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JocnimxeHHA NpucBAYeHe BUBYEHHIO PO MapTHEPCLKUX MepeX AK iHCTPYMEHTY MiABULLEHHA edDeKTUBHOCTI
30YTOBOI Ai/IbHOCTI I T-ayTCOPCUHIOBUX NiANPUEMCTB B yMOBaX eKOHOMIYHOI HeCTabifIbHOCTI. PO3KPUTO CYTHICTb MO-
HATTS «NapTHePCTBO» y B2B-cepenoBuLy Ta 34iiCHEHO Kacudikal,ito OCHOBHYX TUMIB NAPTHEPCLKUX MOAENel, [0
AKMX BiJHECEHO: FOPM30HTasIbHI 3B'513KM MK KOMMaHisIMK 3 0fHAKOBOH CrieLlianisallieto, B3aEMOAIH0 MiXX KOMNaHisMm
3 KOMMNJIEMEeHTapHVM NpodiieM, a TakoX CriBnpaLio 3 nocepegHULbKMMU CTPYKTypamu. OKpecsieHo YHKLUIOHaSIbHI
0CO6MBOCTI KOXHOIO TUMY Ta iXHili BB Ha eDeKTUBHICTb 36yTOBOI AisnbHOCTI IT-nignpuemcts. [oBegeHo fo-
LiNbHICTb iHTerpawii napTHePCbKYX kaHaniB y 36yTOBY cTpaTerito IT-koMnaHii sk aHTUKPU30BOTO PiLLEHHS, L0 Cnpu-
A€ NiABULLEHHIO THYYKOCTI Bi3HEC-MOZeNi Ta 3a6e3NeYeHH0 CTIKOro PO3BUTKY.

KntouoBi cnoBa: 36yToBa AisiNbHICTb, |T-ayTCOPCWHI, NapTHEpPCTBO, CTpaTeriyHa B3aEMOAA, €KOHOMIYHa
HecTabi/IbHICTb, NapTHEPCLKI MoAeni.

The research is dedicated to examining the role of partnership networks as a strategic factor in enhancing the
efficiency of sales activities within IT outsourcing companies under conditions of economic instability. In achieving
the research objectives, the current challenges of the Ukrainian IT sector were analyzed, particularly in light of
declining competitiveness due to workforce reduction and disrupted client pipelines. The theoretical foundations of
B2B partnership models in the IT domain were examined, and the relevance of partnership-based sales systems
was substantiated. The concept of «partnership» was defined in a business-to-business context, and a classification
of partnership types was developed based on their structural and functional attributes. Three primary types of
partnerships were identified and described: cooperation between companies with similar service profiles (horizontal
models); partnerships between companies offering complementary services (e.g., development and digital
marketing); and partnerships with intermediary entities such as sales agencies, consultants, or digital matchmaking
platforms. For each model, key characteristics and practical applications were described, with a particular emphasis
on their relevance for improving sales sustainability, client engagement, and commercial adaptability in uncertain
market conditions. Special attention was given to tools like lead exchange, cross-promotion, and white-label
cooperation, which enable IT companies to extend their market presence without expanding internal infrastructure.
These models can also support strategic scaling efforts without increasing operational complexity. The applied
value of this research lies in offering a structured perspective on how partnership-based approaches can strengthen
the commercial resilience of IT outsourcing businesses in crisis environments. The findings can serve as practical
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guidance for sales leaders and business development professionals who aim to implement flexible, partner-driven
sales systems that ensure long-term sustainability and market adaptability.
Keywords: sales department, technology programs, IT services and products, client, commercial offer, automa-

tion, efficiency.

MocTtaHoBKa npo6nemun. B ymoBax eko-
HOMIYHOI HecTabi/IbHOCTI — CMPUYMHEHOT naH-
AeMi€to, BilHaMW 4N eHepreTUYHUMU Kpr3amu
- TpaguuinHi mogeni BefgeHHs 30yTOBOI AjisiNb-
HOCTI IT-ayTCOPCUMHIOBUX NiANPUEMCTB BTpava-
I0Tb CBOK €(DEKTUBHICTb. Y TakMx 06CTaBUHaX
0C06/MBOI Barn HabyBa€e He NuvLIEe BHYTPILUHSA
THYYKIiCTb KOMMaHii, ane I 3aatHiCTb A0 noby-
[OBU CTIiliKMX MiKOpraHi3auinHux napTHepCTB,
SIKi 4O3BO/ISIOTL 3a6e3MeunT CTabiNbHUIA NOTIK
3amoB/ieHb, AOCTYN [0 HOBUX PWHKIB Ta ajar-
TUBHY KNIEHTCbKY CTparerito. BogHoyac HaykoBa
nitepatypa y cdpepi 36yTy B IT-cektopi nepe-
Ba&XXHO (POKYCYETbCHA Ha IHCTPyMEHTax NpsiMOro
Npo4aXy, MapKeTUHIOBUX KaHanax Ta iHAu-
BioyaUIlbHUX MNpakTukax igoreHepaduii, 3aiu-
LIayM no3a yBarow CUCTEeMHWIA aHani3 napT-
HEpPCbKUX MepexXx SAK IHCTPYMEHTY NiATPUMKN
Ta po3BUTKY 30yTy B KPU30BMX yMOBax. ICHye
HaykoBa nporasivHa, Wwo notpebye rnmboKoro
aHanisy — BMBYEHHS BNIMBY PI3HUX dhopmartis
napTHepcTBa Ha pe3y/bTaTUBHICTbL 30yTOBOI
LisANbHOCTI 1 T-ayTCOPCUHIOBUX NIAMNPUEMCTB Y
KOHTEKCTi BUCOKOT HeCTabi/IbHOCTi 30BHILLHBOIO
cepepoBua. Po3s’a3aHHA uiel npobiemn mae
BaroMe npakTUyHe 3Ha4YeHHs!, OCKi/IbKM [103BO-
NNTb KOMMNAHISAM He nuLe 36epirat KOMepL,iiHy
aKTMBHICTb, a i hopMyBaTn A4OBrOTPUBasTY KOH-
KYPEHTHY nepesary yepes napTHepcbke Mno3ui-
OHyBaHHSA. [laHa cTaTTA NoK/IMKaHa Ha BUBYEHHSA
UbOro MUTaHHA Ta MOWyKy  BIiAMNOBIAHMX
NPOMNO3WLIiiA.

AHani3 ocTaHHIX gocnimKeHb i nyonikawii.
lMpoTArom OCTaHHIX pPOKIB  CMOCTepiraeTbcs
CTpiIMKE 3pOCTaHHA HayKoBOI Ta MPUKIagHoT
yBarm Ao TemMartuky agantauil 6i3Hec-moaenel
B YMOBaX €KCTpeMasibHUX 30BHILLHIX BUKJ/IVKIB.
3okpema, y npauyi R. Amit Ta C. Zott [1]
aKUeHTYETbCA Ha HeoOXigHOCTI nepernsagy
nigxonie A0 CTBOPEHHA BapToCcTi  4yepes
TpaHcdopmaLilo  MKopraHisauiiHux 3B’I3KiB,
e NapTHepCTBO PO3MALaETbCA AK e/leMeHT
THY4YKOI apXiTekTypu 6i3Hec-mogeni. 3 npak-
TUYHOrO 60Ky, y 3BiTax Deloitte [2] aeTasibHO
aocnimpkyeteca  BnaMB  naHgemii  COVID-19
Ta reononiTu4Hoi HecTabiNbHOCTI Ha
TpaHcdopmaLito Mogenen 36yTy. Y fOCNiAKEeHHI
T. B. TpuHbko, T. 3. [IBiHiawsini T. 3. Ta
B. B. Cotynu [3] NigKpPec/IloeTbCA BaX/INBICTb
aganTauii  36yToBMX cTpaTterii  NignpueEMCTB

[0 YMOB BMCOKOI KOHKYPEeHLUjii Ta eKOHOMIYHOI
HecTabiNbHOCTI, WO 6e3nocepesHbO KOpenoe 3
HeOoOXIAHICTIO PO3BUTKY NapTHEPCbKMX KaHasiB
30yTYy B IT-ayTCOPCUHIOBOMY CEKTOPI.

BupineHHA HeBupilleHNX paHiwe 4yac-
TUH 3araJibHOI npoGnemMu. Nonpu HasBHICTb
HU3KM  OOCAIMKEHb, Y HayKOoBili niTeparypi
[oci 6pakye CUCTEMHOrO aHasisy BMJ/IMBY KOH-
KPETHUX TWMiB MapTHEpPCTB Ha pe3ysbraTtuB-
HICTb 30YTOBOI fiSiNIbHOCTI cCaMe B yMOBaXx €Ko-
HOMiYHOI HecTabinbHocTi. OcobnmeBo cnabo
BVCBIT/IEHO CniBMpaLl MK ayTCOPCUHIOBUMMN
KOMNaHisMn 3 ogHakoBMM npodpinemM, ropnusoH-
TaUTbHi MapTHEPCTBA MiX CYMDKHUMUW cepBsicaMu
(Hanpuknag, mix SEO-areHuieto Ta Software
Development komnaHieto) Ta B3aeMo[ito 3 rnoce-
peaHNLBLKMMK OpraHisauisiMm ik oKpemy 30yToBYy
iHopacTpyKTYypy.

dopmyntoBaHHA Linei ctaTTi (noctaHOBKa
3aBAaHHSA). MeTow A0CIMKEHHS € BUCBIT/IEHHS
posii NapTHEPCbKMX MEPEX SK IHCTPYMEHTY nia-
BULLEHHS pe3y/ibTaTUBHOCTI 30yTOBOT AiSANIbHOCTI
IT-ayTCOPCUHIOBMX MiANPUEMCTB B YMOBaXx €KO-
HOMIYHOI HecTabiNbHOCTI, BU3HAYEHHA OCHO-
BHUX TUMIB TaKNUX MApPTHEPCTB Ta aHasli3 NoTeHLi-
any Takmx napTHepPCTB Yy 3abe3neyeHHi CTINKoro
KNIEHTCbLKOrO MNOTOKY Ta OnTuMi3aLii npouecis
30yTY.

Buknag OCHOBHOro wmartepiasly pocni-
[)KEHHA. Y Ccy4dyacHMX YMoOBax €KOHOMIYHOT
HecTabiNIbHOCTI, CNPUYNHEHOT 30KpeMa MNOBHO-
MacLLUTabHOK BIHOK B YKpaiHi, naHaemieto
COVID-19, rno6anbHUMK iHNALIRHMKU NpoLe-
camu ToLLo, IT-ayTCOPCUHIOBI KOMMaHIT 3MyLLEHi
agantysaTu cBOi 6i3Hec-mogeni Ta 36yToBi nig-
X04u A0 HOBUX BUK/IMKIB. 3rigHO 3 aHaNiTUYHUM
ornsagom DOU, 3a ocTaHHi 3 poku 3arasibHa Kifb-
KicTb (paxiByiB y 50 Halbinbwmnx IT-koMnaHisx
YKpaiHu ckopotunacsa Ha noHag 20 Tncsad ocib:

3MeHLUEeHHs1 KiNbKOCTI (haxiBuyiB y npoBig-
HUX IT-kOMNaHisax YKpaiHu, 3adikcoBaHe Yy
2022-2025 pokax, € NpPAMMM HacnigKOM 3HU-
YXEHHSA KOHKYPEHTOCMPOMOXHOCTI BIiTYM3HAHOIO
ayTCOPCUHIY B YMOBax €KOHOMIYHOI HecTa-
6inbHOCTI. Hacnigkm naHgemii, NOBHOMACLL-
TabHa BillHa, Mmirpauyis cneujanicTis, 3amMopo-
XEHHA KOHTPAaKTIB Ta MOCU/IEHHA KOHKYpPEeHLUi
Ha rnobanbHOMYy PUHKY 3 BGOKY iHLWWNX PErioHIB
(3okpema A3ii Ta JlaTUHCbLKOT AMEpUKMK) CyT-
TEBO YCKIAAHUAN YTPUMaHHSA KNIEHTCbKOI 6a3u.
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Uepe3 HeMOX/MBICTb OMNepaTtuBHO ajanTyBa-
TUCA [0 HOBMX YMOB 4YaCTWHaA KOMMaHin 6yna
3MyLLEeHa CKopo4yBaTV KOMaHAM, 3MeHLlyBaTu
06cArn npoekTiB abo KoOHCepByBaTN HAaMPSAMKU,
AKI He [AeMOHCTpyBasIn CTabifibHOro NpuoyTKy.
Lle, y cBow u4epry, aktyanidysasio notpeby B
asilbTepHaTUBHUX Nigxodax Ao NiATpUMaHHsA 36y-
TOBOI [AiANbHOCTI, 30KpemMa yepe3 PopMyBaHHS
napTHEPCbKUX MepeXx.

99,5
THC.

92,5
THUC.

ciyeHb
2025

ciyeHb
2024

ciyeHb
2023

ciyeHb
2022

Puc. 1. IvHamiKka CKOPOUYEHHS Ki/IbKOCTI
chaxiBuiB y Ton-50 IT-koMnaHisgsx YkpaiHu
BnpoaoBx 2022-2025 pokiB
Lkepesno: cqpopmosaHo Ha OCHo8I [4]

MapTHepcbka Mepexa po3riafacTbCa  SK
CTPYKTYypOBaHa cuctema B3aEMOAi MK Komna-
HiAMU-y4YacHMKamy, 30Kpema po3pobHuKamu,
pecenepamu, AWCTPUG'tOTOpPaMu, CePBICHUMY
nposaigepamMu Ta iHWMMU NocepesHNKamu, Lo
06’eHaHi CMifIbHOK METOI CTBOPEHHA A0AAaHOT
BapTOCTI A/18 KiHLEBOro 3aMOBHMKa [5].

Ha ocHOBI aHani3y NpakTVK1 yKpaiHCbKOro Ta
MiXHapogHoro IT-6i3Hecy, y Mexax Liboro Aochi-
[KEHHSA BUOKPEM/IEHO TPU OCHOBHI TWUMW napT-
HepCTB, WO MawTb Hanbisiblle 3Ha4YeHHs ONs
NigTPUMKN edpeKTUBHOT 30yTOBOI Aisi/IbHOCTI B
yMOBaxX €KOHOMIYHOI HecTabifIbHOCTI:

—  TOpPM30OHTasIbHE NapTHEPCTBO MiXK KOMMa-
HiIMW 3 NOAIGHUM CepBICHMM Npodinem;

—  NapTHEPCTBO MiX KOMMaHiAMN 3 Komnie-
MEHTaPHUMN, asie Pi3HMMK crevjani3ayismu;

—  NapTHepPCTBO 3 NocepeaHULBKUMU CTPYK-
Typamy Ta niarpopMamMy 3BeAEHHSA CTOPIH
(matchmaking).

Haibinbw nowmpeHum BMAOM NapTHepcTBa
ABMAETbCA CamMe TOPU30OHTaUIbHE MK KOomna-
HiAMW 3 noAibHMM cepBiCHUM npodpinem, ake

nepenb6avae cnisnpatto Mix IT-komnaHigamu, o
creuianisytoTbCs Ha HagaHHI noAibHMX abo iaeH-
TUYHMX NOC/YT, 30KpeEMa B MeXax OfHOro TEXHO-
noriyHoro cteky abo 6Gi3Hec-HanpsmMy (Hanpwu-
knag, frontend-po3pobka, MOGIfIbHI 3aCTOCYHKH,
po3po6ka CRM-pileHb TOLO). Taki KoMnaHii, Ha
nepLUmnin Nornsaa, MoXyTb pPo3rnsagaTucs Sk KOH-
KYPEHTW, OfHaK Yy MpakTuLi ayTCOPCUHTY BOHU
4acTo BMCTynatwTb napTHepamu y peanizauii
NPOEKTIB, MacluTabyBaHHi KOMaHaM abo BUKO-
HaHHI BYy3bKkocneujasnizoBaHMx 3aBfaHb. OCHO-
BHOIO MNepefymMOBO0 [0 (POPMyBaHHA Takoro
BMAYy MNapTHEPCTBA € OOMEXEHICTb BHYTPILLHIX
pecypciB abo HaA/MLWKOBE HaBaHTaXEHHS,
WO YHEMOX/MB/IOE CaMOCTIiHE BUKOHaHHSA
MOBHOIO 06CAry po6iT. Y Takux Bunagkax napr-
Hepcbka KOMMaHis MoXxe BUCTynatu K BUKOHA-
Belb 3a white-label cxemoro, abo 3anyyvartucs
B PEeXUMi TMMYacOBOro NiACUNEHHA KOMaHAW
yepes outstaff-goopmar.

Kpim TOro, ropvsoHTasibHa B3aEMOLiA MK
KOMNaHisMM 3 OAHAKOBO cneujanizauiero €
MOLUMPEHOKD MPaKTUKOK Y BUNagKax, Konn ogHa
3 HUX Ma€ NNOKaJIbHY MPUCYTHICTb Ha Li/IbOBOMY
puHKy (Hanpuknag, y CLUA, €C un Ha Bnnsbkomy
Cxopgi) i MmOxe BUCTyNaTn SK NIOKa/IbHWIA Npea-
CTaBHVK YW rapaHTiiHWIA napTHep AN KNieHTa.
Lle oco6nvMBO akTyaslbHO B YMOBax BOEHHOIO
CTaHy abo puanYHUX OBMEeXeHb, KON ykpa-
THCbKI KOMMaHiT MOXYTb noTpedyBaTn A04AaTKO-
BOr0 nocepeaHvLTBa YM NierasibHoro npeacras-
HuyTBa. Takox Taka hopma cnisnpadi 403BONSAE
OOMIHIOBATMCH  TEXHOMOTYHMMU  NpakTUKamMu,
3HaHHAMYK Ta KagpoBMMK pecypcamu, Lo doop-
MY€E CBO€EpiAHE BHYTPIilWHbOrasly3eBse cepeg-
oByLE NIATPUMKN. Y KPU30BUX YMOBaX Lie MOXe
cTaTu 3anopyKow He fve 36epexeHHst 0i3-
Hecy, a i No4asbLLOro PO3BUTKY LUISIXOM CNislb-
HOT yyacTi y TeHAepax, B3aEMHOro NpocyBaHHSA
Ha MibXHapogHux nnaatopmax, abo CTBOPEHHS
06’eHaHMX NPONO3MLIA ANA BENNKNX KITIEHTIB.

LLle ogH1M nowvpeHnm dpopmarom crisnpadli
B MeXax ropu3oHTasIbHOro napTHepcTBa € 0OMiH
nipamu (lead exchange) — mexaHi3m, 3a AKOro
KOMnNaHii nepefatTb OAHA OAHIN NOTEHLINHMX
KNiEHTIB, SIKi HE BiAMNOBIAAOTL IXHil cneuianisa-
Lji, 3aBaHTaXEHOCTI Un BIOMKETY NPOEKTY. Taka
npakTnuka 6a3yeTbCs Ha MpUHUMNAaxX B3aEMHOI
[JOBipK Ta win-win Moaeni: KoMnaHisi, sika nepe-
[ae nig, 3 ogHoro 60Ky, 36epirae N0ANbHICTb
KNiEHTa, a 3 IHLWOro MoXe oTpuMaT KOMepLiiHy
BUrogy y Burnsagi ikcoBaHol pedpepasibHOT
BMHAropogn abo aHasoriyHoro MpoEKTY Yy 3BO-
POTHOMY Hanpsmi.

HacTynHuM Ha po3rnsgi € napTHEPCTBO MK
KOMNaHisiMy 3 KOMNIEMEHTapTUMK asie Pi3HUMU
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cneuianizauiamu. Lei Tmn napTHepcTBa nepes-
6avae Koonepawjio MK KOMMaHissMn, Siki npaLto-
I0Tb Y CYMiDXHUX, ane pisHUX cdpepax nocnyr —
Hanpuknag, cnisnpaua Mk SEO-areHuieto Ta
BeO-CTYfi€l0, MapKETUHIOBOK —areHuielo Ta
KOMaHZOK MOO6iNbHOI po3pobku Towo. Cninb-
HOI PUCOI0 TakMX MapTHEPCTB € B3aEMHE [0rMo-
BHEHHSA eKcrnepTunsu, Wo A03BO/IAE chopmyBaTu
6i/1bLL NOBHY, IHTETPOBaHY MPONO3ULLII0 A1 KiH-
LEeBOro KnieHTa, He BAAKYUCL A0 (POPMyBaHHSA
HOBMX KOMaHf, 4M CKIadHol KoopauHauil Mix
nocrtayasibHukamun. KnwoyoBa nepeBara Takumx
B3aEMO/IN — MOX/MBICTb O6’€AHAHHS NOCAyr
y pamkax eQmHOro nNpoekTy abo KOHTPakTy, Lo
NiABMLLYE 3PY4YHICTb ANA K/iEHTa Ta (opmye
BPaXEHHSA KOMM/IeKCHOro niaxody. Hanpuknag,
3aMOBHVK MOXe OTpumaTty po3pobKy NMPOAyKTYy
«nig, knoy»: Big Discovery-hasun, ansaiHy, map-
KETUHTY — [0 BMPOBaMKEHHS, TEXHIYHOT nig-

TpumMkn Ta SEO-onTumisauil, — B3aEMOZiroum
nwe 3 O4HUM KOHTaKTHUM LEHTPOM BiAnosi-
Oa/IbHOCTI.

Y Kpu30BUX yMOBax Taka Mofefb [03BOJIAE
36epiraT KOHKYPEHTOCMPOMOXHICTb 6€e3 36i/1b-
LWWEHHA BHYTPIWHbLOI CTPYKTYpPU, 3MEHLLYHUN
(oiHaHCOBI 11 onepauiiHi pu3nku. TakoX BOHa
Crpusie BUXOAY Ha HOBi CErMEHTWN PUHKY 3aBASIKU
nepeHocy AOBIpW K/ieHTa 3 OAHIET KoMMaHil Ha
iHLY, BXe uepes iCHYUi NapTHEepPCbKi 3B’A3KN.
Y nepcrnekTusi Taki NapTHepCcTBa MOXYTb €BO-
NOLioHYyBaTN B 06'€AHaHI KOMepLUiHi npono3u-
uii, cninbHi Discovery-tha3n, abo HaBiTb 4OBroO-
CTPOKOBI afnibsiHCK 3 (PiKCOBaHMMU PO/IAMU, LLO
[03BOJISE HE JiMWe KOHKypyBaTu 3 GiNbLUnMMM
KOMMaHisiMy, a i onepaTtvBHO MacluTabyBaTuUChb
Ha 3anuT KieHTa.

OcTaHHIM TUNOM napTHEpPCTBa B paMkax
[aHOoro AOCNifKeHHS € NapTHEPCTBO 3 nocepes-
HULbKUMKN CTPYKTYpaMu ki He HagatoTb Nocayr
po3po6KN Hanpsmy, asie crneuiasisyloTbCa Ha
BMBeLEeHHi 3aMOBHWKIB Ha BUKOHaBLLiB abo opra-
Hi3auji cnisnpaui Mk HUMU. [0 Takmx CTPYKTYp
Hanexarb:

— ceWns-areHuil, Ski BeayTb outbound-
KOMYHiKaL,ilo Bif, iIMEHi pO3po6HNKa abo B Mexax
B/1ACHOrO ny/ny napTHepiB.;

—  KOHCa/ITMHIOBI (PipMu, WO CYNnpPOBOOXKY-
H0Tb KMIEHTIB y npoueci uMdpoBoi TpaHcdopMa-
LT, BKMHOYHO 3 Ni60POM TEXHIYHNX NiAPSAAHMKIB;

— He3anexHi areHtTm abo npodeciiiHi
HEeTBOpPKepW, SKi BOJ104iH0Tb A0BIpUMMY 3B’A3KaMK
3 npeacTaBHMKaMM LisIbOBOI ayauTopii (Hanpu-
knag, CTO a6o CEO B iHO3eMHUX KOMNaHiAX);

— nnardopmu-arperaropu (Clutch, Pangea.ai,
GoodFirms, TechBehemoths ToLu0), Wwo nporo-
HYIOTb CTPYKTYPOBaHi MexaHi3Mu nigbopy BUKO-

HaBuiB (matchmaking), a B Aesikmx Bunagkax
BUCTYNaKTb rapaHTOM SIKOCTi abo iHTepdieiicom
rneperoBopis.

Oco6/MBICTIO UbOrO TWUMY MapTHEpCTBa €
Te, WO BOHO He noTpebye 6e3nocepesHbOro
06'eqHaHHA Gi3HeC-NpoLueciB 4u  Y3romXKeHHs
KOMaHAM a [0CTaTHbO Y3ro[KEHOro MexaHi3my
B3aemogii (pedhepasibHa mogenb, CPA (cost
per action), komiciiHa yroga, pre-sale support).
3aBAkM UbOMYy criBrpaysa 3 nocepesHNLbKUMN
CTPYKTypamun € BIQHOCHO Nierko maclitabosa-
HO, 3 MOX/IMBICTIO OMNepaTtuBHOrO BXOA4Y Ha
HOBI PUHKMN.

Y npaktuui
[03BOJISIE:

—  CKOpPOTWUTM Yac BUXOAY Ha HOBY reorpa-
hito 6e3 gofaTtkoBMX BUTPAT Ha okasisauito
MapKeTuHry, 6peHay abo odicy;

—  MiHiMi3yBaTn pu3nkn y dpasi nepBnUHHOIO
KOHTaKTy 3 KNIEHTOM, NepeknaBLUN YacTUHY Bij-
NnoBifa/IbHOCTI Ha NapTHepa,

—  onTumisyBatu BHYTPILLHIO CTPYK-
TYpy Cenns-igainy, KOHUEHTPYHUM 3ycunns
Ha 06pobui “Tennux” nigiB 3amicCTb MOBHOMO
outbound-npouecy.

KpiMm TOro, y KpUTU4HMX nepiogax (3okpema,
nig vac BiiHW, penokauiin abo MacoBMX CKO-
poyeHb) came nocepeHuLbKi 3B'A3KM 4acTo
CTalTb EAUHUM CTabINIbHUM KaHas/IOoM Hafxo-
[)KEHHA MPOEKTIB, WO He BMMarae 6e3nepeps-
HOI NIATPUMKN MAPKETUHIOBOI aKTUBHOCTI 3 6OKY
KOMMaHit.

Cnabkum wMmicuemM Takoro napTtHepcTBa €
BTparta KOHTPONIO Hagj MepBMHHOK KOMYHiKa-
Li€l0 Ta 3a/1eXHICTb Bif, KOMEpPUINHOT aKTUBHOCTI
nocepefHuka, TOMy OCOG/IMBO BaX/IMBO YiTKO
pernamMeHTyBaTu yMOBW chiBrnpaL, O4ikyBaHHS,
30HM BiANoBiga/IbHOCTI Ta (piHaHCOBY MOAESb.

BucHoBKuW. [MpoBefeHe [oCNiXEHHA nia-
TBEPAXYE, LLLO B YyMOBaX EKOHOMIYHOT HeCTabi b-
HOCTI napTHepCbKi Mepexi HabyBalTb KPUTUY-
HOro 3Ha4YeHHs1 An1s 3ab6e3nevyeHHs cTabiNIbHOCTI
30yTOBOI [AjA/IbHOCTI  IT-ayTCOPCUHIOBUX KOM-
naHi. TpaguuiiiHi mogeni 3a/ly4yeHHs KMIEHTIB
(inbound Ta outbound) BuABAAKTECA 06Me-
XEHO eeKTMBHUMU B CUTyaLisiX, KON PUHOK
CTUKAETbCA 3 TPUBA/IMMWU Kpu3amn. Y LbOMY
KOHTEKCTi napTHepcTBa BUCTYNawTb He J/imlle
SIK IHCTPYMEHT TUMYacoBOI NiATPUMKN NPoAaxiB,
a sk CTpaTeriyHnini MexaHiam aganTtauii 40 3MiH
pUHKY. Y Mexax cTarTi 6yno o6rpyHToBaHO
TUMNOMOTiK0 NAPTHEPCLKMUX MOAEnNel, peneBaHT-
HUX ans IT-cpepu. KoxHa 3 umx hopm Mae cBili
noTeHuian y nigBULLIEHHI edeKTUBHOCTI 36yTy.
MpakTuyHe 3HaYeHHs Mae TakKOoX ONnuUC Mexa-
Hi3miB lead exchange, white-label cnisnpaui

IT-ayTCOpCUHIY Taka MOAenb

MEHEOXMEHT
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Ta KpOC-NpOMOLLiA, L0 BiAKpMBaKTb HOBI Mig- Nei moxe cnyryeBatu pyHAaMeHTom ans dop-
Xoanm Ao nobyaoBu AOBrOCTPOKOBMX BIAHOCWH  MYBaHHS afanTUBHOI, KNiEHTOOPIEHTOBAHOI Ta
MK CEepBICHUMMW KOMMNAaHiAMKW. Y NepcrnekTuBi  aHTUKPU30BOI 30YTOBOI IHCDPaACTPYKTYpU YKpaiH-
CUCTEMHE BUKOPUCTAHHA MapTHEPCbKMX MoAe-  CbKUX IT-KomnaHii.
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