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CIOKMBYA I[IITHHICTH TOBAPY - IPIOPUTETHUN ®AKTOP BILJIUBY
HA IPUAHATTA PINIEHD ITPO KVIIIBJIIO HA PUHKY B2B

Amnoramisa. CygacHl yMOBM BHCOKOI KOHKYPEHINI Ol3Hec-cepeoBHUIla BUMATAITh BiJ KePIBHUKIB ITIIIIPUEMCTB
3BAYKEHUX pIIMIeHb 1 00IPYHTOBAHHUX CTPATETINl PO3BUTKY IiampueMcTB. MapKeTHHTOBa cTpaTeria 3aiiMae Hal-
BAKJIMBIIIE MicIle B 3a0e3IeueHH] IpUOYTKOBOCTI JISJIBHOCTI, OCKIIBKY T03BOJIAE BIAIOBICTY HA ITUTAHHS «IJIA
Koro?» romiaida icaye. Opramizaii 6isHecy Ha puHKYy B2B «iHCTUTYIIMHIX CIIOKHBAYIB» KOMIIAHII, AKI 3aKYIIO-
BYIOTh TOBAPH 1 OCIYTH HE /I KIHIIEBOT'O CITOKUBAHHS, a JIJIS BUKOPUCTAHHS Y BJIACHOMY BUPOOHUIITBI TOBAPIB 1
TIOCJIYT, Ha SIK1 € IIOITUT y 1HIIKNX OpTraHi3alliii, 800 Ha pUHKAaX KIHIIEBUX CIIOMKUBAYIB, a00 3 OOKY CyCITLIILCTBA B ITi-
JIOMy. BaKyniBe.TH)Hi mporecu iHCTI/ITyuiOHaJ'ILHI/IX CITOYKMBAYIB MAIOTh 0ATATO CITLIIHHOTO 3 TIpOLlecaMy IPUHHSATTS
pIIIeHb KIHIEBUMH CIIOMKUBAYAMU, OCKLIBKH TAKOX BiIOYBAIOTBCS JIOABMH. Takowk CIIL BpaxyBaTH, LIO AAHI
IHCTUTYITIOHAJIBHI CIIOYKMBAYI [IPATHYTH OTPUMATHA MAKCUMAJIbHY BlAmady IIpyY MiHIMAJIBHUX BUTPATAX 1 PUSUKH.

Kmrouosi cnosa: pumor B2B, B2B maprerwsr, IHCTHUTYIIHHUN CIOKHBAY, CIIOMKHBYA I[IHHICTH TOBAPY,
JIAHITIOYKOK CTBOPEHHS CIIOMKMBYOI I[IHHOCTI.
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CONSUMER VALUE OF GOODS - PRIORITY FACTOR INFLUENCE
ON DECISION-MAKING PURCHASES ON THE B2B MARKET

Summary. Modern conditions of high competition in the business environment require from the leaders of
enterprises prudent decisions and sound strategies for enterprise development. Marketing strategy is of para-
mount importance in ensuring the profitability of activities, as it allows you to answer the question "for whom?"
the company exists. Business organizations in the B2B market of "institutional consumers" companies that
purchase goods and services not for final consumption, but for use in their own production of goods and services
that are in demand in other organizations, or in the markets of final consumers, or by society in in general.
Procurement processes of institutional consumers have much in common with the decision-making processes
of end consumers, because they also occur by people. It should also be borne in mind that these institutional
consumers seek to get the maximum return at minimum cost and risk. The main factors that increase the
manufacturer's profit in the B2B market are to reduce production costs and increase revenue from the sale of
finished goods and services as a result of interaction with profitable business suppliers. Each organization for
each product, product offer — its own value chain, whose participants can focus on achieving a variety of goals.
From purely selfish, focused on maximizing their own benefits (in the traditional model of the chain — to make
a profit), including at a loss for partners, to altruistic, which involves selfless maximization of benefits for the
chain as a whole, even to the detriment of their own interests. Finding an acceptable compromise between
one's own interests and the interests of the chain as a whole is a more far-sighted approach. Chain participants
should be interested in the sustainable development of their partners, as reduced competitiveness of various
organizations can cause degradation of the chain as a whole and deprive the benefits of all its member organ-
izations. An important issue in the concept of consumer value, which is formed in the B2B market, is the de-
velopment of approaches and methods for its quantification, which can also be a direction for further research.

Keywords: B2B market, B2B marketing, institutional consumer, consumer value of goods, the creation of
consumer value chain.

HOCTaHOBRa npobsemu. CydyacHl ymMOBU
rJI00aJIBHOTO BHCOKO KOHKYPEHTHOIo 013-
HeC-CepeJOBUINA BHUMATAITh Bl KEPIBHMUKIB ITif-
IIPUEMCTB 3BaKEHHX PIIleHb 1 OOIPYHTOBAHUX
cTpaTeriii po3BUTKY IigmpueMcTB. MapxeTwmHroBa
cTparerid 3aiiMae HaWBaKJIMBIIIIE MICIe B 3a0eare-
YeHH] HPUOYTKOBOCTI MISJILHOCTI, OCKLJIBKM T03BO-
JIsle BIJIIOBICTHU HA IMUTAHHS «IJIA KOI'0?» KOMIIaHISA
iCHye BesnomuiikoBe BUSABIEHHS IIJILOBUX CIIOMKH-
Ba4iB 1 baKTOpiB, W0 BIUIMBAIOTH HA IX KyIiBeJb-
HY HOBemHRy, € 3aII0PYKOI KOMEPIIMHOI0o ycmxy
Oynb-axoro mimmpuemMmcTea. HaiblIbIry sHaYUMICTD
JOCJIMKEeHHs IIOTEHIIMHMX CIIOKHUBAYIB HaOyBae
Ha PHHKAX, Jle IIepeBasKae NpsAMUH MeTOZ PO3Io-
BCIOJIKEHH TOBAPIB 1 BAXKJIMBE BPAXyBaHHS 1HIU-
BIIyaJIbHUX BHMOT KOKHOIO IIOKYIIISA, 30KpeMa Ha
punky B2B.

Ananis ocraHHix gocaigskeHs Ta myOJika-
miti. BasoBa kommeminia B2B maprerunry pospo-
OJIsJIach 1 yIOCKOHAJIIOBAJIACH TAKUMI ABTOPAMHU, K
®. Koritep [5], Bexk ML.A. [2], 3oayster A.B. [4], Baxna-
6amins A.B. [1], JIapiua d.C. [6], Omamos A.JO. [11].

Oco6IMBOCTI YIIPABIIHHS IIOBEIIHKOI CIIOMKIBA-
uiB Ha puHKy B2B BuBuanu i anamisysanu @. Kor-
nep [5], P. Onmusa [7], Pemeruurosa 1.JI. [8], €Bmo-
gyerko 0.0. [3], Crapoctiaa A.O. [9].

Buginenns HeBupimeHux panime YacTuH
3arajpHOI mpPoOGJIEeMH. P03po61ca crparerii B2B
MapKeTHHTY JJIs KOHKPETHOTO MIAIIPHEMCTEA € YHI-
KaJbHUM 1 pecypCHOMICTKUM IPOIecoM, 00yMoBJIe-
HUH BIIMIHHHMHM OCOOJIMBOCTSMIE CIIOKHBauis B2B
puHKY. Bumaerbcsa HEMOMKJIMBMM 3aIIPOIIOHYBATH
aJIropuTM po3pobKm crparerii B2B mapkerumury,
OJHAKOBO INAXOOUTE PI3HHM rajy3sm B2B puukry,
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BHACJIIJOK YO0 BUHHKAE HEOOX1HICTh BUPOOJIEHHS
raJIy3eBHX PeKOMEHIAIlli 3 BI/I,Z[iJ’IeHHHM IIPOBIIHMX
(akTOpiB, 110 BIUIMBAIOTH HA IOBEJIHKY CIIO/KHBA-
YiB HA PUHKY IIIIIPHUEMCTB.

Ilocranoska 3aemauus. ocmiguru daxropn,
110 BIUTUBAIOTH HA IIPUHMHSATTS PIIIEHHS PO IOKYIIKY
Ha B2B punky. CucrematuayBaTi 0CcOOJIMBOCTI IIOBE-
TIHKYW cOokuBadviB Ha puHKY B2B. Bussutu Bmms
ocobstmBocTei crioskuBavie B2B puHKy Ha dopmyBa-
us crparerii B2B mapkerunry. BusaHaunty crioskusay
IMHHICTh TOBAPY K IIPOBLIHOIO YMHHUKA YIIPABJIIH-
HsI CITOYKHBYOI0 TTOBeMIHKOI0 Ha B2B pumky. 3amporro-
HYBATH JIAHITIO}KOK CTBOPEHHS CITIOKHBYOL ITIHHOCTI,
CIIPSAMOBAHOI HA OHHOYACHE 30LIBIIEHHS I[HHOCTI
JIJISI CITOYKMBAIOYO]L 1 3aTaJIbHOI IIIHHOCTI BClel Mepeskl.

OcHoBHOIO MeTOI0 cTaTTi € QopMyBaHHS HAa-
YKOBO-IIPAKTUYHUX PEKOMEHIAIlHN, CIIPSAMOBAHUX
Ha BAOCKoHAJIeHHSA B2B mMapkeTwHry IuisxoMm BH-
SABJICHHSI IPOBIIHHX YMHHHUKIB, IK1 00yMOBJIIOIOTH
IIPUAHATTS PIIIEHHS PO IMOKYIIKY.

Buxnan ocuoruoro marepiany. Jocaruenns
IIOCTABJIEHOI METH BUMATAa€ BUPINIEHHS HACTYITHUX
3aBIaHb:

— CHCTEeMAaTH3allld OCOOJIMBOCTEH CIIOKUBAYIB
B2B punky i ix BInBy Ha OpMyBaHHS CTpaTerii
B2B mapxerunr;

— BUSBJIEHHS TPOBITHOTO YMHHUKA, 38 PAXyHOK
sIKOTO Oyne moOymoBama crpareria B2B mapkerunry;

— BUBYEHHS MeXaH13My BILTUBY BeIy4oro QaxTo-
py Ha HOBe,uiHRy crnosxuBauis B2B punky.

3a BIIIpaBHY TOUKY po3poOKHI MapKETHHIOBOL CTpa-
Terii uist mifmpremMcTBa Oy ib-IKol cdepu MiAIBHOCT
€ CKJIA/JAHHs [IOPTPeTa MOTEHIIHHIX CIIOKUBAIE 1 0CO-
OsmBoCTeH X MOBEIHKY P YXBAJICHHI PIIIEHHS PO
HOKYIIKY. 3aJIe?KHO BlJ KIHIIEBOIO CHOKUBAYA PHHKH
nomusirorhes Ha Takl Buay: B2C (business to consumer,
crioskmBunii prHOK), B2B (business to business, mi-
soeuit pruHOK) 1 B2G (business to government, prHOK
TeprRABHUX YCTaHOB) [2, ¢. 21]. MapreTnHTOBI cTpaTe-
Tii Ta IHCTPYMEHTH, IO 3aCTOCOBYIOTHCS VIS KOMKHOTO
3 HA3BAHUX PUHKIB, ICTOTHO BIIPISHSAIOTHCS 1 BU3HAYA-
IOTBCS 0COOJIMBOCTAMU IOBEIIHKHA CIIOKUBAYIB.

Opranisamii 0isHecy Ha puHky B2B «HcTHTY-
IMAHUX CIOKUBAYIB» KOMIIAHII, K1 3aKyIOBYIOTH
TOBAPH 1 OCJIYT'Y He IJIs KIHIIEBOI'O CIIOKHUBAHHSI, a
J1J1s1 BAKOPUCTAHHs y BJIACHOMY BUPOOHUIITBI TOBa-
PIB 1 IOCJIYT, HAa SIK1 € MOMMUT y 1HIUX OpraHi3alnii,
200 Ha PUHKAX KIiHIIEBUX CIIOKUBAYIB, a60 3 OOKy
cycHuIbCTBA B ItlIoMYy [7, c. 32].

3aRyH1BeJIbH1 IIPOIleCH  IHCTUTYI[IOHAJBHUX
CIIOJKMBAYIB MAIOTh 0araTo CILIBLHOTO 3 IIpoIeca-
MU OPUMHATTS PillleHb KiHIIEBUMU CIIOMKUBAYAMU,
OCKIJIBKH TAKOY B1A0YBAIOTHCS JIIOIBMI.

Taxosx ci1ig BpaxyBaTH, II0 JAHI IHCTUTYIIIOHAJIE-
Hl CIIOKMBAYl TPATHYTh OTPUMATH MAKCUMAJIBHY
Blmady Ipu MiHIMAJIbHUX BuTpaTax 1 pusuku. OcHo-
BHI (DAKTOPH, SIK1 JO3BOJIAIOTH 30L/IBIINTH IIPHUOYTOK
BUpOOHMEKA Ha pUHKY B2B criaganoTbes B 3HUMKEHH]
BUTPAT BI/Ipo6HI/ILLTBa 1 migBUIIeHH] ToxXozy BIJI TIpO-
JlasKy TOTOBHX TOBAPIB i HOCJIYT B pe3yIbTaTI B3aeMO-
i1 3 BUTTHUMY Ol3Hec-IoCTaYa TbHUKAM.

3BijicM BUIUIMBAE, 10 HAWKPAIUM MAPKETHHIO-
BHIM 32C000M, 3ATHUM PO3BLATH CYMHIBH ITOTEHITIAHIX
iHc'rI/rIyuiﬁHny NOKyIIIB Ha puHky B2B 1 nepexona-
TH IX NPUNHATH IPOIO3UIL, MOXKYTb CTATH J0CTOBIPHI
SIKICHI 1 KIJIPKICHI OLIHKM KOHKPETHUX TOBAPHHX IIPO-
TIO3UILH, plllleHb IIPO 3aKYIIBII 3 CIIBBIIHOMIEHHM
I[HHOCTI 1 BUTpAT, «value for money» [2, c. 38].
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TyT He0oOXITHO 3a3HAYMWTH, III0 HA JaHOMY THIT1
PUHKY IPHCYTHSI SKOPCTKA KOHKYDEHIIS cepefs
TOCTAYaJIbHUKIB KOMIIOHEHTIB, BUTPATH SKY MO-
JKYTh JIMIIE Ti KOMIIaHIi, AKI 3aIIPOIOHYIOTH CBOIM
IIPOMUCJIOBUM CIIOKHMBAYAM HAMWBUIINY CIIOKUBUY
miHHicTh ToBapy (customer delivered value) — 11e
PISHHUIIA MK CYKYITHOIO CIIOKHBYOIO I[IHHICTIO 1 CY-
KyIIHUMH BUTPAaTaAMHU cooskuBayva [5, c¢. 585].

CyKyIlHa CIIOMKHBYA U;iHHiCTb (total customer
value) — 11e 3araspHa cyma LLlHHOCTeI/I TOBApy, AKl
IHOKyIIeIb OTPUMYe€ IIPY KYIIBJI ToBapy (MaTepiasb-
HUX 1 HeMaTepianabHux). CyKyIIHI BUTPATH CIIOKH-
Baua (total customer cost) — cyma rpoiroBux, TUM-
YaCOBUX, EHEPreTHYHUX, IICUXOJIOTIYHUX BHUTPAT,
MOB'sI3aHUX 3 IIPUIOAHHIM TOBapy [5, c. 587]

Ha punrax B2B CYKYIIHA CIIOKUBYA LUHHlCTL CTBO-
PIOETHCS 3aBIIAKU 3B'I3KaM MIsK OpraHi3aIisaMu Oi3Hecy,
SIK1 00'€THYIOTH CBOI BIIOKPEMJIEH] JIAHIIOYKKI CTBOPEH-
HA H,iHHOCTi B 3araJIbHI JIAHITIOMKKH 1 Mepevfci CTBOPEHHS
IIHHOCT JIJI1 PHHKY KIHIIEBUX KOPHCTYBaiB.

B ximm JIAHIGOKKA SHAXOUTHCS opramsama aKa
BHPOOJIsIE TOBAPY 1 TOCJIYTH /ISl PUHKY KIHIEBHX KO-
PHCTYBadiB, 3AKyIOBYIOUN HEOOXi/IHI JUIs 1I0r0 TOBapH
1 IOCJIyTH y TIOCTAYAJIGHMKIB Iepiroro pissA. Ilocra-
YaJIbHUKH IIePIIOTO PIBHA (SKI MOKYTb, HAIIPHKJIAT,
TIOCTAYATH TOTOBI INJICHCTEMH, KOMILIEKTH ATpPEeraTiB)
3aKyTOBYIOTH HEOOXI/THI JIs1 BJIACHOTO BUPOOHMUIITBA TO-
BapH 1 TIOCIIyTH (HATIPUKJIAT, OKPeMi BY3JIU T aTPeraTy)
¥ HOCTa9aIbHUKIB APYTOrO PIBHA, Tl KYIIIOTb Y CBOIX II0-
CTaYasIbHUKIB HeOOXIIHI IeTaJI, MaTepiasIy TOLIO.

3aBraHHsg QipMu — 3aHHATH HO3UIIL B KOHKY-
PEHTOCIIPOMOKHUX JIAHILIOMKKAX CTBOPEHHS I[HHOC-
Ti 1 3a6e3MeYnTH Ha IUX HOSHIIAX MAKCUMAJIbHUH
(61JIB]_HI/II/I y HOplBHHHHl 3 ROHRypeHTaMI/I) po3puB
MiK CTBOPIOBAHOI IIIHHICTIO 1 BUTPATAMHU. 3aCTOCOBY-
00U IHCTPYMEHTH MapKEeTHUHTY, 30KpeMa aHAaJII3 IiH-
HOCTI, hipMa MOske BUPIIIUTH 1110 3amavy [1, c. 22].

VYV komxmHOL opraHisaui'i JIJIS KOKHOTO TOBapy, TO-
BAPHOI IIPOIOSKIII — BJIACHUN JIAHIIIOMKOK CTBOPEHHs
ITIHHOCTI, YYACHUKHN STKOTO MOZKYTh Opi€HTyBaTHCS Ha
JTIOCSAATHEHHS CaMUX PIsHUX Iieit. Bix cyto eroicrmy-
HUX, OPIEHTOBAHUX HA MAKCHUMI3AIII0 BJIACHUX BUIOL
(v TpamuImiiiHi Momestl JIAHIJOKKA — HA OTPHMAHHs
an/I6yTRy) B TOMY 4MCJIL 1 31 30MTKOM /7151 TapTHEPIB,
JI0 aJbTPYICTHYHUX, SAKI IepefdadaloTh CaMOBIIAHY
MAaKCHMI3AI[0 BUTO JJIs JIAHIIOMKKA B IILJIOMY, He-
Xa# HaBITh 31 IIKOJIO0 IS BJIACHUX IHTEPECIB.

Tlonryx TpUHAHSTHOTO KOMITPOMICY MIK BJIACHH-
MU IHTEpecaMu Ta 1HTepecaMy JIAHITIMKKA B IILJI0-
My € GLIBII NaIeKOrJISHAM ILIXO0M. Y IaCHUKH
JIQHIOTa IIOBUHHI OyTH 3alllKaBJIeH] B CTAJIOMY PO3-
BHUTKY CBOIX IIapTHEPIB, TaK K 3HUKEHHS KOHKY-
PEHTOCIIPOMOKHOCT] PI3HUX OpraHisamii Moxke OyTH
BHUKJIMKATH JIETPANALII0 JAHIIOKKA B IILJIOMY 1 TI0-
30aBUTH BUTO] BCIX BXITHUX B 11 CKJIA]T OPraHi3ariiii.

®ipma HMOBMHHA 3a0e3[IeYNTH MAaKCHMAJIbHE IIepe-
BHINEHHs CTBOPIOBAHOI ILHHOCTI Haj BHTpaTaMH Ha
KOKHIM IIOSUILI, 38/{HOI B JIAHIOTAX IOCTAYAHHS,
JIAHITIOYKKAX 1 Mepeskax CTBOPEHHS IHHOCTL. 11 3ycui-
JIS TIOBMHHI OyTH CITpsIMOBAHl Ha 30epesKeHHs 1 ToCH-
JIEHHST KOHKYPEHTOCITPOMOKHOCTI BCHOT'0 JIAHITIOMKKA 34
PaxyHOK B3aeMOil 3 IapTHEpaMH Ha JOBIOCTPOKOBIH
B3aeMOBUTIIHIHN ocHOBL. Maprerunr B2B mosxe Baectn
BAroMU BHECOK y BUPIIIEHHS JAHUX IIpobitem [6, c. 4].

VYV 3uauHol YACTHHU BITYM3HAHUX ITIIIIPUEMCTB
€ IIepCIIeKTHBM ICTOTHOIO INIBUINEHHS KOHKYpPEH-
TOCIIPOMOYKHOCTI 324 PAXyHOK Pe3ePBIB 30LIbIIEHHS
E€KOHOMIYHOCTI BUKOPHMCTAHHS MAaTeplalbHUX, eHep-
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TeTUYHUX 1 TPYIOBUX PECYPCIB, BITPOBAIKEHHS CyJac-
HUX CHCTEM YIIPABJIIHHSA SAKICTIO, aKTUBI3aIll IHHOBA-
INIAHOI T BAOCKOHAJIEHHS MapPKEeTUHIOBOL J1AIBHOCTI.

YV  KOEHONO KOHKYPEHTOCIIPOMOMKHOIO TOBApPY
IIHA peai3aifi HUKYe CHOKMUBYOI InHHOCTL. Jia
croskrBada Ha puHKY B2B meormravena (micramnacs
JapOM) YaCTHUHA CIIOMKUBYO]I IIIHHOCTI JOPIBHIOE OTPH-
MaHI¥ HAM BiJI BUKOPHMCTAHHS TOBApy I0JIaTKOBOTO
mpuoyTky. Jlys mocravaspbHMKA BOHA BIAMOBIIAE
«3amacy KOHKYPEHTOCIIPOMOKHOCTD HOr0 MPOLyKIii.

Varomxena MK JBOMAa CTOPOHAMH ITiHA I1JIHTH
IHTEpBAaJI HA Bl YaCTUHN: BUTPAIIl co:xkuBada (a0o
CTIOKUBYMH 3an1/11110}c) 1 mpubyToK BupobHMKa. O0m-
JIBl CKJIAJIOBl TOBWHHI OyTH, SK IIPaBHJIO, OLIbIIE
HyJIs1, 0e3 IIbOr0 He MOKHA 3a0e3meumnTH 3alflKaB-
JIEHICTb B TPOJOBIKEHHI 1 PO3BUTKY B3a€MOBIIHO-
cuH. CIIosMBaY OJHO3HAYHO 3AIIKABJIEHUN B TOMY,
o6 HeoItayeHa M JacTKa Oysia sskomora OlIbIIe.
CraBileHHa IOCTAvaJIbHUKA — IIOABIAHE. 3 OIHOTO
OOKY, BUCOKHI 3aI1aC KOHKYPEHTOCIIPOMOSKHOCTI Jae
mepeBaru B KOHKYPEHTHI 60poTh0i1, 3 1HIITOTO, IIPH-
3BOJUTB /10 SHU/KEHHsI HOT0 IPHOYTKY.

Benmmunnaa lHTepBaJIy MK I[HHICTIO IIPOIYKITI
1 HOCJIYT, IO CIPUHAMAETHCSA CIIOKHBaYeM (opraHisa-
ITI€10, 110 3aKYIIOBYE), 1 BUTPATAMU BUPOOHUKA XapaK-
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TepH3ye HOBOCTBOPEHY U,iHHiCTL SKa IIOBHHHA OyTH
PO3IIOIiIeHa MisK BI/IpO6HI/IROM 1 IOKYIILIEM. 3p061/1T1/1
e 3 ypaxyBaHHIM IHTepeciB B3AEMOAILIOINX CTOPIH
1 JTaHIfOTa B IIIOMY — OJTHE 13 3aBJIaHb MapKeTHHTY.
Hainurericts Ha 3arayibHiI 1HTEpeCH MOMKE 3aKa-
IAaTH IepeopieHTAalll JAHIIOMKKA CTBOPEHHS IIIHHOCTI
OpraHi3aIfi-rmocTavyajbHUKA 3 IIPUBATHUX ILJIEH 301/1h-
IIEHHsI BJIACHUX (PIHAHCOBO-€KOHOMIMHIX Pe3yJIbTaTiB
Ha CIIUIBHI ITUTL ITIBAIIEHHS IIHHOCTI 1 SHUKEHHS BU-
TPAT SIK CIIOYKHBAYIB, TAK 1 Mepeml B IILJIOMY.
BucuoBxkn Tta mnpomoaumnii. CucremaTusairis
Ta aHaJI3 OCOOJIMBOCTEM IIOBEOIHKM CIIOMKMBAYIB HA
puriky B2B mosBosisie BUOUIMTH KJIFOYOBUE (DaKTOp
praBJIiHHH CITOSKMBYOI0 IOBEIIHKOI — CYKYIIHY CIIO-
JKUBYY IIIHHICTH TOBApY, KA 3a6eaneqye MHOKYIIIIEB1
MaKCHMaJIbHy BUTO/ly IPU MIHIMaJbHHX BHTPaTax
1 pusukn. IIpemcraBisgerbca MEpPCIIEKTUBHUM BHKO-
PHCTOBYBATH KOHIIEIIIIIIO CIIOKHBYO]L IIIHHOCTI K OCHO-
Ba IS IIOJAJIBINOI PO3POOKH HAYKOBO-IIPAKTITYHUX
PEeKOMeHIaIni o0 CTBOpeHHs crpaTerii B2B map-
KEeTHHTY 3 YpaXyBaHHAM CHEIMMIKY T IIPUEMCTB.
BasgiuBuM nUTAaHHAM B KOHIIENIII CIOMKHUBYOL
IIIHHOCTI, 1110 popMyeThesa Ha puHKY B2B, € pospobka
MIIXOIIB 1 METOIB 10 11 K1JIBKICHIHM OITIHII, IO TAKOMXK
MOJYK€E CTATH HAIIPSAMOM IIOHAJIBIINX JOCTIIKEHb.
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