KPOHA Bopkuwion
OoOTIiN4YiNA B2B CEINVIEHTOB

Ha ypoBHE MapKeTVHMa, MPOOYKTa, NPOOaK

SNTL

cTparera&MapKeTHT



NMNOBECTKA SNTL

1. Banu-3HaKoMCTBO

2. BopkLior

3. Obcy>KOeHVe OPrMoMEHTOB W MI1aHOB
4. ObpatHasa cBA3b - OT3bIBbl CheMKA
5. KanbgaH - Mo »xenaHno

2-2,5 yaca



OBO MHE SNTL

EX

NOW

® YNpaBnao NPoOyKTaMmi 1 MapKETUHIOM B
Pharmznanie.ru, Erxbpharm.ru

® 1/ NIeT OMbIT B 0O/1aCTVI MAPKETVHIA, MPOLOAX U
paspPabOTKM BUBHEC-CTPAaTEr M

e X, OMBHEC-NMA I COBETHUK MO CTpaTerim
e KoHeyrsTvpyro b2b-komnaHiy 8 SNTL.ru & P

Cbep3a0poBbe
Cpenv KelcoB: e BhinyckHyk BrandMaker Marketing Operation
Academy (I epmaHus, r.Kapncpye)
MCB: 4hands, SmartyKids, Genetic-Test, MyGenetic, e Ex. COBETHWK MVHUCTDA TOProBM W1 VCIyr
[yaan, UWC, AYS-Group, Pharma.Global, Get-A-Class,

NF Pecnybonnkn balukopTocTaH no MapKeTUHry

KbB: PepsiCo, Tele2, Castorama, AUDI-Russia,
COBKOMBAHK, MIM-bark, Mango Office, TION, Calltouch



http://SNTL.ru

SAHYEM 3TO MHE SNTL

e CHOPMMPOBATH MOLLHOE OKPY>KEHME POCTa M3 eOVHbILLIEHHMKOB. HaTy
HOBbIX JpYy3€en

® HalT HOBLIX MaPTHEPOB, HOBbIE O3HEC-MOEV, MHBECTMDOBATL
e [lepkaTb pyky Ha Nynbce passnta B B2B

e HaT KIEHTOB Ha NpoayKTsl EasyReels, Ckao3HoM ayauT (oeHsrn 3a 0),
JINHHBIE KOHCYBTaLMN



crparer nA & MaPKETNHI

CTAPTVYEM
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B2B - 3T0 KaK MMHUMYM 2 cyrep- SINTL

pa3Hbix B2B
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SNTL

crparer N & MaPKETNHI

ENTERPRISE B2B B
OTIIMHYME OT HE B2B
ENTERPRISE

- Peluaet He nonbaosatess, a nokynartess (J1M1P)
- onrm UMk cOenky, MHOXECTBO LIEHTPOB MOUHATUA PELLEHNS
- A/B TeCTbl Ha Taknx KimeHTax cMepT NoA0OHb!

- MopoHble MeToaVKA B OONbLUMHCTBE Criy4aeB npuxoaat 13 B2C (1 rx
HEKOPPEKTHO MpuMeHsaoT B B2B)



NMPOLOAOKA1

Enterprise

KpYynHbI BU3HEC

CpenHunn bn3Hec

Mabih bnaHec

Tonbko TeHaepbl VIP otoen mponaxk - Ha ypoBHE
COOCTBEHHVKOB KOMMaHM 1 TOMOB, LMK/ caenk 6-9 mec.,
ARPU - 10 M/H 1 BbllLE

B OCHOBHOM TeHAEPb!, MOreHa NnoYTy HET OTAeN MPoaaK C
VIMOPOM Ha presale, umkn coenkn 3-4 mec., ARPU - 3 MiH

Knaccuyeckmn oTaen Npogark, LWk caenki 2 mec., ARPU - 1
MJTH, JIOreH npemmyLLecTBeHHO oddnamH

bbicTpble npogakm B hopmarte KL (moyvtn Ha aBTomare) -

MOXXHO mrexoddlme, ARPU - 100 Teic, Ynop digital-mapkeTuHr
mareH (mephomaHc),

SNTL

cTpaTtervd &MapKeTUHr

Posb
Sales
B scale



MAPKETVIHI

BO3MOXHbIE KAHAIJbI

SNTL

crparer N+ & MaPKETNHI

BO3MO)XXHbIV nogxon

- PR ,OdnanH-kaHanbl (MBEHT-

neCaHT + CBOU l/IBeHTbI)

MpencrtaBUTENIbCKUN MAPKETUHT:

A - KpynHbiit | Monnepska npoaa (Sales [denanTe ToueuHbl MapKeTUHr (ABM),
6u3Hec Enablement) PaboTanTe Hag NMMapPOM KOUYEBDLIX TNLL, KOMMaHUN.
5 NMpocBeTUTENbCKUN MAapPKETUHT:
B - CpepHuit | gq)”?‘l"'H‘KaHa”b' (MBEHTEI) [enaiTe KoOHPepeHLUMK, BeBUHapbI,
6usHec B Sm?'l'gaﬁKeTMHr oTpacneBble MUHN-CMW 1 mpoaBuramTe nx B
- 20cial >elling digital + CRM - MapKeTUHr
C - Manbii Digital-MapKkeTuHr:

6usHec

Knaccunyeckume digital-kaHanbl:
KOHTEKCT, TapretmHr, SEO,SMM un Tt

[denanTte inbound, nenamnte community,
nenante CPC



MTOIroO

MapKeTUHr NpoaoaXxu NpoaykKT

- PR T@Hﬂ,epbl, CBA3U, JIMYHbIE MHﬂ,MBMﬂyaﬂbele
A - KpynHbii - Od)ﬂal/lH-KaHaﬂbl npoaax>Xum (OT,EI,eJ'I npoaax c pelleHnda nog KimeHTa U
Gusnec (MBEHTbI) Gonee rny6okou cermMeHT . BeHpgop.

- Mopoep)kka npogar< NpopaboTKOM KNMeHTa)

- OdnamH-KaHanbol 5 LLIaGnoHHble COOPKU
B - CpeaHUit (MBEHTbI) Knaccudecknn oTaen NPpOAaX 1 non KnMeHTa U CerMeHT.
6usHec - Moanepskka Npoaax ncxopasime 3BOHKM, BCTPEYN, | iyrerpaTop.

. OB6pa3oBaTeNbHbI COrnacoBaHMA, MeperoBopbl

MapKeTUHI

Y . Konn-ueHT

C - Manbiit Knaccuueckue digital- LUEeHTP YHMBEpPCanbHble
6u3Hec (OMCTAaHUMOHHbIE),

KaHasbl: KOHTEKCT, SEO,
SMMuThn

BXOOALLMNM NUOreH.,
ObICTPbIV LUK COENKN

peLleHunda. SAAS.



B2B - UOEONOrst s
vCInyr B nPOOVKT SNTL

YCNYTUN KOYYUHTI -
ArEHTCTBA KOHCAJITUHI roTOBbIN NMPOAOYKT
Cpoenaem - MpoBenem BUSHEC-TPEHHT - OByHaroLLmi Kype
KOHTEKCT W 1P (CTparceccuo, LTYPM, BOPKLLIOM) - Ha60p LWabnoHos, KkHira
- [omMoXKeM HaHATL MapkeTonora - VIHCTpymeHTsl
- TexHonorm

- [TooBenem rpynmoByO KOY4Y-CECCUO
- [looBenem




B2B - NOAEOJIOIiMSHA N3 SNTL
ycnyr cTpaTervia &MapKeTHr

1+1+1+1+1



SNTL

cTpaTtervd &MapKeTUHr

KJNTIOYHYEBDbIE TESNCDbDI

e Manbih B13HEC - O4EHb MOXOXK Ha B2C notpebnenve (3 Obl ckopee
STOT CEMMEHT 3aHeC B b2C)

e ECnn Mbl MOEM 3 MaJIOro BmsHeca B BepxHMe cermeHTsl (UPMarket) -
TO KATEMOPUHYECKM BaxKHA CerMmeHTaumsa, a koraa eLle Bbille - TO
NHOMBMOYaIM3aLS,

e De3 oTaena Npodadk HUKaK Ha CerMeHTax cpeiHnn 1 Beilbe. Ecin B
MaIOM CErMEHTE OTAEN MPOLAK - STO padoTa Mo TUMY «KOS1-UeHTP»,
TO VA BbILLE HAM HY>KEH COBEPLLEHHO OPYron OTAEN MPOLK. ITO
[Ba pa3HbIX OTOena Npoaak.



HEKOTOPDIE JOBS SNTL

crparer nA & MaPKETNHI

Strategic:

* COCTaBUTbL agile-CcTpaTtermio B YCNOBUSAX HEOMNPeae1eHHOCTH

* HaT HOBbIE PbIHKA 1 BOSMOMHOCTM

* [ lyOOKO N3YHNTb KOHKYPEHTOB

* [lOHATL NOYeMy OCTaAHOBWUSICA POCT, HANTY Y3KOE MOPRSIbILLKO

* OOHOBUTL BpeHd. MapkeTvHroBast cTpartervis 1 OpeHd-crpaTeriig

Tactic:

e [ lpopaem ManeHsKM, a xoTum 6orbLLIMM. Going enterprise from SMB (upmarket), b2b from b2c¢

* [ [pogaem OObLUMM, a XOTVIM MasIEHbKVM Ha MOTOKE, XOTUM “ONPOOYKTATE' HaLW yeiyrii Downmarket
(from enterprise custom to product company)

e XOTUM BXOOALLMI MOTOK 3a9BOK B B2B

* XotnM BHeopuTs ABM - account based MapKkeTuHr

e XOTUM NMpUdymMaTh, YTO eLle NpoaaBaTh HaLLeW ayauToOp - HOBLIV MPOLYKT /19 TOW »Ke ayauTopum



HALLIN NMPOLAOYKTbI

UIS1 MCB e

crparer nA & MaPKETNHI

e EASY REELS - al-KOHTEHT 13 BaLLVIX MI1aHEepOK (obpallanTecs)

e RevOPS - CKBO3HOW ayduT, rapaHTPOBaHHO YBENNHVBAIOLLAM MOVIObIE
KOMMaH1 (0bpaLLlanTecs)

o KOHCVYNBTALMM MO BUBHECY W JIMYHOW CTpaTer (MALLINTE aCCUCTEHTY)

o AHaUIN3 PbIHKA W paspadboTka cTpatervn onda Cb v Bbilwe (B2B-komnaHmn)



SINTL
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KENC 1

[pynna 1 — Mane 6rnzHec (B2B ona SMB 1 SOHO)

7 3aparive: «Kak 13 xaoca caoenatb CUCTeMy?»

KOHTeKCT:
Bbl — KOMMaHa, kotopas nponasT B2B-npoaykTsl v yenyrin manomy omsHecy (SMB, SOHO). Y
BAC €CTb NPOAYKT/YCyra, HO KIMEHTbl HEeCTabWIbHb!:

e OOHV YXOOAT MOCe MNepBOV COENKW,

® [ |pMBeYEHNE KIIMEHTOB — 3TO BEYHbIN OEr MO KPYTY.

® Bce Npogaki 3aBA3aHbl Ha ocHOBAaTese, a 6e3 Hero BU3HEC CTOUT.
3agaya rpynnbi:

1. Kakon NpoayKT BelopaTs, YTOOb! ObI/10 MPOLLE MacLUTabMpOBaTHCA?

2. Kak opraHmaoBaTb MapKeTH"?
3. Kak opraHmsoBaTh Npogai?

10 MUHYT 0Bcy»KaeHne — 3-5 MUHYT npeseHTaums noen.



KEMNC 2

[pynna 2 — CpegHuin n KpynHbln 6usHec (B2B pna Midmarket n Enterprise)

3agaHune: «Kak 3anTi B KpynHyto KoOMMNaHno 1 He cnomaTb cebe busHec?»
Bbl — B2B-komMnanHma, kotopasa npofaéT B CpedHA U KPYHbI O3HEC.

® <JIMEHTbI FTOTOBbI M1ATUTb, HO X CIIOXKHO 3arosy4iThb.,

e MapKeTVHT paboTaeT, HO MPOoLaKA 3aHMMAaET 3-6 MECALIEB I AOSNbLUE.

® [ [DOEKT MOXKET 3aTAHYTbCH, a Npnbblb MEUOET HE CPAaay.

3agada rpynnbi:

1. Kakow mpoayKT Nyylle BCero rnpopaBath cpeaHemMy 1 KoyrHOMY O13HeECY?
2. Kak opraHmsoBaTb MapKeTUH"?

3. Kak opraHmsoBaTs npogain?

10 MUHYT 06cyxaeHne — 3-5 MUHYT nNpe3eHTaunst NOewn.

SNTL

cTparervd &MapKeTVHN



SNTL.RU

tg: @tg__trib
inst: @tribunskii_santil
+79264469600 i




