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AHHOTaIUS

B nanHoii ctatbe mpoBeeH aHam3 YQPESKTUBHOCTH MapKETHHTA BOBJICUCHUs HA ppiHKe B2B
JUIS pa3lMyYHbIX YYACTHHUKOB IPOM3BOACTBEHHO-COBITOBOM 1ienu. McciieoBanue mokasano, 4To
pa3nuyYHble YJACTHUKH LIEMU OPUEHTUPYIOTCS B CBOEM BHIOOpE Ha Pa3HbIC THUIIBI LIEHHOCTHU U
MOJIy4alOT pa3Hbl€ BBITOJbl OT KCIOJIb30BAaHUS MAapKETHHIA BOBJICUEHMS, YTO BIIMSIET HA HMX
KOHKYPEHTOCIIOCOOHOCTh M YCHEIHOCTh Ha pbIHKE. B cTaTke paccMOTpeHBl pa3IM4HbIE
CTpaTeruy MapKeTHHTra BOBJICUEHUS U UX BIIMSIHUE HA pe3ylbTaThl IESTEIbHOCTH Ha phiHKe B2B.
[lonmydeHHble pe3ynbTaThl MOTYT OBITH MTOJIE3HBI KaK JJIsI HCCIEA0BATENEH, TaK U JUIS TPAKTUKOB
B oOnactu MapkeTrHTra B2B.

JIJisl HUTHPOBAHUS B HAYYHBIX HCCJIEJOBAHUSIX
AmnatoBa A.B. Ananu3s »(heKTHBHOCTH MapKeTHHTa BOBJIeUeHUs Ha pbiHKe B2B mmst pazHbIx
Y4aCTHUKOB IPOM3BOJICTBEHHO-COBITOBOI 1enu // DKOHOMHUKA: Buepa, ceroans, 3aBtpa. 2025.
Tom 15. Ne 1A. C. 201-210. DOI: 10.34670/AR.2025.41.51.019

KiroueBrbie ciioBa
[IpakTuKu COBMECTHOTO CO3/IaHUS LIEHHOCTH, IOTPEOUTENbCKAsl IEHHOCTh Ha peIHKax B2B,
MapKeTUHI  BOBJICUEHHUs, H(PPEKTUBHOCTh  MapKETHMHIA  BOBJICYEHHUS, MAapKETUHIOBbIE
TexHojoruu, B2B.
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BBenenue

Llenblo mpeacTaBiIEHHOTO HCCIENOBAaHUS ABJISETCS Pa3BUTHUE TEOPETHKO-METOJUYECKUX OCHOB
MAapKCTHUHIAa BOBJICYHCHHUA B IPOLCCC COBMCCTHOTO CO3AaHUs ICHHOCTU C HMCIIOJIB30BAHUEM MCTOOOB
MapKETHHTOBBIX HCCIICIOBAHHH M afjalI TAIlUX HHCTPYMEHTOB MCCIICIOBAaHUS K crieninuke peiHka B2B.
O0beKT uccjeJ0BaHUS — OpraHu3aluu-npon3BoauTeny Ha peinke B2B. IlpeameT ucciaenoBanus —
COLIMAJIbHO-PKOHOMUYECKHE OTHOIICHHUS, BO3HUKAIOIME B IIpoliecce pealu3alii MapKeTHHTa
BOBJICUCHHUS MTOTPEOUTENSI B MPOIECC COBMECTHOTO CO3JIaHMs IIEHHOCTU MPOAyKTa Ha peiHkKe B2B,
CIIOCOOCTBYIOIIME MOBBIIICHUIO YPOBHS YAOBIETBOPEHHOCTH BCEX YYACTHHKOB IMPOIECCa MPOJAKH U
M CIIO0JIb30BAHUS TPOIYKTA.

JlutepaTypHbliii 0030p

AHanu3 TEOPETHYECKUX U AMIUPUYECKUX MATEPUAIIOB, CBA3AHHBIX C KOHIIEMIIMEH MapKeTUHTa
BOBJICUEHHOCTH M COBMECTHOIO CO3J@aHHUsl I[€HHOCTH, MOKA3bIBAE€T, UYTO MCCIEIOBAHUS B paMKax
MapKeTHHTa BOBJICUEHHOCTH HE OTPAXKAIOT OTPACIICBYIO CHENU(UKY PHIHKOB, HE pa3esieHbl 110 THITY
poeiaka (B2B unu B2C), yTo cyliecTBEHHO CHUXAET BO3MOKHOCTH UX MPAKTUYECKOTO MTPUMEHECHUSL.

MarTepuaJibl 1 METOABI

Teopernueckne 1 METOIOJIOTUYECKUE OCHOBBI HCCIICIOBAHMS ObLITH ONIPE/ICIICHBI HA OCHOBE padoOT
MPU3HAHHBIX POCCUNUCKUX U MHOCTPAHHBIX YUCHBIX, U3YJAIONMX TEOPHUIO U MPaKTUKy B2B phIHKOB,
COTPYJIHMYECTBA B CO3JaHUM IIEHHOCTEH W WCIONb30BAHUS MApPKETHHTOBBIX TEXHOJNOTHH s
NpHUBJICUCHUS MTOTpeduTeneld. B paboTe MpUMEHSITUCH CIEeNyIOMMe METObI MCCIeIOBAHMS: aHAaJH3,
CUHTE3, WHIYKIUS, MACAYKIHs, aOcTparupoBanue, ¢GopManu3aus, MeToA KilacCu(uKarui,
CTPYKTYPHO-JIOTUUECKU ¥ CpPaBHUTEIBHBIA aHAIM3, OIMPOCHI MOTPEOUTENCH, B TOM YHCIE C
NPUMEHEHUEM TEXHOJOTHH  OHJIAH-aHKSTUPOBAHUS, TAOMUYHBIC METOABI  IPEICTaBICHUS
WHPOPMAITUH.

PesyabTaTsl

Ha B2B pbiHKe 3HauMMOCTh TOBapa WM YCIYTM HMEET OOJbIoe 3HAYEHUE U OKa3bIBAET
CYILICCTBEHHOE BO3/IeiCTBHE HAa OM3HEC-yJaCTHHKOB. llermouka co3laHusl LIEHHOCTH BKIIOYAET Kak
BEPTUKAIIbHBIC, TaK U TOPU30HTAIBHBIC CBS3M, BAXHYIO POJb MIPACT KOJUICKTUBHOE BOBIJICUYCHUE,
KOTOpOE BpsJ U MpuMeHUMO Ha pbiHKax B2C. Kpome Toro, mockoiabKy 0OBEKTHl MapKETHHTOBOTO
BO3ICUCTBHUSI pa3inyaroTCs, MEHSIOTCS U L€ KOMMYHHMKallMi. MapKeTHUHI BOBJIEUEHHUsSI TOMOTaeT
NPHUBJICYh W YIEpKaTh YJaCTHUKOB B MAapKETHHTOBOH CHCTEME, HAIpaBJICHHOW Ha JIOCTHIKCHHE
cuHepreTudeckoro 3¢dgdexra ot Om3Hec-JEeSATENbHOCTH O YBEIWYEHHUIO OOl MOTpeOUTEeNbCKOM
[IEHHOCTH TOBapoB. TakuM 00pa3oM, IKOCHCTEMa COBMECTHOTO CO3/aHUS IIEHHOCTH INPEJICTABIISIET
co00¥1 ceTh B3aUMOJICHCTBHS HA OCHOBE KOJJISKTUBHOTO Y4acTus, T/I€ KK/l YJaCTHUK BHOCHT CBOH
BKJIaJ] 1 COBMECTHO CO3/IaeT IIEHHOCTD, YIOBJIETBOPSIOIILYIO ITOTPEOHOCTH BCEX CTOPOH (PHCYHOK 1).
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Pl/lcyHOK 1 - OxocucTeMa COBMECTHOIO CO3JaHUA NEHHOCTH ITIPOAYKTA NPOU3BOAUTEJIA HA
OCHOB€ ITPUHIHUIIA KOVIEKTUBHOT0 BOBJICYCHUA

Cucrema U3MEpEeHU MApKETHHTOBOM BOBJICUCHHOCTH BKITIOYACT B 0 HECKOJIBKO KITIOYCBBIX
BUJIOB MTOKa3areseil. Bo-nepBbIX, 3TO caMU Xapakmepucmuky 6061e4eHHOCMU, N3 KOTOPBIX KOMITaHUS
dopMHpyeT CBOI COOCTBEHHBIN, 3HAYUMBIN TSl €€ AesaTenbHOCTH Habop. OH MO3BOJISET YTBEPKAATh,
YTO KIMEHT COOTBETCTBYET KPUTEPHUSM BOBICUEHHOCTH. BO-BTOPHIX, 3TO MTOKA3aTENH, ONIPEICIISIFOIIE
cmenenb Ul YpoBeHb 608/1€4EHHOCMU, HampuMep,  BBICOKMH  WJHU HU3KU.  B-
TPETBUX, Pe3VIbMaAmuUeHOCMb MAPKEMUH208bIX VYCUIULL, KOTOpPAsi TPOSBIISETCS B AUHAMHKE YPOBHS
BOBJICYEHHOCTH, TO €CTh, B €€ POCTE, UJIM B JOCTHI)KEHUWU YCTAaHOBIIEHHBIX 33/1a4 MO TMOBBIIICHUIO
MTO3UTHBHOTO " YMEHBITICHU IO HEraTHBHOTO OTHOIIICHUS KITHCHTOB. nu
HakoHeIl, dPPEeKTUBHOCTh, MAPKETUHTA BOBJICUCHUS, H3MepsieMas COMOCTaBICHUEM IOTY4eHHBIX
pE3y/IbTaTOB U BIIOKEHHBIX pecypcoB. [lpencraBieHHas cTaThs COACPKUT MOAPOOHBIN aHAIU3 U
KOHKPETHBIC TIOKa3aTelau JiIsi OIICHKA YPOBHS BOBJICYCHHOCTH KaK MTOra MAapKETHHTOBBIX
MEpONpUATHH. DTU TOKa3aTelnu KpallHe BaKHBI JIJISl PETYASPHOTO KOHTPOJIA Ha KaKIOM OITare
MIPOJIBIKCHHS KIIMEHTA K BEICOKOUM CTEIICHH BOBJICYEHHOCTH. Pacd&Thl, IO BO3MOXKHOCTH, IIPOBOISITCS
JUTSL K&KJOTO yYaCTHUKA LIETIOYKH MOCTaBOK — KaK BO BPEMsl, TaK M MOCJE peau3allui MEPOIPUSTHIA
10 MOBBIIIEHHUIO BOBJIEYEHHOCTH, a TAKKe Ha Pa3HbIX CTAAMIX peaan3aluu nporpamm (tadiuna 1).

AKTHBHOCTB, OTpaXKaloOIlas pPAa3IMYHbIE AaCMEKThl IOBEJCHUS BOBJICUYCHHBIX, BBIPAXKACTCS B
MoKa3aTesiX ¢ pa3HOOOpa3HBIMU €IUHUIIAMH U3MEPEHHS. DTO MOTYT OBITh MPOLEHTHI, KOJIUYECTBO
JIOJICH YUTH OOpaIicHU, BpEMEHHBIE OTPE3KH, CTOMMOCTHBIC TTOKa3aTenn. JIJiss MHTErpaibHON OIICHKA
YPOBHSI BOBIJICYCHHOCTU MPUMEHSIOT PEHTHHIOBBIC IIKATBI WM SKCIEPTHBIC Oalibl, HAIpUMeEp,
nstubamuibHas cucrema: 4,5-5 OaljloB — BBICOKMI YPOBEHB BOBJICUEHHOCTH (ITOTPEOUTENS WIH
CIeI[MauCTa 0 3aKynKam), 3,1-4,4 — cpequuid, 3 u MCHEe — HU3BKUM.

[Toka3aTesb ypOBHS BOBJICYEHHOCTH 110 BCEH N-COBOKYITHOCTH COTPYIHHUKOB (i) HCUMCIISIETCS KAk
cpefHsis U3 OaUIbHBIX OIEHOK J-coTpyaHuku (j=1, M) oO0Iero ypoBHS BOBJICYCHHOCTH KaXKIOTO
corpynauka (YBI) (aHanornunas gopmyia MOXKET MPUMEHSATHCS MPU pacdyere MO OTICIbHBIM I
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SIBHBIE METPUKU OCHOBAHBI HAa TPSIMBIX JIEH CTBUSIX MOTEHIMAIbHBIX KOHTPAreHTOB (CKayaTh OTYET,
MOJNUCATBbCA HA PACCBUIKY, MPOCTYIIATh MOAKACT, OHU JIEMOHCTPHUPYIOT OJHO3HAYHBIA MHTEPEC K
MPEATIOKEHU IO KOMITAHUH ¥ UMEIOT OOJIBIIMIA BEC B MHTETPAIbHOM OLIEHKE B CPAaBHEHHU C HESBHBIMH.
HesiBHBIC METPUKH MPEANOIaraloT OLEHKY 3aMHTEPECOBAaHHOCTU 0€3 MPSIMbIX JEHCTBUMN: TOKa3aTeIn
MOCEHICHUSI cailTa, MHCKC MPOYTEHUs PACCHUIOK, B3aWMOJICHCTBUS B COIMAIIBHBIX CEeTsX. boiee
BBICOKHI YPOBCHb BOBJICUCHHOCTH OTPAKACTCS B MOBEICHUECKUX METPHKaAX (IPOCIYIIMBAHUE CEPHU

MOJIKACTOB WJIM Yy4acTHE B )KUBOM BeOHMHApE).

Tadauua 1 - Iloka3zaTe/jn cOCTOSIHUS U YPOBHSI KJIMEHTCKOH BOBJICYeHHOCTH

XapakTe pUCTHKH | MeTpuknu

IloBenenueckrue MeTpUKK (CO-cO3/1alolee ToBeJIeHre: TpaKaaHckoe (oOpaTHas CBsI3b, aJlBOKAT OpeH.a,
TIOMOIIIb U TEPIMMOCTD) U MOBEJIeHNE ydacTus (MOUCK 1 00OMeH HHpOpMaIel, OTBETCTBEHHOE TIOBEICHHIE U
JIMYHOE B3aUMOJICHCTBUE).

BaJICHTHOCTD npubbLIL, NONYYEHHAs OM NOKYNOK HOBbLIX U NepCchneKmueHblx nompebumereil, a
(dbuHaHCOBBI SPhEKT | Takke OT OOpaTHOH CBSA3M, MPSIJIOKCHHMH WM WICH, MEepeIaHHbIX KOMIIAHUM B
B3a1M OOTHOIIICHHIA TEUEHHE OTPEJICJICHHOTO TIePHO/a BPEMEHH.

noTpeOuTeIh- nooicusnennas yennocms kaiuenma CLV (customer lifetime value) —oxumaemast
KOMTIaHHS ) CyMMa JICHEeT, KOTOPYI0 KIHMEHT MOXET MOTPAaTUTh Ha MPOIYKTHl KOMIIAHWM B

TEUCHHUE KI3HHL.

cmoumocmy npuenedenusi Hosozo kiuenma CAC (customer acquisition cost)
(oTHOIIEHHE CYMMBI OOIIMX PACXOJ0B KOMIIAHAM HA TPOJAXH W MAPKCTHHI K
KOJIMYECTBY HOBBIX KIIHCHTOB).

sdpdexkTuBHOCTH MapkeTHHroBoix wuHBecTHMIMN B mnpuBiedcHrne (CLV/CAC)
TPOrHO3 TIOKU3HEHHOM JIOXOIHOCTH OT KIIMEHTA.

dopmat 007151 00pawyenuti 8 cLysHcOy n000ePIHCKU, Peatu308anHbIX ¢ nepol nonvimku, %
B3aNMOJICHCTBHSA (FCRR, first contact resolution rate) — monst penmBIMX MPOOJIEMY MPU TEPBOM
noTpeoures ¢ | obparmeHum).

KOMIaHHueH (Kajio0bl, | Mempuku monumopunea coyuanvbhvix cemetl (Social listening metrics) — komaectso
TIOM O1ITb JpPYTUM, | OT3bIBOB M KOMMEHTApHEB TOCJIE YCIEUIHOIO WIM CJIOXKHOTO B3aMMOACHCTBUA C
Tpe IJIOKEHYE 0 | kommanvel (kKak OHNavH, Tak U omaiiH), KOIMIECTBO YIIOMUHAHMN OpeHma win
JOCTWKECHUH LieJIed M | KOMIIaHWi, TpeOYIONMX OTBEeTa U T.11.

Iip) KOJIUYeCm80 akmu8HbuIX nojvzosameneit Moouivhvix npunroxcenuti (DAU, WAU,

MAU — B ness, He1e0, MECSIT)
HenoayueHHvlll 00x00 6 ces3u ¢ nomepetl kauenma (RC, revenue churn)

MaciTad (BpeMeHHas | unodexc nompeboumenvckol aosiviocmu (NPS). — GannbHasi OllGHKa TOTOBHOCTHU
U reorpaduueckas | peKOMEHI0BATh KOMIIAHHIO JIPY3bsM M Koiwieram: 9-10 GamioB — «mpomMoyTepbD»
COCTAaBJISAIONIAS (HpaBATCS TIPOIYKTBI M YCJIYI'M KOMIAHWM), 7-8 OauloB — «HEeWTpasbl» (Hy)KHA
BOBJICYEHHOCTH) JIOTIOJTHUTEIIbHAST MOTHBAIMs OOpalaThCs B KOMIIAHWIO, HATIPUMEp, BBHITOJHAS
ckugka wm  akipst); 0-6 0amwioB — «KpUTHKM» (MMEIOT HETaTHBHBIA  OIBIT,
CBSI3aHHBIN C KOMITAHUCH).

XapakTep nokazamens 300posws kiuenma CHS (customer health score) — kommiekc u3
BO3JIEHC TS (1O | YHCIIOBBIX OICHOK, XapaKTEPH3YIOIMX IPOIOLKUTEIBHOCTh — OTHOIICHUH ¢
BPEMEHH, KIHCHTOM, YPOBEHb  yIOBJICTBOPEHHOCTH KIMEHTa, YacToTa W IiIyOuHA
MHT €HCUBHOCTH, HCTIONIb30BAHMS TPOJAYKTOB WM YCIyr KOMIIAHUH: KOJMYECTBO JIOTHHOB, CKOPOCTD
rIyOWHE ¢ [eJIbIO | 3aBEpIICHUS PETHCTpAllH, TNPUHATHE K HCTONBb30BaHWE (YHKIWMN, BpeMs JI0
pacumpeHus IIEPBOr0 JCHCTBHSI MOCJC MEPBOW PETUCTPALH, CPEAHSS MPOJOIDKUTEIBHOCTh
BaJICHTHOCTH) ceaHca, KOIMYECTBO OOpAIleH A B CITY)KOY TOIICPIKKH.
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XapakTe puCTHKH MeTpuKH
LN KIIMCHTA | OyenKa YPOosHsL 83AUMOOeCMEUs - YCULULL KIUeHma OJisl peuieHus TIpo0IeMbl HITH

(corylacoBaHHOCTb €
HEISIMU (PPMBI)

noimydenuss nomorm ot kommanmu CES (customer effort score), onpenensiercs
TIOCPEJICTBOM Ompoca 00 YpPOBHE YCWIHMI TOCJE JOCTIDKCHHS KIMCHTOM IIeJIH
(omeHka o 5-6aiwbHOM wmiKasie: 1 - coBceM He CJIOXKHO, 5 - oueHb cioxkHo) CES =
CyMMa OIICHOK /KommaecTBO 0TBETOB * 100%.

PecypcHbie MmeTpuku

(mamepuanvhvie u HemamepuabHble AKMUBHL, KOTOPbIe (GUPMa MOXKET KCIIONB30BaTh I Ppa3pabOTK U
peam3aii CBOUX CTPaTeTHid)

CeTeBbIC AKTHBbI
(coyuanvhvie  C8:3U
KAuernma)

oxeam (0ocmyn) WUpoKolu u pa3HooopasHoll ayoumopuu: COMAIbHBIX CETEH,
CBSI3EH KIIEHTa C APYTUMH JIFOIbMHU Ha TIPO()eCCHOHATBHBIX | JIMYHBIX IIaT(opmMax
COLMAIBHBIX CeTel

Karmrall y6e)K}16HI/I$[

cmenenv 008epus, 000PONCEIAMETLHOCIU U BAUAHUL KIUEHMA HA OpYeux
Cywecmeyiowux Ui NOMeHYUalbHblX Kiuenmog (ComepkaHue M KOIMYECTBO
OT3bIBOB, PEWTHMHI'M TPOM3BOAMTENS B COLMAJBHBIX CETSX W JPYTMX OHJIAHH-
wiaTopmax)

3amachl 3HAHUIA

SHAHUS KTUEHMA 0 NPOOYKme, YCiLy2e, Memo0ax UCHOIb306aHUs U OPYeUX KIUeHMAX,
HOoY-xay (TI0Ka3aTeN 0CBEIOMJICHHOCTH Y IMUIKA )

KpeaTHBHOCTb

paspabomannvle KIUeHMOM HOB8ble, NONe3Hble UOelU, NPOYECChl, peuleHus npodiem,
KpeamueHulil KOHMEeHM, NPOOYKMOble UHHOBAYUU U OP.

VICTOYHMK: COCTAaBJICHO aBTOPOM II0 pe3yJjbTaTaM HCCJIeJOBaHUS

Pe3ynpTaTBHOCTH MapKeTHHIa BOBJICUEHHUSI B COBMECTHOE CO3/IaHHE LIEHHOCTH Ha phiHKe B2B
MOJKET ObITh OXapaKkTepru30BaHa Ha OCHOBE MOJXO0B:

1) olleHKa KOHBEPCHUHU BOBJICYCHHOCTH Ha t-1aty (uiu 3a t-rnepro.)

KBt = xonnuecTBO BOBJICUEHHBIX B COBMECTHOE CO3/IaHHE IIEHHOCTH / KOJIMYECTBO OXBAYEHHBIX
MEPONPUATHSMHI MApPKETUHTA BOBIICUCHHS,

2) oIlcHKA

OoKa3aTeJen

pocta (IYB) wu mpupocra (TYB) wuHAMBUIyaIbHOTO WM

MHTETPUPOBAHHOIO YPOBHS BOBJICYEHHOCTH KaKJIOTO THIIA Y4aCTHHMKA TOBApOINPOBOIALIECH
LIeNH M0CJIe pealn3aluy IporpaMMbl MapkeTHHTa BoBiiedeHHOCTH (YB1) mo cpaBHeHMIO ¢
aHaAJIOTMYHBIM IIOKa3aTeleM J10 BHEApeHus nporpammbl BosiedeHus (YBO),

IVB = VB1/YB0*100% 2);

TYB = (VBI1 - YB0) YB0*100% 3);

3) olICHKA CTEIEeHU JOCTHKECHHUSI [[eJIeil MApKETHHIa BOBJICYEHHOCTH

— KOMMVYHHKAIIMOHHBIX (HOBBIH_IGHI/IG YPOBHA Y3HABACMOCTH M KalluTalla 6peHzLa, OECHHOCTH

TOBAPHOTO MPEIOKEHUS U AP THEPCKUX OTHOICHUH, DIMB/K),

— COLMATBHBIX (TMOBBINICHHE YPOBHS YIOBICTBOPEHHOCTH M COLMAIBHOTO OJIArOMmoIydust
notpedutens, MB/c).

VYpOBEHb JOCTHIKEHHUS TOCTABICHHBIX II€Je KOMMYHHMKAI[MHM B pe3yabTaTe MPUMCHCHUS

WHCTPYMEHTOB MAapKETUHTA BOBJICUCHHSI MOXXKHO CYHMTaTh OJHUM K3 OCHOBHBIX ITOKa3zaTeled

KOMMYHHKaHHOHHOﬁ PE3YIBTATUBHOCTU MAPKECTUHIA BOBJICHCHUA. B xauectBe [[Cﬂeﬁ MOT'YI OBITH
INOKa3aTCJInu NMpHupoCcTa CHUJIBI, Y3HABACMOCTHU 6DCHIIa, qucijia TITOCTOAHHBIX KIMCHTOB W T.II. OHCHKB

KOMMYHHUKAaTUBHON »(dekTuBHOCTH Ha phiHKe B2B 3arpyansercs orpaHM4eHHBIM AOCTYIIOM K
PECIIOHICHTaM U BBICOKOUM BOBJICYCHHOCTBIO CaMHX IKCTIEpTOB. [Ipr 3TOM, B 3aBUCHMOCTH OT OTpaCiIn

U TUNA KOHTEHTa Uil phlHKa B2B ypoBHM KOHBepcHM pa3nuyaroTcs, HO B CPEAHEM YPOBEHb
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KOHBepcHUM 1 111 MPOMBILUIEHHOTO IIPOU3BO/ICTBA COCTABIISIET OKOJIO 1%.

ConuanbHbli 3(hekT MapkeTHHTa BOBJIeUeHUs Ha peIHKe B2B oTpaskaet mpupocT o01ecTBEHHbBIX
LEHHOCTEN M OJ1arococTosiHUS moTpeduTesnei, co3gaBaemblii npeanpustieM. CIMCOK KOHKPETHBIX
COLIMAIBHBIX METPUK MApKETHHIA BOBJICUYEHMUS JETAIU3ZUPYETCS] B 3aBUCUMOCTU OT OTPAaciid M THUIA
opranuzanuu. Hampumep, pe3ynbTaToM MapKeTHHTa BOBJICUCHHS Ha MPEANPUITHH Ha PHIHKE
MIJJACTUKOBOM YITAaKOBKU CTAHOBUTCS CO3/JaHUE SKOJIOTHYECKOTO KIIy0a, BHEAPEHUE yA0OHOTO JINYHOTO
KaOWHETa B AJIEKTPOHHOM JOKyMEHTOOOOPOTE, JIBIOT ISl )KEHIIMH, Pa0OTaIONMX Ha MPOU3BOJICTBE U
JpyrHe.

JUi1st O1leHKH SKOHOMUYECKOTO 3(pdexra u 3(PpPeKTHBHOCTH MapKETHHTa BOBJICUCHHS B COBMECTHOE
co3/laHue LIEHHOCTH Ha peiHKe B2B ncnonw3ytorcss 6a3oBbie (MHAHCOBBIE MOKa3aTeiau (IPUObLIb,
yucTas npuBeaeHHas crouMocts (NPV), Bo3Bpat nuBectunuii (ROI), BHyTpeHHSsIs HOpMa 1I0XOTHOCTH
(IRR), craBKa AMCKOHTHUPOBAHUS CPEJACTB, BIOXKEHHBIX B MPOTPaMMy BOBJICUEHHS), AOMOJIHSIIOINME
KITI0YeBOM mokazatrenb 3¢dexruBHOCTH MapkeThHra ROMI (return on marketing mnvestments),
XapaKTepU3YIOIMK BO3BpAT MHBECTULIMH B MAPKETHHT BOBJICUCHHUSL:

ROMI (mB) = (BII-3MB)/3MB*100% 4),

rae BII- BanoBas npuOblib, 3MB — 3aTpaThl HA MAPKETUHT BOBJICUEHUS

WHTerpanpHblii MOKa3aTeNlb pPe3yIbTaTUBHOCTH MeponpusiTHii mo BoBiedeHuto (DMB/o01m)
dopMupyercss U3 CYMMBbl OKCIEPTHBIX OLICHOK JOCTH)KEHHS SKOHOMHueckux (OMB/3),
koMMyHHKaIMOHHBIX (DMB/K) u conuanpabix (OMB/C) menelt MmapkeTHHTra BOBJICUEHUS C YUETOM
panroB BaxxHocTH (V) kaxaoro nmokasarens (Va+Vk+Ve=1):

DOMB/o6m1 = (OMB/3 *Var+ OMB/k *Vk+ OMB/c *Vc) (5),

Pacuer croumoctu equHuUIB npupocta kouBepcun (KYB) mim obuero pesynbrata MapKeTHHTA
BoBiieueHus: (KMB), cpaBHeHHME UX ¢ LEJIEBBIMH [IOKa3aTEIIMU TO3BOJUT MPEIIPUHATH
KOPPEKTUPYIOIME JIeHCTBUS B 00JACTH MapKETHHIOBOTO OroJKeTa (BaXKHA JJISl OLEHKH CTOMMOCTU
KOPPEKTUPOBKH B TUHAMHKE):

KYB = 3MB/TYB (6)
KMB = 3mB/AMB/o6111 (7),

[Ipu oueHke MapkeTHHIa BOBJICUCHHS, KpaliHE Ba)XHO YYHUTHIBATh MPOTSHKEHHOCTh IEpHOIa
B3aMMO/ICHCTBUSI C KTeHTOM. COTIIaCHO pe3ybTaTaM INTyOMHHBIX HHTEPBBIO, TPOBEAEHHBIX ABTOPOM,
oonprmHCTBO B2B Kommanuii (ot 60 10 80 MpOIEHTOB) MPUXOAST K 3aKTIOUEHUTO CACIIOK JIUIID Yepe3
3-6 MecsIIeB mocie MepBUYHOTO OOpalieHus. ITOT MPoIlece, KaK MPaBUIIo, MOApasyMeBaeT ot 25 1o
30 Toyek MHQPOPMAITMOHHOTO KOHTAKTa C KITHEHTOM.

OO6cy:xxknenue

MeTtonudeckie OCHOBBI JUIsl CO3/IaHMsSI CHCTEMbl MapKEeTHHTA BOBJICUEHHS Ha poiHKe B2B He

1 First Page Sage. (2024). Conversion Rates By Industry — 2024. Retrieved from URL: https:/firstpagesage.com/reports/b2b-
conversion-rates-by-industry-fc/ (mara obpamternwsi: 07.11.2024).
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OTPaHUYMBAIOTCA IPEICTABICHHOW THUIIOJOTMEM LIEHHOCTEM MW KapTOW NyTM YYaCTHUKOB
TOBapOCONPOBOJAIICH CEeTH, HEoOXoAMMa TalkKe CTPYKTYpH3allMs BHJOB MapKETHHTOBBIX
MHCTPYMEHTOB ISl Pa3IMUHbIX BOBJIEKAEMbBIX YYAaCTHHUKOB TOBAPONPOBOMSIICH IeNu, a TaKke
pa3paboTKa CHCTEMBl TOKa3aTeleil yYpOBHS BOBJIEYCHHOCTH, €ro JUHAMHKH, I[TOKa3aTesei
3(eKTUBHOCTH MapKeTHHTa BOBJEUEHHUS B IuddepeHIHaNU MO BUJIAM MapaMETPOB COBMECTHO
CO3/1aBa€MOIl IIEHHOCTH NMPOJAYKTa U BUJAM akTopoB. Bmecte ¢ Tem, MpeanokeHHOEe HallpaBJeHUE
uccienoBaHus peiHka B2B, opueHTHpoBaHHOE€ Ha KOMIAHUW M TPOIYKTHI C Pa3HOOOpa3HBIMU
XapaKTepUCTHKaMH, TpeOyeT OoJiee MOAPOOHOT0 U3yICHHS TUITOB IIPOAYKTOB pbiHKa B2B, Hampumep,
BBICOKOTEXHOJIOTUYHBIX TOBAPOB.

3akJI04YeHue

B cratbe mnpeanoxkeHa WHHOBALlMOHHAS CUCTEMAa OLEHKHM BOBJIEYEHHOCTH MOTpeOHTENne B
COBMECTHOE CO3/IaHH€ LIEHHOCTHU MPEAIPUSITHSL, TT03BOJISIONIAS OLEHUTD MOBEICHYECKU I U PECYPCHBIN
BKIaJ. /laHHAas cucTeMa pacpocTpaHseTcss Ha OlleHKY Y(peKTHBHOCTH MapKeTHHTa B KOHTekcTe B2B
JUISL pa3IMYHbIX YYaCTHUKOB LIETIOYKM MOCTaBOK. BHenpeHa yHuKanbHas cucrema mokasarenei i
KOJTMYECTBEHHOW M KAaueCTBEHHOW OIeHKH S((ESKTHBHOCTH MapKeTHHTa Ha pblHKax B2B.
[Ipennaraemast cTpyKTypa crocoOCTBYET COBEPIICHCTBOBAHUIO M AU(dEpeHIINAMU TIPUHITUIIOB U
METOJOB ~ MAapKeTHMHIAa  B3aUMOJCHCTBHUS, MOBBILICHUIO  YIOBJIETBOPEHHOCTH KIUEHTOB U
s(ekTuBHOCTH OM3HECA MPOMBIIINICHHBIX MPEANPUATHI B YCIOBUIX OTPAHUYCHHBIX PECYPCOB.

[IpencraBnenHoe uccienoBaHue, BKIOYAs COAepkKalecs B HEM MOKa3aTeIu U METPUKU OLICHKH
BKJIaJla YYACTHUKOB B IPOIIECC COBMECTHOTO CO3JaHHS LIEHHOCTH U 3(PPEKTUBHOCTH IMPOBOIUMBIX
MEPOIIPUATHH, CIOCOOCTBYEeT Oojiee TIIyOOKOMY ITOHMMAaHWIO MPOIIECCOB COBMECTHOTO CO3aHUS
IIEHHOCTH, Kak JUuId TEOPETUYECKOTO MCCIECJOBaHUs W JalbHEMINEro pa3BUTHS IOHSATHITHO-
METOJIOJIOTHYECKOTO armapara, Tak U JJsl IPaKTHKOB.
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Abstract

This study analyzes the effectiveness of engagement marketing in B2B markets for various
participants in the supply chain. The research reveals that different chain participants prioritize
distinct value types and derive varying benefits from engagement marketing, which ultimately
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affects their market competitiveness and performance. The article examines different engagement
marketing strategies and their impact on B2B market outcomes. The findings provide valuable
insights for both researchers and practitioners in B2B marketing.
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