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EKOHOMIYHA E®OEKTUBHICTbD ABTOMATHU30BAHUX
MPOJAKIB BOPOHOK VY B2B-IIIAIMPUEMCTBI TA IX BILIUB HA
MACIHITABYBAHHS BIBHECY
ECONOMIC EFFICIENCY OF AUTOMATED SALES FUNNELS IN
B2B ENTERPRISES AND THEIR IMPACT ON BUSINESS SCALING

Anomauia. Bcmyn. B ymoeax yugposoi mpancgopmayii cyuacroeo
Oi3necy aemomamu3zayis npoyecie npooasxcie y B2B-cexmopi sidiepae knouogy
pONb Yy niOBUUeHHI OnepayitiHoi eg)ekmugHocmi, NPUCKOPEHHI YUKIi8 Y200 i
noxkpawenni 83aemooii 3 kaienmamu. Ocobausoi akmyanvbHocmi ysi npoonema
Habysac Onsi nionpuemcms, AKi (QYHKYioHylome y cepax i3 6UCOKUM pigHeM
KOHKYpeHYii ma mpueaiumu YUKIamu YX6aleHHS piuleHb, 30KpeMma ) 2any3i
MEOUYHUX MeXHON02IU. ABmomMamu306ani 80pOHKU NPOOaAx;Ccie, noby008aHi Ha
MemoO0N02IUHO BUBIPEHUX NIOX00AX, 30amHi He auuie OnmumMizyeamu poobomy
KOMAaHOU, a it GUCMYynamu Kamanizamopom mMacuimaoysanus 0izHecy.

Mema. Memoio cmammi € emnipuuHa oyiHKa eKOHOMIYHOI eheKmueHocmi
aBmMoMamu308anoi 80poHKU npodadxcie y B2B-nionpuemcmai winsgxom ananisy

KOHKpemHo20 Keticy enposaodxcerns mooeni BRIDGE y komnawnii Uniga Dental.
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Mamepianu i memoou. Jlocniodxcenus IPpYHMYEMbCs HA GHYMPIUIHIX
ananimuynux oanux Uniga Dental 3a 2023 pix, a makooic cyuacHux nyonikayisix
3 memamuxu B2B-npooasicie, asmomamuzayii ma mMapKemuHe08ux cmpameziil.
s ananizy eukopucmano memoou nOPiGHANIbHO20 AHANI3Y (KOHMPONbHA 2pyna
ma epyna 3 BRIDGE), exonomiuno2o mooentosanus (pospaxyuxku ROI, mepminy
oxynHocmi ma NPV), a maxoxc ananiz AKICHUX NOKA3HUKIE ehexmusHocmi
(oyinKa 3a0080/1eHOCMI KNIEHMIB, CePEOHill YeK MOoulo).

Pezynomamu. 'V pezynomami enpoeadsicennsi agmomamu308anHoi 0poHKU
npooadxcie BRIDGE «xomnanisa Uniga Dental 3agikcysana 3pocmanhs
koegiyicnma kongepcii 3 21,4 % oo 31,6 %, ckopouenns yukiy npooadxcy 3 39 0o
32 Owmis, niosuuienns 3adosonrenocmi kiichmie 0o 4,6 oana 3 5. Dinancosi
PO3paxyHKu 3aceiouunu, wo ingecmuyii 6 oocazi $18 500 oxynunucsa esxce 3a 4,11
micays, a nokasnux ROI cmanoeus 191,9 %. Yucma npusedena sapmicmo (NPV)
3a npoenozosanutll nepioo cmawnosuna 332 170, wo exazye nHa cmpameiumny
OOYINIbHICb BUKOPUCTAHHSA ABMOMAMU308AHOI MOOel NPoOadicis.

Ilepcnexmusu  Oocnioocenns. Haodani  Ooyinbhum €  nposedeHHs
MYTbMU2ANTY3€8020 AHANIZY eheKmuU8HOCmI agmomamu3ayii 6OPOHOK V DI3HUX
cekmopax B2B, a makooic po3pobka yHigikoeanoi mooeni OYIHIOBAHHSL
penmabenbHocmi Yyupposux piuieHv 01 NPOOAt Ci8 3 YPAXYBAHHAM 2ATY3€6UX
cneyuix.

Knwuosi cnosa: asmomamuszayis npooadicis, B2B-mapxemune, CRM,
ROI, BRIDGE-moo0ens, macuumabygauns OizHecy, eKOHOMIYHA epeKmusHicmy,

Uniga Dental, soponka npooasicis, yugposa mpaucghopmayis.

Summary. Introduction. In the context of the digital transformation of
modern business, sales process automation in the B2B sector plays a key role in
enhancing operational efficiency, accelerating deal cycles, and improving client
interactions. This issue is particularly relevant for companies operating in highly

competitive industries with long decision-making processes, such as medical
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technologies. Automated sales funnels, when based on a well-structured
methodology, can not only streamline team performance but also serve as a
catalyst for business scaling.

Purpose. The purpose of this article is to provide an empirical evaluation
of the economic efficiency of an automated sales funnel in a B2B enterprise, using
the implementation of the BRIDGE model in Uniga Dental as a case study.

Materials and Methods. The study draws on internal analytical data from
Uniqa Dental for 2023, as well as current publications on B2B sales, automation,
and marketing strategy. The research methodology includes comparative analysis
(between a control group and the BRIDGE group), economic modeling
(calculations of ROI, payback period, and NPV), and analysis of qualitative
performance indicators (customer satisfaction, average revenue per client, etc.).

Results. Following the implementation of the BRIDGE automated sales
funnel, Uniga Dental reported an increase in conversion rate from 21.4% to
31.6%, a reduction in the average sales cycle from 39 to 32 days, and an
improvement in customer satisfaction to 4.6 out of 5. Financial modeling revealed
that the investment of $18,500 paid off within 4.11 months, with a return on
investment (ROI) of 191.9%. The calculated net present value (NPV) for the
forecasted period amounted to $32,170, indicating the long-term strategic
viability of the automated sales model.

Perspectives. Further research should explore cross-sectoral comparisons
of sales funnel automation effectiveness in various B2B industries, along with the
development of a unified evaluation model for the profitability of digital sales
tools, taking into account industry-specific variables.

Key words: sales automation, B2B marketing, CRM, ROI, BRIDGE model,
business scaling, economic efficiency, Uniqa Dental, sales funnel, digital

transformation
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IMocranoBka npobiaemu. Y cydacHomy B2B-cepenoBunil apromarusanis
MPOIIECIB MPOJAXy CTajla KIIOYOBUM YUHHUKOM IMiJIBUIICHHS €(EKTUBHOCTI
MIMPUEMCTB. 30KpeMa, aBTOMATH30BaHI BOPOHKMU MPOAAXKIB JeAail 4YacTilie
BIPOBA/KYIOTHCSL SIK CTPATETIYHUM 1HCTPYMEHT Jig 3a0€3MEUEHHS] CTajoro
3pOCTaHHs, ONTUMI3AIlll BUTPAT Ta MOKPAIIeHHS B3aeMOJIi 3 KiieHTamu. [Ipore,
MONpPHU 3pPOCTAOUUM 1HTEpPEC A0 TAaKUX pIillleHb, MUTAHHS X EKOHOMIYHOT
JOLUIBHOCTI M €(EeKTHUBHOCTI JO0CI 3aJMIIAIOTHCA BIAKPUTUMHU y HAYKOBOMY
IucKypcl. BiicyTHICTh CTaHAAPTU30BAHUX MIAXOJIB 10 OLIHKKA PEHTA0EIbHOCTI
BIIPOBA/>)KEHHS aBTOMAaTU30BaHUX CUCTEM IpoAaxiB y B2B-cermMmeHTi yckinaaHoe
NPUUHSTTS PIIEHb TIIPUEMIISIMU Ta 1HBECTOPAMHU.

Oco0n1BOi aKTyaJdbHOCTI mpobiaeMa HaOyBa€e B yMOBaxX MaclITaOyBaHHS
613Hecy. Came Ha IbOMY €Tari KOMITaH1i CTUKAIOThCS 3 BUKIMKAMHU, [TOB’ I3aHUMU
3 BUCOKMMH TpPaH3aKI[IMHUMU BHUTpPAaTaMU, HU3BKOI IPOMYCKHOK 3JaTHICTIO
MEHEIP)KEPChKUX PECYPCIB 1 TPYIHOIIAMHU Y 30€pEKEeHH1 AKOCT1 00CIyrOByBaHHS
KJIIEHTIB. ABTOMaTHu3alisl J03BOJII€E YCYHYTH 4YacTUHY LuX Oap’epiB, ajne
noTpedye CyTTEBUX MOYATKOBUX IHBECTHIIIM, a OTKE — PETENIbHOIO aHalli3y
OYIKyBaHOTO €KOHOMIYHOTO €(EKTY.

TakuM 4ynHOM, TIOCTa€e MOTpeda y CUCTEMHOMY JTOCHIIKEHHI €KOHOMIYHO1
e(heKTUBHOCTI aBTOMaTU30BaHUX BOPOHOK nponaaxiB y B2B-cexropi. HeobxiaHo
BUSIBUTH 3B’SI30K MDK BIPOBAKEHHSAM TaKUX IHCTPYMEHTIB 1 3JaTHICTIO
KOMIIaHI 10 MacmTaOyBaHHS, a TaKOX HaJaTH MIINPUEMISIM HAyKOBO
OoOTpyHTOBaHI  pEKOMEHJAIlli II0A0 BIOPOBAXKEHHS Ta BUKOPHUCTAHHSA
aBTOMAaTH30BAaHUX CHUCTEM MPOAAXKY Ha MPHUKIAMl peaibHUX Oi3HEeC-MOoee,
takux sk Kulik System — BUpoOHUK eproHOMIYHHUX Kpiced MPeMiyM-Kiacy.

AHaJIi3 0CTaHHIX J0CTiIKeHb | myOuaikamii. YIIpoIoBK OCTaHHIX POKIB
CIIOCTEPITaEThCA 3pOCTAIOUYMI 1HTEPEC 0 aBTOMAaTH3allli BOPOHOK MPOJAXKIB y
B2B-cekTtopi, 1m0 3yMOBIEHO MOTPeOOI0 MiABUIIEHHS €(EeKTUBHOCTI Ta

MaciitaOyBanHs Oi3Hecy. HaykoBi JociipkeHHsST Ta MpakTU4YHI —Keiicu
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MIITBEP/KYIOTh 3HAYHUM BIUIMB aBTOMAaTH3allli HAa MOKpPAIIEHHS MOKA3HHKIB
MPOJIaXKiB, ONTUMI3AIli}0 BUTPAT Ta MiJBUILIEHHS 3aJI0BOJICHOCTI KIIIEHTIB.

3rinHo 3 pocmimkeHHIM McKinsey & Company, kommnasii, 0o
BIPOBAJIUIIM aBTOMATHU3AIlII0 B MPOIECU MPOAAXIB, BIA3HAYAIOTH IM1ABUIICHHS
eexruBHOCTI HA 10—15% Ta 3pocTanHs ob6csriB mpoaaxis 10 10%. Lle cBITUnTH
PO MOTEHLIAaJ] aBTOMAarHh3alli B IMIJBHUILEHHI MPOAYKTHUBHOCTI Ta 3HUKEHHI
omneparifHux BUTpar [5].

Inme nocnimkenns, onyonikoBane B International Journal of Research in
Marketing, po3misigae BIUIMB BIPOBAKEHHS 1HHOBAIIMHUX HUGPOBUX
TEXHOJIOT1A MponaxiB Ha (piHAHCOBI Noka3HMKU B2B-xommnaniil. Pesynbrartu
MOKa3yI0Th, 1110 BAKOPUCTAHHS TAKUX TEXHOJOT1H MOXE MaTU TO3UTUBHUN €(DEKT
Ha MPUOYTKOBICTh, aje €(EKTUBHICTh 3aJICXKUTh BiJl CKIAJAHOCTI MPOIYKTY Ta
nonury [2, c. 9].

JlocnmipkeHHsT TaKoXK IMAKPECTIOITh BaXKJIWBICTh IHTErparlli BIIILIIB
MapKeTHHTY Ta MPOJAXIB JJisi JOCATHEHHS €()EeKTUBHOCTI B aBTOMATU30BAHUX
nporecax. 30Kpema, IociiJKeHHs, npoBenaeHe B llIBerii, neMoHcTpye, 110
y3rojkeHa poOoTa IUX BIIJAUIIB CHOpUSE€ ONTUMI3alll NUISIXy KIIE€HTa Ta
MOKPAIIEHHIO B3aeMO/IIi 3 HUM [3].

Kpim Ttoro, BmpoBamxeHHs mmTyuyHoro iHtenekty (LII) y mnpouecu
MPOAaXIB BIAKPUBAE HOBI MOXKJIMBOCTI IS TMEpCOHaTI3aIlli Ta ITiABUIICHHS
edexruBHOCTI. Jlocmimkenns, onyonikoBane B McKinsey & Company, nmokasye,
110 BUKOpHUCTaHHs TeHeparuBHOro 1 moxe cyTTeBO 3MiHUTH miaxoau 10 B2B-
MpOJIaXiB, 3a0e3neuyroyd Oulblll THYYKlI Ta €(EKTUBHI MOJEIl B3aeMOIIi 3
KiTieHTamu [4].

Takum 4MHOM, Cy4YacHI1 OCIIJKEHHSI MATBEPIXKYIOTh 3HAYHUIN MOTEHIT1a
aBTOMaTH3allii BOPOHOK MpoaaxiB y B2B-cexTopi /s miABUIIEHHS! €EKOHOMIYHO1
e(eKTUBHOCTI Ta MaciiTaOyBaHHs Oi3Hecy. OJHaK yCHIIIHE BIPOBAKCHHS
TaKUX PIIlIEHh BUMArae peTeibHOTO aHami3y, ajanTailii A0 crneuudiku KoMmaHii

Ta IHTErpamii 3 ICHyIOYHMMH MPOLECAMH.
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Buknaxg ocHoBHOro marepiaay. Y BiANOBiAbL Ha NOTpeOy B OUIBII
CTpaTeriyHOMYy Ta ILIHHICHO-OPIEHTOBAHOMY IMIJXOJ1 O MNPOAaXiB HA PUHKY
CTOMATOJIOT1YHUX iMIUIaHTIiB kommanis «Uniga Dental Systems» BmpoBaguia
CTPYKTYpy aBTOMAaTH30BaHOiI BOPOHKHM MPOJaxiB, MOOyAOBaHy Ha OCHOBI
merononorii BRIDGE. 1ls monens ckianaerbcst 3 mectu eramiB: Background
Analysis, Reveal Purpose, Investigate Needs, Deliver Value, Guide to
Commitment ta Establish Next Steps. Bona noegnye enementu SPIN Selling,
MEDDIC Ta Solution Selling, agantoBani 10 kiiHi4HOI cienudiku B2B-punky
MEINYHUX BUPOOIB.

ABtomatu3oBaHa BopoHka «Uniga Dentaly peanizyerscs uepe3 CRM-
cuctemy Salesforce, ne koxxen erann BRIDGE no3nauaeTscst Teramu y B3aeMopii
3 kiieHToM. Lle 103BoJisie KOHTPOIIOBATH AMHAMIKY MEPETOBOPIB, aHAI3yBaTH
MPUYUHU BIJIMOB 1 OTIEPAaTUBHO BTpyUYaTUCs y cIa0Ki MICIs MPOLECY:

1) Background Analysis aBroMarusyeTbcs 4epe3 MONEPEAHI0 CETMEHTALII0
JMOIB 32 TUIOM KJHIKK, MpodiieM IMIUIaHTalii Ta MoNepeaHiMu
3aKyTiBIISIMH.

2) Investigate Needs nepenbauae iHTerpailito CKpUNTIB BIAKPUTHX 3alIUTaHb
13 CRM, sKki HaraayoTh MPOJABII0 CTABUTH 3alMUTAHHS 11010 KITHIYHOTO
workflow.

3) Deliver Value aBromaTn3oBaHO uepe3 aJanTHUBHI MA0JI0HU MPE3CHTALIIMH,
10 BPaxOBYIOTh BUSBJIEHI IOTPEOU.

KoxeH 3 eramiB cynpoOBOMKYEThCS (DIKCALIEI0 KIIIOYOBUX IMOKA3HUKIB Y
CRM, 1110 103BOJIsI€ OIIHUTH €(EKTUBHICTh B3a€MOJIi He juIe (GiHAaHCOBO, a i
MOBEAIHKOBO.

VY 2023 pomi Uniqa Dental npoBena emmipuyHe AOCHIIKEHHS BIUIUBY
aBromaru3oBaHoi BopoHku BRIDGE y Tprox kpainax: [lonbiia, Himeuunna ta
CIIA. V¥V nocaimpxensi Opanu ydacts 27 npencraBaukis: 15 — BRIDGE-rpyna,
12 — KOHTpOIBHA (TPpaAUIIMHUHN TTpoaax) [6].

Pesynbraru:
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- Koediuient xonsepcii: BRIDGE — 31,6%, xouTponbHa rpyna — 21,4%
(3poctanns Ha 47,7%).
~  Tpusanicts nukiy npogaxy: BRIDGE — 32 nHi, koHTpoabHa — 39 1HIB
(cxopouenHst Ha 18%).
~ Ouinka 3anoBoneHocTi kinieHTiB: BRIDGE — 4,6/5, xoutponbsna — 3,9/5.
~  Cepenniit noxia Ha xiienta 3a 90 quis: BRIDGE — na 22% Bumuii.
3rigHo 3 BHyTpimHiMU CRM-3BiTamu (Uniga Dental CRM Audit Report,
2023), nHailOupmmi npupicT BinOyBaBcs Ha eramax "Investigate Needs" Ta
"Deliver Value", siki aBTOMaTHM30BaHI 4Yepe3 THY4YKl CKPUIITU Ta PEJIEBaHTHI
KIIHIYHI npuknaad. Takox Big3HadeHo, mo B3aemonii y BRIDGE-¢opmari
CKOPOYYBaJIM CY0'€KTUBHY TPHUBAIICTb J3BIHKA: KIIIEHTH COPUITMATU PO3MOBH SIK

OutpII IpodeciiHl, MEHIII HAB’ A3JIUB1 Ta [LIECIIPIMOBAHI.
b

B BRIDGE W TpaguuinHui nigxig

35%
31,6%
22%
30%
15%
10%
5%
KoedilieHT TpuBanictb OuiHka CepenHin
KOHBEPCIl LMKy 3a[0BOMEHOCTI  goxig Ha
npogaxy KNIiEHTIB KrieHTa 3a
90 gHiB

Puc. 1. [lopiBHsuibHA edekTHBHICTH aBTOMaTH30BaHOi BopoHkH BRIDGE Tta Tpagumiiinoro
MiIXOTY JIO0 MPOJAXKiB
IDicepeno: BuyTpimHii ananituuaauii 3BiT Uniga Dental Systems, 2023

BropoBamxkeHHs aBTOMaTH30BaHUX CUCTEM IMPOJIaXiB, 30KpeMa B Taiy3i

MEIUYHUX TEXHOJIOT1, BHUMAarae He JIMIle CTpaTeriyHoro OaueHHs, ale U
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PETENBHOIO E€KOHOMIYHOIO OOIpyHTyBaHHsS. 11 BU3HAa4eHHS €(EKTUBHOCTI
aBromaru3oBaHoi BopoHkr BRIDGE y komnanii Uniqa Dental Oyno 3aiiicHeHO
pPO3paxyHOK KIII0uoBHUX (iHaHCOBUX iHAMKATOpiB: ROI, TepMiHy OKymHOCTI Ta
NPV. JIxepenoM gaHuX CiayryBaJM BHYTpILIHI 3BiTH komnasii 3a 2023 pik, 1o
OXOILTIOBAJIM NIEP10/1 10 1 MICHsl BIPOBAJ)KEHHSI HOBOI CUCTEMU.

[TouaTkoBi iHBECTHIIIT HAa BIPOBaI>KEHHs aBToMaTtn3oBaHoi CRM-cucremu
3 interpaniero jgoriku BRIDGE cknanu 18 500 gonmapis CHIA. o uiei cymu
BXOJIMJIM BUTPATU HA JIEH31I, TEXHIUHY IHTETpallilo, po3poOKy CKPHUIITIB M1
KOKEH €Tal BOPOHKHM, a TaKOX HaBYaHHS KOMaHJIU CEWI3-MEHEKepiB. 3a
nanumMu CRM-aHanmiTvky, cepeHii IMIOMICSYHUN MPHUPICT JOXOAY 3 OIHOTO
cels3a micis BIpOBaJKEHHS aBToMaTu3alli cranoBuB 4 500 qonapis.

ROI (Return on Investment) 1o3Bosisie OLIIHUTH B1la4y BiJ 1HBECTULIIH Yy

MIPOEKT:

ROI = (Znt=1 CFt - CO

) x 100%

ne:
o CF;—rpomioBuil MOTIK y MICSIIb £;
o (yp—nouvarkosi iuBecTuii (18 500 nom.);
e n=12—mnepion ominku (1 pik).
OCKUIBKH MOTIK MIOMICAYHO CTAOLIBHUMN, pE3yJIbTaT CBIAYUTh MPO Mailxe
TPUPaA30BE MOBEPHEHHS IHBECTUIIIN TPOTATOM OHOTO POKY:

(4500x12) —18 500
18500

54 000-18500

ROI = (
18500

) % 100% = ( ) X 100% = 191,9%

OxkpiM 3arajabHOi HPUOYTKOBOCTI, BaXKJIUBO OI[IHUTHU, CKUIBKH 4Yacy

3HAI00MTHCS KOMITaHIi 111 HOBHOT'O BIAIIKOJYBaHHS BUTPAT:

CoO 18500
CFwmic 4500

Payback = ~ 4,11 wmic.
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TakuMm 4uHOM, CHCTeMa OKYIMUJIACSd MEHII HIX 3a YOTUPU 3 MOJIOBUHOIO
MICSIl, IO € HaA3BUYaMHO MNO3WTHBHUM NOKa3sHUKOM i1 B2B-momem 3
BIJIHOCHO TPUBAJIUM IIUKJIOM YXBaJEHHS PIIICHb.

[[fo6 BpaxyBaTu BapTiCTh TpOIIEH Yy Yacl Ta OIIHUTH I1HBECTHIIO 3
ypaxyBaHHSIM aJIbTE€pHATUBHUX BUTpar, oOuuciaumMo NPV 3a JHCKOHTHOIO

ctaBkoro 12% piuaux (1% momicsaHo):

NPV = 212 4500

t=1 m — 18500

ATNpPOKCUMOBAHO:

NPV =4500 % 11,26 =18 500 =50 670 — 18 500 = 32 170 mou.

[To3utnBHe 3HaueHHd NPV 3acBinuye, 010 MPOEKT HE JIUIIE TPUOYTKOBHH,
a ¥ €KOHOMIYHO BUTIIHMM y MEpPCIEKTHBl 3 ypaxyBaHHSM YacOBOi BAapTOCTI
KariTany.

Jnst 3pydHoCTi (hiHAHCOBI MOKAa3HUKH 3BEICHO B TAOIUIIIO:

Tabnuys 1

@DiHAHCOBI NOKA3HUKH e(l)eKTl/IBHOCTi BIIPOBAI’KCHHSA aBTOMATH30BaHOIL

BopoHKH BRIDGE y komnanii Uniqa Dental

DiHaHCOBHII IHIMKATOP 3HAYeHHSA
3aranpauii qogarkoBuit goxin (12 mic.) | $54,000
OO0csr IHBECTHIIN $18,500
ROI 191,9%
TepMiH OKYIHOCTI 4,11 mic.
NPV $32,170

Takum uymHOM, kedic Uniqa Dental neMmoHcTpye, IO MPaBUIBHO
CTPYKTYpOBaHa i1 aBTOMaTHU30BaHa BOPOHKA MPOJIAKIB MOXKE HE JIUIIIE M1 BUILIUTH
SIKICTh KJIIEHTCHKOT B3a€MO11, a i 3a0€3MeUNTH IIIBUIKE TOBEPHEHHSI 1HBECTUIIIN
Ta ¢iHaHCOBY €(EeKTUBHICTh Yy JOBIOCTPOKOBIH mepcrekTusi. [loniOna monens
Moxke OyTH ajanToBaHa W MaciuTaOoBaHa B 1HIIUX rany3sx B2B-npopaxis,
0COOMMBO B yMOBaX BHMCOKOi KOHKYPEHIIl Ta MOTpeOU B MEPCOHAII30BAaHOMY

KOHCYJIbTYBaHHI.
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BucHoBKM Ta mnepCcHeKTHBH MNOAAJBLIIUX JOCJiIKeHb. Pe3ynbraTn
IIPOBEIEHOTO JOCIIDKEHHS 3aCBIAYMIM BHCOKY E€KOHOMIYHY €(EKTHBHICTh
BIPOBA/PKEHHSI aBTOMAaTHM30BaHOI BOPOHKM mpofaxiB y B2B-cermenTti Ha
npukiaai kommnanii Uniga Dental. BpaxoByroun ckinagHicTh 1 0araTopiBHEBICTh
mporeciB 'y cdepli AUCTpUOYLIi CTOMATOJOTIYHMX IMIUIAHTIB, aJamnTallis
meronoiorii BRIDGE B pamkax aBromaruzoBanoi CRM-minardopmu BusiBuiiacs
BUMPABJAAHUM KPOKOM 3 TOYKH 30pYy SK CTPATETIYHOTIO MO3UIIIOHYBAaHHS, TaK 1
(dhiHaHCOBOT BiJI1aui.

Po3paxoBani ¢inancosi inaukatropu — ROI (191,9 %), TepMiH OKymHOCTI
(4,11 mic.) Ta NPV ($32,170) — nepekoHJIWBO MiATBEPKYIOTh IOMIIBHICTh
1HBECTYBaHHA y MOAIOH1 1UpoBi pimieHHa B ymoBax B2B-Moxeni 3 BUCOKUM
CepeAHIM YEKOM Ta JOBIUM IIMKJIOM YyXBaJeHHS pilieHb. KpiM KiTbKiCHUX
pe3ynbTariB, Oyn0 3a(iKCOBaHO MO3UTUBHY 3MIHY y CHPUUHATTI KIIEHTaMU:
MIABUINECHHS 3aJ0BOJICHOCTI, 3pOCTaHHS PIBHSI JOBIpM A0 TMpOAABISA Ta
3MEHIIEHHs 0ap’epy BXOAY B CHIBIPAIIO 3 HOBUM OPEHIOM.

3anponOHOBaHUN KEHC TaKoXK JIOBOAWTH €(EKTUBHICTh IOETHAHHS
aBTOMaru3allii 3 eJleMEHTaMU KOHCYJIbTaTMBHOIO NPOJaxy, IO CTae Aeaai
aKTyaJIbHIIIUM Y BACOKOKOHKYPEHTHHX raiy3sax. Meroponoris BRIDGE, Oynyun
CTPYKTYPHO THYYKOIO Ta MOJYJIbHOIO, MOKe OyTH ajjanToBaHa JI0 IHIIUX cdep
B2B-punky — Hampukian, G(apManeBTUKH, MEIWYHOTrO oOnagHaHHA abo
npodeciiiHuX TOCHYT.

BoaHowac ne pocnipkeHHsl Ma€e IEBHI OOMEKEHHS: BOHO I'PYHTY€EThCS Ha
JAHUX OJIHI€E] KOMIIaHIi, OXOIUIIOE JIMIIE PIYHUM MepioJy Ta HE BPAXOBYE
KOJINBaHHS 30BHIIIHIX PUHKOBUX YMHHUKIB. TOMy MEPCHNEKTUBHUM HAMpPsIMOM
MOJANIBIINX JOCIHIPKEHb € MPOBEJAEHHS KOMMAapaTHUBHOTO aHaNi3y IEKUIBKOX
KOMITaHil y pi3HUX cekTopax B2B, a Takox moOynoBa y3araiabHEHOI MOJEN1
OLIIHKM €KOHOMIYHO1 JOLIIJIBHOCTI aBTOMAaTHU3allli 3 ypaxXyBaHHIM THUILY IPOAYKTY,

TPUBAJIOCTI IIUKITY TPOJAXKY Ta MOBEAIHKOBUX XaPAKTEPUCTUK KITIEHTA.
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TakuM YHMHOM, aBTOMAaTM30BaHI BOPOHKH TIPOAAXKIB, KOJU BOHHU
JOTIOBHIOIOTHCS YITKOIO METOAOJOTIEI0 Ta CTPATETIYHUM CYHPOBOIOM, MOXKYTh
BHUCTYIIaTH HE JINLIE SIK IHCTPYMEHT ONTUMI3ALlli BUTPAT, a K KJIFOUOBUI paiiBep

MacuTadyBaHHs O13Hecy y cdepl B2B-nmianpueMHunTBa.
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