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3MICTOBUU MOIYJIb 1. .
CyTHICTh HU(PPOBOTO MAPKETHUHTY Ta 3arajibHl

3acaau ()OpMyBaHHS 1HOOPMALIMHUX CUCTEM
MApKETHHTY IIPOMHMCIOBOIO M1AIPUEMCTBA

Jlekuia 5
. Ocob6nmMBOCTI popMYyBaHHSA LLIJILOBOT ayaAnTOPI|




LlinboBa AyanTopisa
(LLA) bi3Hecy: B2B
Cneundika

LIA npomMncnoBoro nignpuemcTBa —
Le opraHisaull (IHwi 6i3HecwK), a He
IHOMBIAYaIbHI CNOXMBAI.

[Tpouec 3akyniBfl € CKNagHUM |
KonekTuBHuUM. LA BkNtoYae He nuie
oco0y, WO NIAMUCYE KOHTPAKT, a 1
LleHTp npunHAaTTA pieHHA (LITP)
(IH>XKeHepu, dIHaHCUCTN,
KOpucTyBaul).



dopmyBaHHA LLA: CermeHTYBaHHSA

CermMeHTyBaHHA € BUCOKOEMEKTUBHUM
3aCO0O0OM KOHKYPEHTHOI OOPOTLON.

KpuTtepii cermeHTyBaHHA B2B: ranyab,
PO3MIP KOMMaHII, reorpadisq,
(PIHAHCOBUW CTaH, TEXHOJIOrIYHA
3PINICTb, NOBEAIHKA NPW KYNIBNI.

Bnbip HanbinbLu npruBabninBoro
CEerMeHTa € OCHOBO AJ1A
NO3ULIOHYBaHHA Ta cTpaTeril.




reeY

53313
23138

p > t‘z‘

CknapgaHHA lNopTpeTy NoTeHUINHOIO
Cno>kmnBa4ya (Buyer Persona)

CknafaHHA getanizoBaHoro noptpeTy (Persona) € HeobxioHUM A1A PO3yMiHHA MOTUBALLT Ta "0onen’
KIOYOBUX y4acHuKIB LITTP.

Persona Bkntoyae: nocaay, MyHKLIOHaIbHI 000B'A3KM, POOO4I NPOOIEMN, LWOAEHHI BUKIINKA Ta KaHaw
MNOLLYKY PILLEHD.



Bnauve Ha LinppoBunt MapKeTUHTI

* HITKO BU3HAYEHUW MOPTPET CroXMBada JO3BOSIAE
TOYHO HanawTyBaTV TapreTUHr LMMpoBOIl pekamm
(Hanpuknag, vy LinkedIn abo Google).

* KOHTEHT-MAPKETUHI NOBUHEH BYTK BE3NOCEPELNHBO
CMNPAMOBAHWN Ha BUPILLEHHA KOHKPETHUX "Bonen’
Persona, 3abe3nevyo4m MakCumMabHy

PENEBAHTHICTb.



1Ky 3a yBary!
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