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NHOIIOEHC-MAPKETHUHI' B B2B-CEI'MEHTE: OTJIMYUSA OT B2C "
KPUTEPUMU BBIBOPA OTPACJIEBBIX OKCIIEPTOB

Annomayun. B cmamve paccmampuearomcsi 0coOEHHOCMU NpUMeHeHUs
ungmoenc-mapxemunea 6 B2B-ceemenme. I[Ipogseden cpasHumenvuvili aHalIu3
n00x0008 K unghnroenc-wapkemuny 6 B2B u B2C. Buvisignenvl kirouegvie paziuyus 6
cmpamezusix,  yenegou  ayoumopuu, Mmunax KoHmeHma U  Kpumepusx
agpghexkmusnocmu. Onpedenenvbl OCHOBHblE Kpumepuu 6vl00pa OMmMpacieulx
9Kcnepmos 0nsa B2B-kamnanuii: npeomemuas sxkcnepmusda, 00Cmo8epHOCMb, CEnb
npogeccuonanvhblx  céAzel, pasHoobpazue KOHMeHma U  6061e4eHHOCHb
ayoumopuu. Ilokazano, umo 87% B2B-noxynameneu 0ogepsiom pekomeHOayusim
KoJle2 bonvuie, uem OpeH0080M)Y KOHMEHNT).

Knwuesvie cnosa: Hngnioenc-wapkemune, B2B-mapxemune, ompaciegvle
9KCnepmul, YUu@pposou MapkemuHe, KOHMeHm-MapKemuHe, 0ogepue ayoumopuu,
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Abstract. The article examines the features of influencer marketing
application in the B2B segment. A comparative analysis of approaches to influencer
marketing in B2B and B2C is conducted. Key differences in strategies, target
audience, content types, and effectiveness criteria are identified. The main criteria
for selecting industry experts for B2B campaigns are determined. subject matter
expertise, credibility, professional network, content diversity, and audience
engagement. It is shown that 87% of B2B buyers trust colleagues' recommendations
more than branded content.
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Bsenenne

CoBpeMeHHbII  LU(POBOMI  MAapKETUHI  NEPEKUBAET  3HAYUTEIBHYIO
TpaHc(opMalMio, CBA3aHHYIO C POCTOM BJIMSHUS COLMAJIbHBIX CETEd U
npodeccroHalIbHbBIX COOOIIECTB. NHpnroeHc-MapKeTHHT, paHee
aCCOLIMMPOBABIIMNICA NPEUMYILECTBEHHO ¢ B2C-cermeHTOM, aKTUBHO TPOHUKAET B
cthepy 6uznHeca s 6uzneca (B2B). Ilo nanabsiM uccnenoBanuid, moutu 90% B2B-
noKynarejnel NpearnoYUuTaloT KOHTEHT OT MPOBEPEHHBIX MHQIIOEHCEPOB MPSMBIM
npogaxkam oT OpeHnoB [l1]. AKTyaabHOCTH HCCJEAOBaHUS OOyCIOBJIEHA
HEO0OXOIUMOCThIO TTOHUMAaHUS CICIIU(PUKH MPUMEHEHUS] UH(IIIOCHC-MapKETHHTa B
B2B-koHTekcTe, TIa€ MpOLECC MNPUHATUS pEUIeHUH OTIuMYaeTcs OoJbluei
CJIOKHOCTBIO, JUINTEJIBHOCTBIO U BOBJICUEHUEM MHOKECTBA CTEUKXOJIIEPOB.

Teopernueckue 0CHOBBI HHIIOEHC-MapKeTHHTa B B2B

Nudmroenc-mapketunr B B2B  mpencrasnser  co0oil  cTpareruro
B3aMMOJICHCTBHS C OTPACIECBBIMU SKCIEPTAMU, AHATUTUKAMU U JIMJEPAMU MHEHUN
JUTSL TIPOJIBUKEHUSI TIPOAYKTOB M YCIYT CpeAu MpodeccuoHalbHOU ayauTopuu. B
ommune ot B2C, rae uH@umoeHcepbl 4acTo (DOKYCHUPYIOTCS Ha pPa3BICUECHUU U
co3manuu TpeHnoB, B2B-undmaioeHcepsl obecrneunBaioT mnepefadyy 3HAHUA |
yKperieHne mnpodeccuoHaabHbiX OTHomeHuid [2]. Pons B2B-undmtoencepa

CoUucCTacT HpO(l)eCCHOHaHBHBIfI ABTOpUTCT C COLOMAJIbHBIM KallMTaJIOM, YTO



103BOJISIET A(D(PEKTUBHO BIUATH HA MPOIECC MPUHATHS PELICHUN B OpraHu3alusIX-
KJINCHTAaX.

KuroueBsbie pazanuus mexay B2B u B2C unduroenc-mapkeTHHIOM

AHaJIN3 COBPEMEHHOW HAyYHOU JINTEPATypPhl U MPAKTUUECKUX UCCIEAOBAHUN
MIO3BOJIMJT BBISIBUTH (PyHIaMEHTaJIbHBIC Pa3IMUUs MEXKIY TOAX0OAaMH K HHQIIIOCHC-
mapketunry B B2B u B2C cermenrax. B2B-undmioeHnc-MapKeTHHT MTOTYEPKUBACT
MPEAOCTABICHNE KIIMEHTaM JIy4lleld OTJa4d OT MHBECTHUIMH, B TO BpeMs kak B2C
gacTto omwmpaercs Ha smommu [3]. B2B-kammanuum Qoxycupyrorcs Ha Oosee
JUIMTEJIBHBIX HUKJIAX MPOAAXK C YYACTUEM COBETOB I10 NMPHUHITUIO PELICHUMN, TOrIa
kak B2C-kamMmaHnuy OpUEHTUPOBAHbBI HA UMITYJIbCHBIE TOKYTIKH.

IleneBass aynmutopusi B B2B mnpencrasnena npodeccroHaniamMu U JUIAMH,
IPUHUMAIOIIMMH PELIEHUS B OpraHu3alusix, B To BpeMs kak B B2C 310 kOHEeUHbIE
norpeduten. COOTBETCTBEHHO, TUITBI HH(IIFOEHCEPOB Pa3IUYaOTCs KapIUHAIBHO:
B B2B 310 oTpacieBbie SKCIepThl, aHATUTUKH, CIIMKEPHI KOH(EPEHIIHii, TOrIa KaK B
B2C mpeobmnanator naiidcraiin-onorepsl u 3HaMeHuTocTd. OcHOBHOM (pokyc B2B-
MH(DII0EHC-MapKETUHTa HAMpaBiieH Ha 3kcnepTtusy, ROl u mornueckue aprymeHTsl,
B TO BpeMs kak B2C cTpouTcs Ha SMOLUAX, TPEHAAX U UACHTU(DUKALIUY C OPEHIOM.

Kpurepuu Bo160opa orpacieBbiX IKCnepToB 1 B2B-kamnanui

Nnentudukaius 1 Baauaanus MNOAXOASIIMX UHQIIOEHCEPOB MPEACTABIIACT
coboli TpyHOEMKHI mpolecc, TpeOyromuid rmyookoro aHamuza. MccnemoBanue
LinkedIn cpenu 1 700 TexHomornueckux nokynareneit B Benukoopuranuu, CILIA
u VHaum BBIABWIIO IIECTh KITIOUEBBIX XapakTepucTuk B2B-undmroencepos [4].
[IpenmeTHast SKCIIepTH3a 3aHUMAET IEPBOE MECTO — 53% pPECIIOHIEHTOB CUUTAIOT €€
IJIaBHBIM KpuTepueM. D(PQPeKTUBHBIA HHQPIIOCHCEP MOJKEH IEMOHCTPUPOBATH
DIyOOKHe 3HaHus B CBoed obOmactu. OTo (QyHIaMEHTalbHOE TpeboBaHuE,
omnuaroniee B2B-undmoencepos ot B2C, rae BaxHee pa3BiekarenbHas QyHKIUS.

JIoCcTOBEpHOCTH U ToBepre oTMETUIIN 52% pecnoHneHToB. B2B-nokynarenu
JOJKHBI  OBITh yBEpPEHbI B OOBEKTUBHOCTH U HAASKHOCTH HWHGPOPMAIIUH,
MIPEAOCTABIIIEMON UH(DIIOEHCEPOM. Hosepue dbopmupyercs yepes

MOCJIEIOBATEIbHOCTh  MyONIUKAIMi, TMPO3PAauHOCTh U MPO(ECCHOHAIBHYIO



penytaiuio. CeTb TnpodecCHOHANBHBIX CBA3€H Takxke BaxkHa a1 52%
ONPOLIECHHBIX. Ba)KHO HE MPOCTO KOJIWYECTBO MOIINMUCYUKOB, 4 KAYECTBO CBA3EH C
JPYTUMU 3KCIIEPTAMH B OTPACIIH.

dpdekTUBHOCTH HHPIEHC-MapKeTHHTa B B2B

HccnenoBanusi TMOKa3bIBAIOT — BBICOKYIO  3(PPEKTUBHOCTH  WHMIIOCHC-
MapkeTuHra B B2B-cermenre. 87% B2B-nokynareneil 10BepsOT peKOMEHIAUSAM
KoJuler Oouibllie, 4eM OpeHIoBOMY KOHTEHTY [5]. 53% MapKeTosoroB CUMTAIOT
PEIMETHYIO SKCIIEPTH3Y INIaBHBIM KpUTEpUEM BbIOOpa nHIoeHcepa. [ modanpHbIe
pacxonbl Ha uH(IoeHc-MapkeTur B B2B Beipociu Ha 34% B 2024 rogy.

Haubonee »¢dexrupHpiMu Tunamu B2B-undmioercepoB  sBusitoTCs
Op3HIMBHIyalbl — Y3HABAaEMBIE SKCIEPThl € OOIIMPHOM CEThIO KOHTAKTOB;
BOCXOZSIIME  3B€3bl —  MEPCHEKTHBHBbIC  CHEIUAINUCTHI,  HaOuparolue
HNOMYJISIPHOCTD; HULIEBBIE SKCHEPThI — Y3KONPO(QUIbHBIE CIIELUAIUCTHI C BHICOKOU
BOBJICUEHHOCTBIO AyTUTOPHH.

3akirouenune

Nudmoenc-mapketuar B B2B-cermenTe mpeactaBisier coOOM MOIIHBIN
UHCTPYMEHT TOCTPOEHMSI JOBEpPHUS U TOBBILIEHHUS] y3HABa€MOCTH OpeHAa cpeau
npodeccruoHanbHOM aynutopuu. KiroueBoe oriamume ot B2C 3akimouaercst B
IPUOPUTETE OJKCHEPTU3bl HAJ pPa3BIEKATEIbHbIM KOHTEHTOM, JIOTMKHA HaJ
AMOLUSAMH, TOATOCPOYHBIX OTHOIIEHUI HAJl Pa30BBIMU TPAH3AKIUSIMH.

VYenemnas peanuzanus B2B uH(ioeHc-MapkeTHHra TpedyeT TIIaTeIbHOTO
oTOopa MHQIIOEHCEPOB HAa OCHOBE MPEIMETHOM 3KCHIEpPTHU3bl, TOCTOBEPHOCTH U
peneBaHTHOCTH; (hOKyca Ha Ka4eCTBE ayIUTOPHH, a HE TOJIHKO HAa KOJMYECTBEHHBIX
MOKa3aTessiX 0XBara; MOCTPOEHUS AOJITOCPOUHBIX TAPTHEPCKUX OTHOLICHUH.

IlepcriekTBBI pa3BUTHS HAMNpPABICHUS CBSI3aHbl C POCTOM HWHBECTUIUN
(mporHo3upyembiii  00beMm poiHka $24,1 wipm k2026 rTomy), pa3BHTHEM
npodecCHOHANBHBIX TIaThOpM M yBenuueHueM goBepusi B2B-nokymarened k

PCKOMCHAAIAM OTPACIICBBIX 9KCIICPTOB.
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