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CraTps IIOCBAIICHA IIPOOAEME COBEPIIICHCTBOBAHUA B3AUMOACHCTBHA Ha phiHKaX  B2B-pernkm, Account-based mar-
«OnsHec AAsi OmsHeca» (OT aHTA. business-to-business, B2B). Ilyrem amaamsa an-  keting (ABM), Account-based ex-
TEPATYPBI IO MCCACAYEMOI IIPOOAEMATHKE aBTOPAMH BBIABACHA TCHACHIMA pas-  perience (ABX), Account-based en-
BUTHS YIIPABACHHA KAMCHTAMN Ha B2B-poiHkax B cTrOpoHY cosaanusa yHHKaAbHO-  gagement (ABE), ABM-mporpammsi,
IO OIBITA HA BCEM IIYTH B3AMMOACHCTBHA aKKAYHTA U KOMIAHHH. DTO CTPATETHA  MAPKETHHI, MAPKECTUHI B3AHMOACH-
OHM3HEC-MAPKETHHIA, HAIIPABACHHASA HA IIOHHMAHNE, BOBACICHUE U IPEAOCTABACHHCE  CTBHSA, MAPKCTHHIOBBIC KOMMYHUKA-
MHAHUBHAYAAH3HPOBAHHBIX YCAYT H KOHTEHTA IIEACBBIM akKayHTaM. CTpaTerus IpeA-  LHH, HHAUBHAYAAN3AIINA MAPKETHH-
ITOAATACT UCIIOAB30BAHUE MAPKETHHIOBBIX METOAOB AAfl BOBACUCHUSA BCEH OPIraHH-  IOBBIX KOMMYHHKAIIHE

3AIHH, OPHEHTHPYACh HA MHOKECTBO 3aMHTEPECOBAHHBIX CTOPOH B PAMKAX OAHOTO

ITOTEHIIMAABHOTO aKKayHTa. VICIIOAB30BaHIE KAPTHI IIYTEIIECTBUE aKKayHTa (OT aHTA.

Customer—account Journey Map, CJM) kak METOAMKH, IIPUMEHAEMOI B HACTOAIIEE

BpeMs Ha PBIHKAX «OHM3HEC AAfA ToTpebuTeas (OT aHrA. business-to-consumer, B2C),

0DOCHOBAHO, AAHBI peKOMeHAAIH 110 ee npumeHenuro Ha B2B. CJM nmossoaser

KOMIIAHUAM COTAACOBBIBATD CBOM OM3HEC-IIPOILIECCEl H PECYPCH € MOTPEOHOCTAMMU

AKKAyHTOB, oOeciieunsas OecriepebOMHYIO CAAKEHHYIO paboTy KoMaHAEL. Crcrema-

TH3HPOBAHBI HHCTPYMEHTHI BOBACYCHUS, HCIIOAB3YEMBIC B YIIPABACHIH B3AHMOACKH-

CTBHEM C aKKayHTaMH, c11ocoOcTByromue 3(dekTHBHOMY (DOPMUPOBAHUIO HX OIIbI-

Ta; BBIABACHEBI IIOKa3aTEAH 3P eKTHBHOCTH BOBACUEHUs. BHeAperne nuCTpyMeHTOB

BOBACYCHUS OOECIEUUBACT KPOCC-(DYHKINOHAABHYIO HHTEIPALIHIO, HEOOXOAUMYIO

AASL B3AUMOAEHCTBUSA ¢ DOACE KPYITHBIMU aKKAYHTAMH, OOCCIICUHBAS YBA3KY MapKe-

THHIA C IIPOAAKAME U ODcAyxuBaHHEM. OCOOOE BHIMAHNE B CTATHE YACACHO HH-

AUBUAYAAU3AIIIH B3AUMOACHCTBISA C AULIAME, IPHHUMAIOIIUMHI perieHns. AHAAN3

HCCACAOBAHUI TAKAKE ITO3BOAHA BBIABUTH OCOOCHHOCTH U TPEHABI HHAUBHAYAAN32-

LUK KOHTEHTA B PaMKax Iporpamm «MapKeTHHI KAIOUEBBIX 3aKa34HUKOB» (OT aHTA.

Account-based marketing, ABM).
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Abstract Keywords

The article is devoted to the problem of improving interaction in B2B markets. By ana-  B2B markets, Account-based marketing
lyzing the literature on the issues under study, the authors have identified a trend (ABM), Account-based experience
in the customer management development in B2B markets towards a unique expe- (ABX), Account-based engagement
rience creation along the entire path of interaction between an account and a com- (ABE), ABM programs, marketing,
pany. This is a business marketing strategy aimed at understanding, engaging and interaction marketing, marketing
providing customized services and content to target accounts. The strategy involves communications, individualization
using marketing techniques to engage the entire organization by targeting multiple of marketing communications
stakeholders within a single potential account. The use of CJM as a methodology

currently used in B2C markets has been justified and recommendations for its appli-

cation in B2B made. CJM allows companies to align their business processes and re-

sources with the needs of accounts, ensuring smooth teamwork. Engagement tools

used in account engagement management have been systematized, helping to effec-

tively shape the account experience; engagement performance metrics have been

identified. The engagement tools implementation provides the cross-functional in-

tegration needed to engage with larger accounts, alighing marketing with sales and

service. The article focuses on personalizing engagement with decision makers. The

research analysis also revealed the features and trends of content customization with-

in the ABM programs.
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BBEAEHUE

Tenaenruu poiaka mocae masaemun COVID-19, noaurudeckue HOTPACCHHUSA, SJKOHOMUYECKHE KPHU3HCHI
CO3AAAU CAOXKHYIO CHTYAIIHIO AAf MHOTHX KoMmiraHui. KoHrenus yupasaeHns KAneHTaMI «MapKeTHHT KATO-
YEBBIX 3aKa3YHKOB» (OT aHTA. Account-based marketing, ABM) Ha perakax «OnsHec ard OusHeca» (OT aHTA.
business-to-business, B2B), craprosasmras eme B 2003 r., cefigac ABAAETCA OAHOH H3 AKTYaABHBIX TEM.

ABM — 510 cTpaTernueckuii IOAXOA, KOTOPBIH (DOKYCHPYETCA HA TAPTETUHIEC HA KOHKPETHBIEC AKKAYHTEL (OT aHTA.
account — kaueHT Ha B2B-poinke), a He Ha OTA@ABHBIX IIOTEHIINAABHBIX KAHEHTAX. OHA IIO3BOAAET KOMITAHHAM HH-
AUBHAYAAU3IPOBATH CBOM MAPKETHHIOBBIE YCUAHA U aAAIITHPOBATH HX K YHUKAABHBIM IIOTPEOHOCTAM U HHTEPECAM
CBOHX ILIEAEBBIX aKKayHTOB. ABM MozkeT IIpuBecTH K H0ACE BBICOKHM IIOKA3ATEAAM KOHBEPCHH, YBEAUICHUIO YACP-
KAHHA aKKAYHTOB B OoAee 9(PDEKTUBHOMY HCIIOAB30OBAHUIO MAPKETHHIOBEIX PeCypcoB. KAIOUEBBIMH TAKTHKAME
AAfL yererrHoro BueApeHua ABM fBAAOTCA BBIABACHUE IIEHHBIX AKKAYHTOB, CO3AAHIE MHAUBHAYAAU3UPOBAHHOIO
KOHTEHTA U [TOCTPOCHHE IIPOUHBIX OTHOLICHHI . ABM-BAUSHIE IIPOAOAIKAET PACIPOCTPAHSITHCS; TOABASIOTCS HO-
BBIC TEXHOAOTHH 1 cTparernd. B uactHOCTH, BekTOp ypaBacHms Ha B2B-perHkax cmertaercs ot paspadotkn ABM-

HpOTPaMM K prQ.BACHI/HO OIIBITOM aKKayHTa Ha BCEM IIYyTH €ro BSQHMOACﬁCTBHH C KOMITAHHEH.

METOA010MMA UCCNEAOBAHUA

ABM ceftuac 3HaunTeAbHO pacrer: mouru 50 % Bcex mporpamm ABM HaxOAATCA HA CTAAHH PACIIHPEHUA HAK
BHEApeHHA. Bce OoAbIie OpraHu3aruil IpU3HAIOT IPEUMYIIECTBA HCIIOAB30BaHMsA ABM-rporpamm. Pakrmde-
CKH TPETh MAPKETOAOTOB, KOTOPBIEC HUKOTAA He OoAB30BaAnch ABM, nuBecrupoBaan B nee sriepssie B 2023 r.2

B ABM-1moaxoAe pedp HAET IPEKAE BCETO O 3aKAIOYEHHH HOBBIX CACAOK, 4 TAK/KE O COXPAHEHHUHU U PACIIH-
PEHUH CYITIECTBYIOIINX aKKAYHTOB. 05 %0 KOMITAHHH PACIITHPHAH CYIIIECTBYFOIINE AKKAYHTHI C IIOMOIIBIO CBO-
nx crpareruii Ha ocaose ABM B 2022 r.

BsanmoaefictBue Ha OCHOBE aKKayHTOB, Takxke ussecTHOE Kak ABX (or amra. Account-based experience —
VIIPABACHHUE OIIBITOM Ha OCHOBE AKKAYHTOB), — 9TO CTPATErHs OM3HEC-MAPKETHHTIA, HAIIPABACHHAA HA IIOHU-
MaHH€e, BOBACUECHHE H IIPEAOCTABACHHE HHAUBUAYAAHU3SHPOBAHHBIX YCAYI' H KOHTE€HTA KOHKPETHBIM aKKAYHTAM.
Mccaeposanue McKinsey mmokasano, aro 71 % morpeburescii 0KHAAIOT HHAUBUAYAAH3UPOBAHHOIO B3aUMO-
ACHCTBHA C KOMIAHUAMM, C KOTOPBIMU OHHU BEAYT Onsuec. 76 % morpeduTeAcii HEraTUBHO OIIEHUBAIOT OIIBIT
B3ANMOACHCTBIS, KOTAA HE TIOAYYAIOT HHAMBUAYAAU3HPOBAHHOIO OIIBITA, KOTOPOTO OHN OxunAaroT. Heobxo-
AHMIMO HCIIOAB30BATH MAPKETHHIOBBIE METOABI AAfl BOBACUEHHUSA BCEH OPraHHU3AIHMU, OPHEHTUPYACH HA MHOMKE-
CTBO 3aMHTEPECOBAHHBIX CTOPOH B PAMKAX OAHOTO ITOTCHIIHAABHOTO aKKAyHTA.

N3sydaennsie 3apyOeKHEIC HCTOYHUKH He (DOKYCHPYIOTCA HCKATOUnTeAbHO Ha ABX, HO mpeasararoT moaes-
HBIE HACH U CTPATEIHH AAS CO3AAHUSA IIPUBEPIKEHHOCTH AKKAYHTOB, 4 TAK/KE OIIUCBIBAIOT, KaK TexHoAorun ABM
MOLYT OBITh HCITOAB30BAHBI AASl HAPAIIINBAHIA IPUOBIAN IIYTEM CO3AAHUA MHAUBHAYAAHM3SHPOBAHHBIX KAMIIAHII
AASl KOHKPETHBIX aKKAYHTOB, U PACCMATPHUBAIOT OCOOEHHOCTH IIyTH aKKayHTa AAf crapTanos [1]. Cpean saek-
TPOHHBIX HCTOYHUKOB OOHAPYKEHBI MHOIOYHCACHHBIE (IIPAKTUYCCKIE PYKOBOACTBa» 110 ABM, BrATOUaroIIze
dparmenTapHyIO HHGOOPMAIIHIO 00 YAVUIICHUN B3AHMOACHCTBHA C IIEACBBIMI AKKAYHTAM.

B Poccniickoit Peaepariun HCCAEAOBAHHA B PACCMATPUBAEMON OOAACTH IPEACTABACHBI B OCHOBHOM MATEPH-
aAAMH KOHCAATHHIOBBIX 1 OOPa30BaTEeAbHBIX Kommanui (Hanpumep, ABM-expert, MAED, DM basis, Dotorg).

ABTOpaM HACTOSAIIIETO HCCACAOBAHISA HE YAAAOCH ODHAPYKUTH CAHHOIO ITIOAXOAQ K YIIPABACHHUIO OIIBITOM AKKAYH-
ToB Ha B2B-prirkax — Ao cux rrop e nouATHo, 3amenut Au ABX ABM nan e ABX saBaserca urcrpymenrom ABM.

Lleabro paboTHL ABAsIECTCA AeTaru3arud nHCTpyMeHTapus ABX, crcremarnsarnus HHCTPYMEHTOB BOBACYCHHA

OTPEOUTEACH B METOAOB €rO OICHKH, BBIABACHIE OCODCHHOCTEH NHAUBHAYAAH3AIINN KOHTCHTA B paMkax ABM.

PE3Y/IbTATblI UCCNEAOBAHUA

Kapra niyrermectsuit akkaynra (o1 anra. Customer-account Journey Map, CJM) — a1o BusyaAbHOE IIPEACTAaBAC-
HUE OIBITA AKKAYHTA Ha IPOTAKCHIN BCETO €TO B3ANMOACHCTBIA C KOMIIAHUCH nan OpeHAOM. B HEeM coaeprxnt-

Cs HOAPO6HI:II>‘I O630p TOYECK COHpI/IKOCHOBCHI/Iﬂ "u SMOHI/II‘/'I Ha Ka’KAOM 9TallC IIyTCIICCTBHUA OT HCpBOHa‘IQ.AI)HOI‘O

! MAD Data Agency. Pykosoactso 110 Account Based Marketing #a 2022 roa. Pexmn aoctyma: https://maddata.agency/blog/rukovodstvo-po-account-based-
marketing-na-2022-god (aara obpammens 01.12.2023).

*Chang J. 15 Best Demand Generation Practices and Strategy in 2023. Pesxnm aoctyma: https://financesonline.com/best-demand-generation-practices-and-
strategy/ (aata obparmenus 01.12.2023).

*Sela R. An Account-Based Experience that Wows Customers. Pesxiv aoctyma: https:/ /www.ronsela.com/account-based-experience/ (sara obparmerms: 01.12.2023).

117



Becnmun ynusepcumema Ne 2/ 2024

kOHTAKTa. COCTABAAA IIyTh AKKAYHTA, KOMIIAHHH MOTYT OIIPEACAHTH DOAEBBIC TOYKH, BO3MOKHOCTH AAfl YAYY-
IIICHUA B3ANMOACHCTBIA, 4 TAK/KE HACHTH(DUITMPOBATh BAUSHIC MH(AOPMAIIMH KOHKYPEHTOB HA Pa3HBIX 9Ta-
max. CJM momoraer KOMITAHUAM IIOHATH IHOTPEOHOCTH H IIPEAIIOYTEHHA AKKAYHTOB, YTO IIO3BOAHT COOTBET-
CTBYIOIIHM OOPAa3sOM aAAIITHPOBATH IIPOAYKTBL, BEIABUTD U YCTPAHUTD AIOOBIC IIPOOEABI HAM HECOOTBETCTBHA.

CJM mO3BOAfIET KOMIIAHMAM COTAACOBBIBATH CBOM OH3HEC-IIPOIIECCHI M PECYPCHI C HOTPEOHOCTAME aAKKAYHTOB,
obecreunBas OecrIepeOOHHYIO CAAKEHHYIO PabOTY KOMAHABL DTO CIIOCOOCTBYET PA3BUTHIO YyBCTBA COIIPUYACTHOCTH:
KQKABIH COTPYAHHK KOMITAHUU OYACT 3HATD, 9TO HEOOXOAHMO AAfl OOECIIEYCHHUA TOTO OIIBITA, KOTOPOIO OMKHUAAIOT
kAneHThL Bee a10 crtocoberByer popMupoBanmio BHYTpIHPMEHHON KYABTYPBI, OPUECHTHPOBAHHON HAa KAMCHTOB.

CJM yxe AaBHO aKTHBHO IIPAKTHKYETCA Ha PBIHKE «OU3HEC AAf TOTpebuTeAs» (OT aHrA. business-to-consumer,
B2C). Oramaus CJM ma B2B- u B2C-pbIHKax 3aKAIOYAIOTCA B CHEIMH(UKE B3ANMOACHCTBUA U TOTPEOHOCTAX
kamenTos. Ha B2B-prrakax:

1) mpoiiecc HpuHATHA PEIICHUEH OOBIYHO 3aHHMAET OOABIIE BPEMEHH U ABAACTCA DOAEE CAOKHBIM, I1O-
CKOABKY B HEM yY4aCTBYIOT HECKOABKO 3aHHTEPECOBAHHBIX CTOPOH;

2) OOBIYHO YYaCTBYIOT PA3ANYHBIC OTACABI BHYTPH KOMIIAHHUH, B cBA3K ¢ YeM CJM AOAKHA yIUTHIBATH MHC-
HHE U IOTPEOHOCTH KAKAOIO VIACTHHKA B IPHHATUN PEIICHUSA, 4 TAK/KE B3AMMOACHCTBIE MEKAY HUMU;

3) Ha OpHHATHE PELICHNA BAUAIOT OOACE PALIHOHAABHBIC I OOOCHOBAHHEIC (DAKTOPHI, TAKHE KAK ITOTCHIIN-
AABHAA OTAQYA OT MHBCCTHIINN, TEXHUYCCKUE CHEITU(UKAIINN, CTAOMABHOCTD IIOCTABIIIMKA M HHTETPAITHA C CY-
IIECTBYIOIIUMU CHCTEMAMU;

4) B2B-mpOAyKTEL B yCAYTH OOBIYHO OOACE CAOMKHBI U CIEIHAANSHUPOBAHBI, 4eM B2C-IIpOAYKTEL, IT03TOMY
CJM ma B2B-prrake tpebyer 60Aee rAyOOKOro moHuMaHUA (DYHKIIHMH, TEXHIYCCKAX ACIICKTOB, TEXHIYECCKON
IIOAAEPIKKI B B3AUMOACHCTBHA C KALEHTOM;

5) OTHOILCHUA MEKAY ITOCTABIIUKAMHI U IIOKYIIATCAAMH OOBIYHO ABAAIOTCH AOArocpounbiMu, 1 CJM ua B2B-
PBIHKE AOAKHA YYHUTHIBATH 9TOT ACICEKT M (DOKYCHPOBATHCA HA COBAAHIH H IIOAACP/KAHIH AOBEPHSA, YAOBACT-
BOPEHHOCTH U AOAABHOCTU KAHEHTOB HA IPOTAKEHHH BCEIO IIyTH.

KapTer KAMEHTCKOTO IIyTH HE ABAAIOTCH AUHCHHBIMU. [1yTh PEAKO OBIBACT IIPAMBIM, HO OH BCETAA HAIIPABACH.

CJM aast amr, npuanmaromux perrenns (Aasee — AIIP), 0ObI9HO cOCTONT U3 CACAYIOIINX 3TAITOB!

1) Orkperrue (Awareness) — OH3HEC-KAHEHT ITOAyYaeT HH(OPMALIMIO O KOMIIAHUH H €€ IPEAAOKEHHUAX
(rouck B cetn «VHTEpHET», PEKOMEHAALIIH, PEKAAMHBIC KAMIIAHHH U T. A.)}

2) Mccaeaosanue (Research) — moaApoOHOE nccaeAOBaHEE IPEAAOKEHIH, CPABHECHIE HX C KOHKYPEHTAMI,
HM3yYEHUE OT3BIBOB U PEHTHHIOB (OHAAHH-MCCACAOBAHNSA, YTEHUE OT3BIBOB, IIOCEIICHUIE CAHTA U Ap.);

3) Bebop (Decision) — mpusATHE pELICHUA O ITOKYIIKE, AHAAU3 IICHBI, YCAOBHI, AOTOBOPA M BO3MOMKHO-
CTH AASfl IIEPETOBOPOB;

4) Ilpuobperenne (Purchase) — opopmaeHHE COTPYAHHUECTBA; HEOOXOAUMOCTD OOECIIEYCHHUA TAAAKON
1 yAOOHOI IPOIIEAYPBI ODOPMACHHS;

5) Breapenme (Implementation) — mmporrecc BHEAPEHUA PEIICHHUI HAH YCAYT B CBOIO KOMITAHIIO; ODECIIE-
YEHUE ITOAACPIKKY;

6) IToaaepxka (Support) — obecreueHne TOAACPKKIA KAHCHTA (TEXHUYECKAS ITIOAACPIKKA, ODyUIeHHE, KOH-
CYABTAITUN);

7) Bsammoaerictsme (Interaction) — AaAbHEHTITEE B3AUMOAEHCTBIE KOMITAHUN C AaKKAYHTOM (MAPKETHHTOBBIE
AKTUBHOCTH, OOHOBACHUS IIPOAYKTA, IIEPHOAHMIECCKUE OTHYCTHL U T. A.).

Kaxaas kommanus Moxer HacTpouTh 1 apantuposats CJM moa cBou cobcrBeHHbBIC HYKABL Kaaccmaeckas
BOPOHKA IIPOAQK AABHO 9BOAIOLIMOHHPOBAAA B MOAECAD MHOTOKAHAABHOTIO B3aUMOAEHCTBUA. MHOMXKECTBO KOH-
TAKTOB AASl OAHOTO aKKAVHTA ITOABAAIOTCA U HCYE3AIOT B PE3YABTATE HEAMHEHHOIO PasHOOOpPA3HA OHAAIH-
1 o(bAAIH-B3aUMOAEHCTBHA. AAaHHBIE HIPAFOT PEIIAIOIIYIO POAb B AOCTIKEHHH YCIIEIITHOTO PE3YABTATA: AHAAM3A
U MOAEAHPOBAHUSA YCIICIIHBIX IPAKTUK B3aHMOACHCTBHA, KOTOPHIE IIO3BOAAT BBIABUTH MACAABHBIC IIEPCIIECKTHB-
HBIC TAKTUKI; OIIPEACACHUA PEACBAHTHOIO OHAANH-KOHTEHTA; OIPEACACHUA BPEMEHHU H MECTAa OECEA BIKUBYIO
(KOTAQ M TAE AKKAYHTBHI 3aXOTAT ITOODOINATHCA); N3MEpeHUA 9(OPEKTUBHOCTH YCHANIN ITO IIPOAQKAM 1 PEHTAOCAD-
HOCTb MApKETUHIOBEIX umHBecTuni. Ha ceroansamunii Aoeap CJM — 5TO TIIATEABHO pa3pabOTaHHBII IIPOEKT,
OPHEHTUPOBAHHBII Ha KAHCHTA, IIOAKPCIIACHHBIH KA9€CTBEHHBIMU AAHHBIMH.

AamHBIC ABTOPUTETHBIX HCCACAOBAHIH B cchepe B2B u AokaabHEIC AAHHBIC ITOMOTYT HOHATH IPOQPHUAD HAC-
aapHOrO KAmeHTa (0T aHrA. Ideal Customer Profile, ICP) u mepcriekTuBEl COTPYAHHYECTBA, 4 TAKXKE MOIYT OBITH

HCIIOAB30OBAaHBI KOMaHAAMH MapKCTI/IHFa nu npoAaxc AAA HAaHI/IpOBaHI/IH.

118



DrKoromura: npobaessi, penterius u nepenexmnnes:

Haamdane akTyaAbHBIX AAHHBIX O AHIIAX, IPUHHMATOIINX PEILICHHA, X AUIIAX, BAHAIOIINX HA IIPHHATHAC PEILICHUA
(ranee — ABP), sBasiercs karodesbim pakropom ABX. bes AaHHBIX HET BOZMOKHOCTH IIO-HACTOSIIIEMY ITOHATD aKKa-
VHTOB HAH TO, 910 uMH ABrker. Mudopmanmsa o AITP momoraer orpeAeAnTs, Ha KAKHUX IIPEACTABUTEACH aKKayHTa
CACAYET OPHEHTHPOBATHCA, BEIACASACT CUTHAABL O HAMEPECHUSAX, BBIABAACT OOAEBBIC TOYKH KAHEHTOB K CLIOCOOCTBY-
€T B3AUMOACHCTBHIO HA DOAeE TAYDOKOM ypoBHE. BoAbIIIOE 3HAUCHIE TPHOOPETAET KOHCOANANPOBAHHAA HHAOP-
MAIUA O BAHATEABHBIX AHIIAX KOMIIAHUN: UMEHA, ACMOIpapudecKue AAHHEIE U IIOBEACHUIECKIE YEPTHI HA KAKAOM
srarre B3anMoAeHcTus. Ha OCHOBe 9THX AAHHBIX B COBOKYIIHOCTH C OTPACAEBBIMH TEHACHIIIAME, 9KOHOMHYECKH-
MH U COLHAABHBIME (PAKTOPAMH €CTh BO3MOMKHOCTD HACTPOUTH KOHTEHT, OIIPEACANTD KAHAABIL, CKOOPAHHHPOBATH
CTPATETHIO B3anMOAEHCTBIA AAf Kazkaoro AITP Ha kazKAOM 9TaIIe B3AMMOAEHCTBUA KAKAOTO oTara [1].

AaHHBIE O B3AHMOACHCTBAN MOIYT CBIIPATH PEIIAFOIIYIO POAD B YTOYHEHHH YK€ IMEIOIIECHCH COOPAHHOM HH-
dopmarnIH 1 IOMOYb OTACAAM MAPKCTIHIA, IIPOAAK U OOCAYKIBAHUSA KAUCHTOB TAYO/KE Pa300PATHCA B MOACAAX
IIOBEACHHA KAHECHTOB U Pa3padoTaTh DOACE HHAUBUAYAAH3UPOBAHHBIC COOOIIEHUSA 110 KOHKPETHBIM KAHAAAM.

OueBHAHBL 3HAYCHHE TAAT(OPM AASL COOPA AAHHBIX O HAMEPEHHAX U HCIIOAB30BAHIE AAHHBIX O ITEPBBIX AHIIAX,
xpansmuxca B CRM. ITaardopmMer HAMEPEHUI 9ACTO UCIOAB3YIOTCA B KOHTEKCTE AHAKUTAA-MAPKETHHIA H PEKAA-
MBI [2]. D1i mAaTOPMBI IIPEAHA3SHAYEHBI AAA COOPA H AHAAM3A AAHHBIX O HAMEPCHHUAX TAABHBIX AHII AKKAYHTOB,
YTOOBI ITOHATD, KAKHE IIPOAYKTBI HAH YCAYTH OHH 3aXOTAT IIPHOOpPeCcTH B GYAYILIEM, B KAKOM COCTOSIHIN OHH HAXO-
AATCA B BOPOHKE IIPOAQAK M KAKOH KOHTEHT OYAET AAA HUX HAHOOAEE YMECTEH. DTO IO3BOAAET HAAAAUTH MHAUBU-
AYAAH3HPOBAHHYIO KOMMYHHKAIIHIO 1 YCTAHOBUTH DOACE TAYOOKHE AOBEPHTEABHBIEC OTHOILIECHUSA C akKayHTaMH [3].

Xopomro paspaboranssiii CJM — 3TO BO3ZMOKHOCTbD AOHECTH LIEHHOCTD IIPOAYKTOB M YCAYT AO ILIEAEBOTO
PBIHKA B AOOHTLCA yCIIeXa AAA KOMITAHUM M aKKayHTOB. B IIpoIiecce MOKyIIKH 3aA€HCTBOBAHO OOBIMHO MHOKE-
crBO BAmATeABHBIX AuLl (AIIP 1 ABP), n omu rparst Bpems kak OHAANH, Tak u O AaiH, IT00B 0OOOCHOBATDH
cBoM perreHusA. Bam)HO TOHHUMATD, KAK AYMAIOT AKKAYHTEl H YTO BAHACT HA HUX B IIPOIECCE IPUHATHA PEIIIe-
HUA, KTO, KaK, KOTAA ¥ TA€ B3AUMOAEHCTBYET C BAUATEABHBIMH AHIIAMU. TAKOI ITOAXOA IO3BOASIET KOMIIAHHUAM
TECHO KOOPAHHHPOBATH CBOM MAPKETUHIOBBIE YCUAUA U IPOAAKH, CIIOCOOCTBYA 9 (PEKTUBHOMY COTPYAHHYE-
CTBY M KOMMYHHKALINY BHYTPH KOMITAHUL.

Ompoc 20 pyKOBOAHTEACH POCCHICKHX KOMITAHUM, IIPOBEACHHBIN aBTOPAMU B PAMKAX HACTOSIIIEIO HCCACAO-
BaHHA, IIOKA3aA, 9TO 13 10 KOMIIAHHIH, MCIIOAB3YIOIINX COBPEMEHHBIE MAPKETUHIOBBIC TEXHOAOTUH YIIPABACHIA
kauerTamu Ha B2B, Hu oana He nermoapsyer CJM, cauras 9TOT METOA ITOAXOAAIINM AHIIb AAT B2C-porakos [4].

Oannm u3 apenmytects CJM ma B2B Takke saBasercs popmupopanme HoAee BBICOKOH BOBACUCHHOCTI AKKa-
VHTOB, 9TO B KOHEYHOM CUCTE BEACT K AYUIIIHM OH3HEC-pe3yAbTaTaM. BOBACUEHNE aKKAYHTA — OTIIPABHAA TOYKA
AAS crrerinaAucToB 1o ABM. VanTeiBas AANTEABHBIC IIMKABI IIPOAAK H BPeMs, HCOOXOAUMOE AAf HAPAITHBAHUS
BosmozkHOCTeH ABM, BoBACUEeHHOCTD ABAAETCA IOKa3zaTeAeM sdppexTuBHOCTH Tapretuara u ABM-porpamm
B rreaoM. Boston Consulting Group ncroassyer aad ob6o3HadeHHsA 3TON crpateruu TepmuH Account-based
Engagement (ABE) n oTMedaer B CBOeM HCCACAOBAHNM, 9TO AAHHBIA ITOAXOA OOAce 9(P(DEKTUBHO OTparKaeT
TpeOOBaHNA U KOOPAMHAIIHIO, HEOOXOAUMBIE AASl OOECIIEYEHHA IIEPCOHAAN3HPOBAHHOIO M HHTEIPUPOBAHHOTO
OOCAYIKHBAHNA OU3HEC-KAHECHTOB AO U IIOCAE IIPOAAKH. DTO 0DECHEIHBAET KPOCC-(DYHKIIMOHAABHYIO HHTET-
PALIHIO, HYKHYIO AAfl B3AUMOACHCTBHSA C OOAEE KPYITHBIMU AKKAYHTAMH, CMEIIACT AKIICHT HA YBA3KY MAPKCTHH-
ra ¢ npoaaxamu n obcayxkmbanneM. [lo aamaeivm Altera Group, cpean MapkeToAOros, ucmoAssyromux ABE,
97 % moayunAu 60Aee BBICOKYIO OTAAYY OT HHBECTHIHH, 72 % coobmuAn 00 yBeAUYECHHH AOXOAOB, 92 % pe-
CIIOHACHTOB OTMETHAH IOAOKHUTEABHOE BAUSHUE HA BOBACICHHOCTD aKKayHTOB' [6].

B Taba. 1 mpeacTraBACHBI OCHOBHBIC BHABI BOBACYCHUA aKKayHTOB Ha B2B-porakax. KomOnHanus sTux Bu-
AOB BOBACYECHHSA MOKET OBITh 9((PEKTHBHON AAA CO3AAHUA AOATOCPOYHBIX H OOAECE PE3YABTATHBHBIX OTHO-
IIEHUN C KAMEHTAMH.

Bosaeuennocts onuceBaeT CBA3L KAHEHTA C OPEHAOM. boaee Bbicokas crelieHb BOBACYEHHOCTH O3HAYAET
boaee TAYDOKYIO IIPHBEPIKEHHOCTD: DOABIIIE SMOLINIM, OOABIIIE CBA3CH, OOABIIE akTUBHOCTH. OOBEAHHAA BCE ITU
ACHCTBHSA, MOKHO HCIIOAB30BATH BPEMsA ITOKA3aTEAEM BOBAcUeHHOCTH. Hanpumep, oAHA MHHYTA — IIOCEIIICHHUE
BCO-CTPAHUIIBI; ABE MHHYTBI — OTBET IO 3ACKTPOHHOI moure; 10 munyT — 3arpyska xonrenrta; 30 MHHYT — ITO-
cemenne Bebunapa; 30 MuHyT — coBemanue o npoAaxam; 120 MuHyT — mocemenue yxuna’. OrcacKuBas

MITHYTBI BSaI/IMOAef/'ICTBI/IH, KOTOprC IICACBBIC AKKAYHTDBI IIPOBOAAT C HpCACTaBI/ITeAHMI/I KOMITAHHUH-IIOCTABIITHNKA,

* BCG. Moving Beyond ABM to Account-Based Engagement. Pexxum aocryma: https:/ /www.bcg.com/publications/2020/ from-abm-to-account-based-
engagement (aata oopamenus: 01.12.2023).

> Demandbase. The Definitive Guide to Smarter GTM™ with Account Intelligence and ABM/ABX. Pesum pocryma: https://www.demandbase.com/wp-
content/uploads/Demandbase-unspam-your-brand-web-2022.pdf (aara obpamenns: 01.12.2023).

119



Becnmun ynusepcumema Ne 2/ 2024

%8 KOM6I/IHI/IpyH TN BSaI/IMOAef/‘ICTBI/IH Ha THAUBHUAYAABHOM y'pOBHC AKKAyHTa, MOKHO IIOAYYIHTH XOpOLHYIO OCHO-

BY AAA BSaHMOACﬁCTBHH.

Tatauya 1
Buasr BoBaeueHua kaneHToB Ha B2B-prerakax

Buapi/Ilean

BOBACYCHUA

HHCTpyMEHTEI BOBACUYEHHUA

Koramrusaoe BoBAedeHnne

Co3AaHME MAKCUMAABHOM KAH-
E€HTCKOM LIEHHOCTU C UCIIOAb-
30BAHHEM MHTEAACKTYAABHOTO

IIOTCHIMAAA AKKAYHTA

— nHQOPMALMOHHBIC MATCPHAABL, TAKHE Kak OeAble KHUTH («white papersy), nccaeaoBa-
HUSA, CTATBH ¥ OAOTH, KOTOPBIE IIPEAOCTABAAIOT IICHHYIO HH(OPMAIIHIO AAS KAUCHTOB;
— OpraHusaius BEOHHAPOB M OOYYAIOININX MEPOIPHATHN IO3BOAACT KOMMYHHIIIPO-
BATH C KAMCHTAMH U IIPEAOCTABAATH UM aKTYaABHbIC 3HAHIA,

— KOHCYABTHPOBAHHE KAHCHTOB: IIPEAOCTABACHIE KOHCYABTAIIUI M SKCIIEPTHOE MHE-
HHUE KAHEHTAM 110 UX KOHKPETHBIM IPOOAEMAM U 3aAa9AM MOKET IIOMOYb CO3AATH DOAB-
IIYIO LIEHHOCTB;

— IEPCOHAAM3HPOBAHHBIC PEKOMCHAALINN;

— IOAAEPIKKA 3HAHMN M 9acTO 3aAaBaembie Borpocs (FAQ)

9MOL[PIOH9.AI)HO€ BOBACYCHUC

Co3spaHne SMOITMOHAABHOIT CBfI-
31 1 AOSIABHOCTU aKKayHTOB, I10-
SUTUBHOIO OITHITA B3AMMOACHCT-
BUSI; 4yBCTBA IIPHHAAACKHOCTH
U OKUAAHUA ITO3UTUBHBIX 3MO-
Ui OT COTPYAHHYECTBA, AOBE-

PHA M IPUBA3AHHOCTH K OPEHAY

— ApyxeArobHOE U ITOAC3HOE OOCAYKHUBAHUE KAHCHTOB;

— OpicTpoe u yAODHOE OPOPMAECHIE 3aKA30B;

— TAPAHTHPOBAHHOE KAYECTBO IPOAYKTOB HAN YCAYT;

- HPOABI/I)KCHI/IC HCHHOCTCfI U MUCCHUH KOMITAHHWM

— BHEAPCHHE IIPOIPAMM BO3HAIPAKACHUS, KOTOPHIE ITOAOKUTEABHO BO3ZACHCTBYET
HA 9MOLINN KAUEHTOB (IIPEAOCTABACHUE 9KCKAIO3UBHBIX CKHAOK, ITOAAPKOB, GOHYCOB
VAW IIPUIAAILICHUN Ha CICLUAABHBIEC MEPOIIPUATHA AAL AOAABHBIX KAUCHTOB);

— HCIIOAB30BAHICE UCTOPUI YCIIEXa KAHCHTOB;

— YydJacTue B 6AaI‘OTBOpI/IT€AI:-HOCTI/I U COITMAABHOM OTBETCTBECHHOCTU

ConmaAbHOE BOBACYCHUE

Co3AaHHME AaKTUBHOIO B3aMMO-
AeﬁCTBHH 154 y‘IaCTHﬂ KAUCHTOB
B IIPOABIKCHIH DPeHAR, 0Opart-
HOII CBS3M, CO3AAHUA COOOIIIE-
CTBA U IPHU3HAHUA; YKPEIIAC-
HHC OTHOIICHHH, YAYIIICHUC
OOPATHOIT CBA3M AASl AAABHEI-

IIero pasBuUTHA

— QOpyMBI 1 OOCYKACHHA: CO3AAHUE OHAANH-POPYMa HAK TIAATPOPMBI OOCYKACHIIN,
TA€ KAFEHTBI MOTYT ACAUTBCA CBOUMHE HACAMH, 3aAABATH BOIIPOCH M ACAUTHCA OITBITOM;
— COIMAABHBIC MEAMA: AKTHBHOE HMCIIOAB30BAHHE ITAAT(POPM COITHMAABHBIX CETCH AASA
B3AMMOACHCTBHA C AKKAYHTAMI; KOMITAHHA MOKET IIPOBOAUTDH OIIPOCHL, 3aAABATH BOIIPO-
CBI, IIPEAOCTABAATD ITOAE3HBIC HH(OPMAIIHOHHbBIC PECYPCH M OTBEYATh HA KOMMECHTA-
pUI 1 OOPATHYIO CBS3b KAUCHTOB;

— BeOMHAPBI M OHAAHH-IIPE3CHTAIINN: OPraAHNU3AINA BEOUHAPOB, CEMUHAPOB U OHAAMH-
IIPE3EHTAIINI AAf KAHECHTOB, B KOTOPBIX OHH MOTYT 33AaBATh BOIIPOCHI, ACAHTHCA CBO-
VM MHECHHEM W YIACTBOBATH B ACKYCCHAX; TAKHE MEPOIIPUATHA MOIYT CTATh IAAT(OP-
MO AAf OOMEHA 3HAHHAMH 1 OITBITOM MEKAY KOMIIAHHCH 1 KAMCHTAM.

— IAapTHEPCKHUE IIPOrPAMMEI: COBMECTHBIC AKIINM, COBMECTHAS PEKAAMA HAK OOpa3oBa-
TEABHBIE IIPOIPAMMBI — IIOYYBCTBOBATH IIPUYACTHOCTD K YCIIEXY KOMIIAHIH;

— KAHMCHTCKHC HCCACAOBAHHSA: IIPOBEACHIE KAHCHTCKHX OIPOCOB, HCCACAOBAHHI
¥ OOPATHOM CBA3M AAA COOPA MHEHHI, IIPEAAOKEHUIN 1 ITOTPEOHOCTEH KANEHTOB; pe-
3YABTATBI MOTYT IIPUMEHATHCHA AAA YAYUIICHNA IIPOAYKTOB, YCAYT M IIPOIIECCOB KOMITA-

HHU, 9TO ACMOHCTppreT KAMCHTAM HX Ba*KHOCTb M BOBACYCHHOCTDH
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DrKoromura: npobaessi, penterius u nepenexmnnes:

Oxonuarue maba. 1

Buasr/Ilean

BOBACYCHUA

HucrpymMeHTHI BOBACUECHUA

Pusndeckoe BOBACYCHUE

VcranoBaeHne OoAee Ipod-
HBIX CBHSCﬁ, YAYYIIICHUC BIIC-
YaTACHHUA U OIIbITa, CO3AAHUEC
CETH COTPYAHHYIECTBA U ITOBBI-

IIIEHHE Y3HABACMOCTH 6pCHAa

— OTPACAEBBIC TOPrOBBIC BBICTABKH H KOH(EPEHIIUU: BO3MOKHOCTD IIPOACMOHCTPH-
POBATH CBOU IIPOAYKTEI, YCAYTH M 3KCIIEPTH3Y, BO3MOKHOCTD AASl IIPSAMOTO (prsmde-
CKOT'O B3aHMOACHCTBUS C KAMCHTAMH, OOMeHA HH(POPMALIUCH U YCTAHOBACHHS CBA3CH;
— cospaHne PU3HYIECKIX MOACACH HAHM IPOTOTHIIOB IIPOAYKTOB, YTO ITO3BOAAET KAH-
exraM OOACe HATASAHO O3HAKOMHTBCA C BOSMOMKHOCTAMH H OCODCHHOCTAME IIPOAYK-
T4 MAHM YCAYTH KOMITAHHH;

— CEMUHAPBI U TPCHUHIH AAA KAHCHTOB: OPIaHH3AIINA CEMHHAPOB, TPECHUHIOB, yueO-
HEIX KYPCOB MAH MACTEP-KAACCOB AAfl KAHCHTOB, TAC OHH MOIYT Ha IIPAKTHKC U3y9aTb
IIPOAYKTEL HAH YCAYTH KOMITAHEL;

— IIOCCIICHNE KAUCHTOB Ha MECTAaX: AHYHOE IIOCCIICHNIE KAUCHTOB Ha MX IIPCAIIPHS-
THAX UAM OPHCAX AAA OOCYKACHIA OTPEOHOCTEMN, IIPOOAEM U BOZMOKHOCTEH COTPYA-
HUYECTBA IIOMOTAET AYHIIE IOHATH OCOOCHHOCTH M 3AIPOCH KAHECHTA, 4 TAKAKE yCTAHO-
BUTH AOBEPHE H IIPOYHBIC CBS3H;

— KOPIIOPATHBHBIC MCPOILPHATHSA H CCTEBBIC BCTPCUH: IIPUEMBI, KOH(ECPECHIIUH, IaAd-
BeUepa MAM OM3HEC-AAHYH, TAC KAHMCHTEL H IIAPTHEPBI MOIYT BCTPETUTHCS C IIPEACTABH-
TEASME KOMITAHHH, OOCYAUTH ACAOBBIC BOIIPOCHL M YKPEIIUTH OTHOIIICHIS;

— HedopMaAbHBIC AWYHBIEC BCTpeun reHepasbHoro aupekropa (CEO) B 6oyaunre,
Ha KOPTE, TOAB(-TIOAC 1 T.A. — (POPMHPOBAHIE OOIIHOCTH HHTEPECOB;

— once-a-life-experience aas CEO

PuHaHCOBOE BOBACUCHIE

Vcranosaenue AOATOCPOYHBIX
M B3AMMOBBII'OAHDBIX O’IHOLLICHI/IfI,
ITPUBACYICHUN HOBBIX KAICHTOB

W YACP/KAHUN CYIIECTBYFOIIIIX

— IIPEAOCTABACHHE CKHMAOK Ha IIPOAYKTHI HAH YCAYTH KOMIIAHIN B 3aBICHMOCTH OT OO'b-
eMa 3aKa3a MAU AOAW PBIHKA, 3aHIMACMOM KAMCHTOM (IIOHM/KCHHBIC IICHBI, OCCITAATHAA
AOCTABKA AU AOITOAHHTEABHBIC YCAYTH);

— IIPEAOCTABACHUE CIICIINAABHBIX (DHHAHCOBBIX OOHYCOB MAU BO3HATPAKACHHI KAU-
CHTAM 32 AOCTIDKCHHE OIPCACACHHBIX IIEACH HAN Pe3yAbTaTOB (DOHYC 32 AOCTHIKCHIC
OIIPEAECACHHOIO OOBEMA ITPOAAK HAH IKOHOMHUIO HA PACXOAAX OAArOAAPA HCITOAB30BA-
HUIO ITPOAYKTOB HMAN YCAYT KOMITAHII);

— mpeAocTaBAeHHE (PHHAHCOBOM ITOAACPKKI HAH IIPOTPAMM KPEAUTOBAHHA KACHTAM
AASl CTUMYAHPOBAHMA ITOKYIIOK HAH YCTAHOBACHHSA AOATOCPOYHOIO IapTHEPCTBa (OCO-
Oblc KPEAUTHBIC YCAOBHS MAU THOKNE ITAATEIKHbBIC YCAOBH);

— IPEAOCTABACHHE KOHCYABTAIIHH M ITOMOIIM KAHEHTAM B (DHHAHCOBOM ITAAHHPOBA-
HUW U YIIPABACHHH AAS ITOBBIINICHUA NX (PUHAHCOBOH 3(PPEKTUBHOCTH U PEHTAOCAD-

HOCTH MOKET ITIOMOYb KAMCHTAM OHTI/IMI/I3I/IPOB3TI) CBOM paconH I YAYYIIITHUTH (bI/IHaH—

COBBIC PE3YABTATBHI

Cocmasaerno asmopamu no mamepuaiam uemodnuxa [5; 6]

Crparerau B3auMOAECHCTBUA OYAYT PA3HBIMU AAA KAKAOH KOMIIAHHH B 3aBHCHMOCTH OT B3aHMHO COIAACO-

BAHHBIX IIEACH, KOHTPOABHBIX ITOKA3aTEACH M KAIOUEBBIX ITOKa3aTeAeH a(pEeKTUBHOCTH, YCTAHOBACHHBIX MEK-
AY KOMAHAAMH MaPKETHHTA, IIPOAQK 1 OOCAYKHUBAHUA KAHCHTOB, 4 TAK/KE X PYKOBOAHTEAAMH BBICILIECTO 3BCHA.
Karouesrre mokasateAn 9pDEKTHBHOCTH, KOTOPBIE CACAYET YIHTHIBATH, BKAIOYAIOT CACAVIOIIIHE ITOKA3ATCAN
BOBACYECHHOCTH.

Ha porake B2B cymectyer HeCKOABKO HHCTPYMEHTOB U3MEPEHHA BOBACYEHHOCTH, KOTOPbIE MOIYT IIOMOYb
oreHUTh 9 PEKTUBHOCTD MAPKETHHIOBBIX YCIAMI:

1) amaanmruka BeG-tpacdpuxa — Google Analytics manm Yandex.Metrica AASL OTCACKHBAHUSA 1 aHAAU32 IIOCEIIIC-
HUI BeO-CaiiTa, TOBEACHHS ITOAB30BATEACH, HX HCTOYHUKH TPaOHKa U KOHBEPCHH; IIPOLICHT HEH3BECTHDIX ITOCE-
THUTEACH BeO-caiiTa B TCICHUE OIPEACACHHOTO IIEPHOAA BPEMEHH, KOTOPBIC MOTYT OBITh IICHHBIMI AKKAYHTAMIT;

2) nccaepaoBaHus yAoBAeTBOpeHHOCTH KAHeHTOB — Net Promoter Score (NPS) Aaf olieHKH BepoATHOCTH
PEKOMEHAAIIHI;

3) MEAHA-MOHUTOPHHT, AHAAU3 OT3BIBOB M KOMMCHTAPHEB, MOHUTOPUHT YIOMHHAHUN O KOMITAHITH, OPCH-
A€ HAH IIPOAYKTaX B COILIMAABHBEIX CETAX, OAOTaX, (popymax um Apyrux oHAaiiH-mAatdopmax — Medialogia,
Apmapa Meama, Meamanorus «Mouuropuar+», YouScan, Brand Analytics;
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4) OTYeTH O PE3yAbTATAX MAPKETHHIOBBIX KAMITAHUN — AAHHBIC O KOHBEPCHAX, OTKA3aX, B3AUMOACHCTBHAX
C KOHTEHTOM U APYTHX METPHKAX, ITOOBI n3MepUTh 3 PEKTUBHOCTD KAMITAHMHI 1 €€ BAUAHHE HA BOBACUYCHHOCTD;

5) HpOIIEHT IEAEBBIX AKKAYHTOB, 3aACHCTBOBAHHBIX B OIIPEACACHHEI MOMEHT BPEMEHU;

6) KOAMYECTBO AOPOTOCTOSIIIIX AKKAYHTOB, IIPEOOPA3OBAHHBIX B KOHTPAKTHI 3d OIIPEACACHHBII IIEPHOA BPEMEHH;

7) Bpems AAS PACIIMPEHUS B3AUMOACHCTBHS C AKKAYHTAMU'.

AKKayHTBI, KOTOPBIE IIPOACMOHCTPHPOBAAH BEICOKUN YPOBEHD BOBACUEHHOCTH H HHTEPECA K IIPOAYKTAM HAH
ycAyram kommanud, moay4aror craryc MQA (Marketing Qualified Accounts — akkayHTEL, COOTBETCTBYIOIIIHE
ICP). Dro nospoasier yAAATH HIPUOPHTETHOE BHUMAHME CBOMM YCHAHAM M PECYPCAM B OTHOIIECHUU aKKAYH-
TOB, KOTOPbIE C DOABIIIEH BEPOATHOCTBIO ABAAIOTCA HepcrekTuBHbEIMU. Cocpeaorounsrncs Ha MQA, mapie-
TOAOTH MOTYT 3(P(PEKTUBHO PA3BUBATH 9TH AKKAYHTEI U B3AHUMOACHCTBOBATD C KAFOYEBBIMI AUIIAMM, IIPHHIMA-
FOIIIUMU PEIICHNS, ITOBBIIIAS IIIAHCH HA YCIIEX .

VHAUBHAYAAN3HPOBAHHBIN KOHTEHT ABAACTCA KAIOYOM K ycIeItHOH crparternn ABM u BaKHBIM 5A€MEHTOM
COo3AaHUA OIbITa akkayHTa. OAHNM 13 AocToHHCTB ABM siBAfIeTCS €10 CIIOCOOHOCTD ITOHUMATh AKKAYHTA, B3AHMO-
ACHCTBOBATD HA HHAMBHAYAABHOM YPOBHE M AEMOHCTPHPOBATH BHICOKHH YPOBEHD SMIIATHM, HA KOTOPBIH HE CIIO-
cobusr Apyrue takruku B2B. ITockoabky 61 % MapKeTOAOroB B HACTOAILEE BPEMA aAALITHPYIOT CBOM KOHTEHT
K KOHKPETHBIM OTPACAfM, a 55 %0 — AASl IPUBACYCHUSA AKKAYHTOB, OYEBUAHO, YTO HHAUBHAYAAU3ALIUA ABAACTCA OC-
HOBHBEIM (pakTopoM ycrmexa ABM, 9TO ITO3BOAUT KOMIIAHIH BEIACAUTECA Ha (DOHE KOMMYHUKAIIUI KOHKYPCHTOB.

WMuanBuayasusanua koHTeHTa B ABM-1mporpammax mmeer cBou OCOOEHHOCTH U TPeOyeT HMCCACAOBAHMM
U TINATEABHOIO IMAAHHPOBAHUA. AAS CO3AAHHSA PEACBAHTHOIO KOHTEHTA HECOOXOAUMO 3HAHHE OTPACACBBIX TPEH-
AOB H BBI3OBOB, HCIIOAB30BaHHE IeAeBbIX cooOmeHuit aas AITP u ABP ¢ yuerom nx uaTEpecoB, aHaAu3 AaH-
HBIX O IIOBEACHHH KAHEHTOB, TAKAX KAK HCTOPHSA IIOKYIIOK, HHTEPECH H IIPEAIIOYTCHHSA, HHAHBHAYAAU3ALINA
9AEKTPOHHBIX IIHCEM, HUCIIOAB30BAHIE AMHAMUYECKOIO KOHTEHTA, HCIIOAB30BAHHE MAPKETHHIOBBIX aBTOMATH-
3MPOBAHHBIX HHCTPYMEHTOB AAA MHAUBHAYAAH3AIIUN KOHTEHTA, ABTOMATH3AIIMN KOMMYHHKAIIMH M OTCAEKH-
BaHus ActictBuil akkayHTOoB (CRM).

Kommanun, ncroassyromue B coeil mpaxkruke ABM, crpeMsTcs HHBECTHPOBATD B KPeaTHB ceiidac DOAb-
mre, yeM koraa-An0o. [To aaruaerm HubSpot, cMerrHOM, HHTEepAKTHBHBLI M ayTEHTHYHBIH KOHTEHT AYYIIe BCe-
ro paboraer B COMHAABHBIX ceTAX: 59 % MapKeTOAOIOB HA3BIBAIOT BHACO HAHOOAEE HCIIOAB3YEMBIM MEAMA-
dopmarom. Tereps, koraa Takue maardopmsl, kak TikTok, MHUPOKO HCIIOAB3YIOTCA B MAPKETHHIE, MAPKETO-
Aoram B2B mpuxoAmTes aAarrtnpoBaThCA K HOBBIM TCHACHIIMAM IIOTPEOACHHSA KOHTCHTA H CTPEMACHHIO K 0O-
A€ YEAOBEYHOMY, UYYTKOMY MapKeTHHTY. [TockoAbky 44 % MapKeTOAOTOB HA3BIBAIOT COITMAABHBIE CETH TAAB-
HBIM MAaPKETHHIOBBIM KAHAAOM, KAIOYOM K IICACBOM ayAHTOPHUHU ABAACTCA OOECIIEYCHUE TOTO, YTOOBI KOHTEHT
HE TOABKO OBIA IIPHBACKATCABHBIM, HO U 3aACPKHBAA BHHMaHMe. B2B-mapkerororam mpHUXOAHTCA HAXOAHTH

CITIOCOOBL CACAATh KOHTEHT MEHEEC OPUEHTUPOBAHHBIM Ha OU3HEC 1 OOABIIE HA AFOACH'.

3AK/IIOMEHUE

IIpoexrupoBanue u peasusanuu crpareruil yupasieHusa onsrroMm ABX oOycAoBACHBI HEOOXOAHMOCTBIO
CO3AAHHA AOIIOAHHTEABHON ITOTPEOUTEABCKON LIEHHOCTH B IIPOLIECCE B3AMMOACHCTBUA, BO MHOTHX CAyYa-
AX ABASFOIIEHCH OCHOBON KOHKypeHTOCIocobHOCTH. ABX, HAM B3aNMOAEHCTBHE C AKKAYHTAMH, — CTPATErHs
OH3HEC-MapPKETHHIA, HAIIPABACHHAA HA IIOHUMAHIE, BOBACUCHHUE H IIPEAOCTABACHIE HHAUBUAYAAU3UPOBAHHO-
IO KOHTEHTA KOHKPETHBEIM ITCAEBBIM aKKAYHTAM.

ABM-niporpammsl, cozaarHbe ¢ ucrioabzoBanrem ABX, moryr momous B2B-kommanmsam crate Goaee kaneH-
TOLIEHTPUIHBIMU. YTOOBI BOCIIOAB30BATHCA STUMH BO3MOKHOCTAMHU, KOMIIAHUAM PEKOMEHAYETCA UCIOAB30BATH
pacmmnpernnere AagHeie 0 AP aas paspaborkun CJM, uaTerpuposats B ABM-mporpaMMbl HHCTPYMEHTBI
BOBACYCHUA, NHAHBHAYAAUSHPOBATD U AKTYAAUSHPOBATH KOHTCHT B COOTBETCTBUH C PCAABHBIMH OM3HEC-
IIOTPEOHOCTAMU AKKAYHTOB. bAaroaaps BHEAPEHHIO 9THX HHCTPYMEHTOB KOMIIAHHH IIOAYYAT YHUKAABHYIO BO3-
MOKHOCTD BAHATH HA IOTPEOUTEABCKHUIT OIIBIT OU3HEC-KAUEHTOB, 9TO OYAET CIIOCOOCTBOBATD YAYUIICHHIIO B3a-

HUMOOTHOIIICHUNA 1 AYIHIIIM 6H3H€C—p€3yAbTaTaM.

¢ Karjian R., O’Connor E A guide to account-based engagement. Pesknm aocryma: https://www.techtarget.com/searchcustomerexperience/ feature/ A-guide-
to-account-based-engagement (aata o6pamenms: 01.12.2023).

"Demandbase. Best Practices for Customizing the Account Journey. Peskum aoctyma: https://support.demandbase.com/hc/en-us/articles/5899355179803-
Best-Practices-for-Customizing-the-Account-Journey (aata obparmerms: 01.12.2023).

Sveru. Tpenapt mapkerunra 2023. Hecaeaosanne Hubspot. Pesxnm aoctyma: https:/ /ve.ru/marketing/735286-trendy-marketinga-2023-issledovanie-hubspot
(aara obpamenns: 01.12.2023).
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