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TPAHCO®OPMALIUU MAPKETUHTA B2B

AJIEKCAHAP OPYAK ,

Chartered Marketer, anpektop B2B Ray, r. Knes

Bcruieck mHTEpeca K TeXHUKaM JIUI0re-
Hepalluu YBUAEAM MHOIHE COOOIIecTBa
mapketuHra crpan CHI' B 2012. U artor
TpeHa Ha noabeme B 2013. AKTUBHBIE AMC-
KyCCHUU OH-JIaiiH, OTHEIbHbIE KOH(pEepeH-
1IMM IO BTOM TeMme, a TakXke BKJIIoYeHUE
3TUX TeM B 00IlMe KOH(hEpPEeHLIMU M0 Map-
KEeTUHTY U TIpojgaxkaM B2B, HakoHelr, TTosB-
JIEHUE MPOMO HOBBIX IMOCTaBIIMKOB C HOBbI-
MU MHCTPYMEHTaMU — BCE 3TO B KOHEYHOM
UTOre TIPUBOAUT K TIEPECMOTPY CBOUX
MOJUTUK MapKeTUHIa YW Mpojaxk MHOTUMU
BEIyIIMMU WUIpoKaMu pbIHKa. KMTak, 4To
M3MEHWIOCH — Bellb JIUIOreHepalus, MycTh
U IO IPYTUMU Ha3BaHUSIMU, TaBHO U3BeC-
THA Ha pbIHKE.

HemHoro ncropum

«Jlupg» - ot aHrnmiickoro lead (HaBonka,
3allenKa, MOTeHIUAIbHBIM KIWEHT) —
MOSIBUIICSI HA PhIHKE 0e3 BCSIKOTO MepeBoja
B Hayvaje 2000-bIX C JIeTKOW pyKHU TOCTaB-
murkoB CRM. OnceiBast BOpOHKY MpOmax,
KaK OCHOBHYIO Mojeab Tpoaax B B2B,
nocraBmuku CRM dyaiie Bcero mof
WINIOM» TOJApa3syMeBaIu IIPOCTO BO3MOXK-
HYIO MOTEHIMAbHYIO CAEJKY B JIUIIe KOHK-
pPETHOTO MOTEHUMAJILHOrO KiueHTa. Brpo-
YeM, Cepbe3HbIe KHUTY U YIEOHUKU 110 Map-
KETUHTY U TipoaaxaM B2B yxe Torma oueHb
YeTKO KJjaccu@uuupoBaau pa3Hble (He
MeHee 3-5) BO3MOXKHBIX CTaTyCOB IOTEHIIN-
aJbHOM cienku, puc. 1
¢ Prospect — n10001#t 4yenoBeK , KOTOPBIA

MIPOCTO 3aMHTEPECOBAJICS BAIM IIPE.-

JlokeHueM (Hampumep, ToAomiea K
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MAPKETUHI ¢ spain:

CTEH]ly Ha BBICTaBKE U OCTaBUJ KOHTaK-

THI)
¢ Lead — a10 Prospect, KOTOpbIii COOTBET-

CTBYeT MpOoGWIIO Ballleil 11eJIeBOi ayau-

topun (11A), orpeneaeHHOIM B CEeTMEHTA-

banz178
¢ Opportunity — a1o lead, KoTopsbIit ©MeeT

HE IPOCTO MHTEPEC, HO U IIOTPEOHOCTh —

BIIOJIHE BEPOSITHO, OH CaM UILET BCTpEYn

C MOCTaBUIMKOM
¢ Customer — KJIMEHT, - IIOJIydeHa OIljiaTa.
¢ IlocTOSIHHBIN KIMEHT, JOSUIbHbIN, aaBO-

KaT OpeHJ1a — OCTaBUM 0e3 KOMMEHTapU -

€B, TaK KaK HanOOJIBIIINII MHTEPEC B paM-

Kax JaHHOM CTaTbM MPEACTaBISIOT Mep-

BbIe 3 cTaTyca.

B crpans CHI' mogpoOHBIE TEXHOIOTUN 1
rpagaiiy CTaTyCOB ITOTEHIIMAIbHBIX K-
€HTOB JOIIUIM B YCEUEHHOM BUJIE U Yepe3 TeX
ke noctaBmKOB CRM, KoTOphIe BO3BEIN
B abCOJIIOT MOAeJb MpoJaxk KakK IEeMmouyKy
COOCTBEHHBIX NEWCTBUI Tpomax <«i1odas
3allenKa (JIna) — 3BOHOK- IIpe3eHTallusT —
BCTpeya — KOHTpakKT». OueBUIHbIE OaxkKe
JJIsl HecrenuaaucToB daktel, yTo B B2B
JIaJIeKO HE BCE JMABI TOTOBHI IPUHUMATh
3BOHKU M UATH Ha BCTPEUYU CHIO K€ MUHYTY
1ocJie 3BOHKa MOYeMY-TO YIIOPHO UTHOPH-
POBAJINCh 3TOM MOIECIbIO Y HAaBSI3bIBACMBbI-
Mu nipaBuIamMu. «HyXXHO IpocTo MoBTOPATH
— CTaTUCTHKA TOBOPUT, UTO OOBIYHO KJIMEHT
pearupyeT Iocjie 7-TO HaIlOMUHAHUS» -
MOBTOPSUIM  TIPEICTABUTEIN  ITOJXOOHBIX
mojeseli. MapKeTUHT IpU 3TOM IpaKTH-
YeCKM BBIMamajl M3 MOMOOHBIX MoAeneit —
CRM 6butn (Brpouem u octatorcst) 100%
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IHTEPHET-MAPKETUHT
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Puc 1. Mogens nuporeHepaumn npeactasnenHas Rosemary Remacle, 2003 r.
aHanornyHas Mo4esb onvucana 1 B UcTouHuke (1).

BOTUMHON TIpofax. YKa3aHHbIe Ha puc. 1
IIPOLIECChl CEeTMEHTAIlMM M IIPOTrPaMMBI
reHepaluuu JUAOB, OOBIYHO WHULIMUPYIO-
1Mecss MapKeTUHIOM, CKPOMHO YMaT41Ba-
JINCh, XOTSI BO MHOTUX KOMIIAHUSX UMEHHO
TaK U MPOUCXOAMIIO.

Tak wiu nHaue, 3To 6bUIO 10 U OoJEe JIeT
Hazam. Ho, mpaBmy roBopsi, Ha pyccKosi-
3bIYHOM TPOCTPAHCTBE MbI U ceiyac He
HaXOOUM HHUKAKUX IOAPOOHBIX M AeTallb-
HBbIX Mojesieil mpoaax, rae Obuia Obl SICHO
yKazaHa poJib MapKeTUHTa B TeHEepaluy TeX
CaMBbIX JIMIOB.

KapauHanbHble U3MEHEeHUs Ha
pbIHKe

Mexnay TeM, 3a 2T 10 net peiHku B2B
npeTeprnenn KapauHaJlbHbie W3MEHEHUS.
Ha cueny Boien MHTEpHET, 000CTpUiIach
KOHKYPEHLIUU, PBIHKU CTaJIU 00Jiee OTKPbI-
TBIMU, KIUEHTHI — 0oJiee 00pa30BaHHBLIMM,
B pe3ynbraTe — BO MHOTHX oTpaciisgx B2B

MAPKETUHI ¢ paini

BJIACTh TIOJIHOCTBIO TIepeliia Ha CTOPOHY
notpebutesi. [IaBHBIM JpaliBepoOM OCTaeT-
¢ MHutepHeT. Puc. 2 mokasbiBaeT TOUYKU
«BYEpa» - TOYKY KOHTAKTa TOProBOTO Tpe-
CTaBUTEJISI IOCTABIIMKA C TTOTEHINATbHBIM
kiaveHToM 10 J1eT Ha3al, «CEeTOmHSI» - TOUKY,
I7Ie TaKasl BCTpeya IMPOUCXOINUT B HAIIIY THU.
Touky OTMEYeHBI Ha IIPOCTEMIIEM IIMKIIC
3aKyMKM TTOTPEeOUTES.

ABTOD 3TOI CTaThbM, paOOTABIINIA B KPYII-
HOIl MEXIyHAapOmTHONM KOMIIAHWM B KOHIIC
90-bIX, XOpOIIO TMOMHUT T€ AHM, KOrJIa
JIeCTBUTENILHO Y KJIMEHTOB OBbIJIa OCTpast
MOTPEOHOCTh B TEYATHON TIPONYKIUU —
OHM CeTOBaJM Ha HEXBATKy KaTaJloroB.
CeronHs 110001 KIMEHT 3TOM K€ KOMIIa-
HUHM IIPOCTO 3aXOIMUT HA CAlT ITOCTaBIIMKA
(moboro!) 1 3a 5 cek cKauuBaeT BCe, UTO
eMy HeOoOXOIMMO IJis O3HAKOMJICHUS C
rmoptdeeM MPOAYKTOB 3TOM KOMITAHUM.

Wrak, Mbl HaOdogaeM 3TO Ha CBOEM
OITBITE ¥ 00 TOM OYEHbB SICHO TOBOPST IKC-
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Puc.2. Toyku KOHTaKTa nOCTaBLUMKA C norpe6meﬂeM B4epa n cerogHs

IECPTHI. I/IHTCpHCT CYIIECTBECHHO ITIOBJIMAI U
N3MCHUII

1)

2)

3)

Crnoco0® MbIIIIEHUSI: OOJBIIUHCTBY
WUTPOKOB SICHO, YTO MPO3PAYHOCTh, CKO-
POCTb Y OTKPBITOCTb MH(GOPMALIMU MHO-
TOKPATHO BO3pPOCU. DTO HOBbIE — OoJiee
BBICOKME TPeOOBaHMS K BEJCHUIO OM3HE-
COB, a C IPYroii — HOBbIC BO3MOXHOCTH.
Kak numyt aBTopbl «MaHudecra Map-
ketuHTra B2B»(2) - «BBI MOXeTe yTpoM
HayaTh KAMIIAHMIO, a K Be4epy yKe CMOT-
peTh ee Pe3yIbTaThl».

Crioco0bl 3aKyNKU; MHOTHE OM3HECHI BCE
yale HAYMHAIOT LMKJI 3aKYIIKU C ITOKC-
KOBBIX 3aMPOCOB B I'yIJI (sSIHAEKC). Takke
pacTeT YMCIIO TeX, KTO KOHCYJIBTUPYETCS
B cou. ceTsx. Ha samame cratucrtuka
ropoput o 90% Takux morpedOuTEICH
B2B. Kak u o toMm, uto 70% cBoero
LIMKJIA 3aKY[IKXM OHU IPOXOISIT B CETH.
HMccnenoBanus B YkpanHe JalOT Moa00-
Hele uudpsl. Hampumep, AreHTCTBO
HUnnpyctpnansHoro Mapketunra (3)
roBoput, 4yto 80% ONpOLIEHHBIX TOPro-
BBIX I CTPOMTEJIbHBIX OPTaHU3alii Cuu-
TAlOT MHTEPHET OOHUM U3 TJIABHBIX
HMCTOYHUKOB IS IPUHSTHS PELICHUS.
CriocoObl KOHKYPEHIIUU: OEUCTBUS U
MPEIJIOKEHUST KOHKYPEHTOB  BUIHEI
ropazno Jayuiie. Ho camoe riaBHoe, 4To
MPO3pavyHOCTh B3aUMOACHCTBUS U HAJU-
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YUe HOBBIX MHCTPYMEHTOB IO3BOJISIOT
CTaBUTH COBEPLIEHHO IPYIYIO CKOPOCTH
MapKEeTUHra W OpoJax U C JPYrow,
0osiee HU3KOW CTOMMOCTBIO, YEM 3TO
JIeJTat0OT KOHKYPEHTEL.

Mpo6Gnembl MapkeTUHra

B atux ycimoBusx, Korma ctapbie METOIbBI

npoaax JOEeMCTBYIOT BCE MEHbIIE, OCTPO
BCTaJId BOIPOCKHI 00 aIeKBATHOCTU pabOUYnX
WHCTPYMEHTOB M MOJeJNIell MapKeTHMHTa |
npojax B opranusanusix B2B:

1)

2)

MAPKETUHI ¢ spain:

Mogenp npogax B BUAE€ BOPOHKM BO3-
MOXHO He IoTepsijia CBOEI poJjii BU3ya-
JIN3allAU OMPENeSIEHHBIX MPOIIECCOB, HO
B 1I€JIOM, BOpPOHKa IMepecTajga COOTBET-
CTBOBaTh TPeOOBAaHUSIM MapKeTUHIA U
npoaax B2B. IlmaBHbIM 006pa3oM, 1o 2-M
npuyuHaM — 1) B Heil Mbl COBEPIIIEHHO
HE BUIUM TMOTPEOUTENISI M ero IUKJIa
3aKyIMoOK, 2) <«KOHBelepHas» JOoruka
BOPOHKM — «3BOHOK-BCTpeyYa-Mnpe3eHTa-
LIUST» COBEPIIEHHO HE OTpakaeT MOBEIe-
HUE BTOTO CaMOro TMOTpeOwuTeNss W Ha
JleJie OHa IJIOXO paboTaeT.

IToBeneHue mnorpeduTenss Imnocpenu
BOPOHKU MPU3HAETCSI HEIMHEHHBIM (4).
HpyrumMu cioBaMM, Jaxe 3auMHTEepeco-
BaBIIKCH BalllUM IIPOAYKTOM, ITOTCHIIM-
aJIbHBIM KJIMEHT (JIMA) BOBCE HE CITEIIUT
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IHTEPHET-MAPKETUHT

3)

ero MokymnaTb — OH MOXET elle J0JT0
XOJIUTh «BOKPYI' Ja OKOJIO» M Ha 3TO
MOTIYT OBITb MHOTHE IIpUYMHbL. DuUKca-
L1sI, KOHTPOJIb W BJIMSIHHAE 3TOTO MOBE-
JIeHVsT BBIBEACHBI CErOAHS B pelIeHue
CJIEAYIOIINX BOIIPOCOB
a. Jluga HyXHO «3axBaTUTb» - TOYHO
3a(pUKCUPOBATh €ro TOYKY BCTYIUICHUS
B KOHTAaKT C Ballleld OpraHu3anuen
b. JIngoB HY>KHO KBAIM(PUITUPOBATH — IO
CTaTUCTHKE, TOJBKO 8% JIMI0B TOTOBBI
JUIST pa3roBopa ¢ npojaxkamu, a 55% -
3TO MIPOCTO MACCUBHBIE JIUJIBI.
¢. JIumoB Hy>XHO B3pallluBaTh — M3 ITUX
55% TpeTh COBEPIIUT ITOKYIIKY B OJIM-
Karmme 12-18 mecsaueB. Ho oHu ato
cIeNaloT y Bac, €cu Bbl OyneTe 3aHU-
MaThbCsl TOAIEpKaHMEM U pPa3BUTHEM
OTHOIIEHUI ¢ HUMU — «B3palllMBaHU-
CM».
CoOCTBEHHO, 3TH TIPOIIECCHI pa3aeeHUS
CaMUX JIMOOB Ha IOA-KaTeropuu IpuBe-
JIM K YCTAaHOBJICHUIO €Ill€ OAHOIO CTaTy-
ca, KpaliHe BaXXHOTO IJISI B3aMMOIEHC-
TBUSI MapKeTUHTa U IIpojax. Peyb o
sales-ready lead — «roToBOM JHMae», T.€.
JINJIe TaKOrO KayacTBa, KPUTEPUHU KOTO-
pOro BIOJIHE COOTBETCTBYIOT TpebOBa-
HUSIM MpOJax.
Brimmeo6o3HaueHHBIE BOIPOCH BXOMST
CErofiHs B KaTeropuio OM3Hec-Ipolec-
COB yMpaBjeHUs JuUIaMHu, IOCTaHOBKa
KOTOpPBIX KpaliHe BaxkHa st B2B.
[OTOBBI I K 3TOMY MapKeTHHT U TIpojaa-
xku B2B? OtBer — HET. Ilo Toil ke
3aIlagHON CTaTUCTUKE MPOJaXKy MPUHU-
MaloT y MapKeTHHTa JIMALI XOPOIIEIro
KayecTBa TOJIBKO B 23% ciydaeB. JIpyru-
MM CJIOBaMH, - MApKETUHI COBEPILIEHHO
Heah@EeKTUBEH B MpoIeccax reHepalnun
U YIOpaBjJeHUS JUAaMU (XOPOIIEro
kauectBa). B 2009 r. Chartered Institute
of Marketing BKJIIOUMJT BOIIPOCHI TeHepa-
LMY W YIpPaBJICHUS JIUAAMU B 6 KITIOYe-

MAPKETUHI ¢ paini

BBIX 30H POCTa MapKeTUHTa, KPUTUIHBIX
nast ero pa3Butus. B 2012 Mbl BUAUM
LIEJIM 110 3TUM HampaBieHUsIM Kak Nol-2
cpenu OpUTAaHCKUX MapKeTepoB. YUTo
KacaeTcsl YKpauHCKUX KOJIJIET, TO COT-
nmacHo ompocaM B2B Ray GonbmmHcTBa
HAIIUX MapKETePOB, 3TUM «HE IlepeiimMa-
€TbCsl». TeM caMbIM TIOJ/Iep>KMBasi CTa-
TyCc-KBO, TJ¢ BOpOHKa TpomaxX B B2B
MPUHAIJICKUT IIpoaakaM, a MapKETUHT
UrpaeT 00CIyKMBAIOIIYIO POJIb.

4) B cBo10 odepenn, Mpomaxku TaBHO ITOTE-
PpsUT KOHTPOJIb HAJ BEPXOM BOPOHKU —
OOJBIIMHCTBO CACIOK B paHHel da3se
HUKEM M HMKaK HE KOHTPOJUPYIOTCS.
ITpongaxku HauMHaAIOT aKTUBHYIO PaboOTy
TOJBKO C MOMEHTAa <«TI'OTOBOTO JINIa» -
KOIJa caM IOTeHIMAJIbHBIA KIMEHT YXKe
Oosiee-MeHee co3pes K MOKymnke. DTo
MPUBOAUT K elle 00jiee KOPOTKUM IIUK-
JlaM Tpojax, II€HOBBIM BOMHAM WU
JIeBaIbBAllM TIPEIIOKEHUI IIEHHOCTH.

PelieHus: HOBbIe MOAENN N HOBbIE
MHCTPYMEHTDI

Takum oOpazoMm, pelueHusi 3TUX IPo-
OJIEMHBIX CHUTYalldil JOJKHBI ITOKPBHIBATH
koMruiekc IIporieccHbIx Monenei-HcTpy-
MEHTOB U TexHOoJI0TUII MapKeTUHTa U IIpPO-
Jax.

Haunewm ¢ nepBoro. CoBpeMeHHbIE MOJIE-
JIM MPOJax, BKJIIOYAIOT B ce0s KaK MUHU-
MyM 3 ajemeHTa — 1) TMOHMMaHUWE TOTO,
KaKoOil LMWK 3aKylKJd MOOTpeouTens, 2)
KaKMe CTaTyChl IPOXOAUT IOTEHIIMAIbHAsI
caenka, 3) Kak B COOTBETCTBUM C 1 U 2 BEIC-
TpauBaeTcs LMKJI Npojax, puc. 3

[IpencraBiaeHHbIEe B LIUKJIE TIPOAAX IOMI-
IPOLIECC <«YIIPABICHUS JTUOAMU» SIBIISICTCS
HOBBIM 1711 MapKeTuHra. B opraHuzanuii oH
MOXKET BBIICJISTCS B IIPe-Ceill, - TOg00HbIE
MMPaKTUKU BCe Yallle MPaKTUKYyTCcs B Poc-
cuu U B YkpauHe. Tak uiau uHaue, Ipolecc
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Puc 3. Mogenb npogax or B2B Ray

«I[Tpomaxm» (Te caMble «BCTpEUU-IIPE3CHTA-
LIMK-TIEPErOBOPbI») CTApTyeT C Ilepeladyn
«TOTOBBIX JINIOB» B OTIE] MTPOaaXK.

[TomoGHBIE MOIEIN TIpemJIaraloT CETOIHS
LEJbIil P BEAyIIMX KOHCAATHUHTOBBIX
areHTCTB - Kak Forrester Research, Sirius
Decision u npyrue. OgHaKo B IIepBOM IIPH-
OJIMDKeHUHU BCTaeT, KAK MUHUMYM, 2 BOTIPO-
ca

1 - KaK MOXHO pa3jIN4YUTh pa3IUIHbIC
CTaTYChl, - KaKMe KPUTEPUU ITOTO?

2 - YTO 3HAYMT «B3palllMBaHUE JTUIOB» Ha
MpakTUKe — KaK 3TO JIeIaTh?

OTBeThl Ha 3TU BOIPOCHI JaBHO HIIYT
nocraBimnku CRM. Hanpumep, mMeToguku
TeJIeMapKeTUHTa ¢ OTPa0OTaAHHBIMU CKPUII-
TaMM Pa3roBOPOB OYEHBb XOPOIIIO PadbOTAIOT
Ha 3Tarie npe-ceia B Kommmanun Terrasoft, -
mmpaepe CRM-peiaka B ctpanax CHIL

OnHako MOXET JIM MO3BOJUThH cebe
MaJIcHbKasl KOMIIaHUS JepKaTh LIEJIbIi
OTAe] TeJaeMapKeTHUHra, 4YToObl 003BaHU-
BaTh JECATKM KJIMEHTOB U BBISICHATH HX

Ned ¢ 2013

MAPKETUHI ¢ spain:

TOTOBHOCTH K TTOKynKe? W 3ateM, - a TOBO-
pAT M KIWMEHThl mpaBay? Wiu mpocTto
OTMaxMBalOTCsI OT HABSI3UMBBIX ITPOJIABIIOB.

ITpuBepxxeHibl HanpaBiaeHus Marketing
Automation IymMamT MO-APYroMy — «IJaB-
HOE He TO, UTO YeJIoBeK roBoput. [l1aBHOe —
YTO OH JejiaeT». M 3To mporpaMmHoe obec-
MevyeHue NeUCTBUTENIbHO MO3BOJISIET TTOHU-
MaTb M OTCJeXUBaThb IOBEIECHUE JMAa Ha
caiite. A KpoMme 3TOro, MOJTHOCThIO aBTOMa-
TU3UPOBATH MPOILIECC B3aUMOOTHOIIEHUI C
HUM - OT «3axBaTa JMAa» U OO Pa3BUTHIX
TEXHUK €r0 B3palllUBaHUs, - 3TU CHUCTEMBbI
Ha 100% wucnojb3yloT BO3MOXHOCTM TakK
Ha3bIBaeMoOTo inbound MapKeTHUHTA, YYUTHI-
BAlOIIETO YXOJI TOTpeduTeeli B CeThb.

B uenom, mnocraBuukoB Marketing
Automation HaCUMTBIBAETCSI B MUPE CETOMHSI
IoOpbIx 2 necsatka. B Poccuu onm npencras-
JIeHbl TakuMu OpeHaamu Kak Leadforce u
Hubspot, B YkpanHe akTUBHBI cerogHs Act-on
u Optify. I[locTaBmmku Marketing Automation
rapaHTUPYIOT CBOUM KJIMeHTaM (5)

JHULINdVIN-13HdILHI




IHTEPHET-MAPKETUHT

¢ K03(p(PUIIMEHT KOHBEPCUHU JINIOB B KIIHM-
eHTHl ayuine Ha 107%

¢ 10 40% 6o0Jblie 00beMbI CpeIHE Cle-
K1

¢ 510 20% BbIlIE YPOBEHb MPUHITUSI KOM-
MEPYECKUX IIPEATOXKECHUIA

¢ 510 17% nydine mporHo3 mpoaax
IlepBblii ONBIT UCITOJIB30BAHUS 3TUX MPO-

IYKTOB B Halleil koMmnaHuu (6) u cpeau 5

HAIIUX KJIMEHTOB, ITOATBEPKAAET 3 KIIloUe-

BbI€ LIEHHOCTU

1) BBI AEHCTBUTEILHO MOXKETE BHICTpaBaTh
paboralomue CTpaTerny TeHepaluu u
yIpaBJIeHUs JIUIaMU; Mbl Y€TKO BUIUM U
KOHTPOJIUPYEM KOJIMYECTBO ITOTEHIIM-
aJIbHBIX CHEJIOK B KaXXIOil KaTeropwu,
MpUYEeM BCe IoKa3aTeJu HaxOoIsSTCs B
pocre.

2) Bbl MOXETE U3MEPSATh KOMILUIEKC peje-
BaHTHBIX KPI, 3a cuer yero moxkere
MOJHOCTBIO KOHTPOJMPOBaTh 3PdeK-
TUBHOCTb Pa3IWYHBIX (YHKLIUNA U MOMI-
MpolieccoB MapkeTuHra. B cucreme
Optify MBI HacUMTEIBaeM OoJiee 2 mecsT-
KOB METPUK, OOJILIIMHCTBO KOTOPBIX
yCTaHaBJIMBAeTCSl aBTOMaTUYECKU.

3) B omimume oT pa3po3HEHHBIX CUCTEM U
WHCTPYMEHTOB, KOTOPBIX MHOIO Ha
PBIHKE BbI TTOJIy4yaeTe 1 makeT, MHTEerpu-
pyIOIINA KOMILIEKC HMHCTPYMEHTOB IIO
IMOMCKOBOM ONTUMU3ALINHU, YIIPABICHUIO
0a30li JaHHBIX, €-MeWJ MapKEeTUHTY,
yIpaBJIeHUIO (popMaMu U ITOCATOIHBIMU
CTpaHWLIAMH, JUI-CKOPUHITOM, OTYET-
HoCTbhIO. B pesynbrate 1 MapKeTMHT-
MEHEeIKep CII0CO0e BBIMMOJHATH MaccCy
HOBBIX (YHKIIWI, a IIPOU3BOIUTENb-
HOCTb M 3(PEOEKTUBHOCTL €ro pabdoThl
BBIPOCTAET B pa3kbl.

MAPKETUHI ¢ paini

3akKnyeHus

IIpobGnema reHepalMu W YIpaBJICHUS
JIMIaMU elle ¢j1abo 0Co3HAaeTCsl OOJbIIMH-
crtBoM mipeanpustuii B2B. Boponka 3nech,
MO-TIPEXXHEMY, TIPUHAMIJIEKUT IpoaaxaM.
OngHako BpeMeHa MEHSIOTCS, a IJJaBHOe —
caMU TIpOJiaxku Bce OOJibllle OCO3HAIOT —
«4TO-TO HYXKHO MEHSTh B KOHCEPBATOPUU».
Benp pesynprarel npogax B2B nHa MHOrmx
PBIHKAX — JaJIeKO He OJiecTsIue.

Beixong B TOM, YTOOBI MCIIOJIb30BaTh
HOBBIE MOIEIU, TEXHUKU WM MHCTPYMEHTHI,
e peniaoiias poJib 3a BEpX BOPOHKU OTBO-
IUTCST MapKeTUHTY. OJHAKO SICHO, YTO MBI
TOJbKO B Hauaje Iytu. M mepBblil mar —
MapKEeTUHT JIOJDKeH Pa3ie/uTh ¢ Mpojaaxa-
MM OTBETCTBEHHOCTH 3a MPOIIECCH TeHepa-
LIMY U yIpaBieHus quaamu. biaro, peiHou-
HbIE YCJIOBUSI U Pa3BUTHE TEXHOJOTHUI 3TO
MO3BOJIAIOT IeJ1aTh. [J1aBHBIN BOIIPOC B TOM,
TOTOBBI JI1 K 3TOMY CaMHM OpraHu3aluyd —
KaK Ha YpPOBHE MBIIUICHUSI, TaK U PECypCOB
1 KOMMeTeHIMii. MHOTHe ceromHsl OTBeva-
10T MOJIOKUTEJIbHO Ha 3TOT BOIPOC.
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