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Ceknust «43.6 CeTn B 9KOHOMUKE U yIPABJICHUN: TEOPUS U MPAKTUKAY
KimroueBbie cermeHThI b2b phIHKA CIIOPTUBHOI SKNOUPOBKHA

BasBka Ne 1666328

Poccuiickuit B2B-pbIiHOK clIOpTHBHOI SKUITUPOBKN — (hparMeHTUpOBaHHAas OTPACIb ¢ HEBbI-
COKMMU OapbepaMy BXOJa U OTCYTCTBHEM JOMUHUPYIONINX UTPOKOB. Takwue yCJIOBHS CIIOCOO-
CTBYIOT YCI/IJIGHHOfI KOHKYPCHIIMM W IIOBBIIIAIOT 3HAYMMOCTD TOYHOI CeIrMeHTallun KJIMEHTOB,
UI'POKOB ¥ TPOJYKTOBBIX TpejioKennii. [loHnManme 5TUX CEerMeHTOB MO3BOJIAET KOMITAHUSIM
BBICTPAMBaTh &JIPECHbIE MapKETHHIOBBIE CTPATErMH U YKPEIUISITh MMO3WIIMA B yCJIOBUSIX CAHK-
1uit, TpancopMaIui IMIOPTa 1 U3MEHEHUH B rOCyIapCTBEHHOM (PUHAHCHPOBAHUU CIIOPTA.

Jokia 1 mocBsien KiraccuuKaiusaM Pa3/JIndHbIX TPYII UTPOKOB U IIOTpeOUTE el 1 BhIIe-
JIECHUIO CETMCHTOB Ha PBIHKE.

Ha OCHOBaHHUU ITPOBEACHHBIX FJIY6I/IHHBIX WHTEPBbIO C YHaCTHUKaMM PbIHKa IIpUBEJICHa KJIacC-
cudukanug norpedburesieir mo 26 nmpusnHakam. Kiraccudukarus crajia GyHIAMEHTOM JJIsd BbI-
JIeJIEHUST TPeX KJIOUEBBIX CeIMEHTOB IHoTpedbuTe el Ha b2b phIHKe CHOPTUBHON SKUIUPOBKH -
HEIEHTPAJIM30BaHHbIE JIIOOUTE N, IPOdECCUOHAIBHBIE OPIaHU3AIMN U BBICOKOKACTOMU3UPOBaH-
HbI€ ITPOEKTHI. Ka)K,HbeI CEI'MCHT OXapaKTEpHU30BaH MW OIIMCaH C TOYKHN CPCEHHUA IIPUMEHUMOCTH
MapKETUHI'OBBIX IIOJAXOJ0B U MHCTPYMEHTOB IIPO/JazK.

BoiiesleHbl TUIIBI ITPOKOB PBIHKA - KPYIHbIE PO3SHITHO-OPUEHTUPOBAHHBI OPEH b, JTOKAIh-
HblE€ TTPOM3BOJIMTENN SKUIMPOBKU Ha 3aKa3, MOCPEJIHUKHU- JIUCTPUOBIOTOPHI M PEKJIaMHbIE U
nBeHT-areHTcTBa. st OMHUX UTPOKOB b2b PBIHOK SIBJISIETCST OCHOBHBIM, JJIsl JIPYTUX TOOOUHBIM
U JayKe JOTAIMOHHBIM. JTO OObACHAET PA3HUILY B IEHOOOPA30BAHUU U IIOIXOAaX K acCOPTHU-
MEHTY.

Tpernit ypoBeHb, Ha KOTOPOM ObLIa MIPOBE/IEHA XapaKTEPUCTUKA PBIHKA - TPOJIYKT. Bhiaesre-
HbI TaKHe IPOLYKTOBbIE CEIMEHTHI KaK CTOKOBAasl IIPOLYKITUS U KOMaHIHbIE KOJLIEKIINA OPEH/IOB,
HPOJLYKITUSI 110JI 3aKa3 POCCUIICKOrO IIPOM3BOJICTBA, IPOAYKIIM IO 3aKa3 3apyOesKHOro Mpou3-
BOJCTBa. ﬂaHHbIe TUIIBI IIPOJAYKIHUN OTJIMYalOTCA B IIEPBYIO OY€pPEAb BO3SMOXKHOCTAMM IIO Ka-
CTOMMU3aIIIN U HpOI/IBBO,HCTBeHHO—HOFI/ICTI/I“IGCKOI;'I HeHO‘IKOfI, qTO JejacT UX IIpuBJIeKaTe/JIbHbIMUA
JUUTST PBI3HBIX KJIMEHTCKUX TPYIII.

CermentHasi cTpykrypa B2B-pbiHka cropTHBHOI SKUIIMPOBKHU 3a/Ia€TCA COYETAHHEM TPEX
oceii: TUIT KJIUeHTa, TUII UT'PoKa U dpopMaT mpojaykra. KoMmanum, Koropble yMeIOT 0ITHOBPEMEH-
HO pa6OTaTb C HECKOJIbKMMHI KJIMEHTCKMMM CerMeHTaMU, KOM6I/IHI/IpOBaTb CTOK M KaCTOMHYIO
¢dopMy ¥ BBICTPAUBATH YCTONYMBBIE TAPTHEPCTBA B TPOMECCUOHATLHOM U KOPIIOPATUBHOM CEK-
TOpe, MOJIYIal0T CTPATErnIeCKOe MPENMYIIECTBO B YCJIOBUASIX HEOIPEIeIeHHOCTH .
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