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AKTyasIbHICTb CTaTTi 3yMOB/IEHA TWM, L0 BOEHHA HEBMU3HAYEHICTb iCTOTHO 3MiHMIA YMOBU PO6GOTW YKPATHCbKMX
B2B-komnaHiii: 3pocsia BapTiCTb MOMWIKU Y BUOOPI CErMEHTa, KNiEHTa, KaHasTy KOMYHiKaL,ii Ta NpiopuTeTy NPoAaxis.
3a TpMBaoro LMKy yrogu, HectabislbHOro nonuty, penokauii 6isHecy, iHpPacTPyKTYPHUX PUBUKIB | OBMEXEHNX
pecypciB 0C06/IMBOr0 3HaYEHHS1 HabyBa€E [OKa30Ba NepeBipka CEerMeHTiB, K/TIEHTCbKOro NoTeHUjany Ta NpiopuTeTiB
y BOPOHLi npogaxiB. MokasaHo, WO BigkpuTi AaHi galoTb B2B-komnaHii 6a4eHHs pUHKY siK GisHec-ekocuctemu 3
IOPUANYHUMK, rasly3eBUMU, (DIHAHCOBUMM Ta NOBEAIHKOBYMU O3HaKaMu, LLLO AOMOBHIOKTH iCTOpI0 KOHTaKTIB y CRM-
cucTeMi. 3anponoHOBaHO KoHLUeNUito B2B-pe3unibEHTHOCTI Ha OCHOBI fiaHUX, sika OXOMJI0E iAeHTuikaLlito nepcnek-
TUBHMX CETMEHTIB, NEPEBIPKY CTIAKOCTI i Bi3HEC-NOTeHLiay KiEHTIB, BU3HAYEHHS NMPIOPUTETHOCTI LiSIbOBMX KOMMNa-
Hili | pecypciB, Y3roMKeHHS MapKETUHTY Ta NPOAAXIB Yepes eanHe LKepeno AOCTOBIPHOI iHdhopMaLii, CKOPOUEHHS
BapPTOCTi NOMWUJIKM i afanTMBHE KOPUryBaHHS BOPOHKM NPOAAXIB.

Kniouosi cnoBa: B2B-mapKeTuHr, BigKpUTi AaHi, BeNvKi AaHi, MapKeTUHr Ha OCHOBI AaHunx, CRM-cuctema, 6i3-
Hec-aHaniTuka, Pe3vbeHTHICTb Bi3Hecy, BOEHHA HEBM3HAYEHICTb; MapPKETVUHIOBI KOMYHikalii; 6peHa; undpoBwii
MapKeTUHT.

The relevance of the article is determined by the fact that wartime uncertainty has substantially changed the
operating conditions of Ukrainian B2B companies: the cost of error has increased in selecting a segment, a client,
a communication channel and sales priorities. Under conditions of a long sales cycle, unstable demand, business
relocation, infrastructural risks and limited resources, evidence-based verification of segments, client potential and
priorities within the sales funnel becomes particularly important. The purpose of the article is to substantiate open
data and data-driven B2B marketing as a mechanism of business resilience that helps reduce uncertainty, assess
the potential of target companies and adjust the sales funnel in a timely manner. The research methodology is based
on a qualitative theoretical and analytical approach, secondary analysis of sectoral data on the Ukrainian marketing
research market, content analysis of professional materials on open data, big data and telecommunications analytics,
and theoretical synthesis of approaches to organisational resilience, dynamic capabilities, market orientation,
marketing analytics, CRM and lead management in the B2B sphere. The study shows that open data give a B2B
company a broader view of the market — as a business ecosystem with legal, sectoral, financial and behavioural

© Wkypos €. B., Autok 4. B., KusHuug I. C., 2026
= CTaTTsa NOWMPIOETLCS Ha yMoBax nileHsii Biakputoro goctyny (CC BY 4.0)



ISSN (ONLINE): 2524-0072 EKOHOMIKA TA CYCMNIZIbCTBO

characteristics that complement the history of contacts recorded in the CRM system. Open data help refine the ideal
customer profile, verify the legal, financial and sectoral context of potential clients, form lists of target companies
and reduce the risk of working with irrelevant segments. Big data and geoanalytics complement this view with the
spatial and behavioural dynamics of demand, while the CRM system and business analytics connect the external
business context with the history of interactions, the quality of potential clients and the state of the sales funnel.
The article proposes a concept of data-driven B2B resilience that includes the identification of promising segments,
verification of clients’ stability and business potential, prioritisation of target companies and resources, alignment
between marketing and sales through a single source of reliable information, reduction of the cost of error and
adaptive adjustment of the sales funnel. The practical value of the article lies in the fact that the proposed approach
can be used by B2B companies to build more evidence-based segmentation, improve the quality of prospecting,
enrich the CRM system with external context, synchronise marketing and sales, and maintain business controllability

under conditions of wartime, economic and infrastructural instability.
Keywords: B2B marketing, open data, big data, data-driven marketing, CRM system, business analytics, busi-
ness resilience, wartime uncertainty, marketing communications, brand, digital marketing.

MocTtaHoBKa npoGnemu. BiliHa 3miHUNA
npUpoAy PUHKOBOT HEBU3HAYEHOCTI ANS YKpaiH-
CbKOro 6i3Hecy. [10 KosiMBaHb NOMUTY, KOHKYPEH-
Ui, WiH | TeXHONOrIA gogannca mirpauisi KieHTis
Ta NnpaLiBHVKIB, PYHYBaHHA iHPaCTPyKTypwH,
nepeboi enekTponocTayaHHs, pO3puUB NOTICTUKN,
06MeXeHHs1 odpnaiH-B3aemMogji, 3MiHW niaTo-
CNPOMOXHOCTI i 6e3nekoBi pusmkn. Ornsag Ykpa-
THCbKOT acouiauii mapkeTuHry 3a 2025 pik tikcye
camMe TakUi KOHTEeKCT AN1A AOC/iAHULBKOT iHAY-
CTpIl: HEBU3HAYEHICTb reHepasibHOI CYKYMHOCTI,
reorpacpiyHy pO3nNOpOLUEHICTb KOMaHA, nepe-
601 3i 3B’A3KOM | enekTponocTadyaHHAM, KOMEH-
[AHTCbKY rOAMHY Ta 3arpo3y pakeTHMX 06CTpinie
[3, c. 4]. Ona B2B-komnaHiii Ui YNHHUKMA nocu-
JIOKOTb LiHY MOMWJ/IKW: LUK YToAW 4acTo TpuBae
MicsiLi, pilleHHS YXBasIlOKOTb KiflbKa 3aiHTepeco-
BaHWX CTOPIH, & XMOHWUI BUBIp cermeHTa LWBUAKO
NepeTBOPIOETLCA Ha BTpaYeHUn BIo4KeT i Hesa-
NMOBHEHY BOPOHKY npogaxis. MNpu usomy y B2B-
MapKeTUHTy 3pOCTae 3Ha4YeHHA AKOCTI OaHUX i
3[aTHOCTI npautoBaTu 3 HAMU, TO4i AK HTYILiA
Ta [0CBif4 OKpemMux paxiBUiB HE MOXYTb OyTu
€4MHOI0 OCHOBOIO pilleHb [1, c. 54]. Y cknagHux
B2B-npogaxax i3 4OBIMM LMKIOM YroAamn Henpa-
BW/IbHUI BUGIp cermeHTa abo XMBHe PO3yMiHHS
PUHKY KOLWITYHOTb Bi3Hecy MicsiLjiB poboTu I 3Ha-
YHUX GrooKeTIB [1, ¢. 54]. OTxe, B2B-mapKeTuHr
Ha OCHOBI AaHWX BUXOAWUTb 3a MeXi MiATPUMKM
npodaxis i HabyBae 3HAYEHHS IHPaCTPYKTypK
a[lanTVBHOTO YXBaJIEHHSA PilLEHb.

B2B-mapkeTuHr — cuctema MapkeTUMHroBoro
ynpas/liHHA B3AEMOLIEI0 3 KOPNOpaTUBHUMU Ki-
€HTaMK, SKi KynylTb ToBapu abo nocnyru gns
3abe3neyeHHs Bf1acHoOT 4isifIbHOCTi, BUPOGHNYOrO
BMKOPUCTaHHA Y/ NOAANbLIOTO Nepenpogaxy; y
Cy4YaCHMX YMOBax BOHa OXOMNJIKOE CermeHTauito
KOpropaTvBHOIO PUHKY, POPMYyBaHHSA LLIHHICHOT
NPONO3uLii, NOWYK MOTEHUIAHNX KNIEHTIB, pO3-
BUTOK Ai/I0BUX BIAHOCWH i NiATPUMKY NPOAaXIB y
CKNagHoOMYy LMK yXBasleHHs pilleHHs [2; 4]. Bia-
KpuTi gaHi abo Open Data B B2B-mapkeTuHry —

Le ny6niyHo AOCTYNHi ohilinHi faHi Npo Komna-
Hii, @Ol Ta iHWi cy6’ekT rocnogaproBaHHA, AKi
[aloTb 3MOry nepeBipATY TXHIN NpaBoBuUiA, rany-
3eBUi1, (PiHAHCOBWIA, 3aKyNiBENbHUI | PU3MKOBUIA
KOHTEKCT Ta BUKOPUCTOBYBaTW Ui BigoOMOCTi A5
cermeHTauii, dopmyBaHHA npodinto igeans-
HOrO KNi€HTa, NOLIYKY MOTEHUIMHUX KMIEHTIB i
BU3HAUYEHHA MNPIOPUTETHOCTI LiMbOBUX KOMNa-
HilA [1]. Y uiin cTatTi B2B-MapKeTUHr po3r/isitHyTo
nepeaycim siK yrnpabiHCbKY CUCTEMY 3HUXEHHSA
HeBW3HauYeHoCTi. Moro LeHTpanbHe 3aBAaHHA
Y UbOMY KOHTEKCTi — NiABULLYBaTN AKICTb pO3y-
MIHHSI PUHKY Yepe3 MOEAHaHHS JaHWX cucTemu
ynpasBniHHA B3aEMOBIAHOCMHAMX 3 K/liEHTaMu
(aHrn. Customer Relationship Management a6o
CRM), BIAKPUTUX PEECTPIB, rasly3eBuX MKepen,
TeNeKoMyHiKauiinHux arperaTtiB, 6i3Hec-aHasi-
TVKWN, OaHUX NPOAAXIB | pe3ynsraTiB KOMYHika-
L. Taka cuctema gonomarae nepenTu oo agan-
TVMBHOIO BU3HAYEHHA NPIOPUTETHOCTI CETMEHTIB,
PEFIOHIB i L|i/IbOBMX KOMMaHiiA.

AHani3 ocTaHHIX gocnimKeHb i Nyonikawii.
OpraHizauiiHa pe3suibEHTHICTbL ONucye 3aat-
HICTb opraHi3auii nepeabayartu 3arposun, BUTpU-
MyBaTu ygap, ajanTtyBatucs W BigHOBNOBATU
abo TpaHcdopMyBaTW AiSNIbHICTE MNICASA LLOKY.
C. lyyek TpaKkTye pe3anbEHTHICTb K NpoLec, Lo
OXOMN/IHOE Nepeakpn30Bi, KpU30Bi Ta MiCNAKPU30BI
3ai6HocTi [8]. Ana B2B-mapkeTuHry Takuii BUMIp
peanisyeTbCa 4epes3[arHiCTb NepeocMUCIo-
BaTW PUHOK, KNIEHTCbKI NPIOpPUTETU 1 KOHADIry-
paLito NpoAaxis nifg, yac kpu3n. Teopis AuHaMmiy-
HUX 34i6HOCTe gonomarae NOACHUTM, K Taka
30aTHICTb popmyeTbCA. [JoCNigKeHHA PUHKOBOT
opieHTauji i po3nisHaBaHHA PUHKOBMX CUTHaNIB
YTOUHIOKOTb, SIK KOMNaHisi NnepeTBoproe iHdhopma-
uito B gito. A. Koxni 1a b. fBOpckKi NOB’A3Y0Tb
PUHKOBY OpIEHTALi0 3 TeHepyBaHHSAM PUHKO-
BOI iHdpopmalii [10], Ti NOWNPEHHSM ycepeanHi
opraHisaLuii Ta peakuieto Ha Hel. K. [leii onucye
3[aTHOCTI 40 po3ni3HaBaHHA PUHKOBUX CUrHanis
AK CUCTEMATUYHE HaBYaHHS Ha JaHuX NPo KNieH-
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TiB, KOHKYPEHTIB i PUHOK [6; 7]. Y LUbOMY KOHTEK-
CTi BiAKpwWTI gaHi, Benuki gadi (aHrn. Big Data) i
aHanitnka CRM-cuctemm ctatoTb CK1agHUKamm
opraHi3auiniHoro 6a4eHHsi PUHKY.

Jlitepatypa 3 MapKkeTHroBOi aHasliTUKM Noka-
3y€ AK pUHKOBE GauyeHHs 3anexuTb Big, AKOCTI
naHux. M. Begenb i . KaHHaH goBOAsiTb, WO
MapKeTMHroBa aHaniTuka B cepefoBULLi 3 BUCO-
KOK HaCWYeHICTI0O JAaHMMK noTpedye iHTerpaii
[aHnX, Mmofenei, ynpas/iHCbKOrO Cy[KEHHS Ta
piweHb [19]. P. BaHr i [I. CTPOHI' HAaronoLwyTb:
TOYHICTb, MOBHOTA, CBOEYACHICTb i AOPEYHICTb
JaHnx 3a/mwalTbc 6a30B0OK0 YMOBOK KOpek-
THUX BUCHOBKIB [18]. Ans B2B-komnaHii nomuika
y cTatyci, ranysi, oiHaHCOBI CTIAKOCTI YM aKTUB-
HOCTi MOTEHLUIAHOro KMieHTa MOXe CrpsMyBaTy
npodaxi A0 LisIbOBUX KOMMaHIn 3 HA3bKO MO-
BipHICTIO yroau.

Y pochnimkeHHAX B2B-mapkeTuHry — aadi
Aefani yacTile po3rnsafatTb SK AXepesio iHHO-
BaUjiiHOI 3gaTHOCTI. J1. PaBar Ta iH. 3anpornoHy-
Ba/IM NPOLECHY MOAENb iIHHOBALHOT 34aTHOCTI
MapKETUHTY Ha OCHOBI faHux y B2B-komnaHisax:
hbopMyBaHHA €KOCUCTEMMU 3HaHb, MOLUMPEHHS
aHaniTUYHMX BUCHOBKIB i NMPOEKTYBaHHA BIiAMNoO-
Bifli HA PUHKOBY MOXNWMBICTb [14]. . ApBiHeH i
I. TaliMiHEH NoKa3anu, WO MapKeTUHroBa aBTo-
mMaTtusauis B B2B-KOHTEHT-MapKEeTUHTY 3MIHIOE
ynpaBMiHHA MNOTEHUINHUMK  KNiEHTaMK 4epes
36MpaHHA gaHux, GasibHe OLIHIOBaHHA | nepe-
[aBaHHA KBanithiKoBaHMX NOTEHLUINHUX KNIEHTIB
y npogaxi [9]. C. CeBepiHi Ta iH. NO3ULIOHYIOTb
MapKEeTUHI Ha OCHOBI LUINbOBMX KOMMNaHIiA Ha
nepeTvHi LMJPOBOro MapKeTUHrY, yrpaBniHHSA
K/IIOYOBUMW KJTIEHTAMU A BU3HAYEHHSA npiopu-
TETHOCTI BNPOAOBX LMKy npogaxy [15].

|. Bboiuvyk po3srnagae B2B-mapkeTuHr sk
Cy4yacCHMn Hanpsm pPO3BUTKY MNIANPUEMCTB i K
IHCTPYMEHT ynpaBniHHA Ha NPOMMUC/IOBUX PUH-
Kax, CnpsiMOBaHWli Ha NiABULIEHHA edeKkTuB-
HOCTI B3aEMUH MiX rocnogapcbknmm cy6’ektamm
Ta 3a40BOJIEHHS NOTPe6 KoprnopaTBHUX KIli€H-
TiB, NiAKPECNIOE 3HAYEHHSI MOHITOPUHIY PUHKO-
BUX MOTPe6, 06pO6AEHHST BEMMKUX 6a3 AaHUX i
PO3BUTKY iHGOpPMALiHOT HPPACTPYKTYpU $K
YMOBW cyyacHoro B2B-mapketuHry [2]. Ykpain-
CbKi [OC/IMQKEHHA BOEHHOrO nepiogy nigresep-
[DKYHOTb, WO UMPOBUIA MAPKETUHT CTaB Of4HUM
i3 MexaHi3MIB BWXWBAHHA Ta BiHOB/IEHHS.
M. OknaHgep Ta iH. nokasasu, Lo nicnsa WOKy
noBHomacwwTabHoro BTOprHeHHs MCI1  BuKo-
pucTOBYBaUIN LMAIPOBI KaHa/n A1 YTPUMaHHSA
KNIEHTIB | MOBEPHEHHA [0 3pocTaHHa [13].
A. MocToBa Ta iH. BCTaHOBWUX PO3pUB MiXK 6a30-
BOK UMPOBOI0 MPUCYTHICTIO Ta CTpaTeriyHo
LUMGOPOBOID TOTOBHICTIO YKPATHCLKUX Masnx i

cepegHix nignpuemcts [12]. O. YcTbsiH aHani3ye
B2B-mapKeTuHr 4K MpakTuKy, CnpsMoOBaHy Ha
peanisaLito ToBapiB i NOCAyr opraHizayisim-crno-
XnBayam /15 3abe3neyeHHs IXHbOT Ais/IbHOCTI
abo nopgasnbLIOro nepenpogaxy [4].

BuaineHHA HeBupilleHNX paHiwe 4yac-
TUH 3arajibHOI nNpo6nemu. MpoBeaeHWl aHa-
ni3 [mKepen nokasye, WO HaykoBa Niteparypa
BXe [0CTaTHbO po3pobuna oKpemi TEOPETUYHI
610KKN, HEOOXiAHI 4151 NOACHEHHSA NOBeAiHKM 6i3-
Hecy B YMOBax HecCTabiNnbHOCTI: opraHisauiiHy
PE3UNNBEHTHICTb, AMHAMIYHI 34iOHOCTI, PUHKOBY
OpieHTaLjlo, pO3Mi3HaBaHHA PUHKOBUX CUrHa-
niB i MapKeTMHIoBy aHaniTuky [7; 8; 10; 17; 19].
BogHoyac ui nigxogm nepeBaXHO po3rnsga-
I0Tb afanTuBHICTb OpraHizauil Ha 3arasibHoOMy
cTpareriyHoMy piBHI. HepoctaTtHbO onpaubo-
BaHUM 3a/IMLLIAETLCA NMUTAHHA NPO Te, K came
B2B-mapKeTuHr NepeTBoOprOE AaHi Ha KOHKPETHI
ynpasniHCbKi Ai1 y KOMMaHil: yTOYUHEHHS CerMeH-
TiB, NepeBipKy MNOTEHUINHWUX KNIEHTIB, BU3Ha-
YEeHHS NPIOPUTETHOCTI Li/IbOBUX KOMMaHIM, y3ro-
[KEHHA MAapKETUHTY Ta NPoAaXiB TOLLO.

dopmyntoBaHHSA Linen cTarTi (mMoctaHOBKa
3aBAaHHSA). MeTa cTaTTi — TeOpeTU4HO 0OI'pyH-
TyBaT! i eMnipyyHO NPOINCTPYBaTK BIOAKPUTI
OaHi Ta B2B-MapKeTUHI Ha OCHOBI AaHuX SK
MeXaHi3M pe3nsIbEHTHOCTI 6i3Hecy B YymoBax
BOEHHOT HEBM3HAYEHOCTiI.

MeTogonoria gocnimkeHHA. LocnigpkeHHs
BUKOHAHO B MeXax SAKICHOro TeopeTuko-aHasli-
TUYHOro nigxody. MeToaMyHy OCHOBY CTaHOB-
NATb BTOPWHHWIA aHani3 rany3esBux i npodeciii-
HUX martepianis 3 B2B-MapkeTuHry, BigKpUTUX
OaHVX, BENUKUX [aHUX | TeneKkoMyHiKauinHoi
aHaniTnku [1; 3; 5], TeopeTnUHNX aHani3 KoHUen-
Ljii BAKOPUCTaHHS AaHnX Yy CEerMeHTauii, NoLWyKy
NOTEeHUiiHNX KNieHTiB, CRM Ta MapKeTUHroBili
aHaniTULj, a TakoX TEOPETUYHUIA CUHTE3 NpaLlb
3 opraHi3auiiiHoi pPe3nbEHTHOCTI, AUHaMIu-
HWUX 3Ai6HOCTEl, PUHKOBOI OpieHTaUil i ynpas-
NiHHA NOTEHUiHUMK KnieHTamn y cdepi B2B
[8; 10; 17; 19]. Ha ujii ocHoBi cchopmoBaHO KOH-
uenuito B2B-pe3nnbeHTHOCTI Ha OCHOBI AaHUX
I BW3HaAYeHO ynpas/iHCbKI  QOYHKLIT BigKpu-
TMX OaHux, Benunknx paHux, CRM-cuctemn Ta
Gi3Hec-aHaiTUKN B YMOBaxX BOEHHOT HEBM3Haue-
HOCTI.

Buknag OCHOBHOro wmartepiasly pochni-
D)KeHHSA. BoeHHa HEBM3HAYeHICTb TpaHchopmye
eKOHOMiKy B2B-mapkeTuHry yepes niaBULLIEHHSA
UiHA NOMWAKW. Y CTabifbHILLOMY PUHKOBOMY
cepefoBuLli KOMMNaHis MOXe YacTKOBO KOMMEH-
cyBaTV NOMU/IKY B CEFMEHTaL,i LjibOBUX KOMMa-
Hill LUIMPLLMM OXOMAEHHAM NOTEHUINHNX KIIEHTIB,
NOBTOPHUM TEeCTYBaHHAM KaHasliB KOMYHiKauil
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Ta KOpUryBaHHSIM LLIHHICHOI NPono3uLii. Y BO€EH-
HUX YMOBaxX JOPOX4YMM /18 Gi3HEeCY CTae KOXHe
nomMusKoBe TecTyBaHHA B2B-cermeHTa, kaHany
KOMYHiKaLii abo nepeniky Ui/IibOBUX KOMMNAHIiA:
KoMaHZa npojaxis obmexeHa 4YacoMm, KJTEHTU
BigKNnafatTb iHBECTULT, reorpadis nonuty 3mi-
HIOETLCA, @ HPPACTPYKTYPHI PU3NKN BNInBa-
I0Tb Ha BUKOHAHHA yrog. 3a Takux ymoB B2B-
MapKeTUHr Mae BiAciloBatn Cnabki PUHKOBI
rinoTesun 4o TOro, Ak BOHW NOTPaniATb Y AOPOruii
UMKN npogaxy. Y peaniax B2B-puHKy nepiogy
BiiHW MOMMW/MIKA B [aHWX LUBUAKO NepexoavTb
y NOMW/IKN B Mpofaxax, Hanpuknag, KOMMaHis
BMTpPaYaE yac Ha CerMeHT, NaartoCnPOMOXHICTb
AKOr0 3MeHLUnIacs, 3BepTaeTbCca A0 K/ieHTa 3
HU3bKMM MNOTEHLiasIoM abo NiATPMMYE KaHarl,
LLIO BXe He Aa€ SKICHUX 3BEPHEHb TOLLO. Y Takmnx
ymMoOBax aBToMaTu3alisi, OHNaiH-nnardopmu,
UMpoBI  IHCTPYMEHTM Ta ribpuaHi  nigxoan
MatoTb 3HAYEHHA JiMLIEe 3a YMOBW KOHTPOSIO
AKOCTI [pyKepen, BUBIPOK | TlyMayeHHs pesysbsTra-
TiB. [nA B2B-MapKeTUHry LiHHUMUK € nepeaycim
Ti faHi, ki gonomaratoTb Bigpi3HUTM nepcrek-
TUBHUIA CErmMeHT Bif IHepuiiHOro, nepesipuTU
NOTEHL,iiHY Li/IbOBY KOMMNAHIt0 i CBOEYACHO CKO-
pvryBati BOPOHKY NPOLaXxiB.

Y B2B-mapkeTuHry 6peHg, € CUrHasiom Hagii-
HOCTI nocTavasibHUKa, a 6peHa-KoMyHikaui, nia-
CWUNEHI faHUMK NPO PUHOK | KiEHTa, gonomara-
I0Tb TOYHIiLLE MOSICHIOBATK LiHHICTb NPOoNo3uLii,
3HWKYBATN PU3NK 4151 KOPNOPaTUBHOIO MOKYNUA
M niaTpumyBaT AOBIpY B YMOBaxX BOEHHOT HEBU-
3Ha4YeHocCTi. Y B2B-BUMipi MapKeETUHIOBUX KOMY-
Hikawii HoBI TexHonorii, 3o0kpema LI, gonoBHeHa
N po3wuvpeHa peasbHICTb, Aefani NOCUNIKTb
3Ha4YeHHs AaHuX Npo unpoBy B3aEMOLIi0 3 KOp-
nopaTtMBHMM K/lieHTOM. [lonOBHEHA peasibHICTb
BMKOPUCTOBYETLCA SIK IHCTPYMEHT iHTEepakTuB-
HOT AeMOoHCTpaLii npoaykTy [16], a gocnigKeHHs
AR/VR i XR y B2B noB’A3y0Tb iMEPCUBHI Tex-
Honorii 3 Bidyanisauielo cknagHux pilleHb, Auc-
TaHLiiHUM CyNpPOBOAOM, HAaBYAHHAM i NiATPUM-
KOl B3aemopii nokynus 3 npogasuem [20; 11].
Y ubomy KOHTeKCTi Benuki gaHi, CRM-curHanu
N 6isHec-aHaNiTUKa AonomaralTb OLIHIOBATK
NoBEeAliHKY KiEHTa B HOBUX LndpoBux copma-
Tax B3aEMOAIT.

BiakpuTi gaHi MawTb 0COGMMBY LIHHICTb
ans  B2B-MapKeTuHry, OCKisibkn  BinbLlicTb
NOTEHLHNX KNieHTIB Y B2B-cermeHTi € topu-
AndHMMKM ocobamm abo POI1. Ha BigMmiHy Big
B2C-cermeHTa, ge 3HayHa 4yacTuHa iHhopma-
uii obmexeHa nepcoHaslbHUMWU AaHumuK, B2B-
PVHOK MICTUTb Wap odiuiiHnX 6i3Hec-aTpuby-
TiB: peecTpauiiHi gaHi, KBEAn, ctatyc komnaii,
Aaty peecTpauii, agpecy, KepiBHUKa, BNacHU-

KiB i 6eHediuiapiB, cyaoBy icTopito, 6oprn Ta
BMKOHaBYi NPOBa/PKEHHA, MOAATKOBMWIA CTaryc,
JepxaBHi 3akynieni, niLeHsii Ta 403BON TOLO
[1]. 3aBAsAkM UMM aTpybyTaM KOMMaHilo MOXHa
aHaslizyBatn fK ydacHuka 6i3HeCc-ekoCUCTeMM,
a He K i30N1bOBaHNUA KOHTaKT. B. Bobposiubka
C/NYLHO Harosowye, Wo BiAKPUTI faHi gatloTb
MapKETUHTy 3MOry AMBUTUCS HA PUHOK LUMpLUE
3a npusmy BnacHoi CRM-cuctemn — 8K Ha
uinicHy 6isHec-ekocuctemy [1]. CRM-cuctema
BifoGpakae icTOpito B3aEMOZIN i3 yXXe BigoMumun
KOHTaKkTaMu, a BigKpWUTi AaHi NokasylTb CTPYK-
TYPY AOCTYMNHOIO PUHKY, BK/TIOYHO 3 KOMMaHisiMu,
SKi Lle He noTpanuivM B KOMYHIKaLiiiHy opo6iTy
npoAaBLUs. Y BOEHHUX YMOBaX TakKWii 30BHILLHIl
nornsg 3MeHLYye pPU3nK iHEPLINHOCTI: KoMNaHis
He NPUB'A3YETLCA A0 [AOBOEHHOT K/EHTCbLKOI
6a3u i Mmoxe 6a4nTM HOBI CErMEHTU, TEPUTOPIT,
ranysi Towo.

Mpodhinb  igeasibHOro  KnieHta 'y B2B-
MapKETUHTY Ha OCHOBI flaHUX Ma€ ByTu 3pyUYHUM
AN BMMIptOBaHHA. BiH nos’si3aHuini 3 napame-
Tpamu raslysi, po3Mipy KomnaHii, piHaHCOBUX
NMoKasHWKIB, CTafii pO3BUTKY, PErioHy Ta AuHa-
MikM akTMBHOCTI [1, ¢. 59]. 3a Takoi Bi3ii cer-
MeHTaLis NepeTBOPOE ONUC KNieHTa Ha Habip
YMOB, SIKi MOXHa NepeBipuUTN B AaHUX | 3HANTK
y nogansliomy: BignosigHicte KBEam, pos-
Mip 6i3Hecy, ydyacTb y 3akyniBnsix, perioHasibHa
NPUCYTHICTb, ICTOPIS PU3MKIB, O3HAKN aKTUBHOCTI
TowO. MOLIYK NOTEHUIAHUX KMIEHTIB Y Ui Noriui
CTae aHaniTU4HOK npoueaypor. BigkpuTi aaHi
JornomMaratotb CPOpMyBaTn CMNUCOK KOMMaHiM,
OLiHUTM TX BIiAMNOBIAHICTE NPOQIN0 ifeanbHOro
KnieHTa 11 BigcopTyBaTu 3a NOTEHLia/1IoM AOX0AY,
(hiHaHCOBOIO CTINKICTIO, 3aKyniBesIbHOK aKTuB-
HicTIO ab0 perioHa/IbHOK NPUCYTHICTIO, Npw
LbOMY MapKeTUHI NEepexoauTb Big MacoBOro
HaKOMNYEHHS KOHTAKTIB [0 KepyBaHHS SKICTIO
BXOZY Y BOPOHKY NMPOAAXIB.

AKayHT-OpPIEHTOBAHUI MapKeTUHT abo Mapke-
TUHI, OPIEHTOBAHWI Ha Li/bOBI KOMNaHii (aHrn.
account-based marketing abo ABM) nocuntoe
o soriky. Moro ceHc monsrae y hoKycCyBaHHi
MapKETUHIY Ta NpoAaiB Ha KOMMaHisX, Ae Ouiky-
BaHWi EKOHOMIUHWIA ePeKT NepeBULLLYE BUTPATK
nepcoHasizoBaHol B3aemogii. C. CeBepiHi Ta
iH. po3rnsagatoTe ABM K npouec, Wo MNoegHye
LMGOPOBUIA MAPKETUHT, YNPaBAiHHA K/THO4YOBUMU
KNiEHTaMX | BW3HAYEHHA MNPIOPUTETHOCTI Ha
Pi3HUX eTanax umkny npogaxy [15]. Ana ykpa-
THCbKMX B2B-nocTtavasibHUKIB, SKi NpautooTh i3
KOpnopaTuBHMMM K/iEHTamM, Lie 0COBINBO Bax-
NINBO, OCKiNbKM pecypc Ha rnmbokKy nepcoHani-
3auilo 06MexXeHnin, ToMy Moro AouinbHO cnpsi-
MOBYBaTW Ha LiNbOBi KOMNaHii 3 nepeBipeHnm
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noTeHuUianoMm. Benuki gaHi TakoX po3LUMPOTb
pUHKOBEe GauyeHHA B2B-komnaHii Tam, ae Bia-
KpWUTi PEECTpOoBi AaHi ONMCYHTb KoMmMaHii 6e3
NPOCTOPOBOI N NOBEAIHKOBOI AUHAMIKN MOMUTY.
T. FOpuniHa akUeHTYe yBary Ha TesleKOMYHi-
KauiH1X faHnX SK Ha arperoBaHmnx, 3Heocobre-
HWUX | HEMNepCcoHihikoBaHMX Macusax, L0 AOMo-
BHIOIOTb KNACU4Hi MapKeTUHIOBi A0CAiAKEHHS
[5, c. 61-63]. Ana B2B-pileHb TeneKoMyHika-
LiliHI gaHi KOpPWUCHI nepeayciM y TpbOX CLEeHa-
pisix. MepLwmin — nobynosa nopTpeTa kKnieHTa abo
KiHLUEeBOT ayauTopii KnieHTa: arperoBaHi NoBefiH-
KOBi CErMeHTM gonomMaralTb OUIHUTK, SKi rpynu
ayauTopil nepeBaxaloTb Yy NeBHi nokauji. Apy-
rMin — recaHanitMka, T06To aHasli3 NPOCTOPOBUX
0co6nMBOCTEN NONWUTY, KOHLIEHTpaLUil UisiboBOi
ayauTopii, noTeHuiany TOProBux, CePBICHUX
ab0 NoriCTUYHNX TOYOK. Tak reoaHasliTka BUKO-
PUCTOBYETLCA ANS OLHKM MOTEeHUiany nokauii,
BIAKPUTTA TOYOK, aHanisy MirpauiiHux noTokiB
i NPOCTOPOBOT AUHaMiKKU nonuTy [5, c. 64—67].
TpeTili cueHapin — npeavkTMBHI Mogeni Ta
LiNbOBi KOMYHiKaL,T, fe arperosaHi gaHi gornoma-
ralTb NPOrHO3yBaTW 3MiHW NonuTy i fobupatu
KaHann B3aemMogii. BOEHHWI KOHTEKCT NiACWI0E
i 3HAYeHHA reoaHaniTMkn. Penokauia 6i3Hecy,
BHYTPILWHA  Mirpauisi, 3MilleHHs KyniBesbHOl
CMPOMOXHOCTI Ta HEPIBHOMIPHICTb iH(pacTpyk-
TYPHUX PU3UKIB 3MiHIOIOTb MPOCTOPOBY KapTy
nonuTy LWBMALIE, HiX KNacuyHi A0CAIMKEHHS
BCTUraloTb OHOB/OBATW BUBIPKKM. TOMY BefnKi
AaHi OouisibHO po3rnagatv Ak AOMOBHEHHS A0
BiAKpUTUX gaHux i CRM-cucteM. BigkpuTi gaHi
NoKasylTb, AKi KOMMAaHIT iCHYIOThb | B IKOMY CTaHi
nepebyBatoTb, OMUCYKTb MPOCTOPOBO-MNOBELiH-
KOBi 3akoHOMipHOCTI nonuty, a CRM-cucrema
dhiKCye€ iCTOPI0 KOHKPETHOI B3aEMOg;i.
JonoBHeHHA CRM-cucteMn 30BHIWHIM 6i3-
HEC-KOHTEKCTOM 3MiHIOE Ti YNpaB/iHCbKY POJib:
BOHa fa€ 3Mory 6aunTi He TisIbKM ICTOpPIt0 KOH-
TakTiB, a N ranysesuii, PiHAHCOBWIA, tOpPUANY-
HWIA | NoBeAiHKOBWIA NPOifib Li/IbOBOT KOMNAHIT.
30Kkpema, MoBa MOXe WTW Npo AodaBaHHA [0
KapTKW KieHTa ranyseBoro, hiHaHCOBOro, pu-
[AVYHOrO Ta NoBefiHKOBOro KOHTEKCTY, Lo A0MNo-
Marae npogasLio LWBKALLE OLIHUTU MOTeHuUian
I pM3nK UiNbOBOI komnaHii [1, c. 58-60]. AnA
B2B-komnaHii ue cyTTeBO 3MiHWOE posib CRM-
cucTeMu: BOHa CTae MicueMm, e BHYTPILIHA
iCTOpis B3@EMOfiin 3'€AHYETLCA i3 30BHILLHIM
Gi3HEC-KOHTEKCTOM.Y3rOMKEHHSA MapKeTUHry Ta
npofaxis notpebye eAMHOro mxepena AOCTO-
BiPHOI iHpopmauii. AKWO MapKETUHT OLHIOE
BaX/IMBICTb MOTEHLIAHOIO KMiEHTa 3a K/iikamu,
a npofaxi — 3a NnaTtoCrnpoOMOXHICTIO, 3aKyni-
BE/IbHOK 3PINICTI0 Ta BIANOBIAHICTIO Npodinto

ifeasibHOro KnieHta, MK (OYHKLISIMW BUHWUKAE
po3puB. CninbHI Kputepii — ranysb, pPoO3Mmip,
perioH, (piHaHCcOBa CTINKICTb, O3HaKM PU3NKY,
iCTOpIs KOMYHiKauiii, etan BOPOHKW, pe3ynsrar
KOHTaKTy — AalTb 060M KOMaHzam OfHY KapTy
PUIHKY.

Mpn ubomy 6i3Hec-aHaNiTMKa MaEe BUKO-
HyBaTW YMNpasiHCbKy YHKLi0. AHa/TITUYHA
naHesb nepeayciMm KopucHa Tofi, Konum nokasye
AKICTb BOPOHKW NPOAaxiB: KOHBEPCItO 3a CErMeH-
Tamu, LWBUAKICTb NPOXOMKEHHA eTaniB, 4acTky
BUrpaHnx yrog, npuuvHW BTPAT, BapTiCTb 3asy-
UYEHHS KNieHTa, 3MiHy Npodisito NoKynus. Y BOEH-
HUX YMOBax Taka naHenb noTpibHa, wob paHiwe
nomivyaTn NPOCiAaHHs CEermMeHTa, PerioHy ab6o
KaHany 1 LWBWAKO KOopuUryBaTtu nepenik WisiboBux
KOMMaHiM.

KoHuenuito B2B-pe3nnbeHTHOCTI HA OCHOBI
JaHVX [OOUINbHO po3risfaTn K ynpas/liHCbKY
NOriky, WO aonomarae 36epiratm KepoBaHICTb
MapKeTUHry i NpofaxiB 3a YMOB HECTINKOro
nonuTy, OOMEXEeHWX PecypcCiB i BUCOKOT LiHN
NOMWU/IKK. Y BOEHHOMY cepefoBuui npobrnema
nondarae nepepnyciMm B po3nopoLLeHocTi iHdop-
Mauil. YactnHa paHmx sanuuwaetbcsa y CRM-
CUCTEMI, 4YacTMHa — Y BIOKPUTMX peecTpax,
yacTMHa HagxoouTb i3 NpoAaxis, rasy3eBux
OrnsafiB, MapKeTMHIOBMX [AOCNiLKeHb, arpero-
BaHOI reoaHanitukm abo TenekomyHikauiiH1X
MacwuBiB. NepeayMoBU PE3NNLEHTHOCTI MOCU/IIO-
HOTbCA TOAI, KOMN L fXepena KOMMNIEeKCHO nepe-
TBOPIOKTLCA B YNPaB/iHCbKI PilUEHHS: YTOM-
HIOIOTb CEermMeHTW, JornomMaratoTb nepesipuTn
MOTEHUIHNX KJ/TIEHTIB, 3MIHIOTbL MpiopuUTETH
npojaxis i galTb NigcTaBu ONA KOPUryBaHHSA
BOPOHKW.

Pi3Hi TNK faHnX BUKOHYIOTb Y LibOMY NPOLECI
pi3Hi pyHKUiT. BigkpuTi AaHi faroTb 3Mory 6a4nTu
Li/TbOBY KOMMaHIil0 K yyacHuKa 6i3Hec-ekocuc-
TeMU — 3 TaJly3eBOK0 HAUIEXHICTIO, MPaBOBUM
cTaTycoM, BacHWKamu, 3akyniBesibHOK aKTuB-
HICTIO, NiLeH3issMK, Cy0BOK iCTOpiEto, Gopramu
abo iHWKUMK 03HaKamu pusnky [1]. ArperoBani,
3HEeO0CO00O/1eHi 11 HenepcoHidiikoBaHi TeNEKOMYHI-
KauiiHi BeNMKi AaHi gornomaratoTb BpaxoByBaTu
NPOCTOPOBY Ta MNOBEAIHKOBY AWHAMIKY MNOMUTY,
KOHLIEHTPALO ayauTOpii, MirpauiiHi 3MiHK i
noTeHuian nokaui [5]. OaHi CRM-cuctemmn
(hikcytoTb ICTOpIO KOHTaKTIB, yrog, Bignosigen,
3anepeveHb i pesynbrariB  KOMyHikauji. bis-
Hec-aHaniTMKa nepeeBoauTb Li Macusy y nokas-
HVKW, 3 SKUMW MOXE MnpautoBaTh ynpas/liHCbKa
KOMaHga: AKICTb MOTEHUNHUX KNIEHTIB, LIBUA-
KICTb NPOXOMKEHHSA eTaniB BOPOHKM, 4acTky
BUrpaHnx yrog, NpU4nHM BTPAT i 3MiHy KOHBepCIl
3a cermeHTamm abo perioHamu [19; 18].
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Y Takomy BuMIipi po6oTa 3 gaHumu Haby-
Ba€ UMKMIIYHOIO XxapakTepy. Cnepuy ikcy-
€TbCSH PUHKOBWIA CUrHan: 3MiHA aKTUBHOCTI B
ranysi, nafiHHA KOHBepCii, nosiBa HOBOI rpynu
KNIEHTIB, 3POCTaHHA PU3UKIB Yy NEBHOMY peri-
OHi abo 3MiHa noBefiHKM nokynuis Towo. Adani
Ler curHan nepexoauTb Yy CEerMeHTHy rinotesy:
4yn cnpasgi BignoBiAHA rpyna KoMnaHii Mae
noTpeoby, 6104KeT, onepauinHy CTiliKiCTb | 4OCTYN
[0 pileHHA. Tlicna uboro MapKeTUHr i npogaxi
YTOUHIOKOTb NPOIiNb ifdeaslbHOro KNieHTa, BiA-
6upaloTb NPIOPUTETHI LiIbOBI KOMNAHITl, 3anyc-
KaloTb KOMYHiKaL,ii, OLiHIOTb pe3ynsTar i Kopu-
rYHOTb BOPOHKY NpoaaxiB. LLIHHICTb Takoro uukny
nonsrae y nMnNOBTOPIHOBAHOCTI: KOXEH KOHTakT,
BigMOBa, 3aTtpumMka abo BurpaHa yroga nosep-
TalTbCA B CUCTEMY SIK HOBUI CUrHaUT OJ19 YTOY-
HEHHS PUHKY.

Y mexax BuUKNafeHoi KoHUenuil nepwi asa
KOMMOHEHTN MOB'A3aHi 3 PUHKOBMM GayvyeHHSAM
i MEepeBIPKOK K/TIEHTCLKOTO MNoTeHujany. laeH-
TMdoiKauia nepcrnekTMBHUX CEerMeHTIB Ccnupa-
€TbCA Ha BIOKPUTI peecTpu, rasly3esi gxepena,
pesynsTatv AOCNifXeHb, 3akyniBeflbHy axTuB-
HICTb | BHYTPILLHIO iCTOPIlO NpoAaxis. 3aBAaHHA
nongrae y Bifbopi cerMeHTiB, e NOEAHYTLCA
notpeba, nNIATOCNPOMOXHICTb, AOCTYMHICTb
KOMYHiKaLii Ta peasibHa AMOBIpHICTb yrogwn. ani
NepeBIPAETLCS CTINKICTb NOTEHLINHNX KIIEHTIB:
hopMasnbHa BignNoOBIAHICTb ranysi abo po3mipy
6Gi3Hecy Le He 03Hayae rOTOBHOCTI KynyBaTw.
Tomy Bax/MBUMM CTalTb NOAATKOBUIA cTaTyc,
cyaoBa icTopisi, 6opru, BUKOHaBYI NPOBaIKEHHS,
NiueHsil, yyactb y 3akyniBnsax, oiHaHCOoBi iHOW-
Karopu Ta 03HaKM NOTOYHOT akTUBHOCTI [1].

HacTynHuii 6710K CTOCYETbCA BW3HAYEHHS
NPIOPUTETHOCTI Ta Y3rofpKeHHs Ain. Y B2B-
npofaxax yac MeHemxepa, GIOKET nepcoHa-
Ni30BaHOT KOMYHiKaLjii Ta ekcneptHa ysara €
obmexeHumn pecypcamu. [aHi gonomararoTb
CNpsIMOBYBaTK X He Ha BWNAAKOBI KOHTaKTW,
a Ha UiNboBi KOMMaHIi 3 BULLOK NMOBIPHICTHO
pe3yneratMBHOl B3aemogii. TyT MNOEAHYITLCS
nNpominb igeanbHOro KieHTa, MapPKETUHI Ha
OCHOBI Li/IbOBUX KOMMNaHIiA i 6GasnbHe OLiHI0-
BaHHS MOTEHUINHUX KNieHTIB. BogHoyac Ui
IHCTPYMEHTU NpauoTb Nnwe 3a YMOBU Y3ro-
[DKEHHA MapKeTUHry Ta npofaxiB. HAKWO map-
KETUHI OLLHIOE SKICTb MOTEHLIAHOro KnieHTa 3a
O HMMW O3HaKaMW, a Npojaxi — 3a iHW1MK, AaHi
He 3MEeHLUYKTb HEBU3HAYEeHICTb, a CTBOPIOKTb
napasiesnibHi Bepcii puHKY. €4MHI npaBuna ouj-
HIOBaHHSA, CnisIbHI cTarycu, ofHakoBa Jorika
BOPOHKN Ta PerynsipHuii 3BOPOTHUI  3B’A30K
Bif, NpoAaxis pobsaTb cuctemy npuaaTHOK A0
ynpasniHHA [9].

OcTaHHi gBa KOMMOHEHTU MOSACHIOKTb, SK
[JaHi 3HWKYIOTb BapTiCTb NOMW/IKK i NiATpUMY-
I0Tb aganTauito. Y cknagHux B2B-npogaxax
noMusIKa pigko BUABNSAETbCA oApasy: CerMeHT
MOXe BUINS4aTy NepcrnekTMBHUM, asie He MaTu
6ro4KeTy, AOCTYNny A0 PileHHSA abo akTyasibHOT
notpebu. [aHi fawTb 3MOry padiwe nomituTu
cnabki curHasIv — HU3bKY BiANOBIAHICTb NPOINI0
ifeanIbHOro K/liEHTa, NnoraHy AKiCTb BiAMNOBIAEN,
HaATO [,0Bre NPOXO[KEHHA eTanis, MOBTOPIOBaHI
NPUYMHK BTPAT, OPUANYHI YK (DIHAHCOBI PU3MKU.
Ha uiin ocHoBI nepernsgalwTbes NpiopuTeTn 3a
perioHamu, rany3siMu, KaHasnamn i Tmnamm Kii-
eHTiB. Came TyT KOpuryBaHHs BOPOHKM npoja-
XIB CTa€ NPOABOM PE3USIbEHTHOCTI: MapKeTUHr
i Npodaxi He 4yekalTb 3aBEPLUEHHS [A0POroro
LMKy MOMW/IKW, & 3MIHIOKTb il TOAj, KON PUHOK
nojae nepLui nepesipeHi curHanu.

[Ona onepauioHanisauii  3anpornoHOBaHOro
nigxody AOUINbHO cucTteMarmsyBaTu iHCTPY-
MeHTU B2B-mMapKeTUHry Ha OCHOBi [aHuX 3a
IXHIM ynpas/liHCbKUM MPU3HAYEHHAM. Y Mexax
i€l cTaTTi BOHW pPO3rNsafaloTbCs K eleMeHTU
€AVHOTO MeXaHi3aMy 3HWXEHHSI HEBU3HAYEHOCTI.
IXHA UiHHICTL Nonarae B TOMy, LLO BiAKPUTI AaHi,
Benuki gaHi, CRM-cuctema, 6i3Hec-aHaniTuka i
IHCTPYMEHTU pO6OTU 3 LiSIbOBUMU KOMMAHISAMM
JonomaratoTb KOMMaHii paHille 6ayntn 3MiHK
PUHKY, TOYHILLIE NEepPeBIPATU NOTEHLIAHNX KNiEH-
TiB | LWBKALWIE KOPUryBatyM BOPOHKY MPOAaXxiB.
Y3ara/lbHeHHs1 TakmX [HCTPYMEHTIB nogaHo B
Tabn. 1.

HaBepeHi iHCTpymMeHTU (oopMyHOTb MOCHIi-
[OBHICTb  YNPaBNiHCbKUX [Aiil: B BUSABMEHHS
NepcrnekTMBHUX CETMEHTIB A0 NepPeBipKy KMIEHT-
CbKOro noTeHLiasy, BU3HAYEHHS MPIOPUTETHOCTI
Li/TbOBMX KOMMAHIN, Y3romKeHHs MapKeTUHry Ta
NPOA&XIB i KOPUTyBaHHA BOPOHKM. HanbinbLumii
ehbekT Ana pe3nIbEHTHOCTI BUHMKAE TOAj, KON
Lj IHCTPYMEHTM MOEAHaHI MiXX cob6ol i nigno-
pPsiAKOBaHi CMiNbHIA Noriui yxBasieHHs pillieHb.
Lndpposi iHCTpymMeHTU cami no cobi He rapaH-
TYIOTb pe3nsbeHTHoCTi. CRM-cuctema, aHa-
NiTMYHa naHenb, BIAKPUTI AaHi abo reoaHani-
TUYHWIA cepBIC MaloTb YMNPaB/IHCbKY LIHHICTb
nuuwe ToAi, KoNu BN/MBaKTb HAa PILLEHHA: 3Mi-
HIOKOTb NPOQRINL ifeasibHOro K/IiEHTA, YTOUYHIO-
I0Tb SKICTb MOTEHLINHNX KNIEHTIB, AOoNomaralTb
OLIHUTU PU3MKK, NOPIBHATU CErMeHTU i nepedy-
[JyBaTu BOPOHKY MPOAaXiB. Y LbOMY PO3YMiHHi
B2B-MapKeTUHr Ha OCHOBI AaHuX NigTpuMmye
pPe3nNbEHTHICTL Gi3Hecy, 60 NepeTBOPHE PO3-
Pi3HEHI PUHKOBI CUTHaNN Ha MPaKTUKY PaHHbLOIo
BUSIB/IEHHA 3MiH | CBOEYACHOrO rnepeposnoginy
pecypciB. BigkpuTi gaHi po3wnprooTb 6avyeHHs
PWHKY, BENWKI AaHi A04al0Tb NPOCTOPOBO-NoOBe-
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Tabnmuga 1
OCHOBHiI iIHCTpyMeHTU B2B-MapKeTUHIY Ha OCHOBI JaHuX
Yy MeXaHi3Mi pe3unibeHTHOCTI Gi3Hecy
YnpaBniHCbke BHecok
IHCTpyMeHT - .
IHchopmauiiHa 6a3a 3acTocyBaHHSs Y Pe3USIbEHTHICTb
po60oTu 3 gaHNMu .
B B2B-mapKeTuHry Gi3Hecy
OkpecnoTb

BigkpuTi 6i3Hec-
AaHi

PeecTtpauiiHi gaHi,
KBE/w, ctatyc,
B/1IACHWKMW, cyaoBa
icTopis, 6opru,
3akynisni, NileHsii.

[OCTYMHUIA PUHOK

| AaloTb NigcTaBn
nepesipuTy LiNbOBI
KOMNaHil 4o nepLoro
KOHTaKTYy.

3MEHLLIYIOTb PU3NK
po60TK

3 HepeneBaHTHUMU
abo cnabknmm
KOHTpareHTamu.

Mpodpinb
ifeanbHoro
KnieHTa

lany3b, po3mip,
(oiHaHCOBI O3HaKW,
perioH, ctagia
PO3BUTKY, AVHaMiKa
aKTUBHOCTI.

lMepeTBOpIOE
cermMmeHTay,ito

Ha Habip KpuUTepiiB, SKi
MOXHa NnepeBipuTn
MOBTOPUTY B MOLLYKY.

dokycye pecypcu

Ha cerMmeHTax, e €
notpeba, 6rOAXET i
peasibHa MOX/IMBICTb

yroau.

MoLyK KNIEHTIB i
ABM

Biakputi peectpu,
CRM-icTopis,
3aKyniBesibHi cUrHanw,
undpposa nosegiHka.

dopmye KOpOTKi
CMUCKK LiNIbOBUX
KOMNaHiv i nigTpumye
nepcoHaslizoBaHy
pPo60TY 3 HAMM.

Ckopouye BapTiCTb
NMOMWJIKW Y 10BIOMY
umkni B2B-npopaxy.

TenekomyHikaviiHi
BE/IVIKI faHi Ta

ArperosaHi,
3Heocob/eHi _
/i HenepcoHigikoBaHi

[lonomaratoTb OLiHUTY
noTeHLjian TepuTopii,

NigTpumyoTh
PILUEHHS B YMOBaXx
penokauii 0i3Hecy,

reoaHaniTuka AaHl Npo MOOUILHICTb, (/I0Kauin 1 MPOCTOPOBY (MIrpatll 1a
nokKaull Ta NnoBeAIHKOBI | ANHaMIKY MOMNnTY. HEPIBHOMIPHOIO
CerMeHTn. NOornunTy.

CRM-cuctema,
3b6araveHa
30BHiLLHIM
KOHTEKCTOM

ICTOpISt KOHTaKTIB,
eranv yrog,
raaly3eBui,
hiHaHCcOBUA,
OPUANYHWIA

i NOBEAIHKOBWIA
KOHTEKCT.

MoegHye BHYTPILLHIO
ICTOpPIO B3aEMOZIT 3
nepesipeHnM 6i3Hec-
npodoisiem KieHTa.

CTBOpIOE CninbHe
nosie pHKOBOIo
6ayeHHs

N1 MapKETUHrY
N npogaxi..

Bi3Hec-aHaniTMKa

CRM, gaHi npogaxis,
KOHBepCIi, MPUYNHN

PaHXXye NOTEHLiAHNX
KNiEHTIB i Nokasye
AKICTb BOPOHKM

[ae 3mory paHiwe

kopuryeaTu
-(I;?l,ig?é-leaHHel-lﬂ BTPAT, 30BHILUHI 3a cermeHTamu, !TDPOPVITETVI, KaHan
iHOMKATOPU PU3NKY.  |KaHanamu Ta i BOPOHKY NMPOAaXiB.
perioHamMu.
53%%%8”' Pobnatb cknagHy SHUXYIOTb
Lincpposi [eMOHCTpaLjieto B2B-nponosuyto HEBM3HAYEHICTb
nemoHcTpauji CRM-cnrHam, HAOYHILLIOK Ta faloTh | Mg, Yac Npoaaxy
Ta XR-chopmatn  |iHTepec Marepiast Ans OUIHKKA - | CKNaAHUX PILIeHb
[10 XapakTepUCTHIK 3aL|iKaBNeHOCTi i NiATPUMYIOTL AOBIpY
NPOAYKTY,. KMiEHTA. [0 NPONO3NLi.

LKkepeno: cknadeHo asmopamu Ha mamepiani [1; 5; 9; 11; 15; 16; 18; 19, 20]

AiHKoBUWIN KoHTekcT, CRM-cuctema qoikcye icto-
pito B3aEMOZIi1, a GisHec-aHaniTUKa NepeTBOPIOE
Ui JaHi Ha nigctasun ana aii. Came Taka iHTerpa-
uia gae B2B-komMnaHii 3Mory 3MeHLwyBsaTu Bap-
TICTb MOMW/IKW, LUBWALLIE pearyBatu Ha 3MiHYy

nonuTy M NiATPUMYBaTN KEPOBaHICTb NPOAaxiB
B YMOBaX BOEHHOI HEBNU3HAYEHOCTI.

BucHoBku. OTxe, Bigkputi gaHi Ta B2B-
MapKeTUHT Ha OCHOBI JAaHWX B YMOBaX BOEHHOI
HEBM3HAYEHOCTI MpautolTb AK OKpeMuii mMexa-
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Hi3M PE3ULEHTHOCTI Bi3Hecy. IXHA ynpaBniHCbKa
LiHHICTb Nnonsira€ y 3HWKEHHI HEBW3HAYEHOCTI,
BApTOCTi MOMWIKN Ta PU3KNKY XMOHOTO BUOOPY
cerMeHTa, KaHasly abo Lji/iboBOI KOMNaHii. Ykpa-
THCbKMI  PUHOK MapKeTUHroBMX OOCNIKEHb
2025 poKy [eMOHCTPYE 3pOCTaHHA MonuTy
Ha [AaHi, nokanisauilo 3aMOBHMKa W nepe.ary
Ki/TbKICHMX MeTofiB, WO NiATBEPAXYE MNOTPedy
6i3Hecy B perynsipHOMy, nepesipeHoMy Ii one-
pauiiHoO KOPMCHOMY 3HaHHI NpPo puHOK [3]. Big-
KpWTI AaHi fatoTb 3MOry 6a4mMTn PUHOK AK Bi3Hec-
eKocucTemy: yepes peecTpauiiHi aaHi, KBE4w,
cTatyc KOMMaHil, BfaCHWKIB, CyAoBYy ICTOpIlO,
6opru, NOAATKOBWUIA cTaTyc, 3akynisni, NiUeHsil
Ta [03BOMN. Benuki aaHi 4ONOBHIOKTL L0 Kap-
TVHY NPOCTOPOBOIO i NOBEAIHKOBOK ANHAMIKOHO,
asle MalTb BMKOPWUCTOBYBATUCS B arperosa-
HOMY, 3HEOCOb6/1eEHOMY 11 HeNepcoHitikoBaHOMY
surnagi. JaHi CRM-cuctemu oikCcyroTb iCTOpIO
B3aeMOfijil, a 6i3Hec-aHaniTUKa nepeBoanTb 11y
MOKa3HWKM SAKOCTi BOPOHKM npogaxis. Mpodisib
ileanbHOro KNiEHTA, MOLIYK NOTEHLIAHUX KNiEH-

TiB | MapKeTUHr Ha OCHOBI LiSIbOBMX KOMMaHii
y 3anponoHOBaHIin Norili 3MEHLLYTb BapTiCTb
noMunku. BoHn gonomararTb NepesipaTy puH-
KOBI rinote3n A0 3a/lydeHHs OOpOrnx pecypcis
NPOoAaxiB, a TakoX LUBUAKO KOPUryBaTn npiopu-
TeTV B yMoBax 3MiH NOMNUTY, perioHaIbHOi CTPYK-
Typu 6i3Hecy Ta NNaToCNPOMOXHOCTI KNIEHTIB.
ABTOpCbKa KoHuenuia B2B-pe3n/ibeHTHOCTI
Ha OCHOBI AaHMX CK/1adaEeTbCA i3 LWEeCTU KOMMOo-
HeHTIB: igeHTudikalii nepcnekTUBHNX CermeH-
TiB, NepeBipkM CTINKOCTI i 6i3Hec-noTeHuiany
KNIEHTIB, BM3HAYEHHS NPIOPUTETHOCTI Li/IbOBUX
KOMNaHiiA i pecypciB, Y3roKeHH MapKeTUHry
Ta npojaxis yepes eamHe gxepeno iHopmauii,
CKOPOYEHHS1 BapTOCTi NOMU/IKM Ta KOPUryBaHHSA
BOPOHKM Mpopjaxis. [lloganblli  AOCNIAXKEHHA
MOXYTb BK/IHOHATM KPOKW Bif, KOHUENTYasbHOI
mMogeni i npodecinHnx NprKnaaiB Ao KinbKiCHOro
TecTyBaHHSA BNAuBY 36aradyeHHss CRM-cuctemu,
BIAKPUTUX OAHWUX i reocaHaliTUKM Ha KOHBEPCIlo,
TPUBANICTb LUUKY NPOAAKY Ta YaCTKy BUrpaHUX

yrog.
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