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CTPATETII IU®POBOI TPAHC®OPMAIIII B2B-MAPKETHHI'Y:
®OPMYBAHHS KJIEHTOOPIEHTOBAHUX MOJIEJIEM B YMOBAX
I'JIOBAJIBHOI JIIKATAJIIBALIL

0. B. MAKYHIOK, xanouoam exoHOMIYHUX HAYK
I. I. KOPMAH, xanouoam exoHOMIYHUX HAYK

0. B. CEMEH 1A, kanouoam eKoHOMIYHUX HAYK
YMaHCbKHM HAIIOHAJIbHUN YHIBEPCUTET

Y emammi npoananizosano cmpameziuni nioxoou 0o yughpogoi mpaucgopmayii
B2B-mapkemuney 6 ymosax enobanvhoi O0idoxcumanizayii ma 308HIWHIX BUKTUKIS,
30kpema  eitinu 8  VYkpaini. Ocobausy yeacy  npuodileHo  (DOpMYB8aHHIO
KIIEHMOOPIEHMOBAHUX Oi3Hec-MoOenell, poni Yupposux iHCmMpymMeHmis, Maxkux sk
CRM, CDP, ananimuka 6e1uKkux Oarux i wimy4Huil inmenekm. 30iliCHeHO NOPIGHSIbHY
OYIHKY eexmusnocmi piznux yugposux cmpameeiti y B2B-ceamenmi, suznaueno
KTI04081 YUHHUKU YCRIUWHO20 8NPOBAONCEHHS YUPPOBUX PillleHb | OKPEeCleHO Hanpamu
iX NpaKmMuyHO20 BUKOPUCMAHHSA 8 YKPAIHCbKOMY Oi3HeC-cepedosuiyi.

Knwuosi coea: yughposa mpaucpopmayis, B2B-mapkemune,
KNAIEHMOOPIEHMOBAHICb, AHANIMUKA OAHUX, WMYYHUL IHMeneKkm, Oi0XCUmanizayisi,
cmpameeisn, CRM, yugposi nramgpopmu, nepconanizayis.

IMocTtanoBka npodJemu. [ 100anpHI BUKIMKY, TaKi K MOBHOMACIITaOHA BiifHA
B YKpaiHl Ta €KOHOMIYHAa HECTAOUIbHICTh, PaJUKaIbHO 3MIHWIM JaHamadtr B2B-
PUHKY, 3MYCHBIIM KOMIIaHIi IIyKaTH 1HHOBAILIHI IUISXW BH)KUBAHHS Ta PO3BUTKY.
AKTyanbHUM BHpILIEHHAM MnpoOiieM B Oi3Hecl crajna AUDKATaIi3alis, sKa
nepeTBOpuiIacs 3 KOHKYPEHTHOI rmepeBaru Ha 00OB’SI3KOBY YMOBY (DYHKIIIOHYBaHHS,
0cOOMMBO B yMOBax pyHHYBaHHS TPAAWIIIMHUX JIAHIIOTIB TOCTa4aHHS Ta
KOMYyHiKailiil. BiliHa cipuyuHuia MacoBui nepexia 013HeciB Ha OHJIAWH-TIIIATHOPMHU:
78 % yxpaincbkux B2B-kommaniit 300N BUTpATH Ha HU(POBI IHCTPYMEHTH Y
2022-2024 pokax [1], 1o miaKpeciroe iXHI0 KpUTUIHY poib. OHaK Opak CHCTEMHOTO
miaxoay 10 mu@poBoi TpaHcopMmallii 0OMexXye MOTEHIlan KOMIMaHii, 0coO0JIUBO B
KOHTEKCTI POOOTH 3 MIDKHAPOJHMMH TMapTHEPAMH, SKI BUMAararOTh THYYKOCTI Ta
TEXHOJIOTTYHOT 3pIJIOCTI.

[udposa tpanchopmariisi B2B-mapkeTuHry € He NIrIlie BUMYIIIEHOIO PEAKIIE0
Ha KPU30BI yMOBH, aji¢ ¥ BaXKJIMBUM CTPATETiIYHUM KPOKOM ISl 3a0e3leueHHs
JOBTOTPUBAJIOTO PO3BUTKY KOMIaHii. BOoHAa OXOIUTIOE MIUPOKUIA CIIEKTP MPOIECiB —
BIJl BIOPOBA/KEHHA LU(POBUX IHCTPYMEHTIB IJsi KOMYHIKalli JO BUKOPUCTAHHS
aQHAMITUKKA JaHUX JUIsi (QOpPMYBaHHS I1HJMBIAYaJbHOIrO MIiAXOAY MO KIIIEHTIB.
KirouoBuM 3aBnaHHsIM € 1OOY/I0Ba KJI1€EHTOOPIEHTOBAHUX MOJEJCH, SKI HE TUIbKHU
BIJIMOBIJAIOTh CyYaCHUM PUHKOBUM BUMOTaM, a ¥ CTBOPIOIOThH JOJATKOBY I[IHHICTb
JUIS. TIapTHEpIB. YCIiIIHA ajanTtaimis a0 TI00aJbHOI IiKUTaIi3amii norpedye
KOMIUIEKCHOTO TIAXOQy, IO BKIIOYAE CTpaTeriyHe IUIaHyBaHHS, I1HTErpallito
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TEXHOJIOTIA 1 MiABUIIEHHS LIU(PPOBOi KOMIIETEHLII MpaniBHUKIB. B3aemonis 3
MDKHAPOJHUMHU TApTHEPAMU CTa€ OUIbII €(QEeKTUBHOIO 3aBISKM MPO30POCTI Ta
OMEPAaTUBHOCTI, 5Kl 3a0€3MeUyI0Th Cy4acHi HU(PPOBI pIICHHS.

AHaJIi3 OCTaHHIX JA0CHiKeHb 1 myOJaikaniii. Y cydacHuX ymoBax rio0anbHO1
OpKkuTamizamii uudpoBa TpaHchopMmallisl CTajla KIIOYOBHM €JIEMEHTOM CTpaTerii
B2B-mapkeTunry. YkpaiHCbKl JOCHIDKeHHS, Taki sk 3BIT IT-acomiamii Ykpainu
«ITudposa Tpanchopmarlis 11 yac BIMHN» [2], MAKPECTIOITS, 1110 BiliHAa CIPUYHHIIIA
MacoBHM nepexia 013HeciB Ha OHJIAHH-TIIIATGOPMH, 10 3HAYHO BIUIMHYJIO HA BUTPATH
KOMIIaHii Ha udpoBi iHcTpyMeHTH. Tpodumenko O. Ta iH. [3] aKLIEHTYIOTh yBary Ha
BaYKJIMBOCTI IOKUTAII3a1 VIS 3a0e3eueHHs aJIaIITUBHOCTI Ta
KOHKYPEHTOCIIPOMOXHOCTI Oi3Hecy. 3akopJoHHI jpkepena, Taki sk McKinsey [4],
HArOJIONIYIOTh Ha HEOOXITHOCTI CTBOPEHHS KIIEHTOOPIEHTOBAHUX MOJENEH, IO
0a3yloThCs Ha TMEpPCOHATI30BaHUX MIAXOoJdax A0 B3aeMonali 3 kiieHtamu. Lli
JOCJIIIPKEHHS TIOKa3YIOTh, 110 1IHTEerpalis HUPPOBUX TEXHOJIOTIH HE JUIIE ONTUMI3YE
O13Hec-mpoliecH, ajue i Jonomarae GopMyBaTH TOBrOTpHUBaji NapTHEPCHKI BIIHOCUHHU.

OcranHi myOumikalii TakoXX akIEHTYIOTh yBary Ha poJji KOHTEHT-MapKEeTUHTY Y
nugpoBiit Tpanchopmariii B2B-komnaniil. Hanpukmnan, 3riiHo 3 JOCHIKEHHSMU
Content Marketing Institute, y 2023 porti 71 % xommaHii BU3HaIXM KOHTEHT-MapKETHHT
KJIFOYOBHUM 1HCTPYMEHTOM 3aJTy4eHHS KIII€HTIB, SIKM Mae HabaraTo OiJIbIIe IIaHCIB Ha
YCIHIX, SKIIO MIIKPITUICHUH TPaBUILHOIO (MMMCHMOBOIO) CTPATETIE0 Ta pecypcaMu JIs
peamizamii  miei crtparerii  [5]. VYkpaiHChKi MapKETHHTOBI JDKepena TaKoXK
MiATBEPKYIOTh el TpeHA. Tak, JociimkeHHs MUGPOBUX MPAKTUK YKPATHCHKHUX
kommaHiid Bim KPMG B cBoeMy iHTepakTHBHOMY 3BIiTI «YeMITIOHH [iKUTaTi3aIii
2024y 3a3HaualTh, MO YKPAaiHCHKI KOMIIAHIi aKTHBHO BIPOBAKYIOTH aHATITHYHI
1upoBi pilmieHHs Ta IaTGOPMH IS Kpamioi B3aemoii 3 kiaieHTamu [6]. Y Toit xe
yac, 3BiT GigaCloud nemoHcTpye, ik ToKaTbHUI 013HEC BUKOPHUCTOBYE Il IHCTPYMEHTH
JUTSL ONITUMI3aLii BUTPAT 1 HOKpAILlEHHS poOOTH 3 KIllEHTaMu [7].

binbmicTe cydyacHUX JOCHIAHUKIB HATOJOIIYIOTh Ha 3pocTaHHi 3HaueHHs LI y
B2B-mapkeTunry, oco0auBO JUisi CTBOPEHHS IHHOBAIIMHUX PIIIEHb Ta aBTOMAaTU3alll1
6i13nec-nponieciB. Xpynosud C., Mazyp O., Ciusik O. [8] 3a pe3ynbTaTaMu aHaJi3y
IIPOTPECUBHUX HANPSIMKIB BUKOPUCTAHHS INTYYHOTO 1HTEICKTY B MapkeTHHTYy B2B,
nocniauinn: «cerMmentoM B2B Bxke anmpoOoBaHi mporpaMu MITYYHOTO THTENEKTY, SIKi
YMOKJIUBIIIOIOTh  BIIPOBQ/KCHHS KPEATMBHUX MApKETMHTOBHUX CTpaTeriid, 110
OpIEHTOBAaHI Ha 1HAMBITyallI30BaHUN MOPTPET KIIi€HTA, TOOYAO0BaHUI 3a JOMOMOTOIO
QITOPUTMIB MAIIMHHOTO HaBYaHHSA. Takwil miaXxia g03BOJIsSIE OpeHAaM OTpHUMATH
KOHKYPEHTHI1 IepeBaru, Tak K KIIEHTH 30UIbIIYIOTh JOSIBHICTh A0 OpeHay, KOJIH iX
BUOKPEMJTIOIOTH 1HAMBIAYaIbHO BiJ] 3aralbHOIO CETMEHTY IUIbOBUX KIIIEHTIB. Y cdepi
B2B MapkeTuHTy IITY4YHHUH IHTEJNEKT J103BOJISIE aBTOMATH3YBAaTH BEIMKY KUIBKICTb
PUHKOBHX OIIIHOK IpH iX aHami3l. A 1e y JIeKiIbKa pa3iB 30UIblIye €(PEKTUBHICTD
TISUTBHOCTI Ta TMOCWJIIOE KOHKYPEHTHI MepeBaru THX MIANPUEMCTB, SIKI BXKe
OpIEHTYIOThCA Ha BUKOpUcTaHHI TexHoorii I y mapkeTunry».

udpora Tpanchopmanis y B2B-mapkerunry € kiro4oBUM (HaKTOpOM ISt
dbopMyBaHHS KJIIEHTOOPIEHTOBAHMX O13HEC-MOJIeNIel Y Cy4acHUX YMOBax rio0aibHOT
JipKUTaIi3alii. BUKOpucTaHHS TakuX 1HCTPYMEHTIB, SIK IITYy4YHHH 1HTENeKT, Big Data
1 XMapHi TEXHOJOTIi, JO3BOJISE  ONTHUMI3yBaTH  YMPABIIHCBbKI  MPOIIECH,
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https://www.mckinsey.com/~/media/mckinsey/business%20functions/marketing%20and%20sales/our%20insights/future%20of%20b2b%20sales%20the%20big%20reframe/Future-of-B2B-sales-The-big-reframe.pdf
https://contentmarketinginstitute.com/wp-content/uploads/2022/10/b2b-2023-research-final.pdf
https://gigacloud.ua/

NEePCOHAI3YBATH B3a€MOJIIO 3 KIIEHTaMHU 1 3a0€3MEeYUTH KOHKYPEHTOCIIPOMOKHICTh
013Hecy HaBiTh 3a yMOB BiliHU [9]. Lle BiakpuBae HOBI MOKJIMBOCTI JJIsl 3JTyYEHHS
KJIEHTIB 1 MiABUIICHHS €(EeKTUBHOCTI pOOOTH YKpaiHChbKUX mianmpueMctB. OTxe,
nugpoBa TpaHchopmallisi crajna sK IHCTPYMEHTOM ajarTalii, Tak 1 CTpaTeriuHoio
HEOOX1THICTIO JIJIsl YCHIITHOTO PO3BUTKY O13HECY.

MeToauka aociiikeHb. MeTOAMYHUN IHCTPYMEHTAP1H JOCITIDKEHHS OXOTUTIOE
MDKIACIUTIUTIHAPHUH IT1/1X1]T 13 BAKOPUCTAHHIM METO/IIB aHaJI13y Ta CHHTE3y HayKOBHUX
JDKepen JUisl BUSIBIIGHHS TeHJEHIIN 1udpoBoi Tpancopmanii y B2B-mapkerunry;
CTPYKTYpHO-(DYHKIIIOHAJILHOTO  aHalizy — JUIS  JOCHDKCHHS  C€JIEMEHTIB
KJIIEHTOOPIEHTOBAHUX MOJICTEH, TaKUX K OMHIKaHaabHICTh, CRM, mepcoHamizaltis;
MOPIBHSUTPHOTO aHaMi3y — Ui OIIHKM €(EeKTHUBHOCTI CTpaTerid 3a KpUTEpisiMu
KOHBEpCli, yTpUMaHHS KJI€HTIB 1 MIBHAKOCTI YXBaJeHHS PIIICHb, CTATUCTUYHOTO
y3araJbHEHHs — JIJIs1 IHTepIpeTalii eMIIpUYHUX JaHUX 1040 HudpoBi3alii O13Hecy B
VkpaiHi; a TakoX MOJENIOBaHHI — Uil (OPMYBAaHHS aBTOPCHKOro OaueHHA
CTpATET1YHUX HAMpPSAMIB HUPPOBUX TpaHCHOpPMALLiil.

Pesyabratn pocaigxenn. Lludpposa tpanchopmanis B B2B  oxomtoe
BIIPOBA/PKCHHSI  IU(GPOBUX  TEXHOJOTIM Juisi  onTumizauii  Oi3HEC-TIPOLECIB,
MOKpAIIEHHsS] B3a€MOJ1i MK MIANPUEMCTBAMH, a TAaKOX CTBOPEHHS HOBUX Ol3Hec-
Mozenei 1 crpareriii. BoHa Bkitouae BUKOpUCTaHHS [HTEpHETY peded, MITy4HOTrO
IHTEJNIeKTY, OJIOKUCHH-TEXHOJIOT1H Ta 1HIIUX 1HHOBAIlIN JJIs TOCSITHEHHS ONepaTUBHOT
e()EeKTUBHOCTI Ta PO3BUTKY HOBUX MPOYKTIB 1 TOCIIYT.

B ymoBax BoeHHOTro cTany ImudpoBa TpaHcpopMallis BUCTYMAE KIFOYOBUM
YUHHUKOM 3a0e3leueHHs Oe3lmepepBHOCTI Oi3HEC-TPOIeCiB  Ta a;amTamii [0
MIBUJKOIUIMHHOTO Ta HecTalOlIpbHOro cepefoBumia. JlochimkeHHs, MpOBeneHe
[IBenoro H. Ta ciBaBTOpamu, akleHTY€ yBary Ha 3Ha4yIocTi HU(POBUX TEXHOJIOTIN
1U1s1 30€peKEHHS] KOHKYPEHTOCIIPOMOXKHOCTI Ta MiABUILEHHS CTIHKOCTI MIANPUEMCTB Y
KPU30BHX yMOBaX. ABTOpPHU MIJIKPECTIOIOTh, 1110 BIPOBAHKEHHS UU(POBUX PILIEHb
copusie aaanrtaiii Oi3HeCy 1O HOBUX YMOB, MIATPUMYE CTaOUIBHICTH OMNEpaliiHUX
IPOLIECIB 1 cTIpUsi€ eKOHOMIYH1M BuTpuBaiuocti [10].

BraxkaeMo jaHy MO3UIIiIO JIKOM OOTPYHTOBAHOIO M aKTyadbHOI. Y KOHTEKCTI
Cy4YaCHHMX BHUKJIMKIB IIU(POBi3aIlis MOCTAae HE SIK TOJATKOBUN PECypcC, a SIK KPUTUIHO
HEOOXITHUN 1HCTPYMEHT 3a0e3MeueHHs JKUTTE3AATHOCTI Oi3Hecy. YKpaiHChKi
HiIpPUEMCTBA 3MYyIleHI a00 OMNEpaTMBHO aJanTyBaTUCS JO HOBHX peaiid, abo
BTpa4yaTd MOXJIMBICTh MoAanbimioro (GyHkmionyBanus. IludpoBi TexHOmOrIi
BiJIITPAIOTH POJIb CTPATETIYHOTO MOCTY M1k TPAAUIIIHOIO Ta IHHOBAIIMHOIO MOJIEIITIO
TOCTIOIAPIOBAHHS, BIIKPUBAIOYH JIOCTYII JIO BijaaneHoi poOOTH, ONTHMI3aIlii BUTpaT,
30epeKeHHsT KIEHTChKHUX 3B’SI3KIB Ta BUXOJy Ha HOBI PUHKH, 30KpeMa MiKHAPOIHI,
HaBiTh 32 YMOB ()13MUYHUX OOMEKEHb.

Le#t mporiec AEMOHCTPYE HE JIMIIE TEXHOJIOTIYHY 3pLIICTh, @ 1 BUCOKU PIBEHb
THYYKOCTI, CTIMKOCTI Ta IHHOBalUIMHOCTI yKpaiHChKUX mignpuemMuiB. Ludposa
TpaHcopMmallisi BUMAarae HOBOi YIPABIIHCHKOI KYJbTYPH, 3JaTHOCTI IIBHJKO
puMaTH pilieHHs i e()eKTUBHO pearyBaTu Ha JuHaMi4H1 3MiHU. BBaxkaemo, 1110 came
3aBISKU ITU(DPOBUM TEXHOJOTISIM YKpaiHChKHMM O13HEC Ma€ TMOTEHIad He JIMIIe
BUCTOATH IIiJI 4Yac BiIMHU, a ¥ CTaTH PYHIIEM EKOHOMIYHOTO BIJHOBJICHHS B
miciasBoeHHUN mepion. Po3poOka Ta BmpoBa/pKeHHS MHQPPOBHX CTpaTerii €
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KJIIOYOBMMH  CKJIQJIOBUMH YCHIIIHOI 1u(poBoi TpaHchopmamii miaANPHEMCTB,
0COOJIMBO B yMOBax JMHAMIYHOI'O CEPEAOBMINA, L0 (POPMYETHCSA IiJ BILUIMBOM
CydaCcHUX BUKIUKIB. Sk 3a3Hauae JI. Jlinuy, edpextuBHa nudpona Oi3Hec-cTpaTeris
NOBMHHA BKJIIOYATH YITKE BHM3HA4Y€HHS c(epu BIUIMBY, MacluTaly, IIBHUIKOCTI
BIIPOBA/PKEHHSI 3MIH 1 JKEpesl CTBOPEHHA BapTocTi. Lli KOMIOHEHTH (QOopMyIOTh
OCHOBY JIJISI IPUIHSATTS YIIPABIIHCHKUX PIlIEHb, CIPSIMOBAHUX HA MTOCWJICHHS TOIaHO1
BapTOCTI, IMJABUIIEHHS OMepariiHoi e(peKTUBHOCTI Ta 3a0e3MeUeHHs] 3JaTHOCTI
HIPUEMCTBA JI0 ajanTailii B ymoBax 1udpoBoi Tpancdopmartii [11].

Takum ywuHOM, HHUGpPOBa CTpaTeris BUCTYNAE THCTPYMEHTOM MPAKTUYHOTO
BTIIEHHST 1i7e 1mdpoBoi Tpanchopmarii. Bona 3abe3medye y3rokeHICTh MiXK
TEXHOJIOTIYHUMHU 1HHOBAIISIMU Ta 3araJlbHUM CTpPATEriyHUM OadeHHSM PO3BHUTKY
HiPUEMCTBA, J03BOJISIIOYH HE JIMIIE BIPOBAKYBATH HOB1 TEXHOJIOT11, a i OpraHigYHO
iHTerpyBatu ix y Oi3Hec-mpouecu. lle miaTBepaxye, 0 ycmiliHa LOHUQpPOBa
TpaHchopMallisi He MOKe BIIOYTUCS 0€3 CUCTEMHO1, CTPaTEriYHO OPIEHTOBAHOI pOOOTH
HaJ UM(PPOBUMH CTPATErisIMHU, IO BIMOBIIAI0OTh BUKIUKAM 4acy.

3riJIHO 3 aHATITUYHUMHU TaHUMU cepBicy «BuacHoy, y niepiof 3 ceprns 2023 p.
no ceprHa 2024 p. KUIBKICTh YKPaiHCBKMX KOMIIaHIM, 110 BOPOBaAWIM LHUQPPOBI
cepBicu, 3pocna Ha 44 %. lle cBIZUUTH MpPO CTIMKY TEHIAEHLIIO 0 3pOCTaHHS
ugpoBizailii, He3BAXKAIOYM Ha MPOJOBXKEHHS KPU30BUX YMOB, 30Kpema, 30poilHy
arpecito, eKOHOMIYHY HECTaOlIbHICTh, OJICKayTH, KaJApOB1 BTPATH Ta 1HII BUKJIUKH.
Bapro 3a3Haunty, 110 y MOpIBHSHHI 3 aHAJIOTIYHUM mepiofgoM 2022 p. 3pocTaHHS
ckinanmo 69 %, mo MmMATBEP/KY€E MOCHICHHS HMUGPOBUX TpaHchopmalliid y Oi3Hec-
cepenoBu Ykpainu [12].

Ha ocHoOBI aHamizy CTpyKTypHOTO PO3MOITY IM(POBI30BAHMX KOMIMAHIN 3a
rayry3eBUMHU Harpsimamu (puc. 1), OyJio BHSBJIEHO, 10 HAWOLIBII aKTUBHO NU(POBI
CepBiCU BIPOBAIKYIOTh (Pi3nuH1 ocodu-nignpuemii (POII), ski npaiwooTe y cdepi
iHpopMariiaux TexHosorii (17,00 %).

IT (®0Mn) 17,00%
l'ypToBa Topriena 12,99%
Po3gpibHa Topriens 11,81%
CinbCbKe rocnoaapcTso 4,81%
MpodeciitHa, HayKoBa, Ta TEXHIYHA... 4,55%
byaisHMUTBO 3,75%
OpeHpaa, Typu3m, 0XOpoHa 3,60%
OnepaLii 3 HepyXoMnm MalHOM 3,03%
JloricThKa i cknaacbKa AisfibHICTb 2,85%
0% 5% 10% 15% 20%

PiBeHb uudposisauii, %

Puc. 1. PiBenb undposizauii ykpaiHCbKUX NIANPUEMCTB 32 rajay3siMu
y 2023-2024 pokax*, %

Ipumimka: *nobyodoeano asmopom 3a danumu [12]

HactynHi mnos3uuii 3aiiMaroTh NIAOPHEMCTBA, IO 3IIHMCHIOIOTh T'ypPTOBY
(12,99 %) ta po3apidbny Topriemo (11,81 %). Lli chepu 1eMOHCTPYIOTh HAWBHIUN
piBeHb amanTailii 70 MuPPOBUX PIllIEHb, IO 3yMOBJIEHO HEOOX1THICTIO OTIEPATUBHO1
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B3a€MO/I1i 3 KIIEHTaMH, €pEKTUBHOT'O YIIPABJIIHHS 3allacaMu, JIOTICTUKU Ta IIUPOKOIrO
BUKOPHUCTAHHS €JEKTPOHHOI KOMEpPIIIi.

Jlo cekTopiB 13 cepenHiM piBHeM HudpoBI3alili HaJIekKaTh CUIbCHKE
rocrnoaapctBo (4,81 %) ta npodeciiina, HaykoBa ¥ TeXHIYHA TIsUIBHICTD (4,55 %). ¥V
NEepPIIOMY BUIAJKY HAETHCS MPO 3pOCTAI0Yy MOMYJSPHICTh arpOTEXHOJIOT1H, TOYHOTO
3emiiepoOcTBa, U(PPOBUX MIATHOPM YIIPaBIiHHA FOCIOAAPCTBAMU. Y IPYTrOMY — IPO
BIIPOBA/KCHHSI IU(POBUX IHCTPYMEHTIB [UJISl YIpPaBIIHHSA MPOEKTAMHU, HAYKOBOI
KOMYHIKaIlii, TeXHI4YHO1 miATpuMKH Torno. Cdepu 3 HIKYIUM piBHEM IdpoBizaiiii,
OJIHAK 3 TO3MTHBHOI JMHAMIKOIO, BKJIIOYaOTh OyAiBHHITBO (3,75 %), mociyru 3
OpeHIHU, TYpU3My, OXOPOHM Ta iHIII KomepiiiHi Hampsmu (3,60 %), omeparii 3
HepyxoMuM MaitHOM (3,03 %) 1 JTOTiCTUKY Ta CKIAACHKY MisIBHICTH (2,85 %).

[lonpu mNOpPIBHIHO HM3BKI MOKA3HUKH, y IUX Taly3sX MPOCTEKYEThCS
akTHBI3allsl UU(POBUX NEPETBOPEHDb, 30KPEMA, B HANPSIMKY BIPOBAKEHHS CHUCTEM
00JIIKy, MOHITOPHUHTY, YIpaBJIiHHS aKTHUBAaMU Ta OHJIAWH-CEPBICIB ISl KJIIE€HTIB.
Jlinepamu y BOPOBAJKEHHI IU(PPOBUX pIIIEHb BUCTYNAlOTh (PI3UYHI OCOOM-
nignpueMii 'y cdepi iHGOpMAIIHHUX TEXHOJOTIM, MIANPUEMCTBA TypTOBOI Ta
po3apiOHOi TopriBmi. BogHouac MeHII 1u(pOBI3OBAaHI Tally3l, SK-OT CUIbCbKE
rocrnofapcTBo, OYJIBHUIITBO, JIOTICTUKA, JIE€MOHCTPYIOTh IOCTYIOBE 3POCTAaHHS
u(ppoBOi AKTHUBHOCTI, IO BKa3ye€ Ha MOTEHLIAN /IS TMOJAJIBIIOr0 PO3BUTKY 3a
HAJIEKHOT MATPUMKH.

Ananni3 nomrykoBux TpeHaiB (Google Trends, 2022—2025) 3acBimuye, 1110 TepMiH
«I1DKUTATI3AID TIEpeBaXkae y CyCHUIbHINA KOMYHIKallii, 110 Bi3yalli3oBaHO Ha puC. 2,
TOMl K «1udpoBa TpaHchopmaIllis» aKTUBIZYEThCS B perioHax 3 po3BuHeHumu IT-
exocuctemamu (Cymchka, KipoBorpanceka, 3akapmarchka oOmacti). lle Bkasye Ha
3B’SI30K MK JIOKQJIHHUMH IHHOBAIIIMHUMU IHIIIaTUBAMU (HAMPUKIAJ, y4acTb Y
nporpamax USAID, GIZ) ta 3amikaBieHICTIO 0i3HECY B CTPYKTYpHUX 3MiHax. Taxi
perioHaibH1 JTUCTIPOTIOPIIiT M1JIKPECIIOI0Th HEOOX1/THICTh aganTarii
KJIIEHTOOpIEHTOBaHUX Mojened B2B-mapketunry no piBHS 1upoBoi 3pLiaocTi
niIboBUX ayautopii. 3a nanumu 3Bity OECD (2024), monpu NO3UTUBHY AMHAMIKY
u(ppOBUX NMEPETBOPEHb, MaJll Ta CEPEAHI MIAMPUEMCTBA B YKpAiHI 1lI€ HE MOBHOIO
MIpOI0 peanizyBaiu cBii upposuit noreHmian. OcCHOBHUMHU 0ap’epaMu 3aIUIIAIOTHCS
HU3BKUH piBEHb ITUGPOBOI 0013HAHOCTI, HECTaua KBaji(hikoBaHUX KaJpiB 1 (hiHAHCOBI
OOMEXEHHS, II[0 BUMAara€ KOMIUIEKCHOI Jep)KaBHOI TIOJITHKH, CIPSMOBAHOI Ha
MATPUMKY HUQpoBi3aIi yepe3 OCBITHI 1HIIATHBH, 1HPPACTPYKTYpPHI MPOEKTH Ta
¢diHaHCOBI IHCTpYMEHTH miATpUMKH [13].

3 MeTor0 3a0€3MeUYeHHs CTajJoro PO3BUTKY MUQPPOBOi TpaHchopmariii y Oi3Hec-
CepenoBUIIl YKpaiHU JOMUIBHO peali3yBaTH KOMIUIEKC TaKUX 3aXOJIIB:

— COPUSITH TIIBUIIEHHIO TU(GPOBOI KOMIIETEHTHOCTI MiMPUEMIIIB, 30KpeMa
OPEICTaBHUKIB MaJOro Ta CEepeAHbOro Oi3Hecy, MIISAXOM  BIPOBAKEHHS
creniaigi30BaHuX HaBYAJIbHUX MPOrpam, TPEHIHTIB Ta OHJIAH-KYpPCIB;

—3aMpoBaJUTH MEXaHI3MHU (PIHAHCOBOTO CTUMYJIOBAaHHS MiANPUEMCTB, IO
BIIPOBA/DKYIOTh LHU(POBI 1HCTPYMEHTH, 30KpeMa dYepe3 JepkaBHI ab0 TpaHTOBI
IporpaMu MATPUMKH, TTOAATKOBI MJIBI'M UM KOMIICHCAIIHI MEXaHI3MH;
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Puc. 2. IlopiBHAHHS MONYJISIPHOCTI TepMiHiB «undpoBa
Tpanchopmamisa» Ta «IilKuTagIi3ania» B Ykpaini 2022-2025 pp.
Iicepeno: cghopmosano na nnamgpopmi https://trends.google.com/trends/

—3a0e3MeUnTH IHCTUTYIIHHY MIATPUMKY YKPAiHCHKUX PO3POOHUKIB ITUGPOBUX
CEpBICIB, CTBOPHUBIIIHY CIIPUATINBE CEPEIOBHIIE IS TX IHTETpaIlii y 613HEC-€KOCUCTEMY
Ta MI>XHAPOJIHE TTPOCYBAHHS,

—iHTerpyBatd UM(QpOBI3ALII0 Yy HALIOHANBHI CTpaTerii eKOHOMIYHOTO
BIJIHOBJICHHSI Ta MOJEpHi3allii, 30KpeMa 4Yepe3 PO3BUTOK MyOJIYHO-TIPUBATHOTO
napTHepcTBa y cdepi nudpoBoi TpaHchopmallii.

VY cyuacHoMmy 1u(ppoBOMYy cCepeaOBUIII MiANPUEMCTBA, IO MPAIIOITh y chepi
B2B, ctukaroTbcsi 3 HEOOXIMHICTIO TpaHC)OpMyBaTH TpaauIiiHI MIIXOAU 0
MapKETUHTY, aJanTyl4d iX JO0 HOBMX YMOB KOMYHIKaIlii, yIpaBIiHHSI JaHUMHU Ta
NOBEAIHKU KIII€HTIB. Ha OCHOBI TEOPETUYHOTO aHaNI3y Ta aKTYyaJbHUX aHATITHYHHUX
3BITIB MOXHA BHUOKPEMUTH YOTHPHU CTpaTeriuyHl HampsiMd, siKi (OPMYIOTh HOBY
napaaurmy 1udpoBoro wmapketuHry y B2B-cermenti. Jlo HHX Hanexarb:
OMHIKaHaJIbHICTh 1 MepcoHami3aiis, krnenTcbkuit qocsif (Customer Experience, CX),
rHyuki agile- 1 data-driven migxomn, a Takox iHTerparis nudposux miathopm CRM,
ERP ta CDP [2-3].

3a pesynpraTamu aHamitauHux 3BiTiB McKinsey, Forrester ta KPMG,
KOMMaHii, sKi iHTerpyBasii 1M(POBI pINIEHHS HAa OCHOBI TMepcoHai3alii,
aBTomMaTu3alii Ta TIaTGOpM YNOpaBIIHHS KIIEHTCBKUMHM JIaHUMH HaMmMu OyB
POBEICHUI MOPIBHAJIBHUN aHali3 (puc. 3), AKUH JO3BOJIMB OLIIHUTH BIUIMB KOXKHOT 3
ONMMCAHUX CTPATEriid 3a TPbOMA KIIFOUOBUMH KpPUTEPISIMU: €(DEKTUBHICTh KOHBEPCIi,
yTPUMaHHS KJIIE€HTIB 1 4ac Ha YXBaJICHHS PIIICHHS.

Ha ocHOBI mpoBeaeHOro aHayiidy BCTaHOBJIEHO, IO peajizailis CTparterii,
OpPIEHTOBAHOT Ha BJAOCKOHAJIEHHS KJII1€HTChKOTO n0ocBiAy (CX), 1eMOHCTpy€E HAWBUIILY
e(eKTUBHICTh Y KOHTEKCTI yTPUMAaHHS CIIOKUBAY1B, JOCITal0un roka3zHuka 35 %.
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Puc. 3. IlopiBHsJIbHA epeKTHUBHICTH cTpaTeriii ungpoBoi
Tpancdopmanii y B2B-mapkeTunry

HarowmicTh HaiiOunbiie 3poctanHs piBHA KoHBepcii (30 %) cnocrepiraetbest y
pa3i BOPOBA/HKEHHS MEPCOHATI30BAaHUX KOMYHIKallid, Kl BpPaXxOBYIOTh CHELUUDIKY
NOBEAIHKU Ta MOTPeO KOXKHOIO KJleHTa. Xova THyuKi (agile) Ta opieHTOBaHI Ha JlaHi
(data-driven) migxoaM MOCTYHArOTHCSA 3a IMOKAa3HMKAMH KIIIEHTCHKOI JIOSUIBHOCTI
(17 %), BOHM MalOTh BUpPA3Hy IMepeBary y MPUCKOPCHHI MUKIY MPUAHATTS PIllICHb 1
YKIaJaHHsd yrox — 10 25 % CKopo4yeHHA 4Yacy. Y CBOK 4Yepry, KOMILIEKCHE
3actocyBaHHs IupoBux pimenb, Takux sk CRM, ERP Tta CDP, y noennanHi 3
OMHIKaHaJIbHUMHU CTPATETISIMU, TIATBEP/KYE IXHIO YHIBEPCAIBHICTH SIK IHCTPYMEHTIB
MOKpAIIeHHs] MPO30pPOCTi, aBTOMATH3aIlii TPOLECIB 1 MIABUIIEHHS  SKOCTI
YIPABIIHCHKUX PIMICHb.

Ha ocHOBiI mpoBemeHOTO aHaii3y BCTAaHOBJICHO, IO peai3allis CTparerii,
OpIEHTOBAHO1 HA BJOCKOHAJICHHS KIi€HTChbKOro n0cBiay (CX), IeMOHCTpy€e HAUBUIILY
€(EeKTUBHICTh Y KOHTEKCTI YTPUMaHHS CIOXMBaylB, JOCATalouyu MokasHuka 35 %.
HaromicTe HaliOiunbie 3poctanHs piBHs koHBepcii (30 %) cmocrtepiraerbest y pasi
BIIPOBAKCHHSI TIEPCOHANII30BAHUX KOMYHIKAIli, $KI BpaxoBYIOTh CHErUdiKy
MOBE/IIHKU Ta MOTPeO KOKHOrO KiIi€HTa. Xo4a rHydki (agile) Ta opieHTOBaH1 Ha JlaHi
(data-driven) migxoaw MOCTYHArOTHCSA 3a IMOKAa3HHMKAMH KIIEHTCHKOI JIOSUTBHOCTI
(17 %), BOHM MalOTh BHUpPA3Hy MepeBary y MPUCKOPCHHI MUKIY NPUAHATTS PIllICHb i
yKIaJaHHsd yroa — 10 25 % CKopoyeHHA 4Yacy. Y CBOK 4YEpry, KOMIUJIEKCHE
3actocyBaHHs IupoBux pimens, Takux sk CRM, ERP Tta CDP, y noennanHi 3
OMHIKaHAJIbHUMHU CTPATETISIMU, MIATBEP/KYE TXHIO YHIBEPCAIBHICTH SIK IHCTPYMEHTIB
MOKpAIIeHHs] MPO30pPOCTi, aBTOMATH3aIlii TPOLECIB 1 MIABUIIEHHS  SKOCTI
YVOPaBIIHCHKUAX  pillleHb.  3aramoM, e(EeKTUBHE  BIPOBADKEHHS  MHUPPOBOI
tpanchopmamii 'y B2B-mapkermHry Mae 0asyBathch Ha  IUTICHOMY |
B3a€EMO3JIC)KHOMY TO€AHAHHI TEXHOJOTIYHOI aJanTUBHOCTI, TIMOOKOTO aHali3y
JaHUX 1 CcTpaTerii, 30piEHTOBAHOI HAa CTBOPEHHS WIHHOCTI JUIsl KIIIEHTA, L0 Y
CYKYIHOCTI CHpHsI€ TIABUUIEHHIO KOHKYPEHTOCIPOMOKHOCTI KOMIIaHII B yMOBax
U (pPOBOi EKOHOMIKH.

VY cydacHoMy KOHTEKCTI IudpoBoi TpaHchopmailii 613Hecy B B2B-cermenTi Bce
Ou1bII0T Bark HaOyBa€e aHaji3 MOBEAIHKOBUX XapaKTEPUCTUK CIIOKMBada SIK OCHOBA
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noOyJIOBU TEPCOHATI30BaHOI cTparerii B3aeMoAli. I[meHTUdiKallisd KIHOYOBUX
3aKOHOMIPHOCTEM TOBEMIHKM, BHU3HAYEHHS TOYOK KOHTAaKTy 3 KJIIEHTOM Ta
MOJIEJIIOBaHHSl  1HIMBIAYaJbHOTO MAapUIPyTy CHOXHBada (customer journey)
CTBOPIOIOTH MEPETyMOBH ISl IABUIIEHHS PEIEBAaHTHOCTI KOMYHIKallii 1 popMyBaHHs
JOBIOCTPOKOBOI IIIHHOCTI y B3aeMUHax. BUKOpHCTaHHS TEXHOJIOT1 00pOOKHU BEIUKUX
nanux (Big Data), aHamiTiKy 3 IpOTrHO3YBaHHSM Ta €MOIIMHOTO aHai3y (sentiment
analysis) mae 3MOry Kpaille MpHUCTOCOBYBaTH MAapKETUHTOBI MIJIXOJIU JI0 PEeaIbHUX
3amuUTIB 1 0Y1IKyBaHb OKPEMHX TPy KJIIEHTIB, 110 B pe3yJIbTATI MiABUIIYE €()eKTUBHICTh
CTpaTteriii, OpIEHTOBAHUX Ha CIIOXKUBaya.

[Topsim 13 TEXHOJIOTIYHUM ACTIEKTOM, BXKIIMBY POJb Y 3a0€3MEUYeHH] CTIMKOCTI
Ta TPUBAJIOCTI A1JIOBUX B3a€EMHUH BiJIIrparOTh €TUYHI Ta OE3MEKOB1 YMHHUKH. 3BaKAIOUN
Ha YyTJIUBICTH 1H(QOPMAIIHHOTO 0OMIHY MK KOMIaHIsIMHU, piBE€Hb ITU(POBOI T0BIpH
CTa€ KJIIYOBOK YMOBOIO YCHIIIHOI B3aeMOli. JIOTpUMaHHsI NPUHIUIIB 3aKOHHOCTI,
PO30pPOCTi, OOMEKEHOr0o JOCTYIy 10 MNEPCOHAII30BAHMX JIaHMX BIAMOBIIHO 0
pernaMeHTiB (30kpema, GDPR), a Takoxx BIpOBAa)KEHHS CHCTEM KiOEp3axucTy —
MEPETBOPIOIOTLCS HA CTpaTeriuHi IepeBarn KommaHid. be3meka mgaHuX yxke He
PO3TISAAETHCS BUKITIOYHO K TEXHIUHE 3a0€3MeUeHHS], a TOCTAE K eIeMEHT OpeHI0BO1
BIJIMOBIAAIBHOCTI Ta PUHKOBOI peIyTallii.

B yMoBax HeBM3HAUC€HOCTI W 30BHIIIHIX BUKJIMKIB YKpaiHChbki B2B-kommanii
JEMOHCTPYIOTh CIPOMOXHICTh J0 IU(GPOBOr0 MpPOpHUBY. Y TaKUX Taly3sixX, SK
jorictuka, arpocektop Ta I'T, coctepiraerbcsi akTHBHE BIIPOBAHKEHHS IHHOBAIIITHUX
pimens — Bix xmapanx CRM-mmatdopm 10 oOMHIKaHATFHUX aHATITUYHUX MOJYJIB 1
CDP-cuctem. 3okpema, yKpaiHCbKa JIOTICTUYHA KOMIAHis, I1HTETPyBaBIIU
IHCTPYMEHTH aBTOMATH30BaHOI aHAJITHUKH, 3MEHIIWIA TPUBATICTh YKJIQJAaHHS YTOJ
MaiKe Ha TPETHHY, BOJHOYAC TOCSITHYBIIN CYTTEBOTO 3POCTAHHS PIBHS IMOBTOPHHX
npojaxiB. LI mpuknany UTFOCTPYIOTh aJanTHUBHUN MOTEHIan BITYM3HsSHOro B2B-
CEKTOpY HaBiTh Y KPH30BUX YMOBAX.

Onnak edexTuBHICTh HUGPOBOT TpaHCcHopMaIlii 3HAYHOIO MIPOIO 3AJICKUTH Bijl
HAsBHOCTI CHCTEMHOI 1HCTUTYLIMHOT miaTpuMku. B VYkpaini migepctBo y
BIIPOBA/XKEHHI U(POBUX PillIeHb HANESKUTh MiHicTepcTBY 1IMppoBOi TpaHCchopMallii,
gke y crmiBnparii 3 MikHapoauumu naptaepamu (USAID, GIZ, €BPP) peanizye HU3Ky
HIIIATUB HA MIATPUMKY MaJioro Ta cepeaHboro OizHecy. Ilporpamu Ha KInTairt
«is.bizHEC» 1 MPOEKT «e-pEe3UACHTCTBOY» CIPSMOBaHI Ha 3HWKEHHS Oap’epiB s
mudpoBux Hopaiiil. Pazom 13 Tum 30epiratoTbesi MpoOsieMH, MOB’sA3aH1 3 HU3BKOIO
U(pPOBOI0 TPAMOTHICTIO B perioHax, HECTa4yer0 KBam(iKOBaHMX KaJpiB Ta
00OMEKEHUM JOCTYIIOM J0 TeXHOJIOT14HOI iH(pacTpykTypu. [lomonanns mux 6ap’epiB
BUMarae 0araTOpiBHEBOI KOOPJMHAII MK JepKaBOI, OCBITHIMH 1HCTHUTYIISIMH Ta
Oi3Hec-cepeIoBHINEM, OPIEHTOBAHO1 HA ()OPMYBaHHSI CTANIOT ITU(GPOBOI EKOCHCTEMH.

BucHoBku. VY pe3ynpTaTi JOCHIIKCHHS BHU3HAYEHO, II0 KIIOYOBUMU
YMHHUKAMM YCHilHOI Lu@poBoi TpaHchopmaiii B2B-mapkeTuHry € iHTerpauis
HepcoHai3allii, OMHIKaHaJIbHOCTI, YIIPABIIHHS KIIEHTCHKUM JI0CBIJIOM, aHATITUKU Ta
mudpoBux maatgopm CRM/ERP/CDP. 1li ctparerii cnpusitoTh MiJABUIIEHHIO
e(hEeKTUBHOCTI KOMYHIKaIll¥, TPUIIBU/IIEHHIO YXBaJCHHS PIIICHB 1 3pOCTaHHIO PIBHS
yTpUMaHHs KJi€HTIB. [ToBeniHKOBa aHamiTHKA Ta IHCTpyMeHTH Big Data 103BoIsIIOTH
aJanTyBaTH MiIXOH IO peajbHUX MOTPeO CIOKNBAYIB.
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[Ipuknaan ykpaiHCBKMX KOMIIaHIi Ha puHKY B2B n0BOAATE MOXIMBICTH
yCHiHOiI nM@poBi3alii HaBiTh B YMOBAaX BOEHHOro cTaHy. KoMiuiekchHe
BIIPOBA/XKEHHSI KJIIEHTOLICHTPUYHUX CTPATEriid, TONOBHEHE CUCTEMHOIO JIEPKABHOIO
M1TPUMKOIO, JO3BOJIUTH HE JIUIIE MIABUIIUTH €)EKTUBHICTh O13HECY, a U 3MIIHUTH
no3uuli YKpainu y riodaqbHOMY HU(PPOBOMY IPOCTOPI.
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Annotation

Makushok O. V., Korman I. I., Semenda O. V.
Strategies of Digital Transformation in B2B Marketing: Developing Client-Oriented
Models under Global Digitalization

This article explores strategic directions of digital transformation in B2B
marketing under the influence of global digitalization and the full-scale war in
Ukraine. These conditions have significantly altered the operational landscape for
Ukrainian businesses, requiring new approaches to sustainability, adaptability, and
competitiveness. Digital tools — previously seen as additional resources — have become
vital for the continuation of business processes, customer communication, and global
cooperation. The study is focused on identifying and evaluating digital strategies that
facilitate the shift toward client-oriented B2B models. Emphasis is placed on
technologies such as CRM, CDP, artificial intelligence (Al), big data analytics, and
omnichannel communication systems, which play a critical role in personalizing
customer experiences and improving marketing outcomes.

The main goal is to substantiate the effectiveness of digital transformation
strategies and define practical approaches for their implementation in the Ukrainian
context. The authors set out to analyze structural elements of customer-centered
models, measure performance indicators (conversion, retention, speed of decision-
making), and recommend tools applicable under crisis and post-crisis conditions.

The research methodology involves a comprehensive interdisciplinary approach
combining structural-functional and comparative analysis, content synthesis of
academic and industry reports (McKinsey, OECD, IT Ukraine Association), statistical
generalization of national trends, and modeling of development paths. The empirical
foundation includes analytics from Ukrainian platforms like KPMG, GigaCloud, and
Vchasno.

The results confirm that companies implementing personalization, Al-based
analytics, and integrated platforms demonstrate stronger client retention (up to 35 %),
increased conversion (up to 30 %), and improved agility. Even under wartime
conditions, digital transformation enables resilience and competitiveness. The study
concludes that systemic adoption of digital tools, combined with institutional support
and digital skills development, will allow Ukrainian B2B enterprises to integrate
effectively into the global digital economy.

Key words: digital transformation, B2B marketing, client orientation, big data
analytics, artificial intelligence, CRM, personalization, CX, omnichannel, digital
strategy
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