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OCHOBHI CYYACHI niaxoan oo NigoreHEPALLI B B2B COEPI

MAIN MODERN APPROACHES TO LEAD GENERATION
IN THE B2B SPHERE
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Mema cmammi nosisizae 8 OnuCi 0CHOBHUX Cy4YacHux nioxodig sidoaeHepayii 8 B2B chepi 8 3anexHocmi 8io
Kiilbkocmi nomeHyitiHUX MoKynyis Ha puHKy. I1i0 Yac nposedeHHs1 A0C/IOKEHHS] 3aCMOCOBYBa/IUCS HACMYnHI Me-
moadu A0C/iOXeHHsI: abcmpakmHo-/102idHUl, cucmeMHO-CmpyKmypHul, Memod aHasoeil, cmpykmyposaHux i He-
CMpyKmMyposaHux criocmepexeHb. B daHili cmammi 00C/ioxeHi cydacHi nioxoou 0o siidozeHepayii 8 B2B cehepi 8
3a/1eXKHOCMI BIO KiZlbKOCMI MOMEeHYIUHUX NOKynyi8 Ha PpuHkKy. lpoaHanizosaHi meopemuyHi 3acadu ABM (Account
based marketing) ma HadaHa 3a2asibHa xapakmepucmuka yb020 rioxody. BusHaueHi piaHosudu ABM ma OCHOBHI
emariu 8rnposaodeHHs1. BusHaueHi ocobsiusocmi inbound mapkemuHay 8 B2B cchepi, oxapakmepusosaHa rpoye-
dypa BrnposadeHHs ma HadaHo OrnuUC OCHOBHUX KaHasig MowUpPeHHs1 KOHmMeHmy. Pe3ysibmamu nposedeHo20 00-
C/IIOXEHHSI MOXYymb 6ymu YiHHUMU 019 MionpuemMcms, wWo hyHKYioHytoms 8 B2B cekmopi 07159 nioBUWeHHS eghek-
musHOCMi MapKkemuH2080i Qii/IbHOCMI B HASIBHUX MypOy/IeHMHUX YMOBax 20CN00aptoBaHHsI.

Knrouosi cnosa: npomuciiosuli MapkemuHe, B2B mapkemuHe, nido2eHepayisi, iHmepHem-mapkemure, inbound
marketing, account-based marketing, abm, inbound mapkemuHa.

The purpose of the article is to identify and characterize the main approaches to lead generation in the B2B
sector at the current stage of society's development. During the research, the following research methods were
used: abstract-logical, systemic-structural, method of analogies, structured and unstructured observations. B2B
marketing has traditionally received less attention from the scientific community, as there is a widespread belief
that industrial markets are more conservative and stable compared to consumer markets. However, recently, the
scale of changes in the business environment has led to significant changes in the nature of markets and marketing
activities in consumer markets. This necessitates a rethinking of B2B promotion strategies and their adaptation to
modern conditions. This article examined modern approaches to lead generation in the B2B sector depending on
the number of potential buyers in the market. The theoretical foundations of ABM (Account-based marketing) were
analyzed and a general characteristic of this approach was provided. It was pointed out that the main difference
between this approach and classic lead generation was that the its focus was not on mass attracting customers
from various advertising channels, but on working with specific selected key customers. Types of ABM and the main
stages of implementation were identified. It was stressed that inbound marketing may be effectively used on the B2B
market with a large number of buyers because such markets had a lot of similarities in marketing approaches with
durable goods markets. The features of inbound marketing in the B2B sector were identified, the implementation
procedure was characterized and a description of the main content distribution channels was provided. It was
stressed that inbound marketing was much wider activity than just content creation, and it also included attracting
visitors, converting visitors into leads, turning consumers into loyal ones. The results of the conducted research
can be valuable for enterprises operating in the B2B sector for structuring marketing activities and increasing the
effectiveness of marketing policy in the current turbulent economic conditions.

Keywords: industrial marketing, B2B marketing, lead generation, digital marketing, inbound marketing,

account-based marketing, abm, inbound marketing.

MoctaHoBKa npo6Gnemu. B2B MapKeTuHry
TpaguuiiHO NpuAINSeTbca MeHWwa ysara 3 60Ky
HayKOBOI CNiJIbHOTW, OCKISIbKN 3a/IMLLAETHCA MOLLUK-
peHo OymKa, WO NPOMUC/IOBI PUHKN € OBinblu
KOHCepBaTUBHUMU i CTabi/IbHUMW B MOPIBHAHHI 3i

88

CMOXUBYMMU PUHKaMW. BTiM 3a OCTaHHii yac macLu-
Tab 3MiH y cepefoBuULLi rocnogaptoBaHHs NpPU3BIB
[0 3HAYHMX 3MIH B XapakTepi puHKIB Ta MapKeTuH-
rOBOI AisiNIbHOCTI HA pYHKaxX opraHizauiin-cnoxmnea-
viB. Lie 3yMOBNOE HEOOXIAHICTbL NEePeoCMUCTIEHHSA
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cTpareriii npocyBaHHs B B2B cchepi Ta agantaduji
X [0 CyYacHUX YMOB.

AHani3 ocTaHHiIX gocnigKeHb i Nyo6sikauii.
JocnigpkeHHo pisHMX acnekTiB account based
marketing Ta inbound MapKeTUMHIy nNpUAEINSAITb
yBary iHO3eMHi Ta BiTYM3HSAHI HaykoBLUi. Cepef, iHO-
3eMHUX AOCNIAHWKIB BapTo BUAINUTK A. ManneH,
[x. Mapkoc-KyeBac, B. Teoxapakic, Aki gocnigpxy-
Ba/M icTopito nosiBn account based marketing,
nigxoau pi3HNX aBTOPIB A0 AOro CYTHOCTI Ta CKna-
OOBUX YacCTWH, y3arasibHoBasiM K/I0HOBI hakTopu
YCNILWHOCTI BMNpoBapKeHHA paHoro nigxogy [1].
0. xnH fein ta C. Beii Wi gocnigxyBanun KYoBI
acrnekTu BnpoBamkeHHsA account based marketing
Ta OCOGMMBOCTI BMKOPUCTaAHHA AaHoro nigxogy
B cTaptanax [2]. Cepep, YKpaiHCbKUX AOCILHUKIB
BapTo BMAiNMTK €. B. THiTeubkoro, Aknin gocni-
[)KyBaB eBonoLito account based marketing Ta
noro aganTauilo 4O Cy4yacHUX YMOB rocnogapio-
BaHHA Ta HOBUX COLia/IbHO-EKOHOMIYHUX BUK/IU-
kis [3]. H. B. Lee4eHko Ta |. B. MaHxana gocni-
[XyBasin 0COG/IMBOCTI BMNPOBaMXEHHA Cy4acHUX
TpeHAiB MapKkeTuHry y cdpepy B2B, Bu3Havarouun
3HauMMmicTb account based marketing B KOHTek-
CTi Y[OCKOHa/IEHHA MapPKETUMHIOBOI AiANIbHOCTI
nignpuemcts B2B cdepu [4]. Cepep, iHO3EMHMX
pocnigHukis inbound mapkeTuHry BapTo BUAISIUTY
N. Nartpiyty-bantec, Aka pgocnigkysana CyTHICTb
inbound mapkeTuHry, Moro Ccknagosi, nepesaru
i HefonikKM MOPIBHAHO 3 KNAaCUYHUM MapKeTUHIOo-
BVM NiAX0A0M Ta OCHOBHI KaHa/M NOLUVPEHHS KOH-
TeHTy [6]. 3. BeXOBCbKWii AOCAigKyBaB CYTHICTb
nigxopgy inbound MapKeTWHry, iCTOPIO MOro nosieu
Ta pPO3BUTKY, METOAONOri Uboro nigaxody [6].
Cepep, yKpaiHCbKMX HayKOBLiB CUCTEMHO 3aiiMa-
€TbCA BUBYEHHAM inbound mapkeTuHry ILJ1. Uminb,
AKa I'PYHTOBHO A0C/igKyBasia TEOPETUYHY OCHOBY
inbound mapkeTuHry, 6a30Bi MONOXEHHS, IHCTPY-
MEHTK Ta npuHumnu [7; 8].

MocTtaHOoBKa 3aBAaHHA. MeTol AaHol cTarTi
€ BM3HAYEHHSI Ta XapakTepuCTKa OCHOBHUX Mid-
XOAiB A0 nigoreHepaduii B B2B cdpepi Ha cyyacHomy
eTani po3BUTKY CyCni/ibCTBA.

Buknag OCHOBHOro wmartepiasly pochi-
[XKEHHS. 3a OCTaHHi AeCATUNITTA 3 NOLUMPEHHSAM
IHTEPHETY Ta couja/ibHUX Mepex pagmnkasibHO 3Mi-
HMNacb CNoXmBYa NoBefdiHKa B 6iNbLIOCTI rasyseil.
CnoxmBadi oTpumMann 4oCTyn A0 BeIMYe3HUX 06¢H-
riB iHdpopmaLii i LUIMPOKi MOX/IMBOCTI AN caMOCTil-
HOro [OCNiMKEHHA ToBapiB i MocNyr. Takum YMHOM
NOKyNui CTasiM 3HA4YHO BiNbll MNOIHOPMOBAHUMM
i 3gaTHAMKU NpuiAMaTK GiNlbll CAMOCTIHI 3BaXXEHI
pilleHHA. Ponb cnoxuBada cTana 6inbll npoak-
TMBHOW, a MpoJasLi ToBapiB i MOCNyr BTpaTnun
CBill BNAMB Ha crnoxuBadva. 3 iHWOro 60Ky, nepe-
HaCUYeHiCTb Mefiia peknaMHUMK NOBIAOMIEHHAMMU
3HAYHO 3HM3W/IA PiBEHb peakLil Ta A0BIipN A0 HUX.
B2B puHKM TpaguuiiiHO XapakTepusylTbCA KOH-
CEepBaTUBHICTIO B NaHi BMNPOBaKEHHSA HOBUX
MapKEeTUHIOBMX MNigXOAiB B MOPIBHAHHI 3i CNOXMB-
YMMU pPUHKaMK, BTIM HOBI YMOBUW rocnoaproBaHHs

MAPKETUHT

3MYLLUYIOTb HaBiTb HalbiNnbll KOHCEpPBATMBHI Mia-
NMPUEMCTBA 3MIHIOBATW NIAXOAM 0O MApPKETUHIOBOT
LiSiNbHOCTI.

Bax/IMBO 3a3HaUNTK, LLLO NPOMUCNOBUIA Mapke-
TUHF BK/IHOYAE B ce6e TPpU OCHOBHUX KOMMOHEHTMU:

1. MapKeTuHroBi Ail NOBWHHI MoynmHaTUCA Ta
6a3yBaTnCs Ha NOYaTKOBUX NOTPe6ax KiEHTIB;

2. OpieHTauigd Ha KNIEHTIB MOBUHHA Mpo-
XOAUTU uYepe3 BCi  (PYHKUiIOHaU/TbHI  Nigpo3ainu
nignpuemMcTBa,;

3. 3a[0BOJMIEHHA K/IEHTIB MPOMMC/IOBOTO MNif-
NMPUMEMCTBA NOBMHHO PO3rNagaTtucb SK 3acié ao
[OOCSITHEHHS1  JOBFOCTPOKOBUX Ujineli no niasu-
LLLeHHIO JOXOAHOCTI nignpuemctsa [9].

Hapasi cepeg B2B nignpvemctB cTpareris
nigoreHepauii abo peknamu nNPSMOro  BiAryky
KOPUCTYETLCA GiNbLLO NONYASPHICTIO HXK Tpaau-
LifiHa MapkeTUHroBa cTpaTterito po3BUTKY GpeHay.
Lle noB’sa3aHo 3 6iNbLUMM PiBHEM NPOrHO30BaHOCTI,
HVXXYMM MOPOroM BXOAY 3 TOYUKWM 30pY PeKIaMHUX
6lOMKETIB Ta BULLMM piBHEM MPO30POCTi B NaaHi
BiACTEXeHHA edpeKTMBHOCTI. MNpoTe B Mexax cTpa-
Terii nigoreHepadii Hapasi HabyBatoTb MNOLUMPEHHS
OBa pPi3Hi NigxoauM B 3aNe€XHOCTI Bif KiNIbKOCTI
NOTEHLIAHMX CMOXUBaYIB Ha PUHKY. 30Kpema, Ha
PUYHKaX BE/IMKOK KINbKICTIO NOTEHUIHUX CNOXUBa-
4iB aKTMBHO 3acTocoByeTbcs Inbound marketing,
HaTOMICTb, Ha pPUWHKax, Ae KiNbKiCTb NOTEeHLii-
HUX KNIEHTIB BUMIPIOETLCA KiflbkOMa AecsaTkamu
abo coTHAMM 3acTocoByeTbcA Account Based
Marketing. [eTanbHiwe padi nigxoan 6ynyTb
JocnifxeHi fani B Mexax Ljiel cTarTi.

ABM (Account-based marketing — 3. aHrn. map-
KETMHT 3aCHOBaHWUI Ha KNKYOBUX KNiEHTaXx) B yKpa-
THCbKIi TepMIHONOrT TPaKTYETLCA SAK MapKeTUHT
Ha OCHOBI 06/1iKOBMX 3anuciB abo akkayHT-Mapke-
TUHr [3, 4]. MNMpoTe Ha Hawy AyMmKY, AaHi TepMiHU
He B NOBHI Mipi Bifo6GpaXatTb CYTHICTb LbOro
nigxody YKpaiHCbKOK MOBOW, TOMY A0UiSIbHO
aKTMByBaTW AMCKYCil0 B HayKOBOMY CepeaoBuLLi
3 Uboro npusoAay. 3i cBOro 60Ky SiK aslbTepHaTuB-
HWIA BapiaHT Ha3BWM LbOro Migxody NPOMOHYEMO
pO3rnagaTn TePMiH «MapPKETUHT K/THYOBUX KIi€H-
TiB». ABM TpakTytoTb Ik MapKETUHIOBY CTPATETito,
sAka (POPMYETbLCS Ha OCHOBI 3HaHb MPO MNOTPE6U
KOHKpETHOro knieHta [3]. FO/10BHOIO BiAMIHHICTIO
JaHoro nigxody Bif KnacuyHoi nigoreHepadi
€ Te, WO (ooKyC pobuTbLCA HE HA MacoBOMY 3asly-
YeHHI KNIEHTIB i3 Pi3HMX peknaMHUX KaHasiB, a Ha
PO6OTi 3 KOHKPETHUMMN 0BPAHUMW KHOHOBUMW Ki-
eHTaMmn. TOOBTO KOMYHiKauis 6yayeTbCca Mg NeBHi
rasly3eBi MiKpOCErMeHTH, KOHKPETHI nignpuemcTaa
Ta iHOAi NiA KOHKPETHWX NpauiBHUKIB LjiSIbOBUX
nignpPUeEMCTB.

[aHnii mapkeTUHIoBuWin niaxia Hapasi € HOBUM
Ta MasionolMpeHUM cepefs, YKpalHCbKUX Mpak-
TUKIB Ta HaykoBuiB. IcTopuyHO ABM  BUHUK
B pe3ynbrati eBontouii nigxogy KAM (Key Account
Management — 3. aHrn. ynpas/iHHA K/IO4Y0BUMMU
KnieHTamn) B NOEAHAHHI 3 aKTMBHMM 3acTOCY-
BaHHSAIM Cy4acCHUX iH)OpPMaUIAHUX TEXHOSOTIN
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(MapKeTMHroBOI aBTOMaTMU3aLii, My/1sTUKaHaIbHOI
KOMYHiKaujii Ta umcpoBoi B3aemogii) [2]. Hapasi
AaHuniA nigxig Masno gocniakeHwii B CBITOBOMY Hay-
KOBOMY cepefoBuLyi, asie HabyB 3HA4YHOro MoLK-
PEHHA cepef, MapKeTonorie, Wo npautoTs B2B
cthepi [3]. OcobnumeicTio ABM € Takox iioro opra-
Hi3aUiHMIA Nigxig 0o BNpoBaMKeHHS, SKWii nepea-
6ayae CTBOPEHHSA KPOCHYHKLIOHa/IbHMX KOMaHg,
AKi  BK/KOYAKOTb NpauiBHUKIB Big4iniBe npogaxis
i MapkeTuHry[1].

3arasiom ABM nigxig, AouisibHO 3aCTOCOBYBATH
3a HacTynHWX YMOB:

e KinbKicTb KNi€EHTIB He3HauHa (BUMIPIOETLCS
AecaTkammn abo Kisibkoma COTHAMM);

e CyMM NOTEHLHNX Yrod Benuki;

» Lumkn kyniBni cknagHwii i TpuBanuii Ta nepea-
6avae 3a/ly4eHHsA LLUMPOKOro Kona ocié B npouec
NPUIAHATTA PiLLEHHS WoA0 KyniBni;

* Bucoka KoHKypeHLU;s.

ABM aKTMBHO 3aCTOCOBYIOTb MNPOBIiAHI TEXHONO-
riYHi NignpuemcTaa, WO NpawoTs Ha B2B prHkax,
30KpeMa HasiBHI YCMilLHI Kelicn HacTynHUX Komna-
Hiii: Microsoft, Oracle, Adobe, SAP, IBM, Fuijitsu,
GE, Cisco, Sabre, Dassault Systemes, KPMG,
E&Y, 3M, Dow, ADM, SITA, Vodafone, Xerox,
Hitachi, Teradata, Juniper.

3arasiom ABM nigxig € cknagHMMm [0 BrpoBa-
[PKEHHS i NoTpebye 3Ha4YHMX pecypcis, NpoTe nepe-
Baru ioro Takox CyTTEBI:

» [loCcArHEeHHs 3HA4YHOro PIBHA BMi3HABAHOCTI
cepeq LinboBMx oci6 npuiiMaroumx pilleHHs 3 Bia-
HOCHO HEBEeNUKMMY BUTpaTamu;

o 3abesneyeHHs OiNbl Nerkoro BUXOAY Ha
BiANOBiAa/IbHMX OCi6 NOTEHLIAHUX KITIEHTIB,;

e ®dopmyBaHHA OinbLIOT A0BIpU [0 NocTa-
YaslbHMKa Ta CMPUAHATTA AK AINCHO K/ieHToopI-
E€HTOBAHOIO MocTavYasibHUKa Ta napTHepa, SAKui
rNMBOKO PO3yMie NOTPEOU Ta KOHTEKCT AisSIbHOCTI
nignprMemcTBa-kieHTa.

BuainstoTb Kinbka Tvnis ABM B 3an1eXHOCTI Bif
KiNNbKOCTi NOTEHUiAHNX KNIEHTIB:

CrparteriuHunii ABM (ogvH Ha OOMH) 3acToco-
BYETbCA 3a HaABHOCTI Bif 1 A0 KiJIbKOX OEeCATKIB
NOTEHUiMHNX KNiEHTIB i nepenbayae NOBHY iHOM-
Bigyanisayito Mg KOXHOIo KfieHTa Yycix Mapke-
TMHIOBUX MNOBIAOM/IEHb Ta aKTUBHOCTENM, 4acTo
3aCTOCOBYETHCA [10 BXe HassBHUX K/IEHTIB 3 METOH
nornmMéneHHs cnisnpay,.

MonerweHunii ABM (Lite (3 aHrn. - nerkuii), ognH
Ha [OEeKiNIbKOX) 3aCTOCOBYETLCA HA Kijibka [OecAT-
KiB KNIEHTIB, AKI pPO3NOAINAITLCA Ha Kiactepw,
ANs AKX po3pobsTbCs TUMNOBI peknamMHi noBi-
OOMJIEHHS, TakMM YMHOM nepefbayac obMexeHy
iHAMBIQYyaUTi3aLjto.

Mporpamatnk ABM (ognH Ha 6arato) 3acToco-
BYETbLCS 3a HAsIBHOCTI Bif, Ki/IbKOX COTEHb [0 TUCAUI
NOTeHUIHNX KNiEHTIB | Nnepefbdadvae ranysesy ajan-
Taujto 6e3 iHaMBigyanizauii pekaMHNX NoBiAOM/EHD,
6KUNIA [0 KNacUYHOro niaxony NPOCyBaHHS.

ABM nigxig nepenbadae neBHy MeToAmMKY BNpo-
Ba/DKEHHS, siKa BK/IHOYAE KiSibKa K/THOBUX eTaniB.

Mepwrm eTanom € BU3HAYEHHSA LiSIbOBOIO Cer-
MEHTY Ta hOpMyBaHHSA CMMCKY NOTEHL|iHNX KNi€H-
TiB (nepenbavae Bifodip HalibinbLWw NepcnekTUBHUX
Ta Nerkux Ans noyartky cniBpo6iTHUUTBA nignpu-
EMCTB), (hopMyBaHHSA AeTasli30BaHUX ONUCIB TUMO-
BMX NPOQiNiB OCi6 npuiiMaroumx pileHHsa (MeTos
aBarapiB abo NepcoH).

Jpyrum etanom € possigka (NpodisitoBaHHA)
LiNbOBUX K/IEHTIB — 36ip BENNKOro 06CAry AaHux
MO KOHKPETHUM MigNpUeEMCTBaM, O BU3HAYEHI SK
NOTEHUIAHI KNiEHTN (TpeHAun i cuTyauis B ranysi,
K/I04OBI CMIBPOBITHUKK, WO NPUIAMAIOTb PiLEHHS
abo BM/MBalTb Ha NPUAHATTSA pilleHb (BKIYa-
04K 36ip 0COBUCTUX KOHTaKTHUX AaHux, npodinis
B COLja/IbHUX Mepexax), cuTyauis Ha nignpuem-
CTBi (HOBWHM, NPOEKTU, Npobnemn)).

TpeTim eTanom € CTBOPEHHS KOHTEHTY 3 ypaxy-
BaHHSAM rasly3eBol crneymdiky 6axkaHux LifboBUX
CEerMeHTIB, IHTEpeciB KOHKPETHUX CTPYKTYPHUX
nigpo3ginie 3anyyeHnx Ao Bubopy ToBapy abo
nocnyru, k1A NPocyBaeTbes, Ta iHAMBIAYyani3aLito
nig, KOHKPETHUX OCib.

UeTBepTUM eTanom € 3anyck pekniamHuX Kam-
naHiii nig pisHi cTagii KyniBenbHOro LWAsSxy noca-
[OBUX 0Ci6 NOTeHUuiiHOro KnieHta. 34e06inbLworo
NOCNiAOBHO 3amnyCcKaeTbCs Kisibka peknamMHUX Kam-
naHili, ki nepecnigyoTb HACTYNHI Lini:

e Po3sirpiB gna 3ab6e3neyeHHs1 BMisHaBaHOCTI
KOHKPETHOro NignpuemMcTBa;

e 3ajlydyeHHs — Npono3unLis NIErKOro i LjikaBoro
nepLloro Kpoky Ans noyatky KoMyHikauii (cka-
YyBaHHA KOPWUCHOIO OE3KOLUTOBHOIO KOHTEHTY,
3anpoLleHHs Ha oHNaliH abo odhnaliH 3axig, ToLo);

¢ BupollyBaHHA — MiATPUMYBaHHSA KOMYHIKa-
Uil Ta 3a6e3neyeHHs KOPUCHUM KOHTEHTOM agjarn-
TOBaHMM nifg, cneunduiky ranysi Ta NoTeHUiiHOro
KMIEHTA,;

e TNpobymKeHHs/ NPUCKOPEHHS Yroam — CTUMY-
NALUiA A0 34INCHEHHS NEBHOTO MPOMIKHOIO KPOKY,
SKNIA HAGMXKAE A0 3aKNHYEHHsT yroam (3rofda Ha
NPOBEAEHHA ayauTy, 3anyck MifIOTHOITO MNPOEKTY
TOoWO).

Takum YnHom ABM € nepcnekTnBHMM MigxoaomM
[OJ1 3aCTOCyBaHHA Ha B2B puHKax 3 HeBesMKoH
KINbKICTHO MOTEHLiAHNX KMIEHTIB, AKUIA MOXe BUPi-
LWNTK 3adadi, AKi CKNnagHo AOCATHYTU KNacu4yHUMn
nigxogamu 0 NpocyBaHHS.

B2B puHKK, Ha AKX HasiBHa BeNuKa KifbKicTb
MOTEHUINHNX K/TIEHTIB € [A0CTaHbO CXOXMMW Ha
CMOXMBYI PUHKM [OOPOroBapTiCHUX TOBapiB TpuBa-
NOro BMKOPUCTaHHA. BignoBigHO Ha HUX MOXYTb
6iNbll aKTMBHO 3acTOCOBYBATUCA MapPKETMHIOBI
nigxoam 3i CNoXmBUMX puHKIB. CamMe Ha CMOXMB-
UYMX PUHKaX BUHWUKNO NOHATTS “inbound marketing”
(3 aHrn. — BxigHwii mapkeTuHr). Inbound mapke-
TUHT SIB/ISIE COO0I0 TAKTUYHMIA KOMMNIEKC 3axofiB,
CNPsAMOBaHMX Ha MOLYK Ta 3a/lyYeHHs CrnoXuBa-
YiB LUIAXOM BUKOPUCTaHHA LMGPOBUX KaHanis
3B'A13Ky, PO3BUTOK (BUXOBaHHS) CNOXMBaYiB y KOH-
TEKCTi uinei nignpnemcTBa, KOHBepTaLis iX y niau,
a TakoX aHasiz Ta OonTuMizauis cnoXxmsalbKol

MAPKETUHT
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nosegiHkn [7]. AaHa KOHUenuisi crnpsiMoBaHa Ha
3abe3neyeHHs NPOaKTMBHOI B3aeEMOAiI CnoXxusa-
yiB 3 MiQNPUEMCTBOM i OpiEHTOBaHa Ha HagaHHSA
CMoOXuBayy KOPWUCHOrO KOHTEHTY BiAMOBIAHO A0
MOTOYHOrO €eTany Moro KymniBenbHoro wnsxy [5].
3 MOMEHTY NOSABM faHa KoHLUenuis Habyna wmpo-
KOT NonynsapHOCTI B cepefoBuLLi HayKOBLB i Npak-
TUKiB. [poTe aKTMBHICTb i 3acTocyBaHHA B B2B
cthepi 3a/IMWAETLCA 3HAYHO HMXKYOI0, HK B B2C
cchepi.

BapTo 3a3HaunTu, Wo inbound mMapkeTuHr ue
He /fiMwe Npo CTBOPEHHSI KOHTEHTY (Xo4a, 3BiCHO,
KOHTEHT € KNHOYOBUM €/IEMEHTOM L€l KOHUEeNUiT).
BuginawoTb HacTynHi etany inbound mapkeTuHry:

» 3aslyvyeHHs BiABigyBavis;

» KoHBepTaujs Bigsigysadis y nigu;

e 3akputTa yrog,

* [lepeTBOpeHHs CnNoXuBa4viB B N0ASIbHUX,
NOXUTTEBUX CMOXMBAYIB i afBokaTiB 6peHay [6].

3acTtocyBaHHA inbound MapkeTuHry Ha npo-
MUC/IOBUX PUHKAX CTUKAETLCA 3 PALOM BUK/IVKIB.
PUHKM NMPOMUCIOBMX CNOXUBAYIB 3aBXAW Bigpis-
HAINCA BUCOKUM PiBHEM OCBIYE€HOCTI NOKYNU,iB, L0
CTaBUTb BMCOKi BUMOIN [0 KOHTEHTY. Takox yepes
yacto chopmasiizoBaHi cknagHi UMKAN NPUAHATTSA
piLleHb NPO KyniB/to BaXXKO CTBOPUTY CTiliknin emo-
LiiHNIA 3B’A30K MiX MOCTavyasibHMKOM | MOKyMNLUem Ta
MOHETM3yBaTu Moro B peasibHy yrogy. Mpu usomy
MOX/IMBOCTI LWOAO 3acTocyBaHHA inbound mapke-
TUHTY MOXYTb CYTTEBO BiAPIi3HATUCA MK PI3HUMMU
cektopamu B2B cdepn. Hanpuknag, Ha cupo-
BVHHUX PUHKaX LA KOHLEMNLUiA Mae ayxe obmexe-
HWli noTeHuian 0N BNPOBaKEHHS, HATOMICTb
B «EKCNepTHUX» cgpepax BigKpvBaE AyXe Benuki
MO>X/IMBOCTI.

3 iHWoro 60Ky 4epe3 3a3HayeHi TPyAHOL Ha
b6aratbox B2B puHKax Moxe 6yTV 3Ha4YHO HuK4a
KOHKYpeHLis 3a yBary MNOTEHLiAHNX KIEHTIB Ta
aCOpPTMMEHT AOCTYMHOro KOHTEHTY. Tomy inbound
MapKeTUHr MOXe cTatn eddeKTMBHOI CTpaTerieto,
Wo6 BMAINNTACA Ha OOHI KOHKYPEHTIB, CTBOPUTH
penyTauilo «ekcneprta» Ta 3a/ydyatu K/IEeHTIB
3 HWKYMMU BUTPaTaMM.

CTBOpPEHHA KOHTEHTY € CK/IafHOK 3ajayveto
B2B cektopi. Yacto ANnA CTBOPEHHS KOHTEHTY
3aU/lyvaloTb KOMaHay 3 haxiBuiB, AKa CK1afaeTbCcs
3 0fHOro abo KiNbKOX rany3eBux ekcnepTiB (npa-
UiBHMKa nignpuemctBa abo CTOPOHHIX 0OCib) Ta
OOHOro abo KifIbKOX KOHTEHTMENKepiB B 3as1ex-
HOCTI Bif, TUNY CTBOPKBAHOIO KOHTEHTY (Komipali-
Tep, Bigeoneparop Ta MOHTaxep, AusaliHep ToLo).
Mpu ubomy ranyseBuii ekcnepT BigNOBiIAABHUIA
3a 3MICTOBE HaMOBHEHHS, a KOHTEHTMelkep — 3a
AKICTb  OCOOpPMJIEHHA BIANOBIAHO A0 dopmary
KOHTEHTY. SAKICHWIA KOHTEHT € O4HWUM i3 K/THOHOBUX
npuHumMnie inbound MapkeTuHry, Tomy 3abesne-
YEHHS UbOro napameTpy € K/YOoBUM A1 YCnixy
uboro nigxony [8]. Y KOHTEKCTi LMthpoBOro Mapke-
TUHIY KOHTEHT MOXe OyTW NpakTU4HO Oyab-AKO
(bOpMOIK0 MUCbMOBWX, 3BYKOBUX ab0 BidyaslbHUX
3aco6iB MacoBoi iHdpopmauii (Hanpuknag, 6noruy,
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€MEKTPOHHI KHUMM, OQRILiAHI AOKYMEHTK, nyo6ikawyii
B COLjia/ibHMX Mepexax, Beb-TpaHcnsUil, BebiHapy,
nofkacTu, Bigeo, enekTpoHHi nncTtu Towo) [10].

Micna CTBOPEHHSA KOHTEHTY, MOCTaE NUTaHHSA
MOro NOLMPEHHS Ta AOHECEeHHA A0 NOTeHLIAHUX
cnoxuBadis. Cepep, IHCTPYMEHTIB MOLUMPEHHSA
inbound mapkeTuHry B B2B cdpepi HaibinbL nowwm-
PeHi HaBeLEHI HMXYe.

TeKCTOBUIN KOHTEHT Y web-cepefoBULLI Halvac-
Tile NpocyBaEeTbCs 3a paxyHok SEO abo noLuyko-
BOT ONTMMIi3aLii — KOHKYPEHL,is y NOLLYKOBIi Buaavi
MO BY3bKAM iHQPOPMAUINHMM rajsly3eBUM MOLUY-
KOBUM 3anmMTam Moxe OyTW AOCTaTHbO HMW3bKOM,
O 3HAYHO cnpollye BUXiA4 B Ton Bugadi. MNnarHi
MOLUYKOBI peknamMHi KammnaHii 3acTOCOBYHOTbCS
PigKO Yepe3 BUCOKY BapTiCTb 3a/ly4EeHHSI CMOXMK-
Baya KOHTEHTY.

CoujasibHi  Mepexi BigKpvBaloTb  BesINYesHi
MOX/IMBOCTI AN MOLUMPEHHS KOHTEHTY B pis-
HUX chopmax (TeKCToBWiA, rpacpiuHuin, Bigeo), npu
LbOMY 3abe3rneyyodr BUCOKUI pPiBEHb iIHTEpaKTUB-
HOCTI y B3aEMOZIi MOTEHLiiHMX CnoXuBaYiB 3 nig-
NpMeMCTBOM. 3abe3neyeHHs 3aslydeHoCTi nignmc-
HVKIB MOXe ByTu cknagHoto 3agadveto B B2B cdhepi,
OCKiNIbKM KOHTEHT Mae 6ifibll pavljioHasbHe aifioBe
CcrnpsAMyBaHHSA Ta 4yacTo 6yae nporpasarty 3a yeary
pO3BaXXasIlbHOMY €MOLINHO HACMYEHOMY KOHTEHTY.
KpiM OpraHiyHOro NOLUMPEHHST KOHTEHTY LUASAXOM
36i/1bLLIEHHSA 6a3uM NiANUCHYKIB aKTUBHO 3aCTOCOBY-
I0TbCA TapreToBaHi peknamHi kamnaHii, fki npocy-
BalOTb OKPEMi OANHULL KOHTEHTY ab0o 3axoAMu.

MegiHi kaMnaHii B IHTEPHETI LLISXOM BUKOPUC-
TaHHA rpadiyHmx abo Bigeo OorosioweHb MOXYTb
3aCTOCOBYBATUCb 3 METOK MPOCYBaHHA NEBHUX
KOHTEHTHUX OAUHWUL abo 3axofiB. 3HayeHHs
LUbOro KaHasly MpocyBaHHS 3HA4YHO 3MEHLUNIO0CH
3 PO3BUTKOM COLia/IbHUX MepeX, asie BOHU MOXYTb
TakoX eeKTUBHO 3aCTOCOBYBaTUCb K [0MOMiX-
HWIA IHCTPYMEHT NPOCYBaHHS.

Email Ta mecceHmpxepu pigKo BUKOPUCTOBY-
I0TbCS SIK KaHaU1 MEePLLOr0 KOHTaKTy 3 MOTEHUiAHNUM
KNIEHTOM (3a/Ty4EHHS CNoXMBava KOHTEHTY), OKpiM
MEeCCeHIKEPIB Ae € MOX/MBOCTI ANA 3anycky Tap-
reToBaHoi nnatHoi peknamm (Facebook Messenger,
Telegram). 34e6iNbLLIOr0 MecceHKepn BMUKOPUC-
TOBYKOTbCA SIK IHCTPYMEHT YTPUMAHHA Ta PO3BUTKY
BiAHOCWH 3 NOTEHUINHUM KNIEHTOM (4OCTaBK/ KOH-
TEHTY Ta BMBOAY Ha KOMYHiKaLito 3i crniBpo6ITHU-
KOM NignpruemMcTBa).

OKpiM BflaCHMX KaHasliB NOLUMPEHHSA KOHTEHTY
nignpUeMcTBa MOXYTb 3acTOCOBYBaTWM 30BHiLLHi
KaHanu (Ski Hanexarb TpeTiM ocobam). Lle MoxyTb
6yTn nyb6nikauii B rasly3eBmMx TeMaTuyHUx pecyp-
cax, nybnikauyii B TematnyHmx rpynax abo kaHanax
B coujasibHUX Megdia abo mecceHmkepax, ydacTb
Yy NPOQoECIiHNX ornNsaaax i penTuHrax, po3CUsku no
6asaM MignNMCHMKIB 30BHILLIHIX OpraHisauiii, yyacTtb
y 3axogax (oHnaiiH abo XuUBKX).

Takum 4mHOM inbound mMapkeTuHr moxe 6yTu
nepcneKkTUBHOK cTparerieto oia nignpuemcTts B2B
CEKTopy, A03BONANYN BUOYyZOByBaTM penyTauiio
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€KCNepTHOCTI ANnsa nignpuemMcTB Ta e(jeKTMBHO
3a/1yyatu KieHTiB. BTiM, BOHa Mae psif 0bMexeHb
Ta 0Cc06/1MBOCTEN, SAKi 0OYMOBMEHi cneuundikoro
B2B cekTopy.

BucHoBku. Cy4acHi ymMOBW rocnofaptoBaHHs
[AVKTYIOTb HOBI BUMOTY 10 MAapPKETUHIOBUX CTpaTe-
rii B B2B cchepi. MapkeTonoram nignpuemMcTs ctae
BCE BaXxxue gocsaraTy 3aniaHoBaHuX Linei sukopuc-
TOBYHOUN TPAAULiAHI IHCTPYMEHTK | nigxoau. Tomy
B Cy4YaCHMX KpU30BUX Ta TypOYeHTHUX ymoBax nig-
npuemcteam B2B cdpepu fOUiNBLHO TECTYBATM HOBI
nigxogu, AKi MOXYTb 3HAYHO MiABUWNTU edhekTuB-
HICTb MapKEeTUHIoBOI AifnbHOCTI. Cepes HOBUX Map-
KETUHIOBMX NiAXoAis, LLO MOKa3ylTb BUCOKY ediek-
TUBHICTb | BUAAKOTLCA AOUITbHAMW ANS LWMPOKOro
BMKOPUCTaHHSA BigHOCATbL account based marketing

(ABM) Ta inbound mapkeTuHr. Mpu uboMy account
based marketing € onTMManbHUM A715 BUKOPUC-
TaHHA Ha pWHKax, Ae NOKynuji MasiouucesbHi Ta
3[JCHIOTb 3aKyniBNi Ha 3Ha4yHi cymun. HaTomicTb
inbound MapKkeTuHr € onTMMaslbHUM 419 BNpoBa-
[DKEHHS1 HA PUHKaX 3 BEJIMKOK KiSIbKICTHO MOKYNLiB
Ta HasIBHICTIO Y HUX NOTPedn y cneuundiyHiin By3b-
Koranysesili iHchopmauii. Obuaea nigxoan akTMBHO
3aCTOCOBYOTbCA MNPOBIgHUMU NignpremcTBamn B2B
cthepu CLUA Ta €C i nounHaoTb 3aCTOCOBYBaTMUCS
OKpPEMUMW BENMKUMM NiSNPUEMCTBAMAN B YKpaiHi.
B Toin xe yac account based marketing 3arasiom
Ta ocobnmeocTi inbound mapkeTuHry B B2B cdoepi
3a/IMWaTb Hapasi HeaocTaTHbO AO0CAIMKEHNUMU
B HAyKOBWX KO/lax, L0 3yMOB/IHOE HarasibHy noTpedy
B NOAaNbLUNX AOC/iIIXEHHSAX.
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