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AHHoTauusi: CeKTOp BBICOKOTEXHOJOIMUYHBIX OTpaciell SKOHOMHKH, oOeclieunBa-
IOLIMHA HAyYHO-TEXHUYECKHH Iporpecc, UMeeT HauOOoIbIINN MOTEHIUAN Pa3BUTUS U
MHBECTUIIMOHHYIO MPUBIEKATEIbHOCTh. DKOHOMUYECKAs! BBIF0Jla OT MCIOJIb30BAHUS
BBICOKOTEXHOJIOTUYHOM NMPOAYKIUHU CBSA3aHA C CYIIECTBEHHBIM CHUKEHHEM CTOUMO-
CTU €€ BIAJCHUA, a TAK)KE CPaBHUTEIBHOM DKOHOMMEH 3aTpaT BCJICACTBUE €€ HC-
IIOJIb30BaHUsA. BBICOKOTEXHOIOTNYHAS MPOAYKIUSA OTINYAECTCS] YHUKAIBHOCTBIO, BbI-
COKHUM YPOBHEM CIJIOKHOCTH IIPOU3BOACTBA U DKCILIYaTalluH, & TAKXKE 3HAYUTEIIbHBI-
MU KOHKYPEHTHBIMM ITpeuMyIecTBaMu. L{enpro uccienoBanms sBISIETCS BBISBICHHE
0COOEHHOCTEHN MPOABMKEHUS BBICOKOTEXHOJIOTUYHON MpoayKiuuu Ha B2B-pbiHke u
omnpenenenue Haubonee 3(pGekTUBHBIX ero BUA0B. B paboTax oTedecTBEHHBIX U 3a-
pyOeXHBIX aBTOPOB HAILJIM OTPa’K€HUE BOMPOCH! CTPATETNYECKOT0, MPOMBIIIJICHHO-
0 MapKETUHIa, MApKETUHIa PE3yJbTaTOB MHTEJUIEKTYAJIIBHON JEATEIbHOCTH, HEKO-
TOpPBIE€ BOIPOCHI IIPOJBHIKEHHS BBICOKOTEXHOJIOTMYHOU NMPOAYKLUHU. B Hacrosmem
UCCJIEJOBAaHUM PACCMOTPEHBl XapaKTepHblE OCOOEHHOCTH BBICOKOTEXHOJIOIMYHOM
NPOAYKIMH U MOAXOMABI K ee Kiaccuukaliu, BeISIBIEHb 0COOCHHOCTH phiHKa B2B,
a Takke 00IMe YepThl U OTIMYUS MAPKETUHIOBBIX HHCTPYMEHTOB, IPUMEHSIEMbIX Ha
pa3IMYHBIX THUMAX PHIHKOB. BEHISBIEHBI OCHOBHBIE (DAaKTOPHI CTPATETUHU IPOJIBHIKE-
HUs BBICOKOTEXHOJIOTUYHOW MPOAYKIMU Ha B2B-ppiHKE B 3aBUCMMOCTH OT »Tamna
IPOJIBIKEHHsI, 0OCOOEHHOCTH CIIpoca M MPHUYHUHBI, UX BbI3bIBaromue. Pa3paboTaHbl
MOJIXO/IbI K MPOJBUKEHHUIO BEICOKOTEXHOJIOTMYHOM MPOAYKLNH, yUUThIBatoOIIue (pax-
TOPHl U OCOOEHHOCTH KaXKJIOTO 3Tama MpPOJABMKEHMS, MPEITI0KEHbI UHCTPYMEHTHI
HpPOJBIKEHHUS, sBIstoLMecs 6osee 3 dexTuBHbIMU Ha peiHKe B2B umenHo B oTHO-
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LICHUH BBICOKOTEXHOJIOTMYHOM IPOAYKIMH. AKIIEHTUPOBAHO BHMMAHHME Ha BbICTa-
BOYHOU JEATENBHOCTH, 3aHUMAIOLICH Ba)KHOE MECTO B IIPOJBUKEHUU BBICOKOTEXHO-
JIOTUYHOM npoaykuuu Ha B2B-pbiHKe; paccMOTpeHBbl HOBbIE MAapKETHHIOBBIE PElle-
HUS, OTKPBIBAIOIIME NEPCIEKTUBBI I 3aKJIIOUYEHUs CAeNOoK. [IpensoskeHbl 0CHOB-
HbI€ MHCTPYMEHTHI MHTEPHET-MAPKETHHIa, KOTOPbIE TAK)Xe JOJDKHBI OBITH aJamnTH-
pPOBaHbI K 0COOEHHOCTSIM MPOJYKTA U PhIHKA.

KuroueBble ci1oBa: BbICOKOTEXHOJIOIMYECKas Npoaykuus; B2B-peiHok; npoaBuke-
HUE; BBICTABOYHAS JEATCIBHOCTh; MHTEPHET-MAPKETUHT
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Abstract. High-tech sectors of the economy that ensure scientific and technological
progress have the greatest development potential and investment attractiveness. The
economic benefits of using high-tech products are associated with a significant re-
duction in the cost of ownership, as well as comparative cost savings due to their use.
High-tech products are distinguished by their uniqueness, high level of complexity of
production and operation, as well as significant competitive advantages. The purpose
of the study is to identify the features of promoting high-tech products in the B2B
market and identify the most effective types of it. The works of domestic and foreign
authors reflect issues of strategic, industrial marketing, marketing of intellectual
property results, and some issues of promoting high-tech products. This study exam-
ines the characteristic features of high-tech products and approaches to their classifi-
cation, identifies the features of the B2B market, as well as the common features and
differences of marketing tools used in various types of markets. The main factors of
the strategy of promoting high-tech products in the B2B market are revealed, de-
pending on the stage of promotion, the specifics of demand and the reasons causing
them. Approaches to the promotion of high-tech products have been developed, con-
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sidering the factors and features of each stage of promotion, and promotion tools
have been proposed that are more effective in the B2B market specifically in relation
to high-tech products. Attention is focused on exhibition activities, which occupy an
important place in the promotion of high-tech products in the B2B market; new mar-
keting solutions that open up prospects for concluding deals are considered. The
basic Internet marketing tools are proposed, which should also be adapted to the spe-
cifics of the product and the market.

Keywords: high-tech products; B2B market; promotion; exhibition activities; inter-
net marketing
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Beenenue (Introduction). l3BectHo,
YTO MEpPexXo]l K aKTUBHOMY NPUMEHEHHIO BbI-
COKOTEXHOJOTUYHOM MPOIYKIIMH XapaKTepH-
3yer COBPEMEHHBII 3Tan Hay4HO-
TEXHUYECKOT0 TIporpecca M o0ecreynBaeT
pa3BUTUE MUPOBOM 3KOHOMUYECKON CUCTEMBI,
a TaK)K€ CTAHOBJICHUE MOCTHUH]YCTPHUAIBHOTO
oOmiecTBa.

BBICOKOTEXHOJIIOTUYHBIE OTPACIH — ITO
OTpaciay, OTIUYAIOLIMECS BBICOKMM YPOBHEM
3aTpaT Ha HAay4YHO-UCCIEOBATEIIbCKUE U
OTIBITHO-KOHCTPYKTOPCKHE  pa3pabOTKH, a
TaKKe XapaKTEPHU3YIOIIUECS BBICOKON HMHHO-
BAIIMOHHOM aKTUBHOCTHIO YUaCTHUKOB PHIHKA.

MOKHO BBIIETTUTH HECKOJBKO TIOJXO0-
JOB K KJacCU(UKAIUUA BBICOKOTEXHOJIOTHY-
HBIX oTpacieil. Hanpumep, B kinaccuduxanum
OD2CP B 3aBUCHMMOCTH OT COOTHOIIEHHUS 3a-
tpar Ha HUOKP u co3nannoil nobGaBieHHON
CTOMMOCTU BBIJIETSIIOT BBICOKOTEXHOJIOTHY-
HBIE, CPETHETEXHOJIOTUYHBIE BBICOKOTO YPOB-
Hsl, CPEJHETEXHOJIOTUYHbIE HU3KOTO YPOBHS U
HU3KOTEXHOJOTUYHBIe oTpaciu (Hanuonans-
HbIit noxman, 2020; [Tpuka3 Poccrata, 2017).

VIMEHHO CEKTOp BBICOKMX TEXHOJIOTHH
UMeeT HauOONBIINI MOTEHIUANT Pa3BUTHUS H
MMEHHO K JIAaHHOMY CEKTOpY TMPOSBISIOT
HauOOJBIINN HHTEPEC BEHUYPHBIE KOMITAaHUH,
TOTOBBIE JIETIaTh PUCKOBBIC BIOKCHUS M OXKH-
JIAFOIIHE MOJIYYUTh MOBBIIICHHYIO MPUOBLTH.

[Ipukaz MuHHCTEpCTBA NPOMBIILIEH-
HOCTU U ToproBiau Poccuiickonn Penepaunu
ot 17 ¢espans 2020 r. Ne 521 «O6 ytBep-
KICHUU KPUTEPUEB OTHECEHUs TOBApOB, pa-

00T W yCIIyT K MHHOBALIMOHHOM TPOIYKIHH H
(1) BBICOKOTEXHOJIOTMYHOM NPOIYKIMHU IS
neneil popMHUpOBaHUS IUIaHA 3aKYNKH TaKOW
IPOAYKLHUH. ..» olpenensieT O0COOeHHOe
YCIIOBHE JJISi OTHECEHHUSI TOBAPOB K BBICOKO-
TEXHOJIOTUYHBIM: HEOTHEMJIEMON COCTaBJIsA-
IOIIeH SIBIISIETCSI BHEIPEHHUE CIIOXKHBIX IIepe-
JIOBBIX ~ TEXHOJOIMH B  IPOMU3BOJCTBE,
a TOYHee:

1. TexHonOruM AOIKHBI COOTBETCTBO-
BaTh KJIIOYEBHIM HANpaBJICHUSM IpOrpecca B
00J1aCTH HayKH, TEXHOJOI'MH U TEXHUKH;

2. OTIMYUTENbHOM YEepTOM SBIISAIOTCS
BBICOKHE HayKOEMKHE PacXO0/ibl 110 OTPACIIH;

3. TIporecchl TPOU3BOJACTBA OCYIIECTB-
JSIFOTCS. ¢ UCHOJb30BAHUEM HOBEHIINX TeX-
HOJIOTHYECKUX pEeIIeHU, 000pynoBaHUA U
MIPOLIECCOB;

4. B pabore 3a/1elicCTBOBaHbI CIICIIHAIIN-
CTBI BBICILIEH KaTErOPHH KBATU(PHUKALIH.

K Tomy ke, Ba)KHBIM TIOKa3aTeIeM MpH-
3HaHUS TPOJYKLIUU BBICOKOTEXHOJIOTMYHON
ABIISIETCS €€ SKOHOMUYECKast BBITOJ1a:

- OXuJaemas CTOMMOCTb BIIAJCHUS
(BKJIIOYAsi MOKYIKY M 3KCILTyaTallio) Cylie-
CTBEHHO CHH’)KAETCsl [0 CPABHEHUIO C MPE/bl-
TYIIMMHA aHAJIOTaMH Ha TPEICTOSIINHA CPOK;

- CpaBHUTENbHasl HYKOHOMHs OOIIMX 3a-
TpaT KaK pe3yJIbTaT HCIIOJIb30BaHMs JTaHHOU
MPOAYKLMH IO CPAaBHEHUIO C CUTyallueH, KO-
rZia TaHHas MPOIYKINS HE NCTIOIBh3yETCsI.

BricokoTexHOMOrHYHAas POAYKIHUS
CBsI3aHa C HAYYHBIMU HCCIICIOBAHUSIMH H, KaK
CIIEZICTBHE, 3HAUYUTEIBbHBIM OOBEMOM HHBE-
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CTULIMM B uX mpoBeneHue. OHa OTJIMYAeTCS
YHHUKAJIBHOCTBIO (3TO MO0 paguKalbHbIe UH-
HOBAIlMH, JINOO B BBICOKOW CTENEHU MOJAEp-
HU3UPOBAHHBIC BEPCUU UMEIOIIETOCS HA PBIH-
Ke mponaykra). Takke MOXHO OTMETUThH BbI-
COKHMI YpOBEHb CJIOKHOCTH IMPOU3BOJCTBA U
AKCIUTyaTauu npoaykTa. OCOOEHHOCTBIO Ta-
KHX TOBapoB SIBJISETCS JJIMTEIbHBIA CPOK
CITy>O0bI (HECKOJIBKO JIET), YTO SIBJISICTCS 3Ha-
YUMBIM ~ KOHKYPEHTHBIM  MPEUMYIIECTBOM
(ITpuka3z MunucrepcTBa MPOMBIIIIIEHHOCTH U
toprosiu PO, 2020).

eanr uccaenopanus (The aim of the
work) — u3yuenre ocoOeHHOCTEH MPOABHUKE-
HUS BBICOKOTEXHOJIOTUYHON MPOIYKIUH Ha
B2B prinke; BIsIBJICHUE U aHAINU3 (PAKTOPOB,
KOTOpBIE CJIEyeT YYUTHIBAThH MPU MPOJIBUIKE-
HUU JaHHOU nponaykuuu Ha B2B peinke; uc-
clieJoBaHHEe OCOOEHHOCTEeH (OPMUPOBAHUS
Crpoca Ha BBICOKOTEXHOJIOTUYHYIO TPOIYK-
1UI0; omnpeneneHue Hanbonee 3¢h(HEKTUBHBIX
BH/JIOB ITPOJIBIKEHUS TIPOTYKIIHH.

Marepuanbl MU MeTOAbI HCCJIEI0Ba-
nus (Materials and Methods). Vccnenona-
Hue Oasupyercss Ha paboTax 3apyOeKHBIX H
OTEYECTBEHHBIX aBTOPOB. Tak, BOMPOCHI
CTpaTEerMyecKoro MapKeTHHra HallUIM OTpa-
xeHue B pabortax JlambGena JK.JK. (JlamOen,
2009), Haymosa B.H. (Haymos, 2024), Pe0-
posoii H.II. (Pebposa, 2025) u npyrux. Bo-
pocaM MPOMBIIUIEHHOTO MapKeTUHTa, B TOM
YHCIIe CBA3aHHOTO C MPOABIKEHHEM BBICOKO-
TEXHOJIOTUYHON MPOIYKINH, YIEICHO BHHU-
Manue Ya0crepom @. (Yaberep, 2005), bor-
nanoBoit M.B, bornanosoit B.I'. (bornanosa,
2024), Kmumenko B. (Kmumenko, 2023).
MapkeTHHT pe3yIbTaTOB HHTEIEKTYalbHOM
NESTeIbHOCTH HaIlell OTpaXeHHE B TpyHax
Bbornanoroit M.B. (bormanosa, 2020), borna-
HoBoit M.A., IlapmunnieBa A.A. (bormanosa,
[Mapmmanes, 2021). OtaenbHBIE BOIPOCH
MPOJIBMKCHHSI BBICOKOTEXHOJIOTMYHOW TIPO-
IOYKIIMK 3aTpOHYTHI B paborax Knunosa B.I.
(Kmunos, 2006), JloxoBununoit E.C. (JIoxo-
BuHuHa, 2009), lIsenosa C.A., Eropymxu-
Hou T.H., Kamuauuenko M.II. (IlIBemoB u
ap., 2022), Hepouna WU.B. (Hepbun, 2021),
CembsHoBO#1 O.10. (CembsiHoBa, 2008). IIpu
TOM HaOJIOJAeTCsl HEAOCTAaTOK CUCTEMHBIX

HCCIIEIOBAaHUN OCOOCHHOCTEH MPOJBHUKEHUS
BBICOKOTEXHOJIOTUYHOMN MPOIYKIIMK Ha PHIHKE
B2B.

[Ipu mpoBeneHHM JaHHOTO HCCIIENOBA-
HUs ObUIM HCIOJB30BaHbI METOJNbI aHaIHn3a
Hay4HOMU JINTEPATyphl, CPABHUTEIIbHBIA U CH-
CTEMHBII aHaJIN3.

Pe3yabTarhl Hccie10BaHUS U UX 00-
cyxaenue (Results and Discussion). Jlis
B2B-momaaku xapakrepHa Oopbba Mexmy
MPOU3BOJUTEISIMU  — KaXKIBIM  CTPEMHTCS
MPEIJIOKUTE JyUIINe YCIOBHs Uit Tpodec-
CHOHAJIOB — KJIKOYEBBIX MOKymareneud. B oc-
HOBE O9TON CTpaTeruu JICKUT MPHUBJICUCHUE
CHEIHATM3UPOBAHHBIX KJIMEHTOB 3a CYET THO-
KOM CHCTEMBl CKUJIOK W YyKa3aHHUsS ONTOBBIX
LIEH B KaTajorax.

B2B accouuupyercs mnpexzae BCEro C
o0ecrieueHreM KpymHoro Ou3Heca: 3TO Ipo-
CTPAHCTBO ISl JEATEIIBHOCTU IPOU3BOM-
CTBEHHBIX M KOHCAQJITUHIOBBIX KOMIIAHH,
ayIUTOPCKUX (PUPM, MOCTABUIUKOB O(HUCHOM
TEXHUKH U JAp. 3]1eChb BAXKHOCTh HMEET HE
TOJIBKO MPOIYKT, HO U KOMILUIEKCHOE 00CITy-
YKUBAHHUE.

Ha coBpemenHoil apeHe HaOmrogaeTcs
unterpanust B2B ¢ B2C: ognu u Te e ToBa-
pbl MOTYT OJHOBPEMEHHO aJpecoBaThCA Kak
YaCTHBIM JIMIIaM (HampuMep, KIWHUHTOBBIE
YCIIyTH), TaK M KOPIOPATUBHOMY CEKTOpY.
DTO CO3[a€T YHUKAIBHBIE CIIEHAPUH B3aHMO-
JIEACTBUA.

Paznuuns mexay cermMeHTamu:

B2C: wuMmnynbCuUBHbIE TOKYNKH IS
yaoBoabcTBUM. B ornmume or B2B, 3xech
KJIMEHTBl PYKOBOJCTBYIOTCS OMOIMSMU |
CTpPEMIIEHHEM K couuaibHOMy craTtycy. llo-
KYTaTeJIbCKUE PEIICHUS YaCTO OCHOBBIBAIOTCS
Ha UMUJDKE TOBapa; LIEHAa YXOAMUT Ha BTOPOM
TIJIaH TIPU BBICOKOM TTPECTHKE;

B2G: rocynapcTBeHHbIE 3aKa3bl B LIEH-
Tpe BHUMaHHUS. B3auMOOTHOLIEHUS MEXIy
YaCTHBIM OW3HECOM M TOCYJapCTBOM OIpeje-
JSIIOTCSL TOC3aKa3aMu, TJIe KIFOYEeBBIMU (pak-
TOpPaMH CTAHOBSATCS PEMyTallusi KOMITAHUH, €&
OTBIT PabOTHl C KPYHMHBIMU MPOEKTaMU WH-
(bpacTpyKTyphl WJIH MPOMBIIIJIEHHOTO 000py-
noBaHus. Pekiama 37ech HE CTOJIb 3HAUUMA,
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B2B: mexy TM4HBIM BRIOOPOM M TOCY-
JTapCTBEHHBIM 3aKa30M. JTOT CErMEHT 00b-
€IMHSAECT aKTHBHYIO PEKIaMHYIO CTpPATETHIO
(xak B B2C) ¢ y1aneHHbIM KOHEUHBIM IOTpe-
oureneM, ¢ IPSIMbIM MAapKETHHIOM, YTO CXO-
&Ke ¢ 0COOCHHOCTAMHU paboThl Ha peiHKe B2G.
31ech BaKHBl KaK IIPUBJICYEHUE KIMEHTOB
4yepe3 MapKETHMHIOBblE MHCTPYMEHTHI, TaK U
J0JIrOCPOYHbIE MApTHEPCKHUE OTHOLIEHUs 0e3
HENOCPEACTBEHHOIO B3aUMOJEUCTBUS C KO-
HEYHBIMHU II0JIB30BATEISIMU TNPOLYKLIUU WU
ycayr (PeiHok b2b, 2024).

IIpn cocraBieHMM CTpaTeTuu IIPOJBU-
KEHUSI BBICOKOTEXHOJIOTMYHOM MPOAYKLUHU Ha
B2B-pbIHKE cileyeT y4UTBIBAaTh CIEAYIOLIUE
(akTopsbI:

1. Ha HavanpbHOM 3Tamne NpOABHIKEHUS
MOXET OBITh yke chopMUpOBaHHAS KIMEHT-
ckas 0aza. B 3TOoM ciyyae mpoBOAMTCS Ccer-
MeHTanusi 0a3pl: OHAa JIENHUTCS 1O Teorpadu-
YECKOMY IPU3HAKY, IPEIIIOYTEHUSAM TOBAPOB
U yCIIyT, ICHOBBIM JHaIa3oHaM, o0béMam 3a-
KYIIOK ¥ CTEIEHHU JIOSJIBHOCTU KJIMEHTOB. Ta-
KOW MOJXOJ HE CIy4YaWHbId — 3TO KUY K
pa3paboTKe HWHAMBUIYAIbHBIX MapKETUHIO-
BBIX CTpAaTEruy Ui KaKIOW Tpymlmbl MOTpe-
ourenell ¢ LENbI0 ONTUMH3ALMU PECYPCOB Ha
HauboJee NepCreKTUBHBIE CErMEHTHI;

2. Jlnd ycHenrHoro IpoABUKEHHS KpH-
TUYECKU Ba)XKHO MPOBECTH BCECTOPOHHEE HC-
CJIEIOBAHUE OCHOBHOM I€JI€BOM ayIUTOPHH,
BKJIIOYAsi CO3/IaHUE MOJIPOOHBIX aBaTapoB 3a-
Ka34MKOB. JTO IpPENIOaraeT He TOJBKO IO-
HUMaHUE UX TEKYIUX NOTpeOHOCTENH U MOTH-
Balliii, HO U TIIATEJIbHBIN aHAJIN3 HEraTUBHO-
IO OMbITa B3aUMOJIEUCTBUSL C MPEAbIIYIIUMHI
MIOCTAaBIIMKAMHA — OTCIOJa BBIABIIAIOTCS IpH-
YUHBI OTKAa3a, KOTOpbIE 3aT€M MHHHMM3UPY-
I0T /7Sl TIOBBILIEHUsT o01mel 3¢ dekTuBHOCTH
paboTHI;

3. Pazpabotrka CJM (kapThl myTerie-
CTBUSl KJINEHTA) CTAHOBUTCS HEOTHEMIIEMOMU
yacTbl0 Tpolecca NPOABMKEHHUS U OCy-
IIECTBIISIETCS  CIELUAINCTAaMM B 00JacTu
MapkeTuHra. Ilpornecc BKJIOYaeT IeTanbHOE
BBIIEJICHUE BCEX JTAllOB B3aUMOJIEHCTBUS,
BBISIBJICHHE KOHKPETHBIX MOTpeOHOCTeH Ha
Ka)KJIOM U3 HUX U UX YETKOE yAOBIETBOPEHUE
COOTBETCTBYIOIIMMHU MPEATIOKEHUAMU. ITO

HamnpsMyl0  CIIOCOOCTBYET (OPMHUPOBAHUIO
ONTUMAJIbHBIX BOPOHOK IIPOJIAX;

4. AHaIM3 YCHCIIHOW JAEsSTEIbHOCTU
KOHKYPEHTOB SIBJISIETCSI HEOTJIOKHBIM I1aroMm:
HEOO0XOAMMO TILATEIBHO MPOAHATU3HPOBATH
KaK CHJIbHBIE CTOPOHBI, TaK U ciabble MecTa
UX aHAJOTHUYHBIX IPOAYKTOB, a TaKXKE H3Y-
YUTh CTPATETUU IPOABMKEHUS HA PBIHKE. JTO
M03BOJISICT M30€XaTh MOBTOPEHUS OMIMOOK U
BBIICJIUTBCSL  Cpeld KOHKYpeHTOB. CTouT
TaK)K€ OTMETUTH, YTO JAHHBIM JTall SBISAETCS
TPYAOEMKHUM IIpU Y3KOHAIIPaBIEHHOM PBIHKE,
II€ B HEKOTOPBIX CIy4asiX MOXET IpPHUCYT-
CTBOBAaTb  OJIUTOINOJIMS, TOCYJIapCTBEHHAs
TallHa U Jpyroe;

5. BeIsBIEHHBIE HEAOCTATKU B MPOIYK-
Tax, a TaKKe MpoOJeMbl MapKEeTUHTOBOU
cTpateruu  TpeOyrOT  0e30TiarareabHOro
YCTPaHEHUsS — 3TO 3aJIOT MOBBIILIEHUS KOHKY-
PEHTOCTIOCOOHOCTH ¥ yJIYYIIEHUS BOCIPHSI-
TUs1 OpeH/1a Ha PhIHKE;

6. [lns B2B-npoaBukeHus: IpOBOJUTCS
KOMIUIEKCHBIA aHaJIN3 Pa3IMyYHbIX LU(POBBIX
w1athopM ¢ LENbI0 ONpeneseHus] Hauboee
IPONYKTUBHBIX KAaHAJIOB Ul PEKJIAMHOMN
kamnaHuu. llpuopurteTsl cTaBsTCS Ha Te
IUIOLIA/IKH, IZI€ COCPENOTOYEHA OCHOBHAs Lie-
JieBasi ayJIuTOpHUs, CHOCOOHas aJIeKBaTHO
OLICHUTh YHMKAQJIbHBIE NPEUMYIECTBA MPEN-
JIO)KEHUSI M TIPOSIBUTH AKTHBHBIA HHTEpPEC K
TOBapy.

7. KiroueBbIM 3JEMEHTOM YCIEIIHON
B2B-cTparerun sBiseTcs coO3JaHUE MOIIHOTO
YHUKaJIBbHOTO  TOPrOBOTO  IPEAJIOKEHUs
(YTII). Ero ¢opmupoBanue mnoapazymeBaeT
HE MPOCTO MEPEUNCICHUE JOCTOMHCTB: HEO0O-
XOAMMO YyOeAUTEeNbHO MOATBEPXKIATh BBICO-
Kyl0 KOHKYpPEHTOCIIOCOOHOCTb, JIEMOHCTpH-
pys SBHOE IPEBOCXOJACTBO MPOAYKTa Hal
aHaJIoraMy Jla)ke Mpu OoJiee BBICOKOHM IIEHE.
YTII 10J5KHO CTaTh BECOMBIM apryMEHTOM B
MOJIb3Y BBIOOPA KOMITaHUH;

8. Ilocne TmaTENBHOTIO TJIAHUPOBAHUS
U pa3pabOTKH KOMIUIEKCHOW MapKEeTHHTOBON
cTtpaterun B2B-cermMeHTa HauMHAETCS AKTHB-
Has (aza peayn3aly PeKIAMHBIX KaMIaHUH,
OCHOBaHHBIX Ha TIJIyOOKOM aHaju3€ pbIHKA.
Benércs MHOromiaHoBas IEpPCOHAIM3UPO-
BaHHas peKjaMa C MCIOJIb30BAHUEM BCEX CO-
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OpaHHBIX JAHHBIX O LIEJEBOH ayAUTOPUU U
KOHKYPEHTHOM OKpYy)keHuHu. B mporecce pa-
OOTBI CTpaTeruss MOXKET KOPPEKTUPOBAThCS B
3aBHCUMOCTH OT PEaKUUH KJIUEHTOB. JTO SIB-
JSIeTCs €CTECTBEHHBIM IPOLIECCOM aJalTaluu
K MEHSIOIIUMCS YCIIOBUSIM PBIHKA;

9. Ocoboe BHuManue mnpu B2B-
MPOABIDKEHUH YACSETCS CHCTEMHOMY IOJ-
XO04y, TJ€ KayecTBO M pe3yJbTaTUBHOCTh
OTIPENIENIAIOTCA HE TOJBKO A(PPEKTHBHOCTHIO
OTJEJbHBIX KaHAJIOB, HO U MX MHTErpauuei B
enIuHyI0 cTpaTeruto. PamumonanbHOe pacmpe-
JieJICHHE PEKJIAMHOI0 Or0/KeTa IpeAroiaraer
aKTUBHOE HCIIOJIb30BaHUE pPa3HOOOpa3HBIX
OHJIAMH-TUIATPOPM: OT COLMAIBHBIX CeTeH 110
CTIEIUANM3UPOBAHHBIX  MPO(HECCHOHATBHBIX
pecypcoB. KomruiekcHbli nogxon obecrneyn-
BaeT MaKCHUMAaJbHBIA OXBAT ayIUTOPUH, T
KaX/IbIil KaHaJl BHOCUT CBOM BKJIaj U paboTa-
€T KaK 4acTh €AMHON CHCTEMBI NPUBJICUCHHS
KIMEeHTOB (OCOOEHHOCTH TPOJBMXKEHUS Ha
peiake B2B, 2024).

[Ipennpustusi, GopMuUpys CIIPOC HA BbI-
COKOTEXHOJIOTHUECKUI TOBap, CTAJIKUBAIOTCS
C HEKOTOPBIMH OCOOEHHOCTSIMH, TAKUMU KaK:

1. PBIHOK Ui BBICOKOTEXHOJIOTHYHOTO
IIPOAYKTA XapaKTepHU3yeTcs Y3KOH IeJeBoi
ayIuTOpuel u3-3a HeJ0CTaTOYHON MH(POPMHU-
POBAaHHOCTH MPEANPHUATUN OTPACIEBOIO KOM-
TUIeKca Ha COBITOBBIX HAIPaBICHHUAX W OTpa-
HUYEHHOTO Kpyra 1noTpeduTesei, cocTosIero
B OCHOBHOM H3 CITEI[MATN3UPOBAHHBIX OTpac-
Je WM KPYHHBIX MHCTUTYHHOHAIBHBIX 3a-
Ka34MKOB;

2. BbIcokas cTOMMOCTb HpPOayKTa 00y-
CIIOBIICHA:

a) YHMKaJbHBIMU CBOWCTBAMM IMPOAYK-
IIUH, OJ1aroaapsi YCIOKHEHHIO 1 MHHOBAIIHSIM;

b) AIUTENBEHBIM EPUOIOM Pa3paboOTKH,
BKJTIOYAst JIOPOTOCTOSIIIINE MCIIBITAHUS U TIpa-
BOBYIO 3alUTy, YTO YBEJIMYUBAET CeOECTOU-
MOCTb;

C) WHBECTHIIMOHHBIM XapaKTEpOM IIPO-
IyKTa C JIONTOBPEMEHHBIMH MpPEUMYIIecTBa-
MU JUTSI KITUEHTOB;

3. CI0XHOCTB 3aKIIIOYEHHS] KOHTPAKTOB
Ha TIOCTaBKY TMPOIYKTa BKIIOYACT CIEIYIO-
M€ PUCKU:

a) o0mMe SKOHOMHUYECKHE (HAKTOPHI
(HecTaOMIBHOCTD PHIHKA, HHIANA);

b) (dyHKIIMOHAIbHBIE W TEXHUYECKHE
PHUCKH: HECOOTBETCTBUE OXHJIAHHUAM IO Xa-
paKkTepUCTUKAM MPOIYKIUU WU OTACIbHBIX
KOMIIOHEHTOB;

c) (GUHAHCOBBIE PHUCKU: KOJICOAHUS Ba-
JIOTHBIX KypCOB, HHBECTUIIMOHHBIC OITUOKHY;

d) BpeMeHHOH pHCK: HEOOXOAUMOCTH
yOeauTh KIMEeHTa B JOJTOCPOYHOM HAJeKHO-
CTH U CTAaOMJILHOCTH KauecTBa TOBapa.

CH0XHOCTH ~ BBICOKOTEXHOJOTHYHOTO
MPOJYKTa YBEIMYUBACT UIMUTEIBHOCTH IPO-
1[ecca MOATrOTOBKU K CJIENKE, IMTOCKOJBbKY BBI-
COKHIl ypOBEHb PHCKOB TpeayCMaTpUBaeT
Ooiee THIATEIBHOE COTJIACOBAHME YCIOBUH
KOHTpAaKTA.

Heob6xomumo umeTh B BUAY, YTO, Kak
MpaBmiIo, pekiama B kinaccuueckux CMU He
obecrieynT A0KHON 3()h(HEKTUBHOCTH, T.K. HE
JoWaeT 1o ueneBoil ayautopuu. bonee a-
(EeKTUBHBIMU MHCTPYMEHTAMHU TPOIBUKCHHS
MOTYT OKa3aThCsl:

1. IlpsaMoil MapKeTHHI, OCYIIECTBIIsIE-
MBI yepes:

a) CHeNHaTN3UPOBAHHYIO PEKIIaMYy;

b) BBICTABOYHYIO €ATEIHHOCTD (CIeIH-
QJIBHBIC BBICTABKH U YKCITO3UITNH ),

2. VHTepHET-MapKeTUHT, BKJIIOYAIO-
1107078

a) KOHTEHT-MapKeTUHT (TpexycMaTpH-
BAIOUIMI CO3/JaHUE CIIECIUATN3UPOBAHHOTO
KOHTEHTA);

b) onTuMM3anKo KOPHOPaTUBHBIX Cail-
TOB JIJIS1 1IENIEBOM ayAUTOPHH;

C) BeJeHUE OJIOrOB M JKCIEPTHOU Aes-
TETHHOCTH B OTPACIIH;

d) npoBeneHne BeOMHAPOB, CEMHUHAPOB;

3. Crneunanu3upoBaHHbIC TIEYAaTHBIE W3-
TaHUS:

a) OTpacieBble KypHalbl (IleJIeHanpaB-
neHHas wHopMaus i Y3KUX CIEIUaIN-
ctoB). CTOUT MOMYEPKHYTh, YTO IPOIBIIKE-
HUE OCYLIECTBJISIETCS OIOCPEIOBAaHHO dYepe3
OIMCaHNE TPOAYKTOBBIX HHHOBAIIMH, HAy9IHO-
TEXHUUYECKUX JTIOCTHKEHUM;

b) xatanoru MpOAYKIUK C TOJIPOOHBIM
OMKMCAaHUEM M aKIICHTOM Ha yHHKAJIbHBIE Xa-
PaKTEePHUCTUKH,
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C) peKJIaMHbIE MPOCIEKTHI, HANpaBJICH-
HBIC Ha 3aMHTEPECOBAHHBIX KIINECHTOB;

4. PacnpocTpaHeHHE pPEKJIAMHON WH-
dbopmaruu gepes:

a) CrieUaIu3upPOBaHHbIC KaTaJOTH;

b) ueneBsie  pacceuiku  (E-mail-
MapKETHHT);

C) yuyactue B Npo(ecCHOHAIBHBIX Me-
POTIPUATHUSIX U KOH(PEPEHLIUSAX.

HemHoro mmpe paccMOTpuUM BBICTaA-
BOYHYIO JeaTeiabHOCcTh. OHAa 3aHMMAaeT Bax-
HOE MECTO B MPOABIKEHHH BBICOKOTEXHOJIO-
TUYHOM mpoaykuuu Ha B2B-pbiHke U umeer
CJIeYOIIe 0COOCHHOCTH:

1. DddexTuBHAsS AEMOHCTpaLU UHHO-
BaI[MOHHOW MIPOIYKITNH, BKITIOYAs:

a) ¢pusznueckre o0pas3ibl HIIM MaKEThI,

b) TexHHuUeCKHE XapAaKTEPUCTUKH B
CpPaBHEHUHU C aHAJIOTaMU KOHKYPEHTOB;

2. IlpsMOM KOHTaKT C 3aMHTEPECOBaH-
HOM ayauTopuel (MOTeHIHAIbHBIMU KIIMEH-
TaMU C MPABOM MPUHSATHUS PEIICHHN ):

a) YCTaHOBJICHHUE JIEJIOBOTO B3aMMOJICii-
CTBHUS;

b) oleHka peasbHBIX MOTPEOHOCTEH W
BO3MOKHOCTEH NOKYyIaTeNIEH;

3. [Ipsimble BCTpeuu, MEPErOBOPHI:

a) JUIs 3aKJIFOYEHHUS] KOHTPAKTOB Ha IO-
CTaBKU BBICOKOTEXHOJIOTHYHOM MPOTYKIUH;

b) cObopa unpopmannu 0 MPeaNOUTCHH-
X KJIMEHTOB, MX TPEOOBaHUAX K MPOTYKIUH;

C) OIICHKAa TIaTEKECITOCOOHOCTH U TO-
TOBHOCTHU K WHBECTHUIIUSIM;

4. ®opMupoBaHUE UMHUIKA Yepe3 yya-
CTHE B BBICTaBKaXx:

a) MOJYEPKUBACT MHHOBAIIMOHHBIN CTa-
TyC MPEATNPUATHUS;

b) mnoBblmIaeT A0BEpHE CO CTOPOHBI
KIIMEHTOB, TAPTHEPOB;

5. OcBemenne meponpustuii B CMU:

a) YBEIMYMBAECT BUANMOCTh U y3HaBae-
MOCTb MPOYKIIUU HA PHIHKE;

b) cmoco6¢cTByeT (OpMHUPOBAHHIO TIO-
JIOKUTENHHOTO UMHJIXKA KOMITAHUU KaK JIHJIe-
pa B oTpaciu;

6. BO3MOXHOCTb yCTAaHOBJICHHSI HOBBIX
MMapTHEPCKUX CBA3EH:

a) C TMOCTaBIIMKAMH KOMIIOHEHTOB H
TEXHOJIOTHIA;

b) ¢ aucTpubObOTOpaMu IS paciIupe-
HUs reorpaduu cObITa;

7. Ananu3 peIHKa Ha MecTe, cOop 00-
paTHOM CBS3H OT CIIELUATHCTOB;

8. IlmanupoBaHue yyacTus:

a) BBIOOp Hamboyiee MOAXOJSANINX BHI-
CTaBOK;

b) pa3paboTka IKCMO3UIUU U MPE3CHTA-
[IMOHHBIX MAaTEPUAJIOB;

9. IloaroToBka nepcoHalia K akTUBHOMY
B3aMMO/ICHCTBUIO C MOCETUTEISIMHU.

BricTaBouHas AEATENBHOCTD JUISL TPO-
JBUKEHHSI TPOAYKTA CTAHOBUTCS KIIFOUEBBIM
HWHCTPYMEHTOM, 00€CIeYHBAIOIINM HE TOJIBKO
JEMOHCTPAIMIO TPOAYKTa, HO W CO3JaHHE
YCIIOBHU JJISi YCHEIIHOTO 3aKIIOYCHUsT KOH-
TPAKTOB, YKPEIUICHUSI PEIyTallly MpeAnpusi-
tuss Ha poiHKe (LlIBenos, KanmHuueHko,
Eropyuikuna, 2022).

B COBpEMEHHOM HUHTEPHET-
MIPOCTPAHCTBE, XapPAKTEPHU3YIOIIEMCS MHOTO-
oOpasuem (QyHKIIUNA, CBOOOJHBIM JIOCTYTIOM K
nH(pOpMalLlUY, ONEPAaTUBHOCTHIO IMEperadyu
JTaHHBIX U UX OBICTPBIM BOCHPHUATHEM MOJb-
30BaTEISIMH, MIEPEOCMBICITUBAIOTCS CTPATETUU
MPOABIDKEHHS] BBICOKOTEXHOJIOTUYHOM TIPO-
TYKIIMH, BhIpaOaThIBAIOTCS HOBBIE MAapPKETHH-
TOBBIC PEIICHUS, OTKPBIBAIOLINE MEPCIIEKTH-
BBI IS OCYIIECTBIICHHS CAETIOK M (PHHAHCO-
BBIX ONEpaLUN.

HHTepHeT-MapKETUHIOM SIBIISIETCS pa3-
HOBHJITHOCTh MAapKETHHTa, INPOU3BOJMMAS B
uHTepHer-cetn (YemypHona, 2024).

Ha mpakTuke KIIIOUEBBIM JIEMEHTOM
WHTEpHET-MapKEeTHHTa TPOTYKIIH BBICTYTIaeT
BeO-caiiT. OH NPEBOCXOAMUT APYTUe€ HUHCTPY-
MEHTBHI 110 CBOEH 3HAYUMOCTH, OCKOJIBKY:

a) TMpeACTaBIsieT HamOoJiee TOJIHOE M
CTPYKTYPHUPOBAHHOE TPEJCTABICHHE O IIPO-
U3BOAMTENIE M XapaKTEepPUCTHKaX BBITycKae-
MOH IIPOLYKLIHH;

b) pacuupsieT kaHajabl B3aUMOJACUCTBUS
C KJIMEHTaMH, aBTOMATHU3UPYs MHOTHE TIpO-
1I€CChl KOMMYHHUKALIUH.

OpmHako UIs YCHEIHOTO TPUMEHEHUS
caifTa HeOOXOIUMBI:

- CO3/1aHUE KOHTEHTAa, KOTOPBIH B JeTa-
JTU3UPOBAHHON (opme (Ha3HAUEHUE, TEXHH-
YecKue MmapaMeTpbl, CBOWCTBA) HHPOPMUPYET
0 MIPOAYKTE;
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- ONTUMaJIbHAasl opraHu3anus uHpopma-
IIUM C aKLEHTOM Ha yOeOUTEIbHOCTh U MpHU-
BJICKATEJIBHOCTh MPEIJIOKEHUN Il TOTEHIH-
AJIIbHBIX IIOKYIIATENICH;

- (QyHKIMOHUpPOBaHUE caiiTa Kak Mo-
CTHKa MEXIy MEPBUYHBIM HHTEPECOM K IpO-
OYKTY U €ro MmpuoOpeTreHueM, CTUMYJIHPYIO-
LIETO LIEJEBbIE JEHCTBUS KIMEHTOB;

- obecrnieyeHue mojpoOHON uH(DOpMa-
[IUOHHOW TOJJICPKKA TPU TPUHITUU pellie-
HUI O 3aKyIIKE.

Jlpyrumu ke MHCTPYMEHTaMH HWHTEp-
HET-MapKETUHTa SIBIISIFOTCS:

1. TaprerupoBaHHas pekjiaMa — I10Ka3
PEKJIaMHBIX COOOIIEHUI ayTUTOPHUSIM C yCTa-
HOBJICHHBIM HHTEPECOM K NPOIYKTaM WU
ycllyraM — ONTUMHU3HUPYET Pacxojibl Ha Map-
KeTuHr. llpm TpamMOTHOM TapreTHpOBaHUU
uckirovaercss HedpekTuBHOE oOpalieHue K
MOTEHINAJIBFHO «HETEIUIBIM» KIUEHTaM, 4YTO
CYILIECTBEHHO CHM)KAET U3JIEPKKH;

2.  Ilepconamm3upoBaHHblE  e-mail-
KamraHud. Paccelnasi peneBaHTHYIO U TpH-
BJICKATEJIbHYI0 HH(OpPMALMIO TMOANUCAHTAM,
KOMIIAHUU YKPEIULSIOT OpeHJ0BbIe CBsI3H,
CTUMYJIUPYIOT K TMOKYIKaM. B03MOXHOCTb
CO3/IaHUS UHIUBUAYATbHBIX CEPHUIl MHCEM IS
Pa3HbIX TPYMI MOJIb30BaTENEH CIOCOOCTBYET
I[eJIeHANIPaBICHHBIM MPOIaXKaM;

3. CoumanabHOE B3aUMOJIEHCTBHE B OU3-
Hece. CereBasi aKTHMBHOCTb OXBATbIBa€T He
TOJIBKO KOHEUHBIX TIOTPEOHUTENICH: KIFOUEBbIe
peleHs] TPUHUMAIOTCA C MCIOJIb30BaHHEM
coIMaNbHBIX TIatdopM. Pa3Buteie kopropa-
TUBHBIE MPOPIIN C aKTyalTbHBIMU JaHHBIMU U
MPUBIICKATEIFHBIM KOHTEHTOM CITyXKaT J0-
MOJTHUTEIbHBIM KaHAJIOM B3aWMOJICHCTBHUS.
ConmarnbHbIe CETH TaK)ke HE3aMEHHMBI B TI0-
UCKe MpogeccHoHaNbHBIX KajpoB, a LinkedIn
3aclIy’KMBaeT 0Cc000€ BHHMAHHME KaK MEXIy-
HapoJHas IJIOHIa/Ka /Uil HETBOPKUHTA, MapT-
HEPCKUX CBSI3€H U MOBBIIIEHUS Y3HABAEMOCTH
OpeHpa;

4. lleneBble myOnIMKaMU Ha CHEIHAIH-
3UpPOBAHHBIX pecypcax — aHAJIOTMYHBI peKJyia-
Me B CMU, HO c Gosee TOUHBIM KOHTPOJIEM
pe3yinbTatuBHOCTH. Betpoennsie UTM-MeTkn
MO3BOJISIOT JIETAJIbHO OTCIIEKMBATH KaXKIbIN
KJIIUK W 3HAYUMBbIC JCHCTBUA (3aKa3bl, oOpa-

uieHust), odbecrnevynBasi MPO3pauHyr0 aHAJIUTHU-
Ky addexruBHOCTH pasmemenuid ([Ipoasu-
KeHue u pexiama B B2B, 2024).

3akiouenue (Conclusions). Takum
o0pa3oM, A ONTHUMAJIbHOTO MPOIABUKCHUS
BBICOKOTEXHOJIOTMYHOIO IIpoaykTa Ha B2B-
pBIHKE HEOO0XOIUMO HWHTETPUPOBAHHOE WC-
M0JIb30BAaHUE KaK OHJAaiH-, Tak U OduaiH-
TEXHOJIOTHH, 00eCHneunBaOIUX KOMILJIEKC-
HYI0 3((eKTUBHOCTh (KOMMYHHKAIIHOHHYIO,
SKOHOMMYECKYI0, Mcuxonoruueckyto). Ilpen-
MNPUATHSIM CJelyeT aKTUBHO pa3BUBaTh pas3-
HOOOpa3ue MapKETHHIOBBIX MEPONPHUSATHH C
aKIEHTOM Ha Te 00JacTh NMPUMEHEHHs Ipo-
NyKTa, TNIe HauOoJiee BHICOKUN MOTEHIMAN U
MOTPEOHOCTH PHIHKA.

CoBpeMeHHBIE TOAXOIBI K IPOJIBUXKE-
HUIO BBICOKOTEXHOJIOTMYECKOTO MPOIyKTa Ha
B2B-peinke TpeOyOT KOMIUIEKCHOTO MOIX0/1a
B BBICTAaBOYHOW [ESATEIBHOCTH M WHTEPHET-
MapKeTHHTe, COCPEJOTOUCHHOM Ha CO3JaHUU
yOeauTeNbHOro UG poBOro odpasza mpeamnpu-
ATHSL ¥ €70 TOBAPOB.

HNudopmannss 0 KOHPIUKTE HHTEPe-
COB: aBTOpPHI HE MMEIOT KOH(MIMKTAa WHTEpe-
COB JUTSI ISKJIapALIUH.
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