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KITACUDIKALIA IHCTPYMEHTIB JII2KNTAJI-ITPOCYBAHHA
TOBAPIB TA IIOCJIYI' HA PUHKY B2B

Jioncumanizauina axmueHno po3eueacmocs ma @npoGad’Ccycmuvcs AK 6 Haule NoGCsAKOeHHe
wcummst max i 6 cghepy 6iznecy. Cyuachi npoepecueni mexro.n02ii nponowyroms pizHoMaHimui
iHcmpymenmu ma nioxoou, AKi 0armos Mo#CAUGICHb He MIAbKU 30iAblUMU NPOCYBAHHSA MOBAPIE
KoMRawii, a i 2apanmyeamu yHiKa1bHi KOHKYPeHmMHI nepeeazu Hao 0CHOBHUMU KOHKYPEHMAMU.

B cmammi namu nageoeno inghopmauiro npo 3acoou ma ix ckaadogi, a marxoxc yuxuii, axi
yiaicHo cKaaoaromy Mapkemunzogy disabHicmo nionpuemcmeda. Adxyce pisnomanimui 3acoou, saxi
npononye Oidxycumaanizauia ma AKi GUKOPUCHIOBYIOMbCA 6 MAPKEMUHZY 6 CYKYHNHOCHI
npedcmaeasaomsy npouec, opicH HUll HA 3a00804eHHA 060X CMOPIH: NOKYNUA ma npooasus.
Taxuii deéoxcmoponniil nioxio 3abesneuye eghexmuenicmo pobomu Komnaii, ix opieHmosanicmo
Ha KAl€Hma ma HAAGHICMb KOHKYDeHMHUX nepesae

B cmammi naeedeno mnaiiocnoeniui incmpymenmu 0idxcuman-npocysanHs moeapie ma
nocaye nHa punky B2B: npomo caiimy, xonmenm-mapkemune, couiaivui media, Email-
Mapkemune, aidoeeHepayis, AHALiMuUKa ma mpexine.

Ilpeocmaeaeno oani wodo uacmku Kiabkocmi RIONPUEMCME, WO GUKOPUCHIOBYIOMb
couiaavhi media, y 3aeaivhiil Kiabkocmi nionpuemcme 3a 6u0amu eKOHOMIHOI OisLabHOCHI.
Cepednst wvacmka 6UKOPUCIMAHHA COUIAAbHUX Media HA NIONPUEMCMEAX 3a 6U0aAMU eKOHOMIMHOT
distibHocmi cmanogumy y po3pizi pokie: y 2018 poui — 29,7%; y 2019 poui — 30,1%; y 2022 poui
29,1%. Y pospizi éudie exonomiunoi disavnocmi npomszom 2019-2022 pokie écmanog.aeno, uo
Hailbiabuwy 4acmky 3aimaromo nionpuemcmed, AKi npayrwmo 6 mypucmutHnii cgepi ma y
eudagnuHill disabHocmi.

Ilpoanaaizoeano cepedosuwe ghopmyeanns incmpymenmu 0i0xHcuman-npocyeants moeapie
ma nocaye Ha punky B2B, ceped axux GusHauaibHuMu 6udineHo: po3mip PUHKY, eapmicrb
npooykuii i nocaye, 63a€EMOGIOHOCUHU 3 KAIEHMOM, NPOZPAMY AOSABHOCHI, CAYIHCOY NIOMPUMKU
ma Koncyavbmauii, uiai ma KoHmenm cmpameziro.

B niocymky eusnaueno didxncuman-npocysanns moeapie ma nocaye Ha punxky B2B, wo
00360.13€ KOMNAaHiam eghekmueniute 63acmodianmu 3 Uiaboeoro ayoumopiero, ONMuUMIzyeamu ceoi
3ycuaasn ma 3abe3newyeamu cmabiabnuii po3eumox 6iznecy.

Karouosi caoea: didywcumanizauis, mapkemune, npocyéanHs moeapie, punok B2B, uugposi
iHCmpymenmu, MapKemuHe08a OisNbHiCMb.
Puc. 3. Taba. 2. Jlim. 12.
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CLASSIFICATION OF TOOLS FOR DIGITAL PROMOTION
OF GOODS AND SERVICES ON THE B2B MARKET

Digitalization is actively developing and being implemented both in our everyday life and in
the field of business. Modern progressive technologies offer a variety of tools and approaches that
make it possible not only to increase the promotion of the company s products, but also to guaran-
tee unique competitive advantages over the main competitors.

In the article, we provide information about the tools and their components, as well as the
Jfunctions that make up the enterprise's marketing activity as a whole. After all, the various means
offered by digitalization and used in marketing collectively represent a process focused on the sat-
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isfaction of two parties: the buyer and the seller. Such a two-sided approach ensures the efficiency
of companies' work, their focus on the client and the presence of competitive advantages

The article presents the most basic tools for digital promotion of goods and services in the B2B
market: website promotion, content marketing, social media, email marketing, lead generation,
analytics and tracking.

Data on the share of the number of enterprises using social media in the total number of
enterprises by type of economic activity are presented. The average share of social media use at
enterprises by type of economic activity is: in 2018 — 29.7%; in 2019 — 30.1%; in 2022, 29.1%.
In the breakdown of types of economic activity during 2019-2022, it was established that the largest
share is occupied by enterprises working in the tourism sector and in publishing.

The environment for the formation of tools for digital promotion of goods and services on the
B2B market was analyzed, among which the following were identified as determining factors: mar-
ket size, cost of products and services, customer relations, loyalty program, support and consulta-
tion service, goals and content strategy.

As a result, the digital promotion of goods and services in the B2B market was determined,
which allows companies to interact more effectively with the target audience, optimize their efforts
and ensure stable business development.

Keywords: digitalization, marketing, product promotion, B2B market, digital tools, marketing
activity.
Peer-reviewed, approved and placed: 13.05.2024.

IToctanoBka mpoGaemu. Jlimkuramizailisi aKTUBHO pPO3BUBAETHCS Ta
BIIPOBAIKYETLCS K B Hallle ITOBCIKIEHHE XUTTSI TaK i B cdepy OizHecy. Ha
CbOTOJHI € AOCTAaTHbO 3HA4YHaA KIiJIbKICTh HAayKOBUX OOCJIIXEHb Ta MpujaiiB
MMPaKTUIHUX BIIPOBAIKEHb, SIKi TMOKA3yIOTh PE3yJBTaTUBHICTh 3aCTOCYBaHHS
nmdpoBi3ailii 3a1JIs IPOCyBaHHSI KOMITaHiil Ha pUHKY.

OcTaHHIMM pOKaMM OCOOJIMBO aKTMBHO PO3BUBAIOTHCS TEXHOJIOTII JIiIKATAI
IIPOCYBaHHS TOBapiB Ta IIOCAYT Ha BHYTPIIIHBOMY Ta 30BHIITHROMY pPHHKAX.
CyyacHi NmporpecuBHi TEXHOJIOTii IPOITOHYIOTH Pi3HOMAHITHI iHCTPYMEHTH Ta
Migxonu, SIKi Jal0Th MOXJIMBICTh HE TUIbKM 30LJIbIIMTU IIPOCYBaHHSI TOBapiB
KOMIIaHii, a 1 rapaHTyBaTM YHiKaJlbHi KOHKYPEHTHi IlepeBaru HajJ OCHOBHUMMU
KOHKYpPEHTaMMU.

IIpoTre, moTpebye neTaJlbHOTO aHajily Ta PO3KPUTTS iHGopMallis 11010
IHCTPYMEHTIB [iI3KUTAI-IIPOCYBaHHS TOBAPIB Ta MOCTYT Ha puHKY B2B.

AHami3 OCTaHHIX HOCTiIKeHb Ta myOJikamiii. [TuTaHHSIM, gKi TPUCBSIYCHI
TIKATAI-TIPOCYBAHHSI TOBApiB Ta MOCYT, 3aCTOCYBAHHSI Cy4YaCHMUX MPOrPECUBHUX
TEXHOJIOTit B Oi3Heci MPUCBSIYEHO Ipalli BiTUYM3HSIHMX HaAyKOBIIiB, 30Kkpema: H.
Bacwisiis [1], B. 3anopa [2], O. Mapuyk [4], JI. Pomanenko [5], B. Py6au [6] Ta
IHIII.

Mera naocHiIKeHHs TIoJsira€ B Kiacu@ikalii iHCTpyMEHTIB HiJsKUTaI-
MMPOCYBaHHS TOBapiB Ta MOCIYT Ha puHKY B2B.

OcHoBHI pe3yabTatd gociimkeHHd. It Toro, mob6 3mM00yTH KOHKYPEHTHY
rnepeBary KoMIIaHii BAAIOThCS OO 3aCTOCYBaHHSI PI3HOMAaHITHMX 3aco0iB, sKi
JIOCTyIHi B mugpoBomy cBiti. [IpormoHyeMo aeTaabHO po3ibpaTHCh 3 HassBHUMU,
CTaHOM Ha ChOTOIIHI 3ac00aMM Ta iX CKJIaJOBMMM, a TAKOXK (DYHKIIISIMU, SIKi ITLTICHO
CKJIaal0Th MapKETWMHIOBY MisSIbHICTH MianmpueMcTBa. OTpumMaHy iHdopmalriio
MpeacTaBUMO y BULJIsIAL puc. 1.
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3acobu DYHKLT CKnapaoBi MapKeTUHroBoi
AiAMXKUTaN-TeXHONOTi AianbHocTi B IHTepHeTi

oL iy’

aHani3 Beb-pecypcis M
KOHKYpeHTIB
36ip iHbopMaLii y nowwyKkoBmx [ocnigKeHHA pUHKY
cuctemax
CnocTepeKeHHs Yepes Beb- MapkemuHeosi
cepsepun — JocnipKeHHa — 00cnidnceHHA
iHTEPHET-ONUTYBaHHA, KOHKYpeHTiB
aHKeTyBaHHA,
dokyc-rpynu;
iHTepHeT-po3BiaKa [ocnigyKeHHA cnoKmBadis
y4acTb y iHpopmau,iiHo- B Po3pobka HOBMX TOBapiB M
NOLIYKOBUX CUCTEMAX
yyacTb y rno6anbHUX cUCTEMAX OpraHisauis nichanpogasKHoro TosapHa
AncTpunbyuii L obcnyrosyBaHHA - nonimuka
y4acTb y rnobanbHux cuctemax
pe3epByBaHHA
iHTEpHET-ayKLiOHM __J NobyaoBsa rHy4Koro UiHOYTBOPEHHA — —
OH/IAWH-OPEHAHI PUHKMN LiHosa
rnobanbHi cuctemm AUCTpUbYLi — > nonimuka
Be6-cait; - 36yT TOBapIB —
LioXKUTaN-marasmHu yepes IHTepHeT 36ymosa
iHTEPHET ayKLiOHM - disaneHicme
iHTepHeT-6ip»Ki Onnata ToBapiB yepes IHTepHeT .
rnobanbHi cuctemu AUCTPUBYLT

Puc. 1. 3acobu IHTepHeT-TeXHOOri B MapKEeTUHIOBIN AisiNbHOCTI NiANPMEMCTBA,
rnobydosaHo asmopamu Ha OCcHO8I [7]

Otke, SIK 6a4MMO, Pi3HOMaHITHI 3aCO0M B CYKYITHOCTI IIPEICTABIISIIOTH IIPOIIEC,
OpIEHTOBAHMII Ha 3aJ0BOJIEHHS ABOX CTOPiH: MOKYILS Ta MpoaaBusd. Takuii
IBOXCTOPOHHIN ITimxim 3abe3medye e(QEeKTUBHICTH poOOTHM KOMIIaHIM, ix
OpIEHTOBAHICTh HAa KJIIEHTA Ta HASIBHICTh KOHKYPEHTHUX IEpeBar.

[IpommoHyeEMO pO3TISHYTH iHCTPYMEHTH [iIKUTAI-IIPOCYBAaHHS TOBapiB Ta
roctyr Ha puHKy B2B. 3arasom Baprto Bim3HauwTH, 110 min iHcTpymeHTamu B2B
(Business-to-Business) po3yMioTh pi3HOMaHITHI OHJIAWH-CTpaTeTii Ta TEXHOJIOTI,
SIKi BAKOPMCTOBYIOTbCSI KOMITAHISIMU JIJISI TIPOCYBAHHSI CBOIX MPOAYKTiB a00 MOCIIyT
Ha pUHKY.

B Tabn. 1 HaBeneMoO HAMOCHOBHIiIII iHCTPYMEHTHU MiIKUTAI-TIPOCYBAaHHS
TOBapiB Ta MOCIYT HAa pUHKY B2B.

IlepepaxoBaHi iHCTPpYMEHTM [IiXKMTaJI-IIPOCYBAaHHSI TOBapiB Ta IIOCIAYr Ha
puHKYy B2B H mpeTeHOyrOTh Ha BUYEPHHICTh, ajle HAOTh iHGOpPMAI0 IIPo
MOXJIMBOCTI $IKi BigKpuBa€e Lu@poBizauisa y cdepi IIpocyBaHHS TOBapiB,
MO3ULIIOHYBaHHS KOMIIaHiil, BOi3HaBaHOCTI OpeHay Toino. Lli iHCTpyMeHTH
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JI03BOJISIIOTH €(heKTUBHO B3aEMOJIISITH 3 iHIIIMMU Oi3HEecaMM, CTBOPIOBATU IOBIpY 10
OpeHly Ta reHepyBaTHu MOTeHLIAHUX KJIIEHTIB ISl TTOJAIbIINX MPOJaXKiB.

Tabruysi 1. OCHOBHI IHCTPYMEHTM AioKUTan-npocyBaHHs TOBapiB Ta NOCIYr Ha
puHKy B2B, nobydosaHo asmopamu Ha ocHoei [1, 3, 4]

IHCTpYyMeHTH gigxuTtan XapaKTepuCTMKa iHCTPYMEHTIB AiAKMUTan TEXHONOTIN
TEXHOIOTi
Mpomo canty ONTUMI3aLLiA KOHTEHTY i CTPYKTYpW Beb6CalTy AN NOKPALLLEHHA A0ro

BMAMMOCTI B MOLIYKOBUX cucTemax. Lle po3Bonse moTeHUitHUM
KNiEHTaM Jferwe 3HalTWM KOMMAHil Mif, 4Yac MOLWYKY MEeBHUX
npoAyKTiB abo nocayr

KOHTEeHT-MmapKeTUHr CTBOpPEHHS Ta PO3MOBCIOAKEHHA LiHHOrO KOHTEeHTy (cTaTTi, 610T-
NnocT, aHaniTMYHi 3BiTM, BebiHapu), AKMIN 3anyyae UiNbOBY
ayauTopito, nigsuwye A0Bipy Ta cnpusae iHGOpPMyBaHHIO MNpo
npoayKt abo nocayry

CoujanbHi megia (SMM) BuKOpUCTaHHA nnatdopm couianbHMx megia (Linkedin, Twitter,
Facebook, Instagram) ans npocyBaHHA 6peHAy, HanaroAKeHHs
KOHTaKTIB Ta B3aEMO|i 3 NOTEHLIMHUMMW KNIEHTAMK.

Email-mapkeTuHr HagcmnaHHA  LiNbOBMX  €N1eKTPOHHWUX  JIUCTIB 3 KOPWUCHOK
iHpopMmaLieto, HOBUHaMM, NPONO3NLLIAMMN abO KOHTEHTOM
NigoreHepauis BMKOPUCTAHHA PIi3HUX TexHiK Ana 360py KOHTAKTHWUX AaHuX

NOTEHLiMHMX KNIEHTIB. Lie MosKe BKAtOYATU BUKOPUCTaHHA GOPM Ha
calTi, npono3uuii 6e3KOLTOBHOrO KOHTEHTY B 06MiH Ha KOHTAKTHY
iHbopMmaLito ToLo

AHaniTUKa Ta TpekiHr BUKOpUCTaHHA [HCTPYMeEHTIB aHanitukn (Google Analytics, CRM-
CUCTEMM) O1A BIACTEKEHHA NOBEAIHKM KOPUCTYBaYiB Ha CaTi,
edEeKTMBHOCTI PEKNAaMHUX KaMMaHil, Ta ONTUMI3aL,ii MapKeTUHIOBUX
3yCUnb.

Sk 6aunmo, [HTepHET Mepeka CTae OIHUM 3 KIIFOYOBMX 3aC00iB KOMYHiKalIiit
Ta CHiJIKYBaHHS MiX JI0JbMU, BiIlIOBiAHO i B 0i3HECI TeX CIJIKYBaHHS 3 KJIIIEHTOM
nepexoauTh B UMdpoBy chepy. IHDopmaliss mpo ToBap YW MOCIYTY, KOMITaHii
JIIOHOCATh 10 KJIEHTIB 4epe3 comianbHi Mepexi (LinkedIn, Twitter, Facebook,
Instagram Ta iHIi), aKTUBHO BUKOPUCTOBYEThCS e-mail poscumnka Tomo. [lpu
LIbOMY IIIOpa3y iHCTPYMEHTU 3aCTOCYBaHHS 30ulblIyeThes. IlinTBepaKeHHSIM
LIbOMY € iH(dopMallis 11010 BUKOPUCTAHHS COIliaIbHUX Mejlia Ha MiIMpUeEMCTBAX 3a
BUJAMM €KOHOMIYHOI [isIIbHOCTI, 10 HaJaeThcs Jlep:KaBHOIO CIyXK0010
CTaTUCTUKU YKpaiHu. B Tabnumi 2. mpeacTaBUMO IIAMPUEMCTBA 3a BUIAMU
€KOHOMIYHOI AisIZIbHOCTI, YyacTKa IKnX ckiagae nmoHayn 30%. Takuii moKa3sHUK — Bil
30 % — obpaHuii He BUIAIKOBO, OCKIJIBKM CEPeIHs 4acTKa CTAaHOBUTH y PO3pi3i
pokiB: y 2018 poui — 29,7%; y 2019 poui — 30,1%; y 2022 poui 29,1%.

IIpoaHanizyBaBIlIM 4YacCTKYy KiUJIBKOCTI MiANPUEMCTB, 1O BUKOPUCTOBYIOTh
ColliaJibHi Mefia, y 3arajibHiii KiJIbKOCTi IMiANPUEMCTB 3a BUAAMU €KOHOMIiUHOIL
nistmpHOCTI TipoTsirom 2019-2022 pokiB 3a3HaYMMO, IO HAMOIAbIIy YacTKy
3aiiMaloTh IMAMPUEMCTBA, SIKi MPaIoOTh B TYPUCTUYHIN cdepi - MisTIbHICTDH
TYPUCTUYHMX areHTCTB, TYPUCTUYHHUX OIMEpaTopiB, HaZaHHS iHIIUX IOCIYT i3
OpOHIOBAHHS Ta IIOB’s3aHa 3 LIMM JisJIbHICTh cKiamae moHax 60%. Ha apyromy
Miclli BMOABHMYA disUIbHICTh. BugaBHMYA AisIbHICTb; BUPOOHMILTBO KiHO- Ta
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BieodisbMiB, TeJIeBi3iiHUX MporpaM, BUIAHHS 3ByKO3aMuCiB; disUIbHICTb y cdepi

pamioMOBJIEHHS Ta TeJIeBi3iiiHOro MOBJIeHHS cKkiagae 59,3 %.

Tabnuys 2. YacTka KinbKOCTi NiANpMEMCTB, L0 BUKOPUCTOBYIOTL coLlianbHi Mepia, y
3aranbHin KiNnbKOCTi NiANPUMEMCTB 32 BUAAMU €KOHOMIYHOI AianbHocTi, Big 30 %, [2]

YacTtka
MNianpremcrsa 3a BUAAMU EKOHOMIYHOI AiANbHOCTI 2018 2019 2022

BMPO6HMLTBO XiMiYHMX PEYOBUMH i XiMiYHOI NpoAyKL,i 30,5 32,8 30,7
BUpPO6HMLTBO OCHOBHMX hapMaLeBTUYHUX MPOAYKTIB i
dapmaueBTUYHMUX NpenaparTis 40,2 37,4 37,1
Bupo6bHMLTBO KOMN'IOTEPIB, €/1EKTPOHHOI Ta ONTUYHOT NPOAYKLT 32,4 32,1 31,8
BMPO6HMLTBO MaLlWMH i YCTaTKOBAHHSA, H.B.i.Y. 33,8 34,1 33,9
Bupo6HMLTBO aBTOTPaHCNOPTHUX 3acobiB, Nnpuyenis i HaniBnpuyenis
Ta iHWWX TPAHCNOPTHMX 3acobiB 31,2 35,1 32,4
BoponocTayaHHA; KaHanisauis, NOBOAKEHHA 3 BiAXxo4amu 30,9 32,2 31,1
OnToBa Ta po3apibHa TOPriBAA; PEMOHT aBTOTPAHCMNOPTHMX 3acobiB i
MOTOLMKANIB 31,8 32,4 32,0
OnToBa Ta po3apibHa TopriBaA aBTOTPAHCNOPTHUMM 3acobamm Ta
MOTOUMKAAMMU, iIX PEMOHT 44,6 46,9 45,2
OnToBa TOpriBAA, KPiM TOPriBAi aBTOTPAHCNOPTHUMM 3acobamm Ta
MOTOUMKAaMKN 31,4 31,4 31,2
TuUMYacoBe PO3MiLLlyBaHHA 1 OpraHi3aLis XxapyyBaHHA 41,0 40,6 40,2
TrMyacoBe Po3MiLLlyBaHHSA 53,3 53,6 52,8
IHpopMauia Ta TeneKomyHiKaw,ii 50,2 51,5 50,5
BupaBHMYa AiANbHICTb; BUPOBHULTBO KiHO- Ta Biaeodinbmis,
TenesisiiHMX Nporpam, BUAAHHA 3BYKO3aMUCIB; AiANbHICTb ¥ chepi
pagioMOBAEHHA Ta TENEBI3iIMHOrO MOBAEHHA 59,3 61,0 59,4
TenekomyHiKauii (enekTpo3s’a3ok) 47,2 47,6 47,0
Komn'toTepHe NnporpamyBaHHs, KOHCY/IbTYBaHHS Ta NOB’A3aHa 3
HUMM LiANbHICTb; HaZaHHA iHGOPMALINHWUX nocayr 44,3 46,4 45,3
MNpodeciiiHa, HayKoBa Ta TeXHIYHa AiANbHICTb 33,7 34,5 33,5
OianbHicTb y chepax npaBa Ta byxrantepcbKoro 061iky; AisNbHICTb
rONI0BHMX YNpPaBAiHb (xef-odicis); KOHCYIbTYBAHHA 3 MUTaHb
KepyBaHHA; AiANbHICTb Y chepax apXiTEKTYPU Ta iHKUHIPUHTY;
TeXHiIYHi BUNPOBYBaHHA Ta AOCNIAMKEHHSA 31,1 31,7 31,0
PeknamHa AianbHicTb | 4OCNIAKEHHA KOH'IOHKTYPU PUHKY; iHWA
npodeciiiHa, HayKoBa Ta TEXHIYHA AifNbHICTb 44,4 45,1 44,8
LifanbHICTb TYPUCTUYHUX areHTCTB, TYPUCTUYHUX OMepaTopis,
HaJaHHA iHWKWX NocAyr i3 6POHIOBaHHSA Ta NOB’A3aHa 3 LM
LiANbHICTb 62,7 60,6 60,1
PemoHT Komn'toTepiB | 0613 HaHHSA 3B'A3KY 41,2 35,8 34,9
IHpOpPMaLiMHO-KOMYHIKaLiMHi TexHonorii 44,7 44,4 44,0

Yactka, B cepeHbOMY 3a BUAAMMU AiANbHOCTI 29,7 30,1 29,1

TakuM 4yMHOM BiI3HAUYMMO, 110 iHCTPYMEHTHU IiIKUTAI-IIPOCYBAHHS TOBapiB Ta
TTOCITYT Ha pUHKY B2B Binpi3HSIOThCS 3a1€3KHO Bil CchepH MisTTbHOCTI Ta BU3HAYaIbHIX
JAHUX, CEPe]l SIKUX: PO3MIp PMHKY, BapTiCTh MPOAYKIIii Ta MOCJIYT; B3AEMOBIIHOCUHU 3
KJTIEHTOM; TIporpama JIOsUIBHOCTI; CJTy>k0a IMiATPUMKU Ta KOHCY/IBTALlisT; 11iJTi; KOHTEHT

ctpateris. CucTteMaTu3yeMo HaBeleHy iH(opmalliro Ha puc. 2
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BapTicTb npoayKu,jii B3aemoBigHOCKMHM 3
Ta nocnyr KNiEHTOM

< & < <

Cepedosuuje hopmMysaHHA iHcmpymeHmu 0idxuman-npocyeaHHs
moeapie ma nocnyz Ha puHKy B2B

Po3mip puHKy

Lini

<

Mporpama Cny»x6a nigTpMmKm Ta
NOANBHOCTI KOHCynbTauin

KoHTeHT cTpareria

Puc. 2. CepepoBuiue chopMyBaHHA IHCTPYMEHTU AioKMTan-npocyBaHHsA TOBapiB Ta
nocnyr Ha puHKy B2B, nobydosaHo asmopamu 3a Oxepenamu [5, 7, 10]

SAKIIo gaBaTM OLIHKY cepenoBUINY (OPMYBaHHSI IHCTPYMEHTHM IiIKUTalI-
MMPOCYBaHHS TOBapiB Ta MOCAYT HAa puHKY B2B, To BapTo Bin3HauuTH, 110:

- Poamip punky - B2B Bupimye cneunucbiyHi, iHAMBiIyaJlbHi 3aBIaHHS
Oi3Hecy;

- Bapricth npoaykuii i mocayr - minu B B2B-cermenTi 3HauHo Bule. OgHak
He KOXXHa KOMIIaHisl TOTOBa BUTpavaTy I'POILli Ha JDKEPEJIO HEIPSIMOTO J0XO0/Y;

- BzaemoBigHOoCHHU 3 KJIiEHTOM - uisi B2B—Momeni oCHOBOIOJIOXHUM €
MOCTIiiHI KJIi€EHTH,

- Ilporpama nosnbHOCTi - nns B2B—mopeni mpaBuiabHO cKiIaaeHa i
MpopoOJieHa TTporpamMa JosJIbHOCTI 30iIbLIY€E TTpoAaxi i mpuOyToK 0i3Hecy;

- Cnyx06a miaTpuMKu Ta KOHcyJabTalisl - mist B2B—moneni mepesaroio €
HasBHICTb HEOOXigHOI Jig KiieHTa iH(opmaliil B po3aii rapaHTiit, JOCTaBKU i
OILIaTH i Ha iHIIUX CMeLiaIbHUX CTOPiHKAX CaiTy;

- Hini - mng B2B—wmopeni MeTolo € AeTaabHO PO3KPUTH OCOOIMBOCTI
criBmpalli, ToBapy ad0 MOCIyIu;

- KoHteHT ctparteris - mia B2B—Mmopmeni BaXiIuBOIO € TiIBUIIEHHS
€KCMEePTHOCTI i BUIMMOCTI KOMIIaHii Ha pUHKY.

OueBUAHO, IO MiIXKUTAJI-MIPOCYBAaHHS TOBapiB Ta MOCIyr Ha puHKy B2B
(Business-to-Business) Mae Benquke 3Haue€HHSI, OCKiIbKM JIO3BOJISIE KOMITaHisIM
e(eKTUBHO B3a€EMOMISATU 3 iHIIUMU Oi3HecaMy Ta HOCIraTHU iXHiX LiJIbOBUX
ayautopiii. [IpormoHyeMoO MpencTaBUTH 3HAYEHHS MiIKUTalI-IIPOCYBaHHS TOBapiB
Ta mocayr Ha puHKy B2B 3a HacTynmHuMU HanpsiMKaMu, sIKi HaBeIeHO Ha puc. 3.

Ax 6aunMo IOiIKUTaAI-IIPOCYBaHHS € BaXXJIMBUM €JIEMEHTOM Cy4YacHOi
MapKeTUHIOBOI cTparterii Ha puHKYy B2B, ockinbkyu BOHO d03BOJSIE KOMITaHiSIM
e eKTUBHillIe B3aEMOISITY 3 LIIJIbOBOIO ayIMTOPI€I0, ONTUMi3yBaTH CBOI 3yCWJLIS Ta
3abe3reuyBaTi CTabiIbHUI pO3BUTOK Oi3HECY.

BucnoBku. JlimkuTasizallis akTUBHO PO3BUBAETHCS Ta BIIPOBAIKYETHCS SIK B
Hallle MOBCIKACHHE KUTTS Tak i B chepy OizHecy. CydacHi mporpecuBHiI TEXHOJIOTiT
MPOITOHYIOTh Pi3HOMAHITHI iHCTPYMEHTHU Ta TMiAXOAU, SIKi Ial0Th MOXJIMBICTb HE
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TiJIbKM 30UTBIIUTU TPOCYBAHHS TOBAapiB KOMIIaHii, a i rapaHTyBaTU YHiKaJbHi
KOHKYPEHTHI ITepeBaru HaJl OCHOBHUMU KOHKYpPEHTaMMU.

3HaYeHHA AiAXUTAN-NPOCYBAHHA TOBAPIB Ta NOCAYr Ha pUHKY B2B

—>| Po3swupeHHs puHKie, oxonneHHAa aydumopii ma 2nobanizayis

[inxnTan-npocyBaHHA A0O3BONAE KOMMNAHIAM BUWTU Ha HOBI PUHKM, HE3aNEXKHO
Bif, reorpadiyHoro posraiysaHHaA. IHTepHeT-nAaTdopmu 3abe3neyyioTb 4OCTYN [0
rn06anbHOT ayauTopii, WO cnpuse po3BUTKY BisHecy

5 EcpekmueHicmb ma moyHicme

LUndpoBi iHCTpyMeHTM 403BONAIOTb Hi/ibLL TOYHO HALLIIOBATM MAapKETUHIOBI
KaMnaHii Ha KOHKPETHi CermeHTU puHKY. Lle 03Hauag, Lo KomMnaHii MoXyTb
edeKTUBHiLLe B3AEMOAIATU 3 NOTEHLIMHUMM KNIEHTAMM, SHUKYIOUM BUTPATHU Ha
MapKEeTUHT Ta NiABULLYIOYM peHTabesIbHIiCTb iHBeCTULiN.

A 4

Bni3zHaeaHicme KomnaHrii ma 6peHoy

MocTiliHa NPUCYTHICTb B iHTEPHETI, HANPUKAAA, Yepe3 KOHTEHT-MapKeTUHr abo
couianbHi Mmegjia, cnpuse NigsuLLeHHIO BnisHaBaHoCTi 6peHay. Lie BaxavBso ana
$opMyBaHHA [,0BIPK Ta BCTAHOBNEHHA KOMMaHii AK aBTOPUTETHOTO rpaBLA Ha
PVHKY.

—

3any4yeHHA nomeHyiliHux Knienmie

AipKuTan-npocyBaHHA AO3BONAE reHepyBaTH AKICHI NiAn 338 A4ONOMOrOI0 Pi3HMX
meTogis, Takux sk SEO, PPC-peknama, email-mapkeTuHr Ta BebiHapu. Lle cnpuse
3pOCTaHHIO NPOAAKIB | PO3BUTKY Bi3Hecy.

AHani3 i 600CKOHANEHHA MAPKemMuH208UX

IHCTPYMEHTM aHaniTUKM HaJaKTb MOK/IMBICTb MOCTIMHO BiACTEXYBaTH
b epeKTUBHICTb KamnaHii Ta OTPUMYBaTU 3BOPOTHMIA 3B'A30K. Lie A03BONAE WBMAKO
BHOCMTU KOPEKTMUBM Ta ONTMMi3yBaTM MapKeTWUHIOBI cTpaTerii AnA 40CATHEeHHA
KpaLuux pesynbraTis.

Puc. 3. 3Ha4eHHsA pipKUTan-npocyBaHHA TOBapiB Ta nocnyr Ha puHKy B2B,
rnobydosaHo asmopamu Ha ocHoei [3, 7, 9, 11]

B crarTi HaBeneHO HaAWOCHOBHIlII IHCTPYMEHTU MiIXUTaI-TIPOCYBAHHS
TOBapiB Ta mocayr Ha puHKy B2B: mpomo caiiTy, KOHTeHT-MapKeTUHT, COLiaabHi
Menia, Email-mMapkeTuHr, JimoreHepailis, aHaJliTUKa Ta TPEKiHT.

IIpencraBieHO JaHi 1IOAO YacTKM  KUJIBKOCTI  IMIANPUEMCTB, 1O
BUKOPHCTOBYIOTb COLIiaJIbHI MeJlia, y 3arajibHiil KiIbKOCTi MiANPUEMCTB 32 BUIAMU
eKOHOMIYHO1 mistmbHOCTI. CepenHs YacTKa BUKOPMCTAHHS COILiaJIbHUX Melia Ha
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MiAMTPUEMCTBAX 3a BUAAMU €KOHOMIYHOI IisITbHOCTI CTAaHOBUTD Y PO3Pi3i POKiB: Y
2018 poui — 29,7%; y 2019 poui — 30,1%; y 2022 poui 29,1%. Y po3pisi BuaiB
€KOHOMiYHOI isyibHOCTI TpoTSAToM 2019-2022 pokiB BCTAaHOBJIEHO, 1110 HAXOLTBITY
YacTKy 3aliMaloTh IMiANPMEMCTBA, SKi MpallolTb B TYPUCTUYHIN cdepi Ta y
BUIABHUYIN DiIJTBHOCTI.

IIpoananizoBaHo cepenoBuille GOPMYBaHHS IHCTPYMEHTU JiIKWATAI-
MPOCYBaHHS TOBapiB Ta MOCAYr Ha puHKY B2B, cepen siknx BU3HaAYaJIbHUMU
BUIIJIEHO: PO3Mip PUHKY, BapTiCTh MPOAYKILii i MOCIYI, B3a€EMOBIIHOCUHU 3
KJIIEHTOM, Tporpamy JIOSUIbHOCTI, CIyXOy MiATPUMKU Ta KOHCYJbTallil, Uil Ta
KOHTEHT CTpaTerilo.
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