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0630p pbiHka B2B-mapkeTnnencos B Poccuum

B2B-mapkeTtnnenc — undpoBon nocpeaHnK, TpaHCOOpPMUPYHOLLMN KOPrOopaTUBHYIO

TOProBJio
Y10 Takoe B2B-mapkernnenc?
B2B-mapkeTnaenc — 370 uudpoBas nnatdopma,
obbeanHALWAaa KOMMAaHUN ANs NpsiMbIX, NPO3payHbIX

N MITHOBEHHbIX CAENIOK MO MOKYMNKE U npoaa)e TOBapoB U yCiyr

Tunbl B2B-MmapkeTniencos

Knaccumueckue mapkernsiencol ana B2B-npogax

B2C-nnowankn, agantTupoBasLlLUne pasBUTYIO
WHPPACTPYKTYpy NMoA KOprnopaTUBHbIX
KNIMEHTOB

@@ Mapl(eT | AnA Braneca | .

-

YHuBepcanbHble B2B-MapkeTnsiencobl

) MaKcmapT

BLIZKO .

KoHTyp BuTpuHa oTpacnen B eAMHOM UHTepdelice

[Mnowaakn ¢ ToBapamMm n cepenucaMmn U3 pasHbix

OTtpacneBble B2B-MmapkeTnneucol
=m N
=== SECUMARKET ‘:‘_‘_‘;‘EE‘E,'.’E!:H .

oTpaciu u eé cneunmdunyeckmx cepmcax

MnaTtdopMbl, KOTopble POKYCUPYIOTCA Ha OZIHOWM

1 — 3N1eKTPOHHbI AOKYMEHTOO60pPOT.

UcTtouHmku: Data Insight, ananus Strategy Partners

Kak pa6oraer B2B-mapkernaenc?

ToBapbl

Npoaasub! 3akas3sbl

MapkeTnnemuc

ToBapbl

3aka3sbl

Mokynartenu

AE
2

©

ﬁ

L=
I
LUndposas ®uHaHcoBbIE
Noructuka BUTpUHA FapaHTuK WHCTPYMEHTbI
a [0 o e |
NHCTpYMeHThI
NpoABMXKEHUNS
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0630p pbiHka B2B-mapkeTnnencos B Poccuum

O6béM pbiHKa B2B-MapkeTnsiencoB pacTeéT, Kak U 06bEeM

uMdpoBbIX B2B-3aKynok B UesioM, NMpu 3TOM A0/
MapkeTniencos — 3%

O61bémM pbiHka B2B n B2G oHnaMH-3aKynok B Poccum,
2019-2024 rr., TpnH py6b.

CAGR,
2019-2024

46,4

48,7 15,14 Long m 23,0

-7%

+28%

2019 2020 2021 2022 2023 2024

B o1 I GvipxeBsble nnowaakm

Perynupyemble 3akynku! Bl MapkeTnneiicbl M MHTEpPHET-MarasuHbl

1 — perynupyembie 3akynku (B2G u B2B) — 3akynku no 44-®3 (3akynku roccektopa) un 223-03 (3aKynKku KOMMaHUM C rocyyacTmem),

3aKynku manoro ob6béma (3MO) B pamkax 060Mx 3aKOHOB, @ Takxe npoueaypbl No 615-MMN (kanuTanbHbIh PEMOHT MHOIOKBapPTUPHbIX AOMOB);

2 — EavHas nHdopmaunoHHas cuctema.
UcTtouHmku: Data Insight, ananus Strategy Partners

KpynHernwmne yHuBepcanbHble B2C-MapKeTnaencsl
aKTUBHO pa3BuBaloT B2B-HanpaBneHus
(Ozon Business, «AHaekc MapkeT ans busHeca»)

B Poccun B2B-cpenku uepes MapKeTrnJiencobl
Hanbonee pacnpocTpaHeHbl B chepe TOprosau
HedTenpoayKTaMn, CTPOUTENbHOM TEXHUKON,
usgenuamm metasionpokarta u AlK. Hanpumep,
00n4 undpoBbIX CAENOK B METaanypruyeckomn
oTpacnu coctasnset 6-7%

Oxunpgaetcsa poct pbiHka B2B n B2G B chepe
OHJIalH-3aKynok. Cektopbl B2B 1 B2G ctpemaTcs
K 3aMMCTBOBAHMUIO MpPaKTUK U nHTepderncos B2C,
4TO 06YC/NIOBNEHO BbICOKOM CKOPOCTbIO, CTEMEHbLIO
nepcoHanmsaumm n ygobcresom LndppOBbIX CEPBMNCOB

CHM)XEeHMe peryampyembix 3aKynok obycnoBneHo
rnepexoAoM 4acTu 3aKyMnOK FOCKOMMNAHUN M KOMNaHuin
C rocyAapCTBEHHbIM y4aCTUEM B Heperyampyembli
dopmaT. N'ockoMnaHmu, KOTopble noananu

noAa CaHKuum, nepectany nyban4YHO pacKkpbiBaTb
MHdopMaumio o 3akynkax B ENC?

SP/ s



0630p pbiHka B2B-mapkeTnnencos B Poccuum

B PO yepe3 B2B-mapkeTniencobl oCcyLecTBASEeTCS TOProesigs HeddTenpoayKTamMu,
CTPOUTENIbHOUN TEXHUKOWN, n3aenusamm metassionpokarta u AlK

CneunanusnpoBaHHbIe B2B-MmapkeTnJ/iencol

B2B-npoaasLbl

= - = o
=|= KpynHbi KpynHbi KpynHbin
Tunbl - 3IZE| v cpeanuin Eﬁ MCr W CpesHmii Eﬂ MC Focsakynku W CpeaHuii
nokynareneun =0 6ushec 6u3Hec 6u3Hec
OTpach CCI‘IeLI,TeXHVIKa, O50pYﬂ.OBaHM6) CCI‘IeLl,TeXHVIKa, 060pY.D.OBaHV|e) (CTpOMTeﬂbCTBO) CVIHd)paCprKTypa)
CXVIMVI'-IeCKaFI I'IpOMbILIJJ'IeHHOCTb) ( MeTannonpOKaT) CHed)Tel'lpo,D.YKTbl) CMT-ycner) CFODHO,D.OGbILIa)
CMeTaJ‘IJ‘IOI'IDOKaT)CMaLUMHOCTpoeHVIe) (3ﬂeKTpOHVIKa, 6biTOoBas TeXHVIKa) CMaLUMHOCTpoeHVIe)
(Tosapbl ans oduca m DEMOHTa) (Mep,mu,MHa 7 CbapMaLI,EBTVIKa)
(AI‘IK) CABTOTOBapr)
+ CneumanmManpoBaHHble « CTraHpapTM3upoOBaHHbIE TOBapbI » [Mpo3payHocTb Npoueayp, rpuamveckas
W CTaHAapTU3MPOBaHHbIE TOBapbI « TMpo3payHoOCTb LieH 6e30MacHOCTb N COOTBETCTBUE
K/loueBbie + [JonrocpoyHoe NapTHEPCTBO, « Yno6cTBO novcka M 3akasa, MHTerpaums 3aKoHoaaTensCTBy (44-®3, 223-03)
KDUTEDUM YCTOMYMBOCTb MNOCTaBOK 3aKyrnoK C cucteMamu nNpeanpuaTms *  YHuKanbHble/NPOEKTHbIE MO3MLUM,
P P + TexHu4eckas NoAAEpXKa, « TMBKOCTb B ONfaTe, BO3MOXHOCTb CAPEX, paboTtbl/ycnyru «noa T3»
Bbl6opa CepBWC MoC/e NpoAaxM OTCPOUKM MaTexa + HagéXHOCTb NMOCTaBLUMKOB,
+ Ceptudukauus, penytauus, « TexHWYeckoe onucaHue, cneundukauum, aKKpeAWTauns, PeIUTUHT, OnbIT
noaTBep>XgeHne CoOoTBETCTBUA ceptnduKkaTsl

NcTouHMKN: OTKpbITblE AaHHble, aHanu3 Strategy Partners SP/ 6



0630p pbiHka B2B-mapkeTnnencos B Poccuum

OcHOBHbIe ApanBepbl pocTa B2B-MapkeTnaencos: pa3BuTtne nHterpaumm ERP-cucrewm,
3pesnioCTb MAapKEeTMJIENCOB N M3MEHEHNS NOTPEOUTENBbCKUX NpeanodYTeEHNI

Crpemnenue B2C-

N3MeHeHue

) MapKeTnJiencos NlocypapcrBeHHoOe 17 oBu3auuns
ApavuBep P noTpebutenbCcKunx yaap Undpp =
K pocTty B B2B- = perynupoBaHue 6usHeca
npeanovyTeéHnm
cerMeHTe
OnucaHue « Ozon, Wildberries « OnbIT paboTbl B e-commerce + CtumynupoBaHue nepexopja « MapkeTnneincsl
N «SHAEKC» ABUratoTCs B B2C-cermeHTe nepeHocuTCs Ha OTeYeCTBEHHble npeacTaBnsoT cobown
B CTOpoHYy B2B, bopmMunpys B B2B, ¢dopmupyeTtcs UT-pelieHmns 6ecwoBHble end-to-end-
HOBbIN CErMeHT cnpoc Ha yaobHbin UX, . nnaTtgopmMbl, KOTOpbIE
KOpnopaTMBHbIX Npoaax, Npo3pavyHOCTb, CKOPOCTb 5gd12?1ic|3;122ﬂ6;2ﬂ;acn30pa nHTerpupytotcsa ¢ ERP/CRM,
NOTUCTUKN N LNGPOBLIX WU CpaBHEHWE NpeanoXeHunin A (PUHUHCTPYMEHTaMU,
K nepexoay Ha umdposbie
ycnyr . JIOrUCTUYECKUMU
COENKN N YYET HE TONbKO
4 W CKNaACKUMU peLUEHNSIMMU,
B TOproBoi cdepe
a TakXe MexaHusmMamu
* WHTerpauusa B2B- ANd NpoBeAeHUsA cAeNnKuU
MapKeTNNeNcoB C CUCTEMOM s A ENEETEE NS MonGeEs
EVC (44-03, 223-®3) ASOPa,
¢dopMMPOBaAHNSA KOP3UHbI
N nepeBos TEHAEPOB
N M arperaunm aHanoros
B OHNanH
KOMMaHWN TECTUPYIOT
LLM-anroputmbl
-
D¢ dekTbl
X2 c 90 1o 6 sneii ~309%0 npeanpusTuii 80% —
pocT obopoTa u ymucna B2B- COKPATWJICS UMK 3aKYyMKu pa3paboTanu naaH nepexona «umdpoBas 3penocTb»
3aKka3oB Ha MapkeTtnnerice Ozon ToBapoB 6narogaps B2B- Ha POCCUMINCKME peLleHuns M CTeneHb NPOHUKHOBEHUS
B I kB. 2025 r. roa Kk roay MapkeTrnsency 500/0 NpeanpUsATUi CUCTEM aBTOMaTU3auun 3
NPOMbILNEHHbIX NPeaAnpUaTUin
B CTagMun pa3paboTku
G

MCTOUYHMKKM: OTKpbITbIE AaHHblE, aHanu3 Strategy Partners
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0630p pbiHka B2B-mapkeTnnencos B Poccuum

KntoueBble bapbepbl pa3sntus B2B-MapKeTniencoB: KOHCEPBATUBHbLIA NOAX0A K Bblbopy
MOCTaBLUMKOB, YCTOSIBLUMECS NPOLLECChbl 3aKynoK, HU3KNN ypoBeHb UT-MHPPpaACTpyKTypbl

TexHostornyeckme 6apbepbi
CO CTOPOHbI KOMMAaHUN

* Hwu3kuin ypoBeHb LndpoBmnlaLnm
KOMMaHun, HET uHterpaunm c ERP,
CRM, cknagom, 4OKyMeHTO060poT
BeAETCS BPYUHYIO

+ OTcyTcTBUME cTaHaapTosB ans API,
C/TOXXHOCTU C CMHXPOHU3auunen
MapkeTnnencos c cuctemamm 1C,
SAP v ap.

YpoBeHb npoHnkHoBeHus1 ERP

B 6M3Hec-npoueccbl NnpeanpmaTun
obpabaTbiBaroLien
npoMbIWIeHHOCTH, 2024 r.

149

NcTtounnkn: PCIMM, ananus Strategy Partners

Jlormcrnyeckme u CKiaackme
6apbepbl

+ KpynHenwwne B2B-mapkeTnneincsl
He npeanaratT dynduaMeHT
ANa KpynHorabapuTHbIX
N cneunmduyHbIX TOBapoB

+ [JocTtaBka Ao cknaga
OCYLLECTBJIAETCA CUTaMU
n cpeacrBamMm npoaaBLoB

+ BbICOKME PUCKWN NepeHoca CpoKoB
N OTMEHbI [JOCTAaBKM CO CTOPOHbI MIT

Aonsa cennepos WB, koTopble
CYUMTAIOT NOTEpPI0 TOBApoOB

BO BPeMSA AOCTaBKN OCHOBHOM
npo6nemoin gesatenbHocTn, 2024 r.

31%

Cnabopassurtas ¢omHaHcoBas
MHpaCTpyKTypa

« OTcyTCTBME AOCTYNa K (DAaKTOPUHTY,
NU3NHTY UAKN 6bICTPbLIM OHMANH-
KpeauTaM yepes nniathopmsbl
(oTaenbHble NNOWAAKN BHEAPSOT
OHJIANH-KpeaUTOBaHWe, Hanpumep
Wildberries B2B)

+ Bblcokne komMuccum, normcrtmyeckme
M MApKETUHIOBbIE U3OEPXKKU

« Pucku Hennatexen un BO3BpaToOB

Aonsa cennepos WB, kotopble
CTaJIKUBaKTCA C npobnemomn
Bo3BpaTta, 2024 r.

289%

|5

NMoBeaeHuYeckue
6apbepbl

« OTaenbl 3aKynokK npeanoyuTatT
paboTaTtb CO 3HAaKOMbIMU
NnocTaBLUMKaMM

+ KOMNaHun He roToBbl MEHATb
YCTOSIBLUMECS MpOLEeCcChbl 3aKynokK
Ha OTTI1

 KoMnaHWn He roTtoBbl K PacKpbITUIO
LEH, NOCTaBLWLNKOB U YC}'IOBI/I171
M3-3a BO3MOXHOCTU MOTEPATb
KOHKYPEHTHOE NpeENMYLLECTBO

KonuuectBo npoueayp
Ha nnatcgopme B2B Center,
2023-2024 rr., %

226 240

2023 2024

SP/ s



[TpaKkTN4yeckue
peKkoMeHaauumn
no paborte c B2B-
MapKeTnjencamm



MpakTnyeckne pekomeHaaummn no pabote c B2B-mapkeTniencamu

B cpaBHeHUU C apyrumMmmn undpoBbiMU riaTdopMmamMu B2B-mapkeTnnencol OTKpbIBakOT

HOBbIE BO3MOXXHOCTU AN14 NMpoAaX N 3aKYTlOoK...

@ NnPOOABLbI

AdocTyn K WMpoko 6a3e KOPrNopaTUBHbIX KJIMEHTOB

LindpoBas BUTpUHaA MApKETNIENCOB CHUXAET HEO6X0AMMOCTb
NMOUCKa K/IMEHTOB Yepes X0S04HbIE 3BOHKWN, OTPAcNeBble BbICTaBKM
N Apyrue cnocobbl «KIacCMYeckoro» npoaBUMKEHUS

MHCTpYyMEeHTbl aHAaJINTUKU U NPOABUIKEHUSA

MapkeTniencol npeasaratoT MHCTPYMEHTbI A1 OHMIaWH-peK1aMbl
N CKBO3HOM PbIHOYHOM aHANUTUKMK, MO3BOISIOWME KOPPEKTUPOBATb
ACCOPTUMEHT, LiEHbl N CTpaTErnio Npoaax

BbiCcTpbIK CNOCO6 BOUTH B e-commerce

LindpoBon kaHan npoaax B BUAe MapkeTnnencos Tpebyet
MEHbLUMX BPEMEHHbIX M KanuTasbHbIX 3aTpaT B CPaBHEHUMN
C co3aaHmeM cobcTtBeHHOM B2B-nnaTtdopmbl

YBennueHme o6béMoB npoaax 6e3 HapawmMBaHUSA WITaTa

YnpasneHue nn4HbIM KabMHETOM Ha MapkeTnnence He TpebyeTt
pacwmnpeHuns oTaena npoaax BBMAY CTaHAAPTU3NPOBAHHbIX
NMpoOLECCOB NMPOAAXWN N pasMEeLLEHUS NPOAYKLUN

NcTtouHnkn: «KommepcaHTw», Data Insight, aHanu3 Strategy Partners

NMOKYNATENU

YnpouieHMne 3aKyno4yHoro npouecca

CHUXXEHMe PYTUHHbIX onepauunii 4oKyMeHToob6opoTa
N COKpalleHMe NeperoBoOpHOro npouecca onTUMMU3NPYHOT 3aKymnKy
NpoAYyKUMU A0 HECKONbKUX KIIMKOB

MoBbllWweHne HaAEXXHOCTU 3aKyNoK

MapkeTnnenc-nocpeaHukK npeaocrtaBnsieT Npo3payHOCTb

N CKOPOCTb CAENOK, rapaHTuUKn, CHMXalLWmMe pMCcKM CcpbiBa
NOCTaBKM, @ TakKXXe No3BONSeT BblbMpaTb HAaAEXHbIX MOCTaBLWMKOB
Ha OCHOBE OT3bIBOB U PEUTUHIA

BbicTpasa cMeHa nocTaBlyMKa

Mpu ncnonbsoBaHun UNOpPOBON BUTPUHbI MApKeTNIeNca CMeHa
M MOMCK NOCTaBLWMKa B HOBOM TOBApPHOW KaTeropuun He TpebytoT
AONITMX MOMCKOB W MPOBEPKWN KOHTpPareHTa

YAao6¢TBO KaTtanora u TeEXHUYECKON AOKYMEeHTaLunum

MnaTtdopMbl arpermMpyroT KaTtanorn nocTaBLMKOB B €4NHOM
undposoM popMmaTe, npeanaratoT GUAbTPbl N0 pa3INYHbIM
napaMeTpaM, YTO NOBbILWAET CKOPOCTb BblbOpa TOBaApoOB

SP/ 10



MpakTnyeckne pekomeHaaummn no pabote c B2B-mapkeTniencamu

...HO CO34a0T N HOBbIE BbI3OBbl KaK AJ14 HOKYHaTEHGVI, TakK  angd npoaasuoB

@ NnPOOABLbI

Cob6nroaneHne craHaapToB naaTtgdopmMbl

MapKeTnniencbl onpeaensitoT pernamMmeHTbl CpoKoB 06paboTky
3aKa30B, CBOEBPEMEHHOCTb OTIPy30K, NPaBUIbHOCTb MAapKUPOBOK,
YTO OTpaXaeTcs Ha penTuHre npoaasua

AaBneHne Ha Map>XUHaJNIbHOCTb

Mpo3payYyHOCTb U OTKPbLITOCTb NMAATPOPMbl YCUIMBAIOT LLEHOBYHO
KOHKYPEHLWID, @ KOMUCCUM MapKETMNIeNCa CHUXKAT
Map>XMHaNbHOCTb

OrpaHMHEHHbIﬁ KOHTpPOJZib Hajl OTHOLUEHUnAMM
C KOHTPpareHtTamm

Huskne 3aTpaTtbl Ha NepeksIlYEHNE Ha APYroro NocTaBLMKa

ANS noKynaTesns TpebyloT OT NpoAaBLOB NOMCKa HOBbIX CrocoboB
nepcoHanMsaumMm 1 HapalwmnBaHUs N0SINIbHOCTU, MOMUMO
BbICTPAMBAHUSA NIMYHOCTHbIX B3aMMOOTHOLLEHWUM

NcTtouHnkn: «KommepcaHTw», Data Insight, aHanu3 Strategy Partners

NMOKYNATENU

N3MeHeHMA B 3aKyNO4YHbIX npoLeaypax

LindpoBble nnatdhopMbl TpebYIOT OT NoKynaTenen nepecMoTpa
BHYTPEHHUX PEriaMeHToB — Heo6XxoAnMMo 06yUUTb COTPYAHUKOB
oTAena 3akynok pabote c HOBbIMU LMMPOBLIMU MHCTPYMEHTAMM,
aganTauuu noa Moaenb npeaonnaTtbl CAENOK

OrpaHUYeHHOCTb NPOoAYKLUUU B paMKaX OAHOM NJoLwaaku

HecMOTpsa Ha WMPOKUIM aCCOPTUMEHT MapKeTnIencoB, YHUKabHbIE
WNKn y3KocneumaansmpoBaHHble TOBapbl MOryT OTCYTCTBOBaTb Ha
nnatdopMe, YTO 3acCTaBAsEeT NMoKynaTesnen coBMeLlaTb umMdpoBble
N «Knaccmyeckume» cnocobbl 3aKynok

Coxpau.leHue mnHANBMAYaJNIn3aunm B OTHOLLUEHUMAX
C NOoCTaBLWMMKaMm

3aKynku yepes MapkeTnnaencol cnabo agantTMpoBaHbl AN
WHAMBUAYabHbIX 3aKa30B, Tpebyowmx 0CO6EeHHbIX YCNOBUN
NOrNCTUKU, KaCcToOMM3aUnnM NpoayKumMm, NepcoHan3mpoBaHHbIX
(p1HaHCOBbIX OrOBOPEHHOCTEN

SP/ 1



MpakTnyeckne pekomeHaaummn no pabote c B2B-mapkeTniencamu

HecmoTps Ha psa npenmylecTts, pabota Ha B2B-MapkeTniiencax 3actaBfisieT NpoAaBLIOB
af4anTMpoBaTbCH N MCKATb HOBble CrOCcobbl HELLEHOBOW KOHKYpPEHL NN

@ NPOAABLIbI

+ - [ocTyn K Wwnpokoi 6ase KIMEeHTOB

« BCTpOeHHble MHCTPYMEHTbI
QHANIUTUKN U MPOABMXEHUS

« bBbiCcTpbIM cnocob BonTH
B e-commerce

* YBenuyeHue 06bEMOB npoaax
6e3 HapawmneaHug WTaTa

= « CobniogeHuwe ctaHgapToB
nnaTdopmbl

+ [laBneHve Ha Map>XWHabHOCTb

* OrpaHMYyeHHbIN KOHTPOJ1b
HaZA OTHOLUEHUSIMU C KITMEHTaMM

B2B-MapKeTnJjieucbl palMOHaNIU3UPYIOT PbIHOK, MEHSAS «NpaBuJia Urpbl>:

o Mpo3payHOCTb LEH U NpeasiodKeHnn

- AnA nokynaTteneu: CHMXeHNe pucka nepennat
M owmnbok npu Bbibope nMocraBLMKa,
HO YMEeHbLUEeHMEe MeperoBOpHOro NMpoCTpaHCTBa
+ lna npoaaBLOB: BbiCOKAs pblHOYHAs
MH(POPMUPOBAHHOCTb, HO POCT LLEHOBOW
KOHKYPEHLIMN N COKpaLLEHME MapXu
Mn3-3a KOMUCCUW

NcTouHuk: aHanms Strategy Partners

CraHaapTU3MpoOBaHHbIe
B3aMMOOTHOLUEHUSA

- AnA noKkynaTtenen: CKopoCTb U CaMOCTOATENIbHOE
ocdopMieHne 3aKasa, HO OrpaHM4YeHHas
nepcoHanmsaums ycnoBum U NpoayKLmm

+ Ansa npopaaBLOB: YNPOLWEHHbIA CObIT
CTaHAapTM3MPOBaAHHbLIX TOBApOB.,

HO HEO6X0AMMOCTb UCKaTb HOBbIE CMOCOObLI
anddepeHumaymmm n NOBbIWEHNS NOSNBHOCTH

NOKYMNATENN

+ - YnpouweHue 3aKyrno4yHoro
npouecca

* [loBblleHME HAAEXKHOCTH 3aKynok
o BbICTpaFI CME€Ha nocCTaBLMKa

 YaobcTBO KaTasnora
N TEXHUYECKON AOKYMEHTaunm

= « /I3MeHeHNs 3aKYMOYHbIX
npoueayp
« OrpaHWYyeHHOCTb NPOAYKLMUM
Ha o4HOW niowaake

 CNOXHOCTb KacToMu3lauuu
noa 3anpoc

9 «MoTpebuTenbCKUin 3KCTPEMU3M >

+ Ana nokynaresiel: rapaHTUn Nosy4yeHus
TOoBapa, HO BO3MOXHOCTb MaHUMYyMPOBaHUSA
nocTaBLMKaMn yepe3 Heob60CHOBaHHbIe
BO3BpaTbl, Xanobbl, N10OXMe OLEHKN U OT3bIBbI
AOnsa npoaaBLOB: NMPO3pPaYyHOCTb N 06BHLEM
COEN0K, HO YSI3BMMOCTb Nepen penTUHIOBOM
cuctemomn, 3noynotpebneHuem npasuaamm
CO CTOPOHbI NOKynaTenemn
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MpakTnyeckne pekomeHaaummn no pabote c B2B-mapkeTniencamu

ONns NpuHATUSA pelleHnst 0 BbiIXoAde Ha MapKeTnnenc uenecoobpasHo NpoBeCTU OLEHKY
6bn3Heca KoOMMaHUM No psay Kputepues

Hy>xHO nin 6u3Hecy BbiIxoauTb Ha B2B-mapkernneinc? Kak Bbi6paTb B2B-Mmapkernaenc?
EcTb v y KOMNaHum Tekylmne Knaccuueckne mapkernnencsl ana B2B-npoaax
?
le:prBble KaHanbl NpoAaX: @ Mapker | amonrec | » MaccoBble NoWaAKM e-commerce, paclnpeHHble Ha B2B-
| CerMeHT
f \ @ *  DoKycMpyloTCs Ha yNpoLWEHHbIX 3aKyrnkax B2C-tosapos
Ans mManoro u cpeaHero 6usHeca
/‘ Het da '\
YHuBepcanbHblie B2B-MmapkeTnjiencbl
Mpoaykuna KOMMNaHUMU MpUHOCAT NU TeKyLMe KaHa/sbl - BLIZKO Mnate 5
2 ~ - PY W/ MaKcmapT i . natdopMbl C LULMPOKMM aCCOPTUMEHTOM pasfinyHbIX OTpacnei
CTaHaapTU3MpoBaHa? Heo6xoaMMbIN 06BHEM Npoaax? . GokycupyloTcs Ha B2B-Tosapax
| | KoHTtyp ButpuHa » TokynaTtenn — npeuMmyLlecTBeHHO Manbli U cpeaHuin 6usHec
Aa Het Her Aa OTtpacnesbie B2B-mapkeTnneicobl
e « MnatdopMbl C aCCOPTUMEHTOM U3 O4HOW OTpacnu
=D SECUMARKET ‘g o™  «  AyaMTOpUS BKNIOYAET duanuecknx nuuy n MCB
Mo3BonseT I Map>X1MHaNbHOCTb + O6napaloT 3KCNepTM30i B ONepUpyeMoit 0Tpacsn, BCTPOEHHbIMU
Bblaep>xaTb komuccun MMN1? CNeumanm3npoBaHHbIMMU hyHKUUAMK
4 N KnioueBble BONpOCHI AJIA CPpaBHEHUSA

Ha Het oy EcTb N1 Ha nnowaake nokynaTenu us Hallei oTpacam?
o Kak BbIrNsSiAUT LIeNeBOI NOTPET HaLLero NoKynaTens Ha Mapkertnneice?
+ TMoyeMy TeKyLUMe NOKynaTeNu He BbIGUPatOT MapKeTNIeNC ANa 3aKynoK?

Ectb in UT-nndpacrpykrypa
ANnA uMdppoBbIX Npogak?

+ Kakue komuccum 6epét mapketnnemnc?

m Het HeueﬂeC006pa3H0 9 9 » ECTb in Apyrne AoNOAHUTESNIbHbIE pacXoabl ANS NpoAaXk Ha MapKETI'U'IeVICE?
+ Bblcokune nun 3aTpaTbl HA NOAKAOYEHNE?

+  W3BecTtHa nun nnatdopma cpeam B2B-nokynaTtenen B Hawem cerMeHTe?

@ « Kakyto Mogenb norncTukm npeanaraet mapkertnnenic? (FBO/FBS/DBS/rnbpua)
*  BbICOKMI N YypOBEHb KOHKYPEHLMW Ha nnaTtdopMe B HalnMX CerMeHTax?

) Llenecoo6pasHo

1 — mapkeTnnenc.

NcTouHuk: aHanms Strategy Partners SP 13



MpakTnyeckne pekomeHaaummn no pabote c B2B-mapkeTniencamu

B cnyyae NnpuHATUS NONOXUTENBHOIO PELUEHNS O BbIX0OAE Ha MapKeTnjienc Heobxoammo
afanTMpoBaThb OMNEPALMOHHYIO AEATENIbHOCTb KOMMNAHUM

Kak BbICTPOUTb ONEepaUMOHHYIO AeATeNbHOCTb Ha B2B-Mmapkernneiice?

noAroToOBKA

0 Apantayma acCoOpTMMeHTa

OnpenennTb NpoAyKTOBbIE FPYyNMbI
ANS pasMmeLlleHuns

YTBEepANTb LLEHOBYIO MOUTUKY

C Y4€TOM KOMUCCUM

OnpeaenuTb NapaMeTpbl MOCTAaBOK

e MoaroroBKka KOHTEHTa

MoAroToBUTb 3N1EKTPOHHbIE
KaTtanoru npoaykuuu,
TEXHUNYECKMNE AOKYMEHTaUNN,
onncaHuna

Co3paTb CbOTO- N BUAEOKOHTEHT
ANna KapTo4yek ToBapoB

HacTpoiika nu4yHoro
KabuHeTa y BUTPUHDI

3apeructpupoBaTb U 0POPMUTL
JNINYHBIA KabUHET, BUTPUHY
HacTpouTb fgocTynbl U ponu
Ans COTPYAHWKOB

3arpysuTb KaTanoru, KOHTEHT
ANa KapTo4yek TOBapoB
3anosHUTbL KapTo4Ykn TOBapoB
¢$OTO- M BUAEOKOHTEHTOM,
onucaHueM, AoKyMeHTaLmein

BHEAPEHME

o

MHTerpaumsa npoueccoB: /IorMcTnka, duUHaHChl, NPOAAXWN N CUCTEMbI YUYETA

WHTerpmpoBaTtb npouecc paboTbl ckfaja C 3aKka3aMu M BO3BpaTaMu C MapkeTnerica
CornacoBaTb 6yxrantepckuii y4ét ¢ (pMHaHCOBbIMM ONepaunsaMmM Ha MapKeTnience
CuHXpOHU3MpoBaTb ToBapoasmxeHne ¢ ERP/CRM-cnctemamm

Pa3BuTb KOMNeTeHUUN paboTbl C KAPTOYKaMM TOBapa, OT3blBaMu, LMPPOBLIM MPOABUXEHNEM

TunoBo# npouecc paboTbl HA MapKeTnJience

MHpopmaums
» N P 1 0 3akase —
) |
i T° "] |- > E8
Cknan Otagen npogax | :
A A ]
A AHanuTKa npojax, I DNeKTPOHHbIE KaTanoru, | :
! NHdopmaums nHdopmaums | ! HdopMauma ans ]
| 0 3aKase 0 3akase, | | KapToyek TOBapos, ! ! LieHa
! OOKyMeHTaums ! *Ll,eHbI | U ) uHdopMaLms
| N T Ha KapTouke
[ @é MposeAeHue 1 OCTYMHOCTL
e > onepauui ] Aocty
C L B CTeRE [ TOBapoB
KNnaackue ocTtaTku ERP/CRM o ______ !
A I
AHanuTuka npoaax, MHbopmaumsa | Pa6oTa !
3akase KyMeHTauus
SERLEE S/ aums | C OT3blBaMK :
W NPOABUXEHUEM |
[T = L Tponswprermen _ J
ol - e _____
Jloructnyeckas Mapkernnevic CTaTuctuka
cryxea no KapTouke |
OdopmneHune 3aKa3af ToBapa !
|
@ |
Tosap N [ '

"’ —» [Ipoaykuus ﬁ\a ———=%» UHpopmauynsa

NcTtouHnkn: «T-baHk», aHanus Strategy Partners

N
¥ lokynartesns

Byxrantepus

=
KapTtoyka
ToBapa

BEAEHUE

o

O .— 0 —

MpoaBxeHune

Mcrnonb3oBaTh BCTPOEHHbIE
WNHCTPYMEHTbI

ANS NPOABUXEHMUSA

OTcnexmsBaTb NO3ULMUM KapTouek
TOBapoOB B Bblaauye

YyacTBoBaThb B akUMAX

OT Mapketnneiica

PasBuBaTb PeNTUHI Npodasua

AHanuTuka

Mcnonb3oBaTb BCTPOEHHbIEe
WHCTPYMEHTbI aHaIUTUKK

Ha MapkeTnneice
CpaBHuBaTb 3 HEKTUBHOCTb
NPOABUXEHUS M NPOAAX

C ApPYrMMW KaHanamm

OonTnMmunsaumna

KoppekTupoBaTb
LleHo06pa3oBaHNe B peanbHOM
BPEMEHU B COOTBETCTBMM

CO cTpaTervei npoaax
AfanTauma napaMeTpoB NoCTaBoK
W NPOAYKTOBLIX Fpynn

B 3aBMCMMOCTM OT Crpoca

SP/ 1
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byaywee B2B-mapkeTnnencos B Poccuu

PbiHOK B2B-MapkeTnsiencos B Poccnm HaxoanUTCsa Ha cTaamu
dbopMupoBaHus

YpoBeHb NPpOHMKHOBeHus [lona mapkernnencos O6BbEM npogax KnroueBblie B2B-
e-commerce B B2B, M MHTEpHeT-MarasmHoB B2B-MapkeTnneMcoB M MapKeTnJieuchbl
2019-2024 rr., % B e-commerce, MHTEepHeT-Mara3umHoB,

2019-2024 rr., % 2019-2024 rr.,

mnpa oonn. CLUA

1688.com

40% 82% 78%
° - ° aAlihaha.com
KHP ' O 4 553 DH
39% com
M resencimacon
FAIRE
61% 14% 16% wholesalecentral”
e CLLIA ‘ 2 641 amazon business
— A —
51% -
Il THOMAS
@D MapkeT | anoueca |
24% 2% 3%
v e o |» w
31%
W/ MakcMmapT

M 2024 2019

1 — EDI (Electronic Data Interchange) — 3T0 TexHONOrns aBToMaTM3MpoBaHHOro obMeHa ctaHAapTU3MPOBaHHbIMU BU3HEC-A0KYMeHTaMu
MeXxay KOMMaHUAMKW B 3N1eKTPOHHOM BUAe, HanpuMep 3akasaMu Ha NoCTaBKy, cyeTaMu-dakTypamu n yeeaomMmneHmsmm o6 otrpyske.
NcTtouHmku: Digital Commerce 360, Digital Commerce Cloud, Digitalized Procurement Supply Chain Development Report,

aHanus Strategy Partners

3apybexHble B2B-nokynatenun npuobpeTaioT
40-60% TOBapoOB OHNAlH

[Jona MapKeTnnencoB U UHTEPHET-
Mara3suHoB B B2B-e-commerce KHP —
78% B 2024 r. MapkeTniencol SBNSOTCS
K/I04YEBLIM ApaliBepoM B2B-e-commerce

N co3jaBasinCb Kak naowaska Ans akcnopTta
N roc3akynok

[lons MapKeTnJiencoB U UHTEpPHeT-
MarasuHoB B B2B-e-commerce CLUA —
16% B 2024 r. PbiHOK B2B-MapkeTnnencos
BbICOKO pa3BuT, HO 6onbluas YacTb 3aKymnokK
(~72%) ocywecTBnaeTcs yepe3 yCTOSBLUMICS
kaHan — EDI!

[Aons MapKeTn/JiencoB U UHTEPHeT-
MmarasumHoB B B2B-e-commerce PO

B 2024 r. — Bcero 3%. PbIHOK Ha cTaaumn
pa3BuTusa. OCHOBHble KaHanbl B2B-3akynok
B PO: 3TI1 n perynmpyemble 3aKymnku

B2B-mapkeTtnnencbl B PO HaxoasdTcs

Ha cTaguu pocCTa, YTO CBA3AHO C NO34HUM
pa3BuTMEM LUMPOBON NHDPACTPYKTYPbI

N ncTtopmyeckmm okycom Ha ITI

SP;
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byaywee B2B-mapkeTnnencos B Poccuu

Pa3sutue pbiHka B2B-mapketnnencos B PO nponcxoamT 4YaCTUYHO MO MOAEeNN pa3BUTUS
B CLLUA — Ha 6a3e 3Tl n B2C-nnaTtdopM, 4YaCTUYHO NO MOoAeNn pa3BuUTnUa Kutasa —

C BbICOKOW CTeneHbld rocperyanpoBaHus

A Macein-hinacor cranpaptmzaums  DH' . (-com
rocsakynok. 3aKoH T
amihaba.com 0 rocsakynkax paHcrpaHnyHas

B2B-nnowaaka

3anyck nepsBbIX
nnatpopmMm 414
OMNTOBbIX 3aKYMNOK

n3 KHP

EDI: amazon . Ariba 3anyckaet
cuctema N’ EVArlba pelweHne ans
aBTOMAaTU3aUMM  3,0vck B2C- O6naunas nnathopma  YNPaBJEHMA 3aKynkamu
3aKas3oB/cyeToB nnaTdhopMbl NS 3NEKTPOHHbIX M Ueno4YykaMm nocrtaBokK
iOKMF’r}’;;';g( 3aKynok u B2B-

NFreeMarkets  T°PT°°

B2B-kaTanor,

cTaHaapTmM3aums

3aKynokK

0

ngER

3N1EKTPOHHbIE

3anyck nnatdopMbl,  ayKLMOHbI
OpUEHTUPOBAHHOM

Ha KOpN3aKynkKu

MpuHaTne 94-P3,
KOTOpbIW 3akpennseT

3anyck cobCcTBEHHOM
JIOFTMCTUYECKOMN
nnarcgpopmbl Alibaba

amazonsupply

JKcnaHcuA

B NPOMbILWJIEHHbIW noapa3aesieHuin

cekTtop (B2C, B2B)

PocT ponv umdposbix
naowanok Ans

PerynupoBaHue YckopeHHas MpaBUTEeNbCTBO
e-commerce: umndposmnsauns yTBEPAUNO NnaH
TpaHCrpaHn4yHas 3aKynokK MeponpuaTum
B2B-Toprosns noa BANSIHUEM Ha 2024-2026 rr.
OOMUHUPYET COVID-19 rno ynyJlieHuto
B 9KCNOpTE; rocsakynok
rocynapcrso
ycunueaet
perynupoBaHue
amazon business 3anyck GSA npuctynaet Amazon
~— rocnnartgopMbl ANA K TECTUPOBAHMUIO 3anyckaet
3anyck B2B- B2B-3aKynokK Ha KoMMepuyeckmnx DT napTHEpPCTBO
CyMMy MeHee AN roc3akynok c 100+ ERP-

MapkeTnjeicos

rocsakynok (44-03),
passutme 3T

10 TbIC. gonn. CLLUA

Amazon cMewaer
cdokyc Ha MCI

N NpoAYKLMUIO

C BbICOKOM
ob6opaynBaemMocCTblo
(ToBapsbl ans oguca)

Kopnopauuu passuBatoT [Mepexos
COBCTBEHHbIE KaTanorm

Ha CyMMy 80 6 Mnpa
ponn. CLLUA

Ha oTeyecTBeHHble
SRM/S2P-cucrembl

cucreMmamum

@D Mapket | amonaneca

o S

N Npoaaxwu

PassuTtne B2B-
WHTEpPHET-MarasnHoB
B CTPOUTENbLCTBE

W npoaaxe oUCHbIX
TOBapoB

PocT yHudukaumm Passutune

W aBTOMaTu3laumm oTpacnesbiX

npoueccos MarasumHoOB
C OHNamnH-
pacyéTtamm

YcuneHue B2B-
HanpasieHus
B2C-MapkeTnsieincos?,
pabota c MCN

SP/ 17



byaywee B2B-mapkeTnnencos B Poccuu

B2B-mapkeTtnsiencbl B PO npeactaBngaoT cobon rmbpuaHyo «A40roHA0LWY» busHec-

MoJesib, coyeTarwyto yeptbl B2B-mapketnnencos CLUA n KHP

01

02

03

04

05

06

NCToKkM passutus

[pansep pocTa

3aKkas3uumk

LUndposble
pelweHus

Jloructumka

TpaHcrpaHn4yHas
TOproens

Hun3kni ypoBeHb pa3BuTus

£ cwa

PasButne B2C-mapkeTnjencos +

EDI

PasButne B2C-MmapkeTnjiencos +

TN

Poct B2B-mapkeTnnencos

B pe3y/sibTaTe pa3BUTUS KPYMHENLWNX

B2C/B2B-MapKeTnjencos

® «nr

Bbixoa Ha 3apy6exHbie pbIHKM

FocypapcTreBo ctTumynupyer
MHHOBauUuum. Pazsutme 3TI
M undpoBM3aLmMm 3aKynok

FocypapcTreBo ctTumynupyer
MHHOBaUMU + KpynHenwune

MapKeTnﬂemel BHEAPAKOT MHHOBaL NN

YacTtHbin cekTop, MCH,
Kopnopauum

FocypapcTBo M Kopnopauum,
Mcn

FocypapcTBO, KpynHbIi 6U3Hec,
9KCMOPTHO OPUEHTUPOBAHHbIE
KoMnaHuu, MCH

Co6cTBeHHble ERP-cucrembl,
cross-border nnaTéxHble cepBUCHI
MapKeTnaencoB

PaszButmne oreuecrBeHHbix ERP
N NNaTéXHbIX CEPBMUCOB
MapKeTn1encoB

Co6cTBeHHble ERP-cucremsli,
TpaHCrpaHWYHbIE MAATEXHbIE
CEPBUCbI MapKETM/IENCOB

MapTHEPCTBO C NIOMMCTUUYECKMMU
KOMMaHUSMM

MapTHEpPCTBO + cCO6CTBEHHbIE
norncrnyeckue naargpopmsbl +
AOCTaBKa CMIaMy NPOM3BOAUTENS

B2B-MapKeTnnencbl UMewT
cO6CTBEHHbIE JIOrUCTUYEecKne
nnatgpopmbl

MpenmyLecTBeHHO B JIaTUHCKOMN
Amepuke, EBpone, Asnu

BbICOKUIA YPOBEHb pa3BUTUS C]

UcTtouHmku: Data Insight, ananus Strategy Partners

Kutan, CHI, B nepcrnekTuse
Typuusa, UHana, BoeTHaM, TannaHg

MpenmywecTtseHHO B A3un, Adpuke,
BnvxHem Boctoke, CHI

daKTopbl, XapaKTepHble A/ POCCUNCKUX N 3apybeXKHbIX MapKeTNIencos




Byayuwee B2B-mapkeTnnencos B Poccunm

B nporHo3Hbi nepuoa oxunaaeTrcs poct 06bémos B2B-npogax yepes MapKeTnjencol
3a CYET pacwmnpeHuns rocakynok n B2B-npoaaxx yepes yHuBepcasbHblie MJowankm

MporHo3 n aguHamMuka o6béma poiHka B2B- n B2G-oHNnaiH-3aKynok B Poccuu uepes MapkeTnseincbl U MUHTepHeT-Mara3smHbl, 2024-2030 rr., Tp/aH pyb.

llporHo3 4.9 CAGR
5 ! 2024-2030
4 _
3 _
2 1,4 e
0,9 1,0 0,9
1 _
0 T T T T T T T T T 1
2019 2020 2021 2022 2024 2025 2026 2027 2028 2029 2030

OnucaHue cueHapueB pa3BuUTUA pbiHka B2B- n B2G-0oH1aliH-3aKynokK B Poccumn uepes MapkKeTnjiencol

YCTOMUYMBbBIN POCT KOMMEPYECKMX OHS1aMH-3aKyMnoK
B cermeHTe B2B

Bbicokasi cTeneHb rocy4yacTusi U NoCTENeHHbI
BbIXOZ Ha 3apybexHble pblHKK

TeMnbl pocTa COOTBETCTBYIOT TeMMNaM pocTta B2B-
MapkeTtnnencos B Kntae — 5% B 2019-2024 rr.

KoHcepBaTMBHbLIN cueHapuin —®— ba3oBbll cueHapuii —®= ONTUMUCTUYHBIA CUEHapui

UcTtouHumku: Digital Commerce 360, aHanu3 Strategy Partners

Ba30Bblii cLLeHapuii

MoBblWEHWE PONN KPYyNHENLWNX yYHUBEepCanbHbIX
naowanok, poct sossed4éHHocTn MCII

Pa3BuTne NoruMcTmyeckux peweHnin ansa B2B-
MapKeTnnencos

TeMnbl pocTa COOTBETCTBYIOT TeMnaM pocta B2B-
mapketnnericos B CLUA — 16% B 2019-2024 rr.

dakT

ONTUMUCTUYHDbIW CcUeHapui

+ [0C3aKynKn 4YaCcTUYHO OCYLLECTBAITCS
Ha nnaTtdopme B2B-mapkeTnnencos

+ PblHOK B2B-MapkeTnnencos pacTér
B COOTBETCTBUW C MPOrHO3HOW ANHAMWUKOW PbIHKA
B2C B 2024-2030 rr. — 19%

SP.
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[TfpaBa Ha UCMOJIb3OBAaHME KOHTEHTA

Hactoswum yBegomsiseM Bac 0 TOM, YTO 3TO

nccnenosaHue nnm nobas ero 4yacTb He npeaHa3Ha4eHbl

AN KONWMPOBAHUSA, pacnpoCcTpaHeHNs nam
TUpaxmposaHus nobbuiMmn cnocobamu 6e3
npeaBapuTENbHOrO MMCbMEHHOIO pa3peLleHuns
AO «CIMr».

Mpn OTCbINIKE K AAQHHbIM UCCNeaoBaHUS YNOMUHaHUe
AO «CINIM» obsa3aTtenbHO.

3To nccneposaHue 6b110 noarotosneHo AO «CIIM»
WUCKTIOYNTENBHO B Lenax nHgpopmaumm. AO «CIrir»

He rapaHTUpyeT TOYHOCTU U MOSIHOTbI BCEX CBEAEHUN,
coAepXallmxcsa B uccnegoBaHuu.

NHdopMauunsa, npeacrasneHHas B 3TOM UCCNeaoBaHum,
He A0J1KHa 6bITb NPSAMO UM KOCBEHHO UCTONIKOBaHa
KakK MHdopMauus, coaepxallas pekoMmeHaaumm

no AanbHENLWNM AENCTBUSAM MO BeaeHUo busHeca.

Bce MHeHMS M oueHKK, cogepikalumecss B JaHHOM
nccnenoBaHMn, OTpaXkakT MHEHME aBTOPOB Ha AeHb
nyéankaumm v MoryT 6biTb U3MEHEHDI

6e3 npeaynpexaeHus.

AO «CIIM» He HecéT OTBETCTBEHHOCTU 3a Kakue-nnbo
ybbITKN nnu ywep6, BO3HUKLLUNE B pe3ybTaTe

NCNONb30BaHUs Nto6OM TpeTber CTOPOHOM MHdopMauum,

cogepXKallencs B JaHHOM UccneaoBaHUm, BKIKOYas
onyb6/IMKOBaHHbIE MHEHUS UK 3aK/TI0HEeHUs,

a TakXe 3a NnocneacTtBus, Bbl3BaHHbIE HEMOTHOTOM
npeactaBneHHon nHdopmaumu.

3a4auu, NocCTaB/IEHHbIE N pelaeMble B HaCTOSALWeEM
nccnenoBaHMmM, ABNAKOTCSA 06WMMN U He MOryT
paccMaTpuBaTbCA KakK KOMMJIEKCHOE UccnenoBaHme
pPblHKa TOro nan MHOro ToBapa win ycnyru.

Bce MHeHUS, BbIBOAbI M OLLEHKKN, coaepalmecs

B HACTOSILLEM UcCcneaoBaHnn, AENCTBUTENbHbI Ha AaTy
ero cocrassieHus. Mo nobbIM BONpocam, CBA3aHHbIM

C MCNOJ/Ib30BaHWEM HALlero KOHTEeHTa, NuuuTe

no agpecy: inbox@strategy.ru.




E ; PelueHuns,
KoTopble paboTaloT

KoMaHaa nccnenoBaHus

MpakTuka «MpoMbIWNEHHOCTb N TEXHOOMUU>»

Anekcei BosIOCTHOB, NapTHEp

AHTOHMHaA BbapueBa, agnpekTop

Muxaun KewmiweB, KOHCY/IbTaHT

Onua Wa6aHoBa, KOHCY/IbTaHT

Hukuta N'pUHbKO, aHaNUTUK




Strategy Partners

Strategy Partners — BeayLlas pocCnickas KOHCaAATUHIOBas KOMMaHus.
Mbl nOMOraeM KoMaHzaMm pasHbiX oTpacsen 6bICTpo afanTUpoBaTbCs

K NBMEHEHUNAM N HAaXOAUTb 3CbC|I)eKTVIBHbIe peweHna gna Ao0CTUXXeHnA uenemn.

Ha 3To paboTaloT cunbHenLne KOHCYNbTaHThl, 3@ Nje4yaMm KOTOpPbIX OMnbIT
B peasibHOM CEKTOpe M COTHM peasin30BaHHbIX MPOEKTOB.

Mbl noaAep>XXUBaeM KJIMEHTOB Ha NOO60OM 3Tane pa3BUTUA: aHANIU3UPYEM
pbIHKK, CO34aéM 1 BHeApsSeM cTpaTernmm, onTMMMU3MpPyeEM NMpoLecchbl

M CUCTEMbI YNpaBneHuns, roTOBMM MHBECTULMOHHbIE MPOEKTbI

K npuBneyeHuno bUHaAHCMpoOBaHUS, CONMpPoOBOXAAEM caenkn M&A 1 BbIxoz
Ha IPO, BHeapsieM umMdpoBble peleHns N 0Ka3blBaeM NHXUHUPUHIOBbIE
yCcnyru.

sBnsasace godepHen komnaHnen Cbepa, Strategy Partners oTkpbiBaeT
KJIMEHTaM BO3MOXHOCTM OAHOM0 M3 KpynHenwnx 6aHkos Poccum.
AHanuTu4yeckoe HanpasneHme — Research Hub Strategy Partners —
NO3BOJISIET OTCNEXNBaTb TPEHAbI U AEACTBOBATb HA ONEpeXeHMue.

KoMnaHusa Ha NpoTsSXeHUM NocnefHnx YeTbipéx NeT BXOAUT B ToMn-5
B CEerMeHTe CTpaTermM4yeckoro KOHcanTuHra (cornacHo pemtmHry RAEX).
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S I:) PelweHuns,
KoTopble paboTaloT
KOHTaKThI

Anexkceu BonocrHoB
MapTHEp

+ 7 (916) 811-44-25
volostnov@strategy.ru

AHTOHMHa bapueBa
AnpekTop

+7 (926) 462-80-23
barieva@strategy.ru

121099, r. MockBa, yn. Komnosutopckas, 4. 17
+7 (495) 730-77-47 | inbox@strategy.ru
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