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JocnimpkeHHs npuceBsYeHo onTuMisaLii KpuTepiiB hopmyBaHHs Ideal Customer Profile (ICP) Ak iHCTpyMeHTy nia-
BULLEHHS e(PeKTUBHOCTI 36yTOBOT AisSNIbHOCTI IT-NigNPMEMCTB B yMOBax PUHKOBOT HECTabiNbHOCTI. MpoaHanizoBaHo
CTaH BiTUM3HSHOTO IT-pUHKY Ta OKPECNeHO 0OMEXEHHS TpaauLiiHUX KpUTEpIiB BiAGOPY KIEHTIB, WO MPYHTYIOTLCA
nepeBaXkHO Ha rasysi, po3Mipi komnaHii Ta reorpadii. 3anponoHoBaHO po3LMpeHuii Nigxig 8o hopmysaHHs ICP i3
BK/TIOYEHHAM Takmx MOKa3HWKIB, K penyTaLis Ta icTopis B3aEMOA)T 3 nigpsgHMkamu, arBepcudikalis pyHkis, gnHa-
MiKa HaiiMy, iIHBECTWLjiiHa aKTVBHICTb, PiBEHb MPOLECHOI 3PIsIOCTi Ta LMghpoBa akTUBHICTL CTeikxonaepis. [oseae-
HO, L0 BUKOPUCTaHHA onTumMizoBaHoro ICP fae 3Mory 3MeHWNUTU pU3UKL Ha pre-sale eTani, NigBUWnUTL pesynbra-
TUBHICTb PO6OTYM BiAAINY NPOAAXIB i paljioHaNbHilLe BUKOPMUCTOBYBATU MOro pecypcu.

KnwouoBi cnoBa: B2B-npogaxi, 36yToBa AisSNbHICTb, IT-nignpuemcTsa, KpuTepii Bigbopy KieHTiB, pUHKOBa
HecTabifIbHICTb.

The research is dedicated to exploring the optimisation of Ideal Customer Profile (ICP) formation criteria as a
tool for improving the sales performance of IT enterprises that operate under conditions of market instability and
growing uncertainty. The study focuses on B2B IT companies that rely on outbound sales and remote interaction
with clients and therefore need clear, data-driven rules for prioritising prospects at the pre-sale stage. Existing
approaches to ICP formation are summarised and their limitations are highlighted, in particular the excessive reliance
on basic firmographic and technographic attributes such as industry, company size, geography, business model and
technology stack, which do not reflect the real stability or growth potential of a client. On the basis of analytical
interpretation of open-source data on the IT market, an extended set of ICP criteria is proposed. In addition to traditional
parameters, the profile includes indicators of reputation and history of cooperation with vendors, diversification of
markets and revenue streams, hiring dynamics, product development intensity and investment activity, potential
for scaling cooperation, maturity of internal processes and the level of public and professional activity of decision
makers in digital networks, primarily LinkedIn. These indicators can be evaluated using publicly available information
and interpreted as proxies for the risk level, resilience and strategic value of a client account. Systematic use of
the optimised ICP allows IT companies to reduce the share of low-potential leads, allocate sales resources more
rationally, shorten the pre-sale cycle and increase the predictability of revenue in an unstable business environment.
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The findings demonstrate that a revised set of ICP criteria can serve as a practical framework for reconfiguring
sales playbooks, refining prospecting strategies and strengthening the competitive position of IT enterprises on
international markets, especially for Ukrainian companies operating under economic and geopolitical pressure. The
proposed approach can be integrated into existing CRM and analytics tools without significant additional cost, which
increases its applicability for small and medium-sized IT vendors.

Keywords: B2B sales, sales activities, IT companies, customer selection criteria, market instability.

MocTtaHOBKa NpPoGAeMU. Y CyyacHMX YMO-
Bax PMHKOBOI HECTABINBHOCTI, LLIO NPOSIBASIETLCS
Yy 3pOCTaHHi eKOHOMIYHOT MIHIMBOCTI, LUBUAKNX
TEXHO/IOMNYHMX 3MiHax Ta MOCW/IeHHi reononi-
TUYHUX pu3ukiB, IT-nignpuemcTBa gefani vac-
Tille CTMKatTbCA 3 NOTPEOOID NepeoCMUCTIEHHS
nigxoAis A0 opraHisauii 36yToBOT AiANbHOCTI.
3a Takux ymoB TpaguuiiHi mogeni cermeHTauii
Ta BU3HAYEHHA LiNbOBMX KNIEHTIB MOCTYNOBO
BTpayaloTb e(EeKTUBHICTb, OCKI/IbKM MOBefiHKa
KNIEHTIB, IXHi NpiopUTETN Ta MOX/IMBOCTI IHBEC-
TyBaHHA B IT-pilLEHHA 3MIHIOTLCA Henepea-
6a4yyBaHO i B KOpPOTKi TepMmiHW. Lle akTyanisye
HEOOXiAHICTb BWKOPUCTaHHA afanTUBHUX Ta
aHaniTMYHO O6I'PYHTOBAHMX IHCTPYMEHTIB Ans
BU3HAYEHHS HaNbibll NEPCNEKTUBHUX CErMeH-
TiB PUHKY. OIHNM i3 K/THOHOBUX €/IEMEHTIB Ccyyac-
HOro ynpasniHHA npogaxamu B IT-cchepi € Ideal
Customer Profile (ICP) — y3aranbHeHa xapakre-
pUCTUKa KNIEHTIB, cniBnpaus 3 AKMMU CTBOPIOE
HaMbINbLLY UiHHICTL ANs KoMMaHii. B ymoBax
nigBULLLEHOT TYPOY/IEHTHOCTI Ta 3MiHMU PUHKOBUX
OpieHTMpiB KpuTepii dpopmysaHHa ICP notpe-
6ytoTb nepernagy. [JaHa cTarTsa nokavkaHa Ha
BMBYEHHSI LbOro MUTaHHS Ta NOLUYKY BignoBsig-
HUX NPONO3WLiA.

AHani3 ocTaHHiIX gocnigKeHb i nyo6nikawii.
3 ob6paHoi TeMU HasiBHA HM3Ka 3apybiXHMX Ta
OKPEMMX YKPATHCbKMX HayKoBWUX ny6aikauii.
BogHouac cepef BIiTUM3HAHUX MNpaub Ge3noce-
peaHbO peneBaHTHI AOCAIMKEHHS, NPUCBAYEHI
onTumisauii kputepiie ICP B ymoBax PWUHKOBOI
HecTabiNIbHOCTI, NPaKTUYHO HE BUCBIT/IIOIOTLCS.
Y npaui C. Xpynosud, P. Okpenkoro Ta B. lynapa
[1] posrnaHyTo nobynoBy nNpodointo KiieHTa B
UMGOPOBOMY MapKeTUHTY 3a [A0MOMOrow asnro-
PUTMIB LUTYYHOTO iHTENEKTY Ta MalMHHOIO
HaB4YaHHA. ABTOpPM 3anpornoHyBann Knacudika-
L0 KpuTepiiB NOPTPETY KNieHTa (aemorpadiyHi,
ncuxorpadpivHi, NoBeAiHKOBI, reorpadyiyHi) Ta
Haro/locuAM Ha noTeHuiani Takux mogenein ons
NiABULWEHHA edeKTUBHOCTI B3aemMopii 3 Lifbo-
BUMM KMIiEHTaMU B LN(PPOBOMY cepefoBULLi.
Y ny6nikauii Ukrainian Digital Community [2]
npeAcTaBNeHo MNpPaKTUYHUIA nigxia oo dopmy-
BaHHA KMIEHTCbLKOIO NPOMII0 AK IHCTPYMEHTY
NiABULLEHHA  edIEeKTUBHOCTI  MapKETMHIOBMX
pilleHb. ABTOPY PO3MEXOBYHTb NOHATTA LiNbo-
BOi ayauTopii Ta Customer Profile, Bu3Hauyaroun

OCTaHHI fAK y3arasibHeHuWi obpas ifgeasibHOro
KnieHTa 3 ypaxyBaHHSAM 1Oro gemorpadiyHux,
MOBeAIHKOBUX i MCMXOrpadiyHmx XapakTepuUCcTuK.
Okpema yBara npugisieHa CTpykTypi npodisito B
B2B-cepepfoBulli, mkepenam 360py AaHuxX Ta
cnocobam X MoAasibLIOr0 BWKOPUCTaHHA AON1A
nepcoHavlizauii  KOMyHikauil, BAOCKOHa&/IEHHA
KNIEHTCbKOrO AocCBigy Ta nigBuLLEHHA ediek-
TUBHOCTI B3aeMofji 3 Li/IbOBUMK CErMeHTaMu.
Y npaui CaHgina Mykxonaaxansa [3] nigkpec-
NIOETLCS BaXK/IMBICTb NPOQiNOBAHHS K/TIEHTIB Y
B2B-npogaxax sk K/t040BOro etany nigroToBKu
00 yroan. AKLUEHTYETbCA yBara Ha HeoOXiaHOCTI
BMOOPY peneBaHTHOrO KrieHTa (right customer) 3
Ornsify Ha CKNagHICTb LUKy NPoAaKy Ta pU3nKn
Ha pre-sale eTarni, WO KOpesoe 3 igeeto aganta-
uii ICP 8o ymMOB AMHaMi4YHOIO PUHKOBOIO cepes-
oBuwa. Xoya noHATTa ldeal Customer Profile
NPSAMO He PO3KPUBAETHLCH, HU3KA HaBedeHUX
nigxo4is € 3MiCTOBHO HabG/MKeHUMU [0 cydac-
HUX |ICP-npakTuK.

BugineHHA HeBUpIilleHUX paHiwe yvac-
TUH 3aranbHOl npoGsiemu. [onpu 3pocTa-
toyy yBary Ao BukopucTtaHHs ldeal Customer
Profile y 36yTOBIil AisiNnbHOCTI, Y HayKOBIl niTe-
patypi Ta npuknagHuUX LOCMIIKEHHAX yce Le
HefoCTaTHbO PO3PO6AEHO METOAMYHI niaxoaw
[o dopmyBaHHs Ta onTtumisauii ICP B ymoBax
€KOHOMIYHOI TypOyneHTHOCTI. HecTtabinbHicTb
BMN/MBae Hacamnepeq Ha IT-komnaHii, Ak 3my-
WeHi aganTtyBaTy npouec noLwyKy Ta OLiHo-
BaHHA MOTEHUINHNX KNIEHTIB, W06 MiHiMI3yBaTH
PU3KKKN, CKOPOTUTU BUTPATW HA 3a/1y4YEeHHSA NidiB
Ta NigBULLNTK pe3ynbTaTUBHICTL pre-sale etany.
BopgHouac 6inbLWicTb iCHYOUMX NiAX04iB OpPIEHTY-
I0TbCA Ha CTabisIbHi PUHKOBI YMOBU Ta He Bpaxo-
BYIOTb NOTPE6M KOMMaHii-npogaBus y LUBUAKOMY
Ta 06’EKTMBHOMY BiAOOPI KNIEHTIB 3a AaHMMN 3
BigkpuTuX mxepen. Came BIiACYTHICTb A0CHi-
[KEeHb, NpucBaYeHnx agantauii kputepiis ICP
00 cuTyauil HEBU3HAYEHOCTI, KPMU30BUX SBWULLL
Ta 3pOCTaHHA KOHKYpeHLUil, ¢hopmye cyTTeBY
HayKOBY i NPaKTU4YHY NPOrasivHy, WO NoTpedye
CMCTEMHOrO OonpautoBaHHS.

dopmyntoBaHHA uinel crarTi (nocrta-
HOBKa 3aBfAaHHs). MeTo AOCNIMKEHHS € 3[iii-
CHEHHS1 KOMMJIEKCHOrO aHaslisy ICHyruux nig-
xoais oo dopmysaHHA ldeal Customer Profile
Ta BUABJ/IEHHA TXHIX 0OMEXeHb B YMOBax €eKo-
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HOMIYHOI HEBU3HAYEHOCTI, WO YCKNaJHIE Mpo-
LeC NOLLYKY i OLiHOBAHHA NOTEHLINHUX K/TiEHTIB
IT-koMmnaHissMn. Ha OCHOBI BUSABNEHUX Henoni-
KiB nepefbavyaetbCa po3po6/eHHs NMPono3uLii
oo ontumisadii kputepiie ICP, ki 403BONAIOTh
NiABULWMTL AKICTb BigOOpPY KMIEHTIB, 3MEHLUNTM
pU3NKN Ha paHHix eTanax 30yTOBOI AiANIbHOCTI
Ta NiABULLTY 3arasibHy ePeKTUBHICTb PYHKLIO-
HyBaHHA sales-npoueciB y HecTabiflbHOMY PUVH-
KOBOMY CepefoBULL.

Buknag OCHOBHOro martepiany pocni-
JPKEHHSA. Y KOHTEKCTi pUHKOBOT HeCcTabiNbHOCTI,
WO CYnpOBOMLKYETLCA 3MiHAMW EKOHOMIYHOT
aKTUBHOCTI, KONIMBAHHAM MNOMUTY Ta TpaHcdop-
MaLi€d NOBEAIHKN CNoXmBauiB, eteKTUBHICTb
30yTOBOI AisiNIbHOCTI IT-NiANPUEMCTB 3HAYHOM
MIPOK0 3a/1eXUTb Bif 30ATHOCTI KOMMAHIN YiTKO
BM3Ha4YaTV Ta perynsipHo nepernsgary xapakre-
PUCTMKU CBOITX LiSIbOBUX K/TIEHTIB. O4HUM i3 K/T0-
YOBMX IHOMKATOPIB Takux 3MiH BUCTynae AuvHa-
Mika puHKY IT-npaui, AKka Hao4yHO Bigobpaxae
peakuito rasiysi Ha eKOHOMIYHiI Ta reononiTUYHI
NnoTpsACiHHA. 30Kpema, AaHi aHanitmkm DOU
[4] neMOHCTPYIOTb pi3Ke CKOPOYEHHS KiSIbKOCTI
BakaHCii nicns novaTky noBHOMAacCLITabHOro
BTOPrHEHHA Ta nofasiblie MNoCcTynoBe BifHOB-
JNIEHHA PVIHKY, WO CBIAYMTbL NPO aganTtaLito KOM-
naHiin 40 HOBMX YMOB (DYHKLIIOHYBaHHS. Y Takmx
o6CTaBMHaxX BWHWKAE MnoTpeba nepeocMuc-
NeHHsA nigxoais Ao oopmysaHHs Ideal Customer
Profile: kputepii, wWo 6ynn eqekTUBHUMKU B
cTabinibHUin nepion, nepecTalThb BignosigaTu
HOBUM peaniam. Lle 3ymoBNOE HEOOXiAHICTb
ontumisay,ii ICP Takum YMHOM, 06 BiH BpaxoBy-
BaB Cneunmiky NoBeaiHKM KNIEHTIB Y TypOyeHT-
HOMY PVMHKOBOMY CepefoBuLLi Ta 3abe3nevyBaB
NiABULLEHHA pe3ysibTaTUBHOCTI 30yTOBOI Aisi/b-

HocTi IT-nignpmemcTs. AKTyanisauia nigxoais 4o
hopmyBaHHs ICP TakoX € BaX/IMBOKO YMOBOKO
3MiLHEHHS NOo3uLiii yKpaiHCbkMX I T-KkomMnaHiin Ha
rno6asibHOMY PUIHKY, [ie KOHKYPEHLIS 3a KieHTa
NOCU/MIOETLCA. BiNbl TOYHE PO3YMIHHA Xapak-
TEPUCTMK MNOTEHUINHMX 3aMOBHWKIB [03BONSE
nignpmemcTeaM edqieKTUBHILLE OpraHi3oByBaTu
npoLecu MoLuyKy KMieHTiB, cKopodyBaTn TpuBa-
nicTb pre-sale etany Ta nigsuulysatu MMOBIp-
HICTb YCMILLIHOIO YKNajaHHsi KOHTPAKTIB y cepea-
OBULL, LLO WBNAKO 3MIHIOETbLCS.

Ak nigkpecntoe Gartner [5], koHuenuis Ideal
Customer Profile cyTTeBO Bifpi3HAETLCA Bif
TpagMUINHOIO YSIBMIEHHS NPO LiSIbOBOrO K/liEHTA.
FAKWO OCTaHHE 3a3BMYail OXOMJ/IE LLUMPOKUIA
CNeKTp MOoTeHuinHnX nokynuis, To ICP 30ce-
PEeLXYETbCA BUKHOYHO Ha TUX OpraHisauisx,
AKi MOEAHYIOTb BUCOKY LiHHICTb AN KOMNaHii 3
peasibHO FOTOBHICTIO A0 NpUAGaHHS.

Y cyuvacHiin npaktuyi B2B-npogaxis copmy-
BaHHs1 ICP rpyHTYeTbCA Ha HW3Li 3arasibHOBI-
[OMUX KpUTEPIiB, WO A03BONAOTL NonepesHbo
iAeHTUDIKyBaTU  XapakTEPUCTUKN  NOTEHLAHO
LUiHHMX K/IEHTIB LWWe A0 no4yaTKy KOMyHika-
Uit 3 HUMK. Ui kputepii € 6azoBuMKn A1 GiNb-
wocTi IT-komnaHii Ta MOXyTb OYyTW BU3HAYEHI
BUK/TIOYHO Ha OCHOBI BIAKPUTUX [MKepesn, Lo
pobuTb X AOCTYMHUMMW ANS aHaiTUYHOIO OLi-
HIOBaHHS Ha paHHiX eTanax 36yToBOI AiSANIbHOCTI.

OfHUM i3 KMHOYOBUX NapameTpiB BUCTyNae
raslysb AisnbHoCTi (industry), OCKisibkM came
CEKTOp, Y SAKOMY (DYHKLIOHYE KOMMaHIA-KNIEHT,
BM3Hauae ii TMNoBi NOTPebn, piBeHb TEXHOJIOTIY-
HOI 3piNoCTi Ta NOTEHUjHY BiANOBIAHICTL NpO-
NMOHOBaAHOMY pilLEHHI0. [HdhopMaLilo npo rany-
3eBY Ha/IEXHICTb 3a3BUYail MOXHa OTpUMaTK 3
odpiujiiHoro Beb6caiiTy koMnaHii, BiaKpuTuX 6a3
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[aHNX abo KoprnopaTuBHUX CTOPIHOK Yy coLljiasib-
HUX Mepexax.

He MeHW BaxIMBUM € pO3Mip KOMNaHii
(company size), wo Bigobpaxae macwrtab one-
pauiiHol A4isNbHOCTI Ta NoTeHuian Ao peanisauii
NPOEKTIB Pi3HOI cKNagHOCTI. Llel nokasHuk 3ae-
6i/1bLLIOTO BU3HAYAETLCS 3a KIIbKICTIO NpaLiBHU-
KiB a60 06CAroM pivHOro Aoxoay Ta AOCTYMHUIA y
BigKpUTMX npodiniax Ha nnardpopmax (Linkedin
uyn Crunchbase). Ana IT-NignpuemMcTs Lein Kpu-
Tepi € BaXIMBMM 3 OrNs4y Ha NPOrHO3oBa-
HICTb GHOMKETY Ta MOX/IMBOCTI AOBrOCTPOKOBOI
cnisnpadi.

Baxnuy ponb Bigirpae reorpadis (location),
sKa BNNBAE Ha AOCTYMHICTb PUHKY, PErYNATOPHI
0CO06MBOCTI, YacoBi 30HW Ta KY/bTYPHI acnekTu
KOMYHiKaL,ii. Jlokani3auis noTeHLUiAHOro KnieHta
HanpsMy noe’si3aHa 3 Mogenamu cnisnpadwi,
BMMOramMu A0 6e3neku fgaHux Ta crneumdikoro
OpPUANYHUX 3060B’A3aHb.

Ansa IT-komnaHin 0co6/MBO  3Ha4YyLWMM €
TEXHOJONYHWIA CTeK, WO Bigobpaxae BUKOPUC-
TaHHA KNIEHTOM MEeBHUX Natopm, CUCTEM UK
IHCTpPYMeHTIB. Lleli kpuTepili 4O3BONSAE OLHUTK
TEXHIYHY CYMICHICTb MPOMNOHOBAHOIO PilleHHS
Ta WMOBIpHICTb YycniwHOI iHTerpauii. Bigo-
MOCTI LIOAO 3aCTOCOBYBaHWX TEXHOSOrI YacTo
OOCTYMHI y po3aini “Careers” yuepes onuc BakaH-
Cil abo 3a [A0MNOMOro CepBiciB TEXHOOTNYHOIo
aHanisy. Takox Le MOXHa BU3HaunTu 3a [ono-
MOrO BXe iCHYHUMX pilleH sk oT BuildWith [6].

Lle ogHum 6a30BUM KPUTEPIEM BUCTYNAE 6i3-
Hec-mopgenb (business model), sika BM3Havae
Crnoci6 CTBOPEHHA Ta AOCTaBKM LiHHOCTI KoMna-
Hi€lo-KNieHTOM. BoHa MoOxe 6yTu opieHTOBaHa
Ha cermeHTn B2B, B2C, B2G uu iX KOMGIHaLLT.
BisHec-mogenb Bn/iMBae Ha maclwtabu 3akyni-
Be/lb, CK/IAHICTb MPOLECIB YXBAJIEHHA pPilleHb
Ta TUNOBI OOMEXEHHs LWOoAO0 BMPOBaKEHHS
IT-npoAoyKTiB.

Okpemy yBary B npoueci ouiHioBaHHA ICP
NpUaiNaTb  iAeHTUAIKaLii  KIKYOBMX CTENK-
Xongepis — 0ci6, Aki BNAMBalTb Ha YXBaJIEHHS
pilleHb Woao 3akynieni. JaHi npo HUX AOCTYMHI
y BiAKpUTUX npodeciitHux npodinax abo Ha
KopriopatMBHUX Bebpecypcax. BusHayeHHsA
decision-maker’iB  403BO/ISIE OUIHWUTM MOTEH-
LiiHy e(heKTMBHICTb KOMYHiKaLil Ha HaCTyNHUX
eranax.

LUle ogHUM ax/IMBMM efieMeHTOM € iHdop-
Mauis Npo hiHAaHCOBMWI CTaH KOMMaHil, 30kpema
[AaHi npo obcAarn iHaHCyBaHHSA, iHBECTULNHI
payHOM 4u 3MiHY CTPYKTYpW BJ/IaCHOCTI. Taki
BIJOMOCTI MOXHa 3HaNTW Yy BiAKPUTUX peecTpax,
HOBWHHUX pecypcax abo iHBeCTUUIRHMX nnar-
hopmax. HasBHicTb cTabifibHOro piHaHCcyBaHHSA

CBIQUYMTb NPO 34aTHICTb K/iEHTa peaslizoByBaTn
[JOBIOCTPOKOBI IT-NPOEKTN Ta 3HWKYE PU3MKM,
noB’si3aHi 3 NOTEHLINHMM 3pMBOM cniBnpaLi.

CyKynHiCTb  3a3HayeHux KputepiiB  doop-
Mye 6as3oBy cCTpyktypy ICP, wo pae 3mory
IT-nignpvemcTBam  3AilicHIOBaTM  NonepesHil
BiAGIp HalbiNbW peneBaHTHUX KIIEHTIB Ta
epekTuBHILIE nsiaHyBaTu nogasnblli etanu 30y-
TOBOT AifANbHOCTI.

Xouya TpaauuiiHi kpuTepii oopmyBaHHs ICP
3a/1MWATbCA BaXX/IMBOKD OCHOBOK AN1d Nep-
BMHHOI OLiHKM MOTEHUINHNX K/EHTIB, 1X 3acTo-
CyBaHHS1 B yMOBax €eKOHOMiYHOT HEBU3HAYEHOCTI
BXe He 3abesrneyvye [0OCTATHbOIO PIBHA TOu-
HOCTi A/151 NPUIAHATTA OGI'PYHTOBAHMX 30yTOBUX
pilleHb, WO B CBOK Yepry npusBoauTb A0 Yac-
TUX BUNAAKIB yNyLEeHnX Burod (HeodepxaHoro
poxopny) [7]. KonneaHHA pUHKOBUX YMOB 3MYLLY-
I0Tb IT-nigNpremMcTBa He Nue BU3HaYaTu Kili-
€HTIB, AKi (pOpMasibHO BiANOBIfAIOTL 6a30BUM
napameTpam, a i rnbLue ouiHIBaTK IXHI0 CcTa-
6i/TIbHICTb Ta NPOrHO30BaHICTb MaribyTHLOT CNiBn-
paui. ¥ cutyauii, koM pecypcu sales-komaHpg,
06MeXeHi, a KOHKYPeHL,isi 3a NepCneKkTUBHI MOX-
JNINBOCTI MOCWUIOETLCA, BUHUKAE noTpeba y BAO-
CKOHau1eHHi npouecy dpopmyBaHHA ICP wnsxom
[OMOBHEHHA MOro KpUTepisamMK, WO A03BOMAKTb
TOYHiLLE OUiHIOBATU penieBaHTHICTb MOTEHLiN-
HUX K/EHTIB. Y LibOMY KOHTEKCTi AOUi/IbHO PO3-
LWMPUTU TpaauuiiHy cTpykTtypy ICP Habopom
[04aTKOBUX NOKa3HUKIB, SIKi MOXYTb OYTN BU3HA-
YeHi 3a gaHMMK 3 BIAKPUTUX IKEPEen i CNpustoTb
NigBULLEHHIO SIKOCTI BiAGopy B yMOBax HecCTii-
KOro PMHKOBOIO CepefoBuLLA.

Mepwwnm i3 TakMx KpuTepiiB € penyTa-
Ui Ta ictopia pobotn 3 nigpAgHUKAMW.
Ona IT-nianpuemcTaa, Lo yHKLIOHYE B yMOBaxX
0OMeXeHNX pecypciB, pU3nK BKIAAEHHS Yacy y
KNieHTa, K1 4acTo 3MIHIOE NiAPALHVKIB, PO3pK-
Bac MpPOEKTN abo He AEMOHCTPYE CTabifIbHOCTI
y NapTHEpPCTBI, € cyTTEBUM. IHhopmauis 3 nnar-
hopm nopgibHmnx ao Clutch a6o nyo6niyHmnx Keicis
[03BO/ISIE OLIHUTW, HACKINbKM KNIEHT rOTOBUIA A0
JoBroTpusanoi cnisnpaui. Lle MiHimisye pu3aunkn
BUTPAT Ha HeedeKTUBHWIA NOLYK | pre-sale.

BaxNMBMM UYMHHMKOM CTa€E amBepcuduikauis
PUHKIB, afyXe KOMNaHii, Wo npautooTs ogpasy B
KIIbKOX KpaiHax abo rasyssx, 3a3Buyaii MeHLle
3a/1exarb Bif, /IokaslbHUX Kpu3. A4 IT-komnaHii,
fAKa wykKae O6ifibl nepenbdayvyBaHuX KNIEHTIB,
Takuin KpUTepiin cnyrye iHOukaTtopom cTabisib-
HOCTi MaibyTHbOI B3aEMOZIi 1 3MEHLLYE PU3NKK
nepepuBaHHA KOHTPaKTY.

LLiHHUM [kepesioM ANs OUiHKM XUTTe3aaT-
HOCTI NOTEHLAHOrO KMiEHTa € AMHaMika Haiimy,
SIKy NIerko NpoCTeXMTU Ha npodpecinHmMx nnart-
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hopmax. 3poCTaHHA KOMaHAWM BKasye Ha pos-
BUTOK Gi3HecCy 1 6inblly AMOBIPHICTb TOrO, WO
KOMMNaHisi mMatume pecypcu ANns AOBroCTPOKO-
BuUX IT-NpoekTiB. HaBnakn, CKOPOYEHHA LiTaTy
abo BIACYTHICTb BakaHCi/i NPOTAroM TpUBasIoro
yacy MOXe curHastisysarty, WO cnisnpausa éyae
PY3MKOBOIO.

[lofaTkoBOK  O3HAKOK  NEepCrneKTUBHOCTI
KnieHTa BWCTYNa€e aKTUBHICTb iHBeCcTULii abo
OHOBJIEHHA MPOAYKTY. Ana IT-nignpuemcrea Le
03Ha4ya€, WO MOTEHUiNHWI KNIEHT MNPOAOBXYE
iHBECTYBaTWN y BNacHWii PO3BUTOK 11 He nepedy-
Ba€E B PEXMMI «YTPUMAHHS», WO 3HWKYE PU3MK
3aMOpOXyBaHHA MpPOeKTiB. Taki AaHi BWMAHO
yepes HOBUHHI pecypcu, npecpenisan abo Tex-
HiYHI aHOHCW.

Baxnueum nokasHnkom ansa ontumisauii ICP
€ noTeHUian A0 MacwTabyBaHHA cniBnpad;.
Y HecTabinbHMX yMOBaxX KOMMaHii nparHyTb Mak-
CMMaJ/IbHO BUKOPUCTOBYBATU KOXEH YCMILUHWIA
KOHTaKT, TOMY HasiBHICTb Y K/i€HTa KiJIbKOX 0i3-
Hec-HanpsMiB, NPOAYKTOBMX NiHi 260 LWMPOKOro
nopTchosio CTBOPHE MOX/IMBOCTI ANA nojasb-
Wworo po3wupeHHsa cnisnpaui (upsell i cross-
sell). Lle posBonsie IT-komnaHii pauioHanbHO
BMKOPUCTOBYBATU pecypcu 36yTy.

[o Kputepiis, WO NigBULLYIOTL TOYHICTb ICP,
MOXHa BigHECTM iHANKATOPW NPOLLECHOT 3pifIOCTi.
KomnaHii, 1o AeMOHCTPYOTb CTPYKTYpPOBaHi 6i3-
Hec-npouecK, HasiBHICTb cepTudiikauin um cra-
6iNbHICTb YNpaBAiHCLKOI KOMaHAW, SK npaBuno,
MarTb 6inbll nepeabadyBaHe MAaHyBaHHS 1
UiTKi npoueaypwv 3akynisesib, WO 3HWKYE PUNKN
3aTpPUMOK Ta HeepeKTUBHUX pre-sale unkni..

Y npaktuui outbound-npogaxis  Baxnu-
BMM KpWUTEPIEM € akKTUBHICTb CTenkxonaepis
y LinkedIn. BoHa curHanisye npo BigKpUTICTb
K/IOYOBUX OCI6 [0 NpogeciiHOT KOMYHiKawii
Ta [03BONSE MNiABALLMTM NMOBIPHICTb LUBUA-
KOro BCTAQHOB/IEHHS MNEPBUHHOIO  KOHTAKTY.
[ns IT-komnaHii y nepiog HecTabinbHOCTI Ue
KPUTUYHO, OCKI/IbKA 3MEeHLIye TpuBasliCTb Ta
BapTICTb eTany NoLuyky K/ieHTa.

3anponoHoBaHi  KpuTepii  galoTb  3Mory
IT-NiANpMEMCTBY He Nulle TOYHiWe Big6upaTtn
NOTEHUINHNX KNIEHTIB, a i1 pauioHasbHille BUKO-
puctoByBaTu pecypcu 36yToBOI AiSNIbHOCTI B

yMOBax €KOHOMIYHOI HeBW3Ha4yeHocTi. Po3Lim-
peHuii ICP p[o03BOMSE 30cepegxyBaTu yBary
Ha KieHTax i3 6inbl MPOrHo30BaHOK AWHaMI-
KO0 PO3BUTKY Ta MOTEHUia/IoM AOBrOCTPOKOBOT
cnisnpayi, Wo nNigBULLYE He TiNbkn edekTus-
HICTb ynpas/liHHA MpojaXamu B YMOBaXxX 3MiH-
HOI PVMHKOBOI KOH'IOHKTYpW, @ N edeKTUBHICTb
ynpasaiHHA NigNPUEMLTBOM 3rigHO SKICHUX Ta
KiNIbKICHMX MOKa3HWKIB (TEMNU pPOCTY 3arasib-
HUX pe3ynbTaTiB AiSNbHOCTI, NiABULLEHHA PiBHSA
SKOCTI npoAayKuii i nocnyr Towo) [8].

BUCHOBKW. Y NiCyMKy, pUHKOBa HecTabifb-
HICTb Ta €KOHOMiYHa HeBM3HA4eHICTb CYTTEBO
BM/MBalOTb Ha MpOLEC opraHisauii 306yTOBOI
AisinbHOCTI IT-nignpnemcTB, 30Kpema Ha hopmy-
BaHHA Ideal Customer Profile. TpaguuiiHi kpute-
pil OLiHIOBaHHS MOTEHUINHMUX KNIEHTIB, SKi O6ynn
epeKkTMBHMMY B yMOBax CTabisibHOro pyHKOBOrO
cepefoBuLa, X04 i MOXYTb NMOKPUBATU NEBHUN
piBeHb iHpopMaLiiHOro 3abe3neyvyeHHs B XOAj
hopMyBaHHSA HTEHTY NPO MNOTEHUIAHWX KNi€H-
TiB, NPOTe He 3abe3nevyoTb AOCTaTHLOrO PiBHSA
TOYHOCTI Ta He [03BOMAKTbL Sales-koMaHzam
pauioHasIbHO PO3noAINATN 3ycunna B cuTyauil
NMOCU/IEHOT KOHKYPEHLLiT Ta 06MEXEHNX pecypciB.
3anponoHoBaHi Ao0AaTKOBI KpUTEpIT AatoTb MOX-
nmeicTb IT-nignpuemcTBam 3giicHioBaT GinbLu
TOYHWIA, ePEKTMBHILLNIA, GaraToBUMIPHUIA aHani3
NOTEHUINHNX KNIEHTIB, BUKOPUCTOBYHOUN IH(OpP-
Mauito 3 BigKpUTUX mxepen. BUKkopucTaHHA LuX
KpuTepiiB nigcnnioe npouec dpopmysaHHs ICP,
pobuTb 110ro aganToBaHNM A0 3MiH 30BHILUHLOIO
cepefoByvLa Ta [03BOJISAE YHUKATU BKNaLEHHSA
KOLUTIB, Yacy Ta 3yCW/ib Y HU3bKOMEPCMNEKTUBHI
MOX/IMBOCTI. YNPOBa[XXEHHSA ONTUMI30BaHOIO
ICP cnpuse nigBuLLEHHIO edpeKTUBHOCTI 30yTO-
BOI AisNIbHOCTI IT-KOMNaHili: CKOPOUyeTbCA TPU-
BaUliCTb pre-sale etany, 3MeHLUYHOTbCA PU3NKN
NMOMW/IKOBOTO abo Heed)eKTUBHOroO Bigbopy
NOTEHUINHUX KNIEHTIB, NiABULLYETLCS TOYHICTb
NPOrHO3yBaHHA MOTEHLiHOro obeAry cnisnpadi
Ta 3arasibHa pesy/ibTaTUBHICTb Sales-koMaHaw.
Lle cTBOpIOE NepesymoBu 419 3MiLHEHHS M03K-
Ui IT-NiaANpMeEMCTB Y KOHKYPEHTHOMY MiXXHapoa-
HOMY cepeaoBULLi 1 MigBULLIYE TXHIO 30ATHICTb
[0 cTabisIbHOro (hyHKLiOHYBaHHSA HaBITb 3a YMOB
PUHKOBWX KO/IMBaHb.
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