KOMaHa poCTa Ha ayTcopce

“ roc ket Iab ANA CACTEMHOIO yny4dlweHWA KNKYeBbIX MeTPUK

MaTtpuua rotoBHocTu B2B K macwuTabupoBaHuio:
AypuT 5 KnroueBbIxX o6nacteu

OueHUTe roTOBHOCTb Ballell KOMMaHUKM K POCTY U BbisBUTE 'y3Kne MecTa' nepef, akTUBHbIM
paclUMpeHnemM.

BeepeHue: Noyemy maclutabuposaHue — 3TO He MPOCTO POCT 6rof)KeTa

MacwTtabnpoBaHme B2B-kKoMnaHnm — 3TO CUCTEMHbBIN POCT JOXOL0B U JONWN PbIHKA, KOTOPbIN
ornepexaeT pocT 3aTpaT. B oTnMume oT NpoCTOro yBennyeHus 61oaXeTa, OH TpebyeT onTuMmn3auum
NPOLLECCOB, BHEAPEHUS TEXHOIOMMI M pa3paboTKM CTpaTernun. [NaBHasa 3agadya — cTaTb
adpPpekTUBHEE, YTOObLI pacLUMpeHne 6UsHeca He NPUBENO K XaoCy U yObITKaM.

MHoOrne pykoBoguTenun owWM60YHO nonaratoT, YTo 418 POCcTa AOCTAaTOYHO BNUTL 6oNbLUe AeHer B
peknamy. B B2B-cermeHTe Takom nogxon HeappeKTnBeH n gaxke onaceH. OH co3gaeT W3unto
pOCTa, HO CKpPbIBAET CUCTEMHbIE NPOBEMbI, KOTOPblE C yBENNYEeHNEM 060POTOB CTAaHOBATCA TOMbKO
popoxe. MacwTabupoBaHe yCUANBAET BCE: U CUMbHbIE, U cnabble CTOPOHbI. Ecnu B npogaax
XaoC, OH CTaHeT ynpaBnsgeMbiM XaoCOM. HeT aHannTnkm — 6ygete TepsTh elle 60Mblue AeHEer, He
NnoHMMasi, rge MMeHHo.

MpeXxge 4yem HaxxmmaTb Ha ras, ybegutecb, YTO Balla KOMMaHMs roToBa K YCKOpeHuto. PocT pagu
pocTa — onacHas noBylka. CHavana Hy>Ha Kpenkasi OCHOBa.

1. busHec-mopenb U MNMpoaykT: OcHoBa ANA pocTa

[1 Hanwuuue ctabunbHoOM 6U3HEC-Moaenm
ECTb v NOHATHBIM NPOAYKT, KOTOPbIN peLlaeT Npo6aemMy KOHKPETHOW LieNeBon ayanuTtopuu, 1 Bbl yMeeTe ero npogaBatb?
[ TMoptBepxaeHHbIn Product-Market Fit

Ball NpoAyKT BOCTPeB6OBaH Ha PbIHKE, U KIIMEHTbLI FOTOBbI 3@ HEro nNnaTuTb. MpoBepsany N Bbl COOTBETCTBME MPoAyKTa
pbIHKY (Product-Market Fit) B HOBbIX permoHax ¢ MMHUMAanbHbIMU 3aTpaTaMu, HanpuMep, Yepes KOHTEHT-MapKEeTUHT?

[1 YeTKoe LLeHHOCTHOE NpeasioxeHne

KnneHTbl NOHUMatoT YHUKaNbHYO LUEHHOCTb Ballero npoaykKTa U To, Kak OH pellaeT Ux 6u3Hec-3agaun. Onpeu,eneHa iz
LleHHOCTb NpoAyKTa, KOTopasi He MEeHAETCA OT CTPaHbl K CTpaHe?

[] Bobicokoe yaepxaHue knmeHToB (Retention Rate)

Balum KMeHTbl 0OCTaroTCA ¢ BaMu Hagomro u coBepLlaroT NOBTOPHbIE NOKYMNKHA. Hu3kn oTTOoK — NPU3HaK 300Pp0BOro
6u3Heca, Bep yaep>XaHune CylecTBYyroLWwero KiineHTa MoxeT obxoantbcs Ha 80% pelleBrnie, YeM npuBeYeHne HOBOrO.

[ TotoBHOCTb K Customer-oriented innovations

Balua koMnaHMs aKTMBHO BOBEKaeT MOKynaTenen B co3faHue v ynyudlleHne npoayKra, o6ecneymBasi ObICTPY agantaluio
K MeHsiowmmca notpeGHocTam? (MicTtounuk: Cyberleninka)

2. dDuHaHcoBasA yCTOMUYMBOCTb: TOMIMBO AN MacLITabUpoOBaHUA

[1 TNonoxwuTenbHas HOHUT-39KOHOMMKA
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Bbl TOYHO 3HaeTe, YTO NMOXM3HEHHANA LLeHHOCTb KnneHTa (LTV) 3HaunTenbHO NpeBbilLaeT CTOMMOCTb ero NpuBneYeHns
(CAC). LTV knueHTa npesbiwaeT CAC B 3 1 6onee pas?

[Mpo3payHasa puHaHcoBas Mogenb

EcTb N1 y Bac getanusmpoBaHHas GuHaHCOBas MoJeslb, KOTopas NO3BONSET NPOrHO3NPoOBaTb A0X0Abl, pacxofbl 1
npuobib?

CTabunbHO MONOXUTENbHbBIN AeHeXHbIn noTok (Cash Flow)

Bawa komnaHus reHepupyet OCTaTOYHO AeHeXHbIX CPeaACTB ON1A NOKPbITUA onepalMOHHbIX pacXogoB U1
pPenHBeCTUPOBaHUA B POCT. Hannuune Flp03pa'~IHOl7I q)VIHaHCOBOI;I MOLENU U CTabWUSIbHO MOSTOXUTENbHOIO AEHEXHOr0 NOTOKa
— BaXHbIN WHONKATOP FOTOBHOCTU K UHBECTULUAM B POCT.

Hannune ¢pmMHaHCOBOro pesepsa
EcTb nu Yy BaC noaylika 663OHaCHOCTVI, NoKpblBaroLWasn 3-6 MecqALueB NMNOCTOAHHbIX 3anaT?
MoHMMaHMe peHTabeNbHOCTM NO NPOAYKTaM/HanpaBieHaM

KakoBa peanbHasa peHTabenbHOCTb KaXA4oro npoAyKTa uin HanpasneHns? Bol TOUHO 3HaeTe, Kakue npoayKTbl Hanbonee
NPWObIIbHbLI?

OnepauuoHHbie MNMpoyecchbl: 3PPeKTUBHOCTb U CTaHJAPTU3aLUSA

OTna)eHHast BOpOHKa npogax

Y Bac eCcTb YeTKO onpefeneHHas BOpOHKa NPOoAax, U Bbl MOXeETe C AOCTAaTOYHON TOYHOCTbIO MPOrHO3MPOBaTh BbIPYUYKY.
MepuaHHbI cpok caenku B B2B coctaBnseT 120 gHew, a Ana KpynHbIX KOMAaHUn MoxeT gocturate 408 gHew. Bbl
oTCnexuBaeTe KOHBEPCUIO Ha KaX4oMm aTane?

Hanunuve cKkBO3HOM aHaNUTUKK

Bbl MCcnonb3yeTe cUcTeMbI, CBA3bIBalOLLME 3aTpaThl HA MAapKETUHT C peasibHbIMU NpofaxkaMu U NpuobINbLo (Hanpumep,
Roistat, Yandex DatalLens)? 3To no3BonsieT nepepacnpenenutb GLoAXeT B Nob3y caMblX 3GHEKTUBHbBIX KaHaNOoB.

CTaHaapT13aLma npoLeccos npoaax

YcnelwHoe paclmpeHme CTPOUTCS Ha CUCTEME, @ He Ha IMYHOCTAX. Tonbko 23% B2B-koMnaHuin nmerot
CTPYKTYPUPOBaAHHbIN NpOLecC NPoAa, HO MX BblpydKa pacTeT B cpegHeM Ha 41% 6bicTpee (McTtouyHuk: McKinsey). EcTb nn
y Bac YyeTkne Kputepmm kBanndukaumm nuaa, CKpunTbl, Nendykn?

BHegpeHue Customer Success

Bawa CS-komaHa npoakTMBHO paboTaeT Haf, TeM, YTOObI KIIMEHT MNOMy4Yn MakCUMalbHY LEHHOCTb OT NPOAYKTa,
npenoTBpallas OTToK U ctTumynupys upsell/cross-sell?

Mcnonb3oBaHne Outcome-Based Selling

Bawwm npogasLpbl GOKYCUPYIOTCA Ha AOCTUXXEHUN KOHKPETHBIX BU3HEC-pe3ynbTaToB KNeHTa (Hanpumep, cokpalleHue
nsgepxek Ha 15%), a He NpocTo nepeyncnatoT GyHKUMK NpoaykTa? MokynaTtenun B B2B TpaTaT nuwb 17 % BpeMeHu Ha
BCTPEYU C NOTEHUMaNbHbIMK NocTaBWwukamm (MictouyHuk: Gartner).

KomaHpga u KynbTtypa: Fl0TOBHOCTb K U3MEHEHUAM

Hanuune cuctem, a He 'repoes’

PesynbTaTbl focTUraloTcs 6narofaps oTaXKeHHbIM NpoLieccam B MapKeTUHre, Npofakax U Npou3BoACTBe, a He 3a cyeT
reponyeckux yCunui oTaenbHbIX COTPYAHMKOB. ECnu Ball Ny4lunii NpoaaseLl, yXoauT B OTMYCK U Bbipyyka nagaet Ha 30%,
y Bac HeT oTAena npofax, a eCTb OAWH repow v rpynna noanepXKu.

[[OTOBHOCTb K JenernpoBaHuio

YnpaBneH4yeckass KOMaHga rotoBa K nepexofy oT «CTapTamn-MbILWAEHUS» K CUCTEMHOMY YNpaBieHuto, AeNermpoBaHmio
3afa4 u paboTe Hafg npoLeccamn?

MoTnBauns 1 BOBIEYEHHOCTb KOMaHgbl

CoTpygHUKN MOTUBMPOBaHbI U BOBJIEYEHbI B MpoLuecc pocTa yepes noHsaTHble KPI n 60Hycbl? LindpoBusauns MeHaeT posb
COTPYAHWKOB, Y BaXXHO JOHECTH, YTO X 3aaya CMeLLaeTcs OT PYTUHHOM 06paBoTKM 3aKa30B K Pa3BUTUIO OTHOLLEHWUN C
KNHOYEBbIMWU KIIMEHTaMU.

OTKa30yCTOMYMBOCTb KOMaHgb!
Mpouecchl CNPOeKTMPOBaHbI TaK, YTO CO6OM UK OTCYTCTBME OLHOIO COTPYAHUKA HE Napanu3yeT paboTy BCeN LLenoykn?
ApanTtaumns K HOBbIM POSM

KomaHpa rotoBa k nepexony o 80% cTaHZapTHbIX KIMEHTOB B OHJIalH-KaHasbl, YTOGbl BbICBOGOANTE BPeMsS MeHeKepoB
ons paboTbl ¢ 20% KNHOYEBbIX KINMEHTOB?



5. TexHonornyeckasa MHppacTpykTypa: [iBuratenb pocTa

[1 BHegpeHne CRM-cuctemsl

Mcnonbsyetcsa nu CRM (Hanpumep, Butpukc24, AmoCRM) ans ¢prKcaumm Kaxkaoro wara KimeHTa n aBTomatusaunm
PYTUHHbIX onepauun? MeHeaxxepbl TpaTaT 0o 70% BpeMeHM Ha 3agayu, He CBsA3aHHbIe ¢ npofaxamu, 6e3 CRM.

[ ABToMaTu3auuMs MapKeTuHra u 4OKYMeHToo0bopoTa

Micnonb3yroTcst MM MHCTPYMEHTBI AJ1s aBToMaTusaumm email-paccbinok (Unisender), ynpasneHust npoektamu (Kaiten,
Anpekc Tpekep) n nHterpaumm cepsucos (Albato)?

[ Hanwuuune B2B-nopTana unm oHNanH-mMarasuHa

EcTb nv co6¢cTBEHHBIN B2B-nopTan unun nHtepHet-marasuH (Tilda Publishing, InSales), no3sonsitowmn knneHtTam
CaMOCTOATENbHO 0POPMAATL 3aKasbl 24/7? B2B-KNMeHTbl 0XXnaaT OT KOPrNopaTUBHOIO nopTana Takoro e yao6cTsa, Kak
oT B2C-cepBucos (AcTtouHuk: Salesforce Help).

[1 Wcnonb3oBaHue NN gns onTumusaunm

MprMeHsieTCa NN UCKYCCTBEHHbIN MHTENNEKT A1 CErMEHTaUUn pbiHKa, MepcoHanM3aunm NpeanoXeHnun, onTuMmsasmm
peknambl (Yandex DataLens)? K 2026 rogy 30% B2B-komnaHui 6yayT ucnonb3oBatb Al gns aBTomMatmsaumm npogax

(McToYyHuk: IDC).

[] Be3onacHOCTb AaHHbIX

BHeapeHbl M HafieXXHble CUCTEMbI 3aLLUThl AaHHbIX U NPOo3payHas NoauT1Ka Ux MCnonb3osaHna? KonmyecTso yTeyek
nepcoHanbHbIX AaHHbIX pacTeT (McTouHMK: PockoMHagzop).

I/IHTepnpeTauml pe3ynbTtaToB U peKoMmeHaauuun

Ecnu o6Lias ouyeHKa Huxe 3 no
no6on o6nacTu

Ecnu oueHka no
'busHec-mopenu u Mpoaykry'
HU3Kas

Ecnm oueHka no '®uHaHcoBoM
YCTOMUYMBOCTU' HU3KaA

Ecnu oueHka no
'OnepauumoHHbIM lNpoueccam’
HU3Kas

Ecnu oueHka no 'KomaHpge n
KynbType' HU3Kas

Ecnu oueHka no
'"TexHONorn4yeckomn
NHdpacTpykType' HU3Kas

CdokycumpynTechb Ha ayante aTon o6nacTn. Huskmne 6annbl
yKa3blBatoT Ha cepbe3Hble 'y3Kne MecTa', KoTopble MOryT CTaTb
KPUTUYECKMMM NpU MacliTabupoBaHuun. Hanpmumep, ecnu oueHka
no ®mnHaHcam HMXe 3, CoCcpenoToUYbTECH Ha ayguTe
FOHUT-3KOHOMWKWN U OEHEXHOMO MNOTOKa.

lMepecmoTpuUTe LEHHOCTHOE NpeaoXeHne 1 NpoBeanTe
rny6okun aHanns Product-Market Fit. BoamoyHO, cTonT
paccMOTpeTb CMeHY 6M3HEC-MOLEeNN NN OCBOEHME HOBbIX
CErMeHTOB.

BHeppuTe NONHOLEHHbIN YNpaBieHYeCKNN yyeT, paccuntamnte
LTV/CAC n o6ecneybTe Hanmume puHaHCOBOro pesepsa. bes
3TOro fto60N PocT 6yAeT PUCKOBAHHbBIM.

[eTanbHo npopaboTanTte BOPOHKY Npofax, BHeEAPUTE CKBO3HYHO
aHaNUTUKY U CTaHOapTU3MpynTe npoueccol. YcTpaHeHue 1-2
'Y3KUX MECT' MOXET YBeNMUNTb KoOHBepcuto Ha 15-20% 6e3
LOMNONIHUTENbBHbIX BMIOXEHUI B peKamy.

PasBuBaunTe cucteMHbIn nogxon, BHegpsante KPI, o6yyante
KOMaHAy AeNnerMpoBaHuto n paéoTe C HOBbIMU TEXHOMOMUAMMU.
3aBUCUMOCTb OT '3Be3HbIX' NpogaBLoB — 6oMba 3aMeaIeHHOro
pencTeua.

MHBecTnpynte B CRM, aBTOMaTU3aLMIO MapKeTUHra,
B2B-nopTanbl U paccmoTpuTte BHegpeHune NN, TexHonornm —
3TO pblyar, KOTOPbIN NO3BOSET Aenatb 60Mblue C MEHbLUMMU
YCUIMUSIMU.



O6Lwas pekomeHpaLms MacwTabnpoBaHme — 3To Habop runoTtes. PaspaboTanTe
Go-to-Market (GTM) ctpateruto, ucnonosymte OKR n SMART
Ansa noctaHosku uenen, KPI onsa namepexns adpGekTMBHOCTH.
MpumeHanTe Growth Hacking, 6bicTpo TecTupys He6onblune
rmnoTesbl. B Hawen npakTuke 6bia KeUc, roe 3a nonroga
npotectnposanu 139 runotes. YcnewHbiMy OKasanucb TOMbKO
22, HO UMEHHO OHM o6ecneunnn 86% pocTta NPUBLINKU.

bonblue nHTepecHoro
B HaLuem o6nore

passmsaﬂTe Bu3HeC-MbllUNEeHWe ¢ HallMK nccnegoeaHMAMK
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