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Anomauin: YV Haykogii 00nosioi  po3enadaemvci  npoodiema  BU3HAYEHHS
onmumanvHo2o pozmipy posami vy cghepi B2B. Ananizyromscsa  ¢pakmopu, wo
BNIUBAIOMb HA  (POpMYBaHHS  pOSIMiI, 30KpeMa KOHKYPEHmHe cepedosuuye,

EeKOHOMIUHA OOYLIbHICMb, NPABosi acnekmu ma cneyugika aiyen3itiHux y2o0. Oxpemy
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y6azy npudileHo CYYACHUM Memooam OYIHKU posaimi ma nioxooam 00 U020
BCTNAHOBIEHHSA Y PIZHUX 2ATTY35X NPOMUCTIO80CTIL.

Kniouosi cnosa: posanmi, B2B punox, niyen3ysans, iHmenexmyaibHa 61ACHICMb

Abstract: The scientific report considers the problem of determining the optimal
amount of royalties in the field of B2B. Factors influencing the formation of royalties,
in particular the competitive environment, economic feasibility, legal aspects and
specifics of license agreements, are analyzed. Special attention is paid to modern
methods of royalty estimation and approaches to its establishment in various
industries.

Keywords: royalties, B2B market, licensing, intellectual property

Postiti €  KJIIOYOBMM ~ MEXaHI3MOM ~ BHHAropoid 3a  BUKOPUCTAHHS
IHTEJIEKTYyaIbHO1 BIIACHOCTI, IO BiAIrpae BaXIJIHMBY pojb y Oi3Hec-cepenoBuili B2B
(business-to-business). Y cyuyacHiil eKOHOMIIII, JIe 3HaUHA YaCTHHA aKTHUBIB KOMIIaH1H
npecTaBjIeHa HeMarepiaJbHUMU PECypCaMH, BCTAHOBJICHHS ONTUMAJIBHOTO PO3MIPY
pPOSUITI cTae KPpUTUYHUM (pakTopoM il yCHIITHOTO (YHKIIIOHYBaHHS KOMEPIIIHHUX
BimHOCcHH [1-18]. Ile muTaHHsA € HAA3BUYAHWHO aKTyaJdbHUM IS MIAINPHEMCTB, IO
3MIACHIOIOTH JIIIICH3yBaHHS TEXHOJIOT1H, OPEeH IiB, MATEHTIB Ta 1HIIOI IHTEJIEKTyaJIbHOT
BIacHocTi [1, 7, 15].

Po3mip posaTi Mae OyTH crOpaBeIIMBUM SIK JUIsl JIilIeH31apa, SIKAWA TparHe
OTpUMAaTH HaJEKHY BUHArOpPONY 3a CBOi aKTMBH, TaK 1 JJIs JIIEH31aTa, AKUH OYiKye€
JIOCTYITy JO iHHOBaIik 0Oe3 HaaMipHOro (HiHAHCOBOTO HaBaHTaXECHHSA [2, 6, 16].
BusHaueHHsS ONTUMAaNIBHOT CTaBKU POSUITI € CKJIQJHUM MPOIIECOM, KU 3aJIeKUTh BiJl
Oaratbox (HaKTOpiB, TAKMX SIK PUHKOBA BaPTICTh aKTHUBY, KOHKYPEHTHE CEPEIOBHIIIE,
creuudika rairy3i, yMOBU yroil Ta HOPMAaTUBHO-TIPABOBE PETYIIOBAHHS.

MeToro bOT0 AOCIIKEHHS € aHaJ13 MiIXO/IB 10 BCTAHOBJIEHHS PO3MIPY POSUITI

Ha B2B puHkax, BHSABICHHS OCHOBHMX YMHHHUKIB, IO BIUIMBAIOTh Ha HOTO
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BU3HAYEHHS, Ta PO3pOoOKa pEKOMEHJALIN [l KOMIaHid, Kl MparHyTh €(EeKTUBHO
YIPaBISATUA CBOIMU JIIEH31MHUMH CTPATET1sIMU.

BceranoBnenuns po3mipy posuiti Ha B2B puHKax € ckiagHUM TPOILIECOM, SKH
3aJIeXUTh Bl 0aratboX (akToOpiB, BKIIOYAIOYM THUN JILIEH31MOBAaHOrO akKTUBY,
KOHKYPEHTHE Cepe/IOBUINE, PUHKOBI YMOBH Ta cTpaTerito kommnawii [7, 15, 18]. Icaye
KUJIbKa OCHOBHHX MIJXO/(IB 10 BU3HAYEHHS PO3MIPY POSUITI, sIKi BUKOPUCTOBYIOTHCS B
013HeC-CepeIOBHIIII.

1. Bumpamnuui nioxio. llei minxin 6a3yeTbcsl Ha OIIHIII BUTpAT, MOHECEHUX Ha
pO3po0OKy Ta MIATPUMKY JIIIEH31MOBAaHOTO akTUBY. BiH mepejdadyae BCTaHOBIICHHS
pOSUITI SIK BIJICOTKAa BiJl BUTpAT Ha CTBOPEHHS Ta MIATPUMKY TEXHOJOTii abo
iHTenektyanbHoi BmacHocTi (IB). IlepeBarm BHUTpaTHOTO TiAXOMY: TPO30PICThH
pPO3paxyHKiB; OOIPYHTOBaHICTh 0a3u JUIsl BU3HAYEHHS BapTocTi . Hemomiku: He
BpaxoBy€ PUHKOBY BapTICTh aKTHUBY;, MOXXE HE BigoOpa)xaTH peaibHy €KOHOMIYHY
BUTOJTY JIJIs1 JTiTleH31aTa

2. Puwnkosuii (nopieusionuii) nioxio. llepembauvae aHamiz posiaTi  3a
aHaAJOTIYHUMHM YrojJaMu B JlaHii ramy3i. KommnaHis BU3Ha4Ya€e CTaBKY POSUITI HA OCHOBI
CepelHIX PUHKOBUX 3Ha4eHb. [lepeBarm pUHKOBOrO MIAXOMY: 100pakae peasibHi
PUHKOBI YMOBH; IMPOCTOTAa Yy 3acTocyBaHHI. Hemomiku: HOCTYIHICTh pelieBaHTHUX
PUHKOBHUX JaHUX MOKe OyTH 0OOMEKEHOI0; HE BPaXOBY€ YHIKaIbHICTh aKTHBY.

3. Ilioxio ua ocHnosi yuwacmi y npudoymky (Profit Split). Po3mip posuri
BCTAHOBJIIOETHCA SIK BIJICOTOK BiJ NPHOYTKY, OTPUMAHOTO JIIEH31aTOM 3aBISKU
Bukopuctanuio [B. TlepeBaru 1mporo migxomy: BpaxoBY€ €KOHOMIYHY BHUTOMY IS
JineH3iata; THYYKICTh Yy TIEPErOBOpaXx. Henoniku: BaXKO MPOTHO3YBaTH
MpUOYTKOBICTh; T€00XITHICTh ayAUTy (DIHAHCOBHUX MOKA3HUKIB.

4. Ilioxio na ocnosi exornomiunoi eucoou (Discounted Cash Flow - DCF).
Po3paxyHOK posuITI IPYHTYEThCS Ha MaWOyTHIX TPOIIOBUX IMOTOKAX, Kl TE€HEPYE

aKTHB, 3 ypaxXyBaHHSIM JUCKOHTYyBaHHS. llepeBaru migxoay Ha OCHOBI €KOHOMIYHOT
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BUTOJIA: B11OOpakae peayibHy LIHHICTh aKTHBY; BPaXxOBYE JOBIOCTPOKOBHI BIUIUB.
Henoniku: BUcCoKka CKIIaJHICTh PO3PAXyHKIB; NOTPEOy€E TOUHUX MPOTHO31B.

5. ITioxio «3sepxy enuz» (Top-down). BusHayaeTbcst HA OCHOBI YaCTKH POSIITI y
J0X0Jlax ramysi, periony abo cermenta puHky. llepeBaru migxoay «3Bepxy BHU3»:
BIZIMIOBiJJa€ 3araJlLHUM PHUHKOBHM TEHJEHIIISIM; MPOCTOTa 3acTocyBaHHS Hemomiku:
y3araJlbHeHUH MiIX1ij, SIKUA MOKe HE BPaXOBYBaTH yHIKalIbHI1 (PaKTOPH.

Bulip migxoay 10 BCTaHOBIEHHS POSUITI 3aJIEXKUTh BiJ] Taly3l, 0cOOJIMBOCTEN
JIEH3IMHOTO aKTHUBY Ta PUHKOBOI cHTyamii. ONTHMadbHUM BapiaHTOM YacTo €
KOMOIHOBaHUHM MIIXid, 10 MOEIHYE aHANII3 BUTpPAT, PUHKY Ta €KOHOMIYHOI BUTOIU
JUTSL TOCSTHEHHS CTIPaBENINBOT Ta OOTPYHTOBAHOI CTAaBKH POSIITI.

JlocnipkeHHS TTOKa3alio, 10 BCTAHOBICHHS po3Mipy posuiTi Ha B2B puHkax €
OararoakTOpHUM TIPOIIECOM, SKUW TOTpeOye BpaxyBaHHS SK €KOHOMIYHHUX, TaK 1
npaBoBUX acmnekTiB. OCHOBHI BUCHOBKH, OTPUMAaHI B Pe3yJbTaTl aHai3y, BKIIOYAIOTh
HACTYIIHI MOJIOKEHHS:

1. lanyzesi ocobruseocmi — CTaBKa POSUITI 3HAUYHOIO MIPOIO 3aJICKHUTh BiJl
cnenudiku ramysi. Hampukman, y dapmanerumi Ta IT-pimeHHi cTaBKU POSUITI
MOXKYTb OyTH BUIIIUMH Yepe3 3HAYHI IHBECTHIIT Y JOCIIIIPKEHHS Ta PO3POOKH.

2. Punkogi ymosu — KOHKYpPEHIlis, TIOMUT Ta I[IHOBA €JIACTUYHICTh BIUIMBAIOTH
Ha piBeHb posUITi. Bucoka KOHKypeHIIisi MOKe 3HW)KYBAaTH CTaBKY, TOMI SIK
VHIKaJIbHICTh TEXHOJIOTIi Yi OpeHy T03BOJISE 11 MiIBUIIYBATH.

3. Memoou oyinxu — KOMIIaH1i BUKOPUCTOBYIOTh PI3HI MIIXOIU IO PO3PAXYHKY
POSITI: METOJI Ha OCHOBI BUTpAT, METON MOPIBHSUTBHOTO aHaJi3y, METOJ PO3IMOILTY
npulOyTKy Ta iHmi. Bubip migxomy 3ajeXWTh BiA MOCTYMHOCTI [JaHUX Ta
0CcOOJMBOCTEN Yroau.

4. Ilpasose  peeymosanns  —  CTaBKM  POSITI  MarOTh  BIiAMOBiAATH
AHTUMOHOIIOJIBHOMY ~ 3aKOHOJABCTBY, HOPMAaM CHpPaBEIJIMBOI KOHKYpEHIli Ta
MOJIaTKOBUM BUMoOramM. HaaMipHO BHCOKI POSUITI MOXYTh BUKIUKATH PETYASTOPHI

00OMEXEHHH.
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5. THyuxicmob y200 — yCHilIHI KOMIaHIi 4acTO 3aCTOCOBYIOTh JUHAMIUHI MOJEI1
POSUITI, 110 BPAaXOBYIOTh 3MIHY PHUHKOBHX YMOB, KOMEPLIIHI PU3UKU Ta PE3yIbTaTU
MISUTBHOCTI JIILIEH31aTA.

Takum 4uHOM, ONTHUMajibHE BCTAHOBICHHS po3Mipy posiTi Ha B2B punkax
BUMAara€ KOMIUIEKCHOTO X0y, IO BKIIIOUA€ aHajdi3 €KOHOMIYHMX, PUHKOBHUX 1
NpaBOBUX YMWHHUKIB. BUKOpUCTaHHS THYYKHMX MOJAENEH Ta aganTaimis A0 3MiH Yy
Oi13HEC-CepeIoBUILI  JI03BOJISIIOTh KOMIIAHIAM JOCIITA OajlaHCy MDK BHUTOJaMu
JiueH3iapa Ta  JleH31aTa, CHPUSIOYM  JOBIOCTPOKOBOMY  IApPTHEPCTBY  Ta
IHHOBAIIITHOMY PO3BUTKY.
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