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Anomauin. Y cmammi pozensnymo meopemuuni 3acaou kKonyenyii Account-Based Mar-
keting (ABM), wo nabysae dedani 6invuioi akmyanvrnocmi y cgpepi B2B-xomynixayii. Ilpoana-
JII308AHO €BONIOYII0 NIOX00I8 00 MapKemuuey 6i0 MAacosux cmpameeiii 00 NepcoHANi308AHUX
Mooernell, 0e KIY08UM CMaAc OKYyC HA OKpeMux KIiEHMCcbKux axkayumax. Teopemuunuii 610K
cmammi oKkpecaroe 6azo6i npunyunu ABM, tioeo iominnicme 6i0 mpaduyilinoco Mmapkemunzy ma
POb Y (hopmMy6anHi 00620CMPOKOBUX 8IOHOCUH Midc nionpuemcmeamu. OOIPYHMOBAHO AKMYalb-
Hicmb nepexody 8i0 MpaouyiliHuxX MACOBUX MAPKEMUH208UX cmpameeiil 00 NepCoOHANI308AHUX
niox00i8, OPIEHMOBAHUX HA OKpeMi KIIEHMCHbKI aKayHmu, wo 00380J5€ NIOSUWUmMu epexmus-
HICMb KOMYHIKAYil ma pe3yibmamusHicms Oi3HeC-npoyecis.

Memooonozcis Oocniodxcenns 0a3yemvcsi HA CUCMEMHOMY AHANI3I HAYKOBUX Odicepel,
NOPIBHANHI KIACUYHUX MA CYUACHUX MAPKEMUH208UX MOOeNell, a MAKOMC Y3a2anlbHeHHI NPaKMUK-
HO20 00C8idy nionpuemcms, ki enposaounu ABM y enacmuy oisnvuicme. Bukopucmano memoou
KOHmMeHm-ananizy, Keuc-cmaoi ma cummesy eMnipuuHux OaHUX, wjo 3a0e3neyunc KOMHIEeKCHe
BUCBIMIEHHA NPOOIEMATMUKUL.

Pezynomamu 0ocnioscenus demoncmpyroms, wo ABM cnpuse onmumizayii eumpam Ha
MapkemuHe, niOSUWEHHIO Pi6HS KOHEepCIi ma (opmysanHio 00620CMpPOKOBUX NAPMHEPCLKUX Gi0-
HOCUH i3 Klienmamu. Buseneno kaouoei emanu enpogadxcennsi ABM: ioenmupixayis yinboeux
aKaynmis, CmeopeHHs NepCcoHani308aH020 KOHMEHmMY, IHme2payis MapKemuH208ux ma npooaic-
HUX KOMAHO, 3ACMOCYBAHHS YUDPOBUX MEXHONO02I Ma aHANIMUKU OAHUX. 36epHymo yeazy, ujo
suxopucmannsi ABM y B2B-ceemenmi 3abesneuye He auuie OO0CACHEHHS KOPOMKOCHPOKOBUX
OisHec-yinet, a u hopmy8anHs cmilKux KOHKYPEeHMHUX nepesaz.

3anpononosanuii y cmammi mamepian nOEOHYE meopemuyHUll anaiz i pekomerHoayii, wo
pooums 11020 KOPUCHUM AK OISl HAYKOBYI8, MAK I O NPpAKMUKis, AKi NpazHyms 6nposaoumu
CYUACHI MAPKEMUH2081 IHCMPYMEHMU Y GIACHY OIIbHICHb.

Knrwowuosi cnoea: ABM-mapremune, ABM-cmpameezisa, B2B-ceemenm, éoponka npooaoxcia,
akaynm, 1iou.

IlocTanoBka mpoOjgemMu. Y cydacHOMY Oi3HEC-CEpEeIOBHII, JIe
KOHKYPEHIIISI 3a JOSJIbHICTh KJIIEHTIB IMOCHIIOETHCS, a pecypcu oOme-
KE€Hl, MapKETHHTOBI CTpaTerii moTpeOyloTh MepeocMucieHHs. Tpaau-
IIMHI MAX0AW, OPIEHTOBaHI Ha MacmTad Ta KUIBKICTH JIJIIB, 4YacTo
BUSIBJISIFOTHCST HEE(DEKTUBHUMM Ha PUHKAX 13 BY3bKOIO CIICIIiaji3alli€ro
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a00 BHMCOKOIO BapTICTIO YroAu. Y TakuUX YMOBaxX Ha MepUIUMd TiaH
BuxoauTh Account Based Marketing (ABM-cTparerisi, cipsMoBaHa He
Ha IMIHAPOKY ayAaUTOpil0, a Ha TIMOOKY, IMEPCOHAT30BaHy poOOTY 3
0oOMEXEeHUM KOJIOM KIIIOUOBHMX KJI€HTIB (akayHTiB)). ABM moeanye
MapKETHUHT 1 MPOJIaXi B €IMHY CUCTEMY, JI€ KOXKHA B3aEMO/II1 Oy1y€ThCs
Ha OCHOBI IHAMBIIYaJbHUX MOTPEO Ta KOHTEKCTY IIIOBOTO akayHTa. Lls
CTaTTd po3nigae TeopeTuyHi 3acaan  ABM, #oro mnpakTuyHy
peanizaiilo Ta TMepeBard s MANPUEMCTB, 5Kl MNpaioTs y B2B-
CErMEHTI.

AHaJTi3 oCTaHHIX xocjikeHb 1 myOsaikamiii. Ha nmanuii 4ac
y NEpIOAUYHUX BUAAHHAX YKpaiHM HEMa€ JOCTaTHbOI KUIBKOCTI HAyKO-
BUX TIpallb, sIki O po3kpuBanu cyTHICTh ABM-MapkeTHHTy Ta 0COOJIHMBO
noOynoBu Horo crtparerii. Jleski aBropu [1; 2; 3], ABM-mapkeTunr
PO3TJISAIAI0Th OMOCEPEAKOBAHO, BKIKOYAIOYM MOT0 y CTpPATErit0 BEICHHS
0i3necy y B2B-cermenti. Inmn [4] — numie TeopeTwdHuil 0aszuc Iii€l
KOHIIETIII1 BeICHHS MIAMPUEMHHUIIBKOL TISUTHHOCTI.

Tomy nig ycminiHoi Cy4acHO1 MiANMPUEMHULIBKOL JTISUIbHOCTI HEOO-
XiHO 1HAMBIAyandi3oBaHuil miaxia. ABM 3aGesneuye mianmpuemMcTBam
HU3KY TIepeBar, siki MpsiMO BIUTMBAIOTH HA 1X KOHKYPEHTOCIPOMOKHICTb.

[To-nepmie, ABM mnokpaniye y3roskeHICTh Mk BIJIIaMU MapKe-
TUHTY Ta MPOJaXiB, 00’ €IHYIOUM iX HABKOJO POOOTH 3 KOHKPETHUMHU
aKkayHTaMU Ta CHIJbHUX MOKA3HUKIB ycmixXy. JlOCHIIPKEHHS! TTOKa3ylOTh,
mo 82 % B2B-mapkeTosioriB BiJI3HAYAIOTh CYTTEBE MOKPAICHHS
B3a€MOJIIi MapKeTUHTY 1 mpojaxiB 3aBasku ABM-ctparerii [5]. Taka
CUHEprid crpuse e(EKTUBHINIOMY 3ay4€HHIO KIIEHTIB 1 MIBUIUIIOMY
YKJIQJIaHHIO YTOJ.

[To-apyre, ABM n03BoJisi€ CKOHIIECHTPYBAaTH PECypCH Ha HAHO1IbIII
MEPCIEKTUBHUX KJIIEHTAaX, 1[0 MiABUILYE KOCPIIEHT YCHIIMIHUX MPOJa-
KIB. 3a JaHUMHU ONUTYBaHb, 86 % MapKeTOJIOTIB ITOBIJOMUIIM PO I1JIBH-
IIICHHSI PIBHS BUTPAHUX yTOJl Y Pe3yabTari BlipoBakeHHsS ABM [6].

[To-TpeTe, 1inbOBa MEpCOHATI30BaHA B3aemojiss y pamkax ABM
MPUBOJAUTH JIO 3pPOCTAaHHSA IIOKAa3HUKIB BIJJIadyi Ha MapKETHHIOBI
iaBectHIl (ROI). 3rimHo 13 Tno0allbHUM JOCIKEHHSIM Momentum
ITSMA, 90 % nianpueMcTB BxkKe peanizyroTh ABM-nporpamu, npuaomy
81 % 3 HuUX BiA3HAYAIOTH BUIY peHTaOenbHicTh 1HBecTulid (ROI) y
MOPIBHSAHHI 3 1HITUMH MapKETHHTOBUMH akTUBHOCTAMH [4]. TlomiOHe
onutyBaHHs Marketo/Adobe 3acBiguuniio, mo 0au3bko 76—87 % mapke-
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TOJIOTIB BBA)KAIOTh MOBEPHEHHs 1HBECTHUIlIM Big ABM Buium, HiX Bif
TpaJIMIIMHUX KaMIaHii [7].

Ak moka3ye cTaTHUCTHKA, MANPUEMCTBA, K1 3ampoBaamwin ABM,
JIEMOHCTPYIOTh 3HAYHE 3pOCTaHHS A0X0/1B. 3a manumu MarketingProfs,
MPUPICT TOXOAY TaKUX MIANPUEMCTB Moxke csiratu 208 % [5].

HeBupimeni ckiaagoBi 3arajabHol npoodJjemu. Hespaxarouu Ha
nonysipHicTh ABM, 6arato mianpueMCTB CTUKAIOTHCS 3 TPYIHOIIAMH Y
Moro BrpoBakeHHI. Cepen HUX: BIICYTHICTh YITKOI METOJOJOTII
BUOOPY IMITBOBUX aKayHTIB; HEAOCTATHS KOOPJWHAISA MK BiIIIIaMH
MapKEeTHHTY Ta TPOAaxiB; CKIAAHICTh y BHUMIPIOBaHHI €(pEKTUBHOCTI
ABM-kaMmnaHiii yepe3 JIOBTHMl IUKJI MPOJAXiB; OOMEXKEHICTh 1HCTPY-
MEHTIB IS TJIMOOKO1 MepCOoHaT3alli KOMyHIKaIlli; pU3UK TNepeHaBaH-
Ta)XCHHS PECYpPCiB MPH pOOOTI 3 HEBEJIUKOIO KIJTBKICTIO aKayHTIB.

ABM-mMapkeTuHr 0COOJMMBO €(EeKTUBHUNA JJIS TIEBHOTO KOJIa
mianpueMcTs (puc. 1).
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PO3KPUTTS 111€1 KOHIEIIT BEJICHHS Cy4acHOro Oi3HecCy:
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— po3kpuTu cyTHICTh ABM Ta #ioro BIAMIHHOCTI BiJ TpaauIIiii-
HOT'O MapKETHHTY,

— JeTaJbHO ONKCATH €Talu BIpoBaKeHHsT ABM-cTparerii;

— BHUIUIATH KJIOYOB1 1HCTPYMEHTH Ta TEXHOJOTIi JJIs peaymi3arlii
ABM;

— TpoaHaji3yBaTU IepeBaru Ta oOMexeHHs ABM nis pizHUX
THUIIIB O13HECY;

— 3alpoIlOHYBaTH IMPAKTHUYHI PEKOMEHJAIlli II0J0 I1HTerparii
ABM y MapKeTHHTOBY CTpATET1IO MiAMPUEMCTBA.

@opmyaOBaHHA Wijiedl crarri. MeToo J1aHoi CTaTTi € CucTe-
Martu3ailisi 3HaHb Tpo ABM-MapKeTUHT, BUZBHAYEHHS WOro MiCls y Cy-
JacHIM MapKETHUHTOBIM cTpaTerii Ta HaJaHHS MPAKTUIHUX PEKOMEH Al
JUISL IOTO YCITIITHOTO BIPOBAKEHHS Ha I1IIMPUEMCTBAX.

BukJsiax ocCHOBHOTo MaTepiajay aociaizkeHHsA. MapKeTHHT L1JIbO-
BuX KiieHTIB (ABM) — 1ie Tunm mapketunry B2B, skuit 30cepemKyeThes
Ha y3ro/DKCHHI MapKETHHTY Ta IMPOJAXKIB IS JOCATHCHHS KOHKPETHUX
IUIbOBUX 3amuTiB (KimieHTIB). ABM posrismae 1UIbOBUX KIIIEHTIB SIK
€IVHI PUHKHU 1 HAroJIOIIyE€ Ha SIKOCTI, a HE Ha KUIBKOCTI MOTEHIIMHUX
KJIIEHTIB.

3anexxHo BiJ JAeTaiizalli HalUIIoBaHHs KiieHTa (OyJIb TO MOTEH-
IIMHI Y1 HasBHI KjleHTH), Tpynu ABM 3a3Buuail mpoBOAsATH OJMH 13
TaKUX THUIIIB MApKETUHTY HAa OCHOBI IOPTPETY KJII€HTA:

1. ONE-TO-ONE ABM. Hamuteno Ha 5-10 mianpuemctB. Hanae
MepCOHAJII30BaHUI BMICT 1 MOBIJOMJIEHHS O€3MOcepeIHhO Ha IIJILOBOTO
KJIIEHTA, 3HAYHOIO MIPOI0 MOKJIAJAETHCS HAa BIAHOCHUHHU 3 IIUMH KIII€H-
TaMu. BUKOPUCTOBY€ETHCS MIPU MOUTYKY HAUOUIBIIT TPUOYTKOBUX YTOJ.

2. ONE-TO-FEW ABM. HamineHo Ha KiIacTepu KIIOYOBUX
KJIIEHTIB, SIKI MAlOTh MOAI0HI XapaKTepUCTUKH (3a3BUYail 3—5 KIlacTepis,
3a3puyail koxkeH 13 50-100 kJIr04OBMX KIIEHTIB). bbbl Jierka nepco-
HaJi3aIlisl; 3aMiCTh TOTO, 100 CTBOPIOBATH PIi3HI IMOBIAOMIICHHS IS
KOKHOI KOMIIaHii, el MiJIX1JT PO3LIUPIOE OOMIH MOBIJOMIICHHSIMU J0
OUIBIIMX TPYI KJIIFOYOBUX KITIEHTIB.

3. ONE-TO-MANY ABM. Opientyetbes Ha cnucku Big 100 mo
1000 xommaniii (ane HeMae (piKCOBaHOrO OOMEXKEHHs). Y TOM dYac sK
HaBeJICH1 BUIIE TUMH O1IbIlIe CTOCYBAIMCS MEpCcoHai3allii Ta mody/10BU
BiHOCHH, Iiei Tum ABM cTocyeTbcs TEeHEpyBaHHS MOTCHIIMHUX
KJTIEHTIB.
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HeoOxigH0 mam’araty, mo BuieHaBenacHl tunu ABM He B3aemo-
BUKIItoYaroThes. Komangam ABM He 000B’SI3KOBO BHUKOPHCTOBYBATH
JIUIIE OJIMH 13 TPhOX BHUILCHABEICHUX THIIIB. Ix MoskHa KOMOiHyBaTH ab0
BHUKOPHCTOBYBATH SIK B3aeMo3aMiHHI. Hampukiana, mianpueMcTBO MOXKeE
3aXOTITH MOYATH JIMIIE 3 KUIBKOX MEPCIEKTUBHMUX KJIFOYOBHMX KIIIEHTIB
(OJIMH 1O OJTHOTO), a TOTIM MacIITa0yBaTH CBIM ycmix (OJUH J0 KUIHKOX)
[8].

Account-based marketing — 1e mpo TIHOMHHY MEpCOHAI3ALIIO.
[le¥ miaxig OCOOMMBO aKTyaJIbHUW Ui KOMITaHINA, K1 PO3MIISAAIOTH
KOKHOTO KJTIEHTA SIK 1HIUBIAyaIbHUM PUHOK.

3MOJICIII0EMO, 1110 KOXKEH KIIIEHT (aKayHT) 1 HOTro KyIiBeJbHa MOJ0-
POX — I1e CHIKMHKA — JIBOX OJTHAKOBHMX He icHye. Tox B2B-mapkeTunr
nependayae TMOMIYK 1J€adbHUX KIIIEHTIB 1 JOKJIAJaHHSI JOJATKOBUX
3yCWIb JJIsI 1XHBOTO 3ailydeHHsl. ToOTO WaeThCsa MpoO CTBOPEHHS 1HIU-
BIIyaJIbHUX CTpaTerii Iy KOKHOTO O13Hecy.

Y ABM BOpOHKA MOYHMHAETHCS «HABMaKW» — TOYKA BXOJIY PO3Ta-
[IIOBaHA HAa BEPIIMHI KOHYCY, OCKUIBKY MOTEHIIIHHUN KIIIEHT TEOPETUUHO
OMMKYMil 10 KOHBEPCIi, HIK y KiacudHOMY (perMBOPKY JIigoreHeparii

(puc. 2).

Jlitorenepanis MapkeTHHT KJII090BHX KJI€HTIB
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Puc. 2. IlopiBHSIHHSI KJIAaCHYHOI BOPOHKH NpoaaxiB Ta ABM-BopoHku
Licepeno: cghopmosano asmopom
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PosrnsHeMo netanpHINIE MEXaHI3M peamizaiii Mporo Miaxody Ha
MPaKTHIII.

1. HeramizoBanuii Tapretunr. Hacammepen B2B-mapkerusr,
OpIEHTOBAHMM HaA KJIIOYOBHX KJIEHTIB, MOTpeOye YITKOTO (POopMyBaHHS
ineansHoro npodiuato kiaienta (ICP). Jlns mporo HEOOXIIHO BpaxyBaTH
Taki mapamMeTpu, SK pIBEHb JOXOJIB MIANPHUEMCTBA, HOTO Tally3eBY
HAJIC)KHICTh, BIAMOBIAHICTh MPOAYKTY ab0 MOCIYTrd HasBHUM Oi3HEC-
mpolecaM, a TaKoXX CTPATEeTiuHy 3HAUYYIIICTh KII€EHTA JJIsI PO3BUTKY
Oi3HeCYy.

2. Hocmimxenns axayHTiB. Ilicias Bimbopy KIFOYOBUX JIiJIIB
JOIIJIBLHO 3A1MCHUTH X MOTIMOJICHUN aHa13 3 METOI0 BUSHAYEHHS KOHK-
pPETHUX TOTpeO, MPOTHO3YBAHHS MOXKIMBUX Oap’€piB Ta GOpMyBaHHS
YiTKUX LUIed croiBnpaui. OTpuMaHi pe3yiabTaTH CIAYTYIOTh HIAIPYHTIM
JUIsl CTBOPEHHS TIEPCOHAII30BAHUX MAPKETUHTOBUX PIIICHb.

3. ®opMyBaHHS TMEPCOHATI30BAHOTO KOHTEHTY. HactynmHum
€TaroM € po3poOKa 1HAWBIAYaTI30BaHOTO0 KOHTEHTY ISl KOXKHOTO I[1JIbO-
BOro akayHty. lle MoOXyTh OyTH NIEpCOHaII30BaHi €JICKTPOHHI JHUCTH,
TEeXHIYHA JOKyMEHTaIlis, BeOlHapu Ta 1HIII MapKETHHTOBI MaTepiajw,
ajanToBaHl M0 crenudiYHuX MOTped, MpoOieM 1 3alliKaBjieHb KOHK-
PETHOIO KJIIE€HTA.

4. MynbTuKaHaIbHUN MapkeTUHr. Y mexax ABM-nigxonay 3acro-
COBYEThCS KOMIUIEKC PI3HUX KaHaJIIB KOMYHIKAIli 3 I[IJIbOBUMH KOHTaK-
TaMH, 30KpeMa email-MapKeTHHT, aKTUBHICTh Y COIlIAJILHUX Mepexkax,
MPsSIMi PO3CUIIKHU TOIO. SIK TMTPaBWIIO, BCI 111 IHCTPYMEHTH 1HTETPYIOTHCS B
MEKaX €JIMHOI Y3TOJI)KEHOI MapKETUHTOBO1 KaMIIaHii.

5. Y3romxkeHHs npojaxiB 1 MapkeTunry. I[lignpueMcTBa, y sSKUX
KOMaHI{ MPOAaXiB 1 MApPKETHUHTY TICHO B3aEMOiIIOTh y Mexax ABM-
cTpaTerii, JeMOHCTPYIOTh ICTOTHE 3pOCTaHHS (PIHAHCOBUX PE3yJIbTATIB.
3o0Kkpema, 10X1] BiJl MAPKETUHTOBOI AISJIBHOCTI MOKE 3POCTH O1IBII HIXK
y JBa pas3u, a pIBEHb YCIIIIHOTO 3aKPUTTS Yyroj — MaiXke Ha Bl
TPETHHU.

6. TexHomorii Ta 1HCTpYMEHTH. J[J JOCATHEHHS MaKCUMAaJIbHOI
€(DEKTUBHOCTI MApPKETHHTY KJIIOYOBUX KIIEHTIB JOLUUIBHO BUKOPHUCTO-
ByBaTu CRM-cucremu Ta aHamiTu4Hi miIathopmu, sKi 3a0e3MeUyIoTh
MOHITOPHUHT, aHAJII3 1 YIPaBIIIHHS B3a€EMOII€I0 3 I[ITbOBUMU aKayHTaAMH.

Buxoasuu 3 HaBeIEHOTO BUIIE, MOXKHA CTBEPIXKYBATH T€, 10 KOJIH
PUHOK BY3bKMH, a KOXEH KOHTPAaKT — CTpaTeriyHuM, KIaCUYHUN
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MapkeTuHr He npamroe. ABM-miaxin (Account-Based Marketing) 3oce-
PEIKYEThCA HE HA MacoBOMY Tpadiky, a Ha TOUKOBIM poOOTi 3 KOHKPET-
HUMH KOMIaHISIMU-TIUISIMHA Ta JIOJAbMH, K1 MPUHAMAIOTh PIIICHHS.

Akmo Oi3Hec — IIe opraHi3M, TO OI3HEC-IIpolleC — 1€ HEPB, IO
nepesiae JKUTTEBO BAXJIMBI CUTHAIM 1 3a0e3leuye >KUTTENISIbHICTD.
TodHO sIK HEpBU B T, O13HEC-MPOIIECH 3a0€3MEUYIOTh B3a€EMO3B’SI30K
MDK PI3HUMH WOT0 YacTHHAMHM 1 PEaKIlil0 Ha MIHJIMBE CEPEIOBHIIIE,
poOJISIYM  yCIIX HE TMPOCTO METOK, a TMPUPOJHUM PE3yJbTaTOM
rapMoHiiTHOT poOOTH BCi€i cuctemu [9].

[Ipouiecu MarOTh BJIACTHUBICTh CUCTEMHOCTI. A CHUCTEMHICTh MOYH-
HaeTbes 3 (hopMaizailii, TOOTO 3 KOHKPETHUX LILTiH, Ta Ma€ TIEBHI €Tamu.
Ha puc. 3 npeacrasieno etanu BnpoBaxeHHss ABM-crparertii.

Po3risiHeMo moeTanHo Ta OiIbII JIeTalbHO BIPOBaKeHHST ABM-
CTpaTerti.

Eman 1. Bubip yinvoeux axaynmise. Heobxiqno BuzHauutu 20-30
MIIMPUEMCTB, SIKI peaJbHO BIANOBIAAIOTH MPODUTIO 1€aTbHOT0 KIIIEHTA
(ICP - Ideal Customer Profile). Kputepii MOXyTh BKItOUATH:

— rajy3b Ta PO3MIp HIAIMPUEMCTBA;

— reorpadiyHe po3TalryBaHHS;

— (hiHaHCOB1 MOKAa3HUKHU (000POT, IPUOYTOK);

— TEXHOJIOT1YHHI CTeK a00 1HPACTPYKTYpPY;

— 1CTOPII0 CHiBMOpAIll 3 KOHKYPEHTaMHU.

HeoOxiJHO BUBYMTU BHYTPIIIHIO CTPYKTYPY KOXKHOTO MiJIpH-
€MCTBA:

— Decision Maker (To#, xTo npuitmae pimenss): CEO, CFO, CTO;

— Influencer (Toi, XTO BIIMBA€ Ha PIllICHHS): KEPIBHUKHU BIJJITIB,
daxiBiii;

— Champion («BHYTpIIIHIN aaBOKAaT»): CIIBPOOITHUK, SKWW Mif-
TPUMY€ TIPOAYKT BCEPEANHI MATPUEMCTBA.

Buxopucranns LinkedIn, caifTu miampuemMcTBa, BIAKPUTI JKepena —
HE aBTOMAaTW4Hi 0a3u.

Eman 2. Ilepconanizayia nio poni. KoxkxeHn criBpoOITHUK MiANPH-
€MCTBA Ma€ CBOI IHTEPECH Ta KpHUTepii mpuiHATTS pimeHb. [lepconanmi-
3aI1isg KOHTEHTY — K104 70 ycrnixy ABM.
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s hinancoBoro aupektopa — akieHT Ha ROI, ekoHoMit0 BUTpaT,
MIPOTHO30BaHICTh OOKETY. [ TexHIYHOTO aupekTopa — Oe3leka,
1HTerpallisi, MacIITa0OBaHICTh, TEXHIYHA MIATpUMKA. s KepiBHUKaA
BIIJIUTY: 3pYYHICTh BUKOPHUCTAHHS, IMBUIKICTh BIPOBAKCHHS, HaBUaH-
HS CHIBPOOITHUKIB.

dopmaTy MEepCOHATI30BAHUX MaTeplalliB: 1HAWBIAyaIbHI JICHIIHTH
3 IM'IM TIAMPUEMCTBA Ta JOTOTUIIOM; B1JICO3BEPHEHHS BiJl KEPIBHHUIITBA
MIJMPUEMCTBA; KEUCH 3 aHAJOTIYHUX MIANPUEMCTB Yy Taly3l; Iepco-
HaJI130BaH1 €JICKTPOHHI JIUCTH 3 KOHKPETHUMH MPOTIO3HUITISIMHU.

Eman 3. Ilob6yoosa xomynikayii. ABM-MapKeTUHT — 1€ JI1aJIoT, a He
MoHoJor. [TounHaTh Tpeba 3 KOpHUCTi, a HEe 3 IMpoAaxy. Tomy HEOOXiIHO:
IUJIUTHCI €KCKJIIO3UBHOIO AaHAJIITHKOK, MOOCIIKEHHSIMH, 1HCAUTAMU,
3alpollyBaTH Ha BeOiHap abo0 KPYrjauil CTUI 3a y4acTH) €KCHEPTIB;
MPONOHYBAaTH OE3KOIITOBHI ayJuTH a00 KOHCYJbTallil; BUKOPUCTOBY-
Batu comianbHi Mepexl (LinkedIn, Twitter) s HeHaB'SI3IMBOIO
KOHTaKTY.

3aMICTh «KYIITh y HAc» — «JaBalTe MOKaxy, AK IHII MiIIpu-
€MCTBA 3 BAllIOT0 PUHKY BUPIIIWIM MOJAIOHY TIpobiiemy». 3anyyatu SEO
a00 TeXHIYHUX EKCIIEPTIB Y J1aJIOT — 1€ HiJBUIIYE JOBIPY.

Eman 4. Opxecmpayis xkowmaxkmig. YCl KaHalld KOMYHIKaIlii
MaTh OyTtu y3romkeHni: email, LinkedIn, TapretoBana pekiama,
KOHTEHT-MapkeTuHr. HeoOximHo BuxopuctoByBaTd CRM (Hampukian,
HubSpot, Salesforce) nns BiacTexxenHs B3aemojiin. ChigkyBaTH, 00
KO)KEH KOHTAaKT IIPOJOBXKYBaB IIOMEpEeHIM, a He ayO0JIroBaB MOTO.
dopmyBaTH JOTIYHHUM JAHIIOT B3a€MO/III: 1IKaBICTh — JOBIpa — Jiajior
— TECT — KOHTPAKT.

Eman 5. Bumipiosanns pesyromamis. ABM-MapkeTHUHT BUMAarae
HOBOIO MiAXOMy N0 aHamiTuku. He opieHTyBaTucs nuiie Ha JiU —
BIJICTe)KYBaTH MPOTPeCc BCcepeanHl akayHTa. KIFOUOBUMH MeETpUKaMu
MOXke BHUCTymaTu: Engagement metrics — BIAKPUTTS JIUCTIB, KIIIKH,
neperjsian KOHTEHTY; Sales metrics — KUIbKICTh 3yCTpIUed, 3alUTH Ha
neMo, mporo3uilii; Business metrics — BapTICTh yroju, TEPMiH ITUKITY
MpOAaXy, pIBEHb YTPUMAaHHS KJI1€HTIB.

VY 4KOCT1 IHCTPYMEHTIB JIJIsl BIJICTEKEHHS, MOKHA TTIOPEKOMEH,TyBaTH:
CRM-cucremn; MapkeTuHrosi aBtomatu3aiii (Marketo, Pardot);
anamtuuni atdopmu (Google Analytics, Mixpanel) [10].

Benennss CRM-kapTd KOXHOI'O KIIIEHTA JOIOMOXKE BHU3HAYMTH:
XTO BXE€ 3aJIy4yeHUM, siKi Oap'epu, KU HACTYHHUU KpOK. PerymnsipHo



ExoHoMika TpaHCIIOPTHOr0 KoMIuIekcy, Bun. 47, 2026
ISSN: 2225-2304, 2225-2444 (online) 113

OHOBJIFOBATH «TCILIOBY KapTy» — XTO OJIMIKYE JO YrOJIM, a XTO BUMAarae
noaaTkoBux 3ycmwib. ABM-ctpareris y 2026 porii 3aIUIITUTHCS OJHUM 13
HaOUTbII €(EeKTUBHUX METOMIB JJig OI3HECIB 13 JOBIHUM IIUKJIOM
MPOJaXiB, OPIEHTYIOYUCH HE Ha KIJBKICTH JI/IIB, & Ha SKICTh KOHKPETHUX
IIJIbOBUX aKkayHTIB [11].

Jlo nepeBar ABM nis pi3HUX TUMIB 013HECY MOKHA BIJTHECTH.

1. B2B Enterprise Ta SaaS (Benukwuit 6i3HeC):

— 30UIBIIEHHS CEPEeAHLOT0 YeKa: MIANPHEMCTBA (PIKCYIOTH 3pOC-
TaHHS BApTOCTI PIYHUX KOHTPAKTIB y cepeauboMy Ha 171 % 3aBnsku
(dhoKyCy Ha BUCOKOOIOKETHUX KITIEHTAX;

— TIPUCKOpEHHSA MUKIYy mnpojaxiB: ABM 1o3Bossie BUXOIUTH
Oe3nocepeHbO Ha 0cCi0, siki mpuiiMaroTh pimeHHss (DM), oMuHarouu
3aiiB1 PiBHI Y3TO/I’KCHB;

— wMakcumanbHui ROI: 72% wmapkeToJioriB MiATBEPKYIOTh, IO
ABM neMOHCTpY€ BHUIIy OKYITHICTh IMTOPIBHSIHO 3 1HIITUMHU CTPATETISIMH.

2. CepenHniii 013Hec (Scale-ups):

— TOYHE BUKOPHUCTAHHS PECYpPCiB: BIJIMOBA BiJI MACOBUX PO3CHIIOK
Ha KOPHUCTh MEPCOHANI30BAHUX KaMIaHIA J103BOJISIE YHUKHYTH MapHUX
BUTPAT OIOJIKETY;

— yrtpumanHs kiieHTiB  (Retention): Qokyc Ha ICHyIHOUHX
CTpaTeriyHUX aKayHTax JO0MOMara€e He JIMIIE 3aTydyaTh HOBUX KITIEHTIB, a
i epexTBHO MacTabyBaTu 10X1] Big nmotouHux (upsell/cross-sell).

3. ®iHTEeX Ta aBTOMAaTH3aIlis (CIeriaai30BaHl PIICHH):

— cuHXpoHI3aIs BiaauIiB: ABM 3my1iye BiAAiIM MapKETUHTY Ta
MPOJXKIB TPAIIOBATH SIK €AWHE IIiJIe, M0 KPUTUYHO JJIs CKJIAJIHUX
IUPPOBUX MPOTYKTIB.

Ane ABM Ttakox Mae psim 0OMeXeHb Ta BUKJIMKIB.

1. Manuii 613HeC Ta HU3bKOMAapKUHAJIbHI TOBAPH:

— BHCOKA BapTICTh CTapTy. JJIg HEBETUKUX MIANPUEMCTB BUTPATU
Ha aHAIITUKY Ta TMEPCOHATI3AII0 KOXKHOTO KIIIEHTa MOXYTh IEpPEBU-
I[yBaTU MOTCHIIMHUHN TPUOYTOK;

— Tpynomictkict. ABM BuMarae riuOOKOro JOCIIKEHHS KOX-
HOI'0 aKayHTa, 110 Ba)KKO peajli3yBaTd 0€3 3HaYHOro ITaTy abo J10poroi
aBTOMAaTH3AaLl].

3aragbHi 0OMEXKEeHHS (IJ19 BCIX TUIIIB):

— 3alexHICTh BiJ gaHux. Y 2026 poui ycmix ABM kputuyno
3QJICKUTh BIJ SKOCTI IHTETPOBAaHUX JAaHUX; TMOMHJIKH B aHaJITHIl
MPU3BOJISATH 10 BUOOPY HENPABUILHUX I1JICH;
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— HenpuaaTHICTh s MacoBoro puHky (B2C). Crparteris mpak-
TUYHO HE TPAIIOE€ B CETMEHTAX, JI¢ PIIIEHHS MPO MOKYIKY TPUHMAIOTHCS
IIBUJIKO Ta 1HWUBITyaabHO, @ HE KOJICKTUBHO;

— CKJQJHICTh MacmTa0yBaHHs. Xoua 1HCTpymMeHTH 2026 poky
MOJICTIIYIOTh MPOILIEC, MEPCOHATI3AIlIS HA TUCSIYl aKayHTIB 3aJUIIAE€ThCS
CEepHO3HUM TEXHIYHUM BHUKJIUKOM [12].

[HCalTH K1 MOKHA BUHECTH CTOCOBHO JIOCIII)KYBaHOT TEMH.

[To-mepiie, oOMEXEHHS HEBEJIMKUM TIyJIOM aKayHTIB — SKICTh
BaXJIMBIIIA 3a KUIbKICTh. HeoOXigHO pOOUTH EKCKIIIO3UBHI MaTepiaiu
TUTs1 KOYKHOI posti — He yHiBepcanbH1 PDF-npe3enTartii.

[To-npyre, mpojaxki + MapKeTUHT = OJIHA KOMaHJa. Y3TOJKEHHS
MOB1IOMJICHHSI, TEPMIHH, CTUJIb CTI1JIKYBaHHS.

[lo-TpeTe, BUKOPHUCTOBYBAaTH M'SKI BXOJW: 3alpoOIICHHS Ha
BeO1HAPH, KOPOTKI OMUTYBAaHHS, KOHTEHT 0€3 MpOJIaxy.

[To-ueTBepTe, 3aTy4aTt OCOOUCTI OPEHIU EKCIIEPTIB MiANMPUEMCTBA —
11¢ MiABHUIIYE JOBIPY HA paHHIX eTamax.

I ocranne, BaxxnuBo Te, mo ABM — 11e He kammnaHis, a nporec. Bin
HE Ma€ JaTH 3aBepIIeHHs, 00 3 KOXHUM KIIEHTOM CTOCYHKH IOTJIHO-
JIIOFOTHCHL.

BucHoBku. ABM-MapKkeTHHT € TOTYKHUM 1HCTPYMEHTOM JIJIs CY-
JaCHHUX MIAMPUEMCTB, SIK1 PAIIOIOTh HA BY3bKHUX 00 BUCOKOKOHKYPEHT-
HUX pUHKaX. BiH 03BOJIsI€ HE JIMIIIE MPUCKOPUTH IMPOJaxi, aje i Oyy-
BaTH JOBIOCTPOKOBI1, B3AEMOBHT1IHI CTOCYHKH 3 KJIFOUOBHUMH KJII€HTAMH.
VYcemimnaa peanizaiiss ABM BumMarae 4iTkoi ctparerii, rIu0OKOi aHal-
THUKHU, KOOPAWHAII MK BIIIIJIAaMH Ta BUKOPUCTAHHS CY4aCHMX MapKe-
TUHTOBUX TexHousori. IlinnmpuemMcrBa, ski iHTerpyrotb ABM y cBoro
MapKETHUHTOBY CTpaTerito, OTPUMYIOTh KOHKYPEHTHY TIepeBary 3a paxy-
HOK IepcoHaji3allii, 3pOCTaHHs JIOSJBHOCTI KIIEHTIB Ta ITiABUIICHHS
e(DEeKTUBHOCTI MAPKETHHTOBUX OIOJIKETIB.

Kon@aikTr iHTepeciB: aBTOp MNOBIJOMISIE TPO BIJICYTHICTh
KOH(JIIKTY 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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