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Y cmammi 0ocnidoiceno cymuicms kamezopii 8uxoody ykpaincokux IT-komnaniti
Ha  MmidcHapoOwi  punku. Cyuacha c8imoéa  eKOHOMIKA  3a3HAE  2AUOOKUX
mpancgopmayii nio enausom npoyecie enooanizayii, yugposizayii ma 3pocmanHs
eeononimuyroi necmabinonocmi. IT-cexmop npodoeicye gidiepasamu poib 00HO20 3
KIOY08UX Opalieepié eKOHOMIUHO20 pO38UMKY, 600HOoYac 6uxio IT-komnauii Ha
MINCHAPOOHI PUHKU CYNPOBOONCYEMBCA NOCUNEHHAM KOHKYPEHMHO20 MUCKY mda
BUHUKHEHHAM HOBUX IHCMUMYYIUHUX I pUHKOBUX bap’epis. Y cmammi 0ocniodxicero
nioxoou 00 B800CKOHANEHHs MapKemuH208ux cmpameziii npocyeants IT-nocnye Ha
308HIWHI puHKU. JloéedeHo, wo opmysanns IPYHMOBHOI aHanimuuHoi Oasu, saKa
OXONNIOE O0CNIOINHCEHHST PUHKOBO2O NONUMY, 2NI0OAIbHUX MPEHOI8 [ KOHKYDEHMHO20
cepedosuya, € HeOOXIOHOW  NepedyMosord  e@EeKMUBH020  MINCHAPOOHO20
mapxemuney. Poskpumo ponv  uimxo copmynvosanoi  yinHicHoi nponosuyii,
OpieHmMOoBanoi Ha cneyuiyni nompedu ma oYiKY8aHHs MINCHAPOOHUX KIIEHMIB.

OO1pyHmoBano OOYiNbHICMb 3ANPOBAOICEHHA OMHIKAHAILHOI MAPKeMUH20801
MOoO0eNi 3 BUKOPUCMAHHAM THCmpymenmie inbound- i outbound-wapxemuney, account-
based marketing (ABM), product-led growth (PLG) i napmuepcokux Kanauis.
Ocobnusy ysacy npuoileHo NUMAHHAM NepCoOHANi3ayii ma asmomamusayii
MapkemuHneoeux — komyHikayiti i3 3acmocysanuam CRM-cucmem i modeneti
MAWUHHO20 HABYAHHS, WO CHNPUSE NIOBUWEHHIO KOHBEPCIi Ni0i8 I CKOPOUEHHIO YUKIY
npooaxcie. 3anponoHo8ano CMPYKMypo8aHy apXimexkmypy 60POHKU NpPoOadicie
TOFU-MOFU-BOFU i3 6u3HaueHHAM IHCMPYMeHmapito O KOJNHCHO20 emany ma
cucmemu knrouosux nokasuuxie egpekmusnocmi (CAC, LTV, ROMI, SQL mowo) ons
KOMNAEKCHO20 OYIHIOBAHHS Pe3YIbMamueHOCmi MapKemuH2080i OisLIbHOCHI.

Ha ocnosi nposedenozo amnanizy oxpecieno OCHOBHI Hanpamu onmumizayii
MApKemuH2080i cucmemu, 30KpemMa HNOCUNIeHHS HAubinbwl epexmuenux Kaalie
NPOCYBAHHSA, MACumaby8anHs OiIbHOCMI HA HOBL PUHKU, PO3BUMOK NPOOYKIMOBO20
nopmeensi ma po3uupenHs napmuepcvokoi mepedci. Haconoweno ma 3HauenHi
sacmocysanns yuxay PDCA sk incmpymenmy 6Oe3nepepéno2o 6800CKOHANEHHS
mapkemuneogoi cmpameezii. Ompumani pe3yibmamu Maromv NPAKmMuyHy YIiHHICMb

ons IT-xomnaritl, OpieHMOBAHUX HA YCRIWHE MIJCHAPOOHe Macumabdysans Oiznecy,



3abe3neuents 1020 cMIUKocmi ma 30epedceHHsi KOHKYPEHMHUX NO3Uyiil 8 YMOo8ax

nioguweHoi mypoyieHmMHOCMI 308HIUHBO20 CEPEOOBULA.

The article examines the essence of the category of Ukrainian IT companies’
entry into international markets. The modern world economy is undergoing profound
transformations under the influence of globalization, digitalization, and growing
geopolitical instability. The IT sector continues to play the role of one of the key
drivers of economic development, while the entry of IT companies into international
markets is accompanied by increased competitive pressure and the emergence of new
institutional and market barriers. The article explores approaches to improving
marketing strategies for promoting IT services to foreign markets. It is proven that the
formation of a solid analytical base, which includes research into market demand,
global trends, and the competitive environment, is a necessary prerequisite for
effective international marketing. The role of a clearly formulated value proposition
focused on the specific needs and expectations of international customers is revealed.
The feasibility of implementing an omnichannel marketing model using inbound and
outbound marketing tools, account-based marketing (ABM), product-led growth
(PLG) and partner channels is substantiated. Particular attention is paid to the issues
of personalization and automation of marketing communications using CRM systems
and machine learning models, which helps to increase lead conversion and shorten
the sales cycle. A structured architecture of the TOFU-MOFU-BOFU sales funnel is
proposed with the definition of tools for each stage and a system of key performance
indicators (CAC, LTV, ROMI, SQL, etc.) for a comprehensive assessment of the
effectiveness of marketing activities. Based on the analysis, the main areas of
optimization of the marketing system are outlined, in particular, strengthening the
most effective promotion channels, scaling activities to new markets, developing the
product portfolio and expanding the partner network. The importance of using the
PDCA cycle as a tool for continuous improvement of the marketing strategy is
emphasized. The results obtained have practical value for IT companies focused on

successful international business scaling, ensuring its sustainability and maintaining



competitive positions in conditions of increased turbulence in the external

environment.

Kniouosi cnosa: midgcnapoonuii  mapkemune, MapKemuHz08a Ccmpamezis
npocysanns, IT-nocny2u, omMHIKAHAIbHICMb, YIHHICHA NPONO3UYis, NEepCcoHanizayis,
B0POHKA NPOOAKCIB, MEMPUKU, CIMPAMeSTYHA ONMUMI3AYIsL.

Keywords: international marketing, marketing promotion strategy, IT services,
omnichannel, value proposition, personalization, sales funnel, metrics, strategic

optimization.

IMocranoBka mnpobGaemu. CyuacuHuii IT-0i3HeC po3BHBAaETbCI B YMOBax
riobamizainii Ta mu@poBoi TpaHchopmarllii €KOHOMIKH, IO BIJKPUBAE BEIMUE3HI
MOXJIMBOCT1 JIJII BUXOJy Ha 30BHINIHI pUHKHA. BomHOuac 3pocTae KOHKYpEHIlisl Ha
MDKHApOAHIN apeHi, YCKIaTHIOeThes Ooporhba 3a yBary B2B-cmoxwuBauis, a
MapKETHUHTOBI 1HCTPYMEHTH IIBUAKO €BOJIOMIOHYIOTh. Jlia ykpaiHcekux [T-
KOMIIaHI{ aKTyalbHICTh MPOOJIEMU MiACUIIOETHCS BUMYIIICHOIO aJaNTalli€lo 10 yMOB
BIMHU: BIMOYBA€ThCS PEJOKAIlisd TaJaHTIB, 1HO3EMHI 3aMOBHHKHU OIIIHIOIOTH PU3HKH,
IpoTe Traly3b JEMOHCTPYE THYUKICTb 1 IPOAOBKYE HApPOIIyBaTH €KCIOPT MOCIyr. Y
X ymoBax mianpuemcta [T-chepu noTpedyroTh Mi€BUX MapKETHHTOBUX CTpPATETii,
SIKi JIO3BOJIATH MPOCYBAaTH CBOI MOCIYTH Ha TI00aTbHOMY PHHKY 3 MaKCHUMaJlbHUM
edexToM 1 MiHiMaTpbHUMU BTpaTamu [1]. [IpoGiema momsirae B ToMy, K MOOyayBaTH
IHTErpOBaHYy MAapKETUHTOBY CHCTEMY, 37aTHy 3a0e3MeunTH CTIHKHA TOTIK
MDKHApOAHUX JiAIB 1 NEPEeTBOPIOBATH iX HAa JOBIOCTPOKOBUX KIIIEHTIB HaBITh 3a
BHCOKOI HEBU3HAUCHOCTI O13HEC-CepeIOBHIIIA.

AHaII3 ocTaHHIX J0CaiIKeHb i myOaikamii. Y HayKoBi JiTepaTypi MPUIIICHO
3HAYHY yBary MDKHApOJAHUM MapKETHHTOBUM CTpaTeTisiM BUXOIYy Ha 30BHIIIHI
puHKA. JIOCHITHUKKA HAroJONUIyIOTh, IO pPETEIbHE MAapPKETUHTOBE JOCIIKEHHS
IITLOBOTO PHHKY € HEOOXIIHOI TMEepeayMOBOIO YCHIIMIHOI ekcmaHcii. Po3poOka
MapKETHHTOBOI CTpaTerii Mae BpaxOBYBaTH MICIIO 1 i1 KOMMAaHIi, XapaKTepUCTUKHU

cepenoBuIna Ta pu3ukh. Tak, y pob6orax Ksacoroi JI.C. [2] mpoaHanizoBaHO eTamu



dbopmyBaHHS cTpaTerii BUXOAy MIAMPUEMCTBA Ha MIKHAPOIHUN PUHOK 1 TIKPECICHO
pOJIb JTOCHTI/DKEHHS TOBEIIHKM CITOKHMBa4iB 1 KOHKypeHTiB. Kpacoscbka O.1O. [5]
po3Kpuiia OCHOBH (POPMYBaHHS MIDKHAPOJHOTO MApKETUHTY B  JISUTBHOCTI
BITYM3HAHUX (ipM, 110 BUXOJSATh Ha 30BHIIIHI pUHKH. B ocTaHHI POKH 3’SIBUJIHCH
JOCJIJDKEHHSI, TPUCBSYEHI OMHIKAaHAIBHOMY MapKeTHHTy Ta Account-Based
Marketing (ABM) y B2B-cektopi: 30kpema 3axiHi aHANITUKH (PIKCYIOTh, IO
BrpoBakeHHss ABM migsuirye ROI mapketunry i cepemniit po3mip yrog Ha 26—33%
MOPIBHSHO 3 TPAIUIIIHHUMU MiaxoaaMu. YKpainceki gocmigauku Kopx M., Cosa B.,
®omiuenko 1. [3] moBoasaTs epekTUBHICTH IU(PPOBOTO MAPKETUHTY ISl MiXKHAPOTHOT
€KCITaHCIi: Ha TPUKJIaIl JOTICTUYHOT KOMMaHIi MmokKa3aHo, 10 oMHiKaHaibHa digital-
cTpareris 3matHa 30uUTebiuTH Tpadik Ha 40%, MIABUIIUTH KOHBEPCIIO IIIB Ta
3abe3neuntu noHaxa 200% ROI Bxe B mepiuii pik MPUCYTHOCTI HA HOBOMY PHHKY.
HeBupimenow 4acTHHOIO TPOOIEMHU 3AIMINAETHCA MUTAHHS KOMILIEKCHOI pearizariii
CTpaterii, M0 MOEAHYIOTh aHAIITUKY, MTEPCOHATI3AIlII0 Ta aBTOMATH3aIlll0, a TaKOX
METOJIY 1X aJanTallii A0 MBUAKOIJIMHHUX YMOB CBITOBOT'O PHHKY.

Mertoro cTatTi € popMyBaHHS KOHIIENITYaIbHUX Ta MPUKIATHUX PEKOMEHAIliN
3 YJIOCKOHAJIEHHSI MApKETHHTOBOI CTpaTerii Mi>KHApOAHOTO mpocyBaHHsa [T-mocnyr 3
ypaxyBaHHSIM Cy4aCHUX BUKJIMKIB 1 TEHACHIIIH T7100aIbHOTO IU(PPOBOTO PUHKY.

Bukiiaa ocnoBHoro marepiaiay. Ha erani mnanyBanns suxony IT-kommnanii Ha
MDKHApOAHUM PHUHOK TMEPIIOYEPrOBHM 3aBIaHHAM € TMO0OyJoBa TIPYHTOBHOL
aHamiTHYHOI 0a3u. MoBa e Mpo KOMIUIEKCHE MapKETHHTOBE JOCIHIIKEHHS, IO
OXOIUTIOE OIIHKY TJI00aJIbHOTO MONUTY Ha BianoBiaHi [T-ocnyru, anai3 akTyanbHUX
TEXHOJIOTIYHMX 1 OI3HEC-TPEH/IB, MOHITOPHHI KOHKYPEHTHOTO CEpeJOBHINAa Ta
BU3HAUEHHS TMEPCHEKTUBHUX UIIbOBUX PHUHKIB. SK 3a3HAuyaloTh JIOCIHIIHUKH,
TOTJIMOJICHUH aHaII3 PUHKY JI03BOJISIE BUSBUTH 0a30B1 MOJIE/I1 TIOBEAIHKH CITIO)KHUBAYiB
1 cnenu@iky KOHKYPEHIIil, 10 € 3alopyKOI0 YCIHIIIHOTO BXO/)KCHHS Ha 30BHIIIHI
pusku [1].

Hacrynmaum kpokoM € mpodimtoBaHHS KIOUOBUX B2B-cerMeHTIB IITHOBOTO
puHKy. B paMkax 1pOr0 aHami3ylOTbCS Taly3l Ta BEPTHKAJl, SAKI HaWOUIbIIe

notpeOyroTh nanux IT-mocnyr, a Takox po3mip kiienTiB (B2B, SMB). [lo npukiany,



cepen 3aMoBHHKIB IT-ayTcopcwHry TpaauIliiHO TepeBakae CEKTOp (IHAHCIB 1
ctpaxyBaHHS (10 39% cyKymHOTO TTONUTY) [9], 3HaYHY YacTKy CKJIaJar0Th BUPOOHUT1
Ta TelekoMyHikamiiHi kommanii. Skmo IT-kommanis cmemiamizyerbes Ha fintech-
pIIICHHSX, TO aHali3 J0moMOXe C(HOKyCyBaTH 3yCWJUIs Ha OaHKIBCBKOMY Ta
¢biHaHCOBOMY CermMeHTi B oOpaHuX KpaiHax. BaxmmBo mocmiautu «OOJbOBI TOUKHY
X KII€EHTIB: sKi Oi3Hec-mpoOJieMH BOHHU MParHyTh BUPIMUTH 3a jponomorow IT
(omTuMizariis mpornecis, KibepOesneka, mepexiyy y xmapy TOIIO), SIKUHA piBeHb CEPBICY
OYIKYIOTb, K1 6ap’€pH BXOy JJIsi HOBOTO MTOCTaYaJIbHUKA 1ICHYIOTb.

IT-koMI1aHisi TOBUHHA JTOCHIIUTH, 3 KUM JOBEAETHCSI KOHKYPYBaTH — I1€ MOXKYTh
OyTu sK TIOOanbHI KOpropalli, Tak 1 MICIEBI TpaBIll 3 T0OpPOI0 pPEMyTaIli€ro.
BuBuaroThCcsi iXHI MapKETHHIOBI CTpaTerii: MiHOBI Mojeni, kaHamu 30yty, YTII,
aKTUBHICTh B Iu(ppoBux Mexia. [lo mpukiamy, SKIIO HA PUHKY TPUCYTHI CHIIBbHI
IHIIACHKI ayTcopcepu abo nokanbHi [T-xkoHCanTepu, ykpaiHchkidt ¢ipMi TOTpiOHO
3HAWTH KOHKYPEHTHI NlepeBaru — 4Yu TO €KCIepPTU3a y BY3bKill Hillll, YA THYYKICTh Ta
MIBUJIKICTh TOCTABKH MOCIYT. PeTenbHNil KOHKYPEHTHHUH aHaji3 Ja€ 3MOTy YHUKHYTH
npsiMOi  IIIHOBOi KOHKYPEHIlii, HATOMICTh TIO3MI[IOHYBAaTUCS 4Yepe3 YHIKaJIbHY
eKcrepTr3y ado sKicTh cepBicy [7]. OkpiM 1bOro, HEOOX1THO BpaxyBaTH PETyIsSTOPHI
Ta KyJbTypHI YAHHHUKH IIJTHOBUX KpaiH (BUMOTH 10 cepTudikaIiiif, MOBU KOMYyHIKaIlii,
0COOJIMBOCTI JIIJIOBOI KYJIBTYPH), aJKe X ITHOPYBAHHSI MOKE CTaTH HETIOMITHUM, aje
CYTT€BUM Oap’€poM Il yCHIIIHOTO TPOCYBaHHSI.

CucremaTusyioud OTpUMMaHi  JaHl, KoOMIMaHis (opMye  cTpaTeriuHHiA
MapKETUHTOBUN aHAi3 — CBOEPIIHY «JIOPOKHIO KapTy» BUXOJY HA 30BHIIIHI PUHKH.
Takuii aHami3 BKIIOYAE: OIHKY TNPUBAOIMBOCTI KOXHOTO cerMeHTra (oOcsr,
3pocTaHHs, KoHKypeHinis), SWOT-anani3z moxnuBocteir ta 3arpo3, PESTEL-anani3
cnerudiku MakpocepenoBuina. Ha ocHOBI 1IbOro OOIPYHTOBYEThCS BUOIP HITHOBUX
PUHKIB 1 CErMEHTIB, BCTAHOBIIOIOTHCS mpioputeTu. Jlo mpuknaxy, SWOT-marpurs
MO>K€ BHUSIBUTH, 1110 OJTHIE€IO 3 TOJIOBHUX 3arp03 € BUCOKA BaPTICTh 3aTyUCHHSI KITIEHTIB
y 3axigHid €BpoOI, TOAl SK MOXJIUBICTIO — BUCOKHW MOMHUT HA XMapH1 PIIICHHS Y
cepeHix 3a po3mipamu kKoMmadisx. Lle Moke cTaTy BUXITHOIO TOYKOIO JjIsl TOOYI0BH

eKOHOMIUHO eeKTUBHOI Mojeni npocyBanHs [T-nmocnyr. Takum ynHOM, aHATITHYHA



0a3za BUKOHy€ (QyHIaMEHTAJIbHY pOJb. BOHA 3MEHIIYE HEBU3HAYEHICTH PIIICHD,
JTO3BOJIAFOYM MApKETOJIOTaM TEepedTH Bil IHTYITUBHMX KpPOKIB 0 OOIPYHTOBaHOI
cTpaterii Ha rimobampHOMY piBHI [8]. be3 Takoi 6a3m momameini Aii — GopMyBaHHS
IIHHICHOT MPOMO3HuIlii, BUOIp KaHATIB, IJIAHYBaHHS KaMIaHii — Oynu O HEAOCTATHRO
e(heKTUBHUMH.

VY Tabn.l HaAMU TPENCTABICHO KIIOYOBI €IEMEHTH AaHAJTITUYHOI MiATOTOBKHU
BUXOy Ha MibkHApoH1 [ T-punKU.

Taoauus 1. Kio4oBi ejieMeHTH aHAJTITUHYHOI MiATOTOBKY BUXO0Y HA

MixkHapoaHi IT-puHku

KommonenT anamitnaHoi 3MicT aHam3y OuikyBaHUl pe3ysbTaT
6a3u
HocmimkeHHs Orminka o6csry pusky IT-nocnyr, Bubip kpain 3 HallG1IbIINM
JI00AJIBHOTO TIOMUTY | TEMITIB 3pOCTaHHs, CTPYKTYPH Ta MOTEHINAJIOM, TIPOTHO3 EMHOCTI
TPEHIiB PUHKY
AHaJI3 MITHOBUX Buznauenns ramysel, TvmiB komnaHii, | Bubip mpioputeTHUX
cermeHTiB B2B ixHIX OTpeOd 1 «Ooein» CErMEHTIB, PO3YMIiHHS TOTPeO
1JTbOBOI ayAUTOPIT
MoniTopuHT Busyennst konkypenris, ix YTII, i, BusnaueHHs B1acHUX
KOHKYPEHTIB KaHaJliB, pemyTarii KOHKYPEHTHHX TepeBar
AHaJi3 cepeioBHINA O1iHKa MOJITHYHHX, EKOHOMIYHHUX, Ananaris ctparterii 10
(PESTEL) COLIIaJbHMUX, TEXHOJIOT1YHUX, TPABOBUX | JIOKAJTBHUX YMOB
Ta €KOJIOTIYHHUX (PaKTOPiB

[IpoBenenuii ananiz popmye HeoOXinHy iHDOPMAIIIITHY OCHOBY JUISI TTOATBIITNX
CTpaTeTiYHUX pIlIeHh Y MDKHAPOJHOMY MapKeTuHry. Ha #ioro mifcTtaBi KoMIlaHis
MOE BHU3HAYaTH PEATICTUYHI U MIOAO OOCATIB MPOAAXIB, PIBHSA IHBECTHINA Yy
IPOCYBaHHS Ta OYIKyBaHUX CTPOKIB OKYITHOCTI. AHAJITUYHUN €Tall 3a7a€ PaMKH, Y
MeXax SIKUX (OPMYIOThCS I[IHHICHA TMPOTO3UIlis, BUOUPAIOTHCS MPIOPUTETHI PUHKHU
Ta KaHanu npocyBaHHs [T-nocnyr. Bin 3a0e3nedye nepexin BiJ iHTYiTUBHUX PIllICHb
JI0 TPOTHO30BAaHOI Ta KEpOBaHOI MOJeNl BUXOAY Ha 30BHIIIHI puHKHU. [licns
3aBEpIICHHS aHATITHYHOI MAroToBKku ¢Gopmyerbes YTII, ska Mae Biamosinatu
KOHKPETHHMM TI0Tpe6aM Mi>KHAPOJHUX KIIi€HTIB. [1 3aBIaHHS — YiTKO OKPECIIUTH, AKY
nepeBary OTpUMY€ TOKyMelb Yy pas3l BHOOpPY TOCIyrd KommaHii. SIKIiCTh
dbopmymoBanus Y TII Bu3Hauae eheKTUBHICTh MO3UIIIOHYBAHHS Ta PE3yJIbTATUBHICTh

MapKETUHTOBUX KOMYHIKaIii [8].
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Puc. 1. KanBa niHHiCHOI MPono3uuii A/ y3roJasKeHHs MPOAYyKTiB Ta mocayr I'T-
KOMIIaHil

Y  wMixnHapogHomy B2B-cepemoBmii  IiHHICHA  MPOMO3UIlS  TOBHHHA
OXOIUTIOBATH HE JIMIIE PAI[lOHAJIbHI BUTOMU, a M €JIeMEHTH JOBipU. XoYa PIlICHHS
YXBAJIIOIOTh OpraHizailii, 32 HUMHU CTOSATH (PaxiBIli, YyTIAUBI JO CUTHAIIB HAJIIHHOCTI.
ToMy nOLITBHO BKIIIOYATH COINANBbHI MIATBEPIKEHHS — CepTUQIKAIII0, BiATYKH
KJIIE€HTIB 3 BUIMOBIAHMX PHUHKIB, TPHUKIAAN YCHIIIHUX TpoekTiB. Taki mapkepu
3MEHIIYIOTh CIOPUUHATTS PU3UKY Ta MiACWIIOITh NEPEKOHIUBICTh IPOIMO3HIIii.
BaxnmuBo OKpeciIuTH CEpBICHI MOJENI, Y MeXaX SKUX KOMIIaHisl MpaIoe: MOCTINHI
KOMaHIM PO3pPOOHUKIB, MPOEKTHI KOHTPAKTH ab0 xMmapHi pimenHs. Koxen ¢opmar
nepeadadae pi3HI OUIKYBAaHHSA MO0 IIBHAKOCTI, BapTOCTI Ta THYYKOCTI, TOMY
ctpyktypa YTII moBuHHa BiamoBigaTu mnpodiato kiieHTa. HaityacTime kommadii
KOMOIHYIOTh MOJIEli, NPONOHYIOYM aJlalTUBHI BapiaHTH Juis Majoro Oi3Hecy,
CEpENHIX KJIIEHTIB 1 BETUKUX KOPIIOPATUBHUX CTPYKTYp [5].

[{iHHICHY TPOTO3HUIIII0 JOPEYHO MiJACUIIOBATH KITbKICHUMH TOKa3HUKAMHU:
OTNTHUMI3AIlIEI0 BUTPAT, MPUCKOPEHHSM IMPOIIECIB, MIABUIIECHHIM HamilHOCTI. Jls
O6aratbox B2B-kii€HTIB caMe HasiBHICTh IPOTHO30BAHOTO €KOHOMIYHOTO €(DEeKTy cTae
BUpimaibHuM pakropoM. KopoTki popMyiiu ekoHOMIi a00 TTOPIBHIHHS BUTPAT YacTO

MPAIIOIOTh €()EKTUBHIIIIE 32 ONMUC TEXHOJIOTTYHUX XapaKTEPUCTHUK.



VY rino6ansHomy npocyBanHi Y TII Mae amantyBatucs 10 JTOKaTbHUX KOHTEKCTIB.
CerMeHTH PUHKIB BIAPI3HSIOTHCS PIBHEM 3pPUIOCTI, BUMOTaMH JI0 3aXUCTy NaHUX,
OYIKyBaHUM CTHJIEM KOMYyHikKamii. ToMy onTuManbHO TMpalIOE MIAXiA, KOJIU
HEHTPATbHE SJIPO MPOMO3UILT 3AUINAETHCS HE3MIHHUM, OJIHAK HArOJIOCH Ta CIIOBHUK
aJanTyIOThCS 10 crerudiky periony [7].

[Momaneimmii pozsurok Y TII npupoano Beme 10 MOOYI0BU CUCTEMH MPOCYBaHHS.
Hust IT-cextopy xapakrtepHa KOMOiHaIlisi 1HCTPYMEHTIB: OpPTraHIYHOTO 3aly4yeHHS,
pEKJIaMHMX KaMIIaHii, poOOTH 3 OKPEeMHUMH IIJTLOBUMH KOMIIAHISIMU Ta MPOCYBaHHS
yepe3 MpoAyKT Oi3Hecy. Taka CTpyKTypa 103BOJIE OJHOYACHO (POPMYBATH HIMPOKY
00i3HAHICTh Ta BECTH IiIeCIPAMOBAHI KOMYHIKAIlii 3 MPIOPUTETHUMH KilieHTamu. Ii

edekTuBHICTh 3pocTtae, konu YTII diTka, JTOTIYHO CTPYKTypOBaHa Ta Y3rOJKEHa 3

noTpedamMu CETMEHTIB, Ha sIKI CIIPSIMOBAaH1 MApKETUHTOBI Jii.

Ta6auus 2. CxkiagoBi oMHikKaHaJAbHOI cucTeMu npocyBanns IT-mocayr y

MixkHapoaHomy B2B-cepenoBuimi

ITigxin / xanan

XapaKkTepucTuka

Ponp y mixkHapogHOMY
MPOCYBaHHI

Inbound-mapkerunr (SEO,
KoHTeHT, SMM, PR)

[IpuTsaraenHs niaiB yepe3
KOHTEHT Ta OpTaHIuHYy
BUIUMICTD

dopmye T0BipY, CTBOPIOE
MACUBHUH MOTIK SIKICHUX JI1IIB

Outbound-mapkeTrHr
(TapreTuHr, X0JIO/HI

AKTHBHUH TOIITYK KIIE€HTIB
yepes MpsiMi 3BEPHEHHS Ta

[IBuake 3amydeHHs,
MOJKJIMBICTh TOUKOBOTO BUXOIY

KOHTAKTH) peKIamy Ha [UTBOBHX 0CI0
Account-Based Marketing | IlepconanizoBani kamnaHii Po0ora 3 ki1t040BUMHI
(ABM) JUIS. OKPEMHUX aKayHTIB KJIIEHTaMH, BUCOKA KOHBEPCis

Product-Led Growth (PLG)

3amydeHHs yepe3 caM
NOPOAYKT Oi3Hecy: MpoOHi
Bepcii, freemium

MacmrabHue 0XOIUICHHS
KOPHCTYBauiB, HU3bKUI 0ap’ep
BXOJTY

[TapTHEpCchbKU MapKETUHT

CmiBniparist 3 iHTErpaToOpaMu,
KOHCYJIbTaHTaAMH, areHIisIMU

Buxin Ha HOB1 pUHKH uepe3
JIOKaJbHHUX TApPTHEPIB,
pedepabHi Jiau

Kanam (LinkedIn, SEO,
Email, YouTube, Clutch,
KOH(epeHIIii)

[Mnardopmu mis peamnizarii
00paHuX MiIXOIIB Y
IpOCYBaHH1

Touku KOHTAKTy Ha Pi3HUX
eTarax BOPOHKH, CHHEPTis
KaHaJIB

[TapTHEpCHKHMIT MapKETUHT TMOCHIIOE TPHUCYTHICTh IT-KOMmaHii Ha 30BHIIIHIX
pPHHKaX, OCKIIBKH 3aTyda€ JIOKAJIbHUX 1HTETPaTOPiB, KOHCYJIBTAHTIB 1 TEXHOJIOTIYHUX

BEHJIOPIB K JOJATKOBI KaHaMH 30yTy. Taki B3aeMOli CTBOPIOIOTH €(PEeKT TOBIpH Ta



3a0e3MeuyroTh JOCTYN [0 KIIE€HTIB, fKI 3a3BUYaii HE pearyloTh Ha TNpsAMi
MapKeTUHTOBI  3BepHeHHs. OMHIKaHadbHAa  MOJENIb NPOCYBaHHS  MOTpeOye
y3TOJKEHOTO YIPAaBIIiHHS KOMYHIKaIlisIMH, TOMY KOMIIaHii BUKOPUCTOBYIOTh CRM-
wiatpopMu Ta aBTOMATH30BaHI BOPOHKH. BoHM (iKCyIOTh TOBEMIHKY Jija,
NEPCOHANI3YIOTh KOHTEHT, KEpYyIOTh TPUIE€PHUMM CLEHapisiMU Ta MepefarTh Y
IpOJaXK JIUIIE PeJIeBaHTHI KOHTAKTH. Lle migBuIlye KOHBEpCitO, yCyBa€e 3aTPUMKHU B
KOMYHIKaIiax 1 popmye crabinpHuit motik MQL [1].

AnroputMiuHuii lead scoring mae 3Mory BU3HA4YaTH CTYIiHb TOTOBHOCTI JIijia 10
B3aEMOJIII, 30CEPEKYIOUM PEeCypCcH Ha KOHTAaKTax 13 BHCOKHUM IOTEHIIIAJIOM.
JlonatkoBO aBTOMATH30BaHI dYaT-00THM Ta JAWHAMIYHUN KOHTEHT 3a0€3MevyroTh
MIEPCOHAIIbHY B3a€EMOJIII0 B PEKUMI PEATHHOTO Yacy.

VY pes3ynbTari moenHaHHS MapTHEpChkuX KanamiB, CRM, aBTomaTm3amii Ta
ctpykrypoBanoi Boponkun TOFU-MOFU-BOFU ctBoproe kepoBaHy CUCTEMY, V SIKiif
KJIIEHT TOCIOBHO MPOXOJUTH KJIIOYOBI €Tam — BiJ 0013HAHOCTI JO PIIIEHHS MPO
criBnparo [7].

Taoumus 3. Etanu Boponku npoaa:xis IT-mocayr Ta BixnoBiaHi

MAPKETHUHIOBI IHCTPYMEHTH

Etan Linb [HCTpYMEHTH / KOHTEHT
BOPOHKH
O6izHanicte | [IpuBepHeHHS yBaru, SEO-KOHTEHT; aHAIITUYHI CTATTi; OIJISIAA TEHAECHIIIH;
(TOFU) dhopmyBaHHS MOCTH Y colMepexax; iHdorpadika; KOpOTKi BiJleo;
MIEPBUHHOTO 1HTEPECY ydacth y nonisax; PR-myGmikarii
Posrmsig [Tornu6nenns intepecy, | Case Study; White Paper; BeGinapu; nemo-npe3eHrarii;
(MOFU) (dhopMyBaHHS TOBIpU TECTOBUH JOCTYI; MOPIBHAJIBHI MaTepiaJin; raly3eBi
crarti; FAQ; MQL-nucryBanus
Pimenns CripusiHHS IPUIAHATTIO Komepriitni nponosuii; ROI-kanbkynsropu; mioTHI
(BOFU) pIlIeHHS Ta YKIAJACHHIO | MPOEKTH; meperoBopu; SLA; pekoMeHaaliiH1 JIUCTH;
yroam 3yCTpidi 3 KEPIBHULITBOM; OHOODIMHT-TUIaH

BuxopucranHss CTpyKTypOBaHOI BOPOHKH Ja€ 3MOTY KepyBaTH MPOIECOM
JioreHepailii Ta BHUSBISATH €TamM 3 HU3BKOI pe3ylbTaTuBHICTIO. KoHBepcii Mix
TOFU, MOFU Tta BOFU mnoka3yioTh, Ha SIKOMYy piBHI BUHUKAIOTh Oap’epu: BiA

HECTayl MOTHBAI[IHHUX MaTrepialdiB JI0 HESIKICHOTO OIpallOBaHHS 3allepeycHb.



VY3romkeHna podoTa MapKeTHHTY W MPOAaXiB 3a0e3medye CBO€UacHy Iepeaady JifiB
Ta TATpUMYye mependauvyBaHicTh y (opmyBanni koHTpakTiB. CRM-1muardopmu
BIIOOpaXalOTh PyX JiAiB IO e€TamaXx BOPOHKH Ta JO3BOJISIOTH IMPOTHO3YBaTH
HeoOXimHy KuUtbKicTh MQL miisi MOCATHEHHS IUIaHOBHX 0O0CsTiB mponaaxiB. Ilicis
YKIaJaHHd yroAd BOPOHKAa TpaHC()OPMYETbCS B 1HUKJI YTPUMaHHS KIIIEHTIB.
Perynspri kxomyHikamii, BHMIpIOBaHHS 3aJOBOJICHOCTI KIIE€HTIB Ta IPOIO3UIIIT
JOJTATKOBUX TOCIYT (DOPMYIOTH JOBTOCTPOKOBI BITHOCHHU ¥ MiJBUIYIOTh YaCTKy
MOBTOPHUX TPOJaxiB. Taka mpakThKa 3MIIHIOE TMO3UINT KOMMaHIi Ha TI00aTbHUX
pHHKaX, OCKUIBKH 33JI0BOJICHI KJIIEHTH CTAIOTh JKEPEIoM pekomMenpaltii [10].

['Hy4YKiCTh BOpPOHKH [I03BOJI€ aJanTyBaTH 11 TiA 30BHIIIHI yMOBH. Jlms
ykpaiHChkux [T-koMnaHiii BaKJIMBUM € BKJIIOYEHHS €JIEMEHTIB, IO 3HUXKYIOTh
3aHETIOKOEHHS IIOJI0 Oe3MepepBHOCTI POOOTH. Y3TOKEHICTh I YCIX YyJYaCHHUKIB
npoiiecy 3a0e3nedye Oe3mepepBHICTh MEPEXOAIB MIK €TalmaMu Ta 3MEHIIYE PU3HK
BTpaTH Jija.

Ha pwuc. 2 mpencraBieHO  KOHIENTYalbHY  MOJENb  yIOCKOHAJICHHS
MapKeTUHTOBO1 cTparterii mpocyBaHHs [T-mocinyr Ha MIKHApOAHI PUHKH, IO
BiIOOpakae JIOTIYHY TMOCTIJOBHICTE (pOpMyBaHHS, peami3aiii, OIIHIOBaHHS
e(eKTUBHOCTI Ta O€3MepepBHOTO BIOCKOHAJICHHS MApPKETUHTOBUX pIIIEHb 3
YpaxyBaHHSM BIUIMBY 30BHIIIHBOTO CEPEIOBHINA. [i CyTHICTB MONATAE Y TIOETATHOMY
nepexo/i BiJ KOMIUIEKCHOTO aHali3y 30BHINIHROTO CEPEAOBUINA Ta PUHKY JO
dbopMyBaHHS IIHHICHOT TPOMO3UINi, BIPOBAIKEHHS OMHIKAaHAIBHOI CHCTEMH
POCYBaHHS, YIPaBIiHHSI BOPOHKOIO MPOJAXKIB 1 OIIHIOBaHHS Pe3yJIbTAaTHBHOCTI 3a
KIFOUOBUMHU TIOKa3HMKamMHu edekTuBHOCTI. [laHa Monens mnependadae MOeTHAHHS
KJIACUYHUX MapKETUHTOBUX I1HCTPYMEHTIB 13 Cy4aCHUMU HHU(PPOBUMH MiAXOAaMU
(ABM, PLG, aBromatm3zamisi, ML/AI), opieHTaIlii Ha NepcoHami3allil0 B3aeMOIl 3
KJIi€eHTaMH Ta 3actocyBaHH1 1ukiry PDCA, o 3a6e3neuye 6e3nepepBHE KOPUTYBaHHS
cTparerii BIAMOBIAHO 0 3MiH MIXXHapOAHOTO PUHKOBOTO CEPEIOBHINA I ITiJIBHUIILYE

KOHKYPEHTOCITPOMOXKHICTh [ T-KoMITaHii.



30BHIIIHE CEPEJIOBHUILE
mro6aizamis © udpoBizallis - TeONOITHKA * PEryIsSTOPHI BHMOI'H

\

AHAJIITUYHUI BJIOK
PHMHOK * KJII€EHTH * KOHKYPEHTH * TPEHIH * PH3HKH
‘\
CTPATETTYHE s /IPO \\\
UVP * no3HuIioHyBaHHS * IUJIBOBI PHHKH * MOJIeJIi BHXOILY \

\

CHUCTEMA ITPOCYBAHHJI
omnichannel - inbound/outbound - ABM - PLG - naptHepn

\ 4

BOPOHKA ITPOJIAJKIB
TOFU - MOFU - BOFU
koHTeHT * SEO - ads - PR - nurture - demo * nigoTH * Opomo3uiii

\

TEXIIIATPUIMKA
CRM - automation - ML/AI - data-koMyHikarii

\

OILIIHIOBAHHS
CAC - LTV - ROMI - MQL/SQL - xoHBepcist

v 7

OITTHUMIBAIILA TA PO3BHTOK /

MacmTaOyBaHHS © HOBI PHHKH - TOpT(eiIs - mapTHepchKa Meperxa ,/

BE3IIEPEPBHE B/IOCKOHAJIEHHS
PDCA: Plan — Do — Check — Act

Puc.2. KonnenryajabHa MoaeJIb YI0CKOHAJEHHSI MAPKETHHIOBOI cTpaTerii

npocyBanHs IT-nocjyr Ha MisKHAPOAHI pUHKH



XKomna crtpareriss He MOXE BBaXKATHUCS MOBHOIIIHHOIO 0€3 YITKO BH3HAYEHUX
KPUTEPIiB ycmixy. Y cdepi Mi>KHAPOJHOTO MapKeTHHTY [ T-1ociyr BasKIMBO MOCTIHHO
BUMIPIOBATH PE3yJbTaTH HAa KOXKHOMY €Tari BOPOHKH Ta 3arajioM B MapKETHHTOBIi
CHUCTEMi, IMOO PO3yMITH, IO TMpaIe, a Mo moTpedye kopekmii. s 1poro
BUKOPUCTOBYIOTh Hallp KIHOYOBHX Moka3HHKIB edextuBHOCTI (KPI) Ta MeTpuk, siki
XapaKTepU3YIOTh K KIJTbKICHI, TaK 1 SKICHI acriekT npocyBanHs [T-mocayr [9].

Jo xmrouoBux mokasHukiB Hanexath CAC (Customer Acquisition Cost) —
BapTicTh 3anmydeHHs kimieHTa Ta LTV (Customer Lifetime Value) — sxurteBa 1iHHICTH
KJIi€HTa (CYKyMHHUH IOX1a BiJ HbOTO 3a Bech uac criBnpaili). CAC oOUuCTIOETHCS K
BIJIHOIIIEHHSI CYMHU BCiX BUTpAT HA MApKETUHT 1 MPOJaXKi 10 KUIBKOCTI HOBUX KJIIEHTIB
[28, C.81]. o mpuxmnany, sSKmo 3a kBapTaya kommadis Butpatuia 50 tuc mon. CIIA
Ha mpocyBaHHA 1 3100yna 10 xmientiB, To CAC = 5 tuc.gon CIIA. Ileli moka3HuK
KOPHUCHMIA JIJISl IOPIBHSHHS €(EKTUBHOCTI Pi3HUX KaHAIIiB: MOXJIHMBO, OJWH KII€HT 3
SEO o6xomutees B 1 tue moa. CIIIA, a 3 BuctaBok — B 10 tuc moin. CIIA, 1 Toni
OYEBHJIHO, KyJIM BapTo OuibIe iHBecTyBaTtu. Brim, posrmsgatu CAC tpeba pazom 3
LTV. Sxmo CAC Bucokwuii, asie LTV kiieHTa 3HAYHO MEPEBUIIYE HOTO, 1HBECTHIIIS
MOke OyTH BHIMpaBaaHa. Y npaktuill icHye npaBuio: LTV mae monaliMeniie BTpudi
nepeunryBatu CAC [6]. Ile o3Havae, mo AKIO 3aydeHHs KiieHTa komrtye $5k, To
3a Yac CIiBIpalll BiH Mae npuHecTH >$15K ductoro moxomy. SIKIO CHiBBiIHOIICHHS
MeEHIIIe, MOTPiOHO 3MiHIOBaTH Oi3Hec-Monenb 1 JouibHO abo 3HmwKyBaTH CAC,
ONTUMI30BYIOYH BUTPATH Ha MapKeTUHT, a00 miaBumryBatu LTV.

ROMI (Return on Marketing Investment) — mpuOyTOK BiJi MapKETHHTOBHUX
IHBECTHIII — IIIe OJWH BaXUTMBUIM arperoBaHuil MOKa3HWK. BiH BUMIpIOe Biggady
KOHKPETHO BiJl MApKeTHHTOBHX BUTpaT. Popmyna ROMI:

OX1J1 Bl MAPKETUHTY - BUTpaT Ha MapKETUHT
ROMI=2 P Y~ 2P P %100%.
Butparn Ha MapKeTHHT

[Toxazauuk ROMI moske po3paxoByBaTHCS SIK y LIUJIOMY 3a TIEBHUM Tiepiof (Pik),

Tak 1 B poO3pi3l OKPEMHUX MAPKETHHTOBUX KaMIlaHii ab0 KaHaIIB KOMYHIKaIIiH.



Boanouac mipu inTeprpeTartii pe3yastaTiB ROMI HEoOXiHO BpaXxoOBYyBaTH Tally3eBY
crieniniky, 30KpeMa TPHUBANICTh LMKy IpojaaxkiB y B2B-cermeHTi, sika Moxe
IPU3BOJAUTH JIO BUKPUBIICHHS MOKA3HHUKA B KOPOTKOCTPOKOBOMY MEPiOJi, OCKUIBKH
MapKETHHTOBI BUTPATH 3IHCHIOIOTHCS paHilie, HiXK popMyeThCs M0Xia. Y 3B’S3Ky 3
IIUM OIIHIOBaHHS €()eKTHBHOCTI MAPKETUHTOBUX 1HBECTHIIIN JOIIBHO 31HCHIOBATH
3a JIOCTaTHHO TPUBAIUU MEpioJl, K MpaBwio He MeHmie 12 micsmiB. Takum yuHOM,
nokasHuK ROMI € BaxauBUM aHaNITUYHUM I1HCTPYMEHTOM ISl YIPaBIIHCHKOTO
MIEPCOHAITY, OCKIJIBKH JI03BOJISIE OIIHUTH PIBEHb OKYITHOCTI MAPKETUHTOBUX BUTPAT Ta
JOIUTBHICTH 00paHoi MapkeTuHTOBOi cTpaterii. Heratusue 3nauenus ROMI (menie
0%) cBIAUUTH MPO HEePEKTUBHICTb MAPKETHMHIOBUX 3aXOIB a00 HaJAMIpHUN PIBEHb
BUTpAT 1 MOTpeOy€e MeperisiAy MapKETHHTOBOI MO TUKHU i IPUEMCTBA.

Oxkpemo BuauisaoTh mokasHUK ROAS (Return on Advertising Spend) — Bignaua
BiJl pEKJIaMHHX BUTpPAT, SIKa BU3HAYAETHCS 32 BUTPATAMU HA peKiiaMy (HE BKIIOYAIOUH
BUTpaT Ha oruiaTy npami uu iH. overhead). ROAS wacTo BUKOPHUCTOBYIOTH ISt
mudpoBux kammanii. Jlo mpukinaxy, ROAS y Google Ads = 5:1 o3nadae, mo 1 mon
CIIA Hna pexmamy mnpunic 5 gon CIIA Buropry. lle#t moka3zHuK gomomarae
ONTHUMIi3yBaTH peKJIaMH1 KaHali, TOOTO nepeiitu Ha Ti, 1e ROAS Bumuii [6].

JI71s1 KOHTPOITIO pOOOTH BOPOHKH MPOAAXKIB 3aCTOCOBYIOTHCS METPHUKH KOHBEPCIi
MK eramamu. Jlo mpukiamy, dactka migiB, mo mnepevmu 3 TOFU B MQL, -
Bizicotok MQL -> SQL, - SQL -> yknaneHi yroam.

AHani3 BUIII€3a3HAYCHUX TMMOKA3HUKIB JTO3BOJISIE€ BUSABIATH BY3bKi MicIis. SIKIIIO,
ckaximo, Tieku 10% MQL cratote SQL (To6T0o Mapketunr nepemae 100 mimiB, a
nponax ksamigpikye mumie 10), MOXIMBO, KpUTEpii SKOCTI JiAiB TOTPEOYIOThH
nepersany abo MapKETHHT 3aTydae He Ty I[UIHOBY ayIMTOPi0. Y BUOAAKY, SKIIO 3 10
KOMEPIIIMHUX MPOTIO3UIIIN 3aKpUBa€Thes 1 yroaa — Tpeda mpoaHasizyBaTH, YOMY 1HIII
9 yrom He 3aBepHIMIINCH MOKYNKOK. KoHBepcii Ha KOXKHIN cTajii MOXHA BBaKaTH
okpemumu KPI nmma BigmoBimampHux komana. Jlo mpukiamy, I TIIPO3ALTY

MapKETUHTY MOK€ OyTH BCTAaHOBJICHO KJIFOUOBHM MOKa3HUK €(PEKTHUBHOCTI Y BUTJISI



30% xoHBepcii BiABiAyBauiB BeOcaiiTy B MapKeTUHTOBO kBamidikoBani migun (MQL)
gyepe3 IHCTPYMEHTH JIiIoTeHepallii, TOI K JUIS MiAPO3ILTy TMPOIaXKiB BU3HAYAETHCS
KPI na piBni 50% xonBepcii kBamidikoBanux migiB (SQL) y pakTHUHHX KITIEHTIB.
Takuii miaXil 10 PO3MOJLTY IOKAa3HHUKIB €(PEKTUBHOCTI CHpUSE TiABUIIECHHIO
BIJIMOBIIAJIBHOCTI KOXKHOTO TIAPO3AUTY 3a BJIACHUW eTanm BOPOHKH TMPOAAXIB 1
CTUMYJTIOE€ CUCTEMHE BJIOCKOHAJICHHSI BIAMOBITHUX O13HEC-TIPOIIECIB.

[Ile omHi€r0 BAXKITMBOIO XapaKTEPUCTHUKOIO € IIIBUIKICTh KOHBEPCIi, sika BU3HAUA€E
yac TPOXO/DKEHHS Jifa 4Yepe3 BOPOHKY IMPOJAXIB: BIJ TMEPIIOTO KOHTAKTy JO
ykiagaeHHsa yroau. Y cepeanbomy B B2B IT BiH Moke cTaHOBUTH 3—6 MicAIiB (a ais
BEJIUKUX MPOEKTIB 1 OLIBINE POKY). SIKIIO BAAETHCA CKOPOTHUTH II€H Yac, KOMIMaHis
MIBUIIE OTPUMYE JNOXiJ 1 Moke OpaTu Ounbiie MpOoeKTIB. MOHITOPUHT CEepeIHbOl
tpuBanocTi nukiry yroau (Sales Cycle Length) momomarae mo6auntu epeKTUBHICTD
omtumizanii nporeciB. Jlo mnpukinaxy, BOPOBAIWIM aBTOMATH3AIIKD — 1 IHUKI
CKOPOTHBCA 3 6 70 4 MICAIB, TOOTO KIIEHTH MPUNMAIOTh PIIICHHS IIBUIIE 3aBISIKH
KpalioMy cyrnpoBomay [2].

JIist OIIHIOBaHHS SIKOCTI 3aJy4yeHOi ayJIuTOpii 3aCTOCOBYIOTHCS TOKA3HUKHU
CHIBBIIHOIICHHS] MapKeTUHTOBO KBamidikoBanux niaiB (MQL) ta kBamidikoBaHUX
niaiB Biauty npogaxiB (SQL). Curyaiiis, 3a sikoi kKiibkicTh MQL € 3HauHOT0, TOI SIK
ob6car SQL 3anumiaeTbesi HU3bKUM, MOXE CBIIYUTH MPO MPOOIEMH 3 BHU3HAYCHHSIM
ab0 TapreTMHroM IUIKOBOI ayAUTOpii. Y TakoMy pasi MapKeTHHTOBa isIIbHICTH
TE€HEpY€E€ BEIUKY KIIbKICTh KOHTAKTIB, HE TOTOBUX 1O KYMIBIl. YCyHEHHS Il€l
poOJIEMHU TOCATAETHCS MIJIIXOM yTOUHEHHS KputepiiB MQL, 30kpema BCTaHOBICHHS
MIHIMaJIbHUX TapaMeTpiB KOMIaHii (po3Mip, raimy3b, OIO/KET), a TaK0oX KOPEKIii
IHCTPYMEHTIB TapreTHHTY.

BaxnuBoro 1HTErpaqbHOI0O METPUKOIO € TMOKa3HUK BIATOKY KiieHTIB (Churn),
SKUN BiOOpa)ka€ 4acTKy CIIOKMBAYiB, 10 NPUINHIIA KOPUCTYBAHHS MPOIYKTOM
0i3Hecy abo mociyramMu MpOTSATOM IMEBHOTO mepiony. JlaHa mMeTpuka mMae 0coOivBe

3Ha4YeHHS Ui SaaS-mojenell Ta KOHTPAKTHOTO OOCIyroByBaHHS. Bucokuii piBeHb



BIITOKY KII€HTIB (10 mpukiany, Omm3bko 20% Ha pik) CBIAYUTH MPO HASBHICTH
CUCTEMHHMX TIpo0JieM, TMOB’S3aHUX 13 HEBIAMOBIIHICTIO MPOAYKTY OYiKyBaHHSIM
KIII€HTIB, HHU3BKOIO SKICTIO CepBicy ab0 3aJlydeHHSM HEIJILOBOI ayJuTOpii.
OnTuManbHUM BBAXA€TbCS PIBEHb BIATOKY KIIEHTIB Yy Mexax 5—7%, 10 CBITYHUTH
PO BUCOKHUM PIBEHb KIIIEHTCHKOI JOSUTBHOCTI.

®inancoBi mnoka3Huku, 30kpema ROMI ta cmiBBigHomenHss LTV/CAC,
31€OUTBIIIOTO BUKOPUCTOBYIOTHCSI KEPIBHUIITBOM 1 MOTEHIIWHUMH 1HBECTOpAMH IS
OIIHIOBAHHS 3arajibHOi €(EKTUBHOCTI MapKETUHTOBUX I1HBeCTUIlN. BomHouac s
MapKETUHTOBUX KOMAaHJ BaXKJIMBUMHU € TaKOX OINEpPAaTUBHI METPHUKH, CEpel SIKUX:
MOKa3HUK KIiKabenbHOCTI pekinaMHux oroyomieHs (CTR) Ta enekTpoHHUX PO3CHUIIOK,
0 XapakTepu3ye MPUBAOIUBICTh KPEATMBHUX MAaTEpiajiB; IMOKA3HUK BIAKPUTTS
auctiB (Open Rate), skuii € 1HAMKATOPOM SKOCTI 3arojiOBKIB Ta PEJIEBaHTHOCTI
KOHTEHTY; KoedilieHT KoHBepcii numboBux crtopiHok (Conversion Rate), mro
B1JIOOpakae 4acTKy KOPUCTYBadiB, sIKI BUKOHAJIW LUIBOBY Jif0. 3HAYCHHS KOHBEPCIT
HIKYe 32 2—3% 3a3BU4Yail BUMarae BJIOCKOHAJIGHHS JOCBiTy KIi€HTIB abo camoi
MIPOTTO3HITi.

Oxpemo anamizyeTbcsi mokazHuk Baprocti miga (Cost per Lead, CPL), sxwuit
BUKOPUCTOBYETHCA ISl TIOPIBHAHHS €(PEKTUBHOCTI PI3HUX KaHAIB 3aiydeHHA. J[o
npuknany, skmo CPL y xonrekctHiit pexnami ctanoButh 50 gon. CIIA, Toni sk y
LinkedIn — 200 mon. CIIA, mepiwmii kaHan € OUTbII e(PEeKTUBHUM JIJIsi BEPXHBOTO
piBHS BOpOHKHM Tipojaxy. Boanouac ormiHtoBanHa CPL wmae 3pilicHioBaTucsa y
MOETHAHHI 3 aHAJI130M SKOCTI JIi/IiB, OCKUIBKM HU3bKa BAPTICTh HE 3aBXKIU KOPEIIOE 3
BHCOKOIO KOHBEPCI€IO B KITIEHTIB.

JI1st MIXKHApPOAHOTO MapKETHUHTY JOJAaTKOBOI'O 3HAUEHHSI HA0YBAIOTh MOKAa3HUKHU
reorpadivyHOi eKCIaHcli, 30KpeMa YyacTKa BUTOPTY 3 HOBUX PHHKIB, KITBKICTh KpaiH, 3
SKUX 3Iy4eHO KIII€HTIB, @ TAKOK PUHKOBA TMO3MIIiS B IIJILOBUX perioHax. Buxin Ha
punok CIHIA moxe cynpoBokyBaTuCs BcTaHoBIeHHsSM KPI y Burmsmi 3amyueHHs

I’ SITH KJIIEHTIB 1 JOCSATHEHHS 00csry mpoaaxiB y po3Mipi 1 mia goa. CLIA mpotsrom



nepmoro poky. Yactka punky amns [T-ayTcOpcHHroBUX KOMITaHIA 9acTO OLIHIOETHCS
OTIOCEPEIKOBAHO — 4Yepe3 MO3MIlil B Tally3eBUX PEUTHHrax, KUIbKICTh 3rafioK Y
poLTFHUX MeJIia Ta eKCIEPTHUX pecypcax.

3 METOI0 MiJBHILIEHHS MPO30POCTI YIPABIIHHSI €()EKTUBHICTIO MapKETHHTY
JTOIUTHPHUM € BHUKOPHCTaHHS JAmOOpAiB 13 Bi3yali3alli€l0 KIIOUYOBHX IOKA3HUKIB,
JOCTYITHUX SIK ISl MApKETUHTOBUX MiAPO3IUTIB, TaK 1 JUIS BUIOTO KEPiBHUIITBA.
Takuii 1HCTPYMEHT J03BOJIAE€ ONEPATUBHO BUSBJISATH «BY3bKI MICIS» Y BOPOHIII
nponaxiB. Jlo mpukiamy, CUTyallis, 3a SKOi OOCST 3alyd4eHHMX JiIIB TMEPEeBUIILYE
TJIAHOBI TOKA3HUKH, ane KuUTbKicTh MQL 3anmuimaeThCs HIDKUYOIO 32 OYIKyBaHY,
CBIIYMTH MPO HEOOXIAHICTH omTumizaiii nepexoay Mk ertanamu TOFU ta MOFU.
BianoBigHi ympaBaiHCBKI PIIIEHHS MOXYTh BKIIIOYAaTH BIOCKOHAJICHHS BeOCailTy,
3amyCK OUTBII PEJIEBAHTHOTO KOHTEHTY a00 TMeperiis KpuTepiiB KBamidikamii JifiB.
[Momanpima oIiHKAa pe3yNbTaTiB 3IIACHIOETHCS B MeEXaxX ITepaliiHOTO IHUKITY
«BUMIPIOBAHHA — aHAI3 — KOPUTYBaHHS — MMOBTOPHE BUMIPIOBAHHS», 110 BIMIOBIIA€
noriui ukay PDCA.

Buxopucranuss ramy3eBux OeHUMapKiB €  JOJATKOBHUM 1HCTPYMEHTOM
OIIHIOBaHHS €(QEKTUBHOCTI MapKETUHTOBOI MisIbHOCTI. [lOpIBHSHHS TOCSTHYTHX
noka3HukiB IT-kommaniero 13 cepenupopuHkoBuME 3HadeHHs MU (CAC, Open Rate,
Conversion Rate) n03Boiisie BHUSBUTH KOHKYPEHTHI TiepeBard ab0 TEXHOJIOTIYHE
BificTaBaHHs. 30kpema, 3pocTaHHs CAC 3a yMOB HOro 3HIDKEHHS B raiay3l MOXKe
CBIIYMTH TIPO HEIOCTATHIN PiBEHb U(PPOBOI 3p1JIOCTI MAPKETUHTOBUX ITPOIIECIB.

OkpeMmy rpymy CTaHOBJISITh METPUKH OpPEHIOBOI MPUCYTHOCTI Ta 0013HAHOCTI,
30KpeMa PpiBeHb IIi3HABaHOCTI OpeHJy, KUIBKICTh 3raJiok y Memia, o0csr
OpeHmoBaHoro Tpadiky Ta MOKA3HUKH 3aTy4EHOCTI ayauTopii. Xoda Il 1HAUKATOPH
CKIIagHiIe Oe3MnmocepeaHb0 MOB’S3aTh 3 0o0cATaMU MPOAAXKIB, BOHU (OPMYIOTh
OCHOBY JUISl JIOBFOCTPOKOBOTO 3aJy4€HHS JIJIB 1 MOXYTh OIOCEPEIKOBAHO

3HHKYBaTH BapTICTh 3allydeHHS KIl€HTa. Y IbOMY KOHTEKCTI JOIUIBHUM €



BUKOPUCTAHHS SIKICHUX METpUK, Takux sk NPS abo wactka romocy OpeHay B
iHdopmartiitHomy o [4].

TakuM uMHOM, CUCTEMHE BUMIPIOBAHHS Ta aHaNi3 €(PEeKTUBHOCTI MapKETUHTOBO1
JISTIBHOCTI CTBOPIOE IMATPYHTS JUISL 1 MOJANIBIIOI ONTHMI3allii, MacimTaOyBaHHS
YCHIIMTHUX MOJIeJIel Ha HOBI PUHKH Ta TIJIBUIIECHHS KOHKYPEHTOCIPOMOKHOCTI
koMmmaHii. OnTuMizoBaHAa MapKETHMHTOBAa CHCTEMa XapaKTEPU3Y€EThCS THYUKICTIO,
MacIITabOBaHICTIO Ta 3AATHICTIO IIBUIKO aJanTyBaTHUCA 10 3MIH 30BHIIIHBOTO
cepeoBHINa, 3a0e3Meuyoun CTaOUTPHUIN MPUILIKB B 1 MATPUMYIOUN CTpaTETIdHE
3pocTaHHA O13HECY.

BucHoBkM. VY3araqbHEHHS OTPUMAHUX pE3yJbTaTiB J03BOJsSE CHOPMYyBaTH
KOMIUIEKCHUN TiAXix 10 mpocyBaHHg [T-mocmyr Ha MDKHApOJIHI PHUHKH, SKUH
0a3yeTbCs Ha TJIMOOKOMY aHATITUYHOMY 3a0€3MEeYeHHI, YITKO C(HOpMYJIbOBaHIM
[IHHICHIA TPOIO3uIlii, OMHIKaHaJIbHINA B3a€MOAIl 3 KII€HTAMH Ta YIIPaBIiHHI
MapKETHUHTOBOIO ISUTHHICTIO HAa OCHOBI KJIIOYOBHUX TIOKA3HHUKIB €(EeKTUBHOCTI.
[Tonepenuiii aHami3 PUHKOBOIO TMOMUTY, TI00ATBHUX TPEHAIB 1 KOHKYPEHTHOTO
CepelloBUIIA CHpUse€ OOTPYHTOBAHOMY BHOOpY IUIbOBHX KpaiH 1 B2B-cermeHris,
3MEHILIEHHIO PIBHA HEBM3HAYEHOCTI YINPaBIIHCHKUX pilieHbh 1 (HOpMYBaHHIO
yHIKabHOI 1iHHICHOI mpomno3uilli (UVP), opieHToBaHOi Ha BuUpilieHHA MpobieM
KIII€EHTIB, EKOHOMIYHY JOIUTHHICTH CITIBIAIll Ta MATBEPKEHI PE3yIbTaTH.

Peanizariisi oMHiKaHATBHOI MAapKETHMHTOBOI MOJIENI, IO TMOEJIHYE 1HCTPYMEHTH
inbound-, outbound-mapkerunry, ABM, PLG Ta maptHepceki kaHaim, 3abe3nedye
KOMILUIEKCHUHM CYMNpOBiJ MOTEHIIMHOTO KJIl€HTa Ha BCiX eramax BopoHku TOFU-
MOFU-BOFU — Biag nepBHHHOrO KOHTAKTYy /0 YKJIQJaHHS YroJWd Ta MOJAJIbIIOL
nigTpumkn. Buxopuctanas CRM-cucteMm, aBTOMAaTH30BaHUX KOMYHIKAI[IHHUX
CIIEHapiiB 1 MOJIeNIel MAITMHHOTO HaBYaHHS JJIs OI[IHIOBAHHS JIiJIB IiIBUIIY€ PIBEHb
nepcoHamizaiii B3aeMOJii, CKOpPOYy€ TPHUBAIICTh I[MKIY MPOJAXKIB 1 CIpHSE

3pOCTaHHIO YaCTKH YCHIIIHO 3aKPUTUX YTO/I.



Cucrema xmroyoBux Merpuk (CAC, LTV, ROMI, noka3HUKH KOHBEpPCii MiX
eTaramMu BOPOHKH, PIBEHb BIATOKY KIEHTIB, IHIUKATOpU TeorpadivyHoi eKCIaHCii)
TpaHcopMye MaApKETHHI y KEpOBaHUI 1 MPO30puUid IMpolec, y MexaxX SIKOTo
YIPAaBIIIHCHKI PIIIICHHS YXBAIIOIOTHCS HA OCHOBI JaHuX. 3actocyBaHHs 1ukiay PDCA
3abe3neuye  Oe3mepepBHE  BIOCKOHAJNEGHHS ~ MAapKETHHTOBHX  1HCTPYMEHTIB,
ONTHUMI3aIlit0 OI0/KETIB, BIAMOBY BiJ Hee(EKTUBHUX KaHATIB 1 MaciiTaOyBaHHS
pE3yNbTaTUBHUX PILLIEHb.

Jns ykpaincekux [T-koMmaHiil 3ampoONOHOBaHUN MIAX1A € 1HCTPYMEHTOM HeE
JUIIE MUHAMIYHOTO 3POCTaHHSA, a W MIABUILNECHHS CTIMKOCTI B YMOBax rjo0aibHO1
HecTalIpHOCTI. JluBepcudikallis puHKIB 30yTy, TOCIIJIOBHI I1HBECTHUINI B OpeH[
«Made in Ukraine», mpo3opi KOMyHIKaIlli 3 MIKHAPOJHUMH TapTHEpPAMH Ta THYYKa
ajanTailis CTpaTerii 70 30BHINIHIX BHUKJIWKIB CTBOPIOIOTH TMEPEAYMOBH IS
JIOBTOCTPOKOBOT TPUCYTHOCTI HA CBITOBOMY IU(POBOMY PUHKY Ta PO3IIUPEHHS

ekcriopty IT-mmocmyr.

Jlitepatypa

1. Anamitnayanii - neHtp  IT  Ukraine.  (2023).  Cmpameeiunuti
mapxemuneosuil ananiz puuky IT-nocnye ¢ Yrpaini. https://itukraine.org.ua/analytics

2. Ksacosa, JI. C., Kyp6ampka, JI. M., & JlozoBmii, JI. B. (2023).
dopmyBaHHS MapKETHHTOBOI CTpaTerii BUXOy MiANPUEMCTBA HAa 30BHINIHIN PUHOK.
Exonomika ma CyCninbCcmeo, (55).
https://www.economyandsociety.in.ua/index.php/journal/article/view/2926/2847

3. Kopx, M., Coga, B., & ®owmiuenko, I. (2022). MapkeTuHnroBa crpareris
BUXOAY YKpaiHChkux IT-kommaHiii Ha CBITOBUM PHUHOK. 306HiWHA MOp2i6is:
eKoHoMiKa, inancu, npaso, (6(125)), 37-54. https://doi.org/10.31617/3.2022(125)03

4. Kopx, M., Coga, B., & ®owmiuenko, I. (2022). MapkeTunroBa crpareris
BUXOIY YKpPaiHChKUX IT-xomnanii Ha CBITOBUI PHHOK.

https://journals.knute.edu.ua/foreign-trade/article/download/1598/1526



5. Kpacoceka, O. HO. (2021). OcHoBu ¢opMyBaHHS MiKHAPOIHOTO
MapKETUHTY Yy MiANPUEMHHIBKIA iSUTBHOCTI BITYM3HAHMX (ipM HaA 30BHINIHIX
pUHKaX. Hayxkosi npayi MAVII, (4(63)), 54-59.
https://journals.maup.com.ua/index.php/economics/article/view/1208

6. Jlapina, f., Migenko, A., & Cumopo, M. (2024). MapkeTHHTOBI
cTpaTerii y mpolieci BHXOAY IIANPUEMCTB Ha 30BHIIIHI PUHKH: OCOOJHMBOCTI Ta
MiXOIW IO BIPOBAILKCHHA. BicHux XmenvHuybko2o HAyioHAIbHO20 YHigepcumemy,
4), 100-108.
https://heraldes.khmnu.edu.ua/index.php/heraldes/article/download/227/239

7. Mapymnsik, 0. (2025, 15 xoBtHA). Mapxemuneosi mempuxu ma KPI: ax
BUSHAYUMU, wo 0I0AHCUMATI-MAPKEMUHL npayioe. Projector.
https://prjctr.com/knowledge-base/marketing/how-to-analyze-digital-marketing-with-
marketing-metrics-kpi

8. MinictepctBo 1tudpoBoi Tpanchopmariii Ykpainu. (2024, 14 BepecHs).
Digital Tiger 2024: yxpaincoke IT euxooums na enobanvuy apeny [Ilpecpemnis].
https://digitalstate.gov.ua/news/digital-tiger-2024

0. [Monko, O., & Tuonuyk, II. (2025). Crtpareriyauii MapKETUHTOBUN
anamiz punky IT-mocmyr B VYkpaini. FEkoromika ma cycnitecmeo, (71).
https://doi.org/10.32782/2524-0072/2025-71-58

10. Yaddi, ., & Emmic-Uensik, ®. (2019). Digital marketing: Strategy,
implementation and practice (7th ed.). Pearson.

11. IeBuyk, M. (2023, 18 cepnusa). [IT-indoycmpia Ykpainu eiouysae
CMpUMAnUtl  ONMUMI3M.  NOKA3HUKU  exkcnopmy  eupiguioromuca. The  Page.
https://thepage.ua/ua/news/it-sektor-pid-chas-vijni-ocinki-it-ukraine

12.  rans, T. B., Ko3y6, B. O., & Haxmetos, A. M. (2018). ®opmyBaHHs
MDKXHApOAHOI MapKETHMHIOBOi CTparerii BHUXOJy KOMIIaHIi Ha 30BHIIIHINA PHHOK.

bisnec-Ingpopm, (1), 345-351.



Referenses

1. IT Ukraine Association, Analytical Center (2023), “Strategic marketing
analysis of the IT services market in  Ukraine”, available at:
https://itukraine.org.ua/analytics (Accessed 11 February 2026).

2. Kvasova, L.S., Kurbatska, L.M. and Lozovyi, D.V. (2023), “Formation
of a marketing strategy for an enterprise entering a foreign market”, Ekonomika ta
suspilstvo, vol. 55, available at:
https://www.economyandsociety.in.ua/index.php/journal/article/view/2926/2847
(Accessed 11 February 2026).

3. Korzh, M., Sova, V. and Fomichenko, 1. (2022), “Marketing strategy of
Ukrainian IT companies entering the global market”, Zovnishnia torhivlia:
ckonomika, finansy, pravo, vol. 6(125), Pp. 37-54,
https://doi.org/10.31617/3.2022(125)03

4, Korzh, M., Sova, V. and Fomichenko, 1. (2022), “Marketing strategy of
Ukrainian IT companies entering the global market”, available at:
https://journals.knute.edu.ua/foreign-trade/article/download/1598/1526 (Accessed 11
February 2026).

5. Krasovska, O.Yu. (2021), “Fundamentals of forming international
marketing in the entrepreneurial activity of domestic firms in foreign markets”,
Naukovi  pratsi  MAUP, vol. 4(63), pp. 54-59, available at:
https://journals.maup.com.ua/index.php/economics/article/view/1208 (Accessed 11
February 2026).

6. Larina, Ya., Dichenko, A. and Sydorov, M. (2024), “Marketing strategies
in the process of enterprises entering foreign markets: features and implementation
approaches”, Visnyk Khmelnytskoho natsionalnoho universytetu, vol. 4, pp. 100—108,
available at:
https://heraldes.khmnu.edu.ua/index.php/heraldes/article/download/227/239
(Accessed 11 February 2026).



7. Maruniak, Yu. (2025), “Marketing metrics and KPIs: how to define
whether digital marketing works”, Projector, 16 October, available at:
https://prjctr.com/knowledge-base/marketing/how-to-analyze-digital-marketing-with-
marketing-metrics-kpi (Accessed 11 February 2026).

8. Ministerstvo tsyfrovoi transformatsii Ukrainy (2024), “Digital Tiger
2024: Ukrainian IT enters the global arena”, Press release, 14 September, available at:
https://digitalstate.gov.ua/news/digital-tiger-2024 (Accessed 11 February 2026).

0. Popko, O. and Tyvonchuk, P. (2025), “Strategic marketing analysis of
the IT services market in Ukraine”, Ekonomika ta suspilstvo, vol. 71,
https://doi.org/10.32782/2524-0072/2025-71-58

10.  Chaffey, D. and Ellis-Chadwick, F. (2019), Digital marketing: strategy,
implementation and practice, 7th ed, Pearson, Harlow, UK.

11.  Shevchuk, M. (2025), “Ukraine’s IT industry feels restrained optimism:
service export indicators level off’, The Page, 5 September, available at:
https://thepage.ua/ua/news/it-sektor-pid-chas-vijni-ocinki-it-ukraine ~ (Accessed 11
February 2026).

12.  Shtal, T.V., Kozub, V.O. and Nakhmetov, A.M. (2018), “Formation of
the international marketing strategy for a company entering a foreign market”, Biznes

Inform, vol. 1, pp. 345-351.

Ompumano peoaxyicero scyprany / Received: 12.02.26
IIpopeyenzosano / Revised: 23.02.26
Cxsaneno 0o opyky / Accepted: 20.03.26



