KOMaHa poCTa Ha ayTcopce

“ rocket Iab ANA CACTEMHOIO yny4dlweHWA KNKYeBbIX MeTPUK

beHYMapKku 3adpPeKTUBHOCTU aBTOMaTU3aLUN
MapkeTuHra B B2B (2024-2025)

AKTyarnbHble faHHble u cTpaTterum ans B2B-komnaHun

BeBeaeHue: BaXXHOCTb 6eH‘-IMapKOB B aBTOMaTU3aLlMNUUN MapPKeTUuHra

B ycnoBusx NocTossHHO MeHstolleroca naHaliadta B2B-mapkeTuHra, rae cKopocTb peakLmu,
nepcoHanusaums n adpGeKTUBHOCTb CTAHOBATCS K/IHOYEBbLIMU GpaKTopaMm ycrexa, aBToMaTu3aums
nepecTana 6biTb NPOCTO onuueit. OHa cTana Heo6Xo0AUMOCTbIO. OHaKO, YTO6bI NO-HaCTOoALLEMY
OLIEHUTb NOTEHLMan aBToMaTM3aLmMmn U CONoCTaBUTb CBOU Pe3ysibTaThbl C PbIHOYHBIMU, KPUTUYECKU
BaXHO OMUPAaTbCA Ha aKTyasibHble GEHYMAPKM.

OTOT MaTepuan npeacTaBnsieT co60M C60PHMK CTAaTUCTUYECKNX AaHHbBIX U MOKasaTenen
30PEKTMBHOCTN aBTOMATM3aLMM MapKeTKHra, cneundunyHbix gns B2B-cektopa. OH NOMOXeT BaM:

* OueHUTb NoTeHUMan pocTa nNnaoBs, KoHeepcun n ROI.

* CpaBHUTb CBOM TeKyLLME NoKasaTenu ¢ oTpacreBbiMU 6eHYMapKamMu.

* BbisBUTb 061aCTU 41K YNyYLWeHUs U pacCTaBUTb MPUOPUTETLI BO BHEAPEHUN.
* [loHATb, Kak ucnonb3oBaHne VI u ABM TpaHchopmupyeT B2B-mMapKeTUHr.

[aHHble cobpaHbl U3 BeAYLLMX aHAaNUTUYECKUX OTYETOB N nccnepoBaHuin 2024-2026 rogos, 4To
obecneynBaeT NX MaKCUManbHYKO peneBaHTHOCTb.

Oowue nokasatenu a¢pPpeKTMBHOCTU aBTOMaTHU3aLum B B2B

CpeaHun pocT nuagoreHepawmm KomnaHuu, ncnonb3syrowme asToMmaTu3aumio, AEMOHCTPUPYOT
3HAUYUTENbHbIN POCT NMAoreHepaummn. ToyHble udpbl
BapbUpPYIOTCA N0 OTPaCcNsAM, HO yy4lleHue KBannpukauum nmaos
N CKOPOCTM 06paboTKu SBNAIOTCA O6LWMMKN gpaniBepaMmn pocTa.

CpepHee yBenunuyeHue B cpegHem, 40% nupos koHBepTupytoTcs B MQL (Marketing

KoHBepcuu (nup, B MQL) Qualified Leads) B B2B SaaS (First Page Sage, 2026).

CpepgHee yBenuyeHue B cpegHem, 38% MQL koHBepTupytoTcs B SQL (Sales Qualified

KoHBepcuu (MQL B SQL) Leads) B B2B SaaS (First Page Sage, 2026).

CpepgHee yBenMyeHue B cpegHeMm, 44% SQL KOHBEPTUPYHOTCS B BO3MOXHOCTU, 1 36%

KoHBepcuu (SQL B caenky) BO3MOXHOCTEN KOHBEPTUPYHOTCS B KNMEHTOB B B2B Saa$S (First
Page Sage, 2026).

CpepHun ROl aBTOMaTHM3aLMK 3-5 py6nen Ha KaXgbl BNOXEHHbIN py6nb (BHYTPEHHNE

MapKeTUHra AaHHble).

CpepHee CHU)XeHue 3aTpaT Ha o 20% MapKeTUHIoBOro 6ro)KeTa MOXeT ObITb COKpaLLEeHO 3a

MapKeTUuHr c4yeT aBTOMaTU3aLuun (BHYTpeHHVIe AaHHble).
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OKOHOMMSA BpeMeHHU
MapKeTUHroBbIX/NPoAaXkHbIX
KOMaHp,

ABTOMaTM3aLUMNA PYTUHHbIX 3a4a4y NO3BOMAET MapKeTonoram
COCpPefoToYNTbCA Ha cTpaTernn, a MeHegykepam no npoga)xkam —
Ha 'ropsuunx' nuaax, NoBbIWasa o6y NPOAYKTUBHOCTb.

BeHUYMapKu No KOHKPETHbIM KaHasnaM U UHCTPYMEeHTaM

KaHnan/HcTpymeHT BeHumapk MossicHeHne/VIcTOUHUK
Open Rate TpurrepHbix 50-90% BbicokuMi nokasaTenb U3-3a akTyanbHOCTH
email-uenoyek (welcome) COO0O6LEeHNs Ansi nonb3oBaTens.
Open Rate TpurrepHbix 40-60% O¢PpPEeKTUBHOCTb 3aBUCUT OT
email-uenouyek (6poLueHHas CBOEBPEMEHHOCTU N NepCOHann3aumu.
KOp3u1Ha)
CTR TpurrepHbix email-uenovyek  15-25% [Moka3biBaeT BOBNEYEHHOCTb HOBbIX

(welcome)

OPPeKTUBHOCTb NUA-CKOPUHTa

MNokasatenn ABM-kKamnaHumn

BnusHue 4yaT-60TOB Ha CKOPOCTb
oTBeTa

YBenuyeHue ap¢peKTUBHOCTH
oTaena npofax Ha 15-20%

YBenuueHue pasmepa CLeKH,
YyCKOpPEHUE LuKna

MrHoBeHHas peakuus 24/7

noannCYNKOB.

MeHeayepbl GOKYCUPYIOTCA Ha FOTOBLIX K
MOKYMKe KNWeHTax (BHyTpeHHWe AaHHble).

ABM ¢okycnpyeTcs Ha BbICOKOLLEHHbIX
aKkayHTax, obecrne4ynBas 6onee
rny6oKyIo nepcoHanusaumio.

CHuXaeT HarpysKky Ha MeHe[>XepoB U
NoBbIWAET CKOPOCTb 06PaboTKu

ob6paLLeHun.
BnusHne yaT-60TOB Ha ABTOMaTMYeckas YaT-60Tbl MOTYT cOBMpaTb NEPBUYHYIO
KBanuoukaumo nnmaos KBanuoukaums MHPOPMaLMIO N HanpasnATb NG0B B

HY>XHbIN oTAen.

TpeHabl U NporHo3bl B B2B-mapkeTuHre (2024-2025)

MpoueHT KoMmnaHun B2B,
ucnonb3yowmux M1 B
MapKeTUHre

OXxugaembii poCT GIOAKETOB Ha
N v aBTOMaTU3aLuUIO

BnusHue first-party data Ha
3¢ PeKTUBHOCTb KaMMnaHUi1

JAonga 6loa)XeTa, BblgensiemMas Ha
ABM B B2B

OXXupaaHus KJIIMEHTOB OT
nepcoHanansauum

CKopoCTb peaKuuu Ha nupg

94% B2B-nokynatenen yxe ncnonb3ytoT VI B npouecce
3akynku (6sense, 2025). Oxunpaetcs, uto kK 2027 rogy 80%
MapKETUHIOBbIX 3afa4y 6yAyT BbIMOMHATLCSA C NoMoLbio NI,

BropxeTbl Ha I 1 aBTOMaTU3aLMIo 6YAYT PacTu, MOCKOSbKY OHU
NO3BOJIAOT AenaTb 60/blle C MEHbLMMU pecypcamMu B YC10BUAX
COKpaLLeHMs 06LLMX MapKEeTUHIoBbIX GrogykeToB (Gartner, 2024).

First-party data ctaHOBUTCA rNaBHbIM aKTUBOM, MO3BONSASA
CTPOUTb TOYHbIE N HE3aBUCUMbIE OT CTOPOHHUX MaThopm
KamnaHun. KomnaHuu, Mcnonb3ytolme sTu faHHble, 4OOMBaKOTCS
60see BbICOKON 3pPEKTUBHOCTU.

19% MapKeTUHIoBOro 6roayKeTa NPOMBbILLSIEHHbBIX NPEANPUATUI
npuxoautcs Ha ABM-kamnaHuu (onpoc 6topo «DnuHamunka»,
FAVES n MTMM).

73% KNUEHTOB OXWOAKT, YTO KOMMNaHUA 3HaeT UX
UHamMBUAyanobHble NnotpebHocTn (Salesforce State of Marketing).

KOHTaKT ¢ Be6-N1nMaoM B TeYeHUe 5 MUHYT fenaeT KBanudukaumo
B 21 pa3 6onee BepoATHON, YeM B TedeHne 30 MUHYT
(MIT/InsideSales Lead Response Management Study, 2007).




BeHumapku B2B koHBepcuu no otpacnam (2026)

OTpacnb Mocetutens -> Jing (uncto B2B, JNupg -> KnueHT (NonHbin
dopmbi) LMKI)

lOpugmnyeckune ycnyrum 7.4% Bhbllwe cpegHero

B2B SaaS u paspaboTtka N0 1.1% 2-4% (First Page Sage, 2026)
MpodeccnoHanbHble ycnyrm 4.6-7.4% Bbiwe cpepHero

IT n Tenekom 1.5% Hwxe cpegHero

CpepnHui nokasaTtenb (Bce oTpacnu, 5.13% 2-5% (Ruler Analytics, 2026)
$OpPMBbI, 3BOHKM, YyaT)

OueHuTe CBOIO FOTOBHOCTb K aBTOMaTU3aLlum

HaunHatowmmn PasBuBarowmicsa MpoABUHYTbIN Nupep

OTMmeTbTe, rge HaxoamMTCs Bala KOMMaHUs no YPOBHKO aBTOMaTU3aUMN MapKeTUHra n UCnoJib30BaHUA OaHHbIX:

NCcTOYHUKU AaHHbIX

] Ruler Analytics, 2026 Conversion Benchmark Report
https://serpsculpt.com/reports/b2b-sales-conversion-rate-by-industry/

[ First Page Sage, 2026 Industry Benchmarks
https://serpsculpt.com/reports/b2b-sales-conversion-rate-by-industry/

[ MIT/InsideSales Lead Response Management Study, 2007
https://serpsculpt.com/reports/b2b-sales-conversion-rate-by-industry/

[0 HubSpot, 2026 Marketing Statistics
https://www.hubspot.com/marketing-statistics

[] Salesforce State of Marketing Report
https://global.digitall.com/download-state-of-marketing-report-english

[ Zelig.com, B2B Conversion Rates by Industry
https://www.zelig.com/blog/b2b-conversion-rates-by-industry

[J Huble.com, 111 Account-based marketing statistics you need to know in 2025
https://huble.com/blog/account-based-marketing-statistics

[ Martal.ca, B2B Conversion Rate: 5 Proven Methods to Improve Performance
https://martal.ca/b2b-conversion-rate-Ib/

[1 6sense, 2025 Data on Al in B2B
https://6sense.com/videos/6sense-for-marketing-in-10-minutes/

[ Onpoc 6topo «DuHamuka», FAVES n MTTIN no ABM
BHYTpeHHWe faHHble, YNOMSIHYTbIE B TEKCTE

[] Gartner, 2024 Marketing Budgets Report
BHyTpeHHWe AaHHble, yNOMsIHYTble B TEKCTE

[ McKinsey, 2022 B2B Buyer Journey

BHyTpeHHVIe OaHHble, YNOMAHYTblE B TEKCTE



[ B2B Institute (Les Binet & Peter Field) Research
https://www.warc.com/en/partners/b2b-institute
[0 TopRank Marketing, 2025 B2B Influencer Marketing

https://www.toprankmarketing.com/jobs-toprank-marketing-2/
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