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AHHOTALNA

[ToTpeOHOCTh B KOMIUIEKCHOM MOfIep)KKe MeX(OUPMEHHOI a1eKTpoHHOi B2B Toprosmnu, kak adhekTrBHOI cpebl (yHKIMOHUPO-
BaHUsI MAJIOTO M CpeJiHero Ou3Heca, ceifyac Bo3pociia Kak HUKora paHblie. OCHOBHAS 3a/1a4a NCCIIEI0BAHMS — BBISIBUTD TIPOOIEMBI,
TOPMO3AINE PAa3BUTUE HHTCPHET-TOPTOBJIU B CETMEHTE BZB, U 1aTb PCKOMCHIAILIMH T10 €€ Pa3sBUTHUIO B Poccuu B YCIIOBUAX DKOHOMHU-
YECKHMX CaHKIHI co cTopoHbI 3anaga. OCHOBHBIE 0apbepbl aBTOMATH3AINH 1 LI(POBU3ALMH IIPOJIAXK U 3aKYIIOK HAa MeXK(PHUPMEHHOM
YpOBHE B3aMOACHCTBHS 3aKJIOYAIOTCS B: 1) IpeBalMpOBaHUU KOHCEPBATUBHOTO IIPE/ICTABIICHUS O BelcHUU On3Heca B B2B, Hexe-
JIAHUU MEHSITh yCTapeBIIre OM3HeC-POLEecChl; 2) OIIMO0UHOM CYXKICHHH, YTO 3aIlyCTUTh coOCcTBeHHbIe B2B oHnaiiH-pemenus — 31o
OYCHB JIOPOTO M CJIOXKHO; 3) MpEeICTaBICHUH O TOM, YTO co3laHue codcTBeHHoro B2B moprana wim ruiardopmsl LeaecoodpasHo
JIMIIB JUIsL KPYITHOTO OM3Heca; 4) HeI0OLEHKe KOJIOCCAIBHBIX IPEUMYIIECTB U BBITOJ, KOTOPBIE AaeT HU(POBU3ALIMS TSl KOMIIAHUH
MaJioro u cpeiHero 6uszHeca. Vcxons U3 pesynbTaToB aHajIn3a BBILICU3IOKCHHBIX 0apbepoB COPMYITHPOBAHbBI HATIPABICHHS IS
6oJ1ee aKTHBHOTO BOBJICYEHHS B IEKTPOHHYIO TOPIOBIIIO KOMIIAHUH MajIoro U cpeaHero ousHeca. A nMeHHo: 1) o0ydeHue npejcra-
BUTeNel OM3Heca crienuduKe OpraHu3aliy U OCYIIECTBICHUIO aBTOMAaTH3HPOBAHHBIX MIPOLECCOB 3aKYIKH U MPOAAXK; 2) pa3BUTHE
OHJIAMH-TIIONIAIOK, OOBEANHSIONMX MHOYKECTBO MPOAABIIOB U MOCTABIIMKOB IPOAYKIINH, JJOTHCTHYECKUX ¥ (DMHAHCOBBIX KOMITa-
HHSIMH, TaK KaK TaKoi MHCTPYMEHT He TpeOyeT WHBECTHIIMH B CO3/[aHNe HHTEPHET-IUIAaT(OPMBI U HE HECET 3aTpaT Ha COoJlepiKaHHe
cobcrBennoro UT-nenapramenta; 3) pa3BUTHE KOMILIEKCHOH TOJIEPIKKH JIEKTPOHHOW TOPTOBIIM KOMIIAHHI Majoro M CpeHero
Ou3Heca, B TOM 4HciIe OHOOPAMHT; 4) MOJEpHH3AIMsI HOPMAaTHBHO-TIPABOBOM 0a3bl PEryJIMpOBaHMS JIEKTPOHHONW TOPTOBIM Ha OC-
HOBE UCIIOJIb30BaHMST HH(POPMAMOHHO-TEIIEKOMMYHHUKAIIMOHHBIX TEXHOJIOTHH, TaK KaK AJIEKTPOHHAs TOPTOBIIsL perynupyercs Mo-
nenpHbIM 3akoHoM Conpysxecta HezaBucumbix ['ocymapets «O0 211eKTpOHHON TOPIOBIIeY; 5) CO3MaHNE CUCTEMBI TOCYIapPCTBEHHOM
HOJUICPKKH JICKTPOHHOW TOPTOBIIH, TaK KaK OHa SIBIISIETCS IPpaiBEepOM Pa3BUTHS HAIIMOHAIBHON SKOHOMUKH.
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ABSTRACT

Today, more than ever, there is a need for comprehensive support for intercompany electronic B2B trade, as an effective business
environment for the functioning of small and medium-sized businesses. The main objective of this study is to identify the prob-
lems hindering the development of Internet commerce in the B2B segment, and to provide recommendations for its development
in Russia under the sanction’s restrictions imposed by the West. The main barriers to automation and digitalisation of sales and
purchases at the intercompany level of interaction are: 1) the prevalence of a conservative idea of doing business in B2B, unwill-
ingness to change outdated business processes; 2) the erroneous judgment that launching your own B2B online solutions is very
expensive and difficult; 3) the idea that creating your own B2B portal or marketplace is advisable only for large businesses; 4) un-
derestimation of the enormous advantages and benefits that digitalisation provides for small and medium-sized businesses. Based
on the analysis of these barriers, directions for more active involvement of small and medium-sized businesses in e-commerce
are formulated. Namely: 1) training of business representatives in the specifics of organizing and implementing automated pro-
curement and sales processes; 2) the development of online platforms that bring together many sellers and suppliers of products,
logistics and financial companies, since this tool does not require investments in the creation of an Internet platform and does not
bear the cost of maintaining its own IT department; 3) development of comprehensive support for electronic commerce of small
and medium-sized businesses, including onboarding; 4) modernization of the regulatory framework for regulating electronic
commerce based on the use of information and telecommunication technologies, since electronic commerce is regulated by the
Commonwealth of Independent States Model Law “On Electronic Commerce”; 5) creation of state support system for electronic
commerce, as it is a driver for the development of the national economy.
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BBEAEHWE / INTRODUCTION

B ycnoBusX caHKIIMOHHBIX OIpaHUYECHUH, HAJOKEHHBIX HA Poccuto ctpanamu 3anana B Havane 2022 1. B CBA3U
CO CHelHalbHOW BOCHHOHN omnepalueil Ha YKpanHe, pOCCHUCKHI OM3HEC CTOJKHYJICS C CEPhE3HBIMH MPOOIeMaMH.
ITo naHHBIM MOHUTOPHUHTA, IPOBEJIEHHOIO amnmnaparoM YmnojliHomoueHHoro npu IIpesunente Poccuiickoit denepa-
LAY 110 3allUTe TPaB NpearnpuHuMarene, okoio 30 % xomnanuii umeroT 60see 50 % UMIOPTHBIX COCTABIISFOIINX
B IIpou3BocTBE Tpoaykiuu. Okoso 40 % 1ieneii mocTaBok u3-3a pybeska ObuT0 pazopBano’. Js MOAIEPKKY U pas-
BHUTHSI TIPESIITPUHUMATEIIHCTBA, MAJIOTO U cpenHero onzHeca [IpaBurenscTBo Poccuiickoit deneparuu pazpadarpiBaeT
Mepbl CTUMYJIUPOBAHUS, B YACTHOCTH JbTOTHBIC YCIOBUS MHBECTUIIMOHHOTO M 00OPOTHOTO KPEAUTOBAHMUSI, CHSTHE
JIOTIOJIHUTENIBHBIX TPEOOBAaHUH IO TUIIEH3UPOBAHUIO U cepTH(UKAIMK BUIOB JesTelbHOCTH. Ho s oGecnieueHust
(hyHKITHOHUPOBAHUS TIPEATIPHHUMATEIHCKON TEATESILHOCTH HEOOX0IUMO co3manue 3PGEeKTUBHON JACIOBOM CPEIbI.

MasnomMy u cpeqHeMy OM3HECY WHTEPHET-IIPOCTPAHCTBO JAET OTPOMHBIC BOBMOXKHOCTH HE TOJIBKO JJISI TPOJNAXKU
U TIPOJIBMIKEHHSI CBOETO OpeH/ia, MOMCKa TOTEHIIMAIBHBIX KITMEHTOB, HO M JUIsl IOMCKA ITOCTABIIUKOB 10 UMIIOPTO3aMe-
[ICHUIO, a TaKKe JUIA OpraHU3aliy B3aMMOJISHCTBUS ¢ TTAPTHEPAMH, Teorpa(uyecKy yIajJeHHbIMU JIPYT OT Apyra, KaK
BHYTPH CTpaHBbl, TaKk U 3a ee npenenamu [XKykos, 2019]. Onnaiin-momanku B2B npeaocTaBiasioT KOMIAaHUAM 3TH BO3-
MOXHOCTH B YCJIOBHSIX OTPaHUYEHHOTO HAYaIBbHOTO KalUTaja, Tak KaK KPYIHBIX BIOYKCHHI WHBECTHIIMI B CO3/1aHHE
(hm3mvecKknx KaHAJIOB NpoJaXK He TpeOyercs. Takum oOpa3om, obecrieanBaeTcss OBICTPHIN JOCTYH K 0a3e MOCTaBIIMKOB
1 KJIMEHTOB, JOCTUTACTCS PO3PaYHOCTh B3aUMOJCUCTBUS, ypoliaeTcs npouecc oomena nadopmanueii. Kpome storo,
kak ormedaroT bypmuctposa 1.K., Kyomma M.M. [2018] mpoucxonuT 3HAYUTETHFHOE COKpAIICHUE 3aTpar Ha OpraHu3a-
LU0 U TIOJIEpKaHNEe B3aWMOOTHOIIICHUH U B3aWMOACHUCTBUIA MEXTy TTapTHEPAMHU Ha MHTEPHET-TUIOMIA/IKAX.

HecmoTpst Ha BHYWIHUTENbHBIA 3a MOCIEAHUE TOAbI POCT PBIHKA OHJAWH-TOPTOBIAM B cermeHTe B2C
(anri. Business-to-Consumer, pyc. OusHec st notpeOuTess), B OOJbIICH CTEIICHU CBA3aHHBIN C MaHAeMUCH
COVID-19, snexrponnas B2B toprosms (anri. Business-to-Business, pyc. OuzHec k On3Hecy) pa3BUBaeTCs CIIHII-
KOM MEJIEHHO. XOTs IPEANpPUATHS yKe JaBHO IMOYYyBCTBOBAIN HEOOXOAMMOCTH B MEPEXOAC Ha IJICKTPOHHYIO KOM-
MEpIIUIO, U ATOT TPEH/] TUIOTHO BOIIEJ B MOBCEIHEBHYIO JKU3HB, HA phIHKE B2B 10 cux mop 3HaunTensHOE KOoInde-
CTBO MPOEKTOB PabOTAIOT «I10 cTapomy (hopmatyy. Jlaxke mpy HaNMMYWK y KOMITAHUH BeO-caiiTa, BHIOOpP TOBApOB OCY-
niectBisiercs yepes pdf-karanor wim excel-rabnuily, a mpueM 3aka30B MPOUCXOIUT MO TesedoHy JIMO0 MO AIEKTPOH-
HOM mouTe. OO6paboTKa 3asIBOK OCYIIECTBISIETCS BPYUYHYIO M COITPOBOXKAACTCS MHOKECTBOM TeNle(DOHHBIX 3BOHKOB.

JNINTEPATYPHbIN OB30OP / LITERATURE REVIEW

OO0beMBbI ONTOBBIX MpOJIaXx B cekTope B2B ¢ kakapIM rooM HEYKOCHUTEIBHO PACTYT, HO TEMIIBI pOCTa OITO-
BBIX MIOCTaBOK HECOIOCTAaBUMBI C TEMIIaMH Pa3BUTHUSI MHTEpHET-Ipoaax B cermente B2C. [lo naHHBIM 31€KTpOH-
HBIX TOProB Ha ruiomaake B2B-Center?, 3HaYUTEIbHYO 00 00BEMOB ONMTOBBIX 3aKYMOK COCTABJISIOT KOMITAHHH
PO3HUYHOI TOPTOBIH, TEICKOMMYHHUKAIIMKA ¥ HHPOpMannoHHbIe TexHonoruu (nanee — UT) (puc. 1).

OnexTpoHHy10 B2B TOprosito npuHATO pa3neisaTh Ha ABE KATETOPUHU: TOPTOBIIA TOBapaMHu (HalpuMmep, CTaJbIO,
XUMHYECKOH MPOAYKIHEH, TEKCTHIIEM, 000OPYIOBaHUEM U T.JI.) U HEMaTepHaJlbHBIMU NIPOAYKTaMu (Hampumep, mpo-
IrpaMMHBIM 00€CTICYeHHEM, JIOTUCTHUYECKIMH, MAPKETHHIOBBIMHU, OAHKOBCKUMHU, IOPHINICCKUMHU yCIyTraMHu U T.]1.).
ITo mamaem uccienoBanus B2B-Center, B poccuiickoM cermenTe B2B muaupyroT 3akynkyn HeMaTepHaIbHBIX MIPO-
IOYKTOB, UX 00IIas 10 B 00beMax 3aKyIMoK cocTaBisieT okoio 35 % (puc. 2).

Oxono 80 % mpoJaBIIOB BEIXOASAT HA MAPKETIUICHCHI, 4TOOBI 00ECIICUNTh NTyOHHY IPOHUKHOBEHUSI HA PHIHOK U YBE-
JUYUTH TIponaxH, 42 % — 4ToOBI pacmupuTh Teorpaduio MPoaaX 1 BEIUTH B IpyTHe PeruoHsbl, 37 % — 4TOOBI MOBBI-
CHUTb y3HaBaeMOCTh ToBapoB. Kaxkaplil Tpetnii mponasen (29 %) ucrnons3yeT MapKeTIUICHCHI, YTOOBI BIIEPBbIC HA4aTh
nponaBarh yepes cetb «MHTepHeT» (nanee — MnTepHeT), a Kaxabiil nateiid (20 %) — 9T00BI CHU3UTH U3IEPKKH HA TIPO-
naxu . AkTyanbHast HHGOpPMaLKs 110 LIEHaM U TOBapHBIM 3aracaM (0CTaTkaM), COKpalleHue TOPIOBbIX MTOCPEIHHUKOB,
370pOBast KOHKYPEHLUS — 3TO (PaKTOPbI, TO3BOJISIIOLINE KOMIIAHUSM ONITUMHU3UPOBATH CBOIO 3aKYIOUHYIO ACATEIBHOCTb.

! llysanoea M. (Uerepr 17 map. 2022). [Topuepixka Maioro u cpejHero 6usHeca B ycloBusix caHkuuii / ['apant.py. Pexum nocryna: https://www.garant.
ru/article/1532971/ (nata obpamenus: 22.05.2022).

2 B2B Center. LleHTp 21eKTPOHHBIX TOproB. Pexxum nocryma: https://www.b2b-center.ru/market/ (nara obpauienns: 19.05.2022).

3Datainsight.ru. Cennepsl Ha poccuiickuX MapkeTiieiicax. Pexxum gocryna: https://datainsight.ru/sites/default/files/Datalnsight _SellersOnMarketplaces2020.

pdf (mara obpamenus: 25.05.2022).
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4 B2B Center. LlenTp 21eKTpOHHBIX TOproB. Pexkum nocryna: https://www.b2b-center.ru/market/ (nara o6pamenus: 19.05.2022).
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Koneuno e, eciii paccMaTpuBaTh acTekT mudpoBu3anun, To ousnec B2B 3nHauntensHo orcraet or B2C-0m3-
Heca. Po3HUYHBIE TOPrOBEIE OHIIAWH-TIIAT(GOPMBI CTAIA HAOUPaTh MOMYJISIPHOCTH €IIe JI0 Hadala MaHJeMUuu. A BOT
¢ onToM cutyanus apyras. Cnpoc Ha OHJIAWH-TUIONIAAKHU JUIsl TOPTOBIM BO3POC 3a BpeMs MaHJIeMUH, Korja Ou3Hec
yIIEN Ha yIaJeHHYI0 paboTy ¥ BBIHYXKACH OB aBTOMAaTH3UPOBATh CBOM MPOIIECCHI [T MUHUMH3AIIUN B3aNMOJICH-
CTBUSI MEXAY JtoAbMU. VIMEHHO Torna mosiBuiach HEOOXOAMMOCTh BO BHeApeHuHn B2B-mopranos, kotopas coxpa-
HSETCS 0 CHX TOp.

[Ipumepom 3amycka B2B-moprana crana rpymnma BTh. [Inardopma «BTh bu3nec-kOHHEKT» — 3TO TMOUCK TIO-
Kynareyneil u ynpaBieHUE NMpoAakaMu KoOMIaHuil. bnarogapsi mpocToi perucTpauuy ¥ MOMOIIU B BEICHUU 3JICK-
TPOHHOIO JIOKYMEHTO00O0pOTa, CEPBUC yKe MPUBJIEK Ha miardopmy Oosee 20 ThICAY KOMITAHUH-KIIMEHTOB 110 BCEH
Poccun u mpenocraBisier Ooybllle MIJUIHOHA MMO3UIIMN PA3IMYHBIX TOBapoB M ycuyr. [locTaBmuku miatgopMsl
MMEIOT BO3MOXKHOCTh IPUHUMATh YYaCTUE B 3aKyNKaX KPYIMHBIX KOMIIAHWI, HO HA CyMMY CJEIIKH He OOJIbIe, YeM
3 miH py0. Taxke mMOCTaBUIMKA MOTYT y4acTBOBAaTh B MpOrpamMMe MOAEPKKH dKCTIOPTHOM akcenepaliu, T0 ecTh
MEPEHECTH CBOM TOBAp, B TOM YHCJIe, HA MEXyHApPOIHbIE MapKETIUICHChI, Takue Kak Aliexpress, Amazon u eBay”.

OCHOBHBIMHM BO3MOXKHOCTSIMH TUTaT(HOPMBI SBIISTFOTCSI:

— OecriaTHOE UCTIONh30BAHHE OCHOBHBIX (DYHKIIMIA, MJIATHBIM JONOTHUTEIbHBINA (QyHKIIMOHAT;

— aBTOMAaTU3UPOBAHHBIN TIporiecc 00pabOTKH 3aKa30B MOCTOSHHBIX KIMEHTOB;

— BBIXOJ] HA MUPOBBIE MapKETILJICHCHI,

— pa3pabotka coocTtBeHHOr0o B2B-caiiTa komnanuu Ha riaTdopme;

— BBIOOP HaWJIYUIIEeTO Croco0a /i pa3MelleHns TOBAPOB U YCIyT: PYYHON BBOJI, HHTETPAIlHs, BRITPY3Ka;

— TIOMOIIb MAPTHEPOB C JIOTUCTUKOW M IUCTpUOYLMEH, OpraHu3almen miaTexei.

[Ipusnekats HOBYIO aynutopuio BTH mo3BosnsieT 10, 4TO TpyM HEOOXOAMMOCTH MOCTABIIMKH MIaT(GOPMBI CMO-
ryT HOJIYyYUTh NogaepxKy ot Poccuiickoro DkcnoptHoro LleHTpa, B TOM 4HCli€ U KPEAUT B aBTOMAaTHYECKOM pe-
xume. OcymecTBisATh padboTy ¢ IaTGOopMOl MOXKHO Yepe3 MOOMIIbHOE NpUIoKeHne. B HEM MOKHO TOAKIIOYUTD
YBEJIOMJICHHS O CTaTyce 3aKa3a, pa3MeCTUTh CBOM 3aKa3, MOy4acTBOBaTh B Toprax M T.J. 3akynku Ha «BTb bus-
HEC-KOHHEKT» MOJTHOCTBHIO aBTOMAaTH3WPOBAHBI, TOCTYN KO BCEH JOKYMEHTAIIMHM HAXOIUTCS B DJIEKTPOHHOM BHUIE
C DJIEKTPOHHOH MOANKCHIO.

Koneuno jxe, co3garhs Takyro IUIOMIAAKY C HYJS CBOMMH CHJIAMH, 0pa0daThIBaTh €€, TECTUPOBATh, IPOBEPSTH
Ha pa3INYHbIC TUTIOTE3BI B TOUCKAX MOAXOISINEH CXEMbI — OTPOMHBIE PACXOIBI, JaKe TS KPYITHOW KOMITAHHUH, y KO-
TOPOIl UMEIOTCS COOCTBEHHBIE pecypchl U cBoil U T-nenaprament.

Ho HecMoTps Ha 3P PEKTUBHOCTH, TEXHOJIOTHYHOCTh OPTraHU3aI[MHU MPOIECCOB KYIUIH-MIPOAaXKH Ha rardop-
max B2B, naHHbI CErMEHT 3JIEKTPOHHON TOPTOBIM MUMEET HE3HAYUTEJbHBIM TEMIT pa3BUTHS. MHOrHUE 3KCIEPThI
CXOZSTCS B TOM, YTO OJHOM M3 MPUYMH MOJOOHOM CUTYyalluu SIBJSIETCSI BO3PACT TON-MEHEKMEHTa. [1o naHHbIM HC-
cinenoBanus Stuart Pierce, cpemuunii Bo3pact 6m3Hec-pykoBoauTeneii B Poccun B cpegHeM cocTaBiseT okoiao S0-tu
JIeT, @ B KPYIHBIX KoMmaHusax 53 roga’. [IpeactaBuTenu 3TOH BO3PACTHOM IPyIITbl OOJIBIIE MMOIAraroTCs Ha JTHYIHBINA
OTIBIT U CBSI3H, HE TaK aKTHUBHO IMOJIB3YIOTCS IHTEpHETOM M HE BCeT/ia MOTYT OIICHHTH O3y Lu(poBoit Tpanchop-
MaIliH, TPEANounTasi 00XOIUTHCS 03 PHUCKOB, OCTABIISISI BCE TaK, KaK €CThb.

OpHako, COTPYAHHUKH, KOTOPBIE OKPYKAIOT PYKOBOAHUTENEH, B OONBITNHCTBE CIIydaeB MOJIOXKE HUX. DTO OTHO-
CUTCS U K IIEPCOHAITY, OTBEYAIOIIEMY 3a 3aKyIKH U IOCTaBKU. B 0CHOBHOM Macce 3TO MpeICTaBUTENN OKOIEHHS Y.

[Toxonenue Y win MUJUIEHHANIBI — 3TO JIIOAH, poauBminecs B nepuoq 1981-1996 rr., koTopele BCTPETUIN HO-
BOE THICSYENIETHE B JOCTATOYHO IOHOM BO3pacTe. DTOT THUI JIONEH OTIIMYAeTCs TITyOOKOH BOBIECUEHHOCTHIO B IH (-
poBbie TexHosoruu. [lokoleHne MUILIIEHUANOB, KaK MPaBUIO, HE UCIOJIb3YET JUYHBIC CBSI3U B PCIICHUU YIPAB-
JIEHYECKHX 3a/1a4, BCI0 HeoOXxoauMyto nHhopMmanuio onu iyt B UaTeprere. B 50 % ciayyaeB MuiuieHHaNbI gaxe
He 00paTsAT BHUMaHUS Ha KOMIAHUIO, TOCTYTHOW HH(pOPMAIIUK O KOTOpoii He OyaeT B uTepHere. B nuyHO Xu3-
HU OHM OTJAIOT MPEANOYTCHHUE MOKYIIKaM OHJIaliH, B OOJBIIMHCTBE cily4aeB yepe3 cMmapTdoH. HeoOxoaumo 3ame-
THUTB, YTO METOJIbI OpraHu3alyu padboyero mporecca He UCKITIYAIOT UX JIMYHBIX NpeAnodYTeHnid. Takum oOpasom,
HY>KHO ITOHUMAaTh, YTO HEBO3MOXHO O0OWTHCH 0€3 COBPEMEHHBIX WH()OPMAIIMOHHO-TEXHOIOTHIECKUX CPENICTB s

5 BT Busnec Konnexm. Odunmanbubrii caiit. Pesxum mocryma: https:/www.vtbconnect.ru/ (nara obpamenus: 22.05.2022).
¢ Ecaxosa I1. (Cpena 31 map. 2021). Lndposas tpanchopmaunst B2B: rorossl i k 3roMy poccuiickue komnannu? // RB.RU. Pexum nocryna: https://rb.ru/

story/beready4b2b/ (nara odpamenus: 18.05.2022).
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OCYIIECTBICHHUS ONTOBOW TOPTOBIHW. Takme crocoObl MPUBIEKAOT U yACPKUBAIOT ayAUTOPHIO, KOTOpas yKe CBHI-
KJIaCh C yZIOOHBIM M TIOHATHBIM eii hopMaToM Nokynok. M3 vero cienyer, yto anekrponHas toprosist B2C ¢popmu-
pyet oxxunanus knuentos B2B [Hockosa, 2016; Beibopos, Makaposa, 2020].

HudpoBbie TEXHOTOTHH B IIEJIOM U3MEHWIHN MPUBBIYKY MOTpeOuTeneil. MoOMIbHBIE YCTPOICTBA, MPUIIOKEHUS,
COLMAJIbHBIE CETH, ITOKYNKH B PEXKUME PEaIbHOr0 BPEMEHH Ha calTax 3JIEKTPOHHONW KOMMEPLMH, MAIIMHHOE 00Y-
YCHUC, aBTOMATU3al1d — BCC 3TO U MHOTOC APYroe€ 1mo3BOJIACT O6BI‘IHBIM KJIMEHTaM I1oJiydyaTb MMCHHO TO, YTO OHHU
XOTSAT, KOTJa UM 3TO HYKHO U C JTI0O0OTO YCTPOHCTBa, KOTOPOE YIOOHO IMTOTPEOUTEITIO.

HmenHo mosToMy KomnanusiM B2B-cermeHTa CTOUT MOHUMATh, YTO UX MOKYMIATEIH — 3TO COBEPILIEHHO O0BIY-
HBIC HOTpe6I/ITeHI/I, OHHU XOTSAT TaKOH ke IMPOCTOTHI U YZ[O6CTBa IIpu MONCKE, CpaBHCHUU U, B KOHEYHOM CYETEC, I10-
KYIIKE TPOAYKIINH, KaK W MPU COBEPIICHUH 3aKa30B W MOKYIOK HA CaWTax AIEKTPOHHOW KOMMEPIIMH, TAaKUX KaK
Wildberries, Ozon, Amazon u Apyrux MapKeTIuieicax.

B nenaBuem omnpoce, kotopsiit ITProPortal mposen ¢ yaactuem 300 rmobansubix B2B-opranuzanuit, 75 % pe-
CTIOH/ICHTOB 3asBUJIH, YTO UX KIIMEHTHI XOTIT COBEPIIATh MOKYNKH B MIHTepHEeTe, U MOYTH TPH Y€TBEPTH U3 HUX Ha-
3BaJIM MPUYUHON «IIPOCTOTY OHJIAHH-TIOKYIIOK» .

[Ipu >TOM HemanoOBa)KHOE 3HAUEHHE B MCCIIEIOBAaHUU Bompoca pa3BuTus B2B toprosnu B Poccum umeer us-
y4eHHe MpoosieM, TOPMO3AMuX MU(PpPoBY0 TpaHchopMaIuio 3KOHOMUKH. K 0CHOBHBIM OapbhepaM aBTOMATH3AINH
1 UM (pOBU3ALMH NPOJAXK U 3aKyIIOK MOXXHO OTHECTH:

— IpeBaJMpOBaHKe KOHCEPBATHBHOIO NIPECTaBICHUS O BeZieHnn On3Heca B B2B, Hexkenanue MeHSTh ycTapeB-
e OM3HEeC-TPOIIECCHI;

— omnO0YHOE CyXJEHHUE, YTO 3alyck coOcTBeHHBIX B2B oHmaliH-peniennii — 3To 04eHb JOPOTO U CIIOXKHO;

— IpeJICTaBICHUE O TOM, UTO co3iaHue coOcTBeHHOro B2B moprana uiu oHyaiH-miaThopmsl 1eaecoodpas-
HO JIMIIb I KPYITHOTO OM3HEeca;

— HEeJIOOLICHKA KOJIOCCABHBIX MPEUMYIIECTB U BBITOl, KOTOPHIE JaeT aBTOMAaTH3alus U nu(poBHU3anus 1Jis KOM-
TaHU MaJIoTo M CpeHero Om3Heca.

PE3Y/IbTATbI / RESULTS

Wcxonst u3 pe3ybTaToB aHAIM3a BHIIIEU3I0KEHHBIX 0aphepOB, CYIIECTBYIOIINX B CETMEHTE dIeKTpoHHOH B2B
TOPIOBJIN, MO)XHO COPMYIUPOBATH CIEAYIOLINE OCHOBHbIE HAIPABICHUS I BOBJICUECHUS B 3JICKTPOHHYIO KOMMED-
[UI0 KOMIIAHUK MaJjoro U cpeiHero Ou3Heca.

1. OOyuenue. B 0oCHOBHOM TepeuncIeHHBIE TPUUNHBI, TOPMO3AIINE pa3BUTHE MEK(DUPMEHHOM IeKTPOHHON
B2B Toprosiu, cBsfi3aHbl ¢ HU3KUM YPOBHEM KOMIIETCHIIMH TpeCTaBUTENeH OM3HEeca B 00JIACTH AJIEKTPOHHOM TOp-
TOBJIM, C UX HEOCBEIOMIICHHOCTBIO O CHEIU(HUKE OpraHU3alii U BeJECHUH aBTOMATH3MPOBAHHBIX MPOLECCOB KYyI-
nu-npopaxkn. KommaHusM-nocpenHrukam, MOCTaBIIMKAaM U JIPYTUM YYaCTHHKAM PBIHKA BaKHO MOHMMATh YCTPOM-
CTBO M OCHOBHBIEC MPUHITUTIBI 3 (hekTHBHOCTH OHalH-TuTaThopm [Denoposa, 2019]. Co3nanne IMeKTPOHHBIX yueo-
HBIX KypCOB, BO3MOXKHO Ha 0€3BO3ME3IHOM OCHOBE, M UX aKTUBHOE MPOJBHIKCHHE B JICIOBOH Cpejie MO3BOJIUT H3-
MEHHUTD CIIOKHUBIIIEECS MPEICTABICHNE O CIOKHOCTH U TPYAOEMKOCTH aBTOMAaTH3alllK B TOPTOBIIE, C OMHON CTOPO-
HBI, a C Ipyroil — 00ObsICHUT 3(PPEKTUBHOCTD U 1eJIeCO00Pa3HOCTD MIEPEX0/1a Ha 3JIEKTPOHHBIE TOPTrOBbIE TUIOIAIKH.

2. Pa3BuTHE OHIIAMH-TUIONIAIOK, MAPKETILUICHCOB, 0OBbEANHSIOINX MHOKECTBO MIPOAABIIOB M MOCTABIIMKOB MPOIYK-
IIUH, CEPBUCHBIX TIOCTABIIMKOB (HAIpUMep, JIOTUCTHYeCKre, (prHaHcoBble kommanun). Cozaanne cOOCTBEHHBIX KOpPIopa-
THBHBIX IIAT(GOPM /1151 SNIEKTPOHHON TOPTOBIIM O€3yCIOBHO TpeOyeT Cepbe3HbIX MHBECTHLIMI B pa3padOTKy MM aJalTalnio
MMEIOIIUXCS pelIeHHH 10l KOHKPETHBIH OM3HEC, COMPOBOKAACTCS] BRICOKUMH SKCILTYaTaIllMOHHBIMU 3aTpaTaMy, B IIEPBYIO
ouepenpb CBI3aHHBIME C comepkanreM cooctBeHHoro MT-nenapramenTa. Takum obpazom, OnzHec-1mIaTdopma — mpepora-
THBa KpynHOro ousHeca. i1 Majioro u cpenHero OM3Heca, ¢ TOUKH 3pEHHS ONTHMH3ALMH 3aTpart, ONTHMaJIbHBIM BapHaH-
ToM siBisiercst B2B-mapkermeiic. [1o muennro M. Haymkuna, ocHOBaTessl M AUPEKTOpa MO pa3BuTHIO areHTcTBAa Compo,
B Poccrn ecTh criennain3upoBaHHbIe MAPKETILIENCHI, a YHUBEPCATBHBIX pealbHo paboTaromux B2B-MapkeTiuieiicos Het®.

" ITProPortal (2018). Why should e-commerce sit at the heart of a business’ digital transformation? Pexum moctyma: https://www.itproportal.com/features/
why-should-e-commerce-sit-at-the-heart-of-a-business-digital-transformation/ (nara obpamenns: 14.05.2022).
8 Haymxun M. (Uersepr 13 nek. 2018). B2B mapkeriuieiic: Kak HOCTPOUTh U YIPABISTh 3TUM «iaiinepom» // Compo. Pesxum gocryna: https://www.compo.ru/

blog/b2b-marketpleys-kak-postroit-i-upravlyat-etim-laynerom/ (nara oopamenus: 12.05.2022).
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3. Pa3BuTHE KOMIUIEKCHOH MTOMIEPKKH AIEKTPOHHON TOPTOBIHN JJIs KOMITAHUH MaJIOTO W CPETHETO OM3HEeca, B TOM
YuCJie OHOOPAUHT (aanTaius) nojab30BaTeliell K padoTe Ha HOBOH TOPToBO# ruromajke. [lockonbKy, Kak yTBepxk/a-
toT B.M. bpexnera, B.B. [lerpymuna u FO.A. Pycuak [2020], ycnemHocTh Ou3Heca B dliekTpoHHOU B2B Toprosie
B MEPBYIO O4Yepelb CBSI3aHa C BO3MOXKHOCTHIO BBICTpanBaHus d(D(PEKTUBHBIX OTHOIIEHUH C TTOCTABIINKAMH, TTapTHE-
pamu 1 HOTPEeOUTEISIMH, TaK KaK BaXKHBIM ACIIEKTOM CTAHOBUTCSI KOMIUICKCHAS MOAIEPKKA ONTOBOH OHJIANH-TOPTOB-
JIM, @ IMEHHO: OpraHu3anus JEKTPOHHOTO JIOKYMEHTO000POTa; HAJIMYKEe HHCTPYMEHTOB pacyeTa JIOTUCTUKHU U JI0-
craBkn; CRM-cucrems! (ot auri. Customer Relationship Management — crucrema yrpaBieHHS B3aUMOOTHOIIICHUSMHA
C KIIMEHTaMH), CUCTEMBI KOJI-TpeHuHTa; WMS-cuctemsr (ot anri. anri. Warehouse Management System — cuctema
yIpaBJICHUS CKJIAZIOM), IPOBEepKa CKiIaackux octatkos; PIM-cuctemsr (ot aurn. Product Information Management —
cucTeMa JUIsl IIEHTPATN30BaHHOTO yIIPaBIeHNs OOJBITMMY MacCHBAMHU JTAHHBIX O TOBapax), pemieHus Uil yIpasJe-
Hust uaopmanueit o npoaykunu; SEO-nponsmwxkenue (0T anr. search engine optimization — HouckoBasi ONTUMHU-
3anus); web-aHaluTHKa U Jpyroe.

4. MopaepHu3anusi HOPMAaTHBHO-TIPABOBOM 0a3bl PEryIHPOBAaHUS IEKTPOHHONW TOPTOBIM Ha OCHOBE MCIIOIb-
30BaHUs THPOPMALMOHHO-TEIEKOMMYHHUKAIMOHHBIX TeXHOJIOTUH. B Poccnn HeogHOKpaTHO NpeAnpUHUMAIUCH 110~
TIBITKH CO3/IaHUS U YTBEpKAeHHs 3aKoHa 00 3JIEKTPOHHOW TOPTOBJIH, HO OH TaK M He ObuT mpuHAT. CeroaHs Jiek-
TPOHHAS TOPTOBIIS peryiaupyercs MonenpHbIM 3akoHOM CoppyskectBa HezaBucumsix ['ocynapctB «O0 arekTpoHHON
TOProBjie»’, TO €CTh B POCCHIMCKON JICIOBOM Cpee OTCYTCTBYET CICIMATHN3UPOBAHHBIN YTBEPIKICHHBIN JTOKYMEHT,
pPerylnupyIOUNil TpaHCTPAaHUYHYIO U BHYTPEHHIOIO OHJIAMH-TOProBIII0O HA OCHOBE €IMHBIX NMPUHILHUIIOB [AHApeeBa,
2019]. B pamkax Ctparerun pa3BuTHs TOproBiau B Poccutickoit denepannn 10 2025 . mpeaycMOTPEHO COBEPIICH-
CTBOBaHHE 3aKOHOJIATEIbCTBA B OTHOILICHHH JIEKTPOHHBIX IUIOMAA0K cerMenTa B2B!.

5. Co3pmaHue CHUCTEMBI rOCYJapCTBEHHOM MOIACPKKH MEK(OUPMEHHOH 2nekTpoHHOi B2B Toproemu. Hampu-
Mep, B BenmnkoOputanuu ObITH cO37aHBl pabovrie TPYIIHI IO SIEKTPOHHONH KOMMEPIINH, 3a/1a9 KOTOPBIX 3aKJTI0Ua-
JHUCh B yOeKIeHUN OM3HEca UMETh CBOM ILIOLIaiKu B lHTepHeTe W OKa3aHMM MOMOILM B MPHUBJICYCHUU 3apyOeikK-
HBIX KJIMEHTOB. B cTpanax EBpormeiickoro coro3a Takxe ObUIM MPUHATHI IPOrPaMMBbI, HallpaBJIeHHbIE HA MPUBJIE-
YEeHUE WHBECTULIMHI B 3JIEKTPOHHYIO KOMMEPILHIO U €€ MoJJIepkKy B 1esnoM. [Tokazarenen npumep Kuras. Kuraii-
CKO€ MIPaBUTEIBCTBO 0003HAYMIIO JIECATh HauOoIee BaXKHBIX 33134 B 00JaCTH pPa3BUTHS TOProBiH yepe3 MHTepHerT,
B YAaCTHOCTH: MOAICPKKA PA3BUTHA U PACIIUPEHUS AIEKTPOHHOM TOPTOBIN TPAAUIIMOHHBIX MPEANPUATHH, BKIIIOYas
YHUBEpCAJIbHBIE Mara3uHbl, CylIePMapKeThl M PHIHKHU; MOBBIIICHUE OTBITa POSHUYHBIX IMOKYIIOK B WHTEpPHET-Mara-
3MHaX; CO3/1aHHE CUCTEM NIEKTPOHHON KOMMEPLHHU B CEIbCKOM MECTHOCTH ISl MPOAAXK MPOAYKIIMH CEIBCKOTO XO-
3sCcTBA; OOyUCHHE MPAKTUKE dIIEKTPOHHOW KomMmepiuu U npouee [['yk u mp., 2016].

3AK/TOMEHUE / CONCLUSION

Bo MHOrHX eBponeiickux cTpaHax HabMogaeTcsl TEHASHINS K BBECHUIO MPOTEKITMOHUCTCKUX MEp ISl CTUMY-
JUPOBAHHUS Pa3BUTHS BHYTPEHHEIO PhIHKA ONTOBOM OHJIAH-TOPIOBIH, TaK KaK 9TOT CEKTOpP BO BCEM MHUPE paccMa-
TpPHUBAeTCs KaK MOILHBIN JpaiiBep pocTa HaMOHaJIbHOU SkoHOMUKH [OpiioBa u ap., 2021]. Takum oOpazom, B Poc-
CHU TaK)ke HEeOOXOJUMO CO3aHNe MPOTEKIIMOHUCTCKUX 0aphepoB K OTHOCHUTEIBHO Ka4eCTBEHHOMY M JICIIEBOMY
PBIHKY TOBapoOB M YCIIyI, IpEAJaraeéMblX 3apyOeKHbBIMU OHJIaH-Mara3uHaMu. B ToM 4ucie npoTeKunoHUCTCKas 110-
JUTHKA TIO3BOJHUT AOOUTHCS BBICOKOH MPO3PAUYHOCTH PHIHKA, €T0 JIETAIN3alui U OBICTPOTO poCTa.

Henb3st 3a0bIBaTh, 4TO BAYKHOW COCTABISIONICH AIEKTPOHHONH KOMMEPIIUH SIBIISIETCS JIOTHCTHKA, TO3TOMY He-
00XOAMMBIM 3JIEMEHTOM T'OCYAapCTBEHHON MOAJIEPKKU SIBISCTCS CTUMYJIUPOBAHUE NEATEIBHOCTH JOTHCTHYC-
ckux komnanuid. KO.A. Karposckuii u M.I. IlomysiHoB [2018] ToBOPAT 0 1Eneco0Opa3HOCTH CO3JAaHUST POCCHIA-
CKO¥ eIMHOM JIOTUCTUYECKON OUpPIKH, NEeITeIbHOCTh KOTOPOH MHTErpupoBaHa B OM3HEC OJOKYCHH-TEXHOIOTHH
U CMapT-KOHTPAKTOB.

Takxe K MEpONpHUITUAM IOCYJapCTBEHHON NMOANEPKKH MOKHO OTHECTH, HAIPUMEpP, CO3JaHUE OTPACIEBBIX
3JEKTPOHHBIX TOPTrOBBIX IJIOIIAIOK.

® Monenbubiit 3akon «O0 2IEeKTPOHHOI TOproBiey» (moctanoBieHne MexmapiaMeHTckoit Accambien rocyaapetB-ydactankoB CHI ot 25 wostops 2008 romga
Ne 31-12). Pexxum noctyna: https://docs.cntd.ru/document/902157685 (nara obpamenus: 20.05.2022).
1 Munucmepcemeo npomvlutiennocmu u mopzosiu Poccuiickoti @edepayuu. Crparerun pa3Butust Toprosiu B Poccuiickoit ®enepauun 10 2025 roga. Pexum

nocryna: https://www.zavsp.ru/docs/news/minpromtorg-strategia-torg-2025.pdf (nata obpamenus: 15.05.2022)
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B pamkax rocynapcTBeHHOW MOAAEPKKH CYIIECTBYET MOTPEOHOCTh B pa3padOTKe MEPONPUATHN [IJIS CO3TaHUS
OJIaroNpUsATHBIX yCJIOBHIA, CIIOCOOCTBYIONINX YBEIIMYSHUIO 00beMa MHBECTHUIINI B pa3BUTHE U(PpOBU3AINN OH3HE-
ca ¥ YKOHOMUKH, TaK Kak TeMITbl pocTa peiHKa B2B B 3HaYMTENBHOW CTENICHH 3aBUCIT OT KOHKYPEHTOCIIOCOOHOCTH
1 3Q(HEeKTHUBHOCTH WHHOBAIIMOHHOTO Pa3BUTHS YKOHOMHUKH B 1esioM [bykosa, 2021].

B coBpeMEeHHBIX CIIOKHBIX IKOHOMUYECKUX YCIOBHAX FOCYAapCTBY CTOUT BBIPaOaThIBAaTh HE TOJIBKO Mephl Gu-
HAHCOBOH MOAJEPIKKM MaJIOTO U CPEAHEro OM3Heca, HO M OKa3bIBaTh MOMOIIL B oOecredeHUr dPPEeKTUBHON OH3-
HeC-CpeIbl MyTeM CO3IaHUs OJIATOTPHUSATHBIX YCIOBHH I MeX(OUPMEHHOU 3ekTpoHHONW B2B TOproBmm, Tak kak
OHa SIBIISICTCSI BXXHBIM JPaliBEpPOM B Pa3BUTHUU HAIIMOHAIHLHON SKOHOMUKH.
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