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KZSALESHUB SALESBOOK: 3KcnepTHbIU
Playbook no meTtogonoruamv B2B
npopgax

NpepgucnoBue

B pvHamuyHOM Mupe B2B npopax, roe KOHKYpPeHLMsi BbICOKAa, a MOKynaTenu
CTaHOBSITCA BCe bonee MHHOPMUPOBaAHHbBIMU N TpebOBATENbHbIMU, YCMEX 3aBUCUT He
TOMIbKO OT KayecTBa NPOAYKTa UM YCAYrn, HO U OT MAacTepPCTBA KOMaHAbl NMPodax.
MHTYWTMBHbLIA NOAXO4, OCHOBAHHbIN Ha Xapu3ame W ygaye, AaBHO YCTYNua MecTo
CUCTEMATUYECKUM,  MPOBEPEHHbIM  METOAONIOrMAM,  KOTOpble  MO3BOMSIOT
NpeacKasyeMo JOCTUraTb BbICOKMX Pe3y/ibTaToB.

KZSalesHub SalesBook: MeTtogonorum npopax — 3TO He NPOCTO PYKOBOACTBO, a
dnarmaHckui  IT-sales playbook, co3gaHHbIn 3kcnepTamu  KZSalesHub. Mol
CMCTEMATU3MPOBANM KIOYEBbIE MeTogonornmn, oT knaccmyeckux (SPIN, BANT) po
nepegoBbix (MEDDIC, Challenger Sale), 4To6bl npegocTaBuMTb BaM MPUKIALHOW
WHCTPYMEHTApUN [N HEeMeAsIeHHOro BHeApeHWss B MpPaKTUKy. Hawa uenb —
TpaHchoOpMUPOBaATL TEOPETMUYECKME 3HAHMS B CUCTEMHbBIM POCT Bawux B2B, SaaS u
Enterprise-cgenok.

Mbl rny60Ko y6exaeHbl, 4TO NpaBubHAs METOLO/IOMMS NPOAAX - 3TO PYHAAMEHT, Ha
KOTOPOM CTPOUTCS yCMELIHbIN KOMMepYecknin otgen. OHa obecneynBaert:

e CTpPYKTYypy M nocsiegoBaTe/lbHOCTb: YeTKNIM NnaH AeCTBMIA Ha KakgoM 3Tane
BOPOHKM MPOAax.

e [lpeackasyeMocTb: BO3MOXHOCTb MPOrHO3MpPOBaTh Pe3y/bTaThl M YNPaBAaTb

MMU.

e MacwTtabupyemocTtb: IhheKTMBHOE 06yYeHNE HOBbIX COTPYAHUKOB U
TUPAXMPOBAHMNE NTYYLINX MPAKTUK.

e 3ddekTUBHOCTb: ONTUMU3ALMS YCUTUIN U KOHLEHTPaLMS Ha Hanbonee
NepcrneKTUBHbIX CAeNKax.



e [podeccnoHanusm: MNosbllieHMEe YPOBHS KOMaHAbl U LOBEPUS CO CTOPOHDI
KMEHTOB.

B 3TOM KHUre Bbl HanpeTe:
e [leTanbHbl pa3bop KNOYEBbIX METOAOIOMMI C OO BSCHEHNEM UX MPUHLUMNOB U
TEXHUK.
e [IpaKTn4eckue NpuMepbl 1 KeNCbl U3 peanbHON NpaKTUKM B2B npopgax.

b B|/|3yaanb|e CXeMbl U gnarpamMmmbl, noMorawowme ny4yie noHATb KOHUENL NN,

® YeKk-nnUCTbl U WabnoHbl, FOTOBbIE K UCMOb30BaHUIO B Balienn CRM nnn
exegHeBHOM paborTe.

e PexkomeHpgauuu no Bbl60py N BHEOPEHUIO MGTO,D,OI'IOI'VIVI B Balllel KOMMNaHUN.

IdTa KHUra npegHasHavyeHa As WMPOKOro Kpyra CneumnanmcToB: OT MEHEA)XepPOB No
npofaxam 1 pyKoBoauTeNnen oTAen0B 0 KOMMEPYECKMX AMPEKTOPOB U BRaaenbLeB
6u3Heca. He3aBMCMMO OT Ballero OnbiTa M OTpPAc/Au, Bbl HalpeTe 3[4echb LeHHble
3HAHUS U MHCTPYMEHTbI A5 NoBblWeHNS 3P hEKTUBHOCTM BaLLMX MPOAAXK.

fnaBa 1. BBepgeHue B MeTOA010rMM NPOJaX

YTo TaKoe MeTog0/10rus Npopax U 3a4emM oHa Hy)XKHa?

MeTogonorunsi NpogaX — 3TO CTPYKTYPUPOBAHHbIN, MOBTOPSIEMbII NPOLECC, KOTOPbIN
onpegenseT, Kak Balla KOMaHAa B3aMMOAENCTBYET C MNOTEHUMANbHbIMU KINEHTaMK
Ha KaXoM 3Tane uMKia Npogax. 3To He NPOCTO HAabop NpaBu, a CTpaTErMYeCKui
dhpeliMBOpPK, KOTOpbIi obecneynBaeT eAnHoobpasue, MNpeacKkasyemMocTb W
MaclTabnupyeMoCcTb KOMMEPYECKOM AesTeNbHOCTY.

3ayem HYy)XHa MeTopo0norusa:
1. YnpaBneHue UMKNOM cAenKu: MeToaonorvs no3BosisieT pa3bnTb CNOXHbIN

npouecc Ha ynpaBnsgemble 3Tanbl, CHNXada HeonpeaeneHHOCTb.

2. 06y4yeHue 1 aganTaumsa: HoBble COTPYAHUKM BbICTpee OCBaMBaOT Nyyllne
NPaKTUKK, @ OMbITHbIE — NOY4alOT MHCTPYMEHT A/19 CaMOaHanmsa u
YAyYLLEeHUS.



3. MporHo3supoBaHue: YeTkne KpuTepum KBannudrKaumm n NpoaBUKEHUS CAENOK
MOBbILLIAT TOYHOCTb MPOTrHO30B NPOAAX.

4. CUHXPOHU3ALMSA C MAPKETUHIOM: EMHBIN A3bIK M NpoLIecC Npoaax
obecneynBatoT HeCLLIOBHYO Nepegavy NMa0B 1 06paTHYH CBA3b.

JBONIOLMA NOAXOA0B K NPoAaXaM: OT TPAH3aKLMN K MapTHEPCTBY

MicTopus npopax — 3TO UCTOpUSA Mnepexofa OT MPOCToro obMeHa ToBapamu K
CNIOXHbIM KOHCY/IbTaTUBHbIM OTHOLLIEHUSIM:

e TpaH3akuuoHHble npogaxu (Product-Centric): Pokyc Ha npoayKTe, ero
pyHKUMAX 1 LeHe. [pogasel, — NPOCTO NOCTaBLWMK nHbopMaumn. SPppeKTMBHO
A5 NPOCTbIX, HU3KOCTOUMMOCTHbIX MPOAYKTOB.

e KoHcynbTaTUBHbIE Npopaxu (Customer-Centric): dokyc Ha noTpebHOCTAX
KnueHTa. [pogaseL, 3agaeT BONPOChl, YTOObI MOHATbL NPO6AEMY 1 NPEAIOKUTD
pelleHune.

e CrpaTternyeckue/MapTHepckue npopgaxwm (Value-Centric): dokyc Ha busHec-
pe3ynbTaTax U J0IF0CPOYHOM LeHHOCTHY. MpogaBew, — 3KCNepT U
CTpaTerMyeckni NnapTHep, KOTOPbIA MOMOraeT KANEHTY YBUAETb HOBbIE
BO3MOXHOCTU. CoBpeMeHHble B2B 1 Enterprise-npogaxu TpebytoT UMeHHO
3TOro YpPOBHSI.

Ba)XHOCTb cMCTeMaTUYeCKOro nogxoga B coBpeMeHHbIX B2B
npopgaxax

B B2B IT-npoga)kax UMK CAENKM ANIMHHBIN, pelleHne NPUHMMaeTcst KoernanabHo, a
LeHa owunbkn BbicOKa. CuCTeMaTUYeCKMM noaxod — 3TO He POCKOLWb, a
HeobXoAUMOCTb:

“Cucrematmdeckuyi nogxosd rno3BOSIET MPEBPATUTL UCKYCCTBO MPOJAX B HAYKY,
rge pe3ybTatbl MOXXHO U3MEPUTh, IPOAHAIN3NPOBATE U YyHLLINTb.”

Kak BbI6paTb NpaBU/bHYIO METOA0/I0MUI0 AN Bawero 6usHeca?

BbI6Op 3aBUCUT OT HECKONbKUX (haKTOPOB:



TpaH3aKuUuoOHHbIe npogaXxu CroXHble NPoAaAXuU

daKTo .

P (SMB) (Enterprise, Saa$)
CNOXXHOCTb NpogyKTa Huskasa/CpegHsia Bblcokas, TpebyeT MHTerpauum
Uukn cpenkn KopoTkuii (gHW/Hegenn) ANunHHBIN (Mecsubl/roabl)
CpeaHui yek Huskum Bbicokui
Konuyectso /NP 1-2 5+ cTenkxongepos
PekomeHpayemble MEDDIC, Challenger Sale,

BANT, SPIN . .
mMeToponoruu Solution Selling

MnaBa 2. SPIN-npoaaxu: UCKycCTBO NpaBU/IbHbIX
BOMNPOCOB

UcTtopusa: TllpeacraBbTe, 4TO Bbl — nMpogasel, CcnoXxHoro IT-peweHus. Bbl
BCTPeYaeTeCb C K/MEHTOM, KOTOPbIA KaXXeTCsl 3aMHTepPecoBaHHbIM, HO MOCTOSIHHO
YXOAMUT OT KOHKPETMKM. Bbl HaunMHaeTe paccKasbiBaTb O (hYHKLMAX BalLero nNpoayKTa,
0 ero nNpenmMyLecTBax, Ho BUAUTE, KaK B3rNAg KIneHTa TyCKHeeT. B KOHLe BCTpeyu OH
BEXMBO roBopuT: “Cnacnbo, Mbl nogymaem”. 3HakoMast CUTyaumnsa? 3To MPONUCXOAMT,
Korga npopgasel, hoKyCMpyeTcsl Ha CBOEM MPOAYKTe, a He Ha Npobneme KnneHTa.

Metogonorusi SPIN — 3To He npocTo Habop BONPOCOB, 3TO CMEHA MapagurMbl: oT
MOHO/MIOra O MPOAYKTE K Auanory o 6usHece KnvMeHTa. ITO WCKYCCTBO 3afaBaTb
BOMPOCbI, KOTOPble 3acCTaBASOT K/AMEHTa CaMOro O0CO3HaTb MacwTab cBoew
npobsiembl M LEHHOCTb BaLLEro peLeHus.

dunococdusa SPIN: pokyc Ha npobnemax KNneHTa

SPIN (Situation, Problem, Implication, Need-Payoff) — 3To0 nocnepgoBaTenbHOCTb
BONPOCOB, pa3paboTaHHas H1ioM PakxaMoM, 4TOObl MOMOYb NPOAABLAM B KPYMHbIX
coenkax. Llenb — He NpocTo BbISBUTb NOTPEOHOCTb, @ Pa3BUTb €€, NOKa3aB KMEHTY
nocneacTems 6e3nencTBUS U LLEHHOCTb BALLEro pPeLleHus.



[leTanbHbi pa36op YyeTbipex TUNOB Bonpocos (S, P, I, N)

Tun Bonpoca

Situation
(CuTyaLMOHHbIe)

Problem
(MpobnemHbie)

Implication
(U3Bnekatowme/
PasBuBatoLme)

Need-Payoff
(Hanpasnstowme/
LleHHOCTHbIE)

Ha3HauyeHue

Cbop haKTOB O TeKyLLeln cuTyaumm

KnneHTa. Ucnonb3yiTe
3KOHOMHO!

BbisiBNeHVe KOHKPETHbIX Npobiem,

CNIOXHOCTEeN unu
Hey[0BNETBOPEHHOCTMN.

YcuneHuve 60nu KNUeHTa,
AEMOHCTpaLMs NoceacTBUN
npo6nembi. CaMble Ba)kHble B
KPYMHbIX CesKax.

®OKYCMpPOBKa Ha LLEHHOCTH
peLleHus, nepeBog npobnemsl B
BbIFOY.

MpakTuka IT-npogax: SPIN-npoga)xu

NMpumep Bonpoca

“Kakyto CRM-cuctemy Bbl
cenyac ucnonbsyerte?”

“Kakue CNoXHOCTU
BO3HMKAIOT MPU MHTErpauum
3T1on CRM c Bawum ERP?”

“KaK 3Tu CNOXHOCTU C
MHTerpaumen BAMSIOT Ha
CKOPOCTb BbICTaBNEHUS
CYETOB U1, KaK cieacTeune, Ha
[AEHEXHbIN NOTOK?”

“Ecnu 6bl Mbl MOFIM COKPATUTb
BPEMS BbICTAB/NEHNS CHETOB
Ha 50%, KaK 3TO NOBNUANO bl
Ha paboTy BalLero
(rHaHcoBoro otaena?”

Mpumep: Mpogaxka 061a4HOTO peLleHUs 418 XPaHEHNUS JaHHbIX.



Tun Bonpoc Lenb

“CKonbKo OAHHbIX Bbl XPaHUTE JTOKAJ/IbHO U KaKo Yy Bac cenyac  YCTaHOBUTL

S . o
npoBalngep pe3epBHOro KonMposaHua?” TEKYLNN KOHTEKCT.
“CTankmBaeTech /N Bbl C 3aePXKKaMM NMPY BOCCTAHOB/IEHUM BbIsiBUTb

P AAHHBIX, 1 HACKONBKO C/TOXEH NPOLLecC MacliTabupoBaHus TEXHNYECKYHO
XpaHununwa?” npobnewmy.

“Ecnu maclwtabupoBaHue 3aHUMAET 3 HefleNu, a BaM HYXXHO

o Pa3BuTb Npobnemy

: 3anyCcTUTb HOBbIN NMPOEKT Yepes Hefento, Kak 3TO BAUSIET HA 6
[0 6usHec-
CPOKMW BbIXOAa NPOAYKTA Ha PbIHOK 1 Bally .
R nocnepcTBUN.

KOHKYPEHTOCNOCOBHOCTL?
“Ecnu 6bl BbI MOrIM MacwTabrpoBaTh XpaHuamLe 3a 1 yac, MonyuynTb cornacme

N 4TO NO3BONJIO bl BaM 3aMycKaTb HOBblE MPOEKTbI 6e3 Ha LLeHHOCTb
3aepXeK, 370 6bin0 Obl LLeHHO Ans Bawero 6usHeca?” pelleHus.

TunnyHas ownbka B B2B IT-npopgaax

Owwubka: YpesmepHoe yBneyeHne CUTyaLMOHHbIMK BONpocamu (S) B Havane umkna.
B B2B IT-npopgaxax KnMeHT 4YacTto yxe npowen 60-70% nyTu nokynatens u 3HaeT
CBOO Npobnemy.

Kak ns6exartb: He TpaTbTe Bpemsi Ha cbop obwegoctynHon nHdopmaumm. HauyHuTe ¢
MpobnemHbix BoMpocoB (P), OCHOBaHHbIX Ha MNpeaBapUTENbHOM KCCAeA0BaHUM
(Hanpumep, “Mbl 3aMeTWUIN, YTO Balla KOMaHAA ucnonb3yet Legacy System X. Kakue
CNOXHOCTU 3TO CO3faeT [N MHTerpauuMmM ¢ coBpeMeHHbiMu API?”). 370
OEMOHCTPUPYET 3KCMEPTHOCTb WM Cpasy MNepeBOAUT pPas3roBOp B MPUKIAAHYHO
NIOCKOCTb.

Mmaea 3. BANT: BbicTpas kBanudukauusa nugos

UcTopus: Bbl noTpatnnm Hepgenu Ha NpopaboTKy caefku, NpoBenv npe3eHTauuto,
MONYYUAN NONOXKMNTENBHbBIA OTKAWK, HO B MOCNEAHUA MOMEHT KAMEHT “3aBUC” UK
BoBCe ucye3. MpuynHa? Bbl npogaBanu He TOMY YeslOBEKY, He B TO BpeMms, W,
BO3MOXHO, He TO, YTO EMY HYXHO.



BANT — 370 Balw nepBbii U caMbl BbICTPbIA DUABLTP. 3TO HE NPOCTO OMPOCHMUK, a
MHCTPYMEHT, KOTOPbIN N03BONsIET CHOKYCUPOBATb AparoLeHHOe BPeMS U peCcypcbl Ha
cOenKkax, KoTopble AeUCTBUTENBHO MOTryT ObITb 3aKpbiThl. B Mupe B2B IT, rge umkn
COENKN MOXET [AANTbCA Mecsauamu, KBanudbukauums — 3TO He POCKOLWb, a
HEeobXxoanMOCTb.

OcCHOBHble KOMNOHEeHTbl BANT

BANT — 3To ab6peBmatypa, KoTopas OnpeaensieT 4YeTblpe KAK4YeBbIX 3/1EMEHTA,
HeobxoauMMbIx ana KBanudbuKkaumm nuaa:

e Budget (brog)xeT): ECTb N1 y KNMEHTA BbleNEHHbIN OO4XKET Ha pelleHne
npo6nembi?

e Authority (MonHomouuns): O6WwaemMcs A1 Mbl C ANLOM, MPUHUMAOLLUM pPeLEHME
(INP), nnu c TeM, KTO MOXET NOB/INSATb HAa HEero?

e Need (MoTpebHOCTB): ECTb NNy KNMEHTa YeTKO CPOpMYyTMPOBaAHHAS
NOTPeBHOCTb, KOTOPYHO MOXET PeLnTb Hal NpoayKT/ycayra?

e Timeline (Cpokun): Korga KNMeHT niaHMpyeT NPUHSTb pelleHne 1 BHEAPUTb
peweHne?

ﬂpeumymeCTBa N orpaHn4YeHusa

MpeumMywecTea OrpaHuyeHus

CkopocTb: Mo3BoNSET 6bICTPO OTCeATb  MOBEPXHOCTHOCTb: He y4YMTbIBaeT CIOXKHOCTb

HeKBannM@ULMpPOBaHHbIE b Enterprise-cgenok.
MpocToTa: /lerko BHeppseTca v doKyc Ha npopasue: Bonpockl 4acTo 3By4aT
obyuaetcs. KaK Jonpoc, a He KOHCYNbTauus.

YcTapeBaHue: B coBpemeHHbIX B2B-npogaxax
MpuMeHUMoCTb: VigeanbHO noaxoanT

6rIKET N NOTPEOHOCTL YacTo popMuMpyOTCA B
AN TPAaH3aKLUMOHHBIX 1 SMB-npogax.

npouecce obueHus.

MpakTuka IT-npogax: BANT

YTo6bl M36exaTb ouwylleHus “gonpoca”, WHTerpupymTe 3TW  BOMPOCHI B
KOHCY/IbTaTUBHbIN ANANOT.



Mpumep: Mpogaxa cuctembl ynpaBneHus npoektamm (CRM/ERP).
1. Budget: “Hawwu peweHns HaynHawoTCcs OT N ThICAY YCNOBHbBIX €4UHUL, B rOf,
BnucbiBaeTCs 11 3TO B BaluM NpeaBapuUTeNibHble PAaMKX MHBECTULMIA?”

2. Authority: “lMomuMo Bac, KTo eLle byaeT y4acTBoBaTb B GDUHAIBHOM peLleHUN O
BbI6OpE NOCTaBLUMKaA M yTBEPXKAEHUM bropkeTa?”

3. Need: “Kakyto kntoyeByto NpobaemMy Bbl XOTUTE PELINTbL C MOMOLLbIO HOBOW
cuctembl? KakoBbl NOCNEACTBUS, €CNM Bbl HE pelunTe ee B bamxkaniumve 6
mecaueB?”

4. Timeline: “Ecin Mbl HAYHEM NUNOTHbIV NPOEKT B CIeAYHOLLIEM MecsaLe, KOraa Bbl
niaHupyeTe 3aBepPLLNTb BHEAPEHME U Ha4YaTb NoAyYaTb Bbirogy?”

Kak npumeHsaTb B Enterprise

B Enterprise-npogaxax BANT cnegyeT Mcnosb3oBaTb KakK NEPBUYHbIN DUABTP, HO
[ONONHATL ero 6bonee rnyboknmn metogonorusmm (Hanpumep, MEDDIC).

e PacwwupeHune Authority: Bcerga nwmute Heckonbko JIMP v nuy, BAMaOWMX Ha
pelleHune.

e nbkocTb Budget: BromxeT MOXeT ObITb CHOPMUPOBAH, EC/IM Bbl JOKAXKETE
[0CTaTOYHYHO LeHHocTb (Value-Based Selling).

e Mopudukaumumn: icnonb3ynte BANT-C (BANT + Consequences) nnn BANT-R
(BANT + Risk) gnst 6onee rnybokon kBanudbunkaymu.

naea 4. MEDDIC: MeTtoponorusa gna cnoxXxHoix B2B
npopax

Uctopusa: KpynHas Enterprise-coenka. [ecsiTKM CTEWKXONLEPOB, MNOAUTUYECKUE
Urpbl, HesICHble KpuTepuu BbIGOpa W MOCTOSIHHOE OlUyleHNe, 4YTO Bbl He
KOHTponupyeTte npouecc. MEDDIC 6bina co3gaHa MMeHHO Asi Takux cuTyauui. 3710
He MPOCTO METOAO0MOrnNs, 3TO CUCTEMA YMNPaBNEHUS CNOXHOW CAENKON, KoTopas
npeBpalLaeT XxaoC B CTPYKTYPUPOBaHHbIN, Npefckasyemblii npouecc. OHa 3acTaBnseT
BaC BbITM 32 paMKu ob6leHMa ¢ “YeMnmMoHOM” M MOHATb, KTO Ha CaMoOM fene
NMPUHUMAET 3KOHOMUYECKOE pelleHMe, KaKOBbl TOYHbIE KPUTEPUWU BblbOpa U Kak



BbIFNAAUT BHYTPEHHUI NPOLECC 3aKyMnKWU. ITO METOA0N0rMa gnsa Tex, KTo npogaet
peLleHuns, a He NPOAYKTbI.

OcHOBHble KoMnoHeHTbl MEDDIC

MEDDIC — 370 hpelMBOpPK AN1s KBaNndrKaunum n ynpaBneHns CnoXxHboiMn Enterprise-
CcAenKamu:

e Metrics (MeTpuku): KonmyectBeHHas oLleHKa 3KOHOMUYECKOW BbIroAbl OT
pelenuns.

e Economic Buyer (3koHoMMueckumin [okynaTenb): /1Mo, KoTopoe nMeeT
NOMIHOMOYMSA 0f006PUTL BblENEeHME CPeacTB.

e Decision Criteria (Kputepun Pewwenus): dopmanbHble n HepopManbHblie
KpUTEpUM, No KOTOPbIM ByaeT BblbMpaTbCsA NOCTaBLYMK.

e Decision Process (Mpouecc PewweHns): 3Tanbl, KOTOPblie NPOXOAUT CAeNKa
BHYTPM KOMMaHUW K/IMEHTa, BK/0Yas topuanyeckme n prHaHCoBbIe
npoueaypbl.

e |dentify Pain (MgeHTUdnKayma bonn): YHeTkoe NOHNUMaAHNE KTHOYEBON
npobsiembl, KOTOPYHO peLLaeT Balle NpeaoxeHme.

e Champion (HeMn1OH): BHYyTPEeHHUIN CTOPOHHUK, KOTOPbI aKTUBHO NpoaBUraeT
BaLLly CAENKY.

HpeumymeCTBa N orpaHn4yYeHunsa
MNpenmywecrea OrpaHuyeHus

CTpyKTypa: MgeansHo nogxoauT ans

. Bpems: TpebyeT 3HaYNTENbHbIX BPEMEHHbIX
CNIOXHbIX, MHOFOYpOBHEBbIX Enterprise-
3aTpaT Ha cbop nHpopmMayum.

COEnNoK.

KoHTponb: ObecneynBaeT BbICOKUI

HenpumeHnMoOCTb: 36bITOYEH AN NPOCTHIX,
YPOBEHb KOHTPO/1S1 Haf, NPOL,EeccoM

TPaH3aKUMOHHbIX NPOgax.
npogax.

3aBUCMMOCTb: I HEKTUBHOCTb CUTBHO
MporHo3: MoBbIWaeT TOYHOCTb

3aBMCUT OT JOCTYNa K K/TIOYEBbIM
NMPOrHO3MpPOBaHMS NPOJAXK. .
CTENKXONAepam.



MpakTuka IT-npogax: MEDDIC
Mpumep: Mpopaaxa kpynHou ERP-cuctemsl.
1. Metrics: “Ha ckonbKo NpOLLEHTOB CHU3MTCS ONepaLMOHHast CTOMMOCTb 3a CHET

aBToMaTu3auum? Kakos oxungaemoliin ROl B TeyeHune 18 mecaues?”

2. Economic Buyer: “KTo B KOHEYHOM UTOre NOANULLET YeK Ha cymmy Ao N
MWUJIIMOHOB YC/TIOBHbIX eanHuL? KakoBbl €ro KntoyeBble bU3HeC-NpuopuTeThl Ha
3TOT KBapTan?”

3. Decision Criteria: “Kakune Tpu knto4eBbix (pakTopa 6yayT peLuaroLwmmMm npu
Bbl6GOpe Mexay HaMu 1 KOHKYpeHTOM? EcTb in'y Bac hopManbHbIli JOKYMEHT C
KpUTEpPUSIMU OLEHKN?”

4, Decision Process: “KakoBbl 3Tanbl BHYyTPEHHErO 0gobpeHmns brogxeTa u
topuamyeckon npoepkn? CKONbKO BpeMEHW 3aHMMaeT Kaxabi aTan?”

5. Identify Pain: “KakoBa CTOMMOCTb TEKYLMX PYYHbIX MPOLECCOB A1 BaLLEro
6u3Heca? Kak aTa npobaema BAMSET Ha CTpaTermyeckune Lennm komnaHmm?”

6. Champion: “KTo 13 Baluen kKoMaHabl FOTOB aKTUBHO MOMOraTb HaM B
NPOABMXEHUM CAENKM W BbICTYMaTb B Haly NOAAEPXKKY nepeq pyKkoBoacTBom?”

Kak npumeHsaTb B Enterprise

B Enterprise-caenkax MEDDIC — 3To He npocTo KBanuduKauus, a CTpaTernyecKui
NAaH ynpaB/ieHUs CAENTKON.

e Decision Process: YeTKO JOKyMeEHTUPYNTE 1 BepUdULUPYNUTE KpUTEPUH
BbI6GOpa 1 3Tanbl NpoLecca NPUHATUS PeLIeHNS.

e Stakeholder Mapping: Vicnonb3yinTe KapTy cTerikxongepos 41s Bu3yanmsaumm
BCEX YH4ACTHUKOB U UX BAUAHUS.

e Champion: NpeBpaTnTe YeMnroHa B CBOEro BHYTPEHHErO areHTa BNSHUS,
KOTOpbIN ByaeT NnpoaBMraTh CAEKY Ha BCEX YPOBHSX.

naBa 5. Challenger Sale: Kak 6pocuTb BbI30B KJINEHTY

UcTtopusa: B 3noxy, Korga K/AWMEHTbl WUMEKT AOoCTyn K nwbon uHbopmauuu,
TPAAULMOHHBIN “OTHOLWEHYECKMIN” NPOAABEL, TEPSET CBOK aKTyaslbHOCTb. KnneHTy



He HYXeH ApYr, EMY HY)XeH 3KCMepT, KOTOPbIA MOKaXXeT eMy HOBOe BUAEHUE €ero
busHeca.

Challenger Sale — 3710 mMeTogONOrMS, KOTOpPAsl Y4MUT BAC He NMPOCTO YAOBNETBOPATH
noTpebHOCTH, a co3paBaTb UX, 6pocas BbI30B CTAaTyC-KBO K/MEHTa. ITO Npo TO, Kak
CTaTb He MPOCTO MOCTABLMKOM, @ CTPATErMYECKMM NapTHEPOM, KOTOPbIA NPUHOCUT
YHUKANbHble MHCANTbl U NMOMOTAeT K/AWEHTY YBUAETb CKPbITble BO3MOXHOCTU WM
yrpo3bl. 3TO NoAX0A A5 MPOAABLOB, KOTOPbIE XOTAT ObITb MAepaMu, a He NPOCTo
NCNONHUTENAMMN.

OcHoBHble komnoHeHTbl Challenger Sale
Challenger Sale ocHOBaH Ha Tpex KNKYeBbIX NPUHLUMMAX:
e Teach (O6yu4atb): MpenocTaBnsaTb KIMEHTY YHUKabHbIE MHCANTbI O €ro

6VI3H€C€, KOTOpPblE€ OH HE 3HaJ1 N1 HE OCO3HaBarl.

e Tailor (AganTupoBaTtb): AganTnpoBaTb CO06LIEHME NOA KOHKPETHOMO
cTenkxonpepa, GoKycmpysicb Ha ero hyHKLUMOHaNbHbIX U TUYHbIX LENSsIX.

e Take Control (B3aTb nop, KOHTPOJb): YNpaBnsTh NPOLLECCOM NPOAaX, He 60sCh
6pPOCUTb BbI3OB KIIMEHTY M €ro yCTapeBLINM NpeAcTaBleHUAM.

ﬂpeumymeCTBa N orpaHn4YeHusa

MpeumywecTBa OrpaHu4eHus

Co3spgaHue cnpoca: Mo3BonsieT co3gaBaTb TpeboBaTenbHOCTb: TpebyeT BbICOKOIO
HOBble BO3MOXHOCTMU, @ HE TOJIbKO YPOBHS 3KCMNEPTHOCTU 1 BU3HeC-
pearmpoBaTb Ha CyLLECTBYHOLLME. MHTeNNeKTa OT NpoAaBLa.

Bbicokas Mapxa: CHMXaeT LeHoBOE Puck: HenpaBuabHO NOJaHHbIN MHCANT
[ABNEHNE, TAK KaK KNIMEHT NOKyMaeT MOXXET BbI3BaTb OTTOPXEHME UK
YHUKaNbHbIV UHCAWT. KOHMANKT.

CrtpaTternyeckoe napTHepcCTBO:
HenpumeHumocTb: He nogxoauT gns
[Mo3uumoHupyeT nNpoaasLa Kak
TPAH3aKUMOHHbIX MPOAAX C HU3KUM YEKOM.
CTpaTern4yeckoro napTHepa.



MpakTuka IT-npogax: Challenger Sale
Mpumep: Npogaxka nnatgopmbl gns DevOps.

1. Teach (O6y4eHue): “BoNbLUMHCTBO HALLMX KIMEHTOB AyMaloT, YTO UX Npobnema
B CKOPOCTW pa3BepTbiBaHMS, HO Ha CAMOM fiefle, OCHOBHAsi CTOMMOCTb — 3TO
BPeMSsl, KOTOPOE BbICOKOOMIaYMBaEMblE NHXXEHEPbI TPATAT HA PyYHOe
yCTpaHeHne oWnboK. Mbl 06HAPYXMIK, 4TO KOMMAHWM, KOTOPbIE NepexoasT Ha
Hawy nnaTdopMy, COKpaLLaoT 3To BpeMs Ha 40%, YTO IKBUBANEHTHO Hanmy 5
AOMONHUTENbHbIX MHXeHepoB.” (MpegocTaBneHne NHcamTa).

2. Tailor (ApanTaums): O6cyxpas ¢ CTO, hoKycnpoBaTbCs Ha pUCKax
6e3onacHOCTM 1 TexHnyeckom pgonre. 06cyxpaas ¢ CFO, pokycuposaTbes Ha ROI
n cHuxeHunun TCO.

3. Take Control (B3siTue KoHTpoAnA): “4T06bI Mbl MOV FAPAHTUPOBATL 3TU
pe3ynbTaThbl, HAM HYXXHO, Y4TOObI Bbl MPUHSANMN PELUEHNE O MUIOTHOM NMPOEKTE A0
KOHLa KBapTana. 3To NO3BOJINT HAM HaYyaTb MHTErpaumnto 4o NMKOBOIo Ce30Ha U
n3bexartb 3apgepxek.”

Kak npumeHsaTb B Enterprise

e Mobunusauyusa: dokycupyritecb Ha Mobunusaropax (Mobilizers) BHyTpu
KOMMNaHWN KIMEHTA — TeX, KTO FOTOB NPOABUIaTb U3MEHEHMS.

e Kommepueckoe O6yuyeHue: PazpaboTaite Kommepuyeckoe ObyuyeHue
(Commercial Teaching) — cTpyKTyp1pOBaHHbIV pacCcKas, KOTOpPbIV BegeT
K/IMEHTa OT MHCAWTA K BalLEMY peLLEHUIO.

maBa 6. Solution Selling n npuknagHblie npopga)u

UcTopums: B Havane 2000-x rogoB CTano 04EBMAHO, YTO NMPOCTO NPOAaBaTh “KOPOOKKN”
U “nnuuensnmn” 6onblie He paboTaeT. KnueHTbl TpeboBanu, 4Tobbl NPOAYKT peLlan
X KOHKpeTHble bu3Hec-3agaun. Tak pogunace koHuenuus Solution Selling. 310 He
NPOCTO NPOAAXa, a NPoLLEeCcc, B KOTOPOM NPOAABEL, BbICTYNAET B POJIN KOHCY/IbTAHTA,
nomoras KnmeHTy copmMynmpoBaTb NpobsiemMy 1 co3aatb BUAEHUE ee pelleHus. B IT-
npofaxax 3TO O3HayaeT nepexog OT npofjaxu YHKUMOHANa K Mpojaxe
TpaHcdhopmaumm busHeca.



OcHoBHble koMnoHeHTbl Solution Selling
Solution Selling dhokycnpyeTcs Ha Npogaxe peleHmns, a He NpoayKTa:
e [lnarHoctuka: nyb6okoe noHMMaHue 61u3Hec-Npobnem KNneHTa Yepes

KOHCY/1bTaTUBHbIE BOMPOCHI.

e Co3paHue BupgeHus: CoBMecTHasi pa3paboTKa BUAEHUS TOr0, KaK pelleHne
N3MEHUT BU3HEC KNMEHTa.

e CornacoBaHue LleHHoCTU: YeTKoe onpepenerne ROl v opyrux Boirod, Kotopble
NMPUHECET peLleHme.

e YnpaBneHue lNMpoueccom: CONnpoBOXAEHME KTMEHTA YePE3 CNIOXHbIN NPOLLECC
NPUHATUSA peLLEeHNS.

MpenmyLecTBa U OrpaHNYeHUs

MNpenmyuiecrtea OrpaHuyeHus

Bbicokas Mapika: [103BONSieT NpojaBaThb CnoXHOCTb: TpebyeT BbICOKOro YPOBHS
KOMMMIEKCHble, AOPOrMe peleHmns. 3KCMepTU3bl U 3HAHUI OTPACN.
NosinbHOCTb: CTPOUT [ONTOCPOYHbIE, Bpems: LInkn caenkm MoXeT 6bITb 04EHb
NapTHEPCKME OTHOLWEHUS C KIMEHTOM. AONTNM.

OnddepeHymnauua: OtaenseT Bac oT Puck: Ecnn npobnema KnvMeHTa HEBEpPHO
KOHKYPEHTOB, MPOAAILLMX TONBKO “dunyun’. AVarHOCTMPOBAHa, BCS CAefKa Nof yrpo30Mm.

MpakTuka IT-npopax: Solution Selling
Mpumep: Mpogaxa ycnyr no umudpoBor TpaHchopmauuu.

1. AnarHocTuka: “Ecnm 66l Bbl MOTIM YCTPAHUTbL OAHY camyto 60nbLyto Npobnemy
B BalLeM OnepaLyoHHOM npoLecce, 4To 6bl 3TO HbIN0 M KaK 3TO BUSIET HA Bally
npnbbINb?”

2. Co3zpaHune BupgeHus: “Hawwe peleHmne NnO3BOANUT BaM COKPAaTUTb BpeMS BbIXoa
Ha pbIHOK HOBOIO NPOAYKTa C 6 MecsaLeB [0 6 Hefenb. [lpegcrtaBbTe, YTO 3TO
3HAYMT AN Balwen KOHKYPEHTOCNOCOOHOCTI.”

3. CornacoBaHue LleHHOCTU: “Mbl OXXnaaem, 4to ROl oT BHegpeHuns cocTaBuT
250% B TeyeHMne 18 MecaLEeB 3a CHET CHMKEHUS PYYHbIX ONepaLui n



NOBbIWEHNS TOYHOCTU AAHHbIX.”

Kak npumeHsaTb B Enterprise

e MHoroypoBHeBas [juarHocTuka: [poBoaMTe ANArHOCTUKY Ha Pa3HbIX YPOBHSIX
(onepaLMOHHOM, TaKTUYECKOM, CTPATErMYeCKOM), 4HToObl COBpaThb MOMHYHO
KapTuHy “6onn”.

e [lokymeHTMpoBaHue: Co3gaBalniTe NOAPOOHbIE JOKYMEHTbI MO COMTAaCOBaHUIO
BuaeHus (Vision Alignment Documents), KoTopble ClyXaT BHYTPEHHUM
MHCTPYMEHTOM K/IMEHTa A1 060CHOBaHMS MOKYMKW.

maBa 7. Value-Based Selling: ®oKyc Ha LLeHHOCTH

UcTopus: Bbl caenanu bnectaulyto npeseHTaumio, KIMeHT B BOoCcTopre oT Bauwero IT-
peLleHmns, HO Korga feno AoXoAuT A0 LeHbl, OH roBopuT: “CanwkomM goporo”. B aToT
MOMEHT Bbl MOHMMaeTe, YTO He CMOIN AOHECTU UCTUHHYIO LLEeHHOCTb.

Value-Based Selling (VBS) — 370 oTBeT Ha Bonpoc “lMoYeMy 3TO CTOMT CTO/bKO?”. 3TO
MeTOZ4O/Iornsl, KoTopas TpebyeT OT NpoAaBLa YMEHUS KOJIMYECTBEHHO OLLEHUTH
Bbiroabl Ans knneHta (ROI, TCO) n cBsizaTb ux c ueHou. B B2B IT-npogaxax, rae
NHBECTULMU UCHNCNATCS MUNTIMOHAMM, CNOCOBHOCTL JOKa3aTb, YTO Balle peLleHune
npuHeceT 6onblle, YeM CTOUT, SIBASIETCA KOYEBbIM HABbIKOM. JTO Nepexop oT
“CKONTIbKO 3TO CTOUT” K “CKONbKO Bbl 3apaboTaeTe/CIKOHOMMUTE”,

OcHoBHble KOMNOHeHTbI Value-Based Selling

VBS doKycumpyeTcs Ha [EeMOHCTpauMn M KOMMYECTBEHHOW OLEHKe LEHHOCTH,
KOTOPYIO KIIMEHT MONYYUT OT peLleHns:

e NpeHTudukauma LLeHHocTn: NoHNUMaHME, YTO UMEHHO KIIMEHT UEeHUT
((bmHaHCcoBas BbIroga, CHMKEHWE pUCKa, NoBblleHMe 3 HEKTUBHOCTH).

e KBaHTudukauusa LleHHocTu: MepeBopd LEHHOCTU B U3MepUMble (PUHAHCOBbIE
nokasatenu (ROI, TCO, NPV).

¢ [Ipe3eHTauus LleHHocTU: CTPYKTYypUpOBaHHOE NpeacTaBieHne LeHHOCTH,
KOTOpOEe OMNpaBAblBaAET LEHY.



MpenmywecTBa U orpaHUYeHus

Mpenmyuiectea OrpaHunyeHus

OnpaspgaHue LleHbl: CHMKaAET LLeHOBOE

CnoXHoCTb: TpebyeT rnyboKoro NOHMMaHUS
AaBneHune, Tak Kak LeHa COOTHOCUTCSA C
. (brHaHCOB KNMeHTa 1 ero busHec-mopenu.
BbIFOA0MW.
YBenunyeHue Yeka: llossonsger npogasaTtb Bpemsi: C6op gaHHbIX 4151 TOYHOMN
6onee goporuve, Ho bonee LeHHbIE KBaHTUUKALNYM LEHHOCTM MOXET 3aHATb

peweHunA. MHOIo BpeMeHN.

KoHKypeHTHOe MpenMyLLecTBO:

o Puck: Ecnm pacyeTbl LEHHOCTU HETOYHBI,
MepeBoauT pasroBop ¢ “pury” Ha “6usHec-

. A0BEpUE K/IMEHTA MOXET HbITb NOZOPBAHO.
pe3ynbTaThbl”.

MpakTuka IT-npogax: Value-Based Selling
Mpumep: NMpogaxa cnuctembl KN6epbe3onacHOCTL.

1. UpgeHTudukauma LleHHocTH: “KakoBa CTOMMOCTb NPOCTOS CUCTEMbI B Yac A8
Bawero 6u3Heca? KakoBa BeposiTHOCTb KMbepaTaku B cnepytolem rogy?”

2. KeaHTudumkauyusa LleHHocTu: “Halwe pelweHne CHMKaeT pUCK NpocTos,
BbI3BAHHOIO aTakomn, ¢ 20% [0 2%. Mpu ctoumocTn npoctos B 50 000 yCNOBHbIX
equMHUL, B Yac, Mbl 3KOHOMKUM BaMm A0 900 000 ycnoBHbIX eguUHUL, MOTEHLMANbHbIX
noTtepb B rog,.”

3. Npe3eHTauusa LeHHocTu: Co3paHne “OT4eTa o LleHHocTn” (Value Assessment
Report), KOTOPbIM YETKO NOKa3bIBAET, YTO MHBECTULMN B X YCNIOBHbIX €AMHNL
NpUHeCYT Y YCNOBHbIX €4MHUL, BbIFOAbI.

maBa 8. Account-Based Selling (ABS): Mpopaxu
K/II0OMeBbIM K/IMeHTaMm

UcTtopusa: B Enterprise-npogaxax 80% pgoxopa 4acto npuxoantcs Ha 20% KAMEHTOB.
Account-Based Selling (ABS) — 23To cTpaTerus, KoTopas nepeBOpayMBaeT
TPaAMLMNOHHY BOPOHKY Npofax. BMecTo Toro 4tobbl reHepupoBaTb ThICSIYM NUAOB,
ABS coKycupyeTcsi Ha OrpaHMYE€HHOM CMUCKE CTpATermyecKn BaXKHbIX aKKayHTOB.



3To He npocto “paboTa C KAOYEBbIMU KAMEHTAMWU”, @ CKOOPAMHUPOBAHHAS,

NMepcoHanM3npoOBaHHAs KaMMaHWUs, B KOTOPOM MApPKEeTUHT 1 NpogaXxu paboTatoT Kak

efnHoe Lenoe.

OCHOBHble KOMNOHEHTbl ABS

ABS — 2370 cTpaTterusi, Tpebyolwass BbICOKOM CTENeHW mnepcoHanmsaumm wu

KOOpANHaLNK:

e UNpeHTudumkaumsa: Bbibop orpaHMYE€HHOrO CMMCKa CTPATErMYECKM BaXKHbIX

aKkkayHTOB (Target Accounts).

e KapTupoBaHue: [nybokoe nccnegoBaHme CTPYKTYPbl aKKayHTa,

CTENKXONAEPOB, UX Lenen n “6onen”.

¢ [lepcoHanusauusa: Co3gaHune runep-nepcoHannN3npoBaHHOIO KOHTEHTA U

NPeaNoXeHNM AN19 KaXA0ro CTenKxonaepa.

e KooppuHauusa: TecHoe B3anmMogencTBmne Npoaax, MapKeTMHra n KIMEHTCKOro
ycrnexa gnsa obecrnevyeHms eAMHOro onbiTa.

MpenmylecTBa U OrpaHUYeHus

MNpenmyuiecTBa

Bbicokuit ROI: Ycunus KOHUEHTpUpYtoTCS
Ha CaMbIX MPUOBINbHbIX KIMEHTAX.

YBenuyeHue Yeka: Mnybokoe
NMPOHMKHOBEHWE B aKKayHT N0O3BONseT
npogaBaTb 60/blUe peLleHWU .

MapTHepcTBO: BbicTpoe NocTpoeHune
[,0BEPUTENbHbIX, CTPATErMYECKNX

OTHOLUEHUMN.

MpakTuka IT-npogax: ABS

OrpaHu4yeHus

PecypcoeMKocTb: TpebyeT 3HaUNTENbHbIX
NHBECTULMI B UCC/Ie0BaHUS U
nepcoHanusaymio.

MacwTabupyemocTtb: He nogxoauT ans
MaCCOBbIX, TPaH3aKUMOHHbIX Npoaax.

CNOXXHOCTb KoopAUHauum: TpebyeT
NAeanbHON CUHXPOHM3ALMMN MEXAY
oTaenamu.

Mpumep: Mpogarka KOMMNIEKCHOTO 06/1a4HOTO peLLIeHUst KpyNHOMY HaHKy.

1. UpeHTudukaumsa: Boibop 6aHKa N Kak CTpaTern4yeckoro akkayHTa.



2. KaptupoBaHue: OnpegeneHne 10 kntoyeBblix cTenkxongepos (CIO, CFO, Head of
Retail Banking, Head of Compliance).

3. MepcoHanusauymsa: Co3gaHne oT4eTa, NOKA3bIBAKOLWEro, Kak 06/1a4yHoe peLleHne
CHU3UT VX ONEepPaLMOHHbIE PacXoabl U MOMOXET BbINOMHUTbL HOBblE
perynsiTopHble TpeboBaHus (otaenbHbin dhokyc anst CFO n Head of Compliance).

4. KoopauHauusa: MapKeTUHI 3anycKaeT NepCoHann3npoBaHHY pexknamy ans
CIO, a MmeHeKep Mo nNpogaxkam oTnpaBseT NHANBUAYaNbHOE NMUCbMO C
OTYETOM.

naBa 9. Sandler Selling System: Ncuxonorus npogax

Uctopusa: lMpopaaBel, KOTOPbIN NMOCTOAHHO “rOHsieTcs” 3a KANEHTOM, yMOAsieT O
BCTpeYe 1 bouTcs 3adaTh OCTPbIN BONPOC 0 6rogxeTe, Bcerga npourpoisaet. Sandler
Selling System nepeBopaymBaeT 3Ty AMHAMKKYy, CTaBs NpoAaBLa M MOKynaTens Ha
paBHble MO3ULMWU. ITO METOAO0NOrns, OCHOBAHHAs Ha MCUXOMOrMKN, KOTOopas YyyuT
npogasua KBanuduumMpoBaTb KINEHTA, @ HE HA060POT. MNaBHbIN NpuHUKUN: “Henb3s
npogatb TOMYy, KTO He Xo4eT nokynaTtb’. B B2B IT-npopgaxax, rge pelweHms 4acTto
3MOUMOHANbHO CNOXHbl, Sandler nomoraer wu3bexatb “NOXHbIX Hagexpa” w
MOCTPOUTb OTHOLUEHWNS, OCHOBAHHbIE HA B3aMMHOM YBaXXEHUM N YECTHOCTM.

OcHoBHble koMnoHeHTbl Sandler Selling System

Sandler Selling System — 3To cucTema, OCHOBaHHasi Ha MCUXONOTMU N PaBHbIX
OTHOLIEHMUSX:

e Up-Front Contract (MpeaBapuTenbHbIN KOHTPAKT): YeTKoe cornallueHune o
Uensx, pondax n BO3SMOXHbIX MCXO4aX BCTpeYn.

e Pain Funnel (BopoHka bonu): TexHnKa 3agaBaHns BONPOCOB, KOTOPas
NMOMOTaeT KMEeHTY 0CO3HATh MYyOMHY 1 NocneacTBus ceBoen Npobnemsi.

e Budget Step (Lar BropykeTa): MpsAMO 1 YeCTHbI pa3roBop o bromKeTe Ha
paHHeln cTaguu.

e Decision Step (LUar PeweHuns): MoHMMaHWe, KTO U KaK byaeT NpuHUMATb
pelieHme.



MpenmylecTBa U orpaHUYeHus

Mpenmyuiectea

dddekTnBHOCTb: OTCEnBaeT
HeKkBaNMMULMpPOBaHHbIE NNl HA PaHHEN
cTagumu.

PaBeHcTBO: CTaBuT npogasua u
NOKynaTesisl Ha paBHble NO3ULUN.

MpepckasyemocTb: CHMXAET KONMYECTBO
“NOXHbIX HAAEXA” B BOPOHKeE.

OrpaHunyeHus

XecTKOCTb: MOXeT NoKa3aTbCs CAMLLIKOM
HpHMOﬂMHeVIHbIM NN faxe arpeCCnBHbLIM.

Tpe6oBaTenbHOCTb: TpebyeT OT NpoaasLa
BbICOKOW ANCLMMNINHBI U YBEPEHHOCTM B cebe.

HenpumeHUMOCTb: MOXeT 6bITb
HeadeKTMBEH B KynbTypax, rae npsMou
noaxofd He NpUBETCTBYETCS.

MpakTuka IT-npopax: Sandler Selling System

I'Ipumep: I'Ipop,a>+<a C/NIOXHOro nporpaMmMHOro obecneyeHus.

1. Up-Front Contract: “/laBaliTe goroBopmmcs: 1 3aam BaM HECKOIbKO BONPOCOB,

4TOObI MOHSATb, CMOXEM I Mbl BaM NOMOYb. Ecin fla — Mbl 06CyamnM crnegytolyme

warun. Ecnm HeT — Mbl YECTHO CKaXkeM apyr apyry 06 atom. CornacHbi?”

2. Pain Funnel: “Bbl cka3anu, 4To y Bac ecTb Nnpobnema ¢ X. PacckaxunTe

nogpo6bHee... A Kak 3To BMseT Ha Y? A BO Y4TO 3TO 06X0ANTCS KOMNaHUN B

mecsuy?”

3. Budget Step: “lMpoekTbl TaKOro ypoBHS 0ObIYHO CTOST OT X A0 Y YCNOBHbIX
eAVHUL,. ITO BNUCbIBAETCS B Bl OXNAAHUSA MO UHBECTULMAM?”

MaBa 10. CpaBHUTE/IbHbIM AHA/IN3 METOA[,0/10TUN

Bbl60p I'IpaBVIﬂbHOﬁ METOAONOTNN KPUTUYECKN BaXXeH ONA yCnexa. B Ta6m/|u,e HWXe

NnpeacTaBieH KPAaTKNI CPaBHUTENbHbIMA aHANN3 PacCMOTPEHHbIX MOAXOA0B.



Metopgonorus

SPIN

BANT

MEDDIC

Challenger

Solution

Value-Based

Sandler

OcHOBHoO ¢hoKyC

PasButune
noTpebHOCTM
K/neHTa

KeBanudbunkayms
nmpa

YnpasneHue
CNOXHOW CieNKoWn

Ob6y4yeHue
KNneHTa, co3gaHue
cnpoca

CoBMecTHOe
Cco3[aHue pelleHuns

KonnyecTtBeHHasa
OLEHKa BbIroAbl

Mcuxonorus,
pPaBEHCTBO CTOPOH

NpeanbHO nogxoauT ans

CnoXHble, KOHCYIbTaTUBHbIE
npopaxu

TpaH3aKuMOHHbIe, SMB-
NpoaaXu

Enterprise-npopgaxu,
BbICOKMI YeK

Mpofaxun MHHOBALMOHHBIX,
NMPOPbLIBHbIX PeLLEHNI

[MpoJa)kn KOMMNNEKCHbIX,
KaCTOMU3MPOBAHHbIX CUCTEM

Mpopaxwnu, roe LeHa —
rnaBHbIV 6apbep

Mpogaxu, rae HYXXHo H6bICTPO
oTcenTb
HeKBanM@ULMpPOBaHHbIX

KniouyeBoi Bonpoc

“Kakosbl
nocnepcTBms 3TOM
npobnembi?”

“EcTb nu 6ropgKeT U
nonHomouuna?”

“KTo
3KOHOMMUYECKUI
noKynaTenb 1
KaKoBbl MeTpUKu?”

“Kakon nHcanT 1
MOry AaTb KINeHTy?”

“Kakoe BugeHune
peLleHnst Mbl MOXEM
co3paTb?”

“CKOMbKO BblI
3apaboTaeTe/
COKOHOMUTE?”

“CornacHbl v Mbl €
npasunamu urpbl?”

PekoMeHgaLum No NpUMEHEHUIO AN Pa3/IMYHbIX 6U3Hec-mogeneun

e Saa$S (SMB/Mid-Market): HauHuTe c BANT gns 6bicTpoin kBanudukaumm, 3aTem

ncnonb3synte SPIN gns BbiiBNEHWS 1 pa3BUTKS NOTPebHOCTM.

e Enterprise IT/UHTerpatopsi: icnonb3yrite MEDDIC gna KoHTpons npouecca u

Challenger Sale gns co3paHus ueHHoOCTU 1 gnddepeHymaymn.

e KoHcantuHr/Ycnyru: Solution Selling 1 Value-Based Selling nomoryT

060CHOBATb BbICOKYHO CTOMMOCTb U MOCTPOUTb AOJITOCPOYHbIE€ OTHOLLUEHUA.




naBa 11. BHegpeHue MeTo[0/10r M NpoaaxK

BHQ,D,pEHVIe HOBOW MEeTOoAO0/I0TNN — 3TO MPOEKT NO ynpaBAaeHNO N3IMEHEHUAMU, a HE
NPOCTO TPEHWHT.

3Tanbl BHeApeHUst HOBOM METOA0/IOrMU B KOMaHAe

1. OueHKa 1 Bbibop: MpoaHanusnpyinTe TeKyLWMiA NpoLecc 1 Boibepute 1-2
METOZOJIOrNM, KOTOPbIE NyYLle BCErO NOAXOAAT BalleMy NPOAYKTY U PbIHKY.

2. MunoTHbI MpoekT: BHegpuTe METOA0MO0MMIO B HE6ONbLIONW rpynne (MMAOTHON
KOMaHpAe) ana TeCTUpoBaHuA 1 cbopa obpaTHOM CBA3MN.

3. 06y4eHue n KoyumHr: MpoBegnte KoMnaekcHoe obydyeHure. Knioy K ycnexy —
3TO KOYUMHT B “nonsx”, a He TONbKO B Knacce.

4, NHTerpayusa c CRM: Hactponte CRM (Hanpumep, Bitrix24, Salesforce) Tak,
4TO6bI OHA OTpaXkana 3Tanbl 1 KYEBbIE BOMPOCHI BbIGPAHHOW METOAO0NOM NN
(Hanpumep, nons MEDDIC).

5. U3amepeHue n KoppektupoBka: PerynsipHo namepsaite ap@eKTMBHOCTb
(HanpuMep, KOHBEPCUIO Ha KaXK[A0M 3Tane, CpefHUI YeK) N KOPpPeKTUpynTe
noaxoga,.

Co3p,aHMe KynbTypbl NOCTOAHHOIO COBEPLUEHCTBOBAHUA
MeTogonormnsa go/mKHa ctaTb YacTbto JHK KomnaHum. 3To gocTuraeTtcs yepes:

e E)xeHepenbHble pa36opbl caenok (Deal Reviews): O6cyxpganTe caenku,
MCMNONb3ys TEPMUHOMOMNIO METOAONOTMN (Hanpumep, “KTo Haw Economic
Buyer?”, “KakoBbl Hawwu Metrics?”).

e BHyTpeHHMue “Y4eMnunoHbI”: Bbigennte COTpyaHUKOB, KOTOPbIE NyYylle BCero
OCBOMWN METOAOJIOTUIO, U CAeNaNTe UX BHYTPEHHUMU TPEHEPAMM.




fnaBa 12. MpaKTU4YeCKMe MHCTPYMEHTbI 1 LWA6GOHDI

YeK-nnCTbl gNA KaXXA0U MEeTOA0/10T UK

Metogonorua KnrouyeBble BONPOCHI AN YEK-IUCTA

1. 3agaHbl nn Bonpocsl | (Implication)? 2. MonyyeHo nu cornacue Ha N

SPIN
(Need-Payoff)?
BANT 1. bropxeT nogTeepxaeH? 2. INP ngeHTuduumnpoBan? 3. Cpoku
yCTaHOBMEHbI?
MEDDIC 1. MeTpukm (ROI) paccumTaHbl? 2. Economic Buyer BoBneyeH? 3. Decision
Process 3af0KyMEHTUPOBAH?
1. BbIn N1 NpefoCcTaBneH YHUKaNbHbIN MHCaNT? 2. CoobLlieHme
Challenger PeA y H

ajanTUpOBaHO Nog cTenkxongepa’?

LLla6/10HbI BONPOCOB A8 KBanuuKauum 1 BbisiBJIeHUS
notpebHocTeun

LWa6noH gnsa BANT/MEDDIC (KBanudukauyus):
e MNoTpe6bHOCTb: “Ecnn 6bl Bbl MO U3MEHUTD OIHY BELLb B BallEM TEKYLLEM

npouecce, 410 6bl 3T0 6611077

e MeTpuku/bonb: “KakoBa CTOMMOCTb 3TON Npobnembl Ans Balero 6usHeca B
mMecsau/kBapTan?”

e Bropxet/UHBecTnumMm: “KakoB Ball OXKUAAEMbIN ANANA30H NHBECTULIMIA ANS
peleHnst 3Ton npobnembl?”

e onHoMmouusa: “KTo, Kpome Bac, 4O/MKEH ObITb BOB/IeYeH B hUHaNbHOe
peweHune?”

e Cpoku: “Korga Bbl NnaHupyeTe YyBUAETb NepBble pe3ynbTaThl OT BHegpeHua?”

MHCTPYMEHTbI OLLeHKU I 0B U CAENO0K

Wcnonb3yite cuctemy ckopuHra nvpoB (Lead Scoring) u oueHkn cpenok (Deal
Scoring) B Bawwen CRM.



Mpumep ckopuHra caenkm (Ha ocHoee MEDDIC):

KpuTtepum Bec OueHka (0-3) Bannbl
Metrics (HeTko onpepeneHbl) X3

Economic Buyer (BoBneuen) X3

Decision Process (/13BecTeH) X2

Champion (AKkTuBeH) X2

06wuin 6ann

Caennku ¢ BbICOKUM 06LLmM 6a/1710M UMEIOT HanBbICLUMY TPUOPUTET.

3aKnyYeHue

MeTogonornm npogax — 3TO He MNPOCTO MOAHble C/I0Ba, a (MyHAAMEHT pns
NOCTPOEHMS  MpeAcKasyeMoro, MacwTtabupyemMoro ©  BblCOKOI(dOEKTUBHOMO
KOMMep4ecKoro otgena. B mupe B2B IT-npogax, roe 4LOMUHUPYIOT CIOXKHbIE CAENKN U
MHPOPMUPOBAHHbIE MOKyNnaTenu, ycnex NpuUXoaAuT K TeM, KTO BNafgeeT He TOJIbKO
NPOLYKTOM, HO 1 MPOL,ECCOoM.

Mcnonb3ymte 371oT SalesBook kak cBon nuyHbid  Playbook. PerynsipHo
BO3BpallaMTeCcb K HeMy, aganTupymnTe WabnoHbl Nog cBok cneunduky n, camoe
rnaBHoe, NpakTuKynTe. lpeBpaTUTe TeOpeTUYEeCKMe 3HAHWUS B CUCTEMHbIA POCT
BALLMX NPOJAXK.

06 aBTOpE

KZSalesHub — nnatdopma gnsa passutus B2B u Enterprise-npogax. Mbl nomoraem
KOMMaHUAM CTPouTb 3hEKTMBHbIE KOMMeEpYeCKMe CTpaTerum, BHeAPSATb NepefoBble
MeTOAO/IOrnmn 1 0by4aTb KOMaHAbI 415 AOCTMXEHUS MaKCMMalbHbIX Pe3ybTaToB.



