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IIHA SIK CTPATEI'TYHUI IHCTPYMEHT YIIPABJIIHHS BITHOCUHAMMU 3
KIIIEHTAMM: IHTET'PAIIIA IHHICHOTI'O TA AMHAMIYHOI'O
OIHOYTBOPEHHAA

B crarTi obrpyHTOBaHo, Lo 06€4HaHHsa nigxoais Value-based pricing (VBP) ta Dynamic Pricing (DP) € aKTyasibHoro,
K/TIEHTOOPIEHTOBAHOIO MOAEN/IO  YIIPaB/iiHHS. MexaHi3M Lboro 00'€4HaHHSI TPYHTYETLCS HA [JIMOOKOMY PO3YMIHHI MOBEAIHKN
CrIOXNBaYiB (YEpe3 nporHo3yBasibHy aHanituky LUI) 1a foTpuMarHi eTndHnx HopM. VBP € CTpateriyHmm iMrnepaTnsom, Lo 3abe3neqye
UiHy, BurnpasAaHy UiHHICTIO, To4l Sk DP, nigcmneHe LU, € TEXHO/IOrYHNM MEXaHI3MOM, O AO3BOJISE BTt @inocogito VBP B
TIPaKTUKY, KOPUIYIOYU LiiHN B PEXUMI PEASILHONO Yacy BIAMOBIAHO A0 IHANBIAYE/IbHOI LIHHOCTI Ta FOTOBHOCTI CrIOXvBaYa naatutu
(Willingness to Pay).

ABTOpamu MigKPeCIeHo, Lo ICHYIOTb QyHAAMEHTA/IbHI BIAMIHHOCTI Y 1iAX04ax A0 peasi3auii CTpaterivi AMHaMiyHoro
LIHOYTBODEHHS M cekTopamu B2B 1a B2C. L{i BiAMIHHOCTI 3yMOB/IEHI DI3HOKO MPUPOLOIO BIIHOCHH, MPOLIECaMU TPHIHSITTS DilleHb Ta
LiIbOBAMY YCTAHOBKaMU KOXKHOIO PUHKY.

B3aEMOA0MOoBHIOBaHICTb VBP Ta DP CTBOpIOE roTy)XHMA ropuaHmi rigxig, 30kpema,VBP 3a6e3rneqye CripaBesimBy,
LiHHICHO-OpIEHTOBaHy OCHOBY UiHM, 3axvjaroym AoBIpy, To4l sk DP 3arobirac BTpati npubyTKy Yepe3 He34aTHICTL OrnepaTuBHOro
KoperyBaHHs UiH. TakuM YuHoM, [HTErpawis AO3BOJISE IANPUEMCTBY HE [IPOCTO BUMPABAATH LIHY LIHHICTIO ToBapy, ane ¥
MaKCUMI3yBaTv A0Xi4 3a paxyHOK LLUBUAKOI PeakLiii Ha KO/IMBaHHS 3MiHHUX. Ha fyMKy aBTODIB, HEOOXIAHWUM € MOCHTIEHHS TEOPETUYHOIO
OBrpyHTYBAHHS AAGHOIo MPOLIECY, @ TaKOX HarpaLlOBaHHs MPaKTUYHNX MEXAHIZMIB 3a0€3MEYEHHS O3UTUBHOIrO B3GEMHOIO BI/INBY
11i4Xo4i8 B pi3HUX cekTopax QyHKUioHyBaHHS (B2B 1a B2C).

Kimo4oBi ¢/10Ba:  LjiHa, UIHHICHE LJiIHOYTBOPEHHS], CIIOXWBAY], JIOS/IbHICTb CIIOXWUBAYIB, K/IIEHTOOPIEHTOBAHE yIPaB/IHHS,
AMHAMIYHE LIHOYTBOPEHHS, CyYacHi iH@OpMaLiviHi TEXHOOTI
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PRICE AS A STRATEGIC TOOL FOR CUSTOMER RELATIONSHIP
MANAGEMENT: INTEGRATING VALUE-BASED AND DYNAMIC PRICING

The article argues that combining Value-based pricing (VBP) and Dynamic Pricing (DP) approaches is a relevant, customer-
oriented management model. The mechanism of this combination is based on a deep understanding of consumer behaviour (through
predictive AI analytics) and adherence to ethical standards. VBP is a strategic imperative that ensures value-based pricing, while AI-
enhanced DP is a technological mechanism that allows the VBP philosophy to be put into practice by adjusting prices in real time
according to individual value and willingness to pay.

The authors emphasise that there are fundamental differences in the approaches to implementing dynamic pricing strategies
between the B2B and B2C sectors. These differences are due to the different nature of relationships, decision-making processes and
target settings in each market. Thus, B2B pricing is contract-bound and aims to maintain stable margins and customer profitability,
while B2C pricing responds to instant demand, seeking to maximise immediate revenue and sales volumes. The B2B sector uses
rational mechanisms such as cost indexation (to protect margins) and customer-oriented matrices (to account for relationship
profitability), with a priority on price consistency and transparency. In contrast, the B2C market dominates through psychological and
personalised tactics, with a priority on responding quickly to demand and competition. Also, the B2B sector requires deep system
Iintegration (ERP, CRM) to ensure contract compliance, and the complexity and high cost of transactions lead to hybrid solutions
(algorithms and judgement) where the value of relationships outweighs immediate profit. In contrast, B2C relies primarily on
algorithms and simpler integration with e-commerce platforms.

The complementarity of VBP and DP creates a powerful hybrid approach, with VBP providing a fair, value-oriented pricing
basis that protects trust, while DP prevents profit loss due to the inability to adjust prices quickly. Thus, integration allows a company
not only to justify a high price with the value of the product, but also to maximise revenue by responding quickly to fluctuations in
variables. Along with the importance and relevance of this symbiosis, it is important to strengthen the theoretical justification of this
process, as well as to develop practical mechanisms to ensure the positive mutual influence of approaches in different sectors of
operation (B2B and B2C).
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IOCTAHOBKA IIPOBJIEMMU Y 3AT'AJIBHOMY BUI'JIAAI
TA i1 3B’S130K 13 BA’KJIMBUMHA HAYKOBHUMHA YU MTPAKTUYHUMMU 3ABIAHHAMHU

CbOronHIIIHE EKOHOMIYHE CepeloBHINE IIBHAKO TpaHcopMyBamocs, TOMY BimOyBcs Iepexim  Bix
CTaTMYHUX PHHKOBUX CTPYKTYp IO BHCOKOTEXHOJIOTIYHHX 1 THYYKHX MOJeJel, sKi BUKOPUCTOBYIOTH IITYYHHH
intenekt (ILI). 3aBasku MosBi aNTOPUTMIB MAlIMHHOTO HAaBYaHHS, MPOTHO3YBaJbHOI AHAJITUKU Ta PO3BHUHEHIH
obuncimoBaNbHIA 0a3i, IIHOYTBOpEHHS MNEpeTBOPWIIOCS Ha Oe3mepepBHUIl mpomec ontumizamii. Llei mpouec
OJTHOYAaCHO OIpAaIbOBY€E BEJIWYE3HI MAaCHBU CTPYKTYpOBaHMX Ta HECTPYKTYpOBaHHMX JaHHX, BKIIOYAIOUH
KOHKYPCHTHY iH(OpPMAIIiF0, MOJIEIi TIOBEAIHKH CIIOKHBAYIB TA MAKPOCKOHOMIUHI 1HITUKATOPH.

be3yMOBHOIO BM3HAYaJIBHOIO NPAKTHUKOIO /ISl Cy4aCHOTO PUHKY € JUHamiyHe miHoyTtBopeHHs (Dynamic
Pricing - DP), ske 3abe3neuye KOpPUI'YBaHHS LIHHM B PEXKHMI pEalbHOrO 4Yacy, NPONOHYIOYH KOMIIaHisIM
Oe3npeneIeHTHyY THYUKICTh Ta aJallTUBHICTH JJIs OTIEPaTUBHOTO pearyBaHHS Ha MIHJIMBI PHHKOBI BUMOTH, TATEPHU
MTOBEIiHKH CITO’KHUBAYiB i MAKPOSKOHOMIUHI iHAUKATOPH.

OmHOYACHO 3 MM, 3aMiCTh TOTO, 00 OPiEHTYBATHUCH BUKIIIOYHO HA BUTPATH, MiAIPHUEMCTBA (B TOMY YHCIII,
SIKI TIpamioroTh B cekTopi B2B) cruimyroTh IiHHICHO-Opi€eHTOBAaHOMY Migxoxmy o mHiHoyTBopeHHs (Value-based
pricing). B kxiHmeBOMy pe3ynpTaTi, ChOTOAHI MMONIIYK ONTHUMAaJIBHOI [IHM BUMAarae 3HaXO/PKEHHS TOHKOTO OallaHCY,
OCKUTBKH TIATPHEMCTBO MparHe MakCHMi3yBaTH NMPHOYTOK, BOJHOYAC 3aM00Iraloud HeTaTHBHUM HACIiAKaM II0I0
JTOBIPH Ta JIOSUTLHOCTI CIIOKHUBAYiB.

AHAJII3 TOCJIJI)KEHD TA ITYBJIKALIA

[TuTtaHHs I[IHOYTBOPEHHS, 3aBISKH CBOi aKTYaJdbHOCTi, JOCTATHBO YacTO 3TaAyIOThCS B CKOHOMIYHIMH
mitepatypi, Oararo myOmikaniii € i Ha TeMaTHKy BHUMOT JI0 I[iH B CYYaCHHX YMOB T'OCIIOJIapIOBaHHsS. 30Kpema,
€prymenko H.O., BacunpkoBa H.B. 30cepenimm cBoro yBary Ha poili IiHOBOI IONITHKA B YMOBaX HeCTaOIIbHOCTI,
BU3HAYAIOTh ii IK MUCTEITBO YIPABJIATH LIHAMH 3 YpaxXyBaHHIM Oa’kaHb 1 MOKJIMBOCTEH CIIO)KMBAUiB Ta KOHKYPEHTIB
[1]. KaraeB A. B., O6epemok C.B. [2] mpoBoamin cucTeMaTH3aIliio Ta Bepudikailito (akTopiB MiHOBOT TyTIUBOCTI
CIIOXHBAYIB Y paMKaX KOHIIETIii MapKETUHTY JOBipH (BKIIOYAI0OUN €PEKTH YSABJICHB PO 3aMiHHUKH, YHIKaJIBHOCTI,
MepeKIIoUeHHs, crpaBeBocTi). ABTopu Xomenko JL.M. ta Spyra [. C. [3] mocmimkyroTs (akropu, Imo
BIUIMBAIOTH Ha IHOYTBOPEHHS B YMOBaX BOEHHOTO CTaHy B YKpaiHi, MAKPECTIOIOYHN 3HAYHNI BIUIMB JHHAMIKH LiH
Ha CTaOUIBHICTh BHYTPIIIHBOIO PUHKY Ta JIOOpOOYT HaceleHHS. ABTOPH aHAJI3yIOTh JAWHAMIKY KIIIOYOBHX
YHHHHKIB — TaKHX K KypCH BaJIIOT, IHAEKC CIIOKMBYKX LliH, BAPTICTh MAJIILHOTO Ta EHEPrOHOCIIB, piBeHb 3ap0o0iTHOT
IJIaTH Ta 3MiHM CIOXUBYMX 3BUYOK. 3axapueHko B.I. Ta Anmpienko H.M. [4] 3anponoHyBaiM METOAMKY 3i
BCTAHOBJICHHSI I[IH 13 BpaxyBaHHSIM CIIOXKMBYOI 3HAYYHIOCTI MPOAYKIi, SIKa OI[HIOETHCS LUISIXOM aHKEeTyBaHHS
excriepriB. ABropu Sarah O'Neill, Dr. Aisha Abdullah [5] npoBoaniu NOCHiKEHHSI KOTHITUBHHUX YIEPEIKESHb
(Anchoring, Loss Aversion, Framing Effect) Ta eBpucTHK, 1110 BIUIMBaIOTh Ha IIIHOBI DIlIEHHS CIIOXHBaYiB Y
KOHTEKCTI TOBeiHKOBOI ekoHOMIikH. B.R. Kumar [6] € aBTopoM po6oTH, 1110 pO3TIIsgae BIUIMB IITYYHOTO iHTEICKTY
(ILIT) Ha crparerii miHOYTBOpPEeHHS B po3mpiOHii TopriBmi. ['pyma mocmimamkiB Sahar Yass Al-Asady, Wafaa
Abdulridha Abed Ta iH. [7] mpamroBana HaJ aHaIi30M BIUTHBY JHHAMIYHOTO IIHOYTBOpEeHHs, kepoBaHoro LI, Ha
TIOBE/IIHKY CITO’KMBAYiB Ta PUHKOBY KOHKYPEHIIiI0 B yMOBax nudpooi Tpanchopmariii. Oxapakrepu3oBaHUN HUMHU
MIPOLIEC LIHOYTBOPEHHSI BUSBIIAETHCS HAA3BUYAHHO CKJIaIHUM, 110 3a0e31edye aeski Horo oOMeKeHHs..

BUJLIEHHS HEBUPIIIEHUX PAHIIIE YACTHUH 3AT AJIBHOI TIPOBJIEMHA, KOTPUM
MMPUCBAYYETHCA CTATTA
HesBaxkatoun Ha 00’€MHICTh JOCHI/DKEHb Ta HE NPUMEHINYIOUM BKJAJ HHU3KH aBTOPIB, HEBUPILICHOIO
YaCTHHO NPOOJIEMH 3aJIMIIAETHCS TEOPETHYHE OOTPYHTYBAHHS Ta MPAKTUUHUK MexaHi3M iHterpanii VBP Ta DP sx
€IMHO1, KJIIEHTOOPIEHTOBAaHOI MOJIETIi yIIPaBIIiHHS, 110 3a0e3meuye 30aJaHCcOBaHy PIBHOBAry Mk KaCTOMI3aIli€lo MiHA
Ta ii CIIpaBeIJIMBOI0 OCHOBOIO.

®OPMYJIOBAHHSA IIJIEA CTATTI
Mertoro crarTi € 0OIpyHTYBaHHS HEOOXiJHOCTI iHTerpamii I[IHHICHOTO Ta AMHAMIYHOTO I[IHOYTBOPEHHS B
yMmoBax nu¢ppoBoi TpaHchopmaii s GopmyBaHHA TiOpuAHOI MOJENl YNpaBiiHHSA I[IHOYTBOPEHHSM, 3IaTHOL
MaKCHMi3yBaTH MPUOYTOK IpH 30epekeHHI JOBroCTPOKOBOT JIOSIIBHOCTI KJlieHTIB cekropiB B2B ta B2C.

BUKJIAL OCHOBHOI'O MATEPIAJTY

BuzHavyanpHOIO MPaKTHUKOIO JJISI CY9acCHOTO PUHKY €, 0€3yMOBHO, AMHaMiuHe miHOyTBOpeHHs (Dynamic
Pricing - DP). Ha Bigminy Bix TpaaumiiiHoro miaxony 3 (ikcoBaHMMH I[iHOBUMH TOo4Ykamu, DP 3abe3meuye
KOPUT'YBaHHS LIHK B PEKUMI PEaJbHOIO Yacy, J03BOJISIOYH ONEPATHBHO pearyBaTH Ha MOTOYHI PUHKOBI BUMOTH Ta
YMOBH (3MiHU Ha PUHKY, TaTTEPHH MOBEAIHKH CIIOKHMBAYiB, MAKPOCKOHOMIYHI iHAUKATOpH). LI miBHIIIEHA [IiHOBA
THYYKICTb BHOCUTH O€3IpEleAeHTHUI piBEeHb aJaNnTHBHOCTI y cTpaTerii koMmmnaHid, mneperBoprooun DP Ha
(dyHIaMEHTaNbHY CKJIaJOBY KOHKYPEHTHOI IlepeBard B yMOBax IIOCTIHHOI €KOHOMIYHOI MiHiMBocTi. B Takmx
oOcTaBMHaX BUHUKAE HEOOXiqHICTH He Juie 300py BEIMKOTo MacuBy iH(popMmallii, Horo MBHUAKOTO ONpaIfOBaHHS,
ane i OJIMCKaBUYHOT peakuii mianpreMcTBa.
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B Toi1 ke gac, miHHICHE TIHOYTBOPEHHS (200 IHOYTBOPEHHS, OpieHTOBaHe Ha IiHHIcTh Value-Based Pricing
- VBP), € KIII090BOIO CTPATETi€I0 CydacCHOTO MapKETHHTY, IO BiJ3HAYA€ Mepexia Bix (pOKyCyBaHHS Ha BHYTPILITHIX
BUTpaTax IMiJNPUEMCTBA JO 30BHIIIHBOTO CHPUHHATTA ToBapy cmoxupadem [9]. LliHHiICHE HiHOYTBOpEHHS €
CTpATEeTiYHUM IMIEPAaTHBOM, OCKUTBKH BOHO 3a0e3medye MiAIPHEMCTBY KIIOYOBI KOHKYPEHTHI IlepeBard Ta
eKOHOMiuHYy crTiiikicTe. He MoxHa He moroauTHchk 3 aBropamu €Brymenko H.O. ta BacumskoBoro H. B.[1], mo
MapKeTHHIOBa I[IHOBA IOJIITHKA, sIKa JISKUTh B OCHOBI VBP, — Iie MHUCTENTBO yHpaBisiTH LiHAMH, IO BPaXOBYE
OaxkaHHsI 1 MOXKJIIMBOCTI CIIO’KMBAYiB, IIPOMO3UIIT KOHKYPEHTIB Ta MPOTHO30BaHy JIil0 iHIIUX YMHHHKIB. [IpuiiHsITHE
3HAYEHHS 1[IHM, BU3HAYCHE 3a [[IHHICHUM ITiJX0JI0M, 3HAaXOJUTHCSI MK MiHIMaJIbHOIO LIIHOIO (110 TOKPHBAE BUTPATH)
Ta MaKCHMaJIbHOIO I[iHOIO (110 3a0e3nedye HaanpuOyTOK), 110 3abe3neyye BUTOLy SK HOKYMIEBl, TaK 1 BAPOOHUKY
[4]. Cepen iHIINX O3HAK LIHHICHOTO HIHOYTBOPEHHS BUALISIOTH!

- aK[IEHT Ha LiHHOCTI, a He Ha UiHi. L{iHHICTh BU3HAYAETHCS SK PI3HUI MIXK 3arajTbHOIO HIHHICTIO IPOAYKTY
(CyKyTHICTIO BUTOJI, SIKi CIIOXHMBA4 OYiKy€ OTPHMATH) Ta HOTO 3arajJbHUMHU BHTpAaTaMH (CYMOIO BUTpAaT HA OIHKY,
OTPHUMAaHHS Ta BUKOPHCTaHHS NMPOAYKTY 200 MMOCIyTH);

- IiHA K IHOUKATOP SKOCTi. Y CHOpUHHATTI 3HAYHOT YaCTKH CIIO)KMBAYiB I[iHA € TIOKa3HUKOM SIKOCTi TOBapy
M TOCITYTH;

- BCTAHOBJICHHS MEX IiHH.

Oco6nuBocti VBP dopmyroTbest B 3alexHOCTI Bifl THIy PUHKY, Ha SIKOMY MpAIO€ IiJIPHEMCTBO
(Tabmurs 1).

Tabmums 1.
OcobsmmBocTti VBP 3a cekTopamMu mianpueMcTB
CexkTop XapakTep UiHHOCTI KJi11040Bi 0c00,1MBOCTI IHOYTBOPEHHS
B2C Emoriiina, ncuxonoriqaa Crparerii VBP BuxonsTs 3a Mexi QyHKIIOHATEHUX XapaKTePUCTHK,
(CnoxuBuuii pUHOK) BUKOPHCTOBYIOYH IICHXOJIOTTYHI TAKTHKH, eMOLIHHUI OPEHIHHT Ta

MepCOHANi30BaHMil JOCBI 11t hOpMyBaHH YHIKaIbHOI HIHHOCTI [5; 9]

B2B (ITpomucioBuit O0'exTHBHA (pauioHaIbHA), VYecminae [iHOYTBOPEHHS 3HAYHOIO MIPOIO 3aJIeKHTh Bil 00’ €KTUBHUX

PHHOK) 3aCHOBaHA Ha ()YHKITIOHAJIBHOCTI, (akTopiB, a PilICHHS PO KYMiBIIO € OiblI BuBaskeHMMH. CTparerii yacto
TEXHIYHHX Ta CKOHOMIYHUX IUIOTh Y MEXKaX JOBIOCTPOKOBHX KOHTPAKTIB i BAMAralOTh MMOCIIOBHOCTI iH
norpedax y MeKax CerMEHTIB Ta PO30poCTi B MexaHi3Max kopurysanus [9; 10, ¢.49].

O0'ennanHs ninHicHOro ninoyrsopeHnsi (VBP), opienTanii Ha cnoskuBayiB Ta JuHamMivyHoro uinoyrsopennsi (Dynamic Pricing — DP) €
AKTYaJIbHOI0, KJIiIEHTOOPi€HTOBAHOIO MOIE/III0 YIPABJIHHSA, IKAa J03B0JISI€ MiANPHEMCTBAM MAKCHMI3yBaTH NPUOYTOK, NiATPUMYI0UH
NIpH ILOMY JIOSILHICTE i 10Bipy Kiai€HTiB. 3anopyka ycnixy nmojsirae B 30aj1aHcoBaHili piBHOBa3i Mixk KacTomizaniero Ta
cnpaBeINBicTIO. MexaHi3M 1boro 00'eIHAHHS IPYHTYEThCSA HA INIHOOKOMY PO3yMiHHi IOBeNiHKH CIIOKHBAYiB, BUKOPHCTAHHI
TEeXHOJIOTiif INTYYHOro iHTeJIEKTY Ta A0TPUMAHHI eTHYHUX HOPM (PUCYHOK 1).

- 3abe3neueHHs BIUIMBY Ha CHpHﬁH?[TTH ].[iHI/I CIIO’KMBA4YEM

@ (edexT sIKOpsI, CTBOPEHHS TEPMiHOBOCTI) - .
y A CrpaBeIUBICTh

Bpaxysanus acnexmis
HOBEOINKOBOL eKOHOMIKUL - 3abesneuenna cmitikocmi (emuuni ma
[fina e pe2yiamopHi oomedicens)
Texnonociuna ocnosa (AI-Driven

Optimization) 1 y IIpo3zopicTh

@ - I'muboxkuii aHai3 naHux (aHaTi3 MOBEIIHKOBUX

MMOKA3HUKIB, PiBHS 3aaciB, KOHKYPEHTHUX IIiH, TUHAMIKH
TIOTINTY);
- CeTMEHTAaIlisl, OpiEHTOBaHA HA IIHHICTH JJIs CIIOKHBaYa,
- IPOTHO3yBAHHS TOTOBHOCTI KJII€HTA TUIATHTH

Puc.1. ®akropu 3a06e3ne4yeHHs JMHAMIYHOI0 HiHOYTBOPEHHS, WiIHHICHOr0 HiHOYTBOPEHHS Ta OpieHTANIl HA CIOKUBaYa (MONUT)
JIxepeno: y3araJsHEHO Ha OCHOBI [6; 7; 8 ]

Crioci6 inTerpartii JUHaAMIYHOTO I[iIHOYTBOPEHHS, IIHHICHOTO IHOYTBOPEHHS Ta Opi€HTAIlil HA CHIOXHBaYa
(moruT) BiAOYBAEThCS Yepe3 BUKOPHUCTAHHS CKJIQJHUX aITOPUTMIB 1 mdaHuX. JlOCHipkeHHS MOKa3HUKIB KIII€HTIB,
KOHKYPEHTHHUX IIiH Ta AWHAMIKH TIONHTY, IO3BOJSAIOTH C(HOPMYBATH CETMEHTH CIIO)KHBAYiB, a B MOJAJIBIIOMY —
aJlanTyBaTH IiHY IO YHIKaJbHOI I[IHHOCTI KOHKPETHOTO CETMEHTY CIOKMBadiB. Tak, AMHAMidHE IIHOYTBOPECHHSI,
nocuieHe [IITygaum [HTEIEKTOM, € TEXHONIOTIYHUM MEXaHi3MOM, SIKUH JT03BOJISE BTUTHTH (inocodiro IiHHICHOTO
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LiHOYTBOPEHHS B MIPAKTHKY, KOPUTYIOYH LIHU B PSKUMI peabHOTO Yacy BiATIOBIAHO 0 iHAWBIAyaTbHOI HIHHOCTI Ta
roToBHOCTI crokuBada riatuti (Willingness to Pay). 3aBasxu iHmmBimyami3oBaHOMY WiAXOAy, AWHAMIYHE
LiHOYTBOPEHHS MOXE TIO3UTHBHO BIUIMBATH HA CIIOKMBAYiB, IiIBUIIYIOUN iXHIO 3aJIy4eHICTh Ta BIIUyTTS LIHHOCTI,
MPOTE BOJNATHIBHICTD IIiH, SIKy BOHO BHKJIHMKA€, MOXX€ MAaTH HETATHBHHUN e(EeKT, 3MYIIYIOUH KIIE€HTIB BUSBISTH
OiIBLIY YYTJIMBICTB Ta BIIKJIAaJaTH PILICHHS PO MOKYIKY. [7].

HesBakarouu Ha edekTuBHICTB, IpsiMe noeaHanHs DP Ta VBP Hece pusnk ekciutyataii crioxuBaya. Tomy,
YCHIIIHUHA MEXaHI3M BHMarae 3alpOBaKCHHS €THYHHX OOMEKEHb Ta IPHHIMIIIB CIIPABEAIMBOCTI IS MiATPUMKH
JIOBrocTpokoBoi noBipu [6; 8]. 3a3Haummo, mo criiikicte DP y B2B cekTopi 3HauHO Oijiblie 3aieXuTb Bif
JIOBIOCTPOKOBHX JIOTOBIpHUX BiHOCHH, VBP Ta mociiioBHOCTI, OCKIIBKY TPOMHUCIIOBI TIOKYIIL € palioOHabHIITUMHA
Ta Outbin o0i3HaHMMHU. Otxe, xo4ya miust B2C punky crilikicte DP 3a0e3mneuyerscs depe3 €TWYHE KEpyBaHHS
aNropuTMaMHM Ta 3amobiraHHs eKCIuTyaTtarlii (TOOTO depe3 MCHXOJOTiuHI «3amoOLKHUKWY), Mt B2B-cexropy
CTIMKICTB OCATAETHCSA Yepe3 MPO30PicTh, KOHTPAKTHY JOSUIBHICTH Ta MOCTIHHE MiATBEpHKEHHS IIHHOCTI, 110 JIC)KHUTH
B ocHOBi VBP.

Posrnsan auHamidyHOTO IIHOYTBOpeHHS B cekropax B2B (6i3mec mns 6i3Hecy) Ta B2C (6i3Hec mis
CIOKMBa4a) BUSBIISIE 1HINI BAXKITUBI BIAMIHHOCTI Y IiTX0AaX 10 BIIPOBAKCHHS (TaOIUIL 2).

Tabmuus 2.
JluHamiuHe HiHOyTBOpeHHs A3 cekTopis B2B ta B2C

XapakTepHcTuka

B2B (biznec auis 6i3Hecy)

B2C (bi3Hec s cno:kuBayva)

OcCHOBa BCTaHOBJICHHS I_IiHI/I

JloroBipHi KOHTpaKTH 3 0OMEXKEHHIMH (00CST, 3HUKKHY,
CTPOKH).

Peax1ist Ha pHHKOBHIT IIOIIUT Ta
IHIUBITyabHy TOBEAIHKY.

KirrouoBi quHaMivHI MEXaHI3MU

- Inmexcarnis BUTpat (Ha CHPOBHHY, €HEPIOHOCI1, BapTiCTh
BAJIIOT, TOILO);

- MaTpHIL, OPIEHTOBaHI Ha KITi€HTa (MPUOYTKOBICTH
3aMOBJICHHS, LIHHICTh BIJIHOCHH)

- [lcuxosoriuHi TakKTHKWY;
- mepcoHaizamis (IHauBixyanbHi
MPOMO3HILT).

OcHOBHa MeTa

IMinTpuMKa cTabinbHOT Map ki Ta MAaKCHMI3aLlist
mpUOYTKOBOCTI Ha PiBHI KJTi€HTA/TPaH3aKIIi.

Maxkcumizaliis HeraltHoro Joxoxy Ta o0csriB
MPOIAXIB.

IpioputeTn BOpoBaHKEHHS

- Y3romKeHiCTh LiH Y MeXaX CErMEHTIB;
- IPO30PICTh MEXaHi3MiB KOPHT'yBaHHSL.

IIBuake pearyBaHHs Ha 3MiHY MOMUTY Ta
KOHKYPEHTHI L{iHH.

Bumoru 10 cucteMHOT
iHTerpauii

Bucoxi - rimoboka inrerpanis 3 ERP, CRM, cucremamu
YIPaBIiHHS KOHTPAKTAMH.

3a3Bnuail MeHIIa CKJIa[HICTh IHTeTparii
(dpoxyc Ha mIaThopmax eneKTPOHHOT
KOMepuii).

TpuitrsTTa pileHs

Ii6puani miaxoan:
Anroputmiu + IIpodeciitne cypxeHHs (0COOTHBO IS
BEJIMKUX, CTPATEriYHUX TPAH3aKIIii)

ITepeBaXkHO aJNTOPUTMIUHI PillICHHS.

OcobnuBocTi

LliHHiCTh BiTHOCHH MOXe OyTH Ba)KITHBIIIIOO 3a HETalHy
MaKCHMI3allilo T0X0.y.

MipkyBaHHS IIOZ0 BiTHOCHH MEHII KPUTHYHI
(dpoxyc Ha obcsirax i KOHBEpCii).

OTxe, ctparerii ninoytBopeHHs: B2B 3a3Buuaii 1ifoTh B MeXax 0OMEXEHb, BCTAHOBIICHUX JOTOBIPHUMH
KOHTPaKTaMH, SKi MOXYTh BKIFOYAaTH OaraTopiBHEBI IIHOBI CXeMU, 3aCHOBaHI Ha 00Cs31, CHCTEMi 3HIKOK Ta CTUMYJIH
3a MIPOJyKTUBHICTb, III0 ABTOMATHYHO KOPUTYIOTHCS BIJIIOBIIHO 10 MOJIeTIel 3aKyTIiBeJIb Ta JOTPUMaHHS yMOB YTOJIH.

JlunamidHe LIHOYTBOPEHHSI NPOMHCIOBHX IiJINIPUEMCTB CHOTOJHI YacTO 3BOJAMTHCSA IO 3aCTOCOBAHHS
MoOJIeNell «BUTPATH TUTIOC HaIliHKa» (cost-plus-markup) 3 AnHAMIYHIMH KOMIIOHEHTaMU, IIPUB'I3aHUMH 10 1HICKCIB
CHUPOBUHH, IIiH Ha €HEProHOCii Ta KOJMBAaHb BAIIOTHHX KYpCiB, OO MiATPUMYBAaTH CTaOUIBHICTH MapiKi MONPH
HecTabuTpHI BXigHI BUTpaTh. JUCTpHO'IOTOPCHKI KOMITaHii BIPOBAKYIOTh MaTPHIIi I[IHOYTBOPEHHS, OpPi€HTOBaHI Ha
KOHKPETHOTO KII€HTA, SIKI KOPHUTYIOTBCSA 3aJIe)KHO BiJI Kareropii mpuOYTKOBOCTI MPOAYKTY, XapaKTEPHCTHK
3aMOBJICHHS Ta IIIHHOCTI BiTHOCHH i3 KITIEHTOM.

IIpu ycminmmHoOMy BIpOBaKEHHI TUHAMIYHOTO IIHOYTBOPEHHS, B cekTopi B2B mpuainsioTs Ginbine yBaru
Y3TOKEHOCTI IiH Y MeXax KIIEHTCHKUX CETMEHTIB Ta MPO30POCTi MeXaHi3MiB KOPUTYBaHHSA, TOJ1 K migxoan B2C
YacTille BUKOPUCTOBYIOTh ICUXOJIOTIYHI TAKTUKH [[IHOYTBOPEHHS Ta MEpCOHATI3aLiIo0.

Cucremn B2B, 3a3Buuaif, BuMararoTh riuOmoi iHterpamii 3 mardpopMamMy IUIAHYBaHHS pecypciB
mignpuemctBa (ERP), cucremamu ynpasniHHS B3aeMmoBigHOocmHamu 3 kiieHtaMn (CRM) Ta mnporpamMHuM
3a0e3NeueHHsIM JUIsl YIPaBIiHHS KOHTPAaKTaMHM, 1100 rapaHTyBaTH, IO LIHOBI PIIICHHS BIiIIIOBIIalOTh YHHHHUM
yrojiaM, BOJIHOYAC MaKCUMIi3YIOUH JJOCTYIHY THYUKICTb.

CknafiHiCTh onTUMizamii miHOyTBOpeHHs B2B wacro BuMarae TiOpHIHHX MiAXOMIB, SIKI IMOEIHYIOTH
ANTOPUTMIYHI peKOMEHAAII] 3 JIIOJCHKUM CYIKEHHSM, 0COOIMBO I TPAaH3aKIil BUCOKOT BapTOCTI, A€ MipKyBaHHS
I10JI0 BIIHOCHH 13 KITIEHTOM MOXYTh NIEPEBAKUTH 1111 HETAHOT MaKCcHUMi3allii 10X0.1y.

He muBmisiunchk Ha AesKi CKIaJTHOCTI BUKOPUCTAHHS IIHHICHOTO IIHOYTBOPEHHS B CHHEPTIi 3 TUHAMIYHUM
LIHOYTBOPEHHSM, ChOTO/IHI TaKe ITO€JHAHHS CTa€ BUMOTOI0 PHHKOBOTO CEPEIOBHUINA.
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BUCHOBKH 3 JAHOTI'O JOCJIIAKEHHA
I HEPCIIEKTHUBHU NOJAJIBIIINX PO3BIJJOK Y JAHOMY HAIIPSIMI

B3aeMom0omOBHIOBaHICTS HIHHICHOTO Ta IHHAMIYHOTO I[iIHOYTBOPEHHS CTBOPIOE TOTYXXHHU TiOpUIHWUIT
miaxia. HaBememo aekibka apryMeHTiB Ha KOPHCTh TaHOTO TBEPIKCHHS:

- TMHaMiuHe HiHOyTBOpeHHs (0e3 BpaxyBaHHA VBC) MoKe JIerko MepeTBOpUTHCS Ha HeOe3[EeYHy TaKTHKY,
OpiEHTOBaHY JIMIIE Ha OTPUMAHHS MPUOYTKY a00 LiHM KOHKYPEHTIB (4acTo - HUXKYi), pyHHYIOUH iMiIK OpeHny;

- 6e3 3anpoBaypkeHHs DP, HaBiTh SIKIIO0 KOMIIaHisl BCTAaHOBIIIOE ifieanbHy 0a30By LiHy Ha ocHOBI VBP, icHye
PH3HK BUTPATH MPUOYTKY Yepe3 He3AaTHICTh ONIEPaTHBHOTO KOPETYBaHHS TaKUX IIiH;

- inkoiu, DP Moxe cripuiiMaTucst KJli€HTaMU K HeclpaBeIMBUil a00 MaHIyIITHBHUH iHCTpyMEHT. B Toii
e yac, VBP 3abe3neuye cripaBeasiiBy OCHOBY JUISl LIiHH, TAPAHTYIOUH, IO I[iHA 3aJIMIIAETHCS B MEXKaxX BUIIPaBIaHOT
JUTS KIII€HTA MIHHOCTI, 3aXUIIAI0YH THM CaMHM JOBIPY Ta JOSUIBHICTD.

B pesymnbTaTi MOXKHA CTBEPIKYBATH, IO TaKa iHTETPaLlis TO3BOJISE MiAIPUEMCTBY HE IPOCTO BUIIPABAATH
BHCOKY LiHy IiHHicTIO ToBapy (VBP), anme #f MakcumizyBaTtu IOXiJ 3a paxyHOK IIBHAKOI peakiii Ha KOJMBAHHS
3minHuX (DP).

HesBakaroun Ha 3HAYHMI HAYKOBHI JOPOOOK B JAHOMY HANPSMKY, MOTPeOye MOJaIbIIOT0 JOONPAIFOBAHHS
mpo0JeMa BiICYyTHOCTI JOCTATHBOTO TEOPETUYHOTO OOTPYHTYBaHHS Ta PO3POOKH HI€BOTO MPAKTUIHOTO MEXaHI3MYy,
SKUM OM iHTerpyBaB HiHHiIcHe HiHOyTBOpeHHs (VBP) 1 aunamivne ninHoytBopenns (DP) y eauHy kirieHTOOpi€eHTOBaHY
MOJIETIb B pO3pi3i BUIB Oi3Hecy. TakuM 4YMHOM cTaHe MOKIMBUM (OPMYBaHH: OanaHCy MK 1HIMBIdyalli3ali€elo HiHT
Ta i crpaBeVIMBOI0 OCHOBOIO, 3a0€3MEUEHHs BiAMOBIIHICTh BUMOTaM CY4acHOTO CepeloBHINA (YHKIIOHYBaHHS
HiANPUEMCTB, 0a3yBaHHs Ha HOBITHIX iH(OPMaIIHHUX TEXHOJIOTIsX.
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