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®OPMYBAHHS MAPKETHHI'OBHUX I IITHOBUX CTPATEI'TA
YITPABJIHHA BPEH/IOM MAJIOT'O ITITAITPUEMCTBA HA B2B PUHKAX

Anomauia. Cmamms npuceésayeHa auaunizy ma po3pooyi MapKemuH208ux cmpameii YnpasiiHHs
bpenoom manozo nionpuemcmea Ha B2B-punkax. YV cyuacnux ymoeax swcopcmkoi KOHKYpeHyii ma
yughposoi mpancghopmayii. Openo cmac KIOYOBUM AKMUBOM KOMNAHII, WO 6NIUBAE HA il
BNI3HABAHICMb, 00GIPY KIIEHMIB MA KOHKYPEHMOCHPOMOodcHicmb. OcoOauso ye akmyanibHo 07151 MAIUX
nionpuemMcms, AKI Maromes obmedceni pecypcu OJisi NPOCYBAHHS, NPOMe MONCYMb epeKmusHo
BUKOPUCMOBYBAMU CIMPAME2IUHI MAPKEMUH208I nioxoou 0t N0OY008U CUlbHO20 OpeHdy. Y cmammi
posananymo ocobaugocmi  pyukyionyeanua B2B-punxie ma ixuiti eniué Ha npoyec OpeHO-
MmeHedxcmenmy. IIpoananizo8ano OCHOBHI YUHHUKU, WO BUIHAYUAIOMb YCHIWHICMb OpeHdy Manoz2o
nionpuemMcmea, 30Kkpema eMoyitiny ckiado8y OpeHouHey, 008ipy napmHuepie, penymayitni acnekmu ma
oughepenyiayiro 8i0 Konkypeumie. Oxkpemy ysazy NpuodileHO NUMAHHAM NO3UYIOHYBAHHA OpeHdy ma
no6yooeu yHIKanbHoi YiHHICHOI nponosuyii. Aemopu nponoHyomv npakmuuui nioxoou 0o
Gopmysanns mapxemuneosux cmpameeii, opicHmosanux Ha B2B-ceemenm. Jlocniodcyromvcs piswi
MoOeli ynpasiinHsa OpeHOoM, 30Kpema cmpameis KOpnopamueHo2o OpeHOuH2y, nepcoHipikosanozo
bpendy ma cmpameeis cnispobimuuymea (co-branding). Busnaueno egexmusHni mapkemuHzoi
IHCmMpyMeHmu, wWo CHpusloms pPO3BUMKY OpeHOy Malo2o NiONpueEMcmeda, cepeo SAKUX KOHMEeHMm-
Mapxkemuue, Oiddcuman-cmpameeii, COYiaibHi mepedci ma memoou O0COOUCHICHO2O HEeMBOPKIHZY.
Ipaxmuuna 3nauywicms 00CAi0NCEHHA NONA2AE Y PO3POOYI peKomMeHnOayil 01 Mano2o 6izHecy uooo
ehexmueHo20 BUKOPUCAHHA MAPKemMUH208ux cmpameziti y OpeHo-meneoxcmenmi na B2B-punkax.
3anpononosani nioxoou 0ONOMONCYMb NIONPUEMCINBAM He Juule 3MIYHUMU PUHKOSI no3uyii, ane u
8UOYOy8amMu 00820CMPOKOBI NAPMHEPCHKI 8IOHOCUHU 3 KNIEHMAMU MA NOCMAYATbHUKAMU.

Knrwouoei cnosa: Openo-meneddcmenm, mapKkemuneoea cmpameeis, YiHa, IHHO8AYil, Maje
nionpuemcmeo, B2B-punok, no3uyionyeants opeHoy, KOHKYPeHMOCHPOMONCHICD.
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FORMATION OF MARKETING AND PRICING STRATEGIES FOR
MANAGING THE BRAND OF A SMALL ENTERPRISE IN B2B MARKETS

Abstract. The article is devoted to the analysis and development of marketing strategies for managing
the brand of a small enterprise in B2B markets. In today's conditions of fierce competition and digital
transformation, the brand is becoming a key asset of the company, which affects its recognition,
customer trust and competitiveness. This is especially true for small businesses that have limited
resources for promotion, but can effectively use strategic marketing approaches to build a strong
brand. The article discusses the features of the functioning of B2B markets and their impact on the
brand management process. The main factors that determine the success of a small business brand, in
particular, the emotional component of branding, the trust of partners, reputational aspects and
differentiation from competitors are analyzed. Special attention is paid to the issues of brand
positioning and building a unique value proposition. The authors offer practical approaches to the
formation of marketing strategies focused on the B2B segment. Various models of brand management
are explored, including the strategy of corporate branding, personalized branding, and the strategy of
cooperation (co-branding). Effective marketing tools that contribute to the development of a small
business brand have been identified, including content marketing, digital strategies, social networks,
and personal networking methods. The practical significance of the study lies in the development of
recommendations for small businesses on the effective use of marketing strategies in brand
management in B2B markets. The proposed approaches will help enterprises not only to strengthen
their market positions, but also to build long-term partnerships with customers and suppliers.
Keywords: brand management, marketing strategy, price, innovation, small business, B2B market,
brand positioning, competitiveness.

IloctanoBka mnpoOjemMu. Y CydaCHUX YMOBaX KOHKYPEHTHOTO CEpeIOBHUIIA
MapKETHWHTOBA 1 I[IHOBA CTPATETis BIJIrpa€e KIOYOBY poiib y GOpMYBaHHI Ta 3MIIIHECHH1
OpeHay Majoro MiAIpUEMCTBa, 0co0IMBO Ha puHKYy B2B (business-to-business). Ha
BimMiny Big B2C (business-t0-cOnsumer), ne yBara 3o0cepe/pkeHa Ha €MOLIHHOMY
COPUMHATTI OpeHay KIHIEBHUMH CIOXHBayamu, y B2B-cermeHTi BupimIagibHY pOJIb
BIIIrparOTh Taki (akTopu, SK J[OBipa, pemyTallisi, JOBTOCTPOKOBI IMapTHEPCHKI
BIIHOCHHHM Ta 1HAWBIIyaTi30BaHUHN MiIX1] 10 KITIEHTA.

Mani minnpuemctBa Ha B2B-puHKax CTHKArOTBCS 3 HU3KOK BUKIHWKIB, CEpel
AKUX OoOMexeHl (iHAHCOBI pecypcw, HEOOXIIHICTh TMPOTHCTOSHHS BEIUKUM

KOpIOpaIlisiM Ta CKJIQAHICTh Y BIIAOYAOBI €(PEKTUBHUX KaHAJIB KOMYHIKallii. Y CIillIHEe
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(opMyBaHHS MAapKETUHIOBOI 1 I[IHOBOi CTpaTerii ynpaBiiHHA OpPEHIOM Ja€ 3MOTY He
JUIIe yTPUMYBAaTH HAsBHUX KII€HTIB, a ¥ 3aJlydaTH HOBUX IMAPTHEPIB, CTBOPIOIOYHU
CTaOUIbHY KOHKYPEHTHY IIepeBary.

OcHoBHI acniekTu (popMyBaHHSI MApKETHMHTOBOI 1 IIHOBOI CTpAaTerii BKIIOYAIOTh
aHaii3 PUHKOBUX TEHJEHIINA, BU3HAYEHHS LUIbOBOI ayauTOpli, po3poOKy YHIKaIbHOT
toproBenbHoi mpono3unii (YTII), BukopuctanHs UUPPOBUX TEXHOJIOTIM IS
pocyBaHHs Ta (JOPMYBaHHS MO3UTHUBHOIO IMIJKY KommaHii. KpiM Toro, BajiuBuM €
yIOpPaBIIHHSA CIOKHUBYMM JIOCBIJOM Ta 3a0e3MedYeHHs] BHCOKOTO PIiBHSI CEpBICY, IO
3HAYHOI MIpOI0 BIUIMBAE Ha JIOSJBHICTh KIIEHTIB Ta iX TOTOBHICTH JO
JIOBIOCTPOKOBOT'O CIIBPOOITHHUIITBA.

3Ba)kar0UM Ha aKTYaJIbHICTh TEMH, JaHE JOCII/DKCHHS CIPSMOBaHE Ha aHai3
KJIIOYOBUX MPUHIUIIB MOOYA0BH €()EeKTUBHOI MAapKETHMHTOBOi 1 I[IHOBOI cTpaTerii
yIPaBIiHHSA OPEHJIOM MaJIOTO IIMPUEMCTBA B cerMeHTi B2B, a Takok BH3Ha4YCHHS
THCTPYMEHTIB, 110 IOMIOMOKYTh MIIBUIIUTH BI13HABAHICTh Ta PEHTA0ENbHICTh O13HECY.

AHali3 ocraHHiX aociaimkens i myOaikamii. B cdepi mapketuHrosoro i
I[IHOBOTO 3a0e3neueHHs e(QEeKTUBHOI BUPOOHUYO-KOMEPIIIHHOT ISIBHOCTI Majioro
MiATPUEMCTBA TUTITHO BEIYTh HAYKOB1 JIOCIIKEHHS BEJIMKA KUTBKICTh BITYM3HSHUX Ta
3apyOibkHMX BueHHX. Cepen HUX Clif BUAUIATH HaykoBi mpaili Crapoctinoi A. O. [1],
[Mepepsu I1. T'. [2, 4], Komicki 1. [2, 7], Kob6enesoi T. O. [3], TkauoBa M. M. [5, 8],
Hari C. [7], ToBaxusacskoro B. JI. [9], Bopsenko B. 1. [10], IToropemosa M. 1. [11],
Mexopuua C. A. [12] Ta iH. Ananmi3 HasSBHMX myOmikamiii 1momo GopMyBaHHS
MapKEeTUHTOBUX CTpATEriil ympapiiHHA OpeH0M Mayoro manpuemMcTBa Ha B2B punkax
[1-7] mo3BonmMB BUSBHATH [EKUTbKAa KIFOYOBHUX ACIEKTIB, SKi BapTO BpaxyBaTH IPHU
po3po011i eeKTUBHOT MAPKETUHTOBO1 CTpaTETii.

[lo mepme, momo etamiB (GopMyBaHHS MapKeTHHTOBOI cTparerii. Ilporec
PO3pOOKHM MapKETHMHTOBOI 1 IIIHOBOI CTpaTerii MOBHHEH OyTH CHCTEMAaTH30BaHUM Ta
nociigopauM. Ha aymky Craopoctinoi A. O. BiH BKJIIOYA€ Taki €Tamd, SK aHATI3
PUHKY, BU3HAYEHHS IIJTLOBOI ayAUTOPii, po3poOKa YHIKAIBHOI TOPTOBOI MPOMO3HIIIT Ta
BuOip kaHanmiB komyHikamii [1, c. 324]. Ile#t miaxigm mgo03BOJIIE 3a0C3MEUYUTH

Y3rOJIKEHICTh 1 Ta €(EeKTUBHE AOCSITHEHHS mocTaBieHux uuied. [lo-apyre, momao
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ocoOnMBOCTE OpEeHI-MEHEI)KMEHTY B yMOBaxX BOEHHOro cTaHy. B cydacHuX ymoBax,
30KpeMa IiJ 9ac BOEHHOTO CTaHy, SIK CIPaBEUIMBO BKa3ye€ B CBOEMY IOCIHIIHKCHHI
[Tepepra I1. I'. [11], BaxximMBO amanTyBaTH OpEHI-MEHEIKMEHT 10 HOBUX peaniid. Lle
MOX€ BKJIOYATH BUKOPHUCTAHHS NATPIOTMUYHUX MOTHBIB Y OpEHAMHTY, HIATPUMKY
MO3UTUBHOIO IMIJKY T4 aKTUBHE BUKOPUCTAHHS COI[IAIBHUX MEPEXK JUIsl KOMYHIKAIIii 31
crnokuBadyamu. Taki A1l COPUSIOTH MIJBUILEHHIO JIOSJIBHOCTI KJIIEHTIB Ta 3MIIHEHHIO
no3uiliii OpeHy Ha puHky. [lo-Tpere, OUIBIIICTH aBTOPIB BKa3ylOTh Ha €(PEKTUBHICTS 1
aKTYaJIbHICTh BHKOPHCTaHHS UMGPOBUX TEXHOJOTIH y wmapketunry [2, 4, 6].
JimxuTanizailisi eKOHOMIKM BIIKPUBA€E HOBI MOKJIMBOCTI JJIsl MApKETUHTY. [HHOBAIIiIH1
THCTPYMEHTH IU(PPOBOTO MAPKETUHTY, TaKl SIK COLIaIbHI MEpeXi, KOHTEHT-MAaPKETUHT
Ta aHAJITUKA JaHWX, JO3BOJSIIOTH MAJHUM ITiIMPHEMCTBaM €()EKTHBHO B3a€EMOMISATH 3
O13HeC-KIII€EHTAaMU, IMIBUIIYBAaTH BII3HABAHICTh OPEH]ly Ta 3ajydyaTd HOBUX MapTHEPIB.
[To-deTBepTe, KOHYE HEOOXiAHE CydyacHe po3yMiHHs creiudiku B2B mapketunry [8,
11]. Mapxketusr y cdepi B2B mae cBoi ocobmuBocTi, BiaminHi Big B2C. Lle crocyeTbest
JOBIIUX IHUKJIIB MPOJaxiB, OUTBII paIlioOHAJLHOIO IMAXOAY 10 MPUHUHATTS pillleHb Ta
BOXJIUBOCTI  MOOYIOBM  JOBIOCTPOKOBUX  BIIHOCHMH 3  KIi€HTaMu. Manum
MIAIPUEMCTBAM BaXJIMBO BpPaxXOBYBaTH Il OCOOJMBOCTI MpU PO3pOOIll CBOIX
MapKETUHTOBHUX CTpaTerii, o0 e(peKTUBHO KOHKYpPYBAaTH HAa PUHKY.

BpaxoByroun 111 acrekTd, Majil MiANPHUEMCTBA MalOTh peajabHI MOMXJIHUBOCTI
po3pobuTH edEeKTHBHI MapKETHHTOBI 1 IIHOBI cTpaTerii ynpapiiaHsS OpeHnom Ha B2B
pUHKAX, 110 JIO3BOJIUTH M 3MIITHUTH CBOi KOHKYPEHTHI MO3HUIIIl Ta TOCATTH PUHKOBOTO
yCIIXy B CY4acCHHUX YMOBaXx.

IloctanoBka 3aBaaHHs. Mera MOCHIDKEHHS — BU3HAYUTH Ta OOIPYHTYBaTH
edeKkThBHI TMiAX0AN A0 (HOopMyBaHHS MApPKETUHTOBUX 1 I[IHOBUX CTPATETId YIpPaBIIHHS
OpeHmoM Mainoro mignpueMcTBa Ha B2B puHKax, BpaxoByroun 0cOOJMBOCTI Oi3HEC-
CEpellOBHINA, CMOKMBUYY TOBEMIHKY Ta cydacHI IU(POBI IHCTpYMEHTH. JloCTiKeHHS
nepenbavae aHaji3 TEOPETHMYHUX 3acaj, OIIHKY ICHYIOUYHX MPAaKTHK Ta PO3pPOOKY
pPEKOMEH Al 1010 MIBUIIICHHS BITI3HABAHOCTI Ta KOHKYPEHTOCIPOMOXKHOCTI OpEeHIy B

cermenti B2B.
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Bukiag ocHoBHOro Marepiajay aociimkeHHsi. Po3poOka epexkTHUBHUX
MapKETUHIOBHUX 1 LIIHOBUX CTpAaTeriil ynpasiiHHSA OpeHAOM JAJis MaJIUX MIANPUEMCTB Ha
B2B punkax € kiao4oBUM (akTopoM ixHbOro ycmixy. JlocaimxkeHHs B wid cdepi
BUSIBIJIM JIEKLUIbKA BaXKJIMBUX ACMEKTIB, K1 BAPTO BPAXOBYBATH NMpU (POPMYBaHHI TAKUX

cTpateriii (puc.1).

_ Posyminma Yirka Hepconamizamis || CouianbHi T[To6yoBa MilHEX
1iTb0BOT ayauTOpii _ o '
g no}; e p IiHHICHA KOMYHiKaii JIOKa3u Ta BITHOCHH 3
p TIPOMO3MILis peryTais KITieHTaMK

1 ili

|
|
BuxkopucraHHs . Bpennosa
LdpoBrX @DaKTOpH BIVIMBY HA MAPKETUHIOBI itenTHUHICTS i
TEXHOJIOTH ISt cTparerii ynpasJjiHHsI OpeHI0M 1Jis1 TIOCITiTOBHICT
IPOCYBAHHS MaJux nignpuemMcTs Ha B2B punkax
Onernv
IuBecTyBaHHs B CrBopeHHs CniBnpans 1a | | OmuikananeHu# || KoHTEHT-MapkeTuHr
MapKCTHHTOBI YHIKJILHOTO napTHEpCTBA MapKETHHT i eKCrepTHIiCTD
cTparerii roJIocy OpeHIy

Pucynok 1 — ®opmyBanHs (hakTOpiB BIUTMBY HA MAPKETHUHTOBI 1 IIIHOBI cTpaTerii
yIPaBJIiHHS OPEHAOM ISl MAJIMX MHiaAnpueMcTB Ha B2B puaKax

IDicepeno: asmopcvka po3podxa

I'muboke mociipKeHHsT PUHKY Ta aHaji3 MoTped KIIEHTIB J03BOJSIOTH MaJHM
HiAIPUEMCTBAM  CTBOPIOBATH  NPOIMO3HIIII, IO MaKCHUMaJIbHO  BIANOBIIAIOTH
OUIKyBaHHsSIM Oi3Hec-KIieHTIB. lle BKIIOYAae CerMeHTalil0 pPUHKY Ta aJanTalliio
MPOAYKTiB ab0 mociyr mia crenudidHi BUMOTH KOXXKHOTO cerMeHTa. Y B2B-cekTopi
JIOBIOCTPOKOBI ~ MApPTHEPCHKI  BIAHOCHHHM € HAA3BUYAHO BaXJIMBUMH. Maii
MiANpUEMCTBA TIOBUHHI (POKycyBaTHCs Ha BCTAaHOBJICHHI JOBIpM Ta HaJaHHI
BHUCOKOSIKICHOTO OOCITYyTrOBYBaHHS, IO CHPUITHME JIOSUTBHOCTI KJTIEHTIB Ta MMOBTOPHUM
3amoBneHHsAM. [ludpoBa Tpancopmariisi BiIKpUBAE HOBI MOXKIMBOCTI JJISI MallUX
MIANPUEMCTB Y TPOCYBaHHI CBOiX OpeHIiB. BUKOpuCTaHHS IHCTPYMEHTIB KOHTEHT-
MapkeTuary, SEQO-onTumizamii Ta CoOIlialbHUX MEPEX JO03BOJSE  ITIBUIIATH

BITI3HABAHICTh OPEH/y Ta 3aJTyYUTH HOBUX KJIIEHTIB.
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[Iporuosyetsbes, mo y 2025 poili MapKETUHIOB1 OI0/KETH Ha II100albHOMY PiBHI
3pocTyTh Ha 2-5 %. lle o3Hauae OuIbIIEe MOMXJIMBOCTEH ISl PO3BUTKY, KPEATHBHUX
€KCIIEpUMEHTIB Ta MOCHJIEHHsS OpeHAy. Manum miinpueMcTBaM BapTO 1HBECTYBaTH y
MapKETUHIOBl CTpaTerii, TECTyBaTH HOBI IHCTPYMEHTHM Ta IIyKAaTU MiIAXOIHU, SKI
3ayly4aTh ixHIO ayauTopito. bmuzeko 70 % mokymiiB BBaxawTh, 1mo B2B-O0penau
3By4YaTh OJIHAKOBO, X04a 71 % MapKeTOoJIOriB NepeKoHaHl1, 0 IXHi OpeHa yHIKaTIbHUH.
Manum miAnpueEMCTBaM Ba)XJIMBO CTBOPIOBATH YHIKAJIbHUM CTWJIb 1 IMOBITOMIJICHHS
OpeHay, IOJal0ud B KOHTEHT OUIbIIE JIOASHOCTI, TBOPYOCTI Ta CIPaBKHHOTO
PO3yMIHHS CBOET ayJUTOPII.

BpaxyBaHHsi IMX acMeKTiB OMOMOXKE MaluM MiANPUEMCTBAM €(QEKTHBHO
¢opMyBaTH MapKETHMHIOBI CTpaTerii ympasiiHHsS OpeHaoM Ha B2B punkax, 1o
CHPUSATUME TXHBOMY CTAJIOMY PO3BUTKY Ta KOHKYPEHTOCTIPOMOKHOCTI.

PozButok Openay B cermenTi B2B BuMarae 4itkoi ctpaTerii, OCKUIbKU PIlIEHHS
Opo KYyHIBIIO TNPUIMAlOTbCS HA OCHOBI pallloHAJbHUX (aKTOpiB, JOBIpM Ta
JOBrOCTPOKOBHX BiTHOCUH. OCh KITIOYOBI aCIIEKTH, SIK1 CJIiJ] BpaXOBYBATHU:

UiTka I[iHHICHA TPOIO3WIlSA — II€ BU3HAYEHHS YHIKaJIbHUX IIepeBar, sKi Ball
OpeHl TpONOHYe KIi€HTaM. Ii TpakTW4HAa peai3allii JoCATA€TbCA  YITKHM
dbopmyTOBaHHS BJIACHUX KOHKYPEHTHHUX TepeBar (SKiCcTh, IHHOBAIlli, I[iHA, CEPBIC) Ta
OpieHTamier0 Ha TpobiieMH KIIEHTIB 1 CmocoOM X  BHUPINICHHS  BaIluM
IPOTYKTOM/TIOCITYTOFO.

bpenymoBa imeHTUYHICTH 1 TOCTIIOBHICTh — II€ Y3TrO/DKCHHH CTHIIb OpeHY,
BKJIIOYAIOYM JIOTOTHI, KOJBOPOBY TaMy, KOPIOPaTUBHUM CTWUJIb, TOH KOMYHIKAIlii.
PeanizyeTpcsi MUIAXOM BUKOPHUCTAHHS OJHAKOBUX BI3yalbHUX Ta KOMYHIKAI[IHHUX
€JIEMEHTIB y BCIX KaHaJlaX, a TaKOXX JOTPUMAHHIM €IMHOTO CTHJIIO y CITUIKYBaHHI 3
CTHOXKUBAYaMH.

KoHTeHT-MapKeTHHT 1 €KCIEePTHICTh Mepeadayac CTBOPEHHS IIHHOTO KOHTEHTY,
KWW JoroMarae KiIi€HTaM NpUiMaTH pimieHHdS. Metoau peanarii: myOumikaiis Kewc-
CTaJi, aHaJIITUKH, EKCIEPTHUX CTaTeH, Bi/le0, BEACHHS OJIOTy a00 y4acTh y rajay3eBHX

Meia, oprafizailis BeOiHapiB Ta KOH(PEPEHITii.
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Ilepconanizaiiisi KOMyHIKallli BKIOYae B ce0e BUKOPHUCTAHHS 1HAMBIAYaJIBHOIO
NIAXOAY /10 KOXKHOTo KiieHTa. Peamizyerbcs 3 BukopuctanHsmM CRM-cucremu s
CerMeHTallii KIi€HTIB Ta ix moTped; BHOpOBaKeHHS e-Mail-mapketunry 3
MEePCOHANI30BAaHUMH MpoNo3ullisiMu; BukopucTtanHd LinkedIn Ta iHmmx mpodeciitHux
maTgopM Juisi T0Oy10BU BITHOCHH.

ComianbHi J0Ka3W Ta pemnmyTalis — 1€ BHKOPHUCTAHHS BIATYKIB, KEIHCIB,
cepTudikaTiB 1 OAKpiIeHHs AoBipu. [lepenbayae qeMOHCTpaIlito BIATYKIB KJI1€HTIB,
BKJIFOUEHHS CEpTU(IKATIB SIKOCTI, MyOJIKalil0 KEeHCIB CHIBOpali 3 BIIOMUMU
KOMITaHISIMHU.

CuiBmparisg Ta mapTHEPCTBA — B3a€EMO/IIS 3 IHIIUMHU KOMIIAHISIMU JIJIS TT1JICUJICHHS
NO3WINI Ha PHHKY 3 JOTIOMOTOI0 CTBOPEHHS CHUIBHUX TMPOEKTIB, CIIBOpans 3
acoIfialisiMu Ta OpraHi3allisiMH, y4acTl Y BUCTaBKaX Ta rajgy3eBHX 3aX0Jax.

OMHIKaHAJIbHUM MAapKETHHT Iepeadadae MpUCYTHICTh OpeHay B PI3HUX KaHaslax
B3aemojii. Peaiizairisi boro acmeKkTy 371HCHIOETHCA 32 PaXYHOK ONTUMI3allii CalTy i
nomrykoBi cucremu (SEQO), aktuBHOCTI y comianibHUX Mepexkax (LinkedIn, YouTube,
Twitter), BukopucTanHs email-MapKeTHHTY Ta TapreTOBaHOI peKJIaMHu.

Mani nignpuemctBa Ha B2B-puHKax MOXYTh €(QEKTUBHO YIPaBISTH CBOIM
OpeH/IoM, SIKIIO OyIyTh JTOTPUMYBATHUCS IUIICHOI CTpaTerii: BiJl MOOYAOBU YHIKAIbHOI
I[IHHICHOT TMPOMO3HUIIii /10 BUKOPHCTAaHHS OMHIKaHAJIBLHOTO MapKeTHHTY. ['ojloBHE —
OyanyBaTh JOBIpy, JIEMOHCTPYBATH €KCIIEPTHICTh 1 MIATPUMYBATH JOBIOCTPOKOBI
BITHOCHHHU 3 KiieHTamH. bpenn Ha punky B2B € kputnunuMm pakropoM KOHKYpPEHTHOI
repeBard, OCKUIBKH JIOIIOMara€ MajuM IAIPUEMCTBAM 3MIIHUTH JIOBIpY cepen
napTHepiB 1 AudepeHIlitoBaTucs Bil KOHKypeHTIB. JlocmimkeHHs cBigdarh, mo 72%
B2B mokymiiiB po3misgaoTh OpeH T K KIOYOBHUM (DAKTOp MiA Yac MPUHHATTS PIIICHb.
CunpHuit OpeH]T 3HIKYE PU3UKU CIIPUAHATTS Ta MIABUIIYE JOIBHICTD KIIIE€HTIB.

J1o OCHOBHMIX MapKETHHTOBHX 1 IIHOBUX CTpaTeriid ymnpasiiHHsA OpeHaoM Ha B2B
pUHKaxX MPOMOHYEMO BIAHECTH HANOUIBII €(EKTHUBHI, EKOHOMIYHA CYTHICTh SKHX, a

TaKOX iX IMepeBaru Ta HeMONIKU PEICTaBIeHo B Tao0m. 1.
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Tabmuus 1 — ExOHOMIYHI XapakTEpUCTUKHM MAapKETUHIOBUX 1 IIHOBUX CTpAaTerii
yIpaBJliHH OpeHA0M Majioro nianpuemMctsa Ha B2B punkax
Crparerig ExoHOMIYHa CyTHICTB IlepeBaru Henonixu
®dokycyBaHHS HA By3bKOMY CETMEHTI .
yeyBant Y e . Obmexennit
PHUHKY, KUl Mae crienudivHi morpedu. MeH11a KOHKypEHIIis. )
. L ; MOTEHITia)l 3pOCTaHHA.
Hiwesa MiHiMi3aLis BUTPAT HA MAacoBy pekiaMy, | Buina JosuibHICTB .
. L Bucoka 3anexHICTh
e eKTUBHE BUKOPUCTAaHHS PECyPCiB KJIIEHTIB .
o BiJl OIHOTO CETMEHTAa
yepe3 TapreToBaHui miaxif
[ToOynoBa iHAMBITyaTbHUX BITHOCHH i3 | 3MII[HEHHS OBipH Ta .

. oY ! Y X Bl ! FOBIp Bucoka BapricTh
Ilepconani- KJIIEHTaMHU Yepe3 KacToMi3alliro JIOBFOCTPOKOBOI Hepconamizai
306aH020 NponyKTiB 1 mocuyr. IlinBuienns criBrpari. MoxmBICTb CKIJ)m HicTh !
MapxemuHay BaprocTi KiieHTa (LTV), 3MeHIeHHs BCTAHOBJICHHS A v

. . . MaciTadyBaHHI
BIITOKY peMiaJbHUX I[iH
BukopucTtaHHs €eKCIIEpTHOTO KOHTEHTY . Iotpiben vac ans
Konmenm- . o Bucoxka nosipa Ta
(Onor, BeOiHapH, KekcH) yIs . JIOCSITHEHHSI
MapxemuHey ma . . aBTOPHUTETHICTb. .
HiABUILEHHS 1oBipu. JloBrorpusana L pe3yNbTaTiB.
€KCnepmHo20 . . S . I'enepais minis 0e3 .
THBECTHIIisl B OpraHiqHUHN Tpadik, ; Bucoki Bumoru 110
openody OpSIMOi peKIaMu .
CKOPOUYEHHS BUTPAT Ha peKiamy SIKOCT1 KOHTEHTY
. . . Po3mmmpenns , .
. | ChiBmpars 3 IHIIUMH KOMITaHIIMU IS Pusukm, moB’si3aHi 3
Ilapmuepcoruii . ayauTopii. .
CHUIBHOTO TPOCYBAHHS. . permyTari€ro napTaepa.
Mapxemune ma L Josipa uepe3 L
OnTumizariiss BUTpaT 3a paxyHOK L . HeoOxigHIiCTh MOMIyKy
Konabopayii . . acoIiaIiio 3 BiTOMUMHI . ;
CHUTBHUX PECcypciB HaJIMHAX MapTHEPIB
OpeHmaMu
Buxopucmanus . Bucoxa edexrrBHiCTh .
P Bukopucranus CRM-cucrem, email- . b Bucoka koHKypeHLIs y
yughposux . AHATITHKH, . .
Mapkerunry, LinkedIn, PPC-pexiamu . JTIJDKATATI-pEKIami.
naamgopm ma o ABTOMaTH3AIIs i L
. st B2B mpocyBanHsa. OntuMizariis . [Torpi6Hi TexHIYHI
agmomamu3ayis IPOLIECIB 3MEHIIYE
BUTPAT Ha 3aJIy4CHHS Ta yTPUMaHHs 3HaHHS
MAapKemuney BUTPATH Ha [IEPCOHAJI

Licepeno: aemopcvka pospodxa

3acTocyBaHHS LHMX CTpaTerid J03BOJSIE MaluM MIANPUEMCTBAM €(QEKTUBHO
KOHKYpyBatu Ha B2B-punkax, Oymyrouu BITi3HaBaHUH 1 JOBIOTPHUBAIMA OpEHI.

BucHoBkn 3 mnipoBeaeHOro aocjizkeHHs. DopMyBaHHS MapKETHHTOBHUX 1
I[IHOBUX CTpATerii ympaBiIiHHA OpEeHJOM Majoro mianpueMctBa Ha B2B-punkax €
CKJIQJJHUM 1 OaratrorpaHHAM TIPOIIECOM, III0 BHUMAara€ TJIHUOOKOrO0 PO3yMIHHS
0COOMBOCTEH LUIBOBOT ayIUTOPii, ramy3eBoi crenudikd Ta aKTyalbHUX PHUHKOBUX
TEHACHI[I. YCHiX y IbOMY HAmpsMKy MOJXJIMBUN JUIIE 33 yMOBH TO€IHAHHS
KOMITJIEKCHOTO TIJIXOy, [0 OXOIUTIOE SK TPaJMIliiHl, Tak 1 OUPPOBI METOIU
MPOCYBaHHH.

[To-mepiie, Mane MiAMPUEMCTBO TOBHUHHO YITKO TIO3WIIIOHYBAaTH CBili OpEHI,
aKIIEHTYIOUM yBary Ha CBOiX KOHKYPEHTHHX TepeBarax, iHHOBAI[IWHUX DIMICHHSIX Ta
BHCOKIH SIKOCTI 00CIIyroByBaHHs. BU3HaueHHS yHIKaIbHOT TOPTOBENIHHOI MPOMO3UIIIi Ta

il eheKTUBHA KOMYHIKAIIisl € OCHOBOIO JOBIOCTPOKOBOTO YCITIXY.
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[To-apyre, po3BUTOK AOBIPUMX BIAHOCUH 3 KIIEHTaMH Ta MapTHEpaMu Mae OyTu
OIHUM 13 KJIIOYOBUX 3aBlaHb. lle mepenbayae BUKOPHUCTaHHS MEPCOHAII30BAHOIO
MIAX0AY, SKICHOTO cepBicy Ta 3a0e3nedeHHsl CTaOUIbHOI MIATPUMKHU KJIIEHTIB Ha BCIX
eTarnax CIiBIpalli.

[lo-Tpete, tudpoBUil MAapKETUHT 1 Cy4YacHI TEXHOJOTIi BIAITPalOThb KPUTHUHY
poJIb y MOOYIOBI CUIIBHOTO OpeHay. BUKOpPHCTaHHS KOHTEHT-MapKETUHTY, COLIaIbHUX
Mepex, SEO-ontumizanii, email-MapkeTUHTy Ta IHIIMX IHCTPYMEHTIB JO3BOJISE
MiBUIIUTH BII3HABAHICTh KOMITaH1i Ta 3AJIyYUTH HOBUX KIIIEHTIB.

KpiM TOro, BaXXJIMBHUM acleKTOM € TOCTIMHUM MOHITOPUHT €(QEeKTUBHOCTI
MapKETHUHTOBHX 1 I[IHOBUX CTpaTeriy, 110 Ja€ 3MOTY alanTyBaTH MiAX1A BIAMOBIIHO 110
3MIH Yy PHHKOBOMY CEpEJOBHINI Ta MOTped KiIi€HTIB. ['HY4KICTh 1 TOTOBHICTH [0
IHHOBAIIIMl CTalOTh 3aMOPYKOI0 CTIMKOTO PO3BUTKY OpEHAY MAaJIOro MiANPHEMCTBA B
yMOBaxX BUCOKOT KOHKYPEHIIii.

TakuM 4rHOM, TpaMOTHE YIPaBIiHHSA OpeHIOM Yepe3 e(EeKTUBHY MAPKETHHI OBY
1 IHOBY CTpaTerilo JI03BOJIsIE MAJIUM MIANPHEMCTBAM HE JMIE BUXUBaTH Ha B2B-
pUHKaX, a ¥ Jocsratu CTaJoro poO3BUTKY, (OpPMYyIOYH JIOSUIbBHY KJIIEHTCHKY 0a3zy Ta

3MIIHIOIOYX CBOIO KOHKYPEHTHY MO3UIIIIO.
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