Ne 206, 2025 Exonomiunuii npocmip

VK 339.138:004.738.5
DOI: https://doi.org/10.30838/EP.206.116-125
IMonko O.B.
JOKTOp €KOHOMIYHHMX HayK
HauioHanbHuii yHIBEpCUTET BOJHOTO IOCIIONAPCTBA Ta IPUPOIOKOPUCTYBAHHS
Popko Olena
Dr. of Economic Sc.
National University of Water Management and Natural Resources
https://orcid.org/0000-0003-3356-6070

®inartos B.B.

HamioHanbHHN yHIBEPCHUTET BOJIHOTO TOCTIOAAPCTBA Ta MPUPOJIOKOPUCTYBAHHS
Filatov Vyacheslav

National University of Water Management and Natural Resources
https://orcid.org/0009-0005-9871-8778

ALANTUBHA OMHIKAHA/ZIbHA MOAENb B3AEMOZII Y B2B:
NEPCOHANI3OBAHUIA NIAXIA HA OCHOBI MEPEFTOBOPHUX CTPATETIN

Y cmammi posxpumo xounyenyiio aoanmuenoi oMHiKanaibHoi Modeni 63aemodii' y B2B-cexmopi erexmpomexHiunoi
npomuciosocmi, nobyo0osanoi na sacadax nepconanizayii ma yugpoeoi inmeepayii. Jlocniodiceno 6naue 6UKOPUCMANHSL
CRM-cucmem, wmyunozo inmenexmy ma aHaLimuKy 6eJUKUX OAHUX HA NIOBUWEHHS eqheKMUBHOCMI KOMYHIKAYI | 1051~
abHocmi Kaienmig. OOIPYHMOBAHO POb OMHIKAHATLHOL cmpamezii y NOEOHaHHI MPaouyitinux i yughposux Kauaiie npo-
oaoicis, wo 3abe3neyye benepepenull KIieHMCcokull 00csio. IIpoananizosano npukiadu yCniuHo2o npoeadiCetHs nep-
COHANI308AHUX PIUUEHb NPOBIOHUMU KOMAAHIAMU MA YKPATHCOKUMU BUPOOHUKAMU eleKmpPOmexXHiuHo20 0bnaouanHs. Po-
3p0obaeHO pekomeHOayii Wooo OYiHIO8aHHs eexmuerHocmi 63aemodii Ha ocrosi noxkaznuxie CLV, NPS ma ROI, ski do-
360A10Mb NIOBUWUMU peHmadenbHicmb [ CMIUKICMb Oi3Hecy 8 yMosax yugposoi mpancgopmayii.

Knrwouosi cnosa: omuikananvhuii mapkemune, nepcouanizayisa, CRM-cucmema, yugposa mpancghopmayis, xkiicum-
CbKA N0IbHICMY, eleKkmpomextiyne nionpuemcmeo, CLV.

AN ADAPTIVE OMNICHANNEL INTERACTION FRAMEWORK FOR B2B:
A PERSONALIZED APPROACH GROUNDED IN NEGOTIATION STRATEGIES

The article explores the integration of environmental marketing into the customer relationship and loyalty
management system of electrical engineering enterprises through the prism of personalized marketing principles. It
substantiates the growing importance of environmental values in shaping purchasing decisions, customer engagement,
and long-term loyalty amid global digital transformation and sustainability challenges. The research emphasizes that the
success of electrical engineering enterprises increasingly depends on their ability to merge ecological responsibility with
data-driven personalization and customer-centric innovation.

The study analyzes the synergistic interaction between green marketing and personalized communication strategies
based on customers’ behavioral motives, environmental awareness, and value-oriented expectations. It highlights the
role of advanced technologies—Big Data analytics, artificial intelligence, and CRM systems—in developing adaptive
marketing strategies that enable precise segmentation, predictive analytics, and real-time adaptation of marketing
content to client preferences.

A conceptual model of personalized environmental marketing is proposed, incorporating eco-friendly product design,
sustainable pricing mechanisms, responsible supply chains, and green promotion practices. The model integrates digital
tools of personalization, loyalty programs that reward environmentally conscious behavior, and KPI systems measuring
financial, ecological, and social outcomes—such as reduced CO: emissions, energy efficiency gains, and customer
participation in eco-initiatives.

The findings contribute to enhancing the competitiveness and strategic resilience of electrical engineering enterprises
by aligning business processes with Sustainable Development Goals (SDGs). The article provides practical
recommendations for forming trust-based customer relationships, expanding personalized eco-loyalty systems, and
strengthening brand reputation within the framework of green and ethical business transformation.

Keywords: omnichannel marketing, personalization, CRM system, digital transformation, customer loyalty, electrical
company, CLV.
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IHocranoBka mpodaemu. Po3surox B2B-cextopy B
yMoBax U(pOBOi EKOHOMIKH 3yMOBIIIOE HEOOX1THICTh Tie-
pexofy BiJ (parMeHTapHUX KOMYHIKalliii 10 iHTerpoBa-
HUX MOJENeH B3aeMoOmil 3 KiIieHTaMu. TpajgumidHi mij-
Xoxu, 110 0a3yloThes Ha po3’€IHAHNX KaHallax i oOMesxe-
Hill aHamiTHI, BXe HE 3a0e3MEeUyIOTh HAJICe)KHOTO PIBHS
e(eKTUBHOCTI, TepCOHaTi3amii Ta MBUAKOCTI MPUAHATTS
piIIeHB.

BimpmricTe TATIPHEMCTB, 30KpeMa eNeKTPOTEXHIUHI
KOMIIaHii, 3aJMIIAaI0ThCA Ha PiBHI MYyJIbTHKAHAIBHOI B3ae-
MoJii, e BiACYTHS CHHXpPOHI3aIlisl KaHAJTIB, [EHTPAIi30-
BaHE YINPaBIIiHHSA JaHUMU ¥ IUTICHUH TOTIISAA HA KITi€HTA.
Lle 3HMKYE SIKICTB CEPBICY, ePEKTUBHICTh MaPKETUHIOBUX
IHBECTHIIIN Ta AOBIPY 10 OpeHIy.

3pocTaHHsl KOHKYPEHIT, MOMIMPEeHHs HU(PPOBUX TEX-
HOJIOTIM aKTyalli3yloTh IOTpedy y CTBOPEHHI €IMHOT aHa-
JITUYHOT CUCTEMH YIPABIIHHS KII€EHTCHKUM JIO0CBiToM. Pa-
30M 13 THM, METOAMYHI 3acajy ajarraiil OMHIKaHAJIbHUX
MoJeneit 1o raxy3eBoi crienudiku B2B 3anumarotecs He-
JIOCTATHBO JIOCIHIIPKCHUMH.

BincyTHICTB y3ropKEHOTO MiIX0AY O OIIIHKH €PEeKTH-
BHOCTI MIEPCOHATI30BaHUX KOMYHIKAIlill Ta TOOYAOBHU KITi-
€HTOOPIEHTOBAHUX MOJIENICH YCKITaTHIOE IHTETPALIi0 U -
POBHUX TEXHOJIOTIH Y MPaKTUKY MPOMHUCIOBUX MPOJAXKIB.

Tomy BHHHKa€e HaykoBa MoTpebda y po3poOIieHHi afan-
THBHOI OMHIKaHAJIbHOT MoJieni B3aemofii y B2B-cekropi,
10 TO€AHY€E UPPOBiI IHCTPYMEHTH, aHATITUKY JaHUX Ta
MIEPCOHATI30BaHi CTpaTerii yIpaBIiHHA KJII€EHTCEKUMH Bifl-
HOCWHAMH. TaKWi MiAXig CIPUATHME MiABUIICHHIO edeK-
TUBHOCTI Oi3HEC-KOMYHIKaIlii, JIOSITBHOCTI KIIIEHTIB 1 KOH-
KypEHTOCHPOMO>KHOCTI IIANPHEMCTB EJICKTPOTEXHIYHOT
rajysi.

AHauni3 ocTaHHixX gocaiKkens i my6uikamiii. [IpoGie-
MaTuKa repcoHalizoBaHoi B3aemonii y B2B Ta i BrumuBy
Ha (hiHAHCOBI pe3yJIbTaTH KOMIIAHIH € MPeJMETOM aKTHB-
HOTO HAayKOBOTO JOCIIKEHHS. 3aXiHi TOCITIIHUKHN IiIK-
PECITIOIOTh BaYKJINBICTh OMHIKaHAIBHOT B3a€MO/II1 Ta BUKO-
pucranHs nuppoBux pimeHs y B2B-nponaxkax, a came:

Mattila M. et al. [2] mocmimKyrOTs TIPOTIECH HABYAHHS
B KOHTEKCTI IUQPOBOi TpaHCHOpMaIii mpoaaxiB, HaroJo-
LIYIOYH, 1110 aJIaNTallis 10 HOBUX HU(PPOBHUX CTpATeril mo-
Tpebye BiIMOBH BiJl 3aCTapiIMX MiAXOIB 1 BUKOPUCTaHHS
iHHOBAIIHHKUX KaHa/liB KoMyHikaiii. Akter S. et al. [1] po-
3MISIAI0Th BIUIMB YIPABJIiHHS OMHIKaHAJbHUMHM ITiJIXO-
JTaMH Ha 3aJIy4YCHHS KIIIEHTIB 1 JIOBTOCTPOKOBY (piHAHCOBY
IIHHICTh, MiJKPECIIOIYN 3HAYCHHS TUHAMIYHUX MapKe-
THUHTOBUX CTPATETIH.

Eboigbe E. et al. [7] anamizye BIUTUB TEXHOJOTiH Ha
e(exTHBHICTh Tponaxis y B2B-kommaHisx, pobisdn BU-
CHOBOK, 10 IIM()pOBa aHATITHKA Ta ABTOMAaTHU30BaHI CHC-
TEMH MOKPAIIYIOTh SKICTh B3aEMOJII 3 KITI€HTaMH Ta TIiJI-
BUIIYIOTH ipoaaxi. Paschen J. et al. [4] HaronomnryoTs, 1o
MepcoHaIi3alis € KIFUYOBUM (DAaKTOPOM 3POCTaHHS J0XO-
B, 2 KOMIIaHii, sIKi YCHINIHO ii 3aCTOCOBYIOTh, OTPUMYIOTh
Ha 40% OGinbire npubyTKY Bi CBOIX MApKETHHIOBUX aKTH-
BHOCTEH.

Alonso-GarciaJ. et al. [6] BuBuaroTh HUGPOBizaLi0
KIIiEHTCHKOTO NUIAXy y B2B Ta Big3HauaioTs, mo ehextu-
BHICTh IM(POBHUX IHCTPYMEHTIB 3HAYHOIO MIpOIO 3alie-
KWUTh BiJ CcTajii Mpolecy 3aKkymiBili Ta PiBHS 3aydeHHs

kmienta. Cortez R.M. et al. [5] awnami3zye cermenraiito
B2B-puHKy, TOBOASYY, IO aIaNTHBHUHN IiIX1]T IO YIpaB-
JIHHS KITIEHTaMHu 4epe3 HU(POBI KaHAIN JIO3BOJISIE OITH-
Mi3yBaTH BHTPATH Ha 3aJy4eHHs KJII€HTIB Ta 30UIBIIUTH
TXHIO JIOSUTBHICTD.

Alonso-Garcia J. et al. [6] po3riisiiatoTh BAKOPHCTAHHSE
comianbHUX Mepex y B2B-nmponaxax, moka3yrouu, Mo mo-
€THAHHS TPATUIIHHAX Ta TH(QPOBHUX KaHATIB CIIPHSE TOK-
pAaIleHHIO JOBTOCTPOKOBUX BiTHOCHH i3 KITIEHTAMH Ta i~
BUIIY€E IXHIO JOsIbHICTE. Harrison L. et al. [11] y cBoemy
JOCTIKECHHI TTiIKPECITIoE, M0 KOMIIaHii, sIKi BIPOBaIKY-
I0Th OMHIKaHaJIbHI MOJIEINI, MAalOTh 3HAYHO BUIII (DiHAHCOBI
MOKA3HUKH Ta PIBEHb 3a/I0BOJICHOCTI KJIIEHTIB.

JocnimkeHHs BKa3aHUX aBTOPIB IMiATBEPIXKYIOTh Baxk-
JIUBICTH MEPCOHATI30BaHUX MiaxoAiB y B2B-nponaxax ta
HEOOXIJHICTh 1HTErpailii OMHIKaHAIBHUX MOJCNCH ist
MIABUIICHHS €()ESKTHBHOCTI B3a€MO/IIT 3 KITIEHTAMHU.

[IpoTe 3annImaeThCst BIIKPUTUM MMATAHHS IPAKTUIHOTO
BIIPOBA/DKEHHS MEPCOHATI30BAHNX MAPKETHHIOBUX CTpa-
Terii y cdepi eNeKTpOTEeXHIYHOTO BUPOOHHIITBA, 10 00Y-
MOBITIOE AKTYQJIBHICTh TOAAJBIINX JOCTIKCHb y il
cepi.

MeTo010 HAyKOBOTO JOCIIIKEHHS € OOTPYHTYBaHHS Ta
OIliHKa ¢(PEKTHBHOCTI aJaliTUBHOI OMHIKaHAIBHOT MOIEI
B3aemoii y B2B-cexropi, moOyaoBaHOi Ha 3acagax mepco-
HaJli30BaHOTO MapKEeTUHTY 1 IeperoBOpHUX cTpaTeriii. Pe-
ayizariss MOJIeNi CIpsMOBaHa Ha TiABUINCHHS PiBHS KIli€-
HTCBKOi JIOSJIBHOCTI, pEHTAa0eNbHOCTI B3aeMOJii Ta CTa-
JIOTO 3pOCTaHHs Oi3HECY eNeKTPOTEXHIYHUX MiIMPHUEMCTB
y KOHTEeKCTi U(poBoi TpaHchopmariii.

Jn1st nocsirHeHHsI IOCTaBJIEHOT METH BHPIILIEHO TaKi Ha-
YKOBI 3aBJIaHHS:

1. Oyinumu epexmusnicmv OMHIKAHATLHUX CMPa-
meeii y B2B-npoodasicax 3 mo3uLii X BIJIMBY Ha KIFOYOBI
0i3HeC-TIOKa3HUKH — PEHTa0EIbHICTh, 3pOCTaHHs IpoJa-
JKiB, YaCTKy PUHKY Ta iHIECKC JIOSIHHOCTI KITIEHTIB.

2. Jlocnioumu 83a€mM038’A30K MidC YMPUMAHHAM
knienmié (CRR) Ta edeKTHBHICTIO OaraToKaHAJILHUX KO-
MYHIKaIiH, IKi IHTETPYIOTh TPAAUIiitHI (TIeperoBopH, 3y-
cTpiui) it uudposi iHcTpymerntu (CRM, gar-6otu, email-
MapKeTHUHT).

3. Ilpoananizyeamu ponv inmeepayii NOKA3HUKIE
CLV (Customer Lifetime Value) ma CEV (Customer
Engagement Value) y cucremi 10BroCTpOKOBOTO yIpaB-
JIHHS KIIEHTCHKOIO I[IHHICTIO Ta NMPOTHO3YBaHHI MaiOyT-
HIX JIOXO/iB KOMIIaHil.

4. Oyinumu enius yughposoi mparcgopmayii B2B-
npooaoicié Ha 3MiHY Oi3HeC-MOIeJIe, 30KpeMa uepes BIIPO-
Ba/DKEHHS IU(POBOI-aHANITUKH, aBTOMATH3alii KOMYHi-
kaniit i CRM-pimeHs.

5. Pospobumu npakmuuui pexomeHoayii uo00
BNPOBAOICEHHS NEPCOHANIZ08AHUX THCIPYMEHMIB 83AEMO-
Oii, MOOyIOBaHHUX Ha IEPEroBOpax, MOBEAIHKOBOMY aHa-
731 KIeHTIB Ta 1MGPOBIH aHANITHI, U ONTHUMI3aLil
MPOLIECIB MPOAAXY | MiJABUIIEHHS KIIEHTCHKOT 3alTy4eHO-
CTi.

Peanizanis 3a3HaueHUX 3aBJaHb 3a0e3Medye KOMIUICK-
CHY OI[IHKY €()eKTHBHOCTI OMHIKaHAJILHOI MOJEINI Ta J0-
3BOJIsIE C(hOPMYBATH ANTOPUTM 1 afanTamii 10 crerudiku
CJIEKTPOTEXHIYHUX MiaIpueMCTB. Takuid MiJXiJ CTBOPIOE
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CHHEPTriI0 MIX IU(PPOBUMH TEXHOJOTIIMH, aHATITHYHUMHU
IHCTpYMEHTaMU Ta IHINBI/lyai30BaHUMH CTpPATErisIMH Te-
PEroBopiB, 110 CHPUSIE MiABUIIEHHIO OIepaliifHOT THYYKO-
CTI, CTIMIKOCTI MapTHEPCHKHX 3B’SI3KiB 1 popMyBaHHIO HO-
BUX CTaHJApTIB KiieHTOOpieHTOBaHOCTI Y B2B-mpocTopi.

Bukiag ocHOBHHX pe3yabTaTiB gocjigxkeHHs. OM-
HikaHAIBHUN miaxin y B2B-cekropi € pe3yiapTaToM €Bo-
JOMIT TPamUIIHHAX MoJeNnell B3aeMOil 3 KIi€HTaMH, IO
iHTerpy€e pi3HI KOMYyHIKaIliliHi Ta KOMEpLiiiHI KaHaTd B
enmHy cucteMy. HMoro Metoro € 3aGe3nedeHHs Ge3nepeps-
HOTO, TIOCJII/IOBHOTO Ta MEPCOHAJI30BaHOTO KII€HTCHKOTO
JTOCBiy He3aJIe)KHO Bi oOpaHoro kaHamy [11].

Y Mexax wi€i Mopeni NOETHYIOThCS OHJIAMH- Ta
ouaitn-kaHanu, 1o GopMyrTh €auHe iHhOpMaIliiiHe ce-
penoBuine. KilieHTH MOXYTh pO3MOYATH B3aEMOAII0 Ha
BeOcaiiTi 4M y coliallbHUX Mepexax 1 3aBepIuuTH I uepes
teneoH abo 0coduCTy 3ycTpid Oe3 BTpaTH KOHTEKCTY U
[IOBTOPHOTO BBEeEHHA NaHux [11].

3aBnsku UHPOBUM TEXHOJOTISIM OMHIKaHAIBHI CTpa-
Terii 3a0e3MeuyoTh aJanTalifo KOMYHIKalii 10 iHIuBidy-
albHUX TOTpe0d KIEHTIB, (QOPMYIOYH JUHAMIYHHHA

KOHTEHT, IePCOHATI30BaHi IPOIO3MIIii Ta aBTOMaTH30BaHI
pexomenaartii [ 1]. LleHTpansHOO CKIIAIOBOIO € €11HA Oa3a
JaHMX, sKa (iKcye icTopiro B3aeMoiil 1 3a6e3meuye Oe3re-
PEPBHICTH MPOLIECY MPOJAXKIB Ta aHATITUKY MapKETHHIO-
Boi ehexktuBHOCTI [12].

Kiientn B2B nenani gacrinie o4ikyroTh CEpBICy, MOJIi-
6noro no B2C, — 3pyuHocTi BUOOpY KaHaiB KOMYHIKaIlil
(emeKTpOHHA TOMITA, COLIANBHI MEpPEeXi, BilCO3B’ 30K,
4aT-00TH) Ta MOKJIMBOCTI BUILHO 1X 3MiHIOBaTH O€3 BTpaTn
SKOCTI 00ciyroByBanHs [13]. BukopuctaHHs TEXHOIOTiH
aBTOMaTrH3alii — u4ar-00TiB, email-mMapkeTunry, push-
CIOBIILIEHb — CKOPOYY€E Yac pearyBaHHs, MiJIBUILYE IPO-
IYKTHBHICTH BiJUIIIIB TPOJAXXy W PiBEHb 3aJ0BOJICHOCTI
ximientiB [11].

Y HayKOBHUX DKepelax IiAKPeCTIOeThCS, M0 OMHiKa-
HAJNBHUH MiIXiI HE CIIiJ OTOTOXXHIOBATH 3 MYJIbTHKAHAIb-
HUM (Tabm. 1), oCKiTbKH mepmuii nepeadavyae MOBHY iHTeE-
rpauilo KaHaliB Ta €JUHY KII€HTCHKY CTPATETilo, TOML 5K
JpYTH{ JIWIIE TIPONOHYE KUIbKa HE3aJIe)KHUX CII0CO0IB
B3aemoyii [1; 11].

Tabnuys 1

IopiBHSJIbHA XapaKTEPHCTHKA MYJbTHKAHAJBHOI0 TA OMHIKAHAJIBHOIO miaxoaiB y B2B-MapkeTHuHTry

Kpurepiii

MyJibTHKAHAJBHUN IiaXia

OMHiKaHAJIbHMI mAXiA

dokyc
€HTaMH

BukopucTaHHs KiTbKOX KaHAIB [JIsl B3a€EMOIIT 3 KIli-

InTerpamist Bcix KaHANIIB y €AUHY €KOCHCTEMY

Jocsin kimienTa .
HiMaJIbHa

Kananu nparrorors 0kpeMo, B3a€MOJIsl MK HUMH Mi-

Kananu cuaxpoHi3oBani, 3a0e3nedyerscs 6e3-
TIepepBHUM TOCBIN

VYpaBiiHHS JaHAMH

Po3pizHeHi 6a3u JaHUX Al KOXKHOTO KaHATY

€uHa 0a3a TaHuX, JOCTYIIHA JUIS BCIX KaHAJIB

AanTUBHICTH

pisix

OObMerxeHa, 4acTo 0a3yeThcs Ha CTATUYHHX CLICHA-

JlunaMivHa nepcoHatizaiis B3a€MOIi 3aBIsIKK
[ITYYHOMY iHTEJICKTY Ta aHaTi3y AaHUX

Hoicepeno: chopMoBaHO aBTOpaMH Ha OCHOBI maxux [9, 11, 13]

TakuM 4YMHOM, OMHIKaHaJbHA CTPATEris € HACTYITHUM
€TaroM pO3BHUTKY KOMYyHiKaliiiHoi B3aemonii y B2B-cek-
TOpi, 110 3a0e3nedye mepcoHaiz0BaHui, 3pydHUH Ta ede-
KTHUBHUII IpoIiec 00CIyroByBaHHS KIIIEHTIB, i IBUIIYIOYH
IXHIO JTOAIBHICTH Ta 3ay4eHicTs [1].

s LHugposa mpancpopmayis. Ludpposa tpancop-
Mallisi CyTTEBO 3MiHIOE B3a€MOJIit0 kommaHiii y B2B-cek-
TOpi, CIIPUAIOYN aBTOMATH3alii nporecis, nepcoHaizanii
KOMYHIKaIill 1 MiJBUIIEHHIO SKOCTI KJIIEHTCHKOTrO 00CITy-
roByBaHHs. Buxopucransas mudposoi anamituky, CRM-
CUCTEM Ta OMHIKaHAIBHHUX IUIaT(GopM 3abe3nedye TrHyd-
KicTh Oi3HECy ¥ alanTHBHICTH 10 MOTPeO puHKY [2].

AHamiTHKa BENMKUX JTAaHUX JIa€ 3MOTY MPOTHO3YBaTH
MTOBEIIHKY KJII€HTIB i (hOpMyBaTH MPOTO3HUIIiT BiIMOBIIHO
II0 IXHIX OYiKyBaHb, MiJBUIIYIOYA TOYHICTH YIPABIIHCH-
Kux pimenb [7]. OMHiIKaHaTbHI KOMYHIKaIlii iHTETpyrOTh
Pi3HI KaHaTH B3a€MOIiT — OHJAIH-TUIAT(POPMH, YaT-00TH,
BiJICO3B’SI30K — CTBOPIOIOYHN €IWHUH KIIIEHTCHKUN JOCBIA
1 I IBUIIYIOYH 3a70BOJICHICTh KOpUCTyBadiB [11].

ABTOMaTH3allis MPOJIAXIB 1 CEPBiCY 3MEHIIIy€ HAaBaHTa-
JKEHHsI Ha TIEPCOHAJ 1 MPHUCKOPIOE 0OPOOKY 3amuTIB, TOI
K pO3BHTOK B2B-MapkeTmuieiiciB onTHMi3ye 3aKymiBii,
MIHIMI3y€ POJIb MOCEPEAHHKIB 1 3HIKYE TPpaH3aKLiHHI BH-
tpatu [6]. Texuomnorii InTepuery peueii (IoT) 3a6e3neuy-
I0Th aBTOMATH30BaHWN MOHITOPUHI CTaHy OOJaJHaHHS,
10 MiABHINYE e(hEKTUBHICTH CEPBICHOTO 00OCIYrOBYBaHHS
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[13].

Bognouac mmdposa TpaHchopmariisi CympoBOIKY-
€ThCS HU3KOK BHKIMKIB (Ta0JI. 2): CKIAJHICTD IHTETpamii
HOBHX TeXHOJIOTi# y HasBHY I T-iHpacTpykTypy, moTpebda
B aJIanTaiii KOpPIopaTHBHOI KyJIbTYPH, PU3UKH KibepoOes-
[IEKY Ta 3HAYHI IHBECTHLIHHI BUTpaTH [2; 6]. Ix mogonauus
MOJKJIMBE 3aBJISIKH MTOCTAIHIA 1HTErpaii TeXHOJIOTIH, ITiJI-
BUIIEHHIO ITU(PPOBOi KOMIETEHTHOCTI TIEPCOHAITY i BUKO-
PHUCTAHHIO CyYaCHUX CHUCTEM 3aXHUCTY JAaHHX.

KirtouoBi nmpuHIUIM aganTUBHOCTI U(POBUX CTpaTe-
it HaBeJieHO B TabJ1. 2. Y3rompkeHa B3aeMo/Iisl H(POBUX
1 TPaIUIIHHUX KaHATIB, MATPUMYBaHA €MHOIO KITIEHTCh-
KO0 0a3o0r0, 3a0e3medye IMOCIHiAOBHICTh KOMYHIKAIH i
3pOCTaHHS JIOSUTBHOCTI KIIIEHTIB.

VY pesynbrati nudposa Tpanchopmartis crae pyHname-
HTOM ISl PO3BUTKY aJalTHBHUX OMHIKaHaJIbHUX CTpaTe-
Tiif, 0 MOETHYIOTh NEePCOHANI3alil0, THYYKICTh 1 TEXHO-
JIOTiYHY IHHOBALi{HICT, CTBOPIOIOYH JIOBIOTPUBAJI KOH-
KypeHTHI mepeBard Ha puHKy [1; 13].

IMoctymoBa iHTErparisi TEXHOJOTIH, HABYaHHS MEpPCo-
HaIly, BAKOPHCTaHHS CyYacHHX PIllIeHb 3 KibepOe3mekn Ta
onTUMi3allis OI0HKETy CIPUATUMYTh YCIIITHOMY BIPOBa-
JUKCHHIO OMHIKaHaJIBHOI cTpaTerii. Bu3Ha4eHHS WiTKMX
KPI ta aHami3 e)eKTHBHOCTI JO3BOJATH OLIHUTH peHTa0e-
JIBHICTE 1 BIOCKOHAJIUTH MOIENIb B3a€MOMIi 3 KIIIEHTaMH

[1].
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Tabnuys 2
AnantuBHicTh HU$pPOBUX cTpaTeriii y B2B: kia1040Bi npunnunu
ITpunIUn Onnc
I'Hy4KicTh KOMYHIKaUiitHUX | MOXIHMBICT KIIIEHTA 3MIHIOBATH KaHaJ B3aEMOJIi Oe3 BTpaTH KOHTEKCTY 3abe3redye Oe3rme-
KaHaJliB pEepBHICTh KOMYHIKallii Ta 3py4HiCTh 00cayroByBanHs [11].
Bukopucranss aHamiTuku AHaJi3 IaHuX y pealbHOMY Yaci J03BOJISIE IPOTHO3YBAaTH MOTPEOH KIIEHTIB 1 popmyBaTn
Big Data MIePCOHAITI30BaHI Ipomo3umii [1].

[Mepconanizais B3aemoii

JlMHaMIYHUI KOHTEHT 1 peKOMEH/Iallii, 3aCHOBaHI Ha IOBEIIHKOBHUX JTAHUX, I IBUILYIOTh 3a-
JIy4eHICTh KJIIEHTIB Ta IXHIO JOSUIBHICTG [13].

[HTerpaliiss aBTOMaTH30BaAHHUX
pileHp

CRM, uar-60ti Ta Al-iHCTpyMEHTH aBTOMaTHU3yIOTh B3aEMOIIIO 3 KIIIEHTaMH, MMiABUILYIOYN
MIBHIKICTH 0OpOOKH 3amuTiB i eheKTHBHICTh KOMYHiKaltii [1; 13].

Loicepeno: chopMoBaHO aBTOpaMHU Ha OCHOBI manux [1,11,13]

s Inmeepauyin yugposux i mpaduyitinux Kanaiie y
B2B. InTerpauis nudpoBux i TpaauiitHux kaHanisy B2B-
CeKTOpi 3abe3rneuye CTBOPEHHS €JUHOTO KIIIEHTCHKOTO
JIOCBiy, IO TiJABHIIYE JOSIBHICTH CIIOKUBAYiB Ta e(ek-
TUBHICTh KOMYHiKaniii (Tabin. 3). Bukopuctanus CRM-

CHCTEM, aHAJIITHKHY JIJaHUX 1 TEXHOJIOTIH IITYYHOTO iHTeJe-
KTY CIIpUSI€ IIepCoHai3alii B3aeMo i, onTuMizauii npore-
CiB TIpOJIaXXiB 1 IiIBHIIICHHIO THYYKOCTi Oi3Hecy [11].

Tabnuys 3
Moaean iHnTerpaiii onJaiin Ta odJiaiin kanaaiB y B2B omuikaHajabHOCTI
PiBenb MmoneJti KommnoneHnt DyHKILsS
BepxHiit Turerpauis OHH}?;E; Ta oQuaiin-Ka- ®DopmyBaHHS €MHOTO iHGOPMAIIHHOTO IPOCTOPY AN KIIIEHTIB
Cepenniit €MHUH KIIIEHTCHKUH JTOCBIX VY3ro/pkeHa B3aeMOJisl MK yciMa KaHaTaMH KOMYHiKamil
CRM-cucremn BincrexeHHs icTopil KOMyHiKallii, IEpCOHANI3AIlIS B3aEMOIIT

Al Ta aBTOMaTH3aIlis [IIBuaka 06pobKa 3anuTiB, HOPMYBaHHS PEKOMEHIAITIH

Hyowiii CunxpoHisanis Kaanis HoenHaHHf[ Tpannqiﬁﬂﬂx (3ycTpiui, A3BiHKH) 1 EpoBHX (Yat-
60TH, email) KaHaTiB
Amnanitika B3aeMozii MOHITOPHHT OBEIIHKH KIIEHTIB JJIsl BIOCKOHAJICHHS CTPATErii

Loicepeno: chopmoBaHo aBTOpamu Ha ocHOBI Aanux [1], [11], [12], [13]

ABTOMaru3alis KOMYHIKaliil cHpuse MiJBUIIECHHIO
e(eKTUBHOCTI 00CITyroByBaHHsI KIJIIEHTIB, TIEpCOHATI3ALIT
MapKETHHTOBHX KaMIIaHii Ta CKOPOYEHHIO 4acy oOpoOKu
3anuTiB. CRM-cucTeMH BHUCTYNAlOTh KIIOYOBUM IHCTpY-
MEHTOM YTIPaBJIiHHS B3a€MOBIIHOCHHAMHU 3 KJIIEHTaMHU, 3a-
Oe3reuyoUr [EeHTpaTi30BaHui 00K TaHuX, icTopii B3ae-
Moziit Ta craryciB yrox [13]. Lle no3Bonse y3romkyBaTa
Iii pi3HUX MiAPO3MALTIB i 3a0e3medyBaTi BUCOKHH piBEHb
cepsicy.

ABTOMAaTH3AIIIS MPOLIECIB — YIPaBIiHHS JIiJaMH, TIIa-
HYBaHHS 3yCTpidei, 00poOKka 3aMOBJICHb 1 MOCTIIPOAAXK-
HHUH CyNpOBiJ — CKOPOYY€ LUKI MPOAAXIB 1 MiJBUILYE
mBuAKicT pearyBanHs [11]. Anamitnuni moxymi CRM
JIOTIOMararoTh MPOTHO3yBaTH MOBEIHKY KIIIEHTIB 1 hopMy-
BaTH IIEPCOHAII30BaHi NPOIO3HLLiT, TOl K IHdpoBa iHTe-
rpatlisi IMiJJCHII0O€ aBTOMAaTHYHY CETMEHTALIII0 Ta PEKOMEH-
marii [1].

Cuctemu CRM Takox Bingcrexyrots KPI, Taki sk pi-
BEHBb KOHBEPCii, IIBUAKICTH BIAMIOBII Ta iHAEKC 330BOJIC-
HOCTI KJII€HTIB, IO TO3BOJISIE 00’ €KTUBHO OLIIHIOBATH ee-
KTUBHICTh KOMYHIKAIIH 1 BAOCKOHATIOBATH OMHiKaHAaJIbHI
crparerii [13].

Po3po0ka agantuBHOI OMHIKaHANBHOT Mojeni y B2B-
chepi IpyHTYETHCS HA TIOEAHAHHI TEXHOJOTIYHUX PIllIeHb,
nepcoHati3amii KOMyHiKamid i CHHXpOHi3amii nuppoBux
Ta TpaIUIiMHNX KaHawiB. Takuii miaxin 3abe3nedye Oesme-
PEpPBHUI KITIEHTCHKHHA MTOCBiJ, MiABUIIYE €()EKTHBHICTH
MIPOJIAXKIB 1 3MIITHIOE JIOSUTBHICTD KITi€HTIB [12].

% Memoodonociunuii nioxio. Po3pobieHHs OMHiKa-
HaJbHOI MOJeINi Tepeadadyae KOMIUICKCHUH TMiAXil, IO

OXOIUTIOE aHAI3 TEH/ICHIIH PUHKY, Y3aralbHEHHS MPaKTH-
YHUX KEHCIB i BU3HAYCHHS NPUHIMIIIB iHTErpanii KOMyHi-
KaliiHux kaHamis [1].

1. 3pocmanus poni yugposux nramegopm i agmoma-
mu3zayii. B2B-komnaHii akTHBHO BIPOBaJKYIOTh LU(PPOBI
wiaTopMu yHpasiiHHS KJIIEHTCBKMMH BiJIHOCHHAMH, 110
3a0e3medye IEHTpaNi3amifo KOMyHIKaIiii i CKOpodeHHs
gacy oOpoOKM 3amuTiB. ABTOMAaTH3aIlis MiABHIIYE TOY-
HICTh aHAMITHKH ¥ e(EeKTUBHICTH MPOILECIB 0OCIYTOBY-
BaHHA [12].

2. Ilepcomnanizayis 63aemo0ii. 3aBISKN BHUKOPHC-
TaHHIO aHATITUKYU BeJIMKHX JaHux Ta CRM-cucteMm komy-
HIKaI[isl CTae mepcoHanizoBaHor. JletanpHi mpodimi kiie-
HTIB JI03BOJIIOTH a/IalITyBaTH MapKETHHI'OBI CTpaTerii 10
IHIMBIIya bHUX NOTPeO 1 MiABUILYBaTH PiBEHb 3aJJ0BOJIE-
HOCTI CIIO’KMBaYiB.

3. Iumeepayisn onnaiin- ma ogaatin-kananis. I'iopu-
JTHI MOJIeINi MPOAaXiB, M0 MOETHYIOTH 0COOUCTI 3yCTpidi 3
UPPOBIMH iHCTpYMeHTaMH (Bizneo3B’ 30k, CRM, enexT-
pOHHI mIaThOopMu), CTATH CTAHAAPTOM B3aeMOJii. €1uHA
0a3a maHWX 3abe3medye OE3MIOBHE MEPEeMUKaHHSI MK Ka-
Hajamu [11].

4.  BuxopucmanHs yugpogoi ananimuxu Oas npo-
2HO3YBANHS NOBGEJIHKU KAi€HMIE. AHATITHYHI CUCTEMH JI0-
MIOMaraoTh IPOTHO3YBATH NOTPEOH KITi€HTIB, aBTOMATH3Y-
BaTH yXBaJIeHHS pimieHb i 3a0e3meuyBaTH aJalnTUBHICTh
KomyHikariil. Ile ckopouye gac pearyBaHHS ¥ IiIBHUIIy€
TOYHICTh MAPKETUHTOBUX il [1].

5. Kibepbesnexa ma 3axucm oanux. 3poCcTaHHS M-
¢poBizanii MiABUIIYe PHU3MKH BUTOKY JaHUX, TOMY
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Exonomiunuii npocmip

KOMIIaHii BIIPOBAJUKYIOTH OaraTopiBHEBY aBTCHTH(iKa-
1ito, muQpyBaHHs Ta Cy4acHi CTaHJIapTH 3aXHUCTy iHPOP-
Marii [12].

Dopmysanns Kpumepiie egeKmueHOCmi OMHIKAHATb-
Hoi mooeni. EQekTuBHICTh OMHiKaHaJIbHOT Mosieni y B2B-
CEKTOpIi OILIHIOETHCS Yepe3 KOMIUIEKC MOKa3HHKIB, 10 Bi-
I00paxaroTh piBeHb 3aIy94eHOCTi KITI€HTIB,

pe3yIbTaTUBHICTh MPOJAXKIB 1 onepauiiiHy e()eKTUBHICTb.
Bu3HaueHHs TakMX KPHUTEPIiB Jae€ 3MOTy BUMIipIOBaTH pe-
3yJIBTaTUBHICTh BIPOBAKCHHSI OMHIKaHAIBHOI CTpaTerii,
BUSIBIISITH BY3bKi MICLIsl Y B3a€EMOJII] Ta CBOEYACHO KOPHUTY-
BaTH Oi3HEC-MPOIIECH BiIMOBIIHO JI0 3MiH PUHKY H MOBe-
ninky kmientis [11] (Tabm. 4).

Tabauys 4

Kpurepii oninku edpekTUBHOCTI OMHiKaHaAbHOI cTpaTerii y B2B

Etan ouinoBaHHs KiouoBi kpurepii

3micT OiHIOBAHHA

KuienTcbkmii 10cBi
JOCBIL AT

NPS, CSAT, uac Bianosizi Ha 3a-

BumiproBaHHs 3a/10BOJICHOCTI KITI€HTIB 1 IIBUIKOCTI
pearyBaHHsI MCHEDKEPIB.

IMpoxaxi Ta MapKeTHHT CR, CAC, ROI

AHaii3 eeKTHBHOCTI KOHBEpCii, BUTPAT Ha 3aTy4eHHS
KIIEHTIB 1 peHTa0eIbHOCTI MaPKETHHIOBUX KaMIaHiH.

Onepauniiina edpexTHs-
HiCTb

Yac 06poOku 3aMOBJICHb, PiBEHb
aBTomaru3aiiii ( CRM), ctaGinb-
HICTh OMHIKaHAJIbHOI CHCTEMH

OuwiHKa MIBUIKOCTI BUKOHAHHS 3aMOBJICHbB, e(peKTHB-
HOCTIi aBTOMaTH3aLii Ta y3roPKeHOCT] KaHalliB KOMYHi-
Kauii.

[oicepeno: chopmoBaHO aBTOpaMHu Ha 0cHOBI manux [1], [10], [11], [13]

Apximexmypa omuikananbnoi moodeni. ApXiTeKTypa
OMHiKaHaJbpHOI Mojieni y B2B-cekTopi nepenbayae iHTer-
pauito uuppOBHUX, TPAAULIHHIX Ta MOOUIPHUX KaHAIIB y
€IWHY CHCTEMYy YIpPAaBIiHHA B3a€MOJI€I0 3 KII€HTaMH
(tabm. 5). Takuit migxin 3abesnedye Oe3mepepBHICTD KO-
MYHIKaliid, miaBHUITye e(eKTUBHICTH Oi3Hec-TpoLeciB i

CTBOPIOE UTICHUH KimieHTChkHit 1ocBif [12]. Cuctema Oa-
3y€ThCS HA CHHXPOHi3alii oHnaiiH- Ta odraitH-B3aeMOil
gyepe3 CRM-muiatopmu, aHaTiTHYHI MOJTYJTi Ta AaBTOMATH-
30BaHy MapHIPYTHU3AI[I0 3alUTiB, MO JO3BOJSIE KOMIIA-
HisSIM IIBUJIKO pearyBaTy Ha MOTPeOH KIIE€HTIB 1 MATpIMY-
BaTH MIEPCOHATi30BaHe 00cmyroByBaHHA [11].

Tabauys 5

ApxiTekTypa oMHikaHaJabHOI Moaeai y B2B

KoMnoHeHT

Onuc

DYHKUIOHAJIBHICTH

CuHxpoHi3anisa kaHaJjis

€nuHa 0a3a KIIE€HTCHKUX JAaHUX, MapIil-
pyTH3allis 3aNUTiB, riOpUAHA B3aEMOJIIs.

3abe3neuye y3romxeHe 00cIyroBy-
BaHHI KJII€HTIB HE3QJIS)KHO Bifl KAHAIY.

OmnJiaiin-kananm (BeOcaiiTu, coume-
pexi, email)

InTepakTuBHI BeOMIaTGOPMH, aBTOMATH-
30BaHi email-kammanii, inTerparis 3 Al

[epcoHnaiizye KOHTEHT 1 migBHUIIYE ede-
KTUBHICTh MAPKETUHTOBHX KOMYHIKa-

i,

Odraiin-kananm (Toprosi npezacra-
BHHKH, KOHTAKT-I[EHTPH, BUCTABKN)

Iarerpamnis 3 CRM, aBToMaTu3ariis teie-
¢omii, muppoBi CTCHH.

OnruMizye odaiiH-KOMyHiKawii, 3MeH-
IIy€ HaBaHTAKCHHI IIEPCOHAIY, TIOKpa-
nrye 30ip JaHuX.

Loicepeno: chopMoBaHO aBTOpaMH Ha 0CcHOBI manux [1], [11], [12], [13]

Asmomamuzoeane nepcoHanizoeame 3ayUeHHs KlieH-
mig. ABTOMaTnu30BaHa rnepconanizamis y B2B-cexropi 3a-
Oe3nedye eeKTHBHIIy KOMYHIKAI[il0, TOYHINIE IPOrHO-
3yBaHHA MOTPeO KIIEHTIB 1 3pOCTaHHS PE3yJIbTaTHBHOCTI
MapKeTHHTOoBHX KammnaHid. CRM-cuctemMnu akymyirOrOTH
JIaHi 3 pi3HUX KaHATIB, GOPMYIOUH HiITICHUN KIIEHTCHKUI
po¢iIb 1 Tal09l 3MOTY CTBOPIOBATH PENICBaHTHI MPOIIO-
3uii [13]. IaTerpanis mugpoBUX IHCTPYMEHTIB Ta MpeIu-
KTUBHOI aHAJIITHUKHU IiJIBUIIYE KOHBEPCIIO, OCKIIBKH J10-
3BOJISIE MOJICJIFOBATH MOBEAIHKY KJIIEHTIB 1 IPOrHO3YBaTH
HMOBIpHICT yknaneHHs yroj [1]. Bukopucranus yar-60-
TiB 1 nudpoBux-anropurmi y CRM, couianbHIx Mepexax
Ta MOOUTPHHX J0/IaTKax 3a0e3leuye IIBUIKE pearyBaHHs
Ha 3aIUTH i TIOCUITIOE KIIIEHTCHKY 3amy4ueHicTs [6; 11].

OmHiKaHabHA 1HTETpallist KaHaJiB — BiJ push-cnoBi-
meHs 10 loT-pimeHs — cTBOpIOE Oe3nmepepBHUN KITi€HT-
CBKHUH JTOCBIJI i BIAKPUBAE HOBI MOKIIMBOCTI JJIS TIEPCOHA-
mi3oBaHUX cepBiciB. CyKyIHICTh IIUX iHCTPYMEHTIB (op-
MY€ OCHOBY aBTOMAaTH30BaHOTO 3aJIydEeHHs KII€HTIB, M-
BUILYIOUH SIKICTh OOCIIyTOBYBaHHS Ta JJOBIOCTPOKOBY JIO-
sutbHiCTB [13] (Tabm. 6).

Ipaxmuuna peanizayis omuikananibHoi mooeni y B2B-
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CceKmopi elekmpomexuiuHux nionpuemcme. B ymoBax mu-
(dpoBoi TpaHchopmalil Ta 3pOCTaHHS KOHKYPEHIIiT eJIeKT-
poTtexHivyHI mignpuemMcTBa y B2B-cexTopi azanTyoTs Mo-
JIeITi B3a€EMOJIT IO BUMOT iHAYCTpialbHOTO PHHKY. OMHI-
KaHallbHa KOMYHIKalisi iHTerpye OHJIaHH- 1 oduaifH-Ka-
HaIH, 3a0e31evye IepCOHaTI30BaHIH KIIIEHTCHKUN JOCBI
1 aBTOMATH3aIliI0 TPOIIECIB HAa BCIiX eTamax 3aKyIiBIIi.

Ha erani sanyuennss kniewmis (OyniBenbHi, IPOMUC-
JIOBi, MYHIIIMTIAJIbHI 3aMOBHHKH) AaKTHBHO 3aCTOCOBY-
FOTBCS ITUQPOBI IHCTPYMEHTH KOHTEHT-MapKETHHTY: TEX-
Hi4HI BeOiHApH, KeWCH BIPOBAKEHHS, BileONpe3eHTaIlii.
IHTenekTyanpHi YaT-00TH HAJAKOThH IIBHUKI KOHCYJIBTAILI]
I[OJI0 XapaKTePUCTUK MPOAYKINI Ta (hOPMYIOTh TIEPCOHA-
Ji30BaHI PEKOMCHIAIIIT, i BHIIYI0OYU KOHBepcito [1].

[lin wac oyinku ma 6udopy KIIi€HTH B3aEMOIIOTE Yepe3
KopriopatuBHi caiit, CRM-mopranu, tenedoHHy miaTpU-
MKy abo 0e3mocepeaHbO 3 TOPIOBUMH MpPEICTaBHUKAMH.
Iarerpamnis CRM 103Bosisie CTBOPIOBATH 1HAUBIAyaJIBHI Te-
XHIKO-KOMEPIIiifHI MPOIO3HIIii 3 ypaxyBaHHIM crierudika-
11ii 3aMOBJICHB, a BIpTyaJbHi JeMO-TIpe3eHTAIli] TormoMara-
I0Th CKOPOTHTH LUK YXBaJIeHHS pimens [11].

Ha emani yxnadanns yeoou aBromatuzanis uepe3 CRM
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ta ERP-cucremu (1C, SAP) 3a6e3neuye onepaTuBHE y3ro-
JUKCHHS. TEXHIYHHMX 3aBJaHb, CHEUUQIKaIiil i paXyHKIB.
BukopucTaHHS €JIEKTPOHHOTO JOKYMEHTOOOITYy CKOpoUdye
yac o(OPMIICHHSI KOHTPAKTIB 1 3HM)KY€E PU3UK IOMUIOK
[13].

Iicnsanpooascna 63aemo0isi Mae CTpaTteriuHe 3Ha-
YeHHs, OCKUIBKH ITOCTaYaHHs OOJNAJHAHHS CYNPOBOIKY-
€THCS CEPBICOM, TAPaHTIHHOIO MIATPUMKOIO Ta KOHCYJIbTa-
misMu. [HTETpOBaHi cucTeMHU 3BOPOTHOTO 3B’ 513Ky Y CRM

BIZICTE)KYIOTh PiBEHb 33I0BOJICHOCTI KIII€HTIB, a aHAJIITHKa
3anuTiB (OpMy€e NMepcoHai30BaHi Mpono3uLii Ha MoJep-
HI3aI[iI0 YU TOJIATKOBI mmocayr [6].

3aBIKU BIPOBAKCHHIO OMHIKaHAJILHOT MOJICITI SJICK-
TPOTEXHI4HI KOMIaHIi MiBUIIYIOTh €(EKTUBHICTh YIIpaB-
JIHHA KIIEHTCBKUMHU BIJTHOCHMHAMH, CKOPOYYIOTH LUK
MIPOJIAXXy, 3MIITHIOIOTh TAPTHEPCTBA 1 MiABUIYIOTh THYY-
KIiCTh y poOOTI 3 Pi3HAMH KaTeTOPiIMU 3aMOBHHUKIB — BiJ
3a0yI0BHHUKIB JI0 JepikaBHHUX CTPYKTyp [11].

Tabauys 6

BniuB oMHiKaHAJBLHOI MO/IeJTi HA 3aJ1y4YeHiCTh KJIi€HTIB

Eran OCHOBHiI MexaHi3MHu

DYHKIIOHAJIBHICTH

Oninka (popMmyBaHHS 10-
BipH)
i

OMHIKaHAJIbHA MIATPUMKA KITI€HTIB,
IHMBiTyabHI KOMEpILiitHI IpoIo3u-
11ii, aBBTOMATH30BaHi JIEMO-IIPE3CHTa-

[TixBuIeHHS PiBHS IOBIpH Ta 3aJy4EHOCTI Yepe3 CHHX-
POHI30BaHy MATPUMKY B Pi3HUX KaHaJax i aJanTariio
TIPOTIO3HUIIIH 10 HOTPeO 3aMOBHHUKA.

OsnHaitomsieHHs (Treprmit

KOHTaKT
) Hii, gyat-00TH 3 Al

ITepconasizoBaHuit KOHTEHT-MapKe-
THHT, OMHIKaHaJIbHI PEKJIaMHi KaMma-

®opMyBaHHS HEPBUHHOTO IHTEPECY Ta 3aTy4eHHS M0-
TEHLIHUX KIII€HTIB Yyepe3 MepCcoHani30BaHUi KOHTEHT
1 IIBUJIKI aBTOMATH30BaHI KOHCYJIbTAIIIT.

[Mokyrmika (IpUAHATTA pi-

IICHHS ) .
npaii

Inrerpaniss CRM i ERP, enexrponnmii
JOKyMEHTOOOIT, THY4Ki YMOBH CIIiB-

OnruMizaliis Iporecy yKIaJaHHs yTroJ, CKOPOUCHHS
IUKITY TIPOAAXKY Ta 3HIKEHHS TPAH3aKLiTHUX BUTpAT
3aBISKU aBTOMATH3AIl].

MMicasmponaxue odciy-
TOBYBaHH
JIbHI CEpPBICH

ABTOMAaTH30BaHi CHCTEMHU 3BOPOT-
HOT'O 3B’SI3KY, IPOrPaMH JIOSITBHOCTI,
TeXHIYHa MiATPUMKA Yepe3 OMHiKaHa-

IligBMIEHHS JTOSUIBHOCTI KIII€HTIB, 301IbIIEHHS IIOBTO-
PHHX IPOAAXIB 1 3MIITHEHHS MAPTHEPCHKUX BIITHOCHH
Yyepe3 NepcoHaNli30BaHMUIl cepBic.

Hoicepeno: chopmoBaHo aBTOpamu Ha ocHOBI manux [1], [6], [11], [13]

Y B2B-cekTopi eMeKTpoTeXHITHOT ramy3i nepcoHaiza-
is € CTpaTeTiYHUM YMHHUKOM IIiIBUIIEHHS JIOSIBHOCTI
KII€HTIB, €(pEeKTHBHOCTI KOMYHIKamii i mpuOyTKOBOCTI
mianpueMcTB. 3actocyBanHs CRM-cucrem 3abe3mnedye To-
YHE CErMCHTYBAaHHS KIIIE€HTIB, aJanTallil0 KOMEPIIHHUX
NPOMO3MLIN 1 NMPOrHO3YBaHHS IOBENIHKOBUX CICHapiiB
[1]. ABTOMaTH30BaHI KOMYHIKaIlil — 30KpemMa email-kam-
maHii, 4yaT-00TH W JUHAMIYHUNA KOHTEHT — MiJBUILYIOThH
KOHBEPCIIO Ta CKOpOUYIOTh Yac pearyBanus [11]. Iurerpo-
BaHi CRM-pinieHHs (ikCyIOTh iCTOpil0 B3aeMOiH 1 pop-
MYIOTh PEJIEBaHTHI PEKOMEH/AIIil, a aJrOPUTMH MAIIHH-
HOT'O HABYAHHS ONEPATHBHO AJIANTYIOTh KOHTEHT [0 3MiH
MOBEIIHKH KiTieHTiB [6; 13].

VY konTekcTi B2B-mipomaxiB exekTpoTeXHIYHOTO 0013~
JTHAHHS 0COOJIMBY POJIb Bifirpa€ aBTOMATH30BaHE CErMEH-

HIHHICHIMHU KPUTEPisSMH, IO ONTHMIi3Yy€e PO3IIOALT pecyp-
CiB 1 miaBUIIYyE ePEeKTHBHICTh TapreTyBaHHA [3]. Pexome-
HIaNiiHI CHCTEMH, 3aCHOBaHI Ha aHAIITHII MUHYJINX Tpa-
H3aKIiH, 3a0e3MedyoTh (OpMyBaHHs IMEPCOHATIZ0BAHUX
MPOMO3HIIii, a CHHXPOHI3allis KOHTEHTY B YCIX KaHallax
(BeO-caiit, email, MOOUTBHI TIATGOPMH) CTBOPIOE IILJIiC-
HUH KJIieHTChKuA nocBin [10].

Oyinka epexmusnocmi nepconanizayii y B2B-e3acmo-
Oii. Pe3ynbTaTHBHICTH MEpCOHANI3AII] OI[IHIOETBCSA 32
KIIFOYOBUMH METPHUKaMH, SIKi BiTOOpa)xaroTh PiBEHb JIOS-
JBHOCTI Ta IOBTOCTPOKOBY IIHHICTH KITi€EHTIB. OCHOBHUMH
nokasHukamu € Net Promoter Score (NPS) — noxaznuk
3aJJ0BOJICHOCT] KJII€HTIB 1 TOTOBHOCTI X PEKOMEHIyBaTH
komnadir, Ta Customer Lifetime Value (CLV) — innuka-
TOp (PiHAHCOBOT'O BHECKY KIIIEHTA IPOTITOM YCHOTO LIUKITY

TyBaHHS 3a (¢ipMorpadiuHuMH, UOBeOiHKOBUMH #  cmiBmopaui [13] (Tabm. 7).
Tabnuys 7
OcHOBHi MOKa3HNKH e)eKTHBHOCTi OMHIKAHAJBLHOTO MAPKETHHIY
Kareropisn Ioka3Huk Onuc
Kougepcis Ta gxicTh iigoreHepa- . YacTka NOTEHLIMHMX KII€HTIB, 110 3MIMCHUIM Iii-
P A P Conversion Rate (CR) . ! o sA H
i JIOBY JUiIO (3aITUT, MOKYTIKY TOIIO).

PiBeHb 3ay4eHOCT] KITIEHTIB
Y (CES)

Customer Engagement Score

BinoOpaxkae akTHUBHICTH KII€HTIB y Pi3HMX KaHalax
B3a€EMOJII.

OnepaTuBHICT KOMYHIKaITiit

Time to First Response

CepenHiii yac pearyBaHHs KOMITaHi1 Ha 3aUTH KITi€H-
TiB.

VYTpUMaHHS KIII€HTIB (CRR)

Customer Retention Rate

BincoTok KIi€HTIB, SIKi HPOAOBXKYIOTH CIIBIPALIO 3
KOMITaHI€I0 y TIEBHUH NepioJ.

Brpara kiieHTiB Churn Rate

YacTka KIEHTIB, SIKI IPUINHAHWIN CIIBIpAIO 4Yepe3
Hee()eKTUBHY KOMYHIKaIilo abo cepBic.

dinancoBa epeKTHBHICTh

Return on Investment (ROI)

CriiBBiJHOLICHHS 10XO/Yy, OTPUMAHOIO Bijl MapKeTH-
HIOBHX aKTHBHOCTEH, 0 OHECEHHX BUTPAT.

Bapricts 3amyueHHs

(CAC)

Customer Acquisition Cost

CepenHst BapTiCTh 3aIydeHHsI OJJHOTO HOBOT'O KIIIEHTA
gepe3 yci KaHanm.

Lowcepeno: chopmoBaHo aBTOpamu Ha ocHOBI Aanux [1], [10], [11], [13]
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NPS neMoHCTpye KIIIEHTCHKHH JOCBiJ 4yepe3 IMOBip-
HICTh pEKOMEHAL1 OpeH/Iy; MO/ KJII€HTIB Ha TPOMOYTe-
piB, HEHTPANBHUX 1 KPUTHKIB JI03BOJISIE BU3HAYUTH PIBEHb
3aJTy4€HOCTI i OLIHUTH €(EeKTHBHICTH MEPCOHAII30BAHUX
komyHikauiii [11]. CLV Bumiptoe cykynHui npuOyTOK Bix
KJII€HTA 3 ypaxyBaHHSM CEpeIHbOTO YEKy, YACTOTH TpaH-
3aKmii 1 TpuBaocTi criBnpamni. Bucoknit piers CLV cBi-
JTYATH NP0 YCHIITHICTh IEPCOHANI30BaHIUX CTPAaTeTiH, ede-
KTHUBHE yIpaBiiHHA BigHOcHHamu depe3 CRM i Toune ce-
rMeHTyBaHHs [6; 8].

IMoenuanns NPS ta CLV no3Boisie kommaHisM hopmy-
BaTH MPIOPUTETHI CETMEHTH KIII€HTIB, KOPUTYBATH MapKe-
TUHTOBI CTpaTeril i ONTHMi3yBaTH OMHIKaHaIbHY B3a€EMO-
nito. Bukopucranus CRM-cucrem cripusie HiIBUILEHHIO
3aJI0BOJICHOCTI, IOBIpH 1 JOBrOCTPOKOBOT IPHOYTKOBOCTI

KITIEHTCHKUX BigHOCHH [1].

Ananiz ycniwunux xeticié 6npogaoddiceHusi OMHIKAHANb-
Hux cmpameeii. BripoBa)KeHHSI OMHIKaHAJIBHUX CTpaTe-
riii y B2B-kommnaHisx minBuinye eeKTUBHICTh B3a€MOJIT
3 KJIIEHTAMH, ONITUMI3y€e Oi3HEeC-TPOIIECH Ta PiBEHb MEPCo-
Haji3auii o6ciayroByBanHs. [IpakTika MpoBiHUX KOPIO-
PpaIiif CBiqUUTH, MO KIFOYOBUMH YUHHUKAMH YCITIXY € aB-
TOMATH3AIlis, IHTETpallis OHIalH- Ta o¢IaifH-KaHAaTIB 1 BU-
KOPHCTaHHS aHATITHKY MaHux [12].

»  Keiic 1. Komnanis Siemens: CRM-inmeepayis ma
yugposa exocucmema. Siemens noeaHye UQpoBi IAT-
(¢opmu Ta TpaguLiiHI KaHaaH B3aeMofil (Tabm. 8). [HTer-
pariss CRM i3 Al-anropurmamu 3a6e3nedye nepcoHaiza-
IO TIPOTIO3UIINA 1 aBTOMATH3AIII0 MPOIECIB MPOIAXKY
[14].

Tabauys 8
KurouoBi Hanpsimu uugpoBoi crparerii Siemens
Hanpsimok IncTpymeHT Pimenns
nGpoBi mwIaThopMu Ta . Bigkpura 0i3uec-muiardopma i iHTErpanii KiIi€HTIiB, apTHEPIB 1 po3-
Hugp bop Siemens Xcelerator AP . bopma 1 pall » [1APTHEPIB 1P
€KOCHCTEMH POOHUKIB y CHUIbHY HU(PPOBY EKOCHCTEMY.
. . BukopucTranHs aHAIITUKY Ta MU(PPOBUX ABIMHUKIB IS IEPCOHAITI3ALliT
TurenexryanbHi Texonorii Al, Big Data, KOM giKa i, TIPOrHO3 BaHHs[LI n(bg eciBﬂi iU GII[-IHSI e(II))eKTI/IBHOI(;lTi
B3aeMOIil Digital Twins Y LM, 1Ip Y pou ABHIL

00CITyrOBYBaHHs KJIIEHTIB.

[HTerpamis xanaiiB mpoja- e-commerce-pi-
JKIB 1 JIOTICTHKH meHHs, [oT

ABTOMATH3aIlisI 3aMOBJIECHB 1 YIPaBIiHHS TOCTAYaHHAMH Yepe3 HU(POBI
wiatgopmu 3 BukopuctanusaM [oT i mTydHOro iHTENeKTy.

Hoicepeno: chopMoBaHO aBTOpaMHU Ha OCHOBI aHuX [14]

OwmHikaHaTFHAa MOJENs Siemens 0a3yeThCs Ha iHTerpa-
uii Salesforce, CRM, Al-anamituku ta Teamcenter SLM,
3a0e3neuyroun Oe3nepepBHy MePCOHANI30BaHY B3aEMOII0

Ma Kh poadaxmu

KINMEHT 360

Komepuis

Onepadiii

3 KiIieHTaMu. Takui miaxig Crpusie 3MIITHEHHIO JOSITBHO-
CTi, Ii/IBUIIEHHIO SIKOCTI 00CITyrOBYBaHHS 1 y3ro/PKEHOCTI
niapo3iniB mpoaxis i cepicy (puc. 1).

T,

[n3anH
MPOOYKT 360

BupobHuuTtBO

Puc. 1. OMHiKaHaIBPHA MOJIETIH CEPBiC-Opi€HTOBAaHOI B3aeMoxii Siemens
Jicepeno: chopMOBaHO aBTOPaMH Ha OCHOBI JaHuX [14]

»  Keiic 2. Komnanis Schneider Electric: Al-ananimuxa ma napmuepcoki exocucmemu. Schneider Electric Bipo-
Ba/DKY€E IITYYHUH IHTENEKT, NPEJUKTUBHY aHANITUKY Ta FHYYKi KaHaJM TUCTpUOYyWii /Ui MiIBUIIEHHS e(QeKTUBHOCTI

OMHiKaHaJIbHOI B3aemoii [16; 17] (Tabum. 9).
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Tabauys 9
OwmHuikaHanbHa cTparerisi Ta nugposi pimenns Schneider Electric
1 IncTpymenT Pimenns
ndposa Oi3Hec-IIaT- . . Biaxpura ekocucTema AJst CriBIOpaLi MiX MapTHEPaMH i KITi€H-
[ndp Schneider Electric Exchange JIKp A pat pTHEP
dhopma TaMHu.
uhposa B3aEMOIIs 3 . . . N ..
Hugp . A My Schneider Electric App MoGinbHUI JOATOK UL JOCTYITy 10 IPOYKLIi Ta CepBiCiB.
KIIIEHTaMH
PRM CucreMa ymnpaBiiHHS BiIHOCHHAMH 3 MapTHEPaMHU VIS MIEPCO
(Partner Relationship HaJIi30BaH}(I)'fII)Ii N HMKHH pTHEP A p
Management) P '

Inrerpais kaHamiB

36yTy Tailored Supply Chain

ApanTuUBHA MOJEINb JIOTICTUKH M MOTPeOH KIIEHTIB y perio-
Hax.

E-commerce Ta oHnalH-1Ipo-
Haxi

CniBnpars 3 rob6ansHuME Mapketinieiicamu RS Components,
T-Mall, Grainger.

Joicepeno: chopMoBaHO aBTOpaMHU Ha OCHOBI nanux [16], [17]

Kommnagis peamizye Tpu MoeNi AUCTPUOYIIIL:

- Diffused coverage — rno0anbHa Mepexa JucC-
TpHO I0TOPIB;

- Project-based — inmuBinyanbHi pileHHs 1715t Be-
JIMKHX IHPPACTPYKTYPHHUX KIIIEHTIB;

- Through specialists — TexniyHa Ta KOHCYIIbTa-
LiifHa miaTpuMKa rnpodeciiHux naptaepis [17].

Iurerparis matpopm Exchange i PRM crpusie edek-
THUBHIN KOMYHIKaIii 3 mapTHepaMu, a MOOITBHAN JOAATOK
My Schneider Electric App migBumye 3pydHIiCTB

KITieHTChKO1 B3aeMomii. Buxopucranus Tailored Supply
Chain 103BoIIsI€ aaNTyBaTH JIOTICTUKY 10 JOKAJTbHUAX PH-
HKIB, 3a0€31e4youy CTablIbHICTh TOCTaYaHHSI.

Siemens 30cepeKyEThCS Ha TIPOMUCIOBHX ITiIIPHEM-
CTBaXx, 0 MOTPEOYIOTh ITUPPOBOTO MOICTIOBAHHS Ta TIPO-
THO3YBaHHs BUPOOHMYMX TIpoleciB, Toai sk Schneider
Electric opieHTy€TbCS Ha MacIITabOBaHi PilIeHHS IS 1ap-
THEpIiB 1 JAMCTPUO IOTOPIB, MOEIHYIOUH HHU(POBY aHAai-
THKY, MOOUIbHI CepBiCH Ta THYUKy Jorictuky (tabmn. 10).

Tabauysa 10

IopiBHsbHUIT aHAJi3 nndpoBux cTpareriii Siemens i Schneider Electric

Kareropis Siemens

| Schneider Electric

CrinbHi HanpsIMK
TiB i HApTHEPIB.

BuKOpHCTaHHS BIOKPUTHX LMQPOBUX ILIAT-
¢dopm, Al ta e-commerce [yist iHTErpawii Kii€H-

AHAIIOTIYHO — Opi€HTAIlis Ha IU(POBI EKOCH-
cremu, Al-aHaniTuky i oHIalH-TIpOAAXI.

Texuomnoriunuii Gpokyc

Digital Twins ta Industrial Metaverse mst Mmoze-

PRM-miardopma Ta MOOLTEHUI TOJATOK JJIsSt

JIFOBAHHS MPOIIECIB. MapTHEPIB.
. . . N Exkocucrema aucTpub’rOTOPIB 1 TEXHIYHHMX
Bzaemois 3 kimieHTaMu Al-ananituka Ta CRM i nepconarizarii. S Auctp P

[oicepeno: chopMoBaHO aBTOpaMHU Ha OCHOBI fanux [14], [16], [17]

BucHoBKH. Y X011 IPOBEJEHOTO JAOCIIDKEHHS BU3HA-
4eHo, o epeKTHBHICTE B2B-koMmyHikatiif B ymoBax mud-
poBOi TpaHcdopMarrii 6e3nocepeTHFO 3aJICKUTh BiJl PIBHS
aIanTUBHOCTI MiAIPUEMCTBA 10 3MiH iH()OpMAIliifHOTO Cce-
penoBHIIa Ta O4iKyBaHb KiieHTiB. [Io0yn0Ba OMHIKaHAIB-
HOi B3a€MOJIl i3 3aCTOCYBaHHSM IIEPCOHATI30BAHUX iH-
CTPYMEHTIB 1 TIEPETOBOPHUX CTpaTeTiit opMye HOBY Iia-
panurmy Oi3Hec-KOMYHIKalii, y sKili TEXHOJIOT1YHa THYY-
KICTh MOETHYETHCS 3 JIIOACHKHM (haKTOPOM — JIOBIpPOIO,
EMIATI€I0 Ta 3ATHICTIO IO MAPTHEPCHKOTO JIIAJIOTy.

3anpornoHoBaHa aJanTHBHA OMHIKaHAJIbHA MOJICIb
B3a€MO/Iii JO3BOJISIE IHTETPYyBaTH Pi3HI KaHAIU KOMYyHIKa-
uii (onnaiiy, oduaitn, MooinbHi, CRM, couianbhi muardo-
PMH) Y €IUHY CHUCTEMY YTIPaBIiHHS KIIEHTCHKUM IOCBi-
moM. BoHa 3a0esmedye cHHXpOHI3aIio iHpoOpMaIiitHIx
MMOTOKIB, MATPUMKY O€3IepepBHOCTI KOHTAKTY 3 KIi€H-
TaMu Ta (pOpMyBaHHS IHAMBITyaTbHOTO KOMYHIKAI[II{HOTO
CIIeHapio JJIsl KOXXHOTO KOHTparenTa. Oco0mBe 3HaueHHS
Mae BukopuctanHsi CRM-aHanmiTuky, HU(POBUX aIropuT-
MIB 1 CHCTEM aBTOMATH3AIli] IPOAaXKiB, 1[0 HATAIOTh 3MOTY
IIPOTHO3YBAaTH MOBEIHKOBI MAaTEPHU KIIEHTIB 1 Gopmy-
BaTH aJIpeCHi IPOIO3HUIIii BiIOBITHO 10 iXHIX mOTpeO 1 Ie-
PErOBOPHOT'O CTHJIIO.

IpakTryHe 3HAYCHHS JOCITIIKCHHS MOJIATae y BU3HA-
YCHHI KOMIUICKCY YIIPaBIIHCHKHX PIllICHb, sIKi 3a0e3medy-
FOTh IMiABUIICHHS eeKkTUBHOCTI B2B-komyHikamiii. [Toen-
HAHHS MPUHIUIIB MEPCOHANI3AIIT Ta IEPErOBOPHIX CTpa-
Terid crpuse (OPMYBaHHIO TOBTOTPHBAIHX IMaPTHEPCh-
KHX BIJIHOCHH, 3HIDKCHHIO PH3HUKIB KOH(MIIKTIB 1 ITiJBU-
MICHHIO PIBHS 3a/JI0BOJICHOCTI KII€HTIB. BrpoBamkeHHs
aJIaNITHBHOI OMHIKaHAJILHOT MOJIEIi CIpPHUSIE TaKOXK 3pOC-
TaHHIO PEHTA0EILHOCTI MapKETUHTOBUX 1HBECTHIIIN, CKO-
POYCHHIO UKy TPOMAXiB 1 3MIITHEHHIO KOHKYpPEHTHHUX
TO3HUIIIN TATPUEMCTB Ha PUHKY .

Y TeopeTHYHOMY acCHeKTi IOCHTIHKEHHS PpO3IIHPIOE
MAX1 10 PO3YMIHHS ITepcoHaizarii B KoHTekcTi B2B-Mma-
PKETHHTY, TOTIOBHIOIOYH HOT0 IHCTPYMEHTaAMH HEPETrOBO-
PHOi aHANITUKU Ta KOTHITUBHOTO MOJICIIOBAHHS B33a€MO-
Iii. 3ampornoHOBaHa MOJEb Ma€ MOTCHINAN I TOalb-
IIOT0 PO3BUTKY B HAMpsiMi (hOPMYyBaHHS 1HTEICKTYaIbHUX
CHCTeM IMIATPUMKHU pimeHb y cdepi B2B-komyHikamii,
3/IaTHUX aBTOMATUYHO aJalTyBaTH CTPATEril B3aEMO/IIT 10
€MOIIIfHOTO Ta MOBEIHKOBOTO MPO]IIIO KITi€HTA.

Iomampmmi mocmimpkeHHS AOIIBHO CIPSMyBaTH Ha
MPaKTHIHY anpo0aIliro MoIeNi y BUPOOHUYHX 1 CepBICHUX
CeKTOpax, aHami3 1 e(eKTHBHOCTI 3a Trally3eBUMH
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nokaznukamu KPI, a rakox Ha po3poOky nudpoBux iHau- Takum 4MHOM, ajanTHBHA OMHIKaHalIbHA MOJENb B3a-
KaToOpiB SIKOCTI IIEPEroBOpPHUX TpoleciB. BaxiuBum Ha-  emonaii y B2B-mpoctopi € KOMILIEKCHHM IHCTPYMEHTOM,
psSIMOM MaiiOyTHIX pOOIT € iIHTerpalis OMHIKaHAJIBHOI [le- 110 MO€EAHY€E TEXHOJIOT1YHY, TOBEIHKOBY Ta EPErOBOPHY
pCOHAai3aMii 3 €KOJIOTIYHMMHU Ta COIaJbHO OPi€HTOBA-  CKJIAJOBI. Ii NPaKTUYHA IMIUIEMEHTAITS JT03BOJISE TTiIIPU-
HUMH CTPATeTisIMH CTaJIOT0 PO3BUTKY Oi3Hecy, IO J03BO-  €MCTBAM He JIMIIE MiJBUIIUTH epEeKTUBHICTh KOMYHIKaIliH,
JIUTH CTBOPUTH CHHEPIeTUYHUH e()eKT MK EKOHOMIYHOI  a i c(opMyBaTH CTIHKY €KOCHCTEMY B3a€MO/II1, 3aCHOBaHY
PE3yJIbTATUBHICTIO, €TUYHICTIO Ta JOBrOCTPOKOBOIO JIOSi-  Ha NMPUHLUIAX JOBIpH, B3a€EMOBHIOIM Ta CTPATETiYHOTO
JBHICTIO KITIEHTIB. MapTHEPCTBA.
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