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CHANGES IN CONSUMER BEHAVIOR IN B2B SALES

TPAHC®OPMAIISA NOBEATHKHU CIIO’)KNBAYIB
Y ITIPOJAXKAX B2B

I'mobaneuuit puHok B2B mepexuBae cucTeMHYy TpaHCHOPMAIIIO i
BIUIMBOM IM(POBHUX TEXHOJIOTIA Ta 3MIHM CHOXHBYHMX OUYiKyBaHb [1].
Tpagumilina MoJEIb, y SKiH TOPrOBHii PE/ICTABHAK OYB rOJIOBHUM JKEPEIIOM
1H(bopMau11 TOCTYHAETHCS MICIIEM HOBIH: CIIOKHMBa4 CaMOCTIHHO d)opMye
BJIACHWH IUIX 10 PIIICHHS, a NPOXaBellb BHKOHYE POJIb CTPATeri4HOro
koopauHaTopa [2]. Lls 3MiHa Mae peBOJ‘IIOLllI/IHI/II/I XapakTep 1 BHMarae
mepeocMHUcIeHH Beiel cTpyktypu B2B-B3aemomiii. Ha ocHOBI cuctemarn3artii
aKTyaJIbHUX PUHKOBHX JJAHUX BUIJICHO KIIFOYOBI TeHICHIIIT TpaHChopMaIrii Ta
chopMyIbOBaHO MPaKTUYHI peKOMEH Al 11100 aganraiiii B2B-koMmaniii 10
HOBHX YMOB KYIIBEJIbHOI TOBEIIHKH.

CrnoxuBau y B2B nenami Oinmbire mie camocrtiiiHo. 3a manumu Gartner,
qiie 17% vacy KyIiBeJIbHOTO LUKy BUTPAYa€eThCsl Ha MPSIMY B3aEMOJIIO 3
MoCTaYalbHUKaMH — pelliTa NUIIXY BiOyBaeThes 0e3 ydyacTti mpoaaBus [3, 4].
McKinsey cBimuuTh, mo cepeaniii B2B-cnoxuBau 3BepTa€ThCA 10 JICCATH
nudpoBUX JUKEpea Tepel NMPUHHATTIM pilleHHs [5], ¢opMyrounm BiIacHy
CHCTEMY 3HaHb IIIe JIO MepIIoro KOHTaKTy 3 KoMIaHiew. Baxmmso, mo 83%
CITO’KMBAYiB BU3HAYAIOTH CBOI BUMOTH 0 3aKYIBII IIE A0 MOYATKY PO3MOBH
3 MEHeIKepoM 3 mpojaaxiB. HaBiTh He3BaXKarouM Ha Te, IO TOYKA MEPIIOTO
KOHTaKTy 3 mpoAaBiieM 3mictuiacs (3 69% 10 61% nuisaxy moKyImis), paHHe
3aJIydYCHHS BXKE HE TA€ MOXKJIMBOCTI BIUIMHYTH Ha (pOpMyBaHHS BUMOT — BOHU
cthopmoBaHi anpiopHo [6].

Minenianmu craHoBIATh 73% B2B-mokymiB i 44% oci0, sKi yXBaJIOIOThH
KIiHIIEB] pileHHS Mpo 3aKymiBio [7]. Lle moKoIiHHS BHPOCIIO Y ITHQPOBOMY
CepelIOBUIIII Ta MPHUHIUIIOBO IHAKIIEC OLIHIOE MOCTAYAILHUKIB. 332 NaHWUMU
Forrester Research, monam 4BepTh mokymmiB 10 30 pOKiB OYIKYIOTh
MepCcoHati3allii Ha OCHOBI IITYYHOTO iHTENEKTY, MHUTTEBOI MIATPUMKH Yepe3
4aT-00TH Ta 3pyYHUX MOOUTHHMX clieHapiiB kymiBii [8]. [TokomiHHS Z, sike
MIOCTYTIOBO BXOIUTHh Yy KOPIIOPATUBHHMWA IPOCTIp, BHUCYBa€ II€ >KOPCTKIIIi
BUMOTHU: HYJIbOBA TOJICPAHTHICTH /IO 3aCTapiiMX iHTepQeiciB, ManepoBUX
¢dopM 1 TpagUIIHHUX 3aTPUMOK Y MPOIECcax MPOIaKiB.

I mepectaB OyTH KOHKYPEHTHOIO IIEPEBarol i CTaB 00OB’S3KOBOIO
YMOBOIO pPHHKOBOI mpucyTHOCTi. 3a nanumu 6Sense, 94% croxuBayiB
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BHKOPHUCTOBYIOThH BEJIMKI MOBHI MOJIEITi y TIPOIIeci 3aKyIiBii, a 89% 3pemToro
o0uparoTh pimeHHs 3 BOymoBaHmMM  (Qyekimismu 1. Bogxouac
58% B2B-nokymuis PO3ITISIAAI0Th HasBHicTe III-moxumBocTell  y
MTOCTaYaIbHHKA SIK KJIFOYOBHHA KPUTEPii BI/I60py [9].

Bums LI Ha OGi3Hec-pe3ylnbTaTd IMiATBEPDKCHUH JOCIIUKCHHIMH
McKinsey: kommaHii, mo BupoBanwm [1II-TexHomnorii, ¢hikCyrTh 3pOCTaHHS
npuOyTky Ha 13-15% Ta miaBHMINEHHS peHTA0EeIbHOCTI MPOJAXiB Ha
10-20% [10-12]. IHI-incTpymeHTH JijoreHepaliii 3a0e3rneuyroTh yaBivi
Oinpllle TOTOBHUX 10 3aKyMHiBIi JIOIB 1 J03BOJAIOTh 3HHU3UTH BapTiCTh
3aydeHHs kimieHta Ha 60% [13]. IIpu mpomy TounicTs IIII-mporHo3yBaHHS
npogaxiB (79%) Matike BABIYI NEPEBHINY€E TOYHICTH TPAAMIIIHHUX METOJIIB
(51%). HaBeneni mani cBimuaTh mpo Te, 1o BropoBamkeHHs LI € He nuie
TEXHOJIOTIYHAM OHOBJICHHSM, a W CTPaTeriyHol0 IepeBaroio, Mo
0e3mocepeIHbO BIUTHBAE HA (hiHAHCOBI PE3yIbTATH KOMITAHII.

I'mobaneuuit  punok Il y cdepi mnpomgaxiB  OI[HIOBaBCS Y
24,6 wapa. gon. CIIOA y 2024 pomi Ta 3a MPOrHO3aMH JIOCSTHE
145 mupa. non. mo 2033 poky [14, 15]. Lle cBiAYUTE MPO CTpaTEriyHUiA, a HE
THUMYaCOBHI XapakTep TpaHchopMariii.

AHali3 pHHKOBUX NAaHUX Ia€ MOXIIUBICTh BHIUINTH KIIOYOBI HAIPSIMH
amanrarii:

1. imBectumii B III-iHdpacTpykTypy npomaxiB — mnpemuktuBHui 11
migBuinye kousepcito Ha 20-30%. Kommanii, 1m0 mepiiMMu BIIPOBaIKYIOTh
komruiekcHi  [II-pimeHHs, ¢GOpMyIOTH CTPYKTYpHY IepeBary, sKy
KOHKYPCHTaM CKJIAJHO BiITBOPUTH;

2. TEepeoCMHMCIICHHS POJi TOProBOro mepcoHany — anaiiz B2B-kommaniit
ITOKAa3aB: KOJHA HEe CKOpOYyBaia ITat Iicis BrupoBamkeHHs LI, HatomicTs
BHpY4Ka 3pocTana O0umemr Hixk Ha 40% nipu HeaMiHHIH komarmi. [T mixcumroe
JOACHKHN KaTliTall, a He 3aMiHIO€ HOTO;

3. ¢dopMyBaHHS JOBIpH Yepe3 comianbHi Jokasu — /7% B2B-moxymmis
YUTAIOTh BIATYKM KOPUCTYBayiB, a IIOHAJ [OJOBUHA 6e3nocepe}1HLo
CITIIKYIOTBCSL 3 Jj[i}OLII/IMI/I CIIO’KMBaYaMU KOMIIaHIT mepen 3a1<yn113ne10
YnpasiiHHs penyTaLuefo CTa€ BJIMBUM THCTPYMEHTOM IPOJAXKIB B yMOBax
ABTOHOMI30BaHOT0 KYIMiBEIBHOI'O MUIAXY.

Tpanchopmariis  moBefiHkn  B2B-cnokuBa4iB €  CHCTEMHHM 1
HE3BOPOTHUM TiporiecoM. CII0KMBa4 BUHIIOB Y IEHTP KYMiBEIBEHOI CHCTEMH,
CaMOCTIITHO KOHCTPYIOIOUH OibIIy YACTHHY CBOTO HUIAXY 33 JIOIIOMOTOIO
nugppoBux iHcTpyMmeHtiB Ta IIII. Opramnizanii, mo 30epiral0Th TpaJMIiHHI
MOJENI  MPOJaXiB, HAKONMUYYIOTh CTPYKTYPHE  BIJCTaBaHHS, SKE
MIPUCKOPIOBATUMETHCS PA30M 13 TEXHOJIOTIYHO0 UG Y3i€TO.

[IpakTHYHUMHU KPOKAMH U KOMITaHIf €: BOPOBAKCHHS NPEAUKTUBHUX
II-iHCTpyMEHTIB y  TpoLecH  JJOTeHeparii Ta  MPOTHO3YBaHHA,
MIepeopieHTAIiS] TOPTOBOTO MEPCOHATY 3 iHPOPMYBaHHS Ha KOHCYJIBTYBaHHS,
a TaKOX CHCTeMHa po0oTa i3 COLIATPHUMH JIOKa3aMH SK KIIOYOBUM
IHCTPYMEHTOM JOBipH.
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