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LLU®OPOBA 3PINIICTb B2B-KOMMNAHIN AK OAHA 3 NEPEAYMOB
NEPCOHANIBALII MAPKETUHIOBMX KOMYHIKALLIN

Memoio nybaikayii € 0ocaiodiceHns micHO20 36’ A3KY Midc pieHem yugposoi 3pinocmi B2B-komnanii ma ix 30ammi-
cmio 00 8NPOBAOIHCEHHA NEPCOHANIZ08AHUX MAPKEMUH208UX KOMYHIKAYIl 8 YMOBAX nepexody 00 NPOMUCTIOB0CTIE HOB020
nokoninHa (Indycmpii 4.0 ma 5.0). Ha ocnosi noenubieno2o ananisy 8imyusHAHUX ma 3apyOincHux Haykoeux poodim, a
MAaxodic 36imMi6 NPOBIOHUX KOHCAIMUH20BUX A2EHYIN, BUSHAYEHO MEXHOLO0IUHI, OPeaHi3ayitiHl ma cmpameziyHi nepeul-
KOOU HA WLIAXY 00CseHeHH sl eqhekmueHoi moodeni nepconanizayii' y cekmopi B2B. Po3ensinymo poib wimy4Ho20 iHmMeneKmy
(L) ma npeduxmusnoi ananimuxu (Predictive Intelligence), sik knouosux incmpymenmia cinepnepconanizayii. Ha oc-
HOBI NP0B8e0eH020 aHANIZY BUSGIEHO 3AKOHOMIPHOCIE Nepexo0y Opeanizayill 8i0 peakmugHo2o 00 MAPKEeMUHeY Had OCHOBI
npocHO3y8aHHA. Y pe3yabmami 00CiONCeHHs 3anPOnOHOBAHO OHOBNIEHY MOOEb IHMEZPOBAHOI NepcoHanizayii Ha 0cHOBI
yugposoi spinocmi, wo 6azyemocs konyenyii SOR (Stimulus-Organism-Response) ckradaemocs 3 vomupbox pisnie. ¢gy-
HOAMeHmMAanbHUull, mparcgopmayiiinuil, onepayiiunul ma pigeHv adanmusHoi komynikayii. Haoano npakmuuni pekomen-
oayii 015 BIMYUSHAHUX NIONPUEMCME U000 NOOOIAHHA OPLAHI3AYIlIHOT PO3PIZHEHOCI, IHMe2payii MapKemuHe08uUx pe-
cypcie ma onmumizayii iHpopmayitiHo2o HABAHMANCEHHS.

Knrwuosi cnosa: yugposa spinicme, B2B-mapkemune, nepconanizayis, wmyyHuil inmeiexm, agmomamusayis, yugh-
poea mparchopmayis, MapKemuH208i KOMyHIKayii, KiieHmcovKull 00csio.

DIGITAL MATURITY OF B2B COMPANIES AS A PREREQUISUTE
FOR PERSONALIZATION OF MARKETING COMMUNICATIONS

It investigates the relationship between the digital maturity of business-to-business organizations and their ability to
implement effective personalized marketing communications in the context of evolving industrial paradigms associated
with Industry 4.0 and Industry 5.0. The growing complexity of digital ecosystems, the increasingly important role of data-
driven decision-making, and the rapid adoption of artificial intelligence technologies fundamentally transform marketing
processes and customer engagement strategies in B2B environments. In today’s time, companies face the challenge of
synchronizing technological capabilities with organizational readiness to achieve scalable and meaningful
personalization across multiple digital touchpoints. The research is based on a qualitative analytical methodological
approach combining comparative analysis, synthesis, and systematization of conceptual frameworks related to digital
maturity and personalized marketing. The research also uses structural and functional analysis to explore how marketing
systems are undergoing a transformation under the impact of artificial intelligence and predictive analytics. This method
makes possible the identification of important dimensions that are driving the shift from traditional reactive marketing
models to proactive and predictive personalization strategies. The implications of the research indicate that digital
maturity plays a significant role in the effectiveness of personalization for B2B communications. Higher-maturity
organizations integrate digital technologies more effectively, have better data governance, and better alignment of
marketing, sales, and IT functions. The results imply a clear progression from basic digital adoption toward advanced
predictive personalization models enabled by artificial intelligence. A conceptual framework is proposed whereby
personalization on the basis of digital maturity is divided into four interrelated levels: foundational, transformational,
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executive, and outcome-oriented. This model is built around the Stimulus—Organism—-Response logic, explaining how
external technological stimuli impact organizational capabilities and how this subsequently affects customer responses.

These findings have practical implications for B2B enterprises that want to optimize their digital transformation
initiatives. The proposed framework can be used as a diagnostic and planning tool for assessing organizational readiness
for Al-driven personalization. As a result, it also offers strategies to reduce internal fragmentation, increase cross-
functional collaboration, and ensure optimal cognitive and operational workloads within a marketing ecosystem. The
proposed approach enables the organization to make better use of their resources, enhances their customer engagement
strategies, and contributes to the development of sustainable competitive advantages in an ever-more digitalized market

landscape.

Keywords: digital maturity, B2B marketing, personalization, artificial intelligence, predictive intelligence,
automation, digital transformation, marketing communications, customer experience.

JEL classification: M31, O33.

IlocranoBka mpodaemu. CyuyacHHH eTam PO3BHTKY
r1100aIbHOT €KOHOMIKH XapaKTEePU3y€eThCsl BUCOKOIO IIBH-
JIKICTIO TEXHOJIOT1YHUX 3MiH, IO BH3HAYAIOTHCS PO3IO-
BCIOJDKCHHSIM IIM(POBHUX TEXHOJIOTIH y BCiX cdepax Kut-
TeRISITBHOCTI cycminberBa. L{udposa Tpanchopmaris rim-
0OKo BIUIMBa€e Ha Oi3Hec-oIeparii Ta € OTHAM i3 HaiBaX-
JMUBIMINX COMLIAThHO-SKOHOMIYHUX sBHII. Jlns mignpu-
eMcTB, Mo QyHKIIOHYIOTH Y cektopi B2B (business-to-
business) mmdposa Tpanchopmaiiisi € HeoOXimHICTIO Ha
XY 3a0e3neYeHHs] KOHKYPEHTOCIIPOMOXKHOCTI Ta ajial-
TaIlil 10 MiHJIMBUX YMOB PHHKY, III0 0COOJIMBO aKTyalIbHO
JUTA YKpaiHCHKUX KOMITaHiH, 110 3MYyIIEHi iCHyBaTH B yMO-
BaX BOEHHHX BHKJIMKIB. [CTOPHYHO TaK CKIIAI0Ch, IO IHHO-
BaIii y cpepi poOOTH 3 KITlieHTaMH aKTHBHO BIIPOBAKyBa-
muck nepeBaxHo B B2C (business-to-customer) cektopi.
[Ipore, mporiec 3anpoBaKeHHs WX iHHOBAIIK B B2B OyB
JIMIIE MTUTAHHAM 4Yacy, aJpke BUMOTH KOPIIOPaTUBHUX KJTi-
€HTIB JI0 CEpPBICY 3MIHIOBAJIUCH Ta (YOPMYBAIHUCE ITijT BILIH-
BOM JIOCBiJly KOPHUCTYBaHHS SIKICHUMH HU(POBHMH IUIAT-
dopmamu (Amazon, AliExpress, Rozetka). MoxnuBicts
OTPUMYBAaTH MHUTTEBY iH(OPMAILIiI0 PO 3aJIUIIKN HA CKJIa-
Jlax, 3MiHy BapTOCTI, IEPCOHANILHI YMOBH Ta JJOCTYII JIO iH-
ol BayKJIMBOi iH(oOpMarii mpo ToBap 3abe3nedye MeBHY
KOHKYpeHTHY nepeBary. Came 1e MOTHBYBAJIO OpraHi3amii
JI0 BIPOBAKCHHS MIEPCOHATI30BAHOI KOMYHIKaIlii, aie 3
ypaxyBaHHAIM crierudiku koMepuiitHoi Toprisii. [Iporec
nepconamizamii B B2B cynpoBomKyeThCsl 3SHAUHUMU TPY-
HOIIAMU Ta BUKJIMKAMM, 4e€pe3 CKIAJHUM MPOLEeC IpHi-
HATTS PIIEHb KOPHOPAaTHBHOMY CEKTOpi, IparMaTUuyHHN
MIAXI IO OLIHKU MPOTMO3HUIiHl, BETUKY KUIBKICTh Mapame-
TPIB OIIIHKHU Ta TPUBAJIN# MK TpoaaxiB. He3Bakarouu Ha
PO3YMIHHS BaXKJIMBOCTI MIEPCOHANI3AIli1, OaraThboM OpraHi-
3allisiIM He BHAETHCS €(EeKTUBHO ii peanizyBaTh Ha Mpak-
Tui. 3a JaHUMHU TI00ANFHUX OMHUTYBaHb, 65% mimepi
B2B-cermenTa 3a3Ha4ar0Th, 10 MPOLECH EIEKTPOHHOI KO-
Mepii Ta mudpoBoi B3aeMoii y IXHIX KOMITaHisSX MarOTh
CYTT€EBI HEAOJIKH, a nuiie 39% MOKyIIIB 3asiBUIIN TIPO 3a-
JTOBOJICHHS 3[TaTHICTIO ITOCTAYaIbHHUKIB HATaBaTH U(PPOBI
MIPOTIO3HILii, IO BiAMOBINATH crierudigauM moTpedam [1].
["010BHOIO IPHYUHOIO TAKOTO PO3PUBY MK O9iKYBaHHIMHU
Ta PEAbHICTIO € HEJOCTATHIH piBeHb HHU(POBOI 3pLIOCTI
(Digital Maturity) opranizamiii. HasBHIiCTE epeoBUX Te-
XHOJIOTiH Ta MpOrpaMHOro 3abe3nedeHHs caMi 1Mo cobi He
rapaHTyloTh €PEKTHBHOI CTpaTerii MepcoHami3alii, amxe
npo0yieMu B CUCTEMHOMY 300pi Ta 00po01ri naHux, Heede-
KTHBHA B32€MOJIisl MDXK PI3HUMH JeNapTaMeHTaMH1 Ta Mpo-
TaJHHU B KOPIOPATHBHIN KyJNbTYpi MOXYTb 3BECTH

3ycwiuisl 3 1moOynoBu edeKTHBHOI cTparterii HaHiBeIb.
Came piBeHb HU(POBOT 3PITOCTI TA€ MOKIMBICTH OLIHUTH
3/IaTHICTH KOMIIaHi# 10 e(eKTUBHOTO BUPILICHHS 3a3Haye-
HUX MpoOJsieM. 3 OTJsiTy Ha 1ie, BUHHKAE€ HEOOXiTHICTH B
TIMOOKOMY JOCIIIKEHHI 3B’S3Ky MK IH(POBOIO 3pifIi-
CTIO Ta 3JIATHICTIO 10 €()EKTHBHOTO BITPOBAKEHHSI ITEPCO-
HATI30BaHUX KOMYHiKaliiA. PO3yMiHHS X 3aKOHOMipHO-
CTE TO3BOJUTH HiAIPHEMCTBAM ONITHMIi3yBaTH IHBECTHIII
B TEXHOJIOTIi, parliOHAIEHO BIPOBAKYBaTH IHCTPYMEHTH
LITYYHOTO HTEJIEKTY Ta aHAITHKH, a TAKOXK OLIHUTH TO-
TOBHICTB JI0 BIIPOBAPKEHHS CTPATETIYHUX 3MiH.

AHAJI3 ocTaHHIX TocaimKeHb Ta myOmikamiit. [{ud-
poBa TpaHchopMallisi, €BOJIOLIS MAapPKETHHIOBUX CHCTEM
Ta nepcoHaji3oBaHi komyHikauii B B2B € cepen Tem, siki
BUCBITJIIOIOTHCS B aKaJIEMIUHHMX Ta NPUKIAJAHUX poboTax
SIK BITYM3HSHUX, TaK 1 IPOBITHUX 3apyOiXKHUX TOCIITHU-
KiB. Y HAyKOBOMY IHUCKYPCi cpOpMyBaBCs sl KOHIETITY-
ANBHUX TIIXOMIB, IO PO3KPUBAIOTH Pi3HI TpaHi Ii€l KOM-
IUIeKCHOI TeMu. B HayKoBiif THUCKycii 3'IBHITOCS KiTbKa MO-
Jened, sIKi PO3KPUBAIOTH Pi3HI CTOPOHM CKIIAAHOI TEMH.
Hanpuknan, Yee 3ibaxep 3poOuB GpyHIaMeHTaTBHIN BHE-
COK y pO3yMiHHS CTPYKTYPH Ta TUHAMiKH IH(POBOT 3piso-
CTi B MApKETHHIOBHX OpraHizauisx. BiH po3poOus kouern-
TyanbHy Mopenb 3pinocti B2B-mapkerunry (B2B
Marketing Maturity Model), o ckiagaethbest 3 iepapxiy-
HHUX €TalliB OpraHi3alliifHOro po3BUTKY B CBOIi poOOTi
"B2B Marketing Guidebook" [2]. 3ecbaxep migKpeciroe,
IO IepeXia 10 BUIIUX PiBHIB 3piIOCTI BUMarae 3MiHH HE
JIIIe HOBUX PIMIeHSk, ane U dimocodii yrmpaBiIiHHS, BUKO-
puctaHHs THy4YkuxX Mertomoioriii (Agile Marketing
Navigator) Ta iHTerpalii MApKETHHTY 3 MPOIlECaMH MPOaa-
kiB. OMHIEIO 3 IPOBIMHUX i/Iell y HOTO DOCIHIIKEHH] € 3a-
CTOCYBaHHS IPOTHO3HOT IHTEJIEKTYAIBHOCTI, PO 1[0 BYE-
HHUM TOBOPUTH y TepMiHaxX HaBiramiiHoi cuctemu (GPS),
sKa He JINIIIe YUTaE JaHi, aje i nepenbadae KOTUBaHHS pH-
HKy, poOisdn Oijplle MPOTHO30BAaHOTO IEPCOHAJI30Ba-
HOTO MapKeTHHTY [2]. BapTo Takok 3BE€pHYTH yBary Ha Cy-
YacHi JOCHIKCHHS, IPUCBAYCHI POJi IITYYHOTO iHTele-
kty y B2B-nepconamzamii. 3okpema, C. JIeBEHIOPT,
A.Tyxa, I.'pean ta T. bpeccrort (2022) BHUSBISIOTH,
0 IUTYYHUH IHTEJNEKT Ta MallMHHE HaBYaHHsS HaJaloTh
nepeBary B IIEpCOHaNI30BaHMX KOMYHIKaIlisix. Bonu ctBe-
PAXKYIOTh, IITYYHUH IHTENEKT IOBHHEH OYTH YaCTHHOIO
BCix Oi3Hec-IIpoleciB, 100 3a0e3MeUnTH AKICHY epcoHa-
J3aMif0 Ta MiJBUIUTH SKICTh B3a€MOJI 3 KiieHTOM [3].
Kpim toro, 1. T'etirep Ta /1. Haake (2022) npoBemnu aHami3,
SKWH BKa3ye Ha Te, IO B KoHTekcTi B2B BigHOCHH
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BUKOPHCTAHHS IITYYHOTO IHTEJNEKTY Ma€ NPSMHUH BIUIMB
Ha 33/I0BOJICHICTB, JIOBIPY, JOSUILHICTh Ta JIOBFOCTPOKOBY
B33a€EMO/III0, MATPUMYIOUH 1/I€10, 110 NTepCOHai30BaHa KO-
MYHIKaIlis Hd OCHOBI IITYYHOTO IHTEICKTY 3/1aTHA TOCATTH
KOMepLiiHOTO BILIUBY [4].

Cepell BITYM3HSIHUX HAYKOBI[IB BUBUYCHHIO BiJIMiHHOC-
Tell BUKOPUCTAHHS IU(PPOBHUX IHCTPYMEHTIB B MOJEIIX
B2B Tta B2C mpucssatuB cBoro poboty A. 'ymentok [5].
Kobeprrok C. Ta bamabanosa K. mocmigmmm MOKIHBOCTI
Ta BUKJIMKY TIEPCOHAII3AIIIT B €ITOXY IITyYHOTO iHTEJIEKTY,
HaTOJIOITYIOYH Ha BAaXKITMBOCTI aHAJI3Y IIA0JIOHIB TIOBE]Ii-
HKH Ta JMHAMIYHOTO CTBOPEHHS KOHTeHTY [6]. BaxkiuBum
HaNpsiIMOM TaKO € METOIOJIOTIYHI PO3POOKH 3 OLIIHKH IH-
¢poBoi 3pinocTi YKpaiHCHKMX MHIiANPUEMCTB (MoJei
DMM, DMI), 110 po3risaaroThes B Mpansdx, IPUCBIYEHUX
iHTerpauii 6i3Hecy 3 €BponeicbkuMU UOPOBUMHU iIHHOBA-
uiftnumu xadbamu (EDIH) [7]. LliHHUM mKepesioM aHuX,
o OyJM BUKOPHCTAHI, CTaJH 3BITH CBITOBUX KOHCAJITHH-
FOBHUX Oprasizarfiii. \

HesBakaroun Ha CHIIbHY TEOpPETHUHY 0a3zy Ta HasiB-
HICTh PO3PI3HEHUX MOJIEINICH, MPOBEICHUI aHalli3 HayKo-
BUX JOCHIDKCHB 3aCBIIUY€E, MO iCHye HEBHpIlIeHa Mpo-
OrleMa BiICYyTHOCTI YiTKO{ OI[iHKH BIUTUBY IH(POBOT 3pio-
CTi Ha IMIMOMHY Ta iHCTpyMeHTapiil nepconamizanii y B2B-
CErMeHTiI, 0 00Mexye eeKTUBHICTh HASBHUX ITiTXO/IiB.

MeTta cTaTTi — OOTPYHTYBaTH TEOPETUKO-METOI0JI0-
Ti4Hi 3aca Iy BIUTUBY IIUQPOBOI 3piIOCTI Ha POIIECH Tep-
coHauti3allii MapKeTHHrOBHX KOMYHikaliii y B2B-cerme-
HTi Ta pO3pOOHUTH BiAMOBIAHY KOHIENTYaJIbHy MOJEIH Ha
ocHOBI noBeiHKoBoOro mixxoxy SOR.

Memoou docnidocenns. I NOCITHEHHS MOCTaBICHOT
METHU JIOCITIJDKEHHS OyJI0 3aCTOCOBAHO KOMIUIEKC 3arajb-
HOHAYKOBHX 1 CHEIiaJbHUX METOMAIB. Tak, MOPiBHSAIBHO-
aQHAJTITUYHUH METO/1 BUKOPUCTAHO JJIsl BABYEHHS €BOJIOLIT
ICHYIOUMX KOHIIEIIIH nn(poBoi 3plIOCTi Ta y3araabHeHHs
KOHIIETITYaJbHUX ITiIXO/IB IO TIEPCOHATI30BAHOTO MapKe-
THHTY Y B2B-cexTopi. Metox  CTPYKTYpHO-

(HyHKIIOHATFHOTO aHAi3Y 3aCTOCOBAHO IS TOCTIIHKSHHS
TpaHChopMalii MAapKETHHTOBUX CHCTEM IIi/I BIUTMBOM TEX-
HOJIOTi# mTydHOoTO iHTeNeKTy. CHCTeMHHUH MiAXid J03BO-
JIMB PO3TILIHYTH MUPPOBY 3PLITICTB 1 MpoIiec mepcoHaiza-
mii sk OaraTopiBHEBY OpraHi3aliifHO-TEXHOJIOTIYHY apxi-
TEKTYpY, IO BKIIOYAE OKpeMi piBHI IH(POBOI 3piJOCTi.
Meron y3arajgbpHeHHs Ta abcTparyBaHHs BHKOPHCTAHO MPH
TEOPETHYHOMY CHHTE31 Ta Po3poOIli KOHLENTYyalbHOI MO-
Jeni iHTerpoBaHol NepcoHaji3alii Ha OCHOBI HU(POBOT
3pinocTi. TabnuYHUIA METO 3aCTOCOBAHO JJISI CHCTEMATH-
3awii pe3ysbTaTiB JOCIIIKSHHS Ta Bi3yaizalii piBHIB LU-
(GhpoBoi 3pinoCTi.

BukJjiag ocHOBHUX pe3yJabTaTiB Aocaimkenas. [{ud-
poBa 3piTicTh BitoOpaXkae CHCTEMHY 3AaTHICTh OpraHiza-
i1 IBUAKO 1 e(peKTUBHO aIaNTyBaTUCS JI0 3MiH Y TEXHO-
JIOTIYHOMY CEepEIOBHIL|, IHTErPyBaTH MUPPOBI PIICHHS B
OCHOBHY ONEpalliiiHy IisUTbHICTh Ta (OpMyBaTH iHHOBa-
IiHY KOPTIOPaTHBHY KyJIbTypy. Y KoHTeKcTi B2B-Mapke-
THUHTY IH(POBa 3pUTICTh € IHANKATOPOM MOXKIIMBOCTI Iif-
MIPUEMCTBBA HAKOIMYYBaTH, OOPOOIISITH Ta BUKOPUCTOBY-
BaTH JaHi i1 TOOYAOBH TOBTOCTPOKOBHUX Ta MEPCOHANTI-
30BaHMUX BIAHOCHH 3 Kii€eHTaMH. JloCTiHKeHHS BKa3ylOTh
Ha Te, o IMdpoBa 3pisicTh Ma€ NPSIMHUI BIUIMB Ha MOKpa-
meHHst Oi3Hec mMoka3HMKIB. KommaHnii 3 BUCOKMM piBHEM
3pitocTi Maike BTpUUi YacTille 3BITYIOTH PO 3pOCTaHHS
JIOXO/IiB, 1110 3HAYHO IIEPEBUILYIOTh CEpeHI IIOKa3HUKU B
Ti e ramy3i [8]. 3asBneHo, mo 41%, koMnaHii, sSKi nepe-
BHIIWIN CBOi Oi3HEC-I[UJIi, OMKMCAIA CBOK MAapKCTUHTOBY
CTparTerilo sk BUCOKOSIKiCHY. BaxiBo, 1110 KoMIaHii 3 BU-
0F0 II(POBOTO 3PLTICTIO MAJIK MEHIIE HEBAATINX Pe3yIThb-
tatiB. Jlume 5% opranizalliii 3 BUCOKOIO 3piIiCTIO HE J0-
CSITTIN CBO€ET TOJIOBHOI Oi3HEC-11ii, HOpiBHAHO 3 17% opra-
Hizamiit 3 HU3BKOWO 3pimicTio. [9]. B Boston Consulting
Group (BCG) 6yna 3anpormoHOBaHa MOJIENb, IO MTOALIIE
€BOJIIOII0 IH(POBOTO MAPKETUHTY HA YOTHPH KITIOYOBI
craaii [10] (Tabm. 1).

Tabnuys 1

Moaeab uudposoi 3pinocti (Boston Consulting Group)

3apozkosa crazist (Nascent)

IMudpoBa akTHBHICTS € emi30qUIHOI0. MapKEeTHHT OBl KaMITaHii BUKOHYIOTECS HE pery-
JSIPHO, BIACYTHS iHTETpamis MiX BiAIJIaMH, 3B’I30K HU(POBUX IHBECTHIIH i3 peans-
HUMH TIPOAAXXKaMH He MPOCIIiIKOBY€EThCS, IHCTPYMEHTH eJIEKTPOHHOT KoMepIii HU3bKOT
SIKOCTI 200 BiICYTHI.

IMepexinna craznis (Emerging)

Kommnanii 36uparoTh BiacHi nepBHHHI JaHi. BinOyBaeTbcs BIpoBaIKeHHs 0a30BHX iH-
CTPYMEHTIB aBTOMAaTH3aLli1. 3acTOCOBYIOThCS MeToIi A/B TectyBanns. Cepen HeOMIKIB
(parMeHTapHICTh JaHUX Ta CNAOKUii 3B’ 530K MIXK HiIpo3aiiaMu.

Crapnis inrerpaii (Connected)

Bim3nauaerbest rmbokoro iHTerpamiero TexHosorii. KoMmanii KoHCOMTYIOTH aHi 3
CRM-cucrem, iHCTpyMeHTIB aBTOMaTH3anii Ta BeO-aHamiTuku. PopMyeTsest OMHIKaHa-
JIbHA KOMYHIKAIlisl, MApKETHHT JIEMOHCTpPYE YiTKHH 3B 530K 3 mokazHukoM ROI (Return
Of Investments).

BararomomenTHa craist
(Multimoment)

Bumii piens mudpoBoi 3pinocrti. Komnanist 3qaTHa 10 [uHaMivHOro, nependavysa-
HOTO BUKOHAHHS 3aBJIaHb Ha KO)KHOMY €TaIli KJII€HTCHKOTO IUIAXY. AKTHBHO BIIPOBa-
JDKYIOTBCSL JITOPUTMH MALLIMHHOTO HaBYAaHHS Ta LITYYHOTO IHTEJIEKTY [UIs aBTOMAaTH3a-
il B3aemoniit. IIporecu cTaloTh aJanTHBHUMH i He TTIOTPEOYIOTh IOCTIHHOTO MaHyab-
HOT'O BTPYYaHHS, X04a CTPATEriuHMil JIFOICHKHIA KOHTPOJIb 30€piracThesl.

Joicepeno: cknaneno asropamu 3a [10].

VBe 3i0axep mi3HilIe 3amporoHyBaB pO3IIMpPEHUI Ba-
pianT mozeni BCG, sxy na3as (B2B Marketing Maturity
Model). Mogens 3ibaxepa Mae 4 piBHi, IO € TOPOKHBOIO
KapToOI JUIsi MApKETOJIOTIB JJs MiJABUIICHHS pPiBHS
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ONTUMI3aIlil BHYTPIIIHIX MPOLECIB, IO JT03BOJSE BUBIIb-
HUTH PECypcH i iHHOBAIH. 3TiTHO 3 JOCIIHKCHHIMH,
88% mpoBigHuX Mapkeronori Boayarotk B MRM noten-
1iaJ Jy1sl CTBOPEHHS BUMIipIOBaHOI J10JaHoi BapTocTi. B 3a-
NIPOTIOHOBAHIM MOJENl TaKoX YiTKO HPOCITIPKY€ETHCS
3B’SI30K PIBHS IUPPOBOI 3PIJIOCTI 3 SIKICTIO MEPCOHATI30BA-
HUX KOMyHikamiii. Huspkuil piBeHBP HHQPOBOI 3pimocTi
3MEHIIIy€ MIaHCH Ha MOOYIOBY SIKICHHX MTEPCOHATI30BaHUX
KOMYHIKaIliil 10 Hyma. Sk mokasano AociimpkeHHs Mycu
ta Kockinena (2025), po3pi3HEHI TeXHOJOTIUHI €KOCHC-
TeMH (HAIIPUKIIA1, BAKOPUCTAHHS HE3aJIeKHUX CUCTEM ISt
email-poscuiok, Be6-ananituku Ta CRM) npu3BosITh 10
JyOJIOBaHHS JaHUX Ta KOTHITUBHOTO NEPEBaHTAXKECHHS.
Ille omHi€r0 3aKOHOMIPHICTIO € 3CYB CTpaTeriunoro ¢o-
KyCy nepcoHasi3amii 3a1exHo Bif HU(GPOBUX MOKIHBOC-
teit. Komnanii 3 Hu3bK00 1(POBOIO 3piicTIO 3a3BHYal
HaMararThCs CTUMYJIIOBATH B)KEe HassBHUX KIIIEHTIB (depe3

TPaAMLIHI PO3CUIIKH 31 3HKKAaMH), TOJ1 SIK HU(POBI Ji-
JIepH JIfOTh HA BUIICPESIKCHHS 1 3aBIIIKU aJITOPUTMaM I10-
YHHAIOTh BUOYZOBYBaTH IEPCOHAIbHI BiJHOCHHU 1€ JI0
TOrO, sIK OyJ10 OQiuidHO iHIIIOBAHO KOHTAKT 3 MocTaya-
JIBHUKOM.

Ha ocHOBi pe3yibTaTiB HPOBEICHOIO TEOPETHYHOIO
CHHTE3y Ta EMIIPHYHUX CIOCTEPEKEHBb, IPOIOHYETHCS
KOHIIeTITyaibHa “MoieNb iHTerpoBaHo1 epCoHai3allii Ha
ocHOBI 1dpoBoi 3pinocti”’. TeopeTnuHnM (HyHIAMEHTOM
mozeni € mapagurma SOR (Stimulus-Organism-Response),
e(eKTHBHICTS SIKOi U1t B2B-KOHTEKCTY Ta TeHEPATUBHOTO
Il ©Oyma miaTBepKeHa OaraTbMa JOCIIJKCHHSIMHU.
IIpore, BpaxoByroun cnenudiky KOpHOpaTUBHUX €KOCHC-
TeM, 3aIPONIOHOBaHa MOIeNb po3muproe pamku SOR, ana-
NITYIOUH ii 70 GaratopiBHEBOi opraHi3arifHO-TEXHOJIOT14-
HOT apXiTeKkTypu. MoJieh CKIaIaeThCs 3 YOTUPHOX IHTET-
POBaHKX PIBHIB, L0 MPOXOAATH 3HU3Y Bropy (Tadim. 2).

Tabnuys 2

Moaeab iHTerpoBaHoi nepcoHatizauii Ha ocHOBI UG POBOI 3pinocTi

OynnameHTaNbEHAN piBEHDb

Lle nouarkoBuii piBeHb 1 poBoi 3pinocti. Ha 1ibomy eTari Meta mossrae B ayiuTi icHy0-
YHUX MPOIECiB, BCTAHOBJICHHI TEXHOJIOTIYHOT 0a3u, opraHizaiii IEHTPaAILHOTO CXOBHINA 310-
paHuX naHux, Hagiiaux CRM iHCTpyMEHTIB, 3MeHIIeHHI ()parMeHTalli{ JaHuX.

PiBens Tpanchopmarii Ta y3-
TOKEHOCTI

Ha oMy piBHI BigOyBaeThes TpaHchOpMAaLIis B3a€MO3B’SI3KIB MIXK ITiAPO3A1IaMi MapKeTH-
HT'y, IPOAXIB Ta cepBicy. 3aCTOCOBY€ETHCS METOJOJIOTIS ypaBiiHHs pecypcamu (MRM).
BukopucroByrotscs iHdopmariis npo Habip nporpamHoro 3abe3nedeHHs, HuGPoOBHUX iHCTPY-
MEHTIB Ta 3arajibHOI TEXHOJIOTIYHOI iH)PACTPyKTypH Ta IIOBEAIHKOBI aHi Ut GOPMYBaHHSI
o6'ennanoi crparerii (Account-Based Marketing).

Omnepauiiinnii piBeHb

Ha npomy piBHI OCHOBHHMM 3aBJAaHHSIM € BUKOPUCTaHHS INTYYHOTO iHTENEKTY. AJITOPUTMH
MAIIMHHOTO HaBYaHHS 3aCTOCOBYIOTBCS IS IPOTHO3IB, Iepefdavarod MoTpedu MOKyIIiB
me 1o odiniitHoro opopmieHHs. IMHaAMiYHINA KOHTEHT aBTOMAaTHYHO JOCTaBIIIETHCS B pea-
JBHOMY 4aci KO)KHOMY BiziBimyBady. KpiM Toro, Ha oMy piBHI 3aCTOCOBY€ETHCS ONITHMI3aLis
iHbopMalliiiHoro HaBaHTaXeHHsA. Y TepMinax mapagurMu SOR 1ieii piBeHb HOpMy€E CTUMYJIL.

PiBeHb aganTHBHOT KOMYHIKa-
il

HaiiBuiuii piBeHs Mogerni, 1ie TOYKa B3aeMO/Ii1 3 KOpropaTuBHUM KiieHToM. [{e Hag3Buyaitno
peJIeBaHTHUI KOHTEHT, SIKUi rapaHTye MIMOOKUi MepCOHaTi30BaHui qiajior i TAKUM YHMHOM
HiBHILY€E HiHHICTD OpeHAy, a KiHIeBuil pe3ynbTar - cnpustinBa (SOR - Peakiis) peaxuis,
0 IPUCKOPIOE IUKII TpojaiB B2B, Oymye OLIbII DOBIpIIMBI BiTHOCHHH 3 ITOCTAYaIbHAKOM,
a TaKOX BCTAHOBIIIOE JOBIOCTPOKOBY MOTHBALiIO /10 B3aemozii. KoMmmnaHis BmpoBapkye 3a-
MPOMOHOBaHY MOJENb TAKUM YMHOM, LI00 MPEACTaBUTH PEIEBaHTHI IPOLYKTH Ta IepeBep-

IIMTH OYiKyBaHHS KII€HTIB.

[oicepeno: cknageHo aBTOPAMHU CaMOCTIHHO.

Ha ocHOBI mpoaHaIi30BaHUX JaHWX Ta 3 OTJISAY Ha Ode-
BHIHI TPYIHOII CIIPUYMHEH] HACTIIKaMH BIHU Ta CKJIaj-
HUMH yMOBaMH ()YHKIIOHYBaHHS BITYM3HSIHHX ITiIIPH-
€MCTB 3aIPONIOHOBAHO HACTYITHI peKOMEHAAIIil:

1. IlpoBeseHHS KOMIUIEKCHOTO ayJIUTy 3pLIOCTI.
Tpanchopmariiss Mae HOYMHATUCS 31 CTPATETIYHOI CaMOO-
IIHKY 1 BU3HAYCHHS IOTOYHOTO PiBHsA 3pinocTi. lle 103B0-
JIUTh YHUKHYTH HENPOAYKTHBHUX IHBECTHMUIHN y CKIaaHi
ITOPUTMHU INTYYHOI'O IHTENEKTY, KOJHM HE 3a0e3ledeHo
0a30BHX BUMOT MOIEPEHIX PiBHIB.

2.  JledparmeHrarist (3aKpHUTTSI TEXHOJIOTIYHAX PO3-
puBiB). HeoOXigHICTE CTBOPEHHS €KOCHCTEMH, B SIKil TaHi
Be0-aHAITHKH, CHCTEM TeHepaIlil JTiIiB Ta CHCTEM yIIpaB-
JHHS B3aeMOBiTHOCHHaMU 3 KiieHTamu (CRM) cnaxXpoHi-
3yIOThCS TAKMM YHHOM, 1100 (OpPMYBaBCS €IMHHI IPO-
¢inp KITieHTA.

3. OpranizaniiiHa CcHHepris Ta BIPOBaKCHHS
MRM. YcyHenHs iHpopMaliiHOTO Ta orepaniiHoro pos-
PUBY MiX MapKETHHIOM, MpOJAaXaMH Ta O0OCIyroBYBaH-
HaM.  CoitpHuH ~ Hablp  KIIOYOBHX  IOKAa3HHUKIB

epextuBHOCTI (KPI) MOXe BCTaHOBUTH 3araiibHy KOPITO-
paTUBHY KyJbTYpY, OPi€HTOBaHY Ha KIIIEHTa, Ta BIIPOBa-
JOKEHHST METOIOJIOT1H yIIpaBliHHS MapKETHHIOBUMH pecy-
pcamm.

4. TlocrynoBe, 30anaHcoBaHe BIPOBAKEHHS TPO-
THO3HUX TEXHOJIOTiH. JII0AChKHIT KOHTPOJIb TIOBUHEH 30€-
piraTics Ha KIIOYOBHX €Talax CTPATeriyHOTO MPHHHATTS
pimienb, o6 30eperty 6i3HeC-eTUKY Ta JIOBIpY Y BiIHOCH-
Hax.

5. Imrerpamis no iHHOBamiHWX XabiB. YdYacTp y
nporpamax €BponelchbkHX HMU(POBUX IHHOBALIHHUX Xa-
618 (EDIH) nu1st 3aimydeHHS eKCTIEPTHHUX 3HAaHB, TOCTYILY JI0
nepeaoBoi 1udpoBizalii Ta TOMOMOTH Y BIPOBAXKCHHI
HalKpalyx raixy3eBUX HPaKTHK Yy MICIIEBY €KOHOMIKY €
0COOJIMBO BasKJIMBOIO /ISl BITYU3HIHUX (ipM.

BucnoBku. IIpoBeseHe NOCHiKEHHS J103BOJISIE 3pO-
OWTH BICHOBOK, IIO B enoxy nudposizaii ta [amycrpii 5.0
TpamuIiifHI MeXi MK po3poOKOI0 MPOAYKTY, MapKETHH-
roM Ta IT-iHppacTpyKTypoIo ocTaTouHO cTHUpatoThes. Lu-
(poBa 3piMICTH MANPHUEMCTBA BHUCTYIA€ HE IPOCTO
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IHINKAaTOPOM HOTO TEXHOJIOTIYHOI OCHAIEHOCTI, a i QyH-
KLIOHAJILHOIO NIEPElyMOBOIO JUIsl BIXKMBAaHHS Ha KOHKYype-
HTHUX pHHKaXx. BcTaHOBIIEHO, 110 3aNpOBaKEHHS TI€PCo-
HaJli30BaHMX KOMYHikauiii B B2B cermenTi cynpoBoiky-
€ThCS 3HAYHUMH BUKJIMKaMH Yepe3 CKJIaHUN IUIIX TpUi-
HATTS pillieHb, aJke Ha BiaMiny Bin B2C pimieHHs npuii-
MaroTecsi He ogHoociOHo. Kommanii Ha 6a30BuX cTamisx
PO3BUTKY IIM(POBOI 3piIOCTI MAIOTh HEBEJIHKI IIAaHCH Ha
BIIPOBA/DKEHHS SKICHOI TEPCOHANI30BAHOI KOMYHIKAIIii.
BopHouac moCATHEHHS BHCOKMX CTaild 3pLTOCTi BiAKpH-
Ba€ IIIIX J0 3aCTOCYBAaHHS IHCTPYMEHTIB Ha 0a3i mTyd4-
HOTO IHTEJIEKTY Ta TeHePaTHBHHX aITOPUTMIB, IIO J103BO-
JIsI€ IPOTHO3YBATH MOBEIHKY HOTEHIIHUX KIII€HTIB Ta 3a-
0e3MeYnTH rineprepcoHaTi3oBaHi BiITHOCHHH. 3aIPOIIOHO-
BaHa y cTaTTi OaratopiBHeBa «Mojienb iHTErpoBaHoi mep-
coHaJi3allii Ha OCHOBI U(POBOI 3piIOCTI» JEMOHCTPYE,
110 aBTOMATH3allisl KOMYHiKallili 6e3 monepeaHboi ONTUMi-
3a11ii 6a3 JaHUX Ta Y3roJHKEHOCTI KOMaHAU NPU3BOIUTE 0
CHCTEMHHUX 300iB. [lepCrieKTHBH MOAANBINMX HAYKOBHX
IOCTIDKeHb Yy miid cdepl MONATaloTh y TPOBEACHHI

MacmTaOHUX eMIIPUYHKUX JOCIHIIKeHb Ha 0a3i yKpaiHCh-
kux npomucioBux Ta IT-kommaniii. Lle qonomoske nepesi-
PHUTH 3aIIPOIIOHOBAHY MOJETH 1 pO3pOOUTH rasy3eBi cTaH-
naptu nudposoi TpancdopMailii B yMOBaX €KOHOMIYHOTO
BiiHOBJIeHH. CUCTEMHUH MiX1/1 10 OLIHKH ITUPPOBOT 3pi-
JOCTI Ta BIPOBAKCHHS IMPOTHO3HUX MAapKETHHIOBUX
CTpareriii CTaHe OCHOBOIO ISl CTBOPEHHS CTa01JIbHOT KOH-
KypEeHTHOI repeBaru Ha riobansHomy B2B-punky.

Jexnapanist npo Bukopuctannsi L. ITix gac minro-
TOBKH Li€] poOOTH iHCTPYMEHTH Ha OCHOBI IITYYHOTO iH-
tenekty (GPT-5.5 Instant, Gemini 1.5 Flash) suxopucro-
BYBAJIMCh JUISI BTOPHHHUX 3aBJIaHb, TAKUX K CTHIICTHYHE
Ta TpaMaTHYHE pelaryBaHHsS TEKCTY, yINOPSAKyBaHHS KO-
JKHOT YaCTHHH, a TaKOX JJIS TIepekiaay Ta afanTarii aHr-
JIOMOBHOTO Matepiamy. JKomeH TeKCT, 3reHepOoBaHHU 3a
JIOTIOMOT0I0 IITYYHOTO iHTENEKTY, HE BUKOPHUCTOBYBABCS
0€e3 KpUTHYHOTO peJaryBaHHs. ABTOPH HECYTh ITOBHY BijI-
MOB1IaBHICTh 32 HAYKOBICTh, TOYHICTH Ta HITICHICTh KOH-
TEHTY.
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