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Sales
Systems

OnepauunoHHass MeToaunuka no noctpoeHunto B2B-oTaena npogax.

[ pblyaroB, KOTOpble ABUraloT BblIpyuKy. be3 dunnocoopun.

KOMY NMPOAAEM FOE BPATDb MEPBbIA KOHTAKT KBAJTTNONKALNSA LUKNT COENKN METPUKMN KOMAH[IA
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BBEJNEHWE - 0 YEM 3TA METOOUYKA

JTa MeToanuka — paboyas MHCTPYKLUS, a HEe YUEebHUK

01 02
ona koro YTO BHYTPMU

PykoBoauTenun otaenoB npoaax B2B u 7 pblyaroB, KOTOpble ABUraloT BbIpyuky B2B-
CO6CTBEHHUKU 6U3Heca. oTaena npoaax.

OT nogbopa KNMEeHToB A0 HanMma cennlos. bes

Te, KOMY Hy>XHa CUCTEMa, a He oyepegHast TeXHUKa BOAbl, 6€3 pmnnocodpun. Kaxkabin pblyar —
3BOHKaA. oTAenbHas rmaBa ¢ KOHKPETHbIMU MHCTPYMEHTaMM.
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FMABHbBW TE3UC - CUCTEMA VS TAKTUKA

bonbLUMHCTBO MeToAu4YeK Npo
B2B-cenn3 — npo TakTUuky
3BOHKA. 9TO 5% BbIpYUKM.
OcTanbHble 95% — cucrema.
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ABTOP - DMITRENKO CONSULTING SALES SYSTEMS

—— DMITRENKO CONSULTING

BceBonoa IMUTPEHKO

CTpoto u pokpyvumuBato B2B-oTtaennbl npoaax.
CuncTteMHo, noa undpbl, 63 BOMLWEBHbIX TEXHUK.

OnblIT

7 net B B2B-npoaaxax. 3 HuUx 4 ropa B EdTech.
BHyTpu: CuHeprus - Skyeng - Denis' School

3AKPBHTBE COEJNIKW NUYHO

S7-P>X/ - ABUCMA BCMI10 - Masnpom - Freedom Finance Technologies - C6ep6aHk

Ceunyac ctpoto Dmitrenko Consulting. lMomoraro cob6¢cTBeHHuKkam n POlMam rnepeBecTu rnpoaaku N3 pexxuma «c/iydamHo
[10BE3/10» B PEXUM YIpaB/1aeMOovi CUCTEMBI.

VSEVOLOD DMITRENKO
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PIYAT 01 - UENEBOW KIWEHT

Tpu TUNa KNMeHToB — TPU pa3Hblie NpoaadKu

« Cu/ibHee Bcex 3apabarbiBaroT Te, KTO MOBOPUT «HET» 9 KrineHTam n3 10. »

SMB

Manbiu 6u3sHec

YEK

no 500k P

UWKNT COENKN
1-3 mMmec

nne
Co6CTBEHHUK UNN PYKOBOOUTENb HanpaBneHusd

TPUTTEPH
MoTepsa KpynHOro KNueHTa, akTMBHbIN pocT 50%+ roa K
roay, nM4yHaa 6onb Bnagenbua

NCTOYHUKN

Inbound, peknama, HETBOPKUHI

be3 npaBMNbHOro KNIMEHTA BCE OoCTallbHOE — noTepes.

MID-MARKET

CpeaHuun pbIHOK

YEK

500k — 5M P

UWKNT COENKN
3-6 Mec

Nne
PykoBoautenb ¢pyHKUMK + oaobpeHune C-level +
champion BHyTpu

TPUTTEPH

CmMeHa pykoBoauTens oyHKUUK, NpuBrevYeHue payHaa
nnu noagrotoska K IPO, BHeapeHune HoBon UT-cuctemsl,
BbIX0/[ B HOBbIN PErnoH

NCTOYHUNKN
hh.ru, otpacnesbie CMW, KoHpepeHunmn

ENTERPRISE

Kopnopauuu

YEK

oT S5M P

UWKNT COENKN
6-12+ mec

Nne
KomuteTt 3-7 yenoBek + champion BHYTpu

TPUTTEPH
BroaxxeTHbn unkn, M&A, perynatopuka, cCMeHa
pyKOBO/ACTBA

NCTOYHUKN

CMAPK, TeHaepsbl, oTpacneBble UBEHTHI
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PbIYAT 02

NWAQOTEHEPALKNA

9 kaHanos, 612 kacaHuUn, OAUH NUA,

« OAnH KaHas1 — 3To paboTa Ha ro/I0BUHY MOLLHOCTU. »

01

04

07

Ncxoaawme 3BOHKU

Outbound - HRD / CRO / CEO
HanpaMyto

Linkedln

OKCMOPTHbIE CerMeHTbl

OTpacneBble TG-kKaHanbl

KOMMEHTapuu + KOHTEHT + DM
aBTOpam

02

05

08

XonoaHoe NMCbMO

Cold email - Tema < 6 cnoB, NMNYHbIN
TOH

TeHaepHble NNoLaaKu
zakupki.gov, B2B-Center - Enterprise

KOHTEeHT-MapKeTUuHr

ve.ru, PBK Pro, Habr, oTrpacnesbie CMU

03

06

09

Telegram

rnocne email-cBa3ku

BeHTbI
oTpacneBble KOHdepeHUnn

MapTHEpPCKMM KaHan

pedeparnbl OT KNIMEHTOB U NapTHEPOB

Al-accucteHTsl (Claude B Research mode) yeunnuBaroT KaxXabivi KaHasli — cM. 60HYC-71aBY.

KALEHC / 14 [OHEN

° 3BOHOK

geHb 1

° Email

O0eHb 2

e Telegram

0eHb 4

° 3BOHOK 2

neHb 7

e Email2
geHb 10

e Telegram 2
neHb 14

DMITRENKO | CONSULTING

SALES SYSTEMS
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PbIYAT 03 - OTKPbHTb OABEPb SALES SYSTEMS

3BOHOK JTNP — 5% pa6oTbl. 95% —
NMPOUTU ceKpeTapd n cobpaTtb AaHHbIE.

« Y Bac 60 cekyHa, UTobbl cTarb MHTEPECHBIM. »

01 Pa6oTa c cekpeTapémM — rnaBHoe npenaTcreue

60-70% 3BOHKOB OCTaHaBnMBalTCH 34ecb. [leTanbHO Ha creayolem cnanae.

02 CKpunT nepBoro kacaHus — 5 waros, 60 ceKyHA,

3auenka n3 Tpurrepa - MHCamT U3 CBOEU 3KCNepTU3bl = KOHKPETHbLIM BOMPOC = Nay3a 2 CeKyHAbl = crneayoLwmn war. HUkakmx «3apaBcTBynUTE, MEHS 30BYT» U
npeseHTaunmn komnaHuu. J1NP oToaéT BpeMs TONbKO 3a NNOTHOCTb.

03 Email-ua6noH, KoTopbi OTKPbIBAIOT

Tema < 6 cnoB, 6e3 CMoB «MpeanoXeHne», «NapTHEPCTBO», KBO3MOXHOCTU». [lepBad cTpoka — He «MeHS 30BYT», a8 KOHKPETHbIN TPUITEP N3 OTKPbITbIX AaHHbIX. OAnH
CTA B KOHLUe: «15 MUHYT Ha creayoLlen Hegene?»

04 NonocoBoe coo6uieHune (Voicemail) — octaBnaTb UnNn Het

B Poccun ronocoBag noyta B B2B BcTpeyaeTcq pexe, UeM Ha 3anaje, HO B KPYMHbIX KOMMaHnax 6biBaeT. OcTaBnATb — TONbKO €CNu B KageHce crneayiowmm email
yepes 1-2 aHa (Torga coobLLEeHMe CMYXXUT KOHTEKCTOM 414 NMCbMa). 18 cekyHA: Ma = KOHKPEeTHbIN Tpurrep n3 CMW unu Tenaepa > ogHa npocbba. Ecnu
aBTOOTBETUYMKA HET — HE OCTaBNANTe, 6poCbTe TPYOKY.

05 Telegram-outreach — korga ymMecTHO, Koraa HeT

YMecTHO: nocrne email-cBs3Ku, B pabouee BpeMs, CO CCblINMKOW Ha npeablayLinin KOHTEeKCT. HUKoraa nepBbiM X0noaHbiM kKacaHuem. J1TP BocnpuHUMaeT xonoaHbin TG
Kak HapylleHune rpaHuubl — 1 3aKpblBaeT ABEepb BO BCe KaHasbl.
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PHIYAT 03 - OTAENbHO - PABOTA C CEKPETAPEM SALES SYSTEMS

Pa6oTa c cekpeTapeM — 7/ TeXHUK npoxoaa

60-70% 3BOHKOB OCTaHaBNuUBaloTCH 34eCb. OTO pellaeTcH.

01 «[upeKTop >XXAET MOero 3BOHKa»

Pa6oTaeT Ha NepBOM KacaHuW, Koraay Bac eCTb peasribHbl TPUITep U3 OTKPBIThIX AaHHbIX. Be3 Tpurrepa — cekpeTtapu cribllann 9TOT 3axo[ Thicauy pas.

02 BcTpeuHblit BOMPOC «C KEM 9 FOBOPIO?»

MepeBopaumBaeT pperMm — Tenepb onpaBAblBaeTCa cekpeTapb, a He Bbl. Janblie «coegnHuTte ¢ [P0 NMPI» 3ByunT yBEepeHHo.

03 Ha3BaTtb J1MP no nmeHun n3 oTKpbITbIX ICTOYHUKOB

CekpeTapb CBA3bIBAET Kak CO «CBOUM». IMeHa HaxoauM B LinkedIn, Ha caiTe, B HOBOCTSIX, B TEHAEPHbIX 3aKyrnKax.

04 Tpurrep-3auenka n3 CMW nnm teHaepos

[aéT KOHTEKCTHOE NpaBO Ha 3BOHOK: «3BOHIO MO MOBOA4Y BalLEro HeJaBHEro 06bABNEHNS 0..» — CEeKpeTapb CBA3bIBAET, MOTOMY UTO 3TO MOXOXE Ha Aero.

05 3BOHOK B HECTAHAAPTHOE BpeMS

[o 9 ytpa nnun nocne 18:00 — cekpeTapen yacTto HET Ha MecTe, TP noaxoaaTt K TenedoHy camu. Ton-meHeaxXepbl NPUXOAAT paHbLUe U YXOAAT MO3XKe.

06 Linkedin-o6xon

HanTtwn MIMP B LinkedIn, Hanucatb B DM. Ecnu Linkedln 3akpbIT — Telegram nnun email. O6XoanT 3BOHOK-PUMbTP NOMHOCTbIO.

07 NMpamon email JIMNP ¢ npeano>xeHnem co3BoHa

Ecnu JMP cornacutca — cekpeTapb yXXe B Kypce U He 6r1oknpyeT. Email nmiweTca KopoTKo, Ha TeEMY KOHKPETHOro Tpurrepa, ¢ ogHuM CTA: «15 MUHYT Ha crieayiollen Hegene?»

He BCé c nepBoro pasa. Yepeayvite TEXHUKU, QUKCUPYNTE YTO CpaboTasio 4719 KOHKPETHON KOMIIaHUM.
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PHIYAT B4 - KOFO MYCKAEM B BOPOHKY DMITRENKO | CONSULTING

SALES SYSTEMS

NuarHocTuka Kak next step — camMmbii cunbHbIN NpuéM. Ho He Bceraa.

« CUIbHOE «HeT» CerogHs /1yylle c/1aboro «4a» 4yepes Tpou Mecsaua. »

€ He pa6oTtaer O Pa6oTaer
denatb AnarHoCTuUKy no60oMy, KTo cornacuncs 1 neHb, 6—8 KnoYeBbIX Noaen
be3s exit-kputepud [OTOBbIN OTUET: YPOBHU + Y3KUE MEcTa
KoHBepcus anarHoctuka = caenka < 30% XKécTtkaa kBannounkauma O amarHoCTUKHU
be3 oTuéTa Ha PYKU KNMUEHTY BANT aganTupoBaHHbIA NoA Bally OoTpac/b
be3 yéTkoro onpeaeneHnda «d3To ANarHOCTUKa, He ayanT» KoHKpeTHbIK next step B 0oTUéTe — Bceraa
09
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KENC 01 - B2B EDTECH

KopnopaTuBHoe obyyeHue ang cpegHero 6usHeca

@ bBbN0 ® 4YTO COENAN ® CTANO
KoHBepcua us nuaa B caenky: 4% BHenpun BANT-kBanudukaumto O co3BoHa KoHnBepcua: 11% (x2.75)
Linkn coenkun: 5 MmecsueB Pazpenun ponu: xaHTtepbl Linkn: 3 mecsaua (-40%)
. cobupaloT, K/103epbl 3aKpbiBalOT .
CpenHun uek: 800 000 P CpenHun yek: 1400 000 P (+75%)

Mepenucan KageHc KacaHUM:
14 aHeWn, 6 ToueKk KOHTaKTa

YTO rNoBTOPSAIO B KaXA0M MPOeKTe: pasaesieHne posnes n puibTp Ha Bxoae. [JBe Belyy, KoTopble AatoT pe3ybtat B 80% B2B-komaHA.
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PbIYAT 05 - YMNPABNSAEMbLA MAWNNAWNH

8 cTaguu naunniavHa — ynpaBsneHue BMecTO foTepeu

« 5 cragun — 31O He navinsaanH. 3To Hagexaa. »

01 02 03 05 07 08
Ilng KoHTakT BANT-kBanu- Mpe3eH- K [loroBop Ctapt
dukauma Tauud
EXIT EXIT e e EXIT EXIT EXIT
KOHTaKTHble faHHble JIMNP oTBETUN XOTSA EXIT EXIT Bo3paXkeHus CHATHI, KOpucTsbl Kickoff npoBenén,
J1MP nonyyeHsbl 6bl Ha 0OAHO KacaHue BANT co6paH NBMP + 6lo0>KeT LleHa NpuHAaTa cornacoBanu, nata MEeTPUKU NpoeKkTa

NoAnucCxU HasHauyeHa 3adUKCUpoBaHbI

TpUrrep NoATBEPXAEH 3alMLLEH BHYTPU

Ecnny Bac 5 ctaannm — y Bac HeT yrpaBfieHns nannnanHom.

Pre-qualification no ICP — no nonagaHud B nannnaunH. B ctaaun 03 — rnyéokas BANT-kBanudunkauma nocrne nepBoro KOHTaKTa.
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KENC 02 - ENTERPRISE-COENKA

PeakTuBauud 3aBucLlen enterprise-caenku

@ bBbN0 ® 4YTO COENAN ® CTANO
Caenka ¢ KpynHbIM 3aKa3uynkom Bbiwen Ha C-level yepes KoHTpakT Ha 18 mnH P
3aBucna Ha 8-m mecsue Tpurrep n3 nyénmMyHoro oTyéTa
3akpbiTHe 3a 6 Heaernb Nocne peakTuBauuu
Champion BHYTpU KNMeHTa YLEN C NpoeKTa MNepeHéc pa3roBop ¢ duUY NpoaykKTa b
- acLluMpeHne Ha CMeXXHble

. Ha ROl u dpuHaHcoBbIN adPeKkT P

Bioa>keT Ha cneayowmMn ro, Noa BOrNpocom noapasaeneHnsa B cneayioleM nepmoae

Co6pan HoBYIO Koanuuuio BHyTpu: COO + CFO

Ypok: B enterprise caesika ymupaeT, Koraa yxoamnT champion. Tpurrep n3 oTkpbiTbiX AaHHbIX 1 cMeHa @okyca Ha ROl Bo3BpallaeT e€ B XXU3Hb.
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PbIYAT 06 - 4YTO MEPATDH

KPIl = 3BOHKM B IeHb? OTO He oTaAen NpoaadK, 3TO KOMNM-LLEeHTP.

« YTo namepsiete — 1em u yripaBriseTe. ViamepsaeTe 3BOHKU — YrpaB/iSaeTe KO//1-LIeHTPOM. »

e YTO0 MEPATb MEPECTATDH e YTO0 MEPATb HAYATH

3BOHKIB-AEHb - KacaHusa Ha nug,

HAantenbHocTopasroBopa - KoHBepcua mexkay ctaauamm
OfrpaBrerHbie K - CKopocTb nannnamHa

% O0TKasSoB - [dons no6en, pasmep caenku, AnMHa umKna

«HpitHAanTe- HaRodTy»Kak-yerex - Ha3HaueHHble cneayviolme waru
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PHIYAT 07 - KTO MPOOAET

Ceun3saB B2B kak npocTo npogaBLua HaHUMATb — He paboTaeT

« Celnz — ato npogeccus ¢ A/IMHHBIM LUUKIIOM, & He «rpoAaBeL| C ropAaLUUMM r71a3aMm», »

01 Mpodunb KaHAKMOaTa — 3KCNEPT MO NPOAYKTY + ANTUMHHbIA LUK

He «npoaaBeL, C ropawmmMmm rnasamm», a YenoBek, roToBblin 3—9 MecsaLeB 6e3 caenok He BbiropeTb. OnblT B B2B-npogaxkax = 3 neT, Nntoc CNOCO6HOCTb My60KOo
NOHMMaTb NPoayKT 1 roBopuTb € [P Ha eé a3bike. Pe3tome «50 3BOHKOB B IeHb» — KpacHbI dnar.

02 Packauka 90 aHen — NpoAyKT = CTaXKUPOBKa-Ha6NoAeHe = nepBas caenka

MepBble 30 aHen: NnpoaykT + pblHOK + ICP. Cnepyiowme 30: cTtaxknpoBka-HabnoaeHne (shadowing) Ha 10+ 3BoHKax 1 2 anarHocTtukax. lNocneaHmne 30: nepBbln KageHe
noa CBOUM MMeHeM. HUKakmnx «npoaaBan ¢ noHegenbHUKa» — 370 yéuBaeT A0POrnMx KaHamoaToB 3a KBapTarn.

83 MoTuBauuda — YTo paboTaeT, UTo HeT

Pa6oTaeT: KBapTallbHbli 6OHYC 3a 400 BbIMMPAHHbBIX CAEMOK + A0NA C BbIPYUKM OT 3aKPbIThIX CAEMOK, NpuBa3aHHasa K LTV, a He k pa3oBoMy ueky. He paboTaeT: % ¢
KaXka0M CAeMKU — NPOoBOLMPYET AEMIMUHT U PaboTy C KOPOTKUMU HU3KOMaPXMHATbHbIMU KNTMEHTaMM.

04 O6yyeHue n puTM — exxeHeaenbHbiU pa36op 1 3BOHKa

Kaxkabli cernna pa3 B Heento NpUHOCUT 3anncb 04HOMo peanbHOro 3BoHka. Pazéop 30 MUHYT, GOKYC Ha 2 MOMeHTax: rae yrnycTun Kksanubukaumio u rae He caenan
cneaywowmi war. He «gaBanTe NoyynMcs Koraa-Hubyab» — a BCTPOEHHbIV PUTM C NepBOro AHY.

85 Korpa yBonbHATbL — curHanbl 30/60/90 nHen

30 aHen: He ocBOWUI NPOAYKT Ha cobecenoBaHnn ¢ KnneHToM. 60 aHen: He caenan 50 kBannduumpoBaHHbIX KacaHnin. 90 aHen: HoMNb KBannduumpoBaHHbIX UA0B B
nannnanHe. Kputepumn npo3padHbl KaHAUAATY C NEePBOro AHA — YBO/bHEHWE NepecTaéT 6biTb COPNPU30M N9 06enX CTOPOH.
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KENC 03 - OTAEN NPOOAX C Hynq

[MlocTpoun otaen npopa>k B2B ¢ Hyna

@® ©bGbiNo ® 4TO COENAN ® CTAIJO

Cob6cTBEHHUK NpoaaBan cam, 12 caenok B rof, 3a 4 mecqua HaHan 3 Cenns3os,
BbICTpoun oH6opanHr 90 aHen

47 cpnenok 3a cneayioLwmm roa,

MoTonok Bbipyykn 25 MnH P Bbipyuka 78 mnH P (x3.1)

BHeapun CRM, 8 ctaaun

KomaHabl HeT, CRM HeT, MeTpuk HeT - . OB6CTBEHHUK BblLLES U3 ornepaLmoHKn B npoagaax
A ,C ’ P namnnamHa c KputTepussMm Bbixoaa c patl PoA

E>xeHenenbHbIM pUTM: pasbop
1 3BOHKA + angenuT nannnanHa

[1aBHOE: CUCTEMHbIV OTAE/1 NPoAaX AAaéT COBCTBEHHUKY He bo/iblue AeHer. OH 4aéT cBOb604HOE BPEMS.
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BOHYC - AI x 7 PbHYATOB

"ae Al yckopsieT Ka)kabiv pblyar

« B 2026 kaxxabivi pblyar yckopsietcs Al. Ha cneayrolwem criavge — 5 workflow, ¢ KoTopbix Ha4yartb. »

e PbIYAT FE AI YCKOPAET

01 KoMy npoaaém Research uepes Claude — nouck KomnaHui, napcuHr CMAPK, cermeHTaums 6a3bl
02 e 6patb AHanua hh.ru Ha Tpurrepbl, MOHUTOPUHI TG-KaHanoB yepes Al

03 NMepBbi KOHTAKT [NepcoHannanpoBaHHble cold email n ckpunTel Nog KoHkpeTHoro MNP

04 KBanupukauums BANT-BONPOCHUK U aHanNn3 OTBETOB KneHTa yepes Claude

05 Limkn caenku AHanns 3anucen 3BOHKOB, o6HoBNeHne CRM, nporHo3 win/loss

06 MeTpuku [awéopabl 1 nporHo3 nannnanHa yepes Claude Code

07 KomaHpa Al-cuMynauum TPEHUPOBKM CENNM30B, Pa3top 3anucein 419 KOyUnHra

B koHcanT-npoektax Dmitrenko Consulting s BeicTpanBaro rsioTHyro nHrerpaumto Al v otaena npogaxx — ot ICP-research uepes Claude no0 aBTomatnzalmm CRM n3 3B0OHKOB.
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BOHYC - NPAKTWKA - MEPBHE 5 WORKFLOWS SALES SYSTEMS

C yero Hauartb ¢ Claude — 5 nepBbix workflows

01 Brief no knMeHTy nepen 3BOHKOM

Claude B Research mode gaét oTUéT 3a 5 MMHYT BMecCTO Yyaca B noucke. lNepenaéwb URL KoMnaHun nnn Ha3saHne — nosnyyaellb CBoJ, Mo Tpurrepam, nocrneaHnum
HOBOCTSM, K/THOYEBbLIM MIOAAM.

02 Cold email noa Tpurrep

Claude nonyyaet Tpurrep + ICP, BblAaéT 3 roToBbIX BapmaHTa NMCbMa C pa3HOM TOHaNbHOCTbLI0. CpaBHUBAELLb, BbibMpaellb, OTrpaBfifellb — 3KOHOMUA 20 MUHYT Ha
Kadk0e KacaHue.

03 MoaroToBka K AMarHOCTuke

Claude reHepuT BANT-BONPOCHMK MO OTPaciib KOHKPETHOro KneHTa. He o6Lmni YeKINCT, a BOMPOChHI Mo nxX cneundunky — nNoBbILLAET KayecTBO AMarHOCTUKN B
pasbl.

04 Pa360p 3anmMcu 3BOHKA

3arpy>aelb TpaHckpunT, Claude HaxoauT ynyLleHHble curHanbl, Hego3aaaHHble BANT-Bonpochl 1 npeanaraeT cneaywowmin war. 3ameHsaet 30-MUHYTHbIN pa3bop ¢
PYKOBOAMTENEM.

05 CRM update n3 3BoHKa

[onocoBble 3aMeTKM NOocne pa3roBopa NporoHsaelb Yepes Claude — oH cTpykTypupyeT B nonsa CRM (cTagus, Kputepuin Bbixona, cneayiowmn war, gata). Aucumnnmya
nannnanHa 6es 6onu.

He Bcs pabota — 4718 Al. PelueHune rnokynartb, neperoBopbl o LEHE, JIMYHbIE OTHOLLIEHNS — 3TO BCE eLlé Yerl0BEK.
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CBOO - OOHA CTPAHWLUA SALES SYSTEMS

7 pblyaroB — rnaBHoe Ha O4HOU CTpaHULe

e PbIYAT FNABHbA BLHBOA

01 KoMy npopaém 3 TUna KnMeHToB — 3 pa3Hble NpoaaXku

02 'ne 6patb 6 KaHanoB, 6—-12 KkacaHWiA, 0AUH NUA,

03 lMepBbi KOHTAKT 60 cekyHA, YTO6bI CTaTb UHTEPECHbIM

04 KBanundoukauua CunbHOEe «HeT» cerofHs > cnaboe «aa» yepes 3 Mecsaua
05 Limkn cpenku 8 cTaauun ¢ Kputepmamu Bbixoaa, He 5

06 MeTpuku KacaHus Ha nug, He 3BOHKU B [iEHb

07 KomaHaa [Mpodeccus ¢ ANNHHBIM LLUKTIOM, HE «ropsLuue rnasa»
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SALES SYSTEMS

YEro W3BEMATb - 4YTO OENATbL BMECTO

5 Belleu, KoTopble TOYHO He paboTatoT B B2B 2026

emMo wnuv guarHocTtuka ¢ NOHATHbIM KPpUTEpPUEM BbiXoda — MHaUe CAeNKU

° «Bbicnatb KlM» kak ctagna nannnanHa - (o)
yYMUpaloT B «OTrpaBneHHbIX KI»
. Keicobl ¢ undpamm + TpUrrep N3 oTKpbITbIX AaHHbIX KOHKPETHOIO K/IMEHT3,
° Mpopaxka yepes perannm n Yy>kne Kencol - (o)
He o6Lne ucTopumn
o . Nexopawmim 60% + exoaawmin 40%, MUHUMYM 6 MecsiLeB — OAUH BXOOALLNN
Q TonbKO BXoASALWMI MapkeTuHr (inbound) 6e3 ncxoaswero (outbound) - o At ’ AN 257, y H A At
He NoKpbiBaeT KoprnopaTuBHbIN B2B
. OauH penaptamMeHT C UBMEPUMOUN METPUKON U OTBETCTBEHHbIM J1BIP —
° «Pewnm BCE noa Kntou» — npogaka 6e3 nokynarens - (o]
MHaue HeT CUMbl BHYTPU
NMpeMuyMm-LeHa ¢ rapaHTuen pesyrbTarta — HU3KOMap>XUHarbHble KNTUEHTbI
° [deMnuHr Kkak cTparerus 3axsata pbiHKa - (o)

He pacLUUPSAIOTCH, a CKUraloT KOMaHAy
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MNAH OEWCTBUW - OOHA HEQOENS

5 LLaroB Ha crneavioLlylo Hegenio

WwAT BPEMA PE3YNbTAT

KapTta Tpurrepos 1 M1MP no ka>xaomy

01 Mponucatb ICP noa cBou 6u3Hec 2 YACA
TUMY KNMeHTa, 1 cTpaHuua
[oTOBbIE TPUITEP-KAPTbl C UCTOYHUKAM

02 Co6partb TpUrrep-KapTy 1 YAC x CETMEHT purrep-iap /
AJaHHbIX N YHaCTOTOU 0bHOBNEHUd

o . 30 nupoB B pa6oTe no 14-gHeBHOM

83 [ ] 3anycTuTh MynbTUKaHaNbHbIN KaAEeHC 1 PABOYMIi [EHB HOB B P A v
KageHcy, gaweéopn kacaHun/nua
Y6paTb 3BOHKW/ AEHb, 4,O6ABUTH

04 NMomMmeHATb MeTpukun komaHabl B CRM 30 MUHYT KacaHusi/ NA N KOHBEPCUIO MexXay
ctTagnamm
OTUET Ha PYKU KNTMEHTY: YPOBHU +

05 MpoBecTu AMarHoCcTuKY Ha 1 )XUBOM K/IUEHTe 1 NEHb y3K1e MecTa + CeAyIoLLmii Lwar ¢

gennamHom
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NPOOYKT - CNEAYWWWA WAT

becnnaTHbIN pa36op TBoero oraena npogax. 60
MWUHYT CO MHOWU, HEe «JaBanTe NO3HAKOMUMCSH».

YTO NONY4YUllb HA PYKN

01 TBOSA cUTyauud  3anuchk paséopa
15 MUHYT MeTpukun, KomaHaa, BOPOHKa, rMaBHbIE 60MN.

e PDF c Tpemsa pekoMeHaaumnamm
02 Pa36op no7 pblyaram ° HOHMMaHVIe, UTO MO>Kellb CaM, a rge Hy>kHa nomMolLlb
30 MUHYT roe yTeuku, YTo KPUTUYHO, YTO cnabo.

ONs KOro

83 Tpy ToukmM pocTa Co6¢cTBEeHHMKU 1 POlMbI B2B.
15 MUHYT KOHKpeTHbIE LWaru Ha credytoliyto Heaerio. Yek npoaykTa oT 500kK. Uukn caenku ot 1 mecqua
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foTOB

3anuceiBanca Ha 6éecnnaTtHbii 60-MUHYTHBIN pa36op.
Tpwn Toukn pocta — Ha pyku B Bunae PDF.

@hisevaaa

i@dmitrenko-1.ru
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