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AHHOTaIMA

B pabore aHanusupyercs pasBuTHe Hanbomee KPYIHOTO CETMEHTa COBPEMEHHOI MeXyHa-
POJHOIT 37IEKTPOHHOIT TOPrOB/IM, @ IMEHHO MeX(pUPMEHHOII 9/IeKTPOHHOI TOProByM, 0603Ha-
qaemoit Kak «B2B» (business-to-business). ABTOpbI IOgYepKUBAIOT OBICTPDII POCT ITOTO Ha-
IpaB/IeHMsI TOPTOB/IM KaK Ha BHYTPEHHMX PBIHKAX, TaK U B MEXYHApPOZHOM TOBapooboporTe,
YKa3bIBalOT Ha BOB/ICYEHHOCTD B Hee BEAYIIUX CTPAH-IKCIIOPTEPOB, €e COOTHOIIEHNE C M3BeCT-
HbIM cerMeHTOM B2C, a Taxxe pupMeHHBIe METOAbI COBEPIICHCTBOBAH PabOThI C ITOKyIaTe-
JIAMMY, B YaCTHOCTY Mepbl O MOBBIIIEHIIO JIOSTbHOCTY MAPTHEPOB, PasBUTIIe MHOTOKAaHA/IbHOI!
CHUCTeMBI IIPOJAXK, 0OHOB/IeHNE QUPMEHHBIX Be6-CailTOB.

KiroueBble croBa: 9/1eKTPOHHAsI TOPTOBILA, MEX/YHapOIHAs TOPrOB/A, U(POBOIT MapKe-
TUHT, GMPMEHHBIE Mepbl, YIy4dllIeHne paboThl ¢ OKYIaTeIAMI, CTPEM/ICHME YiepXKaTh MapTHe-
pa, TOProBble OTHOLIEHN:, COBEPIICHCTBOBAHNE Be6-CaliTOB.

@ 76 Poccniickmnii BHELUHeIKOHOMUYECKIIl BECTHUK 2-2021




BHewHeTOprosasi AeATE/IbHOCTb

Growth of B2B E-Commerce

Galina Aleksandrovna ORLOVA,

Candidate of Economic Sciences, Associate Professor,

Russian Foreign Trade Academy (119285, Moscow, Vorobevskoe shosse, 6A),

Department of world and national economy - Professor, Phone: 8(499) 147-51-65;

Yuri Anatolievich SAVINOY,

Doctor of Economic Sciences, Professor, Russian Foreign Trade Academy (119285, Moscow,
Vorobevskoe shosse, 6A), Department of international trade and foreign trade of RF - Professor,
Phone: 8(499) 147-50-03;

Evgenija Vadimovna TARANOVSKAJA,

Candidate of Technical Sciences, Associate Professor, Russian Foreign Trade Academy,
Department of fi nance and monetary relations - Professot, e-mail: taranovskaya.e@mail.ru

Abstract

The paper analyzes the development of the largest segment of modern international e-com-
merce, namely B2B (business-to-business) e-commerce. The authors underline the rapid growth
of this e-commerce area both in domestic markets and in international trade and point to the in-
volvement of leading exporting countries in it. Besides, the roles of B2B and B2C in e-commerce
are compared. Methods that companies use to improve customer service, in particular measures
to increase customer loyalty, develop a multi-channel sales system, and the updating of websites
are examined.

Keywords: e-commerce, international trade, digital marketing, corporate measures, improve
the work with customers, strive to retain a business partner, trade relations, improving websites.

JAUHAMMUKA POCTA IMTPOJAXK U PAKTOPBI EE PABBUTUSA

Cy1ecTBEeHHBIM (PAaKTOPOM Pa3BUTHS MEXKTyHAPOTHOTO OU3HECa SBJISIETCS OBICTPBIN
POCT IOCTABOK TOBAPOB ITPOU3BOJICTBEHHOI'O U MOTPEOUTENHCKOTO Ha3HAYSHHS 110 KaHa-
sam MexupmenHoii (business — to business — B2B) anekrponHoi Toprosiu. MupoBoit
PBIHOK TOBapOB, MPOAABAEMBIX MO KaHaJaM IEKTpoHHON koMMepuuu B2B, onennBae-
™Mbt B 12,2 Tpax gomwt. B 2019 roxy, Gosee ueM B IIECTh pa3 MpeBbIiai 00beM IMPOIaxK B
cermente B2C. ContacHo OlleHKaM KOHCYJIBTallMOHHOW Kommanuu Statista, B8 2018 romy
o0beM onnaitH-tiponax B2B nocrur 7,7 TpiH p0i1., 4To Oosiee YeM B JiBa pasza OoJiblIie,
4eM Ha PBIHKE dJIeKTpOoHHOM KoMMmepinu B2C.! Takke OTMEYEHBI M BBHICOKHE TEMITBI
pocra 3Tux mpoaax: ux oovemsl B CIILA, Hampumep, pacTyT B AEBATH pa3 ObICTpee,
4eM MeK(PHUPMEHHBIE TIOCTABKHU (TIPEANPUATHAM-TIAPTHEPAM H TUCTPUOBIOTOpam).> DTo-
My CHocoOCTBYeT psiJi PaKTOpOB, B YACTHOCTH BO3/IEHCTBHE MOCIEACTBUI MaHACMUH,
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pacTyliee BIMsSHHE MOKOJIICHUS MHJUICHUANIOB®, TIOBBIIICHUE TIEPCOHANN3AIMHU (KacTO-
MH3aLUHU) TPOJIaXk, POCT MHOTOKAHAIBLHBIX MPEUIOKEHUH MPOIaXH U pa3BUBAIOIIASICS
cucrema ruiatexeid B2B. B TeueHre HEKOTOPOTro BpeMEHH MepCOHANN3aIMsl ObUTa CHITh-
HOM ctoponoit B2C (mponaku TOBapoB B PO3HHILY), HO TEIEph OHA Pa3BUBAETCS U B
cermente B2B. Koncynsrannonnas kommnanus Gartner «0XKumaeT, YTo MePCOHATU3ANS
OBICTPO CTAaHET BEAYIIMM HAIPaBJICHUEM MIOCTABOK B CETMEHTE AJIeKTpoHHOU B2B kom-
Mepiuu»,* Ho ¢ cymecTBeHHbIME oTnunsivu oT B2C. B cermente Toprosinu B2C mnep-
COHAJIM3AIUS JJaeT TaKUe Pe3ybTaThl, KAk PEKOMEH/IAIlUH 110 MTPOAYKTaM U KOHKPETHBIE
MIPEUIOKEHHs], OCHOBAHHBIE Ha MPEABLAYIINX JASHCTBUAX, TOBEeHUH B IHTepHEeTe Ul
uctopuu nokynok. [Ipeamonaraercs, uto B cermente B2B ocHOBHOe BHUMaHME OyaeT
VAETSAThCSA MPOCTOTE 00paTHOM MOKyNKH.® I10 TaHHBIM KOHCY/IBTAIIMOHHON KOMITAHUH
Forrester, oxunaercs, uto k 2023 roxy TpaH3akuuu 3J1eKTpoHHONH B2B xommepruu B
CHIA pocturnyT 1,8 TpuiinoHa moiuiapoB. JTo coctaBuT 17% Bcex mpogax B2B B
ctpane. OOpameHre K nU(QPOBBIM KaHajlaM YBEIMYCHHUS MPOAaX — mar, 00yCIOBICH-
HBIH ycriexoM Amazon Business u uaMeHstorteiicst remorpadueii mokymaresneii B2B.°

Pa3zButune anexrponnoir B2B Topronu ormMeyaeTcss 1 BO MHOTHX JIPYTHX TOcydap-
ctBax. [locne peanmzaunu B 2015 1. mannmatueel FOHKTA/L (kondepennuns Opranu-
3anun OObeMHEHHBIX Hamuii Mo TOprosie U pa3BUTHIO) «3JICKTPOHHASI TOPTOBIIS LIS
BCeX» OBUTM OIMyONMKOBaHBI IU(PHI, TOMYCPKUBAIONINE BAXKHOCTH 3JIEKTPOHHON TOP-
roeiu B2B. CornnacHo ganubiv KOHKTAJL, o0beM nipojiak yepes KaHabl 3JICKTPOHHON
toprosiu B 2015 rogy cocraBuil B 00IIeH CIOKHOCTH 22 TPJIH JOJUI., TIPU 3TOM IIPOJa-
KU, CBSI3aHHBIC TOJBKO C AIEKTPOHHOM kommeprineit B2B, coctasumu 20 TpaH 10511., TIO
cpaBHeHH0 ¢ 200 MIIpA 0T, JIJIsI IEKTPOHHO# KomMepiu B popmare B2C.7 B 2017 .
00bembl ipogak B2B BeIpociiu npumMepHo 10 25,6 TpIH A0

«Kpuszuc ¢ KopoHaBUPYCOM YCKOPHWII BHEIPEHUE IIM(PPOBBIX PEIICHUH, HHCTPYMEHTOB
U YCIIYT, HO 00IIIee BIUSHUE Ha CTOMMOCTb HJICKTPOHHOM KomMepituu B 2020 romy Bee erie
TPYAHO Tpenackaszarh», — ckazana . Cupumann, qupexrop FOHKTA/L mo TexHomorusm
u noructuke. B 2020 1. o0beM mponax 3MekTpoHHO# komMmepiu B2C Obut orieHeH B 4,4
TPIWUIHOHA TOJUTapoB, uTo Ha 16% Gombiie, yem B 2017 romy, a sxcriopTHbIE poaaku B2C
cocraBmii pumepHo 10-11%.%
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Tabnuya 1
lMpodaxxu e ceameHMax 3n1eKMpoOHHOU KoMmepyuu: decsimb 8edyuwjux 3SKOHOMUK 6 2018 a.
Cmpana IIpooasicu Jlons npooadic Obvem Jlona Obvem
6 hopmame allekmponHou | npooadic 6 | npodadic B2B npooaoic
9NEeKMPOHHOU Mopeoei 8 ceamenme 6 obwyem ANEKMPOHHOU
mopeosnu 8 BHII (%) B2B, obveme mopeosnu 8
yenom, MIPO QO npooadic cezamenme
MIPO 00N AIeKMPOHHOU B2C,
mopeosnu, % | mapo o
CIIA 8 640 42 7542 87 1098
SInonust 3280 66 3117 95 163
Kuraii 2304 117 943 41 1361
Pecn. Kopest 1364 84 1263 93 102
BenmukoOpuranuis 918 32 652 71 266
Opaniyst 807 29 687 85 121
Iepmanmist 722 18 620 86 101
Uranus 394 19 362 92 32
Agcrpanust 348 24 326 94 21
HWcnanus 333 23 261 78 72
Hroro no Bcem
BBIIIETIPUBEICH- 19 110 35 15772 83 3338
HBIM CTPaHaM
Mupoas
HKOHOMUKA B 25 648 30 21258 4390
1[EJIOM

Hcrounnk: Global e-Commerce hits $25.6 trillion — latest UNCTAD estimates// https://unc-
tad.org/press-material/global-e-commerce-hits-256-trillion-latest-unctad-estimates

Kpynneiimmmu nmpogaBnaMu TOBapoB 10 KaHaJIaM 3JIeKTPOHHOI B2B Toprosin
sBisiorest pupmsbl Kurasi — Alibaba u JD.com u CIHLIA — Amazon (CLIA).’

B CIIIA Bonipocam pa3Butus aneKTponHoi 21 Toprosiau pupMbl yaeIsSIOT BBICOKOE
3HauUEHHE: MPOJABIBI COBEPIICHCTBYIOT TEXHUKY NPEACTaBICHUS HHPOPMAIIMK O CBOUX
BO3MOJKHOCTSIX 4epe3 cOOCTBEHHBIC CalThl M CaUThl TOPTOBBIX KommaHuid. Tonbko 6%
nokynareneil B2B B HacTosiiiee BpeMs HE MCIIONB3YIOT OHJIAHH-TOPTOBBIE TUIOIIAKH,
a 75% pacxonoB Ha 3akynku B2B, o mpornosam, OyayT NpOMCXOAMTH Yepe3 OHJAH-
TOPrOBYIO IUIOIIAJIKY B TEUECHHE CICAYIOIIUX MATH JeT.'" B pe3ynbrare 1o oreHkaM KOH-
cyabTaoHHOH (upmel Forrester, oxunaercs, uro k 2023 roqy TpaH3aKIKU AIEKTPOH-
Hoil kommepruu B CIIIA (B2B) nocturnyr 1,8 TpuuiMoHa aoniaapoB. DTO COCTaBUT
17% Bcex mponax B2B B crpane.'!
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[Ipeacrasnenne nHGOPMALIMU O TpeIIaraeMo K Mpojiaxke MPOIYKIMK CBS3aHO C
TEM, YTO HaJIM4YHe BHICOKOW CTENEeHH JOCTYIHOCTH MHTepHeTa BeeT K TOMY, 4TO Ipe-
/1€ YeM COBEpIINTH MOKYTIKY y ONpPEeIeHHOTo MpoaBlia MOKynareiab OCyIIeCTBISET
B cpenHeM 12 mouckoBbIx 3arnpocoB B MuTtepHerte,'? [lo 80% pemienuii o nokynke B2B
OCHOBaHBI Ha MPSMOM MJIM KOCBEHHOM OTIBITE MOKYTaTeis, 1 ToJbko 20% OCHOBaHBI Ha
[[eHEe WK (aKTHYSCKOM MPeIoKeHUH.

ComtacHO omnpocy KOHCYNbTAllMOHHON koMmaHuu Gartner, KOpIOpaTHBHBIN PBIHOK —
3TO HOBasi OM3HEC-MOJIENb, KOTOPAast CO3/1aeT OoJiee MUPOKUE IKOCHCTEMBI, IMEET HOBBIC
BO3MOJKHOCTH M TO3BOJISIET OpeHAaM CO37aBaTh HOBBIE MCTOUHHUKH J10X07a. TOoproBeie
TUIOIIAAKK OoJiee SPPEKTUBHBI TI0 BPEMEHU M CTOMMOCTH, TIOCKOJIBKY OHU CITYXKaT YHH-
BEepCaJIbHBIM LIEHTPOM JIsI ToKymaTeneir B2B.

OnHUM 13 TIIaBHBIX NPEUMYIIECTB TOPTOBhIX Mionanok B2B aBnsercsa ux crnocob-
HOCTH TIPHUBJIEKaTh HOBYIO 3aHMHTEPECOBAHHYIO AyIUTOPHIO. DTO MOXKET O3Ha4daTh He
TOJILKO POCT MPOAAXK, HO U BO3MOKHOCTH BBITH Ha MUPOBBIE PHIHKU M TPOTECTUPOBATH
HOBBIE MPOAYKTHI. MccenoBanus nokasanu, uro 50% noxynareneit B2B onpenenunu
VAYYIICHHYIO IEPCOHANN3AIMIO B Ka9eCTBE KIIFOUEBOW (PYHKIIMU MPH MOUCKE OHJIalH-
MOCTaBIIMKOB, C KOTOPBIMH MOYKHO IOCTPOUTH OTHOIICHHUS, IPH ATOM ITOTPEOUTENH Tpa-
1T Ha 48% OOJIbIIIe, KOT/IAa UX OIBIT IEPCOHATN3UPOBaH. OXKHUIAETCS, YTO PHIHOK YIIPaB-
JIEHUS KITUEHTCKUM OTIBITOM BBIpAacTeT BABoE U kK 2025 rony nocturdet 14,9 munnuapaa
nosutapoB.'* O0 3TOM CBUIICTENBCTBYIOT 3aKIFOYCHHSI KOHCYIBTAI[HOHHBIX KOMITAHUH.

Onpochl, pery;IspHO IPOBOAUMBIE KOHCYIBTAIIMOHHBIMU (PHPMaMH TIOKa3bIBAIOT CTPEM-
JICHWE TIOKyTaTeliei U MPOJaBIOB OCBOUTH MOJHOCTBIO Tpoliece IM(PPOBU3ALNH 3aKITIO-
YeHUs 1 ucroiaHeHus caenku. Hegauuii onpoc 700 OTBETCTBEHHBIX JIULI, TPUHUMAIOLITHX
peurenust B chepe B2B amepukaHCKUX KOMIAHUHA BBISIBWI 3TO HAalpaBIICHUE, TIOCKOIBKY
44% onpoIIICHHBIX BBIPA3WIIN KeJIaHUEe BUCTH IICHBI IIPOJIABIIA Ha ero caite, a 41% xotenu
ObI OCYILIECTBIIATD 3aKa3 METOI0M caMo00cCTykuBaHus. '® To €CTh KITMK MBIIIKH MOKYTIATeIIst
Ha MO3UIINH TIpeCcKypaHTa MpoJiaBlia aBTOMaTHYeCKH 03Ha4aJl Obl HAMEPEHHE TTOKYIIaTess
TMOJTYYUTh TOBAP U OIJIATUTH €T0.

OOmMpHBIN U NPUOBUILHBIA KUTAWCKUI PHIHOK MpEAJiaracT MIMPOKUN CIIEKTpP BO3-
MoxkHOCTel Jiist OuszHeca B2B. C 2012 mo 2018 rox o0beM TpaH3aKIUi 3JICKTPOHHON
kommepin B2B B Kutae yBenuuwiics ¢ 6,25 TpiH waHei 10 22,5 TpiH oaneit.!” On-
HAKO KUTAUCKHUM PBIHOK clokeH. CoXpaHsomuecs KyabTypHbIE pa3indus Mex1y Boc-
TOKOM M 3alajioM, a TakKe SI3bIKOBBIC Oaphepbl, HECXOAHBIE HOPMBI BeICHHs OM3Heca
Y YHUKAJIbHBIC IIaTQOPMBI IU(POBOTO MapKETHHTa 3aTPYAHSIOT TOIydYeHHE MTPHOBUIN
WHOCTpPaHHBIMU KOMIaHUAMHU Ha peiHke B2B B Kurtae.

Kpowme Toro, B anekrponHoit kommepiinu B2B B Kutae 1oMHUHHPYIOT HECKOJIBKO BaX-
HBIX TOPTOBBIX KOMITAHUH, BIIAICIONIMX KPYIHBIMH OHIaiiH-Tu1aTGopmamu. B 2018 rony
Ha JIOJIIO BEIyIIMX UTPOKOB HMpUxoamaock moutu 70% Bcell ppIHOYHOM T0JH, U3 KOTO-
pbix Alibaba nmeet HanGomnpIIyO 1010 phiHKa (28,40%), komnanus HC360 — ocHoBana
B 1992 ., onHA U3 BEAYIIMX MMOCTABIIMKOB MH(OPMAIIMOHHBIX MPOAYKTOB, HIMEET TOP-
TOBYIO TUIOINAJKY, GyHKIHOHHpYIoLyto B popmare B2B (17,6%), komnanus Cogobuy
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(9,2%) — 3aHMMaeT TUAUPYIONINE TO3UIIMKA B TOPTOBIIE AIEKTPOHHBIMU KOMIIOHEHTAMU
BO MHOTHX CTpaHax Mupa, Mysteel.cn (6,5%) — crieriuain3upyeTcsi Ha TOProBiie MEeTaJl-
nonponykuueit, Ibicn.com (6,1%) — KpynHast KOMIIaHHS, 3aHSTas B IPOU3BOACTBE U TOP-
rosyie OuodapmarieBTuueckux ToBapos, Focuschina.com (1,4%) — kpynHas TypucTuye-
ckasi kommanusi, Cn.toocle.com (0,7%) — NIpOU3BOAUTENH U FKCIIOPTEP KOCMETHUECKOU
npoayKImu.'®

Onexrponnyio B2B toproemo B Kutae MOXXHO pas3faenuTh Ha JBE IIUPOKHE KaTe-
TOPHUU: TOPTOBIIS CHIPHEBBIMU TOBapaMu (HalpuMep, CTajlblo, XUMHUECKOW MPOIYKIIHU-
ell, TeKCTHJIEM U T. .) M HeMaTepHaJIbHBIMU MTPOAYKTaMH (Harmpumep, SaaS, JOTUCTHKA,
IOpUIMYECKHE YCIYTH U T. A.). XOTS pa3Hble CErMEHTHI pPhIHKA HAXONIATCSA Ha PasHBIX
CTaJUAX Pa3BUTHA, XapaKTEPHBIM SIBISETCS TOT aKT, YTO HU HA OJHOM U3 PBIHKOB HHU
OJTHa KOMITaHUSI HE UMEEeT MOHOITOJIBHOTO MOJI0KEHHSI.

HanmonanbHbIe TOCTaBIIMKY W KIHMEHTH B2B npuBbIkiM ucnoibp3oBarh nupoBbe
IaTQOPMBI IS IIOCTPOCHUS, IPEOoOpa30BaHus U MOAEpKaHUs OTHOLICHUH. B nienom
MapkeTHHroBele cTparernn B2B B Kurtae npespamator kiventos B2B B crienmanucros
o nuQpoBbIM TexHONOTrUsAM. OHM aKTHBHO UINYT HHOopManuio B UHTepHeTe 1 TpUHH-
MaIOT pelIeHns O TIOKyIKe Jaxke 0e3 MOMOIIM TOPTroBBIX MpeacTaBuTeneid. Kpome Toro,
knueHTsl B2B B Kurtae uiyT aHanornyHblii OHIaHH-OMBIT, C KOTOPHIM OHHU CTaJKHBa-
I0TCsI Kak motpebutenu B coctosuun B2C. B wactHOCTH, KiueHTH! B2B oxkunaiot, uto
y HUX OyyT ONTUMHM3UPOBAHHbIE TIONCKOBBIE CUCTEMBbI, OHU OYIYyT YUTATh PEUTHHTH U
0030pBI JPYTrUX KOMIAHUH, IMETh IEPCOHAIN3UPOBAHHBIC TPOLYKTHI U AU PepeHITnpo-
BaHHBIM KIIMEHTCKUHN OIIBIT, @ TAKXKE TTOJyYUTh SAMHOOOPA3HBIH ONBIT B3aUMOJICHCTBUS
4yepes OHJIAlH 1 O(UIaliH TOYKU B3aUMOJICHCTBUSL.

Hudposuzanus peinka B2B B Kutae nenaer uadopmaiinio 6osee mpo3padHoi 1 J10-
CTYTHOI; oiHaKo KiaueHTsl B2B B Kutae mocTosHHO paccMaTpuBAarOT CHITBHBIC U ClIa0ble
CBSI3M B COLMAJIBHBIX CETAX KakK JKM3HEHHO Ba)KHBIE pecypchl Juist 6usHeca. [losTomy
KieHTsl B2B mo-npexneMy BepsT B 00bIUHBIE crIOCOOBI BefieHHs1 Ou3Heca. ToproBbie
BBICTABKHM, PEKOMEH/IAIIMU U3BECTHBIX KOMIIAHUW U IPyTHE CIIOCOOBI HalaKUBaHus o-
JIaliH-CBsI3e BaXKHBI JJIsl IPUBIICYCHUs! KiareHToB B Kurae. "

[Ipornecc ocyiecTBIeHHs CACNOK KyIUTU-TIPOJaKK B JIEKTPOHHONW TOProBiie B IMO-
CIIeIHUE TOJBI CyNIeCTBEHHO M3MeHwics. CeromusmHue mokymnarenn B2B tpeOyior
IUQPOBOI Cpebl ISl UCCIEIOBAHUS PHIHOYHOM CUTYallMH U COBEPLICHUS] CBOUX JIEN0-
BBIX MMOKYNOK. ONTOBBIC KaTaJIOTH U Telle()OHHBIE 3aKa3bl yCTYITUIN MECTO OHJIAHH-TIOP-
TajaM, MCIIOJIb30BaHUIO MEXaHH3Ma OTCJICKHBAHMS BBITTOJHEHMS 3aKa30B U OCYIIECT-
BJICHHIO CJICJIOK 10 Ty dopmara B2C.

ApnanTanus OuzHeca K 3TUM MEHSIOMIMMCS OXHJIAHHSAM ITOKyIareneid TpedyeT oT
MPOJIABIIOB WHBECTUIIUH B U(POBBIC TEXHOJIOTHH U COCPEIOTOYCHUS Ha cOBITE TIO Ka-
HajaM JIEKTPOHHOM KOMMEpPIIMH, HO Pe3yNbTaThl MPUHECYT JAWBUJCH/IbI, B YACTHOCTH
OyzleT MOoCTUTHYT OoJiee BHICOKHI 00bEM MpOjaxk, MOBBICUTCSI CPEAHSsS CTOMMOCTD 3a-
Kaza, OyleT JOCTUTHYTa OoJiee BBHICOKAs YAOBICTBOPEHHOCTh KIMEHTOB — U BCE 3TO C
MEHBIIUM KOJTMYECTBOM OLITHOOK, YeM KOT/a-TH00 Mpex/ie.
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W3MeHeHne noBeIcHYsI TTOKYTIATeNICH B HAIIPABICHUH MTPUMEHEHUS NU(POBBIX TEX-
HOJIOTHIA JIs1 OCYIIECTBICHHSI CACIOK M MACIITAOHBIC YCUIIHSI TIO OTPAHUYCHUIO PacIpo-
crpanenust COVID-19 yckopuiu JBrKeHHE K U(DPOBHU3AIMK U TIOTHON TpaHchopma-
1y OusHeca. [Ipu 3TOM Te KOMITAHNH, KOTOPBIE COMIPOTHUBIISIOTCS IIUPPOBU3AIIUH, MOTYT
0Ka3aThCs BRITECHEHHBIMU CO CBOETO PHIHKA KOHKYPEHTaMH, KOTOPHIE BOCIIOIH30BAINUCH
BO3MOXHOCTBIO IIU(PPOBOH TpaHChHOpPMAIUHN paHbIIe. DICKTPOHHAS KOMMEPIIUS OKa3a-
JIaCh KU3HEHHO BAXKHBIM CHAcaTEeIbHBIM KPYTOM KakK JJII PO3HUYHBIX TOPTOBIIEB, TaK
U Ui ONTOBHUKOB, TIOMOTasl MOAICPKUBATh OM3HEC B pab0YeM COCTOSIHUHM B YCIOBHSIX
MIOCTOSIHHOTO M3MEHEHUSI KOHBIOHKTYPHI. [Ipu 5TOM OOIBIIMHCTBO KOMIAHUN-TIUECPOB
MPUACPKUBAIOTCS CIACAYIOUUX PUOPUTETOB:

1. OTka3 OT BBIMOJHEHHOTO Ha OyMa)XHOM HOCHTENE MPEHCKypaHTa U pa3paboTka
TOJIKO OHJIAMH KaTajora (IepeyuHs MpoIaBaeMbIX TOBAPOB C yKazaHUEM IeH). PanbIie
MPOCMOTP TIPEJIaraeMbIX MPOJIABIOM MPOTYKTOB OCHOBBIBAJICS Ha OOJIBIIHMX, TPOMO3/I-
KHX OyMaKHBIX KaTaJIorax, KOTOPBIC MPEI0CTABISUIA KOMIAHUSIM OTPaHHMUYCHHYIO BO3-
MOYXHOCTH OOHOBJIATH TPOAYKTHI, MPEAOCTABIATH KU3HEHHO BaXKHYI0 WH(OpMarmio.?
B Hacrosiiiee Bpemst 1alibHOBHJIHBIC KOMITAHUHU 3(h(HDEKTUBHO UCTIONB3YIOT AIEKTPOHHYO
KOMMEPIIHIO, YTOOBI BBIBECTH CBOH Karayior B VIHTEpHET M MepeBeCTH CBOU OOJIbIINE
OMOJIMOTEKH TTpe/IaracMbIX TOBAPOB B yAOOHBIE JIJIS IIOMCKA 0a3bl JAHHBIX.

2. Peopranuzammsi CKJIaJICKOM CHCTEMBI M pacHpelesicHHus 3amacoB. Panee mpous-
BOJICTBCHHBIC M JIOTUCTUYECKHUE TMPOIIECCHl YacTO ObUIM PAa3pO3HCHHBIMU U HEMOCHe-
JIOBAaTEJIbHBIMK, YTO TPEOOBAJIO TPYAOEMKOW KOMMYHHUKAIIUU U KOOPJAMHAIUU MEXKITY
HeCKONbKUMU oTaenamMu. C BHEPEHUEM CUCTEM aBTOMATU3AIMH YUeTa U MTOCTaBKH TO-
BapOB AIEKTPOHHBIMU YIIPABJISIONIMMHI KOMIIJICKCAMU KOMITAHUH CTAJIM MCIIONH30BATh
U(GPOBBIC CUCTEMBI JJIsi PETPAHCIISAIUH JIAHHBIX B PeaIbHOM MacliTade BpEMEHU U aB-
TOMaTH3aIMH MTPOLIECCOB MEepeMEIeHHs TPY30B MEXTy CKIIaAaMU, 00ecrieuynuBasi CBOEB-
PEMEHHOE BBIMOTHEHHUE 3aKa30B U MUHUMU3HUPYSI BPEMsI IPOCTOSL.

3. 3meHnenne opranuzanuu mpogax. KoMmnanuu onToBOi TOPTrOBIU CTAId MHBECTU-
pOBaTh B OHJIAWH-CUCTEMBI, KOTOPHIE MTO3BOJIIOT UX KOMAaH/IaM IMOMOTaTh TOKYTATEIIsIM
pa3MeniaTh OHJIaiH-3aKa3bl, JETKO PACCUUTHIBATD IICHBI HA OCHOBE CUCTOB U MEPEXOIUTH
OT MPUHSATHUS 3aKa30B K MOTYUYCHUIO JICHET.

4. HoBble BOBMOXXHOCTH 110 00IerdyeHno opopMIIeHHUs 3aka30B. PaHee onToBbIe 1MO-
KyIareiau 9acTo UMEJIH JISJI0 C TPYAOSMKHUM IUKIOM O(OPMIICHHUS MPOJIakK, B KOTOPOM
UM MIPUXOJIUTCS JISNIaTh TOKYIIKHU 110 Pa3lyThIM OyMaXKHBIM KaTajoram, poBepsITh HaJIU-
YKe 3alacoB y MPEJACTaBUTENCH (UPM-U3rOTOBUTENCH M pa3MellaTh 3aKa3bl BPYUHYIO.
[lepexon Ha 3NEKTPOHHBIE CUCTEMBI YUeTa 3aracoB U BbIJJa4d TOBapa CO CKJaja Mo3Bo-
JISICT JIETKO 00ECIIEUNTh YCKOPCHHUE UCTIONIHEHUS 3aKa30B, BHEJPUTH IPOCTHIC BAPUAHTHI
€aMOO0OCITy)KUBAHUSI U TIOAATOTOBKH BBICOKOIICIICBBIX COOOIIEHU, OTBEUAIOIUX TIOTPEO-
HOCTSM IOKyTIaTesei.

JlocTmxenne ycmexa B TOPTOBBIX OMEPAIlMIX OCHOBLIBACTCS HA YIPOIICHUH OTIBITA
OHJIAMH-TIOKYTIOK U TIOJIJICPIKKY CIIOKHBIX TpeOOoBaHMii K Ou3Hec-nokynaressiM. OduaiH-
ONTOBUKH, IPOU3BOUTEIIN U TUCTPUOBIOTOPHI TEIIEPh UCTIONIB3YIOT MOIIHBIC (PYHKIIUU
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CHUCTCM IIPaBJICHHUA HUCIIOJHCHUSA 3aKa30B U OGLC,HI/IHSHOT CBOM KaHaJIbl MMPOJAaX, Map-
KEeTUHTa ¥ TUCTPUOYIIMM B OAHY MOIIHYIO cHcTeMy. [ yCIemHOro ynoBIeTBOPEHUS
MOTPEOUTETBCKOTO CITPOCa KOMITAHUH-ITPOIABIIBI 00CCIICUMBAIOT TPEBOCXOIHBIN OIBIT
TMOKYIIOK C NPOCTBIM HNPOCMOTPOM CITMCKA 3aKa3oB, FI/I6KI/IMI/I IjarexxaMu, MHTYUTUBHO
MOHSITHBIMA MHCTPYMEHTAMH TIOMCKA M OBICTPBIMHU MPOBEPKAMU. DTHU Pa3pabOTKU TO-
3BOJIAIOT NOKYIIATCIIAM OCYIIECTBIATEL CAMOCTOATCIIbHBIC ITOKYTIKU U TTOJYYaTh IMOJIHYIO
MH(OPMAIIHIO O COCTOSIHUH M COCTaBe CBOMX 3aKa30B.?!

WHTEeHCUBHBIC YCHITHSI KOMITAHUH-TIPOIABI[OB MO COBEPIICHCTBOBAHMIO CHCTEM DJICK-
TPOHHOU TOPTOBJIH CIIOCOOCTBYIOT CHIDKCHHEO U3JICPIKEK MTPH COBITE TPOTYKITHH, 00JIeT-
YarOT MOKYNATeNsIM 3aKIIFOUCHHUE CICNIOK, YCKOPSIOT 000pOT KanuTana.
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