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HOBUI ETAII B2B MAPKETUHI'Y: EBOJIIOIIS BIJI ABM 10 ABX

Octanni poku ABM crpiMko HabupaB nomyJisipHicTh cepen B2B mapkerosoris
pi3HuX rainyseil. Account Based Marketing (MapkeTHHT Ha OCHOB1 OOJIIKOBHX 3aIHCIB) —
1€ MAPKETHHIOBA CTPATET1s, IKa (POPMYETHCS Ha OCHOBI 3HAHB ITPO NOTPEON KOHKPETHOTO
kiieHta. ToOTo, mmie 3aJ0Bro J0 TOro, SK pO3MOYaTH CIUIKYBaHHS 3 KIIEHTOM
B1I0yBa€ThCS JCTAIbHUN aHaNli3 WOro OCcOOJMBOCTEH, BMOJ0OaHb Ta Oa)kaHb. BriacHe
ABM HanineHuii Ha CTUMYJIIOBaHHS KJII€EHTa BUWTH HAa KOHTAKT, 1 caMe MOIepeaHid
aHaji3 JIoroMarae CTBOPUTH €QeKT IIIbOBOI HEOOXIMHOCTI IS KJIi€HTa 1 OuIbIe
3aIliKaBUTH WOTO B TIPOITO3UIIL].

[Ipore micns mangemii Covid-19 6i3Hec-CcBIT 3MIHUBCA, a pa3oM 3 HHUM MaB
TpanchopMmyBaTtucs Ta po3BuBatuca 3 mudpoBuMm (okycom 1 B2B-mapkerwsr.
OuikyBaHHS Ta Baromi nepeBard JJis KIIEHTIB HE JIUIIE 1] Yac MOKYIKH, a i IPOTATOM
yChOTO JKUTTEBOTO IHMKIY TaKOX 3MIHWIKHCI. 3a pe3yJbTaTaMH OMUTYBaHHS
aMEpPUKaHChKUX MapKeToJoriB, npoBeaeHoro B 2021 poui, Oyno BussieHo, o Covid
BIUIMHYB HAa ABM crparerito 72,5% pecrnoHIeHTIB.

Bnums Covid-19 na ABM crpareriio komnasiii

3MiHMAUCb NPodiNi LiNbOBUX KNIEHTIB
(Hanpuknag, BigHOWEHHSA 0Cib Npuiimatoumnx pieHHs o 3Ml)
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[IpyunHamu, 3a3HayeHuMu Ha Puc.l, Oyjna BuUKIMKaHa HEOOXIJIHICTb
yA0CKOHaJeHHs: noTouHux ABM ctpareriid. Takoxx BUHUKIIA TpoOiemMa y HEJOCTaTHOCTI
B3a€MO/I1i JIMILIE MAPKETUHTOBOI'O BIJLTY Ta BIAALTY MPOAAXKIB, IO OCTATOYHO TPU3BEIIO
1o nepexony 10 ABX MapkeTuHry.

Account Based Experience — 1i¢ MapKeTHHroBa CTpaTeris, Opi€HTOBaHA Ha
JIOBIOCTPOKOBHUH Ta IITICHUM MiAX1d, SKAW rapaHTye, M0 KIIEHTCHhKUM MIJISAX TOKYIILIS
Oyne He nuiie O0E3IIOBHUM 3aBJsKH TOYKaM JIOTUKY Ta KaHajgaM KOMYHIKallii, a i Oyme
IIPOXOIUTH 3 MAaKCUMaJIbHO KOMMOPTHOIO ISl KiT€HTa mBUAKICTIO. [1iaXin 3acHOBaHMIA
Ha Tomy, 110 B2B 6i3Hec moTpebye iHTerparii He JuIe MiK MapKETUHTOM Ta ITPOJIaXKaMH,
K y BUNaAKy 3 ABM, a Mk MapKeTHHTOM, TIPOJIaXKaMu Ta KIIE€HTCHKUM JOCBIZOM, 1110
aBisie coooro ABX.

BaxuuBo po3ymitu, mo ABX He € 3aminoto ABM, BiH ckopiliie HOro eBOIIOIIS —
CBOEPIIHUIN MEpexiJl BiJ Opi€HTAIlll Ha MPOJaxi 0 OUIBIIOTO 30CEPE/KEHHS yBaru Ha
KJIIEHTI.

[Hmmmu cnoBamu ABX Oepe NpUHLIMION, IO JIEKaThb B OCHOBI PEAIbHOTO
KJIIEHTCHKOTO JOCBiY, BakJIMBOro Ajig B2B nmokymniiiB: A0Bipy, EMIIATIIO Ta aKTyaJIbHICTh
—13aCTOCOBYE iX Yy HU(POBOMY CBITI, 3aCHOBAHOMY Ha 00JIIKOBUX 3alMcax, U0 CTBOPIOE
y KII€HTa BITYYTTS BaXKJIWBOCTI HaBiTh B OHJAWH cepenoBuii. lle mpuszBoauTh 10
3aJIy4eHHS TOKYIIIIB caMe TOJi, KOJW BOHU XOUyTh OYTH 3aJlydEHHUMH, 1 SK HACIIIOK
I1JIBHIIY€ TTO3UTUBHUM JIOCB1I BiJl B3aEMOII1 3 HAIIIOIO KOMIIAHIEIO Ta CyMY YEKIiB.

BpaxoByroun 3MiHy OBEIIHKM CIOKKBa4iB Ha B2B punky micist nanaemii, Oyio
BU3HAYCHO, 0 ycminmuaa ABX cTpareris Mae BKIIFOYaTH B ce0€ HACTYITHI 7 €TaImiB OHJIANH
B3a€MOIil:

1.  Josipa: Ha paHHIX eTamax B3a€EMOJIli KOMIIAHIA 30CEpEeIKyeTeCs Ha
3MIIHEHH] JIOBIpH.

2. YVceioomnennsa: pam HeoOX1THO TMEPEUTH BIJ €MOUIMHHUX 30yJHUKIB [0
JOTIKH.

3. 3anyuenns: MiIKPIIUIEHHS HACTYITHUX KPOKIB OCBITHROIO 1H(OpMaIli€to, sKa
JIEMOHCTPYE IIIHHOCTI OpeH/Ty.

4, B3zaemooin: xonu KIEHT IEMOHCTPYE O3HAKH «3HAXOJKCHHS HA PUHKY», 11€

17IeaTbHAM Yac IS KOMaHJ TPOJIaXiB, MO0 3B’S3aTHCS 3 HUM Yy BIJANOBIIHUMA Ta
HalpeIeBaHTHIIIMI 11 HHOTO CIOCI0.

5. lliomeepooicennsn: KONMM KIIEHT B3aEMOJIIE 3 KOMAaHJIOK IPOJIaXKiB, BapTO
BUKOPHUCTOBYBAaTH TEMAaTU4YHI JOCTI/DKCHHS, CTaTTI Ta aHAIITAYHI 3BiTH, 1100
MiATBEPAUTH WOTO ySIBICHHS Ta 3aJyYUTH HOTO B JOBTOCTPOKOBY B3aEMOJIIIO.

6. 3axpinnenns: MPOAOBXKEHHS B3aEMO/IIi Ta 3MIIIHEHHSI CTOCYHKH 3 KITIEHTOM,
[UIIXOM MPONOHYBAaHHS aKTyaJIbHOI'O KOHTEHTY 3 1H(OpMaIli€ro Ipo nepeBark B3aeMoAill
3 TOBapOM KOMIIaHii.

7. Llicnanpooasicne 06cy208y6ants: MOKPAIICHHS MICISTPOIAXKHOTO TOCBITY
KJIIEHTa BU3HAYEHHSIM KJIIOUOBUX I[IHHOCTEH KJIIEHTA Ta 1X 3aJIy4EHHSAM 4Yepe3 MOTpiOHY
1H(opMariito Ta B MOTPIOHUI Yac B MOIATBIIOMY.
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Byno pocmimxeno, mo BukopuctanHs ABX cTparterii gomomoke KoMmaHii
MNOKpPAIIUTU SIKICTh OOCIIyTOBYBAaHHS KJII€HTIB Ta 301U1bIIMTH NpuOyTKH. KommaHii, siki
TOTOBI IHBECTYBAaTH y CTBOPEHHS IIHOTO IMO3UTHBHOTO JIOCBITY, MOXKYTh PO3PaxOByBaTH
Ha 3pocTaHHs cBoro Oi3Hecy Ha 40% mBuIIe Ta 301IBIICHHS 3araJIbHOT BAPTOCT1 )KUTTS
KJIII€HTIB y 1,6 pa3u Ta Oubie. [1]

OTto3x BpaxoByIOUH (DaKT 3pOCTaHHS BaXXKJIMBOCTI SIKOCTI 00ciiyroByBanHs Ha B2B
pUHKY (TOB'sI3aHUM 3 MiJIBUILIEHHSIM KOHKYPEHIIii), a TaKoX Te, 110 B2B nokymiii »uByTh
B YMOBax HecTadl yBaru Ta 1H(QOpMAaIliHHOTO HABaHTAXXCHHS, MOKHA 3a3HAYHTH, IO
BukopuctanHs ABX crpaterii cTaHe HalONTHMAJIBHINIOW CTpPATETi€r0 JUisi OOYI0BH
noBrocTpokoBux BiHOcHH. Ctpateriss ABX momomoske 3MIITHUTH JOBipYy 3 KIII€HTaMH,
BU3HAYUTH 1I€JIbHI MOMEHTH, KOJIM CIOKUBAYl TOTOB1 B3a€EMO/IISITH 3 BalllUM OPEHJIOM,
a MOTIM — 3a0€3MEeUNTH B3aEMOJII0 MIXK MPOJAKAMH Ta MAPKETHHIOM 3 OpIEHTAIIIEID HA
noJaJIbIIMKM ycmixX KJieHTiB. CaMe Takuil KOMIUIEKCHUM MiAXiA JO KII€HTIB HAJacTh
HalKpaiili (B TPOIIIOBOMY €KBIBaJIEHT1) PE3yIbTaTH.
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