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B2B-oTHOLWEeHUdA
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B2B-oTHOLWEeHUdA




B2B-KOMMYyHUKaLUMNU HA HA NpuMepe
nMpamMmuabl Bain (2016)
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The B2B Elements of Value, Bain.com 03.2018
MHTe pakTuBHasa Hdorpadumka, Bain.com

Elements of Value® Insights, Bain.com


https://www.bain.com/insights/eov-b2b-infographic
https://media.bain.com/b2b-eov/
https://www.bain.com/insights/topics/elements-of-value/

LleHHOCT B2B MapKeTUHra:

6a3oBble U PYHKLIMOHASIbHbIE LLEHHOCTH
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LleHHOCT B2B MapKeTUHra: @
KOMMJIEMEHTApPHOCTb U NPOCTOTA BeAeHUsd

6u3Heca
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LleHHOCT B2B MapKeTUHra:
nHaAuBUAyanbHble (MepcoHanbHbIe)
N MOTUBALMOHHbIE LLEHHOCTU
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B2B-npoaaxn — 6 aTanos
Nosib30BaTeJIbCKOIro NyTu

1. Oco3HaHue 1 nokanmsauunsa npobnemobl
2. UccnepoBaHuMe U BbIGOp peLleHuns

3. DopMUpoBaHuMe TpeboBaHUN

4. Bbi6op NOCTaBLLMKA

5. MpoBepKa n o60CHOBaHUE peLLeHUns

6. O6ecneyeHmne npo3pPayvyHOCTN N KOHCEeHCYCa
B peweHnn

4 B2B npopgaku - 6 3TanoB Nnosib30BaTe/IbCKOro nyTu

Five core elements of a powerful sales enablement strategy, Gartner.com

Company-Level Characteristics That
Meaningfully Distinguish Four Enterprise
Change Readiness Profiles
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Gartner.


https://t.me/techart_ru/113
https://www.gartner.com/en/sales/topics/sales-enablement
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KAMEeHTbI FOTOBbI MNaTUTb MPeAnoYnTatoT UMppoBble

10 16% Gonblue 3a KaHa/sibl CaMO O BCny>XBaHUA

BBICOKOE KauecTBo N KOMMYHUKaumMn (Beb-cawnT,

0 6CNYXKIMBAHIS MO 6UNbHO € NPUIoXKEHNe,
KabBWHeT, OHNanH-4aT,
cucTeMa rosocoBoro
oTBeTa)

32% KNNeHTOB
npekpaLwlalT CoOTPYAHNYaTb
Cc NtobnMbIM BpeHOOM nocne
BCEro NIMb OOHOTO

Heyga4HOro onbiTa

Business of Experience o

(Accenture)


https://www.pwc.com/us/en/services/consulting/library/consumer-intelligence-series/future-of-customer-experience.html
https://www.accenture.com/us-en/insights/interactive/_acnmedia/Thought-Leadership-Assets/PDF-4/Accenture-Interactive-Business-of-Experience-Full-Report.pdf

neumep 2. KOHUE@NUMA Business Agility

RESPONSIVE CUSTOMER CENTRICITY = yyTKas K1IMeHTOLeHTPNUYHOCTb:

- integrate diverse ideas = HTerpupoBaTb pa3HoObpasHble NAen

- fiercely champion the customer = 3awmnLaTe KINEHTOB

- sense&respond proactively = IposaBASATb YyTKOCTb 1 MPOAKTUBHO pearnpoBaTb

PEOPLE-FIRST LEADERSHIP = yenosekoopneHTUpOBaHHOE JINAEPCTBO:

- foster authentic relationship = co3gaBaTb 1 pa3BMBaTb MCKPEHHME OTHOLLEHNS
- empower with accountability = HagensaTb 0TBETCTBEHHOCTHIO U MOHOMOUYNAMMU
- realize peoples potential = peann3oBbiBaTb MOTEHLMa KaXA0ro Yenoseka

FLEXIBLE OPERATIONS = rn6kocTb B onepaLOHHOW [eATeNIbHOCTI:

- balance governance and risks = cbanaHc1poBaTb ynpaBAeHue N PUCKA

- fund work dynamically = nHBecT1poBaTb AMHaMUYHO

- reorganize structures fluidly = nnaBHO NPoBOANTL CTPYKTYPHbIE 3MEHEHUS
- adapt strategies seamlessly = aganTnBHO KOpPpPeKTUPOBATL CTPaTErm

BEHAVIORS
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VALUE-BASED DELIVERY = co3gaBaTb 1 JOHOCUTb LLEHHOCTU:

- deliver value sooner = 6bICTPO JOCTaBAATL LLEHHOCTU

- seize emergent opportunities = pearmposaTb 1 UCMNOAL30BaTb
BO3HMKalOLLIe BO3MOXHOCTH

- unleash workflow creatively = TBopuecku pa3BuBaTb paboune npoLiecchbl
- prioritize = paccTaBnATb NPUOPUTETHI

ENGAGED CULTURE = BoBnekaroLas Ky/bTypa:

- actas one = KOMaHAHOCTb

- engage transparently and courageously = gelicTBoBaTb NPO3payYHO
" cmeno

- embed phychological safety = nogaepxvneatb rapMOHUIO 1
MCUXONOTNYECKYHO YCTOMYNBOCTb

- cultivate a learning organazation = pa3BMBaTbCs Kak oby4yatoLLas
opraHusaums

Domains of Business Agility, v4.0, © Business Agility Institute

MaHeBpeHHOCTb 6U3Heca (rMbKOoCTb, aAanTUBHOCTb, business agility) — MHTerpanbHas oueHka, Edu.Techart,

npeseHTaumsa BebuHapa 12.05.2023



https://readymag.website/techart/webinar-20230512/
https://readymag.website/techart/webinar-20230512/

npuvep 3. MAPKETUHI NOC/1e NpoaaX —
HMXHAA9 netna MakKuH3um

MoTpebutenb paccMaTpmBaeT MoTtpebutenu 0o6aBnsalT UKW yoanaioT 6peHab

HayanbHblM Habop 6peHaoB Nno Mepe Toro, Kak OHW OCO3HAIOT YTO OHMU XOTAT

Ha ocHoBe BocrnpuaATWA GpeHaa

M B3aMMOOEMNCTBMA C TOUYKaMU AKTUBHOE UccnepoBaHMe
COMPUKOCHOBEHMS / C6op nHdopMaL MK, NOXoAbl MO MarasmHam

N\

MeTna noANLHOCTHU

OnbIT Noclne NOKYNKU
Tekylwlee B3anMofdencTemne \ K MoTpebutent oOKOHYaTENbHO
BblBUpaeT 6peHn B MOMEHT
MOKYMKW

Mocne NoKynKW NpoayKTa Unu ycnyrv notpebuTtens CTPOUT OXUOAHMUA
Ha OCHOBE MOMYYEHHOr0 OMbITa AN UCMONb30BaHUA B ByayLumx Monb30BaTeNbCKMUX MyTELLECTBUAX



npumep 4. ACCcount Mapping

Account mapplng mcnonblyeTtcd and NnoHMMaHun4, Kak pa60Tar0T OopraHn3aumm KInMeHTOB, onpegejieHnNd

KtoYEeBbIX NUL, MPUHUMaLWMX pelleHusa (JITP), CTOPOHHUKOB U MPOTUBHUKOB, C Lie/blo N/IaHMpPOBaHUA
B3aMMOOTHOLLEHUN.
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MNMpumep 5. NMpumep 6.
Insight Selling — cuna vpoen Momentary market
B B2B-npopa)ax

4 Insight Selling - cuna npen B b2b-npopgarkax 4 Momentary market: 4To TaKo€ MUKPOMOMEHTDI
M MOMEHTasbHble PbIHKN?



https://t.me/techart_ru/116
https://t.me/techart_ru/107
https://t.me/techart_ru/107

npumep 7. ACCcOUNt Based Marketing

Traditional funnel ABM funnel
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Npumep 8. ALBOKATYpPa KJIMEHTOB
(Customer success management)

4 CSM npoTmB NPS: agBoKaTypa KIMEHTOB Ny4lle cpeaHen NosanbHOCTU


https://t.me/techart_ru/69

npumep 9. Self-service B B2B —Ba)kHee, yeM Kaxketca @

Total Experience
Advocacy Interaction

-y

Loyalty Participation

Customer E’“'l’_l';yee Employee
Experience Experience

Gartner

7 benefits of self-service

He3aBMCMMOCTbL OT MECTOMOOXKEHUS ? :,' — Ona coTpyaHWKOB: BbINTU U3 pYyTUHbI U BbIAENUTb

1 BpeMeHu: DakTop cyacTbsa AN v BpeMa a4 6onee NpPoayKTMBHbIX 3a4a4
KITMEHTOB

YckopeHHasa o6paboTka 3anpocoB
Ha o6Ccny>XMBaHMe

[MocToaHHOE KayecTBO

Mporpecc npouecca

BCerga Ha snay : G

Cny4amn o6CnyXXMBaHUA MOXHO CTaHOAPTU3UPOBATD;
npeanocoblfika Ans aBToMaTmsaumm

U3MepuMom, NnpamMasa o6paTHada cCBa3b A4

@ MOHUTOPUHT: MPON3BOAUTENBHOCTb CTAHOBUTCS
ONTUMU3aLMM CyLLIECTBYIOLLMX NPOLLECCOB

<“d Self-service B B2B - BaxkHee, ueM KaxkeTcs



https://t.me/techart_ru/58

npumep 10. VITA (TeKapT) — AONIroCpOYHbIe

OTHOLLUEeHUHd, a HE NpoaaXXHn, asKocucrema
MnapTHepoB U BbipalliMBaHUE K/ITUEHTA

W VITA
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dononHuTenbHble MaTepuanbl NO TeMe

Be6uHapbl nporpammbl Edu.Techart (npeseHTauum):

18.01.2024 CnupanbHaa gMHaMUKa B KOPNOpPaTUBHOM KynbType

21.12.2023 CX-mccneposaHua B B2B

12.10.2023 TMepCoOHaNM3nPOBaAHHbIN MAPKETUHT C NCMOJIb30OBAaHMEM MHCTPYMEHTOB aBTOMaTU3auunmM 1 nugoreHepaumm

12.05.2023 MaHeBpeHHOCTb 6U3Heca (Business Agility)

09.02.2023 AHanunTuMKa B2B-nopTana c gaHHbIMKM Ha CO6CTBEHHOM cepBepe

18.08.2022 B2B KOHTeHT: 6osiblUue paboThl, 6oMblle 3aTpaT, 6osiblle aMMaTUm

AHanutnyeckme nHcamTtbl (TekapT):

03.2022 Kak ynpaBnaTb 6M3HEC-KOHTEHTOM B Kpu3uc 2022 roga v rnocne

12.2020 Business Agility — ckopocTb 1 aganTUBHOCTb 6M3Heca

02.2020 Performance based contracting — KOHTpaKTbl Ha OCHOBaHUM 3PPEKTUBHOCTU, Ka4eCcTBa U pPe3y/ibLTaToB

3ameTKu B telegram:

01.02.2021 CSM npoTtme NPS: agBoKaTypa KIMEHTOB Jlyudlle cpegHem NosaIbHOCTHU

18.01.2021 Customer + Employee + Tech = Total Experience
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photo.techart.ru

Pa6oTa B «TeKapT»
hr.techart.ru

PeneBaHTHble ycnyru:

®* CUCTEMHbIV aHanm3 6V|3Heca, MapKeTnHra

* Pa3paboTKa cTpaTerny pasBmuTus,
CTpaTernpoBaHue

* TpaHcPOPMaALLMOHHbBIN KOHCAaNTUHI

* AHann3 MaHeBpeHHOCTU Br3Heca (Business agility)

* Opr. pasButTme, HR-KOHCaNTUHI

* [MnaTtdopMa MacCoOBOro pas3BUTUA LLMDPOBOM
Kynbtypbl Casestudy, Techart

¢ KoHCanTuUHr B o6nactm umdpoBomn TpaHchopMaumnm

AHannTmMKa n 6UsHec-NNaHMpoBaHMe
research.techart.ru

NHTerpmnpoBaHHbIM MapKeTUHI 1 PR
promo.techart.ru

YHuBepcuTeT «TekapT»
edu.techart.ru

KM telegram-kaHan «CuctemMHoe passuTue 6rsHeca» t.me/techart_ru
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