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B coBpemeHHOM Mupe U(POBU3AIMS CTAHOBUTCS KJIIOYEBBIM (DAaKTOPOM ycmexa IS
kommanuii, padotaromux B cermenre B2B. Kiuentckuit onbit (Customer Experience, CX) B aToM
cekTope Tpedyer 0cob0ro BHUMAaHMSI, TaK KaK OH HANPSIMYIO BJIMSET Ha JIOSIIBHOCTD KOPIIOPATHBHBIX
KJIMEHTOB M (pOpMHUPOBaHHE OJNTOCPOUHBIX MAPTHEPCKUX OTHOMIEHHH. COrJacHO MCCIeNOBAHUSM
arentcrBa (artner, KJIMEHTCKUH ONBIT CTAHOBHUTCS OIHUM U3 TJaBHBIX IU(PPEpPEeHIHaTopoB B
KOHKYPEHTHOH Ooprde.

BaxkHble acnekThl KJIMEHTCKOIO OIbITa, KOTOPbIE CAEAYEeT YUUTHIBATD MPU €ro YJIyULIeHUH:
yIOBJIETBOPEHHNE KIMEHTA, YIIpaBJIEeHHE B3aMMOOTHOLICHUAMU C KJIMEHTOM ((opMupoBaHHE
JOSATBHOCTH); TOYKH KOHTAKTa KIMEHTa ¢ OM3HECOM M KaHaJIbl B3aUMOIEHCTBHSI (OMHUKAHAIBHOCTD
i OEeCIIOBHOCTh B3aWMOJEHCTBHUS), KapTUPOBaHHE MyTH KJIMEHTa (customer journey map) u
ycTpaHeHue 0apbepoB U OrpaHUYEHUH HA TyTH KJIMEHTA JJIsl COBEPIICHHS MTOJIE3HOTO ICHCTBUS.

WnTerpauns nudpoBbIX TEXHOIOTWH M MHCTPyMeHTOB Mapkerunra (MarTech) B Ousnec-
nporecchl B3auMoneiicteus ¢ B2B kimneHTaMu noKHA 3HAYUTETBHO MOBBICUTH 3 (EKTHBHOCTD
omsHeca. [IpumeHeHne cucTeM yIpaBlieHHs B3auMOOTHOLIeHUsAIMH ¢ kimeHTaMu (CRM) u matdopm
aHanmu3a KJIMEeHTCKUX nAaHHbIX (CDP) mO3BONSAIOT KOMMIAHMSM JIydlle TOHUMAaTh LIEJIEBYIO
ayAUTOPHIO, IEPCOHATM3HPOBATh MAPKETHHTOBBIE KAMIIAHUU 1 OLIEHUBATh 3(ppekTuBHOCTD OH3HEC-
CTpaTerui.

Hudposoii B2B-mMapkeTHHr HMeeT CBOM YHHKAJIbHbIE OCOOCHHOCTM M OTJIMYMSA, II0
cpasuenuto ¢ B2C [1-3]:

Jlnumenvuviii yuxka npuHAMUA pewieHuil — KOPIIOPATUBHBIE KJIMEHTHI TIATEIBHO H3Y4aroT
NPEIJIOKEHHs], CPABHUBAIOT MX C KOHKYPEHTAMH W 4acTO TPEOYIOT NEMOHCTpPALMH LEHHOCTU
MPOAYKTA WU YCIYTH.

Mnuoscecmeo  3aunmepecoéanusvix CMOpPoH — B TPOLECCE TNPUHITHA PEIISHHS MOTYT
y4acTBOBATD pa3IMyHbIe OTAeNbl KoMnaHun-kiuenTa (UT, pruHaHCOBBIHN, MPON3BOACTBEHHBIN U IP.).

Dxcnepmuocme u oosepie — nisi B2B-kIMeHTOB BaKHO HE TOJNBKO KA4eCTBO MPOAYKTA, HO U
KOMIIETEHTHOCTh IIOCTaBIIMKA, €ro CIIOCOOHOCTh MpenjaraTb HWHHOBALIMOHHBIE pPEIICHHUS U
KaCTOMHU3UPOBAHHBINA CEPBUC.

[MosToMy ynydineHue KIUEHTCKOro ombiTa B mudposom B2B Tpebyer Gonee riyOokoro
MOHWMAaHUs MOTPEOHOCTEH OM3HeCa U CO3MIaHUs MEPCOHATU3UPOBAHHBIX B3aUMOIEHCTBUM.

B naHHOM KOHTEKCTE MOXHO PEKOMEHJIOBATb HECKOJBKO CTPATErMUECKUX MOAXOIO0B IS
ynyumenus CX B mudposom B2B-mapkerunre (pucyHok 1):
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ArentcrBo Gartner mpefoCTaBisieT EHHbIE peKOMeHmannu, BKito4as moaenb Hype Cycle,
KOTOpasi MOMOTAaeT KOMITAHUSIM BBIOMPATh JOCTATOYHO 3pelible TEXHOJOTHU AJISI TOCTHKEHUS eNei
ousneca [4, 5]. Gartner nmpeniaraet mupe UCTIOIb30BaTh B B2B-MapkeTHHre Takve TEXHOJIOT UM, KaK:
OJIOKYeitH — yist o0ecneueHust MPO3PAYHOCTH B HENoUKe MocTaBok;, 10T — nyist MOHUTOpUHTA paOOTHI
o0opynOBaHUs B pealibHOM BPEMEHH U IIPEIyNPEKISHUS O BO3MOXKHBIX Tpobiiemax. Onnako Gartner
MPEeIOCTePEraeT OT UCTIONb30BAHUS TEXHOJIOTHI HA PAHHUX CTAIMsIX WUX JKU3HEHHOTO 1ukia Hype
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Puc. 2. KpuBas sxu3sHenHoro nukiaa rexnojorui Artificial Intelligence
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B xonTekcTe B2B-MapkeTrHra BaXKHO BBIOMPATh TEXHOJIOTHH, HAXOsIIuecs Ha stanax Slope
of Enlightenment unu Plateau of Productivity, 4ToOpI MUHIMH3HPOBATh PUCKH U MAKCUMH3HPOBATH
BBIFOAYy JUIA KJIMEHTOB. Tak, HampuMmep, B HEKOTOPBIX OONACTSIX, TAaKUX KaK MEepPCOHATM3ALUS
pPEeKOMEHalMi U aHAJIN3 JaHHBIX, UCKYCCTBEHHBIN MHTEIUIEKT (Al) yke HaxopuTtcs Ha stane Plateau
of Productivity. 3aecb Al-TeXHOIOTHH MOXKHO YCIEIIHO MPUMEHSTh JJIS YIIYYLIeHUsT KJIMEHTCKOTO
OTIbITA.

Peanmmzanms mpoexToB OM3HECA MO YIYYIISHUIO KIIMEHTCKOTO OIBbITa B ITOJIHOW Mepe TOJKHA
COOTBETCTBOBATD CJIEAYIOIINM PEKOMEHIALHSIM:

Co3maHne mEpCOHAIM3UPOBAHHOIO KOHTEHTA: pa3paldOTKa KOHTEHTA, YYHTBHIBAIOLIETO
cnenudpuky Ou3Heca KJIHeHTa (HampuMep, KeWChl W3 ero OTpaciiu), Hucnojb3oBaHue Al s
ABTOMATHYECKOW T'€HEPALINU PEJIEBAHTHBIX MATEPHAJIOB.

ABTOMaTH3aIMs OM3HEC-TIPOLIECCOB. BHEIPEHUE CHCTEM aBTOMATH3AaLMU JJISI YCKOPEHUS
NPOIIECCOB MPOAak W OOCITY)KUBAaHUS, HCIIOJNBb30BAHHE WHTEJUIEKTYaJbHBIX MOMOIIHUKOB (Al-
ACCHCTEHTOB) JUIsl OBICTPOTO PELIEHHSI TUIIOBBIX 3aIIPOCOB.

WHTerpaums ¢ skocucteMoii kinenTa: coznanue APl mys uHTerpannu ¢ cucteMamMu KJIMEHTa
(ERP, CRM, CDP); npemioxeHne OTKPBITBIX M1aTGOPM IIJIsl COBMECTHON pa3paboOTKH peIieHui.

MoHuTOpUHT U peryssipHas oOparHas cesi3b: ucrosnb3oBanue NPS (Net Promoter Score) st
OLICHKH  yJOBJICTBOPEHHOCTH  KJIUEHTOB, IpHUMEHeHHe HHCTpyMeHTa social  listening
(aBTOMaTH3UPOBAHHBIE CEPBHCHI); TPOBEAEHHE PEryJSAPHBIX OMNPOCOB U (POKYC-TPYII IS
BBISIBJIEHHS TOUEK POCTA.

YiydieHne KIMEHTCKOro ombiTa B LudpoBoMm B2B-mapkernnre TpeOyeT KOMILIEKCHOTO
MOJXONa, COYETAIOLIEr0 HMCIONb30BAHNE MAHHBIX, ABTOMATH3ALMIO IPOLECCOB W BHEIPEHHE
WHHOBALIMOHHBIX TEXHOJIOTHH. CeromHst KOPIOpPAaTUBHBIE KIHUEHTBl OXHOAIOT HE MPOCTO
Ka4eCTBEHHBIX MPOIYKTOB, HO M Oe3ympeuHoro cepsuca. [loatomy muaBecTHIM B CX JOJKHBI
paccMaTpuBaTBCs, KAk CTPATErHYECKOe IPEHUMYINEeCTBO, KOTOpOE MOMOXKET (HOpPMHUpPOBATH
JIOSTTBHOCTD KJIIMEHTOB M YBEJMYUTD 1OXO/IbI KOMIIAHHH.
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