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Pesztome. Jlocniodceno meopemuyni ma nPpuKiaoHi acnekmu mapeemuHney 6 yu@dposomy MapKemuHzy
B2B cexmopa 6 ymoeax eoennozo uacy 6 Ykpaiui. Buznaueno, wo mapeemune 011 NpOMUCIOB020 PUHKY €
KIIOY0BUM emanom MapKemuHeo80i cmpamecii, CHpAMOSAHUM HA I0eHmu@ikayilo Yitbosux ceeMenmis
KOpNopamueHux Kii€Hmis i po3poOaeH s Pele6aAHMHUX KOMYHIKAYIIHUX PillueHb, Wo 8paxosyloms ixni nompeobu,
nosedinky ma Oisnec-koumexcm. OOIPYHMOBAHO PpONb MapeemuHey 5K IHCMPYMeHmy CmpameziuHo2o
NO3UYIOHYBANHS NIONPUEMCMBA HA PUHKY, AKUU NOEOHYE NPOYecU ceeMeHmayii, nepconanizayii, KOHMeHmHoi
penesanmuocmi ma anamimuxku epexmusnocmi. Ha ocnogi yszaeanvhenns cyuacnux nioxooié Haykosyie i
NpaKmukie pos3pobneno Kouyenyito B2B-mapzemuncy, wo eidobpasicae cucmemmuy moolenv (opmysanHs ma
peanizayii cmpamezitl mapeemogano2o mapkemuney y 6iznec-cepedosuwyi. Pozxpumo cmpykmypy yiei mooeni, wjo
BKIIOUAEC cmpame2iuHull, NPOYecHUll ma MexHOI02IYHUL PIGHI YNPAGIIHHA MAPKEMUHSOBUMU KOMYHIKAYIAMU.
CmpameziuHuil pigenb 0OXONII0E QOPMYEAHHS YHIKATbHOT YIHHICHOT NPOno3uyil, ubip punkosoi niwi ma no6yoosy
00820MePMIHOBUX NAPMHEPCLKUX GiOHOCUH. [IpoyecHuii pigeHb npedcmasieHo noemanHolo io2ikow peanizayii
mapeemunzy — 8i0 8U3HAUEHHSA YiNIb0B802O cecMenma 00 AHALIMUYH020 ONPAYIO8AHHA Pe3yIbMAamis i 360pOMHO20
383Ky, Wo 3abe3neyye a0anmusHicms cucmemu 00 OuHamiku punky. TexnHonociunull pieenv inmezpye cy4acHi
incmpymenmu agmomamuzayii mapkemuney, CRM ma ABM-naamgopmu, cucmemu ananimuxu, BIG DATA ma
aneopummu  WMyyHo20 IHMeneKmy, wo RIOBUWYIOMb MOYHICIb NPOSHO3VBAHHSA NOBEOIHKU KIIEHMIE I
pe3ynrbmamusHicme Komyuikayiu. Takum uyunom, asmopcvka Kouyenyis B2B-mapeemuncy npedcmasnena sk
OUHAMIYHA cucmema, 8 SKitl cmpameziuni 3acadu, NPOYeCHa 102iKa Il MEeXHON02IUHI IHCMPYMeHmu (YHKYIOHYIOMb
V micHill 3a€m00ii, 3a0e3neuyrouu NioeueHHs epeKMUEHOCI MAPKeMUH208UX KOMYHIKAYI | CAIUll pO36UMOK
6isnec-gionocun. OOIPYHMOBAHO, WO 6 YMOBAX 3DOCMAHHA YUDposizayii GizHec-npoyecis i 6OCHHUX BUKIUKIE
egpexmugnuii mapzemune y B2 B-cepedosuwyi nompebye mexHon02iYHUX NApmMHepCcms, AHaNimuyHoi 2Hy4KoCcmi ma
BUCOK020 pi6HsA nepcoHanizayii. Pesynomamu O00CHiONCEHHA MAIOMb Meopemuyne 1 npaKmuine 3HAYeHHs O
pO3pobaeHHs  cmpameeili  Yyu@dpogozo  MapKemuHey — NIONPUEMCMS,  OPICHMOBAHUX HA  NIOBUWEHHS
KOHKYPEHMOCHPOMOIICHOCME Ma CMIUKICMb Oi3HeC).

Knrwouogi cnosa: ananimuxa, B2B-mapkemune, KkomyHikayii, mapkemune, ceemenmayis, cmpameziute
NO3UYIOHYBAHHS, MAPeemMUHe, MeXHOI02I] WMYYHO20 [HMeNeKmy, Yupposui mapKemuHe.
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TARGETING IN DIGITAL MARKETING OF THE B2B SECTOR:
CONCEPTUAL AND APPLIED APPROACHES

Tetiana Borysova
West Ukrainian National University, Ternopil, Ukraine

Summary. The article explores the theoretical and practical aspects of targeting in digital marketing
within the B2B sector under wartime conditions in Ukraine. It is determined that targeting the industrial market
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represents a key stage of marketing strategy aimed at identifying target segments of corporate clients and
developing relevant communication solutions that consider their needs, behavior, and business context. The role
of targeting is substantiated as a strategic positioning tool that integrates processes of segmentation,
personalization, content relevance, and performance analytics. Based on the synthesis of modern academic and
practical approaches, a concept of B2B targeting has been developed, reflecting a systemic model for the
formation and implementation of targeted marketing strategies in the business-to-business environment. The
article reveals the structure of this model, which includes strategic, process, and technological levels of marketing
communication management. The strategic level covers the formation of a unique value proposition, market niche
selection, and the development of long-term partnership relations. The process level is presented through a step-
by-step logic of targeting implementation, defining the target segment, to analytical evaluation of results and
feedback — which ensures the adaptability of the system to market dynamics. The technological level integrates
modern marketing automation tools, CRM and ABM platforms, analytics systems, big data, and artificial
intelligence algorithms that enhance the accuracy of customer behavior forecasting and the effectiveness of
communications. Thus, the B2B targeting concept is presented as a dynamic system in which strategic principles,
process logic, and technological tools function in close interaction, ensuring the improvement of marketing
communication efficiency and the sustainable development of business relationships. It is substantiated that under
conditions of increasing digitalization of business processes and wartime challenges, effective targeting in the
B2B environment requires technological partnerships, analytical flexibility, and a high level of personalization.
The research results have both theoretical and practical significance for developing digital marketing strategies
of enterprises focused on enhancing competitiveness and business resilience.

Key words: analytics, B2B marketing, communications, marketing, segmentation, strategic positioning,
targeting, artificial intelligence technologies, digital marketing.
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IToctanoBka mnpobiaemu. Y cyyacHOMY LHU(POBOMY CEPENOBUIIl TApreTUHI €
KJIIOYOBUM 1HCTPYMEHTOM JJIsi JIOCSATHEHHS €QEeKTHBHOI B3aeMomii Mik Oi3HecoM Ta
cnoxuBaueM y B2B. He3Baxaroun Ha 3HaYHMI PO3BUTOK LU(POBUX TEXHOJOIIH, ICHYIOTh
CYTTEBI BUKJIMKH B QaIlTaIlil TAPTeTUHTOBUX CTPATETIi 710 CrIeH(iKU KOKHOTO CEKTOPa, KOTPi
BUHHUKAIOTh 4Yepe3 HeIOCTaTHE pO3YMIHHS BiAMIHHOCTEH Yy TOBEAIHLI CHOXKUBayiB,
0OMEXEHICTh JaHMUX JUIsl TOYHOTO TApreTHHTY Ta CKJIaJHICTh IHTErpallii HOBITHIX TEXHOJOT1N
y icHytoui Oi3Hec-mporiecu. Y cektopi B2B TapreTuHr uyacto CTHKaeThcs 3 mpolieMami,
MOB'I3aHUMHU 3 OOMEXEHUM JOCTYINOM JI0 AAHUX PO MOTEHI[INHUX KIIE€HTIB, CKJIAJHICTIO
BU3HAYEHHS KIIOYOBUX OCIO A MPUMHATTS pIlIeHb Ta HEOOXIAHICTIO IepcoHasi3amil
KOMYHIKaliil JUisl pi3HUX DIBHIB opradizamii. ¥ cBoro uepry, y cexkrtopi B2C ocHoBHUMHU
npobjaeMaMu € BUCOKa KOHKYPEHIS 32 yBary CIOKMBadiB, HEOOX1AHICTh MIBUAKOI ajanTaiii
J10 3MiH y MOBEIHII KOPUCTYBayiB Ta €()€KTUBHE BUKOPUCTAHHSI BEJIMKUX OOCATIB JaHUX IS
nepcoHati3allii MPono3MIiH.

3a nanumu gociipkeHss [1], y 2024 pori oOcar BUTpaT yKpaiHIIB Ha OHJIAH-TOBapH Ta
MOCITYTH cKJaB 239 Mipa TpH, 110 Ha 25% Ounbiie mopiBHAHO 3 2023 pokoMm. VY [2] 3a3HaYa€ThCs,
110 B YKpaiHi HaJaiuyeThest 0J1n3bK0 11 MITH IHTEpHET-IIOMEPIB, K1 3/IIHCHIOIOTH Y CEPEIHBOMY
17 mokynok Ha pik i3 cepenHboro BapricTio Tpan3akuii 1300 rpu. Ilpu npomy enexkTpoHHA
Komepuis 3aiimae umie 10% Big 3aragbHUX po3apiOHUX MPOJaXiB YKpaiHu, 10 BBIYI MEHIIIE
nopiBHsHO 3 [Toneeto. Kpim toro, 78% ykpaiHIliB MI0/€HHO KOPUCTYIOTHCS IHTEPHETOM, 110
CBITYUTH NPO BUCOKHM piBeHb LU(PPOBOI aKTUBHOCTI HaceleHHsA. Po3B'si3aHHS 3a3HayeHHUX
po0JIeM € BaXJIMBUM SK 3 HAYKOBO{, TaK 1 3 MPaKTUYHOI TOUKH 30py. 3 HAYKOBOI MEPCIIEKTUBU
HEOOX1/THO pO3pOOUTH HOB1 TEOPETUYH] MOJIEINI TapreTHUHTY, K1 BpaxoByIoTh crienudiky B2B,
a TaKOX IHTErpalilo HOBITHIX TEXHOJOTiH, TaKMX, SK IITYYHUH IHTENEKT Ta MalIUHHE
HaBYaHHS, JUId MOKpAlleHHS TOYHOCTI M eQEeKTUBHOCTI TapreTMHroOBUX cTparterid. 3
NPaKTUYHOI TOYKM 30py, Oi3HEcaM HEOOXiJHO ajanTyBaTH CBOi CTpaTerii TapreTHHry a0
3MIHIOBAHOTO IIU(POBOTO CEPEIOBUINA, BPAXOBYIOUH CHENU(IKY CBOET IIIIHOBOI ayAUTOPIi Ta
e(eKTUBHO BUKOPHCTOBYIOUYH JOCTYIHI IHCTPYMEHTH i TexHousorii. Oco0IMBO 1€ aKTyalIbHO
JUISL MallUX Ta CEepeAHIX MiJMPHEMCTB, fKl, 32 JaHUMH [3], CTHKAIOThCA 3 TPYAHOIIAMU Y
1 dpoBiit Tpanchopmaii Ta HOTPeOYIOTh MATPUMAHHS U1 iHTErpalii HuPPOBUX TEXHOIOTIN
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y cBoi Oi3Hec-mporiecd. TakuM YHHOM, JIOCIKEHHS Ta pPO3pPOOJICHHS ePEeKTHBHUX
TapreTHHTOBUX CTpaTeridi mis  cektopiB B2B € HeoOXimHuMm 1 3a0e3MEUYCHHS
KOHKYPEHTOCIIPOMOKHOCTI 0i3Hecy B yMOBax HU(POBOI €KOHOMIKH Ta IIBUIKOTO 3POCTaHHS
OHJIAH-KOMepIIii B YKpaiHi.

AHaJI3 ocTaHHIX JocjimxkeHb i myOjikamiii. AHami3 OCTaHHIX OCIHIKEHb 1
nyOuiKamii, 1o CTOCYHOThCA TapreTuHry B LupoBoMy MapkeTuHry B2B, nemoHcTpye
3HAUHUH MPOTPeC Y 3aCTOCYBaHHI HOBITHIX TEXHOJIOTIH, 30KpeMa mTyqdHoro intenekty (1),
JUISL TOCSATHEHHS BUCOKOI IepcoHaiizamii Ta eeKTUBHOCTI peKiIaMHUX KammaHid. [Tutanus
tapreTuHry ta B2B mapkeTunry, iforo nuppoBux iHCTpyMEHTIB IOCIIIKYBaU Taki 3apyOixHi
Ta BITYM3HSAHI HaykoBil, sk T.3aBamiid, /. 3axapos, T.Ilrypm, C. iopio, P.Toapr,
M. Oxnennep, O. Kapaunain, O. Iltamenko, I. Jlu6au Ta iHmi. 3HaYHUN BHECOK Yy TEOPIrO
IaTeprer-mMapkeTuHry 3poowita npams T. 3aBaniii 1 JI. 3axaposa. Y ixHiit po6oTi [4] BceGiuHO
PO3KPUTO TEOPETHYHI Ta MPAKTHYHI aCIEeKTH MAapKETHHTOBOTO IHCTPYMEHTY TapreTHHTY,
30KpeMa IpPOaHaJli30BaHO MOro BUKOPUCTaHHS B TPAJULINHMX KOHIIENITaX MAapKETHHTY Ta
Tparcdopmariiro B mudpoBomy cepenopuiii. Y podori [5] T. LLITypm po3kpuiia BHKOPHCTAHHS
LinkedIn Ads six BucoxoedekTuBHOr0 KaHaiay B2B-mapkeTunry, miakpeciroyl HOro TouHe
TapreTyBaHHs Ta OPIEHTOBaHY Ha Oi3HEC ayAWTOPIO, IO JO3BOJISE 3ATyYaTH KIIFOUYOBHX
yXBaJlOBauiB pillleHb 3a yYMOBM HpaBuibHOro 3acrocyBanHs. C. [liopio ta P.I'oBapr [6]
JOCITIJKYBaJIM BUKOPUCTAHHS MMOBIPHICHUX aHAJITHYHUX MIAXOIB JUIsl TapreTuHry y B2B-
MapKETUHTY, MIJKPECIIOYN CKIAIHICTh JETEPMIHOBAHOI'O CETMEHTYBaHHs 4epe3 BUCOKY
TOYHICTh ayIOWTOpPIH 3a aKayHTaMH, pOJSIMH Ta npoduIsMu MoKynuiB. JlocmiKeHHs
M. Oxnanpgepa, O. Kapanzin, O. [Iramenko, I. Iubay [7] ouintoroTs edexktuBHIicTh LinkedIn
K IIaT(OPMHU TapreToBaHOI PeKIaMu JIJIsl MPOMHUCIIOBOr0 B2B-MapkeTHHry.

Meta qocaiIseHHs [OJSATae y KOMIIJIEKCHOMY aHajli31 TEOPETUYHUX Ta MPaKTHUHUX
aCITIeKTiB TapreTuHry B mnudpoBomy mapketuHry B2B-cexrtopi 3 meroro ineHtudikamii Ta
PO3KPUTTSI TUX KOMIIOHEHTIB MNpoOJeMH, sSKI 3alMIIAl0ThbCs HEAOCTATHRO BHMBUEHHMH B
CyyacHii HayKOBIH JiTepaTypi.

ITocTanoBka 3aBaanus. Haile nociipkeHHs Majo 3a METy BUPIIINTH Taki 3aBAAHHSA:
BUSIBUTH ITiJIXO/IU JIO TAPTETHHTY y MU(PPOBOMY MAPKETHHTY JJISi KOPIIOPATUBHUX CIIOKHBAYiB
B yMOBax BiiHU B YKpaiHi; IpPOBECTU aHaJli3 MPUKIAJHUX IHCTPYMEHTIB Ta TEXHOJIOTIH, SKi
3a0e31meuyroTh €(peKTUBHY CETMEHTALI0 Ta IepCoHai3alliio KoMyHikalii y B2B-cepenosuuii;
BU3HAUUTU HEBHPpIIIEH] NpoOjaeMu IHTerpauii aHaJITUYHUX JaHMUX, HU(POBUX MiaaTdopM i
HITYYHOTO IHTEJIEKTY B IpoIiec TapreroBanoro B2B-mapkerunry.

Bukiag ocHoBHoro marepiaay. TapreTuHr (BiI aHII. fargef — «UiIb»)— II€ €Tall
MapKEeTUHIOBOI cTparterii, SKuil mnependadae BU3HAYEHHS IJIbOBOIO CErMEHTa PHUHKY Ta
MPUCTOCYBAHHSI MApKETUHIOBOI'O KOMILJIEKCY came J0 MoTped, MOTHUBAILllM 1 TOBEAIHKH L[bOTO
cermenTa [8; 9; 10]. TapreTuHr € IHCTPYMEHTOM LIJIECTIPIMOBAHOTO BIUIMBY MapKETHHTOBHX
KOMYHIKaIlil Ha MEBHY ayAMTOPIIO CIOXKHMBAuiB, 1[0 MAalOTh CIUIbHI XapaKTepUCTUKU abdo
O3HaKH, KOTP1 MiIBULIYIOTh IMOBIPHICTb 3aI[IKaBIEHHS MPOIYKTOM YU MOCIYTOI0.

Amnaniz TeHneHUiM y uudpoBiii pexinami B2B Ta crymeHs BIUIMBY €KOHOMIYHOI
HEBU3HAYEHOCTI Ha CTpaTerii TAPreTUHTY J03BOJIMIIN CTBEP/KYBATH aBTOpaM JociikeHHs [11],
o cermenty B2B nputamanHa BUCOKa J10Bipa /10 IPOBaiepiB, sIKI MPONOHYIOTh TAPT€TUHT -
pileHHs, 1 1o 6araTo KOMIaHii rOTOBI IHBECTYBATH Y ClieLiani30BaH1 MIATGOPMHU A TOUHOL
aapecHoi pekiamu. ToOTo, BaxiMBy poib y B2B-mapkeTunry Biairpae TeXHOJIOTTYHUI
napTHep SK 1HCTPYMEHT, SIKHi 3HauHO BIUIMBAE HAa €(PEKTUBHICTh TApreTUHTY Ta JOBIpY 0
HBOTO. Y TUIONIUHI TAPTETHHTY Ta poOOTH 3 ayauTopi€to [ 12] Takox mpoeMOHCTPOBAHO IIiKaBi
TeHAeHII] — 58% MapKeToJIOriB aKTUBHO PO3IIMPIOIOTH CBOIO ayJIUTOPII0, 3BEPTAIOUUCH 10
HOBUX JieMorpaiuHux rpyn abo pUHKOBHX CErMeHTIiB. [IpH 1IbOMy BUKIMKOM 3aJIMIIAETHCS
«JIICTaTUCS» 10 IPABUIIBLHOI ayAuTOpii: 63% pecrioOHICHTIB Ha3BAIM «IOCATHEHHS BiINOBIIHOT
ayIaTopii» TON-poOIeMOr0 y moOyaoBi Oe3MepepBHOTO KIIEHTCHKOTO MPOAaXy. Takum

ISSN 2409-8892. Galician economic journal, No 5 (96) 2025 https://doi.org/10.33108/galicianvisnyk_tntu2025.05 ................... 205



Tapretunr y nudppoBoMy MapkeTunry B2B cekropa: koHIeNTyanbHi Ta MPUKIATHI TiIX011

yuHOM, Y B2B-cexTopi TapreTuHr nepecrae OyTH MpoCcTo BUOOPOM «XTO», & CTA€ MUCTELTBOM
NO€HAHHS AHATITUKHY, IKICHUX JAHUX 1 YBaKHOI'O CETMEHTYBAaHHSA ay JUTOPIH.

3rigno 3 aHanmiTHyHUM 3BiTOM [13] mudposa pexiama y cekropi B2B nemoncTpye cTiiiky
TEHJICHIIIIO /IO BiTHOBJICHHS TICIIS TMIEPIOTy CIOBUIPHEHHSI, CIPUYMHEHOTO MaKpPOEKOHOMIUYHOIO
HecTaOUTBbHICTIO Ta IHQIAMIMHAM THCKOM. 3 TIO3MLIi KaHAIIB PO3MOBCIOUKCHHS Ta
TapreTUHTOBUX IHCTPYMEHTIB, COLIANIbHI MEPEK1 3aTHIIAI0THCS IIEHTPATBHOIO TUTaT(HOPMOLO /ISt
B2B-komywnikamiit. ¥ 2024 poui, 3a maHuMu Toro x mkepena [13], 46,3% ycix mudpoBux
pexiaMHux BUTpaT B2B-kommaniit Oyje cipsMoBaHO caMe Ha comiaibHi muatrgopmu. VY mii
crpykrypi LinkedIn yrpumye ntizepchKki moswiiii, akyMysroroun Om3bpKo 22,9% 3araabHoro oocsry
BUTpAT 1 3a0e3neuyroun rnpu oMy mMaibke 90% pekiaMHux orosoiieHs 13 B2B-cripsaMoBaHicTio.
Taka KOHLEHTpalisi OMJUKETy TOSCHIOETbCS HE JIMIIE BHCOKMM pIBHEM MpodeciitHol
CcerMeHTaIli ayuTopii, a i e(EeKTUBHICTIO IHTEJIEKTYyaJIbHUX 1HCTPYMEHTIB TapreTUHTY — BiJl
npodiTIOBaHHS MOTSHIIHHUX KIIIEHTIB JI0 PETAPreTUHTY Ta CTBOPEHHS CXOXKUX Ha MOMepeHi
cermenTiB y LinkedIn i Meta. 3aranom, Tenaennii 2024 poky miATBepIKYIOTh, 10 LUdpoBa
pexinama y B2B-cermenti CIIA nepexoauts y a3y sIKICHOTO OHOBJICHHS, /i€ KIIFOYOBY POJIb
BIJIITPalOTh JaHi, aITOPUTMIYHI PIllIEHHS Ta EPCOHANTI30BaHa KOMYHIKaIlis.

VY nocnimxendi [ 14] mpeacraBeHo aHami3 podi JgiepiB JyMOK y (hOpMyBaHHI TOBEIIHKA
nokynuiB y cekropi B2B, 30kpema ioro BiiuBy Ha cTpaTerii TapreTUHIY, KOHTEHT-MapKETHHT
1 yIpaBIiHHS BIIHOCHHAMH 3 KJII€EHTaMU. Y MeKaX JOCIiKEHHS POCTEKEHO SK KUTbKICHI, TaK
1 SIKICHI aCTIeKTH CHPUMHATTSA KOHTEHTY, IO MO3HIIIOHY€E KOMMAaHII SK JiJepiB JYMOK y CBOiX
raimy3sx. 3a pe3yJibTaTaMy ONUTYBaHb, TOHA]] TIOJIOBHHA YIPABIIHIIIB CepeIHbOI JaHKH 1 54%
YJICHIB TOI-MEHE/PKMEHTY BUTPAYalOTh OlIbIlIe OJ{HIE] TOJUHM HA THXKICHb HAa O3HaOMJICHHS
3 KOHTEHTOM, SIKUH HaJEeKUTh 0 KaTeropii minepiB nyMmok. Ilpu mpomy 75% pecnoHAEHTIB
BiJ[3HAYWIIM, 10 XO04a O OAMH 13 TaKMX MarepialliB CIOHYKaB iX MOCHIAUTH MPOAYKT abo
HIOCIIYTY, SIKi paHille He BXOIWIHN 10 chepH IXHiX iHTepeciB. OcoOIMBO MOKa30BUM € (HaKT, 10
9 13 10 0ci0, 3amydyeHUX 1O yXBal€HHS pIlIEHb, 3asBWIM MPO OULIBLIY TOTOBHICTH MO
BCTAQHOBJICHHS KOHTAKTIB 13 KOMIAHISIMHM, $IKI CHUCTEMHO MPOAYKYIOTh BHUCOKOSIKICHUI
eKCHEepTHUM KOHTeHT. TakuM YUHOM, JIIJIEpCTBO IYMOK BHUCTyHa€ HE HpPOcTo SK (opma
IMIJDKEBOT'O TO3UIIIIOBAHHS, a K MEXaHi3M aKTHBallli JIATEHTHOTO MOMUTY B cerMeHTi B2B.
OTtpumaHi pe3yJibTaTl MalOTh ICTOTHE 3HAYEHHS JUI ONTUMI3alii TApreTMHIOBUX CTpaTerii y
B2B mudpoBoMy MapKeTHHTY: SIK CTBEPKYIOTh Y [14], O1u3bko 95% NMOTEHLIMHUX KIIEHTIB
nepeOyBalOTh 032 aKTHBHOIO (ha30r0 KyMiBJi, TOOTO HE HIYKalOTh MPOAYKT ab0 MOCIyry
Oe3nocepelHbO B MOMEHT KOHTakTy 3 KOHTeHTOM. Came TOMy JIiJIepCTBO TyMOK HaOyBae
KPUTUYHOTO 3HAYEHHS SIK IHCTPYMEHT (OpPMyBaHHs HOMUTY «IO TOTO, SIK BIH BUHHKHE», —
TOOTO CTUMYJIIOE 1HTEepeC 1 0013HAHICTh 33JJ0BrO JI0 PILLICHHS MPO KYyMiBI0. TakoX BHUSBIIEHA
BHCOKA YyTIUBICTh ayJUTOPII 1O IKOCTI KOHTEHTY CBIIYUTH, 10 CYYaCHUM TApreTUHT HE MOXKE
0OMeXyBaTHCS JIHIIE JeMOrpadiuHuMy, reorpadidHiMy UM Taly3eBUMH KpuTepismu. Moro
e(eKTUBHICTh 3HAYHOIO MIpOI0 3&JIEKUTh BiJ] KOHTEHTHOI pPEJIEBAHTHOCTI: YU BIJNOBiIa€
notpedam 1 ouikyBaHHAM. OTXe, CTpaTeris 1HTENEKTyalIbHOTO JiIepCTBA EPETBOPIOETHCS HA
HEBi1’€MHUI KOMIIOHEHT CYy4acHOTo TapreTHHry B B2B-mapkeTHHry, Cpusiioul OJHOYACHO
3aJTy4yeHHIO HOBHUX KJII€HTIB, MiJIBUIIEHHIO JOBIPH 1CHYIOUMX Ta 3pOCTAHHIO BapTOCT1 OpeH.y.

3rifHO 3 pe3yibTatamMu JochipkeHHs [15] cyuacHmii cextop B2B-mapkerunry
JEMOHCTPY€ CTIWKY TEHJACHIIIO JI0 1HTEJEKTyami3alii KOHTEeHT-CTpaTerii Ta aBTOMAaTH3allli
TapreTUHIOBUX IporeciB. SIK MoKa3yroTh JaHi gociikeHHsa, 91% B2B-mapketonoris
BUKOPHCTOBYIOTh ~ KOHTEHT-MAapKETHHT K KJIIOYOBHHA IHCTPYMEHT KOMYHIKAIii 3
NOTEHIIMHUMU KiTieHTaMH, Toal sk 60% B2B-nokyniliB yXBamoTh OCTaTOUHE PILLICHHS PO
CHIBIIpAIll0 Ha OCHOB1 O3HAWOMJIEHHSA 3 LU(POBUM KOHTEHTOM KomraHli. Takum uduHOM,
e(eKTUBHICTb TapreTUHry Oe3MocepelHbO KOpEeNoe 31 3JIaTHICTIO OpeHnay dopmyBatu
peNeBaHTHUM, KOTHITUBHO HACHYCHHWH 1 CTPYKTYpPOBaHHI KOHTEHT, aJIallTOBAHHMK 10 PI3HUX
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eTamiB CIOXKMBYOI MOJAOpOXi, a iuBecTHmii 3 mux mnosuuid y SEO-onTumizariio,
nuBepcudikamiro ¢opmatiB 1 ABM-cTparerii cTaroTh aKTyaJIbHUMH IS TATPUMaHHS
KOHKYpPEHTHOI nepesaru y B2B.

Hpyruii acmekT 3BiTy [14] akmeHTye yBary Ha CTPYKTYpHHX TpaHcopmarisx y
TEXHOJIOTTYHOMY Ta OI0JKETHOMY BHMipax. Burparu Ha mudpoBy pekinamy B B2B-cermenti y
CIIA nepeumrytore USD 18-19 mipa, 1m0 CBIAYMTH MPO CHUCTEMHE 3MIIIEHHS aKICHTY 3
TpaAuUiHUX (GOpPM MapKETHHIY Ha JaHi, aBTOMaru3amiro Ta aHamituky. I[lonam 50%
MapkeToJioriB yxe iHrerpytorh [II-pimenHs y cBoi kammaHii, a aHaTITHYHI KOMITCTEHI
BU3HAYAIOTHCS SIK OJ[HI 3 Haii3aTpeOyBaHImMX y MaitOyTHhoMy. Taka quHamMika IEMOHCTPYE, 1110
tapretur 2025 poky aenaii OLIbIIe CIUPAETHCS HA CHHEPT1I0 TPhOX YHHHHUKIB!

1) «data-driven» minxomy — noOyJ OBy ayJUTOpiii Ha OCHOBI MOBEIIHKOBUX CUTHANIB 1
MIKpOCerMeHTallii;

2) IllI-acucroBanoi mepcoHami3allii, sika 3abe3nedye peleBaHTHICTh MOBIJIOMIICHb Y
pearbHOMY 4Yaci;

3) crpareriunoi ajokarii 6rokeTiB y nnpoBi kaHau 3 HaBuIM piBHeM ROI.

Otxe, edexTHBHa cTpaTeris TapreTuHry y B2B-mapkerunry MaiOyTHHOro Mae
0asyBaTHCsl Ha KOMIUICKCHIM IHTerpamii KOHTEHTY, AaHaJITHKH Ta TEXHOJIOTIYHOI
iH(dpacTpyKTypu, 10 3abe3nedye HE JUIIEe 3aly4yeHHs, a W cTajie yTpUMaHHS KII€HTIB Yy
JIOBTOTPHBAJIiH MIEPCTIEKTUBI.

CyuacHuii eTam pPO3BUTKY LM(PPOBOr0 MApKETHHIY XapaKTEpU3YETbCA HHU3KOKO
TEH/ICHIIIH, 110 TPaHC(HOPMYIOTh SIK CTPYKTYpPY KOMYHIKAI[ITHUX CTpaTeTil MiIMPUEMCTB, TaK i
migxoan A0 (QOpMYBaHHS CHOXKMBYOI TOBENIHKH. 3TriAHO 3 aHAMITUYHUM 3BiTOM [15]
KIIFOYOBUM TPEH/IOM 3aJIMIIAETHCS JOMIHYBaHHS KOHTCHT-MapKETHUHTY, SIKHI1 BAKOPUCTOBYIOTh
91% wmapxkeromnoris y B2B 1 B2C-cermentax. KonTeHT, 30kpemMa OCBiTHIM Ta aHaIITUYHUM,
BU3HAYAETHCS SK BHUPIMIAIbHUNA YUHHUK Yy TPOLEC] MPUUHATTS PIMICHHA MOKYIMIEM, IO
CBIAYUTH MPO TMOCTYHNOBUM TMepexi BiJ MNpsAMOi peKiIaMu J0 CTpaTerii CTBOPEHHS
JIOBrOTEPMIHOBOI IIHHOCTI JuId KJi€HTa. BoaHoyac NpOCTEXYETbCS 3pOCTaHHS POl
BIJICOKOHTEHTY B MapKETHHTOBHX KOMYHIKALIAX: BIZI€O CbOTOJJHI BUKOHY€E He JInIIe (PyHKIIII0
po3Baru, a W crae eDEeKTUBHUM IHCTPYMEHTOM TeHepalii JiJiB 1 HaBYaHHS CII0KMBAyiB.
[Tnardopmu Tuny YouTube nenani yacrinie BUKOPUCTOBYIOThCS HE JIMILE SIK PEKIaMHUM, a i
SIK TOCJITHUIIPKUI KaHa, 110 BIUTMBAE HA PAaHHI €Taly CIIOKHUBYOT BOPOHKH.

OxpeMoi yBaru 3aciIyroBye TeHJICHIIisI Iepepo3NoALTy Or0KETIB y Hanpsimi HudpoBoi
pexnamu: y cektopi B2B cnioctepiraerses 3pocranns sutpat 10 USD18—-19 mupn y CIIA, m1o
CBIAYUTH MPO 3MilleHHs (OKYCy 3 TpaJuLiHMX Mefia MO IHCTPYMEHTIB i3 BUMIPIOBaHOIO
epextuBHicTIO. LnppoBa peknama MOoenHye aHAIITUYHUN NIAXiA 10 TJIaHyBaHHS 3
QITOPUTMIYHOIO OINTHUMI3AIIEI0 OXOIUJIEHHS, 110 3a0e3Neuye MiJBUILEHHS PEHTAa0eNbHOCTI
iBectuniii (ROI) y cepennpoTepmiHOBiil mepcnekTuBi. KpiM Toro, nmpuOIM3HO MOJIOBHHA
MapKeTOJIOTiB aKTHBHO BIpoBajpkye TexHojorii LI, mo mo3BONsSIOT aBTOMAaTH3yBaTH
aHAJIITUKY, CETMEHTAIlII0 ayAUTOpii Ta MepCcoHaIi3allil0 KOHTEHTY. Y pe3yJsibTaTi aHaIiTHYHI
KOMITIETEHIII1 TOCTYIOBO CTAIOTh KPUTUIHO BAXKIUBUMHU TSI (DaxiBIIIB ramysi, IEPETBOPIOIOYN
MapKETUHT Ha CUCTEMY NMPHUIHSTTS pillleHb HAa OCHOBI IaHUX.

3HAYHOTO MOMMPEHHS Ha0yBalOTh MiIX01, 3aCHOBaHI Ha TIepcoHai3arii Ta Account-
Based Marketing (ABM), ki 1éMOHCTPYIOTh HIBULIIEHHS TEMIIIB O13HEC-3pOCTaHHS 3aBISIKH
1HaUBIAyami3anii komyHikanid. Kommanii genani gacrime JOKyMEHTYIOTh CBOi MapKETHUHIOB1
CTpaTerii, 0 CIpHUs€ TOYHIIIOMY TapreTyBaHHIO W 3MEHIIEHHIO HEee(EKTHMBHUX BUTpPAT Ha
OXOIUJICHHSI HEUTHOBUX CETMEHTIB. TaKOX IMOCHIIIOETHCS TPEH/ MOBEAIHKOBOTO MOIIYKY Ta
MYJbTHKAHAJIBHOCTI: 3HaYHA YacTKa MOTEHI[IHMX KIEHTIB MPOBOJUTH IMONEPEAHI OHJIAMH-
JOCTIPKEHHS Tepe 31CHEeHHIM MOKYIKH, BUKOPUCTOBYIOUU COILIaIbHI MEpeXki IK OCHOBHE
Jokepeno iHdopMmalii Ta peKOMeHAlii, 1Mo JEMOHCTPY€E 3MIIEHHS pPOJIi CIOXKHUBaya Bif
MaCMBHOTO OTPHMMYyBauya pEKJIaMH 0 aKTHBHOTO aHANITHKA, IO CaMOCTIHHO (opmye CBiid
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iHpopMamiifHuil mpocTip 1 Kpurtepii BuOOpy. TakuM UYMHOM, CYKYIHICTh IUX TPEHIIB
JIEMOHCTPY€E TIepPeXiJi MApKETHHTOBOI MTapaJIMTMHU BiJI TPAH3aKIIHHOI 10 [IHHICHO-aHATI THYHO1
MO/IEli, JIe TOJIOBHY POJIb BIIIrpatroTh KOHTEHT, JaHi, TEXHOJIOTI] Ta J0Bipa.

Yacrka sutpar Ha LinkedIn | NG 22,90%
MapxkeTonory, 110 BUKOPUCTOBYIOTh Al I 4
B2B-nokymnii, 110 yXBallOOTh PillICHHS HA I 0

OCHOBI I (PPOBOTO KOHTEHTY

MapkeTonory, o po3MHPIOITh Ay IUTOPIO I
YacTtka nudpoBux pekiaMHuX BuTpar B2B Ha I 0

COIMepeKi

R haaeton v
(1]

KOHTCHT-MapKETUHT

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

Pucynok 1. JlerepminanTtu Tapretuary B2B-chepu

Jxepeno: ckinageHo apTopom 3a [12—15].

Huska cywacHux pocnijkeHb [15-28] meMOHCTpYIOTh 3CyB y OiK 1HBECTHULIN Yy
BJIACHI KaHaJIM Ta KOHTEHT-OpieHTOBaHI miaxoau: y 2024 poui HailBUIly peHTa0EIbHICTH
1 B2B-OpenniB 3abe3neuyBanu BeO-cailT, 6mor 1 SEO, nani WM miuaTHUE couianbHUN
KOHTEHT Ta I1HCTPYMEHTHU coliadbHOi KoMmepuii. Jlpyruii acmekT — 1HCTpyMEHTaJlbHa
HepcoHati3alis K KoY A0 MiJABUIIEHHS €()EeKTUBHOCTI TapreTUHIY: CErMEHTOBaHI JIMCTU
reHepytoTh npudnauzHo Ha 30% Ounbme BigkputTiB 1 Ha 50% Bumwmit CTR mnopiBHSHO 3
HECErMEHTOBAHUMH PO3CHJIAHHAMM, pudoMy 78% MapKeTOJIOriB Ha3MBaIOTh CETMEHTAIlil0
Halle(eKTHUBHIIIOI IPAKTUKOIO B eMelI-MapkeTunry [15]. [lns B2B-mapkerosora 1ie o3Havae,
mo ToyHe ¢ipMorpadiuHe Ta MOBEIIHKOBE TapreTyBaHHS AayAUTOpiN MpPSIMO KOpPEIIoe 3
Kpal¥MH NOKa3HUKaMHU 3aidydeHHs 1 KoHBepcii. Ha puc. 1 rpadiuno npeacraBieHo KIOYOBI
MOKa3HUKH, fKi XapaKTepu3ylThb TeHJeHLii B TapreTuHry B2B-cdepu, 3a mincymxamu
BUIIEHABEIEHOTO aHalli3y JuKepen. 3 pUCyHKa MOKHA 3pOOUTH BUCHOBOK MPO MPIOPUTETHICTh
BUTpAT Ha LKU(POBI KaHAJIM IPOCYBaHHS cepel] MapkeTosioriB B2B-cdepu 3aranom i TapretuHr
30Kpema.

3BaKalouM Ha aKkTyalbHICTh (POpPMyBaHHS aJanTOBAaHOi /0 yMOB BiMHHM Mopemi
MEePCOHAI30BaHOI KOMYHIKaIlii 13 I[IJIbOBUMU CETMEHTaMH CyO’€KTIB MPOMMCIOBOTO PHUHKY,
IPEJICTaBICHO po3po0JIeHy aBTOPOM KOHIIETITYaJbHY cXeMmy TapreTusry y B2B (puc. 2), sxa
peNpe3eHTye CUCTEMHY MOJenb (GopMyBaHHS Ta peamisaiii cTpaTerii TapreTOBaHOTO
MapKeTHHTy B Oi3Hec-cepemoBumii B2B, mo BigoOpaxae B3a€MO3B’SI30K  MiX
CTpaTeriYyHUMHU, MPOIIECHUMH Ta TEXHOJOTIUHUMH PIBHAMH YIPABIIHHS MapKEeTHHIOBUMU
KOMYHIKalisiMu. Y JiBill 4aCTHHI CXEMH PO3MIIEHO CTPAaTEriyHuil OJIOK, KUl OKpecIoe
JOTIKy MOOYIOBM TapreTUHry sK OaraTOpiBHEBOI CHCTEMH YIPaBIiHHS PUHKOBUM
MO3UIIOHYBaHHAM 1 IEPCOHATI30BaHOIO B3aeMOJIi€l0 3 KiieHTamu. Ha piBHI cTpaTeriyHoro
MO3UIIIOHYBaHHA 3A1HCHIOEThCA (OpMyBaHHS  YHIKQJIbHOI IIHHICHOI MPOMO3MII,
imeHTudikallis puHKOBOI Hillll Ta aHalli3 KOHKYPEHTHOTO cepenoBuia. PiBeHb cermenTaiii
Ta IMepcoHai3alii mepeadadae MOAUT LUTHOBOI ayJuTOpii 3a Taly3eBUMH O3HAaKaMH,
MacmTaboMm Oi3HECY Ta MOBEIIHKOBHUMH XapaKTEPUCTHKAMU, 10 B MOJAIBIIOMY JO3BOJISIE
CTBOPIOBATH JI€TANI30BaHI TOPTPETH Kii€HTIB. Ha piBHI KOHTEHTHOI peIeBaHTHOCTI
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BiOyBaeThCcsl anamnraiis iHQopMamiiHUX MaTrepialliB A0 crnenu(ikKd KOKHOTO CEeTMEHTA,
PO3pOOJICHHST TIEPCOHANI30BAaHUX CIIEHAPIiB KOMYHIKallii Ta KOHTEHT-CTpareriii. TexHo-
JOTiYHE MiJCWICHHS peali3yeTbcsi Yepe3 3acTOCYBaHHS 1HCTPYMEHTIB aBTOMAaTH3allil,
aHamituku Big Data Ta airopuTmiB IMTYy4HOTO IHTENEKTY, 110 3a0e3MeuyroTh
IPOTHO3yBaHHS MOBEAIHKU KII€HTIB. 3aBEpIIaIbHUM € PiBEHb IHTETPOBAHOI AaHATITHKH, Y
MeKax SIKOTO 3JIIMCHIOETHCS HACKpI3HA aTpuOYIIiss MApKETUHTOBUX JAiH, po3paxyHok ROI ta
aHATITUKA OUISIXY KII€HTA.

IlenTtpanpHa yacTMHA MOJENl BimoOpa)ae MPOLIECHUH MeXaHi3M TapreTUHTy, II0
XapaKTEePHU3y€ETHCS TMOETAMHOIO JIOTIKOK peasi3allii: BU3HAYCHHS LIJIbOBOIO CErMEHTa,;
dbopMyBaHHS peJIEBAaHTHOI TPOMO3MIlii; BUOIp ONTHMAJbHUX KaHAIIB KOMYHIKAIIii,
aHaJIITHYHE OINPAlFOBAHHS PE3yJIbTaTiB, ONTHUMI3allis KaMIaHii i GopMyBaHHS 3BOPOTHOTO
3B’SA3Ky. 3aBISKM LMKJIIYHOCTI MPOIECY Ta 3aCTOCYBAHHIO IHTErPOBAHOI aHAJITUKHU
3a0e3neuy€eThCs MOCTiHE BJOCKOHAJIICEHHS CUCTEMHU TAapTeTHHTY, {1 alanTUBHICTH A0 3MiH
PUHKOBHUX YMOB 1 MOBEAIHKOBUX MOJIeNIel KIIEHTIB. Y MpaBiil YaCTHHI CXEMU 30CEPEIKEHO
OPUKJIAJHAA  piBeHb, SKHA  BKIIOYA€  TEXHOJOTIYHI  IHCTPYMEHTH  peaiizarii
B2B-taprerunry. o nHux Hanexats CRM-cuctemu, mnarpopmu ABM, anamiTuuHi
pILIEHHS Ta CUCTEMH IITYYHOT'O 1HTEJIEKTY, CEPBICH PO3IIMPEHOT CETMEHTAIli] eJeKTPOHHOT
nomITH, pekiamui maatdhopmu st B2B, a takoxx Customer Data Platforms (CDP) i Data
Management Platforms (DMP). BaxnuBy posib BiZirpaloTh Tak0X I1HCTPYMEHTH
MapKeTHHTOBOI aBTomaTm3amii Ta TexHosorii IIlI-mepconanizamii, IO OXOILUIOIOTH
peKOMEHAIiHI CHCTeMH, 4YaT-00TH i MeXaHi3MH TUHAMIYHOTO KOHTEHTY.

TIpnKnajaHi iHCTpYMeHTH
i TexHOIOTIL
B2B-Taprerusry

CTpareriyHi piBHI

TapretuHry B2B

BuzHavueHHA OiTLOBOTO
CerMeHTa

CRM-cucTemn

N031NiOHYBAaHHA

Account-Based Marketing

PiBeHb cerMeHTalii Ta
epcoHamizamii

@OopMyBAHHSA MPOTIO3MIITT .
PM) P AHamiTnka

PiBeHb KOHTEHTHOL

Emelin-MapKeTHHT i3
PO3IINPEeHO CETMEHTAIliE!0

peneBaHTHOCTI Bubip kaHanis

PiBeHE TeXHOIOTITHOTO Pexrnamui matdopmu 111 B2B

mijciIeHss

AHAITIKA, OITHMI3ANIL,
3BODOTHIIT 3B’ A30K

Customer Data Platforms

PiBess iHTeTpoBaHOL
aHATITHKII

Data Management Platforms

MapkeTHHIoBa aBTOMATH3aIis

III-nepcoHatizanis

1
PiBeHE cTpaTeTiTHOTO I_)
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|
|

Pucynox 2. Konnenis tapretunry y B2B

Jxepeno: CKIaieHO aBTOPOM.
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TakuM 4YMHOM, KOHLENTyalbHYy cXxeMy B2B-tapretuHry MoHa po3risfaTH sK
JUHAMIYHY CHCTeMY, B SKii CTpaTeriuHi 3acajad, NpOIleCHa JIOTiKa Ta TEXHOJOTIYHI
IHCTpYMeHTH (PYHKIIOHYIOTH y TICHIM B3aeMOii, 3a0e3neuyroun MiABUICHHS e(EeKTUBHOCTI
MapKEeTUHTOBUX KOMYHIKAIIH 1 CTAJIMIA PO3BUTOK O13HEC-BITHOCHH.

OnHi€r0 3 KIIOYOBUX MPOOJIEM IHTETpallii aHaTITHYHUX JaHUX, TU(PPOBHUX I1aTHopM Ta
I y B2B-tapretunry € ¢parMeHTailiss JaHUX Ta OOMEXEHa B3aEMOJIS MK PI3HUMH
CHCTEMaMH, OCKIJIbKM Cy4YacHI KOMIIaHii 4acTo BUKOPUCTOBYIOTH okpemo CRM, CDP,
peKIIaMHi TIaTGOpPMHU Ta eMEII-cepBicH, 0 POpPMYy€E «OCTPIBHY» CTPYKTYPY AaHHUX; ICHYIOU1
MIXOAM JI0 IHTerpallii He 3aBxau 3a0e3meuyoTh GOpMyBaHHS €IUHOTO MPOPLIIO KiTieHTa 2060
omnepaTuBHUN 00MiH iH(pOpMaIli€r0 MiXK CHCTEMaMH, BHACIIIOK YOT'0 TOYHICTh CEerMEHTalll Ta
nepcoHatizamii 3Ha4YHO OOMEXKYEThbCA, a HAyKOBI JIOCTIKEHHS MEPEeBAXHO IMPONOHYIOTH
KOHIIENITYaJbHl pIMIEHHA ©0€3 KOHKPETHUX MPaKTUYHUX aJrOPUTMIB, aJalTOBAaHUX [0
cnenudiku B2B-cepenoBuma. Ille ogHMM CYTTEBUM BUKIMKOM € HEIOCTaTHS SKICTh Ta
CTaHJapTH3allis JaHux, ajke edekTuBHicTh LlI-anropuT™MiB Ta aHaNITUYHUX MOJEICH
0e3mocepelHbO  3aJEKUTh  BiJ JOCTOBIPHOCTI  BXimHOi iHQOpMarii; Ha MOpakTHI
CIIOCTEpIraeThCsl 3HaYHA BapiaTUBHICTH (JOpMATIB, HETIOBHOTA T4 HECBOEYACHICTh JaHUX, 1110
YCKJIQJIHIOE aBTOMATHU30BaHE IIPOTHO3YBaHHS Ta IMEPCOHATI3AIlII0, 1, He3BAKAOUN HA ICHYBaHHS
PI3HUX MiXO/IB, MPOOIEMa CUCTEMHOT CTaHJapTH3allil Ta OYUIIEHHS KOPIOPAaTUBHUX JaHUX,
0COOJIMBO MOBEIIHKOBUX METpHK y B2B, 3anumaerscs HeBupimenoro. Kpim Toro, oomexena
npo3opicte  II-pimeHs CcTBOpPIOE  JOJATKOBI  Oap’€pu, OCKUIBKH alTOPUTMH, SKi
BUKOPUCTOBYIOTHCS Ui CKOPHHTY JIiJiB a00 JAMHAMIYHOTO MEPCOHATI30BAHOTO KOHTEHTY,
4acTO 3JIMIIAITHCS «HOPHUMH CKPUHBKaMM», 110 3HMXKYE JJOBIPY MapKETOJIOTIB 1 KJIIE€HTIB Ta
YCKIIQJHIOE TOTPUMAHHS €THYHUX 1 IPABOBUX HOPM, 0COOJIMBO KPUTHYHUX Y KOPIIOPATHBHOMY
CEKTOPI.

BucHoBkH. VY cy4yacHHMX IIpakTHKaxX 3aCTOCYBaHHA MAapKETHHIOBUX MOJEIEH
BUJULSIIOTh KiIbKa MIAXOMIB, $Ki JO3BOJISAIOTH MIJABHIIUTH TOYHICTh 1 €(QEeKTUBHICTH
KOMYHIKAIli} 13 IIJIbOBOIO ayauTopiero. 3okpema, ABM nependayae TapreTHHT HE HA MaCOBHI
PUHOK, a Ha KOHKPETHI KOMIIaHii Ta KJIIOYOBI poOJl B HHX, L0 Ja€ 3MOry OynyBaTu
NEepCOHANI30BaHl cTpaTerii B3aeMojili 3 ocobamu, siKi MpHUiiMaroTh pimieHHS. KoHTeHTHO-
OpIEHTOBaHMH TapreTUHT 0a3yeThcs HAa BUKOPHCTaHHI €KCIIEPTHOTO KOHTEHTY SIK OCHOBHOTO
HOCISI MeCeIKy, 3a0e3Meuyroun TuOoKe 3amyueHHs i popMyBaHHS JOBIpH cepes ayaIuTopii.
OmHikaHaNbHICTh Nepeadavae iHTerpamito pisHUX kaHaiiB — LinkedIn, SEO, emeiin-
MapKETUHTY Ta KOHTEKCTHOI peKJIaMy — JJs TiATpUMaHHS Oe3MepepBHOTO KOHTAKTy 3
MOTEHIIWHUMH KJIIEHTAaMH Ha BCIX eTamax BOpoHKH mpopaxis. [liaxin «data-driven iteration»
HOJISITa€ Yy NOCTIHHOMY KOPUT'YBaHHI TapreTHHT-NIapaMeTpiB Ha OCHOBI aHAJIITUYHUX JaHUX Ta
peKOMeHIallii MITYYHOTO 1HTENEKTY, 1110 3a0e3neuye ONTUMI3alLlil0 Pe3yIbTaTiB.

Pe3ynbraTi 1OCTIKEHHS CBIAYATh, 10 CyYyacHa €KOCUCTEMA MTPUKIIaJHUX IHCTPYMEHTIB
1 TexHonori juisi B2B-cermeHranii Ta nepcoHasizamii MocTynoBO TpaHCHOPMYEThCsS y OIK
rTMOOKOI 1HTerpallii JaHuX, aHATITUKY Ta ITy4Horo inrenekty. CRM-cucreMu BifirpaioTh pojb
06azoBoro smpa 1udpoBoi 1HGPACTPYKTYpH, 3a0e3Meuylouyd CHUCTEMHE HaKOIMMYCHHS
¢dipmorpadiuHMX 1 MOBEIIHKOBUX JaHHWX, HA OCHOBI SKUX (OpPMyeTbCs peJeBaHTHA
CerMEeHTalllsl KJIIEHTIB 1 IEpCOHANI30BaHi clieHapii komyHikailiil. Bonnouac ABM-mnatgopmu
YTBEPKYIOTbCS K KJIIOUOBI TEXHOJOTII CTpATEeriuHOro TapreTHHIy Ha PiBHI KOMIIaHil, 110
JI03BOJIIE€ TEPENTH BiJl MAaCOBOTO MApKETHHTY /10 TOYKOBOI'O BIUIMBY Ha pillIeHHS 0Ci0, fKi
BU3HAYAIOTh 3aKyMiBeNbHI MpiopuTeTH. PO3BUTOK aNropUTMiB IITYYHOTO IHTEJNEKTY Ta
AQHAIITUKY 3HAYHO M1JIBULIY€ TOYHICTD 1 onepaTuBHICTh B2B-cermenraliii: MalimHHe HaBYaHHS
BUKOPUCTOBYETHCS JIJIsl CKOPUHTY JIiJIiB, IPOTHO3YBaHHS JOBIOTEPMIHOBOI I[IHHOCTI KJIIEHTIB 1
JUHAMIYHOro (opMyBaHHS KOHTeHTYy. Takuil miAXiJ He JuIle MiJBUILY€E pPIBEHb
nepcoHatizalii, a i CIpusie 3HWKEHHIO BUTPAT Ha 3aJly4eHHs KII€HTIB, IO Ma€e OCOOJIMBE
3HAYCHHsI I YKPAaiHCBKHX IMMANPUEMCTB Y YMOBAaX BOEHHHX OOMEXKEHUX OIOKETIB.
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[Tornubnena cermeHTallisi B eMeI-MapKeTHHTY Ta BUKopucTanHs CDP-pimens 3a0e3neuyoTs
CHHXPOHI3AIlII0 JTaHMX MDK KaHaJIaMH, CTBOPIOIOYHM €JIWHUA KIEHTCHKHM mpodiip i
iABHIYIOUN PEJICBAHTHICTh KOMYHIKAIH y MeXax JoBrorpuBanux B2B-nukiis. Beaxkaemo,
o aktuBHe BuKopucTanHs LinkedIn Ads Ta Google Ads 3acBiquye TeHICHIIIIO 10 ONTHUMI3arlii
peKJIaMHUX 1HBECTHIIIM Yyepe3 TOYHE BU3HAUCHHS NMpodeciiHuX ayauTopii 1 pOKyc Ha SKOCTI
KOHBEPCI, a He JIMIIIE iX KITLKOCTI.

Y3araJibpHIOI0YH, MOKHA KOHCTAaTyBaTH, 10 epekTuBHA B2B-cermeHralis ChOro/IHi €
pesynbTaToMm cuHeprii mixk CRM, ABM, CDP i Illl-rexHonoriamu. Ii cTpaTeriuna miHzicTh
MoJISATae 'y 3AaTHOCTI (opMmyBaTu TIUOOKI, JaHUMH KEpOBaHI BIJHOCHHU MiX Oi3Hecamw,
3a0€31evy0ud BHCOKY PEJIEBAHTHICTh KOMYHIKalllif, 3pOCTaHHS KOHBEPCIH 1 MiJBHUINCHHS
peHTA0CNBHOCTI MAapKETUHTOBHX  iHBeCcTHIId. OTke, eQeKTUBHA CEerMEHTAIis Ta
nepconainizanis y B2B cepenosumii rpyatryerbes Ha cuHeprii CRM 1 ABM-miardopm, -
aHAIITHKY, EMEHI-cerMeHTallii Ta npodeciiiHuX pexiiaMHuX Mepex, Hacammepen, LinkedIn.

[Toganpmri HayKoBi JOCHIIKEHHS CTOCYBAaTHMYTBHCS PO3POOJICHHIO METOAMYHOTO
miaxoay moao popMyBaHHS OMHIKaHAIBHUX MEPCOHATI30BAHUX CIEHAPIIB, 1€ KOXKEH KOHTAKT
3 KOPIOPAaTHBHUM KIIIEHTOM ITOBHHEH 0a3yBaTHCS Ha IHTETPOBaHMX MAaHUX 1 MPOTHO3HIN
AHAJTITHUIII.

Conclusions. In contemporary practices of applying marketing models, several
approaches are distinguished that enhance the accuracy and effectiveness of communication
with the target audience. In particular, Account-Based Marketing focuses not on the mass
market but on specific companies and key roles within them, which enables the development
of personalized strategies for interaction with decision-makers. Content-driven targeting is
based on the use of expert content as the primary carrier of the message, ensuring deep
engagement and the formation of trust among the audience. Omnichannel marketing involves
the integration of various channels — LinkedIn, SEO, email marketing, and contextual
advertising — to maintain continuous contact with potential clients at all stages of the sales
funnel. The data-driven iteration approach consists of the continuous adjustment of targeting
parameters based on analytical data and artificial intelligence recommendations, ensuring result
optimization and increased ROI.

The research results indicate that the modern ecosystem of applied tools and
technologies for B2B segmentation and personalization is gradually transforming toward
deep integration of data, analytics, and artificial intelligence. CRM systems serve as the
fundamental core of the digital infrastructure, ensuring systematic accumulation of
firmographic and behavioral data, on the basis of which relevant customer segmentation
and personalized communication scenarios are developed. At the same time, ABM
platforms are becoming established as key technologies for strategic targeting at the
company level, enabling a shift from mass marketing to pinpoint influence on the decision-
makers who determine purchasing priorities. The advancement of artificial intelligence and
analytics algorithms significantly enhances the accuracy and responsiveness of B2B
segmentation: machine learning is used for lead scoring, predicting customer lifetime value,
and dynamically generating content. This approach not only increases the level of
personalization but also contributes to reducing customer acquisition costs, which is
particularly important for Ukrainian enterprises operating under wartime conditions with
limited budgets.

Advanced segmentation in email marketing and the use of CDP solutions ensure
synchronization of data across channels, creating a unified customer profile and improving the
relevance of communications within long-term B2B cycles. We argue that the active use of
LinkedIn Ads and Google Ads demonstrates a trend toward the optimization of advertising
investments through precise identification of professional audiences and an emphasis on
conversion quality rather than mere quantity.
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In summary, it can be stated that effective B2B segmentation today is the result of
synergy between CRM, ABM, CDP, and Al technologies. Its strategic value lies in the ability
to build deep, data-driven relationships between businesses, ensuring high communication
relevance, increased conversion rates, and improved marketing investment profitability. Thus,
effective segmentation and personalization in the B2B environment are based on the synergy
of CRM and ABM platforms, Al analytics, email segmentation, and professional advertising
networks, primarily LinkedIn.

Further scientific research will focus on developing a methodological approach to the
formation of omnichannel personalized scenarios, where each contact with a corporate client
should be based on integrated data and predictive analytics.
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