YranpasJjeHue npogaxkaMmu

OT mepBoO# ceIKu 710 0TAesa — I10THBIN yUeOHUK



OrnNABJNIEHUE

YnpaBneHue npopaxamu: oT NepBoi caenkn Ao otaena — MonHbin yyeGHUK

Copeprxkanue

BNOK 1 — ®YHOAMEHT NPOLAX: OT NEPBOIO 3BOHKA OO CUCTEMbI

TaBa 1. BBe/ieHune B ynpaBieHUe IPOAaXKaMu

UT0 TaKoe ympapJieHre IMPOoJakaMi U IIOUEMY STO BAXKHO
Posib MeHe/Kepa 110 MPOoZ[askaM: OT IPOJABIA K JIUAEPY
Kirouessie metpuku u KPI B mpoaskax

CTpyKTypa OT/esIa IPOJjak: OT CTapTama A0 KOPIOpaIiu
TexHosorndeckuii crek npoyask (Sales Tech Stack)
TlocTpoenue sales mporiecca: OT Xxaoca K CUCTEME

Yacrple OMIMOKY HAYWHAIONIUX MEHE/KEPOB 10 IPOJakaM
JlopokHast KapTa pa3BUTHs MEHEIKEPA 110 IPo/iaXkam
3akioyeHue

TnaBa 2. BopoHKa IPo/iaK: MOCTPOEHIE U YIIPABJIEHHE
YT0 TaKoe BOPOHKA IPOJAK U [TOYEMY 9TO [VIABHBIM HHCTPYMEHT MEHE/Kepa
AHaTOMUsI BOPOHKH ITPOAAK: YHUBEPCAIbHAS CTPYKTYPa
TTocTpoeHre BOPOHKY € HYJIS: ITOLIATOBast METOZ0IOT U
VipaBiieHrie BODOHKOM: exKe/{HeBHAs paboTa MeHe/pKepa
AHaJIUTHKA BOPOHKH: METPUKH U ONITUMHU3ALIHS
IIpoABUHYTHIE KOHIIEII[UN: MHOTOYPOBHEBbIE BODOHKHU

M HCTPYMEHTHI 151 BUBYaJIN3AlUY U YIIPaBJIeHNsI BOPOHKOH
Ketic-cramu: ontumusanus BOpoHk: B B2B SaaS
3akioyeHue

Tnasa 3. Uneanpubiit mpoduis kiuenta (ICP) u kBasudukanys 1umos
ITouemy ICP — 370 pyHIaMEHT Beex POk

ITocrpoenne ICP: nomaroBas MeTo/10J10TUS

Lead Qualification Frameworks: or BANT g0 MEDDIC
Lead Scoring: kosruecTBeHHAsT KBAIU(DUKAIINS
Kpanmbukaius Ha pa3HbIX ITaax BOPOHKU
Disqualification: nckyccto roBoputs "Her"

Wucrpymentst st ICP targeting u lead qualification

Ketic: mocrpoenue ICP ¢ Hyns a1 craprana

3axToueHue

T'naBa 4. XoJtofiHbIe IPOAAXKH: 3BOHKH, IucbMa, LinkedIn
Beegenne

Xosopusie 3Bouku (Cold Calling)

Xonoxusie nucbma (Cold Email)

LinkedIn Outreach

Omuuka”aabHbIA oax07 (Multi-Channel Outreach)



IOpuzayueckrie u STUYECKUE aCIIEKThI

IIpakTHueckoe 3aaHme

Yek-I1CT ypoKa

JlomoTHUTeIbHbIE MaTePUAIbI

T'naBa 5. CKpunTHI Iposiak: pa3paboTka U BHeJpeHue
Beenenue

THIIBI CKPUIITOB IIPOJIAK

MeTo/0s10THsI Pa3paboTKH CKPUIITA

BuesipeHue CKPUIITOB B KOMaHY

MHCTPYMeHTHI /11 paboTHI CO CKPUIITAMU
Crienudrka CKpUIITOB U1 Pa3HBIX KAHAIOB
AzarTarus CKPUITOB MO CerMEHThI

IIpakTuueckoe 3a1anue

Yek-JIUCT ypOKa

JlonoJTHUTETbHbIE MAaTEPHAIbI

T'naBa 6. IIpesenTanusa 1 KOMMepYecKoe IpeyIosKeHne
BBezieHue: Z1Be CTOPOHBI OTHON MeaIn
TIpeseHTaIUsA: OT CJIAH/IOB K THAJIOTY

KomMmepueckoe npejyioskeHue: Ot maboHa K IepcoHaTn3aIiu
TexHuku ycuneHus s dexra

IIpakTHUYecKye COBETHI U YeK-IHCTHI

VHCTPYMEHTHI U CEPBUCHI

Pesrome

TnaBa 7. IleperoBOpbI ¥ 3aKPBITHE CAETIKA

BBezieHue: meperoBopsl — 3TO He BOWHA

ITogroroBka k meperoBopam: 80% ycriexa pemraercs 10 BCTPeIH
CTpyKTypa IIeperoBopoB: MO/eNIb U3 5 ITAIIOB

Pabora ¢ Bozpaskenusimu: meroz LSCPA

CKU/IKH: KOT/Ia, KaK U CTOHT JIX BOOOIIe

TeXHUKH 3aKPbITUA CIEJIKA

Tlcuxosorust IPUHATHS PEelIeHu

YeK-JIUCT IIePeroBOPOB U 3aKPHITUS

OunbKu, KOTOpble YOUBAIOT CIETKY

IIpakTHuecKue ClieHapuu

Pesiome

TnaBa 8. CRM-cucrema: BoI6OD 1 6a30Bast HACTPOHKA
Beenenue: nouemy Excel — aTo He CRM

Kpurepuu Bsi6opa CRM

0630p Tomn-5 CRM /17151 MaJIOTo U cpefiHero 6usHeca
Basosas Hacrpoiika CRM: nomaroBslii I1aH
VHTerpanuu u paciiupeHus

Bueapenue CRM B koMaHzy: Kak H30exKaTh caboraka



Tunuvssle onOku npu BHegpernnr CRM
Yek-muct BbiGopa u BHeAperus CRM

Pesome

T'7aBa 9. AHaAIUTHKA TPOAAK: JAIIOOPBI U OTYETHI
BBezieHMe: OT HHTYUIMH K IAHHBIM

Kiouessie Merpuku npozak (KPI)

JlamGop/bl: KOMY ¥ KaKue METPHKH Hy»KHbI
MHCTpYMeHTSI /1A aHAIUTUKU IPOJaK

Kax ncronp30Bath aHATUTHKY JUIA IPUHATUA PelleHui
YacroTa review aHaJIUTUKH

TunuuHble OMINOKY B AHAJIUTHKE ITPOJIAK
Yek-JINCT BHEAPEHUA AaHATUTHKH

Pesrome

T'nasa 10. [Iponecc mpopaXu: oT Xxaoca K cucreMe
BBezeHMe: IpU3HAKY Xaoca B OT/EJIe IPOJAK
Yro Takoe "cucrema mpogax”

ApXHUTEKTypa CUCTEMBI IIPOJIAXK: 5 CIIOEB
JTokymentupoBaHue cucremsl: Sales Playbook
Buezipenue cucTeMbl: HOIATOBBIN IJTAH
THUnUYHbIE OMINOKY IIPY BHEAPEHUH CHCTEMBI
YeK-JINCT TOCTPOEHUA CUCTEMBI IIPOAATK

Pesome

3axutouenue biioka 1

BJIOK 2 — KOMAHJA NMPOAAX: HAM, OBYYEHUE, MOTUBALIUS

TnaBa 11. OpraHusalioHHas CTPYKTypa OT/ieJIa IPOAAXK
Beenenue

BaveM Hy’KHA IPaBIJIbHASI CTPYKTYPa OT/IeJIa IPOJAK
KittoueBsle postu B OT/ies1E IPOJAXK

OCHOBHBIE MOJIE/TM OPTaHU3AIMY OT/IeNIA TPOJAK

Kaxk BbIOpaTh CTPYKTYPY U1 Ballleli KOMIaHUH
IBOJIIONMA CTPYKTYPHI 110 Mepe PocTa KOMIIAHUK
IIpakTHyeckue peKOMEHAAIMH TI0 IIOCTPOEHUIO CTPYKTYPBI
3axI0ueHye

TnaBa 12. HaiiM MeHez»KepOB 10 IPOoZaXkam

BBenienne

TTouemy Ha¥M B ITPO/IAXKaX TAKON CIIOXKHBIH

TIpoduiis ueasbHOro KaHU/AATa: YTO HCKATh

IIpouecc HalimMa: IouIaroBast CucTeMa

Tunuuxele omuOKY B HaliMe

MeTtpuxu 3G deKTHBHOCTH HaliMa

3aktoyeHne



TnaBa 13. OHGOP/UHT U 06yYeHHe HOBBIX COTPYHUKOB
Beenienue

TTouemy OHOOPAMHT KPUTHIECKH BasKeH

CrpykTypa 3bdeKTHBHOTO OHOOPIHTa

KitoueBble 571eMEHTHI YCIIEITHOTO OHOOPIHTa
Crennduka o6ydeHus 11 pa3HBIX PoJei
HMsmepenune abdexTuBHOCTH OHOOPAKUHTA

TunuyHbIe OMIUOKYU B OHOOPUHTE

3axIo4eHye

T'naBa 14. CucremMa MoOTHBAIuuU: OKIaJ|, 60HychI, KPI
Beenenue

1. ®uocodust MOTHBAIMHY B IIPOZIAXKAX

2. CTpyKTypa KOMIIEHCAI[IH: OKJIaZL VS GOHYyCHI

3. BonycHas cucrema: Kak CIYUTAaTh U IUTATHTh

4. KPI n11 MeHeIKepoB IPOZaK: YTO U KaK U3MepATh
5. IIpoABUHYTHIE MEXaHUKU MOTUBAIIIH

6. Keficpl 13 TPaKTUKHU

7. IlpakTHUecKrue peKoMeHIAIuu

8. Yacrble BOIIPOCHI

3akioyeHue

TnaBa 15. HemarepuasbHast MOTUBAIMS H KYJIBTyPa IIPOJAK
Beenenue

1. [ToueMy HeMaTepHuasbHasi MOTHBAIUA BAKHA B ITPOZAXKax
2. VIHCTpYMEHThI HeMaTepHaIbHOH MOTHBALIUI

3. [TocTpoeHue KyJ1bTypbl IPOAATK

4. Gamification (refimudukanus) B mpogaxax

5. [Ipu3HaHue OT KJIMEHTOB

6. lI3MepeHre HeMaTepUATbHON MOTHBAIIUH

7. Keficbl U3 mpakTHKH

8. IIpakTHyecKre peKOMeH/Ialuu

9. Yacrele BOIIPOCHI

3axI0ueHye

TnaBa 16. PerysisipHblil MEHEZPKMEHT: IUIaHEPKH, 1-0n-1, pipeline review
BBenienne

Ilnauépku (Team Meetings)

1-0n-1 BCTPEYH

Pipeline Review

Forecast u Commit

VIHCTPYMEHTSHI JIs1 PETYJIAPHOTO MEHePKMEHTa
Ananranus oz pasmMep KOMaH bl

YacTble OMIMOKH

YekJIUCT: PETYJIAPHBIH MEHE/PKMEHT Ha MeCHL]



3akoyeHue

TaBa 17. Pabora ¢ «TpyJHBIMI» MEHE/KEPAMH U YBOJIbHEHNE
Beenenue

THIIBI «TPYHBIX» MEHE/KEPOB

Performance Improvement Plan (PIP)

Korpna yBospHATS HeMezieHHO (6e3 PIP)

Kax 1paBH/IBHO YBOJIBHATD

IOpuuueckne aceKThl yBOJIbHEHNs

YBoJibHeHUE TolI-Tiepdopmepa

AJIbTEpHATUBBI YBOJILHEHUIO

OMONMOHAIBHAS CTOPOHA YBOJIbHEHUI

Yexstuer: ITporece paboTh ¢ IPOOIEMHBIM MEHEKEPOM
3axIoueHye

T'naBa 18. O6y4eHure U pa3BUTHE KOMaH b
Beenienue

Onboarding: mepsrre 90 fHei

Continuous Learning: o6yuenue mocse onboarding
Competency Matrix: ot Junior 70 Senior
MHcTpyMeHTBI 00yueHus

N3mepenue 3¢ beKTHBHOCTH 00yUeHH
TTocTpoeHue KyIbTypHI 00yIeHuUs

3axIoueHne

T'naBa 19. IHCTPYMEHTHI IPOZAK: CTEK TEXHOJIOTHI
Beenenue

Kareropuu HHCTPYMEHTOB

1. CRM (Customer Relationship Management)

2. Prospecting & Lead Generation

3. Communication Tools

4. Sales Intelligence & Enrichment

5. Analytics & Forecasting

6. Call Recording & Coaching

7. Enablement & Content Management
Pexomennyemsrii Tech Stack mo cragusam xoMnanuu
Kaxk BbIGupaTh uHCTpYyMeHTbI: Decision Framework
Data Flow: nHTerparysi HHCTPyMEHTOB

Yacrsie omubku npu Beibope tech stack

Yexsucer: [Tocrpoenue sales tech stack
3axIo4eHye

TaBa 20. MapKeTHHT U Ipojasky: alignment ¥ JingoreHepanys
Beenenue

TTouemy mpomasku U MapKETHHT KOHGIUKTYIOT?

BricrpauBanue Sales-Marketing Alignment



Lead Qualification: MQL vs SQL vs Opportunity

Lead Handoff Process: oT MapkeTHHra K pojjaskam

Feedback Loop: closed-loop reporting

Peryssipabie Berpeun: Sales & Marketing Sync

JluyioreHepanysi: Kak MapKeTUHT J0JIKEH TeHePUPOBATH JIUZbI

Lead Nurturing: uro esats ¢ "He ceiiuac” iupamu

Account-Based Marketing (ABM): Kor/ja MapKeTHHT ¥ IIPOIAXKH PabOTAIOT BMECTe
Yexsuer: Sales-Marketing Alignment

3akioueHue

B/IOK 3 — MACLUTABUPOBAHME: OT OTAEJIA K CUCTEME

TnaBa 21. CrpaTernyeckoe IIaHupOBaHIe IPOJIAK
BBezieHue: 3aueM HYKHO CTPATErHyecKoe IVIAHHPOBAHNE
PazHuma Mek1y TAKTHKOM U cTpaTeruei

Illar 1: Ananus Tekyuiero cocrostaus (Sales Audit)

Illar 2: Onpenenenue crparerndyeckux neseii (North Star Metric)
Ilar 3: Ilocrpoenue cueHapues (Scenario Planning)

Illar 4: Tekomnosunus tieseit (Waterfall Model)

Illar 5: Beibop crparernyeckux nHuiuaTus (Strategic Plays)
Illar 6: IToctpoenue Sales Operating Model

Illar 7: BrojpkerupoBanue (Sales Budget)

IIar 8: Yupasinenue puckamu (Risk Mitigation)

Illar 9: Kirro4ueBble METPUKH JIJIsI MOHUTOPUHTA CTPATETHH
Illar 10: KoMMyHHKAI¥S CTPATETHH KOMaH/Ie
VHCTPYMEHTHI JIs CTPATETUYECKOTO IIJIAHUPOBAHUS

Keiic: kaxk Slack mianuposas poct ot $0 10 $100M ARR
OunbKY B CTPATErNYECKOM IIJIAHUPOBAHUK

YeK-JIMCT: KaK IIPOBEPHUTH KaYeCTBO CTPATETUH
3akioueHue

T'naBa 22. MaciutabupoBaHie OT/ies1a IIPOJasK

BBenenue: korja mopa MacuITabupoBaThCs

CHTHAJIBI, YTO IIOpPA MACIITaOUPOBATHCS

Mopesnu MacuITabupOBaHUs OT/IEJIa IIPOAAK

Illar 1: Pacuér He06XOAUMOTO pa3Mepa KOMaH/IbI

Illar 2: Hiring — Ha#iM npaBUIbHBIX JIOJEH

Illar 3: Onboarding — ajanTarys HOBBIX MEHE/KEPOB

Ilar 4: Enablement — oGyuenue u passurue

Illar 5: Performance Management — yrpaBJieHre IIPOU3BOAUTETHHOCTHIO
Illar 6: IToctpoenue Sales Culture

Illar 7: THCTPYMEHTSI /11 MacIITabUpOBAHU

IIar 8: MeTpuKH U1 OLEHKU MacIITaOMPOBAHUS

Keiic: kak HubSpot macirrabuposas orzies ¢ 10 10 500+ AE



OmubKy IpH MacmTabuPOBAHUH

3axroueHne

T'naBa 23. llenooGpa3oBaHue u paboTa ¢ MapKoi
BBezienue: mouemy 1eHa — 3TO CTpaTerHUecKOe PelleHrne
PazHuIa MeX/y II€HOi, IIEHHOCTHIO ¥ CTOUMOCTBIO
MeTo/15! 11eHO00Pa30BaAHIIS

Van Westendorp Price Sensitivity Meter (PSM)
Tlcuxosorus 1ieH000pa30BaHMs: KaK I{eHa BIIMseT Ha BOCIPUATHE
Pabota ¢ Map:koii: Kak e€é CYMTaTh U YIydIlIaTh

Kax yBesmuuTh Mapky 6e3 oTepu KJIHEHTOB

Kax 3amuiiarh 1eHbl B IePEeroBopax

Kaxk namepsTh 3710pOBbe 1IEHO0OPa30BaAHNUS

Keiic: kak Apple 3anuinaer npeMuyM-1{eHbl

Ouubku B 1leHOOOPa30BaHUH

UeK-JIMCT: KaK IIPOBEPUTH [IeHO00pa3oBaHue
3axToueHue

T1aBa 24. PaGora ¢ KJII0UEBBIMU KJIUEHTAMHU

Beenenue B Key Account Management
ABC-cermenTanus KJIMEHTCKON 6a3bl

Key Account Plan — crparerust paGoThl ¢ KJIMEHTOM
Multi-threading: Pa6ota ¢ MHOKECTBEHHBIMU KOHTaKTaMH
Land and Expand — cTpaTerusi pocta BHYTPH KJINEHTA
Champion Development — BeIpamuBaHue aJiBOKaTOB
NPS u pa6ora ¢ 06paTHOI CBA3BIO

Keiic: IIporpamma KAM B IT-koMnaHuu

IIpakTHyecKue 3a/1aHIs

KiroueBbie BHIBOIBI

T'yaBa 25. YipaBiieHue CI0KHBIMH C/IeJTIKaMU

Uro Takoe cI0xkHbIe czeku 1 Enterprise Sales
MEDDPICC — ®peliMBOpK /1Al KBATH(DUKAIIH CITOKHBIX CZIeTI0K
Hcnons3oBanue MEDDPICC B paGote

Challenger Sale — Mozesns mpozak depes obyueHue
Decision Mapping — KapTa npuHATH: peleHui

Pa6ota c reniepamu u RFP

VipaBieHe JUIMHHBIMY HUKJIAMU C/IeJI0K
IIpakrHyeckue Kercot

KiroueBbie BHIBOIBI

I';aBa 26. Customer Success u yziep:kaHue KJINEHTOB
BBezieHue: 10UEMy yZep;KaHue BayKHee IIPUBJIEYEHHUS
dunocodusa Customer Success: OT TPAaH3AKIMH K pe3yJIbTaTaM
CrpykTtypa komanbl Customer Success

KiroueBsie meTpuku Customer Success



IToctpoenue Customer Success npoueccos
TexHosornu ¥ nHCTpyMeHTHI Customer Success
MaciurabupoBanue Customer Success

IIpesparenue kineHToB B advocates

ITpakruueckue keiics Customer Success
3axmodenne: Customer Success Kak KOHKYPEHTHOE IIPEMMYIIECTBO
I'y1aBa 27. ABromaTtusanus u Al B mpojiaskax
BBenenue: pesosmonus Al B mpojjaskax

Jlanamadt Al B mpojiaxkax: OT aBTOMATU3ALUU K UHTEJJIEKTY
Conversation Intelligence: aHayu3 kaxzoro pasroopa
Predictive Al: 0T peakKTHBHOCTH K IPOAKTHBHOCTH
Generative Al: co3anne KOHTEHTA U [IEPCOHATUBAIIUS
Sales Development Representative (SDR) automation
Bueznpenue Al B sales nporeccsl: mpakTuyeckuii roadmap
9tuka u best practices Al B mpoziaskax

Bynymee Al B mpofakax: 2026-2030

TIpakTHYecKUil YEKIHUCT: ¢ Yer0 HavyaTh 3aBTPa
Baxmouenue: Al kak co-pilot, He autopilot

T'naBa 28. IIposau B KpU3UC U TypOyI€HTHOCT
BBeneHue: Korja mpaBuiia UIPbl MEHSIOTCS
Tlcuxonorus kpusuca: mindset mobegureseit
Crparernyeckas aJalTallus: AT vectors n3MeHeHUu !
TaKTHKH, KOTOpbIe PabOTAIOT B KPU3HC

Building anTuxpynkux sales cucrem

Kefichl: KTO BRIUTPAJI B KDUBUC U ITOYEMY

Recovery: kak He nporycTuTh bounce back
3akiioueHne: KPU3KC Kak KaTaln3aTop

T'maBa 29. MexyHapo/iHbIe IPOJJAXKU U HOBbIE PHIHKU
BBezieHMe B MeKyHAPOAHYIO DKCIIAHCUIO

BrI6OD LI€e1eBOTO PBIHKA

Moyiesu BBIXO/1a HA MEK/LyHAPO/AHBIN PHIHOK
KyspTypHBIE pa3inuus 1 aJjanTanns

OrnepaniMOHHBIE ACHIEKTBI MEXKAYHAPOAHBIX IIPOJIAK
Go-to-Market cTpaTeris /ist HOBBIX PBIHKOB
IIpakTHuecKue KeHchbl

Omn6KH, KOTOPBIX CTOUT U3berath

KiroueBbie BHIBOIBI

TnaBa 30. Kapbepa B mposia’kax U MOCTPOEHHE JIMYHOTO OpeHza
Beenenue: IIpogaku kak kKapbepa

Kaprepnas nectanna B B2B npopaxax
AJpTepHAaTHBHbIE KAPbEPHbIE IIyTH

Kak ycKOpuTb KapbepHBIN POCT



TTocrpoenue THYHOTO OpeHaa
Freelance Consulting B mpogaskax
Salary benchmarks (mogpo6H0)
IIpakTuyeckue COBETHI

KittoueBbie BHIBOJIBI
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yl'[paBJIeHI/Ie InmpoaazxKaMm: oT HepBOﬁ CACJIKM 10 oTAeJIa — ITosrHbIH

YUEOHUK

ABtop: UNIKA Academy Bepceus: 1.0 (Mapr 2026) I'1aB: 30 | BiiokoB: 3

Copep:xanue

buok 1 — ®ynagament IIpoaa:k: Ot [IepBoro 3BoHka /lo Cucremsbr

o I'naBa 1. BBesieHue B ynpasJieHue MpojjaskaMu

o I'naBa 2. BopoHKa IpojjaXk: MOCTPOEHUE U YIIPABJIEHUE

o TI'yaBa 3. Uneanbusbtii npoduis kinenta (ICP) u kBauduKarys JIu/108
o TyaBa 4. XoJIoAHbIE IPOJAKU: 3BOHKH, TUchbMa, LinkedIn

o I'ytaBa 5. CKpUITHI IPOJjak: pa3paboTKa 1 BHePEHHe

o I'maBa 6. IlpesenTanus u KOMMepUecKoe Ipe/IoxKeHne

o I'naBa 7. [IeperoBOpbI U 3aKPHITHE CAEIKH

o I'yaBa 8. CRM-cucrema: BbIOOD 1 6a30Basi HACTPOMKa

o I'maBa 9. AHAIIUTHKA IPOJAK: JAIIOOP/ABI U OTYETHL

« I'nmaBa 10. Hpouecc IpoAaXu: OT Xaoca K CUCTeMe

Buok 2 — Komanaa IIpoxazxk: Haiim, OGyuenue, MoTtuBarus

o I'yraBa 11. OpraHu3anuoOHHAsA CTPYKTYPaA OT/eJIa MPOoAAXK

o I';naBa 12. Haiim MeHe[KepOB 110 IIPO/jayKam

o I'yaBa 13. OHGOPAUHT U 00yUYeHIe HOBBIX COTPY/JHIKOB

« I'naBa 14. Cucrema MotuBanuu: okaz, 6ouycer, KPI

o I'maBa 15. HemarepuasbHass MOTUBALMA U KyJIbTypa IPOJAXK

« TaBa 16. Pery/sipHbIil MeHeP)KMEHT: IUIaHEPKH, 1-0n-1, pipeline review
« I'maBa 17. PaboTa ¢ «TpyAHBIMU» MEHE/IKEPAMU U YBOJIbHEHIE

o I'ytaBa 18. OGyueHue U pa3BUTHE KOMaH (bl

o I';maBa 19. VIHCTPYMEHTHI IPOZA’K: CTEK TEXHOJIOTUI

o I'ytaBa 20. MapKeTHHT 1 IpoAaku: alignment u inujoreHepamnus

Bbiok 3 — MacmiradbupoBanue: Ot Otaena K Cucreme

o TaBa 21. Crparernueckoe IUIAHUPOBAHKE ITPOJIANK

« I'maBa 22. MacmrabupoBaHre OT/iesa MPOJaxK

« I'yaBa 23. IleHooOpa3oBaHue U paboTa ¢ MapKOi

o I'ytaBa 24. PaGoTa ¢ KJII0YeBbIMU KJIMEHTaAMU

« I';naBa 25. YrpaBJieHue CJIOKHBIMH CIETKAMUI

o TI'ylaBa 26. Customer Success u y/iep>kaHue KJIMEHTOB

o I'ytaBa 27. ABromaTusanud u Al B mpojiakax

o I'yaBa 28. IIpojasku B KPU3UC U TypOYIEHTHOCTD

o I'maBa 29. MexyHapo/iHbIe IPO/IaXKU U HOBBIE PBIHKH

« I'ylaBa 30. Kapbepa B Ipozia’kax U MOCTPOEHKE JIMYHOTO OpeH/ia
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BJIOK 1 — ®YHIAMEHT ITPOJIAZK: OT IIEPBOI'O 3BOHKA 10
CHUCTEMbI

I'1asa 1. BBe]_'[eHI/Ie B yIIpaB/JICHHE ITPpOAAKAMUA

Yro TaKkoe ynmpasBJIeHHE IPOAaKaMy U IIOYeMy 3TO BaKHO

VYupasieHue npojiaykaMyd — 9TO CUCTEMATHYECKUH IPOIiece IIJIaHUPOBAHMUsA, OPraHU3aIK, MOTUBAIIMK M KOHTPOJIS [IeATETHHOCTH OT/eJIa IPOAaK
JUIS JTOCTHIKEHUs Ou3Hec-Iesiedl KOMITAaHUU. B OT/IM4YMe OT MPOCTHIX MPOAAK, r/ie (OKyc Ha 3aKPBITHH OJHOU CZEJIKH, yIPaBJIEHHE IPO/IaKaMu

OXBaTbhIBAET BECh UKJI: OT IIPUBJICUEHUSA JIUJIOB 1O IIOCTPOECHUA JOJITOCPOIHBIX OTHOIIIEHU C KJIHEHTAMH.

ITo nauubiM uccnenosanusa Harvard Business Review, KOMIaHUM ¢ CHCTEMHBIM IO/IXO/IOM K YIIPABJIEHHUIO MTPO/IaYKaMHU IMOKA3bIBAIOT Ha 28% Gosee
BBICOKHE PE3YJIbTAThI 10 BHIPYUKE M Ha 33% JIydIliie I0Ka3aTesu yAep:KaHus KJIUEHTOB 10 CPABHEHHIO ¢ KOMIIAHUSIMH, I7I€ MIPOAAKH IIPOVCXO/AT

XaOTHUYHO.

9BOJIIOINA IIPOAAXK: OT TOPTOBJIH K CTPATErNUE€CKOMY YyIIPaBI€HUIO

1950-1970-€ roAbl: dpa TPAH3AKIMOHHBIX PoAazk - POKyc Ha IPOIYKTE U ero XapakTepucTukax - "IIposars 10601 1eHONH" — arpecCuBHbBIE
TEXHUKU 3aKPBITUSA - MuHUMaIbHOE BHUMaHUE K HOTpe6HOCTHM KJIMEeHTa - OTCyTCTBI/Ie CHCTEMBI U IIPOLIECCOB

1980-1990-¢ roapr: KoHcyapraTuBHbIE IPOAAXKH - [lepexo oT "mpozaro npoaykT" K "pemaro npobsemy kinenrta' - [losiBieHIe METOI0IOTHI

SPIN Selling (Neil Rackham, 1988) - Buepenue nepsbix CRM-crcrem - POKyC Ha IIOCTPOEHUH OTHOIIEHHHA

2000-2010-€ ToablI: PemeHue-opneHTﬂponaHHme IIPpOJAAKA - KowmmiekcHbie B2B-pell[eHI/IH BMECTO OTE/IbHBIX IIPOAYKTOB - Metopnosioruu

MEDDIC, Challenger Sale, Solution Selling - Ananutuka u data-driven mosxoz - MHOTOKaHaIBHOCTh M OMHHUKAHAIBHOCTh

2020-e roapl u gajnee: llndposbie u npegUKTUBHBIE TPOAAKH - Al 1 MaIMHHOE 06yYeHue JIJIsi IPOTHO3UPOBAHUA ¢1eJIoK - Social selling u
nepcoHasu3anus Ha macurtabe - Account-Based Marketing (ABM) u Account-Based Sales (ABS) - Revenue Operations (RevOps) — uHTErpanus

MapKeTHHIa, IPO/IaXK U CUStomer success

KiioueBas MbIC/Ib: COBpeMeHHOE yhopasjieHue npojgakaMu — 3TO He O Xapu3Me OJHOro TOII-IIpOJaBIa, a O CO3AaHUN BOCHPOI/ISBOJII/IM()ﬁ

CHCTEeMBI, KOTOpas paboTaeT He3aBUCUMO OT JIMYHOCTEH.

PoJsib MeHeKepa Imo mMpogaKaM: OT MPOAABIA K JIUAEPY

OT HHANBUAYAJIBHOTO BKJIA/la K yIIPpaBJICHUIO KOMaH}.'lOﬁ

Tlepexoz OT poJiu IPo/iaBIa K MEHE/KePY 110 IIPo/iaXkaM — 9TO Kap/IMHAIbHASA CMEeHA ITapa/InTMbl:

IIponaBeny (MHAUBUYAJIBHBIH BKJIAJT) MeHen:xep 1o npogaxam (Jiugep KOMaHIbI)
JINYHO 3aKPbHIBAET CEIKH [TomoraeT KoMaH/le 3aKPBIBATh C/IEJIKU

OTBedvaer 3a CBOIO KBOTY OTBevaeT 3a KBOTY Bcell KOMaH/[bI

PazBuBaeT cBOM HaBBIKH PasBuBaeT HaBBIKU JPYTHX

DoKyc Ha KPATKOCPOYHBIX Pe3yJIbTaTax BaylaHc KpaTKOCPOYHBIX U I0JITOCPOYHBIX IieJIei
KoHKypupyeT ¢ KoJlsleraMu Co3yaer KyJIbTypy COTPYJHUYECTBA

Pa6oTaer ¢ KJIeHTaMU Pa6oTaer ¢ JTII0ABMHU U ITPOLiECCAMU
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KiaroueBble KOMIIETEHIIUY MEHe/Kepa 10 Npoaaxkam

1. C'rpaTerl«Iqecxoe MBbIILJIEHUE - YMeHUe BUJIeTh CBA3b MeXnay Z[eﬁcTBHﬂMH KOMaH/bI 1 GI/IBHGC-LIGJ'IHMI/I - HJ'IaHI/IpOBaHI/Ie Ha rOPU30HTE 3-6-12

MeECALEB - Ananus PBIHKA, KOHKYPEHTOB U TDEHZOB

IIpumep: MeHemkep 10 mpojakaM B IT-KOMIAaHUM 3aMeTHUI, YTO CPEAHUI LUK CAEIKH BBIPOC C 45 10 70 AHeH. BMecTo TOro uto6s! mpocTo
TpeboBath "paborarh GbIcTpee”, OH IPOAHAIHN3UPOBAI JJAHHBIE U OOHAPY)KIJI, YTO HOBBIE JIMIA, IIPHHUMAIOIUe pelieHus (security u compliance
odurepsr), 106aBIsAOTCA B Iporece HoKynku. OH azanTupoBai sales playbook, 106aBUB MaTepuastbl JIsl STHX CTEHKXOJ/IEPOB, ¥ UK COKPATUIICS
70 55 AHEH.

2. KoyuuHr u pasButHe J10Aei - J[HarHoCTHKa CUIBHBIX U CJIAOBIX CTOPOH KaXKOro IpozaBua - [lepcoHasn3upoBaHHble IJIAHBI PA3BUTHA -

AdbdexrusHas obpaTHast cBsi3b (Mozesb SBI: Situation-Behavior-Impact)

3. YrpaBJjieHHe IponeccaMy U JAaHHBIMH - IlocTpoiika u onTumusanus sales mponecca - Pa6ora ¢ merpukamu u KPI - IIporaosupoBanue

(sales forecasting) ¢ TouHoCTBHIO 85%+

4. MOTI/[BaI_lPIH u Co3JaHUuE€ KYyJAbTYpPbI - TTonumanue BHYTPEHHUX W BHEIIHUX MOTHUBATOPOB - C03ﬂaHI/Ie 3ﬂ0p0B01>‘I KOHKYypeHIIun 6e3

TOKCUYHOCTH - [IpasiHoBaHue 1100e/] 1 OZ/IePIKKa IIPU HeyZauax

5. Kpocc-pynknmuonansHoe B3aumoelicrue - CorpyanuydectBo ¢ MapketurroM (lead quality, messaging) - Pabora ¢ mpoyKToBOil KOMaHIOH

(product feedback, roadmap) - ITapTaepcTBo ¢ customer success (churn prevention, upsell)

Kiarouessie merpuku u KPI B mpogaxkax

YIIpaBIIHTL MOZKHO TOJIBKO T€M, YTO U3MEPAETCA. B IIpojakax CymecTByeT TP YPOBHA METPUK:

Ypogsens 1: busHec-pesyiabrarsl (Lagging Indicators)
ITO METPUKH-PE3YJIbTAThI, KOTOPbIE MOKa3bIBAIOT, UTO YK€ TIPOU3OIILIO:
+ Revenue (BbIpy4Ka) — OCHOBHAS METPUKA yCIIEXa
« Quota Attainment — npoueHT BHIIOJIHEHUS [11aHA (11€1I€BOU YPOBEHb: 80%+ KOMaH/IbI BBIIIOJIHAIOT KBOTY)
« Average Deal Size — cpesHuii yex c/ieKu
+ 'Win Rate — IpOIEHT BHIUTPAHHBIX CJIEJIOK OT BCEX BO3ZMOXKHOCTEH
« Customer Acquisition Cost (CAC) — crouMoCTb IPUBJICUEHHUS KINEHTA

« Customer Lifetime Value (LTV) — noxxusHeHHas neHHocts kinenra (nesnb: LTV/CAC > 3)
IIpumep pacuera:

Komnauusi moTpaTuna Ha MapKeTHHr M npogaxu: 500,000 py6.
Tpusnekmi: 50 HOBBIX KJIMEHTOB

CAC = 500,000 / 50 = 10,000 py6.

Cpepnnit kmveHT niatut: 5,000 py6./mecsi
Cpenunit cpoK KW3HHM KIHMeHTa: 24 Mecsua

LTV = 5,000 x 24 = 120,000 py6.

LTV/CAC = 120,000 / 10,000 = 12 (OmIM4YHbIi MOKa3aTesb! )

Yposens 2: Onepamuonsbie meTpuku (Process Metrics)
ot METPUKHU ITIOKa3bIBAIOT 3J0POBBE IIPOIIeCCa MPoaak:

« Sales Cycle Length — /uintesibHOCTb ITMKJIA CI€IKU (OT HEPBOTO KOHTAKTA /10 3aKPBITHS)
« Pipeline Coverage — nokpbITHe BOPOHKH (OITUMAIBHO: 3-5X OT KBOTBI)

« Conversion Rate mo sTamam — IpPOLEHT IIEPEX0/A MEK/TY STallaMU BOPDOHKH

« Velocity — ckopoCTb ZIBIIKEHUS C/IEJIOK 10 BODOHKE

« Deal Slippage — poIeHT ¢ZeJI0K, KOTOPbIE IIEPEHOCATCS Ha CIIEAYIOIIUI TEPUO]]

®opmy.aa Pipeline Velocity:
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Velocity = (KommuectBo opportunities x Win Rate x Average Deal Size) / Sales Cycle Length

TIpumep :

(100 cpemok x 25% win rate x $10,000) / 60 gueit = $4,167 B jeHb

Yposens 3: AktuBHoctH (Leading Indicators)
ITO JIENCTBUSI, KOTOPbIE IIPECKA3bIBAIOT OYAyIINEe PE3yIbTaThI:

« Calls Made — K0/1M4ecTBO 3BOHKOB

« Emails Sent — koyinuecTBO OTHPABIEHHBIX [THCEM

« Meetings Booked — koiiuecTB0O Ha3HAUEHHBIX BCTPEY
« Demos Conducted — npoBeieHHbIE IEMOHCTPALIIH

« Proposals Sent — ornpasjieHHbIe KOMMeEPYECKHE IPEeIOKEHUA

BazkHo: JIu/iupyomye HHUKATOPbl (AaKTHBHOCTH) IIPE/ICKA3bIBAIOT 3alla3/[bIBAIOIIIe NHANKATOPHI (pe3ysbraThl). ECiin y mpogaBna najator

IIOKa3aTeI aKTUBHOCTHU B AHBApeE, Bbl YBUUTE I1aJICeHUE 3aKPBIThIX CACJIOK B MapTe-aIripesie.

JlamGopa MeHeAKepa 0 MPOJaKaM: YTO CMOTPETH €KeJTHEBHO

YrpenHuii yek (9:00-9:30): 1. Pipeline mo xomanzge u uHAUBUAYadbHO 2. CHeENIKH, KOTOPBIE JOJDKHBI 3aKPbIThCS Ha 3ToU Henene (risk

assessment) 3. AKTHUBHOCTH 32 Hpe}lblﬂy].[llflﬁ JIEHD 4. Hosgble BxozsIIMe JIUABI U UX pacrpeneneHue

E:xeHeneJbHBIN 0030p (MATHHIA, 16:00-17:00): 1. [Iporpecc k kBote (Mecsl, kBaprtai) 2. Win/Loss aHaius cziesiok 3a Hezeno 3. Pipeline

coverage U KauecTBO opportunities 4. MHAUBUAya bHbBIE METPHKY 10 KQKAOMY IIPOZAABILY

E:xeMecAauHbIii anaau3: 1. Quota attainment o xomanze 2. Trends B MeTpHKax (ITO pacreT, 4TO Iajaer) 3. AHAJIN3 IPHYUH IPOUTPAHHBIX

KPYIIHBIX CIEJIOK 4. HJ’IaHPIpOBaHI/Ie Ha cneay}oumf/i MecArL]

CTpyKTypa oTZeJia MpoAak: OT crapramna 0 KOpHopanuu

dtam 1: Founder-Led Sales (0-10 ki1neHTOB)

Ha CTapTe npoJakaMu 3aHUMaeTCss OCHOBATeJIb: - ILrioceI: F]Iy6OKOe IIOHUMaHue IIPOAYKTA, IIpAMadA CBA3b C KJIUEHTaMU, 6bICTpﬁH ajganTranud -

Mumnycser: He Macitabupyercs, OTBJI€KaeT OT IPYTUX 337124, CyObeKTUBHOCTD

Korama mepexoaurh K ciaeaymomemy aramy: lIpoaykr Haxomut product-market fit, ecTp moBTOpsIomMecs KeHChl NMPOAaXK, MOSBJISETCS

IIpeICKa3yeMOCTbh.

dran 2: [lepsBbIii mpoaaselr (10-50 KJIUEHTOB)

Haiim nepsoro dedicated mpogasua: - Ilpoduas: Ilonusiii nuxi (full-cycle AE), ymeer mpocmekTuTs, npe3eHToBaTh U 3akpeiBaTh - KPI: 5-10

HOBBIX KJIHEHTOB B Mecsill, $50-100k MRR - Puckm: HenpaswibHbii hire MoeT OTKUHYTh KOMIIAHUIO HA 6-12 MECALIEB HA3a]|

Keiic: SaaS—CTapTarI HaHsAJI OIBITHOTO ITpOJaBla U3 prHHOﬁ Kopropanuu. ‘Iepes 3 MecdAna BBIACHUIIOCH, YTO Y€JIOBEK IPUBBIK K BXOAAILIEMY

[IOTOKY JIU/IOB U He yMeeT IPOCIeKTUTD. IIpunuiocs paccraTsest i HaHATH "oxorHHKA" (hunter personality).

dran 3: Cnenuanuszanuga (50-200 KJIHEHTOB)

Pasnienienve Ha ponu: - SDR (Sales Development Rep) — kBanubuxaiys BXOAAMIMX U HUCXOAIINX JINJOB, OpoHHpoBaHue Bcrped - AE
(Account Executive) — BezieHHe /1eMO, IepErOBOPHI, 3aKphITHE cAeok - AM/CSM (Account Manager/Customer Success) — yznep:kaHue,

upsell, cross-sell
CootHomeHue: 2-3 SDR Ha 1 AE (3aBUCHT OT CJIOKHOCTH ITPO/IYKTA U IIUKJIA CJIEJIKH)

Metpuku SDR: - 50-100 X0JIOZHBIX 3BOHKOB B JIEHb - 8-12 Ha3HAYEeHHBIX KBIM(UIIMPOBAaHHBIX BCTPeY B Hezlesio - Conversion rate OT KOHTaKTa K

BCTpeue: 2-5%

Mertpuku AE: - 15-20 akTUBHBIX opportunities B pipeline - 5-7 gremo B Hezetio - Win rate: 20-30% - Cpenasis caenka: $10-30k ARR
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Jran 4: MacmrrabupoBanue (200+ KJIHEHTOB)

CoszaHue crienuaau3upoBaHHbIX koMaH/: - Inbound Sales Team — pa6ora ¢ BxogsAmuMu uaamu (terbii Tpaduk) - Outbound Sales Team
— aKTHUBHas reHepanus crupoca (xonoxuble npopaxu) - Enterprise Sales Team — pabora ¢ kpymubivMu kiaueHtamu (deal size $100k+) -

SMB/Mid-Market Teams — cermeHTaI¥s 110 pa3Mepy KIMEHTa

JlonostHuTeapbHbIE posn: - Sales Operations (Sales Ops) — ananuTuka, nporeccsl, HHCTpyMeHThl - Sales Enablement — o6yuenue,

KOHTeHT, onboarding - Revenue Operations (RevOps) — uHTerpamus MapkeTuura, upojax u CS

TexHosioTHUeCcKUl cTek nmpoaaxk (Sales Tech Stack)

Must-have nuHCTpYMEHTHI U151 JIFOOOT0 OTAEIA IIPOAAK

1. CRM (Customer Relationship Management) - Ilpumepsrt: Salesforce, HubSpot, Pipedrive, amoCRM, Butpukc24 - 3agaumn: XpaneHue

JIAHHBIX O KJINEHTAX, OTCIEKUBAHIE C/IJI0K, aBTOMATU3AIUSA IIPOIeccoB - CTOMMOCTB: $25-150/1071b30BaTeb/MeCsII]

2. Sales Engagement Platform - IIpumepsi: Outreach, SalesLoft, Apollo.io, Reply.io - 3agaum: ABTOMaTH3aIUs [IOC/IEI0BATETHFHOCTEHR

(sequences), TpekuHT email, 3BoHKY U3 HTEPDeiica - CTOUMOCTb: $50-150/T101b30BaTEb/ MECHI]

3. UHCTpyMeHTHI I IOMCKa KOHTAKTOB - IIpumepsr: LinkedIn Sales Navigator, ZoomInfo, Lusha, Hunter.io - 3agaum: ITouck email u

testeponoB JIIIP, oboramieHre faHHbIX - CTOMMOCTB: $30-200/11071530BaTEIb/ MECSII]

4. Bupeo-kommyHukanuu u aemo - IIpumepsr: Zoom, Google Meet, Loom, Vidyard - 3amaum: IIpoBeseHue BCTpedY, 3aluCh JIEMO,

IIepCOHAJIM3UPOBAaHHbIE BU/I€O-IIMChMA - CroumocTh: $O-50/1’IOJ’IL3OBaTeJII>/MeCHIL

5. Proposal u Contract Management - IIpumepsr: PandaDoc, DocuSign, Proposify - 3amaum: Cospanue KII, 5y1eKTpOHHBIE NOZIIUCH,

OTCJIEKMBaHUE OTKPHITHH - CTOMMOCTB: $20-100/T10J1b30BaTENb/MECSI]

Sales Tech Stack mo GroaKeTY
Crapran (70 $5,000/rox): - HubSpot CRM (GecriatHas Bepeust) - Google Workspace - Hunter.io (starter) - Calendly (GecruiatHas Bepcust)

Pacrymas komnauus ($20,000-50,000/rox): - Pipedrive win HubSpot Professional - Reply.io wiu Lemlist - LinkedIn Sales Navigator - Zoom

Pro - PandaDoc

3penas komnanus ($100,000+/rox): - Salesforce - Outreach wu SalesLoft - ZoomInfo - Gong wiu Chorus.ai (conversation intelligence) - Clari

(sales forecasting) - 6sense (intent data)

Coser: He HOKyHaﬁTe HUHCTPYMEHTBI "Ha BprOCT". HayHuTe ¢ MUHUMAaJIBHOTO CTEKAa U ﬂOﬁaBJ’lﬂﬁTe HOBbI€ MHCTPYMEHTHI II0 Mepe pOocTa

KOMaH/IbI ¥ YCJIOKHEHUA ITPOIECCOB.

HOCTpOeHI/Ie sales mmpomecca: oT xaoca K CucremMme

IIpunnunsi 3@ dexTuBHOrO sales nponecca

1. IIpouecc xo/rxkeH GhITh HAIMMCAH U 3aA0KyMeHTHPOBaH - Sales Playbook — equHbIi OKyMEHT ¢ OIHCaHUEM IIpoIiecca, CKPUITOB, best

practices - JToctyn s Beeit koman/ibl (Notion, Confluence, Google Docs) - Perysisipable 06HOBIIEHUSI (pa3 B KBapTasI)

2. IIponecc A0/KEeH GBITH MOBTOPAEMBIM - JIF000i HOBBIH NPOZABEI] MOXKET CJIEZ0BATh IPOLECCY U MOJIYyYUTh pe3ysbTar - He 3aBUCHT OT

"marun" OTAEJIbHBIX TOII-IIPOJAABIIOB - CTaH,E[apTI/ISI/IPOBaHHI)Ie JTallbl U KPUTEPUH IIEpexXoga

3. [Ipouecc xoKeH GhITh U3MEPUMBIM - UeTKre METPUKU Ha KaXkJ[0M Jrare - BodaMoxkHocTh A/B TectpoBanus uameHenui - Data-driven

PpeneHusA 110 OIITUMU3AIUN

4. IIpouecc xo/keH OGbITh TUOKUM - Aanrtaiis K Pa3HBIM CETMEHTaM KJIHEHTOB - BO3MOKHOCTh KAaCTOMUBAIUU IS CJIOJKHBIX C/IEJIOK -

PeryssipHas onTUMHU3AIMA HA OCHOBE OOPAaTHOM CBA3U

BasoBas crpykrypa B2B sales nponecca
dramn 1: Prospecting (mpocnekTuHr) - UenTudukanys I0TeHIUAIbHBIX KIXEHTOB - ITouck koHTakToB JIIIP - [TepBuyHas KBaau(UKAIHA

Aramn 2: Outreach (mepBsIii KOHTAKT) - X0s10/1HBIE 3BOHKY, email, LinkedIn - Ilesib: Ha3HaYUTh epByIo Berpedy (discovery call)
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dran 3: Discovery (BbIsAiBJIeHHE NMOTpeOHOCTEN) - [JIyOMHHOE MHTEPBBIO ¢ KiIMeHTOM - [loHuMaHue Gosield, Iesei, Glo/zKera, mpolecca

IpUHATHA pelteHuH - KBaymuduxanus opportunity (BANT, MEDDIC)

dran 4: Presentation/Demo (mpe3eHTanus pemreHus) - /leMoHcTpanusa nmpogykra - Qokyc Ha pelleHHH KOHKDETHBIX Oosedl KiIMeHTa -

O6paboTka BO3paskeHUuI
dramn 5: Proposal (kommepueckoe npeio:keHue) - OTIpaBKa JeTaJIbHOTO IpeIoxKeHus - O6cyskaeHHe YCI0BUM, IIEHBI, CPOKOB

Adran 6: Negotiation (meperosopsr) - CorsacoBanue (GUHAIBHBIX ycJaoBUd - Pabora ¢ procurement/legal - IlpeojmosieHne moC/IeIHUX

BO3PAKEHUN

Aran 7: Closing (3akpsITHE caenxn) - [loanucanue gorosopa - Ilepssiii muaresx - Ilepenaua B customer success/onboarding

Yacrble OIINOKH HaAaYUHAKIIX MCHEIKEPOB I10 IIpoaazKamM

Ommuo6ka 1: MUKpOMeHe :KMEHT
IIposiBiaeHue: KOHTPOJIb KaX/I0TO 3BOHKA, MHChMa, BCTpeur. TpeGoBaHME OTIYETHOCTH O KaXKZOM JIEHCTBUM.
TToueMy 3TO IIOX0: YOUBaeT HHUIUATUBY, IEMOTUBUPYET KOMaH/Ay, co3aaeT culture of fear.

Pemenue: Pokyc Ha pesynbrarax 1 key activities, a He Ha kaxkzoM mare. ExxeHezieTbHBIE 1-0N-1 BMECTO €3KeJTHEBHOTO "CTOSHUA HaJ AyIIOH".

OmuoGka 2: OTcyrcTBUe OOyYeHHUA Y PA3BUTHA
IIposiBiaenue: "SI Te6s1 HAHAI — THI JIOJIKEH YMETh IIPO/IaBaTh. BOT IPOAYKT, BOT JIU/IbI, Bliepes."

ITouemy 9TO IUI0XO: Jlake ONBITHBIM IIPOZABIIAM HY’KHO BpeMs Ha ramp-up (3-6 Mecses). be3 cTpykrypupoBanHoro onboarding 50%+ HOBBIX

NIPO/IABIIOB YXO/AT B IlepBbIe 6 MecAIeB.

Pemenue: 30-60-90 day onboarding plan, perysspuslit koyauHr, shadowing onbITHBIX IPO/IABIIOB.

Ommuo6ka 3: irHopupoBaHue JaHHBIX
IIposaBieHue: Pemenns Ha OCHOBe HHTYHIIUH FJIM MHEHHA CaMOT0 POMKOTO JeJI0BeKa B KOMHATe.
ITouemy 3T0 10X0: CyObeKTUBHOCTD, HECIIOCOOHOCTD UEHTH(UIIMPOBATH PeasIbHbIE IPOOJIEMBI, IIOBTOPEHUE OLTHOOK.

Pemenue: Exxenesie/bHbI aHaIN3 KII0YEBBIX MeTPUK, win/loss ananus, perysspHslii pipeline review.

Omuoka 4: Hel'lpaBI/IJIbHaﬂ cucreMa MmoTuBalun

IIposBaenue: - KoMuccnoHHas cxeMa, KOTOpas MOTHBHUPYeT Ha HeNpaBHJIbHOE IOBe/eHHe (HampuMmep, CKHJKU 0e3 coriacoBaHus) - PaBHas

o1iaTa JJid BCEX He3aBUCUMO OT Pe3yJIbTaTOB - BOHbeI, KOTOPBIE€ HEBO3MOXKHO 3apa60TaTb

Pemenmne: [Ipospaunas cxema komnencanuu (base + commission), 0CTHKMMBIE 11€JTH, PETYJISIPHBIE BBIILIATH 60HYcoB (monthly, quarterly).

Omuoka 5: OrcyrcrBue accountability
HPOHBJIeHPIe: HponaBum HeE BBITIOJTHAIOT KBOTY MeCAILl 3a MeCALleM, HO HUKaKUX HO(lHeHCTBI/Iﬁ HET.

ITouemy 310 MI0x0: Ton-nepdopMepsl BUAAT, uTo low performers mosydaroT Ty ke 3apIuiarty, ¥ AeMoTuBupyioTcs. Komanga tepsiet respect k

MeHeJKepy.

Pemenmne: Performance Improvement Plan (PIP) uist underperformers, yeTkue KpuTepun yBOJIbHEHNs, YECTHDIE U IIPSMbIE PA3TOBOPBHI.

Z[OpO)KHafI KapTa pasBUTUA MCHEIZKEPa I10 IMpoaazKamM

Yposens 1: Junior Sales Manager (0-2 roga onsira)

®oxkyc: OcBoeHne 6a30BBIX MIPOLIECCOB U MHCTPYMEHTOB - PaGora ¢ CRM u sales tech stack - [Tonumanue meTpuk u reporting - Yuacrue B Haiime

(shadowing uHTEPBHIO) - KOYUIHHT 1-2 IPOJABIOB

TunuIHass KOMaHJA: 2-5 IPOJABIOB

16



Yposens 2: Sales Manager (2-5 JieT onpITa)

®oxyc: CaMocTosATeIbHOE yIpaBeHre KoMaHzo# - I1oHbli nuki Halima u onboarding - ITocTpoenue sales mporiecca ¢ Hysis - IIporHo3upoBaHue ¢

TOYHOCTBIO 80%+ - Kpoce-pyHKIMOHATBHOE B3aUMO/IeHCTBIE

TunuyHas KOMaHAA: 5-10 [IPO/ABIIOB

Yposens 3: Senior Sales Manager (5-8 Jjier onbiTa)

®oxkyc: Crparerus u macurrabupoBanue - IlocTpoenue crenuann3upoBanubix kKomanz (SDR, AE, AM) - BHenpeHue cI0KHBIX sales MeTozomoruit

(MEDDIC, Challenger) - Yupasienue KpynHbiMu enterprise cesikamu - Mentoring Apyrux MEHEIKEPOB

TUnuYHAA KOMaHAA: 10-20 IPO/ABIIOB

Ypogens 4: Director of Sales / VP of Sales (8+ s1eT)

®oxkyc: busHec-1/1ePCTBO - YIIpaBieHHe HECKOJIBKUMU KOMaHaMu/pernonamu - P&L responsibility - Go-to-market crparerus - IlaptHepcTBo ¢
C-level (CEO, CFO, CMO)

TunuaHasn opraHu3anusa: 20-100+ IIpoJAaBIOB

3akJarodeHue

VrpagsieHre pojjaskaMy — 9TO OJJHOBPeMeHHO HayKa M HcKycceTBo. Hayka — 9To MeTpUKH, IPOIecchl, aHaIN3 JaHHBIX. FckyceTBo — 210 pabora ¢

JTIO/IBMHU, MOTHBAIUSA, KOYYHHT, CO3ZJAHUe KyJIBTYPBI.
Kirrouesble takeaways:
1. CHCTEMHOCTB BazkHee repousMa. Xopolas CucTeMa npojiask paboTaer 6es cyneprepoes.
2. I3mepsiiTe Bcé. Hebas yrpaBaTh TeM, UTO He U3MepsIeTCs.
3. MHBecTHpYIiTe B JIIOAEH. Jlydire MeHeP)Kephbl — 3TO JIyIIIe KOyIH.
4. IIponecc aBoIOIHOHUPYeT. To, uTo paboTasio i 10 KIUEHTOB, He paboTaeT 1A 100. ByaibTe roTOBBI a/JalTHPOBAThCA.
5. BaJlaHC KPATKOCPOYHOTIO U I0JITOCPOYHOTO. BhINIOIHEHNE KBOTBI 3TOT0 MecsAIla BaYKHO, HO He B yIep0 Oyayiemy.

B C/IeAYIOIEM YPOKE MbI I‘J'Iy6OK0 IIOTPYy3UMCA B IIOCTPOEHUE U YIIPpaBJIEHUE BOpOHKOﬁ Ipoaak — IVIaBHOT'O UHCTPYMEHTa 1106010 MeHeKepa.

l'[paKanecxoe 3amaHnue:

1. Onuiwure TeKyIIII/Iﬁ sales mnmpounecc B Balllell KOMIIaHUU (I/IJ'II/I KOMITaHUH, Te XOTUTe paGOTaTb). Kakue stambl ectb? Kakue METPpUKHN

OTCJIEKUBAIOTCS HA KOKAOM aTane?

2. CocTaBbTe CIIMCOK U3 5 KJIIOUEBBIX METPUK, KOTOPbIE BbI 6y/:[eTe OTCJIEXKUBATH €XE€THEBHO KaK MEHEe/KEp II0 IPpOoJakaM. 06’LHCHI/IT€, noueMmy

BbI6paJII/I HUMEHHO uX.

3. IIpoananusupyiite cBoil Texymuil sales tech stack. Kakue umncTpymeHTHI Hcmosbsyere? Kakux He xBaraer? Kaxoil GIofpkeT HysKeH IS

YIIyUIIEeHUs?

T's1aBa 2. BOpOHKa ImpoaaK: MOCTPOCHHUE U YIIPpABJICHUE

YTo TaKkoe BOPOHKA IMMPOJAK U MOYEMY 3TO IJIABHBIA HHCTPYMEHT MEHEIKepa

Boponka mpozaask (sales funnel wiu sales pipeline) — 3To Budyasusanus myTu HOTEHIIHATBHOTO KJIMEHTA OT IIEPBOTO KOHTAKTA /10 3aKPBITHS CETKHU.

3to He IIPOCTO KpacuBas CXeéMa B IPpe3eHTalluu, a OﬂepaHHOHHBIﬁ HUHCTPYMEHT, KOTOprﬁ IIO3BOJIAET:

1. ITporHO3MUpPoOBaTH BBIPYYKY C TOYHOCTHIO 80-95%
2. /IHarHOCTUPOBATH NMPOGJIEMBI Ha KaK/[OM 3Talle [polecca

3. OHTI/[MPI3PIPOB3TB KOHBEPCHIO MEeX/y aTallaMu
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4. YHpaBJIHT]) npuopuTeTaMH KOMaH/IbI

5. MacmITaGupoBaTh NPOJAKM [IPEICKAZYEMO

ITo nannbiM uccnaenosanus CSO Insights, koMIaHUY ¢ YeTKO OIpe/ieJIeHHON U OTCIEXKUBAEMON BOPOHKOU IPO/Ia’k UMeIOT Ha 18% GoJiee BBICOKHU

POCT BBIPDYYKHU I10 CPABHEHUIO C KOMIIAHUAMUA 6e3 (1)0pMaJlH30BaHHOﬁ BOPOHKH.

Bopouka vs Pipeline: B uem pagaumna?
Xots TEPMHHBI YaCTO HUCIIOJIb3YIOTCA KAK CHHOHUMBI, €CTh TOHKO€ pa3jInvuue:

Sales Funnel (BopoHka mpoga) — 5T0 KOHIIENTyaJlbHasi MOZEJIb MPOoIiecca MOKYIKH ¢ TOYKU 3peHus KiaueHrta. [[oKa3bIiBaeT, KaKk MIMpOKast

AyZANTOPUA IOTEHIINAIBHBIX KJINEHTOB "GUIbTpyeTcs" Ha KKIOM BTalle, Cy’KasACh K TeM, KTO COBEPIIAET MOKYIIKY.

Sales Pipeline (KonBeiiep mpoaask) — 5TO OIEPAIMIOHHBIH HHCTPYMEHT C TOUKH 3PEHHs IMpojaBua. KOHKpETHBIE CZEeJKH Ha KOHKPETHBIX

9Tarax ¢ KOHKPETHBIMU CyMMaMHU U JaTaMH 3aKPbITHA.

B peanpHOI paboTe MBI OOBIYHO HCIOAB3yeM TepMuH "pipeline" mis esxemHeBHoro ympasienus, a 'funnel" — mia aHanns3a KOHBEPCHH U

ONTUMM3AIUH TIPOIIecca.

KmoueBasa meradopa: BopoHka — 3T0 He IacCUBHBIA GUIBTP. DTO aKTUBHBIH MHCTPYMEHT yIpaBjieHUs. Bbl He Habio/1aeTe, Kak JIAZIBI

TIPOXOZIAT Yepe3 BOPOHKY — BbI TOJIKAeTe UX Yepe3 Hee.

AHaTOMUA BOPOHKH IIPOJAK: YHUBEPCAJbHAasA CTPYKTypa

XoTa KakAasg KOMIIAHUA aZalITUPYeT BOPOHKY IO/ CBOIO CIIEIU(UKY, CYLIeCTBYeT YHIUBepCcaIbHAsA CTPYKTYPa, KOTopas paboTtaer /i GOJIBIINHCTBA

B2B-mponax:

Knaccuueckas 7-3TannHad BOPOHKA

1. Prospecting (Ilpocnexkrusr) - UYro mpoucxoaur: MneHTudukanus MOTEHIHATIBHBIX KJIHEHTOB, MOUCK KoHTakToB JIIIP - Pegy/bTat:

Crucok kBau(UIMPOBaHHEIX prospects - Baagesern: SDR/BDR - CpeaHAa KOHBepPCHs B CIE€AYIONIMIA 3Tam: 10-30%

2. Initial Contact (IlepBbIii KOHTAKT) - UTO mpoucxoauT: X0JI0HbIA 3BOHOK, email, LinkedIn outreach - Pe3ysibraT: HaznaueHa Bcrpevya

(discovery call) - Bagesen: SDR/BDR - Cpenusasa koHBepcHsi: 2-5% (0T KOHTAKTOB K BCTpeYaMm)

3. Qualification (KBasmuduxanua) - Yro mpoucxoaut: Discovery call, BoisiByieHure Gosieid, Gro/Kera, Ipoliecca NPUHATHS PeLIeHUud -

Pesyabptat: SQL (Sales Qualified Lead) — moaTBep:k/ieHO, 4TO 3TO peayibHasi BO3MOXKHOCTH - Biragesen: AE - CpexHas koHBepcus: 40-60%

4. Presentation/Demo (IIpeseHTanusa) - Yro mpoucxoaur: [[eMOHCTpauus NPOJIYKTa, Ipe3eHTanus pelieHus - Pedyabrar: KiueHt

noHuMaer value proposition u 3aunrepecoBaH - Biagesen: AE - CpeaHss KOHBepcUA: 40-50%

5. Proposal (Kommepueckoe npeajioz:kenue) - Uro mpoucxogut: Ornpaska JetanpHoro KII ¢ eHaMu, yeI0BHAMY, CPOKAMH - Pe3yrbTaT:

KiineHT H3yuaeT npeJyIoKeHUe, HAUXHAIOTCA IIEPEroBOPHI - Biaagesen;: AE - CpegHAa KOHBepcHA: 50-60%

6. Negotiation (IleperoBopsi) - Uro mpoucxoaur: CoriacoBanue ycJIoBUiH, paboTa ¢ BO3pakeHHsIMHU, BKIOYeHHe procurement/legal -
Pesyabprar: [locturayro ¢uHaipHOe corjamieHve - Baamesen: AE (mpu mojnepskke Sales Manager it KpyHHBIX c/iesok) - CpemHsasa

KOHBepcus: 60-80%

7. Closing (3akpsiTHe) - Uto mpoucxoauT: Ilo/nucanue 0roBopa, nepBbii wiarex, handoff B customer success - Pe3yabraT: Kinenr cran

maTamuM - Baagesen: AE + CS Manager - CpeaHaa koHBepcus: 80-90%

MaremaTuka BOPOHKHM: KaK paccuurarb Heoﬁxo,zmMoe KO/JINYEeCTBO JIUJ10B

O/1MH U3 TJIaBHBIX BOIIPOCOB /1Jist JTI060T0 MeHekepa: "CKOJIBKO JINZI0B HAM HYKHO, YTOOBI BBITIOJTHUTH KBOTY?"
Dopmyia:

HeobGxomumoe kommuectBo ymjoB = lleneBast Bblpyuka / (Average Deal Size x Overall Win Rate)

IIpumep: - KBapranpHas 1esb: $300,000 - Cpenuuii uek cienku: $15,000 - Overall win rate (ot SQL 1o closed-won): 25%

HeoGxogumo SQL = $300,000 / ($15,000 x 0.25) = 80 SQL
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Eciu konBepcusi or MQL k SQL = 50%, HyxHo 160 MQL

Ecm konsepcusi or lead x MQL = 30%, HyxHo 533 leads

3ro KPpUTHYECKU BaKHBIN pacuer. Ecnu BBl He 3HaeTe ot LII/Iq)pr, BbI HE MOXKETE yIIPAaBJIATD IIPOJAKAMU — BbI MOXKETE TOJIBKO HaZlIeAThCsA.

Apanranusa BOPOHKHU NOJ Pa3HbIe MOJeJIU MPOAANK

Transactional Sales (SMB, KOpOTKHI1 MK, HU3KHH YeK): - YipoieHHass Boponka: Lead — Qualification — Demo — Close - MeHbie

9TAIoB, OpIcTpee ABMKeHne - PoKyc Ha 0OBeMe U CKOPOCTH

Mid-Market Sales (cpexumii Uk, cpeagHuil uek): - Kiaccuueckasi 7-3TanHasi BOPOHKA - BasiaHc Mexkay o0beMOM M KayecTBOM - 2-3

CTEUKXO0J1/iepa B IPOIiecce MOKYIKH

Enterprise Sales (AINHHBINH IHMKJI, BBICOKUII UeK): - PaciiupeHHas BOpoHKa: fo6asssioTes aransl Tuna "Proof of Concept”, "Executive Buy-

In", "Procurement Review" - MHOKeCTBO CTEHKX0J1/1€pOB (5-10+ uesoBek) - DOKyc Ha KauecTBe U IJIyOMHE OTHOIIEHHUH

ITocTpoeHue BOPOHKU € HYJIA: IOIIAroBasA MeTOA0JI0TUA

IIar 1: KaprupoBanue customer journey

Hpeme YeM CTPOUTH BOPOHKY IPOJAXK, HY>KHO IIOHATH IIYTh KJIMEHTA (customer journey). Kak xiueHT IIpUHUMAET pelieHne o noxym(e? Kakue

3TaIlbl OH HPOXOHI/IT?

MeTOI[OJIOI‘I/I}I: 1. HpOBeZ[I/ITe VHTEPBBIO C 5-10 HEJABHUMU KJIIMEHTaMU 2. BBﬂaﬁTe BOIIPOCHI: - Korza Bbl BIIEPBbIE OCO3HAIU HpoGneMy? - Kak BbI
HCKaJIn pemeHHe? - Koro BbI MIPpUBJIEKAJIA K IIPDUHATUIO peLHeHI/IS{? - Kakue (baKTOPI:I BJIVAIA HA BBIGOP? - CKOJIBKO BPEMEHHU IIPOIIIO OT OCO3HAHUSA

1po6JieMsbl 70 TOKynku? 3. HaliiuTe maTTepHbI U 00IIKE STAIIbI
IIpumep u3 SaaS-KOMIIaHUU:

Customer Journey:

1. Oco3HaHue npoGIeMbl (TPUrrep: POCT KOMaH[bl, He3(h(EKTUBHOCTh TEKYIMX MPOLECCOB)
2. Wccrneposanne pemennii (Google, peer recommendations, G2/Capterra)

3. Shortlist 3-5 Benaopos

4. Jlemo m trial (1-2 Hepemn)

5. Koncencyc BHyTpu Komanabl (decision committee meeting)

6. IleperoBopbl ¢ procurement/legal (2-4 Hepemn)

7. llpunsTue pelieHus U 3aKynka

IIar 2: OnpeaesieHNe 3TANIOB BOPOHKH U KPUTEPHUEB Iepexoia

Kaxkplii oTall BOPOHKH JIOJDKEH MMeTh YeTKue KPUTEPUM BXOZa M BbIXoza (entry u exit criteria). 9To Ba’KHO JiIi KOHCUCTEHTHOCTU JJAHHBIX U

TOYHOCTH IIPOTHO3UPOBAHUSL.
IIpumep kpurepues Ajs 3rana "Qualification':

Entry Criteria (4To65I monacts Ha 3Tam): - CocTosuICs IEePBBIA KOHTAKT (OTBETH/IM Ha email wiu B3smu TpyoKy) - Coryacuinch Ha discovery

call - HasnaueHa KOHKpeTHasI aTa ¥ BpeMs BCTPEUn

Exit Criteria (uToGbI nepeiiTu Ha caexyiomuii stam): - I[Iposenen discovery call (MunuMyM 20 MuHyT) - IToaTBepKAEHBI 60K/ IPOGIEMSBI,
KOTODBbIE pelaeT Hall IpoAyKT - IloaTBepkzeH G6romxker (xots Obt ballpark) - MnenTudunupoBaHs! InIa, IPHHAMAIOLNHE peleHus - Onpe/eseHsl

cneayroye maru (06bIYHO — eMO)

Alternative Exit: - Disqualified (ue mogxozut o ICP, Het GrozizkeTa, Het authority) - Lost (He 3arHTepecOBaHbI, BHIOPAIN KOHKYPEHTA)

IIar 3: OnpeaesieHue BJIaZeabIeB (OWNers) 1 OTBETCTBEHHOCTH

JI7151 Ka)K/T0T0 ATaria JI0JI?KeH ObITh YETKHH BIIa/iesier:

dran Baapenery Yro pesnaer

Prospecting SDR/Marketing TeHepupyeT CIUCOK prospects, HavaabHbII outreach
Initial Contact SDR Xonoxusle 3BoHKH, email, LinkedIn, HazHauenue BcTpey
Qualification AE Discovery call, kBanuduxarus no BANT/MEDDIC
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Jran Baapneseny Yro pesraer

Demo AE IIpesenTarus IpoAyKTa, 06paboTKa BO3paskKeHHH
Proposal AE + Sales Engineer TToxroroska KII, tech specs, pricing
Negotiation AE + Sales Manager IleperoBopsl, pabota ¢ procurement
Closing AE + Customer Success Toxnucanue norosopa, onboarding

IIIar 4: Hacrpoiika Bopouku B CRM
TexHuuyecku BOPOHKa peanns3yeTrcsda B CRM-cucreme. OCHOBHbIE DJIEMEHTHI:

1. Stages (I')Tal'[])I): HaCTpOﬁTe 9Tallbl B TOYHOM COOTBETCTBHUU C BAaIlIUM IIPOIIECCOM. M36eraiite CIUIIKOM JAE€TAJIbHOTO HPOGJICHI/IH (10+ 9TaIloB

CJIOXKHO YIIPABJIATH) U CJIUIIKOM IPyOoro (3 arama He JAIOT IPAHy/IIPHOCTH).

2. Required Fields (o6a3aTesbHbIe 110J1A): /)15 epexo/ia Ha CJIEYIOLIHH 3Tall I0JDKHBI ObITh 3aII0JIHEHbI OIPe/ieieHHble oA, Hanpumep,

HeJb3s nepeiiTu Ha "Proposal” 6e3 3anosnennoro "Budget" u "Decision Date".

3. Deal Probability (BepoarHocTs 3akpsiTia): Kaxnomy srany HazHaudaeTcs BepoATHocTb. Hampuwmep: - Qualification: 10% - Demo: 25% -

Proposal: 50% - Negotiation: 75% - Closing: 90%
3ro ucnosbayeres s weighted pipeline forecasting.
4. Expected Close Date: Kax/as opportunity 10/5kHa IMETh 0KHUAEMYIO IaTy 3aKPBITHSA. Bes 5Toro HeBO3MOKHO TPOTHO3MPOBAHUE.

5. Deal Size: Cymma caenku. MoskHo ucniosib3oBath Annual Contract Value (ACV) mu Total Contract Value (TCV).

ITar 5: YcranoBiaenue benchmark merpux

TTocsie 3amycka BOPOHKU cOGEPUTE JaHHBIE 3a 1-3 MecsALa U ycranoBuTe baseline metpuku:
« KouBepcus Me:KAy KazKAbIM aTanoM (Hanpumep, 50% ot Demo k Proposal)
o CpeaHsasA JJINTEIBHOCTh Ha KAXKAOM JTane (Hanpumep, 14 1Heil Ha sTane Negotiation)
« Overall win rate (nanpumep, 23% or SQL 0 Closed-Won)

« Average sales cycle length (nanpumep, 67 1HEl OT IEPBOT0 KOHTAKTA /10 3aKPBITHS)

AT METPUKH cTaHyT BamuM baseline /i Gyayieii onTuMusanuu.

anaBJIeHne BOpOHKOﬁ: €KeJHCBHaA paGOTa MEHEIKEPpa

Pipeline Review: puTyaJs i KOMaH/IbI IIPOIAMK

Pipeline Review — 3710 CcTpyKTypHpOBaHHAsI BCTPeUa, HA KOTOPOI KOMaH/a 00Cy’K/AaeT Bce akTUBHBIE opportunities. 1o He mpocro status update, a

pabouast ceccusi 711 peleHust mpobsieM 1 pa3bJI0KUPOBKH C/IEIOK.
YacroTa: - ExenezienpHo (00513aTeIbHO) - B KOHIE KBapTasa — Kask/ple 2-3 THs - 3a HeJ[eJII0 /10 KOHI[a KBapTajia — €XeJHEBHO
®opmar (60-90 MUHYT 111 KoMaHabl u3 5 AE):
1. Quick wins (5 MuHyT): Clesiki, KOTOPbIE TOYHO 3aKPOIOTCS HA 3TOU HeJiesle
2. At-risk deals (20 MmuHyT): Cneixy, KOTOpble MOTYT COPBATLCS HJIH IIEPEHECTHCH
3. New opportunities (15 munyT): HoBbIe KpyIIHBIE CZIeJIKH B pipeline
4. Stuck deals (20 munyT): C/1e/IKH, KOTOPbIE /{0JIT0 BUCAT 0€3 JIBUKEHUs
5. Action items (10 muHyT): KOHKPETHbIE CIIEYIOIIME IATH JJIs1 KQXK/0U CAETKH
KirroueBbie BOIIPOCHI, KOTOPBIE 3a7a€T MEHEIMKEP:
« "Kro champion sToii ciesku? Kro economic buyer?”
« "Kakwue ecTb pucku? YTo MOXKeT IIONTH He Tak?"
« "KoHkypupyeMm Jiu Mbl ¢ keM-T0? Kakas nama differentiator?”
o "UTO KJIMEHTY HY:KHO ISl IpUHATHSA pernenns? Kakas nadopmanust orcyTcryer?”
o "PeasricTHYHA JIU ZjaTa 3aKPHITHA? [loueMy ThI TaK JiyMaerb?"

« "Kax 51 mory nmomous? HyxxHa s executive escalation?”
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Pipeline Hygiene: moaepxxaHie YUCTOTHI JAHHBIX

I'psA3Hble NAaHHBIE B BOPOHKE = IUIOXOe IIPOTHO3UPOBAHME = IUIoxue Ou3Hec-pemreHus. Pipeline hygiene — aro aucnuminna nopmepaHus

AKTYaJIbHOCTU U TOYHOCTHU JaHHBIX.
l'[paBmla TUTUE€HbI BOPDOHKU:

1. PerysisipHoe oGHOBIeHMe: Kax/as opportunity 0/oKkHa OOHOBIATECS MUHUMYM pa3 B Hesenno. Cueiku 6e3 akTUBHOCTH 14+ JHEH JI0JKHBL

OBITh IIEPECMOTPEHBI.

2. PeasrncruyHbie AaThbl 3AKPbITUA: Ecnu nara mpo1ia, a ¢AejJIKa He 3aKpbl1ach — obHOBHTE Aary uin saxpoﬂTe kak lost. He Talure "30M0OH-

cpenku” U3 Mecsia B MeCII.

3. Ynanenue MEPTBBIX JIUA0B: C,ELGJIKI/I, II0 KOTOPBIM HET OTBETA OT KJIMEHTa 30+ L[Heﬁ, JAOJIKHBI OBITH 3aKPBIThI KaK lost. MoskHO TOMETUTH AJIs

IIOBTOPHOI'O KOHTAKTa 4€pe3 3-6 MeECALEB.

4. IIpaBuibHaa kareropusanus closed-lost: Koryia 3akpsiBaere ¢/1e/IKy Kak IPOUTPAaHHYIO, BCEr/ia yKa3bIBaiiTe IPUYMHY: - Lost to competitor

(yxazath kakomy) - No budget - No decision (status quo) - Timing (postponed) - Bad fit
3t0 3071010 U151 win/loss aHas3a.

5. Consistent deal stages: IIposaBupl He /I0JKHBI [IEPECKAKMBATH YePe3 HTAIbl MJIM BO3BPAIATHCS Hasay| 6e3 000CHOBAHUsL. DTO UCKaKAET

METPUKU KOHBEPCUU.

MEDDIC Framework: riry6okxas kBaaudukanus opportunities

Jlns B2B ciesiok cpeziHero M BBICOKOTO YeKa OJHOM M3 JIyYIIHX MeTooJIoruil kBanuduxanuu asiasercs MEDDIC. 9to yexyiucT U3 6 971€eMEeHTOB,

KOTOPBI€ JOJI’KHBI OBITh HAeHTH(DHUIIUPOBAHBI /IS KAXK/0H cepbe3HOi opportunity:

M — Metrics (MeTpuku) Kakve 6u3Hec-MeTPUKH KJIMEHT X04eT yuryamuTb? Hackosapko? B kakoii cpok? - IIpumep: "Cokparuts time-to-market

HOBBIX Gud ¢ 6 10 3 Mecanes” - [Ipumep: "YBeauuuTs conversion rate Ha caiite ¢ 2% 110 4%"

E — Economic Buyer (9xoHoMHuueckuii nokymnaress) Kro Biazeer 61o/xetom u nmeet authority ckazats dpunanbaoe "1a"? - O6p14HO 310 VP

wiu C-level - Baxkno: He TOT, KTO 6y11eT II0JIb30BAThCA IIPOAYKTOM, a TOT, KTO IIOAIIUCBIBAET Y€K

D — Decision Criteria (Kpurepuu npuHATHA pemeHusa) 1o KaKuM KPUTEPUSAM KJIHEHT Oy/eT OleHMBAaTh U CPAaBHHUBATH DEIIEHH? -
DYHKIMOHAIBHOCTb, II€Ha, IPOCTOTAa BHEPEHNU, [O/yIepskKa, track record, security, compliance? - Kakue kpurepuu camble Baxkuble? Kakue deal-

breakers?

D — Decision Process (IIpouecc npuHaTua pemreHua) Kakue Imaru KJIHEHT JOJDKEH IPOWTH oT "MHe HpaBures' 710 "nmaBaiire
noznucsiBaeM'"? - Kto nomken ogobputs? B xaxoil mociegoBaressHocTu? - HykHO 1 Iopuandeckoe onobpenue? Procurement review? Technical

evaluation? - Kakue timeline?

I — Identify Pain (MaenTudunuposannan 60Jb) Kakas koHkpeTHas pobieMa/6oIib 3acTaBisgeT KIHeHTa UCKaTh pelleHne? - bosb 1o/mkHa

ObITh critical u urgent - He features, a problems: "MebI Tepsiem $100k/mecsin; uz-3a downtime"

C — Champion (YemmnuoH) Kro BHyTpu OpraHH3allM{ KJIMEHTAa IIPOJIAeT Ballle DellleHHe APYTHM CTelKxosjepaM? - Y Hero ecrb power,

credibility, access k economic buyer - On iuuHO 3aUHTepeCcOBaH B ycIexe mpoekTa (career advancement, pelrenue cBoeii 60J1u)
Kaxk ucnoaszosars MEDDIC:

B CRM co3paiire moss s kaskaoro asemenTa MEDDIC. Opportunity He Moxker mepeiiT Ha atan Proposal 6e3 3amosiHeHust Beex 6 971eMEHTOB. ITO

IIOBBIIIAET Ka4YE€CTBO pipeline U TOYHOCTDH IIPOTHO3UPOBAHUA.

AnasruTuka BOPOHKM: MECTPUKH U ONITUMU3AITUA

Key Metrics /iyis1 Kax0ro 3tana BOPpOHKH

Top-of-Funnel Metrics: - Lead Volume: KosnyecrBo HOBbIX nioB - Lead Source Distribution: Otkyza npuxossar suasl (organic, paid,

referral, outbound) - Lead Response Time: Kak 66icTpo SDR 06pabaThIBatoT HOBBIH Jin/ (11€JIb: < 5 MHHYT)

Middle-of-Funnel Metrics: - MQL to SQL Conversion Rate: IIpouneHT MapKEeTHHIOBBIX JIMZOB, KOTOpPbIE CTaHOBATCS sales-
kBanudunrpoBanusiMu - Demo-to-Proposal Conversion: IIpomnenT emo, KoTopble nepenuin B otupasky KII - Average Stage Duration:

CKOJIBKO JIHEH ¢/1esIKa IPOBO/IUT Ha KaK/[OM JTalle

Bottom-of-Funnel Metrics: - Win Rate: IIporeHT 3aKpbITBIX CZEJIOK OT Bcex opportunities - Average Deal Size: CpenHuii uek 3aKpbITOI

crenik - Sales Cycle Length: Bpems ot SQL o closed-won
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Overall Pipeline Metrics: - Pipeline Coverage Ratio: Ornonrenue pipeline value x quota (onTumansso 3-5x) - Pipeline Velocity: Cxopocrs

reHepaiuu BeIpyuku (bopmysia B Ypoke 1.1) - Forecast Accuracy: Hackobko TOYHO BB IporHosupyere (1esin: 85%+ accuracy)

JlnarHoCTUKa MPOOJIEM: UTO JiesiaTh, €C/TA BOPOHKA "Teuet"
IIpoGaema 1: Huskasa kouBepcus ot Lead k Meeting

JlnarHocTuka: - CiyiaiiTe 3aIIiCH XOIOAHbIX 3BOHKOB - AHAIN3UpyiiTe email open rates u reply rates - [IpoBepbTe KauecTBO JIH/OB (IIPABUIBHBIN

o ICP?)

Bo3MO:KHbBIE€ pelleHHs: - YJIYUIIUTh CKPUITHL XOJOJHBIX 3BOHKOB - IlepconanmsupoBarh email outreach (me generic templates) -

CkoppexkTuposatb ICP, paborats ¢ 60s1ee kBaudUIUPOBaHHBIME JIUAAMHU - A/B TecTpoBaTh messaging
IIpoGaema 2: Huskas kouBepcus ot Demo k Proposal

JlnarHocTuka: - AHamusupyiite 3amucu gemo (ecmu ucmoibsyere Gong mau Chorus) - ITpoBomute post-demo debriefs ¢ mpomaBmamu -

CrpamuBaiiTe KJIHEHTOB, KOTOPbIE He IIPONLTH Aassiie nocie femo (feedback surveys)

Bo3Mo:kHBIE pemieHusA: - YiyduuTh discovery mepez gemo (4To6bl eMo 6buto pesneBaHTHBIM) - OGyunth AE nemoHcTpupoBath value, a He

features - CoxparieHue JIHHBI 1eMO (30 MUHYT 4acTo JIydlile, 4eM 60) - BoBieuenue decision maker B 1eMo, a He TOJIBKO II0JIb30BaTe N
IIpoGaema 3: JIIMHHBIN UKJ CAEIKH (CAEJIKH 3aCTPEBAIOT)
JAuarHocruka: - Kakoi atan camblil UTHHHBIH? - Ha kakom sTare Tepsiercss momentum? - YTo rOBOPSAT MPO/ABIIEI O IPUYUHAX 3aCTPEBAHUS?

BoamoskHbIe pemieHus: - Eciu 3actpeBaer Ha Proposal: Bo3MoxkHO, mipo6siema B ciioskHocty KIT uinu niene - Ecn 3actpeBaer Ha Negotiation:
obyuuTe posaBIOB paboTe ¢ procurement - Ecin 3actpeBaer Ha Decision: Bo3MO»KHO, Het urgency win Her champion - Cospgaiire playbooks mis

YCKOpEHUsI KOHKPETHBIX STAIIOB
IIpoGaema 4: Huskuii win rate

Juar"ocruxa: - IIposozure win/loss ananus (uHTepBbIO ¢ Won 1 lost deals) - CpaBHHTE XapaKTEPUCTUKK BBIUTPAHHBIX VS IIPOUTPAHHBIX C/IEJIOK -

AHann3 KOHKYPEeHTOB: KOMY Yallle IPOUrPhIBaeM?

Bo03MO:KHBIE pelIeHHs: - YJIYyYlIIUTh KBaInduKanuo (He TPaTUTh BPEMS Ha IUIOXO IMOJXOASINUE JIH/bI) - Ycwiuth value proposition u

differentiation - O6yuenue pabote ¢ Bo3paskeHusmu - Competitive positioning (battle cards npoTuB 0CHOBHBIX KOHKYPEHTOB)

A/B TecTuUpOoBaHUE B BOPOHKE IIPOJAIK
Tak JKe, KaK MapKeTOJIOTH TECTUPYIOT landing pages, mpoaaBlbl JOJIXKHBI TECTUPOBATDH 3JIEMEHTBI BODOHKH:

Y10 MOKHO TeCTUPOBaTh: - Pazusle call-to-action B email outreach - Timing 3B0HKOB (yTpO VS ZIeHb VS Beuep) - JJJIUTeTbHOCTH /1eMo (30 MUH VS

60 muH) - Popmar KII (PDF vs nnTepakTuBHbIi proposal B PandaDoc) - Pricing presentation (start with highest tier vs start with middle tier)

Merogosrorus: 1. Beibepure 0/iHY epeMeHHYI0 /il Tecta 2. Pazziennte KoMaHAy Wiu juzsl Ha rpynnbl A u B 3. Tectupyiite MUHUMYM 30-50

interactions B Kaxkzo¥i rpymre 4. Fi3mepsiiite KOHBepcHio 5. BHepsiiTe winning variant i Bceif KOMaH bl

HpOI[BI/IHyTI)Ie KOHIEIIINN: MHOTOYPOBHEBBIC BOPDOHKHA

HapaJIJIeJIbeIe BOPOHKMH /11 PaAa3HbIX CETMEHTOB

B 3pesibIx OT/1es1aX [IPO/IaXk YaCTo MCIOJIb3YIOTCs Pa3Hble BOPOHKH s PA3HBIX CETMEHTOB KJIMEHTOB:

IIpumep: SaaS-kOMNIaHUA ¢ TPEMA CETMEHTAMMU:

SMB Funnel: - Kopotkasi (5 atanos) - Beictpast (15-30 zneit cycle) - Huskuii touch (self-service demo, automated emails) - ACV: $5k-20k

Mid-Market Funnel: - CranznaptHas (7 atamnoB) - Cpenuss (30-60 nueit cycle) - Medium touch (mepconansnoe demo, KII, negotiation) - ACV:

$20k-100k

Enterprise Funnel: - Pacuiupennas (10+ stanos) - JiinaHas (90-180 jHeii cycle) - High touch (multiple demos, POC, executive engagement) -

ACV: $100k+

Kaskzast BOpoHKA HMeeT cBou MeTpuky, benchmarks u best practices.

Post-Sale Pipeline: Expansion u Retention

CoBpeMeHHbIE SaaS-KOMIIAaHUH YacTO CO3/IAI0T OT/IeJIbHYI0 BOPOHKY UIs existing customers:
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Expansion/Upsell Pipeline: - Stages: Renewal Risk Assessment — Upsell Opportunity Identified — Proposal — Negotiation — Closed-Won -

Baapesen: Customer Success Manager wiu Account Manager - Merpuku: Net Revenue Retention, Expansion Rate, Churn Rate

IToueMy 5TO BakHO: I SaaS-OHM3HECOB expansion revenue 4acTo COCTaBJIAeT 30-50% oOT total revenue. Be3 ympapeHHs 5TOH BOPOHKOH BBI

OCTaBJIA€TE J€HbI'U Ha CTOJIE.

HNHCTpYMEHTSHI AJIs BU3YATU3AIUH H YIIPABJIE€HUS BOPOHKOM

CRM Dashboards

Salesforce: Standard Pipeline Dashboard + custom reports HubSpot: Deals Dashboard ¢ ¢punsrpamu o stanam, BiaagensnaM, gatam Pipedrive:

Visual Pipeline View ¢ drag-and-drop

Must-have ssemenTsr dashboard: 1. Pipeline value o aramam (bar chart) 2. Weighted pipeline (yautsiBast BeposiTHOCT 3akpbiTusi) 3. Deals

closing this month/quarter 4. Kousepcust mexxzy aranamu (funnel chart) 5. Average deal size trend 6. Win rate trend

Specialized Sales Analytics Tools

Clari: IIpoxBunytsiii forecasting u pipeline analytics InsightSquared: BI mis sales data, predictive analytics Tableau/Power BI: Custom

dashboards s rryGokoro ananuza

ot HUHCTPYMEHTBI CTOAT OPOTO ($50-15O Ha I10J1Ib30BaTeJIA B MeCHLl), HO OIIpaBJIaHbI JIUIA KOMaH/l 20+ IPO/IaBIOB.

Keiic-cTragu: onTuMmusamnusa BOpouku B B2B SaaS

Kommnanusa: Mid-market B2B SaaS (project management tool), komanza 8 AE, kBapraipHas quota $1.2M
IIpo6GJiema: BoImoHAIOT TOJIBKO 65% KBOTHI, win rate ymas ¢ 28% /10 19% 3a mocsieiHre iBa KBapTasa.

Ananms: 1. Pipeline coverage: 2.1x (Hy»xH0 MuHuMyM 3X) 2. Kousepcust Demo — Proposal ynasna ¢ 55% 1m0 38% 3. Average sales cycle Beipoc ¢ 52 /10

68 nHeit 4. 40% lost deals yiwu B "no decision” (status quo)

T'unoressr: - HeyrocraTouno yinos (Hu3kuil pipeline coverage) - Ilinoxas kBasndukanus nepes 1eMo (eMo He pesieBaHTHBI) - OTCYyTCTBHE Urgency

y kauenToB (no decision)

JeiicTBus: 1. YBeanuenue top-of-funnel: - Haiim gonosnauTensaoro SDR - 3amyck outbound campaigns B HoBble verticals - Iesnb: +50% SQL B

CJIE/IYIOIEM KBapTaie

1. YayumeHue KBaauuKamum:
2. Buegpenne BANT framework a1s1 Bcex demo

3. Demo HazHauaercs Tos1bK0 ety identified pain + budget + timeline
4. O6yuenue AE discovery skills (2-/1HeBHBIII TPEHUHT)
5. Co3manue urgency:

6. Jlo6asienue limited-time offers (10% discount ecsiu 3aKkpbIBaeM B 3TOM KBapTaJIe)
7. ROI calculator B npe3enTanusx (mokassiBaem cost of inaction)

8. Multi-threading: BoBeyeHuE executive SpONSOrs paHblile B PoIecce

PesyapTaThl yepes 2 kBapTaJa: - Pipeline coverage: 3.8x - Win rate Boccranosuics 10 25% - Kousepcus Demo — Proposal: 48% - Average sales

cycle: 58 nHeii - Quota attainment: 89%

Kirouepoii takeaway: mpo6JieMbl B BODOHKE PEIIAIOTCs CHCTEMHO, a He OZHUM "cepebpsiHOi mmysteit".

3akJaro4yeHue

BopoHKa mpojak — 3TO He CTaTHYHAsA CXeMa B IPe3eHTAlNH. DTO JKUBONH MHCTPYMEHT, KOTODBIH TpeOyeT IOCTOSHHOTO BHUMAHUSA, aHAIN3A U

ONTHUMU3AIHH.
KitroueBble IPUHITUIIBI YIIPABIEHUSI BOPOHKOM:

1. YeTKHe 3Tanbl 1 KPpUTEPUHU nepexoaa. Kax/plil B KoMaH/ie 10/KeH OZJUHAKOBO IIOHUMATh, UTO 3HAYUT KasK/[bIi ATaIl.

23



2. iamepsiite Bcé. KonBepcuy, UTUTEIBHOCTD 3TAIOB, win rate, pipeline coverage.

3. Pipeline hygiene — 310 He onus. I'ps3HbIe JaHHBIE = IJIOXHE PEIIEHUs.

4. Peryasipubie Pipeline Reviews. 910 He HOpMasbHOCTB, a pabouast Ceccust JIs PEIEHs TPOobIIeM.
5. HempepbsiBHas onTuMusanusa. A/B tectupyiite, anaIusupynre, yaydiiaire.

B crepyromem ypoke Mbl Iiyboko morpysumcs B mnocrpoenrie Ideal Customer Profile (ICP) u kBanmdukamuio JaugoB — (yHAaMEHT ist

3¢ HeKTUBHOIN BOPOHKHU.

IIpakTHUueckoe 3alaHue:

1. ITocTpoiiTe BOPOHKY IPOAAK /Ul Ballell KOMIAHWM (MM THIIOTETUYECKOro Npojykra). Ompeziesiute 5-7 3TANOB ¢ YETKHMHU KPUTEPUSIMHU

nepexoza.
2. PaccumraiiTe, CKOJIbKO JIH/IOB BAM HY’KHO B MECSIII, YTOOBI IOCTUYD target BIpyuku. Vcrosbayiite GopMyJIy U3 ypoKa.

3. IIpoananusupyiiTe TeKyIIyI0 BODOHKY (€C/IH €CTh JOCTYII K JAHHBIM): KAKOH HTAIl UMeeT caMylo HU3KYI0 KOHBepcHIo? IIpe/yioxKuTe 3 THIIOTE3HI,

IIo4YeMy 3TO IIPOUCXOUT, U ZleﬁCTBHﬂ JJIA YIIydIIeHUA.

I'nasa 3. Uaeanpusbiii npodmwib kiauenTa (ICP) u ksamuduramua JUI0B

IMouemy ICP — 310 pyHAAMEHT BCEX MPOJAK

O,E[Ha U3 CaMBbIX OOPOTHUX omuboK B npogaXax — TPaTUThb BpeMsA Ha HENOAXOAAINUX KJIMEHTOB. HponaBeu MOXKET IIOTPAaTUTh MeCAIL] Ha CACJIKY,
IIPOBECTHU IATH BCTPEY, IOATOTOBUTH [JI€TAJIbHOE IPEIJIOKEHUE, U TOJIbKO Ha (l)I/IHaJILHOM dTalle BBIACHUTCA, YTO y KJIMEHTa HET 6}011>1<eTa, HET

authority wiu npoaykT BooOIie He pelaer ero npodiemy.

Crarucruka GoJsn: Ilo nanHbIM uccenoBanus InsightSquared, 50% moTeHIMAIBHBIX KJINEHTOB B pipeline He IOXOAAT /IS BaIIero IPOZYKTa.

Sales reps TpaTAT B CpeIHEM 40% BpPEMEHHU Ha JIN/Ibl, KOTOPbIE HUKOT/Ia HE KOHBEPTUPYIOTCA B IVIATAIIUX KJIUEHTOB.

Perenue aToit mpobemsr — uetko onpeaeneHusiil Ideal Customer Profile (ICP) u cTporast kBauduKaIus JH/I0B.

Yro Taxkoe ICP 1 uem oH oTsinuaercsa ot Buyer Persona

ICP (Ideal Customer Profile) — 510 onucanue xommnauuu (s B2B) win tuna kiuuenrta (st B2C), KoTopas MOJIydaeT MaKCHMaJIbHYIO

LIEHHOCTH OT BallIero INpoAyKTa U IIPUHOCUT MaKCUMaJIbHYIO IIEHHOCTDH BallleMy 6I/I3HeCy.
Buyer Persona — 5To onucaHue KOHKPETHOTI'O YeJIOBEKa BHYTPU KOMIIaHUH, KOTOprﬁ BJINSET HA PEHIeHNe O IIOKYIIKe WU IIPUHUMAET ero.

KioueBoe pasinune: - ICP orBeuaer Ha Bonpoc: "C KakuMH KOMIIAHUAMEI HaM paboTaTts?” - Buyer Persona orBeuaer Ha Bompoc: "C keMm

BHYTDH 5TOU KOMIIAaHUU PAa3roBapuBaTh?"

IIpumep ICP pana B2B SaaS (IpoekT-MeHea:KMEHT MHCTPyMeHT): - Munycrpus: IT, Software Development, Digital Agencies - Pasmep
KOMIIAaHUHU: 50-500 COTPYAHHKOB - BpIpyuxa: $5M-50M romoBbix - I'eorpadmsa: CIIA, Kanama, 3amagnas EBpoma - TeXHOJIOIMYeCKHU CTeK:
Hcnonbayior obnaunblie cepBuckl (AWS/GCP/Azure) - Bosnu: I[Ipo6ieMsl ¢ KOOpAUHALMEH pacHpe/ie/IeHHBIX KOMaH/I, OTCYTCTBHE IIPO3PAYHOCTH B

mpoekTax - Budget capability: $10k-100k rogoBoit KoHTpaxT

IIpumep Buyer Persona s Toro ke mpoaykra: - Pons: VP of Engineering miu CTO - Bospact: 35-50 jeT - O6pasoBanue: TexHHueckoe
(Computer Science, Engineering) - Llenu: YBenuuuTs ckopocTh delivery, yaydiuTs npeickasyeMocTb IPOEKTOB, CHU3UTh burnout komauabl - Bosu:
Komanza pasbpocaHa o 4acoBbIM II0sicaM, CJIOXKHO OTCJIeXKHMBATh mporpece, stakeholders mocrosinHO crnpammBaior cratycst - HpopmannoHHbIe
ucrounnku: Hacker News, TechCrunch, LinkedIn, industry conferences - Bospaxenusi: "V Hac yxke ecrb Jira", "CAMIIKOM CJIOKHO MEHSTHh

npoueccer’, "HeT Bpemenu Ha onboarding”

KiaroueBasa mbiciab: ICP cyxaer ppIHOK /10 Hanbosiee MOAXOAIIUX KOMITaHUH. Buyer Persona momoraer nepcoHaJIM3UpOBaTh messaging 1

outreach 7/1s1 KOHKPETHBIX JIIO/IEN.
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IToctpoenue ICP: monraroBass METOOIOTHA

ITar 1: AHAJTU3 CYIEeCTBYIOIUX KJIHEHTOB (e€C/Ii OHU €CTh)

Eciu y Bac yke ecTh KJIMEHTCKas 6a3a, HAUHWUTE ¢ aHaIM3a best customers — Tex, kto: - meer camsriii Boicokuit LTV (Lifetime Value) - Nmeer

camblit HU3KHii churn - BeicTpee Bcex BHeIpUIIN MPOAYKT (short time-to-value) - /lator syurnnii NPS (Net Promoter Score) - I'enepupytor referrals

Mertogosrorus: 1. DKCIIOPTUPYHTE JaHHbIE 0 Beex kianeHTax u3 CRM 2. JTo6assre Merpuku: LTV, churn, NPS, time-to-value, expansion revenue 3.
PanyxupyiiTe KJIMEHTOB 110 COBOKYITHOCTH 3TUX METPUK 4. BodpmuTe TO1-20% KIneHToB 5. HaiiiuTe obimue narrepusl: - Kakue unaycrpun? - Kakoit

pasmep kommnaHuii? - Kakue 6o oHM pernanu? - Kakue tpurrepsl npuBesu K nokymke? - Kro 6sutu decision makers?

IIpumep aHaIM3a:

KiueHT LTV Churn Risk Industry Size Primary Pain

Company A $150k Low SaaS 200 Remote team coordination
Company B $180k Low Digital Agency 120 Client reporting

Company C $140k Low SaaS 350 Sprint planning

Company D $35k High Retail 50 Basic task management
Company E $40k High Consulting 30 Project tracking

IlaTTepH OueBH/IEH: JIyUllne KINeHThl — 9T0 SaaS u Digital Agencies pazmepom 100-350 4eJI0BEK ¢ GOJIAME BOKPYT KOOPAMHAIIUN PACIIpezie/IeHHbIX

KOMaH/I.

IIIar 2: Oupexaesenue firmographics (myis B2B)
Firmographics — aTo semMorpaduueckue xapakTepHCTUKU KOMIaHU. OCHOBHBIE IApAMETPBbI:

1. Mapycrpus/Beprukans - lllupokue xareropun: Technology, Healthcare, Finance, Manufacturing - ¥skue Humm: B2B SaaS, E-commerce,
FinTech, EdTech

2. Pazmep kommaHuu - [10 KOJIMYECTBY COTPYAHUKOB: 1-10 (startup), 11-50 (small), 51-200 (SMB), 201-1000 (mid-market), 1000+ (enterprise) -

ITo BeIpyuke: $0-1M, $1-10M, $10-50M, $50-200M, $200M+
3. I'eorpadus - CtpaHsbl, PETHOHBI, TOPO/Ia - BasKHO /71 TOHUMAaHUSA YaCOBBIX ITOSICOB, A3BIKOBBIX 6APbEPOB, PErYJIATOPHBIX TPEOOBAHUI
4. Cragus kommanuu - Seed, Series A-D, Pre-IPO, Public - Bootstrap vs VC-backed

5. TexHonornueckuii crek - Kakive MHCTPYMEHTHI YK€ HCIOJIB3YIOT (BaXKHO 7yist MHTErpanuii) - MoxxHo Haiitu uyepes BuiltWith, Datanyze,

ZoomlInfo

6. Hiring activity - AxTuBHO HaHHMAaOT (MHIUKATOP POCTa) MIX HaobopoT (MHAMKATOp mpobsiem) - MoxkHO oTciexkuBaTh depe3 LinkedIn,
AngelList, job boards

7. Funding events - HexgasHo npusiexin payHza GUHAHCHPOBAHUA (TPHUITEp [JIs MOKYIKHM HOBBIX MHCTPyMeHTOB) - Mcrounuku: Crunchbase,

PitchBook

ITar 3: Oupenesenue psychographics u behavioral traits
ITomumo "KeCcTKUX" XapaKTEPUCTUK, BaXKHbBI "MATKUe":

1. Bosin u BBI30OBBI - Kakue KOHKPETHBIE HpO6JIeMbI HCIIBITBIBAET KOMIaHuA? - Hackoapko st HpOﬁerMbI KpI/ITH‘{HbI? - Yro IIPOUCXOUT, €CITN

OHH He PeIaTcsa?
2, Ilesi 1 IPUOPHUTETHI - POCT BBHIPYUYKH, CHIKEHIE U3/IEPIKEK, yIydllleHue customer experience? - UTo U3MepSIOT KaK ycrex?

3. ITokynarenbckoe moBeaeHue - Kak IpUHUMAIOT PEIIeHHs O MOKyIKe? - JIIMHHBIN [IUKJI COTJIACOBAaHUH WK ObIcTphIe perteHust? - CKIOHHBI K

unHoBanuaM (early adopters) niu KoHCEpBATUBHBI?
4. TexHosioru4yeckas 3pesocTs - Digital-first komnanuu vs tpagunuonssie - McnossayioT coBpemenHsli tech stack vs legacy systems

5. KopnnoparuBHas kysasrypa - Startup xyssrypa (6bicTpble pelieHus, skcrepumeHnTupoBanue) - Corporate Kyssrypa (mporecesl, compliance,

risk-aversion)
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IIar 4: Negative ICP — xoro HE GpaTh B KJIME€HTbI

Tak 2ke BaxHO, Kak positive ICP, onpeznenuts negative ICP — xapakTepUCTHKH KJIUEHTOB, ¢ KOTOpbIMH Bbl HE xoTHTe paboTarh, IOTOMY YTO OHH: -

Hmeror BbICOKHH churn - Tpe6yioT HEIPONOPIHOHAIBHO MHOTO support - He MoryT mo3BouTs ceGe Bamr mpogykT - He mostygator value ot mpozykra

l'[pnMepr negative ICP: - KomnaHuu MeHbIIe 10 YeIOBEK (CJ'II/II_[IKOM MaJibl, HET GIOZL)KGTa, qacro BaKprBaIOTCS{) - OHpeZ[eJIeHH])Ie UHAYCTPHUHU C
PEeryjIATOpHbIMU OTPAaHUYEHUAMU, KOTOPbIE Ball IIPOAYKT HE MOXKET YJOBJIETBOPUTH - KOMl'IaHI/II/I, HCIIOJIB3YIoIe KOHKypI/IpyIOHIHﬁ IPOAYKT C

noarocpourbiM koHTpakToM (low probability of switch) - T'eorpaduu, rze y Bac Her legal entity u He Moxkere poiaBath

Coser: He 6oiiTech OTKa3bIBATHCS OT IIJIOXO NOAXOOAIUX JINJTOB. Ka)mblﬁ qac, HOTpa‘leHHbIﬁ Ha IUIOXOH JIAA — 3TO 4ac, He HOTpa‘-leHHI:Iﬁ Ha

XOPOILIHH.

Iar 5: Bammpanusa ICP yepes TectTupoBaHue
ICP — 310 TUIIOTE3a, KOTOPYIO HY>KHO IIOCTOAHHO TECTUPOBATH U OOHOBJISATH.

MeTonoJioruda BaJiujanuu: 1. 3amycTute IeseByio outbound xammanuio Ha ICP cerment 2. M3mepbre response rate, meeting booking rate,

conversion rate 3. 3amycrure napajuieabHy0 kKamnauuio Ha slightly different cerment 4. CpaBaute pesysibrarhl 5. Iterate

IIpumep: - Kammanus A: SaaS komnanuu 50-200 yesnoBek (ICP) - Kammanus B: SaaS xomnanuum 200-500 4YesIoBeK (TeCT paclIMpeHHs) -

Kamnanus C: Digital Agencies 50-200 uesioBek (TeCT APYroil BEpTHKAIIN)

Uepes 30 AHeH aHAIN3UPYUTe: Kakas KaMIIAHUA Jaja JIydllne Pe3y/IbTaThl 10 BceM MeTpukaM? JTo u ects Bam validated ICP.

Lead Qualification Frameworks: or BANT go MEDDIC

ITocse Toro kak BbI onpesesnunu ICP u yinz nomnazaer B Ballly BOPOHKY, HY)KHO €0 KBaIH(UIIMPOBATh — HOATBEPAUTD, YTO 3TO JE€HCTBUTEIBHO

xoporiasi opportunity.

BANT: xiaccuueckni framework
BANT — opun u3 crapeiimux (IBM, 1950s) u Hau6oJiee pacIpocTpaHeHHBIX (HPeIMBOPKOB KBATH(UKAIIHH.
B — Budget (broaxker) - Ectb 1 y kineHTa 610/1keT Ha perenne? - Kakos pazmep 6ro/pkera? - Otkyzna 6epercs 6rosket (kakas budget line)?

Bomnpocsl s BhIABJAEHUA: - "Kakoil 610/7KeT BbI 3A/I0KIIA HA pelieHue 3Toi mpobiaempr?” - "Eciu mbl mokaxkem ROI, ecThb i BO3MOKHOCTh

yBenmuuTh Oro/pKet?" - "3 Kakoro 6ro/pkera Gyzer omwtata — departmental wiu centralized IT?"

A — Authority (IToxaHomoumns) - Kto npuauMaer (puHaIbHOE PElIeHne O MOKyNKe? - PazropapuBaere Ji Bbl C 3TUM 4YesioBekoM? - Kro ere

BJIMAET HaA peme}me?

Bomnpocsr: - "KTo kpome Bac OyzeT yuacTBOBaTh B IPUHATHH pernenus?" - "Kakoii mporece 0106peHus IOKyNKY B Bamiei kommaunuu?" - "Bpuin i

cJIydau, KOTZja Bbl pEKOMEH/I0BaJIU TIOKYIIKY, HO OHa He Obl1a 0106pena?”
N — Need (ITorpeGHOCTB) - Kakast KOHKpeTHas n1pobsiema/60s16? - HackoIpKo OHa KpUTHYHA? - YTO MPOUCXONT, ECIIH IIPOOIeMa He PEInaeTcs?

Bompocsr: - "Pacckaxkure 0 CUTyallud, KOTOpasi IPUBesia Bac K MOHMCKY pemieHus?" - "Kak fosro ata mpobiema cymiecrByer?” - "Uto BbI yiKe

npo6oBasy /171 pereHusA?" - "UTO IPOUCXO/IUT, €CJIU BB He PEIINTe 3TO B Ourkaimue 3-6 Mecanes?"”
T — Timing (Cpoxmu) - Korza KIneHT IIaHUPYeT IPUHATD peleHue? - EcTb u ie/y1aiine! win Tpurrepsi? - Hackosbko aTo urgent?

Bompocsr: - "Korza BbI XoTuTe UMeTh perrenre up and running?" - "EcTb i1 cOGBITHA, KOTOPBIE JIeJIAIOT 9TO Urgent? (KOHeI] KBapTasa, BaXKHBIH

npoekt, compliance deadline?)" - "Yrto npousoii/er, eciu Bbl OTJIOXKHTE peliieHre Ha 6 Mecsies?"”

Orpannuenns BANT: - Ciumkom transactional uis coBpemenHsix complex B2B sales - He yuurtsiBaer MHOXKecTBeHHBIX stakeholders - ®oxyc Ha

features/mpozykre, a He Ha pellIeHHH TPOOJIEMbI KJIMEHTa

MEDDIC: aisa complex B2B sales
MEDDIC 6osee riy6okwmii framework jyist ciroxkabix B2B npopask (1moapo6Ho paceMoTpeH B Ypoke 1.2). HaroMHio cTpyKTypy:

« M — Metrics: Kakue 6usHec-MeTPUKU KJIHEHT XOUeT YIyUIIUTh?
« E — Economic Buyer: Kro Biazieer 6roxetom?
« D — Decision Criteria: ITo kakuM KPUTEPUAM OL[EHUBAIOT?

« D — Decision Process: Kakoii pouecc IpuHATHS PEIIeHHs?
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o I — Identify Pain: Kakas kputnueckas 60J15?

« C — Champion: Ko BHyTpeHHUIT afiBOKAT?

MEDDIC npenmnoururesiet fyisi: - Deal size $50k+ - Sales cycle 60+ nueii - MHoxkecTBeHHbIe decision makers (3+ people) - Complex, technical

products

CHAMP: customer-centric moaxoy,

CHAMP — 6oJtee coBpemenHas aibrepHatuBa BANT, ¢ pokycom Ha mpo6eMbl KJIHEHTA.

C — Challenges (Bs130Bb1) - Haunnaem ¢ mpo6JieM, a He ¢ Gro/Kkera - Kakue BBI30BbI HCIIBITHIBAET KJIHEHT? - [JIyboKoe oHMMaHue context
H — Authority (ITotHOMOuns) - AHasiorugyso BANT

M — Money (Jdenbru) - Buecto "ects jin 610/pxeT?" BOpoc "KakoBa cTouMocTh pobiiembl?” - ®okyce Ha ROI u business case

P — Prioritization (IIpuoputn3sanus) - HackoybKo pelileHre 3Toi 1pobieMbl IPUOPUTETHO JJist KJIneHTa? - KOHKypHpYyeT Jin 3TO 32 Pecypebl/

BHHUMaHUe C IpyruMu I/IHI/IIH/IaTPIBaMI/I?

CHAMP xoporo paboraer 1t consultative sales, r/ie BbI momMoraere KJIMEHTY 0CO3HATh U quantify mpobiemy.

GPCTBA/C&I: pis inbound leads B SaaS

GPCTBA/C&I — framework ot HubSpot, ocoberno apdexruBHsIii s inbound leads.

G — Goals (Ilesn) - Kakux 1esieif xouer gocTryb KIneHT? - Kak u3mepsior ycrex?

P — Plans (ILtansl) - Kakue tUtaabl 11 OCTYZKEHUS 1esteid? - UTo yke femaor?

C — Challenges (Bp130BbI) - UTo Memaer 10CTHYb Iieseii? - Kakue nmpensreTBus?

T — Timeline (Bpemennbie pamkun) - Korjia XOTAT 10CTUYb eJI€i?

B — Budget (broazxer) - Ectb 11 BbIZIeJIeHHBII O10/1KeT?

A — Authority (IloxHomoumns) - Kro decision maker?

C — Consequences (ITocieacrBust) - UTo IPOUCXOQUT pu yerexe? - YTo MPOUCXOAUT IIPH Heyade Wi 6e3ieiicTBum?

I — Implications (Mmmuinkamum) - Kakye mookuTeIbHbIe IOCIE/ICTBISA PEIIeHHs] TPO6IeMbI? - [IJ1 KOTO B KOMIIAHUH 9TO BaKHO?

Br160p framework juia Banrero 6usHeca

Framework JIydine BCero s CJI0:KHOCTH Bpems:a kBanudukamun
BANT Transactional sales, KOPOTKUII IIUKJT, MaJIBII Y€K Huskas 5-10 MUH

CHAMP Consultative sales, Gpokyc Ha 1po6IeMbI KJIHEHTA Cpennsist 15-20 MUH

MEDDIC Complex B2B, AiHHBII IHUKII, BBICOKUN Y€K Bricokas 30-45 MUH

GPCTBA/C&I Inbound leads, SaaS, product-led growth Cpenusist 15-20 MUH

CoBer: MoxHo xombuHupoBath frameworks. Hampumep, ucnosnbzoBath BANT i nepBudnod kBaynudukanuu, a 3ateM MEDDIC s

Iy6OKOH KBaMU(UKAIUU Cepbe3HBIX opportunities.

Lead Scoring: kostnmyecTBeHHasA KBTI UKAIUSA

Lead Scoring — 3T0 IPHCBOEHUE YHUCIIOBOIO Haslia Kask/IOMy JIM/LY HA OCHOBE €r0 XapaKTEPUCTUK U [OBE/IEHHUs. DTO [O3BOJISET: - ABTOMATHYECKU

[IPUOPUTH3UPOBATE JIUABI - OnpenenuTs, koraa lead rotos k mepesave B mpopaxu - [Ipesckasars BEpOATHOCTh KOHBEPCHU

JIByxmepHas mojaesb: Fit + Engagement
Fit Score (Iemorpaduueckan ounenka): Hackospko iz coorsercrByer ICP?

IIpumep ckopunra: - Uuaycrpusi coorBerctByeT ICP: +20 6ayioB - Pazamep koMmanuu 100-500: +20 6asutoB - I'eorpadusi — target region: +10
6astoB - Role — decision maker: +20 6a/utoB - Company growth indicators (hiring, funding): +10 6ayi0oB - Hcnoss3yer complementary tech: +10

GastoB
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Maximum Fit Score: 90 6aj108
Engagement Score (IloBeneHuecKas OeHKa): HacKkoJIbKO JIN] 3aWHTEPECOBAH?

IIpumep ckopuHra: - Ilocerun pricing page: +15 6a/uioB - Ckayan whitepaper: +10 6ayioB - [Tocmorpen demo video: +20 6ayuios - 3amnpocu trial:

+25 6asutoB - OTKpHLUT 3+ emails: +15 6asutoB - [loceTrut caldT 5+ pas: +10 6asutoB - Jlo6aBui B KaseHiaps webinar: +15 6auios
Maximum Engagement Score: 110 6ay17108B

Marpuna kBaauuKamum:

Fit / Engagement Low Engagement (0-40) Medium Engagement (41-70) High Engagement (71+)
High Fit (61-90) Nurture with content SQL — Pass to Sales Hot Lead — Call NOW
Medium Fit (31-60) Continue marketing MQL — SDR outreach SQL — Pass to Sales

Low Fit (0-30) Exclude from campaigns Re-qualify Disqualify

Hacrpoiika Lead Scoring 8 CRM

B HubSpot: 1. Settings — Properties — Create "Lead Score" property 2. Workflows — Create scoring workflow 3. Set triggers (page views, form

submissions, email opens) 4. Set score increments/decrements 5. Define threshold s MQL/SQL (nanpumep, 70+ 6a1ioB)

B Salesforce: 1. Install AppExchange lead scoring app (e.g., Salesforce Einstein) 2. Wiu custom solution uepes Salesforce Flow 3. Define scoring

rules 4. Create automated lead assignment rules based on score

Decay u negative scoring
BakHo He TOIbKO H00aBIATH 6aIJIbl, HO M BBIYUTATD:

Time decay: - AKTUBHOCTbH cTapiie 30 JHEeN: -50% 6aylIoB - AKTHBHOCTH cTapile 90 AHel: -80% 6alIoB - ATO MPeJOTBPAIIAET CUTYAIHI0, KOr/[a

sz, 611 hot rog Hazaz, a ceituac cold

Negative actions: - Unsubscribe ot emails: -50 6asu10B - Ykasai personal email BMecro corporate: -20 6asuioB - Job title He coorBercrByer ICP:

-30 6asoB - Komnanwust us negative ICP: -90 6ayioB

KBasmmduxanyga Ha pa3HbIX 9TaniaXx BOPOHKH

KBanmuduxkaius — 3T0 He 0/{HOPA30BOe IEHUCTBHE, a continuous mporecc.

Tier 1: Marketing Qualified Lead (MQL)
Yro: JIuj nposABUII HHTEPeC U IpuMepHo coorsercrByeT ICP.
Kpurepumn: - Fit Score 30+ - Engagement Score 40+ - Wu: 3anonnun gpopmy "Request Demo”

HeiicrBue: Ilepenats SDR st outreach.

Tier 2: Sales Accepted Lead (SAL)
Yro: SDR noATBEPANII, UTO JIU/ peasieH u accessible.
Kpurepun: - Yianocs csazatbes (He fake contact info) - YestoBek paboraer B komnanuu - I'oToB k pasroBopy (He cpasy 0TKasa)

HeiicrBue: Haznaunts discovery call.

Tier 3: Sales Qualified Lead (SQL)
Yro: [Tposezen discovery call, moaTBepk/1eHO, UTO ATO peasbHast opportunity.

Kpurepumn: - BANT win CHAMP xBanuduxanus mnpoiisiena - Identified pain coorBercrByer Hamemy perrenuio - Ectb budget (wam mponece

nosygenus budget) - Ects timeline - Ventudunuposans! decision makers

MeiicrBue: Ilepenats AE jU1s Be/IleHUs CIIEJIKU.

Tier 4: Opportunity

Yro: PopmasibHast opportunity cozgana B CRM.
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Kpurepun: - IIpoBezieHo 1eMo - KiieHT BBIpa3i1 KOHKPETHBIH HHTepecC K HOKyIKe - CormacoBaHsl next steps (proposal, trial, POC)

MeiicrBue: AE BeieT uepes OCTaIbHBIE STAIIbI BOPOHKH.

Continuous re-qualification
,Z[a)xe Ha I[I03JHUX dTarax BOPOHKHU npo;:{omkaﬁTe KBaJ'II/I(i)I/IILI/IpOBaTI)Z

Ilepen ornpaBkoii Proposal: - Eme pas noxrsepaure budget - Y6exurecs, uro rosopure ¢ decision maker - IIpoBepsTe, He H3MEHHJIUCH JIH

IIPUOPUTETHI
Ilepen dpunanbHBIM closing: - [Iposepsre, HeT 11 HOBBIX stakeholders - Y6eauTecs, uTo He MOABUIINCH HOBBIE Objections - IloaTBepaure timeline

9TO HpPeOTBPALIAET CUTYAIIMIO, KOT/IA BbI TPATUTE HeZeJIN Ha MOTOTOBKY proposal Jijis jiusia, KOTOPBIH yiKe IIOTEPSI HHTEPeC.

Disqualification: uckyccTBo roBoputh "Het"

Vmenue disqualify noxo mogxozgsiue Juisl — He MeHee BRXKHBIH HaBBIK, ueM yMeHue qualify xopormue.

Korpa disqualify?

Red flags nia memennennou disqualification: - Komnaunus ue coorBercrByer ICP u negative ICP - Her 6rozpkera W HET mporecca Jjist
nosiygenus 61opkera - Her authority u Het noctyma k decision maker - HeT peanbHOU 1po6JieMbl, KOTOPYIO pelaet Baml IpoAyKT - Timeline "korzia-

HuOyzp" 6e3 KOHKpeTHbIX /1aT - Tire-kicker (mrpocro cobupaer nadopmaiuo, cpaBHUBAET, HO He IUTAHUPYEeT HOKYIIaTh)

Kak disqualify gracefully?
He npocro urHopupyiire auz. IlpodeccnoHanbHO 3aKPOHTE OTHOLIEHUS:
Email template:

Hi [Name],

Thank you for your interest in [Product]. Based on our conversation, I believe that [Product] might not be the best fit fc
Instead, I'd recommend looking at [alternative solution or approach].

If your situation changes in the future (e.g., [specific trigger: company grows to 50+, you expand to US market, etc.]),

Best regards,

[Your Name]

ILmrocel disqualification: - OcBo6oxx/1aeT BpeMs JI7Is XOpouIux Ju/oB - Builds trust (uectHOCTb 1IeHUTCsT) - Bo3MOokHbIe referrals (kineHT MoxeT

3HATh KOT0-TO, KTO JIy4llle IOAXOAUT) - Re-engagement B OyyiieM (KOrzia CUTyaIist H3MEHUTCS)

HNucrpyments! pus ICP targeting u lead qualification

Data Enrichment Tools

Clearbit: - ABromaTudecknu oboramaer JIMAbI JAaHHBIMHE O KOMIAHUH - Firmographics, tech stack, employee count, funding - Wuterpupyercs ¢

Salesforce, HubSpot

ZoomlInfo / Apollo.io: - basa nannsix B2B xonTakToB - Detailed firmographics - Intent data (koMmaHuM, KOTOpBIe UINYT PEIIEHUs B BaIlei

KaTeropuu)

6sense / Demandbase: - Account-based marketing platforms - Intent signals (xaxue KOMIAHUHU HCCIEAYIOT BAIly KaTETOPUIO IIPOAYKTOB) -

Predictive analytics

Lead Scoring Platforms

MadKudu: - Predictive lead scoring Ha ocnoBe ML - ABToMaTHuecKy uaeHTHGUIUPYeT IaTTepHb! best customers - Integration ¢ CRM u marketing

automation
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Infer (acquired by Ignite): - Predictive analytics 111 B2B leads - Scoring Ha ocHoBe coTen data points

Salesforce Einstein Lead Scoring: - Native Salesforce solution - ML-based scoring

Qualification Automation

Qualified: - Conversational marketing platform - Chatbot misn xBanudukanuu website visitors B peasipHoM BpemeHu - IIpsiMoe GpoHHpOBaHUE

Berpeu ¢ AE i qualified visitors

Drift: - Conversational AI - Lead routing Ha ocHoBe qualification - Integration c CRM

Keiic: mocrpoenue ICP ¢ Hysia st crapramna

Konrexkcr: Early-stage B2B SaaS crapram (post-seed, $2M raised), mpoayxr st collaboration zyist remote teams.
Boi3oB: Ciuinkom mupokuii TAM (Total Addressable Market) — "Bce komnanuu ¢ remote teams". Low conversion, Beicokuii churn.
IIpouecc nocrpoenus ICP:

IIIar 1: AHaJIN3 HEePBBIX 30 KIHMEHTOB - DKCIOPT AaHHbIX: industry, size, geography, LTV, churn, NPS - Ilarrepn: Jly4mue KIHeHTbI — tech

companies 50-200 employees, fully remote

IIar 2: Customer interviews - IIuTepssio ¢ 10 best customers - Bompocsr: Ilouemy BeiGpanu Hac? Kakyio mpo6iemy permaem? Kro decision
maker? Yrto uyTh He momemnrano KymuTb? - Insight: OcmoBHas Gosp — He mpocro collaboration, a "maintaining company culture in remote

environment"
IIar 3: Onpeaenenue ICP vi.0

Industry: Technology (SaaS, Software Development)

Size: 50-200 employees

Remote: Fully remote or remote-first (not hybrid)

Growth stage: Series A to Series C

Geography: US, Canada, UK

Tech stack: Slack, Zoom (indicates remote-friendly)

Key personas: Head of People/HR, CEO (for smaller companies)

Budget: $5k-30k annually
IIar 4: Negative ICP

- Companies < 30 employees (no budget, founder makes all decisions slowly)
- Enterprise 1000+ (require security/compliance we don't have yet)
- Non-tech industries (different culture, harder to sell remote-first)

- Office-first companies (not the right fit)

IIIar 5: TecrupoBanue 4uepe3d outbound - Campaign A: ICP companies (tech, 50-200, remote-first) - Campaign B: Broader (all remote

companies 50-200) - Results: Campaign A had 3x response rate, 4x meeting booking rate, 5x conversion to customer

PesysabraThl yepe3 6 mecanes: - Churn causuics ¢ 35% 10 18% annual - Average deal size Beipoc ¢ $8k 0 $15k - Sales cycle cokparusics ¢ 75 10

45 nueit - Customer NPS BoIpoc ¢ 32 10 58

Kimouesoit takeaway: Cyxxenue ICP He yMeHbIaeT revenue — oHo yBesimauaet efficiency u quality revenue.

3akjaoueHue

ICP u xBasinbuKanus JIU0B — 9T0 He "nice to have", a abcosroTHas HEOOXOAUMOCTD 111 9 (GEKTUBHBIX IIPOJAK.
KitioueBble IPUHIIMIIBL:

1. ICP ocHOBaH Ha JaHHBIX, 4 He HHTYHIIMH. AHAIU3HPYyHTe best customers, nImuTe NaTTepHBI.

2. Negative ICP Tak ke Ba:KeH, Kak positive. 3uaiire, koro HE 6paTh B KJIMEHTBI.

3. Kpasmmdukanus — HenpephIBHbIN npoiecc. He TolbKo Ha BXO/ie B BOPOHKY, HO M Ha KayK/[OM STaIle.

4. Ucnonnayiite frameworks cucremaruuecku. BANT, MEDDIC, CHAMP — BbIGepuTe IOAXOAAIINI UL Ballero OusHeca U IpUMeHsHTe

consistently.

30



5. Lead scoring aBromaTusupyer npuopurusanuio. Ho yenoBeyecknii judgment Bcé paBHO HyKEH.
6. Ymenue disqualify — aTo cuia, a He ci1aGocrs. Kak/1blil yac Ha IIJI0XOM JIH/Ie — IIOTEPSHHBIN Yac Ha XOPOIIEM.

B ciesyrolieM ypoke MbI IIOTPY3UMCS B XOJIO/IHbIE IIPO/IAXKH — KaK HaXOZUTh KOHTAKTHI, IpobuBathes K JIIIP, 1 reHepHpPOBaTh BCTPEYHU C HYJIA.

IIpakTHUyeckoe 3azaHue:
1. ITocrpoiire ICP jy1st Bamei KoMnauuy (WK THIIOTETHYECKOTO IPOAyKTa). Brtounte firmographics, psychographics u negative ICP.
2. Beibepure qualification framework (BANT, MEDDIC w1 CHAMP) u co3zaiite uekuct Borpocos st discovery call.

3. Cupoekrupyiite lead scoring moziesns: orpezienute 5-7 kputepues Jyis Fit Score u 5-7 1yist Engagement Score ¢ 6a/IbHBIME BECAMHU.

I'naBa 4. XorogHbIe MPOAAKA: 3BOHKH, muchbMma, LinkedIn

BBenenue

XoJs10/1HBIE TIPO/IA’KU — 3TO IEPBBIH KOHTAKT C IOTEHIINATBHBIM KJIHEHTOM, KOTOPBIH paHee He IPOABJIA HHTepeca K BaIleMy IIPOAYKTY HJIN YCIIyTe.
Hecmotps Ha pasBuTHe inbound-MapkeTHHra, X0JIOAHbIE IPOAAXKK OCTAIOTCA OJHHUM H3 caMbIX 9((EKTHBHBIX crocoboB reHepanuu B2B-muios,

0COOEHHO JJIA KOMIIQaHUH C BBICOKUM CpeAHUM YE€KOM U JUTMHHBIM MUKJIOM CHAEJIKU.

B aToM ypoke MBI pazbepeM TPH OCHOBHBIX KaHAaJIa XOJIOAHBIX ITPOAaXK — TeseOHHBbIE 3BOHKH, email-paccbutku u LinkedIn-ayTpud, usydum ux

crien UKy, IPEUMYIIECTBA U HAyYHMCs CTPOUTD 9hdeKTUBHbIE II0C/IeZI0BATEIBHOCTH KacaHu! (touch sequences) 1y MakCHMaIbHOH KOHBEPCHH.

IToueMy X0JIOTHBIE MIPOJAKHU BCE elé paGoTaT

Crarucruka 3¢ dexruBuocru: - 57% C-level pykoBoauTesneit npeamnoynTaT nepesiii KoHTaKT 110 Tesedony (LinkedIn State of Sales, 2024) -
IepconanusupoBanubie cold emails okaspiBatoT open rate 40-50% MPOTHB 15-20% y MaccoBbIX pacchulok - LinkedIn InMail umeer response rate B

3 pasa BhIIe, 9eM 06bI9HEIN email (10-25% mpoTus 3-5%)

KiroueBbie nmpeumymecrBa: - IIpsamoii gocryn k JIIIP — Bbl camu BbIGMpaeTe, ¢ KeM TOBOPHTH, MUHYsI MapKETHHIOBbIE (QIJIBTPHI -
KoHTpo/Ib TeMIIa CAeJIKHM — aKTUBHBIE NPOJAKH OBICTpee NMAcCHBHOTO OXKHZAHUA 3afABOK - OOpaTHasA CBA3h B pealbHOM BpeMeHH —
KaK/IBIIl 3BOHOK J]a€T MHCANTEI O PHIHKE U (0JIAX KIHEHTOB - MacmTaGupyeMOCTh — IIPOIECC MOXKHO CTAH/[APTH3HPOBATh M THPAKUPOBATh Ha

KOMaHay

Xoaoaubie 3s80HKU (Cold Calling)

IToaroTroBKa K 3BOHKY

VicciienoBaHue KOMIIAHUM (5-7 MHHYT HAa KOHTAKT):

-

. BazoBas undopmanusn
2. Pazmep KoMmaHu# (KOJIMYECTBO COTPYAHUKOB, 060pOT)
3. OTpacsb u crieruduka 6usHeca

4. T'eorpacus npucyTcTBuAa
5. HeraBHue HoBOCTH (IIpUBJIeUeHV e MHBECTHUIINM, 3aIlyCK IIPO/IYKTOB, CMeHa PYKOBO/ICTBA)
6. TexHoIOrU4YecKUui crek (s IT-posax)

7. Kakue nHCTPyMeHTHI UCI0IB3YI0T (depes BuiltWith, Wappalyzer)

8. lHTerpanuu u CyIecTBYOIINe PellleH s
9. IloTeHIMATbHBIE TOYKH BXO/A /IsI BALIIETO IIPOYKTA
10. TpurrepHbie cOGBITHA

11. OTKpBITHE BakaHcUi (IpU3HAK pocTa WiIn Ipobiiem)
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12. CMeHa PyKOBOZICTBA (HOBBIN JAUPEKTOP = HOBbIE IPHOPHUTETHI)
13. 3alyCcK HOBBIX HalIPaBJIeHU Ou3Heca

14. YKast0661 KJINEHTOB B coIceTsX (MPU3HAK MPOOJIeM C TEKYIIUM PEIlleHIeM)

Onpepenenue JITIP (Jinna, IPUHUMAIOUIETO PEIIEHHE):

J10/ZKHOCTD 30HAa OTBETCTBEHHOCTH
CEO/I'eHepanbHbIi JUPEKTOD Crparerus, KpylHbIe HHBECTHIINU
CFO/®uHaHCOBBIH TUPEKTOD Bromxer, ROI, puHaHCOBBIE PUCKI
CMO//JupeKTop 110 MapKeTHHTY Tenepanus g1uioB, 6peH/|, KaHAJIB
CTO/TexHUYeCKUI TUPEKTOP Wudpacrpykrypa, 6€301acHOCTb, pa3paboTka
Head of Sales IIpomaxu, BRIPYYKa, KOMaH/a

CTpyKTypa X0JI0{THOTO 3BOHKA

Kiaccuueckas crpykrypa (3-5 MUHYT):

1. IlpuserctBue m mpeactaBnenne (10 cek)
12
2. Ilpnunna 3BoHKa (20 cek)
1
3. Ksamdukauyss u BbisiBiaeHue 6om (60-90 cek)
i
4. Tlpepnoxkenune uenHoctn (30 cek)
i

5. IlpusbiB K peiicTBuio / JIOrOBOPEHHOCTH O cliefytomiem mmare (20 cek)
IIpumep 3P PHEKTUBHOTO OTKPHITUA:

X ILroxo:

"31paBcTByiiTe, MeHsA 30ByT Asiekcedl u3 xommanuu TechSolutions. Mbl 3aHMMaeMcsl aBTOMaTH3alMedl OH3HeEC-TIPOIECCOB U XOTeNU OB

pacckasaTh BaM O HAIIIUX yCJIyTax..."

Xopomro:

"To6pslii nenb, [Mms]! Anekceit IBaHoB, TechSolutions. 3BoHIO, TOTOMY YTO 3aMETHJI, YTO Bl HEJJABHO OTKPHUIH 3 BAKAHCUU MEHEKEPOB I10

npozakam. Y MeHs OyKBaJIbHO 30 CEKYH/T — MOKHO OJJH BoIrpoc?"

IToueMy BTOpOIi BapHaHT JIyuuie: - VicrosbpayeT uMs cobeceHUKA - [[eMOHCTPUPYeT UCC/IeI0BaHNe KOMITAHUY - CO3/1aeT MHTPUTY KOHKPETHBIM

Koraa BhIXOAUTH HA KOHTAKT

IIpoaykThI ¢ YekoM >$50K, BiIHsAOIIHE HA BCIO KOMITAHHIO
TTpOAYKTHI, BIUAIONINE HA JIEHEKHBIH ITOTOK U PeHTa0eIbHOCTD
MarTech pelieHusi, aHAIUTHKA, aBTOMATU3AIHs

IT-npoaykThl, SaaS, HHTErpauu

CRM, sales intelligence, o6yuenue

Ha0JII0/IeHreM - 3alpallBaeT Pa3pelleHue IPOOJIKUTh Pa3roBop - O6eIaeT KpaTkocTb (CHUXKAeT COIPOTUBIIEHHUE)

PaGoTa c Bo3pakeHHuAMI-OTTOBOPKaMMI

TunuyHbie OTrOBOPKH U OTBETHI:

OTtroBopka TexHuka orBeTa IIpumep
"Ham aT0 He "ITorumaro. Ckakute, a Kak ceifuac pemaere 3aja4y [X]? MHOrue JUpeKTOpa FOBOPAT, UTO 3TO 3aHUMAET y HUX
R Ilepedoxycuposka Ha 601 R
HMHTEPECHO J10 10 YacoB B HEJIEJIIO...
"OtmpaBbTe Ha . "KoHeuHo oTrpasio. UToGHI IOATOTOBUTH PeJIeBaHTHYI0 HHGOPMAIIUIO — O/{MH BOIIPOC: BALI IIPUOPUTET celvac
. JloroBopeHHOCTD + email .
oYty YBEJINYUTD KOJIMYECTBO JIU/IOB WK TOBBICUTH UX KOHBEPCUIO?
"Y Hac yxe ectb VccnenoBanue TEKYIIEro "Ormuno! C kem paboraere? [Ilaysa] U kak pemrenue cupasssiercs ¢ [crernpduueckas 3agada]? Crpammsaro,
pemrenue” pereHus OTOMY 4TO 60% HAIINX KJIHEHTOB IPUIUIA OT [KOHKYpeHT]..."
. . BbisiBJIeHHE PeaTbHON "ITonumaro. CKaskuTe, 5TO BOIIPOC IPHOPHUTETA HJIH CyMMa He 3aJI03KeHa B 5TOM KBapTasie? BoJIbIIHHCTBO
Her 6roxeta "
MIPUYUHBI KJIHEHTOB OKYIAIOT PelleHre 32 2-3 MECSIA. ..
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OTtrosopka Texuuka oTBera ITIpumep

. R IlepeHoc + micro- "Crpaseznueo. [Mms], naBaiite Tax: s OTIPABIIIO BAaM 2-MHHYTHOE BU/IE0 O TOM, KaK MbI IIOMOIJIU [110X0XKast
Her Bpemenu
commitment kommaHus]. Ecyii 3a1ienut — CO3BOHUMCS. 15-TO WJIH 17-T0 y/106Hee?"

IIpasuiio pazpymenus narrepHa: Korza cobece/JHUK 0KU/[aeT CTaHAAPTHOTO PO/IAIOIEr0 TEKCTA, HAPYIIBTE €0 OXKU/IAHUSL:

KiueHT: "Y Hac BCE XOPOIIIO, HUYETO He Hy»XKHO."
Bar1: "Cymnep! 3Hauut, Bonpocos c [cnenududeckas npobiema] y Bac Her?"
Kiauent: "Hy, ¢ 3THM eCTh HIOAHCHL..."

Bbr1: "Kakre nmeHHO? MHe paB/ia UHTEPECHO."

MeTtpuku 3¢ peKTHBHOCTH XO0JIOAHBIX 3BOHKOB

KiroueBsble moka3aTesn:

Merpuxka ®opmyaa Benchmark (B2B)
Contact rate (/lo3BonbI / Beero momsITok) x 100% 30-50%

Conversion to meeting (Berpeun / J103BOHBI) X 100% 5-15%

Decision maker rate (Pasrosopsr ¢ JITIP / J103BOHEI) X 100% 20-40%

Average call duration Cymma gumurenbHocTd / Kosrmdectso 3-7 MUHYT

Calls per hour KosnuectBo 3B0HKOB / Yacs! paboTh 15-25

IIpumep pacueTa AHEBHOI HOPMBbI:

ITesib: 10 HA3HAYEHHBIX BCTPeY B Heyleno - KoHBepceus 103BOH — BeTpeua: 10% - HysKHO 103BOHOB: 100 B HeZIesIo = 20 B ieHb - Contact rate: 40% -

Hy>KHO HONBITOK: 50 B ZieHb - CKOPOCTh: 20 3BOHKOB/4ac - TpebyeMoe BpeMsi: 2,5 yaca YUCTOrO BpeMeHU Ha 3BOHKU

Xouaoausie nucbma (Cold Email)

Anaromus 3¢ dpexruBHoro cold email

CTpykTypa mucbMma:

Tema mucema (Subject Line)
1

IlepcoHaM3NPOBAHHOE OTKPLITHE
1

Tpo6nema / Bonk
i

Pemenne / IleHHocTh
12

CompanbHoe [J0Ka3aTeIbCTBO
1

IIpusbiB Kk peiictButo (CTA)
i

Tlopnucs

Tema mucbMma (Subject Line)
IIpunuunei 3¢GpPeKTUBHBIX TEM:

Yro paGoraer: - [lepconanusarys: "{{ms}}, Bonpoc mo {{HazBanue_xommnauun}}" - Uurpura: "Uzues 1o yesndenuto {{merpuka}} va 30%" -

Pedepenc: "{{O061uii 3HAKOMBIN}} Tpe/ITIOKUT cBsi3aThes - [IpocroTa: "Brictpsiii Bompoc” - Cienuduka: "{{Koukypent}} vs {{Bau npoaykr}}"
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X Yrto HE paboraer: - Clickbait: "BbI HE ITIOBEPUTE!!!" - Cnosa-cnam: "Becriatno", "Tapantus”, "Jlensru", "$$$" - Caps Lock: "BAYKHOE

ITPEJVIOXKEHUE" - MHoroTouus: "Y MeHs ects uzes..." - O6mue dbpassl: "KoMmmepueckoe npezioxeHue”

IIpuMepEHI TeM ¢ BBICOKHM open rate:

Tema Open Rate KonTexer

"{{First_Name}}, 6b1cTpBIi1 Boripoc" 48% YHuBepcasibHasi TeMa )i IEPBOT0 KacaHUs
"Unes s {{Company}}" 45% Koryza ecTb KOHKPETHOE TIPeIJIOsKEHNE
"{{Mutual_Connection}} pekomeH/10Bas cBA3aTHCA" 52% IIpy HaTMIKUK OBIHX BHAKOMBIX
"{{Competitor}} — {{Your_Product}}" 41% JIyis nepeMaHUBAHUSL OT KOHKYPEHTOB
"{{Trigger_Event}}" 44% Peak1ius Ha HOBOCTh O KOMIIAaHUU

TeJsio nucbma
IIpaBuwio 3x3: [I1CbMO IOJIKHO YUTATHCS 32 3 CEKYH/IBI M CO/IEPKATH MAKCUMYM 3 a63aria 10 3 CTPOKU KaK/(bIi.
IIa6.10H 3¢ dexruBaoro cold email:

Ipuser, {{First_Name}}!

Bamerwi, uro {{Company}} HepmaBHo {{trigger event}}. Ilozgpasisito!

HasepHoe, ceituac rmaBHas 3ajjaua — {{assumed priority}}, BepHo?

Msbl nomormun {{Similar_Company}} {{specific_result}} 3a {{timeframe}}

uyepes {{your_solution}}. {{Metric}}: poct na {{percentage}}%.

Mory mnokasath Keiic 3a 15 muHyT. BropHMK WM cpepa?

{{Your_Name}}

{{Title}} | {{Company}}
{{Phone}} | {{LinkedIn}}

IIpumep peaJIbHOTO IUCbMa:

Ipuser, [Omurpwiil!

YBupen, uyro Technolab otkpbita oguc B Anmarel. Kpyro macmrabupyerech!

HaBEpHOC, ceityac HY>KHO 6I)ICTPO HaHATH JIOKAJIbHYIO KOMaHy l'lpOﬂa)K?

Msi1 nomormn Alibek Solutions 3akpbiTh 12 ceinzoB B Kasaxcrane 3a 6 Hefenb
yepe3 Hamly 0asy pre-screened KaHmujaToB. Bpemsi 3akpbiTisi BakaHcuu: ¢ 45 [0

14 jnHeit.

Mory nokasath, Kak 3T0 pabGortaer, 3a 15 muHyT. BropHmk 15:00 wmm cpepa 10:00?

Anekceit Kum
Head of Sales | TalentFlow

+7 700 123 4567 | linkedin.com/in/alexkim

IIouemy 3TO0 mucbMo paGoraer: - [lepconanusarus (TpurrepHoe coboeitue) - IIpeamnosokeHne o Tekyinei 60 - KOHKpETHBIN pe3ysbraT

KOHKPETHOH KOMIIaHHH - KOpOTKHe Ipe/iyIoskeHUs - 3aKPBITHIH BOIPOC ¢ BADUAHTAMU BPEMEHHU

Email-mociregoBaressaocru (Sequences)

Crparerus 5-7 KacaHUIi:
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Jlenn Kanaa

1 Email #1

3 LinkedIn view

5 Email #2

8 3BOHOK

11 LinkedIn message
15 Email #3

18 3BOHOK

Ilean

VeTaHOBHTH KOHTAaKT
HamomuuTb 0 cebe

JlaTh 1IeHHOCTh

TTpsAMO# KOHTaKT
AJIbTepHATHBHBIH KaHaJI
Breakup email

ITocensAsA TOMBITKA

IIpuMep coo0ueHus.
TpurrepHoe coOBITHE + LEHHOCTD
ITpocmotp npodus (6e3 3ampoca)
TlonesHas craTbs / Kelic

Pedepenc Ha mpeapAyIITe THCEMA
Koporkuii Borpoc

"TlocnenHee MUCHMO..."

3akpeITHE IUKIA

IIpumep "Breakup Email" (camoe a¢ppekTHBHOE IICHMO B IIOCIEX0BATEIBHOCTH):

Tema: 3akpbiBalo Temy

Jmurpwit ,

IIncan Bam ABaXJbl O TOM, KakK NOMOYbL C Haitmom B Kasaxcrane .

IloHnmaro — 6o He mnomanm B TIPUOPHUTETHI , 6o nuchbMa NOTEPANUCE «

Ecmu tema craHer aKTya.l'leOﬁ — BOT MpsiMas CCbUIKa Ha MOt KalileH/1aps :

[ ceplika ]

Ecim ner — cmacubo 3a Bpems, Gozbiie He Oyay OeCHOKOWTS.

Ypaun ¢ MacmTabupoBaHueM !

Anekceit

Response rate breakup email: 15-30% (Bbiie, uem y epBoro mrcsmal)

LinkedIn Outreach

Crparerus npucyrcrsus B LinkedIn

OnruMusanua NpoQUIA JJIA MPOJANK:

=

®oTo u GaHHEDP
2. IIpodeccuonansHoe dporo (HE cendu)

3. Baunnep c value proposition

4. Ilpumep: "TTomoraio IT-KOMIAHUAM 3aKPBIBATh 20+ CZEJIOK B MECSI] Yepe3 CUCTEMY POk

Headline (3aros1080k)

X "Sales Manager at TechCorp"

© N o o

9. About (O ceGe)

®opmya: [Komy momorarw] + [Kakoii peaysbrar] + [Kak]

"ITomorato B2B SaaS koMIaHuUsIM CTPOUTH OT/IEN IPOJasK ¢ Hysst 10 $1M ARR | 15+ 3aryiieHHbIX KOMaH/"

10. Crpykrypa: IIpo6ema — Perenue — Pesysbrarsl — IIPU3BIB K JIEHCTBUIO

1

-

. lnuHa: 3-4 ab3ara, ~200 CJIOB
12. BK/Ir0unTb Kedcol ¥ nudpbl
13. Featured (M36paHHOE€)

14. Keiichl KJINEHTOB

15. CTaThbu U IIOCTHI ¢ BBICOKUM engagement
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16. Bu1e0-0T3hIBBI

IHocaexoBareabHOCTh LinkedIn-ayrpuua
Crparerus "Temwroro" LinkedIn-moaxoaa (5 maros):

Henb 1: IlpocmoTp npocpuis
i
Jlenb 2: Peakumsi Ha mocT (eciu ecThb)
1
Jlenp 3: Connection request ¢ nepcoOHaIM3MPOBAHHON 3amMMUCKOI
1
Henp 5: Follow-up cOOOLICHUE (€CIu NPHHSL)
i

Henn 7: Iennocts + CTA
IIpuMephI COOOIIeHUIi:
1. Connection request (300 CHMBOJIOB MAKCHUMYM):

Jmurpuit, yBujiesnl Bail Keiic mo macmrabuposanuio B Kasaxcrawe.
Ms! cnenpanusupyemcsi Ha HaiiMe Komanp mpopgax B CHI' — Gyper

UHTEPECHO OOMEeHsITbCsi onbIToM. [lpunumarire !
2. [lepBoe COO0IIEHNE MOC/TI€ IPUHATHA:

Jmutpnii, cnacubo 3a KOHHEKT !

Xoren TMopenuThCs KecoM — BO3MOXHO, Oypner monesHo. HepaBHo
nomorm Alibek Solutions 3akpeith 12 ceiinso B Kasaxcraxe 3a

6 Hejeldb BMECTO OObIYHbIX 4-5 MecsileB.

Kak y Bac ma€T HailM JIOKalnbHOIl KOMaH/bl B AnMarhbi?
3. Follow-up (ec;iu He OTBeTIII):

Jmutpuit, oTnpasnsito obellaHHbll Keilc no HaitMy B Kasaxcrane:

[cebuika Ha PDF]

OcHoBHOI MHCaiiT: 80% BpeMeHM yXOAUT Ha ScCreening KaHJWIaToB,

KOTOpble HE MOAXOAAT. Mbl peumum 3Ty npoGieMy pre-screened 6a3oii.

Mory mnokasarb, Kak 9TO pa0oTaeT, 3a 15 MHHYT — MHTEPECHO?

LinkedIn Sales Navigator
KiroueBbie BO3MOMKHOCTH AJIA XOJIOAHBIX IMTPOJAAK:

1. PaclipeHHBbII IOUCK:
2. TIoHCK 110 JOJKHOCTH, KOMITAHHUY, HH/YCTPUHU, Pa3Mepy KOMIIAHUH
3. Geography filters

4. Seniority level
5. Years in current position (Tpurrep Ji7is1 mposax)
6. Lead Builder:

7. CoxpaHeHHe CIIMCKOB JINLJIOB

8. ABTOMaTHYeCcKHe OOHOBJIEHHS O CMeHaX PaboThI
9. Tracking engagement (kTo cMOTpeJ1 BaIl IpoduIb)
10. InMail:

11. CoobuieHus 6e3 KOHHEKTa

12. Response rate B 3 pasa Bblliie 06b19HOTO email
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13. 50 KpezuToB/Mecsl Ha Tapude Professional
IIpumep puabTpoB Aj1a noucka ICP:

Title: "Head of Sales" OR "Sales Director" OR "VP Sales"
AND Company size: 51-200 employees

AND Industry: "Computer Software" OR "Internet"

AND Geography: Kazakhstan

AND Posted on LinkedIn in the last 30 days (aKTUBHbIC IOJIb30BaTENN )

OmunkaHaabHbIi moaxox (Multi-Channel Outreach)

CUHXpOHHU3AIUA KAHAJIOB
IIpaBU/I0O KOMOMHUPOBAHMA:
OpnuH Uz = 7-10 KacaHUil 3a 3 He/leu yepes 3 KaHasia: - 3 email - 2 3BoHKa - 2 LinkedIn touch - 1 coruanbhas cets (eciu B2C wim small business)

IIpuMep MoC/IeA0BATETBHOCTH:

JeHb Bpemsa Kanan JelicrBue

1 10:00 Email TpurrepHoe MUCbMO

2 - LinkedIn TIpocmotTp npodus

3 14:00 3BOHOK IlepBast OIIBITKA ZI03BOHA

4 - LinkedIn Connection request

6 11:00 Email Follow-up c keiicom

8 15:00 3BOHOK Bropas momnsITKa 03BOHA

10 - LinkedIn InMail (ecsin He IPUHSIT KOHHEKT)
13 10:00 Email Breakup email

15 16:00 3BOHOK ITocnenHss TOMBITKA

Pe3ysIbTaT OMHHKAHAJIBHOIO MOAX0/AA: - Response rate: 8-12% (vs 2-3% y 0/lHOKaHATIBHOTO) - Bpemsi /10 IIepBOro KOHTaKTa: Ha 40% ObIcTpee -

CTouMOCTb JTuzia: Ha 35% HIKE

I/IHCprMeHTbI aBTOMaTHU3aAN

Crek /11 MacIITAaGUPOBAHUA XOJIOAHBIX IMIPOIANK:

3amaua HHCcTpyMeHT DyHKITHOHA

Email-nociemoarenbHocT Lemlist, Reply.io, Outreach Asromatnyeckue follow-ups, A/B TecTsl, aHaIUTHKA
LinkedIn-aBromarusarus Expandi, Dripify ABTOMaTHUYECKHE KOHHEKTBI, coobIenust, InMail
TIouck KOHTaKTOB Apollo.io, Hunter.io Email-azpeca, Teseonsl, Bepudukais
Ob6orarnienue JaHHbIX Clearbit, ZoomInfo MHbopmanus 0 KOMIIAHUAX U JIIOJAX

Tenedonus Aircall, JustCall 3armrch 3BOHKOB, aBTOHA00p, nHTerpanus ¢ CRM
CRM HubSpot, Pipedrive VupasiieHrie BODOHKOM, aBTOMATH3AIUA

IOpI/II[I/I‘IeCKI/Ie N ITHYCCKHE ACIICKTbI

GDPR u nepcoHa/IbHbIE JaHHbIE

YTo Ba:KHO 3HATh:
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1. 3aKOHHOCTh 00padoTku: B B2B jjomycriMo ucospzosars "legitimate interest” kak ocHOBaHUe /1151 XOJIOHBIX IPOJIAYK
2. IIpaBo Ha yaasenue: Eciii KOHTaKT ITOIPOCUJ YIAIUTD JJaHHbIe — 00s13aHbI BHIIIOJIHUTSH 32 30 JHEH
3. Opt-out: Kaxxioe email-nircbMo 0JIKHO COZIEPKATh CCHUIKY HA OTIIUCKY
4. Coriacue: Jliis B2C tpebyercs explicit consent 10 mepBoro koHTakTa
PopMyIHpOBKa opt-out B nucbme:

10 MUCBMO OTMIPABIEHO, IOTOMY 4YTO BBl IOJAXOAUTE O] npoc]mm, HalInX KJIMEHTOB .

Ecnu Gonblue He XOTHTE MOJTy4yaTh NMUCbMA OT HAc — [OTIMCAThCA] .

Do Not Call ciucku

B Hexotopeix crpanax (CIIIA, Kanasa, ABCTpasins) CyLIeCTBYIOT TOCY/IaPCTBEHHBIE CIIMCKU HOMEDOB, 110 KOTOPBIM 3alIPEIIeHbl X0JIO/HblEe 3BOHKHU.
IIpoBepsiiTe HOMepa Tiepe]; 063BOHOM uepes cepBuchl Tuma: - US: National Do Not Call Registry - Canada: DNCL (Do Not Call List) - Australia: Do
Not Call Register

IIpakTUuyeckoe 3aganue

3amgaua 1: Co3aaTh X0JI0HOE THCHbMO

BoibepuTe peasbHyo KoMnaHuo u3 auiero ICP u HanumuTe nepconanusupoBanHoe cold email mo crpykrype u3 ypoka. Mcnosb3yiite peasbHOe

TPUITEPHOE cobObITHE (HOBOCTI), BaKaHCHUIO, I/IHBeCTI/ILlI/II/I).

Yex-sucr: - [ ] Tema nucbMa cofep:KutT nepconanusanuio - [ ] Ilepssiii ab3an — TpurrepHoe coObitue - [ ] EcTh KOHKDETHBIH pe3ysbTar

KOHKPeTHOH KoMmaHuu - [ ] ITucsMo kopoue 100 ¢10B - [ ] CTA — 3aKpbITBIN BOIIPOC ¢ BApDUAHTAMU BPEMEHU

3a/1aqa 23 PaSpaGOTaTb moc/1e10BaTeJIbHOCTh

CoszaiiTe 5-KacaTesIbHY0 HOCIe[0BaTeIbHOCTh yist Bariero ICP: 1. Email — Jlens 1 2. LinkedIn — /lens 3 3. 3BoHOK — JleHb 5 4. Email — Jlens 8

5. Breakup email — /Tenp 12

3agaua 3: OnTumusuposars LinkedIn-npoduis

O6uosure Bawm LinkedIn-ipoduns mozx mpomaku: - Hamumure HoBbii headline mo dopmyse [Komy] + [Pesynbrar] + [Kak] - O6HOBUTE paszesn

About ¢ keiicamu u nudpamu - Jlob6assre B Featured 2-3 sy4minx mateprasia

Yexk-auCT ypoKa

BbI ocBONJIN XOJIOAHBIE IIpoaaxxu, €eCjau:

o [ ]IloHnumaere pa3HUILY MeKAY OTTOBOPKOM U PEaIbHBIM BO3PasKEHHEM

o [ ] Mosxkere Hanmucath riepconanusupoBartoe cold email 3a 10 MmuHyT

« [ ]3naere cTpyKTypy 5ddEKTHBHOrO XOJIOAHOTO 3BOHKA

o [ ]V¥Ymeere cozmaBarh email-1ocsie10BaTeIbHOCTH € 5+ KaCaHUSAMU

o [ ] Hacrpowtu LinkedIn-nipodus moj; mpogaxu

o [ ]3naere meTpuku 3¢ PEKTUBHOCTH JJIsI KAXK/IOTO KaHaIa

o [ ] Touumaere, kKak KOMOMHHPOBATh KAHAJIBI B OMHUKAHAIBHOM IIOZXOZIE

. [ ] 3HaeTe OCHOBHbIE HUHCTPYMEHTBI aBTOMaTHU3aluU XOJIOJHBIX IIPOJIAK

,Z[OHOJIHI/ITCJII)HI)IG MaTepHuaJjJabl

Kuuru: - "Fanatical Prospecting" — Jeb Blount - "Cold Calling Techniques" — Stephan Schiffman - "Predictable Revenue" — Aaron Ross
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HWHCTpyMeHTBI I NMpakTUkM: - Hunter.io — mnoumck email-agpecoB - LinkedIn Sales Navigator — pacmmupeHHbBIH mouck - Lemlist —

aBTOMaTUu3aluAa email-HOCJIeZ[OBaTeJ'II:HOCTeﬁ

Telegram-kaHassl: - Sales Russia — Kelicbl U CKPUIITHI XOJIOZHBIX IPOJIaK - B2B Sales — MHCAUTHI U JIydIlIne IPAKTUKKI

I'maBa 5. CKpUIITHI MPOAK: pa3padoTKa ¥ BHEPEHUE

BBenenue

CKPHUITHI IPOJJAK — HTO HE 3ayYeHHBIN TEKCT, KOTOPHIH MEHE/PKeP MOHOTOHHO YHTAET KJIMEHTY. DTO CTPYKTYPUPOBAHHBIN aJITOPUTM Pas3roBopa,

KOTOpBIIL/'I IIOMOTraeT Imocjie0BaTeJIbHO BECTU KJIMEHTA OT IEPBOr0 KOHTAKTA 10 3aKPBITHUA CAEJIKH, YIUThIBAA PA3HbIE CEHAPDUU PAa3BUTHUA AUasIoTa.

IIpaBuapHO pa3paboTaHHBIN CKPHUIIT MOBBILIAET KOHBEPCUIO HA 20-40%, COKpalaeT BpeMs 00ydeHHs HOBBIX COTPY/HHUKOB C 3-4 MECSIEB /10 3-4
HeslesIb ¥ NO3BOJIAET MaclTabupoBaTh Mpojaku 0e3 IoTepu KadecTBa. B 3ToM ypoke Mbl pazbepeM, Kak co3/iaBaTh 3G (GEKTHBHbIE CKPHUIITHI,

TECTHPOBATh UX U BHEJIPATH B PAOOTY KOMaH/IbI.

ITouemMy CKpUIITHI PAGOTAIOT
HayuHoe oGocHOBaHUe:

1. KoruutuBHan Harpys3ka: CKpI/IHT OCBOﬁO)KZ[aeT pa60qy10 IaMATbh MEHEe/Kepa OT IIOHCKa (I)OpMy]II/IpOBOK, II03BOJIAA COCPENOTOYUTHCA Ha

AKTUBHOM CJIyHIaHUU U SOMIIaTUN

2. HOCJIe,Z[OBaTeJIbHOCTb: KineHTst NPpUHUMAIOT pEHIeHUuA Yepe3 II0C/Ie40BaTEe/IbHOCTH MHKPO-COFH&CHﬁ. CKpI/II'IT 06eCreYnBaeT JIOTUYHOE

JIBIDKEHHeE 10 ATaram
3. IIpeackasyemocth: 80% BO3PaXKEHU U BOIIPOCOB MOBTOPSIOTCA. CKPHUIIT CO/IEPKUT IIPOBEPEHHBIE OTBETHI HA TUIIOBBIE CUTYAIHH
4. Macmrraéupyemoctb: OnnH pa3 HaiiieHHast HOpMyIHPOBKA THPAYKUPYETCS Ha BCIO KOMaH/Ty

Craructuka: - KoMIaHuu, HCIOJIB3YIOIINE CKPUIITBHI, ITOKa3bIBAIOT HAa 25% 0osiee BBICOKYIO KOHBepcuio (Gong.io, 2024) - 63% crienok
MIPOBAJIMBAIOTCS U3-32 HEIIOCIIEI0BATEIbHOCTH B KoMMyHuKanuu (Salesforce Research) - MeHekepbl ¢O CKPHIITAMU 3aKPBIBAIOT [IEPBYIO CEJKY HA

60% GbICTpEe HOBHUKOB 6€3 CKPUIITOB

THUIIBI CKPUIITOB MPOJAMK

1. Ckpunr xosroaaoro 3souka (Cold Call Script)

HaszHnaueHue: HepBbeI KOHTAaKT C HE3HAKOMbBIM KJIMEHTOM, 3a/la4ya — IIPe0J0JIeTh COIIPOTHUBJ/IEHNE U HA3HAYUTDb BCTPEYY.

Crpyxrypa:

I 1

| 1. IlpusercTBUE W NpE/CTABICHUE | 10 cek

| |

I 1

| 2. IlpuunHa 3BOHKA (NaTTepH-OpeiK ) | 15 cex
| |

I 1

| 3. Paspemenne npopoKuTH | 5 cek
| |

I 1

| 4. KsamiukauyoHHelil Bompoc | 30 cex
| |

I 1

| 5. lleHHOCTHOE mNpejIoKEeHne | 20 cek
| |

I 1

| 6. IlpuseiB K feiicTBUIO (BCTpeya) | 10 cex
L |
IIpumep:
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https://hunter.io/
https://business.linkedin.com/sales-solutions
https://lemlist.com/

[1. Ilpusercrsue]

"lobpelit enb, Anna! Mens 30ByT [Imutpuii, Komnanus SalesForce Pro."

[2. IlpumumHa 3BOHKA]

"3BOHIO, MOTOMY 4TO 3aMeTHJ, 4YTO BbI HEJABHO OTKPLIIM 5 BaKaHCHil

MEHeJKEepOB 10 Ipojaxam. "

[ 3. Paspewenne]

"Y wMeHs OykBanbHO 30 CEKyHJ — MOXKHO OjIMH Bompoc?"

[Knem "pma" wmnm MomdaHMsi = corjacue ]

[4. Ksamicpukauys ]

"CkaxuTe, KOrja KOMaHJa BBIpACTET B 2 pa3a, KaK IUIaHUpyeTe
KOHTPOJIMPOBATh KAa4eCTBO 3BOHKOB M BCTpeu? MHOrme pyKOBOIHUTENHN
TOBOPSIT, YTO 3TO CTAHOBUTCS Y3KUM MECTOM. "

[Cnymaem OTBeT, 3ajaeM YTOUHSIOLIMIT BOIPOC ]

[5. ULennocts]

"MbI Kak pa3 noMoraeéM TakKhM KOMIAaHWSIM aBTOMATU3MPOBAaTbL KOHTPOIb

KauyecTBa uepe3 aHaiu3 pasroBopo. Harmpumep, TechCorp ysemnuumm

KoHBepcHto Ha 30% 3a 2 Mmecsija. "

[6. CTA]

"Mory nokaszaTh, Kak 3T0 paboraer, 3a 20 muHyT. 3aBTpa B 15:

WM B OATHALY B 11:002"

2, Ckpunr kBasndpukamuu (Discovery Call Script)

00

HaszHnaueHue: BoisiBuTh 6011, GIO/KET, CPOKH U [IoJTHOMOYMs KiueHTa (BANT-kBandukanus).

Crpykrypa o meroaosaoruu SPIN:

dran Tun Bonpocos
Situation CuryaroHHble
Problem IIpo6iaemuble
Implication PasBuBaromue
Need-Payoff Hanpasssiomue

IIpumep ckpunra:

[ CuryaupoHHble  BONPOCHI ]
"AHHa, uTOObI 5 TNOHSI KOHTEKCT — PACCKaKmTe, Kak ceityac
ycTpoeH mpouecc npojak? CKOJBKO MEHE/KepOB, Kakue KaHalbl,

KaKoil cpeHuii 4ek? "

"Kax ceifuac KOHTpoiupyeTe pabGoTy KOMaHfbi?"
[IIpoGnemubie BOMpoCH! |

"Ckaxure, ObIBAa€T JIM TaK, YTO MEHE/LKEPbl HE CIEJyIOT

YCTAHOBIICHHOII MeTOJ0NIorHu? "

"C KakuMHU CJIOXKHOCTSIMU Jame BCEro CTANKUBACTECH NpU

MacIITabMpPOBAHNM KOMaH/BI? "

Koaugecrso

2-3

2-3
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"HacKoJbKO TOYHO Bbl MOXETE MNpEJCKa3aThb, KaKoil MeHeKep

3aKpoeT IIaH, a Kakoil — Her?"

[ Pa3BuBarommye BOMpOCHI |

"M kak T0 BIMsIET Ha OOIMe pe3ylbTaThl oTaena? "
"CKONIBKO CENOK B Mecsil] TepsieTcsi M3—3a 9TOro? "

"Ecin xomaupa BbIpacTeT 0 15 wyesoBek, 3Ta mnpobiema

YCUJIUTCS. WM OCTAHETCS HA TOM XK€ ypoBHe?"

[ Hanpasnsitome  BOmpoch! |
"Ecmi 6bl Bbl MOIVIM B pealbHOM BPEMEHH BUAETH, KTO U3
MEHE[IPKEPOB OTKIIOHSIETCSl OT METOJIOJIOTMHA — HACKOJIBKO OblcTpee

cMormu Obl KOPPEKTHPOBATH X paGory? "

"Kaxoii pesynbTaT s Bac Obll Obl ycrmexoMm uepe3 3 Mecsua

paboThl ¢ HOBOW cucTeMon? "

3. Ckpunt npesenranuu (Demo Script)
Hasuauenue: [1oka3aTh IPOAYKT, cOKYCHPOBABIIIICH HA BBISIBJIEHHBIX OOJIAX KJINEHTA.
Crpykrypa:

1. Kparkuii recap BbIABICHHBIX Gomeit (1 muH)

i

N

Agenda npeseHTauun (30 cek)

1

w

JlemoncTpauysi petienust Gomu #1 (5-7 MuH)
{
4. Check-in: "Dro pemaer Bamy 3ajauy?" (1 mun)

{

v

JlemoncTpaimst pemennst 6omm #2  (5-7 mun)
1
6. Check-in: "Dro pemaer Bamy 3ajgauy?" (1 muH)

1

~

Crepyromye marn (2 MHH)
IIpumep:

[Recap]

"AHHa, eclM TPaBUJBHO TNOHSJ, ceifyac y Bac TPU OCHOBHbIE 3ajlauM :
KOHTPOJIMPOBAaTh KAauyeCTBO 3BOHKOB IIPU POCTE KOMaHJbl, ObiCTpee
BBISIBJISATH CJa0ble MECTa MEHEPKEPOB M IOBLICHTH IMpECKa3yeMOCTh

pesynbratoB. IlpaBunbHO? "

[Agenda]

"Ormruno. Ilokaxy, Kak Halla CHCTEMa peIlaeT KaKAylo M3 OTHX 3ajad.
Baiiver okoio 20 MUHYT, M IIOCIE KaxKJ0ro OJOKa MpPOBEpUM, UYTO

9TO JICVICTBUTEJILHO 3aKpPbIBAaeT Ballly MOTPeOHOCTb. Bompock! nyurre

B KOHIle Kaxjoro 6ioka wm B mpouecce? "

[ DemoucTpamust #1 ]

"Hauynem c KOHTponsi KavecTBa. Bor pambopp pykoBomurens. ..

[ MOKa3bIBaeM KOHKPETHbINl 3KPaH, PELIAIONMil KOHKPETHYIO GOIb ]
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"Bupure, 3hech B pealbHOM BPEMEHH OTOOPAaKAIOTCSI BCe 3BOHKM KOMAH[BI.
KpacHbIM 1omedeHbl Te, IJie MEHEKEp MNpOMyCTUN 00s3aTesIbHbIe 3Tallbl

ckpunrta. Moxere cpasy MpPOCIylIaTh 3aMuChb M JaTh OOPaTHYIO CBSi3b. "

[Check-in]
"AnHa, ecmu Obl y Bac Oblla 9Ta NaHeNb MNPSMO CEHYaC — pElIo Obl

9TO Bally 3ajady C KOHTPOJEM KauecTBa NMPH POCTE KOMAH[bI? "

[CaymaeM OTBeT, yTOYHSIEM ]

4. Ckpunr pa6oTtsl ¢ Bospaxkenuamu (Objection Handling Script)
Haznauyenue: CTaH/]apTU3UPOBAHHbIE OTBETHI HA TUIIOBHIE BO3PaXKEHNU .
CrpyKTypa OTBETa HAa BO3paXKeHue:

1. Cormacue / Dwmmatust (5 cek)
i

2. Yrounenne (10 cek)
12

3. IlepecbopmymmpoBanue (15 cek)
1

4. [JokazarenbctBo (20 cek)
i

5. 3BakpbiBaroumii Bonpoc (5 cek)

IIpumepsl no TOII-5 Bo3paskeHUAM:

BospazkeHue OTtBeT

"IToHUMAal0, YTO KaXKeTcs CyIecTBeHHOM cyMmMoii. Ckaxute, ¢ yeM cpaBHuBaete? [ITaysa] Mbl 06BIYHO cYUTaEM He CTOMMOCTD IIPOJIYKTa, &
"Toporo" CTOMMOCTB IIPOGIeMBI. BbI TOBOPHUIH, UTO TepsieTe ~10 C/IeJIOK B MeCsAI] H3-3a HIUBKOTO KavyecTBa paboThl MeHe/kepoB. IIpu cpeHeM yeke

$5000 510 $50K B Mecsn win $600K B roz. Cucrema crout $12K B roz. To ecTs OKyIaeTcs 3a Hezien0. ITo MeHsieT Bocupusatrie?”

"CrpaBeyinBo. CKaXkuTe, 9TO BOIIPOC MIPHOPUTETA WIK CyMMa He 3ayI0’keHa B 9ToM kBapTase? [[laysa] Ilotromy 4To 06BIIHO GI0/1KET
"Her 6romxera" uHaxozxures, ecid ROI oueBuzien. Mbl MoskeM HadaTh ¢ muutota 3a $3K — 910 mokpeiBaercst u3 onepanuoHku. Eciu yBumuTe pesysibTaT uepes

Mecsiil, mpoo/pkuM. Ectn HeT — mpoceTo ocraHoBUM. Tak MeHblie pucka. Kak Bam takoit BapuanT?"

"KoHeuHo, Takoe peleHue Tpebyer BpeMeHU. CKaKuTe, 4T0 KOHKPETHO Hy:KHO 001yMats? [Ciymaem] ITousut. To ecTh OCHOBHO# BOIIpoc —
"HyxxHo noaymats" = [nepedopmynupyem]. [Tpasmisno? [[Ja] OTanuso. [laBaiiTe Tak: s OTIPABIIIO BAM PacyeT II0 STOMY BOIIPOCY CETOH, BbI UBYUHTE 3aBTPa, U
rocsie3aBTpa o6cyiuM — Tak ynooHee?"

"Cynep, 3HaunT, 3agada npuopurerna. C kem paboraere, ecu He cekper? [[Taysa] A xak [KoHKypeHT] crpaBisiercs ¢ [crneruduueckas 3anaya,

"Y:ke paGoraem ¢
r71e MbI cutbHee]? CrpammBaio, IOTOMY YTO 40% HAIINX KJIHEHTOB IPUIILUIA HMEHHO OT [KOHKYpeHT] 13-3a TOro, uTo [KOHKpeTHas npobiema

KOHKypeHTOM" .

KOHKypeHTa]. BBl ¢ 3THM CTaIKUBAIHCH?

"IIoHMMal0, y Bac ceifyac BbIcOKas Harpyska. CKaskure, a CKOJIbKO BDeMEHH B HeZIeJII0 YXOAUT Ha [3a/jada, KOTopyIo peraeT Ipoaykr]? [~10
"HeTt BpemMeHH vacos] To ecTb ~40 yacoB B Mecs1. Hamre BHeZipeHre 3aHuMaeT 8 4acoB 3a 2 Hegien. To ecTh yepes 2 HeZlesIH BbI HAYHEeTe DKOHOMHUTD 40
BHEJPATH" YacoB KaXABIH MecsAn. OKynuTes 3a Heziestio. Imoce Mb1 GepeM BHeZipeHHe Ha cebsl — BaM Hy)KHO Gy/ieT TOJIbKO IIPUHATH paboTy. 3ByUuT

peanuctuaHO?"

5. Ckpunr 3akpsitusa caeaku (Closing Script)
HagnaueHmue: /loBecTy KJIMEHTA /10 MOJIHCAHUA JIOTOBOPA.

TexHuku 3aKpbITUA:

Texnuka Onucanue IIpumep

Assumptive JleiicTByeM Tak, Oyxro kineHT yxke | "Ominuno, AuHa. Torja HauneM ¢ nakera Professional. Bam yio6Hee oruiata eJHHOBPEMEHHO WA B

Close MPUHST pelleHre paccpouky Ha 3 Mecsina?"

Alternative - . .
Jlaem BbI6OD Mesk/Ly AByMs "2’ Bawm yzj06Hee cTapToBaTh B IIOHE/EIbHIK MU B CPELy?

Close

Summary "WTak, BbI IIOJIydaeTe: [epeyrciseM BbIro/ipl]. 3amyckaeMces B TOHeAeTbHUK. OTIIPABUTH 0TOBOP CETOHS
PezioMupyem Bce COTIACOBAHHOE .

Close Beuepom?
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TexHuka Onucanue IIpumep

Co3jiaeM orpaHuyeHuUe 110 "9ra 1eHa fefcTByerT 10 KoHI@a Mecsina. C 1-ro yrcsia Tapud BeipacteT Ha 20%. Eciu 3akpoeM cerozs,
Urgency Close N
BpeMeHH ycreere 3aUKCHPOBATH TEKYIIHE YCIOBHS.
Puppy Dog "JlaBaiiTe Tak: 3amycKaeM IMHUJIOT Ha 2 He/letu GecriatHo. Eciu He yBuanTe pesysnbraT — 6e3 BOIpPOCOB
Jlaem morrpo6oBaTh GecriaTHO .
Close pacxogumes. Ectu pesysbrar ectb — npojioykaeM. Bl Huuem He puckyere. CorsacHbI?

MeTtoaoJs1orusi pa3padOTKH CKPUIITA

IIIar 1: Coop nanubix (Research)
Yro HYXKHO COGpaTL nmepea HanmucCaHueM CKpuIiTa:

1. 3aIMCH 3BOHKOB: 20-30 PEIbHBIX PA3rOBOPOB (YCIIEIIHbIX 1 HEYCIEIIHBIX)
2. Cnucok Bo3pazkeHuii: Tom-20 BO3payKeHHH ¢ 4aCTOTOH BCTPEUaEMOCTH
3. TpurrepHsie (ppasbr: UTo TOBOPUIH KJINEHTHI IIEpPe] COITIACHEM Ha BCTPedy/ TIOKYIKY

4. Failing points: Ha xakoMm srare Jaiiie BCero CpsIBINCH CAETKHI

HWHcrpymeHThI aHam3a: - Gong.io — Al-ananus pazroBopos - Chorus.ai — BbIsiBJIeHIE [TATTEPHOB YCIIEIIHBIX 3BOHKOB - Py4yHast pacurindpoBka

yepes Otter.ai + ananu3 B Excel

ITar 2: KapTrupoBaHue cieHapues (Scenario Mapping)
CozaaeM GJI0K-cXeMy BO3MOKHBIX Pa3BUTHIH pa3ropopa:

— Ha - Ksamudukanyus
Otkpbitie -~ Cormacue ~|
L Her - Bospaxenne #1
I— Ortpaborka - Ksamicukauys

L Kecrkuit orkaz - Breakup

KBamucpukamumst = Bonb BbisiBiIeHa?
I— Ha - Ilpesenranust

L Her - JlononHuTENbHbIE BOMPOCHI

IIpesenTaums - IloHumaeT UEHHOCTH?
I— a - 3akpsiTie
L Her - Bospaxenne #2
l— OtpaboTka - 3akpbiTie

L ormxas - Follow-up uepe3 HeJeno

HJI}I KaxKaoro y3Jjia nponmucbiBaeM: - Yro TOBOPUT MEHEJIKED - BoaMorkHbIE OTBETHI KJIMEHTA - Peaknius Ha Ka’KJ[bIi OTBET

ITar 3: HanucaHue nepBo# Bepcuu
HPI/IHHI/IHI)I HamucaHuMa:

1. Pa3roBOpHBIi A3BIK: [IHIInTe TaK, KaK JIIOM TOBOPAT B PEATLHOCTH, A He KaK IHIIYT B JOKyMEHTaX

2. X "OcyecTsisieM IpesocTaBIeHye yeayr'

3. "Tlomoraem kommauuamM"

4. KopoTkue npeajo:xeHud: MakcuMmyM 15 cj10B. UeM Kopode — TeM Jierde 3allOMHUTh

5. OTKpBITHIE BOIIPOCHI: 80% BOIIPOCOB 10/DKHBI HaunHaThes ¢ "Kak", "Uro", "Tlouemy"”, "Pacckakure"
6. ITaysbr: OTMeualiTe MecTa, I/ie Hy’>KHO IIOMOJTIATh U 1aTh KJIHEHTY OTBETHTH

7. T'nGkocTh: CKPUIT — 3TO KapKac, a He )KeCTKUU TekeT. OTMevaiiTe MecTa JIIsi IMIPOBU3AIIH

dopmar JOKyMeHTa:
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## OTAIl 1: IlpusercrBue

**llenb: ** IlpecTaBUTLCS M MONYYUTh pa3pellieHHe MPOJIOJKUTL PAa3roBOp

* % CKpUNIT ¢ * *
"obpeii [Bpemst cyTok], [Mmsi]! Menst 30ByT [Bame ums],

KOMITaHusi [ Ha3BaHue] ."

[TTAY3A 1 cekynual

**Ecom cnpammBaer "Ilo kakomy Bompocy? " :**

"[Wms], 3BOHIO MO MOBOAY [MpHUYMHA 3BOHKAa]. Y Bac ecTh

OyKBaIbHO MHUHYyTa? "

**Ecim MomunT @ * *

Hpouomkaem fanplie — MOJYaHWEe = corjacue CiylaTh.

## OTAIl 2: IlpuunHa 3BOHKa
**[Jeb: ** OOBICHUTb, MOYEMY 3BOHMM HMMEHHO 9TOIl KOMIAHMH

* % CKpUNT 2 * *
"3BOHIO, MOTOMY YTO 3aMETWJ, 4YTO [TpUITepHOE COObITHE] .

[TTAY3A] Y MeHs OauH BOMPOC — MOXHO?"

**TpurrepHble COOBITUS (BBIOPATH OJIHO) & **
— OTKpbUIM BakaHCHM: "Bbl OTKpbUIM [N] BakaHCHil [JOJDKHOCTB]"
— HoBocTh 0 KoMmnauuu: "Bbl HeJjaBHO [coObiTHe]"

— Pocr kommanmm: "3a rop Beipocm ¢ [X] g0 [Y] cOTpyAaHMKOB"

[v T.a.]

ITar 4: TectupoBanue (A/B Testing)

Y10 TecTHpOBaTh:

dIeMeHT BapuaHTbI MeTtpuka ycnexa
OTkpbITHE 2-3 pa3HbIX (GOPMYIUPOBKH % pasroBOpoOB >60 cex
TIprurHa 3BOHKA C rpurrepoMm vs Ges Tpurrepa % COTJIACHBILIHXCA CIIyIIATh
Kanudukarnus SPIN vs BANT vs Challenger % BBLABJIEHHBIX OOJIEH
3akpeiTHe Assumptive vs Alternative % 3aKPBITBIX CZIETIOK

Meroaosiorus recra:
1. Kakplii MeHeKep UCIOJIb3yeT O/INH BAPUAHT CKPUIITA MUHUMYM 20 3BOHKOB

2. CobupaeM JJaHHbIE B TAOJIUILY:

| Menemxep | Bapuanr | Iombirok | [ossonos | Pasrosopos >60c | Berpeu | Komsepens |

| MBan | a | 50 | 20 | 12 | 3 | 15% |

| Mapus | B | 50 | 22 | 16 | 5 | 22.7% |

1. Crarucruyeckasi 3HAaYUMOCTh: MUHUMYM 100 KOHTAKTOB HA BADUAHT
2. Beibupaem nobeiuresis, fieJiaéM ero OCHOBHBIM CKPUIITOM

3. Uepes MecsAI| TECTHPYeM HOBBIH dJIeMEHT
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HIar 5: UTepauua U yJaydnieHue
IIHKJI HENPEePbIBHOIO yJIyYIIICHUA:

3amyck CKpHnTa
i

C6op nauHbIX (2 Hejesm)
i

Ananu3: 4TO paGoTaeT, 4YTO HET
1

Tunotesa ymyumienns
1

A/B TecT (2 Hepemu)
i

BHejipenne nydinero BapuaHTa
L

(MOBTOp LIMKJIA )
VCTOYHUKY UAEH AJIA YLy dIIeHUus:

1. OGpaTHasnA cBA3b MeHeXKepoB: ExxenesieibHbIe 1-0n-1 ¢ BopocoM "I'ie ckpunrt He cpaborasn?”
2. AHAJIN3 MPOUTPAHHBIX CAEIOK: [loueMy He 3aKpbLIOCh? UTO MOKHO OBLIO CKa3aTh HHaUe?
3. 3amucu JIyJIInX 3BOHKOB: Kakue ¢popMy/IHpOBKY UCIIOIB30BAN TOI-TIepdopMep?

4. KiineHnTckas oopaTHas cBA3b: I1ocie 3aKphIThs CIPOCUTH "UTO B pa3roBope IMOBJIUSIIO Ha perreHne?"

BHenpeHNe CKPUIITOB B KOMaHAY

COl'lpOTI/IBJIeHI/Ie KOMaH/bI 1 KAaK C HUM pa60TaTL

TUNUYHBIE BO3Pa:KEeHUs MEHE:KEPOB:

Bo3spazkeHue HVicTuHHasA NnpuYuHa Kaxk orpaGorars

"CKpHIITHI — 3TO POGOTH3ALHS, T Crpax 1otepy KOHTpPOJIst / TlokazaTh JaHHbIE: TON-MEHEe/KEPhI TOKEe UCIIOJIB3YIOT CKPUIITHI, HO THOKO. CKpHIIT
Jrydiire cam” HEeyBePEHHOCTb B HaBBIKax = YeK-JIUCT, & He TeKCT /I 3a4UThIBAaHUSA

"KaxpIil KJINEHT YHUKaJIeH, CKpunT ~ HemoHMMaHNe KOHIENIHHA THOKOTO OOGBACHUTB, YTO CKPHUIIT — HTO CTPYKTYPA PasroBopa, BHyTPH KOTOPO# eCTh MECTO
He mozouer” CKpHITa JUIS1 KACTOMUBAIUN

"fI yxKe 5 JIeT IPO/Ial0, MHE CKPHIITHI N
R 9ro / cTpax U3MeHeHH TIpensoxkuts A/B TecT: HeIeIII0 O-CTapOMY, HeIeJI0 110 cKpUnTy. CpaBHUTH Lu(PbI
He Hy’KHBI

"KJIMeHTBI HOUMYT, YTO 5 YUTaI0" HepocraTounas TpeHHPOBKA CKPUIITA TIpoBecTH /IONOTHUTEIbHbIE POJIEBbIE HTPBI ZI0 aBTOMATH3Ma

Crparerus BHeApeHUA:

1. BoBiieueHue B co3xaHue: I[IycTh MeHe/Kephl CaMH YIaCTBYIOT B HAIIMCAHUU CKPUIITA — CHHUKAET COIIPOTUBIIEHUE
2. ITocreneHHOCTH: CHAYaIa CKPUIIT IS OHOTO 3Tarna (HaupruMep, TOIbKO OTKPBITHE), TIOTOM PACIIHPIEM
3. Tn6KocTh: PazpemuTb 20% OTKJIOHEHU OT CKPHIITA JJIsI OIIBITHBIX MEHE/I?KEPOB

4. Teifimudukxanusa: KoHkypc Ha JIy4IIIyIo aJanTalfiio CKPUITA ¢ IPU30M

OGyueHIe KOMaH/IbI

IIporpaMmma OHOOPAMHTIA 10 CKPUIITAM (2 Heaen):

JleHb AKTHUBHOCTH JINTEIbHOCTH Ilean

1 VI3yueHue CKPHIITa HH/IMBU/IYAIBHO 2 yaca TIOHSTH CTPYKTYPY U JIOTUKY

2 T'pynmoBoit pa36op ckpumTa 14ac OTBETUTD Ha BOIIPOCHI, JaTh KOHTEKCT
3-4 PoseBble Urpsl (MeHeKep — MEHEIKeD) 3 yaca OtpaboTaTh /10 aBTOMATU3MA
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Jlenn AKTUBHOCTH

5 3amuch TPEHUPOBOYHBIX 3BOHKOB
6-10 PeasibHble 3BOHKH C HCIIOJIb30BAHUEM CKpHITa
11-14 CamocrosiTenpHas pabora + daily review

Pouesbie urpsl (Role-Playing):

®opmar 3¢ PeKTUBHON TPEHUPOBKU:

1. MeHem:xep #1 urpaer npozasna, MeHeakep #2 — KJINeHTa

2. Kakzas posieBast urpa — 5-7 MHHYT

3. ITocste ka0 Urphr:

4. IIpojjaBer: YTO MOJIYYUIIOCh, YTO HET (1 MUH)

5. KitrieHT: 4TO0 6BLIO YOEIUTETHHO, YTO HACTOPOKUIIO (1 MUH)

6. POII: koHKpeTHast o6paTHasi CBsA3b + 1 coBeT (2 MUH)

7. MeunsoTes posIAMA

8. ITOBTOPAIOT C HOBBIM CIleHapueM

CueHapuu AJIs1 pOJIEBbIX UTP:

o KiiMeHT ckenTUYeH U HOCTOSHHO nepe6HBaeT

o KJIMeHT MOJIYHT U /1aeT OTHOCJIOKHBIE OTBETHI

o Kiwmenr cpasy roBopur "moporo”

o Knuent roBopur "HeT BpeMeHH" U XOUeT 3aKOHIHUTH 3BOHOK

« KiueHt unTepecyercs, Ho He ABgerca JIIIP

KOHTpPOJIb KayecTBa U KOPPEKIUA

Cucrema MOHHUTOPHHTIA:

JINTEeIbHOCTH Ilean

2 yaca TlomyauTs o6parHyto cesi3b oT POIla
5 IHel I1epBblii ONBIT C MOAREPKKOH

4 mHsA 3akperuieHue

1. CxyuyaiiHasi BBIOOPKA: 5 3BOHKOB B HE/IEJIIO OT KaX/I0TO MEeHeKepa

2. YeK-JIMCT COOTBETCTBUA CKPHUIITY:

O IpepcraBuncs no copmyne "Wms + Kowmmanus"

Hasan npuumHy 3BOHKa (Tpurrep)

B3anpocun paspeiieHne MpojIo/KUTh

3agan MMHUMYM 3 OTKPBITBIX BOMpoca

O3By'~ll/l.71 LEHHOCTHOE MPENJIOKEHNE

IIpepnoxun KOHKpeTHbII next step

a
a
a
O BobisBun 6omb KIMEHTa
a
a
a

Jlorosopuiicst 0 jaTe CIEIYIOLIEro KOHTaKTa

CootsercTBue: _ /8

%)

1. OﬁpaTHaﬂ cBA3b: B Teuenue 24 4acoB II0CJIE IIPOCIYIINBAaHUA 3BOHKA

2. ®opmar puadIka:

3. 2 MOMEHTAQ, 4YTO C/IeJIaHO OTJIMYHO

4.1 MOMEHT IJIA yJIydIIeHUusA

5. KOHKpeTHBI COBET, KaK YJIy4dIIuTh

Yacrpie ONINOKU M KAaK UX HCIIPABJAATH:

(0)113: (3 %1
PobGot-pexxum
TopomiuBocts
BOsI3Hb OTKJIOHUTBCS

IIpomyck aTanos

IIposaBienue

YuTaeT CKPUNT MOHOTOHHO, 6e3 may3

He maet x11eHTy 10rOBOpUTH, IepebuBaeT

ITpTaercs BepHYTh KJIMEHTA K CKPUIITY BMECTO THOKOCTH

[lepexo/uT K Ipe3eHTaluH, He BBIIBUB 60JIb

Pemenune

JlOTIOTHUTETbHBIE POJIEBBIE UTPBI + 3aIKCh cebs Ha ANKTO(OH U1 caMOaHAIN3a
TexHuKa "3 CEKyH/IbI TUIIIMHBL" II0CJIE BOIIPOCA KIMEHTA

PaspemnTs 20% UMIPOBU3ALNY, aTh IIPUMEPHI YAAYHBIX OTKIIOHEHUH

Yex-yuct ¢ rasioukamu "Bosib BeIsABIeHa?" TIepesi ePeXo/ioM K cIe/IyIoIeMy STalry
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HNHCTpyMEHTHI ISl pA0OTHI CO CKPUIITAMHU

ILrardopMsbl I XpaHEHUA U yIIPABJI€HU A

HucrpymenT DyHKIHOHA

Guru Baza 3HaHUIi ¢ HOMCKOM 110 ckpunrtam npamo B8 CRM

Lessonly OGyuaromas mardopma ¢ poeBbIMUA UTPAMH M TECTAMU

Gong.io Al-aHayI3 3BOHKOB + aBTOMATHYECKOe BBIABJIEHHE OTKJIOHEHHUH OT CKPUIITa

Notion / Confluence

BecrmatHas 6a3a 3HAHUH 711 MaJIOro OusHeca

Call Script Software

HHTerpanua CKpUITOB B IPOLeCcC 3BOHKA:

1. Berpoennsle noackasku B CRM:

2. HubSpot Sales Hub — paszzuen "Playbooks”

3. Salesforce — Lightning Console with Scripts

4. Pipedrive — Scripts & Playbooks

5. BenipiBaroniyie NoACKa3Ku:

6. Veloxy — CKPHUIIT HOSIBJISIETCS BO BPEMS 3BOHKA

7. Dlalpad Al—B peasTbHOM BPEMEHHU IO CKAa3bIBAET, YTO CKa3aTh JaJIbIIIe HA OCHOBE CJIOB KJIMEHTa

8. Speech Analytics:

9. Gong.io — aHAIM3HUPYET, YIIOMSHYJI JIN MEHe/KeP KITI0UeBble ITyHKThI CKPUIITA

10. Chorus.ai — nokassiBaer heatmap pasrosopa (rze 60JIbIlle TOBOPUJI KJIMEHT, T/ie MeHeKep)

Cneun(l)nlca CKPHUIITOB VI PAa3HbIX KAHAJIOB

Email-ckpunrer

CTpyKTypa IMOC/Ie{0BATEIbHOCTH (77 MUCEM 32 3 HEAE/IN):

Ilena

Ot $10/Mec
Or $300/mec
Or $1200/mec

BecmiatHo - $10/Mec

"Kak {{Similar_Company}} Berpoc Ha 40%"

JleHb Tun nucbma Iean IIpumep TemMbI

1 IlennocTHOE IIpuBJieus BHUMAHUE "Unes ms {{Company}}"
3 Keiic JlaTh 0Ka3aTEIBCTBO

6 Bonpoc Bossieun B uanor "{{Name}}, oquH Bopoc"
10 O6yuenue Jlath nosb3y "3 ommbku B [061acTh]"
14 IepcoHaIbHOE BUAEO Boigenurnbes "Buzeo s {{Name}}"
18 Breakup IocenHuii manc "3akpsIBaio Temy"

21

Resurface BepHyTbcs uepes BpeMs

LinkedIn-ckpunrsI

Ilocsieq0BaTeIbHOCTH COOOIIEHUIT:

Henp 1: Connection request

"{{Name}}, ysugen Bam noctr o {{topic}}. Msl Toxe B {{industry}} —

OyaeT MHTepecHO OOMEHSIThCSI OmbIToM! "
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Jenp 3: BuarofgapHocTbh 3a NpHUHSATHE
"{{Name}}, cmacu6o 3a kouHexT! ITocmoTpen Bawr npoguiab — BHEYATISET

nyts B {{company}}. Yem ceiiyac GoJjblle BCEro 3aHUMaeTech? "

e 7: lleHHOCTH (ecim He OTBETHI)
"{{Name}}, pemoch KefCOM, KOTOpbI MOXET ObITb MONE3eH: [CChLIKa] .
{{Similar_ Company}} uepe3 ato ypeqmummi {{metric}} mHa {{%}}.

AxTyanbHo st Bac?"

JHenb 14: Ilpsimoit Bompoc
"{{Name}}, Buxky, uro {{Company}} akTtuBHO pacter. Kak permaere

3ajauy {{problem}}? VY Hac ecTb MHTEpPeCHbI MOAXOM. "

Meccenm:xepsl (WhatsApp, Telegram)
Oco6eHHOCTB: KopoTKue coobeHns ¢ OBICTPIMU OTBETAMH.

[ Coobuienne 1]
"{{Name}}, moGpbIi jieHb! -

Anekceit n3 {{Company}}. Moxno oagux Bompoc?"
[Knem "Ha" mmm "Kakoi? " ]

[ Coobmienne 2]

"Kak ceituac pemaere 3agauy {{problem}}?

CrpanmBaio, TOTOMY 4YTO y HAC €CTh HHTEpecHblil Keiic & "
[2Knem orsera]

[Coobmiene 3 — eciM MHTEPECHO ]

"Cynep! OTnpaBmio KOPOTKO CyTh B BHAEO (2 MHH) .

Ecmm 3auenur — cosBonmmest. Okeii? "

Apanranusa CKPUIITOB MO/ CErMEHTHI

B2B vs B2C
ITapameTp B2B B2C
JliinHa cKpUnTa 5-7 MUHYT 2-3 MUHYThI
Doxkyc Bosu 6usneca, ROI Smoruy, O6BICTPast BBITOJA
SA3pIK IIpodeccrOHATBHEIH, ¢ TEDMUHAMEA IIpocToii, pasrOBOPHBIH
Bompocsr OTKpBITHIE, TITyOOKHE 3aKpbIThIE, IPOCTBIE
3akpsiTHE Hasznauutp Berpeuy 3aKphITh CIEJIKY ceddac
Enterprise vs SMB
ITapamerp Enterprise SMB
JITIP Haiitu gatekeepa, goiitu 1o C-level Cpasy BBIXOZMM Ha BJIa/ieJIbIia
JluHa nuKIa 3-12 MecsneB (CKPHUNT Ha Ka)K/(bIi 9TaI) 1-4 Hezesu (1 CKPHUIT Ha BCIO CAETKY)
O6beM ckpunTa 10-15 cTpaHuI (Bee clieHapun) 2-3 CTPAHHUIIBI
KomaH/ia nokymnaress 5-10 UesIoBeK (CKPHIIT /Ut KasK/I0U POJIH) 1-2 YyesioBeKa
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IIpakTUUyeckoe 3agaHue

3a/1a'-la 1: Hanmucartp CKPMUIIT XOJIOAHOI'O 3BOHKA
Harnwumure CKPHIIT XOJIOZTHOTO 3BOHKA JIJIA BAIIEro IIPOAyKTa:

TpeGoBaHu: - [ ] InTeIbHOCTB: 90-120 CeKyH[ - [ ] BKIoyaer: mpuBeTCTBYE, IPUYUHY 3BOHKA, 2 OTKPBITHIX BOIpoca, neHHocTh, CTA - [ ] Ectpb

OTBETHI Ha 3 TUITOBBIX BO3paKeHU - [ ] I3bIK pa3roBOpHBIi (IIpOBEpKa: MPOYUTATH BCJIYX — 3BYUHUT €CTECTBEHHO?)

3amaua 2: Co3arh GJI0K-CXeMy CIleHApHeB

HapI/ICyﬁTe 6J'IOK-CXeMy KBaJ'IHq)I/IKaI_IHOHHOI‘O 3BOHKA C MUHUMYM 5 Pa3BUJIKAMHU U OTBETAMHU JJIA Ka)i(,E[Oﬁ.

3amaua 3: A/B Tect

IIpuaymaiitTe 2 BapuaHTa OTKDPBITUSA XOJIOZHOTO 3BOHKA. IIpoTecTupyiiTe KaXK/[plii Ha 10 3BOHKaxX. CpaBHHUTE: - % JNO3BOHOB, KOTOPBIE COTJIACHIINCH

CJIYIIATh >30 CEeKyH/ - % Ha3HAYEHHBIX BCTPEY

3agaua 4: 3anucarh ceos

3anummre Ha JUKTO(OH, KaK BBl IPOroBapHuBaeTe CBOU cKpunT. IIpociymaiite. OTBeTbTe: - 3ByYHT €CTECTBEHHO WIM Kak poboT? - I'ne mesaere

naysbl? - Kakue cyioBa-miapa3ursl UCIoib3yeTe? - UTO Hy»KHO U3MEHUTD?

Yek-auCT ypoKa

BbI OCBOWIH CKPUIITHI MIPOJAIK, €CIIH:
o [ ]IloHuMaere pa3HUILY MeK/IY }KECTKUM TEKCTOM U I'MOKUM CKPUITOM-CTPYKTYPOit
o [ ] Moskere HamucaTh CKpHUIIT JJ1s1 JIIOOOTO 3Tara BOPOHKH
o [ ]3Hnaere, kak coOupaTh JaHHbIE /IS CO3/JaHMs CKPUIITA (3aIICU 3BOHKOB, BO3PAYKEHMUS)
o [ ]VYmeere kapTHpPOBATH ClIEHAPUHU PA3roBOPa B BIOK-CXEMY
o [ ] 3uaere merozosiornio A/B TecTHPOBAHUS 3JIEMEHTOB CKPHIITA
o [ ]Ilonumaere, KaK BHEAPATH CKPUIITHI B KOMaH/y 6€3 COPOTUBIIEHUS
o [ ] Moskere IpOBECTH POJIEBYIO UTPY /IJIsSI TPEHUPOBKH CKPHUIITA
o [ ] 3Haere MeTPUKH /IS OL[EHKU KAYeCTBA MCIIOJI30BAHUS CKPUIITA

o []¥Ymeere ajanTrpoBaTh CKPUIIT IO/ pa3Hble KaHabI (3BOHOK, email, LinkedIn)

I[OHOJIHI/ITBJII:HI)Ie MaTepHuaJjJabl

Kuuru: - "The Sales Development Playbook" — Trish Bertuzzi - "Fanatical Prospecting” — Jeb Blount (rsiaBa mpo ckpurrsr) - "Smart Calling" — Art
Sobczak

IIIa610HbBI CKPUITOB: - Gong Labs — 6ubyinoTeka CKPUIITOB OT TON-KoMNaHui - Sales Hacker — 20+ roTOBBIX MIAGJI0HOB

HHcTpyMeHTsI: - Chorus.ai — Al-aHaymus 3BOHKOB - Guru — 6asa 3HaHUHU JUIA CKPULITOB - Lessonly — oOyueHne KoMaHIbI

I'1aBa 6. HpeseHTauI/m U KOMMEPUYECKOE€ NIPEeA/I0OKECHUE

BBeaeHue: ABe CTOPOHBI OHOM MeAa N
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https://labs.gong.io/
https://www.saleshacker.com/sales-scripts/
https://www.chorus.ai/
https://www.getguru.com/
https://www.lessonly.com/

HpezeHTauuﬂ U KOMMEPUYECKOe IIPpEeJUIOKEeHHEe — I39TO [ABa KJIIOYEBBIX HWHCTPYMEHTA IIPOJAX»XHHKA, KOTOPbIE€ YACTO IIyTAIOT HJIA HCIOJIb3YIOT
HENnpaBUIbHO. HpeBeHTaHI/Iﬂ — 9TO XKHBOE BSaHMOZ[efICTBHe C KJIMEHTOM, I/ie BbI IIOKa3bIBaeTe INEHHOCTH B pEXUMe auasiora. KOMMep‘{eCKOe

TIIpeyIoXKeHne (KH) — 9TO AOKYMEHT, KOTOprﬁ ocTaércs Y KJIMEHTA II0CJ/I€ BCTPEYHU U IIOMOTAET €My IIPUHSATH PEeIIeHue.

TnaBHas ommbka Ha4YWHAKOIMUX IIPOJAAaBIOB — BOCIPHUHHUMATH INPE3€HTAIlUI0 KaK MOHOJIOT, a KOMMEpYECKOe IIPEJJIOKEeHHEe KakK npaﬁc—m/mT. B
peaibHOCTU 00e 3TH aKTUBHOCTH JIOJIXKHBI OBITH IIePCOHAJTU3UPOBAHHBIMY, OPUEHTUPOBAHHBIMHU Ha 60Jb KJIMEHTa | IIOCTPOEHBI II0 YETKOU

CTPYKTYpe, Be[ylllell K PEIIeHUIO.

B sTOM ypoke MbI pa3bepém: - Kak crpouts addexTuBHyIo mpedenTtanuio no Merogosoruu SPIN u FAB - Kakue dopmars! KII cyrmecTByIOT U KOraa

UX IPUMEHATD - Kaxk II€PCOHATTU3UPOBATDH IIPEJJIOKEHUE 110/ KOHKPETHOI'O KJIMEHTAa - TexHuuecKkue acreKkThl: L[HSafIH, CTPYKTYypa, KaHaJIbl JOCTAaBKU

HpeseHTaunﬂ: oT CﬂaﬁILOB K Jaaaory

Yro Takoe 3¢ ekTUBHAA NPE3EeHTAIUA

SCI)CI)EKTI/IBHHH Ipe3e’HTanusAa — 3TO He YTeHHue (‘JIaﬁZ[OB, a ynpasJisaemMasn 6ece,ua, B KOTOpOﬁ BBI: 1. [loka3pIBaeTe MOHNMAaHUE CUTyalluu KJIHEeHTa 2.
ﬂeMOHCTpI/IpyeTe, KaK Ballle penIeHre 3aKpPbIBAET €ro KOHKPETHBbIE 6osu 3. Honyqae're 06paTHy}0 CBA3b U BO3pa’XE€HUA B PEXHUME PEATTbBHOTO

BpEMEHH 4. TloxBosiuTe KIIMEHTA K caeayolieMy mary (He 06s13aTeIbHO K TIOKYIIKE, HO K IIPOJIBUKEHUIO I10 BOpOHKe)

l'IpaBpmo 70/30: B H,E[eaJIbHOﬁ IIpe3eHTallu KJINEHT TOBOPUT 70% BpeMeHH, BBl — 30%. Bama 3agmaua — 3agaBaTh IIpaBUJIbHBIE BOIIPOCHI 1

HaIrpasBJIATb JAAJIOT.

Crpykrypa npe3enranuu: merog SCIPAB
OnuH U3 Jtydix GpeiMBOPKOB /1A ocTpoeHus npeseHTann — SCIPAB:

1. Situation (cuTyanus) — ONKCHIBAETE TEKYIIEE TIOJIOKEHNE KIIMEHTA

2. Complication (ocyoxHeHNEe) — yKasbpIBaeTe Ha IPOOJIEMY WIN PHCK

3. Implication (mocsiezicTBIS) — MOKa3bIBaeTe, YTO OY/IET, €CJIU HE PELIUTH IPOLIEMY
4. Position (mo3unus) — GpopmyIrpyeTe CBOE BUZEHHE PELIEHIS

5. Action (zeiicTBre) — mpe/jiaraete KOHKPETHBIE LIATH

6. Benefit (Bbirozia) — pesroMupyere [eHHOCT JJIst KJIHEeHTa

IIpumep (B2B-npoaaska CRM):

dran Copep:xanue

Situation "Bam otest mpozak paboraer uepes Excel u meccenmxepsr”

Complication "DTO NPUBOJMT K MOTEPE IAHHBIX O KJIMEHTAX, Ay0IMPOBAHHIO PAGOTHI ¥ OTCYTCTBHIO KOHTPOJIA"
Implication "B pesysibrare Bbl TepsieTe MUHUMYM 20% CZeJI0K, KOTOPbIE IPOBAJIMBAOTCS HA ATAlle IIEPEroBOpoB”
Position "MBs!I npe/yiaraeM BHeAPUTH JIErkyio CRM, azianTupoBaHHYIO O/ Masiblil GusHec"

Action "HaunéMm ¢ nmriIoTa Ha 2 He/IeH: TOKII0YNM 3 MEHE/KEPOB, HACTPOUM BOPOHKY"

Benefit "Yepes Mecs1] BbI IOJIyIHUTE IPO3PATHOCTD CEIOK U BRIPACTUTE KOHBEPCHUIO HA 15-25%"

Mertox FAB: Features — Advantages — Benefits
Korza Bel onucbIBaeTe CBOE pellleHue, UCIoIb3yliTe cBa3Ky FAB:

« Feature (xapakTepHUCTHKa) — YTO 3TO TAKOe
« Advantage (1penMy1ecTB0) — 4eM 3TO OTIMYAETCSI OT AJIbTEPHATUB

« Benefit (Bbiroza) — 9T0 910 AAET KIMEHTY B ZIEHBraxX, BDEMEHH TN PeCypcax
IIpumep (mpoaaxka KOPIOPATUBHOIO O0YyIE€HUA):

« Feature: "Hamu Kypchbl BKIIOUAIOT IPAKTHYECKHE KeHChl U3 Balei orpacian”

« Advantage: "B oTiiiune OT THIIOBBIX IPOTPAMM, MbI aZJAIITUPYEM MaTepUaJIbl 10 BaIly crenuduxy"”
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« Benefit: "CoTpyHHKM HAUMHAIOT IPHMEHATH HABBIKH HA CJIEYIOIIUH IeHb [10CjIe TPEHHHTA, a He Yyepe3 MecsAn"

OmnGka: "Y Hac camas 6ospinas 6a3a kineHtos” (Feature 6e3 Benefit) IlpaBuibHO: "Y Hac 500+ KJIMEHTOB B Balllel OTPAC/IA — MbI 3HAEM

TUIOBBIE 60JIN — BbI IIOJIyYUTE pellleHre ObIcTpee U flelieBe”

BusyasibHas COCTABIAIOIAA IIPE3€HTAITUN

CoBpeMeHHBI€e TPEe3EHTAIIH JI0JIKHBI ObITh MHUHUMAJIUCTUIHBIMU:
« IIpaBusio 6x6: MakcuMyM 6 CTPOK TEKCTA, 6 CJIOB B CTPOKE
o OauH cJ1aii/; — OXHA MBICJIb: He [IbITAlTeCh BIIUXHYTh BCE HA O/IUH SKPaH
« BoJublie Busyasa: rpaguky, cxeMbl, HKOHKA BMECTO TEKCTa

« BpeHaupoOBaHUeE: HCIOIb3YITE KOPIIOPATUBHBIE I[BETA U IIPUQTHI, HO He IIeperpyKauTe JOTOTHIIAMHI

UHCTpYMEHTHI JJIA co3gaHusa npeseHranuii: - Pitch (pitch.com) — coBmecrnas pa6ora, kpacussie mabiaonsl - Canva (canva.com) —
OBICTpOE CO3/1aHIe C TOTOBBIMU Makeramu - Gamma (gamma.app) — Al-reHepanus mpeseHtanuii u3 texcra - Google Slides / PowerPoint —

KJIaCCUKa, HHTErpanua ¢ KOpImopaTuBHbIMU CUCTEMaMU

TunuaHbIE ONIUOKU B nIpe3eHTAIuAX

Ommub6ka ITouemy 3TO IJIOXO Kaxk ucnpasurtb

Yurath craiIr KimenT ymeer unrath cam Craii/ipl — ONOpPHbIE TOUKH, BBl PAaCCKa3bIBaeTe CBEPX HUX

HauuHaTh ¢ MCTOPUH KOMIIAHUH KnuenTty 9T0 He HHTEpecHO Haunwure ¢ 6011 KJINEHTa, HICTOPUIO — B CEPE/IMHY HJIN KOHeI]
TIokasbiBaTh Bce DYHKIUH IPOYKTa VHdopMaIroHHas neperpyska TIokaxkuTe 3-5 KJIIOUEBBIX BO3MOXHOCTEH, PeJIeBAHTHBIX JUIA KIIMEHTa
He peneruposats 3aNMHKY, I0TePs HUTU IIporoBopurTe Mpe3eHTAUIO 2-3 pa3a IIepeJ| 3ePKaIoM MM KoJLIeram
HraopupoBarth BOIIPOCHI KitreHT uyBCTBYeT ce6s HeyCIbIaHHbBIM TloompsiiTe BOIPOCH, fiesIaiiTe Maysbl U1 0GPAaTHON CBAZH

KOMMep‘IeCKOC IIpEeaAJIOIKECHUE: OT ImadJJI0Ha K IIepCoOHAIN3 AN

Buasl KOMMEPUYECCKUX HpeZlJIO)KeHI/Iﬁ

Cy1mecTByeT Tpy ocHOBHBIX Trma KII:

1. Xosoxuoe KII (Cold Proposal)

OtrnpassieTcss KJINEHTaM, ¢ KOTOPBIMU He OBUIO IPeABapUTEIbHOrO KOHTaKTa. Mcmoibayercs B outbound-mpogaxax (email-pacesiiky, LinkedIn-
ayTpud).
Oco6enHocTH: - KopoTkoe (1 cTpaHUIIA MJIH IHCHMO Ha 300-500 CJI0B) - AKIeHT Ha 6o u Tpurrepsl (FOMO, copaabHOe 10Ka3aTeIbCTBO) -

SIpkuit oddep ¢ KOHKpeTHOI BbIrofol - Huskuil mopor Bxoza (OecIuiaTHbIN ayuT, 1eMO, Y€K-JIUCT)

CrpykTypa: 1. 3ar0JI0BOK ¢ 060JIbI0 WM BHIrofoi 2. KopoTkoe omucanue mpoGsems! 3. Bamie peleHue B 2-3 IpeyIoxkKeHHUAX 4. ColuanabHOe

JI0Ka3aTeabeTBO (Keicehl, toroturbl kinenTos) 5. Yérkuii CTA (call-to-action)
IIpumep xosioaHo0ro KII (email):

Tema: Kak [Kommanms X] yBemmumia mpopakn Ha 40% 3a 3 Mecsina
Jo6peiit aenb, [Mwms]!

Buxy, uyro [Kommaumsi] akTMBHO pas3BuBaeT B2B-HarmpaBleHue .

Ilo onbITy HalUMX KIMEHTOB 3HAKO: TIJIaBHAas OONb HA 3TOM 3Tame —

HU3Kasi KOHBEPCHUS M3 BCTPEYM B CJECJIKY .

Mer nomormu [ Ko X] u [Ko Y] BBICTPOUTH CHUCTEMY

MEepPEeroBOpoB, KOTOpas MOBBICMIIA 3aKpbITHE CAENIOK ¢ 15% fo 52%.
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ToroB nposecTn OGecnnaTHbIi 30-MUHYTHbIA ayJuT Balleil BOPOHKU

U Mokas3aTb 3 TOYKHU pocra.

¥Yno6HO cO3BOHMTLCS B 4eTBepr B 15:00?

[Umsi], [[domkHOCTS ]

[Tenedon], [Calendly-ccbuika]

2, Témwroe KII (Warm Proposal)

OTmpasJisieTcst ocIe IepBOTO KOHTAKTa (3BOHKA, BCTPEYH, Tlepenucku). KiIMeHT y»ke 3HaeT 0 Bac U IPOSIBUJI HHTEPEC.

OcoGenHocru: - IlepcoHaIN3aIMs 10/, KOHKPETHYIO CHTYaI[HIo KireHTa - CTPyKTypUPOBaHHOe OIMCaHue pelueHus - IIpospauHas neHa (Hiu

Jnanas3oH) - Kelichl 1 OT3BIBBI PEIEBAHTHBIX KJINEHTOB - OOBEM: 2-4 CTPAHUIIBI

Crpykrypa: 1. Pesiome Bcrpeun (6osu, 3amaun kiameHrta) 2. IIpepnaraemMoe pelmeHue ¢ 00ocHOBaHHMEM 3. DTambl peanusanuu (roadmap) 4.
Croumocts u yesious 5. Kelicel 1 pesyspraTsl 6. Ciesiyronue maru

3. I'opauee KII (Hot Proposal / Final Offer)

QuHATBHOE IIPpeIoXKeHHe Iiepes] IOAIHCAHNeM AO0roBopa. KIHeHT roToB HOKyNaTh, BOIPOC TOJIBKO B YCJIOBUAX.

OcoGennoctu: - MakcumasnpHas aeranusarusa (T3, SLA, KPI) - IOpuanueckun BbIBepeHHBIN s3bIK - Ommun u makers! (basic, pro, enterprise) -

TapaHTHU U yCJIOBHA OIUIATHI - O6BEM: 5-15 CTPAHHIL

Crpyxkrypa: 1. Kpatkoe pesiome mpoekra 2. JlerasibHoe onucanue pabor (scope of work) 3. Cpoku u milestones 4. Komanya u pecypesr 5. Llena ¢

pas6uBKoii 1o stanam 6. l'apanTuu u yctosus 7. Ipunoxenus (moptdosino, 0roBop, PEKBU3UTHI)

Kak nepcoHa/1m3upoBaTh KOMMepUYeCcKoe IIpeAIoKeHue
ITepcoHanu3anys — 9TO He BCTABKA UMEHH KJIMEHTA B IIa0JI0H. 9TO alallTallks BCETO IPEAI0KEHHsI 10| KOHTEKCT KIHEHTa.

ypOBHPl nepcoHa/Inu3anuu:

Yposenn Yro gesraem IIpumep

0 — Her ITa6oxHOE KIT 717151 Beex "IIpensiaraem ycayru MapKeTHHra'"

1 — Kocmeruueckuii VM, I0KHOCTD, Ha3BaHUe KOMIIaHUU "3ppascrByiite, Ban MBanosuy uz OO0 'Pomanika"

2 — KOHTEKCTHBIN OTCBIZIKM K OTPAC/IH, pa3Mepy busHeca "JI71s IPOU3BO/ICTBEHHBIX KOMITAHHH € BHIPYUKOH 100-500 MIH"
3 — CUTyaiOHHBIH Onucanue KOHKPETHOU 60IH KIIMEHTa "BbI ynomsiHyiu pobieMy ¢ TEKYYKOI B OT/iesIe posiax”

4 — Crparernyeckuit Pemenue npuBA3aHO K GU3HEC-LeIAM "Jlna Beixoza Ha IPO B 2027 kputuyen poct LTV Ha 30%"

Yek-JIMCT EPCOHATIM3ANMH: - [ | YIIOMAHY/IM KOHKPeTHbIe 60iu U3 pasroBopa - [ ] [IpuBesu Keiic U3 noxoxkel oTpaciu - [ ] Ykazanu MeTpuku
ycrexa, peJieBaHTHBIE JJIs1 KIneHTa - [ ] ArantupoBaniu si3bik oz ypoBeHs kiarnenta (CEO vs. menemkep) - [ ] Yuiu GroKeTHbIE OTPAHUYEHUs WU

CE30HHOCTh

CrpykTypa HeaIbHOTO KOMMEPUECKOTO IPEeNI0KEHUA

Pasz6epém crpykrypy Térmoro KII (Hanbosee yHUBepcaabHbIN hopMaT):

Biok 1: 3arosroBok u pesiome (Executive Summary)
Sa]:(aqa: 3a 30 CEeKYH/] TI0OKa3aThb, YTO BbI IIOHAJIU KJIMEHTA U MOXKETe PEIIUuTh €ro 3agavy.
Copep:xanue: - Ha3Banue npoekra/pemenus - Lless B o1HOM Ipe/ytoxeHuH - O3KUlaeMbli pe3ysIbTaT B Iudpax - Cpok peamnsanuu

IIpumep:

Bueapenue CRM 1A MmacmitaGupoBaHusA oTaesa npoaax "Aabda-Crpoit"
IleJsib: aBTOMATH3UPOBATH IIPOIECC IPOAAXK U YBEIUIUTH KOHBEPCHIO U3 JIN/A B CAETIKY ¢ 18% 10 30%.

Pe3yJIBTaT: IIpO3pavyHas BOPOHKA, 3KOHOMMUA 15 4aCOB B HEJEJII0 HA PYTUHE, POCT BBIPDYYKH HA 2,5 MJIH py6/Mec
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CPOKPI: BHeJpeHME 3a 3 HeJleJId, IIEpBbIe€ pPe3yIbTaThl Uepe3 1 MeCAI.

BJiok 2: Cutyanusa ¥ npodjaeMa KJIMeHTa
3a]:(aqa: TI0Ka3aTh, YTO BbI BHUMATEJ/IbHO CJIyIIaJ Ik Ha BCTPEYeE.

®opmar: - "Ha BcTpeue 15 MapTa Bbl PAacCKa3aIy O CIEAYIOIINX BbI30Bax..." - Ciucok Gosiell kiueHTa (3-5 MyHKTOB) - [IpUYNHBI BOSHUKHOBEHUS

1po6JIeMbl (JHArHOCTHKA)

IIpumep:

Texkymasa curyauus "Aapda-Crpoit'":
1. Mene/xepsl BesiyT KiaueHToB B Excel u Telegram — tepsiercst 10 30% 1108
2. POII He BUANT, HA KAKOM 3Talle HaXOUTCA KOKIas cesKa
3. Her aHa/INTHKY: KaK¥ie KaHAJIbI IIPUBJIEYeHUsI PAa0OTAIOT, a KAKHe — HEeT

4. OHOOP/IMHT HOBOTO MEHE/Kepa 3aHUMAET 2 MeCsIIa U3-3a OTCYTCTBHA MIPOIIECCOB

KopeHb Ipo061eMbI: OTCYyTCTBUE €IMHOM CUCTEMBI YUETa U CTAH/IAPTU3UPOBAHHBIX IIPOIIECCOB.

bJaok 3: Pernenue
3amaua: onucarb, YTO KIMEHHO BbI [IPE/IJIaTAETe.

(I)OpMaT: - BLICOKprOBHeBOe onucaHue noaxoza - KiroueBble KOMIIOHEHTBL pelmeHua (3—5 HyHKTOB) - Hoquy 9TO peleHue noAX0AUT UMEHHO

9TOMY KJIMEHTY

IIpumep:

Hamre pemenue:
Buegpum CRM-cucremy Bitrix24 (o61aunast Bepcusi) ¢ HACTPOHKOH IT0/T IIPOLIECCHI CTPOUTETHHON OTPACIIH:

1. BopoHKa mpogask: 5 3TaroB OT JIH/Ia /10 HOZIIHCAHUS J0TOBOPa ¢ aBTOMAaTU3AIHeH
2. IHTErpamus: mo/IKJIIYNM caiT, TeiedoHuI0, email u MecceH KepbI
3. O0GyueHue KOMaH/AbI: 2 TDEHUHTA + BUIEOUHCTPYKIIUHU + YaT MOJJIEPIKKU
4. AHAIMTHKA: HACTPOUM 3 KJIIOUEBBIX Aambop/a s POIla u fupekropa
5. COnmpoBOKaEHME: 2 MecAIa I0//IePXKKHU I10CIe 3aIycKa
ITouemy Bitrix24: onTumaseH /11 KOMIIAaHUH 10-50 COTPY/JTHHUKOB, €CTh MOOUJIBHOE IIPUJIOKEHNUE JIUIs PAbOThI ¢ 00BEKTOB, BCTpoeHHas 1P-

TesepOHUA.

BJIoK 4: dransl peajausanumn
33].'[3‘13.: II0Ka3aTh IPO3PAYHOCTD IIpOoIecca U CHU3UTD CTPpaxX KJIMEHTA IIepesl BHEAPpEHNEM.

®opmar: tabauna win timeline ¢ sTaamMu, CpOKaMu ¥ OTBETCTBEHHBIMU.

dran Cpox Y10 NpOUCXOUT OTBETCTBEHHBIN

1. ITogroroBka 3 AHA C60p TpeGoBaHU, JOCTYIIbI, TEXHUYECKOE 3a/laHie Memezzkep npoekra + Baut IT
2. Hacrpoiika 1 Heyens Kouduryparust CRM, HHTeTpaIiu, TeCTOBbIE IaHHbIE TexHUYeCKass KOMaHA

3. O6yuenne 3 aHA Tpenunru a1 menemxepos u POlla Tpenep-meroguct

4. ITuor 1 Hezess Pabora B 60eBOM pexxuMe, c60p 0OpaTHOM CBA3H Best komana

5. 3amyck 1 IeHb QuHaIbHAS HACTPOUKA, Ilepe/jaua poeKTa MeHe/pxep mpoeKTa

6. [Toyyiep:xka 2 Mecsna KoHcyspranuy, 0paboTKH, ONITHMHU3AINSL Cury»x6a IIOZIEPIKKI

BJiok 5: Croumoctb
3amaua: mokasarh IieHy 1 000CHOBATb €€.

<I>0pma'r1>1 IIoJavYu I E€HbI:
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1. ITakeTHBII: 6a30BBIH / IPO/IBUHYTHIH / IPEMUYM
2. MOAYJIBHBIMA: KIMEHT BHIOUPAET KOMIIOHEHThI
3. PUKCUPOBAHHBIN: O/[HA [I€HA 32 BCE

4. Subscription: abonenTckas 1ara + pasoBble pabOTbI

IIpumep (MaKkeTHBIN):

ITaker Y10 BXOAUT Ilena JIJIsl KOro

Crapt Hacrpoiika CRM, 1 BOpoHKa, 0OyueHue 3 ueJl., 1 Mec. IOJJIePKKU 150 000 P Komanzia 710 5 MeHekepoB
BbusHec Hacrpoiika CRM, 3 BOPOHKH, HHTErpanuy, 00y4eHue 10 Jel., 2 MeC. IIOZ/ePKKH, Jauibop/ibl 350 000 P Komanya 5-20 MeHeKepoB
Kopn Bcé uz "busnec" + KacTOMU3AIs, AaBTOMATH3AIH JOKYMEHTO000POTa, 6 MeC. TIO/IEPIKKA 750 000 P Komanna 20+ MeHeKepoB

PeKOMeHﬂanl/Iﬂt BbIZIEJIUTE IBETOM HJIH paMKOﬁ peKOMeHHyeMLIﬁ IIaKeT.

Biok 6: 'apaHTUU U PUCKH
3agava: CHUBUTH CTPAX MOKYIKH.

YT0o BKJIIOUYHUTH: - ['apaHTus pesysbraTa (Bo3Bpar ZieHer, OecruiaTHble 0paboTKN) - YCI0BUs PaCTOPKEHUs I0TOBOpa - UTO MPOUBOH/IET, eciin He

nmocturaeM KPI - OT3bIBBI U KEHCHI (CONMATBHOE I0KA3aTETbCTBO)

IIpumep:

Hamu rapanTum:

o Ecsn yepe3s 2 Mecsiija KOHBepCUs He BbIPACTeT HA 10%, BEPHEM 50% CTOMMOCTHU
o Be3nuMHUTHAs TEXIOAIEPKKA B T€UEHIE TAPDAaHTHITHOTO [TEPHO/A

« BecruiaTHble HOpaGOTKH, eciu Cl)yHKIII/IOHaJI HE COOTBETCTBYET T3

Hamx onbIT: 47 BHeapennit CRM 3a 2024 roj1, CpeHUI pocT KOHBepcuu — 28%, NPS = 72.

Biok 7: Caenxyrougue maru (CTA)
3azaua: 4ETKO CKa3aTh, YTO JIeJIaTh JIAIbIIE.

®dopmar: - KoHkpeTHoe fieiicTBHe (IIOAINCATh JOTOBOP, CO3BOHUTHCS, OIUIATUTD CYET) - Jletaiin niau orpanndenre (co3zaér urgency) - KoHTakThI

OTBETCTBEHHOTO JINIIa

IIpumep:

Kak HauaTsh:

1. OTBeThTE HA HTO MUCHMO HJIM IIO3BOHUTE MHE JI0 25 MapTa
2. O6CyANM AeTau 3a 15-MHUHYTHBIM 3BOHKOM

3. IojiuieM I0TOBOP U 3aITyCTUM IIPOEKT C 1 alpesist
BoHyc: eciy IOANUIIEM OTOBOP /10 KOHIIA MapTa, 00aBUM OeCIUIaTHBIH MECSI] TO/IIePKKH (9KOHOMIS 50 000 P).

Kounraktser: MBau [1eTpoB, pyKOBOAUTEID OT/IEIA BHEAPEHHU +7 999 123-45-67, ivan@company.ru Calendly: calendly.com/ivan-petrov

JIn3aiiH KOMMEPUYECKOTO IPEII0KEHA
IIpuHIMNIBI BU3YyaJbHOro 0opMIeHHA:
1. YuTabeIbHOCTh MIPEeBhIIIe KPACOThI: IPUQT 11-12pt, MEKCTPOUHBIN UHTEPBAI 1.5, IIOJIA 2-3 CM
2. Mepapxus: 3aro/I0OBKY, II0/[3aT0JIOBKH, CIIUCKH, BBI/Ie/IEHHE I[BETOM HJIH >KUPHBIM
3. Bosmyx: He IbITaliTeCh BIUXHYTh BCE Ha OJ(HY CTPAHUILY, IIyCTh OyeT IPOCTPAHCTBO
4. Busyanusanusa: rpad UKy, UKOHKHU, CXeMbI BMECTO IIPOCTBIHEH TeKCTa

5. BpeHaAMpOBaHMe: JIOTOTUII, KOPIIOPATUBHBIE I[BeTa, HO 6e3 Ieperpysa
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HHcTtpymenTsl: - Notion / Google Docs — i tekcroBbix KII ¢ mpoctsiM ¢opmarupoBanueM - Canva / Figma — a1 KpacHBBIX
nusaiiepckux KIT - PandaDoc / Proposify — s unrepaktuBubix KII ¢ 91€KTPOHHOM HOJIMCHIO U aHATUTHKOH - PDF — yHUBepcasbHBIH

dbopmar s orrpasku (He DOCX, uTOObI KJIHEHT He PEAAKTUPOBAII)

Texnuku ycuyieHusa agpdexra

1. ConpnasapHOe gokasareabcerBo (Social Proof)
JII0/1 ZIOBEPSIIOT TEM, KTO y’Ke ITOJIyIuI pe3ysbpTat. Britouaiite B mpesentanuio u KIT:

o JIOrOTHIBI KJIMEHTOB: 0COOEHHO €CJIN 3TO U3BECTHBIE 6p8H,Z[I;I

o ITudpsr: "500+ n1poekToB”, "95% KINEHTOB OCTAIOTCA ¢ HAMU Oostee roga”
o OT3BIBBI: KOPOTKHE IIUTATHI C UMEHEM, JIOJKHOCTHIO U (DOTO

« KeiichI: victopus "10 v ocsie" ¢ KOHKPETHBIMU METPUKAMHU

®opmar keiica B KII:

Keiic: kak "CTpoii-AJbaHc" yBeJIMYII IIPOJAXKH HA 2,8 MJIH/Mec
CHuTyanus: oTes IPOAaXK U3 8 YeJIOBEK TePsUT 40% JIN/IOB U3-32 OTCYTCTBHUSA CUCTEMBI
Pemenue: BHezipuu Bitrix24 + 06y4min KOMaH/y + HACTPOUIXA ABTOBOPOHKY

PesyabTar 3a 3 mecana: - Kousepcus aug — caenka: 15% — 34% - CpenHuit uek: +18% - BpeMst 3aKpHITHS CAEIKHU: 45 [HEH — 28 HEH -

ROI BHenpenus: 340%

"Tenepd 2 8UNCY BCIO BOPOHKY 8 0OHOM OKHE. IKOHOMAI0 2 waca 6 0edb Ha omuémax." — T1érp CumopoB, pyKOBOJUTEb OTZEJIA IPOJAXK

2. fAxopenue nens! (Price Anchoring)
TTokaspIBaiiTe 1eHY B KOHTEKCTE BBITOZBI, YTOOBI OHA BOCIIPHHUMAJIACh HE KAaK PACX0/], & KAaK HHBECTUIUSA.

Texuukn: - ROI-kaapkyasaTop: "Biokus 350 000 P, BBI OJIy4nTE JOMOJTHUTENHHO 2,5 MJIH BBIPDYYKH B O/l — OKYyIaeMOCTh 3a 2 Mecsna" -
CpaBueHnue ¢ ansrepHatuBoii: "Haiim CRM-creruasiucra B mrar — 150 000 2/mec, Hallle BHe/[peHrne — pa3oBbie 350 000 P" - Pa3ouBka Ha

JAHH: "350 000 P 3a rof MOJJIEPKKU = 960 P//1eHb = cTOMMOCTD 06€e/1a B pecropaHe”

3. Orpannuenue (Scarcity & Urgency)
CosnaBaiiTe epUIUT WIK BPEMEHHBIE DAMKH, YTOOBI IIOATOIKHYTH K PEIIEHUIO:

o "AKIus geicTByeT 10 KOHIa Mecsna”

"Ocrasoch 2 ciora B anpee”

"IleHa BBIpACTET C 1 UIOHS HA 20%"

"BOHyC TOJIBKO /1JIsI TIEPBBIX 10 KIMEHTOB"

Ba:kHO: He 3J10ynoTpeOsAlTe (HEHKOBHIME OTPDAaHUYEHUAMHU. ECIM KIHMEHT MOWMET, YTO BB OOMaHbIBaeTe, JOBepHe Oy/eT IOTEPSHO

HaBcerza.

4. ONIUOHHOCTH

aBaiiTe KJIHUEHTY BbIOOp U3 2-3 BapHaHTOB. JT10: - CHIDKaer 6apbep NPUHATHA pelieHus (He "MOKynmaTh Wik HeT', a "Kakoil maker BbIGparp") -
,

Ilo3BossieT CEerMeHTHPOBATh KJINEHTOB I10 6}0[[)K€Ty - YBesninuuBaeT CpeHHI/Iﬁ YeK (MHOI‘I/IQ BI)I6I/IpaIOT CpeLLHI/Iﬁ HaKeT)

TlcuxoJIorus: KOrja ecTb 3 maKkera, 60JIbIIMHCTBO BhIOUpaeT cpeaunii (addekT "3010TOM cepearHbr”).

I'IpaKanecm/Ie COBETHI 1 YEK-JINCTHhI
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Yexk-aucr IIOATOTOBKH K IIPE€3CHTAIIUUA

o [ ] V3yuniu KinMeHTa: CANT, COLICETH, HOBOCTH, OT3bIBbI

o [ ] IToaroTOBMIN 5-7 BOIIPOCOB Z/Is1 yTOUYHEHUS CUTYAI[HH

o [ ] AmamTrpoBasu ciaii il 10/ KOHTEKCT KJIMEHTa

o [ ]IToxroroBmian 2-3 peseBaHTHBIX Kelica

o [ ] IIpoBepmin TeXHUKY: MUKPO(DOH, KaMepa, 1eMO-Z0CTYII
o [ ]IIpoperneTupoBaiu Npe3eHTaIHI0 BCIyX

o [ ]IToaroToBmIN OTBETHI HA BO3MOKHBIE BO3PAYKEHHS

o [ ] 3amnanupoBanu ciaeayomuii mar (4To IpeJIoKUTh B KOHIIE BCTPEYN)

Yexk-sucr OTIIPABKH KOMMEPUYECKOI'O ITPEJIOKECHUA

o [ ]Iepconanusuposanu KII ox KOHKPETHOTO KJIMEHTa

o [ ] IIpoBepwiu rpammaruky u oneudatku (Grammarly, ChatGPT)

o [ ]dobaBuniu KOHKpeTHBIE IUGPBHI U3 PA3TOBOPA C KINEHTOM

o [ ] Brytrounsiu KeHChl U3 peJIeBAaHTHOH OTpaciu

o [ ]VYkasanu yétkylo 1ieHy (WM iUanas3oH ¢ 00bsICHEHUEM)

o [ ]IIpomnucanu cieayromiye Mard u feyiaiH

e [ ] Coxpanwtu B PDF (#e DOCX)

« [ ] HasBasu daiin nouarro: "KII_Ansda-Crpoit CRM_mapT2026.pdf"

e [ ] OtmpaBuiu ¢ mepcoOHANIbHBIM COIIPOBOUTEILHBIM TUCHMOM (He 1pocTo "Bo BioxkeHuu KII")

o [ ] 3amnanuposasnu follow-up uepes 2-3 gust

Yacrhpie OIINOKY U KaK X N30e:KaTh

Omuobka ITocaencrBusa Pemenue

Ormpasuts KII cpasy mocie mepBoro 3B0HKa KimenT He "mporper”, HeT KOHTEKCTa Cravasia KBaINGbUKAIS U BBISBIEHHE IIOTPEOHOCTEN
YuusepcanbHoe KIT 1 Beex Husxkas koHBepcus MuHuMYM 3 yPOBHS IePCOHATH3AITI

He ykasarsb 1eHy Kiment jtymaer, 4To 0poro Bcerzia ykazpiBaiiTe ieHy WIN JIMAIIA30H € IOACHEHHEM
CouukoMm unHHOe KII (10+ crpaHui) KineHT He ountaer Téroe KIT — 2-4 cTpaHuIbI, TOAPOGHOCTH — B IIPUIIOKEHUH
Her cnenyromero mrara KitneHT He 3HAET, YTO JIe/1aTh Yeérkuii CTA ¢ gemyiaitHom

OTIpaBuTh 1 3a6bITh Tlorepst caenku Follow-up 4epes 2-3 aus obs3aTesieH

HNHCTPpYMEHTHI U CEPBUCHI

JIJ1A co3aHuA NMpe3eHTaun

Pitch (pitch.com) — coBmecrHast paboTa B peaibHOM BpeMeHU
« Beautiful.ai — Al-momomHuK B u3aiiHe cIaioB
« Canva Presentations — 10000+ ma610H0B

o Prezi — HenuHelHble npe3enTanuu (3ddekr "3yma)

Z[JIH CO3JaHUA KOMMEPUYECKUX npe,u;ﬂomeﬂnf»i

« PandaDoc — nnrepaktuBHble KII ¢ 571eKTPOHHOH IOAIHCHIO M AaHATHTHKOH
« Proposify — ma6onsr, CRM-uHTErparus, OTCaeKHBAHIE OTKPBITHH
o Qwilr — BeG-crpanuipl BMecto PDF (KpacuBo, MHTEPAKTHBHO)

« Better Proposals — 6u6inoreka u3 200+ mabI0HOB
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JIJI OTC/IEKUBAHUA B3aUMO/AENCTBUA

« DocSend — aHanuTHKA: KTO, KOT/]A ¥ CKOJIBKO BpeMeHu cMoTper Bamre KII
o Mailtrack — orciexuBanue oTKpbITHIA IceM B Gmail

« HubSpot Sales — 6ecrutarusiii email-Tpexunr + CRM

Peziome

IIpeseHTaIuA — 5TO He MOHOJIOT, a yIpPaB/IgeMbli quasor. Mcnosns3yiite crpykTypbl SCIPAB u FAB, 3anaBaiitTe BOIIPOCHI, IOJIydIaliTe 0GPATHYIO

CBA3b. 70% BpEMEHHU JOJI?)KEH IT'OBOPUTH KJIMEHT.

KOMMepqecxoe npeajIoKeHue — 3TO He HpaﬁC—HHCT, a HepCOHaﬂHSHpOBaHHLIﬁ JAOKYMEHT, KOTOprﬁ peraeT KOHKPETHYIO 60J1b KJIMEHTA.

Cymecrsyer Tpu tuna KII: xonoznHoe (71 outbound), Témtoe (mocsie Berpeun) u ropsivee (huHaIbHOE).

KmoueBsie airemenTsI KII: 1. Executive Summary — pesioMe 3a 30 cekyH[ 2. IIpo6yieMa KIneHTa — IOKa3bIBaeM IIOHUMaHHe 3. Pelmenne — kak
3aKpbIBaeM 60JIb 4. Talbl — IPO3PAYHOCTD Ipouecca 5. LleHa — ¢ 060CHOBaHKUEM U ONIUAME 6. [apaHTUN — CHMXKAaeM pUCK HOoKynku 7. CTA — uto

Jiey1aTh Aajibiie

TexHukM ycuaeHus: - ColuasbHOe ZI0Ka3aTesbCTBO (KeHchl, 0T3bIBbI, udpsI) - Akopenue neHs! (mokassiBaeM ROI) - Orpanuyenue (co3maém

urgency) - OnuoHHOCTH (1aéM BBIOOD U3 2-3 IAKETOB)

I'1aBHOE MpaBWIIO: Kak/1ad npe3eHTanus U kaxzaoe KII 10mkHbL OBITH IIEpCOHAIM3UPOBaHbI. [[1a6I0OHBI — 3TO OCHOBA, HO 30-40% COAEPXKUMOTO
J

JIOJIZKHO OBITD aaanTUPOBAHO 1104 KOHKPETHOTO KJIMeHTa.

B CJIEAYIOLIEM YPOKe pa36epé’M TEXHUKY IIEPETOBOPOB U 3aKPhITUA CACJIKU: KaK paﬁOTaTb C BO3paXEHUAMH, KOT/JIa aBaTh CKUJKY U KaK IIOJIyYUTh

commitment ot KueHTa.

I'z1aBa 7. IleperoBopsbl U 3aKpbITHE CAECJIKA

BBeneHue: meperoBopsl — 3TO HE BOWHA

MHorue BOCIPHHHUMAIOT IIEPETOBOPHI KaK CPasKeHWe, I7ie eCcTh MobeAuTe b W MPOUrpaBuInil. B peansHoCTH 3 dEKTHBHBIE HEPErOBOPHI — ITO
COBMECTHBIH TIOUCK PEIIEeHVsI, BHITOJHOTO 06erM ctopoHaM. KoHrennus win-win (BBIUTPHIII-BHIUTPHIIT) U3 KHUTH "IleperoBops! 6e3 mopaskeHus "

Pomxepa @umiepa u Yiibama IOpu — pyHmaMeHT coBpeMeHHOTO IIOAX0/[a K IPOZaKaM.

B aTom ypoxke mbI pazbepém: - Kak rOTOBUTHCsI K IEPErOBOPAM U YCTAHABJIUBATH PaMKH - TexHUKY paboThI ¢ Bo3paxkeHusimu (Meros LSCPA) - Korma

U KaK J1aBaTb CKUJIKH (eC]II/I B006HI8 CTOI/IT) - Texuuku 3aKPBITHUA CAEIIKH - Ilcuxomoruio IIPUHATUA pemeHHﬁ IIOKyIiaTeJaeM

IToaroroBka k neperoBopam: 80% ycrexa pelraercs 10 BCTpeun

HcciaenoBaHue KJINEHTa
Ilepes; meperoBopamu cobepuTe MaKCUMyM HH(pOpMAIu:

O xommaHum: - Pasmep (BBIpyYKa, KOJIMYECTBO COTPYZHHMKOB) - OTpacip u crenuduka 6usHeca - OCHOBHBIE IPOAYKTBI/YCIAYTH - PBHIHKH

TIPUCYTCTBUS (J'IOKaJ'II:HI:Iﬁ, (be/:(epa.nbﬂmﬁ, BKCHOPT) - HoBoctu: payHabL HHBeCTHHHﬁ, 3aIlyCK HOBBIX IPOAYKTOB, CME€HA PYKOBO/ACTBA

O ymmne, npuauMapomeM pemenue (JIIIP): - JIo/KHOCTh U 30HA OTBETCTBEHHOCTH - Kak 0/Iro B KOMIIAaHWU M Ha NO3HLUH - IIpodmis B
LinkedIn: o6pa3oBaHue, kKapbepHbIi IyTh, yOiukanuu - Yem usmepsiercs ero ycrex (KPI) - Kro emmé Biauser Ha pentenue (GUHAHCOBBIHA JUPEKTOP,

COOCTBEHHUK)

HWHCTpyMeHTBI A ucciaegoBaHua: - LinkedIn Sales Navigator - Spark (spark-interfax.ru) — 6asa mamnpix kommnanuii P® - CBUC,

KouTyp.®okyc — drHaHCOBast 0TIETHOCTH - Google Alerts — MOHUTOPUHT YIIOMUHAHUA KOMIAHUK
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Onpenenenue BATNA u ZOPA
BATNA (Best Alternative To a Negotiated Agreement) — jyuinas anbTepHATUBA B CJIydae, €CJIU IePerOBOPHI IPOBAIATCA.

Jlyia mpopaBna: - Kakue emé KIHeHThI B BODOHKE MOTYT KyIUTD IIOXOXKHU IPOAYKT? - CKOJIBKO BBI TepsETE, €CIH OTKaKeTeCh OT 3TOH CHIeJIKU? -

Hackosbko KPUTHUYEH 3TOT KJIMEHT /JI BBIIIOJIHEHUA wiaHa?

JlyisA KimeHTa: - Kakue ajibTepHaTHBHBIE PelIeHHsA OH paccMarpuBaeT? - UTo MPOU30H/ET, ec/ld OH He KyIHT BooOmie? - ECTh 11 y HEro cpOIHOCTD

(3aKpbITHE KBapTaIa, IPOBEPKA, eJIAIH IIPOeKTa)?
ZOPA (Zone of Possible Agreement) — siianasoH, B KOTOPOM BO3MOXKHA C/IEJIKA.
IIpumep: - Bol roTOBBI ITPO/IaTh MUHUMYM 32 500 000 P - KjIneHT roToB KyImUTh MaKCUMYM 32 700 000 P - ZOPA: 500-700 TbIC. P

Ecin uana3oHbl He mepeceKkaroTces: (BBl XOTUTE MUHUMYM 700, KJIMEHT MAaKCUMyM 500) — CZeJiKa HeBO3MOKHA 0e3 M3MeHeHUs yesIoBuil (00bEM,

CpoKH, PYHKIIMOHAI).

ITocTaHOBKA IieJIeil IePeroBopoB

OrmpeziesiuTe TP YPOBHA IleJIei:
1. ONTHMAaJIBHBIH PE3yJIbTAT: 32 UTO BbI OopeTech (I[eHa, YCII0BUs, 00HbEM)
2. IIppeMyIeMblii pe3yJIbTaT: MUHIMYM, IIPH KOTOPOM C/EJIKA UMeET CMBICT

3. Touka BBIXO/A: TP KaKUX YCJIOBUAX BBl PA3BOPAYHBAETECH U YXOJIUTE

IIpumep (IIpoAaxca KOHCAJITUHTOBBIX yCJIYT):

ITapameTp OnruMaaIbHO IIpuemiemo Touka BeIXOA
Ilena 1200 000 P 900 000 P 750 000 P

Cpok npoekTa 3 Mecsna 4 MecsAna 6 Mecs1eB
ITpenomiaTa 50% 30% 20%
DKCKIIIO3UBHOCTD Jla (Hesb3st paboTaTh ¢ KOHKYPEHTaMU) Her Her

BaxkHO: eciu KJIMEHT IIPOCUT YCJIOBHSA Xy’Ke "TOUKH BBIXOZA", OTKa3bIBaiiTech. HEBBITOIHAS C/I€TKA XyKE OTCYTCTBHUS CAEJIKH.

CTpyKTypa HeperoBopoB: MOAEJIb U3 5 9TAllOB

dramn 1: YeraHoBeHne koHTakTa (Rapport Building)
Ilesb: co3aaTh T0BepUTEIbHYIO aTMOcdepy.

Texuuku: - Small talk: neiitpanbubie Tembl (moroza, gopora, opuc) - Kommaument: "KinaccHbiii oduc, ocobeHHo 30Ha otbixa" - OOumi

ombIT: "f Toxxe paGotas B [oTpaciu], 3Hato 3TH 60sn" - 3epKaJTUPOBAHUE: [IOBTOPSITE 1103y, TEMII PEUH, KJIIOUEBBIE CJIOBA KIIMEHTA

Owmu6ku: - Cumrkom goruit small talk (6osee 5 munyT) - CrIOpHBIE TeMBI (IIOJTUTHKA, PeIUrus) - GapliuBas Apy»Kea0HOCTh

Jramn 2: YTOYHEeHHEe CUTyalluy U MOTPEeOHOCTEH
HeJI]): y6e11m‘bc;{, YTO BbI IPABUJIBHO IIOHAJIU 3a/1a4y KJIMEHTaA.

TexHUKa — pe3IOMHPOBaHUE:

"EcJu 51 IpaBIJIBHO MOHSJI M3 HAIIEro 3BOHKA: - BaM Hy»KHO YBEJIMYUTH KOHBEPCUIO Ha caiite ¢ 1% /10 3% - Biomker — 10 500 000 P - 3amyck

— A0 KOHITa KBapTajia

S gyro-T0 ymycrmia?"

JlomoTHUTEIbHBIE BONIPOCHI: - "UTO N3MEHIIOCh C MOMEHTa HAIlero nocyieaHero pasropopa?” - "Kakue emé BapuaHThl BBl paccMarpuBaere?” -

"Kro emé yJacTByeT B IPUHATUU pelieHuns?"
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Idran 3: IIpe3enranusa peumieHusa
Hcnonsayiite crpykTypy FAB (Feature — Advantage — Benefit), 0 koTopoii MBI FOBOPIUIU B IIPOLIJIOM YPOKE.
TIpaBuJIO: Ha KQXK/IYIO0 XapaKTEPUCTUKY — KOHKPETHAs! BBITO/IA /IS KJIMEHTa.

IIpumep:

"MBbI pe/iyIaraeM HacTpouTh pexsiamy depes fuznexce upekt u VK Pekiama (Feature).
B oTsin4re OT yHUBEPCAIBHBIX al€HTCTB, MBI ClIEIIMAIH3UpyeMcst Ha e-commerce (Advantage).

3rto 3HAQYUT, YTO Mbl HACTPOUM CBA3KY C Balllell aHATUTHUKON U 6y[[eM OIITUMU3UPOBATH HE II0 KJIMKaM, a 110 ROMI — BHI yBUIUTE IPAMYIO

CBSI3b MEK/ly PEKJIAMHBIM OI0/[’KETOM U BbIpY4KO# (Benefit)."

dran 4: PaGora ¢ Bo3pa:keHUAMU

Camplii BaskHBIH Tarl. Pazbepém noapoOHO B CIIEYIONIEM pas/iesie.

Jdran 5: 3aKpbITUE CAEJIKUA

TTosnyuenue commitment ot kirenTa. PazbepéM TEXHUKH 3aKPBITUS [TO3KeE.

Pa6ora c Bo3pa:xxkenuavu: merog LSCPA

BOSpa)KeHI/IH — 9TO He OTKa3, a 3aIIlpoC Ha AJOIIOJIHUTEJIIbHYIO I/IH(bOpMaIII/I}O. Ecnu xnueHTt BO3paXaeT, 3HAYUT OH 3aUHTEPECOBAH, HO Yy HEro €CTb

COMHEHU .

THUNBI BO3PAKEHU I

non

1. UcTuHHBIE: peasbHble npensaTcTBus ('y Hac Het 61o/pKera”, "He IOAXOAUT 10 cpokam”)
2. JIO2KHBI€: OTTOBOPKH, YTOOBI BE3KJIMBO OTKa3aTh ("MHe Hy»KHO 1moyMmarts”, st iepe3BoHio")

3. CKpbITBI€: KJIVEHT He 03ByYHBAET HACTOsAIILYI0 npuurHy ("moporo" BMecTo "si He Bepio, YTO 3T0 cpaboTaer")

Bama 3azayva: BpITalllUTh UICTUHHOE BO3pa*KeHUue U OTpaﬁoTaTb €ero.

Metox LSCPA (5 mraros paGoThI ¢ BO3paKEeHHEM)

L — Listen (Caymraiire)

JlaiiTe KJIMEHTY BBICKA3aThCs MOJTHOCTHIO. He mepebuBaiite, He ONPABIBIBANTECH.

TexHUKN AKTUBHOIO CJOymIaHuA: - KupaiiTe, HO/Jiep)KMBaliTe 3PUTENBbHBIH KOHTAKT - VICIOJb3ylTe MOATBEpKAaoIiue cioBa: "fIcHO",
"ITonumaro", "Ara" - JlesaiiTe may3sl — MHOTZIA KJIHEHT IIPOJIOJIKUT U PACKPOET CYTh BO3PAMKEHHU

S — Share (ITogeaurech sMIIaTuein)

TTokakuTe, YTO IOHUMAETE YYBCTBA KIIMEHTA.

®dpa3ssl: - "SI Bac MOHUMAaI0, MHOTHE KJIHMEHThI TOBOPHJIM TO ke camoe" - "Ha Bamiem Mecte st 661 TOXKe 3a7yMaiicss 06 aTom" - "9TO 1eHiCTBUTEILHO

BaJKHBIN Bompoc”

Ommu6ka: He ropopure "HO". Bmecro "SI Bac moHuMaro, Ho..." ckaskute "SI Bac moHumaro. 1 uMeHHO mosToMmy..."

C — Clarify (YTounure)
V6enurech, UTO MOHSJIN CYTh BO3PAXKEHUA. 3a/laiiTe YTOUHAIOIUN BOIIPOC.
IIpumepsr: - Bospaxkenue: "Joporo" Yrounenue: "C yem Bbl cpaBHHBaere? Vi BOIIPOC B TOM, YTO GIO/KET He yTBepK/AEH?"
o Bospaxenue: "Ham HyxHO nogymarts" YrouHeHue: "UTO KOHKPETHO BBI3bIBAET COMHEHHA? MOXKeT, 51 4TO-TO He 00bACHMI?"

« Bospaxenue: "Y Hac yxe ecTb HOAPALIUK" YTOUHeHUE: "BBI OJHOCTBIO OBOJIBHBI Pe3yJIbTATaMU WM €CTh MOMEHTHI, KOTOPBIE XOTeJIOCh ObI

yIyqmuTs?"
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P — Present (IIpeacraBpTe pelnieHne)
JlaiiTe apryMeHTHPOBAaHHBIN OTBET HA BO3PAsKEHHE.
Crpykrypa: 1. Pakt win janHble 2. [I[pumMep niu keiic 3. Bompoc /i mpoBepku

IIpumep:

BoapazkeHnue: "IT0 CIUIIKOM 10pOro”

OrBert: "[{aBaiite nmocuntaem ROI. Bbl ckazaiu, 4To CpesiHsisl CeJiIka — 300 000 P, KoHBepcus ceiiyac 1%, tpaduk — 10 000/mec. ATo 30

C/I€JIOK UJIN Q MJIH BBIPYYKH.
EcJIi MblI IOJJHUMEM KOHBEPCHIO 710 2%, 3T0 60 cZeJIOK = 18 MJIH BBIPYYKH. PazHuIa — 9 MIIH.
Hamu yestyru crost 500 000 2. ROI = 1700%. [laske ecyii Mbl YBEJIMUUM KOHBEPCHUIO HE B 2, a B 1,5 pa3a, IPOEKT OKYIIUTCS 33 MeCHII.

10 BCE eIé KaXkeTest Joporum?”

A — Ask (Copocure)
[IpoBepsbTe, 3aKPBLIH JIX BBl BO3PAXKEHIIE.
Bompocsr: - "9T0 oTBevaer Ha Baui Bonpoc?” - "Teneps MOHATHO, Kak 3T0 paboTaer?" - "UTo e111é BbI3bIBA€T COMHEHUS?"

BaxKHO: ec/Ii KJINEHT TOBOPUT "Z[a, HOHHTHO", Cpasy nepexoauTe K 3aKpbITHUIO. He naunnaiite HOBYIO IIPE€3E€HTAIUIO0.

Tom-10 BO3pa:keHU! U KaK UX OTpadaThIBaTh

1. "Toporo"

IIpuunHkL: - [leiictBuTeIbHO HeT 610/pkeTta - He BT nennoctH - Topryercst

OrpaGoTtka: - [lepeBe/iuTe pa3roBop Ha IEHHOCTD: "JlaBaiiTe cpaBHUM He IIeHY, a pe3ysbrar’ - Ilokaxkure cTonMocTh Oe3zeiicTust: "CKOJIBKO BbI
TepsieTe KaX/Abli Mecsl 6e3 aToro pemieHusa?" - IIpeioskure pacCpouKy UK 3TAllHOCTh: "MokeM HavaTh ¢ MUJI0Ta 3a 150 000 P"

2. "MHe Hy:KHO HoAyMaTh"

Ipuunnet: - He xBataer nndopmanun - Hy»KHO coriacoBaThb ¢ KeM-TO - BeXJIUBbII 0TKa3

OTtpa6GoTka: - Yrounure: "UTO KOHKPETHO BbI3bIBaeT cOMHEHHUsA?" - IIpe/yioyKuTe moMoInb: "JlaBaiiTe si IOATOTOBIIIO CPABHUTEIbHYIO TabJIUIY C

KoHKypeHTamu" - 3adukcupyiite ciaemyromuii mar: "Korzja MHe Iepe3BOHUTD — B CPE/Iy WJIU B IIATHUILY?"

3. "Y Hac yxke ecTh HOCTaBIUK"

Otpa6orka: - He xputukyiite KoHKypeHTa - Cripocute: "UTo GBI BBl XOTEJIN YJIYyUYIIUTh B TEKyIeM coTpyauudectBe?” - I[Ipensoxure: "/laBaiite
3aIlyCTUM IapaJIJIeIbHBIN TeCT Ha HeOOoIbIIIOM 06BEMe"

4. "Ipunuiure KII Ha moury"

Jro goBymka. Ornpasute KIT — nomna/iére B CHICOK L€ 5 TOCTABIIUKOB, U BBIOOP OY/IET TOJIBKO I10 IIeHE.

OtpaboTka: - "Koneuno, nmpumumo. Ho 4To65I c/ies1aTh pesieBaHTHOe IIPe/IIojKeHre, yTouHuTe 3 Bompoca..." - "KII rotos. [laBaiiTe CO3BOHHMCA Ha

15 MHHYT, YTOOBI 51 0OBSICHUI 1eTanu?"
5. "Ceiiuac He BpeMs, BEpHEMCS K 9TOMY UYepes moJjroga'

Otpa6orka: - Cozgaiite cpounocts: "Ilonnmar. Ho ecn 3amycTuTh ceifyac, uepes MOJITOZA BBl YiKe MOJIydnuTe pe3ysbraT. ECIu OTI0XKUTH, TO
pesyJsIbTaT C/IBUHETCS Ha To/" - Y3HaiTe npuunHy: "UTo u3MeHuTcs yepes noroga?” - 3adukcupyiire aary: "Xopoiio, 1aBaiite st HAIIOMHIO O cebe B

ceHTsAOpe. Y/106HO 15 ceHTAOps?"

6. "MbI paGoTaeM TOJIBKO ¢ KPYITHBIMH KOMIIAHUSAMH'"

OtpaboTka (ecaH BbI MaJIbIii Gu3Hec): - "JT0 JaéT HaM I'MOKOCTh U CKOPOCTh. KpyIHbIe areHTCTBa MOTPATAT MECSI Ha COIVIACOBAHMUS, MbI

3ammyctumcs 3a Hezenmio" - [Tokaxkure kerichl: "CpeZiu HAIIUX KJIMEHTOB — [KPYIHbIN GpeH/], BOT pe3ysibTaThl’

7. "He yBepeH, 9T0 3TO cpadoraer"
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OtpaboTka: - CHusbTe puck: "/laBaiiTe ceaeM MmIoT. Ecin dyepes MecsAll He yBHIUTe Pe3y/IbTaT — BePHEM JieHbrH" - IIoKaXHTe J0Ka3aTeIbCTBa:

Kelchl, 0T3bIBbI, IUdPBI - IIpeoskute pedeperc: "Mory AaTh KOHTAKT KJIHEHTa U3 Ballleil 0Tpaciiu, IOrOBOPUTE ¢ HUM'"

8."Y Bac HeT onbITa B HalIeH oTpacan'

o

OTtpa6GoTka: - "9T0 IUII0C — MBI IPUHECEM CBEKUU B3IJIAJ U JIydlllfe MPAKTUKH U3 APYrux HHAycTpuil” - "IIporecchl mMpofask YHUBEPCATIbHBL.

I'J1aBHOe — IOHUMATh IICUXOJIOTHIO KJIHEHTa, a He crenuduky npoussozactsa’ - Ipemsoxkure: "JlaBaiiTe 3alyCTUM TeCTOBBIN IpoekT. Ecin He
MIOJIyYUTCSL — He IuIaTure”

9. "Ham He HY:KHO, Bcé padoTaetr"

OtpaboTka: - "OtauuHo! A ecTb i1 00J1aCTH, T/ie MOJKHO cTaTh elé addexrusHee?" - "[lonuMaro. JlaBaiiTe s poBe/y OeCIIaTHBIH ay/IUT — BAPYT
Hai/1ém Touku pocra?”

10. "fI cam paszoepych / caeaa'

OrpaGoTka: - "KoneuHo, MoxHO. Bompoc B mpuopurerax. CKOJIBKO BpeMeHH 3T0 3aMér?" - "Uro, ecau s Clleslal0 3TO 3a HeJeNI0, a BbI

cdokycupyerech Ha crpateruu?”

CKHAKH: KOT/Ia, KAK M CTOMT JIF BOOOIIE

l'[oquy CKHUAKHA OIIaCHbI

1. OGeceHNBAIOT MPOXYKT: €CJIU JIETKO cOpachiBaeTe 20%, KIUEHT iyMaeT: "3HauyuT, H3HaJaIbHas IeHa — ooman"
2. CO34a10T IpeLeNeHT: KINEeHT 3aIOMHUT U OyzieT TpeboBaTh CKUKY BCerJa
3. CHHIKAIOT MapaKy: 20% CKUKU = HY»KHO IIPO/IaTh HA 25% 6GoJiblile, 4TOOBI BEPHYTH Ty 2Ke IPUOBLIb

4. HpﬂBJIeKalOT HE TeéX KJIMEHTOB: OXOTHUKU 3a CKUIKaMU — Xy/JAIINe KJINEHThL (HI/ISKI/Iﬁ LT \/, MHOT'0 HpeTeHSHﬁ)

IIpaBuJa CKUAOK

IIpaBuio 1: Ckuzaxa JomKHa GbITE 000CHOBaHA

He "Xoporuo, faro ckugky 15%", a "Ecyiu BB OILIaTHTe cpasy Bech IO, g MOTY JaTh 15%".
IIpaBuio 2: Ckujka — 3T0 06MeH

BbI 1aéTe CKU/IKY — KJIMEHT JaéT YTO-TO B3aMeH: - [Ipenoriaty 100% - Bosbinnii 00bém 3akasa - JIUTeIbHBIA KOHTPAKT - [TyOIuIHBINA OT3BIB /

Kelic - PeKOMeH/jaliy IpyruM KIIMeHTaM

IIpaBuso 3: Cku/ika orpaHIYeHa 110 BpeMeH!

"EcJix moAinuIieM I0TOBOP /10 KOHIIA HeJIeH, 51 MOTy 3a(UKCHPOBATH ATy IieHy".
IIpaBuJo 4: MakcumasnbHas cKuaka — 15-20%

Bonpiie — O6eCIIeHI/IBaHI/I€. Ecnu xiaueHT Tpe6yeT 30-40%, np06ﬂeMa HE B [IeHe, a B BOCIPUATUU NEHHOCTH.

AJII)TepHaTPIBbI CKHUAKE
Bmecro cHMMKeHUSA IeHbI IPe/IJIOKUTE:

1. /IoGaBUTH IIEHHOCTb:
2. BecrutatHas focTaBka
3. Pacmupennas rapanTus

4. JonosHUTEIbHAS yeIIyra (KOHCYIbTaIusI, 00ydeHre)
5. IlpropuTeTHast MOA/EPKKA
6. I3MEHUTH yCJTOBHS:

7. Paccpoqlca IraTexa

8. OTcpouka crapra mpoekTa

9. T'ubxwuii rpadux pabor
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10. YMEHBIINTH O0BEM:
11. "BmecTo MoJIHOTO maKeTa 3a 500 Thic. P HaunéM ¢ MVP 3a 300 Thic. "

IIpumep guaJsora:

Kiauenr: "/[aBaiiTe CKUKy 20%, U MBI IIOZIIICHIBAEM J0TOBOP"

Bbr: "SI moHKUMAr0, 4TO GIO/IKET OrpaHUYeH. BMECTO CKU/IKH Mpe/yIarai Takoil BAPHAHT: OCTaBJIsIeM IieHy 500 000 P, Ho 106aBJIsiio 2 Mecsna

GecIuIaTHON HOA/EPKKH (CTOMMOCTH 100 000 P). ITiIfoc Aak0 IPUOPHUTET B OUepe/id — 3allyCKaeMcsi He B allperie, a B Mapre. 91o paboraer?”

TexHUKU 3aKPBITUSA CACIKN
3akpeitue (closing) — MoMeHT, Kor/ia BbI IIOJTy4daeTe commitment: HOANKCH IOTOBOPA, OILJIATY, COIJIACHE Ha CJIEAYIOIINH 1I1ar.

HpI/ISHaKI/I TOTOBHOCTHU KJIMECHTA K 3aKPbITUIO

o Bagaér Bompocsl o fetassx peanusanuu ("A korma Hauaém?", "Kto Gyer HaiuM MeHepkepom?")
o CrpalimBaer Ipo yCIOBHS OILIATHI ¥ JI0CTABKH

o IlepecmpamuBaer po rapaHTUu

« OO6cy»xk/aeT ¢ KoJIeraMu IpH Bac

o f3pIK TENA: paccnaﬁneH, y]ILI6aeTCH, KUBaeT

Ba:kHO: He 3aTAruBaiiTe. EC/IN KJIMEHT rOTOB — 3aKpBIBATE cpasy.

7 TEXHUK 3aKPBITUA CAEIKU
1. IIpsamoe 3akpsiTue (Direct Close)
IIpocro crpocwuTe.

"WUrak, mbl HaunHaem?" "Kakoii maker Bpioupaere — 6usHec Wi kopim?" "J[oroBop MOANKIIIEM CETOHS WK 3aBTpa yaooHee?"

Korza ucnoJsib30BaTh: KJINEHT SIBHO 3aHHTEPECOBAH, BCe BO3PAKEHUsI OTPabOTaHBI.
2. AsprepHaTuBHOe 3akpbiTue (Alternative Close)
Jlaére BBIGOp U3 ABYX BAPUAHTOB, 002 BEAYT K IOKYIIKE.

"3aryckaemcs 1 anpests win 15 anpesa?” "Orrara kKapToi win 1o cuéry?" "Berpedy Ha3HAUMM Ha BTOPHUK WM YeTBepr?”

IIcux0I0TuA: KJINEHT BhIOHpaeT He "MOKynaTh Win Het', a "Kak [MOKyIaTh'.
3. IIpo6Hoe 3akpsrTue (Trial Close)

HpOBepﬂeTe TOTOBHOCTD KJIMEHTA, HE IIPOCA OKOHYATE/IbHOI'O PEIIEeHUA.

"Ecy 6bI MBI PENIMIH BOIPOC C GIOAKeTOM, ocTarabHOoe moaxoauT?" "IIpefmosioxKuM, MBI JaéM paccpOYKy — BBI TOTOBBI CTapTOBATh B

ampese?”

Korna HCIIOJIb30BaTh: KJINEHT COMHEBAETCA, HO HE Ha3bIBA€T KOHKPETHYIO IIPUYUHY.

4. Pesromupyromee 3akpsitue (Summary Close)

HepeqncnﬂeTe BC€ BBIT'O/IbI U CIIDAIIIUBAETE PEIIeHUEe.
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"WTak, Mbl yBEJIMYHMM Ballly KOHBEPCHIO Ha 50%, COKOHOMHM 15 YacOB B HEJIEJIIO, Aa/IUM IIPO3PAYHYIO AaHAIIUTUKY. THBeCTUIMS — 500 000 P,

OKYIIaeMOCTh — 2 Mecsa. 3amyckaemesi?"

5. 3akpsitue c nepumurom (Scarcity Close)

Coszaére orpaHUYeHNE 110 BpEMEHU UJIH KOJINYECTBY.

"V Hac ocrazoch 2 ¢y10Ta B anpese. Ecu moamnuieM 0roBop /10 MATHULEI, yereBaeM. I103ke — ToIbKo B Mae" "9Ta 1jeHa eHCTBYeT 10 KOHIa

kBapTasia. C ampesist — HOBBIH Ipaiic, +20%"

BaxkHo: 1eduuT 10/0KeH ObITh peabHbIM, He 0OMaHbIBaTe.

6. 3akpsiTHe ¢ yerynkoi (Concession Close)

JlenaeTe GUHAIBHYIO YCTYIIKY B OOMEH Ha pelIeHHe.

"X0po1110, €CJIH BbI ITO/IIIUCHIBAETE TOTOBOP CETO/IHS, 51 100aBIIAI0 Mecsl GecriaTHON moanepskku. Ho 910 Moé puHaIbHOE Ipe/yioKeHne"

7. 3akpsbiTHe Ha ciaeayromuii mar (Next Step Close)

Ecui KJIHEHT He TOTOB KYIIUTh ceifuac, 3aKphiBaeTe Ha MaJIeHbKOe commitment.
"IloHnMar0, 4TO BaM HY>KHO BpeMmsi. JlaBaiite st mpuuwiio KIT cerosHs, a B cpefy CO3BOHUMCS Ha 15 MUHYT 00CyAUTHh — y/106HO B 15:00?"

TIcHX0JIOTHA: MaJeHbKHUE ATy BeAYT K GOJIBIIOMY PEIeHHIO.

IIcuxo0oTua IPUHATHA PelIeHUH

IToueMy KJIMEHTHI HE MOKYIIAIOT
1. He BuaaT npoGaemsi: 'Y Hac Bcé HOpMaIbHO" — Baina 3a/1a4a: akTyaaIn3upoBaTh 60JIb yepe3 BOIPOCHI
2. He BepaT B pemeHue: "I10 He cpaboraer” — JlaiiTe cOIHaTIbHOE OKA3ATEIbCTBO (KEHChI, OT3bIBBI, FAPAHTHH)
3. He noBepsiior Bam: "Be1 obemnaere, HO He (axT, uTo BeinosHUTe" — CHU3bTE PUCK (IHJIOT, TO3TAIIHAS OILJIATa, OT3HIBBI)
4. BosTcsa mocyaeacTBUiA: "A BAPYT MbI IOTPATUM JIeHbI'H BITYCTYI0?" — JlaiiTe rapaHTHIO BO3BpATa UK Pe3yJibTaTa

5. He cpouno: "Cuenaem norom" — Cozpaiite urgency (orpaHiueHre, 0Ka3aTb CTOMMOCTb 6e3/1eHCTBI)

Tpurrepbl IPUHATUA PENICHUA

1. ABropurer "9to pekomenzyer Harvard Business Review"

2, ConuaJIbHOE JJOKa3aTeJIbCTBO "500 KOMIIAHUH y2Ke HUCIOJIb3YIOT
3. dedunur "Ocranocs 3 mecra”

4. CpouHOCTB "AKIUsA /10 KOHIA Hesenn"

5. BaaumuOCTS " 1271 BaM GeCIUTaTHBIN ayAuT — JjaBaite mornpodyem mopaborars”

6. ITociiexnoBaTeabHOCTH "Bl JKe caMy CKas3aid, 4TO 3TO BasKHO?"

Yexk-JIuCT IeperoBopoB M 3aKpbITUA
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Ilepen BeTpeueit
o [ ] W3yunnu kiuenra (caiit, LinkedIn, HoBOCTH)
o [ ] Onpenenunu BATNA u ZOPA
e [ ]IlocTaBuiau 1esin: ONTUMAJIBHO / IPUEMIIEMO / TOYKA BBIX0/1A
o [ ]IloaroroBusr OTBETHI HA BOBMOKHBIE BO3PAIKEHHUSI
o [ ] MoaroroBuau 3-5 KEMCOB ¥ OT3HIBOB

« [ ]IIpoBepmmu KII u gorosop

Bo Bpem# BcTpeun

o []VYcranoswmwiu kontakr (small talk 3-5 munyT)
o [ ] Pe3roMupoOBasv CUTYAINIO KIIMEHTA

o [ ]IIpesenrosanu pemrenue o FAB

o [ ] Orpaboranu Bosparkenus mo LSCPA

« [ ] Tlofimastu CUrHaIBI TOTOBHOCTH K 3aKPbITHIO

o [ ]IIpuMeHUIH TEXHUKY 3aKPBITUSA

ITocse BecTpeuu
o [ ] OTmpaBuin pesiomMe BCTPEUH U IOTOBOP
o [ ]3adukcupoBanu cyieayonuii mar ¢ JieiyIallHoM
o [ ] Buecau undopmaruio B CRM

o [ ]3amnanuposanu follow-up

O1muoKu, KOTOPhIE YOUBAIOT CAEJIKY

OmuoKa ITouemy 3TO IIOXO Kak ucnpaBuTh

TopoIuTech 3aKPhITh KIIneHT 4yBCTBYET /IaBJIeHHE 3akphbIBaiiTe, TOJIBKO KOI/[A KJIMEHT FOTOB

Jlaére ckuzky 6e3 3ampoca OGecLeHHBa€eTe IPOAYKT Cku/iKa — TOJIBKO B 0OMEH Ha 4TO-TO

CriopuTe ¢ KJIMEHTOM Pagpy1aere joBepue Hcmnoneayiite amnaruio: "f Bac moHuMaro..."

He crpamniiBaere 0 pelieHnn Vnyckaere moment of truth IIpsimo cipamuBaiite: "Msbl HaunHaeM?"
CIMIIKOM MHOT'O TOBOPHUTE KiineHT He MOKeT BCTaBUTb CJIOBO IIpaBusio 50/50: MOJIOBHHY BpeMEHH CJIyIIaiTe
He duxcupyere ciaemyomuii mar Cresika 3aBucaeT Bcer/zja HazHayaiiTe KOHKPETHYIO ZIaTy U JieliCTBIe

IIpakTUyeckue cueHapuu

Cuenapwii 1: KiimeHT Ipocur ckuaky 30%

HenpasuibHO:

"Xoporo, /1210 25%, 3T0 MAKCUMyM "'

IIpaBuiabHO:

"[loHuMar0, 94T0 OO/KET orpaHiueH. /laBaiiTe HAUIEM pellleHve.
Bapuanr 1: OcraBiisieM LIeHy, HO BbI IUIATUTE B 3 3Tana — 1o GhakTy BHIIIOIHEHUs PaborT.

BapHaHT 25 YﬁupaeM M3 IIPOEKTa MOAYJIb aHAJIMTUKH — SKOHOMUSA 150 000 P, HO6aBI/IM €ro IM03XKe.
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Bapuanr 3: Ecu omtatute cpasy Bech rofj — Aaio 15% CKHAKY.

Kakoii BapuauT Bam 6irmxe?"

Cuenapwmii 2: "MHe Hy:KHO COIJIACOBATh € JUPEKTOpOM"

HenpaBuibHO:

"Xopo1uo, xk/1y orBeTa"

IIpaBHJIBHO:

"OrmmuHo. YToOBI AUpEKTOPY OBUIO MpOINe IPHHATH pelIeHHe, JaBaiiTe s IOJATOTOBIIO KODOTKYIO IIPE3eHTAIMi0 ¢ (HUHAHCOBBIM
060CHOBaHHEM.

YTo /17151 HETO BasKHO IIPH OL[EHKE TAKKX IPoeKTOB — ROI, CPOKHU WJIH UTO-TO eme?

Mo2KeT, CTOUT BCTPETUTBCA BTPOEM? fI CMOTY OTBETUTD Ha €ro BOIIPOCHI HAIPAMYIO."

Cuenapwii 3: KJiieHT MOJIYUT IHOCJIe Ipe3eHTaluu

HenpasuibHO:

ITposokaeTe rOBOPUTD, YTOOBI 3aIIOJTHUTD THIIUHY

IIpaBUJIbHO:

Mouruure. KTo nepBblii 3aroBoput — npourpa. Beiaepskure maysy 10-15 CEKyH/I.

Ecsiu KIHeHT He TOBOPHT, cripocute: "Yrto nymaere? Kakue Bompocsr?”

Pe3rome

IleperoBopbl — 3TO He BOHHA, a COBMECTHBIM MOHCK win-win pemreHus. 80% ycrexa — IOATOTOBKA: HCCJIEIOBAHME KJIMEHTA, ONpe/ieseHne

BATNA/ZOPA, noctaHOBKa ieJIei.

CTpykTypa meperoBOpoB: 1. YcTaHOBJIeHHe KOHTakTa (rapport) 2. Yrounenume cutyaruu 3. IIpesentarus pemenus (FAB) 4. PaGora c

BospakeHussMu (LSCPA) 5. 3akpbITHE CIETKHA

PaGora ¢ Bospaxkeuuamu (LSCPA): - L — Listen (ciymaiite) - S — Share empathy (nopenurecs smnarueit) - C — Clarify (yrounure) - P —

Present solution (npeacrasbre pernenue) - A — Ask (cpocure)
Cxupaxkmn: - JlaBaiite TOJIbKO B 00MeH Ha uT0-TO (06BEM, IpeoIIaTa, keic) - Makcumym 15-20% - JIyuiie 706aBUTh IIEHHOCTD, YeM CHU3UTH LIEHY

TexHuku 3akpbrrus: 1. IIpamoe ("Ms HaunHaem?") 2. AnbrepHaruBHoe ("BropHux mnu uersepr?”) 3. IIpo6uoe ("Ecam pemum Bompoc ¢
GrozzKeTOM, ocTasbHOe noaxoaut?") 4. Pesromupyroliee (mepeuncssiere BIroabl + Bompoc) 5. C gedunurom ("Ocranock 2 ciora") 6. C yeTynkoit

("HoGaBJsiio MecsIL TOAZIEPIKKH, ecTu pelaete ceroaus’) 7. Ha caenyromuii mar ("Co3BoHuMcs B cpey?”)
T1aBHOE: 3aKpbhIBAiiTe C/IEJIKY, KOT/Ia KIMEHT roToB. He 3aTsiruBaiite — momentum tepsieTcs.

B cnenyromiem ypoke pazoepém CRM-cucTeMbl: Kak BbIOPATh, HACTPOUTD U HCIIOIb30BATh JIJIsl KOHTPOJIS Ha/l IIPOLECCOM IIPOZAK.

I'maBa 8. CRM-cucremMa: BHIOOP U 0a30Basi HACTPOMKa
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Beenenue: mouemy Excel — 3To me CRM

"Y nac ectb Tabsuna B Excel, 3auem nHam CRM?" — kyraccuueckuil Bonpoc Masioro 6usneca. OTBET IPOCTO#: KOT/ia y Bac 20-30 JIUZOB B MECSAI] U 1-2

Menekepa, Excel pa6oraer. Korga 0B 200+, MEHEIKEPOB 5-10, a IIUKJI CIEJIKH 2-3 Mecsana — Excel mpesparaercs B xaoc.

IIpoGaemsr Excel: - Her ucropuu koMmyHHKaIuu (Iepernucka B MECCEHKepax, 3BOHKU He 3amucanbl) - Her aBromarusanuu (HallOMUHAHUSA,
3az1auw, follow-up) - Her ananuTuku (KOHBEpPCHUs TI0 STAliaM, KCTOUHUKHU JIN/IOB, IIPOTHO3 BHIPYUKH) - HeT KOHTpoJsA (MEHEIKED MOKET YIATUTh

CTPOKY, U BHI He y3HaeTe) - Her maciurabupyemocts (;1o6aBUTH 10 MeHeKEPOB = 10 Bepcuil daiiia)

CRM (Customer Relationship Management) — 3T0 He mpocTo 6a3a AaHHBIX KJIHEHTOB. JTO CHCTEMa, KOTOpas: 1. XpaHHT BCIO HCTOPHUIO
B3aUMOZIEICTBHA C KJIHEHTOM 2. ABTOMAaTH3UpyeT DyTHHy (3a/jaud, HallOMHHAHUA, pacchUIkh) 3. JlaéT aHAJIUTHKY B DealbHOM BpPEMEHH 4.

CraH/1apTU3HpPYeT MIPOIIeCChl PoAaK 5. [103BoJIsAeT MacITabupoBaTh KOMaH/Ly 6e3 OTepH KOHTPOJIS

B arom ypoke mbl pazbepém: - Kak BeiGpars CRM moz Bamr 6usHec - O630p Tomn-5 CRM st majioro u cpezHero 6usHeca - bazoBas HacTponka:

BOPOHKA, 110JIs1, aBTOMAaTu3aIus - HTerpanuu u pacuupenus - Kaxk Baeaputs CRM B KoMaH/y (1 He BCTPETUTH caboTax)

Kpurepuu Bpicopa CRM

1. Pazmep KOMIIaHUH U KOJIUMYECTBO MOJIb30BaTe e

Pasmep Ko/m4ecTBo MeHex:KepoB PexomeHpanmu

Mukpo 1-3 Jlérkue CRM: Notion, Airtable, Streak (Gmail)
Mautbit 3-10 amoCRM, Butpukc24, Meramian

Cpennuit 10-50 burpukc24, Pipedrive, HubSpot

KpynHsrit 50+ Salesforce, Microsoft Dynamics, SAP

2. C/10:KHOCTH CaAEeJIKN

IIpocrasa caesaka (1-2 KacaHus, IUKJ 0 Hexenun): - Ilpumepsr: B2C-yeayru, po3HUYHAsS TOPTOBJIsA, 0cTaBKa eabl - CRM: HysKHA IpoCTOTa U

CKOPOCTh BBOJIA ITaHHBIX - Pekomeniaruu: amoCRM, Butpukc24 (siérkue Tapudni)

CpepHsasa caenka (3-5 KacaHWil, IUKJI 2-4 Hezenn): - IIpumepsl: B2B-yciayru, KOHCAITHHT, MOApsaHble paboThl - CRM: HykHa BOPOHKA C

JTamamu, 3a/1a4u, email-unrerpamus - Pekomenzganuu: Pipedrive, HubSpot, Meraruian

CrnoxHasa caeaka (10+ kacaHuid, IUKI 2-6 Mecsnes): - [Ipumepsl: enterprise-pofasku, KpyIHble KOHTPAkThl, TeHaepbl - CRM: Hy)KHBI

KaCTOMHBIE I10JIs1, IOKYyMEHTOO00POT, coriacoBaHus - Pekomenmanuu: butpukc24 (kopm), Salesforce, Microsoft Dynamics

3. Orpaciab u cnenuduka
HeKOTOpre CRM 3aTOYEHBI I10/] KOHKPETHBIE HUIITHU:

« Heaumxumocrts: Adva CRM, Planoplan CRM
« E-commerce: Retailo CRM, RetailCRM, unrerpanus ¢ Shopify/WooCommerce
« IIpousBoacrBo: 1C:CRM, burpukc24 + 1C

« Ycayru (casmonsl, kimHukn): YCLIENTS, Altegio

4. brogzker

CRM CroumocTs (Ha 1 IOJIb30BaTE A/ Mec) OcoGeHHOCTH

amoCRM 1499 P IIpocrast, GbICTPBINA CTAPT, MHOTO HHTETPALHA
burpukc24 Or 0 P (Gecriatubiii Tapud) Kowmb6aiin: CRM + 3amaqu + 4aThl + 3BOHKA
Pipedrive or $14 (#1300 B) Kpacusblii nunTepdeiic, BUsyasbHas BOPOHKA
HubSpot Or $0 (free tier) MOoIHBIN MapKETHHT, HO I0POrO# Ha PocTe
Meramian 825P Poccuiickas, mpocras, IOAXOAUT AJIA MaJIOro Ou3Heca
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BasxkHo: cunTaiite Total Cost of Ownership (TCO): - Croumocts unensuii - uterpanuu (AP, koHHeKTOpBI) - OOyueHre KoMaH/ (b - ITo/i1epikKa u

JopaboTku - Murpanust JaHHbIX (ecyiu iepeesskaere co crapoit CRIM)

5. UHTEerpaniumn
CRM fomKHa MHTETPUPOBATHCA C BAlIUM TEKYII[UM CTEKOM:

OGa3areapHbie nHTEerpanun: - Email: Gmail, Outlook, fAuznekc.Ilouta - Tenedouuns: Zadarma, Mango Office, Asterisk - MecceHakepbI:

WhatsApp, Telegram, VK - Caiit: Gopmbl 3axBata JIU/0B, OHJIAMH-4aT

KesaresnbHble uaTerpanuu: - Mapkerunr: Junexc./[upekr, VK Pekinama, Google Ads - AnasmmTuka: Google Analytics, fAnnexkc.MeTrpuka -

JoxkymenTsni: Google Drive, Dropbox, 1C - 3agaum: Asana, Trello, Jira (ecyin ucrosnb3yere OT/1€1bHO)

6. O6s1aKo0 vs. On-premise

OGaaunas CRM (SaaS): - ILmrochI: ObICTPBINA CTApT, HE HY:KEH CepBep, aBTOOOHOBJIEHUs, TOCTYII U3 JI000M TOUKH - MHUHYCBI: eKeMecsIHas

omiaTa, 3aBUCUMOCTb OT UHTEPHETA, JaHHbIE Ha Yy>KUX CeépBepax - I[JISI KOoro: 95% KOMIAHUH

On-premise (kopoGouHast): - ILIIOCHI: JaHHBIE HA CBOMX CEPBEPAX, MOKHO KAaCTOMH3HPOBATh CHJIBHO - MHHYCBI: HyXXeH cepsep, IT-otzer,

Zoporoe BHeZ[peHue - JIJIsA KOTO: KpyITHble KOMIIAHHH C BBICOKHMH TPeGOBaHHAMH K Ge3omacHocTy (6aHKH, TOCCTPYKTYPHI)

00630p Tor-5 CRM 1151 MaJIOTO U CPEAHEro Gu3Heca

1. amoCRM
ITosunmonupoBanue: npocrasi CRM Jy1s1 OT/IETIOB PO/’ MAJIOTO U CPe/IHEro Gu3Heca.

ILaocer: - HTYUTHBHBIN uHTepdelic, ObIcTpoe BHeApeHUe (1-2 fH:) - MomnHas aBToMaTusanys (poOOThl, TPUTTEPEI) - 250+ UHTErPAlUi Yepe3

API - Mo6wisHOe npusoxenue (10S, Android) - Berpoennast IP-TesieoHMS U MeCCEHIKEPHI

MuHycbl: - HeT BCTpOEHHBIX 3a7au U IIPOEKTHOTO YIpaBJeHUsA (TOJIBKO A clesoK) - Jloporas TeXIOAZep:Kka Ha 6asoBbIX Tapudax -

Kacromusaius orpaHnyeHa (eciu Hy»KHa CJIOKHAs! JIOTUKA — [IPUETCS I0IJIaYMBaTh 32 pa3paboTKy)
Ilena: ot 1 499 P/mec Ha nosb3oBaresis (tapud "BazoBbrit")
Jlasa koro: B2B-KoMIIaHuu ¢ IPOCTHIMH U CPEIHUMHU [UKIAMHU CAEIKH, 3-30 MEHEXKEPOB.

IIpuMep UCIMOJIB30BAHMA: MAPDKETUHIOBOE ar€HTCTBO ¢ 8 MeHe/KepaMU, CPeTHUIN IIMKJI C/IETIKU 3 HEeIH.

2. burpukc24
ITo3uIMOHNPOBaHME: YHUBEPCAIBHBIN KoMbaitH — CRM + KOMMYHHUKAI[UH + 33/1a4H + CAUThIL.

ILmrockr: - BecrutatHpiil Tapud i 5 nosib3oBareseid (orpannyenus: 5 I'B, 6azoBas BopoHka) - Beé B oqHoM: CRM, 3a/1a4u, 4aThl, BUEO3BOHKH,

XpaHWIHNIIE, KOHCTPYKTOP CaiTOB - MOKHO KYIIUTh On-premise Bepcuio - OrpoMHas 6a3a pa3paboTIHKOB (JIerko HAUTH HHTErpaTopa)

Mumnycsr: - [leperpyxeH GQyHKIUAME — mojras Kpusas obydeHns - TopMosut Ha GosbInux 00béMax AaHHBIX (50 000+ cAesnok) - MHTepdelic
ycTapeBUInii (X0Tst 0GHOBJISAIOT)

o, o,

Iena: - BecrutatHo (0 5 mosb3oBaTesieil) - "Ba3oBeid”: 2 490 P/Mec Ha opraHusanuio (5 mosbp3osareseit) - "CrangapTasii’: 4 990 B/mec (50

o,

nosip3oBareieil) - "TIpodeccroHanbHBIN": 9 990 P/Mec (100 mosib30BaTesei)
JIJIA KOrO: KOMIIAHUH, KOTOPBIM HYKHO "BCE B OZTHOM' U €CTh BpeMsI Ha BHE/IPEHUE.

IIpuMep MCIOJIb30BAHMA: CTPOUTEIbHASA KOMIIAHUA C OTAEIOM IIPOAAXK 15 YeJIOBEK + IPOEKTHBIN OT/ieNl 20 YesoBeK (MCIIOIB3YIOT 3a7auul 1

CRM B ogHOM).

3. Pipedrive

ITo3unmonupoBanue: pusyanbHas CRM 11t HeGOIbIINX KOMaH/I.
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ILmrockr: - CamMblil KpacuBbIi U MHTYUTUBHBIN nHTepdeiic cpenu CRM - BusyanbHas BopoHka (drag-and-drop) - AI-moMoImHuK (110/ICKa3bIBaeT,

Kakue CAeJIKA HYXKHO HBI/II‘aTB) - OTInYHOE MOOUIIbHOE MIPpUJIOXKEeHUEe

MuHycshI: - Majo craHapTHbIX HHTerpanuii (Mensie, yueM y amoCRM u Butpukc24) - Her BecrpoeHHOU TesehOHUM M MeCCeH/I?KepOB (HYKHbI

CTOpOHHYE cepBHUCHI) - LleHa B mojutapax (3aBUCHT OT Kypca)
Ilena: ot $14/mec Ha nosp3oBaress (Tapud "Essential")
Jlia koro: B2B-komMnanun, KOMaH/IbI 3-15 4eJI0BeK, KOTOpbIM BaxkeH UX.

IIpuMep MCHOJIB30BAHUA: TU3ANH-CTY/IUA C 5 MEHE/KepaMH, IIPOAAI0T YCIyrH OpeHAMHTA.

4. HubSpot CRM
ITosunumonuposanue: CRM + mapkeTHHroBas 1miatdopma.

ILtrockr: - BecrutatHeiil Tapud 6e3 orpaHudenuii mo mosb3oBaressam (1) - MOIHBI MapKeTHHT: email-pacchuiKu, JeHUHTH, POPMBI, YaT-60THI -

OT/IMYHAA AaHAJIUTUKA U OTYETHI - I/IHTeI‘paIH/IH C 1000+ CepBHUCOB

Mumnycsl: - Becruiatabiii Tapud orpanudeH ¢yHkiponamiom (HeT aBromaTtusanun) - [lnatasie Tapudst gqoporue (0T $50/Mec Ha 0IB30BATENIA) -

Nurepderic Ha aHIVIMACKOM (pyccKast JIOKaIu3arus caabast)
Ilena: - bBecrutatHo (6azoBast CRM) - "Starter": $50/mec Ha 2 mosb3oBaresieii - "Professional”: $500/mec Ha 5 ob30BaTENEH
JlndA koro: crapransl ¥ IT-KOMIIAHUY ¢ CUJIBHBIM MapKETUHIOM, TOTOBBbIe pabOTaTh Ha AHIJIUHCKOM.

l'[pnMep HCIIOJIb30BAaHUA: SaaS—CTapTan C 3 MEHe/PKepaMU U aKTUBHBIM KOHTEHT-MAapPKETUHIOM.

5. Merarmian

IMo3umuoHupoBaHue: poccuiickas CRM /i masioro 6u3Heca.

ILtrocer: - ITpocras, 6e3 meperpysosB - BerpoeHHbIe 3a/jaun ¥ IPOEKTHI - X0Opoliast TEXIO/ZIEPKKA Ha PYCCKOM - JloCTyIIHAas IleHa
MuHycshl: - Majio uHTerpaiuii (B OCHOBHOM TOJIBKO TIOIIYJISIPHBIE cepBUCHI) - HTepdelic yerapepuiuii - OrpaHryeHHAast aBTOMATH3AI[US
Ilena: 825 P/mec Ha [10JIb30BATEIIS

JIJ1s1 KOro: Masblii 6usHec (3-10 4esI0BeK), KOTopomy Hy»kHa rmpoctasi CRM 6e3 U3bICKOB.

IIpuMep MCHOJIB30BaHUA: OyXTaJITEPCKOE areHTCTBO ¢ 6 MeHePKePaMU.

BasoBas Hacrpoiika CRM: momaroBbId IJIaH

Pas6epém HacTpoiiky Ha mpuMepe amoCRM (Jroruka npuMeHuma K 1060t CRM).

lar 1: Co3paHue BOPOHKU NPOJAK
BopoHKa — 3T0 BU3yaJIM3al[¥is STAOB CAEIKU OT JIU/A /10 3aKPBITHSL.
IIpUHIMIBI IOCTPOEHUSI BOPOHKM:
1. Tanpl JOKHBI ObITh OTHO3HAYHBIMH: MEHE/IPKED JI0JDKEH ITOHUMATh, KOT/Ia C/IeJIKa IIEPEXO/IUT Ha CIIeAYIOIIHIA STall.
ILixoxo: "TleperoBopsl” (4To 510 3HAYUT? IlepBhIii 3BOHOK? Berpeua? OGCy»KaeHre IeHbI?)
Xopomo: "Ksanmudukarusa — IIpesenranus — KII ornpasieHo — Ileperosopsl — Jlorosop”
1. KostmuecTBo 3Tanos: 4-7 1yist 60JIbIINHCTBA OU3HEeCOB. MeHbIlle — TepsieTe JAeTalnu3aluo, 60Ibllie — MeHe/[PKePHI IIyTaTCs.
2. Ka:kaplii aTan = neiicreue: He "Oxuianue orsera’, a "KII oTipaBiieHo, %K€M OTBET /10 20.03"

IIpumep BopoHkH i B2B-yciyr:

dran YTO NPOUCXOIUT Kpurepuii nepexosa Ha cJIef. 9T

1. HoBbrid siuzg JIuz npUImésN, HO He KBAIU(UITIPOBAH Cocrosiycs IepBBIH KOHTaKT
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dran YTO NPOUCXOAUT Kpurepuii nepexosa Ha cJIef. 9T

2. Kpamuduxanus BrusicHsieMm 6oy, Gro/pket, cpoku (BANT) Knuent nopxonut mo BANT
3. IlpesenTarus IIpoBoauM BCTpedy/nemMo Kmment 3aunTepecoBan, mpocut KIT
4. KIT otipaBnieHo JKném perennst KireHT roTOB 00CYKAaTh YCIOBHS
5. ITeperoBopst O6cyx/1aeM 1IEeHY, CPOKH, IeTaIl J1oroBOpHINCH 06 YCIOBUSIX
6. [Topnucanue oropopa TOTOBUM M MOJTIUCHIBAEM JIOKYMEHTBI JIOroBOp IOAIMCAH, CYET BHICTABIIEH
7. YCIIeNHO pean30BaHo Ormutara mosydeHa JleHpru Ha cuére
IIpourpsrm Orka3s Kiuent otkasancs
B CRM: - CoszpaiiTe BOPOHKY C STUMHM 3TamaMu - JIJIA KaX/IOTO 3Talla yKakuTe cpefiHUE cpok (Hampumep, "Kpamudukanua" — 3 aua, "KII

ormpasiieHo" — 5 AHell) - HacrpoliTe aBToMaTH4ecKye 3a5adu mpu nepexoge Ha aran (mpu "KII otnpasieHo" — coszpaTh 3azady "Ilepe3BOHUTD

uepes 3 HA")

IITar 2: HacTpoiika moJieii KapTOYKH CAeJTKU

OG6a3areapHbIe MoJIA: - Hazpauue cienku - Cymma c/ieniku - OTBeTCTBEHHbIN MeHepkep - KonTakr (tesedoH, email kinenTa) - Komnanus (eciu
B2B)

JIOIMOTHUTEIbHbIE ITOJIA (KACTOMHBIE):
Cospiaiite 10Jist, KOTOpbIe IIOMOTYT KBaIN(DHUIIPOBATH JIH/1a ¥ aHAJTU3UPOBATh TAHHbIE:

Jisa kBamudukanun: - Vctounuk mga (caifT, pekiaMa, peKOMeHIAIHsA, X0JI0AHbIH 3BOHOK) - BrojikeT (inamnasoH: 10 100K, 100-500K, 500K+) -

CpouHOCTH (CPOK MIPUHATHUS PELIeH s : Heiels1, Mecsl, kBaprtai) - JITIP (KTo mpuHUMAaEeT pelieHne: COGCTBEHHUK, JUPEKTOP, MEHE/IIKED)
Jlas aHaauTURH: - OTpacib KineHTa - Pernos - [IpuunHa oTKasa (eciu MpOUrpasIu CAeJKY: JOPOro, KyIIUIN Y KOHKYPEHTA, He aKTYaIbHO)
IIpumep:

B amoCRM: 1. Hacrpoiiku — Ilosnss — Cnenku — Jlo6aButh nose 2. Tum: "Croucok" (s BeiGopa n3 BapuanTtoB) win "Tekcr" 3. Haspauue:
"Ucrouynuk ysuna" 4. Bapuantsr: "Caitr", "fAnnekc.Jupekt”, "VK Pexnama", "Pekomennanus”, "Xomaonusiii 3B0HOK" 5. O6si3aresnpHoe: 1a (4TOObL

MEHEe/[2Kep He MOT CO31aTh CACJIKY 6e3 YKasaHuA I/ICTO‘{HI/IKa)

ITar 3: HacTpoiika aBToMaTu3anuu (TpUrrepsl 1 pOOOTHI)
ABTOMAaTHU3aIUA 9KOHOMUT 30-50% BpeMeHH! MEHEKEePOB.

IIpuMepbI aBTOMAaTU3 AL

1. ABTOMaTHYeCKOe CO3/JaHue 3a7aYd

Tpurrep: czeika nepenuia Ha aran "KII ornpasieno”

JericTBue: co3/ath 3a1a4y "Ilepe3BOHUTH KJINEHTY" yepes 3 AHs

B amoCRM: - Hacrpoiiku — Po6otsl — Cozzath poborta - Yeaosue: Crenka mepenuia Ha atan "KII ormpasieno” - Jleiicreue: Cosiats 3aaa4y,
CPOK = +3 JIHsI, OTBETCTBEHHBIN = OTBETCTBEHHBIH 3a CAEIKY

2. ABTOMaTH4Y€eCKOe pacnupeaeleHue JUI0B

Tpurrep: HOBBIH JIUJ CO3/IaH

JlelicTBHe: Ha3HAYUTDH OTBETCTBEHHBIM MeHe/Kepa 110 Kpyry (round-robin)

B amoCRM: - Hacrpoiiku — PoGorel — Coszate poGota - YeioBue: Chenka cospana Ha stane "Hoseid sz - JleiicrBue: HazHauuTh
OTBETCTBEHHOTO (BBIOPATH "II0 KPyTy" U3 CIICKA MEHE/[PKEPOB)

3. ABTOMaTUYeCKHe yBeJOMICHUA

Tpurrep: c/ieKa BICUT Ha OZHOM dTtare 6osiee 7 fHeR

JlelicTBHI€: OTIIPABUTDH yBeJOMICHHE PYKOBOAUTEIO OT/ieJIa IPOAAXK

B amoCRM: - Hacrpoiiku — Po6otsr — Cosziath pobora - Yesnosue: Crenka Ha stare 6osiee 7 iHeil - [leiictBue: OtnpaBuTh email pykoBoUTEIO

4. ABTOMaTH4YeCKHe PACCBIIKI
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Tpurrep: czeika repeiia Ha atamn "TIpourpsrm"”
JelicTBHue: yepe3 3 MecsIa OTIIPAaBUTh MUCHMO "MOXKeT, YTO-TO UBMEHIIOCH?"

B amoCRM: - Hacrpoiiku — Po6otst — Coszmars pobora - YesmoBue: Crenka 3akpbita co cratycoM "IIpourpsiin” - JleiictBue: J106aBUTh B BODOHKY

"Peanumanus', cO3/1aTh 3a/1a4y Yepe3 90 JHeH

lar 4: UaTerpanusa ¢ KaHaJlaMu KOMMYHUKAITUU
Tenedponns:
Tonxnrounre BuptyanbHyto ATC (Zadarma, Mango Office, Telphin).

Yro xaét: - Bee 3BOHKHU 3aMMCHIBAIOTCS U IPUBA3BIBAIOTCS K czesikam - Click-to-call: 3BoHOK B oina kyink n3 CRM - AHaJIMTHKA: CKOJIBKO 3BOHKOB,

CpeaHAsA JJINTEJIbHOCTD, IIPOCIyIIINBaHUE 3anucei

Hacrpoiika B amoCRM: - Hacrpoiiku — HWurterpaunn — Tenedponus — Bribpath mpoBaiiiepa - Bectu API-kiou ot TesmedoHHH -

IIpoTecTUpPOBaTh: HO3BOHUTH KJIMEHTY U3 KAPTOYKH CAETKH
Email:
TTopxmounte email (Gmail, Augexc.Iloura, Outlook).

Yro maér: - Bes mepemucka XpaHUTCsS B KapTouke cieynku - OrmpaBka mwicem npsiMo n3 CRM - IMa6nonst nucem (KII, HanmoMHHAHUS,

6J1aroapHOCTH)

Hacrpoiika: - Hacrpoiiku — WuTerpanun — [loura — J[o6aBuTh Amuk - ABTopusoBarthes yepe3 OAuth umu BBecTu jioruH/maposs - Bee mucsma

OyZyT MOATATUBATHCS aBTOMATUIECKU
MecceHazkepbl:
Ionxnrounte WhatsApp, Telegram, VK uepe3 cepBucbhl-koHHeKkTOpbI (Wazzup, Chat2Desk, Wappi).

Yro xaért: - [lepenrcka B Meccenmkepax coxpausiercss B CRM - Orserst u3 CRM momajaioT B MecceHKep kirnenTa - 111abI0HbI cOOBIeH i

IIIar 5: Hacrpoiika nmpas gocryna

HPI/IHHI/IH: KEDKZLLII‘/‘I BHUJUT TOJIBKO TO, UTO €My HY>KHO JJIsd paGOTBI.

Poun:
Poasb YTo BUAUT Y10 MoxkeT
Menenxep ToJIBKO CBOH CEIKU Co3s/iaBaTh/peakTHPOBATh CBOU C/IEJIKH, HET J0CTYIA K HACTPOHKaM
Crapumuii MeHeKep CBOU + C/IEJIKH CBOETO OTZEeNa Bcé, uTo MeHezKep + BU/IUT OTUETHI OT/iesIa
PykoBoauTE b OTAEIA POJAK Bee cnenxn Bcé + moctym K HaCTpOMKaM BOPOHKH H HOJIEN
AZMUHHCTPATOP Beé ToHBIH KoCTyTI

B CRM: - Hacrpoiiku — Ilosp3oBarenu u npaBa — Co31aTh posib - HacTpouTh K0CTYI K pasziesiaM (CAeIKy, KOHTAKThI, OTY6ThI) - HasHAYUTh poJIb

I10JIb30BaTEJJIIO

HNHTerpanuu v pacurupeHus

IMomynsipubie naTerpanuu aasa CRM

1. Caiir — CRM:
2. ®opmbl 3axBara au/oB (Tilda, Bitrix, WordPress)

3. Omntaiin-yvar (Jivosite, Carrot quest)
4. Kost-tpekusr (Calltouch, CoMagic)
5. Pekstama — CRM:

6. Aupexc./lupexrt, VK Pexiama, Google Ads

7. ABTOMaTuyeckas repeziada Ju10B u3 pexsaamel B CRM
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8. Ilepeaua KOHBEpPCUI 0GPATHO B PeKJIaMy (U151 ONITUMHU3AIMY KAMIAHUI)
9. AHAJIUTHKA:

10. Google Analytics, Aumexc.Merpuka

11. CkBosnaa anasmtuka (Roistat, Calltouch)

12. JIOKyMeHTBbI:

13. ABTOMaTuyeckas reHepans zoropopos u KII (Docsvision, Butpukc24)
14. dnextponHas noxnuck (Kouryp.luamok, CBUC)

15. IIouTOBBIE PACCHLIKU:

16. Unisender, SendPulse, Mailchimp

17. ABTOMaTHYeCKre IeNOUKH rnrceM (welcome-cepusi, peaKTHBAIs)

HNHCTPpYMEHTHI /I HHTErpanui 6e3 Koaa
Ecnn Hy)KHOﬁ UHTEerpanuu HeT, HCHOJILSyﬁTe no-code UHCTPYMEHTBI:

« Zapier (zapier.com) — 5000+ OPUIOKeHUH, IU1aThOpMa /i1 aBTOMATU3AINN
« Make (make.com, 6iBImii Integromat) — mouHee Zapier, ectb 6GecruiaTHbIN Tapud

« n8n (n8n.io) — open-source aJbTEPHATHUBA, MOKHO Pa3BEPHYTh Ha CBOEM cepBepe

IIpumep: "Korma B amoCRM co3zaéres ¢ieika co CTatycoM 'YCIeIIHO pearn30BaHo’, 106aBUTh KiaueHTa B Google Tabiuiy u OTIpaBUTh €My

welcome-niucbmo yepes3 Unisender”.

Bueapenne CRM B koMaHAy: Kak u30ekaTh cadorazka

Ts1aBHasA npo6yema BHeapenus CRM — conpoTHUB/IeHHe KOMaH/AbI.

"3auem mue 9ta CRM, 51 1 Tak Bcé momMHI0", "910 oTHUMaeT Bpems'”, "SI mpuBhIK paboTaTh M0-CBOeMY" — THIIMYHbIE BO3PAYKEHUSI MEHE/IIKEPOB.

ITouemy MeHeAKePbI CONPOTUBJIAIOTCA

1. CTpax KOHTPOJIA: "Tenepp BUHO, YTO s MaJIO 3BOHIO"
2. IlpuBbraka: "f 10 jer paboran yepes Excel, MHe Tak yno6HO"
3. Cro:kHOCTH: "He moHnMaro, kak 91o paboraer”

4. Her BpIroapr: "CRM Hy»KHa IUPEKTOPY, @ MHE OHA He TomMoraer”

7 IaroB YCIIE€IIIHOIO BHEAPECHUA

1. BoBaekure komaHay B Bb1oop CRM
He Buenpsaiite CRM "cBepxy". JlaliTe MeHe/»KepaM IPOTECTHPOBATH 2-3 BADHAHTA U BHIOPATH.

Kaxk: - Cozgaiire pabouyro rpyIy u3 2-3 MeHe/KepoB - Jlaiite kaxxomy nporectuposath CRM B Teuenre Hezenu - Cobepute 0OpaTHYIO CBS3b U

IIPUMHUTE PellleHue BMecTe

2, ITokax;kuTe BBITOAY A MeHe :Kepa
O6bsacuuTe, uTo CRM 5KOHOMHUT BpeMsi, a HE OTHUMAET €ro.

AprymenTsi: - "He HykHO nckath mnepenucky B Telegram — Bcé B omHoM Mmecre” - "CRM HamOMHHT HEPE3BOHUTh — He MOTepsielb Jujg' -

"[IIa6I0HBI [TUCEM — He IHIIEIIb O/THO M TO 2Ke 10 Pa3 B JieHp" - "BU/IUIID CBOIO CTATUCTUKY — MOKeIb IVIAHUPOBAThH IPEMUIO"

3. OGyuure KOMaHIy

IIpoBenute 2-3 TpeHunra: - Jlens 1: 0630p CRM, 3aueM oHA Hy’>KHA, KaK 3aX0/uTh - JleHb 2: [IpakTuKka — CO3/1aéM CZeJIKH, 3a/[a4d, OTIPABIISIEM

KII - Tens 3: Pa3bop BOIIPOCOB, IPOABUHYTHIE (DUIITKHA

Banumure BuzeonHcrpykiuu (Loom, Camtasia) — MeHepKepbl CMOTYT II€PECMOTPETb.
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4. HauHuTe ¢ nujiora

He Buenpstitre CRM Ha BCIO KOMITAHHIO Cpasy. 3aIlyCTUTE IMHJIOT HA 2-4 HEJIEJISAX C 2-3 MEHEPKEPAMH.

Yro genarb B muiaore: - Menemxkepsl paboraror 8 CRM, HO MoryT ay6imposath B Excel (st moacrpaxoBku) - Cobupaere 00paTHYIO CBA3b
KaIK/IyIo HeJestio - JlopabaThiBaeTe BOPOHKY U IOJISA TI0 PE3YJIbTaTaM IIIIOTa

5. Canenaiite CRM 06s3aTe/;IbHOM

TTocse munora — xkécrkoe npaswio: "Eciu crenku Her B CRM, oHa He cyiecTByer”.

MotuBamusn: - [Inanst u KPI cuuratores Tonbko 1o CRM - ITpemuu 3aBucaAT oT faHHBIX B CRM - PykoBoauresns cMoTput Tossko CRM, a He Excel

6. HaznaubTe oTBeTcCTBEHHOrOo 3a CRM

910 yesoBek (0OBIYHO CTAPIINI MEHEKeP WX PYKOBOIUTENH OT/IEJIa), KOTOPHIi: - OTBeuaeT Ha BOPOCH - CJIeANT 32 AUCIUIIINHON 3aII0THEHUS -

I[Opa6aTbIBaeT BOPOHKY M aBTOMaTHU3aIluI0

7. IIpoBoguTE pEryasipHbIe PEBHIO

Pa3 B Heztesto — MuTUHT 10 CRM (15 MuHyT): - Kakue cJ10:KHOCTH BOSHHK/IN? - UTO HY»KHO yinydiuTh? - Keiicol: kak CRM 1oMOIJIa 3aKpBITh CAEIKY

TunuuHble OMINOKU IpH BHeApeHun CRM

Ommn6ka

Boi6panun CRM "kak y Beex”
Ileperpyauiu BOPOHKY 3TallaMu
CJIMIIKOM MHOT'O KaCTOMHBIX IOJIeH

He HACTpOWJIK aBTOMAaTHU3aILNI0

ITocaencrBusa

He mozaxoauT oy Ba nporece
MemneKepsl myTaloTCsa

J10JIr0 3anoJIHATh KAPTOYKY CAEIKU

CRM = emé oxHa Tabiruka

Kaxk ns6exarsp

AHaJH3UpPYHTE CBOH mporece, motoM Bbibupaiite CRM
MaxkcumyM 7 3Tanos

TOJIBKO 10JIsI, KOTOPBIE /IeMCTBUTEIBHO UCIIOJIb3YeTe

MI/IHI/IMyMZ ABTOMAaTHYECKHE 3a/1a49H U pacnpeaesienne Ju10B

Bueznpriu u 3a6butn Memnemxeps! 36wt Ha CRM uepes mecsirg PerynspHbIe peBbi0, KOHTPOJIb 3aIIOJIHEHUA, PA3BUTHE CHCTEMBI

He o6yumiu KoMaHy HuxTo He TIOHUMAaeT, Kak paboTaThb TpeHUHTH + BUJICOUHCTPYKIMU + OHOOP/IMHT HOBBIX MEHe/PKEPOB

Yexk-suct BbIOOpa u BHeApeHusa CRM

Br16op CRM

o [ ]Onpenenuau pazmep KOMaH/(bl ¥ CJIOXKHOCTD C/IETIKU

o [ ] CocraBuiu criucok 06s13aTeIbHBIX HHTEIPAIIAT

o [ ]Onpenenunu Grozket (JIMIEH3UN + BHE/IPEHUE + 00yUeHHe)
o [ ]Bsi6panu 3 CRM 11 TeCTUPOBAHUS

o [ ]IIporectupoBaIu Kaxayo 7-14 AHeH

o []Cobpasu 06paTHYO CBSI3b OT KOMaH/IbI

o [ ] IIpunsuu pemienve

Hactpoiika CRM

o [ ] Cosnanu BOPOHKY (4-7 3TaIIoB)

o [ ] HacTpouiu KacTOMHBIE ITOJISI

o [ ]Hacrpownu aBroMmaTh3amuo (MUHUMYM: 3a/1a4H, PACIpeesIeHIe JIUI0B)
o [ ]Hoxxmounnu Tenedonuio, email, MecceHKepbHI

o [ ] Hacrpowsiu mpaBa I0CTyIa O POJISIM

o [ ]oxgkimouniu callT U pekyiamy (ecsiu ecTh)
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Bueapenue

o [ ] BoBiexsin KOMaH/y B poliecc BbIGopa

o [ ] OGBsicHIIIN BBITOZY /ISl MEHE/IPKEPOB

o [ ]IIpoBenu obyueHue (TPEHUHTH + BHU/IEO)
o [ ] Bamyctuiu nuioT Ha 2-4 HeZeIu

o [ ] Cobpasu o6paTHyIo CBA3b U 10paboTaI
o []Cnenanu CRM obsi3aTesIbHOM

o [ ] Hazuaumim orBercTBeHHOTO 32 CRM

o [ ]IIpoBozyM exxeHesieIbHbIE PEBBIO

Peziome

CRM — 370 He Ga3a JaHHBIX, a CHCTEMA YNPaBJEHHA IpomeccoM Hpopax. OHa XPaHUT UCTOPUIO, aBTOMATH3HUDYeT DYTHHY, JAaéT

AHAJIUTUKY U IIO3BOJIAET MaCIlITaGHpOBaTL KOMaHzay.

Kpurepuu Boioopa CRM: 1. Pazmep komnanuu (1-3 / 3-10 / 10-50 / 50+ MeHezpkepoB) 2. CJI0KHOCTH C/1esIKH (TIpocTtast / cpefiHsis / cI0xKHasg) 3.
Orpacib (ectp HuineBble CRM /Uil HEABUIKUMOCTH, e-commerce, yeiyr) 4. Bromker (cuutaiite TCO: JHUIEeH3UN + MHTErpaluu + o0OyuyeHUe) 5.

Wurerparyu (email, TesiedoHisi, MecceH/1KepBI, CANUT, PeKIama)

Tomn-5 CRM: 1. amoCRM — mpocrasi, ObICTpBIN cTapT, A1 B2B 2. Burpukce24 — kombaitn (CRM + 3a1auu + 4athl), ecTh OeCIIaTHBIA Tapud 3.
Pipedrive — xpacusblii uaTepdeiic, BusyaabHas BopoHka 4. HubSpot — 6ecmiataas CRM + MoIHblil MapkeTHHT 5. MeramiaH — poccuiickas,

mpocrasi, ist MaJIoro GusHeca

BbasoBasa Hacrpoiika: 1. Co3/aThb BOPOHKY (4-7 3TAlOB, KaKABIH 3Talm = OJHO3HAYHOe JeicrBue) 2. HacTpouTh mossi (MCTOYHHK, OIO/IKET,
cpouHocts, JIIIP) 3. HacrpouTs aBTOMaTH3alUI0 (3aa4M, pacrpejesieHre, yBeqoMieHus) 4. [loakaounts uHTerpauuu (tesedonus, email,

MecceH Kepbl) 5. HactpouTs npasa jroeryna

BHez(peHne: - Bossekure KOMaH/ly, IIOKaXXUT€ BBITOAY - 06y‘{I/ITe (TpeHI/IHI‘I/I + BI/IﬂeO) - BaHyCTI/ITe MIAJIOT mepes IIOJIHbIM BHEAPpEHUEM -

HasnaubTre orBercTBeHHOT0 32 CRM - IIpoBOAHTE pEry/sApHbIe PEBbIO
TsraBHOe: CRM paboTaeT TOJIBKO TOIZIA, KOTAA KOMAH/Ia €€ HCIOb3yeT. 80% yclexa — He BBIOOP CUCTEMBI, a YIIPaBJIeHIe U3MEeHEeHUAMMU.

B cirenyromeM ypoke pa3bepéM aHATHTHKY IIPOJAK: KaKHe METPUKU OTC/IEKUBATh, KAK CTPOUTH AANIOOPABI U OTYETHI, YTOOBI yIPABJIATH OTAEIOM

Ha OCHOBE€ JaHHBIX.

I'1aBa 9. AHAJIUTHUKA MPOANK: TAIIOOP/ABI B OTYETHI

BBeaeHue: OT MHTYUIIMU K JaHHBIM

"MHe KajKeTcsi, IPOJJaKU H/IYyT XOPOIIO" — TaK yIMpaBJAT OT/IEJIOM MPOAAK 70% Masblix Kommanwuii. [Ipobsema B ToM, uro "Kaxkercs" He /1aéT
OTBETOB Ha BOIPOCHL: - CKOJIBKO JIeHer MBI 3apaboTaeM B aToM Mecsre? - [loueMy IutaH BBIIOJIHEH TOJIBKO Ha 60%? - Kakoil KaHaI IPUBJI€UYEHUs

/:laéT CaMbIX JOPOTUX KIneHToB? - KTo u3 MEHEePKEPOB TAHET KOMaHly BHU3?

AHAJIATHKA MPOJAMX — DTO CUCTEMA METPHUK, JAlIOOPAOB U OTYETOB, KOTOpAs MPEBPAIAET XaoC B MMPO3PAYHOCTh. Bmecto "MHe kaskercs" BbI
mosiygaeTe "IO JJAHHBIM 3a IOCJTIEHHI KBapTaJl KOHBEPCHUs U3 JINZAA B CAEKY yHasia ¢ 22% 1o 18% wu3-3a yxXy/lleHus kadecTBa jnzioB u3 VK

Pexstambr".

B aToM ypoke MBI pasbepéM: - Kimouessie MeTpuku npozax (KPI) u kak ux cauTatsb - Kak moctpouTs gambops 1 MeHepkepa, POIla u qupexropa
- NucrpymenTs! s aHanuTukA (CRM, Bl-cucremsr, Google Sheets) - Kak ncrosib30Bath JJaHHbIE [T IPUHATHSA pellleHui - THIIHMYHbIE OIINOKY B

AHAJIUTHUKE

KaroueBbie meTpuku npogazk (KPI)
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MeTpuku BOPOHKH (KOHBEPCHUH)

1. O6mas kouBepcusa BopoHku (Lead-to-Close Rate)

dopmyra:

Kousepcusi = (Konmyectso 3akpbithix caenok / Kommvectso nmjoB) x 100%

IIpumep: - JIn10B 3a MecsI]: 200 - 3aKPHITHIX ¢ZesI0K: 30 - KonBepcus: (30 / 200) x 100% = 15%

Benumapku: - B2C npoctblie IpoyKThl: 10-30% - B2B yetyru: 5-15% - Enterprise npopasku: 1-5%

3auem: okasbiBaeT 0011y 3 dHeKTUBHOCTS BOPOHKU. Ec/in KOHBepcust Iajaet, Hy>KHO HCKaTh, HA KAKOM ATalle IPOBAJIUBAIOTCS JIU/BL.
2. KouBepcus: 1o sranamM BOPOHKH

3auem: IIOHATD, I/le TEPAEM KJIUEHTOB.

IIpumep BopoHku B2B:

dran Koauuecrso KoHBepcHs B CJIeAYIOUIUI TAI
HoBsb1ii up, 200 100%
Kanudukarus 140 70% (140/200)
IIpesenranus 84 60% (84/140)
KII ornipaBiieHO 50 60% (50/84)
IeperoBopsr 40 80% (40/50)
JloroBop 30 75% (30/40)
Venemso 30 100%
Yro Buamm: - Cambiii cinaberii aram: "Ilpesentanuss — KII ormpasieno” (60%). Bo3MOXHO, MeHEIKephI IIJIOXO IPE3EHTYIOT WIH He

KBIUUIUPYIOT JU/0B. - "IleperoBopbl — JloroBop" (75%) — TepsieM KJIMEHTOB Ha (GUHAIBHOHN IpsiMoil. Bo3aMoKHO, pobseMa ¢ eHOU W

yCI10BUAMUA.

JlelicTBYA: - YIyqIINTh CKPUITHI IPe3eHTauH - [IpoBecTH TPeHUHT 1o paboTe ¢ BO3paKeHUAMU - [lepecMOTpeTh IIeH006pa3oBaHIe

3. Ckopocth npoxoxkaenus atanos (Velocity)
Ddopmyia:

Cpepamit cpok Ha srane = Cymma jHeit Bcex cpenok / KommdectBo cpenok

IIpumep:
Aran CpepHuii cpok Hopma IIpoGiema?
Ksanudukarnus 2 THA 1-3 IHA OK
IIpesenranusa 7 nHel 3-5 IHel ! Tonro
KII ornpaByieHo 10 fHEH 5-7 IHel L. Jlonro
TTeperoBophbt 5 el 3-7 nHei OK

Yro Aesaarb, €CJIN ITall 3aTATUBACTCA: - ABTOMaTI/ISI/IpOBaTb (HaanMep, KII TeHepupyeTcs aBTOMaTI/I‘{eCKI/I) - YcTaHOBUTH Z[e}l}'[aﬁHbI (ec)m

KJIMEHT He OTBETUJI 3a 7 [[Heﬁ, MEHEePKep J0IKEeH HaHOMHI/ITb) - HpOBepI/ITb 3arpys3Ky MEHe/2KepOB

MeTann PpeE3yJIbTAaTUBHOCTU

4. Cpexnuii uek (Average Deal Size)

Dopmyia:

Cpepumit yek = OOGugast Bbipyuka / KosmuecTBo cyienok

IIpumep: - Bripyuka 3a MecA1l: 3 000 000 P - Czenok: 30 - Cpeiauii uek: 100 000

3auem: - IranupoBanue: "[[Ji1 10 MJIH BBIPYYKH HY)KHO 100 czieliok” - CerMeHTalMs: MPOJAAXKH 10 50K, 50-200K, 200K+ TPeOYIOT PasHBIX

IIOZIXO10B - OHTI/IMI/ISaIII/I}IZ BO3MOXKHO, BBITOJHEE (I)OKyCI/IpOBaTbCﬂ Ha KPYIHBIX KJINEHTaX
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Kaxk yBestnaurs: - Ancesut (Ipofaa JOIOJIHUTEIBHBIX yeiyT) - [lepexos Ha makeTHbIe IpeAsioskeHus - Pokyc Ha 60sree KPyIHbIE CETMEHTBI

5. IMuka caesaxu (Sales Cycle Length)

Ddopmyia:

Hukn cpenku = CpejiHee KONMYECTBO JIHEH OT MEPBOTO KACaHMSI 10 3aKPbITHS

TIpumep: - B2C (nocraBka ezpl): 1 eHs - B2B (yeryrn): 21 neHs - Enterprise (kpymHble KOHTPAKTBI): 120 AHEU

3auem: - [Iporuosuposanue: "JIuj IPUIIEIT CETOAHA — AE€HBIH IIOJIyYHM uepes 21 eHb" - ONTUMH3aNUsA: eCId UK PACTET, 3HAYUT I7le-TO 3aTOP -

Mortusanusa: MoxxHO ctaBUTh KPI Ha cokpaleHue nukia

Kak cokparurth: - Y0parh JIMIIHUE 3Tanbl - ABTOMaTH3UPOBATh PYTUHY - PaGoTaTh ¢ BO3pa)KeHUSAMH paHblie (Ha KBaaudHUKaINM, a He Ha
[1eperoBopax)

6. Beimostnenue miadHa (Quota Attainment)

Ddopmyia:

Boimosnnenne mmava = (Pakr / Ilman) x 100%

IIpumep: - Inan Ha MecsA1L: 5 000 000 P - PaxT: 4 200 000 P - BoinosnHenue: 84%

Hopma: 80-120% (ecsin MeHbIe 80% — po6JIeMbl, ecyiu 60JIblie 120% — IUIaH 3aHIKEH)

3auem: ocHoBHOU KPI /1151 onieHKH paboThl MEHEKEPA U OT/esIa.

MeTpuKku aKTUBHOCTH

7. KommuecrBo akruBHocrel (Activities)

Yro cumrtaem: - 3BOHKH (UCXOJslNMe, BXojsAuue) - Berpeun (ownaiin, oduiaita) - ITucema (OTHpaBiieHHBIe, IoydeHHble) - CooOIIeHus B

MeCCeHKepax

Hopma (151 B2B-MeHea:xepa): - 40-60 3BOHKOB B JIeHb (XOJIOZHBIE IPO/IAXKHU) - 10-15 3BOHKOB B JIeHb (TEIUIbIE JIU/BI) - 2-3 BCTPEYUHU B JIEHD -

20-30 MKCEM B JIEHb

3aueM: ecsii MeHe/)Kep He BBINIOJIHSAET IJIaH [0 BBIPYYKe, CMOTPUM aKTHBHOCTH. ECJTH akTHBHOCTEN MaJio — mpobieMa B JIEHH WM HETTPaBUJIBHOM
pacripezieieHu BpeMeHU. EIM akTUBHOCTEH MHOro, a pesyjbraTa HeT — IpobsemMa B KadecTBe paboThl (IUIOXWE CKPUIITHI, HU3Kas
kBasIuUKanus).

8. Koaddunment aktuBHoctH (Activity-to-Deal Ratio)

Ddopmya:

CKOIIbKO aKTMBHOCTEH HY>KHO Ha 1 CHenky

IIpumep: - 3BOHKOB 3a MecsIl: 600 - Caeiok: 20 - KoaddunreHnt: 30 3BOHKOB Ha 1 CJIETKY

3adeM: ecyTH y OJHOTO MeHe/PKepa 20 3BOHKOB Ha CZIEJIKY, a Y IPYTroro 50, epBbli addekTuBHee (JIydie KBaTU(PUIUPYeT MU IPOAAET).

MeTpI/IKI/I IKOHOMUKH

9. CAC (Customer Acquisition Cost)

dopmyia:

CAC = (Pacxoppl Ha MmapketuHr + 3apmnatbl orfena npojak) / KommyecTBo HOBBIX KIIMEHTOB

IIpumep: - Peksiama: 500 000 P - 3apmiaThl (5 MEHeIKEPOB): 500 000 P - HoBbIxX kineHTOB: 50 - CAC: (500 000 + 500 000) / 50 = 20 000 P
3auem: IOHNMAEeTe, CKOJIBKO CTOUT IIPUBJIEYD OJTHOTO KIIHEHTA.

Benumapk: CAC jjoykeH ObITh B 3-5 pas MeHbIre LTV (cm. HuKe).

10. LTV (Lifetime Value)
Popmy.aa:

LTV = Cpemumit yek x KommuecTBO MOKYNOK 3a KM3Hb KIMEHTa X MapXUHAILHOCTh
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IIpumep: - Cpeanuii yek: 100 000 P - KitmeHT nokynaer asa 3a ro, aboraer ¢ BaMH 2 Tojja = 6 MOKYIoK - MapykuHajibHOCT: 30% - LTV: 100
P P pen ymaer 3 pi 1, P at KyIl P! 3

000 x 6 x 0.3 =180 000 P

3auem: IIOHHUMaeTe, CKOJIbKO JE€HET IPUHOCUT OAUH KJIMEHT 3a BCé BpeMs COTPyAHUYECTBA.

11. LTV / CAC

Ddopmyia:

LTV / CAC

IIpumep: - LTV: 180 000 P - CAC: 20 000 P- LTV / CAC =9

BeHuMapk: - < 1 — 6u3HeC YOBITOUHBIH - 1-3 — BBKUBAHUE - 3-5 — 3/[0POBBIN OM3HEC - > 5 — OTJINYHO, MOJKHO HHBECTUPOBATH B POCT

3auem: rinaBHaA MeETpHUKa unit-3KOHOMHUKH. HOKaSbIBaeT, OKYIIAIOTCA JIX UHBECTUIITUHN B IIPUBJICUCHNE KJIMEHTOB.

12. Win Rate (mponeHT BBIMTPAaHHBIX CAEI0K)

dopmyia:

Win Rate = (Bwwrpannbie cjuenku / (Bbmrpanusie + Ilpourpaunbie) ) x 100%

IIpumep: - Beiurpanssix: 30 - IIpourpanssix: 20 - Win Rate: (30 / 50) x 100% = 60%
Benumapk: - B2C: 20-40% - B2B: 15-30% - Enterprise: 10-20%

3auem: eciu Win Rate nmazaer, Hy»KHO aHAJIM3UPOBATH IPUYHHBI IPOUTPHINIA (IIeHA, KAYeCTBO, KOHKYPEHTBHI).

JamGopapl: KOMY U KAKUE METPUKHU HYKHBI

Jlamoopa Ajia MeHeKepa
I_[eJII): BUJETH CBOU 3a/1a4X U IIPOTPECC K IVIaHY.

Merpuku: 1. Ilian / ¢paxt mo BIpy4uKe (3a /IeHb, HEZETI0, Mecsl) 2. BOpOHKa: CKOJIBKO JI/IOB HA KaXK/IOM dTare 3. 3aZaui HA CerogHs
(3BoHkwH, Berpeun, follow-up) 4. Bumakaiimme caeaxkm (KOTOpble HY)KHO 3aKPBITh Ha OTOH Hezese) 5. JIMUHAA CTaTHUCTHKA: KOHBEPCUS,

CPEIHUN Y€K, KOJIMUECTBO 3BOHKOB
I'ne ecmorpers: CRM (BCTpOEHHBIH Aa60p/), MOGHIBHOE IPIJIOKEHIE

Yacrora 0GHOBJIEHUA: B DeaTbHOM BPEMEHH

JlamoGopa AjiA pyKoBoauTe A oTaesaa mpoaaxk (POII)
IMennb: ynpasiaTh KOMaH/0H, BUJIETh y3KUe MecTa, IPOTHO3UPOBATh BBIPYUKY.

MeTtpuxu:

bJok 1: BeimostHeHH e TIaHA

Menen:xep ILnan Ha MecAly dakT BpinostHeHUE Ocrajioch 10 KOHIIa MeCAAa
HBanoB 2 000 000 P 1600 000 P 80% 400 000 P

Ilerpos 2 000 000 P 2200 000 P 110% Brimosnaeno

Cuznopos 2 000 000 P 1100 000 P 55% 900 000 P

Hroro 6 000 000 P 4900 000 P 82% 1100 000 P

Yro Buaum: CuiopoB IPOBATUBAET IUIAH, HY’KHO Pa306paThCs IIOUeMy.

Biok 2: BopoHka oTesia
anyannsauna: CKOJIBKO JIUJOB Ha KaXK/IOM 3Talle, KOHBEPCUU MEXY STallaMu.

®opmar: crosbuaras JuarpaMma wid tabauna.

76



biok 3: IIporuHo3 BbIpYyYKH
dopmyia:

HpOl'H03 S CyMMa CACJIOK HA MO3JHMUX JTamax X BCPOSITHOCTI: 3aKpbITHA

IIpumep:
dran CyMMa czie10k BepoATHOCTD 3aKpPBITHA IIpornos
IIeperoBopsl 1500 000 P 70% 1050 000 P
KIT otnipaBneHo 3000 000 P 40% 1200 000 P
IIpesenranus 5000 000 P 20% 1000 000 P
Hroro 3250 000 P

3auem: MoHUMaeTe, CKOJIBKO JieHeT PpeanbHO IIOIyYUTE B 9TOM MecAIle.

BJIoK 4: AKTUBHOCTb MEHEXKepPOB

Mewnemxep 3BOHKH Berpeun Iucem Caenok Ha stamne "IleperoBopst"
VBaHoB 120 8 45 5
Tletpos 180 12 60 8
Cuzopos 60 3 20 2

Yro Buaum: CH0poB JIeHUTCs (MaIo aKTUBHOCTEH) — IPUYMHA HU3KOTO BBIIIOJIHEHHUS IJIaHA.

baok 5: UCTOUHUKH JIUT0B

®opmar: Kpyrosas JuarpaMma Win Tabiuna.

VcrouHuk JIugos Konsepcus BeIpyuka CAC LTV / CAC
Caiit 100 20% 2000 000 P 5000 P 8
Anpexc.JlupexT 8o 10% 800 000 P 15 000 P 3
VK Peknama 50 5% 250 000 P 20 000 P 2
Pexomenpanuun 20 50% 1000 000 P oP ©

Yro Bugum: - Pexomenannu — yyqmuil kaHan (kousepeus 50%, CAC = 0) - VK Pexsiama — xyammii (kouBepeust 5%, Boicokuii CAC) - HykHO:

VBEJINUUTH UHBECTUIUH B pedepabHYI0 IPOrpaMMy, OIITUMU3UPOBATh WK OTKI0UNTh VK Pexnamy
T'ne cmorpers: CRM (paszen "Otuérsr"), Google Sheets, BI-cucremsr (Power BI, Tableau)

YacroTra OGHOBJIEHHA: €XXeHEBHO (YTPOM Iepest IIaHEPKOI)

JlamGopa ayia TupeKTopa / COOCTBEHHUKA
IleJsb: BU/IETH 3/10pPOBbe OU3HECA, IPUHUMATD CTPATETHYECKHE PEIIeHHUs.

MeTtpukwu:

Biok 1: OcHoBHBIE ToKka3aTenu (Big Numbers)
Kpymiasle mudpsl Ha Bech 5KpaH:
« BeIpyuka 3a MecAIr: 4 900 000 P (82% ot miaHa)
« ILman Ha MmecAI: 6 000 000 P
o CpenHmuii yek: 163 000 P
+ KosmmgecTBo caeoK: 30
Biok 2: luHaMHUKa BBIPYYKH

I'paduk 3a nocseqHue 12 MecsineB (JIMHEUHBIN WU CTOJIOYATBI).
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Yro cmoTpumM: - Tpeny (pocr, ciaz, mwiaro) - Ce30HHOCTD (€CIIH eCTh)

b0k 3: 9KOHOMHUKA

Merpuxka 3HaueHue Benumapk Craryc
CAC 20 000 P <30000P OK

LTV 180 000 2 > 60 000 P OK
LTV / CAC 9 >3 OT1aaHO
‘Win Rate 60% 20-40% OTInYHO
Tkt cuenku 21 JIeHb < 30 1Hen OK

Bioxk 4: IIpo6/ieMHbIEe 30HBI

ABTOMAaTHYECKHE aJIepThI:

o /. Menemxep CHIOPOB BHIIOJIHII IJIAH HA 55% (HOpMa > 80%)
« /. Kousepcus Ha stane "IIpesenranus — KII" ynana ¢ 70% 1o 60%
e /. CpegHuil IMKJ C/I€JKU BBIPOC C 21 710 28 qHEH

T'ne cmorpers: Bl-cucremsr (Power BI, Tableau, Google Data Studio), Excel/Google Sheets

YacroTra OGHOBJIEHUSA: €XKeHe/IeIbHO (115 review), exxeMecsiyHO (1JIs1 CTpaTernyecKuX perieHnin)

I/IHCprMeHTbI AJIA QHAJTATUKA IIPOAAK

1. CRM (BcTpoeHHasI aHAJTUTUKA)

Bo3amoxkHOocTH: - BopoHka npojax - OTYETHI 10 MeHe/KepaMm - [IpOorHo3 BBIPYIKU - AKTUBHOCTU (3BOHKH, BCTPEYH)
ILmocer: - Beé B ofHOM Mecre - JlaHHbIE B PeaIbHOM BpeMeHU - He Hy’KHO HHYero HacTpauBaTh

MuHycsI: - OrpaHuueHHas KacroMusanus - Hesp3s 00beJUHUTD € JAHHBIMU U3 JPYTUX CUCTeM (MapKeTHHT, (GUHAHCHI)

JIJ1s KOro: MaJsblii GusHec, 6a30Bas aHAJIUTUKA

2. Google Sheets / Excel

Bo3mo:kHOCTH: - Beirpyska gansbeix u3 CRM (o6sr4H0 yepes API wiu Bpy4Hyo) - ITocTpoeHHe KacTOMHBIX OTYETOB U AauI60poB - POpMyJIsl,

CBO/IHBIE TAOIUIIBI, TpadUKH
ILmrockr: - Beciatao (Google Sheets) - [TosHas kactoMu3anusi - JIETKO A€THUThCS

MuHycshI: - /laHHble He B PeabHOM BpeMeHHU (Hy»KHO OOHOBJIATH BPyuHyIo) - Orpanudenus 1o oosémy (Google Sheets Topmosur Ha 50 000+

CTPOK)
JIJIff KOTrO: MaJIbliil GU3HeC, KACTOMHAs aHAIUTHKA, ecstd CRM He 1a€T Hy>KHBIX OTYETOB
IIpumep gamo6opaa B Google Sheets:

1. Britagka "lauusie": Beirpyska u3 CRM (cesiku, MeHeKepbl, HCTOYHUKH)
2. Briazika "Pacuérnl": dopmysisl (KoHBepcus, cpeHui ek, LTV)

3. Brumazka "Jambopa'": rpaduku u Tabauist

3. BI-cucremsi (Business Intelligence)

HNucrpymenTsL: - Power BI (Microsoft) — mouasiii, uarerpanus ¢ Excel, miuatseiii (ot $10/mec) - Tableau — camblii Ipo/IBUHYTHIH, JOPOTOi
(ot $70/mec) - Google Data Studio (Looker Studio) — 6Gecrutatubiii, unTerpanus c¢ Google-akocucremoit - Metabase — open-source,

GecIyIaTHBIH, MOKHO Pa3BEPHYTh Ha CBOEM cepBepe
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BoamozkHOcTH: - [loiK/IIOUEHHEe K HeCKOJIbKHM HcrouHukam JgaHHbIX (CRM, pekinama, Google Analytics, 6asa nanubix) - IloctpoeHue

HMHTEPAKTUBHBIX JIaIIOOPA0B - ABTOOOHOBJIEHNE B peasibHOM BpeMeHH - Drill-down (neraiusanus 1aHHBIX)
ILarocer: - OGbeAVHEHNE JAHHBIX U3 PA3HBIX cucTeM - Kpacusble jambopabt - MolHas aHaIUTHKA (TIPOTHO3UPOBAHKE, TPEH/IBI)
Mumnycsl: - TpeOyioT HaCTPONKHY (Hy’KE€H aHAJINTUK WIH Texcrernuaict) - [Inatasie (kpome Data Studio u Metabase)

JIJIs1 KOTO: CPEAHUI U KPYIIHBIN OU3HeC, CII0JKHAS aHAJTUTHKA

4. CKkBO3HasA aHAJIUTHUKA
HHcrpymeHThI: - Roistat (roistat.com) - Calltouch (calltouch.ru) - Retail Rocket

BoamoxkHOocTH: - OTCIEKUBaHIE BCETO MyTH KJIHEHTa: OT KJIMKAa B peKyiaMe /10 MOKynku - CBsa3b pexsnambl 1 CRM - Pacuér ROI mo kaxmomy

KaHaJIy
ILtrockr: - Businre, kakast pekiamMa IPUHOCHT JIEHBIH, a He IIPOCTO JIU/IbI - ABTOMaTHueckuii pacuét CAC, LTV, ROI
Mumnycst: - /Toporo (ot 10 000 B/mec) - Cro3kHast HACTPOUKa

JIJIsl KOro: KOMIaHuu ¢ 6oIbIMu GI0/KeTaMK Ha pekiamy (0T 500 000 2/mec)

Kak ucrnosib30BaTh aHAJIUTUKY /1A IPUHATHA PelleHnui

Cuenapwmii 1: [Iagenue koHBepcuu Ha sramne "[IpesenTranua — KII"

JMauubie: - bouto: 70% - Crano: 50%

Ananm3s:
1. locMOTpeTh, KOra HAYAJI0Ch NAJAEHHE: B KAKOM MeCsIIIe, [T0C/Ie KAKOTo CoObITHsI (HOBBIN MeHEeKeD, U3MEeHEHHe IIPOYKTa, POCT IeH).
2. IIpoBepUTH TUNIOTE3bI:

3. MeHe/KepBI IJI0X0 NPe3eHTYI0T? — [IpocIyInaTh 3anuc 3B0HKOB

4. I1n0xo KBamTUUIHUPYIOT JTU10B? — I10CMOTpETh, OTKY/a IPUXOAT JIHJIbI
5. I3aMeHMs1ach KOHKypeHIusA? — IIpoaHajn3upoBaTh NIPUYHHBI OTKA30B
6. TecTroBO€E penieHue:

7. HpOBeCTI/I TPEHUHT 110 IIPe3CeHTAUAM JJIA OTHOTO MEHeKepa
8. LIepes 2 HeJleJId CPABHUTH €r0 KOHBEPCUIO C JPYTUMUA

9. Eciiu BIpocia — MacitabupoBaTh Ha BCIO KOMaH/LY

Cuenapwii 2: OZUH MeHeXKeP BbINOJHAET IUIaH Ha 120%, OcTaJIbHbIE HA 60%
JlannsbIe: - [Tetpos: 120% - VIBanos, Cuziopos, ®énopos: 60-70%
AHanm3s:

1. ITouemy IleTpoB Jryunre:
2. Bosbiiie akTUBHOCTEN? — Het, 3BOHUT CTOJIBKO JKe

3. Beimie kouBepcua? — Jla, 25% vs. 15% y OCTaJIbHBIX

4. JIyuamie nmunp1? — Her, TU/IbI paclpe/iesisioTcs IOPOBHY

5. Yro gesaer IlerpoB nHaue:

6. ITpocitymaTh 3aIucy 3BOHKOB — I1eTpoB Jsrydine KBaaTubuIupyeT 1 paboTaeT ¢ BO3PaKeHUAMHU
7. Ilonnpocuts ITeTpoBa mpoBecTH BOPKIIIOII /I/Is1 KOMAaH/IbI

8. MaciuraGupoBaHue:

9. HeTpOB JEJIATCSA JIYydIIUMU ITPAKTUKaMU
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10. O6GHOBIIsIEM CKPHIITBI Ha OCHOBE €ro I1oAxoa

11. 3amMepsieM U3MEeHEeHUs uepe3 MecsI]

Cuenapwmii 3: Boicokuii CAC u3 kanaja "VK Pexsama"

Haunbie: - CAC: 20 000 P - Kousepcust g — caenka: 5% - LTV: 80 000 P - LTV / CAC: 4 (HopMa, HO MOKHO JIy4IIIe)

Ananm3s:

-

. Hoqemy HU3KasA KOHBEpCU#A:

"o

2. [TocmoTpers MPUIUHBI 0TKa30B — "He moaxoaut o nene", "He ToT mpoaykt”

3. BeIBOJI: pexsiama IIpuUBJIEKaeT He LeJIEBYIO ayUTOPHIO

4. PerneHnus:

(SN ]

® 3

TecTt:

. BapuanT 1: OnTUMH3UpPOBaTh TapreTHHT (60sIee y3Kas ayAuTOPHs)

. Bapuanr 2: FI3MeHUTh KpeaTHBBI (4€Tue 06BACHUTD, JIJIS KOTO TPOJYKT)

9. SaHyCTI/ITB 2 HOBBIE€ KAMIIAHUH C Y3KUM TaPTE€TUHTOM

10. Yepes mecs1 cpaBHUTh CAC 1 KOHBEpCHIO

11. Ecsmvt yuryqnmmioch — MaciTabupoBaTh, €CJIU HET — OTKIIIOUNTD VK

Yacrora review aHaJIUTHKU

Pouan Yacrora
Menen:xep EsxemHeBHO
POI1 ExxeqHeBHO
POII EsxenenesbHO
JAupexrop ExenenensHo
JlupexTop Exemecauno

YTo cMOTpeTh

Ceoii nambopy (3aaun, mwiaH/pakT, BOPOHKA)
IInanépka: mwiaH/$akT, aKTUBHOCTH, y3KHeE MecTa
T'y6okuit aHaIU3: KOHBEPCHH, HCTOYHIKH, IIPOTHO3
Big numbers, nmpo6ieMHbIe 30HbL

CTpaTeI‘I/IHZ OKOHOMUKA, TPEH/IbI, pEIIIEHUA

TUUYHbIE OIMNOKY B aHAJIMTHKE IMTPOIaK

Ommn6ka
CMOTPHM TOJIBKO BBIPYUKY

He cunraem CAC u LTV

AmanuTuka pas B KBapTas

CpaBHHBaeM HECOIIOCTaBUMOe

He ananusupyeM IpOUTPHIIIN

Tleperpy»aeM JamGopz

MeTpUKaMu

JlaHHBIe ycTapeBIIHe

IlouyeMy 3TO IIJIOXO
He Buaum npo6sieM BHYTPU BOPOHKH

He nonumaem 9KOHOMUKY

ITosHO pearupyeM Ha IPOOIeMBbI

"[loueMy B ssHBape MPOZAAJIM MEHBbIIIE, YeM B iekabpe?" (He yuIn HOBOTOHHE

TIPAB/HIKI)

Viyckaem NPUYHHBI OTKA30B

Huxkro He IIOHUMAET, Ha YTO CMOTPETH

HpI/IHI/IMaeM PpeneHuAa Ha OCHOBE IIPOIIJIOTO
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. Bapuanr 3: CHusuts 610/1keT Ha VK, nepe6pocuTts B 60s1ee addekTuBHBIN KaHas (CaiiT, peKOMEH/ A1)

dopmar

5 MHHYT YTPOM

15 MHHYT Tlepe/i pabouuM JHEM
14ac B HATHUILY

30 MUHYT

2 yaca (review meeting)

Kak ncnpaBuTth
CMOTpeTh KOHBEPCHH TI0 3TariaM
BHepUTD PacyET 5THX METPUK

MunumyMm exeHeziesibHo (POIL), exxeiHEBHO

(MeHemzKep)

CpaBHHBATH C IIPOIIUIBIM rofoM (year-over-year)

Becru nose "Ipuunna npourpeima” 8 CRM

MaKCI/IMyM 5-7 KIOUYEBBIX METPUK

ABTOMaTHSHpOBaTb 06HOBIIEHTE JAaHHBIX



Yexk-aucr BHECAPCHUA aHAJTUTUKHA

IIar 1: OnpeaeuTh KJII0YeBbIe METPUKH

o [ ] Beibpars 5-7 karoueBbix KPI zy1s1 Bamero 6usueca
o []YcranoBurs 6eHuUMapKu (HOpMa ISl KQ3K/I0M METPUKH)

o [ ] IIpomucats bopmysisl pacuéra

lar 2: HacTpouTh HCTOYHUKU JJAHHBIX

o [ ]CRM: HacTpouTh 06s13aTeIbHbIE 10JIs (MICTOYHUK, IPUYHHA IIPOUTPHIIIA)
o [ ] IHTErpanuu: NoAKIIOYUTH PEKIaMy, CAlT, TeseOHUI0

o [ ] IIpoBepHUTH KaYeCTBO JAHHBIX (3aIIOTHEHBI JIX BCE ITOJIST)

IITar 3: ITocTpouTs JAIIGOPABI

o [ ] Maumbopn ayis menemskepa (CRM nnu Google Sheets)
o [ ] Mambopz ayist POITa (CRM + Google Sheets/Power BI)
o [ ] Mambopn ayis nupekropa (Google Sheets/Power BI)

IITar 4: BHeagpuTh pUTM PaGOTHI C JAHHBIMHI

o [ ] MeHemxep CMOTPHT CBOM AamIbOP/L e:KeJHEBHO
o [ ] POII mpoBOUT €XeJHEBHYIO ITIAHEPKY I10 IAHHBIM
o [ ] POII nenaer exxeHezeIbHBIN review

o [ ]/IupexTop fiestaet exxeMecsuHbIH review

Iar 5: Ucmosib30BaTh JaHHBIE /I PEIIeHUH

o [ ] Haxomuts y3kue Mecra (I7ie KOHBEPCHs HUKE HOPMBI)
e [ ] ®opmysupoBaTh rUIIOTE3bI
o [ ] Tecruposars perenus

o [ ]MacurrabupoBats To, 4TO paboTaeT

Pe3iome

AHaTUTHKA IPOJAK — 3TO TIepexo/] oT "MHe Kaxercst" K "o 1aHHbIM". Be3 aHaJIMTUKH BB yIIPABJISETE OT/EJIOM BCJIEIYIO.
KioueBble METPpUKH:

Boponka: - Koasepcus Boporku (Lead-to-Close Rate) - Korsepeus mo aTamam - CKOPOCTb IIPOXO3K/I€HUsI ITAIIOB
Pe3yabTaTUBHOCTH: - CpeiHuii yek - I{uki cienku - BeinonHenue mwiana - Win Rate

AKTHBHOCTH: - KostnuectBo 3BOHKOB/Berpeu/muceM - KoaddunpenT akTHBHOCTH (CKOIBKO aKTUBHOCTEH Ha 1 CAEIIKY)
AxoHomuka: - CAC (croumocts npupiiedeHusi kivenra) - LTV (nmoxusHeHHast 1ieHHOCTh kineHTa) - LTV / CAC (10y1KHO ObITD > 3)

JamoGopabpr: - MeHemxkep: 1wian/dakT, 3ama4yd, BopoHka - POII: BbIIONHEHHe IUIaHA IO KOMaH/e, BOPOHKA OT/eJIA, IIPOTHO3 BBIPYUKH,

AKTUBHOCTH, UCTOYHUKU JIUJOB - HHPCKTOP: blg numbers, S9KOHOMHUKA, TPEH/IbI, HpOGJ'IeMHI)Ie 30HBI

HNucrpymenTsbr: 1. CRM (6a3oBas ananuTka) 2. Google Sheets / Excel (kacromubie oTuéThl) 3. BI-cucremsr (Power BI, Tableau, Data Studio) —

JUISL CJIO’KHOU aHaUTUKY 4. CkBo3Has aHanutuka (Roistat, Calltouch) — /7151 cBsi3u peksiamMbl U IpOazK

Yacrora: - Menepkep: exenHeBHO (5 MuHYT) - POIL: exeZiHeBHO (15 MHUHYT) + eKeHeZIeIbHbII review (1 yac) - /lupekTop: exeHesenbHO (30

MUHYT) + eKeMecsuHO (2 yaca)
T/1aBHOE: AaHAJITHKA — HTO HE CaMoIIeb. Lleb — HAXOAUTD Y3KIe MECTa, IPHHUMATH PEIIeHUs U PACTH.

B citepytomeM ypoke Mbl cOGepEM BCE BOEJUHO: KaK IPEBPATUTD Xa0C B CUCTEMHBIH ITPOIIECC IPOJaK, KOTOPhIH paboTaeT 6e3 Ballero ImoCTOSHHOTO

yJdacrtus.
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I'maBa 10. IIponecc npogaku: OT Xaoca K cucreMme

BBeaeHune: MPU3HAKU Xaoca B OTAE/IE MIPOAAK

Ecsiu XoTs1 ObI 3 IyHKTA U3 CIIHCKA HIZKE PO BAllly KOMIIAHUIO — y BAaC HE CUCTEMa IPOJIalK, a Xaoc:
o [ ] Kax/piit MeHeIKep MPOAAET II0-CBOEMY
o [ ] Eciu MeHeKep yXOQUT, KIUEHThI M 3HAHUS YXO/AT C HUM
o [ ] Bbl He MOKeTe OTBETUTH ""CKOJIBKO JIEHET IOJIyYUM B ATOM Mecsie" TouHee, 4eM £30%
o [ ] HoBblil MeHeKeDP BBIXOAUT Ha ITOJIHYIO IIPOYKTUBHOCTD 3-6 MecsIeB
o [ ] HeBO3MOKHO HOHSATH, IOYEMY O/IUH MEHEKEP IPOJAET B 2 pa3a GoJIblile [PYroro
o [ ] POII Tyuut moskapel 80% BpeMeHH BMECTO CTPATErHu
o [ ]CRM ectb, HO MeHe/XKePHI PAOOTAIOT Yepe3 MecceHIKephl U Excel
o [ ] HemoHATHO, KaKOW KaHaJ IPUBJIeUeHNs paboTaeT, a Kakol CIUBaeT OI0/KeT
CucreMHbIN OAXO0/, K MPOAAXKaM peliaer 5Td npobaembl. CucreMa — 3T0 HaGOP MPOIECCOB, HHCTPYMEHTOB U [IPABUJI, KOTOPBIE MIO3BOJISAIOT: 1.

Macmrabuposarh oTzesn (J06aBUTh 10 MeHe/KepoB 6e3 rmorepu kadecTsa) 2. [IpOrHO3UPOBATH BBIPYUYKY € TOYHOCTBIO +10% 3. OHOOPAUTH HOBOTO

MeHe/PKepa 3a 2-4 HeZlesIn 4. YIPaBJIATh HAa OCHOBE JIAHHBIX, a He HHTyuuu 5. OcBo6oauts POITa oT onepatuBKu

B aTrom Ypoke — ¢)HHaﬂbHaﬂ c6opKa BCET0, YTO MbI U3Yy4YUJIA B Bioke 1: kak BBICTPOUTDH IMPOIECC ITPOJAXK OT II€PBOTr0 KaCaHUA 10 IIOCTIIPOAAXKHOT'O

cepBuca.

Yro Takoe "cucrema nmpogak"

Cucrema mpogak — 5To:

1. IIpouece (1ocsie10BaTeIbHOCTD TAIIOB OT JIUZA 0 C/IETIKH)
2. MacTtpymeHThI (CRM, CKPHUITSI, 11a0JIOHBI, YEK-JINCTHI)

3. JIromu (posu, komnereruuu, KPI)

4. JanHbie (METPUKH, TaIOOP/bI, AHATIUTHKA)

5. YnpasJieHue (IJIaHUPOBaHUe, KOHTPOJIb, DA3BUTHE)

l'[pn:ma]m CHUCTEMBI: - Hpouecc OIIKMCAaH U JOKYMEHTHUPOBAH - Kamumﬁ 3HAET, 4YTO [ZieJIaTh Ha KaXKAOM JTale - Ectp CTaHZAPTHI KavyecTBa (‘{TO

Takoe "xoporro", uto — "mwi10x0") - Pe3yspTaThl H3MepsIoTCs - ECTh MeXaHU3M yJIydineHus (aHaJInu3 — TUIO0Te3a — TEeCT — MaclITabupoBaHIe)

APXHUTEKTypa CUCTEMBI MMPOJAK: 5 CJIOEB

Cii0ii 1: Ctparerus (3a4eM ¥ KOMY IIPOAaém)

Bompocsr: - Kro naur uzeansusiii kianeHt? (ICP — Ideal Customer Profile) - Kakyio 6071b MbI pernraemM? - YeM MBI OT/IHUAEMCsI OT KOHKYPEHTOB?

(USP — Unique Selling Proposition) - Kakyo BBIpyYKy XOTUM HOIYIUTH? (11€1H)
HucTpymenTst: - ICP (mpoduis ueansHoro kinenTa) - Value proposition (eHHOCTHOe npeziokeHne) - CTpaTerus Mo3UIHOHUPOBAHUS

IIpumep ICP (B2B-areHTCTBO):

Kpurepuii 3HadyeHue

Orpacib E-commerce, B2B-yciyru, SaaS

Pazmep Boipyuka 50-500 MJIH P/Toj

Pernon Mocksa, Caukr-IletepOypr, Kasauns

Bonb Huskas KoHBepcus Ha caiire, Boicokuit CAC
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Kpurepuii 3HadyeHue

JIITP MapKeToJIoT, AUPEKTOP M0 MAPKETUHTY, COOCTBEHHHK
Bromxker 300 000 - 2 000 000 P Ha IPOEKT
Tpurrep 3aIycK HOBOTO MPO/IYKTa, POCT KOHKYPEHIIMH, TIPOBAJI TEKYIIero MapKeTHHIa

3auem: ecu HEIIOHATHO, KOMY npo;:[aéTe, 6y11eTe TPaTUTh BpEMsA Ha HeKBaJ'IH(l)HIlPIpOBaHHbIX JINOO0B.

Caroii 2: IIporniecc (UTO e1aeM Ha KasK/IOM JdTarie)

IIpouecc NpoaaKM — 5TO KapTa IyTH KJIMEHTA OT IIEPBOT0O KACAHUS JI0 TIOKYIIKY (M JaJIblie).

Jransl Iponecca NpojaKu
1. lenepaums smaos (Lead Generation)

Y9ro IIPOMUCXOAUT: IIPUBJIEKAEM IOTEHIIUATIbHBIX KJINEHTOB.

Kanassr: - Inbound (Bxozsimue): caiit, kouTeHT-Mapketur, SEO, pekyiama - Outbound (ucxozsiiye): X0JI0ZHbIe 3BOHKY, email-pacchuiku,

LinkedIn-ayrpuu - IIapTHEPCKHE: peKOMeH/1aluH, pedepabHast IporpaMma, apTHEPCTBA

HNucrpymenTsr: - Popmer Ha caiite (Tilda, Burpukc) - Pexinama (Sugexc./Iupekr, VK, Google Ads) - Email-mapkerunr (Unisender, SendPulse) -

LinkedIn Sales Navigator - CRM (m1st c6opa JIuioB)

PesyspTat 3Tana: nuz nonazgaetr 8 CRM.

2. Keaandurxanus (Lead Qualification)
YTO NPOUCXOAUT: BHIACHAEM, TOAXOAUT yin tuz, os ICP.

Metoa BANT: - Budget (6rozzxer) — ectb yin ieHbru? - Authority (mosiHomoums) — 3T10T yesnoBek npuHuMaer penienue? - Need (morpeGHOCTD) —

ectb st 60s1b? - Timing (cpoKu) — KOT/Ia TOTOBBI KYIIUTH?

Metox GPCT: - Goals (uenv) — yero kaveHT xouer goctuub? - Plans (mwiausl) — urto y:ke mpoGosan? - Challenges (BbI30BBI) — UTO MemIaer

npoctuyb nenn? - Timeline (BpemenHast paMka) — KOI/ja Hy;K€H Pe3yJibTar?
HHcTpyMeHTHI: - CKpunT KBaTHGUKAIHOHHOTO 3BOHKA - Yek-uct BANT/GPCT - CRM (kacTOMHBIE 1T0JIs ZIs1 3AIIUCH OTBETOB)

PesyspTat 3Tana: v/ KBaubuupoBaH (I0AX0/IUT/He TOAXOHT).

3. IIpesenranusa (Discovery + Demo)
YT0 NPOMCXOJUT: IIPOBOJIUM BCTPEUY, BBIACHSEM JleTau OOJIH, IOKa3bIBAEM peleHNE.

Crpykrypa Becrpeuu (60 muHyT): 1. YeraHoBJIeHHue KOHTakTa (5 muH) — small talk, rapport 2. Discovery (20 MuH) — BOIIPOCHI I10 METO/LY
SPIN 3. IIpe3enramust peureHus (20 MHUH) — aeMo, Kelicel, FAB 4. Bompocs! u Bodpaxenus (10 muH) 5. Creayomue mara (5 MUH) —

norosapusaemcs o KII / Bropoii Berpeue
HUHcrpymeHnTst: - [Ipesenrarus (Pitch, Canva) - lemo-mocrym (ecstu mpoaykr) - Keticor u oT3piBeI - CRM (3amuch BCTpeun, 3aMETKN)

Pe3ysabTaT 3Tanma: KJIneHT 3auHTepecoBaH, npocut KIT.

4. Kommepueckoe npepioxenue (Proposal)
Yro IIPOUCXOAUT: OTIIPABJIAEM IEPCOHATITU3UPOBAHHOE KII.

Crpykrypa KII: 1. Pesiome Bcrpeun (6osin kianeHTa) 2. Pemenue 3. Srtamsl peanusanuu 4. Llena (¢ o6ocHoBanuem) 5. Keiicsl 6. I'apantuu 7.

Cienyromue maru
HNucrpymenTst: - [11a610H KII (Google Docs, Canva, PandaDoc) - CRM (oTciieskuBaHue OTKPBITHI)

Pesyasrat sTana: KII oTiipasiieHo, KJIMEHT U3yJaeT.
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5. IleperoBops! (Negotiation)
Y10 NPOUCXOAUT: 00CYK/IaeM YCI0BUs, Pab0TaeM ¢ BO3PaKEHUIMU, 3aKPbIBAEM C/IEJIKY.

Texuukn: - Merog LSCPA (pabota ¢ Bo3paskeHUsiME) - TeXHUKU 3aKpbITUSA (IIPAMOE, ajIbTePHATHBHOE, ¢ Aedunurom) - Win-win meperoBopbt

(BATNA, ZOPA)

HHcTpyMeHThI: - CKpUIT paboTh! ¢ BO3pakKeHUAMU - TabsIuna abTepHATHBHBIX IIPEAJIOKEHUH (eCIl KIMEHT MPOCcUT cKuaKy) - CRM (dbukcaus

JIOTOBOPEHHOCTEI)

Pe3yJII)TaT JdTamna: 1oroBopuIrnchb 06 YCJIOBUAX, TOTOBBI TIOANINMCATH JOTOBOD.

6. 3akpsrrue caenxu (Closing)

YT0 NPOMUCXOJUT: IIO/IIIUCHIBAEM JIOTOBOP, IIOJIy4aeM OILIATy.

JIoKyMeHTBbI: - JIoroBop - CU€T - AKT BBIIIOJTHEHHBIX paboT (II0CIIe peaTn3alium)

HHcTpyMeHTHI: - DiektpoHHas noamnuck (Koutyp.Auanokx, CBUC) - CRM (craryc "YcneniHo peain3oBaHo’)

Pe3yspTaT 3Tamna: JieHbru Ha CuéTe.

7. Iloctpopa:xueii cepsuc (Post-Sale)
YT0 NPOMUCXOJUT: IO/IZIEPIKUBAEM KIIUEHTA, JIEIAeM aIlCeslsI/ KPOCc-CeJll, oIydaeM PEKOMEH/Ial[iu.

AxTuBHOcTH: - OHGOpAMHT (ecyiu TPOAYKT/ycayra TpebyoT BHeapenus) - Peryiasapubie check-in (pas B xBapran) - NPS-ompocsr (Net Promoter

Score) - PedepaspHas mporpamma
UncrpymenTsl: - Email-asromaruzanus (welcome-cepusi, pacesiiku) - CRM (3amauu Ha follow-up) - Google Forms / Typeform (ompochr)

Pe3yJIbTaT JTama: KJIUeHT I0BOJIEH, CTAHOBUTCA aM6acca/:[op0M, PpeKoMeHAyeT Bac.

Kapra nponecca (Customer Journey Map)

BusyasmsupyiiTe mporiecc B BU/ie TaOINIbI:

dran Yro genaer KJIHEeHT YTo gesiaeT MeHeaKep HHCcTpyMeHTBI Cpox PesyabTaT

IlepBbIi KOHTAKT

Jlug OcraBu 3aABKy Ha caiTe 3BOHHT B TeUeHHE 5 MHHYT CRM, renedonus 5 MHH
YCTaHOBJIEH
Kpanmudukanusa OTBedaeT Ha BOIIPOCHI Bazgaér Bompocsr 1o BANT Ckpunt, CRM 15 MUH JIup kBamudUuIUpoBaH
IIpesenranus,
ITpesenTanus YuacTByeT BO BCTpede IIpoBoauT 1eMo, BbIACHAET 60n 7 60 MUH Kiuent npocur KIT
oom
Ornpasisier KII, follow-up uepes 3
KIT H3yuaer mpezyioxKeHue KII, CRM 5-7 JHEH KineHT roToB 06CyK/1aTh
JTHA
IleperoBopsl O6cyxaaeT yeaoBHs Paboraer ¢ Bospaxkenusnmu, 3akpsisaer  Cxpunt, CRM 3-5 el JloroBopunuchk
IlopnuceiBaeT 70roBop, .
3akpbiTHe OTmnpasiseT J0roBop, CYET Juanok, CRM 1-3 IHA JleHbIU 1oJTyYeHbl
OITaYMBaeT
Tlocrnpogaska Vlcnosb3yeT IpOyKT/yCayTy Check-in, 3anpoc or3biBa Email, CRM ITocroanno = IToBTOpHAA MOKYIKa
Ciioii 3: THCcTpyMeHTHI (WeM paGoTaem)
IIudpoBbie HHCTPYMEHTHI:
Kareropus HucTpyMeHT 3auem
CRM amoCRM, Burpukc24, Pipedrive YrpasieHue c/ieJIkaMu, BODOHKA, aHATUTHKA
KommyHukammu Tenedonus (Zadarma), Email (Gmail), Meccenmzxepst (WhatsApp) CBA3b ¢ KJIMEHTaMU
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Kareropus HucTpyMeHT 3auem

IIpeseHTanumn Pitch, Canva, Google Slides Busyanusars IpeoKeHus
KII PandaDoc, Google Docs KomMmepueckue NpeIosKeH s
JIoroBOpsI Koutyp.Auanox, CBUC DJIeKTPOHHAS TTOAIIHICH
AHasnTHKA CRM, Google Sheets, Power BI Jlam6op/ b, OTIETHL
ABTOMaTHU3aAIUA Zapier, Make, n8n WHTerpanuu, po6oTsl

OdraiiH-UHCTPYMEHTHI:

Kareropus HHcTpyMeHT 3auem

CxpunTnl JlokymeHnTsI B Google Docs CranzjiapTusanus Auajoros

YeK-IUCThI PDF, Notion KoHTpOJIb BBIIOJTHEHUS 3TANIOB
Playbook Basza suanuii (Notion, Confluence) OGyueHue, ClIpaBOYHUK /JIs1 MEHEZKEPOB
IIa610HBI IIucema, KII, mpesenTanuu Vekopenue paboThl

Caoit 4: JIrogu (KTO UTO A€JIA€T)

PoJiu B oTze Ie Mpogak

J1sa masioro GusHeca (0 10 MEHeIKePOB):

Pouas O0A3aHHOCTH Komnerennun
Sales Manager (MeHe/pKep 110 IPO/IasKaM) Beziér u/10B 0T KBaIM(DUKALIMH /10 3aKPBITHS KomMyHUKaIMs1, Ipe3eHTals1, paboTa ¢ BO3paskeHHUAMU
Sales Lead / POII (pyxoBoauTess oT/iena) Vipasiser KoMaH/[0i, KOHTPOJIUPYET IJIaH, 00yJaer MeHe/)KMEHT, aHAINTHKA, KOYIUHT

JlJisi cpeIHero u KpymHoro 6uzHeca (10+ MEHEIKEPOB):

Poas O6GazaHHOCTH KoMmnereHmuu

SDR (Sales Development Rep) Kpanudukauust 1108, HA3HAYEHNE BCTPEY Xosto/1HbIE 3BOHKH, KBAITN(UKAIUS
AE (Account Executive) TIpeseHTanus, N€PEroBOPsI, 3aKPHITHE CAEI0K TIpesenranusi, eperoBopsl, closing
AM (Account Manager) Pa6oTa ¢ TeKyIuMH KIHEHTaMH, allcesu KiuenTckuii cepsuc, upsell, retention
Sales Lead Vmpasnenne komannoit SDR+AE MeHe/)KMEHT, CTPATEr s

Sales Ops (oneparonuncer) Hacrpoiika CRM, aHaTUTHKA, aBTOMATH3AIHS CRM, aHQJINTHKA, TPOIECCHI

PacnpenesieHue poJieii:
BapmuanT 1 (Mmassrii 6u3Hec): Menemkep eaer Beé (0T KBATU(DHUKAIUY /10 TOCTIIPOJAYKH).

Bapmuanr 2 (cpexnuii 6usHec): SDR kBasmmduiupyer — AE Benér /10 3akpbITisa — AM paboTaeT ¢ KJIMEHTOM I10CIIe TOKYIIKU.

KoMmnereHIiuu MeHe/zKepa o MPogaKam

Hard skills: - 3uanue mpoaykra (uto mpopaém, kak paboraer, komy nozaxozaut) - Texuuka mpogax (SPIN, FAB, LSCPA, closing techniques) -

Pa6ora ¢ CRM - bazoBas aHanuTuka (monuManue csoux KPI)

Soft skills: - Kommynukarus (crymaTh, 3a1aBath BOIIPOCHL, yoexaars) - ImnaTus (IIOHUMaTh 4yBCcTBa KiaueHTa) - Resilience (yerodunBocTts K

orkazam) - TaliM-MeHeKMeHT - O0y4aeMoCcTh

Kak paszBuBarb: - TpeHunru (BHyTpeHHUE, BHeIIHUE) - MeHTOPCTBO (ONBITHBIA MEHEIKEP IOMOraeT HOBUUYKY) - PoseBbie urpsl (role-play

3BOHKOB U BCTpey) - IIpociiyIuBaHue 3BOHKOB (CBOH + JIyUIIINX MeHe/KepPOB) - UTeHne KHUT U KyPCOB
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CJi0i 5: YripaBiieHue (KaKk KOHTPOJIUPYEM U Pa3BUBA€EM)

1. IlmranupoBaHue

HeJII): IIOHATH, CKOJIBKO JINJIOB HY>KHO /1JIf1 BBIIIOJIHEHUA IJIaHA.
dopmyJia 0OpaTHOro pacuéra:

Jluget = Tlnan no Beipyuke / (Cpepmmii yek x Kousepenst)

IIpumep: - [Inan: 6 000 000 P - Cpeanuii uek: 200 000 P - Kousepcust (ug — cenka): 15% - Hy:kHo ¢zieiok: 6 000 000 / 200 000 = 30 - HyxHo

JIUI0B: 30 / 0.15 = 200
BpIBOA: uTOOBI 32paboTaTh 6 MJIH, HY?KHO 200 JIU/IOB.

Pacnpe/:[eJIeHue O MEeHe:KepaM: - 5 MEHe/PKEPOB — 110 40 JINJ0B HA KAXKJA0T0 — 110 6 cZIeJIOK — 110 1 200 000 P

2. KoHTpOJIb (e:keHEBHAA IVIAHEPKA)
Pdopmar: 15 MUHYT Ka)/i0e yTpo.

Agenda: 1. ITnan/daxr (kax/Iblil MeHeKep TOBOPUT, CKOJIBKO CZesIas 3a Buepa) 2. IIpo6iieMel (4TO MelIaeT 3aKpbITh cAenkH) 3. [IpuopuTeTs Ha

ceromasa (KOMy 3BOHUTH, KaKHe BCTpe‘-{I/I)

HNHcrpymeHTsI: - [lani6op B CRM - Google Sheets (Tpekep BbIIIOJIHEHUsI IIaHA)

3. Amaautuka (e:KeHeaeIbHbIN review)
®opmar: 1 4ac KOK/IYIO IATHUILY.

Agenda: 1. MeTpuku Heziesd (BBIpyUKa, KOHBEPCHSA, aKTUBHOCTH) 2. IIpo6ieMHbIe 30HBI (I7le IPOBAIUBAIOTCA CIeJIKU) 3. [UIIOTe3BI U PEIeHNU 4.

[171aH Ha CIIEYIOIIYI0 HeJIeI0

HUucrpymenTst: - [lam6ops st POIla - IpesenTarnus ¢ rpadbukamMu

4. O0yuyeHue u pa3BUTHE

dopmarsr:
dopmar Yacrora Onucanue
OHOOPJMHT HOBBIX MEHEI?KEPOB IIpu Haiime 2 HeZle/IN: u3ydeHue npoaykra, CRM, posieBble UTPbI
TpeHUHTH Pas B kBaprasn BHenrHue v BHyTpeHHUeE (11eperoopsl, closing)
Role-play ExxenezienbHO 30 MHHYT: 0TPabOTKa CJIOMKHBIX CIleHApHeB
IIpocaymuBaHyie 3BOHKOB ExxenenenbHO Pas6op 3amceii (CBOH + JIydIiiie MEHePKEPhI)
1-0n-1 KOYYHHT Pa3 B 2 Hezem POII BeTpeuaetest ¢ KaxKAbIM MeHepKepoM (30 MUH)

5. MoTuBanusa

CTpyKTypa 3apijiaThI:

Bapmuanr 1 (50/50): - Oxtaz: 50% - BoHycsl: 50% (3a BBIIIOJTHEHHE IIIaHA)
Bapwuaur 2 (30/70): - Oxinaz: 30% - Bouycsl: 70% (1151 arpecCUBHBIX ITPO/IABI[OB)

CxeMa GOHYCOB:

BeinosiHeHUE IUIAaHA bonyc
< 80% 0%
80-100% 10% OT BBIPYYKH
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BaIno/iHeHHe IJIaHA Bonyc
100-120% 15% OT BBIPYYIKHU
>120% 20% OT BBIDYUKH

HemartepuajibHas MoTuBanus: - [1y6iruHoe npu3HaHue (JJOCKa JIH/IEPOB, TOXBasa Ha IUIaHEPKe) - KappepHbIH pocT (JIydiinii MeHemkep —

crapuuii MeHezzkep) - O6y4yenue (orata KypcoB ¥ KOH(pepeHIuii)

HoxymeHnTHupoBaHue cucremsbl: Sales Playbook

Sales Playbook — 510 exnnas 6a3a 3HaHMI OT/eJ1a IPO/IaXK. BCE, UTo HY»KHO MEHEKEPY JJIst paboThl, COOPAHO B OTHOM MECTE.

Crpyxkrypa Playbook:

1. O KOMIIaHUHU U IIPOJYKTE
o Muccusi, IEHHOCTH
o IIpoayKThl U yesyrH (4TO MpoiaéM, KoMy, 3a4eM)

o KOHKYpEeHTHI ¥ OTVINYUA

2, Uneanbubiii kiueHt (ICP)

o Iloprper kineHTa
e Bosnu u Tpurrepst

o I'me uckarh TaKUX KJIMEHTOB

3. IIpouecc npogaxku
« Kapra nporiecca (Customer Journey Map)

o UeK-JIUCT 10 KKIOMY STaILy

4. CKpUIITHI U IIA0IOHBI
o CKPHIIT XOJIOZJHOTO 3BOHKA
o Cxpunr kBanudukauu (BANT/GPCT)
o CKPHIIT IPe3eHTauI
o Ckpunt paboThl ¢ BO3paKeHUssMHU (TOI-10 BO3PAKEHUI)
o Ila6aons! mucem (KII, follow-up, 61arogapaocts)

« IlTa6ions! npe3eHTanuii u KI1

5. Pa6ora ¢ CRM

« Kax coznats caesnky
« Kaxk mepeBecty Ha CJI€AYIONIUI ATATl
« Kaxk nocraButh 3azauy

« Kaxk mocmoTpeTs cBO fambops

6. KPI u moTuBanmusa

» Kakue METPHKY OTCIIEKIBAEM
« Cucrema 60HyCcOB

o Kaxk unraTh CBOH fambops

7. FAQ

« Yacrble BOITIPOCHI KJIMEHTOB U OTBETHI HA HUX
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« Yacrsle IpO6IEMBI U PEIIeHUs

HUncrpyments aist Playbook: - Notion — xpacuBo, yno6HO, MOXKHO BCTpOUTS Brzeo - Confluence — 1ist 601X KOMaHA, HHTErpamus ¢ Jira

- Google Docs — 1IpocTo, I0CTYIIHO, GecIIaTHO

BHe,Z[peHI/Ie CHCTEMBI: IIOIIATOBBIN IJIAH

daza 1: AyauT TEKYIIETO COCTOAHUA (1-2 HexeIn)

Yro aesarh: - ONPoCUTh KOMaH/Y: YTO paboTaer, 4yTo Het - IIpoananu3uposars AaHHble (eciu ectb CRM): KOHBEPCUH, IIUKJI CIEJIKH, HICTOUHUKH -

Banwucath TeKyIui mporecc (kak ects) - Haiiti y3kue mecra

Peaym,TaT: IIOHUMaHue Hp06ﬂeM 1 TOYEK pocTa.

®a3za 2: [IpoekTUpOBaHHE CUCTEMBI (2-3 He/IeIH)

Yro genars: - Onucarp mporecce (Kak J0/KHO ObITh): ATAllbl, AedcTBYs, HHCTpyMeHThI - Cosath ICP u Value Proposition - Hanrcats cKpumntsr u

1mabs1ous! - Bei6pars win Hacrpouts CRM - Onpenenuts KPI

PesyabTaT: JOKyMEHT ¢ onucanueM cucrembl (MoxkHO B Notion/Confluence).

®a3za 3: ITuor (1 mecsAa)

Yro gesarhb: - BpiOparh 2-3 MeHemXKepoB A mmIoTa - OOyYUTh MX HOBOMY IIpoIieccy - 3alycTUTb paboTy 1o HOBOU cucreMe - Cobuparthb

o6paTHy10 CBA3b €XKEHEeEeJIbHO - HOpaGOTaTB CHUCTEMY Ha OCHOBE CIJI/IZL6eKa

Pe3yJIbTaT: pa60'-1aﬂ cucreMma, NIpoTeCTUpoBaHHaA HAa 9aCTU KOMaH/Ibl.

®daza 4: MacmraGupoBaHue (1-2 mecAIa)

Yro genarb: - OOyunuTh BCIO KOMaHIy - IlepeBecTH Bcex Ha HOBYKO cucTeMy - HazHauuTh OTBETCTBEHHOTO 3a pasBuTHe cucremsl (Sales Ops) -

BuenpuTh put™ paboTh! (MJIAaHEPKH, review)

Pe3ybTaT: Besi KOMaH/[a paboTaer 1o cucreMe.

®da3sa 5: OnTumMusanuAa (IIOCTOAHHO)

Yro mesiath: - ExXeHe/leIbHBIH review: uTo yJIydIIuTh - TecTHpOBaHKe TUIIOTe3 (HOBBIE CKPUIITHI, KAHAJIBI, HHCTPYMEHTHI) - O6HOBIeHHEe Playbook

- OGyueHue U pa3BUTHE KOMaHbI

Pesyﬂb'ra'r: CHCTEeMAa IIOCTOAHHO yJIy4IlIaeTCA.

TunuaHbIe OIMUOKY IIPU BHEAPEHUHU CUCTEMbI

Omuoka ITociencreusa Kaxk usGe:xath

BueznpATh BCé cpasy Komanzia He ycrieBaeT alanTUPOBaThCSA Hauvartb ¢ musiora Ha 2-3 MeHezKepax

CreaTh CHCTEMY CITUIIIKOM CJIOMKHOM MeHezKepBI He IOHMMAIOT, He HCIIOJIb3YIOT Hauats ¢ MuaMMyMa: ponecce + CRM + CKpHITBI
He BoByiexaTh KOMaH/y Caborax, CONPOTHBIIEHHE Cobuparh 06paTHYIO CBA3b, 00BACHATH BBHITOLY
3a6bITh IO 00y4eHHe HuxTo He 3Haer, Kak paboraTh TpeHUuHI" + BUJICOUHCTPYKIIMU + MEHTOPCTBO
BuenpuTh U 3a6bITh CucreMa Jierpaiupyer yepes 3 Mecsna HasHauuTh OTBETCTBEHHOTO, PETYJIAPHbIE review
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Omuoka Iociaeacreus Kak usbexkarh

He uamMepATh pe3yJIbTaThl HenonaATHO, paboTaeT cucTeMa MM HeT Onpezenuts KPI 10 BHeZIpeHHs, OTCIIEKHBATH

Yexk-aucrt IIOCTPOCHUA CUCTEMbI ITPOAAIK

Crparerus

o [ ]Omnpenenén ICP (uieanbHbli KIMEHT)
o [ ]Cdopmynuposana Value Proposition

o [ ] ousTHB! 60N KIHEHTA H TPUTTEPHI MOKYIIKHI

IIponece
o [ ]Onucan npouecc npojazku (7 3Taros: JU — HOCTIPOJAKA)

e []Cosnana Customer Journey Map

o [ ] OupeneseHs! AeHCTBUS HA KQXKAOM JTAIe

HNHCTpyMEHThI

« [ ] Beibpana u Hactpoena CRM
o [ ] Cosnmanbl CKPUITHI (XOJIO{HBIH 3BOHOK, KBTM(DUKAIIKS, BO3PAYKEHIS)
o [ ] Cosnans! mabionst (nucsma, KI1, mpeseHTaIum)

o [ ]Hoxkimouens! nuaTerpanuu (tesiedonus, email, MecceH/KepHI)

JIrogu
o [ ] Onpenenens! posu 1 30HbI OTBETCTBEHHOCTH
o [ ]IIpomnucanbl KOMIETEHIIUH [Tl KaXK/I0U POJIH
o [ ] Cosnan mwian oHGOP/UHTA HOBBIX MEHE/IIKEPOB

o [ ]Hacrpoena cucrema obyueHus (TpeHUHTH, role-play, 1-on-1)

Yupasjenue
o [ ] Onpenenensr KPI (11aH, KOHBEpPCHsI, AKTUBHOCTH)
o [ ] Cosnansl mambop/as! (i meHempkepa, POIla, nupekropa)
o [ ]1BHenpéu purm yupasienus (IUIaHEPKU, review)

o [ ] HacrpoeHa crucreMa MOTHBAIUH

JIOKyMeHTalusd

e []Cosnan Sales Playbook (6a3a 3HaHwui)
o []Playbook nocrynen Bcem mMeHexepam

¢ [ ] HaznaueH OTBETCTBEHHBIN 3a OOHOBJIEHUE

Pe3rome

CucreMa Ipojaxk — 5TO Iepexofi OT "KakKAbIH paboTaeT Kak XoueT' K "Bce paboTaloT IO eAMHBIM craHjgapram’. CucreMa IIO3BOJIAET

MaCHITa6I/Ip0BaT]>CH, IIPOTHO3UPOBATh, 06yanL HOBBIX MEHE/I2KEPOB 6I)ICTPO U yIIpaBJIATh HA OCHOBE JaHHbBIX.

5 cI0€B cucremsbr: 1. Ctparerusa: xomy npogaém (ICP), uro mponaém (Value Proposition) 2. ITIpoiecc: 7 3TanoB OT JIU/a 10 MOCTIIPOJIAXKH 3.
HNucrpymenTbr: CRM, ckpurrThl, mabaoHs! 4. JIFOAMA: POJIH, KOMIETeHIUH, 00yJdeHue 5. YIIpaBJIeHHe: IUIaHUPOBAHUeE, KOHTPOJIb, AaHATTUTHKA,

MOTHUBaUA

89



IIpounecc npoxa:xku (7 aTanoB): 1. lenepanus suznos 2. Kpanudukanus (BANT/GPCT) 3. IIpesentanus (Discovery + Demo) 4. Kommepueckoe

npezuioxkenue 5. Ileperosopsl (LSCPA, closing techniques) 6. 3akpbiTre cenk 7. IIocTIpoaaKHbIN cepBUC (aricesu1, peKOMEH/IAIUN)
Sales Playbook — exunas 6a3a 3HaHUIL: Ipolecce, CKpUITSI, mabionbl, FAQ, pabota ¢ CRM.

Bueapenue: 1. Ayqut (1-2 Henmenn) 2. IIpoektupoBanue (2-3 Hemenn) 3. ITwior (1 mecsn) 4. MacurrabupoBanue (1-2 mecsina) 5. OnruMusanust

(ITOCTOSIHHO)

I's1aBHOE: crcTeMy HY»KHO He IIPOCTO BHE/IPUTD, HO U ITOCTOSIHHO Pa3BUBATh. EokeHeieIbHbIE review, TecTHpoBaHue Turores, obHosrenne Playbook

— BTO HEIIPEPBIBHBIN ITPOIieCC.

3axiarouenue biioka 1

MBI IPOILIX IIyTh OT IIEPBOTO 3BOHKA /IO CHCTEMBL: - YPOK 1.1: CTPyKTypa OT/ies1a mpojiaxk - YPok 1.2: Haiim MeHezkepoB - YPok 1.3: OHOOPUHT U
obyuenne - Ypok 1.4: Meromonoruss SPIN Selling - Ypok 1.5: Kanmubukanusa munos (BANT, GPCT, MEDDIC) - Ypok 1.6: IIpesenTanus u
KOMMepUecKoe IIpe/ioykeHne - Ypok 1.7: IleperoBopsl u 3aKpbITHE CesaKH - Ypok 1.8: CRM-cucrema - Ypok 1.9: AHAJIUTHKA IPOAAXK - YPOK 1.10:

IIpouece npogaxu (cucrema)

Tenepsb y Bac ectb dbyHaamenT. B cienyonux 60kax Mbl yriyoumces B: - Baok 2: MaciurabupoBanue oTziesia npoiaxk (Hailm, MOTHBAIU,
apromarusanus) - Baok 3: Yupasienue KoMaHZ0U (JINZEPCTBO, KOyUUHT, KOHQINKTHI) - Baok 4: Crparerus nposiak (BbIXOZ HA HOBBIE PBIHKH,

enterprise-nposiaxu, MapTHEPCTBA)

VcnexoB B IOCTPOEHUU CUCTEMBI ITPOAAXK!
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BJIOK 2 — KOMAH/JIA ITPOJIAXK: HAIM, OBYYEHUE, MOTUBAITA

I'maBa 11. OpraHu3alnMOHHAaA CTPYKTyPa OT/iesia MPOoOaak

BBenenue

OpraHu3anuoHHasA CTPYKTYpa OT/lesIa MPoJiaXk — 3TO (yH/IaMEHT, Ha KOTOPOM CTPOMTCSH BCsA CHCTEMa KOMMEDUYECKOH JIeATEJTbHOCTH KOMITAaHUU.
IIpaBUIPHO BBICTPOEHHAS CTPYKTypa OIpeJiesiseT, Kak ObICTPO KOMIIaHUsA Oy/feT MacuTabupoBaThes, HACKOJIBKO 3GdeKTHBHO OyayT paboraTh

MEHEe/2KePbI, U KaKHe pe3yJIbTaThl BbI IIOJIyYUTE OT cBOEH KOMaH/BbI.

B arom YPOKe MbI pa36epeM OCHOBHbBIE€ MOJEJIN OpTraHU3aluy OTZAEJIOB IIPOJaK, UX IIPEUMYIIIeCTBa U HEAOCTAaTKU, a TaKXe€ HaydIUMCA BBIGI/IpaTb

OIITUMAJIbHYIO CTPYKTYPY B 3aBUCHUMOCTHU OT CTaJIUN Pa3BUTUA 6H3Heca, IIPOAYKTA U PhIHKA.

3aueM Hy:KHa NMPaBWIbHAA CTPYKTypa OT/AeJIa IMPOIaK

MHorue coGCTBEHHUKH OM3HEca HEeTOOIEHUBAIOT BAXKHOCTh OPTaHMU3AIMOHHOHN CTPYKTYPBI, CUMUTAs, YTO IOCTATOUYHO IIPOCTO HAHATH HECKOJIHKO

MEeHE/KePOB U JIaTh UM CIUCOK 3a7ia4. OTHAKO TAKOU TOAXO0/T IIPUBONT K CEPhe3HBIM IIpobiemMmam:

TunuuHbie TPOGIEeMbI XA0OTUYHOM CTPYKTYPbI:

1. ly6iupoBaHue paGOThI — HECKOJIBKO MEHE/XKEPOB 3BOHAT OHOMY KJIUEHTY

2. IloTepsA JINOB — HENOHATHO, KTO 32 KAKOTO KJINEHTA OTBEYAET

3. KOH(IMKTBI B KOMaH/€ — CIIODBI O TOM, UbsI 9TO C/leJIKa

4. HeBO3MOKHOCTh MaCIITA0OMPOBAHUA — He IIOHATHO, KOTO HAHUMATb CJIEZYIOIIUM

5. OTCyTCTBHE CIIeIHATU3AIMH — BCE JIeJIAI0T BCE, HO HUYET0 He JIeIA0T XOPOIIOo

IIpaBuIbHASA CTPYKTYPA PEIlaeT 3TH IPo0JIeMbl, CO3/iaBast YeTKUE 30HbI OTBETCTBEHHOCTH, IIPO3PAYHbIe IIPOIECCHl X BO3MOXKHOCTD JIJIS POCTA.

KiroueBsbie poJsiu B OTeJie MPOogaK

ITpesxzie ueM BBIOUPATh CTPYKTYPY, BXKHO IIOHUMATh, KAKHe POJI BOOOIIe MOTYT CYI[eCTBOBATh B OT/esle mpofaxK. He Bce posIy Hy»KHBI Ha CTapTe,

HO II0 M€pe POCTa KOMIIAaHUHW OHU CTAHOBATCA KPUTUYECKU Ba’*KHbBIMU.

1. SDR (Sales Development Representative) — 'enepaTop JingoB
OcHoBHa# 3axava: HaliTi MOTEHI[MATbHBIX KJINEHTOB U KBAITN(HUIIPOBATH UX.

Yro agesaet: - XosogHbli 0063BoH U email-paccbiiku - Pabora ¢ BXOAAMUME 3asBKaMU [1epBOTO ypoBHs - IlepBuunas kBanubukanus (BANT:

Budget, Authority, Need, Timeline) - Hazuauenue Bcrpey myist Account Executive

Koraa Hy:kHa poJib: Korjia KOJIM4ecTBO JIN/OB IIPEBBILIAET 100-150 B MECSIL], U Y MEHEXKEPOB 110 IPO/IaskaM He OCTAaeTCsl BpeMeHH Ha 06paboTKy

BCEX 3adABOK.

KPI: - KonuuectBo KBaJ'II/IqJPIHI/IPOBaHHBIX BCTpeY - Conversion rate oT KOHTaKTa J10 BCTpeYH - KosnnuecTBO HOBBIX JINZIOB B BODOHKE

2. AE (Account Executive) — MeHeazkep 110 [poaazkam
OcHoBHas 3axava: [IpoBecTH KJIHEHTa OT IEPBOI BCTPEUH 710 3aKPBITHS C/IETIKH.

Yro mesaer: - IIpoBe/ieHNe IEMOHCTPAIUI U Ipe3eHTauil - PaboTa ¢ Bo3parkeHUusIMH - 110Ar0TOBKA KOMMEPUECKUX IIpe/yIoKeHuH - [leperoBopst

1 3aKPBITHE CETI0K
Koraa Hy:kHa poJis: C IepBOTo /{HsI — 3TO OCHOBHAsI POJIb B JIDOOM OTZEJIE IIPOJAK.

KPI: - KonuuectBo 3aKPBITBIX CAEJIOK - Cpe/:[HI/Iﬁ YeK - HJ'II/ITe]IbHOCTL COEJIKH - Conversion rate ot BCTPpEYH N0 CACTKU
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3. AM (Account Manager) — MeHem:kep o padoTe ¢ KINEHTAMU
OCHOBHaﬂ 3agavda: Ynep)lcaHHe U pa3BUTHE CYIIECTBYIOIIUX KJIUEHTOB.

Yro genaer: - AjanTanus KJINEHTOB Hocsie oKynku (onboarding) - Pabora ¢ moBropHbsiMu npogazkamu (upsell, cross-sell) - Perenue npo6iem u

pa60Ta C pexyiaMmanusaMu - Hpo;:meHHe KOHTPAKTOB
Korna HYKHA pOJib: Koma y Bac 6ostee 50 aKTUBHBIX KJINEHTOB, UJIN KOI/Ia LTV xineHTa 3HaYUTEIIHHO IPEBBIIIAET CTOUMOCTh nepBoﬁ COEJIKU.

KPI: - Customer retention rate - Net Revenue Retention (NRR) - Upsell/cross-sell revenue - Customer satisfaction (NPS, CSAT)

4. Sales Engineer / Presale — TexHU4Ye€CKHUH CIIEIUATHUCT
OcHOBHaA 3agavda: Texuuueckas TIOAZAEPIKKaA CIIOKHBIX IIPOJIAK.

Yro Aesaer: - Texuuueckue JAE€MOHCTpaluu u pI‘OOf of concept - KOHCy]ILTaIII/II/I II0 MHTEerpanyvuu U BHEJPEHUIO - ITogroroska TEXHUYECKOHU

JOKyMeHTaluu - PaboTa ¢ TeXHUUECKUMH BO3PaKEHHAMU
Korza Hy:xHa poJb: Korza IpogykT TeXHUYecKkH cJI0kKHBIH (SaaS, IT-pemenus, IpOMBIIUIEHHOE 000py0OBaHHeE).

KPI: - Conversion rate czesok ¢ yaactuem SE - Bpemst Ha TexHnueckyio kBamndukanuio - Komaecrso yernemnasix POC

5. Sales Manager / Team Lead — PykoBoauTeb HaipaBJIeHUA
OcHOBHaA 3agavda: YHpaB]IeHI/le KOMaHL[Oﬁ U IponeccaMu Impogax.

Yro AeJiaer: - IlocraHoBKa IIJIAHOB U KOHTPOJIb BBIIIOJTHEHUA - KOy‘-II/IHI‘ U pasBUTHE MEHE/PKEPOB - Ananus METPHUK U OIITUMHU3AIUA IIPOLIECCOB -

YyacTue B CJIOKHBIX CeJIKax
Korna HYKHa pOJib: Koma B KOMaH/I€ 6osee 5-7 MEHE/IPKEPOB I10 IIpoJaKaM.

KPI: - BoimosineHnue mwiana otzaena - CpenHue mokasatenn Komauzabl (conversion, ACV) - Retention corpyauukoB - CKOpPOCTh BBIXO/Ia HOBBIX

COTPYAHHUKOB Ha IJIaH

6. Head of Sales / VP Sales — /lupekTop 1o mpoga;xam
OcHoBHas 3agavda: Crpareruyeckoe yrnpasjeHue Beell pyHKIueld npogask.

Yro gesaet: - PazpaboTka crparernu mpojaxk - IlocTpoeHHe IPOLECCOB M CHCTEM - YIpaBjeHHe OIO/KeTOM - BaaumopelicTBHe ¢ APyrHMU

JAernapramMeHTaMu

Kor}:[a HYKHA pOJIb: Korza xomanzia IIpeBBIIIAET 15-20 YeJIOBEK UJIN €CTh HECKOJIbKO HaHpaB)’IeHI/Iﬁ Ipogax.

OcHOBHbBIE MO/I€/IU OPraHU3aIU OT/eJIa MIPOJAK

Teneps, KOr/ia Mbl IOHMMAEM POJIH, ZiaBaliTe padbepeM, Kak UX MOJKHO OPTaHU30BATh B CTPYKTYDBL.

Mopgeis 1: Assembly Line Model (KouBeiiepHasa mogesib)

9rto camaa mnomyssApHas u 3ddektuBHasgs Mozaenb ana B2B SaaS xomnanumii. CyTh Monesm — pasjesieHHe IIpoliecca IIPOAaK Ha

CllenyaJINn3vpOBaHHBIE 3TAIIBI, I'/I€ KaXK/JaA POJIb OTBEYAET 3a CBOIO YaCTh BOPOHKH.
Crpykrypa:
Jluger » SDR - AE - AM

Kaxk pa6oraer: 1. SDR reHepupyioT jujbl 1 KBauuuupyor ux 2. Ksamduruposanusie /sl nepepaores AE 3. AE npoBoasT cienky 1o

3aKPBITH 4. 3aKPbIThIe KIUEHTHI Iepeaatorcess AM Jiyis raypHel el paboTsl

IIpeumymectBa: - MakcumasnpHas 3G (QeKTHBHOCTD 3a CUeT creruaansanun - Jlerko macurrabuposats (106aBiiaTh HOBbIX SDR niu AE) - Uetkue

METPHKH Ha KKA0M aTare - [Ipocrora o6yueHus (kak/ast posab GOKyCHpyeTest Ha CBOEM)

HepocraTrkn: - Prck noTepu JU0B NIPU Iepejade Mexay stanamu - Tpebyer cuabHbIX nponeccoB 1 CRM - MoxeT 6bITh "X0JI04HO" [/1A KJIUeHTa
y Y

13-3a YaCTOH CMEHBI KOHTAKTOB

Koraa ucnosp3oBarh: - B2B npojiasku ¢ IUKJIOM OT 2 HeZlesb 710 6 Mecses - CpeHui yek oT $5,000 10 $100,000 - Bosbiuioit 06bem yinuzios (0T

200+ B Mecs1y) - KoMmanuu Ha cTa/iuy pocTa ¥ MacIITabHpOBaHUs

IIpumep CTPYKTYPHI JJIA KOMAaH/ABI 15 yeaoBek: - 5 SDR (Junior) - 6 AE (Middle/Senior) - 3 AM (Senior) - 1 Team Lead
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Metpuku 3¢ dexTuBHOCTH: - SDR — AE: 20-30% KBaIH(QHUIUPOBAHHBIX JIUOB JOJKHBI IPEBPATUThCA B BeTpeur - AE — Deal: 20-30% Berpeu

JIOJKHBI IIPEBPATHUTHCS B ¢/iesiku - AM — Retention: 0%+ KJIMEHTOB JIOJKHBI OCTAThCS Yepe3 rojf

Mogeus 2: Island Model (OcrpoBHas moaesnb)

TOH MOJIE/IN KaK/IbIi MEHe/PKEP BeJIeT KJIHEHTa OT IIePBOTO KOHTAKTa [ KPBITUA U JlaJIbHEHIIer: MBaHUA. DTO MOJEJb "TIOTHOTY
B sToi#t Mozenu Ka eHeJKep BeJie €HTa OT MEPBOTO KOHTAKTA JI0 3aKp QJIbHEHIIero 06CiIyKIuBa 9TO MOJIe/Ih "TIOJTHOTO

nukia" (Full-Cycle Sales).
Crpykrypa:
Jlup » Full-Cycle AE (Bech Ipouecc cam)

Kak paGoraer: 1. MeHe/Kep CaMOCTOATENIBHO HINET JUABI (MIM IOTydaeT BxoxdAmue) 2. Kammbunupyer ux 3. IIpoBoauT BeTpeuu u

IIpe3eHTanuu 4. SaKprBaeT CIEJIKY 5. Beper xymenTa rocsie IIOKYIIKH

l'[penMymec‘rBa: - MakcuMmasibHasi OTBETCTBEHHOCTD 32 pesysipTar - CuibHas CBA3b C KJIHMEHTOM (OZ[I/IH KOHTAKT Ha BCEX 3Tanax) - Tubkocts B

pabote ¢ xneHTOM - IIpocToTa CTPYKTYPHI (He Hy’KHBI CJIOKHBIE IIPOLECCH ITepejavui)

HepocraTku: - CJ10)KHO HAUTH YHHBEPCAIBHBIX CIIEIIHATHCTOB - MeHee 2 dekTHBHO MacIiTabupyercs - PHck BIrOpaHUA MeHeIKepoB - CiioxKHee

CTaHAApPTU3UPOBATH ITPOLIECCHI

Korga ucnosnb3oBaTth: - Masblii 6usHec (710 10 4eJloBeK B Ipojiaskax) - HuleBble IPOAYKTHI, TpeOyolIye IIy00KOM 9KCIepPTU3bl - BRICOKUIT

cpenuuii yek ($100K+) - JImuHHbIN HUKI caenku (6+ MecsneB) - KoHcanTuHr, areHTcTBa, B2B yeayru
IIpumep CTPYKTYPHI 411 KoMaHAbI 8 uesoBek: - 6 Full-Cycle AE (Senior) - 1 Team Lead - 1 Sales Operations (mmoziepkka 1poreccos)

Merpuku 3¢dexrnBHocTI: - Kakapiii AE /10/5keH TeHepupoBaTh 3-5 KBaIU(UIIMPOBAaHHBIX JUAOB B Hezeso - Conversion rate oT mepBoro

KOHTAKTA JI0 CAEJIKHU: 10-20% - CpeITHUI Y€K T0JIKEH ObITh BHICOKUM JIJIsI OITPAB/IAHIS MO/IETH

Mogaeas 3: Pod Model (Moaeas komaH)

3ro FI/IGPI/IZ[Haﬂ MozaeJsib, T/e HeOOJIbIlIE aBTOHOMHbBIE KOMaH/IbI (pOdS) pa60Ta10T BMeECTe HaJZ OIpEAe/IEHHbBIM CErMeHTOM KJIMEHTOB HWJIN

reorpadueii.
Crpyxkrypa:
Pod = 1 Team Lead + 2 SDR + 2-3 AE + 1 AM

Kak paGoraer: 1. Kaxzmasa pod orBeuaerT 3a CBOW cerMeHT (HampuMep, DErHOH IJIM WHAYCTPHIO) 2. BHyrpum pod ecTh crenuannsanus

(SDR/AE/AM) 3. Komanzia paboTaeT Kak MUHU-OTZIEJI ¢ OOLIMMH IeJIAMU 4. Pods KOHKYpPHPYIOT IPYT € IPYTOM

IIpeumymecrBa: - CuibHasA KOMaH/HASA KyJIbTypa - I'MOKOCTh B paboTe ¢ pa3HBIMU CErMEHTaMu - JIETKO TECTHPOBATh HOBbIE CTPATETUH (B OHOM

pod) - 3/10poBasi KOHKYPEHIIVS MKy KOMaH/IaMu

Henocrarku: - Tpebyer cuibHbix Team Lead'oB - Moxker GbITh HEa(D(PEKTUBHOE UCIIOIB30BAHUE PECYPCOB - PUCK HEPAaBHOMEPHOU HArpy3KH

Mesay pods

Koraa ucnosab3zoBaTh: - Cpe/jHie U KpyIHble KOMIaHUK (30+ 4YeJIOBEK B Ipoziakax) - Pabora ¢ pasHbIMU CerMEHTAMU WM TeorpadusaMu -

Heo6xozuMocTh GBICTPO a/1alITaAlluH 1107] Pa3Hble PHIHKY - Korjja BaxkHa KOMaH/{HasA paboTa U KyJIbTypa

IIpuMep CTPYKTYPbI I KOMAHIBI 24 4dejioBeKa: - 4 Pods mo 6 uenosek - Kaskmast pod: 1 TL + 2 SDR + 2 AE + 1 AM - 1 Head of Sales

(yupassisier Bcemu pods)

Mopgess 4: Hybrid Model (F'uGpuagHas moaesn)
KoMmmnanuu PeaKO UCHOJIb3YIOT YUCThI€ MOJEJIN. ‘-Iame BCEro co3aeTcs I‘H6pI/I}1, aI[aHTI/IPOBaHHbII‘/JI Juge)is cneumbn}cy 6H3HeCa.
IIpumepbl THOPUIOB:

Bapuanr 1: Kouseiiep mis SMB + OcrpoBa s Enterprise - [is menkux kineHtoB: SDR — AE — Automated AM - Jlyisi KpYyITHBIX

xirenToB: Strategic AE (full-cycle)

Bapuant 2: Pods mo npoaykram - Pod 1: Product A (SDR + AE + AM) - Pod 2: Product B (SDR + AE + AM) - Shared: Marketing, Sales Ops,

Presale

Bapuant 3: Pazgenenne mo kanaaam - Inbound Team: o6paGorka Bxoasmux aumoB - Outbound Team: xosiouble pojasku - Partner Team:

pabota ¢ napTHepamMu
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Kak BbpIOpaTh CTPYKTYPY JJIsI Ballleil KOMIIAaHUU

BbIOOp CTPYKTYDPBI 3aBUCHT OT HECKOJIBKHX (AaKTOPOB:

1. Pazmep xomaHabI
1-3 uyestoBeka: Island Model (Full-Cycle) - Bece ienatot Beé - ®oKyc Ha pe3yJsibTar, a He Ha IIPOIIeCChI

4-10 gesnoBek: Hauano Assembly Line - Boiessiem SDR (1-2 yestoBeka) - Ocranbubie — AE wan Full-Cycle - Team Lead coBmerraer ynpasiieHue ¢

npogaKxaMu

11-30 gesoBek: IlosHonenHbit Assembly Line wiu Pods - Yerkoe paszaenenue SDR / AE / AM - Boienennsie Team Lead'st - Sales Operations s

TIO/IIEPIKKH [IPOIECCOB

30+ uwenoBek: Pods mim Complex Hybrid - Heckosbko Hampasienuit - Creruasinsanus o cermenram - Boiienennsle Gyukuuu (Presale, Ops,

Enablement)

2. C/I0:KHOCTBb NPOAYKTA
IIpocroii npoaykr (SaaS ¢ camooGcay:kuBanmem): - Assembly Line pa6oraer otsingso - KOpOTKUiA IUKJII ¢/1e/IKH - BbIcOKast aBTOMATH3aIUs

Curo:xHb1i NpoayKT (Enterprise pemenus): - Island Model nnu Pods - Hy»KHBI 9KcIIepThl, a He KOHBelep - BaxkHa riry6okas sKCIepTH3a

3. CpegHuii uex
Low-touch ($1K-$10K ACV): - Assembly Line - MakcumasnbHast 9pheKTuBHOCTS - MUHUMAaJIbHOE BPeMsi Ha CZEJIKY
Mid-touch ($10K-$100K ACV): - Assembly Line unu Hybrid - banauc addexrusHoCTH 1 KadecTBa

High-touch ($100K+ ACV): - Island Model m1n Strategic AE - Kaxxgas cesika yHuKaiIbHa - Hy»KHBI senior crienuaIucTbl

4. Uk caeaxun
Kopotkuit uuka (1o 1 mecana): - Assembly Line - Beictpbie nepeaun - ®okyc Ha volume
Cpeanuii nuki (1-3 mecana): - Assembly Line wiu Pods - Basanc ckopocTu 1 KauecTsa

JlauHHBI DUKI (3+ Mecana): - [sland Model - I'iry60kue OTHOIIEHUS ¢ KJIHEHTOM - MeHbllle Iiepejay

ABOIIONUA CTPYKTYPHI IO Mepe POCTa KOMIIAHUH

BakHO MOHUMATh, YTO CTPYKTYPA JOJIKHA SBOTIOIMOHUPOBATH BMECTe ¢ KOMITAHUEH.

Cragus 1: Pre-Product/Market Fit (0-$1M ARR)
Crpykrypa: Founder-Led Sales - OcHoBaresp Ipoziaet caM - Bo3MOKHO 1-2 IOMOIIHUKA

®oxkyc: Haiitu popmysty mpogax

Cragua 2: Early Scaling ($1M-$5M ARR)
Crpykrypa: Hauano Assembly Line - 1-2 SDR - 3-5 AE (9acto ocHOBaTesIb elije pozaer) - 1 Sales Manager

(I)OKyC: HOKyMeHTHpOBaTL IIPOIIECChI, HAHATDH IIEPBBIX MEHE/XKEPOB

Cragusa 3: Growth ($5M-$20M ARR)
Crpyxkrypa: [TonHonenHsiit Assembly Line unu Pods - 5-10 SDR - 10-15 AE - 3-5 AM - 2-3 Team Leads - 1 Head of Sales

®oxyc: MacimrabupoBaHye, CTAHIAPTH3ANA, METPUKHI

Cragus 4: Scale ($20M+ ARR)

Crpykrypa: Multiple Pods wiu Divisional - Heckonbpko HampasiaeHuil (1o mpojaykram, reorpadusiM, cerMeHTam) - BbigesieHHbIE (QYHKIUU

(Enablement, Ops, RevOps) - VP Sales, Director-level ynpasienue

Doxkyc: IDdeKTUBHOCTD, THHOBAIUH, Y/lep>KaHHe TaJTaHTOB
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HpaKTI/I‘IeCKI/Ie PEKOMCHAAIINH 110 ITIOCTPOCHUIO CTPYKTYPbI

1. HaunHaiiTe ¢ MAJIOTO M1 UTEPUPYITE

He mpITaiiTech cpasy IMOCTPOUTH U/I€JIBHYIO CTPYKTYPY. HauHHTE ¢ IPOCTOTO U YCJIOKHANTE 110 Mepe HeOOXOAUMOCTH.

2, IOKyMEeHTHPYUTE IMPOIECCHI Mepeavan

Ecin y Bac Assembly Line, kxputudecku BakHO mpomnucats: - Korga u xax SDR nepenaer sun AE - Kakaa undopmanus gomkaa 6ertb B CRM - Kak

AE nepepnaer kinenta AM - SLA (Service Level Agreement) Ha Ka/[0M 3rare

3. Ucnosp3yiiTe NpaBU/IbHbIE HHCTPYMEHTHI

« CRM: Salesforce, HubSpot, Pipedrive
« Sales Engagement: Outreach, Salesloft
o Analytics: Tableau, Looker, Metabase

« Communication: Slack, MS Teams

4. amepsiite 3 PeKTUBHOCTH KazKA0H POJIH

V¥ ka0 posiu 1oJKHBL ObITh cBoU Metpuki: - SDR: SQL (Sales Qualified Leads), Meeting Show Rate - AE: Close Rate, ACV, Sales Cycle Length -
AM: NRR, GRR, Upsell Revenue

5. THBecTHpYyiiTe B Sales Operations

Ilo Mepe pocra KOMaHJbl, BaM IIOHaJO0OUTCSA KTO-TO, KTO Oyzmer: - Ilopmep:kuBath CRM B mopsizike - CTpOWUTH OTYETHI U ZAmIOOPABI -

OnTUMH3UPOBATH Iporeccsl - OGydaTh KOMaH/y HHCTPYMEHTaM

3akJaroYeHue

ITpaBuIbHAA OPTAHU3AIMOHHASA CTPYKTYPa — 3TO He POCKOIIb, 2 HEOOXOAMMOCT /IS MacIITaOUPOBaHHA PO/, KimloueBble BEIBOBL:
1. Cnenmamzanus 3¢ dpeKkTHBHEee yHUBepcaabHOCTH — Assembly Line Model mokassiBaer Jrydinue pesysibTaTsl 171 6ospnHcTBa B2B
KOMITaHUI
2. CTpYKTypa AO0J/IZKHA COOTBETCTBOBATH CTAMH POCTA — He CTPOIITe CJI0KHbIE CHCTEMbI PAHbIIIe BpeMeHU
3. IIponecchl BazkHee CTPYKTYPbI — JlaXKe WlealbHasA CTPYKTypa He paboTaeT 6e3 YeTKHX IIPOIeccoB
4. 'tepupyiiTe 1 ajanTUPyHTE — Ballla I€PBasi CTPYKTypa He Oy/eT UieabHO, U 3TO HOPMAJIBHO

B cienyromem ypoke Mbl pazbepeM, Kak HAHUMATh IIPABUJIBHBIX JIOZIEN B 3Ty CTPYKTYPY — KaKKe KauyecTBa UCKaTh, KAK IPOBO/IUTh NHTEPBBIO U KaK

He OLIHUOUTHCS € KAaHTUAATOM.

KiioueBsie TepmuHbl: - SDR (Sales Development Representative) — crenuanucr o renepanyu u ksanudukanun auos - AE (Account
Executive) — MeHe/kep 10 IpojakaM, 3akpsiBaromuil caenku - AM (Account Manager) — MeHe/pkep 10 paboTe € CyIIECTBYIOIIUMU
wineHTamMu - Assembly Line Model — xonBeiiepHas MoziesIb ¢ pasziesieHreM Ipoljecca Ha sTansl - Island Model — mMozens nmosiHoro nukia, rae
OJIH MEHe/)KeP BeJIeT KJIMeHTa OT Havasa /10 KoHia - Pod Model — mozens aBroHOMHBIX KoMaH]| - ACV (Annual Contract Value) — royosas

croumocts koHTpakTa - NRR (Net Revenue Retention) — uncroe yaep:xanue BHIPYIKU

I'raBa 12. HaiiMm MeHeXKepPOB IO MPOoaaKam

BBenenue
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Haiim — 3TO camas BaKHasi U camasl CJIOKHast 3a7lava B yIpaBJIEHHU OTJAEJIOM IIPOJaK. OHI/IH XOpOIIIPIfI MeHeJ[PKEP MOKET IIPUHOCUTH B 10 pa3
Gosbie BBIPYYKHU, YEM HOCpeL[CTBeHHbeI. A onuH TOKCUYHBIN YEJIOBEK MOKET PpaspymuTh BCIO KOMaHY. HOBTOMy eHa omuOKU B HaliMe OYeHb

BBICOKA.

Ilo CTaTUCTHUKE, B CPEAHEM TOJIBKO 40—50% HAHATBIX MEHE/PKEPOB II0 IIpoJiakaM YCIEHIHO IIPOXOAAT HCIIBITATETbHBIN CPOK U JOCTHUI'aIOT CBOUX
ueﬂeﬁ. 3rto O3HayvaeT, 4To Ka)K,ElI:Iﬁ BTOpOﬁ Haiim — ommubka. U KaKzasa omubKa CTOUT KOMITAHUK MUHUMYM 3-6 MeECAILeB BpEMEHU U JIeCATKU

TBHICAY 1OJUIAPOB IIPAMBIX 3aTpar.

B sTtom YPOKe MBbI pa36epeM, Kak €o31aTb CUCTEMY HaﬁMa, KOTOpas IOBBICUT YCIHEHIHOCTH 0 70-80%. Brr y3HaeTe, Kakue KauecTBa HCKaTbhb B

KaHay/aTax, Kak CTPYKTYpUPOBATh IPOECC MHTEPBbIO, KAKKWE BOIIPOCHI 3a/1aBaTh, U KaK OI€HUBATh KAHAUIATOB 0OBEKTUBHO.

IMTouemMy HaiM B MMPOJAaKaX TAKOU CIOKHBIH

Hpe)K/:Le 9geM MbI Hepeﬁ;:[eM K IIPaKTUKE, BaXKHO IIOHATD, IIOYEeMy HaM MEHEPKEPOB II0 IIpojaXkaM — 3TO HE TO Ke caMoe, 4TO HaM paSpaG’OT‘{HKOB

WK GyXTauTepoB.

Crnenuduka HailiMa B IPOJaMKax:
1. Ci102kHO OLICHUTH HABBIKH HA UHTE€PBbBIO

PaSpaGOT‘-H/IKa MOXKHO ITIOCa/IUTH 3a KOAUHT-TECT, 6yxra_nTepa IIPOBEPUTH HA 3HAHNE CTAaHAAPTOB. A kak OLIEHUTH, YMEET JIU YEJIOBEK HpO[[aBaTb? On

MOYKET OTJIMYHO TIPOXOIUTH HHTEPBHIO, OBITH XapU3MATUUHBIM U YBEPEHHBIM, HO [TPU STOM HE 3aKPbIBATH HU OJJHOM C/IEJIKH.
2. IIpogazxku — 3ro performance poJb

BakeH He TOJIBKO OIIBIT, HO U pe3yJ/IbTaThIl. Kangunar moxer npopa60TaTb 5 JIeT B IPO/ZIaXKax, HO €CJIU OH IIOCTOAHHO He BBINOJIHAJ IIJIAaH — 3TO

CKOpee MUHYC, YeM ILTIOC.
3. KyJIbTypHBIi (PUT KpUTHUYEH

B npoparkax yioin paboTaloT B CTpecce, ¢ OTKa3aMU, B KOHKYPEHTHOH cpejie. Eciii yesloBek He HMOAXOJUT IO IEHHOCTSAM WIH CTUJIIO paboThl — OH

60 yiieT cam, 60 CTaHeT TOKCHYHBIM 3JIEMEHTOM.
4. BpicOkas TeKy4yecTh KaJpoOB

B npopaax ecrecTBeHHAs TEKy4IeCTh BBIIIE, 4eM B Apyrux ¢yskmusax. Ilo ganueiv Bridge Group, cpeguuii cpok pabotsr SDR — 1.5 roga, AE — 2.5

rojia. 9TO 3BHAYUT, YTO BbI OyZieTe HAHUMATD IIOCTOSTHHO.
5. BausHUe Ha BRIPYUKY IPpAMOe

Ecnn paSpaGOT‘-{I/IK pa60TaeT IIJIOXO0, BBI 3TO YBUJUTE YE€pPE3 HECKOJIbKO MECALEB. Ecnn MEHEe/2Kep II0 IIpoJaKam pa60TaeT IIJIOXO — BBI TepseTe

BBIPYUKY KasK/ABIH [IeHb.

IIpoduas naeaIbHOrO0 KAHAUAATA: UYTO UCKATH

IlepBBIii AT B yCIIEMIHOM HaliMe — IOHATH, KOTO BB HieTe. He "MeHe/Kepa o mpozakaM BooOIe", a KOHKPETHbIH IPOQIIIb 110]] BaILy POJIb,

IIPOAYKT U CTaAUIO KOMIIaHWUH.

Tpu kaTeropuun Kadyecrs

1. Hard Skills (ckecrkme HaBbIKM) - 3HaHUS U TeXHHUYeCKHe HaBBIKKA - OmbIT paboThl B Hpojaxkax - 3HAHHE HHAYCTpUH - Biazenue

uncrpymenramu (CRM, sales tools)
2, Soft Skills (msarkue HaBpIkn) - KoMMyHuKanust - IMnaTus - [[pe3eHTal[MOHHBIE HABBIKY - YMEHUE CIIYIIaTh
3. Fit (cooTBeTcTBHE) - MoTuBarus u Apaiis - Obyuaemocts - KysipTypuslii ¢ut - llennocru

Baskno: Hard Skills moxxao HayuuTs. Soft Skills moskHO passuts. Ho Fit — ato in6o ectb, 1160 HeT. [103TOMY IIPH COMHEHUSX MEXK/LY KaH/U/IaTOM C

OIIBITOM, HO 6e3 upaﬁBa, U KaHIHUu1aTOM 6e3 OIIbITaA, HO C OTHEM B IJiIa3aX — BLIﬁHpaﬁTe BTOPOTO.

IIpoduau mo posrsam

SDR (Sales Development Representative)
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KiroueBsie kauectBa: - Resilience (croiikocrs) — crocoGHOCTH IOJydaTh 50 OTKa30B B JieHb W He ciomartbes - Coachability
(oGy4yaeMoOCTBb) — rOTOBHOCTH CJIE[OBATh CKPHIITAM U IporeccaM - Activity-driven mindset — doxyc Ha koruuecTBe aKTUBHOCTEH (3BOHKOB,

emeitnos) - Competitive spirit — 370poBast KOHKYpeHI[Us MOTUBUDYET

OmnsIT: - He 06s13aTesIeH ONBIT B IPOJja’kax, HO IUIIOC - BaskHee onbIT B customer-facing posisx (pecropaHublil 6usHec, retail, kosui-neHrp) - OmsIT

XOJIOTHBIX 3BOHKOB — OOJIBIIION TLTIOC

KpacHsie duarn: - He MoxkeT Ha3BaTh KOHKPETHBIE (DB CBOUX Pe3yJIbTaTOB - MHOI0 KOPOTKHX MecT paboThl (MeHblIe 6 MecsAneB) - [oBoput

TOJIBKO O ce6e, He 3a/1aeT BOIIPOCOB - He roToB fies1ath X0J104HbIEe 3BOHKI

AE (Account Executive)

KiroueBsie kauecrBa: - Solution selling skills — ymenne npopaBats perenusi, a He npoaykThl - Deal management — ymenue Bectu

HECKOJIBKO CZIeJIOK 0/iHOBpeMeHHO - Consultative approach — koHcyipTaTuBHBIH cTHIH posiak - Closing ability — ymeHue 3akpbIBaTh CAeIKH

OmnbIT: - 2-5 Jer onbita B B2B npomaskax (s Middle AE) - OmbIT mpojiakyl IOX0KUX MPOAYKTOB (10 THIy, 4eKy, mukiy) - Track record —

KOHKpeTHBbIe IubPHI: quota, attainment, deals closed

Kpacspie duiaru: - He MokeT OOBSICHUTH CBOW TpOIECC MPOJaK - BUHUT BO BceM BHelmHHE (GakTOpbl (IPOAYKT IUIOXOH, JIU/BI ILJIOXUE,
5KOHOMHUKA I10Xas1) - He 3HaeT MeTpuK cBoeil BOPOHKY - ['OBOPHT TOJIBKO O CBOMX IT00€/1aX, He IIPU3HAET OINO0K

AM (Account Manager)

KiaioueBble kauecTBa: - Customer-centric mindset — dokyc Ha ycmexe winenta - Relationship building — ymenue BeicTpauBath
ZOorocpouHble OTHOIIeHHs1 - Problem-solving — mnpoaktusHoe pemrenue mpoGiem - Upsell/cross-sell ability — ymenue Haxozuth

BO3MOXKHOCTH VI pOCTa

OmnsIT: - OnbiT paboTsl ¢ KaueHTaMu B post-sale - Customer Success, Account Management, Customer Support - OnbIT B Balleidl HHAYCTPUU —

6OJIBIIION TLTIOC

Kpacnble q)ﬂaI‘I/I: - q)OKyC TOJIBKO Ha IPOoJakaX, a He Ha yCIieXe KJIMEHTa - He moxer IIPUBECTU NIPUMEPHI CIIaCEHUA CIOKHBIX KJINEHTOB - He

HWHTEpPeCcyeTcsi IPOJYKTOM H €ro IeHHOCTHIO - Reactive mmojixoz; (k/1eT, KOT/ia KJIMEHT [TO3BOHMUT)

YHUuBepcasIbHbIE KAaYecTBA /ISl BCeX pPoJieit
Hes3aBHCHMO OT POJIH, €CTh KAUeCTBa, KOTOPHIE BAXKHBI JIJIA BCEX:
1. Coachability (oGyuaemocts)

9TO caMoe BaKHOE Ka4yecTBO. UesI0BeK, KOTOPBIM TOTOB YUUThCH, Caymiath GuabGeK U MEHAThCA, CO BPEMEHeM CTaHeT OTJINYHBIM MeHE/XKEPOM.

YestoBeK, KOTOPBIN CYUTAET, UTO y2Ke BCE 3HAET — HET.

Kaxk nposepurts: ITonpocuTe KaHuAaTa ONMUCATH CUTYALIMIO, KOT/IA OH IOyl KeCTKUH Guibek ot MeHepkepa. UTo oH czesnai ¢ 3TuM puabdexom?

Kax n3amMeHunI CBOM MOAXOM?
2. Grit (ymopcrBo)

Hpona)}cn — 9TO IPO IOCTOAHHBIE OTKa3bl. VYcnenHble MEHePKephbl HEe CAAITCA II0C/I€ IIepBOro "mer". OHH IIPOAOJIKAIOT Hp060BaTb pas3HbIe

IIOJIXOABI.

Kaxk IIPOBEPUTDH: Cr[pocm‘e IIpO CUTyaluI0, KOorjga 4YTO-TO [JOJIT0 HEe II0Iy4ayIoCh. Kak posnro onu np0603am/1? CKOJIBKO Pa3HBIX IIOAXOIOB

HCIO0JIb30BAIH?

3. Curiosity (yir0603HATETBHOCTH)

Xopolire MeHe/KepBl 33/1al0T MHOTO BOIPOCOB. OHU XOTAT IMOHATD KJIMEHTA, IPOJYKT, MHAYCTPHIO. [1710XHe MeHe/Kephl HCIIOIb3YIOT II1a0JIOHBL.
Kak mpoBeputb: CKOIBKO BOIIPOCOB KaH/AM/IAT 3a/1a1 BAM Ha MHTEPBBIO? O ueM OBLIIN 9TH BOIPOCHI?

4. Intelligence (uuTe/LIEKT)

Hy>KHO IOHUMATH CJIOKHBIE IPO/IYKTHI, OBICTPO aHAJIM3UPOBATH CUTYALUHU, 3/IAITHPOBATHCS K PA3HBIM KJIUEHTAM.

Kaxk npoBepuTh: Jlaiite keiic Ha aHaIU3 cuTyaruu. Kak OpICTPO KaHU/IAT IIOHUMAET IpobiieMy? Kakue Borpocsl 3a/1aet?

5. Integrity (uecTHOCTB)

IIponaxu — 310 PO oBepHe. Eciv KIHEeHTHI He IOBEPAIOT MEHE/KeDY, CAEJIOK He Oy/eT.

Kax nposeputs: ITonpocure onucaTh 3TUYECKYIO JUIeMMY B mpojaxax. Kak kanauaar ee pemnmi?
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Hpouecc HalIMa: IIoaroBas cucreMa

Teneps nepeiizieM K mpaktuke. Bot addexTHBHBIN Iporece HaiiMa, KOTOPBIN HCIIOIB3YIOT JIyUIIe KOMITAHUH.

dram 1: IToaroroska (a0 HauaIa MOKCKA)
1.1. Hanmnmiure aeraasHoe Job Description

He mpocro criricok TpeGoBaHUH, a IOJTHOE ONUCAHNE POJIH: - UTO MMEHHO Oy/IeT /1eIaTh YeJIOBEK KaXK/[bIl JIeHb - Kakue MeTpuKy OyyT H3MepAThCs

- Kakoii myTs pa3BUTHs B KOMIIAHUH - [[oueMy 9Ta poJib BasKHA

1.2. Onpeaeanre 00sA3aTeIbHbBIE U JKeJIaTeIbHbIE KPUTEPUI

Paspenure TpebGoBanust Ha Must-Have u Nice-to-Have. lHade BbI GyzieTe NCKATh €AMHOPOra TO/IJaMuU.

Must-Have npumep (st AE): - Onsit B2B npozax ot 2 siet - Track record BoinosHeHus miana - OnsIT paboTsl ¢ yekom $10K+
Nice-to-Have nmpumep: - OnsIT B Halleil uHAycTpUH - OIBIT pabOTEI B cTapTale - 3HaHHe KOHKpeTHOH CRM

1.3. Cospaiire scorecard s OeHKH

3ro JIOKYMEHT, I'/I€ BbI OIIUChIBAETE, KAKHE Ka4eCTBA BAXKHBI VI POJIM U KaK UX OLI€eHUBATh. HpHMep:

Kpurepuii Bec Kak oneHuTh MuHHUMAaJIBHBINA GaJLI
Coachability 20% IoBezieHYECKIE BOIIPOCHI 4/5
Sales experience 15% Track record 3/5
Communication 15% Ob1iee BrieyaTaeHne 4/5
Industry knowledge 10% TexHUYECKHE BOIPOCHI 3/5
Cultural fit 20% LleHHOCTHBIE BOIIPOCHI 4/5
Problem-solving 20% Keiicst 3/5

dran 2: Sourcing (MOUCK KaHAUAATOB)

Kanasiel moucka:

1. Bxoaammue 3asBku (Job boards) - LinkedIn Jobs - HeadHunter, PaGora.py (juist P®) - Otpaciiessie job boards

2. Outbound recruiting - AxrusHbIi nouck Ha LinkedIn - PexoMeHanuu o TeKymux coTpyaHukos (referrals) - Networking events

. _ o . o B ~ ‘ .
Pex UHIOBbI€ areHTCTBa - lcnosb3yliTe /11 senior posiell Uiu ecay He XBATAaeT BH, EeHHUX pecypcoB - O6bIYHO Ge 15-25% Troz0BOK

3apIuiaThl KaHAUAATa

Pro tip: ]Iy‘{HII/Iﬁ HUCTOYHHUK KaHAHUAATOB — referrals or Bamux COTPYAHUKOB. OHU 3HAIOT KYJIBTYPY KOMIIAaHUHN W IPUBOJAT ITOXOXKHUX ]I}OHefI.

Cospnaiite pedepaybHyI0 IporpaMmy: $1000-3000 3a YCIEIIHBIH HalM.

dran 3: Screening (mepBUYHBIN 0TGOP)
3.1. AHa/Iu3 pe3oMe (5 MHHYT Ha KAaHAUAATA)

Ha urto CMOTPETH: - Track record: BU/IHBI JIX pesyanaTm? - CTaGUIbHOCTD: CKOJIBKO 3a/iepKaicda Ha NpeAbIAyIITUX MecTax? - Trajectory: €CTb JIU POCT

(junior — middle — senior)? - PejieBaHTHOCTb: IOXOKUU MTPOAYKT, YEK, [[UKII?

Kpacubie duiaru: - MHOTo Mect paboThl MeHbIIIe rozia - HeT KOHKpeTHBIX P U Pe3yIbTaToB - I paMmaruueckue omubku (mokasbiBaer attention to
detail)

3.2. TesieoHHBII CKPpUHUHT (15-20 MUHYT)
Lless: OtcesaTs obviously He TOAXOAAMNUX 10 TOTO, KAK TPATUTh BPeMs Ha IOJIHOE HHTEPBLIO.

Bompocsr: 1. "Pacckaskute 0 BallleM TEKYIEM IIPOIecce MPOJaXK, OT JuAa 10 3akpeitus’ 2. "Kakue GbLIN BAalld METPUKH B ITOCIETHEM KBapTayie?

Plan vs Actual?" 3. "TIoueMy BBI XOTUTE CMEHUTH paboTy?" 4. "KakoBbI BalllK 0KU/TaHUA 110 KOMIIeHcanuu?"

He moxxoaut, ecu: - He Moker Ha3zBaTh cBOM MeTpuku - Oxkujganust o 311 cuapHO BbIlIe Balrero 6wopkera - [IpudmHa yxozma — KpacHbIN uiar

(kOHOITUKT, HE JIIOOUT X0JI0AHbIE 3BOHKH /7151 SDR postr)
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dran 4: UurepBbIo (I/iy0OKast OIeHKA)

Crpykrypa nporecca uatepssio st AE (mpumep):

Hurepssio 1: Hiring Manager (1 yac) ®okyc: OmnbIT, HaBbIKY, fit

HUurepssio 2: Peer Interview (45 munyT) ®okyc: Team fit, pabounii cTiib

UnTepBbio 3: Assignment + Presentation (moaroroBka agoma + 1 yac) ®okyc: IIpakTrueckre HaBbIKK

Hurepssio 4: Final Interview ¢ Head of Sales wiu CEO (30-45 munyt) ®okyc: KynbrypHsiii fit, MmoTuBanus, GpuHaipHast OLeHKa

THUnbl BOMPOCOB HA HHTEPBHIO
1. IToBeaeHueckue Bonpocsl (Behavioral)
®opmar: "PacckakuTe 0 CUTyaluu, Korjaa..."

IIpumeps: - "Pacckaskute O Balleid camMoi CI0XKHOU ceske. Uto Obu10 cimokHOoro? Kak BbI ee 3akppuin?” - "ONIHIINATE CHTYalMio, KOT/IA BbI
TOTepsIn ciesKy Ha dbuHampHOM artame. UYTto mpousonuio?” - "Pacckaykure 0 BpeMeHH, KOT/ia BBl IMOJIyYHIH KecTKUl Gumbex or Menemkepa. Kak

BBI Ha HETO OTpearupoBau?”

Texuuka STAR /1 OLEHKHM OTBETOB: - Situation — kakas 6eu1a cutyanus? - Task — kakas 6p1a 3aaua? - Action — 4TO KaHUAAT cenan? -

Result — xakoii 6b11 pe3ypTaT?
2, CuryanmoHHsbIe Borpocsl (Situational)
®opmar: "Uto OBl BBI czies1aH, ecu..."

ITpumepst: - "Bbl Ha GUHATIBHOU CTAJUK C/IEJIKU, KJIMEHT FOTOB IO/IIICATH, HO IIPOCHUT 50% CKUAKY. Bammu fefictBusa?" - "V Bac 10 aKTUBHBIX CAEJIOK,

BCe Ha Pas3HBIX cTafusax. Kak Brl paccrasisiere mpuoputersl?” - "KiineHT ckasasl, 4To BEIOpasI KOHKypeHTa. YTo BbI fAestaere?"
3. TexHuuyeckne BOPOCHI

IIpumepsr: - "Kak Bbl kBasiuduiupyere auzs? Kakoit ppeitMBopk ucnosab3yere?” - "ONUIIKTE Balll IPOLECC ITOJ'OTOBKU K BCTpeUe ¢ KJIMEHTOM ' -

"Kakue MeTPHUKH BbI OTCJIEXKHIBAETe B cBOell BOpoHKe?" - "Kak Bl paboTaere ¢ BO3pakeHHEM 'CJIUIIKOM J10poro'?"
4. IleHHOCTHBIE BOIIPOCHI

TIpumepst: - "Yto /17151 Bac yerex B mpogaskax?” - "Kak BbI OTHOCHTECH K CUTYAI[UH, KOTZ[a HY>KHO IIPO/IaTh TO, YTO HE /10 KOHI[A ITO/IXO/IUT KJIUEHTy?" -

"Uto BayKHEE: 3aKPBITh IUIaH WX COXPAaHUTH XOPOIIHWE OTHOIIEHUA C KareHTom?"”

dram 5: Assignment (mpakTUuecKoe 3agaHue)

DTO caMblil OObEKTUBHBINA CHOC06 OLI€HUTHb HAaBbIKH. KaHZ[I/IﬂaT He CMOXKeT "HaI‘OBOpI/ITb" — OH JOJIKE€H II0OKa3aTh.

IIpumepsI 3ajaHUIi:

Jlas SDR: - JTaiiTe CIHCOK U3 10 KOMITaHUH, IIOIPOCHUTE HaIKcaTh email /y1st mepBoro kacanus - Vn: ¢iesaiite poJib-Ijlel X0JI0/THOTO 3BOHKA

Jis AE: - JlaiiTe Kelic KJIMEHTa, TOMPOCUTE TIOATOTOBUTD [IPE3EHTAIMIO Ha 15 MUHYT - VIu: c/iesaiite posib-1uieit eMo-Koia - Viu: momnpocure

TIPOAHAIN3UPOBATH BOPOHKY IPOJAK M IIPE/ITIOKUTD YITyUIIEeHHI A

Jas AM: - Jlaiite CUTyalMi0 HEZOBOJIBHOIO KJIMEHTA, IIONPOCHTE IUIAH AeUcTBUU - Mim: mompocure paspaborarh crparterwio upsell s

KOHKPETHOI'O KJINEHTa

IIpaBuiia xopommux assignments: - He Gosiblie 2-3 yacoB paboTsl - PesieBaHTHO peasibHOU pabore - OAMHAKOBOE /1A BCEX KaHAUAATOB (J1st

cpaBHeHUs) - C YeTKUMU KPUTEPUAMHU OIIEHKH

dram 6: Reference checks (mpoBepka pexomeHxammin)
MHoOrHe IPOIyCKa0T 3TOT ATarl. Ito omubka. Reference checks 1arot MHOr0 nHCAUTOB.
Koro cripanmuBaTh: - Hpenbmymero IIpAMOI'0 MEHEe/KEpa (O6H33TGJII)HO!) - Komlery—rmpa - KenarenpHo KOro-To, KOro Kauau/aT He Ha3BaJI caM

Yro cmpamuBaTh: 1. "B kakom KadyectBe BbI paboranu ¢ [ums]?" 2. "Kakue ObLIM CHIbHBIE CTOPOHBI [MMs] B mpogaxax?" 3. "Hazx uem [mms]

HY’XHO pabotaTth?" 4. "Kak [ums] pearupoain Ha punbex?" 5. "Ilo mikase oT 1 /10 10, HACKOJIBKO BEPOSATHO, YTO BbI HaHAIH ObI [MMs1] cHOBa?"

Kpacubie daru: - KauaugaTt He MOKET 1aTh KOHTAaKThI MeHezKepa - Reference jjaer ykiionumBbie oTBeTHI - Reference onenuBaer Husxe 7/10
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dran 7: Offer (odpdep)

KommnoHeHTs! offer letter: - Job title - Start date - Base salary - Variable compensation (OTE: On-Target Earnings) - Benefits - Equity (eciu

HpI/IMeHI/IMO) - Yc/10BUSA UCIBITATEIBHOTO CpoKka

Ba:kHo: - He HaunHatiTe II€pEeroBopkI I10 3apIiuiaTte Ha (bPIHaJIbHOM grame. ATo JOJIKHO OBITH MOHATHO € CAMOro Havasa. - Eciu KaHauaaT Xxo4yeT

counter-offer, 6yzpTe roToBBI MO0 yitTH, TUOO MOUTH HaBcTpedy. He TopryiiTech o Mesoun. - JlaiiTe 2-3 AHs HA pellIeHHe, He IaBUTe.

Tunuuyueie OMIMOKH B HalIMe

Omubka 1: HaHuMaTh CIMIIKOM GBICTPO M3-32 CPOYHOCTH

"Ham Hy»keH MeHe/pKep Buepa!" — v Bbl 6epeTe epBoro npueMIeMoro Kauauaara. FItor: yepes 3 Mecsia yBOJIbHsIETE 1 HAaUMHAeTe 3aHOBO.
Peutenue: [lnanupyiite naitm 3apasee. Hiring pipeline noypkeH 65T TOCTOSHHBIM.

OwmuGka 2: [lepeoneHUBATH ONBIT, HEXOOLEeHUBATh fit

Kanpupar pa6oran B Google, y Hero 10 JieT omblTa — 6epeM! A IIOTOM OKa3bIBA€TCs, YTO OH He FOTOB PabOTaTh B CTapTaIle, I7ie HYXKHO JeIaTh BCE

caMmomy.
Pemrenuie: OueHnBaiiTe KOHTEKCT OMbITa. ONBIT B KOPIIOPALIUH # OIIBIT B CTAPTAILE.
OmmuGka 3: IIpuaumars pemrenue mo "gut feeling"”

o

"MHe KaHANUAAT IIOHPABUIICS, OH XaPU3MATHIHBIH" — HO HET 0OBEKTUBHBIX JaHHBIX.

Pemtenue: Vcmonbayiite scorecard. OnjeHuBaiTe 10 KPUTEPHUSM, a He II0 BIEYATICHUIM.

Owmnoka 4: He npoBepars claims

Kanyuzaar rosoput: "f nenan $1M B rog". Ho He mpoBepsiete.

Pemtenue: IIpocure okazatensersa. Ckpunmots! u3 CRM, nucbMma ot MeHezsKepa, reference checks.
Omu6ka 5: UIrHopupoBaTth KpacHsblie ¢Jiaru

"Hy na, y Hero 6b1710 5 MecT paboThl 32 2 rofja, HO OH 00BACHUII IT0YeMy..."

Pemntenue: Ecyiu ectb kpacHblil dutar, konaiite riyoke. Ecu o0bsacHeHNe He yOeuTeIbHOE — He HaHUMAiiTe.

MeTtpuku 3¢pPeKTHBHOCTH HaMiMa

YTOoGBI yITyqIIaTh HAUM, HY’>KHO €T0 H3MePATb.
KiroueBble METpUKHI:
1. Time to Hire Bpewms ot oTKpbITHs BakaHCHH 10 npuHaTus obdepa. BeHumapk: 30-45 aueii 1t AE, 20-30 gt SDR.

2, Offer Acceptance Rate IIpouent kaHauAaTOB, NpUHABIINX 0ddep. Benumapk: 80%+. Ecyiu Huke — mpobiieMa 160 B KOMIIEHCAIUH, JTHOO0 B

mporecce.
3. Quality of Hire IIporieHT HOBBIX COTPYAHUKOB, IOCTUIAIOIIUX IIJIAHA Yepe3 6-12 MecsAreB. beHumapk: 70%-+.

4. Time to Productivity Bpewms /10 nepBoii 3akpbiToii ciesku (st AE) wim 110 joctikeHus aktuBUTH-1U1aHa (it SDR). Benumapk: SDR — 1-2

mecsna, AE — 3-6 Mecsiies.
5. Retention Rate IIporeHT COTPY/HUKOB, OCTAIOIIUXCS Yepes 12 MecsneB. benumapk: 80%+ mist AE, 60%+ 1 SDR.

6. Source Quality Kakue kaHassr HafiMa JaroT Jiydimnux kauauaaroB. O6sraHo: Referrals > LinkedIn Outbound > Job boards.

3akJaroueHue

Haiim — 310 He pa3oBad akKTUBHOCTD, a TIOCTOSTHHBIHN Tporecc. B YCIIEITHBIX KOMITAHUAX hlI‘lng pipeline BCerjga akTUuBEH, JaXKe €C/IN HEeT OTKPBIThIX

nosuruii. [ToToMy uTO Beerzia Hy»KHO OBITH TOTOBBIM K POCTY WM K 3aMeHe underperformer'a.

KitioueBble IPUHIKIBI yeremHoro Haiima: 1. Hire for fit, train for skills — xynbTypHbil ¢ut u o6ydaemocts BaxkHee onbita 2. Slow to hire,
fast to fire — syuiie mofoK/aTh IPABIJIBHOIO KaHU/ATa, UeM HAHATH HenpaBuwibHoro 3. Use data, not gut — o6beKTUBHBIE KPUTEPUHU OLIEHKH,

He TOJIbKO BrieuatTieHus 4. Always be recruiting — mocrosinnstii pipeline kananzaTos
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B cirenyrommeM ypoke MbI pazbepeM, UTO eIaTh ¢ HOBBIMH COTPYAHUKAMM II0CJIe HallMa — KaK IOCTPOUTH 3P QPEeKTUBHBIN IpoLecc OHOOPJUHTA U

06y‘{eHI/IH, 4TOOBI OHU KaK MOYKHO 6bICTpee BBIIIX HA IIOJIHYIO IPOAYKTUBHOCTD.

KiaroueBbie TepMunbl: - Job Description — onucanue Bakancuu - Scorecard — cucreMa OIEHKH KaHIUIATOB o Kputepusm - Behavioral
interview — uHTEPBBHIO ¢ Bompocamu o mpouuiom ombite - STAR — TexHuKa oneHKU oTBeToB (Situation, Task, Action, Result) - Reference check
— IpPOBEPKa PEKOMEHAANUU ¢ mpeabayux Mect paborsl - Coachability — o6yuaemocts, rotoBHOCTh TpuHUMaTh puabdex - Cultural fit —
cootBeTcTBHE IeHHOCTAM U Kysubrype Kommnauuu - OTE (On-Target Earnings) — 1esieBoil 710X0/{ IpU BHIIOJHEHUH IUTaHa - Time to

Productivity — Bpems /10 BbIX0/1a Ha MOJIHYIO 3 PeKTUBHOCT

I''maBa 13. OHOGOPAUHT U O0OyUY€HVIE HOBBIX COTPYTHUKOB

BBeaenmue

Brr IIOTPaTUJIX MECAIbl Ha IIOMCK HACAaJIbHOTO KaHAuJaTa, IIPOBEJIN AeCATKW HHTEPBbIO, HAKOHEI] HAIIA 4YeIOB€Ka C OTJIUYHBIM OIBITOM MU

npaBuiIbHBIM dutoM. OH npuHsI obdep, BbIIIesa Ha paboTy... U YTO Jajblie?

K coxasieHuio, B GOJIBIIMHCTBE KOMIIAHUN OHOOP/MHT BBITJIAANT Tak: "BoT TBoe pabouee mecto, BOT octy K CRM, BOT criucok yinzios. Eciu 6ymyT

o

BOIIpOCHI — crpamuBail”. 1 yepes Tpu MecsIa 3TOT 4esIoBeK JIN00 yX0OuT, TN00 IOKa3hIBAET PE3YJIBTATHI B /IBA Pa3a HUIKE OXKH/IaeMBbIX.
IIpo6iema He B kKauauzaare. [Ipo6eMa B OTCYTCTBUU CTPYKTyPHPOBAHHOTO OHOOPJUHTA 1 OOy IeHusI.

ITo naunnbiM SaaS Sales Management Report, koMnanuu ¢ ¢popMaIbHBIM IIPOLIECCOM OHOOPAHMHIA AoCTUrAIOT 82% quota attainment (BpImosiHEHUsA

IIJIaHAa) B IIEPBBIH IO/, IPOTUB 54% y KOMITaHUi 6e3 mpoiecca. Pazuuiia moytu B 1.5 pasal

B sTOM ypoke MBI pazbepeM, KaK IIOCTPOHUTb CHUCTEMY OHOOpJAUHIA U OOydeHHs, KOTOpasd IIOMOXET HOBBIM COTPYZHUKAM BBIMTH Ha IIOJIHYIO
IIPOZyKTHBHOCTh MaKCHMAJIbHO ObICTPO. BBI y3HaeTe, UTO JOKHO OBITH B IpOrpaMMe OHOOPAMHTA, KaK CTPYKTYPUPOBATh OOydeHUe JIs PasHbIX

poJieii, 1 Kak u3MepATh 3 EKTUBHOCTb.

IToueMy OHOOPAUHT KPUTUYECKH BaKEH

JlaBaiiTe HaUHEM C IIOHUMAaHUsA, T0OYeMy OHOOPAUHT — 3T0 He "nice to have", a must-have unBectuIys.

BimnaHue oHOOpAVHTAa HA GU3HEC-MeTPUKH
1. Time to Productivity (Bpemsa 70 IPOAYKTUBHOCTH)

Be3 cTpyKTypupOoBaHHOrO OHOOpAUHTA cpeAHUi AE BBIXOAUT HA IOJIHYIO IPOAYKTUBHOCTD Yepe3 9-12 MecsAneB. C XOPOLUINM OHOOPAUHIOM — Yepe3

4-6 MecsAIeB. TO pa3HUIA B 3-6 MecAIeB BBIPDYUKH OT KaXK/[0TO COTPY/IHUKA.

Ecin Bamt AE jomken npuHocuts $500K ARR B rofi, To 6 MecsIeB mpocTos — 370 $250K MOTepAHHON BBIPYUIKH. YMHOXKbTE Ha KOJIHYECTBO HOBBIX

COTPY/HHUKOB B I'OJI, X II€HA IIJIOXOT0 OHOOPAMHTA CTAHET OUEBUIHOM.
2. Retention (yaep2xaHue cOTpyAHHKOB)

ITo crarucruke LinkedIn, 40% cOTpyJHUKOB, OJYYNBIINX IUIOXOM OHOOP/MHT, YXO/JAT B IIepBbIe 6 MecsieB. C XOpoIInM OHOOPAMHTOM retention B

NepBBIN T — 85%+.

Kaxplii yXo7, — 3TO He TOJIBKO IOTEPsSTHHbIE HHBECTUI[UN B HAM (0OBIYHO 3-6 MECSUYHBIX 3apIUIAT), HO ¥ HOBBIH IIMKJI HaiiMa, HOBBIA OHOOP/IHHT,

HOBBIE [IOTEPHU MPOIAYKTHBHOCTH.
3. Performance (3¢ppexkTuBHOCTD)

COTpPYyJHHUKH C XOPOIIMM OHOODJMHIOM IIOKa3bIBAIOT HA 25-30% JIydlllMe pe3yJbTaThl B NEPBBIH roz. IToroMy uTo OHM ObICTpee yCBaWBAIOT

Tpo1iecchl, U36eralT THIINYHBIX OIIUOOK, H YyBCTBYIOT ce0s yBEpEHHee.
4. Engagement (BOBJIEYUEHHOCTH)

HepBLIe BIIeYaTJIEHUA (ilOpMI/Ipy}OTCﬂ B IIE€PBbIE HEJEJIN. Ecnu HOBBIT COTPYAHUK YYyBCTBYET, YTO KOMIIAHUA UHBECTHPYET B €ro pa3BuTHE, €CThb

YeTKUH IUIaH, MeHeKep 3a60TUTCsI 0 HeM — OH OyzieT 60Jiee BOBJIEUEH U JIOSIIEH.
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Yero 60ATCA HOBBIE COTPYTHUKU
ITonumanue CTPaxOB HOBBIX COTPYAHUKOB IIOMOTraeT IIOCTPOUTH HpaBI/IJILHbIﬁ 0H60pﬂI/IHF.

TunuuHble crpaxu: - "f He pazbepych B mpoaykre” - "f He moliMy mpoueccsl U Oy/y BBIIJIsAZETh Iyno” - "SI He cMOTry [10Ka3aThb pe3yJbTaThl U

MeHs yBoJIAT" - "MeHs HUKTO He HOAZIEPIKUT, 51 Oyay ogun" - "SI caenas omubky, npusss 3toT oddep"

Xopouinii OHOOP/IUHT CHUMAET 3TU CTPAXH, CO3/1aBasi CTPYKTYPY, IOZJIEPKKY U IIOHATHBIN ITyTh K YCIIEXY.

Crpykrypa 3¢ppeKTHBHOTO OHOOpPAHMHTA

OHOOPAVHT — 3TO He OHO COOBITHE B IIEPBBIH /IEHb, a IIporpamMma Ha 60-90 AHel. [laBaiiTe pazbepeMm, 4To TO/KHO OBITh HA KaXK/IOM dTarle.

®a3za 0: Pre-boarding (3a 2 Hexesu A0 BHIX0AA)
OHOOPAVHT HAUMHAETCS ellle 10 IEPBOro PabOYero JIH:A.
YTo HY:KHO C/IeJIaTh:

1. OrnpaButs Welcome Package - ITucbmo or CEO wiu Head of Sales ¢ npusercreuem - Maopmanus o nepBoM JHe: KOI/A, TJe, YTO B3STh C

co060i1 - Marepuasbl J1s1 IPeIBAPUTEIHHOTO U3yUeHHs (BH/I€0 O KOMITAHUH, OIIUCAHKE IPO/IYKTa) - CIHCOK TOTO, YTO Oy/IET B IIEPBYIO HE/IEIIO

2, ITogroroBurh paGouee MmecTo - HacTpouTh KOMIBIOTED U BCe HeoOxoaumble foctyibl - Cosaars email u akkayuTsl B cucremax (CRM, Slack,

etc.) - 3akazarb BU3UTKU U welcome Kit (ecstu ectn)

3. Haznaunrts onboarding buddy - Beiziesiuth Koro-to u3 KOMaH/bl, KTO Oy/I€T IOMOraTh B IIEPBbIE HEZEH - DTO HE MPSMOU MEHE/IIKeD, a peer

— YeJIOBeK, Y KOTOPOTO yZI00HO CIPANINBaTh "TJIyIble" BOIPOCHI

4. IloAroTOBUTH IVIAH HA 30-60-90 JHEMH - YeTKUil JOKYMEHT: YTO JIOJKHO OBITh M3YUEHO M JIOCTUTHYTO B KaXK/[bIi 1Iepuost - C KOHKPETHBIMU

METPUKAMHU U YEeKIIOMHTaAaMHU

IIeJn, (baamz HOKa3aTI), YTO BBl OPraHNU30BaHbI U K€T€ HOBOT'O COTPYAHUKA. CHATH TPEBOXKHOCTb.

®a3a 1: Week 1 — Orientation (opueHnTanus)
TlepBas He/esIs1 — ATO PO KOHTEKCT, KyJIbTypy 1 6a30BbIe 3HAHUA.

Jenb 1: - Welcome meeting ¢ koman/oii - Setup texHuku u cucreMm - O630p KOMIIAHUH: MCTOPHUS, MUCCHUS, IIEHHOCTH, IPOAYKT - O6en/kode ¢

onboarding buddy - Review rana Ha 30-60-90 JHEN

Jlens 2-3: IIpoaykToBoe oGyueHue - ['71y60Koe IIOrpyKeHre B IIPOAYKT: YTO JIesIaeT, Kak paboTaer, At Koro - Demo mpoaykra ot product team
unn sales engineer - Hands-on mpakrtuka: eciu SaaS — c037aTh TECTOBBIN aKKAayHT U MONPOOOBaTh Bee Guun - M3yueHHe OCHOBHBIX USE cases u

customer stories

Jlenb 4-5: IIpoueccht u nHCTpyMeHTshI - O6yuenne CRM: Kak BeCTH JIM/BI, IOTUPOBATh AKTUBHOCTH, IBUTATh 110 BOPOHKE - Sales process: aTarbl
BOPOHKH, Kputepuu nepexoza, SLA - Playbooks u ckpunThi: rje HaiTH, KaK KCIIOIb30BaTh - Meeting ¢ marketing: oTkyza wayT simzsl, Kak paboraer

reHepanusd - Meeting ¢ customer success: 4To IIPONCXOJUT IIOCJIE IIPOJAKU

PesyabraT Week 1: - HoBbIii COTPYZIHUK IIOHMMAET, YTO JIeJIaeT KOMIIAHUS U [I09eMy - 3HAET OCHOBBI IIPOZAYKTa - YMeeT mosb3oBaTbess CRM u

OCHOBHBIMH HHCTPYMEHTaMH - 3HAeT, K KOMy 00paIaThCs ¢ BOIIPOCAMHU

He o:xupmaiire: Yo oH Oy/IeT IPOAaBaTh UK JI€JIaTh 3BOHKH. ITO HeJlesist 00yIeHuUs.

®da3za 2: Week 2-4 — Learning (o0yuenue)
Cienyroniiyie 2-3 He/leIM — UHTEHCUBHOe o0OyueHue u shadowing.
Jaa SDR:

Week 2: Shadowing - Ciymars 3B0HKH OnbITHBIX SDR (MUHUMYM 20-30 3BOHKOB) - M3yuaTh best practice emails u InMails - Ananusuposarb

YCIIEIIHBIE U HEYCIelIHbIe KeHUChI - YIUTh CKpunThI U talk tracks

Week 3: Practice - Posib-1ien ¢ MeHeKepoM 1 peers - [Ipakruka BospaxkeHnuil - [lepBbie 3BOHKH 11071 supervision - Feedback mocie kaskmoro

3BOHKA

Week 4: Ramp-up - CamocTosiTe/IbHbIE 3BOHKH, HO C YMEHbIIIEHHBIMU MeTpukamu (50% ot Hopbl) - ExkenneBnble short debriefs ¢ menepxepom -

IIpoxosxenue role plays

s AE:
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Week 2: Shadowing - Yuacrue B discovery calls (5-7 3BoHKOB) - Yuactue B demo calls (5-7 nemo) - V3yueHrie BBIUTPAHHBIX U [IPOUTPAHHBIX

caesnok - Ananus best practices

Week 3: Practice - Posib-1ien discovery u demo - Iloaroroska first demo moj nmpucmorpom - Msyuenue sales collateral (mpeseHTanuu, Keucel,

ROI xanpKyATopsl) - Meeting c sales engineer 711 TeXHUUECKOTO IIOTPYKEHUA

Week 4: First deals - Yuacrue B czenkax ¢ senior AE (B posu junior partner) - Ilepsas camocrosrenpHas discovery call - ITororoBka nepBoro

proposal 1oz review MeHezKepa
o AM:

Week 2-3: Customer immersion - Yuacrtue B onboarding calls ¢ HoBbiMu Kiamentamu - Yuactre B QBR (Quarterly Business Review) c

CYIIECTBYIOIIMMHE KJIneHTaMu - Review customer health scores u usage data - Mzyuenue ocHOBHBIX customer challenges

Week 4: Takeover preparation - HasHaueHue nepBbix 3-5 akkayHTOB - Intro calls ¢ stumu kiaventamu Bmecre ¢ previous AM - Cosganue

account plans

PesyasraT Week 2-4: - CoTpyJHUK OCBOMJI OCHOBHbIE HaBBIKH POy - Ilosyurr npakTuky B Ge3omacHoii cpezie (role plays, shadowing) - Hauasn

paboTaTh caMOCTOATEIHHO, HO C TIO//IEPIKKOM - YBEPEH, UTO CIIPABUTCS

®a3sa 3: Week 5-8 — Early Performance (mepBbie pe3y/IbTaThbI)
Mecsm 2 — 3TO BBIXO/] HA IIepBbI€ PE3yJIbTaThl C IIOHUKEHHBIMHU OKUJTaHUAMU.
MeTtpuku:

SDR: - Activity: 50-60% ot full ramp (ecoiu Hopma 100 calls/day — genars 50-60) - Quality: Meetings booked — 30-40% ot HOpMBI - Eske/THEBHBIN

coaching ¢ menepxkepoM: 15-30 MUHYT
AE: - Pipeline generation: 40-50% ot quota - Yuacrue B 2-3 full cycle deals - 1-2 camocrositrenbhbie deals - Exxeneenpabiii coaching: 1 yac

AM: - Management 5-10 accounts - Ilepssiii upsell miu renewal - Customer health: Bce akkayHnTs! green wan yellow - ExxeHenespHbIN 1-0n-1: 30

MUHYT

®oxkyc menemxepa: He Ha nudpsl, a Ha npaBuibHble behaviors. [lesaer i1 yesioBek npaBuiibHbIe AeiicTBrsi? Cieyer Jiu mpoueccy? 3aiaer Jiu

MpaBUJIbHBIE BOIIPOCHI?

®a3za 4: Week 9-12 — Full Ramp (mos1Has Harpyska)

Mecsr 3 — BBIXO/] Ha MOJIHYIO HATPY3KY.

MeTpuku:

SDR: - Activity: 80-90% ot HopMmBI - Quality: 70-80% ot HOpMBI 110 meetings - Conversion rates 10/KHBI ObITH OJIM3KH K team average
AE: - Pipeline: 70-80% ot quota - 2-3 active deals B middle/late stage - First closed deal (hopefully!)

AM: - 10-15 accounts - First successful upsell - NPS/CSAT scores Ha ypoBHe KOMaH/IbI

Milestone: K xoHITy 9O Hell COTPYAHUK [0JIKeH OBITh Ha 70-80% IPOJYKTUBHOCTU U IIOKA3bIBAaTh TpaekTopuio K full ramp.

®azsa 5: Month 4-6 — Full Productivity
K KoHIy 6 MecsALeB COTPY/IHUK JIOJDKEH ObITh HAa 100% IPOAYKTUBHOCTH.
Mertpuxku: - SDR: 100% activity u quality merpuk - AE: 80-100% quota attainment - AM: 100% retention u goctuxenue upsell targets

Checkpoint Ha 6 mecsanes: Formal review: octurayTs jin nenu? Kakue ects gaps? IIpozieBaTh I KOHTPAKT UJTH IIPOIATHCSA?

KiroueBblie 3,1eMEHTHI YCIENTHOTO OHOOPAUHTA

TToMUMO CTPYKTYPBI 110 HEZIEJIAM, €CTh HECKOJIBKO 0053aTeIbHBIX 3JIEMEHTOB.

1. 30-60-90 Day Plan
ITO caMblil BAXKHBIN JJOKyMeHT OHO0piuHTa. OH J0JIKeH OBITh Y KaXK/I0T0 HOBOT'O COTPY/IHUKA.

CrpykTypa mjiaHa:
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30 Days: - Learn: Yto /10/oKHO ObITh M3y4eHO (IIPOAYKT, Ipoliecchl, HHCTPyMeHThI) - Do: Kakue neiicrBust (shadowing, role plays, first calls) -

Achieve: Kakue pesyssraTs! (mpoiitu product quiz, caenats 50 calls)

60 Days: - Learn: Yriy6senue 3nanuii (advanced product features, complex objections) - Do: CamocrosiTenbHas pabora ¢ mozyepxkoi (own deals,

own meetings) - Achieve: Ilepsbie pesysbratsl (first meeting/deal, 70% activity level)

90 Days: - Learn: Crierpuasinsuposansbie TeMbl (industry insights, advanced tactics) - Do: ITonHas HezaBucumocts - Achieve: Near-full productivity

(80% metrics)

®opmar: Google doc, IOCTYIIHBII U MEHEKEPY, U COTPYAHUKY. Peryssipao o6HoBIstercs:, checklist items ormevaroTcst 1o Mepe BBIIIOJTHEHUS.

2, Onboarding Buddy System
HaszaubTe KaXkZOMY HOBOMy cOoTpyAHUKY "buddy" — uesoBeka 13 KOMaH/bI, KOTOPBIH HE ABJIAETCS €T0 IPSAMbBIM MEHEIKEPOM.

Poss buddy: - OrBeruts Ha "miymere” Bompocsl ("rae TyT Tyaser', "kak paboraer expense reimbursement”) - II03HAKOMHTB € KOMAaH/OH,

IIPUIVIACUTH HA JIAHYH - J]aTh HeopMabHbIH GuAGek 0 KyIbType 1 HOPMax - BBITh OCTYIHBIM 1 questions
He posb buddy: /laBats performance feedback, craBurts 3amaun, KOHTPOJIMPOBATh METPUKH — 3TO PaboTa MeHeKepa.
Bp16op buddy: O6sruto 10 yenemnrapii middle mtu senior cOTpyIHUK, KOTOPBIH XOPOIIIO 3HAET IIPOILIECCHI U KYJIBTYPY, U HE IPOTUB IIOMOYb.

MoruBauus buddy: 910 moxer 6biTh yacTh passutus (leadership experience) wiu HeGoJIBIION GOHYC.

3. Role-Playing u Certification
Hpe)Iq:Le YeM IIyCTUTh COTPYAHUKA K PeaJIbHbIM KJIME€HTaM, y6el[I/ITer, 9TO OH IrOTOB.

Js SDR: Cold Call Certification - Munnmywm 10 role plays ¢ pa3HbIME clieHApUAMU - JI0JIKeH yCIelHo npoitu 8 u3 10 - Kpurepuun: ciemyer

CKpHITY, 00pabaTbIBaeT BO3paXKeHUs, GypUUT BCTPedy

Jasa AE: Discovery & Demo Certification - Discovery role play: Moker jiu 3a1aTh IpaBUJIbHBIE BOIIPOCHI, BHIABUTH GOJIU, KBAITU(DUIUPOBATS -
Demo role play: moxer su mpoBectr demo, KoTopoe pe3oHHpyeT ¢ Gonssmu kiuueHrta - Closing role play: mosker s o6paborats puHAIBHBIE

BO3paXKe€HUs U IIOIIPOCUTD CAECIIKY

dopmar: MeHe/pKep WK Senior peer urpaet posb kirnenta. [Tocte kaxmoro role play — mperanpusiii feedback: uTo 66110 XOPOIIIO, UTO YIYUIINUT.

4. Regular Check-ins
Daily check-ins (first 2 weeks): - 15 MuHyT B KOHIIe J{Hs - UT0 661710 y103kHO? Kakue Bonpocsr? YTo miaHupyeM 3aBTpa?

Weekly 1-on-1s (first 9o days): - 30-60 munyT - Review mporpecca o 30-60-90 plan - O6cyxznenue challenges - Coaching Ha KOHKpeTHBIE

CUTyalluu

30-60-90 day formal reviews: - 1-2 yaca - QopmMaJibHas OIleHKA: JIOCTUTHYTHI Jid milestones? - O6cyskeHNe TPAEKTOPUHU: HA IYTU K yCIIeXy WU

ectb concerns? - Update miaHa Ha cJe/{y 0Ll IepHOJL

5. Knowledge Base
Cosjiaiite 1eHTPAIN30BaHHOE MECTO, I71e COOPaHbI BCe MaTePUAIbI /IJIst O0ydeHUs.

Yro poyxHO 0bITh: - Product documentation u Buzeo - Sales playbooks u ckpunrer - Objection handling guides - Competitive battle cards -

Customer case studies - Process SOPs (Standard Operating Procedures) - FAQ /17151 HOBBIX COTPYAHUKOB
®opmar: Wiki (Notion, Confluence) niau LMS (Learning Management System).

BaxkHo: I[ep)i(uTe B aKTyaJIbHOM COCTOAHUU. Ecnu MaTepHuaJibl yCTapeanu — 3TO Xy»Ke, 9YeM UX OTCYyTCTBUE.

6. Shadowing u Reverse Shadowing

Shadowing: HoBeiii coTpyiHuk Habuoaer 3a paboToi onbITHOTO. - SDR ciymiaer 30-50 X0JI0AHBIX 3BOHKOB - AE yuactByer B 10-15 discovery u

demo calls kak HabonaTens - AM npucyrcrByer Ha QBR u escalation calls

Reverse Shadowing: OnbITHBIH cOTpyAHUK HabaomaerT 3a HOBBIM u jgaer feedback. - ITocie mepBBIX CaMOCTOSTENBHBIX 3BOHKOB/BCTpEU -

Memnemxep wiau buddy ciymaer/uabionaer - Cpasy nocie — aeranbhbiii feedback

Cunenuduka o0yueHus 1 pa3HbIX poJIeid
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Xors 00mmas cTpyKTypa OHOOpAKHTA IOXO03Ka, €CTh HIOAHCHI IS KaXKIOH POJIH.

Ounoopaunr xiua SDR
®doxkyc: Activity, process adherence, resilience.

KmoueBbie HaBbiku: 1. Cold calling: Cxpunrsr, tone of voice, handling gatekeepers 2. Email writing: Subject lines, personalization, A/B
testing 3. Research: Kax ObicTpo HaiiTi nHGOpPMAILUO 0 KOMIaHUU U KoHTakTe 4. Qualification: ®peiimBopki BANT/MEDDIC, kak 3aziaBath

qualifying questions 5. CRM hygiene: Kax npaBujibHO JIOTUPOBATh BCE AKTUBHOCTH

Merpuku pammna: - Week 1-2: Shadowing, no activity expected - Week 3-4: 50 calls/day, 3-5 meetings booked/week - Month 2: 70 calls/day, 5-7
meetings/week - Month 3: 100 calls/day, 8-10 meetings/week (full ramp)

Yacrbie HpOﬁJIeMLI: - CTan XOJIOAHBIX 3BOHKOB — PEIIaeTcA dyepes3 role plays U NOAJEPHKKY - Huszkas KOHBEpCUusa — aHaInu3 3anvcei 3BOHKOB,

yIIydllleHre CKPHUIITa - Burnout — Ba’KHO IIpa3HOBATh MajleHbKUE 1100e/IbI

OuGopaunr aias AE
®oxkyc: Consultative selling, deal management, closing.

KimoueBsie HaBbiku: 1. Discovery: Deep questioning, pain identification, multi-threading 2. Demo delivery: Tailored demos, not feature
dumps 3. Proposal creation: Value-based proposals, ROI calculation 4. Negotiation: Handling pricing objections, closing techniques 5. Multi-

tasking: Managing 10-20 deals simultaneously

Merpuku pammna: - Month 1: Learning, shadowing - Month 2: 2-3 own deals, 40% pipeline generation - Month 3: 5-7 active deals, 70% pipeline -

Month 4-6: Full pipeline, first closed deals, 80-100% quota

Yacreie mpoobaemsl: - [Ipoaykrosoe demo Bmecro consultative selling — coaching Ha discovery - Coiuimkom GbICTpO€e IPOJBUKEHUE B BOPOHKE —

doxkyc Ha qualification - Crpax closing — role plays Ha ask for the sale

Ouo6opauHT 11 AM
®oxkyc: Relationship building, customer success, upsell.

KmoueBbie HaBbIKK: 1. Customer onboarding: Helping new customers get value fast 2. Relationship management: Building trust with
multiple stakeholders 3. Health monitoring: Reading usage data, spotting churn risks 4. Upsell identification: Finding expansion

opportunities 5. Conflict resolution: Handling unhappy customers

Metpuku pammna: - Month 1: Learning, shadowing customer calls - Month 2: Own 5-7 accounts, first renewal/upsell - Month 3: 10-15 accounts, full

load - Month 4-6: 100% retention, upsell targets hit

Yacrsle npodseMsl: - Reactive BMecto proactive — y4aum coszaBats success plans - Focus Ha mpogau, a He Ha success — alighment Ha customer

outcomes - V36eranue tough conversations — coaching na difficult scenarios

HNzmepenue 3¢pPeKTHBHOCTH OHOOPAUHTA

BEI He MO2KeTe YJIyqIInTh TO, 9TO He H3MepseTe.
KiroueBble METPpUKHU:

1. Time to First Deal/Meeting - /lsin SDR: Cpeztee Bpemsi /10 nepBoro booked meeting - [nst AE: Cpenuee Bpems 1o nepsoro closed deal -

Benchmark: CpaBHUBAITE CO CPEHUM 10 KOMAH/[e

2. Time to Productivity - Bpewms /10 joctikenust 100% quota/activity target - Benchmark: SDR — 2-3 mecsinia, AE — 4-6 mecsineB, AM — 3-4

Mecsia
3. Onboarding Completion Rate - [IpoueHT BbinosiHEeHuUs 30-60-90 day plan checklist - Target: 90%+
4. Knowledge Retention - Quiz Ha 3HaHMe NPO/YKTA, IPOIIECCOB, KOHKYPEHTOE - Target: 80%+ score

5. Early Performance vs Team Average - MeTpuku HOBOTO COTPYJHHKA VS CpPeJHIE II0 KOMaH/le B IepBble 9O /Hel - Target: 70-80% ot

CPEJIHErO K KOHITy QO [Hel
6. Manager & New Hire Satisfaction - Survey nocsie 30-60-90 JjHeii: HACKOJIBKO 1oJie3eH Obut OHGopauHT? - Target: 4+ us 5

7. Retention Rate - [Ipo1eHT HOBBIX COTPY/ITHUKOB, OCTAIOINUXCS uepe3 6-12 mecsies - Target: 85%+
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TUnUuYHbIE OIIVMOKY B OHOOPMHTE

Ommu6ka 1: "Sink or swim" approach Bpocuts uenoBeka B Boy 1 cka3arth "TibBH". HeKOTOPbIe BBINIIBIBYT, GOJIBIINHCTBO YTOHET.
Omu6ka 2: Information overload B nepByio Hexero [I5ITaThCsI 3aTPy3UTh Bee 3HAHUA B II€PBbIe AHU. UeI0BEK He 3alIOMHUT.
Ommu6ka 3: Her ueTkux expectations "IIpocro pesaii, kax nosydaercs”. HOBbI COTPyJHUK He 3HAET, UTO OT HETO MK/YT.

Omuska 4: OrcyrcrBue npakTuks Tosbko Teopus, 6e3 role plays u hands-on. Kak yuuTbcs 11aBath, YyuTas KHUTY.

Omu6ka 5: COUIIKOM PaHHHMI BBIXOJ K KJIHeHTaM [lyckaTh K peasibHbIM KJIMEHTaM 0e3 MOJrOTOBKU. DTO IUIOXO W /IS KIHEHTa, U JJIs

COTPY/THUKA.

OmuoGka 6: Her ownership Hukro He orBeuaer 3a onGopAnHT. "Bpozie Kak MeHe/Kep, HO OH 3aHAT".

3akJaroueHue

OH6OPZ[I/IHI‘ — 39TO HE IIPOCTO OGY‘ICHI/IQ B II€pBbI€ HEJEJIN. Ao HUHBECTUIUSA, KOTOPadA OKYIIaeTCA MHOTOKPATHO 4Yepes3 6osee 6LICTpLIﬁ BBIXO/[ Ha

MIPOZYKTUBHOCTb, JIyUIllee yziepKaHue U 00Jiee BHICOKHE Pe3yJIbTaThl.

KiroueBble npuHune! 3¢ dexkruBHoro oHbopAunTa: 1. CTpyKTYpa BamHee Xaoca — 4eTKuil 30-60-90 day plan 2. IIlpakTHKa Ba:xKHEE TEOPUM
— role plays, shadowing, hands-on 3. Ilogaep:xka kpuruana — buddy system, frequent check-ins, safe space j1st Borrpocos 4. Measurement

enables improvement — orciie;kuBaiiTe METPUKU, UTEPUPYITE ITPOIIECC

B C/IeAyIOIIEeM yPOKe MbI IIOTOBOPUM O TOM, KaK MOTUBUPOBATh KOMaH/y I10CI€ OHGOPI[I/IHI‘a — KaK IIOCTPOUTH CUCTEMY MaTepI/IaJ'II)HOﬁ MOTHUBALIUU:

oxs1azipl, 6onychl, KPI. 9T0 0MH U3 caMBbIX BaXKHBIX PHIYAroB YIIPABIEHUA IPOJAKAMHU.

KiroueBsie TepmuHbl: - Onboarding — mporiecc MHTErpaluu HOBOTO COTPYAHUKA B KOMIIAHHIO - 30-60-90 Day Plan — crpykTypupoBaHHBII
IUTaH TepBhIX Tpex MmecsneB - Shadowing — nabirogeHmne 3a paboToit OMBITHOTO coTpyAHUKA - Role-playing — cumysisiiust paGounx cuTyaruit
i npaktiky - Buddy System — HasHaueHHe OIBITHOTO KOJUIETH JUIs oMoy HOBHUKY - Time to Productivity — Bpems /10 BbIxoza Ha
nonHylo 3ddexktuBHOCTs - Ramp — mepuoj BbIXO@a HA IOJHYH NPOAYKTUBHOCTh - Certification — mNOATBEPXK/[EHHE TOTOBHOCTH K

€aMOCTOATEIbHO paboTe

I'mraBa 14. Cucrema MOTHBaIMK: OKJIaa, 00Hychbl, KPI

BBenenue

IIpaBuipHASA CHCTEMAa MOTHBAIIMK — 3TO JABHUTATeNb NPOAXK. VIMEHHO OHA OIpeziesiseT, Oy/yT JIM Ballll MeHe/Kepbl paboTaTh HA Pe3yJIbTaT WK
TIPOCTO «OTCHIKMBATh» pabouuil JieHb. B 3TOM ypoke MbI pa3bepéM, Kak IOCTPOUTH CIPABEUIMBYI0 M 3(G(EKTUBHYIO CHCTEMY MaTEPHAJIBHOMN

MOTHUBAIUU, KOTOPas CTUMYJIUPYET POCT BBIPDYUKH, YAEPKUBAECT TAJIAHT/IUBBIX COTPYAHUKOB 1 cosz[aé'r 30POBYIO KOHKYPEHIIUIO B KOMaH/Ie.

MbI paccMOTPUM CTPYKTYpy KommeHcanuu (okiazn + GoHychl), mpuHIUNBL opmupoBanus KPI, TUIWYHBIE OIIMOKK B MOTHBALMU U peaJIbHBIE

Kelichl U3 npaktuky B2B u B2C komnaHuii.

1. ®Dwirocodus MOTUBAIIUU B IIPOJAKAX

1.1. IToueMy MOTHBaIMA B MPOJAKaX OTJIHYAETCS OT APYTruX PyHKIUI

B otrpesnax mpojak CyIecTByeT INpsMas CBA3b MEX/Y YCIIMSAMHU COTPY/ZIHMKA W (DUHAHCOBBIM Ppe3yJIbTaTOM KoMIaHuu. B omimune ot HR,
OyxraJITepuu WIH MapKeTHHra, rjie 3dpdekt paboThl OTIIOKEH WM KOCBEHHBIH, B IIPO/Ia’kax BCE M3MEPHUMO: KOJIMYECTBO 3BOHKOB, KOHBEPCUs B

C/IEJIKH, pa3Mep YeKa, BhIPyUKa.
KirroueBbie OTJIMYUS:

. I/ISMCPHMOCTB pe3yjabTaTra — Kax/oe ﬂef/’ICTBI/Ie MOXKHO OI_II/I(ilpoBaTL
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o MHAMBUAYAJIBHBII BKJIAJ — IIOHATHO, KTO CKOJIBKO ITPUHEC IeHeT
« PuCK M a3apT — nepeMeHHas 4acTb JI0XO0/A CO3/AET UTPOBYIO MEXaHUKY

+ KopoTkuii MK OOPATHOI CBA3M — Pe3yJIbTaT BUZEH cpasy (HeeIr-MecsIbl, a He TO/bI)

1.2. Tpu npuHuna 3¢ eKTHBHON MOTUBAITAN

HPI/IHI_(I/IH 1: Hpospaqﬂocrb Ka)KL[I)If/'I COTPYAHUK NOJIKEH IIOHUMAaTh, 32 UTO OH IIOJIy4daeT JEeHbI'M U KaK IIOCUUTATh CBOH JA0X0/[ B KOHIIE MecAILa.

Ecnu dpopmyina Gonyca saHumaer crpanuiy Excel i TpeGyer KaabKy/sTopa, OHa IPOBATUTCA.

HMHITAIL 22 OCTHXKHNMOCTD aMOMIINO3HOCTHh JOJI2KHBI OBITH peaIMCTHYHbBIMU 0 KOMaHAbI MO BBIIIOJIHUTDH ), HO HE CJIMIIKOM
1T 2 + (1} KPI 6 80%

nérkumu (4To6bI OLT BBI30B). 30J10Tast cepe/inHa — 70-80% BBINIOJIHEHUsI IUIaHA Y CPE/IHETO MEHe/Kepa.

HPHHIII/IH 3: CBa3b € 6H3HeC-HeJIHMI/I MoTuBanuus J10/KHA HaIlpaBJIATh YCUIUA TyJa, I/le 3TO HY>XKHO 6I/I3H€Cy. Ecnu Bam BakeH He IIpOCTO

00péM, a IpUOBUILHOCTH — BKJIOYaiiTe B KPI Map:KUHAIBHOCTD C/IEJIOK.

2. CTpyKTypa KOMIEHCAIIUN: OKJIAJ{ VS OOHYCBHI

2.1. TpPI MOJA€E/IA KOMIICHCAIIUU

Mogenn Crpyxrypa Korga npuMeHaTh ILrocel MuHych1

JIIMHHBIE TUKIIBI cieKH (6+ Mec), CrabHIbHOCTD, HUBKUIT Crabas MOTHBAIMA Ha
PdukxcupoBaHHAA 100% OKJIAL
cioxxHbIe B2B cTpecc pesybTaT

Bricokas Tekyuka,

IlepemenHas 100% KOMUCCUSA IIpsamele mpopasku, B2C, arenTckue Mozenu MaxkcumanapHas MOTHBAIUSA
HecTabUIbHOCTD
30-70% okJaz + 30-70% N Bananc cTabuIbHOCTU U N .
TuGpuanasn BonpmmzeTBo B2B 1 B2C xomnanuit . TpebyeT TOYHOU HACTPOHKK
6omyc ZipaiiBa

2.2. CooTHOLIEHUE OKJIA//GOHYyC: KaK BBIOpATh

Jlna Junior-MeHemxepoB (0-1 ToA OmbITa): - 60-70% OKIaz, 30-40% GoHyc - OG0CHOBaHIe: UM HY)KHA CTaOMJIBHOCTh HA 3dTale O0ydYeHUsd,

BBICOKHIA PUCK CO3/IACT JIMIIIHUHI CTPECC
Jna Middle-menemxepos (1-3 roaa): - 50/50 unu 40/60 - O60CHOBaHUE: yrKe eCTh HaBbIKH, MOJKHO YCHJIUTh MOTHBAIIMIO HA PE3YJIbTAT

Jasa Senior/Hunter'oB (3+ roma): - 30-40% oxiazn, 60-70% 6Gouyc - OGOCHOBaHUE: 9TO «aKyJIbl» IPOZAK, OHM XOTAT 3apabarhiBaTh Ha

pesyJbTaTe

JIJ1s1 pyKOBOJUTEIEH OTAEIOB IPOAAK: - 50-60% OKJIaz, 40-50% GoHyc (IPUBsI3aH K pe3ysibTaTy KoMaH/ibl) - O60cHOBaHUE: CTaOUIBHOCTD /IS

yIIpaBJIEHYECKHX 33/[a4 + MOTHBAIUA HA OO pe3ysIbTaT

2.3. OKIa/1: CKOJIBKO ILIATUTH ?
OpueHTHpSI 10 pHIHKY (MOCKBa, 2024-2025):

« Junior SDR/BDR: 50-80 TbIC. py6. OKIaz

« Middle menemxep B2B: 80-150 ThIC. py0. OKJIa,

« Senior hunter B2B: 100-200 TbIc. py6. OKIa]

« Key Account Manager: 150-250 TbIC. Dy0. OKJIaz

« PykoBoauTe b OT/e/Ia MPOAANK: 150-300 THIC. py0. OKJIaz

IIpaBWJIO: OKJIaJI I0JKEH MOKPHIBATh 6A30BbIE PACXO/BI COTPYAHUKA ((KIIIBE, €/1a, TPAHCIIOPT) ZiaKe TIPU HyJIeBOM GoHyce. IHaue OH yHzIET uepe3

2-3 MecsAIa.

3. BOHyCHa}I CHUCTEMAa: KaK CUuTaThb 1 IJIaTUTDh
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3.1. Tune1 6oHYyCOB

1. HPOHCHT OT BBIPDYYKH - CDopMyna: 3-10% OT CYMMBbI 3aKPBITBIX CAEJIOK - TLmocer: IIPOCTO, MOHATHO, MOTUBUPYET 3aKPbIBATh 6oJbIIIe - MHHbeIZ

He YYUThIBACT KAYE€CTBO KJIMEHTOB, MapKNHAJIbHOCTD, LTV

2, IIponeHT oT BatoBoii mpuosumn (GP) - ®opmyina: 5-15% oT (BBIpyuka - cebecTOMMOCTD) - IIIIoch: MOTHBHPYET MPOAABaTh C XOPOIIeU

HaIeHKOH - MUHYCBI: CJIOJKHEE TI0CYUTATh, TPEOYET IPO3PAYHOCTH Ce6ECTOMMOCTH

3. PUKCHPOBAHHBIN OOHyC 3a BBIINOJHeHWe ILUIaHa - PopMyrna: 100% ILIaHa = +50 ThIC. pyb., 120% = +80 Thic. py0O. - Ilmrochr:

IIPpeCKa3yeMOCTh PACXOA0B I KOMIIAHUU - MI/IHyCI)II HET MOTHUBAIIUU «BBICTPEJINBATH» BBIIIE 120%

4. KomounupoBanHas cxema (camas yacran) - IIpumep: 2% OT BBIpyYKH + GOHYyC 3a 100% IUIAHA + aKcesepaTOphl 3a IeperulaH - IIIrockr:

I‘I/I6KOCT]), Y4UTBIBA€T pasHble CLEHApUU - MI/IHyCBIZ CJIOKHEE B pacqéTax

3.2. AKceJIepaTopr: KaK MOTUBHPOBATH IIE€PEBBIINIOJIHCHHUC IIJIAaHA
AKceJIepaTop — 9TO IOBBIIIEHHAsA CTAaBKAa KOMHCCUH IIPU II€PEBBINIOTHEHUH IIJIaHA.

IIpumep: - 0-80% mana — 3% OT BBIPYUKH - 80-100% I1aHa — 5% OT BBIPYUYKH - 100-120% IUTaHa — 7% OT BBIPYYKH - 120%+ IJIaHa — 10% OT

BBIPYYKH
3auem: uyToObI «3BE3/BI» HE PACCIIA0JISUIICE, JOCTUTHYB 100%, a IPO/IOJIKAIIN Iy IIUTH JAaJIbIIe.

BaxkHo: BEPXHIOK IpaHULlY (cap) JIydquie He CTaBUTb — IIYCTb CHUJIbHBIE Bapa6aTBIBa}OT CKOJIBKO CMOTYT. 9TO cUrHAI PBIHKY, YTO y BaC IIaTAT

XOPOLIO.

3.3. Korma miaturh GoHyc: MecsIl, KBApTAJI WJIH TOA?

Ilepuopn, ILnrocer MuHych1 Koraa npumMeHATH

Mecsy Bricrpas obpaTHas cBA3b, IO/JePKUBaET ApaiB BoslaTU/IBHOCTD Pe3yJIbTaTOB KopoTkuii UK caesnku (1o 1 Mec)
Ksapranx CrytaxxuBaeT crydaifHOCTH, (POKYC Ha CTPATETHIO Jlouiro /1aTh epBOro GoHyca CpenHuii UK caenku (1-3 mMec)

Topn YyuteiBaet LTV kireHTOB JleMoTHUBUpYeT, pe3yJIbTaT JJaJIeKo JITuHHBIE KOHTPAKTHI (SaaS, moAmmucKn)

3os10TOM craHAapT B B2B: MecsuHbli 60HYC ¢ KBAPTAIBHBIM KOPPEKTOPOM (eC/IH KIMEHT OTBAJIIIICA 32 KBapTaJl — BEIYUTAeM OOHYC).

4. KPI py1a MeHeKepoB IIPoAaK: UYTO U KaK U3MepATh

4.1. KPI 111 pa3HbIX poJiei

SDR/BDR (renepamus JaugoB): - KomndyectBo KBaIuGUIMPOBAHHBIX BCTPEY/ZeMO B Mecsl (Hampumep, 20 mT.) - KoHBepcus n3 3BOHKA B

Berpeuy (Hampumep, 15%) - KosmdyecTBo akTHBHOCTEN (3BOHKOB, email) — He KJII04eBOi, HO KOHTPOJIbHBIH

Closer (3akpsbiTHE CIEJIOK): - Boipyuka B Mecsin (Harpumep, 3 MtH py6.) - KonBepcusi u3 Berpeuu B ¢iesky (Hanpumep, 25%) - CpeHU yek

(Hampumep, 150 ThIC. Py6.)

Account Manager (yaep:kaHue KJIHEHTOB): - Retention rate (manpumep, 90% kiareHTOB npozymian KouTpakt) - Upsell/Cross-sell revenue

(mampumep, +20% k 6a3oBoMy KOHTpakTy) - NPS (Net Promoter Score) — kauecTBeHHBIH [TOKa3aTeIb

Hunter (HoBbI€ KJIHEHTHI): - KOJIM4eCTBO HOBBIX KJIMEHTOB B MecsI[ (HAIpUMED, 5 LIT.) - BRIpy4Ka OT HOBBIX KJIMEHTOB (Hampumep, 2 MJIH pyo0.)

- CAC (Customer Acquisition Cost) — ueMm HIDKe, TEM JIydiie

4.2. Popmysaa KPI: kak mocuuTars NPOIEHT BBINOJIHEHUA

IIpocrasa ¢popmyaa:

Bbinosnsenne KPI (%) = (Pakr / [lman) x 100%

IIpumep: - [1naH: 3 MiH py0. BeIpyukH - PakT: 2.7 MIH pyod. - Beimosnenue: (2.7 / 3) x 100% = 90%
Yceao:xaénnas popmyaa (Heckoapko KPI):

OGumit KPT = (KPI1 x Becl) + (KPI2 x Bec2) + (KPI3 x Bec3)
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IIpumep: - KPI1: Boipyuka (Bec 60%) — BbInosiHeHO 95% - KPI2: KosinyecTBO HOBBIX KJIMEHTOB (Bec 30%) — BbIoIHeHO 80% - KPI3: KonBepcus

(Bec 10%) — BBIIIOJIHEHO 100%

O6muit KPI = (95% x 0.6) + (80% x 0.3) + (100% x 0.1) = 57% + 24% + 10% = 91%

4.3. Tunuunsie ommoku B KPI

Omuoka 1: Coimmkom MHOro KPI Eciu y MeHemkepa 10 IokasaTesiedd, oH He cokycupyeTcs HH Ha OZHOM. ONTUMYM — 2-4 KJIIOYEeBBIX

MEeTPUKH.

Ommuoka 2: KPI He cBA3aHbBI ¢ AO0X0A0M IIpuMep: «cziesaTh 100 3BOHKOB B JIeHb». ITO aKTHBHOCTb, a He pe3yJsbraT. JIyulle: «IIpoBecTd 10

KBaJIU(UIMPOBAHHBIX BCTPEY».
Omu6ka 3: Hepeanucruunsie mianbl Eciii 90% KOMaHZb He BBIIOIHAIOT IIJIAH — IIpo6JieMa B IIaHe, a He B ofAsAx. [Tlepecmorpure mudpsl.

Ommuoka 4: OrcyrcrBue ruGkocTH PHIHOK MeHsETCs, CE30HHOCTD, Kpu3uchl — KPI 10/KHBI KOPPEKTUPOBATLCA, HHAYE COTPYIHUKH IIOTEPAIOT

Bepy B CUCTEMY.

5. HpOI{BI/IHYTI)Ie MEXaHHUKHU MOTHUBAaIlNH

5.1. Tiersl u suru

WUpesn: paszpenvre KomaH/y Ha Kateropuu (Bronze, Silver, Gold, Platinum) B 3aBUCHMMOCTH OT Pe3yJIbTATOB KBapTasa. Y KasK/I0i KaTeropuu — CBOM

ycsoBHA (CTaBKa KOMHCCUH, Pa3Mep OKJIAZA, IIPUBIJIETHH).

IIpumep: - Bronze: 0-70% miana — 3% xomuccus - Silver: 70-90% 1uiana — 5% komuccus - Gold: 90-110% 1wiana — 7% Komuccus +

KopriopaTuBHas Kapra - Platinum: 110%+ mwiana — 10% KoMuccus + J0IL. OTIIYCK 5 JHEN

Addexr: reiimudukaiys, COpeBHOBATEJIBHOCTD, IPO3PAYHasi KApbePHAsi JIECTHUIIA.

5.2. SPIFsI (Sales Performance Incentive Funds)
SPIF — paszoBas akius (0ObIUHO 1-4 HeJIeNIN) Uil CTUMYJIUPOBAHUS KOHKPETHOTO TIOBE/IEHMUS.

IIpumepsr: - «IIpojaii 3 IMOJIMCKKA HA HOBBIM IPOJYKT 0 KOHIA Mecsna — moiydu iPhone 16» - «IlepBble 5 UeIOBEK, 3aKPBIBIINX CEJIKY HA

500K+ — eyt Ha Kazantum» - «3a kax/aoro kiauenta u3 FMCG-cermeHTa — JI01L. 10 TBIC. Py6.»

Koraa npuMeHsATSH: - 3aIyCK HOBOTO NPO/IyKTa - KBapTasbHbIN CIPUHT - Pacuncrka pipeline (3akpbITh CTapble JIU/bI)

5.3. Clawback: Bo3Bpar Gonyca
Clawback — mexanusm Bo3Bpara 60Hyca, €CIH KJIUEHT OTBAIMJICA B IIePBBIe 3-6 MeCsAIEB.

IIpumep: MeHemKep 3aKpBUI CIEJIKY Ha 500 ThIC. py0., moyydmt 6oHyc 25 ThIc. py6. Ho uepes 2 MecAna KIHeHT 3ampociil Bo3BpaT. KoMmanus

BBIYHTAET 25 THIC. Py0. U3 cIIeylolero 60Hyca MeHezKepa.
3adeM: MOTHBUPYeT IPOAABATh KAYeCTBEHHBIM KIHEHTaM, a He «BIIADHBATh» BCEM ITOAP/I.

Bazkno: npasuio clawback 10/5KHO GbITh IPOIIMCAHO B KOHTPAKTE, MHAYE 5TO HE3AKOHHO.

6. Kelichbl U3 MPaKTUKH

6.1. Keiic 1: B2B SaaS xomnanusa (cpeaHuii yuek 300 ThIC. py0./Tox)
3aaada: yBeJIMUUTb BHIPYUKY, He pasaysasd OT.

Pemenne: - Oxaza: 100 ThiC. pyb. - Bonyc: 5% or ARR (Annual Recurring Revenue) B miepBbIii 1oz + 2% B IOCJIeIyIOIIKe To/bl (MOTHBAIUA Ha

long-term yziep:kanue) - AkcesiepaTop: ecyid BhIpyYKa > 5 MJIH py0. B KBapTasl — craBka 7% - KPI: Beipyuka (70%), NPS > 8 (30%)

Pe3yJsbTaT: CpeiHUI ZI0XO/I TOTI-MeHe/PKepa BBIPOC /10 350 ThIC. pyD./Mec, ipu aToM LTV kiueHTa yBenauics Ha 40%.
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6.2. Keiic 2: E-commerce (B2C, cpegHuii yek 15 ThIC. py0.)
33}13‘1&1: HaHATH 10 MEHEKePOB [JIA 06pa60TKI/I BXOAIIHNX 3aABOK.

Pemenue: - Oxiaz: 50 ThiC. py6. - BoHyc: 1.5% oT 06paboTaHHBIX 3aKa30B (He Bcex, a IMEHHO Yepe3 MeHemkepa) - SPIF: Tom-3 1o KOHBepCHH 3a

Mecs1 — 6oHyc 20/15/10 ThIc. py6. - KPI: KOHBepCcHs U3 3aABKU B OILIATY > 40%

PesyanaT: KOHBEpCHsA BbIpOCiIa C 25% A0 42%, OKyIIaeMOCTb KOMaH/Ibl JOCTUTHYTAa 3a 2 MecsAIa.

6.3. Keiic 3: B2B nmpoga:ku o6opyaoBaHusA (CpeaHHil YeK 2 MJIH py0.)
3a11aqa: MOTHUBHUPOBATH MEHEPKEPOB 3aKPbIBATh KPYIIHBIE CAEC/IKH, a HE «Cpe3aTh» LEeHy I 6])ICTPOI‘O 3aKPbITHA.

Pemenue: - Oxiaz: 120 ThIC. py0. - Boryc: 3% ot BasoBoii nmpubsuin (GP), a He BBIpyukH - Akcesieparop: eciau GP > 50% — 6Gouyc 5% - IlITpad:

ecsIu CKu/Ka > 15% 6e3 coryiacoBaHusi — MUHYC 50% GOHyca ¢ 3TOH C/1esIKI

PesypTart: cpefiHsAA CKUAKA CHU3HIIACH C 22% /10 12%, MapKHHAIBHOCTD BBIPOCIA Ha 18%.

7. HpaKaneCKne PEKOMEHAAIIH

7.1. Yexk-1HuCT: Kak BHEAPUTDb CUCTEMY MOTHUBAIlUA

1. IlpoaHaM3upyiiTe TEKylee COCTOAHME: KaKie MEeTPUKY BaXKHbI /711 6usHeca? Kaxoii 6iomsker Ha @OT?
2. I3y4nTe PHIHOK: CKOJIBKO IIATAT KOHKYPEHTHI 32 aHAJIOTHYHBIE O3UITHN?

3. OnpeaesnrTe COOTHOIIEHHE OKIA//GOHYC I10/] KKIYIO POJIb

4. Beioepure 2-3 xiroueBbix KPI u nponummure Gpopmysty pacuéra

5. /l06aBbTe aKceJIepaTopskI Ul MOTUBAIIUY TOII-IeP(OPMEPOB

6. Opopmute noKyMeHT «Iloi0XKeHre 0 MaTepUaIbHOM MOTUBAIUN» — 3-5 CTPAHMUII, ¢ IPUMEPAMU PACYETOB
7. IIpoBeauTe BCTpEdy C KOMAH/OM: 00BACHHUTE CHCTEMY, OTBETHTE Ha BOIPOCHI

8. 3amycTuTe MWIOT HA 1 KBapTaJI U cobepure 06paTHYIO CBA3b

9. CKOppeKTHpYITEe Ha OCHOBE JaHHBIX

7.2, Kax TECTUPOBATHh H3MECHCHHUA B MOTHUBAIlUN

A/B-TecTt Ha KOMaHJe: Pa3fesure KOMaHIy Ha 2 TPYIIIBI (9KCIIepHMEHTaIbHAA M KOHTPOJIbHAA). DKCIIepUMeHTaIbHas Pab0TaeT 110 HOBOU cXeMe,

KOHTPOJIbHAsA — I10 cTapoi. Yepe3 KBapTasl CpaBHUTE Pe3yJIbTaThl.

ITnioT Ha HOBHYKaX: Bcex HOBBIX COTPYAHUKOB Cpasy HaHUMaWTe Ha HOBYIO CX€My, CTapbIX IIOKa OCTaBbTE€ Ha Texymeifl. ‘{epes 6 MecALleB

olLeHuTe, K10 3 PeKTuBHee.

ITmiaor Ha OJHOM IIPOAYKTE: Ecnn Y Bac HECKOJIBKO IIPOAYKTOBBIX JIMHEEK, U3MEHUTE MOTHBAIIUIO TOJIBKO JJIA OHHOﬁ. CpaBHI/ITe AUHaAMUKY C

OCTaJIbHBIMH.

7.3 KpaCHLIe (bnarn: Korga cucreMa MmorTuBanuu HE pa60TaeT

o Tekyuka > 40% B rOJ — JIIO/I1 YXO/IAT, IIOTOMY YTO HE MOTYT 3apaboTaTh

* MeHee 50% KOMaH/bI BBIIIOJIHAIOT IIJIAH — IUIAHBI 3aBBIIIEHbI WK CUCTEMA HECIIPaBe/JINBA
* MeHe/Kephl KATYIOTCA HA HENMPO3PavYHOCTh — (HOpMyJIa CIUIIKOM CJIOKHAS

« Poct akTMBHOCTEH, HO He pe3yabTara — KPI HacTpoeHbI Ha IpoIiece, a He Ha outcome

« Tom-MeHemkKepbI 3apabaThIBAIOT MEHbIIIE PHIHKA — CKOPO YHIYT K KOHKypeHTaM

8. Hacrtble BOIpocCshl

Q: Mo02kHO JI¥ IUIATUTH TOJBKO KomuccHio (0% oxsiana)? A: MoKHO, HO TOJIBKO JIJIsI ONIBITHBIX hunter'oB U B cerMeHTax ¢ KOPOTKUM I[UKJIOM

cnenku (B2C, nmpsimble npojaku). [lyist B2B ¢ UIMHHBIM [UKJIOM 3TO He paboTaeT — JII0/U He BbIZIep:KaT 3-6 Mecsies 6e3 10Xo/a.
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Q: Kak MOTHBHPOBaTh KOMaHAY B KPU3HUC, KOI/Ia MPOJAKU NMaAaT? A: BpeMeHHO cHu3WTe IJIaHbl (Ha 20-30%), 106aBbTe GOHYCHI 3a

AKTUBHOCTH (He TOJIBKO 3a pesynLTaT), BBeIUTE KOMaHIHBbIE [IEJIN C 06HIHM IIPpU30OM.

Q: Yto nenaTh, eclIM OAUH MEHeMKep 3apabaTsIBaeT B 5 pa3 0oJible ocTaabHbBIX? A: PasoBarhes! 1o Bama «3Be3zia». He pexbre emy

craBKy (MHaue yi/IET), a MOATATHBANTE OCTATIbHBIX. BO3MOKHO, CTOUT cZieIaTh ero MeHTopoM min Team Lead'owm.

Q: Kak nsGexarb «Cpe3aHHA» I€HBI PaAu OBICTPOro 3akpbITHA? A: IiaTuTe IPOLEHT He OT BHIPydYkH, a oT mapxu (GP). JJoGaBbre

urrpadsl 3a He0OOCHOBaHHbIE CKUKU. BHeipuTe approval-mipouece mist CKUZOK > 10%.

3akaoueHue

Cucrema MOTHUBALUH — 3TO He «HACTPOWI U 3a0bUI». ITO KUBOU MHCTPYMEHT, KOTOPBIH HY)KHO PETYJIAPHO KaIHOPOBATh 0] U3BMEHEHUs PBIHKA,

IIPpOAYKTa, KOMAaH/ABbIL. Xopomaﬂ MOTHUBaAIUA pelraeT TpU 3ajavuun:

1. IIpuBJIeKaeT TAITAHTIUBBIX COTPYAHUKOB (IJIaTUTE KOHKYPEHTHO)
2. Yaep:xuBaet Ton-nepgopmepos (Het noToska 3apaborka)

3. HampasJisieT yenna Ha 6usHec-uesau (KPI = npropuTeTs KOMIIAHAN)

Haunure ¢ npocroii cxemsl (OKaz + % OT BBIpYYKH), cobepuTe JaHHBIE 32 KBapTasl, 3aTeM jobaBisiite akcenepatopsl, SPIFsL, tiersl. [taBHOE —

IIPO3PAavYHOCTD U YECTHOCTD. Ecnn MEHE/PKEp He IIOHNMAaeET, 3a YTO OH ITOJIYYHNJI 80 ThIC. py6 BMECTO 120 TBIC. py6, CHUCTEMa IIpoBajIeHa.

B cienyronieM ypoke Mbl pazbepéM HeMaTepHAJIbHYI0O MOTHBAIUIO M KyJIbTYPY HPOAAK — KaK CO3/]aTh CPeLy, I7ie JIIOAY PA00TAIOT He TOJIBKO

pazu ZeHer, HO ¥ Pa/ii MUCCUHU, KOMaH/IbI, POCTa.

JlomaiHee 3agaHue:

1. PaccumraiiTe TeKyuuii cpeIHUN IOX0/T MeHe/Kepa B Baliei komau/ie (OKJIaza + cpeiHuil GOHyC 3a [OCIeHIE 3 MeCsIa)
2. Cpasuurte ¢ peiakoM (HeadHunter, Zarplan, onpocs! koJier)
3. CripoekTupyiiTe HOBYIO CXeMy MOTHBAIUU: OKJIaf, 60Hyc, 2 KPI, akcenepaTop

4. ITocuuraiitTe P&L: ecyiv MeHe/Kep BBINIOJIHAET 100% IIaHa, KAKOW y Bac unit-skoHOMHUKa (BBIPYYKa ¢ MeHe/Kepa Vs ero nosaHbiii ®0T)?

ueﬂb: IIOHATD, BBITOIHO JIM BAM PACTUTH IIPOJAXKU Y€Pe3 TEKYIIYI0 CUCTEMY MOTHBAIIUU UJIX OHA y6bITO‘IHa.

I'nrasa 15. HemarepuajibHass MOTUBALUA U KyJIbTypa MPOJAMK

BBeaenue

JIeHbI'M — MOIIHBII MOTHBATOP, HO He €IUHCTBEHHBIH. Vccie/[oBaHus IOKa3bIBAIOT, YTO IIOCIE OIPE/IeIEHHOTI0 YPOBHs /10X0o/a (Korza 6a3oBble
OTPEOHOCTH 3aKPBITHI) JIIOAM HAYUHAIOT IIEHUTD JIPYTHe BEIly: IPU3HaHUe, POCT, CMbICJI, KOMaH/Iy, aBTOHOMHIO. B mpojiarkax, r/ie crpecc BBICOK, a

SMOIMOHAJIBHOE BBITOPpAaHHE — YacCTOoe ABJIEHHE, HEMaTepuaJlbHaA MOTHBAHA CTAHOBUTCA KJIIOYEBBIM (baKTOpOM yAepKaHusA TaJIaHTOB.

B aTOM ypoke MBI pa3bepém, Kak IMOCTPOUTH KyJIBTYPY IIPOZaK, B KOTOPOH JIIOZM XOTAT paboTaTh HE TOJIBKO Pasii KOMUCCHH, HO U IIOTOMY YTO MM
HPaBUTCA IPOIlECC, KOMAH/AA U MUCCUA KOMIAHMU. MbI PacCMOTPUM HHCTPYMEHTHI NPU3HAHUSA, KapbepHblE TPAEKTOPUHU, CO3ZJAaHHE CMBICJIA K

GaylaHC MeX/Ty Pe3yJIbTaTOM U 6J1aroIoIydreM COTPY/THUKOB.

1. ITouemy HemMmaTepuaJIbHad MOTUBallMA BaKHAa B IPojakax

1.1. OrpaaneHnﬂ MaTepHaJI];HOﬁ MOTHBAIU

IIpoGaema 1: dddexT nmpuBbIkaHuAa Korja MeHe[kep HadyHHAeT 3apabaTbIBaTh 200-300 THIC. Py0. CTAOWUJIBHO, IEHBIM IEPECTAIOT OBITh

TJIaBHBIM ﬂpaﬁBepOM. TloBbIIIIEHHE KOMUCCHH HA 1-2% Yy>Ke He BbI3bIBaeT TOI'O K€ a3apTa, 4YTO paHbIIIe.
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IIpoGaema 2: HeBO3MOKHOCTh 6ecKOHeuHOro pocra ®OT KoMmnaHus He MOXKeT KaXK/[bli I'0J] IIOJIHUMATh OKJIa/Ibl 1 KOMUCCHH Ha 20-30%.

HacTymaeT MOMEHT, KOT/ia Hy>KHO y/Iep>KUBATh JII0Ziell IPYTUMHU CIIOCOOaMHU.

IIpo6iaema 3: Kparkocpounsrii agdexr BoHychl paGoTaloT Ha KBapTal-7Ba, IOTOM MOTHBAIMA HafaeT. JIIOAM HAYMHAIOT HUCKATh YTO-TO

Gosbiiee: CMBICJI, pa3BUTHE, KOMaH/y.

1.2. Moaeab morusanuu /Ipuueaa Iluaka (Drive)

Jlaauen ITuHkK B KHUTre «Drive» BbIAEIAET TPH KII0UYEBBIX (PAKTOPA BHYTPEHHEH MOTHBALIUU:

1. Autonomy (ABroHoMus) CBo60za BEIGOPA, KaK JOCTUIAaTh pe3yJibTaTa. He MUKpOMEHEeIXKMEHT, a JOBepHe U OTBETCTBEHHOCTb.
2. Mastery (MacrepcTBo) Bo3MOXHOCTD PACTH, Da3BUBATh HABBIKU, CTAHOBUTHCS SKCIIEPTOM B CBOEU 00JIaCTH.

3. Purpose (Cmsici) [lonnmaHue, 3a4eM ThI 9TO JieJlaenb. [Ipofaka He pasid IPOAAXKH, & PaZi MUCCHH KOMIIAHHU.

BBIBOJ: /IeHbI — OTO «TUrHeHnYecKuil haxkrop» (1o I'epubepry). Eciin ux masio, 4esoBek AeMOTHBHPOBaH. Ho ecyin UX 0CTATOYHO, AaIbHEH I

POCT CHacCThA 3aBUCUT OT aBTOHOMHNH, MAaCTEPCTBA U CMbICJIA.

2. HCTPpYMEHThI HEMAaTEPUAIbHON MOTUBAIUH

2.1. [Iy6imaHOEe MpU3HaHUE U CTATyC

HucrpymenT 1: /locka smuaepoB (Leaderboard) Busyanusupyliite pesy/abratsl koMassl B oduce uwin B CRM. ITokaxkure, KTO JHAUPYET IO

BBIpY4YKe, KOHBEPCHUY, KOJINUECTBY HOBBIX KJINEHTOB.
IIpumep: - TOII-3 o Beipyuke 3a Mecsiiy - TOIT-3 o koHBepceuu - « HOBUYUOK Mecsiia» — JIydIIuil pe3ysibTar cpeiu Junior'os

BakHO: He npeBpamaI‘z’ITe 9TO B «CTEHY I1030pa». Ecnu xro-TO B achaiz’mepax 3 Mecdna MnoApsA/ — 3TO CUTHAJI JJIA MPUBATHOT'O pas3roBopa, a He

HyGJ'II/I‘-IHOI‘O YHUXKEHUA.

HHcTpymMeHT 2: 3BaHHe MecAna / kBapraiaa IlpucauBaiite TuTynsl: «Hunter mecsma», «Closer kBaprasma», «MVP ropa». Bpyuaiite

CHMBOJIMYECKHH Tpodeil (KyOOoK, CTaTysTKa), KOTOPBII EPEXOAUT OT oOeuTesI K HOOeUTEII0.

IIcHMXOJIOTHA: JIIOJIU XOTAT ObITh 3aMeueHHbIMH. IlyGinunoe npusHanue or CEO wium Head of Sales Ha o0mieir Bctpeue — MOITHBIN

3MOHHOHa}IbeIﬁ TPHUTTEP.

HHcrpymeHnT 3: Shout-out B kopmopaTuBHOM uarte IIpocras NpakTHKa: PyKOBOAMTENb OT/AeIAa NPOJaK IHIIET B OOMMU 4aT: «Ajekcei

TOJIBKO YTO 3aKPBLUI C/IeJIKYy Ha 2 MuIH py0. ¢ X xomnanueii! [TozapasiiseM!». 9To 3aHMMAaeT 30 CEKYHJ|, HO CO3JA€ET IIO3UTUBHYIO aTMocdepy.

2.2. KapsepHbIii pOCT ¥ pa3BUTHE

HHcTpymeHT 1: [Ipo3pauHas kapbepHas JecTHUIa CoszaiiTe JOKyMeHT, I/e OIicaHbl Bee ypoBHU (Junior — Middle — Senior — Team Lead

— Head of Sales) u kpuTepuu nepexoja.

IIpuMep CTPYKTYpbI:
Yposenn Kpurepun Joxopn IIpuBuaerun
Junior SDR 0-6 Mec. OIbITa, 10+ BCTped/Mec 80-120 THIC. OG6yueHve, HACTABHUK
Middle SDR 6-18 Mec., 20+ BeTpey/Mec, KOHBepCUs 20 %+ 120-180 THIC. VYuacrue B KOH}EPEHITHAX
Senior Closer 18+ Mec., 3+ MJIH BBIPYUKH/MeC 200-400 TBbIC. Tubkuii rpaduk, KOpIL. KapTa
Team Lead VrpasiieHHe KOMaH/IOM 5+ Yel. 300-500 ThIC. Equity (ommuonsr), executive odrc
Head of Sales IlocTpoenue nemapraMeHTa 500+ THIC. Jlosst B TpubbUIH, CTPATETHUECKHE PELIEHUsT

Bfl)fl)eKT: COTPYJHUK IIOHMMAET, YTO Yepe3 1-2 rojla OH MOKET BbIPACTU B J0XO0/I€ B 2-3 pasa, ecjin 6y]1eT IIOKa3bIBaTh pe3yyibTaT. 3rto J0JITOCpOYHAA

MOTHBaIUA.

HHcTpyMeHT 2: MHAMBUAYAIBHBIH IUIaH pasButus (IDP) Pas B kBapTasl IpoBoJuTe BCTpedy 1-0n-1, Ie obcyskaaere: - Kakue HaBBIKU X09eT
mpoxavarh coTpynHuk (Hampumep, cold calling, meperosopsl ¢ C-level, pa6ora ¢ BospakeHusmu) - Kaxue pecypcbl HyKHBI (KypChbl, KHHTH,

MeHTOPCTBO) - Kak uamepurs nporpecc
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HHcTpyMeHT 3: PoTanusa 1 rOpU3OHTAJIBHBIH POCT JlaiiTe BOBMOXKHOCTD IOIIPO6OBATh cebs1 B APYTUX posiAx: - SDR MozkeT monpo6oBath cebst

B Closing'e - Closer moxeT B3ATh IpoekT 110 Key Accounts - MeHe/:Kep MOKET BECTH CTaKEpPa

IIcuxoJ10ruA: JI0/Iu He XOTAT 3acTpeBaTh B OHHOﬁ PO rogaMu. BapHaTI/IBHOCTL = HUHTEpeEC.

2.3. O0yuyeHUe 1 HTHBECTUIIUHN B HABBIKI
HNHcTpymeHT 1: Brofxer Ha oGydyeHue Boijesite KakIoMy MeHe[Kepy 50-100 ThIC. Py6. B TOZ Ha KypChl, KOH(pEPEHIINN, KHUTH.

IIpumepsr: - Kypc mo SPIN-npozpakam (30 Tsic. py6.) - Yuacrue B SaaStr Annual (6user + mepesér, 150 Toic. py0.) - I[Togmucka Ha MasterClass,

LinkedIn Learning (10 Tbic. py6./rom)
YcaoBue: mnociie 06ydeHust COTPYAHUK AETUTCSA 3HAHUAME ¢ KOMAH/0H (15-MUHYTHAs IPE3eHTANUs HA IUIAHEPKE).

HWHcTpymeHT 2: BHyTpeHHAa 6uGanoreka Cosnaiite 6a3y 3Hanuil (Notion, Confluence): - 3anucu siyumux sales calls (c komMeHTapusaMu) -

[IIa610HBI Tpe3eHTalNI 1 KOMMEPUYECKUX MTPeZIoKeHuit - CTaThyl ¥ BU/IEO 10 IpoJjaskaM - KelChl yCIelHbIX CeI0K

HHcTrpymeHT 3: MeHTOpCTBO CBskpTe Junior'os ¢ Senior'amu. ITycTh KaskAbI HOBUUYOK MMeET MEHTODPA, C KOTOPBIM CO3BAHMBAETCA 1 pa3 B

HEeeJI0 )14 pas6opa CJIOJKHBIX KEHCOB.

AddexT: Senior yyBCTBYET CBOIO 3HAUUMOCTB, Junior GpICTPee PACTET, 3HAHKSA PACIPOCTPAHAIOTCA BHYTPH KOMAH/IbI.

2.4. 'n6xocrb u work-life balance

HHcTpyMmeHT 1: T'nGpuaHbii win yaaaéaasii popmar Eciu pabora nossosser (HanpuMmep, B2B mpogaxku mo Zoom), faiiTe BOZMOXKHOCTD

paboTaTh U3 oMa 2-3 JJHA B HEJIeJO0.
JlanubIe: 10 ucciaenosanuio Buffer (2024), 97% ynanéHHBIX paGOTHHKOB XOTeJIN ObI IIPOJIOJIKATE PAGOTATh YAAIEHHO XOTS OBl YACTUYHO.

HHcTpymenT 2: ILnaBarommii rpaduk He TpeGyiite ctporo 9:00-18:00. I'maBHoe — pesysbrat. Ecyin Menemxep adpdekruBHee paboTaer ¢ 11:00

JI0 20:00 — IyCTh pPaboTaeT B 3TO BPeMsL.

Hucrpyment 3: Unlimited PTO (ormyck 6e3 jimmmuTa) PajukanpHas IpPaKTHKA: OTIYCK HE OTPDAHUYEH JHSAMH, HO €CThb IPaBUIO —

corjiacoBarsh C KOMaHZ[Oﬁ 1 00ecreunThb IIOKPBITHE KJINEHTOB.

Sq)(l)eKT: AOBEpUeE 1 aBTOHOMMUA. COprZ[HI/IKI/I YYBCTBYIOT cebst B3POC/IBIMH, OTBETCTBEHHBIMH JIIOAbMH, & HE BUHTUKaMHU.

2.5. CMbICJI 1 MUccUus

I/IHCprMeHT 1: CBa3b IpoAYKTAa C NEHHOCTHIO /I KJINEHTA Ha OH60pﬂI/IHFe U PEryJiipHbIX BCTpedax HOKaBbIBaﬁTe, Kak Balll IIPOAYKT

MEHAET )KU3Hb KJINEHTOB.

IIpumep (B2B SaaS aaa HR): «Msbl He npocro npozaém codr. Mpl moMoraeM KOMIIAHHUAM HAXOAHUTH JIYUIIHUX COTPYAHHUKOB, UTO CHIKAET

TEKYUYKY, [IOBBIIIAECT IIPOAYKTUBHOCTD U JIeJIa€T KOMaH/Ibl CHACT/INBEE».

HNucrpymenr 2: IIpo3pauyHocts crpareruu Pas B kBapran CEO wiun Head of Sales menutces: - Kyna qBuskercss kommnanust (HOBble PBIHKU,

poAyKThl) - Kakyro posb urpaeT oT/ies1 IpoAasK B 3TOU cTpaTeruu - Kakue BbI30BbI BIIEPEIH
AddexT: MeHeKePEI UYBCTBYIOT ce6s1 4acThI0 GOJIBIIIOTO IPOEKTA, a He IIPOCTO «3BOHUJIBIIUKAMIE».

HNHc eHT 3: CoumajpbHas OTBETCTBEHHOCTH EC/IM KOMIaHWS 3aHMMAaercs: 6JaroTBOPUTEIBHOCTHIO (HAIpUMeE 1% BBI KU WUJET Ha
>

obpasoBaHue JieTeil), pacckakuTe 06 STOM KOMaH/ie. JII0i1 TOP/ATCs, YTO UX PaboTa NMeeT COLUaTbHbINA 3 deKT.

3. IlocTpoeHue KyJabTypbl HPOJAK

3.1. UTo Takoe «KyJAbTypa HPOJAK»
KyJbTypa npojask — 910 HaGop LeHHOCTEll, HOPM IIOBE/IEH s U PUTYAJIOB, KOTOPBIE OIIPE/IEIAIOT, Kak paboTaeT KOMaHzA.

IIpusHaku 3J0POBOM KyJbTYpbI: - Boicokasi BoBiedéHHOCTh (eNPS > 30) - Huskas Tekyuka (< 20% B roa) - Baumonomors (MeHezKepb
JIeJISITCS JINIAMY, 3HAHUSAMU, IOMOTAIOT APYT APYyry) - IIpo3pauHoCTh (HET «UTp B IMOKEP» C PYKOBOJCTBOM) - BesomacHoCTh (MOXKHO omubaThes,

3a71aBaTh BOIIPOCHI, He GOATHCS PEIIPECCHiT)

IIpu3HAKH TOKCHYHON KyJBTYypbI: - «BbDKUBaeT cuabHeHImMi» — KECTKass KOHKYPEHIMs, HUKTO He IoMoraeT - MHKpOMeHe[)KMEeHT —

KOHTPOJIb KayK0ro 1mara - Blame culture — 3a omnbku Haka3bIBaOT, a He y4yar - Beiropanue — 60-4acoBble HEZIENH, HET OaaHca
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3.2. [leHHOCTH KOMAaH/IbI ITPOJAXK
IIpumep HeHHOCTeH (peaTbHBIN Kelic 3 komnanuu Gong):

1. Customer-First: kiueHT BaxkHee KOPOTKOM IPUObLIN. EC/IN IPOIYKT HE MOAXOJUT — YECTHO CKaXKeM, He OyZieM BIIapHBAaTh.
2. Transparency: Mbl OTKPbITO TOBOPUM O IPO0GJIeMax, pe3yJibTarax, OInOKax.

3. Growth Mindset: Mmb1 yunmest Ha omnOKax, a He HaKa3pIBaeM 3a HUX.

4. Team > Ego: ycriex KOMaH/[bl BasKHee JIMYHBIX aMOUIHI.

5. Hustle & Fun: pa6oraem ycep/iHO, HO He 3a0bIBAE€M BECEIUTHCA.

Kaxk BHeapurs: - [Iponuiure 3-5 neHHocreil B «Sales Playbook» - O6cy»x/aiiTe ux Ha OHOOP/MHTe - BKII0OYKTE B KDUTEPUU Ol[eHKH performance

(He TOJIbKO METPUKH, HO M COOTBETCTBHE IEHHOCTSIM)

3.3. Puryasibl koMmaHABI

Puryan 1: Weekly Wins (maTHHYHBII mepuHT no6ex) Kakiyio natHully B 17:00 — 30-MHHYTHAs BCTpeYa, I7ie KaXK/Iblil euTes: - [J1aBHOM
obez1oil Helesu (3aKphLI CIEJIKY, IIPOBEJ KPYTYIO I€EMO, HOJIYyYHI KIACCHYI0 0OpaTHYIO ¢Bs3b) - OHOH CJIOKHOCTHIO (ITO He MOJIydniIoch) - One

learning (uemy HaywmICs)
AdPexT: 103UTHBHOE 3aKPHITHE HelesId, 0OMeH 3HAHUAMU, CIUIOYEHHe.

Puryas 2: Monthly Sales Kickoff Paz B mecsi; — 1-2 uvaca, rae: - [TogBogum utorn mecsina - Harpaxaaem jydmux - JesnmMcs mIaHaMud Ha

cenyrouil Mecsr - [Ipurnaniaem rocrsi (CEO, K1neHTa, 9KCIepTa o IPOoakam)

Puryaa 3: Quarterly Offsite Pas B xBaprasm — BbIe3]] KOMaH/bl Ha 1-2 JHA (3arOpOJHBIA OTEJIb, KOBOPKHUHT y Mopst). IIporpamma: - YTpo:

crpaTeruueckas ceccrst (IUIaHBI, PETPOCIEKTHBA) - JleHb: BOPKIIOIBI, TDEHUHTH - Beuep: TUMOU/IUHT (KBU3bI, HACTOJIKU, 6apOeKio)
Addexr: riaybokue cBs3u, HedhopMaIbHOE 0OIIEHE, Iepe3arpy3Ka.
Puryain 4: «I'oHr caeaxn» B oduce Bucut rour (uan Kosokoasunk). Korna MeHemKkep 3aKphIBaeT C/1e/IKy, OH 3BOHHT B TOHT, BCE AIUIOAUPYIOT.

IIcuxos1orusAa: MOMEHT TpI/IyM(I)a, Hy6J'II/I'-{HOe IIpU3HaHue, a/IPEHATINH.

3.4. Bops6a c BpIropanuem

IIpu3HaKu BHITOPAHUA B MPOAANKAX: - [a/leHne aKTUBHOCTH (MEHbIIle 3BOHKOB, BCTped) - I[MHIYHOE OTHOIIIEHNE K KIHeHTaM («BCE paBHO He

KYIAT») - DMOIUOHAIIbHAS YCTATIOCTD (pas3/ipaskUTeIbHOCTD, anaTtus) - Pusndeckre CUMITOMbI (6ECCOHHMIIA, TOJIOBHBIE OOJTH)
Yro menarh:

1. Perynspusbie check-in's1 Pa3 B 2 Hesenu — 15-MUHYTHBIH 1-0n-1, r7je cupammuBaere: «Kak o1 cebst dyBerByemns? Uro Tebs Hampsraer? Kak s

MOTY ITIOMOYb?»

2, Porauus 3axau Eciiu meHemskep 3 Mecsina jenaer Toabko cold calling, maiite eMy MpOEKT [0 BEIEHHUIO KJIIOYEBBIX KJIMEHTOB MJIN MEHTOPCTBY

HOBUYKA.
3. Mental health guu 1-2 117 B KBapTal — BBIXOJHOMH «II0 3J0POBBIO», 63 BOIIPOCOB. I'/1aBHOE — He 3710yOTPe6IIAT.

4. locTyn k ncuxoJsiory KoprnoparuBHast OAIIICKA Ha CePBHC OHIAaiH-Tepanuu (Hanpumep, fcHo, BetterHelp). AHOHUMHO, KOHGUAEHIUAIBHO.

4. Gamification (reiimudukanusa) B mpogakax

4.1. Uto Takoe reiMudpuKamusa
TeiiMmuduKamua — NIpUMEHEHHE UTPOBBIX MEXAHUK (OUKH, YPOBHH, JOCTUKEHUS, JTUEPOOPbI) B HEUTPOBOM KOHTEKCTE.

Ilenan: caenats paboTy yBiIeKaTeIbHOM, KaK BUIEOUTDY.

4.2. MexaHUKH re iMUPUKATTUH

MexaHnka 1: YPOBHH M nporpecc-6apsl Busyanusupyiite nporpecc k menu. Hanpumep, 8 CRM mnokassiBaiiTe mporpecc-6ap BBITOTHEHS

MECSIYHOTO IUIaHa: 0% — 25% — 50% — 75% — 100% — 120%.

Mexanuka 2: Jlocruxkenusn (Achievements) Cozjaiite CIIMCOK «a4HUBOK», KOTOPBIE MOKHO TOJIydnTh: - «First Blood» — mepBas caenka B

kapbepe - «Hat-Trick» — 3 cesku 3a eHs - «Closer» — 3aKpbUI ceJIKy Ha 1+ MJIH py0. - «Negotiator» — yaepskasl KJIHeHTa, KOTOPBIN XOTeJ YUTH
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Mexanuka 3: JIugep6opasl B peaJbHOM BpemeHu Ha TV-skpane B oduce mam B Slack-60Te — sxuBag Tabiauna JIHZEPOB, KOTOpas

OOHOBJISIETCS npu Ka)KZLOI‘;I COEJIKE.

MexaHuka 4: KOMaHI[H])Ie YeJJICHIKHN «9rta HeaesA — HeaeJA XOJIOAHBIX 3BOHKOB. He)'[b KOMAaH/Ibl: 500 3BOHKOB. Ecnu nocturaem — nunna-

BE€UEpHUHKA B IIATHUILY ».

4.3. Keiic: reiimudpukanusa B komnanuu Pipedrive

Yro caenann: - Buenpriu cucremy «Sales Gamification» B CRM - Kaskiplil MEHeZKED BUIUT CBOM PEUTHHT, OUKH, JIOCTUKEHUsI - 3 BHINIOJIHEHHE
aKTUBHOCTEH (3BOHKH, BCTpeYM, email) HAYUCIAAOTCA OUKHM - Pa3 B Mecsl, — TypHHP, I/l€ TOIN-3 IOJIY9aloT MPHU3bl (Ta/KEThbl, CepTHU(hUKATHI,

JIOIIOJIHUTEJIbHBIN BBIXOHOM)

Pe3ysbTart: - AKTUBHOCTh KOMaH/IbI BEIPOCJIA HA 35% - BoBieuénnocts (eNPS) yBesmuniach ¢ 22 10 45 - Tekyuka cHu3mIach Ha 18%

5. IlpuzHaHue OT KJIMeHTOB

5.1. Customer Testimonials 11 meHea:kepoB
I/If.[eﬂ: co6upa171Te OT3BIBbI KJIMEHTOB HE TOJIBKO O IIPOAYKTE, HO U O MEHEe/PKepax.

IIpumep: Ilociie 3aKpBITUA CIAEJNKH OTIPABJANTE KJINEHTY KOPOTKyIo dopmy: - Kak Bam paGora ¢ HamuMm MeHemkepoMm (umsa)? - Yrto Bam

TOHPABIWJIOCH? - UTO MOKHO YJIyUIIUTE?
Jlyudrvie OT3bIBBI IOKA3bIBANTE HA IIAHEPKAX, IyOJIUKYHTE B KOPIIOPATHBHOM Yare.

AddexT: MeHeKEP BUAUT, UTO €ro paboTa IeHUTCA He TOJIBKO BHYTPU KOMIIAHUH, HO M KJIHEHTaMHU.

5.2. YyacTue B IPOAYKTOBBIX pelIeHUuAX
Wpes: npusiieKkaiiTe MEHEIXKePOB K 00CYK/IEHUIO IIPOYKTa.

IIpumep: Pa3 B mecsan — Berpeua «Product & Sales Sync», rne menemkeps! aensates ¢uabekoM OT KaueHTOB: - Kakue ¢uun mpocst - Kakue

BO3pa*X€HUA IIOBTOPAKOTCA - l'[oquy IIPOUTPbIBAEM KOHKYPEHTaAM

AddexT: MeHeKePHI YyBCTBYIOT, YTO MX MHEHHUE BJIHAET Ha IPO/IYKT, @ HE IIPOCTO «IIPO/IAIOT TO, YTO ECTh».

6. lIzamepeHne HeMaTepHUAJIbHON MOTHBAININ

6.1. eNPS (Employee Net Promoter Score)

®opmy.aa: «I1o mkase oT O 710 10, HACKOJIBKO BEPOSITHO, YTO BBl [IOPEKOMEH/TyeTe Hallly KOMIIAHUIO KaK MeCTO PabOThI CBOUM JIPY3bsIM?»
* 9-10 — Promoters (mpomoyTepsr)
o 7-8 — Passives (HelTpasbHbIE)
e 0-6 — Detractors (kpuTuxmn)

eNPS = % Promoters - % Detractors

Hopma: - < 0 — IIpo6iemsr - 0-30 — Cpenine - 30-50 — Xopo1io - 50+ — OTIUYHO

Kak ucnosib30BaTh: onpamnBaﬁTe KOMaH/y pa3 B KBapTaJ, aHaﬂHBprﬁTe KOMMEHTapuu, BHeﬂpHﬁTe U3MEHEHUA.

6.2. Onpocsl yaosiaersopénrnocru (Pulse Surveys)

IIpuMepsI BOIPOCOB: - UyBCTBYIO JIX 51, YTO MOs paboTa umeet cMbIcia? (1-5) - [Tosrydaro Jiu s JOCTATOYHO NIPU3HAHUS 32 CBOU Pe3yJIbTaThI? (1-5) -

JloBepsiio Jint 51 cBOeMy pyKoBouTesio? (1-5) - EcTh ik y MeHs BO3MOKHOCTH /J1s1 pocta? (1-5)

Yacrora: pas B MeCAIl, 5-7 BOIIPOCOB, aHOHUMHO.
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6.3. Stay Interviews

Wpes: He xxauTe exit interview (korma uyesioBek yke yBOJIBHAETCS), IPOBOAUTE stay interview — pasroBop 0 TOM, YTO y[ep:KUBAaeT COTPYJHHUKA B

KOMIIaHUHU.

Bompocsr: - Uto Tebe HpaBuTcs B paboTe? - UTo GBI THI XOTeJI U3MEHUTD? - UTO MOXKeT 3acTaBUTh Tebs yiTu? - Kak s (pykoBoAuTesIb) MOTY Tebs

JIydlIlle HOAJIePAKUBATh?

Yacrora: pas B I10JIr0/1a, 30-40 MUHYT, OJJUH-HA-O/I1H.

7. KeHichl U3 MPaKTUKH

7.1. Keiic 1: HubSpot — kyasTypa npospausocra

Yro caenanm: - Kaxpiii kBapranm — All-Hands Meeting, rie mokaspiBaroT (GUHAHCHI, [UIAHBI, BBI30BBI (fa’ke HeraTUBHbIE HOBOCTH) - B CRM
JIOCTYIIHBI PE3YJIbTAThI BCEX MEHEKEPOB — KaXK/[bI BUJIUT, KTO CKOJIBKO 3aKpbUI - «CIIPOCH UTO YTOHO» — aHOHUMHAas (popMa, I7ie MOKHO 3a/1aTh

Bompoc CEO, otBer my6iinkyercsi B 6710re

PesyawraT: HubSpot perysspHo nomnazaer B Torn-10 «Best Places to Work» o Bepcuu Glassdoor.

7.2. Keiic 2: Salesforce — kyiprypa Ohana (cembs)

Yro caenannu: - Punocodpus «Ohana» (raBaiickoe cJIOBO «CceMbsi») — COTPYAHUKU, KJIMEHTHI, IAPTHEPHI — OJHA CEeMbs - 1-1-1 MOZIeNb: 1% equity,

1% HpOAYKTa, 1% BPEMEHU COTPYAHUKOB — Ha O1arorBopuTesbHOCTS - Volunteer Time Off (VIO) — 7 omaunBaeMbIX JHEH B O, Ha BOJIOHTEPCTBO

PesyspTart: TeKydKa B OTZAesIe IPOoAaXK — 12% (IPH HHAYCTPHATIBHON HOpMe 30-40%).

7.3. Keiic 3: Gong — data-driven recognition

Yro caenanm: - Buenpunn Al-ananus sales calls - Kax/yio Hezeno cricteMa aBromaridecku Boiiessier «Call of the Week» — sryuminii pazrosop

110 KauecTBy (He 1o pesysbraty) - Atot call pazbuparor Ha IAHEPKE, 0OCYK/IAI0T TEXHUKH

PeSyJIbTaT: MEHEeKEPhI CTa/In 60JIbIIle BHUMAHUS YAEJIATh KQ4eCTBY I1€PEeroBOPOB, a HE IIPOCTO KOJIUYECTBY. KOHBepCI/IH BBIpOC/IA HA 22%.

8. IIpakTHyecKue peKOMeH AIuu

8.1. YUek-sucr BHeEApEeHUusAa HeMaTepHaJ’leOﬁ MOTHUBaAIIUU

1. AyIUT TEKYIIEro COCTOAHUsA: posezanTe onpoc eNPS u pulse survey

2. OnpeaemTe NPUOPUTETHI: BHIOEPUTE 3-5 HHCTPYMEHTOB, KOTOPBIE PE3OHUPYIOT C BAIlleil KOMaH/I0U
3. 3amycTure NWIOT: HauHuTe ¢ Masioro (Hanpumep, Weekly Wins + Leaderboard)

4. CoGepure 06GpaTHYIO CBA3b: Yepe3 MeCsII] CIIPOCUTE KOMAH/LY, YTO pabOTaeT, 4To HET

5. Macmrragupyitre: 106aBJsiiTe HOBblE MEXAHUKHU MOCTEIIEHHO

6. U3mepaiire: orciexupaiite eNPS, Tekyuky, performance

8.2. Yro HE pa6oTaer

Ommu6ka 1: Popmasnbabie puryaasl Eciu «Weekly Wins» mpespaiaercsi B 00513a710BKy, I7Zle Bce CKy4aloT, — OTMeHHTe. JIydllle HUUero, ueM

TOKCHUYHAA UMHUTALIUA.

Ommu6ka 2: IlpusHaHue TOJIbKO Ton-niepgopmepos Eciu HarpaskaaeTe ONHUX U TeX JKe JIOZEH, OCTaJIbHble YyBCTBYIOT ceOs HEBHUMbIMU.

Haiizure KaTeropuu ayist BeeX (JIy4mInil HOBUYOK, JIydIliasi KOHBEPCHsI, CAMBIN [IOMOTAIOIIMI KOJUIEra).

Ommu6ka 3: /lek1apupyeMbie HEHHOCTH VS pPeaJbHOCTh Eciu B ieHHOCTAX HanucaHo « Work-Life Balance», a o ¢akry Bce paboTaror 1o 12

YacoB, — 3TO YHHUUYTOXKAET OBEPHE. JIquIe YeCTHO IIPU3HATh: «Y Hac XapAKOp, HO MBI IUIATUM TOII-PBIHOK».
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8.3. Kak coBmenmats MaTepUuaJIbHYI0 U HEMATePUAJIbHYI0O MOTHBAIHIO
TIpaBmIo: cHavasIa 3aKpoiTe 6a3y (KOHKypeHTHas 3apILIaTa, CIpaBeJIuBble GOHYChI), HIOTOM H00aBIAliTe HeMaTepHAIbHOE.

Anajsiorus: nmupaMuzia MaC]IOy. Ecnu 4desoBek He MOXKET OIIATUTh HUIIOTEKY (6&30Baﬂ HOTPB6HOCTL), HUKaKHWE «SMBbICI» U «IIPU3HAHUE» He

IIOMOTYT.

Ho: xorna 6aza 3aKpbITa, UMEHHO HEMAaTEpUAJIbHOE OIIPpENEIAET, OCTAHETCA JIU TOII-MEHE/IPKEP Y BaC UIn yﬁHéT K KOHKYPEHTY 3a +20% K 3apIuiare.

9. HacTble BOIIPOCHI

Q: Kak MOTUBHPOBaTh YAATEHHYIO KOMAaH/AY, €C/IM HeT O(UCHBIX PUTYaJI0B (TOHT CAEIKH, focKa auaepoB)? A: [lepenecure B digital:
Slack-60T, KOTOPBII MOCTUT KaXKIYH0 CAENIKY B KaHau #wins, BupTyanbHbiil leaderboard 8 CRM, Zoom-TyCOBKU pa3 B HEJEJII0, €XKEKBAPTAIbHbIE

offsite'sl 7151 JKUBBIX BCTped.

Q: YTo Aes1aTh, €c/I KOMaHAA IMHUYHAA U HE BEPUT B M cCHIO koMmmaHun? A: Haunure ¢ yectHoctu. Eciu IpoAyKT Tak cebe, He Hy»KHO
JiesIaTh BUJ, YTO BBl MeHsieTe MUp. Ho MOXKHO HAHTH MHKpPO-CMBICT: « MBI IIOMOraeM MajioMy GH3Hecy aBTOMaTH3HPOBaTh pyTHHYy». [Iioc hoxyc Ha

JIPYTHX MOTHBATOPAX: POCT, KOMaH/1a, YeJUIEH/KH.

Q: Kak ObITh, eciu Olo/zkera Ha offsite'sr m o0yuenue HeT? A: EcTh OeciuiatHble/feméBble anprepHaTtuBbl: - Weekly Wins — o py6. -

MenropcrBo — 0 pyb6. - [Iy6iununoe npusHanue — O pyod. - I'nbkuii rpaduk — 0 py6. - JIOCTYI K BHyTpeHHUM 3amucsaMm calls — o py6.

HEH]:I‘I/I — He I1IaBHOe. [ 71aBHOe — BHUMaHUe PYKOBOAUTEIIA 1 aTMocd)epa.

3akJaroueHue

HemarepuanpHasg MoruBauusa — 3T0 He «wmArkud HR-duadpd». D10 crparerndyeckuil HMHCTPYMEHT YyJepKaHUA TaJAHTOB, IOBBILIEHUS

BOBJIEUEHHOCTH U ITIOCTPOEHHST KOMAH/[bl, KOTOpast paboTaeT He TOJIBKO PAJiU /IeHeT, HO U pa/iu 00IIel esu.
TpH IJIaBHBIX BBIBOJA:
1. /IeHbru — HEO0X0AUMOE, HO HEJTOCTATOYHOE YCJIOBHE. [[0ciie onpe/1eIEHHOTO YPOBHS JOX0/A JIIO/IA UIIYT CMBICII, POCT, IPU3HAHUE.

2. KyJabTypa nmpojazk cTpouTcs HAa IEHHOCTAX M puTyaiax. He mexnapupyiite — Bomromaiite. He uMuTHpYyHiTe — BHeZApPANTE TO, YTO

Pe30OHUpYeT C KOMaH/I0MH.
3. I3mepsiite u urepupyire. eNPS, pulse surveys, stay interviews — sTo Bamu MeTpuku. Ecjii oHE pacTyT — BbI Ha IPAaBUJIBHOM ITYTH.

B cienyomem ypoke Mbl HEpeHIEM K PeryJApHOMY MEHEHKMEHTY: Kak IPOBOAWTH IUIAaHEPKH, 1-on-1, pipeline review, 4ro06bl KOMaHzAa

pa60'ra.71a KaK 4achel, a Bbl HE IIPEBPATU/INCh B MUKPOMEHE/PKepa.

JlomalHee 3ajaHue:

1. IIpoBemuTe ompoc eNPS B cBoeil komaH ie (J1aXKe ecii 9TO 2-3 YeI0BeKa)
2. BeibepuTe 3 HHCTPYMeHTa HeMaTepHaJbHOU MOTHUBAIIMK U3 yPOKa, KOTOPbIE MOKeTe BHEJIPUTH B Ouirkaiiiuii Mecsry (6eCcriaTHO UId OYTH

GecIuIaTHO)
3. Bartanupyiire epssiii Weekly Wins Ha aTy nsTHUILY

4. Hannmire yepHOBUK «L[eHHOCTEN KOMaH/IbI IPOAIAzK» (3-5 IyHKTOB) — YTO ISl BaC Ba’KHO B paboTte

HGJII)I Ha4vaTb CTPOUTD KYJIbTYpy, B KOTOpOfI JIIOOU XOTAT paﬁOTaTb, a He IIPOCTO «SapaﬁaTbIBaTI) Ha JKU3Hb».

I'naBa 16. PeryiapHbIA MEHEXKMEHT: IVIaHEPKH, 1-0n-1, pipeline review

BBeaenue
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Pery/isipHBIIl MEHEP)KMEHT — 9TO OCHOBA YIIPABJIEHHsA OTeJIOM Ipoziax. be3 cTpyKTypHPOBAaHHOU CHCTEMBI BCTped, IIPOBEPOK U 0OpPAaTHOH CBA3U

Jla’ke caMble TaJIaHT/IMBbIE IIPOIABIIBI TEPAIOT Q)OKyC, a PYKOBOAUTEJIb TEPAET KOHTPOJIb HaZ{ cm’yauueix’l.

B aToM ypoke MbI pazbepeM TPHU KJIIOUEBBIX MHCTPYMEHTa PEryJspPHOr0 MeHe/kMeHTa: - IlnaHépku (team meetings) — cHHXpOHH3AUUSA
KOMaH/[bI, OOMEH OIBITOM - 1-0N-1 BCTPeUYH — HHAUBHIyaJIbHAsA paboTa ¢ KaxAsIM MeHemxepoM - Pipeline review — neranbubiii pas6op

BOPOHKHU KaX/10T0 IIpoAgaBua

3aueM Hy:»K€eH PeryJisipHbII MeHe ;KMEeHT?
1. KoHTpOoJb 6€3 MUKPOMEHEeIKMEHTAa — Bbl BU/IUTE KapTHHY, HE BMEIIUBAACH B KAXKIYIO CAETIKY
2. PaHHee BbIABJIEHHE POGJIEM — 3aCTPABIINE C/IEJIKH, I€MOTUBALMS, KOHDIIUKTBI
3. O6meH best practices — ycrielHbie Kelchl CTAHOBATCS JIOCTOSTHHEM KOMaH/[bl
4. PazBUTHE MEHEIKEPOB — Pery/IApHas 06paTHAsA CBA3b BMECTO IOJIOBBIX aTTECTAIH

5. IIpeackasyeMocCTh — TOUHbIH forecast u Imy1aHUpOBaHIE pecypcoB

ILnanépku (Team Meetings)

Tunsl IVIAaHEPOK

1. ExxeqaeBHasn stand-up mwianépka (10-15 MUHYT)

Bpems: YTpo, Hauasio pabovero aHs (9:00-9:15)

®opmar: - Bee crosar (mosromy "stand-up'") — aT0 orpaHHuuBaeT BpeMs - Kaxaplil MeHeKep OoTBeuaeT Ha 3 Bompoca: 1. UTo ciesaHo Buepa? 2.
Yro mwranupyercs cerogusa? 3. Ects u 6510keps1?

IIpumep:

Meneppkep: "Buepa 3akpbul cuenky ¢ ABC Corp Ha 15K, nposen pgemo mmst XYz Ltd.
Ceropssi OTHpaBisito loroBop ABC, co3BaHuBaroch ¢ CEO XYZ [ IeperoBOpoB IO LEHE.

Brnokep: HyxXHa NOMOIIbL IOPUCTA C HECTAHJAAPTHLIM IYHKTOM B jloroBope ABC."

HpaBnna: - He Gosiee 2 MUHYT Ha 4Y€JIOBEKa - Huxkakux L[I/ICKyCCI/Iﬁ — JeTaJIi IEPEHOCATCA B OTAE/IbHbIE BCTPEUH - (DOKyC Ha HeﬁCTBI/IHX, a He Ha

pacCy’KAeHHAX

Korza HE Hy:xHa: - KoMaH/ia MeHbIIIe 3 YeJIOBeK - Bee paboTaloT yZjayleHHO B Pa3HBIX YacOBBIX Hoscax - [Ipogaxu oueHs gonrue (B2B enterprise

C [UKJIOM 6+ MeCsIIEB)

2. E:xxeHenenpHasn sales team meeting (45-60 MuHyT)
Bpems: [ToHeeIbHUK YTPO WK MSATHUIA OCIe 06eza

®opmar: 1. Utoru Hegean (10 MuH) — nudpsl, BelnonHeHue IwiaHa 2. Keiic oT Ton-mepdopmepa (15 MuH) — pa3bop yCIeNIHON CAEIKH 3.
Pa36op npolGiaemMHOi curyamuu (15 MHH) — KakK KOMaHJa pemmiaa 6bl 4. AnaerTsl Npoaykra/mapkerudra (10 muH) 5. Iltan Ha
CJIEAYIOULYIO HEAE IO (10 MUH)
IIpuMep CTPYKTYypHbI:
09:00 - 09:10 MHroru Hepenu

- Ilman: 100K, dakr: 87K (87%)

-3 KPYINHBIE CIIEJTKN 3aKPBITHI

- Ilpobnema: Hu3Kmit conversion Ha srame gemo (15% BmecTo 25%)

09:10 - 09:25 Keiic or Mapunbl
"Kak s 3akpbuia cpenky ¢ FinTech crapranom 3a 2 Hepean"
- Bonbio 6bu10 HE TO, YTO OHHU TI'OBOPUIIN
- Discovery BONpPOChI, KOTOpbIE OTKPbLIM peaqbHylo Npobiemy

- Kak o6onmma Bospaxkenue "pgoporo”

09:25 - 09:40 Pa3bop mpoOnembl: JIM] MONYMT HEENIO IOCIe JEMO

— Kaxppiit npepiaraer cBoil Mmogxop
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- O6cyxmaeM, 4TO CpaboOTANO y KOro

— JloroBapusaemcs o eguHoM follow-up wabiaoHe

09:40 - 09:50 AnpuenTsl
- Hosas c¢uva g AI-aHammsa (MOKaXHTE Ha JEMO)
- MapkeTuHr 3amyckaeT BeOMHAp — HY>KHbI KeliChI OT Bac

- H3menenne B pricing: Temepb MOXeM JaBaThb CKHIKY A0 15%

09:50 - 10:00 [IInan Ha HejenO
— @okyc: joBecTM 5 3acTpsBLIMX C/leloK 1o close
- Ilpuopurer: HOBble yHfbl 3 LinkedIn KammaHum
3. MecsauHas cTrparernyeckas IjiaHépka (2 gaca)
Bpems: I1epBblil pabounii leHb Mecsa

®opmar: - [leTaJbHBI aHAIN3 DPE3YJIPTATOB MecsAlla - Pa3bop NPUYMH YCIIEXOB M IPOBAJIOB - IDIaHUPOBAaHWE HA CJIEAYIOIIAN MecAl -

CTpaTeI‘I/I'{eCKI/Ie HWHUIUAAaTUBbBI (HOBI)Ie PBIHKH, IIPOAYKTHI, IIOZ[XOZ[LI)

1-0n-1 BCTpeYH

duiocodus 1-on-1

9ro HE cTaTyc-MUTHHT IO CAeNKaM. DTO BpeMs I - PasBurus MeHemkepa - OOpaTHOU cBsA3U - PelleHus JIMYIHBIX/KaphEPHBIX BOIIPOCOB -

BbIsABIEHUA CKPBITBIX ITPO6IEM

YacroTa U IJINTEIBHOCTH

Tun MmeHe:xepa Yacrora JJINTEeIBHOCTH
Hosuuok (0-3 mecsina) 2 pasa B HeJIeJIi0 30 MUHYT
Junior (3-12 mMecsities) 1 pa3 B HeZIe0 30 MUHYT
Middle/Senior 1 pas B 2 HeJle/H 45 MAHYT
ITpoGiemHbII 2 pasa B HEJIeso 45 MUHYT

Crpykrypa 1-on-1 (30-45 MUHYT)

Yacrts 1: IloBecTka MeHemkepa (15-20 MHHYT)

IlepBoe MpaBWIO: MEHEHKED BeIET BCTPEUY, a HE BbI.

Bomnpocs! zu1s Havasa: - "UTo ThI X04elb 06cyuTh ceroiua?" - "Uro y Tebs Ha yme?" - "I'ie Tebe Hy’KHA MOSI TOMOIIH?"

TUNUYHBIE TEMBL: - 3aCTPSBIIAS C/IEJIKA, T/l HyKeH coBeT - CJIOKHBIA KIMEHT WM BHYTPEHHUN KOHGIUKT - VIIen 10 YIIydIIeHnIO IIPOIECCOB -
Kapnepubie ambunuu - Personal issues, Bausiorre Ha paboty

Yacrp 2: Bamna moBecTka (10-15 MHHYT)

Teneps BbI nogHuMaete TeMbl: - Feedback — uto et Xopol1o, 4To Hy>KHO YIyqLIUTh - PagBUTHE — KaKOIl CKUJUT IPOKAYUBAEM B 9TOM MECSIIE -

MeTtpuku — obcyx/ieHne performance (Ho He Becb MUTHHT!)
IIpumep feedback:
IInoxo:
"Tbl WIOX0 paboTaellb C BO3PAKEHUSIMH. "
Xopomo:

"5 3ameTmn, uTO KOrjla KJIMEHT TOBOPHT 'J0pOro', Thl cpasy MNpefjaraeiib CKHUIKY .

JaBait paszbepeM TexHMKy Reversing: BMECTO CKHMJKM — YTOUHSIOIIMII BOIpPOC.
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‘Joporo mno cpasHeHuto ¢ uem? ' mmu 'YTO Ut Bac 3HAUUT JOpOro? '

IlonpoGyewb Ha crlefylolMX TpeX 3BOHKAX M pacCKakelllb, Kak cpaborano? "

YacTts 3: Action items (5 MmunyT)

KoHKpeTHbI€e IOTOBOPEHHOCTH: - UTO /ie1aeT MeHeIKeD 10 CIIeAYIoIel BeTped - YTo fesaere Bbl (IOMOIIb, PECYPChI, KOHHEKTHI)

Joxkymenrupyiite! Ucnonssyiite shared doc (Google Doc, Notion) st kaxaoro Menemxkepa, rae GuKcupyrorces: - Jlara Berpedw -

O6cyskaaBinuecs TeMbl - Action items - ITporpecc o npouwisiM action items

Omubku B 1-on-1

X TIpespamars B pipeline review — /151 5T0T0 ecTh OT/Ie/IbHAs BCTpeya

X OTMEHATh WK MOCTOAHHO MEPEHOCUTH — MEHEKED PEIUT, 9TO OH He TIPUOPHTET
X ToBopuTh 90% BpeMeHH — 3T0 BCTPeua MeHe/kKepa, a He BaIl MOHOJIOT

X He roroBUTHCA — TIepe/i BeTpeyeli MOCMOTPHTE METPHKH, MPOTIBIe action items

X Wz6eraTh cJI0KHBIX T€M — ec/Ti ecTh mpobiieMa ¢ performance, obeysk/aiite ee

Pipeline Review

Yro Takoe Pipeline Review?

9TO JIeTaIbHBIN pa3bop BOPOHKHU IIPO/IaK KaXk/IOTO MEHeKepa: KaKKe CAEJIKH Ha KaKHUX 9Talax, YTO MelIaeT UX ABHKEHHIO, I/l HyKHa IIOMOIIb.

Yacrora

o EaxxeHeAeIbHO /Il KOMaH/l ¢ KOPOTKUM IUKIIOM czieniku (B2B SMB, 110 1 mecsiia)
« Paz B 2 HeaeJsH /U151 cpe/iHero 1ukiIa (1-3 Mecsia)

« E:xemMecauHO /15 JUIMHHBIX IIUKJIOB (enterprise, 3+ mecsia)

dopmar
JINTeJBHOCTh: 20-30 MUHYT Ha MeHepKepa
IToaroroBka: Menemxep orkpbiBaeT CRM, GuibTpyer cBOM aKTUBHbIE CAETKU

HOCJIe,E[OBaTeJI])HOCTb pa360pa: Ot CTapbIX K HOBBIM (caemm, KOTOpbI€ JaBHO HA OTHOM 3Tale — HepBbIe)

CrpykTypa 00CyKASHUSA KaKI0M CAETIKHI
JI7151 KaXK/T0H C/IeIKU CIIpaIlIiBaeM:

1. Konreker (30 cek)

2. KTO KJIMEHT, KAKOU MTPO/IYKT, KaKasi CyMMa

3. Ha xakoMm sTare, CKOJIbKO TaM yke

4. Cnexyromuii mar (1 MUH)

5. UTO JIOJKHO IIPOU30UTH JIJIS IBYKEHUS CIEJIKH J1asIbliie?
6. Korga sto mianmpyeres?

7. PuckH 1 6/10KepsHI (1-2 MUH)

8. UTo MOKeT ITOUTH He TakK?

9. UTo MerIaeT 3aKphITh?
10. Kto decision maker, ects i gocrymn?
11. Bama momouusb (1 MUH)

12. HyxkHo sin Baie yuactue (3BoHOK ¢ CEO, TexHIueckas sKcrepTusa)?
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13. Kakue pecypcbl Hy»kHbI (KaCTOMHOE JieMo, case study)?

IIpumep Pipeline Review

Menemkep: "ABC Technologies, 25K ARR, Ha srane Negotiation 2 wnegmem."

POIT: "Yro Mmemaer mopmucarh? "

Meneppkep: "CFO xouer annual payment, a Mbl npeioxmm quarterly. OHM roTOBbI

Ha annual, HO npocsT cKuiKy 10%."

POIl: "KakoBa Hama moimtuka mo annual discount?"”

Menepxep: "Jlo 8%, HO g gymaio, 210 deal-breaker musi Hux."

POIT: "Okeit, Tbl MOXellb JaTh 10%, €ClM OHM MOANKCBHIBAIOT [0 KOHLA HEJesH .

UYro eme HyxkHO jusi close?"

Menenkep: "Security questionnaire or mx IT. S yxe mepecnan Haieil KOMaHfe,

XKJIeM OTBETOB. "

POIl: "5 nmuramyn CTO, orBeThl OyayT cerofHs. Next steps?"

Menepkep: "Iomywatro security answers cerofusi, OTnpasimsito um. 3BoHio CFO B cpefy,

npejarato 10% 3a MOAMMcaHue 10 MSTHULBI. "

POIl: "Ommmuno. Mark it 'Commit' B forecast. Caepyromas cpenka? "

Pipeline Health Metrics

Bo Bpemsi review obpalnaiiTe BHUMaHuUe Ha:

Merpuka Hopma
CaeJiok B pipeline 10-20 aKTUBHBIX
CpenHuii BO3pacT CAeJIKn 2-4 HeJlenu
3acTpABIINX HA O{THOM TaIme <20%

Close rate 20-30%
CpenHuii yex ITo nnany

TUumbI CAEJIOK AJIA O0CY:KIASHUA

KpacHsbiii ¢uiar
<5 Wik >30

>8 Hezmenb

>40%

<15%

ITocTossHHO MeHbIlle

IIpuopurer 1: 3acrpasmue (stale deals) - Ha oxnom sranme >2x cpexpHero BpeMeHH - HeT akTHBHOCTH Gosiblile Heziesnd - IlocTOSHHBIE

IIEPEHOChI BCTPEY KJIINEHTOM

IIpuopurer 2: Kpynusie caeaxu (big deals) - Brimne cpegHero ueka B 3+ pasa - Strategically important xiamenTs! - TpeGyoT ocoboro

BHUMaHUA

IIpuopurer 3: Cxopo close (near-term) - Ha srare Negotiation wiu Contract - Expected close B Teuenue nezmenu

He oGcy:xaaem noapo6Ho: - Czenku Ha panHeM srarne (Qualification), koTopsle JBUKyTCA HOPMAIBHO - COBCEM MEJIKHE CIEJIKH, ECIIH BCE U/IET

II0 T1any

Forecast u Commit

Pipeline review — a1o ocHoBa /1151 forecast (mporHosa npozak).
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Kareropuu forecast

ITocse review KaxKzad c/iejika moMedaeTcsa OZ[HOﬁ U3 METOK:

Kareropusa BepoaTHoOCTH Kpurepun

Commit 90%+ Verbal agreement, Tos1bK0 Gymaru moamnucaTh
Best Case 60-80% CusibHBII HHTEpeC, GI0/IKeT ecTh, timeline sicen
Pipeline 20-50% Qualified lead, no manexo mo close

Omitted <20% Huskas BEpOSITHOCTD, HO fepskuM B CRM

Weekly Forecast Meeting
ITocste Bcex MHAMBUAYaAIBHBIX pipeline reviews npoBoaute o011y Berpeuy (30 MUH):

1. Kaskziplil MeHe kep HazbiBaeT cBoit Commit (4To TOUHO 3aKPOETCs Ha 3TOH HeJiesie)
2. O6¢cyxaere Best Case (4To MOXKET 3aKPBITHCS IPH OJIATOIPHUSATHBIX YCIOBUSX)

3. Bt dopmupyere o61mii mporuos aist leadership
IIpumep:

Ilnan wa Hememo: 100K

Commit:

— Menepkep 1: 25K (2 cpenku)
- Menempxep 2: 15K (1 cpuenka)
- Menempkep 3: 30K (3 cpuenku)

UTOI'O Commit: 70K (70% or maHa)

Best Case (/IONOJHUTEJBHO) 3
— Menekep 1: +10K (1 cheika MOXET 3aKpbIThCSl JJOCPOYHO)
— Menekep 2: +20K (KpynHas cfielKa Ha TpaHu)

HUTOI'O Best Case: +30K

Ipornosz: 70-100K (70-100% BbINOJHEHMs NiaHa)

Jucaummuaa Commit

Ba:kHo: Ecin MeHemxep HaspiBaeT cfenky "Commit”, oHa moJskHa 3akpbeIThea. Ecmm cpenku u3 Commit peryyiipHO He 3aKpPBIBAIOTCA, 9TO

npobsema:

. MeHemKep He oHuMaer readiness KneHTa

o Wnu HaME€pPEeHHO 3aBbIIIAeT IIPOTHO3

IIpaBuio: >80% caestok n3 Commit JO/KHBI 3aKPBITHCA B 3asABJI€HHBINA CPOK.

HNHCTPpYMEHTHI /I PETY/ISIPHOTO MEHEeKMEeHTa

CRM kak oCHOBa
Bce pipeline reviews crpositest Ha gaHHBIX 13 CRM:

« Salesforce — cranjapr /uist B2B, MoliHas aHaTUTUKA

« HubSpot — npouie, noaxoaut aus SMB

« Pipedrive — Busyanbuslii, yno6Hbli pipeline view

¢« AmOoCRM — nomnysspHa B CHT', nHTerpanuu ¢ pocCUHCKUMU cepBUCAMU

O6si3arenpHble TIOJIsA [Tt Kaxkaou caenku: - Expected Close Date — xorjia mianupyercsi 3akpoitie - Next Step — uro gasnsine - Decision

Maker — xTo moanuceiBaer - Stage — Ha KakoM 9rare BOpoHKH - Last Activity Date — xorza nociennuii pas 6511 KOHTAKT
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Kanenmaps Berpeu
3apesepBUpyliTe BpeMs B KaJIeH/Iape Ha MecAlL| BIIEpe.:
HpHMep JUIA KOMAaH/Ibl U3 5 MEHEZKEPOB:

TToHeseNbHIUK 2
09:00-09:15 Stand-up masépka (BCs KOMaHja)

10:00-11:30 Pipeline reviews (3 MeHejkepa nmo 30 MuH)

Brophuk :
10:00-11:00 Pipeline reviews (2 MeHemxkepa)

14:00-14:30 1-on-1 c MmeHemkepoMm 1

Cpepa:
14:00-14:30 1-on-1 ¢ MeHeKepoM 2

15:00-15:30 1-on-1 c meHemkepoM 3

Yersepr:
10:00-11:00 Forecast review (Bcsg KomaHnjia)

14:00-14:30 1-on-1 c meHemkepoM 4

ITstHua @
13:00-14:00 Weekly sales team meeting

14:00-14:30 1-on-1 ¢ MeHempKkepoM 5

JlokyMeHTanusa

Benure shared documents:
1. Team Meeting Notes — Notion wiu Google Doc ¢ 3anucsimu Beex IIaHEPOK
2. 1-on-1 Docs — OTHeIbHBIN TOKYMEHT /ISl KAXKIOTO MEHe/Kepa

3. Forecast Tracker — Ta6iuia ¢ mporaosamu 1o Heziessim (hakT vs 1iaH)

4. Win/Loss Log — 1iouemy BbIUTPaIK/ IIPOUTPAIIA KPYITHBIE C/IETKH

Apanranusa noja pasmep KOMaH/IbI

KomaHjga 1-2 yejioBeka

« Stand-ups He Hy»>KHBI — IPOCTO GOJITAaeTe B TEUEHUE JAHSA
e 1-0n-1pas B HeJIeJI0, 20 MUHYT

« Pipeline review BCcTpoeH B 1-0n-1

KomaHjga 3-7 yeJIoBEeK

o Stand-ups 2-3 paza B HeZieJII0
e 1-0n-1pas B HEJIEJIIO C KaXK/(bIM
« Pipeline review oT/1e71bHOM BCTpeUei, exkeHeIeIbHO

« Team meeting pa3 B HezieIT10

Komanpga 8+ yesioBek
« Exenuesnsle stand-ups
« 1-0n-1pa3 B 2 HezleIu
« Pipeline reviews nposozst team leads, BbI clryckaeTech Ha yPOBEHD HIZKE

o Team meeting /1151 Bcex + OTZeJIbHbIE /UL Sub-teams
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Yacreie OIIN0OKHU

1. Berpeun pagu Berpeu

Ecsu Berpeua He faer value — ormenure ee. Cripocure komanzy: "Hy»kHa sin Ham daily stand-up win gocratouno 3 pasa B Hezemo?"

2. IIpeBpaienue 1-on-1 B pipeline review

Cnenku 06Cy)KZLa}OTC$I OT/IeJIbHO. 1-0Nn-1 — JIJIA YeJIOBEKa, a He JJIA I_II/Iq)p

3. OTcyTCTBI/Ie IMOATOTOBKHA

Ecstu BBI He TOCMOTpEJIN METPUKU MeHe/PKepa Tepe] BCTpedell — BbI TPATUTE €T0 BpeMs.

4. Her follow-up no action items

Ecnn JAOTOBOPHUJIUCH YTO-TO CAEJIaTh, & U€PEe3 HEeJIeJII0 HUKTO HEe BCIIOMHWJI — JOBEpUE K IIPOLECCy I1aZlaeT.

5. MUKpOMEHEe :;KMEHT BO BPEMs reviews
He Hazo: "A mouemy ThI TaK CKa3aJl KJIHMEHTY? A 10YeMy He [T03BOHII B cpe/y?"”

Pipeline review — 3T0 cTparerusi 1o c/iejike, a He pa3bop Kak/0ro Iara.

Yexraucr: peI‘yJIﬂprIﬁ MEHEIKMEHT HA MECAI]

E:xeHeaeapHo: - [ ] Stand-up mianépku (ecoiu koman/a >3 yesoBek) - [ ] Pipeline review ¢ kaxkzapim MeHepkepoM - [ ] 1-on-1 ¢ kakapM (win pas

B 2 HeJesu uis seniors) - [ ] Team meeting ¢ paz6opom keiicos - [ ] Forecast review mepe/; KOHIIOM He/ieu

Pa3z B mecaun: - [ ] JleranpHblil aHanu3 MerTpuk (win rate, cycle time, ASP) - [ ] Crparernueckasi miaHépka Ha 2 4daca - [ ] O6HOBJIeHUE

KOMIIEHCAIMOHHBIX IJIAaHOB (ecyin HY»KHO) - [ ] Performance review (17151 KOro Ha HCIBITATEIBHOM)

Jloxymenranus: - [ ] Bce Berpeun 3anucansl B shared docs - [ ] Action items orcseskuatorest - [ ] CRM akryasien (mposepka data hygiene)

3akJarodeHue

PerysisipHBIIl MEHE/KMEHT — 9TO He GIOPOKpATHsi, 4 ONepalMOHHAs CHCTEMa BAllero OTZesa npojiakK. bes Hero: - Bol He BuuTe MPOGIEMBL,

10K He TO3HO - MeHezKephl He TIOJIy9aioT Pa3BuThA - KoMaH/ia He CHHXPOHU3UPOBaHA

C npaBWIBHOU cHCTEMOH BCTped BbI: - KOHTpoJIUpyeTe CUTyaluio, He CTAaHOBACh MHUKPOMEHe/XKepoM - Pa3BuBaeTe KOMaH/Ay CHCTeMHO - Jlemaere

TOYHBIE IPOTHO3HI - BoBpeMs pearupyere Ha Ipo6JIeMbl
I'1aBHOE — MOCTOAHCTBO. JIydlle IpocTas cucTeMa, KoTopas paboTaeT Kax/yo HeJlesIio, YeM CJI0XkKHAas, KOTOPYIO BbI 6pPOCHTe Yyepes MecHIl.

B cienyromem ypoke pazbepeM, Kak paboTaTh ¢ "TPYAHBIME" MeHe/IPKepaMH U KOI/Ia II0pa YBOJIbHSATD.

I''maBa 17. PaGora ¢ «TpyAHBIMU» MEHEA:KEePaMH U YBOJIbHEHUE

Beenenue

He Bce MeHeKepbl — 3Be3/1bl. HEKOTOpBIE XDOHUYECKH He BBIOJIHAIOT IUIaH. JIpyrye TOKCHYHBI JUI KOMaH/sl. TpeThy noTepsuin MoTuBanui. Kak

PYKOBOIUTEJb OTZEIa IPOJAXK, BbI 6y,ueTe CTAJIKUBATBCA C «TPYAHBIMH» MEHEDKEePaMU PETyJIAPDHO.
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B srom ypoke Mbl pazbepem: - Tumbl 1pobieMHbIX MeHeqkepoB - IIporecc Performance Improvement Plan (PIP) - Koryia U Kak yBOJIBHATH -

IOpI/II[I/I‘-IeCKI/Ie U 3TUYECKHE aCIIeKThI

KiaroueBoit IIPpUHIAIIL YBoJbHEHUE — 3TO HE IIpOBaJI PyKOBOAUTEJIA. 3to IIpU3HaHue, YTO YEJIOBEK He IIOAXOAUT AJIA POJIU. Ho YBOJIBHATH HYXKHO

IIpaBUJIbHO — CIIpABEJINBO, IIPO3PAYHO, C 3a00TOH O YeJIOBEKeE.

Tunsl «TpyAHBIX» MEHEIKEePOB

1. Xpounueckuit underperformer

IIpuzHaku: - He BRINOIHAET IJIaH 3+ MecsIa MOAPsT - MeTpUKN aKTHBHOCTH (3BOHKH, BCTPEYH) TOXKe HH3KHe - HeT mporpecca HeCMOTps Ha

obyueHue

Bo3Mmo:kHBbIE NPUYUHBI: - He moaxomur jyuisi npojak (HempaBwibHbBIA hire) - Jluunbie mpobiembl (370poBbe, ceMbsi) - JleMOTHBAIMs

(BBIrOpaHue, KOHGIMKT ¢ KoMIanuei) - Iioxoii territory wiu product-market fit

Yro aesarh: 1. [IMATHOCTUKA — IOHATH NIPUYMHY 4Yepe3 1-on-1 2. IliaH yJxydimieHus — JaTh KOHKPeTHbIE METPUKH U CPOK (30-60 mHel) 3.

Hoaaepaxkka — nonoaHuTeabHoe 00yuenue, shadowing ¢ Tonom 4. PenieHue — ecyiu HeT y/IydIleHNs, YBOJIbHEHNE WIX TePEBO/, Ha JPYIYIO POJIb

2. Lone wolf (ogunouka)

Hpnsnaxn: - Xopoume Ppe3ysIbTaThl, HO HE pa60TaeT B KOMaH/Ie - I/IrHoppreT IIpOLECChI, UCIIOJIB3YET CBOU METO/BI - He nenurcsa PIH(i)OpMaHHefI C

KoJuTeraMH - KoHQJIMKTyeT ¢ MapKeTHHIOM, IPOAYKTOM, support

ITouemy omacen: - Co3jaer Hpele/eHT "paBmia He /i BceX' - JIpyrue MeHe/Kepbl KOIHPYIOT HOBE/IeHHe - YXOJ| TAaKOTO MeHe/Kepa —

karacrpoda (Bce ero 3HAHHA YXOAAT C HUM)

Yro gaenars: 1. IIpsamoii pa3roBop — 00bsCHUTH, ToueMy team play Baxken 2. Incentivize corpyaHmaecTBo — uacth 60Hyca 3a team metrics

3. arts responsibility — cziesiath MeHTOpPOM /17151 HOBUUKOB 4. Ec/IN He MeHAeTcA — YBOJIbHEHHE, JaKe eCIH II(PbI XOpoIue
IIpumep:

V¥ Bac ecth TOn-MeHe/KEP AHAPE, KOTOPBIH /ienaer 150% 1iaHa, Ho: - OTkasbiBaeTcst BHOCUTD JanHble B CRM ("s1 Bce momu0") - He mpuxozaut Ha

team meetings ("'y MeHst 3BOHKH ¢ KyineHTaMu'") - [pyOUT KoJteram U3 moIePIKKU
Be1 roBopuTe:

"Amnpipeit, Tl Ham Jyummit closer, Ho y Hac npo6nema. Korpa Thl He BHOCHIIL JIaHHBIC
B CRM, s He mory jaenatb forecast. Korga Tel npomyckaemib MiaHEPKM, KOMaHia He
yunTcsi Ha TBoMX Keiicax. Korga Tel rpy6ummnb support, OHM He XOTAT MOMOTaTh

TBOMM KJIMEHTaM «

S nonmmaro, uyTto 3TO 3aHMMaeT Bpemsi. Ho 6Ge3 3TOro Thl He MOXellb ObITh YaCTbIO
KoMaH/bl. [laBaii joroBopumcsi: MuHUMYM — CRM OOGHOBISETCSl pa3 B JieHb, ILIAHEPKU
06ﬂ3ﬂTeJ'Il>Hbl, C KOJuieraMm — YBa>KCHUE . Ecimm sT0 HEBO3MOKHO, HaM HY>XHO

00CYIUTh, MOAXOAUT 1M Tebe 3Ta KOMmaHus. "

3. TOKCHUYHBIIT UTPOK

Hpnsnaxn: - IlocrossHHO JKaryeTcs, paCipoCTpaHseT HEraTusB - Ho,uprBaeT ABTOPUTET PYKOBOACTBA - Cos,uae'r KJIaHbI 1 KOHCI)J'II/IKTI)I B KOMaHJE -

OGBUHSAET IPYTHX B CBOMX HeyzAadax (IPOAYKT IJIOXOH, MApKETHHT He JJaeT JIU/IOB)

l'[oquy Oo1laceH: - OZ[I/IH TOKCHYHBIN MEHE/PKEP MOXKET JEeMOTHBUPOBAaTh BCIO KOMaHAY - Bricokas TEKYy4YKa CpeJu OCTaJIbHbIX (xopoume JIIoa

VXOZIST U3-32 HETO)
Yro mesnarb:
BsicTpoe yBoabHeHue. TokcruHocts — 3710 He skill gap, ato culture fit issue.

Hpouecc: 1. [loxymeHTupyiflTe — 3anuchiBaiiTe KOHKpETHbIE C/Iydau TOKCUYHOT'O IIOBEAEHUA 2. O]_'[HO npeaynpexaeHue — 4eTKO OG'LHCHI/ITG,

4TO IOBe/leHHe HenpremseMo 3. Eciii moBTopsieTcss — yBoJibHEHUe

He Tsanute. Kaxaprit JIEHb TAaKOTI'0 YeJI0OBeKa B KOMaH/ie — 3TO ymepﬁ JUJTA OCTAJIBHBIX.
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4. 3Be3aa, norepaBIIasg MOTUBALUIO

IIpusHakm: - Panbuie 65u1 TOI-IepdopMepoM, ceifuac pe3y/IbTaThl MAfAIoT - MeHbllle aKTHBHOCTH, MeHbIIIe 9HTy3Has3Ma - [IpUXOJHUT BOBpeMH,

YXOIUT BOBpeMs (paHblile paboTasl I0M03/1HA)

Bo3MoO:KHbIE IIPpUYHUHBI: - Burnout — BbITOpaHUE IIOCJIE MOJITOro rnepuoga BBICOKOM Harpysku - HOCTI/II‘ IIOTOJIKA — HET pPOCTa, CKy4YHO -

JInuHbIe MPOGJIEMBbI — Pa3Bo/i, 60J1e3Hb OJIU3KHX - VIIET APYryIo padoTy — y:Ke MOPaJIbHO YIIIes
Yro aesaTh:

1. YecTHBIN Pa3roBOp "Mama, s BUXKY, YTO MOCHEHME 2 Mecslia pe3y/ibTaThl HE Takue, KaK OObIYHO. Panbuie Thl Oblla Halieil 3Be3foif, a ceilyac —

cepepusiuok . Yrto npoucxogur? Kak st mMory nomoub?"
2. BapuaHTbI penieHuA:

3. Ecoir burnout — ornyck, CHUKeHNE HarPy3KH, CMEHA TEPPUTOPUH

4. Ecoin mocTur moroJsika — nossiiienue (team lead, key accounts), HoBble 3a1a4un
5. Ecoiu inuHbIe IPoGaeMbl — ri6KoCTh B rpaduke, OAZEPIKKA

6. Ec/Ti MIIIeT HOBO€ — OTKDBITHIN Pa3rOBOP O KaPbEPHBIX IIEJISAX

7. Aepaaitn "{aBail nagum cebe Mecsn. Eciiu K KOHIYy Mecsilja Thl BEPHENIbCs K CBOMM IIOKa3aresissM, Mbl obcyauM TBOU poct. Eciu Her —

obcynum, uto Jasplie."”

5. YMHBIN JEeHTAH

IIpuzHaku: - /lejjaeT MUHUMYM, 4TOOBI HE YBOJIWIH - XOPOIIO IPOXOAUT cobecemoBanus U obydenue (ymublii!), HO He TpyauTcs - Haxomur

JIa3eKH B METPUKaX (HaIpUMep, /ieJIlaeT MHOTO 3BOHKOB, HO Bce 110 30 CeKyH/) - Beerza ects onpapjanue (JIU/IbI JI0XKE, KIIMEHTHI He OTBEYAOT)
Yto gesarh:

1. Yikecrounth MeTpukHu He mpocro "50 3BOHKOB B JieHb", a "50 3BOHKOB, M3 KOTOPBIX 10 — ¢ decision maker, cpefHsisi JJINTEIBHOCTD >5

MUHYT"
2. Pipeline accountability ExxeneznenbHblii pipeline review, rie oH 10/DKeH 00BACHUTD KAXKAYIO CIEIIKY
3. PIP (Performance Improvement Plan) Koukperusie udpsl, KOHKPETHBIH CPOK, KOHKPETHBIE II0CIE/ICTBHS

4. Ecau He meHsAeTcA — yYBOJIbHEHUE

Performance Improvement Plan (PIP)

PIP — 510 hopMasbHBIi IPOIECC YIIyUIIEHHS PE3YJIbTATOB. DTO He "MSTKOE YBOJIbHEHHE", 4 MOCIEAHHMI HIAHC.
,

Korzaa 3anyckars PIP?

o MeHe/Kep He BBIIOJIHSET IIJIaH 2-3 Mecsa IMOo/IPsi/
« EcTb ceppesnble Ipo6IIeMbl ¢ T0BeieHreM (I10cIe pe/yIpesKIeH )

. MeTPI/IKI/I AKTUBHOCTU CTAOUJIBHO HUXKE HOPMBI

He 3amyckaiite PIP, ecomm: - Menempkep paboTaer <3 Mecsies (0H ele yuures) - [Ipo6yieMa BHenTHAA (IIPOLYKT CJIOMaH, BECh PHIHOK B KPUBHCE)

- Bol camu He faBasiu feedback u momepskky

Crpyxrypa PIP
JIJINTEIBHOCTh: 30-60 aHel (/711 mpo/ia’k 06bIYHO 60)
Jdoxyment PIP BkIrouaer:

1. Texymas curyamus (c nudpamu) *°° "3a nocnenuve 3 mecsina (1ekabpb-heBpasib) TBOU Pe3yIbTaThI:
2. Jlekabpb: 60% 1aHa
3. AAuBape: 55% IaHa

4. ®eBpasib: 50% IIaHA

MeTpHKH aKTHBHOCTH: - 3BOHKOB: 25//1€Hb IIPU HOPME 40 - Berpeu: 3/Heznento mpu HopMe 8 - Pipeline: 50K mpu Hopme 150K" **°
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1. OzknxaHuA (KOHKpEeTHbIe METPUKH Ha nepuoy PIP) B TeueHue cieyromux 60 qHEH (MapT-anpesib) MbI O3KUIAEM:

Mapr: - 3akpsiTh MunuMyMm 80% miana (40K u3 50K) - 35 3BOHKOB//1eHb - 6 BcTped/Hezests - Pipeline muanmym 100K K KOHITYy Mecsinia

Arnpeib: - 3akpbITh MUHUMYM 90% 11aHa (45K us 50K) - 40 3B0HKOB//ieHb - 8 Berpeu/Hesess - Pipeline muanmym 150K K KOHILy Mecsiia

1. Iloaaep:xKa co CTOPOHBI KOoMIaHuH  "UTO MBI Zie1aeM /JIs TBOETO ycIexa:
2. ExxeneziesibHbIe 1-0n-1 (KaXK/IbIi IIOHEIEIbHUK)

3. Shadowing ¢ Auznpeem (Ton-nepdopmep) — 5 3BOHKOB

4. JlononHuTebHOE 00yueHue: Kype 1o discovery calls

5. [lppopuTeTHBIE TUABI OT MapkeTuHra" *

6. ITocaexcTBUA "Eciu K KOHLY anpesis METPUKM HE JOCTUTHYTbI, Mbl NPUMEM PELICHHE O NMpeKpaleHun COTpy/HMUYeCTBa. "

7. HOI.[I'[I/[CPI MeHe/:pKep U PYKOBOAUTEJID IIOAIINCHIBAIOT JOKYMEHT.

IIponrece PIP
Hepesa 0: 3amyck - Berpeua 1-on-1, r/1e Bbl 00bsACHAETE CUTyaluIo - Bpydaere fokymeHT PIP - O6cy»x/1aere, 4TO MOXKHO C/IeJIaTh IS yerexa
Hepesu 1-8: Mcnotnenne - Exxenezienpuble check-ins (o6si3atespubl!) - OteseskuBanue MeTpuk B real-time - Feedback u coaching

Hepeua 9: Pemenue - torosast Berpeva - Eciiu metpuku gocturaytsl — off PIP, npozomkaem paboty - Ecin HeT — yBOJIbHEHHE

Tunuusble ook B PIP

X Hepeanucruunsbie meau "Tol Iean 50% MiaHa, Ternepb jeait 120%" — 3To IpoBast Mo Ausatiny.
IIpaBuiIbHO: HOCTeNeHHOe yBesnuenue (80% — 90% — 100%)

X Orcyrereue noaaep:xku Jlanu PIP u 3a6b11u. MeHeKep 4yBeTByeT ce6sl GpOIIEHHbIM.

ITpaBHIIBHO: exXeHe ieIbHbIE BCTPEUH, OIIOJIHHTEIbHOE 00ydeHre, MEHTOPCTBO

X PIP xak ¢opMaJbHOCTh Iepes yBOTbHeHneM Eci BB yrke PelIiIi yBOJTbHATD, He TAHUTE — YBOJbHSHTE.
ITpaBusnbHO: PIP — 5TO peasyibHbIH MIAHC UCIPABUTHCS

X PazmbIThle METPUKH "YJIyullIUTh PE3YIHTAThL — UTO STO 3HAUUT?

ITpaBHJIBHO: KOHKPETHBIE IIU(PBI, KOTOPbIE MOXKHO H3MEPHTh

Koraa yBobHATH HeMeaIeHHO (0e3 PIP)

Ectb cutyanuu, xorga PIP He HyxeH:

1. I'pyObIe HapyIeHUS

« MomenuuuectBo (banbcudukanys ganabix 8 CRM, fake deals)
« Kpazxka (xrenTckoii 6a3pl, confidential info)
« XapaccMeHT (ceKkcyasbHbIe JJOMOTaTeIbCTBA, OyJIIMHT)

« HapymeHue 3akoHa (B35TKH, OTKAThHI)

JleitcrBue: HemesieHHOE OTCTPAHEHHE, CIIyKeOHO€e PACC/Ie/IOBaHUE, YBOJIbHEHHE.

2. Kputnueckada TOKCUYHOCTD

« IIy6smaHOe ockop6IIeHHe PyKOBOZCTBA UK KOJITIET
« HamepeHnHbIl caboTask (Hanpumep, CJIUI KJIMEHTOB KOHKYPEHTY)

« YTPO3bI B aJIpec KOJIIET

JleiicTBue: YBOJIbHEHHE B TOT K€ JIEHb.
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3. IIpoBas1 HCHIBITATEIBHOTO CPOKA

Ecnn MEHEe/PKEep Ha UCIIbITaTeJIbHOM (HepBLIe 3 Mec;{ua), U OYEBUJIHO, YTO OH HE IMOAXO/IUT — yBOJIbHHﬁTe 6e3 PIP.

ITpu3HAKU IPOBaJIA UCIIBITATEIBHOrO: - He 3aKpbUI HU OIHOU cieIku 3a 3 MecsAna - He Mosker ocBouTs 6a3oBble HaBbIkK (CRM, product knowledge)

- Kynprypubiil Muchut (KOH(IUKTYeT ¢ KOMaHAOH)

Kaxk IIpaBUJIBbHO YBOJIBHATH

IToaroroBka

1.

2.

3.

4.

5.

6.

7.

8.

9.

10.

11.

12.

JOoKyMeHTanusa
Hcropus performance (METPUKH 3a IOC/IE/IHIIE MECSIIBI)
Banucu 1-on-1 u feedback sessions

PIP noxymenr (ecsiut 6b11)

KoHnkpeTHble mpuMepbl IpobiemM

IOpuanueckas npoBepka

IIpokoHcynpTUpyiiTecs ¢ HR/1opucrom

V6enurech, 4TO yBOJIBHEHHE 3aKOHHO (0COGEHHO B CTPaHaX C 3aLIUTON paGOTHUKOB)
IlnaH KOMMYHUKAIIHA

Kak 00bsICHUTH KOMaH/IEe
Kro GepeT KIMeHTOB YBOJIBHIEMOTO

Iocrymsl (CRM, email, Slack) — OTK/IFOYHTE B /IeHb YBOJIbHEHHUS

Bcrpeuya 06 yBosIbBHEHUH

Bpems: Hauaso Hezenu, yrpo (He nmsaTHUIA Beuepom!)

Kro yuactByer: - Bl (ipsimoii pykoBoauress) - HR (eciu ects) - Menemkep

dopmar: 15-20 MUHYT

CTpyKTypa pasropopa:

1.

NS

N

Cpa3sy k cyTH (1iepBble 30 CeKyH/) "Msan, crmacu6o uyro mpumen. $I npuraacun Tebs, 4TOObI COOGLWMTBL: Mbl MPEKpALaeM TBOKW paboTy B KOMIAHWM .

Ilocnepnnit pabounii ileHb — cerojHsi. "

IIpuuuHa (1-2 MHHYTHI) "Mbl sanyctumn PIP 2 mecsua Hasal. Llenn Gbuia — 80% miama B mapre u 90% B ampene. ®Pakr: 55% B mapre, 60% B
ampesie. MeTpUKM aKTHBHOCTH TOXE HE JOCTUTHYTbl. Mbl jamu Bce BO3MOXHOCTU (0Oyuenune, shadowing, mnpuopureTHble IMibl), HO pe3ylbTaTa HeT.

IToaTOMY MBI NpPUHSIM pELIEHUE paccTaThes.

. leTayi yBOJIbHEHUA (2 MUHYTbI)

BrixojiHoe mocobue (eciiu ecTb)

. Heucnosip3oBaHHBIN OTIIyCK

Bosspar o6opyznoBanust (HOyTOYK, TeedoH)
PexomeniatessbHOE IUCHMO (€CIIN YMECTHO)

Caepyrourue maru (1 MUHYTa) "HR NOMOXET C JIoKyMeHTamu. TBOM KIMeHThI GyiyT nepefiabl Mapun u AHApelo, Mbl yBelOMMM HX cerofus. JlocTyn

K CRM m email OyjieT 3akpbIT CErofHsi BeuepoM, HO y Tebs OyaeT BpeMs COXPAaHUTb JMYHbLIE KOHTaKThbI.'"

YesroBEUYECKOE CI0BO (1 MHHyTa) "VlBaH, s NOHMMalO, YTO 3TO TsKeno. Ilpojaku — He Uit BCeX, M 3TO HOpMaibHO. ThI XOpOLIMII YeloBeK, HO

3Ta posib He TBOs. S1 yBepeH, Thl Haiijiellb TO, YTO MOAXoauT Tebe OGonbiie. Ecnm HyHa pekoMeHjauust st Apyroil cdepbl — st Hanmmy . "

Yero HE gesiath Ha BcTpeue

X Hoarue mpemoauu "Kaxk mena? Kak sexogabie? KeraTn, MHE Hy’KHO ¢ TO60H TOTOBOPHTE..."

Cpasy K AeJry. DTo IIposBIeHNe yBaKeHHA.
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X UzBuaenus "MHe Tax ’KaJjb, 4 He XOTeJI 3TOTO eJaTh, HO..."

TBepaoCTh. ITO Ballle pENIEHNE, BbI 32 HETO OTBEYAEeTe.

X OGcysxaenue DTo He TIeperoBopsl. Perenue MpuHATO.

Ciayniaiite, i 4eJIOBEK XOUYeT BbICKa3aThCsl, HO He MEHsIATe PellleHue.
X OGemanus o Gyaymem "MosxeT, Korjia-Hu6y b Mbl CHOBa opaboTaem..."

YecTHOCTbD. ITO KOHEI PA00YNX OTHOIIEHUH.

ITocne yBosibHEeHUA
B A€Hb YBOJIBHCHUA:

1. Berpeua ¢ komMaH/0¥i (15 MUHYT) "Komamia, xouy coobumrh: MBan Gonbile He paGoTaeT ¢ Hamu. Mbl MPUHSIM 3TO pelleHde MO pesyjbraTam

performance. Ero kmuents! mepefanbl Mapum u Amgpeio. Ecim ecth Bompockl — 3ajjaBaiire. "
He roBopure: - Jletanu (nudpsl, npudaunsl) — 910 confidential - Heratus npo VBana — 910 HeIpodecCHOHAIBEHO
1. YBemomurs KanmeHTOB Email ot HoBoro menemzkepa: *** Tema: Your account manager update
"Hi [Client],

I'm reaching out to let you know that I'll be your new point of contact at [Company]. Ivan has moved on to other opportunities. I'm already familiar

with your account and excited to continue our partnership.
Let's schedule a quick intro call this week?

Best, Maria

1. OTKJIIOYUTH AOCTYIIBI
2. CRM, email, Slack, Bce BHyTpeHHUE CUCTEMBI

3. Ynanuts usz komanbl LinkedIn Sales Navigator (eciiu 6511 J1ocTyIr)
B ciexyroniye gHm:

1. 1-0N-1 ¢ OCTAJIBHBIMHU MeHe:KepaMu [IpoBepbTe, KaK yBOJIbHEHHE MTOBJIMUSIO HA MOPAJIbHBINA yX. YOeAUTeCch, YTO HUKTO He maHukyer ("SI

cnenyromuii?").

2. Anastu3 [louemy 5TOT 4esIoBeK He cpaborasicsi? YTo MOXKHO yIydInuTh B Haiime, onboarding, meHexkMeHTe?

IOpuanyeckue acreKThl YyBOJIbHEHUA

B Poccun

o ITo nHUnMaTuBe padoroaare (cr. 81 TK PO):
« CokpalieHue

« HecooTrBeTcTBuE JOKHOCTH (IIOC/IE aTTECTAIN)
« I'pyboe HapyieHue (IPOTYJI, IbSHCTBO, XUIEHHE)
« IIpounenypa:

o Ilpenynpesxzenue (IMCbMEHHOE)

o OOBsACHUTENBHAA OT PAOOTHUKA

« IIpukas 06 yBOJIbHEHIH
o BbImarel B IeHb YBOJIbHEHUS
« BbpIxogHOE mMocooue:

o Ilpu coxparieHun — 1 cpefHui 3apaboToK

o Ilpu coryiaieHuy CTOPOH — JIOTOBOPUTECH (OOBIUHO 1-2 OKJIA/A)

129



B CIIIA (At-will employment)
* MOKHO yBOJIUTb B 11060 MOMeHT 6e3 00bsacHeHus npuuuH (kpoMe discriminatory reasons)

o Ho syuiiie uMeTh JOKYMEHTAIHIO Ha crydaii lawsuit

B EC

o CuibHas 3amura paGOTHUKOB
« IIpouenypa yBOJbHEHMsI CTPOTO peryiaMeHTHPOBAHA
« OO6s3aTesIbHBI IPeAyIpeXxKAeHus u performance reviews

o KoHcysbTHpYiiTech ¢ MECTHBIM IOPUCTOM

Bcerga npoBepsiiTe MECTHOE 3aKOHOATEIHCTBO!

YBosbHeHHuE TON-IEphOpMepa

Wnorna IIPUXOAUTCS YBOJBHATD JaXKe 3BE€3/1 — U3-3a TOKCUYHOCTH, KYyJIbTYPHOTO MHC(i)I/ITa, IATUYECKUX HapymeHm‘/’L

IIpumep: TON-MeHeAKeP, KOTOPbIi BPET KJINEeHTAM

Anjipeit nesaer 200% miana. Ho BbI y3HaAIH, 4TO OH obeniaeT KineHTaM (GyHKIUY, KOTOPBIX HET B Ipo/yKTe. Koryia KJIneHTs! 9T0 00HApyKUBAKOT —

oM churn'srest, ¥ peryTarys KOMIIAaHUU CTPaJIa€eT.
Penrenue: YBosbHeHUe.

l'[oquy: - KpaTKocpquaﬂ BBITO/1a (ero npo;:[a)}cn) HEe CTOUT AOJITOCPOYHOT'O ymep6a (penyTauI/m, ChllI'l’l) - Ecsint BBI He yBOJIUTE €r0, 3TO CUTHaJI

komaH/zie: "MOKHO BpaTh, €CJIU IPO/IAels”
Kak 00bACHUTH KOMaH/e:

"Anppeit Gonblie He padoraer ¢ Hamu. OH J10OMBaiCs pe3yJbTATOB METONAMHU, KOTOpbIE
NMPOTMBOPEYAT HAIIMM LEHHOCTSM. Mbl BbIOMpAaeM [OJIrOCPOYHYIO peNyTaluio, a He

KPaTKOCPOYHbIE MPOfiaXku. "

AJII)TepHaTI/IBbl YBOJIBHCHHUIO

VHOT/Ia YesI0BeK He MO/IXO/IUT ISl POJIU, HO MOJKET OBITh I|eHEeH B IPyroy MO3UIUH.

1. IlepeBos Ha APYTYIO POJIb

IIpumepsr: - Sales — Customer Success (Jiydie paboTaeT ¢ CyIIECTBYIOIIUMH KJIMEHTaMH, yeM ¢ HOBbIMH) - Outbound sales — Inbound sales

(xopo B closing, miox B prospecting) - Junior AE — Sales Development Rep (Hy»xHO 60Jiblile BpeMeHU Ha 00y4yeHue)

Koraa sTo padoraer: - YesoBek MoTHBHpOBaH U open to feedback - Ects Bakancus B apyroii komansie - [Ipo6yiema B cKujIIax, a He B attitude

2. KoHTpakT BMecTO 1mrara

Ecin MeHepkep Xopoll, HO He MoxeT paborars full-time (JinuHBIe IPHYHHBI), MOXKHO IIEPEBECTH HA KOHTpPAakT: - Part-time sales consultant -

Komuccnonnas cxema (TOJIBKO % OT CIesoK, 0e3 oKIaza)

3. JoroBopeHHOCTH 00 yxoae (mutual separation)
BmecTo yBoJIBHEHHSA — JOTOBOPUTECH O MUPHOM PACCTaBAHUM:

"MBan, Mbl 06a BMAMM, 4YTO 3TO He paboTaeT. [laBail JOroBOpMMCSi: Thl HILEIIL HOBYIO
paboTy B TedyeHMe Mecsilja, Mbl JaeM TeOe XOpPOLIYID PEKOMEHJALMIO M BBIXOAHOE MOCOOHe .

B aT0 Bpems ThI mpojoirKaemb paboTaTh, HO HArpy3kKa OyaeT CHIDKeHa.'

ILxrockr: - MeHepkep He 4yBCTBYET cebs1 BBIOPOIIEHHBIM - [Iepexo/1 KJIneHTOB 0oJiee IIaBHbBIN - MeHble PUCK Cy/1e0HBIX CIIOPOB

130



AMOIMOHAJBbHAA CTOPOHA YBOJIbHEHUI

YBOJIBHATD — TsKeJ0. Jlaxe KOTr/ia 5T0 IPaBUJIbHOE PellleHue.

JJi1 MeHe :xepa

« 970 y/1ap 10 caMooIieHKe (0COGEHHO eCIIN OH CTapasICcs)
« ®unHaHCOBBIN cTpecc (0COOEHHO eCIIN CeMbsI, KPeJIUTHI)

« CTbIf Iepes KoJyIeraMu

Jl1sa Bac (PyKOBOAUTEJIS)

« UyscrBo BuHbI ("Mozxer, 5 1110X0 06yunn?")
o Crpax koH(rKTa (0cOGEHHO IPU YBOJIBHEHUH IPYTA)

o OTBETCTBEHHOCTb 32 UyXKYIO Cy/Ib0Y

Kak cipaBiasaTbes

1. IlomHuTe: JTO OMBHEC-PElIeHHe, a He INIHOE
2. Ho nmposaB/AiTe SMIaTHIO: Ye0BeK MMeeT IPaBo Ha SMOIIMH
3. He 3araruBaiire: YeM /I0JIbIIIE TSHETE, TEM XYKe JUIsI BCEX

4. Hoppep:xka KoMaHAbI: ITocsie yBoJIbHEHHA IPOBEPHTE, KAK YyBCTBYIOT cebs OCTaBIINECs

Ecsin BaM THXKeEJIO YBOJBHATH, 3TO HOPMAJbHO. ATo 3HAYUT, YTO BBI human. Ho 3To e moBOJA HE aeJiathb 3TOro, €Cjia 3To

HEeOoO0XO0AUMO.

Yexaucrt: IIporecc paGoThI ¢ IPOGIEMHBIM MEHEZKEPOM

Aran 1: [luarnocruka (1-2 Heaean) - [ ] Ilpoananusuposats MeTpuku (He cyGbeKTHBHOE MHEHUE, a 1udpsI) - [ ] IIpoBectu 1-on-1, BBISICHUTD

npuuuHsl - [ ] [lath koukperubiil feedback

Aran 2: Koppexuus (2-4 uemenn) - [ ] [NocraBurh yerkue nenu Ha mecsn - [ ] OGecnieunts moanep:kky (oOyuenue, shadowing) - [ ]

Exenenensnbiii check-in

dran 3: PIP (ecsiu He omorJio) (60 aueit) - [ ] [Toarorosuts PIP gokymenT - [ ] Berpeua ¢ meHemzkepoMm, noanucanue - [ ] ExxkeHenenbHble

reviews - [ ] iTorosast BcTpeua Ha 60-ii IeHb

dtan 4: YBoabHeHHe (ecau PIP He nmomor) - [ ] Koncynbsranus ¢ HR/opucrom - [ ] IToaroroska 10KkymeHTOB - [ ] Berpeua 06 yBosibHeHUU - [ ]

YBenomiienue komaubl - [ ] Ilepenaua kianeHTos - [ ] OTK/II0u€HuE JOCTYIIOB

OGuruii timeline: 3-5 MecsiEeB OT IePBBIX IPH3HAKOB IIPOOJIEMBI ZI0 YBOJIbHEHUS (KpoMe ciiydaes gross misconduct).

3akJarodeHue

Pabora ¢ «TpyZHBIMI» MeHe/KepaMy — Hen30exKHas 9acTb POJIU PyKOBOAUTeEJIA OT/eJIa Mposiax. KirroueBble IPUHIUIIBI:

1. Byapre fair: [laiite denoBeky maHc ucrpaButscs (PIP), HO He 6eCKOHEYHO MHOTO IIAHCOB
2. Byapre firm: Eciu pertienne mpuHATO — HCIOJHANTE €ro OBICTPO U YETKO

3. Byzn,Te human: Ysosnbaenne — ato TAXKeJI0, HPOHBJIHI;'ITG SOMIIaTUIO
IlomHuTE: OZ[I/IH c1a6bIi UITH TOKCUYHBIH MEHE/PKEP TAHET BHHU3 BCIO KOMaHAY. YBOnbHAA €ro0, BbI 3allUIIIaeTe OCTAaJIbHBIX.

U camoe BaxkHoOe: Ecu BBl PeryJIsipPHO HaHUMAaeTe JIIO/IeH, KOTOPBhIX IIOTOM IIPUXOJUTCA YBOJIBHATh — Ipo0sieMa B BallleM IIpoliecce HalMa.

BepHHUTECH K YPOKY 2.1 U YJIy4IIUTE OTOOP.

B ciiepyromnem ypoke pazbepem, Kak CHCTEMHO 00yJaTh ¥ pa3BUBATh KOMAH/LY, YTOOBI TAKKUX MP06sieM 6bUIO MEHBIIIe.
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I'masa 18. O0yueHue ¥ pa3BUTHE KOMAaH/IbI

BBenenue

Haiim — 370 TOJIBKO Hauyaso. Hacrosmas paboTa HaYMHAETCS, KOT/Ia HOBBIM MeHe/Kep IpUXoauT B oduc (mwin 3axonuT B Zoom). Kak 6bicTpo oH

BBIIZIET Ha pe3ysbTar? CKOJIBKO c/IeJIOK OyZeT IIOTepsAHO U3-3a OMIMOO0K? YUIET JIU OH Yepe3 3 MecsAIa, HOTOMY YTO He ITOJTyIHJI HOANEPAKKH ?

B aTom ypoke mbl pazbepem: - CrpykTypy onboarding mporpammsl (epBsie 90 aHeit) - Continuous learning: kak o6ydaTh ITOCTOSIHHO - Pa3Butune

KOMIIETEeHIMI: oT Junior /1o Senior - HcTpyMeHTHI 00yuenust (shadowing, role-play,case studies)

I'maBHbII npuHOUN: O0yyeHre — 5To He event (pa3oBBId TPEHUHT), a mpouecc. Ton-komnanuu B B2B SaaS Tpatar Ha 06y4eHne mpo/iaBIoB 30-

40 49acoB B HepBbIﬁ MECSIL U 5-10 YaCOB €2KEMECAIHO MOCJIE 3TOI0.

Onboarding: nepBsie 90 gHEMH

IHouemy onboarding kputnuen?

Crarucruka: - MeHe/kepsl ¢ xopoumM onboarding BeIXOZAT Ha quota 3a 60 aHeu - MeHemkepsl 6e3 cTpykTypupoBanHoro onboarding — 3a

120+ AHEMH - 40% HOBBIX IIPOJABIOB YBOJILHAIOTCS B IIEPBbIe 6 MecsIeB (4acTo u3-3a mwioxoro onboarding)

Iess onboarding: IIpuBecT HOBOrO MeHeKepa OT "MOHATHS He UMEI0, UTO JiesIaTh" 10 "MOTY CaMOCTOSTEIbHO 3aKPHIBATH CAEIKU".

Crpykrypa 90-aHeBHOTrO onboarding

Hepeus 1: Foundational knowledge

Ilesb: ITOHATH KOMITAHUIO, IPOAYKT, IPOIIECCHI

AKTHUBHOCTH:

JleHb Yro dopmar Bpemsa
1 Welcome, team intro, setup Berpeun 4 yaca
1 Company vision, history, culture ITpesenTarnua CEO 1y4ac
2 Product deep dive (aro MbI posraem) IIpesenTanus Product 3 4aca
2 CaMOoCTOATEeIPHOE U3YUEHHUE TIPO/IYKTa TecTOBBIH aKKAYHT 2 yaca
3 Customer personas & ICP IIpesenTtanus Marketing 2 yaca
3 H3yueHue KelicoB (3-5 YCHELIHbIX CIesI0K) CamocToATeIbHO 2 yaca
4 Sales process & methodology IIpesenranus POII 3 vaca
4 CRM training (Salesforce/HubSpot) Hands-on 2 yaca
5 Shadowing (citymaTs 3BOHKH TOI-MEHEPKEPOB) Habnonenne 4 4Jaca
5 Q&A, 4TO HE IIOHATHO 1-on-1 ¢ POIT 1y4ac

Martepuaisi: - Sales playbook (mokymeHT ¢ mpolieccamMu, CKpUITaMH, JIydIIUMH npakTukamu) - Product demo videos - Case studies (ucropuu

ycrenrHbix kineHToB) - Competitive battle cards (kak nmposaBaTh IPOTHB KOHKYPEHTOB)

Pesyaprar Hemeau 1: - [ ] Moxer OOBACHUTH, UTO /ieJIa€T KOMIIAaHWsA U KOMy momoraet - [ ] 3HaeT ocHOBHbIe GHUHM NMpoAykTa U uxX value
proposition - [ ] [Touumaer sales process (3Tarnsl BOpoHKH) - [ ] YMeeT pa6orats ¢ CRM Ha 6a30BOM YpOBHE

Hepaenn 2-3: IIlpakTuka B 6e3o0nacHol cpeje

Ienn: OTpaboTaTh HaBHIKK 6€3 PHCKA /ISl pEaJIbHBIX KIIMEHTOB

AKTHMBHOCTH:

1. Role-play sessions (3-4 yaca B HegeI10)

132



BbI 11 senior MeHe/Kep UrpaeTe PoJib KJIMEHTa, HOBUYOK — IIPOZABIA.

Cuenapuu: - Discovery call (mepBsIit 3B0OHOK, BbIsiBJIeHHE TOTpebHOCTElH) - Demo presentation - Handling objections ("Cisumikom goporo”, "Ham He
nmozxout”, "Hy»xHo nmoxymars") - Closing call

®opmar: 1. Role-play (10-15 munyt) 2. Feedback (5 munyT): uTo X0por1io, 4ro yaydiuuTs 3. [IoBTOpHBI role-play ¢ yiydineHusimu

2, IIpoaykTOBasA cepruduKanmusa

Tect Ha 3HAHME IPOAYKTA: - 20-30 BOIIPOCOB 0 pudax, use cases, pricing - JloswkeH HabpaTe MUHUMYM 80% /711 IpoxoxaeHus - Eciiu He mporest —

JIOTIOJTHUTEJIbHOE U3YYEHUE U TIOBTOPHBIN TECT

3. Reverse shadowing

Temnepb HOBUYOK JIeJIaeT 3BOHKH (X0J10/{HbIe WK ¢ inbound singamu), a Bel ciayiiaere u 1aete feedback.
HauwunaiiTe ¢ jierkux jau108 (warm inbound), a He ¢ X0JI0/IHBIX 3BOHKOB enterprise KJIneHTaM.

Pesyabrat Heaexpb 2-3: - [ ] IIpomren mpoaykroByio ceprudukaruio - [ ] IIposen 10+ role-play sessions ¢ xopomum feedback - [ ] Crenan 5+

PeaIbHBIX 3BOHKOB IT0/] IPUCMOTPOM - [ ] MoxkeT camocTosTeIbHO ITpoBecTu 6a30Bbiit discovery call
Hepenu 4-6: IlepBbie caMOCTOATEIbHBIE CAETKU

Ilesab: 3aKpbITh IEPBYIO CHEIIKY

AKTHUBHOCTH:

1. BegeHue coOGCTBEHHBIX JINJ0B

Hauunaewm c: - Inbound Jauasr (KIHeHTHI, KOTOPbIE caMU MPUIIUIH) — Ipoiie 3akpbiTh - Small deals (uek HiKe cpesHEr0) — MEHBIIIE PHCK -

Renewal/upsell (cyiecTByrolye KJIMEHTHI) — yKe warm

He naem cpasy: - Kpynasle enterprise czenku - Xosoausiii outbound B HOBbIe cerMeHTSHI - CII0KHBIX KJIMEHTOB (HAIIPHMeD, TeX, KTO yXKe 0TKa3aJl

paHblIe)

2. Buddy system

Hasnauybre MeHTOpA U3 Senior MeHe/KepoB: - EsxeiHeBHBIN 15-MUHYTHBIN check-in - [ToMOIIIb ¢ TOATOTOBKOM K 3BOHKaM - Paz6op cieiok
3. ExxenenensHbie 1-on-1 ¢ POII

O6cy:xnaere: - Kakrie 3BOHKHU IIPOIIIN XOPOIIIO/IJI0X0 - [71e HykHa momo1s - [Iporpecc B 00yueHnn

MeTpHUKU A1 HEAENb 4-6:

MeTtpuxa ean

3BOHKOB//IeHb 20-30 (MeHblIIe, YeM y seniors)
Jlemo/uenerns 335)

Pipeline 3-5X MECAYHOro quota

Ilepsas closed caenxa K koHIty 6-i1 Henenn

Pe3ysIbTaT Heelb 4-6: - [ ] 3akpbL1 epBylo c/iesiky (1ae MaJIeHbKYI0 — 3TO Icuxosorndeckuit breakthrough) - [ ] Bezier 5-10 akTUBHBIX C/1€JI0K

B pipeline - [ ] Moxket camocrositesibHO mpoBectu full sales cycle (ot discovery o close)

Hepesu 7-12: Ramp-up k full quota

Ilean: [TocTernneHHO BBIMTH HA 100% IUTaHA

Quota ramp:
Ilepuop Quota (OoT MOJIHOrO)
Mecs 1 (Hepenu 1-4) 0% (obyuenue)
Mecsin 2 (Henenu 5-8) 50%
Mecsin 3 (Henenu 9-12) 75%
Mecsn 4+ 100%

Ilouemy He cpa3y 100%? - HoBruok ere yuurcst, unrealistic expectations yopror MoTuBaiuio - Pipeline eme He 3anosiHeH (Hy:KHO BpeMsi, 4TOObL

ClIeJIKM cOo3pen) - Bel jaere emy 6ostee serkue sl a He full mix
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PesysabTat 90 gHeii: - [ ] Boien Ha 75%+ mwiaHa - [ ] Camocrositenien (He Tpebyet exxenHeBHOTo coaching) - [ ] 3naet npoaykt, nporecce, CRM - [

] ITpormesn Bce cepTUdUKALIUIT

Continuous Learning: o6yuenue mocjae onboarding
OO6yueHue He 3aKaHUNBAETCS [I0CJIE IEPBBIX 90 ZiHel. ToI-KOMaH/Ibl yUaTcs IIOCTOSIHHO.
1. Weekly Sales Training (1 uac B Heies110)

®opmar: - Pazbop HaBbika uiu TeMbl - [Ipaktuka (role-play, case study) - Q&A

IIpumepsl Tem:

Henens Tema

1 Advanced discovery: SPIN Selling

2 Handling "Budget" objection

3 Multi-threading: pa6ora ¢ Heckonbkumu stakeholders
4 Negotiation tactics

5 Account planning /s enterprise

6 Social selling: LinkedIn strategies

7 Email copywriting: cold outreach

8 Competitive positioning vs. [KoukypeHT]

Kro Bener: - Bor (POII) - [Tpuriainenssiii Tpenep - Senior menemskep (best practices sharing) - Cienmanucer us gpyroro department (Product, CS,
Marketing)

2, Case Study Reviews (pa3 B 2 Hegen)

®opmar: - MeHekep IPe3eHTYeT cZeJIKy (BBIMIPAHHYIO WIX IPOUTpaHHylo) - Komanza 3amaer Bompocsl - O6cyxaaere: 4To cpaboTasio, uTo

MO2KHO OBL/IO c/leJIaTh HHade
IIpuMep CTPYKTYypBI:

Menemxep: "Cpenka ¢ TechCorp, 50K ARR, closed 3a 6 Hefelb BMeCTO OObIMHBIX 12."

Komanpia
- "Kak Bpnuen Ha decision maker?"
- "Kakue BospakeHms OblmM M Kak 3akpbin? "

- "Iloyemy Tak ObicTpo?"

Takeaways:
- Champion BHYTpUM KOMNAaHMM YCKOpHI mpouecc (lesson: umure champions)

- Competitor 6bu1 slow to respond (lesson: speed wins)

Pe3yJIbTaT: Bech onbIT KOMaH/1bl CTAHOBUTCSA JIOCTOSIHUEM KaXKJI0T'0.

3. Skill-Based Learning Paths

V¥ ka)kz0ro MeHe/Kepa cBou cy1abble cTOPOHBL. BMmecTo generic training — nepcoHasn3aupoBaHHOe 00yUeHHeE.
IIpumep:

Menemxep Anna: - CuirpHa: Discovery, rapport building - Cora6a: Closing, negotiation

Learning path nsa Aussr: 1. [Ipountats kuury "Never Split the Difference" (Chris Voss) 2. Shadowing: nmocymniats 5 closing calls ot Ton-closer'a
Amnppes 3. Role-play: 3 ceccun no handling price objections 4. PeanpHas mpakrtuka: closing 3 czesok mox HaboneHueM 5. Review: depes mecsry

OLIEHUTD IIporpecc
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Kak ompeneaurs ciabbie cTOpOHBI? - Merpuku (rge conversion rate Hioke, ueM y apyrux?) - Feedback or Bac Ha 1-on-1 - Self-assessment

(MeHezzKep caM Has3bIBaeT, rye struggles)

4. BHenHee o0yueHHEe

Omutaiin kypest: - LinkedIn Learning (Sales courses) - Gong Labs (Data-driven sales best practices) - Sales Hacker (Community + courses) -

Pavilion (panee Revenue Collective) (Membership ais B2B nposasiios)

Kondepenuun u events: - SaaStr Annual (B2B SaaS sales) - Sales Success Summit - Inbound (HubSpot) — mis inbound sales &

marketing

Broazxer: $500-1000/T0/] Ha YeI0BEKA — XOPOIIas HHBECTUIIUA.

5. Buoaunoreka: Must-read kauru
Cospnaiite reading list 1 komaH/bI:

Must-read (o6s3arensHo nepsbie 3 mecana): 1. "The Challenger Sale" — Merozposiorus mpogax yepes obyueHue kiaueHTa 2. "Spin

Selling" — Discovery questions framework 3. "Predictable Revenue" — Outbound sales process (Salesforce model)

Advanced (mis onbiTHbIX): 4. "Never Split the Difference" — Negotiation tactics or FBI neperosopmivka 5. "The Sales Acceleration
Formula" — Data-driven sales (HubSpot CRO) 6. "Insight Selling" — Selling to VITO (Very Important Top Officer)

Kak moTuBupoBarh yuTaTh: - KoMnanus nokymnaer Kuuru - Book club: pas B mecsiiy o6cyskmaere KHUry Ha team meeting - BoHyc: mpouuran

KHUTY + Hampcal summary /ijis KOMasabl = $100

Competency Matrix: ot Junior 10 Senior

He Bce MEHEePKEePbI Ha OTHOM YPOBHE. Yerko OIIpeaesInuTe, YeM Junior otsimgaercst ot Senior.

IIpumep Competency Matrix

KommnereHmusa Junior (0-1 rox) Middle (1-3 roga) Senior (3+ Jser)

Discovery 3aziaeT BOIPOCHI 110 CKPHIITY AZlanTHPYeT BOIIPOCHI IO/ KJIMEHTa Uncovering CKpbITBIX 6oJteit

Product knowledge 3HaeTr OCHOBHbIE GU4H 3Haer Bce QUUM + use cases KOHCY/IBTUDYET 110 apXUTEKTyPe PelleH st
Objection handling Vicnosnb3yer craH/iapTHbIe OTBEThI Ajantupyer 110j; KOHTeKCT ITpeBOCXUIAET BO3PAXKEHUA

Deal size <10K ARR 10-50K ARR 50K+ ARR

Sales cycle SMB (1 mecsr) Mid-market (1-3 mecsa) Enterprise (3-6 mecsiues)

Stakeholders 1-2 (user, manager) 2-4 (Bxmouas budget holder) 5+ (C-level, procurement, IT)
Mentorship Tpebyer coaching CamocrositesieH MeHTOpHUT juniors

KapsepHblii IyTh
HaﬁTe KOMaH/le TIOHUMaHue, KaK pacTu:

SDR (Sales Development Rep)
! (6-12 wmecsiues)

Junior AE (Account Executive)
! (1-2 ropa)

Mid-level AE
4 (2-3 ropa)

Senior AE / Team Lead
! (3-5 mer)

Sales Manager / Director

Kpurepun ansa promotion: - CTabuibHO BBINOJNHAET 100%+ IUlaHa (MUHHMYM 2 KBaprasia) - J[eMOHCTPHpYeT KOMIIETEHIIUU CJIEYIOIIEro

YPOBHA - ToroB B3sTh Ha cebst JOIIOJTHUTEJIBHYIO OTBETCTBEHHOCTDH (HaanMep, MEHTOPUTH jlll’liOI'S)
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HNHCcTpyMEeHThI O0yUeHUA

1. Shadowing (HaG.aroaenue)
Yro: HoBuuok CJIylIaeT 3BOHKH OIIBITHOTO MEHeKepa

Kak: - 5-10 3BOHKOB B IIepBYIO HeZleJTto - Focus: cTpyKTypa 3BOHKA, KaK 33/]aBaTh BOIIPOCHI, KAaK 3aKPBIBATh BO3pakeHU - ITocie KaXk/j0ro 3BOHKA —

5 muHYT discussion: 4To 3aMeTHII, UTO GBI C/1e/1aJT HHAYEe

Tools: - Gong / Chorus — 3anucu 3BOHKOB ¢ Al-aHATUTHKON - Z0OMm — IIPOCTO 3aNUCHIBAaTh 3BOHKY - Live listening — POII tuxo cuaur Ha

3BoHKe (muted)

2. Reverse Shadowing
Yt10: ONBITHBII MEHEe/PKEep CIylIaeT 3BOHKU HOBUYKa

Kaxk: - HoBUYOK Jies1aeT 3BOHOK, BbI ciaymiaere (muted uiu B CRM recording) - ITocste 3Bonka — immediate feedback (uto xopoiio, 4To yryquurs) -

Focus Ha 1-2 Bemu 3a pa3 (He overwhelm feedback'om)

3. Role-Playing

Yro: Cumysanus sales call B 6esomacHoii cpeze

Tumnsl role-play:

1. Basic role-play - Bel — xinenT, MeHezKep — Ipozasell - CTaHZapTHBIH clieHapuil (HanpuMep, gemo call)

2. Advanced role-play (c cropnpuszamvu) - KiinenT Bue3anHo roBoput: "Y Hac Her 61ozkera” - Mon: "Mue Hy»HO corsiacoBaTh ¢ CFO, koToporo

HET J10 cyIezytolero Mecsna" - [IpoBepsier, Kak MeHeKep Aymaet on the fly
3. Team role-play - 3 uesoBeka: 2 — stakeholders ¢ pasupiMu uHTEpecamu, 1 — mpoaaser - Cumysiupyer multi-stakeholder meeting

YacroTa: 1-2 pasa B HeZIEJIIO /I/I1 HOBUYKOB, pa3 B MECAIL ZIsI SENiors.

4. Call Recording & Analysis

Tools: - Gong — Al ananusupyer 3anucu 3BoHKOB: talk-to-listen ratio, keywords, sentiment - Chorus.ai — anayioruuso - Salesforce Einstein —

Al coaching Bcrpoen 8 CRM

MeTtpuku s ananu3sa: - Talk-to-listen ratio: Xopounii mposjaBern roBoput 40-45%, KIueHT 55-60% - Questions asked: Ton-niepdopmepst
3a/a10T 10-15 Borpocos Ha discovery call - Monologues: I36eraiite MOHOJIOrOB >2 MuHYT - Next steps: 90%+ 3BOHKOB /{OJKHBI 3aKaHUNBATHCS

YeTKUM next step
IIpumep feedback:

"AHHa, s Tpociymian TBOM 3BOHOK ¢ XYZ Corp. Bor uro 3amermn:

CuibHO 2
+ OmmmuHblil rapport B Hauajge, KJIMEHT pacciabuics

+ Xopolme yTOYHSIOIE BOMPOCHI MPO MX Process

Y ayqmmTs ¢
- Talk ratio: Tel rosopuna 70% BpeMeHH, KiMeHT Toiabko 30%. Llens — 40/60.
- Ter He crnpocuna npo budget. Be3 aroro mel He 3Haem, qualified mm mwmp.

- Next step pasmbiT: 'S npunumno npeseHramuto' . Jlyuyme: 'JlaBaiiTe CO3BOHMMCS

B ueTBepr B 15:00 jmst oOCyxXjieHusi Mocjae TOro, Kak Bbl M3y4WTe MaTepHasbl.

Tlonpoby#i Ha cremylolmmX TpexX 3BOHKAX Oonblle CIyIIaTh M 4eTde 3aKphiBaTh next step.”

5. Sales Playbook
Yro: Equnsiii nokyment (Notion, Confluence, Google Docs) co Bcemu 3HaHUSIMU KOMaH/I[bI

Copep:xaHue:
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=

Company & Product
2. Value propositions

Product demo flow

w

Feature descriptions

»

Pricing & packaging

o @

. Sales Process

Jrarnbl BODOHKU

® W

. Kpurepuu nepexoza Mex/1y sTanamu
9. Typical sales cycle timelines
10. Methodologies

1

-

. SPIN Selling questions

12. Challenger Sale teaching points
13. MEDDIC qualification criteria
14. Scripts & Templates

15. Cold email templates
16. Cold call scripts

17. Follow-up sequences
18. Proposal templates
19. Objection Handling

20. "Too expensive" — Responses

2

-

. "We're happy with current solution" — Responses
22, "Need to think about it" — Responses

23. Competitive Intelligence

24. Battle cards /1151 Kask710ro KOHKypeHTa

25. Kak mo3uuoHupoBaTh cebsi IPOTUB HUX

26. Case Studies & Stories

27. YenentHble KeHChl 10 HHAYCTPUAM
28. ROI KaIbKyIATOPHI

29. Customer testimonials

BazkHo: Playbook — a0 »xuBoii fokymenT. OGHOBIIANTE €ro pa3 B KBapTaJl.

H3mepenue 3¢ PHeKTUBHOCTH O0yJIEeHU S

Kax nonsrs, 4to obydenue pabotaer?

1. Leading indicators (mpoiueccHbie METPUKH)

MeTtpuxa YTO roBOpUT

Time to first deal Kax 6pICTPO HOBHYOK 3aKPBIBAET N1EPBYIO CEJIKY

Time to productivity CKOJIBKO JIHEH 710 BBIXO/Ia Ha 100% IUTaHa

Ramp completion rate % HOBHYKOB, KOTOPBIE BBIXOZIAT Ha qUOta K KOHIy ramp Heproaa

Benchmark (B2B SaaS): - Time to first deal: 30-60 zueii - Time to 100% productivity: 90-120 aHeii - Ramp completion rate: >80%

137



2, Lagging indicators (pe3y/ibTaThI)

MeTtpuka Hopma

‘Win rate Juniors: 15-20%, Seniors: 25-35%
Average deal size Pacrer ¢ OnbITOM

Sales cycle length Seniors 3aKpbIBaIOT GbICTpEE

3. Qualitative (kauecTBeHHasA OI[EHKA)

« Manager feedback: Hackopko yBepeHHO MEHe/KeD BeJIET C/IETKHU?
« Customer feedback: Yo k11eHTBI TOBOPAT O B3AUMO/EHCTBHU?

« Self-assessment: MeHeKep caM OlEHMBAET CBOU HABBIKH (1-10 0 KaXK/I0M KOMIIETEHIIN)

ITocTpoeHue KyJabTypbl OOyYeHUA

O6yueHue paboTaeT, KOTr/Jja 3TO YACTh KyJIbTYPBI, a He Pa30Bast aKIH.

1. Learning as a value

Cremnaiite learning oxHoit us core values: - "MBbI TOCTOAHHO yuuMcs U yiay4dmraeMmcs' - "Failure is learning opportunity”

2. Celebrating learning wins

He Tosnpko celebrate mpomasku, Ho u learning: - "Shout-out Mame: ona orpaGorana objection handling u 3akpsuia cyoxkHy0 caenky!" - "Anzapeit

nporen certification — Teneps expert B Hatem enterprise npojgyxre"”

3. Feedback culture

Normalize faBats u nosyuats feedback: - ITocie xaxzoro gemo — crpocuts kosurer: "Kax st Mor ciesats syame?" - ITy6iunuso (Ha team meeting)

06CyKaaTh KeHChl 6e3 OCyKIeHUsT

4. Time for learning

Jaiite koMmaHzie oduIMaTbHOE BpeMsa Ha oOydeHue: - 2-3 yaca B Heziemo — reading, kypcsl, shadowing - 9to He "korza ycmeems', a

3aIllJ/IaHUPOBAaHHOE B KaJIeH/Jap€ BpeMsA

3aKkJaoueHue

OO6yueHue U pa3BUTHE — 3TO HHBeCTHIS ¢ Bbicodaiimum ROI: - Faster ramp: HoBuuku 6bicTpee BoIXOAAT Ha IutaH - Higher retention: Jloaun
ocTarores, Korza pactyt - Better performance: OGyuennas xomanzaa npozaer 6ossiie - Scalability: C xopomum onboarding mMozxHO GbIcTpPO

pacru

KiroueBble BBIBOABI: 1. CTPYKTYypHUPOBaHHBII 9O-AHEeBHBIN onboarding — o6sasaresnen 2. Continuous learning — exeneznenbHble
TpeHuHry, case studies, skill development 3. IlepcoHau3anMsa — y KakJ0ro CBou cjabble CTOPOHBI, yuuM targeted 4. Ismepsiire — time to

productivity, win rate, ramp completion 5. KysibTypa — o6yuenue kak yactb DNA KoMaH/[bl

B C/IeAYIOIIEM YPOKE MbI pa36epeM TEXHOJIOTUUECKHUH CTEK JJIA OTZieJ1a IPOJakK: KaKhue HHCTPYMEHTBI HY>KHBI U KaK UX Bb[6HpaTI).

I'maBa 19. I/IHCTPYMCHTI)I IIpogax: CTEK TEXHOJIOTHH

BBenenue
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CoBpeMeHHBIH OT/JeJ1 IMPOJaXK — 3TO He IPOCTO JIOAU ¢ TeledoHAMH. ITO TexHoJormdeckaa mammHa: CRM, email automation, sales

intelligence, call recording, analytics. ITpaBrsHbIi tech stack yBesnunBaer npogyKkTHBHOCTD Ha 30-50%.

Ho ectp npobiema: tool overload. Cpexuuii B2B mposaser ucnosibp3yer 10+ UHCTPYMeHTOB. CIIMIIKOM MHOTO — KOMAaH/a IyTaeTcs, JaHHbIe

Pa3pO3HEHBI, IeHbIU TPATATCA BIYCTYIO.

B sTOM ypoke MbI pa3bepem: - Kareropuu uncrpymentoB (CRM, prospecting, communication, analytics) - Kak BbIGUpaTh HHCTPYMEHTBI (KPUTEPUH)

- Tom penienus B Kaxo0ii kateropuu (cpaBHeHue) - Murerparuu u data flow - Brojpker Ha tech stack

I'1aBHBIIN DPUHIEP: VHCTPYMEHTHI J0JDKHBl YCHJIMBAThD IIPO/IABIOB, 8 HE OTBJIeKaTh. Kax/iplil tool /10/oKeH peraTte KOHKPETHYIO IpobieMy.

Kareropuu uHCTpyMEHTOB

IMoausri sales tech stack cocrour U3 7 kareropuii:

1. CRM — Customer Relationship Management (si1po cucrembr)

2. Prospecting & Lead Generation — mnovck Jinios

3. Sales Engagement — aBromMaru3sanus KOMMYHHUKAI[HI

4. Communication — 3BoHKH, BU/1€0, email

5. Sales Intelligence & Enrichment — jannble 0 KOMIIAHUAX U JTIO/IAX
6. Analytics & Forecasting — oT4eTbI ¥ IPOTHO3bI

7. Enablement & Training — o6y4eHue U KOHTEHT JIsI IPO/IABIIOB

He Bcem KOMITaHUSAM HY?KHBI Bee 7. JlaBaiiTe pazbepeM Kask/ayIo.

1. CRM (Customer Relationship Management)

3auem Hy:kHa CRM?

Be3d CRM: - Caenku B Excel, email, 6ioknoTax — chaos - POII He BuauT, uTo mpoucxoaut - MeHemkepbl 3abpiBaot follow-up - Her ucropuu

B3aMMO/IEUCTBHI C KIIMEHTOM

C CRM: - Exqnnas 6a3a Bcex ¢/1eJI0K U KIHeHTOB - Pipeline visibility s POII - ABromaTnueckue HalmOMHUHAHUA - VicTopust KOMMyHUKanui (emails,

3BOHKH, BCTPEYN)

Ton CRM a1 B2B nipojaix

Ilena (aa
CRM Best for IL1ocer Munycsl
I10JIb30BaTeJIs1/ MeC)
Salesforce Sales Mid-market, s Camas MolHas, 0eCKOHeUHast KaCTOMUBAIHs, Jloporo, c/105KHO, TpebyeT
. 75-300
Cloud Enterprise OTpOMHas 9KOCHUCTEMA aZMUHHUCTPATOPa
HubSpot Sales . IIpocroTa, MHTErparyisi ¢ MAPKETHHIOM, Jlopozkaer npu scaling, meHee rubkas
SMB, Mid-market $50-120
Hub GecruTaTHBIN tier yem Salesforce
) . SMB, npocrbie sales Wutynrususbiit UL, BusyansHeli pipeline, MeHbllle BOBMOXKHOCTEH IS
Pipedrive $15-100
TIPOIECCHI JIOCTYITHO CJIOXKHBIX IIPOIECCOB
Inside sales, SMB Built-in calling, orinunast st high-velocity .
Close $29-149 Crabee st enterprise mpojask
SaaS sales
Budget-conscious
Zoho CRM SMB $14-52 Jlemeso, MHOTO pud Ul ycrapeBIINi, HHTETPALIUU XYXKe
VIHTEerpanuu ¢ pOCCHHCKUMHU CEPBUCAMH, . .
amoCRM Poccus, CHI' P499-1499 Menbiue international features

JIOKQJIbHAS TTOJI/IePIKKA
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Kaxk Be16pats CRM?

Kpurepuu:

-

. Complexity of sales process
2. IIpocroii mporece (1-2 touchpoints, GpicTpbrit 1pka) — Pipedrive, Close

3. Cpenuuii mporiecce (5-10 touchpoints, 1-3 mecsiria) — HubSpot
4. CnoxubIi iporiece (enterprise, long cycle, muoro stakeholders) — Salesforce

5. Team size

o

1-10 npojasioB — HubSpot, Pipedrive

10-50 — HubSpot, Salesforce

B

8. 50+ — Salesforce

9. IHTErpanusa ¢ MapKeTHHIOM
10. Ecoin mapkerunr Ha HubSpot — HubSpot CRM (GecioBHast HHTErpanus)

11. Ecyiu mapkeTuHr Ha ipyroii wiardopme — Salesforce (mHTErpupyercs co Bcem)
12. Broa:ker

13. Tight budget — Pipedrive, Zoho
14. Medium — HubSpot

15. Unlimited — Salesforce

Pexomenpanua A HaunHawomux: Haunute ¢ HubSpot (Gecrmiatsbiii tier) win Pipedrive. Korzja Beipacrere — murpupyiite Ha

Salesforce.

Oo6sazarenbHbIe puuu CRM
Hesasucumo ot Bei6opa, CRM /10/17KHA HMETD:

« []Pipeline management — Bri3yasu3anusi cZIeJIOK 10 dTarnam

« [] Contact & account management — 6a3a KOHTAKTOB U KOMITAHUHA
o [ ] Activity tracking — sorupoBanue 3B0HKOB, emails, BcTped

« []Task management — nanomunanus o follow-ups

« [ ]Reporting — oTueThI 10 IPO/IAYKAM

« [ ]Mobile app — gocrym ¢ Tesredona

¢ []Email integration — cunxponusanus Gmail/Outlook

« []Calendar integration — Google Calendar / Outlook

2. Prospecting & Lead Generation

3a/1aqa: HaAUTH IIOTCHIUAJIbHBIX KJINEHTOB

HNHCTPpYMEHTbI:

A. LinkedIn Sales Navigator ($99/mec)

Yro nenaer: - [Touck decision makers o ¢bunsrpam (012KHOCTD, UHAYCTPHS, KoMnanus) - InMail (coobienus roasM BHe Baiieid cet) - Lead

recommendations Ha ocHoBe Barero ICP
s koro: - B2B npojaky, rie nokynaresnu akTuBHbl Ha LinkedIn (Saa$, consulting, tech)

AaprepHaTtusbl: - Lusha — email u tesredonst ¢ LinkedIn mpodueii - Apollo.io — 6aza 250M+ kontakToB + email finder

B. ZoomlInfo / Cognism (ot $10K/rox)

Yro nenaer: - Orpomuas 6a3a B2B xonrakros (email, Tesredonsi, oprerpykrypa) - Intent data (ko ceffuac uiner penieHus B Balleil KATETOPUN) -

Nurerparus ¢ CRM (aBromarndeckoe oboraiieHue Ju/I0B)
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Jlns koro: - Mid-market u enterprise B2B ¢ 6osibinm sales team

AaprepHatussbl: - Clearbit — enrichment na ocHoBe omena kommnannu - Hunter.io — nouck email agpecos (zemessie, mpoiie)

C. Outreach / SalesLoft (oT $100/mec Ha mOJIb30BATEJIS1)

Yro genaer: - Sales engagement platform: asromarusanus multi-touch sequences - [Tpumep: ens 1 — email, Jlens 3 — LinkedIn, [lens 5 —

3BOHOK, Jlenb 7 — email follow-up - A/B testing email templates - AHasuTHKa: 4TO pabOTAET, YTO HET
Jlas koro: - Komanzp! ¢ high-volume outbound (SDR teams)

AnbprepHaTuBBI: - Reply.io — nemese, nonpome - Lemlist — ¢ nepconanuzaryeii (BcTaBifgeT UM KIHEHTA B KAPTUHKH)

3. Communication Tools

A. Email

Unrerpanusa ¢ CRM: - HubSpot Sales Extension (GecruiatHo) — tracking oTkpbeIThii, KIukoB, templates - Yesware ($15-55/mec) —

aHaJIOTU4HO, 1yist Salesforce - Mailtrack (6ecriatio) — mpocroii email tracking

®uuu: - Email tracking: xto oTkpbu1, korga, ckonbpko pa3 - Templates: roroseie ma6sonst nucem - Scheduling: ornpaBka mucbma B

onTHMaJIbHOE BpeMs - Sequences: apromartrueckue follow-ups

B. Calling (Tetehonus)

BapuaHTbI:
Tool Tum Ilena Best for
Aircall Cloud telephony $30-70/user/mec Wnrerpauus ¢ CRM, call recording
RingCentral Cloud telephony $20-45/user/mec Enterprise telephony
JustCall Cloud telephony $25-80/user/mec Sales + support teams
Built-in CRM calling Buyrpu CRM Included TIpocTbie 3BOHKH (HO Xy»Ke Ka4eCTBO)

O6azareapnbie ¢puunm: - [ ] Click-to-call uza CRM - [ ] Call recording (st coaching) - [ ] Voicemail drop (aBromaTnueckoe ocraBieHue

coobenust) - [ ] Local presence (roka3siBaTh HOMep U3 ropozia kiareHTa) - [ ] Analytics (1yinTesIbHOCTh 3BOHKOB, KOJIUYECTBO)

JlonostHUTEABbHO: - Power dialer — aBromariueckuii Habop ciezyrorero Homepa (s cold calling campaigns)

C. Video Conferencing

Tool Best for Ilena OcoGeHHOCTh

Zoom VHuBepca $15-20/host/mec HazjexxHocThb, BceM 3HAaKOM

Google Meet G Suite users Included with Workspace Wnrerpanus ¢ Google Calendar
Microsoft Teams Microsoft 365 users Included Wnrerpanus ¢ Outlook

Demodesk Demos & screen sharing $39-99/user/mec Co-browsing, automated note-taking

Jlas sales ayuine Zoom: - Recording & transcription (iy1s1 review 380HKOB) - Branded waiting room - Integrates with CRM

4. Sales Intelligence & Enrichment

3amaua: y3HaThb 0OJIbIIIE O KJIHEHTE A0 3BOHKa

Yro HY:KHO 3HaTh: - Pa3Mep Kommnanuu, revenue, funding - TexHosoruu, kotopsle oHU Hcnosb3yioT (tech stack) - Henasuue nooctu (hiring,

funding rounds, expansion) - Oprerpykrypa (kto decision makers)

HHCTpYMEHTBI:
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A. Clearbit ($99-499/mec)

Yro penaer: - O6oramaer juabl B CRM (o6aBsier gaHHbIE 0 KOMIIAHHH, JOJKHOCTH, col ceTu) - Reveal (mokasbIBaer, Kakue KOMITAHUK

[TOCEIAOT BaIll CAT)

B. LinkedIn Sales Navigator ($99/mec)

* BuzHO, KTO cMOTpesT Ball npoduib

« Job changes notifications (Bau GbIBIINIT YeMITHOH IIEpeIes B HOBYIO KOMIIAHUIO — opportunity!)

C. Crunchbase (6ecriiatHo wian $29/mec Pro)

o Funding rounds (KTo TOJIBKO IIOJIy4MJI HHBECTUIIUU = €CTh OIO/KET)

« Founders & investors info

D. BuiltWith / SimilarTech ($295-495/mec)

« Kaxue TeXHOJIOTHH UCIIOIb3YeT KoMIaHus (HanpumMep, oHu Ha AWS — MOYKHO FTOBOPHTH IIPO HHTETPALIHIO)

5. Analytics & Forecasting

A. Native CRM reporting
Salesforce u HubSpot umeroT BcTpoeHHyI0 aHaTUTHKY: - Pipeline o stamam - Win rate o menepkepy - Sales velocity (CKopocTb ABHKEHUs C/IEI0K)

Ho: yacTo HeIocTaTOYHO rMOKasd.

B. Dedicated analytics tools

Tool Yro gesraer Ilena

Clari Al-powered forecasting, pipeline inspection Or $50/user/mec
InsightSquared Amnanuruka nosepx Salesforce Ot $100/user/mec
Tableau / Looker Custom dashboards (15 6osbix Komas) Ot $70/user/mec

Jlas koro: - Eciin KoMaHzia >20 YesIoBeK U BaM Hy»XHbI c1oxkHble dashboards

Jlis MajieHbKUX KOMaHJ;: - JlocraTtouHo native CRM reporting + Google Sheets

6. Call Recording & Coaching

3a/1aqa: AHAJIN3UPOBATH 3BOHKU, y/IydllIaTh HABBIKU

HHCTpyMEeHThI:
Tool Yro pesnaer Ilena
Gong Al ananmsupyet 3BoHKH: keywords, talk-time ratio, sentiment, competitor mentions Ot $1200/user/rox
Chorus by ZoomInfo Ananornyao Gong Ot $1200/user/rox
Jiminny Recording + coaching, neresie Or $60/user/mec
Aircall (built-in) TIpocroii recording 6e3 Al BxumoueHo B Aircall

YTO OHM JAIOT:
1. ABrOMaTHYecKas TPAHCKPHIIIUA 3BOHKOB
2. Al insights:
3. "Bbl roBopruIn 75% BpeMeHH (CJIUIIKOM MHOT0)"

4. "BsI He cipocuu ipo budget”
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5. "Competitor ynomsiuyT 3 paza"
6. Playlists — syuiirie MOMEHTHI 3BOHKOB /17151 00y4eHMsI KOMaH/IbI

7. Deal intelligence — risk alerts (cziesika 3acTpsiyia, KJIMEHT HE OTBEYAET)
ROI: - Ramp time HOBUYKOB | Ha 30-40% (y4arcst GpICTpee Ha peayibHBIX IprMepax) - Win rate 1 Ha 10-15% (sryumre handling objections)
Crout ik OHO $1200/10A? - [[J151 KOMaH/[bl <5 YeJIOBEK — HET, CJIMIIKOM JIOPOro - [lJist KoMaH/Ibl >10 — A, OKYIIAaeTcst 32 CYeT pocra win rate

AJIbTepHATHBA JJIA MATOro 0Io/zKeTa: - Zoom recording + py4uHoii ananus (Bbl ciiymaere 3anucu u gaete feedback)

7. Enablement & Content Management

3agaua: narh nmpoaaBnaM KoHTeHT (presentations, case studies, battle cards) B Hy:KHBII MOMEHT

HHcTpyMeHThI:
Tool Yro pesnaer Ilena
Highspot Content management, analytics (4to ucrosnb3syercs), training Ot $50/user/mec
Seismic AHaQJIOTUYHO Or $60/user/mec

Notion / Confluence Simple playbook & content storage $8-10/user/mec

Jls koro: - Bosbiine koMmaH/ibl (50+ IPOJIABIOB) ¢ Kyueil KonTeHTa — Highspot/Seismic - Manenpkue komaszpl — Notion 0cTaToOqHO

Pexomenayembiii Tech Stack mo craguam kommaHun

Stage 1: Startup (1-5 npogaBuos, <$1M ARR)

MuUHUMAJIBHBIN CTEK:

Kareropus Tool Ilena/mec
CRM HubSpot (free tier) $0
Prospecting Hunter.io $49

Email tracking Mailtrack $o

Calling Google Voice / Zoom Phone $10

Video Zoom $15
UTOr0 $74/mecsn

l'[oqemy 9TOro A0CTAaTO4YHO: - Founders uacro camu IIpOAAIOT Ha 3TOM JTaIlle - Hpouecc elre (bOpMI/IpyeTCﬂ - HeHbI‘I/I Jiydqnie TpaTUTh Ha IPOAYKT

1 MapKeTHuHI

Stage 2: Growth (5-20 npogasuos, $1-10M ARR)

PacuiupeHHBIH CTeK:

Kareropus Tool Ilena/user/mec

CRM HubSpot Sales Hub (Pro) $90

Prospecting LinkedIn Sales Navigator $99

Enrichment Clearbit ~$50 (3aBucHT OT 06bEMA)
Sales Engagement Reply.io $70

Calling Aircall $50

Video Zoom $15
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Kareropus Tool Ilena/user/mec
Analytics HubSpot (native) Included

UTOrO ~$374/user/mecsiy
JIJI1 KOMaHABI U3 10 YeJIoBeK: $3,740/Mecsn = ~$45K/rox

ROI: Ecu oo nossintaer productivity Ha 20%, To pu cpegaem quota $300K/ros Ha MeHe/pkepa BBl IOJTydaeTe AOMOTHUTENBHO $600K revenue.

Stage 3: Scale (20+ npoaasuos, $10M+ ARR)

Enterprise crek:

Kareropus Tool Ilena/user/mec
CRM Salesforce Sales Cloud $150

Prospecting ZoomInfo ~$100 (amortized)
Sales Engagement Outreach $120

Calling Aircall $50

Video Zoom $15

Call Recording & Al Gong $100

Analytics Clari $60

Enablement Highspot $50

UTOT'O ~$645/user/mecsig

JI11 KOMaHABI U3 50 uesoBek: $32K/mecsn = ~$390K/roz

Joporo? Jla. Ho npu IpaBUJIBHOM HCIIOJIB30BAHUHU 3TO IIOBHIIIAET Win rate Ha 15-20% U cokpamaer ramp time Ha 30%.

Kak Bp1oupars naHcTtpymeHThbI: Decision Framework

HTar 1: UnenTudunupyiire mpoodiemy
ILixoxo: "Bee ucnoseayior Gong, paBaiire Kynum'"

Xopomro: "Hamm HOBUYKHU ZIOJITO BBIXOJAT Ha quota (120 gHel BMecTo 90). IM Hy’KHO yYUTbCA HA peaybHBIX 3BOHKAX TOI-Iiepdopmepos. Gong

pemwrt 3ty npobsiemy."

IIIar 2: Ouenure ROI
dopmyia:
ROI = (YBemnuenne revenue - Crommocth tool) / Crommocts tool * 100%

IIpumep: - Gong crout $1,200/roz Ha MeHepKepa - Koman/a u3 10 meHemkepoB = $12K/roz - Ecu 810 cokparaer ramp time Ha 1 MecsIl, BbI

BeIMTpBIBaere ~$250K revenue (10 menempkepos * $25K quota B mecsn) - ROI = ($250K - $12K) / $12K = 1983%

ITar 3: IIpoBepbTe HHTErpaLtuu
Kpurnuno: Bce HHCTPYMEHTHI [JOJKHBI MHTErpUpoBaThes ¢ Bameil CRM.

IIpoBepsre: - [ ] Native integration (styurue) - [ ] Zapier/Make.com integration (ox) - [ ] No integration (1m10xo — npujeTcsi Bpy4Hyto [epeHOCUTh

JlaHHbIE)

IIar 4: Trial nepex moxkymKom

Bcerpga Gepure trial (06619HO 14-30 aHEN): - [laiiTe 2-3 MeHeIKepaM ucroib3oBath - Cobepure feedback - OnieHure, 1EMCTBUTENIHHO JIU 3TO PEIIAET

mnpobiiemy
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IIar 5: YuursiBaiite adoption
JIyumimii tool GecrosieseH, eci KOMaH/a ero He HCIIOJIb3YeT.

@axrops! adoption: - IIpocrora: Yem npouge UI, Tem Boime adoption - Integration: Eciu tool »xuBer BuyTpu CRM, ero OyzyT HUCIIOJIB30BATH -

Value s menezxepa: Ecn tool sxoHomut X Bpewmsi (a He Tosibko Bate), onu will love it

IIpumep: - Email tracking (Mailtrack) — Bbicokas adoption (MeHe/KepbI XOTAT 3HATh, OTKPBLI JIX KJIHeHT nucbMo) - Time tracking tool —

Huskas adoption (HUKTO He XOUeT OTYUTHIBATHCS 32 KAJKIYI0 MUHYTY)

Data Flow: uHTerpanusa "HCTPyM€EHTOB

Hpeanbpubiii data flow BeIiraaaur Tak:

1. Prospecting (LinkedIn Sales Navigator)
1
2. Enrichment (Clearbit po0GaBnsieT JaHHble O KOMIIAHWH )
1
3. CRM (ymp nomagaet B Salesforce/HubSpot)
i
4. Sales Engagement (Outreach otnpasnser sequence)
1
5. Communication (3BoHOK duepe3 Aircall)
1
6. Call Recording (Gong 3amuchbiBaeT M AaHAIU3UPYeT)
1
7. CRM (OGHOBISIETCSI CTAaTyC CHEJIKH)
i

8. Analytics (Clari mokaseBaer forecast)
Be3 unTerpanuii: MeHe/kep BPYUHYIO KOIUPYET JaHHbIE MKy CUCTEMaMU — TPATHUT 2 yaca//eHb Ha admin work.

C HHTEerpanmuamMm: Bce aBTOMaTuyecku — MEHEe/2Kep TPpaTUT BpeMs Ha IIPOJaKu.

KiaroueBble HHTErpamum:

« Prospecting — CRM: JIuss! aBToMaTruecku nmonagaoT 8 CRM
« Email —» CRM: Bce nuchma JIOTHPYIOTCS
« Calling — CRM: 3BOHKH aBTOMATHYECKH 3aMICHIBAIOTCA Kak activity

« Calendar — CRM: Bcrpeun aBTOMaTHUECKH CBSA3BIBAIOTCS € CAETKAMU

WHcTpyMeHTHI JiA uHTEerpanuii: - Native integrations (B camux mpoaykrax) — best - Zapier / Make.com — /s HeCTaHAAPTHBIX

unTerpanuii - Custom API integrations — ecyii Hy>KHO 4TO-TO crieruduaHoe (Tpedyer devs)

Yacrbie omuOku pu BeIoope tech stack

1. Tool s kax a0l MpoGIEMBbI
Cumnrom: Y Bac 15 HWHCTPYMEHTOB, KOMaH/la HE 3HAEeT, I/l€ 4YTO UCKaTh.

Pemenne: Consolidate. Beibepure miatdhopMbl, KOTOPHIE /IeIaI0T HECKOIBKO Beteit: - HubSpot = CRM + Email + ITpocteie sequences - Salesforce

= CRM + Reporting + Automation

2. [Toxymnka "moToMy 4TO BCE NCHOIB3YIOT"

Cumnrom: Kynuau Gong, IoTOMy YTO Bce O HeM rOBOPAT, HO KOMAaH/Ia 3 YeJIoBeKa.
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Pemenue: ITokynaiite To, 4TO pelllaeT BalIy Ipo0JeMy Ha BaleM JTaIle.

3. Urnopuposanue onboarding
Cumnrom: Kynuiu oporoii tool, HuKoro He o6y4nin, Bee HO-IIpeskHeMy paboraioT B Excel.

Pemenue: JJis1 Kax/10ro HOBOro tool: - Training session (1-2 uaca) - Documentation (kak ucrnosipzoBars) - Champion (kTo-To B KOMaH/ie OTBeYaeT

3a adoption)

4. He cmorpers Ha data privacy
Cummrrom: MHTerpamus cnBaeT kinenTckue aanupie third-party cepsucam 6e3 compliance.

Pemrenmne: [Iposepsiiite GDPR/SOC2 compliance, 0coGeHHO /17151 €BPOTIEHCKUX KITMEHTOB.

Yexauct: ITloctpoenue sales tech stack

Atan 1: Core (06a3areapHO 1A Beex) - [ ] CRM (HubSpot, Pipedrive, Salesforce) - [ ] Email tool (Gmail/Outlook + tracking extension) - [ ]

Video conferencing (Zoom) - [ ] Calendar (Google Calendar / Outlook)

Aran 2: Growth (korma xkomanga >5 uenoBek) - [ ] Prospecting tool (LinkedIn Sales Navigator, Apollo) - [ ] Calling solution (Aircall,

RingCentral) - [ ] Sales engagement (Reply.io, Outreach)

Aran 3: Scale (komanaa >20 gyenosek) - [ ] Call recording & Al coaching (Gong, Chorus) - [ ] Advanced analytics (Clari, InsightSquared) - [ ]

Enrichment (ZoomInfo, Clearbit) - [ ] Enablement platform (Highspot, Notion)

Jas kaskaoro tool: - [ ] [Ipo6siema, KOTOPYIO OH pelaer, 4eTko onpesesena - [ ] ROI mocuunran - [ ] UnTterpanuu ¢ CRM mposepensi - [ ] Trial

npoiizied - [ ] Onboarding plan ects

3akJIroueHue

TIpaBunbHbIH tech stack — 3TO KOHKYpEHTHOE IPENMYIIECTBO: - MeHe/PKephI TPATAT BpeMs Ha IMpojaxu, a He Ha admin work - POII Bugut pipeline

B real-time - HoBuuku y4arcs 6bicTpee - Komanza paboTaeT Kak eZJMHBINA OPraHU3M

Ho: NHcTpymMeHTH — 3TO He BosteOHast Tabierka. OHHM yCHIMBAIOT XOPOIIIKE MpoIecchl U Jiozei. Eciu mporeccs! mioxue, Hukakas CRM He

criacer.
3osoToe mpaBuio: Start lean, add tools as you grow. He mokymaiite Bcé cpasy.

IIpuopurersi: 1. CHagana — CRM u 6a3oBbie kommyHuKanuu 2. IlIorom — prospecting u sales engagement 3. B konue — advanced analytics u

Al coaching

B cienymoriem ypoke Mbl pazbepeM, Kak BHICTPOUTH B3aUMOZIEUCTBHE MEK/IY MpojakaMu 1 MapkeTuHrom (alignment) u HajauTh KaueCTBEHHYIO

JIU/IOTE€HEPALIHIO.

I'taBa 20. MapkeTHHT U nipogaku: alignment u ingorenepanus

Beenenue
"MapKeTHHT JjaeT HaM IUIOXHe JIU/bI!" — KpHuaT IpOo/aBIibl.
"[Iposia>xul He yMEIOT IIPO/iaBaTh!" — OTBEYAET MAPKETHHT.

910 KIaccuueckuii KOHGIUKT B B2B kommnaHuax. Pesysprar: HOTepsHHBIE JIM/BI, NOTPAYEHHBIH BIIYCTYIO OIOJPKET, HAUPsIKEHHE MEX/Y

KOMaHIaMH.
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Cratucruka: - Komnanuu ¢ xopomum sales-marketing alignment pacryr Ha 20% 6bIcTpee (Aberdeen Group) - Ho Tosnpko 8% komMmaHuin
CUHTAIOT, YTO Yy HUX OTIHuHBIA alignment (HubSpot) - 79% MapkeTHHIrOBBIX JIMJXOB HUKOI/IA He KOHBEPTHPYIOTCS B IMpoaaku u3-3a lack of

nurturing

B sToM ypoke MbI pazbepem: - Ilouemy mpojaku ¥ MapKeTHHT KOHGIHMKTYIOT - Kak BbicTpouTh alignment (Service Level Agreement) - Lead

qualification: MQL vs SQL - Lead handoff mpomuecc - Kak nanaguts feedback loop mezxty komanjamu

IMesn: [IpeBpaTUTh 1Be Pa3pO3HEHHBIE KOMAHAbI B eJUHYI0 revenue machine.

ITouemy mpogakxu U MAPKETUHT KOHMPINKTYIOT?

Kiaccuueckye NpoTHBOPEYNA:

IIpoaazku roBopAT MapKeTHHT TOBOPUT

"JIu/IBI IUTOXOTO Ka4ecTBa, OHKU He TOTOBbI IIOKYIaTh" "MBI aeM ZI0CTaTOYHO JIU/IOB, IIPOCTO MIPOZAXKH HE YMEIOT UX 3aKPhIBATH"
"MapKeTHHT TPATUT A€HbTU Ha 6eCIioie3Hble KaHaIbI" "IIpoziaku He CJIEAYIOT HALIIMM MaTepHaiaM U messaging”

"Ham Hy»xHO Gosibiie inios!" "MBeI ZjaeM /b1, Ho nipoaaxu He follow-up'st BoBpems”

"MapKeTHHT He IIOHUMaeT HallUX KJIHEeHTOB" "Ipopaxu He narot Ham feedback mo ypam"”

KopHeBble npuynHbI KOHQJINKTA:

1. Paznbie MeTpukn

MapxkeTuHr usmepsiercs: - Koauuecrso nuios (MQLs) - Cost per lead (CPL) - Website traffic, engagement
IIpopaku N3MePSAIOTCA: - 3aKPBIThIE CZIeJIKH - Revenue - Quota attainment

IIpoGaema: MapKeTHHT MOKET FeHEPUPOBATh THICSYH "JIUZIOB", HO €CJIM OHU HE MOKYIIAIT — IPOJakU CTPA/IAIOT.

Pemenue: O6e KOMaH/IbI JOJKHBI H3MEPAThCA OHOM MeTpUKOii: Revenue nnu SQLs (Sales Qualified Leads), koTopble KOHBEPTHPYIOTCA.

2. OrcyrcTBue 001eil nedpunumuu "qualified lead”
Mapxkerusr cuuraert: "OH ckauan whitepaper, 3Haunt jiua!”
IIpoaazku cuurarot: "Y Hero Het G1o/1KeTa U oH He decision maker, 510 He swp!"

Pemenue: Yerkoe onpeznenenve MQL u SQL (cM. Huxe).

3. Het mponecca nepegauu iuaoB (handoff)

Yo nmpoucxoauT: - MapKeTHHT reHepupyert jiuj - "Bpocaet ero yepes 3a6op" B CRM - IIpoakut ero BUAT yepes 3 JiH:A (MIu BOOOIIe He BUAT) -

Jlug XO0JI0OA€eEeT, HE OTBEYaEeT

Pemenne: CrpykrypupoBanubiii handoff mporiece ¢ SLA (Service Level Agreement).

4. Her oGparHoOii cBsA3U

MapKeTMHI‘ He 3HaerT: - Kakue sujpl 3aKPbUIUCh B CHAEJIKU - Kakue xaHasbl IIPUHOCAT JIy4YIIUX JINJJOB (1'[0 KauecrBy, a HE KOJ'II/I‘{eCTBy) - Uro

IPOMCXOZUT C JINJIAMH II0CJIe TIepeiaun
IIpopazku He 3HAIOT: - OTKy/a npHIIes Juf - UTo OH Aesas Ha cafite (kakue CTpaHUIBI CMOTpe) - Kakoil KOHTEHT ero 3aHHTePeCcoBa
Pemenue: Perynapusle Bcrpeun u shared dashboards.

BoicrpauBanue Sales-Marketing Alignment

1. Exunan Boponka (Unified Funnel)

Bmecto J1ByX OT/1e/1bHBIX BOPOHOK (marketing funnel u sales funnel) — oxna:
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Awareness (Mapkerunr Bnajeer)
i

Consideration (Mapkerunr - Ilpojaxku transition)
i

Decision (Ilpomaxku BIafeioT)
1

Retention & Expansion (CS + IIpomaxu)

KiroueBbie TOUKH nepexoza: - Visitor — Lead (MQL): Mapkerunr - MQL — SQL: CoBmectHo (SDR team win MapKeTUHT KBaTH(PHUIUPYET)

- SQL — Opportunity: [Tpoxaxu (AE) - Opportunity — Customer: IIposaxu - Customer — Expansion: CS + Account Management

2, Service Level Agreement (SLA)
Yro 310! HOKyMeHT, T/ie IPOIIUCaHbI 065{3aTeJIbCTBa MapKeTUHTra nepej npogakaMu u HaOGOpOT.

IIpumep SLA:

O0sa3aTeIbcTBa MapKeTHuHra:

Merpuka Commitment

KonnuectBo MQLSs B Mecsiiy 200 MQLs

Lead quality Munnmym 20% MQLSs kouBepTupyiores B SQL

Lead SLA Jluy nepeziaeTes B IPOAAXKH B TeyeHue 1 yaca nocsie qualification
Lead enrichment Kask/(p1it J1u1 uMeeT: uMsi, email, KOMIIaHH0, JOJIKHOCTh, HCTOUHUK

006sA3aTe/IbCTBA MPOJANK:

MeTrpuxka Commitment

Response time Csa3aThCs € JIM/I0M B TeueHue 4 dyacos (business hours)

Attempts MuHUMYM 5 TIOIIBITOK CBsi3aThest (email, 3B0HOK, LinkedIn) B Teuenue 2 Hezenb
Feedback OGHoBIsATS cratyc auga B CRM (Qualified / Disqualified) B reuenue 3 nueit

Rejection reason Ecnu nup disqualified, ykasars npuunsy (no budget, no authority, no need, timing, etc.)

3auem SLA: - Sflcuble oxkumanusi - Accountability (MOKHO W3MepUTh, KTO HE BBINOJIHSET CBOIO dYacTb) - CHizKaer KOH(MJIUKTHL (ecTh

JIOTOBOPEHHOCTH)

3. O6urue merpuku (Shared Metrics)

O06e KoOMaH/bl OTYUTHIBAIOTCSA 110 ogHUM KPI:

MeTtpuxa Kro oTBeuaer
MQL to SQL conversion rate CosmecTHO (11eJ1b: >20%)
SQL to Opportunity conversion Ipopaxu (uenb: >50%)
Opportunity to Customer (Win rate) TIponaxu (menn: >25%)
Revenue from marketing-sourced leads CoBMECTHO
CAC (Customer Acquisition Cost) CoBMeCTHO

IIpumep gamoopaa:

Mecsi: Mapr 2026

MQLs: 180 (menb: 200) X — MapkeTunr
MQL-SQL: 22% (ueiab: 20%) — CoBMecTHO
SQL-Opportunity: 55% (ueab: 50%) — Ipopaxu

Win rate: 28% (uenb: 25%) — Tpopaxu
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Revenue (marketing-sourced): $450K (uenb: $400K)

CAC: $3,200 (uemb: <$4,000)

Lead Qualification: MQL vs SQL vs Opportunity

OnpeneseHus

1. Lead (cwIpoit simm)
Ko aT0: - KT0-TO OCTaBIII email Ha caiite - Vin GbUI IMIIOPTUPOBAH U3 KyIUIEHHOU 6236l - MUHUMAaIbHASA HHGOPMALIKs
IIpumep: - Email: john@example.com - KoMnanusa: HeusBecTHa - J[0JDKHOCTb: HEU3BECTHA

Craryc: Unqualified

2, MQL (Marketing Qualified Lead)
Ko aTo: - [IposBui focratouHslil nHTepec (engagement) - CoorBercrByeT 6a3oBbiM kputepusim ICP (Ideal Customer Profile)
Kpurepun MQL (mpumep mi1a B2B SaaS):

A. Engagement (scoring system): - ITocetun crpanuny Pricing: +10 6auioB - Ckauai case study: +15 6a/u1oB - ITocmotpen demo video: +20

6autoB - 3aperucrpuposasicst Ha webinar: +25 6ayioB - Threshold: >50 6aios = MQL

B. Fit (firmographic): - Komnauus: 50-500 corpyaHukoB - Uupgycrpusi: SaaS, Tech, Consulting (samwm ICP) - Teorpadus: US, UK, EU -

JloxHOCTB: Manager+
Ecsu 06a yc/10BUA BbINOJTHEHBI — MQL.

Kro kBamnduuupyer: Apromarndecku (marketing automation: HubSpot, Marketo) mwiu Bpyunyio (marketing ops)

3. SQL (Sales Qualified Lead)
Kro at0: - [Ipomrern initial qualification ot npopaz (wiu SDR team) - Ects BANT (Budget, Authority, Need, Timeline)
Kpurepun SQL (BANT framework):

« Budget: Ectb 610/1KeT Ha perieHre (W11 MOXKHO €ro HalTH)
o Authority: Pasroapusaem c¢ decision maker (1n MO3keM K HEMY ITOIIACTb)
« Need: Ecrb 6osieBast TO4Ka, KOTOPYIO MBI PEIIaEM

« Timeline: [I1aHUPYIOT IPUHATH pellleHNe B GiIrpKaiiie 3-6 MecAnes
Kro xBasmdunupyert: SDR (Sales Development Rep) uinu AE (Account Executive) Ha mepBoM 3BOHKE

IIpouecc: 1. MQL momnaziaer k SDR 2. SDR 3Bonut (discovery call 15-20 munyrt) 3. Eczim BANT npoxoaur — SQL, nepenaercst AE 4. Eciu Her —

disqualified umu nurture (BepHyTh B MapKeTHHT /711 long-term nurturing)

4. Opportunity (Cxenxa)

Kro 3T0: - SQL, ¢ koropsim AE mipoBest iemo uiu riybokwii discovery - EcTh KOHKpeTHBIN next step (proposal, trial, contract negotiation) - Buecen

B pipeline ¢ expected close date u cymmoit

Kpurepuu Opportunity:
o AE npoBes MUHIMYM 1 Berpedy (memo wiu discovery)
« OmnpesesieHa cyMMa CZIeJIKU

« Omnpepnenen timeline 3akpoiTus

o KiiueHT aKTUBHO BOBJIEUEH (OTBe‘{aeT Ha n1McbMa, Ha3Ha4YaeT BCTpe‘-H/I)

Lead Handoff Process: oT MapKeTHHTA K IIPOJakamM
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ILxoxoi handoff (uro HE pgenarsp):

1. MapKeTHHr TFeHepupyeT JIij

2. Jlupg nomagaer B CRM

3. CayuailHO accailHUTCSI Ha MEHe/pKepa

4. MeHemKep BUANT €ro depes 2 [HS (WM HEJENIO)

5. 3BOHMT — JWjI He NOMHUT, 3aueM OH BOOOLIE OCTaBIsLI email
6. Jlug He oTBeuaeT

7. Menemkep: "Mapketunr paer urtio"”

Xopomwuit handoff (uro gesrars):

1. Mapketunr remepupyeT MQL
1
2. Apromartmueckmii alert B Slack: "#% New MQL: John Doe, TechCorp, VP Sales"
1
3. Round-robin assignment (aBromaruyecku Ha clejyouero SDR B ouepeju)
i
4. SDR nomyyaer notification (email + CRM task)
i
5. SDR 3BOHMT/THIIET B TeyeHue 1 wyaca
1
6. SDR mpoBogur qualification (15 MHH 3BOHOK)
1
7. Ecom SQL - nepepaer AE ¢ detailed notes
i

8. AE Ha3HAyaeT JEMO B TeueHWe 2 [HEN

Asromaruszanua handoff

Uucrpymenrtsr: - HubSpot Workflows — aBromarnueckoe cospanue task must SDR, xorpa smp cranosuress MQL - Slack integration —
yBeloMJIeHHs B KaHan #new-leads - Round-robin assignment — Bcrpoeno B CRM (Salesforce, HubSpot) - Lead routing rules —

ABTOMAaTHUYECKOE PACIIPe/ieIEHHE 110 TEPPUTOPHHU, UH/YCTPUH, Pa3Mepy KOMIIAHUU
IIpumep workflow B HubSpot:

Trigger: Jlug poctur 50+ GammoB (MQL)
13
Action 1: Assign to SDR (round-robin)
Action 2: Create task "Call this lead" (due: today)

Action 3: Send Slack notification

'S

Action Send automated email to lead: "Thanks for interest, we'll reach out shortly"

(&

Action 5: Add lead to "New MQL" list

Lead notes: uro nepexasats or SDR k AE
Korza SDR kBanudunupyer auj B SQL u nepenaer AE, oH noyken ocraButh detailed notes B CRM:
Template:

—--- SQL HANDOFF NOTES ---

Contact: John Doe, VP of Sales, TechCorp (250 employees)
Source: Downloaded case study "How to scale B2B sales"

Lead score: 85 (high engagement)

BANT:
Budget: $50-75K annual budget for sales tools
Authority: John is decision maker, needs CFO sign-off for >$50K

Need: Struggling with pipeline visibility, using spreadsheets now
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Timeline: Want to implement by Q2 (next 2 months)

Pain points:
- Can't forecast accurately (management wants better visibility)
- Losing deals due to lack of follow-up (no automated reminders)

- Team of 8 AEs, growing to 12 this year

Competitors mentioned: Currently evaluating Pipedrive and Salesforce

Objections: Concerned about implementation time (needs quick setup)

Next steps:
- Demo scheduled for March 15, 2pm EST
- Send calendar invite + demo prep email

- Focus demo on: forecasting & automation features

Notes:
- Very friendly, engaged in conversation
- Mentioned CEO is pushing for better sales tools

- Quick decision maker (likes to move fast)

3auem Takue noapoGHsbIe notes: - AE He Tpatut Bpems Ha noropHbii discovery - Jlemo targeted (1okasbiBaer TO, 4TO BaXKHO KJIMeHTY) - Faster

sales cycle

Feedback Loop: closed-loop reporting

l'[p06J1eMa: MapKeTHHI‘ HE€ 3HA€eT, 4YTO MPOUCXoAUT C JTUuaaMun

TunuuyHaa curyanus: - Mapkerunr nepezan 200 MQLs B siuBape - B ¢eBpase crpanmuBaer npopaxku: "Kak Tam JIuibl U3 Hallel MPOILION

kammnanuu?" - IIpopaxu: "He 3Ha10, 1aBail IOCMOTPIO... HEKOTOPBIE 3aKPbUINCH, HEKOTOPbIE HET, He IIOMHIO"

PesyanaT: MapKeTI/IHI‘ He 3HaeT, KaKue KaHaJIbl pa60Ta}0T, TPATUT 6}0/1)KET BCJICIIYIO.

Pemenue: Closed-Loop Reporting

Yro 310: Cucrema, rjie Ipo/jaku OOHOBJISAIOT cTaTyc Kax/oro auia 8 CRM, u mapkeTusr BuauT: - Ckosbko MQLs crano SQL - Cxosbko SQL craso

Opportunity - Ckospko 3akpbutock B deals - ITouemy suzst 6putn disqualified

Oo6azareabuble moag B CRM auia kaskaoro Jauaa:

ITone Kro 3anoanser 3auem

Lead Status TIpopaxu New / Contacted / Qualified / Disqualified / Opportunity
Disqualified Reason TIponaxu No budget / No authority / No need / Bad timing / Competitor / Other
Lead Source MapkeTuHr Google Ads / LinkedIn / Webinar / Referral / Cold Outbound
Campaign MapkeTruHr Specific campaign name

SQL Date IIpomaxu Korpa cran SQL

Opportunity Created Date IIponaxu Korza cozzana cienka

Close Date IIpomaxu Korpa 3axkpriiach

Deal Amount ITpogasku Cymma

Dashboard: Sales & Marketing Performance
Cospaiire shared dashboard (Salesforce report, HubSpot dashboard, Looker), koTopsliii 06€ KOMaHZbI CMOTPST:

MeTtpuku:
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WCTOYHUKU JIMJIOB (B mapre):

Source | MQLs | SQL | Opps | Closed | Revenue | CPL | CAC |

Google Ads | 50 | 12 | 7 | 3 | $90K | $80 | $2,667 |

10 | 6 | 3 | $120K | $150 | $1,750 |

LinkedIn | 35

Webinar | 20 | 8 | 5 | 2 | $80K | $100 | $2,500 |

Organic | 40 | 5 | 2 | 1 | $30K | $0 | $1,500 |

Referral | 15 | 10 | 8 | 5 | $200K | $0 | $1,000 |

UTOTO: 160 | 45 (28%) | 28 (62%) | 14 (50%) | $520K
B])IBOI[])I M3 ITHUX JAaHHBIX:

1. Referrals — siyumuii ucrounuk (highest close rate, lowest CAC) — MapKkeTHHT /I0JKeH 3amycTuTh referral program
2. LinkedIn — xopormuii ROI ($1,750 CAC mist $40K ACV) — yBeU4uTh GIO/13KET

3. Organic — nuskas kousepeuss MQL—SQL (12%) — BO3MOKHO, KOHTEHT IpuBjiekaer He ToT ICP

Be3 Takux JaHHBIX MAPKETUHI PadoTaeT BCJIenylo.

PeryapHsie Becrpeun: Sales & Marketing Sync

1. Weekly operational sync (30 muHyT)
Yuacrauku: Head of Marketing, Head of Sales, SDR lead

IToBecrtka: - KomnuecTBo /108 3a Heeso (1o ucrounukam) - Conversion rates (MQL—SQL—Opp) - IIpo6emsl ¢ kauecTBoM JiuzoB - Upcoming

campaigns ot mapketuHra - Feedback ot mponax
IIpumep:

Mapkerunr: "Ha aroit nHefene 3amyckaem LinkedIn kammanmmio Ha CFOs B FinTech.

Oxugaem 30-40 MQLs."

Ipopaxu: "Ommuno, Ham jywmmit ICP. Ho npommas kammanusi Ha HR Obuta craGoit —

TONbKO 2 u3 25 mpowum B SQL. Ilouemy?"

Mapkernnr: "Ara, BmXy B CRM — ocHoBHas npuunHa disqualification: 'No budget'.
Bugumo, HR He uMmeloT OrojpkeTa Ha Haul MpoaykT. bBonbiue He Oyaem

TapreTUpoBaTh MX. "

Ipopaxu: "Ja, dokycupyiitecb Ha Finance u Ops."

2. Monthly strategic sync (1 gac)
Yuacrauku: Leadership (CMO/VP Marketing, CRO/VP Sales)

IToBectka: - O630p MeTpuK 3a Mecsl - AHanu3 win/loss (ImoyeMy BBIMIpaIU/IIPOUTPATIH KPYIHBIE CAENKH) - [IaHupoBaHME HA CIIEAYIOIIUH

MecArL] (Ka}cne KaHaJIbl MaCH_ITaGI/lp()BaTL) - Alignment s (o] messaging (‘{TO IIPOJAYXKU TOBOPAT KJIMEHTAM VS UTO MapKETUHI TOBOPDUT B KOHTeHTe)

3. Quarterly business review (2 uaca)

YuacTauku: Sales team + Marketing team (Bce)

IIoBectka: - Pesynprartel KBapTasa (revenue, targets, top wins) - IIpe3eHTamus MapKeTHHIa: YTO IJIAHUPYeTCs: (HOBbIEe KaMIIAaHUU, [IPOAYKTHI,

nosunuonupoBanue) - Ipesenranus npoaax: feedback mo simmam, koukyperram, poiHKy - Team building (#e Tospko pabora, Ho 1 bonding)
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JInuoreHepaunﬂ: KaK MAPKETHUHT JO/IKCH TCHEPpUPOBATDH JINAbI

Kanaus! iuaporeHepanuu (B2B)

Kanan KauecTBO J11/10B O0BeM JIUI0B Cost per lead Best for

Referrals W W W W W Huskuit $0-500 Bce xomnanun

Inbound (SEO/Content) > Cpenuuit $0 (mosruii payoff) B2B Saa$, go/ruii ukit

‘Webinars Cpenmuuit $50-150 Croskusbre nmpoaykTsl (education needed)
LinkedIn Ads W S Cpennuit $80-200 B2B, targeting 1o job title

Google Ads (Search) W W Boicokuit $50-300 High intent keywords

Cold Outbound (SDR) < 5 Bricokuii $100-500 Enterprise, ABM
Events/Conferences ) Huskwuit $200-1000 Enterprise, relationship-based

Paid social (Facebook/IG) > Bricokuit $30-100 B2C, SMB (penko B2B)

TpeGoBaHUsA MPOAAK K MAPKETHHTY
Y9ro IIPOJAAKH XOTAT:

1. Qualified s1uapI (a He mpocTo email axpeca)

2. JlomkeH coorBercTBoBaTh ICP
3. JloskeH nposiBUTS intent (He mpocro ckayasn PDF)
4. Enriched nanusie

5. Mms, pamuiius, J0JKHOCTh

o)}

. Komnanus, paamep, UHAYCTPHUA

TestepoH (ecsii BO3MOIKHO)

B

8. Ucrounuk (OTKy/1a IpHUIIIET)
9. Context

10. YTo uesioBeK /iesa Ha caiite (KaKI/Ie CTpaHUIbL CMOTpeJ’I)

11. Kaxoii KOHTEHT cKavas

o

12. Kakue nucpma OTKPBIBAJI
13. CBOeBpeMeHHOcT]:

14. Warm leads (3anpoc Ha fiemo, pricing) — HemeieHHO (SLA: 1 yac)

15. Cold leads (cxauan whitepaper) — B TeueHue 24 4acos

TpeGoBaHUs MAPKETHUHTA K MIPOaXKaM
YTOo MapKeTHHT XOYeT:

1. BeICTpBIiL response

2. JIuj| TepsieT UHTEPEC uepes 24-48 4acos
3. Ecin mpoziaky He 3BOHAT BOBPEMSA — JIUJ] XOJIO/ICET, U MAPKETUHT OOBUHSIOT B IIOXOM KauyecTBe
4. Feedback

5. O6HOBIIATH cTatyc nza B CRM

6. YxassiBath npuunty disqualification

7. Coob1naTh, KaKue JIuzpl 3aKpbutnch B deals

8. Ucnosib30BaHUE MAapPKETHHIOBBIX MATEPHUAIOB
9. Case studies, battle cards, slide decks

10. MapKeTI/IHI‘ CO34a€T 3TO AJIA IIPOJAaXK, HO YaCTO IIPOJAXKU UCIIOJIb3YIOT CBOU KPHUBbIE ITPE3eHTAlluU
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11. Consistent messaging

12. TO, YTO MAapPKETUHT oﬁemae'r B pexJiaMe, IpoJgaKu JOJIZKHBI IIOATBEPKAAaTh Ha 3BOHKaxX

Lead Nurturing: uro gesarts ¢ "He ceiiuac" sugamMmu

IIpoGaema: - 50-70% JIUZOB He TOTOBBI HOKyIaTh ceiivac (timing issue) - IIpopaxku ux disqualify: "Ilepe3BoHu uepes nosrona" - Yepes mosrosa

IIpoAaXu 3a0bIBAIOT

Pemenue: Lead nurturing (J1osirocpoyHoe B3paliuBaHue JH0B)

Nurture campaigns
Yo 3T10: ABTOMaTHYeCKHe email sequences ajia "XOJ'IOﬂHbIX" JINJIOB, 9TOOBI JIep2KaTh UX warm 0 MOMEHTa, Korjga OHu 6yﬂyT TOTOBBI ITIOKYIIaTh.
IIpumep nurture sequence (6 MecAIeB):

Hepenst 1: "Thanks for downloading [Resource]"

Hepenst 2: Case study: "How [Company] achieved [Result]"
Hepenst 4: Blog post: "5 ways to solve [Problem]"

Hepensi 6: Webinar invitation

Hepensi 8: Product update: "New feature you might like"
Hepenst 12: ROI calculator

Hepenst 16: "Still struggling with [Problem]? Let's chat"

Hepensi 24: Final check-in: "Ready to talk?"
Iean: OcraBathbes top-of-mind, moka oHu He GyZyT FOTOBHI.
Kro Biaageer nurture: MapkeTusnr

Korga sima Bo3Bpamaercsa K mpojazkam: - Eci cHOBa IPOSIBIJI aKTUBHOCTH (OTKPBLI pricing page, mocMOTpes1 IeMo Buzieo) - Miiu uepes

3a/IaHHBIN cpOK (Hampumep, 6 mecsiteB ¢ MmomenTa disqualification)

Account-Based Marketing (ABM): korma MapKeTHHT U IIPOJA:KH PAa0OTAaIOT BMECTe

Yrto Takoe ABM?
Traditional marketing: [TpriBiekaeM MHOTO JIM/IOB, IIPO/IaKU BHIOMPAIOT JIyUIIIHX.

ABM: [Ipojaxu BEIOUPAIOT IeJIeBbIe aKKayHThI (dream customers), MapKETHHT CO3/[aeT KAMIIAHUY CIIEIHAIBHO [Tt HHUX.

IIpouecc ABM:

1. IIpogaxku BpIGuparoT target accounts (50-100 KOMIIAHUN, KOTOPBIE XOTSAT 3aKPbITh)
2. Mapkerunr researches kax/yio komnanuio (ko decision makers, kakue y Hux 60J1¢1)
3. MapkeruHr co3aaer personalized campaigns:

4. LinkedIn ads nmoka3sbIBatOTCs TOJIBKO COTPYAHUKAM 3THX KOMIIAHHH

5. Ilepconanusuposanubie landing pages (sanpumep, "Solution for [Company Name]")

6. Direct mail (ornpaBka nogapka CEO)

7. IlepconanusupoBaHHble email sequences

8. IIpogasku xesaaror outreach (cold calls, LinkedIn messages)

9. MapKeTHHT yCHIUBaeT (peTapreTHHT, KOHTEHT)
IIpumep ABM kaMmaHum:

Target: TechCorp (500 employees, Series B FinTech startup)

Decision makers: CEO Jane Doe, CRO John Smith
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MapkeTuHr :
- LinkedIn ads c keiicoM noxoxeil FinTech kommaHuu - mnokasblBaloTcsi Tonbko Jane u John
- IlepconamusuposanHas landing page: "How we help FinTech companies like TechCorp scale sales”

- Direct mail: ormpaBmsiem kuury "Predictable Revenue" ¢ mepcoHambHON 3amicKoil oT Hamiero CEO

Tpopazku :
- SDR ormpasmsier LinkedIn message Jane: "Saw you're scaling your sales team. We helped [Similar Company] go from 5 to 20 reg

- AE 3BonuT John (ucrnoib3yst intro or 0OLIEro 3HaKOMOro)

Pesynbrar: Booked demo uepe3 2 Hejenu (BMecTo 0Obl4HbIX 2 MecsueB cold outreach)

Korga ucnosaszoBars ABM: - Enterprise nponaxu (deal size >$50K) - [lnunnsii sales cycle (6+ mecsnes) - He6osbioe konndecTBo dream

customers (vs MuutnoHb SMBS)

Yexsuct: Sales-Marketing Alignment

Foundational: - [ ] SLA (Service Level Agreement) noanucan obermu komasiamu - [ ] O6ugue merpuxu (MQL—SQL conversion, CAC, revenue) - [

] Yerkue onpenenenus MQL, SQL, Opportunity

Process: - [ ] Lead handoff npouecc aBromarusuposan (round-robin, alerts, tasks) - [ ] SDR team kBanudunupyer yuabt 10 nepegaun AE - [ ]

Closed-loop reporting (mpoxaxu 06HOBIIAIOT cratyc uioB B CRM)
Communication: - [ ] Weekly sync meeting (30 munyT) - [ ] Monthly strategic review (1 uac) - [ ] Quarterly business review (Bcst komana)

Data & Tools: - [ ] Shared dashboard (ucrounuku umoB, conversion, revenue) - [ ] Integrations (mapkerusr automation — CRM — sales tools) - [

] Lead scoring model (aromaTtrueckast kBanudukanms MQL)

Culture: - [ ] [Ipogaku 1 MapkeTHHT cHAT psjioM (win B oxHoM Slack kanase) - [ ] Celebrate wins Bmecre (He "MapkeTHHT npuBes aua”, a "Mbl

BMecTe 3akpbLiu KiuenTta") - [ ] No blame game (ecsu iuzipl mioxue — o6CykjaeM, KaK yIydIInuTb, & He KTO BHHOBAT)

3akJaoueHue

Sales u marketing alignment — sto He "nice to have", 310 Heo6xoauMoOcCTh: - Komnanuu ¢ xopomum alignment 3axkpeiBaor 38% GoJbure deals

(MarketingProfs) - Sales cycle Ha 15% kopoue (SiriusDecisions) - Cost per lead na 20% Huzke (Aberdeen)
KirroueBbie BBIBOIbI:

1. SLA — dopmanusyiite 0xxuilaHus B JIOKyMeHTe

2. O0ue MeTpuKU — 00e KOMaH/Ibl OTBEYAIOT 32 revenue, a He 3a vanity metrics
3. IIpouecc handoff — GeicTpas nepepava + enriched ganusie

4. Feedback loop — npoznaxu o6nosssior CRM, MapKeTHHT BHJUT, 4TO paboTaeT

5. PeryJisipHbie BcTpeyu — communication is key
Bes alignment: - [Torepsuuble suas! - Konduukrs - Inefficiency
C alignment: - Revenue machine - Predictable growth - Komanzna, koTopas paboTaer kak eZJMHOe IIeJI0e

910 3aBepuiaet biiok 2 (Komansia npozax). B cieyroriem 610Ke Mbl II€peiiieM K CTpAaTeriy IPOJask U MacIITaGUPOBAHUIO OT/eIa.

155



BJIOK 3 — MACIITABUPOBAHHME: OT OTAEJIA K CUCTEME

I'saBa 21. CTpaTernueckoe INIaHUPOBaHUE MMPOJAAK

BBeneHue: 3aueM Hy»KHO CTPAaTErHYecKoe IVIAaHUPOBaHUE

Korza otzen mpopask paboraer ctabuIbHO, MOSIBJSIETCS WUTIO3Us, U4TO «BCE UAET camo». Ho pocr 6e3 crparernn — 310 pyserka. CTparernyeckoe

IUITAaHUPOBAaHHE IIPOJAXK IIPEBPAIAET Xa0C B CUCTEMY, a HAZAEX/Ibl — B IIDOTHO3UPYEMBbIE PE3YyJIbTaThI.

B sTOM ypoKke MbI pa3bepéM, Kak CTPOUTH sales-CTpaTervio Ha rOpU30HTe 1-3 T0/la, KaK CBA3ATh €€ ¢ OM3HeC-IeIIMU KOMIIAHUU U KaK [EPEBECTH

aM6uu B KOHKpeTHbIe KPI, 610/17KeThI U IIIaHbI I€ACTBUIA.

PazHuIa MexKIy TAKTUKOU U cTparTerueu

TakTuka — 3T0 Z[eﬁCTBHH Ha TOPU30HTE 1-3 MecsAla: 3aIlyCTUTh email-KaMHaHI/I}O, IIPpOBECTU Be6I/IHap, HaHATb MEHE/2Kepa.

Crparerusa — 5TO pelleHHs Ha 1-3 T0/a, KOTOpble ompezesior: - B kakue cermentsl uaru (ICP) - Kakwe mpozaykTsl pas3BuBaTh - Kak

O3 HUOHUPOBATHCA IIPOTUB KOHKYPEHTOB - Kaxkwne xanasst IIPUBJIEUYEHUSA CTPOUTH

IIpumep: «YBeTUUUTH IPOAAKU Ha 30% B Q2» — 5TO TakTHUecKas 1eb. «Ilepeiitu or Mmojesu transactional sales k enterprise-npopaskam ¢ ACV

$50K+» — aro crparerus.

Iar 1: AHa M3 Tekyinero cocroaHus (Sales Audit)

Ilepen nmyIaHUPOBAHUEM HyKHO IIOHATS, I/ie BBI ceifuac. IIpoBeauTe sales audit 1o 5 6y1oxam:

1.1. DuHaAHCOBBIE METPUKH

« Revenue (BbIpyuKa): CKOJIBKO 3aKPBLIHU 32 TOJ

« Growth rate: nponenT pocra roz k roay (YoY)

« Customer Acquisition Cost (CAC): CKOJIbKO CTOUT IIPUBJIEYb KIIHEHTA
« Lifetime Value (LTV): cCKOJIbKO IPUHOCUT KJIMEHT 3a BCE BPEMsI

« LTV/CAC ratio: 1oyxeH 6bITh > 3 (MHa4e GH3HEC-MO/Ie/Ib HepeHTabeIbHa)
dopmyina CAC:
CAC = (3apmarbl otjena mpopaxk + Mapketnnr + MHctpymentsi) / KonmuecTBO HOBBIX KINEHTOB
IIpumep: eciu 3a kBapras norparwin $30K Ha 3apruiatsl + $10K Ha MAPKETHHT, U IPUBJIEKJIN 20 KJIUEHTOB:

CAC = $40,000 / 20 = $2,000

1.2. 3P PeKTUBHOCTH BOPOHKHU

« Conversion rate Ha kaxzom stare (Lead — SQL — Opportunity — Deal)
o Cpennsis ainHa cienku (Sales Cycle Length)

o Win rate (IporeHT BBIMTPAHHBIX ¢/1e10K 13 Opportunity)

1.3. CTpyKTypa BBIpYUYKH
« Kaxwne mpoaykts! npuHOCAT 80% BBIPYUKN?

« Kakue cerMeHTbI KJINEHTOB caMble HpHﬁbIJ'II;H])Ie?
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o CKOJIBKO IIPOIIEHTOB BBIPYYKHU — recurring (Ioucku) vs one-time?

1.4. Komanga

o CKOJIbKO MEHE/IPKEPOB, KaKas HX KBOTa?
o CKOJIBKO ITPOIEHTOB KOMAaH/[bI BBIIIOJIHSIOT IUIAH?

« TekyuecTsb kaipoB (turnover rate)

1.5. KoHKypeHTHasI MO3UIIA

« Kro rs1aBHbIE KOHKYPEHTBI?
« Ilouemy KJIHeHTHI BHIOUPAIOT Bac (MIM He BHIOUPAIOT)?

o I'ze BBI IpourpeiBaeTe Ha TeHAepax?

IIar 2: Onpeaesenue crparernueckux meaei (North Star Metric)

Crparerusi HA4MHAETCS ¢ BRIOOpa OAHOM r1aBHOM MerpukH (North Star Metric), koTopas nmokasbiBaeT 3[0pOBbe OH3HECA.

ITpumeps! North Star Metrics: - SaaS-kommnanusa: MRR (Monthly Recurring Revenue) — exxeMecsuHas IOINCOYHAs BBIpyUKa - E-commerce:
GMV (Gross Merchandise Value) — BanoBs1ii 065M npopax - Agency: Retainer ARR — rozoBast BRIpyYKa OT KOHTPAKTOB Ha OOCIy’KUBAHHE

- Marketplace: GTV (Gross Transaction Value) — 06b€M TpaH3aKIvii uepes mwiathopmy

IToyemy BaskHa ofHA MeTpHKa? IToToMy UTO KOMaH/a He MOXKET THaThCsA 32 10 Ieslel OIHOBPeMeHHO. Bes crparerus H0/IKHA «KPYTUTHCA» BOKPYT

North Star.

IIpumep: ecinu Bama North Star — MRR, To crparernueckue pernenusi: - QOKyc Ha recurring-mpofykThl (IOAMUCKH), a He one-time sales -

Vnepxxanue xinentos (Churn Reduction) Baxxuee npusiedenus HOBbIX - Upsell u cross-sell — kiroueBsle gpaiiBepsl pocta

IIar 3: IlocTpoenue cieHapues (Scenario Planning)

He crpoiiTe oAMH IJ1aH — CTPOUTE 3 ClIIEHAPUS:

KoHcepBaTuBHBIH ciieHapuii (70% BepOATHOCTH)

« Poct 20-30% rox k rozy
« Bes HailimMa 3BE3IHBIX MEHEKEPOB
« bBe3 npophIBHBIX IIPO/IYKTOB

o PaboTa ¢ TeKyIUMH KaHaJIaMu

baszoBbIii cuieHapuii (50% BepOATHOCTH)
e Poct 50-70%
« Haiim 2-3 CHUJIbHBIX MEHE/’KEPOB
« 3aIycK 0/{HOTO HOBOTO KaHaIa (HalpuMep, mapTHEPCKas porpaMma)

. OHTI/IMI/ISHIH/IH BOPOHKH

ArpeccuBHBIH crieHapuii (20% BEpPOATHOCTD)
e Pocr100%+
o Haiim 5+ MeHeKepOB
. saHyCK HOBOTO ITPOAYKTA UJIN BbIXO/] Ha HOBBIN PBIHOK
o MacirabiupoBaHue 4epe3 aBTOMaTU3aIUI0

Jlna Kaxoro cueHapus paccuuTaiTe: - IleseByio BHIpyuky - HeoOXOoAMMBIN pasMep KOMaH/IbI - BlojkeT Ha MapKeTUHT M HHCTDYMEHTBI -

KnroueBblie pucku
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Ta6auna npumep (SaaS-komnanus ¢ rekymum MRR $50K):

Cuenapuii MRR uepes rox New MRR/mec Komanaa Broaker
KoHcepBaTHBHBII $65K +$1,250 3 AE + 1 SDR $15K/mec
BaszoBblit $85K +$2,900 5AE + 2 SDR $25K/mec
ArpeccuBHBIN $120K +$5,800 8 AE + 4 SDR $45K/mec

IIIar 4: dexomnosunu#a ueaeii (Waterfall Model)

Tenepb Hy’KHO «pazbutb» North Star Metric Ha cocraBuble yactu. Vcnonbsyem Revenue Waterfall Model.

®opmy.ia BeipyukH (s B2B SaaS):

Revenue = Yucno kmmeHToB X ARPA (cpepHuil 4yek) X Retention rate

TIpumep: eciu nenb — $1.2M ARR uepes roz, u Texymuit ARPA = $10K/roz, To HyKHO:
120 kmmentoB = $1,200,000 / $10,000

Ho ¢ yuérom Churn (15% B rox):

Hy:xHo 3akpeiTe 141 HOBBII Kiavent = 120 / (1 - 0.15)

Jlenm Ha KBapTaibl: - Q1: 30 KINEHTOB - Q2: 35 KIMEeHTOB (Ce30HHBIN pocT) - Q3: 25 KIUeHTOB (JieTHHH crax) - Q4: 51 KineHT (Tof 3aKPhIBAETCS

arpeccuBHO)

OT KJINeHTOB — K aKTUBHOCTAM

Ecsim Win Rate = 25%, To /1151 141 KJIeHTa HY>KHO:
564 Opportunity = 141 / 0.25

Ecsn konBepens u3 SQL B Opportunity = 50%:
1,128 SQL = 564 / 0.5

Ecin kouBepens us Lead B SQL = 10%:

11,280 Leads = 1,128 / 0.1

Temnepb MOHATHO: YTOOBI c/1e1ath $1.2M, Hy:KHO 11,280 JHAOB B roj (940 JI10B/Mec).

Iar 5: Beioop crparernueckux uHUaTtus (Strategic Plays)

Ha ocHoBe ananusza BbIGepI/ITe 3-5 KJII0Y€BbIX HHUIIMATUB Ha I'o/. HpI/IMeprZ

HNuaunuatusa 1: Outbound Sales Engine

Iean: renepuposarb 30% SQL uepes xosnozanbie Kacanus. JdeucrBus: - Hauars 2 SDR - Buegpurs uncerpymentst: Apollo.o + Outreach.io -

TTocrpouts ICP-cerments! u ckpurntsl - KPI: 500 cold calls/mec, 15% koHHEKT-peiT, 5% SQL-KoHBepCus

Nuaunuatusa 2: Partner Channel

IleJsib: 20% HOBBIX KJIMEHTOB uepe3 NapTHEPOB. JeiicTBuA: - HaliTu 5 areHTCTB-apTHEPOB - Pa3zpaboTaTh KOMHCCHOHHYIO cxeMy (15% OT IIepBOro

rozia) - KPI: 3 partner-sourced deals/xBapran

Nuumuarusa 3: Enterprise Sales Motion

IMenb: 3aKpbIBaTh 3-5 caesoK >$50K/ro (BMmecro 20 caenok mo $10K). deicrBus: - Hausars Enterprise AE - CozzaTs enterprise-tier mpoaykr -
Buenputs MEDDPICC framework - KPI: ACV >$50K, Sales Cycle <6 mecsnes
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Nuumuarusa 4: Customer Success — Expansion

Ilens: yBennuuth Net Revenue Retention 10 120% (T.e. KJIMEHTHI TpaTAT Ha 20% Oosiblile ro/ K roxay). JdecrBus: - Buenpurs upsell playbook -

IIpoBoauts Quarterly Business Reviews (QBR) - KPI: 30% kiinenToB Jjiesiator upsell B reuenue roza

IIar 6: IToctpoenue Sales Operating Model

Operating Model — 570 I0KyMEeHT, KOTOPbIil OIIUCHIBAET, KAK PABOTAET OT/EJ IPOZIAK:

6.1. Go-to-Market Segmentation

Ko Bamm kineHTts? Pasznesnure no cermentam: - SMB (10 50 cotpynuukos): self-serve + inside sales - Mid-Market (50-500): inside sales + field

AE - Enterprise (500+): dedicated AE + Sales Engineer

Kaxzplii cermeHT — CBOsI BOpOHKa, cBoit ACV, cBoii Sales Cycle.

6.2. Sales Roles & Quotas

« SDR: kBota 20 SQL/mec, 3apmiata $3K base + $1K variable
« AE (Mid-Market): xsora $30K MRR/kBaprai, $5K base + $3K variable
« Enterprise AE: kBota $150K ARR/roz1, $8K base + $6K variable

6.3. Sales Process & Playbooks

o Iran 1: Discovery (BANT qualification)

« Jram 2: Demo (feature — benefit)

e 9ran 3: Proposal (ROI calculator)

o 9ram 4: Negotiation (handling objections)

« 9ramn 5: Close (contract + onboarding)

I[)'IH KaXXZ10ro aramna — CKPHUIITHI, HIa6)'IOHbI, KPpUTEPUU BbIXOJA.

6.4. Tech Stack

« CRM: HubSpot / Salesforce

« Prospecting: Apollo.io / ZoomInfo

« Sales Engagement: Outreach.io / SalesLoft
« Proposal: PandaDoc

« Analytics: Gong.io (call recording + Al insights)

IIar 7: BromxxerupoBanue (Sales Budget)

Crparerus 6e3 61o/xketa — 3T0 MeuTa. [locTpoiiTe GI0/I?KET Ha TOJL 110 CTAaThsIM:

7.1. Payroll (3aprmiaTer)

« 5AE x $8K/mec = $40K/mec
« 2 SDR x $4K/mec = $8K/mec
o 1 Sales Manager x $10K/mec = $10K/mec

« Hroro: $58K/mec = $696K/roz

7.2. Marketing (s reHepanuu JIUI0B)

« Paid Ads: $10K/mec

« Content Marketing: $5K/mec
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« Events: $3K/mec
« Hroro: $18K/mec = $216K/rox

7.3. Tools & Software

« CRM: $2K/mec

« Sales Engagement: $1.5K/mec

o Data (ZoomlInfo): $1K/mec

« Hroro: $4.5K/mec = $54K/rox

7.4. Travel & Events

« Conferences: $20K/rox
« Client meetings: $10K/roz

« Hroro: $30K/rox
O6mwmii 610mKeT: $696K + $216K + $54K + $30K = $996K/rox
Ecm tian — czaenarp $1.2M ARR, to CAC Payback Period:
$996K / $1,200K = 0.83 roga (10 Mmecsiues)

ITO HOPMAaJIBHO /1A SaaS: OKyIlaeMOCTh <12 MecAIleB — 3710pOBast MOJIeJb.

IIar 8: Yopasieunue puckamu (Risk Mitigation)

Kaxxnaa crparerus umeet pucku. Ilepeunciaure Ton-5 u miaH B:

Puck 1: He Hariném cuiabHbIX AE

BeposaTHocTh: 60% Buuanue: He BbimosHUM IlaH Ha 30% Mwurtwranmmsa: Hauate HaliM 3a 3 Mecsana o crapra. Eciu He Hanum —

IIepEeKITIOYHTH OIOPKET Ha IapTHEPOB.

Puck 2: KouBepcus u3 Lead B SQL ynmagér

BeposaTtHocTs: 40% Biananue: Hexsarka pipeline Muturamusa: A/B-tectst sinza-dopw, yiuydienne KBaTnbUKAAT JTATOB.

Puck 3: KOHKypeHT CHU3UT IIeHbI

BeposaTHocth: 50% Bumsaaue: Win rate ynanér Ha 10-15% Muturanusa: ®okyc Ha value, a He Ha price. Yeunuts case studies u ROI-

KaJIbKyJIATOPBHI.

Puck 4: Churn Beipacrer

BeposarHocts: 30% Bausaue: Net Revenue Retention <100% Murturanus: Bueapurs Customer Health Score, npoakrususbiii CS.

Puck 5: 9KOHOMHUYECKUH KPU3UC

BepoaTHocTh: 20% BimsaHue: Biopkers! kKineHToB ypexkyT, Sales Cycle yuimnuTes Mururamus: [lepexiountses Ha SMB (Gosiee KOpoTKuit

IUKJI), IPEJVIOKUTH TUOKYIO OILIaTy.

lar 9: KiiroueBble METPHUKH /111 MOHUTOPUHIA CTPATETNH

Crparerus He paboTaet «Ha apronunore». Hyxen Sales Dashboard ¢ merpuxamu:

E:xxeMmecAauHbIie METPpHUKU:

1. Bookings (HoBbIe KOHTpPaKTHI) Vs Plan
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2. Pipeline Coverage Ratio: ckosbko pipeline Ha ciemyromuii kBapra (HOpMa: 3X OT KBOTBI)
3. Sales Velocity: kak GbICTPO pacTér BhIpydyKa Sales Velocity = (Leads x Win Rate x ACV) / Sales Cycle Length
4. CAC Payback Period: 3a cKOJIbKO MeCSIIEB OKYIIAeTCs KITHEHT

5. Quota Attainment: CKOJIbKO IPOLIEHTOB KOMAaH/IbI BBIIIOJIHAIOT IUIaH (HOpMa: 60%+)

KBapTaJII)HI)Ie METPpHUKU:

1. Net Revenue Retention (NRR): CKOJIBKO KJIMEHTBI TPATAT IO K ToAy (11eJ1b: >100%)
2. Win Rate o cermeHTam: r/ie poceziaem?
3. Sales Cycle Length: yuunsiercst iu nporecc?

4. Churn Rate: CK0OJIbKO KJIHEHTOB YXO/AT?

I'oxoBbIe MeTPpUKHU:

1. ARR / MRR Growth Rate: pocr BeIpyuKu
2. LTV/CAC Ratio: 3710p0oBbe IOHUT-3KOHOMUKH (1[eJ1b: >3)

3. Market Share: xakoii IpoIeHT PhIHKA 3aXBaTUIIH?

lar 10: KoMmMyHukanusa crpareruu KOMaH/ae

Crparerus Gecrioyie3Ha, ecii KoManza eé He nonumaer. IIposeznute Sales Kickoff (SKO) — exxeroziHoe coGpaHue 0T/ie1a MpoiaxK.

Crpyxkrypa SKO:
1. Urorn npouwioro roga: uudpsl, wins, lessons learned
2. Crparerus Ha HOBbIi rox;: North Star Metric, KI0ueBble HHUIIMATHBEI
3. Jleramusanusa 10 KOMaHAAM: KBOTbI, Tepputopuu, [CP
4. OGyueHue: HOBbIE IPO/YKThI, CKPUIITHI, KEHChI

5. Team Building: criiiouenne komMmaHbI

ITocne SKO — exeneaennsubre Sales Standups /111 CHHXPOHU3AIUN.

HNHCTpYMEHTHI A1l CTPATEernyecKoro IJIaHuPOBaHUA

1. OKR Framework (Objectives & Key Results)

Objective: Crats siuziepom B cermenTe Mid-Market SaaS juist e-commerce Key Results: - KR1: JToctuub $1.5M ARR (+50% YoY) - KR2: 3akpeith
10 kaueHToB ¢ ACV >$30K - KR3: Yeesrmuuth Win Rate 10 30%

2. V2MOM (Salesforce Framework)

« Vision: Kyza ugém?

« Values: Kakue neasocru?

« Methods: Kak Gyzem nenarb?

« Obstacles: Kakue npensarcraus?

« Measures: Kak uzmepsem ycrnex?

3. SWOT Analysis

« Strengths: Yro y nac xopormo? (Hanpumep, CHIbHAS IPOAYKTOBas KOMaHZA)
« Weaknesses: I'1e c1a6b1? (Hanpumep, maso case studies)
« Opportunities: Kakue Bozmoxuoctu? (Harpumep, KOHKYPEHT YIIET € PhIHKA)

o Threats: Kaxue yrpossr? (HanpumMep, HOBBIH PeryJIATOPHBIH 3aKOH)
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Keiic: kak Slack rutanuposaJ pocr ot $0 10 $100M ARR

B 2014 ropy Slack nocraswt uesnb: $100M ARR 3a 3 roga.

Crparerus:

1. Product-Led Growth: Gecrinatabiii freemium — BHpPyCHOE pacipocTpaHeHre BHYTPH KOMITAaHUIH
2. Bottom-Up Sales: xoMaH/[bI HAUUHAIOT UCIIOIb30BAaTh — IT-0T/EJ MOKYIIA€T KOPIIOPATUBHYIO JIUI[EH3HIO

3. Land & Expand: naunnaem ¢ masioro ACV ($1-5K), 3arem upsell 10 $50K+

TakTuka:

« 2014: dokyc Ha SMB, self-serve, $0 Ha MapkeTHHT (OpraHUYeCKUH POCT)
« 2015: 3anyck Enterprise Grid (1y1st KpyIHBIX KOMITAH#T)

« 2016: Haiim Enterprise AE, doxkyc Ha Fortune 500

PesyabTarsl:

e 2014: $12M ARR
« 2015: $25M ARR

e 2016: $100M ARR (1116 JOCTHUTHYTA Ha rOJ| paHblie!)

KirroueBoii MHCAUT: crpaTterus 6pu1a rubkoii. Korma SMB-phIHOK HachITHIICH, OBICTPO HEPEKTIOYIIINCH HAa Enterprise.

OmuoKu B CTpaTErNIe€CKOM INIAHUPOBAHUU

Ommuo6ka 1: IlsaH cTpouTcesa «cBepXy BHU3» 0e3 y4éTa peaIlbHOCTH
PyKOBOTUTEIIH TOBOPUT: «X0Uy POCT 300%», HO HE CYUTAET, CKOJIBKO HYKHO JIN/I0B, MEHE/IZKEPOB, OIOJIZKETA.

Pemenue: Bcerza feiaiite bottoms-up pacuér (0T BOPOHKH K IIeJIH).

Ommuo6ka 2: IrHopupoBaHue KOHKYPEHITNH
CTpOI/ITI) CTpaTeruro, He 3Hasd, 4YTO JeJ/Ial0T KOHKYPEHTBI — 3TO KaK UI'PaTh B IIaXMaThl C 3aKPBITBIMU IJIa3aMU.

Pemenue: npopoaute competitive analysis kax/p1ii kBapras. Mcnossayiite G2, Gartner, win/loss analysis.

Omuoka 3: COIMIIKOM MHOIO HHHIIHATUB
Ecsn y Bac 15 mprOpUTETOB, TO y BAaC HET IPHOPUTETOB.

PenreHue: paBuwjio 3-5 MHUIMATUB Ha rojl. JIydie ceyaTh 3 BEIH OTJIMYHO, YeM 15 — IIOCPE/ICTBEHHO.

Omuoka 4: OrcyrcrBue ruHOKOCTH
PriHOK MEHAETCA, KOHKYPEHTbI MEHAKTCH, IIPOAYKT MEHAETCH. CTpaTeI‘I/IH — He OubJIHs.

Pemenmne: kBaprajibHbie Strategy Reviews. Ecim uto-1o He paboTaer — IIMBOTUM.

YeK-JIHCT: KaK IPOBEPUTH KAYECTBO CTPATETHH

EcTtb siu oxHa riiaBHaa metpuka (North Star)? CBsA3aHBI JIM eI IPOJAXK ¢ IeJIAMU Ou3Heca? PaccuuraH i Ol0[KeT U
CAC Payback? JIeKOMIIO3MPOBaHbI JIU LEJHU 10 YPOBHA AaKTUBHOCTEH? Ectb in 3 cueHapus (KOHCepBaTUBHBII, Ga30BbIi,
arpeccuBHbIiT)? 4 OnpenesieHsl i KiaodeBbie pucku u mwiiaH B? (4 ITouumaer iu komanga crpareruio? 4 Ecrs i dashboard

AJIL MOHUTOPHUHTA Me’I‘pHK?
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Ecnu Ha 8 BOIIPOCOB OTBET «/Ja» — Ballla CTpaTerus roroBa K UCIIOJIHEHUIO.

3akaoueHue
CTpaTeI‘I/I‘{eCKOC IUVTAaHUPOBAaHUE — 3TO HE ralaHue Ha KO(beﬁHOﬁ rymie, a MmaTeMaTuka + SL[paBbIﬁ CMBICJI. Xopomas{ CTpaTerust OTBe4YaeT Ha TpUu
BOIIpOCa:

1. Kyna ugém? (North Star Metric)
2. Kak Tyxa mpuaém? (MHUIMATUBBL, GI0/KeT, KOMaH/[a)

3. Kak noiimém, uro Ha npaBuisHOM myTu? (Metpuky, dashboard)

B ciieayromem ypoke pazbepém, Kak MacitabupoBaTth OT/eJT IPOAAK: HaiiM, 00yueHue, YIIpaBIeHHne TPOU3BOIUTETbHOCTHIO.

I'nasa 22. MacmiTaOupoBaHUE OTAEIA MIPOJANK

BBeaeHHe: korga mopa MaciiTadupoBaThCAa

¥V Bac ectb crparerus. Ects mwian Ha $1.2M ARR. Ho ko GyzeT 910 HcnonHATs? Tpu MeHepkepa, KOTOPbIe yxe paboTaloT Ha Ipezese?

MaCIHTa6I/IpOBaHPIe oTZesia IpoJiaXKk — 3TO He IIPOCTO «HAHATH eI_LIé ]I}OHeﬁ». 3o IIOCTPOEHUE MAIUHBI, KOTOPasA MOXKET pacTu 6e3 II0TepUu Kavecrna.
B saTom Ypoke pa36epéM: KakK HaHUMAaTh IIPaBUJIbHBIX JIIOHeﬁ, KaK ux 06y11aT1;, Kak yIpaBJATh IPOU3BOAUTEJIBHOCTBIO U KaK HE PAa3BaJIUTh KYJIBTYyPy

B IIPOIIECCE POCTA.

CI/II‘HaJIbl, gTo mopa MaCIIITaﬁl/IpOBaTI)Cﬂ

Kak nonaATs, uto nopa pactu? Bor 5 curaasos:

1. Pipeline Coverage < 3x

Ecm y Bac Ha cyieylomuil KBaptaa pipeline moKpbhIBaeT KBOTY TOJIBKO B 2X, 3TO 3HAYUT, YTO TEKYIas KOMaH/a He CIIPABJISAETCSA C reHeparuei

BO3MOYKHOCTEH.

2, Quota Attainment > 80%

Ecsu Bce MeHeKephl CTaOMIBHO MTEPEBBIIONHSIOT IUIAaH, 9TO Xopoiio. Ho 3To Tak:ke 3HAYUT, YTO BBl HEZIOOIIEHUBaeTe rnoteHua. [Topa 106aBiasiTs

TEPPUTOPUH UJIH IIPOYKTHI.

3. Lead Response Time > 24 uaca

Ecnu nunpt IIPUXOJAT, & MEHE/PKEPhI HE YCIIEBAIOT UX 06pa6aTI>IBaTb — BbI T€psAeTe AEeHbI'U. Ka}mmﬁ JIEHDb 33/IEP>KKU CHUKAeT KOHBEPCUIO Ha 10-

15%.

4. CAC Payback < 12 mecanes

Ecsu k1ueHT oKymaercs GbICTPO, MOXKHO arpeCCUBHO HHBECTUPOBATH B HAlM. FOHUT-9KOHOMUKA II03BOJISAET.

5. Product-Market Fit rocTurayr

Ecsm y Bac Boicokuii NPS (Net Promoter Score > 50), Huskuit Churn (<10% B rox), cuibHble case studies — Ipo/iyKT roToB K MacIITaGUpOBaHHIO.

Mogaesau MacITaAGUPOBAHUSA OT/IesIa IIPOAANK
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Ectp TPHU OCHOBHBIX MOJIE€JIX pOCTa:

Mogeas 1: Horizontal Scaling (ropusonTrasibHOe MacurraGupoBaHue)
BsI mpocto /1o6aBiisieTe 60JIbIe MEHeKEPOB ¢ TAKUMU ke postsimu. Boun 1 AE — craio 5 AE. Beuto 2 SDR — craso 10 SDR.
ILnroceh1: IIPOCTO, IIOHATHO, JIETKO YIIPABJIATH. Mlmycm: HET clienuain3anuu, MeHe/PKePbl KOHKYPUPYIOT 3a OJTHU U Te K€ JIN/IbL.

Korga ucnoJsib30BaTh: Ha paHHUX cTazusax (1o $5M ARR), Koria IpozyKT O/iiH, CETMEHT O/IUH.

Mogeas 2: Vertical Scaling (BepTukaipHoe MmacurraGupoBaHue)

Bor co3maére cnenmanusanuio: SDR Tonbko kBamuduuupyioT juabl, AE TOJbKO 3akpbIBalOT cenku, Customer Success TOJBKO 3aHUMAETCS

yliepKaHUeM.

TIIroChI: KK/ /IeIaeT To, YTO YMEET JIydllle Bcero. Beiie koHBepcusi, kopoue Sales Cycle. MUHYCBI: CJI03KHEEe KOOPAUHAIMS, HYKHBI YETKHE

SLA (Service Level Agreements) Mesk/1y KOMaH/[aMH.

Korga ucnosib3oBars: ot $5M /10 $50M ARR, kor/ia BOpOHKa CJIOKHAS.

Mogens 3: Segmented Scaling (cermeHTHOE MacIITAGUPOBAHIIE)
BsI reuTe poiHOK Ha cermeHTh (SMB, Mid-Market, Enterprise) u co3zaére oTebHbIe KOMAH/BI [JIsT KAXK/I0TO.

ILIrockhl: Kax/1asi KOMaH/[a TOBOPUT Ha sI3bIKE CBOero KineHTa. SMB-MeHe/Kepbl ObICTPO 3aKPBIBAIOT MajleHbKHe cienky, Enterprise AE pa6oraior

¢ C-level na mytnHHEBIX uKIaX. MUHYCBI: 1y0IHpOBaHYE PECYPCOB, CI0KHAS OPTAHNU3ALIHSL.

Koraa ucnoss3oBath: oT $50M ARR u BeIle, Koria y Bac HeckoibKo ICP ¢ pa3HbIME TOTPEOHOCTSIME.

IIar 1: PacyéTr HE06GXO0AMMOTro pazMepa KOMaH/IbI

TIpesk/ie YeM HaHUMATh, TOCUUTANUTE: CKOJIBKO JIIO/IeN Hy:KHO?

®opmya auaa AE:
KomuectBo AE = lleneBast Bolpyuka / (KBora Ha omHoro AE x Quota Attainment %)
TIpumep: nenb $1.2M ARR, kBorta Ha AE $200K B roz, cpeaauit Quota Attainment 70%.

KommuectBo AE = $1,200,000 / ($200,000 x 0.7) = 8.57 = 9 AE

®opmy.a aaa SDR:
Komuectso SDR = Hyxno SQL B rog / (SQL Ha opgHoro SDR B Mecsi X 12 Mecsiues)
IIpumep: HykHO 1,128 SQL B rozi, onun SDR renepupyet 20 SQL/mecsr.

KomnyectBo SDR = 1,128 / (20 x 12) = 4.7 = 5 SDR

Cootrnomenue SDR : AE

Tunuunoe coorHomenne — 1 SDR Ha 2-3 AE. Eciin y Bac 9 AE, HyxHO 3-5 SDR.

MeneaxkMeHT

Opnun Sales Manager MoskeT ynpasJisAth 8-10 yoabpmu. Eciin y Bac 14 uesnosek (9 AE + 5 SDR), Hy»KHO 2 MeHemzKepa: oauH st AE, onus myist SDR.

IIIar 2: Hiring — HaiiM NpaBUJIBHBIX JIIOAEH

Haiim — 3T0 camasi BasKHasi KOMIETeHIUsl pyKoBoauTessi. OiuH cUIbHBIA AE CTOUT TPOUX CPETHUX.
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2.1. Onpeaenure Sales Hiring Profile
He HaHHMaﬁTe «IPOCTO IMpoaanna». OHI/IIHI/ITG HJeaJIbHOI'oO KaHauaara:

Jasa SDR: - OnbIT: 0-2 roja B npopaxax - Hasbiku: cold calling, email outreach, pa6ora ¢ CRM - JInyHocts: resilient (ycrodyus K oTkasam),

coachable (o6yuaem), hungry (rosozen 1o pesysbrara)

s AE (Mid-Market): - Onbit: 3-5 et B B2B SaaS - HaBeiku: discovery, demo, negotiation, closing - Pe3ysbrarhl: cTaGHUIBHO BBITOJIHSIET KBOTY

Ha 80%+ - JInuHOCTh: consultative (KOHCYIPTaTHBHBIH 0/1X01), organized, relationship builder

Jna Enterprise AE: - OnbiT: 5-10 jieT B enterprise sales - Hasbiku: multi-threading (pa6oTta ¢ HeckoJbKMMHU CTeUKXOJiZiepaMu), executive
presence, deal orchestration - Pesysprarsi: 3akpeiBan czuenku >$50K ACV, mmnnbiil Sales Cycle (6-12 mecsueB) - JIngHocTb: strategic, patient,

politically savvy

2.2. Sourcing — rje UCKaTh KAHANUIATOB

LinkedIn: ucnosnb3yiire Sales Navigator. Miure o kpurepusam: «Account Executive», «SaaS», «quota achievement», «<hunter».
Referrals: yuinne KaHAUIATH IPUXOASAT 110 peKoMeHaanusMm. [Inarute 60Hyc $1,000-5,000 3a ycrenrsbiii referral.
Competitors: HaliMuTe TOI-MEHEPKEPa Y KOHKYpeHTa. J[a, 3T0 I0pOro, HO OH HIPUHOCHUT KJIMEHTCKYIO 6a3y U 3HAHUE PBIHKA.

Sales Bootcamps: Hire graduates from Flockjay, Aspireship, Sales Assembly. OHu 06y4eHb!, MOTHBUPOBAHBI, HEZIOPOTHE.

2.3. Interview Process — mpoirecc coéeceoBaHuA
dram 1: Screening Call (15 munyT) Pekpyrep nposepsier 6a30Bble BEIIU: OIIbIT, 3aPILIATHbIE 03KU/IAHUS, MOTHBAIIMIO.

dran 2: Hiring Manager Interview (45 MuHyT) BbI 3a7aére moBe/jeHUYeCKHe BOIPOCHL: - «Pacckaku O CZesIKe, KOTOPYIO ThI IIOTEPSLI.

ITouemy?» - «Kak ThI CIIPABJIsIEIIbCs ¢ BO3PAsKEHHEM "CINIIKOM Zoporo”?» - «Onunu cBoi uneansusiil Sales Cycle ot Lead mo Close.»

dran 3: Role Play (30 munyT) CuMyIupyiiTe pealbHyIO CUTyaIuio. Bbl — KIMEHT, KaHJuaT — mpozasell. JlaliTe eMy 10 MUHYT Ha IIOATOTOBKY,

3ateM nposeznuTe cold call miu demo.
UYro onenuBaere: - 3agaét jiu Borpocs! (discovery)? - CirymmaeT 11 OTBETHI WIH IIPOCTO TOBOPUT? - YMeeT Jiu 3aKpbIBath (ask for next steps)?

dran 4: Panel Interview (60 munyt) Kannuzaar Berpevaercs ¢ Oyaymumvu kosuteramu: apyrumu AE, SDR, Product Manager. OneHuBaere

KyJIBTYDHBIi fit.

Aran 5: Reference Checks ITo3sonure 2-3 pedpepercam. Cripocure: - « BBITIOTH JIX OH KBOTY?» - « Kak paboras B kKoman/ie?» - « Bl 661 HAaHAIN

€ro CHOBa?»

2.4. Red Flags — TpeBO:KHbIE 3BOHKH

X Kamauzmar roBopuT TOJIBKO 0 cebe, He 3a/[aéT BOTIPOCHI 0 TIPOAiyKTe uiu kommauuu. & O6BUHSAET MPOILTHIX paboTosareseit uiu koser. X He
MOYKeT Ha3BaTh KOHKpeTHble Iudpsl (kBoTa, Win Rate, ACV). X II10x0 ToAToTOBMICA K HHTepBbIo (He mayumn Bam caiit). X Pedepencs

OTBEYAIOT YKJIOHYUBO WIH He 6epyT TPyOKy.

IIar 3: Onboarding — aganTanus HOBBIX MEHEI:KEPOB

IlepBbIe 9O fHEN — KPUTUYHBI. 40% HOBBIX MEHE/IZKEPOB YXO/IAT B IIEPBbIE 6 MeCAIEeB, eciu onboarding mioxou.

3.1. Onboarding Plan (30-60-90 gHei1)

Jenp 1-7: Orientation - 3HakOMCTBO ¢ KOMaH/IOH - M3yueHue npozaykra (monpoboBarts camocrositesbHo) - UreHue sales playbook, case studies,

competitive battle cards - Shadowing: citymaTs 3Bonku onbITHBIX AE

Jlenp 8-30: Skill Building - O6yuenne CRM (HubSpot/Salesforce) - O6yuenue sales methodology (MEDDPICC/SPIN) - PosieBble UIDBI:

IIPOBOAUTH demo, O6paGaTLIBaTI> BO3paXKeHus - HepBbIe 3BOHKH I10/] HaGJ’IIOﬁ[eHI/IeM MeHeKepa

Jlenpb 31-60: Ramping - Ksora 50% ot HOpmbI - Pabora ¢ «rémnbivu» augamu (inbound) - ExxeHezesnbHble 1-0n-1 ¢ MeHekepoM - [lepBble

3aKPBIThIE C/ICJIKA

Jenn 61-90: Full Ramp - Ksora 75% ot HopMsBI - Pa6ota ¢ outbound leads - CamocrosTenbHOe BeneHMe celok - KBapTanbHbIi review: eciu

BBIIIOJIHSAET 75% KBOTBI, IEPEBO/IUM Ha 100%
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3.2. Buddy System

Hasnaubte KaXXZ1I0OMy HOBUYKY «MEHTOpPa» — OIIBITHOT'O AE. MeHTOp IIOMOraeTr ¢ BOIIpocaMu, HaéT COBETBI, JIEJIUTCA OIIBITOM. ILnarure MEHTOpY

$500-1,000 GoHyc 3a ycrerniHbiii onboarding.

3.3. Sales Certification

Tlepes TeM Kak HOBUYOK HAYHET paboTaTh ¢ KJIMEHTAMH, OH JIOJDKEH NMPOUTH cepTuduKanuio: - 3HaHHe MpoAyKTa (TecT Ha 20 BOIPOCOB, >80%
NIPaBWIBHBIX OTBeTOB) - Demo-Tect (mpoBectu demo mepen KoMaHOH, mosyduTb approval) - Objection Handling (orBeTHTh Ha 10 THHOBBIX

BO3PaKEHUI)

TosibKO HocsIe cepTUGUKAIUN — JTOCTYI K JIUZIAM.

HTar 4: Enablement — o0yuenue u pa3Burue

Onboarding — aTo Tos1pKO Hauato. Hy»(Ha IOCTOsSHHAA cHcTeMa OOydeHus.

4.1. Weekly Sales Training (60 MmuHyT)

Kaskzyro Hezies11o — TpeHUpOBKa Ha ofHy Temy: - Heznesst 1: Cold calling techniques - Hezmesst 2: Handling objections - Hegerst 3: Negotiation tactics
- Hepesnst 4: Product deep dive

Qopmar: 20 MUHYT TEOPUU + 40 MHHYT IPakTHKH (role plays).

4.2. Monthly Product Updates

Kaxapiit MecsIl IpoAyKT MeHseTest: HoBble (uun, 06HOBIeHus, Keichl. IIpoBoanTte Product Showcase: Product Manager paccka3bIBaer, 4To HOBOTO,

KakK 3TO IIpoJaBaTh.

4.3. Quarterly Sales Playbook Review

Sales Playbook — 3T0 He craTHuHBINA JOKyMeHT. Pa3 B kBapras o6HOBIIstiiTe: - HoBble ckpumthl - HoBble case studies - O6HOBNIEHHBIE battle cards

(xax KOHKypupoBaTh) - Lessons learned (uro paGoraer, 4To HeT)

4.4. External Training

MNuBectupyiite B BHemiHee obOyuenue: - Gong Labs (ananus 3BoHKOB) - Winning by Design (s SaaS sales) - Challenger Sale training (mist

consultative selling) - MEDDPICC certification (zy1s1 enterprise sales)

Bro/pker: $1,000-3,000 Ha YeslOBEKa B TO/I.

IIIar 5: Performance Management — ynpaBJ/ieHHEe IIPONU3BOAUTEIbHOCTHIO

He Bce HauATbIE MeHeKEPbI 6yﬂ'yT YCIienrabl. Hy)KHa cucreMa yrpapjaeHUA IIPOU3BOAUTE/IbBHOCTBIO.

5.1. Weekly 1-on-1s

Kaskziyro HeZemo BCTpeYalTech ¢ KaXKAbIM MeHeZKepoM Ha 30 MHHYT. CTpykTypa: - 10 MHHYT: Pipeline Review (xaxue cieiku ABUTAIOTCS, I7e

3acTpsutn) - 10 MunyT: Coaching (paz6op oxHoro 3BoHKa miu demo) - 10 MuHyT: Personal Development (4T0 Hy’KHO y/IyqInuTs)

5.2. Quota Performance Tracking

Kaxapiit mecsi myosvkyiite Sales Leaderboard:

| Menenxkep | Ksora | dakr | % Bomosnuenus |

| | | | |
| Msan | $50K | $62K | 124% |
| Mapus | $50K | s48x | 96% |
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| Anekceit | $50K | $35K | 70% |

| Onbra | $50K | s28k | 56% |

9TO MOTHBUPYET TOII-IIEPGOPMEPOB U CO3/AET 37I0POBYIO0 KOHKYPEHIIHIO.

5.3. Performance Improvement Plan (PIP)
Ecsii MeHe»kep He BBINOJIHAET KBOTY 2 KBapTasla NOAPAL, 3amyckaere PIP — 60-1HeBHBIN IJIaH yJIydIIeHUs .

Crpyxkrypa PIP: - IleJsib: BEIIOIHUTL 80% KBOTHI B CJIEAYIONINE 2 MecsAna - JleiicTBuA: - ExxeHeBHbIe check-ins ¢ MeHemxepoM - J]0IOTHUTEIBHOE
obyuenue (3 TPeHUPOBKHU B Hezieno) - CoBMecTHBIE 3BOHKU (manager shadows every call) - MeTpHUKM: KOJIUeCTBO 3BOHKOB, KOHBEPCHS, 3aKPBITHIE

caenky - Pe3ysbrart: ecsiu uepes 60 J{Hel HeT porpecca — yBOJIbHEHUE

3By‘{I/IT JKECTKO? [[a. Ho AepKaTh caboro MeHe/PKepa 0POXKe: OH TAHET KOMaH/ly BHU3, IIOPTUT KYJIBTYPY, 3aHUMAET MECTO CUJIbHOTO KaHaAu/arta.

5.4. Promotion Path
Tokaskute MeHeKepaMm IyTh pocra: - SDR (6-12 mecsies) — AE (2-3 roga) — Senior AE (3-5 sier) — Sales Manager (5+ Jier)

Kpurepuu nossiiienus: - SDR — AE: cTabuipHO BBIIIOJIHAET KBOTY 120%+ B TedeHue 2 KBapTaios - AE — Senior AE: BBIIIOJIHAET KBOTY 100%+ B

TeYeHHe 4 KBAPTaJIOB, MEHTOPUT HOBHUKOB - Senior AE — Sales Manager: iniepcKue KayecTBa, XO4YeT YIPaBJIsATh JII0AbMU (He Bce XOTAT!)

IIIar 6: ITocrpoenue Sales Culture

KysibTypa — 5TO HE KOPIIOPATUBBI ¥ IIKBO 110 IATHUIAM. DTO IIEHHOCTH, KOTOPBIE OIIPEZIETIAIOT, KaK KOMaHza paboTaer.

6.1. Core Values 115 oTaesia npogak

Value 1: Customer Obsession Mbl nposaém He pafid KBOTBI, & Pafy TOTO, YTOOBI IIOMOYb KJIMEHTY PEIIUTh IpobseMmy. Ecau mpoxykr e

IOJIXO/TUT — MBI YECTHO TOBOPUM.
Value 2: Grit [Ipogaxu — 370 rejection. 90% 3BOHKOB 3aKaHYMBAIOTCSA OTKa30M. Mbl He c/1aémes.
Value 3: Continuous Learning PbIHOK MeHs€TCs, IPOJYKT MEHSETCs, KOHKYPEHTbI MEHAIOTCsA. Mbl yUUMCS KaXK/bli JI€Hb.

Value 4: Team Over Individual TBoii ycriex — 570 ycriex kKomas/ibl. J[e11Ch 3HAHUAMHU, TIOMOTai KOJUIEraM, He CKPbIBal JIyUIllie IPaKTUKH.

6.2. Rituals — puryaspl KOMaH/IbI

Monday Morning Standup (15 muHyT) Best komanga cobupaercs. Kaskzaplii roBopurt: - YTo 3akpbUl Ha IPOILIOH Hezene - Kakue kioueBsie

CAEJIKA Ha 3TOH Henese - KOMy Hy>XHa [IOMOIIb

Friday Wins (30 munyr) Ilpasanyem moGensl HeielH: 3aKpPBIThle CIEJIKU, OOJIbIIHE KOHTPAKTHI, XOPOILIHE OT3BIBBI KJIHEHTOB. Co3zaér

MIO3UTUBHYIO aTMocdepy.

Monthly Sales Contest Kro 3akpoeT 60Jiblile CIeJIOK B 3TOM MecsIle, II0JIydaeT Ipu3: $500 60Hyc, y>KUH B peCcTOpaHe, BBIXOJHOH /IeHb.

6.3. VI36eraiiTe TOKCUYHON KyJIbTYPbI
X He cosnasaiiTe BOYBIO cTa10. Ec/iu MeHe/Kepbl KOHKYPUPYIOT IPA3HO (IepeXBaThIBAIOT JIUIBI, CAG0TUPYIOT KOJLIET), KY/IbTypa yMUPAeT.
X He urnopupyiite burnout. Eciun Meneskepbl paboTaioT 12 4acoB B JIeHb 7 {Hel B He/lesTio, OHU BBITOPAT U YH/IyT.

X He repnure unethical behavior. Eciu menemkep BpéT kinenTtaM, o6emaeT To, 4eTo HET B IIPO/yKTe, HEMEJIEHHO YBOJIbHsANTe. OnuH

THUJIOH YeJIOBEK IIOPTUT BCIO KOMaHAY.

IIar 7: UHCTPYMEHTHI AJIA MAaCIITAOPOBAHUA
7.1. CRM (Customer Relationship Management)

« HubSpot: 11 SMB u Mid-Market, mpocroii, HeZoporoi

« Salesforce: ns Enterprise, MOIHbIH, HacTpauBaeMBbIi
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Bce 1anHble 1OJKHBI 6617 B CRM: JINJbI, 3BBOHKH, ITUCbMaA, BCTPEUHU. Ecau aroro HET, BBI YIIpABJIAETE BCJICIIYIO.

7.2. Sales Engagement Platform

« Outreach.io / SalesLoft: asTomaruzanus email-iocieosarensaocrelt, cold calls, 3amau

o Memnemxep npocro cieayer playbook, miuargopma Hanomusaer: «Ceifuac 0o3BOHU KJIMEHTY X, 3aTe€M OTIpaBb email kiuenty Y»

7.3. Sales Intelligence

« ZoomlInfo / Apollo.io: 6a3bI JaHHBIX KOMIAHUN ¥ KOHTAKTOB

« Clearbit / 6sense: oGoraieHne JaHHbIX O JIU/IAX

7.4. Call Recording & AT Analysis

« Gong.io / Chorus.ai: 3anuceIBaioT Bce 3BOHKHU, aHATU3HUPYIOT uepe3 Al

« IToka3bIBAIOT: CKOJIBKO MEHEe/PKEeP TOBOPUJI VS CIylIasl, KAKUe CJI0BA UCIIOJIb30BaJI, II€ KJIIMEHT IIPOSABUII HHTEPEC, IIe BO3parKas

310 30s10Tast nHMGOpMaIs 1ist coaching.

7.5. Proposal & Contract Management

« PandaDoc / DocuSign: co3jjanue 1 OTIpaBKa KOMMEPUECKHX TIPE/JIOKEHUH, 5JIEKTPOHHBIE TTOTIUCH

Iar 8: MeTpuKH ISl ONEHKH MACIITA0OHMPOBaHUA

Kak moHATb, YTO MaCIITAOMPOBAHUE UZET YCIEIIHO?

Metpuka 1: Time to Productivity
CKOJIPKO BpeMeHH Hy>KHO HOBOMY MeHe/[Kepy, YTOObI BBIITH Ha IIOJIHYI0 kBoTy? Hopma: 3-6 Mecsies.

Ecin y Bac 9 Mecsnes — onboarding rmioxoi.

Metpuka 2: Ramp Time Efficiency
Efficiency = Revenue 3a nepsbie 6 mecsiieB / IlonHas KBOTa 3a 6 MecsueB
Ecnu kBota $50K/kBapTan = $100K 3a 6 mecsines, a HoBU4oK cenan $60K, To Efficiency = 60%.

Ienn: >70%.

Merpuka 3: First-Year Retention
CKOJIPKO NIPOIIEHTOB HOBBIX MEHE/I?KepoB ocTaioTcsA yepes roa? Hopma: >80%.

Ecn y Bac 50% — mipobieMa B HaiiMe UJIH B KyJIBTYpe.

Mertpuka 4: Team Quota Attainment
CKOJIPKO IIPOIIEHTOB KOMAaH/IbI BBIIIOJIHAIOT KBOTY? HopMma: 60-70%.

Eciin 90% — BBI cTaBUTE CIIUIIKOM JIETKUe nesu. Ecau 30% — 6o 1es1i HepeayTncTUyYHbL, JTN60 KoMaH/ja caabast.

Mertpuka 5: Revenue per FTE (Full-Time Employee)
Revenue per FTE = [ojoBas Bblpyuka / KonmyecTBo COTpYJAHMKOB B OTjeje NPOAAK
TIpumep: $5M ARR, 20 uestoBek B komanzie — Revenue per FTE = $250K.

Benchmarks (B2B SaaS): - SMB-focused: $150-250K per FTE - Mid-Market: $250-500K per FTE - Enterprise: $500K-1M per FTE
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Keiic: kak HubSpot macinraéuposas orae ¢ 10 10 500+ AE

B 2010 roxy y HubSpot 65110 10 AE. B 2020 — 60sb11re 500. Kak oHu 310 cemanu?

Crparerus 1: Assembly Line Model

Paspenmu ponu: - Marketing renepupyer siuzast - SDR kBamudunupyior suasl - AE 3akpbiBaioT caenku - Customer Success yep:kuBaoT U

pacmupAT KJINEHTOB

Kaxzplit pokycupyeTcss Ha CBOEM KyCOUKe BOPOHKH. ITO IO3BOJIMIIO0 HAHUMATD Y3KHUX CIIEIMAINCTOB U MACIITAOMPOBAThCA OBICTPO.

Crparerus 2: Sales Playbook as a Product

HubSpot coznan noapobHreitmuii Sales Playbook — 200+ crpanui. CKPUIITHI 1JIsi KaK/I0TO 9Tala, mabIoHb I1ceM, OTBETHI Ha BO3paskeHusl, battle

cards IpOTHUB KOHKYPEHTOB.

310 npeBpatuio sales B moBTopsieMslii mporecc. JIro6oit HoBbil AE Mor B3siTh playbook u HauaTh npojaBars.

Crparerus 3: HubSpot Academy

OHU co371a/I BHYTPEHHUH YHUBEPCUTET IS MeHe/KepoB. OHIalH-KypChl, cepTH(HUKAINY, TPEHUPOBKU. Kask/ibIil HOBBIN MeHe/KeD IPOXOJUT 4-

HeJIeJIbHYIO0 IIPOTPAMMY IIepPe/] IIEPBBIM 3BOHKOM.

Pesyabrar:

« 2010: $10M ARR, 10 AE
« 2015: $100M ARR, 200 AE
« 2020: $800M ARR, 500+ AE

KiroueBoit nHcaiT: macurrabupoBanre HeBO3MOXKHO 6e3 cuctembl. HubSpot mpespatit sales B HayKy.

OmuoKy mpu MacITAGUPOBAHUH

Omu6ka 1: Hanumaem CJIUIIIKOM OBICTPO

PyxoBozutess aymaet: «Eciu Haiimy 10 AE, BIpyuka BbIpacTeT B 10 pa3». HeT. Kaxplil HOBBIM MeHe/Kep Hy»KaeTcs B 00y4eHUH, MEHTOPCTBE,

BpEMEHH Ha ramp-up.

PelieHue: HaHNMAaNTe TOCTENIEHHO. HpaBmo: 1-2 HOBBIX ME€He/2Kepa B MeCAL], He GoJbIiIe.

OmuGka 2: UrHOpUpYyeM KyJIbTypy
Korza koMaHza pacTér ¢ 5 /10 50 4eJI0BeK, KyJIbTypa pa3MbiBaeTcs. HOBUYKY He 3HAIOT IIEHHOCTEH, He YyBCTBYIOT connection.

PelreHue: NHBeCTHUPYITe B KYJIbTypy TaK 2kKe, Kak B HaiiM. [IpoBozuTe team events, sales kickoffs, mpasanyiire wins.

Omuoka 3: Konupyem ay:xue Mojae

«¥ Salesforce paboraer crpykrypa X, 3HauuT 1 y Hac cpaboraer». Her. To, uto paboraer /11 enterprise-mpoaykra 3a $500K, He paboraer st SMB-

npozykra 3a $5K.

PeureHue: aJianTupyinTe MOZesn o cBoi 6usHec. Tectupyiite, ntepupyire.

OumuGka 4: 3aGbIBaeM PO MEHEIKEPOB
Korza xomaH/a pacTér, Harpy3ka Ha MeHe/kepoB pacTéT. Onun Sales Manager He MOXeT YIIPABJIATD 20 JIIOAbMHI KaUeCTBEHHO.

PemeHnue: 1o6asiisiiTe MeHePKMEHT-CI0i BoBpeMsi. COOTHOIIIEHNE: 1 MeHe/KeD Ha 8-10 Jio/iel.
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3akJaroyeHue

MacirrabupoBaHue OT/iesIa IPOAaK — 3TO HasaHC MEX/Ty CKOPOCTBIO 1 KauecTBOM. CIIMIIIKOM GBICTPO — PAa3BaJIUTE KYJIBTYPY U COXKIKETE GIO/IKET.

CIUIIKOM Me/IJIEHHO — YIIYCTUTE PBIHOYHBIE BO3MOXKHOCTH.

I'naBHble NpUHIHIEE: 1. CanTaiiTe, IPEKAE YeM HAHUMATh — CKOJIBKO JIIJIEl peasibHO HYkHO? 2. UHBecTupyiiTe B onboarding — nepsbie
90 sHeH ompeziensaoT yernex 3. Co3maiiTte cucreMy o0yyeHus — training 3T0 He pas3oBas aKiUs, a MOCTOSIHHBIN Ipolece 4. YIpaBJasauiTe

NPOU3BOAUTETbHOCTHIO MKECTKO — JIEPIKATh CIa0BIX I0POsKe, YeM OTIIYCTUTH 5. CTpoiiTe KyabTypy — values, rituals, team spirit

B crexyromem ypoke pasbepém neHoobpazoBaHHe u paboTy ¢ MapiKOH: KakK yCTaHABJIMBATH IIEHBI, KaK 3alUIIATh WX, KAK MaKCHMU3HUPOBATh

TpUOBLIb.

I'nasa 23. IleHooGpasoBaHue u padoTa ¢ Map:KOU

BBe,Z[eHI/Ie: IIo4YeMy I€HAa — I9TO CTPATETHYCCKOEC pPCIIICHUE
MHoOrHe KOMIIaHHH YCTaHABJIMBAIOT IieHbl Hayra/l: « KoHKypeHT 6epér $50, Mbl BO3bMEM $45, 4T0OBI OBITH JelieBe». ATo Katactpoda. Ilena — 310
He [IPOCTO YKCJIO Ha [[eHHUKe. DTO CUTHAJI O [TO3UIIMOHUPOBAHIH, COOOIIEHHE O IIEHHOCTH, HHCTPYMEHT YIIPABJIEHUsI IPUOBLIBIO.

B srom ypoke pa3bepéM: Kak MMPaBHJIPHO YCTAHABIWBATH I[EHbI, KaK HCIIOJIb30BAaTh MeTOZbl IeHoobpasoBaHus (Cost-Plus, Value-Based, Van

Westendorp), kak 3aLuinaTh LEeHbI B IEPErOBOPAX U KAk MaKCHMU3UPOBATH MapiKy 6e3 OTepU KJIHEHTOB.

PazHuIia MexKIy IeHOM, IEHHOCTHIO 1 CTOMMOCTHIO

Ilepen TeM Kak TOBOPUTH O IeHOOOPA30BaHUY, JlaBaliTe pa3bepéM TpU IOHATHSA:

1. Cost (Croumocrs)
9TO BalIX 3aTPAThl HA IIPOU3BO/ICTBO MpozyKTa niu okazauue yeryri. COGS (Cost of Goods Sold) — cebecronmocTs.

IIpumep: SaaS-poaykT. CTOUMOCTH BKJIIOYAET: cepBepsl ($5/KIneHT), moanep: KKy ($10/KIneHT), 3apIuiathl pa3paboTdnKoB (AMOPTU3UPOBAHHEIE).

Hroro: $20/KIHEHT B MeCAII.

2. Price (Ilena)

9TO TO, UTO BBI IpocuTe y kineHTa. Hampumep, $100/Mecs1r 3a IOAIUCKY.

3. Value (Ileanocrts)
9TO TO, UTO KJIUEHT IOJIyYaeT OT MPOYKTa. DKOHOMHUSI BPEMEHH, yBeJINUEeHIe BBIPYIKU, CHIYKEHIE PUCKOB.

IIpumep: Bamr SaaS aBTOMaTH3UPYET IPOIECC ¥ SKOHOMUT KJIUEHTY 10 4acoB B Heesio. Ecitu yac paboThl ero cOTpy/IHUKA CTOUT $50, TO IIEHHOCTD =

10 9acoB x $50 x 4 Hezmenu = $2,000/mecs1r.
HpneanpHas ¢popmyaa:
Cost < Price < Value

Ecnu nena Boime IIEHHOCTU, KJIUEHT HE KYIIUT. Ecnu nena PpaBHaA WU HUXKE CTOUMOCTH, BbI pa60TaeTe B y6])ITOK.

MeToabI IIEeHOOOpa3oBaHUA

Ectp 5 OCHOBHBIX METO/IOB YCTAHOBKHU LI€H. Ka)l([[blﬁ IIOAXOUT VI Pa3HbIX cm’yaum‘»’x.

170



Mertox 1: Cost-Plus Pricing (Ilena = Cebecroumocts + Hanenka)
Camplii poctoii MeTo1. Bepére cBou 3aTpaThl U J00aBJIsIETe KeJTaeMy0 MapIKy.
dopmyia:

Price = Cost x (1 + Markup %)

IIpumep: cebecTONMOCTh IPOAYKTA $20, BB XOTHTE MAPKy 400%.

Price = $20 x (1 + 4) = $100

IL1roChI: JIETKO CUUTaTh, TapaHTHUPYyeT HpHGbIJ'Ib. MI/IHyC])I: UTHOPHUPYET NEHHOCTD U1 KJIMEHTAa U KOHKYPEHTOB. Bb1 MO2KeTe OCTaBIIATH JIEHbI' Ha

CToJIe.

Korna HCIIOJIB30BaTh: Ui commodity—nponyKTOB (CTaHHapTHbIe yciayry, rie KOHKYpeHIUA BhICOKas U KJINEHThI CDABHUBAIOT 110 ueHe).

Meropg 2: Competitive Pricing (IlenooGpazoBaHue 0 KOHKYyPEHTaM)

BbI cMoTpuTE, CKOJIBKO GEPYT KOHKYPEHTHI, ¥ TIO3UIUOHUPYETECh OTHOCUTEJILHO HUX: - Premium: Ha 20-30% 10poske (MO3UIMS «MbI JIYYIIE») -

Parity: npuMepHO Tak e (IO3UIKs «Mbl He Xyke») - Discount: Ha 15-20% nemessie (TI03UIUA «MbI JIEIIEBIIE» )
ILrochr: GBICTPO, IOHATHO PHIHKY. MHHYCBI: TOHKA BHU3 110 IIeHe. EC/IM KOHKYPEHT CHU3UT IeHY, Bbl TOKE CHU3HUTE — M MapKa YMPET.

Koraa ucmoJib30BaTh: Ha HaChIIEHHBIX phIHKaxX ¢ low differentiation (Hanpumep, XOCTHHT, [OCTaBKA €ZIbl).

Mertop 3: Value-Based Pricing (IleHooGpa3oBaHue Ha OCHOBE IIEHHOCTH)

Bsl ycraHaBirBaere eHy UCXO/S M3 TOTO, CKOJIBKO IEHHOCTH IIPUHOCUTE KJINEHTY. TO CAaMBbIil IPHUOBUIHHBIN METO/I,.

Dopmyia:

Price = Value to Customer x Value Capture %

ITpuMep: Ball IPOAYKT S9KOHOMUT KJIHEHTY $10,000 B Mecs1l. Bbl 3axBaTbiBaeTe 20% 9TOU IIEHHOCTH.

Price = $10,000 x 0.2 = $2,000/mecsi

ILIIOChI: MAaKCUMU3UPYET MPUOBLIb, KiineHT monnMaetT ROI. MUHYCHI: CJI0’KHO U3MEPUTH IEHHOCTH, TpebyeT riaybokoro discovery.

Koraa ucnosb3oBarh: /it B2B-mipoaykTos ¢ uamepumbiM ROI (aBToOMaTH3aIus, aHATUTHKA, MAPKETHHT).

Mertox 4: Penetration Pricing (IIpoHHkamiee ieHoo0pa3oBaHue)
Bl ycraHaBIMBAETE HUBKYIO [IEHY, YTOObI GBICTPO 3aXBATUTH PHIHOK, & 3aT€M IIOBBIIIAETE.
IIpumep: Netflix B 2010-x Hauas ¢ $7.99/mecs1, ceituac $15.99/mecsir.

ILixrockhr: GBICTPBIA POCT KJIMEHTCKON 6asbl, BBICOKHE Gaphephl /1/isi KOHKYPEHTOB. MHUHYChI: HHU3Kas MaprKa, CJI0’KHO MOBBIIIATH EHBI (KJIHEHThI

COIIPOTHUBJISIOTCS).

Korpa ucnosib30BaTh: /1151 HOBBIX PBIHKOB WIHA HOBBIX IIPOAYKTOB, I'I€ Ba’KHA CKOPOCTH 3axBaTa.

Mertop 5: Freemium & Tiered Pricing (MHOroypoBHeBO€ IIeHOOOpa3oBaHUE)

Bbl mpejjiaraete HeCKOJIbKO YpOBHeH IieH: - Free: 6a3zoBbiil dyHKImoHan (Mua-maraut) - Starter: $10-50/mecsr (s masoro GusHeca) -

Professional: $100-300/Mecsn (ay1s cpeguero 6usHeca) - Enterprise: custom pricing (1 KpyITHBIX KOMIIAHHH)

ILarochI: 3axBaThIBaeTe BCe CETMEHTHI PhIHKA, upsell BHyTpu Tapudos. MHHYCBI: CI0XKHAsA CTPYKTypa, PHCK KaHHUOAIH3anuu (I1049eMy IUIaTHTh

GoJiblie, ectu Free mocrarouno?).

Koraa ucnosb3oBars: /i SaaS, digital-ipoykros, rie mpezesbHas croumoctb (marginal cost) 61u3Ka K HyJIIO.

Van Westendorp Price Sensitivity Meter (PSM)

Kax y3HaTh, CKOJIbKO KJINEHTHI TOTOBBI IUIATUTH? Mcrospayiite MeTo Van Westendorp — oIpoc KJIMEHTOB II0 4 BOIIPOCAM:

1. At what price would this product be too expensive? (cimirkom 0poro, He KyIUTio)

2. At what price would this product be expensive, but you'd consider it? (1oporo, Ho oyMat0)
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3. At what price would this product be cheap? (némeso, xopomras czienxa)

4. At what price would this product be too cheap that you'd question its quality? (ciiuimkom A€111€Bo, 107I03PUTETHHO)

Kak nHTEepIpeTHpoBaTh Pe3yJIbTaThI:

Omnpocute 50-100 MTOTEHIUATBHBIX KJIHEHTOB. [ocTpoiite rpaduk: - JInnus 1: % KJINEHTOB, KOTOPbIE CYUTAIOT I «CJIAIIKOM ZI0poro» - JINHUA 2:
)

% KJIIEHTOB, KOTOPBIE CYUTAIOT IIEHY «CIIMIIKOM JIENIEBO»
Touka nepeceuenusn JuHu — 510 Optimal Price Point (OPP), onrruMasnbHast IieHa.

IIpumep: ecirt 50% KJIUEHTOB TOBOPST, YTO $100 — CJIUIIKOM JIOPOTO, & 50% TOBOPSAT, YTO $50 — CIUIIKOM JEIIEBO, BHAUUT ONITUMYM I7ie-TO $70-
8o.

Ilcuxosorus HCHOOﬁpaSOBaHI/I}I: KaK I€Ha B/INACT Ha BOCIIpUATHUE

1. Charm Pricing (Marusa nudpsi 9)
HCCJ’IeHOBaHHH IIOKAa3bIBAIOT: $99 BOCIHPpUHUMAETCA KaK 3HAYUTEJIbHO JellIeBIe $100, XOTs pa3HUulla BCEro $1.

Korgpa ucnmosaw3oBath: /i1 B2C, consumer-niposykroB. He mcmosib3oBaTh: I IpeMuyM-cerMeHTa (Tam Jjydire $100, $500, $1,000 —

KpyTIJIble 9ucjia roBOpAT O Ka‘{eCTBe).

2. Anchor Pricing (Ixops)
IepBas 11eHa, KOTOPYIO BUAWT KJIUEHT, CTAHOBUTCS IKOPEM. BCE ocTaibHOE OH CDABHUBAET C HEX.
IIpumep:

X Ilnoxo:

Plan A: $50/mecs

Plan B: $100/mecs

Xopomio :

Plan C: $200/mecsy (anchor)

Plan B: $100/mecsy (looks reasonable)

Plan A: $50/mecsn (entry-level)

Knuent Buaut $200 u aymaer: «$100 — 3TO B /iBa pasa JIellIeBIie, BHITOHO» . XOTs ecii O OH cHavasIa yBuaea $50, To $100 ka3amoch 661 0pOro.

3. Decoy Effect (9ddexr npumankm)
JlobaBJisieTe «IUIOXOW» BAPHAHT, YTOOBI C/1e/IaTh Hy»KHbIH BADHAHT IIPUBJIEKATeIbHEE.
IIpumep:

Plan A: $50/mecsiy — 10 nonb3oBaTesieit
Plan B: $100/mecsiy — 25 momb3oBarelneil (XOTHM IIPOAATb 9TOT)

Plan C: $90/mecsiny — 15 momb3oBarerneil (decoy, IUIOXOe COOTHOLICHUE)

Knuenr Bugut Plan C u gymaer: «3a $90 Bcero 15 nmosb3oBatesieii? A 3a $100 nensix 25! Bepy Plan B». Plan C cyiecTByeT TOJIBKO /IJIsI TOTO, YTOOBI

Plan B BbIrisizies1 BhITOZHEE.

4. Bundling (ITakeTupoBaHue)
HpOﬂaBaTb HECKOJIbKO IIPOAYKTOB BMECTE €LIeBJIe, YEM I10 OT/I€/IbHOCTH.
IIpumep:

Product A: $50
Product B: $30
Product C: $20

Bundle (A+B+C): $80 (Bmecto $100)

TL1roChI: KJIUEHT YyBCTBYET, UTO I10JIy4aeT 6OoJIbIIE 32 MEHDBIIHE JIEHbI'UA. Bor yBeuuBaeTe Cpe/IHI/Iﬁ YeK (A(:\/ ).
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PaGora ¢ Map:xko¥i: Kak €€ cCaYuTaTh U yIydlIaTh

Tunbsl Mapku

1. Gross Margin (BasioBas map:xa)

Gross Margin % = (Revenue - COGS) / Revenue x 100%

IIpumep: mpoganu IpoAyKT 3a $100, cebectonmocts $30.

Gross Margin = ($100 - $30) / $100 = 70%

Benchmarks: - SaaS: 70-90% - E-commerce: 30-50% - Professional Services: 40-60%
2. Operating Margin (OnepanoHHaa Map:kKa)

Operating Margin % = (Revenue - COGS - Operating Expenses) / Revenue x 100%
Operating Expenses BKJIIOYAIOT: 3apIUIaThl, MAPKETUHT, aPEH/Ly, THCTPYMEHTBI.
IIpumep: Revenue $100K, COGS $30K, OpEx $50K.

Operating Margin = ($100K - $30K - $50K) / $100K = 20%

3. Net Margin (Yucras map:xa)

Net Margin % = Net Income / Revenue x 100%

Net Income — 310 TpUOHUTH IIOC/IE BCEX PACXO/0B, BKJIIOYAs HAJIOTH, IPOLIEHTHI TI0 KPEUTAM.

Kak yBessuuTh Map:Ky 0e3 moTepu KJINEHTOB

CTpaTeI‘I/Iﬂ 1: IToBbIlIIEHUE II€H HAa CYHIECTBYHOIIIUX KJINCHTOB
MHorwe 60sITCsI IOBBIIIATh IE€HBI, yMas, 4YTO KJINEHTbBI yﬂl[yT. Ho ecsiu BBI fenaete aTo IIpaBHUJIbHO, GOJIBIIIMHCTBO OCTaHYTCA.

Kak gesare: 1. KoMMyHHKanusa 3apaHee: YBeIOMUTE KJIMEHTOB 32 60-90 Hel. 2. O0bACHUTE NpUINHY: «MbI 100aBuin HOBbIe buun X, Y,
Z. Crommocts BbIpacreT Ha 15%.» 3. Grandfathering uis JIOSUIBHBIX: CTapbIM KIMEHTAM — CKH/JKA WIA 3aMOPO3Ka I€HBI Ha TOZ. 4.

IIpepsio:xure anrpeiia: «Eciu nepeiiiéTe Ha ro/I0BOM IUIaH, IIeHa OCTAHETCS IIPEKHEN ».

IIpumep: Netflix moBbimaer 1eHsl Kax;ple 2-3 roga. Churn o6b194H0 <5% 10c¢sIe MOBBIIIEHUS.
P P 5

Crparerus 2: Upsell u Cross-sell
BmecTo noBbIleHus 6a30BOM 1 €HBbI, npoz{aBaﬁTe AOIIOJTHUTEJIbHBIE IIPOAYKTHI UJIN 60]'[66 Aoporue Taqu)bI.

Upsell: xinenT Ha miaHe $100/Mecsn; — epeBOAMM Ha IiaH $200/Mecsn (6osbine BodamoxkHOcTell). Cross-sell: kinent nokynaer Product A —

nponaém Product B kak jonoHeHue.

TaxTHuka: ucnosnbayiite Quarterly Business Reviews (QBR). Pa3 B kBapTas BcTpeuaiiTech ¢ KJIMEHTOM, IIOKa3bIBaiiTe usage data: «Bbl ucrosibsyere

90% Baiero jumuta. [Topa anrpefduTbesa».

Crparerus 3: Camxenue COGS (ceGecTonmocT)
qu MEHbIIIEe CTOUMOCTH HpOI/ISBO]lCTBa, TEM BBIIIIE Map)ica.

Kaxk: - ABromaTu3anus: BMECTO PYyYHOI mojyiep:Kku — 4arbort, self-service knowledge base. - Ontumusanust nadpacTpykrypsl: nepexos ¢ AWS Ha

Goutee etéBbie cepBepsl (UK HA06OPOT, eciiu overprovisioning). - Bulk deals: oroBopurech ¢ mocTaBIMKaMu Ha CKUIKU 32 00BEM.

Crparerus 4: CerMeHTHPOBaHHOE IEHOOOpa30oBaHUeE
PaszHble KJIMEHTHI TOTOBBI IJIATUTH Ppa3HbI€ IEHBI. CeI‘MeHTprﬁTe.

IIpumep: - SMB: $50/mecsn (low touch, self-serve) - Mid-Market: $500/mecsn (high touch, dedicated support) - Enterprise: $5,000/mecsiig

(custom, white-glove service)
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OL[I/IH U TOT K€ IIPOAYKT, HO yIIaKOBKa U CEPBUC pa3HbIE.

Crparerus 5: Cokpamenue Discounting
Kaxx/1p1ii IPOLIEHT CKUIKK — DTO MOTEPSHHAS MapKa.
TIpaBHJIO: CKU/IKH TOJIBKO 32 commitment (rozoBoit KoHTpakT, multi-year).

X Tlnoxo: «/Tam ckuzKy 20%, 9ToGBI 3aKPHITh ceKy ObicTpee». €4 Xopomo: «Ecii mo/nuients To/I0Boii KOHTPAKT Cero/iHs, CKUKa 15%».

Kak 3amuniaTs eHbI B IEpPEeroBopax

Knuenr Bcerma 6y/1eT JABUTH HA LIEHY. dro HOPMaJIbHO. Bama 3ayjaua — He ycTymnarb 6e3 BECKOI IIPUYUHBI.

Texnuka 1: Reframe to Value (Ilepexiiounre ¢ ieHbI HA IEHHOCTD)

Knuent: «Ciunikom oporo». Ber: «/laBaiite mocmorpum Ha ROI. Harr mpozyKT 9KOHOMHT BaM 100 4acoB B Mecs1. Eciu yac Balero crernfaiicra

crout $50, 310 $5,000 3KoHOMHUM. MBI IpocuM $1,000. OKyIIaeMOCTb 32 HEZIEITIO».

Texnuka 2: Break Down the Price (Pa3z6eiiTe nieHy Ha MaJIble YaCTH)

KnueHT: «$10,000 B roi — 3T0 MHOTo». Bbl: «3T0 $833 B Mecs1. Wiu $27 B ieHb. MeHblile, 4eM CTOMMOCTb 06e/1a. A Boirogja — $5,000 B MeCSII».

Texnuka 3: Offer Options, Not Discounts (IIpeioxure ONMIMU, a HE CKUIKN)

Knuenr: «/laiite ckugky 30%». Bol: «fI He MOTY CHU3HTH II€HY, HO MOTY IPEJIOKHUTh BaM /iBa BapuaHTa: 1. [0710BOI KOHTPAKT ¢ 10% CKUIKOU 2.

Y6upaem buuy X U CHIKaeM IieHy Ha 20%

Yro Bam Osrke?»

Texuuka 4: Silence (Mosruanue)
Knuent: «/loporo. CHusbTe /10 $X». Bbl: (Mo4nTe 5 CEKyH/T)

B 70% ciyuaeB kineHT cam mpoaosnKuT: «Hy stagHo, MoskeT ObITh $Y?» — yoKe OJ1iKe K Balllei IieHe.

Texnuka 5: Walk Away Power (IF'OTOBHOCTH yiiTH)

Eciu KJIHEHT XOueT HepeaaHCTUYHYI0 CKUAKY (50%+), Jiydllle He 3aKpbIBaTh cAesnKy. Takoil KiHeHT: - Byner BedHo TpeGoBaTh eIné ckuaxu - He

LIEHUT IPOAYKT - [1710X0 BIUsAET HA MAPXKY
Ckazkure: «fI MOHKMMAl0, YTO Hallla [[eHa He IIO/XOAUT. /laBaiiTe BepHEMCS K STOMY Pa3roBOpY, KOrza 6I0/KeT Oy/ieT TOTOB».

B 50% ciryuaeB KJIMEHT O/lyMaeTCs U BEPHETCA ¢ HOPMAIBHOU I[EHOM.

Kak u3aMepaTh 3J0pOBbe IEHOOOPA30BaHUS

Mertpuka 1: Average Deal Size (Cpexnuii pasmep caeIkm)
ADS = Total Revenue / Number of Deals

Ecsii ADS pacTéTt — X0po1IIo, BbI IOJ{HIMAETe IIeHBI WJIU [IPO/IaéTe GoJiee TOPOrre MaKeThl.

Merpuka 2: Discount Rate (CpeaHuii IPOIEHT CKUIKHN)
Discount Rate = (List Price - Actual Price) / List Price x 100%

Ecsm Discount Rate >20% — BbI CJIMIIKOM JIETKO 1aére ckuiku. IIpoGiema B perceived value wiu B ciabom sales team.
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Merpuka 3: Price Variance mo cermeHTam

CpaBHI/ITe, CKOJIBKO ITATAT KJIMEHTHI B Pa3HBbIX CETMEHTax. Eciin SMB miaTuT cTosibKo 7K€, CKOJIBKO Enterprise — YTO-TO HeE TaK. Enterprise JIOJI2KHBI

IJIATUTH B 5-10 pa3 GoJiblile.

Mertpuka 4: Win Rate by Price Tier
Kakoii MpoIEeHT ¢/1eJI0K BbI BEIUTPBIBAETE B KAXK/IOM [[EHOBOM JiHATIa30He?

Deals <$10K: Win Rate 60%
Deals $10-50K: Win Rate 40%

Deals >$50K: Win Rate 20%

Eciim Win Rate pe3ko maziaer Ha BBICOKUX IeHaX — JIMOO IeHa CIIUIIKOM BbICOKast, Tnbo sales team He ymeeT mpojaBarh Z0poro.

Ketic: kak Apple 3amuiniaer npeMuyM-IieHbI

Apple HEUKOT/Ia He y4acTBYET B IEHOBBIX BoiiHaX. iPhone crout $1,000+, KOr/1a KOHKYPEHTHI IIPo/al0T cMapTdoHbI 32 $300. Kak oHU 3TO fes1aor?

Crparerus 1: Value-Based Positioning

Apple e npoznaér «renedoH ¢ nporeccopom X U kamepod Y». OHHU IIPOJAIOT «CTATyC», «9KOCHCTEMY>», «experience». KJIHeHT He cpaBHHUBAeT IO

cneuuc]mxauuﬂM, OH CPaBHUBAET I10 OLIYIIEHUAM.

Crparerus 2: No Discounts, Ever

Apple Hukorza He maér ckuaku (kpome penkux trade-in mporpamm). 1o co3maér perceived scarcity: «Ecim s He Kymiio ceifuac, /ielieBie He

CTaHET».

Crparerus 3: Ecosystem Lock-In

Kyt iPhone — kymui AirPods — xymun Apple Watch — xymun MacBook. Switching cost orpomen. KineHT He yiAET K KOHKYPEHTaM, IIOTOMY {ITO

TIOTEPAET BCIO O9KOCUCTEMY.

Crparerus 4: Limited SKUs

Apple poniaér 3-4 mozienu iPhone, a He 30, kKak Samsung. ITo yIpoIIaeT BEIOOP U yMeHbIIAEeT price comparison. KiineHT He iymaeT «Kakas MOJIENb

JEelIeBJIe», OH AyMaeT « Pro nnm ne Pro».

Pesyabprat: Gross Margin Apple ~40% (B 2X Bblllle, UeM y Samsung), HECMOTPS HA TO YTO KOMIIOHEHTHI IIPUMEPHO Te JKe.

Omuoku B eHOO0pa3oBaHUU

OumuGKa 1: YCTaHOBIIH IEHY OJIUH pa3 U 3a0bLIu
PriHok MEHAETCA, KOHKYPEHTbI MEHAKTCA, HEHHOCTb IPOAYKTAa MEHACTCA. Ho nmeHa OCTaéTCH Hpe)KHeﬁ.

Penienue: HepeCManPIBaﬁTe ueHoo6pa30BaHHe KaxKJible 6-12 MeCALEB.

Ommuo6ka 2: boumces ObITH JOPpOrUMHU

«Ecnu mogHUMeM 1ieHy, Bee yiayT». Her. VicesetoBaHus MOKa3bIBAIOT: HOBBIIIEHNE [I€HbI HA 10% CHMIIKaeT 00bEM Ipozak Ha 2-5%. Ho nmpubsuib

pacrér.

PenreHue: tectupyiite meHsl. A/B-Tect: 0HOH rpyIine KIHeHToB $100, Apyroi $120. CMOTpHUTE Ha KOHBEPCHUIO.

Ommuo6ka 3: laém ckuaku 6e3 NpUINHBI

KiiueHT IpoCuT CKU/IKY, BBI JaéTe. TO 00ydaeT KIMEHTOB TOPTOBATHCS.
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PereHue: CKH/IKY TOJIBKO 3a commitment viiu 3a referral. «IIpuBe/iut 3 KJIMEHTOB — IOJIYIH 20% CKUIKY».

Omuoka 4: Urnopupyem Willingness to Pay pa3sHbIX cerMeHTOB
Brl ycraHasiiuBaeTe OfiHy LieHy i Bcex. Ho Enterprise roros miatuts B 10 pas 6osbiue, yem SMB.

Penrenue: CEerMeHTHUPOBaHHOE HeHOO6pa30BaHI/Ie. Pasuble Tapmbm JUJI Pa3HbIX CEIMEHTOB.

Yek-JIHCT: KaK IPOBEPUTH IIEHOOOpa3oBaHue

3Haere g4 BbI cBOIO cedecroumoctb (COGS)? H3mepsiyid JI BbI LIEHHOCTH i Kianenra (Value)? IIpoBoauu jin Van
Westendorp Price Sensitivity Test? EcTh JIt y BaC HECKOJIBKO I[EHOBBIX ypoBHeil (tiered pricing)? IlepecMaTpuBaIn JIN
I[€HBI B IIOCJIETHUE 12 MecAleB? VYmeer siu Bam sales team zammimars neHbI? Orcae:xusBaere au Discount Rate m Win Rate

by Price Tier? (4 Ecrb s y Bac crparerus Upsell/Cross-sell gjis yBennuennsa mapxu?

Ec/i Ha 7 BOIIPOCOB OTBET «/ja» — Ballle IEHOOOpa30BaHUE B MOPSIKE.

3akJIroueHue

IleHOOGpa3oBaHue — 5TO HE UCKYCCTBO, 3TO HAyKa. XOpoIlas CTpaTerus IeHo00pa30BaHuUsA OTBEUAET HA TPH BOIIPOCA:

1. Kakyio IeHHOCTh MBI CO3aéM JJIsl KIIueHTa? (OIpeziesisieT BEPXHIOK IPAHUILY IIEHbI)
2. CKOJIBKO CTOMT HaM NPOAYKT? (OIIpesiesisieT HUKHIOK IPaHUILy)

3. CKOJIBKO GepyT KOHKYPeHTHhI? (OIpe/iesisieT KOHTEKCT)
Lena oyxHa 661Th Mexkty Cost u Value, 61ike k Value.

B cienyromem ypoke pazbepéMm paboTy ¢ kiaodeBbiMu kineHTaMu (Key Account Management): Kak yIpaBiisTh KPYIIHBIMH C/I€JIKAMH, KaK CTPOUTH

orHomrenus ¢ C-level, kak pacTu BHyTpU aKKayHTa.

I'raBa 24. Pa0ora ¢ KJII0U€eBBIMHY KJINEHTAMN

BBenenue B Key Account Management

Key Account Management (KAM) — 3T0 cTpaTerauecKkuil moaxox kK pabore ¢ Hanbosiee IEHHBIMHM KJIMEHTAMU KOMIIAHWH, KOTOpPbIE MPHUHOCAT
3HAUUTEJIFHYIO YaCTh BHIPYYKH U UMEIOT IIOTEHIMA JIJIsA JJOJTOCPOYHOro maptHepersa. 1o mpaswity I1apero, 20% KIHEHTOB 00BIYHO TE€HEPUPYIOT

80% A0X0/1a, U UMEHHO 3THU KJINEHTBI Tp€6y}OT 0c0060r0 BHUMAHWUS 1 MIEePCOHAJIM3UPOBAHHOI'O IIO/IX0AA.

B orimyme OT cTaHJAPTHBIX MPOJAK, T7ie MeHe/Kep paboTaeT ¢ MHOYKECTBOM MEJIKUX cziesioK, Key Account Manager ¢okycupyeTcst Ha TIIyOOKHX

OTHOHIECHUAX C HECKOJIBKUMU KPYITHBIMHU KJIMEHTAMU, BBICTYyIIasA KaK CTpaTeI‘I/I‘IeCKPIﬁ ImapTHep, a He IIPOCTO ITOCTaBIITUK YCIIYT.

3auem HykeH KAM?

o 3ammura BpIpy4KH: [10Tepsi KJIIOUEBOrO KJIHEHTa MOXKeT CTOUTh KOMITAaHHH 10-30% ro/j0Boro 06opora

« Pocr cpegnero ueka: [Ipasmwibnaas pabora ¢ KAM yBesnnuuaer LTV Ha 40-60%

o CHm:xeHue CAC: PaciiupeHne BHyTPH CYIIECTBYIOIINX KJIMEHTOB B 5-7 pas JielleBJie IPUBJIeYeHNs HOBbIX
« KonkypeHTHas 3amuTa: [71y60Kas MHTErpalus JieslaeT epexosi K KOHKyPeHTaM JI0POXKe U CII0XKHee

o HcrouHuk uHCAUTOB: KiTioueBblie KJIMEHTHI IIE€PBBIMU CUTHAJIN3UPYIOT O PhIHOYHBIX TPEHAAX

ABC-cerMmeHTAIINA KJIHUEHTCKOM 0a3bl

HepBbeI mar B IIOCTPO€HHU CUCTEMbI KAM — OIIpEAEINTh, KTO HMEHHO ABJIAETCA KIIIOUEBbIM KJIMEHTOM. Z[IIH 9TOTO HUCIOJIb3YETCA ABC-ananus.

176



ABC-MmaTpuina no BbIpy4ke U IOTEHITUALY

Kareropusa Kpurepun Jouasa knaneHToB | /lossa BeIpyukn Crparerusi paGoTst

A Tom-10-20% 1m0 060POTY + BBICOKHI IOTEHIIMAT pocTa = 10-15% 60-70% Ilepconanpubiit KAM, crpaTernyeckoe mapTHEPCTBO
B CpenHue 110 060pOTY, CTaOUIBHBIE 20-30% 20-30% CerMeHTHPOBaHHOE 00CIIy’KUBAHNE, ABTOMATH3AIHS
C MeJkue KJIMEHTHI, HUBKUU YeK 55-70% 5-10% CamoobcirykuBaHNe, MUHUMAaJIbHBIN touchpoint

Kaxk onpenesuts cermeHT?

dopmysa kIaccu@UuKaIm:

KAM Score = (Tekymas Bbipyuka X 0.4) + (Ilorenmman pocra x 0.3) + (Crparernyeckas nesHocts X 0.2) + (MapxunamsHocTs X 0.1)
ITapameTpsbI OLIEHKU:

1. Tekymasi BBIpy4YKa — 00beM ITOKYIIOK 3a IOCJIe/HUE 12 MeCSIEB

2. IToreHIMag pocra — BO3MOKHOCTH cross-sell, up-sell, pacinupenus B ipyrue genapraMmeHThI
3. CTparernueckas eHHOCTb:

4. PepepencHbIil KMeHT (KeHChbl, OT3bIBBI)

5. JIuzep oTpaciu (CTaTyCHBIN KJINEHT)

6. ICTOUHUK MHCANTOB 1 0OPATHOU CBA3H

7. MapKHUHAJIBHOCTH — ITPUOBUTBHOCTH PABOTHI C KIMEHTOM (HE BCE KPYITHbBIE KJIMEHTHI BBITOHBI)

IIpumep cermenramuu (SaaS B2B)

Komnanusa A (IpOU3BOAUTENTb TEXHUKH, 300 COTPYJHUKOB): - Bripyuka: $120K/rox - Mcnos3yloT 3 U3 7 MoAysel mpoaykra - Net Retention:

130% - MOI'yT CTaTh KEHCOM JJ1A IIPOMU3BOACTBEHHOI'O CerMeHTa - PeSyJIBTaT: A-KJIMEeHT

Kommnauus B (Toprosas cets, 50 Mara3uHoB): - Beipyuka: $80K/rox - Mcnosb3yioT 1 Mozys - Net Retention: 95% - Beicokuii churn risk, Huskas

BOBJIEUEHHOCTH - Pe3yabraT: B-kineHT (¢ HaG/IoieHuem)

Key Account Plan — cTrparerusa padoThI ¢ K IMEHTOM

Key Account Plan — ato JAOKYMEHT, OHI/ICLIBaIOH_[I/lﬁ CTpaTeruio pa3BUTUA OTHOIIIEHHH C KJII0OYEBBIM KJINEHTOM Ha 12-24 Mecsdna. 910 He IIPOCTO IJIaH

MPOZIa’K, & KOMIUIEKCHAsI IIPOrpaMMa IIapTHEPCTBA.

Crpykrypa Key Account Plan

1. IIpoduas kanenta (Client Profile)

« BusHec-moaeasb: Kak kineHT 3apabaTbIBaeT I€HbIU

o OpraHu3amuOHHAasA CTPYKTypa: KTo npuHUMaeT pereHus

« Crparernueckue mesn: UTo BaXKHO /s OU3Heca KineHTa B Girpkaiime 1-3 roja
« Tekyurue BhI3OBBI: I1p06eMbl, KOTOPBIE MBI MOJKEM PEIIUTH

« Competitive landscape: Kro emie paGoraer ¢ KJIHeHTOM

2. Relationship Mapping (Kapra oTHOIIEHHIT)

anya.nnsaupm BCEX KOHTAKTOB BHYTPH KJIMEHTA:

[C-Level]
CEO (HMBanoB) — champion v
CFO (IlerpoBa) — neutral

CTO (CumopoB) — blocker X

[VP Level]

VP Sales (KosnoB) — strong supporter vv
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VP Operations (CwmmpHoBa) — weak link

[Managers]
IT Manager (BomkoB) — daily user, coach v
Procurement (HukomaeB) — gatekeeper

CTaTbeI KOHTAKTOB: - Champion — @KTHUBHO IIPOJBUTIAET Ballle PEIIeHe BHYTPU KOMIIAHUHU - Coach — JaeTr HHCaﬁTbI, HO HE UMeeT BJIACTH -

Gatekeeper — kourposupyer gocryi k JITIP - Blocker — conporusiisiercs pemenrio - Economic Buyer — nozanuceiBaer Gro/KeT

3. SWOT-anajin3 OTHOIIEHUI

Strengths (CuiibHBIE CTOPOHBI) Weaknesses (C1aGpie CTOpOHBI)
v 3 TOZ1a yCIEIHOH paboThl X 3HakoMBbl ToibKO ¢ IT-otmerom

v NPS = 9, ecTb OT3BIB X Her xonraxra ¢ CFO

v 30% pOCT HUCIIOJIb30BAHUA X KoHKypeHT IpoBOIUT J1eMO
Opportunities (Bo3mozxkHOCTH) Threats (Yrpo3ssr)

1 Bbixo/ Ha /J09epHIE KOMIIAHUI A\ Cmena CEO uepes 6 mec

4 3amyck HOBOTO IPO/YKTa KJIMEHTa A Onrumuszanus 610/KeTa Ha 20%
4 Pacmmpenue B 3 HOBBIX PETHOHA /\ KOHKYPEHT IPeJIoKuI -15%

4. e 1 METPUKH

®duHaHcoBbIe Heau: - Yeeanuutb ARR ¢ $120K 70 $180K (+50%) - [Toanucats 2-1eTHUE KOHTpaKT (BMecTo annual) - BeiBecTu Mapky ¢ 35% 10

42%

Crparermueckue meym: - IlomyduTs 2 Keiica A orpacieBoro Mapkerunra - Cratb preferred vendor B kareropuu - BoliTH B 3 J04YepHue

KOMITaHUHA

MeTpHUKHU 30POBbA OTHOWIEHH: - NPS: TekyIuil 9, nesib 9+ - AKTUBHOCTD UCIIOJIb30BaHUA: 75% — 85% - Kosn4ecTBO KOHTAKTOB: 4 — 8 -

Executive sponsorship: Her — fa

5. TakTuueckuii miian (Action Plan)

Ksapran AKTHUBHOCTH OTBeTCTBeHHBIH ean

Q1 QBR ¢ CEO + CFO KAM HBaHoB IIpesenranus ROI

Q1 OGyueHue /it 20 HOBBIX 103€POB CSM Ilerposa Adoption 85%

Q2 II10T HOBOTO MOJTYJIst Sales Engineer Pacumnpenue Ha $30K
Q2 CoBMecTHbIIT BeGUHAP Marketing Case study

Q3 Strategic roadmap review Product + KAM Alignment na 2027
Q4 Renewal nieperoBops! KAM + VP Sales 2-year contract

Multi-threading: Pa6ora ¢ MHO:K€CTBEHHBIMU KOHTAKTAMHA

T'yaBHas omubKa B pa60Te C KPYIIHBIMU KJIMEHTAMU — OIIUPATHCA HA OAHOI'O YesIOBEKa. Ecu Bamn E/:[I/IHCTBeHHBIﬁ KOHTAKT YBOJIUTCS, BbI IIOTEPSAETE

KJIMEHTAa.
Crparerusa Multi-threading
ueJII): Nwmeth MHHHUMYM 3-5 aKTUBHBIX KOHTAKTOB Ha PAa3HbBIX YPOBHAX OPraHU3alldA.

YI)OBHI/I KOHTAKTOB

1. Executive Level (C-suite, VP):

2. YacroTa: 1-2 pasa B kBapras (QBR)
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3. Temsbr: Crpaterusi, ROI, Gu3Hec-pe3ysIbTaThl
4. ®opmart: Executive lunch, QBR, oTpacsieBbie KOHbEpeHIHHI
5. Manager Level:

6. Hacrora: ExxemecsiuHO

Tempr: TakTHueckue BOIIPOCHI, OIITUMHU3aUA IIPOLIECCOB

®© 3

®opmat: Paboure BcTpeun, BeOHHAPHI, 00yueHne
9. User Level:

10. Yacrora: Exxeneznesnpto (uepe3 CSM/Support)

1

o

. Tembr: Mcnionb3oBaHue IpoayKTa, Gudn, 6aru

12. ®opmar: ITognep:xka, obyuenue, feedback sessions

Texuaukn paclimpeHuda C€TU KOHTAKTOB

1. Warm introduction: ITornpocuTe TEKyIIEro KOHTAKTA IIPEJICTABUTD BaC KOJUIETE:

"/IBaH, MBI TOBOPIJIU O TOM, KaK HAIll HHCTPYMEHT romoraet Sales-otzesty. Bsuto 651 0Tin4HO 06¢cyAuTh 5T0 ¢ Bamum VP Sales — morkere Hac

TMO3HAKOMHUTH?"

2. Value-based outreach: Boixozuite Ha HOBBII KOHTAKT ¢ KOHKPETHOH [[EHHOCTBIO:

"Mapuﬂ, BUIXKY, UYTO BBl OTBE€UaeTe 3a JIOTUCTUKY. XO'-Iy IIOKa3aTh, KaK KJIUEHTbI U3 Balen OTpacjid COKpaTUJIN U3JAEPXKKU Ha 18% c HamIUM

pemreHuem."

3. Event-based touchpoint: lcrnosb3ayiiTe coObITHS KaK IIOBOJ /11 KOHTaKTa: - Yuactue B KOH(pepeHINHU - BbIxo/ HOBOro oTveTa/Keiica - Penus

dbyHKIMHU, BaXKHOM JIJIs1 UX JlenapTaMeHTa

4. Executive Sponsorship: Bamt CEO/VP 3Bonut ux CEO — cozznaercs JONO0JIHUTEIbHBIH yPOBEHb OTHOIEHHH.

Land and Expand — crparerus pocra BHyTpH KJIHEHTA

Land and Expand — Mozesb, Ipu KOTOPOI Bl HauuHaeTe ¢ HebosbInol caenku (land), a 3atem pacurupsierecs BHyTpH opranusanuu (expand).

Moaenb paGoThI

Phase 1: Land (ITocaaxa)
Ilenb: MUHMMU3UPOBATh GapbepPbl BX0/1a, GBICTPO TI0KA3aTh [IEHHOCT.

« Haumwure c 1 [enapraMeHTa Wid use case
o IlpensoxuTe TUIOT HA 30-90 JIHEN
o Cdoxkycupyiirech Ha quick wins
IIpumep: - Ilpogaem CRM: Haunnaem ¢ Sales-otzmena (10 103epoB) - [Ipogaem Bl: Haunnaem ¢ ¢unancoBou aHasmTuku - [Ipogaem HR-tech:
Hauwnnaaem ¢ peKpyTHHra
Phase 2: Expand (Pacuinpenue)
3 cTpaTeruu pacurupeHusn:
A) Up-sell (Ilpogaxa Gosree nopororo rapuda): - C Basic Ha Professional - C 10 103epoB Ha 50 103epoB - [lob6aBiienue npemuyM-huy

B) Cross-sell (IIpoaa:xa JOOJHUTEIBHBIX NPOAYKTOB): - CRM — Marketing Automation - Accounting — Inventory Management - HR —

Payroll system

C) Expansion to new units (Bsixoa Ha Apyrue noapasaeaeHus): - 113 Sales — B Customer Success - 13 HQ — B pernonasnbsble oducsl - 113

Parent company — B JouepHUE CTPYKTYPbI
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Net Revenue Retention (NRR) kak MmeTpuka
dopmyia:
NRR = (Hawamenbii ARR + Expansion - Churn - Contraction) / Havamenbii ARR x 100%

Benchmark: - 100%+ — MuHuUMaIbHAs IUIAHKA /IS 37I0POBOTO SaaS - 110-120% — XOPOIIMI pe3ysbTar - 130%+ — OTJIMYHBIA pe3ysbTaT
(Snowflake, Datadog, Elastic)

IIpumep pacuera: - Hayaso roga: 100 kineHToB x $10K = $1M ARR - Expansion: +$300K (up-sell + cross-sell) - Churn: -$100K (ymwiu 10

kineHToB) - Konen roga: $1.2M - NRR = 120%

Champion Development — BpIpamuBaHue aJBOKaTOB

Champion — 9TO YeJIOBEK BHYTPU KOMIIAaHUHN-KJIMEHTA, KOTOprﬁ AKTHUBHO IIPDO/IBUTAE€T Ballle penieHue, 3alluiiaeTr 6}0H)KET Hu TIoMoraetr

PpacCIIUpPATHCA.

Xapakrepuctuku uaeansaoro Champion

1. IMeeT BJIACTh — MOJKeT BJIUATH Ha PellleHUs Wiu umeet aoctyn Kk JIITP
2. IToygaeT EHHOCTH — BAIll IPOJYKT pelIaeT ero 60JIb WK moMoraeT foctadb KPI
3. /loBepsieT BaM — OTKDBIT, [IeJINTCA UHCAUTaMHI

4. AKTUBEH — caM HHUIUHPYET B3aNMO/IEHCTBIE

Kaxk pazsuBats Champions

dran 1: Unentudukanusa

IpusHaku norennuaabHoro Champion: - BbIicOKass aKTUBHOCT MCIIOJIb30BaHUA MPOyKTa - OcTaBiisieT MO3UTUBHbIE OT3bIBBI - PEKOMEH/IyeT Bac
KOJIJIEraM - YUacTByeT B 0GPATHOU CBSI3H, TECTUPYET HOBbIE (hruu

Aramn 2: THBecTUpOBaHUE

JlaiiTe 9KCKJIIO3UBHYIO IIEHHOCTH: - Early access k HOBbIM (pruam - IlepcoHasibHOE OOyueHue WK KOHCY bTaluu - [Ipuriamenue Ha closed

beta, customer advisory board - Executive access — npsimast iunus ¢ Bauum CEO/VP

Ilomorurte B Kapbepe: - [Ipuriacure BHICTYINTh Ha KOHbepeHIHH - OnybauKyliTe COBMECTHBIN Kelic (3TO JIuzreH i HUX) - Ilo3HAKOMBTE ¢
JIPYTMMU KJIME€HTaMU-JINZIepPAMU HH/yCTPUH - [IoMoruTe B IIPO/IBUKEHNHU BHYTPH UX KoMIaHuu (nmokaxure ROI ux pyKoBOZACTBY)

Jran 3: AKTUBanuA

Hcnoassyiite Champion ais: - Internal selling: Ilomoms B mpogaske apyrum penapramentaM - Renewal defense: 3amura 6io/pkera npu
yrpose cokpaienus - Competitive blocks: OrpaxeHue arak kKoHKypeHTOB - Expansion opportunities: CurHaabl 0 HOBBIX BO3MOKHOCTSIX

pocra

dram 4: 3amura

Champion MOKeT yﬁTl/l M3 KOMIIAaHUM: - Honnep){anaﬁTe OTHOLIEHUA HAa HOBOM MeECTEe (BOSMO)KHa HOBasA CLLGJIKa) - HOHPOCHTE IpeACTaBUTh

IIpeeMHUKa /10 yxoza - Y6e]11/ITeCI>, YTO LIEHHOCTh 3a(1)PIKCI/IpOBaHa B IIponeccax, a He TOJIbKO B I'OJIOBe Champion

NPS u pa6dora ¢ 06paTHOI CBA3HIO

Net Promoter Score (NPS) — kiiroueBasi METPUKA JIOSJIBHOCTH KJIFOUEBBIX KJIUEHTOB.

Meroauka usmepenus NPS

Bompoc:
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"o 1mKaJe ot O /10 10, HACKOJIHKO BEPOSITHO, UTO BbI IOPEKOMEH/IyeTe HaC Kosieram?"

CermeHTanus: - 9-10 — Promoters (IIpomoytepsi) - 7-8 — Passives (HeiiTpasbuble) - 0-6 — Detractors (KpuTtukn)
dopmy.aa:
NPS = % Promoters - % Detractors

Benchmark: - < 0 — kpurnyeckast 30Ha - 0-30 — eCTb Ha/l YeM paboraTh - 30-50 — XOPOIIUI YPOBEHD - 50+ — OTJIMYHBIN ypoBeHb (Apple,

Tesla, Zappos)

PaGora ¢ pa3HbIMH CETMEHTAMHU

Promoters (9-10)
3agaua: AKTUBUDPOBATH aJIBOKATYPY.

« ITompocwure or3biB Ha G2, Capterra, Clutch
o Ilpenoxkure co3zuars case study
« Bamnpocure pekomenanuio (referral)

« Ilpurnacure B customer advisory board

Passives (7-8)
3amaua: IToHaTs, uTo MemaeT crath Promoter.

o Cupocure: "YTo HY»KHO C/1eJ1aTh, YTOOBI BbI IIOCTABIIIN 9-10?"
o OOGBIYHO 3TO KOHKPETHbIE prun, HHTErparuu win yaydirenus UX

« IIpespamenue Passive B Promoter uacto TpeGyeT HeGOIBIINX U3MEHEHUH

Detractors (0-6)
3amaua: CpouHas HHTEpBeHIUsA, YT0OBI n36eKkaTh churn.

e 3BOHOK B TeueHUe 24 yacoB oT KAM uiiu pyKoBOJuUTE LA
 Iury6okoe HHTEpPBBIO: UTO MOIILIO HE TaK?
« Action plan 1o ucpaBJIeHUIO CUTYAI[II

o Ecuu kineHT B A-cermenTe — executive escalation

QBR (Quarterly Business Review)
QBR — CTpyKTYpHpPOBaHHAS BCTPEYA C KJIIOUEBBIM KJIMEHTOM Pa3 B KBAPTAIL.
Crpykrypa QBR (45-60 MuHyT):
1. Recap (5 muH): UT0 06Cy’K1a/11 B IPOLLIBIHA Pa3, YTO C/I€IAHO
2. Usage & Adoption (10 MmuH): Kak ucrosb3yeTcs IPOAYKT, METPUKU AKTHBHOCTH
3. Value delivered (15 mun): ROI, 6GusHec-pe3yibTaThl, KEHCHI
4. Roadmap alignment (10 muH): YT0 Gy/I€T B IPOYKTE, UTO BAXKHO I KJIUEHTA
5. Expansion opportunities (10 muH): HoBble use case, ieriapraMeHTh

6. Action items (10 MuH): KOHKpPETHBIE IIATH HA CIIE/YIOIUN KBapTa

Apredaxrspr: - QBR deck (npesenTanus) - Success metrics dashboard - Action plan Ha ciieyronuit KBaprasn

Keiic: ITporpamma KAM B IT-koMmanuu

Kommnanmusa: B2B Saa$ (project management), 500 kiaueHToB, ARR $5M.

IIpoGaema: - Churn cpeay KpyIHBIX KJIHEHTOB BBIPOC € 5% [0 12% - 70% BBIPYYKH IPHXOJMTCSA HA TOI-50 KIHEHTOB - Account managers

paboTaoT peaKTUBHO, HET CTPATernu
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Penienue:

1. Cermenranus: ABC-ananns — Biiemn 30 A-KIneHToB (60% BBIPYUKH)

2. ®opmupoBanue KAM-KoMaHABI: 3 CTapIINX MeHe/KePa, 110 10 KJINEHTOB Ha YesIoBeKa
3. Cozpanue Key Account Plans: VHuBuyaIbHbII [UIaH HA KQJKIOTO A-KJIHMEHTa

4. Multi-threading: [{esib — MUHIMYM 4 KOHTaKTa B K&KI0H KOMIIAHUU

5. QBR-npounecc: PopMann3oBaHHbIE BCTPEUU pa3 B KBapTas

6. Champion program: 3amnycruiu closed beta u customer advisory board

Pesyasbrarsl (12 mecanes): - Churn ton-30 xinenTos: 12% — 3% - NRR: 95% — 125% - Expansion revenue: +$800K - 8 HOBBIX KEHCOB /Jist

Mapkerunra - 12 referral sinzos or Champions

IIpakTUyeckue 3agjaHnuAa

3amaunue 1: ABC-cermeHTaIusa

Bo3bMuTE TOI-20 KJIMEHTOB Ballled KOMITAHUU. OIIGHI/ITG KaXXJ10T0 II0 4 ImapamMeTpaMm (Bpry‘-IKa, IIOTeHIIhaJI, CTpaTerndeckass HeHHOCTb, Map){ca) n

paszenute Ha A/B/C cermeHTSLI.

3amanue 2: Cozganue Key Account Plan

BriGepute oiHOrO KineHTa u cosaire Key Account Plan mo erpykrype us ypoka. Munumym: nmpoduib, SWOT, ey, 1ial Ha KBapTaJl.

3ananue 3: Relationship Mapping

Hapucyiite kapTy KOHTAaKTOB JUIA Ballero kpymHeimero xinenta. Ormersre Champions, Coaches, Blockers. Ompezenure, ¢ keM elne HY)XHO

HaJIaJUTh CBA3b.

KiioueBbie BBIBOIBI

1. KAM — 310 cTparerus, a He TAKTHKa. Kirrouesble KJIMeHThI TPeOYIOT IIePCOHATU3UPOBAHHOTO MOX0/1A U JIOJITOCPOYHOTO IVIAHUPOBAHUA.
2. ABC-cermeHTaIusA o0A3areabHa. He Bce KIMeHTH! paBHE — GOKyC Ha TOI-20% faeT 80% pesysbrara.

3. Multi-threading 3anumaer ot puckoB. O/JUH KOHTaKT = XpyIKUe OTHOIIeHus1. CTPOUTE ceTh Ha 3+ YPOBHAX OPraHU3aI[HH.

4. Land and Expand — mogess pocra. Haunnaiite ¢ masoro, pacuupsiitech BHyTpu. NRR 120%+ — npusHak 30poBoro KAM.

5. Champions — Bam ceKpeTHbII aKTUB. VIHBECTUPYITE B JIIO/IEH, KOTOPBIE IPO/IBUTAIOT BAC U3HYTPHU.

6. QBR u NPS — purmsbI pa6oTsl. PeryispHasi oOpaTHast CB3b IPEAYIIPEkK/AAET churn u OTKPHIBAET BO3MOKHOCTH.

7. Key Account Plan — xkuBoii JOKyMeHT. [lepecMaTpuBaiiTe pa3 B KBapTasl, aalTUPYUTe K U3MEHEHUAM.

ITomHUTE: HOTepHTb KJIIOYEBOTO KJIMEHTa B 10 pa3 JIOPOKe, 4eM IIPUBJIEYb HOBOTO. KAM — sT0 HE pacxopl, a UHBECTULUA B CcTabUIBHOCTD 1 POCT.

I'nasa 25. YnpaBJjieHUe CJI0:KHBIMU CAEJTKaAMU

Yro Takoe ciao:kHbIe caeaku u Enterprise Sales

Cnoxubie caenku (Complex Sales, Enterprise Sales) — 3T0 mpojaku ¢ JUIMHHBIM LUKJIOM, MHOeCTBEHHbIMH JIIIP, BBHICOKMM YEKOM U

MHOTO3TAIIHBIM IIPOIECCOM IIPUHATUA PEIIeHUA. Tunuaasle XapaKTEepUCTUKH:

o IIuka caeakn: 6-18 mecsries (vs 1-3 mecsira B SMB)
« Cymma koHTpakTa: $100K-$10M+ (vs $5K-$50K B SMB)

« KosnuectBo JIIIP: 5-15 yesioBek (vs 1-3 B SMB)
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« IIpouecc: PopmanuzoBanubiii RFP, TeHIEpbl, OPUMIECKHE COTTIACOBAHUS
« KoHkypeHnus: 2-4 Bergopa B shortlist

o Puck: BbICOKHI — c/IeJIKa MOKET COPBAThHCS HA JIIOOOM JTare

Enterprise vs SMB: KiiioueBbie OT/IHIHA

ITapamerp SMB Sales Enterprise Sales

JIIMHA UKJIa 1-3 Mecsana 6-18 mecsieB

Deal size $5K-$50K $100K-$10M+

JITIP 1-3 (Owner, Manager) 5-15 (C-suite, VPs, Committee)
IIponecc HedopmanbHbrit RFP, Tenzep, legal review
Kacromusauus MuHUMaIbHAS T'ny6okas (nuTerpanuu, onboarding)
Risk tolerance Bricokas Husxkas (60a3Hb OIIMOKH)
OTHOLIEeHUsA TpaH3aKIHOHHbIE Crparerityeckoe napTHEPCTBO
KomaHnna 1AE AE + SE + CSM + Legal + Executive

ITouyeMy C/I0:KHBIE CEJIKH TPEOYIOT APYroro moaxoaa

B Enterprise: - PelneHne npuHUMaeTcsA KOMUTETOM, a HE OZJHUM 4esloBeKoM - IleHa ook BbICOKa — 60sA3Hb BHIOPATH HENIPABHJIBHOTO
Benyiopa - IIponecc ¢dopmasmsaoBan — ectb procurement, legal, security reviews - IToJMTHKa MrpaeTr poJib — BHYTDEHHHE HHTEPECHI,

KOH(I))'IPIKTI)I JAenapTaMeHTOB - CTaTyC-KBO cuIbHee — "He YUHUTH TO, YTO HE csiomMaHo"

Cranyiaptasie MeTo/1b! (SPIN, KOHCYIbTaTHBHBIE IIPO/IAYKH) 371€Ch HEZIOCTATOYHBI. HyKHBI CliennaaTn3upoBaHHble (GPelMBOPKY.

MEDDPICC — ®peiiMBOPK /11 KBAJTHU(PUKAINU CJIOKHBIX CAEIOK

MEDDPICC — oznuH U3 caMbIX MOUIHBIX GpeiMBOPKOB /1 paboTsl ¢ Enterprise-cnenkamu. Mcnonbssyerces B Salesforce, PTC, Sprinklr u apyrux

TONOBBIX B2B KOMIaHusx.

Pacmindposxka MEDDPICC
Kaxknast GykBa — KpUTEPHI KBATH(UKAIIH C/IETTKU:

M — Metrics (Merpuku) E — Economic Buyer (9xoHoMHu4eckHii nokymnareas) D — Decision Criteria (Kpurepuu peuresnusn) D —
Decision Process (IIponecc upuHarusa pemenusa) P — Paper Process (IIpomecc odopmiaenns) I — Identify Pain

(Mpentudpurxamusa 6oau) C — Champion (Uemnuon) C — Competition (KoukypeHupms)

Jeranxpubiid pazoop MEDDPICC

M — Metrics (MeTpuku)
Bomnpoc: Kakre KOHKpeTHbIe OH3HeC-Pe3yIbTaThl T0JIPKHO IPUHECTH pPelieHne?

He abcTpakTHOE "yJIyqIInTh IPOLIECCHI’, a KOHKPETHBIE IUGPHL: - YBEJIUIUTH BHIPYUKY Ha $2M B roj; - COKpaTUTh U3ZIEPKKU HA 15% - YMEHBIINUTh

time-to-market ¢ 6 10 4 mecsitieB - CHusuTh churn ¢ 8% 110 5%

ITouemy BaxkHO: Be3 MeTpUK HEBO3ZMOXKHO 1TOCTPOUTHh ROI-060CHOBaHME U 3aITUTUTD GIOJIKET.

Bomnpocs! ans kaueHTa: - "Kakoil pesysbrar Oyzer o3Hauyarh ycrex npoekra?’ - "Kak Bbl Oyznere uamepsts 3(dekTuBHOCTD perreHus?" -
"KakoBbI BaIllH TEKyIIHe IOKa3aTesu no [merpuke]?"”

E — Economic Buyer (9xoHOMIYeCKU MOKYIATEIb)

Bompoc: Kto nmeer BacTb MOAICAT GIOZKET HA ATY MOKYIIKY?

Economic Buyer — 310 uestoBek, KoTopslii: - KoHTpoupyer 610/KeT mpoekTa - Fimeer BiacTh ckasath "1a" GuHATPHOMY KOHTPAKTY - OOGBIYHO 3TO

CFO, CEO, VP uu 1upeKTop fernapraMeHTa

183



Omm6ka: Pa6orars ¢ Manager, KOTOpBII "BJINsET HA PelleHre", HO He IO/IHCHIBAET.

Kaxk onpeaeaurs: - "Kro moanucsiBaer ¢unanpasiii PO (Purchase Order)?" - "Yeil 61o/keT UCmoib3yercs A1t 9Toi mokynku?" - "Kro umeer

paBo 0106puTh $500K?"

Yro gesarh: O6s3aTenpHO BeliiTy Ha Economic Buyer Hanpsimyio (xots 661 Ha 1 Berpeuy). MHaue puck, uto Bbl "mpopain” meHemkepy, a CFO

3apyOu1 OIOZIKET.

D — Decision Criteria (Kpurepumn peuresus)
Bomnpoc: ITo KakuM KpUTepUAM KJIUeHT OyeT BbIOUpaTh BeH1opa?

Tunuuhble KpuTepun: - OYHKIMOHAJIBHOCTh — Habop ¢uy, unterpanuu - Ilema — He Bcerna miaBHoe B Enterprise - BesomacHocrs —
compliance, certifications (SOC2, ISO) - Haxemxuoctp — uptime, SLA - Vendor stability — e obankporurcst in BeHgop - Support &

Onboarding — xadectBo cepBuca - Roadmap — 1aHbl pa3BUTH IPOAYKTA

Kaxk nmosyunts nagopmaiuio: - "Kaxve kpurepun Ay Bac Haubosee BaxKHbI Ipu Bbioope?” - "Kak BbI GyzieTe cpaBHUBATH PA3HBIX BEHJOPOB?" -

"Yro J0JKHO OBITH B pellieHnn 0653aTesIbHO, a 4To nice-to-have?"

Taxruka: Eciu y Bac ects Champion, oH MoskeT momous "$hopMUpOBaTh” KPUTEPUH B BAILILy I10JIb3Y.

IIpumep: Bam npoxykr siyumuii o Al-aBroMarusanuy, Ho cirabee mo reporting. Champion mozxxeT "nopuaATh Bec" Al-KpuTepueB U "CHU3UTH Bec"
reporting B OIIeHOYHOI MaTpUIle.

D — Decision Process (IIponecc npuHATHSA PEUISHI)

Bomnpoc: Kak umenHo 6yzer npuaumarhes pemrenne? Kro yuacrsyer? Kakue srambr?

Tunuunsii npouecc B Enterprise:

1. Discovery & Requirements (1-2 mecsia)
2. RFP / Vendor evaluation (1-2 mecsina)
3. Demo & POC (1-3 mecsina)

4. Commercial negotiation (1-2 mecsitia)

5. Legal & Security review (1-2 mecsia)

6. Approval & Signature (2-4 Hesesnn)

Bompocs! aia ximeHra: - "Kakue sranbl Hy)KHO IPOUTH IO NOANUCAHHUA KOHTpakra?" - "KTO ydacTByeT B IPHHATHU peIIEHHA Ha KaXKIOM

arane?" - "Bputn s y Bac m0o00HbIe TpoekThI? Kak osiro 3aHuMaito ofobpenue?” - "Kakue pHCKU MOTYT 3aTOPMO3UTD Iporecc?”

Takxruka: Cocrasbre Mutual Action Plan (MAP) — COBMeCTHBIN IUIAH C KJIHEHTOM, IZl€ HPOIMCAHBI JTAIlbl, OTBETCTBEHHbIE U AATHL. ITO
IUCLUIUINHEPYET 06€ CTOPOHBI.

P — Paper Process (IIpouecc odpopmieHmns)

Bonpoc: Kakve 1opuandecKrie U afMAHACTPATHBHbIE MIATH HYKHBI IS HO/IINCAHNSA KOHTPAKTa?

B KpyIHBIX KOMIAHHAX 3TO MOKeT ObITh: - Legal review — mpoBepka KOHTpakra opucramu (2-6 Hezensb) - Procurement approval —
COIJIACOBAHME C OT/IEJIOM 3aKyIoK - Security audit — nposepka Benopa Ha compliance - Budget approval — ¢unansaoe ogobpenue CFO -

MSA (Master Service Agreement) — paMOYHBIH JOTOBOP (MOKET 3aHATH MECSI[bI)

Bompocsr: - "Kakue corimacoBaHus Hy;KHBI [TOCJIE TOTO, KaK MbI ZIOTOBOPUMCsI IT0 KOMMepUYecKuM yeyoBusiM?" - "CKOJIbKO 00bIYHO 3aHuMaeT legal

review?" - "Hcmosib3yere Jix BbI cTaHAapTHBIA MSA wtn rotoBsl noanucats Hatr?" - "Ectb i y Bac preferred vendor list? Kak momacts B Hee?"

OwmuGKa: /lymars, uto nocsie "1a" or 6usHeca cieska 3akpoita. Legal Mosker 106aBUTh 2-3 MecsAna U YOUTh CIeJIKY FOPUANIECKUME TPEOOBAHUAMHU.

I — Identify Pain (UaenTuduramus 601m)
Bompoc: Kakyio KpuTrdeckyio 60JIb pEliaeT Balll MPOAYKT Ui KIUEHTa?

Bosb oywkHa 661Th: - Urgent — "roput” npsimo ceiiuac - Pervasive — Bivsier Ha Bech OU3HeC, a He OiMH JlenaprameHT - Quantified — usmepena

B HeHI)I‘aX/BpeMeHPI

IIpumepsI CHIBHBIX GoJteit: - "MebI Tepsiem $500K B roz u3-3a pyaHoit 06paboTku 3akazoB” - "Hamr churn BbIpoc 70 12%, €cid He OCTAaHOBUM —

roTepsieM o3unMIo Ha peiHKe" - "Compliance-ayauT yepes 6 MecsleB, TEKYIasi CUCTEMA He COOTBETCTBYET TpeOoBaHUAM"

IIpumepsI c1adbIx GoJieii: - "Xoresoch 661 yrydIuTh nporecchl” (HeT urgency) - "Bouto 661 Hertoxo nmets dashboard” (nice-to-have)
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Texuuka: Pain Chain Yriy6:siite 60sb 4epe3 1enouky Bompocos: 1. "B uem npobGiema?" — [loaruii onboarding kiuenros 2. "Ilouemy 310
npobsema?" — KineHThI yXOAT 710 akTuBanuu 3. "YTo 310 3HaUuT /71s1 6u3Heca?" — Tepsiem $200K ARR B rof 4. "Uto 6y/ieT, eciiu He peluTs?" —
He BBINOJIHUM IUIaH POCTA, HHBECTOPHI HEJIOBOJIBHBL

C — Champion (UYemnuoH)

Bomnpoc: Ecrb sin y Bac BHyTPEHHUH aZiBOKAT, KOTOPBIH IIPOBUTAET Ballly C/IEJIKY?

Champion — 5T0 4yesOBEK, KOTOpHIA: - X0oueT, 4ToObI BbI Bhiurpaau (personal interest B ycrexe mpoekra) - Umeer BausaHue (credibility

BHYTPY KOMIIAHUN) - AKTUBHO IIOMOTAET (IeJIUTCA NHCAUTAMH, OTKPBIBAET JIBEPH)

Kaxk pazsuBarb Champion: - [Tomorure emy "Bbiurpars” BHYTpH KOMIaHuu (Jaiire nuacTpymenTsl 1yist internal selling) - [Tokaskure, Kak POEKT

momozkeT ero kapeepe / KPI - Jlaiite akckiio3uBHbIi octy (early features, executive attention)

Tecr Ha Hacrosamero Champion: - Jleaurcs BHyTpeHHel mHbopMarueil (kTo 3a, kTo mpoTuB) - OTKphIBaer moctyn k Economic Buyer -

OrBeuaet GBICTPO, /Ia’Ke Ha CJI0’KHBIE BOIIPOCHI - CaM MHUIUHPYET CJIeAYIOIINe Iark

Red flag: Ec/ii KOHTaKT rOBOPHT "BCe XOPOLIIO, XK/Iy PelIeHus ", Ho He AaeT AocTyn K Apyrum JIIIP — ato He Champion, 1o "nice guy" 6e3 BiacTu.

C — Competition (KoHKypeHIs1)
Bompoc: Kro eme paccmaTpuBaercs Kak aJbTepHAaTHBA?

B Enterprise moutu Bceryia ectb KOHKYpeHTHI: - IIpsimbie — npyrue BeHyiopsl (Salesforce vs HubSpot vs Pipedrive) - KocBennsbie — build in-house,

HCII0JIb30BATh CYLIECTBYIOIUI HHCTPYMeEHT - CTaTyc-KBO — "HHUETO He /iey1aTh"

Bompocsr: - "C keMm eine BbI mpoBoauTe emMo?" - "PaccmarprBaeTe Jiv Bbl pa3paboTKy pelreHus cBouMu cuamu?" - "UTo ceifuac UCmosb3yeTes AJist

aTOM 3amaun?"”

TakTuka: Competitive positioning - He roeopure m10xo o KoHkypenrax (unprofessional) - [TozicBeTrTe CBOM CUIIBHBIE CTOPOHBI, KOTOPBIX HET ¥

HUX - Vcriop3yiiTe Kelichl KIIMEHTOB, KOTOphIe switch ¢ KOHKypeHTa Ha Bac

IIpumep:

"MpI BUZAUM, YTO MHOTHE KJIMEHTHI IPUXOJAT K HaM C [KOHKYPeHTa], IOTOMY YTO UM Hy»kHa Oosiee IyryboKas aHaIUTUKA. BOT Kefic KOMIIaHUH

X, koropas nepenuia u yseaunumia ROI Ha 30%."

HUcnoasszoBanue MEDDPICC B paGoTte

Scoreboard caeaku

Cosaiite YeK-JIMCT AJIsI KOKAOU KPYITHOH C/IeIKH:

Kpurepwuit Cratyc Heranmn
M (Metrics) Lless: cokparuts churn Ha 3% = $400K
E (Economic Buyer) ! Identified: CFO UBaHoB. He BeTpeuanuch
D (Decision Criteria) Tloyunsu OIeHOYHY0 MaTPUILy
D (Decision Process) 5 aTamnos, timelines corsacoBaub
P (Paper Process) X HysxHo y3Hath mpo legal review
I (Identify Pain) Urgent: TepsIioT KJIMEHTOB U3-3a II0X0ro onboarding
C (Champion) VP Product — strong champion
C (Competition) ! Konkypenr A B shortlist, build in-house paccmarpusaercst
OneHka: - 5+ kpurepuen: Crenka KBaTuGUIMPOBaHA, MOXKHO UHBECTUPOBATDh BpeMs - L. 3-4 kpurepusa: CpeaHUI PUCK, HY>KHO 3aKPBITh

gaps - X <3 KpuTepuesn: BLICOKHIT PHCK, BO3MOMKHO, CTOHT eNpH @€ puTH3nposats
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Bompocsi misa discovery call

Ha nepBbIX BeTpeyax ¢ KJIMEHTOM 3a/1aBaiiTe Bonpocsl no MEDDPICC:

Metrics: - "Kakue KPI BbI xoTHTe yiryqmuTh?" - "KakoBsl TeKyInue nokasareau? Kakas nems?"

Economic Buyer: - "Kto B Baleii KoMInaHuu IPUHAMAET pelleHre O IOKYIIKe TAKOro poja pereHuit?" - "Yeii 6ro/pxer OyzeT Ucronp3oBan?"

Decision Criteria & Process: - "Kax BbI Oyziere BbiOupaTh perienue? Kakue kpurepun BaskHbI?" - "Kakue sTarbl Hy»KHO IIPOUTH /10 TIOATIUCAHUS

koHTpakra?" - "KTo yuacTByeT B IPUHATHY penieHus?"

Paper Process: - "Kakue opunyeckue coraacoBanust norpedyores?” - "Ckoybko 06bI9HO 3aHIUMAaeT 0100peHie KoHTpakra?"
Pain: - "B yem ry1aBHas mpo6seMa, KOTOPYIO BB XOTHTe pentnth?" - "UTo MPOUCXOAUT, eciu 3Ta pobiema He GyzeT penreHa?"
Champion: - (ITocse Heckospkux Berped): "Kro B Bareit komanzie 6yzeT Haubosiee 3aHHTEPECOBAH B ycliexe IpoekTa?"

Competition: - "C xakuMu ellje pelieHUAMHY BBl 3HAaKOMBI?" - "PaccMarprBaeTe JIu BB APyTHe BapUAHTHI?"

Challenger Sale — Moaeap nmpoga;k yepes ooydeHue

Challenger Sale — mo/ixoz, OCHOBaHHBIN Ha Hccie/oBaHuU 6000+ npozasios (kuura "The Challenger Sale", 2011). ['1aBHbIH HHCANUT: B CI0KHBIX

npozaxax nobexaaT He "relationship builders", a "challengers" — Te, kT0 GpocaeT BHI30B MBIIIIEHHIO KIIHEHTA.

5 npoduiei NpogaBIOB
I/ICC.TIeZ[OBaHI/Ie BBIABHUJIO 5 TUIIOB:

1. Hard Worker (27%) — paGorator 6osibliie BCeX, He CIAl0TCS

2. Relationship Builder (21%) — ¢oxyc Ha OTHOIIIEHUSAX, JOBEPUI

3. Lone Wolf (18%) — pa6orator 110 CBOUM IIpaBUIaM

4. Reactive Problem Solver (14%) — pemaior npo6ieMbl KJIHEHTA I10 3aIPOCY

5. Challenger (20%) — 06y4aioT, 6pocaioT BEI30B, KOHTPOJIUPYIOT IPOAAXKY

PesyabTart: B cioxkubix B2B-niposiaskax Challengers mokassiBaioT yiydiiie pesysbraThl (39% top performers), B To Bpems Kak Relationship Builders

— xynmue (7%).

Mopaeas Challenger: Teach — Tailor — Take Control

1. Teach (OGyuait)
He nponasaii npogykr. O6yuail KineHTa HOBOMY B3IJIAY Ha ero 6usHec.
Crpykrypa "Teaching pitch":

Iar 1: Warmer Ilokakure TpeH 1/ ipo6sieMy, KOTOPYIO KJIMEHT 3HAET:
"BOJIBIIMHCTBO KOMITAHUH B Ballled OTpaciu crakuBaoTes ¢ poctom CAC Ha 20-30% B roj."
IIar 2: Reframe [Toxa’kuTe CKPBITYIO IIPOGIEMY, O KOTOPOH KJIMEHT He yMaJl:

"Ho Hacrosmas npo6sema He B pocte CAC, a B TOM, 4TO 40% JIHIOB He JOXOAAT 0 oneHk: ROI, mOTOMy 4TO y HUX HET HHCTPYMEHTOB JJIs

JieMoHcTpanuu 1enHoctu stakeholders."
IIIar 3: Rational Impact ITokaxkuTe GHU3HEC-TIOCTIEICTBHA:
"DTO 03HAYAET, YTO BbI He IIPOCTO IJIATUTE OOJIbIIE 32 JIUZA, HO U TepsieTe 40% BO3MOKHOCTeH n3-3a internal selling gap."

IlIar 4: Emotional Impact Czenaiite 5T0 JIUYHBIM:
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"Jl1s1 Bac kak VP Sales 910 3HaUUT, YTO AaKe ¢ OTJIMYHOM KOMAaH/I0M BbI HE BBINIOJIHUTE IIJ1aH, notomy 4yto deal velocity Huskas."

IIIar 5: New Way IlokaskuTte HOBBIU 110/1X0/1 (KOTOPBIN, KOHEYHO, TPEOYET BAILIETO PEIIEHNMS):

"Jluziepsl phIHKA pemraioT 3To 4epe3 value selling enablement — oHu marorT kiIMeHTaM HHCTpyMeHTHI i internal business case. 9to

yBesIMuMBaeT win rate Ha 25%."

IIpumep: IIponasery Salesforce ne rosopur "y Hac oramunas CRM". OH roBoput:

"Baly KOHKYPEHTBI [IEPEILIH OT yIIPABJIEHH C/IeIKaMHU K YIIpaBJIeHUIo customer journey. Bol Tepsiete 30% BBIPYYKH, [IOTOMY UTO HE BUUTE

curHasbl upsell u churn. Bor kak 5T0 U3MeHUTD."

2, Tailor (AganTupyii)
Apantupyii teaching message nos konkpersoro JIITP.

Jaa CFO: ®okyc Ha ROJ, risk mitigation, efficiency.

"9r1o cuusuT operational cost Ha 15% u yckopur cash flow."

Jlas VP Sales: ®okyc Ha revenue growth, win rate, team productivity.

"Baira KOMaH/1a 3aKpoeT Ha 20% GOJIblIle CeI0K IIPU TeX 3Ke pecypeax.”

Jsa CTO: Qoxyc Ha tech stack, integrations, scalability.

"DTO UHTETPUPYETCS C Balllel TeKyleil nHbpacTpyKTypoi 6e3 downtime."

3. Take Control (KouTpoaupyii)
Byzp assertive. Yipasiisii IpoLeccoM IpoAaKH.

Yrto 310 3Ha4uT: - He Goiicsa roBoputh "Her" wioxum fit kimentam - JlaBait push Ha next steps (He "maiite 3HaTh, KOrZia TOTOBHI", a "maBaiiTe
HazHauyum meeting ¢ CFO Ha cie, eit Hezene") - O6¢ ait 6ro/pKer npsiMo (He JKAUTe, MOKa KineHT "Haier nersru”) - Challenging: " Bu
3 s

YTO Balll TEKYIIUU [T0/[X0/ He cpaboTaer, BOT oyemy..."

IIpumep:

"Cy/151 110 TOMY, UTO BBI OITUCAJIH, €CJIH MBI He pernM mpobsemy X 10 Q4, BbI He BBIIIOJIHUATE FO/I0BOM IUTaH. [laBaiite HazHaunM meeting ¢ CFO

Ha 3TOH Hefiesie, YT06bI 00CYAUTD GI0/IPKET, HHAYE MBI HE yCIIeeM ¢ BHeIpeHHeM. "

Decision Mapping — Kapra mpuHATHA pelIeHu

Decision Map — Busyain3saius BCex JI0ZieH, y4acTBYOIIUX B CeJIKe, UX POJIel U B3AMMOOTHOIIEHHH.

PoJiu B KoMmurere IIOKYIIKHA
B Enterprise-c/ieike y4acTBYIOT:

1. Economic Buyer — nognuceiBaer 6ioxer (CFO, CEO)
2. Champion — npozsuraer Bac BHyTpHu (06br4H0 VP, Director)
3. Coach — naer uncaiiTsl, HO He uMeeT Biactu (Manager, Analyst)

4. Influencer — piusier Ha pemenve (Tech Lead, VP gpyroro enapramenTa)
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5. User Buyer — Oyner ucnonszosats npogykr (End users, Team Leads)
6. Gatekeeper — xoutposupyer gocryn (Executive Assistant, Procurement)

7. Blocker — npotus Bamrero pemrenust (KOHKypeHTHBIN BEHAOD BHYTPH, CKEIITHK)

Kaxk mocrpours Decision Map
IIIar 1: Hapucyiite org chart kiinenTa (X0Tst ObI YaCTUYHO).

CEO (MBaHoB)

| | |
CFO CTO VP Sales

(IlerpoBa) (CupopoB) (Ko3znos)

Procurement IT Manager Sales Ops

(Hukomnaes)  (Boskos) (OpuoBa)

IITar 2: OTmetbTe POJIK 1 OTHOIIEHUE K Bamen CHOeJIKe.

CEO (MBaHoB) — [Influencer] Neutral
|
CFO (IlerpoBa) — [Economic Buyer] Skeptical X
CTO (CupopoB) — [Blocker] Prefers competitor X
VP Sales (KosmoB) — [Champion] Strong supporter
|
Sales Ops (OpnoBa) — [User Buyer] Enthusiastic
IT Manager (BosnkoB) — [Coach] Helpful, no power /!
Procurement (Hukonaes) — [Gatekeeper] Process-focused /!

HTar 3: OnpezgennTe gaps U PUCKU.

Gaps: - Her npsimoro xoHrakra ¢ Economic Buyer (CFO) - CEO neutral — Hy:keHn executive sponsorship - CTO — blocker, HyskHa crparerus
mitigation
Takruka: - [lonpocuts Champion (VP Sales) opranuzosats Berpeuy ¢ CFO - ITokazats CFO ROI-keiic u risk mitigation plan - Haiiti o06uuit si3bik

¢ CTO (Bo3moxHO, technical deep dive ¢ Bamuum CTO)

Pa6ora ¢ renaepamu u RFP

RFP (Request for Proposal) — opmasibHBIif JOKyMEHT, B KOTOPOM KOMIIAHHS ONHChIBAeT TPEOOBAHUSA U IIPOCHUT BEH/I0OPOB IIO/IATh IIPE/IOKEH .

Crpykrypa tunnuaHoro RFP

1. Company background — o xomnanuu-kiIneHTe

2. Problem statement — onvicanue npo6ieMbl

3. Requirements — GbyHKINOHAIBHBIE U TEXHUYECKHE TPEOOBAHUSA (UACTO 100+ IIyHKTOB)
4. Evaluation criteria — kax Oy/yT OlleHUBATh IPE/JIOKEHUS

5. Timeline — fe/naiinb mogaun, demo, pemenus

6. Submission format — xak nogasars (hopmar, CTpyKTypa)

Crparerus pa6otsi ¢ RFP

IIpaBwio 1: Ecoiu BbI He Bansik Ha RFP, He yuacTByiiTe

ITouemy: RFP yacTo nmuieTcs 1oj KOHKPETHOTO BeHzopa (Toro, KTo momorai ero ¢popmuposats). Eciiu Bbl y3Hanu o RFP u3 00bsABIeHIA — CKOpee

BCEro, KOHKYPEHT y:xe "3acesn" TpeboBaHUs.
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IIpusznaku "moaracopaHHoOro" RFP: - Crenuduunsie Tpe60BaHUA, KOTOPBIE €CTh TOJIBKO y OAHOTO BeHAopa - KopoTkuil cpok Ha mozpady (1-2
Hezien) - HeT BO3MOXKHOCTH 3a1aTh BOIIPOCHI IO II0Ja4uH - Bac He nmpuriacuiu Ha pre-RFP xoHCyIbTanuio
IIpaBuio 2: ®opmupyiite RFP 10 ero myoaukamuu

Kak: - Yuacrsyiire B discovery phase (3a 3-6 mecsimeB n0 RFP) - OGyuaiite kiuenra (Challenger approach) - ITomoraiite dbopmupoBaTh

requirements (Bamr Champion BcraBut Bamiu uzien B RFP) - IToacBerurTe criteria, r/1e Bbl CUIBHBI, 8 KOHKYPEHTBI CJ1a0bI

Ipumep: Bau npoaykr sydmwii o Al, HO ciabee 1o legacy integrations. Ber momoraere Champion cdopmuposars RFP, rie Al-capability umeer
30% Beca, a legacy integrations — 10%.

IIpaBuio 3: OrBer Ha RFP — 3TO He TeKCT, a cTparerus

He Hago: - I[Tpocro 3anonusats Excel "Yes/No/Partial” o 200 myukram - ITrcats generic TeKCT Ipo KOMIIaHHIO

Hapo: - Executive Summary (2-3 cTpaHunsl) — modeMy Bbl Jryuinuii Bei6op - Customized proposal — xonkperHo moj ux pain u metrics -
Case studies — 2-3 keiica u3 ux unaycrpuu - ROI model — kanbkysistop neHHoctd - Implementation plan — jierasibHbIi [11aH BHEIPEHUS -
Risk mitigation — xax BbI CHI)KaeTe PUCKU

IIpasuio 4: Ilemo u POC — kpuTHYeCcKHe 3Tambl

Jlemo B Enterprise: - He nokasriBaiite Bce ¢puau noapsz (boring) - ITokaskuTe pelieHre X KOHKPeTHOU 1po6sieMsl (custom demo) - Boiekaiite

ayIUTOPHUIO (MHTEPAKTHUB, BOIPOCHI) - OcTaBbTe WOW-MOMEHT (JIyurnas puda B KOHIIE)

POC (Proof of Concept): - Uerkue success criteria (corsiacoBanusle 3apaHee) - OrpaHudeHHBIH scope (30-90 /Heil) - BoByekaliTe UX KOMaH/y

(e menalite Bce camu) - Measurement — mokakure UQPLI pe3yibTaTa

IIpumep POC:

"3a 60 siHEN MbI aBTOMATH3UPyeM Tiporiecce X ist 10 mosb3oBaresieil. Success = 50% reduction in manual work + 90% user satisfaction.”

anaBJIeHne JAJIMHHBIMHA IIMKJIAaMHU CACJI0OK

B Enterprise czesnxu uayt 6-18 mecsnes. Kak He notepsATs momentum?

Mutual Action Plan (MAP)

MAP — COBMeCTHBIH IUTaH IEUCTBHI C KJIIMEHTOM, I/[€ IPOIIUCAHBI ATAIIbI, OTBETCTBEHHBIE U JIATHI.

IIpumep MAP:
Jara dran AKTUBHOCTH OTBEeTCTBEHHBIN (KJIUEHT) OTBeTcTBEeHHbIN (BEHI0D)
15 Jan Discovery dunanpHOe HHTEPBBIO ¢ stakeholders VP Sales AE + SE
30 Jan Evaluation IToyuenue RFP Procurement AE
15 Feb Proposal Tlojaua nmpeJyIoxKeHus — AE + Presales
1 Mar Demo KacromusupoBaHHOe Z1eMO IT + Business SE
15 Mar POC ITuioT Ha 10 03epax IT Manager Implementation
30 Apr POC Review OreHKa pe3yIbTaToB Committee CSM + AE
15 May Commercial TleperoBopsl 10 LieHe CFO + Procurement AE + Sales Lead
1Jun Legal Legal review Legal Legal
15 Jun Approval DuHaIBHOE 000peH e CEO + CFO VP Sales (Executive sponsor)
1Jul Signature Tloanucanye KOHTPAKTa Procurement AE

ITouemy MAP pa6Goraer: - IIpo3dpauHoctb: O6e CTOPOHBI IOHUMAIOT, YTO Aajbiie - Commitment: KiuenTt nybaudHo commit K cpokam -

Early warning: Eciu sTamn copasicst — cpasy BUIHO
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TexHUuKH NoAAepkaHUA momentum
1. Multi-threading: ITocrosuHOe BoBIeueHre pa3Hbix stakeholders. Eciiu oguH 4esnoBek "TopMo3uT”, APyrue ABUTAIOT.

2. Value selling Ha xaxaom srane: He npocro "»xzneM pemenusa”. Ha kaxaoil BcTpede IIPHHOCHTE HOBYIO IIeHHOCTD: - HoBBIII Keiic - Benchmark

report - Koncynbranus ot akcnepra - Ilpuryiamenue Ha event
3. Executive alignment: Baiu CEO/VP nepuonudecku 380HUT nx CEO — IOKa3bIBa€eT Cepbe3HOCTb.
4. Peryapusie check-ins: ExxeHezieipHO win pas B 2 He/IeIH — KOPOTKUAM sync (15-30 MUHYT).

5. Risk management: OrciexxuBaiire kpacusie ¢uaru: - Champion mepecran orBedats - [losiBusicst HoBbIi stakeholder-skeptic - Budget freeze -

Reorganization

I[IpakTHYeCcKue KENChI

Keiic 1: Caeaka Ha $500K ¢ npousBoaguresiem (18-MecAYHBIN ITUKT)
Kommanmus: 3aBoz (3000 COTPYAHHKOB), IPOU3BOACTBO o6opynoBanus. IIpoaykr: ERP-cucrema.

IIpoGaemsr: - Jlnuuubii 1kt (18 mecsnes) - 12 JIIIP (ot CEO go Shop Floor Managers) - Koukypennus ¢ SAP u Oracle - Legacy system — cTpax

MUrpanau

Kak 3akpsuim:

=

Discovery (MmecanmI 1-3):
2. MEDDPICC qualification

3. Metrics: CokpaliieHue IpocToeB Ha 20%, skoHoMuUs $2M/roz

4. Champion: IT Director

5. Teaching (MmecausI 4-6):

6. Challenger pitch: "Baruu KOHKYpeHTSHI y2Ke mepenuts Ha real-time production analytics”

7. OBy4aromnye cecCuu /IJisl 5 ielapTaMeHTOB
8. Benchmark report ¢ xoHKypeHTaMuU
9. RFP & Proposal (mecsaus1 7-9):

10. ITomorsin copmuposats RFP (uepe3 Champion)

1

o

. IMopanu neranpHOe npeioxkenue ¢ ROI-mozenbio
12. 3 Kelica U3 IMOX0XKKX 3aBOZ0B
13. POC (mecAnmpI 10-13):

14. IIusoT HA 1 MPOU3BO/ICTBEHHOM JIMHUU

15. Success: 25% reduction downtime
16. User satisfaction: 8.5/10

17. Negotiation (MmecsaupI 14-16):
18. Commercial negotiation ¢ CFO

19. Legal review (2 mecsima)
20. Yanock otouth ataky SAP (rmpezioskuim jtyqiuii onboarding)
21. Close (mecaupi 17-18):

22, Executive dinner: nam CEO + ux CEO

23. [Toxnucanne $500K/year konTpakra (3 roga)

Kiou k ycmexy: - Multi-threading (8 axrusubix konTakToB) - Challenger approach (o6yuenue, a He mpocro mpopaxa) - MAP — ueTkuil miaH,

commitment ¢ 06enx cTopoH
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Keiic 2: IIpoBaJ caesnku Ha $300K (mouemy He 3aKpbLIN)
Kommanmus: ®unrex-crapran (200 cotpyanukos). Ilpoaykr: Cybersecurity solution.
Y10 mOULTO HE TaK:

1. He onpegemiu Economic Buyer:

2. Pa6otanu ¢ CTO, aymau, YTo OH MOJIIICHIBAET
3. Okasasoch, 6107pxeT KoHTpoupyeT CFO, KOTOPOTo MBI HE BCTPEeYain
4. He Bpiasmian Competition:
5. He 3Hasin, 4TO OHU MapasulesibHO TECTUPYIOT 2 IPYTUX BEH/I0pa
6. KoHKypeHT Ipe/iyioKui -20%, Mbl He CMOIJIM OTBETUTH
7. Cra6brit Champion:
8. CTO 6511 "32", HO He aKTUBHO IIPOJIBUTAJT
9. He momor ¢ gocrymmom k CFO
10. He aganrupoBaJyu Decision Process:
11. He y3nanu mpo legal review (go6asui 2 mecsiia)
12. Deal copBaJicst H3-3a CJI0KHBIX IOPUINYECKUX TPeOOBAHUI
13. Ilorepsa momentum:

14. ITocsie POC tporwio 3 Mecsina 6e3 aKTUBHOCTH

15. KiIMeHT nepexIounics Ha Apyrue IPUOPHUTETh

Ypox: MEDDPICC ue onnuonaseH B Enterprise. ITpomyck XoTs 651 OJHOTO KPUTEPHS = PUCK IIPOBaJIA.

KiroueBbie BHIBOIbI

-

. Enterprise sales # SMB sales. /Iniunnsle nukibl, MHOxKecTBeHHBbIe JIIIP, opMain3oBaHHbIE IIPOIECCH! TPEOYIOT CIEIMATU3UPOBAHHBIX

dpeliMBOpPKOB.
2. MEDDPICC — must-have s kpanundukamuu. Bee 8 kpurepues I0KHBL ObITH green, MHaYe CIeJIKa 0] PUCKOM.
3. Challenger > Relationship Builder. B ciioxHbIX Tpo/iakax mo6ekAaloT Te, KTo oOydaeT 1 6pocaeT BbI30B, a HE IPOCTO "IPYKUT .
4. Decision Mapping o6sa3aTesieH. Bl 0/0kHBI 3HaTh Beex JIIIP, MX POJIN U OTHOIIIEHHE K BaM.

5. RFP — 3T0 BOMHA, KOTOPasA HAYMHAETCA 3a 6 MecaAneB A0 nmyGaukauuu. Eciv Bbl He Biusau Ha ¢popmupoBanue RFP, Bamu maHcsl

HU3KHe.
6. MAP — MHCTPYMEHT yIIpPaBJIeHUA JIMHHBIM IUKJIOM. COBMECTHBIH IJIaH ¢ KJIHEHTOM JAUCHUIIMHUAPYET U IePKUT momentum.

. Multi-threading — Bama crpaxoBka. MUHIMYM 3-5 aKTUBHBIX KOHTAKTOB Ha Pa3HBIX YPOBHSX.

~

8. POC — He TeXHHUYECKOE yIIpaskHeHue, a mpojaka. Yerkue success criteria, measurement, BopjieueHe KIHEHTA.

ITomuuTe: B Enterprise mo6exiaer He JIyYIINU IPOAYKT, a JIyYIIMH IPOIecC MPOJAKU. YIPABJIANUTE CAEIKOH, He JKAUTE, UYTO OHA "3aKpOeTCsS

cama".

I'nasa 26. Customer Success U yjiepxkaHue KJINEHTOB

BBeneHue: moueMy yaepKaHue BaKHee MPUBJIeUYeHUA

Korzia koMIaHus JOCTHTaeT ONpe/ie/IeHHOro Maciitaba, MaTeMaTHKa Ou3Heca MeHsAeTCs KapAWHaIbHO. Ec/in Ha paHHUX sTanax Bech Gokyc ObLI HA
TIPUBJIEYEHNH HOBBIX KJIMEHTOB, TO IPU MAcCIITaOUPOBAHUY CTAHOBUTCSA OYEBH/IHO: CTOMMOCTD Y/A€PKAHUA CYIIECTBYIOLIEro KJINEHTa B 5-7

Ppa3 HUKe, Y€M IPUBJIE€YECHHUE HOBOIO.
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Bosee Toro, B SaaS u MOANKCOUHBIX MOJIEJISIX UMEHHO retention ompezessier unit economics u BoamokHoOCTh pocra. Kommnanus c¢ churn rate 5% B

MecdAIl MaTeMaTUYeCKU He MOXKET BbIPDACTHU 10 3SHAYUMOT'O Maciiraba — oHa TepsaeT KJINEHTOB 6I:ICTpee, YeM MOXKET IPUBJIEKAaTh HOBBIX.

Customer Success (CS) — 3T0 He IIPOCTO «IOAAEPXKKA KIHEHTOB». OTO HMPOAKTHBHAA CHCTEMa, Koropasd obecreduBaeT: - JlocTHXKeHHe
KINEHTaMH UX Ou3Hec-Liesiedl depe3 Baml IMpoAyKT - IIpemorBpamenue orroka (churn prevention) - Pacummpenue corpypaudecrBa (expansion

revenue) - IIpeBpalieHue KJIHEHTOB B ajBOKaTOB 6perzia (advocacy)

B sTOM ypoke MBI pa3bepeM, Kak mOCTpoUTh cucreMy Customer Success, koTopast TpaHC(HOPMUPYET IPOAAXKH U3 PA30OBBIX CEJIOK B JOJITOCPOYHbIE

napTHepCTBa.

dunocodpusa Customer Success: OT TPAaH3AKIUH K pe3yIbTaTaM

SBOJI}OIIH}I OTHOIIEHUH C KJIMEHTAMU

TpagunuoHHsbie npoja:ku: - Ookyc Ha 3aKpbITHU c1eIKd - OTBETCTBEHHOCTh 3aKAHUMBAETCS IOCJE IOANMCAHUS KOHTpAKTa - MeTpUKH:

KOJIMYECTBO CHAECJIOK, CpeﬂHI/Iﬁ ek - Kimment — IIOKYIIaTEJIb IIPOAYKTa

Customer Success noaxox: - Poxyc Ha JOCTHKEHUH KIHEHTOM pesysbrara - OTBeTCTBEHHOCTD AyiuTest Becs lifecycle - Merpuku: NRR, LTV,

Health Score, expansion - KiineHT — naptHep ¢ 00IIMMHU HEIAMA

KiroueBoe ormume: B CS Moziesin ycnex KJIHEHTA = ycneX KOMIAaHWM. Eciii KJIHeHT He IoJiydaeT IIeHHOCTH, OH YH/eT, U 9T0 mpobiema

OusHeca, a He KJIMeHTa.

Korzaa ny:xen oraes Customer Success

Bawm Hy:xeH CS, ecsu: - [ToanucouHasi MoJiesb WIIU recurring revenue - Cio:HbIN IPOAYKT ¢ learning curve - Boicokuit LTV (> $10K-$20K B rox)

- Inunnbli nuki okynaemoctu CAC - B2B cermenr c critical use cases

Mo:kHO oGoliTuch 6e3 BbigeaeHHoro CS: - Ilpocroii self-service mpoaykr - Huskuit ARPU (< $500/ron) - B2C macc-mapker - IIpogykT He

TpebyeT BHEIPEHUA

Baxkno: gaxke ecsiu HeT BbIZ[e)IeHHOﬁ KOMaH/IbI CS, (l)yHKIIPHI Customer Success AOJIZKHA CyIIE€CTBOBATHh — 4Y€pE3 IIPOAYKT, aBTOMAaTU3alUuIo,

KOHTEHT WJIH support.

Crpykrypa komaHabl Customer Success

Pouu B CS xomaHge

1. Customer Success Manager (CSM) - OcHoBHast posib B komanzie CS - Yupasisier moprdeseM KaueHToB (00bIYHO 30-100 B 3aBUCHMOCTH OT
ARPU) - IIpoBomut perynsipubie check-ins u QBR (Quarterly Business Reviews) - OrciesxxuBaer Health Score m pucku churn - BeisBisier

BoamorkHOCcTH upsell/cross-sell - CoorHourenue: 1 CSM Ha $500K-$2M ARR (B 3aBUCHMOCTH OT CJIO?KHOCTH)

2. Onboarding Specialist - ®okyc Ha 1iepBbIX 90 AHEN KiauenTa - [IpoBoaut Kickoff Berpeun u training - Hacrpausaer uarerpanuu u first value

delivery - Ilepenaer karenta CSM 1ocJie ycrenrHoro BHeipenust - Kpuruaso: 70% churn pemraercs B iepebie 90 JHEH

3. Customer Success Operations - Asromaruzanus nporeccoB CS - Ilocrpoenue nambopaoB u aHaauTuku - Yupasienue CS tech stack -

Paspa6orka playbooks u best practices

4. Technical Customer Success / Solutions Engineer - /lyis1 TeXHIYeCKH CIOKHBIX IPOAYKTOB - IloMoraer ¢ KaCTOMHBIMU HHTETPAUsAMH -

Peraet apXUTEKTYpHBIE BOIIPOCHI KIMEeHTOB - Moct mexzay CS u product/engineering

5. Customer Success Director/VP - Ctparerus yjepkanust U expansion - Yupasienue merpukamu NRR, churn, LTV - CBsi3b ¢ IPOJYKTOBOI

rkomanzol (product feedback loop) - ITocrpoenne CS mpoIeccoB U KyJIbTypbI

Moaeau cerMmeHTAIIMH KJIHEHTOB B CS

Mogaens 1: Ilo pasdmepy koHTpakra - Enterprise (>$100K ARR): Dedicated CSM, exenenenpuble touchpoints - Mid-Market

($20K-$100K): Pooled CSM, exxemecsiunble check-ins - SMB (<$20K): Tech-touch (aBromarusaunus + email), kBaprasbHble webinars
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Mogeus 2: ITo Health Score - Red accounts: MakcumanbHOe BHUMaHUE, exKeHezle/ibHble 3BOHKH - Yellow accounts: ITpoakruBHble check-

ins, momnosiHUTENIBHBIE Pecypchl - Green accounts: CraniaprHas cadence, Ghokyc Ha expansion

Mogeus 3: ITo lifecycle stage - Onboarding (0-90 gHeii): Intensive touch, 6sicTpbIil time-to-value - Adoption (3-12 mecsaneB): Feature
adoption, best practices - Growth (12+ mecaneB): Expansion conversations, strategic planning - Renewal (3a 90 gHeii g0 renewal): ROI

review, contract negotiations

KmroueBbie meTpuku Customer Success

1. Net Revenue Retention (NRR)
dopmya:
NRR = (Starting ARR + Expansion - Churn - Contraction) / Starting ARR x 100%

IIpumep: - Hauaso roga: $1M ARR ot 100 kineHToB - Expansion (upsells): +$300K - Churn (yuuiu kiavenTsi): -$150K - Contraction (downgrade):
-$50K - NRR = ($1M + $300K - $150K - $50K) / $1M = 110%

Benumapku: - World-class: NRR > 120% - Excellent: NRR 110-120% - Good: NRR 100-110% - Warning zone: NRR < 100%

ITouemy NRR kpurnuen: Komnanus ¢ NRR 120% MoskeT pactu 6e3 IpuBJIedeHHs] HOBBIX KJIMEHTOB — TOJIBKO 3@ CUEeT expansion existing base.

2. Churn Rate (Logo Churn vs Revenue Churn)

Logo Churn:

Logo Churn = (KommuectBo ymegmmx kiaueHtoB / OOljee KOMMYECTBO Ha Hauyano mnepuosja) X 100%

Revenue Churn:

Revenue Churn = ([lorepsHublit ARR / Total ARR Ha Hauano nepuoja) X 100%

BazkHoe paszimaue: Mo>XHO UMETh BbICOKHIA 10go churn (MHOrO MaJIeHbKUX KJIMEHTOB YXOJIUT), HO HU3KHUI revenue churn (KpymHble 0CTalOTCs).

Benumapku (Mmecsunsbie): - SaaS SMB: 3-7% logo churn acceptable - SaaS Mid-Market: 1-2% logo churn - Enterprise SaaS: <1% logo

churn - Revenue churn: Crpemutsest K <2% B MecsI|

3. Customer Health Score

Komnonentsi Health Score:

Product Usage (40% Beca): - Frequency of logins - Feature adoption depth - DAU/MAU ratio s kito4eBbix GyHKuii - Time spent in product
Engagement (30%): - Attendance Ha training/webinars - OTBersl Ha emails - Participation B community - NPS/CSAT scores

Business Outcomes (20%): - [loctuxkenue stated goals - ROI merpuku - Expansion conversations

Relationship (10%): - Executive sponsorship - Number of advocates B akkayHre - Support ticket sentiment

IIpumep ckopuHra: - 90-100 (Green): Highly engaged, expanding, advocates - 70-89 (Yellow): Stable but risk areas exist - 50-69 (Orange):

Significant risk, immediate action needed - <50 (Red): Critical risk, escalate to leadership

4. Time to First Value (TTFV)
CKOJIPKO BpeMeHU IIPOXO/IUT OT IOIINCAHNA KOHTPAKTA /[0 TOTO MOMEHTA, KOI/Ia KJIMEHT [I0JIyJaeT MePpBYI0 H3MEPHMYIO IIEHHOCTh?

IIpumepsr: - CRM cucrema: IlepBas 3akpbiTas cieika depe3 cucremy - Marketing automation: Ilepsasi oTmpaBjieHHas KaMIaHUSA C

OTKPBIBaEMOCTHIO >20% - Analytics platform: IlepBsiii nHcaT, KOTOPHII IPUBET K OU3HEC-PELIEHHUIO
ITouemy BaxHO: Kinentsi, koTopbie 6icTpee focrurator first value, umeror Ha 30-50% MeHbIIe BEPOSITHOCTD churn.

Onrumusamua TTFV: - Yopocrurs onboarding checklist - ITpensanosHuTh JaHHBIE IZie BO3MOXKHO - Provide templates u best practices -

Automated setup wizards

5. Expansion Revenue Rate

Kaxoii IpOIeHT CyIeCTBYIONIX KINEHTOB yBenauBaer spending?
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Expansion Rate = (Expansion ARR B mepuoj / Total ARR Ha Hayano) X 100%

JpaiiBepsl expansion: - Upsell (mepexoz ua higher tier) - Cross-sell (qomosinurenpubie npoaykTsi) - Usage-based pricing growth - Seat expansion

(6osbIIIE ITOIB30BATENIEH)

JIyumme npakTuku: Kommaann ¢ cuiibHbIM CS HMeoT 20-30% KJIMEHTOB € eXpansion Kask/ (bl ro/.

ITocrpoenune Customer Success mponeccos

Customer Journey Map B CS

Stage 1: Handoff from Sales (Day 0-7) - Sales nepeznaer xonrtekcr: goals, pain points, decision makers - CSM otmpasiisier welcome email ¢
mwianom onboarding - Kickoff call nasnauaercst B Teuenue 3 jHeil - Buyrpennuii handoff moxymenrt: business objectives, technical

requirements, red flags

Stage 2: Onboarding (Day 7-90) - Week 1: Initial setup, integrations, training - Week 2-4: First use cases, early wins - Day 30 check-in:

Progress review, adjust plan - Day 60: Feature adoption expansion - Day 90: Success milestone review, transition to CSM

Stage 3: Adoption (Month 3-12) - Monthly check-ins: Usage review, roadblocks - Quarterly Business Reviews (QBRs): ROI, strategic
alignment - Feature adoption campaigns: Targeted education on underused features - Community engagement: Invites to webinars, user

groups

Stage 4: Growth & Expansion (Month 12+) - Annual strategic planning: Multi-year vision - Expansion conversations: Natural based

on needs - Executive engagement: C-level relationships - Advocacy programs: Case studies, references, testimonials

Stage 5: Renewal (90 days before) - ROI documentation: Quantified value delivered - Renewal discussions: Early and transparent -

Contract negotiations: Win-win terms - Commitment to future: Roadmap alignment

Quarterly Business Review (QBR) Framework

QBR — 3710 He sales pitch. 9o crparernueckas ceccus /I review mporpecca 1 IVIAaHIPOBAHUA CJIe/yIOINEro KBapTaa.

Crpykrypa 3 dexruBaoro QBR (60 mun):

1. Recap & Wins (10 muH) - UTo IIaHUPOBAIX ZOCTUYD B IPOLILIOM KBapTase - Kakue mesnu 2ocTuruyTs! - Vismepumsie pedyssratst (KPIs, ROI)

2. Product Usage Deep Dive (15 mun) - Dashboard ¢ ux merpukamu usage - CpaBuenue c industry benchmarks - Hencnonsayemsie features,

KOTODbIE MOTYT IIOMOYb
3. Challenges & Roadblocks (15 muH) - Uto Menraet goctuys 6osibiiero - Feedback zyist product team - Action items jy1st perienust

4. Strategic Planning (15 mun) - Goals Ha ciemyomuii kBapraa - Kak mpoaykT momoraeT mocTudb business objectives - New features Ha

roadmap, pesieBaHTHBIE JIJISl HUX
5. Next Steps & Action Items (5 muH) - Yerkue deliverables ot o6eux cropos - Timeline u ownership - /lata cienyromero QBR

JIyamme npaktukn QBR: - Ornpasuth pre-read 3a Hezmeno (1anuble, moBectka) - Invite stakeholders 3apanee (e Tosbko daily users) - Record

meeting /151 Te€X, KTO He cMor npwuiitu - Follow-up ¢ summary u action items B TeueHue 24 yacos

Proactive Churn Prevention
Early Warning System:

Red flags B usage: - Cumwkenue logins Ha 30%+ 3a Mecsr - Kitouesle features He HCIOJIB3YIOTCA - YMeHbIIEHHE KOJIMYECTBA active users -

Support tickets ¢ HeraTuBHBIM sentiment

Red flags B engagement: - Champion nokuHys komnauuio - He orBevaroT Ha emails/calls - IIpomyckator scheduled meetings - Negative NPS

score

Red flags B 6u3Hece: - KoMnaHus KiIneHTa IPOXOAUT PeOPraHU3aIMIO - BiomKkeTHbIe cuts B HHAYCTpUU - KOHKYpeHT akTHBHO targeting ux -

Renewal date uepes <9o zHel, HO Het discussions
Playbook ans at-risk akkayHToB:

Step 1: Escalation (Day 1) - CSM escalates to CS Manager - Account tagged as "at-risk" 8 CRM - Executive sponsor notified
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Step 2: Root Cause Analysis (Day 1-3) - Review full history: calls, emails, usage - Identify specific issue (product, service, expectations

mismatch) - Gather intel from support, sales, product

Step 3: Intervention Plan (Day 3-7) - Customize approach based on issue - Executive call eciii needed - Offer additional resources (training,

consulting) - Product team involvement zis feature requests

Step 4: Intensive Recovery (Week 2-8) - Weekly check-ins Bmecro mecsunbix - Dedicated support channel - Success milestones tracking -

Celebrate small wins

Step 5: Stabilization (Week 8-12) - Return to healthy metrics - Transition back to normal cadence - Document lessons learned - Update

playbook

TexHoJsoruu u nHCTpyYMeHTHI Customer Success

Customer Success Platforms

1. Gainsight - Best for: Enterprise CS teams - Boamo:xnocru: Health scoring, playbooks, journey orchestration, CS analytics - aTerpamum:

Salesforce, Slack, Zendesk, product analytics tools - ITena: ~$50K-$200K/year depending on scale

2. ChurnZero - Best for: Mid-market SaaS - BoamoxkHocTn: Real-time alerts, in-app communications, NPS surveys, segmentation - CHIbHbI€

cropousrt: Ease of use, fast time-to-value - Ilena: $25K-$75K/year

3. Totango - Best for: Product-led growth companies - Boamoaskuocru: SuccessBLOCs (pre-built templates), customer health, campaigns -

YuukaapHo: No-code workflow builder - Ilena: $20K-$100K/year

4. HubSpot Service Hub - Best for: Companies already on HubSpot - Boamoaxknocru: Ticketing, knowledge base, customer feedback, basic

health scoring - ILtrocsr: Unified platform c sales & marketing - Ilena: $450-$1,200/month

Product Analytics gia CS

1. Mixpanel / Amplitude - Track feature adoption - Cohort analysis (kakue cohorts retain syumie) - Funnel analysis (where users drop off) -

Behavioral segmentation
2. Pendo - In-app guidance u walkthroughs - Feature usage analytics - NPS surveys in-product - Product roadmap voting

3. Heap - Automatic event tracking (no code required) - Retroactive analysis - User session replays

Communication & Automation
1. Intercom / Drift - In-app messaging - Automated campaigns based on behavior - Knowledge base integration - Chatbots s scale
2, Calendly - Simplified meeting scheduling - Routing rules (right CSM s right customer) - Integration ¢ CS platform

3. Loom / Vidyard - Personalized video messages - Product walkthroughs at scale - Async communication

CS Tech Stack Example (Mid-Market Company)

Layer 1l: Data & CRM
l—— Salesforce (CRM, single source of truth)
'— Segment (customer data platform)

L pata warehouse (Snowflake/BigQuery)

Layer 2: CS Platform
I— Gainsight / ChurnZero (health scoring, playbooks)

L pendo (product analytics, in-app guidance)
Layer 3: Communication

I— Intercom (in-app messaging)

I— Zendesk (support tickets)

L silack (internal collaboration)

Layer 4: Engagement
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I— Email automation (HubSpot/Marketo)
I— Webinar platform (Zoom/Webex)

[ Community (Discourse/Circle)

Layer 5: Analytics
I— Looker/Tableau (dashboards)

L custom SQL analysis

MacmrabupoBanue Customer Success

Ot High-Touch k Tech-Touch
ITo Mepe pocTa KIMEHTCKOU 6a3bl HEBO3MOXKHO aBath Kaxomy kinenty dedicated CSM. HyxxHo stratify approach:

High-Touch (CSM 1:30-50 accounts) - Enterprise xinents! ($100K+ ARR) - Strategic accounts - At-risk large customers - Weekly/bi-weekly

calls, QBRs, executive engagement

Low-Touch (CSM 1:100-200 accounts) - Mid-market ($10K-$100K ARR) - Monthly check-ins - Quarterly webinars Bmecto individual QBRs -

Automated health monitoring

Tech-Touch (CSM 1:1000+ accounts) - SMB (<$10K ARR) - ITosHocTbIo automated campaigns - Self-service resources - Human touch Tospko

pu escalation

Digital CS Tactics: - Automated email campaigns: Onboarding sequences, feature adoption, renewal reminders - Webinars & group
training: Macmra6bupyemoe education - Knowledge base: Self-service documentation - In-app guides: Contextual help where users need it -

Community forums: Peer-to-peer support

Building a Customer-Centric Culture
Customer Success — 3T0 He TOJIBKO (PyHKIMsE OAHOTO oTzIeNa, 510 philosophy Bceit kommanum.
Kax BHeaputsb CS KyJabTypy:

1. Shared metrics across teams - NRR ssisercsa OKR 1 Beelt komnanuy, He Tosbko CS - Product team usmepsiercs feature adoption - Support

team — CSAT wu resolution time Biusitor Ha retention

2. Customer feedback loops - Weekly feedback sync: CS — Product — Engineering - Customer Advisory Board ¢ key accounts - Voice of

Customer nporpamMmsl

3. Customer-first decision making - "Will this improve customer outcomes?" xax filter s pemenuii - Post-mortems nocste churn: uro moriau

crenath uHaue? - Celebrate customer wins publicly (ae Tospk0 new deals)

4. Cross-functional collaboration - Sales-to-CS handoffs standardized - Product launches Bxmouator CS training - Marketing cosmaer KoHTeHT

Jutst CS ucnosib30BaHUs

IIpeBpamenue kineHToB B advocates

IIporpamma agBokaroB (Customer Advocacy)

Advocacy Ladder:

Level 1: Satisfied Users - [locruriu success ¢ mpoaykrom - Willing to respond to ad-hoc requests - AkruBamusi: NPS 9-10, high health score
Level 2: References - ['otoss! talk to prospects - Phone references 15 sales - TpeGoBanue: ROI documented, executive buy-in

Level 3: Case Studies - Public success story - Quantified business impact - Tpe6oBanue: Legal approval, willingness to be named

Level 4: Speakers & Co-Marketing - Conference speakers - Joint webinars - Co-branded content - TpeGoBanmue: Deep partnership, long-term

relationship

Level 5: Strategic Advisors - Product advisory board - Early access k features - Input Ha roadmap - TpeGoBanue: Enterprise scale, industry

thought leaders
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Incentivizing Advocacy

Non-monetary incentives (often more effective): - Recognition (awards, spotlight in newsletter) - Exclusive access (early features, executive
dinners) - Networking opportunities (peer connections) - Thought leadership platform (co-authored content) - Career development (speaking

opportunities)

Monetary incentives: - Referral bonuses (credits, discounts) - Partner programs c¢ revenue share - Advisory board compensation (for time

commitment)

Key principle: Advocacy nomxua 661Th earned through value delivered, ze bought.

IIpaxkTnueckue keiicbl Customer Success

Keiic 1: Camaxenue churn ¢ 8% mo 2% B SaaS komnmanumu

Curyanus: - B2B SaaS, marketing automation - 8% monthly churn (karacrpoduuecku Boicokuit) - Cabpiit onboarding, KJIMeHThl He TIOHMMAIA

TIPOZIYKT

Pemenmne: 1. Revamped onboarding (Day 0-30): - Onboarding specialist hired - First campaign 3amyckaercst Ha Day 3 (#e Day 30) - Dedicated

Slack channel s1y1s1 new customers

1. Proactive health monitoring:
2. Health score nocrpoen (usage + engagement)

3. At-risk accounts nostyganu immediate attention

4. Weekly CS team meeting mis1 review red accounts

5. Value demonstration:

6. Monthly automated reports: «You sent 15K emails, achieved 23% open rate (industry avg: 18%)»
7. Quarterly ROI reviews s accounts >$20K

8. Community building:

9. Monthly webinars c best practices
10. Customer Slack community 7151 peer learning

11. Annual user conference

Pesyasbrartsl (12 mecanes): - Churn: 8% — 2.5% - NRR: 95% — 108% - CSAT: 6.5/10 — 8.7/10 - Time to first value: 45 nueit — 12 gHei

Keiic 2: Scaling CS B hypergrowth startup
Curyanusn: - Kirenrckast 6a3a BpIpocya ¢ 200 70 2000 accounts 3a rof - 3 CSMs He cripaiisiiuck, burnout - Muaoro SMB clients ¢ low ARPU

Pemenue: 1. Segmentation strategy: - Enterprise (>$50K): Dedicated CSM - Mid-market ($10-50K): Pooled CSM - SMB (<$10K): Tech-touch
only

Tech-touch automation:

=

2. Intercom campaigns st SMB onboarding

50 automated email sequences

w

Self-service knowledge base ¢ 200+ articles

»

5. Pendo in-app guides s feature adoption
6. Hiring & structure:

Hired 6 more CSMs + 1 CS Ops

® 3

CS Ops built dashboards, playbooks, reporting
9. Specialized roles: 2 onboarding specialists
10. Efficiency uepes npoieccsi:

11. Standardized QBR deck template

12. Playbooks a1 common scenarios (at-risk, expansion, renewal)
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13. Recorded training Bmecto live z1s1 every customer

Pesyaprarsl: - Scaled ¢ 3 CSMs to 9 CSMs (3x team, 10x customers) - CS cost per customer: down 60% - NRR maintained Ha 110%+ despite

hypergrowth - CSM satisfaction improved (clear processes, manageable load)

3axsaoueHue: Customer Success Kak KOHKypEHTHOE IIPeuMyleCTBO

B smoxy, Korza IpOJYKTBI CTAHOBATCA Bcé Goslee moxoxkumu, a switching costs cHmkatores, kadecrBo Customer Success cCTaHOBHTCH

riIaBHBIM AuddepeHInaTopom.

Kommnanuu, KoTopble HHBeCTHPYIOT B CS, mosy4aioT: - 9koHOMHKY: NRR >100% o3Hauaer compound growth 6e3 new customer acquisition -
Crpareruso: Expansion revenue ¢ MensuruM risk, uem new sales - 3amury: JI0BoJIbHbIE KJIMEHTHI He HINYT AIbTePHATUBbI JA)Ke €CTH KOHKYPEHThI

nemressie - Advocacy: JIyqinnii HCTOYHHK HOBBIX KIMEHTOB — recommendations oT cyIiecTByOIIx

KirroueBble nmpuHImnsl muposoro yposHs CS: 1. Proactive, not reactive — mnpeznorspaiars HpobsieMbl, He TyWIUTh I10xkapbl 2. Outcome-
focused — usmepsTH yenex KineHTa, He activity Merpuku 3. Data-driven — health scores, usage analytics, predictive churn models 4. Scalable —

kombuHanus high-touch s key accounts u tech-touch st mass market 5. Customer-first culture — CS thinking npoHussiBaer BCro KOMIIAHHIO

B CaeAyrleM ypoke MbI IIOTPYy3UMCAd B TeEMy, KOTOpad TpaHC(bOpMI/IpyeT IIpoJgaku B Gukaiinme TO/Zibl — aBTOMAaTHU3aIuA U AlB nmpoagakax.

Brl y3HaeTe, Kak TEXHOJIOTUH MEHSIOT paboTy sales teams 1 Kak 0CTaBaThCsI KOHKYPEHTOCIIOCOOHBIM B 310Xy Al

I'masa 27. ABromaTusanusa u Al B mpoagaskax

BBenenue: peposionua Al B mnpoaa;kax

MBI HaxoAHMCA Ha IIOpOTe CaMOU 3HAYUTEJbHOH TpaHchOpMAaIMU Npojak co BpeMeH mu3o0pereHmsa CRM. VCKycCTBEHHBIH WHTEJJIEKT H

aBToOMaTU3anuA MEHSAIOT He TOJIBKO TO, KaK MbI IIPOJa€M, HO U KTO IIPOJAET, U ITO BOO6HIB 03HauaeT ObITh IIpoagaBIoOM.

Ilo mamsbiM Gartner, k 2027 roay 75% B2B sales interactions Gyayr mpoxoauth uepe3 Al-powered xaHaJbl BMECTO TPaJUIMOHHBIX sales calls.
McKinsey orienuBaet, uto Al MOKeT aBTOMATU3UPOBATH 10 40% BPEMEHH, KOTOpoe sales teams TpaTsT Ha PYyTUHHBIE 33/[aUH, BBICBOOOMK/IAS UX [T

strategic activities.

Ho Bot utO BakHO nmoHuMath: Al He 3amMeHsAeT IIpoaaBIOB, Al ycuauBaerT JydIInuX IIPpOoAaBIOB U JA€JIaeT UX CBerB(l)(l)eKTI/IBHI)IMI/l.
KOMHaHI/IPI, KOTOpbI€ IIPABUJIBHO BHEAPAIOT Al B sales IIpOuecChl, BUAAT: - YBenuueHue IIPOU3BOAUTEIBHOCTU sales reps Ha 30-50% - Poct

conversion rates Ha 20-35% - Cokparenue Bpemenu Ha administrative tasks Ha 40-60% - Yayuienue forecast accuracy ¢ 60-70% 10 85-95%

B srom ypoke MBI pasbepeM, kakue Al TeXHOJIOrHU TPaHCHOPMHUPYIOT HPOAAXKU IPAMO ceiuac, KaK UX BHEAPATb U — CaMoOe Ba)KHOe — Kak

0CTaBaThCsl KOHKYPEHTOCIIOCOOHBIM B 910Xy, Korza Al cranosures table stakes.

Jlargmiadr Al B mpogakax: OT aBTOMaTHU3aIUU K HHTE/JIEKTY

TpH BOJIHBI aBTOMAaTHU3AllUU NIPOJAK

BousHa 1: ABromMaTusanusa pyruHsl (2010-2020) - Yro: CRM automation, email sequences, calendar scheduling - Unerpymenrsr: Salesforce

workflows, HubSpot sequences, Calendly - ¢ ¢ext: Elimination manual data entry, basic follow-ups - Orpaanaenue: Rules-based, ne adaptive

Boana 2: Predictive analytics (2018-2024) - Yro: Lead scoring, churn prediction, sales forecasting - Uucrpymentsr: Clari, Gong,

InsightSquared - dddext: Data-driven prioritization, pattern recognition - OrpaHu4eHue: AHAJIN3 IPOIILJIOTO, HO He TeHepaIis HOBOTO

BouHa 3: Generative Al (2023-present) - Uro: Content generation, conversation intelligence, autonomous agents - Hacrpymenrsr: GPT-4,
Claude, sales-specific Al assistants - dd¢exr: Creation HOBOro Kourenra, real-time coaching, strategy recommendations - IToTeHmumas:

Fundamentally mensier sales workflows

Ceiluac MbI HaXOAMMCSl Ha CTBIKE BTOPOM W Tperbeil BoiH. Kommanuu, kortopble komOuuupyiooT predictive u generative Al, mosydaror

MaKCHUMaJIbHbBIN 9 deKT.
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Kareropuu Al MHCTPYMEHTOB /I IIPOJAMK

1. Conversation Intelligence - Ananu3 sales calls B peapHoM BpemeHnu - Identification best practices u red flags - Automated CRM updates u3

pasroeopos - Ilpumepsr: Gong, Chorus.ai, Fireflies

2. Sales Engagement Platforms - Multi-channel outreach automation - Personalization at scale - A/B testing u optimization - IIpumepbI:
Outreach, Salesloft, Apollo

3. Lead Intelligence & Enrichment - Automated data enrichment - Ideal Customer Profile (ICP) matching - Intent signals detection -

IIpumepsr: ZoomlInfo, 6sense, Cognism

4. Sales Forecasting & Analytics - Al-powered pipeline analysis - Revenue forecasting - Deal risk assessment - IIpumepsr: Clari, Aviso,

People.ai

5. Content Generation & Personalization - Automated email writing - Proposal generation - Sales collateral customization - IIpuMepsI:

Copy.ai, Jasper, ChatGPT

6. Virtual Sales Assistants - Meeting preparation - Real-time call coaching - Post-call follow-up automation - IIpumepsr: Drift, Conversica,

Revenue.ai

Conversation Intelligence: anaaus ka;kaoro pasropopa

Yro takoe Conversation Intelligence

Conversation Intelligence miardopmbl 3alUCHIBAIOT, TPAHCKPUOUPYIOT U aHATM3UPYIOT Kax/blii sales call, u3Biekass HHCAUTHI, KOTOPBIE PaHbIIIE

GBI HEZIOCTYITHBL.
KiioueBble BO3MOKHOCTH:

1. Real-time transcription - ABTomMaTHYeckas TPAaHCKPUIIUSA 3BOHKOB UM BHJeoBCTped - Speaker identification (kTo uto ckazan) - Searchable

archive Bcex pazaroBopos

2, Talk-to-listen ratio analysis - Ckosibko roBopuT rep vs prospect - JIydriue reps 06bIYHO TOBOPAT 40-45%, CIIYIIAIOT 55-60% - Real-time alerts

ecsu rep talking too much

3. Competitor mentions tracking - Asromarnyeckoe oOHapy:KeHHe yHOMHMHAHHMU KOHKypeHTOB - Aggregated intel o ToMm, xax prospects

cpaBHHUBaIT Bac - Battle cards updating Ha ocHoBe real conversations

4. Question analysis - Cxosibko BompocoB 3azaet rep - Kakue tumst Boripocos (open-ended vs closed) - Best performers 3agaior 8-12 Borpocos 3a

30-MHHYTHBIH call

5. Moment detection - Identification xroueBbIX MOMeHTOB: objections, buying signals, pricing discussions - Automated clips s training -

Coaching opportunities highlighting

6. CRM auto-update - ABTomarnueckoe o6HoBIeHHe 1osieii CRM u3 pasroBopos - Next steps extraction - Meeting notes generation

Keiic: Gong B AeiicTBHH
Kommnauusa: Mid-market SaaS, $50M ARR, 50 sales reps

IIpo6aema: - Inconsistent sales performance (top rep 3axpsiBaer 5x Gosblie 4eM bottom rep) - MeHemkeps! GU3UIECKH HE MOTYT CJIyLIATh BCe

3BOHKH - HemnonsaTHO, uTO fe1atoT best performers mo-apyromy
Bueapenue Gong:
Mecsiy 1-2: Setup and data collection - IuTerparnus ¢ Zoom, Salesforce, calendar - 3anuch Beex sales calls - Initial team training

Mecsan 3-6: Analysis and insights - Oouapy:xuau: Top performers 3agaor Ha 40% 6Gosbie discovery BormpocoB - OGHapy:kuau: Best reps

ormpasssaioT follow-up B Teuenue 2 yacos (vs 24 yaca y ocranpubix) - OGHapykusm: Deals ¢ 4+ stakeholders na calls mmeror 3x higher close rate

Mecsny 6-12: Playbook implementation - Cosznanu call structure template Ha ocHoBe best practices - Weekly coaching sessions ¢ Gong clips - Real-

time alerts /11 managers o at-risk deals

PesyasbraThl (12 MmecaueB): - Average rep productivity up 35% - Win rate increase ¢ 22% 10 31% - Sales cycle cokpaiien ¢ 87 10 65 aHeu -

Forecast accuracy up ¢ 65% 10 89%
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KaroueBoii macaiT: Cambrid 6osbimoi addexr 6611 He oT Al analysis, a or Toro, uro best practices cranu visible u replicable s Bceit

KOMaH/bI.

Predictive Al: OT peaKTHBHOCTH K IPOAKTUBHOCTH

Lead Scoring ¢ MalmmHHBIM 00yYE€eHUEM

Tpaaunuonnsiii lead scoring 6wi1 rules-based: "+10 points eciu title = VP, +5 ecoin company size > 500". IIpo6ieMa B TOM, 9TO 3TH [IpaBUJIa

GBICTPO YCTAPEBAIOT U He YUUTHIBAIOT CJIOKHbIE ATTEPHBI.
ML-based lead scoring:

OGyuenue moaenu: - AHanus Toicsa past leads (3akpbutnch vs He 3akpbuarch) - Identification coren variables (firmographics, technographics,

behavioral) - Pattern recognition, KOTOPBIil UeI0BeK He YBUAUT

Variables, koropsie yunthiBaroTes: - Firmographics: industry, size, revenue, location - Technographics: tech stack, recent software adoptions -
Behavioral: website visits, content downloads, email engagement - Intent signals: Google searches, review site visits - Social signals: LinkedIn

activity, job postings - Temporal patterns: time of year, quarter, fiscal calendar
Outcome: Lead score 0-100, KOTOPbIii IIOCTOSHHO OOHOBJISIETCS] HA OCHOBE HOBBIX JIAHHBIX.

IIpumep pesyabraroB: - Company 6e3 ML lead scoring: SDR Tpatut paBHOe Bpems Ha Bce leads - Company ¢ ML lead scoring: SDR

doxycupyercst Ha top 20% leads ¢ 85%+ score - Pesysprar: Konudecrso qualified meetings up 2.5x mpu Tom ke headcount

Churn Prediction gjia Account Management
ML Mo/ie/ii MOTYT TIpe/IcKasaTh, KaKMe KIMEeHThI B pucke churn 3a 60-90 jHeit 10 renewal date.

Signals s churn prediction: - Product usage: Declining logins, feature adoption drop - Support tickets: Increase in tickets, negative
sentiment - Engagement: Not responding to emails, missed meetings - Business context: Company layoffs, budget cuts, competitor activity -

Relationship: Champion left company, executive turnover
Model output: - Churn probability: 0-100% - Top 3 risk factors - Recommended actions

Action triggers: - Churn probability >60%: Executive escalation - Churn probability 40-60%: CSM intervention, additional resources - Churn

probability 20-40%: Proactive check-in

ROI calculation: ITpeamnosoxkum, Baa Mojesb npezickasbiaer churn ¢ 80% accuracy 3a 60 aHei 10 renewal. - Be3 mozenu: Bol y3Haere o
npobyieme 3a 2 Hezenu 0 renewal, Korja yxke mos3zaHo - C Mozenpo: Y Bac ecth 60 aHel yist intervention - Eci BbI Moskere criactu 30% at-risk

accounts GJiaroziaps paHHeMy npezynpeskaenuto - U cpequuii LTV kinenta = $50K - To Ha 100 at-risk clients Be1 coxpansiere $1.5M revenue

Sales Forecasting ¢ AI

TpagunuonHbli sales forecasting — aTo pain point mia 90% VP Sales. Reps overestimate ux pipeline, managers apply arbitrary "haircuts", u B

pesysbTare accuracy 60-70% B JIyqIeM CIydae.

Al forecasting anasmsupyert: - Historical deal progression: Kax deals ¢ moxoxumu characteristics sakpsiBanucs B npomiom - CRM
activity patterns: Emails, calls, meetings B mocnennue 30 aueii - Conversation intelligence: Sentiment, stakeholder engagement - External

signals: Budget cycles, industry trends - Rep-specific patterns: HackopKo 3TOT KOHKPETHBIU rep 00bIUHO overestimates
Pesyabrar: - Deal-level probability (Gosiee Tounas uem rep intuition) - Confidence intervals (forecast range) - Risk factors highlighting

IIpumep: - Deal A: Rep says 70% probability, Al says 35% because key stakeholder hasn't been engaged in 3 weeks - Deal B: Rep says 50%

probability, Al says 75% because all historical patterns match closed-won deals

Kommnanuu c Al forecasting: - Forecast accuracy 85-95% (vs 60-70% 6e3 Al) - MeHbliie surprises B KOHIle KBapTasa - Jlydiiee resource planning

- Bosiee uectHbIe conversations MEXy reps 1 managers

Generative Al: co3maHne KOHTEHTA Y IEPCOHATU3AIHS
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Email personalization at scale

Panbie y Bac O6bUT BBIGOD: MO0 IepCOHATM3UPOBaHHbIE emails (MemeHHO, He MacuiTabupyercs), Jnbo generic blasts (6pICTPO, HO HUBKHIA

response rate).
Generative Al faeT TpeTHil IyTh: HEPCOHATHUIAIUA HA MAcIITa0e.
Kaxk sT0 paGoraer:

Input ganusbIe: - Prospect information: name, title, company - Company research: recent news, funding, tech stack - Pain points: Industry-specific

challenges - Template: Bam 6a30Bb1if message structure

Al generation: - Opening hook nepconanusupoBas 1oz recent company news - Value prop tailored k industry - Case study pesieBaHTHBII /17151

company size - Call-to-action aligned ¢ buyer journey stage
IIpumep:
Generic email (old way):

Hi John,

I wanted to reach out about our sales automation platform.

We help companies increase productivity by 30%.

Would you be open to a quick call?

Best,

Sarah
Al-personalized email:

Hi John,

Congrats on TechCorp's Series B announcement last week —

scaling to 50+ sales reps by Q4 is ambitious!

Having worked with similar hypergrowth companies like DataInc
and CloudStart, I've seen how challenging it is to maintain

consistent sales execution when doubling headcount in 6 months.

Our platform helped DataInc onboard 40 new reps in 90 days
while keeping their average ramp time at 45 days (vs industry

avg of 3-4 months).

Would it make sense to explore how we could help TechCorp

maintain sales velocity during your expansion?

Best,

Sarah

Pesyabrart: - Response rate: 3% (generic) vs 18% (Al-personalized) - Meeting booking rate: 12% (generic) vs 34% (Al-personalized) - Time per

email: 15 munyT (manual) vs 2 munyTsI (Al-assisted)

Proposal and contract generation

Cosnanue proposals — ato time sink. TunnuHslii sales rep TpaTur 10-15 4acoB B He/IEJIO Ha customizing proposals 1 KOHTPAKTBHI.
Al proposal generation:

Input: - Discovery call notes - Prospect requirements - Pricing configuration - Company info

Output: - Executive summary tailored k ux goals - Solution description addressing specific needs - ROI calculation ¢ ux data - Implementation

timeline - Pricing u terms
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Pesyabrart: - Time to create proposal: 6 yacoB — 45 MmuHyT - Consistency across team (no more reps forgetting key points) - Professional quality

JIJ1s1 every prospect

Real-time meeting assistance

IIpexncraBbre: Bl Ha sales call, u Al assistant B peasibHOM BpeMeHHM IOZCKas3biBaer BaM: - "Prospect ynomsnysn budget concerns — moxasku ROI

KasibKyssTop" - "Xopouvii MOMeHT 3a/1aTh Borpoc o decision timeline" - "Onu yrioMstHy 1M KOHKypeHTa X — BOT battle card”
ITO yKe peaslbHOCTb.

Al meeting assistants (kak Revenue.ai, Grain): - Real-time transcription - Contextual suggestions Ha ocxHoBe conversation flow - Automated

note-taking - Post-meeting summary u action items - CRM auto-update

Addext: - Rep moxker GoKycupoBaThcsi Ha conversation, He Ha note-taking - Hukorpa He mpomycrure important detail - Perfect handoffs

cienytomum stakeholders - Manager visibility 6e3 mpucyrerBus Ha kaxzgoMm call

Sales Development Representative (SDR) automation

Autonomous SDR agents
Cawmas peBosioruoHHasi — u controversial — o6siacts Al B mpojakax: autonomous sales agents.

Yro Takoe autonomous SDR: - Al agent, koropsiii paGoraer 24/7 - Researches prospects - ITumier nepcoHasm3upoBanubie emails - OTBevaer Ha

initial replies - Books meetings siyist human AEs - Learns from feedback u improves
Tekymue BO3MOKHOCTH:

Tier 1: Email outreach (95% aBromarusamusa) - Al moxer noyiHOCThI0 Bectr cold email campaigns - Personalization Ha ocHoBe research -

Follow-up sequences - Response handling aist simple questions

Tier 2: LinkedIn automation (80% aBromarusamus) - Connection requests - Personalized messages - Engagement with content - BaxHo:

Hy>kHo 651Th ocToposkHBIM ¢ LinkedIn ToS

Tier 3: Phone calls (40% aBromaruszanmus moka) - Al voice agents jyis initial outreach (moxa po6ororasie) - Call transcription u analysis

(100%) - Human takeover sy1st complex conversations

IIpumepsl margopm: - Conversica: Al SDR 11 email u text conversations - Exceed.ai: Conversational Al s lead qualification - Jason AI

(by Reply.io): End-to-end outbound automation - 11x.ai: Autonomous digital workers mist SDR functions

PeasibHOCTH VS Xal: 4YTo paGoraer ceiuac

Yr1o paGoTaeT XOpouIo: - Automated lead enrichment u research - Email personalization u initial outreach - Follow-up sequences Ha

6a3oBble responses - 4 Meeting scheduling - ¥4 Data entry u CRM hygiene

Yro noka Tpedyer human touch: - 1. Complex objection handling - *. Multi-stakeholder politics navigation - /. Building deep relationships -

1. Strategic account planning - /. Negotiation Ha BbICOKOM ypOBHE

IpakTnueckuii moaxoxn: Jlyumme kommnanuu ucrnosib3yior hybrid model: Al s scale u automation pyrunst, humans st relationship building

u complex problem solving.

Buenapenue Al B sales mporiecchbl: mpakTuueckuii roadmap

Phase 1: Foundation (MecsausI 1-3)
IMenan: ITonroroBuTh HHPPACTPYKTYPY

IIar 1: Data hygiene - Clean up CRM data (xy6sukatsl, missing fields, inconsistent formats) - Standardize processes ana data entry - Establish

data governance
Tlouemy KPpUTHYHO: Al XOpOIII HACTOJILKO, HACKOJIBKO XOpoInu JanHble. Garbage in, garbage out.

IIar 2: Process documentation - Document tekyue sales playbooks - Map customer journey - Identify bottlenecks u time sinks
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IIIar 3: Team readiness - Survey team o pain points - Identify champions g pilot program - Set expectations o Al augmenting, not replacing

Phase 2: Quick Wins (MecsausI 3-6)
Iless: Demonstrate value 6s1cTpo

Pilot 1: Conversation Intelligence - Implement Gong/Chorus a1 20% xomauzs! (top u bottom performers) - Run for 60 days - Extract best

practices - Measure impact
Pilot 2: Email automation - Use Al juis email personalization B outbound - A/B test Al-generated vs manual - Measure response rates
Pilot 3: Meeting scheduling - Eliminate back-and-forth ¢ Calendly/Chili Piper - Measure time saved

Key metrics aus track: - Time saved per rep per week - Conversion rate improvements - Rep satisfaction scores

Phase 3: Scale (MecaupI 6-12)
IeJn: Roll out ycnemnsix pilots

Rollout strategy: - Expand conversation intelligence Ha Bcio komanzy - Implement lead scoring s prioritization - Deploy Al meeting assistants -

Launch autonomous SDR pilot

Change management: - Weekly training sessions - Champions program (early adopters momorator ocranbubiM) - Celebrate wins publicly -

Address concerns openly

Governance: - Al ethics guidelines (transparency ¢ prospects) - Quality control mporiecce - Escalation paths for edge cases

Phase 4: Optimization (MecaubI 12+)
IMenan: Continuous improvement

« Quarterly review of AI tool performance
« Feedback loops ot reps
e Model retraining Ha HOBBIX IaHHBIX

» Expansion to new use cases

dtuka u best practices Al B mpogakax

Transparency c prospects
BaxkHbIi Bonpoc: JI0/DKHBI JIU BB COOOIATH prospects, 4To ucrnosbsyere AI?

JIyamas npaktuka: - Email/text: He o6s3arespHo packpsiBath, uto email Al-generated (ato tool, kak spell-check) - Voice calls: Eciu Al voice

agent, o6aszareabHo disclosure B Hauase ("This is an Al assistant from CompanyX") - Chat: Yerko o603uauars bot vs human

IIpusuun: Yecraocts builds trust. Ecu prospect cripaiiiBaer, He BpUTe.

Data privacy u compliance

GDPR u apyrue regulations: - [Tosyuenue consent st recording calls - Right to deletion (ksimeHT MOXeT 3aIIPOCUTD YA IEHHE CBOUX JIAHHBIX) -

Data security crangaprst y1s Al vendors

Best practices: - Use SOC 2 compliant AI vendors - Annual security audits - Clear data retention policies - Employee training ua privacy

Avoiding Al pitfalls

Pitfall 1: Over-automation - Symptom: Prospects sxanyiorcss Ha impersonal communication - Fix: Human touch at key moments (mocie zemo,

riepe;| 3aKphITHEM)

Pitfall 2: AT hallucinations - Symptom: Al renepupyer factually incorrect information - Fix: Human review for BaskHBIX OKyMeHTOB, fact-

checking layers

Pitfall 3: Bias B AI models - Symptom: Lead scoring bias nporus onpeznenennsix demographics - Fix: Regular audits of model outputs, diverse

training data
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Pitfall 4: Tool overload - Symptom: Team wucnossadyer 10 Al tools, Hukro He understand full picture - Fix: Integrated tech stack,

LEeHTPpaIN30BaHHOE yIIpaBJIEHUE

Bbyaymee Al B mpoaa:xkax: 2026-2030

TpeHabI, KOTOPbIe HAGUPAIOT CUITY

1. Al Sales Engineers AsromaTtusanus technical discovery u solution design. Al, KOTOPBII MOKET MPEJIOKUTh APXUTEKTYPY PEIIEHHS HA OCHOBE

customer requirements.

2, Predictive deal desk Al, koTopblii aBTOMaTHUYECKH Mpe/IaraeT ONTUMaJIbHBIE contract terms Ha OcHOBe win patterns, He TpeGys escalation k

legal team.

3. Sentiment analysis B macmraGe Real-time emotion detection na calls, mozckassiBatomiuii rep, korza prospect confused, excited, wiu rotos k

close.
4. Virtual reality demos Al-powered VR product demos, azantupyroriuecs: oz specific use case kaxoro prospect.

5. Autonomous negotiation agents Al, xoTopslil MokeT BecTH basic contract negotiations B pamkax predefined parameters.

HaBbIKI/I, KOTOPpbIC€ CTAHYT KDUTUYHbBIMHU

Jlas MHAUBUAYANBbHBIX reps: - Al prompting: Yvenne shdexkrusHO KommyHunmposaTh ¢ Al assistants - Data interpretation: I[lonumanue
Al recommendations u korma um 7oBepsaTh - Strategic thinking: High-level problem solving, koropoe AI moka He mosker - Emotional

intelligence: Human connection, kotopyio Al He 3aMeHHUT

Jlasa sales leaders: - Al strategy: Kaxue tools BHepsTh 1 Kak - Change management: Bezenne komansibl uepes Al transformation - Ethics &

governance: Responsible Al use - Hybrid team management: Orchestration AT u human workers

Bam personal Al readiness plan

Ceroausa (ciaeaymouue 30 aHeit): - [Tonpo6Oyiite ChatGPT/Claude ms email drafting - Wcnonsayiite Al jyist prospect research nepey calls -

Haunwure learning ocHoBbI prompt engineering

Baukaiiimne 3 mecana: - Explore conversation intelligence tools (naske free trials) - ABromarusupyiite xoTst 6 oxuH manual process -

IIpoiigute online course o Al B mpojakax

Bimkaiimme 6-12 mecanes: - CranbTe Al champion B Bameil komanze - Pilot ogun noBeiit Al tool u measure ROI - Develop expertise B Al-

human collaboration

HpaKTI/I‘IeCKI/Iﬁ YEKJIUCT: C Y€Iro HAYATh 3aBTpa

Z[JIH UHAUBUAYAJTBHOIO rep

Week 1: Al ms research - [ ] Use ChatGPT jyis research prospects nepey calls - [ ] ABromarusupyiite LinkedIn research ¢ Apollo/ZoomlInfo - [ ]

TTonpoGyiite Al-powered Google alerts s account monitoring

Week 2: Al gy communication - [ ] Use Al jyis drafting emails (morom edit Bpyusnyo) - [ ] [Tompo6yiite Al meeting note-taking (Otter.ai free

plan) - [ ] Experiment ¢ AI muis follow-up messages

Week 3: Al nisa learning - [ ] Record cBoit mock call u analyze c¢ Fireflies - [ ] Use Al jyist practice objection handling - [ ] Ask ChatGPT s
feedback ua Bam pitch

Week 4: Measurement - [ ] Track time saved - [ ] Measure response rate improvements - [ ] Share learnings ¢ komanzmoit

s sales manager
Month 1: Assessment - [ | Audit current tech stack - [ ] Survey team na pain points - [ ] Identify quick win opportunities

Month 2: Pilot - [ ] Choose one Al tool to pilot - [ ] Select champion reps - [ ] Set clear success metrics
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Month 3: Scale or iterate - [ ] Review pilot results - [ ] Decide on rollout or pivot - [ ] Document best practices

Month 4+: Continuous improvement - [ ] Quarterly Al tool reviews - [ ] Stay updated na new capabilities - [ ] Build AI-first culture

3artiouenue: Al kak co-pilot, He autopilot

Camprii BaskHbIM mindset shift: AI — aTo Bam co-pilot, He autopilot.

Jlyumue mpozpaBusl Oy/yinero — 310 He Te, KTo HrHOpupyer Al, u He Te, kto cieno noBepsier Al. 1o Te, kT0 ymeer orchestrate cumoGuos
yenoBeka u Al: - Al nenaer research, human nenaer synthesis - Al renepupyer draft, human go6asiser authenticity - Al aHanusupyer patterns,

human npunumaer strategic decisions - AI macurrabupyer reach, human crpour deep relationships

Komnauuwu, KOTOpble HAW/yT paBIJIbHBIN OasiaHc, nmosydar unfair advantage: - [Ipou3BoANTENIBHOCTD KaK Y KOMaH/IbI B 2X pasMepa - KauecTBo kak

y top 10% performers /11 Beceli koman/ib! - Scale 6e3 morepu personalization - Data-driven decisions 6e3 norepu human judgment

Mpr xuBeM B HEBEPOATHOE BpeM. BHepBbIe B UCTOPHUH IIPpOJaXX y HaC €CTb TEXHOJIOTUH, KOTOPbIE MOT'YyT aBTOMaTU3UPOBATh PYTUHY U YCUJIUTH TO,

YTO JIeJIaeT Hac YeJoBeyHbIMU — creativity, empathy, strategic thinking.
Bompoc He B Tom, mpuzet Jiu Al B mpogazku. OH yike 371ech. Borpoc B ToM, Kak GHICTPO BbI alalITUPYETECH.

B crenymomieM ypoke Mbl ITOTOBOPUM O CHUTYAaI[dH, KOTOpPas PAHO JIM ITO3/IHO CJIyYaeTcs ¢ Kak/OM KOMIIaHWEH — IMPOJAXKM B KPU3MC U

TypOyJIEHTHOCTB. BbI y3HaeTe, Kak He IPOCTO BBIKUTH, HO M HAUTH BO3MOKHOCTH, KOT/]a PHIHOK IIPOTHB Bac.

I'nasa 28. [Ipogaku B KPU3UC U TYPOYJIEHTHOCTD

BBeI[eHI/Ie: Korga mpaBu/jia UTPbl MEHAKOTCHA

Kakgas KOMIaHMsA, KaKIbIH IPOJABEl] PAaHO HJIUM IIO3[HO CTAJIKUBAeTCA € KPU3UCOM. DKOHOMHUYECKMH CIajl, MaHAEMUs, IeONOJUTHYecKas
HecTaOMIBHOCTD, OTPAcjIeBble NOTPACEHUs, WX BHYTPEHHUH KPU3HC KOMIIAHHMHM — MOMEHTBI, KOT/ja Bc€, 4To paboTaso BYepa, repecraer paboraTh

CErofIHA.

IIpumepsl HexaBHUX Kpusuco: - COVID-19 (2020): I'yobanpHasi maHAeMus Mapaju30Baja TPaJUIMOHHbIE sales MOJeNM 3a HEEeN -
IKOHOMMUYECKUH criaj 2022-2023: MHIIAIHA, POCT POIEHTHBIX CTaBOK, freeze hiring u budgets - BankoBckuii kpusuc 2023: SVB collapse cozman

naHuky B tech ecosystem - I'eonosuruyeckue KoH(GIUKTHI: CAaHKIMK, TOPTroBbIe BOHBI, supply chain disruptions

Ho BOT 4TO yZMBUTEJIFHO: HEKOTOPhIE KOMIIAHUY HE IMPOCTO BHI:KUBAIOT B KPU3UC, OHM npouseraroT. Airbnb seinwia Ha IPO B pasrap
MaHAEeMHH. Z0oom 3a 2020 Toj BbIpoc ¢ $2.6B 10 $9.2B market cap. Muorue SaaS KOMIIaHUU MOKA3aJId JIy4Illde PE3yIbTaThl B HCTOPUU UMEHHO B

KPHU3HCHBIE TO/IBL.
PazHuIla MEX/Ty TEMH, KTO BbIKUBAET, U TEMHU, KTO MOOEKAaeT — 9T0 He yada. Ito mindset, crparerus u execution.

B srom ypoke Mbl pazbepeM: - Ilcuxosoruio npopak B kpusuc - Crparerudeckue adjustment it turbulent times - TakTuku, KoTopble paGoTaloT,

Kor7a GI0/PKETHI 3aMOPaYKUBAIOTCS - Kak CTPOUTH aHTUXPYIKHE sales crcTeMbl - PeasbHble Kelichbl KOMITaHHi, KOTOPbIE BEIPOCIN B KPUBUC

IIcuxosorus kpusuca: mindset moGeaureei

IlepBas peakiusa U €€ OIIACHOCTH
KOI‘lIa HaCTylaeT Kpus3uc, rnepBas peaxkmus 6oJIbIIMHCTBA — MaHuKa M freeze.

Tunuueple omuOku: - OcraHoBka Bcex mHuUnUatusb: "IlozoxaeM, moka Bcé crabuwinsupyercs’ - CpodyHbIe yBOJIBHEHUs: Peskoe
cokparmienre sales team 6e3 crpareruu - IIpexkpamenune mapkeruHra: Cutting Bcex pacxozios Ha lead generation - Defensive selling: ITepexoz

B pexkuM discounting u ycTymnox

IIpoGsiema B TOM, YTO MOKA BBI 3KAETE, BAII KOHKYPEHTHI AeHcTBYIOT. Kpusnc — 310 MoMeHT redistribution peraounoit gonm. Komnaunuu,

koTopsle freeze, Tepsiror. Kommnanuu, kotopsle adapt 1 execute, BBIUTPBIBAIOT.
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Tpu mindset shift xyia kpuszuca
Shift 1: Ot "npogaxu npoaykra" k "pemreHno nposaeMmsr"
B criokoitHble BpeMeHa KJIMeHTHI oKymaltoT "nice to have". B kpusuc ocrarores Tosbpko "must have".

Bomnpoc, KOTOPHIH BbI JOJIKHBI 3a1aTh cede: Pernaer jin Hatn mpoaykr critical problem, KOTOpbIi B KpU3UC CTAHOBUTCSA 00/1€€ OCTPHIM, WU OH

pelIaeT NpUATHYIO IPO6IeMy, OT KOTOPOU MOXKHO OTKa3aThCA?

IIpumepsr: - Must have B kpusmuc: Cost reduction tools, productivity automation, cash flow management, security - Nice to have: Team perks,

experimental projects, long-term strategic initiatives
Ecm Bam mpoaykT B Kareropuu "nice to have", 3aaua — reposition ero kak "must have" uepes HoBbIIT angle.
Shift 2: Ot "hunting" x "farming"

B xpusuc CAC (customer acquisition cost) pacrer, a 610/keTsl A1 new sales cokparmaioress. YMuble komnanuu shift doxyc: - C new customer

acquisition Ha existing customer retention u expansion - C cold outbound na warm referrals - C mupoxkoro targeting na laser-focused ICP
ITO He 03HAYAET [IPEKPATUTH UCKATH HOBBIX KJIMEHTOB. JTO 03HauaeT maximizing value from kaxaoro interaction.

Shift 3: OT onTUMH3MAa K peaTusmy

B HOpMasibHBIE BpEMEHA I10JIe3eH onTuMu3M. B kpusuc HykeH brutal realism.

Bonpocs! 1A yecTHOro pasroBopa: - Kaxue deals B pipeline Ha camom ziesie He 3akporoTces? - Kakue KIneHTsl moyuHo cokparat spend? - Kakue

sales tactics mepecranu pa6orars? - CKOJIBKO runway y KOMIAHUM eCJIM revenue ajjaer Ha 30%?

YecTHbIE OTBETHI HA 5T BOIPOCHI TO3BOJIAIOT IPUHUMATH IIPABUJIbHbIE PEllIeHH: ObICTPO, @ He PearupoBaTh C OTO3AHUEM.

Crparernueckasi afanranus: HaTh vectors usMeHeHu

Vector 1: Repositioning value proposition

IIpo6ema: B xpusuc buyer priorities mensiores. To, 4o 6bUI0 BaXKHO BUepa, CeTOAHsA He relevant.

IIpumepsl U3MeHeHu priorities:

Jlo xpusuca: - Growth, expansion, innovation - Long-term strategic initiatives - "Best in class" solutions

B kpu3uc: - Survival, stability, risk mitigation - Quick wins, immediate ROI - "Good enough" solutions, koTopsie pa6oTaror ceituac
Kak agantupoBats value proposition:

1. Shift messaging Ha cost savings

Jo: "Hama wiardopma yBesnuusaer sales productivity na 30%" ITocsre: "Haia riardopma sxkoHoMuT $250K B 1oz Ha OnepariioOHHBIX PacXozax,

OKymasich 3a 3 mecsina"

2. Emphasize risk reduction

Jlo: "Innovate your customer experience" ITocare: "TIpegorepature churn u 3amuruTe recurring revenue B uncertain times"
3. Highlight speed to value

Jlo: "12-MecsiuHas nporpamma Tpascdopmarnyin” Ilocse: "TlepBbie pesysbraThl 3a 30 AHel, noaHbii ROI 3a kBapran”

4. Flexibility u koHTpOJIB

Jlo: "Annual contracts ¢ volume discounts" ITocsre: "Mecsiunbie KOHTPAKTHI, scale up win down 6e3 penalties”

Vector 2: Pecrpykrypusanus sales team

Tough reality: B kpusuc, BO3MOXKHO, IpHAETCs coKpammaTs team. Ho kak BbI 9TO fie1aeTe — KPUTUYHO.
OumnGka: Across-the-board cuts. "Cokpatgaem 20% ot Beex".

IIpaBuibHO: Strategic rightsizing.

IIar 1: Cermenranusa o performance - Top 20%: Bamwu siyumvie performers. CoxpaHuts Ji060i 1eHOH. YBEIUUNUTh UX comp plans s
retention. - Middle 60%: Solid contributors. CoxpaHuTh GOJIBIIMHCTBO, MHBECTHPOBATh B UX improvement. - Bottom 20%: Underperformers.

YecTHasA OLleHKA: MOTYT JIX OHHU improve WU 1opa paCCTaTbCH?
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IIar 2: Peasutokamusa no ICP - Eciiu panblile y Bac ObUIH reps UL BceX CETMEHTOB, coKycupyiTech Ha segments ¢ highest retention u shortest

sales cycles. - Reallocate reps ot low-probability segments x high-probability.

IIIar 3: Consolidation pouseii - B kpusuc luxury pasgenenus SDR/AE/CS moxker 6bTh HeompapzaH - [lomymaiite o full-cycle reps s

ompeziesIeHHBIX segments - Cross-training s flexibility

Baxkno: Communicate honestly. Uncertainty y6uBaet morale 6osbiie, uem tough decisions.

Vector 3: Ilenooopaszosanue u packaging

Kpusuc — 310 BpeMs nepecMoTpers pricing strategy.

TakxTuka 1: Value-based tiers

Cospaiite "crisis tier" — stripped-down Bepcuio IpoyKTa 110 3HAaYUTEILHO O0JIee HU3KOH IeHe.

IIpumep: - Enterprise tier (6110 $50K/year): Bee features, dedicated support - Crisis tier (aoBbrIit, $15K/year): Core features, self-

service support, 6-month contract

JIoruka: Jlydiie 3akpbITh KaneHTa Ha $15K, ueM moTepsTh ero coBceM. A KOT/ia CUTyarus yaydinurcs, upgrade path cymecrsyer.
Takruka 2: Usage-based pricing

Shift or fixed fees k variable pricing, koTopsrii scale ¢ customer usage.

Jlo: $10K/month fixed ITocse: $1K base + $0.50 per transaction

Ilmoc ans xiameHTta: Lower entry barrier, risk mitigation ILmroc mas Bac: Aligned incentives, upside potential xorma ux GusHec

BOCCTAHABJIMBAETCS
Takrtuka 3: Extended payment terms
Ecm y Bac strong cash position, flexible payment terms moryr 6siTh competitive advantage.

IIpumepsr: - Quarterly payments Bmecro annual upfront - Net 60 umu Net 9o Bmecto Net 30 - Deferred payments: "Start using ceituac, nmiaarure

uepes 3 mecsna”

Baskno: Tosbko ecu Bain cash flow nmosBouisier. He sxeprByiiTe coGcTBeHHBIM survival pajgu deals.
TakTuka 4: Performance-based pricing

IIpepsio:xkenue: "IliaTure TOJIBKO €CIIH JIOCTUTAETe PE3YIbTaTOB"

IIpumep: - Marketing agency: "®ukcupoBanusiii fee + bonus ecsu npessimaem KPIs" - SaaS: "BazoBas tuiara + % oT cost savings, KOTOpbI€ MbI

rerepupyem”

Risk: BrI Gepere Ha cebs gacTs customer risk Reward: Significantly higher close rates u customer confidence

Vector 4: Sales npouecc u velocity
B xpusuc sales cycles yaaunarores: - Bosbiie stakeholders Bosieuenst B decisions - Approval processes crpozke - Budget uncertainty
Kak yckopursb:

1. Qualify harder u pansure - He tparsre Bpems Ha leads, kotopsie "maybe B ciemyiomem kBaprane” - BANT (Budget, Authority, Need, Timeline)

CTaHOBUTCA KPUTHYHBIM - Ecn budget frozen — pause u return later, ne TanuTe

2, Multi-threading cpa3sy - He mosaraiirecs Ha ogaoro champion - Engage decision makers pano B mporiecce - Build relationships Ha HeckoIbKIX

levels

3. Reduce friction - Ypocrure proposals (5 crpanui Bmecto 30) - Standardize contracts (He custom kax/piii pas) - Fast pilot programs (2 weeks

BMecto 3 months POC)

4. Executive selling - B xpusuc pemenust npuHUMaioTcs Boiie B uepapxuu - VP Sales u CEO moyxubI 66iTh involved B key deals - C-level to C-

level conversations

Vector 5: KanasipbHan crparerus
Onenure ka:xabIi sales channel no efficiency B kpusuc:

Channels, kotopbsie 06brYHO paGoraoT Jaydimie B kpusuc: - Referrals: Trust premium B uncertain times - Existing customer
expansion: Lower CAC, higher trust - Partner channels: Shared risk, expanded reach - Inbound (content-driven): Long-term investment,

low marginal cost
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Channels, xoropsie crpagaror: - Field sales: Travel restrictions, budget nna events - Cold outbound: Lower response rates, more

gatekeeping - Paid advertising: Higher CPCs, lower conversion ecyiu demand nagaer

Adjustment: Reallocate pecypcs! ot struggling channels k working channels. Ho se kill channels mosinoctbio — maintain presence fis recovery.

TakTHKH, KOTOPBIE Pa00TalOT B KPU3UC

Takruka 1: "Problem agitation"

B criokoitabie Bpemena gentle selling pa6oraer. B kpusuc Hy:kHa urgent action.
Approach: ITomorure prospect 0co3HaTh CTOUMOCTS inaction.

Framework:

Step 1: Quantify Tekyuryro 6oub - "CKOJIBKO revenue BbI TepsieTe KaskK/blil MecsI| u3-3a 9Toi mpobiembI?" - "Bo uTo 06X0UTCS KasK/blil I€HD

npomezieHus?"

Step 2: Project B Gyaymiee - "Eciu cutyaris He U3MEHUTCsI B Gurmpkaiiinre 6 MecseB, KakoBbI mocaeAcTBHA?" - "UTO MPOMUCXOANUT €CIH Balll

KOHKYPEHT pelIaer 3Ty npobsiemy, a Bbl HeT?"
Step 3: Contrast ¢ pemuenuem - "3a 3 Mecsaa Mbl MOKeM cut costs Ha $X, uro saer Bam Y months romosiaurebHoro runway”

Ocropo:xH0o: Jt0 He 1po fear mongering. Ito mpo vecTHsIH, data-driven pasrosop o business impact.

TakTuka 2: "Pilot-first" approach

IIpoGaema: B xpusuc risk aversion Bbicokuii. KirieHTbI 6051TCs 601X commitments.

Pemrenne: Make it easier to say "yes" ¢ low-risk pilots.

Crpykrypa:

Phase 1: Pilot (30-60 aueii, $5K-$10K) - Defined scope, namepumsie success metrics - Easy exit ecsiz He paboraer - Minimal commitment
Phase 2: Expansion (ecJsu pilot ycremren) - Full contract na ocaose proven ROI - Higher confidence mis1 06eux cropon
IIpeumymecrsa: - [l xinenTa: Lower risk, proof before commit - I Bac: Foot in the door, expand later

Keiic: SaaS xommanus B 2020 roay nepenuia Ha pilot-first model. Pipeline velocity Beipocia Ha 40% moromy uro decision making cran 6picTpee.

Conversion u3 pilot B full contract 6pu1a 78%.

TakTuka 3: "Rescue and relief" campaigns
IToaxoa: AkrusHas nomouis clients u prospects B kpusuc, nake 6e3 immediate sale.
IIpumepnI:

1. Free resources - "Survival guide" eBook sy1s1 Bamreii unycrpun - Free tools (calculators, templates, frameworks) - Open access k normally paid

content

2. Pro bono consulting - "Crisis office hours" — GecrniaTHble 30-MHUHYTHbIe KOHCyJsbTanuu - Community webinars ¢ best practices - Peer

networking facilitation

3. Flexible terms s existing customers - Payment holidays ms struggling clients - Temporary discounts - Free upgrades k features, kotopsie

IIOMOTalT B KPHU3UC

ROI calculation: - Short-term: Bo3moxxHas orepst revenue - Long-term: Brand loyalty, word-of-mouth, customers remember who momor B tough

times

IIpumep: HubSpot Bo Bpems COVID samycruna nporpammy ¢ $20M B credits jyist struggling businesses. Pesysnbrar: Massive goodwill, brand

recognition, many craju paying customers Koryia BOCCTAaHOBHJIUCh.

TakTuka 4: Customer success doubling down
Insight: B KPHU3HUC IPOIIE U AEIIeBJIe yIePKATh CYIIECTBYIOIUX KJINEHTOB, Y€M IIPUBJI€Yb HOBBIX.

JeicrBusa:
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1. Proactive outreach - He xaure, moka kiaveHTbl npuzayT ¢ npobiemavu - Weekly check-ins c at-risk accounts - "How can we help?"

conversations 6e3 agenda

2. Value demonstration - Monthly reports: "Bot uro BbI mocturiu ¢ HamuM npoaykroMm” - ROI dashboards B peasnsHOoM Bpemenu - Success

stories U3 UX UCIIOJIb30BAHUS

3. Expansion uepe3s necessity - Identify features, koropsle cranoparcsa more valuable B xpusuc - Offer temporary free access - Convert to paid

KOorzja DeHHOCTh proven

Merpuka ycmexa: NRR (Net Revenue Retention) cranoBurcsi Baskanee new ARR B kpusuc. Eciin Bair NRR >100%, Bl MoskeTe pactu 6e3 new

customers.

TakTuka 5: Competitor displacement

PeasbHOCTB: B Kpusuc MHOTHe KOMIIAHUU COKPAIAIOT KAYECTBO Service, MOBBIINAOT IeHbI, WX BOOOIIE 3aKPBIBAIOTCH.
Opportunity: AkTuBHBIN targeting customers KOHKYPEHTOB, KOTOPbIe HEZIOBOJIbHBL.

Approach:

1. Monitoring - Track competitor layoffs, funding troubles, negative reviews - Monitor social media s customer complaints - Use tools kak G2,

Capterra jiis identification unhappy customers
2. OQutreach messaging

ILroxo: "Msr cabiany, Bam vendor B trouble. Ilepexoaure k Ham!" Xopomro: "Mbl 3HaeMm, yro uncertainty ¢ vendors coszmaer risk s Bamiero

6usHeca. Xorure obcyauts backup plan?"

3. Seamless migration - Offer free migration assistance - Parallel running nepuos (used old u new solution ogHOBpemenHo) - Risk-free trial

TEpHOZ
4. Competitive guarantees - "We'll match your current price" - "If you're not satisfied in 9o days, we'll migrate you back for free"

Ethics check: 9to mpo momorus customers B need, He npo unethical poaching. Focus na solving ux problem, re Ha competition bashing.

Building anTuxpynkux sales cucrem

YTo Takoe aHTUXPYNKOCTD B IIPOJAKAX
Taleb's Antifragility: Cricremsbl, KOTOpBIE He TPOCTO resilient (BbIZIEPKUBAIOT II0K), HO CTAHOBATCA CUJIbHEE OT cTpecca.

Fragile sales system: - 3aBucrmMocTh OT OIHOTO KaHasia (HalpuMep, TOJIBKO events) - OuH customer segment (Hampumep, ToabKo startups ¢ VC

funding) - Jlsimuusle sales cycles ¢ Bpicokoit uncertainty - Fixed cost structure

Antifragile sales system: - Diversified channels (ecsin ogun nazaer, apyrue kommneHcupyror) - Multiple customer segments ¢ pazabpivMu buying

patterns - Optionality (MoskHO 6BICTPO pivot) - Variable cost structure (scale up and down)

IIpyHIMNIBI AaHTUXPYNKOCTH
IIpuanun 1: /luBepcudukanusa

Diversify: - Customer segments: Enterprise, mid-market, SMB - Industries: He Bce HH/IyCcTpUN KpU3UCATCS OTHOBpeMeHHO - Geographies:

Recession B US He o3HauaeT recession B Asia - Sales channels: Inbound, outbound, partnerships, self-service
Red flag: Eciin >40% revenue ot ojHoro segment/industry/geo — BbI ys13BUMBI.
Hpunmun 2: Optionality

Build options, He commitments: - Partnerships 6e3 exclusive agreements (Mmoxere pivot) - Hire contractors sist surge capacity (moskere scale

down) - Monthly SaaS contracts (customers moryt adjust) - Modular tech stack (moxxere swap tools)
IIpunnun 3: BapGesua strategy
Concept: Extreme safety na oqaom end, extreme risk/reward na apyrom. s6eraiire middle mediocrity.

Application B sales: - 80% ycuaumii: Proven, safe plays (existing customers, warm leads, known ICP) - 20% ycwuamii: High-risk, high-reward

experiments (new markets, new channels, new segments)

JIoruka: Eciu kpusuc, Baumu 80% /ieprkaT Bac Ha 1iaBy. Ecv oiuH U3 20% 5KCIIEpUMEHTOB ITOGesK/IaeT, BbI oJTy4yaeTe asymmetric upside.
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IIpunnun 4: Beicrpoe learning u adaptation

MeTpuku i monitor e:xeHeneJIbHO B Kpu3suc: - Pipeline velocity (yckopsiercst win 3amezyisiercs?) - Win rates o segments - Average deal

size trends - Customer churn leading indicators - Cash collected vs revenue recognized

Action: Eciu MeTpuKa IBUKeTCS B IUIOXYI0 CTOPOHY 2 HeZlesu mozapsiy — escalate u adjust strategy.

KelichIl: KTO BBINTPAJ B KPU3HUC U IIOUEMY

Keiic 1: Zoom Bo Bpemst COVID-19
Curyanusa: Mapt 2020, nasiemusi, global lockdown.
Hx response:

Week 1: Ormenwnu paywall mis K-12 schools (6ecrutataeiii moctynm) Week 2: Expanded free tier ¢ 40 minutes Ha Gosblie BpeMeHH JIJIst

omnpeziesieHHBIX use cases Week 3: Infrastructure scaling — daily active users went from 10M to 200M B 3 Mecsna
KiioueBsble penieHuA:

1. Ilpuopurer adoption Hax revenue (KpaTkocpo4Ho) - MHorue Hernosnbp3oBan Zoom GecruiatHo B Havaste - Jlornka: Capture market share,

monetize later - Peaysprar: Cranu de facto standard s video conferencing

2. Execution Ha infrastructure - B yciosusix exponential growth ue ciromainucs - Kornkypenrst (BlueJeans, Webex) umesnu outages - Reliability

crasa their competitive moat

3. Rapid product development - Security issues 6puH y6sinyHO criticized - Bmecro defensive PR, CEO Eric Yuan o6bsiBrun "90-day security

sprint" - Shipped fixes GpicTpee, ueM 0XKH/IAIOCH

Pesyabprarhl: - Revenue: Q4 2019 = $188M, Q4 2020 = $882M (4.7x pocr) - Market cap: March 2020 = $30B, October 2020 = $150B - Cranu

household name

Ypox: B kpusuc, korza Bau product suddenly critical, prioritize adoption u execution. Monetization ciiezyer.

Keiic 2: Salesforce B recession 2008-2009
Curyanusa: PuHaHCOBBINA Kpusuc, B2B tech spending pesko nmaziaer.
Hx response:

1. Messaging shift k ROI - Campaign: "Save money with cloud CRM vs on-premise" - Quantified savings: "Cut IT costs by 50%" - Target:

Companies laying off IT staff (mo3unuonuposaiu kax solution)

2. Customer success blitz - Doubled down Ha existing customer support - Free training webinars kaxayro Hezmento - Launched Success

Community /7151 peer support

3. Strategic acquisitions - Kynuiu competitors no low valuations (assets on sale B kpusuc) - Consolidation nozsosini expand product suite
4. Hiring when others cut - Recruited top talent o struggling companies - Positioned as explosive growth xorza recovery Haganacsh
Pesyasbrartsl: - FY 2008: $1.3B revenue - FY 2010: $1.7B revenue (30% growth uepe3 recession) - Consolidated market leadership

Ypox: Ecin y Bac strong balance sheet, kpusuc — sto opportunity s offense, ne defense.

Keiic 3: Notion B 2020-2021
Curyanusa: Remote work boom, Ho orpomHuast koukypeHnius (Evernote, Confluence, Coda, Roam).
Hx response:

1. Free npia affected segments - "Personal Pro" rian crai free ais remote workers - Free upgrades s COVID-19 affected teams - Paciumpunm

education program
2. Community-led growth - Empowered user-created templates - Notion ambassadors program - User-generated content cras ux MapKeTUHT

3. Product differentiation - B nepuoz, xorma Bce focused Ha features, onu focused na flexibility - "Build your workflow" Bmecro "use our

workflow" - Aesthetic appeal (8 mope boring B2B tools)
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4. Bottom-up adoption - He nerrainucs sell to enterprises top-down - Let individuals u teams adopt organically - Expansion BHyTpu organizations

naturally
PesyabpTarsl: - Users: 4M (Hauayo 2020) — 20M (koHer 2021) - Valuation: $2B (2020) — $10B (2021) - Beat crapsix incumbents kak Evernote

Ypokxk: B kpusuc, koraa budgets tight, bottom-up adoption uepes free tiers mosker 661Th Gostee effective uem traditional enterprise sales.

Recovery: kak He npomycTuth bounce back

OmnacHocrb: KoMmanun, KoTopele over-cut B KpH3HC, He FOTOBHI capitalize Ha recovery.

IIpusHaku Hauyasia recovery: - Leading economic indicators (PMI, consumer confidence) - Industry-specific signals (Bamu clients hiring onsts) -

Inbound lead volume increasing - Pipeline velocity yckopsiercs

Kak moaroroBuThbca:

1. He nmponycrure unduaexcuro - Weekly review makpo indicators - Talk to customers o ux planning (hiring, budgets) - Monitor competitor
activity

2. T'oroBbTe capacity 3apanee - Begin hiring 3a 2-3 mecsina 710 expected recovery - Ramp time o3nauaer, yto eciu kzere revenue spike, hire

panbiie - Partnership discussions ceituac, execution morom

3. Marketing rebuild - Eciu BbI cut mapkerusr B kpusmc, lead gen pipeline mycroii - Restart campaigns 3a 3-6 mecsinieB 10 recovery - Inbound

takes time to build momentum

4. Customer base priming - Te KIHeHTbI, KOTOPbIM BBl IOMOIVIM B KPU3HUC, TOTOBBI K expansion - Proactive expansion conversations - "Now that

things stabilize, let's talk about growth"

3akJIoueHue: KpHU3UC KaK KaTaJInu3arop

Bor Hey06Has paBaa: GOJIBIIMHCTBO KOMIAHUMN He MeHATCA B good times. OHU ONITUMUBUPYIOT CYIIECTBYIOIIEE, HO PeaKo AenarT bold

changes.

Kpusuc — aro forced function st tpanehopmarnu. Kommanuy, KOTopble HCIOIB3YIOT Kpusuc Ayist: - Eliminate nHeaddexTuBHbIx mponeccos - Cut

underperforming products/segments - Reallocate x high-ROI activities - Build anTuxpynkue cucremsi - Strengthen core value proposition
...BBIXOJISIT U3 KPU3KCA CUJIbHEE, UeM BOIIUIH.

Kirouepbie npuHiuns: 1. Mindset: Peanusm + opportunism, He naHuka 2. Speed: Boicrpbie pertenus syunie perfect decisions nosnuo 3. Focus:
Double down Ha TO, uto paboraer, cut ocrampHoe 4. Customer-first: [lomorure KineHTaM, OHU 3alIOMHAT 5. AHTUXPYIKOCTB: Build systems,

xortopsle benefit ot volatility

B CIEAYIOIEM YPOKE MBI BI)II‘/JIZLeM 3a TpaHUNBbl — MEKAYHAPOAHBbIC IMIPOJAYKHU U HOBBbIC PBIHKH. Ber y3Haere, Kak Macuna61/1p013aTb Ipojgaku

106aJIbHO, KaKKe OIIUOKY H30eraTh, ¥ KaK aZlallTHPOBATBCA K PA3HBIM KyJIBTypaM U PeryJTUPOBAHUAM.

T'raBa 29. MexkayHapOoaHbIe IIPOAAKU U HOBbIE PbIHKU

BBeneHue B Me:K/IYHAPOAHYIO DKCIIAHCUIO

Mex/tyHapo/iHasi SKCIIAHCHS — eCTEeCTBEHHbIH 3Tam pocra /it 6ospmnHerBa B2B 1 B2C komnanuii. Korza JI0KaIbHBIA PHIHOK HACHIIAETCS WU

HUMeeT OrpaHU4YeHUA 110 MacmTa6y, BBIXO/] HA HOBBIE reorpaqnzm OTKPBIBA€T BO3SMOXXHOCTHU JJI1 KPATHOTO POCTa.

IToueMy KOMIIAaHUHU BBIXOJAT HA MEKAYHAPOAHbIE PHIHKU?
1. OrpaHnYeHus JOMalIHero peiuka: - Manenskuit TAM (Total Addressable Market) - Boicokast KOHKYpeHI¥s - Me/IJIEHHBIH POCT 9KOHOMUKHU

2. Bo3moxkHOCcTH pocra: - JIoCTyll K HOBBIM KJIHEHTCKMM cerMeHTaM - JluBepcudukaius puCKOB (He 3aBHUCETh OT OJHOU CTPAHbBI) -

MacmrabupoBaHue BbIpydKd (10X+ ITOTEHIUAT)
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3. KOHKypeHTHbIe npeunmMymecrsa: - YHUKaJIbHbIN IIPOAYKT, KOTOPOIr'O HET Ha I€JIEBOM DBIHKE - Bonee Hu3KkasA CTOUMOCTH IIPpOU3BOACTBA -

TexHosioruueckoe JIUJIEPCTBO

PuCKY MeKIyHAPOIHOH SKCITaHCHH

« KyaprypHblie pasanuusa: To, uto paboTaer B 0HOU CTpaHe, MOXKET IIPOBAJIUTHCS B IPYTOH
« IOpuanueckue Gapbepsbl: PaszHble 3aK0HbBI, Haory, compliance-TpeboBaHus

* OnepanyoHHAaA CI0KHOCTH: JIOTHCTHKA, IIJIATEXKHU, I10/IIEPKKA KJINEHTOB

o NuaBecrunuun: Boixos Ha HOBBIH PHIHOK Tpebyer 6-18 mecsies 6e3 ROI

« Reputation risk: IIpoBas B HOBOI cTpaHe MOXET IIOBPEAUTH OPEHIY

BbI0OpP 11€/1€BOTO PHIHKA

He Bce ppIHKE OAMHAKOBO HpuBIeKaTeabHbl. Hysken data-driven mozaxon x BeIGOpY.

®peiiMBOPK OIIEHKH PhIHKA

1. Market Size (Pazmep pbIHKA)

Yro ouenusBarb: - TAM (Total Addressable Market) — Bech poiHOok Kareropuu - SAM (Serviceable Addressable Market) — uacrs,

nocrymHast i Bac - SOM (Serviceable Obtainable Market) — peasucruynast 107151, KOTOPYIO MOKHO 3aXBAaTUTh

IIpumep (SaaS CRM): - TAM: $50B (Bech miobanbubiii peiHOK CRM) - SAM: $5B (tosisko SMB B Epomne) - SOM: $50M (1% SAM npu

arpecCUBHOMN 5KCIAHCHUY 3a 3 rO/1a)

Hcrounnkm aaHHebIx: - Gartner, Forrester, IDC (orpacieBbie oTuersi) - Statista, Euromonitor (makpocrarucruka) - LinkedIn Sales Navigator
(KOTMU€eCTBO KOMIIAHUI-TAPTEeTOB)

2. Market Accessibility (loctrynmHocTs)

Kpurepumn: - f3pikoBoii 6apbep: Hyxna yn sokamusanua? 'osopsaTr yu no-anmuiicku? - Legal & Compliance: Hackonbko cy10:xKHO
3aperucTpupoBarh 6usHec? - Payment infrastructure: MoxHo yu npuHHMaTh IiaTexxu? Kakue xomuccun? - Logistics: [lia dusmueckux

TOBAapOB — JlOCTaBKa, TaMoxkHs, HIIC

IIpumep OneHKH:

Crpana Language Legal complexity Payment Logistics Score
UK 5/5 (English) 4/5 (Easy) 5/5 (Stripe) 4/5 (EU) 18/20
Germany 2/5 (Need DE) 3/5 (Moderate) 5/5 (Stripe) 4/5 (EU) 14/20
Japan 1/5 (Complex) 2/5 (Hard) 3/5 (Limited) 3/5 (Asia) 9/20

3. Competitive Landscape (KoHkypeHIus)
Yo usdyuars: - Kto y:ke paboraer Ha pbiHKe? - Hackosbpko oHU cHIbHBI? - EcThb sin ipo6estst (unmet needs)?
CrpaTeruu Bxoja:

A) Blue Ocean (I'osxyGoii okeaH): PbIHOK, I/le HET CUJIbHBIX KOHKYpeHTOB. - ILmrockr: Jlerue 3axBaTUTh JI0JIK0, BHICOKAst margin - MUHyCBI:

Bo3MorkHO, Het crpoca (1103TOMy HeT KOHKYPEHTOB)

B) Red Ocean (KpacHbiii okeaHn): HachlllleHHBIH PBIHOK C CHJIBHBIMU urpokamu. - ILmrocesr: Crpoc s0kazaH, 00pa3oBaHHAs ayJAUTOPHS -
Mumnycer: Hyxua cuipHas quddepeHIyaniis, eHoOBoe AaBIeHue

4. Cultural Fit (Ky/1bTypHOE COOTBETCTBHE)

Yro yunThIBaTh: - Business culture: ®opmansnas vs Hepopmansaasn (Iepmanus vs CIIA) - Decision-making: BricTpoe vs KOHcepBaTHBHOE

(Craprans! vs kopriopauun) - Trust building: OtHouenus BakHee koHTpakTa (A3us, Jlaram) vs kouTpakT Beé (CIIIA, EBporna)

IIpumep: - B CIIIA: Direct, fast-paced, focus on ROI — Aggressive sales pitch pa6oraer - B fInonun: Relationship-first, long decision cycles —

Hy>xub! Mecans! Ha trust building
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5. Economic & Political Stability

Pucku: - BamoTHble KosebaHus (neBaibBalus, orpaHHUeHus) - [lonuTHueckas HecTaOWIBHOCTh (CAaHKI[UH, CMEHa BJIACTH) - DKOHOMHYECKUE

KPU3HUCHI

Onenka: - World Bank Ease of Doing Business Index - Transparency International Corruption Index - Moody's / S&P Country Ratings

Marpuna NpuoOpUTH3AI U PBIHKOB

PbIHOK Market Size Accessibility Competition Cultural Fit Total Score IIpuopurer
UK 8/10 9/10 6/10 9/10 32/40 1
Germany 9/10 7/10 5/10 7/10 28/40 2
France 7/10 6/10 6/10 6/10 25/40 3
UAE 6/10 8/10 7/10 5/10 26/40 4

Crparerus: Hauars ¢ UK (highest score), 3arem Germany. France u UAE — ciiezryromasi BosiHa.

Mogaesu BBIXOZa Ha MEKIYHAPOHBINH PHIHOK

EcTb HECKOJIBKO CIIOCOO0B HAYaTh MPO/IaBaTh B HOBOI cTpaHe. BhIOOp 3aBUCUT OT MPO/YKTA, OI0/PKeTa U PUCK-AIIIIETUTA.

1. Remote Sales (YgajieHHbIE IPOgAKI)

Kaxk paGoraer: IIpojjasku BeZyTesl U3 TOJIOBHOTO odrca, 63 GDHU3UUECKOro IPUCYTCTBUS B CTPAHE.

IToaxomuT pus: - SaaS / Digital products - SMB / Mid-market (ue Enterprise) - Crpansl ¢ 6J1M3K0M KyIbTypOu (sI3bIK, GU3HEC-MO/IEID)
IL1rockhl: - MUHHMaIbHbIE HHBECTUIINHY - BBICTPHIN 3amyck (1-3 Mecsa) - Jlerko pivot, ecsiu He paboraer

Munycsr: - Ci103kHO cTpouTh joBepue (no local presence) - Hacosble nosica (MeHexepbl paboTatoT HOubto) - Her deep market knowledge

IIpumep: SaaS-xommnanus u3 Poccuu mpogaer B EBpomy uepes remote sales team. MeHe/pkepsl 3BOHAT/IMUIIYT KJIXEHTaM, IIPOBOJSAT AE€MO IO

Z0oom, KOHTPAKTHI [TO/{IIUCHIBAIOT OHJIAHH.

Kpuruueckue 371eMeHTbI: - JIOKaJIM30BaHHBIN CalT (s3bIK, IIeHbI B MeCTHO# Basore) - Local payment methods (Stripe, Adyen) - Timezone

coverage (hire in target timezone wiu shift pa6orsr)

2. Marketplaces & Aggregators

Kak paGoTtaer: [Ipogaka uepes cymiectByomue miatdopmsl (Amazon, Alibaba, Shopify Markets, G2, Capterra).

Hoaxomur auisa: - E-commerce (busnyeckue ToBapel) - PLG SaaS (Product-Led Growth) - Illupokas ayauropus (B2C, SMB)
ILxrockr: - Toroas ayauropus (traffic ecrs) - Jlorucrtuka periena (FBA — Fulfillment by Amazon) - Payments & localization built-in
MuHnychbI: - Boicokue komuccnu (15-30%) - Huskast margin - Het koHTpoJis1 Haz customer experience - CuibHasi KOHKYPEHIUS

IIpumep: IIpousBoauTens anekTpoHuky u3 Kuras Berxonut B CIIIA uepes Amazon FBA. Amazon 6epet Ha ce6s1 XpaHeHHe, I0CTaBKY, BO3BPATHI.

3. Partnerships & Resellers
Kaxk paGoraer: ITapTHep B LIeJIeBOI CTpaHe IIPOJIAeT BaIl IPO/IYKT OT CBOETO UMEHH WJIX KaK IOCPESHUK.

Tunsl napTHepoB: - Reseller — mokynaer y Bac u nepenpogaer (6eper margin 20-40%) - Distributor — sxck1i03uBHBII TapTHEp B cTpaHe/
peruore - Referral partner — npuBozgut Jyujsl, HouydaeT KoMmuccuio (10-20%) - System Integrator — BcTpauBaer Balll IIPOAYKT B CBOHU

pernieHus

Ilopxoaur pns: - B2B Enterprise (rze Hy)KHBI OTHOLIEHHS M JIOKaJbHas pemyranus) - Craoskeble mpoAykTel (Tpebyromue onboarding,

uHTerpanun) - Perynupyemsre ungycrpun (pharma, finance, government)

ILarocer: - Local expertise (3HaIOT PBIHOK, KyJIbTYpY, 3akoHbI) - Established relationships (moctyn x ximentam) - Lower upfront cost (mapraep

HUHBECTHPYET CBOU PeCypChI)
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MuHycsI: - [Toreps margin (20-40% naprHepy) - MeHblle KOHTpoJIA (IapTHep IpeCTaBiIAeT Ball 6peHy) - 3aBUCHUMOCTD (€CIH MapTHEP IIJIOXO

paboraer, cTpasiaeT BeCh PHIHOK)

IIpumep: Hemenxasa software-kommanus BeIxoauT B fmoHmio 4depes local SI (System Integrator), KOTOpBIH HMeeT KOHTPAKTBI € KPYIHBIMH

KOPIIOPAIUAMHE.

Kputnueckue sjieMeHTHI: - Partner enablement: O6yuenue, marepuaiel, demo environments - Clear SLA: Expectations mo lead volume,
conversion, support - Co-marketing: CoBMmecrHble BeOHHApHI, Keiicsl, kKoHpepeHnuu - Incentives: IIpusiexaresabHas KOMUCCHA, OOHyCHI 3a

TIIEPEBBIIIOTHEHNE

4. Local Office / Subsidiary
Kaxk paGoTtaet: OTKpbITHE I0PUUIECKOTO JIMIIA U HaiiM KOMaH/IbI B I[eJIEBO CTpaHe.

IToaxoaut ausa: - Enterprise B2B (tpebyromue local presence) - Macirrabuplie peinku (moteHiuan $10M+ ARR) - Jlosirocpounas crparerus (3-5

J1er)
ILxrocer: - Full control (6penz, mporieccsl, customer experience) - Jlosepue kiarenToB (local entity) - Deep market knowledge (local team)

Munycshr: - Beicokue nnpectunuu ($200K-$1M+ B nepssiii rox) - CraoxkHocTh (opuzimueckasi, HaysoroBas, HR) - Jloxruit break-even (12-24

MecsIa)

IIpumep: AMepukaHckas SaaS-KOMIIaHHs OTKpbIBaeT oduc B JIOHIOHe /Ui aTaku Ha eBpomelckuil Enterprise-peinok. Hammmartor Country

Manager, 2 AE, 1 CSM, 1 SE.

Kputnueckue sjieMeHThI: - Country Manager: OnsiTabli suziep ¢ local network - Legal setup: Perucrpanus xomnanuu, Hasord, GDPR

compliance - Bank account: Local bank s npuema miaresxeii - Office: Physical space (Baxxno s credibility B HeKOTOPBIX Ky IbTypax)

5. Hybrid Model (KoMOHHUpPOBAHHBIN IOXXO0/T)
Kaxk paGoraer: KomOuHamus HECKOJIbKUX Mojiesiel (Hanpumep, remote sales myist SMB + local office st Enterprise).

IIpumep: - Tier 1: UK, Germany, France — local offices - Tier 2: Nordics, Benelux — remote sales + local partners - Tier 3: Eastern Europe —

pure remote sales

KysabsTypHBIE pPa3imausa ¥ afanTaIUs

OpHa u Ta e sales pitch mosker paGoraTh B OZIHOM CTPaHE M IPOBAIUTHCS B IPYTOM.

Mopaeab kKyabTypHbIX n3mepenuii Hofstede

Hofstede Bpiesnn 6 dimensions KyJsIsTyp:

1. Power Distance (JIlucraHIisa BJacCTH)

High Power Distance (Asus, Jlaram, Poccus): - Vepapxus BakHa - PellleHWs NPUHUMAIOTCA TON-MeHeIKMeHTOM - OGpaiieHue 1o

nmomxHoctu (Mr. Director, Dr. Professor)

Low Power Distance (CIIIA, CkanauuaaBus): - [l1ockas CTpyKTypa - MeHeKepbl JOCTYITHbI - OOpalieHye o UMeHn

TaxkTuka mpoaask: - High PD: O6s3artenbro BeixoauTs Ha C-level, He TpaTuth Bpems Ha junior - Low PD: MoskHo crpouts bottom-up (ybenurs
user — oH yoenut boss)

2. Individualism vs Collectivism

Individualistic (CIIIA, UK, Australia): - ®oxyc Ha JINYHBIX ZOCTIDKeHHAX - "Kak 3T0 HOMoskeT MHe/Moeil kapbepe?"

Collectivistic (A3us, Jlaram): - Pokyc Ha rpyne/KoMan/e - "Kak 3To [IOMOKET Halllel KOMITaHH/KoMaHze?"

TakTuka npoaask: - Individualistic: "You will become a hero", "Your KPIs will improve" - Collectivistic: "Your team will benefit", "Company
success"

3. Uncertainty Avoidance (136eraHme HeonpeaeJIeHHOCTH)

High Uncertainty Avoidance (I'epmanus, inonus): - Bostes puckos - HyskHbI ZjoKka3aresibeTBa, references, case studies - Jlosnrue decision

cycles
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Low Uncertainty Avoidance (CIIIA, UK): - ['oToBsI prckoBarts - "Let's try and see" - BolcTpble peneHus

TaxTuka mpogasx: - High UA: Muoro kelicoB, mutoTel, rapanTun, certifications - Low UA: Aggressive pitch, quick POC, "innovator advantage”

4. Long-term vs Short-term Orientation
Long-term (A3us): - Poxyc Ha JOITOCPOIHBIX OTHOLIEHUsX - HBecTupyi Bpems B trust building (dinner, golf, mogapxu)
Short-term (CIIIA, EBpomna): - Poxyc Ha 65IcTPBIX pe3ysbrarax - "What's the ROI in Q1?"

TaxTuka nmpoaazk: - Long-term: He rush, Heckosbpko Berpeu 6e3 sales pitch, crpouts relationship - Short-term: Quick wins, fast ROI, aggressive

timeline

IIpakTUUYecKue MpuMepsl IO perHoHaM

CIIIA

Xapaxkrepucruku: - Fast-paced, transactional - Direct communication ("Let's cut to the chase") - Focus on ROI, numbers, growth - Low

relationship dependency (contract > personal trust)

Sales approach: - Aggressive, confident pitch - Show big numbers (X% growth, $Y saved) - Fast follow-ups (same day email) - Assume sale ("When
can we start?" not "If")

T'epmanus

Xapakrepucrukmn: - Formal, structured - Thoroughness > speed ("We need to analyze") - Risk-averse (need proof) - Engineering mindset (details

matter)

Sales approach: - [leranpuas npesenranus (technical deep dive) - References, certifications, case studies - ®opmasnbaoe obpamienue (Herr/Frau +
Last Name) - Patience (decision cycles 2x longer than USA)

Anonusa

Xapaxkrepuctuku: - Relationship-first (trust > product) - Group harmony (consensus decision-making) - Indirect communication (u3beraror

"no") - High context (uurait Mex/1y cTpoK)

Sales approach: - Invest in relationship (multiple meetings, dinners) - Slow down (te rush) - Presentations: ouens jieranbHble, Kpacusbie slides -
Go through proper channels (ue skip hierarchy) - Gift-giving culture (small thoughtful gifts)

UK

Xapaxkrepucruku: - [Toxoxu Ha CIIIA, Ho GoJiee reserved - Indirect communication ("quite interesting” = not interested) - Humor Basken (self-

deprecating) - Class-conscious (subtly)

Sales approach: - IIpodeccuonansusiii, Ho friendly - He cinmkom arpeccuBHbiil (He kak CIIIA) - Build rapport gepes small talk - Understated
confidence (ue bragging)

Bivaxkuauii Boerok (UAE, Saudi)

Xapakrepucrukn: - Relationship-driven (koro Te! 3Haems > uto ThI npojaeb) - Hospitality Baskua (tea, coffee, conversation) - Family/tribal

connections matter - Patience (Allah's timing)

Sales approach: - Invest in face-to-face (zoom Hemocrarouno) - Small talk mepssie 20-30 mMunyT (cembs, ¢yr6o, Kyaprypa) - Dress formal

(koctiom obsi3atesien) - Never rush (nake ecsin meeting 3arsaruBaercs) - Respect religion (no meetings during prayer times)

OnepanoHHBIE aCHEKTHI MEKAYHAPOJHBIX IPOJAK

Cross-border Payments (MexayHapoaHbI€e ILIATEKN)

ITpuHUMATb IeHbI'M U3 IPYTHX CTPAH — KPUTHUYECKasA YacTh SKCIIAHCUU.

IL1aTe:kHbIE IPOBAN/AEPHI
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IIpoBaiigep T'eorpadpun Komuccus Use case

Stripe 46 crpaH 2.9% + $0.30 Saa$, subscription, e-commerce
PayPal 200+ CTpaH 3.5-5% Global, consumer-friendly
Adyen Global 2.5-3% + fixed Enterprise, multi-currency
Wise (TransferWise) 80 crpan 0.5-2% B2B invoicing, low fees
Payoneer 200+ cTpaH 1-3% Marketplaces, freelance

BamoTHBIE PUCKH
IIpo6aema: IIpogaems B USD, xinent miatut B EUR. Kypc MeHsieTcss — Tepsienb margin.

Pemenusn: 1. Invoice B MECTHOM BasIioTe — KJINEHTY y/00Hee, HO puck Ha Tebe 2. Invoice B USD/EUR — puck Ha KJIMeEHTe, HO MeHee

npueiiekaTeabHO 3. Hedging — BanoTHOe XekupoBanue (17151 GOTBIINX CyMM)

IIpumep: [Tognucka $1000/mec. Knuent B Typuuu. JIupa qeBasibBupoBaiack Ha 30% 3a roz. Eciu invoicing B simpax — morepst $300/mec.

HaJsioru u compliance

VAT / Sales Tax: - Espona: VAT 15-25% (3aBucur ot crpansi) - CIIIA: Sales Tax 0-10% (3aBucuT ot mrata) - Hy»KHa perucrpamus B HaJIOTOBBIX

opranax nocJie threshold
GDPR (Europe): - O6s13aTesibHO 7115t pabOThI ¢ eBpoIeickuMu KiueHtam - IllItpadsl 10 4% annual revenue win €20M
Economic Nexus (CIIIA): - Ecyiu npopaxu B mraTe >$100K nam >200 TpaHzakiuil — HykHa perucrpanus as Sales Tax

Pemenne: lcnosb3oBars Stripe Tax / Avalara — aBTOMaTHYeCKHH pacyeT U yIIaTa HAaJIOTOB.

Jlokamu3amus

Website Localization

MunumyM: - IlepeBos ocHoBHBIX crpanuly (Home, Pricing, Features) - Llensr B MecTHOU BastioTe - Local payment methods (zanpumep, iDEAL B

Tosutaunuu, SEPA B EBporie) - JlokanbHbli HOMep TesedoHa (viu VoIP ¢ local kox)

IIpo translation: - HE ucnosnsayiite Google Translate gy caiita (BeIiaguT HenpodeccuoHanpHo) - HaHnumaiite native speakers - Jlokaiusanus

# IepeBoy (aanTUpyiiTe messaging 1oz KyJIbTypy)

IIpumep mwioxoi Jokammsamum: US website: "Crush your sales goals" — Hemenxwuii (OykBasibHbli nepeBox): "Zerquetschen Sie Ihre

Verkaufsziele" (3By4uT arpecCMBHO U CTPAHHO).

Xopomas gokaausanusa: "Erreichen Sie Thre Verkaufsziele effizient" ([locturaiite ueseii apdekTrBHO).

Product Localization
SaaS: - UI/UX Ha mectHOM s3bike - Date/time formats (MM/DD vs DD/MM) - Currency symbols - Metric vs Imperial (kg vs 1bs)

E-commerce: - Pazmepusie cetku (US vs EU sizes) - Voltage (110V vs 220V g anektpoHuku) - Perynaropusie Tpe6oBanus (CE marking B

Espore)

Logistics pj1a ¢pusnuyeckux ToBapoB

Fulfillment moaenaun

1. Ship from home country: - Camblii JeneBblii, HO fosras JocraBka (1-3 Hezenu) - Boicokue shipping costs - TamokeHHbIE PUCKH (KITMEHT

MOYKET OTKA3aThCs OT HOILIHH)

2. Local warehouse / 3PL: - Beicrpas ocraBka (1-3 jius1) - HyskHO iep»kath inventory B crpase - Boiie costs, Ho Jydiie customer experience

3. FBA (Fulfillment by Amazon): - Amazon XpaHuT 1 OTIIPABJIsET Bail ToBap - Jloctyn k Amazon Prime (6bicTpas mocraBka) - Komuccust 20-
30%

Customs & Duties

TTouwtuHbI: - 3aBucaT oT Kateropuu ToBapa (HS code) - EBpomna: 0-12% (B cpentem) - CIIIA: 0-25% (3aBHCUT OT CTPAHBI IIPOUCXOKIEHU)

VAT: - [Lnatur nostydatesib npu import (eciu e DDU — Delivered Duty Unpaid) - Wi Bol Bkitouaete B neny (DDP — Delivered Duty Paid)
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Pexomenpanus: Paboraiite ¢ customs broker mwiu 3PL, koTopble GepyT 310 Ha ce0sl.

Go-to-Market crparerus i1 HOBBIX PBIHKOB

®daza 1: Research & Validation (2-3 mecama)
Ilesasn: IIoHATD, €CTh JIU CIIPOC.
AxtuBHoctH: 1. Customer Development: - 20-30 UHTEPBBIO ¢ IOTEHIUATIBHBIMU KJIHEeHTaMU - IIoHATH pains, willingness to pay, KOHKypeHTOB

1. Competitor Analysis:

2. Kto Tomn-3 urpoka?
3. Hx pricing, positioning, reviews
4. Test campaigns:

5. Google Ads / Facebook Ads Ha 11e71eBOi phIHOK
6. Landing page Ha MECTHOM sI3bIKe

7. Measure: CPC, conversion rate, CAC

Boixoz ¢daspr: Go/No-go pelieHre Ha OCHOBE JJaHHBIX.

®da3sa 2: Pilot Launch (3-6 mecsaues)
Ilesrb: 3aKpHITH MIEPBBIE 5-10 KJIMEHTOB, 0OTPA6OTATH Process.
AxTuBHOCTH: 1. MVP Jlokaauzanms: - MunumMasibHbii nepesoy (cait + product) - Local payment method (Stripe)

1. Outbound sales:

2. Hire 1-2 local SDR win uciosp3oBaTh remote team
3. Outbound B target ICP (Ideal Customer Profile)

4. Partnerships:

5. Haiitu 1-2 resellers/referral partners

6. Marketing:

7. Local SEO (Google.de, Google.fr)

8. Yuacrue B 1-2 JIOKQJIbHBIX KOH(pepeHIuAX

MeTpuKHu: - 5-10 paying customers - CAC, LTV, conversion rates - Customer feedback (product-market fit score)

®daza 3: Scale (6-18 mecsanen)
Iesnn: MacmrabupoBats 10 $500K-$2M ARR.
AxTuBHOCcTH: 1. Expand team: - Country Manager (ecu Het) - 2-3 AE, 1-2 CSM, 1 Marketing

1. Full localization:

2. ITosIHBIH TEPEBO/T IPOIYKTA
3. Local customer support (timezone coverage)
4. Demand generation:

5. Paid ads (Google, LinkedIn)

6. Content marketing (local blog, keiicsr)
7. Events (conferences, webinars)
8. Legal entity:

9. Perucrparus kKoMaHuu (€I erie HeT)

10. Compliance (GDPR, tax)

MeTtpuku: - ARR growth (target: $1M+ B nepssiii roxr) - NRR (Net Revenue Retention) >100% - CAC payback <12 mecsrieB
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IIpakTHYecKne Kenchl

Keiic 1: Zendesk (CIITIA — EBpoma)
Kommanusa: Customer support SaaS.

Crparerus: 1. Phase 1 (2010-2011): Remote sales u3 Caun-®pannucko 8 UK, Nordics - Hire remote SDR B Espomnie (UK-based) - Jlokanusanust

caiTa Ha 5 A3BIKOB

1. Phase 2 (2012-2013): OTtkpbiTue opucos

2. London office (HQ Europe)
3. Hire Country Managers s Germany, France
4. Phase 3 (2014+): MacurrabupoBanue

5. 10+ oducos B Espore

6. JIokaspHbIe teams (sales, support, marketing)
PesyabTat: EBpomna crana 40% revenue uepes 5 JieT.

KiroueBsbie ypoku: - Hauanu ¢ remote (low risk) - Macurrabuposaucs Tobko nocie PMF B peruone - MuBectuposainu B localization (product +

support)

Keiic 2: Airbnb (CIIIA — Kuraii) — IIpoBai
Kommnanmus: Vacation rental marketplace.
Crparerus: - Otkpsunn opuc B Illanxae (2015) - Hire local team (300+ yesioBek) - uBecTrpoBaiu $1B+ B JIOKQIM3AIMIO U MADKETHHT

IIpoGaembr: 1. Koukypenmusa: Local players (Tujia, Xiaozhu) syume suHamu peiHok 2. Kyaprypa: Kurailupl HpeAnoYHTaId OTEIH

(6e3omacHoCTb, 0Bepue) 3. Peryssanusa: CiiokHble 3aKoHbI 11 homestay 4. Omepamuu: CoxxHO yrupasssts u3 SF, cultural mismatch
PesysabpTat: 3aKpbUIN KUTAHCKOe HanpasyieHue B 2022. IToteps $1B+.

Ypoxu: - Bosbloii peIHOK # JIerkuil peIHOK - Local competitors moryt 6b1Th cutbHee - Cultural fit kxputuuen (ocobento B C2C)

Keiic 3: Wise (UK — Global) — Ycmex
Kommanms: Mexaynapozubie nepeBojsl (fintech).
Crparerus: 1. Phase 1 (2011-2014): Pure online, no offices - Organic growth (word-of-mouth) - Jlokanusamus caiita Ha 20+ A3bIKOB

1. Phase 2 (2015-2018): Expansion uepe3 partnerships

2. Uurerpanus ¢ 6aakamu (Monzo, N26)
3. API 151 GuzHecoB
4. Phase 3 (2019+): Local presence

5. Oducer B 10+ crpaHax (11 compliance)

6. Local bank accounts (faster transfers)
PesyabpTat: 10M+ nosp3osaresieii, $10B+ transfers B rog.

KiaoueBble ypoku: - Product-market fit global (problem 6su1a Beszme) - Remote-first mozmesns (low cost) - Compliance kak KOHKypeHTHOe

IIPEUMYILECTBO

OmunbKU, KOTOPBIX CTOUT U30eraTh

1. KomupoBaTh JOMalIHIOO CTPATEruio 1:1
Omu6ka: "Y Hac paboraer B CIIIA, 3nauut cpaboraer B 'epmanun.”

PeasrbHOCTB: PasHble KyIbTyphl, IPOIECChl TOKYIKH, KOHKYPEHTBI.
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Pemenue: Ananrupyiite messaging, sales process, pricing mos Kax/slii pbIHOK.

2. HegoonneHuBaTh MHBECTUIIUU
Ommuoka: "HalimeM 1 MeHe/Kepa, uepes 3 MecsIa Beli/ieM Ha IpUObLIb."
PeanpHOCTb: Break-even 12-24 mecsinia. HyxHo $200K-$500K Ha miepBblii roz1.

Pemenue: 3akia/(plBaliTe peaInCTUYHbIHN O10/KeT U timeline.

3. I/II‘HOPI/IPOBaTL JOKAJIBHBIX KOHKYPE€HTOB
Omu6ka: "Mbpl siydinye B MUPe, MECTHbIE HEe KOHKYDEHTBL."
PeasbHOCTB: JIoKaIbHBIE HTPOKU 3HAIOT PHIHOK, KyJIBTYPY, UMeIoT relationships.

Pemenue: I3yuaiite JIOKaIbHBIX KOHKYPEHTOB ITTy0oKo. [JuddepeHupyiirecs.

4. He nanumars local talent
OwmuGka: "Yupasisem usz HQ, 3auem local team?"
PeanbHOCTB: Local team = market knowledge + cultural fit + relationships.

Pemenue: Hire Country Manager ¢ onbiToM u network B perrose.

5. 3anycKaThCs B 10 CTPaH OTHOBPEMEHHO
Ommuo6ka: "/laBaiite atakyem Bcio EBpory cpasy.”
PeasbHOCTB: PazmbiBaercs: GOKyc, HET PECypCOB, HUT/IE He I0CTUTaeTe KPUTUIECKOH MacChl.

Pemenue: Bribepure 1-2 IPHOPUTETHBIX PHIHKA. CTaHbTE CUIBHBIME TaM, IOTOM PACIIUPSUTECD.

KiioueBbie BBIBOIBI

1. Bei6op peiaka — data-driven mpouecc. Ouenusaiire market size, accessibility, competition, cultural fit.

2. MoaeJib BX0/ia 3aBHCHUT OT MIPOAYKTA U Gro:KkeTa. Remote sales — Partnerships — Local office — ecrecTBenHast sBosrorus.

3. KysibTypHbIe pasanunsa KputagHsl. To, uto paboraer B CIIIA, moxer npoBanuTbes B l'epmannu win Anonun. Ananrupyiire approach.
4. Jlokasuzanus > nepeBoa. Hemocratouno nepesectu caiiT. Hy:kHO azjanTupoBaTth messaging, pricing, customer experience.

5. OmepanuoHHas CJI0KHOCTh BBICOKA. Payments, taxes, logistics, compliance — 910 He Mesouw, a critical path.

6. IlapTHepCcTBa yCKOPAIOT BBIX0A. Local resellers / distributors gaoT gocTyn k kineHTaMm u expertise.

7. AuBectupyiire B local team. Country Manager ¢ market knowledge — xriou k ycmexy.

8. ®oxyc yunre, yem pa3mbITHE. JIyuiie ObITh CIUIBHBIM B 2 CTPaHAX, Y€M C1a0bIM B 10.

ITomHUTe: MeXayHapoiHasA SKCIAaHCUA — 3TO MapadoH, a He CIPUHT. PealncTUYHbIe 0KU/AHNSA, TEPIIEHNE U a/IJalTal[iA — KIJIIOUH K YCIIexy.

I'masa 30. Kapbepa B mpojiazkax ¥ HIOCTPOEHHE JUYHOTO OpeHaa

Beepenue: IIpogaxxu kak kapbepa
IIpomaxu — ofiHa M3 HEMHOTHX Ipodeccuii, rie MOKHO HadaTh 6e3 HhopMasbHOro 06pasoBaHUsI U Yepe3 5-7 JieT 3apabaThiBaTh OOJIbIIE, YeM BpAUH

WIN IOPUCTHL. DTO Kaphepa ¢ MPO3pavyHON MeTPUKOH yciexa (revenue), YeTKMMH CTYIEHSIMH POCTA U IMPAKTUYECKU HEOTPAHUYEHHBIM IOTOJIKOM

noxoza.
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ITouemy nmpopaku — OTJIMYHaA Kapbepa?
1. High earning potential: Ton-10% npo/asuos 3apabatsiBaior $200K-$500K+ B roz (B B2B SaaS / Tech).

2, Hpospaql-laﬂ MEpUTOKpaTud: B oryinume ot MHOTUX HPOQ)GCCHI‘;I, T/ie IPOABUXKEHNE 3aBUCUT OT IIOJIMTUKH, B IIPpOJAXKaX BCE HU3MEPUMO: ThI

160 3aKpbIBaelib plan, ubo Her.

3. Transferable skills: HaBpiku npogask (KOMMYHUKAI¥sA, IEPETOBOPHI, BIMAHUE) pabOTAIOT Be3/le — OT CTapTarna Jio Kopropamud, oT tech no

pharma.
4. BeicTpslii poct: B 1pyrux npodeccusnx HyKHO 10-15 JIET, YTOOBI CTaTh TOI-MeHE/KepOM. B mpoiazkax MoskHO crath VP Sales 3a 5-7 sier.

5. Entrepreneurial mindset: [IpoiaBIipl 9acTo CTaHOBATCS yCIeMHBIME dayHzepaMu (YMEIOT IPOAABATh MIPO/YKT, IPUBJIEKATh KJIMEHTOB, pitch

WHBECTOPAM).

Kapsepnas sectauna B B2B nmpogaxax

Kapbepa B nIpojiaskax nMeeT YeTKYI0 CTPYKTYpy. BoT TunuuHslii myTh B B2B SaaS / Tech xommanuu:

Yposens 1: SDR / BDR (Sales Development Representative)
Poub: l'enepanus aui0B, kBaudukanus, nepeaada AE (Account Executive).

O6aszanHocTH: - Cold outreach (email, LinkedIn, phone) - Kanudukanus Bxoxpamux augoB - Booking meetings mia AE - Pa6ora ¢ CRM
(Salesforce, HubSpot)

TpeGoBanus: - O6s14no0 entry-level (6e3 ombiTa) - KoMmMyHIKaTHBHBIE HaBBIKH - Resilience (cTpeccoycTodanBOCTS — MHOTO rejection)

3apmiara (benchmarks):

Peruox Base OTE (On-Target Earnings) PeasibHOCTH TOII-10%
Poccus $15-25K $20-35K $40-50K

Kazaxcran $12-20K $18-30K $35-45K

V36exkucran $8-15K $12-22K $25-35K

CIIIA (SF, NY) $50-70K $70-90K $100-120K

Espona (London, Berlin) $35-50K $50-70K $80-100K

JINTeabHOCTH: 1-2 To/a (3aTem nepexoz B AE niu cneranusanus B Senior SDR).

KPIs: - Meetings booked: 15-25/mecsi - SQL (Sales Qualified Leads): 10-15/mecsiy - Connect rate: 20-30% - Meeting show-up rate: 60-70%

Yposens 2: AE / Account Executive
Pousb: Closing cenok (ot demo zio contract signature).

OGasanHocTu: - [Iposenenue discovery, demo, negotiations - Pa6ora ¢ pipeline - Forecasting (mporao3upoBanue Beipyukn) - Cross-sell / up-sell

CyIIECTBYIOIIIUM KJIME€HTaM

Cermenrtanusa: - SMB AE — pa6ora ¢ maneiv 6usaecom ($5K-$50K deals) - Mid-Market AE — cpennne kommnaunuu ($50K-$200K deals) -
Enterprise AE — kpynubie kopropanuu ($200K-$2M+ deals)

3apmiara:

Pernon Base OTE PeasibHOCTH TOII-10%
Poccus (SMB) $25-40K $40-70K $80-120K

Poccus (Enterprise) $40-60K $70-120K $150-200K
Kaszaxcran $20-35K $35-60K $70-100K

CIIIA (SMB) $60-80K $100-140K $180-250K

CIIIA (Enterprise) $80-120K $150-250K $300-500K

Espomna (Enterprise) $60-90K $110-180K $220-350K
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JIINTEeIBHOCTD: 2-4 rosia (3ateM Senior AE miu nepexo/ B management).

KPIs: - Quota attainment: 100%+ (target) - Win rate: 20-30% (SMB), 15-25% (Enterprise) - Average deal size - Sales cycle length

Yposens 3: Senior AE / Strategic Account Executive
Pouib: PaboTa ¢ KpyIHEHIIUME C/IeJIKaMuy, HacTaBHUYeCTBO junior AE.

0O6a3annocru: - Closing $500K-$5M+ deals - CiioxHble, 1HHHbIE TUKIIbI (6-18 MecsreB) - Pabota ¢ C-level kinentos - Menropcerso it AE

3apniaTa:
Perunon Base OTE PeasibHOCTH TONI-10%
Poccus $50-80K $100-180K $200-300K
CIIIA $100-140K $200-350K $400-600K
EBpona $80-110K $150-250K $300-450K

JIInTeIBHOCTE: 3-5 JieT (3aTeM Iepexos B management win Key Account Management).

Yposens 4: Sales Manager / Team Lead
Poub: Yrpasienue komasioi 3-8 nposasuos (SDR nnu AE).

O6saszanHocTH: - Hiring & onboarding - Coaching & performance management - Pipeline review, forecasting - Process optimization -

OTBeTCTBEHHOCTH 3a team quota

3apruiara:
Peruon Base OTE PeansHOCTH TON-10%
Poccusn $50-80K $80-130K $150-200K
CIIIA $90-130K $140-200K $250-350K
EBpona $70-100K $110-170K $200-280K

KPIs: - Team quota attainment: 95-110% - Ramp time HoBBbIX hire (60-90 jHeilt 0 IepBOH cenku) - Team retention (Huskuil turnover) - Pipeline
health (3x coverage minimum)

Ypogens 5: Director of Sales
Poub: YHpaBJ'IeHI/Ie HECKOJIbKUMU KOMaH/JaMU WU PETHOHOM (20-50 qeﬂonex)‘

O6asanHocTH: - CTpaTerus Npojax Juld AemapramMeHTa - Hiring managers - Budgeting (ruranupoBanue pacxonos Ha team) - Cross-functional

alignment (marketing, product, CS) - Executive reporting (board, CEO)

3apniaTa:
Peruon Base OTE/Bonus Equity (omuoHbI)
Poccus $80-120K $120-200K 0.1-0.5%
CIIIA $140-200K $220-350K 0.2-1%
Espona $110-160K $180-280K 0.15-0.7%
Yposens 6: VP Sales

Poub: I'1aBa Bcell KOMMepUYecKo# GYHKIIUN KOMIIAHUH.

O6a3anHocTu: - [loctpoenne u MmacurrabupoBaHue sales organization - Revenue strategy (kak moctuus $10M — $50M — $100M) - Board

presentations - Recruiting executive talent - Onpeznenenne ICP, GTM motion, pricing strategy

3apiuiara:
Perunon Base Bonus/Commission Equity
Poccus (startup) $100-150K $150-250K 0.5-2%
Poccus (scale-up) $150-250K $250-400K 0.2-1%
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Peruon Base Bonus/Commission Equity

CIIIA (startup) $180-250K $300-500K 1-3%
CIIIA (public company) $250-400K $500K-$1M+ 0.1-0.5% RSU
Espona $150-250K $250-450K 0.5-2%

TpeGoBaHus: - 8-12+ jier B npojaxkax - Onsit scaling (npusesnu xommanuio ot $5M — $50M+) - Proven track record (BbIoJIHEHME IUIAHOB,

[IOCTPOEHKE KOMaH/)

Yposens 7: CRO (Chief Revenue Officer)
Pouib: Yipasiienue Beeii revenue-generating gpyukuumeit: Sales + Marketing + Customer Success.

O6sa3anHOCTH: - [l0/THAST OTBETCTBEHHOCTD 3a revenue kommanuu - Alignment Bcex GTM ¢ynkrmii - Crparerust Ha ypoBHe C-suite - PaGora ¢

investors, board

3apruiara:
Pernon Base Bonus Equity
CIIIA (startup $10-50M ARR) $250-350K $400-700K 1-4%
CIIIA (scale-up $50-200M) $350-500K $700K-$1.5M 0.5-2%
CIIA (public company) $400K-$1M+ $1IM-$5M+ RSU packages

TpeGoBaHu: - 12-18+ jier omnbita - Track record macurrabuposanus $50M+ ARR xommanuii - Deep expertise B Sales, Marketing, CS

AJZIbTEpHAaTUBHBbIE KapbepHbIE IIYTH

He Bce xoTAT uaTH B management. Bot AJIbTEPpHaTUBBI:

1. Key Account Manager (KAM)
Pouib: I'my6okas paboTa ¢ 5-15 KPYIHEHIINMY KJIHEHTaMHU KOMIIAHUH.

IToueMy nmpuBJIeKaTeJIbHO: - Menblre transactional paGors! (He 50 MeJIKUX CHEJIOK, a 5 KPyIHbIX) - CTpaTerndyeckoe IapTHEPCTBO - BbICOKUE

noxoz ($150K-$300K+ OTE) - He HY»>KHO YIIPaBJIATD JIIObMU

IIyrs: Enterprise AE (3-5 siet) — Senior AE — KAM

2, Sales Engineer / Solutions Consultant
Poub: TexHnueckuii axcnept, kotopseiit momoraer AE Ha demo, POC, technical discovery.

Ilouemy mpHBJIEKATEJIbHO: - MeHblle pressure (He oTBeuaens 3a quota) - Irybokast TexHuueckass pabora - Xopomuii work-life balance -

Bapmiata $100K-$200K+ (CIIIA)

TpeGoBanus: - Texundeckuil background (CS, Engineering) - KoMMyHUKaTUBHBIE HABBIKU

3. Revenue Operations (RevOps)
Pourb: OrrruMusanysi IpoleccoB, aHaIMTHKa, tooling st Sales/Marketing/CS.

IloueMy mpUBJIEKATEJIbHO: - AHATUTHYECKasl, cTpaTernyeckas pabora - BiausHue Ha BCio KoMnaHuio - 3apmiata VP RevOps: $150K-$300K+
(CIIA)

ITIyts: Sales Ops Analyst — Sales Ops Manager — Director RevOps — VP RevOps

4. Entrepreneurship / Consulting
PoJb: ®prutancep, KOHCYJIBTAHT IO TPOJAXKaM MUK dayH/Iep cTapTamna.

Ilouemy npuBIaeKaTreabHO: - HesaBucumoctb, rubkocts - Unlimited upside (ocoGenno crapram) - Pa6ora ¢ pasHbIMM KOMIIAHUSMU/

MH/YCTPUAMU
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3apmiara (consulting): - Junior consultant: $100-200/4ac - Senior consultant: $250-500/4ac - Fractional VP Sales: $10K-$30K/mecsy (part-

time 7151 HECKOJIPKUX CTAPTAIIOB)

IIyTh: 5-10 JjieT B mpojiaskax (1o ypoBHs Director/VP) — 3amyck consulting IpakTHKK WK CTapTarna.

Kak yckopuTh KapbepHBIIl POCT

1. IlepeBbInoHANTE IJIaH (HE IPOCTO BHIMOJIHANTE)

ITouemy Baz:kHO: [Ipo/iaBIbl, CTAOUIBHO JleIaoIue 120-150% quota, mosydaror: - Promotion 6eictpee (1.5-2x) - President's Club trips (narpazsi,

moesku) - Stock options / bonuses - Reputation (recruiter headhunting)

Kax: - Focus on high-value activities (ze busy work) - Improve win rate (Jiyuie 3akpsiBatb 30% leads, uem 20%) - Increase deal size (up-sell, cross-

sell) - Shorten sales cycle (6bicTpee 3aKpbIBaTH — GOJIBIIIE C/IEJIOK)

2. CraHbTE IKCIEPTOM B HHAYCTPUHU/IIPOAYKTE
ITouemy BaxkHO: ToII-IPOIABIIBI He IIPOCTO "TPOAAIOT", OHU KOHCYJIBTUPYIOT. OHM 3HAIOT MH/YCTPHUIO KJIHEHTA JIydIlle, YeM KJIUEHT.

Kaxk: - Yuraiite orpaciieBbie otyersl (Gartner, Forrester) - Ciymaiite customer calls (#e TospK0 cBou) - M3yuaiite KOHKYPEHTOB I1y60Ko - CTaHbTe

thought leader (mumure LinkedIn moctsr, craThbin)

Ipumep: AE, xoropsiii npogaer HR-tech, mosken suares: - Tpenzbl peika Tpyga - HR compliance & regulations - KoHKypeHTHBbIE penieHust

(Workday, SAP SuccessFactors) - Keficbl 13 HHAYCTPUY KJIUEHTA

3. Pazsusaiire leadership skills (zaxe ecsiun He meHem:kep)
ITouemy Ba:kHO: Promotion B management tpe6yeT He Tosbko sales skills, Ho u leadership.

Kaxk: - MenTtopsre junior xosuter (naxe HedopMayibHO) - Benute training sessions (mozpesutech best practices) - Yuacrsyiite B hiring (momoraiire

HHTePBBIOUPOBATH KAaHAUATOB) - Bepure ownership 3a nmpoexTs! (HanpuMep, onTuMu3anus sales mpouecca)

4. MeHAHTEe KOMIIAHUH CTpaTeruaeCcKu

ITouemy BaHO: B npoza’kax cMeHa KOMIIAHUK KasK/ible 2-4 rojjla — HopMa. JTo Crocob: - YBeIMuuTh 3apIuiaty Ha 30-50% (external hire ruiatst

6osbie, yem internal promotion) - ITosyuuts Gosiee Bbicokyto mo3uiuio (AE — Senior AE — Manager) - Paciuputs network u experience
Kak res1ath npaBUJIbHO:

Xopomne IIPpUYHUHBI MEHATH: - IIOCTI/II‘JII/I IIOTOJIKA (HeKy/:(a paCTI/I) - Komnanus CTarHupyer (HeT pocra — HET HOBBIX BOBMO)KHOCTeﬁ) -

Jlyurast BOBMOXKHOCTD (paHHee stage startup ¢ equity, Tonosast KoMmnaHus)

X ILnoxue mpuuuHbL: - Mensere kaxzable 6-12 Mecanes (red flag 11 pekpyTepos) - VxoauTe, moToMy uTo "Tsikeso" (Ipojjaxku Besjie TAKeble) -

Job hopping 6e3 pocra (5 et AE — AE — AE = Het mporpecca)

OnTuMaIbHAadA CTpaTerus: 2-3 roia Ha MO3UIUK — Iiepexof ¢ promotion (AE — Senior AE wiu Manager).

5. IuBecTupyiire B network
Iouemy BazkKHO: BOJIBIIMHCTBO JIyUIIMX BOZMOKHOCTEH IPpUXoasT uepes network, a ve LinkedIn jobs.

Kaxk: - LinkedIn: 500+ connections, aktuBHOCTh (moctbl, KoMmMeHTapuu) - Industry events: ITocemaiite SaaStr, Sales Hacker, ysiokanbHbIE
meetups - Alumni networks: Ces3p ¢ OGbIBIIMME KOJUleraMu (OHU TEPEXOZAT B Jpyrue Kommanuu — referrals) - Mentors: Haiigure 2-3

MEHTOPOB (Ha 1-2 YPOBHS BBIIIIE BaC)

IIpumep: VP Sales u3 Balieil mpoIioi KOMIIAHUN IEPEXONT B CTAPTAIl — 30BET Bac Kak Director. Bes network BbI GbI HE Y3HAIH O BOBMOKHOCTH.

ITocTpoeHue JUYHOTO OpeHaa

B coBpeMeHHBIX TPO/iaKax JIMYHBIN OpeH/| = KOHKyPEHTHOe IIPEeUMYIecTBO. KJIMeHThI TOKYIAl0T He TOJIBKO IIPOAYKT, HO U JIOBEPUE K IPOJABILY.
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3aueM Hy:KeH JUYHBIA OpeH/I B mpojakax?

1. Inbound leads: Eciu BbI H3BeCTHBI B HHYCTPHUHU, KJIMEHTBI cAMU ITHITYT BaM (warm leads).
2. ToBepue: "f Busen Bamu moctel B LinkedIn" = +50% K Z0BepuIo Ha IIEPBOM BCTpeye.

3. Kappepa: Pexpyreps! HaxoasT Bac (He BbI uiiere pabory).

4. Exit opportunities: Consulting, speaking, KHUTH, KypCbl — JOTIOJIHUTETBHBIN J0XO/I.

ILnaTdopmsl A1 MOCTPOEHNA OpeHaa

1. LinkedIn (Must-have)
IMouemy: B2B ayauropusi, mpodeccuoHaibHas ceTh, AITOPUTM TpozBuraer quality content.
Crparerus:

A) IIpodwnis: - [Ipodeccuonansroe oto - Headline, koropsrit npogaer: He "Sales Manager at Company X", a "ITomoratr B2B SaaS komnanusm

MacmTabupoBaTth BRIPYUKy ¢ $1M 10 $10M" - O cebe: Bar ombIT, 9KCIEPTH3A, KEHCHI
B) KonreHnr (3-5 HOCTOB B HEJEJIIO):

Tunsl mocros: - Keticer: "Kax mbl 3akpsutn $500K deal” (storytelling) - Jlatidxaku: "5 Texuuk s cold email ¢ 40% open rate" - MueHus:

"ITouemy BANT ycrapen B 2026" (controversial, Ho aprymeHTHpOBaHHO) - JImuHoe: "UTo 51 y3Ha 3a 10 JIeT B pozakax" (authenticity)
®opmar: - Koporkue ab3arsr (1-2 crpokw) - Bullet points, criucku - Omoruu + nanusle - Call-to-action (koMMeHTHPYITE, A€TUTECH OIIBITOM)
IIpumep nmocra:

3akppum cfiefiky Ha $300K mocie 14 MecsueB IEperoBOpOB.

Yro cpaborano:
e Multi-threading (8 KOHTaKTOB B KOMIAaHWUM)
® OBR Kaxblil KBapTal (He Tepsid momentum)

* Executive sponsorship (Ham CEO BcTpewancsi ¢ ux CEO)

InaBublii ypok: B Enterprise mpopaxkax TeprneHMe = BbIPYUKa.

Kakasi Bama camasi jjoarasi cjiejika?

PesyabTaT: 100-500+ Views, 10-30 KOMMEHTapHEB, HeCKOIbK0 DM ¢ Bompocamu (II0TeHI[HAIBHBIE JIUABL/connections).

C) Engagement: - KoMMeHTHPYHTE TOCTHI JIUIEPOB UHAYCTpUK (YMHBIE KOMMEHTApUH = BUAMMOCTD) - OTBeuyaiiTe HA KOMMEHTApPUH K CBOUM
nocTam (a7IropuTM npozaBuraer engaged mocThl)

2, Twitter / X (OnuuoHaIbHO)

TTouemy: Bosee mupoxas ayauropus, tech/startup community.

Crparerus: - Koportkue insights (threads) - Kommenrtapuu k Tpernam - Networking ¢ dbaynaepamu, nHBecTOpaMu

TIToaxomuTt pus: Tex, kro xouer consulting / speaking / crapran connections.

3. YouTube / Podcast (Advanced)

ITouemy: I'y1yGOKHII KOHTEHT, IOJITOCPOYHBIHN aKTUB (BH/1€0 PAabOTAIOT ToZjaMu).

Crparerus: - 3anycrure KaHas/podcast o mpozakax - 1-2 BU/e0/31H30/ia B Mecs1l - IIpuriacure rocreii (JIM1epoOB HH/YCTPUH)
IIpumepsr: - "30 Minutes to President's Club" (podcast) - "The Sales Evangelist" - "The Salesman Podcast"

Pesyiaprar: - Authority (ter "skcmepr, y koToporo ectb kaHai'") - Speaking opportunities (kondepenuun npuriamaior) - Consulting clients

4. Newsletter / Blog (Long-term play)
ITouemy: Owned audience (ue 3aBucuiib ot anropurmos LinkedIn).
Crparerus: - ExxeHesie/IbHbIH/ exxeMecsTIHBIN newsletter - IimyGokue cratsu (2000+ ¢710B) - Kelickl, ppeliMBopky, templates

MoneTusanus: - [iaTHas noanucka (Substack: $10-20/mec) - Ciorcopero (korzaa ayauropus 5K+)
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IIpumeps! ycremrHbix personal brands B mpogaxkax

1. Jeb Blount (Sales Gravy) - Kuuru: "Fanatical Prospecting” - Podcast, YouTube, kypcs! - [loxoz: $5M+/rox (omeHka)
2. Anthony Iannarino - Blog, kaury, speaking - 200K+ LinkedIn followers - Korcynbrant muist Fortune 500

3. Morgan J. Ingram - LinkedIn influencer (SDR expertise) - 150K+ followers - Koncynprant, speaker, course creator

OGuree: - KoncucreHTHOCTD (5-10 JIET peryssipHoro kourenra) - Huma (ue "Bce npogasku”, a koukperHo: SDR, Enterprise, SaaS) - Authenticity

(JIMYHBIE UCTOPUH, TTPOBAJIBI, YPOKN)

Freelance Consulting B mpogaxkax

JIJ1s1 OTIBITHBIX ITPO/IABIOB (7-15+ JieT) consulting — npuBJiekaTespHas anbrepHaTusa full-time pa6ore.

Tunsi consulting

1. Fractional VP Sales

Yro aT10: Part-time VP Sales /151 2-4 crapTanos 0ZJHOBPEMEHHO.

0O6aszanHoOCTH: - [TocTpoenue sales nporecca - Hiring & training komanier - Crparerus GTM
3apruiaTa: - $10K-$30K/Mecsn Ha kineHTa - 2-3 kiarenTa = $20K-$90K/mecsiy

Tpe6osanus: - OnbiT VP Sales/Director - Track record (built sales org from $0 — $10M+)

2. Sales Process Consultant
Yro 310: [ToMoLIs KOMIIAHUAM ONTHMU3HPOBATH sales mporecce, tooling, training.

O6azannocru: - Audit Tekymero mpomecca - Redesign (ICP, playbooks, cadences) - O6yuenne xomanzael - Implementation (CRM setup,
dashboards)

3apruiara: - Project-based: $20K-$100K (2-6 mecsinieB) - Retainer: $5K-$15K/mecsiig

3. Sales Training & Coaching
Yro 310: O6yuenue sales komany; (workshops, 1-on-1 coaching).
0O6a3anHocTu: - Training sessions (SPIN, MEDDPICC, Challenger) - Coaching AE/SDR (call reviews, role-plays) - Coznanue playbooks

3apmara: - Workshop: $5K-$20K (1-2 nus) - Coaching: $200-$500/4ac

Kak Hauatsh consulting

IIIar 1: Define your niche - Unaycrpus (SaaS, Fintech, E-commerce) - Stage (seed, Series A-B, scale-up) - Problem (building SDR team,

Enterprise sales, etc.)

IIar 2: Build credibility - LinkedIn presence (1-2 roga akrusHocru) - Case studies (ycnemnsie mpoekTs! Ha full-time pa6ore) - Testimonials (oT

OBIBIIINX KOJLJIET, KIIIEHTOB)

IIIar 3: First clients - Network (6siBinine xosueru, connections) - Offer free/discounted pilot (build portfolio) - Referrals (kakaprit kiueHT

JoJKeH fath 1-2 referral)

IIIar 4: Scale - Raise rates (Haunute $150/49ac — uepes roz $300-500/4ac) - Productize services (templates, playbooks, courses) - Hire associates

(junior consultants paGoTaroT 110/ BaMu)

Salary benchmarks (moapo6u0)

225



Poccusa (MockBa, Caukr-IlerepOypr)

IHo3unmusa

SDR

AE (SMB)

AE (Mid-Market)
AE (Enterprise)
Sales Manager
Director of Sales

VP Sales

Base (rogoBasn)
$15-25K
$25-40K
$35-55K
$50-80K
$50-80K
$80-120K

$120-200K

OTE
$20-35K
$40-70K
$60-100K
$90-150K
$80-130K
$120-200K

$200-350K

Tom-10%
$40-50K
$80-100K
$120-150K
$180-250K
$150-200K
$250-350K

$400-600K

IIpumeuanusn: - Tech/SaaS miaTsaT Ha 30-50% Bbllie, ueM TpagunroHHble B2B - Crapramst (Series A-B) maror equity 0.1-2%

Kaszaxcran (AsxmaTtbl, AcTaHa)

IHo3unmusa
SDR

AE (SMB)

AE (Enterprise)
Sales Manager

VP Sales

Y36ekucraH (TamkeHT)

IHo3umusa
SDR

AE (SMB)

AE (Enterprise)

Sales Manager

Base

$12-20K
$20-35K
$40-60K
$45-70K

$90-150K

Base
$8-15K
$15-25K
$30-50K

$35-60K

CIIIA (tech hubs: SF, NYC, Seattle)

Ilo3uus

SDR

AE (SMB)

AE (Mid-Market)
AE (Enterprise)
Sales Manager
Director

VP Sales

CRO

Base
$50-70K
$70-90K
$90-120K
$120-160K
$110-150K
$150-220K
$200-300K

$300-500K

OTE
$18-30K
$35-60K
$70-110K

$70-110K

$150-250K

OTE
$12-22K
$25-45K

$50-85K

$60-100K

OTE
$70-90K

$110-150K

$150-220K

$220-350K

$170-250K

$250-400K

$400-700K

$700K-$2M

Ton-10%
$35-45K
$70-90K
$130-180K
$130-170K

$300-400K

Ton-10%
$25-35K
$50-70K
$100-140K

$120-160K

Ton-10%
$100-130K
$180-220K
$250-350K
$400-600K
$300-400K
$500-700K
$800K-$1.5M

$2M-$5M+

+ Equity: - Early-stage (Seed-A): 1-5% - Growth (Series B-C): 0.2-1.5% - Late-stage / Public: RSU (Restricted Stock Units)

EBpona (London, Berlin, Amsterdam)

Ilo3unus

SDR

Base

€35-50K

OTE

€50-70K
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Io3unusa Base OTE Tomn-10%

AE (Mid-Market) €60-85K €100-150K €180-230K
AE (Enterprise) €80-120K €140-220K €280-400K
Sales Manager €75-110K €120-180K €220-300K
Director €100-150K €170-270K €350-500K
VP Sales €130-200K €220-380K €450-700K

IIpakTUyeckue CoOBeThI

Ja saunaamomux (SDR/Junior AE)

"o

1. Focus on fundamentals: - Prospecting, qualifying, objection handling - Ywnraiite xuuru: "Fanatical Prospecting”, "The Sales Development

Playbook"
2. Volume + consistency: - 50-100 outreach touches/nens (emails, calls, LinkedIn) - Track metrics (conversion rates)
3. Learn from top performers: - Cymaiire call recordings siyumux AE - ITpocure feedback

Iensn: Promotion B AE uepes 12-18 mMecsiies.

s AE (2-5 Jjer onbITa)

1. Master your craft: - Ocpoiite 2-3 dpeiimopka (MEDDPICC, Challenger, SPIN) - CTaHbTe 3KCIIEDTOM B UH/IyCTPHH
2. Build pipeline discipline: - 3x pipeline coverage (muaumym) - Qualify sxectko (He Tparbre Bpems Ha bad fit)

3. Networking: - LinkedIn activity (3-5 mocros/uezesnto) - Industry events

Ienan: 120%+ quota — promotion B Senior AE nyu Manager.

Jnas Manager/Director (5-10 JjieT)

1. Develop leadership: - Read: "The Sales Acceleration Formula", "Predictable Revenue" - Coaching skills (rmomoms komanze)
2. Think strategically: - He Tosipko0 execution, Ho u strategy (mporeccsr, hiring, GTM)

3. Build your brand: - Speaking (iokanbHbie meetups) - Writing (LinkedIn long-form)

Ilesn: VP Sales i CRO no3urusi.

KiioueBbIie BBIBOIBI

1. IIpoga:ku — kapbepa ¢ npo3pauysabiM pocToM. Ot SDR 10 CRO MOXKHO IPOHTH 32 10-15 JIET IIPHU ITPABUIBHON CTPATETHH.
2. Earning potential orpomes. Ton-10% poAaBIioB 3apabaThIBaIOT O0JIbIIIE, YeM GOJIBIIMHCTBO Ipodeccuil (Bpauu, IOPUCTBI, HHKEHEPHI).
3. EcTb anpTepHaTuBbl management. KAM, Sales Engineering, RevOps, Consulting — myTu 6e3 ynpasiieHus JIOAbMU.

4. JInuHbIii OpeHJ = KOHKYpeHTHoe npeumymiectBo. LinkedIn presence orkpsiBaer inbound leads, kapbepHble BO3MOXKHOCTH, consulting

KJIHEHTOB.
5. IlepeBBINOJIHEHHE IJIAHA — KJIIOY K POCTY. 120-150% quota = promotion, bonuses, reputation.

6. Network = net worth. BopIInHCTBO JTyqIix BO3MOKHOCTEH IPUXOZSAT dyepes connections, a He job boards.

7. Consulting — BeIxoj s seniors. Fractional VP Sales mozker 3apabarbsiBats $200K-$500K/roz, paboTast Ha 2-4 KJIHMEHTOB.
8. Teorpadusn Bausaer Ha 7oxox. CIIA mwiatur B 3-5x Gosbiie, uem CHT', HO KOHKYPEHI[US U CTOUMOCTD YKU3HH TAKIKE BBIIIIE.

ITomuuTe: IIpogaxku — oJHA U3 HEMHOTHX ITPOQECcCHi, I7ie pe3yJIbTaT 3aBHCHUT OT Bac Ha 80-90%. Her moyutuky, HeT caydaiiHocT. Ecn BB

Jiydiie mpojgaeTe — BbI 6oJbIiIe 3apa6aTI>IBaeTe n 6bICTpe€ pacrere. ATO MaKCUMAaJIbHO MEpUTOKpaTU4YHas Kapbepa.
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