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SIIHI-V-c4qd (B2B) 3R s¥aura-@-39siterar (B2C) faqure
WAl Td @lig SgagR &1 JoelcA® JETqT

aeg
HEES ITEATISH
s F yaEe
I Rreafearey, @R (F7eT yew)

HIIRA

Jg I-gd B2B (Business-to-Business) 3k B2C (Business-to-Consumer)
Ao &1 JeleicAs aeawor yedd aar g SHd ofeld 3usiiedr, @le egaeR,
fasrar gfshar 3R fauure IorRfadt & Ao IR H 39R Far 3731 g1 B2B of-
¢l HHAAR W a3 ARG, Jfea ot uframit ik Sdefos caeaRe d@eul @
S @ § S B2C AT OR, HIGWIeHS 3N caRe orat W ameiRe @ ¥
g IEIYA 30 I1d W Tl &l & b SIGHRT &l AU AfaTd SR & 3F]dER 390
faqureT WEIAal S8 TR S TMeT] S8 JolelicAs EAT & ALIA 8, B2B
AR B2C alel &= i Feilicrd, Aot gfSehion 3R Iuehiaen g3 &1 w@sr @t
Serar fear I g

1. o=
FaaTF def-geT ar yHE YRl # fasnford fw o #eha § — B2B 31 B2C|
. B2B (Business-to-Business): $HH U& <Iqdy GEY TG@T H a¥gU AT

JaT? T §, S Foar A Igfiedr R AETar s @l sgar g

« B2C (Business-to-Consumer): 38H Iady WY 3ifdd 3UHTFAT3T & aE€gv
I7 AT 9Tl g, o8 3Acsd Reok U3t & 3curig sad ¢ (Kotler &
Keller, 2021)|

B2B 3R B2C & &I & 3HcX &I FHSAT TG AU IOEfaar s &
foIT 37cad 3aTs+ g
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2. FETTA &F 3237
B2B 3R B2C SNIRT & &g HET AR &I fI2o0T YT
1. AT Asell A 3UMeFar & @We FagR 3R AT ufshar &1 3reagaT 3|
2. B2B 31 B2C # 39dlr &7 et arent faqure toreifaat i gaifaar &
ugdle &

3. B2B 3t B2C & &t yH@ 3R

|

- |
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ryar
B2B (c9auTg-Q-c9ddTy) B2C (caqamrg-¥-39siad)
(Feature)
JafT 3UMFAT 3T TIHE, IS SqTFAITT STHIFAT
g AT 378, M 7 TSR HH, IfFdITd WIERT
. T, SATFAIT AT ITRATRS
IGLE] $r ’
gfshar SIfeel, 3ol GaURehl T HENERT :
gl 9om dhEITd - THAAA 9T TH, &I HIGATcHS - AT, SIS THYor
IEERESED oIdT, aTdl U 3oy e BICT, <R AT TGO
qreAdl fAuule, ey yeayd, 3T AT, @ere HIfSar, JarR
& AR : , 36 ;
AT CIERICH
Hed fauRor oA ImaTRa, ¥ ge ARTd Hed, AT-7AT W Qe
3ETELoT Salesforce, 1BM, 3ite; Amazon, Netflix, McDonald’s
EiIS\GET]

4. fquura TReEHOT FH IR

B2B faqoura:

o IFIIT YT W 3F eaqrT|
e TIMUR Hall, $H TG, Linkedin SI& Colc®iAT &7 393197

o fa¥Ega 3curg SRy 3R fady 9 @y (ROI) & fdaver (Rosenbaum-Elliott
et al., 2018)|
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B2C fayure:

e S8 JANTEHAT IR HGAHS SISTd U EgTeT|
o Trerer :Afsar, &E), adsd AT S 39|
o 3uNEFEdr F Faur IR 3gHT W FHiad (Kotler et al., 2022)|

5. B2B 3k B2C & galfaat

gaAtfai B2B B2C
AEF TATT TGAT|[GIUehlTolh TaHl HI FTT IGT 3T faser & gfaegat
g Ffeaar  [ardt 3R FecAsae f snaeasdcaia R, Fea TacaAefed

AR TR HifAd, faferse 3erer Sq9h, STIdTHAT dTolR
Roure e |[ufa o 31f8e e gfa e 3ife o
6. fasay

« B2B oei-gef H dh, drodhifare Gy 3R 93 A v qfHer e §

. B2C Jo-&aT a3, giaer 3R §13 g w maRa @ &

o TNl & 3R I GHSAT STIHTAT & AT AYUTT INTAAT THEY &7 T R
el H HEIAT T Bl
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