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Y cTarTi focnigpKeHo cyyacHi nigxoam A0 NiaBULWEHHA edheKTMBHOCTI TapreToBaHoi peknamu y B2B-cekTopi npo-
MWC/I0BUX NiANPUEMCTB 3 ypaxyBaHHAM crneuudikv npodeciliHnx ayauTopii Ta TpUBaIMX LMK/IB NPUAHATTA PiLLEHb.
Ha ocHOBI rasly3eBoi aHa/TiTUKN Ta MiXXHapoLHUX JocnifxeHb (Statista, PwC, Databox) npoaHasnizoBaHo TeHAeHLT
BMKOPUCTaHHS LUnhpoBmx nnardopm 3 no3uuii reHepauii nigis, hopMyBaHHS NONUTY Ta AOCATHEHHSI NOKA3HWKIB
ROI. Ocobnuey yBary NnpuAieHO posi WTYYHOrO iHTENEKTY, BiAEOMapPKETUHTY Ta nepcoHanisalii B2B-komyHikadii
AK iIHCTPYMEHTIB MigBULLEHHS pefieBaHTHOCTI pekaMHMX MOBIAOM/IEHb i 3a/Ty4YeHHS BY3bKUX NPOIECIiHUX CerMeH-
TiB. OKpEC/IEHO MOXJ/IMBOCTI i 0BMEXEHHS KNI0YOBMX COLjia/ibHUX MAaTdiopM y KOHTEKCTI npoMucioBoro B2B. Bu-
3HaueHo 3HaveHHss CRM-cucTem, aHaniTVkK Ta MOAE/IOBaHHA Megia-MiKCy A5 ONTUMi3aLii MapkeTUHIOBUX Broxe-
TiB, MiABWLLEHHS KIEHTCHKOrO AOCBiAY Ta 3a6e3neyeHHs CTas10ro 3pOCcTaHHs edeKTUBHOCTI PEKIaMHUX KaMnaHiii B
yMOBax LMdpoBi3aLii NPOMUCIOBOIO PUHKY.

KniouoBi cnoBa: TapretoBaHa peknama; B2B-mapKeTuHr; npoMMcnoBi nignpueMcTsa; uudposi nnatopmu;
LinkedIn; CRM-cucTemu; BieOMapKETUHT; LITY4YHWIA iHTenekT; ROI; Meaia-Mikc; KnieHTCbkuin gocBig, (CX).

The article examines contemporary approaches to improving the effectiveness of targeted advertising in the B2B
sector of industrial enterprises, with a focus on the specific characteristics of industrial markets and professional
audiences. Drawing on industry analytics and international research sources such as Statista, PwC, and Databox, the
study analyses current trends in the use of digital platforms, including LinkedIn, Facebook, YouTube, and Instagram,
in terms of lead generation, demand creation, brand awareness, and achieving target return on investment (ROI)
indicators. Special attention is paid to the integration of artificial intelligence technologies, video marketing formats,
and collaboration with industry opinion leaders as key tools for adapting B2B communications to narrow, highly
specialised professional audiences. The article identifies the opportunities and limitations of major social media
platforms for industrial B2B promotion, highlighting LinkedIn's advantages in professional targeting and account-
based marketing, as well as Facebook’s strong performance in terms of scalability and cost efficiency. The role
of CRM systems and loyalty programmes is examined in the context of personalising marketing communications,
optimising the allocation of marketing budgets, and improving customer experience (CX) across multiple touchpoints.
Particular emphasis is placed on the importance of marketing analytics, attribution models, and media mix modelling
for data-driven decision-making, especially under conditions of long decision-making cycles and multi-level
procurement structures typical of B2B markets. The study also outlines practical implications for industrial enterprises
seeking to align digital advertising strategies with broader business objectives and long-term customer relationship
management. The findings demonstrate that the effectiveness of B2B targeted advertising largely depends on the
coherence of technological, analytical, and content-based components within a unified marketing strategy. Overall,
the results support the relevance of an integrated approach that combines technological innovation, cross-platform
strategies, and deep content personalisation to enhance the competitiveness and sustainable development of
industrial enterprises in the digital economy.

Keywords: targeted advertising; B2B marketing; industrial enterprises; digital platforms; LinkedIn; CRM systems;
video marketing; artificial intelligence; ROI; media mix; customer experience (CX).
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MocTtaHoBKa npo6nemu. Y B2B-cekTopi
NPOMNCNOBUX NIANPUEMCTB  Ki/IbKICTb MNOTEH-
LiHUX KNIEHTIB € 0OMEXeHO, a npouec npu-
NHATTA pilleHb — TpMBa/IUM i GaraTopiBHEBUM.
Lle Bumarae Bi MapkeTosoris He Jsiile TOYHOro
HanalwTyBaHHA TapreTuHry, a i rnnbokoi cer-
MeHTauil ayanTopii, nepcoHanisauii KoMmyHikauii
Ta BMOOPY peneBaHTHUX KaHanie. CTaHAapTHI
peknamMHi niaTtdopmu, OpiEHTOBaHI NepeBaXHO
Ha MacoBUIA CMOXWUBYMIA PUHOK, He 3aBxAau
3a6e3neuyoTb HEOOXiAHY THYYKICTb i TOYHICTb
ANS AOCATHEHHS BY3bKUX NPOECIiHNX CermeH-
TiB. BogHouac BRNpoBamKEHHS iHHOBAL|iiHUX
IHCTPYMEHTIB — LUTYYHOrO iHTENEKTY, aBTOMaTn-
3auii, CRM-cuctem Ta BigeoOMapKeTUHry — Bif-
KpvBae HOBI MOXX/TMBOCTI A4/151 oNTUMI3aLlii Mmapke-
TUHIOBUX 3YCW/b, asie NoTpebye KOMMNIEKCHOro
nigxody Ta aganTaduii A0 rasy3eBux 0CO6/MBOC-
Tei. MNpo6nema nonsrae y BU3Ha4eHHi HanobisbLu
eeKkTUBHMX cTpaTterii i nnardopmM, siki 3abesne-
4yloTb MakcuMasibHuii ROI, nigBuLLyOTh 3ay-
YeHICTb Ta CnpusaloTb DOPMYBaHHIO OOBrOCTPO-
KOBMX BiJHOCWH i3 K/TIEHTAMN B yMOBax BUCOKOT
KOHKYpeHU,ji Ta undposisawii puHky.

AHani3 ocTtaHHiX gocnigpkeHb i nyonikawii.
CyyacHi HaykoBi p[ocCnifXeHHs Ta rasyseBa
aHaniTMka [EeMOHCTPYHTb aKTUBHUIA pPO3BU-
TOK nigxoais oo B2B TapretoBaHoi peknamu,
30KkpemMa y npoOMUC/IOBOMY CeKTopi. 3rigHo 3
faHnumm Statista [1], y 2023 poui noHag 40%
B2B-komnaHiii y CLUA nnaHyBanu BNpoBamXkKy-
BaTyW iHHOBAL,iiHi MapKETUHIOBI TaKTUKK, Taki K
iHTerpauisi WTY4HOro iHTeNeKTy Ta aBTomaTusa-
uii, a 32% — BUMKOPUCTOBYBATU BifleOMapKETUHT
AK IHCTPYMEHT [JOHECEHHS CKNaAHoT iHdhopmai
Yy Bi3yaslbHO NpuBa6/1Bii hopmi.

Ponb coujanbHux nnatgopm y B2B-
KOMYHIKaLisX 3a/MWAaETbCA K/IYOBOW. 3a
pesynsratamu onutysaHHs Statista [2], LinkedIn
BM3HAHO HaNe(EeKTUBHILLIOW Mepexew A
[OCATHEHHS MapKeTUHIoBUX uinein y B2B, wo
NiATBEPOKYETHLCA BUCOKUM PiBHEM KOHLEHTpALLi
npodoeciiHoi ayaMTopil Ta rTHy4YKMMMU MOX/IMBOC-
TAMMW HaNalTyBaHHA PeKIaMHUX kaMnaHin. Mpu
UbOMY AocCnimkeHHs Statista [3] nokasye, WO 3
Toukn 30py ROI y B2B-mapketuHry Facebook
yTpuMye nigepctBo (22% pecnoHAEHTIB), ToAi
sk LinkedIn, YouTube, Instagram i TikTok matoTb
6113bKi NOKa3HNKM eDEKTUBHOCTI.

AHaniTuka Leeline [4] Ta Predis.Al [5] geTani-
3y€ BapTICTb i MEXaHIKY BUKOPUCTAHHA peknamu
y couia/lbHUX Mepexax, NigKpecyn, LWo
LinkedIn xou4 i € JOpoX4nMm 3a iHWi naaTgopmu,
ofHak 3abe3neyye 3HAYHO BMLWY PesieBaHT-
HicTb Ansa B2B-cermeHTty. [ocnigkeHHa Star
Marketing [6] po3rnagae CniBBiAHOLWEHHA MK

TpaauuiiHOO Ta OHMaliH-peknamMoro, BKasyloun
Ha nepesarn UMGPOBUX IHCTPYMEHTIB Yy TOHHOMY
TapreTuHry.

Ocobnuee wmicue B CydyaCcHUX [OCNiOXKeH-
HAX 3aliMae iHTerpauis CRM-cuctem y B2B-
ctparerii. 3rigHo 3 Finances Online [7] Ta Statista
[8], Big 2021 o 2023 poky yacTka MapKeTUH-
roBuX OIO[KETIB, CNPAMOBAHMX Ha YMnpasniHHA
nporpamamu nosnsHocTi Ta CRM, 3pocna, wo
CBiguMTL NPO NigBuLLIEHY YBary Ao nepcoHasiisa-
Uil Ta yTpuMmaHHs knienTis. PwC [9] Ta Databox
[10] aKkueHTylTb Ha BUKOPUCTaHHI aHaniTUKK
Ta MOZEestoBaHHI Mefia-Mikcy Ans onTumisauii
BUTpaT i nigeuileHHs ROI.

Mpobnematvka MNOKpaLEHHS KIEHTCHKOro
poceBigy (CX) TakoX € npiopuTeTHOW A5
B2B-mapkeTonoriB. AdocnimkeHHs Statista [11]
AeMOoHCTpye, Wo 43% 3 HUX (DOKYCYHTbCA Ha
cTpareriax yTpUMaHHA KNIEHTIB, IHBECTULIAX Y
HOBUWI KpeaTMBHWUI KOHTEHT Ta Y3roMKeHHi Aii
MK KOMaHZamu, Wwo 6e3nocepefHbO KOPese
3 e(peKTUBHICTIO TapreToBaHoi peknamu y npo-
MUC/I0BUX NiANPUEMCTBAX.

TakMM 4MHOM, OrNsf4 CcyyvacHux ny6nika-
Lji cBiAYMTb NPO 3MillleHHA akueHTiB y B2B-
MapKeTUHry Bif MacoBux nigxoais Ao rnu-
60KOi nepcoHanizauil, iHTerpauii UMdpoBUX
nnargpopm Ta BUKOPUCTAHHA aHaliTUK1M ANnA
NPUAHATTS CTpaTeriyHMX pilleHb, Wwo ocob/MBo
BaX/IMBO [/15 MPOMMUC/IOBOIO CEKTOpY 3 10ro
BY3bKMMM UIJIbOBUMW ayauTopiasMW Ta ckniag-
HUMW LMKIaMn NMPOoLaxis.

MeTa cTaTTi — JOC/MKEHHA CyYacHUX Nigxo-
JiB [0 NiABULLEHHA e(PeKTUBHOCTI TapreToBaHol
peknamu y B2B-cekTopi NpoMuUC/IOBMX Nianpu-
EMCTB LUSIXOM aHanisy TeHAeHUili BuKopuc-
TaHHA undppoBux nnardopm, iHTerpauii CRM-
CUCTEM, 3aCTOCYBaHHSA LUTYYHOrO iHTENEeKTY,
BijeOMapKeTUHry Ta kosiabopadiii 3 nigepamu
aymok. Ocobnmea yBara NpuUAINSAETbCA BU3HA-
YEHHIO IHCTPYMEHTIB Ta CTparteriin, siki 3ab6es-
NneyylTb HalBULWWIA piBEHb pPeneBaHTHOCTI,
3anyyeHHss Ta ROl y By3bkux npodeciiiHmx
ayanTopisx, a Takox qoopmyBaHHIO pekoMeHaa-
Ui woao apanTauii MapKETUHIOBUX KamnaHii
[0 cneundikm NPoOMMUCIOBOr0 PUHKY.

Buknag OCHOBHOro wmarepiany paocni-
O)XXeHHs. Y B2B-cektopi NpoMucroBMX nNif-
NPUEMCTB, A€ Ki/IbKICTb NOTEHLUIAHWX KNIEHTIB €
0O6MEXEHOI, TOYHWIA TapreTUHr CTae KAK4YoBUM
efleMeHTOM e(PEKTUBHOCTI MApPKETUHTOBUX KaM-
naHin. Fnboka aHaniTMka Ta nigdip penesaHT-
HUX CerMeHTIB BifirpatoTb BUpIlLIa/IbHY POSb Y
aganTtauii TapreTMHry [0 BYy3bKUX ayauTOpiiA.
CermeHTauis UiNbOBOT ayauTopil  A03BONSAE
po3p0o6aATM MepcoHanisoBaHi Nponosuuii, LWo
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CrpUAOTb 3POCTaHHI0 KOHBEpPCIi Ta Npojaxis,
BOAHOYAC ONTUMI3YHOUM BUTPATU 3aBAAKM 30Ce-
pPeMKXEHHIO pPecypciB Ha NOTEHLAHO 3aLlikaBne-
HUX KJTiEHTAX.

BignosigHo B B2B-cpi akTMBHO BNpoBagXy-
IOTbCA HOBi MApPKETUMHIOBI TaKTUKM Ta KaHaun
ONS NOCUJIEHHA 3YCW/1b 3 OXOMJIEHHS Ta 3aUly-
YEHHA BY3bKMX CreuudiyHNX Ui/IbOBUX ayau-
Topii. OpHiel0 3 TOMOBHUX CcTparterii crana
iHTerpauis LWTYYHOrO iHTENIeKTy Ta asToMartu-
3auii, AKy nnaHysasm 3actocysatu noHag 40%
B2B-mapkeTtonorie, 3rigHo gaHux Statista [1].
BrvKOpUCTaHHSA LMX IHCTPYMEHTIB 03BOJIAE 3HA-
4YHO OnTMMI3yBaTW NpouecKn, aBTOMaTu3lyBaTu
PYTUHHI 3aBAaHHs Ta NiaBULWLMTK eDEeKTUBHICTb
MapKETUHIOBUX KaMmaHii. [HWOoW BaX/1MBOO
TEHAEHLUIEI CTa10 aKkTUBHE 3aCTOCYBaHHA Bife-
OMapKeTUHTY, SKWIA NnaHyBasiM BUKOPUCTOBY-
Batn 32% onuTaHux. BigeOKOHTEHT BBaXKAETLCA
edekTMBHMM 3acob0oM AN nepegadi cknagHoi
iHbopMaLii y AOCTYMHil Ta Bi3yasibHO NpnBab/v-
Bili chopmi. B keici npommncnoBux NignpuemcTs
Lue ocobnnBO akTyasibHO, OCKi/IbKA Bileo MOoXe
e)eKTMBHO [EeMOHCTPYBaTW TEXHOJIONYHI Npo-
uecu, NpoayKTOBY NiHiliKy Yn nepeBarn TeXHiy-
HUX piweHb. Kpim Toro, 30% B2B-mapkeTtonoris
BUABMAMN 3alikaBNeHiCTb y cnisnpaui 3 rany-
3eBUMM fligepaMn AymMOK Ta iH(oeHcepamu.
Lis TakTMKa cnpsMoBaHa Ha PO3LUMPEHHSI 0XO-
NNeHHA Ta nNiABUWEHHSA [0Bipn [0 6peHay
yepe3 aBTOPUTETHICTb NapTHEPIB Y KOHKPETHUX
cermeHTax puHky. Cnisnpaus 3 iHptoeHcepamun
[03BONSAE nignpuemcTeam epeKkTUBHILLE NO3ULLi-
OHyBaTu cebe siK ekcrnepTiB y ranysi Ta nigsuy-

BaTW BMi3HABAHICTb Cepef LisIbOBOT ayauTopil.
CyuvacHi npaktnku 3 agantauii B2B TapretuHry
[0 BY3bKMX LIiIbOBMX ayanTOpIli nogaHo B Taon. 1.

Y B2B-cekTopi NpPOMUC/IOBUX NiAMNPUEMCTB
BMKOPUCTAHHA CTaHAAPTHUX PekamMHuX nnart-
hopM, OpiEHTOBAHMX HA MaCOBWUIA CMOXUBYUIA
PUHOK, CTUKAETbCA 3 pPALOM OOMEXeHb, SKi
YCKMaAHWTb AOCArHEHHs cneundiuHnx B2B-
ayanTopii. Li o06MeXeHHS BKIYakoTb TPYAHOLL
3 TOYHUM HanawTyBaHHAM TapreTuHry ta cTBO-
PEHHAM e(eKTUBHOIO KOHTEHTY, afanToBaHOoro
[0 KiEHTIB 3 npodueciiiHoi ayauTopii. Lunpoka
opieHTauia Takux nnardpopm, sk Facebook un
Instagram, Ha MacoBuWil PUHOK 0BMEXYE MOX/IN-
BOCTi BUAIMIEHHA BY3bKMX CErMEHTIB, LU0 MOXe
NPV3BOAWUTM [0 HEeEeKTUBHOIO BUKOPUCTaHHA
peknamHoro 6waxety. Kpim TOro, crtaHgapTHi
nnargopmMm 4acto He HajalwTb [OCTaTHbO
IHCTPYMEHTIB A1 TApreTUHry crneumgivyHmnx npo-
doeciiiHnx rpyn abo ranysei, a nonynspHi gop-
MaTV KOHTEHTY Ha uux niaaTgopmax He 3aBxan
nigxogATb ANS CKAaAHMX MPOMMUCIOBMX MPO-
OYKTiB, sIKi BUMaratoTb TEXHIYHOro onucy abo
JeMoHcTpauii. Haibinbw BignosigHow nnart-
doopmolo coumepex 3 Touku 30py B2B Tapre-
ToBaHoOl peknamu € LinkedIn (84% pecnoHaeH-
TiB), LLO CYTTEBO BUNepekae b6ifbL TpaguLiiHi
peknamHi nnarcpopmu. 3a gaHumn Statista [2],
marixe 50% mapkeTosioris y cchepi B2B ouiHnnu
LinkedIn sk «(gyxe) edekTusHy» nnardopmy
ONs JOCATHEHHS MapKeTUHIoBuMX Linel npomuc-
nosoro nignpuemctea. Lle nigkpecntoe foMiHy-
toye crtaHoBuwe LinkedIn cepep couianbHUX
nnarcpopm ans B2B-mapKeTuHry.

Tabnmusa 1

CyuacHi npakTuku 3 aganTauii B2B TapreTuHry o By3bKuX LiIbOBUX ayauTopiii

Ta aBTOMaTm3auii

MapKETUHIOBUX KamnaHi

CUCTEMU TapreTyBaHHA,
yar-60Tun

IHCTpYyMeHTHn . ”
MpaKTnku MeTa apganTtauii R OuikyBaHUi pesynbrat
peanisauijii
IHTerpauis OnTtumisauisi npouecis, 'Ij‘I‘J"-lI'aIL-IIII-ITCI)/Ir%aiHTeﬂ eKT 3MeHLUEHHs BUTpaT
LITYYHOrO nepcoHasisalisi TapreTuHry, aBTyomaTmsoBaHi Y. yacy Ha pyTWHHI
IHTEeNneKTy nigBULLLEHHA edDeKTUBHOCTI 3aBOaHHA, NiABULLEHHSA

KOHBEPCIHOCTI pekiamu

BukopucTtaHHsA
BiIEOKOHTEHTY

MNepepayva cknagHol
iHpopMmaLii y fOCTYNHIl
doopmi, 3a1y4eHHsA

ayanTopii Yepes BisyaslbHO

nNpuBab/IMBUIA KOHTEHT

KopoTKi NpOMO-ponuku,
AeMOHCTpaUiiiHi Bigeo,
OCBITHI MaTepianu

lNokpalleHHsA
CMPUAHATTA NPOAYKTY,
30I/bLLIEHHS PIBHSA
3a/1y4yeHoCTi ayauTopii

CniBnpaugs 3
iHGoIt0eHCepamu

Po3wWwurpeHHA oxonneHHs
Ta 3MiUHEHHSA O0BipK

[0 6peHay yepes
aBTOPUTETHICTb Nigepis
LAYyMOK

MapTHepcTBO

3 raly3eBumu nigepamn
AyMOK, nnaTopmu ans
Konabopau,ii

3 iHdur0EHCEpammn

3MiLHEHHS No3unLii
6peHay Yy BYy3bKUX
cerMeHTax, nigBuLLEHHS
[JOBIpY KNIEHTIB

Lxepesno: cqhopmosaHo Ha OCHoBI [2-6]
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EdektuBHicTb LinkedIn sk iHCTpymeHTa Tap-
retoBaHoi peknamMn [I'PYHTYETbCA Ha KisIbKOX
gakTopax [3]. Mo-nepiue, nnarcopma 3a6e3-
neyye rHy4ki MOXJ/IMBOCTI [J/1 HanalTyBaHHSA
peknamMHMX KamnaHii BignosigHoO A0 npodeciii-
HUX, reorpaduivyHNX Yn raly3eBmx XxapakTepucTuk
ayguTopii. MNMo-gpyre, LinkedIn NponoHye NOTyXHi
aHaNiTUYHI IHCTPYMEHTU AN OLiHKN edekTuB-
HOCTI KOHTEHTY, WO [A03BO/ISE MiANPUEMCTBAM
OonTMMI3yBaTtKn CBOI cTparerii. MNo-TpeTe, WwWmnpoke
BMKOPUCTaHHA niatopmMn  ANns  NpOCyBaHHSA
NAaTHOrO0 KOHTEHTY CBiAYMTbL MNPO 1 30aTHICTb
3a6e3neunTi BUCOKY Bigaavy iHBECTULLM.

CoujanbHi Mefja cTasiM BaX/UBUM [HCTPY-
MeHTOM B2B mapkeTuHry, 3abesneuyoum Mox-
NMBOCTI ANs B3aemMogil 3 ayauTopieto, niasu-
LLIEHHS BMi3HABAHOCTI 6peHay Ta reHepadii nigis.
LinkedIn € HaliedhekTMBHIWOW nNaThopmoro
3aBASKN KOHUEHTpauii npodieciiHoi ayauTopii,
X04a BMCOKa BapTICTb peKknamm MoXe 0obmex-
yBaTu i BUKOpucTaHHs; 49% mapkeTtonoris B2B
BMYKOpUCTOBYIOTL LinkedIn gnisa no6yaosu BigHo-
CWH Ta iHiLitoBaHHA npoLecy MOoKynKu 418 NoTeH-
LiHUX KNieHTIB [4].

YouTube  3abe3neuye  yHiBepca/bHICTb
3aBAAKM BM/IMBY BiIEOKOHTEHTY, XO4a CTBOPEHHS
SKiICHOro maTtepiasly BUMmarae pecypcis. 3ayBa-
Xnmo, wo YouTube 3abesnedvye yHiBepcasib-
HICTb 3aBASAKMN BMN/IMBY BieOKOHTEHTY. CepefHs
uiHa 3a nepernsag (CPV) ana sigeopeknamu Ha
LinkedIn ctaHoBUTb 61n13bko 0,06 gon CLUA, uio
po6u1Tb Bigeopeknamy BiIHOCHO AOCTYMHOK A5
6isHecy [5].

Facebook nponoHye LWMpOoKi MOX/IMBOCTI O/14
TapreToBaHol peknamu, anie 06Mexye opraHiyHe
OXOMJIEHHA Yepe3 3MiHN anroputMiB. B YkpaiHi
BapTICTb KNika B cOoLjia/ibHUX Mepexax, Takmx K
Facebook Ta Instagram, nouMHaeTbCA Bif, 2 rpH,
a MiHiManbHWIn GIOMKET KamnaHii MoXe CTaHo-
BuTK Big 200 rpH Ha AeHb [6].

Instagram peneBaHTHWI ONA  KpeaTUBHUX
iHAYCTpPIA 3aBASIKM Bi3yasibHil NpuBabnnBOCTI,
Xoya ioro opieHTauisa Ha B2C 3meHLlye ediek-
TUBHICTb Yy TpaauuiiiHux B2B cektopax. Bap-
TiCTb peknamm B Instagram B YKpaiHi € BifiAHOCHO
[OCTYMHOIO, 3 BaPTICTIO KAika Bia 2 rpH [7].

IHTerpauisa nnatgopm y MapKeTUHIoBi cTpa-
Terii no3BONsiE gocsiraTu GisHec-Uinel Makcu-
MasibHO ePeKTUBHO. XapakTepucTuku niaTdopm
3 TOYKM 30pY 3a4a4 B2B-mapKeTuHry npomumcsio-
BOr0 CEKTOopy nogaHo B Tabn.2.4. 3 To4kn 30py
ROI B2B-iHcTpymeHTiB, 3a gaHumu Statista [8],
Hali6inbwuin ROI 3abe3neuye Facebook, skuii
6y/10 06paHo 22% pecnoHAeHTIB. [HLWI couiasibHi
nnatdopmu, Taki sik Instagram, TikTok, YouTube,
OTpMMann PiBHOLIHHI OUiHKM (N0 16%), To4i AK

LinkedIn, TpaguuiiHo cnpuintMaHmnii K NpoBigHWA
IHCTPYMEHT ans B2B-mapkeTuHry, 3ibpas 14%
ronocis, a X — nuwe 7%. Lle cBigumTb npo Te,
LLI0 MapkeTonoru y cdpepi B2B akTMBHO po3Luu-
PIOKOTL CBOI CTparterii, IHTerpyroun pisHOMaHITHI
nnarpopmMn A8 AOCATHEHHS MaKCMMasibHOro
edekTy. 3MilleHHSA akUeHTIB Ha anbTepHaTUBHI
nnargopmmn Moxe 6yt 06yMOB/IEHO SIK 3MiHOKO
Bnogob6aHb ayanTopii, Tak i PO3BUTKOM aJIropuT-
MiB LuMX nnartgopm, Wo A03BONAITE ePEKTUBHO
3anyyaty npodpeciiiHy Ta LiIboBY ayauTOpito.
Hanpuknag, Facebook 3anuuwaetbca eqpekTns-
HUM AN 3a/Ty4YEeHHS LUMPOKOT ayanTopil 3aBAsiKK
CBOIM (PYHKUiSIM peknamu Ta peTapreTuHry,
Toai sk Instagram i TikTok 3a6e3nevytoTb BUCO-
KNI piBEHb Bi3yas/IbHOTO BMNAMBY Ta €MOLLINHOIo
3B's13KY 3 Li/IbOBMMW CermeHTamu B Tabn. 2.

Bax/MBo 3a3HauuTH, WO edPEKTUBHICTb KOX-
HOI nnaropMmn 3HAYHOK MIPOK 3a/IEXUTL Bif
rasly3eBoi crneundiki, XapakTepuctuk LiboBoT
ayanTopii Ta KOHKPETHUX MapKETUHIOBUX Ljifei.
Mpomucnosi NiANPUEMCTBA, BUKOPWUCTOBYHOUU
TapretoBaHy peksiamy, MatoTb BpaxoByBaTu Taki
chakTopK, AK TMN KOHTEHTY, Oro agantauis Ao
o6paHoi nnatopmu, a TakoX iHTerpauia pis-
HUX KaHaniB oNa LOCATHEHHA CUHeprii B Map-
KETUHroBMX KamnaHisix. BukopuctaHHa 6araro-
KaHanbHWUX cTparterii i3 BknoveHHaM Facebook,
Instagram, YouTube, LinkedIn gossonsie npo-
MUC/IOBUM NigNPUEMCTBAM ONTUMI3yBaTn CBOI
3ycunna ans nigsuweHHa ROl Ta 3MiLHEHHS
KOHKYPEHTHNX nepesar 6i3Hecy B ymoBax Lng-
posi3au;i.

Apantayis  KOHTeHTYy p[o notpe6 B2B-
aygutopii sigirpae knwo4yoBy posib. Cneujasiso-
BaHWUI KOHTEHT, OpiEHTOBaHW Ha npodeciliHi
iHTepecy Ta cneundiky ranysi, cnpuaTume Kpa-
LIV 3aU1y4EHOCTI KTIEHTIB Ta YCMILWHOCTI pekiam-
HMX KamnaHiin. B pe3ynbrati, N(pOMUCAOBUM Nif-
npuemcTeam HeobxigHO nepeocMMCAnTK nigxig,
[0 UuMpoBOro MapKeTuHry, Bigaaroum nepesary
nnardopmam i cTpaTerisim, L0 BPaxoBYyHTb OCO-
6nu1BOCTI B2B-puHKY, ANS MakCMMasibHOro BUKO-
PUCTaHHA MOro NoTeHuiany.

Y cydacHomy B2B-cekTopi npomMucnoBi nig-
npuemcTBa JAdefasi 4acTille BrpoBamKylTb
CRM-cuctemun An1s nokpaweHHA TapretyBaHHSA
Ta NornMbneHoro aHanidy noBefiHKN KNIEHTIB.
[HTerpauisa TakMx pileHb [A03BOMAE OMTUMI3Y-
BaTV MAPKETUHIOBI CTparerii, epekTnBHiLLe B3a-
EMOZIATY 3 KNiEHTaMV Ta NigsuLLyBaTu pesynsra-
TMBHICTb peknamHUX Kamnadii. BogHouac gai
cBig4aTb NPO CTPIMKE 3pPOCTaHHSA LbOro PUHKY: Y
2024 p. rno6anbHuii puHok CRM-crctem ctaHo-
BuTb 101,4 mnpg gon CLUA, a go 2032 p. ouiky-
€TbCA PiCT A0 262,7 mnpg aon CLWA. Lis TeHaeH-
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Tabnmuga 2
XapakTepuCcTUKM OCHOBHUX NAAaTd)opM 3 TOUKU 30py 3aaa4
MnaTtdopma OCHOBH?‘ Uini CunbHi CTOPOHMU CnabKi CTOpOHU
ayauTopis BUKOPUCTAHHSA
-Bucoka - Bucoka BapTicTb
n - S KOHLeHTpauis
pocbecioHanu, | FeHepauisa nigis, B2B.avauTonbii peknamm
LinkedIn KEpPIiBHUKMN, pekpyTuHr, PR B Ed)e|¥+qMBHi2Tb - BigcyTHicTb WmMpokoi
HR-meHepkepu | 6peHay S po3BaxKas1bHOT
y CTBOPEHHI AinoBuX ayauTopii
3B’A3KiB
' _ - Brcokuit piBeHb - HeoBXiaHICTb
2'3HM°T'\ga:;:THa BineomapkeTuHr, g?ng;eHocn Hepes iHBECTULIN y AKICHWIA
YouTube YAMTOPIA, OCBITHIN KOHTEHT, A KOHTEHT
BK/tOHAI0AN  pp - MiaBnLeHHs - Bucoka koHkypeHLUis
npodpecioHanis BMi3HaBaHOCTI Ha nnatcopmi
6peHay
- SHWKEHHA
Pi3HOBIKOBa PeknamHi - JeTanbHuii opraHivyHoro
Facebook ayauTopis, Mani | kamnaHii, TapreTVHr ayauTopii | OXONJIEHHS
Ta cepefHi niagTpuMKa - Benuka 6a3a gaHux |- 3anexHicTb
6isHecu K/IEHTIB KopucTyBauiB Bif anropuTmis
nnatgopmu
- Bucokwii piBeHb
BisyasnbHuii Bi3ya/lbHOr0 - MeHLuniA akUeHT Ha
| Monoab, Mani  |KOHTEHT, CMPUAHATTA npodoeciiHnii KOHTEHT
nstagram 6isHecH n -1 [ -M Y
pocyBaHHS ONyNAPHICTb eHLU edpeKTUBHUI
6peHay y B2C 1a kpeatuBHuX |y TpaguuiiHomy B2B
iHOYCTPISX

Lxepeso: cqpopmosaHo Ha ocHosI [7-9]

Lis TakoX BigobpaxaeTbCca B YKpaiHi, ae nonut
Ha CRM-cuctemn 3pic 3 35% o 53% npomuc-
nosux nignpuemcTts y nepiog 3 2021-2024 pp..

BnposamkeHHAa CRM-cuctem gae 3mory nig-
BULMTN TOYHICTb TapreTyBaHHA 3aBAAku 36u-
paHHIO Ta aHanidy iHopmauii Npo K/IiEHTIB, WO
3abe3neyye Kpally peneBaHTHICTbL MpPOono3su-
Uil i epeKTUBHICTb MapKEeTMHIOBUX KaMnaHii.
IHTerpauis CRM 3 peknamHumun nnatcpopmamu
[03BOJISIE BiACTEXYBATU LWNAX K/IIEHTA Ha BCiX
eTanax B3aemogii, o fa€e 3Mory BUSIBNATA K/1t0-
4OBI TOYKM BMJ/IMBY Ta KOpUryeatu cTparerii ois
[OCATHEHHSI MakcMMasibHOro ediekty. Baxnu-
BUM acnektom € nigsuueHHa ROl peknamHmux
KamnaHin: 3aBAskn BUKOpUCTaHHIO CRM-gaHnx
ONA HanawTyBaHHA TapreTuHry 60% npommcno-
BUX MiANPUEMCTB Bi3Ha4Yal0Tb 3POCTaHHA A0XO0-
[iB | epeKTUBHOCTI MapKETUHIOBUX 3YCWU/b.

Y nepiog 2021-2024 pp. cnpAMoBYBaHO Npu-
6/1M3HO 27% B2B-MapKeTUHroBux OHOKETIB Ha
ynpasniHHA nporpamamun sioansHocTi Ta CRM.
B ki npomucnoBux NignpueEMCTB iHTerpadis
TapretoBaHoi peksiamu 3 CRM-cuctemamu crae
cTpaTteriyHum iHCTPYMEHTOM [/18  MOCWJ/IEHHSA
B3a€EMOZiT 3 K/ieHTaMu. BuKOpUCTaHHA OaHux
i3 CRM [03BO/IIE CTBOPHOBATM BUCOKOTOYHI

peknamMHi kamnaHii, Wo BignosigaoTb notpebam
OKPEMUX CErmMeHTIB KNIEHTIB. 3aBASAKU LIbOMY
TapreToBaHa peknama 3abesnedyye He e nia-
BULWEHHA ed)EeKTUBHOCTI MapKeTUHIOBUX 3axo-
[iB, ane 1 3pocTaHHs PiBHA 3a40BO/IEHOCTI KNi-
EHTIB Yepes nepcoHanizoBaHui nigxia,.
Mporpamun NosiNbHOCTI TaKoX TICHO NOB’A3aHi
3 TapreToBaHOK PeK/1aMot0, OCKISIbKN [,03BONA-
I0Tb 306epiraTh MNOCTIiHWIA IHTEpec KNIieHTiB A0
6peHay. Hanpuknag, npoMucnoBi nignpuemMmcTaa
aKTMBHO BMKOPWCTOBYIKOTb TapretoBaHi kamna-
Hil 4719 NpocyBaHHA crnewjiasibHUX NPOno3uLii,
3HWKOK abo BOHYCIB, AKi € YaCTMHOK nporpam
NOANbHOCTI. Takuii nigxig CTUMYOE NOBTOPHI
MOKYMKKN, CNPUSE 3POCTAHHIO JIOANBHOCTI KNi€H-
TiB i 36iNblye 3arasibHy BapTiCTb K/ieHTa ANns
koMnaHii. OCHOBHi NPaKTUKN 3aCTOCYBaHHSA
CRM y B2B tapretnHry nogaHo B Tao6n. 3. Ykpa-
THCbKI KOMMNaHii aKTMBHO OCBOKITb MiCLEBI
CRM-cuctemu, Taki sik SalesDrive Ta KeyCRM,
SKi MPOMOHYIOTh LLUMPOKWIA CNEKTP QOYHKUiA Ans
aBToMaTtmsaLil npoaaxis, MapKeTUHry Ta 06cny-
roByBaHHS KMieHTiB. Lle pobuTb ix npnBabnnsmnm
pillEHHAM A5 Gi3HecCy, WO nparHe niaBuwmnTy
KOHKYPEHTOCMPOMOXHiCTb. B pamkax pocsar-
HEHHA MaKCMMasbHOT e(DEKTMBHOCTI BaK/IMBO
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obpatu CRM, wio Bignosigae cneuundiui 6i3Hecy,
iHTerpysartu il 3 peknaMmHumMu nnarcpopmamm Ta
3a6e3neunTn HasleXHe HaBYaHHS NepcoHasly B
Tabn. 3.

OnTumi3aLis peknamMmHux kaMnaHiii y cermeHTi
B2B 3a fonomorow aHaniTku € MenHCTPIMOM
JOcCnifxyBaHOT chepun, WO nepenbdayae BUKO-
pUcCTaHHA AaHux A8 NigBUWEHHS edekTuB-
HoCTi, Makcumizauii ROl Ta [JOCArHeHHA cTpa-
TeriyHux 6i3Hec-Linei. JocnimkeHHs [9] Bkasye,
O BWKOPUCTAHHS UMX IHCTPYMEHTIB CNpusie
nokpalleHHIo koedilieHTiB KOHBEpCIT Ta 3arasb-
HOI pe3ynbTaTMBHOCTI KamnaHiin. 3aBAsku LM
iHCTPYyMEHTaM KOMMaHil MaloTb 3MOry B PEXUMI
peasibHOro Yacy oujiHBaTh e(PEKTMBHICTb KaM-
naHiii Ta 3ailcHOBaTN KOpUryBaHHs BignoBigHO
[0 NOCTaBAEHUX LiNen.

OOHUM i3 KPUTUYHKMX acnekTiB onTumiszauil €
edekTMBHUIA po3noain 6romkety. MogentoBaHHsA
Mefia-MiKCy € K/IOYOBMM METOAOM KifIbKICHOT
onTuMiI3aLii MapkeTUHroBux 6roakeTiB. Liei nia-
Xii He nuwe pgornomarae 6GizHecy edIeKTUBHO
PO3NOAINIATU Pecypcy MiX Pi3HUMKW KaHanamu,
asne i fO3BONSE 3AIMCHIOBAT CLEHapHUI aHa-

Ni3 oNA NPorHo3yBaHHA BMNMBY Pi3HUX cTpare-
rin. 3aBAsKM PO3YMIHHIO AMHaMIKM Mefia-BuTpaT
B2B-mapkeTonory MoxyTb BU3Ha4aTu Haviedhek-
TUBHIWI KaHanM Ta po3noginatn OmketTn 3
MeTo Makcumizauii ROI. Hanpuknag, cepeaHii
ROI gna SEO crtaHoBUTbL 748%, oNnA peknamvu B
LinkedIn — 192%, a ans se6iHapiB — 430% [10].
Lle nigkpecntoe pi3Hy eqIeKTMBHICTb KaHanis y
3a6e3neyeHHi NpubyTKOBOCTI. Taknm YMHOM, Bi3-
Hecy chnif NpiopuTeTU3yBaTh KaHasiM 3a/1eXHO
Bif, CBOIX MapKETUHIOBUX LjiNeN.

MOHITOPUHT  K/TIOYOBMX MOKA3HUKIB  edoek-
TVMBHOCTI, Takmx K KoewilieHT KOHBepcCii Ta
BapTiCTb 3au1yyeHHs kiieHTa (CAC), mae Bupi-
WasibHe 3HAYeHHA AN OUiHKW edpeKTUBHOCTI
KamnaHiii. [aHi nokasylTb, WO CepepHili koe-
dinieHT KoHBepciT ana B2B-kamnaHiii y Google
Ads cTtaHoBUTb 2,91%, TOAi SIK cepefHs Bap-
TICTb 3a/ly4EHHS KNieHTa A/1s1 OpraHivyHnX KaHa-
niB Ha piBHi 942 gon CLUA, a gna nnatHux
kaHanis — 1907 gon CLUA [11]. Lle nigkpecntoe
BaX/IMBICTb paLiOHa/IbHUX CTpaTerii Ta 36anaH-
COBaHOIO0 BUKOPUCTAHHA OpraHivyHMX i niaTHuxX
iHiyiaTmB.

Tabnmua 3

MpakTnkn sactocyBaHHs CRM y B2B TapreTuHry

pynyBaHHA Hanpsamok

Mpuknagn NpakTuk

IHTerpauis CRM
i3 pekaMmH1UMm

33% KomnaHiit BUKopucToBytoTb CRM i3
po3WMNpeEHMU OYHKLISAMW A5 yNpaB/liHHA
KamnaHigmu.

CRM 3abe3neuye [OCTYMHICTb KOHTEHTY Ha.
BebcanTi, coujanbHUX Megia, Email-kamnanisix.

naarcpopmamu

nigrpymka

H6ararokaHabHUX
IHTerpauisi Ta NPOAAKIB
B3aEMOZjA cucTem 3acTocyBaHHs

aHanitnkn CRM ans
PO3BUTKY €KOCUCTEMMU

67% KomnaHiii BBaatoTb, O aHanituka CRM
cnpusaTume po3BuTky B2B-ekocuctemu

IHTerpauis CRM y
cTparerito ungposoi

64% KomnaHii 36inbLyoTb iHBECTULUIT y CRM
SIK YaCTUHY UMOPOBOT cTpaTeril.

TpaHcopmau,i
ugpﬁgfﬂc‘:’gﬁf 76% NOKYNUiB 04iKyt0Tb NEPCOHasTI30BaHNX
MornuéneHa aHaniTUKa, KaI\EI)I'IaHiVI pilweHb, Wwo 3abe3neuyoTbcsd CRM-aHaniTukolo.

nepcoHasizauia Ta

KNMIEHTOOPIEHTOBAHICTb | MokpalLeHHs J0CBiAY

85% KOMnNaHin BUKOPUCTOBYIOTb TEXHOJOTIIO Live
Chat, iHTerpoaHuini y CRM, ans nokpawieHHs

ABTOMaTK3aLUia Ta

onTumisauis npopaxis Yepes CRM

KTIEHTIB [OCBIifly KNIEHTIB.
ABTOMaTM3auisa 25% komnaHii BnpoBapkytoTe CRM 3 doyHKUisiMK
npouecis aBToOMaTun3auii MapKeTUHIOBUX AiN.

T o : :
OnTMMisaLjs 90% nokynuiB 3aBepLUyOTh LMK/ AOCIAKEHHA

[0 KOHTaKTy 3 NpoAaBLeM 3aBAsiku
CRM-aHanituui.

Bname COVID-19

90% KomnaHiin nepenwwan Ha undposi Mogeni
npogaxis i3 nigrpnumkoo CRM
ONa AMCTaHUINnHOro gocTyny.

Lxepeno: capopmosaHo Ha ocHosi 0aHux [10; 11]
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Monpwn nepesarn, AKi MPOMNOHYE aHaniTuka,
ICHYIOTb NEBHI BUK/TMKM Y BUMIPIHOBaHHI edheKTnB-
HOCTi KOHTEHTY. Malie No/0BMHA MapPKETONOrIB
y cermeHTi B2B Big3HaualoTb TPYAHOLL Y BU3HA-
YeHHi epeKTMBHOCTI KOHTEHTY. Cepes, OCHOBHUX
npobnem — iHTerpauis AaHux i3 pi3HUX nnar-
hopM Ta OTPUMAHHA NPaKTUYHUX BUCHOBKIB.
B pamkax nogonaHHA UMX BUKIUKIB HEOOXigHO
iHBECTYBaTun B NepeoBi aHasTiTUYHI iIHCTPYMEHTM
Ta oopmyBaTh KynbTypy MPUIAHATTS pilleHb Ha
OCHOBI jlaHNX.

Y B2B-mapKeTuHry MpoMUCAOBUX Mignpu-
EMCTB KOHLENUis «3anuTy» € OCHOBOMOJIOX-
HOK POpPMOK B3aeMOAil 3 MOTEHUINHUMKW KNi-
eHTamu. TapreToBaHa peknama crnpsmoBaHa
Ha CTUMYNIOBAHHS iHTepecy Ta IiHilitoBaHHS
3anuTiB LWOA40 NPOAYKLIT Y/ NOCAYT, WO CYTTEBO
BiApi3HAETLCA Big nigxoay B B2C-mapKeTuHry,
[le OCHOBHWIA akueHT pobutbca Ha 6e3noce-
pefHbOMY CTUMYOBaHHI A0 nokynku. Oco-
6nmBoCTi B2B-cermeHTa, Taki SK [OBruii LMKN
NPUAHATTA pilleHb Ta 6araTopiBHEBUI npolec
3akyniBesb, BUMaratThb Bif, MapKeTooris crneLi-
anizoBaHoro nigxoay, AKWii BpaxoBye CKNaAHICTb
LMx npouecis.

TpuBanuii UMKN NPUAHATTA pilleHb y B2B
B/Mara€e po3pobkn cTparteriii, Ski NigTPUMYTb
3alikaB/eHICTb K/liEHTa MPOTArOM YCbOro npo-
Lecy, Lo MOXe TpuBaTh Bif, KilbKOX MicsLiB A0
poKy. PilleHHs Npo 3akyniB/ 4acTo npuiima-
HOTbCA KONEriasibHO, i3 3a/1y4EeHHSAM KifIbKOX OCib,
SKi MaloTb Pi3HI poNi Ta BNAMBaOTb Ha Pe3y/b-
TaTt. Lle ycknafHoe TapreTuHr i notpebye nep-
COHani3oBaHoro niaxony, LWo BPaxoBye iHTepecu
KOXHOr0 y4yacHMKa npoLiecy.

B koui edpekTVBHOI peanisaujii Tapretosa-
HOi peknamy B B2B BaxnMBO 30cepenuTtucs
Ha CTBOPEHHI IHPOPMATUBHOIO KOHTEHTY, SAKWUiA
Hafae [feTasibHy iHhopmauito Mpo MPOAYKT,
MOro XxapakTepucTvku Ta KOHKYPEHTHi nepe-
Barn. Peknama Mae cynpoBOAXyBaTu KhieHTa
Ha BCiX eTanax inoro Lnisxy, 3abesneyytoun CBo-
€4acHy nigTpuMKy Ta BignoBiAi Ha 3anuTaHHS,
IO BMHMKaOTb. MepcoHanisauis noBigoMAeHb,
ajlantoBaHMX A0 NoTped Ta OudikyBaHb Pi3HUX
CTeNKXonaepiB, TaKOX € K/IK0OYOBMM e/1eMEeHTOM
yChilHoT cTtparerii. B pesynbrari, KoHuenuis
«3anuTty» B B2B-MapKeTUHry Bumarae cuUcTem-
HOro nigxoAdy, siknin 3abesnedvye rnMMboke posy-
MiHHS cneundiky npouecy NPURHATTA pilleHb
Ta [03BONSAE CTBOPHOBATM €(DEKTMBHY KOMYHI-
Kauito. IHdopmartmBHICTb, nepcoHavtizauifa Ta
NiATPMMKa KNiEHTA Ha KOXHOMY eTani Lukny
NnpoAaxiB CTalTb OCHOBOK A4/19 NO6yA0BU [OB-
rOCTPOKOBMX BiJHOCWMH Ta [OCATHEHHs O6i3Hec-
uinen.

JaHi Statista [11] nigkpecnoTb, WO npio-
PUTETHUMW HanpsMamun A9 nokpawleHHA B3a-
emogii 3 knieHtammn (CX) € po3BUTOK CTpaTerii
YTPUMaHHA KNiEHTIB, IHBECTULiI Y HOBUIN Kpea-
TUBHWIA KOHTEHT Ta Y3rofpKeHHsi KOMaHZ, i TakTUK.
Po3LUMpeHHs cTparteriin yTpUMaHHS K/IEHTIB, sike
cTaslo npioputetoM Ana 43% MapKeTosoris,
[EMOHCTPYE BaX/IMBICTb 30epeXeHHsA N0 b-
HOCTI ICHYHOUMX KNIEHTIB. Y KOHTEKCTI Tapre-
TOBAHOI peknamMn Le 03Hayae BUKOPUCTaHHSA
nepcoHasnizoBaHMX peksiaMHUX kamnaHii, cnps-
MOBaHUX Ha 3afl0BOSIEHHA MOTPE6 NOCTINHUX
KNIiEHTIB i NigBuLLIEHHS TXHBOT A0BipKN A0 6peHay.
BopgHouac, akueHT Ha YTPUMaHHI KNiEHTIB 3MEH-
LUY€E BMTPATK Ha 3a/Ty4eHHs] HOBUX CMOXMBaYiB,
LLIO € 0COBGNNBO aKkTyaslbHUM /19 MPOMUCNIOBUX
nigNPUeEMCTB, A€ LMK NpoAaxy 3assBuyai Tpu-
Ba/IMii | BUMarae 3Ha4HuX pecypcis.

BucHoBku. [poBefeHe [oCNiAKEHHSA nia-
TBEPAWIO, WO Yy B2B-cektopi npomMucioBux
nigNPUEMCTB TapretoBaHa peksiamMa € OfHUM i3
K/TIIOYOBUX IHCTPYMEHTIB JOCATHEHHS MapKeTUH-
roBMX Linel 3a yMOBM NPaBW/IbHOMO HanalTy-
BaHHA Ta ajanTtauii A0 BY3bKMX NpPOeciiHuX
ayauTopiii. AHani3 ocTaHHIX TeHAEeHUii noka-
3aB, L0 TOYHA CermeHTaujisi LiiboBOI ayanTopii,
BUKOPUCTAHHS MepCcoHani3oBaHMX MNpPono3unLii
i rMboKa aHaniTMka 3HayHO MiABULLYIOTb KOH-
BEPCIit0 Ta CNpusOTb 3pOCTaHHI0 Npogaxis. MNpn
LbOMY IHTEerpauis LWTYYHOro iHTEeNeKTy Ta aBTo-
Marusauii 403BONSE ONTUMI3yBaTuM Mpouecu,
CKOPOTUTU Yac Ha BUKOHAHHA PYTUHHUX 3aBAaHb
i NigBALMTI e(PeKTUBHICTb KamnaHii, o oco-
611MBO akTyasibHO A1s NigNPUEMCTB 3 obmexe-
HYMU MapKeTUHIOBUMU pecypcamMu.

Pesynbtatn  gocnimkeHHA [0BOAATb,  LWO
y CyyaCHMX YyMOBax Haibinblw nepcrnexkTus-
HMMMK HanpamMamy po3suTky B2B TapretoBaHoi
peknamy € GaratokaHasibHi cTparerii 3 BWKO-
PUCTaHHAM MPOBIAHUX UMPOBMX nnaTgopm,
cepea skmx LinkedIn, Facebook, YouTube Ta
Instagram. KoxxHa 3 HUX Ma€ CBOI nepesarun Ta
obMexeHHst: LinkedIn 3a6e3neyye TOYHMIA NpoO-
QECINHNIA TapreTUHr, ane XapakTepusyeTbecs
BMCOKOIO BapTicTio; Facebook Ta Instagram Big-
3HaYalTbCA LUMPOKMM OXOMIEHHAM i THYYKUMM
HanawTyBaHHAMM, NpoTe NoTpebyloTb peTesb-
HOI aganTtauil KOHTEHTY A0 NpodueciiHmx cer-
MeHTiB; YouTube pae 3mory AemMoHCTpyBaTtu
CK/1afiHi TEXHOJIONYHI Npouecy Ta MPoayKTn y
3pyu4Hili BidyasibHil popMi. BUKOpUCTaHHA UuUX
nnardpopm y KOMOiHaLii CTBOPIOE CUHEprito, fAKa
[03BOJISIE OXOMN/0BATK LiNIbOBI CErMEeHTU Ha pi3-
HUX eTanax KIiEHTCbKOro LUAXY.

Ocobnuee wmicue y nigBuLLEHHI edeKkTumB-
HocTi B2B peknamn 3aiimae iHTerpauis CRM-
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cuctem. Ix BnpoBagkeHHs 3abesneuye 36ip,
aHani3 | BUKOPUCTaHHA AeTaslbHUX AaHuX Npo
KMieHTIB An1s1 OpMyBaHHS MepcoHasi3oBaHMx
KOMYHiKaLii, NiaBULLEHHS PIBHA 3240BOJSIEHOCTI
Ta JIOA/ILHOCTI, & TakoX onTuMi3auii po3noginy
MapKeTUHIOBMX OHOKETIB. 3B’A30K MiX Tapreto-
BAHOK peknamor Ta nporpamamu JI0A/IbHOCTI
BUABMBCA KPUTUYHMM ONA NigTPUMKU  [OBro-
CTPOKOBUX BiJHOCUH 3 K/liEHTaMMU, L0 0CO6INBO
BaXX/1MBO B YMOBaxX TPMBA/I0r0 LMKy NPUAHATTSA
pileHb y B2B-cermeHTi.

Taknum 4nHOM, pesysnibTatu poboTu ceigyathb,
L0 eDEKTMBHICTb TApreToBaHo! peksiaMu B Npo-
Mucnosomy B2B 3Ha4yHOK MIpO 3anexuTb

BiL KOMM/IEKCHOTO MiAXo4y, SKW NOEAHYE Tex-
HOMOriYHI iHHOBaUil, aHaniTUYHi HCTPYMEHTH,
nnatopmHy AmBepcudiikauito Ta nepcoHa-
nisauito  KOHTeHTy. [MignpvemcTBaM AOUISIbHO
iHBECTYBATU Yy [NMOOKY aHaniTuKy, PO3BUTOK
KpocnnaTopMHUX CTpaTeriin i BNpoBaKEHHS
CRM sk appa iHTerpoBaHOT MapKeTUHIOBOI CUC-
TemMu. 3anponoHoBaHi Yy [OC/ILKEHHI BUCHO-
BKM Ta pekomMeHAauii MOXYTb CTaTu MpakTuy-
HOKO OCHOBOK /11 PO3POOKN edPeKTUBHUX
uncppoBux crparterin, Wwo 3abesnevyBaTMyTb
3pOCTaHHA  KOHKYPEHTOCMPOMOXHOCTi  Mpo-
MUC/IOBUX MIANPUEMCTB B YMOBax UMPOBOI
€KOHOMIKMU.
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