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Anomauia. AxmyanvHicms memu 3yMOGIEHA AKMUSHUMU MPAHCPHOPMAYIAMU Y NOSEOTHYI CNOIHCUBAYIE HA PUHKY
B2B nocnye, Oe yugposizayia ma weuOKUi po36UmMOK COYIANbHUX MepedC CMaloms KIo40suMu Gaxmopamu
KOHKYPEHMOCHPOMONICHOCII KOMNAHiU. AKujo pawuiwe @3aemoodis y B2B 0yna obmedicena nepesasricHo ograiin-
KOMYHIKAYIE ma npsamumu OLI08UMU 3YCIPIYaAMU, MO Cb020OHI COYianbHI Medid Nepemeopunics Ha OCHOBHULL KAHAL
CMBOPeHHs. IMIOHCY, PoOpMYBarHs 008IpU Ma NIOMPUMAHHS MPUBATUX BIOHOCUH Midc napmHuepamu. [losipa y cgpepi B2B
PO3210AEMBCA AK BUPTUATILHULL YUHHUK, WO De3n0cepeOHbo GNIUBAE HA 20MOBHICMb KIIEHMIE 00 chnisnpayi, a omoaice,
susHayae i cmabinvuicmy Oi3Hecy. Mema cmammi noisgeae y 8U3HAYEHHI POl AKMUBHOCHI KOMNAHIU Y COYIATbHUX
Mmepexcax 'y popmyeanHi 008ipu cnoxcusauie ma po3poONeHHI NPAKMUYHUX PeKOMeHOayili O0as NiosuujeHHs
epexmusnocmi yu@poeoi kKomyuixayii. Memooonociuny 0CHO8Y 00CHIONCEHHs CKAAAU KOHMEHM-AHANI3 OQIYiuHUX
cmopinok komnanii y LinkedIn, Facebook, Instagram i YouTube, SWOT-ananiz mapkemuneogoi OisibHOCI
KOHCANMUH2060i KoMnauii ma onumysanns npedcmasnuxie B2B-ceemenmy. Pe3ynomamu nokasanu, wo pecyisipHa
NPUCYMHICTb Y COYIATbHUX MEPEeXHCax, 6UKOPUCTNAHHS NePCOHANI308AHO20 KOHMEHTNY, OeMOHCIMPAYis peanbHuX Kelicig i
8I02YKI6 KIIEHMIB, A MAKONIC CEOEHACHE Peazy8anHs HA NOBIOOMIICHHS 3HAYHO NIOSUWYIOMb PIGeHb 008IPU Ma (OPpMYIomb
CRPULHAMMSA KOMRAHIT AK HAOIUHO20 NAPMHEPd. 8ANCTUSUM HYUHHUKOM GUABUBCS | PO3BUMOK NEPCOHAILHO20 Opendy
KepigHUKi6 ma cniepobimuuKis, sKull 3abesneuye aemeHmuyHicms I nposopicmv kKomywixayii. Hayxoea noeusna
00CHIOAHCEHHS NONAAE Y KOMIIEKCHOMY NIOX00I 00 AHANIZY 83AEMO38 3Ky MIJNC AKMUBHICIIO ) COYIAIbHUX Mepexcax |
dopmysannam dosipu y B2B komyHixayisax, a makoic y 8paxy8arnti HOBIMHIX incmpymenmia gioeokonmenmy, employee-
generated content ma inmepakxmugnux gopmamie. [Ipakmuune sHauenus OMPUMAHUX Pe3VIbMAMIE NOA2AE 8 HA0AHHT
peKomeHOayill KOMNAHIAM w000 nobyoosu KoHmenm-cmpamesii, enposadscenns CRM piwens i @ukopucmauHs
coyianbHo2o 0oKasy OJis 3MiyHeHHs. penymayitinozo kanimany. Ilepcnexmusu nodanvuux 0ociioxceHb nepedbauaioms
amaniz 6NaUBy 2eHEPAMUBHOL0 WMY4HO20 THMeNeKMY HA 3aTYy4eHHsa ayOumopii ma euguenns ocobaugocmeti aoanmayii
B2B xomynixayiii y Hogux yu@posux exocucmemax

Knrouosi cnosa: B2B-mapkemune, coyianvhi mepedxici, 008ipa cnoicusawie, Konmenm-cmpameeis, employee-
generated content, nepconanvruil opend, CRM, oidoccuman-komynixayii.

Dopmynu: 0; puc.: 1; maon.: 1, 6ion.: 13

Abstract. The relevance of the topic is due to active transformations in consumer behaviour in the B2B services
market, where digitalisation and the rapid development of social networks are becoming key factors in the competitiveness
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of companies. Whereas previously interaction in B2B was limited mainly to offline communication and direct business
meetings, today social media has become the main channel for creating an image, building trust and maintaining long-
term relationships between partners. Trust in the B2B sector is seen as a decisive factor that directly influences customers'
willingness to cooperate and, therefore, determines the stability of the business. The purpose of this article is to determine
the role of companies' activity on social networks in building consumer trust and to develop practical recommendations
for improving the effectiveness of digital communication. The methodological basis of the study consisted of content
analysis of the official pages of companies on LinkedIn, Facebook, Instagram and YouTube, SWOT analysis of the
marketing activities of a consulting company, and a survey of representatives of the B2B segment. The results showed
that regular presence on social networks, the use of personalized content, the demonstration of real cases and customer
reviews, as well as timely responses to messages significantly increase the level of trust and shape the perception of the
company as a reliable partner. Another important factor was the development of the personal brand of managers and
employees, which ensures authenticity and transparency of communication. The scientific novelty of the study lies in its
comprehensive approach to analyzing the relationship between social media activity and trust building in B2B
communications, as well as in its consideration of the latest video content tools, employee-generated content, and
interactive formats. The practical significance of the results obtained lies in providing recommendations to companies
on building a content strategy, implementing CRM solutions, and using social proof to strengthen reputation capital.
Prospects for further research include analysing the impact of generative artificial intelligence on audience engagement
and studying the characteristics of B2B communication adaptation in new digital ecosystems.

Keywords: B2B marketing, social media, consumer trust, content strategy, employee-generated content, personal
brand, CRM, digital communications.

Formulas:0; fig.: 1; tab.: 1; bibl.:13

Beryn. YV cywacHomy nugpoBomy Ocob6auBo BaXJIUBO, 110 Ha
CEpEelIOBMILI COLIaJbHI MEpeXi CTajlld He BUCOKOKOHKYPEHTHOMY PUHKY IOCIIYT JOBipa
TUIbKM  MIaTGopMor0 uis  po3Bar  abo cTae He npocto OaxaHuMm edekrom, a
O0COOMCTOTO CIUIKYBaHHS, ajie H BaKJIUBUM peanbHO0 KOHKYPEHTHOIO MepeBaroxo.
IHCTpYMEHTOM Ul NOOYAOBH  JAUIOBHX Knientu vacrime BUOMpaOTh KOMIIAHIIO, sKa
BiIHOCHH. Lle 0cO0JIMBO aKTyaabHO B CEKTOPI JNEMOHCTPY€E  NPO30pPICTh,  BIIKPUTICTH 1
B2B mnocnyr, ne noBipa MK KOMIaHISIMU MOCTIIOBHICTh Yy KoMyHikalii. Lle crocyerbes
BIJIIFPa€ KIIOYOBY pOJIb Y MPUUHSTTI pilICHb HE TUIbKU KOHTEHTY, ajie i TOHY, Bi3yaJlbHOTO
moao  cmiBmpami. B ocraHHI  poKu CTHJIFO Ta B3aEMOAIl 3 ayauUTOpi€l0 Yy
CIIOCTEPITraeThCs 3pOCTaHHS akTUBHOCTI B2B- KOMEHTAapPSX 1 TOB1JJOMJICHHSX.

KOMIIaHId y COLIaIbHUX MepexaX, TaKUX SK VY TO#l xe 4Yac BITUM3HSAHI KOMIaHii,
LinkedIn, Facebook, YouTube Ta Instagram, 0COOIMBO B KOHCAJITHHTOBOMY CEKTOpi, HE
0 TMOB'S3aHO 31 3MiHAMM B TOBEAIHLI 3aBKAM  NPUAUIAIOTH  JOCTaTHIO  yBary
uiIboBOi ayautopii. [Ipodeciiini KiieHTH Bce CUCTEMAaTUYHOMY YIPAaBIiHHIO COLIaIbHUMHU
OlnpIIe 3BEpPTAalOTh yBary Ha MPUCYTHICTh MepeKaMU. KonTent nyOIIIKY€eThCS
KOMIIaH1i y 1u(poBOMY MPOCTOPI, OLIHIOIOYU HEeperyJspHO, yacTo 6e3 crparerii adbo YiTKO
AKICTh KOHTEHTY, piBEHb 3aJTy4Y€HHs, JOCBiA Y BHU3HAYEHOTO TMOBiOMIIeHHS. B pesyibrarti
CHUIKYBaHHI Ta Bi3yaJlbHy 1JI€HTUYHICTb bopMyeTbcst  pO3MUTHM  ab0  HeHaJiHUIMA
OpeHny. IMIJDK, IO MOXKE€ HETaTUBHO BIUIMHYTH Ha

Ha nmepmuii moruisiz, comianbHi MEpexi pemnyTartito 0i3Hecy. ToMy moCTiHKEHHS POl
MOXKYThb 3/1aBaTHUCS MEHII aKTyaJbHUMH JUIS couianbHUX Mefia y (opMyBaHHI JOBIpH B
cektopa B2B, wnix nmna B2C, ane psan KoHTeKCTI B2B € BaXJTMBUM 1 CBOEYaCHUM.
JOCITIJKeHb  MIATBEPIPKye, 10  Jgo0pe I1s crarTs Ga3yeTbcs Ha pe3ysbTaTax
noOys0BaHa OHJIAH-KOMYHIKAI[IS MOXE He MIPAKTUYHOT O JOCB1ly B ranysi
TUIBKH MOJIMNIIUTHA IMIIK KOMIIaHii, aine MapKETUHTOBUX KOMYHIKaIlild, 110 JO3BOJIHIIO
ICTOTHO BIUIMHYTH Ha pIIIEHHS II0JI0 MpoaHaii3yBaTH peajbHI il KOMOaHi Ha
naptHepcTBa (Kapoor et al., 2021). 3okpema, PUHKY, OIIHUTH  €(EeKTHBHICTh  IXHBOI
HasBHICTh PETYJIAPHOTO KOHTEHTY, KEWHCIB, MPUCYTHOCTI B COIIAILHUX  MeJia Ta
BIATYKIB  KJII€HTIB ~ Ta  JE€MOHCTparii chopMyIIOBaTH  TMPaKTHYHI  pEeKOMEeHMaIi
KOMIIETEHTHOCTI ~ CHIBPOOITHHKIB ~KOMITaHi1 010 TIABUIIEHHS JOBIpH KIIIEHTIB 3a
CTBOPIOE MIO3UTUBHHUM IMI/IXK 1151 TOTEHLIHHUX JIOTIOMOT 010 IU(POBUX KOMYHIKAIIIH.
MapTHEPIB.
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IlocranoBka mpodaemun. CyuacHi
€KOHOMIYHI YMOBH, MIO XapaKTEpU3YIOThCA
BHCOKHM DPIBHEM KOHKYpEHIIi1, IU(PPOBi3aIlio
Oi3HEeC-TIpOoIIeCciB Ta CTPIMKUM 3pPOCTaHHSIM
BILIUBY 1H(pOopMaLIHHUX TEXHOJIOT1H,
BUMArarmoTh BiJl KOMIAaHIi 3acTOCYBaHHs
HOBUX HIiAXOAIB 10 (OpMyBaHHS JOBIpU
cnoxkuBauiB. Llg mnpobGnema € ocoOnuBO
aKkTyaiapHOI0 y cepi B2B-nocnyr, ae pimenHs
PO CIIBIIPALI0 NPUHMAIOTBCS 3 ypaXyBaHHAM
penyTauiiHuxX (hakTopiB, PIBHS BIIKPUTOCTI
KoMIaHii Ta i KOMYHIKaIilfHOi aKTHBHOCTI.
ComianbHi  Mepexi  CTald  OJHUM 3
HalBa)XIUBIIINX KaHaB B3aeEMOAIl, IO
JI03BOJISIFOTH HE TUIBKU 1H()OPMYBaTH LITLOBY
ayIuTopito, ane i GopMyBaTH TOBIOCTPOKOBI
nopipui  BimHOcWHHM. OpmHaKk  OUIBIIICTH
yKkpaincbkux B2B-komnaniii He MalOTh 4iTKOT
cTpaTerii CBO€I NMPHUCYTHOCTI B COLIaJIbHHUX
Mepekax, 0 YCKIaaHie (GopMyBaHHS
MO3UTUBHOTO IMIDKYy Ha pHUHKY. Takum
YUHOM, aKTyaJbHHUM € BHUBYEHHS TOIO, fK
TiSUTHHICTh KOMITaHIM y COIIaTbHUX MEpekKax
BIUTMBA€ Ha JIOBIPY CIIOKWBAYiB y CETMEHTI
B2B.

Ipeamer nocaimxkenHsi. [{isbHICTD
KOMIIaHI# y COLIAIbHUX Mepexkax sK
IHCTpYMEHT (pOpMyBaHHS JOBIPH CIIOKUBAYiB
y cexkropi B2B-mocyr.

AHaJi3 ocCTaHHIX JOCJHiIKeHb i
nyoJikauiii. JloBipa 10 OpeHIy B KOHTEKCTI
nupoBOi KOMYHIKaIii PO3TIANAETBCA 5K
KITIOYOBUH (DaKkTOp y MPUHHATTI pilieHb PO
CHiBMpaIr, ocodnmmBo B cerMeHTi B2B, ne
LUK IPUHHATTS PILICHD € JOBIIUM, a PU3UKU
Bumumu. lle miaTBepmKyrOTh pPOOOTH SK
BITYM3HAHUX, TaK 1 3apyOKHUX JOCIITHUKIB.
Ha mixnaponnomy piBai Hun, Y., Li, Y., &
Jie, Z. (2020) cTBEpIKYIOTb, III0 PETYIISIPHA T
Mpo30pa KOMYHIKaIlisl B COIIAILHUX Mepekax
MiABHINY€ piBeHb J0BipH 10 Openay. Hajli, N.
(2018) anHami3yrOTh IHCTPYMEHTH IUIATHOPM
LinkedIn Ta Twitter ans ¢opmMyBaHHS Ai70BOT
pemnyTarii Ta MAKPECIIOTh BaXKINUBICTh
KOHTEHTY, IO JIEMOHCTPY€E JOCBiJ KOMIIaHii.
Mohammadian 1 Mohammadreza (2013)
poOJIATE  BHCHOBOK, IO B33aEMOJIS B
COLIIaIbHUX MeEpeXax € OJHUM 3 TOJIOBHUX
¢bakTopiB (opmyBaHHA [OBipH, SKAH Mae
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HaBITh OLIBIIMN BIUIMB, HDK TpaJaulliiiHA
pekama.

TakuMm  YmHOM, HE3Ba)XKaro4uW  Ha
ICHYBaHHsI 3HAYHOI KIJIBKOCTI OCHITKEHb 3
OpeHANHTy, JOBIpHM Ta COILIAJIbHUX MEPEeX,
Opakye TIHOOKHMX EMMIpUYHUX poOIT, IO
aHAII3YIOTh MpPSMUI BIUIMB aKTUBHOCTI B
COLIlaIbHUX MepeXkax Ha JOBIpYy CHOXKHUBAYIB Y
KOHTEKCTI mociyr B2B.

@opMyII0BaHHA MeTH Ta MeTOHiB
JocigkeHHss. MeToo  JOCHIIKEHHSI €
BU3HAYECHHS pOJI aKTMBHOCTI KOMIaHIM Yy
COLIIAJIbHUX Mepexax AK ¢bakropy
(opMyBaHHS JOBIpU CIOXKHBAa4diB HAa PUHKY
nocayr B2B, a Ttakox 0OrpyHTyBaHHS
e(DeKTUBHUX KOMYHIKAI[IHHUX CTpaTerii y
IbOMY KOHTEKCTI.

Jdast  nocarHeHHst 1ie€i MeTH B
AOCJHilzKeHHI Oy1M BHKOPHMCTaHi  Taki
MeTOAU OCJiIKeHHs SK: aHall3 HayKOBUX
TDKepen (Meraananis); KOHTEHT-aHali3
odiniiHuX  cTOopiHOK  B2B-kommanii y
COLIQIbHUX MeJlia; METOIU TOPIBHSIHHA Ta
y3arajJbHEHHS TUISE dbopmyroBaHHS
BUCHOBKIB;, KUJIBKICHMM Ta SKICHUM aHai3;
COILII0JIOTIYHOTO ONUTYBaHHS.

Bukiag  ocHOBHOro  Marepiany.
Komnanis  «MixHapoaHa  MapKETHHIOBa
rpyna KuiB» € yKpaiHCbKOI KOHCAJITUHIOBOXO
areHiriero, mo rmoxaz 20 pokis npairoe y chepi
B2B-mapkeTuHnry, 30CEPEIKYHOUYUCH
MEepeBaXKHO Ha HINIEBUX PHUHKaX, 30KpeMa y
ramy3sx SaaS, iH(QOpMAIIHUX TEXHOJOTIH,
EHepreTUKu Ta HepyxXxoMocTi. OCHOBHUMH
HampsMaM# ii JiSTIBHOCTI € MapKeTHHIOBUI
KOHCAQJITHUHT, TMPOBEIEHHS  JIOCHiTHUIIBKUX
MIPOEKTIB, CTpaTeriuHe TMO3UIIIOHYBaHHA Ta
aHAIITUYHA MiITPpUMKA KOMEPITIHHOT
MISIBHOCTI  KJHEHTIB. Y  MeXax JaHoro
JOCTIPKEHHST KOMIIaHis PO3TISAIAETbCa  SIK
00’€KT aHami3y 3 OIJsIy Ha il aKTUBHICTH y
nupoBUX  KaHaMaxX  KOMYHIKaIii, 1o
0e3mocepeIHbO BIMOBIA€ TEMATHIll CTaTTI.
[linnpueMcTBO ~ aKTUBHO  BHUKOPHUCTOBYE
comiameHi Mepexi LinkedIn, Facebook Ta
Instagram, mpoTe OCHOBHHI aKIIEHT POOHUTH
came Ha LinkedIn sik K:1F090BOMY IHCTPYMEHTI
B2B-kxomyHikarii.

Ha rpadiky, npeacraBienomy Ha puc. |
MPEJICTAaBJICHO OCHOBHI HampsiMH IU(PPOBOT
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peximamMu  Kommadii. HaiiOinpmry — gacTky
3aiimae mpocyBaHHs y LinkedIn (30%), mo
BIJIMOBIZa€ CHeriam3anii manpueMcTBa Ha
B2B-nigorenepanii. Barome wmicie mnocinae
KOHTEHT-MapKeTHHr 4epe3 YouTube Ta

Telegram (25%), sikuii cipusie popMyBaHHIO
JOBIPH Ta €KCIIEPTHOTO iMIJDKY. JloCiiKeHHS
Forrester (2024) migkpecntoe, mo LinkedIn
3aJIMIIAETHCS TPOBITHOIO TUIATHOPMOIO ISt
B2B-Mapkertunry, 3a06e3neuyodn YHIKaIbHUN
ayaaTopii

JIOCTyHn 110  mpodeciitHoi Ta

Google Ads, Meta

FacehookTa

Email-mapketuHr

Telegram
10,0%

MOXKJTUBOCTI  MOOYJOBM HETBOPKIHTY Ha
BUcOoKOoMy piBHI. Kpim TOro, cyuacHi
TEHJICHIII1 TOKa3yIOTh, 110 MTOTCHIIIHHI KITIEHTH
nenaai OLIbIlle OIIHIOITh HE JHUIIE caM
KOHTEHT, a i IOro KOHTEKCT, aBTEHTHYHICTD 1
peneBanTHicTh. lle o3Havae, mo myOikarmii
MTOBUHHI MTOETHYBATH SKCIIEPTHY iH(OpMAaIIio
3 MPAKTHYHAMU MPHUKJIaIaMU Ta
JIEMOHCTpAIIIEI0 peabHOi POOOTH KOMIIaHii.
Forrester (2024)

LinkedIn

YouTube

Puc. 1. AnaJji3 Buay pexjiamu
IDicepeno: Crxnadeno nHa niocmasi oanux «Miscnapoona Mapxemuneoea I pyna Kuiey [8]

Linkedln  BuUKOpUCTOBY€TBCS  AJIA
peamizamii  KaMmma”iii 3 JHioreHeparii,
PO3BHUTKY TEPCOHATHLHOTO OPEHIy KEepPIBHHKA,
PO3MIIIEHHS KEHCIB Ta OCBITHIX MaTepialiB.
Bonnowac wasBHa 1mdpoBa crpareris mae
HEJIOJIIKK: BeOCAWT KOMITaHIl € 3acTapiiuM 3
toukn 30py UX/UI, mo oOmexye #Horo
KOMYHIKalliiHUN TMOTEHINall; CTOPIHKH ¥
Facebook ta Instagram He MatoTh TOCTaTHLOTO
Bi3yalbHOTO O(hOPMIIEHHS, 1110 3HUXKYE PIBEHb
JIOBipH 3 OOKY HOBUX KOPHCTYBauiB; KOHTEHT
y COIIaTbHUX MEpekax XapaKTepU3yeThCs
(parMeHTapHICTIO 1 HE 3aBXKIHW BIAMOBIIAE
OYiKYBaHHSAM B2B-ayauropii. [Tonpu
3a3HaYCHI MPOOJIEMH, 3aBITKH HAIAr0KEHUM
JOBrOTPUBAJIMM TApTHEPCHKUM 3B’SI3KaM 31
CIIA, Izpaimem Ta Kanamoro KoMmImaHis
«MixHapoaHa MapkeTuHroBa rpymna Kwuisy
30epira€ BHUCOKHMH pIiBEHb JIOBIpU cepen
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nocTiiHux kmeHTtiB. lle miaTBepmKye, 110
aKTUBHICTh Y  COIIAIbHUX  MEpexax €
BH3HAYAIPHIM YHHHUKOM TIOOY0OBH JIOBIpH y

chepi B2B-mocmyr. AxktuBHa uudpoBa
MIPUCYTHICTH nae 3MOry KOMITaHi1
aJanTyBaTUCS 10 BUKJIHMKIB Ta BIAKPUBATH
HOBI MOXIJIMBOCTI 4Yepe3 YIOCKOHAICHHS
KOMYHIKaIiiHo1 MOJIITUKH. Hns
MOTJINOJIEHOTO aHaITizy MPOTATOM
TPUMICSYHOTO  Tepioay  3AllCHIOBanOCS

CTIOCTEPE)KEHHSI 32 AKTHBHICTIO KOMIIaHii y
LinkedIn ta Facebook. BcranoBneno, 1mo y
cepeIHbOMY KOMIIaHis myOmikye 2-3 momnucu
Ha TWKJIEHb, IPUYOMY HailO1IbIIa aKTUBHICTh
3ocepemkerHa y LinkedIn, sxmii BucTymae
OCHOBHHM KaHAJIOM [IIJIOBOI KOMYHIKamii 3
B2B-ayauropieto. IlapanensHo TpoBeneHO
KOHTEHT-aHaJi3 MyOmiKallii, SKUH JT03BOJIUB
BH3HAYNTH KJITFOYOBI TEMH, TUITH KOHTEHTY Ta
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Bi3yaJlbHI pillIEHHs, IO BIUTMBAIOTH HA JOBIPY
HOTEHI[IMHUX KJIIEHTIB.

Haii6inpir  mommpeHuMu
My OJTiKaIliH €:

-OTJISTA PUHKOBHX TCHJICHITIN;

-TIpe3eHTallli peani3oBaHuX KeHciB;

-OCBITHI Marepiayid JUisi Majloro Ta
cepeaHbOoro Oi3HeCy;

-pekoMeHaamii 3 BUKOPHCTaHHS
ananituku Ta CRM-iHCTpyMeHTIB.

Bizyanene odopmiieHHS 37€0UIBIIOTO
BiIMOBiAa€ (hipMOBOMY CTHIIIO: MEPEBAKAIOTH
CUHIHM, OUIMH Ta CIpUil KOJIBOPH; CTPYKTypa
nmonayi € yHIDIKOBaHOIO (3aroJoBOK -
KIIIOYOBUH 1HCAWUT - Bi3yami3amis y BHUIJISII
iHdorpadiku abo imoctpamii keicy). IIpore
CTHJIICTUYHA €THICTh KOHTCHTY HE 3aBXKIH
JNOTPUMYETHCS, 1O YCKIATHIOE CIPUHHATTS
OpeHay sK m[UIicHOrO Ta mpodeciiHoTo.
JlomatkoBo OyJi0 MPOBEIECHO ONMUTYBaHHA 15

TEMaMHU

BAXIIMBO KOMOIHyBaTW pi3HI  ¢opmaru
KOHTEHTY: KOpPOTKi Bigeo, iHdorpadiky,
CTaTTi, IHTEPAKTHBHI ONWTYBAaHHA. 3TiAHO 3
nociipkeHHsM Barnes & Lescault (2020),
MOEHAHHS  pI3HUX  (GOpMAaTIiB  3HMKYE
HEBU3HAYEHICTb,  MIJIBUILYE  CIPUHHATTA
€KCIIEPTHOCTI Ta aKTUBI3YE JIBOCTOPOHHIO
KOMyHiKalito 3 ayautopiero. OcoOiuBo 11e
aKTyaJbHO JUISI BUCOKOTEXHOJIOTTYHHX cdep,
Jie CKJIaJH1 TOCIIYTH JIETIIE MOSICHUTH HA0YHO
y Bizieo abo rpadikax, HiX y TekcTi Barnes &

Lescault (2020). Kpim Toro, cyuacHi
JOCTIIKEHHS Sprout Social (2024)
I IKPECITIOI0Th 3HAYYIIICTh [IBUIKOCTI

pearyBaHHS y COIiaJIbHUX Mepexkax: 55-70%
MOTEHIIIHHUX B2B-xiienTis OLIIHIOIOTh
KOMIIaHII0O 3a THUM, SK OIEPaTUBHO BOHA
BIIMOBiIa€ HA 3amuTH Ta KoMeHTtapi. lle
I TKPECITIOE BaXKJIUBICTH aKTUBHOI
JIBOCTOPOHHBOT KOMYHIKAIlii Ta TPO30pPOCTi y

MOTeHIIHHUX ~ B2B-kimieHTIB 3 pUHKY B3aeMoii 3 ayauropieto (Sprout Social, 2024;
npodeCciiHUX  TOCIYyr OO0  KJIOYOBUX Hpsuyk, 2021).
¢dakTopiB  AOBipM 0  HIAPSAHUKIB Y Takum 49MHOM, cydacHa nu¢poBa
cormianbHUX Mepexax. Cepel; HalBaKTUBIIITUX cTtpareris 'y B2B Bximowyae He e
pEeCTIOHIEHTaMH ~ Ha3BaHO:  PEryJSApHICTb peryJIsipHICTh IMyOJTiKalliil Ta IKICTh KOHTEHTY,
nyomikamniii (80%), eKClepTHICTh KOHTEHTY a 171 PI3HOMaHITHICTb dhopmaris,
(73%), HasgBHICTH MPUKIAAIB poOiIT (Kekcu - MePCOHATI3AII 0 Ta JIEMOHCTPAIIII0
66%), akTUBHICTh y KOMEHTApPSIX Ta B3a€MO/III0 eKCIIepTU3M KOMaHAM, [0 Oe3MnocepeHbo
3 ayautopiero (54%). Ha ocHOBI pe3ynbTariB BIUTMBa€ Ha  (QopMyBaHHS JOBipH Ta
CIIOCTEPES)KEHHS Ta  ONUTyBaHHsA  OyJo penyTaniinui kamitan komnanii (BmosiueHa,
pO3pobIIeHO THUIIOBHUI KOHTEHT-IIJIaH 2025; Hajli, 2018; SaaS  Founders
KOMITaHii, 10 JIGMOHCTPYE OpPIEHTOBHY Community).
CTPYKTypy ii THKHEBOI aKTHBHOCTI. Takoxk
Tabnuys 1
AHaJi3 BUAY peKkjJaMu
JeHb THKHA THun KOHTeHTy Tema myOaixamii ®opmart OuikyBaHa MeTa
[Noneninok OcBiTHiif KOHTEHT «5 nomuok y B2B-mapketunry y Kapycens / JemoHncTpamis
2025 porri» Tekcr €KCIICPTHOCTI
BisTopoxk Keiicu xmieHTiB «SIx Mu nommoMoru KommaHii X Bineo / ®oto [linTBepmKEeHHS
miasumutd ROI» KOMITIETEHIIIA
Cepena IHcaiitu 3 puHKY «Ormsan TpeHIiB Ha PHHKY Iadorpadika | DopmyBaHHS TOBipH
HEPYXOMOCTI» yepes aHawi3
UYetBep 3ay4eHHs OnuryBanust: «I1lo s Bac Bakaueo | OnuryBaHHA | AKTHBI3allist B3aeMOIii
ayauTopii pu BUOOPI areHii?y»
I’ sTHULS Bbpenn-konTeHT / Komenrap kepiBHHKA 11010 HOBUH Texcr / doto [epconarmizarrist
Jlinep mymox PUHKY Openmy

IDicepeno: cknadeno ma niocmaei oanux «Mioicnapoona Mapxemuneosa Ipyna Kuiey SaaS Founders

Community
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3 MeTo YTOYHEHHS YHHHHKIB, IO
BIUTUBAIOTh HAa (OPMYyBaHHS [OBIpH cepen
noTeHIiiHuX B2B-KkiieHTiB, 0yJI0 poBEIeHO
oHJIaliH-onuTyBaHHd 20  IpeaCcTaBHUKIB
MaJjioro Ta cepeaHbporo Oi3Hecy, sKi HalekaTh
1o 1JIEOBOI ayuTopii KoMIIaHil.
PecniongeHT 3a3HAauMIIMA, IO HAWOUIBIIMI
BIJIUB Ha JIOBIPY MarOTh: HAasBHICTb KEHCIB 13
peanbHuMu  kiieHTamu  (80%), MPo30picCTh
koMmyHikauii (75%), peryisipHiCTh KOHTEHTY
(65%) Ta BizyanbHwmii cTuib (60%). Baxiuum
BUSBHBCS 1 (aKTOp LIBUIAKOCTI pearyBaHHs Ha
MOBIJIOMJICHHS y COILIAJIbBHUX Mepexax (55%),
0 TIAKPECTIoe HEOOXITHICTh aKTUBHOI
JIBOCTOPOHHBOT B3aemomii. Kpim Toro, 70%
PECTIOHJICHTIB 3a3HAYWIH, IO TEPErsiIaloTh
LinkedIn-cTopinku moTeHITIHHUX MiAPSATHUKIB
mepe.t MovYaTKoM CIiBIpart, a 55% BBaXarOTh
aKTHBHICTh Yy  COIIlAIBHUX  Mepexkax
MOKa3HUKOM aKTyaJlbHOCTI Ta pemyTariiHoi
cTifikocTi koMmadii. Ile 3acBimuye BaKIUBICTh
BeJIeHHS TipodeciiHoro mudpoBoro mpodiiro
SIK OJTHOTO 3 KJITFOUOBUX YNHHUKIB (hOpMYBaHHS
noipy B B2B-cermenti. = Otpumani
pe3ynbTaTé MATBEPUKYIOTH TiNoTe3y, IO
aKTUBHICTD y COILIaJIbHUX MEPEKax € He JIHIIe
KaHaJIOM MOIIUPEHHS MapKETUHTOBUX
MOBIIOMJIEHb,  ale W  IHCTPYMEHTOM
penyTaniiHOro MEHEIKMEHTYy Ta MoOyaoBU
JIOBipH 110 OpeHIy Ha PUHKY MiX(ipMOBHX
nociyr. Iloganpmmii TEOpeTHYHUN aHAII3
poni comianbHUX Media y B2B-mapkeTunry
JI03BOJISI€E YTOUHUTH MeXaHi3Mu (opMyBaHHS
nosipu. OmHUM 13 KITFOUOBHX € eekT «social
proof»  (comiambHOTO  J0Ka3zy),  KOJH
MOTEHI[IIHI KII€EHTH OpPIEHTYIOTbCA Ha [ii
IHIMUX ~KOPUCTYBadiB, MyOJiYHI BIATYKH,
KeWCH Ta piBeHb 3aJTy4EHOCTI KOMIIaHii y
KoMmyHikarito. Y B2B-cexropi, ae pimeHHS
YXBAIIIOIOTBCS  KOJIETIaIbHO W MaroTh
CTpaTeriuyHi HACNiJIKH, YMHHUK COIAJIbBHOTO
MIITBEP/HKEHHS € HABITh BAKIIUBIIINM, HIXK Y
B2C (Salcius, 2024, August 7; Mohammadian
& Mohammadreza, 2013; SaaS Founders
Community).

3rizao 3 gocuimkenasaM Hun, Li Ta Jie
(2020), akTUBHICTH KOMIIaHIi y COIlaIbHUX
MeJia OpsIMO Kopenroe 3 il CIpuiMaHOo
ABTEHTHYHICTIO (perceived brand
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authenticity), ska € KIIOYOBUM YHUHHHUKOM
dbopMyBaHHST JTOBipH 10 OpeHmy. Y LbOMY
KOHTEKCTI BXKJIMBUM € HE JIMIIE PETyJIsIpHE
nomupeHHs: iHgopMmanii, a # JeMOHCTpallis
peanbHUX KeWciB, iICTOpiil ycmixXy Ta 3rajgok
KJIIEHTIB.

Oxpemoi yBaru 3acimyroBye ¢opMmar
KOHTeHTy.  B2B-xmientn  3a3Buuaii €
JTOCBITYCHUMU Ta 3alHATUMH (DaxiBIFIMHU, K1
OUIKYIOTb CTUCIIOI, BI3yaJIbHO 3p0O3yMLIOI, ajie
BOAHOYAC 3MICTOBHOI iH(opmarii (Barnes &
Lescault, 2020). Hocmimxenus Pulker et al.
(2021) cBiguUTh, 110 KOPOTKUN BIJICOKOHTECHT
(mo 90 cexyHn) mMae HaWOUTBIIUN TOTEHITIAT
st opmyBaHHS  JOBipH. BiH  moennye
parioHanbHi Ta eMOliiiH1 CKJIAJ0BI,
Bi3yaTi3yl04yH €KCIIePTHU3Yy KOMIaHii, KOMaHIy
Ta JTIOACHKUH (haKTOp, M0 CTOITh 32 OPEHIOM.
Le 0c00JIMBO aKTyaJIbHO y
BHCOKOTEXHOJIOTIYHUX cdepax (HampHKIIA,
IT ab6o SaaS), e ckiaaH1 MOCITYTH JOIUTBHIIIE
MOSICHIOBATH y JMHAMIYHOMY Bigeodopmari,
HIDXK y TEKCTOBOMY OITHCI.

Oxpemum BaYXJTMBUM aCTICKTOM
dhopmyBanHs n0oBipH y B2B-komyHikamisx €
KOHTEHT,  CTBOPEHHUH  CHIBPOOITHUKAMHU
komradii (employee-generated content, EGC).
Ha  agymxky  Mohammadian, M., &
Mohammadreza, H. (2013), wmarepianm,
ory0JIiKoBaHi HE KOPITOPAaTHBHUMU
CTOpIHKaMH, a peajJbHUMH YJeHaMH KOMaH[IH,
BHUKJIMKAIOTh BUIIHNA PIBEHb JOBIpU Cepel
KITieHTIB. Lle MOSICHIOETHCS THM, IO TaKUi
KOHTEHT € MeHI (opMai3oBaHUM 1
CIIPUIMAETHCS K OUTBII IITUPHH Ta MPO30PHIA.
Hanpuknan, myOmikamii  KOHCYJBTaHTIB,
MEHEIDKEpIB UM JW3aifHepiB 3 PO3MOBIISIMHU
PO BJIACHI MPOEKTH, TPYTHOIII 200 MpaKTHYHI
nandxaku CTBOPIOIOTH €(PEKT MPUCYTHOCTI i
MiACUIIIOIOTh JIOBipy 10 Bciel xommanii. Ls
CTparterist aKTUBHO BUKOPHCTOBYETHCS
MbKHapogHuMu B2B-kommanisimu, 30Kkpema
Salesforce, HubSpot Ta Deloitte, i moBena

CBOIO €(EeKTHBHICTH SK y  3MII[HCHHI
KJIIEHTCHKOT JTOBIPH, TaK 1 y PO3BUTKY OpeHIY
po6oromaBis. Ille  omHMM — KJIFOYOBHUM

MiIXOIOM, IO MATBEPIKYETHCS TEOPIEIO
Menia-OararctBa (media richness theory), €
HEOOXIAHICTh 3aCTOCYBaHHS PI3ZHOMAHITHHUX
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dopmariB  iHpopMarii g GopMyBaHHS
nosipu. Y crarti Barnes & Lescault (2020)

3a3HAYA€THCS, IO TOEIHAHHS TEKCTOBUX
MoBiIOMJICHb,  iHQorpadiku, Bimeo Ta
IHTEPaKTUBHOIO  KOHTEHTY  (ONUTYBaHb,
JianorisB 3 ayJIUTOPIEIO) 3HIXKYE
HEBU3HAYCHICTh, TOKpAIIyE  CHPUHHSITTS
eKCHEepTHOCTI ~ KOMIAHII Ta  CTUMYJIIIOE

JBOCTOPOHHIO KOMYHIKaIito. Y MpaKTHIl
koMmraHii «Mi>kHapo/IHa MapKeTUHTOBa rpymna
KuiB» neil npuHUUI peani3yeTbes LUISIXOM
KOMOIHYBaHHSI KOHTEHTY: aHANITUYHI CTaTTi,
MPE3eHTAIlll KEHCIB, OMUCH BiJ EKCIEPTIB,
rpadikv 3 pPUHKOBUMHU JaHUMH, BiJICOOTISIN.
Taka OaratodopMaTHICTh CTBOPIOE €(EeKT
iH(opMaIliiHOT HACHYEHOCTI Ta BIJKPUTOCTI,
IO TO3WTHUBHO BIUIMBAE HA PIBEHb JOBIpU
(ITetpoga, I. JI., & Porosg, O. JI. (2025); Sword
and the Script, 2024).

Bucnoéku. AKTHBHICTh KOMIIaHIH Yy
couianbHUX Mepexax y B2B-cdepi Bxke 1aBHO
nepecraiga OyTH TUMUYACOBOIO TEHICHIIIEI0 YU
OPYTOPSIIHUM ~ KaHalioM KomyHikamii. Ha
MIPUKITaIl KOHCAJITUHTOBO1 KOMMaHii
«MixHapoaHa MapkeTuHrona rpymna Kuis» ta
3 ypaxyBaHHSM Cy4YaCHUX TEOPETHUYHUX
MIXOAIB MOYKHA BIIEBHEHO CTBEPKYBAaTH:

comiajJbpHl Menia CTadd  [OBHOLIIHHUM
iHCTpyMeHTOM  (OopMyBaHHS JOBIipH /10
OpeHzma, 0cOoOJMBO Ha €Tami MEePBUHHOTO
O3HAMOMJICHHS TOTEHIIHHOTO KIII€HTa 3
kommaniero. JloBipa €  OararorpaHHHM
SIBUILIEM, 110 BKJIIOUA€ BiJTKPUTICTD,
pPeryJspHICTb, TPO30pPICTh,  TpodeciitHuit
JlitepaTtypa:

1.Barnes, N. G., & Lescault, A. M. (2020). The 2020
Fortune 500 and social media: LinkedIn dominates as
corporate America’s platform of choice. UMass
Dartmouth Center for Marketing Research. Retrieved
from https://www.tandfonline.com

2.Salcius, K. (2024, August 7). Employees as
influencers: The rise of employee-generated content
(EGCO). Forbes. Retrieved from
https://www.forbes.com/sites/katiesalcius/2024/08/07/e
mployees-as-influencers-the-rise-of-employee-
generated-content-egc/

3.Bnosiuena, O. (2025). VYupapiiHHA pemyTaLico
OpeHIly B €HOXy COLIAIBHUX Mepex Ta HuppoBHX
komyHikauiit. Herald of  Khmelnytskyi  National
University. Economic  Sciences, 344(4), 306-
313. https://doi.org/10.31891/2307-5740-2025-344-4-
42
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BI3yaJJbHUH CTWJIb Ta €JIEMEHT JIOJChKOT
ITUPOCTI.

PesynbTatu aHawizy KOHTEHTY,
NIPOBEICHE ONUTYBAaHHSI Ta TOPIBHSIHHA 3
MDKHAPOJHOIO TPAKTHKOI TOKa3yIOTh, MIO

B2B-ayauropis OUiKy€e HE nuiie
1H(pOpMYyBaHHS, a HacaMIiepes
KOHCTPYKTHBHOI ~ B3aemonii.  CrnoxwuBaui

[parHyTh 0a4UTH NPUKIIAIN PEAIbHUX KEICiB,
PO3YMITH, XTO CTOITh 32 KOMIIaHI€l0, K BOHA
Mpaiooe 3  KIIEHTaMH Ta  HACKUIbKH
KOMIIETEHTHOI0O € KOMaHaa. Takuil piBeHb
NOBIpU  (OpPMY€TbCS TOCTYNOBO - 4epe3
CUCTEeMHY LHU(}POBY KOMYHIKAIIO, sKa
BKJIIOUa€ myOJiKkalii, BiMOBiAl HA KOMEHTapI,
MEePCOHANI30BaHUM KOHTEHT, OpeHI0BaHUI
CTHJIb, BIJITIOBITHOTO BiZIcO Ta JOTOKOHTEHTY.

VY 1IbOMYy KOHTEKCTi COIJIbHI MEpexi
MEPETBOPIOIOTECS  HA  TPOCTIP  B3a€EMHOT
MEpeBIpKU: KOMIIaHig JEMOHCTPYE  CBOI
mepeBary, a KJIEHT OLIHIOE, HACKUIBKH BOHU
BIIMOBIIAIOTh HWOTO  OYIKYBaHHSAM. SKIIo
KOHTEHT  CTBOPIOETHCS  TOCTIOBHO  #
OPIEHTYETHCS HA pPeayibHI MOTPEOH ILITHOBOI
ayauTopii, a He Ha (OPMaIbHICTb, BUHUKAE
MiIlHa OocHOBa JiyIs JoBipu. CaMe JoBipa cTae
KIIFOUOBUM  (PaKTOPOM PO3BUTKY Oi3Hecy.
Otrxe, comiaabHi Menia B B2B-cermenti €

HEBiJ’€MHOI0  YaCTHHOIO  MapKETHHTOBOI
cTparerii Ta  pemyTaliiHOTO  KariTaiay
KommaHii. ITHOpyBaHHS  I[bOTO  KaHAIy

ChOTOJIHI O3HAYa€e BTpATy HE JIMIIE yBaru, a
HAMIIHHIIIOTO aKTUBY y cdepi MOCIyr -
TOBIpH.
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