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Pedepat. MHTEpHET-MapKETHHT HA MPOMBIILICHHOM PHIHKE UMEET psii 0COOCHHOCTEH M OTIMYAeTCsl OT TAKOBOTO Ha MOTpe-
O6uTenbCcKkoM peIHKE. JIsl MepBOro XapaKTEepHBI CIEIMATN3HPOBAHHBIA M MEPCOHANM3UPOBAHHBIN moaxoasl. Kpome Toro,
OH JIOJDKEH YUHTHIBATH JUINTENBHBIA IIUKII CACIKH U HAaINIHe OOJIBIIOTO YHCiIa JIUI, IPHHUMAIONINX penIeHus. MapKeToIoru
Ha NPOMBIIUICHHBIX IPENPHATHAX JOJDKHBI 00JIaJaTh PAAOM 3HAHUH O PBIHKE M TCHACHIUSIX B OTPACiH, BIaJeTh HHPOpPMa-
el 06 opraHu3alu MPOLECCOB 3aKyNOK M paboTe KaHAJIOB cObITA, YMETh BBICTPOMTh KOMMYHHKAIIMOHHBIH IpoLecc
C OIpeIEICHHBIM THUIIOM MOKyHaresis. B cTaThe mpencTaBiIeHbl METOAbl OHJIAMH-TIPOJABMKCHUS MPOMBIIUICHHOH MpOAyK-
MM U MCCIEOBaHHE OCOOEHHOCTEH BHIOOpAa MHCTPYMEHTOB WMHTEPHET-MApKETHUHTa A MPOMBIIUIEHHBIX MPEANpPUITHIH.
OcCHOBHasl TIeJTb — BBIJEIHUTH IKCIIEPTHYIO COCTABILIONIYIO JJISI TAKUX TPEINPUATHI KaK TJIaBHBIH MHCTPYMEHT KOMMYHHKa-
LUK C TMOKynatensiMu. {7 peleHus MOCTaBIeHHON 3a7a4i pacCMOTPEH MHCTPYMEHTApU MHTEpHET-MapKETUHIa TPOMBIII-
JICHHOT'O IPEANPUATHUS U NIOKa3aHa SKCIIEPTHAs COCTaBIIAIOIIAs B €0 KOHTCHT-CTPATEruy, U3y4YEHbI MOAX0AbI K CUCTEMAaTH3a-
LUM MHCTPYMEHTOB MHTEPHET-MAapKETHHTa. B Xo1e mpoBeseHns] HCCIEAOBAHUS UCIIOIb30BANIN OOIIEHAyYHbIE METOMBI: aHa-
nu3, cuHTe3, 0000menne. PesynpraToM nmpoBeneHHOH paboTHI cTaga MOAENb MPOABIKEHUS] TOBapa B JIOTUKE MTyTEUIECTBUS
MIPOMBIIIIEHHOTO ITOTPEOUTENS, CTPOSINAsCs HA CBS3M KapThl IMYTEIIECTBUS HOTPEOHTENsI ¢ WHCTPYMEHTaMH HHTEpPHET-
MapKeTHHTA.
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Expert Component as Element of Content Strategy
of Industrial Enterprise
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Abstract. Internet marketing in the industrial market has a number of features and differs from that in the consumer market.
The first is characterized by specialized and personalized approaches, as well as it must take into account the long cycle of the
transaction, and the presence of a large humber of decision makers. Marketers at industrial enterprises must have a range
of knowledge about the market and industry trends, possess information about the organization of procurement processes
and the operation of distribution channels, and be able to build a communication process with a certain type of customer.
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IKoHomuka npombliHiIeHHOCmMU

The paper presents methods for online promotion of industrial products and a study of the features of choosing of internet
marketing tools for industrial enterprises. The main idea of the paper is to highlight the expert component for such enterprises
as the main tool for communication with customers. To solve this problem, the internet marketing tools of an industrial enter-
prise has been considered and the expert component in its content strategy has been shown, approaches to the systematization
of internet marketing tools have been studied. In the course of the study, general scientific methods have been used: analysis,
synthesis, generalization. The result of the research is a model of product promotion in the logic of the industrial consumer's
journey, which is based on the connection of the consumer's journey map with internet marketing tools.
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BBenenue

CerozHsa TNpPOMBIIIICHHBIE HPENNPUATUHS IS
NPOJBMKCHUS CBOEH MPOAYKIMH HA PHIHKE aKTHUB-
HO HCIMOJB3YIOT HHCTPYMEHTHl TPaIULMOHHOTO
MapKeTHHIra: BBICTaBKH, PEKIaMy B CpeICTBax
MaccoBod MH(OpMaIHK, XOJOJHBIE 3BOHKH, MOY-
TOBBIE PACCBUIKH, MEPCOHATBHBIE BCTPEYU H T. I.
WNHCTpyMEHTBI WHTEPHET-MapKETUHTa IONYYHITH
IIMPOKOE PACTIPOCTPAHEHUE JJISi B3aUMOJEHUCTBUS
¢ notpedutensimu B cekrope B2C u Tonpko Hauu-
HarOT BHeIPATECS B B2B-cextop. Takum o6pazom,
HayYHbIC HCCIICIOBaHHS JIOJDKHBI OBITh OpUCHTHU-
poBaHBI Ha pa3paboTKy 3PHEKTUBHOTO MEXaHNU3MA
NPOJBIXCHUS MPOAYKLIHH C TMOMOIIBIO HHCTPY-
MEHTOB HMHTEPHET-MapKETHHTa JUIS TMPOMBIIIICH-
HBIX TPEANPHUATHI HA CTPATErHYECKOM U TaKTHU4e-
CKOM YPOBHSIX.

[IpobnemaMu pa3BUTHS WHCTPYMEHTApHs WH-
TEpHET-MapKETHHIa 3aHUMAeTCsl psiji yYeHbIX, Ta-
kux kak B. O. CprueBa u T. B. UepeBuuko [1],
. B. VYcnenckuit [2], B. Xoamoropor [3],
N. B. Anexcees [4], II. Hoitne u @. llrepn [5],
K. A. Tarapunos [6] u np. Bompocsl, cBsi3aHHbIE
C OCOOCHHOCTSIMM OpPTaHU3alllU MHTEpHET-MapKe-
THHTAa Ha pPBHIHKaX TOBAapOB MPOMBIIUICHHOTO
Ha3HA4YeHHs, NOJHUMAIOTCS B HCCIEIOBaHMIX
K. A. TarapunoBa [6], O. B. Mapreiaerko [7],
N. A. Kpacioxk u M. A. IlamonukoBa [8],
N. B. UrnateeBa, O. H. Capaesa, 1. U. 3exnre-
HU30Ba [9] u ap. OgHAaKO aHANHM3 HAYYHOH JHTEpa-
Typbl IIOKa3aj, 4TO BOIPOCAM OPraHU3aLUH WH-
TEpHET-MapKETHHTa MPOMBIIUICHHOTO TMpeanpus-
THS, HAPAY € TpoOieMaMu pa3pabOTKH CTPAaTEruu
U TAKTUKH HHTEPHET-MAapKETHHIA IPOMBIIIICH-
HOTO TPEANPUATHS, YIENAeTcs HEeJ0CTaTOYHOe
BHUMaHHUE.

OcHoBHasl YacTh

B OoabminHcTBE CJIy4yacB YYCHBIMU MHTCPHCT-
MApKCTUHI pPACCMATPUBACTCA KaK HWHCTPYMCHT
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MapKeTUHra Ha MOTPEOUTENHLCKOM PBIHKE, OJHAKO
CeTO/IHA OH HAYMHAET 3aBOEBBIBATH MO3WIMH Ha
pPBIHKE TOBapOB MPOMBIIUIEHHOTO Ha3HAYCHHS.
ITo mauueM Digital-arenrctBa Wpromote, 56 %
OTIPOIIEHHBIX ~ MapKETOJIOTOB  MPOMBIIUICHHBIX
MPEeNNpUsITANA TUTAHUPYIOT YBEIHYUTH PaCXOIbI
Ha HMHTEpHET-MapKeTHHT, U3 HUX 27 % ykaszanu,
YTO JOJIA THX PACXOJI0B B MapKETUHTOBOM OO/
xete mpebimaer 40 %. B kauecTBe OCHOBHOU
LEJI MHTEPHET-MapKEeTUHra PECTIOHJEHTHl OTMe-
TWJIN POCT y3HaBaeMmocTu OpeHga. Takke OHH BBI-
JIeJISIIOT Takue TPUOPHUTETHBIE HANpaBICHUS, Kak
NPUBJICYCHUE KayeCTBEHHBIX JMIOB M OoJbliie-
ro 4Hcja MOTEHIHAJIbHBIX KJIMEHTOB HA CalT, HO-
BBIIIIEHNE PEHTA0ETbHOCTH WHBECTHIIMHA B MapKe-

tunr (puc. 1) [10].

KaxkoBa 11e116 HHTEpHET-MapKeTHHTa
BalICro NpeaIpusTus?

I 20,83%

B — IPUBJICYCHUE KAYECTBECHHBIX JINI0B, M — MPUBJICUCHUE
GOJIBIIIET0 YHCIIa MOTCHIMATBHBIX KIIMEHTOB Ha CaﬁT;
B — [IOBBILLICHHE peHTa6ean0cm HMHBECTULIUH B MapKETUHT;
B — [IOBBIIICHUE Y3HABAEMOCTH GPCHI[a;
B — yBEJIMYCHHUE MTOKA3ATENS MOCEUIAEMOCTH caiita

Puc. 1. llenu uHTEpHET-MapKETUHT A
MIPOMBIIIIICHHBIX IPEANPUATHH

Fig. 1. Goals of internet marketing of industrial enterprises

Ecnmu paccMoTpeTh JMHAMUKY HCIIONB30BAHUS
WHCTPYMEHTOB HWHTEPHET-MapKETHHTa MPOMBIIII-
JICHHBIMU TIPEIIPHUITUSIMHU, MOKHO YBUIETh POCT,
a Takke OOJIBIIION TIEPEBEC B MCIOJIb30BAHUH TIPE/I-
MPUATHSIMH TAKHX WHCTPYMEHTOB, KaK 3JICKTPOHHBIH
MapKETHHT B COITMANIbHBIE ceTH (Tabi. 1).
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Tabauya 1

ﬂHHaMI/IKa HCIOJb30BAHUS UHCTPYMEHTOB
HHTEPHET-MAPKETUHI'a IPOMBINIJICHHBIMU NPEANPUATHAAMU
Dynamics of use of internet marketing tools
by industrial enterprises

JlMHaMuKa MCIOIb30BaHNU
HHCTPYMEHTOB
Hucrpyment HWHTEpHET-MapKeTHHTa, %

2018 r. 2019 r.
Menuiinas pexnama 47 55
KonrekcTHas pexkiama 64 71
Oprann4eckuii IOUcK 88 91
ConuanbHble CeTH 93 95
DJIeKTPOHHbIE MHCbMa 95 93

JlaHHBIE WHCTPYMEHTHI MO3BOJSIOT MPEAOCTa-
BUTHh TIOTPEOMTENIIM YHUKAIBHBIA W ITOJE3HBII
KOHTEHT, COpMHUPOBATH IOJIOKHUTEIBHBINH 00pa3
NpEANpUATUS, CeTaTh KJIMEHTCKUM OIBIT MEPCo-
HaJTU3UPOBAHHBIM [9].

OpHako MHCTPYMEHTapuil HMHTEpHET-MapKe-
THHTA 3HAYUTENHHO IMUpPEe, M CETOMHS IPOMBIII-
JIGHHBIE MPEANPUATUS B CBOCU IECSTEIBHOCTU MO-
TYT HMCTONB30BATh OOJNBINON psAF HWHCTPYMEHTOB.
B Tabn. 2 mpencraBieH WHCTpYMEHTapuil HH-
TEepHET-MapKeTHHTa W TPUBEICH IMepedeHb 3a/1ad,
KOTOpPBIE TMO3BOJISIIOT PELIUTh JAHHBIE HWHCTPY-
MEHTBHI.

Tabnuya 2

IlepeyeHb HHCTPYMEHTOB HHTEPHET-MAPKETHHI A

List of internet marketing tools

Wuctpyment
UHTEpHET-MapKETHHIa

Cpencrso

Pemraemast 3ajJgada

Beb-caiir KoprnopatusHslii caiit; 1. CooOumTh MONB30BATENSIM O MIPEANPUSITHH U TOBApax.
landind page u ap. 2. CopMHpOBaTH NOIOKHUTEIBHBII UMUK OpeHa.
3. BecTn KOMMyHHKaIMU ¢ KIUEHTaMH U TApTHEPAMHU.
4. BICTpO pearupoBaTth Ha 3aIPOCHI MOIb30BATENEH.
5. OTcnexuBaTh NOMYJISPHBIE U HETOIMYJIISIPHbIE TOBAPEI
KoHTeHT-MapKkeTHHT TexcTsr; 1. TToBbllIeHHE 3HAYNMOCTH CalTa JUIsl TIOMCKOBBIX CH-
CTaThU; CTeM.
JIEKTPOHHBIH XKypHAI; 2. PocT J10sIBHOCTH KIIMEHTOB, KOHKYPEHTOB M COMCKa-
white-paper; Telew.
nadorpaduka; 3. 3HaKOMCTBO ayAUTOPUH C OPCHIOM.
BeOMHAPHI; 4. ®opMupoBaHHe HKCIICPTHOTO 00pasa.

OHITaifH-KOH(pepeHIH;
¢doTo-, BHIEO-, AyAUOKOHTEHT;
KOPIIOPaTUBHEIH OJIOT U 1p.

5. NudopMHUpOBaHHUE O MPOAYKIMH, TEXHUUECKHX
XapaKTepHUCTUKAX, IPEUMYIIECTBAX.
6. CHsTHE BO3paXKCHUI

[ouckossiii (SEO) mapkeTHHr

KommiekcHbll aHaIM3 caiiTa;
KOHBEPCHOHHBIE 1IETIOYUKH;

JIM3aliH ¥ F03a0UJINTH CaiTa;
aHaJIM3 KJIFOYEBBIX IMOKa3aTeneh

3¢ PeKTUBHOCTH 10 HANIPABICHHUIM
MapKETHHI';

CEeMaHTHYECKOE AIpo;

TEru u 1p.

1. MudopmupoBaHue 0 KOMIIAHUH U TIPOLYKLIHUH.

2. MudopmupoBanue o JeATENbHOCTH U IPOEKTaX
KOMITaHHH.

3. IlpuBneueHre MOTEHIMAIbHBIX KIMEHTOB Ha CaT.
4. IlomydeHue 3asBOK.

5. IIpoaBuskeHue caiiTa B IOMCKOBOM CUCTEME.

6. ITosryuenue opranuyeckoro Tpaduxa.

7. PacmmpeHue criicka KIItoueBbIX (pas u CI0B

WU €T0 N3MEHEHHe

KonrtekcTHas peKiiama

Texcrorpaguueckoe 0ObSBICHNE;
peKIaMHbIi OaHHEp;
BHUJICOPOJIHK U JIp.

1. [ToBhIIIEHUE PEKIIAMHON KOHKYPEHTOCIIOCOOHOCTH
KOMITaHHH.

2. [IpuBnevyenne NOTEHIMATBHBIX KIUEHTOB

JUTS COBEPLICHUS LIEJIEBOT0 ACHCTBUS.

3. COOp MaHHBIX MMOTCHIHATBEHBIX KIIMEHTOB

IUI AanbHeime 00paboTKu

Menuiinas (6anHepHas)
pexiiama

bannep;

BUJICOPEKIIAMa;

OpeHIUPOBAHNC;
TekcTorpaduyeckue OJIOKH U Ip.

1. MonnepxuBaTh y3HaBaeMOCTh OpEHza ¥ 3HAHHE O HEM.
2. IlopnepKuBaTh UMHUXK.

3. IIpuBiexaTs BHUMAHHC ayIUTOPUHL.

4. CTuMynupoBaTh MPOJAXKH
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Okonuanue maon. 2
End of Table 2

Wuctpyment

Cpencteo
HHTEpHET-MapKeTUHTa

Pemaemast 3amaua

WHpuBuayanbHas pacChlika
(E-mail-mapkerusr) JafUKeCTHL,

TPUITEpHas PacChUIKa;
welcome-muesMo;
peaHUMAaIOHHAs PACCHLIKA;

cepuiHas pacchliKa v Jp.

HudopmarronHas pacchlika;

1. [loBbIIEHUE TPOAAK.

2. JleMOHCTpaI¥s SKCIEePTHOCTH.

3. IloBBIlIeHHE JOSUIBHOCTH 3@ CYET Pa3IMYHbIX OOHYCOB
Y NOMOLIHU KJIUEHTY.

4. TIpoBeneHue UcCeIOBaHUS MOTEHIIMAIBHBIX
KJIHEHTOB

MapKeTHHI‘ B COIMAJIbHBIX

Bel[eHI/Ie HpO(i)I/UISI B conmanbHbIX ceTsx |l. [ToBemienne Y3HaBa€MOCTHU 6peHz[a.

(¢pumancepos) u zp.

cersax (SMM) (Facebook, Instagram, «BKonraxrey, 2. [NocTosHHAs KOMMYHHKALUS ¢ KIMEHTaMH.
«OIHOKJIACCHUKUY U P.); 3. Co3nanue uHTEpeca K peKIaMHUpyeMbIM MIPOAYKTaM
MOCTHHI TEeMaTHYEeCKOT0 KOHTEHTA,;
oO1eHne ¢ ayIuTopuei;
BUPYCHBIH MapKeTHHT
IMapTHepcknit IMapTHEpCKHE CeTH MEHEIKEPOB MO 1. Okazanne HH(OOPMAIIMOHHBIX TOCPEIHUIECKHX YCIyT
win adGUINaTUBHBII MAapTHEPCKUM IPOTrpaMMam; I10 MPUBJICYCHUIO MTOTEHINAIBHBIX KINEHTOB, UX
MapKeTHHT Ppa3IMYHbIE TUITEI OJMHOYHBIX TAPTHEPOB|NH()OPMUPOBAHUIO U BOBJICUCHUIO.

2. Ilpopaka KIMEHTY TOBApOB WU yCIIyT CHIIAMU
NIOCPEIHHUKA

dopmupoBanue obmecTBeHHbIX |[TyOnukanuy o koMmaHuu
MHEHUI B uHTepHEeT-CMU;
(pabota c pemyranuei B ceTn)

OHJIA{H Npecc-KOH(epeHInH;
OHJIAMH-YIIpaBIICHUE PEIlyTalUueH U JIp.

1. dopMupoBaHUE MONOKHUTEIHHOTO 00pa3a KOMITAaHUH.
2. IloBbliIeHHE NOANPHOCTH MOTEHINAIBHBIX KIUEHTOB.
3. Coop uHpOpMaIIK O BOZMOXKHBIX 3aKa3ax.

4. OtcnexxuBaHue OT3BIBOB IIOTpebHTEEi

IIpoaBmwkeHre NPOMBILUICHHBIX TOBApPOB B
WHTEepHETE MOXKET OCYIIECTBISITHCS C ITOMOIIBIO
HIMPOKOTr0 Habopa WHCTPYMEHTOB. BrIOOp TOTO
WIM WHOTO WHCTPYMEHTa 3aBUCHUT OT THMa OW3He-
ca, ero pa3MepoB U KOHKPETHBIX LEICH, CTOAIIUX
nepen Mapkertonorom. CyIiecTByeT HECKOJIBKO
MOAXOA0B K CUCTEMAaTH3allMd WHCTPYMEHTOB HH-
TEPHET-MAPKETUHIa B 3aBUCUMOCTH OT:

— Tesed, I JOCTHKEHUS KOTOPBIX OHHU HC-
MOJIL3YIOTCS: YBEIMYCHHE 00beMa U 4acTOThI MPO-
JlaX, MOBBIIIEHUE U3BecTHOCTH [11];

Ilpueneuenue

BosbImMHCTBO MapKeTOJIO0TOB OMIMOOYHO TOA-
XOIAT K OpraHd3aluu Ipolecca MNPOABUKCHUS
B VIHTepHeTe NPOMBIINIIEHHBIX MPEANPHUITHH,
Jlenasi CTaBKy HAa BOPOHY IPOJAX M XOJIOIHBIE
3BOHKM. Ecim paccMarpuBaTh >KM3HEHHBIM IyTh
KJINEHTA, TO 3Tallbl BOPOHKH MPOAAXK — 3TO BCETO
TG HEOOJbIIAs YacTh KIMEHTCKOTO ITyTH, KOTO-
PBIN HAYWHAETCS] C OCO3HAHUS MOTPEOHOCTH | TI0-
WCKa pelIeHus MpoOJIeMbl, U JIUIIb 110CIE €€ 0COo-
3HAHWS ¥ U3YYCHUS BCEH JIOCTYIMTHONH WHPOpPMAIUH
[IO3BOJISIET MEPEUTH K dTariaM BOPOHKH ITPOJIAXK.

Boeneuenue Konseepmayus | Yoepowcanue

— BBIOPaHHOW PpEKIaMHOM  MOJIETH:

pHefI: MPUBJICYCHUC, BOBJICUCHHUC, KOH-

KonrekcTHas

KoHTeHTHBI! MapKeTHHT (BeOHHApBI, HHTEPBbIO, 0030pHI U T. 11.) |

HeTIpepbIBHAS, Mybcupytoras [12]; | :
— cTaguu paboTHI C TENeBOH ayanuTo- Tonckosast \
OonTuMmMu3anusa i

A

Beprarwsl, yaepskanue [12].

pEKIaMa
Haubonee dacto mpumeHseTCs IIO- Memitnas
CIICIHMI BHJ CHCTEMATU3AlUH HUHCTPY- (Gannepnast)
pexilama
MEHTOB WHTepHeT-MapkeTuHra. OH oc- Buco
HOBaH Ha KOHIIEMIMH BOPOHKH MPOJIAXK, pekiama
KOTOpasd BBIACIACT HECKOJBLBKO OTaIlOB MobunbHast

Beo6-caiir

! '. ' v

E-mail-pacchuiku 1 0011ecTBa B CONUANBHBIX CETSAX

Ha MyTH TpaHCHOpPMAIIUK JHJIA B TIOKY-

" Pabora ¢ 6rore-

naTessl: OCBEJOMIEHHOCTb, UHTEPEC, pe-
LIEeHUe, NeWcTBHE, yaepskanue. Ha puc. 2
n300pa’keHa CBSA3b OTAllOB  BOPOHKH
NpoAaX C WHCTPYMEHTaMH HHTEPHET-
MapKeTHHra B 3aBHCHMOCTH OT JTama
BOBJIEUEHHOCTH KJIMEHTA B IPOIECC I10-
KYIKH.
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pekiaMa /

| pamuu CMU | CMI

| TapTHepckumii |
MapKETHHT

Puc. 2. Knaccudukaiys MHCTPYMEHTOB HHTEPHET-MAPKETHHTa

T10 3Taram paboTHI C ayAUTOpHEit

Fig. 2. Classification of internet marketing tools
by stages of working with audience
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MesxayHaponHas KOHCAITHHTOBas KOMITAHUS
McKinsey B 2009 r. mpoBesia MEKOTpPAciIeBOE HC-
CJIEZIOBAHHE C IIETHI0 BBISIBUTH, HA KAKOM 3Tare BO-
POHKH KIIMEHTBI COBEPIIAIOT OOJIbINE BCETO MOKY-
nok. Oka3zajioch, 4YTO Ui HEKOTOPBIX OTPACIECH,
HampUMep aBTOMOOWJIEHOTO pBIHKA, OCHOBHBIC
C/ICTIKU TPOUCXOJIAT MOCJE MEPBOM MOKYIIKH, B TaK
Ha3bIBAEMOM IUKJIE JIOSUILHOCTH. TO €CTh OCHOB-
HYIO0 YacTh MPHUOBLTM aBTONPOM3BOAUTEIN IMOTyYa-
0T OT KIIUCHTOB IOCJIE TOTO, KaK T€ «IPOBAJIIIIUCH
10 BOPOHKE M KYIIIITH aBTOMOOWIIb. DTUM UCCIIEO-
BaHneM McKinsey moaTBepamia, 9TO0 BOPOHKA HE
MOAXOAUT JUIsl OPUEHTHUPA B CIIOXKHOW U HEIUHEH-
HOI cpene kiueHrta. [lo3xe MapkeTosnoru u paspa-
0OTYMKM HadamM HCroiib3oBaTh Customer Journey
Map (CIM — xapra myTtemiecTBusi MOTPEOUTEIS)
JUT TIPOEKTUPOBAHHUS TIOJIB30BATEIHCKOTO OTIBITA.
CpaBHeHHE KOHIIENIMA BOPOHKK mpomax u CIM
npescTasieHo B Tab. 3 [13-15].

Kapra myremiectBus moTpeOHUTENs TO3BOJSET
COCTaBUTh TMYTh, [0 KOTOPOMY HPOMBIIIICHHBIC
MNPEINPUATAS MOTYT HauaTh HANPAaBISATh CBOMX
KIIMEHTOB K YCICIIHOMY 3aBEPIICHUIO CICIKU.
[TonHOCTBRIO TIOHWMAs YHUKaJIbHBIE MOTPEOHOCTH
KIUEHTA, MOKHO TMPEIJIOKHUTh €My WHIAMBHUIYalb-
HBIE PEIIeHHs Ha KaXXJIOM dTaIre Iy TH.

CeromHs MPOMBITIIIEHHBIE TTPEATIPUSATHS CTAI-
KHUBAalOTCA C OONBIIMM KOJHWYECTBOM 3ajad,
CBSI3aHHBIX C YIy4YIIEHHEM KIHEHTCKOTO OTIbI-
ta [16, 17]. JIns ux pelneHus KOMIIaHHSAM HeoO-
XOJIMMO Pa3BHUBATh IU(POBHIE TOYKH KOHTAKTa CO
CBOMMH KIIMEHTaMHu. B maHHOM ciydae mpeamnpu-
STHUSI MOTYT WCIIOJIb30BaTh KOPIIOPATUBHBIN OJIOT,
obOpazoBarenbHbIe TIATGOPMBI C BHIEOMATEpUa-
namMu Wik Kypcamu. [lomoOHBIE METOMBI B3aUMO-
JIEHCTBUS TMOMOTYT TMpeodpa3oBaTh KIUSHTCKUN

OIIBIT, YJIyYIIUTh [O3UIHOHUPOBAHUE NPEIIPHUATHS
W BBIUTH HA PHIHOK B Ka4e€CTBE MHTEIIEKTYaILHOTO
nuaepa. Hampumep, eciad KakoW-TO MPOMBILIICH-
HBII OpeHJ 4eMy-TO Haydwl KJIMEHTa, TO, CKOpee
BCETO, OH CMOXKET JOBEPHUTbCA OSTOH KOMIAHUH
B YaCTH pean3aliy KPYIHOTO KOMILJIEKCHOT'O IIpO-
ekTa. Takasi cTpaTerusi BRICTpauBaHUsl KOMMYHHKa-
LUK MEXIy NpeANpUsITHEM W KIIMEHTOM Ha3bIBacT-
Cs1 DKCIIEPTHOM COCTABJISIOLIEH.

BrIxonsi Ha PHIHOK C 3KCIIEPTHBIMHU MPOAaXkKa-
MU, IPOMBIIUICHHBIE NPEINPHUATHS IOJDKHBI IpU-
JIEpAKUBATHCS TAKUX LIEJICH, KaK:

— ynyuuieHue kiaueHtckoro ombita (Customer
Experience);

— CO3JIaHUE WMUIKA HHTEIJIEKTYalbHOIo JIH-
nepa;

— COIPOBOK/IEHNE IKCIEPTHBIX Mpojax (Sales
Enablement);

— mudpoBas 3abota (e-Care): yepe3 KOHTEHT-
HBIe MIaTQopMBbl, MaTepHal, CTaThbH, BHICOYPOKH
MPOMBIIIJICHHOE TPEANPUATHE PELIaeT MpoOIeMbl
KJIMEHTOB, 00Y4aeT UX U OTBEYACT Ha BOIPOCHI.

[lepeuncnuM 3amaun, KOTOPHIE CTaBIT IEpen
c00OM MPOMBILIICHHBIE TPEATIPUATHS, BHIOpABILITE
IIyTh DKCIEPTHBIX MPOJAK:

— CO37aHUE JIOTIOJHUTENBHOW TOYKM KOHTAaKTa
C TapTHEPaMH U KIMEHTAMHU;

— CO3JIaHU€e JIOTIOIHUTENIBHON IEHHOCTH;

— yOpaBJIeHUE KIMEHTCKHM OIBITOM 4epe3 00-
pasoBatenbHble  (OpMATHI: €CITU  MPEANPHUITHE
0o0y4aeT KIMEHTOB, OHO TOJIYYaeT MPEHMYIIECTBO
B TEHAEpE, a TaKKe MOXKET KOHKYPHUPOBaTb He
ToJIbKO 1O 1eHe. C JApyroil CTOPOHBI, B MEPCIEK-
TUBE KOMIIAaHHS MOXKET BCTPOHMTH 00pPa30BaTENb-
HBII NPOAYKT B IPOAYKTOBYIO JIUHEUKY;

Tabruya 3

CpaBHeHHe KOHIenuuii BOpoHKH npogax u CJM

Comparison of sales funnel concepts and CIM

Kpurepuii cpaBHeHns

Boposnka npoaax

Customer Journey Map

OOBEKT BHUMAHHS

OpneHTaum{ Ha HYXbI U 3aIIpOChl KOMITAaHUH

OpI/IeHTaLU/]ﬂ Ha HYX/IbI U 3aIIPOCHI KIINEHTA

Xapaxrep npornecca npuHsaTus  |JInHeHbIi
perIeHus

Henmnelnpri

XapakTepucTuka HHCTpyMeHTa |Omnucanue mporecca MpoAaXu ToBapa Win yeuyrd — |['mOkuii HHCTpYMEHT MPOEKTUPOBAHUS IPO-

JAYKTa 1 c€pBUCA

Crpykrypa

I'pacuuaeckast Moznens, orobpaskaromast Bxogsmuii  |['paduueckast Mozenb, Ha KOTOPOH OTPaKEHEI
IOTOK NOTEHLIUAIBHBIX KINEHTOB (JINAOB) U UX
TpaHC(HOPMALUIO B IOCTOSHHBIX KIIMEHTOB

YCJIOBHBIEC IIard KJIMEHTOB BO BPEMCHU
1 TOYKH KOHTaKTa ¢ KOMIaHUEeH OT OCO3Ha-
HHUA HOTpCﬁHOCTI/I J10 IOBTOPHBIX MMOKYIIOK

KJIMCHTa

VYposens napopMupoBanHocTH |KITHeHT yke 3HaeT 0 KOMIIAHWH WU TOBape

IToka3siBaeT Bce IIYTH BO3MOKHOI'O
3HAKOMCTBA ¢ KOMIIAHUEH 1 IPOAYKTOM

O6nacTs MPUMEHEHUS

Pabora Haj ymydiieHreM OU3HEC-IIPOIIECCOB

Pabora ¢ 6aprepamu, KOTOPBIC MOTYT
MOMEMIATh KIUEHTY Ha JII000M ITyTH
B3aHMO/ICHCTBUSI C TPOYKTOM
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— pa3zBuTHEe OpeHI-aMbaccaJiopoB: KOHTEHT-
miaTgopMa MOXKET BBICTYNaTh B Ka4eCTBE Pa3BH-
A Openm-ambaccagopoB. Kak mpaBwmiio, 3T0
BHYTPEHHHI DKCHEPT CO CTOPOHBI KOMITAHUH, KO-
TOpBIA THUIIET CTaThH, ACTAcT 0Opa30BaTEIbHBIN
KOHTEHT, MMPOBOAMUT KYpPCHI, BBICTyMaeT Ha KOH{]e-
peHmmsx. Takum 00pa3oM, MPOMBIIUICHHOE TPE-
MPUSITHE CMOXET HCIIOJL30BaTh YEIOBEKOICH-
TPUYHBIA TIOAXOA K TIO3WIIMOHHPOBAHUIO KOM-
TTaHUH;

- C60p KOHTAKTHBIX JAaHHBIX O NOTCHIIMAJIbHBIX
MapTHepax W KIUEHTax 4yepe3 MHCTPYMEHTHI KOH-
TEHT-MapKETHHTa;

— BBICTPAMBAHUE TPUITEPHBIX KOMMYHHKALUI
C MapTHepaMH W KIMEHTaMHU: €CIIH Y TPEAIpUITHS
€CTh KOHTAKTHEIE JaHHBIC KIIMEHTOB M OHO 3HAET,
KaKOW KOHTEHT YWTAlOT, CMOTPSAT M U3Yy4YaloT €ro
KIIMEHTHl Ha Iiatdopme, TO MMEeT BO3MOXKHOCTh
TIOHSTh, YTO JJIsl KJIMEHTOB HambOoJee aKTyalbHO.
JaHHble 0 TOM, Kakol HPOJYKT MHTEPECEH MOJIb-
30BaTeN0, KAKUE TE3WUCHl M CTaThU OH YHTAET, Ka-

KHE€ BHICOYPOKH CMOTPHT, HEOOXOIUMBI AJISl TOTO,
4TOOBI B JaJIbHEHIIIEM MPEIIOKHUTh MEPCOHATU3H-
poBaHHOe penrenue. Hampumep, ecnu KIMEHT npo-
YUTal TaKylO-TO CTaThl0, €€ MOXXHO OOCYIWTH B
paMKax JIMYHOW BcTpeuu. Mnu eciu mosib30BaTeb
MpoLIesT TaKOM-TO BHJEOKYPC, €My MOYKHO Tpej-
JIOXKUTD CIETYIOUINA 10 cXOXel TemaTuke. Takum
00pa3oM, EHHOCTh UIA TPEATPHUSITHS COCTOWT B
TOM, YTO OHO JAaHHBIMH JICHCTBUSIMH IIPOTpeBacT
ayJUTOPHUIO 10 CIEAyIoIero mara — Oojiee KOH-
KPETHBIX B3aUMOJIEUCTBUM — IPOAaKH MPOTYKLIUH.

PazpabaTbiBasi KOHTEHT-CTPATETHIO, MPOMBIII-
JICHHBIC HNpEANpHUATHA NOJLKHBI pAaCCMOTPETHL OCO-
OCHHOCTH TIOTPEOUTEIIbCKOTO MyTEIIeCTBUS, UTO-
Obl 3aUKCHUpPOBATh KJIFOYEBBIC TOYKHM KOHTAKTa
Y KOMMYHHUKaIIMOHHBIE pa3phIBbl. I 3TUX Lenei
aBTOp TpeayiaraeT BBHICTPOUTH MOJEIH IMPOIBIKE-
HUA TOBapa B JIOTUKE NMYTCHICCTBUA NPOMBINIICH-
HOT'O TIOTpeOWTENsS U Ha KaXKIOM JTare cieqoBa-
HUS OTMETHTHh BO3MOXKHBIE METOJIBI KOMMYHHKa-
MY ¢ KITUeHTOM (pHuc. 3).

WccnenoBaHue
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Puc. 3. Moaenp npoABHXEHHUS TOBapa B JIOTHKE MyTELISCTBUS TPOMBIIIIIEHHOTO OTPeOUTeIs
Fig. 3. Model of product promotion in the logic of industrial consumer journey
262 W Hayka

urexHuka. T. 21, Ne 3 (2022)

Science and Technique. V. 21, No 3 (2022)



Economy in Industry

Ecnu mpexanpusitHe NOHMUMAeT, YTO KIMEHT
HAaXOAWTCS HA ATAIe ONpeeIeHHUs] TPOOIEMBI, OHO
JOJDKHO TIPEJOCTaBUTh €My KOHTCHT Ha JaHHYIO
TeMy. B KoHTeHTe 00s3aTeNbHO HOMKEH OBITh
KaKOW-TO MaTepuall, CBI3aHHBIA ¢ 0030pOM pellie-
HUH U ¢ QopMupoBaHueM TpeOOBaHUS K BHIOOPY
nocraBimuKka. Takum 00pa3oM, KOHTEHTHas CTpa-
TETUsI U pacluCcaHue MyOJIMKAIMA CTPOSTCSA HCXO-
ISl U3 TOTO, Ha KaKOM 3Tare HaXOJUTCS IMOTCHIH-
QIBHBIN KIIMEHT U KaKylo UHPOPMAIHIO OH JOIDKEH
TOJYYUTh UCXOJS U3 €0 MOTPeOHOCTEH.

BBIBO/I

IpencraBnena Monens HPOABHKEHHS TOBapa
B JIOTUKE IYTEUIECTBHS IMPOMBIIUICHHOTO MOTpe-
Outens. JlaHHas Mozenb OCHOBaHA Ha KapTe IIy-
TEIIEeCTBHS OTPEOUTEIIS IPOMBIIUICHHBIX TOBApOB
Y OMNKCHIBACT OCHOBHBIEC 3Talbl Ipolecca MPHHS-
THUS PELICHUS HA IPOMBIIIJICHHOM PBIHKE, a8 TaKKe
JEMOHCTPHUPYET NMPUHLMI BHEAPEHUS] HHCTPYMEH-
TOB HHTEPHET-MApPKETHHIAa B JIOTUKY JBUKCHUS
nokymnateneid. Mcnomb3yst 1uppoBbIe TOYKH KOH-
TaKTa, MPOMBIIUICHHBIE TPEIPUATHS MOTYT OBICT-
pee HalaguTh KOMMYHHKAIIMOHHBIH  TIPOIIECC
C KIIMEHTaMH, BHEJPUB B CBOIO KOMMYHHUKAIIMOH-
HYIO CTPaTeTui0 TaKHMe MHCTPYMEHTHI, KaK KOpIO-
paTuBHBIA Onor, oOpa3oBaTenbHbIE IIAT(HOPMBI
C BHIECOMATEpUATaMH W KypCaMH, YEK-JUCTHI
U T. 1. JlaHHBIE METOBI B3aMMOJICHCTBUS TIOMOTa-
IOT YJIyYIIUTh KIUEHTCKUH OTBIT MPOMBIILICHHBIX
NPEANPUSITHH, TTO3BOJISIOT MEPECMOTPETh MO3HIIHU-
OHHPOBaHHE KOMITAHMH W BBIUTH HA PHIHOK B Kade-
CTBE WHTEJUIEKTYAIBHOTO JIUIEpa.
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