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MaTpuua BbioOpa KaHanoB SaaS-mapkeTuHra: PLG vs.
Sales-Led

BusyanbHblt GpeMBOPK A/19 onpeaenieHnst onTMManbHbIX MapKETUHIOBbIX CTpaTerun

BeeaeHue: Kak nonib3oBaTbCcA MaTpuULen

OTa MaTpuua npefHasHadyeHa g1s NoMoLmM SaaS-KoMnaHuaMm B Bblbope Hanbonee adppeKTUBHbLIX
MapPKETUHIOBbIX KaHanoB B 3aBUCUMOCTU OT ABYX KHOYEBbIX paKTOPOB: CNOXHOCTU MPOAYKTa U
AoMuHupytowen mogenu npogax (Product-Led Growth nnu Sales-Led Growth).

Ocb X (ropusoHTanbHas): CNnoXHOCTb NPOAYKTa.

* Huskaa cnoXHocTb: [MpoAyKT MHTYUTUBHO MOHATEH, He TpebyeT ANUTENbHOro o6y4eHus nnm
FJ'Iy60KOl‘;1 MHTerpaumm, LEHHOCTb O4YeBUAHA C MepBbIX MUHYT UCNOMb30BaHus. Llenesada aygutopus
MOXET CaMOCTOATENIbHO HayaTb MNOMb30BaTbCS NPOAYKTOM 6e3 3HaYMUTENTbHOM NMOMOLLM.

* BblcOoKasi CIOXHOCTb: MMpoayKT TpebyeT 3HaUMTENbHOro BPEMEHW Ha OCBOEHME, INy6OKON
WHTEerpaumm B CyLecTByrOLME BU3HEC-MPOLECCHI, KACTOMMU3aLMN MM 06yYeHns Nosib3oBaTeNen.
LleHHOCTb NpoAyKTa pacKpbIBaeTCs He Cpa3dy U MOXET TpeboBaTb LEMOHCTPALUUN UK
KOHCYNbTaLmm.

Ocb Y (BepTukanbHasn): Mogenb npogax.

* Product-Led Growth (PLG): MpoayKT cam no ce6e ABNAeTCs OCHOBHbIM ApafBepOM NPUBAEeYEHUs,
aKTMBaLUNUN N yaep>XXaHUSa KNNMeHToB. [Nonb3oBaTenn MOryT HayaTb MCNONb30BaTb NPOLYKT 6ecniaTtHo
(freemium/trial) n oWy TUTb €ro LEHHOCTb A0 NOKYNKN. OCHOBHOM GOKYC Ha CaMOOBCyXXMBaHUN U
MacLTabupyemMocTn Yepes NPoayKT.

* Sales-Led Growth (SLG): MNpopgayu ocywecTBNsaTCS Yepe3 npsiMble B3anMogencTems ¢
MeHegykepamu no npogaxam. MpoJyKT YacTo CNOXHbIN, C BbICOKOM LieHOM, TpebdyeT
WHOMBUAYANbHOrO NOAX0AA, LEMOHCTPALNA, MEPEroBOPOB U ANUTENbHOro uukna caenkn. OCHOBHON
$OKYC Ha NOCTPOEHUM OTHOLLEHUA N 3KCMEPTHOM NogaepXKKe.

Ncnonb3ynTte 3Ty MaTpuuy, YTOGbI OLLEHUTb TEKYLLYIO CTPaTErnto, BbiABUTb NPOGESbl U HaUTN HOBbIE
TOYKM POCTAa, a TaKXe MNOHATb, Kakne KaHanbl 6yayT Hanbonee apdeKTUBHbI OJ1sl Ballero
YHUKanbHoOro SaaS-npoaykra.

OueHuTe Ball NPOAYKT U MoAenNb Npoaax

Hwn3kasa CnoXHoCTb CpepfHssi CNOXHOCTb Bbicokas cnoxHocCTb

OTMeTbTe, IrAe HaxoauTCs Ball MPOAYKT MO OCU CIOXKHOCTH.


https://rocketlab.bz/?utm_source=pdf&utm_medium=blog&utm_content=matritsa-vybora-kanalov-saas-marketinga

Product-Led Growth

fmépugHaa mopaenb

Sales-Led Growth

OTmeTbTe, Kakast Mogernb nponax gOMUHUPYET B BaLLen KOMMaHUK.

MaTpuuya Bbi6opa KaHanoB SaaS-mMmapKeTUHra

Huskas cnoXxHocTb npoaykrta Bbicokasi cnoXXHocTb npoaykrta

Product-Led
Growth (PLG)

KBagpaHT 1: PLG ¢ HM3KOWM CNOXHOCTbIO
* PekomeHpyemble KaHanbl:
* SEO & KoHTeHT-MapKeTuHr: bnor-nocthl,

rangpl, wabnoHbl (npumepsbl: Notion, Miro).

Bbicokui opraHnyeckumn Tpaduk ans
CaMoO0GBCNyXUBaHUS.

* MnatHasa peknama (Google Ads, Social
Ads): HaueneHHas Ha LWNMPOKYHO
ayaMTopuIo, C akLeHTOM Ha GbICTpbIi
"aha-moment" (npumepbl: Asana, Canva).
* In-Product Marketing: BcnnbiBatowme
noackasku, TyTopuansi,
OHOBOPAMHI-4YeKNncTbl (Nnpumepsl: Trello,
Slack).

* MapTHépcTBa/WHTerpaunm: PaclwmpeHue
9KOCUCTEMBI, KPOCC-NPOMOYLLEH
(npumepsbl: Zapier, Figma).

* BUpyCHbIN MapKeTuHr/PedepanbHble
nporpammbl: MpoayKT cTumynupyet
genutbcs um (npumepsl: Dropbox, Zoom).
* Mpumepbl SaaS-npoaykTos: Canva,
Trello, Mailchimp (freemium), Zoom
(freemium).

* KntoveBble MeTpUKU: AKTUBaUUSA
(Product Qualified Leads - PQL), Churn
Rate (oco6eHHo freemium), LTV/CAC,
MRR, Bpems go "aha-moment".

* Pucku/Bbi3oBbl: HM3kas KoHBepcus us
free B paid, BbICOKMIN OTTOK Ha paHHMX
3Tanax, BbicOKasi KOHKYPeHLMS Nno
SEQ/PPC, Heo6xo0aMMOCTb NOCTOAHHOIO
ynyywenunsa UX/UL

KBagpaHT 2: PLG ¢ BbICOKOW CNOXHOCTbIO

* PekoMeHayeMble KaHarbl:

* KOHTEHT-MapKeTUHT (3KCNepTHbIN):
ny6okue cTaTbu, whitepapers, kenc-ctaau,
BebuHapbl. O6y4eHe 1 AeMOHCTpaumsa
ueHHocTu (npumepsbl: HubSpot, Intercom).

* SEO (long-tail): OTBeTbI Ha cneunduyeckme,
CNOXHble 3aMnpocChl, CBA3aHHbIE C
npo6nemamu, KoTopble peLlaeT NPoayKT.

* Be6uHapbl/MacTep-knacchl: O6y4yeHune
pa6oTe C NPOAYKTOM, AeMOHCTpaums
CNOXHbIX GYHKUMI (npumepbl: Webflow,
Monday.com).

* Email-mapKeTuHr (cerMeHTUpoBaHHbIN):
OHBOPANHT, 06YyYatoLne cepun, TPUrrepHble
nucbMma, peakTuBaums.

* KoMbloHUTU-MapKeTuHr: GopyMmel, rpynnsbl,
nogaepxka nonb3osatenen (Mpumepbl:
Atlassian, GitLab).

* Sales-assist (Product-Qualified Leads):
MeHepxxepbl NOAKNOYALOTCS K
nonb3oBaTensM, KOTopble JOCTUMN
onpepenéHHbIX NOPOroB NCMONb30BaHNA
npoaykTa.

* Mpumepbl SaaS-npoayktos: HubSpot
(freemium c Sales-assist), Intercom, Airtable,
Webflow.

* Kntoyesble MmeTpukun: PQLs, koneepcua PQL
B nnatawmx, Churn Rate, LTV/CAC, MRR,
rny6uHa Ncrnonb3oBaHns GYHKLUNN.

* Pucku/Bbl3oBbl: OAUTENbHbIN LMK
06Yyu4eHUsl, CNOXHOCTb AieMOHCTpaLmm
LleHHOCTU 6e3 NPSAMOro KOHTaKTa,
Heo6X0AMMOCTb CUNbHOW KoMaHabl Customer
Success gns noaaep>XXKu akTueaLuu.




Huskas cnoXHocTb npoaykKTta Bbicokasi C/I0XXHOCTb npoaykrta

Sales-Led
Growth (SLG)

KBagpaHT 3: SLG C HM3KOWN CNOXHOCTbIO
* PekoMeHayeMble KaHarbl:

* Micxogsuwme npogaxu (Outbound Sales):

XonogHble 3BoHKK/email, LinkedIn Sales
Navigator (npumepsbl: Salesforce (manbin
6u3Hec), Pipedrive).

* MapTHépcTBa/Pedepansbi: OT apyrmnx
KOMMaHWI, KOTopble 06CNYXMBAKOT Ty Xe
LIA.

* MnatHas peknama (Performance
Marketing): HaueneHHas Ha
nuaoreHepaumio (3asaBku Ha
AEeMO/KOHCYNbTaLUMto).

* Email-MapKeTuHr (MpsiMble pacChbliku):
MepcoHann3anpoBaHHbIEe NPeaJIoXKEeHNS
nocne KOHTaKTa.

* BoicTaBku/KoHpepeHuumu: Mpsmon
KOHTaKT C NOTEHUMANbHBIMU KIIMEHTaMMU.
* Mpumepbl SaaS-npoaykTos: Pipedrive,
Zoho CRM, HekoTopble HR-nnatpopmel.
* KntoueBble meTpuku: SQL (Sales
Qualified Leads), koHBepcus NnLoB B

cpenkn, CAC, LTV, onunHa umkna npogax.

* Pucku/Bbi30oBbl: Bbicokasi CTOMMOCTb
npuBneyeHns, 3aBUCUMOCTb OT
adpPeKTMBHOCTM oTAena Npoaax,
CNOXHOCTb MaclUTabupoBaHua 6e3
yBeNMYEeHus WTaTa Cenn3os, HU3KMN LTV
Npw BbICOKON CTOMMOCTU NpUBREYEeHms.

KBagpaHT 4: SLG C BbICOKOMW CMOXHOCTbIO

* PekoMeHAyeMble KaHarbl:

* KopnopaTtueHble npogaxu (Enterprise
Sales): OnuHHbBIN unkn, RFP, nHonBmMayanbHble
npegsioxeHus (npumepsbl: SAP, Oracle,
Workday).

* KoHTeHT-MapkeTuHr (Thought Leadership):
ViccnepoBaHus, aHanuTtuka, whitepapers,
3KCnepTHble cTaTby. MO3MUMOHNPOBaHNE KaK
nugepa oTpacnu.

* Be6uHapbl/3kcnepTHble MeponpuaTus: Ona
OEeMOHCTpaunn rnyboKon aKcnepTusbl 1
peLUeHnst CNOXHbIX Npob6em.

* PR/Megna-oTHoweHs: YNOMUHaHNA B
aBTOPUTETHbLIX OTPACNEBbIX U3[aHUSAX,
Kenc-cTaan C KPYMNHbIMU KIMEHTaMM.

* MapTHEpCTBa C
WHTEerpaTopamun/KOHCaNTUHIOBbIMU
KOMMaHuaMK: [10CTyN K KPYMHbIM KITMEHTaM
yepes NAapTHEPCKYH CETb.

* Account-Based Marketing (ABM):
LleneHanpaBneHHble KaMNaHUKU Ha
KOHKPETHbIE KOMMaHUN-KINEHTHI.

* Mpumepbl SaaS-npoaykTos: Salesforce
(Enterprise), ServiceNow, SAP, Oracle Cloud.
* KntoyeBble MeTPUKU: KONMYECTBO 3aKpPbITbIX
COenok, cpegHun yek, LTV, CAC, gnuHa umkna
npopgax, NPS (ans KpynHbIX KITMEHTOB).

* PucKu/Bbl3oBbl: O4eHb OJIMHHbBIA LUK
NPOoAax, BbICOKasAs CTOMMOCTb KaXXgomn COENKu,
HEOBXOOMMOCTb BbICOKOKBaNMOMLUMPOBaHHbIX
CEenn3oBs, 3aBMCMMOCTb OT penyTauumn un
nosepusi.

KniouyeBble MEeTPUKU ONA oTCl/ie)XKuBaHuA 3¢¢9KTMBHOCTM

[] LTV (Lifetime Value): MoxKn3HeHHasa LEHHOCTb KnMeHTa. CpefHui 4oXo4, KOTOPbIn MPUHOCUT
K/TMEHT 3a BECb Nepunog, MCNonb3oBaHMsA NPOAYKTa.

LTV = (CpegHun goxopg c KnueHTa B MecsL) x (CpegHee BpeMsl XXU3HU KIMEHTa B MecsLax).

[J CAC (Customer Acquisition Cost): CTouMmocTb npmBnedeHns ogHoro knneHTta. O6Lme 3aTpaThbl Ha
MapKEeTUHT N NPOAAXW, AeNeHHble Ha KOTMYECTBO HOBbIX KIIMEHTOB.

CAC = (Bce pacxofbl Ha MapKeTuHT 1 npogaxu) / (Konnyectso HOBbIX KIIMEHTOB).

[ CooTHoweHue LTV/CAC: LonkHO 6bITb He MeHee 3:1 aNns yCTOMYMBOro pocTa.

Ecnu LTV/CAC < 3:1, He06X0AMMO NePeCMOTPETb CTPATErno NPUBNEYEHUS UK YOEPXKAHUS.

[ Churn Rate ([Noka3aTenb oTTOKa): MPOLEHT KIIMEHTOB, OTKa3aBLUMXCS OT NOAMUCKN 33
onpeaeneHHbIN Nepuoa.

Churn Rate = (KonmuecTBo yweawmnx KIMeHToB 3a nepuop, / KonnyecTBo KIMEHTOB Ha Hadano nepunopga) x 100%. Llensb:
MWHUMU3NPOBaTb, B naeane < 5% B mecsy gnsa SMB, < 1% gnsa Enterprise.

[0 MRR (Monthly Recurring Revenue): PerynsipHbln MecauHbIv goxog. CymMma Bcex nnaTexemn no
noanuckam, oXngaembix B TEKYLLEM MecsLe.

[TokasblBaeT CTabUIbHOCTb U npenckasyemMocCTb OEeHEeXHOro noTtoka.

[J ARR (Annual Recurring Revenue): PerynspHbii rogoBoi [oXoa.

ARR = MRR x

12. |/|CI'IOJ'Ib3yeTCF| Ona oonrocpoYvYHOro njiaHMpoBaHMA U OLEHKN MHBECTOPaMMU.




[J PQL (Product Qualified Leads): Jlnael, KoTopble NPOLAEMOHCTPUPOBANN BbICOKYH BOB/T€YEHHOCTb B
NPOSYKT U NOTEHLUMaN K KOHBEPCUU.

KputnuHo ons PLG-mopenen. OnpefensieTcs no noporoebiM AeNCTBUSIM B NPOAYKTE (Hanpumep, ncnonb3oBaHue 3
OYHKUMI, NpurnaweHne KoMaHabl).

[] SQL (Sales Qualified Leads): Jluabl, koTopble 6bln KBaNnMGULUMPOBaHbl OTAENOM NPOAaXx Kak
NoTeHUManbHble KITMEHTbI.

KputnuyHo ans Sales-Led mogenen. OnpegensieTca no cooTBeTcTBUIO ICP 1 rOTOBHOCTU K NMOKYMKe.

NMoTeHuManbHble PUCKU U BbI30BbI AN SaaS-MapKeTUHra

Bbicokuit Churn Rate BbicTpasa noteps KNMEHTOoB, Aaxe npu aPpPeKTUBHOM
npueneyvyeHuun. YkasblBaeT Ha Npo6nemMbl C OHOGOPANHIOM,
LleHHOCTbIo NpoaykTa unu Customer Success.

Heokynaembiit CAC 3aTpaTbl Ha NpUBMEYEHNE KITUEHTa MPEBbLILLAKOT AOX0L OT HEro.
HeycTonunBasn 6usHec-moaenb, TpebyeT nepecMoTpa KaHanos
Wnn ueHoobpa3oBaHUs.

OTcyTCcTBUE YETKOM MapKeTrHroBble COO6LLEHWS He NonagaroT B Lie/IeBYHO
cermMeHTaLumm ayaguTopuIo, HN3Kas KOHBEPCUS, pacnbiieHne Grogxerta.
UrHopuposaHue Customer ®DoKyC TONbKO Ha NpuBeYeHUn, 6e3 [OMKHONO BHUMAHUS K
Success YAEP>XXaHUIO N Pa3BUTUIO CYLLECTBYIOLMX KNNEHTOB. [prMBOAUT K

BbICOKOMY OTTOKY.

CnoXHOCTb fileMOHCTpaLuu MpoJyKT CNOXeH, N Nofb30BaTeNN He MOTYT ObICTPO MOHATb ero
LeHHOCTU npeumyliecTtea 6e3 nomown. TpedbyeT ycuneHnsa oH6opauHra,
KOHTEHTa unun npogax.

Bbicokasi KOHKYpeHLUA HacbllweHHbIM pbIHOK TpebyeT auddepeHumaLmm, CUNbHOO
OpeHga U YHUKaANbHOro LLleHHOCTHOroO NpeanoXeHus.

AnuTenbHbIM LUK Npogax Oco6eHHO ons cnoXHbix B2B-npoaykToB. TpebyeT TepneHus,
MHOro3TanHoON BOPOHKN N 3GGEKTUBHOIO yNpaBfeHmsa nngamMu.

PekomeHpayuu no ontuMmusaumm cTpaTermm

[] MNposeaunte rny6okuin aHanus ICP 1 cermeHTaumo aygutopum.

VMicnonb3ynTe faHHble 0 NOBeAEHNN, a He ToNbKo aemorpaduto. (MctouHuk: Rocketlab, "MapkeTuHroBas ctpaTterus SaaS:
3 wara K pocTty B 2026 rogy")

[0 WHBecTupyWTe B KOHTEHT-MapKeTuHr n SEO.

Oco6eHHo pgnst PLG-npoayKToB U AN NOCTPOeHUs akcnepTHocTM B SLG. KomnaHuy ¢ 610romM nonyyaroT 3HaUYNTENbHO
6onblue nnpos. (UctoyHuk: RocketLab)

1 ONTUMMU3NPYIUTE OHBOPAMHT.

[oBegunTe nonb3oBaTens 40 'MOMEHTa aKTMBaLMMK' KaK MOXHO BbicTpee. ITO KPUTUYHO s yaepxkaHus. (MCToOYHUK:
RocketLab)

[] BHegpuTe npoakTuBHbIN Customer Success.
CHwmaeTt Churn Rate Ha 20-30% B nepBbift rof,. (McTouyHnk: RocketLab)

[] lMocTosiHHO oTCneXunBanTe U aHanuanpymnTe kntodesble meTpuku (LTV, CAC, Churn, MRR).
YnpaBnsaTb MOXHO TOMbKO TeM, YTO MOXHO M3MepuTb. (cTouHuk: RocketlLab)

[1 PaccmoTpute rubpugHble Mogenu.

PLG c Sales-assist MOXeT 6bITb 3QPEKTUBHBIM A1 MPOAYKTOB CPEeAHEN CMOXHOCTH, e NpoAayKT gosoaut go PQL, a
npogaxm 3akpbiBatoT caenky. (Mpumep: HubSpot).

[ ABTOMaTM3UPYWTE PYTUHHbIE 3aa4yM MapKeTUHra.



Mcnonb3ynte CRM, CDP, nnatdpopmbl email-MapKeTuHra ans MmaclutabupoBaHusa n nepcoHanmsaumun. (Mpumepsl: Carrot

Quest gna PLG, Mindbox ans cnoxHow aBToMaTtm3aumm).
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