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O ceOe

1 ObpasoBaHue

Knesckum noniMtTexHn4ecknm
NHCTUTYT

Chartered Institute of Marketing

1 OnbIT paboTbl B MAPKETUHIE U
npoga)ax
Schneider Electric SA- 11 net
[pynna komnanumn KTC — 3 roga
HINO nm. ®pyH3e — 2 roga

http://b2b-insight.management.com.ua/ http://www.b2b-ray.com/

o MapkemuHze B2B O c80UX ycryeax



Kak temy kommeHtupyer MHTepHET?

\V/

UHomy mapkemuHa He 8upieHOeMbCS, B2B-ifioiyin



B3auMuabIie 0OBUHEHUS

MapkeTuHr K [lpopaxam

Npoaaxu kK MapkeTuUHry

1 CRnULLIKOM Y3KO CMOTPAT
Ha PbIHKN N KITMEHTOB

1 He 3abotaTcs o 3aBTp.
aHe

0 llpogaloT TONbKO TO, YTO
3HaloT

1 He ncnonbaytoT (He
3HalOT) CyLLEeCTB.
MHCTPYMEHTHLI MPOMO

1 MocTosHHO

0 Mano Sales ready leads

1 LUMPOKME MECUIXN K bna-
bna-6bna

1 He Te cnocoobl
NpoaBMXKEHUS

1 He noHmnmaer kpyr JINP-os.

1 HE Ka4yeCTB. MHCTPYMEHTbI U
nogaepKka Ha KOHKPETHOM
aTane umkna npoaax

1 MapPKETUHI HE USMEPAET

MaHUAYIANPYIOT
Mupbl B2B mapkemuHea, B2B-Ray

CBOI 9 PEKTUBHOCTb
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OO1uii KOHTEKCT U TpeH bl pofax B B2B

1

Kopouye X13HeHHbIW UMKN npoaykTa vs bonee annHHbIE U
CIOXHbI€ LUKIbI Npoaax

3Ha4YNTENBHO BbIPOCJIN 3HAHUA N SKCMNEPTN3a Ha CTOPOHE
3adKa34nKa vs CJ10XKHEeE yaepPXKnMNBaTb cobcCTB. NnepcoHarl

[InHamuka n cnoXHoCTb NPUHATUA peLlEHNN — MHOTO-
YPOBHEBLIE N MHOTO-pakTOPHbIE CXEMBI

[nobanbHas KOHKYpEeHUUA YCUITNBAETCA, a JlosinbHOCTBL
Nnagaet

HenpenckasyemMocTb pacTeT — Bce Oonblie Kpu3ncoB

bonblune 3aTtpaTbl Ha NOAAEPKKY NHAPPACTPYKTYP U
CUCTEM He Bcerga ornpasabiBatoTCs

[Mownck n 3aKyIMKu vepe3 NHTepHeT: AOMUHNPYET
NOKYynaTterb



OOmure BbI30BEI K MapkeTuHry u IIpomaxam

Right split of roles : KTO YTO oenaeT B 3TOM HOBOW
ONHaAMuKe?

Right models & tools : BOpOHKa npogax? MapKeTuHr
OTHOLUEeHunn? ...

Right structures: KaK pacnpenenaTtb BfinaHue MapKkeTuHra
(B Hac — Bo3BpaLlleHue K KomaHOHOMY CTUII0?)

Right processes: MHOIO BONPOCOB MO OpraHmn3aumm
KOMMNAaHWW, reHepaunn n nognutke nuaos,
B3aMMoOenCcTBUIO C NpoaaXXaMmu B onepaLuoHHON
paboTe n pa3BuTum ...

Right people: KaK yoep>xmBatb U «BOCNUTbLIBATL» Ntogen?
3HaHWSA U KoMMneTeHuun

Right technologies: SFA, CRM, Marketing Automation, Lead
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Alignment (BripaBHHBaHuE)




OCHOBHBIE BOIIPOCHI

1 INo4vyemy Takaga «1oboBb»?

1 B yem npobnembl B3anmoagencrems?

1 «BblpaBHMUBaHUE» — NOYEMY M NO KAKUM KPUTEPUSAM?
1 A HY>XHO nNu ABUratbCa ogHNUM CTPOEM?

0 Ecnn «ga», To Kak?



OCHOBHAA 4acCTh




Kakum obpa3zom meHsmb 1
TpaHchopmanust MapKeTHHTA :

SICHBIC POJIH, 00JIaCTH CIICLUAIN3alIH, 30HBI POCTA

TpaTternyeck
) oe
§ Insight: IanpaBHeHUS Foresight : |
S PbIHKU, KOHKYpeHMbI, rompebumeru HarpaereHue, [pono3uyis
> LliHHocmi, gpakmopel ycriexa
g 100% OTBETCTBEHHOCTb: KaTtanunsatnop, Pacunutartop u
g cTaTb YeMnmoHom loTpedbutens CoBeTHUK BbICLLUEro pykoBoacTBa
&)
’::; / “BblpaBHMBaHMe” C npoaaxamwu
T
N\
=) KayecTBO U KONIM4eCcTBO yaepXaHue U pocT
qzi il zkelz NOAANLHOCTU
° LM poBON MAPKETUHT

BpeHa u
penyTauua

reHepupoBaH
ue goxoaa




KOHTEKCT «BbIpaBHUBAHUA»: 3 JOIIOJIHECHUSA

1 OO KOHTEKCT YPOBHS 1 3pENOCTU

1 KOHTEKCT MHCTPYMEHTOB: BOPOHKA, Kak obLlasi Mogens
— Nnopa XOPOHUTL?

1 KOHTEeKCT TeXHONormm



NMoHumaHue dasbl 3penoctn OpraHmszauum -
pa3Hble KOHTEKCTbI U pa3Hble “peuenTtbl”

TAKTUKA . CTPATEIVA
D AYHpaBneHme

NM3MEHEHUNAMMU
— OdhhekTmBHas opr-ums,

5 BonbwunHcTBO C TP Rorvaccine Lo
|:|_: KomnaHuun YKP. B2B MCHOﬂb3yeT, — Mopaepxkka UHHOBALWIA
() Tpe6yeT 60” blwe _ Jingep, BblpalLmB. HOBbIX NTMAEPOB
i — HapexHbin 6-napTHep
E‘ _Mpodbec. YnpasneHue dyHkumein ~ FaboTalolume craHaapTe
o — MNonbITkn paspab. LienoctHyto
§ B cTpaTeruto 1 ee BHeAPsATb

— BHyTpeHHue cTaHaapThl
L I_I pV|3HaHV|e OTD.- — ABTOMaTM3aumsa 6-npoLeccoB
= cpyHKLMM
§<) — NPW3HaEeT NoNe3HOCTb
5[ — TpebyeT 6onblue 3HaHUN, NHCTPYMEHTOB,
C A npoueayp ... ?

A — He 3HaerT, 4yTO genatb Aanblue -

“MNoxapHuKN”

HU3KAA SPPEKTUBHOCTb BUCOKAA 3PPEKTUBHOCTb
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3 CUTyaluu

1999 - KueB

2001 - KueB

1 MapkeTtuHr v [Npogaxu
(koHKp. busHeca) — 1,5
Yyenoseka

1 MNpobnembl: «HUKaKNX»

1 Pe3ynbTrartbl: NONMHOCTLIO
3aBUCAT OT 1 Yyenoseka

0 Mwull: 1 TIM (MM) + per.
CETb NpoaaBLIOB

1 MNpobremsi: He
KOMMNETEHTHOCTb Npoaax,
nx cnabaga motmBauus

1 Pesynbratbl: crniabblin pocT

2005 -
MockBa

1 Mwull. bonee 20 4enoBeK B CTPYKTYpe npoaax
Ha 4 B MapKeTUHre

1 MNpobnemebl: ABHO HegocTaToOYHas
noaaepKka MapKeTuHra




npuMep: TpeOoBaHus OT MeHeKepa 1o KaHajaam
poaaxX K MapKeTHUHTY

CrtpaTterunn

MpoAaykTbl

poaABUXeHMU

KaHanbl
npoaax

BHympeHHUe uHcmpymeHmel

NHCcmpymeHmMbI Oris rpo08UXXeHUS

- LleneBble cerMeHThl
- [leTanbHble nNnaHbl pasBUTUS

- n3MmeHeHus B cTpyktype N0
- YckopeHue B 3anycke HOBbIX
NPOaYKTOB

- HOBble 4EMO-CTEHAbI
- rpacumk 3anycka HOBbIX MPOAYKTOB

-[MoarotoBka Sales memo
- TPEHUHIN NPOAAaBLIOB

-MoaroToBka NpeanoXeHun ons
HOBOrO KaHarna npoaax

-lNogpepxka B nporpammax
po3BUTUSA Bn3Heca (HoBble
peLleHns, HOBble CErMeHThlI,
HOBbl€ KaHarslbl)

- MapKom uHcTtpymeHTsl (D1-D3,
npeseHTauMn) NS KaXKaou
NPOOYKTOBOW NMNHUU

- 3Ha4MT. PaclumpeHuns n 4ononHeHus
Ha Beb-cante

- e-cpefcrea

- NogAepXka B NpoBeeHnn akunn

- KI'E no 3anpocax
- HOBbl€ (PYHKLMN B CEPBUCHOM LIEHTPE




Tosopsa o npooremax u ux peurenusax o4eHs

6AXCHO nonumams KOHIMEKcm
opcanusauuiu

- 00U YPOBEHD 3PeIOCmU KOMNAHUU
- KOHKPEnHble 8bl306bl 8 NPOOAIHCAX

- coznacosanue mpedosanuil 6Hympu 6 hopmame
«BHYMPEHHE20 KIueHma»

= YPDOBEHb KOHKDEMHDBIX MeHeO;)fcepoe coo



Ctaanun npoaaxwu ( Terdsoft

nttp://terrasoft.ru



I'eneparmma AuAOB 1 BOpoHKa 1mpoaaxk (2003)

Segment-Focused

Lead Generation
Programs

NHmepec

[eHepauma cripoca rno cermeHTam

3arnpoc
(nnud)

Keanndukauusa nngos 4

[omosblil
uo

KOHch'IbTaLI,VIFI4

ﬂpeseHTauMV

[Tom. knueHm

KnueHm

Aprymemw
[Mpennox.

* Marketing, Sales
* Business
SYRLapgent

» Sales

* Channel
Partners

» Sales +
Technical

* Sales +
Technical

* Sales +
Finance +
Operations

. S_ales +
Finance

» Sales (+
Corporate
Executives)



IIporuiecc nnpomxaxu vs Ilporecc 3akynku

Broadly Targeted,
Less Interactive,
Less Measurable

Lead Generation Model

Advertising
(Print, TV, etc.)

Direct Mail

A\

Narrowly Targeted,
Highly Interactive,
Highly Measurable

Branding, PR,

SEO, Website,

Events, Seminars,
Trade Shows,
Webinars

Outbound Calling
Inbound 800#

Lead Nurturing
Opt-in Email

Conference Calls
F2F Meetings

Follow-Up

Inquiry
UHmMepec

Lead
3anpoc
(nud)

Sales Ready

Lead o
[omosbil
o

Qualified
Prospect
[lom. KnueHm

1. PelwueHue o 3akynke, NOUCK
NOCTaBLLNKOB

2. CocTtaBneHune
npegsaputenbHoro T3

3. MNepBaga gpunsTpauus
NOCTaBLLNKOB

4. ObbsaBneHne TeHaepa,
pacchbliika ycrosum

5. OueHka npeanoxeHum

6. Bbibop nocTaBLLKKa,
o0bsaABnNeHNE peLLeHns

7. leperoBopsbl, 3aKknoyeHne
KOHTpakKkTa

8. lNepBagd 3akynka




B Moj1ei11 BOPOHKM -

0 aeTt nun ata moaesb BO3MOXHOCTb
CUHXPOHU3NPOBATLCS C 3TANMHOCTbLIO MO 3aKyrnKe?

0 Ecnu nug — «He nua», YTO C HUM aenaTb?

1 [ToHMMaeTe N Bbl (MAPKETUHT) YTO MPOUCXOOAUT Ha
aTanax oT NoslydeHusa 3anpoca 1 40 KOHTpaKTa?

1 KTO 1 Kak NnpMHUMaET peLLeHne U Ha Kaknx aTanax?

1 Asngaetcs nu POKyC Ha NepBOU YaCTU BOPOHKU
AOCTaTO4YHbIM ANA obecnevyeHnsA Uueneu npopax?



BopoHka (kak MOzi€JIb, HHCTPYMEHT) — paboTaet?

He cooTBeTCTBME 3TANOB NPOAAXM vs 3aKyMnokK

He cooTB. AnUTEenbHOCTM 3TanoBs (Bcero LukKna) — otcroaa
«npobnema Heka4eCTBEHHbIX NTUA0B»

PasnnyHas npupoaa UMKNOB NPOoAaXKM vs 3aKyMOoK (ANUT, CIIOX.

N popManm3oBaHHbLIN MNPU 3aKyrike)
[opa3go 6onbLwKnii PoKyC NUYHOro NpuUcyTCcTBUSA (Npogasual)
Ha BCex aTanax

e BUpUHKa HE OTPaXdeT TTOBEOEHNE KITMEHTA \
2. OTpa>KeH|/|e TOJIbKO MaJ1lOCEHbKOIO KyCO4Ka XN3HU KITMEHTOB

3. BopoHka He oTpakaeT HM Ballero NOHUMaHM!SA ONbITa, HU
Ballero CTpeMsieHUs NPeaocTaBmUTb NyYLUUIA onbIT paboTbl ¢

BaMu
4. HeT KOpPEeKTHbIX AaHHbIX ANS NPUHATUS PeLLEHUN
5. ... MAPKETUHI, KaK YHKLNSA CTAHOBUTCS elLLle Aarnblie OT

5 notpedoutens /Z

< Why life cvcle marketing is the future. Performable




MapKeTHHI KHU3HEHHOI'O IUKJIA

PeanbHbIN ONbIT: YTO HE TakK, NOYEMY, KaK yry4dllnTb
O6paTtHasa ¢cBsA3b — yny4leHnsa cepeuca n ap. dyHKUNN
OGwwume nporpammbl pa3BuTUA 6nsHeca...

» Perynsd
3aunHTe- [lepBbIN y BaoxHoB
pPecoBaHHbIN KITNEHT Vﬁ)e NKNUEHT

DOKYC GOpoHKU NOANbHOCTDb
|

®okyc mapkemuHea XKL|

Why life cvcle marketing is the future, Performable




Customer Experience Management

1 6onee LWMPOKNUA N KOMMMNEKCHbIN
B3rnsg

Cross-cha

nnel 0 “dooKyc Ha noTpebutene»

(byuer-centric), a He Ha coOCTB.
«rnpaBunax Urpbi»

1 cMewaeT akueHTbl B 30HY

Cross-touchpoint bpeHn, a He NpoAykT

«agBoKaT», a He NpoCTOo
«YOOBMNETBOPEHHbINY

Cross-lifec pearibHbl€e OLUEHKU BrevyaTtfieHnn v
ycle OMnbITa

opraHusaumnoHHble skills & culture —
KOMMaHu paboTaeT Kak OHO Lienoe



KOHTEKCT «BbIpaBHUBAHUS»: (DAKTOPHI IPOU3BOAUTEIBHOCTH
= y3KHE€ MECTA MAPKETHUHTA

Konunyectso u

NloanbHOCTBL
notpebuTtenen sChlaoatzle
Jinaos
- Cywecm. (a He Hoseble) P OCT - Keanugukauyus nudoe

- CEM (a He CRM)

- Buying-centric - Nodnumeka nudos /
(a He seller-centric) n polqa)K YrpasneHue KOHMeHmMom

- OueHka nudos

CKopocCTb
npogax

- Mampuua «pornu — amaribi»
- YnpaeneHue koHmeHmMom

- [poepammbl — KamnaHuu rnoo
rnpuopum. 3adadyu rpoodax



KoHTekcT «BbIPABHHUBAHUA» . PAJUKAJIBbHBIC

CMCHbI Hd PBIHKC
2000 - 2008

Sales-driven
processes

>

2008+

Buyer-driven
processes

- Sales engine: camogocTatoyHas v rnaeHas
» Ponb mapkeTuHra: BTopnyHas (obcnyra npogax)
» Dokyc: UMK npogax + Kon-so nMaos
* Mucpopmaumsa: nponasel,
* MHuumaTop: npogasel, («s npoaaro»)
* OcH. Mogenk: BOPOHKa Npoaax - HOBblE KINEHTbI
*[loTpebHOCTHL B BbipaBHUBAHUMU:
HeBbicokasi
« Heo6xoanmMocTb aBTOMaTM3aumMmn KOMNaHUN: He
BblCOKas

* lHBecTULUM B:

1 - aBTOMaTU3aUMIO Npoaax

2 - 3 (HEKTUBHOCTb KOMMEpPYECKON paboThbl
3 — Nporpammbl 2eHepauyuu N1aoBs

odHako - 6osibwe nudoe Ha darom
npupocma npodaxx u npubninu

- New revenue engine: cuHepretnyeckas
* Ponb MapKeTUuHra: yrnp. KOHTEHTOM = MO3rv MallnHblI
o CDOKyCZ LMK NOKYMNKWU + Ka4y-BO NnAoB

* UHcpopmauusa: UHTEPHET

* MlHuumaTop: cam nokynaTtenb («9 cam Mokynaro»)
* OcH. Mopenb: uukn NpubbIu - yaepxaHve (CEM)
e [MoTpeBGHOCTbL B BbipaBHUBaAHUU: OrpOMHad

* HeobxoaMmMocTbL aBTOMaTU3aLMU KOMMaHUN:
Heobxognmas

* AuBecTUUMY B:

1 - aBTOMaTu3aumio npogax U mapketuHra
2 - 9aPPEKTUBHOCTb MAPKETUHI. KOMMaHUN
3 — nNporpammbl yripasreHusi nuaamu
*... Ha ropmnsoHTe CEM

pocm JsosisibHOCMuU, nNpoodax, npubsbinu




OBojonus: oT pexkuma «lllnpokoro Bemanus» K

yrpasieHuio lloBeneHnem

YnpaeneHue noeeneHviem KOHKPeTHbIX JINMP-0B Ha KOHKPeTHbIX

dTanax npoaax — HeBO3MOXHO ceroaHs 6e3 UT-texHonorun K 6es
ynpaBneHna KOHTEHTOM
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S ynpaBneHne KOHTEHTOM:
= MyJbTU-KaHanbHoOe, N0 BPEMEHM,

ABTOMATU3MP. NpoLeccbl O no aTany npoaax
c

Py4Hble npoLeccsl SN

TO XK€ — MO KOHKPETHbIM CermeHTam

°
>4
° A/IaCCOBbIe akuumun, paccbiJikm rno base

7

[Moka3aTenb OTKIMKOB



Ki1roueBbie BONMPOCHI B IOBECTKE TUPEKTOPA 110
MapkeTuHry B2B

1 Pokyc
Kak yckopuTb npoxoXxaeHne BOPOHKN (HO yxxe aymatb 0 CEM n XKL)
Kak nasaTtb B Cenns 6onblLue Ka4yeCTBEeHHbIX NM1Ma0B
Kak mMapKeTUHroBble KOMMaHMM COOTBETCTBYHOT BbI30BaM Npoaax

1 lNpouecchkl, UHCTPYMEHTbI

CUHXPOHM3aLUUA C UMKNOM 3aKyrnok n npodounen JIINP-oB angd
Ka)goro cermeHTa

YnpaBreHue KOHTEHTOM COOTB. MaTPULLE «POSin — aTanbl»;
KamnaHuu, HanpasrieHHble Ha pe3ynbTaT (a He pyTUHHadA
0eATeNnbHOCTDb)

CornacoBaHue kBanndukaumm nnaos (Sales ready lead)
OueHka n nognuTka Nnaos (scoring & nurturing)

1 TexHonoruu (CRM, Marketing Automation, Lead nurturing...)
Coop, NHTerpaumsa aaHHbix — OueHka, IamepeHne, AHannTuKa...
ABTOMaTM3aLIMA NPOLIECCOB




Nudopmanus B2B

1 Pyc—ykp
0 B2B-insight

0 AHMM
0 Velocitypartners
0 Marketo
| \‘ p— ' 0 SiriusDecision
2. D Directory 0 MarketingProf
I

0 ObLwweHune

1 Facebook — “MapkeTuHr
B2B B YkpaliHi”




