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ITynin FOpiii Onerosuy

acnipanm xaghedpu mapxkemuney

JIBH3 «Kuiscvokuti HayioHanbHUull eKOHOMIUHUL YHigepcumem imeni Baouma I'emvmarnay
(Kuis, Ykpaina)

CTPATETIA I TAKTUKA IHTEPHET-MAPKETUHT'Y KOMITAHIM-
JAUCTPUBYTOPIB HA B2B PUHKY

Y cmammi posensnymo cman 3acmocyeanns incmpymenmie inmepnem-mapkemunzy Ha B2B
PUHKY 8 Yxpaiuni ma ceimi. 3a pe3yrbmamamu npo8edeHo20 coyiono2iuHo20 ONUMY8antsa gaxisyis iz
3aKynigenb 6U3HAYEHO 0COOIUBOCMI GUKOPUCMAHHA IHCMPYMEHMIE IHMepHem-MapKemuney Ha PUHKY
2HYYUK020 MPAHCNOPMHO20 NAKYEAHHA. Busnauyeno OCHOG6MI cmpameziuHi ma Maxmuyui Kpoxku 3
po30y0osu IHmMepHem-MapKemuHey y KOMRauiax-oucmpubymopax wua punky B2B. Anpobayiio
Ppekomenoosanux incmpymenmis npoeedeno y TOB «Manyni Yxpaina JImoy. Poskpumo ocobrusocmi
opeanizayii inmepuem-mapkemunzy Ha nionpuemcmeax B2B cexmopa. 3a oonomozoio kopensyiiro-
pezpecilinoeo aHanizy 8USHAYEHO 3ANEHCHICIb MIJIC KIbKICMIO KIiEHMI8 NIONPUEMCMEA MA KLTbKICIO
8i06i0y8auie caiimy 3a paxyHoK OpP2aHiuHO20 Ma PeKIAMHOZ0 HOULYKY.

KirodoBi crnoBa: iHTepHET-MapKeTHHT, cekTtop B2B, opraHiyHMii mMOIIyK, KOHTEKCTHA
peKIaMa, pHHOK THYYKOT'O TPAHCIIOPTHOTO MaKyBaHHS

DOI: 10.15276/mdt.2.4.2018.3

IlocTtanoBKka mnpobieMH B 3arajJlbHOMY BHIVISAI Ta ii 3B'AI30K 3 Ba'KJIMBUMU
HAYKOBUMHM 200 NPaKTHYHMMHM 3aBJaHHAMHM. CpOrogHi OCHOBHMMH IHCTpYMEHTaMHU
MPOCYBaHHS MPOAYKIli Ha puHKY B2B B VYkpaiHi 3ayimimiaroThCsi crieriagizoBaHi BUCTaBKH,
pexiama y 3MI, XomoaHi A3BiHKH, MOIITOBI PO3CHJIKM Ta MEPCOHANbHI 3yCTpiui TOILO.
[HTepHET-MapKETUHT, SIK IHCTPYMEHT MapKETHHTY, II0 aKTHMBHO 3aCTOCOBYETHCS B CEKTOPI
B2C, nume nounHae HaOyBatu momupeHHs y B2B cekropi. BinnoBigHo HaykoBi po3BigKu
30pIEHTOBaHI Ha po3po0Ky €(hEeKTMBHOIO MEXaHI3MY MPOCYBaHHS MPOJYKLIi 3a JOIOMOTO0
IHTepHeT-MapKeTHHTY AJis KOMITaHiii cekTopa B2B Ha cTpaTeriyHoMy Ta TAKTUYHOMY PiBHSX.

AHaJi3 ocTaHHiX gociailzkeHb i myOaikaniii, B SIKUX NOKJIaJeHMH T0YATOK
BUPILLICHHIO 1aHOI PO0JIeMH i HA SIKI CIMPAETHCA ABTOP. [HTEpHET-MapKETUHT 3arajaoM Ta
HOTO0 OCHOBHI IHCTpYMEHTH A0chikyt0Th Lisamenko C.M. [1], JlutoBuenko L.JI. [2] Ta iHmIi.
[TutanHs ocoOiMBOCTEH IHTEPHET-MAPKETHMHTY Ha PpUHKaX TOBApiB IMPOMHUCIOBOIO
NpPU3HAUYEHHS MIAHIMAOTh y AociikeHHsax MatsiiB M.S. [3], Menbuuk FO.M. [4] Ta iHmI1.

Bupinennsi HeBHpPIIEHMX paHille 4YacTHH 3arajbHoOI NpPo0JieMH, KOTPHM
NPUCBAYYETHCA CTATTSA. AHali3 JITEpaTypHUX JKEpesl CBIJUUTH MPO HEAOCTAaTHIO yBary,
10 NPUIUIAETHCS MpoOIeMaTHIll 3aCTOCYBAaHHS 1HTepHET-MapkeTuHry y B2B cermenti ta
OKpeMHux Horo ranyssax. He posrmnsaerscs cnenudika iHTepHET-MapKETUHTY Y MiIITPHEMCTB-
BUPOOHHUKIB Ta IUCTPUOYTOPIB.

© 2018 The Authors. This is an open access article under the CC BY license
(http://creativecommons.org/licenses/by/4.0/)

44


http://creativecommons.org/licenses/by/4.0/

ISSN 2522-9087  (Print)
ISSN 2523-434X (Online)

MapxkeTuHr i TUdpoBi TEXHOJIOT1T Tom 2, Ne 4, 2018

@opMyJIIOBAHHSI MeTH CTATTi (IMOCTAHOBKA 3aBjJaHHsl). MeTor cTaTTi €
JIOCJTIJDKEHHST OCOOJIMBOCTEH 1HTEepHET-MapKeTUHTy y B2B cerMeHTi Ha mpukiami ramysi
THYYKOTO TPAHCIIOPTHOTO IMAaKyBaHHsS, BH3HAYCHHS OCHOBHUX CTPATETiYHUX Ta TaKTHYHUX
KPOKIB 3 MOT'0 BIPOBAKCHHS Y MIANPUEMCTBaX-TUCTprOyTOopax Ha npukianai TOB «Manymi
Vkpaina JItoy.

BukJiiajeHHsI OCHOBHOIO MaTepiajly JOCHiIKeHHS 3 NMOBHUM OOIPYHTYBAHHSM
OTPUMAHHUX HAYKOBHUX pe3yJbTaTiB. [HTEpHET-MapKETHHT, SKUI TPAIUIIIITHO PO3TIISIIAE€THCS
K 1HCTPYMEHT MapkeTHHTy B cekTopi B2C, moumHae 3aBOHOBYBAaTH MO3HUIlI HA pPHUHKaX
TOBApiB MPOMUCIOBOTO MpHU3HAYCHHA. Tak, 3a JaHUMU JTociipKeHHs areHmii DemandWave
«2017 State of B2B Digital Marketing», 64% onuranux wmapkeronoris B2B cektopa
IUTaHYBaJdM 30UTBIIUTH BHUTpPATH Ha IHTEPHET-MApKETUHT, Npuuomy 62% pecroH/CHTIB
BKa3aJM, MI0 YacTKa LUX BUTPAT Y MapKeTHMHroBoMYy OrojxeTi mepeBuirye 26%. OCHOBHY
METy iHTepHeT-MapkeTuHry B2B pecrnonmeHTH BOAYarOTh Yy 3pOCTaHHI KUTBKOCTI SIKICHUX
JmigiB. SIKI0 pO3MISIHYTH IHCTPYMEHTH, SIKI BHKOPHCTOBYIOTH B2B kommanii, TO 3MiHH
BiZOyBarOThCA MBHIKO (pHC. 1).
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Pucynok 1 — JIlunamika BUKOPUCTaHHS IHCTpYMeHTIB [HTepHeT-MapkeTuHry B2B
MapKeToJjioraMu y cBiTi [, 6]

MosxeMo 3poOMTH BHMCHOBOK MpO 3pOCTaHHs KuibkocTi B2B mignpueMmcTs, ki
BUKOPUCTOBYIOTh 1HCTPYMEHTH [HTE€pHET-MapKeTHHIy, 30Kpema, HaiOuIbIuil mpupict
XapaKTepHU# [uisi MeAiiHoI pekiamu. JIiAupyroTh €1eKTpOHHI JUCTH, COLIaJbHI MEpexi Ta
opraniyHuid nomyk. [Ipuuomy nuiie 3a pik BUKOPUCTAHHS COLIAJIBHUX MEpPEeX BHUIIEPEIUIIO
€JICKTPOHHI JINCTH.

BopHouac, SKIIO MOJMBUTHCH HAa T€, fAKI 3 IUX IHCTPYMEHTIB T'€HEPYIOTh JOXij
MIITPUEMCTB, TO MOKEMO 3pOOUTH BHCHOBOK, III0 XOU JUHAMIKa 1 € MMO3UTUBHOKO TSI BCIX,
OJIHaK HalOUIbII e(EeKTUBHUMH 3aJIMIIAIOTHCSI — €JIEKTPOHHI JIMCTH, OpPTraHIYHUN MOLIYK Ta
KOHTEKCTHA peKiama (puc. 2).
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Pucynok 2 — Jlunamika yactku B2B nignpueMcTs, B sIKUX 1HCTpyMeHTH [HTepHeT
MapKeTUHTY reHepye aoxin [5, 6]

Curyarisi Ha yKpaiHCBKOMY PHHKY TOBapiB IPOMHCIOBOTO NPU3HAYEHHS € JIOBOJI
cxoxow. Tak, 3a gaHuMmu JociipkeHHs areHuli Promodo «Sk ykpaincekuii 6i3Hec
BUKOPUCTOBYE iHTEpHET-MapKeTHHT» [7], 89% KommaHiii BeAyTh KOPHIOPATUBHY CTOPIHKY Y
colLiabHUX Mepexkax, 77% BUKOPUCTOBYIOTH MOIIYKOBY ONTUMI3aliio Ta 75% KOHTEKCTHY
pexinaMy. Binplly 4acTHHY KITI€HTIB MPUHOCATH caMe JiBa OCTaHHI iHCTpyMeHTH. Y 25%
HiAIPUEMCTB  HAWOUIBII JIOXIHUM 1HCTPYMEHTOM IHTEPHET-MapKETHHTY € TMOIIYyKOBa
ormruMizanis. 75% KoMIaHii 30UTbIIIM OFOKET Ha IHTEpPHET-MapKeTHHT, a 59% IUIaHyIOTh
HOro 301IBLIUTH.

[Ilo0 KOHTEHTHOI CKJIag0BOI IHTEpHET-MapKeTHHTY, TO Yy MDKHApPOIHIN MpaKTHIIi
B2B iHnTepHET-MapKETHHTY IIEPEBaKal0Th Bijco Ta 6ioru (puc. 3).
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Pucynok 3 — Jlunamika THUIIB KOHTEHTY, SIKUI poroHyeThes B2B mapkeTonoramu
y cBiTi [5,6]

Cnin BIA3HAUWTH, 110 HAWOULIBII TOMYJSApHI (OPMHU KOHTEHTY HEe 3a0e3MedyroTh
HaNO1IBIIO0l TeHeparlii 10X0ay, 30UIbIIeHHS] OCTAHHBOTO 3a0€3MeUyIOTh TaKi BUIU KOHTEHTY,
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sk White papers ta BeGinapu. Cutyaris Ha ykpaincbkoMy B2B punky Burisgae inakime. 3a
nanumu nociipkeHas B2B Ray «Kontent-mapketunr B B2B: cran ta nepcnexktuBu y 2016
pori» [8] mimnpueMcTBa reHepyIOTh TaKi BUIU KOHTEHTY, SIK IOCTH JJISl COLIAIbHIX MEPEeXK,
MIPE3eHTAaIlll 71 TTO/Iii, OJI0TH, BIZICO, CTATTI Ta €IEKTPOHHY PO3CUIIKY (pHC. 4).
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Pucynok 4 — Buau KOHTEHTY, sIKi CTBOpIOIOThcs B2B mapkeronoramu B YkpaiHi
Jlxeperno: moOymoBaHO Ha OCHOBI [8, 9]

MoxeMo 3poOUTH BHCHOBOK, IO KOHTEHTH, SIKIi MOTEHIIHHO MOXXYTb T'€HEpyBaTH
noxin (white papers Ta BeOiHapu), He HaOyau TOIMMPEHHS B YKpaiHi, Xo4a W MarTh
NO3UTHUBHY JAMHAMIKy. Bi€eo-KOHTEHT, 3pOCTaHHS MOMYISPHOCTI SIKOTO € CBITOBUM TPEHJIOM,
B YKpaiHi Hapa3i HaBITb CKOPOUYETHCS.

3 METOI0 BU3HAYEHHS HAaHOUIbII MPIOPUTETHUX IHCTPYMEHTIB i1HTEPHET-MAapKETHHTY
JUISL OKPEMHUX CETMEHTIB PUHKY THYUYKOI'O IaKyBaHHsA Oyso NpoBeAeHO onuTyBaHHs 130
KJTIE€HTIB (cremianicTiB BiaaumiB 3akymniBens) TOB «Manyni Ykpaina JItmy.

3a pe3ynpTaTaMu ONUTYBAaHHS BUSBJIICHO, IO TMPU BUHUKHEHHI MOTPEOW y HOBOMY
Mmarepiajii 4d OOJIalHaHHI PECHOHAEHTH, B TEpIly 4Yepry, 3BepTaroTbCcs 10 MOLIYKOBHX
pecypciB. BifmoBijHo moirykoBa onTHMI3aIlis CailiTiB Mae KpUTHYHE 3HA4YEHHS (puUC. 5).
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Pucynok 5 — CtpykTypa BianoBiaen Ha 3anuTaHHs «Skio y Bac BuHuKae nmotpeda y HOBOMY
MaTepiaii un o0naaHaHH1, Sk Bu nounHaete nonryk? (Ha3py4Himui crnocid)»
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Cain 3a3HaYUTH, O PECIIOHJACHTH KPUTHUYHO CTABISATHCS IO KOHTEKCTHOI PEKIaMHU.
BisnbIlie OJOBUHYU 3 HUX HIKOJM HE MEPEXOJITh HAa CTOPIHKH, IMO3HAUYECHI SIK peKiama, a Iie
38% meHIIe NOBIpAIOTH iHPOPMALIi HA TaKUX CTOpiHKaX. TOMy BUKOpPHCTaHHS KOHTEKCTHOT
pekitamu kommaniii B2B cexTopa moBuHHO OyTH BUBa)keHUM (pHc. 6).
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Pucynok 6 — CtpykTypa BianoBifei Ha 3anutanns «Uu nepexoaute Bu Ha cTOpiHKH, SKi
MO3HAYEHI B MOITYKOBUX CUCTEMaX SIK PEKJIaMHi?»

OntuManbHUM  criocoboM  oTpuMaHHs iH(opMmarii Big mocradadbHuKa 85%
PECTIOHJICHTIB Ha3BaJu eJeKTPOHHI JiucTu. [1{0/10 KOHTEHTY, SIKUH iKaBUi KiIieHTaM, TO 92%
PECIIOHICHTIB XOTUIM O OTpUMYyBaTH iH(OpPMAIIit0 PO HOBI IPOIYKTH (pHC. 7).

OTxe, BHU3HA4YE€HO, IO IHTEPHET-MAPKETHHI IIe He HaOyB IMOIIMPEHHS Ccepel
nianpuemMcts B2B cekropa, 1 posrisgaerscs Oinplie SIK  adbTEPHATHBHUN  BapiaHT
NPOCYBaHHS 32 YMOB OOMEXeHOCTi abo BIJCYTHOCTI MAapKETHHTOBOTO  OIOJIKETY.
OnTtuManbHUM, Ha Hamy AYMKY, € MOJEIb MAapKETHHTOBOi IiSUIBHOCTI, IO BKIIOYAE
NO€AHAHHS OHJaH Ta oddnaitn MmapkerunroBoi aktuBHocTi. Jlns B2B  cextopa
HalBaXJIMBIIIUM 1HCTpyMeHTOM B2B MapkeTuHry € MomrykoBa ONTHUMI3allis calTy, HOro
3pYYHICTH Ta HallOBHEHHS.

HOBI HPOYKTH 92%

MOpaIy 010 BAOCKOHAJICHHS iCHYFOUUX

- 54%
TEXHOJIOT1H

YCIHIIIHI peasi30BaHi MPOEKTH B YKpaiHi 31%

YCHIILIHI peasti3oBaHi MPOeKTH B €Bporti 23%

0% 20% 40% 60% 80% 100%

Puc. 7. Po3nonin Bianosifei Ha nmutaHHs «Sky iHdopMmarito Bu xotinu 6 oTpuMyBatu Bij
MOCTavaIbHUKA?
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VY HalOUIbII 3araJlbHOMYy BHIJIAII TPOLIEC BIPOBAKCHHS IHTEPHET-MAPKETUHTY Y
koMmrtanii B2B cektopa Ha cTpareriayHoMy piBHI NPEACTaBICHO HA puc. 8.

AHati3 MapKeTUHTOBOi aKTHUBHOCTI KOHKYPEHTIB,
MOBEJIHKY KITI€HTIB Ta ayJUT BIACHUX PECYPCIB B
IarepHeTi

@DopMyIIOBaHHS CTPATETIYHUX IiJIeH iHTepHeT-
MapKETHHTY KOMIIaHii BiJITIOBITHO JI0 CTpaTeriuHuX
Oi3Hec-1iIei

Bubip crpaterii iHTepHET-MapKETHUHTY 3aJI€KHO BiJl
TUILY IPOJYKTY

®dopmyBaHHS ONTUMAIBLHOI IPOTPaMH iHTEPHET-
MapKETHHTY Ta IMIIJIEMEHTAIlisl OpraHi3alifHuX 3MiH

OuiHka e(eKTUBHOCTI MPOrpaMy iHTEpPHET-MapKETHHTY

Pucynok 8 — Cxema BipoBapkeHHs [HTepHET-MapKETUHTY Ha CTPATET1YHOMY PiBHI
Jlxepeno: aBTOpchKa po3podka

MeTtoauKy TOpPIBHSUIBHOTO aHamidy nisuibHOCcTi B2B  mimnpuemctB y Hampsimi
IHTEepHET-MapKETUHTY MPEICTABICHO Y HAIIUX MONEPEIHIX JOCIIKEHHIX. 3a3HaYUMO JIUIIE,
10 BOHA Tependayae MOPIBHSHHS TaKWX IOKA3HHUKIB, K CEPEIHs KUIbKICTh CTOPIHOK, IO
MEPerIsIaeThCs Ha CaiTi, cepeHiil yac mepeOyBaHHS Ha CaiTi, BIICOTOK BiIMOB Ha CaMTi
KOMITaHii, BHIUMICTb CaWTy KOMIIaHii, KUTbKicTh KitodoBux ciiB y TOII 20, kinbkicTh
MOCUJIaHb 31 CTOPIHOK CTOPOHHIX PECypcCiB, KIIbKICTh 30BHIIIHIX CTOPiHOK, Serpstat Trust
Rank. Kpim Toro, BapTo npoananizyBaTu rioOanbHi TpEeHAM IHTEpHET-MapKeTuHry y B2B
CEKTOp1 Ta MPAKTUKHU MPOBITHUX KOMITaHI| Taity3i y CBITI.

AHani3 MOBEAIHKM LIIbOBOI ayAUTOPIi PEKOMEHAYEMO IMPOBOJUTH 3a JIOTIOMOTOIO
ONUTYBaHb, €KCMEPTHUX iHTEpPB’10. [IpOoBEIEHO OMUTYBAaHHS Cepel CIOXKHUBAYIB OKPEMHX
BU/IIB THYYKOT'O TaKyBaHHS (CTPETY-ILIIBKH, 110110J1€(DIHOBOI IUTIBKU Ta KJelKoi cTpiuku). Ha
Horo ocHOBI OyJ0 BH3HAYEHO OCHOBHI OCOOJMBOCTI MOIIYKY MOCTadyajbHMUKIB KII€HTaAMU
cexkropa B2B B InTepHeri. OnuTyBaHHS CIEUIATICTIB 13 3aKyMiBeslb MOKa3ajio, 110 KIIEHTH
cekTopa B2B uyTnuBi 10 HOBMHOK 1 MparHyTb OTPUMYBaTH iH(OpMaIlilo Mpo HHUX. Takox
CIiJI BIAMITUTH TEHACHIII0 10 aBTOHOMHOTO IMOIIYKY, TOOTO KIIEHT MpartHe 3I1HCHUTH
caMOCTiIMHUI BHOIp HAa OCHOBI aHaJIi3y PI3HUX JpKepen iHpopMallii, 1 JIMIIe MOoTiM 3BepTaTUCh
0 moTeHIiiHuX npoaasuiB. Kiientn B2B cexkropa nmpusHavaroTh 3ycTpid, KOJU MAaroTh
chopMyinboBaHy oTpely Ta 4iTKi BUMOTHU 10 NpoaykTy. KpiM Toro, y BUNaaxKy HeoOXiTHOCTI
3aMiHU MOCTaYaIbHUKA, HAMOUTBIIT KMOBIPHO, 3BEPHYTHCS O TOTO MOCTaYalbHUKA, Bl IKOTO
OTPUMYBJIU a00 3 SIKMM IOB’A3YIOTh SIKICHUI KOHTEHT.

Crparteriudi 11l 1HTEpPHET-MApKETUHTY HOCATh MIANOPSJIKOBAaHUN XapakTep Yy
BIJTHOIIEHHI /10 MapKeTMHTOBUX LiIed mianpuemctBa. Jlns BuOopy cTparerii iHTepHeET-
MapKETHHTY MPOMIOHYEMO BUKOPUCTOBYBATH, PO3POOJICHHI MATPUYHUIN IHCTpYMEHT (pHc. 9).

Jlnst 1iboro motpiOHO, Mmo-mepiie, BUBHAYUTH THIT MPOAYKTY Ui MOKYIIS — Y € BiH
CTpaTeriyHuM YW TakTHYHUM. [lig cTpaTeriuHuM MaemMo Ha yBa3l MPOIYKT, SKUH Mae
KPUTUYHE 3HAUEHHS JJIs Oi3HECY KIIi€HTa — KJIIOYOBE 00JIaiHaHHS, OCHOBHMIA BHJI CUPOBUHH.
BiamoBiHO TaKTHYHMIA TPOAYKT HE BIIIrpae TaKoi BaroMoi poJii y 013HEC! TOKYTIIIS.

10.0. Ilynin. Cmpameczia i maxmuka iHmepHem-mapKemunzy KOMNaniu-oucmpuoymopie 49
Ha B2B punky



Marketing and Digital Technologies

Volume 2, No 4, 2018

ISSN 2522-9087  (Print)
ISSN 2523-434X (Online)

1. IToBTOpIOBANEHI

2. HenoBToproBasbHi

A. Crpareriuni

Xapaxmepucmuxa 83aemo0ii:

[Tomryk onTHMaNBEHOTO CIIiBBiJHOIICHHS
miHa/sKicTb. OTpIMaHHS HAWBHT1THIIIAX
yMoB noctaBki. KombiHatis onnaiia ta
oddaitH KOMyHIKaIlil B IIPOLIECi MTOKYTIKH
Cmpamezis

[IpencraBneHHs IPOAYKTY HA
pi3HOMaHITHUX ToproBux B2B
MalJJaHYuKaX.

Pesynomam

3amnur Ha J1igu

Xapaxmepucmuka 63aemo0ii

30ip peranpHOI iH(QOpPMAIIIT TPO MPOITYKT
Ta NMOoCTavaIbHUKIB OHNANH. OCHOBHI
eTany 37iiCHeHHs TOKYIKH o daitn
Cmpamezis

CTBOpEHHSI Ta MOIMNPEHHS SKiICHOTO
KOHTEHTY Ipo NpoayKT. [IpocyBanHs
SKCIICPTU3U KOMITaHi1

Pesyromam

3amnur Ha J1igu

B. Taktnyni

Xapaxmepucmuka 63aemo0ii

[oxyrens HagacTh TepeBary 31iHCHEHHIO
OCHOBHHX €TalliB IMOKYTIKH OHJIAWH, OKPiM
JIOTICTHKH Ta CepBicy

Cmpamezis

Buxopucrannas komOiHamii ctpareriit Al ta
A2.

Pesynomam

3amnur Ha J1igu

Xapaxmepucmuka 63aemo0ii
[Moxymens HagacTh mepeBary
3IHCHEHHIO BCiX €TaIliB MOKYIIKH
OHJIAMH

Cmpameczis

CTBOpEHHSI MOBHOI[IHHOTO iHTEPHET-
MaliTaH9rKa 32 IPUHIIAIIOM IHTepHET-
MarasuHy

Pesyromam

3nilficHeHa OKyIKa

Pucynok 9 — Marpuunuii iHCTpyMEHT BHOOpY cTparterii inTepHeT-MapkeTuHry B2B kommnanii

[To-mpyre, ciig BU3HAYHMTH, YU MPOAYKT HAJCKHUTH JIO MOBTOPIOBAHHUX, TaKUX, IIO
3aKyMOBYIOTHCSI Ha PETYJSpHIM OCHOBI, YM HEMOBTOPIOBAHUX (OJHOPA30BUX) MOKYIOK.
3aneXHO BiJ TOTrO, JO SIKOI KaTeropii MmoTparsisie ToBap, Oyle 3aJiekaTH XapaKTePUCTHKA
B3a€MOJI1 TOKYIISA 1 MpOJAaBLid, a TaKoXk MoBeldiHKa B I[HTepHETI (CHiBBIOHOLICHHS MiX
OHJIAMH Ta o¢¢IraiiH KOMYHIKAIII€I0).

BnpoBamkenHss  iHTepHeT-MapkeTMHry Ha  B2B  miampuemcTBi  HMOBHHHO
CYMPOBOKYBATHCH BIAMOBIIHUMH OpraHi3alliiHUMU 3MiHAMHU, SIK1 BIJIMOBIAAIOTh Cy4aCHUM
BHMOTaM BUKOPHUCTAaHHS IMX iHCTpyMeHTiB. Ha puc. 10 HaBeZileHO peKOMEHI0BaHy CTPYKTYpPY
¢axiBLiB, K1 NIATPUMYBATUMYTh QYHKI[IIO IHTEPHET-MapKETHUHTY B KOMIIaHIi.

KepiBHuk 3
MapKETHUHTY
1
| | 1
[TpoaakT CrieriayicTi 3 KOHTEKCTHOL
P AHamTUK pexiamu, SEO,
MEHEDKEPH

KOMipalTHHTY, AH3aliHY
Pucynok 10 — OpranizaniiiHa ckiasoBa QyHKIIT iIHTEpHET-MapKETHHTY

VY HaBeJleHI cXeMi poJib KEpIBHUKA BIAJAITY MAapKETHHTY TMOJArae y KOOpIHHALi
po0OTH KOMaHAM IHTEPHET-MapKETHUHTY 3 poOOTO0 BiAaLTy mpoaaxis. IIpogakT-meHemxepu
€ HoCisIMH 1H(opMaIlii mpo MPOAYKT, KIII€HTIB Ta PUHOK. AHATITHUK IOTYE JaHi s TPUHHATTS
pillieHb, aHajmi3ye KIEHTCHKUM JOCBiA, peanizye (QyHKIio BeO-aHamiTUKA. [pyma
CHeLIaJiCTIB BKIIOYa€E, B MEpIly 4epry, (axiBliB 3 KOHTEKCTHOI PEKIaMU Ta IOIIYKOBOT
onTumizanii caity. JlonmomixkHi QyHKIII BUKOHYE KomipailTep a0 KOHTEHT-MEHEKep, SIKUi
BIJIMOBiJa€ 3a MIATOTOBKY CTaTei, HOBHUH, BEAEHHS OJIOTiB, MiJTOTOBKY pPO3CHUIIOK
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€JIGKTPOHHOIO TIOMITOI0, @ TaKOX Ju3aiiHep, 10 (YHKIIOHATY SKOTO BXOJUTH MiATOTOBKA
BI3yaJIbHHX MartepiajiB — iHporpadiku, Bieo, 0 BiAMOBIAAIOTH (GipMOBOMY CTHIIIO, a TAKOXK
BeO-M3aiiHep, BIANOBIJAIILHUI 32 Bi3yalbHEe MPEACTaBICHHS BeO-caiiTy Ta Horo 103a0iiTi.

[Ipu BHOOpPI IHCTPYMEHTIB IHTEPHET-MAPKETHHIY CJiJ BPaxOBYBAaTH OCOOJMBOCTI
kiIieHTiB y B2B cekropi, a came, 110 BOHU 3BEPTAIOTHCS 10 MOCTAYaIbHHKIB, SK MPABUIIO,
SKIIO MATh NMPOOJIEMH 3 SAKICTIO MPOIYKIIii, YaCTO IIYKalOTh TJI00abHI PIIICHHS, TOBOJI
CKETITUYHI 1 MOBIJILHO 3MIHIOIOTh TOYKY 30DY.

OCHOBHUMH 1HCTPYMEHTAMH B 1HTEpHET-MapKeTHHTY /Uil B2B cekTopa € momrykoBa
ontumizanis caiity (SEO) ta koHTekcTHa pekinama. Bubip iHcTpymeHTy Oyne 3amexaru BiX
IiIJIEH Ta 9acCOBOT'O TOPU30HTY iHTEPHET-MapKeTUHTY. [lomrykoBa ontumizaiisi CauTy € OLIbIIT
CTpaTEeTiYHUM IHCTPYMEHTOM, ii peaiizalis moTpedye BUTpAT yacy, CTBOPEHHS KOHTEHTY Ta
PO3BUTOK Mepexi mocuianb. Lleil 1HCTpYyMEHT MigXOAUTh [UIsi MYJIbTUIPOIYKTOBUX
KoMmmaHii. CaM THCTPYMEHT BBaXKAETHCSI «YMOBHO» O€3KOIITOBHUM, A€ JJIs TOTO 100 BiH
3ampalroBaB, HEOOXIMHO 3MIMCHUTH IUIMK psJa BHUTpAT: po3poOKa Ta HANOBHEHHS CaWTy,
CTBOPEHHS KOHTEHTY, IJIaTa 33 IOCUJIaHHS.

KonTekcTHa pekiama gae pe3ynbTaT y KOPOTKOCTPOKOBIHM MEPCIEKTHBI, € IJIATHOIO.
Bona migxomuth Oinbime Ui MOHONPOAYKTOBMX KoMmmaHid. Cepex HETONIKIB  CIif
BI[3HAYUTH yIEepeKEeHE CTaBJIeHHS 10 iHdopMalii sK peKJIamMHOi, MpPOo IO, 30Kpema,
CBiAUaTh 1 pe3ynbTaTé onuTyBaHHs KiieHTiB TOB «Manym Ykpaina JIToy.

YouTube-kaHaia MOKHA PO3TJISIATH SIK OJJMH 3 CJICMEHTIB KOHTCHT-MapKETHUHTY, TaK i
OKpeMUil IHCTPYMEHT, SKHI MOKE TeHepyBaTH JIi TH.

Lli iHCTpYMEHTH IHTEPHET-MapKETUHTY BEAyTh MOTEHI[IHHOTO KJII€HTa Ha TIEBHY
CTOPiHKY caiiTy komnanii. OCHOBHI KpHUTepii aKocTi caifTy ans B2B kiienta — me 103a6imiti Ta
SIKICHE HaITOBHEHHsI B€O-CTOPIHOK iH(OpMaIli€ro mpo ToBap.

Habip iHCTpyMeHTIB iHTEpHET MapKeTHHry Komnanii B2B cexropa, Ha Hamy ITyMKy,

IOBHMHEH BKJIrOYaTH (prc. 11).
s
OnTumizariist iHpopMalii Ha caiTi
)

[MomrykoBa ontuMizaris canTy
) |

PerynsipHe oHOBJIEHHS iHpOpMaLil Ha caiTi
Posminienns crarreit Ha 30BHimHIX B2B mopranax
KonTeHT-1U1ad Ha MicALb

Poscunka e.]'[eKTpOHHO'l. IOLITH
Y 4

KonrekcTha pekiama
24

Pucynok 11 — PekomennoBanuii Habip IHCTPYMEHTIB IHTepHET-MapKeTuHry it B2B
KOMIaHii

OnepatuBHE  yNpaBIiHHA  IHTEPHET-MAapKETUHIOM  MIANPUEMCTBA  MOBUHHO
nepeadavyaT CTBOPEHHsI MOCTIHHOI CUCTEMH MOHITOPHUHTY Ta ONEPAaTHBHOIO KOPUTYBAaHHS.
JI1s1 MOHITOPUHTY BHKOPHCTOBYIOTHCSI Pi3HI IHCTPYMEHTH BeO-aHaNITUKH, 30kpeMa Rating
Google Serpstat, skuii 103BOJII€E MOPIBHATH MO3UIIT CaliTy KOMMIaHii 3 KOHKypeHTaMH. 3a
pe3yJibTaTaMl MOHITOPUHTY HEOOX1HO BXKHMBATH BiANOBIAHI Aii, Hanpukian, TOB «Manymi
VYxpaina JITo» Ha OCHOBI MOHITOPUHTY pe3yJIbTaTiB BKMBA€E Taki KOpUryrodi aii (tadum. 1).
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Tabmuus 1 — MOHITOPUHT Ta KOPUTYBAaHHS BUKOPHCTAHHS KOHTEKCTHOT pEKIaMu

[epiognuHicTh Kopurytoui nii

MMomicsams [Nepernsamati cTaBKH 3a KITIK Ta 32 HEOOXiTHOCTI KOPUTYBATH iX (HATIPUKIIA, SKIIIO
BTpaueHo Oinbie 10% mokasiB yepe3 HEMOCTAaTHIHN OFO/KET UM HU3bKY CTaBKY B
CTaTUCTHIII AyKIIIOHIB)

I[TeperasaaTi HOIIYKOBI 3aIIUTH Ta JOIMOBHIOBATH CITUCKU aKTyaJbHUX KIIFOYOBUX
CITiB Ta MiHyC-CIIiB

[[oxBapTanbHO JlomaBaTy HOBi OTOJIOIIEHHS Ta TECTYBAaTH KaMITaHii
Brocutyn 3MiHN Ha CTOPIHKU CalTy 3a]UIs TiIBHIICHHS TIOKA3HUKIB SKOCTI
lopiuHo MacmtaGHi KOpUryBaHHs Ha piBHI KaMIlaHiil (BUAalIeHHs HEMOTPiOHOTO, CTBOPEHHS

HOBUX I'PYII OT'0OJIOHICHb, IMTJIAHYBAHHS HOBUX KaMITaHii

CucteMy MOHITOPHUHTY pe3yJbTaTiB IHTEPHET-MAPKETHHTY POMOHYEMO MOCUJIUTHU 32
JIOTIOMOT'OF0 THCTPYMEHTIB KOJI-TPEKIHTY.

Hanpuknan, y TOB«Manyni Ykpaina Jitn» BrnpoBamkeHo nporpamy iStat24. Bona
JIO3BOJIA€ BIACIIKOBYBATH Ta 3alKMCyBaTH TeJIe(POHHI PO3ZMOBHU 3 KIIEHTAMU Ta IHTETPYETHCS
3 CRM cucremor. 3a paxyHOK pO3MIIIEHHS Ha PI3HUX JICHIWHTOBHX CTOPIHKaX Pi3HUX
HOMEPIB TeseOHIB, BOHA JTO3BOJISIE BU3HAYUTH, SKI 3 HUX € OUIbII e(DEKTUBHUMH. AHAII3
J3BIHKIB JIO3BOJISIE€ SIK OI[IHUTH POOOTY MEHEIKEpiB 3 MPOAaXy, TaK 1 OIIHUTH 3alUTH
MOTCHIIIHHUX KJI€EHTIB, iX moTrpebu. KpiM TOro, I TEXHOJIOTiS JO3BOJISAE OIlIHIOBATH
e(peKTUBHICTh pekyiaMu B [HTepHETI, ONTHMi3yBaTH Ha0ip MOUTYKOBHUX CIIiB.

JlJis ONTUMaNbHOTO PO3MOJIITY OFOJKETY MK 1HCTPYMEHTaMU 1HTEpHET-MapKETUHTY
MPOIMOHYEMO BHKOPHUCTOBYBATH 0araroliibOBy MOJEIh omTuMizaiii. Merta po3poOieHoi
€KOHOMIKO-MaTeMaTHYHOI MoJei OaraToliiboBOi onTumizamii — BHOIp KoMOiHAILi
IHCTPYMEHTIB 1HTEPHET-MapKEeTUHTY, 10 3a0e3neyaTh HaWBUIIMKA PiBEHb €KOHOMIYHOTO Ta
komyHikaitiiinoro edekry [10]. To6To HeoOXimHO 0OpaTH i3 CYKYIHOCTI AlIbTEPHATHBHHX
pillieHb HaWKpaumid nmoprdesib IHCTPYMEHTIB iHTepHeT-MapkeTuHry F(Xi), skuil Biamoinae
HACTYITHUM YMOBaM:

X = 1, axwo obpano i — muii nopmepens (1)
' 0, y npomunesicnomy eunaoxy

F(xi>=max(iaj £(x,) @

da;=1 a0 3)

iy G0 =min £ ()
j (%)= max f; (x;)—min fj(xi)'

(4)

ne, i — HOMep Habopy IHCTPYMEHTIB IHTEPHET-MapKeTHUHTY Yy CKJIaAl MOKIHBOL
MHOXKHHH TIOPTQEIiB iHCTPYMEHTIB iHTepHET-MapKeTuHry ( i=1,n ); ] — HOMEp KpUTEpito
ONTHUMAJIBHOCTI, BIIMOBIIHO JO SIKOTO OyJI0O OTpUMaHe ONTHMaibHe pimeHHs ( j=1,m);
f,;(x;) — MHOXWMHAQ YHMCIOBMX OLIHOK J-TOTO (YHKIIOHATy IO i-TOMY albTEPHATUBHOMY
noptdento IHCTPYMEHTIB iHTepHeT-MapkeTuHry; Fi(Xi) — ontumanpHuil i-THI TOpTQENs
IHCTPYMEHTIB 1HTEpHET-MapKETUHTY, OOpaHHil 3 MOXJIMBOI MHOXXMHM BHOOpPY L€l 3amaui;

H . - . .

f"(x;) — HOpMmanizoBaHe YMCIIOBE 3HAYECHHS -TOTO KPUTEPil0 3a i-TUM TOpThenem
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IHCTPYMEHTIB IHTEpHET-MAapKETUHTY; & — KOe(II[IEHT BaXIMBOCTI J-TOTO KPHUTEPIO
ONTUMAIBHOCTI.

3a  KkpuTepili  ONTUMAIBHOCTI  MPOMOHYEMO  BUKOPHUCTOBYBATH  IOKAa3HUKU
€KOHOMIYHOTO e(eKTy — BapTiCTh 3aJy4eHHs | KIli€eHTa, JOXiJl HAa OJHOTO KIII€HTa, Map)ka Ha
OJIHOTO KIJi€HTa, MPUOYTOK Ha | KIIE€HTa TOIIO Ta KOMYHIKAI[IHHOTO e(eKTy — 3arajibHa
KUTBKICTh BiJBIAYyBadiB, KIIBbKICTh BiBiAyBauiB, siKi nepeOyBajid Ha CTOPIHII MPOTATOM
MIEBHOI'O0 YacOBOTO IEpioay, KUIBKICTh BiABITyBadiB, SKI TEPETJISHYIU TEBHY KIJIbKICTh
CTOPIHOK, KIJBKICTh BiIBiAyBayiB, sIKi MIAMUCAINCS Ha PO3CHIKY HOBUH EJIEKTPOHHOIO
MOIITOI TOUIO.

OmnepartuBHy e(eKTUBHICTh IHCTPYMEHTIB 1IHTEPHET-MAPKETHHI MO>KEMO OILIIHUTH Ha
OCHOBI CIIBBIIHOIIIEHHSI BUTpaT 1 pe3ynbTaTy. Tak, Ha ocHoBi BuOipkm TOB «Manymi
VYkpaina JIto» 3a pesyiapTaramMu NpOJaxiB ManerooOMoTyBauiB 3a BepeceHb 2017 poky,
BH3HAYCHO, IO 3a Iei nepioa Oyso 3zailicHeHo 37 3BepTaHb BiJ 26 KOMITaHIM yepe3 KaHaIH
IHTepHEeT-MapKeTUHTY. B pe3ynprari Oyno 3aimydeHo 2 KIII€HTIB 1 3A1MCHEHO 2 MpoJaxki Ha
cymy 485599 rpu. (3 I1JIB). Mapyka 3a numu 1BoMa omepariisiMu ckiaia 74836 rpa. Butpatu
Ha IHTEpHET-MapKeTHHI 3a aHaiizoBaHwid mnepion ckinamu 3083,06 rpH. Bixmosimno,
peHTa0eNbHICTh BUTPAT HA IHTEPHET-MapKETHHT cKiana 2427%.

Jis  OmiHKKM e(EeKTUBHOCTI PI3HUX JDKepeN 3alnydeHHS Tpadiky MPOIOHYEMO
BUKOPHCTOBYBaTH METOJ KOPENSILIAHOTO perpeciiHoro aHamizy. 3arajlbHUNA BUTISL
KOPEJSAIIHHO-pErpeciitHOl MOIeIi MAaTHME BHTJISI:

Y=ax; +bx, +¢ (5)
e Y — KUIBKICTD KIII€EHTIB KOMIIaHIl;
X1 — KUIBKICTh BIJIBIyBauiB 32 paXyHOK OpraHi4HOro Tpadiky;

X2 — KUTBKICTh BiIBIyBa4iB 32 PaXyHOK PEKJIAMHOTO Tpadiky.

Jlana Mozens Oyna anpoOoBaHa Ha nanux TOB «Manyni Ykpaina JIta» 3a ciueHb
2016-rpynens 2017 poky. 3a nanumu TOB «Manyni Ykpaina JITa» oTpuMaHo Take piBHSIHHS
perpecii:

Y=99,54+0,06x1+0,02x (6)
OCHOBHI TIOKa3HUKH KOPEJSIIHHOTO-perpeciiuoi Mojen HaBeneHo y Tabm. 2. Tak,
KOe(]IIiEHTH MHOXHHHOI KOpessuii Ta aeTepMiHalii CBiAYaTh MpPO HAsBHICTb CEPEIHHOTO

PIBHS 3B’SI3KY MIXK 3aJI€)KHOIO 3MIHHOIO Ta (haKTOpaMHu.

Tabmuis 2 — [Toka3HUKU KOPESIiHHO-perpeciiiHol MoIei

ITokazHuk 3HaueHHs
KoedirieHT MHOKHHHOT KOpeJIsii 0,6504
KoediieHT MHOXHMHHOI leTepMiHanii 0,4230
CkopuroBaHuii KoedillieHT MHOKHHHOI ieTepMiHalii 0,3589
CraHjgapTHa HOMHUJIKA 19,97
KinbkicTh criocTepexeHb 23

[Toka3HUKHM SKOCTI KOE(]IIEHTIB KOpENALiHHO-perpeciiHOi MoJeNni y3arajJbHEHO Y
Tab. 3.
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Tabmuns 3 — Arani3 koe(ilieHTIB KOpesIiiHO-perpeciitnol Moaeni

[Noxa3HuKN Koedimient CranpmaptHa t-cratucTruka 3HavyIIicTh
TIOMMJIKA
KinmpkicTh KITI€HTIB, ¥ 99,54 18,8733 5,2741 0,00
KinmpkicTs oprarigHmx 0,06 0,0313 1,9055 0,0728
MIepexo/IiB Ha CaT, X1
KinpkicTh pexiIaMHIX 0,02 0,0191 1,3002 0,2099
MIepeXo/IiB Ha CaHT, Xo

Ha ix ocHOBI MO»@eMO 3pOOMTH BHCHOBOK, III0O OKpPIM HHUX, € TaKOX IHII Baromi
(dakTopH, AKi BU3HAYAIOTh KUIBKICTh KIi€HTIB. OJHAK 3 METOI0 OI[IHKM BIUIMBY IHTEPHET-
Tpadiky LS MOJenb MOXe OyTH BHKOpHCcTaHa. I[Ipo aaeKBaTHICTHP MOJEIl CBITYUTH
3HauymicTh Kputepiro dimepa (F=6,6; p(F)=0,007091).

OTrxe, Ha OCHOBI MOOYIOBAaHOI MOJENI MOXXEMO 3pOOMTH BHCHOBOK, IO TpH
3amydenHi 100 HOBUX BiiBimyBauiB BeO-caiiTy B cepenHboMy Oyne 3aidydeHo 6 KIEHTIB, a
npu 3anydeHHi 100 HOBUX BiJBiqyBauiB, 3aBASKA KOHTEKCTHIM peksiaMi KUTbKICTh 3aJIy4€HUX
KJI€HTIB cKiazne B cepeanbomy 2. ToOto, mis TOB «Manyni Ykpaina Jlta» 30inbmieHHs
opraniuHoro Tpadiky BiABiAyBa4yiB JO3BOJIUTH 3a0€3MEUUTH y TpUYl OUIBLIY KiTbKICTh
BiJIBilyBadiB y MOPIBHSAHHI 3 pEKJIAMHUAM TpaikoM.

BuCHOBKH 3 1aHOT0 JOCJII:KEHHS | MePCNEeKTUBY MOJAJbIINX PO3PO0OK 32 JaHUM
HanpsiMoM. [HTepHeT-MapkeTuHr Tpanchopmye B2B cekrop. Bin He nuiie mpornoHye HOBI
MapKETHHIOBl 1HCTPYMEHTH, ajie H 3MIHIOE€ CTPATEeTi4YHO BOPOHKY MPOJAAXiB, 1110, B CBOIO
Yepry, BIUIMBAE HA 1HIII aCTIeKTH AisUTbHOCTI MiAPHEMCTB, 30KpeMa, MOTHBALIII0 MEHE/KEPiB
3 mpoaaxy. Ilpu BuGOpi IHCTPYMEHTIB IHTEpHET-MAPKETUHTY CIIiJi BpaXOBYBaTH OCOOJIMBOCTI
kiieHTiB y B2B cekropi, a came, 110 BOHU 3BEPTAIOTHCS J0 MOCTAYaIbHHKIB, SK MPABUIIO,
AKIIO MaroTh MPOOJIEMH 3 SIKICTIO MPOAYKIIii, YacTO MIYKAIOTh INI00aIbHI pillIeHHS, TOBOII
CKENTHYHI 1 MOBUILHO 3MIHIOIOTH CBOIO TOUKY 30py. OCHOBHHMH IHCTpPYMEHTAaMH B IHTEpHET-
MmapkeTuHry st B2B cektopy € momrykoBa onrtuMizamis caidty (SEO) Ta KOHTEKCTHa
pexiama.

[Momanpn nocnipkeHHs OyayTh CIIPSMOBaHI Ha MOAENIOBAHHS ONTHMAILHOTO Hab0py
IHCTPYMEHTIB 1HTEpHET-MapKEeTUHTY MIJIPUEMCTB ceKkTopy B2B.
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Strategy and tactics of internet marketing of distributors on the B2B market.

The aim of the article. The purpose of the article is to investigate the features of Internet
marketing in the B2B segment on the example of the field of flexible transport packaging, to identify
the main strategic and tactical steps for its implementation in the distribution companies, for example,
Manuli Ukraine Ltd.

The results of the analyses. Internet marketing, which has traditionally been seen as a
marketing tool in B2C, is beginning to gain its position in the markets of industrial goods. According
to the results of the survey, it was found that when new material or equipment needs arise,
respondents first of all turn to search resources. It should be noted that respondents are very sensitive
to contextual advertising. More than half of them never go to pages labeled as advertising, and
another 38% less trust the information on such pages. The most optimal way of obtaining information
from their supplier is 85% of respondents called emails. With regard to content that is interesting to
customers, then 92% of respondents would like to receive information about new products.
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To choose an internet marketing strategy, we suggest using the matrix tool developed by us.
To do this, firstly, determine the type of product for the buyer - whether it is strategic or tactical.
Under the strategic we mean a product that is critical to a customer's business - key equipment, the
main kind of raw materials or materials, etc. Accordingly, the tactical product does not play such a
significant role in the buyer's business. Secondly, it is necessary to determine whether the product
belongs to recurring products, such as those procured on a regular basis, or non-repetitive (one-time)
purchases. Depending on the category of goods falls, the characteristics of the interaction between the
buyer and the seller, as well as the behavior on the Internet (the relationship between online and
offline communication) will depend on the product.

The main tools in Internet marketing for the B2B sector are search engine optimization (SEO)
and contextual advertising. The choice of tool will depend on the goals and time horizon of Internet
marketing. Search engine optimization is a more strategic tool, its implementation requires time
consuming, content creation and the development of a network of links. This tool is suitable for
multiproduct companies. The tool itself is considered "conditionally” free, but in order for it to work,
it is necessary to make a number of costs: the development and content of the site, the creation of
content, the fee for the link, etc. Contextual advertising results in the short term, it is paid. It is more
suitable for mono-product companies. Among the shortcomings should be noted biased attitude to
information as advertising

Conclusions and directions for further research. Based on our research, we can conclude
that gradually Internet marketing transforms the B2B sector. Not only does it offer new marketing
tools, but also strategically changes the entire sales funnel, which in turn affects other aspects of
enterprise activity, in particular, the motivation of sales managers. When choosing Internet marketing
tools, customer specificities in the B2B sector should be taken into account, namely that they are
turning to suppliers, as a rule, if they have problems with product quality, are often looking for global
solutions, are rather skeptical and slowly change their point of view. The main tools in Internet
marketing for the B2B sector are search engine optimization (SEO) and contextual advertising.
Further research will be aimed at modeling the optimal set of Internet marketing tools for enterprises
in the B2B sector.

Keywords: internet marketing, B2B sector, organic search, contextual advertising, market of
flexible transport packaging.
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