomika Ta ynpasiliHHS NignpHUEMCTBAMHU

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

Cospemennvle pbiHOUHblE YCIIOBUA XAPAKMEPUIVIOMCA ONpedeNeHHbIMU MEeHOSHYUAMU, MAKUMU KAK 2100a1u3ayus,
yolcecmouenue KOHKypeHmuou 6opbobl, u mpebyiom npumeHrenus npeonpuamuiamu UHHO8AYUOHHBIX OU3HEC-MEXHON02UM.
Dmo obycrasnusaem axmyanibHOCMb U3YUeHUs NEPCREKMUE GHEOPEHUS UHCIPYMENNO8 dNeKMPOHHOU MOP2O6IU 6 CeK-
mop B2B. Cmambs nocéswena 6onpocam paseumus 31eKmponHoll Kommepyuu 6 cekmope B2B, ¢ uacmnocmu npoone-
Mam 6HeOpeHusi OMOEIbHbIX INEMEHIMOE 6 0esMeNbHOCHb OmedecmeenHblx npeonpuamui. 1Ipoananusuposanst 0cHOG-
Hble meHOeHyuy pasgumus SNeKmponHol Kommepyuu 6 cghepe B2B, npusedenvl coomgemcmeyiowue cmamucmuyecKue
oammvle, a maxdice GblAG1eHbL NPOOIEMbL HEOPEHUs. COOCMEEHHBIX NIEKMPOHHBIX MOP208bIX NIOUAOOK 8 OesAMeENbHOCHb
npeonpusmus. Qbocnosana yenecoobpaznocme eneopenusi B2B-nopmana, paccuumanuvl 3ampamul 8pemenu cneyuaiu-
cma omoena no 00CIAYICUBAHUIO KIUCHIMOB 00 U NOC/e BHeOPEeHUs. NOPMAd, 3ampamsl Ha 6HeOpeHUe U IKCHLYAMayuio
nOpmMana, a maxdice NPUGEOeHsl oJlcUdaemble pe3ynomamsl On €20 6HeOPeHUs.

Kniouegvie cnoea: snexmponnas mopeoensa, s1eKmpoHHas Kommepyus, pulHok 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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