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JocnimxeHHA NpUCBAYEHE BUCBIT/IEHHIO POJTi TEXHOJOMYHMX NporpamM K hakTopy NigBULLEHHS edEKTUBHOCTI
BiAAiNYy npogaxis B IT komnaHisx. MpoaHanizoBaHO cuTyalito BITUM3HAHOI IT-cdepn 3a OCTaHHi POKU. PO3KPUTO
€KOHOMIYHY CYTHICTb BigAiny npoAaxiB, 0CO6MAMBOCTI Oro AisSIbHOCTI Ta 3HAYEHHS B CTPYKTYpi cy6’ekTa nignpu-
EMHULLbKOT AiSANbHOCTI B 3arajibHOMY. BM3HAYEHO MOHATTA «TEXHOMOrYHI Nporpamm», 3a3HauyeHo pag KIvoBUX
KaTeropii TEXHONOrYHMM MporpamM, OnMcaHo XHI OYHKLIOHA/IbHMIA CNEKTP Ta OKPECNEHO BMN/MB Ha MifBULLEHHS
eheKTUBHOCTI po60Y0ro NpoLecy a Takox 3anponoHOBAHO iCHYOUI PiLLEHHST B PO3pPi3i KOXHOT KaTeropil. [loBeaeHo
LiHHICTb 3aCTOCYBaHHS TEXHOJIONYHMX NPOrpam B XOAi OnepaviiHol AianbHOCTI BigAinom npogaxis B IT koMnaHi-
AX K K/II0YOBOrO YMHHMKA NiABULLEHHS e(PeKTUBHOCTI po60Tu AenapTaMeHTy, L0 MaE NPsSIMUIA BM/IMB Ha YCRiLUHY
LiSNbHICTb KOMNaHii.

KniouoBi cnoBa: Bigain npofaxis, TEXHOMOrYHI nporpamu, IT nocayrn Ta NpoAyKTW, KAIEHT, KOMepLiiHa
nponosunujis.

The research is dedicated to exploring the role of technological programs as a factor in enhancing the efficiency
of sales departments in IT companies. In achieving the objectives and tasks, the theoretical and methodological
contributions of both international and local academic communities on the researched issue were innovatively
utilized. The dynamics of the domestic export volumes of IT services were presented. The situation in the domestic
IT sphere in recent years has been analyzed. The economic essence of the sales department, its activities, and its
significance within the structure of a business entity have been revealed. The importance of the sales department
as a key factor in the successful operation of the company was outlined, with its primary task being the achievement
of economic goals and facilitating scaling and development. The concept of "technological programs" has been
defined, noting several key categories of these programs, describing their functional spectrum, and outlining their
impact on improving work process efficiency. Existing solutions for each category have been proposed. The key
categories of technological programs that have a significant impact on the comprehensive automation of the sales
department's workflow in IT companies were examined - from the search for potential clients to the direct management
of the sales process. The proposed technological solutions are the best representatives of their categories, as they
are highly demanded and their quality has been proven over time with numerous positive reviews from users.
The value of implementing technological programs in the operational activities of sales departments in IT companies
as a key factor in enhancing the department's efficiency, directly influencing the company's successful operation, has
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been demonstrated. The practical value of this research serves as an excellent set of recommendations for sales
specialists in IT companies in the context of improving their work processes, supported by specific proposals and
explanations of their value in enhancing the efficiency of professional activities.

Keywords: sales department, technology programs, IT services and products, client, commercial offer, automa-

tion, efficiency.

MoctaHoBKa npo6Gnemu. byab-skuin ene-
MEHT B CTPYKTYPi KOXXHOro Gi3Hecy noKAVKaHWi
3abesnedyBaT IMOro ycniwHy AisNbHICTb Ta
6yTM 3anopyKkor MNOCTIMHOrO 3pocTaHHsA. K-
4YoBE TOJIOXKEHHS B CTPYKTYpi nignpuemMcTsa,
sKe 3aMaETbCs NiANPUEMHULIBKOK Aisi/TbHICTHO,
HanexuTb Biaginy npogaxis. Liel Bigain signo-
Biga€ 3a NoLyK NOTEHLiHUX KNIEHTIB, BIOKPUTTSA
HOBUX PWHKIB 30YyTYy, BUBYEHHS TeHAEHUil i
BM3HAYEHHSA CTpaTeriyHoro Kypcy KoMmnaHii'y Hai-
6iNbLL BUTIAHOMY HanpaAMKy. B cyvyacHomy CBITi,
[le TeXHOMOrii LWBNAKO PO3BMBAKOTLCA, BUKOPUC-
TaHHSA TEXHOOTNYHNX NPOorpam ctae HeobXigHUM
hakTopoM A5 ePeKTUBHOT AiSNbHOCTI Bigainy
npogaxis B IT koMmnaHii. TeXHONOrIi 403BONSAIOTb
aBToMaTusyBaTu npouecu, 36iNbWwnTh NPoAyK-
TUBHICTb Ta NOKpaLWMT B3AaEMOLI0 5K B Mexax
camMoi KoMnaHii Tak i 3 KfieHTamu 3okpema. 3apa3s
€ 6e31i4 npoaykTiB IT iHAYCTPIl, AKi BAKOPUCTOBY-
HOTbCA Cy6’eKTaMu AiA/IbHOCTI L€l cpepu. Tomy
BUCBIT/IEHHA POJi BUKOPUCTAHHSA TEXHOMOTMYHNX
nporpam K Wasxy NigBULLEHHSA NPOAYKTUBHOCTI
BigAiny npofgaxis B IT KOMNaHiAX € akTyasibHOO
Ta BMMarae Aoc/ifgKeHHs. [laHa cTarTa nokam-
KaHa Ha BVBYEHHS LbOro NUTaHHA Ta MOLUYKY
Bi4NOBIAHNX NPONO3WLiA.

AHani3 ocTaHHiX gocnigkKeHb i nyonikawii.
3 ob6paHoi TeMK iCHYE 3Ha4YHa KiNbKiCTb niTepa-
TYPHUX [pKepen, MpencTaB/eHnX HayKoBMMU
npausiMy BYEHUX K 3-3a KOPAOHY, Tak i B Ykpa-
THi. Oco6MBOCTI pO3BUTKY IT-NigNpUeEMHULTBA B
YkpaiHi npoaHanizosaHo B nyonikadii Kaporo O. .
[1]. >KurankeBuy XK. M. Ta 3anyubkuii P. O.
y CBOIA npaui BUCBIT/IIOIOCL CYTHICTb Ta 0OCO-
6nMBOCTI  uMdpposizauii AK HanpAMKy BUpi-
LLEHHA NOTpeb Gi3Hecy Ha yA0CKOHa/IEHHS A0r0
npouecis [2]. 3arasnbHi ocobnmeocTi npouecy IT
npoaxis po3kpuTo B npaui CaHgina Mykxonag-
xans [3].

BupineHHA HeBupilleHUX paHiwe 4YacTuH
3arasibHOI Npo6nemMu. Monpu BeNNKY KiNbKiCTb
pocnimpkeHb B cdoepi npogaxis, LWNAXIB Oro
nokpalleHHa Ta poni uudoposizauii B LbOMY,
Aeski acnektn Uiei npobnemMu 3annwarTbes
BIOKPUTMMM Ta HEAOCTaTHbO BMBYEHUMM. Xoya
iCHYE HelMOBIPHO Be/iMKa Ki/lbKiCTb nporpam-
HOro 3abesrneyeHHss Ta TEXHOJIOrMYHOro iHCTpY-
MEeHTapito AKi NOKMMKaHI BUBOAUTU [iA/IbHICTb
BigAiny npogaxis IT KOMNaHIN HA HOBWUIA PiBEHb,

BM3HAYEHHA OCHOBHUX X KaTeropil Ta nponosunuii
KOHKPETHUX NPOAYKTIB 3a/IMLLIAETLCA BiAKPUTUM
nuTaHHAM. Came ue i MOCNYXW/10 NMPUYNHOK 40
06paHHA AaHoi TeMU A0CAIAKEHHS

dopmyntoBaHHA Linei ctarTi (nocTaHOBKa
3aBgaHHsA). MeTo A0CNIIKEHHS € BUCBIT/IEHHS
CYTHOCTI TEXHONOTYHUX nporpam sk hakrtopy
niABULLEHHA eDeKTUBHOCTI BigAiny npofaxis B
IT KOMNaHisgx, BM3HAYEHHS OCHOBHMX iX Kare-
ropin Ta HaBeAEeHHS KOHKPETHUX TEXHO/OMNYHUX
piLLlEeHb.

Buknag OCHOBHOro wmartepiasly pochni-
D)KeHHs1. [1poTArom OCTaHHbOrO AEeCATUNITTA
iHAYCTpIS iHhOpMaUNHNX TEXHOMOrIN BMpocna
3i cTaTtycy npocToi raslysi 40 O4HOIO 3 OCHOBHUX
KaTasnizaTopiB CBIiTOBOI €KOHOMiKKN. Lia TeHaeH-
Ui Big3Ha4YeHa He nuwie Po3LNPEHHAM BNINBY
IT-cdpepun Ha pi3HOMaHITHI rany3i, Taki sIK OCBITa,
BMPOGHULTBO, HEPYXOMICTb Ta (oiHaHCK, ane i
aKTVBHUM CMPUSAHHAM CTPYKTYPHUM TpaHcdop-
MauisMm y umx ranyssx. 3 pokamu croctepira-
€TbCSA MOCTIiHUIA NpOrpec Ta 3pOCTaHHA BMN/IMBY
IT Ha rnobasibHy eKOHOMiYHYy KapTuHy. 3rigHo
iHpopmauinHoro pecypcy DOU, sikuii nocuna-
€TbCS Ha AaHi onpunogHeHi HaubaHkoM — AnHa-
Mika o6csry IT-ekcrnopTy 3a 6iniblw Sk 10 pokiB
BUINALAE HACTYMHUM YAHOM:

He3Baxaloun Ha HeratvBHy AMHaMmiky 3
noyatky 2022 poky, BapTO 3a3Ha4MTu WO nepe-
6yBaoun B eKCTpeMasibHUX YMOBaX BIiTUM3HAHA
coepa IT-nocnyr 3ymina WBNAKO | BKpan edoek-
TMBHO a[anTyBaTuUCb 40 HOBUX YMOB, HanawTy-
BaTW CBOK [AiANbHICTb Tak, Wo6 MiHiMi3yBaTn
cnag. Mu 6aummo, wo 3a IV kBaptan 2021 poky
o6ecsar ctaHoBuB 2,105 mnpa $, Togi Sk aHaso-
MYHUIA YacoBUIA NPOMDKOK HACTYMHOIO POKy 6yB
HMXYe BCbOrO TiSIbKM Ha 239 MAH $.

BpaxoBytoun BuLLe3a3HavyeHe, obpaHa Tema
nocTae K gefani 6inbl akTyanbHa. Knwouvosum
MexaHisamoM ansa 3abesnevyeHHs NpuobyTKOBOCTI
Ta 3pocTaHHs (oiHAHCOBOro CTaHy O6yAb-SKOi
KOMMaHii BBaXKaeTbCA came BIifdis1 npoaaxis.
EKoHOMIYHA CyTHICTb Bigainy npogaxis nons-
rac B MOro 34aTHOCTI gocsaratyv nocTaBeHuX
6i3Hec-Linel, 3abesnedyBaty MOCTIHUIA MNOTIK
KNieHTIB, yknagatun ycriwHi yrogn Ta 306inbLuy-
BaTV npogaxi IT-npoayktisB abo nocnyr komna-
HiT. [lenapTameHT npoAaxis € CBOEPIAHO MpPo-
MiXXHOI NTAHKOK MK KTIEHTOM Ha OfHili CTOPOHI,
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Puc. 1. NopiBHAHHA o6cAry IT-ekcnopTy YKpaiHu
[xepeno: [4]

Ta po3pobHuKamMn abo kKoMaHAamMu PO3pPO6HIKIB
Ha iHLWWIA B 3aN1€XHOCTI Bif, CKNaAHOCTI MNPOEKTY
un piweHHsA. OgHMM i3 TOTIOBHUX achekTiB eKo-
HOMIYHOI CYTHOCTI Bigdifly NpofaxiB € BMiHHS
KOpMCTyBaTUCb MapKETUHIOBUMU nigxodamn Ta
peanizoByBaTu eqdeKTMBHI cTpaterii npogaxis.
Pe3ynsraTom Up0oro € BnacHe, reHepadis pesysib-
TaTiB y BUIrNA4j KNiEHTCbKOT 6a3un Ta BignosigHNX
nignvcaHnx yroa.

Xoya € LUMPOKMIA ChekTp pPi3HOMAaHITHUX
MOKa3HWKIB ed)eKTMBHOCTI BigAiNly MNMPOAaxiB B
IT KOMNaHisiX, OCHOBHUM BBaXX@€ETbCH 3arasibHa
BapTICTb yKnafeHux yrof. Ane camomy Yykna-
OEHHI0 (NignucaHHK) KOHTPakTy nepeaye 3Ha-
YHUIA pobounii Npouec, sIKWiA BK/IOYaE B cebe
Liny HM3KY eTani.:

—  Mpouec NOLWYKY KMiEHTa;

—  JocnigpKeHHs Ha npeameT KOpPUCHOI Ta
peneBaHTHOI iHGhopMaLii NPo KiEHTa, BUBYEHHS
NOTEHLiHNX horo NoTpeb Ta KyniBesbHOT Cnpo-
MOXHOCTI;

—  BCTaHOBJ/IEHHS KOMYHIKaL,ii Ta il pO3BUTOK;

—  BW3HAYeHHA peasibHMX NoTpeb KiieHTa
Ta 3ibpaHHA BUMOI, Y3TOMKEHHSA YCiX po60oymnx
MOMEHTIB, NiAroToBKa KOMepLIAHOT npono3uuii
TOLLO.

BuesasHauveHi etTanu e ayxe y3arasibHeHa
NnocnifoBHICTb. LIMKN npogaxy 3a3suyali BK/IO-
yae e psag noaaTKoBUX KPOKIB [5].

Kinbka gecatunitb TOMy YycCH BullesragaHa
LiSNIbHICTE Benacb BPYYHY, «Ha nanepi», e
OCHOBHVMW  TEXHOJIOMNYHUMM  IHCTPYMEHTamu
creuiasiicta 3 npoAaxis MOrvm 6yTu Tisibkn Tene-
ooH Ta Kanbkynatop. CtaHOM Ha 3apas cuUTya-

Ui KapguHa/bHO 3MiHWMach, | aBToMartu3auis
npoueciB Ta Adifxutanizayis AiasNbHOCTI € U He
r0/1I0BHMM (0akTOpoOM MiABULLIEHHST e(PEKTUBHOT
[isiNTbHOCTI HEe TiNbKN B KOHTEKCTI Npogaxis, a s
OyAb-sIKOro HaNPsMKY Aisi/IbHOCTi CydacHUX nia-
NPUEMCTB Y1 OpraHisauiin [6].

Mig TexHonoriyHMMK nporpamamu 3arasibHo
MPUAHATO PO3YMITU nporpamHe 3abe3neyeHHs
4uM OH/IaNH cepBicy, AKi BK/IKOYatoTb B cebe Habip
(PyHKUi NS BUPILLEHHS KOHKPETHUX 3aBAaHb
YM BUMKOHaHHA NeBHUX (PyHKUiA. MeBHi kartero-
pii NOKpMBalTb aBTOMAaTU3aLil0 Yaco3aTpaTHuX
aKTMBHOCTEN Ta npoueayp Ta CnpusoTb ONTUMI-
3auii npouecy 3araniom, AesKi NoK/MKaHi BUBECTU
SAKICTb KOMYHIKaLjii MiX ydyacHukamu pobo4oro
NnpoLecy Ha HOBUI piBEHb. € psf TEXHOAOrIY-
HUX pilleHb, AKi CYTYyIOTb AN aHanisy gaHux Ta
006pOOKM BenMKUX 06CsriB iHopMalii MOXYTb
CNpUATY YNpasaiHHIO AaHMMK Ta gonomaratu 'y
MPUAHATTI 0BI'PYHTOBAHMX PilleHb TOLLO.

Bax/MBo BiA3HAUNTW, LLO He ICHYE YiTKO
BM3HAYEHOro, YHIBEPCa/IbHOrO Ta OfHO3HAYHO
NPaBW/ILHOIO CNEeKTpy (PyHKUin Ta Hanpsamkis
AIANbHOCTI BiAAiny npofaxis, Aki 6 0AHAKOBO
epeKkTMBHO 3abesneyvyBasin iMoro  (PyHKLiOHY-
BaHHA [AONS PI3HMX KOMMaHih. KoxeH cy6’ekT,
LLLO NPOMOHYE nocnyrn y caiepi iHpopmauiiH1x
TEXHO/IOTIMi, MOXE CcaMOCTIMHO BMW3HayaTU Ta
BCTAHOB/IOBATWN PO/b BigAiny npoaaxis, Bpaxo-
BYIOUM BNaCHy CTPYKTYpY, HagaBaTy 30HU KOM-
neTeHLin, po3noAinsaTn 060B’A3KM cepep YNeHiB
KOMaHAM Npojaxis Ta HafaBaTu NOBHOBAXKEHHS
Ha 34ICHEHHS PI3HOMaHITHWX 3aBaHb 3a/1eXHO
Big noTpe6 komnaHii. ToMmy Hapasi posrnsga-
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TUMYTbCS Ta NPOMOHYBATUMYTbCSA TEXHO/OTIYHI
pilLEHHS, AKI CNPUATb eDEKTUBHOCTI K/TH0HOBOT
LiSANIbHOCTI BigAiny npoaaxis.

BaxnnBmMm acnektom BefeHHA edeKTUBHOT
Ta YITKOI AiA/IbHOCTI 3 MpoAaxiB Ta ix ynpas-
NiHHA € MOX/IMBICTb LieHTpanisoBaHoro 36epe-
YXEHHS iHpopmauil Npo KieHTIB, 3abe3neyveHHi
KOMM/IEKCHOrO nigxody A0 B3aEMOA(I 3 HUMM
Ta ONTMMI3aLii NOBHOMO XWUTTEBOIO LMKy NpPO-
OaK. BuliesasHaveHi noTpedu Ayxe ycniwHO
nokpmBarTbCca  doyHKUioHanom CRM-cuctem
(Customer Relationship Management Systems).
Lis kareropiss TexHOMOrYHUX nporpam crana
HEBIA'EMHO YaCTUHO cTpaTerii 6araTtboX KOM-
naHiii y BeieHHi CBOET AiNnbHOCTI. KoxHa komna-
Hig-aBTop CRM-cuctemun ctapaeTbCcs 3p06uTH
CBill MPOAYKT MakCUMaslbHO 3pYyYHUM Y KOpuC-
TyBaHHI Ta 3 WWPLIMM CMNEeKTPOM [0AATKOBUX
(PYHKUi NMOPIBHAHO 3 KOHKYpeHTamu, TOMy Li
pilleHHA cTalTb Aefani 3pyyHilnMn Ta NpocTi-
wumMn. Bukopuctosytoun CRM-cuctemu, cris-
POGITHVKM BiAAINY NPOAaXKiB MOXYTb MUTTEBO
oTpuMaTn [AOCTyn A0 HeobXigHoT iHdopmau,ii
npo K/ieHTa, NOoro notTpeodu, iCTopito KOMYyHIKaLii
ab0o KOMULWIHBLOI B3aEMO/, L0 A03BOMISIE BECTU
6inbll nNepcoHasnizoBaHe Ta eekTMBHe onpa-
LIOBaHHSA KNIEHTCbKOI 6a3n. TakoX BapTo 3a3Ha-
YMTK, LWLO Ui PiLLIEHHS EKOHOM/IATL HENMOBIPHWIA
06CcAr yacy 3a paxyHOK aBToMarm3auii NMoBCSK-
OEeHHNX 3aBAaHb cneljanicta 3 npogaxis (Big-
npasfieHHs JINCTIB, HaragyBaHHA MpPO 3yCTpidi
YM 3aBfaHHA HeOoOXiAHI [0 BUKOHAHHSA). Takox
CRM-cuctemn € KOPUCHUM iHCTPYMEHTOM A5
NPUAHATTA cTpaTeriyHMX pileHb Ta YA0CKOHa-
NIEHHSA 6i3Hec-NpoLeciB 3a paxyHOK LUMPOKUX
aHaNiTUYHMUX MOX/IMBOCTEN.

Ha cbOrofgHiLlHili yac Ha PUHKY € Benn4yesHa
KinbkicTb CRM-cuctem, SKi PIi3HATbCA CBOEKD
NONynAPHICTIO,  OYHKLIOHaNIOM,  TapudHUMU
naaHamu Ta penyTauieto, NpoTe HalbiNbLL nony-
napHuMu  BBaxarwTbcad HubSpot Sales Hub
(vactnHa iHTerposaHoi nnarcpopmu HubSpot,
dKa cheuiasiszyeTbCs Ha aBTOoMaTmU3auii npoue-
ciB Bigainy npogaxis), Pipedrive, Zoho CRM,
Microsoft Dynamics CRM, Confluence.

HacTynHuMn Ha 4yep3i € TexXHOMOorivyHi npo-
rpamu ynpassiHHs ChifibHO AisinbHicTio — CWM-
cuctemm (Collaborative Work Management
Systems). IxHe BUKOPUCTaHHS 3yMOB/IEHE HeO06-
XiAHICTIO eheKTMBHIlA cniBnpaui MK usieHamu
KomaHau (i cniBnpaui 3 iHWUMK AenaptaMeH-
Tamy KoMmnaHii), fAkicHoMy O06MiHi iHhopma-
Lieto, NyiaHyBaHHAM CTpaTeriyHoi AisfbHOCTI Ta
po3nofisieHHAM 3aBAaHb MiX 4sieHamu sales-
KOMaHAaM, BiACNiAKOBYBaHHSA Nporpecy, BCTaHOB-
NIeHHA MpiopuTeTIB, aBTOMATUYHOIO 3BITYBaHHA.

Axkuo CRM-cuctemun peneBaHTHI A0 AisifIbHOCTI
B KOHTEKCTI KIEHTIB (HOBUX YW iCHYKHOUMX), TO
CWM-cuctemmn nMOK/MKaHI  yAOCKOHa/IMTN Ta
aBTOMaTM3yBaTW BHYTPILUHI NMPOLEeCH BCepeauHi
KomnaHii. e ogHa oco6nuMBICTb LMX CUCTEM Y
CBOEPIAHIA yHiBEpCa/IbHOCTI — CTBOPUTU Big-
nosigHe pobouye cepefoBULLLE MOXE He TiflbKK
Bio4iN 3 npogaxy, a K Hanpuknag HR um
Recruiting genaptameHTu!, MapKeToNnory Yv npo-
eKTHI MeHezxepu.

YeniwHnMK  npefcTtaBHUKaMK  LET  KaTero-
pii  TexHonoriyHnx nporpam € Asana, Podio,
Atlassian Together (06'egHye psii, NPOAYKTIB
Atlassian, skntouatoun Trello, Confluence, Atlas i
Jira, y eguny nignucky), Team Compass [7].

[yxe Bax/MBMM acnektom y poboTi crew-
asiicta 3 npogaxy € nigxig A0 NOLYKY NOTeH-
LiAHOrO K/liEHTa, 3HAXO[)KEHHS MOBEPXHEBOI
iHbopMauii a 3rogom i rM1MoeuHHe A0CAILKEHHS
SIK NPO KOMMaHito, Tak i NPo BiANOBifa/IbHY 0COBY
sika npuiiMae pilleHHs. HaaBHicTb iHdhopmaLiii-
HOro Garaxy npo K/ieHTa HanepegogHi nep-
LLIOrO KOHTaKTy 3 HUM crpusie nobyaosi Kpawol
KOMYHiKaLiiHOI cTpaTerii, BMOopy eqeKTUBHI-
LLIOro Nigxoay, siKiCHILOro Po3yMiHHS MMOBIPHUX
notpe6. Knw4yoBMM PILLIEHHSM B LbOMY MaHi
€ LinkedIn — couianbHa mMepexa, ska pobuTb
MOX/IMBMM TMOLUYKY Ta BCTAHOB/IEHHSA AiN0BUX
3B’A3KIB 3 K/Ni€eHTaMu, napTHepamu Ta BMJ/IMBO-
BUMK ocobamu B rasiysi. Lle ogHiel yHikanb-
HOK MOX/IMBICTIO € MNepcrnekTuea NigBULLEHHS
06i3HaHOCTI Npo 6peHp, i nocnyrn abo NpoayKTn
KOMMaHii AEeMOHCTPYHUYM [AOCATHEHHS, HOBUHMU
Ta ekcneprtHiCTb. OKpeMO BapTo MiAKPecnnTn
edpeKkTUBHICTb BMKOpucTaHHA LinkedIn Sales
Navigator - po3LnpeHoro iIHCTPYMEHY Npoaaxis,
po3po6neHuii LinkedIn ansa noninweHHs i edoek-
TMBHOCTI NpoLecy npoaaxis, ocobnmeo ans B2B
KOMMaHili. BiH Hagae KopucTyBadyam po3LUNPEHI
MOX/NNBOCTI A/ MOWYKYy Ta LinecnpsmoBa-
HOI cermeHTauii NOTEHUINHNX KNIEHTIB, a TakoxX
3abesneuyye p[octyn [0 AeTasibHOI iHhopma-
Uil Npo KomnaHil Ta TxHix cniBpobiTHKKIB. Sales
Navigator f03BONS€E BigcnigkoByBaT Ta aHasli-
3yBaTV MOTEHLNHNX KMIEHTIB, & TakoX CTBOPIO-
BaTW nepcoHasnizoBaHi cTparerii npogaxis Ha
OCHOBI OTpMMaHOI iHdhopmaLlil.

JofatkoBuMy NONyASIPHUMM IHCTPYMEHTamm
3 MOLLUYKY peneBaHTHOI iHopmaLii ans BUKO-
puctaHHa y B2B npogaxax € Apollo, Lusha,
Dealfront.

BUCHOBKWU. Y MigCyMKY, TEXHOSOrYHI Npo-
rpamu iCTOTHO BNNBaKOThL Ha e(PEKTUBHICTb BiJ-
Ainy npogaxis B IT-koMnaHifx, MPONOHYHUN PAL,
nepesar, ki CyTTEBO TPaHCHOPMYHOTb Po60oUNii
npouec. ABTOMartusalis PYTUHHMX 3aBAaHb,
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EKOHOMIKA TA CYCIMINbCTBO

NOKpaLLEeHHS yrnpaBiHHSA KTIEHTCbKMMUK Gazamu,
onTuUMi3aLlisi KOMYHiKaLii | TOCUNEHHS aHanNiTuy-
HUX MOX/IMBOCTEN — BCE Lie CNPUSE NiABULLEHHIO
NPOAYKTMBHOCTI, MOKPaLLEHH SKOCTi o06cny-
rOByBaHHA KJIEHTIB Ta 3POCTAHHIO MPOAAXIB.
3po3ymino, wo iHTerpauia nepefoBux TEXHO-

3abe3neuye onepaTtuMBHICTb | TOYHICTb Y PO6OTI,
ase i BiAKpMBaE HOBI MOX/IMBOCTI A5 iHHOBALLil
Ta KOHKYPEHTOCNPOMOXHOCTI Ha PUHKY. Tomy,
iHBECTYBaHHA B TEXHO/OrYHI nporpamu Mae
6yTV K/IOYOBMM MpioputeToM Ans IT-koMnaHin,
O nparHyTb AOCArTM BUCOKUX pe3ynbratiB Yy

NOTiYHMX pilleHb Y cTpaTerii NpoAaxiB He fine  CBOIN AisNbHOCTI.
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