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AHHOTaLUA

CraThst TOCBSINEHA MCCIENIOBAHUIO MAapKETHHTOBOW aJaNnTallud KUTAWCKUX OpeHIOoB
OBITOBOM TEXHUKHM K OCOOEHHOCTAM poccuiickoro B2B-cektopa B yclOBUSIX CTPYKTYpHOH
Tpanchopmaruu peiaka mocie 2022 roga. B paboTte BcecTopoHHE MpOaHATU3UPOBAHBI KITFOUEBBIE
Oapbepbl BBIXOJIa Ha PBIHOK, BKIIOYAs YCTOMYHMBBIM 3(QEeKT CTpaHbl MPOUCXOXKICHHUS U
KPUTHYECKM HHU3KYI0 OCBEIOMJIEHHOCTh O OpeHgax BToporo osuiesioHa. Ha ocHoBe
CPaBHUTEIBHOTO aHaiM3a KeiicoB XiaOmi W JpYrMX BeOyIMX MPOU3BOMUTENCH JETaIbHO
CHUCTEeMATHU3UPOBAHBl YCIEIIHBIE CTPAaTETMy aJalTallu: IOCIEAOBATEIbHBIN MEpexon K
KOMIIJIEKCHBIM JKOCHCTEMHBIM PEIICHHSM TI0 MoOJAeNTu «0aMOyKOBOTO Jieca», DIIyOOKas
1u(poBU3aIUsA MAPKETUHTOBBIX KOMMYHUKAIIMI U CEPBUCHOTO COMPOBOXKIECHUS, IPOAKTUBHOE
yIIpaBJIeHWE KIMEHTCKAM OIBITOM. DMITUPUYECKH TOKA3aHO, 9TO I(PPEKTUBHOE IPEOIOTICHHE
CIIO)KMBIIMXCS CTEPEOTHUNOB TpeOyeT OT KUTACKUX OpeHJ0B peanu3aluu [ITyOOKOH
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JIOKaJIM3aliy OU3HEC-MPOIIECCOB, CTPATETHUYECKUX MHBECTUIINH B CO3/JaHNE JOKa3aTeNIbHOM 0a3bl
KadecTBa M (OpMHUpOBaHUS COATAHCUPOBAHHBIX TUOPHIHBIX MOJEIECH B3aUMOJIECHCTBUS C
poccuiickumu mapTHepamu. B 3axmodeHnu chopMyTHpOBaHbl MPAKTHYECKUE PEKOMEHIALINH 110
YKPETIEHUI0 KOHKYPEHTHBIX MO3UIUHN U paCIIMPEHUIO PHIHOYHOTO ITPHU CYTCTBUSI HA POCCHIICKOM
B2B-peiHke B cpeHECPOUHON EepCIeKTHBE.
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BBenenue

C 2022 rozna, B CBSI3U C MPOUCXOISAIMMHI T€OMOTUTUUECKAMH, YKOHOMUYECKUMH ¥ COIUATTEHBIMU
MpoIleccaMu, POCCUNCKI I PHIHOK OBITOBOM AJIEKTPOHUKHU MEPEKUBACT CYIIECTBEHHBIC U3MEHEHHUS: €ro
MOKUJIAI0OT MTPOKM HEJPYKECTBEHHBIX CTpaH, SBISABIIMECS paHee aOCONMIOTHBIMU JIMJACpaMH,
3allOJHSAIOT HOBBIE WIPOKHA, KaKk OTEYECTBEHHBIE, Tak U 3apyoexHbie. llepecTpanBaroTcs
JIOTUCTUYECKUE LIETOYKHA, BBOJIATCS HOBbIE CAaHKUMHM, YJACTHUKAM IPUXOJIUTCS aJalTHPOBATHCS,
HCKAaTh HOBBIC PEIICHHUS.

OcHOBHAA YaCTh

HecmoTpst Ha mnotpsiceHus, NpOW3OLIEANME Ha pPbIHKE, HAIUIOCh MECTO U IO3UTHBHBIM
npeoOpa3oBaHusM. BO3HHUKIO «OKHO BO3MOXHOCTEH», KOTOPOE I03BOJUJIO OTEUYECTBEHHOMY
npousBoauTeao (Hampumep, Opergam Redmond wmm Bork), a Tarke MOpoM3BOIUTEIAM U3
JPY’KECTBEHHBIX CTpaH, oco0eHHo KuTas, ycuinuth cBou no3unuuu. Hanprumep, 0CHOBHBIMU UTPOKAaMHU
pBIHKA MaJioii OBITOBOM TEXHUKHU SIBIISIIOTCS poccuiickue Openanl Polaris, Kitfort, Vitek u Redmond,
KOTOpbI€ B KOJMYECTBEHHOM BBIPAKEHHWU KOHTPOJIUPYIOT HeMmanble 14% pbiHKa, B TO e Bpems
KUTalckuii XiaOmi TMpH KOJIUYECTBEHHBIX 9% B JCHEKHOM BBIPQXCHHUH JOMHHHDPYET Ha PBIHKE,
nokasbiBast 21% ot oOmeit Beipydku [Makcumos, [Tyrununa, 2025, c. 59].

[pomaxku, mpomoinkasi TeHACHIINH, 3a1aHHbIe BO BpeMst nanaemMun COVID-19, npenmymecTBeHHO
Nepenrii B OHJAWH MPOCTPAHCTBO, YTO, B TOM YHCIE, OOYCIOBJICHO pOocTOM Takux E-commerce
rurantoB, kak Ozon u Wildberries. CormacHo nccienoBanuio, mpoBeaeHHoMy komangoi Data Insight
npu nojanepkke npemuym naptHepa GBS wu mapthepos [xymITIPO, ART Logistik, ExpressRMS,
Fittin, JVO, Logsis, PIM Solutions, B 2024 rony o0beM pbIHKa pPO3HHYHOW HHTEPHET-TOPTOBIM B
Poccun cocraBun 11,2 tpan pyonmeit m 6,8 Mipa 3aka3oB, JTUAEPY KaTeropuu «IJIEKTPOHHWKA W
texunkay B 2024 romy ymanock mpojaTh ToBapa Ha 263600 muH pyOneit. Takum oOpazowm,
KOHKYPEHLIUsI CMECTHJIaCh B 00J1aCTh LIM(POBOTO MPUCYTCTBUS U CEPBHCA.

B ob6mem 00béMe mpomak OBITOBON TEXHUKA Ha POCCHHCKOM PBIHKE Tpoaaxku B B2B cexrope
BBICTYNAIOT OJHHUM W3 KIIOUEBBIX KAHAJIOB COBITA, JIpailBepoM YyCTOWUYMBOTO pocta. Pabora ¢
KOPIOPAaTUBHBIMH KIMEHTaMH PAa3HOTO YPOBHS JaéT Ou3HECy BO3MOXKHOCTH oOOecreueHus
IIPOTHO3UPYEMBIX 00BEMOB BBIPYUKH.

Kuraiickum mpou3BOAMTESIM B paMKax HX paboTel Ha poccuiickom B2B cexrope mpuxomurtcs
CTaJIKUBAaThCA C 0COOCHHOCTSIMU, HE BCE M3 KOTOPBIX XapaKTepPHBI JIsi BHYTPEHHETo phiHKa. Hampumep,
JUIsL OTEYECTBEHHBIX MApTHEPOB MPUOPUTETHO JOJTOCPOYHOE NAPTHEPCTBO, MPOAKTUBHOCTb U
KOMILIEKCHBIH cepBuc [Hukankuna, Yynnosckas, 2025]. Kurtaiickue kKOMIaHHH B TIOCIICAHUE TOIbI HE
MPOCTO MPEIOCTABISAIOT CTaHAAPTHBIE YCIYrd, HO U OepyT Ha ce0s OTBETCTBEHHOCTH 3a pPEIIeHUE
COIMYTCTBYIOIIMX 3aJad, IMpeJlaraloT ONTHUMAaJbHbIE pEIIeHHs NpelBapUTEIbHO, €Ile JI0 3alpoca.
[MpuxoauTcst aganTHpOBaThCS U K MOTpeOHOCTH poccuiickoro B2B cekropa B mpo3payHoctd u
JIoBepUH, Ha GoHe LH(POBU3AUU — BHICOKOM LIEHHOCTH JIMYHOTO KOHTakTa. Kak W moBceMecTHO B
Kutae, nporeccsl 3aBsi3aHbl Ha PAllMOHAIBHOCTU U KOJUIEKTUBHOM PEILIEHUH, IOCKOJIBKY IOKYIKa
TpeOyeT COrJacoBaHHS MEXIY MHOXKECTBOM BOBJIEYEHHBIX CTOPOH, UTO JAJIEKO HE XapaKTepHO I
B2C cermenTa.

[NomuMmoO crienupUKH POCCHIICKOTO PBIHKA, KUTACKHE MPOU3BOIUTENN OBITOBON TEXHUKH TAKKE
CTaJIKUBAIOTCS C OMpeJeNIeHHBIMU OapbepaMu, KOTOPble OHU MPEOAOIECBAIOT MPU MOMOLM Pa3BUTHS
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CBOMX MAapKETHHTOBBIX CTPATETUH.

OmuH U3 3THX 0apbepoB — TaK HasblBaeMblil «dekr crpanbl mpoucxoxaeHus» uimm COO-
a(xeKT, OCHOBOI KOTOPOTO SIBJISIOTCS HU3KAs OCBEIOMIEHHOCTD, aTPHOPHOE HEJOBEPHE K KaUeCTBY,
BOCTIPUSATHE KUTANCKUX OpEHIOB, KaKk «OIOKETHON» WM BPEMEHHOH albTEPHATUBBI 3aIlaJHBIM
opennam [Henaiesa, 2024].

Jpyroit Gapbep — HU3Kasi OCBEIOMIEHHOCTh O MEHBIIMX OpeHAax, TOMUHUPOBAHUE «(pIarMaHoB ».
Jaxe cpenu KUTaWCKUX OpPEHIOB CYIIECTBYIOT OTCTAION[E, MMEHa KOTOPHIX C1a00 3aMETHBI 3a
TaKMMH rHranTamu kak Haier wim Xiaomi. B2B moTpeOuTento Mano u3BECTEH aCCOPTUMEHT UIPOKOB,
HEJJaBHO NPUHSABILKX PEUICHUE Pa3BUBATHCSA HA POCCUIICKOM PBIHKE.

be3yciioBHO,  OTEUeCTBEHHOE  OM3HEC-TIPOCTPAHCTBO  SIBJIACTCA  BBICOKOKOHKYPEHTHBIM,
npousBoauTensm [logHeOecHOM MPUXOAUTCS KOHKYPHUPOBATH C arpeCCUBHO-PACTYIIMMU MapTHEpaMU
u3 Poccun nimm Typuuun. OquH U3 ctoco00B TOCTHKEHUSI KOHKYPEHTHOTO TTPEUMYIIECTBA — TITyOOKast
JOKaJIM3anus, He0OXOANMMOCTh KOTOPOH, OTYACTH, TUKTYeTCsl 3akoHoaaTenscTBoM [Opios, 2025].

B B2C cermenTe, kak yrBepxkaaet M. C. bokoB, «.koMmaHUsIM KpaliHE BaXKHO (OPMHPOBATH Y
noTpeOnTENeH HAMITYIII I ONBIT B3aUMOJICHCTBHS Ha KaXK/IOM dTarle >KU3HEHHOTO IUKJIA KITUEHTA, TEM
caMbiM (OPMHUpPYS HUX JIOSUIBHOCTh W TPUBEPKEHHOCTh KOHKpeTHOMY Openmy» [Bokos, 2019].
KoMmanuu J0mKHBL He TPOCTO HapalyBaTh NIPOJAXH, B IOJITOCPOYHON MEPCIIEKTHBE KpaitHe BaXKHO
CTPOUTH IKOCUCTEMY, KOTOpasi COMPOBOXKAana Obl KIMEHTa €XKETHEBHO. DTa (QUIOCO(PUS OTIUYHO
OIMKCBIBAET CTpATErHio OpeHaa Xia0mi, KOTOPBIHi aKTMBHO BOBJICKACT CBOETO MOKYIATENS B IPAMOTHO
BBICTPOEHHYIO CPEIly, CO3JAIOUIyl0 Y HEro MOCTOSHHYIO MOTPEOHOCTh BO3BPAIIATHCS 3a HOBBIMU
HPOAYKTaMU TTPOU3BOUTEIIS.

Hampumep, 6maromaps coobimectsy Mi Community u mporpamme «Just For Fansy», kireHT erme 10
pHOOPETEHHS TOBApa HMEET BO3MOKHOCTH OOCY/IUTH €r0 C IPYrMMH MOJIB30BATEISIMH, a IIOCIIE — 1aTh
00paTHYIO CBS3b, B TOM YHCIIE TOBJIMSTH Ha pa3pabOTKy OyaylMX HpOAyKTOB KoMIaHuU. BoBieueHue
B CO3JIaHUE IIEHHOCTH — Y(PEeKTUBHBIM MapKETUHTOBBIM HHCTPYMEHT, KOTOPBIH Takoke MPUMEHSIETCS U
B B2B cermente. [Ipon3BoauTeNss akThBHO COOUPAIOT Y MapTHEPOB OT3BIBHI O TMOCTABKAX, CO3/1aBast
OLIyIIEHUE BOBJIEYEHHOCTH.

Jlis KOMITaHWU B I1€JIOM XapaKTepHO MPUMEHEHHE KOHIEMIHMHU [IEHHOCTHOTO COTBOPUYECTBA: B
COTPYZHUYECTBO BOBJICUCHBI HE TOJBKO MOKYNATEIH, HO U NapTHEPHI, MocTaBumkn, B Kurae Xiaomi
aKTUBHO MPOBOJIUT KOH(EPEHIIUH, MACIITa0HbI€ MEPOTIPUSITUS, OCHOBHAS I[€1b KOTOPBIX — Pa3BUTHUE
B2B xomeronutu [Kuo, Luarn, Chen, 2017]. Pe3ynsrar — mapTHEpHI O0Jiee BOBJICUCHBI B PA3BUTHE
NPOYKTa U MHHOBALIMA, 3TO YCKOPSIET BBIXOJ] HA PHIHOK HOBBIX TOBAPOB, CIIOCOOCTBYET BHEIPEHHIO
WHHOBAIU/, CHU)KAET U3JCPIKKH.

Coznanue OpeHAOM «iyba BOBJIEUEHHBIX IOKyHaTeNeH» I03BOJSET €My YIOBJIETBOPUTH
OKUJIAHUSI TTOKYyIaTelNsl B IPOAKTUBHOCTH MOCTABIIMKA, TTO3BOJISET MPEAYraJblBaTh PELICHUs elle J10
TOTO, KaK KIMEHT MX O3BY4YMBaeT. Taike Takas MOJUTHKA CO3AaET BO3MOXKHOCTH Ui Pa3BUTHS
KOMITJIEKCHOTO COMpOBOXIeHUsI B2B KIMeHTOB, pemeHus CONyTCTBYIONMX COTPYIHUYECTBY 3a/ad,
HanpuMep JIOTUCTUKU WJIM OOydeHHUs IepcOoHala, YTO KpaiHe BaXHO JJIS POCCUMCKUX KIMEHTOB
[Hukamkuna, Uynnosckas, 2025].

BeicTpo u 3(deKTUBHO co3/1aBaTh pelieHus it Hyx 1 B2B xkinenToB Tomy sxke XiaOmi mo3BoJisier
cucrema «bambykoBoro Jjecay» [Zhao, Yi, 2022], koTopyto ceiiyac akKTHBHO IEPECHUMAIOT U APYTHE
MPOM3BOJMTENHN TEXHUKA. KOMITaHUS TpenocTaBisieT MapTHEpaM PEecypChl: KallUTall, TEXHOJOTHH,
JOCTYIl K IIeMOYKEe IOCTaBOK, OpeHJ, KaHajabl Hpoaax. [lapTHepbl, B CBOIO OuYepelb, CO3AAIOT
WHHOBAIIMOHHBIE TPOIYKTHI, TOMOJHSIONIE SKOCHCTEMY OpeHa.
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OnHuM 13 GakTopoB poCTa PHIHOYHOM J0JIM KUTAWCKUX OpEH0B OBITOBOM TEXHUKU B MOCIEIHUE
roJibl SIBJISIETCSl arpecCUBHOE LIEHOOOpa30BaHHE, KOTOPOE TOJIBKO YCHUJIIMBAET HEraTHUBHBIN A(peKT
CTpaHbl NPOUCXOKACHUS. KpyrHble OpeH/1bl TOCTENEHHO OyAyT OTKa3bIBaThCS OT TOIO MHCTPYMEHTA,
aKTUBHO BKJIAJIBIBAsCh B HAyYHBIC HWCCIICOBAHWUS W WHHOBAIIMH, YTO SIBIISIETCS BO3MOXKHOCTBIO
NOKa3aTh PBIHKY M B IepBYto ouyepenp B2B wineHTaM CBOIO OpUTHHAIBHOCTH U MEPCIEKTUBY. Tak,
Hanpumep Xiaomi, goaroe Bpems 6oposimecs ¢ COO-adpexroM, cTamu OMHUM U3 MUPOBBIX JIHICPOB
no mnareHTHbIM 3asBkam [JyH, 2022]. Bpenasl MeHblero Macmmrabda, BO3MOXHO, MPOJOJDKAT
UCIIOJIb30BaTh HU3KUE LIEHbI CBOEH MPOAYKIUU B KAaue€CTBE OCHOBHOIO MHCTPYMEHTA JOCTHIKEHUS
pocTa, YTO JOCTATOYHO PALMOHATBHO Ha (HOHE IIPOTHO3MPYEMOIO CHHUKEHMS IOKYNaTelbCKOMN
CIOCOOHOCTHU POCCHUSIH U COOTBETCTBEHHO CHUKEHUS T0XOZ0B IOTPEOUTENHCKOTO On3Heca.

OduraitH auCTpUOYIUS, HECMOTPSI Ha HapacTaloUIyl0 BCEOOBEMITIONIYIO ITH(POBU3AINIO, Oyae T
OCTaBaThCA OIHMM M3 KIIOYEBBIX IOKa3arened HPPEKTUBHOCTH [UII MEHEIKMEHTa KUTalCKUX
OpennoB ObiToBOM TexHuku. Kak B2C, tak u B2B wimeHntam kpaiiHe BakHa BO3MOXKHOCThH O(iaifH
B3aUMO/ICHCTBUS C OPEHIOM, €TI0 «PEaIbHOE» MPUCYTCTBHE HA PhIHKE. DTO SIBJIIEHUE MIEPBOCTEIIEHHO
NPOJAMKTOBAHO paHee YIOMSHYTBIM 3(PQEeKToM CTpaHbl TMPOMCXOXKICHHS, COXPAHSIOUIMCS
HEeZI0BEpUEM U OTPEOHOCTHIO MOTPEOUTENS B HAAEKHOCTH. BakHEHIIIMM HHCTPYMEHTOM pa3BUTHS B
TOM KOHTEKCTE, OCOOEHHO Ul CPEAHMX M MajblX OpEHJOB, OCTAIOTCSl OTPAC/IEBbIE BBICTABKH,
KOTOpBIE aKTUBHO OpraHU3YyIOTCs Kak B KuTae, Tak 1 B KpymHbIX Topojax Poccun.

CepBuc KuTaiiCKUX MPOU3BOJUTENCH MPOJIODKUT CBOKO JIOKAJIM3AIUIO, YTO JOJKHO IPUBECTH K
eme OOJIbIIEMY YBEIMYEHUIO DPHIHOYHOM J0JIM, JONOJHSA JPYyrM€ HHCTPYMEHTBI YKPEIJICHUS
JIOSUTBHOCTH MTOTPEOUTEIS.

3akJIouYeHue

Takum oOpa3oM, 4YTOOBI KHUTalickue OpeHIbI OBITOBOM TEXHMKH W Jaibllie YKPEIUISUIA CBOU
MO3UIMH Ha poccuiickom B2B peiHke, ©M HE0OXOAMMO aKTHBHEE MOACTPAUBATHLCS O] OCOOCHHOCTH
MECTHOTO TOTpPEOUTENs,, TO €CThb IIIyOXKe JIOKaIM30BaTb CBOW MPOJYKT, HHBECTUPOBATH B
JIOKa3aTeIbHYI0 0a3y KauecTBa U PacIMPSTh CTPOUTEIBCTBO TMOPUIHBIX MOJCIICH B3aUMOJICHCTBUS,
KOTOpPBIE COBMEITANIA OBl U(PPOBHIC TEXHOJIOTHH W MIEPCOHAITBHBIN KOHTAKT. TakoW TOIXO0/T TT03BOJIUT
JOCTHYb OOJIBIIMX CTPATETMUYECKHX PE3YyNIbTaTOB B AOJTOCPOYHOM MEPCIIEKTUBE, 3aHATH JIUANPYIOIHE
KOHKYPEHTHBIC TIO3HIIMH B OTPACIIH.

bubauorpadus

1. boxos U. C. YmpaBrneHue >XH3HCHHBIM ITUKIOM KIMEHTA KAaK CPEJCTBO MOBBINICHHUS BOBJICYEHHOCTH M JIOSIIHHOCTH
notpebutene u ysemmueHus npubbum komnauuu // E-Scio. 2019. Ne 9(36). C. 388-392.

2. Ban [[xoutons. [IpuBiedenHne u yaep)kanue notpedutenieil: onslT komnanun Xiaomi // JxoHomuka u coruym. 2025.
No6-1 (133). URL: https://cyberleninka.ru/article/n/privlechenie-i-uderzhanie-potrebiteley-opyt-kompanii-xiaomi (nata
obpamenus: 29.09.2025).

3. dyH YysbnyH. [IpoGiemMbl ONTUMHU3ALKKA KOPIIOPATUBHOTO nopTdenst kommnanun "Xiaomi" // DKOHOMHKA U COLMYM.
2022. Ne5-1 (96). URL: https://cyberleninka.ru/article/n/problemy-optimizatsii-korporativnhogo-portfelya-kompanii-
xiaomi (mata o6pamenus: 06.11.2025).

4. Kuo H. C., Luamn P., Chen L. J. Value co-creation of xiaomi in china // International Journal of Business and Economic
Sciences Applied Research (IIBESAR). 2017. T. 11. Ne. 1.

5. MakcumoB M. U., [lytumuuaa V. A. LudpoBble pemieHuss B COBPEMEHHOM NPaKTHKe KOHKYPEHLUH Ha PBIHKE Masloi
OBITOBOM TEXHUKU B Poccun // WnnyctpuanbHas KO HOMHKA. 2025. Ned.
URL: https://cyberleninka.ru/article/n/tsifrovye-resheniya-v-sovremennoy-praktike-konkurentsii-na-rynke-maloy-
bytovoy-tehniki-v-rossii (mata o6pamienus: 29.09.2025).

Chernetskii V.S.


https://cyberleninka.ru/article/n/privlechenie-i-uderzhanie-potrebiteley-opyt-kompanii-xiaomi
https://cyberleninka.ru/article/n/problemy-optimizatsii-korporativnogo-portfelya-kompanii-xiaomi
https://cyberleninka.ru/article/n/problemy-optimizatsii-korporativnogo-portfelya-kompanii-xiaomi
https://cyberleninka.ru/article/n/tsifrovye-resheniya-v-sovremennoy-praktike-konkurentsii-na-rynke-maloy-bytovoy-tehniki-v-rossii
https://cyberleninka.ru/article/n/tsifrovye-resheniya-v-sovremennoy-praktike-konkurentsii-na-rynke-maloy-bytovoy-tehniki-v-rossii

Regional and sectoral economy 145

6. MapkemnaroBoe uccienoBanue «Mutepuer-toproBmst B Poccmm  2025»  [Dnektpommbiii  pecypc].  2025.
URL: https://datainsight.ru/DI_eCommerce_2025?ysclid=mg50rbn67y346958736 (mata obpamenus: 30.09.2025).

7. Henamesa K. E. Kuraiickue Openpsl ObITOBOM TexHUKH Ha PoccuiickoM phIHKe: BIHSIHHE YPOBHS OCBEIOMJICHHOCTH Ha
BocmpuHuMaeMoe kauectBo // Teneckom. 2024. Ne3. URL: https://cyberleninka.ru/article/n/kitayskie-brendy-bytovoy-
tehniki-na-rossiyskom-rynke-vliyanie-urovnya-osvedomlennosti-na-vosprinimaemoe-kachestvo (zara obpartieHust:
29.09.2025).

8. Hukamkuna E. A., UyaHoBckas A. A. KiroueBbie (aktopsl pOpMHUPOBAHUS JOSUIBHOCTH KOPIIOPATHBHBIX KIMCHTOB B
YCIOBHSAX U poBU3aIHU B2B-pbinka /! BectHuk HAYKH. 2025. Ne6 (87).
URL: https://cyberleninka.ru/article/n/klyuchevye-faktory-formirovaniya-loyalnosti-korporativnyh-klientov-v-
usloviyah-tsifrovizatsii-b2b-rynka (mara oGpamenms: 29.09.2025).

9. Opio M. A. Crnenuduka MpUMEHEHHs MHCTPYMEHTOB MAapKETHHTa B MPOMBIIUICHHOM cektope Poccuu: OmbIT M
coBpeMennbie TeHaeHuun // Ipakmueckuii mapketunr. 2025. Ne6. URL: https://cyberleninka.ru/article/n/spetsifika-
primeneniya-instrumentov-marketinga-v-promyshlennom-sektore-rossii-opyt-i-sovremennye-tendentsii (zata
oopamenus: 30.09.2025).

10. Zhao W., Yi L. Research on the evolution of the innovation ecosystemof the Internet of Things: A case study of Xiaomi
(China) // Procedia Computer Science. 2022. Vol. 199. P. 56-62.

Marketing Adaptation of Chinese Home Appliance
Brands to the Specifics of the Russian B2B Sector

Vladislav S. Chernetskii

Master's Student,

Lomonosov Moscow State University,

119991, 1, Leninskiye Gory, Moscow, Russian Federation;
e-mail: chernetskiyvs@anoemp.ru

Abstract

The article is devoted to the study of marketing adaptation of Chinese home appliance brands
to the specifics of the Russian B2B sector in the context of the structural market transformation after
2022. The work provides a comprehensive analysis of the key market entry barriers, including the
persistent country-of-origin effect and critically low brand awareness of second-tier brands. Based
on a comparative case analysis of Xiaomi and other leading manufacturers, successful adaptation
strategies are systematically detailed: a consistent transition to comprehensive ecosystem solutions
following the "bamboo forest” model, deep digitalization of marketing communications and service
support, and proactive customer experience management. It is empirically proven that effectively
overcoming established stereotypes requires Chinese brands to implement deep localization of
business processes, strategic investments in building an evidence base for quality, and the formation
of balanced hybrid models of interaction with Russian partners. The conclusion formulates practical
recommendations for strengthening competitive positions and expanding market presence in the
Russian B2B market in the medium term.
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