YK 658.9
DOI: 10.28995/2782-2222-2023-3-35-48

Ocobennoctu yinpasienus B2B npogaxkamu
B COBPEMEHHOI KOPIIOPATUBHOU MTpaKTUKe

Ouer IO. ApremoB
Poccuiickuil zocydapcmeeniolil 2yManumapnviil ynueepcumen,
Mocxkea, Poccust, upr-kafedra@rggu.ru

Annomayusi. B cratbe paccMaTpuBaIOTCS OCOOGEHHOCTH ILJIAHUPOBAHUS,
opranusaiuu u nposegenuss B2B mpogak, ocHOBaHHBIX Ha cObITE MPOILYK-
MU OPEANPUATHN GOJIBIIUMU APTUSMU JAPYTUM TIPEAIPUSTUAM, KOTOPbIE B
JaJbHENIIeM MeperpoaioT MPOAYKIUIO C M3MEHEHHeM Wi 0e3 U3MeHEHUsI
ee xapakrepuctuk. Ocob0 TMOIYEPKUBAETCS, YTO [JaHHAs CHCTEMa IPOAAK
npecTaBisieT cob0il KOMILIEKC [eHCTBHIA 10 PeaTn3aliii TOBAPOB U YCJIYT B
KOPTOpaTHBHOM cerMmenTe. IIpemcraBieHa cyriecTByIoMas KIacCUbUKAIIA
B2B mpomax: TpaH3aKIMOHHBIE W KOHCYJIbTAIIMOHHBIE; IUJIEPCKHUE, IHC-
TpUObIOTEPCKUE, KOPIIOPAaTUBHbIE U Po3HUYHbe. ONpEIeseHbl TapaMeTphbl,
oOKaspiBalole HanboJIblee BAMSHUE Ha UX 00beMbl (OTPaciib, MPOIYKT, Ka-
Hasbl cObiTa). IIpoBeieno uccieoBate HOBBIX TPEHIOB PHIHKA U OTMEYEHDI
Takue (aKTOPBI, KaK yCJIOKHEHHUe CIenu(UKN POk, CHUKEHUE [0BEpPHs
KJIMEHTOB K TPOABIAM, YBeJNIeHNe JINHBI IIKa caenku. CaesmaH BIBOI O
ToM, uT0 B2B npomaxu siBasiorcst 6oJiee CJOKHBIM [IPOLYKTOM, YeM TIPOAAKU
(pusnyecknm gumamM. Pe3ynbTaT B HUX 3aBUCHT OT BBITOJTHEHUS MTPOAABIIAMNI
JIBYX YCJIOBHI1 — ITpejIoCTaBIeHNe KIMEHTaM KayeCTBEHHOTO KOHTEHTA O TIpe-
MMYIIIECTBAX U BBITO/IAX ITPOLYKTA, & TaK:Ke MOBbIIIeHne 3(hheKTUBHOCTH BCETO
nporiecca cObITa, KOTOPast HAIPSIMYIO 3aBHCHUT OT BBIGOPA CTPYKTYPBI OTIesa
cOBITa, MOBBIIIEHNsT KA4eCTBa YIPABJIEHs, YPOBHS TIPO(ecCHOHANBHON 00y-
YEeHHOCTH MEHE/IKEPOB T10 TTpoakaM, Hamndus adextusHoi cucteMsl CRM,
MIPIMEHEHNS IeCTBEHHBIX MOTUBAIIMOHHBIX MEXaHU3MOB 1 TIp. B aT0ii cBsA3N
n3ydeHsl omyssapHele Texuuku npogak (SPIN, mpopaka pemenus, mpogaxa ¢
J06aBOYHOI CTOMMOCTBIO, CTpaTerndyeckas mpojaxa, selling fox). Ocoboe BHU-
MaHKe B cTatbe 0OpalleHo Ha aJIfOPUTM HOCTPOeH st 9(MOEKTUBHOI CHCTEMBbI
ynpassenus B2B mpomgakamu, st 4ero TpedyeTest HHIMBUAYATbHAS HACTPOU-
Ka ¥ afianTaius KaKIoi KoMImannn. B ueare fanHyio AeITebHOCTD CleyeT
paccMaTpuBaTh B KOHTEKCTE OTIETBHOTO OU3HEC-TIPOTIECCa, OPUEHTHPOBAHHO-
TO Ha CO3/[aHMEe KJIIOYEBBIX COBMECTHBIX IIEHHOCTEH TPOJABIA ¢ KANCHTAMH.
OTrMeyaeTcst BAKHOCTD PEIeH st JAHHOM 3a/[a4 JIJisi KOPIIOPATUBHOTO GU3He-
ca XXI B., HOHUMAHUST €€ 3HAYMMOCTH U [aJbHENIIero riyboKoro u3y4eHust ¢
BBIXO/IOM Ha KOHKPETHYIO [TPAKTUKY.
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Features of B2B sales management
in modern corporate practice
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Abstract. The article discusses the features of the planning, organizing and
conducting B2B sales based on marketing the enterprise products in bulk to
other enterprises that later resell products with or without changing their
characteristics. It is emphasized that such sales system is a set of actions for the
sale of goods and services in the corporate segment. The existing classification
of B2B sales is presented: transactional and consulting; dealer, distributor, cor-
porate and retail. There are definitions of the parameters that have the greatest
impact on their volumes (industry, product, sales channels). New market trends
were studied and such factors as: complication of the specifics of sales, decrease
in customer confidence in sellers, increase in the length of the transaction cycle
were noted. It is concluded that B2B sales are a more complex product than
sales to individuals. The result in them depends on the sellers meeting two con-
ditions — providing customers with high-quality content about the advantages
and benefits of the product, as well as improving the efliciency of the entire
sales process, which directly depends on the choice of the structure for the
sales department, improving the quality of management, the level of profes-
sional training of sales managers, the availability of an effective CRM system,
the use of effective motivational mechanisms, etc. In this regard, popular sales
techniques have been studied (SPIN, solution sale, value-added sale, strategic
sale, selling fox). Special attention in the article is paid to the algorithm for
building an effective B2B sales management system, which requires individual
customization and adaptation of each company. Ideally, such activity should
be considered in the context of a separate business process focused on creat-

ISSN 2782-2222 « Science and Art of Management / Bulletin of the Institute of Economics,
Management and Law of the Russian State University for the Humanities, 2023, no. 3



Ocobennocru yrpasienust B2B npogakami... 37

ing key shared values of the seller with customers. The importance of solving
such a problem for the corporate business of the 21st century, understanding its
significance and further in-depth study with access to specific practice is noted.

Keywords: B2B sales, product lifecycle, product portfolio, value chain,
unique product offer, competitive advantage, trends, segment, customer, target
audience, customer base, seller, sales technique, business process, sales channel
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B2B mpoucxomut ot amrimiickoro “business-to-business”, uto B
nepeBojie o3Hayaer «OusHec K OusHecy». CyIiecTBYIOT pasHble TPak-
ToBKM TIOHATHST «B2B». Tak, k npumepy, ps aBTOPOB CUMTAIOT, YTO
3TO TIPOIlECC MPOIAKU, KOTOPBIH TTO[Pa3yMeBAET yUacTHe IBYX CTOPOH,
KOT/Ia OfHa OPTaHU3aIMs OKasaja YCJIYTy APYTOd OpraHu3aluy, U Ha
9TOM TIpoItecc mpoaaku 3aBepimuics [Hazapos 2017]. Ecte u apyras
TOYKA 3pEeHNS: KOMIIAHWS, TOJIyINBIIas OT CBOETO MapTHepa KaKOoH-J1i-
60 ToBap, MEPENPOIAET €r0 TPeTheMy yyacTHUKY |amatoHOB, /[sT10Ba
2010]. To ectb 0 B2B M03KHO TOBOPUTH TOJBKO TIPU HATTMUUU TIOCIIE/I0-
BaTEJbHON CBSI3U MKy HECKOJBKUMU 3BEHbSIMU OTIPEIeI€HHOM TOP-
roBoii oneparuu. [lo mamemy muennio, B2B — aTo mpogaxu, ocrHoBan-
Hble Ha cOBITE MTPOLYKIIMK TIPEATIPUATIIT GONBITUME TTAPTUSMU APYTHM
MIPEeAIPUATHAM, KOTOPbIE B JAJbHEHIIeM TepernpoaaioT MPOAYKIUIO C
M3MeHeHueM WiIn Oe3 U3MEHEHUS ee XapaKTePUCTHK.

Takum obOpasom, cucrema B2B mpopax mupexcrasiser coboit
KOMIIJIEKC JIEHCTBUI TT0 peasn3alliy TOBAPOB W yCJIYT B KOPIIOPATUB-
HOM CErMeHTE WJIM CerMeHTe KPyNnHbiX Kommanuii. CyObekTaMu mpo-
Ik B 9TOM cepe OOIbIIEN YacThiO SIBJISIOTCS ONTOBBIE TIOCTABIINKH 1
sakynuuky. JhdexkruBHas paboTa JaHHOI CUCTEMBI PACCMaTPUBAECTCST
CErojiHsI Kak IMPOIEeCC COTJIACOBAHHON PabOThI OTAETbHBIX KOMIIOHEH-
TOB, HallPaBJIEHHBIN Ha MOJyYeHne HeOOXOANMOTO YPOBHS IPUOBLIH, a
O/l «<KOMIIOHEHTaMH1» CUCTEMBI TOHUMATIOTCS 3aKOHYEHHBIE IeHICTBHS,
pe3yabTaT KOTOPBIX MOSKHO N3MEPHUTH'.

B teopuu cObiTa BbiessTIOTCS caenyoniue tuibl B2B mpompask:

1) o caoxkHOCTH:

— TPaH3aKIMOHHbIE, B PAMKAX KOTOPBIX MOKYIATEb IIPUXOIUT
3a MPOLYKTOM, TIOHUMAsi CBOU TIOTPEOHOCTH: IIUKJI CIEJKUA B

Y Tambyxuusny, O.B. OpraHusaiust ¥ TEXHOJOTUST KOMMEPUECKOH 1esi-
TeapHOCTH: Yueb. 6-e uzx. M.: IOHIUTU, 2020. C. 45.
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TaKUX MPoJakax OyAeT KOPOTKUM, a POJIb PO/IaBIlla — MUHK-
MaJIbHOM;

— KOHCYJIbTAI[MOHHbIE (IKCIIEPTHBIE): MOKYIATE0 HeoOX0auMa
MIOMOITI[b CO CTOPOHBI MEHEXKEPOB IO TMPOAAKAM, TOCKOIbKY
eMy CaMOMY CJIOJKHO Pa3oOpaThCsi B IIPOIYKTE.

OrMeTuM, 4YTO C WCIIOJb30BAHUEM COBPEMEHHBIX WHHOBAI[MOH-
HBIX TeXHOJIOrUi Bee Oosbine B2B mpomak sBJASIOTCS 9KCIEPTHBIMH.
OCHOBHBIM HaBBIKOM B UX OPTaHU3aIlU1 BBICTYIIAET CIIOCOOHOCTD OIpe-
JEJISITH He TOJIbKO UMEIOIHECs TIPoOIeMbl U OTPEGHOCTH TIOKYTaTeJIs,
HO M TIOTEHI[UAIbHO BO3MOXKHBIE, TO €CTh T€, KOTOPbIE MOTYT IPOU30UTH
B Oy/y1em;

2) 1o KaHaJIaM TIPOJIAK:

— nmuyiepckue (OTTOBBIE): KOMITAHUS IPOAAET CBOIO TPOXYKIIHIO
KPYITHBIMIA TTapTUAME (hIPMaM, a OHH ee TTePEMPOIaIoT CO CBOEH
HaIleHKON KJIMEHTaM;

— auctpubbioTOpckre (MapTHEPCKKE): HCIIOJb3ysl 9TOT KaHall,
KOMITIAaHUS PEATU3yeT TOBAP ONPEIeJEHHOMY KOJUYECTBY CBOMX
[APTHEPOB B PaMKax IUCTPUOBIOTOPCKKX JIOTOBOPOB, a JIMCTPHU-
OBIOTOPHI B JAJbHEHIIEM OCYIIECTBISIOT €r0 PaclpoCTpaHeH e
Ha BBIZIEIEHHON TEPPUTOPU;

— KOPTIOpATHUBHBIE: KOMITAHNUA MIpe/JIaraeT MPOLYKT APYTOH KOMIIa-
HUM, UCIIOJIH3YIOIIEN €ro B CBOEM ITPOU3BOJICTBE;

— PO3HUYHBIE: KOMTIAHUS PEATNU3YET TOBAPHI C TIOMOIIBIO PO3HUY-
HBIX CeTel-pPUTenIeposB.

O.B. BychIruH, KOHCYJbTaHT 110 YIPaBJIEHUIO W OW3HEC-TPeHep,
OIIpe/IesIsieT TP MapaMeTpa, OKasblBAIONMX HAUOOJIbIIee BIUSHIE Ha
B2B mponaxu [ Bycerrun 2020, c. 174]:

1) orpaciab, B KOTOpPO# OCyIiecTBIsIeT AesaTeabHOCTh B2B-komma-

HUS;

2) TMPOAYKT, KOTOPHIIl OHA TIPOU3BOUT UJIN TIPOJIAET;

3) KaHaIbl TPOAAK, Yepe3 KOTOPbIe MAET MOCTaBKa MPOAYKTA Ha
PBIHOK.

Kax yske 6b110 yKazaHo, cermenT B2B npopax npecrasiisier coboit
OTPACIb UJIW HUIITY PBIHKA, B KOTOPOI KOMITAHUS PEATTU3YET TOBAPbI MK
YCJIYTH OT OJTHOTO IOPUINYECKOTo JuIa Apyromy. [IpuBiekaTessbHOCTD
OTpaC/I 3aBUCHUT OT BO3MOKHOCTH MTOJYUEHUS JOJITOCPOUHOM TIPHUObHI-
g, /s ee mocTmReHNs peKoMeHayeTcs pOpMUPOBaHNE YHIKATHHOTO
TOPrOBOTO MPEIIOKEHUS UM 0OecIiedeHre CUITbHOTO KOHKYPEHTHOTO
npenmytiectBa. [Ipu ocyutectsaenun B2B mpogak KoMmaHUs 10KHA
BBIOpATh TAaKyl0 KOHKYPEHTHYIO CTPATErnio, KOTopasi 0OeCIeunT JIyd-
IIve Pe3yJIbTaThbl, YeM y COTTEPHUKOB B OTPACJIN.

[Tpoxykrom B2B mpomask MOTyT ObITH TOBapbl, a TaKKe YCJIYTU
Pa3IMIHOI CIIOKHOCTH MM Pa3HOOOpas3Hble KOMILIEKCHBIE PElIeHus],
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[IPU KOTOPBIX HEOOXOANUMBI 0pabOTKa MPOAYKTA MO MOKYTATEJIs, ero
BHEPeHNe B IPOU3BOICTBO U TOCJAEIIPOAaKHOe 0OCTyKUBaHKE.

Yro Kacaercst KaHanoB B2B mpogak, To OHU ONPENesioT croco0,
C TIOMOII[BIO KOTOPOT'O KOMITAHUST OCYIIIECTBJISIET TOCTABKU CBOETO TIPO-
JIYKTa Ha PHIHOK.

B pamkax HacToOSIIIEro HCCJIeI0BaHKs 0003HAYUM COBPEMEHHbBIE
TPEH/Ibl PA3BUTHUS JIAHHOTO CETMEHTA.

Bo-riepBbix, ycioxkuenue crenudukn npopak. TeHaeHIMs 3a-
KJIIOYaeTcsl B TOM, 4TO paHblie cam mporece B2B npomak O6bu1 Gosee
IIPOCTBIM: MapKeTHHTOBasi cJIy:kOa paspabaThiBajia YHUKAJIbHOE TOP-
TOBOE TIPEIJIOKEHUE U YITAKOBKY TTPOYKTA, MEHE/KEPHI TI0 TTPO/IaKaM
MIPUBJIEKAIN KJIUEHTOB U BEJIH UX 110 BOPOHKeE MpoasK. Takum oOpasom,
B2B npogaku 6bLIM 10CTATOUHO MPEACKA3YEMbI, IIOCKOJIbKY KOMIIAHK
Haxo/WJjia TIOCTABIIMKOB, paccMaTpUBajia pPa3jUYHblE BapUAHTbl U
BbIOMpaJIa MPOoAABIA 10 JIydIleMy IpeAcTaBIeHHOMY peleHuio. B Ha-
crosiee BpeMs mnporiecc B2B mpogaxk ycaoxuuica. KavenTst eme 10
MEPETOBOPOB € MPOAABIAMHU OCYIIECTBISIOT MHOTO CAMOCTOSITETHHBIX
JEHCTBUIL coOUpaioT MHMOPMAIMIO U3 JOCTYIHBIX UCTOYHUKOB, MPO-
BOJISIT MCCJIEIOBAHUsI, WILYT PEeKOMeHalny, u3ydaior B WHTepHeTe
OT3bIBBI O KOMITAHUSIX-TOCTABIIUKAX, IPOBOJSAT CEPbE3HYIO AaHATUTUKY
C I€JIbIO TIPaBUJILHOTO BbIOOPa mpoasiia. I10ckoIbKy GOJBIION 06beM
nHOOPMAITUN HAXOANUTCSA B OTKPBITOM JOCTYTIE, B HACTOSIIEE BPEMsI B
B2B npopaxkax noxymnaresib npoxoaut 10 60—70% mporiecca mpuHsITH
pelllenuii, jlake He CBSI3bIBASICH C Jlep:karesieM ToBapa (YTpasiieHue
npogazkamu 2021). Bor nmouemy nocieanemy, 4ToObl OKa3biBaTh BJIK-
HUE Ha KJUeHTa, He0OXO0ANMO TIOHUMATh CIIeIU(pUKY [TPOoIlecca IPUHSI-
THsI TAKOTO PEIIEHUs U BCEX JIENCTBUI 3aKa3UMKa 110 [UKJIY TTOKYIIKH.

Bo-BTOpbIX, CHUZKEHME TOBEPHST KIMEHTOB K mpojiaBiiam. CorracHo
0TYeTy aMePUKAHCKON MCCIIe/I0BATENBCKO-KOHCATITUHTOBOM KOMITAHUN
Ha pbIHKe WH(MOPMAIMOHHBIX TexHojgoruii “Forrester” mo cermenty
B2B 3a 2020 r., 59% mnokymnaresieil MpeAIOYUTAIOT CaAMU HAXO/UTh
nudopmarmio B VlutepHere, IOTOMY 4TO ITPOJaBel], Kak MM IPECTaB-
JISIETCsI, HABSI3bIBAET MPOAYKT, a HE TIOMOTAaeT PeliuTh mpobiemy. 57%
MIPU3HAJIICD, YTO OHU TIPEIIOUIH ObI KYIIUTH €10 Y MPOJIABIIa, KOTOPBIA
«He TBITAETCST OKA3bIBATD JIABJIEHIE»?,

B-Tperbux, yBennuenue qiunbl iukiaa caenaku. Knvenr 8 B2B mpo-
JIasKax MCIIOJb3yeT OOJIbIIe BpEMEHH Ha TPUHSITHE PENIEHNUST O TIOKYTIKE.
JluiMHa UX cpeaHero IUKJa 3a MOCIeAHNe MATh JieT cTaja 0oJblie Ha
22% [Xomr 2020, c. 198]. D10 cBsI3aHO ¢ POCTOM KOJIMYECTBA JIUII, BO-
BJICYEHHBIX B JIAaHHBIN MPOIIECC, U YCI0KHEHneM oObeMa nHMOpMaIuu,

2 bex M.A. Mapkeruur B2B: Yue6. nocobue. M.: MTHDPA-M, 2023.
C.223.
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¢ KOTOPOH paboTaroT MOKyHaTe/an. Y BeJrudeHne JUIMHbI UK CACTKN
CBUJIETETTBCTBYET O TOM, UTO Ha COBPEMEHHOM dTalle MPEATIOUTUTETbHEE
HAYMHATh Pa3BUBATh KJAMEHTA KaK MOKHO PaHBIIe, a TAK)Ke TIOBBITIATE
a3 HEKTUBHOCTD BCETO MPoIiecca MPOAaKH.

B a0l cBSI3M 1IpocseIuM MepCIeKTUBBI M3MeHeHus Moen B2B n
BBIJIEJTUM OCHOBHBIE BAPUAHTBI BO3MOKHBIX CTPATErHUYeCKUX JICHCTBUI:

— OTKPBITHE PO3HUYHBIX O(MUCOB WM TOProBBIX Touek — B2C
(Business to Customer), TpeGyOIINX CePbe3HbIX (PMHAHCOBBIX
3aTpaT CO CTOPOHBI KOMTIAHU;

— passutue 6usneca no mogeau B2B2B (Business to Business to
Business), korza 6usaec B2B GyieT BbicTynaTh CyOIOAPsTIMKOM
JUIST TaKuX ke OusHecos cermerta B2B. Hanpumep, aBrarnepeBos-
YUK MOJKET JIOTIOJTHUTENBHO MTPOJaBaTh MAKEThI MEePETETOB Typ-
oreparopam, 100aBJIsist HAIIEHKY € 1eJIbI0 MTOJIyYeHnst TIPUOBLIN;

— cospanue 6usneca 1o mozen B2B2C (Business to Business to
Customer), mpeamnoJaramoIeil, 4To MPOAAKU 10 CyOHOAPSIILY
OyIyT OCYIIECTBJISITHCS HE KOMITAHUSIMHU, a KOHEYHBIM TOKYTIa-
tesieM. Hanpumep, aBuanepeBo3unk MoxKeT paborarh ¢ TYPUCT-
CKMMHU areHTCTBaMM, KOTOpbie OYAyT TMpeaiaraTh MepeIeThl
HampAIMYyIo, BKIIOUASd UX B TTAKeT Typa.

Orcioga MOKHO CAeIaTh BbIBOA, uTo B2B npogaxu spisiorcs 60-
Jiee CJI0KHBIM MTPOYKTOM, UM TPOJIaKu PU3nIecKuM Juiam. Vx meib
COCTOUT B TOM, YTOOBI 3aKJIIOUUTH BBHITOAHYIO cieky. B2B mpomaxka
OCYIIECTBJISAETCA He OJIHOMY KJIWEHTY, a TPYyTIe JIUIl, TPUHIMAIONTNX
perrenne. Pesysaprar B B2B mpopakax B HacTosIee BpeMsT 3aBUCHUT OT
BBITIOJTHEHUS TIPOIABIIAMHU ABYX YCJIOBUM — MPEOCTABIEHNE KINEHTAM
KaueCTBEHHOTO KOHTEHTA O MPEMMYIIECTBaX M BBITO/AaX MPOJYKTA, a
TaK’Ke MoBbinieHue 3 PEeKTUBHOCTU BCETO TIPOIECCa TPOJIAsKH, KOTOPast
HAMPSIMYIO 3aBUCUT OT BBIOOPA CTPYKTYPbI OT/IeJia CObITa, MOBbIITEHHUST
KavyecTBa yIpaBJeHus], YPOBHsI POMHECCUOHATIBHOI 00yYeHHOCTH Me-
HeJKEPOB TI0 TTPoAaKaM, TPUMEHEHWS 1eCTBEHHBIX MOTUBAITTMOHHBIX
Mexann3MoB Hamnyusa apdexTnBHOM cuctembl CRM 1 mpounx daxkro-
pos [Uuctaxosa, Apremos 2021, c. 33].

Jlist Toro utoObl paboTaTh B JaHHOM CerMeHTe W YIrpaBJsith B2B
IPOJIAsKaMU, PACCMOTPUM Psifi HauboJiee MOIYJISPHBIX CETOHST CTIEIH-
AJIbHBIX TEXHUK.

Texuuka 1 — SPIN, unu CIIHH-npodaxcu. OcroBaHa Ha 4eThIpex
TPYIIIax BOIIPOCOB, KOTOPBIE MPOIaBel] 3a/1aeT nokymnaremnio [CuHgasern
u zp. 2020, c. 115]:

— cUTyaIMoHHbIe Bopockl (Situation): HareseHbl Ha c60p 0600-
neHHoil nugopMmanuu o curyaruu (Hampumep: CKoOJIbKO JieT
Bamia kommnanus paboraer Ha pbinke? Kakum OrokeToM oHa
pacmosaraet?);
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— npobsiemubie Boripockl (Problem): BwisiBistioT mmeroniuecst y
koMmanuu Tpyanoctu (Hampumep: C KakuMmu TpobjeMaMiu B
OGusHece OHa cTajJKuBaeTcs?);

— wu3BJekaorue Bormpockr (Implication): BOIPOCH 0 TOCIEACTBUSX
(manpumep: Hecer nmu xoMmanus kaxue-i1nb0 U3AEPKKHU M3-32
BO3HUKIIEI IIPOOJIEMBL...?);

— nanpasJstioniue Borpocskl (Need-payoff): ¢ ux momorsio crapa-
IOTCS TIOHATH 1 OIEHUTH 3HAUNMOCTD TIPEJITTOKCHUS /I TTOKYTIa-
Teng (HampuMep: Kaxume BBITOABI KAMEHT BUAUT B COTPYAHIYE-
CTBe ¢ KOMIIaHueil).

Texuuka 2 — I[Ipodaxca pewenust (ycmanosienue cmenenu axmyaiv-
nocmu npobaemot). Cythb ee usnoxena s pabore M. T. Bocsopra “Solu-
tion Selling Is The Most Comprehensive Sales And Sales Management
Process Available Today”. ABrop o6o3HauaeT Tpu ypOBHS OTPEOHOCTH
(6osn) KIMeHTa:

— CKpbITast 00JIb: CyIIeCTBYeT pobJeMa, KOTOPYIO KJIMEHT 3aMeda-

€T, HO TIPY HTOM UTHOPUPYET ee (BO3MOKHO, HAMEPEHHO );

— BbISIBJIEHHAs1 OOJIb: KJIMEHT, 3Hast O pobJieMe, BhIHYIK/ICH ¢ Heil
JKHUTH, TAK KaK HET MOJXO/AIIEro BapuaHTa (crmocoba) ee perie-
HIUT,

— MOUCK PEIIeHUs: KJIMEHT 3HAeT 0 MPoOJeMe U TBITAETCS ¢ Heil
CIIPaBUTBCSL.

ITo muenuto M. T. BocBopTa, KJIMEHTOB, KOTOPbIE CAMOCTOSITEIHHO
UIyT pernenus, He Oosiee 5% Ha peiike [Bosworth 2011]. B c¢Bssu ¢
ATUM 3a/1a4yeil PoIaBIa ABJSETCA TOUCK TeX, KTO eIle He C/Ieal Bbl-
6Op, HO MOHUMAET BasKHOCTD ITPOOJIEMBI, 8 TAKIKE CIIOCOOEH OIEHUTB T10-
TEHI[UAJbHbIE BBITOJ[I OT UCIOJb30BAHUS TIPOAYKTA, KOTOPBIN MOXKET
MPEJIOKUTD TTpojiatolnast Kommanust. CKopee BCEro, 3TU KJIUEHTHI YiKe
paccMaTpuBaIOT MPEJIOKEHNST KOHKYPEHTOB.

Texuuka 3 — IIpodasca ¢ dobasounoil uennocmoio. MHOTHE TIPOIAB-
IIBI CIUTAIOT, YTO TIPEOCTABIEHNE TOW WU WHOW CKUIKU MTO3BOJISIET
YCKOPHUTBH TPOIecC MTPUHATHS PEIeHus 0 MOKynKe mpoaykTa. OHako
T. Peiinu, aBrop xuuru <«Ilpomaxku ¢ gob6aBounoii crouMoctbio. Kak
npoaBarh GOJIbINE, BBITOIHEE U TIPO(ECCUOHATIbHEE, JIETaeT CTaBKY
He Ha IIeHy, a Ha [06aBOYHYTO IIeHHOCTh PoAyKTa. [IpemoxkenHast M
texauka npoaaxk B2B Bkiouaet [Peitu 2008, c. 86—-87]:

— aHa/iM3 TMOTpPeOGHOCTElN: ccaeoBanne mpobaeM 1 MepCreKTUB

TTOKYTIKM C TOUYKH 3PEHUST KJINEHTA;

— BKJIIOYEHHUE JIOMOJTHUTETbHBIX YCIYT: 9TH YCJAYTH OYAYT SBJSTh-
Cs1 ICTOYHUKOM J0O6ABOYHOI IEHHOCTH MTPU TIPUHSATUHU PENIeHUST
0 TTOKYTIKE;

— pabora mocJe MOKYIKU: HAlpUMep, TPENTOKeHe YCJAyT 0
YCTPaHEHHWIO HETIOIQ/I0K W HACTPOHKE TTOCTABJISEMOTO PeTeHU.
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Texuuka 4 — Cmpamezuueckue npodaxcu. PazpaboTIMKu MOAX0/1a —
Po6epr Musitep u Ctusen XelimaH, BBITYCTHBIIE KHUTY-0eCTCELTED
«HoBas crtpaTterust mpojak», BOCIHPUHUMAIOT TIPOIECC MPOJAK Kak
6UTBY, B KOTOPOI MPUHUMAIOT YYaCTU€ TPYIIIbI JTIOAEH, Y KasKI0N 13
KOTOPBIX CBOWM (DYHKIIUHU, CTEIEHb BJIUSIHUS, 1€ W WHCTPYMEHTBI.
Cpemy Jinll, NPUHUMAOIIUX PellieHus], HazBaHbl [Muiuiep, XeiimaH
2019, c. 226]:

— «DKOHOMMUYECKUI MMOKYyHaTe b ieJlaeT BhIOOP, MCXO/s U3 OleH-

KM 3aTpaT, peHTa0eIbHOCTH, J0X0/1a U TIp.;

— <IIOKYTaTe/lb-TIOTPeOUTEb>: oOpalllaecT BHUMaHUE Ha MPOU3-
BOJIUTEJIBHOCTD, YAOOCTBO MCIIOJIb30BaHMs], KQ4eCTBO U JPyTHe
JIOTIOJTHUTEJILHbBIE OIIIHH;

— «KOy4»: Oeper Ha cebs poJib MHCalifepa y KIUeHTa;

— «TeXHMYECKUH TMOKYyIaTe/lb»: pacCMaTPUBAET MOKYIIKY ¢ TOYKH
3peHHst PelieHust IPoOJIeM, YIUThIBast TIPH 9TOM MTOCTABJICHHYTO
11eJ1b, Pa3Mep 1EHbI, CPOKU IOCTABKH | T. II.

Texuuka 5 — Selling fox. Tllpusenena B pabote /Ixxuma XosaeHa
“The Selling Fox. A Field Guide for Dynamic Sales Performance”, B
KOTOPOH KJIfo4yeBast PoJib B MPOJaKaX OTBOAMTCS HPOAABILY. ABTOD
CYMTAET, YTO UMEHHO OT JIMYHOCTH TTOCJEJHEr0 HANPSAMYIO 3aBHCUT
00beM Mpojiask, a paboTa ¢ KJIMEHTOM IPEAINO0JIaraeT yueT CIeay X
ycaosuii [Holden 2018]:

— <«TOTOBHOCTB»: KJIUEHT JOJUKEH OBITh IMOJATOTOBJIEHHBIM, IIO-

CKOJIBKY B TIPOIECCE MOKYITKY U3YYNJT OCHOBHBIX OCTABIIIUKOB 1
UX YCJIOBUSL, 4TO OYJIET CII0COOCTBOBATD IPUHSTHIO B3BEIIEHHOTO
pelieHwus;

— «KeJIaHWe»: KJIMEHT MOATBEPIKIAaeT CBOE PElICHUE COCTABICHIEM
IOPT-JICTa M3 3aWHTEPECOBABIINX €0 MOCTABIIMKOB, CBU/IE-
TEJILCTBYIOIIEM O €T0 TEPBOM MHEHUH M0 KayKJIOMY M3 HUX U
BBIGOPOM TIOTEHIINAIBHBIX KaH/[H/IATOB;

— «CIIOCOOHOCTb»: TIOCJAEHIIT dTall B IPUHATHU PEIleHus], KOT1a
KJIMEHT JI0JIZKEH UMETh BO3MOKHOCTD C/IEJIaTh BBIBO/I, CBA3aHHBII
C MMEMIIUMCST B €r0 paclopsiKeHuu OropKeToM (TpryeM 9Ta
CIIOCOOHOCTD HE TOJBKO (hMHAHCOBast, HO M MaTepUaIbHO-TEXHMU-
yeckas).

Takum 06pa3oM, 10 MHEHHIO aBTOPa, AU YCKOPEHHS POJAKU
MIPOJABILY CJIEAYET COXPAHSATh aKTUBHOCTh HA BCEX YKa3aHHBIX Tarax
[IPUHSTHUST PEIEHNsT KITUEHTOM.

Wsyuyns HauboJsiee m3BecTHble TexHUKH B2B mpomaxk, cumraem
HEOOXOMMBIM PACCMOTPETh CHENM(BUKY TOCTPOEHUsI COOTBETCTBY-
IOTIeil UM cucTeMbl yipaBiaeHusi. Ha Hair B31Jsijl, B 3aBUCUMOCTH OT
[OJIyYEHHBIX Pe3yJbTaToB, (PaKTOPOB cpeiabl U crelupuk padboTh
KaKI0H KOMIaHWK HeoOXOAMMbI ee WHIAMBHUAyalbHash HacTPOHKa
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n aganTaiug. [loctapaemcs omcaTh TPUMEPHBII CIleHAPUI TTOCTPOE-
HUS TAaKOH CUCTEMBI.

[lepBorit atar. JexomMno3uyus cyuecmsyiouezo npouecca npooai
Ha Npocmovle 3aKOHUEeHHble Oelicmeusl, Pe3yIbTaT KOTOPBIX BO3MOKHO
usMeputh MaTemMatudecku (¥ uiep, Xupi 2006, c. 137-138):

— JIEKOMIIO3UIIUS TTPOU3BO/IUTCSA B Pa3pe3e U3yuyeHus 1aroB KITH-
€HTa, aHa/lIn3a JEeHCTBUN TOPTOBOTO TIEPCOHAJA, UCCIEOBAHMS
BO3MOKHOCTEI IPUMEHEHUSI COBPEMEHHBIX TEXHOJIOTUI pabOThI
¢ KJIIMEHTCKON 6a30ii;

— UCIOJIb3YSl CTATUCTUKY MPEIbIIYIINUX [T€PUOJIOB, TTPOUZBOUTCS
pacueT Cpe/Hero YeKa, KOJNYeCTBa TPAH3AKIIN, CPEJHEro epu-
0/1a TIPOEKTA U JUTUTETLHOCTHU CIIEITKY;

— TI0Ka3aTeJin, I0 KOTOPBIM HET JIAHHBIX, OIIEHUBAIOTCS C TTOMOIIBIO
9KCIIEPTHON OTIEHKN 1T0 MUHUMAJIBHO BO3MOKHOMY Y POBHIO;

— TIpU TPOBeAEeHUK OIUGBPOBKU IPOIlecca BbIOMPAECTCS eInHast
1ITKAJIa U3MEPEHUS PE3YJIbTaTa C IPUHSATBIMYU B KOMIIAHUY €/[UHU-
namu uamepenus. Tak, K npumepy, npu (popMupPOBaHUM BOPOHKU
MPOJIAsK TIPUHUMAETCS, YTO MTPOEKTHI OTKPBITON YaCTH BOPOHKU —
9TO TIarW KJIUEeHTa, KOTOPhIEe OH MTPOU3BOIUT C MOMEHTA BO3HUK-
HOBEHUS TIOTpeOHOCTH 10 ee 3akpbiTust (mokynku). [ludposas
IKaja pa3padaTbiBAETCst MHMBUIYAJIBHO 110/ GU3HEC-TTPOTIECCHI
xoMIanuu u orobpaxkaercs B pambopae (dashboard), koropsrii
npejcTaBasier co00i MHTEPAKTUBHYIO aHAJIUTHYECKYIO TTaHe/b
(rpaduyueckuii muTEpdEIic), rIe Ha OHOM dKpaHe PaCIOI0KeHbI
KJTIOYeBbIe METPUKH, TTOKA3aTeJN TIeJIel M TIPOTIECCOB, TT03BO-
JISIOTITNE BBISBUTH TPEHIBI U TTPOAHATN3UPOBATh MHUITUITPOBAH-
HbIEe MU U3MEHEHUA.

Bropoii atai. Ayoum cywecmasyroweti cucmemut npooai

[IpoBoauTCs 1O pa3paboOTaHHONW METOAOJIOTHH Ha Ga3e OCHOBHBIX
rmokasaresieii cucteMbl B2B mponaxk cienyiomux TPymn IpaiiBepoB
pocra:

— TIPOJIAXKH;

— IIepPCOoHAJ;

— KJTUEHTHI;

ABTOMAaTHU3aIUs OU3HEC-TIPOIECCOB.

Omutenka mpoucxoaut mo 10-Tu GaIbHON cUCTEME C UCIOJIb30Ba-
HUEM pa3pabOTaHHOTO YeK-JHCTa, Te: 1 — MI0X0, 3 — HeyIOBIETBOPH-
TEJIbHO, 5 — HOPMAIbHO, 7 — xopomwo, 10 — orauuno. IIpu sToM ocoboe
BHUMaHUE cJieyeT 0OpaTUTh Ha TOKa3aTeJd, NMEOIINe OIeHKH HUKe
7 6a/sIoB, Ha TPEIMET UX MOTEHIIUATIBHOTO BBITSTHBAHUSI B CTOPOHY
nosbitienus [ Paitt 2017, c. 332].
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Tpetuii atart. [locmpoenue kapmol OnepavuoOHHbIX NOKa3ameJieil

Hanwmuwe Takoil KapThl JaeT BO3MOKHOCTH IPOU3BOAHUTH OIEH-
Ky CHCTEMbI TIPOJIAK JIJIsI TIOHUMAHUS Y3KUX MECT U yIIPaBJIeHUs Ha
orepaiimoHHoM ypoBHe. OHa sIBJisieTcst pab0YrM WHCTPYMEHTOM JIJIsT
HavyaJbHUKA OT/IEJA TIPOJIAK U OTUYETHBIM JIOKYMEHTOM JIJIsI PYKOBO-
nuresst Ousneca. [Ipu aHa/M3e n3MeHeHMsI TOKa3aTesell B IMHaAMUKe
(CKOpPOCTH M BEKTOP HATPABJIECHHOCTH — TIOJOKUTEIBHBIN NI OTPU-
1aTeJbHbIN) (GOPMUPYIOTCS 1IBETOBbIE WHAMKATOPBI, TOMOTAIOIINE
OIIpeNesiATh caabble MecTa, TPeOyoIire MOCTEAYIONEro COBEPIIEH-
CTBOBaHUSI.

Yerseproiii atan. Dopmuposanue yeHHOCMHO20 NPEONONCEHUS

mosapa unu ycayau

Crpowutcst Ha OCHOBAaHUU KOJIJIEKTUBHOTO OOCY K IEHUST, TPOPAOOTKH

BCEX OPTaHU3AIMOHHO-TEXHUUYECKUX BOIIPOCOB, PEIIEHUs] PA3TUIHOTO
poza pabounx mpodsIeM ¢ MPeACTaBUTEISIMI 3aKa3unka. JlaHHbIil aTarn
c1rocoOCTBYeT BBIOOPY ONTHMAJIbHOW KOHKYPEHTHOW CTpaTeruu 110
OTHONIEHUIO K OCHOBHBIM COIIEPHUKAM, B CBSI3U C YeM TIPEIIOJIaraeT
[JTaryTuna 2022, c. 248—-249]:

— WccemoBanMe KOHKYPeHTHOW cpenbl: Bbimenenne TOII-10
KOMITAHU-KOHKYPEHTOB Ha OOCTYKIBAaeMOM PbIHKe, 0003HaUe-
HUE KPUTEPUEB UX yCIlexa, pa3paboTKy MaTPUIlbl KOHKYPEHIIUH;

— M3ydyeHue aKTyaJbHOTO MPEIJIOKEHUsS JIJIsl TOBapa WJU yCJIyTu
KOMITAaHUU: UCCJIeIOBAaHUE MTPOyKTOBOTO TOPTMheJist, OleHKa a-
(beXTUBHOCTM 11€TN TTOCTABOK;

— PEST-anmamms: uccinemoBanve (pakTOpoB BHEITHEHN CPEIH;

— SWOT-ananus: ndyuenne (HakTOPOB BHENTHETO W BHyTPEHHe-
IO OKPYKEHUS] KOMIIAHUM, a TaKKe UX COMOCTaBJIeHUE JAPYT C
NIPYTOM;

— BCG-ananus: crparerndeckasi moptdesbHast olleHKa OusHeca;

— WccJeloBaHne MOTPeOUTEeNbCKIX cerMeHToB B2B (kimenTekmii
aHa/IN3): U3ydeHue TPYIII moTpeduTeseil 1 BbljeIeHue 1eJIeBOi
ayIuTOPUM — JIUIL, TPUHUMAIOIIUX PEIeHUE O TOKYIIKE;

— cospanue 1poduiist morpedburesist: GopMyIUpOBaHUE 3aj1ad, Bbi-
nesierune poOJieM, orpesiesieHne BBITO;

— moctpoenue moptdesist EHHOCTH MPOAYyKTa: pa3paboTka (hyHK-
I[MOHAJIA U CPEJICTB aKTYaJIbHOM IIOMOIIU TIOKYTIATENSIM;

— aHaJIM3 TOYEeK B3aUMOJENUCTBUS € KIUEHTAM;

— MOCTPOEHUE KPUBO MOTPEOUTETHCKON IIEHHOCTH;

— (opMupoBaHUe UHANBUYAIBHOTO TOPTOBOTO TIPEJIOKEHUSI.

[Lateiit aTan. Paboma ¢ kauenmckoi 6a3ot

Ocy1mecTBisieTcs B CAEAYIONNX OCHOBHBIX HAITPABJICHUSIX:

— CerMeHTaIMsI KJIMEHTCKOU 6asbl;

— 0XBaT KJNEHTCKOI 6a3wr;
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— pabora ¢ CyIIeCTBYOIUMHU KIreHTaMu (yBeJTMYeHNEe YaCTOTHI

obparieHuii 1 pazmepa CpeIHero YeKa);

— TIOWCK W TIPUBJIEYEHNE HOBBIX KJINEHTOB (JUOTeHEPAINs, Tiepe-

BOJI «XOJIOJTHBIX» 3BOHKOB B peayibHbIe MPOIAKN);

— BO3BPAT MOTEPSIHHBIX KIMEHTOB.

Kakmoe HarpasiieHre pabOThI € KJIMEHTCKO 0a30il MMeeT CBOM
MIPaBUJIa, METO/bI U MHCTPYMEHTAPHIL. ITO TTO3BOJISIET 0OECTIEYNTH Ha-
MOJTHEHNE BOPOHKH MPO/Ia’K HOBBIMU MTPOEKTaMU B KOJIMYECTBE, He0O-
XOJIIMOM 17151 BBITIOJTHEHUS TTOCTABJIEHHBIX T1eJIe.

[ecroit atan. Unmezpavyus

Cas3aHa ¢ TIepecTPOMKOIL 1esITeIbHOCTH OT/IesIa TIPOJIasK B pa3pese
TOII-10 ocHOBHBIX TOKa3aTesell YyHMpaBICHUS KAaueCTBOM CHCTEMBI
cObITa, aKTyaJbHBIX I KOMIaHWU. PaboTa TPOU3BOAUTCS MOCPE/-
CTBOM TTPOBEIEHNA KOHCYIbTAITNH, aHATI3a IOCTUTHYTHIX PE3yIhTATOB,
COCTaBJIEHUS TPOTPaMM KOPPEKTUPYIONINX IeUCTBUIN, OpPraHU3aIuu
Pa3BUBAIOIINX KOYY-CECCUU U T. T.

CenpMmoit atar. Qopmuposarie KomMnemeHyull nepconana

[Tpexnnosaraer oOy4eHre COTPYAHUKOB, BOBJIEYEHHBIX B MPOIECC
MPOJak TOBApOB M YCJIyT KOoMIaHwu. Bo3amoxkHa pa3paboTka WHIU-
BU/IyaJIbHOTO OOYYAIONIEro ceMIHApPa, HAIPABJICHHOTO HA YJIydIIeHUe
KOMIIETEHI[HiT, HEOOXOMUMBIX JIJIsI PENIeHMs 3224 BHYTPU CHUCTEMBbI
MIPOJIA’K, BBISABJCHHBIX ayIuUTOM (HAIpUMep, POCT YHUCTIA XOJOITHBIX
3BOHKOB, Cy:K€HHUE ropJia BOPOHKHU NPOJAK, yKeCTOUeHNe aJIMUHICTPHU-
POBaHUs IIPOLEAYPBI [IEPErOBOPOB € KJIUEHTaMU U I1P. ).

Bocbmoit atar. Yeenuuenue cpednezo uexa

31ech TpebyeTcst MpoBeIeH e AaHATI3a JKU3HEHHOTO ITHKJIA TIPOIYKTa
U ICWCTBUH TIOKYIIATEIsT, 9TOObI OITPEETUTD TIEPEYEHb JIOMOTHUTETBHBIX
TOBAPOB M YCJIYT B IIEJISIX POCTA BEJIMYMHBI CPEHETO YeKa U TOBBITIIeHUS
MIPUBEPKEHHOCTA CO CTOPOHBI 11eJIeBOil ayauTopun. Kak mpasuio, Ha
JTAHHOM 3Tale IPOBOJSATCS I0JIeBble MCCJe0BaHMS, aHKeTUPOBaHUE,
OIPOCHI, IIyOUHHBIE HHTEPBBIO U T. I1., fafolue GoJiee MOTHOe TOHNMAa-
HUE POJIN BCEX 3BEHBEB IIEMIOYKM CO3/[aHMS TIEHHOCTH Ha ypoBHe B2B.
3aBepIaercsd 3Tar pacyeToM O TPOAYKTA B MOKYIKAX KJIUEHTA U
pa3pabOTKOiT MEPOTTPUSATHIL, HAITPABJIEHHbBIX HA €€ YBeJUYEHNE.

IleBsiThiit oTan. Paspabomxa (unu cosepuieicmeosaie) cCmpamezuu
npodyxma

Nmeer mecto cormacoBanme (QYHKIMOHAIBHON MapKeTHHTOBOM
CTPATEerny KOMITAHWN C OTIEPAITMOHHBIMU JIEHCTBUSMHY, CBA3AHHBIMU C
npojlaskaMH, B cB3U ¢ 4eM [ bpexxnesa, [lerpymmna 2020, c. 76]:

— BBISIBJISIIOTCS IPUYUHBI cTpaTerndeckux paspbisos (GAP-ananms);

— paspabaTbIBalOTCS HEOOXOANMbIE CTPATErHYECKUE U3MEHEHNST,

— akTyaausupyercst moprdesab OPEHI0B U MPOLYKTOBBIX HATIPAB-

JICHU;
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— KOPPEKTUPYeTCs BHEITHEeEe U BHyTPEHHEE OKPYIKeHIe TTPOYKTa;

— TIPOOJIKAIOTCS MICCIeIOBAHUS U AATOTCS TMPEAJIOKEHNS O CO3/Ia-

HUW aJIbT€PHATUBHBIX TTPEJIOKEHUT.

Hecaroiii aran. @opmuposanue Sales Book — nacmonvnotl xuuzu
npodasua

Pexomengyercst st ObICTPOro OOydYeHWS M aJalTalid HOBBIX
cOTpyAHUKOB. KHuUra mpozaBIia SBJSAETCS TOJE3HBIM HUCTOYHUKOM, K
KOTOPOMY MOTYT OOPaTUThCS MOJIOJBIE CIEIUAIMCTBl U HAlTH HeoO-
XOJIMBbIE TaHHBIE 0 KOMIIAHUM, ee TTPOAYKTAX, KINeHTaX, TEXHOJIOTTSIX
BeJleHUsT IEPErOBOPOB, OCHOBHBIX CKPHUIITaX  Ap. Takas mHbopMmaims
MO3BOJISIET UM OBICTPO BIUTHCS B TEKYIIHE PabOUre MPOIECChl U ¢ MU-
HUMAaJTbHBIMH 3aTpaTaMU JIOCTUYD IIeJIEBBIX ITOKA3aTeel.

[ToxBoas wurorn, orMeTuM, uto B2B npogaxu cerogus tpedyor K
cebe 0cob0 TPUCTATBHOTO BHUMAHUS U CEPhe3HON MPOohecCHoOHaTbHON
popabOTKK BILJIOTH [0 CAMbIX MeJiodeil ¥ HioaHcoB. Kaxaplil mar B
yIpaBJIeHU UMK J0JIKEH OBbITh TIIATEIHHO PACCUMTAH U B3aUMOYBsI-
3aH CO BCEMH COCTAaBJISAION[UMH CTPATETMYECKOTO MeHeKMEHTa U
OTepaITMOHHOT0 MapKeTHHTA. B nease 1anHyIo 1eaTeTbHOCTD CIeyeT
paccMaTpuBaTh B KOHTEKCTE OTAEIBHOTO GH3HEC-TIpoIecca, OPUEHTH-
POBAHHOTO Ha CO3/IJaHKE KJIIOYEBBLIX COBMECTHBIX IleHHOoCTel. [Ipu aTom
HEOOXOIMMO MTOMHUTD, YTO KasK/blil €ro y4acTHUK (CTOPOHA) SIBJISIETCST
CaMOJIOCTATOYHBIM JKCIIEPTOM B CBOEM jiejie W IPUHUMAET pPelieHust
Ha OCHOBE CHCTEMATHYECKOTO MOHMTOPUHTA PBIHKA, IIPUMEHEHUST TeX
IV UHBIX OIEHOYHBIX METPUK, KOMILIEKCHOTO aHAJIN3a TOJYYeHHBIX
Pe3yJIbTaToOB, COCTaBJIeHUS Ou3Hec- W/Wiu (DUHAHCOBBIX MOJIEJIeN.
OcHOBHBIME KpHUTepuAMHU TocTpoeHus addekTnBHON cnctembl B2B
MPOJIAYK CTAHOBSITCSI: BO3MOKHOCTH YIIPABJSATH KaK/IbIM 3JIEMEHTOM
CHCTEMBI, M3MEPSITh IoKazaren (YHKIMOHUPOBAHUSI ee JIIoOOro
KOMITOHEHTa, YCTaHABJIMBATh MaTeMaTHYeCKYI0 B3aUMOCBS3b MEXKIY
MTOKa3aTeJIMU KOMIIOHEHTOB W WTOTOBBIM PE3YJbTATOM. YUUTHIBAS
BCE TIPUBEJIEHHBIE BbIIIe 00CTOATEIHCTBA, OTMETUM BasKHOCTD PElIeHUsT
JAHHBIX 33/1a4 U151 KopriopatuBHoro 6usneca XXI B., BOIABIKEHUS TX
Ha TIePEJHUI TIJIaH, TOHUMaHUsST 3HAYMMOCTH J[a/IbHEIero rirybokoro
U3y4YeHUs U TIPUMEHEHUS Ha TIPAKTHUKE.
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