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MicueBa rasera «fIpMapok», BHUCBITJIOIOUNM MOBHUH 3aKOH, 30CepeauJia CBOIO
yBary Ha HOJiAX, IO BigOyBaaucsa IpoOTATOM Hepioay 3a uepBeHb—aucrtoman 2012
POKY, KOJIM MOBHUII 3aKOH iHTEHCHBHO PO3TJaALaBcsaA. HacTKOBO BUAAHHS BUCBIiT-
JINJIO TPOIleCH MicJA MOMEHTY peecTpallii 70 aKTHBHOTO OOTOBOpPEHHS, Ta MHicJd
HaOyTTA HUM YMHHOCTi. ¥ IyOJiKaIligAX aBTOpPW PO3TJIAAHYJH HOAII Ta ABUIIA, IO
MaJIu MicIe mijg uac 6e3nmocepegHbOTO PO3TIISAAY MIOAAHOTO 3aKOHOIPOEKTY, HOTr0 I10-
IaJBIIOro 3aTBepa:keHHsa BepxosHoio Pamoro YKpainu, mignucanaa 3axkony Ilpe-
3UAEeHTOM Y KpaiHu Ta BBeJeHHS MOoro B Ailo B perioHax kpainu. 'azera «fApmapok»
BHCBiT/IIOBajia 3arajJbHOJEPsKaBHI Ta perioHajlbHiI Iporecwu 3anjsd IIaHOPaAMHOTO
pos3rasaay MOBHOTO MuTaHHA. Marepianu HanucaHi B iHpopMaIiiHUX Ta aHATIITHY-
HHUX KaHpaxX, Ha OCHOBi AKMX MOBHA CHUTyallid IIpoaHaaidoBaHa 0ijbiln rianbOKoO, i3
3aCTOCYBAHHAM KOMEHTYBAHHS, IIPEACTABJICHHAM IPOTUJIEKHUX TOUOK 30pPYy IIPO-
BigHUX AiA4iB Bcix cdep cycHmiJabcTBa Ta aBTOPCHLKOTO MOTJIALY Ha 3aKOH YKpalHu
«IIpo 3acagu mep:kaBHOI MOBHOI HOJITUKM» .

AyaueHko J1. M.,
maaicmpaHm

B2B (BUSINESS-TO-BUSINESS) K CNELU®PIYHUNA PI3BHOBUA MEJIA
BEJIUKOI BPUTAHII: OCOB/IUBOCTI ®YHKLIIOHYBAHHSA

3’acosyromuvces ocoodausocmi pynkyionysanus B2B (business-to-business) ax cneyugiirnozo
muny dinosux 6u0aHbs.
Kamwouosi crosa: B2B, «business-to-business media», kopnopamuéHri 6u0anHs.

Considers features of functioning B2B as a specific type of business editions.
Key words: B2B, business to business media, editions of corporations.

IlimroBe mpu3HAUEHHS € OHI€I0 3 TOJIOBHUX O3HAK KJacupikallii nepioguuHmnx BU-
IaHb, 30KpeMa TaK1X, AK KOPIIOPAaTUBHI, TOOTO ocobauBoro pisaosungy 3MI, «i1o ix Bu-
IaloTh KOMMOAaHil, miAmrpueMcTBa, YCTAaHOBYU 3 METOIO iH(OPMAIiiHOI IiATPUMKM BJacC-
HOT'O OCHOBHOT'O BUJY HisIIbHOCTI IIJIAXOM (POPMYBAHHSA IO3UTUBHOTO iMimKy, 0OOMiHY
irdopmMmailrieio BcepeanHi opramisaiii Mik ciBpoOiTHHKAaMM Ta MOIIMPEHH ii Ha30BHi,
cepeJ KJIi€HTiB, mapTHePiB Tomo» [2, 18].

KopnopaTtuBHi Buanua ocTaHHIiM yacoM HaOyBalOTh Bce GiIBITIOTO PO3MOBCIOAKEH-
HS y cucTeMi IpyKoBaHUX Mac-menia. Ile #1 cTrocyeThea it Takoro pisHoBumy, sk B2B-
3MI. Omxe, AK 6auMMO, HA Yaci OCMUCJIEHHA TeHIEHIIiil PO3BUTKY KOPIIOPATUBHUX BU-
Iaub y mijomy i B2B-npecu 3oxpeMma.

Mera HaIoOro goCJimIKeHHSI — omMcaTu 0co0MMBOCTI hyHKI[ioHyBaHHSA B2B-Bugann
AK coernudiuaoro Tuny giosux 3MI.

00’ekT —B2B-Buganua AK crienudivHUi pisHOBUI KOPIIOPATUBHUX MeJia.

IIpenmet — ocobiuBocTi hyHKI[IOHYBaHHS i po3BUTKY B2B-Bunans y Benukiit Bpu-
TaHii.

CyuacHuii yKpaincbkuit Buenuit [1. OnTap:KeBCbKUH 3a I[iJIbOBOIO ayAUTOPi€I0 BUMIi-
JIsI€e TaKi piBHOBUAYM KOPIIOPATUBHUX Mefia:
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KOPITIOPATUBHI MEJITA

BHYTPILIHI

B2P 30BHILIHI
B2C B2B,
3MIIIAHOTO TUITY

e B2B (business-to-business) — KopmopaTuBHi BUIaHHs, OPi€HTOBaHI HA TapTHEPiB;
B2C ( business- to-client) — ma kaientis; B2P (business- to-personnel) — ua cmiBpobiT-
HUKiB [2, 19].

B2B-menia ax cumemudivHMil pisHOBUJ AiJIOBUX BHIaHb KOPHUCTYIOTHCS V Beaukii
Bpuranii ocobimBoi0 monyaAapHicTIO.

3riguo 3 onuryBanHaMu aHagiTuuHoi arexitii NFO WORLD Group, mpoBeneHoro ce-
pern 6puranchbKuX OizHecMeHiB Ta mignpuemiris, 80% pecmnongenTis B2B-menia naszsaau
HaniHnGOpPMaTUBHIMINMY Ta CEPHOSHUMU JKepeslaMu AiJoBoi iHdopmarrii [4].

Buxonaauu i3 roJloBHUX XapakTepuCcTUK «business-to-business media», a6o «B2B»,
Ta BpaXxOBYIOUM Pi3Hi KOHIIENITYaJNbHI peJaKI[ifHi migxoau, yKpaiHOMOBHUM €KBiBaJIeH-
TOM /0 BUINl€3a3HAUEHOI'0 Pi3HOBUIY IPYKOBAHUX Mac-MeIia MOKHA BBAKATU BUIAHHS
«mpodecionanu npogdecionamam» abo «b6isHec 6izHECy».

Heaki mocaimuukwm, Hanpukaan . Mypsiu, HasuBaooThb mepioguky <«business-to-
business» KopmopaTuBHUMHU Gr0JieTeHAMU ab0 «newsletter», migxpecaoun TAKUM Yu-
HOM O0OMeKeHiCTb 00cATy, TeMaTUKHU Ta ayauTopii [1, 74].

TonoauMu pyurniamu B2B-pecu e:

- HAJAro[»KeHHs KOMYHIKaTHBHMX 3B’s3KiB Ta iH(@opmaiiifimoro sabesmedeHHs B
HeBHill ramxysi;

- HaJAHHSA MOBHOI, 00’€KTUBHOI, KOMIIETEHTHOI iH(opMmaIii momo cuernudivaux ac-
IeKTiB Ta TeXHIYHUX 0cOOJIMBOCTEM ITIeBHOI chepu AiI0BOI aKTUBHOCTI;

- IPOBEIeHHS PiBSHOMAHITHUX MOHiTOPUHTIB, OIJIALiB, aHKEeTYBaHHS 3 METOI0 yXBa-
JIEHHS OIIePATUBHUX TA CTPATETiYHUX PillleHb;

- in(popMyBaHHsA IIPO HPOAYKILiI0, TOBAPU, IMIOCJYTH, BIIPOBA:KeHHA iHHOBAI[IMHIX
TeXHOJIOTi#, cyyacHOTo 00JIafHAHHS TOIIO;

- 6esmepepBHUM aHaJi3 pUHKiB 30yTYy (I[iHOBI MOHiTOPHUHTHY, OTJIAI TA OIliHKA KOMIIA-
Hill, AKi IpeAcTaB/IeHI HA PUHKY, OyOJIiKaIlisd peATUHTIB JifilepiB MeBHOI rayrysi ToIo);

- pekJaMHO-iH(popMaIliliHe 3a0e3neueHHA KOHKPETHOI 0idHecoBoi cdhepu;

- migBUINleHHA KBasidikamiiHoro ta mpogecioHaabHOr0 piBHA 6i3HECMEHIB ILISIXOM
posMmileHHs iH(popMaIliiiHO-aHATITUYHUX MaTepiajiB, iHHOBAIlIMHNX 3MiH y TrajIysi ToIro.

B2B (business-to-business) — 1e raseru, JXypHaJau, ingopmarlliiiui 6roJereHi, pisHo-
MaHiTHi 30ipHUKY, JOBIIHUKY, MOHITOPUHTH, OTJISAN TOIIO, TOMiHAHTHOIO PHCOI0 AKUX
€ CerMeHTYBaHHsA UYUTAIIbKOI ayauTopii 3a mpuHIuioM mpodeciiinoi Hame:xHocTi. Taka
mepioguKa € mepeBakHO BHYTPIITHLOIIPOMICJIOBOIO a60 BHYTPIIITHBOTaIy3€B0OI0, TOOTO
KOPIIOPATUBHOIO, YiTKO BigmoBimae morpebam untauiB. OpieHTyOUNCh Ha IIi BUJAHHAI,
0idHEeCMeHHU yXBAJIOIOTh OiJBIIiCTL AiJOBUX PillleHb, OTPUMYIOTh HAABAYKJINUBY €KOHO-
MiuHYy Ta IopuandHy iHbpopmalito. Ileit pisHOBUA MiI0OBUX BUIAHBb POSIOBCIOMKYETHCA
moMixk mpodecionasiB, creliasicTiB Ta IPaKTUKIB MiAIPHUEMHUIILKOI, (DiHaHCOBOI, KO-
HOMIiUYHOI JisiIbHOCTI.

B imdgopmaniiinomy mosi Benukoi Bpuranii mpeacraBieni yci pismoBumu B2B-
BUAAHD.
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Tasera — me HalimomIMpeHimInii TUII TPaAUIliHOI AioBOl mpecu Beaukoi Bpuramii.
ITe crocyersea i B2B-3MI. Taki Buganua MaOTh cTabiIbHY KOHITETITiI0 MeAiTHOTO KOH-
TeHTy (AmsaiiH, pyOpuKAaIlid, CTUIb IOJaHHA MaTepiajiB TOIO).

B2B y Beaukiit Bpuranii npencraBieHi TaKUMHU pPisHOBUAAMU, AK iH(pOpMAaIliiiHi,
PeKJIaMHi, pekJaaMHO-iHpopMaIlifiHi BUZaHHA, AKi MAalOTh THYYKY CUCTEMY BUXOAY (II10-
JIIeHHi, IMOTUKHEBI TOIIO).

B2B-:xypHaau TaKo:K MalOTh CTANy ayAUTOPil0 Ta THUIIOBY KOHIemIrio. Ik mpaBu-
JIO, BOHU TeMaTUYHO OOMe’KeHi (BpaxoBYIOUM YHUTAIlbKY ayauTopiro). 3aszsuuaii B2B-
KypHanu y Benukiii Bpuramii — 11e 1mmoTuxHeBl BULaHHSI.

Iadopmariiini OrosereHi 3mebisbimoro € imdopmalmiiiHO-peKJIaAMHUMU BUIAHHAMU
okpemux Gipm, Kopropailiii, Mmarasuuis. Bouu 6yBaoTh pisHUX (popMaTiB, pisHOTO AU-
3alfiHy Ta IIPEe3eHTYIOTh Pi3Hi KOHIENITYadbHi pillleHHs.

HoBimauKku — ocobauBuii Tun B2B-Bumans. I1a nepioguka 3a3Buuait modyjoBaHa 3a
OPUHIIUIIOM «YXOBTHUX CTOPiHOK», TOOTO IMEPiOAMYHMNX, IOKBAPTAILHIX UM MIOPIUHUX
30ipoK migmpueMcTB, GipMm, opranisaiiiii Tomo. JoBiAHNKY TaKOXK CIIPAMOBAaHI Ha BU-
CBiTJIeHHSA MMEeBHUX MOHITOPHMHIOBHUX JOCJiAKeHb IiAIpHUeMCTB, (pipm Benukoi Bpura-
Hii. [eti Tun Buganb HAOYB MOITUPEHHA ¥ 0araTbox Kpainax €Bponu.

3abesmneuyoun IMeBHY railysb, B2B-BugaHHA HAZalTh iH(opMaIliio momo curyarii
Ha PUHKY, IIPU IIbOMY OepeThbCs IO yBaru sik BepTUKaJIbHA, TaK i TOPU30OHTAJIbHA I1JI0-
[MHY PHHKOBUX BigHOCHH. VIeThes Ipo roJI0OBHUX JIiepiB Ta KOHKYDEHIIio meBHOI 6i3-
HecoBoi chepu, OCTaHHI HOBUHM JiJIOBOI aKTUBHOCTI B rayysi (mpubyTKu, 6aHKPYTCTBO,
POSIIIMPEeHHsS BUPOOHUIITBA, 3JIUTTS), TOOTO BUCBITIIOETHCA AUHAMIKA BHYTPIIlIHbOTA-
JIy3eBUX BiTHOCWH, PO3MIIITYIOTHCA OTOJIOIIEHHA Ta peKJama [3].

ITopu momyiApHIicTE Ta yBary 300Ky OpuTanchbKoi 6i3HecoBoi emritu, B2B zanuimna-
I0ThCA 3e6i/IbIIIOro HeBeJIUKNMU 32 00CATOM JIOKAJLHUMHU BUJAHHAMMU, 110 i € IXHBOIO
cuenudikoio. Buxing nporo pisHosuay 3MI Ha 3arajbHOHAIiOHAJIBLHUN PiBeHb HE JAaCTh
3MOTH TakK IMINO0KO M JOKOHAJIO OXOILIIOBATH KOHKPETHY raayssb. CTaTyc 3arajbHOHA-
IMiOHAJIBLHOTO BUAAHHS BHMAarae iHmunx QyHKIi Ta 0008’ a3KiB 1010 iH(popMyBaHHS B
TaKOMy MacIiiTabi, a e IPU3BOAUTh He TiJIbKM M0 KOHKYPEHIIii i3 riramTamMu mijgoBoi
nepioguku («Financial Times»), a i1 BrpaTu uuTanbKol ayauTopii.

3posymino, 1o taki SMI nomexkyau € HamiBmpodeciiHMMU 3 TOUKHU 30Py KypHa-
JiCTChKOI MAliCTePHOCTI, OCKiJIBKY BUIABIIL Ta aBTOPU 3e0iIbIIIOr0 He mIpodecionanbHi
JKYPHAJICTH, a cIelliajgicTy mpakTudYHOro 0isHecy. Bogaouac B2B moBHicTIO BUIIpaBIo-
Bye cebe Ta € aGCOJTIOTHO CAMOJOCTATHIM CerMeHTOM Ji1oBoi mpecu y Benukiit Bpuramii.

Or:xe, B2B € ogauM 3 HallBAXKJIUBIIINX Megia-pecypciB mys O0isHec-esiT B AHraii.
Bpuranii, ki mocTifiHO KOPUCTYIOTHCA KOPIIOPATUBHUMY BUAAHHIMU, BU3HAIOTH 1€
pisaoBug 3MI HaiibiabII cepilo3HUM AKepesIoM AiioBoi indopmailrii. B2B-menia B corri-
OoKoMYyHikaIifinomy mpoctopi Beaukoi Bpuranii pempesenToBaHi ycima pisHoBUgamMu:
e i raseru, i sKypHaau, i foBigauKU Tomio. HesdBaskaouu Ha BeJIUKUH IIOIIUAT IPEICTAB-
HUKiB 0i3Hec-KJacy 0 TaKOT0 PisHOBUAY KOPIIOPATUBHUX BUIaHb, B2B He BUXomaTh Ha
piBeHBb 3araJIbHOHAIIOHAJIBLHUX Me[ia: AJd IBOro iM MOTPiOHO O6yae BUKOHYBATH 30BCiM
iHmre ¢gyHKIioHAaIbHEe NMPU3HAUEHHS, IIPAIIOBATH HA iHINY ayJHUTOPil0, a TAKOMK KOH-
KypyBaTH i3 HaibinpmuMu gigoBumMu BugaHHamu. Crnenudixka B2B-memia monsrae y
TOMY, IIT0 BOHA MAIOTh CTAJIY I[IILOBY ayJUTOPii0, OXOILIIOIOTh KOHKPETHI raysi.
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