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Anomayin. Memowo cmammi € auaniz cyyacHux nioxooie 0o aidocenepayii y B2B-npoodascax IT-nociye ma eusnauumu
epexmusHicmy pizHux yupposux incmpymenmie. Memoouxka O0CRiONHCeHHsT GKIIOYAE AHANI3 CYMHOCMI 1i002eHepayii, 02110
ocrogHux yugposux memooie (SEO, xonmenm-mapxemune, coyianvhi mepedici, email-wapxkemune, PPC-pexnamy), a makooic
EeKCNepUMEeHM-MO0eN08aAHHA, WO MNOPIGHIOE pesyrbmamu jaidocenepayii uepes LinkedIn, email ma xombinoeanuil nioxio.
Pezynomamu noxasanu, ujo mynemuxananvrui nioxio (LinkedIn + email) 3ab6e3neuye matisce no080€nHs KOHEePCii 1i0i6 NOPIBHAHO
3 OOHOKAHANGHUMU CMPAMe2isIMU, Wo niomeepodicye cunepeiinuil egpexm. [Ipakmuyna 3Hauumicmes OOCHIONCEHHSI NONAAE Y
BUSHAUEHHT ONMUMATbHO20 NOEOHAHHSL IHCIMPYMEHMIE Ni002eHepayii 015 nioguwents askocmi B2B-niois, wjo mooice 6ymu KOpucHuM
ons mapremonoeie ma npooakmig y cgepi IT-nocye.

Knrwouosi cnoea: B2B-nioocenepayis, yugposuii mapxemune, LinkedIn, email-mapxemune, MmynbmuxananoHuii nioxio,
asmomamu3ayis.
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Abstract. Purpose of the study is to analyze modern lead generation approaches in B2B sales of IT services and evaluate the
effectiveness of various digital tools. The research combines theoretical analysis of lead generation fundamentals with practical
experimentation. The methodology includes: systematic review of digital lead generation techniques (SEO, content marketing, social
media, email marketing, PPC advertising), comparative experimental modeling of lead generation performance across LinkedIn,
email, and multichannel approaches. The experimental data revealed that the multichannel strategy (LinkedIn + email) achieves
92% higher conversion rates compared to single-channel methods, demonstrating significant synergistic effects. Conversion rates
were measured at 3.8% for multichannel vs 2.0% for LinkedIn-only and 1.7% for email-only approaches. Scientific novelty lies
in: quantitative validation of synergy effects in multichannel B2B lead generation; development of an optimization model for
channel combination based on conversion cost analysis; identification of platform-specific engagement patterns in IT services
marketing. Practical importance includes evidence-based recommendations for optimal channel mix in IT services lead generation,
framework for calculating ROI on multichannel campaigns, specific guidelines for integrating LinkedIn and email marketing tools
to improve lead quality and reduce customer acquisition costs by 25-30%. The findings are particularly valuable for marketing
strategists and sales teams in technology companies.
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ITocTanoBka npodjemMu. Y cydacHoMy Oi3Hec-cepe/lOBHIII JiJOreHepalis € KpUTUYHO BaxK-
JUBUM TIPOIIECOM JJIsl KOMMaHiH, 1o HagawTh [ T-mociyru. Bin edekTuBHOCTI digoreHepartii 3a-
JICKUTH CTAOUIBHICTE MOTOKY HOBUX B2B-3amoBHHKIB Ta _3pOCTaHHA nponaxis. [lompu mmupo-
KWl CHEKTPp LHppOBUX 1HCprMeHTlB 6arato [T-kommaniif cTUKaOTHCS 3 MPOOIEMOIO MOIIYKY
SKICHUX JIJIIB y IOCTaTHIM KuIbkocTl. B2B-nponaxi y cdepi TeXHOIOT1# XapaKTepu3yloThCs JOB-
TUM IIUKJIOM YTOJH, YYacTIO KUTBKOX 0Ci0, 10 YXBaJIIOIOTh PILICHHS, Ta BUCOKUMH BUMOTaMH J10
JOBIpHU. 3a TaKMX YMOB IIOCTA€ 3arajbHe MUTAHHS: SIKI CTPATErii Ta IHCTPYMEHTH JIiJIoreHepallii €
HanoOUIbI pe3ynbTaruBHUMU U1 B2B-npogaxis IT-nocmyr?

AKTyaJlbHICTh MPOOJIEMHU MIITBEP/IKY€ETHCSA TUM, L0 MOHAJ MOJOBHMHA MApKETOJIOTIB BU3HAYa-
IOTh JIIJIOTEHEPAITiI0 SK TOJOBHUHM MPIOPUTET CBOIX KaMItaHii. BogHowyac miaxoau 10 3amydeHHs
B2B-kiienTiB cyTTeBO BiNpi3HsA0ThCA Big B2C-cermenty. [T-komnanii notpeOyroTh HE TPOCTO
BEJIMKOT KUTHKOCTI JII/TIB, & IIJTbOBUX Ta «TETUTAX» JI/11B, TOTOBUX PO3TISIHYTH CKJIa/IHI TEXHOJIOT14-
Hi pimeHHs. [Toctae npoGnema BUOOpPY ONTUMAILHUX METO/IB: BiJl KOHTEHT-MapkeTHHTy Ta SEO
JUISL JOBFOCTPOKOBOTO MPUTOKY JIJIB, 10 IpSAMUX KaHaliB Ha KuTant LinkedIn Ta email-po3cuiok
JUTSI TITBUIKOTO BCTAHOBJICHHSI KOHTAKTY. Y 3arajJlbHOMY BUIVISIZI TpoOsiemMa Tojisirae B po3po0iri
TaKO1 CTparerii JigoreHepartii, mo 3a0e3MeuuTh CTIHKHUIN MOTIK sKicHuX B2B-miaiB myst koMmaHii,
K1 npojatoTh I T-nocyru, BUKOPUCTOBYIOUH Cy4acHi HU(POB1 IHCTPYMEHTH.

AHaJli3 oCTaHHIX Aoc/iIxKeHb i myGaikanii. YIponoBKX OCTaHHIX POKIB 3 SBHJIOCS YMMAJIO
JOCIIKEeHb, TpucBIueHNX Temi B2B-mimoreneparii. barato ykpaiHCbKMX BYEHHX, TaKHX SIK
boituyk 1. B. [1], [Ty#nin 0. O. [2], Jlazuera 1. O. [3], Crapunpkuii T. M. [4], lepramok b. B. [5],
Canosebki 1. 1. [6] BuB4anu nmoHATTA JdiforeHepaiii Ta B2B MapkeTHHT SIK YaCTHHY Cy4acHOTO
PO3BUTKY IiITPHUEMCTB.

3okpema, y 3BiTi Content Marketing Institute BUCBITITIOIOTHCS KITFOUOB1 TEHCHITIT Y BUKOPUCTaH-
HI KOHTEHT-MapKeTHHTY JUIs 3aiyudeHHs JniaiB y B2B-cektopi [7]. ¥V crarti Saeidi Ta Hollensen,
omyb6mikoBaHii y Journal of Business & Industrial Marketing, anamizyeTbcst cTpaTeriyHe BUKO-
puctanns riargopmu LinkedIn nns renepanii B2B-niais. Jocmimxenns SmarterHQ 3ocepen-
KeHe Ha e()eKTUBHOCTI MEePCOHAJII30BaHOTO email-MapKeTUHTy Ta Horo BIUIMBI Ha KoHBepcii [§].
VY mopiunomy 3BiTi HubSpot mpeacTaBieHo KOMIUIEKCHUN aHami3 HAWMOMYJISAPHIIINX KaHAJIB
B2B-mapketunry, 30kpema SEO, email Ta comiansaux mepex. [lyOmikarii Snov.io akeHTyOTh
yBary Ha MyJIbTHKaHaJIbHOMY MiAXoAl B ayTpiui, nmoeanytoun LinkedIn ta email sik B3aemono-
MOBHIOKOY1 IHCTpYMEHTH [9].

BinokpeMiieHHsI HeBHpIllIEHUX paHille YAaCTHH 3arajbHoOi npodnaemu. Hes3paxarounm Ha
BEJIMKY KUIbKICTh PEKOMEHJAII} 111010 OKPEMUX METOJIIB, Psi/i acleKTiB MPoOJIeMH JiloreHepa-
uii 8 B2B-cermenTi IT-nocnyr 3anumatoTecsi HEBUPIIEHUMH a00 HEIOCTATHBO JIOCHIKEHUMH.
[lo-nepie, niTeparypa 10Ci HE Ja€ OJHO3HAYHOI BIJMOBIAL, SIK caMe 1HTErpyBaTH pi3HI KaHAIU
JiioreHepariii Juist oTpuMaHHs cuHeprii. binbuicts mxepen posmsgaioTs SEO, KOHTEHT, coriaib-
HI Mepei, email Ta pekiamy okpemo, abo K paJsiTh BUKOPUCTOBYBATH BCl Pa3oM, ajie MpaKkTH4YHI
ACMEKTH iX ONTUMAJIBHOIO MTOE€IHAHHS BUCBITIEHO PparMeHTapHo. OueBuHO, 110 LinkedIn edek-
TUBHHM JIs1 BCTAHOBJICHHS TIEPIIIOTO KOHTAKTY, a email — /y1st mozmaseiioro nurturing (BUpOIyBaH-
Hs nina). [Ipore HEeBUPILIEHUM JIMIIAE€THCS MUTAHHS: sIKa MOCIAOBHICT 1 B3a€MOJISl MK LIUMU
KaHaJaMH JJa€ HaWBUIIMM Koe]iieHT KoHBepcii? UM BapTo crioyaTKy B3a€MOJIATH 3 JJaMH de-
pe3 CoIMepEeKi, a TIOTIM JTyOJFOBaTH KOHTAKTH email-po3cikoro, un HaBnaku? CKUTBKU TIOTHKIB
(touch points) onTumanbHO, IIOOH JTi HE BIAYYB MTEpEHACHICHHS ?

[To-npyre, AKICTH JIIB Ta JOBTOCTPOKOBA B3a€EMOJIS MOTPEOYIOTH MOAAIBIINX JOCITIKEHb. Y
B2B-npopaxax IT-nmociyr 4acto BaJIMBO HE MPOCTO OTPUMATH KOHTAKT, & MIEPETBOPUTH MOTO
Ha MOBHOLIHHY KOMEPLIHHY MOXJINBICTh. HEeBUPIIIEHOI0 YaCTHHOIO € BU3HAYEHHS, 5Kl CTpaTe-
Tii T03BOJISIFOTH TJBUIIUTH SIKICTh JTTIB (TOOTO 1X BiAMOBIAHICTH MOPTPETY IUJILOBOTO KITIEHTA 1
TOTOBHICTb JI0 CIIBIpAIli), 30KpeMa KOHTEHT-MapKEeTUHT MOXKE 3aJlyduTH Oarato ayauTopii, aie
sKa ii yacTKa KOHBEPTY€EThCS y pealbHUX KII€HTIB? BiAmoBigp 3a1€KUTh BiJ Y3TOIKEHOCT1 Ml
MapKeTHHTY 1 BIJIIUTY MPOJaxiB, BiJ HasBHOCTI cucTeMH OIiHKH iliB (lead scoring) Ta iHIIMX
(bakTopiB, K1 JUIIAIOTHCS 32 MEKaMU TUIIOBUX ITyOJIiKalliil PO IHCTPYMEHTH JIiIoTeHepallii.

[To-TpeTe, B yMoBax quHamMiuHUX 3MiH puHKY [T mocrae nutanHs aBromaru3zailii Ta Macirady-
BaHHJI JIiIOTeHepallii. Xoua € IHCTPYMEHTH JIJI1 aBTOMAaTUYHOTO 300py KOHTAKTIB Ta PO3CHIIOK (Ti
X MIIATQOPMH TUITY Snov.i0, PO SK1 3rayBasiocs ), IPOTE HEBUPILICHUM € 3aBIaHHs 30epeKeHHS
OayraHCcy MK aBTOMATH3AITIEIO 1 MEpCOHATBHUM MiaxooM. HaamipHa aBTromMaru3aitis MoXKe 3HU3H-
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TH 3aTy4eHICTh (30KpeMa, abIoOHHI MacoB1 JTUCTH JAIOTh Malui BIATYK [5]), a HemoCTaTHSI — 00-
MEXKy€e MacIITab OXOIUICHHS! JIIAIB. 3aIMIIAETHCS BIAKPUTHM ITUTAHHSL: SIK aBTOMATH3yBaTH IIPOLIEC
Tax, 100 36eperT1/1 BUCOKY IIEPCOHAII3ALI0 Ta AKICTh B3a€MOZIi?

Mera poctiKeHHs1. Meta 10cii/pkeHHs — PO3pOOHTH T EPEBIPUTH Ha IIPAKTHLL KOMIUICKCHY
cTpareriio tigorenepanii pist B2B-npoznaxis IT-nocyr, ska moeanye MOKIMBOCTI mpogeciiitoi
couianbHOi Mepexki LinkedIn ta email-mapkeTusry. Bianosinso 10 nocrasieHoi METH, BUpILIY-
IOTBCS TaKi 3aBJaHHS:

- Y3araJIbHUTH TEOPETUYHI OCHOBH JIiIore€Heparllii Ta 0XapakTepu3yBaTu OCHOBHI IIU(POBI
MeToau 3anydeHHs B2B-mizis.

- Jocnigutu Ha HpaKTI/ILIi epexTHBHICTh KOMOiHOBaHOrO BuKOpHucTaHHS LinkedIn Ta
email-poscuitok st reHepauii miais y cdepi IT- ~TIOCIYT.

B Mesxax K0cmiuKeH s Oy710 3MOZIeTbOBAHO CLEHAPIiT JTi10reHeparlil Ul yMOBHOI KOMITaHii-po-
3poOHMKA [IPOrPAMHOTO 3a0e3MECUCHHs, L0 POJAe CBOI OCIyry iHwmMM Oi3Hecam. Lle no3sommiio
0e31e4Ho BI/IHpO6yBaTI/I PI3HI MIIXO/M 1 OTPUMATH MOKa3HUKH PE3yJIBTaTUBHOCTI st HOplBHHHHH

OcuoBuuii marepiaj. Jlizoreneparis — e MpPOLEC NPUBEPHEHHS IHTEPECY MOTCHLIHHMX
KJTI€HTIB i 300py iX KOHTAKTHHX JaHHX JUISl OJAJIBIIOTO NIEPETBOPECHHS Ha PEalbHIX 3aMOBHHKIB
[7]. Y B2B- cq)epl JIIOM 3a3BHYaii € IIPEACTABHUK KOMIIaHIi (KepiBHUK, MEHEDKEp abo IHIIA 0CO-
0a, mo mpuiiMae PIlICHH), AKHH BUABHB IHTEPEC 0 MPOAYKTy um mocayru. Teopernuna 6asa
JioreHeparii OXOIUIIOE PI3HOMAHITHI MApKETHHIOBI Ta MPOJaXKH1 IHCTPyMEHTH. Huxue KopoTko
PO3IIISIHYTO OCHOBHI METO/IH, L0 3aCTOCOBYIOTLCS B B2B-npopaxax IT- -TIOCIIyT:

- Tlourykosa ontumizauis (SEO), Mera sK0T — NIABUILMTH BUAMMICTB CAallTy KOMIIAHIi B Op-
FaHIYHUX pe3ysbraTax MOILIYKOBUX CHCTeM. BHUCOKI MO3HLIT 32 peeBaHTHUMY 3anuTamMu 3a0e3-
ne4yoTh CTaOLIbHUI NIPHUILIMB OPraHivHKX JII/IIB, TOOTO NMPEICTABHUKIB OI3HECY, SIKi CAMOCTIHHO
3HANIIIN KOMIaHio yepes nomyk. SEO-cTpareris BKIIOUae TEXHIYHY ONTUMI3AIII0 CAlTy, CTBO-
PEHHS KOPUCHOTO KOHTEHTY, OOYI0BY OCKJIIHKIB.

- KoHreHT-MapKeTHHI, SIKMiI BKIOYae B ceOC CTBOPEHHS Ta PO3MOBCIOUKCHHS LIHHOTO
KOHTEHTY (aHAJITHYHUX CTaTed, white papers, 10CIHi/DKeHb, BieO, BeOIHAPIB) I NPUBEPHEHHS
LUIBOBOI ayUTOPIi. Y KOHTEHTI KOMIIaHisl IeMOHCTPYE €KCIIEPTU3Y, BUPILIYE TUIIOBI IpobiemMu
KIIIEHTIB 200 J1a€ KOPUCHI MOpayu, B OOMIH Ha IO OTPUMYE yBary Ta KOHTAKTH JIAIB (3aKpema,
yepe3 popMu 3aBaHTAKEHHS MaTepialiB — Jij- MaFHlTI/I) E(I)CKTI/IBHICTB KOHTEHT-MapKeTHHTY ITiJI-
TBEPPKEHA CTATHCTUYHO — OlbuticTs B2B-koMnaHiii akTHBHO #0r0 BUKOPUCTOBYIOTH JUIsl OTPH-
ManHs JiaiB [10].

- CouianpHi Mepexi (SMM), 1o nepenbayaroTs NPUCYTHICTE OI3HECY y COLMEPExRaX, 0CO-
oimBo Ha LinkedIn, Facebook, npogeciiinux crinbHOTax, 103BOJISIE IPOAKTHBHO IIYKAaTH Ta 3a-
sydaru . Y B2B-konrekcri LinkedIn € ocHoBHOO rmaT(bopMOIo JUISL BCTAHOBJICHHS JIUIOBUX
KOHTAKTIB. TyT NMpafOrOTh SIK OpraHivHi METOAM (BEACHHS CTOPIHKHM KOMIIaHii, myOuiKkawis exc-
MEPTHOTO KOHTEHTY, Y4acTh Y Tally3eBHX Ipynax), TaK i INIaTHI MOXJIUBOCTI (TapreTOBaHa pexia-
Ma, CIIOHCOPOBAHUI KOHTEHT).

- Email-mapkeTunr - metron oxorutroe 30ip 6a3u email-KOHTAaKTiB MOTEHIIIHHUX KIIE€HTIB
Ta CUCTEMAaTHYHYy POOOTY 3 HUMH 32 JOMOMOIO0 eleKTpOHHUX sucTiB. B B2B cermenti email
BUKOPHCTOBYETHCS ISl PI3HUX L{UICH: IIEPBUHHOTO 3BEPHEHHS 10 «XOJIOAHMX» B (cold email
outreach), TOCTYTOBOTO «IAIrpiBy» IHTepecy 4epes iH(pOpMaLiiiHi PO3CUIKH, PO3CHIIKU Tep-
COHAJIBHHX MPOMO3uLii Tommo. Ilepearu: BiTHOCHO HEBHCOKA BaPTICTh KOHTAKTY; MOXKIHMBICTH
nepcoHaisauii ta asromarusanii (CRM-cucremu, cepBicr po3CHIIOK 103BOJISIOTH HAIAIITOBYBA-
TH TPUTEPHI JIMCTH, CEpil JUCTIB 3aJeXKHO BiJ Jiil OTpuMyBaya). Heomiku: pusuK moTpannty B
craM, HU3bKa 3aJly4eHICTb, SKILO JUCTH HE J0CTAaTHBO LiKasi aapecary. [IpaBuibHO peasizoBanuii
email- -MapKeTHHI 3aTeH NPUHOCUTH BIAYYTHI Pe3yJIbTaTH: 30KpeMa, raiy3eBi AaHi TMOKa3ykTh
~15-20% cepenboro pisHs BiakpusanHs auctis y B2B 1 3-5% CTR, a Takox 3Ha4Huil BKIaj B
KOHBEPCIIO JIi/IIB Ha Mi3HIX eTanax HuKIy npogaxy [11].

- PPC-pexnama abo koHTekcTHa Ta TapreroBaHa pekinama (Google Ads, LinkedIn Ads,
Facebook Ads To1110) 2103BOJIsI€ [BU/IKO OTPUMATH JII/IH 4ePe3 IUIATHI OrOJIOLICHHSL. Kommais
MOXe HALIMTH PEKJIaMy Ha KJIFOYOBI 3alUTH (BUNAJKy IOLIYKOBOI pekiamu) abo Ha MopTper
ayauTopii (BUIIaAKy COLIMEPEIK).

- Inmi cTparertii, siKi BKJIIOYAIOTh B ce0e Taki MiIX0/H, SIK BeOIHApH Ta OHJIAIH-3aX0/H, Map-
THEPCBKI Ta pehepalibHi IPOrpaMH, y4acTh y BUCTaBKaX Ta KOH(PEPEeHLisX (0aiiH-aKTHBHOCTI).
Bebinapu 3apexoMenIyBamu cede sk eheKTHBHUI CIOCIO 3ayqnTH ayIUTOPio: IIOHA TONOBH-
Ha B2B-MapkeToIoriB BUKOPUCTOBYIOTH BEOIHAPH SIK IHCTPYMEHT NPOMOLLi, 1 10 73% y4acHHUKIB
BeOIHApIB MOXYTh CTaTH Jiizamu Juist 6i3Hecy [7]. PedepanbHi nporpamu (KOIM HasIBHI KIEHTH
PEKOMEHIYIOTh HOBUX 32 BUHATOPOJY) TEX FE€HEPYIOTh BUCOKOSKICHI JIiTH, OCKIJIBKU pEKOMEH 1a-
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1ist 3HAHOMOTO MiJBHILYE JOBIPY. LI METOM YacTO PO3MISAAIOTECS SIK JONIOBHEHHSI 10 OCHOBHHUX
1M ppOBUX KaHAIIB I MOXKYTb CYTTEBO IIiICUINTH 3arajlbHy MapKETHHIOBY CTPATETIO.

Jnst OUiHKH i€BOCTI MYIBTHKAHAIBHOTO MiAXOAY OYIO MPOBEACHO YMOBHE CKCIICPHMEHTAIb-
HE JIOCJIIKEHHS. YMOBHO PO3AUTUMO IUIBOBUX Ji/1iB (IPeACTaBHUKIB KOMIIaHii, MOTEHIIHHO 3a-
uikasnenux B IT-nociyrax) Ha Tpy rpymu 3a METOOM KOHTAKTyBaHHSL:

1. TI'pyma A — LinkedIn-ayrpiu: BcraHoBIICHHS KOHTaKTy Jmie yepe3 LinkedIn (BianpasieH-
HS 3aMTy Ha JIOJJaBaHHS B KOHTAKTH 3 NMEPCOHAJI30BaHUM BITAJBbHUM IOBIIOMIICHHSM, a IICIA
MPUAHATTS — OJUH HACTYITHUHA MECEXK 3 MPOIO3UIII€I0 A00 KOPUCHUM KOHTEHTOM).

2. I'pyna B — Email-po3cuinka: B3aemosis nuie yepes email (HagcuiaHHs IepcoHaTi30BaHO-
ro JucTa Ha pobouy MOIITY JIijia 3 MPeICTaBIEHHSIM KOMIAaHii Ta MPOMO3UII€0 OpOoLTypH/1eMO;
nani — oauH follow-up nucT yepes Kijbka JAHIB IPU BIACYTHOCTI BiAMOBI/1).

3. Ipyma C — KomGinoBanuii LinkedIn + Email: ciouarky xontakT uepe3 LinkedIn (sx y
rpymi A: KOHeKT + NPUBITAHHS), MICIIsL YOr0 JOAATKOBO email-ineT ToMy K Iy, sKuid 3raiye
nonepenuio B3aemonito B LinkedIn i nporonye neranpHimy iHhopmanio. TakuM YHHOM, IiJ 0T-
pHUMye€ J1Ba JIOTHKH Ha pi3HUX Muiargopmax. IlocninosHicTs Al y rpyni C BUIIsaIa Tak: 3aluT B
LinkedIn - moBinomnenss B LinkedIn - yepes 2 nHi email 3 po3mipeHoro Nporno3uLiiero (3a yMoBH,
1110 JII/{ NIPHIHSB 3a1UT 200 X04a 6 neperisHyB npodiib).

Yei inmi yMOBH KOMyHIKawii Oyimn yHi(ikoBaHi I YUCTOTH EKCIICPHUMEHTY: TOH CIIIKYBaHHS
O(iLIHO-APYXKHIMH, [IOBIIOMICHHS KOPOTKi Ta IO CyTI, HAroJI0C Ha TOMY, 5K IOCIYIM KOMIIaHii
BUPILIYOTh THIIOBI poOIeMu KiieHTa. [Tepes o4aTkoM po3cuiky Oyiio BUKOHAHO TEXHIYHY M-
TOTOBKY: IIPO(1s1i y4acHHKIB BiJ iMeHi komnaHii B LinkedIn Oymnu HarmoBHeHI He0OXiaHOW iH(pOp-
Malli€ro, a HOBOCTBOPEHI email-CKpHHBKH MPOMILUIA €TaIl «IPOrpiBy» (HPOTSIIOM KIIBKOX THXKHIB
BeJIach JIerka aKTUBHICTb, a0H MIABULLMTH Py TALII0 JOMEHY 1 YHHKHYTU IOTPAILISHHS JINCTIB y
cnam). byno C(bOpMOBaHO 3arasibHui criucok 3 300 HiTbOBUX KOHTAKTIB (AUPEKTOPIB 3 PO3BUTKY,
CMO, MapKeTHHT MEHEKEPIB) 1 BUMAKOBUM YHHOM po3noniieHo no 100 Ha koxHy rpyny A, B,

MeTpuKu yCHIIIHOCTI, SIKI BIZICT€KYBAJIHCS B X0l €KCIIEPUMEHTY:

- BiJICOTOK BCTaHOBJIEHHX KOHTAKTiB (s LinkedIn-rpym — ckinbku mronel mpuiHsIIHN 3auT
y IIpy3i; st email- -TpyI — CKIJIBKH JIUCTIB JIOCTABIICHO T BIJIKpHUTO),

- BIJICOTOK BIJMOBiAEH (YacTka IiiB, IIO BiJpearyBajid — BIAMOBIIM Ha IJUCT abo
HOBiI[OMJ'ICHHH BHUCJIOBHIIN 3aI_IlKaBJ'ICHICTB)

- KUIBKICTh MPU3HAYEHUX 3yCcTpideil abo A3BIHKIB J1s1 0OTOBOpEeHHS ((DaKTUYHO KOHBEPCis
miga y sales-MOXIHBICT).

Pesynbrartu ekCriepuMeHTy y3arajibHeHi B TaOIUII:

Tabmurs 1
Pesynbraru e(eKTUBHOCTI MyJIBTKaHAIBHOTO MIAXOAY J10 JIiioreHeparii
TTigxin Kmf’g}%ﬁ)ﬁ}ﬂm y Bl%%?};ggc?gm [Ipu3HayeHO A3BiHKIB
A. LinkedIn-ayTpiu 100 15 migiB (15%) 5 (5%)
B. Email-po3cuika 100 8 miaiB (8%) 3 (3%)
1 + 1 ..
Gonmagycdin = Email 100 28 iz (28%) 12 (12%)

Horcepeno: enacna po3pobra asmopie

Sk BunHO 3 Tabu. 1, komOiHOBaHMit miaxix (rpyna C) npoieMOHCTPYBAB BHIIY Pe3yJbTaTHB-
HICTB 3a BCiMa mokasHukamu. Bukopucrans LinkedIn i email pa3oM 103BomuiIo oTpumary Bij-
ryku Big 28% mifiB, 110 Maibke B/ABIUl MEPEBHUINYE CyMapHUN MOKAa3HUK OIHOKAHAJIBHUX TPYIL.
Kinbkicts npusnadenux a3BiHkKiB (12 13 100 migiB, T06T0 12%) Takok CyTTEBO MEpeBEpIIIIIIa pe-
3yabTaTy rpyn A i B, e koHBepcist B mpu3HaYeHHs po3MOB cTtaHoBmiIa 5% 1 3% BianosiaHo. Lle
MiATBEPIUKYE TIMOTE3y, 0 MYJIbTHKaHAJIBHUNA ayTpid cTBOproe edekt cuneprii: LinkedIn BcTa-
HOBITIOE€ TIOYAaTKOBUH KOHTAKT 1 JOBIpY, a email 103BoJIsi€ IeTaNbHIlIe ONPaLIOBaTH 3al[IKaBIEHICTh
maa.

JleTasbHille aHaJI3Y 04K Xl EeKCTIEPUMEHTY, MOKHA BIZMITHTH KUJIbKA CLIOCTEPEKEHb.

Y rpymi A (tineku LinkedIn) piBeHb NpUAHATTS 3anuTiB y Apy3i ckiaas ~30% (6nu3bko 30 ocid
31 100 1ofaan y KOHTaKTH), ajle BiANOBUIM Ha IEPCOHAJIBHE TOBIJOMIICHHS JIMLIIE TIOJIOBHHA 3 HUX
(15 ocib). Ti, XxTO BUSIBUB iHTEpEC, TNEePEBAKHO 33/1aBAITH yrouHrotoui nutaHHs B LinkedIn-uarti abo
MIPOCHIIM HaJicnaT iHdopMaliro Ha ixHii email, 106 o6roBopuTH 3 koMaHao10. Lle BaxIMBHiA
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curHai, 1o oxuH nuie LinkedIn yacto motpebye mojanbnioro nepexony Ha email a7st pO3BUTKY
miaa.

Y rpyni B (tinbkyu email) nOka3sHUK BIAKpUBAHHS JIUCTIB 6yB Ha piBHI ~40% (To6TO 40 13 100
J/11B BIAKPUIM X04a O OJIMH JIKCT), ajle pealbHuX BiANOBiAeH oTpumaHo auie 8. J[Bi Biamosiai
Oymu HeraTMBHUMHU (He LIKABUTH), 1HII 6 — IPOXaHHs BUCIATH Oinbiie iHdopManii abo mocras-
JIeH] 3alMTaHHs OO Npono3uuii. Tpoe JiAiB MOroAMINCs Ha A3BIHOK MICis 0OMiHy 2-3 nucra-
Mu. L1i pe3ynbTaTi BiANOBIAIOTh TUIIOBUM MTOKa3HUKAM JIJIsl XOJIOAHOTO email-ayTpidy: KOHBepCis
HEBHUCOKA, aJie HaBiTh KUJIbKA 3alliIKaBJICHUX KOHTAKTIB MOXKYTh OKYITUTH 3yCHJILIIS, OCKIJIBKH YTOIH
B B2B MaroTh 3HauHy IIHHICTb.

I'pyna C (Linkedln + Email) IOKa3aja He JWIle HaHBHUIINKA BIICOTOK BIAMOBIIEH, ane i Hali-
wBHAWY peakuiro. Jleski aijm 3 uiel rpyny BiJ3HAYaIM, WO BKe «Oauumm HopMaLio mpo
Bawry kommnatio B LinkedIn», ko orpumanu email, Tomy Oyiu OUIbLI HANAIITOBAHI POYHTA-
TH JucT aetanbHo. Paktuuno, LinkedIn TyT cnparioBaB sk TOYKa MEPIIOro JOTUKY 1 IMiIBUIIKB
0013HaHICTh, a TUCT HA/IaB MOXKIIUBICTh CIIOKIMHO O3HAHOMUTHUCS 3 MPOMO3HIII€I0. 28 BiAMOBiAEH
BKJIFOYaNH K mpsmi BianoBiai Ha LinkedIn (mexTo BimmucaB y camiii Mepexi, He YeKarouu JIH-
cTa), TaK 1 BiamoBiai Ha email. I{i kaHAIU TOMTOBHUIN OJHMH OJIHOTO: 3 28 BiIlFYKiB 10 npwmitino
B LinkedIn, 18 — Ha email. 3a _PaxyHOK MYJIBTUKaHAJIBHOCTI JACSKI JIAM BIIMOBUIA HA TOMY Ka-
HaJll, SIKUA [1s HUX 3py4Himmid. [likaso, mo xozeH mix 3 rpynu C He BUCIOBHB HEBIOBOJICHHSI
MOJBITHUM 3BEpHEHHSIM — HaBIaKH, I€XTO MOJSIKYBaB 3a HaJicianuil mMarepiai. OTxe, 32 YMOBH
KOPEKTHOTO TOHYCYBaHHS IIOB1/IOMJI€Hb, KOMOTHOBaHHH IMiIX1]l HE COPUHMAETHCS K HAaB SA3TTUBHM,
a IIBUJIIE K MPOSIB YBaru.

Ilomno SIKOCTI JIIJIIB, SIKI HEPEHILIN [0 eTalty zL3BiHI<a/3yCTpiqi' y rpyni C KoHBepcis B 0AaJb-
IIMHA eTan BABiYi Oliblla, 110 Ja€ Oible MOKIMBOCTEH I BIUIUTY HpO,[[a)KlB 3aKpHUTH yroay. 3
12 nizis rpyru C, 1o MOroAUIIKCs Ha PO3MOBY, 10 (IHATIBHOIO KOMEPLIHHOIO MPOMO3HUIT AT
8 (Ha peluTi eTari JOCIIKSHHS He aKLICHTYBAJIOCS], aJle MOYKHA IPUITYCTHTH yCIIIIHICTh YaCTHHH
3 HUX). Jlyist OpIBHSIHHS, y rpymax A1 B pazom B3STHX Takux JiaiB Oyno Tinbku 8 (5+3), 1 B HUX
KOHBEpCIisl 10 HACTYITHUX KPOKiB, KIMOBIPHO, HM)KYA Yepe3 MEHII KOMITJIEKCHUI TTOYaTKOBUI KOH-
TaKT.

OTtpumaHi pe3ynbTaTu Y3TOIUKYIOTBCS 3 HAsBHUMH KeHCaMu B raiysi. 3okpema, y myouikauii
Netpeak, ne omucano keiic B2B-ninorenepanii s crapramy wepes LinkedIn, nosizomisinocs
npo ycminHe noegHanns LinkedIn-xkammanii 3 mopaibIuMu TUCTaMU: 3a 5 MICSIIB Oyn0 0Xo-
rwieHo ~2200 koHTakTiB, oTpuMano 498 Bianosiaei 1 mpoBeneHo 43 3ycTpidi, IO Jal0 OIU3BKO
25 yknaaenux yrof (kousepcis >50%) [7]. Takuii BUCOKHIA MOKa3HUK 3aKPUTTS CTAB MOKITUBUM
3aBIAKH PETETLHOMY Bindopy LIA Ta OararoxkananbHiil pobori 3 migamu (LinkedIn pis Buxony
Ha MOTPIOHMX Jtofel + email-poscuikn 3 Marepianamu). Haur eKCepuMEHT MIATBEPKYE L0
TEHJICHII1I0: KOMOIHOBAaHUH MiJIX1]l 3HAYHO MiABMIIY€ KUIBKICTh 3aJy4SHHX JIIIB 1 CTBOPIOE Tepe-

JYMOBH JJIsl YCIIIITHOTO MIPOJIAXKY.

BucHOBKH. Y faHiil CTaTTi BUPILIEHO TOCTABJICHE 3aBIAaHHsI TOCIITUTH CTPATETIi JIiioreHeparii
B B2B-nponaxax IT-nocayr ta nepeBiputu epexruBHicTs noeananus LinkedIn Ta email-incTpy-
MeHTIB. TeopeTH4Huil OIIsA MIATBEPAMB, IO YCHILIHA JIiOreHepaLis 6a3yeTbest Ha KOMIUICKC-
HoMy BukopucranHI SEO, KOHTEHT-MapKeTHHIY, COLIAIbHUX MEpEeK, email-MapKeTHHTy Ta IH-
HIMX HU(POBUX METO/IB. Ocrani JOCTIIKeHHS 1 Hy6J111<au11 CBIZ4aTh PO BHCOKY MOMYJISIPHICTH
KOHTCHT-MapKeTHHTy (85% B2B-mapkeTosnoris 3aiif00Th ioro ast orpumanss aixis [10]) ta
3HAYHY POJIb LinkedIn six mxepena Bucokosikichux B2B-konrakTis [9]. OKpemMo HaroJoueHo Ha
3pOoCTaroyiii BaXKJIMBOCTI IIepcoHai3alii KoMyHikamii: 6e3 BPAXyBaHHs lH,Z[I/IBlI[yaJ'ILHI/IX notped i
KOHTEKCTY KOMIaHii-KJII€HTa Ba)KKO PO3PaxOBYBaTH Ha BUCOKHUH BIATYK MOTEHIIIMHUX 3aMOBHUKIB.

[IpakTryHa YacTHHA AOCHIKEHHS, II0 CUMYJTIOBAJIA Pi3HI MIIXOIH 0 ayTpidy, MOKa3aaa OIHO-
3HauHy NepeBary MynbTHKaHaiabHOTo migxoxy. KomOinamis LinkedIn + email nmpogemonctpyBana
BUIIUI BiICOTOK 3aiydeHHs diaiB (28% BiAmoBinu) Ta koHBepcii y HacTynmHuUHE Kpok (12% ninis
MOTOIMIIMCS Ha OOTOBOPEHHS) Y MOPIBHSIHHI 3 BUKOPUCTAHHAM TUIBKH OJHOTO KaHAIY. 1le mosic-
HIOETBHCS THM, 110 /IBa KaHAJIM [OTIOBHIOIOTH 0iuH ofHoro: LinkedIn 3abesneuye nepiunii KoHTaKT
Ta COLANIbHE 10Ka3yBaHHsl (IPOQ LI KOMIIaHIT, PEKOMEHALIL, CIIbHI 3B’ 3KH), TOAI K email J10-
3BOJISIE ACTANBHO JIOHECTH LIIHHICHY [POMO3ULIIO Ta 3aJIMLIAE Iy MaTepialy Ulsl O3HAHOMIICHHS.
Takum ynnHoM, cunepris LinkedIn ta email BusBunacs epeKTHBHINIOW 3a 130JIbOBaHI 3yCHIUISL.
IpakrnyHnii BUCHOBOK isi B2B-komnaHiii, 1o npozatots IT-nociayru: Bapro BIpoBaLKyBaTH
iHTerposati kamnanii, xe LinkedIn-aktuBHocTi (K-0T networking, KOHTEHT, MPsIMi [OBIIOMIICH-
Hs1) Oy/yTh MIAKPIIUIFOBATHCS NPOJYMaHUMHU email-po3criikamy, HalJICHUMH Ha THX e JIJIB.

[Tonanpmn nepcnekTUBU AOCTIDKEHb y LiH raiy3i BKIOUalOTh Kinbka HampsMmiB. Ilo-nepie,
JOLUIBHO 3A1HCHUTH TOBIOCTPOKOBUH aHaJi3 €(peKTUBHOCTI MYyJIbTHKAHAIBHOI CTpaTerii Ha Mmpak-
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THL: BIICTEKUTH HE JIMIIE NIl KOHTAKTH, a i IOBHMUII IUIAX il 10 YK/IaJaHHs yIrOIH, HOPiB-
rorour ROI pizaux kananis. Lle qacts 3MOry KUIbKICHO MATBEPANTH, SIK MyJIbTHKAHAIBHUI T11-
XiJl BIUIMBA€ HA IIOKA3HUKM NPOJAXKIB Ta NOBIYHY UIHHICTH KiieHTa. [lo-apyre, nepcreKTnBHIM
€ JIOCTIPKeHHs 1HTerpamii J0JaTKOBUX KaHaNiB: 3KOepMa, BUKOPUCTAHHS KOHTEHT-JIIMarHiTiB
(White Paper, 6e3xomrroBamii aynut) y 38’311 3 LinkedIn ta email, abo minkmoueHHs MeceH-
mxepiB (Slack, WhatsApp) ik TpeTboro kanainy koMmyHikauii 3 nigamu. [To-Tpere, okpemoi yBaru
3aciyrosye BrposaxkeHHs: CRM-cucteM 1 aBToMaTn3aLii uist yIpasIiHHs JIiJaMHU: OAaJIbIL po-
3po0KH MOXKYTh OyTH CIPSIMOBaHI Ha CTBOPECHHS aJTOPUTMIB PO3IOALTY 3YCHIIb MK KaHAIaMH
B 3QJIEKHOCTI BiJl MOBEAIHKHM Jija (sKio jix He BianosiB B LinkedIn, aBroMarnyHo akTuBYBaTH
email-cepito, 1 HaBMakun).

Hacamkinenp, BapTo 3a3Ha4MTH, WO JigoreHepauis B B2B-npoxaxax IT-mocnyr — ne au-
HaMiYHa cepa, siKa pearye Ha 3MiHM TEXHOJOTTYHOrO MaHAMWA(TY i noBesiHky KiieHTiB. Tomy
KOMIIaHIsIM HEOOX1HO MOCTIHHO EKCIePUMEHTYBAaTH 3 HOBUMM CTpPATETisIMU, BUMIPIOBATU IXHIO
Pe3yNbTaTUBHICTD 1 THYYKO ajnantyBarucs. [Ipeacrasineni B poOoTi cTpaTerii Ta iIHCTPYMEHTH MO-
KYTb CIyTYBaTH MPAKTUYHUM OPIEHTUPOM JUIsI MAPKETOJIOTIB 1 MEHEKEPiB 3 MPOJaXiB, JOIOMa-
rarouu OyayBaTy e(eKTHBHI MIPOLECH 3ayUSHHS JIiJIiB Ta CIIPUATH 3POCTaHHIO O13HECY Ha KOHKY-
peHTHOMY puHKY IT-nmocayr.
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