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YV cmammi obrpynmosano Hosuil nioxio 00 QopmysanHs cmpameiuHoi
cmitikocmi B2B-nionpuemcme 8 ymogax 60€HHOI HecmabiibHOCmi, wo 6a3yemobcs
HA CUCTNEMHOMY 8UKOPUCMAHHI HABYAHHA Ma NIOMPUMKU NAPMHEPIE 5K KIHOYOBUX
CmMpameziuHux [HCMPYMEeHmie po3eUmMKY. 3anponoHO8AHO ABMOPCHLKY MOOeb
Gdopmysanns cmpameziunoi cmivkocmi B2B-nionpuemcms, sika 8idobpasicae
NPUYUHHO-HACTIOKOBI 38 'SI3KU  MIJIC ~ BUKIUKAMU  BOEHHO20  Ccepedosulyd,
VIPABAIHCOKUMU THCIMPYMEHMAMU 63A€EMOOII 3 NApmHepamu ma pe3yiomamamu y
8U2A0I 3MIYHEHHsL 008IpU Ui 00820CMPOKOBUX NAPMHEPCLKUX 8IOHOCUH. YmouHeHO
3micm nousamms cmpame2iyHoi cmiukocmi 6 xoumexcmi B2B-6i3necy sax
30amuocmi nionpuemcmea 3oepicamu i po3eusamu NApMHePCbKi Mepexci 3a YMO8
obMmedceHux pecypcie i niosuujeHux pusukis. Illooanvuioeo pozeumxy HabyIu
nioxoo0u 00 KIIEHMOOPIEHMOBAHOI Oi3Hec-MoOeli, 8 AKUX HABYAHHS NApMHEDPIs
PO32NIAA0AEMbCL  He AK  cepeicHa  (YHKYIsA, a AK CMpameidHuul YUHHUK

KOHKYDEeHMHUX nepesaz niOonpuemMcmed 6 Kpuzosux yMosax.

The purpose of this study is to examine the strategies and mechanisms of
business-to-business (B2B) interactions under conditions of global crises, with
particular emphasis on the COVID-19 pandemic. The research investigates how
enterprises adapt their relational strategies with partners and clients to maintain
competitive advantage and operational sustainability.

The article analyzes the evolution of B2B marketing processes in Ukraine
and internationally, highlighting the importance of strategic communication, trust-
building, and resource dependency management in uncertain environments. The
study applies a systematic review of existing literature and empirical data on small
and medium enterprises, focusing on the effectiveness of different approaches to
relationship management, risk mitigation, and resilience development. Special
attention is given to the integration of digital technologies and electronic platforms
in B2B interactions, which serve as tools for monitoring partner performance,
enhancing customer engagement, and ensuring business continuity. The research

also considers the role of expert assessment methods, including the Delphi



technique, in evaluating the efficiency of workforce utilization and decision-
making processes. Findings indicate that enterprises employing proactive and
flexible strategies, incorporating both technological solutions and human-centered
management practices, demonstrate higher adaptability and long-term
sustainability. Furthermore, the study identifies critical challenges in the
Ukrainian market, including legislative constraints, economic volatility, and
limited access to strategic resources, which require targeted interventions and
innovative solutions. The paper concludes that the combination of empirical
research, systematic literature review, and expert evaluations provides a
comprehensive framework for understanding and improving B2B relationship
management during crises.

The results contribute to theoretical and practical knowledge in strategic
management,  highlighting  actionable recommendations for managers,
policymakers, and researchers aiming to enhance business resilience, strengthen
partnerships, and optimize resource allocation in dynamic and uncertain business
environments. Overall, this study emphasizes the necessity of integrating adaptive
strategies, technological advancements, and collaborative approaches to secure
competitive advantage and ensure sustainable growth in B2B markets under global

crisis conditions.

Kniwouosi cnosa: cmpameeiunuii pozeumox, B2B-6iznec, cmpameeiuna
CMIUKICMb, NAPMHEPCbKi 8I0HOCUHU, HABYAHHS NAPMHEPI8, NIOMPUMKA KAIEHMIE,
B0CHHA HecmMAaOLIbHICMb, 006Ipa.

Keywords: strategic development, B2B business, strategic resilience,
partner relationships, partner training, customer support, wartime instability,

trust.

Ilocmanoeka npoodaemu y 3azanbHomy 6u2ia0i ma it 36°4A30K i3
8AMCIUGUMU HAYKOGUMU YU npakmuunumu 3aedannamu. CydacHI yMOBU
BelleHHA Oi3Hecy B YKpaiHi XapakTepu3ylOThCS BHCOKOK HECTallIbHICTIO,

OOMEXEHICTIO PECYpCIB Ta HEBH3HAUCHICTIO EKOHOMIYHOTO CepeoBHINA, IO



CTBOPIOE CYTT€B1 BUKJIHMKHU JUIsI PO3BUTKY MIJIPUEMCTB, OpieHTOBaHMX Ha B2B-
ceKkTop. Y TakMX yMOBax TPaJHUIIIHI MOJIeNIl PO3BUTKY Oi3HECY, IO CIUPAKOTHCS
BUKJIFOYHO Ha MPOJAXK Ta KOPOTKOCTPOKOBI KOHTPAKTHU, BUSBISIOTHCA HEJOCTATHBO
epextuBHUMU. Lle 3ymMOBIIO€ HaranpHy NOTPeOy y MOIIYKY HOBUX MIAXOJIIB, SIK1 O
3a0e3neuyBajii  JJOBMOCTPOKOBY CTIMKICTh KOMIIaHIM, 3MIIIHEHHS 1CHYIOYHX
MapTHEPCHKUX BITHOCHH Ta (GOPMYBaHHS HOBUX JIJOBUX 3B’SI3KIB.

OnHUM 13 KIIOYOBHX MEXaHI3MIB, IIIO JIO3BOJISIE JIOCSTATH LMX IUIEH, €
HaBYaHHS KIIEHTIB Ta MapTHEPIB, MIABUINECHHSA iX OOI3HAHOCTI MPO MPOAYKT 1
3alydeHHs J10 Oi3Hec-mipolieciB kommaHii. Takuil miaxidg copuse He JIMIIe
3MILHEHHIO JIOBIPY MK yYaCHHMKaMH MMapTHEPCHKOI MEpeXki, a i CTBOPEHHIO YMOB
i eeKTUBHOI B3a€MO/I1i, OOMIHY 3HAHHSMHU Ta CHUIHHOTO BUPILIEHHS MPOOJIEM.
Boanouac BiH BiAKpHBAa€ HOBI MOKJIMBOCTI JAJISi CTPATETIYHOrO po3BUTKY B2B-
HiANPUEMCTB, IO3BOJISIOUM KOMITAHISIM aJanTyBaTHCS OO0 KPHU30BHUX YMOB 1
3a0e3neuyBaTH CTilike (GyHKIIIOHYBaHHS HaBITh 32 0OMEXKEHUX PECYPCIB.

TakuMm 4YMHOM, HAYKOBO-TIPAKTHYHA MPOOJIeMa TIONATAaE y BHU3HAYCHHI
e(pEeKTUBHUX MEXaHI3MIB HaBUaHHS Ta MIATPUMKH TMapTHEPIB AK 1HCTPYMEHTIB
cTpaTeriyHoro po3BuTKy B2B-0i3Hecy B yMoBaX BOEHHOI Ta €KOHOMIYHOI
HECTaOUIBHOCTI, M0 Mae Oe3mocepeHid 3B’S30K 13 3aBIAaHHSIMU IT1JIBUIICHHS
aIalITUBHOCTI Ta KOHKYPEHTOCIPOMOKHOCTI YKPATHCHKUX IMIIPUEMCTB.

Ananiz ocmannix o0ocnioncenv i nyonikayin. Y CBITOBI HayKOBIH
JiTepaTypl OCTaHHIX POKiB IMTUTAHHS CTPATETIYHOTO pO3BUTKY B2B-mianpueMcTB B
YMOBaxX KpHU3M PO3IISIAAETHCSA 3A€O1IBIIOTO Kpi3h MpHU3MY ajaanTaiii Oi3Hec-
MoJieJiel Ta YNpaBiiHHS B3a€MOBITHOCHMHAMU MK MapTHepamMu. Tak, y HU3II
nociipkeHb B2B-cTparerii po3risgaroThCs K KIOYOBI MEXaHI3MU BHXKMBAHHS
MIIMNPUEMCTB TiJ Yac TIoOanbHUX Kpu3, 30kpema mnanjemii COVID-19, ne
HKPECIIOETHCS POJIb PECYPCHOI 3aJIeKHOCTI Ta ajamlTallii 10 30BHIIIHIX IIOKIB
JUTSI TIATPUMKH OTIepaIiiiHoi cTabiIbHOCTI KoMITaHii [1].

OmHMM i3 UEHTPaTbHUX HANPAMIB CYYaCHUX JOCIHIIPKCHb € BHBYCHHS
XapakTepy BiTHOCHH Mk B2B-napTHepamu: YMCICHHI OTJISAN BKa3yIOTh Ha T€, [0
JIOBipa Ta KOJIAOOpATWBHI MITXOIU IMOCITAIOTh MPOBIAHE MICIIE B MOJCITIOBAHHI

B3a€MOJI1 MIXK MIAIPUEMCTBAMH, CIIPUSAIOYH MIABUILEHHIO €()EKTUBHOCTI JIAHIIIOT1B



MOCTaYaHHs Ta CTIMKOCTI Oi3Hec-mepex [2]. Takox okpemi mpaili MiAKPECTIOI0Th
CKJIQJIHICTh TIPOILIECIB MPUUHATTA pinieHb y B2B-cepenoBuiil, ae pimieHHs
NPUIMAaIOTHCS KOJIETIaTbHUMHU TPYyNaMu 0Ci0 1 BUMararoTh peTeiabHOI KOOPAUHALT
CTpaTeriuHuX i MX mapTHepamu [3].

B Vkpaini nuTaHHS NapTHEPCHKUX BIJHOCHH Yy Ol3HEC-CepeIOBHUIII
OCTaHHIM YacOM IPHUBEPTAE yBary JAOCHIAHHUKIB, 30kpema B KoHTekcTi VUCA-
cepenoBuma Ta IMdpOBI3aMmii, 1€ MapPKETUHI TAPTHEPCHKUX BITHOCHH
pPO3IIIAIAETHCA K MeXaHi3M (opMyBaHHS JOBTOCTPOKOBHX KOHKYPEHTHHX
nepenar [4]. Takox HayKOBIIl HaroJIONIyIOTh Ha 3HAYEHH1 KOMYHIKaIlli Ta 613HecC-
3B’SI3KIB IS MIANPUEMHHUIIBKOI JISJIBHOCTI, 10 TIepedyBae Imij BILUIMBOM
30BHIIHIX 3MiH, BKJIIOYHO 3 KPU30BUMH CHUTYAIISIMH [5].

VY BITUM3HSHHMX MyOJiKalisX, MPUCBSAYCHHX BIUIMBY KpU3 HA CTparterii
B3a€EMOBIIHOCHH 13 KJI€HTaMH, TIJIKPECIIOEThCA, 10 MajJll Ta Cepe/Hi
MIMNPUEMCTBA, K1 MalOTh 0OMEXEH1 pecypcH, 0COOJIMBO Bpa3JIMBI /10 30BHIIIHIX
pU3UKIB, ajie MOXYTh MIiJBUIIYBaTH CBOI0 QJaNTUBHICTh 4Yepe3 HaBYAHHS,
PO3BUTOK LU(PPOBUX HABUYOK 1 aKTUBHE MapTHEPCTBO [6].

Pazom 3 TMM, y HayKOBHX J/DKepenax NpHUCYTHIH TEBHUH pPO3PUB MiX
MapKeTHHTOBUMHU Tiaxoaamu a0 B2B-ctparterii, sxi 4acto (OKyCyrOThCS Ha
MPOCYBaHHI Ta YTPUMaHHI KJIIEHTIB, 1 rI00aJbHUMU KOHIICTIIISIMUA CTPATET19HOI
CTIMKOCTI MiAMPUEMCTB y KpU30BHX yMoBax. Lle cBITUHUTH Mpo Te, 110 MeXaHI3MHU
HAaBYaHHS MapTHEpPIB Ta MIATPUMKUA KIIIEHTIB JIMIIAIOTBCS  HEJOCTATHHO
NpPEICTaBICHUMH Yy BHUIJISAI OKPEMOi CHCTEMHOI KaTeropii cTpaTeriyHoro
ynpaiinHsa B2B-mianpuemcrBamu, ocoOIMBO B yMOBaX BOEHHOI HECTaOlIbHOCTI
Vkpainu. Taka curyaniss OOIpyHTOBYE HEOOXIAHICTH TIUIMOIIOrO aHali3dy Ta
iHTerpamii 1ux MiAXOAIB Yy 3arajbHy CTpaTeriro (GopMyBaHHS CTIAKOCTI Oi3Hec-
MEpEeX, IO € MPEAMETOM JTAHOTO AOCIIKCHHS.

Dopmynioeanna uineii cmammi (nocmanoseka 3aedanns). Meta craTTi
MOJIATA€ B y3arajJbHEHHI CyYaCHUX HAyKOBUX MIAXO/IB Ta MPAKTUYHUX MEXaHI3MIB
dbopmyBaHHs cTpaTeriyHoi criiikocti B2B-mignmpuemctB B yMoBaxX BO€EHHOI
HECTaOLIPHOCTI Yepe3 HaBYaHHS Ta MIATPUMKY MapTHEPIB, a TAKOX BHSBJICHHI

KITI0YOBHUX (DAaKTOPIB, IO CHPUAIOTH 3MIIHEHHIO JTOBMOCTPOKOBUX MAPTHEPCHKHUX



BIJTHOCHUH 1 TIABUIIICHHIO JOBIPY MIX ITiIMPUEMCTBAMH.

JlJist nocSTHEHHS TIOCTaBJICHOT METH B CTATTI BUPINIYIOTHCS TaKi 3aBIaHHS:

1. IlpoananizyBaTH iCHYIOUl TEOPETUYHI MIAXOIU O CTPATETIYHOTO PO3BUTKY
B2B-nignpueMcTB B yMOBax HECTaOLIBHOCTI Ta KPU30BHUX CUTYAIliH.

2. Bu3HauuTu pOJb HABYAHHS Ta MIATPUMKH MapTHEPIB SIK 1HCTPYMEHTIB
dbopMyBaHHS CTPATET1YHOI CTIMKOCTI M AMPUEMCTB.

3. VY3araibHUTU Cy4acHI MPaKTUKWA 3MILMHEHHS JOBIPH Ta JOBrOCTPOKOBHUX
napTHEPChKUX BiAHOCHH y B2B-cekTopi.

4. Po3poOuty mpomo3wiii MO0 3aCTOCYBaHHS HABYaHHS Ta MIATPUMKH
NMapTHEPIB JJIs MIABUINECHHS aJaNTUBHOCTI Ta CTIMKOCTI MIANPUEMCTB B
YMOBAaxX BOEHHOT HECTAO01IbHOCTI.

5. ChopmymnioBath  peKOMEHMAAIMii  JJiI  MPAKTUYHOTO  BIPOBAKEHHS
MEXaHi3MiB MIJITPUMKH Ta PO3BUTKY MapTHEPChKUX BigHOCUH Y B2B-613Heci
B YKpaiHi.

Buknao ocnoenozo mamepiany oOocnioxcenns. B yMoBax BOEHHOI
HECTaOLIBPHOCTI CcTpaTeriyHa CTiikicTh B2B-mianpuemctB HaOyBae CHUCTEMHOTO
XapakTepy Ta BHUXOJUTh 3a MEXI BHYTPIIIHIX OpPraHi3alifHUX MPOIIECIB,
OXOIUToYM  chepy MDKOprasizamiiiHoi B3aemojii. g migmpuemMcTB, IO
npaiooTs Yy B2B-cexTopi, 31aTHICTh aJanTyBaTUCA A0 KPU30BUX YMOB 3HAYHOIO
MIpOIO 3aJI€KUTh BiJl CTAOUTBHOCTI MAapTHEPCHKHUX 3B’SI3KIB, Y3TOMKEHOCTI M 3
KJIIIEHTaMU Ta PiBHA B3aeMHOi JoBipu. Came TOMYy cCTpaTeriyHa CTIHKICTh Y
Cy4aCHHX yMoOBaXx (DOpPMYETHCS HE JIMIIIE Yepe3 ONTUMI3AII0 pecypciB, a i depes
PO3BUTOK JIOBFOCTPOKOBHMX BIJIHOCHH 3 TMapTHEpaMu SK €JIEeMEHTy Oi3Hec-
eKOCHCTEMH i ANPHUEMCTBA.

OmuuM 13 KIIOYOBUX 1HCTPYMEHTIB 3a0e3MedyeHHs Takoi CTIMKOCTI €
HaBYaHHsS MapTHEpIB, IO CHOPSIMOBAaHE Ha MIABHILEHHS iX O0013HAHOCTI MIOJO
OPOAYKTIB, MPOLIECIB Ta CTpaTeriyHMX Iuied kommanii. HaBuanHs no3Bossie
3MEHIIUTUA ONepalliiHi PU3UKH, MIABUIIUTUA SKICTh B3a€EMOJII Ta 3a0€3MEUUTH
y3rO/DKEHE pearyBaHHs Ha 30BHIIIHI BHKJIUKH, II0 OCOOJWBO BaXXJIMBO B YMOBaX

00MEXEeHHNX pecypciB Ta MOCTIHHUX 3MiH. Y B2B-B3aemoii HaBuaHHsS BUKOHYE HE



auiie 1HpopMmamiiiHy, a W cTpaTeriyHy (QYHKIIO, CHOpHUSIOYH (HOpMYBaHHIO
CIIUJIBHOTO OaueHHS PO3BUTKY Ta 3MIIIHEHHIO MAPTHEPCHKOI JIOSIBHOCTI.

BaxxnmuBuM JOMOBHEHHSM [0 HABUaHHA € TMIATPUMKAa TApTHEPIB, sKa
OXOIUTIOE ~ KOHCYNbTAaUIWHUN  CYNpOBiJ, CHUIbHE  BHUPIMIEHHS  MpoOseM,
1H(dOpMaIIiitHy JONOMOTY Ta aJalTaIlilo IPOIYKTIB 1 CEPBICIB 0 MOTPEO KIIEHTIB.
Y Kpu30BUX YMOBaxX MiJTPHUMKa CTa€ MEXaHI3MOM 3HWKCHHS HEBHU3HAYCHOCTI,
MiJBUIICHHSA JOBIPH Ta yTPUMaHHS KIIOUYOBUX MapTHEPIB, 110 Oe3mocepesHbo
BIUIMBA€E Ha CTIHKICTh O13HEC-MoeNi mianpueMctsa. [linnpueMcTsa, AKi CUCTEMHO
1HBECTYIOTh y MIATPUMKY MapTHEPIB, GOPMYIOTh OLIbII CTa01IbHI O13HEC-MEPEexKI,
3naTHI epeKTUBHO (YHKIIIOHYBAaTH HAaBITh y TI€PIOM 3HAYHUX 3OBHIIIHIX
HOTPSICIHb.

VY cywyacaux B2B-BimHOCHMHAX MIANPUEMCTBA BUKOPHUCTOBYIOTH IIUPOKHIA
CIIEKTP 1HCTPYMEHTIB JUIsI MIATPUMKH B3a€MOAIi 3 TapTHEpaMu, 30KpeMa
JIOTICTUKY, TEXHIYHE OOCIYroByBaHHs, I[IHOBY IIOJITHKY, KOMYHIKAIlllO Ta
HaB4YaHHs. BogHouac eeKkTUBHICTD IIUX 1HCTPYMEHTIB MPOSIBIAETHCS MO-PI3HOMY
3aJIe)KHO BI1JI YaCOBOI NMEPCHEKTUBU Ta YHPABIIHCHKUX WiJeH. Y 3B’S3Ky 3 LUM
JOIIIJILHUM € PO3MEXYBaHHsI 1X BIUIMBY Ha ONEpallifHy CTIMKICTh Ta CTpaTeridyHy
cTiiikicts B2B-B3aemonii.

OmneparniiiHa CTIMKICTh BimoOpa)kae 30aTHICTh MApPTHEPCHKOT B3a€MOIIT
3a0e3medyBaTi Oe3MepepBHICTh  Oi3HEC-TIPOIECIB, CBOEYACHICTh BUKOHAHHS
3000B’s3aHb 1 CTAOUIBHICTh pE3YyJbTaTIB Yy KOPOTKOCTPOKOBOMY TEPIOJi.
Crparteriuyia CTIHKICTb, CBOEIO YEPror0, XapaKTepU3ye TOBIOCTPOKOBY 3/1aTHICTH
B2B-B3aemogii agantyBatucs A0 3MiH, MacTadyBaTy CIIBIpaIo Ta GopMyBaTu
CTajl KOHKYPEHTHI IIepeBardy.

Jns oOTpyHTYBaHHS POJIi OKpeMHUX I1HCTpyMeHTiB B2B-crpaterii Oyio
BUKOPHCTAHO €KCIIEPTHE OIIHIOBaHHsI, ToOyA0BaHe 3a jorikoto meroay Delphi [7;
8], mo nepenbayae y3aranbHeHHS MPOGECIHHUX CYIKeHb 00OpaHUX PECIIOHICHTIB-
daxiBiiB. daxiBil € NpeAcTaBHUKAMU JOKaJIbHOTO Oi3Hecy BiHHUIIBKOI 00JacTi,
AK1 3aJlydeHl 10 ynpaBiiHHA B2B-nmpoektamu. AHKeTyBaHHS 31HCHIOBAJIOCS 3a
yciMa MpaBWIaMH KIACHYHOTO MIAXOIY €KCIEPTHOTO OI[IHIOBAHHS 332 METOJOM

Delphi , mo no3Bonuno oTpuMatu AOCTaTHIM pPIBEHb Y3TOHKEHOCTI €KCIEPTHUX



OLIHOK Ta TMIABUIIUTA HAAIMHICTb OTPUMaHUX pe3ynbTatriB. OIIHIOBaHHS
3aiiicHIoBajocs 3a mkajoro Bijg 0 go 100 Gani, ne 0 BianoBigae MiHIMaIbHOMY, a
100 — makcumanbHOMY BIUIMBY IHCTPYMEHTY Ha BIAMOBIIHUN THIT CTIMKOCTI.
Pe3ynbraty y3aranbHEHOTO OIIHIOBAHHS MOJAHO B TaOmuUII 1.

Taoauus 1. PanxxkyBanHus ¢pakTopiB B MIpy 3HMKEHHSI BITHOCHOI BasKJIMBOCTI,

Ol[iIHEHUMHM 32 3HAYEHHSIMM CepPeJHBOr0 PAHTY

Crpateriuna | OmnepariitHa Panr Panr
No Inctpyment B2B crparerii CTIMKIiCTB CTIMKICTH
(6anmn) (6anmn) (ctparer.) | (onepan.)

| | HapuaHHs Ta mizsuments 9 70 1 7
0013HaHOCTI MapTHEPIB

, | 3amyuenns napraepis 10 Gisnec- 85 72 2 6
E€KOCHCTEMHU

3 OHepa”'[I/IBH“l.CTB i AKicTb 78 80 3 5
KOMYHIKaIlii

4 | SIkicTh IpOAYKTY / IOCIYTH 72 85 4 >

5 Texgque QGCJIyFOByBaHH;I Ta 70 88 5 2
CEepBICHA MiITPUMKA

6 HaniiinicTs JOTICTHKY Ta 65 90 6 1
OCTAYaHHS

7 liHoBa rHyuKicTh Ta piHAHCOBI 68 82 7 4
YMOBH

Licepeno: pospaxoearno asmopamu

PamxyBannus iHcTpymeHtiB B2B-cTparterii 3a KpuTepieM CTpaTeriaHoi
CTIMKOCTI  JIO3BOJIIE  YITKO 1IeHTU(IKYBAaTH UYMHHUKH, 10  (GOPMYIOTh
JOBTOCTPOKOBY KOHKYPEHTOCTIPOMOXHICTh TMiANPUEMCTB B yMOBaxX BOEHHOI
HecTaOUIpHOCTI. SIK  cBimuaTh pe3yJbTaTH, TMPOBIAHI TO3MIII 3aliMaroOTh
IHCTPYMEHTHU, OPIEHTOBAHI HA PO3BUTOK MAPTHEPCHKUX KOMIIETEHIIIM Ta B3a€MO/II1,
30KpeMa HaBYaHHS TMapTHEpPIB 1 1X 3a;mydeHHa A0 Oi3HEC-eKOCHUCTEMHU
NiAnpueMcTBa. BogHouac I1HCTpyMEHTH, 110 3a0e3NeuyloTh CTaOUIBHICTD
omepariiHoi AisUTBHOCTI, XO0Ya ¥ 3alUIIAIOThCS KPUTHUYHO BAXKIMBUMH JJIS
Oe3nepepBHOCTI Oi3HECY, JAEMOHCTPYIOTh HIDKYI TMO3MINT 3a CTpaTeriyHUM
KpUTEpIEM, 10 MATBEPKYE HEOOXITHICTh I1X JIOMOBHEHHS 1HCTPYMEHTaMHU
JIOBTOCTPOKOBOTO PO3BUTKY.

AHani3 HaBeIeHUX MJAHMX CBIAYUTH, 10 TPAAMLINHI OMNepariiHi

IHCTPYMEHTH, 30KpeMa JIOTICTHUKA, TEXHIYHE 00CIyroBYBaHHs Ta I[IHOBA MOJIITHKA,




MalOTh BUpIIIATBPHUI BIUIMB Ha 3a0e3MeyeHHs onepaiiiHoi cTiiikocti B2B-
B3aeMoJiil. IXHi BHMCOKI OLIHKM 3yMOBIIEHI MPSAMHM 3B’SI3KOM i3 Ge3IepepBHICTIO
MOCTayaHHs, HaJIMHICTIO cepBiCy Ta (piHAHCOBOIO MepeadauyBaHICTIO CIHIBIIpaIli.
be3 HanexxHoro QpyHKIIOHYBaHHS LUX 1HCTPYMEHTIB CTaOUIbHICTh MAPTHEPCHKUX
BiTHOCHH y KOPOTKOCTPOKOBIH MEPCTIEKTHBI € HEMOYKIIUBOIO.

BonHouac y KOHTEKCTI CTpaTeriyHoi CTIHKOCTI MPIOPUTETH 3MIIIYIOThCS.
HaiiBumi  OIIHKM  OTPUMYIOTH IHCTPYMEHTH, OpIEHTOBaHI Ha PO3BHUTOK
NapTHEPCHKUX KOMIETEHIIIH Ta TMOTJIUONEHHS B3a€EMOJil, 30KpemMa HaBYaHHS
nmapTHepiB Ta iX 1iHTerpauis B Oi3Hec-ekocucTeMy. HaBuaHHS mapTHeEpiB
XapaKTepU3y€eThC HAMBUIIKUM PIBHEM BIUIMBY Ha CTpATETiYHY CTIWKICTh, OCKUIBKH
cripusie GOPMYBAHHIO CHUTBHUX CTaHJIAPTIB, 3HMHKEHHIO 3aJIEKHOCT1 B/l TOCTIAHOT
omepamiiHol MIATPUMKH Ta MIABUIICHHIO 3JaTHOCTI MAapTHEPIB CaMOCTIHHO
CTBOPIOBATH IIHHICTh y Mexkax B2B-cnismparii.

TakuM uYnMHOM, pe3yabTaTH OIIIHIOBAHHS TiATBEPIKYIOTh, IO HaBYAHHS
NapTHEPIB HE € aJIbTEPHATUBOIO 0A30BHM OMEpAIifHAM IHCTPYMEHTaM, MPOTe
BUCTYIMA€ KIOYOBMM YHMHHHUKOM JIOBIOCTPOKOBOTO 3MillHeHHs B2B-ctparerii.
Horo ponb nossirae y tpancdopMarii mapTHEPCHKHX BiTHOCHH i3 TPAH3aKIiHHIX y
€KOCHUCTEMHI, 10 3a0e3nedyye HaKOMWYyBadbHUM €(eKT BiJl CIiBIpall Ta Gopmye
OCHOBY JIJISl CTJIOTO PO3BUTKY Oi3HECY.

OTpuMaHi pe3yJabTaTH CTBOPIOIOTh AHAIITUYHE MIAIPYHTS IS MOAANIBIIOTO
dbopmyBaHHs Mojeni ynpaBiiHHS B2B-ctparerieto, B sikiii HaBYaHHS HapTHEPIB
pPO3TISAAE€TCA K CTPATEriyHUM  1HCTPYMEHT MiJBUINEHHS CTIMKOCTI Ta
KOHKYPEHTOCTIPOMOXHOCTI MiANPUEMCTBA.

TakuM 9MHOM, HaBYAHHS Ta MATPUMKA MApTHEPIB BUCTYMAIOTh HE JIUIIE
IHCTpYMEHTaMH B3a€MOJii, a ¥ CTpaTeriyHUMHU eJleMeHTaMu (HOopMyBaHHSA
ctiikocTi B2B-mianpuemcTB. Y KOHTEKCTI BOEHHOI HECTaOIILHOCTI BOHU
TpaHCPOPMYIOTbCS B MeXaHI3MU 3a0e3rnedeHHs Oe3nepepBHOCTI  OI3HECY,
3MIIIHEHHS  MApTHEPCHhKUX  BIAHOCMH Ta  CTBOPEHHS  MEpPeayMOB  AJis

JIOBIFOCTPOKOBOT'O PO3BUTKY MIANPUEMCTB B YKpaiHi.



BpaxoByroun BulieHaBegeHE, aBTOpaMu OyJIo PO3pOOJIEHO KOHIIETITYaJIbHY

MoJieTb OpMYBaHHS CTpaTeriyHoi cTiiikocTi B2B-nmianpuemcrsa (puc. 1).

1. 30BHIIIHE CEPUJIOBUIIIE (Bxinni dpaxropu)

Boenna HecTaOUIBHICT: PO3PUBHU JIOTICTHUKH, OOMEXEHI PECYpCH, BUCOKI PH3UKH,
HeBI/I3Ha‘-IeHiCTB TIonuTy

2. CTPATEI'TYHA PEAKIIA B2B ITIIAITPUEMCTBA (siapo moznedri)

[TapTHEpCHKO-Opi€EHTOBAaHA CTpATEris pPO3BUTKY (Hepexil BiA TpaH3akUid [0
MapTHEPCTBA)

2.1. Ilugposi iHCTpyMEeHTH HABYAHHSA NapTHePiB

LMS \ naBuanwHi maTdhopmu; OH-JIaliH KypcH; BeOiHaph, 60a3a 3Hanb (Knowledge
Hub); ceprudikauiiini nporpamu

2.2. llndpoBi iHCTpPyMEHTH MiATPUMKH NAPTHEPIB

CRM 3 goctymom il MapTHEPIB; Ciyx0a MIATpUMKH (4Yat, OOT); OH-JIalH
CIUJIBHOTH; Customer success CynpoBij

3. MEXAHI3M ®OPMYBAHHS CTPATETTYHOI CTIHKOCTI (npouec)

[TigBumeHHss 00i3HAHOCTI MApTHEPIB; 3POCTaHHS ABTOHOMHOCTI; HAKOIHMYEHHS
CHIJILHOTO 3HaHHS; (POPMYBAHHSI IOBIpH; 3ATyYCHHS O €KOCHCTEMH KOMTIaH1i

4. PE3YJIBTAT (Buxia moae.i)

Crpareriuyna criiikicte B2B-mianmpuemcrBa: 30epexeHHSI MapTHEPCHKOI Mepexi,
CTaOUTbHICTh  JIOXOJIB, JIOBIOCTPOKOBI BIJHOCHHH, KOHKYPEHTHI I€peBard,
aJanTUBHICTH 10 HECTAOLIBLHOCTI

Puc. 1. Moaean (popmyBaHHs cTpaTerivHoi criikocti B2B-nignpuemcrea B
YMOBaX BOCHHOI HeCTa0JIbHOCTI Yepe3 HABYaHHS Ta MiIATPUMKY NapTHEPIB
IDicepeno: asmopcvra po3podxa



Mopenp moka3ye, MO B yMOBaX BOEHHOI HECTaOIIBHOCTI CTpaTerivyHa
cTifikicte B2B-miampuemctBa ¢GopMyeTbcs HE HampsMy, a uepe3 MexXaHi3M
B3a€EMO/Iii 3 MapTHEPAMH, JI€ KIIFOUOBY POJIb BiAITPAIOTh:

- HaBYaHHS MAapTHEPIB;

- TATpUMKA MapTHEPIB;

- JIOBIpa;

- Y3TOJKEHICTh JIIH;

- CHIJIbHE CTBOPEHHS I[IHHOCTI.

Monens BinoOpaxkae noriky Tpanchopmarii B2B-ctparerii nignpuemcTsa B
YMOBaX BOEHHOI HECTAaOUIBHOCTI, J€ LHUQPPOBI I1HCTPYMEHTH HaBYaHHS Ta
OiATPUMKHA TIAPTHEPIB BHUCTYMAIOTh KIIOYOBUMH MeXaHi3MaMu (OpMyBaHHS
CTpAaTEeriyHol CTIMKOCTI, JOBIPU Ta JOBrOCTPOKOBUX MAPTHEPCHKUX BIIHOCHH.

3anmpornoHoBaHa aBTOPChbKAa MOJEb (OPMYBaHHSI CTPATETIYHOI CTIAKOCTI
B2B-mignpueMcTB TIPYHTYEThCSI HA CHUCTEMHOMY IMIO€IHAHHI CTPATETiYHOTO
yIpaBIiHHA, MAapTHEPCHKOTO MiAXOAY [0 PO3BUTKY Oi3HECY Ta BHUKOPHCTAHHS
M(PpoBUX IHCTPYMEHTIB HaBYaHHS W MIATPUMKH MApTHEPIB B YMOBaX BOEHHOI
HECTaOUTBHOCTI.

Mogens BigoOpakae JIOTIKY ajamnTaiiii MiANPUEMCTB 10 BHCOKOTO PIBHS
HEBU3HAYEHOCTI, OOMEXEHOCTI pecypciB Ta MIJBUIICHUX PHU3UKIB IUISIXOM
TpaHcopmartlii B3aeMoJli 3 MapTHEpaMH 3 TPAH3AKIIIHOI Yy JOBrOCTPOKOBY
apTHEPCHKY.

[lepmium  eneMeHTOM  MOJENl €  30BHIIIHE  CEPENOBHUINE, IO
XapaKTepU3y€eTbCd BOEHHOIO HECTAOUIBHICTIO, SIKA TMPOSBIAETHCA Y MOPYIICHHI
JIOTICTUYHUX JIAHITIOTIB, 3HWKEHHI IIJIATOCIIPOMOKHOCTI KJIIEHTIB, OOMEXKEHOMY
nocTymi 10 (IHAHCOBUX 1 JIIOJACHKUX PECYPCIB, @ TAaKOXX BUCOKOMY PIBHI PHU3HKIB
JU1sl 0e3mepepBHOCTI O13HEC-TIPOIECiB. Y TaKUX yMOBax TPAJUIlIiHI IHCTPYMEHTH
po3BuTky B2B-0i3Hecy BTpadaroTh €(EKTHUBHICTh, III0 3YMOBJIIOE HEOOXI1JTHICTH
MOIIYKY HOBUX CTPATEriuHUX PIIIeHb, OPIEHTOBAHUX HAa 30€pEKEHHS Ta PO3BUTOK

NapTHEPCHKUX BIAHOCHH.



Snpom Mozem BHCTymae crpaTeriyHa peakiis B2B-mianpuemctBa, sika
MOJISITA€E Y BOPOBAHKEHHI MapTHEPCHKO-OPIEHTOBAHOI CTpaTerii po3BUTKY. Y
MEXax IIi€i cTpaTerii KJI4YoBa pOJib BIABOAUTHCA HU(PPOBUM I1HCTPYMEHTaAM
HaBYaHHS Ta MIATPUMKH MapTHEPIB, IO 3a0€3MeuyoTh Oe3MepepBHICTh B3a€MO/IIT,
3MEHIIEHHS 3aJI€KHOCTI BiJl ()13WYHOT MPUCYTHOCTI Ta MiJABUIICHHS aBTOHOMHOCTI
NapTHEPIB Y BUKOPUCTAHHI MPOAYKTIB 1 pillIeHb MiAIPUEMCTBA.

[MudpoBi 1HCTPYMEHTH HaBYaHHS BKJIOYAIOTh KOPMOPATHUBHI HaBUaJbHI
miathopmu  (LMS), oHnaiiH-KypcH, BeOiHapW, BiJICOYpPOKH, O0a3u 3HaHb 1
ceptudikamiitHi TporpamMu, sIKIi CHOPSAMOBaHI Ha IMJBHUIICHHS O013HAHOCTI
napTHEPIB MIO0 MPOIYKTIB, TEXHOJIOTIN 1 CTAaHAAPTIB poO0TH KOoMMaHii. BonHouac
MPpoBi 1HCTPYMEHTH MIATPUMKH OXOIUII0I0Th CRM-cucteMu 3 mapTHEPCHKUM
JOCTYTIOM, CIIYXOW TEXHIYHOI MIATPUMKH, OHJIAWH-CHITLHOTH Ta MEXaHI3MH
CynpoBOay TMapTHEpiB (customer success), IO 3a0e3MeuyloTh ONepaTUBHE
BUPIIICHHS TPOOJIEM 1 MOCUJICHHS B3aEMHOT JIOBIpH.

VY mporieci BUKOPUCTAHHS 3a3HAUYEHUX 1HCTPYMEHTIB (POPMY€ETHCA MEXaHi3M
CTpaTeriuHoi CTIHKOCTI, SKHA TIPOSBISETHCS Yepe3 HAKOMUYEHHS CIIJIBHOTO
3HAHHS, 3pOCTAaHHS 3a]Ty4Y€HOCTI MapTHEPIB, (HOPMYBaHHS JOBIPH K CTPATETIYHOTO
pecypcy Ta po3BUTOK JOBTOCTPOKOBHUX MapTHEPChKHUX BimHOocWH. Came JoBipa Ta
3allydyeHHS  BUCTYMAIOTh  KIIOYOBHMH  NPOMDKHHUMH  pe3ylbTaTaMH, IO
3a0e3MevyloTh 3/JaTHICTh MIANPUEMCTBA 30epiratu CTabUIBHICTE y KPH30BHUX
YMOBaX.

3aBepHIaIbHUM €JIEMEHTOM MOJIETl € pe3yNbTaTH, [0 XapaKTepU3yloTb
piBeHb cTparteriunoi criiikocti B2B-mianpuemctra. [lo HuX Hanmexarb 30€peKeHHS
Ta PO3BUTOK TApPTHEPCHKOI Mepexki, crabumzalis J10X0aiB, (GopMyBaHHS
KOHKYPEHTHUX TIepeBar, sKi CKJIQJHO KOTMIIOBaTH, a TaKOX IIJBUIIECHHS
aIalITUBHOCTI MiJIPUEMCTBA 0 3MiH 30BHIIIHBOTO CEPEOBHINA. TakKUM YHHOM,
3aMporoHOBaHa MOJZIE]bh JEMOHCTPYE, IO HABYAaHHSA Ta MIiATPUMKA MapTHEPIB,
peasi3oBaHi 4epe3 IUGPPOBI IHCTPYMEHTH, MOXYTh BHCTyHaTH €()EeKTUBHUM
CTpaTeriYyHUM MeXaHI3MOM 3a0e3nedeHHs cTiikocTi B2B-mianpueMcTB B ymMoBax

BOEHHOI HECTAO1JILHOCTI.



[TomokeHHs1, 10 BHUIUIMBAIOTH 3 aABTOPCHKOI Mozeni (QopMyBaHHS
cTpateriunoi criikocti B2B-nignpuemcts:

1. B ymoBax BO€HHOiI HeCTaOIBLHOCTI cTpaTeriyHa cCrikkicth B2B-
HIANPUEMCTB 3aJI€KUTh HE CTUIBKM Bl MacmTaly pecypciB, CKUIBKH BiJ SKOCTI
NapTHEPCHKUX BiTHOCHH.

2. 3anpomoHoBaHa MOJAENh MIATBEPIKYE, IO 32 yYMOB OOMEKEHOCTI
(1HAHCOBHUX 1 JIOJACHKUX PECYPCIB KJIIOUOBUM UYMHHUKOM CTaOlJIBHOCTI Oi3HECy
CTa€ 3/IaTHICTH MIANPUEMCTBA 30€piraTu Ta pO3BUBATH JIOBITOCTPOKOBI MAPTHEPCHKI
3B’A3KH, 3aCHOBAHI1 Ha JIOBip1, B3a€EMHIN NIATPUMIN Ta CHIILHOMY 3HAHHI.

3. [udpoBe HaBUaHHS TAPTHEPIB TPAaHCHOPMYETHCS 3 CEPBICHOT
GyHKIT y cTpaTeriyHuii 1HCTpyMEHT po3BUTKY B2B-0i3necy. Bukopucrtanus
HaBYAJIbHUX MJIaTPOPM, OHIAWH-KYpCIB 1 cepTU(]IKAIHHUX MporpaM CHpuUse
MIJBUIICHHIO aBTOHOMHOCTI TapTHEPIB, 3MEHIICHHIO OMEpalliiHuX BUTpaT Ta
3a0e3neuye Oe3nepepBHICTh O13HEC-TIPOIIECIB HABITh 32 YMOB (PI3MUHMX OOMEKEHb,
CIIPUYMHEHUX BOEHHUMU JISIMU.

4. [linTpuMKka mapTHepiB yepe3 IU(poB1 KaHAIW BUCTYIA€ MEXaHI3MOM
dopMyBaHHS [OBIpM SK CTpPaTEriuHoro pecypcy mianpuemcrtBa. CucremHa
mudposa miarpumka (CRM, cmyxOu TIATPUMKH, OHJIANH-CHIJIBHOTH) 3HUXKYE
PU3UKH PO3PUBY B3aEMOIi1, MOCHIIIOE 3TyYCHHS apTHEPIB 1 (POPMY€E OCHOBY IS
CTaOUTPHUX €KOHOMIYHUX PE3YJbTATIB Y IOBIOCTPOKOBIM MEPCHEKTHBI.

5. InTerpartis nudpoBUX IHCTPYMEHTIB HABYAHHS 1 MIATPUMKH (OpMye
eeKT eKoCUCTeMHOI cTiiikocTi B2B-mianpuemcra. [lignpueMcTBo, sike CTBOPIOE
u(poBE CEPeIOBUIIE CIMUIBHOTO HABUYAHHS Ta B3a€EMOJIil, MEPEXOAUTH Bl MOJAEII
OKpEeMHUX KOHTPAKTIB 10 O13HEC-€KOCUCTEMHM, W0 MMIJABUIIYE aJIalTUBHICTD,
3MEHIIY€ 3aJeKHICTh BiJ 30BHIIIHIX HIOKIB 1 CTBOPIOE KOHKYpPEHTHI MepeBart,
CKJIAH1 JUTA IMITaL].

6. Po3Butok crtpareriunoi ctidikocti B2B-mianpuemctB B YkpaiHi
notpedye 3MIIIEHHS AaKLUEHTIB 13 KOPOTKOCTPOKOBOiI  €(PEKTUBHOCTI  Ha

JIOBrOCTPOKOBY LIIHHICTh MapTHEPCTBA.



VY BOEHHHMX yMOBax HaBYaHHA Ta MIATPUMKA MapTHEPIB BUCTYMNAIOTh HE
JOJATKOBUMHU BUTpaTaMd, a IHBECTHLISIMH Y CTaOUIbHICTH Oi3Hecy, sKi
3a0e3MmeuyroTh 30€peKEeHHST PUHKOBUX TO3WII Ta CTBOPIOIOTH OCHOBY IS
MICISIBOEHHOTO BiTHOBJICHHS.

Bucnosku ma nepcnekmugu nooanpbuiux po3ei0oK y O0aHoOMy HAnpAMI
[IpoBenene MOCTIHKEHHS MIATBEPIXKYE, IO B YMOBaX BOEHHOI HECTaO1IBLHOCTI
cTpareriuHa cTiMkicth B2B-migmpuemcts ¢GopMyeTbcs HE JMIIE  Yepes
ONTUMI3Allll0 BHYTPIIIHIX pecypciB, a W uepe3 e(PeKTUBHE YNPaBIIHHS
NapTHEPCHKUMHU  BIIHOCHMHAMH. Pe3ynbTaTé aHaJITUYHOTO OMNMUTYBAaHHS Ta
pamwxyBaHHS 1HCTpyMeHTIB B2B-cTparterii neMOHCTpYIOTh, 110 HaBYaHHSA
napTHepiB Ta iX 1HTerpamiss y O013HEC-eKOCUCTEMY BHCTYMNAaIOTh KIHOYOBUMU
YUHHUKAMU  JIOBTOCTPOKOBOTO  3MIIIHEHHA  MapTHEPChKUX  3B’A3KIB  Ta
KOHKYpEHTHUX mepeBar mianpueMctB. [ludposi mmargopmu, oOHIAMH-KypCH,
ceprudikamiitni  nporpamu  Ta iHCTpymeHTH miaTpuMmku (CRM, ciyxOu
OIATPUMKH,  OHJIAMH-CHIIBHOTH)  3a0e3NeuyloTh HE  JIMIIEe  OmepaliiHy
Oe3MepepBHICTh, a W CTBOPIOIOTH MeXaHi3MU (OPMYBaHHS JOBIPH, CHIJILHOTO
3HAHHS Ta 3aTy4YEHOCTI MAPTHEPIB.

3ampomnoHoBaHa aBTOPChKa MOJIENb JEMOHCTPYE, IO CTpaTeridyHa CTIHKICTh
B2B-mignpueMcTBa € KOMIUIEKCHUM PE3yJlIbTaTOM B3a€EMOJiI MK HaBYaHHAM
napTHEpIB, MIATPUMKOIO, MOBIPOIO Ta Y3rOUKEHICTIO Aiil y Mexkax Oi3Hec-
ekocucTeMu. BoHa miATBEpKye, 1O I1HBECTHIl y HaBYaHHS Ta MIATPUMKY
napTHEpPIB HE € JOJAaTKOBUMH BUTpAaTaMU, a CTPATETIYHUMH pecypcamu, sKi
HiABUIIYIOTh aJaNTUBHICTh 1 KOHKYPEHTOCIPOMOXKHICTh MIAMPUEMCTBA B YMOBax
BHCOKOT HEBU3HAUYCHOCTI Ta 0OMEKEHUX PECYPCIB.

[lepciekTHBY MOAANBUINX PO3BIAOK Yy TaHOMY HampsiMi nepeadavdaroTh:

1. JletanpHuii aHanmi3 KOHKPETHUX METOJIB HABYaHHs MapTHEPiB, BKIIOYHO 3
kopriopatuBHuMu LMS, BeGiHapamu, Bijicoypokamu Ta cepTudikaliiHuMu
nporpaMamMu, JUisl OLIHKM iXHBOTO BIUIUBY Ha JOBIpY Ta CTpaTeriuny

CTIMKICTB.



2. JlocnmimkeHHs B3a€MO3B’SI3KY MDK pIBHEM O0I3HAHOCTI NapTHEPIB Ta
epextuBHICTIO B2B-exocuctemu, 30KkpemMa OIHKA BIUIMBY HABUYaHHS Ha
3aJTy4eHHS MapTHEPIB y CH1JIbHE CTBOPEHHS [IIHHOCTI.

3. Po3pobka KINBKICHUX MOJENed OIHKA CTpaTeriyHoi CTIMKOCTI, SIKi
IHTErpyrOTh IU(POBI 1HCTPYMEHTH HABYAaHHS Ta MIATPUMKH Yy CHUCTEMY
ynpasiinasa B2B-nianpuemcrBamu.

4. Po3umupeHHs AOCTIKEHb Ha 1HIII TUIH KPU30BHX CUTYaIlllil, BKIIOYHO 3
CeKOHOMIYHUMH Ta TMOCTKPU30BUMH OOCTaBUHAMH, [UIi MEPEBIpKU
YHIBEPCAJIBLHOCTI 3aIPONIOHOBAHOI MO/IEN Ta i1 aJanTUBHOCTI.

5. BuBUYEHHS BIUIMBY IOBIOCTPOKOBOTO HAaBYaHHS Ta MIATPUMKHU MapTHEPIB Ha
¢opMyBaHHS KOHKYPEHTHUX IepeBar, CKJIagHUX Ui KOIIIOBaHHS, Y
KOHTEKCTI PO3BHUTKY YKpaiHChbKuMX B2B-mianpueMcTB micisi 3aBepIIeHHS
BOEHHOI HECTAOUTBHOCTI.

TakuMm YWHOM, TpOBENEHE MOCIHiIKEHHS CTBOPIOE HAYKOBO-TIPAKTHUHY
OCHOBY JJisl IHTEerpauii HaBYaHHS Ta MIATPUMKU MapTHEpIB y cTpareriuni B2B-
MOJIEI, TIKPECIIO0YN IXHIO POJIb SIK IHCTPYMEHTIB ()OpMYyBaHHS JTOBTOCTPOKOBOI
CTIMKOCTI Ta KOHKYPEHTOCTIPOMOXHOCTI MIANPUEMCTB B yMOBaX BOEHHOI Ta

€KOHOMIYHOT HEBU3HAUYEHOCTI.
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