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Anomayia. Y cmammi poszensnymo meopemuuni 3acaou xouyenyii Account-Based Mar-
keting (ABM), wo nabysae dedani Oinvwoi akmyanvnocmi y cpepi B2B-kxomynixayiu. Ilpoana-
JII308AHO €BONIOYII0 NIOX00I8 00 MapKemuuey 6i0 MAcosux cmpameeiii 00 NepCcoHANi308AHUX
Mooenell, 0e KIYo8UM CMaAc OKyC HA OKpeMux KiieHmcbKux axkayumax. Teopemuunuii 610K
cmammi okpecnoe 6a3o08i npunyunu ABM, 1io2o 8iomiHHicmb 810 MPaoUyitiHo20 MapKemunzy ma
posb y hopmysanti 00620cmMpoKOBUX 8IOHOCUH Midc nionpuemcmeamu. OOIPYHMOBAHO AKMYAlb-
Hicmb nepexooy 6i0 mpaouyiuHux MAco8uUX MAapKemuH208Ux cmpameziti 00 NepcoHaniz3o8aHux
niox00i8, OPIEHMOBAHUX HA OKpeMi KIIEHMCbKI aKayHmu, wo 00380J5€ NIOSUWUmMu epexmus-
HiCMb KOMYHIKAYIl ma pe3yibmamugHicme OisHec-npoyecis.

Memoodonoeis 0ocniodcennss O0A3YeEMbCsi HA CUCMEMHOMY AHANIZI HAYKOBUX Odicepel,
NOPIBHAHHI KIIACUYHUX MA CYUACHUX MAPKEMUH208UX MOOeell, d MAKOIC Y3a2albHeHHI NPAKMUK-
HO20 00C8I0y nionpuemcms, sKi enposaouru ABM y enacny oisnvnicms. Bukopucmano memoou
KOHMeHm-ananizy, Keuc-cmadi ma cunmesy emMnipuyHux OaHUX, wjo 3a0e3neyuno KOMNIeKCHe
8UCBIMIEHHSA NPOOIEMAMUKU.

Pezynomamu oocnioscenns demoncmpyioms, wo ABM cnpuse onmumizayii eumpam Ha
Mapxkemune, ni08UWEHHIO Pi6HS KOHEEPCii ma hopMyBaHHI0 00820CMPOKOBUX NAPMHEPCLKUX 8I0-
HoCuH i3 KnieHmamu. Buseneno xknouosi emanu énposadaicents ABM: ioenmuixayia yinbosux
aKayumis, cmeopeHHs NepCcoHani308aH020 KOHMEHMY, IHmMe2payis MapKemuH208uUx ma npooaxic-
HUX KOMAHO, 3ACMOCY8AHHS YUDPOBUX MEXHONO02IL ma aHANIMUKU Oaunux. 36epHymo yseacy, o
suxopucmanusi ABM y B2B-ceemenmi 3abe3neuye He nuuie OO0CACHEHHS KOPOMKOCHMPOKOBUX
OisHec-yinet, a i hopmy8anHs CMIUKUX KOHKYPEHMHUX nepesae.

3anpononosanuti y cmammi mamepian NOEOHYE MeopemuyHUull aHaniz i pekomeHoayii, wo
pooums 11020 KOPUCHUM 5K OJIsl HAYKOBYI8, MAK i Ol NpAKMUKi8, AKi npasHyms 8nposaoumu
CYUACHI MAPKEMUH2081 IHCIMPYMEHMU Y 61ACHY OISIbHICMb.

Knrwowuosi cnosa: ABM-mapremune, ABM-cmpameeisa, B2B-ceemenm, soponxa npooasxcis,
axkayum, 1iou.

IlocTanoBka mpoOJjiemMu. Y cydacHOMYy Oi3HEC-CEepeOBHUIII, e
KOHKYPEHIIISI 32 JIOSUIBHICTh KIIIEHTIB MOCHIIIOETHCS, a pecypcu obOme-
KEHI, MApKETUHTOBI CTpaTerii morpeOyrTh NepeocMucieHHs. Tpaau-
IIAHI TIIXOAM, OPIEHTOBaHI Ha MacmTald Ta KUIBKICTh JiJIB, 4YacTo
BUSIBIISIFOTHCSI HEE(DEKTUBHUMM Ha PUHKaX 13 BY3bKOIO CIELIATI3AIIEI0
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a00 BHCOKOIO BapTICTIO Yroau. Y TaKuMX YMOBaxX Ha TMEpIIMN IUlaH
BuxoauTh Account Based Marketing (ABM-ctparerisi, cnipsMoBaHa He
Ha IIUPOKY ayJuTopio, a Ha TIHOOKY, MEepCOHATI30BaHy poOoTy 3
0OMEXEHHM KOJIOM KIIIOUOBHX KIl€HTIB (akayHTiB)). ABM moemnye
MapKETHUHT 1 IPOJaXi B €JMHY CUCTEMY, JI€ KOKHA B3aEMOJisl Oy Iy€eThCS
Ha OCHOBI 1HIMBIyaJIbHUX MOTPEO Ta KOHTEKCTY ILJIOBOTO akayHTa. Lls
CTaTTs po3msigae TeopeTuyHi 3acaam  ABM, ioro mnpakTtuuHy
peanizaiiio Ta MepeBard s MIANPUEMCTB, sKI mpalpoTs y B2B-
CETMEHTI.

AHaJgi3 ocCTaHHIX gocaixkeHb i myOJaikanid. Ha pganui dyac
y NEepiOJIMYHUX BUJIAHHIX YKpaiHU HEMAa€ JOCTATHBOI KUIBKOCTI HAYyKO-
BUX IIpallb, siki O po3KkpuBaiu CyTHICTb ABM-MapkeTuHry Ta 0coOJIMBO
nooymoBu Horo crparerii. [eski aBropu [1; 2; 3], ABM-mapkeTunr
PO3MIISIIAI0TH OMOCEPEAKOBAHO, BKIIIOUAIOYM HOTO Yy CTpATErito BEACHHS
0i3aecy y B2B-cermenti. Inmmn [4] — aumie TeopeTwdHHi Oa3wc ITi€d
KOHIIEIIIIT BEJICHHS MATPUEMHULIBKOT A1SJIBHOCTI.

Tomy st yenmimHoi cy4acHO1 MiIPUEMHULIBKOT AiSIIBHOCTI HEOO-
XigHO 1HAMBIOyandi3oBanmi miaxia. ABM 3abesneuye migmpueMcTBam
HU3KY IepeBar, sKi MpsiMo BIUIMBAIOTh HA iX KOHKYPEHTOCIIPOMOXHICTb.

[To-nepuie, ABM mnokpaiiye y3roJkeHICTh MK BiALIaMU Mapke-
TUHTY Ta MPOJAXxiB, 00’ €AHYIOUM iX HABKOJO POOOTH 3 KOHKPETHUMU
aKayHTaMH Ta CHUIbHUX MOKAa3HUKIB ycmixy. JlochmipkeHHs TOKa3yloTh,
mo 82 % B2B-mapkeronoriB Bif3HAYalOTh CYTTEBE MOKpPAIICHHS
B3a€EMOJIIi MapKEeTUHIry 1 mpojaxiB 3aBasku ABM-ctparerii [5]. Taka
CUHEpTis crpus€e €PEKTUBHIIIOMY 3aIy4YEHHIO KII€HTIB 1 LIBUIALIOMY
YKJIaJaHHIO YTO/I.

[To-gpyre, ABM 103BoJIsi€ CKOHIIEHTPYBATH PECYPCU HA HANOUIbII
NEPCIEKTUBHUX KIIEHTaX, IO MIJBUINYE KOS(DILIEHT YCHIIIHUX MPOJa-
K1B. 3a JaHUMU ONUTYBaHb, 86 % MAapKETOJIOTIB MOBIAOMWIIN PO MiABU-
IICHHS PIBHS BUTPAHUX YTOJl y pe3yabTari BpoBakeHHss ABM [6].

[lo-Tpete, miMbOBa MepcoHaizoBaHa B3aemojis y pamkax ABM
OPUBOJUTH JO 3pOCTaHHS TIOKAa3HUKIB Bijjadl Ha MapKETHHIOBI
iuBectuiii (ROI). 3rimHo 13 riaobaibHUM JOCHKeHHSIM Momentum
ITSMA, 90 % nignpuemcTB Bxe peanizyioTh ABM-nporpamu, npuaomy
81 % 3 HUX BiA3HauYalOTh BUIY peHTalenbHICTh 1HBecTHIil (ROI) y
NOPIBHSIHHI 3 IHIIMMU MapKEeTUHTOBUMM akTUBHOCTsMU [4]. IlomiOne
onuTyBaHHs1 Marketo/Adobe 3acBigumio, mo Oau3sko 76—87 % Mapke-
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TOJIOTIB BBa)KAIOTh IMOBEPHEHHs 1HBECTHUIlN Big ABM BumuM, HiX Bif
TpaaUIIMHUX KaMIlaHii [7].

Sk mokaszye CTaTHCTHKA, MIANPUEMCTBA, K1 3amnpoBaguin ABM,
JEMOHCTPYIOTh 3HaUHE 3pOCTaHHs N0x0aiB. 3a nanumu MarketingProfs,
HOPHUPICT AOXOAY TaKuX mHianmpueMcTB Moxe csaratu 208 % [5].

HeBupimeni ckiaxoBi 3araiabHoi mpoOsemu. Hespaxaroun Ha
nonyJisapHicTh ABM, 6arato mianpueMCTB CTUKAIOTHCA 3 TPYAHOIIAMH Y
fioro BmpoBamkeHHi. Cepell HHMX: BIJICYTHICTh 4YITKOI METOJIOJOT1I
BUOOPY IMITBOBUX aKayHTIB, HEAOCTATHS KOOPJWHAIlSA MK BiIIijIaMH
MapKEeTUHTY Ta MPOJAXiB;, CKIAIHICTh y BUMIPIOBaHHI €()EKTUBHOCTI
ABM-kaMmaHiii yepe3 MOBTUM IMUKJ MPOJAXiB; OOMEXKEHICTh 1HCTPY-
MEHTIB JiJI1 TJIMOOKOI MepCcoHali3alll KOMYHIKAI[lid; PU3UK MEpEeHaBaH-
TaXXEHHS PECypPCiB MPHU pOOOTI 3 HEBEJIHMKOIO KITBKICTIO aKayHTIB.

ABM-mapketuHr oco0auBO eGeKTUBHUM i1 TEBHOrO KoJja
nianpueMcTB (puc. 1).

SaaS-mpoaykTi 4§
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Koucantuarosuii 6i3HecC
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ATEHTCTBa HEPYXOMOCTI
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SIKi TIPAIFOIOTh
Ha CKJIAJHUX
a00 BY3bKUX PUHKAX

FinTech-chepa

Puc. 1. KoJio mixnpuemMcTB, s skux norpioen ABM-mapkeTuHr
owcepeno: cghopmosaro aemopom

KoJio minnpuemcrts,
IS SIKHX MOTPi0deH
ABM-mapkeTnHr

Heenonepu

Tomy aBTOp HOCHIKEHHS CTaBUTh KOHKPETHI 3aBIaHHS 100
PO3KPUTTS L1€T KOHUEMIIIT BEJIEHHS Cy4acHOTo Oi3HECY:
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— po3kpuTu cyTHiCTh ABM Ta 1ioro BiIMIHHOCTI BiJ TpaJHIlIN-
HOTO MapKETUHTY;

— JIeTaJIbHO OIKCATH eTamu BIpoBapkeHHs ABM-cTparertii;

— BHUJUIMTH KJIIOYOB1 IHCTPYMEHTH Ta TEXHOJIOTII JJIsS peaiizallii
ABM,;

— TMpoaHali3yBaTu mnepeBaru Ta oOmexeHHs ABM nna pizHux
TUIIB Oi3HECY;

— 3anpoNoHyBaTH MpPaKTU4YHI PEeKOMEHJallll I10J0 I1HTerparii
ABM y MapKeTHHTOBY CTPATETIIO MiAITPUEMCTBA.

dopmynoBaHHA Wijeil crarri. MeToro MaHOi CTaTTi € CHucTe-
Matu3alis 3HaHb npo ABM-MmapkeTHHT, BU3HAUYEHHSI HOTO MICIS Y Cy-
YacCHIM MapKETUHIOBIM CTpaTerii Ta HaJaHHS MPAKTUYHUX PEKOMEH AL
JUTs1 HOTO YCIIIITHOTO BOPOBAKEHHSI Ha M1MPUEMCTBAX.

Bukiax 0CHOBHOI0 MaTtepiajy J0CJail:KeHHsl. MapKeTHHT I1IbO-
BuX KiieHTiB (ABM) — e tun mapketunry B2B, skuii 30cepepkyeTbes
Ha Y3TOJDKEHHI MapKETUHTY Ta MPOJAXKIB JIJIsl JOCSITHEHHSI KOHKPETHHUX
iIp0BUX 3anuTiB (kiieHTiB). ABM posrisnae minboBUX KITIEHTIB SIK
€MHI PUHKHU 1 HAroJIOLIy€ Ha SIKOCTI, @ HE Ha KUILKOCTI MOTEHLIHHUX
KJIIEHTIB.

3anexxHo BiA JAeTaiizallli HalUIIoBaHHS KiieHTa (Oyab TO MOTEH-
[IHI YU HasBH1 KiieHTH), rpynu ABM 3a3Buuail npoBOASTH OJIUH 13
TaKuX TUIIB MAPKETUHTY HA OCHOBI MOPTPETY KIIIE€HTA!

1. ONE-TO-ONE ABM. Harmineno Ha 5-10 mianpuemcts. Hanae
MEepCOHAII30BaHUI BMICT 1 MOBIAOMJICHHSI 0€3MOCEPEAHBO Ha IILILOBOIO
KJIIEHTa, 3HAYHOK MIpOI0 MOKJIAJA€THhCS HAa BIIHOCHHU 3 UMM KIIIE€H-
TaMH. BUKOPUCTOBYETHCS TP MOIITYKY HAUOUIbIIT MPUOYTKOBUX YTO/I.

2. ONE-TO-FEW ABM. Harmineno Ha Kiactepw KIIOYOBHUX
KJIIEHTIB, K1 MalOTh MOAIOHI XapaKTepUCTUKU (3a3Bu4ail 3—5 KiacTepis,
3a3Buuail koxkeH 13 50—100 kirodoBuX Kii€HTIB). binbin sierka mepco-
HaJi3als; 3aMiCTh TOro, 100 CTBOPIOBATH PI3HI TMOBIJIOMJICHHS IS
KOKHOI KOMIIaHii, el MIAX1J pO3MIUPIOE OOMIH TMOBIJOMJIECHHSIMHU IO
OUIBIINX TPYI KIIFOYOBUX KJIIEHTIB.

3. ONE-TO-MANY ABM. Opientyetbest Ha crmcku Big 100 mo
1000 xommaniii (ame HeMae (HIKCOBAHOTO OOMEXKEHHs). Y TOHM yac sK
HaBeJICH1 BUIIEC TUIN O1bIlIe CTOCYBAIKCS TEepCOHAI3allll Ta 0Oy I0BH
BiiHOCKMH, I1ilei Tun ABM cTocyeTbCcsi TeHepyBaHHS MOTEHILIHHUX
KIJIIEHTIB.
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HeoOximno mam’sitaty, mo BuineHaBeneHl tunu ABM He B3aemo-
BUKJIIIOYalOThCs. Komanmam ABM He 000B’S3KOBO BUKOPHCTOBYBATH
JIMIIE OJMH 13 TPhOX BHUIIIEHABEICHUX THIIIB. Ix moxHa KOMOiHyBaTH ab0
BUKOPHUCTOBYBATH SIK B3aemo3aMiHHI. Hampukiaa, mianpueMcTBO MOXKeE
3aXOTITH TOYATH JUIIE 3 KUIBKOX MEPCINEKTUBHUX KIOYOBUX KIIIEHTIB
(0IMH 10 OJTHOTO), a MOTIM MacIITabyBaTH CBIM yCmiX (OAUH J0 KiJTbKOX)
[8].

Account-based marketing — me mpo rIMOMHHY IEPCOHAITI3ALIIIO.
e miaxig 0ocoOJMMBO aKTyaJlbHUW IS KOMITaHIM, SKI PO3TIISIAAIOTH
KOKHOTO KJIIEHTA SIK 1HIUB1AyaJIbHUI PUHOK.

3MOAEI0EMO, 1110 KOKEH KITIEHT (aKayHT) 1 MOro KymiBeJibHa MO0
PO — II€ CHIKMHKA — JBOX OJHAKOBUX He icHye. Tox B2B-mapkerunr
nepeadayae MOMIYK 1AeadbHUX KIIEHTIB 1 JOKIAJaHHSA JOJATKOBUX
3YyCWIb JJISI IXHBOTO 3allydeHHs. ToOTO WHIEThCs MPO CTBOPECHHS 1HIU-
BiJlyaJIbHUX CTPATET1H JIJIs1 KOKHOTO O13HECY.

Y ABM BOpOHKa ITOYMHAETHCS «HABIAKU» — TOYKA BXOAY PO3Ta-
[IOBaHa Ha BEPIIMHI KOHYCY, OCKUIbKU MOTEHUIMHUI KIIIEHT TEOPETUYHO
ONMKYUN 70 KOHBEPCIi, HIK Y KIaCUYHOMY (PperMBOpPKY JiigoreHepartii

(puc. 2).

Jlinorenepaiis MapKeTHHT KJIIY0BUX KJI€HTIB

Busnauenus

Bubip 6a3u HOTEHLIHOTO KIIi€HTa

JaHUX

Inentudikarris
KOHTaKTY

OHBepTAallis
miga

Puc. 2. IlopiBHSIHHS KJIACHYHOI BOPOHKH NpoaaxiB Ta ABM-BopoHku
Lorcepeno: cghopmosano asmopom
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PosrnssHEMO neTanpHINIE MEXaHI3M peamizarii Mporo MiAxXody Ha
MPaKTUIL.

1. JeranmizoBanuii Tapretunr. Hacamnepen B2B-mapkertunr,
OpIEHTOBAHWI Ha KJIIOYOBHUX KJIIEHTIB, MOTPEOy€e HITKOTO (POpMyBaHHS
ineansHoro npodiato kiaienta (ICP). Jlns nporo HeoOX1THO BpaxyBaTH
Takl TMapaMeTpH, SK PiBEHb JOXOAIB MIANPUEMCTBA, HOT0O Traidy3eBY
HAJICXKHICTh, BIAMOBIIHICTD MPOAYKTY a00 MOCIYrd HasiBHUM Oi3HeC-
mpoiiecaM, a TaKOXK CTPATEriuHy 3HAYYIIICTh KII€HTa JJIsI PO3BUTKY
0i3HECY.

2. Hocmimkenus akayHTiB. Ilicist BigOopy KIIOYOBHX JIifiB
JOLIJILHO 3A1MCHUATH IX ITOTJIMOJIEHUN aHaAII3 3 METOIO BU3HAYEHHS KOHK-
pEeTHUX MOTPeO, MPOTHO3YBAHHS MOXKIUBHUX Oap’epiB Ta GopMyBaHHSA
YITKUX LuIeld coiBopami. OTpumaHi pe3ynbTaTU CIYTyIOTh HIATPYHTIM
JUTIsl CTBOPEHHS TIEPCOHAII30BAHUX MapKETUHTOBUX PIllICHb.

3. @opMmyBaHHS TEPCOHATI30BAHOTO KOHTEHTY. HacTymHum
€TaroM € po3poOKa 1HAUBIAYAII30BAHOTO KOHTEHTY JJISI KOKHOTO IO~
BOro akayHTy. lle MoxyTh OyTH NepCOHai30BaHl €JIEKTPOHHI JIUCTH,
TEeXHIYHA JOKyMEHTallis, BeOIHApU Ta 1HIII MapKETHHTOBI Marepiaiu,
ajanToBaHl 10 crenudidHUX TOTped, MpoOiieM 1 3alliKaBIeHh KOHK-
PETHOTO KJIIEHTA.

4. MynbTHKaHaIbHUN MapKeTUHT. Y Mexax ABM-migxonmy 3acto-
COBYETBHCSI KOMIUIEKC PI3HUX KaHaJIIB KOMYHIKAIlI] 3 IJIbOBUMHU KOHTaK-
TaMH, 30KpemMa eMmail-MapKeTHHT, aKTUBHICTh y COIIAJbHUX Mepexkax,
IpsiMi pO3CUIIKM TOIIO. SIK TpaBUIIO, BC1 11 IHCTPYMEHTH 1HTETPYIOTHCS B
MeXKax €JJMHOI Y3TO/PKEHOI MapKETUHTOBO1 KaMIIaHii.

5. Y3romkeHHs mpojaxiB 1 MapkeTuHry. IlianmpuemcrBa, y sSIKUX
KOMaHJu MPOJAXiB 1 MAPKETUHTY TICHO B3aEMOAIOTH y Mexax ABM-
CTpaTerii, JEMOHCTPYIOTh ICTOTHE 3pOCTaHHs ()IHAHCOBUX PE3YJIbTATIB.
30kpeMa, J0X1J BiJi MAPKETUHTOBOI JIISNIBHOCTI MOXKE 3POCTH OUIBII HIXK
y JBa pa3u, a PIBEHb YCIIIIHOTO 3aKPUTTS Yroj — Mailxe Ha Bl
TPETHHH.

6. Texnomnorii Ta iHCTpyMeHTH. [ JOCSTHEHHS MaKCUMaJbHOI
€(EeKTUBHOCTI MApPKETUHTY KJIIOUOBHUX KJIIEHTIB JOIIIBHO BUKOPUCTO-
ByBatu CRM-cucteMu Ta aHaliTH4YHI TIATPOPMH, SIKI 3a0€3MEUyIOTh
MOHITOPHHT, aHaJI13 1 YIIPABIIHHS B3aEMOJIIEIO 3 IIIIbOBUMHU aKayHTaMHU.

Buxosiun 3 HaBeICHOTO BUIIE, MOKHA CTBEP/XKYBATHU T€, 10 KOJU
PUHOK BY3bKHH, a KOXEH KOHTPAKT — CTpaTeriuyHuil, KIaCUYHUU
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mapkeTuHr He mpairoe. ABM-miaxin (Account-Based Marketing) 3oce-
PEIKYETHCA HE HA MAacoBOMY TpadiKy, a Ha TOYKOBIA poOOTI 3 KOHKPET-
HAMH KOMITAaHIIMU-IIIJIIMH Ta JIOIbMH, K1 IPUUMAIOTh PIIIICHHS.

Skmo O0i3HEC — IIe opraHi3M, TO OI3HEC-IIpolleC — II€ HEepB, IO
nepesia€ >KUTTEBO BAXJIMBI CUTHAIU 1 3a0e3Medye KUTTEIISUIbHICTD.
TouHo sik HEpBU B Tii, Oi3HEC-IpOIECH 3a0€3MEeUyIOTh B3a€EMO3B’ 130K
MDK PI3HUMHM HOTO YacTMHAMHU 1 PEaKkIlil0 Ha MIHJUBE CEpEIOBHIIIE,
poOJisuM  yCHIX HE TNPOCTO METOH, a MPUPOJHUM PE3YIbTATOM
rapMoOHiTHOT poOOTH BCi€i cuctemu [9].

[Ipouiecu MarOTh BIIACTHUBICTh CUCTEMHOCTI. A CHCTEMHICTh MOYH-
HaeTbes 3 hopMalizallii, TOOTO 3 KOHKPETHUX LTI, Ta Ma€ MEBHI eTaru.
Ha puc. 3 npeacrapieno etanu BnpoBaxeHHss ABM-ctparertii.

Po3risiHeMo moeTanHo Ta OiIbII JeTalbHO BIpOBaKeHHST ABM-
CTpaTerti.

Eman 1. Bubip yinvosux axaynmis. HeoOximno Buznauntu 20-30
MIAIPUEMCTB, SIKI PeajabHO BIAMOBIIAIOTH MPOGUIIO 1I€ATBHOTO KJIIE€HTA
(ICP — Ideal Customer Profile). Kpurepii MOXyTh BKIIOYATH:

— rajay3b Ta po3Mip MiANPUEMCTBA;

— reorpadiuHe po3TallyBaHHS;

— (piHaHCOBI MTOKa3HUKH (000POT, MPUOYTOK);

— TEXHOJIOTTYHUM cTeK ab0 1HPpacTpyKTypYy;

— ICTOPIIO CHIBIpAIll 3 KOHKYPEHTaMHU.

HeoOXiiHO BUBUMUTH BHYTPILIHIO CTPYKTYpY KOKHOTO MiANpH-
€MCTBA:

— Decision Maker (Toii, xTo mpuitmae pimenns): CEO, CFO, CTO;

— Influencer (Toii, XTO BIUIMBa€ Ha PILICHHS): KEPIBHUKHU BIJILIIB,
(axisiii;

— Champion («BHYTpIlIHIA aJBOKAT»): CHIBPOOITHHK, SIKUM TiJ-
TPUMY€E MIPOAYKT BCEPEANHI MiAMPUEMCTBA.

Buxopucrtanns LinkedIn, caiitu mianpuemMcTBa, BIAKPUTI JKepena —
HE aBTOMaTU4HI 0a3u.

Eman 2. Ilepconanizayia nio poni. KoxeH CHiBpOOITHUK MiANIPU-
€MCTBA Ma€ CBOI IHTEPECU Ta KpUTEepii OpUHHATTS pimieHb. [lepconani-
3allisg KOHTEHTY — KJIto4 J0 ycrixy ABM.
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Ha3zga erany

Kananu komyHikauiii Ta iHcTpyMeHTH
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s dhinancoBoro aupektopa — akieHT Ha ROI, ekoHoMio BUTpaT,
IPOTHO30BAHICTh OrOKETy. I TEXHIYHOro JIHMpeKTopa — Oe3meka,
1HTerparisi, MacmraboBaHICTh, TEXHIYHA MIATpUMKa. sl KepiBHUKa
BIJUTLTY: 3pYYHICTh BUKOPUCTAHHS, IIBUJKICTh BIPOBAIKCHHS, HABYAH-
HS1 CITIBPOOITHUKIB.

dopMaTi NEPCOHANI30BAHUX MaTepiaiiB: 1HAUBIIYaIbHI JICHIIHTU
3 iM'IM TIAMPUEMCTBA Ta JOTOTUIIOM; B1JCO3BEPHEHHS BiJi KEPIBHHUIITBA
MiIPUEMCTBA; KEHCH 3 aHAJOTIYHUX MIANPUEMCTB Yy Tally3i; Mepco-
HaJT130BaH1 €JIEKTPOHHI JIMCTH 3 KOHKPETHUMHU MTPOTIO3ULIISIMHU.

Eman 3. Ilo6yoosa komynikayii. ABM-mapkeTuHr — 1ie jiajor, a He
MoHoJior. [lourHaTH Tpeba 3 KOpPHUCTI, a He 3 mpoAaxy. Tomy HEOOXiIHO:
TUTUTUCS ©KCKIIFO3MBHOIO aHANITHKO, JOCTIHKECHHSIMH, 1HCAWTaMu;
3ampolllyBaTd Ha BeOiHap abo0 KPyIJIMi CTUT 3a y4acTiO €KCIEpPTIB;
OPOMOHYBATH OE3KOIITOBHI ayAuTH a00 KOHCYJIbTallll; BUKOPHUCTOBY-
Batu comianbHi Mepexi (LinkedIn, Twitter) nans HeHaB'a371UBOrO
KOHTaKTY.

3aMICTh «KYIITh y HAc» — <«JIaBaTe MOKaXy, AK IHII TiAIpHU-
€MCTBA 3 BaIIOTO PUHKY BUPIIIWIK MOA1I0HY mpodieMmy». 3anydatu SEO
a00 TEXHIYHUX EKCIIEPTIB Yy JIAJIOT — II€ MIBUIILYE JIOBIpY.

Eman 4. Opxecmpayis koumaxmis. YCl KaHaJlM KOMYHIKaIlii
MarTh OyTtu y3rojxeHi: email, LinkedIn, TapreroBana pekiama,
KOHTeHT-MapkeTuHr. HeoOxigHo BukopuctoByBath CRM (Hampuknazn,
HubSpot, Salesforce) mmst Biacresxxennst B3aemomiit. CiinkyBatw, 100
KOXXEH KOHTAaKT TMPOJOBXKYBaB TMOIMEpEeIHIi, a He ayOJroBaB #oro.
®opmMyBaTH JIOTITYHUAM JAHIIOT B3a€MO/IIi: 1IKABICTh — JIOBIpa — Alajor
— TECT — KOHTPAKT.

Eman 5. Bumiproeanusa peszyromamise. ABM-MapkeTuHr BHMarae
HOBOTO TMIAXOAY 10 aHamTUKU. He opieHTyBatucs JiuIile Ha Jiad —
BIJICTe)KYBaTH TMPOTpec BcepeauHl akayHTa. KIFOUOBUMH MeETpUKaMHU
MOXe BHCTymath: Engagement metrics — BIiIKpUTTSA JIMCTIB, KIIKH,
neperyisan KOHTeHTy; Sales metrics — KUTbKICTh 3yCTpivei, 3almuTH Ha
aeMo, Tmpomo3uilii; Business metrics — BapTicTh yrogu, TEpPMiH IHKITY
NPOJIaXxy, pIBEHb yTPUMaHHS KIJIIEHTIB.

VY SIKOCT1 IHCTPYMEHTIB JJIsl BIICTEKEHHS, MOKHA MOPEKOMEHTyBaTH:
CRM-cuctemu; wmapketunroBi aptomatuzaiiii (Marketo, Pardot);
anamituyHi ardopmu (Google Analytics, Mixpanel) [10].

Benenns CRM-kapTu KOXHOTO KJII€HTa JOMOMOXKE BU3HAUUTH:
XTO BXKE€ 3aJydeHui, siki Oap'epu, sSKMl HACTYNMHUN KpoK. PerynspHo
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OHOBJIIOBATH «TEIJIOBY KapTy» — XTO OJIMKYE JO YroJid, a XTO BUMArae
nonatkoBux 3ycuiib. ABM-ctpareria y 2026 poiii 3aJUIIATHCS OJHUM 13
HAaWOUTbII €(QEeKTUBHUX METOMIB [JIs1 OI3HECIB 13 JIOBTHM ITUKJIOM
MPOJIaXKiB, OPIEHTYIOUKCH HE HA KUIBKICTD JIJIIB, @ HA SKICTh KOHKPETHUX
IITbOBHUX aKayHTIB [11].

o nepeBar ABM nis pi3HUX TUMIB 013HECY MOKHA BIJTHECTH.

1. B2B Enterprise Ta SaaS (Benukuii 6i3Hec):

— 30UIBIIIEHHS] CEPEIHBOT0 YeKa: MiANpUEMCTBA (DIKCYIOTH 3pOC-
TaHHS BapTOCTI PIYHMX KOHTPAKTIB y cepeaHboMy Ha 171 % 3aBasiku
¢doKyCy Ha BUCOKOOIOPKETHUX KIIIEHTAX;

— TIPUCKOpPEHHS MUKy TmponaxiB: ABM no3Bojis€e BUXOIUTU
Oe3nocepenHLO Ha 0cCi0, sKiI mpuiiMaroTh pimeHHs (DM), omuHarouu
3aiiB1 pI1BHI Y3 OJIKEHb;

— wmakcumaiaeauit ROI: 72% MapkeTosioriB MiATBEPKYIOTh, 1110
ABM neMoHCTpy€e BUIILy OKYITHICTh TOPIBHSIHO 3 IHIIMMU CTPATETISIMHU.

2. Cepenniii 6i3Hec (Scale-ups):

— TOYHE BUKOPUCTAHHS PECYpPCIB: BIIMOBA BiJ MACOBUX PO3CUIIOK
Ha KOPHUCTh MEPCOHATI30BaHUX KaMMaHId J03BOJISE€ YHUKHYTH MapHUX
BUTpAT OIOIKETY;

— yrpuManHs kiieHTiB  (Retention): ¢okyc Ha iCHyIOUHX
CTpaTEriyHUX aKayHTax JOMOMarae He JIMIIE 3aJly4YaTh HOBUX KIIIEHTIB, a
il epexTHBHO MacmTadyBaTH q0Xi/1 Bijg motrouHux (upsell/cross-sell).

3. dinTex Ta aBTOMAaTH3AIlA (CIeliali30BaHl PIIICHHS ):

— cHHXpOHi3amis BiaautB: ABM 3Mylye BIIIIIM MApKETUHTY Ta
NPOJIaXiB MPAILIOBATH SK €JAWHE IIiIe, M0 KPUTHYHO IS CKJIATHUX
U(PpOBUX NPOTYKTIB.

Asne ABM Ttakox Mae psajg 0OMeKeHb Ta BUKJIUKIB.

1. Manuii 6i3Hec Ta HU3bKOMapKMHAJIbHI TOBapH:

— BHCOKa BapTICTh cTapTy. JIJIsI HEBEIMKUX ITiAMMPUEMCTB BUTPATH
Ha QHAJITUKY Ta IMEPCOHAI3AII0 KOXXHOTO KJIIE€HTA MOXYTh MEPEBHU-
IIyBaTH NOTCHI[IHHUNA NPUOYTOK;

— TpyaomicTtkicTb. ABM BuMarae rimOOKOro AOCHIIKEHHS KOXK-
HOTO aKayHTa, II0 BaXXKO peajizyBaTu 0€3 3HAYHOTO ITaTy ado J0pOroi
aBTOMaTHU3aIlli.

3aranbH1 0OMEeKeHHS (1151 BCIX THUIIIB):

— BaJeXHICTh BiA gaHux. Y 2026 pomi ycmix ABM kputudHo
3aJICKUTh BiJl SKOCTI I1HTETPOBAaHMX JAaHMX; MOMWJIKHA B aHAIITHUII
NPU3BOJIATH 10 BUOOPY HETIPABWIHHUX IILJIEH;
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— HenpuaaTHiCTh A macoBoro pusky (B2C). Crparteris mpak-
TUYHO HE MPAIIOE€ B CETMEHTAX, JI¢ PIIICHHS MPO MOKYIKY MPUINMAIOThCs
IIBUJIKO Ta 1HIWBIAyaIbHO, @ HE KOJIEKTHUBHO;

— CKJAJHICTh MaciiTaOyBaHHs. Xoda 1HCTpyMeHTH 2026 poky
MOJIETIIYIOTh MPOIIEC, MEPCOHAI3AIlISI HAa TUCSAYl aKAyHTIB 3aJIUIIAETHCS
CEpHO3HMM TeXHIYHUM BUKIUKOM [12].

IHCalMTH K1 MOKHAa BUHECTH CTOCOBHO JIOCIIIKYBaHOT TEMHU.

[lo-nepiie, oOMEXEHHSI HEBEIUKUM ITyJIOM aKayHTIB — SIKICTh
BOXJIMBIIIA 3a KUIbKICTh. HeoOXigHO pOOUTH E€KCKIIIO3UBHI MaTepiayiud
TSl KOSKHOT pouti — He yHiBepcainbHl PDF-nipe3enTanii.

[To-gpyre, npogaxi + MapKEeTHHI = OJHA KOMaHJA. ¥Y3TOJKCHHS
MOBIIOMJICHHS, TEPMIHU, CTUJIb CITUIKYBAHHS.

[To-TpeTe, BUKOPUCTOBYBAaTH M'sIKi BXOJU: 3alpoIICHHS Ha
BeO1HApH, KOPOTKI OMUTYBAHHS, KOHTEHT 0€3 MPOJAaXKy.

[To-ueTBepTe, 3aTy4aTt OCOOMCTI OPEHIU EKCIIEPTIB MiAMPUEMCTBA —
1€ MIJIBUILYE IOBIPY HA paHHIX €Tarax.

I ocranne, BaxknuBo Te, mo ABM — 11e He kammaHis, a nporec. Bin
HE Ma€ JaTH 3aBEpIICHHSA, 00 3 KOXXHUM KJIIEHTOM CTOCYHKH MOTJIHO-
JIFOIOTHCA.

BucHoBku. ABM-MapkeTUHT € MOTY>KHUM IHCTPYMEHTOM JIJIsl CY-
YaCHUX MiANPUEMCTB, SIK1 PALIOIOTh HAa BY3bKHUX 200 BUCOKOKOHKYPEHT-
HUX pUHKaX. BiH 7103BOJIs€ HE JUIIE MPUCKOPUTH MPOJaXi, ane i Oyay-
BaTH JOBIOCTPOKOBI, B3AEMOBHI1/IHI CTOCYHKH 3 KJIIOUOBUMU KJI1€EHTAMU.
VYcemimna peanizanis ABM BuMarae 4iTKoi cTparterii, riIuOOKO1 aHai-
TUKW, KOOpJMHAIIT MDK BIJJIJIaMHd Ta BUKOPUCTAHHS Cy4aCHMX MapKe-
TUHTOBUX TexHojorik. IlinnpuemMctBa, ski iHTerpyroTb ABM y cBoro
MapKETUHIOBY CTPATEriio, OTPUMYIOTh KOHKYPEHTHY IE€peBary 3a paxy-
HOK TIepCOHaji3allii, 3pOCTaHHsS JIOSJIBHOCTI KJIIEHTIB Ta I1JBHUIICHHS
€(DEKTUBHOCTI MapPKETUHIOBUX OIOJI’KETIB.

Kondguikr iHTepeciB: aBTOp NOBIIOMISE TPO BIJICYTHICTDH
KOH(IIKTY 1HTEPECIB.
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Abstract. The article discusses the theoretical foundations of the Account-Based
Marketing (ABM) concept, which is becoming increasingly relevant in the field of B2B
communications. It analyzes the evolution of marketing approaches from mass strategies to
personalized models, where the focus on individual customer accounts becomes key. The
theoretical part of the paper outlines the basic principles of ABM, its difference from traditional
marketing, and its role in forming long-term relationships between companies. The relevance of
the transition from traditional mass marketing strategies to personalized approaches focused on
individual customer accounts is justified, which allows for increased communication efficiency
and business process effectiveness.

The research methodology is based on a systematic analysis of scientific sources, a
comparison of classical and modern marketing models, and a generalization of the practical
experience of companies that have implemented ABM in their activities. Content analysis, case
studies, and empirical data synthesis methods were used to provide a comprehensive coverage of
the issue.

The results of the study show that ABM helps optimize marketing costs, increase
conversion rates, and build long-term partnerships with customers. The key stages of ABM
implementation have been identified: identifying target accounts, creating personalized content,
integrating marketing and sales teams, and applying digital technologies and data analytics. It is
noted that the use of ABM in the B2B segment not only ensures the achievement of short-term
business goals but also the formation of sustainable competitive advantages.

The material presented in the article combines theoretical analysis and recommendations,
making it useful for both researchers and practitioners who seek to implement modern marketing
tools in their activities.

Key words: ABM marketing, ABM strategy, B2B segment, sales funnel, account, lead.
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