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BRAND COMMUNICATIONS OF B2B COMPANIES AS A FACTOR OF
BUSINESS RESILIENCE AND TRUST AMONG
CORPORATE CUSTOMERS

Cmammio npucesueno meopemuKko-aHalimuyHoOMy 0O0TpYHIMY8AHHIO OPEHO-
KOMYHIKAYiU KOMNAHIU, Wo Npayioioms HA KOPNopamueHOMY DUHKY, AK YUHHUKA
cmiikocmi 6i3Hecy ma 006ipu KOPNOpamueHo20 KIIEHMA 8 YMOBAX BOEHHOL
HeguzHaueHocmi. A8MOpPCcbKULL 6HECOK NOAA2AE 6 YMOYHEHHI 3Micm)y OpeHO-
KOMYHIKayil 01 KOPROPAMUBHO2O0 DPUHKY MA 8 OOIPYHMYBAHHI IXHbOI poai sK
cucmeMu CUSHali8, 3a OONOMO20I0 AKUX KOMNAHISL Nepeoac Kli€HmMOo8i 00Ka3u
KOMNEemeHmHocmi, HAOiHOCMI, be3nepepgHocmii, npo3opocmi u
gionosioanvrocmi. Haykosa nosuzna nonseae y gpopmynioeanti nioxooy 0o dpeno-
KOMYHIKQYIU 5K CUSHANILHOI apximekmypu 008ipu, wo Hno8 sa3ye 308HIUHI
NOBIOOMIIEHHS OpeHOa 3 aKMuU4HOK ONEPAYItiIHO CHPOMONCHICMIO KOMNAHIL. V
cmammi  NOKA3aHo, wo  0os8ipa  KOpNOpAmueHo2o  KIIEHMa  Mae
0a2amoKOMNOHEeHMHY HpUpooy. 60OHA OXONIIOE O008IpY 00 KOMNEMEeHMHOCHI,
008ipy 00 HAOIIHOCMI, PO3PAXYHKO8Y 008Ipy ma 008ipy, chopmosary 00c8i0om
gionocut. OCHOBHI BUCHOBKU OOCHIOJCEHHS NOJAAI0mMb y MOMY, Wo OpeHO-
KOMYHIKAYii NOCUnO0mMs CMIUKicmb KOMNAHIL 4epe3 YMPUMAHHA GIOHOCUH i3

KAIEHMAMU, 3SMEHUIeHHs. PenymayiuHux empam, nojieculeHHs: N0O8MopHO20 UOOPY



NOCMAYAIbHUKA Ma NIOMPUMKY HNpoghecilino 00IpyHmosanoi 008ipu nio uac

KPU308UX CUNYAYTU.

The article provides a theoretical and analytical substantiation of brand
communications among companies operating in business markets as a factor of
business resilience and corporate customer trust under wartime uncertainty. The
relevance of the topic is determined by the fact that the war has changed the
conditions of interorganizational choice: for a corporate customer, the risk of
cooperating with a supplier is associated with service continuity, contract
fulfillment, logistics reliability, energy dependence, cybersecurity, reputational
consequences, and the partner’s ability to act predictably during prolonged
disruptions. The purpose of the article is to offer a theoretical explanation of the
mechanisms through which brand communications shape corporate customer
trust, reduce the perceived risk of cooperation, and support the organizational
resilience of the supplier company. The author’s contribution lies in clarifying the
meaning of brand communications for business markets and substantiating their
role as a system of signals through which a company conveys evidence of
competence, reliability, continuity, transparency, and responsibility to the
customer. The scientific novelty lies in formulating an approach to brand
communications as a signaling architecture of trust that links the brand’s external
messages with the company’s actual operational capability. The article shows that
corporate customer trust has a multidimensional nature: it includes competence
trust, reliability trust, calculative trust, and trust shaped by relational experience.
The main findings of the study indicate that brand communications strengthen
company resilience by maintaining customer relationships, reducing reputational
losses, facilitating the repeat selection of a supplier, and supporting professionally
grounded trust in crisis situations. The practical significance of the findings lies in
the possibility of using the proposed approach to develop brand communications

based on evidence, ethical appropriateness, transparent explanation of risks,



service responsibility, and alignment between the brand promise and the actual

customer experience.
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MApKemuH208i KOMYHIKayii, 008ipa KOPHOpamueHo20 KIIEHMA, Pe3UulbEHMHICIb
Oi3Hecy; KopnopamueHa penymayis, meopis CUcHAali8, 80€HHA HEBU3HAUEHICMb;
BlUHA.

Keywords: brand communications;, brand;, B2B marketing; marketing
communications;, corporate customer trust; business resilience, corporate

reputation, signaling theory, wartime uncertainty, war.

IlocranoBka mnpobiaemu. BoeHHa HEBU3HAYEHICTh 3MIHWJIA ONEpAIiiiH1
YMOBHU poOOTH yKpaiHChKOro Oi3Hecy M mifcTaBu (opMyBaHHS J10Bipu Ha B2B-
puHkax. JlJi1 KOpIOpAaTHBHOIO KJII€EHTA pIIIEHHA PO BUOIp MOCTaYaJIbHHUKA
3aBXKJIU TOB’SI3aHE 3 PU3MKOM: MOMMJIKOBA 3aKYMIBJIsS BIUIMBAE€ HA BUPOOHUUUMN
rpadik, cepBic, penyTallilo, BAKOHAHHS BJACHUX KOHTPAKTIB 1 BHYTPIIIHI BUTPATH.
Y BoeHHHMI Tiepiod e PHU3HK IOCHUIIIOETHCS CHEPreTUYHHMH OOMEKCHHSIMH,
JIOTICTUYHUMU 3005MHU, Ae(dILIUTOM MEPCOHANy, pesoKali€ro, Kibep3arpo3aMu Ta
Hernepen0ayyBaHICTIO JIEPYKABHOTO W PUHKOBOTO CEpPEOBUINA. 32 TaKUX yMOB
MapKETUHIOBl KOMYHIKaIlli MOCTavyaqbHUKa HAO0yBalOTh OUIBIIOI Baru, OCKUIBKU
KJIIEHT TOTPeOy€e 3pO3yMUTUX MiJCTaB Il TO3UTUBHOTO OIIIHIOBAaHHS HAJIMHOCTI
napTHepa 0 MOMEHTY YKJIaJlaHHS Yoy i miJ yac il BUKOHaHHSI.

bpenn BUKOHYE posib CTpATEriYHOTO MapKepa JOBIPH, BIAMOBIIATBLHOCTI ¢
JIOBFOCTPOKOBOI ~ Opi€HTallii Oi3HeCy B €KOHOMIYHOMY cepenoBuii. Jls
npoMuciioBux 1 B2B-kommaniii BiH TOB’SI3y€ €KOHOMIUHY TIPOMO3UIIIO 3
HIUPIIMMUA  CYCHIJIBHUMHU 3allUTaMHU, 30KpEMa Ha TEXHOJIOTIYHE OHOBJICHHS,
O€3MeYHICTh BUPOOHMIITBA Ta EKOJIOTIYHICTh, Yy4YacTh OpeHAYy Yy 3axHucTi Ta
BITHOBJIGHHI KpaiHM Tomo. Y 1[bOMY CEHCl OpeHJ [omoMarae KOMIaHil
apTUKYJIIOBATU BJACHY POJIb y MICISBOEHHIA €KOHOMIIlI: TMOKa3aTH MapTHEpam,

1HBECTOpaM 1 KOPHOpaTHUBHUM KII€HTaM, LI0 BOHAa 3JaTHa MIATPUMYBATU



PO3BUTOK, BUKOHYBaTH CBOi 3000B’s3aHHS W TMpaloBaTH B JIOTIIl CTaJoOro
MPOMUCIOBOTO 3pocTaHHs. Tomy QopMyBaHHS OpeHIy Y BOEHHUU Ta
MICISBOEHHUHN TEpioA MOXKHA pO3MISIATH SK BXKIUBUANA HANpPSIM TTOCHUIICHHS
pernyTaniiHoi HaJliHOCTI, IHBECTUIIIMHOT MPUBAOIMBOCTI Ta MOBIpU A0 KOMMaHIi
[25].

Y B2B-cepenoBuiii OpeHa peamizyeTbcs SIK KOPIMOPATUBHUMN (DEeHOMEH.
[Tokyrmenp OLIHIOE KOMITaHIIO SIK HOCISI TEXHOJIOTIYHOI KOMIIETEHTHOCTI, CEpBICHOT
KyJbTYpH, VYIPaBIIHCHKOI JUCHUIUIIHM, PENyTalliHOl 1CTOpii Ta 3JaTHOCTI
pearyBaTu Ha 300i. Tomy Opena-komyHikaiii y B2B oxommooTs mupimii BUumip,
HIK pEKJIaMHl TOBIJOMJICHHS a0o0 Bi3yalibHa I1JIEHTUYHICT. BoHU mepenaroTh
KOPIOPAaTUBHOMY KJIIEHTOBl CUTHAJIM NPO TE€, HACKUJIBKH IMOCTAYaJIbHHUK 3]aTEH
BUKOHYBATH I[IHHICHY TPOMO3UIlII0, BU3HABATU PHU3HMKH, MIATPUMYBATH CEPBIC 1
3ayMmiatucs npodeciiiHo mnependadyBaHUM Yy CKIaJHMX cutyarisax. Came 1is
curHajabHa (QYHKIlIA OpEHy € LIEHTPAJIBHOO JJIsS CTaTTI.

VYKpaiHChKl OCHIKEHHS OCTAaHHIX POKIB MOKAa3yIOTh, 110 MapKETUHTOBI
KOMYHIKallii Ta OpeHJT B yMOBax BiliHM BUKOHYIOTh COI1aJIbHO-KOHCOJIIIaIliiTHY,
penyTaiiiftHO-3aXUCHY Ta CTpaTeriyHo-ynpaBmHChKy ¢yHKiii [2]. BomgHouac
3HayHa 4YacTWHA TAaKUX Tpallb 30CEPeDKYEThCS Ha CIOXHBYMX OpeHmaax,
nyOJIYHUX E€MOLIMHUX TMOBIIOMJIEHHSX, HAIIOHAIbHIN 1J€HTUYHOCTI  abo
3arajbHINA €BOJIOIIT KOMYHIKaIiiiHuX cTparerii. B2B-Bumip nmotpedye okpemoro
BUMIpPY JOCIHIDUKEHHS, OCKIJIbKM KOPIOPATHUBHUM KIIIEHT YXBAJIIOE PIIIEHHA Y
Mekax 0araToacrneKkTHOTO 3aKyIiBEJIbHOIO MpOLEeCy, 3a Yy4yacTi pi3HHUX
CTEHKXOJIZIEPIB 1 3 OMOPOIO Ha PO eciitHl KpUTepii TOBIpU A0 OpeHIY.

JlnHaMiKy MapKeTHHIOBO-KOMYHIKALlIMHOTO CEPEAO0BHINA LTIOCTPYIOTh JaH1
BOEHHOro 1epioxy: y 2022 poui ykpaiHChKI KommaHii ckacyBamu 45 %
MapKETHHTOBUX IMPOEKTIB, 3allJIAaHOBAHUX JI0 MOBHOMACIITA0OHOTO BTOPTHEHHS, a
00CsT PeKIaMHOI0 MEIIapuHKY CKOPOTHBCS Ha 63 % mopiBHsIHO 3 2021 pokom, 1y
2023 porri pexIaMHO-KOMYHIKAIIWHANA PUHOK TIOKa3aB BiTHOBJICHHS Ha piBHI 177
% no 2022 poky [2, c. 25]. li noka3zHuku (HiKCyrOTh Nepexi BiJ KOMYHIKAIIHHOT

naysu J10 ajanTaiii OpeH/iB 1 MOBEpHEHHS MPOo(deciiHOT MPUCYTHOCTI Ha PUHKY.



AHai3 ocraHHiXx gochaimkenb 1 myOuaikamii. [lonarts Opena-
KOMYHIKaIlll y Cy4acHIM yKpaiHChKIM HayKOBIM JiTepaTypl pPO3IIISIAETHCA Y
pizHux ontukax. €. B. PomaT cucremarusye koMyHiKaIiitHUM, QyHKIIIOHATBHUM,
cy0’€KkT-00’€KTHUH, MPOIICCHUN, PIBHEBUM 1 MpodeciMHO-raay3eBUi MIIX0AN 10
pPO3yMiHHSI OpEHI-KOMYHIKAIIi#, MAKPECIIOI0YN TUHAMIYHICTh IXHBOI CUCTEMH Ta
3MiHY pOJIi OKpeMHX 3ac00iB y Tporieci eBoorii Operaunry [5]. Hocmimkernas T.
B. Hazapuyk, H. M. Tiopinoi ta C. JI. byuenka noB’si3ye crpaTeriuni OpeH/I-
KOMYHIKaIlil 3 OpraHizamiiiHo-ynpaBIiHCbKUM PO3BUTKOM mianpueMctsa [4]. 5. B.
Snenko aHamizye OpeHI-KOMYHIKAIlll SK COIlaibHy KOMYHIKAIIMHY TEXHOJIOTIIO,
10 BIUIMBA€E HA JIOSJIBHICTH 1 COIIAMI3alii0 ayJauTopii; y I cTarTi Ied Mmaxis
BUKOPHCTAaHO OOEpEeXHO, SIK TMIACTaBy [UIsl PO3MEXKYBAHHS  CIIOKHBYOT
MPUXUIBHOCTI Ta MbKOpTraHi3aiiiHoi gosipu [10].

Oxpemuii OJOK yKpaiHCbKUX Mpallb pO3KpHBa€e BOEHHUI KOHTEKCT. O. M.
Mapuenko Ta B. A. KiHapboB ONHMCYIOTh YOTHpU €Tamu TpaHchopmarlil
MapKEeTUHTOBUX KOMYHIKAIlld yKpaiHChkuX OpenmiB y 2022-2025 pp.:
pPEaKTUBHUI, E€MOIIMHO-MATPIOTUYHHM, aJanTHUBHO-MpPAarMaTUYHUN Ta  erTam
aKTUBHOTO BITHOBJICHHS W oMHikaHanbHOCTI [2]. Ilpami €. B. IllkypoBa Ta
CHIBABTOPIB,  MPUCBAYEHI  pemyTaiii, OpeHI-KOMyHIKallisiM  TEpPUTOPIiH,
penyTramiiiHoMy Jary, JAOBipi W penyTaliiiHUM pu3MKaM Yy BOEHHUHM dac,
NOKa3ylOTh YKPAiHCHbKUH KOHTEKCT JMJii OCMHUCIEHHS [OBIpH SIK pecypcy
BIIHOBJICHHS Ta PUHKOBOI1 JieriTumarilii [6; 7; 8; 9].

MixunaposHa jitepatypa 3 B2B-Openaunry cBiguuth, mo OpeHId MaroTh
3Ha4yeHHs Ha Oi3Hec-puHKax. C. Mynam0i mokasasna, 10 BaXKJIMBICTh OpeHIy Ha
B2B-puHKy 3anexuTh BiJ THUIY MOKYILS Ta XapakTepy 3aKyliBeJbHOI CUTyarlil
[23]. M. bennikcen, K. A. bykaca i P. AGpart oOrpyHTyBa/li HassBHICTb KamiTaly
openna y B2B-cepenosumii, a K. baymrapt nos’s3aB 6peHg-opieHraiiio y B2B i3
BHYTPIIIHBbOIO KyibTyporo kommanii [12; 13]. A. bnombek ta b. AkcenbccoH
MOKa3ajy pojib KOPIIOPATUBHOTO 00pa3y y BUOOp1 HOBOro cyOmiapsaHuKa, a A. E.
Kpery 1 P. JIx. Bpomi mnpoaemMoHCTpyBaiud 3B’SI30K MDK oOpa3oM OpeHna,

pemyTaii€o KoMIaHii Ta miHHICTIO A kimienTa [14; 15]. [lonpu 3naunmii oocsr



npaip npo B2B-OpenauHr, A0BIpYy, 1 KOPHIOPATUBHY PEIyTallito, JOCIITHUIIBKE
0JIE 3AIMIIAETHCS (PparMEeHTOBAHUM.

®opmy. 1I0BaHHS Lijei cTaTTi (MOCTAaHOBKA 3aBAaHHs). MeToro CcTaTTi €
TEOPETUYHO OOrpyHTyBaTH OpeHJ-KomyHikamii B2B-komnaHiii Sk YMHHUK
CTifiKOCTI Oi3HECY Ta JOBIpM KOPHOPATHUBHOTO KJIIEHTa B yMOBaX BOEHHOI
HEBM3HAYEHOCTI, a TaKOX TMOSICHUTH, Yepe3 sKi CHUTHaJbHI, peNdliiHi ¥
opraHizalliifHi MeXaHI3MH KOMYHIKaIlli OpeHga 3HWXKYIOTh CIPUMMaHUNA PHU3HUK
CHIBIIpalll 3 MOCTAYaJIbHUKOM 1 MIATPUMYIOTh JTOBFOCTPOKOBI MIXKOpraHi3aliiiHi
BIJIHOCUHU.

Metonosorisa gociaigkenns. J{ocaikeHHs BUKOHAHO B MEXaxX SKICHOTO
TEOPETUKO-aHAIITUYHOTO  MIAXOAY. METOJ0JIOrIYHYy  OCHOBY  CTaHOBJISTH
KPUTUYHUHN aHaI3 HayKOBOi JITEpaTypu 3 OpeHAuHTY, 30kpeMa B2B-Openaunry,
KOpPIOpPAaTUBHOI ~ penyTauii, OpraHi3aliifHOi CTIHKOCTI, a TaKoX METOJ
TEOPETUYHOTO y3arajJbHeHHs Ta CUCTeMAaTH3allii.

Buxkiaan ocHoBHOro marepiaany pgociigkenHsi. Y B2B-mapketunry
OpeHI-KOMYHIKaIlll MpaliolTh y CEPEJOBHUIIl CKIAAHOTO 0araroacrnekTHOIo
KopropaTuBHOTO BuOOpy. PimenHs mnpo 3akymiBiio B B2B yxBamoe 1eHTp
3aKyMiBEJIBHOTO PIMIEHHS, A0 SIKOrO B 3aJIEKHOCTI BiJ MHIANPUEMCTBA MOXYTh
BXOJUTH TEeXHIYHI (axiBii, (PIHAHCOBI MEHEIKEpPH, IOPUCTU, KEPIBHUKHU
MiPO3AUIIB, Coy)K0a Oe3meku W KiHIEeBl KopucTyBadi pimieHHs. KoxkeH 13 HuUxX
IHTEpHpeTye OpeH] MOoCTadaJlbHUKA Yepe3 BJACHY MPU3My: TE€XHIYHA KOMaH[a
3BepTa€ yBary Ha O3HAKW KOMIIETEHTHOCTI MIiJMPUEMCTBA Ta SKOCTI MOTO TOBapiB
9yu mochyr, (GIHAHCOBUNM OJIOK OIlIHIOE BapTICTh PHU3UKY, KEPIBHUK OYIKY€E
nependayyBaHOCTI, a ciyk0a Oe3MeKku 3BepTae yBary Ha BIANOBIAHICTH BUMOTaM 1
CTiMKiCTh TiporieciB Toto. Yepes 1ie B2B-Opena Mae kopriopatusHy npupoay. Bin
MOB’sI3aHUM 13 peImyTallier0 KOMIaHii, JOCBIJOM BUKOHAHUX MPOEKTIB, CEPBICHOIO
JTVCHUIUTIHOK, KOMIIETEHTHICTIO TIEPCOHATY Ta SKICTIO MICISIPOIa’KHOI B3a€EMO/IIT.
JlocnmikeHHsT KOPIOPAaTUBHOTO 00pa3y y BHOOpI CyOMiIpsSAHUKIB TMOKA3ye, IO
o0pa3 mocTayajbHUKA BIUIMBA€E HAa TOTOBHICTH BKJIIOYATH KOMIAHIIO 10 KoJja

NOTEHUIWHUX TMapTHEPIB 1 3MEHINyE HEBU3HAYEHICTh Ha TMOYATKOBUX e€Tamax



Bubopy [14]. IIpami A. E. Kpery 1 P. JIxx. bpoai miaTBep/KyooTh, 10 1MIJIK
OpeHa i perryTallisi KOMITaHii OB’ s3aH1 3 0YIKYBaHOIO LIHHICTIO JJ1s KiieHTa [15].

VY KOHTeKcTI mpobieMaTHKH 1i€i cTatTi OpeHa-komyHikaiii y B2B cdepi
MU BU3HAYAEMO SIK CHCTEMHY CYKYIIHICTb BEpOAJIbHHUX, Bi3yaJIbHHX, LIU(PPOBHUX,
NEPCOHANBHUX, TOKYMEHTApHUX 1 CEpBICHUX MPAKTUK, yepe3 ki B2B-kommanis
nepeaae KOpropaTuBHOMY KITIEHTOBI CBOIO OOIISHKY IIIHHOCTI, KOMIIETEHTHOCTI Ta
HagiiHOCTI. Taka naediHilis CHOUPAETbCS Ha CHCTEMHE pPO3yMiHHS OpeH/I-
KOMyHiKaliil y npangx €. B. Pomara, a TakoX Ha yHpaBIIHCbKE TPAaKTyBaHHS
CTpareriyHux OpeHa-KoMyHikamii y nociimkensi T. B. Hazapuyk, H. M. Tiopinoi
ta C. JI. bynenka [4; 5]. Bona 3Millye yBary 3 OKpPeMOTro MOBIJIOMJICHHS Ha
CYKYMNHICTh KOHTAKTIB OpeHy, 32 paXyHOK SIKHX KJIIEHT MEPEBIPS€, YA y3TOKEH1
CJIOBA MOCTAa4YaJIbHUKA 3 HOTO MOBEIIHKOIO.

JloBipa KOpPHOpPAaTMBHOIO KIIIEHTa Ma€ OaraTOKOMIIOHEHTHY MPUPO.Y.
JloBipa 10 KOMIIETEHTHOCTI O3HAYa€ OUIKyBaHHS, 1[0 NOCTAYAJIbHUK Ma€ 3HAHHS,
TeXHOJOTri MW TmepcoHal Uil BUKOHAHHSA 3aBiaaHHs. JloBipa 110 HaIIAHOCTI
BIJI0OpaXka€ BIEBHEHICTh Y CBOEYACHOMY BHKOHAaHHI 3000B’s3aHb. JloBipa,
3aCHOBaHA Ha palllOHAJLHIN OLIHIN CIIBMIPAIll, IPYHTYETHCS HA 31CTABJICHHI BUTI/I,
BUTpPAT, PU3UKIB 1 penyTalliiHUX CTUMYJIIB cTOpiH. [loBipa, chopMOBaHa 1OCBIIOM
BIJIHOCUH KJIIEHTa 3 OpeHJ0M, BHHHUKAE€ Yepe3 ICTOpPiI0 IXHBOI B3aEMOJIII,
pO3B’si3aHHS MPOOJIEM, BIIKPUTICTh KOMYHIKAIlT Ta BIAMOBIAAIBHICTh Y CKJIQJIHHUX
cutyauisx [16; 22; 24]. V B2B Opena-koMmyHikalli MaroTh TIATPUMYBATH BCI I
BUMIPH, OCKIJTbKA KOPIIOPATUBHUMA KITIEHT OIIHIOE SIKICTh OYIKYBaHOI CIIBIpaIli, a
eMOIIiifHa cuMMaTis 0 OpeH/1a Ma€e JOTMOMIKHE 3HAYEHHS.

Teopis curHamiB cdopMmyBajiacd B EKOHOMIYHIA JITepaTypl 3aBIsSKH
M. Cnency, b. Konnemn Ta HM3KM I1HIIMX AOCHIAHUKIB. Y cydacHuX Oi3Hec-
PUHKaX, sIKI MPaIoTh B YMOBaxX TPUBAJIOi MOBHOMACIHITAOHOT BIHMM, 3HAUYCHHS
CUTHAJIIB OpEHy MOCUJIIOETHCA 4Y€pe3 BHCOKY LIIHY MOMHUJIKK 1 HaOyBae HOBOTO
3HaueHHs. B2B-mokymens wMae oOOMEXEHY MOMIHMBICTh IIBHJIKO 3aMIHUTH
nocTavyajibHUKa, 0COOJIUBO Y CKJIAIHUX TEXHOJIOTTYHUX, BUPOOHUYHUX, JIOTICTUUHUX

abo cepBicHUX DpimeHHAX. ToMy OpeHI-KOMyHIKalii BHUKOHYIOTh (DYHKIIIIO



MOMEPETHHOI0 3MEHIIEHHS HEBU3HAUEHOCTI KIIIE€HTA: BOHU JONOMAararoTh
KJIIEHTOB1 c()OPMYBATH paIliOHATHFHO OOTPYHTOBAHE OYIKYBaHHS 1100 MalHOyTHHOT
MOBENIHKH MocTadajgbHuKa. CaMe B I[bOMY TOJSITa€ iXHS CUTHAJbHA LIHHICTb.
B2B-6pena-komyHikailii MarTh BpaxOBYBaTH MHOXHHHICTh CTEHKXOJJIEPIB Y
KoMraHii-kmiedTi. OnuH 1 TOW camMuii OpeHJ-CHUTHAI MO-Pi3HOMY YHTAETHCS
TEXHIYHUM JUPEKTOPOM, (DIHAHCOBUM MEHEIKEPOM, 3aKyIMiBEIIbHUKOM, IOPUCTOM
too. ToMy KOMyHiKalliliHa TOCJIIOBHICTh O3HA4Ya€ Y3TOJKEHICTh CMHCIIB Y
pizHuX (opmaTax 1 JUIsl pI3HUX AyAUTOPINA: TEXHIYHI MaTepiajid, KOMEpILHHI
Mpomo3ullii, Keicu, myOJiuyHI 3asiBH, CEpPBICHI TOBIJOMJICHHS 1 TIOBEIIHKA
MEHEKEPIB MaloTh MIATPUMYBATH CIIUIBHY OOIISHKY KOMIIETEHTHOCTI Ta
HaJIIMHOCTI.

T. B. Hazapuyk Ta crmiBaBTOpW MIiJKPECIIOIOTh, 10 OpeHI-KOMYyHIKaIlii
NOENHYIOTh  30BHIIIHIA, BHYTPIIIHIA 1 CTpaTeriuHuMid  piBHI  JISUIBHOCTI
nignpuemcTsa [4]. TakuM 4YuHOM, J[OBIpa KIIE€HTAa CYTTEBO 3aJIEKUTH BIJl
BHYTPIIIHBOI Y3TOKEHOCTI POOOTH TMOCTAYAJIbHUKA: TEPCOHAT Ma€ PO3YMITH
OOILISIHKY OpeHJa, CEepBICHI MPOLIECH MAlOTh il MIATPUMYBATH, a KEPIBHULTBO —
OyTH TOTOBHM IOSICHIOBAaTH CKJIaJHI pIllIEHHS B yMOBax pu3ukiB. Opranizaliiiina
CTIMKICTh y KOHTEKCTI B2B-Opena-koMyHIKaliil NposBISAE€TbCA Yepe3 3AaTHICTh
KOMITaHii 30epiratu JIOBIpY Kil€HTa mif 4ac 300iB. Pe3nIbEHTHICTh BUHHMKAE 32
YMOBH 3B’S13Ky MDXK TMOBIJIOMJICHHSM 1 ()aKTHYHOIO OTEPaIiiHOI0 CIIPOMOXKHICTIO
OpeHay: pe3epBHUMH CIEHApisIMH TIOCTA4aHHS, CEPBICHUMH MPOTOKOJIAMH,
YOPABITIHHAM PU3UKaMH, Ki0€p3axUCTOM, CTaOIIBHICTIO, TOCTYIMHICTIO MIATPUMKA
Ta PeaiCTUYHUM IIJIaHYBaHHSIM CTPOKIB MTOCTa4aHHS a00 BUKOHAHHSI POOIT.

bpena-komyHikaiii MIATPUMYIOTh CTIMKICTH KOMIIaHIi 4Yepe3 KuUIbKa
ynpaBimiHChkuX edexTiB. Hacammepen BoHu 1omoMararoTh yTPUMYBaTH BIIHOCUHU
3 KJIIEHTOM, OCKUTBKH TOSICHIOIOTh, SIK TIOCTAYaJIbHUK KEPYE pU3HKaMU i pearye Ha
3001 B Oi3Hec-Tpoliecax Ta 3arajibHy TEepOYJIEHTHICTh. BOHM TaKoX 3MEHIIYIOThH
pemyTaiiiiHi BTpaTd: BIAKPUTE MOSICHEHHA MPOOJEeM CKOpOUye TMpOCTip MAJis

HEraTUBHUX 1HTepnpetamiii. Hapemri, moOCaiOBHA KOMYHIKAIlisl IOJETIIye



NOBTOPHUN BUOIp TMOCTa4yallbHUKA, aJDKE JIa€ KOPIOPATUBHOMY KJIE€HTOBI
apTyYMEHTH JJI1 BHYTPIIIHHOTO OOTPYHTYBAHHS CIIBIIpalli.

[Ipami mpo pemyTariito TepuTOpii y mepioa BiiiHU il BIJHOBICHHS KOPHUCHI
JUISL PO3YMIHHS IITUPIIOT JIOTIKM PEMyTalllifHOI JOBIPH: PEMyTallisl CTaE PecypcoM
CKOHOMIYHOI B3a€MOJIl TOMi, KOJM BOHA 3MEHIIYE HEBU3HAYCHICTh IS
30BHINTHKOTO Cy0’€KTa €KOHOMIYHHMX BIAHOCHH — 1HBECTOpA, MapTHEpa abo KIIi€HTa
[9; 7]. Takum uymHoM, y B2B koproparuBHa peryTallis mnocTadyajlbHUKA Mae
MIATBEP/KYBATUCA OINEpALIHUMHU  JOKa3aMH, JAOCTYNHHUMH s NpoQeciiiHoi
nepeBipku. [loBHOmacmiTabHa BiiiHa 3pobwia st ykpaiHcbkux B2B-xommaniii
BUJIUMHMH Ti €JEMEHTHU JIOBIpH, SKI B CTaOUIBHIIIOMY CEpPEIOBHII YacTo
3amumanucss 'y (QoHoBoMy pexuMi. Hampukian, KIEHT OYiKye BIANOBiAI Ha
aKTyaJIbHl MHUTAHHA: YU 37aTeH MOCTAYaJIbHUK TMIATPUMYBaTH CEpBIC IMiJl Yac
nepeOoiB eNeKTPOIIOCTAYaHHs, K BiH YNPaBJIs€ JOTICTUYHUMU OOMEXEHHSIMHU, 5K
MOBIIOMJISIE TIPO 3MIHM CTPOKIB, IO BIIOYBA€ETHCS Y pa3l HEMOKIMBOCTI BUKOHATU
yacTuHy 3000B’s13aHb TOI10. bpeHa-koMyHikallii MatoTh IEPETBOPUTH 111 ONEpalliiHi
BIJIMOBI/I HA 3pO3yMUTY ISl KIIIEHTA CUCTEMY JI0Ka31B 1 BUCBITIIIOBATH iX.

VY B2B-mapkeTuHry OpeHI-KOMYHIKallii TEpUTOPiil, CBOEIO YEProl0, MAIOTh
BaYXJIMBE 3HAUEHHS /IS JOBIpHU JI0 JIOKaTbHUX KoMmmaHiii. KopnopaTuBHUI KiTi€HT
ab0 1HBECTOp OLIHIOE OCTaYaJbHUKA PA30M 13 TEPUTOPIATBHUM KOHTEKCTOM HOTro
nistmeHOCTL. Y mpansgx €. lllkypoBa OpeHA-KOMYyHIKaIlli TEPUTOPINA MOKA3aHO SK
MeXaHi3M (OpMyBaHHS JOBIPH, MIATPUMKH 1HBECTULIMHHUX PIIICHb 1 MOSCHEHHS
€KOHOMIYHOTO TOTEHIIaly B yMoBaxX TpaHcdopmarlii Ta BigHOBICHHS [6]. VY
nepiol TypOyJIEHTHOCTI Taki KOMYHIKaIlli TOTOMararTh JO0JaTH permyTalliiHuni
Jar, 3a SIKOTO 30BHIIIHI YSIBIEHHS MPO TEPUTOPIIO0 BIACTAIOTH BiJ ii peaibHOTO
CTaHy, HOBUX MOXJMBOCTEH abo BimHOBiIeHOI iH(ppactpyktypu [7]. Hus B2B-
KOMMaHi# O0COOJIMBO 1€ 1CTOTHO, OCKUIBKM JIOBipa JO KOPIOPATHUBHOIO
NoCTayajbHUKA 3aJ€KUTh TAKOX Bl TOTO, HACKUIBKH TMEPEKOHIUBO TEPUTOPIS
JEMOHCTPY€E BIIACHY €KOHOMIYHY CIPOMOKHICTh, KAaJIpOBUW TMOTEHINA,
IHCTUTYLIMHY TniepeadadyBaHicTh. CrpaTeriuyHi OpeHI-KOMYHIKaIlli TepuTopii

NEPEeBOAATh po3pi3HEHl (akT mpo Oe3mexy Micus, i1HQPACTPYKTYPY,



MINPUEMHHIIBKE CEPEIOBUILEC Ta 1HHOBAIIMHUI MOTEHINaN y 3pO3yMUIl CUTHAIN
JUIs O13Hecy, mapTHEpiB 1 1HBecTOpiB [8], sAKI J0omOMararoTh MiClIEBOMY Oi3HeCy
npuBaOIIOBATH KIIEHTIB.

CurHanipHy apxiTtekTypy B2B-O0pena-xkomyHIKaIii MANPUEMCTB MOXKHA
BU3HAYHTH SIK Y3TOJKEHY CUCTEMY TOBIIOMJICHB, JOKA3iB 1 TOUOK KOHTAKTY, Yepe3
Kl KOMIIaHisl Tepelae KOPIOPATUBHOMY KIIIEHTOBI O3HAKHM KOMIIETEHTHOCTI,
HaJIHHOCTI, Oe3MepepBHOCTI, MPO30POCTI Ta BiAmoBiganbHOCTI. L1 Opena-
KOMYHIKaIlliiHa apXITeKTypa OCOOJMBO BaXJIMBa 1 TOMY, IO KIIIEHT HEYACTO
0aunTh BHYTPIIIHI TPOIECH IOCTadajdbHUKa Oe3mocepeanbo. BiH aHamizye ix
yepe3 MyOJMiyHUII KOHTEHT OpeHIy, 30KpeMa MapKEeTHHIOBO-KOMYHIKAI[IHHI
MOBIIOMJICHHSI, mpodeciiiHy B3aeMOJil0, TOBEAIHKY MEHEKEPIB, SKICTb
JIOKyMEHTAIlli, TOH CEpBICHOI MIATPUMKH, PEaKIil0 Ha KpU3y Ta JIOCBIJ I1HIIHMX
KIIEHTIB. Y 1u(pOBOMY CEpEIOBUIIl CUTHAJIbHA apXITeKTypa OpeHay
JIOTIOBHIOETBCSL  JIOBFOTPUBAJIOKD  MPUCYTHICTIO Yy MOpoeciiHuX  KaHajax.
Hampuknaz, 6i3HeC-CTOPIHKU  colllaibHl Mefia JalTh MOXIHUBICTH (OpMyBaTH
npodeciiiHy pemnyTalio 4epe3 peryysipHe iH(QOpMyBaHHS, TMepCOHATI30BaH1
MOBIJJOMJICHHS, IEMOHCTPAIIIIO JIOCBITY ¥ MiATPUMKY KOHTAKTIB 13 KiieHTamu [3].
Jns cywacHoro B2B puHKy 1 B mepioJ; HOBHOMACIITa0HOI BIMHU L€ BUCHOBOK
30epirae 3Ha4Y€HHs, XO04a KaHaiu 1 MIaTGOpMU CYTTEBO 3MIHUIUCA: MpodeciiiHa
JOBIpa OTpedy€e CUCTEMHOTO KOHTEHTY, SIKUM KIIEHT MOXKE 3HAWTH, IEPEBIPUTH 1
BUKOPHUCTATH y BIIACHOMY MPOLECI YXBAJICHHS PIIICHHS.

MiKHapOIHI OIIIHKYA MIATBEPKYIOTh, IO CyYacHI OpeHA-KOMYyHIKaIli
Jeai 4acTille pO3ropTaloThCs B YMOBax OIODKETHOTO THUCKY M 1udpoBoi
nepeopieHTani. Gartner nosijgomiise, mo y 2025 poili MapKETUHIOBI OIOJKETH
3anmuIanucs Ha piBHI 7,7 % 3araJbHOTO MOXOAYy KOMMaHIH, a mu@poBi KaHATU
ctanoBuwiu 61,1 % cykynmuux mapkerunroBux sutpat [17; 18]. Lli gaHi cBiguatsh,
0 J0Ka30Bl IU(PPOBI KOMYHIKAIll € Ba)XJIMBOIO YACTUHOK MapKETUHIOBOI
npucytHocTi. Gartner 2025 CMO Spend Survey moxasye, mo cepes JAUHKUATAI-
KaHaJlIB HAMOLIbIITY Bary mMaroTh nourykosa pekiama (13,9 %), undposa Meniiina

pexnama (12,5 %), pexnama B comianbaux mepexax (12,2 %) Ta Bigeo 1 CTpUMiHT



(10,7 %) [18], Toxx uudpoBa NpUCyTHICTH OpeHaa HOpPMY€EThCA Yepe3 MOETHAHHS
IJIATHUX, TOUTYKOBUX, KOHTEHTHUX 1 PEryJsipHUX KOMYHIKallIMHUX KOHTAaKTIB. Y
B2B-cepenoBuiii nudpoBa NpUCYyTHICTh MA€ MOEIHYBATH OXOIUICHHS 3 TOYHUM
NOTPAIITHHAM Yy TpodeciiiHuil KOHTEKCT KiieHTa. TapreTuHr B 1udpoBOMy
MapkeTuHry B2B-cexTtopa yBHpasHIO€ TPHUKIIAJHE 3HAYCHHS CErMEHTYBAHHS,
1000py KaHaJiB 1 MepCOHaNI30BaHUX MOBIIOMIICHD 71 pOOOTH 3 KOPIIOPATUBHOIO
aynuropiero [1]. 3BiT Linkedln Marketing Solutions Ta Ipsos, moOyaoBanHwmii
HaBkoJio Te3u «Trust is the New KPI», Bkazye Ha 3pocTaHHs posi JOBIPH SIK
yIpaBiIiHCHKOI kKateropii y B2B-mapketunry [20].

3a 3MICTOM OpeHJ-KOMYHIKAIlIifHI CUTHAJIM MOKHa 3BECTH 10 KIJIBKOX
rpyn. CHUrHaag KOMIIETEHTHOCTI, 30KpeMa YCHIIIHI KEWCH, TEXHIYHI OIHCH,
ceprudikaiiii, €KCIepTHI MaTepialid, 3HUXKYIOTh PU3UK TOMHIKOBOTO BHOOPY
NocTavyajbHUKa ¥ MIATPUMYIOTH JOBIPY 10 HWOro mnpogeciiiHOi CIPOMOKHOCTI.
Curnany HaAlHOCTI, HAIPUKIA/, 1I€ MOXKYTh OyTH 1CTOpIi BUKOHAHUX IPOEKTIB,
CEpBICHI 3000B’sI3aHHA, MOBIIOMJICHHS MPO MIATPUMKY KIIE€HTIB, JOMOMAraroTh
KOPIIOPAaTUBHOMY TMOKYMIIEBI OLIHUTH HWMOBIPHICTh CBOE€YACHOTO BUKOHAHHS
nomoBiieHocTel. CurHaiu Oe3nepepBHOCTI, 30KpeMa OMKUC PE3epPBHUX CIICHAPIiB,
K10ep3axucTy, JOTICTUYHUX aJIbTEPHATUB 1 pOOOTH KOMaHJ Mij yac 300iB, MalOTh
0CcOOJIMBE BEJIMKE 3HAYEHHS Y BOEHHOMY cepenoBulll. OKpeMy poJib BIIITPAtOTh
CUTHAJIM TPO30POCTI M €THUYHOI JopedHocTi. KilleHTChKka J0Bipa MOCHUITIOETHCS
TOJI1, KOJIU TTOCTaYaJIbHUK MOSICHIOE 0OMEXEHHSI, CTPOKH, PU3UKH i 3MIHU y CEpPBICI
TOIIO 0e3 3aBUIlleHNX OOIISTHOK. KmeHTChKI MATBEpIKEHHS, TPOQeCiifHI BIATYKH,
napTHEPCTBA Ta €KCIEPTHE JIIAEPCTBO JAa0Th COLIAIbHUM JI0Ka3, 10 BaXKJIUBUH 3
MapKETUHIOBOi JIOTIKM, aje MOro MEepeKOHJMBICTb 3aJeKHUTh BiJl KOHKPETHOCTI:
MOKa3aHU KOHTEKCT TIPOEKTY, OMUC MPOOJIEeMHU, MEXI BIAMOBIHAIBHOCTI U
pe3yabpTaT B3a€EMO/IIi MalOTh ICTOTHIIIY Bary, HIX MPOCTE MPOCYBaHHS OpeHay 3a
paxyHok pexsamu [11; 19; 21].

Takum unHOM, OpeHI-KOMYHIKaLIi MIAIPUEMCTBA MPAIIOIOTh K MEXaHI3M
nepexo/1y BiJl BHYTPIIIHBOI CIIPOMOKHOCTI 10 30BHIIIHBOI AOBipu. KoMIaHis mae

MIEBHY OTIepaIliifHy 3/1aTHICTh BUKOHYBATH CBO1 3000B’sI3aHHS, Il TIEpeKIIaiac ii B



3pO3yMUII CUTHAIIM, SIKI KJIIEHT THTEPIPETYE uepe3 BiacHI MOTPEOU Ta PU3UKOBUMN
podib, MOTIM CIIBBIIHOCHTH iX 3 CBOIM JOCBIJIOM O13HEC-B3a€MOJIi 1 yXBaJto€
pIIIICHHS IOJO0 TPOJOBXKEHHS CIIBMpaIli. SIKIMO MapKeTHHTOBO-KOMYHIKaIlIiHI
MOBIJIOMJIEHHS OpeHJy TIATBEP/KYIOThCS HOTro peaJbHUMH JisIMH, JIOBipa
MOCWITIOETHCS. SIKIO TMOBIIOMIICHHSI HE 30IiraroThCsS 3 JTOCBIIOM KII€HTA, OpEHI
BTpauae pemyTaliiHy NepeKOHIUBICTh. JlochmimkeHHs IHPPOBOTO KOHTEHT-
MapkeTuHry B B2B moka3yroTe, 110 IHHICTh KOHTEHTY BHU3HAYA€THCA MEPEayCiM
AKICTIO TTOBIJJOMJIEHHS, SIKE MTOCTAYaJIbHUK TPAHCIIOE KIIEHTOBI, TOJI1 SIK KUIBKICTh
NOB1IOMJIEHb Ma€ Ipyropsiane 3HaueHHs [19]. ExcnepTHe ni1epcTBO B COLIATbHUX
MeJTia TaKOXK MOB’SA3yI0Th 3 PE3YJIbTATUBHICTIO KIIEHTChKUX BiaHOCUH Yy B2B [21].
OTxe, B peallisix 3arajJbHOi TypOyJIEHTHOCTI OpeH 1-KOMYHIKaIlliiHEe TOBIJOMJICHHS
y B2B wmae BukonyBatu GyHKIIIO NpodecifHOro J0Kazy Ta CBIAYUTH TIPO
PE3UIILEHTHICTD MIIPHUEMCTBA.

BucHOBKH Ta mepcrneKTHBHM MOJAJIbIIMX PO3BIIOK y JaHOMY HaNpsMi.
bpenn-xkomynikamii  B2B-xommnaHiii  BHKOHYIOTH  CTpaTeriuny  (PyHKIIiIO
GopMyBaHHSA JOBIpH KOPIOPaTHBHOTO KIi€HTA. IXHA IiHHICT Ta Ji€BICTh B
peamisix BIWHM BH3HAYAETHCS TMEPEAYCIM 3JaTHICTIO TOSCHIOBATH KIIIEHTOBI
KOMIIETEHTHICTh, HaAIMHICTh, MPO30pICTh, OE3MEPEPBHICTh 1 BIAMNOBIIAIBHICTH
nocTayajbHUKa. Y KOPHNOPAaTUBHOMY BHOOp1 OpeHJa Npaltoe K y3araabHEHUUH
curHaia mpodeciiHoi CIPOMOXKHOCTI KOMMaHIi, SKAW JomomMarae 3MEHIITUTH
HEOOI3HAHICTh Ta PHU3UK CHIBIOpall 3 TOYKM 30py KiieHta. bpena y B2B-
CEpENlOBUIIll Ma€ KOPHOpaTUBHY mpupody. KIEHT OIliHIOE KOMMaHIilo Yepe3
TEXHOJOTIYHY KOMIIETEHTHICTh, CEpPBICHY KYJbTYpYy, pIBEHb MEHEIKMEHTY,
pernyTaliiHy 1CTOpil0 Ta 3JaTHICTh pearyBaTd Ha 300i. Yepes 1e OpeHm-
KOMYHIKaIli1 OXOTUTIOIOTh IMTUPIIHIA MPOCTIP, HIXK PeKIama, Bi3yaldbHa 1IEHTUIHICTh
ab0 myOi4H1 noBigoMIIeHHS. BoHu dopMytoTh cucteMy npodeciiHux 0Kas3iB, 3a
SAKUMHU KOPTIOPATUBHUMN KJIIEHT OI[IHIOE MaWOYTHIO MOBEIIHKY MOCTayajJbHUKA Ta
SKICTh MOTO MPOAYKLII YM MOCIYT 0 YIOJH, IiJ 4aC BUKOHAHHS KOHTPAKTy Ta
nicasi BUHUKHEHHS MOXJIMBUX TpooOsieM. [Ipu npomy AoBipa KOpPHOpPaTUBHOIO

KIieHTa (QopMmyeThcs 'y KUIbKOX BuMipax. JloBipa 10 KOMIIETEHTHOCTI



nocrayajibHUKa TOBApPIB UM TMOCIYT Kpallle pPeani3yeTbCs TOJ1, KOJIM KOMYHIKaIli
nocTayajabHUKa MATBEPKYIOTh HAsBHICTh 3HAaHb, TEXHOJIOTIH 1 MocBimy. JloBipa
710 HAJAIMHOCTI MATPUMYETHCS MOBITOMICHHSIMHU PO BUKOHAHI MPOEKTH, CEPBICHI
3000B’s13aHHS W 3JaTHICTh JOTpUMYBAaTHCS CTpokiB. J[loBipa, 3acHoBaHa Ha
palioHaJbHIM OIIHII crhiBmIpami (OpMYyeTbCS Yepe3 OLIHKY MOXKJIMBOI BUTOJIH,
BUTpaT 1 pU3MKIB Takoi cmiBmpami. /loBipa, 3acHOBaHa Ha BJIACHOMY JOCBIJI
O13HEC-BITHOCHH, MMOCUJTIOETHCS Yepe3 BIMOBITAIBHY KOMYHIKAIIIIO, BIIKPUTICTD Y
CKJIQJIHUX CUTYyalllsiX 1 BIAMOBIAHICTh MK OOIITHKAMU Ta (PaKTUYHUMU ISIMHU
KOMIITaHij.

Y pob6oTi 3ampornoHOBaHO KOHIICTIIIO CUTHAJIBHOI apxiTektypu B2B-
OpeHI-KOMYHIKalllif, fKa TOKJIMKaHAa TOSICHUTH, SK KOMIIaHIs MEePETBOPIOE
BHYTPIIIHIO OTEpaIliifHy CIPOMOXHICTh Ha 3pO3yMiIJl CHUTHAIW Uil KiieHTa. [[o
TaKUX CHUTHAJIB HajeXaTh Tally3eBl KeWCH, TEXHIYHI Marepianu, cepTudikarii,
KJIIEHTCHKI MIATBEPIKECHHSI, €KCIIEPTHUN KOHTEHT, MPO30pl MOBILAOMIIEHHS IPO
PU3UKH, OMHCH PE3EPBHUX CIEHApIiB MAil ¥ peakiliss Ha MOXJIUBI 3001 y poOOTi
TOIO. IlepeKOHNMBICT, IIMX CHUTHANIB 3al€XKUTh BIJ I1XHBOI KOHKPETHOCTI,
MEePEBIPIOBAHOCTI Ta Y3TOJKEHOCTI 3 peaIbHUM KIIIEHTCHKUM JOCBioM. BoeHHMi
KOHTEKCT YKpaiHM TOCWIIOE 3HAYeHHS  OpeHJ-KOMYyHIKAllil, OCKUIbKU
KOPHOPAaTUBHUM KIIIEHT OYIKY€E BiJl MOCTaYaIbHUKA MOSACHEHHS IHHOCTI MPOAYKTY
Ta 3JIaTHOCTI TIPAIIOBaTH 33 YMOB EHEPreTUYHUX OOMEXKEHb, JIOTICTUYHHUX
TPYJHOIIB, KaAPOBUX PHU3MKIB, KiOep3arpo3 1 MopyueHoi nepeadavyyBaHOCTI. 3a
TaKMX YMOB MiATBEPKEHHS Oe3mepepBHOCTI poOoTH Oi3HECy, WOTO CEepBiCHOI
MIATPUMKH, BIAMOBIJATHHOCTI 3a 3000B’s3aHHS Ta MPO30POTO  YIPABIIHHS
pU3UKAMU CTa€ YaCTUHOIO JIOBIpHU J10 OpeH/a.

[IpakTruHe 3HAYEHHS JOCIHIHKEHHS MOJsrae B ToMy, o B2B-xommanii
MOXYTh BHKOPUCTOBYBAaTH 3allpONMOHOBAHMM Miaxidg s 1oOyaoBU  OUIbII
JIOKA30BHX 1 BIANOBIAANIbHUX OpeHI-KoMyHikaiiil. KommaHis mae y3romxyBatu
nyOIiuHI MapKETHMHIOBO-KOMYHIKAI[iHI TMOBIJOMJIEHHS, TEXHIYHI Marepiaid,
KOMEpIIHI TPOMO3uIlli, CEepBICHY IMIATPUMKY, TIOBEIIHKY MEHEIXKEPIB 1

HICISIMPOAAXHY B3a€EMOJII0 HABKOJO CHIIBHOI OOILSHKM KOMIIETEHTHOCTI Ta



HaJIHHOCTI OpeHy. Taka y3ro/uKeHICTh JOoTloMarae MmiATpUMyBaTH JIOBITOCTPOKOBI
BITHOCMHH 3 KOPIIOPAaTUBHUMH KIII€EHTaMU Ta 3HIDKYBAaTH pPEMyTalilHI BTpaTH.
[lepcrieKTHBH MOAANBIIMX JOCITI[DKEHb IOB’S3aHI 3 OIMEpaIlioOHali3alie€l0 Ta
eMITIPUYHOIO MEPEBIPKOIO 3apPOIIOHOBAHOI MOJIeNi CUTHANIBHOI apXiTekTypu B2B-
OpeHA-KOMyHIKaIlli Ha MaTepiajal yKpalHChKMX KOMIAHINH pI3HUX Traiy3eH,
30KpeMa dYepe3 aHaji3 KOpPHOpaTHUBHUX KEHCiB, €KCIEpTHI 1HTEPB'I0 Ta

OLIIHIOBAHHSI CIIPUMHATTS LIMX KOMYHIKAI[Iil KOPIIOPATUBHUMU KITIEHTAMHU.
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