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B cratbe paccMaTpueatoTcs coBpeMeHHble Noaxoabl K GOPMUPOBAHMIO KOANMLMOHHBIX M CETEBbIX MPOrPAMM NOSANBHOCTM B POMBILIAIEHHOM
B2B-MapkeTuHre U X NPUMEHUMOCTb B POCCUMCKMX YCNOBUsIX. ABTOPbI HO OCHOBE QHANM3A 3apY6eXHbIX U POCCUMCKMX UCTOYHUKOB,
a Takxe npaktmyeckmx kencos 2024-2026 ropoe BbigensioT KiOYEBbIE TPEHABI NPOrPaMM NosnbHocT B2B: cmewwenme akueHra ot
CKMAOK K CO3AAHMIO AONTOCPOYHOM LEHHOCTH, nepcoHanmaaumu, ukterpaurm c CRM/ERP u noctpoenmio undpossix akocucrem. Ocoboe
BHUMOHWE YAEnseTcs KOQNUUMOHHBIM U CETEBbIM MPOrPAMMAM KaK Haubonee nepcrnekTUBHLIM ANnsi MPOMbILLAEHHOTO pbiHka Poccum
C YY4ETOM CAHKLMM, MU3MEHEHMSI KOHKYPEHTHOM Cpefibl U OTPACNEBbIX OFPAHUYEHUI No moandukaumm npogyktd. OnMcaHbl OCHOBHbIE
3NEMEHTbI APXMTEKTYPbl TAKMX NPOrpamm (eamHas umdposas nnatpopma, kpocc-6peHaosoe ncnonbaoBaHne 6oHYCoB, reiMubHKaums,
COBMECTHbIE MePONPUATHS, KyPATOPCTBO, KO-MOPKETMHFOBAS! AKTUBHOCTb) M NPeasioXeHbl KpUTepHU oTBopa NAPTHEPOB A1 KOQNMLMM.
KnioueBble cnoBa: nporpammsl nosnbHoctM B2B; koanuumoHHble U ceTeBbie NPOrpamMMbl NOSINLHOCTH; YAEPXAHUE KIIMEHTOB;
NPOMBILUNEHHbIH MOPKETHHT; NAPTHEPCKME NPOrPAMMBI.

The article discusses modern approaches to the formation of coalition and network loyalty programs in industrial B2B marketing and
their applicability in Russian conditions. Based on an analysis of foreign and Russian sources, as well as practical cases from 2024-
2026, the authors identify key trends in B2B loyalty programs: shifting the focus from discounts to creating long-term value, personalization,
integration with CRM/ERP, and building digital ecosystems. Special attention is paid to coalition and network programs as the most
promising for the Russian industrial market, taking into account sanctions, changes in the competitive environment, and industry restrictions
on product modification. The main elements of the architecture of such programs (a single digital platform, cross-brand use of bonuses,
gamification, joint events, curatorship, and co-marketing activities) are described, and criteria for selecting partners for the coalition are
proposed.

Keywords : B2B loyalty programs; coalition and network loyalty programs; customer retention; industrial marketing; partner programs.

BeepeHue (Introduction)

Bbicokasi KOHKypeHLMst Ha NOTPEOUTENIbCKOM PbIHKE 3a-
CTaBnsieT NPOU3BOAWUTENEN U NPOAABLIOB HE TO/IbKO YBE/U-
unBaTb PYHKLHUOHAIBHOCTb, Ka4eCTBO NPOAYKTA, ONTUMU-
31poBaTh ero ceGecToMMOCTb U B HEKOTOPbIX CUTyaLMsX
CHWXKaTb LieHy, HO M NepecMOTPETb aKLEHTbl MapPKETUHIOBbIX
CTpaTterui B nosib3y MHCTPYMEHTOB (DOPMUPOBAHHWS IOAIb-
HOCTH NOTPEBUTENS K NPOAYKTY, BpeHay Ui MaTepUHCKOM
KoMnaHWu. U ecnn Ha pOCCHICKOM pbiHKE NOTPebuTeNbCcKoM
NPOAYKUMH (KoHEHHOE NoTpebieHHe) Y>Ke CIOXKUNCD onpe-
[eJIeHHble YCTONYMBbIE TEHAEHUMH, BEHUMAPKKU NpaKTUYe-
CKM BO BCEX BUAAX TOBAPHOMW NPOAYKLMHU U YCAYT, TO Ha pOC-
cuickoM BZB-pblHKe MapKeTUHT B cpepe NI0SNbHOCTH BU3-
Hec-noTpebuTesien elle TosbKo HabupaeT cBou 06OPOTbI.

N B 3TOM CBA3M TEMa UCCNE[O0BaHUSA BUAUTCS HaM KaK aKTy-
anbHasi U CBOEBpeMeHHas.

Llens uccnedoBarHus — Ha OCHOBe aHaiM3a POCCUIMCKUX
U MEXAYHapOAHbIX KEMCOB NoKasaTb, Kakie popMartbl KO-
aNULMOHHBIX U CETeBbIX NPOrpamMM peanbHo paboTaioT
B NPOMbILIeHHOM B2B v Kakue TpeboBaH1s OHW NpeLbsB-
NAT K BbIGOpY napTHEpPoB U IT-nnatdopm.

Mo paHHbiM Mordor Intelligence*, 8 2025 rogy muposoi
pa3Mep pbiHKa NIoSNBHOCTH oueHuBancs B 14,28 mnpg non-
napos CLUA, ero poct k 2030 rogpy oueHnvsaetcsie 31,77 Mnpg,
nonnapos CLLUA. B 2024 rogy 54,5 % Bbipyuku pbiHKa o-
ANBHOCTH NPUXOANNOCH Ha B2C-CeKTOP, HO aHASIMTUKK PbIH-
Ka NPOrHO3WPYIOT eXKEroAHbIN CPeAHErofoBOH TeMN pocTa
cekTopa B2B-nosinbHoctu Ha ypoeHe 18,3% no 2030 roaa.

* AHQNU3 pasMepa M JONM PLIHKA NOSANBHOCTU - TeHAEeHUMM pocta u nporHosbl (2025-2030) [dnektpoHHbiit pecypc] Pexum pocryna: https://
www.mordorintelligence.com/ru/industry-reports/loyalty-management-market (aara o6pawenus: 19.04.2026)
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Takum 06pa3om, OCHOBHOM BIOIKET NPOrpamMM JI0SAIbHO-
CTH NNaBHo cMelaetcs B B2B-MapKeTUHT — NpoW3BOauTe-
N1 CPeACTB NPOM3BOACTBA OCTPO UYBCTBYIOT KOHKYPEHLHIO
¥ FrOTOBbI N/IATUTb 32 BEPHOCTb. Y 3TOW TEHAEHLWH eCTb Npsi-
MOe 3KOHOMMUYECKOE OCHOBaHHWe — yhepKaTb notpebure-
Nlel C MOMOLLbIO CUCTEMBI IOSNIBHOCTH rOpasfo LeLueBse,
UEeM NPUB/EYD HOBbIX W/IH YK€ BEPHYTb YNYLLEHHbIX.

Ha npakTtuke poccuicKWe NpoMblIlNeHHbIe 3aKa3unKH
PEeAKO MEHSIOT NOCTaBLLMKA M3-3a OTCYTCTBUS CKUAKH, HO
YXOAAT Npu cbosX cepBUCa UKW OTCYTCTBUU TEXHUHECKOM
nopaepkku. Moatomy B B2B nosanbHOCTb BbipaykaeTcs He
B 4aCTOTE NOKYMOK, @ B FOTOBHOCTH K/IMEHTA COrIaCcoBbIBaTb
cneurdmrKaLm1, JoNycKaTb NOCTaBLLMKA HA CBOW OObEKTbI
W OenuTbCcsa NnaHamu pa3suTusa. B otanume ot B2C-npo-
rpamMM C MrHOBEHHbIMU BOHYCaMW, B NPOMbILLIEHHOCTH
KJIIOYEBYIO PO/ib UrpalOT COBMECTHOE NMPOEKTUPOBAHUE,
obyueHue nepcoHana KaveHTa u unterpauus IT-cucrem.

Ecnu ele naTb net Ha3ag nporpamMmbl TOSAIbHOCTH B NPO-
MbILL/IEHHOM MapKeTHHre 3aKNoUaNUCh B CKULKAX WU BO3-
HarpakieH1sX 3a NOBTOPHbIE NOKYMKH, TO CErOAHS aKLeH-
Tbl cMeLLatloTcs B cdhepy (POPMHUPOBaHKUS LOBEPHUS WU [OJI-
rOCPOYHOM LIEHHOCTH.

CerogHsi poccHicKUe NPOMbILLIEHHbIE NPEANPUATUS OKa-
3a/IMCb B YHUKAJIbHOW CUTYaLMH, KOTAa B CBA3W C CAHKLMSA-
MW NPeACTaBUTENM MHOCTPaHHbIX (B OCHOBHOM 3anagHbix)
NPOMbILLIEHHbBIX FPYMN B OCHOBHOW Macce NOKWHYIW poc-
CUWCKHM PbIHOK, & NPeACTaBUTENIM BOCTOUHbIX MPOMbILL/IEH-
HbIX NPEANPHUATUM TONIbKO HAaYMHAIOT ero ocBauBaTb. Takom
OTHOCHTE/IBHO CBOBOAHBIM POCCUMCKUI PbIHOK MPOMbILL-
NeHHOW NPOAYKUMH JaeT LaHC OTeYecTBeHHbIM NPOU3BO-
LMTENSAM YBEJIMUUTD CBOIO MPEACTaBlEHHOCTb Ha HeM, 3a-
KPenuTbcs U ChOPMHUPOBATL LOTOCPOUHbIE YCTONUMBbIE
B3aMMOOTHOLLEHHUSA C Bu3Hec-knueHTamu. KoHeuHo, BaxkHa
U hrHaHCOBas cocTaBAsAOLWas NOTEHLMaNA POoCTa NPeanpH-
STUM NPOMBIWNEHHOCTU — AeléBble KPEeLUTHbIe LEHbIH,
3KOHOMMUUECKHe npedepeHumnH 1 T.n. Ho Takyke ogHUM U3
BaXXHbIX (DaKTOPOB SABNSETCS NOCTPOEHUE IPPEKTUBHOM
MapKeTUHIOBOM CTpaTeruu B LEOM U NpOrpamMmbl J10s/1b-
HOCTH B YacTHOCTH. Ec/in B TexHonornueckon cpepe MHo-
rMe pPOCCUHUCKHE NPOMbILL/IEHHbIE NPEeANPHUATUS CErOLHA
BMOJIHE KOHKYPEHTOCNOCOBHbI HE TONIbKO Ha BHYTPEHHEM,
HO ¥ MUPOBOM pPbIHKE, TO B Chepe Pa3BUTHUS MapPKETUHIO-
BOW [€ATE/IbHOCTU 3HAYUTE/IBHO OTCTAlOT OT BIMMKaMLIMX
KOHKYPEHTOB. JTO (haKT 0ObACHSAETCS, NPEXKAe BCero, oT-
CYTCTBMEM OMbITa peasibHOW KOHKYPEHTHOM 6opbbbl ¢ HC-
NoNb30BaHWEM Pa3/iMuHbIX UHCTPYMEHTOB MapKeTUHra
B NPeACaHKLMOHHbIM NepUOf, KOrAa «TECHbIM» POCCUMCKUH
NPOMBbILLIEHHbIH PbIHOK C OTHOCHUTENIBHO HU3KUMU LIeHaMH
MHOCTPaHHbIX NPOAABLIOB HE NO3BO/ISAN MOSHOLEHHO NPea-
CTaBWTb NPOAYKLMIO POCCUUCKUX NPOU3BOAMUTENEN W3-3a
LIeHOBOro nopora BxoAa Ha 3ToT pbiHOK. Kak cnepcteue,
OTCYTCTBME CMpOCa Ha CreurasMcToB-MapKeTooroB npo-
MbILLSIEHHOM cdhepbl MPUBESIO K 3aCTOIO B 3BOJIIOLMH U pas-
paboTKe HHCTPYMEHTapHUsl OTEYECTBEHHOIO MPOMbILLIEHHO-
ro MapKeTuHra.

AHasiu3 oTedecTBeHHbIX NyHAMKaumi B cdepe nporpamm
nosnbHocTu ¢ 2018 no 2026 rop noaTBEpPXKAAET 3TO (PAKT:
13 noutu 104 415 HayuHbIx Ny6MKaLMWi B OHNAKH BUBHO-
Teke https:/ /elibrary.ru/ 307 ny6nukaumi kacanucs npo-
rpamMm nosinbHocTU B2B-pbiHKa U U3 HUX TobKo 51 ny6u-

Kalusi HanpsiMylo WKW KOCBEHHO 3aTparuBana nporpammbi
NOSNIBHOCTH B NpoMmbiweHHoM B2B-cekTtope. B kauectBe
OCHOBHbIX My6MKALMIA MOXHO NPUBECTH UCC/IEA0BAHMS:
— CunsBey T. 4. u coaBmopoB [1], paccMaTpuBatowmx
npouecc BbIbOpa MapKETUHIOBbIX UHCTPYMEHTOB LS
(POPMHPOBaHHS IOSSIBHOCTH KJIMEHTOB Ha POCCHMIUCKOM
BZ2B-pbiHke ceeTnbix HedpTenpoaykToe U CYT;

— loneoBoii U. B. [2], packpbiBatoLen cneuuduky dop-
MWPOBaHHWs Pa3/IMUHbIX BUAOB NOSbHOCTH Ha B2B-pbiH-
K€ C yUeTOM CYLLECTBYIOLLUX UHIPOPMALMOHHBIX LOCTH-
>KEHUM;

— Axmemuwura P. M. u coaBmopoG [3], obcyxpatoimx
NOCTPOEHHS [ONTOCPOYHbBIX IKOHOMHUUECKHUX OTHOLLEHHH
C K/IMEHTaMM KaK C OCHOBHbIMW CTEHKXON4epamMu B KOp-
nopatuBHOM cekTope B2B-pbiHKa.

Marepuanbl u metoabl (Materials and Methods)

NUccnepoBaHWe HOCUT KauecTBEHHbIH NPUKIaLHOW XapaK-
Tep M ONUPAETCs Ha ClefytoLMe UCTOYHWUKHU laHHbIX:
¢ 0630p oTeyecTBeHHbIX W 3apybexkHbix nybaukauun no

nporpammam fiosiibHocTh B B2B-cermerTe 3a 2018—2026

rogbl (elibrary.ru, npodubHble OTYETbI U NpodeccHo-

HasbHble 610rK);
¢ aHa/IM3 oNrUcaHWM TEXHONIOMMYECKHUX N1ATOPM NI0ANIbHO-

CTH, JOCTYMHbIX AN POCCUACKMX KOMNaHWW, NO OTKPbI-

TbIM MaTepyanam NocTaBLLMKOB;
¢ paccMoTpeHHe cneurudrkn bopmMaToB KoasMLMOHHbIX

nporpamMm B NPOMbILLIIEHHOM cermMeHTe (hopmar «npo-

usBoguTenb + OUCTPHUOBIOTOP», KO-OPEHAOoBbIE aKLMH,

MOTHBALMOHHbIE KaTanoru, obyyaioLme KamnaHuu, npo-

Mo Ha BZB-nnatdgopmax).

[nsa kaxkporo kenca oueHUBaNUCh: CTPYKTypa nporpamM-
Mbl, HAOOP MOTHBALMOHHBIX MHCTPYMEHTOB, UHTErPaLMs
C UUPPOBON UHIPACTPYKTYPOH U 3aPUKCUPOBaHHbIE OU3-
Hec-adpdeKTbI.

Pesynbratbl M 06cyxaeHue (Results and Discussion)

ABTOpamMu UccnefoBaHWs Bbln chOPMyNUPOBaH 0CHOB-
Hou Bonpoc uccaedoBarus. «Kakosbl Kntouesble hopma-
Tbl KOA/IMLMOHHbIX NPOrpamMmm B npombiwneHHoM B2B-cek-
TOpe M Kakue 3KOHOMUUYECKHE U KOMMYHUKaLMOHHbIE 3dh-
hbeKTbl OHU JAIOT?», — KOTOPbIHA NOAPOBHO PACKPbIT NOJTY-
UEHHbIMHW B CTaTbe pe3y/bTaTaMu.

MpoBeneHHbIH HaMK aHa/IM3 KEMCOB U AMMUPUUECKUX faH-
HbIX MPOMIbHBIX CMELUasMCcTOB, NPEeACTaBNEHHbIX B OT-
KpbiToM gocTtyne 3a 2024—2026 rofbl N03BONW/ BblAENWUTD
OCHOBHbIE NOAXOAbI K POPMUPOBAHHUIO NPOrpamMmm Nosiib-
HoCTU Ha BZ2B-pbiHKe. B npoMbiwneHHoM BZ2B-MapKeTuHre
Hanbosiee NonyasipHbI NPOrpamMMbl I0SSIBHOCTH, OPHUEHTH-
pOBaHHble Ha yaep>KaHWe, BOB/IEYEHHOCTb U CO3AaHue A0-
NOJIHUTENbHOM LLIEHHOCTH A1 KNHeHTa. X ocHOBHbIE BUAbI
npeacTtaeneHol B mabauye 1.

[na npombiwneHHoro B2B-cekTopa U3 NepeuynucieHHbIX
NOAXOAOB KPUTUUECKHU BaXKHbl HE CTOJIbKO BOHYCHble Me-
XaHWKH, CKOJIbKO CTeMNeHb BCTPauBaHWs NporpamMmbl B one-
pauuoHHble npouecchl Knuenta. Joctuxenune KPI, obyua-
loL e NPUBKUNETUU U UHTerpauus ¢ CRM/ ERP Hanpamyto
NoALEP>KUBAIOT NPOU3BOACTBEHHbIE U MPOEKTHbIE 3a4a4H,
B TO BPEMS KaK «4ucCTas» reimudukauus 6e3 npusssku
K peanbHbIM NpoeKTaM 3h4ecb ObICTPO BbligbiXaeTcs. ITo
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Ta6bamua 1

CoBpemeHHble noaxoAbl K pOPMUPOBAHMIO NPOrPaMM S1osnbHOCTHM Ha B2B-peiHke
Table 1. Modern approaches to the formation of loyalty programs in the B2B market

Ucnonbayembliii noaxoa

OCHOBHbI€ UHCTPYMEHTbI MapKeTUHra

MpeumyLecTsa Ans NapTHEPOB KOAAULIMK

AoctrxeHue uenen u KPI

nooLupeHue AOCTUKEHUA KAMEHTaMKU 6U3Hec-Lienel no
BHEAPEHUIO HOBbIX PELUEHWUI, BBIMOAHEHUIO 06BLEMOB
3aKynokK

yCUAMBAET BOBAEUEHHOCTb KAMEHTA, MOTUBUPYSA €ro
CTPEMUTLCA K COBMECTHOMY Pa3BUTUIO*

JKCKAIO3MBHBIE U 06pa3oBaTenb-
Hble nNpeumyLiecTtea

AOCTYN K OﬁylleHMIO, HOBbIM TEXHOAOTUAM UAU
KOHCYAbTaUUWOHHaA NOAAEPXKKa

GopMUPYIOT AONOAHUTEABHYIO LIEHHOCTb
U YKPENnAAT AOAAbHOCTb 6usHeca**

MNepcoHannsauumsa yepes UA
U aHaAAUTUKY

MCKYCCTBEHHbIA UHTEANEKT U NMPOABUHYTasA aHaAUTUKA
ANA NepCOHaAU3aLUK NPEANOXKEHUIN U GOHYCOB

yuuTbiBaeT cneunduky 6usHeca U UHAUBUAYaAAbHbIE
noTpebHOCTH, aBTOMATUUYECKU PeKOMEHAYET
LEHHbIE MPUBUAETUM U OByyatoLume pecypebid*, 4*

WHterpaumsa c CRM/ERP
W aBTOMaTU3auus

BHeApeHuWe nporpammbl AosiAbHocTM B CRM/ERP-
cUCTeMbl NAPTHEPOB AN aBTOMATU3aLMK HAUUCAEHUH,
OTCAEXMBaHWUA aKTUBHOCTU U ONTUMU3aLUK paboTbl ¢
KAMEHTaMu

noBbIWaeT 3PpPEeKTUBHOCTb YyAEPXKaHUA,
BO3MOXHOCTb 6bICTPO pearMpoBaTh Ha NoTpe6HOCTU
KAMEHTOBS*

FeMimudukaums

3NEMEHTbI reiMUpUKaLMmn: Ganbl, YEAEHAXKH,
COpPEBHOBAHUA MEXAY KAMEHTaMM

AONOAHUTEAbHAs MOTUBALUA U AOATOCPOYHOE
COTPYAHUUYECTBO BAUAET HA pe3yAbTaThbl o6eux
CTOPOH®*

KoanMUMOHHbIE U ceTeBble

06bEAMHEHHBIE NMPOrpaMMbl HECKOABKUX KOMNaHUM —

6annbl U 6eHedUTbI AN KAMEHTOB BO BCEW CETUT*

nporpammbl NPOU3BOAUTENEN, NOCTABLLMKOB, AUCTPUMOBLIOTOPOB
Mob6unbHbIe BU3HEeC- KAMEHTbI YNIPABAAIOT CTAaTyCOM, MOAYYaoT NPEANOKEHMS | yBEAMUMBAET YPOBEHb BOBAEUEHHOCTH
B3aUMOAEWUCTBUSA 1 CAepAT 3a 60HYCaMu B MOBUMABLHOM MPUAOXKEHWUU M MHTEerpauuu B paboumne npouecchbl NapTHEPOB

* B2B Loyalty Programs — Trends for 2025. [SnextpoHHbiit pecypc] Pexxum poctyna: hitps://product.pl/en/b2b-loyalty-programs-trends-for-2025/

(mata obpawenns: 19.04.2026).
** Tam xe.

3* B2B Loyalty Programs: An Ultimate Step-by-Step 2026 Guide. [9nektpoHHbit pecypc] Pexum poctyna: hitps://enable3.io/blog/b2b-loyalty-programs-

2025-guide (para obpawenums: 19.04.2026).

“* Empowering Businesses with the Most Accurate Sales Intelligence. [9nektponHbiit pecypc] Pexum poctyna: https:/ /www.smarte.pro/ our-data (gara

obpauenus: 19.04.2026).

5* Consumer loyalty in 2025: strategic engagement for the new era. [9nektpoHnHbiit pecypc] Pexxnum goctyna: https:/ /blog.brandmovers.co.uk/ consumer-
loyalty-in-2025-strategic-engagement-for-the-new-era (aata obpawenus: 19.04.2026).

$* Top 12 B2B Customer Retention Strategies: A Comprehensive Guide for 2025. [SnektpoHHbit pecypc] Pexum poctyna: https://
www.silverbellgroup.com/b2b-customer-retention-strategies/ (aata o6pawenus: 25.04.2026).

7* Consumer loyalty in 2025: strategic engagement for the new era. [9nektpoHnHbiit pecypc] Pexxnum goctyna: https:/ /blog.brandmovers.co.uk/ consumer-
loyalty-in-2025-strategic-engagement-for-the-new-era (aata o6pawenus: 19.04.2026).

npUHUUNUanbHoe otandue ot B2C-cermenTa, rae aMoLuu
U pa3BfieyeHHsi MOryT UrpaTb CaMOCTOSTE/IbHYIO POJib.

He Bce paccmMoTpeHHble cnocobbl (hopMUPOBaHHS NPo-
rpamm IOSAIbHOCTH MOTYT BbITb UCMO/Ib30BaHbI UMEHHO Ha
npombiwNeHHOM BZB-pbiHKe B CUY TOTO, YTO MPOMbILLNEH-
Hasi NPOLYKUMS HE MOXKeT 6bITb BbICTPO MOAHGHLMPOBaHA
NoA WHAOMBUAYaNbHbIE MOXeNaHUs KAUEHTOB (B OTNUuMeE,
Hanpumep, oT puHaHcoBoro BZB-pbiHKa) B CBA3W C Au-
Te/IbHbIM LIUK/IOM NepecMoTpa KOHCTPYKTHUBHbIX PELIEHHH,
cobiofieH1eM TpeboBaHUM TEXHUKK BE30MacHOCTH, yUeToM
LEUCTBYIOLLUX HOPM NPOEKTUPOBAHWS U U3rOTOB/IEHHWS B CH-
cTeMe cepTuduKaumu u T.n. Noatomy Hanbonee nepcnek-
TUBHBIMU A4/ pa3paboTKu U peanusaumnu B yCIOBUSX POC-
CUWCKOro NpombiluieHHoro B2B-pbiHKa Mbl cuMTaem Koa-
JIMLMOHHDbIE U CETEBble NPOrpamMMbl N0sILHOCTH. Mpuuem,
TaKWe NporpamMmMbl Tak>Ke MOryT cogep»kaTb B cebe Kakue-
NMBO 3N1EMEHTBI PACCMOTPEHHBIX MOAXOLOB.

AHanu3 npakTUYecKMX KEWCOB NMOKa3blBaeT, uTo ualle
BCEro KOa/lMLUOHHbIEe U CETEBbIE NPOrPaMMbl IOASIbHOCTH
CTPOSATCS BOKPYr 06beAUHEHNS HECKOIbKWX BPeHaoB 1w
CEPBMCOB C €MHON apXUTEKTYpPOH BOHYCOB, COBMECTHbI-
MW MEepPONPUATUAMU U TEXHUUECKOW UHTerpauren. B koHue
2025 ropa Content Marketing Institute no pesynbTatam
onpoca 6onee 100 mapketonoros B2B-cekTopa BblAesnN
OCHOBHbI€ TEHAEHLUH KOAIMLMOHHDIX U CETEBbIX NPOrpam-
Mbl JIOS/IBHOCTH, Haubosiee NONy/SPHbIX Ha NPOMbILLIEH-
HOM B2B-pbiHke**,

1. EauHas undppoBsas nnatpopmMa CTaHOBUTCA K/IOUEBbIM
MHPPACTPYKTYPHbBIM 3/IEMEHTOM KOAIMUMOHHbIX B2B-npo-
rpamm iosinbHOCTH. Bce yyacTHUKK 3kocHucTeMbl BHeaps-
0T YHUPHLMPOBaHHbIE UHTEPENChI (MUHbIE KaBUHETDI,
MOBUAbHbIE NpunoxeHus unu APJ), nossonsiolme Hakan-
NMBaTb, OTCNIEXHMBATb U UCMO/b30BaTb OBOHYCbI HE3aBUCH-
MO OT KOHKPETHOro nocrasLuka. LleHTpanusaums nonb3o-
BaTe/IbCKOro onbITa U (hOPMHPOBAHHE EAUHOrO BOHYCHOTO
BanaHca CHUXaIOT TPaH3aKLMOHHbIE U3[1EPXKKH B3auMoaen-
CTBWS W MOBbILWAIOT YACTOTY BOB/IEUEHHUS KIMEHTOB B CETb
napTHEPOB.

2. CyuwiecTBeHHyl0 poib UrpaeT MexaHW3m B3aMMHOro
HauucneHus 6annos U KPocc-6peHJ0BOro X UCMNO/b30Ba-
Hua. Mpu coBeplUeHWH ceNKu ¢ NobbiM yUaCTHUKOM Koa-
JULMU KJTMEHT nontydaeT GOHYCbl, KOTOPbIE MOTYT ObITb pe-
aNn30BaHbl B paMKax BCEW 3KOCUCTEMbI. Takas MexaHWKa
yBEeNUYMBAET BOCNPUHUMAEMYIO LLEHHOCTb NPOrpaMmbl
U CTUMYNIMpYEeT MyNnbTUOpPeHa0BOE B3auMogencTBre, hop-
MUPYS YCTOWUYMBDIE LIEMOYKH LENOBbIX KOHTAKTOB. THUnMWu-
HbIM MPUMEPOM BbICTYNAIOT UHTErPUPOBAHHbIE CETU NMPOU3-
BOZMTENEN, NOTUCTUUECKHUX ONEPATOPOB U CEPBUCHDBIX KOM-
naHWi, o6beAMHEHHbIX 0bLen BOHYCHOM CUCTEMOM.

3. MHTerpauums c KopnopaTuBHbIMKU CUCTEMAMMU yNpaBJie-
Hus (CRMw ERP) obecneunBaeT aBToMaTU3aL 1o Hau1cae-
HWS BO3HArpaXk4eHWM U NePCOHaM3aLMIO NPeaNo>KEHUH Ha
OCHOBe (paKTMUYECKOW [E/I0BOM aKTUBHOCTHU KnueHTa. Me-
HeaXKepbl NOJyyaloT AOCTYN K PefieBaHTHOW aHaIMTUKe

** B2B Content and Marketing Trends: Insights for 2026. [9nektponHbiit pecypc] Pexum poctyna: https:/ / contentmarketinginstitute.com/b2b-research/

b2b-content-marketing-trends-research (aata obpawenms: 19.04.2026).
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HEeNnocpeacTBEHHO B pabounx cUCTEMaX, BKJIIOHas Nnokasa-
Te/IM B3aMMOLENCTBUA Ha YPOBHE aKKayHTa W noptdens
CAENOK, UTO NOBbILIAET TOUHOCTb OLLEHKHU KIMEHTCKOM LieH-
HOCTH U 3(PPEKTUBHOCTb YNPABIEHUS OTHOLLEHUSAMMU.

4. lonoNHWUTENBbHBIM MHCTPYMEHTOM BOBJIEUEHUS BbICTY-
naet relMMudmrKaums. B koanuuuoHHbIX nporpaMmax BHe-
LPSIOTCSA PEUTUHIM, COPEBHOBAHUS W YENINIEHIXKW MEXAy
Y4acCTHMKaMMU, BKJ/IIOHas OLLEHKY Mo 06bEMyY 3aKynoK, U1uciy
peasin30BaHHbIX MPOEKTOB UK NPOXOXAEHHIO CepTUHKA-
uni. BosHarpaxkgatoTcs He TO/IbKO TpaH3aKLHUOHHble feM-
CTBMSI, HO M yuacTve B 06pa3oBaTe/ibHbIX U COBMECTHbIX aK-
TUBHOCTSIX, UTO YCH/IMBAET AMOLIMOHA/IbHYIO BOBNIEYEHHOCTD
¥ hOPMHUpPYET JONTOCPOUHbIE MAPTHEPCKUE CBA3M.

5. KoanuumoHHble nporpaMmbl TakyKe BKOYAOT OpraHu-
3aUMI0 COBMECTHbIX OTPaCc/ieBbIX MEPONPHUATUI U 0Opaso-
BaTesIbHbIX MHULMATHE — BU3HEC-IOPYMOB, CMELHan3u-
POBaHHbIX KOH(YEPEHLMH W 0BydatoLLMX KYpCOB. ITH dhop-
MaTbl CNOCOBCTBYIOT YKPEN/IEHHUIO FOPHU30OHTASIbHBIX CBA3EH
BHYTPH 3KOCUCTEMDI, PACLUMPSIOT UMCNO TOUEK KOHTaKTa
U YCHIMBAIOT MHCTUTYLIMOHA/IbHYIO TOSNIBHOCTb K 06befu-
HeHuio BpeHaos’*.

6. BaxkHbIM 3/1eMEHTOM BbICTYNAEeT KypaTopCcTBO U Nepco-
HaM3auus NPeLoXKeHWH. AKTUBHbIM K/IMEHTaM NpefoCcTas-
NAOTCSA KOMMIEKCHbIE NaKeTbl YCNYr, UHOUBUAYANU3UPOBaH-
Hbl€ PELLEHMS U TPUOPUTETHOE OBCNY>KUBAHHWE, UTO MOBbI-
LIaeT pefieBaHTHOCTb LLEHHOCTHOIO NPEANOXKEHHS Ha CTbl-
K€ pa3/IMuHbIX CEPBUCOB U YCUIMBAET BOBIEYEHHOCTb.

7. HakoHeLl, coBMecTHOE NpoaBHXKeHUe U KO-MapKeTHH-
roeasi akTMUBHOCTb (BK/ltouas pedpepasnbHble NPOrpammbi
U NapTHEPCKWE KamnaHWu) obecneunBaloT NPUTOK HOBbIX
KOHTaKTOB W pacluupsioT AesoByto cetb. B pesynbrarte
dopmupyeTcs AMHaMHUUHas BZB-a3kocucTeMa, B KOTOPOWH
yyacTue B Nporpamme BbIXOAWT 3a PaMKHW NPOCTOroO Ha-
Komn/ieHust GOHYCOB U NPeBpaLLAeTCs B MEXaHW3M YCTOM-
UMBOrO B3aUMOAENCTBHUS, 0DYyUEHUS U POCTa, NOALEPIKH-
BAlOLWLMK CTPATErUi0 BOBNEUYEHHOCTH B MPOMbILLIEHHOM
MapKeTHHre.

KoanuuuoHHas nporpamMma B npombiwineHHoM B2B faér
3dppeKT TONbKO TOrAa, KOrga ANs KAUeHTa OHa BbIrNAauT
Kak efuHoe pabouee NPOCTPAHCTBO, a He KaK Habop pas-
PO3HEHHbIX aKUWH OT pa3Hbix BpeHpoB. Ecin yyacTHUKM
KOa/IMLMK He LOrOBOPUIUCD O eAMHOM IOTMKE HauMCeHHUS
6oHycoB, SLA no obpaboTke NMAOB U Ba3oBbIX CTaHAApP-
Tax cepBuca, nporpamma 6biCTPO NpPeBpaLLaeTCs B «LUyM
Ha (hOHe» W AaXke MOXKET NOAPbIBATb JOBEPHUE K MHULMATU-
Be B LlesIoM. [103TOMY KNIOUEBbIM 3/IEMEHTOM aPXHTEKTYPbI
MO>XHO Ha3BaTb He I T-nnatopmy, a LOroBOPEHHOCTL NApPT-
HEPOB O TOM, Kak OHW ByayT AeNUTb OTBETCTBEHHOCTb 3a
K/IMEHTCKHUM OMbIT.

OJHUM W3 rNaBHbIX CTAHOBWTCA peLueHue o Bbibope napT-
HepoB A1 (HOPMUPOBAHKUS OTPAC/IEBOM KOATMLIMK U 3anyc-
Ka nporpammbl nosibHOCTH. Hanbonee npakTuuHbiM noa-
XOJIOM fIB/ISIETCS NOCTPOEHUE KOANIMLUK «CBEPXY BHHU3»: OT
Lener Koanuuuu — K BKIaZly U pUCKaM KaXKAoro yyacTHU-
Ka. AHaNU3UpYOTCS CefyloLLUe KtoueBble (hakTopbl:

1. Cmpameauyeckas coBmecmumocmes. COBNAAAIOT Nn
LeneBas ayiMTOPHUSA U CETMEHTbI PbIHKA Y uneHOB Byayuien

KOaN1LMU; CyLLECTBYET JIM NPSAMOMN KOH(IUKT UHTEPECOB
MO KJIIOYEBbIM MPOAYKTOBbBIM JIMHENKAM; FOTOBbI JIU YJIEHDI
pasgenatb oblwylo MUccUio Byayuieil KoasMumu: ycunu-
BaTb CneundmrKy oTpaciiv, cTaHAapTbl CepBUca, Npo3pay-
HOCTb, @ HE TO/NIbKO YBEJIMYWTb NPUPOCT MOTEHLMUASbHbIX
KnueHTOB?

2. Penymauus u Ha0€xcHOCMeb: HaCKOJbKO YCTOWUUBOE
(pMHAHCOBOE MONOXEHHUE Y UNeHOB BOyAyLIEN KOaNULWK,
NOATBEPXKAAETCS /IM HALEXHOCTb 1e/IOBOW penyTaumuu oT-
3blBaMM KJIMEHTOB, UCTOPHUEN paboTbl B OTPAC/H, cObIIo-
AeHueM 06sA3aTenbCTB, OTCYTCTBUEM TOKCHUHBIX MPaKTHK
(memnuHr, cepas cxema)?

3. OmpacaeBas 3kcnepmu3a u UeHHOCMb 07151 KAUEH-
M@. HAaCKOJIbKO CUJIbHBIMW MPOAYKTOBbIMA KOMMETEHLUS-
MW B CBOeW HULE 061afatoT YieHbl Byaylen Koanuumu;
pa3gensioT I OHKU obLiee NOHWMaHWe 3afay KOHeYHOro
K/IMEHTa W Ha/IMiMe IKCNepPTU3bl, AOMOJHSAIOWEN APYIrUX
y4yacTHWKOB (Hanpumep, NPOU3BOAUTENb + WHXKEHEPHbIN
UHTerpatop + cepsuc)?

4. TexHonoeuyeckas u npoyeccHass 20moBHocme. ro-
ToBa /M 6asoBas UUpoBas UHGPACTPYKTYpa uneHoB Oy-
Ayleil Koanuuun K coBmecTHol pabote B eauHon CRM/
ERP, 06meHy naHHbiMK, AP//Bbirpy3kam c yueTom nogaep-
KKK cTaHfnapTos SLA no o6paboTke n1aos, eauHbiM dop-
Martam OTYETHOCTH, 6@30MaCHOCTH AaHHbIX?

5. Bknad pecypcoB u 2omoBHocme uHBecmupoBame.
€CTb JI YUeTKOE NOHUMaHUe BKaAa KaXkloro YsieHa Koanu-
LMK B ee pPa3BUTHUE, B TOM YHUC/IE DIOQ>KET MApKETHHTa, aK-
TUBHOE y4yacTue 3KCNepTOB, CO3AaHWe NPOdUIbHOIO KOH-
TeHTa, popMHUpOBaHWE NPU30BOrO hoHAA M T.N. Ha AJIUH-
HOW AucTaHumnn?

6. Imuueckue u peayasmopHelie mpeb60oBaHus. COOTBET-
CTBYET /11 TeKyLLas AesSTeIbHOCTb U NPOAYKT KaXKAoro une-
Ha KOaJIML1K OTPac/IeBbiM HOpMaM, TpeBOBaHUAM OXpaHbl
TPyZia ¥ 3KOJIOTUH, YPOBHIO 3alLMTbl AAHHbIX; CyLL,ECTBYeT
JIK KOHDIMKTOB UHTEPECOB U NPAKTUK, KOTOPbIe MOTYT AUC-
KpeauTUpOBaThb KoasMuMio (KapTesibHble CornalleHus, Kop-
PYNUUOHHbIE PUCKU U T.M.)?

1. MomuBauyus u ypoBeHs BoBae4EHHOCMU: €CTb K YET-
KO€E NOHUMaHUe Y KaXK,0oro YieHa KoasMLMKU Yero oH Xxodet
OT Hee, U TOTOBHOCTb NPO3PayYyHO 3TO O3BYYMUTb; FOTOB JIU
KaXkAblH YneH KoaNuLuK BbIAE/IMTb OTBETCTBEHHbIX NtoeH
(koopauHaTopa) 1 onpepenuts KP/no yyacTuto, a He pop-
MaJibHO BOMTH B NPOrpaMMy JIOS/IbHOCTU?

Takol aHanu3 MoxeT BbITb NPOBEAEH B BUAE YeK-NucTa/
aHKeTbl U C NoMoLLpbio HanbHON MOAENH NO3BONUT onpe-
LENUTb MUHWUMaJIbHbIE MOPOrOBble KPUTEPHUU AN OLEHKH
noTeHuUaIbHbIX YNEHOB Koanuuuu. Ha npakTuke aToT uek-
NUCT yaobHo ohopMAaTb B BUAe Tabauupl, rae No Kaxao-
My KPUTEPMIO NapTHEP NONyyaeT OLeHKY no natTubansib-
HOW LUKasie U KOPOTKMM KoMMeHTapui. OnbIT NokasbiBaeT,
UTO ABa NYHKTa — TEXHOJIOrMYecKasl FoTOBHOCTb U MOTH-
BaLMsA TOM-MeHeaKMEHTa NPOBA/IMBAIOTCSA Yalle BCEro:
KOMMaHWU C OXOTOW MOAMNWUCHIBAIOT COrNalleHUst O napT-
HEpPCTBE, HO He FOTOBbI BK/IaAblBATbCSA B BbipaBHWBaHWE
CRM-cucteM 1 HazHaueHHe OTBETCTBEHHDbIX 38 KOA/IMLMOH-
HYIO Nporpammy.

3* The Complete Guide to B2B Loyalty Programs. [9nektpoHnHbiit pecypc] Pexum goctyna: https:/ /www.incenteev.com/en/livres-blancs/the-complete-

guide-to-b2b-loyalty-programs/ (aara obpawenus: 19.04.2026)
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MpoBeneHHbIH aHanM3 POCCMHUCKUX KEWCOB** BbiSBUN
chopmatbl KOANIMLUOHHBIX NPOrpaMMm NOSIbHOCTH C Hau-
Bonblued 3KOHOMUYECKOH M KOMMYHHKALMOHHOM 3dhdheK-
TUBHOCTbIO:

+ CoBmecTHas BoHycHas nporpamma «Mpou3BoAuTENb +
OUCTPUOBIOTOP». Y 3aperucTpUpPOBaHHbIX K/IMEHTOB NPO-
LKW BbIPOC/H B cpefHeM Ha 25%, npu 3ToM Hezaperu-
CTPUPOBAHHbIN CErMEHT BbIpOC Beero Ha 5%, akTusauyus
uepe3 KoaSIMLUMOHHYIO NPOrpaMMy yCUIMNa NOBTOPHbIe
3aKyMKK 1 KOHLEHTPaLMIO 3aKa30B Y BbIOPaHHOIo auCTpU-
6bloTopa.

+ Ko-6peHpoBble akuuu nog NpUOPUTETHDIH aCCOPTUMEHT.
MNpouseogutens onpepenérdHon kateropun (CU3, kpe-
néxx, kabesib) U AUCTPUOBLIOTOP 3anyCKaloT BPEMEHHYIO
akumio «bansnbl /6oHycbl X2 3a npuoputetHblie SKU+ npu-
3bl 3a BbINOJIHEHWE MaHa». Takue akuuMu CTUMYHUPYIOT
K/IMEHTOB NepeHOCUTb perynsipHble 3aKynku UMEHHO
B 3TOT KaHan W Aobupartb HegocTalowmui ob6beéM fo no-
pora, uTobbl HE «CXKeub» NPEUMYLLECTBA, YTO BEAET K PO-
CTY NOBTOPHbIX 3aKa30B M BoJiee BbICOKOM JoJIE KOLESb-
Ka Yy BbIOpaHHOro nocrasLmKa.

+ CoBMeCTHble MOTUBALMOHHbIE KaTaory st noKynarenem
1 MX KOMaHA. XopoLwo paboTaloT COBMECTHbIE KaTaioru
BO3HArpaXKAeHWM, rne Npou3BogUTENH cybcuanpyioT
yacTb NPHU30B (MHCTPYMEHT, 0BOpyaOBaH1e, NOLAPKH AN
nepcoHana). Korga 3akyniwuk Ha CTOpPOHE K/IMeHTa BU-
[MT, UTO 3a perynspHble U yBeNUUeHHbIe 3aKa3bl OH Ha-
Kaniusaet Hassibl U MOXKET 3aKpblBaTb peasibHble NoTPed-
HOCTU KOJIEKTHBA (NOJapPKKU COTPYLHHUKAM, OCHaLleHWe
KOMHaTbl OTAbiXa U T.M.), 3TO

keTnnerncos. Ha npumepe poccuiickux BZ2B-nnatdpopm
(3TM /PRO, oTpacneeble MapKeTNIENCbI) NOCTABLLUKH NO-
Ny4aOT «KaBUHETbI MOCTaBLLMKA» U COBMECTHO C N/IOLWAA-
KOMW 3anycKaloT NpoMOo: LOMNOJIHUTENbHbIE BOHYCbI, Cre-
LLyC/IOBUS, NepCOHasbHble NPeANOXKEHHS LSl CErMEHTOB
K/IMEHTOB. 3a CYET TOro, YTO aKLiMU BCTPOEHDI B «€MHOE
OKHO 3aKyMnOK» U NMPUBSA3aHbl K PErysipHbIM 3aKa3am, 3To
BEAET K POCTY AOJIM LUPPOBOro KaHana W NOBTOPHbIX
OHNakH-noKynok (B kerice ATM — pocT BbIpydKH uepes
nnatchopmy Ha 33% rop k roay)s*.

[nsi KOaNMUMOHHBIX U CETEBbIX NPOrpamMmM JI0sS/IbHOCTU
B BZB BaXkHO U3MepSATb He TONIbKO Pa30Bbli BCMJIECK MPO-
DX, HO U BNUSIHWE Ha NOBTOPHbIE 3aKa3bl, MapXy W Nose-
aexuve knventos. Ha pucyrke npeactasner 6a3osbi Ha-
6op METPUK AN OUEHKH IPEEKTUBHOCTH yHaCTUs B KOa-
JMLIMOHHOMN M/IM CETEBOM NPOrpamMmme SI0sS/IbHOCTH.

OCHOBHbIMHK OLIMOKAaMHK B U3MEPEHHUH yCrexa Koanuuu-
OHHbIX MPOrpamMM JIOSNbHOCTH MOTYT BbiTb: OTCYTCTBUE
yueTa Ce30HHOCTH NPU OLLEHKE BbIPYUKH 3a NepHOS, CAULL-
KOM KOPOTKWM FrOPU3OHT OLEHKH, CMELLEHWE HOBbIX U CY-
LECTBYIOLLMX KNTMEHTOB NapTHEPCKOM NPOrpaMMmbl 0s1b-
HOCTH, OTCYTCTBUE €QUHOr0 MAEHTU(HKATOPA U KOPPEKT-
HbIX aTPUOYLIUM KSIMEHTOB NAapTHEPCKOM NPOrpaMMmbl IOS1b-
HOCTM.

PaspaboTka TexHonoruueckom IT-nnatcopmbl anst KOH-
KPETHOM KOa/IMLMOHHOW W CeTEBOW NPOrpaMMbl IOAIbHO-
CTH TpebyeT 3HauMTesIbHbIX 3aTpaT BPEMEHU U PecypcoB
W YyacTo HeuenecoobpasHa AN OTHOCHTEIBHO KOPOTKUX

« AonA KAHeHTCKoH Bazbl,

CTUMYNIUPYeT OhOPMAATL MNO-
BTOPHbIE 3aKa3bl MMEHHO Ye-
pe3 3Ty CBA3KY MOCTaBLYUK—
aucTpubbloTop.

+ Obyuatowipe kamnaHuu + 60-
HYCbl 32 BHeipEHHUE PELLEHHH.
MpownssoanTenb v AUCTPUODL-
IOTOP NPOBOAAT Cepuio Bebu-
HapoB/TPEHUHIOB, nocre
uero JaloT AOMNOJHUTESIbHbIE
6annbl /pUbENT 3a NUNOTHbIE
MPOEKTbI U 3a pacLLUMPEHHE UC-
NONb30BaHWA PELLEHHUSA Y CY-
LWECTBYIOWMX KAUEHTOB. Ta-
KOM chopMar yBeiMumBaeT Be-
POSATHOCTb TOrO, UTO KJIMEHT
BEPHETCS C NOBTOPHbIM 3aKa-
30M (paclumMpeHue npoekTa,
LOOCHAaLLeHWe, HOBble MNO-
WanKu), NOTOMY YTO BUOMT
W IKCMEPTHYIO NOALEPXKKY,
W MaTepuasbHbli  CTUMYJ
K Aa/ibHEMLWMM 3aKynkam*,

¢ Ko-mapkeTtuHroebie npomo
BHYTpHU BZB-nnatdgopm/map-

' «CpaBHeHUe 06BEMA BEIDYUKH |

C TEM XK€ NEPUOAOM NPOLLADTO
roaa

* KonM4ecTEO NOBTOPHBIX
3aKa30E U AOAA KAMEHTOE C
NOBTOPHOM NOKYNKOM

* CpeAHWH YeK M AONA LENSBOTO
accoptTumeHTa (SKU, 6peHaoE),
Y4acTBOBABLUMX B NporpaMmme

"+ AONONHUTENBHAA BAN0Bad NPHELIAL /

KOTOpAaA NPUHANA Y4acTUe B MapXHHANBHBIA AOXOA, FEHEPUPYEMbIR

nporpamme YUACTHUKAMM KOANMLIMM, NO
*YacToTa 2aKa20B YYACTHUKOE CpaBHEHUIO ¢ 6a30BbIM CLEHAPHEM
Ao/EOEPEMA ASHCTEMA * CTOMMOCTb CTUMYAMPOBaHHUA (B0HYCbl,
npoerpammel

CKMAKH, NPH3bl, MAPKETUHTOBbIE
pacxoabl NapTHEPOB) Kak % oT
NPUPOCTa MaPXXMHANGHOH NPHBBIK

+*ROMI/ROI nporpammbl

* AOAAl 33KA30B, B KOTOPBIX
BbIAM UCMONB3OBAHBI
MeXaHUKH nporpaMmbl (6amel,
NPOMOKOABI, CMeLyCNOBHA)

NpoaaxH1 M NOBTOPHLIE
3aKasbl (

AKTHEHOCTb | SKOHOMHKA H |
Y4acTHUKOE M OXBaT | L | peHTabenbHoCTh { ]

KTO He y4acTECBan

s
[ * MameHeHHe CTPYKTYpbl 3aKyNOoK: POCT AOM |
KOLUEeNbKA, NEPEXoA Ha
PEryAAPHBIE, AOATOCPOY HBIE KOHTPAKTE,
YBEAMYEHUE IYEUHBI aCCOPTUMEHTA
» KOAMYECTBO HOBbIX AKTMBMPOBAHHBIX
AKKaYHTOB/ BO3BPALLEHHBIX K\MEHTOE
*YAep)KaHHe: OTHOLUEHHE OTTOKA CPEAU
KAMEHTOE NPOTPamMMBl K OTTOKY CPEAM TEX,

[ *BKnap KaXKaoro napTHépa B NPUPOCT NPOARXK |
W MapxH (no ero BpeHay,/accopTUMEHTY)

* KOAM4ECTEO COBMECTHBIX AMAOE,/ CABNOK,
CO3AAHHBIX B PAMKaX aKUMM, U UX KOHEEPCHA
B ONNa4YeHHbIE 2aKa3bl

+Y70BNETEOPEHHOCTL NAPTHEPOE U FOTOBHOCTL
noBTopATh dopmart (onpockl, NPS naptHépa,
AONA BOBNEYEHHBIX NapTHEPOE)

Kavecrso 6a3bl

NoeeaeHHe KAMEHTOE H

MeTpHKM No napTHEpam

Puc. BasoBbie MeTpukm Ans oLeHKM 3¢ PEKTUBHOCTH y4aCTUs B KOQTMUMOHHOM /

ceTeBoM nporpamme N105JIbHOCTH

Fig. Basic metrics for evaluating the effectiveness of participation in a coalition /

network loyalty program

4* Mporpamma nosnbHoctn B B2B: kak BbICTpOUTL ccTEMyY, a He paspasaTh ckuaku. [dnekTpoHHbiit pecypc] Pexxum pocrtyna: hitps:/ /b2b.o2k.ru/blog/
programma-loyalnosti-v-b2b (nara obpawenms: 26.04.2026).

5* Tam xe.

6* B2B-nnatdopma ans onToebiIx NPOAAX: KOK ABTOMATU3MPOBATL ONTOBLIM Bu3Hec. [DnekTpoHHbii pecypc] Pexum goctyna: hitps:/ /www .ki-team.ru/
blog/b2b-platform-wholesale-digital-sales-growth (nata obpawenms: 26.04.2026).
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no BpemMeHw napTHepcTs. MoaToMy B 60/bLIMHCTBE NPaKTH-
KW UCMOJb3YIOTCS FOTOBble TEXHO/IOTMUECKHUE PELLEHUS,
B OCHOBHOM cCreLuaiu3MpoBaHHble SaaS-nnatdopmbl no-
SANbHOCTU U MOZY M B KpYnHbix CRM/MapkeTuHr-obnakax,
KOTOpble yMetoT paboTarb C HECKOIbKUMU NapTHEPaMH, 06-
LeH Ba/IlOTOM U pacuétamu mexxay yyactHukamu. Cpegu 3a-
PYBEXXHbBIX PELLUEHWIH MOXXHO OTMETWUTb MIAT(HOPMbI-CETH
Kak Loyltworks'*, Currency Alliance, kpynHbie /oyalty-cuv-
cTeMbl, Takue kak Comarch Loyalty Managemenf*, mo-
aynu nosinbHoctu B CRM-obnakax, White-label pewienus,
nnathopMmbl NAPTHEPCKOM NIOANIBHOCTH C NO-code-uHTerpa-
uuei (Motherapp Partner Loyalty®*).

B poccuiickorn B2B-npakTuke yalle UCnosib3ytoT He ro-
TOBbIE NPOAYKTbI AN NAPTHEPCTB, a NNaThopMbl, KOTOPble
NO3BOJIAIOT CTPOWTb CBOW NMApTHEPCKHE / MynbTUOPEHo-
Bble NMporpammbl Ha eauHoOM Base W UHTErpupoBaTb MX
c ERP/CRM:
¢ RightWay — 3a cuét eguHoM OMHUKaHaIbHOW nnatdop-

Mbl U NTPEAUKTUBHOM aHA/IMTUKKU UCMOb3YeTCs KaK «CKe-

NneT» AAS CNOXHbIX NapTHEPCKMUX WU OTpacseBbiX Npo-

rpamMm nosanbHOCTH0%;
¢ RapidSoft «Cuctema nosnbHOCTU» — peLueHue, No3BO-

nsioliee OAHOBPEMEHHO CTUMYIMPOBATL AWIepOoB / auc-

TPUOBIOTOPOB M KOHEYHbIX NoJib3oBaTesnel obopynosa-

HWS Unu matepuanos 7 7%;
¢ Compo B2B Platform (CompoSoft) — B2B-nnatdopma

C rOTOBbIMU MOAYNAMM, Ha Hase KOTOPbIX CTPOSAT Npo-

rpamMMbl JIOSSIBHOCTH OO0 CNIOXKHOCTH, BKJIIOHas napT-

HEPCKHE W OTpac/ieBble MeXaHUKH 12%;
¢ UDS — obnaunass CRM v nporpamMma nosiibHOCTH € MO-

OUbHBIM NPUNOXKEHUEM 1 HOTOBOM Bblauer KapT B pam-

Kax OfHOM 3KocHUcTeMbl 3%,

MCTOYHHUKMU (References)

HecmoTps Ha Hannume Ha pOCCHIMCKOM pbIHKE HEKOTOPbIX
rOTOBbIX PELUEHUH AN peannsauuu KOaJULMOHHbIX Npo-
rpamMm NOSSIbHOCTH, OTMETHM, YTO OHW BObLLE NOAXOAAT
6onee rubKuM U MOBUIbHBIM B NaHe NPOLYKTOBbIX peLue-
HWK BUAaM BusHeca (prHaHCOBbIE U BAHKOBCKUE YCNYrH,
ONnTOBas TOProB/isi, CTPOMTENILCTBO) U Cabo yuuTbIBAIOT
cneundmrKy NpOMbILLIEHHOrO NMPOU3BOACTBA — [AJIMHHbIN
LMK CAENKH, BONBLLIOW KPYT /UL, MPUHUMAIOLLMX PeLLIeHHe
O MOKYMNKe, HU3KUK ypoBeHb rMOKOCTH B yueTe crneurdm-
UECKMX 3anpocoB KAWeHToB. [aHHblie npobesibl pbiHKa ro-
TOBOTO NPOTrPaMMHOrO OBeCneUeHH s 418 peasn3aLumnu napT-
HEePCKUX NPOrpamMM JIOSIJIbBHOCTH B TO YKE BPEMS Cy>KaT nep-
CNEeKTUBHbIMUK HanpaeB/IEHUSAMU [eATENbHOCTH A5 UHAOP-
MaLMOHHbIX KOMMNaHUM-pa3paboTuMKOoB.

3aknioueHue (Conclusion)

Poccuiickui npombiwneHHbit B2B-pblIHOK cerogHs HaeT
pefKoe OKHO BO3MOXHOCTEN A/ 3anycKa KOa/IMLMOHHbIX
nporpamMmm NOANbHOCTH: KOHKYpeHUUs obocTpunach, HO
CTPYKTYpa LienoyeK NocTaBoK eLLE OKOHUATEsIbHO He 3aCTbl-
na. AHanu3 noKasbiBaeT, YTO CH/IbHEE BCErO BbIWrpbIBaAOT
KOMMaHWK, KOTOpPbIe He OrpaHHUMBalOTCs BOHYCaMHU U CKU-
KamM, a BbICTPaMBalOT BOKPYr KNueHTa obpasoBaTesbHyto,
CEPBUCHYIO U LMDPOBYIO 3KOCUCTEMY BMECTe C napTHEpa-
Mu. Mpu 3TOM BbIBOP NapTHEPOB M NNAT(OPMbl — HE TEXHU-
UECKMI, a CTpaTerniecKni Bonpoc: HeBepHas KOaIMLMSA U He-
nogxoasuiee IT-pelweHne nerko npespalLaloT NnporpamMmmy
B 3aTPaTHYIO UMMUTaLMIO aKTMBHOCTH. [lNs NpaKkTUKOB KO-
UeBOM BbIBOJ, NPOCT: HAUMHATb NPOEKTUPOBAHHE KOAULU-
OHHOM NPOrpPamMMbl HY>KHO He C MeXaHWKU BOHYCOB, a C YecT-
HOro OTBETa Ha BONpoc, Kakue BusHec-uenu u KP/knveHTos
Bbl FOTOBbI Pa3Ae/IuTb U NOALEPXKaTb COBMECTHO.
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