EKOHOMUKA EX= Vol. 61, jyn-cenrembap 2014, 6p. 3

ISSN 0350-137X, EISSN 2334-9190, UDK 338 (497,1) Crp. 225-235
Jp Kesbko Jlesuh! MPETJIEJJHU PAL
Bucoka exonomcka wikona cmpykogHux cmyouja Pan je npumisen 14.07.2014.
Ileh y Jlenocasuhy Pan je ono0pen 28.08.2014.
MSc Huxona Rypunh

Yuueepsumem Ynuon-Huxona Tecna

Dakynmem 3a epadumencku menaymenm, beoepao

Jp Hukona Paqusojesuh’

Bucoka mexnuura wixona cmpykoenux cmyouja y Kpazyjeeyy

KPEUPAIBE KOHHEIITA MAPKETUHI' KOMYHUIIUPAIBA
HA MEBYHAPOJHOM ITOCJIOBHOM TPKULITY

AncTpakr

Hnmepopeanuzayuona npupooa u 21004ty Kapakmep nOCI08HO2 MPHCUUMA
VIMUYanu ¢y Ha 3HAYAjHy Yio2y mplICUUHUX KOMYHUKAYUJA Y NOBE3UBANY UHOYC-
MPUJCKUX KOMRAKUja ca meh)ynapoonum opeanuzayuonum kynyuma. 0Osaj pao noc-
sehen je hopmynucarsy 2nodantoe KOMyHUKAYUOHO2 KOHYENnma Ha 080M NOOPYYJy.
Ipu mome, nocedmno ce pazmampajy mehynapoone KoMyHuUKayuoHe cmpamezuje Ha
NOCIOBHOM MPHCUWUMY, KAO U OP2AHU3AYUJA U UHCIPYMEHMU 2100aIHO02 NPOMO-
MUBHOZ MUKCA CA AKYEHMOM HA FUXOBOM ehEeKMUBHOM CUHXPOHU30BAIY.

Kwyune peuu: meliynapoono nocioeno mpoicuuime, Mapkemune KOMyHuKayuje,
27100aNHU RPOMOMUBHU KOHYeNnm.
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CREATING A CONCEPT MARKETING COMMUNICATION
IN INTERNATIONAL BUSINESS-TO-BUSINESS MARKET

Abstract

Interorganizational nature and global character of business-to-business
market have given marketing communications significant role in linking industrial
companies with international organizational buyers. This paper is devoted to
the formulation of the global communication concept in this area. The authors
specifically discuss international communications strategy in business-to-business
market, as well as organization and instruments of global promotional mix with an
emphasis on their effective synchronizing.

Keywords: international business-to-business market, marketing communications,
global promotional concept.
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YBon

Y caBpeMEHOM IPOU3BOIHOM, TPTOBUHCKOM, YCITY’KHOM U APYIITBEHOM (MJIH HEll-
POGUTHOM) OKpYXKEIbY HE ITOCTOjU OpraHM3alyja Koja HHje TUPEKTHO MM WHIUPEKTHO
MOBE3aHa ca KpeTamiMa Ha TP)KUIUITY MOCIOBHHUX WJIM MPOU3BOAHMX JMoOapa. Ca pas-
BOJHOT CTaHOBHIITA, OBO ITOJPYyYje C€, HAKOH YKeT MHIIyCTPHjCKOT KOHTEKCTa, TOYHHEe
CBE M3Pa)XCHH]€ TPETUPATU KA0 OPTAaHU3ALMOHO MM TTOCIOBHO TPXKHUINITE, KOj€, YClen
OpOjHUX HHTEPOPraHU3ALMOHUX CHEHU(PUIHOCTH, 3aXTeBa IIPHUMEHY [TOCEOHNX KOHIIETI-
TYaJIHUX U METOJIOJIOLIKHMX MPUCTYIIA y OKBUPY CABPEMEHOT MAapKETHHT KOHIenTa. Y aH-
IJIOCAKCOHCKO] JINTepaTypH, TOPe]] TPAIUIIMOHATHOT Ha3uBa 3a OBy oOmact ‘’industrial
marketing”, y HOBHje BpeMe je cBe yemrhe y ynorpedu ciHOHUM °’business-to-business
marketing”. Mehy MHOTHM TymMademnMa Wi Je(GUHHUIMjaMa TIOCIOBHOT WIIA WHITyC-
TPH]jCKOT MapKETHHTa MOJKE C€ M3/IBOJUTH ETOBO OIICEPBHPAE Kao * MapKETHHTa MPO-
M3BOJIa U YCIIyIa HAMEHCHUX KOMITaHHjaMa, BIIQJIMHUM ¥ HENPO(UTHUM OpraHu3aluja-
Ma 32 MPOU3BO/bY U KPEUPamhe COTNICTBEHNX MPOM3BOJA U yCIyTa WIN HBUXOBO IUIACH-
pame IpyruM KopucHuimma’.*

[TocnoBHO TpxwuiTe oMoryhaBa (yHKIMOHHCAmE TNPHUBPENE M JPYLITBA 33/10-
BOJhaBajyhn CBOjUM MPOM3BOIMMA U yCIIyraMa OCHOBHE TIOTpebe npeny3eha, npskaBHUX
areHIyja, OOIHUIIA, KON, PA3IHIUTHX YAPYXKema, uTa. [Ipu Tome ce yogaBa obocTpa-
Ha YCIJIOBJBEHOCT HETOBE 3aCTYIUbEHOCTH U MaKPOSKOHOMCKE pa3BHjeHOCTH. Buie je
pasiiora 3a Hy)HO TPETHPAE MOCIOBHOT TPXKHUILTA KPO3 KOHTEKCT MTPUBPEIHOT pacTa y
aKTyeJTHUM eKOHOMCKHMM ycioBuMma. [IpBo, cBe Behn O6poj 3emMasba Harume Ka MoBpaTKy
Ha peaJHe eKOHOMCKE aKTMBHOCTH 1 Tpoliece penHycTpujanusanyje. Jpyro, jaka exo-
HOMHj€e Koja ce pa3BHja, He caMo 3a MoTpede HAIIMOHATHOT TPJKUIITA, Beh 1 y 100aITHOj
paBHH, CBE BHIIIE j€ IPHCYTHA HA IOCIOBHOM TPIKHIITY.®

Y HOBUM yCJIOBHMA ITOCIIOBaha yuelihie y Mel)yHapoJHUM IPUBPEIHIM TOKOBUMA
MPe/ICTaBJba 3HAYajaH MPEIyCIOB pa3Boja Kako HAIIMOHAIHE MPHUBPEJE, TAKO U CaMUX
MHIIyCTpUjcKUX cyOjekara. Tome je HapounmTo AompHHENa Mel)y3aBUCHOCT rIoOaiHuX
TOKOBA TPOM3BOAHUX 700apa M yciIyra Kao HEONXOAHMX (hakTopa (yHKIMOHHUCAA U
pa3Boja OpOjHUX MPHUBPETHUX TPaHA.

VYropeno ca HaBeIEHUM TEH/AEHIMjaMa, MHTEPOPTaHU3aMOHU KapaKTep MOCIO-
BHOT' TPXKMIITA, KA0 ¥ HAIIM Pa3B0j MH(OPMAI[MOHUX TEXHOJOIHja Y CABPEMEHOM I10-
CIIOBHOM aMOHWjeHTy, y cBe Behoj Mepu aQupMuUILy YIOTY TP)KUIIHOT KOMYHHIIUparbha
y TpoliecHMa IOBE3MBamba MHAYCTPHJCKUX KOMITaHHMja ca OpPraHM3alMOHMM KYIIIHMa,
KaKo Ha HAllMOHAJIHOM IUIaHy, TAaKO U Ha MHTEPHAIMOHAIHOM HHBOY. [Ipn Tome, mehy-
HapOTHHU MapKETHHIIIKH HACTYTI HHAYCTPH]jCKAX KOMITaHH]ja ToApa3yMeBa ofpeleHe cre-
IU(GUIHOCTH Y OJHOCY Ha HUXOBO JIEJIOBAKE HA JTOMUIMIHUM WIH JOKAJIHUM TPXKHII-
tuma. OBa ynmeHuna ynyhyje Ha nmorpedy moceOHOr KOHIENITYalHOT cariie/laBama 1
(hopmMynHcama rpolieca TPKUIITHOT KOMYHHUIIMPama Ha MHTEPHAMOHATHUM MTOCIOBHUM
Tpkumrrma. [Ipu Tome, paHuja Mpou3BOIHA WM POJAjHA YCMEPEHOCT HHAYCTPH]CKUX
npexyseha y mio0alHOM ITOCIOBHOM aMOHjeHTY, CBE BHIIE YCTYIA MPOCTOP EHHXOBO]
TPKUIIIHO] OpHjeHTAIH]j!, Ka0 JOOUTHO] POPMYITH KOHKYPEHTCKE MPETHOCTH M PECTICK-
TAaOMIIHOCTH, Y OKBUPY KOj€ CHHXPOHH30BaHE MPOMOTHBHE aKTMBHOCTH MPEACTABIbAjY
HEOIXO/HY M, YeCTO, KPUTUYHY KOMIIOHEHTY.

4 Kerin, R., Hartley, S., Berkowitch, E., Rudellius, W., (2006), Marketing, McGraw Hill Irwin,
Boston, p. 148.

> Rocco, F, (1998), Ilocnosnu business-to-business mapxemuneg, lllkoncka kmura, 3arpeo, cTp.
8.
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I100a/1HM KOHTEKCT MOCJOBHOT TP/KUIITA

JenHa on 3HAYAjHUX OJUIMKA ITOCJIIOBHOT TPIKHUILTA JECTE HEroBa HHTEPHAIOHA-
Ha mepcriekTrBa. Heke paHuje cTyauje cy ykasuBaje Ha moTpedy cyodaBama MHIYC-
TPHUjCKHX KOMITaHHja ca Hy)KHOIIhy HallaKeHa IIPaBOBPEMEHHX U aJIeKBATHUX OATOBOpa
Ha M3a30Be TypOYJICHTHOT TIOOATHOT OKPY)KEHma y BHUIY IPOAKTUBHOT (OpPMyITHCamba
U UMIDIEMEHTHpAha MehyHApOIHNX MapKeTHHIIKHUX crparernja.® To motBplyjy u HO-
BHja MCTPAXKHBAKA KOja jOII U3PAKCHHU]jE armocTpodupajy BaKHOCT KpeHupama H CIpo-
Bohewa mehyHapoTHuX MAapKETHHIIKHX MPOrpaMa 3a ONCTaHaK, pacT u npoduTabu-
HOCT MOJIEPHUX MHJIYCTPH]CKHX opraHmaunja y ycioBUMa nn6epann3aunje CBETCKHX
TPrOBUHCKUX TOKOBA M CBE MHTEH3MBHHU]jE 100anHe KoHKypeHuuje.” Ha Taj HauuH, Kako
npumelyje Katsikeas y cBojoj crymmju,® MapkeTuHInKa auTeparypa omoryhasa wHyc-
TPHjCKUM MapKeTapuMa MOTIIYHHjH YBU y TII00aTHE H3a30B€ Ha OBOM MOJIPYYjy U CyTe-
puie H13 e(hEeKTUBHUX pelleHha.

Takole, cMarpa ce 1a cy npou3BojaHa 100pa MOIyT CUPOBHHA, TOMOhHE onpeme,
MPOLIECHUX Marepujaja M Cll., YCIIeA PEJIATUBHO CIMYHUX (YHKIHMOHAIHMX KapakTe-
pHUCTHKA, afeKBaTHHUja 3a MPOAAjy HA IIOOATHOM TPXKHUIITY y Topehemy ca dhuHamHIM
npousBoanmMa. Ca qpyre cTpaHe, IMojeTnHa HCTPaKUBamka MOKa3yjy Ja ¢y ¥ IPOU3BOAN
Ga3mpaH Ha BIHCOKO] TEXHOJIOTHjU MOTOAHHU)H 32 TIOOATHM IJIaCMaH y OHOCY Ha TOT-
porHa g00pa.’ IobanHa opujeHTanuja je 3acTyIUbeHa y MIMPOj WHIYCTPH]CKO] MpakK-
cH, a MoceOHO Y OHUM IPUBPEJHUM CEKTOpUMa y KOjUMa je NMPHMETHA aKieneparyja
Tpaxmbe 3a ofpel)eHnM nponsBoanMa (Kao 1ITO Cy, Ha IPUMEP, TEIEKOMYHHKAIH]e, CIICK-
TPOHUKA, CHEPTeTHKA U CII.) WK Y 3eMJbaMa Koje Cy U3rparlie aTpaKTUBHI)H aMOUjeHT
3a MpUBJaYCHE CTPAHUX MHBECTUIMja. HapaBHO, Tpeba mMaTh y BUIY Aa *’KOHKYPEHT-
CKa IMpeaHOCT 3a MehyHapoaHa npeny3eha motnde U3 ynopHOCTH, HETIPEKHIHOT T000Jb-
[Iara, HHOBaIMja u mpomene” 10,

VY mmpeM MHTepHALMOHAIHOM JOMEHY, ITpeMa KaTeropu3alyju Koja HOCH O3Ha-
ky EIIPI,!" BelinHa mocnoBHUX cyOjekara cy MOMHLIEHTPUYHO, PETHOLCHTPHYHO U Te-
OLICHTPUYHO YCMEpeHa, JIOK Cy yIIaBHOM Mama npeay3eha eTHOLCHTPHYHO YCMepeHa.
[MomumenTpryHe OpraHU3aIije Cy H3BO3HO OpHjEeHTHCAHE TIpeMa jeHOj WM BHUIIE 3e-
MaJba, IPH YeMy Ce M3BO3HH MapKeTHHT IpuiiarohaBa cBakoj 3eMsbH mocebHo. Perno-
LHEHTPUYHO TPXKMIITE MpeCTaBiba oapeheHy pernoHanHy eKOHOMCKY rpynaiujy. ['eo-
LEHTPUYHA YCMEPEHOCT 3aCHUBA CE Ha CTaHap/n3alliji MapKETHHIIKUX HHCTPyMEHa-
Ta, y3 npuiarohaBama Ha COLMO-KYJATYPHOM HHBOY.

6 Piercy, N. F., Katsikeas, C. S., Cravens, D., (1997), Examining the role of buyer—seller
relationships in export performance, Journal of World Business, 32(1), p. 73—86.

7 Morgan, N. A., Kaleka, A., Katsikeas, C. S., (2004), Drivers of export venture performance: A
theoretical model and empirical assessment, Journal of Marketing, 67(1), p. 90—108.

8 Katsikeas, C. S., (2006), Global marketing of industrial products: Contemporary developments
and future directions, Industrial Marketing Management, 35, p. 540-544.

o Hutt, M., Speh, Th., (1995), Business Marketing Management, The Dryden Pres, Chicago, p.
259.

1 Muneruh, C., (2009), dakTopm KOHKYPEHTHOCTH HAIMOHATHUX (GUPMH Ha MelhyHapomHHM
TpxkuImTHMa, Exonomuxka, 55 (6), ctp. 70-77.

"' Osnaxa EIITP capsku OYETHA CI0BA YETHPH THIIA yCMEPEHOCTH npenyseha Ha caBpemerom
TpxuImTy (WWWw.llem.com/em/...marketing/chapter4).
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JleTepMuHaHTe MAPKETHHI KOMYHHLIMPabAa y
Mel)yHapoaHOM MOCTIOBHOM OKPYKEHmY

Ha ocHoBy neduHHcanux crpareruja Mel)yHapomHOT MapKeTHHTa Uy CaJiejCTBY
ca OCTaJIMM €JIEMEHTHMa MapKETHHIIKOT IporpaMa MU3BOJe Ce MOjeIMHAYHH 3ahalH 1
AKTUBHOCTH Y NPOLECY TP)KUIIHOT KOMYHUIIMParkba Ha MOCIOBHOM TPXKUILTY y II00a-
HUM OKBHpHMa. [1o MHOTHM napaMeTpuMa TPXKUIIHO KOMYHHIMPAE [IPEICTaBIba Haj-
BU/IJbUBH]Y, BEOMa KOMIUIEKCHY, a y TOjeJJUHUM CHUTyallldjaMa ¥ KJby4HY MapKEeTHHII-
Ky aKTHBHOCT yCMEpeHY Ka ITOCJIIOBHUM KYIII[MMa, OCPEJAHUIIIMA U OPTaHU3aHOHIM
CTEJKXOJIIEpUMa Y YK0j U IHUPOj Mel)yHapoHOj jaBHOCTH.

[Mponec TPXKUIIHOT KOMYHULIMPaka Ha TII00ATHOM HHUBOY JETEPMUHUCAH je cIe-
MUPUIHOCTAMA KOje TIPON3HIIa3e U3 CaMoT KapakTepa MeljyHapOIHOT MapKeTHHT HACTy-
a ¥ pa3iiiKa y MapKeTHHT KOMyHUIINpamky Ha I1o0anHoM 1 nomahem Tprkumry. Hapas-
HO, UMajyhu y Buay 0COOCHOCTH UHYCTPH]jCKE ITOHY/IE U TIpolieca OJTyYHBarmbha O opra-
HU3alMOHO] KyIIOBHHH, HHAYCTPHjCKEe KOMITaHHje HajITpe MOpajy pa3MOTPUTH CETMEHTa-
1]y IIO0ATHOT TPXKMIITA WK KJIacH(DUKaNKjy 3eMaba Ha OCHOBY CTEIIeHa PONU3BO/IHE
crieljanu3anuje u cretnpUuHOCTH NOCTyIIaKa HaOABKH T10 MMOjeJAMHUM 3eMbama. '?

Ca acriekta yTHIlaja Ha QopMmynucame MelyHapomHe NMPOMOTHBHE aKTHBHOCTH,
MOTY ce uaeHTH(uKoBaTH (hakTopu ycMmepaBajyher u ompenespyjyher kapakrepa.'’ vV
npBy rpymny (akropa crajuajy MyITHKYITYpPHE U MYJITHJIMHTBUCTHYKE CIEHU(PUIHOCTH.
Jpyra rpyna dakropa oqHOCH ce Ha eKCTepHE M MHTEPHE MPEUCIIO3HIIIje Kao MITO CY:
PaCIOJIOKUBOCT M 3aCTYMJBEHOCT MEAWja, Np)KaBHA PEryjiaTHBa Y MEIMjCKOM CEKTOpY,
npedepeHnmje Kynama, KOHKYPEeHTCKU YTHIAjH U THHAMHKA CBETCKE TPrOBUHE, IPUCTYITH
(hMHAHCH]CKUM CpEeICTBUMA, IIMJFEBH M aMOWIIMje M3BO3HUX KOMIaHHWja U Ap. Pasmuke y
MapKeTHHI KOMyHUIIMpamy Ha Mel)yHapoIHOM y OJHOCY Ha JOMHIMIIHO MOCJIOBHO Tp-
JKHIITE MMOCIICIHIA CY 00JEKTHBHUX CIICHU(UIHOCTH KOje CE CacToje y COLMO-KYITYPHUM,
JE3MUYKMM, EKOHOMCKHUM, TPHPOJHO-TEXHHYKHM M TIOJMTHYKO-TIPABHUM O0COOEHOCTHMA
MOjeJMHHUX 3eMaJba. Tako, Ha MpUMep, T0jeANHN ayTOPU Ha OCHOBY CIIPOBE/ICHUX HCTpa-
JKHMBakba HABOJIE YHELCHHUILY JIa KyJITypHE H je3HUKe pasinke u3Mel)y npkaBa Ha II100aIHOM
HHBOY 3aXTeBajy NPHUXBATIEUBY CTaHIAPAM3ALM]jy WM TEMEJPHO IpuiiarohaBambe Ha3nBa
KOPIIOPaTUBHUX WM MPOW3BOJHMX OpeHIOBa Ha MehyHapomHMM TpKUIITHMA. Takohe,
nosiazehu oJ1 pUpoJIe MHTEPOPraHU3aIMOHOT TIOCJIOBakha U N3BEICHE 1 KOMILIEMEHTapHe
MOCJIOBHE TPaXKbe, IPH KPEHparmby MapKeTHHIIIKO-KOMYHHUKAIIMOHHUX ITporpaMa Hy»HO je
y3€TH y 003Up M MPaBHO-EKOHOMCKE, TEXHHYKO-TEXHOJIOIIKE, Te0-1eMorpadcke 1 apyre
(hakTOpe MocIOBamka, ca HU3 MOIBAPH]ja0iIH, Y IT0jeAHHIM 3eMJbaMa.

VY nporecy Kpenpama KOMyHHKAIIHOHe KOHIEIIIje Ha Mel)yHapOIHUM HHTEp Op-
TaHU3aLHOHUM TPXKHIITHMA CYIITHHCKE OUTyKe BE3aHE Ce 3a MHTama HhEHOT CTpaTell-
KOT' IMMEH3MOHUpabha, Ka0 U OpraHi30Bama Mpolieca KOMyHHIUPamha 1 KOMIIOHOBabha
MIPOMOTHBHOT MHUKCa, KOja Cy TpeMET MOCEOHOT pa3MaTpama y 1ajbeM TEKCTY.

12 Frear, C., R., Alquire, M., S., Metcalf. L., E., (1996), Country segmentation on the basis of
international purchasing patterns, Journal of Business & Industrial Marketing, Vol. 10, No. 2, p.
59-68.

13 Bophesuh, M., (1998), Caspemena ynoca mpowcuwinoz xomynuyuparea y mehyHapoonom
mapkemuney, Jlokropcka qucepranuja, Exonomckn dakynrer, beorpan, crp. 111-114.
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DopMmyJinucame NI00AJHUX NIPOMOTHBHUX CTPaTeruja
HA MOCJOBHOM TPKUIITY

[Tpu popmynucamy rodanHe KOMyHHKAIIMOHE CTpaTErtje Moja3Hy OCHOBY Ipe-
CTaBJba OMIYYHBAKE O: a) HEHOj CTaHAAPIHO] YIOTPeOH y CBUM 3eMJbaMa, WIIH, 2)
a/lanTUpamy MOCEOHNM 3aXTEBUMA PA3ININTHX TPXKHIITA.

a) Crammapausainyja moapasyMeBa YHH(DHUIMpPAHU TPHCTYN MelyHapomHOM Tp-
XKHUIITY, Y3 aliCTPaXOBamhe €KOHOMCKHUX M HAIIMOHAIHUX Pa3jiMKa Ha JIOKAIHUM TPIKHII-
THUMa, U 0a3MpaHa je Ha MPUHIMITY ~ ONTHMAITHOT 3ajeHUYKOT IMEHHOIA’’ ca acleKTa
CHE TIPUXBAT/BMBOCTHU OJ1 CTPaHEe Pa3HUX NMIJBHHX ayauropujyma. Hajuenrhe ce Besyje
3a IIEHTPAJN30BaHy MAPKETHHINIKY (PyHKIH]Y KOja ce IpUMerYje y aBa ciydaja. [IpBu je
Ka/1a KOMITaHHja MTOCIyje Ha XOMOTEHOM TPKHUIITY M KOPHUCTH CaMO HEKOJIHMKO OTJIAIIH-
BauK{X arcHIfja 3a IMPOMOBHCAIE CBOJUX aKTHBHOCTH. Y JIPYTOM CiIydajy, mpemys3ehe
CBOje MeljyHapojiHe aKTUBHOCTH 00aBJba MPEKO MOCPETHUKA WM TK3. *’€KCIIOPTHUX ITy-
noBa”. [IperHOCTH cTaHIapAM30BaHOT HACTYTIA CY Y JOCIIEIHOCTH UMUTIA, YBPCTOM IJIO-
0aJHOM MO3MIMOHMpPaRy, KOpUIhelky TpaHCHAMOHATHUX MOTYhHOCTH W paluoHa-
HUjO] yIIOTpeOH cpeicTaBa U CTpydmaka. Hemocratke Tpeba TpaXUTH y MHHUMAITHO]
paHOj AaHTa)KOBAHOCTH PETHOHATHNX HJIH JIOKAJTHUX OTNIAIINBAYKNX areHIHja H CIIOPOM
pearoBamy Ha IPOMEHE Ha TI0jEJMHUM TPKHUIITHMA.

0) AjantanMoHy WM IJIaTOPMCKH MPUCTYI 3aCHOBAH je Ha KaCTOMU3MPAHOM
npuiarolaBary MaplyjaHIM TPXKHUITHUM npedepentujama. [lojenuHn enemMenTH miat-
(hopmMe mozemaBajy ce npema CrenupUIHOCTUMA TapreTHPaHUX TPIKUIITA, IPU YeMY
j€ cBaka oy KOMITOHEHTH MapKeTHHI OKpyXema (COIMjaiHa, KyATypHa, aemorpadceka,
TEXHOJIOIIKA, KOHKYPEHTCKA) IpeAMET moceOHoT pa3marpama. [IpegHocTn cy y dekcu-
OMITHHjUM TIpOrpamMuMa, 00JbeM KOpUITNEermY TPXKUIIHUX MPIIINKA, ONMMKEM KOHTAKTY
ca Kymniuma, Behioj HELIEeHOBHO] KOHKYPEHIIN]H, MAKCUMU3UPaby MPOJaje U JIOXOTKa Ha
MOjeIMHAM TPIKUIITHUMA, JIOK je HeI0CTaTaK y BUCOKHMM aJlallTallMOHUM TPOIIKOBUMA 1
3aXTEeBHUM HCTPAKUBAYKNUM MTOyXBaTUMA.

VY craHmapaM3aloHO-aalTAlMOHOM KOHTHHYYMY KOHIMITUPAkEe W HMILIe-
MeHTandja Mel)yHapoIHe TPOMOTHBHE CTpaTerrje y OKBHPY MapKETHHIIIKOT MporpaMa
YKJbyUyj€ pa3IMyuTe OIIHje KOje 3aBHCEe O]l HU3a OKOJTHOCTH ca KojuMa ce (upme cy-
04aBajy Ha MOCEOHMM HHOCTPAHMM TPXKMIITUMA y Ofpe)eHOM BPEMEHCKOM MEepPHOLY.
OCHOBHHU KOHIICTITYaJITHH MOZIeJI HHTEPHAI[MOHAJIHE MapKETHHIIIKE CTpaTeruje CTanaap-
JM3anyje u ajnanranyje oOyxsara: mpeTxoqHe (axrope (Koju JETepMHHUILY CTpaTell-
K€ OJTyKe), CTpaTelIke Bapujadiie (OMHOCHO, MHCTPYMEHTE Mel)yHapOomHOT MapKeTHHT
MHKCa ca ofipe)eHNM CTETIeHOM CTaHAapau3allije Wi ajanTtaiuje) u neppopMaHcHe
ucxone (y BUIY OCTBAPEHUX MAPKETHHIIKHX NEepPOPMAHCH WIN PE3yaTara KOMIIaHH]ja
Ha JTaTUM TPKUIITHMA).

EXSIEKOHOMUKA 229



©JlpywtBo ekoHomucra “Exonomuka” Hun http://www.ekonomika.org.rs

Cnuka 1. Konyenmyannu mooen uHmepHayuoHaIHe MapKemute cmpamezuje
adanmayuje/cmanoapousayuje

IIperxoanm ¢pakropu Mebhynapoane crparemke

Ilepdopmance
MapKeTHHI Bapujadie
DaKTOpU OKPYKEHA
- [Iponaja
- Crenen - IpomeHe y
Tpxuuna obenesxia cTaHmapau3ammje/ npoznaju
ajanTanuje: - ITpocpur
3axTeBH Kynana - IIpomene
- IPOHU3BOA npodura
- V1c0
Konxkypennmja - 1eHa TPXKHAWITA
- Peanuzauuja
. . LHJbEBA
Jlobpa/unmycrpuja - mpomMo1nyja - Camvcdarumia ca
Syt npoMeHama
Opranuszai. hakropu - AMCTpHOYLHJa nepdopmancu
VYkynHe
nepdopmance
Menair. dakropu

U3zeop: Theodosiou, M., Leonidou, L., C., (2003), Standardization versus adaptation of
international marketing strategy: an integrative assessment of the empirical research,
International Business Review, 12, p. 141-171.

[TpoMoTHBHA cTaHAapAM3alija cMaTpa ce oaecHujoM 3a BehuHy 0azuuHuX, anu
1 KOMIUIEKCHUJUX UHIYCTPH]CKHX MPOU3BOJA YCMEPEHUX Ka 00pa3oBaHMjuUM U yryhe-
HUjUM TIOCJIOBHUM KYIIIMMa KOjU UX MPOLEbYjy Ha OCHOBY, Mathbe WIIM BUILE, CIMYHUX
kputepujyma. [lopen Tora, TpomkoBu MeljyHapoaHe MapKETHHI KOMYHHKAIMje TIPHIIa-
roh)eHe JIOKQTHIM TP KUIITHMA MOTY OUTH IPEBHCOKH 32 TEXHUUYKH pahuHUpaHEe IPOU3-
Boze. Haj3an, mojennHe koMnaHuje Ha TIOCIOBHOM TPXKHIITY KOj€ IPUMEHY]y IporpaMe
mobaiHe cTaHaapau3anuje e)eKTUBHIje 0CTBAPYjY KOH3UCTEHIIMjy CBOT KOPIIOpATH-
BHOT OpeHJia Kao 3Ha4ajHOT (pakTopa TpKUIIHE nuBepcudukanuje mehy reorpadckum
JcIonMpanuM KymimMa. Ca npyre crpaHe, ajanTalnyioHa CTpareruja KapakTepucTHIHa
je 3a IpOM3BOJE KOjU Cy HAMEHCHH [ajb0j NMPOJAAJH WM Cy 3aCTYIUbCHH Ha AUCIIEp-
3MBHHJUM TPXKHIITHMA, Ka0 U JCIECHTPAIN30BaHE MapPKETHHIIKE CTPYKTYpe KOje uMajy
M3Pa3UTHjy CAMOCTATHOCT MIPOMOTHBHOT JIeJIOBama. Takohe, y 1mojeIuHIM TPUBPEIHIM
rpaHama BUCOKO MH/yCTPH]jaJM30BaHe JIpXKaBe 3aXTeBajy COQUCTUIIMPAHU]E TPOMOTHB-
HE TporpaMe y KOMIapaluju ca 3eMJbaMa ca HI)KUM OOpa3oBHHM WIIM €IyKaTHBHHM
CTaHIapauMa y MOCIOBHOM aMOujeHTy.

MelyTuMm, Heka HCTpaXKUBaKA HA TIOCIOBHOM TPXKHUILTY YKa3yjy Ha CBE U3paKe-
HHje TIOMEepame O JOMHHAHTHO CTAaHAAPAM30BAHUX KOMYHHKAIIHOHUX CTpaTeruja ka
KOMOWHOBaY III00ATHOT M JIOKATHOT MpHCTyTa. [Ipema jeHoj HeMadkoj CTymuju, > koja

14 Biswajit, N., Basics of international marketing: mode of entry, product, positioning, pricing and
promotion, Www.unescap.org.

15 Langner, H., (1996), Marketing und marktforschung in Europe, Planing&Analyse, Vol. 23, No.
4., p. 9-13., mpema: Busch, R., Seidenspinne, M., Unger, F., (2007), Marketing Communication
Policies, Springer, New York, p. 214.
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je oOyxsatnia 125 mMHTEpHAIMOHAIHUX Mpou3Bolaya KamuTaiaHe ompeme, camo 25%
KOMITaHHja Ce OCIIamallo MCKJbYYMBO HAa CTaHIApIU30BaHy CTparerujy, Aok Behu Opoj
npeay3eha KOpUCTH T3B. ’cTparerujy oopacia’” y K0joj HHXOBa MOPyKa ClIeau 1to0a-
HHY TUTaH, a MOIU(HKYje C€ TEMATCKH U BU3YEIHO IpeMa KapaKTepUCTUKaMa T10jeJHUX
TpxuITa. pyri KOMIPOMHC je y Kpeupamwy NPOMOTHBHHX Orliaca ca IUPHM JHjana3o-
HOM pa3IMYUTHX alleNia YMjy MPHOPUTH3AIN]Y BPIIE JIOKAIHE (HIIHjae MmpeMa MmoTpe-
6ama ompeheHor TPIKUIITHOT CeTMEHTA.

Oprannsanmja TP>KUIIHOT KOMYHHMIMPamba
HA [VI00AJTHOM IOCJIOBHOM TPKUIUTY

[TocToju HEKOJMKO pellerha OpraHu3alyje Mmporeca KOMyHHIMPamba, OJHOCHO,
n300pa OMalIMBAaYKUX arcHIyja Ha CaBpeMEHOM IIIOOATHOM TPXKHUINTY. JenHa ox 3a-
CTYIUBCHUJUX OpraHu3anuonux koupurypamuja y CAJl je Mojen JOMHULIMIIHE arcHIIje
ca MpexxoM (QuiIHjaia y pyruM 3eMibamMa, IITO M0jeTHOCTaBJbyje KOMYHHUKAIUjy Mehy
arcHIMjama 300T WICHTHYHUX ITOJMTHKA U CTPaTeruja, ka0 1 MOryhHOCTH BHXOBE KOH-
TpoIe on cTpaHe npemyseha. J[pyru Mmomen nzbopa je aHraxoBame noMmahe areHiyje ca
n3rpaljeHIM MOCIOBHMM KOHEKIIMjama ca BehiM OpojeM mHOCTpaHuX areHiuja. Maxo ce
MPOMOTHBHA CTpATeTHja CIPOBOM MTPEKO JOMHUIIMIHOT Tipeay3eha, y 0Boj MpexH areH-
1[1ja MOXKE C€ JaBUTH MPOOJIEM KOOpJHHAIMjE U KOHTPOJIE HA MOjEeAMHUM TPIKHUIITUMA.
Tpehu mMonesn ce 3acHMBa Ha capajibi AOMULMIHE Ca ayTOHOMHHMJUM W HE3aBHUCHUJUM
JIOKaJJHAM arcHIMjama y Mpeiarawby NaplujajJHAX CTpaTerdja ¥ Mepemhy HUXOBHX
YUYHHAKa.

Ha mocioBHOM TpXKUIITY 300T HIKE AU(PEPEHTHOCTH NPOMOTHBHHX ITOpYKa Ha
Pa3HUM TPXKHIIHAM CErMEHTHMA U MoTpede 3a palMoHanu3anjoM Oynera cBe Mpucy-
THHUJU j& TPEH]I aHTQKOBamba BEIUKHX IVIO0AJIHMX OIIAIIMBAYKHX KOMIIAaHHMja KOje Ce
HacTaJle CliajarbeM MambHX JIOKAJHUX U pernoHanHux arenuuja. Komnaunuja 3M ce ox-
nyunna 3a Grey Advertising, xoju nMa 278 onesbema y 70 3emarba, 3a 00jeAnmb-aBame
MIPOMOTHBHHUX ITOCIIOBA KOj€ je paHHje 00aBibajo 25 moceOHMX areHIrja IIHpOM CBETA.
Wudopmarinono-TeXHONIOMKH TUTaHT /BM, Xoju je Hekana capahusao ca 40 paznudm-
THX arcHIfja Ha MI00AJHOM TPIKHIITY, CKJIOMHUO je CBOjeBpeMeHo yroBop Bpeman 500
MUJIHOHA Jlojlapa ca oraluBaukoM kommanujom Ogilvy&Mather.'¢

HapaBHo, HaBejeHH OpraHM3aIlMOHM MPHJIA3H MPOIECHMa TPXKHUIIHOT KOMYHH-
HUpakba Ha MHTEPHALIMOHAIHOM MOCIOBHOM TPIKHIITY 3aXTeBajy mpuiarohaBama Kako
peasHUM MOTYhHOCTHMa WHIYCTPHjCKUX KOMIAHM]ja, TAKO M 3aXTeBHMa W moTpedama
onpelheHnX TPKUITHIX CETMEHAaTa ca MOCEOHIM aKIIEHTOM Ha MpedepeHIIrje KyITOBHIX
LIEHTapa WK O/IeJbeha Ha0aBKe OPraHU3alMOHUX KyTala.

KomnonoBame Meh)yHapoqHOT IPOMOTHBHOT MHKCA
HHAYCTPUjCKUX KOMIIAHHja

EBunentHo je na cneunuyHOCTH Mel)yHapoIHOI TMOCIOBHOT TPXKHUIITA YTHUY
Ha noTpedy KOOPAMHUPAHOT yNpaBibakha YKYITHUM CETOM IMPOMOTHUBHUX aKTUBHOCTHU U
ajonyparma 3HauyajHUjUX (UHAHCHJCKUX CpeJCTaBa MpeMa THUILY, BEJIMYMHU U AYKUHU
rmobanHe kamname. EnemenTn mMel)yHapomHOT MPOMOTHBHOT MUKCA y IIMPEM CMUCIY
MOT'Y C€ yCJIOBHO CBPCTaTH y JIBE IpyHalije ca CTAHOBUILTA KOMIIEMEHTAPHOCTH, ITPH

16 Kecuh, T, (2003), Aumeepupana mapxkemunwixa komynukayuja, Onuauno, 3arped, crp. 567.
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qemy ce l'IO_]e,III/IHI/I obmur MehycoOHO zlonyH,ny u Hajgorpalyjy. IIpBy rpymy unHe
AKTHBHOCTH KOje Cy yeMepeHe Ha JIMPEKTHHU]E TIOBE3UBAE Ca IIMJBHUM KYIIHUMa, Kao
ITO Cy: JWYHA NPOjadja, PazIM4YuTe II00ANHE KaMIamke JUPEKTHOI MapKeTHHra U
yHanpelhema nponaje. Jpyry rpymny npencrasibajy HanIalleHHje OpeH]T KOMYHUKAIUje
MOIYT: €KOHOMCKE IpoIaranjie, OHOCa C jaBHOIINY, CIIOH30pCKE MPOMOLIU]E, 8 Y HOBHUjE
BpeMe U MHTEpHeTa.

ITporec TPXKUIIHOT KOMYyHUIUPaka Ha H3BO3HOM [IOCIIOBHOM TPXKHIITY YIIIAaBHOM
IpaTy MpoJajHy aKTUBHOCT KOja MMa IIPUMapHy yJIory y KOMyHHKalUju ca MeljyHapo-
JTHUM KYTIHMa, TOCPEAHUIIMMA U AUCTPUOYyTepHMa, TOCEOHO Y BUCOKO-TEXHOJIOIIKNM,
EHEepreTCKUM M CIMYHUM MHAycTpHjama. [IponajHu nporec Ha T100aHOM Tu1aHy 00yX-
Bara (paze MHHULMjalHEe MOHYAE, HHPOPMATHBHE pasMEHe, CTPATEIIKOr (HOpMyJHcama,
mperoBapama 1 uMIuieMeHTanuje. [locebHo je 3HadajHa (a3a HHTEP-KYATYPHO TIPOIaj-
HOT TIperoBapama (cross-culturall sales negotiation) xoja oOyxBara 1Ba HHTEPaKINOHA
MPUCTYIA: UHTEpaKIMjy He-3aaarka (Koja ce 0aBu (popMHpameM HHUIMjATHUX HM-
Ipecuja U NepleNirja) ¥ UHTEPAKIHUjy 3a1aTka (TOKOM KOje ce Iperu3Huje nehuHu-
Iy TOTEHIHjanu, notpebe u npedepeHiyje 3anaTepecoBannx crpana). Cee Behu 6poj
MI00aTHNX KOMITaHHja KOPUCTH TEOICHTPUYHY MPOAAjHY OpHjeHTAUHjy OasupaHy Ha
AQHT'XKOBAMY JIOKATHUX MIPOJAjHUX areHaTa pajy MpeBasiiIakemha reorpad)CKuxX U Mcu-
XOJIOIIKHMX AWCTAHIM M yBa)KaBarba KyJITYpHOT OEKrpayHIa, JTMHIBUCTHYKO-BH3YEIHHX
3axTeBa U Cenu(pUIHUX MOCIOBHUX HOPMH Ha PA3IMUYUTHM TPXKUIIHUM CETMEHTHMA.

Mehyrum, meljyHaponHa npojgaja He MOXKe Ce KOPUCTUTH M30JI0BAHO O] IPYTUX
MIPOMOTHBHUX MHCTPYMEHATa U3 JIBa OCHOBHA Pa3Jiora: IPBH je Y BUCOKMM TPOIIKOBUMA
NPOJIAJHUX KOHTAKTa, a APYTH Y HEMOTYNHOCTH JI0NUpama J0 CBUX WIAHOBA KYMOBHUX
[IEHTapa KOju Cy ajeKko OPOjHUjU y OHOCY Ha KyIIOBHE KOH(UTYpAIlHje JIOKAIHOT THIIA.
Tome Tpeba mpuIOAaTH M CBE HAINAIICHH]Y OTUMEH3H]y PENTallMoOHOT U OpeHn mpodu-
JMCamba TPKHUIIHUX KOMYHHKAIMja Ha TIOCIOBHOM TPXKHUIITY ILITO 3aXTEBa ONTHMAJHO
MOOMJIMCahe CBUX KOMYHHKAIIMOHUX MTOTEHIH]jajla MHAYCTPHjCKUX KOMIIaHHU]a Ha IUIaHy
npu100ujama MoBepemka OpraHu3alMoOHNX KyTiala.

Henponajae akTHBHOCTH MpeIBOaH MeljyHapoIHa Ipoliarania Koja ce mojaBJbyje
y TPH OCHOBHA OOJIMKA: CTaHAAPAU30BAHOM, JIMHI'BUCTUYKU aJalTUPAHOM M CHUTYalHO-
HO JM3ajHUPaHOM, a HajdenIhe MoCpeaACTBOM CIICINjaTn30BaHNX Yaconuca. Hexu ox mo-
3HATUjUX OMIITHX [IOOAIHUX IOCIOBHUX MarasuHa cy: Fortuna, Business Week, Wall
Street Journal, nok ce mely yxe crienujain3oBaHUM WHIYCTPUjCKUM IyOluKaiujama
u3nBajajy: Purchasing Magazine, Chemical Week, Industrial Distribution, Journal of the
American Oil Chemists Society n 1p.

OpHocH ¢ jaBHOIIhY Cy BakaH (pakTop KpeAHOMITUTETa T3B. KOMYHUKAIIHOHOT H3-
BOpa M pa3Boja capaame ca MOo0ATHUM MHJEHUM CTEJKXONACPIMa y OKBHPY ofpeleHmx
npuBpenHux rpaHa. Kao Hajznadajuuje GyHKIMje onHoca ¢ jaBHoIIhy y MeljyHapoaHoM
MOCJIOBHOM MapKETHHIY, IOpe]] MOCIOBHOT MyOIMIUTETa Kao CTaHAapHe aKTHBHOC-
TH KOja Iojipa3symeBa creru(uyHe BHIOBE MOCIOBHUX KOHTAaKaTa W MPUIPEMHUX akK-
THBHOCTH Ca peJakijaMa DIOOATHUX MHIYCTPHjCKHX YaCOIHCa, MOTY CE W3IBOjHTH
MHCTHUTYLMOHAJHA Nponaranjia (Kojy KOpHcTe MHOTe TPAaHCHALMOHAIHE HHJIYCTPH]jCKe
KOMIaHWj€) U Pa3THIUTH OO MEANjCKEe MOAPIIKE MPOAAJHUM U MTPOMOTHBHUM aK-
TUBHOCTHMA Ha II00AJIHOM MTOCJIOBHOM TPIKHIITY.

AxrtuBHOCTH yHanpelema rnpoaje, 3axBasbyjyhu IEeHOBHUM U JPYTMM CTHUMYJIaH-
cuma, yBojie OpojHa npousBoHa 100pa y MeljyHapoaHe KaHaje I[I/ICTpI/I6yIII/Ij e. Uunyc-
TPHUjCKH CajMOBH MOOHJIMILY BEJIMKU OpOj U3arada v Kyrnana 1 IMajy 3Ha4ajHy yrory y
YCIOCTaBJbakY U MPOLYOIbHUBAY MHTEPOPraHH3aLHOHIX HHTepaKHPIJa Y UHULIUjaTHUM
(hazama mehyHaponHOT HACTyma MHIYCTPHjCKUX KOMITaHHUja, ajld M y 3peiuM (a3ama
’KMBOTHOT LIMKJIyca oipeheHrx npon3BoaHuX j1obapa. [Ipema HekuM ropaima, moje/u-
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HE MHAYCTPH]jCKE KOMITaHH]€ U3/1Bajajy 1 10 35% yKyITHOT IPOMOTHUBHOT OylieTa yIpaBo
Ha cajamcke Manudecranuje. Takole, cBake TOIUHE CE HA II00AJIHOM HUBOY OJPIKHU MPe-
K0 5600 MOCIOBHMX CajMOBa KOjU MPHUBYKY OKO 80 MUJIMOHA MoceTHIana. '’

JIMpEeKTHH MapKeTHHT MOCTaje BeOMa aTpaKTHBAH MHCTPYMEHT KOMYHHIMPAha
3a MHOTa W3BO3Ha mpenys3cha 3axBaspyjyhu moryhHOCcTHMa mupekTHOr oOpahama u
NpHBJIaYeHa UCIONUPAHUX Kylala Ha 0a3H eJeKTPOHCKE KOMYHHKALUje HIIH caBpeMe-
HUX MHQOPMAIIMOHUX CHCTEMA 3a pa3MeHy Iojaraka, kao mro je, Hrp., EDI 3acnoBan
Ha MHTEpHEeTy. JIMpeKTHU MapKeTHHI HyIu MOryhHOCT TapreTupaHor npuiarolasarba
KOMYHHMKAI[HOHHUX CaJIpKaja KOHKPETHUM 3axTeBUMa M IoTpedama Kyrara, Kao H HbH-
XOBE MEpJbUBE OITOBOPE, HITO 3HATHO YMarbyje TPOIIKOBE KOMYHHIMPama o IMpoced-
HOM KYTIILy, @ CAMAM THM ¥ yKyITHE IPOMOTHBHE TYOHUTKE Ha TI00aTHOM HUBOY. MHaue,
OINIITA je MPOLICHA JIa je CTEIeH OJ3MBa Kylala Ha KaMIlame JUPEKTHOI MapKeTHHIA
MHOTO Beh Ha TOCJTOBHOM HETO Ha (PUHAITHOM TPIKHIITY.

Ha mehyHaposHOM MOCIOBHOM TpXKMINTY Ha 3Ha4ajy A00Wjajy M aKTUBHOCTHU
CIIOH30PCKE MPOMOLIH]je, a M0Ce0HO Ha IUIaHy pa3Boja peryTalyje eKCIIOPTHUX KOMITa-
HHja KPO3 KPEHpame KOHIIEINTA JAPYIITBEHE OrOBOPHOCTH, IITO je JonpuHeno MehyHa-
PomHOj adhupMAaIHji MHOTHX BEIMKHX WHAYCTPHU]CKUX KOMITaHH]ja, Kao mTo cy: /BM, Du
Point, XEROX n np.'®

WuTepHer noctaje y cBe Behoj Mepn He3a00mMIa3HH, a TI0 MHOTUM HWHIWKAIMja-
Ma U JIOMMHAHTHH TJIOOATHM MHTEpOpraHu3aiuonn Menyj. [lpema nojeauHuM nokasza-
TeJbUMa Ha [IOOAIHOM OPraHM3alMOHOM TPIXKHIITY, HHTEPHET MOCIOBalkbE OCTBApYje
cTanHu W yop3anu mopact.'” Ilpu Tome, HHAYCTpHjCKEe KOMIaHHje Hajuenhe KopucTe
BeO Mpe3eHTallrje, allk y HOBHje BpeMe HHTECH3HBUPA Ce MPUMEHA U IPYIUX KOMYHHKa-
[IMOHUX KaHaJla ¥ CpeJicTaBa, ONYT OHJIAjH cepBUCa, COMTBEPCKUX MIporpaMa u Ipyrux
MHPOPMAITHOHUX CHCTEMA, KOjH y 3HAYajHOj MepH yHarpel)yjy yKyITHe KOMyHHKAIIHOHE
npotece y MeljyHapoIHOM IOCIIOBHOM MapKeTHHTY. Y Heke OoCHOBHe OeHedute Koje
HYJIY WHTEPHET MapKeTHUHr Yy cdepu TpKUIIHUX KOMYHHKaluja cnajajy: MoryhHoct
o0jennmaBama JUPEKTHUX U MACOBHUX KOMYHHKAIIMja, MPOMEHA YIIOre Kymana of Ta-
CHBHHX IprManana HHpopMalyja y akTHBHE KOMyHHUKATOpEe 1 MOTYRHOCT OCTBapUBarbha
Mel)yHapOoIHOT MPUCYCTBA IMyTeM OpOjHIX OHJIAjH KOMYHHKAIIMOHUX KaHalla M TEXHHUKA
Y MaBbHX HHIYCTPHjCKUX GUPMH Ca CMar-eHUM HIIN JIMMHTHPAHUM IPOMOTHBHUM Oy11e-
TUMA.

Hageznena meaujcka aucrepsuja je yTuiaia Ha notpedy o0jenumaBamba OpOjHUX
Me/ja U OHJIQJH CepBUCa y OKBHPY Iporpama 3a YIpaBJbarbe OJHOCHMA ca KyIIuMa
(customer relationship management-CRM), koju, cniajambeM METOIOJIOTH]E U TEXHOJO-
ruje, omoryhaBa ONTHMAJHO ONCIY)KHBambe Kyllala M MHTEIPHCAHy HHTEPAKLH]y ca
BHUMa y HIbY U3TPaabe TyropoyHux ogHoca. Tpeba nonaty U To 1a Cy HaBeAeHe Ipo-
rpame paHuje yIJIaBHOM KOPHCTHIIC KOMIIaHU]E Ha high-tech TPXUINTHMA, ajld UX Y HO-
BHj€ CBE BUILIE KOPUCTE U JPYyre HHAYCTPHjCKE OpraHHU3alije Ha TII00aTHOM I0CIOBHOM
TPIKHIITY, TAKO J1a TI0CTajy CTaHAAPIHO 00eleKje MOCTOBHOT MapKETHHTA.

7 Kotler, Ph., Keller, K., L., (2006), Mapxemune menayumenm, Jlata craryc, beorpan, ctp. 589.
18 Subhash, I, C., (1999), Marketing planning and strategy. Cincinnati, South-Western Publishing, p. 11.

19 Tako mpuxomw o MHTEpHET WM eIEKTPOHCKE pasMeHe (e-Ipoiaja) m3Mely HHIYCTPHjCKIX
opraHm3anyja Ha IOCIOBHOM TPXKHINTY y IIOOAJHUM OKBHPUMA IIPEeMa HEKUM CTaTHCTHUKHM
HCTpakuBambIMa Koja Cy ce ofHoCHIa Ha mepuone of 1998. no 2002. roxune, kao u Ha pa3nodibe
ox 2002. no 2006. ronuHe, MOKa3yjy CTaIHy TEHJICHIIH]y IPOTrPECUBHOT Tj. BULIECTPYKOT yBehama
(Bunern Bume: Yun, G., W., Park, S., Y., (2004), The Impact of Internet-Based Communications
Systems on Supply Chain Management: An Application Transaction Cost Analysis, Journal of
Computer—Mediated Communication, Volume 10, Issue 1, www.onlinelibrary.wiley.com).
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JHakie, KOOpIHHICAHE MapKEeTUHT KOMyHHUKaLje oMoryhasajy BUILECTPYKE ITOA-
CTHIIaje TII00aTHE OpTaHU3aIOHE TPAXKEE B 00e30el)yjy YCIenrHO MO3UITHOHIPAThe HH-
JIyCTPHUJCKHX KOMITaHMja Ha Mel)yHapOoIHOM MOCIOBHOM TPKHIIITY.

3ak/pyuak

[mo0axHN KOHTEKCT HHTEPOPTAHN3AIHOHOT TPKHUINTA, 300T CTICIIU(PIIHOCTH MPO-
M3BOAHMUX J100apa, Kao 1 MoceOHMX 3aXTeBa M NOTpeda Ha HUBOY MTOCIOBHE TPAXKIHE, H3-
UCKYje ayTeHTHYHY KOHIECTITYalIM3allnjy Ipoleca MapKeTHHT KOMYHHUIIMPamba ca HHTEp-
HalMOHAIIHUM OpPraHU3alMOHUM KYIIHMa Y [HJbY NPUI00Hjamha BHXOBOI IT0BEpEHa 1
yCIoCcTaBJbama, pa3BUjara U Ofip)KaBama JyropovyHuX Mel)ycoOHHX oqHOCA.

Morke ce 3aKJbyYUTH Aa MPUCTYIT MApPKETHHT KOMYHHIMPAamby Ha Mel)yHapogHOM
ITOCITIOBHOM TPJKUIITY TMOApa3yMeBa HA3 creruduaHocTH, o0yxBara Behu Opoj akTHB-
HOCTH W MMa 3HATHO IIMPH (OKYC OF KOMYHHIHpama Ha HAIIMOHATHOM TPXKHIITY. Y
YCIOBMMA PUTHIIHE II00ANM3allMje U CBE M3PaKCHH]Er TPAHCHAIMOHAIHOT Kapakrepa
MHOTHX WHJYCTPHjCKHX KOMIIaHHWja, IIOOAIHM KOHTEKCT TPXKHIIHUX KOMYHHKAIlH]ja
U JPYTHX aKTUBHOCTH YCMEPEHHMX Ka OpraHM3allMOHNM KYIIMMa MOCTEIICHO MOCTaje
CTaHZAPIHO 00eJIexkje CaBPEMEHOT ITIOCIOBHOT MapKeTHHTa. To MMIUTMIIMPA CHHXPOHU-
30BAHO AHTaKOBAaKHE CBUX KOMYHHKAIMOHHUX PECypca MHAYCTPHjCKUX KOMIIAaHW]jA U FbH-
XOBO MpHIIOTol)aBame cneuHQ)HqHOCTHMa MelyyHapOIHOT IMOCIOBHOT OKPYXKeHba, YeMy Y
IIPUJIOT TOBOPH Pa3BOj KOXEPEHTUX MPHUCTYIAa Ha OBOM MOAPYYjy U ApaMaTudaH Mmopact
yjaramwa y pa3iiuure (bopMe MapKeTHHI KOMyHHIHparba. Ha Taj Ha4YMH, CTBapa ce oc-
HOBA 32 M3TPaiby CHHEPIHje NopyKa U MeHja YCMEPEHHX Ka UJBHUM ITyOInKama, ITo
MIPE/ICTaBJba KIbYUHH ITOMAK y OJHOCY Ha PAHU]U MOJEI CEeTapaTHOT TUIAaHUparba Toje-
IuHEX 00nmka mpomonyje. OBo ce, mope mpoajHe IPOMOIIHje Kao TOMUHAHTHE (hopme
MapKeTHHI KOMYHHIIMpamba Ha Mel)yHapoIHOM OpraHM3allMOHOM TPIXKHIITY, OJHOCH W
Ha CBE MHTEH3UBHHUjY YNOTPeOy OCTAINX TPHKHUIIHUX KOMYHHUKALUja, MOMYT AUPEKTHOT
MapKeTHHra, Npec Mporarax/ie, CajaMCKuX HacTyIa, OHOCa C jaBHOIINY U IpyIITBEHOT
CIOH30PCTBA, HEOITXOAHUX 3a TII00ATHH TPOIOP MH/IYCTPUjCKUX OpEHI0Ba ITyTeM edek-
THUBHE KOMYHHUKaIlMOHE KOHEKIH]€ Ca INJbHAM ayANTOPHjyMHUMA y Y>KEM HJIH IIHpEeM HH-
JTyCTPHjCKOM OKpyXkemy. [Ipu Tome, mopes TpaIulimoHaTHIX Meauja, oce0Ha ce UCTH-
4ye HeONXOAHOCT KopHihema caBpeMeHnX HH(POPMAIIMOHUX TEXHOJIOTH]a, ITpeaBoleHnx
HUHTCPHETOM, Y KOMYHUKAITUOHUM ITPOLECUMA Ha FJ'IO6aJ'IHOM IMMOCJIOBHOM TPXKHUIITY, IITO
MoYnIbe Jla IpuxBara u yrpahyje y cBoje MehyHapomaHO OpHjeHTHCaHE MapKETHHIIKE
nporpame cBe Behu Opoj MHIIyCTPHjCKUX KOMITaHH]a.
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