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BEKTOPU BUKOPUCTAHHS HEUPOMAPKETHUHI'Y JJ151 OITUMI3AIIIL B2B-
TAPITETHUHI'Y Y HU®OPOBOMY MAPKETHUHI'Y

AHariz HaykoBux ry6JiikaLivi 3aCBiYnB HEAOCTATHIO BUBYEHICTL BEKTODIB 3aCTOCYBaHHS HEVPOMAPKETUHIOBUX TEXHOIOMY
A/159 ONTUMI3aLYiT TapreTuHry KopriopaTuBHUX KIIiEHTIB. MeToro CTarTi 6y/10 JOC/aNTH KOHLENTYallbHi 3aCaAM Ta BU3HAYUTHU KITHOHOBI
BEKTOPH 38CTOCYBaHHS HEVPOMAPKETUHIY AJIS1 MIABULLEHHS €QEKTUBHOCTI TapreTurry y B2B-MapKeTvHry. Bysin BUKODUCTaHI Taki
METOAN: MOPIBHS/IbHUY aHa/II3; PagidyHm METOL,; MOAE/IIOBAaHHS], CUCTEMHMI MIAXIA, CUHTE3, Y3ara/ibHEHHS.

BussieHo HactyrHe. [lo-replue, rpoBefeHe AOUTMKEHHS LAEMOHCTPYE, YO BUKOPUCTAHHS OGIOMETPUYHUX AaHuX Yy
LNPPOBOMY MAPKETUHIY Ta CYMIKHUX CHEPAX CYrIPOBOIKYETLCSA HUIKOIO ETUYHUX Ta PaBOBUX PUMKIB, BKIIOHYAIOYN TMOPYLLEHHS
MIPUBATHOCTI T@ HEHANIEKHE YIPaB/IiHHS IH@OpMaLiero. 10-4pyre, BURITEHHS CTPATEMTYHO-ETUYHOI Ta aHaliTMKO-0nePaLiviHoi rpy
3aCTOCYBaHHS HEVIDOMAPKETUHTY y B2B-KOMyHIKaLlisgx JO3BOJISE CUCTEMATU3YBATH TAX0AM [0 BUKOPUCTaHHS HEVpOoAaHux, 4e nepLsa
rpyna 3abe3neyye BiArnoBIAHICTE MDKHaPOAHNM Ta JIOKa/IbHUM HOPMaM, a APyra CripIMOBaHa Ha rpakTudHe rigBHLLYEHHS ePEKTUBHOCTI
KOMYHIKaUivi 4yepe3 MepcoHam3aLliio MoBioMICHs, ONTUMIBALIO KOHTEHTY Ta BpaxyBaHHS KOMHITUBHUX YIIEDEKEHB UibOBOI
ayanTopii. 1o-TpETeE, AOCTIMKEHHS MIATBEDAXKYE, O KOMIIEKCHMWI MAXIA A0 YrpPaB/iiHHS AaHUMY, CYTTEBO MIHIMI3ye €TuqHi Ta
1IpaBOBI PUNKU | CTBOPIOE OCHOBY A/15 BE3IMEYHOr0 Ta EQEKTUBHOIO 3aCTOCYBaHHS HEVPOMAPKETUHIOBUX IHCTPYMEHTIB y B2B-
cermenTi. [lo-yersepTte, cneumngika B2B-KOMyHIKauivi (40BroTpuBanicTe KOHTPAKTIB, 6aratopiBHEBI KOMITETU MPMIHSTTS PIeHb |
paLioHanizaLlis KOHTEHTY) BUMArac iHTerpalii HevipOMapKeTUHIOBUX AaHNX Y MPOLECH IaHyBaHHs | MporHo3yBaHHs. [1o-nsre,
3aIIPOIOHOBaHa aBTOPCbKa MOAENL B33EMO3BSA3KY MK HEVPOIHAMKATOPaMY, MAapKETUHIOBAMU CTUMYJIaMU Ta [OBELIHKOK B2B-
KITIEHTIB EMOHCTDYE, LLO MOEAHAHHS QI3I0/IONTYHNX CUIHA/IIB, MOBELIHKOBUX METPUK Ta IEDCOHA/TZ0BAHNX MaPKETUHIOBUX CTUMY/IB
CTBOPIOE 3aMKHEHM LMK/ 3BOPOTHOIO 3BA3KY, LYO [O3BOJISIE AAAITyBaTH CTPATErTl KOMYHIKAL BIAMOBIAHO 4O iHANBIAYASIBHUX |
TpyrioBux  Heporpoginie  KITEHTIB,  MMABALLYIOYM E€QDEKTUBHICTL  TapreTUHry, MEPCOHAM3aLIT  TOBIAOMIEH Ta 3arasbHy
PE3YIIbTaTUBHICTb B2B-KaMraHi.,

Pesy/ibTatv AO0CTIIKEHHS [O3BO/IM/IN 3aPOIOHYBaTH PaKTUYHI PEKOMEHAAUIT LOAO IHTErpaLii HEVPOMaPKETUHIOBUX
IHCTPYMEHTIB y BZ2B-KomyHIKkauii.

Kmto40Bi c/10Ba.; IHTEPHET-MAPKETUHI; LINGDPOBUY MEPKETUHI; TAPreTUHI; HEUMPOMAPKETUHI; B2B; MapKETUHI COLiaibHuX
MEDEX.
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VECTORS OF NEUROMARKETING APPLICATION FOR OPTIMIZING B2B
TARGETING IN DIGITAL MARKETING

The analysis of scientific publications revealed an insufficiently studied application of neuromarketing technologies for
optimizing the targeting of corporate clients. The aim of the article was to investigate the conceptual foundations and identify the key
vectors of neuromarketing application to enhance targeting effectiveness in B2B marketing. The following methods were employed:
comparative analysis; graphical method; modeling, systems approach, synthesis; generalization.

The study yielded the following findings. First, the research demonstrates that the use of biometric data in digital marketing
and related fields is accompanied by a range of ethical and legal risks, including violations of privacy and improper data management.
Second, the delineation of strategic-ethical and analytical-operational groups for the application of neuromarketing in B2B
communications allows for a systematic approach to the use of neurodata, where the first group ensures compliance with international
and local regulations, and the second focuses on practically enhancing communication effectiveness through message personalization,
content optimization, and consideration of cognitive biases of the target audience. Third, the study confirms that a comprehensive
approach to data management significantly minimizes ethical and legal risks and provides a foundation for the safe and effective use
of neuromarketing tools in the B2B sector. Fourth, the specificity of B2B communications-including long-term contracts, multi-level
decision-making committees, and the need for evidence-based content-requires the integration of neuromarketing data into planning
and forecasting processes. Fifth, the proposed authorial model of the interrelation between neuroindicators, marketing stimuli, and
B2B client behavior demonstrates that the combination of physiological signals, behavioral metrics, and personalized marketing stimuli
creates a closed feedback loop, allowing communication strategies to be adapted according to individual and group neuroprofiles,
thereby increasing targeting efficiency, message personalization, and overall effectiveness of B2B campaigns.

The results of the study made it possible to propose practical recommendations for integrating neuromarketing tools into
B2B communications.
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INOCTAHOBKA IIPOBJIEMMU Y 3AT'AJIBHOMY BUI'JIAAL
TA i1 3B’S130K 13 BAJKJIMBUMU HAYKOBUMHA YU MTPAKTUYHUMM 3ABJTAHHAMHU

CyuacHa mapanurmMa nupoBOT0 MapKeTHHTY Irepe0yBae Ha eTarli TpaHchopMarlii, 3yMOBICHOI HE JIHIIE
riro0abHUMHE TpoIIecaMy i pKkuTami3amii i inrerpamii 3 L1, axe it ocobmmBrMY coITiaTbHO-€KOHOMIYHIMH YMOBaMH,
y AKuX (YHKIIOHYe yKpalHChKUil Oi3Hec y mepioll IoBHOMAcCIITaOHOT BiHHU. 3 OIVIsAy Ha Lie, BUHHMKAaE morpeda y
MIEPEOCMHUCIICHHI CTPAaTETriYHNX 1 TAKTUYHUX MiJXOMIB 10 (popMyBaHHS MapKEeTMHIOBUX KOMYHIKaIii, 0COOJIUBO Y
B2B-cermenri, e €peKTHBHICTh TApreTUHTY 0€3M0CepeIHbO BILIMBAE HA KOHKYPEHTOCIIPOMOXKHICTD IMiANPUEMCTBA
B YMOBaX 00MeXeHHX pecypciB. HeiipomapkeTHHT Ik MDKIMCIHILTIHAPHA Taly3b 3HaHb, 10 TOEIHY€E METOO0JIOT1UHI
3acaJy HEHpOHAayK, KOTHITUBHOI IICHXOJIOTII Ta MapKETHMHIOBOI'O MEHE/DKMEHTY, BIIKDHBAE HOBI MOXMJIMBOCTI JJIS
MiIBUIIEHHST e()EeKTHBHOCTI TAapreTHHry uepe3 INIMOMHHE PO3YyMIHHS CIIOXKHMBAI[bKMX pPEakIii 1 MOBeIiHKOBUX
maTepHiB. BuKOpHCTaHHA  IHCTPYMEHTIB  HEHPOMAapKeTHHTOBHX  JOCHI[KCHb, HANPHUKIAA, aNTPEKiHTY,
enekrpoeHnudanorpadii, defickoguary, O0IOMETPHYHOTO MOHITOPHHTY, JO3BOJISIE BHSABHTH IJACBIIOMI Momemi
MPUAHATTA PillIeHb y MPOIleci MepCOHAaTi30BaHOI KOMYHIKAIIii.

B ymoBax BiiffHM BITYM3HAHI MIAIPHEMCTBA 3MYIICHI aIanTyBaTHUCSA IO HECTaOlIBHOCTI JAHIIOTIB
MOCTa4yaHHs, peloKallii BUPOOHMIITB, 3MIiHM TOBEINIHKH CIHOXHBAa4iB 1 OOMEXeHb MapKETHHTOBOTO MakKpo- Ta
MIKpOCEepeOBHILA, TOMY 3aCTOCYBaHHS HEHPOMAapKETHHTOBUX IiXOAiB HA0YBa€ CTPATETriYHOTO 3HAYCHHS. Y TaKHX
YMOBAax aKTyali3yeThCs MOTpeda B MiJBHIICHHI TOYHOCTI TAPreTHHTY, MiHiMi3alii piBHS MapKEeTHHTOBUX PH3HKIB,
ontuMizanii oOMexeHuX (iHAHCOBHMX 1 JIOACBKHUX pecypciB. OTike, HaykoBa MpobjeMa Iojsrae y BU3HAYCHHI
TEOPETHKO-METOAOJIOTIYHUX 3acaj IHTerpaiii HeHpOMapKeTHMHTOBHX TEXHOJIOrH y cucremy uudpposoro B2B
MapKETHHTY 3 METOIO IiABUIIECHHS e()EeKTUBHOCTI TapreTUHIOBUX CTpATerid y KPHU30BUX COLialbHO-€KOHOMIYHHX
yMoBax. Bupimenns wiei npoGnemu cnpusTUME pO3BHUTKY HOBHMX HAYKOBHMX MIXOMIB 10 aJanTHBHOTO
MapKETHHTOBOTO YIPABIIHHA Ta CTBOPCHHIO MPaKTUYHUX IHCTPYMEHTIB, 3JaTHAX 3a0€3MEUNTH CTIHKICTh Oi3HECY B
YMOBaX BOEHHHX BHKJIHKIB i HOBOEHHOTO BiTHOBJICHHS €KOHOMIKH Y KpaiHH.

AHAJI3 OCTAHHIX JJOCJIZKEHD 1 ITYBJITKAIIA

JocmimkeHHsT 3apyODKHUX 1 BITYM3HSHUX YYCHHX JIEMOHCTPYIOTH IIOCWJICHHS iHTEpecy Ao iHTerparii
HEHpPOHAYKOBHUX METOMIB Y nu(poBuii MapkeTHsr. Tak, A. XaWpyn 34iCHUB KPUTHIHUNA OTIIS JIITEpATYPH 3 TEMH
HEWpPOMAapKEeTUHTY, y3aralbHUBIIM KOHTEKCT, TEPMIHOJIOTIIO, MPOLEC BIPOBAPKEHHS, NMPHUKIaIH Oi3HEC-IPaKTHK,
METOJH ¥ TeXHIKH, a TAKOX YNpPaBIiHCBKI 3acTocyBanHs wiel konnenuii [1]. ¥V npaui O.Yurpun i Tynsxosa K. [2]
PO3KpPHUTO HEHpOMapKeTHHT K e()eKTHBHHI MeXaHi3M KOMYHIKallii 31 CrokuBadeM, 0coOJIMBO y cdepi Mayoro
0i3Hecy; aBTOPH 3aCTOCYBaJIM TEXHOJIOTII0 Al TPEKIHTY ISl aHaJIi3y CIIPUUHSTTS PeKJIaMu, BeOCaiTIB Ta yIaKoBKH. Y
JociifpkeHHl [3] BHCBITIIEHO IHTErpalilo HEWPOMAapKETHUHI'Y 3 MapKETHHTOBMMH KOMYHIKAI[SIMUA IJISl TIMOIIOTO
PO3YMiHHSI MiZICBIJOMHX peakiiiii CIOXUBauiB i po3poOKu eeKTHUBHILIMX cTpaTerii komyHikauii. Okpemoi yBaru
3aciayroBye cratTss M.YeHr, MpHCBSYCHa MeXaM 1 MOXKJIMBOCTSM BHKOPHCTaHHS HeWpoMapkeTuHry y B2B-
KOHTEKCTI [4].

BUIIJIEHHS HEBUPIIIEHUX PAHIIIE YACTHUH 3ATAJIbHOI TIPOBJIEMH,
KOTPUM INPUCBAYYETHCHA CTATTSA

HesBaxkaroun Ha aKkTUBHE BUKOpPHUCTaHHsS HelipomapketuHry y B2C-cermenti, y B2B-mapkerunry moci
3aJIMIIAIOTHCS. HEBUPINIEHMMHU HU3Ka KIIIOYOBUX MHUTAHb: HEJOCTATHBO JOCIHIIKEHO 0COOIMBOCTI MIPUUHSTTS pillieHb
KOPHOPaTUBHUMH KIIIEHTAMH 3 ypaxyBaHHSIM KOTHITUBHHUX 1 EeMOILIIMHUX YMHHUKIB, BIZICYTHSI METOJIOJIOTIS iHTEerparii
CyYaCHHX HCHPOTEXHOJIOTIH y TIPOIECH TApreTUHTY 3 METOK IOKapIICHHS CEerMEHTAIlil Ta MepCoHami3amil
KOMYHIKaIliif, HeMae epEeKTUBHMX MiAXOIB OLIHKMA pPEe3yJIbTaTHBHOCTI HEHPOMAapKETHHIOBHX BIUIMBIB y B2B-
CepeIOBUIIII.

®OPMYJIOBAHHSA IIJIEA CTATTI
Mertoro CTaTTi € IOCHIAUTH KOHLENTYajbHI 3acaJi Ta BHU3HAYUTH KIIIOYOBI BEKTOPH 3aCTOCYBAaHHS
HEWpOMAapKeTHHTY JUIsl MiJBUILEHHS €(QEeKTUBHOCTI TapreTuHry y B2B-mapkeTuHry, 3 ypaxyBaHHSAM crienuQiku
NPUHHATTA pillIeHb KOPIOPAaTUBHUMH KJIIEHTAMH Ta MOKJIMBOCTEH HEHPOTEXHOJIOTIH y epcoHai3alii KOMyHIKamii.

BUKJIAL OCHOBHOI'O MATEPIAJTY

HetipomapkeTuHr niependayae 3acTOCyBaHHI HEMPOHAYKOBUX METO/IIB JIJISl aHAJI3Y Ta JOCIiKEHHS TOTO, SIK
MO30K pearye Ha pi3HOMaHITHI MApKETHHTOBI CTUMYJIH, 30KpeMa peKyiaMy, JH3aifH YIaKOBKH Ta OpeH/I-Mece K, IPH
IEOMY 00’ €JJHY€E 3HAHHA 3 HEHPOHAYKH, ICUXO0JIOT1i Ta MAPKETHUHTY /ISl TIIHOIIOT0 PO3yMiHHS MTOBEIIHKU CIIOKHBAYiB
1 mporeciB MPUUHATTS HUMHU pimeHb. OCHOBHA MeTa HEHPOMApKETHHTY - OTPHMAaHHS OO’ €KTUBHUX IAHHX IIPO
BITO/T00AHHSI, eMOIIii Ta MOTHBAIIi] CITO’KNBAiB, SIKi BUKOPHUCTOBYIOTh [UIS PO3POOKH ORI Ti€BIX MapKETHHTOBHX
ctpareriii. HelipoMapKkeTHHT IPONIOHYE iHHOBALIHHMI MiXiJ 1O BUBUCHHS MTOBEAIHKU CIIOKMBaUiB, 3a0€3Meuy0un
HaYKOBO OOIPYHTOBaHI IHCTPYMEHTH JJIsl TOYHIIIOTO IPOTHO3YBaHHS IXHIX pilleHsb [5].

AHani3 HaykoBHX mpaib [6-11] BHSABHUB, 10 HEHPOMAPKETUHIOBI IHCTPYMEHTH JIO3BOJISIOTH IIiIBUIUTH
eeKkTUBHICTb TapreTuHry y B2B uepe3 BuMiproBaHHS IiICBIIOMHUX peaklii 1y onTuMisauii KoMyHikawiii Openny,
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TIEPCOHATI3AIlI0 MMOBITOMJIEHh Ha OCHOBI HEHPOCHTHAJIIB, ONTHMI3allil0 KOHTEHT-CTpaterii y B2B, BusiBieHHS i1
BUKOPHUCTAHHS KOTHITHBHUX yIIEPEIKEHB, I ITPUMKA IIPOJAKiB 1 Ipe3eHTaIli.

BuMiproBaHHS TiICBIIOMHUX peakiiii aymIuTopii 3a JOMOMOTOI0 HEHPOTEXHOJOTIYHMUX METOJIB, TAKHX SK
enektpoeHnedasorpadis, BiICTeKESHHS pyXiB 09el Ta aHaJi3 MIMIYHOI aKTUBHOCTI, BIIKPHUBAE HOBI MOKIIMBOCTI ISt
onTuMizanii MapKeTHMHTOBHX Mece[KiB y B2B-komyHikamisx. HelipoMapKeTHHroBi IHCTPYMEHTH JI03BOJISIOTH
BUSIBUTH HEYCBIZIOMJICHI €MOIi}{HI Ta KOTHITHBHI peakIii Ha KJIIOYOBI €JIEMEHTH KOMYHIKaIii, 30KpeMa, 3aroJIOBKH,
KITIEHTCBKI KeHCH Ta MiATBEp/PKEHHS €(PEeKTUBHOCTI, IO € KPUTHYHUMH Y (OpMYyBaHHI JOBIpM Ta 3HM)KEHHI
CIPUUHSATTS PU3UKY B KOPIIOPATUBHOMY CEpPEIOBHINI. AHaJIi3 HEHPONOBEAIHKOBHX JaHUX JONIOMAarae BU3HAUUTH, SIKi
KOMITOHEHTH MOBIZIOMJICHHS HaliCUIIBHIIIE aKTHBYIOTh BITUYTTs O€3MeKH, KOMIETEHTHOCTI Ta ovikyBanoi ROI, mo, y
CBOIO 4epry, HiJBHIIYE pEJICBAHTHICTh KOMYHIKalid 1 CHpHs€ NPUUHATTIO pIlNIeHb Ha OCHOBI EMOLIHHO
MiATBEPIHKCHOI paIliOHANBHOCTI. Y XOi OCTIKCHHS BCTAHOBJICHO, IO BUMIPIOBaHHSA IIJCBIIOMUX PeaKmii s
ONITUMI3aIlil MECeKUHTY CTAHOBHUTH OJIVH i3 KITIOYOBUX HANPSAMIB PO3BUTKY HEHPOMapKETHHTOBUX MPAaKTUK y B2B-
KOMyHIKamisix. 30Kpema, 3acTOCYBaHHS METOMIB (peHCKOIMHTY [O3BOJISIE OIIHIOBAaTH piBeHb eMOMIHHOI
PE30HAHCHOCTI MAapKETHHTOBUX IIOBiIOMIICHB, PiBeHb NOBIpH, CIPHHHATTS PU3UKY Ta IHTEHCHUBHICTH KOTHITHBHOL
BIIITOBIII.

[lepconamizamisi MOBIZOMIIEHP Ha OCHOBI HeHpocurHamiB y pamkax B2B-xomyHnikamiii mnepenbadae
BUKOPHCTAHHS HEHPOIHCTPYMEHTIB JJIsl BUSBIICHHS €MOLIHHMX 1 MOTHBAL[IHUX TPHUIepiB, NPUTAMaHHUX OKPEMHM
poJNIsIM Ta pIBHSAM MEHEIKMEHTY Y TpOLeci yXBaJeHHS KOPIOPAaTHBHUX pilieHb. OTpHMaHi JaHi J03BOJIAIOTH
pPO3pOOATH OibLI pENIeBaHTHI Ta EMIMATiHHO OpIEHTOBaHI IMOBINOMIICHHS, IO BimoOpaxkaiTh crenudiky
KOTHITUBHHX ymnojao0aHb 1 npodeciiHUX MpPIOPUTETIB KOXHOTO THUIy MEHE/DKEPIB, CIHpUSE CTBOPEHHIO
IH/IMBITya1i30BaHOT0 KOHTCHTY, 3HIKY€E KOTHITHBHE HABaHTAXKCHHS 1111 Yac 00pOOKH iH(pOpMaIlii Ta OCHITIOE IOBIPY
70 OpeHzy SIK 10 CTPATErivHoOro MapTHEpa, a He JIUIIE NOCTaYaIbHUKA.

[HoMH acmeKkT BUKOPUCTAHHA HEHPOMApPKETHHTY IOJATae y ONTHMi3amii mU(POBHX KOMYyHIKaliil 3a
JIOTIOMOTOI0 alTPEKIHTY, IO JO3BOJISAE TOCIIAUTH ITOBEIIHKOBI Ta KOTHITHBHI peakilii KOPIOPaTHBHUX KOPUCTYBAUiB
i 9ac B3aeMOZii 3 BeO-caliTOM 4H NEMOHCTPAIiHHUME CKPUITaMU, 0 3a0e3redye BUSBICHHS 30H ITiJBUIICHOI
yBard, KOTHITUBHOTO TIEPEBaHTaXCHHS abo BTpaTH iHTepecy. Ha ocHOBI 3i0paHUX HEHpomaHWX MOXKHA EMITIPHIHO
OOTpYHTYBaTH HANpsMH aJanTamii KOHTEHTY, OI00 MIHIMI3yBaTh 3yCWUIS KOPHCTYBAdiB y TPOLECi MPHAHATTA
pimeHHs, mo crpusie GOpMyBaHHIO IHTYITUBHO 3pO3YMUIMX CLEHApiiB B3a€MOii, MOKPAIIEHHIO KOPUCTYBAI[LKOTO
JIOCBi/ly Ta 3pOCTaHHIO KOHBepciil y B2B-BopoHKkax 3a paxyHOK HiIBUILEHHS TOBIpH A0 HU(PPOBUX KOMYHIKAIiH.

BusiBieHHsT Ta BHKOPHUCTaHHS KOTHITUBHHMX YIEpEXKeHb, 30KpeMa e(eKTiB SKOPIHHS, aBTOPUTETY,
Jgedinuty,  COLIaJbHOrO MIATBEPIKEHHS, € KIYOBUM IHCTPYMEHTOM HEWPOMAapKEeTUHTY Y IiJIBUILIECHHI
edpexruBHoCcTi B2B-KkomyHikauiil. EQexT skopiHHS 103BOJIsS€ BIUIMBATH Ha CIIPUHHATTS IIIHHOCTI MPOMO3ULIT HIUITXOM
MOJaHHSI IOYaTKOBUX OPIEHTHUPIB, 110 (JOPMYIOTh KOTHITHBHY OCHOBY JUIS ITOJaJIbILIOTO OLIHIOBAHHS AJIbTEPHATHB.
CorianpHe MATBEPIKESHHS 1 aBTOPHUTETHICTh, B CBOIO UEpry, aKTHBYE MEXaHI3MH JIOBIpH depe3 ISMOHCTPALII0
YCIIITHUX KEeUCiB, BIATYKIB JIiJepiB rarysi ado cepTudikamiii, o 3HWKYE piBEHh HEBH3HAYCHOCTI i/ 9ac MPUUHATTS
KOPIOPaTUBHUX pillleHb. [HTerpamis IUX ynepemkeHb y (OPMYITIOBAHHS MapKETHHTOBHX ITOBIJOMIICHb CIIPHSE
MiBUIICHHIO PEJICBAHTHOCTI TPOIIO3UIII, TPHCKOPIOE TMPOIEC YXBAJICHHS pIMICHb 1 3MIIHIOE PEIyTamito
M ATIPHEMCTBA.

Y xoHrekcTi B2B-MapkeTWHTY WiATpEMKa TMpomaxiB HaOyBae HOBOI SKOCTI 3aBISKH IHTErparii
HEWPOMApKETUHIOBUX TIJAXOMIB Yy TMpOLEC pPO3pOOJCHHS Mpe3eHTaliil Ta JeMOHCTpaliiHUX MaTepiajiB.
BukopucTanHs pe3yabTaTiB HEWPOIOCIIHKEHb, HANPUKIAM, aHAIi3y EMOLIWHUX peakiliii 1 Mojenei MOBEMiHKH
LJILOBOT ayAUTOPIi, CTBOPIOE MEPEAYMOBH /sl aIaNTyBaHHS CTPYKTYPH Ta Bi3yalbHO-KOMYHIKATHBHHUX €JIEMEHTIB
Mpe3eHTallil 10 epeBaXKatourX eMOLIITHUX YNHHUKIB Y4aCHHUKIB 0araTopiBHEBHX KOMITETIB MPUHHATTS PillleHb, 10
cupusie (GOpMyBaHHIO JTOBIpH, IMiABHUIICHHIO PIBHA 3aIy4EHOCTI Ta ONTHUMI3aIlil CIPUAHATTS KIFOYOBUX apTyMEHTIB
I10J10 IIIHHOCTI mporo3unii. TakuM YWHOM, Tpe3eHTalii, po3po0JeHi Ha OCHOBI HEHPOMAapKETHHIOBOTO aHaIi3y,
CTaIOTh HE JIMIE IHCTPYMEHTOM Iiepeaadi indopmaitii, a if 3acodoM eMOLITHOTO BIIUBY, IO MiJCKIIOE €)EKTUBHICTh
KOMYHIKaIlil MiXkK IpoJjaBLieM 1 KITi€EHTOM Ha puHKY B2B.

Pa3om i3 yncieHHNME TIepeBaraMy HepOMapKEeTHHTY HE BapTo 3a0yBaTH PO €TUYHI aCIEKTH, IPUBATHICTh
1 KOMIUTA€HC y 3aCTOCYBaHHI HEHMpPOMapKeTWHIOBUX TeXHOJOTiH y B2B-cepenoBuiii, siki HaOyBaroTh KIIFOYOBOTO
3HAUCHHS, OCKUIBKM IIpouecH 300py, oOpoOku Ta 30epiraHHs OiOMETPHUYHHMX 1 HEHpoQi3ioNOriYHMX JaHMX
Oe3mocepelHFO BIUIMBAIOTH Ha PIBEHB JIOBIPH KOPIOPATHBHUX KITI€HTIB. 3BaXKalOYM HA YYTJIMBICTh TaKUX ITaHUX,
KOMIIaHii MaloOTh 3a0€3MeYnTH CyBOpe JOTPUMAaHHS NMPHUHIUIIB IPO30pOCTi, iIHHOPMOBAHOT 3rOAN Ta AHOHIMHOCTI, a
TaKO’ BIATOBIAHICTh MI>KHAPOIHIM CTaHAApTaM 3axXHUCTy JaHHX, 30kpema GDPR a6o ISO/IEC 27001.

BBakaemMo, 110 BEKTOPH 3aCTOCYBAaHHS HEHpPOMAapKeTHWHTY U OmTHMi3alii TapreTuHry y B2B moxxHa
TIOIITUTH HA JBi TPYTIH:

1. CrpateriuHo-eTHYHa Tpyla CHpsMOBaHA Ha (OPMYBaHHS PAaMOK BiAMOBITATBFHOTO, OE3MEYHOTO Ta
IiJIeCTIPSIMOBAHOTO BUKOPUCTaHHS HeHpoMapKeTHHTY y B2B-komyHikamisx:

1.1. Etuxa, npuBaTHiCTh, KOMIUIAEHC — DEryJOBaHHS 300py, 30epiraHHs Ta 3aCTOCYBaHHsS HEHPOJaHHX
BiJITIOBIZTHO 10 MIXKHAPOIHUX HOPM;

1.2. ITinTprMKa poAaxiB i Mpe3eHTaLii — iHTerparist HepoOMapKeTUHIOBUX MiIXO/IB Y CTpaTerii MpoJaxy,
KOMYHIKaIliif Ta OpeHJ0BOTO MMO3UI[IOHYBaHHS.
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2. AHaniTHKO-OTIepaliifHa Tpyna OXOIUIIOE iHCTPYMEHTH NPAKTHYHOTO BUKOPHWCTAHHS HEUPOTAHUX IS
onTUMI3aIlil KOMYyHiKalil i KOHTEHTY:

2.1. BuMmiproBaHHS TiICBINOMUX peakLiil s ONTUMI3allii KOMYHIKaIii OpeHmy;

2.2. llepconaizamist MOBiIOMIICHb HAa OCHOBI HEHPOCUTHAIIB;

2.3. OnruMizaliisi KOHTEHT-CTpaTeril;

2.4. BusiBneHHs 1 BUKOPUCTaHHS KOTHITHBHUX YIE€PEIKEHb.

OcobamBocTi KoMyHikanii y B2B-cdepi BuzHauaeThest o€ AHAHHAM KUIBKOX B3a€MOIIOB’ sI3aHUX (haKTopiB,
SIKi ICTOTHO BiZpi3HAIOTH 11 Big B2C-npakThk i popMyIOTh yHIKaJIbHI BUMOTH JIO CTPATEriii MAPKETUHTY Ta MPOJIaXiB;
30KpeMa, ITPOLIECH YKJIAQAaHHS Yo/l XapaKTepU3YIOThCS JOBIOTPUBAIMMHU KOHTPAKTaMHU, 110 OTPEOYIOTh PETEILHOTO
IUIAaHYBaHHS, NMPOTHO3YBaHHS Ta OLIHKM PHU3MKIB, OJHOYACHO 3aJIydaloud OaraTopiBHEBI KOMITETH NPHUHSITTS
pilIeHs, J1e KOXKeH YJ9acHHK OIepye BIACHUM HaOOpOM KpHTepiiB eeKTUBHOCTI Ta iHTepeciB opraHizamii. EMoriiina
CKJIa[I0Ba B3aeMO/Ii1, Ha BinmMiHy Bix B2C, 3aiimMae mpyropsiaHe 3Ha9eHHS, IO HAKJIa1a€ JOAATKOBY BiIOBITaBHICTD
Ha (opMyBaHH: apTYMEHTOBAHUX, PaIliOHAIFHIX MTOB1IOMIICHD 1| KOHTEHTY, 31aTHOTO YTPIMYBATH JIOBIpY Ta COPUSATH
MPUHHATTIO Y3TO/KEHHX PillleHb Ha BCiX PiBHAX KOPIIOPATUBHOI iepapxii.

Hamu mpomoHyeTbess MoJeNb, KA IHTETPYe HEHpOIHIUKATOPH, MOBENIHKOBI MeTpHWKH KiieHTiB B2B Ta
MapKETHHTOBI CTUMYJH SK KOMIUICKCHHH IHCTPYMEHT Ui OINTHMi3amii MpoIeciB KOMYHIKaIlii Ta IIiJBHIICHHS
e(heKTHBHOCTI MapKeTUHTOBUX cTparteriit (puc.l). Momens 0a3yeThesi Ha MPUIYIICHHI, O [[UIHOBI MOBITOMIICHHS,
KOHTEHT, NEpPCOHAJI30BaHi JEMOHCTpalliifHi cecii Ta mNpe3eHTalil BUCTYNAIOTh CTUMYNIOIOYUMH (aKTOpamy,
30aTHUMU (OPMYBAaTH KOTHITHBHI Ta €MOLiiHI peakiil MOTEHUIMHMX KII€HTIB, sSKi (IKCYIOTBCS uepe3 3MiHH
aKTUBHOCTI MO3KY, Bapiallii YaCTOTH CEPIEOUTTS, EKCIIPECit0 MIMIKHU Ta SIEKTPOIPOBIIHICTh MIKIPH.

MapkKeTHHIOBI CTUMYJIN:
LIUIBOBI ITOBIAOMJIEHHS, KOHTEHT,
MepCOHAII30BaHi JEeMOHCTpaLiiHi

cecii, mpe3eHTanii

J

IMoBeninka kaientis B2B: Heiipoingukaropu:

MOBEIHKOBI METPUKH (4ac, BUTpadEeHUH 3MiHHM B aKTHBHOCTi MO3KY,
Ha KOHTEHT, KIJIbKICTh 3aIIUTIB

4acTOTi CepPIEOUTTSI, MIiMIITi,
JIEMOHCTpAIIii, KOHBEPCis, CKIaIHICTh

i €JIeKTPOIPOBITHOCTI MIKipU
NPUAHATTS PIlICHB)

\_

Puc. 1. Mozens BILIMBY HelipOMapKETHHIY HA NoBeNinKy B2B-kiienTin
Jlxeperno: po3poOka aBToOpiB

B3aemo03B’s130k MiX HEHpOIHAMKATOpaMU, MapKETHMHTOBHUMH CTHMYJaMU Ta IMOBeJiHKO B2B-kimieHTiB
MOYKHa OXapaKTepU3yBaTH SIK 0araTopiBHEBY CHCTEMY B3a€MOJIH, Yy SKi KOXHHUH MapKEeTHHIOBHH CTHMYyJ (Bif
[UTBOBUX TOBIJOMJICHB 1 KOHTCHTY 1O NEPCOHANI30BaHUX JIEMOHCTpAIIfHUX cecili Ta Tpe3eHTaliil) CrovyaTrky
aKkTUBye crenu@iuai Heipodi3ionoriuni peakiii MOTCHIIHHOTO KOPIOPATHBHOTO MOKYIII, IO HPOSBISTIOTECS Y
3MiHax MO3KOBOi aKTUBHOCTI, CEPILIEBOTO PUTMY, MIMiKH 200 eeKTponpoBiaHOCTI mKipu. HelipoinankaTopu, y cBoto
4Yepry, BUCTYNAIOTh 00 €KTHBHHUMHU MapKepaMH KOTHITHBHOTO Ta €MOIIMHOTO CHPUHHSATTS, JAO3BOJISIOUH OLIHUTH
piBeHb IIOBIpH, CHPHUHHATTS PHU3NKY, MOTHBALIiWHI JpaiiBepy Ta KOTHITUBHE HABAHTAXXEHHS Ha DI3HMX eTamax
YXBQJICHHS PillleHb KOPIIOPaTUBHUMH KoMmiTeTamu. [lociiioBHa iHTerparist JaHuX HEHPOTECTIB i3 MOBEAIHKOBUMH
METPHUKaMH (TaKUMH K 9ac B3a€MOJIi1 3 KOHTEHTOM, KiJIbKiCTh 3allUTIB Ha IEMO, KOHBEPCisl y MPOJIaXk Ta CKIAIHICTh
TIPOLIECY MPUUHSATTS PIillIeHb) CTBOPIOE 3aMKHEHUH ITUKJT 3BOPOTHOTO 3B’ SI3KY, 3aBJISIKH TKOMY MapKETHHIOBI CTpaTerii
MOXyTh OyTH ajanToBaHi 3 ypaxyBaHHIM iHAWBIAyalbHUX 1 TPYNOBUX HEHPOMPOdiNiB KIIEHTIB, IiIBUIIYIOUN
e(heKTHUBHICTh TapTeTHHTY, IEPCOHATI3aIli] KOMYHIKAIliif Ta 3arajJpHy pe3yIbTaTUBHICTh B2B-kammaniil. Braxkaemo,
110 3alIPOIIOHOBAHA MOJIETIb CTBOPIOE OCHOBY ISl CHCTEMHOTO aHAJIi3y B3a€EMOAIl HEHPOIHINKATOPIB, MOBEIIHKOBIX
MaTepHIB Ta MApKETHHIOBHX CTUMYJIB, IIO BiAKPUBA€ HOBI MOXKJIMBOCTI i mepcoHaizanii B2B-komyHikarmiit ta
iABHUIICHHS PiBHS 3aJTy4Y€HOCTI KITI€HTIB.

V xonTekcri B2B-cdepu B3aeMois MapKETHHTOBUX CTUMYITIB, HEHPOIHIMKATOPIB Ta MOBEIIHKOBUX METPUK
KJI€HTIB opMye CcKianHy, OaraTopiBHEBY CHCTEMY 3BOPOTHOTO 3B’SI3KY, SIKa J03BOJISIE OIJIBIIT TOYHO MPOTHO3YBATH
peakuii mimbOBOi ayauTOpii Ta ONTHMI3yBaTW KOMYHIKaliiHi crparterii. LlinbOBI MOBiZOMIIEHHS, KOHTEHT,
NIepCOHAJII30BaHi JEMOHCTpalLiiHi cecii Ta mpe3eHTalil BUCTYNAIOTh KaTali3aTOpaMy KOTHITUBHHMX Ta €MOLIHHHX
peaxiliii MOTeHIIHHNX KITIEHTIB, IO TPOSBISIIOTHCS Yepe3 3MiHU B aKTHBHOCTI MO3KY, Bapiallii 4aCTOTH CepLeOuTTs,
EKCIIPECiI0 MIMIKM Ta eJIeKTPONPOBITHICTh MmKipu. JlaHi HEHpOIHAMKATOPIB JO3BOJSIOTH OTPUMATH 00’ €KTHBHI
CHTHAIIY TIPO PiBEHB 3YICHOCTI, CTYITiHb 3aIliKaBJIEHOCTI Ta TIOTEHI[IHHUI piBEHh KOTHITHBHOTO HABAHTAXXEHHSI, 1110,
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Yy CBOIO Yepry, KOPENIIOE 3 TIOBEIIHKOBUMH TPOSBAMHU, TAKUMH SK TPUBATICTh B3a€MOJIl 3 KOHTCHTOM, KUIBKICTh
3amuTiB Ha IEMOHCTpAIlii, KOHBEPCifHi [Iii Ta CKIIagHICTh YXBaJICHHS PillieHb. AHAJI3 IIUX ITOBEIIHKOBUX METPHK JIA€
3MOTY BHABIATH €(EKTHBHICTH Pi3HUX KOMYHIKAIliHHUX ITIXOMAIB Ta aJalTyBaTH MAapKETHHIOBI CTHMYIH TaKUM
YUHOM, MO0 MiABWIINTH IXHIO PEIEeBAaHTHICTh, 3HM3UTH KOTHITHMBHE HABAHTAXKEHHS Ta CTUMYJIOBATH OLUIBII
e(eKTUBHI pillIeHHs KIIEHTIB, 10, Y MiACYMKY, (opMye IMKIIYHHUNA ITpoLec ONTHMI3alii MapKeTHHIOBOI B3a€MOIi,
Jie BIUIUB KOXXHOTO EJIEMEHTY Ha IHIIMH IOCTIHHO KOPHUI'YEThCS Ha OCHOBI €MHIpHMYHO 3adiKCOBaHUX peakuid i
MOBEIIHKOBHX MATEPHIB IIUTLOBOT ayAUTOPII.

Ha namy nymKy, TeopeTHYHa 3Ha4yyIliCTh HEHPOMAapKETHHIOBOIO IMiAXOAY Uil ONTHMi3alil TapreTHHTY
NOoJATae y TOMY, LIO BiH JO3BOJISIE IHTEIPYBAaTH MCHXOJIOTIYHI Ta HEHWpoQi3ionoriuHi MexaHi3MH CIPHHHSTTS
iHpopMauii y TpaauuiiiHi MoaeNni MapKEeTHMHTOBOTO BIUIMBY, 3a0€3MeUyl0dYH OUIbII IIIMOOKE PO3YMIHHS MOBEIIHKA
KOPIIOPAaTHBHUX KII€HTIB Ta MPOIECiB yXBajeHHsA pimeHs y B2B-cermenti. 3aBmskum 3acTOCYBaHHIO METOIIB
BHUMIpPIOBaHHS IiACBiOMEX peakiii, Takux 1k EEG, eye-tracking abo ¢eiic-komyBaHHS, HEHPOMapKETHHT BiIKpUBA€e
MOJKJIMBICTh BHSBJIICHHS EMOIIIMHMX 1 KOTHITUBHUX [paiBepiB, sKi HE 3aBXKIM BiZOOpPaKaloOThCS y CBIIOMHX
ONMTYBAaHHSAX YN aHKETaX, IO, y CBOIO Yepry, IiJBHIIYE TOYHICTH CErMEHTamii ayauTopii Ta e(peKTHBHICTH
MIepCOHANTI30BaHUX KOMYHiKaIiil. KpiM Toro, moeqHaHHS WX METOMIB i3 KIIACHIYHUMH ITiIXOaMH 10 aHATI3Y PHHKY
Ta MOBEIIHKOBHX IaTEPHIB JO3BOJIAE HE JIMIIE ONTHMI3yBaTH KOHTCHT Ta MECCIDKHUHT, ajie il (opMyBaTH HayKOBO
oOIpyHTOBaHI CTparerii B3a€MOAii 3 KOPIOPAaTUBHUMH KJII€EHTAMHM, 110 BPaxOBYIOTh CKJIQJHICTh iXHIX BHYTpILIHIX
NPOLIECIB MPUHHATTS PIllIeHb, PIBEHb KOTHITUBHOTO HABAHTAXKCHHS Ta €MOLIiNHI peakuil Ha npomno3uuii. Takum
YMHOM, HEHPOMapKETHHTOBHUHI MiJIXiJ] HE JIHIIE PO3LIMPIOE TEOPETUYHI PAMKH JIOCHIPKESHHS OBE/IIHKY CIIOKUBAYa,
a ¥ crBoproe miardopMmy Uil MPAaKTHYHO PENIEBAHTHUX iHHOBaUill y cdepi B2B-taprerunry, ne onrtumizanis
KOMYHIKalliii CcTae pe3ylbTaTOM CHHTE3y KOTHITUBHOI HAayKH, IOBEIIHKOBOI E€KOHOMIKHM Ta MapKeTHHIOBUX
TEXHOJIOTIH.

BUCHOBKH 3 JAHOT'O JOCJIAKEHHA
I TEPCIIEKTUBHU IIOJAJIBIINX PO3BIJAOK Y JAHOMY HAIIPAMI

VY xoni mochiKeHHS OTPIMAaHO TaKi BUCHOBKH:

[Mo-mepure, mpoBeaeHE NOCIHIAKEHHS IEMOHCTPYE, 0 BUKOPUCTaHHS 0IOMETPUYHUX JaHUX Y U(GPOBOMY
MapKeTHHTY CYMPOBOKYETHCS PSIIOM €TUYHHX 1 IPAaBOBUX PU3HKIB, 10 BKIIOYAIOTh MOPYILEHHS MPUBATHOCTI Ta
HEHAJIe)KHE YNpaBliHHA 1H(QOpMaliero, TOMy BHMarae MOCWIICHHS KOHTPOJIO Ta MPO30POCTi MpoLeayp 0OpoOKu
MEepPCOHAJBHUX JIAHUX, & TAKOXK IHTerpaiii MbKHApOIHUX CTaHAAPTIB 3aXHUCTY iH(GOpPMAIl y NPaKTUKy MAPKETHUHTY
BITUM3HSIHUX CY0’€KTIB TOCIOJapIOBAHHS.

[Mo-mpyre, BUOKpEMIIEHHSI CTPATETIYHO-E€TUYHOI Ta aHAJITUKO-ONEPAIiHOl IPyN BEKTOPIB 3aCTOCYBaHHS
HelipoMapkeTUHry y B2B-komyHikalisix JO3BOJISIE CHCTEMATH3yBaTH MiJXOMU J0 BUKOPHCTAHHS HEHpPOJAHUX, e
nepia rpymna 3abesnedye BiAMOBIAHICTh MIKHAPOIHUM 1 JIOKaJbHUM HOpPMaMm, a Jpyra CHpsSMOBaHa Ha MPaKTHYHE
MiABUIICHHS e()eKTUBHOCTI KOMYHIKAIIIH depe3 mepcoHai3allio MOBiJOMICHB i ONTUMI3aIlil0 KOHTEHTY BiJIOBiTHO
JI0 KOTHITHBHHX YIEPEIKEHb [UTHOBOI ayTUTOPIi.

[To-Tpere, mocmiypKeHHs MIATBEPAXKYE, IO KOMIUIEKCHHH TMiAXiJ [0 YNpPaBIiHHA JaHUMH 4Yepe3
JIOKYMEHTYBaHHSA TPOIIeTyp 300py Ta 30epiranHs iHpopmaiii, iHpopMOBaHY 3roAy YIacHHUKIB, aHOHIMI3aIli0 JaHUX
Ta OIIHKY IPABOBHX ITiZICTAB BiAMIOBIIHO 10 3aKOHOJIABCTBA 3MEHIIUTH PIBEHb ECTHYHHX i IPABOBHUX PU3UKIB, 8 TAKOXK
CTBOPUTH 0a3y /1si 6e31evHOro Ta e(h)eKTHBHOTO 3aCTOCYBaHHS HEHPOMapKETHHIOBUX IHCTpYMEHTiB y B2B-cermenri.

[To-uerBepre, cneuudika B2B-komyHikamidd, 30KpeMa JIOBrOTPHUBANIICTb KOHTpPAKTIB, OaraTtopiBHEBI
KOMITETH TPUHUHSATTS pillleHb 1 MOTpeda apryMEHTOBAHOI'O KOHTEHTY, BHUMAara€ iHTerpaiii HelpoMapKeTHHIOBUX
JAaHUX Yy MPOIECH IJIAHYBaHHs Ta MPOrHO3YBAaHHS, OCKUIBKH HEHPOIHAMKATOPH I03BOJIIOTH 00’ €KTHBHO OI[IHUTH
KOTHITHBHE HABaHTA)XCHHS, MOTHBALlilHI JpaliBepy Ta piBeHb AOBipH MOKYMIIB Ha puHKY B2B.

[To-m’siTe, 3ampornoHOBaHa aBTOPCbKA MOJENb B3a€EMO3B’SI3KYy MiXK HEWPOIHJMKAaTOpaMH, MapKETHHIOBUMHU
CTHUMYJIAMH Ta TMOBENIHKOI0 B2B-KITi€HTIB JAEMOHCTpPYE, IO MOEAHAHHS (i3i0JNOTIYHUX CHUTHANIB, IMOBEIIHKOBUX
METPHUK Ta IEPCOHAII30BAHUX MAapKETHHTOBHX CTHMYJIB CTBOPIOE 3aMKHEHUI LUK 3BOPOTHOTO 3B’SI3KY, IO
JIO3BOJISIE aJIAlITyBaTH CTpATeTii KOMyHIKamii BiAMOBIIHO 10 IHAMBIAYaJbHHUX 1 IPYNOBHUX HEHPONPOQUIIB KIIEHTIB,
MiABUIYIOYH e(EeKTHBHICTh TapreTHHTy, IepCOHANI3allil TOBiIOMJIEHb Ta 3arajbHy pe3yJabTaTHBHICTE B2B-
KaMIIaHiH.

OTxe, pe3ynbTaTH TPOBEACHOTO IOCHI[DKEHHS BHSABWIM, IO IHTErpamis KOHIENTYIbHUX 3acaj
HelpoMapkeTHHTy y B2B-mapkeTHHr H03BOJISIE KOMIUJIEKCHO OIIHIOBATH KOTHITUBHI Ta €MOIIHHI MeXaHi3MH
cupuitHATTA iH(OpMAaIii KOPHOPATUBHAMH KII€HTAMH, M0 3a0e3Meyye IiJBUINEHHS TOYHOCTI TapreTHHTY Ta
e(eKTHBHOCTI MEPCOHATI30BaHNX KOMYHiKarmiil. Bogrouac crierudika npuiHATTS pimeHs y B2B-cepenoBumi, sixa
XapaKTePU3YEThCsI 0AaraTOPiBHEBOIO CTPYKTYPOIO KOMITETIB, TOBrOTPUBAIUMH KOHTPAKTAMH Ta CKJIAIHICTIO OIIHKH
PHU3UKiB, 3yMOBIIIOE€ HEOOXiIHICTh amanTamii HEHPOTEXHONOTIH 3 ypaxyBaHHSIM KOTHITUBHOTO HAaBAaHTa)KEHHS,
MOTHBAIITHUX JpaiiBepiB Ta PiBHS JOBIPH YYaCHHUKIB MpolLeCy, 10 A03BOJsI€ (POPMYBATH HAYKOBO OOIPYHTOBaHI
cTparerii B3aeMoii, ONTUMI3yBaTH KOHTEHT i MECEPKUHT, a TAKOXK 3a0e3MeuyBaTH NepCOHAI3aLiI0 KOMYHIKaLii 11s
JIOCSITHEHHSI BUCOKOi PE3YJIbTATUBHOCTI MAapKETMHTOBHX KaMIaHii y KopropaTtuBHOMY cerMeHti. I[lomanbini
JIOCIIIKEHHS OyyTh CTOCYBAaTHUCh NUTaHHS 0COOIMBOCTEH Helipoan3aiiny BeOcaiiTiB nokymnuis B2B-cekropa.
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