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AHHOTALUMUA

CraTbs NocBaWeHa UccnenoBaHuio cneumduyeckux ocobeHHocTen NpopeccMoHanbHOM AeaTeNibHoCTU B cpepe B2B-koM-
MyHMKaUMI. B Heit npoBoaMTCS 0030pHbLIN aHaNM3 MCCNefoBaHMS POCCUIACKOrO pbiHKa B2B-koMMyHMKaumi kak ogHOM
M3 CaMbIX NEPCMEKTUBHBIX CPep AEATENbHOCTM A8 BbIMYCKHUKOB N'yMaHUTapHbIX CleLManbHOCTEN POCCUMCKMX YYeBHbIX
3aBegeHuin. AHanus uccneposanuns B2B Communication Vector 2020, npoBeneHHoOro POCCMCKMM KOMMYHUKALMOHHBIM
areHtcteoM B 2019 1., N03BONWA BbISIBUTL CNELUPUKY AEATENBHOCTU CNELMANMUCTOB MO CBA3AM C 0BLLECTBEHHOCTBIO U Map-
KETMHTOBbIM KOMMYHMKaLMAM B cerMeHTax B2B pa3nnuHbix KOMMepUYeckux opraHu3aumii. B ctaTbe NpuBOAATCS OCHOBHbIE
pe3ynbTaThl MCCNeA0BaHMS, KOTOPblE CPAaBHMBAKTCA C pe3y/nbTaTaMM UCCIeLOBAHMMI, NPOBEAEHHbIX HA 3anagHbIX PbiH-
Kax, pacCMaTpMBAKOTCS Pa3MYHble TOUYKM 3PEHUS POCCUIACKMX CMEeLMaNUCTOB, NMPAKTUKYIOLLMX CBA3M C 0OLLECTBEHHOCTbIO
B busHece.
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ABSTRACT

The article presents the results of the study of professional activity specificity in B2B-communication. To achieve these
purposes,the author presents a review analysis of Russian market of B2B-communications as one of the most perspective
fields for graduates of humanitarian specialities of Russian institutions. The research called “B2B Communication Vector
2020” conducted by Russian communication agency in 2019 gives an explanation of the specificity of activities of B2B-
communication managers in a range of commerce companies. This article consists of the overall results of the study.
Some of the results the author compared with the results of the conducted researches on foreign markets. The article
presents different points of view of Russian specialists, practising PR in business.
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BBEOEHUE

Ananu3 B2B-KoMMYHMKALMIT Kak cepsl IPUIo-
SKeHMST CUJT OTPOMHOTIO KOJIMYEeCTBA CIIelaaCTOB
B 00j1aCTM CBSI3€i1 ¢ 0b1ecTBeHHOCThIO (PR) 1 MapKe-
TUHTOBBIX KOMMYHMKAIMI1 — Tema JIJIS1 POCCUIACKOTO
pPBIHKA HOBAs U JOBOIBHO OCTpas. XoTs1 B2B-cexkTop
3aHMMaeT 3HaUUTeIbHYI0 YaCTh 9KOHOMMKM Poccum
1 UMeHHO B2B-HarnpaBjieHus IPUHOCST OOJIbIIYIO
YacTb IPUOBUI MHOTOIPO(PWILHBIM KOMMEPYECKUM
XOonauHTaM, crienydrka B2B-KoMMyHMKaLMif Kak
CaMOCTOSITEIbHOTO HAIpaB/IeHMsI KOMMYHMUKaI M-
OHHOJ1 OesITeJIbHOCTU KakK B Poccuu, Tak U B Mupe
m3yJaeTcs ¢1abo.

B poccniickux M MMUPOBBIX MCC/IEA0BAHUSIX PbIH-
Ka MapKeTMHTOBBIX 1 PR-yCIyT ITperMylIiieCTBEHHO
MCITIOJTb3YIOTCSI 0000IIeHHbIE BHIBOMIBI, HE YUUTHIBA-
1o1Ive crenu@uky B2B-pbIHKOB € X 0COOEHHBIMMU
IPYIIamMy OOLeCTBEHHOCTH, OTJIMYAIOIIMMUCS 3Ha-
YMTEIbHO OOJIbIEel pallIOHAIbHOCTBIO B IIOBEIEHNUN
U IIPUHSITUM PelleHnii, YeM KIMEeHThI Ha IToTpebu-
TeJIbCKMX PbIHKAax. Ha MexxayHapOgHbIX U POCCUIA-
CKMX ITPaKTUUeCKMX KOH(pepeHIMsIX 1 hopyMax 110
KOMMYHMKAIIMSIM BCe Yallle 3By4aT Ofbl AU IKUTA-
nmsanym, poboTusanyu chepbl PR 1 MapKReTHHTO-
BbIX KOMMYHMKAIV, UCTIOJIb30BAHMIO TEXHOJIOTUIA
JMCKYCCTBEHHOTO MHTEJIeKTa, HelipoMapKeTUHTa U JIp.
OIHAKO ITOYUTH HET MOATBEPKAEHHBIX TaHHBIX 00
MCITIO/Tb30BaHMM CITEIIMAVICTAMM B 06/1aCTY KOMMY-
HMKauuii B2B-kommauuii v B2B-6peHnoB mogo6HbIX
MHCTPyMeHTOB. [T03TOMY OCTaeTCst OTKPBITHIM BOITPOC,
MTOAXO/SIT I HOBbIe MHCTPYMEHTDI 111 ITPOABIOKEHMS
crien@ryeckoro KOpopaTuBHOIO OM3Heca.

B 2019 r. KoMMyHMKaI[MOHHOe areHTCTBO Fresh
Russian Communications ¢ HaIlMM HemoCpeCT-
BEHHBIM yUyacTMeM IIPOBeJIO epBoe Ha POCCuii-
CKOM pbIHKeE 1Mcc/ieqoBaHMe HanpaBjgeHus B2B
o6usHeca (https://frc-pr.ru/info/news/issledovanie-
b2b-communication-vector-2020-rasskazalo-ob-
osobennostyakh-napravleniya-b2b-kommunikats),
MOTPY3UBILINCH B TPYAOBbIE OYIHM CIIEMATCTOB,
oTBevawIlux 3a B2B-kommyHukaumm. icciegoBaHme
MO3BOJIWJIO CHeaTh IEPBbIi IIAT K BbISIBJIEHNIO peaib-
HBIX ITOTPeOHOCTEN, IIPOOIeM U 3aa4 CITELIVA/ICTOB
II0 CBSI3SIM C OOIIEeCTBEHHOCThIO ¥ MaPKETHHIOBBIM
KOMMYHMKaIMSIM, paboTatonm B B2B-cermeHTax
pasIMUYHBIX BUIOB OM3Heca. Llenbio mccmenoBaHmst
ObL1a MIOTIBITKA OIIPENEIUTh BO3MOKHbIE HAIIpaBJIe-
HMs pa3sBuTHs PR M MapKeTMHIOBbIX KOMMYHMKALIMIA
Ha B2B-pbIHKax 1 ITOKa3aTh CIeLyaanucTaM B ob/ia-
¢ty B2B-KoOMMyHMKaMi IyTU, KOTOPBIMU UAYT VX
KOJIJIETU, BIOXHOBUTD Ha CBEKMeE UIIEN U ITPOIO/DKATD
Jmanor o 6yayiieM KoMMyHMKaiuit B B2B-cekrope.

0b UCCJZIEAOBAHUU

VccnegoBanye mpoBoamiIoch B (popmare ormpoca 156
CTIeLIMaINCTOB, B TOV MU MHOI Mepe BOB/I€UEeHHbIX
B [IPOLIECC KOMMYHUKALWI Ha pa3anyuHbIix B2B-pbIH-
Kax. B HeM IIpMHsIM yyacTye MpeacTaByUTeIy KOMIIa-
HIIA, pabOoTaIOIIMX B BEOYIIMX CEKTOPaxX SKOHOMMKM,
OTJIMYAIOIINXCS TIPU 3TOM APYT OT APYTa U YPOBHEM
BHEIPEHVISI TEXHOJIOTMIA, Y TPAIVIIVIOHHBIVIMA 151 CeOsT
KOPITOPaTUBHBIMU KYJIbTypamu, 1 goseii B BBII cTpaHsbl.
IlaHHOe MccieqoBaHye MO3BOJISIET YBUIETbh OCHOBHbIE
TPeHIbl, KOTOPBIM C/iefyeT HbIHellTHee OKO/IeH e
MPaKTUKYIOIIMX CIIeLaICTOB B 001acTyi PR 11 Mapke-
TUHTOBbIX KOMMYHMKAIIMIA. BOMBIIMHCTBO yUaCTHUKOB
MCCIeqOBaHMS 3aHMMAIOT PYKOBOZSIIME JO/DKHOCTM.
ITpu aTOoM 57% 13 HUX U 54% MeHeIKepoB/criela-
JIUCTOB Ha He PYKOBOJSIINX JO/DKHOCTSIX CHIelaIm-
3MPYIOTCSI HA TIOCTPOEHUY KOMMYHMKALIVIA U CBSI3€ii

€ 001ecTBEHHOCTDI0. CITeIMaICTOB, OTBEYAIOIIX
B KOMITaHUY 32 MApKETHHT B 11€JIOM, IPUHSIIO YJacTue
B MICC/IENOBAHMM UYTh MEHbIIIE — OKOIO 45% (puc. 1).

NMPO®UJIbHOE O6PA30OBAHME —
XXENATENIbHbIN, HO HE OBA3ATEJIbHbIN
ATPUBYT CNEUMANUCTOB B OBJIACTU B2B-
KOMMYHUKAL WA

ITo maHHbIM TenmedoHHOTO orrpoca 1600 uesoBek cTapiire
18 net, mpoBenenHoro B anperne 2019 1. Bcepoccuiicknum
LIEHTPOM M3yJeHst 001IecTBeHHOTro MHeHus (BLIVIOM),
TOJBKO 51% poccusiH paboTaloT 110 CIIelMaJlbHOCTU
(https://wciom.ru/index.php?id=236 &uid=9655). Cpemu
JIEO7IETA C BBICIIMM 006pa30BaHMEM 3TOT MOKA3aTeNb Uy Th
GOJIbIIIe — OH JocTUraeT 58%.

HccnemoBanne B2B Communication Vector 2020 mo-
Ka3bIBaeT, uTo B2B-KOMMYyHMKATOPbI, KOTOPbIE MMEIOT
KaK MMHMMYM OTHO BBICITIee 0Opa3oBaHye (a OKOJIO0
10% w3 HUX — IBa WIK TPU), HE3HAUUTETbHO BhIOVIBA-
10TCS U3 OOILETo TPeHa, KaKk Obl JEMOHCTPUPYS, UTO
npodubHOe 06pa3oBaHe — He 6ojiee uemM XOpolee
TOACIIOPbe 1/ Hauasia Kapbepbl B 0Tpacin. TOIbKO
53% y4aCTHMKOB VMCC/IeAOBAHMST TIOTYIWITN TATIOM
B 00/1aCTM MapKeTuHra, PR 1 pexkiamal.

OcraibHble 47% pecrioHAEHTOB MO0 HOTYUNIIN
06pa3oBaHyie B CMEXKHBIX 00/IACTSIX (TaKMX KaK JKypHa-
JIVICTMKA VIV COLIMOIOTHST), TMOO0 06/IaJar0T HaBbIKAMIA,
LEHSIIVIMMCS TTPY paboTe Ha TIPOMBIIITIEHHbIX PhIHKAX
(TexHMueckoe obpazoBanye). Kak okasanocs, B chepe
B2B-komMMmyHMKaIMi paboTaloT 1 AUTTIOMUPOBAHHbIE
SKOHOMMCTbI, PMHAHCYCTBI, MHKEHEPDI, YITPABJIEHIIbI,
610JI0TH, TICUIXOJIOTH, TIOJIUTOJIOTH, FOPUCTBI U JaxKe
MeIOUIMHCKYe PaboTHUKY. [To MHEHMIO caMMX yJacT-
HUKOB OITPOCca, 00pa3oBaHIie — 3TO JIAIIIb HAYasI0 MyTH
CTIeIMaINCTa 10 KOMMYHUKALIUSIM.
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McmouHuk / Source: coctaBneHo asTopom / the author.

OT PR K MAPKETMHIOBbIM
KOMMYHUKALUNAM

To, uro ®uumi KoTaep B cBOMX paboTax Ha3bIBal
«TTOTPEOUTENTHCKUM MapKeTMHTOM» [1] ¥ «MapKeTHHToM
NIpeIpPUSTUI», Mbl cerofHs1 HasbiBaem B2C- 11 B2B-
MapKeTUHTOM. B cermMeHTax KOPIopaTMBHOTO 613-
Heca (B2B) ceromnst HabmomaeTcs cMerneHne (pyHk-
LM CITEIIMAJIMCTOB I10 CBSI3SIM C OOIIECTBEHHOCTHIO
U CTIEIUATIUCTOB 10 MAPKETUHTY, B pe3y/IbTaTe uero
TIPeBaJIMPYIOIIYI0 POJb HAUMHAET UTPaTh HallpaB/ieHe
MAapKEeTVHTOBBIX KOMMYHMKAIIIA.

Ha pbiakax B2C ceromssi B TpeH/ie Tak Ha3bIBa€Mblii
«MapKeTHT 3.0», OpMEeHTMPOBAHHbII yyke He Ha COOCT-
BEHHbIE [IOTPEOHOCTH ITOKYTIaTeTel, a Ha X IIeHHOCTH
U ITOTPeGHOCTY GoJIee BHICOKOTO IMTOPSIIKA, CBSI3aHHbIE
C 3aIlMTO OKPYKAIOIIEN cpedpbl 11 3a00TOJ 0 6/1aroco-
CTOSTHMM OOIIIECTBA, OOPAIIAIOIINIACS YoKe He ITPOCTO
K SMOLIMSIM, @ K CepALiam 1 oyliaM Jironen. BakHyio
POJIb IIPY 3TOM B CHCTEME MapKETMHTOBbIX KOMMY-
HuKaiui 3anuMaeT PR. B2B-kommauum 1 6peHab
TaKKe CTaparoTCsl BKIOUATHCSI B COBPEMEeHHbIe TpeH-
IIbI, TaKMe KaK ITPUBEP;KEHHOCTh MAESIM YCTOMUMBOTO
PasBUTHMS ¥ BHECEHME CBOETO BKIaIa B «00IIee TeI0»
MMPOBOro MaciTaba. 81% crielyaaicToB B 06/1acTu
B2B-koMMyHMKaIyit paboTaloT B OTAE/aX, TOTUMHS -
IOIIMXCSI HATIPSIMYIO TeHepaIbHOMY AVPEKTOPY WU €T
samecturenmo (https://frc-pr.ru/info/news/issledovanie-
b2b-communication-vector-2020-rasskazalo-ob-
osobennostyakh-napravleniya-b2b-kommunikats).
CeropiHsl, KOTga Ha POCCUIICKOM PbIHKE OpaH>KeBbIX
opraHu3aiuii' Bce ele 3SHAUUTEIbHO 60JIblIIe, YeM
OVPI030BBIX (M3YMPYIHBIX)? [2], «BGMM30CTb» K PyKOBO-

! OpraHusanuy, iaBHas 1eJb KOTOPBIX MOGEIUTh B KOHKY-
PeHTHOII 60pbbe, MOMYYNUTh IPUPOCT U MPUOBLIb, a IyTHU J0-
CTVSKEHMSI 9TOVA 118U SKECTKO KOHTPOTUPYIOTCS.

2 OpraHusanyy, e BaKHYIO POJTb B JOCTIKEHUM OM3HEC-3a-
Ja4 UTPAeT MPUHIIUI CAaMOYTIPABIeHMSI.

JATENI0 — MPU3HAK 3HAUMMOCTY CTPYKTYPBI U Beca ee
KOHCOMMAMPOBAHHOTO MHEHMSI B ITPOLIeCce MPUHSITHS
TaKTUUYECKMX U CTPATerMueCcKuX peiieHuii.

B TO Bpems kak routy B nonoByHe B2B-koMnanmit
(49%) PR-KOMMYyHMKALIMM HAXOISITCS B BeleHUH [ie-
MapTamMeHTa/0OTAea MapKeTHHTa, B 38% CiTyJyaeB Ipe]l-
TIPUSITUS CO3TAI0T O, 3TY 3a4a4UM CAaMOCTOSITe/TbHbIN
JeIrmapTaMeHT/OTHEe II0 CBSI3SIM C O0IIeCTBEHHOCTBIO
(PR), KOMMYHUKAIIMSIM VJTU TTpecc-cyskoy. HysKHO OT-
METUTb, YTO 3TO IOCTATOUHO BbICOKMIA POLIEHT (puc. 2).

PACNPEOENEHUE 3A0AY: HE BCE OTOAKOT
HA AYTCOPCHUHT

B KOMITIETEHLIMIO U KPYT JOJDKHOCTHBIX 00SI3aHHOCTEN
CTIeLMaCTOB B 00/1acTy B2B-KOMMYHMKALINI BXOIUT
MHOKECTBO 3a71a4 — OT paboTbi co CMU 11 pa3muHbIMm
KOHTpareHTaMy BHe OpTraHU3ali 10 TOCTPOEHMST
CUCTEMbI BHYTPEHHMX KOMMYHMKALIUIA.

bonee 70% pecioHAEHTOB, KAK MapKETOJIOTOB, TAK
1 PR-cnenimanmncToB, CaMOCTOSITE/IbHO (TTOPOVi COB-
MeCTHbIMU YCUTUSIMM) BeAYT U HATIOJTHSIIOT KOPIIO-
paTUBHbIN caiiT, paboTaroT co CMU (B HarpaBaeHU
Media Relations), 3anmmarorcst PR-iogmepskkoit map-
KeTUHTOBOI AesiTeIbHOCTY KOMITaHMM, BbICTPaUBaIOT
BHyTpeHHMe KOMMYHUKALUY 1 OPTaHMU3YIOT ydacTue
KOMITaHMM B BBICTaBKax (puc. 3).

[Tpy 5TOM MHOTME peClOHAEeHTbI OTMEeTWIN, UYTO
PSI 3 9TUX 3a71a4 B X KOMITAaHMM BbITIOTHSIIOTCSI COB-
MeCTHBIMM YCWIMSIMU IITATHBIX CTIEIUATVCTOB U TTPU-
BJIEUEHHbIX KOMMYHUKALIMOHHbBIX, MAPKETMHIOBbIX
u digital-arentcts. IlosToMy Io/TydeHHbIE JaHHbIE
CKOpee CBUIETETbCTBYIOT O TOM, B KaKkie Hampase-
HYs1 GOJTbIIE BCErO BKIIOUEHbI B2B-KOMMyHMKATOPBI,
HEXKeJIM O TOM, UTO BCSI 3Ta paboTa BBITTOTHSIETCST VIC-
KITIOUMTETHHO COOCTBEHHBIMM CUJIAMIA.

Hecmotpst Ha TO uTo TOIT-5 JaHHBIX 338134 BBIIIOJ-
HseTcs1 Bcemy B2B-koMMyHMKaTOpamu, Crieliuaim-
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JenapTameHT/0TAEN MapKeTuHra 49%
L |
[enapTameHT/oTAeN KOMMYHUKaL 15%
L |
OTAen No ceA3AM C 06LUECTBEHHOCTLIO 15%
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Puc. 2 / Fig. 2. CrpyKTypHble noapa3aeneHus OpraHu3aLmii, OTBETCTBEHHBIE 33 KOMMYHUKaLuK /
Structural divisions of organizations responsible for communications

McmoyHuk / Source: coctaBneHo aBTopom / the author.

3a1MsI OT/IEJIOB BCe 5Ke COXPAaHSIeTCsI, TOITOMY Helb3s1
He OTMeTUTB, uTo Media Relations — rpeporarusa
mmeHHO PR-crietinaniicToB (TOMbKO 4% 13 HUX COBCEM
He VICTIO/Ib3YI0T JAHHBI MIHCTPYMEHT B CBOeii paboTe,
cpeny CTeIMalMCTOB 10 MapKeTMHIOBbIM KOMMYHM-
KauysimM Takux 14%).

Hao6oporT, e-mail-paccbuikamy 1 IIpoBeAeHUEM
MepOIPUSITHIA /ISl KIIMEeHTOB U NapTHEPOB yalile 3a-
HUMAIOTCSI CIIeIMaINCThI TI0 MAPKETUHTOBBIM KOM-
MYHUKAIMSIM, YeM TI0 CBSI3SIM C OOITIeCTBEHHOCTHIO
(77 ipoTMB 56% 1 74 IPOTUB 55% COOTBETCTBEHHO).

CornacHo naHHbIM Sagefrog Marketing Group
(https://cdn2.hubspot.net/hubfs/455263/marketing-
mix-2019/Marketing Mix_2019 Report%20Final.pd),
63% amepukaHCKuX B2B-koMriauuii (B OCHOBHOM
MaJIblii ¥ CpefHMi1 613HeC) Ha ITOCTOSIHHOM OCHOBE
TMOJTb3YIOTCS YOTYTaMy MapKeTUHTOBBIX I KOMMYHM-
KallIOHHBIX areHTCTB, OOBSICHSIST 9TO TaK: COIePyKaTh
TTOJTHOIIEHHBI OT/Ie/T MapKeTHHTa JOPOro, a HaHW -
MaTh «CIelManyicTa HMpoKoro npodusisi» He Beeraa
3(pdHEeKTUBHO — OH HE CMOKET OIMHAKOBO XOPOIIIO
CTIPaBJISITHCST CO BCEMU 3a/Ia4aMIL.

KOMMYHUKALUWN —B NPUOPUTETE

Knaccnueckasi Teopyst MapKeTHHTa (BO3MOXKHO, He-
CKOJIBKO yCTapeBLIasi B CBETE YCKOPEHMS TEMITOB PhI-
HOYHBIX M3MeHeHMI [TOC/IeIHMX AeCSTUIeTUI, HO BCe
elle akTyaabHas /151 ONMCaHMS KIII0YEBbIX ITPOLIECCOB
B TAaHHOJi 00/IaCTI) TIOAPa3yMeBaeT HaIMUMe YeThIpex
OCHOBHBIX (DYHKLIMIT MapKeTHHTa [3]: aHaIUTUYeCKOA,
MIPOYKTOBO-TIPOM3BOLCTBEHHO, COBITOBOA, QYHKILIMS
yIIpaBJIeHMs], KOMMYHMKALMI ¥ KOHTPOJISI.

CormacHo uccnemoBanmnio B2B Communication

Vector 2020, 60nbmmHCTBO (68%) B2B-kOMMyHMKa-
TOPOB POCCUIACKUX ¥ 3aPYOEKHBIX KOMITAaHWI OTAI0T

MIPUOPUTET MIMEHHO KOMMYHMKATUBHOM COCTABIISIIO-
11eii MapkeTuHra. Ha BTOpOM 1 TpeTbeM MecCTax 1o
TOITYJITIPHOCTY — TTOIIEPSKKA MTPOIIaX (25%) v paboTa
¢ ipomykToM (7%). AHaMTIUecKast ke (QyHKIIMS Map-
KeTuHTra He BXoauT B TOII-3 akTyasbHbIX 3a7a4.

Cpeny KTIOUEBbIX 33/1a4 CIIELMATCTOB JIUAUPYIOT
BHEIIIH/e KOMMYHUKALUN — B 62% CJTy4aeB Cpeiy OTBe-
TOB Ha BOIIPOC «TPY IIPMOPUTETHBIE Ha OIVDKANAILINIA TOf,
3a1a4M 1715 Balllero OTaena» 6bLIY Ha3BaHbI IIPOEKTHI,
11e/TbI0 KOTOPBIX SIBJISIETCST ITIOCTPOEHME OMpene/ieHHbIX
(>KestTaeMbIX) OTHOILIEHUIT OpraHU3alyy C KITIOUeBbIMU
rpymamu o6IIecTBEHHOCTI. BHYTPeHHVE KOMMYHM-
KaLy TPy 3TOM 3a00TST Iniib 12% pecrioHIeHTOB.

Yarie Bcero (B 36% ciTyyaeB) miepe]t, CrielaIucTaMu
110 B2B-KOMMYHMKALIMSIM CTOUT 3a/iaya 10 TTOBBIIIEHNIO
y3HaBaeMoCTV OpeH/1a, puKcaryy B HaMsITV OTpe6u-
Tejieit uHgopMaLyy 0 6peH[ie: ero CyIecTBOBaHUMA,
CBOJICTBAX, XapaKTEPUCTMKAX M aTpuoOyTax (puc. 4).

27% B2B-kommyHmkatopoB Ha 2020 T. CTaBsIT nepes,
co00i1 11eNTb yeHUTh pasButHe digital-HampaBaeHusl.
VUunThIBast, UTO GOMBIIMHCTBO (60%) OTIEIOB CErOmHS
CaMOCTOSITETbHO PelIaloT JaHHYIO 3a7auy, HO ITpY 9TOM
XOTST YCUJTUTD TO HaTIpaBJIeH e, CTOUT ITPEeIITIOIOKINTb,
YTO CITPOC Ha crielmaancToB 1o digital-komMmmyHMKa-
MM 6yIeT pacTy MO0 YacTh KOMIIaHMIT IIepegacT
ITOIOOHBIE ITPOEKTHI Ha ayTCOPCHHI.

[IponomkaeT UrpaTh 3HAUMUTEIBbHYIO POIb B SKU3HU
B2B-komnanuii 1 Meauacpena. 18% pecrioHaeHTOB
Ha3Ba/IM 3a[1a4y pacIIyMpeHys IPUCYTCTBUS OpeH-
Jla, KOMITAaHUY WIX PYKOBOAUTEJIS B MeIya OMHOI 13
HaubojIee BasKHBIX. A 5TO 3HAUUT, YTO 60pbOa 3a BHU-
maHe CMU BceBO3MOXKHBIX (POPMATOB TOMBKO YCH-
JINTCST — CITEIVAJTVCTaM IIPUAETCS OTTaUMBATh HABBIKA
MIpUBJIeUeHNST BHUMAaHMS KYpHA/IUCTOB, ITAPTHEPOB
¥ 00111eCTBEHHOCTH K CJIO’KHBIM B2B-Temam.
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BeneHune N HanonHeHWe KOpnopaTtuBHoOro canta
Media Relations (pa6ota co CMW)
PR-noapepKa MapkeTuHra

BHyTpeHHUe KoMMyHUKaLm

YuyacTtue B BbiCTaBKax

Direct mail (e-mail-pacceinku)

Event-koMMyHUKauuu (NnpoBefeHUe MeponpUATUA
LN15 KNWEHTOB U NapTHepOoB)

Digital-koMmmyHukauum 1 SMM

INpadwuveckuin gusanH

88%
%
%

Puc. 3 / Fig. 3. HanpaBnexus paboTbl, KoTopble WwraTtHble B2B-KoMMYyHUKATOpbl KOMNAHKIA Yallue BCEro
BbINONHSAIOT camocTonTenbHo / Areas of work that full-time B2B communicators of companies most often
perform independently

McmouHuk / Source: coctaBneHo asTopom / the author.

YBenu4yexune brand-awareness / yaHasaeMoCTH
6peHpa

YcuneHue /
passutue digital-koMMyHMKaLWiA

Yeenuyexue npucyrctens 6pexpa /
KOMMaHun / pyKoBoauTENs B Megua

MNpoayKToBblE KOMMYHMUKaLWKA

: ‘

|

360%

27%

8%

17%

Puc. 4/ Fig. 4. NpuopuTeTHbIE HANPABNEHUA AEATENLHOCTU CNELMANUCTOB B 06nacTu B2B-koMMyHMKaumi
(npoueHT 0TBETOB, B KOTOPbIX AaHHbIE 3aAa4M 3aHANM OAHO U3 Tpex MecT) / Priority areas for specialists in the
field of B2B communications (percentage of responses in which these tasks took one of the three places)

McmoyHuk / Source: coctaBneHo aBTopom / the author.

Taxske crienMancThl 110 B2B-KOMMyHMKaLIMSIM
IUIAHUPYIOT CAelaTh akUeHT Ha PR-nogaepskke Kpyti-
HBIX ITIPOEKTOB, (GOPMUPOBAHUU U PA3BUTUU OPEH-
Ia paboTomaTeist ¥ JIMYHOTO OpeHIa PyKOBOOUTEI,
YKpeTuUIeHMY OTHOIIIEHUT CO CTeMKXOMIepami, 3a60Te
0 pemnyTaiuy KOMIIaHUN.

VHTepecHO, UTO COIVIACHO JJAHHBIM MCCIeIOBAHNS
Digital Marketing Plan Survey (https://komarketing.
com/industry-news/survey-digital-marketing-budgets-
increase-significantly-2018), ertie B 2017 T. 60/TBIIHCT-
BO aMepUKaHCKMX B2B-MapKeToI0roB Mpu3HaBa/IlCh,
YTO PyKOBOJICTBO TPeOYeT OT HYX FeHePUPOBATh OOJbIIIE
JIMAOB (TONMBKO 41% CrienyaaucToB He MOMyJain Mo-
IOOHBIX pacHopsbkennii). B Poccui ske B 2019 1. mmo-

reHepauus XOTs 1 BayKHAas1, HO BCe-TaKy He OCHOBHAsI
3a/ava Jiy1s1 GONbIIIMHCTBA MapKeTosoroB (77%) v PR-
crietannctoB (90%).

BbiBOAbI

B pesynbraTe aHann3a JaHHBIX, TOTYYeHHBIX B XOZe
MCCIIeA0BaHNMS, MOKHO CHeIaTh CJIeQYIOl/ie BbIBOABI
o crienduKke MapKeTUHIOBbBIX ¥ PR-KOMMYHMKAITi
Ha pbIHKax B2B.

[Tpeskme Bcero cerofHs 3a B3aumoerictsue B2B-
KOMITaHUI C BHEIITHEN cpefoii OTBeYaroT BbICOKOO-
Opa3oBaHHbIE 1 KBAIU(PUIMPOBAHHbIE CIIELIAIVCTDI.
[MonoBuHa 13 HUX VMeeT ITpoduIbHOE 06pa3oBaHue,
OCTaJibHbIe UCIIOMb3YIOT HAaBbIKM, TIOTyUYeHHbIe B ITPO-
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1ecce royJeHust 06pa3soBaHys B CMEKHBIX C MapKe-
TUHTOM U PR TeXHUYeCKUX WiIM TyMaHUTapHBIX Ha-
rpaBieHnsIX. Kak 1 B OO/IBIIMHCTBE IPYTUX OTPACIIEN,
KomIteTeHIM B2B-KoMMyHMKATOPOB IMPOM3pacTaoT
3 MPUOOPETEHHBIX (HE TOILKO BO BPeMST yUeObl B By3€)
3HaHWUI, YMEHNI, HABbIKOB, OTIbITA ¥ MTOCTOSIHHOTO
caMoo6pa3oBaHyst. KOMMYHMKAIM OCTaIOTCST JIMOO
T1011, KOHTPOJIEM OTE/IOB/IellapTaMeHTOB MapKeTMHTa
(B 50% cryuyaeB), MO0 CO3AAETCS CAMOCTOSITEIbHAS
CTPYKTypHasi enyHuila — PR-oTaen win nemnaprameHT
KOMMYHMKaLuii (B 38% ciydaeB). OTBETCTBEHHbIE 33
KOMMYHMKALVY C L[eJIeBOV ayaUTOPMeil OTIebl yallle
BCETO MOAUMHSIIOTCSI HAIIPSIMYIO FeHepajlbHOMY IMPeK-
TOPY WIN ero 3aMeCTUTeNSIM. FIMeHHO [M03TOMY MHOTVie
TIOAPSIIUMKY TIOAOJTY SKIYT COTVIACOBAHMSI MX TIpe] -
JIOKEHUI C PyKOBOAUTEIEM, Ha KOTOPOTO CChLIAeTCS
MapKeTosor uiav PR-crieiannct KOMIaHmu -KJIMEeHTa.

ITprHMMasich 3a paboTy B B2B-KoMIaHmu pakTiJe-
CKM JTI000J OTpac/Iv CIIELMAINCT II0 KOMMYHMUKALIVSIM
JTOJKEeH OBITh TOTOB K TOMY, UTO 3HAYMTEIbHYIO YaCTh
ero pabovero BpeMeHy OyayT 3aHMMaThb: PaboTa ¢ Kop-
TIOPaTMBHBIM CAaiTOM, OPTaHM3aLVSI B3aMOAENCTBUS
co CMU u npyrmmu 11e/1eBbIMM IPYTITIAMY OOIIIeCTBEH-
HOCTHU, yIIpaB/ieH\e BHYTPEHHMMY KOMMYHUKALIUSI-
MM ¥ OpTaHM3alMsl y4acTHsi KOMITAaHUM B BbICTaBKax.

VIMeHHO Ha BBITIOJTHEeHMe 3TUX 3a7a4 B2B-kommnaHum
peske BCero MpyMBJIeKalOT CTOPOHHUX TTOAPSITUMKOB,
JIMO0 aKTMBHO YYaCTBYIOT B BHIITOJIHEHNM THX 3a7a4
COBMECTHO C KOMMYHMKAIMIOHHBIMM ¥ MapKETUHIO-
BbIMM areHTCTBaMM.

Cpeny 3aa4, KOTOPbIM B2B-KOMMYHMKATOPBI TTPU-
CBOWJIV Ha OJIVCKaAIINiA rof IIPMOPUTETHOE 3HAUEHNE,
JIMOMPYET rPyIira BHEIIHMX KOMMYHUKaUUi — 62%
CHeLMaIICTOB COOOLIMIIN, UTO ITPOEKThI JAHHOTO POIa
BxomsT B TOII 3 BakKHENMINMX HATIPABJIEHUI UX Jesi-
TenbHOCTH. KoMITaHMM 6YAYT CTPEMUTBCS

« TIOBBIIIATH Y3HABAEMOCTDb OpEH/IA;

 pasBuBaTh digital-komMMyHMKaIINM;

 pacIIMpATD 30HY MPUCYTCTBMSI GpeHIa B MeIua.

[ToMMmMO BHENTHMX KOMMYHMKAIINI1, MApKETOIOTU
1 PR-crienianycTbl JOKHBI CTPEMUTBCS TOAIePsKI-
BaTb ITPOJAKM KOMITaHUM. XOTsI 3a/1a4a 10 TeHepain
JIVIZTOB CTOUT JINIIh Tiepen, 18% cITeIamicToB B 00/1acTu
B2B-KOMMYHMKAIMIA, C 1I€ThI0 CTYIMYJIMPOBAHIS COBITA
MHOT'Ve KOMITIaHUM [VIAHUPYIOT YCWJIMBATh event-ak-
TUBHOCTb, ITOBBIIIATH JIOSVIBHOCTD KJIMEHTOB (4acTo
BeAYIIYIO K TIOBTOPHBIM IOKYTIKaM), Pa3BMBATh K/IMEHT-
CKyMe CepBUChI U TTopTasibl. Y muiiib 13% crieniyanncTroB
TOTOBSITCSI K BbIBOAY Ha PIHOK HOBBIX ITPOAYKTOB MJIN
BbIXOMy Ha HOBbIE PhIHKN.
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