3a1anre: OTPENAKTUPYNUTE TEKCT CTAThY U MONOEPUTE KAPTUHKH JIIS

odopmuenus. [0TOBBIN TOKYMEHT MpUCHUIaiTe cChuTkoM Ha [y Jlok

(mpoBepsTe gOCTYyIIBI!).

B2B nHTepHeT-mapkeTuHr. Kak ato paboTtaeTt Ha npakTuke

«[Jabbl HayaTb pasrosop o B2B, noroBopnm 0 TOM, Kak 3TO LOMKHO U3Ha4anbHO

paboTaTb Ha NpakTUKe.»

[aBanTe c camoro Ha4ana ynpoctum u gorosopumcs, 4to B2C (business to
customer) — npogaxa ToBapoB/yCryr YaCTHOMY MLy HEMNOCPEACTBEHHO
npuHUMaroLLLemMy pelleHune o nokynke. B2B (business to business) — 3aech e pedb
NMOET O NPUHLMNMANbHO UHbIX BM3HEeC-Moaensax — npogaka PULNYECKUM nuuam,
Kak KOHEeYHbIM NoKynaTernsmM Unmn NnoCcTpoeHne ANNepckon cetun (annepsbl xe
BMOCNeACcTBUM nepenpopatoT omsanyecknm nuuam, 1o ectb B2C).

Hy>XHO KparHe YeTKO NOHUMAaTb, B KaKMX MeCTax CyLeCTBYHT OCHOBHbIE OTINYUS
B2C ot B2B ¢ To4ku 3peHuns VIHTepHeT-MapKeTUuHra.

1. KaHanbl npuBnevyeHuns u Lenesas ayantopus

B2B 1 B2C yacTo Mcnonb3yoT OAMHAKOBbIE KaHarbl MPUBMEYeHUs!, HO
CermMeHTUpoBaThb ayanTOpM0 HEOOX0AMMO No-pasHoMy. Bonpoc 3akntodaeTcst TOnbKo
B TOM, KaKOW U3 3TUX KaHanoB COAEPXXMUT Ballly LiefieByto ayauToputo No TON LIeHe,
KOTOpPY!O Bbl FOTOBbI 32 HEE 3annaTuTb.

Y3HaTb 3TO MOXHO TOMbKO OAHUM CMOCO60M — NPOBECTU NMUIOTHbIE PEKINAaMHbIE
KamnaHum (To ecTb nonpoboBaTtb) N NpoaHanManpoBaTb UX 3PPEKTUBHOCTL (06
3TOM No3xe B NyHKTe 4). PaccyxgaTtb Ha TeMy “aTo npogatowmin/adoekTUBHbIN
KaHan/nnowagka/aanpoc unm He npogarowmin/adodekTuBHbIN® 6€3 hakTn4ecKknx

AAHHbIX B OTHOLUEHUN MMEHHO BaLLero 6usHeca MArko roBopd He garibHOBMAHO.

2. TOYKM KOHTaKTa



Canr, 6nor, rpynna, anekTpoHHble Matepuansl ans B2B n B2C paspabatbiBatoTcs
Nno-pasHoMmy.

B2B moxeT ncnonb3oBatb UHTEPHET-MarasvH, NPOMO CauT, CauT-BU3NTKY, Bror,
rpynny B coumanbHbIX CETAX C TaKOW e ahPeKTUBHOCTBLIO, C KakoW 3TO AenaroT
ycnewHble B2C. MNpun ycrnoBmm, KOHEYHO, YTO 3TU TOYKM KOHTaKTa AENCTBUTENBHO
“3aTouveHbl” MO0 BCE CErMEHTbI LierieBon ayauTtopum 1 NnpaBuibHO BbICTPOEHDI

KOHBEPCUOHHbIE TOHHEIN.

4. Linknbl BOBNEYEHUs, KOHBEPTALMN U YOEPXKAHUSA ayaAUTOPUN B TOMKAX KOHTaAKTa
pasnunyHble ona B2B n B2C

Kaxgon Touke KoHTakTa B IHTepHeTe COOTBETCTBYHOT ONpefenéHHble LNKITbI
BOBI1eYEHUs1, KOHBEPTALMKN U yaepKaHUS noceTuTens (nocne uukna npuereyeHus,

pasymeeTcs — CM. NYHKT 1. BblLWe).

B 3aBucumocTu oT cTtpaternm paboTbl C TOYKOW KOHTaKTa 9Tu LuKnbl 6yayT
pa3nuyHbl. Ctpaternsa B2B nogpasymeBaeT TOT doakT, 4TO 3TU LmMKnbl ByayT
oTnu4aTbCca OT Knaccudeckon cxembl B2C (no cytn cxembl IHTEpHET-MarasnHa B

TOM UITM MHOM BMAE).

4. NamepeHue acpdekTneHocTn ansa B2B n B2C ctpontcsa no-pasHomy, NCNosbays
pasnunyHble KPl n meTogukn aHanuTuku.

Bce ueneBble aencteus (>kenaemble) A0MKHbI ObiTb NponucaHbl B Tabnuue KPI n
Kaxkgoe M3 HUX JOIMKHO BbiTb oTcnexeHo. Mo Hawemy onbiTy 8-9 13 10 uenesbix

AENCTBUMA MOXHO OTCNeanTb NONMHOCTBLIO A0 pe3yﬂbTaTMBHOl71 TOYKMN.

NTak, Mbl NO3HAKOMUNNCL C 6A30BbIMU MOHATUSIMU U TEPMUHAMM B OTHOLLEHUN
NHTepHeT-MapkeTuHra B obwem n gnsa B2B B yacTtHocTu. B cnegytowmnx cratbsax

Cepun Mbl pacCCMOTPUM KaxKabIi U3 ONMCAHHbIX BbilLe YETLIPEX MYHKTOB NoapobHee.



