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Cnoco6bl nocmpoenus MapKemunz08blX KOMMYHUKAYUTL ¢ UCNOJIb308AHUEM
npogheccuonanvhuvix niamgopm 0aa npoosudicenus na B2B-povinkax covima

AHHOTAIUS. Ye/bio UCCIICAOBAHUS SBJISICTCS BBISBICHUE U 0000IICHUE 0COOCHHOCTEH U CIIOCOOOB TIOCTPOCHHUS
MapKETHHTOBBIX KOMMYHHKAIIAN C MCIIOJIb30BaHNeM npodeccnonansHbIX miardopm Ha B2B-peiHKax cObITa.

Memooul: B KaueCcTBE METOIOB B MPE/ICTABICHHOM HCCIIEIOBAaHNH HUCIIONB30BAHbI aHATM3 HAYYHON JIUTEPATypHI,
Ooubarorpaduyeckoe ONMMCaHUE, CUHTE3, CpaBHEHHE, 000OIICHHE, a TaKKEe METOJbI Ipa)uuecKord U TaOIMYHOU
BU3yalH3alui. TeOpeTUYecCKOW OCHOBOM IOCIHYXHJIM COBPEMCHHBICE HAaydHBIE CTaThbH, PACKPHIBAIOIIUC
0COOCHHOCTH TPO(PECCHOHATBHBIX COLUHUAIBHBIX CETEl M MEePCIEeKTHBBI MX HMCIONB30BaHUS B OM3HECE, a TaKKe
Hy6HHKaHHI/I, TMOCBAIICHHBIC MAPKCTUHI'OBBIM KOMMYHUKAIIUAM U IPOABUKCHHIO B COLIUAJTIbHBIX CETAX.

Pesynomamer (Findings): B xoze wucciemoBaHus Oblia pa3paboTaHa MHOTOKOMIIOHEHTHAS KOHIENTyaabHas
Mozielh 0coOeHHOCTeH TpHMeHeHUs TpodecCHOHANBHBIX IiargopM B MapkeTrnHre OmsHeca Ha B2B-pprHkax
cObTa. BBIIEneHsl KOHKpPETHBIE CIIOCOOBI TOCTPOCHUS MApKETHHTOBBIX KOMMYHHKALMH C HWCIIOIb30BaHUEM
npohecCHOHANBHBIX  IIaTGOpM  (KOHTCHT-MAapKETUHI, ydYacTHe B  NPO(EeCCHOHATBHBIX  COOOIIECTBAX,
HIepPCOHAM3UPOBAHHBIE KOMMYHHKALUH, TapreTHpOBaHHAs pEKiIama, JEMOHCTpPALUs SKCIePTU3bl U JPYrue).
[IpennoxeHs! 00IIME TPUHIUIIEI U PEKOMEHIAINH 110 3()PEeKTHBHOMY B3anMOAEHCTBHIO ¢ B2B-nioTpeduTensmu B
npoQeCcCHOHANTBHBIX COLMANBHBIX CETAX U Ha MPOPECCHOHANBHBIX TUIATPOPMaX.

Bvi6oowi: nccnenoBanne Mokasano, 4To npodeccHoHaibHble MmIaTGopMbl — 3T0 3PPEeKTUBHBIA UHCTPYMEHT
HOCTPOSHHUST MAPKETHHTOBBIX KOMMYHHKAIMK Ha B2B-pbIHKax cObITa, IPUMEHEHNE KOTOPOTO TpeOyeT OpHEHTAIN!
Ha TPUHLUIEI [IEHHOCTHO-OPUEHTUPOBAHHOTO, KOMIUIEKCHOTO U ITEPCOHATM3UPOBAHHOTO MOIX010B. OTMEUEHO,
YTO MO3UIIMOHUPOBAHNE KOMITAHUH KaK SKCIepTa B CBOEH 00JIACTH CIIOCOOCTBYET (POPMHUPOBAHHIO IOBEPHUTEILHBIX
OTHOIICHWH W CKa3piBaeTcsi Ha A(P(EeKTHBHOCTH TPOABMKEHHS B MNpPO(ECCHOHATBHBIX COLUMUAIBHBIX CETSX.
[pencTaBiaeHHbIE pEeKOMEHIAINHI U MOJIENb OYIyT MOJIE3HBI MAPKETOJIOTaM M CIIEHAIHCTaM 110 KOMMYHHUKALUSIM B
KOMIIaHHIX, OPHEHTUPOBAaHHBIX Ha B2B-cexTop, /Ui MOBBIIEHUS Pe3yIbTaTUBHOCTH MAapKETUHTOBBIX CTPAaTETHil,
pacuIupeHust MPUCYTCTBUS M YKPEIIJICHUSI COOCTBEHHBIX MO3UIIMN HA PHIHKE.

KaroueBble cioBa: mpodeccroHanbHble ImIatgopmel, npoaBmxkeHne B2B, B2B-cermeHT wMapkeruHra,
0COOEHHOCTH TPOABHKEHUSI B OM3HEC-Cpesie, MpoQecCHOHAIbHBIE COLUANBHBIE CETH KaK KaHal MapKeTHHTa B
Ou3Hece

s uutupoBanus: Spanuesa M.M. CrnocoObl MOCTPOEHUSI MAPKETHHIOBBIX KOMMYHUKAILIMH C HCIOIb30BaHH-
eM MpodecCHOHATBHBIX TUIaTGOPM Uisi poaBIkeHus: Ha B2B-priakax cosita // Modern Economy Success. 2025.
Ne 1. C. 14 — 24. DOI: 10.58224/2500-3747-2025-1-14-24

[ocrynuna B penakmuto: 3 centsiops 2024 r.; Onodpena nocie perieH3npoBanus: 5 HosOps 2024 r.; [Ipunsra x
myOnukarmn: 9 staBaps 2025 .

14


https://mes-journal.ru/
https://mes-journal.ru/archives/category/publications

Modern Economy Success 2025, Ne 1/ 2025, Iss. 1
ISSN 2500-3747 https://mes-journal.ru

Yyarantseva M.1.,
L LLC «Asap.Digital»

Ways to make marketing communication strategies using professional platforms for B2B market promotion

Abstract: the purpose of the research is to identify and summarize the features and methods of building market-
ing communications using professional platforms in B2B markets.

Methods: the research methods included literature review, bibliographic description, synthesis, comparison,
generalization, and methods of graphical and tabular visualization. The theoretical basis consisted of contemporary
academic articles revealing the specifics of professional social networks and their potential use in business, as well
as publications on marketing communications and social media promotion.

Findings: a multi-component conceptual model of the features of using professional platforms in business mar-
keting on B2B markets was developed during the study. Specific methods for building marketing communications
using professional platforms were identified, such as content marketing, participation in professional communities,
personalized communication, targeted advertising, showcasing expertise, and the use of analytical tools. General
principles and recommendations for effective interaction with B2B consumers in professional social networks and
platforms were proposed.

Conclusions: the study demonstrated that professional platforms are an effective tool for building marketing
communications in B2B markets, with their application requiring a focus on value-oriented, comprehensive, and
personalized approaches. It was noted that positioning a company as an expert in its field fosters trust-based rela-
tionships and positively impacts the effectiveness of marketing efforts. The recommendations and model presented
in the research will be useful to marketers and communication specialists in B2B-oriented companies, helping to
enhance marketing strategies, expand market presence, and strengthen market positions.

Keywords: professional platforms, B2B promotion, B2B marketing segment, business environment promotion
features, professional social networks as a business marketing channel
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Beenenue YTO MO3BOJISIET UCKIIFOUUTh TEPPUTOPUANIBHBIE U UHBIE
Ilonynspuszanus  pasnuyHBIX  HHCTPYMEHTOB OTrpaHHYECHHS B KOMMYHHKAIIHH.

MHTEpPHET-MapKETHHIAa W 3apEKOMEHJOBaBIIas ceos B Ttoxe Bpems, npoasmxeHne Ha B2B-priHKax
IIpaKTUKa  UX  [OPUMEHEHHMs B KOMIUIEKCE cObITa OTIIMYaeTCs CIeUPUISCKUMU 0COOCHHOCTSIMU
00ycIaBIHBaIOT MPOAYKTUBHOCTH MIOCTPOCHUS B3aMMOOTHOIIEHUH C 1EJIEBOM ayJIUTOPUEH, UTO
MapKETHHIOBBIX KOMMYHHKALMN C HCIIOJIB30BaHUEM MpeObsBISICT XapaKTepHble TPeOOBaHUS K KaHallaM
IUQPOBBIX KAaHAIOB CBA3M C MoTpedOuTensMu. Tak, KOMMYHHMKAIlUM M TIOUCKY MPOJYKTUBHBIX TaKTHK WU
KJIFOYEBBIM ~ OTJIMYMEM  HHTEPHET-MAPKETHHra U croco0oB B3aUMOJICHCTBHSI. TpaguuuoHHO
QPOBBIX KaHaJIOB KOMMYHHKAIIN (ot NpoABMKeHHEe Ha B2B-pelHKax cBs3bIBaeTcad €
TPaJULMOHHBIX W aHAJOTrOBBIX) BBICTYNAET KpaiiHe WHCTPYMEHTApUEM TNPSAMOr0 B3aUMOJACUCTBUS, IS
BBICOKasl CTeleHb pa3HooOpa3us | JOCTYHMHOCTb YEro OpraHM3ylTCS BXOJSIIUME U HCXOIAIIUE
pPasInYHBIX  MOTPEOUTENBCKUX  CErMEHTOB. s 3ampocsl, (OPMHUPYETCSI CETh PETHOHAIBHBIX H
ousHeca, CIELUAIU3UPYIOLLErocs Ha JIOKQJIBHBIX TPEICTaBUTENEN, MOCPENCTBOM KOTOPBIX
(yHKIMOHUPOBAaHHM B CTPyKType B2B-pbiHkoB YCTaHABIMBAETCS TMEPBUYHBIA KOHTAakT ¢ B2B-
cObITa, KaHAIBl  WHTEPHET-MAPKETHHTa  TaKXKe notpebureneM (apyrum 6m3HecoMm). OHAKO B ATOXY
MIPEJICTABJISIOT HE MEHBIINN MHTEpEC, MOCKOJIBKY X WHTEHCUBHOIO POCTa M  Pa3BUTHUA  HUHTEPHET-
LEHHOCTh 3aKJIIOUAETCSl B IEPEXO0/IE€ K KOMIUIEKCHOMY MapKETHHIa HEKOrZJAa TPAaJULUOHHBIE  IIOAXOMAbI
MOAXOAY K NIPOABUKEHUIO, MOBBIIIEHUI UMHUIKA U CTAJIKMBAIOTCSI C 3aKOHOMEPHBIMH W3MEHEHUSIMH; B
(hOpMHUPOBAHUIO  OTIMYUTEIBHBIX  IPEHMYIIECTB YaCTHOCTH, PACIIUPSIOTCA BO3MOXHOCTH ITPOJIBU-
B3aMMOJEHCTBUS C MOTEHUUAIBHBIMU TapTHEPaMH, XKeHHs OM3HeC-CyOBEKTOB, BBHIY JOCTYIHOCTH
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HOBBIX pEIICHWH W KAaHAIOB KOMMYHHMKAallMd —
WHTEpPHETA, SJIEKTPOHHON TMOYTHI, COIUAIIbHBIX CETEH,
MapKeTIUICHCOB U TOMY MOJOOHBIX.

AKTyanbHOCTh c y4eTOM 3asIBJIEHHOTO
nmpuoOpeTaeT MHOTOCTOPOHHSIS npobaeMaTHKa
IOCTPOCHUSI MAapKETHUHIOBBIX KOMMYHHMKAaLUH Ha
B2B-peiHKkax cObITa, LENBI0 KOTOPBIX  SIBISIETCS
MOBBIIIICHUE OCBEIOMIICHHOCTH B2B-moTpebuTeneii o
KOMITaHUM, TPOJBIKCHHE COOCTBEHHBIX INPOAYKTOB
WIHM YCIYT, MOBBIIIEHNE Y3HABA€MOCTH, pacIIUpeHue
CeTH TMapTHEPOB MW NPUCYTCTBHUS B Pa3IHMYHBIX
peruonax. Takum o00pa3oM, TNPOABWKEHHE U
MOCTPOEHUE MAapKETHHIOBBIX KOMMYHHUKallUH Ha
B2B-peiHKax cObITa — 3TO CHCTEMHO CBSI3aHHBIC
MEXIy coO0OH 3amaud, pEUIeHHe KOTOpPBIX, TEM HE
MEHEe, COXpaHseT BechbMa  NPOOJEMHBIH U
IIPOTUBOPEYMBBIN XapaKTep.

OnHOM W3 YUClia TaKuX MPOOJIeM, KaKk TOKa3bIBaeT
MIPAKTHYECKUH OIBIT, SBISIETCS mpoliemMa BhIOOpa
KaHAJIOB KOMMYHHWKAIlMM W WX pa3BUTHSA, B YeM
HEJ0CTaTOYHO OCBELIEHHBIM B HAay4HOH JHTEpaType
BUANTCSL ONBIT HCHONB30BaHMUSA NPOQPECCHOHATBHBIX
mwiar@opm (MpoheCCHOHANBHBIX COIMAJBHBIX CETCH)
JUIss TIPOJBWKECHUA Ha B2B-peiHKax cObiTa U
MOCTPOCHUSI MAPKETUHIOBBIX KOMMyHHUKanui. Kpome
TOTO, HEPACKPBITBIMH  OCTAIOTCSl  CHOCOOBI |
0COOEHHOCTH B3aWMOJICHCTBHS C MOTPEOUTENIMU Ha
B2B-priakax cObITa npu WCIIOJIb30BAaHUU
npodecCHOHANBHBIX  TaTdopM,  YTO  JleNaeT
3asBJICHHYI0 MPOOJIEMAaTUKy HE TOJBKO aKTyalbHOH,
HO W 3HAUYMMOW Ha TEOPETHYECKOM U MPAKTUIECKOM
ypoBHsAX. Wrak, moaBoas WTOTH BHIIIECKa3aHHOMY,
aKTyaJbHOCTh NpHOOpeTaeT omnucanue npogeccuo-
HAJILHBIX I1aT(OPM C TOYKH 3PEHUSI MPOAYKTUBHOCTH
npoABMKeHUsT Ha B2B-peiHKax cOblTa, myTeM
MOCTPOCHUSI MAapKETHHIOBBIX ~KOMMYHHUKAIlUd ¢
npodecCHOHATLHBIMU MTOTPEOUT-EIISIMU.

Lenp uccnenoBanusi — 0XapakTepr30BaTh 0COOCH-
HOCTH M CHOCOOBI TIOCTPOCHHS MapKETHHIOBBIX
KOMMYHHKAIIMd C UCIOJIb30BaHWeM mpodeccro-
HAITBHBIX TUIATPOPM.

MarepuaJbl M METOABI HCCIEJOBAHUM

TeopeTrrnyeckoil OCHOBOI HCCIEAOBAHUS BHICTYIIH-
JI Hay4HBIE CTaTbU COBPEMEHHBIX aBTOPOB, PACKPHI-
BaloIIMe 0COOEHHOCTH NMPO(ECCHOHANBHBIX COLHANb-
HBIX CETEH M MEPCIEKTHBBI UX UCIIOJIB30BaHUS B OH3-
Hece. HemanoBaKHYIO pONb B MCCIIEJOBAHUHU 3aHSITU
MyOJMKaIy aBTOPOB, PACKPHIBAIONIME MOIXOABI U
0COOEHHOCTH OpraHW3alMH MPOABIKEHHS B COLIHAIb-
HBIX ceTsix (SMM), a takke Ha B2B-peiHkax cObiTa.
Oco0y10 IEHHOCTh B MaTepuasiaX MCCIe0BaHMs TIPU-
o0penu paboThI, ONKCHIBAIOIINE OOILYI0 TEOPHIO Map-
KETUHIOBBIX KOMMYHHKAIUH, YTO MO3BOJIMIO UHTEP-

16

npeTupoBath e B CTpykType neined SMM na B2B-
pBIHKaX CObITa; TakKe OBbUIM MPHUBJICYEHBI CTOPOHHUE
WHTEPHET-PECYPCHl JUIsl OLIEHKH ayJUTOPHM pPa3iny-
HBIX MPOQECCHOHANBHBIX COLMANBHBIX ceTed U cOopa
KOJINYECTBEHHBIX CTATUCTUUECKUX NAHHBIX.

HccnenoBanre mpoBOOMIOCH B HECKOJIBKO 3TAIIOB;
Ha TEpBOM 3Tare ObUI0 CHOPMYITHPOBAHO OMHUCAHUE
MpoeCCHOHANBHEIX ~ IuIaTopM  Kak  KaHalia
KOMMYHHKAaLNH, COLIMAJIbHOM ceTH, MecTa
KOHIIEHTpau norpedureneld B2B-peiHKOB cOBITA.
Ha BropoM orame ObUIM  KOHKPETU3UPOBAHBI
JOCTOMHCTBA, HEIO0CTaTK! u 0COOEHHOCTH
OpUMEHEHUs1 TMPO(EeCCHOHANBHBIX IIaTGopM  Kak
HCTOYHHWKA MpoaBmxKeHus: Ha B2B-priHkax cObita. Ha
TPEThEM dTare OBUTO MPOBEACHO OOOOICHUE TECOPHUH
MapKETUHTOBBIX KOMMYHHUKAIMA U c(HOpMyIHpPOBaHa
cnennguka ux npuMeHenus: Ha B2B-priHkax cObiTa B
npoeccCHoHaIbHBIX KaHaldaX (COIMMAIBHBIX CEeTAx). B
YHCJI€ METONOB HCCIENOBAHUS BBICTYNMIM: aHAIM3
Hay4yHOW JHUTEpaTypbl IO TeMe HCCIeJOBaHUA,
Ooubarorpaduyeckoe ONUCaHWe, CUHTE3, CPaBHCHHE,
00001IeHHe; MeETOABl TpaPUIeCKOM W TaOIHMIHOMN
BU3YaJIN3alIUH.

Pe3yabTaThl M 00CyxKIEHUSA

HcnonszoBanue npodeccnoHadbHBIX TIaThopM B
KayecTBE MNPOAYKTUBHOIO KaHala MAapKETHHIOBBIX
KOMMYHHKaIUi OW3Heca, CeIUaTu3upyoIerocs Ha
B2B-peiakax cObITa, BBIIENIEHO HAMH HE CIy4aitHO;
MPUYMHON TOMY SIBIISIETCS CHELHANIN3alusl 1 0COOeH-
HOCTH 1II€JICBOH ayAUTOPHHA MNPOQEeCCHOHATBHBIX
wathopM, XapaKTepHbIe LENU U 3a]a4uu, Mpecie/ye-
MBI€ I10JIB30BATESIMU TaKuX IIatdopm mpu padote ¢
HUMH. B yacTHOCTH, KaK MOJUEPKUBAETCS B UCCIIEAO-
BaHuu b.B. 3pIpsHOBa, paziauuHbIe CIEIUANINUCTHI CO-
371a10T COOCTBEHHBIE CTPAHHUIBI B TPO(PECCHOHABHBIX
COLMANBHBIX CETAX Ui (POPMUPOBAHMUS OTKPHITOTO
MoJIOOUsT pe3toMe, B KOTOPOM OTPaKalOTCS CyIlle-
CTBEHHBIE JOCTHKEHHUS, ONBIT, IEHHOCTH U BEIyIIHe
UAEH KOHKPETHOTO CIIELHUAINCTa, UCTOPUSl €ro cra-
HoBJIeHUsA. KpoMe TOoro, akTUBHOE BEJIEHUE CTPaHHUIIBI
B TakuX NPO(ECCHOHANBHBIX COIHUAIBHBIX CETAX —
croco0 crenuanucTa 3asiBUTh O cele, MOAeTUTHCA
HAKOIJICHHBIMU 3HAaHMSMH, a TaKXKe PaclIMpUTh cOO0-
CTBEHHBIC TNPO(ECCHOHATbHBIE CBS3U, IPPEKTUBHO
MO3ULIMOHUPOBATh CE0S U MCKATh IEPCIEKTHUBHbIC
BaKaHCHHM Ui pabOTHI B KOMIaHUsX. TakuM oOpazom,
WCXOJISl U3 MCCIICAOBAHMS aBTOpa, MepBUYHO Tpodec-
CHOHAJBbHBIE COIMAJIbHBIE CETH CIyXaT WHCTPYMEH-
TOM COBMECTHOH CETEBOM OpraHM3allu{ CIELHaTH-
CTOB CO BCET0 MHpa, OOBEIWHSIOT MO CBOMM Hada-
JIOM, CJIOBHO COITMAJIbHBIE CETH, PAa3JIMYHbIE CErMEHTHI
cnenuanuctoB [1]. VIMeHHO naHHas OTIMYUTENbHAs
0co0eHHOCTh  Mpo(ecCHOHANBHBIX  MIaThopM B
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MIEPBYIO OYepe/lb MO3BOJISIET HA3BaTh MX MEPCIICKTHB-
HBIM KaHAJIOM MapKETHHTOBBIX KOMMYHHKAIUH Ha
B2B-priHkax cObiTa, HOTEHIMAT KOTOPOTO BHIPAXKEH B
pacCUIMPeHUHA TPUCYTCTBUS KOMIIAHWM M BBIXOJC Ha
MEPCIICKTHBHBIX 3aWHTEPECOBAHHBIX B COTPYHHUYE-
CTBE TIpeACTaBHUTENEN Om3Heca (UTO OTPaKaeT aKKy-
MYJIUPOBAaHUE TPATUIIMOHHBIX TPEUMYIIECTB COIH-
ANBHBIX ceTell C OCOOCHHOCTSMHU TPOJBHKCHUS Ha
B2B-prmke).

Wrtak, ceromHs B MHpE CYIIECTBYeT MHOMKECTBO
PO ECCHOHANBHBIX COITHAIBHBIX CETeH, HamboJee
MOMYJISIPHOM cpelu KOTopbix BeicTymaer LinkedIn c
eXeMecsIYHbIM 00beMOoM Tpaduka cBeime 1,7 MIpA.
9eil.; oOIasl CTaTUCTHUKA €KEMECSYHOH IocemaeMo-
CTH HEKOTOPHIX TNPO(GECCHOHATBHBIX CONUAIBHBIX
ceTell crpynnupoBaHa HaMu rpaduyecky Ha puc. 1.
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Puc. 1. Cratuctrka mocemaeMocTy TpoeCCHOHANBHBIX CONUANBHBIX ceTell (m1atdopm). CocTaBieHO aBTOPOM I10

nanasiM SimilarWeb.

Fig. 1. Statistics on the traffic of professional social networks (platforms). Compiled by the author based on Simi-

larWeb data.

Bwmecte ¢ TeM, omupasch Ha NpeACTaBICHHBIE Ha
puc. 1 paHHBIE, NPU PACCMOTPEHHH KOHKPETHOM
w1aTOpMbl B KadecTBE MapKETHHIOBOI'0 KaHaja CTO-
UT TaKXKE YYUTHIBATh €€ ClelUaTU3aluio; Halpumep,
xoTs1 ResearchGate BbicTymaeT BTOpOW MO THOMYJISIp-
HOCTH M3 IPEIUIOKEHHOTO MEPEYHs COLMAIbHOU ce-
ThIO, €€ ayAUTOpUsl — HAay4YHBIE MCCIIEIOBATENH, ydUe-
HBIE, CTYJICHTBI, NPENOaBaTelid, KOTOpble oOpaia-
I0TCS K TuIaTdopMe 3a HaydHOW JuTepaTypoi. Takas
cneur(uKa CyHIIECTBEHHO OIPaHMYMBAET BO3MOXKHO-
CTH TIPOJIBM)KEHUSI KOMITaHHI OIpeJIeNICHHOM Ccrienuna-
JU3alKy, HE CBSI3aHHBIX C HAyYHBIMH HCCIIEIOBAHUS-
MU U pa3padoTKaMu, Ha JaHHOU Turatdopme (XOTS U
HE JINIIAeT TAKOBYIO CMBICIIA).

HmenHo mosToMy TpH paccMOTpeHun npodeccro-
HAJIBHBIX IUIATQOPM Kak KaHala KOMMYHHUKAIHMH C
noTpeOuTeNsIMH, TpPU JalbHEWIIeM BBICTPaHBaHUH
paboThl, B IEPBYIO O04Yepesib HE0OOXO0AUMO OPUEHTHPO-
BaTbCA Ha KOHKPETHYIO COLIMANBHYIO CETh, €€ THIIO-
BYIO IIEJIEBYIO ayJUTOPUIO W T.II. XapaKTEPUCTHKH.
AHAIIOTUYHBIE HJIEW TPOCIESKUBAIOTCI U B padoTe
B.I'. Tponuna, kotopslii myrem cpaBaeHus LinkedIn c
I'yrn-Axkagemuel npumien K BbIBOJAM O CYIIECTBEH-
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HBIX KOHIETITYalbHBIX Pa3IHYHIX ayJAUTOPHU JaHHBIX
w1aThopM M NPUHLUMUIOB OOpALICHUS] MaTepHaIoB Ha
Hux [11].

B Toxe BpeMsi, HECMOTps Ha BBIJICIEHHOE 3aMeva-
HUE MO0 BBIOOPY KOHKPETHOH mMpodecCHOHAIbHOM
1aTopMbl, KOMIAHUU NPH pea3aluu Lejel mpo-
nBKeHnss Ha B2B-peiHkax cObiTa HE CTOMT OTpaHU-
YUBATHCS TOJILKO HauOoJIee MOMYJISPHOH miaThopMoi
LinkedIn; B pacuer crout mpuHUMaTh reorpadude-
CKHE OCOOCHHOCTH M HAJIM4ME PErHMOHAJbHBIX (HAIH-
OHAJBHBIX, T.€. BOCTPEOOBAHHBIX B KOHKPETHOU
CTpaHe) TpoQecCHOHANBHBIX IUTaThOpM, YTO B HE
MEHBIIIEH Mepe CIOCOOHO TMOBIHATH Ha 3(deKTHB-
HOCTh TIPOJIBMDKEHHSI B TakOBBIX. Hampumep, riat-
¢dopma Viadeo mpepHazHaueHa JUIsl CIICIUAIMCTOB BO
@®pannuy; ayauropuedl XING, mpenMyIiecTBEHHO,
ABISIOTCA KkuTenn BenmkoOpurtanum u ['epmannu, n
t.1. B Poccun aHamorom-anerepHaTHBoi nmpodeccuo-
HQJIBHBIX TUIATQPOPM MOXXKHO CUUTATh COLMAIBHYIO
cetb BKoHTakTe; Takxke Uil Lened MpOABMXKEHUS B
poecCHOoHaIbHOM COOOIECTBE OpraHU3yeTCs pabo-
Ta yepe3 Telegram u apyrue.
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Tem He MeHee, kKak oTMeuaeTcss B pabore E.M.
Maxkpunosoii, 1.B. Poznonbsckoit u E.B. Maty3eHKo,
TP pealin3allii CTPATETUi MPOJBHIKEHUS C MCIIOJb-
30BaHUEM COIMAJBHBIX CETCH CYIICCTBYIOT OTJIMYH-
TebHBIE HAWOOJIee MPOTyKTHBHBIE METPUKH OIIEHKH
3(PEeKTUBHOCTH TaKOTO IPOIBIIKEHUS, CBI3aHHBIEC C

3aTparamy, KOHKYpEHIIHEH, JOCTYIHBIMU CIIOcO0aMu
npoaBmkenus [5]. IMeHHo moaToMy Tipu paccMoTpe-
HUU TIPO(ECCUOHANTBHON TUIAT(HOPMBI KaK MCTOYHUKA
MPOJIBMYKCHUS CTOUT YYHMTHIBATh KOMIUIEKC THUIIOBBIX
XapaKTEPHUCTHK BBIOOpA MIaTGopMel (puc. 2):

Cnenua-
JIH3ALHAL
IUIOIA KK

Ienepoit

AKTHBHOCTE

0JIb30Ba-
Telei

Xapakrep
paboTsl
miaTGopMel

Teorpadus
ONb30Ba-
TeneH

Ddopmarbl
KOHTEHTA

Hanuane
BCTPOEHHBIX
KOHKPETHBIX

bYHKIHI

MeTtpuku

EskeMecs- BEIOOpaA PexsamHbIe
" upodeccHo- dopmarsr u
b1 TpaduK HAIBHBIX ap.
wiardopm

Puc. 2. TunoBsie XapakTEPUCTHUKH, HEOOXOIUMBIE JIJIsl OICHKU MOTEHIMAIa MPO(EeCCHOHAIBHBIX COIMATIbHBIX Ce-

Teil 1 maTopM KaKk MapKETHHIOBOI'O KaHaja.

Fig. 2. Typical characteristics necessary for assessing the potential of professional social networks and platforms as

a marketing channel.

OOpamasicb K MpeJCTaBICHHOMY MNPHUMEPY THIIO-
BBIX XapaKTEPUCTHK, CTOUT OTMETHTh, YTO MX YHUCIIO
MPAKTHYECKU HEOTPAHHUYCHHO; TO3TOMY IPH BhIOOpE
poheCCHOHATBHON CONMANBHON CEeTH KaK NCTOYHUKA
(kaHaIa) MapKETHHTOBBIX KOMMYHHKAIIUN II€TIEC000-
pa3Hee ONMpaThCs Ha CUCTEMY IIEJICH M COOTBETCTBY-
IONIMX UM METPHUK BBIOOpPA KOHKPETHOU IMIaT(hOPMBI,
KOTOpbIC YCTAaHABIMBAIOTCS OU3HECOM CaMOCTOSATEIb-
HO.

PaccmatpuBass mpog)ecCHOHANBHBIE COIMAIbHBIC
ceTd U maarGopMbl B KAa4eCTBE MCTOYHHKA MPOJIBU-
JKEHUS, MPOIYyKTUBHBIMU Buastes uiaen M.B. Konec-
HukoBa U M.P. Kubbl, — oHU packpriBaloT mpodeccu-
OHaJbHBIC TIAT(HOPMBI B KauecTBE CICIHATBHON ce-
TH, UHCTPYMEHTA, KOTOPBIA OOBEAMHSAET MHOMXECTBO
areHTOB C XapaKTePHBIMU MPECICAYEMBIMU UM IICJIS-
MU, uHTepecaMu u 3amadamu [4]. Tak, ecnm mns on-
HOU ayIUTOPHUU MPOPECCHOHANBHBIX TUIATPOPM TaKO-
BbIC SIBJISIIOTCS CIIOCOOOM JIEMOHCTPAIIUK MOPT(HOIIHO,
TO JUIS APYro Takue Mmiaar(GopMbl — UCTOUHUK KOM-
MYHHKAIIMA C KOJJIETaMH, pacUIMpeHus mpogeccuo-
HAJIBHBIX KOHTaKTOB M JIp.; BEPHBIM BHUJUTCS TO, YTO
KOMIIAaHMH 11€J1eCO00pPa3HO CaMOCTOSTEIILHO YCTPEeM-
JSATh COOCTBEHHBIE YCHIIMS Ha KOHKPETHYHO ayIHTO-
pHIO, BBLIENATH €€ MyTeM WHCTPYMEHTOB TapreTHHIa

18

U COTJIACOBBHIBATh MOCTPOCHHYIO CETh MapKETHHTOBBIX
KOMMYHHKAIIHIA ¢ OOIIUMHU CTPATETUsIMU MapKETHHTA.

Taxke CTOUT OTMETHUTH, YTO B IICJIOM pPELICHUE 3a-
a4y TPOJBIKEHHS C WCIONB30BaHHEM Mpodeccro-
HaJBHBIX COLMANBHBIX ceTeld Ha B2B-perHKax cObiTa
10 CBOMM KOHIICTITYaJIbHBIM TOJIOKEHHUSIM CXOXKE C
MIPOJIBMYKCHUEM B TPAJIUIIMOHHBIX COIUABHBIX CETSX;
TaKoBOE, Kak noayepkuBaroT A.A. Munenkosa u H.A.
MamatoBa, TpeOyeT yueTa KOHKPETHBIX OCOOEHHO-
CTel MapKEeTHHTa B COITMAIBHBIX CETSAX MPU OPUCHTA-
uuu Ha B2B-peiHKM cObiTa. JlaHHBIE PBIHKH COIIO-
cTaBigoTca aBropamu ¢ B2C morpeburensimu, 4to
TIO3BOJISIET BBIJCIIUTh KOHKPETHBIC YEPTHI MPOJIBIDKE-
Husa B B2B cermenTe, a IMEHHO: 1i€JIeBasi HAIIPABJICH-
HOCTh HE Ha TIPO/IaXKH, & Ha MIPHUBIICYCHNE BHUMAHUSA,
paciMpeHue IpUCyTCTBUS, (OPMUPOBAHHUE JOTIOJIHH-
TEIBHBIX KOHTAaKTOB M Y3HABAEMOCTH, YIIYUIIICHUE
o0CITyXKMBaHHS, TO3UIIMOHUPOBAHNE, CO3/ITAHIE BBICO-
KOKAQUECTBCHHBIX JIMJIOB; BBIOOP COOTBETCTBYIOIIMX
miatrGopM, B KOTOPBIX OTMEUAeTCs IPHUCYTCTBUE
mpencTaBuTeNell OM3Heca, NpeAnpUHUMATENICH WIN
WHBIX TMOTeHIUaTbHbIX B2B-KiHeHTOB; opueHTanus
Ha (QYHKIHOHAN OOCYXIeHus, HH()OPMHUPOBAHUS,
pacrpocTpaHeHUsl HOBBIX CBEJICHUM, CO3/IaHUE TOJIE3-
HOTO TPO(GECCHOHANBHON ayIUTOPUM KOHTEHTa U
npyrue [6].
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[IpuMedaTenpHBIMU CUHUTAEM U TE3UCHI MCCIIEHO-
Banusi JI.B. Mpouko c¢ JI.A. TlondakoBo#, KOTOpbIe
0000IIAI0T KOMIUIEKC CTIEHU(PUIECKUX 0COOCHHOCTEH
NPOJABMKEHUSI U MAapKETHHTOBBIX KOMMYHHUKAaIUH B
COITMABHBIX CEeTAX Npu padore ¢ B2B-cermenToM.
ABTOpHBI cuuTarotT, uro B2B moTpeduTenu oTiIMyYaroT-
Csl XapakTepHBIMH CTPYKTYPHBIMH TpeOOBaHUSMHU-
CJIO)KHOCTSIMH IIPOJBIKEHUS, KOTOPbIE CBOIATCA K
HEOOXOIUMOCTH 3aMHTEPECOBATh «TOM-MEHEIKEPay
HE TOJBKO KOHKpETHOH MH(popManmed W mpeaioxe-
HUEM, HO M KpeaTHBOM, CIHOCOOHOCTBIO CO3/aBaTh
YHHMKaJIbHOE U JOHOCUTH €ro J0 KOHEYHOIo MOoTpedu-
Tess. ABTOpPBI CUHMTAIOT, YTO COLMAJIbHBIE CETH B Lie-
JIOM BBICTYNAIOT TOJIOKUTEIBHBIM KaHAJIOM JISl BBI-
CTpauBaHUS MapKETUHIOBbIX KOMMYHHUKALUH U Bble-
JSIFOT aHAJIOTMYHbBIE MOCTYJIMPOBAHHBIM HaMH BBILIE
PEKOMEHAIUK 10 HCIOJIb30BAaHUIO (OPMATOB B3au-
MOJEHCTBUS, HHCTPYMEHTOB IPOJBIKEHHS, CIOCOO0B
KOMMYHHKAIIAY, BBIOOPY COLMANBHEIX ceTei [7].

Kak mumer E.A. Kum, pu pabote Ha B2B prinkax
cObITa 1eNIeco00pa3HbIM CTAHOBUTCS cO3AaHue Oolee
CIIOKHOW W MHOTOCTOPOHHEW MOTPEOUTEITHCKON IICH-
HOCTH, KOTOPasi HAWJET OTKIIMK Y APYroid KOMIIaHUU-
NOTEHIMANBHOTO TMapTHEpa W cTaHeT (akTopoM co-
TJIaCOBaHMsI MUCCHH, LIeNel U IEHHOCTEN HECKOJIBKUX
koMmmanui. IIpenmonaraercsi, 4to Ol HpPUBICYEHUS

IpYyTroil KOMIIAHWH TOTPEOYeTCs] PaCKPHITHE BO3MOXK-
HOCTEW ISl B3aMMHOTO MPOAYKTUBHOTO TTAPTHEPCTBA,
mpoOyKJIeHNEe UHTEpeca K BBITYCKAeMbIM MPOAYKTaM
WIH JOCTYIHBIM yCIyraM, a TaKKe XapakTepy Bbl-
CTpanMBaeMbIX B3aMMOOTHOIIEHUNW. ABTOp TMpeiaraer
OpHUEHTHPOBATHCA Ha CIENYIONIYI0 CHCTEMY IIEHHO-
CTel, BocTpeOOBaHHBIX Ha B2B-priHKax: meHHOCTH
B3aMIMOOTHOIIICHUH, EHHOCTH TOBApOB WU YCIYT,
[IEHHOCTH TEXHOJIOTWUH, JIOTUCTHUKH, MAapKETHHTa,
MPOM3BOJCTBA, OTJIAKEHHOH CHCTEMBI cObITa U T. I
[3]. CooTBeTcTBEHHO, OOJIeEe CIIOXKHBIE U MHOTOKOM-
[TOHEHTHBIE IIEHHOCTH TPEOYIOT COOOpa3HON OpraHu-
3allUy MPOJIBUKCHUS, KOTOPOe OyNIeT coueTarh B cee
UAeW KOMIUIEKCHOCTH, PEryJSApHOCTH M HampaBicH-
HOCTH Ha MHTEPEChl KOHKPETHOU LIEJIEBOM ay TUTOPHH.
JloHecenne maTepuasioB o0 motpeduteneit u wHPOP-
MHUPOBaHUE O CO37aBaeMO MOTPEOUTETHCKON 1IEHHO-
CTH — 3TO OJWH W3 NEPBUYHBIX [IaroB Ha IMyTH K
YCHEIIHOMY TPOABIDKEHUIO, peann3anus KOTOPOTO
CTaHOBHTCS BO3MOXKHOW TIOCPEICTBOM B3aMMO/ICH-
CTBHSA C MPEICTaBUTEISIMH OM3HEC-COOOIECTBA Yepes3
npoeccCHoHaIbHBIE COMMATBHBIE CETH U TUIAT(OPMBI.
TaK, OYCBUIHBIMU BUAATCA CICAYIOIIUE NJOCTOMHCTBA
U HEAOCTATKH MPOABUKCHUA C UCIIOJIB30BaAHUEM IIPO-
(heccmoHaNBHBIX TUIATGOPM W COIHUANBHBIX ceTei

(puc. 3):

JocTonncTBa (BO3MOMXKHOCTH)

Henocrarku (orpanuuenus)

+ KoHieHTpanus enesoit ayniuropun
B2B prinka cObiTa

+ JloBEpUTENBHEIA XapaKTep
B3aHMMOOTHOIIIEHHH H JeIOBEIE
TPUHLMITEL pabOTEI

* JlocTynnHOCTE KaHaJIOB
KOMMYHHKAITUH ¥ OCHAIIEHHOCTE
MHCTPYMEHTAMHU [IPOABIDKEHHA

* Hu3kue 3aTparsl IpH BEIXOJE Ha
MaCCOBBIE CETMEHTEI IIOTEHIIHATBHBIX
TapTHEepoB

* HeoqrOpoAHOCTE M HEOOHO3HAYHOCTE
"KadecTBa" ayTHTOPHH, CIOKHOCTh
pa3TpaHHYEHUA KOHKPETHBIX
MUIONIAN0K

* Bricokasi HarpykeHHOCTh
MPEATIOKEHUAMH U CIIOKHOCTH
"BBIIETUTHC"

* OrpaHH<YeHHOCTh THUIIOB JOCTYIIHOTO
KOHTEHTa U Cyryd0 KOCBEHHBIH
XapakTep MPOIBIKEHHS

* JImUTensHOCTD IIUKIA BO3BPATHOCTH
HHBECTHIIHM B MAPKETHHT

Puc. 3. JlocTonHCTBa M HEAOCTATKU MCIONB30BaHMS MPO(ECCHOHATBHBIX IIATGOPM U COITUATTBHBIX CETeH Kak Mc-

TOYHHKA NPOABHUKCHHUS B ouzHece.

Fig. 3. Advantages and disadvantages of using professional platforms and social networks as a source of business

promaotion.

OtMeTuM, 4TO nepe KOMIAHUEH, 3aMHTEPECOBaH-
HOM B BBICTPAaMBAaHUU MAaPKETHHTOBBIX KOMMYHHKa-
Uil Ha MpodecCHoHaNbHBIX IIaTGopMax C HCIIOJNb-
3oBaHueM B2B-kaHanoB, Uisi MakCUMHU3ALMU IIpe-
UMYIIECTB UCIIOIH30BAHUS TAKOBBIX, IIEJIECO00pa3HEe
OPHUEHTHUPOBATHCSI Ha KOHKPETHBIE CTpaTeTHYecKue U
TaKTUYECKHUE NEHCTBUSA, NpeAIpPUHIMAEMble B paMKax
WHTEpPHET-MapKETHHTa KOMIIAaHUU. B wacTHOCTH, Kak
BhIIENsieTcs B uccnegosanuu M.B. UruarteeBoii, O.H.

19

Capaesoit 1 W.U. 3enrenn3oBoii, BbIOOp COOTBET-
CTBYIOIIMX CIOCOOOB KOMMYHHKAIIHW, HamnpuMep,
MpECTaBICHHBIX B BHJIE IYOJUKYEMOIOo KOHTEHTa,
JOJDKEH HamlpsIMYI0 UCXOJHUTh M3 OOLIEH CTpaTeruu u
[IOCTABJICHHBIX BO TJIABY TNPOJBIKEHHS IeNeld KOH-
KpeTHOTO Om3Hec-cyObekTa. TeM He MeHee, aBTOPHI
YKa3bpIBAalOT Ha MOMYJISIPHOCTh U BOCTPEOOBAHHOCTH
BUJICOKOHTEHTA, CO3JIaHHs OJOTOB, YHCTHIX CTPAHHUII,
myOJMKAIMN KeHCOB WIJIM WHBIX TOJE3HBIX MaTepHa-
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JIOB, KOTOPbIE HAXOIAT OTKJIHMK U IOJIOKUTEIBHO CKa-
3BIBAIOTCS Ha pemyTaluu KommaHuu B B2B-
coobmiecTBe. ABTOpaMH BBIIENSETCS MaTpHlLia CTpa-
TErWu U TaKTHKU MapkeTuHra Ha B2B-pbiakax cObiTa,
B CTPYKTYpe KOTOPOH BHHUMAaHHE OTBOIUTCS IE€PBHUY-
HOMY 3HA4YCHHUIO NOBTOPSIOIIMXCS CTPAaTerMid M TaK-
THUK C HETMOBTOPSAIOLIMMUCS, IIyTEM COYETaHUsI KOTO-
PBIX OCTUrarTCsi IUIAHUPYyEMble LENH MapKETHHra
(mpoxBrxeHus) cpeau B2B-kimuenTos [2].

Tem HEe MeHee, XOTA CTpaTeruss W TaKTUKa IPO-
JBWKEHHSI BBICTYNAIOT (PyHIaMEHTAILHO 3HAYUMBIMH
JJIEMEHTaMH, B TOM YwWciae B pabore ¢ B2B-
CEerMEeHTOM, OZ00HOE HE MCKII0YaeT He0OXOTUMOCTH
BBICTPaWBaHHs LIEHHOCTHO-OPUEHTUPOBAHHOTO Map-
kerunra. [lo muennro M.M. Py6anosoit u 10.B. Ilo-

Lennocmu B2B

MotuBalHOHHBIE
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Hnaueuayanbhbie
LHEHHOCTH

¥

JlerkocTh BeeHHA
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Tpoussooumensocmn, ——

o > dOCMYRHOCMb,
busHeea omuoleHus
# Onepayuonivie,
DyHKIHOHAIIbHbBIE cmpamezuveckue,
LUEHHOCTH IKOHOMUECKUE,
# 'inf’l..'}‘(;'li?(“[l!(]HHbi\’.’ i

Coomeemcmeaue
MpPetoBaHUAM,
3AKOHAM, PbIHKY, INUKE!

bazoBble LIeHHOCTH [

Y

Hanpasarennocmo
i mapkemunza B2B ua |
| cozdanie yennocmer |
 ux demoncmpayuio |

. ‘ """"" v f

2

monpuropsl, B B2B 1enecoo0pa3HOCTs B TAKOM Map-
KETHHTe TPUOOPETAIOT KOMIUIEKCHBIE HHCTPYMEHTHI
MPOJIBMKCHUS, B CTPYKTYpE KOTOPOTO 3HAYUTEIHHOE
BHUMaHUE YACISACTCS YCTOSBIIMMCS TPAaKTHKAM I10-
HCKOBOU ONTUMU3AIINH, HCIIOIB30BAHUIO COIMATBHBIX
ceTell, MyONMKalui BUICOKOHTEHTA, Pa3MEIIECHUIO
BHEITHUX CCBHUIOK Ha BEO-CalT, BEICHUIO CICIIAAIH-
3WPOBAHHEIX OJIOTOB U T. Il. B HccienoBanum aBTOpPOB
BBIZIEISIETCSL CHCTEMa IieHHocTe B B2B-cermenrax,
KOTOPBIE COTJIACYyIOTCA C CUCTEMHO 3HAYUMBIMHU OCO-
OCHHOCTSIMH TIPOJABIKEHUS [9] M TO3BOISAIOT chop-
MHpPOBaTh €IUHYI0 MOJeNb MPUMEHeHus mpodeccro-
HaJbHBIX IIATPOpM B MapkermHre Ha B2B peiakax
cObITa, YYUTHIBAIONIYIO CHCHU()UIHOCTh TMOCICAHUX

(puc. 4):
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npodeccHoHaNBHBIX M1AaTHOPM B
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; x
If """"""""""""""""""""""""""""" " ﬁ H E """""""""""""""""""""""""""""
1 Ocodennocmu npogheccuonansnuvix niamgopm & oq ! Ocobennocmu SMM 6 B2B-ceavienme
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raropm
l T OTKa3 OT arpeccHBHOTO MAPKETHHI A
OrpannuensocTs Gynkunii u # 1‘
HTEpALHit PadOTE! (MPOABHACHHS) [MocTenenHoe HHGOPMHPOBAHHE U
l T A : pacipeHne mpucyTCTBHA
: Opeanuzayus ; # T
PeknamHBIe M HHBIC OTPaHUYCHHA B i npodsuxcenunu
pabote nuatdopm, BICOKAA KOMMYHUKayul & Cuuia KOMIUIEKCHOI padoThl U
KOHKYPEHIIHS | HpoheccuoHatsHbIX | HEOOXOIMMOCTD CO3IaHMs LIEHHOCTEH

| COYUATBHBIX CEmAx |

Puc. 4. Mogens ocobeHHOCTEH MpUMEHEHUs! MPOQecCHOHAIBHBIX TargopM B MapkeTwHre OuzHeca Ha B2B-

PBIHKaXx cOBITA.

Fig. 4. Model of the features of using professional platforms in business marketing on B2B markets.
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Ob6pamasce K puc. 4, OTMETHM, YTO TPEITOKECH-
Hasi MOZIeTIb OCOOCHHOCTEH MpUMEHEeHHs mpogeccro-
HAJIBHBIX MJ1aTGOPM M COLMANBHBIX CeTell B Mapke-
TrHTe Om3Heca Ha B2B-pplHKax cObITa (haKTHIECKH
OTOXKECTBIISIET MPOJBIKEHNE Ha TPO(ECCHOHATBHBIX
wiatpopmax ¢ SMM B B2B-cermente, s 4ero
TpeJTaraeTcs OPUEHTHPOBATHCS HA CO3/IaHUE KOM-
IJICKCHBIX IeHHOCTeH mox B2B u ux memoHcTpariiio
B MapKeTHHTe Ou3Heca, ¢ MCIOJIb30BaHUEM COOTBET-
CTBYIOLIMX KaHaJiOB MapKeTuWHra. Hampumep, Kak
nmumyT [.B. Cnimpunonosa u B.JI. Mpouko, B B2B-
CEKTOpe MAapKETHHT B COLMAIBHBIX CETSAX, B 3aBUCH-
MOCTH OT Lieled M 3aJad ero OpraHu3allid, MOXKET
OBITH TIOCTPOCH Ha CHUCTEME IMPHUKIATHBIX CITOCOOOB
MapKETHHTOBBIX KOMMYHHKAaUiA. B dmcie TakoBBIX
MPUMCHAIOTCA MHCTPYMCHTBI MHOI'OKaHAJIbHOT'O Map-
KeTWHTa, nepcoHnpukanmu, mapTHepcTBa, SERM-

TIPOJIBIKCHHMSI, TIONCKOBOH ONTUMU3anuy, addummar-
HOTO MapKeTWHra, 00pa3oBaTENbHOIO MapKETHHra H
MHOTHE JApYTUe. ABTOPHI NMPU3LIBAIOT BHIOMPATH WH-
CTPYMEHTHI MapKEeTHHTa C yUYE€TOM HMEIOIINXCS OXKH-
MaHWA W 3alpOCOB B OOJNIACTH TPOABIDKEHHS, YTO B
TOM YHCJIE€ MOXET PacCMaTpPHBATHCS B 3aBHCUMOCTH
OT KOHKPETHOTO KaHalla KOMMYHHKAIIHA W BBIOMpae-
MOTO cItoco0a MOCTPOEHUS B3aMMOICHCTBUS C Ieie-
BoH aynurtopueii [10].

B cTpykType TpaauIMOHHBIX MTOAXOJOB K OMpee-
JICHUI0 MapKETHHTOBBIX KOMMYHHUKAIHil, B COOTBET-
crBun ¢ uccnenoanuem K.K. Hepecsna, MOxHO BBI-
JICJIUTh CIEAYIONINE KiaccuuKanuy HarnpaBiICHUN
MapKETHHTOBBIX KOMMYHHUKAIMHA (pHC. 5), Kakaas u3
KOTOPBIX B TOM MJIM MHOH CTENEHU OTpakaeT UHTEpe-
Chbl MapKETHMHIOBOH aKTHMBHOCTH Ou3Heca Ha B2B-
pBIHKax cObiTa [8].

Pexnama

CBsi3H ¢ 00I1I€CTBEHHOCTBIO

CnoHcopcTBO
MapKeTHHIOBEIE
KOMMYHHKAITHA
Bperaunr

[IporpamMme1 10STBHOCTH

JIMpeKT-MapKeTHHT

|
|
)
MaGcara ]
)
|
|

CrumynupoBanue cObITa ]

Puc. 5. Knaccudukanusi MapKeTHHTOBBIX KOMMYHHKAIIU, COCTaBICHO aBTOPOM TIO JIAHHBIM.
Fig. 5. Classification of marketing communications, compiled by the author based on.

Onwpasice Ha paHee NPUBEICHHBIE KOMILIEKCHBIE 0COOEHHOCTH MPUMEHEHHs TpodeccroHanbHBIX iaTdopM B

MapkeThHre Ou3Heca Ha B2B-peiHKax cObiTa,
MOYKHO BBIIENUTH CIEAYIOMINE CHOCOOBI MOCTPOSHUS

MapKETHHTOBBIX KOMMYHHUKAIUH C HCIOJIb30BaHHEM
npodeccroHabHbIX MmaThopm (Tadi. 1):
Tabnuna 1

CnocoOsl 1 PEKOMEHAAIINHN TOCTPOCHUA MAPKETUHI'OBBIX KOMMYHI/IKa]_II/Iﬁ C UCIIOJIB30BAHUEM HpO(i)eCCI/IOHa.HBHBIX

wIaTopmM.

Table 1

Methods and recommendations for building marketing communications using professional platforms.

Croco0

OO0111e MPUHITUITEI M PEKOMEHIAIHH

1 Oprasuzanusi  MapKETHHTOBBIX
KOMMYHMKaIMil 3a CUET MCIOJb-
30BaHUs IPOJBMKEHUS IOCPEN-
CTBOM KOHTEHTa

- TpeAnoaraeTcs peryspHas MyOIuKanus MoJe3HbIX s mpodeccnoHanb-
HOTO YUTATEeN sl KOHTEHTA, KOTOPBIH OYJEeT yIOBIETBOPSITH IIEHHOCTh MOJTy4e-
HHUS COOOIIEHHUH OT KOMITAHHH;

- 1e7eco00pa3HO OPUEHTHPOBATHCS HA 3aHATHE JIMJIEPCTBA B OMPENEICHHOM
BONPOCE, 0OMEHHUBATHCS 3HAHUSIMH U yIaCTBOBATh B INCKYCCHSIX;

- HeoOXOJMMO IOBBIIIATE BOBJIICYCHHOCTh U YBEIMYMBATH HMHTEepec B2B-
CETMCHTOB 32 CUCT OPUCHTAIMH HA NMPOOJIIEMHO-OPHEHTHPOBAHHBIA KOHTCHT;
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IIpomomxenne Tadmmmp! 1
Continuation of Table 1

Pacmmpenne MapKETHHTOBBIX
KOMMYHHUKaNUil 3a C4eT MHTETpa-
IINH B TPOQECCHOHATBHBIC CETH

- MIPEATOIaracTCsl MPUHATHE YyIacTHA B CTOPOHHHX OOCYKAEHHAX, C COXpa-
HEHHEM SKCIIEPTHBIX MMO3MLUH, CTpeMIICHHH 0OMEHNBATHCSA 3HAHUSIMH, OIIBI-
TOM, HAESAMH;

- BOXXHO YCTaHABIMBATh NMPSMBIEC CBSI3U C MPEACTABUTEISIMA KOMIIAHWH, I10-
JIy4aTh OOpaTHYIO CBSI3b, IPEAJIAraTh MOJAEPKKY, MAaTEPHAIbI U T.1.;

- He00XOAMMO YCHJIUBATh BUUMOE IPUCYTCTBHE KOMIIAHUHU, CTUMYJIHPOBATh
€€ BHEUTHION (BUAMMYIO) aKTUBHOCTb;

VYkpennenue MapKETHUHT OBOU
KOMMYHHMKAllUA IyTEM HWHAUBU-
JlyalbHO-OPUEHTUPOBAHHOTO  CO-
TpyAHUYECTBA (TpsiMast paboTa)

- paboTa ¢ KOHKPETHBIMHU 3alpOCaMu (OTBET Ha BXO/ISIIME COOOIIEHHS U T0-
cretyromasi KOMMYHHUKAIUN);

- OTIpaBKa MPSMBIX 3alPOCOB U NPEUIOKEHUN (KOMMYHHUKAIIUS U UCXOS-
e COOOMICHu ),

- COXpaHEHHE JIOBEPUTEIBHOTO TOHA PAOOThI U YUET PEAKIIHIA;

[ToBbIlIeHNE y3HABAEMOCTH ITy-
TeM peKJIaMbl (TapreTHHT) U Mpo-

- KOCBEHHO€ MOBBIIIEHUE y3HABAEMOCTHU IIyTeM Pa3MELICHUs peKIaMbl, KOH-
TEHTa, y4acTHs B MEPONPHATHIX, T/I€ IPUCYTCTBYET LIEIEBast ayTUTOPHS;

IBIDKCHUS Cpeld KOHKPETHHIX | - oOecriedeHrne BOBICUCHUS U paboTa ¢ MOTpeOHOCTAME (LIEHHOCTSIMH H HIIe-

B2B-cermenToB amamu B2B-xnmeHTa), JoHECEHHE CIIOCOOHOCTH YAOBICTBOPATH 3THU LIEHHO-
CTH,

OOMEH DOKCHEepPTHBIM  OIBITOM, | - IPOBEACHUE MEPONPUATHI U IPUBJICUCHNE HA HUX;

KelicaM, MHEHUSIMH, aHAITUTHKOK
U CTATUCTUKOM

- MyOJIMKanus aBTOPCKUX MAaTEpHaJIOB M UX 00Cy>K/ICHHE;
- aKTHBHasI pab0Ta MO YYaCTHIO B CTOPOHHUX MEPOIPHSITHSIX;

Takum oOpaszom, ucxons u3 Tabn. 1, mocrpoeHue
MapKETUHTOBBIX KOMMYHHUKAIMHA C HMCHOJIb30BaHHEM
po(heCCUOHANBHBIX TUIAT()OPM, 3a4aCTyH0, CBOJMTCS
K NPHUHATHIO MOMBITOK OKa3aHWS MPSMOTO WM KOC-
BEHHOTO BozfeiicTeust Ha B2B-morpedutens. Beidbop
KOHKPETHOTO c11ocoba U 000CHOBaHHE TAKOTO BBIOOPA
B COOTBETCTBHU CO CTpAaTETMEd M TAKTUKOW IPOIBU-
JKeHUs KomMmannu Ha B2B-peiaKe cObITa ocTaeTcs Bo-
MPOCOM OTKPBITHIM, TOCKOJBbKY 3aBHCHUT OT MHOMXKe-
cTBa (DaKTOpOB W YCIOBHIA, a TakkKe KOHKPETHBIX
uael, KOTOPBIMH PYKOBOJCTBYETCS KOMIIAHHS IIPH
BBIXOJIE Ha ayAUTOPHI0 IMPO(GECCHOHANBHBIX IUIAT-
¢dopm. Tem He MeHee, CyNIECTBYET SIBHO BhIpasKEHHAS
eanHas crenuduka OpraHU3alul MapKETUHTOBBIX
koMMyHHKanuid Ha B2B peraKax cOpiTa B mpodeccuo-
HAJILHBIX KaHallaX, KOTOpasi BeIpa)kaeTcs B 11e7ecoo0-
pa3HOCTH  CJIEAOBaTh  NPUHIMINAM  [[EHHOCTHO-
OPHEHTUPOBAHHOTO, KOMIUIEKCHOI'O M IIEPCOHAIN3U-
POBaHHOTO TIOAXOJa, BHICTPAUBATH JJTUTEJIbHBIC B3a-
UMOOTHOIIICHHSI ¥ 3aHUMAaTh B HUX POJIb JKCIIEpTa,
HACTAaBHUKA WM TOMOIIHHKA, KOTOPBIA OTJIMYACTCS
po(heCCHOHAM3MOM H CIIOCOOHOCTHIO OBICTPO M Ha
JOJDKHOM YPOBHE KauecTBa 3aKphIBATh BXOJISIIUE 110~
TpeOHOCTH.

BruiBoabI

IIpoBeneHHoOe HccienOBaHUE CIOCOOOB MOCTpOE-
HUSI MapKETHHTOBBIX KOMMYHUKAIMHA C HCIIOJIb30Ba-
HUEM NPOQeCcCHOHANBHBIX TUIATGOPM AJISI IPOJBHIKE-
Hus Ha B2B-ppiHkax cObITa TO3BOJSET CAENaTh PN
BBIBOJIOB!
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1. IIpodeccuonanpubie mIaTHOPMBI BHICTYHAIOT
3G PEKTHBHBIM KaHAIOM MAapKETHHTOBBIX KOMMYHH-
kanuii Ha B2B-priHKax cObITa, TOCKOIBKY aKKyMYJIH-
PYIOT TIOA, CBOMM HAadYaJlOM IEJEeBYI0 ayAUTOPHUIO
npeacrasuteneid B2B-cermenTa, cocToAmux U3 mpo-
(heccMOHANIOB  OM3HEC-COOOIECTBA, CICIUAIUCTOB,
VYEHBIX | T. 1., YTO ITO3BOJIIET KOMIAHUSIM (OKYCH-
poBaThcs Ha BEIOOpPE KOHKPETHOW TUTOIIAIKH IS
npoaBmwxkeHUs. Bmecte ¢ Tem TpeOyercss BhIOMpaTh
KOHKPETHYIO (COOOpa3HyI0 MOCTaBICHHBIM IIENSAM U
3a/layaM TPOJIBMKEHHS) TUIAT(HOPMy, VUHUTHIBATH €&
0COOCHHOCTH, a TaK)Ke CIIEIUATH3AIIHIO.

2. YcnemHoe mNpOABMKEHHE Ha MPodeccHo-
HaJbHBIX TIaTopmax (B mpodeccCHOHaIhHBIX COIH-
ANBHBIX CeTsAX) TpeOdyeT CleOBaHUs MPHHIUIIAM
LEHHOCTHO-OPUEHTUPOBAHHOTO,  KOMILJIEKCHOTO |
[IEPCOHAIM3UPOBAHHOTO TOAX0/1a, YTO OTpa)kaeT Co-
yeTaHue HJed co3maHusi LUeHHocTed Ha B2B-pbiHkax
cObiTa, ocobenHocreit B2B-mapketunra, crenuduku
camMuXx Mpo(heCCHOHAIBHBIX IIaTGOPM, a TakKe Map-
KeTHHTa B COLMANBHBIX CETAX C OpHEHTalled Ha
B2B-cexTop.

3. TlpodeccronansHpie MIaTGOPMBI MO3BOJISIOT
pa3BuUBaTh JOBEpUTENbHbIE OTHOomeHuss ¢ B2B-
CEerMEHTOM MOTpeOHTeNeH, MOCTENeHHO «HAOHUPATh»
JIOBEPHE U PEMyTaIHIO, KOTOPbIE CTAHOBITCS Oa3ucoM
CTaOMIILHOTO MapTHepcTBa. KoMnaHus B TakoM CITy-
Yyae 3aHMMAaeT POJb JKCIEPTa, HACTABHUKA WM TIO-
MOIIHUKA, KOTOPBIM, JIEUCTBUTEIHHO, JOJIKEH OKa-
3aThCs CIIOCOOHBIM TPEIOCTABIATH COOTBETCTBYOIIUE
YCIIyTH W IICHHOCTH; JUIS WX IPEIOCTABICHUS TMPE-
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[I0JIaraeTcsl MCIIOJIb30BaTh Pa3IM4YHbIE METOIbl KOM-
MyHHKAINH, KaK IpsaMoii (pabota ¢ B2B-knuentamn),
TaK M KOCBEHHOM (co3aaHue IIyma, BU3yallbHasl 3a10-
MHUHAEMOCTh, YaCTOTa BCTPEYAEMOCTH H T. 1.).

Tak, B X0fle MCCIIEZIOBaHUS yIallOCh O0OOIIUTH U
KOHKPETH3HPOBaTh TEOPETUUECKUE ACTIEKTHI MPOIBH-
YKEHUSI B TPOPECCUOHANBHBIX COLIMANIBHBIX CETSAX U Ha
npodecCHOHaIbHBIX IaTGopMax, 9TO OTPAKAET TEO-
PETUYECKYIO 3HAUUMOCTb IOJIyYCHHBIX PE3YJIbTaTOB U
CeTaHHBIX BBIBOJOB. Hay4nas 3HauMMOCTh paOOTHI
3aKIII0YaeTCs B MPEACTABICHUH MHOTOKOMIIOHEHTHOM
KOHIIETITYJIbHOW MOJIeNT 0COOCHHOCTEH MPUMEHEHUS

ca Ha B2B-peiHkax cObITa; B MOJCIIH CHCTEMAaTH3UPO-
BaHBI KIFOYEBbIC PAKTOPHI H CTPYKTYPHBIC 3JICMEHTHI,
BIUSIONIME Ha 3(()EKTUBHOCTh MAPKETHHIOBBIX KOM-
MYHHKAIMA B MpodeccHoHanbHbIX KaHamax. [IpakTu-
Yyeckasi 3HAYMMOCTh TOJYYCHHBIX Pe3yIbTaTOB BhIpa-
JKeHa B pa3pabOTKe KOHKPETHBIX PEKOMEHIAIUA U
CIOCOOOB MOCTPOCHUS MAPKETUHIOBBIX KOMMYHHKa-
U ¢ KCIONB30BAHUEM MPOPECCHOHANBHBIX IJIAT-
(hopM, KOTOphIE MOTYT OBITh HEMOCPEICTBEHHO TpPH-
MEHEHBI MapKETOJIOTaMH KOMITAHWUH, OPUCHTHPOBAH-
HbIX Ha B2B-CekTop M OpraHu3anuio npoBUKCHHS B
HEM.

npodecCHOHATBHBIX IIaTGOPM B MapKeTHHre Ou3HE-
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