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Beenenne

Hudposuzamus B2B-peIHKOB U aKTUBHOE BHEIPEHUE HHCTPYMEHTOB HCKYCCTBEHHOTO
MHTEJIJIEKTA 0Ka3bIBAlOT CYIIECTBEHHOE BIIMSHUE HA MPOLIECCHl CTPATErMUECKOT0 yIPaBIEHUS
npeanpusTHsIMU. B cermMeHTe MEIMIMHCKOTO 00O0pyJIoBaHUS (HOPMUpPOBAHHE CTpATErHU
MIPOJABMKEHUSI  OCJIOXKHSETCS  JUINTEIbHBIM IUKIOM  CHEJIKH, BBICOKOH CTOMMOCTBIO
IIPUBJICYEHUS KIIMEHTAa U MHOIOYPOBHEBBIM XapaKTEPOM IPUHATHUS PELLIEHUS O 3aKYIIKE.

HecmoTps Ha mupokoe HCHOJIb30BaHME IHM(PPOBBIX KaHAJOB, pacHpeieicHue
MapKETUHIOBBIX PECYPCOB YaCTO OCYIIECTBISAETCS HA OCHOBE U30JMPOBAHHBIX ONEPAllMOHHBIX
nokasaresieil 0e3 OIeHKH MX BIHMSHHUSA Ha BEPOSTHOCTh 3aKIIOYCHUS CHACTKU U (PUHAHCOBBIC
pe3ynbraTel. COBpEMEHHBIE MCCIEAOBAaHUS IOATBEPKAAIOT, 4YTO BHeApeHue Al-cucrem
MOBBIIIAET CTPATETHUECKYI0 THOKOCTh OPTaHU3aINi M KaueCTBO YIPABICHYECKUX PEUICHUN B
B2B-cpene [1], a uHTErpanys aHAIMTUKA B MApKETUHIOBBIE IIPOLECCHl YCHIIMBAET BIIUSHUE
MapKETHHIa Ha PbIHOYHBIE NIOKA3aTENN KOMIIaHUH [2].

Takum oOpa3om, coxpansieTcst mpobiema uHTErpanuu Al-aHaTUTHKH U IHU(POBBIX
JaHHBIX B Tpoliecc GOPMHUPOBAHUS CTpATErHu MpoABIKeHHs B B2B-cermenTe MeAUIIMHCKOTO
000pyI0BaHUSI.

OcHoBHas1 YaCTh

Teoperuueckoil 0a30if MCCleAOBAaHUS SBISIOTCS COBPEMEHHBIE HAay4dHBIE DPaOOTHI,
MOCBSIICHHbIE ~ NPUMEHEHHI0O  HMCKYCCTBEHHOIO  MHTelekTa B B2B-mapkerunre,
CTpATETHYECKOM YIPABICHUU U MUPPOBBIX KOMMYHUKauusx [1, 2, 3, 4, 5, 6]. B yka3aHHbIX
UCCIIEIOBAaHUSIX OOOCHOBBIBaeTCA BiIMAHHE AI-MHCTpPYMEHTOB Ha TMOBBIIIEHHE KayecTBa
YIPaBJIEHYECKUX PELICHUN, Pa3BUTHE OPraHU3allMOHHBIX KOMIIETCHIHMH U 3(PeKTHUBHOCTD
MapKETUHIOBBIX CTPATETUH.

MeTon010ruuecKor OCHOBOU UCCIEA0BAHUS BBICTYIIA€T CUCTEMHBIN U AaHAJIUTUYECKUN
MOJAX0A K HMHTErpanuy HU(POBBIX NaHHBIX B IPOLECC CTPATETHUYECKOTO IUIAHUPOBAHMUSL.
HccnenoBanue BKIOYAET aHaIU3 HaydyHoW autepaTypsl 2023—2025 IT. ¢ 1ebI0 BBISBIECHUS
¢bakTopoB, onpenensonmx 3pdekTuBHOCTh Hcnonb3oBanus Al B B2B-mapketunre, a Taxke
pa3paboTKy METOIUYECKO Moienu (POPMUPOBAHHS CTPATETUH MPOIBUIKECHUSI.

Pa3zpabotannas Mozenb MpeANoiaraeT UHTETPALUIO NAaHHBIX PEKIaMHBIX IaTGopM,
BeO-aHaMTHKH U CRM-cucTeMBbl B €IMHYIO aHAJUTUYECKYyl0 cpeny. B pamkax monenu
OCYILECTBIISICTCSI COTIOCTABIICHUE TOBEICHYECKUX IM(POBHIX MOKa3arenel ¢ (pruHaAHCOBBIMU
napaMeTpamu CAEIKU (BEPOATHOCTb 3aKIIOUEHHUS KOHTPAKTa, JUIMTEIBHOCTh LUKJIA MPOAAX,
LEHHOCTh KJHMeHTa). st oOpaboTKM MJaHHBIX MpeaycMaTpuBaeTcs Hcmosib3oBaHue Al-
MHCTPYMEHTOB CETMEHTAlLMU U IIPOrHO3UPOBAHMSI, IO3BOJISIOINX OLICHUBATh BKJIAJ KaHAJIOB



MPOABIKEHHS B (POPMHUPOBAHNE BHIPYUKH U CHUKATh HEONPEACICHHOCTh IIPU pactpeaeIeHUN
MapKETUHTOBOTO OIO/IKETa.

ComnocTaBieHle TEOPETUYECKHX MOJOKEHUH M pa3pabOTaHHONW MOJENU TO3BOJISIET
000CHOBATh 1€JIeCO00pPa3HOCTh HMHTErpanuu Al-aHaJUTUKU B TPOLECC CTPATErHYECKOTO
YIIPaBICHUS IIPOJABUKEHHUEM.

BriBOaBI

[IpoBeneHHoe  HccienOBaHME  MMOKa3bIBae€T, YTO MpolieMa  HEAOCTaTOYHOU
00OCHOBAHHOCTH YTpaBJIEHYECKUX peuieHnid B B2B-mpoaBmwkeHnn MoxeT OBITH pelieHa
MOCPEJICTBOM CUCTEMHON MHTErpanuu Al-aHaIuTHKU 1 TU(PPOBBIX TAaHHBIX.

Hcnonp3oBaHne KOMILJICKCHOM aHAaJUTUYECKOH MOJENH O00ecreyuBaeT Mepexoja OT
¢parMeHTapHOM  OIEHKM UU(POBBIX KAHAJIOB K  CTPATErMYECKOMY  YIPABJICHUIO
NPO/BIKEHUEM, OPHEHTHPOBAHHOMY Ha JOJTOCPOUYHYI0 3(P(PEKTUBHOCT M (DUHAHCOBBIC
pesynbTatel. MHTerpamus Al-MHCTpYMEHTOB CIOCOOCTBYyeT Oosee  palioHaJIbHOMY
pacrpeneNieHuI0 MapKeTHHIOBBIX pPEecypcoB W (POpMUPOBAHHIO yCTOMYMBOW LH(POBOIL
CTpaTEeTHH MPOABIKEHHS B CErMEHTE MEIUIIMHCKOTO 000y I0BaHHUS.
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