BepxHemakapoBo, NopHbIi wnTt, N3onnut, Nctok, KanuHosckui, Konbuoso, Mea-
4 nosic Hbin, H-WceTtckun, MankuHo, Mtuuedabpuka, MNbiwma, PygHein, Cagosbin, Ce-
Bepka, Cemb kntoyen, Yycosckoe o3epo, LLiabpoBckuii

Mpn aTtom B LleHTpe n Ha cambix OTAANEHHbIX TePPUTOpUSAX AMHaMmuka bbina, Ha-
npoTMB, NONoXutenoHon. CTOMMOCTb XUfbss B CaMOM [OPOroM pamoHe nogHsAnacb Ha
0,4%, n ecnu B KOHLe NPOLUSOro roga ero npegnaranu kynute no 95089 py6./kB. M, To ce-
rogHs npogatot yxe no 95485 py6./kB. M. B yeTBepTOM nosice nokasaTeslb BbIpOC eLle
bonee cyLlecTBeHHO, a UMeHHO Ha 0,8%. 3aecb cpefHss LeHa KBagpaTHOro MeTpa noa-
Hanacb ¢ 48381 py6. o 48748 pyb. [5].
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Ctpartermyeckas posb JIMYHbIX NPOAAX Ha pbiHKax B2B
Strategic role of personal sellings in the markets of B2B

AHHOTaumA. B cmambe paccmampueaemcsi 0OUH U3 UHCMPYMEHMO8 MapKemuH-
208bIX KOMMYHUKauul — flu4Hble rnpodaxu, onpedesnsromcesi Ux cmpameaudyeckasi u orie-
payuoHHas posb. ABmopoMm rpusedeHbl 832/1510bl U KOMMEHMapuu CO CMOPOHbI Npakmu-
ka. Paccmampugsaemcsi akmyaribHOCMb JIUYHbIX POo0aXx 8 yCri08UsiX CO8PEMEHHO20 PbiH-
Ka Mo cpasHeHUK C UHMepHem — KOMMYHUKauUsIMU, a makxe npuHyunuasbHas pasHuya
Mex0y MapkemuHaoM Ha pbiHkax B2B u B2C, ponb u 3Ha4eHue CRM-cucmem 8 pabome
¢ nompebumensamu.

Abstract. In article one of instruments of marketing communications — personal sel-
lings is considered, are determined their strategic and operational role. The author gave
views and comments from the practician. Relevance of personal sellings in the conditions
of the modern market in comparison with the Internet — communications, and also a basic
difference between marketing in the markets B2B and B2C, a role and value of CRM sys-
tems in work with consumers is considered.
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B ycnoBusax coBpeMeHHON 3KOHOMMKM Bornbluasi A0ONA OTHOLLIEHUI MPUXOANTCA Ha
pbliHkM B2C. OpgHako, npypoga NUYHbIX NpoAaXk CKrnagblBaeTcsl TakuMm obpasoMm, 4To KX
ponb N 3PPEKTUBHOCTb 3HAYUTESNBHO BbIE MMEHHO Ha pblHKax B2B cpaBHUTENbHO C
B2G n B2C. [Ina Havyana HeobxoauMmo onpeaennuTbes ¢ pabounmm aeuHnLmamun.

JInyHasa npogaxa — 3TO MHCTPYMEHT MapKeTUHIOBbIX KOMMYHUKaLMIA, KOTOPbIA UC-
nonb3yeTca Ons OCYLLEeCTBNEHUS NMPOAaX HEenocpeaCcTBEHHO B XOAE JIMYHOrO KOHTakTa
npogasua n nokynatens [1].

B2B npopgaxu — business to business (busHec gnga 6usHeca) — 9TO O3HA4aeT, YTO
KOMNaHWsa unu nogpasgeneHne KoMnaHuM npogatoT CBOW ToBap/ycryrn KOprnopaTuBHbIM
KnueHTam, T. €. APYrMM KOMNaHuaM. B pesynbTaTe npogaeTtcsa 4To-To (ToBapbl/ycnyru), ¢
NOMOLLIbIO Yero Apyrne KoMmnaHum genarT cBon bmusHec Ha pbiHke B2C [2].

B2C npogaxwu — business to customer (busHec ans notpedbutento) — o3HavaeT nNpo-
Aaxa ToBapa/ycnyrm komnaHmsmmn cdmsmnyecknm nuuam. Takum obpasom, komnaHum B2C
HaxogATca Ha nepeaHeM Kpae obLeHNsa ¢ KOHeYHbIM NoTpebuTenem, a cermeHT B2B Bce-
roa HaxoguTca B cepeavHe MULLEBOW LEnouvku, T. €. B cBoen paboTe komnaHum B2B
OOJTDKHbI OpUEHTUPOBATLCA Ha NOTpebHOCTU Apyrnx GusHecos [2].

MapKeTuMHroBble KOMMYHUKALUN — Cnocobbl U oopMbl Nepegayn MHdopmaumm o
TOoBapax W ycnyrax uenesow ayaumTopun, T. €. onpeneneHHOW rpynne nogen, KoTopble
UMEIOT BO3MOXHOCTb pearmpoBaTtb Ha 3Ty MH(opmauunio. MapkeTUHIoBble KOMMYHMKaL MK
npegHasHayeHbl OANg OOHeceHus MHopmauum O NpoaykTax KOMMaHuM U YCrOBUSAX WX
npodaxu noTeHuunanbHbIM NoTpebutenam, a Takke ybexaeHuss notpebutenen nokynatb
WMEHHO 3TOT TOBap U1 OTOBapuBaTbCS B onpeaesieHHbIX MarasmHax [3].

Tenepb, Korga y Hac cchopMmnpoBaHO PyHAAMEHTaNbHOE NOHUMAaHUE, eCTb CMbICH
paccyxgaTb O CTpaTerm4yeckomn n onepaTMBHOM POnM NpoAax B cucteme BegeHus busHeca
N MapKETMHIOBbIX KOMMYHUKaUMSX, U MPUHLMNNANBLHOM UX pasHuUEe Ha pbiHKkax B2B un
B2C. Bbe3ycnoBHo, 6a30Bble 3aKOHbI NpoAaXx Bcerga OCTaHYTCA OAMHAKOBbLbIMW, OAHAKO
MOXHO BbIESTUTb HECKOSMBbKO pasnuyni no pbiHKaMm.

Bo-nepBblIX, rMaBHbIM OTIIMYMEM MPUHATO cYUTaTh, YTO Npu npogaxe B2C knueHT
TPaTUT AeHbrn, YTOObl YyOOBNETBOPUTE CBOM MOTPEOHOCTU, a Npu npogaxe B2B knueHT
TpaTuTcs, YTobbl 3apaboTaTh B nepcnektuee GonbLue.

Bo-BTOpbIX, CNOCOO NPUHATMSA pelueHns. B komnaHusx pelleHne o Nokynke npuHK-
MalTCs KonnervanbHo, ¢ y4eToM notpebHocten cmpmbl. N 3agayva meHegxepa no npo-
Aaxam B faHHOM crnyyae — BbisiBUTb JIMP (nvMuo, npyHMMatoLlee peLleHne), npuyem ero
ponb B oupMe MOXeT ObITb pa3HOW, OT reHepanbHOro AupekTopa A0 HeoduuManbHbIX
nMaepoB, aBTOPUTET KOTOPbIX MOXeT ObiTb 00yCnoBneH pasHbiMu daktopamn. dusmye-
CKOE IMLIO XXe NMPUHMMAaET peLleHne OCHOBbIBAACh Ha CBOMX NOTPEBOHOCTSX 1 AMOLMSIX

B-TpeTbux, 310 cnocobbl koMMyHukaumn. B2C — 310 B noyTn Bcerga maccoBast
KOMMyHMKaumsa, B2B — nHamBmayanbHas, cuna KOMMYHMKALMKM 3aBUCUMT OT MacTepcTBa
MeHexepa no npogaxkam.

B KOoHeyHOM uTOre, pasnuuusa cBogAaTCA K caMoMy npoLueccy npogaxu. Noatomy
NWYHbIE NPOLAXM, KaK dNeMeHT KOMMYHUuKauun, Hambonee npuemnemsl U 3pPeKTUBHbI B
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B2B mapkeTuHre, 34ecb UM OTBOAMUTCA CTpaTerndyeckas n onepaumnmoHHas pons. PaccmoT-
PUM HEKOTOpPbIE U3 HUX:

[Mouck, omkpbimue U HanaxueaHue OMHOWEHULU C HOB8bIMU KOHMpazeHmamu.
OuyeBnaHO, 4TO Yem Gornblue IPPEKTUBHBIX N NOANBHBLIX KNMEHTOB OyAeT y KOMMNaHuu,
Tem 6onee BepOATHO, YTO nokasatenu npmbbinu yayTt pacTu.

MoHumopuHe u passumue OMHOWeEHUU C CywecmsyrwumMu KoHmpazeHmamu.
Cb6op uHpopmauyuu o nompebumernsx, pbiHKe U KOHKypeHmax. 9To OQHU 13 OCHOBOMONa-
ralowmx crpatermdeckmx gakropoB. Cepren Cek — AMPEKTOP OQHOM U3 BeOyLUMX B CBOEWN
OTpacnuM KasaxcTaHCKMx koMmnaHuin Lincoln Brown, paboTatolen NCKNoYNTESNTbHO B OPUEH-
Taumm B2B oTmevaeT: «HoBble peanuu B cchepe npodax CBOAATCA K UBMEHEHUIO CaMOro
B3rnsiga Ha npoAaxy. ArpeCcCcuBHbI MapKETUHT, WTaMnbl B CKpUNTax U SkoObl MCUXONOorn-
YyecKkoe OaBneHne Ha MokynaTensi AaBHO YXe He adpdekTMBHO. Cenvac Mbl HE NpoAdaem,
Mbl BbICTPaMBaeM OTHOLLEHNA. Y MOUX MEHEMAXKEPOB HET 3aa4un NpoaaBaTth cenyac, y HUX
eCTb 3ajadva npogatb Korga-Hmbyab, T. €. obwaTbCca ¢ ayanTopuen, NoHMMaTb, YTO CEen-
yac e Heobxoa4MMOo M YTO NpegnaratoT KOHKYPEHTbl. Mbl CMOTPUM Ha AONTOCPOYHYO nep-
cnektmey. Pa3BuTne 4ncto 4enoBevecknx, HoO Npu 3TOM AENOBbLIX OTHOLLIEHWUA, JAeT Ham
TBEPAYH YOEXOAEHHOCTb B TOM, YTO Halwa ycnyra Bcé paBHO byaeTt npuobpeTteHa. Takas
cTpaterns 6onee acbdekTnBHa, OHa NO3BOSMSET KOMMAHUN PacTn.»

Paboma c xanobamu, npedocmasrneHue peweHul npobrem. ITOT akTop MMeeT
OonbLUyo ponb B pelleHMn MHOrmx BonpocoB. Beab kayectBeHHasi paboTa c feed back, B
TOM 4YMCNEe U C HeraTUBHbIM, NMO3BONSAET YBENUYUTb KONMMYECTBO JOASNbHbBIX KIMEHTOB U
YPOBEHb KOHBEPCUU, TAKXKE NO3BONSIET NOHATL Crabble CTOPOHbLI KOMMNAaHUK U NPEBPATUTb
NX B CUNbHbIE.

Yyacmue 80 eHeOpeHuUU U rposedeHuU rnpospaMmmbl yrpasrieHusi 3aUuMOOMHowe-
HusmMu ¢ nompebumenamu. Ons pocta ahpPeKTUBHOCTN NPOAaX M KOMMaHMM B LIENOM,
HeobXoaMMO AepkaTb MNOA KOHTPONEM BCE B3aMMOOTHOLLEHMUSI C KaXKObIM U3 KOHTpareH-
TOB. 3HaTb KOMMYECTBO 3BOHKOB, NIMYHbIX KOHTAKTOB, MUCEM, MOKYMOK, TOYEK KOHTAKTOB U
T. 4. B coBpemeHHOM Mupe ansa obneryeHus aTuUX 3agad M aBToMaTtv3auuu nNpoLeccoB
BBoAsaATCcA CRM-cuctemsl.

CRM-cuctema (Customer Relationship Management wnn YnpasneHue oTHoLWe-
HUAMMW C KIMEHTaMM) — 3TO NPUKIAAHOE nporpammMHoe obecnedeHne Onsi opraHuM3auumn,
npegHasHayeHHoe Ang aBToMaTtu3auum cTpaTernin B3aMMOAENCTBUS C 3aKaszumkamm (Knu-
€HTamun), B 4aCTHOCTW, ANSA MNOBbIWEHNA YPOBHSA MpPOAax, ONTUMM3aLMM MapKeTuHra u
yny4dlweHms ob6Ccny>XMBaHMA KIMEHTOB NyTEM COXPaHEeHUs1 MHpopMauumn O KineHTax u uc-
TOPUM B3aMMOOTHOLLEHUIN C HUMW, YCTAHOBMNEHUSA U yNny4dleHnst GU3Hec-npoLeccoB 1 no-
cnefyoLlero aHanmsa pesynbTtaTtos [6].

CoBpeMeHHble TEeXHONOrMM NO3BONAOT BECTM M KOHTPONMPOBATbL BECb MpoLecc
npoAau oT NEPBOro KOHTaKTa U MHPOPMUPOBAHNA A0 NOAMNUCAHUSA KOHTPaKTa 1 NOCTaBKU
TOBapa unu npegoctasnenunsa ycnyru. Cioga MHTErpupyroTCs MHCTPYMEHTbI (TenedoHns,
paccbifku 1 T.4.), KaneHgapb NPOEKTOB, NOCTAHOBKA 3a4ay A5 KaXA0ro nu3 CoTpyaHUKOB,
NponNuCLIBAOTCA NOAPOOHbIE dTanbl MX BbIMNOMHEHMSA. OTO ONTUMU3MPYET BECb Npouecc
npogax.

JInyHble Npogaxu oTnuYalrTCs OT APYTMX 3NIEMEHTOB MapPKETUHIOBbIX KOMMYHUKA-
LM TEM, YTO OCHOBHOW UX 3afaven sBnsetcs opMupoBaHue kaHana cbbita npoayKkumm
C MOMOLLbI0 YCTAHOBMNEHUS LOBEPUTENbHbBIX OTHOLWWEHUN C NOTEHUMANbHBIM NOKynaTenem
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[4]. Ewe «oTeu coBpeMeHHOro mapketmHray dunnun Kotnep nucan: «JlnyHbie npogaxm —
OOVH M3 OPEBHENWNX BUOOB TOProBv, KOTOpbIM 06beamHAeT MHOXECTBO MpUHLUMNnanb-
HbIX NONOXeHnny». I oencTBuTenbHO NPoLaXxn B pasHbiX CBOMX (hopMax, Ha4yMHaKT CBOO
NCTOPUIO KaK BU TOProBSiM eLle OT UCTOKOB ee 3apoxaeHus [5]. A 4To KacaeTcs akTyanb-
HOCTW 3TOr0 MHCTPYMEHTa KOMMYHUKaLun, 6e3ycrnoBHo, npogaxu eé He ytepsanu. lNpoga-
XMW HEe OTMUMPAIOT, a HaNpPoTMB, HabmpalT cBoM 060POThbI, MHTEMPUPYIOTCS, U OOMNONHATCA
WHCTPYMEHTaMn WHTepHeT-MapkeTuHra. K npumepy, KoMnaHus npojawoLwiasa onpeaenex-
Hble ycnyru, MHopMmmnpyeT CBOEro KOprnopaTtMBHOMO KIMEeHTa O CBOEW KOMMaHuuM U Mnpo-
AyKTe, nocpeactsoM e-mail paccbinkm U BeJeHUs KOpnopaTMBHOIO canTa M CTpaHuy B
COLCETSX, a HeNoCpeACTBEHHO NPOoUEeCC NPoAaXu OCyLLeCTBSeTCa TpaaNLNOHHBIMU Cro-
cobamn: xonoaHble 3BOHKWN, HAXOXAEHWE TOYEK KOHTaKTa, SIMYHble BCTPEeYM, MOBbILEHNE
NOANBLHOCTU, NYBNIMYHbIE BLICTYNNEHUSA U Npe3eHTaunm n T. n.

Taknum obpas3oM, HEKOTOPbIE KOMMAHUKN YXXe OTKasblBalOTCA OT 3BEHa «MeHexepa
no npoAaxam» N akTUBHbIX NPOAax, cTapatTca paboTaTb UCKMIYUTENBHO Ha BXOOALLMX
obpalleHnax n aBToMaTM3MpoBaHHbIX npoueccax. Ho Takon nogxond npuvemnem He Ons
KaXkgon oTpacnu, cywecrtBytowen Ha B2B pbiHke. Cenyac n B byayLiem nnyHble Npogaxu
He U3XMBYT cebs Kak aNeMEHT KOMMYHMKaUMn Ha pbiHkax B2B, a mogepHu3npyroTca noa
BNIUSIHUEM BPEMEHWN U PbIHKA, MHTErPUPYAChb C HOBLIMWU 3fIEMEHTaMU B3auMOOENCTBUN U
obpeTada HOBble MeXaHU3Mbl, NPUEMbl U CUCTEMBI.
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