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NporpamMma

1.1 4710 Takoe B2B oTHOLWEHUA?
1.2 NMokasaTenmn ypoBHS OoTHOLWeEHMM (TeKkapT).

2. UleHHoCTM B B2B oTHOLWEHMAX Ha ocHOBe Nupammabl Bain (2016).
2.1 basoBble, PyHKLMOHANbHbIE.

2.2 JlerkocTtb BegeHuda 6nsHeca.

2.3 NepcoHanbHble, MOTUBALMOHHDbIE.

3. B2B npoga>xu — 6 3TarnoB NoJjib30BaTEe/IbCKOro nyTw.

4. MNpuMepbl KOHLENUUN U METOOMUK.

4.1 BX — KIMEHTCKUM ONMbIT U KITMEHTOLLEHTPUYHOCTD.
4.2 Business Agility.

4.3 MapKeTUHI nocne npogax.

4.4 Account Mapping.

4.5 Insight Selling — cuna ngen B B2B-npopgaykax.
4.6 Momentary market.

4.7 Account Based Marketing.

4.8 AgoBoKaTypa knmeHToB (CSM).

49 Self-service B B2B.

4.10 «BbipawimBaHue» KIiNeHTa.



B2B-oTHOLWEeHUdA

nspiresonol volue Whobios Tora,

vt v
——
Raven Caros ey
Oesctor Anaytes Cinnce veeigenc
Operssans
fona of doing businew. vk I
Fesing mast pain
A vonmick Arviken Tove
Analyis anager Anabyies Manages
pwrstons Gperasons.
= 1
Functancl v [
! &‘1
™ Ancirea Daana Kote Yoshi
Datn St O Scentat
Operatons Operasons.

Mpumep customer journey map

3
g BuiGop Mokynka Yaepxawne s Tk
Employee &
Experience — ]
Haitn xopoush BriGpan copec ¢ Haam, nonysan. Yoemwnca, uio Mossry, 470 Copenc
i s copomc wamnpsod surony or copanca | | copove | oo
i usHoAKaHaCTBOM npHOCHT
el MAKCAMBNEHYIO
| eurony
" 3 u ¥ Kan oo
Customer Total Multi- 2 P Sanomanse u shicualbmd prspuasied
; ; g npotinony? Gansie pedysmon? whese 66620 49
Experience experience 3 cropmu? o g

Experience

+ +

T + Gustomer Success
H £ e * Nagrepcran
2gs « Mpaic va caftre nporpamua
Agent . « SEQ [T ae— . Ux. o tar | = Nporpauma
: - « PRC « Kowrowr-maprerar | | = Buscrpeis aroar + Ofiysaoume Gram | paanbmooT
Experience i Py e p— = Typ o npomyry aneparopa |« Pacounac Y
e i « Orasien = Mwrociooios |1 coseramm saHCybTaRT
onnans ! | Ynoumam B CMA

s Ringostat




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:
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LleHHOCT B2B MapKeTUHra: @
KOMMJIEMEHTApPHOCTb U NPOCTOTA BeAeHUsd
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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 npo3pPavyHOCTN 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

Openness
to Change

Innovation
Appetite

Risk Taking

Distribution
of Authority

Flexible
Decision
Making

D sfe An

Traditionalists: Fence-Sitters: Adventurers:
Avoid Change Fail to Commit Change Too Fast
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Transformers:
Change-Ready
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Gartner.


https://t.me/techart_ru/113
https://www.gartner.com/en/sales/topics/sales-enablement

Mpumep 1.
KNMMeHTCKUM OonNbIT U KJIMEHTOLEHTPUYHOCTb — BX

46% noTpebutenen
OTKaXyTCs

OoT 6peHaa, eCni COTPYAHUKN
HeOCTAaTOYHO KOMMEeTEHTHbI

6 U3 10 KINEeHTOB
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

Mpumep 2.

KoHuenuua Business Agility
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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

’
i

B0l Proactively delights the customer
BO2: Refines the customar experionce
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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

N cMeno
- embed phychological safety = nogaepxvneatb rapMOHUIO 1
MCUXONOTNYECKYHO YCTOMYNBOCTb

- cultivate a learning organazation = pa3BMBaTbCs Kak oby4yatoLLas

opraHv3sauus

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

MaHeBpeHHOCTb 6U3Heca (rM6KOoCTb, aaanTUBHOCTb, business agility) — MHTerpanbHas oueHka, Edu.Techart,

npeseHTaumsa BebuHapa 12.05.2023



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

MpumMmep 3.
MapKeTUHI nocnie npoaaXk — HNKHAA
netna MakKumH3u

MoTpe6uTens paccMmaTpueaeT MNotpebutenn no6aenaioT UNK yaansaioT 6peHabl

HayanbHblA Habop 6peHaoB Mo Mepe Toro, KakK OHM OCO3HAKT YTO OHM XOTAT

Ha OCHOBe BOCMpuATMA BpeHaa

M B3aMMOLEMNCTBUA C TOYKAMM AKTMBHOe uccrienoBaHue
COMPUKOCHOBEHUS / C6op MHPoOpMaLIMK, NOXOAbl NO MarasmHam

AN

MeTna noANbHOCTU

OnbIT Noc/e NOKYNK!
Tekylwlee B3anmMogencTamne \ 3 MoTpebuTtenb OKOHYATENBHO
Bbl6MpaeT 6peHn B MOMEHT
MOKYMKM

Mocne NokynkKy NpogyKTa UM ycnyru notTpebuTens CTPOMUT OXKMOaHUA
Ha OCHOBE MOJIYYEeHHOro OMbITa A/19 UCMOMb30BaHMA B ByayLimMx MNonb30BaTeNbCKUX MyTeLecTBUAX



MNMpumep 4.
Account Mapping

Account mapping ncnonb3yeTca Ong NoHMMaHMS, Kak paboTaloT OpraHM3aLUmMn KIIMEHTOB, onpeaeneHus
KtoYEeBbIX NUL, MPUHUMaLWMX pelleHusa (JIMP), CTOPOHHUKOB U MPOTUBHUKOB, C Lie/bto NSTaHUPOBaHUA

B3aNMMOOTHOLLEHUN.
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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

MpumMep 7.
Account Based Marketing

Traditional funnel ABM funnel

AWARENESS IDENTIFICATION

INTEREST ENGAGEMENT
CONSIDERATION PURCHASE
PURCHASE ADVOCACY




MNpumep 8.
AQBoKaTypa KJIMEHTOB
(Customer success management)

4 CSM npoTmB NPS: agBoKaTypa KIMEHTOB Ny4lle cpeaHen NosanbHOCTU


https://t.me/techart_ru/69

MNpumep 9.
Self-service B B2B —Ba)Hee, YeM Ka)KeTcH

Total Experience
Advocacy Interaction

-

Participation

Loyalty

Customer Emﬂ'gyee Employee
Experience Experience

H

Gartner

7 benefits of self-service

He3aBMCMMOCTb OT MECTOMOOXKEHUS :,' = Ona coTpyaHWKOB: BbIMTU U3 PYTUHbI U BbIAENUTb
W BpeMeHU — «DaKTop cHacTbsa» AN @ v == BpeMsa ansa 6onee NpoayKTUBHbIX 3aga4y
KNNeHTOB
YckopeHHasa o6paboTka 3anpocoB
Ha 06CNy>KMBaHUe
Cny4yaun o6Cny»>XMBaHMUA MOXXHO CTaHOAPTU3UPOBATD;
. npennochbiiKa gsasa aBToMaTmusaumm
MNocToaHHOE KayecTBO Q

Mporpecc npouecca .m.
BCerga Ha suay -ﬁ-

U3MepuMomn, NnpamMasa o6paTHada cBa3b ANd

@ MOHUTOPUHI: MPOMU3BOAUTENbHOCTb CTaHOBUTCS
ONTUMU3aLMM CyLLIECTBYIOLLMX NPOLLECCOB

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



https://t.me/techart_ru/58

MpumMmep 10.

VITA (TekapT) — AONroCcpoYHble OTHOLWIEeHMUS, a He
npoaaxwu, aKocnuctemMa rnapTtHepoB u
BblpaluMBaHUE K/IMEHTA
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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 TMepCoOHaNMU3nNPOBAHHbIN MAPKETUHT C NCMOJIb3OBAaHMUEM UHCTPYMEHTOB aBTOMaTU3auUnmM U 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, 6osiblue aMMaTUm

AHanutnyeckme nHcamTtbl (TekapT):

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

12.2020 Business Agility — ckopocTb 1 aganTUMBHOCTb 6M3Heca

02.2020 Performance based contracting — KOHTpaKTbl Ha OCHOBaHUM 3PPEKTUBHOCTU, Ka4eCcTBa U pe3y/bLTaToB

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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NMepcoHaNbHOE KOHCYJ/IbTaLlMOHHOE
MeponpuaTue no TeMe 3Toro Be6uHapa

Oco6eHHOoCTH:

/ ByneM pa36upaTb MMEHHO BalLM KEMChI N/ MaKcuMarnbHO aganTUpyeM KOHTEHT Mof, NOTPeGHOCTM KOMMaHWUK
V OTBeTUM Ha N bble BOMPOChHI V ,D,a,D,MM KOHKpPeTHble peKoOMeHOaunm h MHCTpyKuun

V |_|O,D,CBeTVIM CI'IeLI,MCI)VIKy HULLN V HO,D,FOTOBVIM nowaroBoe pyKoBOACTBO O/14 pelleHnsa I'IpOGﬂeMb

MNMporpamMmma MoXxxeT 6bITb peann3oBaHa B Pa3/IM4HbIX BapUaHTaxX:

dopmartbi:
Be6UHap; . o
e OHMamnH, opdnamH, rmépua.
ceMuHap / nekuus;
AOnutenbHOCTb:

MacTep-Knacgc;

cTpaTceccus; oT14yaca go 2 oHenm.

KPYrbl CTO, MO3FOBOMW LUTYPM,;

ANarHoCctn4yeckad / KOHCYJ1bTaUMNOHHAadA cecCcugd;

@® penosagurpa.

Mpwn HeO06X04AMMOCTU Mbl MOXEM C06paTb KOMBUMHALMIO U3 HECKObKUX y.D,OGHbIX BaM Bapua




‘ TEChart MAPKETUHIOBA4A MPYTIMA «TEKAPT»
cTpaTerus, aHanMT1Ka, KOHTEHT, An3anH, pa3paboTKa,

Nnba HUKynunH
\ * | o leHepanbHbIM ANPEKTOpP «TekapT»

nikulin@techart.ru

} ' nikulin.ru

+7 495 790 75 91

MapkeTuHroBsasd rpynna «TekapT» OunsamH-6topo AHannTMKa n bMusHec-NNaHMpoBaHme
techart.ru design.techart.ru research.techart.ru
NHTErpnpoBaHHbIV MapKeTUHr n PR KpeaTnBHOE areHTCTBO Pa6oTa B «TeKapT»

promo.techart.ru creative.techart.ru hr.techart.ru

IT-peweHns n Beb-paspaboTka DoTOareHTCTBO O6pa3oBaTeNbHada nporpamMmMa
web.techart.ru photo.techart.ru edu.techart.ru

TechartPulse Techart_ru a Edu_Techart
Pabounin MynbC: MPOEKTHI, CncTeMHoOe pasBuUTUe HenpepblBHOE 06pa3oBaHMe
KeWchbl, Mybnmukaumnm Bu3Heca ON9 ONPEKTOPOB MO MaAapKETUHIY
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