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BUPIBHHOBAHHA MAPKETUHI'Y TA MPOAAX HA MIANPUEMCTBI

CONOMAHIOK H. M.
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ConomsHiok H. M. BupiBHi0BaHHA MapKeTUHIY Ta NPOAaX Ha NiANPNEMCTBI

Memoto cmammi € docnidxieHHa KamezopiliHo20 anapamy MOHAMMA «8UPIBHIOBAHHA MapKeMuHey i Mpodaxc», AKe WUPOKO BUKOPUCMOBYEMLCA 8 MPaKMUYHIli difabHocmi i
HedocmamHbo gucgimseHe 8 meopemuyHux 0opobKax. [posedeHo MopigHANLHUL GHANI3 IHO3EMHUX | BIMYU3HAHUX 1027708 HA BUSHAYEHHA MOHAMMA KBOPOHKA NPOOAXMIB» AK
Memodu4Ho20 MiOXo0y Npu NAAHYBAHHI MapKemuHay Ha nidnpuemcmsi. [ocnioxeHo ocHosHi emanu nobydosu 80pOHKU NPoOaXie. 3HAYHY yeazy npudineHo 8UCBIMAEHHIO Mo-
Hamms «id» (lead), lioeo munis, knacudikayili ma eeHepanizayii sx 00Homy 3 emanie no6ydosu 80poHKU Mpodaxie. Mepcrekmugoro NodanbWUxX Po3pOB6OK 8 OAHOMY HAMPAMKY
€ meopemuyHe 06rpyHMy8aHHA AOYiALHOCMI BUKOPUCMAHHA BOPOHKU MPOOAX(i8 Npu NAGHY8aHHI MapkemuHey. PosensHymuii memoduyHuli nioxio do3eonse eeHepysamu niou 3

nepcrnekmugoto hopMy8aHHa 4inbosux ayoumopit, naaHysamu KomyHikayiliHi 3ax00u, KOHMPOKBAMU NPOUeC iX peanizayii ma 360poMHy peakyjto croxusayie.

Kntovoei cnosa: mapkemuHzose NaaHy8aHHs, BUPIBHIOBAHHA MAPKeMUHeY, BOPOHKA MPoOais, 1i0.
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ConomsaHiok H. H. BbipasHueaHue MapKemuHaa u npodax Ha npednpuamuu

Llenblo cmameu Aensemca uccnedosaHue Kame2opuliHO20 annapama noHAMUSA «8bl-
PaBHUBAHUE MAPKEMUH2a U MPodaXx(», KOMopoe WUPOKO UCronb3yemcs 8 npakmu-
yecKoli deAmenbHOCMU U HeOOCMAMOYHO OMPAtEHO 8 MeopemuyecKux Hapabom-
Kax. [posedeH cpasHuMenbHbIl aHAU3 UHOCMPAHHbIX U OMeYecmaeHHbIX 63219008
Ha onpedeneHue NOHAMUA «BOPOHKA MPoOaX» Kak Memoduyeckozo nodxodd npu
MAGHUPOBAHUU MapKemMuHaa Ha npednpuamuu. MccnedosaHs! 0CHOBHbIE 3Marbl
110CMpoeHUs 80POHKU MPoOaX(. 3Ha4uMesbHoe BHUMAHUE yOeneHo 0C8eweHuIo Mo-
HAmus «aud» (lead), e20 munos, KaaccugpuKkayuu u 2eHepanu3ayuu Kak 00Homy u3
3amanos nocmpoeHus 80poHKU npodax. fepcnekmusoli dansHeliwux paspabomok 8
OaHHOM HaNpaeneHuu ABAAeMca meopemuyeckoe 060CHOBAHUE YenecoobpasHocmu
UCMO/16308AHUA BOPOHKU MPOOGXHC IPU NAGHUPOBAHUU MAPKEMUHaa. PaccmompeHHbili
memoduyeckuli nodxo0 no3sonsem 2eHepuposams Audbl ¢ nepcnekmusoli hopmu-
pOBaHUA Yesesbix ayoumoputl, NaHUpos8ams KOMMYHUKAYUOHHbIE Meponpusmus,
KOHMPOAIUPOBAMb MPOUECC UX Peanu3ayuu u 06pamHyto Peakyuro.
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Solomyanyuk N. M. Levelling Marketing and Sales at an Enterprise

The goal of the article is to study the category mechanism of the “levelling market-
ing and sales” notion, which is widely used in practical activity and insufficiently
reflected in theoretical works. The article conducts a comparative analysis of for-
eign and domestic views on definition of the “sales funnel” notion as a methodical
approach when planning marketing at an enterprise. It studies main stages of
building up the sales funnel. It pays significant attention to describing the “lead”
notion, its types, classification and generalisation as one of the stages of building
up the sales funnel. The prospect of further studies in this direction is theoretical
substantiation of expediency of the use of the sales funnel when planning mar-
keting. The considered methodical approach allows generation of leads with the
prospect of formation of target groups, plan communication measures and con-
trol the process of their realisation and backward reaction.
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OCAIAKeHHS MUTaHb BUPIBHIOBAHHS MAapKeTMHIY Ta

TPOAKIB NTPY MAAQHYBaHHI MapKeTUHTY IOAATAE Y BU-

SIBAEHH] 3HAYHVX POOAEM B3aEMOALl CYMDKHIX MiA-
03AIAIB MATIPUEMCTB, 0COOAMBO Ha BITYM3HSIHOMY PUHKY.

Harryacrile naaH MapKeTUHT'y IATIPUEMCTBA 3BOAUTD-
sl AO PO3pOOKM KOMITAEKCY 3aXOAIB Ha piK, IpM LIbOMY He
BU3HAYAETHCA IX CIPSIMOBAHICTD, OLIIHKA peaAisaLlii Ta Iokas-
HUKY eeKTUBHOCTI. BiAAIA TPOARKY He HAMAra€eThCs peaai-
3yBaTU PO3POOKU CITiBPOOITHMUKIB-MAPKETOAOTIB, @ BUKOHY€E
TexHiuHi yHKLiT 3 TepepaBaHHs TOBAPY/TIOCAYTH OKYIILISIM.

Ha AyMKy aBTOpa, «BOPOHKM INPOAQXiB«, fAKi BU-
KOPUCTOBYIOTbCSl B TIPAaKTMUHINl AISABHOCTI IHO3€MHUX
KOMIIaHil i 3HaXOAATh MPUXMABHUKIB cepep CIelliaAicTiB
Ha YKpaiHCbKOMY DUHKY, AOLIABHO BMKOPUCTOBYBATU SIK
3araAbHi METOAMYHI peKOMeHAALii [0AO BIIPOBaAKEHHS
MapKeTHHIOBOTO MEXaHi3My AASl TeHepyBaHH: IOMUTY Lii-
AbOBOI ayAUTODIl BiA MOMEHTY reHepaljii AipiB A0 HaCTaHHSA
0e3nocepeAHbOI TOA{l — TTOKYIIKM TOBAPY/TIOCAYTHL.

KoH1jenTyaAbHi 3acapgu KaTeropilfHoro amapaty Map-
KeTMHIOBOTO TIAQHYBAaHHA PO3KPUTO B HAyKOBMX IIpALIX
®. Kotaepa (P. Kotler), M. TToprepa (M. Porter), ITitep P. Ai-
kencona (P. Dickinson), Ipirueast T. I1., 3a8’stao0Ba IT. C., Mi-
meHka B. A, [Toropeaosoit B. A., Ilepepsu I'1. I. Ta in. ITpore,
TEOPETUKO-METOANYHI aCTeKTY BUPiBHIOBAHHA MapKETUHIY i
MPOARXKIB  3aAUIIAIOTBCS MIPEAMETOM AOCAIAKEHb €KOHOMi-
CTiB-HayKOBLiB, iH(OpMaL|ilIHO-aHAAITIYHOI0 023010 AASL IKUX
CAYTYIOTb [PAKTUYHI PO3POOKI Ta BIIPOBAAYKEHHSI IHO3eMHIX
(D. Segal, D.Green, M. Saylor, Brian J. Carroll ta ix.) i BiTuns-
HsAHUX crieniaaicTiB (A. Aosranp, M. ByaaBa, A TkaueHko.
O. IOpuax, 0. Depopenko Ta iH.) AaHOi raaysi.

Memoro CTaTTi € AOCAIA)KEHHSI KaTeropilfHOro arma-
paTy TMOHATTA «BUPIBHIOBAHHS MapKeTUHTY Ta MPOAAXKIB»
i «BOpoHKa MPOAAXKIB«, OOIPYHTYBAHHS HEOOXIAHOCTI B3a-
€MHOI Y3TOAKEHOCTi MPOAAX i MApKETMHIY Ha TAIPUEM-
CTBi IIpM TAQHYBaHHI MapKeTUHTY.

Ha 6iApmocTi BiTUM3HAHYUX MAIPUEMCTB MApKETUHT
€ MPOCTO AOTIOMDXHOIO (00CAYTOBYH0YO0I0) QYHKIi€0, AdAe-
KOI0 Bip OCHOBHUX bizHec-TpotieciB. Lst yHKiis B 6iabino-
CTi BUIIAAKIB HE Ma€ YiTKUX MeX, AOIIYCTUMMUX i TPAaHNYHUX
MIOKAa3HMKIB, sIKi XapakTepusyoTb epeKTUBHICTb ii BMKO-
HaHH:. OCHOBHMMM IPUYMHAMM TAKOi CUTYaLii € KyABTYpHI
ocobauBocri kpain CHA, KopropaTiBHa KYABTYpa Ha ITiA-
NPMEMCTBAX | HEPO3BMHEHICTb KOMYHIKaLit.

BipAiAM MapKeTHHTY B iHO3eMHUX KOMIIAHiAX, AKi Ma-
I0Tb 3aTaABHOBVM3HAHMII CTAaTYC «L|EHTPiB BUTPAT», BUMara-
0T 3BITHOCTI i BUMIPIOBAaHOCTi CBOEI AiSIABHOCTI. 3 iHIIIOTO
00Ky, pOAb MapKeTHHIY B FeHepaLlil He AMILE OMNTY, A€ i
KOHKDETHUX AiAIB cTa€e yce OiAbLI 04EBUMAHUM — MapPKETUHT
IparHe CTaTy «LIEHTPOM AOXOAY», i Lieil TpeHA Habupae Bce
0iapme o6eptiB. [Tpy nboMy KomyHiKalii BipirpaioTb Bax-
AVIBY POAb y BUpIillIeHH] MUTaHb OYAb-SIKMX OpraHisaliitHux
IIePETBOPEHD, SIKUM IIPUAIASETBCA BeAMKe 3HaueHHs. OTXe,
IIUTAHHA HAAAQTOAXKEHHS B3a€MOAIL Ta BUPIBHIOBAHHA Map-
KETVHTY 3 IPOAXKAMMU € yce OIABII AKTYaABHUMM SIK B PO3-
BUTKY Teopil MapKeTUHTY, TaK i B MPaKTUYHill AIIABHOCTI
BITUM3HSAHUX MIAIPUEMCTB.

IToHATTA «BUPIBHIOBaHHA» B TEOPii MAPKETHHIY € AO-
cUTb HOBUM. BupisHriosanms (Bia aHra. «Alignment» — Bupis-
HIOBAHHI, PETYAIOBAHHSI, CYMILI[eHHSI, [PYITyBaHHs) — y bisHe-
Ci 0O3HaYa€ Y3TOAXKEHH: Al ABOX CYMDKHMX IIADO3AIAIB y
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HaTpSIMKY AO CIIAbHMX 1liAeil. BUpiBHIOBaHHA MapKeTUHTY
i NpoAaXiB MOAATAE B Y3TOAKEHHI IX Ailf, TIpoLjeciB i mokas-
HUKIB 1X eeKTUBHOCTI Y BIATIOBIAHOCTI 3 AOCSITHEHHSIM 3a-
MTAQHOBAHMUX LIiA€ell.

HeobxiaHICTb 3aCTOCYBaHHA AQHOTO MOHATTS INpPU
MAQHYBaHHI MapKeTUHTY, HA AYMKY aBTOPa, TOSCHIOETbCA
MOXXAMBICTIO KOOPAMHALIiI Aill CIIOpiAHEHMX BiAAiAiB, pe-
3YABTAT AISIABHOCTI KOXKHOTO 3 SIKMX 3aA€KUTD Bip iHIIOTO.

TMownsrrs «strategic alignment» (cmpameziute BupisHio-
BAHHSA) TIOSICHIOETbCS SIK TPUMBEAEHHS Y BiATOBiAHiCT IT-
crparerii Ta 6isHec-cTpaTerii KOMITaHil 3 METOK MaKCUMAABHOL
il BUKOPUCTAHHS AASL ATPUMKM peaaisatyii 6i3Hec-cTpareril.
Aana xoHuentiis chopmyaoBasu B 1983 p. Ax. XeHAepcoH
i H. Benxarpaman [1].

poOAeMM BUPIBHIOBAHHS MApKeTHHTY i MPOAQXIB

BUHMKAIOTb B OCHOBHOMY AASl TUX KOMIIaHil, Ae A0

KIHLISL He PO3KPUTO NOTEHL{iaA MapKeTHHry i/abo
Ae BiH IOTaHO B3aeMOAi€ 3 mpopaxamu. Pesyabraty omu-
TyBaHHs B2B Ray cBipuath, 1o «6iabine 60% pecrioHAEHTIB
YKPaIHCHKOT'O PUHKY He YCBIAOMAOIOTb IIPOOAEMU BUPIBHIO-
BaHH: MapKeTVHIY i IPOAAXiB B ix opranisauisx. Mix tum,
Ha 3axoAl — Le cepito3Ha mpobaeMa, SKa PisKo 3HIXKYE 1M0-
TeH1liaA 0i3Hecy. 3riaHO 3 poocaipxeHHamu Aberdeen Group
TiAbKY 20 % OpraHisaLliit yCmiliHo CrpaBASIOTHCS 3 POOAe-
MaMy BUPIBHIOBaHHSI, AEMOHCTPYIOUM MPY 1IbOMY Habarato
Kpallli pe3yAbTaTy FOCMOAAPCHKOI ALIABHOCTI» [2].

TeopeTnyHux 0OIPYHTYBaHb MUTaHb BUPIBHIOBAHHS
MapKeTVHIY i MPOAQXIB HEAOCTATHbO AAS MOTAMOAEHOTO
ix pocaiaxeHHs, Tomy iHpopMmaniitHa 6a3a 30cepeaxeHa Ha
aHaAITMYHMX PO3pOOKAX MPAKTUKIB-MapKETOAOTIB.

IMpoliec BUpiBHIOBaHHS MapKeTMHTY i MPOAQXIB Ha
MAIIPUEMCTBI [OBMHEH 320€3MeYyBaTICs YiTKUM PO3IOAi-
AOM YHKuL:

+ ¢yHKuielo MapKeTOAOra € NPUAYMATH, SIKMM YM-

HOM TIPMBEPHYTH YBary ayAUTOpii, uuM ii 3ailika-
BUTH i CIIOHYKAT! AO TOBApY/MOCAYTH, MAIIPUEM-
CTBAa, TOPIOBOI MapKH;

+ oOyHkuie MeHeaXepa 3 IPOAAXIB € 3a0e3meueHH

0esnocepeaHbO MPOLECY MOKYIKN.

BopoHka mpopaxiB XapakTepusye cXeMaTUiHe 30-
OpakeHHS MPOXOAXKEHHS AiAIB (MTOTEHLIHIX YyTOA 3 IOTEH-
UifHUMY i PEAABHMMM KAIEHTaMU), KOHTAaKTiB, iHTepeciB
Ppi3HUX cTaAli poliecy MapKeTHHIY (reHepaliii AiaiB) i mpo-
AXYy (KOHBepCIl AiAiB) BiA mepimx KOHTAKTIB A0 (piHAAB-
HIX KOHTPAKTIB i mpoaax (puc. I).

BopoHKa mpoAaKiB AO3BOASIE HAOMHO BiAOOpasuTu i
CITAQHYBATU €TaNM NPOAAXKIB Ta OTPMMATH TaKi AaHi:

4+ BiAHOIIEHHS KiABKOCTI MOTEHLIMHUX KAIEHTIB AO

PEaAbHIIX;
+ KiABKiCTb NOTEHL{ITHNX KAIEHTIB, AiAIB i peaabHMX
KAIEHTIB Ha KO)KHOMY eTalrli;

+ KoHBepTallist HA KOXKHOMY eTari (JacTka AiAiB, ski
YCIIIIHO TEPeNLIAM 3 OAHOTO €Tally Ha HACTYII-
HUM);

TPUBAAICTD i CKAQAOBI eTaIy MpOAAXKIB;
CepeAHs TPUBAAICTD IPOAAXKY;

YacTKa yCMillHUX MPOAAXKIB;

AMHaMiKa IIPOAQXIB B LIIAOMY.

+4+++
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Dxepeno: [3].

3a3BMyail BOPOHKA MPOAAXKIB OMUCYETHCS TaKUMU
eTaraMu.

Ha nepuiomy emani dopMyeTbcs 3araAbHuMIT OINUC Lii-
AbOBOI ayAUTOPII, IKY MOXKHA 3alliKaBUTU MapKeTVHTOBYMMU
3aX0AAMH, BU3HAYUTH il XapaKTePUCTUKY | 00'eM.

Apyeum emanom € Aipu.

Ai0-meHeOmmenm — Lie TEPMiH, KU BUKOPUCTOBY-
€TbCs B Teopil Oi3HeCYy AASL OMUCY METOAIB, CUCTEM i Ipak-
TUK, 1[0 PO3POOASIOTHCS AASL 3aAYYEHHS HOBMX MOTEHLIii-
HUX KAI€HTIB, fIK IIPaBMUAO, 32 AOIOMOIOK BUKOPUCTAHHSA
Pi3HMX MaPKETUHTOBUX TEXHOAOTI [4].

[Himmu caoBamy, Aip (Lead) — 1je MOXKAUBICTB TIpopQ-
TV TOBAP / OCAYTY IOTEHLITHOMY KAieHTY. IIpn 1bomy 3aaa-
ya MapKeTOAOTa — «3i0paTi» AiAM Ta epeAaTH IX IPOAABLIO.

Aip — SIK TIOTEHUIHUI KAIEHT, 10 X04a 6 pas mpo-
SIBUB LjiKaBicTb A0 KoMIaHil (mpoAyKLii) Ta BiAIoBiAa€ mpo-
diato LiapoBoro KaienTa. [oTOBUIt Aip — TOIA, 1[0 PEAABHO
BIAIIOBiAQ€ KpUTEPIisM IIPOAABLB Ta IMOBIPHUI AASI KOHT-
poatwo. Haitbiapm nonyaspuumu € xputepii BBITY (aHra.
BANT): aip mae Broaxer (Budget), Bin Mmoxe Bupimysaru
(Authority) uu cyTTeBO BIAMBATYM Ha IIMTAHHA 3aKYIIBAi,
BiH aiiticHo Mae ITorpeby (Needs) y ToBapi Ta 36mpaers-
s 3aiitcHuTH TTOKYNKY B HYacoBomy mpoMikky (Timeline),
SKUI BIATIOBIAQE 1 04iKyBaHHsIM mianipremcTBa [5].

Lead conversion (Aip KOHBepIIH) — MPOLEC TEPETBO-
peHHA. CTOCOBHO MapKeTHHTY IPOAXKIB — Lje TepeTBOPEeH-
HS TIOTEHLiTHMX TIOKYILB y PeaAbHMX, MOTEHL{NHUX MPO-
AXKIB — Y peaAbHi.

Aip B iHTEpHeT-MapKeTMHIY — 1le aKT peecTpauil y
BIAIIOBiAb Ha IPONO3MLII0 PEKAAMOAABLS, IO MICTUTD
KOHTaKTHY iHpopMalliio i B AeSKMX BUMAAKAX AeMorpadiy-
Hy iHdopmarito.

Po3pisHAITh ABa TUIN AIAIB:

+ cmowusui — reHepylOTbCA Ha OCHOBI AeMorpadiu-
HUX KpUTepiiB, cripsiMoBaHi Ha 36ip iHpopmarii
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Puc. 1. BopoHKa npogaxiB

IPO CIIOXMBAYQ (BIK, AOXOA, IAQTOCIPOMOXKHICTb
Ta iH.);

UirboBi Aidu — TipsMi All Y BIATIOBiAD criOXX1BayiB
Ha KOHKPeTHi NpOono3uLii peKAaMOAABLAL.

TeHepawist AiAlB — MapKeTMHIOBMII TepMiH, AKUil
03Hayae CTBOpEHHA a00 reHepallilo iHTepecy abo 3amuTy 3
0OKY IIOTEHLIIHOTO CIIOXKMBAYA O BIAHOIIEHHIO AO IIEBHMX
HPOAYKTIB a60 MOCAYT.

Haituacrille BUKOPUCTOBYIOTbCSA ABAa METOAM TeHe-
pauii AipiB: oHAQUH- i oddaalin-reHepalis. OCHOBOI LyX
METOAIB € po3pobOKa BIIPaBHOI MapKeTMHIOBOI CTparerii.
[Tiarp1eMcTBO MOXKe po3po01TH epeKTUBHY MapKETUHIO-
By KaMIIaHiIo SIK CAMOCTIITHO, TaK i 32 AOTIOMOTOI0 areHTCTB
i KoMmaHit, sIKi IpoQeciHO 3AIICHIOITH TeHepaliiio AiAiB.

AipaMu MOXYTb OyTH, HaIPUKAAA, Taki Al CIIOXMBa-
ya: 3allOBHEHHS (HOpPMY; 3allOBHEHHS aHKETH; PeecTpalis
Ha CallTi peKAaMOAaBLisl; 0QOPMAEHHSI 3aMOBAEHHS; 3aIUC
HA TeCT-APaiiB; PO3PaXyHOK Ha KAAbKYAATOpI Ta iH.

Eran «KBaaidikauis AipiB» A03BOAsIE BUBHAUUTH,
SIKMIT caMe TOBap ab0 MOCAyra LiKaBUTh Aipa Ta po3pobuTu
MO>XAUBY LIiHOBY TIPOIIO3ULIIO.

Ha erani «HoBi kAieHTn» BipOyBa€eTbCs besmocepen-
HBO TIPOLIEC 3AIICHEHHS YTOAM (IIOKYIIKM), TCAST YOTO BOHU
MOTPANASIOTH AO KIABKOCTI «ICHYIOUMX KAI€HTIB».

BakAMBUM ITOKa3HMKOM BOPOHKM IIPOAQXKIB € KOH-
BepCis, fAKa MOKa3ye BIACOTKOBE 3BY)KEHHS HACTYIHOIO il
KIABLISL. 3ABAQHHSIM MapKeTOAOTQ € 30iAbIIEHHS PIiBHS BiA-
COTKY, a B ipeaAi — mepeTBOPUTH BOPOHKY Ha TpyOy, Ipo-
XOASIUY Yepes 5Ky, YCi AiAY TepeX0oAATb B «ICHYI0UMX KAi€H-
TiB» MIATIPUEMCTBA.

BaXAMBICTb BUKOPUCTAHHS «BOPOHKM IIPOAQXKIBY» IIPU
NIAQHYBaHHI MAPKETUHIY TIOAATAE Y BUKOPUCTAHHI pecypciB i
MOTEHLIiaAY, SIKi AO3BOASIOTH 3HAYHO MABUIINTY PE3YAbTATH
TOCTIOAQPCBKOI AISIABHOCTI ITATIPMEMCTBA. 3TiAHO 3 AOCAL-

+
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Axertsamu Aberdeen Group y 2010-11 pp. opranisauii, ski
BUpIIMAM IPOOAEMY BUPIBHIOBAHHSI MAPKETHHIY i IPOAAXKIB
TI0 BiAHOIIIEHHIO AO THX, $IKi II0T0 irHOpPYI0Tb, MalOTb Ha 20 %
TOKpAlLeHi pe3yAbTaTu AlsiAbHOCTI. TTpu 1bomy 47 % obesry
BOPOHKM IX IPOARKY T€HEPYETHCSI MAPKETVHIOM [2].

AK1II0 TATIPMEMCTBY HEOOXIAHO YTPUMATH HOTEHLIiI-
HIUX KAI€HTIB, HEOOXiAHOI YMOBOIO € CITIAKYBaHHS 3 HUMM.
Y 11bOMY acneKTi BaKAMBI AOLIIABHICTD i TOCAIAOBHICTB. ITip
«CITIAKYBaHHSM» CAiA PO3YMITM ITIParHeHHS «3aXOIMUTU»
HOKYILIB 32 Aomomorow inpopmauil — crareit, iHpopma-
LiHUX PO3CUAOK, OPOLIYP i BIACOPOAMKIB — 3 SIKOK BOHU
3aX0UYTb O3HAMOMUTHUCS, TTOAIAUTUCA 3 APY3SMMU i SKUMCD
YHOM BUKOPMCTATH.

EcdexTnBHMIT PO3BUTOK AiAIB mepepbavae 3ymmMHKY
BUOOPY MOKYIIKM Ha TOBApi opraisalii, Ha eTami TOTOBHO-
CTi I0AO0 NpUADaHHS 6XKAHOTO TOBAPY MOKYIILieM. 3aBAAH-
HAM AAS THATIDMEMCTBA € AOTIOMOTa KAi€HTaM MPUIHATU
pillleHHs MPO KYIBAIO, aAe BOAHOYAC He MPUMYLIYBATH iX
MOCHILIATY.

PO3BUTOK AiAIB — MPOLIEC AOCUTD CKAAAHUIT i He 00-
MEXYETbCSl CKAQAQHHAM L[iKaBUX CTaTell MpO Ballli HOBI
HPOAYKTH 1 PO3CHAKOIO IX 32 CIIICKOM eMelia-aapec. Edex-
TUBHICTD ITPOLIECY PO3BUTKY AiAiB 3aA€KUTD BiA:

+ AOCATHEHHS YTOAM 3 HallBAAAIIIOro Aiay Ta eTamy
J10T0 nepepadi BiAAiAy IPOAQKIB;
+ 3'icyBaHHs mOTpeO i MOOaXKaHDb KAIEHTIB.

[HO3eMHI MPaKTUKM CXEMATUYHO 300paKylTb BO-

POHKY IPOAQXKIB, K OKa3aHO Ha puc. 2.

CxeMaTU4HO AaHA MOAEAb OMUCYE MapKeTUHIOBMUIL
MeXaHi3M reHepyBaHHsI IIONIUTY Bip reHepauii AipiB A0 dop-
MyBaHHsI TPOA@XIB. 300pakeHa cxeMa Mae 4iTKO BU3Haye-
Hy rexepaiiiio AipiB (Web, E-mail, moali, kammaHii, pekaa-
Ma), 1110, 3 0OAHOTO OOKY, AA€ MO>KAMBICTb iX KAacuikyBaTy,
a 3 {HIIOro — 0OMEXYE MIMOBIPHICTh BUKOPUCTAHHSI.

Ha puc. 2 aBTOpOM NpuAiA€HO yBary oLjiHIli, reHepa-
Lii AipiB i BU3HAUEHO eTal YIIpaBAiHHA AiAaMU BIATIOBIAHO
AO TOTOBHOCTI A0 MOKynKu. OAHAK, MOPiBHAHO 3 puc. 1 Bia-
CYTHIll 3BOPOTHIl1 MeXaHi3M, KOAU MOCTIlHi KAIEHTU 3HOBY
MOTPAMNASIOTb AO «BOPOHKM IPOARXKIB».

AaHa Moa€eAb, Ha AYMKY aBTOpa, OTpebye A0ompaliio-
BaHHS 3 METOIO NMTOAAADBIIOTO If METOAMYHOTO BUKOPUCTAH-
HS [IPU TIAQHYBaHHI MapKeTHUHry: 1) reHeparis AlaiB MOX-
AVIBA 32 €AeMEHTaM! KOMYHIKaLilHOI CKAaA0BOI marketing
mix; 2) oLiHKa 00Csry IPOAQX (ITAQHOBOI EMKOCTI PUHKY);
3) 3BOpOTHilT IPOLiEC MAPKETUHIOBOIO MEXaHI3MY 3aA€XHO
BiA ebeKTUBHOCTI BXiAHOT reHepallii AipiB.

Aas yporo mawoTtbh 6yTH copmyaboBaHi crTpaTeril
MapKeTHHTY i popaxiB. CTpaTerisi MapKeTUHIY BU3HAYAE,
AKi TOBapM i TTIOCAYTH, KOMY i SIK TIAQHYETbCA 3aMIPOIIOHYBa-
i1 Ha puHKY. CTparteris mpoaaxis 3abesmedye opraHisario
pobotu 3 KaieHTaMu.

BopoHka npop@xiB MoXKe BUKOPJMCTOBYBATHCA Ha KOX-
HOMY 3 BKa3aHUX eTariB. AAst epeKTUBHOTO OIepaTMBHOIO
yIpaBAiHHS He0OXiAHO BU3HAYMTH LIABOBY «BOPOHKY« — 110~
CAIAOBHICTD Ail1 3 TIOIIYKY i 3aAy4eHHS KAIEHTIB AO iX Tepe-
TBOpEHH: Ha MOKYIL{iB BIATIOBIAHO AO CTpaTerii TPoAaXiB.

< leHepyBaHHA nonuTy >
[eHepauin Keanidikauin BuBepeHHs YnpaBniHHA
nigis nigis nigis nigamn
BuaBneHHsA
notpebu Po3'acHeHHs OuiHKa BXxigHoT

HaBuaHHsA

\

MippaxyBaHHA nipis

reHepadii nigis

[Mpogax
—
MpopnoBKeHHA npouecy
[0 «TOTOBMWI A0 NOKYMNKMW»
[oTOBHICTb
10 MOKYMKK
< MapKeTNHroBui1 MexaHi3m >
Puc. 2. BopoHka npopaxis
Dxepeno: [6].
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ITpaxTirdHe 3aCTOCYBaHHSA BOPOHKM IIPOAQKIB B AiIAb-
HOCTi {HO3eMHMX KOMIIaHill CIIPUAAO 30iAbIIEHHIO KIABKOCTI
nybAikauliit 3 AaHOI IpoOAeMaTHKIY, 0c00AUBO Y cepi TOpriB-
Al Ha punKy B2B. TToran6A0BaTy 3HAHHS 1[OAO BUCBITAEHUX
NUTaHb TI0YaAM KOHCYABTAHTM KOHCAATUHTOBMX areHTCTB,
crieniaaictnt y cepi TopriBai Ta Mapketusry [7, 8]. Bpaxosy-
104/ HEPO3BMHEHICTb B3a€EMOY3TOAXKEHOI AIIABHOCTI BiaAi-
AiB MapKeTUHTY i MPOAQXY YKPaIHCbKUX MiATIPUEMCTB, He-
00XiAHMM, Ha AYMKY aBTOpQ, € METOAMYHE BIIPOBAAIKEHHSI
AQHOI KOHLIeMLii NPy MAAHYBaHHI MapKeTUHTY.
AOLiABHICTb TEOPETUYHOTO OOTPYHTYBaHHS «BOPOH-
KU TTPOAQXKIB» NPU TAQHYBaHHI MapKeTUHTY Ha MAIPUEM-
CTBi AO3BOAUTbD:
+ uiTko posnopianTy GpyHKIUIT CIOpiAHEHNX BIAAIAIB
MapKeTUHTIY Ta TIPOAAXKiB Ha MATIPUEMCTBI;
+ AoriuHo OGyayBaTM MapKeTUMHIOBY MeXaHIKy iA-
TIPMEMCTBA BiA reHepalii AiAiB AO MOMEHTY IpO-
AQKY;
4+ Ha OCHOBI AHAAITMYHMX AQHUX OLIHKY BXIiAHOI re-
Hepallil AIAIB epeKTMBHO MAQHYBATU AISABHICTH
MaitbyTHIX IepioAiB;
+ orpumyBaty iHOpMAaLiiHNIT 3B'130K i3 MOKYILIs-
MM T2 MOXXAMBICTD IX HaBYaHH: B IPOLeCi FeHepy-
BaHHA MOINTY;
+ 3 6iADBIIOIO IMOBIPHICTIO BUSHAYATU [TAQHOBMUIT 00-
CAT TIPOAQXKIB, BEAMYMHA SKOTO € OAHUM 3 OCHOB-
HUX ITOKa3HYKIB PV PO3paxyHKax epeKTUBHOCTI.

BMCHOBKN

KoHueniis BOpOHKY NPOAAXIB OMUCYE CTOCYHKM 3
MOKYILSIMY | € 6a30BUM MeXaHIBMOM AASL CHCTEM YIIPaB-
AiHHS IPOA@KaMJ, TIAQHYBAHHS i MPOTHO3YBAaHHSA Ha IIiA-
IIPUEMCTBIL.

KosxeH MOTeHLiHMIT KAIEHT, KOHTAKT SIKOTO OTpPU-
My€eTbCsl B MPOLieCi reHepawil OTeHLiHIX KAieHTiB (lead
generation), i Ti 3 HUX, XTO BUSIBUB [IEBHY 3aL{iKABAEHICTb AO
npomnosulil (opportunity), «OTpanasie« y BOPOHKY IPoAa-
XIB 1 «IIPOXOAUTB« 1i HACKPi3b, TAKUM YMHOM 301AbIIYIOUM
KiABKICTDb iCHYIOUMX KAI€HTIB. YCi MOTeHIIiliHi KAI€HTM 3Ha-
XOASYMCH HA MEBHMX eTalax MPOAAXY, THYUKO IIPYB'A3aHi
BIPOTIAHICTIO MepeXoAy Ha HacTYNmHMI eTamn. IlaaHyBaHHA
BiAOYBA€TbCA 3 BUKOPMCTAaHHAM MeXaHi3My BOPOHKM TIPO-
AQXIB, TOOTO IAQH ITOKA3YE, SIKi IMOBIPHMIT 0OCST PUHKY Ta
HAAXOAKEHHSI BiA FOCIIOAAPCBKOI AIIABHOCTI.

BUKOpUCTaHHA «BOPOHKM MPOAQXKIB» Y MPAKTUYHIN
ALSIAPHOCT] YKpalHCBKUX MIAIIPUEMCTB AO3BOASIE PO3POOU-
TU OOIPYHTOBAHMIT MapPKETMHIOBUII MAAQH i KOHTPOAIOBa-
TH pobOTY IO KOKHOMY KAI€HTOBI/LiAbOBill ayauTopii Ha
OYADb-AKOMY eTari IpoLiecy IPOAAXKY. L

JUTEPATYPA

1. Henderson J. C. Strategic Alignment Leveraging Infor-
mation Technology for Transforming Organization / J. C. Hender-
son, N. Venkantraman // IBM System Journal. - 1993. - Vol. 32.
N1.-P. 4-16.

2. BbipaBHMBaHVe MapKeTUHra M MPOfaX: Camble IMaBHble
Bely [IneKTPOHHbIN pecypc]. — Pexum goctyna : http://www.
b2b-ray.com/resources

358

3. Teok T. Yto Takoe nuapl B mapketuHre? / T. leok
[OneKTpoHHbIN pecypc]l. - Pexum poctyna : http://fehta-life.
blogspot.com/2011/11

4, [EnekTpoHHMIA pecypc]l. — Pexum poctyny : http://
ru.wikipedia.org

5. l0puak O. 5 Te3 W00 BaXIMBOCTi YNpaBiHHA Nifamn
/ O. lOpuak [EnekTpoHHUi pecypcl. - Pexum goctyny : http:/
b2b-insight. management.com.ua/2011/08

6. Useful B2B Resources [EnekTpoHHMiA pecypc]. - Pexiim
poctyny : http://www.intellegentia.co.uk/b2b-resources

7. Matt Bacak. The Ultimate Lead Generation Plan: Mor-
gan James Publishing, 2005, 132 p.

8.Henry DeVries. Client Seduction: A Step-by-Step Lead
Generation System for Professional and Technology Service
Firms, AuthorHouse, 2005, 140 p.

REFERENCES

http://ru.wikipedia.org

Bacak, M. The Ultimate Lead Generation Plan: Morgan
James Publishing, 2005.

DeVries, H. Client Seduction: A Step-by-Step Lead Genera-
tion System for Professional and Technology Service Firms: Au-
thorHouse, 2005.

Geok, T."Chto takoe lidy v marketinge?” [What is the leads
are in the marketing?]. http://fehta-life.blogspot.com/2011/11

Henderson, J. C., and Venkantraman, N. “Strategic Align-
ment Leveraging Information Technology for Transforming Or-
ganization”. IBM System Journal, vol. 32, no. 1 (1993): 4-16.

“Useful B2B Resources” http://www.intellegentia.co.uk/
b2b-resources

“Vyravnivanie marketinga i prodazh: samye glavnye
veshchi” [Aligning marketing and sales: the most important
thing]. http://www.b2b-ray.com/resources

Yurchak, O. “5 tez shchodo vazhlyvosti upravlinnia li-
damy” [5 theses on the importance of managing of leads].
http://b2b-insight.management.com.ua/2011/08

BIBHECIHOOPM N2 9 2013

www.business-inform.net



http://www.business-inform.net

