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IHTEI'PALIISI HIA®POBUX IHCTPYMEHTIB ITIPOTHO3HOI AHAJIITUKU B
CUCTEMY MAPKETHHI'Y IPOMUC/IOBUX IIAITPUEMCTB 1A
OINTUMI3ALII B2B-KOMYHIKALIHA

Anomauia. Cmamms npucesyena OOCHIONCEHHIO Ma po3podyi mooeneu inmezpayii yu@dpoeux
IHCMPYMEeHmi6 NPOSHO3HOI AHANIMUKU 6 CUCMEMY MApPKeMmuH2y NPOMUCLIO8UX NIONPUEMCIE 3 Memoio
niosuwyerns eghekmusrnocmi B2B-komymnikayiii.

Y cmammi cucmemamuszoeano cyuacui yugposi incmpymenmu ma mexHono2ii NpoeHo3Hoi AHATIMUKU,
BUZHAYEHO IX (PYHKYIOHANbHI XAPAKMEPUCMUKU, MEeMOO0I02IUHI 0COOIUBOCMI MA NOMEHYIAT 3ACMOCYBAHHS
y npomucinogomy B2B-cexmopi. /locniodiceno ocobnusocmi ¢hopmysanHs ma peanizayii MapkemuH208uUx
KOMYHIKayiu npomuciosux nionpuemcms. Ilpoananizosano cmam i cmpykmypy yu@posoi ingppacmpykmypu
NPOMUCTIOBUX NIONPUEMCING, OYIHEHO SKICMb, OOCMYNHICMb Md IHGOPMAMUSHICMb OAHUX, HA OCHOBI
SAKUX MOACYMb OY0y8amucs npocHo3Hi mooeii. Po3pobreno konyenmyanvny moodens inmezpayii yugposux
IHCMpYMeHmi6 NPoSHO3HOI AHANIMUKU ) CUCMeEM) MAaPKemuHey NpoMUCI08020 NIONPUEMCIEA, BU3HAYUEHO
i1 Komnonenwmuy cmpykmypy, iHopmayitini nomoxu ma 102iKy yHKYioHysanHs. 3anponoHO8aHi OCHOBHI
NPOCHO3HI MoOeni Ons  nidsuwenHs egekmusnocmi B2B-xomyHikayiti npomuciogoeo nionpuemcmaad.
Busnaueno eniug npocrosnoi ananimuxku Ha axicme B2B-komyHixayiil ma weuoKicmv yX@aneHHs pilleHb.
Chopmynvboeano Hayko8o o0OIPYHMOBAHI NPAKMUYHI peKoMeHOayii wo0o 6npoeaoxceHus, adanmayii ma
macumaby8anHs yupposux iIHCMpymMenmis nPoSHO3HOI AHAIMUKU 8 MAPKEMUH208UX CUCTNEMAX NPOMUCTOBUX
nionpuemMcma.

Knwowuogi cnosa: npomucnoge nionpuemcmeo, yughposi incmpymeHmu, npo2HO3HA AHATIMUKA, MAPKEMUH2
npomucnosux nionpuemcms, B2B-komynikayii, inmezpayis, npoeHo3y8aHHs NONUMY.

INTEGRATION OF DIGITAL PREDICTIVE ANALYTICS TOOLS INTO THE
MARKETING SYSTEM OF INDUSTRIAL ENTERPRISES TO OPTIMIZE B2B
COMMUNICATIONS

Abstract. The article is devoted to the research and development of models for integrating digital
predictive analytics tools into the marketing system of industrial enterprises in order to increase the efficiency
of B2B communications. The relevance of this research is due to the constant complication of marketing
processes of industrial enterprises and the need to increase the efficiency of B2B communications in the
context of digital transformation.

A generalization and critical analysis of theoretical and methodological approaches to the digital
transformation of marketing systems of industrial enterprises was carried out, with the emphasis on the
conceptual role of predictive analytics in optimizing B2B communications. The evolution of digital technologies
in B2B marketing was studied. Modern digital tools and technologies of predictive analytics were systematized,
their functional characteristics, methodological features and potential for application in the industrial B2B
sector were determined. The features of the formation and implementation of marketing communications of
industrial enterprises were studied. The state and structure of the digital infrastructure of industrial enterprises
were analyzed, the quality, accessibility and informativeness of data on the basis of which predictive models
can be built were assessed. A conceptual model of the integration of digital tools of predictive analytics
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into the marketing system of an industrial enterprise was developed, its component structure, information
flows and logic of functioning were determined. The main predictive models for increasing the efficiency
of B2B communications of an industrial enterprise are proposed. The impact of predictive analytics on the
quality of B2B communications and the speed of decision-making is determined. Scientifically based practical
recommendations are formulated for the implementation, adaptation and scaling of digital predictive analytics
tools in the marketing systems of industrial enterprises.

Keywords: industrial enterprise, digital tools, predictive analytics, marketing of industrial enterprises,
B2B communications, integration, demand forecasting.

IocTaHoBka npobiemMu. VY NPOMUCIOBOMY CEKTOpi, Jie KOMIIaHii KOHKYPYIOTb Yy IIBUJIKOCTI
TEPEOCMHCIICHHS IPOAYKTIB i TOYHOCTI POOOTH 3 KIIEHTOM, MaPKETHHIOBI KOMYHiKaLlii TePETBOPIOIOTHCS Ha
IHCTPYMEHT BHKHBaHHs. [HTCHCHBHICTh KOHKYPEHTHOTO THCKY B B2B-BHpoOHHUIITBI 3pocia Maiike Ha 40%, 1
came 1e 3MYUIY€E MiIIPUEMCTBA YBAXKHIIIE CTABUTHUCS JI0 SKOCTI B3a€MOJII1 3 MOKymieM. Ta monpu Benu4esHi
BKJIQJICHHS B HHUQPOBI3allifo, iH(bopMauiﬁHHﬁ noTik, mo pyxaerbcsi Mbk CRM, ERP, BeOanamitukoro ta
CCHCOPHMMH MEPEeXKaMH, [eali JacTille Haragye Fl6pI/IIIHI/II/I MacHB JaHUX, KU CKJIAHO NMEPETBOPUTH HA
JIOT14HI YIIPaBIiHCHKI Jii.

HpOMI/ICJ'IOBI/II/I MPOJIAXK 3aBXK/IH OyB MOBUIBHIIIAM 1 0araTomapoBilIuM 3a CIIOKUBYHH. O,Z[HaK CLoroz[Hi
Cepe/IHs TPHBAIICTh LUKITY yK/IaJaHHs KOHTPAKTy y MAIIMHOOY 1y BaHHI IICPEBHIIY€ IIICTh MICALIB, a KITBKICTH
0Ci0, sIKi BIUIMBAIOTH HA OCTATOYHE PILICHHS, HEPI/IKO CATa€ IECATH. 3 TAKHX yMOB MPOCTE HAKOMHYCHHS IAHUX
nepecrae Matu ceHc. Kommanisim motpiOHI Mozeni, 31aTHi nepeadadary, XTo 3 TOTSHIIHHUX KITIEHTIB CITPaBIi
TOTOBHUH MepelTu A0 MepeMOBHH, a XTO JIMIIE «IiAirpisae intepecy. IlianpuemMcrsa, 10 BUKOPUCTOBYIOTh
pamKyBaHHS JIi/1iB HA OCHOBI KOMIUIEKCHHUX IOBEIIHKOBUX MPO]iiB, CKOPOUYIOTh BUTPATH HA 3ATy4EHHS
3aMOBHUKIB.

Yum Oibine BUPOOHHK iHTErpy€e HH(POBUX KaHAIIB, THM TOCTPIIIIE CTa€ MOTPeba y CTPYKTYpOBAHOMY
nporHosysanti. Haxmajenust pisHopignux curranis — Big loT-renemerpii 10 MeperisiiB TeXHITHUX
crienuikaniii — CTBOpPOE He mpocTo 1H(pOpMALIHHI LIyM, & CBOEPIAHY «MaTPHIIO HaMlplB» Came BoHa
1 popmye HOBHIT IPOCTIP B3a€MOAIT MK MIAMPHEMCTBOM 1 TMOKYIIIIEM, A€ TOYHICTh IHCAHTY BaXKHUTh Oinblue,
HDK TY9HICTB PEKJIAMH.

Y Takux peanisx MapKeTHHIOBI KOMYHIKallii MepecTaioTs OyTH NONOMiKHOW (QyHKIiero. Bowu
TNEPETBOPIOIOTHCS HA IHTEICKTyalbHY CHCTEMY, IO Mae BMITH NepeadadaTy, pO3CTABIATH NPIOPUTETH i
YTPUMYBAaTH LUTICHICTh B3aEMOIIT B CHTYyaIlli, Ie KOKHE XMOHE PIlIeHHsI KOIITY€E MICSIIiB poOOTH.

VY Garathb0ox BHPOOHHKIB yC€ IIe BIAUYBAETHCSA NCPIIIUT aIpeCHOCTI Y CIUIKYBaHHI 3 MOTCHIIIHHUMU
3aMOBHMKaMU. Koiu mOBIIOMJIEHHS 3By4aThb HAATO Yy3arajibHEHO, a MNpPOMOKaMIaHii He BPaxXOBYIOTh
0COOJIMBOCTEH KOHKPETHOTO CErMEHTa, YaCTHHA ayJUTOpii MPOCTO 3HUKAE 3 TOJS 30pY. Y HMPOMHUCIOBOMY
B2B maiixke TpeTiHa «BTpauCHNX» YIOJ OB’ i3aHa CAMe 3 THM, LI10 IPOTO3ULLis HE BUIIIIAE IIEPCOHABHOIO,
— 1 11 IIOMITHO 3HIDKY€E KiHI[EBY KOHBEPCIIO.

BincyTHICTB IHTErpoOBaHOI CHCTEMH NPOTHO3YBAHHS MiIPUBAE HE JIMIIC IUIAHYBAHHS OIO/UKETY, a i
3arajibHy JMHAMIKy PO3BHTKY PHHKY. Ha mpakTwili 1ie mposiBIsieTbCs B TOMY, IO rnz[npneMCTBa BHTPAYAIOTh
3HAYHO OLTBIIIC KOIITIB HA 3Ty YCHHS KITIE€HTIB, HK MOTIIA 0 38 HASBHOCTI 371ar0/UKCHOT aHAITHKH. be3 eauHoi
JIOTIKM OLIHIOBAaHHS HaMipiB IMOKYIIIB CTa€ CKJIAJHO PO3CTABUTH TNPIOPUTETH, a MOTEHIIal TMOBEPHEHHS
IHBECTHIIIN Y B3a€MOJIIIO 3 ayIUTOPIEI0 3HUIKYETHCS.

Ll Heysro/uKeHiCTh B4y THO 6°€ 1o pesynbraruBHOCTI B2B-B3aemonii. Komnawii, siki He iHTErpyBamm
aHaJIlTI/IKy y IOACHHY poOOTY BIIIUIIB MapKeTHHTY Ta HPOJAXy, BTPAYarOTh Y cepenrpomy 12-18%
MOTCHUINHIX KOHTPAKTiB. BUPOOHNKH HE MOXYTh BYACHO BUABUTH 3MIHH B 3allUTaX KII€HTIB, CKIIA/HOLLI B
JIAHIII031 3aKy MBI @00 PU3UKH MEPEXOy MOKYTI 0 KOHKYPEHTa. Y pe3ynbTari IBUIKICTh Peakilii najiae, a
MepeBary, sKi Ie KiJlbKa POKiB TOMY BBYKAJIUCS CTPATETiYHUMH, TIOCTYTIOBO 3HUKAIOTh.

Y 1mpoMy KOHTEKCTI ocoOnmBOi Barm HaOyBae moOymoBa MOJENi, 3MaTHOI MiJACWINTA TOYHICTH
MapKEeTUHIOBUX Iii, YMOpSAKYBaTHM BUKOPUCTAHHS pecypciB 1 30UIbIINTH €(EKTHUBHICTb CIUIKYBaHHS 3
KITI€EHTaMH.

AHaJi3 OCTaHHIX T0CTiIKeHb i myO/aikaiii. LII/I(l)pOBi iHCprMeHTH MIPOTHO3HOT AaHAITHKU B CHCTEMY
MapKeTHHTY IPOMHUCIIOBUX IIANPHEMCTB BUBYAIM TaKi HaykoBwi, ik H.B. Pomanvenko, A.O. Hixonerko [1,
c. 44], JI. O. Korenesens [2], I. M. Octposeska, O. T. Octposebkwii, [3, ¢. 166], B. Crimuenxo [4, ¢. 90],
A. Maxmynosa [5], H. A. Kanyrina, JI. B. I'anan, O. A. IBacenko [6], A. Ctpynrap [7], . B. CmorpoBa
[8], C. XKykos, T. Kyminiu, O. Haropna [9, c. 95], H. B. Caspan [10, c. 72]. Jani nocmimxeHas GopMyOTh
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TEOPETHYHY OCHOBY JUISl PO3POOKHM MOJICIIeH iHTerpallii MPOrHOCTUYHOT aHAIITHKA Y MapKeTI/IHFOBl CHUCTEMHU
MIPOMHCIIOBUX nmaneMCTB Ta OOTPYHTYBAHHS NPAKTHIHAX ITOPaj MO0 OnTHMI3alii B2B-koMmyHiKarii.

MeTolo cTaTTi € aHai3 Ta 00IPYHTYBaHHS 111 AXOAIB JI0 iHTErPALil LHPPOBFX i 1HCprMeHTlB nporH03H01
aHAJITUKA B CHUCTEMY MapKETUHTY IPOMHUCIIOBUX MIANPUEMCTB 3 MeTol0 onTuMizauii B2B-komyHikarii,
MiABUIIEHHS TOYHOCTI MPOTHO3YBaHHS MONHTY, €()EKTUBHOCTI B3a€EMOIi 3 KIIEHTaMHU Ta Pe3yJbTaTHBHOCTI
MapKETUHTOBHX IPOIIECIB.

Bukiaa ocHoBHOro martepiaJjy. Y npomuciosomy B2B-npocTopi, 1€ KOHKypeHTH OOpIOTHCS 3a KOXKEH
BIJICOTOK PHHKY, 3[aTHICTH INependadaT MOBEIIHKY KIIE€HTIB MOCTYIIOBO CTA€ HE MPOCTO IHCTPYMEHTOM
OMTHMI3aIIi1, a KJTFOYEeM JI0 BWYKMBaHHsI. be3 aHaI THYHO1 IATPUMKHA MAPKETHHT BTpadae CTpaTeriyny NIMOWHY.
[TianpuemMcTBa HAaKOMMYYIOTh BEJIMUYE3HI MACHUBHU JIaHUX, alle HE 3aBXKJU PO3YMIilOTh, SIK NEPETBOPUTHU IX Ha
niesi curaanu. [ani 3 loT-cencopis, 3anmucu y CRM, oneparusHi naui 3 ERP, ananitika BeOTpadixy — KoxeH
13 IIUX TIOTOKIB (hOpMYy€ BIACHUIN BUMIp TTOBEAIHKU KITIEHTA.

[HTerparis nporHoCTUYHUX MOZIETIEH y MapKETHHIOBY JisUIbHICTH 31aTHA BUTIPABUTH 1[I0 TUCTIPOTIOPLIIO.
[ToeaHaHHS aATOPUTMIB IEpeI0aYCHHS MTOMUTY 3 KOMYHIKaLIHOIO TIOJIITUKOIO JIA€ 3MOTY CYTTEBO ITiIBUIIIUTH
TOYHICTh TApreTyBaHHS Ta CKOPOTHTH «OUTMH IIymM» y B3a€MOJii 31 criokuBauaMu. MoykHa TT0Oa4uTH, 110
KOMIIaHii, sKi BK€ BIPOBAJWIM TaKi CUCTEMM, MPUIIBUALIYIOTh IIUKJ YXBaJCHHS pillleHb, a €(PEKTUBHICTh
00pOOKH MOTEHIITHUX 3aMOBHUKIB 3pOCTA€ HA TPETUHY.

Y npomucioBomy CEKTOpP1 KOXKECH POk PO3TOPTAETHCS SIK 6araTOCTyneHeBI/H71 cueHapiI?I' JECSTKU
KOHTAKTiB, TPHBAIIi MOTO/KEHHS, Y4aCTh PI3HHUX LEHTPIB BILIMBY. Y HH3II BUMAJKIB MOXHA MOMITATH, IO
LeH MPOIIEC 3aTArYETECs HE JINIIC YePe3 CKIIA/HICTh MPOIYKTY, & i Yepes MiABHIICH] O4iKyBaHHS ITOKYIILIB.
KiienTn penami gacrimie mparHyTh OTPHMYBAaTH IPONO3HILI, sKi BPAaXOBYIOTh XHIO cneumble, pUT™M
BUPOOHHUIITBA Ta HaBITh MPOTHO30BaHI MOTpeOU Ha HaWOMMK4l KBapTanu. Y B2B-puHKiB 3’sBUIacs «HOBa
HOpMa TIEPCOHAITI3AIIT», TKa BUMArae OUTbII TOHKOI POOOTH 3 JaHUMH.

[IporHocTUyHA aHANITHKA 3/1aTHA PO3B’S3aTH II0 CYMEPEYHICTh MDK CKJIQJHICTIO IHKIIB 30yTy Ta
HeoOXi1THICTIO MIBUAKOT a1anTallii 1o HaMipiB 3aMOBHUKIB. Koyl koMITaHis BOJIO/Ii€ aJTOpUTMaMH OLlIHIOBAHHS
MIOTIUTY, BOHA MOXKE HE JIMIIE MPOTHO3YBAaTH, XTO 3 MOTEHI[IMHMUX KJIIEHTIB HAOMMKEHUH 10 MOKYIKH, a i
BCTAHOBJIIOBATH HpiOpI/ITeTHiCTB o6p061<1/1 JTB. HiI[HpI/IEMCTBa SIKI BUKOPHUCTOBYIOTh TaKl MEXaHI3MH,
CKOPOYYIOTh TPUBANICTh yXBalCHHs pilieHb. Ha mpakTuii me mposiBIseTses y MBHALIOMY TEPEXOAi Bil
TEPIIIOro KOHTAKTY /10 YiHANBHAX TEPEroBOPIB Ta OUIBIII TOYHNX MAPKETHHTOBHX MECEIIKAX, 11O ITiICHITIOIOTh
3aIliKaBJIEHICTh MOKYIIS HA KIFOYOBUX eTamax [6].

[Ticnsg mosiBM MepIIMX CUCTEM JJIS BIOPSIKYBAHHS KIIEHTCHKUX AAHUX Oi3HEC IIBUAKO 3pO3YyMiB, L0
caMHX JIMIIe 310paHMX MAacuBiB HeloCTaTHhO. KommaHisiMm moTpiOHI Oyiau IHCTPYMEHTH, 3aTHI «UHUTATH»
MIPUXOBaHY JIOTIKY ITUX JIAaHUX 1 IEPETBOPIOBATH 11 HA TPaKTUYHI pilieHHs. Tak y KOprmopaTUBHOMY CEpeIOBHUIII
MOYaJI YKOPIHIOBATUCS aHATITUYHI IUIaTGOPMH, SIKI 3Tr0JI0OM NEpeTBOPHIIUCS Ha MOBHOLIHHI Bl-cuctemu.

MoskHa TIOMITHTH, IO BIPOBA/DKCHHS aHATITUYHUX MOAYJIB 3MIHWJIO CaM XapakTep YIpPaBIiHCHKHX
pIIIEHB: Y HU3II BUIAJIKIB CIOCTEPIraeThCs MEPEXiJl BiJl Cy0 €KTUBHUX IHTYITUBHUX MPHUITYIICHB 10 MOJICIICH,
IO TPYHTYIOTBCS HA CTATUCTHYHHX 3aKOHOMIPHOCTAX. MallMHHE HaBYaHHS, SKE IIC JACCSATh POKIB TOMY
BBR)KAJIM PaIllie CKCIIEPHMCHTAILHOIO TEXHOJIOTIEIO, CTAJI0 0a30BO0 YACTHHOIO aHAIIITHIHOI IHpPACTPYKTYPH.
AJTOPHTMH TOYaIIH 3HAXOAUTH KOpEIISLLi, HCOYCBHIHI HABITH JUISl OCBINYCHHX MCHEIUKEPIB, 1 IPONIOHYBATH
CLIeHapii MOBEIIHKU KJII€HTIB 3 TOUHICTIO, 10 B OKPEMHUX rainyssax nepesuurye 70—75%.

Ha mpaktumi me mposiBIsS€TbCST B TOMY, IO KOMaHIH TPOJAKiB OTPUMYIOTh MOMKJIMBICTH OIIHUTH
HWMOBIpPHICTb YKJIQJICHHS YTOMIU I1I€ HA PAaHHIX e€Tarax B3aeMO/Iii, a MApKETUHTOBI MIIPO3LIA — MPOTHO3YBaTH
BITYK ayAMTOpii Ha Pi3HI TUIIM MOBIJOMJIEHb. BUKOpHUCTaHHS NMPOrHO3HUX MoJeNeil CKopodye BUTpaTu Ha
3amy4yeHHs B2B-kiieHTa. 3acTOCYBaHHS IITYYHOTO 1HTEJEKTY B KOMYHIKALIHHUX CTPATErisX IMiJCHIIIOE Lei
e(eKT: cucTeMHr aBTOMaTUYHO MiA0MPar0Th HAHOIBIII peJIeBaHTHI KaHAJM, YaC KOHTAKTY 1 HABITh TOHAJIbHICTh
MOB1JOMJICHHS.

CyuacHuii eTan eBOIIOII T XapaKTEPU3YETHCS TOBHOKO IHTETPAITIEI0 TPOTHO3HOT aHAII TUKH, aBTOMATH3aIl1 1
MapKETHUHTY Ta CHUCTEM YIPaBIIHHSI B3a€MOBiI[HOCI/IHaMI/I 3 kmedtamu. [lignpuemcTBa BHKOPHCTOBYIOTH
uudposi maargopmu s mepconanizauii  B2B-komyHikaiiif, NporHo3yBaHHsS IOMHTY, ITiABHIICHHS
e(peKTHBHOCTI JIiJIB i CKOPOUCHHS LIUKIIIB PozaiB. TakuM 4iHOM, eBOMIOLIs H(POBHX TexHONOTH y B2B-
MapKeTHHTY BiJJ0OpaXkae MOCTYOBHIA TIEpEXi] BiJl ONepaIliifHoi aBTOMaTH3allii 10 CTPAaTeTiYHOT aHATITUKH Ta
data-driven ynpaBiiHHS MapKeTMHroBUMH Iiponecamu [11, c. 116].

CydacHuil eran eBOIIOLII XapaKTepU3yEThCS TOBHOIO IHTETPAIli€l0 MPOTHO3HOI aHAIITUKH, CHCTEM
aBTOMAaTH3aIlli MapKeTUHTy Ta YIPaBIIHHSA B3a€MOBITHOCMHAMHM 3 KiieHTamMu. CydacHi NPOMHCIIOBI
HiANPUEMCTBA BUKOPUCTOBYIOThH LIM(POBI MIaTdhopMu 11 epcoHaitizanii B2B-koMyHikartiif, MporHo3yBaHHs
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MOTIUTY, MiJABUILCHHA €(QEKTUBHOCTI JIIJIB Ta CKOPOYEHHS LUKIIB Npofaxis [§]. Takum 4MHOM, €BOJIOLISA
mudposux. EBomronis mudpoBux texHonorii y B2B-mapkeTunry BimoOpaskae MOCTYNOBHM TepexiJ Bif
0a30BO1 aBTOMAaTH3AIlll OMEPAIITHUX MPOIECIB O CTPATErTYHOTO BUKOPUCTAHHS MPOTHO3HOI aHATITHKHA Ta
IHTErpOBaHUX MIaT(OPM YIpaBIiHHS B3a€MOBITHOCUHAMM 3 KJlieHTaMH (Tabi. 1).

Tabnuys 1
EBosmronist ungpoBux texHosoriit y B2B-mapkeTunry
] npoBi IHCTPYMEHTH / ]
Eran OCHOBHI XapaKTepUCTUKH Hudp pyM MapxkeTuHrosi edextn
TEXHOJIOTI1
. OpieHTallist Ha ONTHMI3aIliF0 . . . L
ITouaTkoBuii EHYTDImHIX IPOLECIE Ta EnexrponHi karaioru, [TinBuieHHs: epeKTHBHOCTI BHYTPILIHIX
(aBTOMarm3aris YIPIUIHIX TP ! 0a30Ba aBTOMATH3AIlis MIPOIIECiB, CKOPOUCHHS Yacy Ha
ooy YIpaBIIiHHS 1HPOPMALIEIO 1TPO : . e -
orepartii) ; JOKyMEHTOO00ITy MiATOTOBKY KOMEPIIMHUX MPOMO3UIIiH
MIPOIYKIIO
S IHTepakTuBHI BeO-caiiTn SHTpAJTi3allis JaHUX PO KITIE€HTIB
Po3BuTOK BeO-KOMyHIiKamii Ta P 4 Lenrpanisauis 1aHuX 1pC ’
InTepuer-eran CRM enekTponHa momTa, CMS, CErMeHTalls ayiuTopii, M1ABUILIEHHS
nepii CRM-cucremu niepcoHaiizaunii B2B-komyHikariii
N — 30ip Ta aHaTi3 BEIUKUAX 00CATIB Bl-mmardopmu, cucremu [Iporao3yBaHHS MMOMHTY, ONITHMi3aIlis
eran JIAHUX, TI0YaTOK 3aCTOCYBaHHs | aHAJITHKH JaHuX, npocti ML- MapKeTHHIOBUX KaMIaHii, OlliHKa
MIPOTHO3HOI aHAIII THKU MoJeIi MTOBEJIIHKHU KJTI€HTIB
o MamnHHe HaBYaHHs, Ilepconanizayis CliiKyBaHHs’,
Cyuacnnii etan |  IloBHa iHTerpauis NporHo3HoOl o
. HITY4YHH iHTeNIeKT, advanced CXPCICHHS [TUKITIB HpO)Zla)KIB
(iHTerpoBaHa AQHAJITUKY 3 aBTOMaTHU3aIli€l0 P .
: analytics, iHTerpoBaHi TTiIBUIICHHS €()EKTUBHOCTI JIi/IiB Ta
aHAJITHKA) MapkeTuHry Ta CRM ; . o
¢ poBi mwiarhopmMu pesynbratuBHOCTI B2B-B3aeMoiit

IDicepeno: cknadeno asmopom 3a oanumu [9, c. 95, 10, c¢. 72; 12, c. 78]

Koxen eran nudposizanii B2B-npocyBanHs He JvIlIe HApOIlyBaB TEXHIYHI MOXJIMBOCTI KOMIaHi, a i
MIOCTYIIOBO 3MiHIOBaB niz[xiz[ 710 B3aeMoli 3 kimieHTaMu. ChOroHi 3rypTOBaHi nnaT(bopMI/I 3 aHAJIITUKOIO Ta
CJICMEHTAMH IITYYHOTO IHTEICKTY POPMYIOTH OCHOBY KOHKYPEHTHOI CTpATErii, 1€ IHANBiya Ti3allist KOHTAKTIB,
NPOIYKTHBHICTE MAPKETUHIOBUX 3yCHIIb 1 TOYHICTH OLIHKH MOMKTY JOCSTai0Th OE3MPELECHTHOIO PIBHSL.

Le mposiBIIsiEThCS B 3AaTHOCTI MApPKETUHTOBUX KOMAaH/[ HE JIMIIE TOYHIIIE OI[IHFOBATH MOTEHIA yTO/I,
a it OymyBaT CIEHapii MOJANbINOI B3a€MOAIl — BiJl BU3HAYCHHS ONTHMANBLHOTO MOMEHTY KOHTAKTy JO
(hopmyBaHHs IPONO3HILI, AKi HAXOLIBIIIE BiAOBINAIOTH OYIKYBAHHSIM KOHKPETHOTO MapTHEpa. Jist Garatbox
MiANPHEMCTB YNPOBA/PKCHHS TAKMX CHCTEM CTAlO iHCTPYMEHTOM 3MIL[HEHHS MO3HIIA y KOHKYPEHTHOMY
cepenoBuili. [IporHo3Ha aHayiTHKa 3aKOHOMIPHO MEPETBOPUIIACS HA CTpATEriyHUM aKTUB, 31aTHUIN 3aaBaTH
TEMII PO3BUTKY IPOMUCIIOBUX PUHKIB 1 BU3HAYATH JOBIOCTPOKOBI TPAEKTOPIi 3pOCTAaHHS.

[IporHo3Ha aHaniTHKa BUCTYNA€ KIOUOBUM IHCTPYMEHTOM OINTUMI3allli MAPKETUHIOBUX KOMYHIKaLIN y
B2B-cermMeHTi mpoOMHUCIOBUX M ANPUEMCTB, 32a0€31eUy0YH EPEXi] Bil IHTYITUBHOTO YIIPaBIIiHHS B3a€EMO/IIE€I0
3 KkimieHTamu 10 data-driven miaxoxaiB. Bona go3souse [13, c. 403]:

- TPOTHO3YBaTH MOIUT 1 MOBEAIHKY KIIIEHTIB.

- TMPIOPUTH3YBATH JIiIU Ta CETMEHTYBATH KIIIEHTChKY 0a3y Ha OCHOBI HMOBIPHOCTI TTOKYTIKH.

- MIiJBUIIYBATH MepcoHaizamio B2B-komyHikariii.

- ONTHMI3yBaTH MapKETUHIOBI PECYpPCH Ta BUTPATH.

- MABHUINYBaTH €(DEKTUBHICTH MPOIIECIB MPOIAXKIB.

[IporuocTryHa aHaJIITUKA TOCTYIIOBO MIEPETBOPIOETHCS HA IHTEIEKTYaTIbHUN «KapKacy, Ha IKoMy Oi3Hec
BUOY/IOBY€E CydacHi MAPKETHHIOBI MiZXOAM. 1i pOIb BUXOMUTH JAJIEKO 3a MekKi TEXHIYHOIO iHCTPYMEHTAPIIO:
BOHA CTBOPIOE CIIUILHUM TIPOCTIp 1 U(pH ¥ yIIpaBIiHCHKHUX PIlICHb, 1€ IaHI MPAIIOI0Th HE K JTOB1IKOBUI
Mmarepiai, a sk JpKepeso nepeadauyeHHs MOBEAIHKH MapTHEPIB Ta pUHKY. IliAnpreMcTBa IHTETPYyIOTh Y CBOIO
MapKETHHIOBY CHCTEMY MOJEJi MAlIMHHOTO MPOTHO3YBaHHS, SIKi 3’€IHYIOTH pO3pi3HeHl mudpoBi maHi B
€TMHUI aHATIITHYHUN KOHTYP. MapKeTHHTOB1 pillIEHHS IEPECTAI0Th OyTH IHTYITHBHUMH — 1X JIeAaJIl YacTilie
(opMyIOTh Ha OCHOBI IIOBE/IIHKOBUX MOJIENIEH, 1110 IPOTHO3YIOTh PU3UKHU, KOMYHIKallii{Hi 6ap’€py Ta MOTEHLIaT
CHIBIIpalll 3 OKPEMUMU CETMEHTaMU MapTHEPIB.

Cyuacuuii B2B- -MapKETHHI MPOMHCIIOBHX MiANPHEMCTB Je/alli aKTHBHILIE BHKOPHCTOBYE I_[I/I(i)pOBl
IHCTpYMEHTH NPOTHO3HOI aHAIITUKHU, IO 3a0e3MeuyroTh 06p061<y BEJIMKUX OOCATIB JaHUX 1 MPUHHATTS
00IpyHTOBAHNX MAPKETHHIOBHX leIeHB Cy4acHi IPOMHCIIOBI HlI[HpI/ICMCTBa BCE aKTHBHIILIE BAKOPHCTOBYIOTh
U(POBI IHCTPYMEHTU MPOTHO3HOT aHATITUKM JJI ONTHMI3allii MapKeTHHIOBUX IpoueciB y B2B-cermenri.
BukopucTtanHs TakuX 1HCTPYMEHTIB JO3BOJISIE OOpOOIATH BENMKI OOCATM JaHUX, MPOTHO3YBAaTH IMOIIUT,
MIJBUILYBaTH MEPCOHAJI3AlI0 KOMYHIKAIIi Ta MiABUILYBaTH €(pEKTUBHICTh B3aeMOIi 3 KiieHTamu [14, c.
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171]. Jinst cucTemarnsarii cyqacHUX H(POBUX TEXHOIIOTii, BUSHAYCHHS iX (YHKIIOHATbHIX XapaKTCPUCTHK,
METOJIONIOTT9HHX OCOONMBOCTEH Ta MOTCHIIIATy 3aCTOCYBAHHS y IPOMHCIOBOMY B2B-cekTopi mporoHyeThest
puc. 1, sika y3arajabHIO€ KJIFOUOBI IHCTPYMEHTH ITPOTHO3HOI aHAIITHKH.

Ha puc. 1 npeacrasieHo cydacHi 1udpoBi 3ac00M IPOTHOCTUYHOT AHAIITUKH, 1K1 OXOILIIOIOTH AEKIJIbKa
mabniB Qyskmionysanus: Big CRM-cucrem 3 aHamiTmuHuMmu Onokamu Ta Bl-rutatgopm mo anroputmis
MalTMHHOTO HaBYaHHS ¥ 00’ €JHAHUX XMapHHX pimeHb. KoxXeH IHCTpyMEHT Mae crienu(idHi METOI0IOTTIH1
acIeKTH, K1 OKPECIIOIOTh HOro (yHKLIIO y MPOTHO3YBaHHI MOIMUTY, MPIOPUTH3ALi JIIB Ta ONTHUMI3allii
pEeKIaMHUX KOMYHIKaIlii.

ITudpoB1 IHCTPYMEHTH IPOTrHO3HOI AHATMITHKH /1A mpoMucIoBoro B2B-cekTopy

Ilorenuian 3acTocyBansa y B2B

CRM-cHCcTeMH 3 aHATITHIHHMH MOTY/AMH

Tlepconamisanis KOMyHiKamiH,
MpIOPHTH3ALIA TiTiB,
OMTHMI3AIli1 MAPKETHHTOBHX
KaMITaHIH

; 30ip Ta LeHTpaTi3aLUil JAHHX OO KII€HTIE, :
= | aBTOMATH3aliA KOMYyHIKAIil, CETMEHTAIA KOHTAKTIB | [
! InTterpania 3 ERP Ta BI, BHKOPHCTAHHA ICTOPHIHHX :
JAHUX J7TA NPOTrHO3YBAHHA MOBEIIHKH

[ T T m s ! Ouinka e)eKTHBHOCTI
36ip. oOpoOKa Ta Bisyami3allid BETHKHX JaHHX, MAPKETHHTOBHX CTpATErii,

. .
!
. !
H . o i

2 CTBOPEHHS AHATITHIHHX 3BIT1B. | BHJBICHH 3aKOHOMIPHOCTEH y
| InTcrpaniz ammx is pisHEX [KCPET. MIATPHMEKA | MOBETIHI K TiEHTIB
: AITOPHTMIE IPOTHO3YBAHHA Ta AHAI3Y TPSH.IIB .

OnTrMizania pecypeis
___________________________________________________________________ , MAapKETHHIY Ta 30yTY.

Tlizrpumka real-time aHAaTITHKH, iHTErpamia 3
: 30BHIIIHIMH [UKCPEIaMH, MAcIITa00BaHICTE

i Mogemopanna nonHTy, k1acHQikamil Ta paHAKyBaHHA E iTBHITEHHA TOUHOCTI
= i TiIiB, IPOrHO3 BIATOKY KIiEHTIB. Pl [POrHO3IB HOMHTY,

{  BuKOpHCTaHHA ATTOPHTMIB perpecii, KTacTepH3anmii, E EEI)&I{'IHBH:ICTB B2B-

: YACOBHX PANIB; HABYAHHA HA ICTOPHYHHX JaHHX i KOMyHIKaIiif

InTerpoBani undpoBi mIaTGopMH / XMapHi cepBicH

] KommiexcHa ontuMizanis

! TToeamanna CRM, Bl Ta aHamITHIHAX MOIYIiB; B2B-koMyHikarliii, CKOPOIeHHA
>

:

KOHBepeii IiaiB

I
|

ABTOMATH3ALA MAPKECTHHIOBHX NPOLICCIB. H ]_[HI{:[i_B npo,uamjn. HLIBHL]IEHH}[
i
'
|
|
I

Puc. 1. Cucremarusanist utupoBUX IHCTPYMEHTIB POTHO3HOT aHATITUKH
Jutst mpomucioBoro B2B-cekropy
IDicepeno: cpopmosano aemopom 3a oanumu [15; 16, c. 63, 17, c. 415]

OcobnuBocti (hopMyBaHHS Ta peaiizalii MapKETHHIOBUX KOMYHIKAIii MPOMHUCIOBHX MiANPHEMCTB
BH3HAYaIOThCs crernudikoro B2B-cepenosuiiia, BUCOKOIO TEXHOJIOTIYHICTIO MPOAYKIIii, TPUBATICTIO ITUKITY
NPUKRHATTA pillieHb Ta HEOOX1JHICTIO MOOYI0BH JOBIOCTPOKOBUX MAPTHEPCHKUX BITHOCHH. Y [IbOMY KOHTEKCTI
KOMYHIKallifHa TOJITHKAa Ma€ IPyHTYBAaTUCS Ha TOYHUX JAaHUX, aalTUBHOCTI iH(QOpMAIiifHUX TOTOKIB Ta
MOJKJIMBOCTI MPOTHO3YBaHHS MOBEIIHKU KOHTpareHTiB [18, c. 317].

JlomaTkoBUM JKEpPEIOM PHU3UKIB CTa€ HECTaOUIbHICTh JIAaHIIOTIB TocTadaHHs. Koxen 30ii — BiA
3aTPUMKH  TPAHCIIOPTY JIO I[e(blLII/ITy CHPOBHHH — OJpasy Bi;[ryKyeTLCﬁ Ha SKOCTI KOMYHIKamii MiX
BUPOOHHKOM 1 MOKyNUEM. Y IACYMKY 3BHYHI MOZEII B3a€MOJii BHSBISIOTHCS HELOCTATHBO THYYKIMH,
a MIAMPUEMCTBA CTUKAIOTHhCS 3 TPYAHOIAMH Yy HIBHJIKIA ajanTamii A0 30BHIIIHIX 3MiH. Lle cTpumye ixHio
37IaTHICTh CBOE€YACHO KOPETYBATH CTPATETiI0 i MiATPUMYyBAaTH HEOOXITHUN TEMIT PO3BUTKY B YMOBAaX PHHKY,
1110 MOCTIHO KOJIMBAETHCA.

VY CyKymHOCTI IIi acleKTH 3yMOBIIOIOTH HEOOXIAHICTh BUKOPHCTAHHS NPOTHO3HO-aHATITHYHHUX
MeXaHi3MiB, sKi 3a0e3MedyloTh CBO€YAaCHE BHSBICHHS 3MiH y TOBeAiHII B2B-Kmi€eHTIB, MATPUMKY
OOTPYHTOBAaHUX PIllICHb, MiABUIIEHHS TOYHOCTI CETMEHTAIli Ta nepcoHam3aiii komyHikamii [19, c. 12].
Came nporHo3Ha aHaJliTHKa JI03BOJISIE MPOMHCIOBUM HiANPHEMCTBAM MIHIMI3yBaTH 1H(GOpMAIiiiHI pU3UKH,
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ONTHMI3yBaTH MAapKETHUHTOBI MPOIIECH Ta JOCSITAaTH BUIIOTO PiBHS €(DEKTUBHOCTI B3aEMOMII 13 KIIFOYOBHUMH
CTEHKIOJIACPAMH.

Cran Ta 6yzoBa 1upoBoi iIHGPACTPYKTYpH IPOMHUCIOBUX MIANPUEMCTB € BU3HAYaJIbHUMH YHHHUKAMHU
J€BOCTI BIPOBAPKEHHSI MPOrHO3HO-aHAJITUYHUX 1HCTPYMEHTIB Y MApKETUHIOBY [iSUIbHICTh. BibIIicTh
Cy4acHHX MiANPUEMCTB TIepeOyBaroTh Ha eTani TpaHchopmarii Big po3pi3HEHUX in)opMauiﬁHHx CUCTEM J0
1HT€1"p0BaHI/IX I_[I/I(l)pOBI/IX rmaTCpopM 1o oxorumoioTe CRM-, ERP-, MES-, Bl-pimenns ta MOI[}IJ'II ITYYHOTO
inrenekry. Ilpore piBeHb 3pimocTi Takoi 1H(1)paCprKTypH CyTT€BO PI3HUTBCS 3alIe)KHO BiJ MacITadiB
HmaneMCTBa piBHS aBTOMarm3allii BUPOOHUITBA, CTyNeHs IUQpOBi3alii Oi3Hec-poIeciB Ta HasIBHOCTI
1HBECTULIIHHUX PECYPCIB.

Y 0ararh0X NPOMHCIOBUX KOMIaHisSX IuppoBa iHPaCTPyKTypa Haragye MO3aiKy, CKIaJCHy 3
(hparMeHTiB, SIKi IIOTAHO CTHKYIOTECS MK C00010. [HQOPMALIis PO KIIEHTIB PO3MOPOIICHA MK 3aCTaplIHMK
CRM, nokaJIbHUMH TaOMUISIMH YU cepBlcaMH OKPEMHX migpo3auiiB. BupoOuuui, 30yToB1 Ta JIOTICTHYHI
KOHTYpPH (I)yHKLIloHyIOTL Haye MapalielbHi CBITH, 1 Il HEMUHYYe MO3HAYa€eThCs HA SKOCTI aHANITUKU:
MapKETHHTOBUHN BIJUIUT MPAIIOE 3 HEMOBHOIO KaPTUHOIO, a MPOrHOCTHYHI MOZIEIi BTPAaYaloTh TOUHICTh Yepe3
HecTauy Y3ro/DKeHUX JIaHUX.

Inma curyanis — y BUpOOHHKIB, sIKi 3poOuin cTaBky Ha data-driven management. 3 2020 o 2024
PiK KiJBbKICTh (ipM, 1m0 mepelinm Ha enuHi iHGOpMaIiiiHi cepenoBuia, 3pocia npudmzao Ha 40%, i
OUTBIIIICTH 3 HUX JICMOHCTPY€ CYTTEBO BHILLY CTaOUTBHICTD Y p060Ti 3 mannmu. Ha MIPaKTHII 11 TTPOSIBIISIETHCS
B TTOSIBI LUTICHUX MAacHBIB iH(pOpMaLlii, e 3BEICHO BiIOMOCTI PO 3aMOBHHUKIB, CTaH BUPOOHMIITBA, TaHIFOTH
TMOCTABOK | MAPKETHHIOBI aKTHBHOCTI. XMapHi 11aT$OpMH 10T 3MOT'Y CHHXPOHI3YBATH I1i [IOTOKH B PEKHMI
peanbHOro 4acy, SMEHIIYIOUH KUTbKICTh «CIIMHX 30H» B YXBAJICHHI PIllICHS i nlz[Bmuy}qu JIOCTOBIPHICTb
nporxo3is. [licis BnpoBapkeHHS TaKMX CUCTEM TOUYHICTh NepeidadeHb 3pocTae moHaiimenme Ha 15-20%, a
YIpaBIiHChKA Peakilis Ha 3MiHU PUHKY CTa€ MIBUALIOK i 0OTPYHTOBAHIIIO.

O1iHIOBaHHSA SKOCTI, JIOCTYITHOCTI Ta 1HPOPMATUBHOCTI JaHUX € KIIOYOBOIO MEPEAYMOBOIO MTOOYI0BH
e(eKTUBHUX MPOTHO3HUX Mojiesiell. Y mpomucioBoMy B2B-cekTopi kpuTuuHEe 3HaUCHHS Ma€ He JIMLIe 00csAT
JIAHUX, aJIe 1 iX CTPYKTYpOBaHICTh, TIOBHOTA, YHI()IKOBaHICTh Ta aKTyaJIbHICTh. YacTo 3yCTpivatoThCst MpoOiIeMu,
OB’ s13aH1 3 HETOYHICTIO MEPBUHHOTO BBEACHHS iH(OpMaIllli, myOiarOBaHHIM 3alKCiB, HU3BKOK YaCTOTOIO
OHOBJICHHSI JIaHUX, @ TAKOK HEJOCTAaTHBOIO JAeTaji3alli€lo KIeHTChKUX npodingiB. OOMexeHa JOCTYIHICTbD
TaHUX, 110 3yMOBJICHA PErIIaMEHTOBAHICTIO KOPITOPATUBHUX CHCTEM 200 HU3bKUM PiBHEM IIH(PPOBOI KYJIBTypH
TIEPCOHATY, TOATKOBO TaIbMy€ 3aCTOCYBAHHS aITOPUTMIB MAIIMHHOIO HABYAHH.

TakuM uyuHOM, sIKiCHa LU(pPOBa 1H(ppaCprKTypa Ta BUCOKHMI PIBEHb NaHHX € HEOOXIIHOK YMOBOIO
Jutst popMyBaHHsS €(EKTUBHUX TPOTHO3HNX Mozeneii y B2B-MapkeTHHIY NPOMHCIOBHX MiIIPHEMCTB. Ix
YIOCKOHAJIEHHs 3a0e3rneyye MiJBUIICHHS TOYHOCTI aHAJNITUYHHUX pIllleHb, HMPUCKOPEHHS MapKETHUHIOBUX
MPOLIECIB Ta CTBOPIOE MIATPYHTS AJISl IEPEXO/Y 10 KOMILIEKCHOT CUCTEMU MPOTHO3HO1 aHamiThku [20, c. 2156

]

Y baratbox BUPOOHHMKIB LM(pPOBE CEPEOBHIIE JOCI iCHYe y BHIVISAI PO3’€HAHOI MEPEXKi CepBiCiB,
Jie KOXKCH MiPO3/IiT Bele BIACHI MAaCHBH JAaHHMX i Maike HE OOMIHIOETBCS HMMH 3 IHIIMMHA. Y pesysbTari
1H(OpMALList IPO KITIEHTIB BTPAvae LLTICHICTh, a MAPKETOIIOTH, JIOTICTH if TEXHOJIOTH MPALOIOTh HiOH Ha PI3HUX
opbitax. MapKkeTHHIOBi pillleHHs B TaKiil CHTyauil OyayroTbCs Ha YPHBYACTHX BIZIOMOCTSIX, 1 QHAJIITUYHA
HiATPUMKA IMOCTYIOBO BTpAya€e CTaTyCc IHCTPYMEHTY cTpareriyHoi opieHranii. Lle ocoOmuBOo moMmiTHO B
KOMIIaHisIX, 1€ BUPOOHHUYUI KOHTYp MpAIfO€ aBTOHOMHO Bifl 30yTOBUX 1 JIOTICTHYHUX CUCTEM: PUTM ITOIIUTY
Ta MPOTO3UIIi He 30Ira€ThCs, a MPOrHOCTHUYHI MOJIEII pearyrTh Ha 3MIHH 13 3aIl13HEHHSIM.

O1iHIOBaHHS SIKOCTI, JOCTYITHOCTI Ta 1H(POPMATUBHOCTI JaHUX € KIFOYOBOIO MEPEIYMOBOIO MOOYI0BU
e(eKTUBHHUX MPOTHO3HUX MoJiesiell. Y mpomucioBoMy B2B-cekTopi kpuTuuHe 3HaUYSHHS Ma€ HE JIAIIe 00csAT
JIaHHX, aneiix CprKTypOBaHiCTB MOBHOTA, YH1()IKOBaHICTh Ta aKTyaJIbHICTh. YacTo 3y0Tpi‘IaIOTBC$I npobiemu,
TOB’S[3aH1 3 HETOYHICTIO NEPBHHHOTO BBEICHHS iH(pOpMaIii, TyOnOBaHHSIM 3alHCIB, HU3BKOIO YaCTOTOIO
OHOBJICHHSI JIaHUX, & TAKOXK HEJOCTAaTHHOIO AETaJi3alli€l0 KIEHTChKUX mpodinmiB. OOMexeHa JOCTYIHICTD
JAHUX, 1110 3yMOBJICHA PEIIAMEHTOBAaHICTIO KOPIIOPATUBHUX CUCTEM 200 HU3bKUM PIBHEM LIU(PPOBOI KyJIbTYypH
NePCOHAIY, 10JaTKOBO rajlbMy€ 3aCTOCYBaHHS aITOPUTMIB MAllMHHOIO HaB4aHH: [21].

Posrsin crany Ta OymoBu 1udpoBoi iHPpacTpykTypu padpuK y3araibHeHO BUKIIAJCHO y Ta0u. 2. Takwii
ODIAZ J1a€ 3MOTY CHCTEMHO OKPECIHTH TOJIOBHI TE€XHOJIOTI4HI II€PEAYMOBH BIIPOBAIKEHHS ITPOrHOCTHUYHOI
aHAIITHKY, 3’ACYBaTH CTYMiHb TOTOBHOCTI IIANPHUEMCTB 10 1H(POBOI TpaHCHOpPMAIi Ta OKPECIUTH
iMOBipHI 06M€)I(€HH$I IO YHHATE BILIMB HA JOCTOBIPHICTH 1 CTIMKICTD aHANITHYHHX PIIICHb. Y3araibHCHH
XapakTepucTUK HUupoBoi IHYPACTPYKTYPH, [DKEPEN JaHUX Ta IapaMeTpiB iXHbOI SKOCTI 3a0e31edye OCHOBY
s (popMyBaHHS METONOJIOTIYHO MPABMWIIBHUX MOJEJIEH NMPOrHO3yBaHHS Ta ONTUMI3allil MapKETUHTOBHUX
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Tabnuys 2

Ominka cTaHy 1U(PPOBOI IHPPACTPYKTYpHU Ta XapaKTEPUCTUK JaHUX MPOMHUCIOBHUX MiAMPUEMCTB

ABTOHOMHO

AnaniTHYHIR XapaKkTepucTHKa Cy4acHOTO Kiro4oBi npobiemu ta BrumB Ha 1100y/10By IPOTHO3HHUX
KpHUTEpin CTaHy 00MEKEHHS Mojeen
PiBenp Hasgricts CRM, ERP, @parmenTauis unppoBoi Y1pyaHioe popmyBaHHs
SCM, MES y nooauHoKux P s 1 pyn PMYyE
aBTOMarH3anii Ta . : : IH]pacTpyKTypH; HU3bKA KOMITJICKCHHX JIaTa-CeTiB, 3HIKYE
. ; IHTErpOBaHMX PILICHHSIX; P o . ; .
IHTErpoBaHOCTI 6i ; . CYMICHICTb CHCTEM; BiICYTHICTh | TOYHICTH MEpeI0AUCHb, MiJBHIILYE
UIBIIICTD cCUCTEM (DYHKIIOHYE " . S
CUCTEM enuHOT ru1aTopmu TaHUX PpU3HK iHpOPMAIIHUX BTPAT

MacmraboBaHiCTh
Ta rayukicts IT-
apXiTEeKTypH

YacTKkoBE BIPOBAI)KEHHS
XMapHUX pillleHb; MOJIEPHI3aLlis
3a moTpe0oro

Husbka rHyUKICTb CTapUX
CHCTEM; BHCOKa BapTiCTh
OHOBJICHb

3MEHIITy€e MOXKIUBICTh IIBUAKOTO
BIIPOBA/DKCHHSI [IPOrHO3HOTO
a”aiizy ta inrerpanii AI/ML

JlocTynHicTh

JaHi po yroju, KII€HTIB,
BUPOOHMYI ITOKAa3HUKH JOCTYIIHI,

OOMeXEHHUH OCTYI 110

3HI/I)Ky€ HIBI/IIIKICTB aHAITHYHUX
IPpOoUECIB 1 YCKIIAJHIO€ CTBOPCHHA

OHOBJICHHSA JaHUX

HE 3aBXK/H y PeanbHOMY 4aci

orepariiHux ; : OKpeMux 0a3; HU3bKHUH piBEHb < .
aJie 30epiralThCs y pisHHX S MoJielield Ha OCHOBI aKTyaJIbHUX
JaHUX CHHXpOHI3awii TaHuX
CHCTEMaX JIAHUX
SxicTs i JlaHi 4acTKOBO CTPYKTYypOBaHi; BincyTHicTb cTanmapriB [Moripmrye TOYHICT MOEIIEH,
CTPYKTYpOBaHICTh HasBHI TyOJikaTh, TIOMHJIIKH, BBEJICHHS JTaHUX; HU3bKa T ABHIY€ HMOBIPHICTh XHOHUX
JAaHUX 3acTapina iHdopmariis KyJIbTypa poOOTH 3 JAHUMHU MIPOTHO3IB
. BHyTpilHi 1aHi MalOTh BUCOKHUI P [Ipu3BOIUTH 10 HEIOBHOTH
IndopmaruBHicTh . OObMexeHa eTamizamis ‘ .
HOTEHIiaJI, aJle HeJOCTaTHBO . P MojieJieH, 3HUKYE 3/1aTHICTh
JIAHUX JUISI : P KJII€EHTChKUX Npo(diiB; HecTaya
JIOTIOBHEHI 30BHIIIHIMH g S MIPOTHO3YBAaTH IIOIUT Ta
MIPOTHO3YBaHHS JTaHUX TIPO TIOBE/IIHKY KIIIEHTIB .
PHHKOBHMH TTOKa3HHUKaMH MOBEJIIHKY
. . . Lo YHOBUIBHIOE peakIiifo Mojeel
HIBunkicTh Jlani oHOBIIOIOTBCS IepioguyuHo, | Husbkuii piBeHb aBTOMaTH3ALIT

IMOTOKIB TAHUX

Ha PUHKOBI 3MiHH, 3MEHIIYE
AKTyaJIbHICTh TPOTHO3IB

PiBens moctymy Ta
MIPO30POCTi JaHUX

Joctyn HagaeTbest BUOIPKOBO;
HE BCi MiAPO3IUIH MArOTh PiBHI
npasa A0CTyIy

3aKpUTICTD CHCTEM; PU3UKHI
KibepOe3nexu; Hu3bKa
IHTErpOBaHICTh

OOMeXy€e MOKITHBICTh
MDK(QYHKITIOHATEHOTO aHaIli3y
Ta CTBOPEHHSI KOMIUIEKCHHX
Moenen

Texmniko-
TEXHOJIOTTYHI
pecypeu st

aHATITHKA

YacTrkoBa HasgBHICTh Bl-cucteM
Ta QaHATITHYHUX MOJYJTIB

HenocratHst TOTYXHICTh
cepBepHOI iHPACTPYKTYpH;
BincyTHiCTE ML-mmardopm

3MeHIITye 31aTHICTh
MATTPUEMCTBA 00pOOISITH
BEJIMKI 00CITH JaHUX Ta
BHKOPHCTOBYBATH CKJIAQJHI MOAETI

IDicepeno: cpopmosarno aemopom 3a oanumu [22-23; 24, c. 668]

[IpoBenena cucremarusallisi 1EMOHCTpPYe, 110 HuUdpoBa iHPPACTPYKTypa OUTBIIOCTI MPOMHUCIOBHX

MIJIPUEMCTB 3HAXOJUTHCS Ha eTamni pparMeHTapHOl HU(poBizallii, 10 XapaKTepU3yeTbCsl HU3bKUM PIBHEM
1HTEerpaIlii CHCTEM, HEJIOCTAaTHLOIO SKICTIO Ta CTPYKTYPOBAHICTIO IAHKMX, & TAKOK OOMEKEHOIO JIOCTYITHICTIO
iHpopmaniitHux pecypciB. Lli unHHMKE (HOpMYIOTH CyTTEBI Oap’epu JUIst MOOYI0BH TOUHUX, aJalTUBHUX Ta
0araToOKOMIOHEHTHUX IIPOrHO3HUX Mozenei, HeoOX1mHuX it ontuMizaiili B2B-komynikarrii [25]

IIpoBezennii aHami3 craHy Ta CTPYKTYpH 1 dpoBoi iHPPACTPYKTYPH MPOMHUCIOBUX IMIANPHEMCTB, A
TAKOXK OLIHKA SAKOCTI, TOCTYIHOCTI i iHQOPMATHBHOCTI HAsSBHUX JAHMX MOKa3ald KIIOYOBI TEHICHIIT,
0ap’epu Ta MOXJIMBOCTI JJISi 3aCTOCYBaHHS IPOTHO3HOI aHANITHKH. BHsBIEHO, MO (parMeHTOBaHICThH
CUCTEM, HEpIBHOMIPHA IHTETpaIlisl JaHKUX 1 pi3HUN piBEHBb ITU(POBOI 3PUIOCTI MIAMTPUEMCTB CTBOPIOIOTH TIEBHI
OOMEeKeHHs /17151 TOOYyJJ0BU TOYHMX MojeNieill mporHo3yBaHHsA. Pa3oMm i3 TUM, HasBHICTb CTPYKTYpPOBaHHUX 1
HECTPYKTYpOBaHUX JAaHHWX, BHYTPIIIHIX Ta 30BHINIHIX JOKepen iH(opmarii, a Takox 0a30Bl1 aHATITHYHI
pecypcH CTBOPIOIOTH (DYHJIAMEHT JJISl BIPOBAKEHHST KOMIUIEKCHUX IIU(PPOBHX pillieHsb [26, ¢. 122].

CyKynHICTh HaBEIEHUX CHOCTEPEk)eHb (OopMye 3amuT Ha OUIBLI TTUOOKY TEOPETHYHY KOHCTPYKILIO,
3JaTHy ONMKCATH, AK UM(POBI aHANITUYHI IHCTPYMEHTH MOXYTh OPraHid4HO BBINTM B MapKETUHIOBY
apXiTEeKTypy IPOMHCIIOBOTO BUpoOHUKA. MaeThcs He mpo okpeMuit anroputM 4u yepropy [T-mnardopmy, a
PO HUTICHY MOJIEJTb, 10 TIOSICHIOE, 3 IKMX €JIEMEHTIB CKIIAA€ThCS TaKa CUCTEMA, SIK Mi3K COOOI0 ITUPKYITIOIOTh
1H(pOpMaIiiHI OTOKU Ta SKMUM YWHOM IIi IOTOKH MEPETBOPIOIOTHCS HAa MPOTHOCTUYHI CUTHAIH, KOPUCHI JUIS
yXxBajieHHs pimeHb y B2B-cepenosumii.

Ha mpakrtuii e o3Hayae KOHCTPYIOBAHHS KOHLICMIIIT, SIKa MO€HyBana O TpH piBHI: CTPYKTYpY AaHUX,
JoriKky oOpoOKM Ta MexaHI3Mu 1HTepmpertauii pe3ynbrariB. Came CHHXPOHI3Allsl LMX PIBHIB Ja€ 3MOTY
KOMITaHiIM TPUCKOPUTH peakilito Ha 3MiHM puHKY Ha 15-20%. Taka koHIenTyandbHa MOJENb MOBHHHA
MOSICHIOBATH, K came 310paHi MacuBU HU(POBUX JAHUX MEPEXOATh y CTATyC 1HCAWTIB — HE BUIIAIKOBHX,
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a CTPYKTYPHO BHBEJICHUX 13 MOBEIIHKH KII€HTIB, IUKJIIYHOCTI MOMUTY, JUHAMIKH JIAHIIOTIB MOCTa4aHHs. Ii
3aBIaHHs — 3a0e3MeYnTH TIaTdopMy, Ha SKI MapKETOJIOTH MOXKYThb Oy[JyBaTH PillIeHHS, CIIUPAIOYHCh HE
Ha 1HTYiIi0, a HA CHCTEMHI MPOTHO3W. Y HU3Il BUIIAJKIB II€ CTA€ BUPIMIAJLHUM YHHHUKOM: BUPOOHUKH,
SK1 BOJIOZIIOTh MOAIOHUMH MEXaHi3MaMH, CKOPOUYIOTh Mepioj] YXBaJCHHs pIIIeHb 1 MiABHUILYIOTh TOUYHICTh
crparerii Ha piBHI B2B-komyHikariiii.

[IpeacraBnena mojenb iHTerpamii IUGPOBUX I1HCTPYMEHTIB TMPOTHO3HOI AaHATNITHKA Y CHCTEMY
MapKETHUHTY TPOMHUCIIOBOTO MiANPHEMCTBA Bi0Opakae JIOTIYHY IMOCIHIJOBHICTh OOpPOOKHM JaHUX, iX
aHAJITUYHOTO TIEPETBOPEHHS Ta MPAKTUYHOTO BUKOpHCTaHHS y B2B-komynikamisx (puc. 2). Mopenb
JTEMOHCTPYE, 110 e(beKTI/IBHe (byHKuiOHyBaHH;{ MapKeTI/IHFOBo'i CHUCTEMH 3a0e3Meuy€eThCs BSaEMO,I[iEIO IECTH
OCHOBHHMX KOMIIOHEHTIB: JIKepeJs JaHuX, IHTErpaliiiHO-TeXHOIOTIYHOT MiIaT(opMH, aHATITUYHOTO MOJYJIS
MPOTHO3YBAHHS, MapKETHHIOBOTO KOHTYPY 3aCTOCYBaHHS AQHAJIITUKU, CUCTEMHU YIPABIIHCHKUX PIIICHb Ta
KOHTPOJIO 3BOPOTHOTO 3B’ 513Ky [27].

Jlorika ¢yHKIIIOHYBaHHS MOZEII nepedadae HUKIIiYHe MPOXOHKEHHs iH(opMaliiHUX MOTOKIB: 301p Ta
KOHCOJI1allisl TaHuX, iX 00poOKa Ta MpOrHO3yBaHHA, POPMYBaHHS MAPKETHHTOBUX PIillIeHb, BIPOBAKEHHS
YIPaBIIHCHKHUX i 1 OIiHKa €(EeKTUBHOCTI 3BOPOTHOTO 3B’s3Ky. Taka CTpyKTypa 3abe3redye mepexia 10
data-driven ymnpaBiiHHS MapKeTHHIOM, MiIBUIIY€ TOYHICTb HPOTHO3IB MOMHTY, ONTUMI3y€ B3aEMOJII0 3
KOHTPareHTaMH Ta CIPUsIE CTPATETIYHIN aAaTHBHOCTI IIPOMHUCIIOBOTO ITiITPUEMCTBA Ha PUHKY.

i Buyrpimen gami (CEM, ERP, MES), pupotunai [oT-gam, sopHmmm pHHKOE] Dazm, .
EBiIKPHTI JaHi, UHGPOEL CIUTH KILEHTIE.

@D opMyIOTH EXITHEI MACHE: IEPEJAIOTECA ¥ CXOBHIUE JaHHX Ta
AHATTHIHHA MOAYIIb LA IOJANENI0T 00pOOKH.

Iurerpaniino-rexsonoraya mardgopma

Cxopume gauux (Data Lake/ Warehouse), ETL-nponecu, xmMapui cepeicu, API-
: {HTErparii. i

IT

Jabesnmedye yaroTEeHHA, KOHCOMJAINID Ta IOTOKOBE HATXOLKSHHA JaHHK V
IPOTHOZH1 MOZVIIL.

AHamTHIHHA MOIYIE IPOTHOSVEAHHA

Bepe ouHmeHi BiT0MOCTI, IPOTHO2VE MOIHT, BIHHKHE KTEHTIE, HEOEMek,
PHHKOBHX TeHASHIIN; HagcHIae HacIKH V MapKeTHHI OBY CHCTEMY.

MapreTHHTOEHIT KOHTYD 32CTOCYEAHHA AHATITHEH

Cermentyeanna B2B-saMoBHHKIE, TepcoHATI3AMIA CIVIKYEAHHA, INIAHYEAHHA 30YTY,
; ONTHMI3AL1A OIULIXIE B3aeMOIil ;

-@rEoHI0dI FHHAIE0HON BLT 9UAToN
HHHRHLUI'EHE € THIMd 91018310 Bl HaI2ToM 91014E odII 1LI0MOoME 3ero

3IBOPOTHHI 3B 230K W0 edeKTHEHOCTI KOMYHIKALIIH.

BHKOPHCTOBYE IPOTHOCTHYHI {HCAATH 4719 VXBAICHHA PINIeHb, TeHEPVE l\

|
' CropHAHHA CTPaTeTMHEM 1 TAKTHIHHM PIICHHAM, AETOMATHIOBAH1 TPHIEPH, AJaTHEHE :
; KEePVEaHHA MapKeTHHT OBHMH IIPOLISCAMH.

OTpHMYIOTh aHATITHYHI BHCHOBKH; GOpMVIOTE i Ta IHIIAaTHEH, IEPEJat0Th
PeIVIBTATH ¥ KOHTYD KOHTPOIIIO.

CHeTeMa KOHTPOIO, OLIHIOBAHHA T4 3BOPOTHOTO 3B 43Ky

..........................................................................................................
KPI-MOHITOpPHHT, OL{HKA TOIHOCTI MOJEIeH, KoHTpous edextueHOCTI B2B- [
; KOMVHIKATHI ATATITHREA OTITHMIZATHA

Puc. 2. KonnenryanpHa Mojenb iHTETpallii iupoBUX IHCTPYMEHTIB IPOTHO3HOT aHATITUKU B CUCTEMY
MapKEeTUHTY MTPOMHUCIIOBOTO MiITPHEMCTBA
IDicepeno: cpopmosarno asmopom 3a oanumu [28, c. 18; 29, c¢. 570]

3anpornoHOBaHA KOHLEMI[is,, IO ONUCY€ TO€JHAHHA I1HCTPYMEHTIB IIPOTHO3HOI aHANITUKU 3
MapKETHHIOBOIO CHUCTEMOIO IMPOMHCIOBOTO BHUPOOHUKA, (PAKTHYHO CTBOPIOE IHTENEKTyaJbHHH KapKac
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JUIs poOOTH 3 TaHUMH. Y Hill 3adikCoBaHO, 3BIIKH MOXOAUTH iHOPMAIIis, K BOHA PyXa€ThCs BCCpeI[I/IHl
TEXHOJIOTTYHOT EKOCHCTEMH Ta IKMM CITOCOOOM MEPETBOPIOETHCS Ha PIIICHHS!, peieBaHTHI 11st B2B-B3aemonii.
CeHnc 1i€i Mozeni nossirae He JIMIIE Y BIIOPSAKYBaHHI pkepen iHpopmarltii. Bona 3amae joriky po6oTH Beiel
upoBoi miaarGopMu: Bii MOMEHTY HAJIXOKCHHS NaHUX — JO OTPUMAHHS MPAKTHUYHUX MApKETUHTOBUX
iHCaWTIB. Y HU3II BHUIAJKIB Il CTAa€ KPUTHUYHO BAKIMBHUM, aJ)K€ MPOMHUCIOBI BUPOOHUKU CTUKAIOTHCS 3
OaraTopiBHEBMMH JIAHIFOTAMU MMOCTAYaHHs, TOBIUMH IIMKJIAMU 3aKyIiBeb 1 BUCOKOIO Yy TJIMBICTIO KIIIEHTIB
70 3aTpuMoK. Ha mpaxTuili 11e nposiBIsSEThCSl B TOMY, 1110 HaBITh HEBeNUKI 3001 B iHpopmaliitHOMy 0OMiH1
MOXYTh 3PYIIUTH IIPOTHO3U HA THXKICHB 1 O1TBIIIE.

Ha 6as3i miei mojeni BUHUKAae HEOOX1JHICTh no6yz10131/1 Ta anpo6aui'1' KOHKPETHHX MPOTHO3HUX MOJIEICH,
OpIEHTOBAHUX HA IMiIBUILECHHS e(beKTI/IBHOCTl B3aemoztii 3 B2B-kmientamu. Came peanisaltist TaKuX Mozienei
— TPOTHO3YBAHHSI IOMUTY, OLIHKA HMOBIPHOCTI 3/I/ICHCHHS MOKYIKH, PaH)XyBaHHs 1 KBamiQikailis Jis,
a TAaKOXX TPOTHO3YBAHHS BIJTOKY KIII€HTIB — JO3BOJISIE TIEPEBECTH KOHIICTITYAIbHI PIIICHHS Yy MPaKTUYHI
IHCTpYMEHTH, 0 0e3MoCepeqHhO BIUTUBAIOTH HA TOYHICTh MApKETHMHIOBHX MPOTHO3IB Ta ONTHUMI3allilo
KOMYHIKallilHUX cTparerii mignpuemctsa [30, c. 1].

l'onoBHI TpOrHO3HI MOJEN, CTBOPEHI IS MITHATTS e(i)eKTHBHOCTi B2B-B3aemoniii mpoMHUCIOBOTO
T ANPHEMCTBA, y3araibHEeHO B Tabi1. 3. BoHa nokasye, sik aHaIITHYHI 3aC00H J103BOIISIOTH [Iepe10avaTH MOIHT,
3Ba)KyBaTH BipOTiIHICTH KYIIiBJIi, COPTYBATH Ta OI[IHIOBATH JIiJIiB, a TAKOK Hepe;[6aqam BiJIMAIHHS KJTI€HTIB.
Taluuust OXOILIOE 3aBJAHHS KOXKHOI MOJICNI, KaTeropii 3aCTOCOBYBAHHMX BiZOMOCTEH, METOIM aHali3y Ta
MiICYMKH BHIIPOOYBaHb Ha PEAIbHUX BHIAJIKAX, IO JA€ 3MOTY KOMIUICKCHO OITSIHYTH iXHIO JI€BICTH Ta
MIPAKTUYHY IIHHICTB JUIS BIOCKOHAICHHS MapKETHHTOBHX TIporieciB y B2B-cepenoBuiii.

Tabnuys 3
[Iporuo3ui Mmoxeni muisa ontumizanii B2B-koMyHikamii poOMHUCIOBOTO HiAIPHEMCTBA

Tun moneni Mera mopeni BxingHi gani MerTosu Ta alropuTMH Pesynbrartu anpooOariii
[epenbaucHHs 00CsTIB IcTopist 3aMoBIICHB, Time-series aHami3, . .
[IporHo3yBaHHs . . To4HiCTh MPOTrHO3iB
3aMOBIICHb 1 CE30HHHUX BUPOOHWYI IUKJIH, ARIMA, Prophet, ML- . o
TIOTIUTY . miasuieHa Ha 15-20%
KOJIMBaHb PHUHKOBI TPCHIN perpecii
9 .. . . . . . . . . . TToxpanieuus
WmoBipHicTh OriHka WMOBIpHOCTI IToBeniHkoBi naHi JloricTu4Ha perpecisi, uinbOBorg Tlg e THHT
3MIHCHEHHS 3IIACHEHHS TOKYIIKH KIIIEHTIB, ICTOPIs yrom, Random Forest, . p Y,
4 I IBUILICHHS KOHBEPCIT
MOKY KA OKPEMHUM KOHTPArcHTOM | B3a€MOJIisl 3 KaHaJIaMu XGBoost Ha 12-15%
— (1]

PamxyBanns Ta
kBamidikarmis B2B-

Busnauenns
MIPIOPUTETHOCTI JIi/TiB 32

[Tpodini kiieHTIB,
icTopis yrox,
aKTUBHICTB Y

Score-based
pamkyBaHHs, Decision

Onruwmisauis podorn
BIZILTY TIPOJIAXKIB,
301IBIICHAS KOHBEPCIi

JiiB MOTEHIIHHOI LIHHICTIO MapKETHHTOBHX Tree, kacTepu3aris Ha 12—18%
KaHalax ?
[Iporao3yBaHHs BusBnenHs KITi€HTIB IcTopis B3aemonii, Survival Analysis, 3MEHIIICHHS PU3UKY
BIJITOKY KJIIEHTIB 3 BUCOKUM PHU3HUKOM 3aMOBJICHB, Gradient Boosting, BIZITOKY, TI1IBUILICHHS
(Churn Prediction) BIZITOKY MapKeTHHTOBI JIaHi HEWpOHHI Mepexi YTPUMaHHS KJTI€HTIB

IDicepeno: cknaoeno asmopom 3a oanumu [11, c. 116, 13, c. 403; 17, c. 415]

Omisin mporHo3Hux Moxenei st ontumizaunii B2B-komyHikamiil 13 tabn. 3 mae 3Mory mnodaduutu
TEHJEHLII0: KOJIM Y BHUPOOHMUYMX KOMIIAHISIX IIOYMHAIOTH IIPALIOBATH AJTOPUTMH MPOTHO3YBaHHS,
AKICTb YIPABIIHCHKUX pIIICHb Y MApKETHHIY MIOMITHO 3pocrae, a B3aeMofisi 3 B2B-kmientamu crae
nependadyBaHIlIo Ta pe3yIsTaTHBHIIIOK. Moziesi OLiHKH HMOBIPHOCTI KyiBIi, _PaHKyBaHHS NOTEHITIHNX
KOHTPAreHTIiB Y1 PO3PAaXyHKY PH3HKY BiATOKY APTHEPIB NPALIOIOTE K CBOEPIAHMIA HABIraTOP, 10 10MOMArae
TOYHIIIE PO3IOALIATH 4ac 1 OIOMKET MK p13HI/IMI/I CEerMEHTaMHU.

Y HU3I BUNAAKIB MOYKHA TIOMITHTH 1 1HIIHHA eeKT: O13HeC ePEXOANUTH BiJl iHTYiTUBHOI MOziei poboTH
JI0 CHCTEMH, [I¢ NPOTHOCTHYHA CTATHCTHKA CTA€ MOBHONPABHHM CICMCHTOM CTpaTerquoro TTaHyBaHHS.
Ile mizBuILy€e ONEPATHBHICTE PearyBaHHs Ha KONMBAHHS MONHTY, POOUTH MOMITHKY B3a€MOAII 3 KIi€HTaMH
THYYKIIIOK 1 BOAHOYAC OLibuI OOIPYHTOBAaHOK. Y MiACyMKY BHIPOOyBaHI IHCTPYMCHTH HE MPOCTO
MOJICPHI3YIOTb MAPKETHHI, 2 Bl,Z[KpI/IBaIOTB LITSX JI0 KYJABTYPH YXBAJICHHS PillieHb, TOOY0BaHOI HA JAHUX, IO
CYTTEBO INIICHITIOE KOHKYPEHTHI MO3ULIIT KOMIIaHii Ha IPOMUCTIOBOMY PHHKY.

Y IpOMHCIIOBUX KOMITAHISIX, 110 TEPEXOATh Ha TPOTHO3HY AHAIITHKY, MOMITHO 3MIHIOETBCS Cama
IIPUPO/Ia B3a€MOJIIT 3 HapTHEpaMM: KOMYHiKallii CTal0Th TOUHIIINMHU, a YIPABIIHCHKI PilIEHHS NPUIMaIOThCS
mBuae W yneBHeHime. Komu y po6oTy MapkeTHHroBUX 1 30yTOBHMX MiIpO3/isliB BOYJOBYIOTHCS MOAEII
nepeadadeHHs MOMUTY YH PO3MOIUTY TOTEHIIWHUX KOHTPAreHTIB 3a piBHEM TOTOBHOCTI 10 CHIBIpaIl,
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BUPOOHHK OTPHMY€ HE NPOCTO TOJATKOBI IHCTPYMEHTH, & (haKTHIHO HOBHIA CIIOCIO YHTATH CHTHAIIN PUHKY.

Iocrynose 3armubnens y poboty 3 naHumMu popMye Iie O1HY KOHKYPEHTHY MepeBary — KOMYHIKaIlis
nepecrae OyTH 3arabHOIO 1 NEPETBOPIOEThCA HA IHAMBiAyalbHE HANAIITYBAHHS B3A€MOJIII, KOIM KOXKHA
MIPOIMO3HULS BIAMOBIIa€ KOHKPETHOMY KOHTEKCTY, & He aOCTPAaKTHOMY OIUCY «THMIIOBOTO KiieHTa». Came 1e
it BuBouTh B2B-criBnpalio Ha sIKICHO iHIIUI piBeHb, pOOJISTYH ii THYUKIIIOK Ta 3MICTOBHIIION IS 000X
CTOpIH.

BrnuB Ha sikicTs KoMmyHikarii [31]:

1. Ilepconamizalisi MPOIMO3MI — TMPOTHO3HI MOJENi MJaloTh 3Mory (OpMyBaTH IHIMBIIyalbHI
MapKETHUHIOBI CIieHapii /7151 ko)kHOTO B2B-KItieHTa.

2. CBoeuacHICTh B3a€EMOJIi — aHANITHYHI IHCTPYMEHTH 3a0e3leuyroTh aBTOMAaTH4YHE BHSBICHHS
KPUTHUYHHUX TOYOK KOHTAKTY.

3. Onrumizallisi KaHaJIiB KOMYHIKAITiH.

By Ha MBUAKICT yXBaJeHHs pilleHs [32, ¢. 129]:

1. IpumBHINIEHHS ONPAIIOBAaHHS JaHUX Ja€ 3MOTYy ()OpPMyBaTH MPOTHO3U M aHAJIITUYHI BUCHOBKHU Y
pPEeXKUMI TEMEPIITHBOTO Yacy.

2. CKOpOYEHHS HEBU3HAUEHOCTI J03BOJIAE€ KEpIBHMKAM IIBUJAKO pearyBaTd Ha 3MIHM PHHKOBHX
o0CTaBUH.

3. ABTOMaTH30BaH1 MPOMO3UIN AJIs BiAAUIB 30yTy Ta MpOCyBaHHs, 10 30UIBIIYE PE3yIbTaTUBHICTh
CNUIKYBaHHS 3 HOKYIIISIMH.

[IpencraBnena Tabn. 4 y3arajabHIOE NMPAaKTUYHI PEKOMEHMALlli MO0 BIPOBAKEHHS, ajanTamii Ta
MaciTabyBaHHs U(PPOBUX IHCTPYMEHTIB MPOTHO3HOI aHAJIITUKN Y MAPKETUHIOBUX CHUCTEMAaX MPOMHUCIIOBUX
nianpueMcTB. BoHa BimoOpakae moeTanmHMH MigXiJ, SKANH BKIIOYA€E ayJUT ICHYIOUOi 1H(QPACTPyKTypH,
BU3HAUEHHS CTPATETIYHUX IIIJIH, HaaITyBaHHs Ta epCOHAI3aIliI0 MOJIeIICH, HABYaHHS IIEPCOHAITY, @ TAKOXK
MaciTabyBaHHS Ta aBTOMATH3aIlIl0 AHAUTITHYHUX TIPOLIECIB.

Tabnuys 4
[IpakTruHi pekoMeHalii Mmoo iHTerpaii muGPOBUX IHCTPYMEHTIB TPOTHO3HOT aHATITUKH
Erann OcHOBHI aii OuiKyBaHUI Pe3ylbTaT
Aynut HasiBHOT 1M(poBOi 1HGPACTPYKTYpH Ta JKepen AaHuX. | 3a0e3nedeHHs: TOTOBHOCTI CHUCTEMH 10
BrpoBasKe s Bu3HaueHHS cTpaTeriyHuX IiIeH 3aCTOCYBaHHS aHAIITHKH. AQHAJITUYHOI  IHTerpamii;  TecTyBaHHS
P [TioTHE BIIPOBAPKEHHS TPOTHO3HUX MOJIEIICH. e(eKTUBHOCTI TPOTHO3HUX MoOjeneil Ha
[HTerpaitis 3 iCHyIOUMMH MapKETHHTOBUMH 1aThopMamMu 00MEKEHOMY CerMEeHTI
HanamryBanHs Mozaeneit mia cnenudiky miqnpueMcTBa.
ITepconarizartist aHATITHIHNUX CIIEHAPIIB I PI3HUX KIIEHTCHKUX | 301TBIICHHS TOYHOCTI IPOTHO31B, A1€BOCTI
Apnanraris rpyn. HauanHs mnepconany Ta QopMyBaHHS aHAJITHYHOI | yXBaJICHHs pillieHb; HOPMYBaHHS HABUYOK
KyJIBTYpH. AHAJITUKA
BripoBapkeHHSI CHCTEMH KOHTPOJIIO Ta 3BOPOTHOTO 3B SI3KY
Po3mupenns Bukopuctanus moneneil Ha Bci B2B-cermentu ta .. ..
g dopmyBaHHS €I1MHOI HUPPOBOI CUCTEMH
KJIFOYOB1 Oi3HEC-TIPOIIECH. ; : \
. . . | MapKeTHHTY; 3pocTaHHS gieBocTi B2B-
Iarerparis HoBux mxepen ganux (IoT, mapTHEpPCHKi Ta pUHKOBI P ¥ -
MacurabyBaHHs nani) KOMYHIKaIliif, YHOpPSIKYBaHHS pecypciB
: . . . Ta (iHAHCOBA BiIa4a BiJ] MAPKCTHHTOBHX
ABTOMaTH3aIlis aHATITHYHHUX TTPOIIECIB. "
. S . . aKIin
OriHka eKOHOMIYHO1 foniabHOCTI Ta ROI

Licepeno: cknaoeno agmopom

[TocTymoBa iHTerpaiis HU(POBUX THCTPYMEHTIB MPOTHO3HOI aHANITHKHU MEPETBOPIOE MAPKETUHTOBY
TISUTBHICTh KOMITaHii Ha crpaBxkHii data-driven mponec. KoxkeH HOBHI piBEHb aBTOMaTH30BAaHOTO aHAII3y
JI03BOJISIE TOUHILIE OLIHIOBATH MOTEHLINHI pe3ylbTaTH KaMIaHii 1 MiHIMI3yBaTd HEBU3HAYEHICTh Y
CTpAaTET1yHUX PIIICHHSX.

Po3mmpenHst aHANITHUYHUX CHUCTEM BIAKPUBAE HOBI MOMIJIMBOCTI JJISl CTPATETiyHOI THYYKOCTI:
KOMITaH1isl MOYKE ONEPATUBHO pearyBaTH Ha KOJIMBAHHS TOIUTY, BUSIBIATA HAHOUIbII MTPUOYTKOBI CETMEHTH Ta
OINTUMI3yBaTH KaHAJIM KOMYHIKaIiil. Y HM3L1 BUMA/IKIB 11€ MPOSBISIETHCS Y CKOPOUCHHI TEPMIHIB YXBaJICHHS
MapKETHHIOBUX PIIIEHb 13 THXKHIB JI0 KUTBKOX JHIB 1 3MEHIIEHH] HEMTPOLYKTUBHUX BUTPAT.

BucnoBku. TakuMm 4MHOM, 1HTErpallisi IUPPOBUX IHCTPYMEHTIB MPOTHO3HOTO aHaJI3y Y MapKETUHIOBI
IPOLECH NPOMHUCIOBUX MIANPUEMCTB JEMOHCTPY€, IO caMe L CHHEpPris CTae KIOYOBUM (HaKTOPOM
niaBUIIEHHS epeKTUBHOCTI B2B-koMyHikamiid. [HTErparisi nporHo3Hoi aHAJIITUKU MEPETBOPIOE MAPKETHHT
13 PEaKTUBHOTO MEXaHI3My Ha CTpaTeriuHuil 1HCTPYMEHT, SIKUH J03Bojsie (opMyBaTH IEpCOHATI30BaHi,
MPOAKTHBHI KOMYHIKallii Ta 3MII[HIOBaTH KOHKYPEHTHI MO3HUllli Ha puHKY. Ha TOBroCTpOKOBY MEpPCIEKTHUBRY



/225/ Current Problems of Sustainable Development / Vol. 2, Ne 9, 2025

e 3abe3rneyye MiJIPUEMCTBY HE JIMIIE ONEpPaTUBHY €(PEeKTUBHICTh, a W CTIHKE 3pOCTaHHS Ta CTAOUIbHUI
PO3BUTOK Oi3HECY.

[HTETpallis mpOrHOCTUYHOI aHAJTITUKH TMEPETBOPIOE 30yT 13 MEXaHIYHOTO MPOIECY Ha CTpaTeriyHo
KEpPOBaHMH 1HCTPYMEHT: KOMIIaHisl 37aTHa mependauaTd MOTpeOM MapTHEPIB, OMNEPaTUBHO KOPUTYBATH
KOMYHIKallii Ta OyJyBaTH O1JIbII THYYKIi, TPOAKTHBHI CIieHapii B3aemonii. Ha JOBrocTpoKoBy EepCIIeKTHUBY 1€
dhopmye CTiiKy KOHKYPCHTHY IepeBary 1 3a6esneqye cTabinpHE 3POCTaHH 6i3Hecy

Ipencrasnena imocTpanis JOri4HOi iHTerpauii MMPPOBUX IHCTPYMEHTIB MPOTHOCTHYHOI aHAIITHKHA
Y MAapKCTHHIOBY CHCTEMY NPOMHCIIOBOIO MiAMpHEMCTBA. B3aeMoxis 1IeCTH TONOBHUX CKIAIHHKIB —
JIaHUX, TEXHONIOTIYHOI OCHOBH, aHATITHKH, MAPKETHHIOBOTO KOHTYPY, ynpaBJ'IlHCBKI/IX YXBaJI Ta KOHTPOIIO
— 3abesnedye MUKIYHAN MIHH 1H(b0pMau11 BiJ 300py TaHHX 10 MPUHHATTSA pillieHb Ta OLIHKU JI€BOCTI.
Mopenp migBuUILy€e TOYHICTD nepeadaueHs, onTuMizye B2B-komyHikaii Ta cnpusie nepexoay a0 data-driven
YIPaBIIHHSA MAPKETHHIOM.

OrpumaHi pe3ylnbTaTi IO€AHYIOTh y 001 HayKOBY 3HAYYIIICTS i TPaKTHIHY LiHHICTb. BOHM 103BOJIAIOTH
NOTTHOUTH PO3YMIHHS TOTO, K IU(POBI IHCTPYMEHTH MPOTHO3HOI AHAIITHKH MOXYTh TPaHC(HOpMyBaTH
B2B-mapkeTuHr, a BogHoyac (pOpMyrOTh KOHKPETHI METOIMYHI PEKOMEHAALlT AJIs IXHBOIO BIIPOBA/IKEHHS Ha
MIPOMMCIIOBUX MIANPUEMCTBAX.
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