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AHHOTauua. CoBpeMeHHble nccneaoBanns B2B pbiHKOB CAOKYCUPOBAHbI HA Pa3NUYHbIX aCMeKTax
WHPOPMALMOHHOTO 1 3KOHOMWUYECKOr0 B3aWMOMAEACTBMA YHACTHUKOB PbIHKA, 0JHAKO Yalle BCEro
aHaNM3UPYTCH 0COOEHHOCTU MapKeTUHIOBbIX CTpaTeruit B 061acTU NPOABUXKEHWUS TOBApOB/yCnyr
11 BbICTPANBAHUS MAPKETUHIOBbIX KOMMYHUKALMIA B LIENSX NOBbILUEHNS YAOBNETBOPEHHOCTU U NIOSNBbHOCTM
KnueHTa. Bonpocsl e adh(eKTUBHOr0 LIEHO06Pa30BaHNSA U peann3auuit CKULOYHON NMONUTUKN Kak
WHCTPYMEHTA CTUMYNMUPOBaHKUS cObiTa Ha B2B pbiHkax npakTuyeckn He uccrefoBaHbl. BapnaTmBHOCTb
B NPUMEHEHUI UHCTPYMEHTOB LIEHOBOM NONUTMKM NPOAABLOB HA B2B pbiHKax B YCNOBUAX OFPaHNYEHHOM0
COCTaBa NoKynaTenei MOXeT 0Ka3blBaTb 3HAYUTENbHOE BNUSHNE HA MHTEHCUBHOCTb KOHKYPEHLIUM HA PbIHKE
1, KaK CreacTBNe, MPUBOAMTL K U3MEHEHWIO CTPYKTYPbI PbiHKA, €ro TpaHcqopMaLui n NoTepe paBHOBECUS.
[Mo3aTOMy HEMANOBAXHbIA HAY4HO-NPAKTUHECKMNIT NHTEPEC NPefCTaBASeT CMCTEMA LeHO0OPa30BaHNs Ha
HEPaBHOBECHbIX, B YaCTHOCTW AEC(UUNTHbIX, PbIHKAX, Ha KOTOPbIX HepaLMOHanbHOe MCMNONb30BaHME
NpoAaBLaMmn CKUAOYHbIX MEXAHU3MOB MOXET MPUHATL (DOPMY LIEHOBOI AMCKPUMUHALAKM MOKynaTenen
BCNEACTBME BO3POCLLEI PbIHOYHOW BNACTW NpoAaBLa. [JaHHas cTaTbs, SBNASCH NPOAOMKEHNEM HA4aTOro
aBTOPaMM AMCKYPCa O LIEHOBOI AUCKPUMUHALIMYN HA AEDULNTHBIX PbIHKAX, 0ny6nunKoBaHHOro B Ne3 xypHana
«CoBpeMeHHas KOHKYPeHLMs», NOCBALLEHA NCCNEA0BAHMIO LIENIeC006PA3HOCTI NPUMEHEHUS CKUOK Ha
PABHOBECHbIX N AeuUnTHbIX B2B pbiHKax. B 3aBeplueHne uukna cratei [1] 0 LeHOBON AUCKPUMUHALMM
Ha JeUUMTHbIX pPblHKax aBTopamu npeanonaraeTcs ny6nukauus TpeTben cTaTby, B KOTOPOIl GydeT
NCCNenoBaH Kenc AeUUMTHOIO PbIHKA LienbHOKaTaHbIx Konec B Poccuu B 2018-2019 rr. ¢ no3nLmMiA OLEHKK
LIeNeco06pa3HOCTI COXPAHEHUS CKIUA0YHbIX MPOrPaMM OTAENbHbIM KaTEropusamM NoKynaTenei Ha yKkasaHHoM
0NMronosibHom B2B pbIHKe.
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Abstract. Modern research of B2B markets focuses on various aspects of information and economic interaction
of market participants, but most often the features of marketing strategies in the field of promoting goods /
services and building marketing communications are analyzed in order to increase customer satisfaction and
loyalty. The issues of effective pricing and the implementation of discount policy as a tool to stimulate sales in
B2B markets have not been practically studied. The variability in the application of seller pricing policy instruments
in B2B markets under conditions of a limited number of buyers can have a significant impact on the intensity of
competition in the market and, as a consequence, lead to a change in the market structure, its transformation
and loss of balance. Therefore, the pricing system in non-equilibrium, in particular, shortage markets, in which
the inefficient use of discount mechanisms by sellers can take the form of price discrimination of buyers due to
the increased market power of the seller, is of considerable scientific and practical interest. This article, being
a continuation of the discourse started by the authors on price discrimination in scarce markets, published in No. 3
of the journal Modern Competition, and is devoted to the study of the feasibility of using discounts in equilibrium
and scarce B2B markets. At the end of the series of articles on price discrimination in scarce markets [1], the
authors intend to publish a third article, which will examine the case of a shortage solid-rolled wheel market in
Russia in 2018-2019 from the standpoint of assessing the feasibility of preserving discount programs for certain
categories of buyers in the specified oligopolistic B2B market.
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BeBepeHune

NHAMU3M TPaHCHOPMALNOHHbLIX NPO-
LIeCCOB Ha COBPEMEHHbIX PbiHKax Tpeby-

€T CBOEBPEMEHHOW peakumn Ha nobble

KyrnaTtener npoBOLMPYIOT NOTepU paBHOBECHS
PbIHKA W, KaK CNeacTBue, CTUMYMMPYIOT aHTuW-
KOHKYPEHTHOE NoBefeHWe y4aCTHMKOB PbIHKA.

B KOHTEKCTE AaHHOro NCCreaoBaHnsa asTopPoB
NHTEPECYIOT MapPKETVHIOBble CTpaTervin Xo3sii-

JPOPMbI MPOSBMNEHNSA HEAOMYLLIEHNS, OrpaHnYe-
HUSA UMK yCTPaHeHWs KOHKypeHuun. LLlokoBblie
NOTPSICEHWS!, CaHKLMOHHOE [aBneHne, Makpo-
3KOHOMMYECKME (PaKTOPbI MPUBOASAT K Pa3pbiBy
TEXHOMOMMYECKMX LIEMNOYEK, 8 USMEHEHWS KOHKY-
PEHTHbIX MaPKETUHIOBbIX CTPaTernii y4acTHu-
KOB pblHKa U nppaLmoHansHoe noBeaeHve no-

CTBYIOLLIMX CYObEKTOB B 4aCTW LIEHOO6pa30BaHVIs
C Y4eTOM MPUMEHEHVA CKMOOK Ha creundmde-
CKMX onmrononbHbix B2B pbiHkax. Ocoboe BHU-
MaHue yaensetcs BOMpocamM WCMNONb30BaHua
CKMAOYHbIX MPOrpaMM B Criyyae TpaHcdopMaLmm
PaBHOBECHOMO PblHKA B PbIHOK C HEYOOBNETBO-
PEHHBbIM CNPOCOM (AeULMTHBIN). dedonuntHble
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B2B pbIHKKM, 0COBEHHOCTU X DYHKLIMIOHMPOBA-
HUSA 1 MaPKETUHIOBbIE CTpaTerim NpoaaBLOoB, No-
TeHUMaNbHO MPUBOASALLME K LEHOBOW ANCKPUMI-
HauuK noKyrnaTenen, B HacCTosLLee BpeMs nof-
POBHO He 13y4eHbl, CnefoBaTeNbHO, He paspa-
60TaHbl afeKBaTHbIE S3KOHOMUYECKOW CUTyaLMK
WHCTPYMEHTbI 1 HOPMbI aHTUMOHOMOMNBHOMO pPe-
ryNMpPOBaHA.

iccnenoBa npobnematriky, aBTopbl MOCTY-
nmpoBanu, 4To AeUUNTHbIE ONUIONONbHbIE
PbIHKM DaKTUYECKM NPUPABHMBAIOTCA K PbIH-
Kam YMCTOM MOHOMONN C MO3ULMIA PbIHOYHOM
BnacTu nokynatenen n npogasLoB. Coxpa-
HEeHVe MapKeTUHIOBOW cTpaTterum npoaaBLoB
B 4acTu UeHoobpasoBaHUs C NPUMEHEHMEM
BapuaTuBHbIX CKULOOK B YCIOBUSX MPOABIEHNA
aedonumTa NpeacTaBnaeT Nno cyT POopMbl AnC-
KpUMUHaUM NOKynaTtenemn, 4To B UTore BANSET
Ha COCTOSIHUM KOHKYPEHLMU Ha pbiHKe. [ocy-
LapCTBO XXe B HACTOALLIEE BPeMs HE pacnona-
raeT peneBaHTHbIMY MHCTRPYMEHTAMW aHTVMO-
HOMONBHOIrO PEryNMPOBAHNSA TaKUX PbIHOYHbBIX
cuTyaunn.

MapkeTuHroBblie cTpaTerum
M CKMAOYHas NONUTUKA Ha pbIHKaX:
0630p nuTepartypbl

B nutepatype akTMBHO MCMOMb3yeTCs MOHS-
TVE «MapPKETUHIOBbIE CTpaTernun». [Npn 3TOM,
Kak OTMEeYatoT aBTopbl CTaTen, MccnenoBareslb-
cKas nporpamMmma MapKeTUHrOBbIX CcTpaTerumn
TpebyeT pelleHra paga MeTogoNn0rM4ecKmnx
N SMAVPUYECKNX 3aaa4d. TeM He MeHee obLuve
MONOXXEHUST TEOPUM MAPKETVHIOBbIX CTpaTe-
U OCTaKOTCA MOHATHBbIMW ONS UccnenoBare-
Nel 1 NPaKkTUKOB.

KoHuenTyanbHaa pamka mccnegoBaHumn
MapKETUHIOBbIX CTPATErNMN C TOYKM 3PEHUs Te-
OPETUYECKOro 1 NPakTU4eCKoro aMckypca 3a-
OaHa nybnukaumen Knmbepnu Yuntep, Huna
MopraHa, Cumoc Hapu n Xyain @aH [2].

B cratbe PapykaHa BapagapankaHa copep-
YKNTCA OOHO M3 MaBHbIX ONpeaeneHnin MapKe-
TUHIOBbIX CTpaTernn B nutepatype. Tak, aB-
TOP MNOA MAPKETVHIOBOW CTpaTernein noHMMaeT
«MHTErpupoBaHHbIN HAabop PeLLEHW OpranHn-

3auunKn, KOTopble ONpeaensoT ee peLaroLLmn
BbIOOP B OTHOLLEHWM MPOOYKTOB, PbIHKOB, Map-
KETUHIOBbIX MEPOMPUATUN N MaPKETUHIOBbIX
pPecypcoB Npu co3aaHnn, nepepade w/mnu go-
CTaBKe MPOAYKTOB, KOTOPblE NPEACTaBNAOT
LEHHOCTb AN KIMEHTOB B OOMEHEe C OpraHu-
3auuen, 1 TeM caMbiM NO3BONSIKOT OpraHn3aumm
OOCTUraTb KOHKPETHbIX Lener» [3].

B ny6nukaumm Hobn n Mokea nogvepknsa-
€TCs OCHOBHast PONb BHEAPEHVA 3BEHA MEX-
Ay pas3paboTkor MapKeTUHIOBOW cTparterunm
N QOCTVKEHMEM MokasaTesnei. [ToM1UMo 3Toro,
B CTaTbe OCyLLeCTBMEHa pa3paboTka «Moaenm
BaXXHbIX (DAKTOPOB, BAUSIOLLMX Ha peanusa-
L0 MapPKETUHIOBbIX CTpaTernin ¢ ynpasneHr-
4EeCKOWM TOYKM 3peHNs» [4].

B poccuiickon nutepatype TakKe MHOro
NCCNefoBaHMIA NOCBALLEHO MapKETUHIOBbIM
ctpaternam. B ctatbe A.B. bapebliwesa [5] 6a-
30BbIM 3BEHOM 3OIEKTUBHOM CTpaTernm map-
KeTuHra Ha peiHke B2B craHosuTCa cuctema
MapKETUHIOBbIX KOMMYHVKaUWUA, ABnaoLlas-
CSl KOMMNEKCOM MePONPUATUIA C NPUMEHEHN-
€M VIHCTPYMEHTOB peKnambl, CTUMYIMPOBaHNS
cbbITa, MMYHbIX Npoaax, PR 1 npsmoro mapke-
TnHra. Knio4esbIMY HanpasneHusmMn B CUCTe-
ME MapKETVHIOBbIX KOMMYHUKaLMIA, MO MHEHUIO
O.B. bobpukosa, ABNAOTCA: PA3BUTME TOHEK
KOHTaKTa C KNMeHTaMu; MoCTPOEeHE CUCTEMBI
NHOMBMAYaNbHbIX KMTMEHTCKMX CEPBICOB; KaTe-
ropvsauus nokynatenei; noy4eHe obparHoi
CBSI3M OT KNMEHTOB; pernamMmeHTaums n doopmMa-
nusaumns oesTenbHoCTH [6].

B.M. bpexresa 1 B. B. lNeTpywiesa paspa-
foTanu CTPYKTYpYy MapKeTUHIOBbIX CTpaTermm
Ha pbiHKe B2B ¢ y4eTOM XapakTepucTuKk pbiHka
B pamKax MHTepHeT-MapKeTuHra [7].

tO.B. PybuH npeanaraet paccmarpmsarb He
CTONMbKO MapKETUHIOBbIE CTpaTernn Ha pbiHKe,
CKOJbKO CTPAaTErn KOHKYPEHTHbIX AENCTBUN,
TaKTUHYECKMX MOENEN KOHKYPEHLUMM, KOHKY-
PEHTHbIX OencTBMM No cutyaumm [8]. MNpn aTom
Ha cTpaTern4eckoM ypoBHe OObLEKTOM Lien1eno-
naraHust OMMKeH CTaHOBUTCS KOHKYPEHTHbIN
ycnex [9].

HaMHOro MeHblLe akageM4ecKmx 1 npak-
TUKO-OPUEHTUPOBAHHbIX OAUCKYCCUI O MOCTPO-
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EHVU CKNOOYHOW MONUTUKM KOMNaHni. KoH-
TEKCT AMcCKypca npefnaraet HeCKOMbkO Tep-
MWHOMOMMYECKMX NOAXOA0B K Npobneme no-
ncka aPdPEKTUBHOM CKUAOYKOW MOMUTUKK.
B 3anagHom nutepartype cyllecTByeT TepMUH
«discount pricing strategy», 4TO MOXHO nepe-
BECTU Ha PYCCKUIM A3blK KaK «CTpaTerusa Ccku-
[04HOro LieHo0Bpa3oBaHWA» UK «CTpaTerns
LeHOOOpPa30BaHMsS CO CKUAKOM».

OTOT TepMUH hurypupyeT, Hanpumep,
B cTatbe bpanpa, Llao n LIssHa, roe paspaba-
TbIBAETCS CXeMa CKMOOK Ha 0ObeM Ons KOop-
avHaumm tenovek noctasok [10]. Takxke aToT
TEPMUH MOXXHO HanTu B nybnukauum CBeHa
LLlempa, TopcteHa Opeqa n Hezapa Maxmyna,
B KOTOPOW ONMCLIBAETCA MPOLECC 3aBOEBaHUSA
COBEPLLIEHHO HOBbIM KOHKYPEHTOM MO3ULIML Ha
PbIHKE C MOMOLLbIO CTpaTernn LeHoobpasosa-
H1ga co ckmakowm [11].

Poccuinckas nutepartypa no CKnao4Hom no-
NUTVKe He NpeanaraeT LWMPOoKnin Habop nyonu-
kaumin. OTmeTnm ctaTbto B. . Hunoea, B KoTO-
POV OH MpefanaraeT Knaccudukaymio moae-
ner ueHoobpasoBaHUsA U CKMAOYHOM NOMUTUKN
[12], n cTaTtbio A.T1. NaHKpyxmHa, B KOTOPOW
aBTOPOM MpeanoXxeHa knaccugukauymsa nH-
CTPYMEHTOB KOPPEKLMN LiEH N LIEHOBOIO CO-
oencTeus npogaxam [13].

Y4uTbiBaa [OCTATOYHO OrPaHUYEHHYIO Npea-
CTaBNEHHOCTb TEeMbl CKMAOYHOW MOMNTUKU
B POCCUNCKOWN 1 3apybexxHOoM Hay4YHOM auc-
KyCCWW, aBTopaM NpeacTaBnaeTcst akTyabHbIM
OOCTOATENBHOE V3Y4YEHNE N CCNeaoBaHe BO-
MNPOCOB pean13aumnm CKMAOHHOM NOMUTUKN Ha
B2B pbiHKax.

MpuHUMNUanbHblie XapaKTePUCTUKN
B2B pbiHkOB

ViccnenosaHve copep»xartesbHbIX U METO-
LAONOrMYEeCKNX NOMOXKEHWIA NPUMEHEHUA CKU-
[IOK B MONUTUKe LleHoobpa3oBaHum Ha B2B
pPbIHKax Ha4YHeM C onpeneneHns geuHNLniA
1 OMVCaHMA OCHOBHbIX XapakTePUCTUK UCChe-
AYEMbIX PbIHKOB.

Tak, B2B pbiHkK (business to business) —
CUCTEMA IKOHOMNYECKMX OTHOLLIEHWI, B pam-

Kax KOTOPOW MexaHW3Mbl TPaHCaKLUMOHHOIO
B3aVMMOLENCTBUA BbICTPANBAIOTCA MEXY 3KO-
HOMWYECKMMU areHTamu ¢ LIeMbio MCMNOMb30-
BaHWs TOBapoOB, paboT unum ycnyr ana aanb-
Henwero npupaLleHnsa UenoYkn LeHHOCTEN
co3gaBaemMoro npoaykra. Nokynarenamu Ha
3TOM PbIHKE BbICTYNAOT KOMMNaHUU, NCMONb3Y-
owme npruobpetaemble TOBapbl M yCnyru ans
BEAEHNSA COOCTBEHHOW XO3MCTBEHHOW 1 3KO-
HOMWYECKOW AEATENBHOCTU (MPON3BOANTENMN
1 pecennepbl). OCOOEHHOCTb BKIOYEHUS NPO-
LyKTa 1Ny BO3HUKAKOLLME NpK 3TOM YCyru,
BK/IOYA@EMbIE B pa3/MYHble CTaaun Nocneny-
tOLLIEr0 MPOAYKTOBOro Nepefena, opMmpyoT
B TAKTMKe MapKeTUHroBOro B3aMMOLENCTBUSA
Ha 0aHHOM pbiHke BU3Hec-cTparerMn Nnpoaas-
LOB 1 MoKynaTtenemn, otnnyatoLme oT Knaccu-
Yecknx pbiHkoB B2C (business to customer).
Bblaenum HeCKONbKO Crneumndunu4eckmx xapak-
TepucTuk B2B pbIHKOB, CHOPMUPOBAHHbIX
B TEOPETUHECKOM U MPaKTU4eCKOM Mnosie Ha-
YYHbIX MCCNefOoBaHNUN.

1. ManosnacTtu4HbIn CNpoC Ha ToBapbl.
Cnpoc Ha NPOMBILLUMEHHYIO NPOAYKLUMIO ABNSA-
€TCS BTOPWYHbIM, HO MpW 3TOM Kak onpenensg-
€TCs CMPOCOM Ha PbIHKE KOHEYHOrO NoTPebne-
HWS, TaK 1 3aBUCUT OT AABEHUS MAKPO3KOHO-
MUYECKMX hakTopoB. TpurrepoM pocTa Cnpo-
ca Ha cblipbe/KoMnnekTyoLne/obopynosaHmne
N9 NPOV3BOACTBA TOBAPOB MPOW3BOACTBEH-
HO-TEXHWNYECKOro UM KOPnopaTuBHOIrO Ha3Ha-
YeHWst, Kak MpaBuio, CTaHOBUTCHA POCT cnpoca
Ha onpefeneHHble ToBapbl Ha NOTPebuTeNb-
CKOM PbIHKE, & HE CHWKEHME LIeH Ha NPOMbILL-
NEHHYIO NPOAYKLUMIO, Y4TO rOBOPUT O cnabdown
4yBCTBUTENBHOCTU NMokynarenen Ha B2B pbiH-
Kax K LieHe.

2. MoTuBbI NOKynaTtenemn K nokynke npo-
MbILLITEHHOW MPOAYKLINN NCKITFOYUTENBHO paum-
OHalbHbI, peLLleHnst MPUHNMAOTCA KONEKTUB-
HO Ha OCHOBE MMyOOKOro MOHUTOPWHIA N UC-
cnefoBaHua NpeanoXKeHnsa Npon3BoanUTENEN
1 NOCTaBLUMKOB. [Mokynarenu Ha B2B pbiHkax
BbICTYMatOT Kak paumoHanbHble NoTpeduTenn,
pacc4yuTbiBaloLLMe BCE 3HA4YMMble napame-
TPbI TOBapa, NPEXae BCEro TEXHONMOrNYeCcKme
N Ka4E€CTBEHHbIE XapaKTEPUCTUKN; NMPU 3TOM,
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npuUHYMas peLlenrra o0 NpUobpeTeHNN, MOKyNa-
Teflb OPUEHTUPYETCH HE TOMBKO U HE CTOSMBbKO
Ha LeHy [5]. Mokynatenn Ha B2B pbiHkax MoryT
ObITb KNaccuUUMpPOBaHbI MO TMNam noeege-
HWA 1 NpecnenyemMon uenn:

e MoKynaTenb ueHbl (Npyn Takon moaenu
noBeAEeHNd MOKynaTento BaXKHO MakCUMN3K-
pOBaTb TPAH3aKLUMOHHYK MOME3HOCTh, T. €.
MakCUMM3NPOBAaTb YOOBIETBOPEHNE OT LEHbI
CAENnKKU);

® [IOANbHbIN NOKynaTtenb (M3AepXKKK nepe-
XO[a K ApyroMy npofasLy BbiLLE NOy4aemMoro
BbIMrpbILLIA OT CMEeHbI NpoaaBLa);

e Mokynarenb LeHHOCTN (MakCUMM3npyeT
noTPeOUTENLCKYIO MOIE3HOCTL, TO €CTh YO0B-
NETBOPEHHOCTb (PYHKLMOHATbHBIMK XapaKkTe-
pucTUKaMmu npoaykumm) [14].

3. LleHa anga nokynarenen Ha B2B pbiHKax
He ABNAeTCA peLualoLLMM pakTopoM Npu Npu-
HATUW pPeLUeHN O MOKYMKe, OCHOBHbIE — pe-
nyTaumsa nocTasLLUMKa U YCIOBUA KOHTPaKTa,
LLIMPOKOE MPENCTaBUTENLCTBO B TEXHONOTMYE-
CKOM LMKIEe AaBanbyeCcKom CxeMbl Npon3BOa-
CTBEHHOro npoLecca.

4. Coenkn kynnu-npofaxxm Ha B2B pbiHkax
NPOOOIKUTENBHbBI MO BPEMEHMW, MOCKONbKY
B MPOLECC MPUHATUA PELLEHNA O 3aKyrnKe BO-
BN€YEHO MHOXECTBO 3auHTEePEeCOBaHHbIX CTO-
POH — PYKOBOACTBO KOMMaHUW, MEHeXepbl
no 3aKynkam, MapKeTOonoru, COTRYAHNKN KOH-
TPAKTHOWM CNy»Obl, NPON3BOACTBEHHOIO U i~
HaHCOBOro OTAENOB 1 Ap. busHec-npouecc 3a-
KITIOYEHWVSt KOHTPaKTa MHOroaTanHbI 1 Tpebyet
cobnogeHns cneumanbHbix TpeboBaHNn, KOM-
nnaeHc-npoueayp 1 cornacoBaHui.

5. PasButre B2B pbIHKOB HOCUT IMHENHbIN
XapakTep 1 CBA3aHO C Pa3BUTUEM TEXHOMO-
rmun [15], 4To obycnaBnuBaeT npeobnagaHune
B CTPYKTYPE MHBECTILNIA MPOV3BOACTBEHHbIX
KOMMaHWM pacxonoB Ha COBEPLLUEHCTBOBaHNE
TEXHOMOMMn, nccnegoBaHma U paspaboTku,
a He MapPKETUHIOBbIE KOMMYHMUKALUUK.

O603Ha4eHHble xapakTepuUcTnkn B2B pbiH-
KOB MPenonpenenstoT n 0COOEHHOCTU MapKe-
TUHIOBOW OEATENbHOCT KOMMaHU-NPOAABLIOB
Ha pbiHKE. Teopus MapkeTuHra nNocTynmpyeT
4 B3aMMOCBSI3aHHbIX 3NeMeHTa MapKeTUHra,

obecnevrBaloLLMX peann3aumo pPbIHOYHOM
cTpaterun: ToBap, LieHa, pacnpenenenve, npo-
aBvxerue [16, 17].

Toap Ha B2B pbiHke (MPOMbILLNEHHBIV MPO-
AOYKT) CTaHOapTU3MPOBAH U TEXHUYECKM CIO-
XeH. B 6onblUMHCTBE CnyYaeB NPUMEHAOTCA
paboTbl, a He ycnyru, obnagatoLime MaTtepu-
aNbHO-BELLECTBEHHOM 3aBEPLLEHHOCTLIO NPO-
uecca. Kak npaswuno, TpeboBaHua K ToBapy
(ero goyHKUMOHANbHbLIM 1 MOTPEOUTENBCKUM
CBOWCTBaM, BHELLHEMY BUaY, KOMMAeKTaLmm
M T.0.) CTPOro pernameHTUpoBaHbl TEXHNYE-
CKWM 3afaHneM, oTpacnesbiMy TpeboBaHMS-
MW UNK cTaHOapTaMu, TEXHNYECKUMU XapaK-
TepucTKam NPoayKLUM1 BTOPOro 1 nocneay-
toero nepenenos. OCO6eHHOCTb YNaKoBKM
HOCUT xapakTep obecneveHnss COXpaHHOCTH
TEXHUYECKMX XapaKTepuCTUK ToBapa, a He no-
TPebuTENbCKOro KOHTEHTa. Heob6xoanmocTb
B AvdbdpepeHuUmalmMm 1 apyrux onTuMmaarim-
X BbICTPOEHA B XECTKYIO AeTEPMUHNPOBAH-
HylO cnucTeMy noTpebHOCTEN ang nocnenyto-
el Luenu noTpebnenuns, Tak Kak nokynarenu
NPeabsABAOT 00bLEKTVBHbLIN Habop Tpebosa-
HWA K DYHKUMOHANbHBIM U TEXHONOMMYECKNM
XapakTep1cT1Kam ToBapa.

L{eHa Ha npoayKUMO MPOMbILLNIEHHOrO Ha-
3Ha4YeHNss OCHOBBLIBAETCS HA HECKOMNbKMX 3ne-
MeHTax: 3OEPXXKM KOMMaHWM MC XKenaemas
HopMa NPuObLINIK, PbIHOYHAA LieHa, CHOPMMPO-
BaHHasa B pe3ynbTare OLEeHKM Cnpoca Ha To-
Bap, KOTOPbLIV ABNSETCH BTOPUYHbIM, a Takxe
LieHbl, Npeanaraemble ApyruMm y4acTHUKaMMN
pblHKa (LeHbl KOHKYPEeHTOB). [ns nokynartens
B cekTope B2B LeHa nomkHa ObiTb paumoHans-
HO 060CHOBaHa, MO3TOMY MPOAABLbl AOIKHbI
paccmatpmBaTb LeHo00pa3oBaHme Kak He-
NPEPbLIBHBLIN 11 KOMMEKCHbIV MPOoLEecC y4eTta
BCEX PAKTOPOB BAVAHNSA, KaK BHYTPEHHMX, Tak
1 BHelHKx [18]. Bonee noapobHo LeHoobpa-
30BaHVe Ha B2B pbiHkax 6yaeT paccMOTpPeHO
HIKE.

C6bITOBass NOAUTMKA KOMNaHU-NPOaaBLOB
(npouszsoanTeneit) Toeapos B2B pbiHKa xapak-
TepuayeTcs NPsMbIMKU NPOAaXKaMM, 4OArOCPOY-
HbIMW KOHTPaKTaMu, ANTENbHOCTLIO 3aKsoye-
HUSA COENOK, 3HAYUTENBHOE BHUMAHME Npu CO-
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BEPLUEHUN KOTOPbLIX YAENAeTCs COonyTCTBYIO-
LM yCnoBMaM nocTaskm Toeapa [19]. MeTtoab!
CTUMYNMPOBaHuA cobiTa Ha B2B pbiHKax 3Haum-
TeNbHO OrpaHuyeHbl B CUMY paurioHanbHOCTH
noBedeHNs NoKynaTenem 1 OTCyTCTBMA SMOUM-
OHasbHbIX MOTMBOB COBEPLLIEHMSA MOKyMKKM [20].

lponasuxeHne (KOMMyHUKaTUBHaS NOAn-
TYKa) CTPOro LieNeBoe U OPUEHTUPOBAHHO Ha
dOpMUPOBaHME NMONOXKUTENBHOW penyTaumm,
[ONrOCPOYHbIX JOBEPUTENBHbLIX OTHOLLEHW
c nokynatensmu. CuctemMa MapKeTUHIOBOW
KOMMYHMKaumm Ha B2B pbiHkax akLeHTUpoBa-
Ha Ha HECKOINbKMX 6a30BbIX 3NEMEHTax: TOYKM
KOHTaKTa C KNMeHTaMmu, CUCTEMbI UHAMBUAY-
alnbHbIX KITMEHTCKMX CEPBNCOB, KaTeropmnaaLs
nokynarenemn, kaHanbl 06paTHOW CBA3M, perna-
MEHTbI AesTenbHOCTH [5, 6].

OpHako Hanun4me obLmx Knaccupuuympy-
toLLMX NpraHakoB Ana B2B pbiHkoB He 0653a-
TenbHO NpeanonaraeT BblpaboTKy 1 peanuaa-
LUMIO OOMHAKOBbIX MapKETUHIOBbIX CTpaTerni
A5 KOMNaHWA-npoaaBLoB. Bo MHOrOM ocobeHr-
HOCTM PbIHOYHOIO MOBeAeHNs ByayT onpene-
naTbca cektopom B2B pbiHka (puc. 1).

B pamkax HacTosiLLen cTaTb aBTopamm 1c-
cnenytotcst B2B pbiHKM cekTopa cpeaHux 3a-
KYMOK Kak Hanmboee xapakTepHblii BLA CO cre-
UMPMHECKM NOTPEBUTENAMMN — XOIANCTBYHOLLIN-
MU cybbekTamm. BOMbLLUMHCTBO TakMX PbIHKOB
npeacTaBnAloT ONMroNofbHbIM TUM ¢ HEDONb-
LM KONMN4EeCTBOM KPYIMHbLIX N CPEOHNX KOM-
naHWM-NPOAAaBLOB N 4OCTATOYHO OrpaHNYeH-
HbIM KONMYECTBOM KOMMaHuiA-nokynatenen [21].

LleHoo6pa3oBaHMe Ha paBHOBECHbIX
onuronosibHbIX B2B pbiHKax

Hanbonee pacnpocTpaHeHHbIM NOAX0A0M
K LleHoo6pa30oBaHMio Ha onMronofsHbIx B2B
PbIHKaxX ABNAETCA MeTOo «U3OEPXKKN MITHOC»,
npennonarawLlLmii, 4To LeHa onpeaenseTcs
nyTem pacyeTa cpefHel cebecToMMOCTI NMPo-
AyKUMW C NpupalleHneMm ctoumocTtu (nobas-
neHne CTaH)ZI,apTHOVI HaUEeHKN Nncxood mn3 xe-
naemom HopMbl Nprbbinm). OgHako NOAO6HbIN
noaxon He y4uTbiBaeT ABa BaXKHbIX dpakTopa:
LieHbl KOHKYPEHTOB U BOCMPUATME LEHbI KIN-
eHTaMu (3nacTMyHOCTb crnpoca). 1o MHeHNIO

= 10 CBOMCTBAM MOXOX Ha PbIHOK KOHEYHOro noTpebuTens. 3aecb AeNCTBYIOT \
Krnaccu4yeckne MapKeTUHIroBble CXeMbl U MIHCTPYMEHTbI, MPUMEHAEMble Ha MacCOBOM
pblHKe. KNneHTbl B 3TOM CEKTOpE, Kak NpaBuiio, 04eHb YyBCTBUTENbHbI K LieHe ToBapa/

CekTop ycnyrun (Hanpvmep, KaHuenspckme ToBapbl, Mesikas oucHas TeXHVKa, Menkmne

MUHAMANBHBIX KOMMMEKTYIOLWMe 1 getanu n T. a.)

3aKynokK
= 3TO PbIHOK CbIpbsi, CPEACTB NPOU3BOACTBA, 060PYAOBAHUS, JOPOrOCTOALLMX PACXOAHbIX \
maTtepuanos. CyLLeCcTBEHHO OTIMYAETCH OT PbiHKA KOHEYHOrO NOTPEdUTENs B Cuny
crieumduryeckoro nosefeHns NpoaasLOB U MoKynaTenen, nx MHPOPMaLMOHHOMO

CekTop 1 3KOHOMMYECKOro B3auMOoOencTBus

cpefHux )

3aKynokK
= VIMEeeT pellatoLLiee 3HadeHre o pasBuTUA oTpacnu U rocygapctea B Liefiom \
(Hanpumep, 060pOHHAs, adpPOKOCMMUYECKas 1 Apyrue oTpacnu). XapakTepusyeTcsi HU3KOWM
POSIbIO MapPKETUHIOBbLIX CTPaTernii B MpoLecce 3aKyrnok (peLuatoLLyto ponb UrparoT

CekTop nonmMTU4eckme hakTopbl, KOTOPblE B KOHEYHOM UTOre OnpeaenstoT NoCTaBLUMKOB)

KPYMHbIX /

3aKynokK

Puc. 1. OTnmymTenbHble 0CO6EHHOCTU PasnnyHbIX CeKTOpoB B2B pbiHkOB
Fig. 1. Distinctive features of different sectors of B2B markets
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aBTOPOB, 3QDEKTMBHOE LIeHOOOpa3oBaHMe Ha
B2B pblHKax B cuay mx cneumdukin OMKHO
y4nTbIBaTb BCE TP dhakTopa:

e 3aTparthbl, CBA3aHHbIE C MPON3BOLCTBOM
NPOAyKTa UM NpPeaoCTaBNEHNEM YCAYTK,
onpenenstoT MUHUMANbHYIO LIEHY;

® Y4yBCTBUTENBHOCTb MOTPEOUTENS K LiIEHE
onpenenseT MakCUMasbHbIA YPOBEHb;

® VIHTEHCUBHOCTb KOHKYPEHLIMW 11 CTpaTermm
KOHKYPEHTOB BMMSAIOT Ha AOMYCTUMYIO 006nacTb
LleHo0bpa3oBaHus, BKIOYas MCMNoNb30BaHne
CKMAKO-HaabaBOYHbIX MEXAHM3MOB (puUC. 2).

PaccMoTpuM KpaTko Kaxabi 13 0603Ha-
YEeHHbIX MOAXOA0B K LIeHO0Opa30BaHMIo.

MeTon «u3[ep>xku nic»

MeToa ueHoob6pasoBaHWA MO MPUHUMMIY

«N3AEPXKKM NAOC» LLIMPOKO OM1CaH B Hay4YHOW
nuTepaTtype 1 9BASeTCA cambiM pacnpocTpa-
HeHHbIM Ha B2B pbiHkax [22-25]. CyTb 1cnonb-
30BaHWsi fAHHOrO METofA CBOANTCS K TOMY, YTO
LieHa onpepenseTcs Ha OCHOBE pacyeTa cpef-
Hel cebeCTOMMOCTI NPOAYKUMM C NOCNE[YIo-
LLIMM BKITIOYEHMEM B OKOHYaTENbHYHO LiEHY MNPO-
OYKUMW CTaHOapTHOM HaabaBkn K NpuobbInn.
PacyeT ce6ecToMMOCTV NpoayKLUMN HEOOXOaN-
MO OCYLLIECTBNIATL HA OCHOBaHWM Npeanonara-
emoro obbema Npofaxk C y4eToM paumoHasbs-
HOro pacnpefenenns PacxoaoB NPeAnpPUATHUS.

3arpartsl

Costs

onpedensiiom
MUHUMATRbHBLH
nopoe yemusl

determine the

Ecnv o6bem Npofark 3aBbilLEH, TO MOCTOAHHbIE
3aTparthl Ha eauHuLLY MPOAYKLMK OyayT BbILLE,
4eM 0XKNOANoCh, M KOMMaHMs NOAYYUT MeHbLLIE
CBOEW LIeneBor HOpMbl Npubbinu. Ecnn obb-
eM npoaak HefooUeHEH, TO PUKCUPOBAHHbIE
3aTpatbl Ha euHULY NPOAYKUMM OyayT HUXKe
oXxunaaemblx, a peHTabenbHoOCTb OyaeT Bbille
3aniaHnpoOBaHHOWN.

Ocobas onacHOCTb LieHO0bpa3oBaHUA «3-
OEPXXKM NAOC» BO3HMKAET Toraa, Korga obb-
eM npoaak nafaeT HWXe MPOrHoO3MpPyeMoro,
TaK 4TO NMPUObLINb OKA3bIBAETCH HKE OXMaae-
MOW, YTO MOTMBMPYET KOMMNaHMO (C MCMONb30-
BaHWEM MIOMMKN «U3OEPXKKM MAKOC») MOBbILLATb
LieHy B MOMbITKE MOMAYYUTb XXENAeMYIo Mapy
npubbinu. B cnyyae gaxxe manosnacTm4HoOro
Cnpoca NoBbILLEHNE LieHbl B 3TUX 06CTOSTENb-
CTBax NPUBEOET K AaNbHENLLEMY COKpaLLEHNIO
npoaax, B peadynbraTe Yero KomnaHus eLle
Janblie oTonaeT OT CBOEW LeneBo Npubbinn.

MeTtopn BocrpusaTys eHbl MoTpeouTensMmm

Peakuusi KNMMEHTOB Ha M3MeHeHKe LieH (ana-
CTMYHOCTb CMpOca) MOXET CTaTb KPUTUHECKUM
MOMEHTOM MPW MPVHATUM PELLEHWIA O LiIeHooOpa-
30BaHMW. Ha pucyHke 3 npeacTaBneHbl BO3MOX-
Hble rpadVKn KpYBO cnpoca Ha B2B pbiHkax.

Kpusble 1 1 2 nonagatoT B YCOBHO «HOP-
MallbHbI» CMPOC, O3HaYatoLM, YTO No Mepe

KnuaenTbl

7 Clients
/
/ onpedeasiom
/ MAKCUMANLHBLLE
/ «NOMONOKY YeHb

/ determine the

minimum price

/ maximum price

KonkypeHTBI

Competitors

onpedensiom donycmumyio obaacmb yenst

determine the acceptable price

Puc. 2. TpnaHrynsipHasa cuctema LieHoo6pa3oBaHus
Fig. 2. Triangular price-setting system
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P P P
0 0 0
Kpusas 1 Kpusas 2 Kpusas 3
Curve 1 Curve 2 Curve 2

Puc. 3. KpuBble cripoca u LieHoBas an1acTu4HOCTL cnpoca (P — ueHa, Q — 06beMm)
Fig. 3. Demand curves and price elasticity of demand (P - price, Q - volume)

pocTa LeH 06beM MOKynaemMoro ToBapa CHu-
»kaeTcst (KprBOM 1 COOTBETCTBYET 91acTUHYHbIN
CMNPOC, XapaKTepHbI Ana CeKTopa MUHNMa b-
HbIX MOKYNok B2B pbiHKa, KpmBOWM 2 COOTBET-
CTBYET ManoanacT1YHbIN CAPOC, XapaKTePHbIiA
LN cekTopa cpeaHux nokynok B2B pbiHka).

KpvBasa 3 aBnseTCs NPYMEPOM «HEHOP-
MasibHOro» Cnpoca — HUXHSAA 4aCTb 3TOW KpU-
BOW yKasblBaeT, 4TO 0ObemM crnpoca yBenm4u-
BaeTCs Mo Mepe yBenuyeHust uenbl. C ogHowm
CTOPOHbI, 3TO MOXET ObITb CBA3AHO C TEM, YTO
LeHa Ha B2B pbiHKe paccmaTprBaeTcs Kak
4eTKUIM nmokazaTeNb Ka4yecTBa, 1 nokynarenu
NPOMbILLUMEHHOM NPOOYKUMX C NMOAO3PEHNEM
OTHOCSITCA K LieHe NpeanokeHus, koTopad 3Ha-
YUTENBHO HWXe pbiHOYHOM [14, 26]. 1o MHe-
HUIO aBTOPOB, CUTyaLWst, MPeacTaBneHHas Kpu-
BOW 3, oToOparkaeT B OOMbLLUEN CTENEHN CUTY-
a0 HepaBHOBECHOIO — aedomumMTHOro — B2B
PbIHKA, XapakTepucTnka KoToporo OyaeT npesa-
CTaB/ieHa Hxe.

MeTon KOHKYPEHTHbIX LieH

Kak 6bin10 0603Ha4eHo Bbille, 60MbLLUNH-
cTBO B2B pbIHKOB CEKTOpa CpeaHMX 3aKyrnok
npencTaBAstoT OIMIroNoAnto C HEOOMbLLIUM KO-
NM4eCTBOM MPOJAaBLIOB 1 OCTATOYHO OrpaHu-
YeHHbIM KONMMYecTBOM nokynarenen. Knove-
BOV OCOOEHHOCTbLIO ONUIrONONnM SBASETCS TO,
YTO peLUeHNs KaK0ro KOHKYpeHTa Hanpsimyto
BANAIOT Ha APYrMX yHaCTHWUKOB PblHKA: CHU-
YKEHUE LIEHBI U YBENMYEHNe BCNEACTBME 3TO-

ro 0ONM Ha PbliHKE OHOr0 XO3SMCTBYIOLLErO
cybbekTa NPMBOANT K U3MEHEHWNIO CTPYKTYPbI
pbIHKa 1 NepepacnpeaeneHnto Npnbbinn cpe-
OV KOHKYPUPYOLLMX dOMPM B MOMb3y Komna-
HUW, CHU3MBLLEN LEeHY. TUIMYHBIML MeETOdaMM
YCTaHOBMNEHUS PABHOBECHbIX LIEH B YCITOBUSIX
ONUronofbHbIX PbIHKOB ByaAyT CNefoBaHue 3a
LIeHOBbIM NMAEPOM (Kak NMpaBunio, X03aMCTBY-
IOLLNX CYOLEKT C HambonblUen OONen pbiH-
Ka) unm obecnedyerHne CTabuUNbHOCTL LiEH 3a
CYET KOPPEKTMPOBKN 0ObLEMOB NPON3BOACTBA
B CNy4asx OTCYTCTBMS LIeHOBOro nuaepa [26].

Cknpakv B cucteme LleHoo6pasoBaHUs
Ha onuronosbHbiX B2B pbiHKax

MpeonoxxeHne CKMAOK Ha NPOMbILLIEHHYO
NPOAYKUMIO — OAVH 13 Hanbonee adhdeKTB-
HbIX METO[I0B KOHKYPEHLIMM 3a MoKynaTtens Ha
B2B pbiHkax. Ckmgo4Hasa nonuTnka no3sonsaeT
KOMMaHVAM-NpoaaBLiaM COXpaHATb UK yBe-
nM4YMBaThb OOXOMA, He npuberas K yBenm4eHuo
LieHbl. Mo gaHHbIM HEKOTOPbLIX MCCNenoBaHNi,
KOMMaHW1, NpUMeHsioLLMe paspaboTaHHble
npasuna ANCKOHTMPOBaHWSA, MOTYT NONYyYUTb
NSTUNPOLIEHTHOE YBENMYEHNE 0OBbEMOB NPO-
AaXK 1 LeCTUAECATUMNPOLIEHTHOE YBENUYEHWE
npubbinun [27]. PaccmoTpum 6onee nogpobHO
pasnnyHble BapnaHTbl CKMAOK, KOTOPbIE MO-
ryT ObITb MCMNOMb30BaHbI NpoaaBLamMn Ha B2B
pbiHKax (Tabn. 1).
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Ta6nuua 1. Bugbl 1 cogep>aHue CKMAOK, UCMOMb3yeMblX MPOAABLAMM Ha ONUMIonosbHbIX B2B pbiHKax
Table 1. Types and content of discounts used by sellers in oligopolistic B2B markets

Nen/n Bug ckupku CopepxaHue
No. Type of discount Content
®DyHKUMOHabHas Ckunpka ¢ LueHbl ToBapa unm yenyru (pmbenT), npegoctasnaemas cnyxbdam Tosa-
1 cknpgka (functional POABVKEHNMS 32 BbIMNOTHEHNE UMW ONpefeNneHHbIX MapKETUHIOBbIX, JIOrMCTUYe-
discount, functional CKWX 1 TOProBbIX OyHKUMIA: PyHKLMIA MO NpoJaxe ToBapa, ero XpaHeHuto,
rebate) nepeMeLLieHNIo, BEAEHMIO y4eTa 1 OTYETHOCTHM MO ToBapy
Iunepckas cknaka MpepocTaBnseTcs NOCTOAHHLIM NPEACTaBUTENAM N NOCPEAHMKAM Mo CObITY (Ha-
2 (dealer discount) npumep, NapTHepcKas nporpamMmma rno o6Cy>XXMBaHUIO NOKynaTtenen B CeT marasu-
HOB: @KLK, NCMOMb30BaHNE 3a0B AN1A NPOMO, MepYaHAAN3UHT U T. M. CTUMYNNPY-
eTCsl OUNEPCKON CKUAKOW)
CKuMpKM C y4eTom Ckunpku, 06ycrnoBfieHHble 0CO6EHHOCTbIO MEHTaNbHOCTU. MHOre MMnopTepsI
3 MEXKYIBTYPHbIX (0CO6EeHHO B BOCTOYHbIX CTpaHax) npu nognncaHny gorosopa 605bLloe BHUMaHue
KOMMYHMKaLiA YOENSAOT MOMOXEHMIO O CKMAKAX U He NoanuLyT AoroBop 6e3 No3uumnmn o ckmakax,
npesbiwatoLmx B uenom 20-30% oT NPeanoXXeHHOW LieHbl
CepBuCHble CKNAKN B cny4asx npogaxu NpoMbILLAEHHON NPOAYKLMW, KOTOpas HYy>XAAeTcsa B TeXHUYe-
4 CKOM 06CMy>XMBAHUM B NEPUOA, IKCnyaTaunm, CoO3aaHnn 1 noaaepXxaHnm
3(PPEeKTNBHON CEPBUCHON CETU, KOTOPas TPebyeT 3HAYNTENbHBIX UHBECTULMI
1 yCUNVIA, NPeanoYnTatoT NpefocTaBieHne CepBUCHOW CKUAKN
CKMOKM CEe30HHble Ce30HHas ckuaka npepcTaBnseTcs B Nepuop LUMPOKOro NPefioxXeHns N orpaHnyeH-
NN CKUOKM Horo crnpoca. Ckuaka, npegoctasnsemMas B criy4ae npuobpeTeHns ToBapa Ce30HHOro
5 Ha BHECE30HHYI0 cnpoca BHe nepuoja roga, Ans KOToporo OHV npegHa3Ha4eHbl. Takas ckmaka nosso-
MOKYMKY NSET YCKOPUTb 060PaYMBaEMOCTb aKTUBOB W U3rOTOBUTENSAM CE30HHbIX TOBAPOB CHU-
XaTb CE30HHble KonebaHWs 3arpy3ku CBOMX NPOV3BOACTBEHHbIX MOLLIHOCTEW
Ckupkv ons Ckupka ans nooLlpeHns Npofax npefocTaBnseTcsl TOproBbiM NOCPeAHMKaM, ecnmv
6 MOOLLPEeHUst MPOAaX | OHW 6epyT Ans peanu3aumnn HoBble TOBapbl, MPOABMXXEHNE KOTOPbIX HAa PbIHOK
HOBOroO ToBapa TpeOyeT NOBbILLEHHbIX PACXOAOB HA PEKNamMy M yCnyru TOproBbIX areHToB
Ckunpka 3a o6opoT Ckunpka npefocTaBnseTcs MOCTOAHHLIM NokynaTtenam. B koHTpakTe B 3Tom cryyae
7 (ckopocTb obpatLie- yCTaHaBNMBaETCA LIKana ckngok (scale of discount) B 3aBMCMMOCTH OT JOCTUTHY-
HKs), 6OHYCHas TOW CKOPOCTM 06paLLEeHNs B TEHYEHME ONpefeneHHoro cpoka (06bIMHO OHOro roga),
ckmpka (bonus) a TaKkxe MOPSAOK BbINAATbl CYMM Ha OCHOBE 3TUX CKUAOK
Ckugka 3a o6bem Copa3mMepHoe yMeHbLLEHME LieHbl ANns NoKynaTtenen, 3aKkynaroLLmx 6orbLuee Konmye-
noKynaemoro CTBO OfiHOro Buaa ToBapa. Ckuaka ycTaHaBnmMBaeTcs B NPOLIEHTax K 06LLe CTOMMOCTH
8 ToBapa W €OUHNYHOW LieHe YCTaHOBMIEHHOro o6bema noctasku. CKUAKM MOryT chopMUMpOBaThb-
CSl Ha HEKYMYNATUBHOW OCHOBE (Ha KaXX[blI pa3MeLLeHHbIV 3aKad) Unu Ha KyMymnsTuB-
HOW OCHOBE (Ha KONMHECTBO U3AENUIA, 3aKa3aHHbIX 3a onpeaeneHHbI Neprom)
Ckupka 3a nnarex YMeHbLLEHME LieHbl 1S NMOKynaTenen, KoTopble OnepaTuBHO OMNadvMBaloT cyeTa
HanM4HbIMK Hann4HbIMK cpefcTBaMu. [1oa06HbIE CKUOKM LUMPOKO NMPYMEHSIOTCA ANA YiyHLLeHUs
9 COCTOSIHUA JINKBMOHOCTUN MOCTaBLLMKa/NpoAasLa, PUTMUHHOCTM €ro AeHEXHbIX MOCTy-
NAEHNI 1 COKPALLIEHNS PAaCXOLOB B CBA3M C B3bICKaHMEM OeOUTOPCKON 3a[0IMKEHHO-
€TV (B HacTosILLiee Bpemsi CTAHOBATCS PeAKO NPUMEHSIEMbIMU U HeaKTyaslbHbIMK)
Ckupka 3a oTka3 oT | Ckuaka, kotopas rapaHTMpyeTcs nokynaTesnto, ecnv OH Npovu3sepeT onnaty
10 [ebUTOpPCKOM 3aA0N- | NPMOBPETEHHOW NapTuM ToBapa paHee YCTaHOBNEHHOrO KOHTPaKTOM CpoKa
>XEHHOCTU 1N co-
KpaLLieHne ee CPoKOoB
MporpeccuBHas Ckunpka 3a Konm4ecTBO Unn CEPUAHOCTb NPefoCTaBseTCa NoKynaTento npu
cKmpka (progressive | ycrnoBum NoKymnky UM 3apaHee onpefeneHHoro 1 yBem4mBatoLLerocs B Konuye-
11 discount) ctBe ToBapa. CepuiiHble 3aKasbl NPEACTaBSOT MHTEPEC ANA NPOM3BOAMTENEN, TaK
KaK Npu N3roToBSIEHUN OLHOTUIMHOIO TOBapa CHWXXAKTCA U3AEPXKKM NPOM3BOACTBA.
Ckunpka paetcs no pakty NnpruobpeTeHns unm B paMmKkax aBaHca nog 4oroeop,
(DUKCHPYIOLLIMIA TaKyI MPOrpeccuto
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OKoH4aHme Tabnuibl 1

Nen/n Bug ckupku CopepxaHue
No. Type of discount Content
OKcnopTHble ckuaku | MNpepocTaBnaoTcs NpogasLamy Npy Npogaxe ToBapoB MHOCTPaHHbLIM MOKynaTe-
12 | (export rebate) NAM CBEPX T€X CKMAOK, KOTOpble AEACTBYIOT AN NOKynaTesnie BHyTPEHHErO pbiHKa.
WX uenb — NoBbICUTb KOHKYPEHTOCNIOCOOHOCTb TOBapa Ha BHELUHEM PbIHKE
CKupkm npu Ckunpka npv KOMMNIEKCHON 3aKynke TOBapOB rapaHTMpyeTCcs NoKynaTento, ecnu
KOMMIEKCHOM OH NpUoBpeTET AaHHbIV TOBAp BMECTE C APYrMMM OOMNOMHAOLLMMY TOBapamm
13 3aKyrnke ToBapoB aCCOPTUMEHTHOW/HOMEHKNATYPHOW NIMHEVKM KOMMaHUW. JTormka Takom CKUaKn
COCTOWT B TOM, 4YTO LieHa KaX[Joro U3 ToBapoB B COCTaBe Habopa okasblBaeTcs
HVXeE, 4eM NPU N3ONMPOBAHHOM MOKYMKe
CKkunakm 3a Bo3Bpar CKnokn NpefocTaBnaloTCsa NoKynaTesno npy Bo3BpaTte UM paHee KynieHHOro
14 paHee KynneHHo- y ,U,aHHOVI KOMNaHun ToBapa, MoAeslb KOTOPOro He ABNAeTCA aKTyaanon
ro Toeapay ,D,aHHOVI 1 He nonagaeT B TON-JINCT Ce30HHbIX Npoaax
KomnaHuu (trade-in)
Ckngku npu B pasHbIx cTpaHax MMelTC BO3SMOXHOCTU BbIrOQHO NMPUOBPECTU B MOAEPHN3ALN-
npopaxe o60pyao- OHHbIX LieNAxX 6bIBLUME B yNOTPEGNEHNN aBTOMAaTU3MPOBAHHbIE KOMIMIEKCHI, Mexa-
BaHwus, 6bIBLLErO HU3MbI 1 MHOE 060pYAOBaHNe, HAXOASALLEECs B SKClyaTalum OrpaHNYeHHbIA nepu-
15 | B ynoTpebneHum of, BpeMeHu. Npy XOpoLLIo OpraHM30BaHHOM CEPBUCHOM OBCIYXXMBaHUN U OTMHHOM
XXN3HEHHOM LIMKIIE TaKMX CIIOXKHO TEXHUYECKMX TOBApOB AaHHOE NpuobpeTeHne —
paumoHasnbHas ansTepHaTMBa NOKyNKe HOBOro 060pyaoBaHns (MPOSIOHMMPOBaHHbIN
CpOK 3KCnyaTaumm npu yMepeHHbIX 3KCMyaTauMoHHbIX pacxodax)
16 CKkupakm CKunaKM NpeacTaBnsaoTCca NOKynaTento Npyu ero NoTeHUManbHO BO3MOXHOM
Ha yaepxaHvie nepexofe OT OAHOro NOCTaBLLMKa K ApYyroMy
Kpocc- OpraHun3aums KoMMnaHek-nNpoM3BOANTENIEM B3aUMHON peKiamMbl NpoayKumm
47 | MapkeTuHrosas C yKasaHuveM crmcka TOproBbIX KOMNaHuii 1 pa3mMepa B3anMHbIX CKUAOK.
(mapTHepckas) KomnaHnus-nponssognTenb hOPMUPYET LUMPOKUIA KOMMYHUKATUBHBIN «PeKamHbI
1 peknamMHas CKupka | 30HTUK» C KOMMaHUAMU-MapTHEPaMu, 3KOHOMUT PeCcypCbl Ha MPOABVKEHME

VlcTouHyK: cocTaBneHo aBTopamu ¢ y4etom [13, 28].

Tun ckmnakn, ee o6beM 1 yCcnoBms Npeno-
CTaBllieHna onpegendarTcd noa BOS)ZI,GVICTBI/I-
€M HECKOIbKMX B3aMMOCBS3aHHbIX (0aKTOpOB,
Kaxxdblll 13 KOTOPbIX BAMSAET Ha Lienecoobpas-
HOCTb peannaauum Toro UM MHOro CKUA0YHO-
ro mexaHnama. K takum doaktopam, B NEPBYIO
o4epemb, cnefyet OTHECTU:

® KOHBIOHKTYPHYIO CUTyauUUIO Ha pPblHKE
B MOMEHT MEPeroBopoB Mokynarens 1 npo-
AaBLa,;

® COCTOSIHME KOHKYPEHLIMM 1 YPOBEHb MO-
HOMOMM3aLMN PbIHKE,;

® DbIHOYHYIO BNACTb U MEPErOBOPHYIO CUMY
npoaasua v NokynaTeng;

e CTpateruio 1 TakTUKy MOSIUTUKK LEHO-
o6pasoBaHMa B KOMAAHWUM, KOTOPOW AOSKHbI
cnenoBatb MeHeKepbl Mo NpoAaXkam.

[NprMedaTenbHO, YTO AeNCTBMS NPOaaBLOB
B 4aCTU MPUMEHEHNA CKMOOK, HanpaBieHHbIX

Ha yBenn4eHne 06bLEMOB NPOAAX M NPUObLINK,
MOTyT AaTb o6paTHbI adbdeKkT BCneacTeme
HeLOCTaTO4HO OObEKTMBHbIX 3HAHWIA NpPoaaB-
La O CTENEHN YyBCTBUTENLHOCTW NOKyNaTens
K LieHe.

YpeamepHaa cBobofa OTAENOB NPOAax
B YCTaQHOBNEHWUM CKMOOK MOXET MPUBECTU K U3-
MEHEHWMIO KOHKYPEHTHOIO NOBEAEHVSA Ha PbIHKE,
MOCKOSbKY KOHKYPEHTbI OyayT BbIHY>KOEHbI aHa-
NOrMYHbIM 06PAa30M CHWXKATb LeHbl, B Pe3yfb-
Tate 6yaeT pUKCMPOBaTbLCSH HE POCT MPOAAX,
a CHY>KEHE MPMBbINK Y BCEX YHaCTHMKOB PbIHKA.

B ycnoBuax CUAbHONO KOHKYPEHTHOrO
[aBneHuns nokynartenem, NCNonb3yoLLMX NH-
CTPYMEHTbI MEPEroBOPHON Cunbl U TpeboBa-
HNA, KacawLlnecsa NpeacTaBNeHnsa Wnpo-
Koro Habopa CKMAOK, AelCTBUS NPOAaBLOB
MOryT ObITb TaKXe MppauroHanbHbl B KpaT-
KOCPOYHOM MEPUOLE BPEMEHMU.
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lpepocraBrieHne CKUAOK Ha OCHOBE
cerMeHTaumm rnoTpebuTtenen

Peanuzaumsa cKMaoO4HOM NONUTUKM KaK UH-
CTPyMeHTa LieHo0bpas3oBaHua Ha OnmMronosb-
Hbix B2B pbiHkax BO MHOrom Heobxoavma ans
KOPPEKTMPOBKM Cnpoca nokynarenen npo-
MbILLIEHHOM MPOAYKUMMK, NPX 3TOM KOMMAaHW-
AM-NpoAaBLaM Heobxoammo myBoKO 3HaTb xa-
PAaKTEPUCTUKM 1 OCOOEHHOCTU pbiHKA CObITA.
Hanbonee adpdeKTUBHLIM MAPKETUHIOBbIM WH-
CTPYMEHTOM B AaHHOM Clly4ae BbICTynaeT cer-
MeHTauUms pbiHkal,

Ha B2B pblHKax CcyLLEeCTBYET HECKOSBbKO Ba-
PUaHTOB, CPOPMMPOBAHHBLIX MO rpynnam Kpu-
TepreB, NO KOTOPbIM Lie1ecoobpa3Ho cerMeH-
TMpoBaTb Nokynatenen. C no3vumi gansHem-
LLIEr0 PacCCMOTPEHNSA BOMPOCOB LIEHOBOW AMC-
KpUMUHALMM TPETbEN CTENEHN ONPEAENEHHbIN
VMHTEPEC NPeACTaBnaeT knaccuduvkaums, npea-
NOXXEHHAst KOHCYNbTaHTOM B 06n1acTy aBToMa-
™m3aummn B2B mapkeTuHra Poem Poxutom [29]:

1. ®upmMorpadmyeckasn cermeHTaLms

Knaccundpmkaumsa knneHTos B2B B cooTBeT-
CTBUW C OBLMMM KOpRopaTUBHbIMU UM opra-
HN3aUMOHHBIMK aTprbyTamMu, K KOTOPbIM OTHO-
cATCA OTpacnesas NpUHaaIeXHOCTb (OCHOB-
HOW BWA OEATENbHOCTWN), MECTOMONOXEHME,
pasMep KOMMaHWN-NoKynaTens, opraHsaum-
OHHOo-npasosoit ctatyc (UM unn OO0, Hesa-
BUCUMbII BM3HEC, MaTepPUHCKas U J0HEpH:AS
KOMMaHna U T.4.).

2. CermeHTaLms Ha ocHOBe NOTpebHOCTEN

CermeHTaums Ha ocHoBe NoTPebHOCTEN OC-
HOoBaHa Ha uMnocoduK, YTO HE BCE KINEHTHI
paBHbl. ITOT NOAXOA NO3BOMAET NOAENNTL MO-
TeHUManbHbIX MOKyNnaTenen Ha CerMeHTbl, Ko-
TOpble ¢ HanbombLLEn 1 HaUMEHbLLIEN BEPOAT-
HOCTbO OYOyT Hy>KOaTbCs B MPOAYKTE, U, Kak
ClEeNCTBMe, COCPefOTOUTE OrpaHnyeHHble pe-
CYPCbl KOMNaHMN-NPOAABLIA Ha KNMEHTax, KO-
TOpble NOTeHUMansHO 6onee LeHHbI, OCHOBbI-
BaACb Ha MX NOTPEOHOCTW B MPOAYKTE N BO3-
MOXXHOCTUW €ro NprnobpecTu.

1 CermeHTaLMs pbiHKa — pasfeneHie pbiHka Ha rpyn-

Mbl, obnagaroLLme CXOKMMN XapakTepucTMkamm ans pas-
paboTki Hambornee NoAXoasLLEro KOMMeKca MapKeTuHra.

3. CermeHTaumns Ha OCHOBE LIEHHOCTU

CermeHTtaumsa Ha OCHOBE LIEHHOCTU — 3TO
METOA NpuopuTe3aumm UM rpynnmpoBKM Mo-
TeHUManbHbIX NOKynaTenen B COOTBETCTBIM
C NOTeHUManbHOM LEHHOCTBIO, KOTOPYIO OHU
MOTYT MPUHECTM KOMMaHuM-npoaasLy. IT0T
cnocob auddpepeHUMpyeT KIMEHTOB MO UX
TPaH3aKLUMOHHOM LieHHOCTN. CermeHTaums Ha
OCHOBE LIEHHOCTM MOXET OblITb OCYyLLIeCTBEHA
TONBbKO Ha OCHOBE aHanm3a [aHHbIX O 3aKym-
Kax KOMMaHuii, 4Tobbl oNpeaennTb, Kak 4acTo
1 CKOSIbKO OHM MOKYMatoT N KakoBa CTOMMOCTb
TOBapOB, KOTOPbIE OHM MOKYNatoT.

4. lNoBeneH4yeckasa cermeHTaumns

B knaccuyeckoM NMOHMMaHWM NoBefeHYe-
CcKas cerMeHTaums npegnonaraeT pasgeneHne
noKynatener no TaknM npraHakam, Kak MCKo-
Mbl€ BbIFOfbl, MOBOM K COBEPLUEHWIO MOKYM-
KU1, MHPOPMMPOBAHHOCTb O TOBApE 1 CTEMEHb
NPEUBEPXXEHHOCTU K Hemy. Ha B2B pbiHkax no-
BEEHYECKNIA MPU3HaK Ansg cerMeHTaunmn npes-
CTaBNAeT CKopee Habop MPUHATLIX B KOMMa-
HUW-NOKynaTene NpaBual KOMMYHUKaLWK 1 yC-
NOBUV 3aKMKOYEHNS U MCMOMHEHWS KOHTPAKTOB.
[Mpr 3TOM HEOOXOANMO MOHMMAaTb, YTO onpeae-
NeHne CKMOOK ANs OoTAeNbHbIX MOKynaTenen,
MPUHATbIE HA OCHOBE MOBEAEHYECKOM CermeH-
Taumu, 6yayT HOCUTb HEMPO3pPa4HbIA Xxapak-
Tep 1 He ACHbI OCTalNbHbIM y4acTHMKaM pbiHKa
B CUNY KOHOUAEHUMANTBHOCTN MHGOOpMaLnn
B pamMKax 3aKmtoHeHHbIX KOHTPaKTOB.

BaXHO OTMEeTUTb, YTO Ha KOHKYPEHTHbIX
B2B pbiHKax cermeHTtauus sBnseTca Heobxo-
OVMbIM YCNOBVEM AN KQXKAON MapKETVNHIOBOM
KamnaHny B paMKkax KOHKYPEHTHOW 60pbObI,
4T06bI NPUAATL et 6onee HaleneHHbIN POoKyC.
Kpome Toro, cermeHtaumsa no3Bongdet 6onee
TOYHO DOPMUPOBATE KOMMIEKC MAPKETUHIO-
BbIX KOMMYHUKaUWIM, HanpaBieHHbIX Ha nNpo-
OBWKEHWNE 1 CTUMYNMpOBaHVe cobiTa.

HecTtabunuaupytowme pakTopbl ONNro-
nonbHoro B2B pbliHKa (K npumepy, NpucyT-
CTBME AOMUHMPYIOLLIErO CYyObeKTa) MOryT Npu-
BECTU K HapyLLUEHUIO PbIHOYHOIO PaBHOBECKSA
npv ueHoobpa3oBaHWK, OCYLLECTBAAEMOM Ha
OCHOBE CermeHTaunmm pbiHka. [na Toro 4toobsl
n36eXKaTtb PbIHOYHbIX CKaXKEHWM, MPUMEHEHME
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METO0B CErMeHTaLmm AOMKHO BbITb KOPPEKT-
HbIM C MO3MLMIA KOHKYPEHTHOIO 3akoHoaaTe b-
CTBa W He MPVBOAWTb K YLLIEMNEHMIO I OrpaHm-
YEHWNIO KOHKYPEHLIMM B COOTBETCTBUM C HOpMa-
mu cT. 10 3akoHa «O 3aLUmTe KOHKYPeHLMN»2),
Kputepum cermeHTaumm A0MmKHbI ObiTb Nyomy-
Hbl /151 BCEX XO3ANCTBYIOLLNX CYObLEKTOB PbIH-
Ka 1 AeknapupoBaHbl B TOPrOBOW MNOAUTUKE
KOMMNaHn1, 0CoBeHHO 3TO BaXKHO, KOraa BO3-
HWKaeT BOMPOC O npedepeHLmMax ans oaHuX
OV3HECOB U YLLIEMIEHNN OPYIX.

Taknm obpas3oM, pacCMOTPEHHbIE Teope-
TUYEeCKMe acnekTbl LeHoobpa3oBaHms U CTU-
MyMPOBaHNs cOblTa Ha OCHOBE MPUMEHEHUS
CKMOOK U cermeHTaumm notpebutenen Ha B2B
PbIHKaX MMEOT LUMPOKOE MapKETMHIOBOE BO-
MNOLLEHME Ha KOHKYPEHTHbIX PbIHKaX U B yC-
noBusix cbanaHcMpoBaHHOIO PbiHKa cnpoca
1N NpeanoxeHus. Bmecte ¢ TeM B yCNOBUSIX
NPUCYTCTBMSA Ha pbIHKE NpoaaBLa, MMeoLLIEro
OOMUHMPYIOLLIEE MONOXEHWE, a TaKXe HeyaoB-
NEeTBOPEHHOIO Cnpoca NPUMEHeHME BbILLIEN3-
NOXXEHHbIX BApNaHTOB CErMeHTaUnn ABAsSeTCs
YCNOBHbIM, a MHOrAa U AUCKPUMUHNPYIOLLIM
NHTEPECHI LUIMPOKMUX FPynn noKynaTenen.

JedununTHbIE ONUronosibHbIe
B2B pbIHKHK

B cny4asx BO3HMKHOBEHMS AedunLmTa Ha
B2B pblHkax BOMNpOCh! LieHO0Opa3oBaHus 1 Ba-
PUAaTUBHOCTU MPUMEHEHNA CKUOOYHbBIX Mexa-
HW3MOB CTaHOBATCHA Hambonee OCTPbIMU, MO-
CKOIbKY MPW OTCYTCTBUM KOHKYPEHTHOW 60pb-
Obl 32 NoTpebuTens NpoaasLUbl NOoNy4aroT He-
OrPaHUYEHHYIO PbIHOYHYIO BNACTb, CXOXYIO
c BnacTbto MoHononucTta [1]. Mpn aTom Be-
POSATHOCTb NPOSBNEHNs AeduumTa BO MHOMOM
OMNPEAENSETCA UCXOAHOW CTPYKTYPOM PbIHKA,
YTO MOXET ObITb OPVEHTMPOM A5 aHTUMOHO-
MOJbHbIX OPraHoOB MpW peann3aunmn Meponpu-
ATUIN MO NPEeAOTBPALIEHNIO BOSHUKHOBEHUS

2 Banpet Ha 3n0oynoTpebrieHne XO3AUCTBYIOLLMM CyOb-

€KTOM JOMUHMPYIOLLIMM nonoxeHnem (cT. 10 ®egepansHo-
ro 3akoHa o1 26.07.2006 Ne 135-03 «O 3aLmTe KOHKYpeH-
ZIZESR

pedovumta. [Ing paccmarpyriBaeMblX aBTopamu
onuronosbHbIX B2B pbiHKOB xapakTepHa cpen-
HSI9 BEPOSITHOCTb NMOSIBNEHNS AeduLnTa, KOTOo-
pas B 60MbLUEN CTENEHN 3aBUCUT OT KOHbIOH-
KTYPHbIX 0akTOPOB 1 0aKTOPOB BHELLIHEN Cpe-
Obl. YHMBEpPCalnbHbIM KPpUTEPMEM CYLLIECTBOBA-
HUA fedomLmTa SBNSETCSA NPEBbILLIEHNE 0Obema
cnpoca Hag 06beMOM NpeanoXeHus, YTo MO-
XKET NPOSBNATLCS Kak Ha KOHKYPEHTHbIX, Tak
N HEKOHKYPEHTHbIX PbIHKaX, B YCNOBWAX NCKYC-
CTBEHHOIO 1 eCTeCTBEHHOro aedovunta. K gpy-
M NPOABNEHNAM AeUUUTHOrO ONUIronosb-
Horo B2B pblHKa MOXXHO OTHECTW CneaytoLLme:

1. LleHa Ha ToBap, Kak npasusio, yBesmim-
Baertcs. BosamMoxeH ckaqok LjeH

BaaumMopgeiictBre cnpoca npeanoxeHuns,
PaBHO Kak W LieHbl 1 06bemMa Npoaax, B ycno-
BUSAX Aedomumta OTIM4aeTcst OT KacCU4eCKoro
chnydad 3akoHa crnpoca v npeanoxenus. Npu
KNacCu4eCKon cuTyaumm B yCnoBmsax aedounum-
Ta LeHa ToBapa HaxoAnTCs HKE YPOBHA paB-
HOBECHOW LieHbl P, COOTBETCTBEHHO, MOABNSA-
eTca AednunT — NoKynartenu »xenatoT Npuob-
pecTun 6onblUe ToBapa, Yem Npon3BoanTeEnmn
MOryT nMpouaBecTW. [okynaTenn xoTaT KyninTb
QD epuH1L TOBapa, HO MPOM3BOAUTENb MOXET
noctaBuTb Tonbko QS. Obpasyetcs aedouumnT
TOBapa, KOTOPbIN NPeAcTaBndeT TPeyroNbHNK
¢ To4kamm QsEQp Ha pUCyHke 4.

P

r

D

0

Puc. 4. JednumT Ha KOHKYPEHTHOM pbIHKE
Fig. 4. Shortage in a competitive market
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B ycnoBuax oeduumMTHOro ToBapa obbem
€ro NPo13BOACTBA U peannaaLimn OcTaeTcs 3a-
[OaHHbIM, OH HE MOXXET U3MEHNTLCS B KPATKO-
CPOYHOM Mepunofe, TONMbKO B AOTOCPOYHOM
MOXXET NMPOV30NTU NOACTPONKA PbIHKA K HOBO-
My obbemy cnpoca. [lpoaasel, obnagaeT mH-
dopmMaLmen o 0edPULUTHOCTU peanmayemoro
1M TOBapa 1 cTapaeTcst MakCUMM3MpOoBaTh A0-
XOf, NOBbILLIAA NPEedENbHYIO LiEHY, TO €CTb LIeHY
NPOOaXXN KaXKAoW CreaytoLlen eanHnLbl ToBa-
pa. [oTpebuTtenu B yCNoBKAX KNacCU4eCKoro
KOHKYPEHTHOrO pPbIHKa MO 6bl OTpearnpo-
BaTb OTKA30M OT MOKYMKM ToBapa Wi Nepexo-
[OM Ha noTpebneHune ToBapa 3aMeHNTENS, HO
MOCKOJbKY 3TOr0 HE MPOUCXOAUT, NpoaasLy
yAaeTCs peanni3oBatb BECb 06bEM MPOAYKLNN.

2. YBennyeHme pbIHOYHOV BacTV MpoAaBLOB

PbIHOYHast BNacTb MPOAaBLOB 0ObIYHO 3a-
BMCUT OT TUNA PbIHOYHOW CTPYKTYpbI. AN 4u-
CTOW KOHKYPEHLIMM XapakTepHO hakTn4ecKkoe
OTCYTCTBME PbIHOYHOM BNAcTW, y CyObEKTOB
ONMUroNoNUY 1N YNCTOM MOHOMONMK Habnga-
eTCA camagd BbicOKas pblHOYHas BnacTb. Ec-
NV ONMPAaTLCS Ha KNacCU4eCcKoe onpeneneHne
PbIHOYHOW BNACTU Kak CMOCOBHOCT KOMMaHWIA
CTaBUTb LIEHY Bbllle NPeaesnbHbIX U3AEPXEK
[30], TO MOXXHO C YBEPEHHOCTbIO CKa3aTb, YTO
KOMMaHus B YCINOBUAX PbIHKOB HECOBEPLUEH-
HOW KOHKYPEHLIMM MOXXET CTaBUTb LIEHY BbILLIE
CBOMIX NMpeaenbHbIX U3aep)kek. Tak KoMnaHus
obecne4vnBaeT CBOM KOHTPOMb Hafd YacTbio
PbIHKa VNN Hafl BCEM PbIHKOM LIENTVKOM.

[MpeanonoXuM, 4To Takasa cutyaums cylle-
CTBYET M Ha PbIHKE OePULMTHBIX TOBAPOB BHE
3aBUCUMOCTU OT TUMA PbIHOYHOW CTPYKTYpPbI
(B maHHOM Cny4ae NCXOAMM N3 TOro, YTO PbIHKM
COBEPLLEHHOW KOHKYPEHUMM B pearbHOM 3KO-
HOMUKE MpaKkTU4eckn He BcTpedatoTes). Ecnn
TOBap ABNSETCA AedUUMTHBIM, TO PbIHOYHAS
BNacCTb peannayloLLien ero KoMnaHuy JorkHa
N3MEHATLCS B CTOPOHY YBEMUYEHUS!, MOCKOSb-
Ky: 1) HOBad UeHa, Kak NpaBuno, CTaHOBUTCS
BbilLie B KpaTHanLlem 1im KpaTKoOCPO4YHOM ne-
pvoae; 2) NpefenbHble U3AEPXKKM HE ycrneBa-
0T Tak ObICTPO M3MEHUTLCS, MOCKOSbKY SBMSA-
IOTCSt ODONee XXECTKMMU, YeM LieHa (U3OEPXKKM
3aBs3aHbl HA KOHTPAKTbI, LleHa Mo KOTOPbIM

yXKe 3akpenneHa paHee, 1 ObICTPO NOMEHSTb
3HAYMMYIO HaCTb KOHTPAKTOB He MOMy4nTCs 13-
3a ANUTENBHOCTU NEPErOBOPHOIO MpoLecca).

LleHa yBenu4muBaetcs, a npefenbHble na-
OEPXKKM 3HAYUTENBHO HE M3MEHSIOTCA, No-
3TOMY pblHOYHAdA BNacTb NpoaasLa pacTerT.
Tak Kak NoBbILLIEHME LieHbl 3a4aCTyto Npouc-
XOONT BbICTPEE NBMEHEHWS MPON3BOACTBEH-
HbIX M30EepPXXeK, TO YBENMYEHNE PbIHOYHOM
BNACTW, U3MEPEHHOW NPY MOMOLLM MOAUMU-
Kaumm nHaekca IlepHepa (1), MOXET CnyXnTb
NHONKATOPOM BO3HWUKHOBEHMS AePULMTHOIO
pbiHKa. MIHOekc JlepHepa B 3KOHOMUYECKOW
TEOPUN XapaKTEPUIYET MOKa3aTeNb PbIHOY-
HOW BACTU, pPaBHbIK OTHOCUTENBHOMY Mpe-
BbILLEHWIO LieHbl Haa nNpefenbHbIMK U30epX-
Kamu:

roe AL — pasHuiua Mexay 3Ha4YeHneM nHaeKkca
Ll n Lz;
L, — 3Ha4eHve nHaekca JlepHepa oo ne-
pvoda pedvumnTa;
L, — 3Ha4eHue nHaekca JlepHepa B nepu-
on npedovumTa;
P\ — ueHa Ha ToBap [0 nepvoda oedonumnTa;
MC, — npenensHble U3AEPXKKM Ha NPOn3-
BOACTBO TOBapa Ao nepuoda aedunumra;
P> — ueHa Ha ToBap B nepvofd aeduumnTa;
MC, — npeneneHble U3AEPXKKM Ha NPOnN3-
BOACTBO TOBapa B Nepuof aeduumra.
Takxe B Ka4eCTBe AOMNONHUTENBHOIO UHAW-
KaTopa MOXHO paccyMTbiBaTb TEMM POCTa UH-
nekca JlepHepa:

L
TpL:fZXIOO%, 2)

1

roe TplL — Temn pocTa nHaekca JlepHepa;
L, — 3Ha4eHne nHoekca JlepHepa no ne-
pvoda pedvumnTa;
L> — 3Ha4eHVe nHaekca IlepHepa B nepu-
on nedmumTa.
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3Ha4eHne nokasarenem MOXeT VHTepnpe-
TMPOBATLCS B 3aBUCUMOCTU OT KOHKPETHOW Pbl-
HOYHOWM cuTyaumu, B N10OOM Criydae 3Ha4eHme
AL>0 roBopuT 0 POCTE PbIHOYHOW BNACTH, Kak
1 3Ha4eHme nokagarend TpL>100.

3. Bbicokune 6apbepsi BXoJa Ha pbIHOK

[ednUnTHBIA PbIHOK BO3HMKAET B TOM CIy-
4ae, Korga CyLLeCTBYOLLE KOMMaHUM-NPOoAaB-
Ubl HE B COCTOSIHUM YOOBNETBOPUTL BO3POC-
LKA CNpOC, a MNosABMEHME HOBbLIX NPOAABLIOB
B KPATKOCPO4YHOW NEePCneKTBE HEBO3MOXHO
B CWUIY BbICOKMX 6apbepoB BXOAA Ha PbIHOK.

Bo3moxxHble 6apbepbl BXOL4A Ha PbIHOK:

® 3KOHOMMWYECKMNE (BKOHOMMA Ha MacLuTa-
6e, NoTpebHOCTb B Kanutarne, BbICOKME NOCTO-
AHHbIE U3AEPXKKM);

® MapKeTUHroBble (AndbdpepeHumaLms 1 cu-
1a TOProBbIX MaPOK, CYLLECTBYIOLLIMX HA PbIHKE,
CNOXHbI AOCTYN K KaHanam pacnpeneneHns);

e aIMMHNCTPAaTUBHbIE (CornacoBaHue
N paspelunTenbHas JOKyMeHTaums, NMUeH3n-
poBaHve, cepTudmKaums, KOHTPOMb 1 HaA30p,
rOCyAapCTBEHHAA NOAAEPXKKA).

4. Huskasi UHTeHCUBHOCTb KOHKYPEHLIMN

Ha neduumnTHbIX onrrononbHbix B2B pbiHkax
NPaKTM4eCKM OTCYTCTBYET CMeHa nokynarens-
MV MPOAABLIOB, YTO SIBASIETCS OAHWUM 13 Hanbo-
nee JOCTOBEPHbIX M MPOCTbIX METOAOB M3Mepe-
HUS MIHTEHCWMBHOCTW KOHKYpeHUmmn [31]. Ha Kok-
KYPEHTHOM PaBHOBECHOM PbIHKE MPK 6ObLLIOM
KOnu4ecTBe NPOAABLIOB NOKyNaTenu, kak npasu-
110, BPEMSA OT BDEMEHW MEHSIIOT NMPOAABLIOB, NpK-
4YeM 3TO MPOVICXOAUT AaKe B KPATKOCPOYHOM Me-
purope. Ecnu peIHOK ABNsSieTCs AedUUMTHBIM, TO
CMeHa npofasLa Nnbo NPONCXOAMT JOCTATO4HO
PEOKO, NMOBO He NPOVCXOANT BOOOLLE, MOCKOIb-
Ky TOBapa npoCTO HET B HaNM4Mu B TOM 0Obe-
M€, B KOTOPOM OH HeoOxoaMM. BaxkHo 3aMeTuTb,
YTO pefKas CMeHa NpoaaBLa MOXXET 3aBUCETb OT
MHOIMX (DaKTOPOB, B TOM YMCAE MOMUTUHECKIMX
(CaHKUMOHHOE AaBneHune, NOAUTMKA TaMOXKeH-
HbIX MOLLMMH), NMPUPOAHO-KNIUMATUHECKNX, VIH-
CTUTYLIMOHANbHBIX, KYbTYPHbIX, MOBEAEHYECKMX,
NOMUCTUHECKMX U UHbIX. B IaHHOM KOHTEKCTe [e-
NaeTcsa AONyLLEHNE, YTO HU ONH U3 3TUX dDaKTo-
POB He ABNSIETCS 3HAYMMbIM 6APbEPOM ANA CME-
Hbl MpOAaBLia NoKynaTenem.

5. HebonbLume no cpaBHeHWO ¢ Hepegu-
LUTHBIMW PbIHKaMu 3aTpatbl Ha MapKeTuHr
u peknamy

B2B pbIHKM B NPUHUMNE XapaKTepU3ytoTCca
LOCTaTO4HO Y3KMM CMEKTPOM KOMMYHUKATUBHBIX
MEPOMNPUSATUN, MOCKONbKY NPOAaBLbl M NOKyNa-
TenV HaxXo4ATCH B MPAMOM 1 MOCTOAHHOM KOM-
MYHVKaUMOHHOM KOHTakTe. B cny4asx »e npo-
ABNEeHNs AeduunTa Ha Takmx pbiHKax nokyna-
Tenb CaM 3a1MHTepPEeCOBaH B BbIXOAE HA Mpoaas-
LIOB, CMOCOOHbIX YAOBNETBOPUTL NOTPEOHOCTH
B fedomumTHOM ToBape. [NpoaasLy HET HEOHXO-
AMMOCTW UCMNONb30BaTh MAacLLTaOHbIE PEeKNam-
Hble KamnaHuy, PR-akumm n gpyrue mapkeTuH-
rOBblE VHCTPYMEHTbI MO NMPOABVKEHMIO TOBapa
N CTUMYNMPOBAaHUIO CObITa, 4OCTAaTO4YHO 0b6e-
CMNevnTb pasMeLLieHMe 0BLLIEV N KOHTAKTHOW UH-
doopmMaLmm B OCTYMHbIX MCTOYHUKAX MHADOpMa-
UMM (Kak mpaBuio, canT KOMMaHuu B ceTn MH-
TepHeT). B pamkax oeduumMTHOro pbiHka KOoM-
naHUW-NPOAAaBLbI CNOMb3YIOT MaPKETUHIOBbIE
KOMMYHWKaLWW, Kak MpaBuio, B Lensx dhopmm-
POBaHNA MO3UTUBHOIO UMUIKA KOMMAHWUW 1 NO-
BbILLEHWS YPOBHS NOANTBHOCTH.

6. Ocoboe BHMaHme co CTOPOHbI rocyaap-
cTBa K AeuumtHbiM B2B pbiHkam, MOCKOIbKY
TPaHCgopMaLms Takmx PbIHKOB MOXET Mpu-
BECTU K CEPbE3HbIM U3MEHEHWUSIM Ha PbIHKax
crenyroLjero nepegena v noTpebuTebCKnx
PbIHKax

B cnyvae gpedomumTHOro pbiHKa rocynap-
CTBO MOXET:

® CTUMYNMPOBAaTb KOMMAaHWUM-NPOV3BOANTE-
new Ha yBenu4eHne 06beMOB Ha PbIHKE NOCPen-
CTBOM MpeaocTaBneHns npsMon doMHaHCOBOM
nopaepxku (cybcnampoBaHne NponM3BoaCTBa);

e oCcnabnaTe 3arpagnTenbHble MOLUMVHDI,
a He BBOAMUTb X, YTOObI HACLITUTb PbIHOK;

e CTUMYNMPOBATb MNOSIBNEHME HOBbIX KOM-
naHuin-nponsBoanTenen oedLMTHORO ToBapa
Kak C MOMOLLbIO NPAMbIX (PMHAHCOBBIX), Tak
1 KOCBEHHbIX MEP — YNPOLLEeHHada cnuctema pe-
rmcTpaunmn, ceptmdomkaum n T. a.;

® OrpaHVymTb KONMYECTBO U COCTaB MpPo-
[aBLIOB, OCYLLECTBAAOLIMX Nepenpoaaxy To-
Bapa, BO n3bexkaHve CnekynaumoHHbIX LeH Ha
OeULNTHbBIN TOBAp;
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® HOPMAaTVBHO OrPaHNYUTL NOBbLILLEHVE Lie-
Hbl Ha 0eULMTHBIA TOBAP YepPes3 pasHble UH-
CTPYMEHTbI: PUKCUPOBAHNE OKOHYATENbHOM
LieHbl Ha ToBap, NPeAenbl TOProBbIX HAAOABOK,
Temn pocTa (AMHamrka) pocTa LeHbl, Tpebosa-
HMS K LleHO0Opa3oBaHMo (HOPMaT1BHOE BKITHO-
YeHWe onpefeneHHbIX 3aTpar) 1 Apyroe.

Pestomnpysa 0603Ha4eHHble BbILLIE TE3UCHI,
cnefyeT OTMETUTL: OIUIONONbHbIE AedUUMUT-
Hble PbIHKW OTNIMYaKOTCHA OT ONUIOMONbHHbLIX
PaBHOBECHbIX PbIHKOB TEM, YTO PbIHOYHAA
BNacCTb MPOAaBLIOB B HECKOMbKO pas BO3pa-
CTaerT, a pblHOYHAasA BNacTb NoTpebuTtenei B He-
CKOMbKO pas cHmxaetcd. [ockonbky gedou-
LNTHBIA TOBAp Ha TakmxX pbIHKax, Kak npaswuno,
He VMeeT 3aMeHnTeNe, To NPoaasLibl nonyva-
OT PbIHOYHYIO BI1ACTb, CXOXYHO C MOHOMOSb-
Hon. [oKynarenn Ha Takmx pbiHkax He UMEKoT
pbl4aroB BO3LENCTBUSA HA NSMEHEHUE LIEHDI.
EAVMHCTBEHHBIM pbl4aroM BO3OENCTBUSA MOXKET
oKasaTbCs rocyapCTBEHHOE perynmpoBaHme,
BO3MOXXHOCTW KOTOPOr0 HOPMaTtMBHO He 3a-
KpenneHbl, a NOTOMY TPebyIoT AeTanbHOro 1Uc-
CNefoBanvsa 1 NpopaboTKu.

MOMMMO 3TOro, ONUronofbHble AeUUNT-
Hble B2B pbiHKM XxapakKTepuaytoTca CHUXa-
OLLIENCA CTeneHbio OpueHTauny NpoaaBLOB
Ha nosefeHne Opyr apyra, 4to oObAcHAETCA
X NHPOPMNPOBAHHOCTHIO O MPEBbLILLAIOLLIEM
npennoXxeHne cnpoce. Noatomy npoaasLbl Ha
AePUUNTHBIX PblHKaxX MOryT yCTaHOBUTL Lie-
HY, OCHOBbIBAAChb Ha CYObEKTVBHbIX KPUTEPU-
AX. Ha paBHOBECHbIX XXe onnrononbHblx B2B
PbIHKax XO3ANCTBYIOLLME CYObEKTbI HANPSAMYIO
OPUEHTUPYIOTCS HA 0ObEMbI M LIeHbI CBOMX KOH-
KYPEHTOB.

[NprBefeHHble paccyxaeHna no3BonsioT
aBTopaM MPEeAnonoOXnTb, YTO ONUIFOMONbHbIN
OEDUUNTHBIN PbIHOK TakXe MOXOX Ha PbIHOK
YUCTOW MOHOMOMUN C MO3NLUIA PbIHOYHOM CU-
Nbl MOKyNarenen 1 NpoaasLoB. 10 MHEHWIO aB-
TOPOB, EANHCTBEHHOE OTIMYME AePULMUTHORO
PbIHKa ONMrononmMmn OT YACTOM MOHOMOMUN — 3TO
OTCYTCTBME M3AEPXeK 06LLECTBEHHOrO tnaro-
COCTOSAHNS, MOCKOSbKY ONUrONONnCT Ha aedu-
LUNTHOM PbIHKE HE MPWMET PELLEHUNE O CHIUKe-
HUM 06bemMa BbIMyCKaeMOon NPOAYKLMU.

CKngkm Ha pepuLUnTHBbIX
onuronosibHbIX B2B pbIHKax Kak
c¢hopma LLeHOBOM AUCKPUMMHALIUN

B peaynbrare n3aMeHeHns pbIHOYHOM BNacTu
nokynartenen n NpoaaBLOB Ha AeUUNTHBIX
OnNMrononbHbIX B2B pbiHkax nponcxoauT u 13-
MEHeHMe CYLLHOCTN MCMNOMb30BaHUA CKMOOK
B pamkax nofUTUKN LLeHO0Opa3oBaHuUM X035i-
CTBYIOLLMX CYObEKTOB Kak MeToda CTUMYyINPO-
BaHMs cobiTa. CKMOKM M3 MexaHnama 4oBpoco-
BECTHOW KOHKYPEHTHOM 60pbObI 3a nokynare-
N9 TPaHCAOPMUPYIOTCS B MEXAHU3M LIEHOBOW
ANCKPUMUHALMK (BTOPOW 1 TRETbEN CTENEHN),
KoTopas Ha AeULMTHBIX PbIHKax nepectaeT
ObITb NPeporaTMBO TONbKO AOMUHUPYIOLLErO
XO3AMCTBYOLLEr0 cybbekTa.

icnonb3oBaHWe CKUAOK Kak MHCTpyMeHTa
LIEHOBOW ANCKPUMMHALMM BTOPOW cTeneHmn Oy-
LEeT nepepacnpenenstb NoTpednTeNsCKUN 13-
NULLEK CNNLLIKOM HEpaBHOMEPHO. BO3HNKHET
cuUTyauus, Npyv KOTOPOM HEMHOTME KOMMaHMm-
MoKynatenu MoryT OCyLLIECTBUTb CAENKY Ha HO-
BbIX YCITOBUSAX, @ OCTalbHble, HE obnagaroLme
COOTBETCTBYIOLLIMIM PECYPCOM, B YCNOBUAX HO-
BOV LieHbl 6yQyT AMCKPUMNHMPOBAaHbI: y 6onee
OVHAHCOBO YCTOMYMBBIX 11 06ECNEYEHHbIX KOM-
naHnii 0cTaeTcsi BO3MOXHOCTb NPUOBPETEHNS
TOBAPOB (XOTS U C CUMbHBbIMK MOTEPSIMM), a ANs
Opyrov rpynnbl noTpebuteneit (¢ MeHee obe-
CcrneYeHHbIMU (OUHAHCOBbLIM BO3MOXHOCTSIMI)
npuobpeTeHne ByaeT B NPUHLMNE HEBO3MOX-
HbIM B CUITy YOBITOYHOCTM CAENOK.

[MprMeHeHMe CKMOOoK A5 OOHUX MoKynaTe-
nev 1 HeMcnonb3oBaHue X Ana Apyrux karte-
ropuin NokynaTtenen B yCnoBuax HeanacTuny-
HOCTOro cnpoca Ha gedouumTHOM B2B pbiHke
(LeHoBas ANCKPUMMHALNS TPETbEN CTEMNEHN)
TakXe CHWKaeT U3nuLek nokynatenei. MNpw
3TOM y MOKynaTenen, y KOTopbIX HE3MacTny-
HOCTb CMpOcCa BbIpacTeT 3Ha4YMTENbHEE, MO-
TPEOUTENBCKNIA USMULLIEK CHU3UTCHA CUMbHEE,
ay Tex, KTo 6yaeT 6ofee yCTon4MB K N3MeHe-
HUIO CMpOCa, OXKMAAETCA MeHee Pe3Koe CoKpa-
LLieHVe NOTPEONTENBCKOro U3NNLLIKA.

Takvm 06pas3om, UCNONb30BaHME Ha ONn-
rononbHbIX AeduUNTHLIX B2B pbiHkax pas-
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HbIX METOOOB LieHOO6pa30BaHUsS Ans pasnmy-
HbIX KaTeropuin NnoTpebutenei, B TOM Yn1cne
NOCPEACTBOM peanmadaunmy CKMOOYHOM Nonu-
TUKK, MOXKET CTaTb MPUYNHOWN LLEHOBOW OUC-
KpUMUHaLIMK Nokynatenen. B cBa3m ¢ Tem, 4To
B COBPEMEHHbIX YCNOBMAX BCe Yalle Habnto-
gaeTcs noseneHe AeULUTHBIX PbIHKOB, aB-
TopaM NPeAcTaBnaeTca LenecoobpasHbiM 60-
nee rmy6oKo nccnegoBartb BOMPOC VMMEMEH-
TaumMm aHTMMOHOMOMbHbLIX HOPM, COoAepPXXaLLIMX
3anpeT Ha LIeHOBYIO OUCKPUMMHALMIO B OTHO-
LEHN KOMOaHUI, 3aHMatoLLIMX JOMUHNPYIO-
Lee NonoxeHne, ang Xo3ancTBYIOLX Cybb-
€KTOB, (PYHKLMOHVPYIOLLIMX Ha OUIOMNOSbHbIX
AePULINTHBIX PbIHKAX.

3aknoyeHue

MapkeTnHroBble cTpaTernn LeHoobpaso-
BaHusa Ha B2B pbiHkax, 0cobeHHO Mpu NpoBa-
nax pbiHKa, BbI3BaHHbIX Hann4em gedumumta,
NpPencTaBnAoT BaXKHbIA HAy4YHO-MPaKTUHECKNN
NHTEPEC U NpeaMeT nccnegosanHms. B cuny
NPUHUMAMANbHBIX OCOOEHHOCTEN TakMe PbiH-
KM MO CBOEW CTPYKTYpe OTHOCATCHA K ONUro-
NOMbHbLIM PbIHKaM, XapakTeEPUIYIOLMMCH Bbl-
COKNM YPOBHEM KOHLEHTPALMN PbIHOYHbIX JO-
e B CUNy OrpaHnNYeHHOCT cocTaBa npoaaB-

Cnucok nuTtepartypbl

LIOB 1 BbICOKOW VHTEHCUBHOCTBIO KOHKYPEHLNM
CO CTOPOHbI nokynarenemn. lostomMy faxe Ha
PaBHOBECHbIX ONUrononbHbIX B2B pbiHKkax oT-
MeYatoTCa [OCTaTO4HO pa3dHoobpasHble cTpa-
Ternv LueHoobpasoBaHns C MPUMEHEHNEM Ba-
pUaTVBHBIX CKMOOK C LENbIO YAep»XaHWs Moky-
nartens, noBbILLEHWA €ro yAOBNEeTBOPEHHOCTY
1 NoANbHOCTU. B Takmx ycnosumax rmokasa no-
NUTUKa CKMOOK SBNAETCA 3HAYMMbIM YCOBMEM
YCMELLHOW KOHKYPEHTHOM 60pbObI.

Cutyaumns KapanHanbHO MeHAETCH B CIy-
Yasix MOTEPWN PaBHOBECUS PbiHKA U NPOsiBie-
H1a geduumta. PbiIHOYHaA BNacTb NpoaaBLIOB
Ha OedULUTHbBIX ONMrononbHbix B2B pbiHkax
No CBOUM XapaKTeEPUCTVKaM CTaHOBUTCHA MakK-
CVManbHO NPUBAMXEHHOM K MOHOMONBHOW,
N UCNONb30BaHWE CKMAOK Ae-pakTo nNpuBo-
OVT K pa3nuyHbiM oopMamM LEeHOBOW OAUCKPU-
MUHaUWMK Nokynatenen. Poccninckoe aHTUMO-
HOMOMbHOE 3aKOHOAATENBCTBO AOBOJIbHO YeT-
KO OMMCbIBAET 3anpeT Ha LIEeHOBYIO ANCKPUMU-
HaUMio, OOHAKO HEe Y4YUTbIBAET BO3MOXHOCTb
OCYLLECTBNEHNSA LIEHOBOV ANCKPUMUHALMN CO
CTOPOHbI HEAOMUHMPYIOLLIVIX CYObLEKTOB B YCO-
BMSX AEUUNTHBIX PbIHKOB, YTO TPEOYET onpe-
[OENEHHbIX NPEBEHTVBHbBIX MEP MO Hefonylle-
HVIO NOOOBHON OrpaHNYUTENbHON OENOBOW
MPaKTUKM B CIy4Hasx HEPaBHOBECHbIX PbIHKOB.
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