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ArojabsnoBa H. A.

B2B sales playbook. PykoBoacTBo o nmpogaxam CJIOKHBIX YCIIyT
Y BBICTPAMBAHUIO CUCTEMbI aKTUBHBIX MPOJIaX B MAJIOM U CpPEAHEM
ousnece / U. A. AromnbiioBa — «M3aarenbckue pereHns»,

B B2B nponaér He nmpoayKT U He CKpUIIT. [Ipoga€r yenoBek, KOTOpoMy JAOBEPSIOT,
IIOTOMY UYTO OH YECTEH, KOMIIETEHTEH U OCTAETCA PAJOM IOCIIE TOrO, KaK JEHbIU
IIOJIYYEHHBI.
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B2B SALES PLAYBOOK

PykoBOCTBO 10 MPOakaM CJOKHBIX yCJIYT

U BHICTPAHBAHHUIO CHCTEMbI AKTHBHBIX MPOIAK
8 MANOM U CPEeOHeM DU3Hece

a modicem u 8 KpYynHom. ..

Aemop — HUnna Azoavuosa

Ynpaeneney ¢ 8-nemuum onvimom opeanuzauuu B2B-npooadic, 3anycka OusHec-npoueccos ¢
HYASL U 8616004 MEXHON0ZUMHBIX NPOOYKMO8 Ha PuIHOK. IIpowina nyme om azenma no npooaxcam

00 pYyKo8oOUmensi KaHaaa aKMUBHbIX NPOOaxdc 8 menekom-kopnopayuu, npooasana IT-peute-
HUsL CMoumMocmuio 00 1,5 Man p, 3anycmuna ¢ Hyasi weetiHoe nPou3eo0Ccmseo ¢ 06opomom 4 Mau p u
Op2aHU308a.1a NPOOAdICU Uepe3 Mapkemnaelicvl. 3Haem B2B-npodasicu ¢ 08yx cmopou: kak npooasey,
U KaxK coOCmeeHHUK, KOMopblii pacxnéobléaem obeujanus npooasu08.

JIMTEPATYPHO BBIBEPEHHOE U3JAHUE e KOPPEKTYPA BE3 CMEHbI
CMBbLICJIA

Texcm npusedén Kk HOpmam cospemeHHoll pycckoii opgozpagpuu u nynkmyayuu (Posenman,
Jlonamun), ynugpuuuposarvl mupe, KaGblUKU-<«EN0UKU», OPOPMACHUE NPIMOU peud U CHUCKOB.
Aemopckue popmMyauposKi, mepmutsl U KOHUENUUs COXpareHvl 6e3 NOOMeHbl ROHSIMUII.
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Kak moJap30BaTbCsi 3TON KHUTON

OTa KHUra HaMKcaHa AJis TPEX TUIMOB YMTATENeH, U KaXAblil HAUJET 31eCh CBOE.

Ecym BbI cOOCTBEeHHUK OM3Heca. YnTaiiTe KHUTY LIEJIMKOM, HO 0cO00€ BHUMaHUE 0OpaTuTe
Ha maBbl 3, 9, 10, 13 u 15. OHu 0OBSICHAT, TOYEMY Balll MEHE)KEPhbl CIMBAIOT JIUbI, pa3AaioT
CKHJIKU, CCOPSITCS C TMIPOM3BOJICTBOM M IOYEMY BBI JIO CHX TIOP HE MOXETe TIOHATh, padOTaeT OTe
MPOJAXK WX MPOCTO CO3IAET BUAUMOCTb.

Ecsm BbI pykoBoaute b otaesa npoaax (POII). Dta kaura — Baill MHCTPYMEHT 00y-
YyeHusi KoMaHpl. Kaxaas rnaBa comepkuT CKeJeT Juasora, KOTOpbI MOKHO pa3ouparh Ha IUIaHED-
Kax, ¥ yIpaBJIeHYeCKHUEe BCTaBKH, KOTOpbIE IOMOT'YT BaM KOHTPOJIMPOBATh HE CJI0BA MEHEIKEPOB, a
JIOTHKY UX pa0oThl. IIpriioxkeHus B KOHIIE — paclieyaTaidTe U MoJ0KUTEe Ha CTOJBL.

EcJin BbI MeHexep 1o npoaaxam. He 3yOpute ckpuntsl. [lolimute storuky. B stoit kaure
HeT BOJILEOHBIX (ppa3, Mociie KOTOPBIX JUPEKTOp JOCTAET Koluejaek. EcTh MmoHMMmaHue Toro, Kak
AyMaeT 4eJIoBeK Ha TOW CTOPOHE CTOJIa U YTO €My Ha CaMOM JieJie HyKHO OT Bac.

IToyemy 3Ta MeTO0JIOTHA PadOTaET B JKOO0I HUIIE?

dyHIaMEHT 3TOro pyKOBOJCTBA MOCTPOEH Ha OIbITE Mpojax cioxHelXx IT-pemmenuit u tene-
KOMa. DTO UCTOPUYECKU caMble KECTKME phIHKK B2B: Tam nmponaiot «Bo3/1yx» — HeBUAMMBIE 00J1a4-
HbI€ TEXHOJIOTMH, KOTOpbIE HEJb3sl IOTPOraTh, HO KOTOpPBIE CTOAT MUJUIMOHBL. Eciin MeHekep ymeet
IpoJaBaTh HEHHOCTh HEBUIMMOTO npoaykTa o meroay CITMH, To mpoaaTh onToByI0 NapTUIO TOBapa,
MIPOM3BOJICTBEHHOE 00OPYIOBaHHUE, JIOTUCTUYECKHE YCIYTH WM KOHCAJITUHT IO 9TOM JKe CUCTeMe —
3a7a4a Ha Nops oK npoite. [ToatoMy B Kax 101 I71aBe Bbl HaiAETe puMeps! He Tosbko U3 IT, Ho 1 u3
IIPOMU3BOJICTBA, ONTOBBIX OCTABOK, JIOTUCTUKU U chpepsl yeiyr. 3amenute B npumepax «IT-cucremy»
Ha Ball MPOAYKT — U BbI MOJTYyYUTE PaOOTAIONIMI MEXaHU3M MTPOAAXK ISl Balllel OTPACIH.
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YACTbD 1. MBIIIVIEHUE B2B-1TPO/IABIIA

BBeaenne. ®uinocodust npogax:
KOMIIAaHMH HUYEro He MOKYNalT

I'maBHas ommoka HaurHaoIMX B2B-MeHexkepoB — nimo3usi, OyATO OHU BelyT NEPErOBOPbI
¢ «koMIaHuen». OHu rotoBat npeseHranuio 111 OO0 «Pomartiika», MUITYT KOMMEPYECKOE TPEIJIO-
skenne 111 OO0 «Pomamka» n oomxarorcs, korga OO0 «Powmaiiika» OTKa3bIBaeT.

Ho y OOO «Pomaika» HeT 3MOLMi, HET CTPaxoB U HeT xkenaHuil. Ouu ectb y VBana Ba-
HOBHYA, KOMMEPYECKOTO JAIMPEKTOPA, KOTOPbIA CUIUT MEpes BaMU. Y HEro ecTh IUIaH, KOTOPbIA OH
HE BBINOJIHSAET BTOPOW KBapTal MOAPAA. Y HEro ectb COOCTBEHHMK, KOTODPBIM 3a/1a€T HEyJOOHbIE
BOMPOCHL. Y HEro ecTh MPOILIBII OIBIT, KOTJIa OH KYIUJI «MHHOBAIIMOHHYIO CUCTEMY>», 4 OHA He 3apa-
6oTana, ¥ eMy MPUIIIIOCh OOBSCHATHCA. Y HEro ecTh JIMYHAs MPEMHUsI, KOTOpasi 3aBUCHT OT TOTO, He
OLIMOETCS JIM OH Ccefuac ¢ BaMu.

B B2B 1ieHa onmmoOku HeBeposATHO BbicoKa. Eciu mupekTop Kynut 1wioxyio IT-cucremy, BeiOe-
peT HEHAIEKHOTO MHTErpaTopa WM MOCTABLIMKA, KOTOPBIM COPBET MOCTABKY CBHIPbS, OH PUCKYET
CBOEH IPEMHUEN, pellyTalier B KOMIIAHMY, @ MHOTIA U Kapbepol. [loatomy pyKOBOOMTEINL MOKYNIAeT
HE CaMblii JeNIEBbIN MPOAYKT M HE caMblii KpacuBblii OpeH. OH NMOKynaeT CBOIO JHYHYIO 0e3-
OIIACHOCTh y TOr0 YeJIOBeKa, KOTOPOMY J0BepsieT.

BoI nponaére He codt, He 0OOpyIOBaHKE, HE ONTOBBIE MOCTABKM U HE yCIayrd. Bel mpomaére
VBany VBaHOBHYY CHOKONHBINA cOH. CTpOiiTe OTHOILIEHUS], JEPKUTE CJIOBO B MeJIoyax, Mepe3BaHu-
BaiiTe Torja, Korga oOelaiy, npeaynpexiaiTe o npodjaeMax paHblle, YeM OH O HUX Y3HAeT CaM.
ByzpTe ero IMUHBIM MOMOIIIHUKOM B PELIEHUH 3aJa4 ero Ou3Heca — U OH KYIUT UMEHHO Y Bac, J1axe
€CJI1 Y KOHKYPEHTOB JellIeBJIe.

N ew€ ogno. BaxxHo He mpocrto npoxpars. BaxkHo Bectr KimeHTa. MajieHbKasg KOMIIaHUA C
TpeMsl COTPYTHUKAMU, KOTOpasi CeroqHs OepeT y BaC MUHUMAJTBHBIN Tapud, Yepe3 TpH roga MOKET
CTaTh KOPIOPAIMEH C OrPOMHBIM OokeToM. Y eciiv Bce 3TH TpH rojia psiioM C Held ObUTH BBl — 3TOT
Ol0KeT JocTaHeTcs: BaM. Eci HET — OH AOCTaHeTCsl TOMY, KTO ObUT PSIIOM.

BU3HEC-KOHIEIIIMA: H2H (Human to Human): B coBpemeHHOM Ou3Hece cTupa-
ercs paszaenenue Ha B2B (6uznec — oOusnecy) u B2C (6usnec — norpeduremo). [puiuia spa H2H
— Yenosek Yenoseky. Jllodoe perieHne Ha MATMOHBI pyOJiell IPUHMUMAET KUBOM YeJIOBEK, TIOJBEP-
JKEHHBII CTPECCy, COMHEHHSIM, CTpaxy OIIMOKU M YCTAJIOCTU. MeHekep, KOTOphIi MOHUMAET 3TO,
NepecTaéT MpoJaBaTh «KOMIIAHUK» U HAUMHAET pellaTh 3aa4d KOHKPETHOIO YeJloBeKa.

VImeHHO o3TOMYy y ABYX MPOAABLIOB C OJMHAKOBBIM ITPOJYKTOM U OJMHAKOBOW 1IEHOH pe3yiib-
TaThl MOI'YT OTJIMYATLCS B pa3bl: OAUH MPOJAET (PYHKIMH, BTOPON — OE30I1aCHOCTh U JIOBEPHE.
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I'naBa 1. Ckpunrtsl B B2B: noas3a nim
Bpen? Konnenmus «Ckesera quajora»

[Ipesxnie yeM Bbl HAUHETE YUTATh CKPUITHI U PEYEBbIE MOAY/IU, KOTOPBIX B 3TOM KHUI'E MHOTO,
HYKHO JJOTOBOPHUTKLCS O TOM, KaK UMH TOJIb30BaThcsl. HempaBuiibHOE UCTIONB30BaHUE CKPUITOB YOU-
BaeT B2B-nponaxu BepHee, 4eM UX OTCYyTCTBUE.

CMepTh KECTKUX CKPUIITOB

Ha peiHKe cymiecTByeT yCTOMUMBBIM MU(]: €CIM HaNMcaTh «UIEAJIbHBIA CKPHUIIT», 3aCTaBUTh
MEeHe/I)Kepa BblyYUTh €r0 Hau3yCcTh U IITpadoBaTh 32 OTKJIOHEHHUS], MPOJAXH B3JIETAT. B MaccoBbIx
NpofIaXKax, TJie MOTOK OOpaIeH i OOMBINOM, MPOTYKT CTAaHAAPTU3UPOBAH, a PEelIeHNe TPUHUMAETCS
OBICTPO, KECTKUE CKPHUITHI MOTYT OBITh 3(ppekTuBHBI. Ho B cioxkHbx B2B-nponaskax Takoi mogxon
4acTo Ja€T 0OpaTHBIN pe3ysibTar.

Cnoxnas B2B-npoiaxa — 3T0 pa3roBop JIByX CIELMAIUCTOB, KaXIblil U3 KOTOPBIX pa30Oupa-
ercst B cBoell oonactu. KitmeHT 3HaeT cBoil OM3Hec, a MeHekep JOJKEH 3HaTh MPOAYKT, €ro BO3-
MOXXHOCTU M OrpaHuueHus. Y eciam ofyH U3 y4aCTHUKOB Pa3roBOpa BMECTO KMBOI'O JMajiora Hauu-
HAeT 3a4MTHIBATh 3ay4eHHbIe (Ppasbl, SKCIIEPTHOTO OOIIEHHs He momydaeTrcs. Korna kommepueckuit
JAUPEKTOp C ABAJLATUIETHUM CTaXEeM CJBIIUT B TPyOKe 3ayuyeHHble (ppa3bl C HEeCTECTBEHHBIMU
MHTOHALIMSIMU U TIay3aMH B TeX MECTax, e MEHE[DKep YMTAaeT C JIUCTa, OH MOMEHTAJIbHO BellaeT
SIPIBIK: «OQuepedroli pobom-enapueamenv» — W KIAAET TpyOKy. JKECTKUI CKPUNT JUILIAET MeHe-
JKepa SMIaThy, TMOKOCTH U, IJIaBHOE, CTaTyca Kcrnepra. JlexypHble OlMHaKOBblE (ppasbl 1S BCeX
B B2B-cermeHnTe abcomOTHO HENTPUMEHUMBI.

Xaoc — ToKe He BbIX0/]

O3Havaet Jiu 3TO, YTO HYKHO MOJTHOCTHIO OTKA3aThCsl OT CTAHJIAPTOB M CKa3aTh MEHE/IKepam:
«[Ipocro obmaiitech ot aymm»? Her. Yucras uMmpoBu3arus BeIET K TOMY, YTO MEHEIKEp TepsieT
HUTh Pa3roBOpa, YXOOUT B OOJTOBHIO O IMOrojie, 3a0bIBaeT 3a7aTh KJIOYEBbIE BOMPOCH U B KOHIIE
3BOHKA HE TIOHMMAaeT, 3a4eM BooOIIe 3BoHII. [Tpoyiakuy mpeBpaIiaTcs B JOTepelo, KOTOPYI0 HEBO3-
MOHO MacIITaOupOBaTh M KOHTPOJTUPOBATH.

AJII)TepHaTI/IBa: CKeJIET BMECTO pP€EJIbLCOB

Bmecto x€cTKOro ckpurTa (pesbcoB, ¢ KOTOPbIX HENb3sl CBEPHYTh) Y CHJIBHOTO MEHe[Kepa
noskeH OblTh CKeJieT Juajiora — HaBUraTtop, KOTOpbIi MOKa3bIBAET, Ky/a ABUTATHCS, HO HE JUKTYET
KaxJj0€ CJIOBO.

CkeJleT — 3TO IMIOHMMAHME JIOTUKHA ¥ KOHEYHOM LEJIK KAaXKO0Iro 3Talla pa3roBopa:

* [lesb 3Tana «CekpeTapb»: He NIPOJaTh, a IPEBPATUTh CEKPETapsl B COIO3HUKA U MOTY4UTh
BBIXOJl HA HY’KHOTO 4€JIOBEKA.

* Ileas 3Tana «IlepBbie 30 cexynp ¢ JIIIP»: 3anienuts BHUMaHKE Yepe3 OTPaClIeBOM KpIo-
YOK U MOJTyYUTb BCTPEUHBIE BOIIPOCHI.

® HeJlb 9Tamna «BCTpeqa»: C IOMOUIbIO BOITPOCOB BBIABUTH PEAJIbHYIO HOTpC6HOCTb KJIN-
€HTa, OIIPEAC/INTh 3HAYUMOCTb HpO6J'ICMI>I IJIA Ou3Heca H, ra€ BOBMOXHO, OLICHUTb eé q)I/IHaHCOBLIe
IoCJICaCTBUA.
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* Ileas dTana «Bo3paxkeHnue ,,J{oporo‘‘»: He 6pocaThCsl COTNIACOBBHIBATH CKHUIKY, 2 BBIsIC-
HUTD ITPUYINHY BO3PAKCHUSA U BEPHYTH KJIIMEHTA K HEHHOCTU PEILICHUS.

* [leanb hbuHaNa BeTpeun: 3aUKCHPOBaTh BpeMsi U (popMaT ClIeyIoIIero Iara.

To, KaKMMH HMEHHO CJOBaMH MEHEKEep JOCTUTHET STOU LEJIH, 3aBUCUT OT €r0 JIMYHOCTH,
OT HACTPOEHMS KJIMEHTA, OT CHEUM(UKHN OTPACIU U OT TOrO, YTO MPO3BYYAJIO B Pa3roBOPE MUHYTY
Haszal.

Kak yuTaTh CKpUOTHI B 3TON KHHUTE

Bce peueBbie MOyH, TPUBEAEHHBIE HUKE, — ITO HE JOTMa /111 MOHOTOHHOTO 3aYMThIBAHUSI.
3710 NpuUMepbl NPABWILHOI JOTUKH.

CnaOplii MeHeKep pacriedaraeT ¢ppasy s oTpaOOTKH BO3pakeHHs «Jloporo», BEIyUHT e€ 1
MPOM3HECET Oe3 3aIMMHKM — JaXe €CIIM OHa COBEPIICHHO He TMOAXOAUT K CHTyaluu KireHTa. KieHt
MOYyBCTBYeT (paibiib. CUIIBHBIA MEHEIKEP IOMMET caMy MEXaHUKY: «Kozoa mue 2060psam ,,00p020°,
MHe Heab3sl 0edcamy 3a CKUOKoU. MHe HYIHICHO 8epHY b KAUEHMA K €20 NOMEPAM, KOMOpble Mbl NOCUU-
Many, u CpasHUmb ux ¢ Hauweii yeroti». VI ckaxer 310 CBOMMH CJI0BaMH, OIUPasiCh HA KOHTEKCT KOH-
KPETHOM BCTPeYH, ¢ IMEHaMH, LU(paMu U IPUMEPAMU 3TOTO0 KOHKPETHOTO KJIMEHTA.

AJIA PYROBO/JUTEJIA: He mirpadyiite MeHeAkepoB 32 OTKJIOHEHHE OT TEKCTa CKPUITA.
OneHuBaiiTe UX MO TOMY, COOMIOAAIOT JIM OHU JIOTUYECKUI CKeJIET: IPOLIUIH JI BCE ITallbl, 3aJaJ1 JI1
M3BJIEKAIOIINI BONPOC, 3a(PUKCUPOBAIIM JIH caenyonmi mar. Ciyias 3anuch 3B0HKA, CIpaIliBanTe
ce0s1 He «OH ckazasn ppa3y HoMep AT ?», a «OH JOCTUT LIEJIM TOTO FTana?».
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I'naBa 2. IIcuxoJjiorusi meperoBopoB:
KaK nepecrarb 00ATHCSA CTaTyCOB

JloBymKka nepapxuu M «CHHJIPOM MPOCHTEJISI»

Camblii 4acThIl cTpax MeHe[pKepa nepe[ epBoil Bcrpeyed (0COOEHHO ¢ KPYIHBIM KJIMEHTOM)
3BYUMT TakK: « 5] Bcero JIMIb MPOCTOM MPOAABell, a OH — IreHepasIbHbIid JUPEKTOP 3aBoja ¢ 000POTOM
B Musurapsl. Kak st Oymy ¢ HuM pasroBapuBath? OH ke BBIIIE MEHs 110 paHry!»

C TakuM HacTpoeM MEHeIKep elE 10 BCTPEUYM IPOUTpbIBaeT neperoBopbl. OH BXOAUT B KaOu-
HET C ONYILEHHBIMHU IJIe4aMH, TOBOPUT THUIIIE, YEM HY)KHO, COIVIAIIAETCS C KaK/AbIM CJIOBOM AMPEK-
TOpa, OOUTCS 3a/1aBaTh HEYAOOHbBIE BOIIPOCH U MPOCTO «UUTAET Mpe3eHTaluio». OH npeBpalaeTcs B
oOcmyXKUBaloIIMi epcoHal. B mpocurensi.

BusHecMeHbl UyBCTBYIOT HEYBEpPEHHOCTh MTHOBEHHO U Oecco3HaTebHO. OHU KaX[blil eHb
MPUHUMAIOT PEIeHHsI O JTIIOSX U 32 CEKYH/Ibl CUMTHIBAIOT, KTO TIepe] HUMU: TIAPTHEDP WJIH IIPOCKUTETh.
C npocutesieM He coBeTyloTCs. [TpocuTesisi BHICTYIIMBAIOT U3 BEKIMBOCTH, TOBOPSIT «MbI ITIOJyMaeM»
1 3a0BIBAIOT.

IIpaBuJio SKCIIEPTHOTO MOJISI

STOMy IpaBUIly MEHS B CBOE BpeMsl HayumJl OIMH U3 MouX pykoBoauteseil. OH ckazan ¢ppasy,
KOTOpasi 3aIIOMHMJIACh MHE Ha BCIO sKU3Hb: «CaJsiCh C HUIM 3a CTOJI IIEPErOBOPOB, IOMHHU: B TOM, C YeM
THI TIPUIILIA, Thl PA30UpPACIILCS JyIlle, YeM OH». Toraa 3Ta MbICIIb Ka3alach MHE CJIMIIIKOM CMEJIOH,
HO CO BpeMEHEM MMEHHO OHA MOJHOCTBIO N30aBUJIa MEHS OT CTpaxa Mepe JT0ObIMU JOJKHOCTSIMU.

J17151 MEeHs U3MEHUJIOCh CaMO BOCIIPUATHE MIEPErOBOPOB. ] nepecrasia CMOTPETh Ha IOKHOCTb
cobeceJHAKA KaK Ha MoKa3aresb ero MpeBOCXOCTBA Ha/lo MHOM. Jla, y Hac pasHbIi CTaTyc, pa3HbIid
OIIBIT Y Pa3HbIE 30HbI OTBETCTBEHHOCTU. HO 3a cTOJIOM N1eperoBopoB BCTPEUAIOTCS [Ba CIIELIAAINCTA,
Ka /bl 13 KOTOPBIX pazoupaercs B cBoel oomact. M Most 3aaua — He COOTBETCTBOBATH €0 JIOJIK-
HOCTH, a OBITh KOMIIETEHTHOU B TOM BOIPOCE, C KOTOPBIM I MTPHUIILIA.

WBan MIBaHOBMY MOkET reHUAJIBHO YIIPaBJIATH CBOMM 3aBOOM. OH 3HaeT BCE O MPOU3BOICTBE
METaJlj1a, O JIOTUCTUKE, O TEHJAEPax U O TOM, KaK J0roBapuBaThcs C aAMUHKCTpanuen pernoHa. OH
OOBEKTHBHO M OJJHO3HAYHO JIyUllle Bac pa3OupaeTcsi B CBOEM OM3HeCe LIETMKOM — ObLIIO Obl HAMBHO
Y CaMOHaJIesTHHO qymath nHadye. Ho B TO y3KO# HHMIIIE, C KOTOPOU BBl K HEMY MPUIILIH, — OYIIb TO
IT-unrerpanus, tenedonns, CRM uim nMocTaBKU ChIPbsi, — Bbl 00sI3aHbI pa30MpaThes ITyOxe Hero.
He notomy, 4To BBl yMHEE WM ONbITHEE, & [IOTOMY, YTO 3TO Ballla Ipo(pecCUOHAIbHAS TEPPUTOPUS.
Ecnu BB MPUIILIHA MPOJABATh CIOKHOE pellieHUe, Bbl JOJUKHBI 3HATh €ro HACTOJIBKO XOPOIIO, YTOObI
KJIMEHT MOJIy4aJl OT pa3sroBopa ¢ BAMU SKCIEPTU3Y, KOTOPOU Y HETO CaMoro Her.

Bbl kaxplii IeHb BUANTE, KaK 9TH CUCTEMBI pabOTaloOT B AeCATKAX APYrHX KOMIaHUN. Bel 3Ha-
eTe Bce MOJBOIHbIC KAMHU BHEIpeHHs. BBl 3HaeTe, mouemy y OffHHAX 3TO padOTaeT, a y IPyrux pa3pa-
JMBaeTcs Yepe3 mojaroaa. Bel 3HaeTe, yTo 00EMAT KOHKYPEHTH! M UTO OHU Ha CAMOM JIeJie ICJIaloT.
B MoMeHTe 00cyskIeHus Ballero MpoayKTa — BbI IJIABHBIN KCIIEPT B KOMHATE.
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1. ArombioBa. «B2B sales playbook. PykoBoicTBO 110 mTpoyiakam CJIOKHBIX YCIIYT ¥ BHICTPAUBAHUIO CUCTEMBI AKTUBHBIX
MPO/IaX B MAJIOM U CpeJJHeM Ou3Hece»

IT0 0CO3HAHME MOMEHTAILHO BBIBOAUT BAac Ha OJMH YPOBEHb C JIIOOBIM pyKoBogHTEIeM. Bbl
MIPUXOIUTE K HEMY He MPOCHUTH JeHbI'W. Bbl MPUXOIUTE Kak Bpay-quarHocT, KOTOPBIN pa3oupaercs B
«0oJNe3HsIX» OU3HEC-TIPOIIECCOB JIydllle, YeM MalreHT. XOPOIuil Bpau He 3aMCKUBAET Niepe]] Mary-
€HTOM, JIA)Ke €CJIU MalUeHT — MUHUCTP. OH 3aJa€T BOIIPOCHL, CIIYIIAET, CTABUT AUarHO3 U HA3HAYaeT
JIEYCHUE.

Korna Bl npuHMMaeTe 3Ty MO3MLIMIO, YXOOUT cTpax. IlosBiseTcs CroKoiiHasi yBEpPEHHOCTD,
KOTOPYIO KJIMEHT CUMTHIBAET TaK ke OECCO3HATENILHO, KAaK CUMTHIBAJ HEYBEPEHHOCTh. M OH HaumHaeT
OTHOCHUTBCS K BaM He KaK K IIPOJIABIly, KOTOPOI'O MOKHO ITPOrHATh, & KaK K HE3aBUCUMOMY KOHCYJIb-
TaHTy, K KOTOPOMY HYKHO IPUCITYIIAThCS.

BU3HEC-KOHIIEIIIUA: JxcnepTHoe mo3ulMOHUpPOBaHue: B meperoBopax craryc
orpenessieTcss He JTOJDKHOCTBIO, a TeM, KTO BiajeeT Ae(PUIMTHON SKCIEepTH30i B OOCYkKIaeMOM
Borpoce. [JupeKTop 3HaeT 3TO JIydlie Koro Obl TO HM ObUIO: OH CaM KasK/Ibli IeHb IUIATUT I0PUCTaM,
ayuTOpaM M KOHCYJIbTaHTaM 3a 3HaHMS, KOTOPBIX Y HErO HeT. MeHekep, KOTOPBIN AePKUTCS Kak
9KCMEepT, aBTOMATHYECKH TIONAaeT JJIsI HErO B KATETOPUIO «JTIOJICH, KOTOPBIX sI HAHMMAIO 32 KOMIIe-
TECHIHIO», @ HC B KaTCTrOPUI0 <<JIIOIICI';‘I, KOTOPBIC YTO-TO OT MECHA XOTAT».

dd dekT paBeHcTBa, WM, I0YEMY CaMble
00JILIIIHE CACJKH 3aKJI0UAIOTCA B 0aHe

3/1ech BO3HUMKAET 3aKOHOMEPHBI Borpoc. Ecim MeHemkep — 3kcnepT U (popMasIbHO Haxo-
AWTCS C IUPEKTOPOM B PABHOW IMO3UIMH, TO MOYEMY K€ PYKOBOIHUTEISIM OT/EJIOB MPOAaX M COO-
CTBEHHHMKaM OM3HECa TaK 4acTo KaXeTCsl, YTO OHM MPOJAIOT JIydllle CBOMX MeHekepoB? OHM camu
BBIXOZIAIT Ha MEPEroBOPbl C KPYIHBIM KJIMEHTOM, 3aKPbIBAIOT CEJIKY 3a OJMH 3BOHOK — M JEJNAI0T
BBIBOJL: «BOT BUMTE, Kak HAJO JieslaTh, @ MOM COTPYJHUKH HE YMEIOT ITPOJAaBaTh».

Mo MorM HaOMONEHNSIM, B TAKMX CUTYallUsX A0 JaJleKo He BCerna B TeXHHKe Mmpoaax. bonee
TOrO, COOCTBEHHHK MOXeT BooOIe He 3Hath Metox CIIMH, He monmb30BaThesi CKPUNTAMHU U HUKO-
712 He IPOXOJUTh TPEHUHIH, HO 3aKpbIBaTh CHEJKYU ObICTpee U Jlerye CBoux MeHexepoB. [louemy?
IToTomy uTO B neperoBopax padoTaeT ele OaUH (PaKTOp — COLMATIBHOE BOCIIPUSTHE CTATyCA.

K coxanenuio, B Halem OOIIECTBE JIIOAM PEIKO BOCIPUHUMAIOT APYT Apyra abCOMIOTHO Ha
PaBHBIX MY MEpBOM KOHTaKTe. CTaTyc CUMTHIBAETCSI MTHOBEHHO U MOICO3HATENILHO, M OH HAIIPSMYIO
BJIMSIET Ha XOJl MEPErOBOPOB — IMPUUYEM Jlake TOra, KOraa MEeHeKep OObEKTHUBHO SIBJISETCS IKC-
NIepTOM B CBOEM BOIIPOCE, OIMCAHHOM B naparpade BblILIe.

PasroBop 1ByXx cOOCTBEHHMKOB OM3Heca (Jlake KOHKYPEHTOB 10 Maciitady, axke U3 pa3HbIX
oTpaciiel) ICUXO0JIOrMYeCcKU BOCTIPUHUMAETCSl 00eMMHU CTOpoHamu Kak auanor «[laptaép -IlapTaép».
A paszroBop HaEMHOT0O MeHe Kepa Mo MPoAaxkaM ¢ COOCTBEHHUKOM KOMITaHUH-KJIMEHTA 110 yMOIJa-
HUIO, HA MOAKOPKE, YacTo BOCIpUHUMAeTcsl Kak auaiior «IIpocutens — Xozsiua» umm «McnonHu-
Teslb — HavanbHuK», Jake eclii MeHeJlKep UCKpPEeHHEe 3HaeT CBOM MPOAYKT JIydIlle, YeM KTO-JIMO0
B 9TOM KOMHarTe.

HNmenno IIO9TOMY CHCJIKH, 3aKJIIOUEHHbIE ABYM# IICPBbIMU JIMIAMU B He(bOpMaJILHOIL/’I o0OcTa-

HOBKE -Ha OXOTe, Ha royibde, B 0aHe, — MPOXOAST ObICTPO ¥ MPOCTO, YaCTO BOOOIIE 0e3 CKUIOK 1
JOJITUX TIEPEroBOpoB o LieHe. Tam HeT crarycHoro 6apsepa. Tam pa3sroBop paBHBIX.
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1. ArombioBa. «B2B sales playbook. PykoBoicTBO 110 mTpoyiakam CJIOKHBIX YCIIYT ¥ BHICTPAUBAHUIO CUCTEMBI AKTUBHBIX
MPO/IaX B MAJIOM U CpeJJHeM Ou3Hece»

BU3BHEC-KOHIIEIIIIUA: TpanzakTHelii anaau3 Jpuka bepua: dtor apdekr ynodHO
paccmarpuBath Yepe3 Mojielib 3ro-coctossHui Dpuka bepHa: «Pomutens — Bapociibiii — PeOEHOK».
Peub 31€ch HE 0 Bo3pacte U JIOJDKHOCTH, a O Xapakrepe B3aumopeiictBus. Korna menenxkep Hauu-
HACT OIpaBAbIBATLCS, 3aUCKHUBATD, oourcs BO3pasnuTh WKW 3a14aTb yTO‘IHHIOI_HI/Iﬁ BOIIPOC, OH pHC-
KyeT 3aHATh MOJUMHEHHYI0 TIo3uImio. CobeceJHUK, B CBOIO OUepe/ib, MOJKET HauaTh Pa3roBapHBaTh
C HUM TIOKPOBHUTEJILCTBEHHO WJIM AMPEKTHUBHO. HO KOrga MeHemxkep CHOKOMHO OOCYKIaeT 3aJauH,
apryMeHTHPYET CBOM MPeIIOKEHU 1, TPU3HAET OrpaHUUEHUsI MPOAYKTA U 3a/1a€T MpOodecCuoHabHbIE
BOIIPOCHI, Pa3roBOp Jierye nepesect B popmar «B3pocibiit — B3pociblii». IMeHHO K 3TOoMY (hop-
Mary s Mpejjarai CTpeMHUTHLCS B CJIOKHBIX B2B-neperosopax.

IIpakTruecKuil BbIBO/I

st MeHeKepa. Bbl pusnyeckn He MOXKETE M HE JOJDKHBI IBITAThCSA Ka3aTbCs PABHBIM
AUPEKTOPY MO pa3Mepy KaruTasa, BO3pacTy WK YIIPaBJIEHYECKOMY OIbITY — IHOIMbITKA 9TO I0KA3aTh
BBI3OBET OTTOpXKEHME U OyzeT BHIIIsiAeTh (paibimmBo. Ho y Bac ecTh eqMHCTBEHHBIN JIETaIbHBIN 1
pabounii crocod neperTH B Mo3unumio «Bapocibiii — Bapocibiit» — 310 crta 100% 3sKcrepTssl
B Y3KOM BOIIpOCE U3 MpeJblayIlero pasiena. B MOMEHT, korga Bel TOBOPUTE O MPOAYKTE HE 3auc-
KMBAIOILIE, a C MO3ULIMU CIIOKOMHOTO KCIEPTA, U MEPECTAETE «IIPOAABATh», HAUMHASI BMECTO 3TOTO
«CTaBUTh JIMarHO3», — CTaTycHas pa3Hula ctupaercsa. COOCTBEHHUK CUMTHIBAET 3TO YKe He Kak
pasroBOp «IPOCUTENb — HAYAJIBHUK», a KaK Pa3roBOp «Bpad — IMALMEHT», II€ BONPOC PEIAeTCs
IO CYILIECTBY, a HE 10 PaHry.

I pyKoBOaUTE IS OT/AEJIA MPOJAK U COOCTBEHHHKA. BaXHO MOHMMATh JBa MOMEHTA,
KOTJJa Bbl CPABHUBAETE CBOIO JIMYHYIO KOHBEPCHUIO C KOHBEPCUEN PSAIOBBIX MEHEAKEPOB:

1. Pa3zHuna B KoHBepcHH OyJeT Bcerja — 1 pyKOBOOUTEIISIM BaXXHO 3TO IOHUMATh. Peub
He 00 o011ell BhIpyYKe WM KOJIMYECTBE JOTOBOPOB, 2 MMEHHO O KOHBEPCUH M3 KOHTAKTA C TIOTEHIH-
aJIbHBIM KJIMEHTOM B c/ieIKy. Korja Ha meperoBopbl BBIXOOUT COOCTBEHHHUK WITH TIEPBOE JIUIO KOMIIa-
HUM, y HETO ye eCTh CTaTyCHOE IpeuMyIecTBO. KiMeHT BOCIIpUHMMAET ero Kak yesloBeKa, KOTOPHIi
MIPUHUMAET pelleHus] U HECET OTBETCTBEHHOCTb 3a pe3ysbTaT. MeHekepy &e MPUXOAUTCS 3aBOEBbI-
BaTh 3Ty MO3UIIMIO B IIPOLIECCE NTEPETOBOPOB.

ITosToMy 51 cuMTaI0 HEKOPPEKTHBIM HAINIPSIMYIO CPAaBHUBATh KOHBEPCUIO COOCTBEHHUKA U MEHe-
mxepa. Jlaxe npy OTVIMYHOM 3HAHUM MTPOYKTA U BJIAICHUU TEXHUKAMU ITPOJAX UX CTApPTOBBIE MO3U-
1M HepaBHbL. TpeboBaTh OT COTPYIHHMKA TAKOW K€ KOHBEPCHHM, UTHOPUPYS CTaTYCHYIO COCTaBJISIIO-
111y10, — yIpaBjieH4ecKas ommnoOka. He Haka3bpiBaiiTe MeHekepa 3a 3Ty OObEKTUBHYIO Pa3HUILY U He
MepsIATEe ero pe3yJIbTaThl CBOel COOCTBEHHOM JIMHEWKOM.

2. Bama 3ajaua — ycWJMBATh IVIABHbI MHCTPYMEHT, KOTOPBIH MO3BOJsSIeT MeHe-
JIZKepy BbICTPAUBATh PABHONPABHBII JHAJIOT € KIHEHTOM, — ero nNpodeccuoHaJIbHYI0 JKC-
nepTHOCThb. He TpebyiiTe OT COTpYTHHUKA «OBbITh HA BallleM YPOBHE» — 3TO HEBO3MOJKHO Ml HEYECTHO
10 OTHOIIIEHUIO K HeMy. BMECTO 3TOro CUCTEeMHO yCHJIMBAaiTE ero eIMHCTBEHHBIA PealbHbIi phlyar -
[TyOMHY SKCIIEPTHBIX 3HAHUI O IPOAYKTE, PIHKE U Kelicax KJIMeHToB. YeM riryOke MeHekep pa3ou-
paeTcsi B TEXHUYECKUX JIETANISIX, U(Pax BHITOIbI U MPUMEPaX KOHKYPEHTOB, TEM MEHBIIIE JUIsI KJTU-
€HTa B MOMEHTE MeperoBOPOB MMeeT 3HaueHue (popMaibHast pa3HUIIA B IOJDKHOCTSAX M KalTUTaslax.
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1. ArombioBa. «B2B sales playbook. PykoBoicTBO 110 mTpoyiakam CJIOKHBIX YCIIYT ¥ BHICTPAUBAHUIO CUCTEMBI AKTUBHBIX
MPO/IaX B MAJIOM U CpeJJHeM Ou3Hece»

I'naBa 3. YeCTHOCTH KaK HHCTPYMEHT
NPOJaK: 3aMpeT Ha «MPOAAXKy BO3yXa»

JIO:Kb — 3TO 0TJIOKE€HHBIN MPOBAaJI

Cawmpbiii 60JTBINON cOOMA3H /111 MEHelKepa Ha BCTpeye, KOria KIMEHT POCUT HEBO3MOKHOTO, -
cKazaTh: «/la, KOHEUHO, MBI 9TO MOXeM !», JTUIIb Obl 3aKPBITh cAeNKY. [TooGemmaTs UHTerparuio, KoTo-
poii Het. [TooGemarh CpoKH, KOTOpPbIe TEXHUYECKH HEBBIOIHUMBL. [Too0erars, 4To «Ipor3BOJICTBO
CHEJIaeT».

KaTteropnuecku 3anpemeHo NpoaaBaTh TO, Y€ro B MPOJIYKTe HeT.

Jloxb MOXKET MOMOYb TOJIBKO B OJIHOM — TTOJTYYUTh TOJIKCH MO JOroBopoM. Ho Kak TOJIbKO
AeN0 JOUIET JI0 pean3aiyu 0OeaHHOTO, OHa 0OEPHETCS MPOOJIeMaMH:
1. ZKécTkuit oTTOK. KiMeHT yieT, Kak ToIbKO MOMMET, 4To ero oomManysu. U yiiner e Tuxo.

2. Ypap no penyranuu. B B2B peiHku y3kue. [Jupekropa ofHON OTpaciav 3HaKOMBI MEXIY
co00ii, CUIAT B OTHUX YaTax ¥ BCTPEYAIOTCs Ha OHUX KOH(epeHIMsaX. HeraTMBHbIN OT3bIB OT OTHOTO
JIITP MOMEHTAJILHO pacXOIUTCA IO BCEMY €r0 KPYry.

3. ®dunaHcoBbIe NOTepU. KoMIaHus MOTPATUT pecypchl HA MHCTAJLTALMIO U 3aITYCK, 8 KJIMEHT
noTpedyeT BO3BpAT AEHET, YacTo CO ITPa(pHBIMU CAHKIMSIMU TI0 JI0TOBOPY.

4. BHyTpeHHss1 BoOiHA. [IpoM3BOICTBO M TEXHUYECKUI OTAE] BO3HEHABUIAT MEHEIKepa,
KOTOPBII TIPO/IaJl HEBBIIIOIHUMOE U TIEPEJIOKIIT TpodieMy Ha HUX (ToipoOHee — B riaBe 13).

Huxkorna He Oolitech cka3arh KIUEHTY: «Imozo ¢pyrkuuonana y Hac ceiiuac vem. Ho dasaiime
pazbepémcs, KaKyro UMEHHO OU3HeC-3a0auy bl Xomume SMuM peuums. BozmodicHo, mol 3axpoem eé
Opy2um cnocooom».

IMapaaokc 3KCNEPTHOCTH: CHJIA YeCTHOTO «MBbI 3TOro He ymMeeM»

BonbImMHCTBO MPOaaBLOB OOSTCS MPU3HATHCS B OTPaHMUEHHUSIX CBOEro rpoaykra. Ho mapagokc
B2B-npogax 3akimoyaercss B TOM, YTO Y€CTHOE MPU3HAHUE ITUX OrPaHUYEHHI MOXET paboTarh Ha
BaC CHJIbHEE, YeM TOMBITKA YOeIUTh KJIMeHTa B YHUBEPCATIbHOCTH PEIICHUSI.

Korga meHemxep CHOKOWHO CMOTPUT Ha KJIMEHTa W TOBOpUT: «Cmompume, om 3mu mpu
3a0auit HAWA CUCMeEMA 3aKpOoem UOednbHO. A 60m 3my cneuupuueckyro PYHKUUIO Mol He NOMmsi-
HeM, 30eCb Haut NPOOYKM 6aM He NoOooém», — TPOUCXOIUT Marvs. 3allUTHRINA Oapbep KJIMEeHTa
PYIIUTCS.

B 3TOT MOMEHT MeHekep MepecTaéT ObITh «BIIApUBATEIEM» W CTAHOBHUTCSI YECTHBIM JKCIIEP-
toM. Jloruka JIITP npenensHO npocta: «Ecau ox cam OmKpwimo 2060pun 00 02paHUMeHUsX, 3Hauum,
emy MOJCHO 008epsimb OonbULe, Uem nPooasyy, Yy Komopozo 6cé udeanvro» . KImeHT 3HaeT, uTo uje-
QJIBHBIX MTPOAYKTOB He ObiBaeT. [Ipogaselt, y KOTOPOro «BcE uieasibHO», BHI3bIBAET Mopo3peHue. I1po-
JaBell, KOTOPBI caM 0003HavYaeT I'PaHUIIbl, BHI3BIBAET JJOBEPHE.
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1. ArombioBa. «B2B sales playbook. PykoBoicTBO 110 mTpoyiakam CJIOKHBIX YCIIYT ¥ BHICTPAUBAHUIO CUCTEMBI AKTUBHBIX
MPO/IaX B MAJIOM U CpeJJHeM Ou3Hece»

Takas yecTHOCTb (POPMUPYET OTHOLIEHUS1, KOTOPBIE HE Pa3pyLIMTh CKUAKON KOHKypeHTa. K-
€HT HAYMHAET MPUCIYLIMBATECA K BaM HE Kak K IPOJaBLy, a Kak K He3aBUcMMOMY ayaurtopy. U
VIMEHHO 3TO JIOBEPUE B UTOI'E 3aKPBIBACT CHCIIKY.

Kak co3gaBath Bay-a3drcekT 6e3 oOMaHa

UroOBbl PeBOCXHUIIATH OKUIAHUS KIIMEHTA, He HY>KHO BbIJyMBIBATh HECYIIECTBYIOIINE (PYHK-
un. Hyx)HO MaHHaKaJbHO XOPOIIO 3HATH CBOIl MPOJYKT.

Cnabplil MeHeKep 3HaeT TOJMBKO 0a30Bble (PYHKUMM — Te, 4TO B mpe3eHTauuu. CHIIbHBII
MEHe/I)KEp 3HAET HEOUEBU/IHbIE BO3MOKHOCTH MPOAYKTa M yMeeT KOMOMHUPOBATh MX I0J HECTaH-
JapTHBIEC 33/1a4 OM3Heca.

OueHb 4acTo KJIIMEHT OCTPO HYKAAETCS B PELIEHNH, HO IaXe HE I0raJbIBacTCs, YTO Balll CTaH-
JAPTHBIM IPOYKT YK€ YMEET 3TO AenaTh. Vinn HykgaeTcs B HEM, HO HE 3HAET, I/Ie €10 KyIMTh. 3a1a4a
MeHe/I)kepa — HaWTH TAKMX KJIMEHTOB M MOKa3aTh UM TO, YETrO OHHM He BUJIEIH.

TIpumep. KIMeHT UILIET JOPOTOCTOSIIIYI0 CUCTEMY KOHTPOJISI KauecTBa pabOoThI OT/eNa IPOIaX.
Ero npo6ieMa — MeHeKepbl 3a0bIBAIOT NIepe3BAHMBATH KJIIMEHTaM, PYKOBOIMTENb HE BUIUT Peallb-
HYIO KapTUHY, a 4acTb 3asiBOK Tepsiercsl. BMecTo BHepeHUs OTAEIbHOW CHCTEMBI TITyOOKO 3HAlo-
U TIPOAYKT MEHEKEp IMpeJlaraeT UCIoib30BaTh BO3MOKHOCTH YK€ YCTAHOBJICHHOW OONIauHON
ATC u e€ unrerpauuio ¢ CRM. [IporyiieHHbIi 3BOHOK aBTOMAaTUYECKH CO3/1AET 3a/1a4y OTBETCTBEH-
HOMY COTPYIHUKY, a €CJIU TOT HE NIEPE3BAHMBAET B YCTAHOBJIIEHHOE BPEMS — YBEJOMJICHHE MTOJTy4aeT
pykoBoauTeb. KiMeHT nosryyaeT aBTOMaTu4ecK1ii KOHTPOJIb IOTEPSIHHBIX 0OpaIlieHNH €3 MOKYIKH
oTaeNbHON 1iaTdopMbl. M camoe TiiaBHOe — pellieHre padoTaeT 0e3 MOCTOSTHHOTO PYYHOTIO KOH-
Tpoiis co ctoponsl POIla.
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. AromnbroBa. «B2B sales playbook. PykoBoacTBo 1o nposakam CIIOKHBIX YCIIYT U BBICTPAMBAHHMIO CUCTEMBI AKTUBHBIX
MPOZIAK B MaJIOM U CpeTHEM OU3Hece»

KoHen 03HaKOMHUTEJIBHOT0 (pparmMeHra.

Texkcr npenocrasinen OO0 «JIutpec».

IIpounTaiiTe 3Ty KHUTY LIEJIMKOM, KYIMB II0OJHYIO JIETaJIbHYIO Bepcuio Ha JluTpec.

BesomnacHo onnatuTh KHUTY MOKHO OaHKOBCKOM Kaprtoit Visa, MasterCard, Maestro, co cuera
MOOWIIBHOTO TenepoHa, C TUIaTeKHOro tepMuHana, B catone MTC wm Cesi3Hoii, yepes PayPal,
WebMoney, fAunekc.densru, QIWI Komesnek, 60HyCHbIME KapTaMu WX APYTUM YIOOHBIM Bam crio-
coOom.
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