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Llenv cmambvu 3aKn10uanacy 6 eepuguKayUU Kaiouegvlx 02panudeHuil, RPenAmCmeyIouux mac-
WMAdUPOCaAnUIO0 NAAMPOPMEHHBIX MOOENEH 60 E3AUMOOCIICINGUU MENCOY NPOMBIUMIEHHBIMU NPEOnpU-
AMUAMU, A MAKIHCe PA3PAdOMKA HAYUHO O0OOCHOBAHHBIX PEKOMEHOAUUN NO UX NPeoooieHUul0 Ha 0a3ze
KOMRJIEKCHO20 QHANU3A IGONIOUUU OmeYecmeennoz0 pvinka B2B-mapkemnaeiicoe u e2o cospemenHbix
mpenoos. Aemopom eepudpuyuposansvl 6apvepvl, OZPARUYUCAIOWIUE PA3GUMUE OMEUeCHEEHH020 PbIHKA
B2B-mapxemnaeiicoé Kak 3Hauumozo cecmenma e-commerce. B meopemuxo-memooonozuueckom niane
cCmamosa PeuMyuleCmeeHHo ORUPAEencAa HaA Pe3yTbMamsl KOHCATMUH208bIX UCC/1e006aHUIL, PACCMaAmpPU-
sarouux eonpocul yugposusayuu B2B cexmopa u pazeumue KoMmepuecKux OHAAIH-RAGMPOPM.

Imnupuueckan 6aza uccied06aHus GKIIOYAEM AHAIU3 OUHAMUKU POCCUIICKO20 DbIHKa B2B-
MapKemnJieiicos, conocmasgienue ¢ oouumMu mpenoamu pazeumus e-commerce 6 Poccuu, a maxoce cu-
cmemamu3zayulo UHQPAcmpyKmypHolX, UHCHIUMYYUOHAIbHBIX U NOGEOCHUECKUX 0apbepoé Ha nymu
mpancgopmayuu mexncupmennvix mpanzaxyuii. Ilokazano, umo Koncepeamusm RpPOMbIUUIEHHO20
Ousneca, He00OUEHKa npeumyuiecme Yupposslx naamgopm, UHCIUMYYUOHATbHAA HeONPedel1éHHOCMb
U HE0OCMAMOYHAA PA3EGUIMOCHLL OMPACIIEEIX PEUICHUTL 3AMe0NAI0M (popmuposanue noaHoyeHHvx B2B-
naamgopmennpix Ikocucmem. Ha ocHose nojyueHnvix pe3yabsmanos npeonorHcen KOMnIeKe opeanu3a-
YUOHHbIX, MEXHOI02UYECKUX, UHCHUMYYUOHATIbHHIX U 00pA306aMENILHBIX UHCIMPYMEHM 06, 036010~
WUX CHU3UMb He2amuenoe 8030elicmeue YKA3aHHbIX 0apvepoé u yckopumsv unmezpayuio B2B-
MAPKEmnaencos 6 NPOMbLUICHHYIO KOOReEpayuio.

Pesynomamur uccneoosanus mozym 0vimv NOaAE3Hbl PYKOGOOUMENAM U COOCHIEEHHUKAM RpPO-
MBIUITICHHBIX KOMRAHUL, ONEPayuoHHbIM, KOMMepuecKum, 3axkynounvim u IT-oupexmopam, 2ocyoap-
CHMGEHHBIM CTIYHCAUIUM, @ MAKMHCE UCCTE008AMENAM 6 00NacmU e-commerce U YuPpo6oi IKOHOMUKU.

Karwuesrbie cnoBa: B2B, mapkermneiic, nudpoBasi TOPToBIIs, TEXHOJIOTHH, TIPOMBIIIICHHBIH PHIHOK.
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The purpose of this article is to verify the key limitations hindering the scalability of platform
models for interactions between industrial enterprises, as well as to develop evidence-based recommenda-
tions for overcoming these limitations based on a comprehensive analysis of the evolution of the domestic
B2B marketplace market and its current trends. The author verifies the barriers limiting the development
of the domestic B2B marketplace market as a significant e-commerce segment. In its theoretical and
methodological aspects, the article primarily draws on the results of consulting research examining the
digitalization of B2B e-commerce and online platforms.

The empirical basis of the study includes an analysis of the dynamics of the Russian B2B market-
place market, a comparison with general e-commerce development trends in Russia, and a systematization
of infrastructural, institutional, and behavioral barriers to the transformation of intercompany transac-
tions. It has been shown that industrial business conservatism, an underestimation of the benefits of digi-
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tal platforms, institutional uncertainty, and the underdevelopment of industry solutions are slowing the
Jformation of fully-fledged B2B platform ecosystems. Based on the obtained results, a set of organization-
al, technological, institutional, and educational mechanisms is proposed to reduce the negative impact of

these barriers and accelerate the integration of B2B marketplaces into industrial cooperation.
The results of the study may be useful to executives and owners of industrial companies, opera-
tional, commercial, procurement, and IT directors, government officials, as well as researchers in the

fields of e-commerce and digital economy.

Keywords: B2B, marketplace, digital commerce, technologies, industrial market.
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BBEJIEHHME

I'moGanu3anys SKOHOMHYECKOH AesTeNbHO-
CTH M TosiBIIcHUE VHTEepHETa NpHUBEIN K BO3HUKHO-
BEHUIO HOBOW OWM3HEC-MOJIENN, U3BECTHOW KaK dJIeK-
TPOHHBIM MPOMBIIUIEHHBIH pBIHOK uian  B2B-
MapKeTIUICHCHI, KOTOpasi BO-MHOTOM 00JIeT4aeT pbl-
HOYHBII 0OMEH MexAy mnpennpusTusMu. B2B-
MapKeTIUIeHC TpeACTaBiseT co0oli  HU(POBYIO
mwiatopMy, OOBEIUHSIONUIYI0 KOMIAHMU JUIS Ips-
MBIX, MPO3PayHbIX W MTHOBEHHBIX CAEIOK IO IO-
KYIIKE U MPOJIake TOBAPOB U YCIIYT, 3TO OECIIOBHBIE
end-to-end maThopMbl, KOTOPBIE HHTETPUPYIOTCS C
ERP/CRM, ¢uHaHCOBBIMM HMHCTpYMEHTaMH, JIOTH-
CTHUYECKHMH M CKJIAJICKUMH PEIICHUSMU KOMITaHUH,
a TaKXKe MEXaHU3MaMU I IPOoBeACHMs ceiku [1].

IudpoBbie TOProBeIe IIOIIAIKH CBSI3BIBAIOT
nokymaTened U mpoaaBloB B2B-pbiHKa, OTKpbIBas
[IMPOKUE BO3MOXKHOCTU IS y4acTusi B TJI00aJIbHBIX
LETIOYKaX CO3aHusl CTOMMOCTH, CIIOCOOCTBYIOT CHH-
YKEHUIO ONEPALIOHHBIX U TPAH3aKIMOHHBIX U3AEPHKEK,
YTO OCOOEHHO LIEHHO JUII MHUKPO-, MAJIBIX M CPEIHUX
npeanpusTui. MMeromasica cratuctuka [2] moarsep-
KJIA€T, YTO MaJble U CPEIHUE NPENNPUSITUS UCTIONb-
3yIOT BJIEKTPOHHBIE TOPTOBBIE IUIOMIAIKK YAIle, YeM
KpYIIHbIE KOMIaHUH, MTOCKOJIbKY B2B-mapkeTmieics
MIOMOTAIOT B TIOMCKE KOHTPAreHTOB, IPENOCTaBIISAA
JOCTYI K LIMPOKOM 0a3ze KIIMEHTOB, JienaioT Oonee
MPO3pauHbIMH IEHBl W TIPEUIOKEHHUS, YTO OCOOEHHO
LIEHHO U MaJIbIX U MUKPO-TIPEANpUSITUl [3, 4].

Ilo MHeHMIO psima OTEYECTBEHHBIX M 3apy-
OEXHBIX HCCIICI0BATEICH, CcerogHsa B2B-
MapKEeTIUIEHCH CTAaHOBATCS BaXKHBIM CETMEHTOM CO-
BPEMEHHOH 3JIEKTPOHHONH KOMMEpPIMH, TpaHCHOPMU-
pysi OW3HEC-TIPOIECCHl M PacHIUpsisi BO3MOMXKHOCTH
JUII KOMITaHHM pa3Horo waciiraba [5-10]. B2B-
MapKeTIUICHCHI CIIOCOOCTBYIOT CHMIKEHHIO M3ACPIKEK
Ha TPaHCIOPTHPOBKY, aAMUHUCTPATUBHBIE PACXO/BI,
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ONTUMM3HPYIOT LIEIOYKHU [TOCTABOK, MOBBIIIAIOT IPO-
3pavHOCTh CHENOK H 3()(HEeKTUBHOCTh MapKETHHTa
[11, 12], uTo obecrieunBacT POCT JOXOJOB U IOBHI-
HIeHHEe KOHKYPEHTOCIOCOOHOCTH KoMmaHwmid [ 13].

CoriacHoO HaHHBIM KOHCAITHHIOBBIX KOM-
MmaHuii 00BeM DIIEKTPOHHOW KOMMEPIIMH Ha MHPO-
BoM B2B-priHke nocturer k 2026 r. 36 TpiH
JOJI., TIPH CPemHeronoBoM Temiie pocta B 14,5%
[2]. 3naunTenbHBIE TeMmbl pocta obopora B2B-
MapKeTIJIEHCOB XapaKTepHBI JUIsl KPYIHBIX 3KOHO-
MHUUYECKUX CHCTEM psla 3apyOeXHBIX CTpaH, TaKhuX
kak Kwuraii, Unaug u CIIIA, a takxke s rio0ajb-
HBIX OTpaciieil sHepreTHkn M MmatepuanoB (GEM),
tenekommyHuKanui, CMU u TexHomorui, nepeao-
BBIX OTpaciiedl npomseinuieHHocTH [14]. ITo ouenkam
skcnepToB B 2025 r. B Ha3BaHHBIX CTpaHaxX U OTpac-
nsx ocymectsisiercs 80% mponax B2B-peraka (ams
cpaBHeHus, B 2019 . sTa mons cocraBisuia JUIIb
13%). dons moX0J0B KOMITAHHHA OT MCIOJIb30BAHMS
IUQPOBBIX TOPrOBBIX KaHAJIOB TAK)KE YBEINYHBACT-
csi U, mo oreHkam, B 2025 r. coctaBur 56% (10
cpaBHeHuto ¢ 32% B 2020 1.) [2].

3HaunTenpHAs OKcmaHcus — B2B-mapker-
IUIEHiCOB Ha PBIHKE AJIEKTPOHHON KOMMEpIHU 00Y-
CIIOBJIEHA YCKOPEHHBIMH HM3MEHEHUSMHU B IPEIIO-
YTEHUSX MOKyHarenel, 4eMy CHOCOOCTBYET POCT
YHclla MAJUIEHHAJIOB M TIPEJCTABUTEICH TOKOICHUS
7, 3aHUMAIONINX PYKOBOJISIINE JIOJDKHOCTH B cepe
Toproenu. Emie nate €T Ha3zaj Ha JVOKATAN PBIHKE
HAaCUUTHIBAJIOCH JIUIL 75 B2B-Mapkeriieiicos, To-
ra Kak celuac uX 4ucio mpessimaet 750 enuHuIl, u
sTa nMdpa npomorkaeT pacTH. OXHIaeTcs 4YTO K
2026 r. xommuecTBo B2B-mapkeTuieiicoB MOXKET
npeBbIicuTh 1 000 371eKTPOHHBIX TUTOIIAIOK [2].

HecomMHeHHBIM THAEPOM 1O UCTHIONIB30BAaHUIO
B2B-mapxkermeiicoB sBnsiercst Kutait: nons B2B-e-
commerce B KHP B 2024 r. coctasisiina 78%. Haubo-



Jiee W3BECTHBIC KuTakickne B2B-MapkeTmmeics — 310
1688.com, Alibaba.com, DHGate.com, Made-in-
China.com. [{ns cpaBuenus, B CIIHA nonst mapker-
IUICHCOB W MHTEPHET-MarasuHoB B B2B-e-commerce
B TOT K€ MepHoj cocTaBisvia jumb 16%. 3mech
HanOonee KPYHMHBIMH WIPOKaMH MOXKHO Ha3BaTh
Amazon Business ¢ 2,4% gomneii 00IeMHUpoBOTO
000poTa 3MEKTPOHHOW KOMMEPITHH (YTO COOTBET-
ctByet 83,1 mupn momt.), a takke Faire, Thomas u
Wholesalecentral. B Poccuut B 2024 . BKIIag WHTEP-
HeT-MarasuHoB B B2B-e-commerce cooTBeTcTBOBA
b 3%, 9TO OOYCIIOBJIEHO IMO3JHUM Pa3BUTHEM
uudpoBoli  MHPpPacTPYKTypel, (HOKYCOM Ha Cyle-
CTBYIOIIIE DIIEKTPOHHBIE TOPTOBBIE  IUIOMIAIKA
(OTII). K nanbGonee u3BecTHbIMU poccuiickum B2B-
MapkeTiuieiicam otHocatcst WB, Ozon Business u
«Anpexc Mapket 1t busHecay.

[IpencraBneHHass CTaTUCTHKA CBHIECTEIb-
CTBYET, 4YTO poccuiickuii pbsiHOK B2B-mapker-
TJIEHCOB HAXOIUTCS JIUIIE B CTaJIMH CBOETO CTAHOB-
neHus. OIHAKO €ro JallbHEWIIee pa3BUTHE U TPaHC-
(dopmanus cylecTBeHHBIM 00pa3oM 3aBUCUT OT Psi-
na 6apbepoB M BBI30OBOB, CPEIU KOTOPBIX MTPOOIEMEI
n(poBOTO TOBEpHs, KHOEpPOE30MacHOCTH, H3MEHE-
HUE TOKYNaTeIbCKOTO MOBEIEHUS, HU3Kask TEXHOJIO-
rUYecKas TOTOBHOCTh KOMITaHUH, ciabas (uHaHCO-
Basg WHPPACTPYKTypa, JTOTUCTHUECKUE W CKIIAJICKHE
Oaprepsl [3]. HemocraTok TeopeTHdecKWx W MpH-
KJIQJHBIX MCCIIEIOBAaHUM U OTPAaHUYEHHOCTH JAHHBIX
[0 peajbHOMY BIHMSHHUIO MAapKETIUIEHCOB Ha OTede-
CTBEHHYIO U MUPOBYIO SKOHOMHUKY [4, 9], onpenensi-
€T aKTyaJIbHOCTb PAcCMAaTpuBacMOM B JAHHOW CTa-
The MPOOJIEMBI, YTO TPEOYET WHHUIMATIU3AIUHN J1aj1hb-
HEHIIero HayYHoro TONCKa.

LEJIb 1 METOJOJIOI'A NCCIIEAOBAHUWA

Ienb cTaThy 3akio4ajiach B BepH(UKAIHMK
OapbepoB, TOpPMO3SIIUX pa3Butue B2B-mapker-
IJICHCOB KaK 3HAYMMOI'O CECMEHTa e-commerce B
POCCHUICKOM TPOMBIIIJICHHOM CEKTOpE, U pa3paboT-
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K€ PEKOMEHIAIui 10 UX MPeoIoeHn0, MeTogamu
HUCCIICAOBAHMS TOCTYKUIU TPATUIIMOHHBIA aHAIHU3
Hay4YHOW JIUTEPATyphl, CTATUCTHUYECKOW HHPOpMa-
oMu 1o npobJeMe WCCIIeOBaHWsA, CpaBHEHHE,
o0obmenne. Mupopmarmonnas 6a3a UCCIICIOBaHUS
BKJIFOUYaIa B c€0s JJAHHBIC KOHCAJITUHTOBBIX KOMIIa-
HHA T1I0 paccMaTpuBaeMoil TmpoOieme, 0030pHI,
Hay4JHBIC MyOIMKAINN, HH)OPMALIUIO U3 OTKPBITHIX
HUCTOYHUKOB ceTd MHTepHeT. OOBEeKTOM HCcCeI0Ba-
HHUS BBICTYIWI POCCUMCKUI IPOMBIIIJIEHHBIN CEKTOP
B cdepe dIeKTpOHHOH KoMMepnuu ¢ (HOKycoM Ha
B2B-mapkeTiieiicsl, mpeaMeToM — Oapbepbl, orpa-
HU4YuBawmue passutue B2B-mapkermneiicoB, a
TaK)Ke MEXaHU3MBI UX MTPEOIOTICHHS.
PE3VJIbTATBI UCCJIIEJOBAHUA
N X OBCYXJIEHUE

B renesuce poccuiickoro peiika B2B anex-
TPOHHOM KOMMEPLMH BBIIEISIOTCS HECKOIBKO IO-
CJIeI0BAaTEIbHBIX NIEPHONIOB, JIIUTEILHOCTh KOTOPBIX,
KaK TMPaBUIIO, COCTABISIET NATh JieT (Tab. 1). Ilepsbrit
MUOHEPCKUI TepHoA, TMPOAOIDKAIOIIMICS C KOHLA
1990-x mo mawana 2000-x IT., XapakTepu3oBaics 3a-
POXIICHUEM MEPBUYHBIX (OPM BIIEKTPOHHOTO MEX-
¢upMeHHOro oOMeHa, B uuclie KOTOopeix B2B-
knaccudaiiner (Allbiz, RusMarket), orpacneBsie ka-
TaJIOTH U 3aKPBITHIE IUIOMIATKH KPYIHBIX BEPTUKAIIb-
HO WHTETPUPOBAHHBIX KOPHOpaLMi B OTpaciix Me-
TaJUTypruM, HEPTEXUMHH U CTPOUTEIILCTBE.

[Nocnenyrommii 3Tarm, BpeMEeHHbIE PAMKH KO-
TOPOr0 OXBaThIBAIOT NepBoe aecartmnerne XXI B.,
03HaMeHOBaJICs (POpMUPOBAHKUEM MPOPECCUOHATBHO-
IO PbIHKA 3JIEKTPOHHBIX TOProBbix uiomanok (OTII).
HmMeHHO B 3TO BpeMsi BO3HMKJIM JOMHMHHUPYIOLINE B
nocneacteun  onepatopel  (B2B-Center, Fabrikant,
Tennepllpo), a Takxe co3maBanich TMOPUAHBIC WH-
CTUTYTBHI, Takue kKak HaunonanbHas ToBapHas Oupka
(HTB), 4bst 1eATENBHOCTD HAPSIMYIO ObLIA CBsI3aHa C
rOCyJapCTBEHHBIMU TOBapHBIMH HMHTEPBEHLIHSMH, B
YaCTHOCTH, Ha pbIHKE 3epHa [15].

Tabumna 1. XapakrepucTHKa MepHOA0B pa3BuTHA phinka B2B snexTponHoii kommepuuu B Poccun
Table 1. Characteristics of the periods of development of the B2B e-commerce market in Russia

BpemeHnHsble

P — XapaKkTepHucTHKa repuoja

KittoueBbie coOBITHS 1 TTATHOPMBI

Konern XX B.
KOMITAaHUSIMH.

[MTostBiieHMEe MEePBBIX MUPPOBHIX
KaHaJIOB B3aUMOJICHCTBUS MEXKLY

B2B-knaccudaiigst (Allbiz, RusMarket);
OTpacieBbIe KaTaJIoTH; 3aKPBITHIE IJIOMIA KN
KPYIHBIX XOJIMHIOB B METAJLIyPIHH,
He(TEXUMHH U CTPOUTEIIHCTBE.

®dopMHpOBaHUE CETMEHTA
2000 — 2010 rr.

KOMMEPYECKUX JICKTPOHHBIX
TOproBeIxX miomaaok (DTII).

[osienenne B2B-Center, Fabrikant, TeaneplIpo;
coznanue HanmonansHOM TOBapHOH OMpKU
(HTB), yaacTByromel B TOBapHBIX
MHTEPBEHIUAX (PBIHOK 3€pHA).
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[Ipomomkenne Tadmmb! 1

Bpemennsie

PAMKH IEPHOTA XapaKkTepHucTHKa Iepruoja

KiroueBbie cOOBITHS U TUIATHOPMBI

2011 —-2014 rr.

HudpoBusaims rocyrapcTBeHHBIX
U KOPIIOPATHUBHBIX 3aKYIIOK, HX
HEPEBOJ] B ANEKTPOHHYIO HOpMY.

CranmapTu3anus mporeccos.

IIpunsatue 94-®3 u 44-D3. Knrouessie ITII:
Co6ep6ank-ACT, PTC-tennep, EQTII, TOK-Topr.
CIIOMTCEB (2008). ITyn u3 8 penepansubix ITII

(EDTII, Coepbank-ACT, PTC-Tennep, HOII,

PAJl, TOK-Topr, OTII I'TIb). CtannapTu3sarus
310 u Topros.

2015 — 2019 Tr. B3aUMOOTHOIICHUAMU

HBIX PELICHUM.

Pa3Butue cucrem YIIpaBJICHU

C TIOCTABIIMKAMH U KOPIIOPATUB-

ITosiBnenue u pa3zsutue SRM-cucrewm;
KOpIOpaTUBHbIE BUTPUHBI; B2B-nHTepHET-
MarasuHsl (B CTPOUTEIBCTBE M CEIMEHTE
O(HCHBIX TOBApOB).

2020 — 2021 rr.

aBTOMaTHU3aluu.

Wurerpauus B2B-monenu B
KPYIHBIE TIOTPEOUTEIILCKHIE
w1aTGopMBbI, POCT HHTEpECa K

3amyck B2B-Hanpasnenuii y Ozon, Wildberries,
«SInpgexc Mapker». PazButue KoprnopaTUBHBIX
katanoroB. Pokyc Ha yHUpUKAMN 1
aBTOMAaTHU3aLUH POLIECCOB.

C2022r.

Ilepexon Ha oreuectBenHoe I10,
pazsutue B2B-Mmoneneit na
CYIIECTBYIOIINX MapKeTIUIeHcax,
POCT OTPACIEBBIX PEIICHHUH.

Hmnopro3amenieHne: nepexo1 Ha pOCCHICKHe
SRM/S2P-cuctremsr (Hopbut, Naumen,
ELMA365). Pa3Burue ButpuH Ha SIHIEKC
Mapxkere, Ozon B2B, WB Business. [TosBienue
OTpAacJIEeBBIX Mara3uHOB C OHJIAWH-PACUETaAMH.

Hauvano tpersero mnepmopa cBsi3aHO C
BcTymiieHneM B cuiny 94-®3 (2011 r.), KoTOpBIH
WHULMUPOBAJl Tpolecc HU(PpOBH3ALUN Tocyap-
CTBEHHBIX 3aKyIIOK, C/IEaB 00s3aTeNbHBIM UX Iepe-
BOJ M3 OYMaXHOTO B JJIEKTPOHHBIH (opmar. D10
00yCIIOBUIIO BO3HUKHOBEHUE W KOHCOJIHMJIAIIMU PBIH-
Ka KJIIOYEBBIX 3JIEKTPOHHBIX TOPrOBBIX IUIOMIANIOK,
takux kKak COepOank-ACT, PTC-rengep, EDTII,
TOK-Topr. Hemuorum panee (B 2008 r.), ObLI
YUpEXKIEH cTpaTerndeckuid MHCTUTYT — CaHkt-Ile-
TepOyprckasi MeXIyHapoaHasi TOBAapHO-ChIpPhEBasi
oupxa (CIIOMTCB), craBmasi BIOCIEICTBHU OC-
HOBHBIM ILIEHTpOM OupxeBoil Toprosinu. Crnemyto-
MK KaueCTBEHHBIN CKA4yOK MpOM30LIeN Oyaronaps
npuHaTHio 44-O3 U co3maHmeM IEHTPATN30BAHHON
CHCTEMBI TOCYapCTBEHHBIX 3aKyNOK. B 3TOT Mepu-
o 661 c(OPMHUPOBAH IyJ U3 BOCHbMH (hefiepaibHbIX
OTI (Bxmowas EDTIT (Pocantopr), CoepbaHk-
ACT, PTC-Tennep, HarmoHaJIbHYIO 3JIEKTPOHHYIO
mwiomaaky (HOIl/®@abpukant), Poccuiickuii aykuu-
ounblii gom (PAJl), TOK-Topr, OTII I'TIb (I'a3-
mpoMOaHK)), ITO CIIOCOOCTBOBAJIO CTAHIAPTH3AIIUN
AJIEKTPOHHOTO JIOKYMEHTO000pOTa M YHH(DUKAIUH
MpoLeayp MPOBEACHUS TOPTOB.

C 2015-2019 rr. (ueTBepThIii epuon) ¢o-
Kyc nudposuzanun B2B anekTpoHHOTO phIHKA CMe-
CTHJICSI B CTOPOHY ONTHMHU3ALMH MPSIMBIX 3aKyHOY-
HBIX TPOLIECCOB BHYTPH KOpHopauuil. DTO Hemo-
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CPEICTBEHHO MPOSBUIIOCH B pa3BuTuu SRM-cucreM,
BHEJPEHUN KOPIOPATHBHBIX 3IEKTPOHHBIX BUTPHH,
NEPBbIX  CHEHUATU3UPOBAaHHBIX  B2B-uHTepHET-
MarasuHoB, IpPEXJE BCEro B TaKUX OTPACiAX Kak
CTPOUTENLCTBO, CHAOXKEHUE O(UCHBIMU TOBapaMHU.

Hauano Broporo pecsarwietus XXI B.
O3HAMEHOBAJIOCh AaKTMBHOM DKCIIaHCHEW BeEIyIINX
oreuecTBeHHBIX B2C-mapkermneiicoB (Ozon, WB,
«SAunexc Mapket») Ha peiHOK B2B-ycmyr, a kpymHbIe
KOPHOPALMU NPUCTYNHIN K Pa3BUTHIO COOCTBEHHBIX
JIEKTPOHHBIX KaTaloroB, 4YTO CBHUIAETENBCTBYET O
pactyiieM uHTepece OM3Heca K KOMIUIEKCHOW aBTO-
MaTU3alMy U YHU(UKAIMHY 3aKyTIOYHBIX [UKIIOB.

CoBpeMEHHBIN TEpUOJI, Hayano KOTOpPOro
orcumnthiBaeTcs ¢ 2022 r., onpeAenseTcs BIUSHAEM
KapJMHAJIbHBIX HW3MEHEHUN TEONOJIMTUYECKOH U
MaKpO3KOHOMHMUYECKOW KOHBIOHKTYpHI. KiroueBpiMu
TpeHaamMu Ha B2B nuxutan pelHKE CTalnd HMIIOPTO-
3aMenieHne MU(POBBIX PEIIeHUH, OTpa3HBIIEECS B
MIOCTENIEHHOM Tiepexojie Ha poccuiickue SRM / S2P-
mwiatgpopmel (Hopout, Naumen, ELMA365 u ap.).
Taxxe TOTyYWSIW JanbHEHIIee pa3BUTHE BUTPHH-
HBIE W MapkeTiuielic-moaenu (SAmmexc Mapker,
Ozon B2B u WB Business), mosBuiInch 0TpacieBble
MarasuHbl C HOJJECPKKON OHJIAH-PAaCUETOB.

B nemom, mo MHeHUIO aHATUTUKOB [1], pas-

BuTHEe pbiHKa B2B-mapkermneiicoB B Poccum mpo-
HCXOIUT YacTH4YHO 1o Mojaenu pa3sutus B CIIA —



Ha 6a3ze DTII u B2C-mumiaTtdopm, 9acTUIHO O Mojie-
nu pa3BuTus Kuras — ¢ BBICOKOH CTENEHBIO rocpe-
TYIAPOBaHUSA, MPEICTABIsSS COOOH THOPUIHYIO «I0-
TOHSIIOILYI0» OHM3HEC-MOAENb, COYETAIONIYI0 YEPTHI
B2B-mapkernneiicoB CILIA u KHP.

CoBpeMEHHOE  COCTOSIHUE  POCCHICKOro
peiHKa B2B 3mexkTpoHHONW KOMMEpIHH B pakypce
B2B- u B2G-cerMeHTOB XapaKTepH3yeTcs IOCTe-
MEHHBIM TEPeX0J0M KOMIAaHUA K HU(PPOBHU3ALUH
IIPOLIECCOB 3aKyIOK U NPOJaXK, YCHJICHHEM peryiu-
pyromiel (yHKIMH TOCyIapcTBa, YCHJICHHEM HHTe-
rpanuu Mexxay B2B u B2C uudposoii kommepuuei.
Jlannpie Tabn. 2 oTpakaroT AMHAMHUKY 00bEMOB OH-
naitH-Toprosiu B B2B- u B2G cermenTtax Poccun 3a
2019-2024 rr. (B TpaH py0o.), puc. 1 — cTpyKTYpYy e-
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commerce B B2B u B2G cermenrax 3a TOT xe Iie-
puoa. B menom, mpezncraBieHHbIE AaHHBIE JIEMOH-
CTPUPYIOT yCTOHUYMBEIM pocT 1uppoBeix B2B-
3aKyIIOK, HeCMOTpsi Ha KkomeOanusi B2G-cermenTa.
O6wvem B2B-cermenta na JTII Beipoc ¢ 11,2 Tpan
py6. B 2019 1. 1o 39,2 tpnH py6. B 2024 r. (Temn
pocta +28%), YTO yKa3plBaeT Ha CYIIECTBECHHYIO
pons DTII kak mpaiiBepa EPPOBU3AINN TIPOMBITII-
JEHHOTo cekTopa. B2G-cermeHT (peryiampyembie
3aKynku) ymeHpmwics B 2024 r. B cpaBHEHHH C
2019 r. ¢ 33,3 Tpan py0. xo 23 tpaH pyod. (— 7%), c
CYIIECTBEHHBIM MajeHueM mocie 2021 r. uz-3a pe-
TYIATOpHBIX (hakTopoB (aeiicTBus 44-D3, 223-D3).

Tab6anua 2. O6bem poiaka B2B u B2G onaaiin-3akynok B Poccun, 2019-2024 rr., TpjiH pyo.
Table 2. The volume of the B2B and B2G online procurement market in Russia, 2019-2024, trillion rubles

CerMeHTHI phIHKA 2019 2020 2021 2022 2023 2024
DnekTpoHHbIe TOpropoie miatdopmer (ITIT) 11,2 13,4 16,1 28.9 27,7 39,2
Perynupyemble 3aKyIKu:
3aKynku 1o 44-03 (3akynku roccekropa), 223-03
(3aKynKu KoMMaHmi ¢ roCy4acTHeM), 3aKyIKH MaJloro 333 332 36.4 259 235 73
00néma (3MO) B pamkax 000HX 3aKOHOB,
nporenypsl o 615-I1I1 (kamuTaabHBIH peMOHT
MHOTOKBAPTHPHBIX JOMOB)
BupsxeBsIe muomanku 1 1,1 1,5 1,5 1,8 1,9
MapkeTIielCchl 1 UHTEPHET-Mara3uHbl 0,9 1 1,4 0,9 1,6 1,8
Bcero 46,4 48,7 55,4 57,2 54,6 65,9

Hemounuk: cocmasneno asmopom no oannvim [1]
Source: compiled by the author based on data [1]
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Pucynok 1. Ilunamuka peiaka B2B u B2G onuaiin-3akynok B Poccun, 2019-2024 rr., %
(cocTaBieHO aBTOPOM MO AaHHBIM [1])
Figure 1. Dynamics of the B2B and B2G online procurement market in Russia, 2019-2024, %
(compiled by the author based on data [1])
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CHIXeHHE PerylupyeMbIX 3aKyIMOK TaKxkKe
00YCIIOBJICHO TEpPEeXOJOM 4YacTH TpaH3aKLUWH Toc-
KOMITAHWM M KOMITAaHMM C TOCYAapCTBEHHBIM yYa-
CTHEM B Heperymupyembiii ¢opmar. ['ockommanumy,
KOTOpbIE MOANaNy IOJ CAaHKLIWH, MepecTaiu Iyo-
JIUYHO PacKpbIBaTh HMH(MOPMAIUI0 O 3aKylKax B
Emunoit nadopmarmonnoii cucreme [1]. OtmeTnm,
910 cerMeHT B2B-mapkeTIuieiicoB IeMOHCTPHPYET
pocT B 15% B paccMaTpuBaeMoOM NEPHOJE, UYTO BBI-
pakaeTcsi B yBeNWYCHHH OOBEMOB 3aKymok 1o 1,8
TpiH pyo. (Tadmn. 2). B3psBHOI ckagok DTII B 2022
r. (+79%) cBsi3aH ¢ UMIIOPTO3aMEIICHUEM U H(PO-
BU3alMel 3aKynok Ha (OoHEe CaHKUWH; B Oymymiem
AHAIMTUKN OXKUIAIOT €ro JajbHeIee yCKOpeHue 3a
cuet mwiardopm Bpoae B2B-Center [15]. ons B2G-
3akymnok B 2024 r. B cpaBHeHuu ¢ 2022 r. BeIpocia
HesHauntensHO (¢ 0,9% mo 1,8%). OcHOBHBIMU 0a-
phepaMu 37€Ch BBICTYIAIOT OIOPOKpPATHS, CBSI3aHHAS
¢ neiicteuem 44-03/223-d3 u 615-D3. B 1enom,
B2B-cerment obromser B2G mo Temmam pocTa,
MMOATBEPKJasi BAXKHYIO POJIb MapKETIDICHCOB B IPO-
MBIIIEHHON e-commerce; peKOMEHJalluu — WHTe-
rpamus ¢ roccucteMamu st B2G [16].

AHanusupyst cTpykTypy peiHKa B2B u B2G
OHJaWH-3akynok B Poccun B mepuon 2019-2024 rr.
(puc. 1), crnexyer oTrMmeTuTh, uTOo mons B2B-
MapKeTIUIEHCOB Ha HEM IMOCTETIEHHO CTaHOBHTCS BCE
Oostee 3HaUMMON — pocT ¢ 6,3% 10 8,9%. U3menenne
CTPYKTYpHI B moyib3y B2B-mapkeriuieiicoB 00ycioB-
JIHO, TIPEeXIE BCETO, CHIKEHHWEM IOMyISIPHOCTH
OMpKEBBIX IUIOMIAJIOK B 3aKymkax. Bmecre c Tem,
HEOO0XOJIMMO KOHCTaTHPOBaTh, YTO B CIOKHBIIUXCS
TEeTIOJIMTUYECKHUX YCIIOBUAX B CTPAaHE OXKUAATH CyIIe-
CTBEHHOro cokpauienust cermeHtoB OTII u B2G-
CErMeHTa B NoJib3y B2B-MapKeTIuieiicoB He CTOUT.

OtMmeruM, uto B Poccuu B2B-cnenku gepes
MapKeTIUIelChl Hanboliee pacpocTpaHeHbl B cdepe
TOPrOBIM HE(PTENMPOAYKTAMH, CTPOUTEITHHON TEXHU-
KoM, m3nenusimu Metamnonpokara u AIIK. Hampu-
Mep, 10y NAPPOBBIX CIEIOK B METAJUTypPTUYECKOM
oTpaciu cocraBiger 6-7% [1]. Pemenus o BHenpe-
HAM B2B-mapkeTuieiicoB B TIOJUTHKY 3aKyTOK
MIPEATPUATHS 3aBUCAT OT XapaKTEPUCTUK MPOIYKTa,
HEONPEEICHHOCTH CIIPOCa, PBIHOYHOW BOJATHUIIb-
HOCTH, a TakXe WHCTHTYIIMOHAIBHBIX (PaKTOpPOB
(mampumep, AaBIEHHE CO CTOPOHBI KOHKYPEHTOB U
oTpaciieBeix crtanmaptoB) [17, 18]. Hdus manbix u
CPEeIHUX MPEANPHUATHIA BaXKHBI TaKUE ACIEKTHI, KaK
MPOCTOTa MCIOIB30BaHMS MIATPOPMBI, YIOBIETBO-
PEHHOCTh TOJIB30BaTelNe U TOJIepPKKa MU(PPOBOIt
uHdppacTpykTypsl [3, 19, 20].

Tem He MeHee, MpeCTaBIEHHAs CTATUCTHKA
JEMOHCTPHUPYET TMOCTENEHHOE YCHJIEHHE TMO3UINN
B2B-mapkeTniielicoB Ha OTEYECTBEHHOM PBIHKE
AIEKTPOHHON KoMMepluu. KitoueBble BEKTOPHI pas3-
Butus B2B-mapkermieiicoB B poccuiickoit mudpo-
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BOU cpeje ompenemstores nccaeaoparensamu [1, 15]
CIICAYIOIIUM 00pa3oM.

Bo-nepBbix, ycunuBaeTcs skcnancus B2C-
MapKeTIuIeiicoB B cerMeHT B2B, dTo mposBiseTcs
B CTPAaTETUYECKON TUBEPCHPUKALNU KPYMTHEHIINX
noTpedutenbekux miaathopm (Ozon, Wildberries,
«SIHgekcy), oOCBOGHUM KOPIIOPATHBHOT'O CETMEHTa
IyTEM Pa3BUTHUS CIICIHAIN3UPOBAHHBIX MEXaHMU3-
MOB TPOJaX, JOTUCTHKH M LHU(POBBIX CEPBHCOB.
[aHHBI mpouecc CBUAETENBCTBYET O CTUPAHUU
WHCTHTYIHOHAJIBHBIX TPAHUI] MEXIYy CEeTMEHTaMH
B2C u B2B snextponnoit kommepuuu. Ecnu pa-
Hee B2B-mpakTHKU OTIMYaNHCh KOHCEPBATH3MOM,
TO B Hacrosmee BpeMmsi HaOmomaeTcss aKTUBHAS
ajanTanus KIWEHTOOPHEHTUPOBAHHBIX Mojesei
U3 MOTPEOUTENBCKOTO CEKTOpa.

Bo-BTOpBIX, = TPOHCXOMUT  TOCTETICHHAS
TpaHcopMaIsi TIOTPEOUTENLCKOTO TIOBEJICHUST B
B2B-cermente. Llngpossle narTepHsl MOBEACHUS MO~
Tpebutenel, chopmupoBanusie B B2C-cpene, nepeHo-
caTcsl B TIPO(eCCHOHATIBHYIO cepy. ITO MOopoKIaeT
pacTyimii cpoc Ha yI0O0HBIH MOJI30BATEIILCKUN UH-
Tepdeiic, MaKCUMaITLHYIO TPO3PAYHOCTH CIENIOK, OIle-
PaTUBHOCTH M BO3MOXKHOCTH CPaBHHUTEIFHOTO aHAITN3a
npeioxkennii. HoBoe mNoKoJeHHe CHENUaMCTOB IO
3aKylKaM JIeMOHCTPUPYET SIBHOE MpPEANOYTCHUE ca-
MOOOCITY)XKVBaHHIO Y OHJIAH-KOMMYHHKAIIUH, YTO
BBICTYIIA€T 3HAYUMBEIM JIpaiiBEpOM Ui MUTPAIN
B2B-kommnanuii B 1iupoByro cpeny.

B-Tperbux, ycunuBaercsi KOHTPOJIb CO CTO-
poHBI TOCymapcTBa. l'ocynmapcTBeHHas TMOJIUTHKA
HanpaBjeHa Ha CTHMYJIHUPOBAaHUE HMMIIOPTO3aMe-
mienust B chepe UT, nudpoBu3anuio KOHTPOIBHO-
HaJ30pHOH JEATEeNbHOCTH, UHTerpauur B2B-
Mapketiieiicop ¢ EqnHoll mHGOpManMoHHOW cH-
creMoii (B pamkax ucnoiaHeHus 44-03 u 223-03) u
[epeBO/I TPOIENyp 3aKylNOK B OHJAWH-GOpMaT.
YCTaHOBIIEHHBIE TOCYJIaPCTBOM IIPABOBBIE HOPMBI
CO3/Ial0T TPHOPHUTET JUIsI OTEYECTBEHHBIX IMOCTAB-
[IMKOB, OTPaHWYMBAs 3aKYIIKH WHOCTPAHHOTO IPO-
rpaMMHOTO oOecrieueHuss W 00opynoBaHus 0e3
CHEIMAaIbHOTO JIOMYCKa, YTO (POPMHPYET MPOTEK-
[MUOHUCTCKYIO CPeAy JUIS Pa3BUTHS HAIIMOHAIBHOU
TEXHOJIOTHYECKOH 3KocucTeMsl [15].

B-ueTBepThiX, HaOmOgaeTcss  CUCTEMHas
nuGpOBHU3AINMS TMPOIECCOB TPOJIAK H  3aKYIIOK.
Breapenne nudpoBbIX pelieHHH paccMaTpUBaeTCs
KaK KIII04eBOH (akTop obecreyeHus: yCTOHUUBOCTH
Om3Heca B ycJOBHUSIX HecTaOmibHOCTH. Kommanuw,
OCYIIECTBJISIIOIINE  CBOEBPEMEHHYIO  IU(PPOBYIO
TpaHc(HOpPMALIUIO, HE TOJIBKO MHUHHMHU3UPYIOT KpHU-
3HCHBIE PUCKH, HO M YKPEIUISIOT CBOM KOHKYPEHT-
Heie mosurmu [21]. KommuekcHast 1wdpoBuzams
OM3HEeC-TIPOLIECCOB B CBOIO OYepelb BEIET K IMOBHI-
LICHUIO ONEpalMoOHHON 3(QEKTUBHOCTH, YyCKOpe-
HHIO 00pa0OTKY JTaHHBIX, ONITHMHU3AIIH B3arMOIeH-



CTBUS C KOHTPareHTaMH, COKPAICHHUIO U3JEPIKEK, a
TaKXK€ K COBEPIICHCTBOBAHUIO BHYTPEHHHUX IPOIIE-
nyp (Hampumep, 3a CUeT aBTOMAaTHU3alUH JAOKyMEH-
TOo0OOpOTa), Cco3/aBas TaKUM OOpa3oM IIOJITOCPOY-
HO€ KOHKYPEHTHOE IIPEUMYILECTBO.

B-narteix, ycunuBaeTcs BIUSHHUE MOCTABIIU-
koB UT-pemennii mimst B2B-mapketmtetico. C 2020
r. B Poccum Qopmupyercs crenuarn3npoBaHHBIN
PBIHOK HHTETpaTopoB U BEHIOPOB, IpeIararoIiux
KaK THUIIOBBIE, TAK W KaCTOMH3HWPOBAHHEIE TUIAT(OP-
MEHHBIE PEIICHUSI A KOPIOPAaTUBHOIO CEKTOpA.
Crpemsich k 1udpoBoii TpaHchopMaluy 3aKyrmoK U
MOCTPOCHUIO COOCTBEHHBIX HSKOCHUCTEM, KPYITHBIN
OM3HEC BCe Yallle OTKa3bIBAETCS OT CaMOCTOATENFHON
pa3pabOTKH B TOJIb3Y ayTCOPCHHTA, BHIOMpAs CTICIH-
AIM3MPOBAHHBIX MAPTHEPOB C OTPACIEBOI IKCIEPTH-
301 ¥ TOTOBBIMU TEXHOJIOTUYECKUMHU MTPOAYKTAMHU.

B-mrecteix, kputHdeckuM (HaKTOPOM BBICTY-
naer pasBUTHE Qu3nueckod HHPpacTpyKkTyphl. He-
CMOTpsl Ha JOMUHHPYIOIIUA TpeHA MH(POBHU3AINH,
KOHKYPEHTOCIIOCOOHOCTh ~ COBpeMEHHBIX B2B-map-
KETIUIEHCOB OCTAETCSI TECHO CBA3aHHOM C Pa3BUTOCTBIO
MaTepHALHO-IOTHCTHYECKOH HHPPACTPYKTYPBL. ITO
MOJPa3yMEBaCT CO3JAaHUE MHOIOYPOBHEBBIX CKJIAJI-
CKHX CeTeil, BKITIOYAIOIINX KOHCOMHIAIMOHHBIC Xa0bl,
MaKpOpPETrHOHAIbHBIE W PETHOHAIbHBIE PaCIpe/eN-
TENbHBIC LEHTPBI, & TAKXKE JIOKAIbHbIC MyHKTHI BbIIA-
uyn. KpyItHble HHBECTUIIMH JIEPOB PHIHKA B (JOPMU-
pOBaHKME HEPAPXUUECKON JIOTUCTUYECKOW apXHUTEKTY-
PBI TPaHCHOPMHUPYIOT €€ B OJIMH U3 KIFOUCBBIX UCTOY-
HUKOB KOHKYPEHTHOT'O PEUMYILIECTBA.

Jloruka Hay4HOro aHajqu3a IUKTYET, YTO 3a
KOHCTaTallMeil OCHOBHBIX BEKTOpPOB pa3BuTHs B2B-
MapKeTIUIEHCOB HAa POCCUMCKOM JW>KHUTal pPHIHKE
JIOJDKHA CIIENTOBATh TpolieAypa BepuuKamu 0apbe-
POB, JACTEPMUHHUPYIOMIUX OTpaHuuYeHus ux pocta. K
WX YHCITY CrielaiucThl [1, 15] oTHOCAT cremyromye:
1. TexHomoruyeckue M WHPPACTPYKTypHBIE Orpa-
HUYCHUS: JIJaHHAs TpyMna 0apbepoB BKJIHOYAET HHU3-
KUl ypOBEHb LU(PPOBON 3pENOCTH KOMIIAaHHWH, YTO
MPOSIBIISICTCS] B OTCYTCTBUYM HHTETPAIUH IIaTGOPM
KOPIIOPATUBHBIMM HH()OPMALIMOHHBIMH CUCTEMaMHU
(ERP, CRM, WMS) u BeneHuu TOKyMEHTOO0OOpOTA
B py4yHOM pexume. Taxke 3HAUUTEIbHBIM MPEIsiT-
CTBUEM SIBIIETCS HEPa3BUTOCTh cTaHAapToB API,
YTO BBI3BIBACT CIIOKHOCTH CHHXPOHM3AITUU JAaHHBIX
MEXIy MapKeTIuielicaMu U TaKUMH CHUCTEMaMH Kak
«1C» umm SAP [22].

2. JlebummT TOTUCTHYECKUX CEPBHUCOB: OCOOCHHO-
cTei0 B2B mmxuTan phliHKa SBISETCS OTCYTCTBHE Y
KpynHenmmx B2B-mapkeTieicoB KOMIUIEKCHBIX
bynduaMeHT-peleHui sl CienuMUIHBIX U KPYII-
HorabapuTHBIX TOBapoB. Jlormcruueckas MOJEIb,
KaK IMPaBUJIO, BO3JIaraeT 00S3aHHOCTH IO JOCTaBKE
JI0 CKJIaJja Ha MPOJABLA, YTO B COBOKYITHOCTH C BbI-
COKHMMH PUCKaMHU CPbIBA CPOKOB U OTMEHBI IIOCTaBOK
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CO CTOPOHBI MaJIbIX U CPETHUX MPEANPHITUI co3la-
€T CyLIECTBEHHBIEC OTIEPALIMOHHBIC H3JICPKKH.
3. Hepa3BuTtocTh BCTpOCHHOW (DMHAHCOBOM DKOCH-
CTEMBl: AaHHBIA Oaphep XapaKTepU3yeTCsl OTpaHu-
YEHHBIM JOCTYIIOM TMOCTABIIMKOB K IH(poBbIM (hu-
HAHCOBBIM MHCTPYMEHTaM (OHJIaiH-(QaKTOpUHT, JIU-
3UHI, OHJIAHH-KPEIUTOBAaHHE) HEMOCPEACTBECHHO
yepe3 IUIOMAAKH. VICKIOUeHHeM MOXXHO Ha3BaTh
eIVHUYHBIE TWIOTHBIE TPOEKTHI,  HANpHUMeEp,
Wildberries B2B. JlomomHATEIRHBIM CICPIKHBAIO-
UM (PaKTOPOM BBICTYIAIOT BBICOKHE TPAH3aKLMOH-
HBIC U3JCPKKH (KOMUCCHH, 3aTPaThl Ha JIOTUCTHKY H
MIPOABIKCHUE) W PUCKH, CBSI3aHHBIC C HETUIATE:KaMU
1 BO3BpaTaMu TOBAPOB.
4. Opra"u3annoOHHO-TIOBEICHYCCKOE COMPOTHBRIIE-
HUE: CO CTOPOHBI 3aKyNOYHBIX MOJpa3/elIeHnui
Ha0M0gaeTcs MHEPUMOHHOCTD, MPOSIBIAIOMIASNCS B
CTpEMJICHUH DPabOoTaTh C NPOBEPECHHBIMH I1OCTAB-
HIMKaMH U HETOTOBHOCTU K TpaHC(OpMalUH YCTO-
SBIIUXCS MIpoueccoB. KommaHum Takxke IEMOH-
CTPUPYIOT HEXeNaHHE K MPO3PavyHOCTH B PACKPHI-
TUU KOMMEPYECKHUX YCIOBUH CEOK (LIeH, MepeydHs
MOCTABIIMKOB) M3-32 OMACEHUs MOTEPATh KOHKY-
PEHTHOE MPEUMYILECTBO.
5. Bplcokue mepBOHAYAIBHBIE KAlMTAIBHBIE M OTepa-
[MOHHBIE 3aTPaThl Ha U(POBU3AIMIO: K HUIM OTHOCST-
Cs CYLLIECTBCHHBIC MHBECTHIMH BO BHEIPEHHE HOBBIX
TEXHOJIOTUUECKHUX PEILIeHUH, 00ydeHHe INepcoHata M
o0ecriedeHure JIOJHKHOTO YPOBHS KHOepOE30TacHOCTH.
6. Jledummr 1mdpoBBIX KOMIIETEHIWIA: CIEPKHUBAIO-
oM (aKTOpoM BBICTYNAET HEXBaTKa KBATU(UIMPO-
BAaHHBIX Ka/ipoB B oOnactsx [T-pa3paboTku, aHATUTHKH
JIaHHBIX ¥ (PPOBOTO MApKETHHTa, CIIOCOOHBIX 3(ek-
THBHO paloTaTh C IIaT(HOPMEHHBIMH PELLICHUSIMHU.
7. BHYTpUKOPIIOpaTUBHOE CONPOTHUBICHUE H3MEHE-
HUSM: TIPOIIECC BHEJPEHUS YacTO CTaJKHBAeTCs C
MIACCUBHBIM WJIM aKTHBHBIM HENPHUATHEM CO CTOPOHBI
COTPYIHUKOB, HE TOTOBBIX aJalTUPOBATHCSI K HOBBIM
npoleypaM, a TaKKe C TEXHUYECKHMH CIIOKHOCTSI-
MU UHTETPAIMN C YCTAPEBIINMH CHCTEMAMH.
8. Yrpo3sl knbepOe30nacHOCTH: KPUTHYECKUM Oapbe-
POM SIBIISIFOTCSl PUCKH, CBSI3aHHBIE C MOTECHIMATBHBIMA
KrOepaTakaMy, yTeUKOH KOH(UICHIMAIBHBIX JaHHbIX,
HapylLIeHUeM MOJUTHKN KOH(PHUACHIUAIBHOCTH.
9. Heo0OXxomuMoOCTh MOCTOSIHHOW TEXHOJIOTHYECKOH
aJlanTalyy: JTUHAMUYHOCTh Pa3BUTHS IU(MPOBBIX pe-
LIEHUH cO3/1aeT HEOOXOAUMOCTb B HEMIPEPHIBHOM 00-
HOBJICHHUM CHCTEM, UX MOCTOSHHOM MOHHUTOPHHIE H
nopaboTKe, 9To TpeOyeT NOTOTHUTEIHHBIX PECYPCOB.
Crienyer OTMETHTh, 4YTO IIEPEYUCIICHHBIC
BhIlIe Oapbepbl pazButusi B2B-mapketmieiicoB cu-
CTEMHO B3aUMOCBSI3aHbI, IPU ITOM IPEOJIOJICHUE O/1-
HOTO Oaphepa (HarpuMep, TEXHOIOTHIECKOTO) MOXKET
ocnabuTh Ipyrue (OpraHu3aldoHHbIE WM (PUHAHCO-
Bble). B3anMooOycloBIEHHOCT OapbepoB pPa3BUTHS
B2B-MmapkeTmieiicoB mpencTaBieHa Ha puc. 2.
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Ha puc. 2 yeTbipe ocHOBHbBIC KaTteropuu Ha-
PBEPOB (TEXHOMOTHUCCKUE, (PUHAHCOBEIC, OIEPALIU-
OHHBIC (JIOTUCTHYCCKHUE) W OPraHU3AHOHHBIC (I10-
BCACHYCCKUC)) PACKPBIBAIOTCS Yepe3 KOHKPETHBIC
MPUYMHBL HIH TPYNIbl MPoOIeM BHYTPH KaXAOH
kareropud. CTpenKH BHYTPH TPyl NOKA3bIBAIOT
JOTHYCCKUEC CBSI3U MEXKIY Oapbepamu, a CTPEIKH
LITPUXOM MEXAY TPYIIAMH JEMOHCTPHPYIOT KOC-
BCHHOC BJIMSIHUC U CHHEPruio Oapbsepos. B vactHO-

CTH, TCXHOJIOTHUCCKAA OTCTAIOCTh YBCIUIUBACT

pHucKkH kuOepbe3onacHoCTH U TpedyeT OONbIINX 3a-
TpaT Ha OOHOBJICHHE, PECYPCHBIC OTPaHUYCHUS (3a-
TPaThI, KAPbl) YCUIUBAIOT COMPOTHUBICHUC U3MCHE-
HUSIM, 2 (PUHAHCOBBIC PUCKH JCIAIOT NMCPBOHAYAIb-
HBIC 3aTpaThl euie 0ojec MyraroluMu I8 OU3Heca.
HawuGonce rayGokue kopHH mpoOIeM HAXOIATCS B

cepax OpraHH3aLHMOHHOW KYJIBTYPHL M PECYPCHBIX
orpaHuucHui (puc. 2).

BAPBEPHI PASBUTHS B2B-MAPKETIUIEMCOB
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Figure 2. Interdependence of barriers to the development of B2B marketplaces

CucteMHBIHl xapakTep OappepoB, NPEmsT-

cTeyomux pocry B2B-mapkermneiicos, npeanona-
ract B KauCCTBC OCHOBHOT'O IIYTH HUX HUBCIUPOBA-
HUSL CO3JAQHHE IEJOCTHOTO HMHCTPYMEHTAIBHOTO

&4

KOMIUIEKCA, WHTEIPUPYIOLIETO OPTaHU3ALUOHHBIN,
TEXHOJOTMYECKAH, WHCTUTYLIMOHAIBHBIH W IOBE-
JeH4Yeckud BekTopel. Mx mpuMmeneHme, kak mpen-
CTaB/SIETCA, MO3BOJUT HE TONBKO CHU3MUTh BIUSHUC



CYIIECTBYIOIINX OTPaHWYEHHH, HO U c(hOpMHUPOBATH
YCIOBUS I YCTOWYMBOTO PAa3BUTHUS POCCHUUCKHUX
B2B-mapkeTmiieiicoB B TOJITOCPOYHON MEPCIIEKTUBE.
Paccmotpum mx 6osee moapoOHo.

Texnonornyeckue Oapoepsl (ERP/CRM/1C,
py4Hoil nokymeHntoobopotr, API) Bo3moxHO mpe-
OJIOJIETh  NIOCPEACTBOM  BHEIAPEHUS MOIYJIbHOU
B2B-mtardopMbl ¢ AByCTOpPOHHEH CHHXpOHHU3AIHAEH
¢ ERP/1C/cknmagoMm depe3 cTaHAapTU3HPOBAHHBIC
API. HnarerpupoBanHast mudpoas miaardpopma c
HEepapXUUECKUM KaTaJOTOM, aCHHXPOHHBIM oOMe-
HOM U BcTpoeHHOM API-cuctemoii 3HaUUTENHHO
CHI)KAeT PYYHOH TpylHl, CHHXPOHM3UPYET OCTaTKH,
3aka3el 1 JokyMeHTHl ¢ 1C u apyrumu ERP, moBsI-
mas CKOpPOCTb 0OOpabOTKM 3asiBOK M COTJIaCOBaH-
HOCTb  JIaHHBIX. AH@JIOTWYHBIE  IPOEKTHl B
B2B-mocraBkax MOKa3bIBalOT POCT CKOPOCTH 00Opa-
OOTKHM 3alpoOCOB M CHMKEHHE OIMMOOK 3a CUeT IIeH-
Tpaju3alyy JaHHBIX W aBTOMATU3aLMH KOMMeEpue-
CKMX IIpeJUIOKEHUM. JlorucTuka u e-commerce Tak-
XKe TpeOYIOT MHTETpaluy JIOTUCTUIECKUX M KOPIO-
patuBHbIX UT-cucreM miig yCTOWYMBOTO POCTA.

JlorucTuueckue W CKJIAACKHE Oapbepbl
(CMO)XKHOCTH € JTOCTaBKOW KpPYIMHOTA0apUTHBIX U
crnenn(pUIECKUX TOBAPOB, PUCKU CPBIBOB MOCTABOK)
BO3MO)XKHO CHM3HUTH 3a CYET MapTHEpPCTBAa CO CTO-
POHHUM JIOTUCTHYECKUM OIEpaTopoM U CO3JaHUA
CHELUAIM3UPOBAHHBIX cXeM (yluiaMeHTa oA
KpYyIHOTra0apuT M cHeunpuyuecKux TOBapoB, HC-
MOJIb30BaHUSI MHTEIUIEKTYaJbHBIX CHCTEM 00padoT-
KM 3aKa30B W ONTHUMH3AINHU MapuipyToB. Jloructu-
YecKHUEe MPOBaiAEphl, BHEAPSIONUINE «HUHTEIJIEKTY-
albHBIe» CHCTEMbl TpynnupoBku B2B-3akazoB u
obnaunbie W T-pemienns, CymeCTBEHHO MOBBIIIAIOT
MPOMYCKHYIO CIIOCOOHOCTh CKJIJIOB U HAJCKHOCTh
VICTIOJTHEHHSI 3aKa30B.

VYcTpaHeHue — MOBEACHYECKHX — OaphepoB
(mpUBBIYKA K «CBOMM» IIOCTaBIIMKaM, CTpPax pac-
KPBITHUS YCIIOBUH) BO3MOXHO ITOCPEACTBOM HCIIOJb-
30BaHMs THOPWIHBIX MOJIENEH, MPH KOTOPHIX HUQ-
pOBH3aIMs OCYLIECTBIISIETCS CHavyayna s Cylile-
CTBYIOIIMX OTHOIIEHHUH (371€Ch MOTYT OBITH HCITOJb-
30BaHbl 3aKpBITHIE BUTPHUHBI JUIS TEKYIIMX KOHTp-
areHTOB), IIOCJIE YEero MPOHMCXOAMUT IOCTEINEHHOE
OTKPBITHE BCEH DKOCUCTEMBI.

Bricokue mnepBoHavanmpHBIE 3aTpaThl (Ha
TEXHOJIOTMH, O0y4YeHHE IMepcoHana, kudepOe3omnac-
HOCTh) MOXHO COKPAaTUTh MOCPEACTBOM IO3TAIHOM
nuQpOBU3aLNHU, HAPUMEP, MCIOJIb30BaHUE 00ay-
HbIX SaaS-perieHuid BMecTto on-premise. ITporecc-
HBIE MOJICIM WHTErpalii HU(PPOBBIX TEXHOJIOTHIMA
MpH UCHOJB30BaHNKM B2B-mapkeTtrieiicoB neMoH-
CTPUPYIOT, YTO TOATANHAS MHTETPaLUsl C OBICTPBHIMH
«OOpaTHBIMU CBSI3AMH» YCKOPSET OKYHNaeMOCThb H
CHMYKA€T PUCKU MHBECTULMH.
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OrpanudeHue, CBI3aHHOE C HEXBATKOM KaJ-
POB, MOKHO CTJIaJUTh MMOCPEICTBOM HMapTHEPCTBA C
CHUCTEMHBIMH HHTETpaTOpaMd H MpoBaiaepamMu
IH(POBEIX CEPBHUCOB (I MAcIITAOMPOBAHUS CEp-
BHCOB M KOMIICHCAIIMM HEXBATKU KOMIICTECHIIH),
MPUMEHEHUS! BHYTPEHHHX MOpOrpaMM OOy4YeHHs, C
(hokycom Ha IMPPOBBIX HABBIKAX, HPHUBIICYCHUS
BHEIIIHUX HKCIIEPTOB.

ConpoTuBieHHE H3MEHEHHSIM CO CTOPOHBI
[IEPCOHANA, UCTIOJIB30BAaHUE UM YCTapeBIINX CHCTEM
BO3MOXHO CIVIAAUTh IIOCPEICTBOM HCIOJIb30BAHUS
CMEIIAaHHOW CTPYKTYpHI MPOAaX — COYETaHHE Tpa-
JUIAOHHBIX ¥ IH(POBBIX KaHAJIOB, a TAKXKE MOATaIl-
HOrO TIepeBOJia TOPIOBBIX OMepaluii B OHJIAMH.
Taxoke TOJe3HBIMU 37IeCh MOT'YT OKa3aThCsl LieJieHa-
npaBjieHHas  pabora ¢  KyJbTypol  Ou3Hec-
MIPOLIECCOB, MOOLIPEHHE 3KCIIEPUMEHTOB, 00yUICHUE,
JEMOHCTpPANHUS «OBICTPBIX TTOOS.

Puckn xubepOe30macHOCTH CHUKAKOTCS Ona-
rofapsi KCIOJb30BaHUIO BCTPOCHHOW apXUTEKTYpBI
0€e30MacHOCTH C MPUMEHEHHEM POJIEBON MOZENH JO-
cTyma, mu(poBaHUEM CECCHH, 3alUIICHHBIM OOMe-
HoM ¢ API u nmpou. UnterpupoBannsie B2B- mnart-
(hopMBI, UCTIONB3YIOIIME 3ANIWIICHHBI OOMEH ¢
ERP/1C, nmdposanue, AByX(pakTOpHYIO ayTeHTU]U-
KAllMI0 W JIOTUPOBAaHUE JACWCTBUMN, CHWXXAIOT PUCKHU
yTe4yeK U HOBBIIAIOT JOBEPHUE YIACTHUKOB.

Takum 00pa3oM, NpeooJIeHHE CHCTEMHBIX
0apbepoB,  CHEpXKHUBAIOLIUX  pa3BuTHe B2B-
MapkeTiieiicoB B Poccum, TpeOyer peanuzanuu
KOMIUIEKCHOHM cTpaTerun mudpoBoil TpaHCopMma-
[[U¥, OCHOBAHHOM Ha CUHEPIMU TEXHOJIOTHYECKHUX,
OpPraHM3AlMOHHBIX W ONEPalMOHHBIX PELICHUH.
KitoueBbIM 371€MEHTOM JTaHHOW CTpPAaTEerHH BBICTY-
MaeT MO3TAITHOE BHEAPEHHE MOIYJIbHOW UPPOBOH
w1aTGOpMbI, HHTETPUPYIOIIEH W aBTOMAaTHU3UPYIO-
e KiIouyeBble OM3HEC-NIPOLECCHl 3a CYET CTaH-
naptusupoBaHHbIX APl u oGmaunbIx cepBucos. OTa
TEXHOJIOTUYECKasi OCHOBA JIOJDKHA OBITh JOTMOJTHEHA
aJaNTUBHBIMU JIOTUCTHYECKUMHU CXEMaMH, THOPUJI-
HBIMH KOMMEPYECKUMH MOJEISIMH, HAIpaBICHHbI-
MU Ha HM3MCHEHHWE TMOBEJICHYECKHX MATTEPHOB, a
TaKXKe WHCTUTYIMOHAIHHBIMH MEpaMH [0 pPa3BH-
TUIO KaJpOBOTO IMOTEHLUHWAIa M KOMIUIEKCHOW CH-
cteme kubepOe3onacHocTH. TakuM  oOpazom,
yCTOWYMBBII pocT B2B-mapkeTuieiicoB BO3MOXKEH
JUIIb TpPU YCIOBHHM OJHOBPEMEHHOTO M CKOOPIH-
HUPOBAHHOI'O BO3CHCTBUS HAa BCIO COBOKYITHOCTB
B3aMMOCBSI3aHHBIX OT'PaHUYCHUH dYepe3 B3anMOJIO-
MIOJTHSFOIIME WHCTPYMEHTHI YIIPaBJICHUSI.

BBIBO/IbI

Pa3urne B2B-mapkeTnieiicoB cTamkuBaeT-
Cs C KOMIUIEKCOM TEXHOJOTHYECKUX, JIOTHCTHYE-
CKUX, (PMHAHCOBBIX U IOBEJICHYECKHUX OaphepoB, a
TaKke AeQUIUTOM PECypcoB M KOMIETCHLUH. DTH
BBI30BBI BO MHOIOM THUOHWYHBI JUIS LU(POBOIi
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DKOHOMUKa, MEeHeI)KMEeHT, IIpefIIprHIMaTeIbcTBO. L posas Tpancdopmarliis OmsHeca

Tpancopmanuu B2B-On3Heca: BBICOKHE HWHBECTH-
UM, KUOCPPUCKH, CONPOTUBICHUE W3MEHEHUSIM,
cnabas uudposas HHOPACTPYKTypa M HEXBATKA KBa-
TA(QUIAPOBAHHEIX KampoB. O(PQeKTHBHBIE MeXa-
HU3MBI UX HUBEJIMPOBAHUS OMHUPAIOTCS HA MOIYJIb-
Hble HdpoBbIie TaTGopMel ¢ uHTerpanueir B ERP/
CRM, pa3BuTHEe JOTHCTHYECKOM W (HHAHCOBOU
9KOCHCTEMBI BOKPYI MapKeTIUIeiica, MO3TaImHYyIo
IUPPOBHU3ALMIO MPOLECCOB M HCIOJB30BaHUE 00-
JIAYHBIX PEIIeHUH, YTO CHIKAET IMOPOT BXOJa M W3-
JIepKKWA. BakHyro ponb Takke HWrparoT o0Opa3oBa-
TEJIbHBIE W OHOOPIMHT-TIPOrPAMMBI JIJISl YYaCTHH-
koB, momnepkka SMEs depe3 oOmue OH-
JaiH-TIaTPOPMBI ¥ BCTPOSHHBIE (PUHTEX-CEPBUCHI,
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