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POJIb COHIAJIBHUX MEJIA
B IHHOBAIIIMHUX 3BYTOBUX CTPATEI'IAX
HIAIIPUEMCTBA HA B2B-PUHKY

Y cyuyacHOMY CBiTi COIiaibHI MEpeXi CTald HEBiJ] €EMHOIO YaCTHHOIO
36yTOBMX CTpaTerit mianmpuemcts Ha B2B-punky. Ix pons y dhopmysanni Ta
pearmizamii mux ctparerii HaOyBae Bce OiNBIIOro 3HAYEHHS, OCOOJHMBO B
yMoBax IUdpoBoi TpaHchopmamii Oi3HeCy Ta TOCTIHHO 3pOCTarodoi
KkoHKypeHmil. Tpagumiitai mertoqu 30yty Ha B2B-pmHKy, Taki sSK XoJomHi
J3BIHKM Ta OCOOMCTI 3yCTpiui, IOCTYNOBO BTPAa4alOTh CBOIO €(EKTHBHICTB,
noctynaruncsk miciem digital-inctpymentam, cepes SKUX comianbHi Mepexi
3aiimMaroTh Kiro4uoBe Micte [1].

OCHOBHHMMH TIepeBaraMi BUKOPHCTAHHS COLIaIbBHUX MEPEX B 30yTOBUX
cTpateriax B2B-mianpueMcTB €: po3MMpEeHHsS MOKIMBOCTEH JIJISI TAPTETHHTY
Ta TEPCOHANi3alii KOMYyHIKaIliil 3 mapTHepaMu Ta KIi€HTaMH, ITiJIBHUIICHHI
BIII3HABAHOCTI OpeHIy YW OpeHAiB, TeHepalis SKICHHX IiJiB, a TaKoX
MOXJIMBICTh 300py Ta aHaji3y MaHWUX Al ONTHMIi3auii MapKeTHHIOBHX
3ycunb. OnHAK, eeKTHBHE BUKOPUCTAHHS COLianbHUX Meaia Ha B2B-punky
BHMarae iHIIOTO MiAXOMIYy, SKHH CYTTE€BO BiIpPI3HAETHCS BiJ CTpaTerid, o
3aCcTOCOBYIOThCs Ha B2C-punky.
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KirouoBrMH acnieKTaMH poXi COLIANBHUX MEpeX B IHHOBAIiWHIX
30yToBHX cTparerisx B2B-mignpueMcTs €:

1. CrBopeHHS Ta TOMIMPEHHS PEICBAHTHOTO KOHTEHTY, SKHi
JEMOHCTPY€E EKCHEpTU3y KOMIMaHili Ta HaJa€ LIHHICTh JUIS MOTEHIHHUX
kmiedTiB. Ile MOXyTh OyTH Taiy3eBi JOCHTIIKCHHS, TEXHIUHI OiJli KHUTH,
Keifcn Ta ekcrepTHi cTarTi. Takwmil KOHTEHT He JHWINE NPHBEPTae yBary
[UTBOBOT ayOuWTOpii, aje ¥ [Jormomarae BCTAHOBHTH TEIUTI BITHOCHHH 3
MOTCHIIHHIUMHU Ta ICHYIOUHMH KII€EHTAMH, IMO3UIIOHYIOYH KOMIIAHIFO SK
Jiiepa IyMOK y CBOIH ramysi [2].

2. Bukopucranus mnpodeciiiHux wMepex, Takux sk LinkedIn, s
HaJIarOJUKEHHS JUIOBUX KOHTAKTiB Ta MOOYIOBH JOBrOCTPOKOBUX BiTHOCHH.
LinkedIn cras ximrouoBoro miatdopmoro st B2B-mapkeTunry, m03Boisroun
KOMIIaHISIM HE TUIBKM 3HAXOJIWTH ITOTEHLIMHUX KIIEHTIB, ajge ¥ B3a€MOIISITH
3 HUMH Ha TipodeciiiHoMy piBHI.

3. 3acrocyBaHHS TapreToBaHOi pEKJIAMH JUIl TOYHOTO OXOIUICHHS
UibOBOT ayAuTopii Ta onTumizamii peknamaux OwomxeriB. CorianbHi
MepeXi HAIalTh YHIKaJbHI MOXIHMBOCTI JUIS TapreTHHTY, IO3BOJISIOUH
B2B-xomMmanisiM 3BepTaTHCS 10 KOHKPETHUX OCi0, SKi MPUHMAIOTh PillleHHS,
Oasyrounch Ha IXHIX mOcamax, Talxy3sX, po3MipaX KOMITaHii Ta HaBiTh
KOHKpPETHUX oprasizanisx. lle 3HauHO migBHINy€e €EKTUBHICTH PEKIAMHUX
KaMIIaHil Ta 3HWKY€ BapTiCTh 3aIy4CHHS KIII€HTA.

4. Tuterparist comianpiux Mepexx 3 CRM-cucremamu, st CTBOPSHHS
edexTuBHOI OararokaHampHOi cTparterii. 3B’S30K MDK  COIaJbHUMH
mepexxamu Ta  CRM-cumcremamMu  103BONIsiE  CTBOPIOBATH  OLIBIT
MepCOHAIIi30BaHl Ta PEJeBaHTHI KOMYHIKAIll 3 KIIEHTAMH Ha BCiX eTamax
BOpOHKM mpopaxiB. Hampuknan, iHdopmaris mpo B3a€MOJI0 KIi€HTa 3
KOHTEHTOM Y COLIIBHUX MepeXax Moxke OyTH BHUKOpUCTaHa IS
HaJAIITYBaHHS MOJANBIINX KOMYHiKalii yepe3 e-mail poscuiky abo mix gac
ocobucTux 3ycTpivei [3].

5. BukopucTaHHS aHATITHYHUX {HCTPYMEHTIB COIIaIBHUX MEPEeX IUIA
OIIIHKY e()EeKTUBHOCTI MapKETHHTOBUX KaMIIaHii Ta 3MiHA CTparerii B
PEXUMI peanbHOro dacy. [HCTpyMEHTH aHAMITHKH, NOCTYIHI Ha OUTBIIOCTI
comiaibHUX  IIATGOpM, HO3BOJIAIOTH B2B-kommaHisM  BiacTexyBaTH
KIIIOUOBI METPHKH, TaKi SK OXOIUICHHS, 3aly4eHICTh, KOHBepCii, Ta
ONTUMI3YBaTH CBOi CTpaTerii Ha OCHOBI OTPUMAaHHX JaHUX.

BaxJIMBO Tako) 3a3HAYMTH, 1[0 BIIPOBA/PKEHHS COI[AIbHUX MEPEK B
30yTOBi crparerii B2B-mignpueMcTB BuUMarae CHCTEMHOTO MIXOAY Ta
amanTanii g0 coenugikd KOHKPETHOI ramy3i Ta LUTbOBOI ayauTopil.
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Kpim Toro, HeoOXimHO BpaxOBYBaTH TOTCHIIIHI PH3HWKH, IOB’sI3aHi 3
penyTaliitHIMU 3arpo3aMu Ta 3aXUCTOM KOH]iIeHIIHHOT iHQopMaii.

OjHUM 3 KIFOYOBUX BHKIHKIB TP BUKOPHCTAHHI COI[AIbHUX Me/ia B
B2B-cexropi € HeoOXiAHICTh DanaHcy Mi MpodeciiHUM TOHOM KOMYHiKaIil
Ta JIONSHICTIO, sSKa € BaXJIMBOIO CKIAJOBOI0 COMIialbHUX MEPEeK.
B2B-xomMnaHii MOBHHHI 3HAWTH CBil YHIKaJILHUH ToJIOC, SIKAH JTO3BOJIUTH iM
3anumarucs npodeciiHUMH, ajle NP LBOMY JOCTaTHHO IIKaBUMH Ta
3aydeHUMH, 100 YTPUMYBaTu YyBary ayautopii B KOHKYPEHTHOMY
iHdopManiiiHOMy pocTopi corianbHUX Mepex [4].

[HmM# Ba)kMMBMK acmeKT — 1€ ajanTallis KOHTEHTY Ta CTpaTerid st
pisEux comiansanx miarpopm. Xoua LinkedIn samummaetsesi OCHOBHOO
mwiatopmoro s B2B-komywmikamiid, iHmn Mepexi, Taki sk Twitter,
Facebook Ta nHaite Instagram, takox MOXyTb OyTH e(EKTHBHHUMH 3aJI€KHO
Bix crenn¢iku Oi3Hecy Ta miTboBoi ayauropii. KoxkHa matdopma mae cBoi
0COOJIMBOCTI Ta BUMArae yHiKalbHOTO IMiJX0Ay IO CTBOPEHHS Ta MOIIMPEHHS
KOHTEHTY.

[Ile omHUM TpeHIOM, SIKHH IOCTYIIOBO HaOMpae 00epTiB y BUKOPUCTAHHI
comiansHUX Mepex Ha B2B-punky, € 3amydeHHs criBpoOiTHUKIB KOMIaHii K
ambacanopie Openngy. lLle ocobmmBo edextnBHO B B2B-cekropi, ne
MEPCOHANTBHI 3B’SI3KU Ta PEMyTAallisl BiIIrparoTh KIKOYOBY POJIb Y NPUIHATTI
PpiLlIEHb PO CHIBIIPALIO.

BiIeo-KOHTEHT B COLaJIbHUX Meia TaK0XK CTa€ Bce OUIbII BaXKIUBUM
st mignpuemcts  Ha  B2B-punky.  Bigeo  no3Bosise  eeKTHBHO
JNEMOHCTPYBATH CKIIQJHI MPOAYKTH ab0 TOCIYTH, JUTUTHCS EKCIIEPTHUMH
JyMKaMH Ta CTBOPIOBATH OiJbII eMOIIHHUI 3B’SI30K 3 ayautopiero. Takxi
(dopmary, sk BeOiHApH, SKCIIEPTHI IHTEPB’I0 Ta Bifeo-KeHCH, JONOMAraroTh
B2B-OpenaaM BUIUIMTHCA B iH(POPMAIIfHOMY MOTOII Ta HAJATH LIHHICTH
CBOilt ayauTopii [5].

Are, HE3BaXKAIOYM Ha BCi IepeBaru, BUKOPUCTAHHS COLIANBHUX MEpexk
mignpueMctBoM Ha B2B-puaky Mae i cBoi Bukimkn. OTHHUM 3 HHX €
ckianHicTh BuMiptoBaHHs ROI (moBepHEHHS iHBECTHIIH) BiJi aKTUBHOCTI B
COLIIAIBHUX MEpexkax, OCOOJMBO BPAaXOBYIOUM MOBTHH LHUKJI IPOJAXiB,
xapaktepuuii s B2B-cexropy. KommnaHnisiM HeoOXimHO po3poOisiTé
KOMIUIEKCHI CHCTEMH OLIHKH e(EeKTUBHOCTI, SIKI BpaxOBYIOTb HE TUIBKH
npsiMi  KOHBepcCii, aje W Taki TMOKa3HWKH, SK MiABUINEHHS BIi3HABAHOCTI
OpeH[y, MOKpAIIeHHs SKOCTI JIIAIB Ta CKOPOYCHHS IUKITY IIPOIaXKiB.

[HIM# BHKIMK TIOB’S3aHWUH 3 HEOOXIMHICTIO IMOCTIHHOTO CTBOPEHHS
SIKICHOTO KOHTEHTY. B2B-koMmrmanii MOBMHHI iHBECTYBaTH 3HA4YHI pecypcH B
pO3pOOKY KOHTEHT-CTpaTerii, sika Oyne BiamoBimatu iH(pOpMALiTHEM
152



morpebaM IXHBOI aymUTOpii Ha pI3HUX eTamax KyIMiBEIbHOTO MUIAXY.
Ile Bumarae He TUIBKHM TTIMOOKOTO PO3YMIHHS NPOJAYKTY Ta PUHKY, ane i
KpeaTHBHOTI'O MiIX0.Ly /10 nojadi iHdopmartii.

Takoxx BapTo BiA3HAYMTH, L0 YCIHIIIHE BUKOPHCTaHHS COIaJbHHUX
MepeX YacTO BHUMarae 3MIHM OpraHi3amifHOI KyJIbTypH Ta IIPOIECiB
BcepenuHi kommanii. Ile Moxke BKIIIOYaTH HaBYaHHS CITIBPOOITHUKIB,
nepeOyIoBY MPOLECiB KOMYHIKAIii MiXK BiJIiTaMHd MapKeTHHTY Ta IPOIAXKIB,
a TaKOXX BIIPOBAPKCHHS HOBUX METPHK OLIHKH €()EeKTHBHOCTI.

Otxe, cowiaigbHi Mepexi BiAIrparoTh KPUTHYHY POJb B IHHOBALlIHUX
30yTOBHX cCTparerisix mignpueMcts Ha B2B-puHKy, Hagawoum HOBI
MOJMUIMBOCTI ISl B3a€EMOJii 3 KIIEHTAMH, IMiABHIIEHHSI e(QEeKTUBHOCTI
MapKeTHHIOBUX 3YCHJIb Ta IOCATHEHHS KOHKYPEHTHHX IiepeBar. BoHH
JIO3BOJIIIOTh KOMITAHISIM CTBOPIOBATH OLTBIN MEPCOHAI30BaHI Ta PEJICBaHTHI
KOMYHIKaIlii, pO3MIMPIOBATH CBOIO INPHCYTHICTP HAa PUHKY Ta OyIyBaTH
JOBIOCTPOKOBI BiJIHOCHHU 3 KJII€EHTAaMH Ta MTapTHEPaMU.

INonanei DOCTiAKEHHS B 1[Il rady3i MalOTh 30CEPEIUTHCS Ha PO3poOLi
METOAWK OIIHKK e(QEeKTHBHOCTI BHUKOPHCTAaHHA COIIaJBHUX MEpPeX B
B2B-mapkeTuHTy, BUBUEHHI BIUINBY HOBHX TEXHOJIOTIH (TaKHWX SK IITYYHHN
IHTEJIKT Ta MallMHHE HaBYaHHS) Ha CTpaTerii coIiaJbHUX MEpex B
B2B-cektopi, a TakoX Ha CTBOPCHHI Taly3eBUX CTaHIAPTIB HaWKpaIINX
MIPaKTHK. Ile JI03BOJINTH B2B-kxommanismM OlIbII e(heKTHBHO
BUKOPHCTOBYBATH IIOTEHILIAJ COLaJbHUX MeJlia JUIsl JOCSITHEHHS CBOIX
6i3Hec-1izel Ta 3MIITHEHHS MO3HUIIiil HAa PHHKY.
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