60-s FObunelinas Hayunas Kongbepernuusa Acnupanmos, MazucmparHmos u CmydeHmos BEI'YUP,
MuHck 2024

CEKUUA «NEKTPOHHBLIN MAPKETUHI U 3KOHOMMKA»

YOK 339.13
1. ACCOUNT-BASED MARKETING: OCOBEHHOCTW U NEPCMNEKTUBDI

Buprokosa E.C., Conoeeli O.C., cmy@eHmebi ep. 174002

Benopycckuli eocy0apcmeeHrHsbiil yHusepcumem uHghopMamuKu U paduoanekmpoHUKU
2. Munxck, Pecnybnuka benapyces

Apxunosa J1.U. — kaHOudam 3KOHOMUYECKUX HaykK, oyeHm

AHHoTaumA. [aHHana cTatba MccredyeT KoHUenuuo 1 npumeHeHne metoga Account-based marketing (ABM) u obcyxaaeT ero
0cobeHHOCTU 1 NepcnekTyBbl. B cTaTbe paccmaTpuBaloTcsi OCHOBHbIE NpuHLmNEl ABM, ero npeumylectsa, obcyxaatoTcs NepcnekTvBb
passuTa ABM B KOHTEKCTE COBPEMEHHBIX MapKETUHIOBLIX TEeHAEHUMIA. Takxe B cTaTbe aHarmanpyeTcs BNUSHUE LMMPOBLIX TEXHOMOMMN
Ha ABM, BKrtoYasi aBToMaTUsaLmio NpoLeccoB, UCMONb30BaHNe MCKYCCTBEHHOTO MHTENMEKTa Y aHanuMTUKU AaHHbIX Ans Bonee To4Horo
TapreTMHra U USMepeHus pesynsTaToB.

KnroueBeble cnoBa: Account-based marketing, B2B, LeneBble akkayHTbI, TepcoHanmusaums, LWk npogax, TexHororun ABM

B coBpemeHHOM MUpe MapKeTuHra Bce OOnblLue KOMNaHuMin oOpawjaloT BHUMAaHWE Ha CTpaTeruio,
KoTOopas Mo3BonsieT MM (POKYCMPOBATLCA HA WMHAMBMAYaANbHLIX KIUEHTaX, TEM CaMmbiM gocturas bonee
3HauYMMbIX pesdyneTatoB. OgHON U3 Takux cTpaterni asnaerca Account-based marketing (ABM) — nogxog,
OPUEHTUPOBAHHLIA HA WHAMBUAYANbHbIE KIUEHTCKUE akkayHTbl. B gaHHOW craTtbe Mbl PaccMOTPUM
ocobeHHocTn ABM u ero nepcnektuebl B cektope B2B.

ABM — 310 6ecnpourpbllUHbIA BApUaHT AN NPOAaX, MApPKETUMHra M KnueHToB. OH AOMNONHAET
TPaAULUMUOHHBIE METOAbI PabOoThl C KMIMEHTAMM, KOTOPLIE MPUMEHSANUCL KOMaHAAMMW MPOAAXK HA NPOTSKEHUM
MHOTMX fieT. C NOMOLLIbIO aKTUBHOIO y4acTusa MapKeTUHra, OTAENbl MPOAaXK MOrYT NePCOHaNM3npoBaTh CBOIO
paboTy ¢ knueHTamu. OSTO YCKOPSIET MPOLECC NpoAak, MO3BOMAA AOCTUraTtb NyudlIMX Pe3ynbTaToB U
3akniodaTtb caenkum Obictpee. MapKeTuHr BbiMrpbiBaeT oT ABM, a KNMeHTbl, B CBOIO O4Yepedb, Mony4vatoT
NPeMMyLLECTBA 3a CYET MEPCOHANU3MPOBAHHOIO NOAX0Aa, KOTOpbIn obecneunsaet ABM [1].

Account-based marketing noaxoaut He ka)kgomy GU3HeCY, HO ABNAETCA HEBEPOATHO SPPEKTUBHBLIM
ana B2B-komnanuii. OgHako ansg B2B-MapkeTOnoros rnaBHbIi BOMNPOC, CBA3aHHbLIA C BOPOHKaAMKU MPOAax,
3aKMYaeTcs B TOM, KaKyl0 BOPOHKY OHM NPEANOYMTaIOT: TPAAULMOHHYIO UMM NEPEBEPHYTYIO?

Y knaccudeckon nug-reHepaumm n Account-based mapkeTuHra oaHM U Te XKe KOHEYHble uenu:
KOHBEPCUA, NPOAaXM M yBenuyeHme goxoga. OgHako NyTu JOCTMXEHUA 3TUX LIENEN COBEPLUEHHO pasHble.
Lead-Gen dokycupyeTca Ha YCTaHOBMEHWU KOHTAKTOB C LUMPOKUM KPYroM nuy, MCNONb3yeT KOHTEHT C
OTHOCUTENBLHO OOWMM NPU3LIBOM, 4TOObI MNpMBNEYL MNOTEHUManbHbIX KnueHToB. ABM  Tpebyer
NepcoHanU3MpoOBaHHOIO KOHTEHTA. Onga Toro, 4tob onpeaenuTb, Kakue akkayHTbl Oomblue Moaxoaar Ans
npumeHeHus ABM-cTpaterumn, npoBoAAT MCCNeaoBaHUA U aHanu3. Kpome Toro, BaXkHO cornacoBaHue Mexxay
oTAenaMuM MapKeTUHra M MNpoAak AN OnpederieHuMs MPUOPUTETHbLIX akKayHTOB, Ha KOTOpble crieayet
COCpPefoTOUNUTb YCUNUA.

Jlnag-reHepaums paccyMTaHa Ha LUMPOKUA OXBaT M nerko macwradupyerca. ABM ¢ ero cunbHbIM
aKLEHTOM Ha nepcoHanu3aumio bonee 3arpareH And macwtabupoBaHua 1 fydLle BCEro noaxoauT and B2B-
KOMNAaHWKI, KOTOpPblE MOrYT COCPEAOTOYUTLCH Ha yNpaBnAeMOM KOJNMMYECTBE BbICOKOLIEHHLIX KMUEHTOB [2].
HecmoTps Ha Bce pasnuuus, nuaoreHepauusa n Account-based marketing moryt xopowio pabotars BMECTE.
Tak, Hanpumep, pacTéT ucnonb3oBaHue rmbpugHon mogenum ABM/Lead Gen (pucyHok 1).

BHegpeHnne rubpuagHon mopgenm ABM/Lead Gen uMmeeT MHOXECTBO npeumyllecTs. bnarogaps
TECHOMY B3aMMOAEWCTBMIO MeXAy OTAenamMu MpOAaK U MapKeTUHra npoucxoaut OOMEH AaHHbIMU |
3HaHuaAMU. ABM Takoke noMoraeT ycTaHOBUTL Bonee npoYHbie CBA3M M JOBEPUE C MPUHUMAIOLLMMMW PELLEHNS
nuuyamm, cozgaBas BO3MOXHOCTU AN AaNbHENLLEro pa3BuTUS.

Ha4yano mapkeTuHra Ha OCHOBE YYE€THbIX 3anucein oTHocuTes K 1990-m rogam. Llensio BHeApeHus
ABM 0bI10 — NepeBepPHYTb TPAAMLUOHHYKO BOPOHKY MPOAAX «C HOT HA FOJIOBYY» U BMECTO MOMbITOK OXBATUTh
LUMPOKYIO, HO He(MUIbLTPOBaHHYIO ayaAWTOPUID, OHA COCPeaoTouYMnacb Ha MeHblien, HO 6onee
dunbTpoBaHHOW rpynne. OnbIT HA OCHOBE YYETHbIX 3anuCein, NpeacTaBnsaeT co00i PaCLUMPEHHYIO BEPCUIO
ucxoaHoro ABM, HO ¢ 60MNbLUMM YNOPOM HA acnekT B3auMoaENCTBUSA C KITMEHTAMKU BO BCEN Moaennu. Bmecto
TOro, utobbl paccmaTrpuBaTb KNMMEHTOB Kak npoctbie uenu, ABX (Account-based Experience) npusbiBaeT
COOTBETCTBYIOLLMM 00pa30M CTPOUTbL MAPKETUHIOBYHO CTPAaTErMIO BOKPYT 3TUX NIOAEN, YUUTbIBAsA UX OoneBble
TOYKM, MPEANOYTEHNA U T. 4.
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PucyHok 1 — T'mbpuaHas mogens ABM/Lead-Gen (agantupoBaHHas) [3]

MpuenekatenbHbiM gBnsietca otxod «oT ABX go ABG (Account-based Growth)»: B To Bpema kak ABM
KOHLIEHTpUpYyeTCsl Ha MpuUBMeYeHWM HOBbIX KnneHToB, ABG yaenseT Oonblie BHUMaHUS paclUMpeHUuto
CYLLIeCTBYIOLLUX KOHTaKTOB U 0OLLeMy pocTy J0XOJ OB B pamkax LieneBbiX KNUeHToB. TunuuHas cTpaterns ABG
O0DObIlYHO HauMHaeTcd C WAEeHTUUKALUMKU LeneBbiX KIMEHTOB Ha OCHOBE pPasfnyHbIX KIoYeBbIX (DaKTOpPOB:
noTeHUMan cToMMOCTU, MOKyNnaTenbCcKoe NoBeJeHne 1 Apyrme cooTBETCTBYOLLUE JaHHble. Kak Tonbko noaxoasiiye
yuyeTHble 3anucu OyayT onpejerneHbl, HauMHaOT WHAUBUAYalNbHYH paboTy ¢ Xopowo JeTanu3vpoBaHHON
KaMnaHuel, NoMHoi NepcoHann3MpoBaHHOro KOHTeHTa. B gaHHOM criyyae HyXeH OrpOMHbIA 00beM MHopMaLmn
ANs naeHTUMKaLMK LieneBoro akkayHTa — Takue NnpoLecchl, OCHOBaHHbIE Ha JaHHbIX, TPeOYIOT BbICOKOW CTeneHu
aBToMaTu3auun 1 umdposusaumm. C yueToM BbillecKa3aHHOIo, MosIBNSAETCS B3aUMOCBA3b Mexay pocTom ABG 1
npvHumMnamun, Tak HasbiBaemoi INDUSTRY 5.0. MoxHo ckasaTb, uto INDUSTRY 5.0 pgenaet ynop Ha
ucnosnb3oBaHWe MNepefoBbIX TEXHONOMMN, TakMXx Kak pobOTOTEXHUKa, WCKYCCTBEeHHbI uHTennekt (UMW) wunu
WHTepHeT-BeLLell B MPOM3BOACTBE M MPOMBILLINEHHbIX Npoueccax. Metogonomms ABG B 3HauuTenbHoOW cTeneHu
OCHOBaHa Ha JaHHbIX, No3TOMY ANd NpaBWUmbHOW paboTbl TpebyeTca aBTomMaTusauns u UudpoBusaums. Takum
obpasom, B koHeuHom utore ABG u INDUSTRY 5.0 chokycupytoT BHUMaHWe B OAHOM HanpaBleHUN — co3aatot
CUHepreTMyeckuin banaHc Mexay yenoBeveckuM akTopoMm u TexHonoruamu. byayuiee B2B-opraHmsaupini — ato
KITMEHTOOPUEHTUPOBAHHbBIA MOAXO0J W WCMONb3oBaHWe MepcoHanu3aunm Ha OCHOBE [aHHbIX MOCPeACTBOM
aBToMatusauuu [4].

B bnmxaiiilee Bpemsi ocoboe BHMMaHUe ByaeT yeneHo pa3BuTHIo 4aT-60TOB M MCKYCCTBEHHOTO MHTENIeKTa
NS ynydlweHns kavecTBa oOCny>KuBaHUsl KNMeHToB. ®OoKycUpysicb Ha B3auMOZECTBUU C KITMEHTaMu Yepes Jar-
BGOTOB U WCKYCCTBEHHbIA WHTENNEKT, KOMMaHWM MOTyT yIyuyluuTb ob6LmiA ypoBeHb OOCMYXUBAHMUS, MOBBLICUTbL
Y OBMETBOPEHHOCTb U NOSANBHOCTE KIIMEHTOB, a TaKkkKe YBENuUUTb Mpojaxu. bonee wmpokoe npumMeHeHue
aHanuUTUKU JAaHHbIX U UCKYCCTBEHHOTO MHTENNEKTa NpejnonaraeT UCNosib3oBaHWe TeXHoNoruin ans cbopa, aHanusa
U MHTepnpeTauun 6onbLUNX 06 BEMOB AaHHBIX C Lienbio 6onee adheKkTMBHOro TapreTpoBaHUSA U B3aUMOAEeNCTBUS
¢ KneHTamu. [NyTem aHanM3a aTMX JaHHbIX KOMMAHUU MOTYT BbISBUTb 3aKOHOMEPHOCTU U TEHAEHLUN, MOMoratoLLme
UM fydllie NOHSTh CBOMX KIMEHTOB M co3jaTb Oonee LeneHanpasneHHble MapKeTUHIoBble KamnaHui. B uenowm,
Oyayliee 4yaT-00TOB M MCKYCCTBEHHOIO MHTENNEKTa B 06nacTu KMUEHTCKOro onbiTa obelaeT 6biTe 3hHEKTUBHBIM
N MHHOBALMOHHbLIM. [TOMMMO 3TOro, TEXHONMOMMU BUPTYanbHON KU AoMNoNHeHHoW peanbHocTn (VR n AR) ObicTpo
CTaHOBATCS BCe bonee AOCTYMHbIMU U NoNynsapHbiMA. KoMNaHuyM HauuHaloT MHTErpMpoBaThb 3TM TEXHONOTMK B CBOU
MapKeTUHIOBble CTpaTerMM ¢ LeMnblo co3jaBaTe WHTepaKTMBHble W YBreKaTenbHble BrevyaTneHus AN CBOUX
knueHTOB. Mo mMepe Toro, kak VR u AR pa3BuBaoTcs U cTaHOBATCS Bornee AOCTYNHbIMA, KOMMaHUW, UCMOMNb3yloLLne
nX, nofyyat NpenmyLLECTBO Ha pbiHKe [5].

Account-based marketing — aTo cTpaTerns MapkeTuHra, KoTopas ¢ KaxablM rooM cTaHOBUTCS Bce Bonee
nonynspHoit B cektope B2B. OcobeHHocT ABM, Takue Kak uaeHTUdUKaUMs LENeBbIX aKKayHTOB,
MepcoHanuM3anpoBaHHble COODLLEHUS U WHTerpauus MapkeTMHra W npojax, AenaloT ero 3ddeKTUBHbIM
UHCTPYMEHTOM AN JOCTWXeHUs Oonee 3HauMMbix pesynbTaToB. [MepcnekTvBbol ABM BknioualoT yBenuueHue
KOHBEPCUU M COKpalleHWe LMKMa npojax, ynydlleHue B3auMoAeWCTBMS ¢ KnueHTamu U passutne VR- n AR-
TexHomnornin u nHctpymeHtoB ABM. Bce ato genaet ABM BaxHol cTpaTernein Ans KOMMaHWiA, CTPeMSLLMXCS K
ycnexy B cektope B2B.
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