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Y cTartTi po3rnsgatTbes nigxoamn Ao hopMyBaHHA OpraHisaviinHoi Mogeni ynpasniHHA TapreToBaHoK PeEKNamoro
Ha NpoMucnoBuX nignpuemcteax y B2B-cermeHTi. AKLEHT 3p06/eHO Ha iHTerpawii MapkeTUHIoBMX, 30yTOBMX Ta
aHaniTMYHMX npouecis, a Takox Ha poni CRM-cuctem, Be6-aHauTITUKK Ta iHCTPYMEHTIB Gi3Hec-aHaNiTMkL y 3a6e3-
MeYyeHHi KepoBaHOCTI peKnamMHuX KaMmnaHii. MNokasaHo, Lo edeKTUBHICTb TapreToBaHO! peksiaMi 3Ha4YHOK Mipok
3a/1eXNUTb Bif, PIBHA OpraHi3awiiniHol 3pifocTi NIANPUEMCTBA, Y3rOMKEHOCTI fili MapKETUHTY | NPOAAXKIB Ta 34aTHOCTI
npauBaTi 3 JaHUMK B MeXax eAUHOT cncteMmmn. Okpemy yBary npuaineHo nobyaosi BHYTPILWHBOT KOMaHaW undpo-
BOTO MApKETWHIY, BU3HAYEHHIO K/IOYOBUX POSEN, OnepauiitHoro puTMy, CUCTeMU TeCTYBaHHA Ta onTuMi3aui, a Ta-
KOX chopmyBaHHI0 KPI, opieHTOBaHMX Ha SKICTb NifiB i pe3y/ibTatyi NPOAAXiB. Y3ara/lbHEHHA HAYKOBUX i MPaKTUUHUX
MigxoAiB CBiAUYMTL NPO AOLIMIBbHICTL BUKOPUCTAHHSA ribpraHOT Mogeni opraHisadil, ika noegHye BHYTPILLIHI KOMNETeH-
LT Ta 30BHILLHI0 ekcnepTusy A5 3a6e3neveHHst MacluTaboBaHOCTI i1 e(peKTUBHOCTI PeKTaMHOI AiS/IbHOCTI.

KniouoBi cnoBa: TapretoBaHa peksiama, NMPOMWUCIOBI nignpuemctsa, B2B, opradiszauiiHa mogenb, CRM,
Beb-aHaniTuka, KPI, performance-mapKeTuHr, ynpaBniHHA figamu, riopuaHa mogaens.

The article examines approaches to the formation of an organizational model for managing targeted advertising
at industrial enterprises within the B2B segment. Particular attention is paid to the integration of marketing, sales,
and analytical processes into a unified and manageable system, where targeted advertising is not treated as an
isolated activity but as a component of a broader demand generation and customer relationship management
framework. The study emphasizes the critical role of CRM systems, web analytics, and business intelligence tools
in ensuring transparency, data consistency, and controllability of advertising performance across different stages
of the customer journey. It is demonstrated that the effectiveness of targeted advertising largely depends not only
on the quality of creative materials or media buying strategies, but primarily on the level of organizational maturity
of the enterprise. This includes the degree of alignment between marketing and sales functions, the presence of
structured data flows, and the ability to systematically collect, interpret, and use data for decision-making. The
paper highlights that without proper integration between advertising activities and CRM systems, companies risk
generating a high volume of leads without achieving actual business outcomes, such as qualified opportunities or
closed deals. Special attention is given to the formation of an internal digital marketing team as a core competency
center within industrial enterprises. The study outlines key roles required for effective operation, including strategic
management, performance marketing, analytics, content development, and CRM management. In addition, the
importance of establishing a clear operational rhythm is emphasized, including regular testing, performance
monitoring, and iterative optimization processes based on predefined hypotheses and measurable indicators. The
generalization of scientific and practical approaches confirms the feasibility of implementing a hybrid organizational
model, which combines internal competencies with external expertise. Such a model allows industrial enterprises
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to maintain control over strategic processes and data, while leveraging external partners for scaling campaigns,
accessing specialized skills, and increasing operational flexibility. This approach is particularly relevant in conditions
of limited resources and long B2B sales cycles, where efficiency, adaptability, and coordination between functions
become critical for achieving sustainable marketing performance.

Keywords: targeted advertising, industrial enterprises, B2B, organizational model, CRM, web analytics, KPI,

performance marketing, lead management, hybrid model.

MocTtaHoBKa npo6aemu. Monpu 3pocTaHHs
poni TapretoBaHoi peknamun y B2B-cektopi, Ti
e()eKkTMBHE BUKOPUCTAHHA Ha MNPOMUCIOBUX
NiANPUEMCTBAX CTUKAETBCHA 3 HU3KOK OopraHisa-
LiiHMX o6MexeHb. OCHoBHa nNpobsiema nonsrae
He CTINbKW B AOCTYMi A0 IHCTPYMEHTIB undpo-
BOrO MapKETUHTY, CKifIbKW Y BIACYTHOCTI Li/liCHOT
MogAeni ynpasniHHA, WO iIHTErpye MapKETUHT, Mpo-
[Aaxi Ta aHa/liTUKy B €AMHY CUCTEMY. Y 6aratbox
BMNagkax TapretoBaHa peknama peasii3yeTbcs
AK i30/1b0BaHa (PyHKL,iS, WO NpU3BOAUTL 40 PO3-
puBy MK reHepauieto nigiB i hakTMYHUMK 6Gi3-
Hec-pesynbrataMu. HeBnsHauyeHicTb y po3nogini
poneii, BigcyTHICTb y3rogxeHnx KPI Ta cnabka
iHTerpauis 3 CRM-cuctemamm 3HMXYHOTb Kepo-
BaAHICTb pPEeKMaMHUX KamnaHiii i yCKnaaHoWTb
OUiHKY TXHbOT edyekTMBHOCTI. [oaaTkoBo, cre-
umcpika npommncioBoro B2B-cermeHTa, 3okpema
TpUBa/IMA  UMKA  MPUIAHATTA  pilleHb, By3bKi
LiNboBi ayauTopii Ta 6aratopiBHeBa CTPyKTypa
cTelikxongepis, yCKNaAHIE 3aCTOCyBaHHA CTaH-
JapTHUX nigxoAis Ao performance-MapKeTuHry.
Y Takux ymoBax HaBiTb TEXHIYHO KOPEKTHO Hasla-
lUTOBaHa pekraMa MoOXe He 3abesnevysaTit
OuiKyBaHOro pesynsrary 6e3 HasieXHOI opraHi-
3auiiHOT NIATPUMKKW, aHaniTUYHOI iHJIPaCTPyK-
Typu Ta CUCTEMHOro nigxogy A0 oNTUMiI3auil.
Lle cdhopmye HeoOXigHICTb PO3pO6KM OpraHisa-
LiHOT Moaeni ynpaBniHHS TapreToBaHoK pekna-
MO0, sika 3abe3neuye y3ro[KeHiCTb MpPOLECIB,
KOHTPO/Ib AaHMX Ta iHTerpauito 3 6isHec-Linsamm
nignpuemcTaa.

AHanis ocTaHHiX pgocnigpkeHb i nyo6ni-
Kauin. CyyacHi [OCNifKeHHA TapretToBaHol
peknamun y B2B-cermeHTi nigkpecnowTb, WO
I e(PeKTUBHICTb 3HAYHOK MIPOK0 3a/IEXUTL Bif
PiBHSA iHTErpaujii MapkeTuHry Ta npogaxis. Tak,
Vaid, Ahearne Ta Krause [4] 4oBOASATb, L0 NOEL-
HaHHA MapKeTUHIOBUX i 30yTOBUX (PyHKUiN nig-
BULLYE pe3y/bTaTMBHICTb PO60TU 3 K/liEHTamu,
ofHaK BOAHOYaC CTBOPHKE OpraHisauiliHy HeBu-
3Ha4yeHICTb. MoAibHI BUCHOBKM MICTATLCA Y 3BiTi
Google Ta CEB [5], ae HaronowyeTbcs Ha nepe-
xo4i B2B-mapkeTuHry o mogenei, 3acHoBaHuX
Ha [aHWX Ta CUCTEMHOMY ynpas/iiHHI MONUTOM.

Y po6oTtax Liang, Du Ta Hua [6], a Takox Jie,
Gooi T1a Lou [7] obrpyHToBaHO BNAMB LMNpPO-
BMX KOMMETEHLi | aHaNITUYHOT IHpacTPyKTypK

Ha eeKTUBHICTb AiA/bHOCTI NiANPUEMCTB, LLO
nigTeepoxye Bax/MBiCTb data-driven nigxony
y MapketuHry. BogHouac IAB [8; 9] po3srnagae
performance-mMapKeTUHr K CUCTeMyY NOCTINHOIO
TEeCTyBaHHS Ta ONTUMI3auil, Ae KI4Y0BUM €
3B’A30K PeK/IaMHOT aKTUBHOCTI 3 Gi3Hec-pesy/ib-
Taramu.

MuTaHHS opraHisauiiHoT Moaesni ynpas/liHHSA
po3kpuBaloTbCcA Yy npauysax Beach Marketing
[15], Advance B2B [16] Ta Hello Kindred [18],
e aHani3ylTbCsl iH-Xayc, areHTCbKi Ta ri6puaHi
nigxogun. LoCnigHWKN CXOOATBCA Ha TOMY, LU0
BHYTPILWLHIA KOHTpONb Hag AaHumu, CRM Ta
cTpateriyHUMn rnpouecaMmm € KPUTUYHO Bax-
nueum y B2B-cepeposuuli. ogatkoso HBR
[19; 20] nigkpecntoe 3Ha4YeHHSA Y3ro[KeHOCTI
MapKeTUHry i npofjaxis pnna 3abesnevyeHHs
AKOCTI NiAiB i IX TpaHcdopmaLji y peasibHi yroau.

TakMuM 4YMHOM, HAyKOBi [AOCHiMKEHHA nig-
TBEPLXXYIOTb BaX/IMBICTb iHTerpauii  dyHKui,
PO3BUTKY aHaNiTMKM Ta NnobyaoBW CUCTEMHOIO
ynpaBs/iiHHA TapretToBaHow peknamoro. BogHo-
yac HeaoCTaTHbO AOCNIMKEHUM 3a/IMLLAETHCA
nUTaHHA opMyBaHHSA LiMICHOT opraHi3auiiHol
MoZeni Ynpas/liHHA TapretoBaHOK peK1amoro
camMe Ha MpPOMUC/IOBUX MigNPUEMCTBAX, L0
BM3HAYaEe akTyasibHICTb NOAaNbLUNX AOCNIIKEHD.

Meta ctarTi — AocnimkeHHsa npouecy dop-
MyBaHHS OpraHisauiinHol Moaeni ynpaBniHHA
TapreToBaHoO pPek1iamolo Ha NPOMUCIOBUX Mia-
npuemcTeax y B2B-cermeHTi. 3aBgaHHAM J0CHi-
[DKEHHS1 € Yy3ara/IbHEHHS1 Cy4YacHUX HayKOBUX
Nigxo4is i NPaKTUYHUX pilleHb WoA[o iHTerpaii
MapKETUHroBmx, 30yTOBUX Ta aHaNiTUYHKX MPO-
uecis, aHania ixXHiX CUNbHUX CTOPIH Ta 0bMme-
X€EHb, a TakoX Bu3Ha4yeHHs poni CRM-cuctem,
Be6G-aHaUTiTKN Ta IHCTPYMEHTIB 6i3Hec-aHali-
TVKN y 3abe3neyeHHi KepoBaHOCTI peKnamMHuX
KamnaHii. OcobnmBa yBara npuainseTbcsa op-
MYBaHHIO BHYTPILWHbOT CTPYKTYpU LMIPOBOIo
MapKeTUHTY, BU3HAYEHHIO K/THOYOBUX pPONeEn,
cuctemmn KPI Ta onepauiiHOro ynpassiHHs, WO
[03BO/ISIE Y3roAMTN pPeKNamHy Aisi/IbHICTb i3 6i3-
Hec-UisMKn nignpuemcTea Ta NigBuWLNTN edoek-
TUBHICTb PO6OTK 3 NigamMn B yMOBax TpUBaoro
B2B-uukny npogaxis.

Buknag OCHOBHOro wmartepiasly pochni-
D)KeHHsA. 3 opraHi3auiiiHoi To4kn 30py Tapre-
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TOBaHa pekflama He BUKOHYETbCA SK OKpeMui
npouec, OCKiNbkn NoTpebye iHTerpauii 6Gi3Hec-
npouecis Ta AOCTaTHbOI MIATPUMKMN HCTPYMEH-
TaMy yrnpaefiHHA B3aEMOBIAHOCUHAMW 3 KJli-
eHTamn. KoM KOMyHiKauiss He CTOCYeTbCA
TEXHIYHUX napameTpis, abo Konu ynpas/iHHA
B3aEMOBIAHOCMHAMW 3 KJTIEHTAMU He [OKYMEH-
TYE Ta He Kepye akTUBHICTIO KNIEHTIB, TapreTo-
BaHa peknama 6yae «4oporol» Ta MOXe He
3a6e3neunTn peasibHOI 6Gi3Hec-uiHHOCTI [1; 2].
MapkeTos10ru NPOMUCIOBUX NIANPUEMCTB NOBU-
HHi B NepLuy Yyepry nnaHysaTu, K KOOpAUHYBaTU
MapKeTUHroBi Ta 36yTOBI onepauii 3 TEXHIYHUM
nepcoHasiom, a He HaaMipHO pokycyBaTucs
Ha CTBOPEHHI KpeaTMBHOIO KOHTEHTY SiK CBOIW
OCHOBHIN MeTi. PiBeHb opraHisauiiHux 3ai-
6HoCTell Ta UMdpOBOro Nporpecy BU3Ha4vae, K
UinboBa peknama 3abesnedyye [AOBIOCTPOKOBY
Biffauy O/18 NPOMUCIOBUX NIANPUEMCTB [3; 4].
Performance-mapkeTuHr Mae Ha MeTi 3p03yMiTu
Li/IboBY ayauTOpIlO Ta Npu4uuHK i aiid, Bubpatu
BiZNOBIAHI KAHaN PO3MOBCIOMKEHHS, TECTYBATH
Ta ONTUMI3yBaTV KOHLENLUiT, & TakoX BUKOPUCTO-
BYBaTV AaHi A/19 NPUIAHATTA pilleHb. Lle npu3so-
AVTb [0 CTpaTteriyHoro pOo3LMPEHHSA PUHKOBOT
iHdhopmawLiii, BUTpPAT Ha HaBYaHHA Ta CTBOPEHHSA
CUCTEMU, KEpOBaHOT aHumu [5; 6]. Y ujli cuctemi
CRM 3aCTOCOBYETLCS A0 iCHYUNX Ta NOTEHLil-
HUX KMNIEHTIB 3 BMKOPUCTAHHAM BeO6-aHanNiTUKu,
Takoi ik GA4, Ons 03HaNOM/EHHS 3 NOBE[jH-
KO Ta Oi3Hec-aHaNiTUKW, Takoi Ak Power BI,
ONs HagaHHs 3BITiB. Buxoasum 3 pesynbsraTiB
perpecinHoro aHanisy nonepeaHbLOro etany
[OCMIMKEHHA, 3pOCTaHHA BUTpAT Ha LuUgpoBy
peknamy 36i/1bWNTb TEMNW 3POCTaHHA Mpu-
6nun3Ho Ha 0,91% Ha pik. BignosigHo 3rigHO 3
KOHUEMLE KPUBOT HaBYaHHSA, HasleXHe po3y-

MIHHSI CErMeHTIB, MOBIAOM/IEHb Ta MNOKa3HWKIB
[03BO/IUTL OpraHisauisam 36iNbWnUTKU iHBEeCTULT
B peknamy [7; 8; 9]. CuctemHe 3poctaHHA B2B
pekaMy 4acTo raJibMyeTbCA Yepes 6pak pecyp-
CiB, L0 NiATBEPMKYETLCA EMNIPUYHUMWN SaHUMU.
3a ouiHkamn CMI [10], 54% B2B-mapkeTornoris
Bi44yBalOTb HecTayy KOLWTIB, Yacy Ta nepcoHasty.
MWUTaHHSA TOro, YN OKyNnaeTbCA LifIbOBa peknama,
MOCUTIOETBLCA, OCKINIbKU LINAX A0 K/TiEHTa € TpU-
BaUIMM, a peknama notpebye yacy Ans [OCAr-
HEHHS pe3ynbratiB. MeHLW «Aopornin» BapiaHT
peanisadii MmoXxe o6pe BUrnagatu «Ha nanepi»,
asie MOXe HeycCnilWHO B3aeEMOLiaTVM 3 npoja-
xamu Ta CRM; B CBOIO Hepry, «40poXx4mnin» Bapi-
aHT MOXe He MiATPUMYBAaTU OpraHisauinHi uini.
Migcymok aHanisy nogaHo B Tabsn. 1.

AK npaswn/io, NPOMUCNOBI MigNPUEMCTBA BiJ-
JaloTb nepesary ribpuaHii mogeni, B pamkax
AKOT 6a30Bi HABWYKW, Taki K 3HAHHA NPOAYKTY,
3HaHHA ayauTopil, ynpasniHHA nigamu, aHa-
nitmka Ta BcTaHoBreHHA KPI, 36epiraloTbea
B opraHisauii ansa 3abesnevyeHHs TpuBanol
nam'aTi Ta KOHTposto npouecis [11; 12]. KopoT-
KOCTPOKOBI NPOEKTK, WO nepeabadvardTb Kpea-
TUBHY PO6GOTY OKpeMux dhaxiBLiB, 0OQHOPAa30BI
AocnigHMUbKI po60TU Ta cneujasibHy TeXHIYHY
NigTPUMKY, MOXIMBO nepefaT Ha KOHTPakT
30BHILLUHIM MOcTaYas/ibHUKaM, He BMNMBal4uM Ha
BaLl 6a30BWI KOHTPO/Ib HaZ, onepauiamn. Takuii
nigxig4 A03BONMAE MiHIMI3yBaTM HaBaHTaXEHHS
Ha KOmaHzy, KOHTpO/oBatu pesy/sibtatu Ta 3
4acom MoCTyMnoBO 36i/1bLYBaTV PEHTA0E/BbHICTb
BMTPAT Ha peknamy [8; 11]. Y ribpuaHii mogeni
[OpPEYHO MaTy BHYTPILWHIO KOMaHgy umndpo-
BOr0 MapKeTUHry, KOMM opraHizauisi notpeodye
MOBHOrO KOHTPOJIKO Haf, AaHUMU, LWBUAKUX eKC-
NMepPUMEHTIB 3 KpeaTVBHUM KOHTEHTOM Ta Opi€EH-

Tabnmuga 1
KnouoBi enemeHTH opraHi3auifiHoOi KEpOBaHOCTI TaApreToBaHOI peknamm
B npomMmucsiosomy B2B
Bnok 3micToBe HanoOBHEHHA | Hacnigku BiaCyTHOCTI Mapkep y gaHux
CninbHi uini, ogep, poni, |«[opora» peknama
Y3rO[KEHHS pernamMmeHT B3aemogii 6e3 b6izHec-edekTy bararo MQL, mano yroz,
[xepeno niga, crarycwy, - .| MOPOXHI nonsa B
CRM NMPVYNHY BIAMOB, iCTOPIA ﬂéﬂ&rgfgf;f’%ﬂgféam CRM, BucoOKa 4acTka
KOHTaKTiB HEeo6pPO6NEHNX NO3ULLIN
AHaniTnka GA4, nogii, UTM, Ontumizauis nig knikn, |CTR pocTe, a KoHBepCii
i fjawobopan 3BITN NO CErMeHTax a He nig SKiCTb B CRM —Hi
KoHTeHTHa Joka3 — nporpis — Biacis nicnsa nepLuoro ;
BOPOHKa peTapreTvHr — aisi KOHTaKTy Tpachik €, 3as1B0K Hemae
o~ o | LLlogeHHWIA KOHTPO/Ib .| CTpubkn CPC, 360i
O;TeNFI)aU.W'HVW' | LLLOTVXKHEBWIA ayanT ggeﬂ(oeegmsklo BATpAHEH TpekiHry, Aerpagauis
P AKOCTI A CErMeHTIB

Lxepeno: cqpopmosaHo Ha ocHosi [1-10]
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Tauil Ha ayanTopito, a TakoX TiCHOI KoopauHaL,i
MapKeTUHry 3 BigAisioMm NpogaxiB Ta ynpas/iiH-
HAM B3aEMOBIAHOCMHaMK 3 KnieHTamu [13; 14].
BHyTpilWHI KOMaHAM Kpallle npauioroTb Haj, opra-
Hi3auiiHMMK 3aBAaHHAMN, B pamMKax KX akymy-
NOKTHCA 3HAHHA MPO BaXKKOLOCTYMHI CErMeHTU
PUHKY, AKI HEeOOUi/IbHO nepefaBaTty 30BHILLHIM
napTHepam. BHyTpIlWHA kOMaH4a NOBUHHA 6y TH
KOMMaKTHUM, asie CUbHUM SAPOM eKcnepTiB
3 YiTKO BM3HAYEHUMM MOCALOBMMU IHCTPYKL,i-
AMU Ta KoopAanHauieto po6oTu [15; 16]. B pam-
Kax nobyaoBu BHYTPILLHLOro sigpa LUudpoBoro
MapKeTUHTy B NPOMWUC/IOBUX MiANPUEMCTBAxX
3a3Buyali NoTPiGHI Taki MiHIMasbHI poni SK cTpa-
Ter-niHinHnin meHemkep (nnaHyBaHHA Ta KPI),
cneuianict 3 eqeKTMBHOCTI (kamnaHii, onTu-
Mi3auis), aHaniTMk (aTpubyuisa, iHdopMaLliiHi
naHersi, 3BITHICTb), cneuiasicT 3 KOHTEHTY, Kpea-
TUBHUK (aganTaLif nosigoMAeHb A0 CErMEHTIB)
Ta ocoba, BignosigansHa 3a CRM Ta aBTOMatun-
3auilo MapKeTuHry (reHepauis nigis, nNiATpUMKa,
iHTerpauir), NPOEKTHNIA MeHemKep AN KOOpAM-
Hauil 4i 3 iHWKMMK PyHKLiOHa/TbHUMI Nigpo3a;-
namu B pamMKax opraHizaLiiHol CTPyKTypw.

MpakTuka nokasye, WO BHYTPIWHA KOMaHaa
3 UMGPOBOro MAPKETUHTY Halikpalie po3Kpu-
Ba€ noTeHUjian Toai, konu i pobota nobyaosaHa
He HaBKOJI0 «pa30BUX» 3aryckiB, a HaBKOJO
KyNbTYpy HenepepBHOro BMMIPIHOBaHHA i1 KOpU-
ryBaHHsa. [na npoMXCNoBOro nignpuemcTea
ue npuHUUNOBO BaxNuBO, agke B2B-unkn
npodaxis [0BrWii 3a 4acoMm, pilleHb «Ha EeMO-
Lisix» maiike He OyBae, a bOydb-sika peknama
6e3 [0Ka30BOT 6a3n NepeTBOPHETLCA HA HEO6-
I'PYHTOBAHI BaXXKO MOACHIOBaHI Butpatn [17;
18]. BianoBig4HO BHYTPILWHA KOMaH4a Mae rnpa-
utoBatTM K Mana aHasliTuyHa cuctema, To6To
perynsipHo nepesipATU rinoTesn, BigCcTeXyBaTu
WAgx niga, nos’A3ysaTn peknamHi Ail 3 BOPOH-
KO NPOoAaxiB i pOOUTU KOpEKLii He IHTYITUBHO,
a 3a JaHnmu.

OpraHi3aLiiHo Lie NOYMHAETLCS 3i CTBOPEHHS
CTiliKOT iH(ppacTpyKTypn BcepeauHi npomMucnio-
BOro nignpuvemcrtea. MNepwmmMm KOMMNOHEHTOM €
CRM, sika dpikCy€e KOHTAKT i3 NOTEHLiAHUM KNiEH-
TOM, [pKepesno niga, AuHamiky KOMyHikauin, cTa-
TYC Yrogm Ta npu4mHn BigMOoB. Y NpOMUC/TIOBOMY
B2B came CRM ga€e MOXNUBICTb He r'yGuTK flign
MK MapKeTUHIOM i npogaxamu Ta 6aunTu, Wo
Hacnpaspgj BiAbyBaeTbLCA MiC/IA KNiKy YM 3anoBHe-
HHA cbopmu [19; 20]. Apyruii KOMNOHEHT — aHa-
nitka (Beb6-aHaniTuka, Jawbéopan, 3BIiTHICTb),
LLIO A,03BOJISIE HE TiNIbKN BECTU CTATUCTUKY MOKa-
3iB ab0 KnikiB, asie i po3ymiTu, K NOBOAATLCA
KOpUCTYyBaui, AKi CErMeHTV JatoTb AKICTb, Ae Npo-
cifae wnax go 3aaBku, K 3MIHIOETbCA eekTNB-

HICTb PeKMaMHUX KamnaHiii y yaci. TpeTiii kKoM-
MOHEHT — iHTerpauis iIHWNX KaHasiB KOMYHiIKaw,iT;
y B2B KOHTakT pifKO 3aBepLUyETbCA Pa30BoOi0
B3aEMOJIED, TOMY peknama mae nigTpumysa-
TUCA KOHTeHTOM, Email-naHutoxkamn, BebiHa-
pamu, LinkedIn-koMyHikaLi€to, y4acTio y BUCTaB-
kax abo ranysesux 3axogax [20; 21]. BHyTpiwHA
KOMaH4a Mae 6a4nTu Le K egUHY CUCTEMY, a He
AIK HabIp PO3Pi3HEHNX aKTUBHOCTEA.

[na HanexHoi poboTu Takoi cuctemm noTpi-
6eH u4iTKMin onepauiiHmin putm. Ha npaktuui
Lue o3Hayae, Lo KomaHAa Mae KaseHgap Tec-
TyBaHHs — nnaH A/B (abo MynbTuBapiaHTHUX)
nepesipok, [Ae 3a3ganieriib BU3HAYEHO, LWO
came TecTyeTbCA (NOBIAOMMIEHHS, 3aroloBOK,
KpeaTus, ayguTopis, NeHAiHr), Aki MeTpuKu €
KpUTEpPIEM YyCNixXy i Ik AOBrO TpuBae TeCT, W06
pe3ynbTar 6yB CTaTUCTUYHO agekBaTHuUM [23].
Baxnueo, W06 TecTyBaHHsA He Oy/n0 XaoTuu-
HUM, TOOTO AKLLO OAHOYACHO 3MIHIOBATU 3HAYHE
4yMC/0 NapamMeTpiB, CTa€ HEMOX/IMBO 3PO3YMITH,
o came gano edekT. BignosigHO CUMbHI BHY-
TPiLWHI KOMaHAM 3a3BuYali BeAyTb XypHan rino-
Te3 i PikcytoTb, AKi 3MiHK Bynn 34ilicHeHi, Ha nia-
CTaBi AKMX OaHWX | AKUIA pe3ynbTaT OTpUMaHo.
Lle dopmye HakoOnMMUeHHSA 3HaHb i NOCTYMOBO
3HMXKYE «LUiHYy» nomuaku. [igcymkn aHanisy
npeacTtaeneHo B Tabn. 2.

Okpema 30Ha ynpas/liHHA — Npasu/ia 4acToTu
nokasis. ¥ NpPoOMWUC/I0BOMY CEermeHTi ayguTopii
4acTO BY3bKi, a LMK/ YXBa/IEHHS pilleHb Tpu-
BaUIMiA, TOMY BMHUKAE CXUMbHICTb BNAMBATU Ha
OfHY W Ty camy rpyny HagTo YacTto. Hacnigkom
€ BUTOPaHHA ayauTopii, PICT HEraTMBHOI peakuir,
nagiHHa CTR, KOHBEpCIil i, 3peLuToto, 340pOX-
YaHHA 3a/lyyeHHs. BcTaHOBMeHHA NiMITIB vac-
TotTn (Frequency Cap) i KOHTPO/Ib OXOMJIEHHS
Aae 3mory 36epirati 340poBuii 6anaHc

[21; 22]. 3a TaKkoro nigxony koMaHAa He «cna-
JIIOE» CETMEHT, a N/IaHOMIPHO Npautoe 3 HUM Y
NOriuj NiATPUMKM iHTEpEeCy, NPOorpiBy i NOBTOPHUX
KOHTaKTIiB. Y B2B cekTopi Lie 0c06/1MBO AOPEYHO,
60 3aMiCTb arpecrBHOI YacTOTK YacTiwe npado-
I0Tb SIKICTb apryMeHTaLii Ta peneBaHTHICTb NOBI-
JOMMAEHHS poni cTenkxonaepa (iHxeHep, 3akyni-
BE/IbHUK, KEPIBHUK BUPOOHMLTBA TOLLLO).

Hapgani iige npoueaypa perynsipHoi onTumi-
3auji. ¥ ctabinbHo kepoBaHiii mogeni ue ikco-
BaHa ynpaBfiHCbKa PyTUHI3auisa npouecy, Lo
nepepbavae wWoneHHy abo LWOTMXHEBY nepe-
BIPKY K/TIOYOBMX MOKAa3HWKIB, aHasli3 BigXW/IEHb
i BHECEHHSI 3MiH Y KamnaHii. LLlogeHHWIA KOHTp-
O/lb 3a3BMYail 30CepemKeHU Ha TeXHIYHUX
acnekrax i LUBMAKNX CUrHanax (piske 3poCTaHHA
CPC, npoBas1 nokasis, BiAXW/IEHHA OroO/I0LWEHb,
3yNUHKa KOHBEPCIiA, 3601 TPEKIHrY). LLLoTUXHEBMWIA
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Tabnuuyga 2

PernameHTu onepaujiiiHoro ynpassiHHA TapreToBaHOK PEK/IaMOoI0 MPOMUC/IOBUX NiANPUEMCTB

(Frequency cap) |cermeHTax

30Ha MpaBuno Pusuk, Wwo 3Himae KOHTPONILHUI NOKa3HUK
1 3MiHHa 3a pas, XaoTu4Hi npaBku >KypHan TecTiB i KOHBepCis
TecTyBaHHA : Py ; :
doikcaujis rinotes 6e3 BUCHOBKIB no Bepciax
UacTtoTa JlimiTM nokasiB y BY3bKuX | BuropaHHs ayamtopii, | HacToTa, OXOrn/1eHHs,

3[10POXYaHHS

AnHamika CPL

LogHa — TexcurHanu,

OnTumisais LLLOTMXHS — KicTb, CRM

Btpata 6toaxety
yepes Api6Hi 3601

CPC-aHomarnii, BigX1UneHHs,
SQL-TpeHA

xepeno: cqpopmosaHo Ha ocHosi [11-23]

LMK/ CKOHLEHTPOBaHWI Ha SKICTb, a came Mnopis-
HAHHA CErMeHTIB, ayauT KpeaTuBiB, OLiHKa Mnpo-
rpecy TecTiB, nepernsag ctaBok i 604KeTiB, aHa-
ni3 nigis y CRM (y T.u4. AKicTb i KOHBepcia B SQL,
yroan) [20]. Y npoMUCI0BOMY CEKTOPI BaXK/IMBO,
06 onTUMI3aLis BUXoamna 3a Mexi peknaMmHoro
KabiHeTY 11 TopKasacs NocT-KiKoBOro etany, o
BK/OYAE NEHAIHT, hopMy, WBUAKICTbL BianoBigj
MeHeKepa, CLeHapii NepLIoro KOHTakKTY.

KnoyoBum enemeHToM Uiei cuctemmn € KPI,
SKi  0fHO4YaCHO 3pPO3YyMiNi  MapKeTUHry, Mpo-
Jaxam, piHaHcaM, TOn-MeHemKMeHTy. Konu
KOMaHZa OLIHIETLCA /iMLle 3a KikaMu UM OXOo-
NAEHHAM, TO B TaKOMy BMNagKy HEMUHYYe ONTu-
Mi3yBaT/Me CTparTerito Mnif, NoBepxXHEBI METPUKMN.
Y NpoMUCNIOBOMY CEKTOpi Le HebesneuHo, 60
peasibHa LiHHICTb Y AKOCTI Niga Ta NPOXO4KEHHI
BOpPOHKW. B cuny uporo KPI matotb thopmyBsa-
TUCA Ha KiNIbKOX PIBHAX, L0 BK/HOYAE MapPKETUH-
roBi (CTR, CPC, KoHBepcCisi B 3as1BKY, BapTiCTb
niga), ynpaeniHCcbKi (NnaH-hakt 61omKeTy, npo-
rHO3 pe3ynbrary, YacTka sKiCHUX NiaiB, OKYMNHICTb
y AOBLUOMY rOopu30HTi) i npogaxHi (SQL, KoHBep-
Cisl B 3yCTpiy, LWIBMAKICTb 06PO6KK, YacTKa niais,
Wo cTanm yrogamm) [22]. 3a kpawmmm npaxkTu-
kKamn, KPl He KOHMIKTYIOTb MK (yHKUigMMK, a
NiACWAOITL 04Ha O4HY, TOGTO MapKETUHT BiAno-
Bija€ 3a MOTIK | NEPBUHHY SAKICTb, NPOAaXi — 3a
po6oTy 3 fligamMu, KepiBHULTBO — 3a Yynpas/iiH-
CbKy AucCuMniHy A cTparteriyHy edeKTUBHICTb.
B pesynbrarti, nepesara BHYTPILIHbLOI KOMaHAau
nondrae He nuue B nepebyBaHHI OnMxye [0
NpoAyKTY, ane i BUbyaoBi 6e3nepepBHOro LMKy
«flaHi —rinotesa — Tect — onTUMisais — chikcauisa
3HaHb — MacluTabyBaHHA». 1A NpPOMUCIOBOro
nignpuemcTea Le (PakTUYHO MepeTBOpHE Tap-
reToBaHy pekiiamy 3 BUTPATHOT CTaTTi GrooKeTy
Ha KepoBaHWA IHCTPYMEHT PO3BUTKY MOMNUTY,
KU MOX/IMBO OBGI'PYHTYBATW BUYEPMHUMU Lnd-
poOBMMU JaHUMW, iHTerpyBaTu 3 npogaxamu i
NMOCTYNOBO MOKpaLlyBaTh TOYHICTb 3 KOXHUM
HacTyrnHum umknom. NMponoHoBaHa cuctema KPI
npeacraeneHa B Taon. 3.

PilleHHA WoA0 NpoBeAeHHA TapretoBaHol
peknaMmy BMacHUMW CUMaMW YN HailMy areHT-
CTBa I'PYHTYETbLCA HE Ha TOMY, SIKMI BapiaHT
NMPONOHYE HaWMEHLLY BapTiCTb, a Ha TOMYy, K
WBNAKO MO0 MOXHa PO3LIMPUTK, CKIAAHOCTI
IHCTPYMEHTIB Ta 34aTHOCTI KOMaHAN NPoAO0BXY-
BaTWN BMKOHYBATW AKICHY po6oTy [17; 18]. AreHT-
CTBO € Halikpawum BapiaHTOM BMPOBaKEHHS
3 opraHi3auinHol To4YkM 30py, KO Bi3HeC xo4ye
LWBWAKO PO3LUIMPUTU KamnaHii, 3acToCOoBYyBaTH
nporpamMHy pekniamy, npauioBatyn 3 pPisHUMHA
KaHasilamMy Ta oXonuTu cknagHi B2B-aygutopii,
[e TOYHICTb Ta KOHTPO/Ib Haf, YacTOTOH KOHTaK-
TIB € KpUTUYHO Baknusumun. 3rigHo 3 IAB [15],
44% peknamogaBuiB BUKOPUCTOBYBa/IN areHT-
CTBa SK CBili nepLwnii nigxig Ao po6oTtun, Toai sk
25% nepewnLunn Ha BHYTPILLIHIO poboTy y 2024 p..

OpHak, cniBnpaus 3 areHTCTBOM He MOBW-
HHa 6YTW 3aN1EXHICTO, OCKINbKK Lie Npu3Bene Ao
BTpaTV KOHTPO/IO Haf onepaliiHo YacTUHO
Gi3Hecy Ta npu3sede A0 HaAMIpHOro ayTcop-
CVHTY B/1aCHOT MapKeTUHIroBOT AisnbHOCTI. Mpo-
MWCOBUIN CEKTOP AEMOHCTPYE 3HAYHI PU3NKK 38
LMX YMOB, OCKI/IbKW NiANPUEMCTBA NOBUHHI BUKO-
HyBaTW XUTTEBO BaXX/IMBI onepaviiiHi 3aBAaHHsA
B/IACHMMW CWUMaMn, WO BK/IOYAE MOCTAHOBKY
Ljinel, BU3Ha4YeHHS LjiIbOBUX PUHKIB, CTBOPEHHS
BOPOHOK NPOAaxiB Ta BCTAHOB/IEHHA PeKNamMHOl
KOMyHikauii Mbx CRM-cuctemamn Ta Bigginamm
npogaxis [21]. KomnaHii noTpibeH nigpagHuK ons
BMKOHAHHSA LUMX 3aBAaHb, OCKi/IbKM MapKETUHIOBa
[isINIbHICTL CTBOPHOE MOMITHI pesynbratn yepes
nokasu Ta Kiikv, BogHOYaC He BLAETbLCA BCTa-
HOBUTW 3HAHHS NPO KNIEHTIB Ta NPOBECTU aHau1i3
ycnixiB i HeBga4y. PUHOK AEMOHCTPYE 3arasibHy
nepesary NOeHaHHIO BHYTPILHIX Ta 30BHILLHIX
nigxopis, a He BMOGOPY BUK/IOYHO OAHOrO Bapi-
aHTy. BumMorn [o LWBWMAKOTO PO3LUMPEHHS Ta
MOMUT Ha eKCMepPTHI 3HaHHA 3MYLLYHOTb KOMMNaHil
npawoBarty i3 30BHiWHIMK areHTcTBamn. bisHec
36epirae CBOi OCHOBHiI (PYHKLIT BHYTPIWHbLO A/1A
BMKOHAHHS CTpaTeriyHoro njaHyBaHHs, aHa-
ni3y AaHux, ynpasniHHA B3aEMOBigHOCUHaAMK 3
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Tabnmuga 3
Cuctema KPI TapretoBaHoI peksiaMmu gss npoMucnoBux nignpuemMmcTs
PiBeHb KPI OcHoBHi KPI Bianosiaansha Baxnusictb gna crparerii
CTPYKTYypa
MapketuHrosi |CTR, CPC, CPL MapKeTuHr KepoBaHicTb KamnaHin
BopoHka, MQL-SQL, SQL-3ycTpiuy, . .| AkicTb niga i peansHa
CRM SLA Bignosigj MapkeTuHr I npoaai LLIHHICTb
: .| MnaH-ghakT, NporHos, ®iHaHcw, OG6I'pyHTYyBaHHSA GromKeTy

YNpaBiHCLK yacTka SIKiCHUX Nniais TON-MEHEMKMEHT i maclutaoy

Lxepeso: cqpopmosaHo Ha O0cHoBi [19-22]

KnieHTamu Ta onepadii 3 npogaxy. Lleir niaxia
niaTeepokyeTbea gocnimpkeHHAamM ANA [16], ake
nokasasno, wo 82% yuacHukis y 2023 p. manu
BHYTPILLHI areHTCTBa AK YaCTUHY CBOEI OpraHi-
3auiiHOT CTPYKTYpW, X04a BCe Lie BUKOPUCTOBY-
BaJ1M 30BHILLHI areHTCTBa.

CtpareriyHe niaHyBaHHS Ta po60oTy 3 faHMK
BVKOHYE BHYTPILUHA KOMaHAa, ToA4i SK cnewi-
a/IbHi NPOEKTM Ta TUMYACOBI NPOra/InHN B HaBU-
yKax BMKOHYKTbCS 30BHILLHIMWU NigpsaHUKaMK.
MapKeTuHIoBi GHOMKETN ObOMEXeHi. MN'ataecaT
OEB'SAITb  BiACOTKIB ANPEKTOPIB 3 MAaPKETUHIY
NnoBiAOMNAOTL MPO HeAoCTaTHIN OromKeT AN
[OCSTHEHHSA CBOIX CTpaTeriyHuX uinei, 3rigHo 3
Gartner [17], SiKMiA CTBEPKYE, LLIO MAPKETMHIO-
BUIA BIOMKET CTaHOBUB 8% Bifg A0X0a4y Koprnopa-
TUBHOTO cekTopy Yy 2025 p.. OpraHi3savii NOBMHHI
obupatn mofenb, fAKa Aae HaviBully Bigaady
Ha KOXeH BUTpauyeHuii nonap, abo uyepes BHy-
TPILLHE HaBYaHHSA, ab0 Yepes 30BHILLHIO ekcnep-
Tn3y. Lli gBa nigxoan MoxyTb e(peKkTMBHO 3acTo-
COBYyBaTMCA NPOMUCNOBUMU NignpuemcTBamu,
[le BHYTPILUHA KOMaH4a BUCTYyNae LeHTPOM KOM-
neTeHujii. bisHec-moaenb opraHisal,ii (30BHILLHA
(areHTcbKa), BHYTPIWHA (iH-xayc) un ribpugHa)
He MOBMHHA pearyBaTu Ha PUHKOBI TeHAEHLIT,
a HatoMicTb aganTtyBaTucs Ao noTped 6GisHecy,
TOOTO HaCKiNbKX LWIBMAKO NOTPIGHO 3pocTaTw,
HaCKiNIbKW CKMNafHi IHCTPYMEHTU MOTPIGHI Ta

HaCKINIbKU MOX/TMBO KOHTPO/IOBATK AaHi Ta 3Ha-
HHA [18; 21]. Konun 6i3Hec 36epirae BHYTPILLHIO
OCHOBY Ta BMKOPMCTOBYE 30BHILLHIX MapTHepiB
AK NiATPUMKY, NPOMUC/IOBE NiIANPUEMCTBO MOXe
[OCArTU BGiNbLUIOT KEPOBAHOCTI, BULLLOT OKYMHOCTI
Ta CTilikol ed)eKTUBHOCTI 3aBAsKM po3LLMpe-
HOMY UMKy B2B mapkeTuHry. Migcymku aHanisy
nogaHo B Tabn. 4.

YKpaiHCbKNiA MPOMUCNIOBUIA CEKTOP Ha cy4vac-
HOMY eTani (yHKLiIOHYE B CUTYyaLlii 4acTKOBOro
BiJHOB/IEHHSA, asie 3 BMCOKOK HEBU3HAYEHICTIO.
3 opgHoro 60Ky, (hiHAHCOBI pe3ynbTatu Benu-
KX i cepepfHiXx nignpuemMcTB AeMOHCTpyBau
MOMIMWEHHA MOPIBHAHO 3 MOMNEPeAHIM POKOM,
3 IHWOro — 3a/IMWAETLCA 3HAYHa YacTka 36uT-
KOBUX MigNPUEMCTB, a €K30reHHi LWOKK (eHep-
reTUYHi  pU3MKN, KaapoBuin AediunT, BOEHHI
3arposu) NpoLoBXyBasv BMN/MBATK Ha CTaH Npo-
MMCNOBOro BMPOOHMLUTBA B YKpaiHi [11; 12].

JopaTtkoBuii (hOH 3aja€ AvHaMmika iHAeKcy
NPOMUCA0BOT NpoAaykuii. Pi3ke nagiHHA Yy
2022 p. NOSICHIOBA/IOCA PYNHYBAHHSAM MOTYX-
HOCTEW, JNOTICTUYHUMU  OBMEXEeHHSAMU  Ta
3HMKEHHAM BHYTPILWWHBOrO MonuTy, To4i K Y
2023-2025 pp. NpoABMANCA O3HaKW MNOCTYrO-
BOIO BiJHOBJ/IEHHSA, OiNibll BUPA3Hi B OKPeMuX
ranysax (xap4yosa, XimiuHa, hapmaueBTU4HA),
TOAji AK MeTasyprisi i YacTMHa eKCNOPTHO 3a/1ex-
HUX BUMPOOHWLTB 3a/IMWaINCa B ypasIMBoOMY

Tabnuus 4
MopiBHAHHA MoAenei opraHisaLii TapreTtoBaHol peksiamMmu NPOMUCIOBUX NiANPUEMCTB
. Mopaeni
Kputepin A -

IH-xayc AreHTCTBO FiGpuagHa
KoHTponb gaHux . CepefHili, p13unK o :
i 3HAHb Bucokuii 3anekHOCTI Bucokuii (gpo BcepeauHi)
MacLTabyBaHHs CepepHe Bucoke Bucoke Ha cneunpoekTax
Harikpatle MoTpi6HI WBMAK Barato kaHaniB, BlomxeT obMexeHi,
NigXoauTb KON ekcnepumeHTn i ABM | nporpamatuk asie noTpibeH KOHTPO/b
KntouoBuii pusmnk Kaaposi npo6inu Brpara Po3muTi poni 6e3 pernameHTty

KOMMETEHLN

Lxepeno: cchopmosaHo Ha ocHosi [18-21]
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cTtaHoBuLi [11; 12]. Lia acumeTpis Baxnmea ans
B2B mapkeTuHry — nignpMemMcTsa, Wo LwwBuaLle
BiIHOBNIOKOTb 06CAMN N eKCNOPTHI KaHanu, npar-
HyTb arpecuBHille nosepTatM abo po3Wunplo-
BaTN noptpeni KNieHTis. B cBo yepry, nignpu-
EMCTBa, WO MPaulolTb Yy Pexunmi 06MexeHUx
NOTY)XHOCTEN, HaBnaku, YyacTiwe (poKycytTbCs
Ha TOYKOBUX, AeLUeBLUNX 3a KOHTaKT iHCTPYMeH-
Tax i Ha NigBULLEHHI SKOCTI NigiB, a He Ha Wupo-
KOMY OXOMJIEHHI.

Moka3oBMMK € i1 IHAMKATOPWU AiN0BUX Oui-
KyBaHb. HanpukiHui 2024 p. iHguKaTop Aino-
BMX O4iKyBaHb B YKpalHCbKili MPOMMUCNOBOCTI
noripwysascs, a nignpuemcTsa o4ikysBanu nia-
BULLIEHHS BiAMYCKHUX LiH i CKOPOYEHHSI Nepco-
HaJly B KOPOTKOCTPOKOBOMY Nepiogj; Npu LboMy
piBEHb 3aMOBJ/IEHb OLHIOBABCA $K BiQHOCHO
obmexeHuin [21; 22]. Y TakilA noridi MapkeTuH-
rosa oyHkuis B B2B 3MiHIOE akueHTW, a came
3 «iMi[)KEBOro MOKPUTTHA» Ha IHCTPYMEHTU, SKi
MOX/IMBO LUBMALIE aHanisyBatu, npue’aAsaTu
[0 BOPOHKM MpofaxiB i [OBECTU BHECOK Y
BMpPYuKy. TapretoBaHa pekiamMa B LbOMY KOH-
TEKCTi € [AiEBUM pilleHHsA, azxe 3abesneuye
HaneXxHuii piBeHb KepoBaHOCTI (TOBTO TecTy-
BaHHS rinoTes, WBWNAKe KOPUryBaHHA KpeaTuBis,
TOYHWI BIAGIP CErMeHTIB, THy4YKe YnpaBiHHS
6ropxeTamm).

BucHoBKWU. [poBefeHe [OCNIMKEHHA nif-
TBEPAWIO, WO TapretoBaHa peksamMa B MNpo-
Mucnosomy B2B-cermeHTi € etheKTUBHUM
IHCTPYMEHTOM doopMyBaHHA nonuty, npote Ti
pe3ynbTaTMBHICTb BM3HAYaETLCA HE CTifbKK
TEXHIYHUMW HaslallTyBaHHAMM, CKiJIbKM piBHEM
opraHi3auinHoi 3pisiocTi nignpuemcrtea. Edek-
TUBHICTb pek/aMHUX KamnaHili gocsaraeTbcsa 3a
YMOBM IHTErpaujii MapkeTuHry, Npogaxis Ta aHa-
NiITUKA B €AVHY CUCTEMY, IO 3abe3neyye ysro-
[DKEHICTb Lifiei, Npo30picTb AaHWX Ta KOHTPOSb
pes3ynerartiB Ha BCiX eTanax BOPOHKMU.

BopgHo4yac BUAB/EHO, LLO BIACYTHICTb YiTKOT
opraHizauiiHoT mogeni NpM3BOAUTbL 40 PO3PUBY
MiX reHepauieio nigiB i pakTMyHUMKU 6GisHec-
pesynbratamu. 30Kpema, HeysrogkeHicte KPI,
cnabka iHTerpauia 3 CRM Ta BIiACYTHICTb cuUC-
TEMHOTO MiAX0A4Y A0 aHaUlTUKM 3HUXYIOTb Kepo-
BaHICTb pekfaMHOl AiSNbHOCTI Ta YCKNaAHoWTh
OLiHKY Ti edpeKTUBHOCTI. Lle 0co611MBO KpUTUYHO
4N TPOMUCNOBUX NIGNPUEMCTB, Aie LMK/ npoaa-
XiB € TpMBaNUM, a AKICTb Niga Mae BUpillasibHe
3HAYEeHHS.

OkpeMy ponb Bigirpae nobyaoBa BHYTPILL-
HbOT KOMaHAN UMJIPOBOro MapKETUHIY SIK LIEH-
Tpy komneTeHuii. CaMme BoHa 3abe3neyvye Hako-
NMUYEHHSA 3HaHb, KOHTPO/b fAaHUX Ta peasizaLito
6e3nepepBHOro LUKy «rinotesa — TecT — aHa-
ni3 — ontumisadis». BnpoBamKeHHA 4iTKoro
onepauiinHoro putMmy, CUCTeMU TeCTyBaHHA Ta
KPI, opieHTOBaHUX Ha AKICTb MigiB i iX MPOXo-
[DKEHHS1 BOPOHKOI NpoAaxis, A03BOMSAE NiaBU-
LWMTK ePEeKTUBHICTb BUKOPUCTAHHA PeEKTaMHUX
OroaXeTIB.

AHaniz opraHisauinHuMx nigxoaiB Mnokasas
[OOUINbHICTb 3acToCyBaHHS TiGpuaHOi moaeni,
sKa MOEAHYE BHYTPILIHI KOMMETEHLI 3 MOX/N-
BOCTAMW 30BHILLHIX NigpaAHMKIB. Takuin nigxig
3abe3nevye 6anaHc MK KOHTPOsIeM, MacLITabo-
BaHICTIO Ta AOCTYNOM [0 €KCNepTum3un, LLO € Kpu-
TUYHO BaXK/IMBUM B YMOBax 0OMEXeHMX pecyp-
CciB i cknagHnx B2B-puHkis.

OTmxe, TapretoBaHa peksama B [LiSNIbHOCTI
NMPOMUC/IOBUX MIANPUEMCTB BUCTYNaE He nue
AK IHCTPYMEHT 3aU/Ty4eHHs /ifiB, a fAK cknagosa
KOMMNIEKCHOI OpraHisauyjiiHoi cuctemn ynpas-
NiHHS nonuToM. [i edpekTMBHE 3acToCyBaHHS
MOX/IMBE 3a YMOBM MOOYAOBW iHTErpoBaHOl
mMogeni, Wwo noedHye aHanituky, CRM, mapke-
TUHT | npogaxi, 3a6e3nevyoun CTilike 3poCTaHHSA
pesynbratiB Ta NiABULWEHHSA OOI'PYHTOBAHOCTI
MapKETUHrOBUX PiLLeHb.

CIMNCOK BUKOPUCTAHNX OXXEPE:

1. OWOX. Marketing Data Integration: Connecting CRM Datato Digital Analytics for Unmatched KPI Visibility. 2025.
URL: https://www.owox.com/blog/articles/crm-and-online-data-integration-guide (aata 3sepHeHHs: 03.03.2026)

2. Google Analytics. [GA4] Set up BigQuery Export. URL: https://support.google.com/analytics/
answer/9823238?hl=en (aata 3BepHeHHs: 03.03.2026)

3. Google Analytics. Measurement Protocol. URL: https://developers.google.com/analytics/devguides/collection/
protocol/gad (nata 3BepHeHHs: 03.03. 2026)

4. Vaid S., Ahearne M., Krause R. Joint marketing and sales appointment: Uncertainty from intertwining of
marketing and sales in one position. Industrial Marketing Management. 2019. Ne 85. P. 221-239.

5. CEB — Google. The Digital evolution in B2B Marketing. URL: https://www.thinkwithgoogle.com/_gs/
documents/677/the-digital-evolution-in-b2b-marketing_research-studies.pdf (gata 3sepHeHHs: 03.03.2026)

6. Liang Z., Du J., Hua Y. The Impact of Digital Marketing Capability on Firm Performance: Empirical Evidence
from Chinese Listed Manufacturing Firms. Journal of Theoretical and Applied Electronic Commerce Research. 2025.
Ne 20(3). P. 236-250.



EKOHOMIKA TA CYCIMNINbCTBO Bunyck # 84 / 2026

7. Jie H., Gooi L., Lou Y. Digital maturity, dynamic capabilities and innovation performance in high-tech SMEs.
International Review of Economics & Finance. 2025. Ne 99. P. 103971.

8. IAB. Defining Performance Marketing in Today’s Digital Landscape. 2015. URL: https://www.iab.com/
wp-content/uploads/2015/07/IAB_Digital_Simplified_Defining_Performance_Marketing.pdf  (gata  3BepHeHHs:
03.03. 2026)

9. IAB. BusHaueHHs Performance mapkeTuHry. 2018. URL: https://iab.com.ua/wp-content/uploads/2018/10/IAB-
Ukraine_Vyznachennya-ta-instrumenty-Performance-2.pdf (gata 3BepHeHHs: 01.03.2026)

10. CMI. B2B Content Marketing Benchmarks, Budgets, and Trends: Outlook for 2025. URL:
https://contentmarketinginstitute.com/b2b-research/b2b-content-marketing-trends-research-2025 (gata 3BepHeHHS:;
01.03.2026)

11. POM Marketing. How Today's Marketers are Navigating Pressure, Resource Constraints, and Al Disruption —
While Proving ROI. 2025. URL: https://pomagency.com/marketing-under-pressure-b2b-leaders/ (nata 3BepHeHHs:
01.03.2026)

12. Linkedin. The ROI Challenge in B2B Marketing—and How Al is Changing the Game. 2025. URL:
https://www.linkedin.com/business/marketing/blog/marketing-collective/the-roi-challenge-in-b2b-marketing-and-
how-ai-is-changing-the-game (gata 38epHeHHs: 01.03.2026)

13. GWI. B2B marketing: Strategies, trends, and insights for 2025. URL: https://www.gwi.com/blog/b2b-marketing
(nata 3BepHeHHs: 01.03.2026)

14. Motion. Why Proving ROI in technical marketing is a challenge (and how to show its value?). URL:
https://www.motion-marketing.com/blog/strategy/roi-in-technical-marketing (aata 3sepHeHHs: 01.03.2026)

15. Beach Marketing. Mastering B2B Marketing Operations: Outsourcing, In-house, or Hybrid? URL:
https://www.beachmarketing.co.uk/mastering-b2b-marketing-operations (gata 3sepHeHHs: 01.03.2026)

16. Advance B2B. In-house, marketing agency, or both: What should B2B companies choose? URL:
ttps://www.advanceb2b.com/blog/in-house-or-growth-marketing-agency (aata 3sepHeHHs: 01.03.2026)

17. Marketer Hire. How to Outsource Your Marketing Team in 2025. URL: https://marketerhire.com/blog/
outsource-marketing-team (gata 3sepHeHHs: 01.03.2026)

18. Hello Kindred. The rise of hybrid marketing models. URL: https://hellokindred.com/insights/the-rise-of-hybrid-
marketing-models (aata 3BepHeHHs: 01.03.2026)

19. HBR. Traditional B2B Sales and Marketing Are Becoming Obsolete. 2022. URL: https://hbr.org/2022/02/
traditional-b2b-sales-and-marketing-are-becoming-obsolete (nata 3sepHeHHs: 11.03.2026)

20. HBR. The New Rules of B2B Lead Generation. 2021. URL: https://hbr.org/2021/06/the-new-rules-of-b2b-
lead-generation (gata 3BepHeHHs: 11.03.2026)

21. Conductor. The 5 Best Practices of Sales and Marketing Alignment. 2022. URL: https://www.conductor.com/
wp-content/uploads/2022/04/Best-Practices-of-Sales-and-Marketing-Alignment.pdf (aata 3sepHeHHs:; 11.03. 2026)

22.Understory. In-House Marketing vs. Agency: Choosing the Best Fit. 2025. URL: https://www.understoryagency.
com/blog/in-house-marketing-vs-agency (gara 3sepHeHHs: 11.03.2026)

23. CXL. Growth Experimentation: The Key to a Data-Driven Culture. 2025. URL: https://cxl.com/blog/growth-
experimentation-culture (gata 3sepHeHHs: 11.03.2026)

REFERNCES:

1. OWOX. Marketing Data Integration: Connecting CRM Data to Digital Analytics for Unmatched KPI Visibility.
2025. URL: https://www.owox.com/blog/articles/crm-and-online-data-integration-guide (accessed 03.03.2026)

2. Google Analytics. [GA4] Set up BigQuery Export. URL: https://support.google.com/analytics/
answer/9823238?hl=en (accessed 03.03.2026)

3. Google Analytics. Measurement Protocol. URL: https://developers.google.com/analytics/devguides/collection/
protocol/ga4 (accessed 03.03.2026)

4. Vaid S., Ahearne M., Krause R. Joint marketing and sales appointment: Uncertainty from intertwining of
marketing and sales in one position. Industrial Marketing Management. 2019. Ne 85. P. 221-239.

5. CEB — Google. The Digital evolution in B2B Marketing. URL: https://www.thinkwithgoogle.com/_gs/
documents/677/the-digital-evolution-in-b2b-marketing_research-studies.pdf (accessed 03.03.2026)

6. Liang Z., Du J., Hua Y. The Impact of Digital Marketing Capability on Firm Performance: Empirical Evidence
from Chinese Listed Manufacturing Firms. Journal of Theoretical and Applied Electronic Commerce Research. 2025.
Ne 20(3). P. 236-250.

7. Jie H., Gooi L., Lou Y. Digital maturity, dynamic capabilities and innovation performance in high-tech SMEs.
International Review of Economics & Finance. 2025. Ne 99. P. 103971.



ISSN (ONLINE): 2524-0072 EKOHOMIKA TA CYCMNIILCTBO

8. IAB. Defining Performance Marketing in Today’s Digital Landscape. 2015. URL: https://www.iab.com/
wp-content/uploads/2015/07/IAB_Digital_Simplified_Defining_Performance_Marketing.pdf (accessed 03.03.2026)

9. IAB. BusHaueHHsa Performance mapketuHry. 2018. URL: https://iab.com.ua/wp-content/uploads/2018/10/1AB-
Ukraine_Vyznachennya-ta-instrumenty-Performance-2.pdf (accessed 01.03.2026)

10. CMI. B2B Content Marketing Benchmarks, Budgets, and Trends: Outlook for 2025. URL:
https://contentmarketinginstitute.com/b2b-research/b2b-content-marketing-trends-research-2025 (accessed
01.03.2026)

11. POM Marketing. How Today's Marketers are Navigating Pressure, Resource Constraints, and Al
Disruption — While Proving ROI. 2025. URL: https://pomagency.com/marketing-under-pressure-b2b-leaders/
(accessed 01.03.2026)

12. Linkedin. The ROI Challenge in B2B Marketing—and How Al is Changing the Game. 2025. URL:
https://www.linkedin.com/business/marketing/blog/marketing-collective/the-roi-challenge-in-b2b-marketing-and-
how-ai-is-changing-the-game (accessed 01.03.2026)

13. GWI. B2B marketing: Strategies, trends, and insights for 2025. URL: https://www.gwi.com/blog/b2b-marketing
(accessed 01.03.2026)

14. Motion. Why Proving ROI in technical marketing is a challenge (and how to show its value?). URL:
https://www.motion-marketing.com/blog/strategy/roi-in-technical-marketing (accessed 01.03.2026)

15. Beach Marketing. Mastering B2B Marketing Operations: Outsourcing, In-house, or Hybrid? URL:
https://www.beachmarketing.co.uk/mastering-b2b-marketing-operations (accessed 01.03.2026)

16. Advance B2B. In-house, marketing agency, or both: What should B2B companies choose? URL:
https://www.advanceb2b.com/blog/in-house-or-growth-marketing-agency (accessed 01.03.2026)

17. Marketer Hire. How to Outsource Your Marketing Team in 2025. URL: https://marketerhire.com/blog/
outsource-marketing-team (accessed 01.03.2026)

18. Hello Kindred. The rise of hybrid marketing models. URL: https://hellokindred.com/insights/the-rise-of-hybrid-
marketing-models (accessed 01.03.2026)

19. HBR. Traditional B2B Sales and Marketing Are Becoming Obsolete. 2022. URL: https://hbr.org/2022/02/
traditional-b2b-sales-and-marketing-are-becoming-obsolete (accessed 11.03.2026)

20. HBR. The New Rules of B2B Lead Generation. 2021. URL: https://hbr.org/2021/06/the-new-rules-of-b2b-
lead-generation (accessed 11.03.2026)

21. Conductor. The 5 Best Practices of Sales and Marketing Alignment. 2022. URL.: https://www.conductor.com/
wp-content/uploads/2022/04/Best-Practices-of-Sales-and-Marketing-Alignment.pdf (accessed 11.03.2026)

22. Understory. In-House Marketing vs. Agency: Choosing the Best Fit. 2025. URL:
https://www.understoryagency.com/blog/in-house-marketing-vs-agency (accessed 11.03.2026)

23. CXL. Growth Experimentation: The Key to a Data-Driven Culture. 2025. URL.: https://cxl.com/blog/growth-
experimentation-culture (accessed 11.03.2026)

Jata HagxomkeHHsa ctaTTi: 12.03.2026
Data npunHatTa ctatTi: 10.04.2026
Harta nybnikauii ctartTi: 15.04.2026





