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1. 4ITbOBA AYONTOPIA (TARGET AUDIENCE)

1. [{inpoBa ayautopis (Target
Audience)

1.1. IlepBunHa miaboBa ayautopis (Immediate Buyers)

1.1.1. KomepuinHi komnaHii (B2B)

MigkaTteropit:

» CepeaHi Ta Benuki komnatii (50-500+ cniBpobiTHWMKIB)

» Komnanii, wo BxoasaTb Ha HOBI pMHKK abo po3LLMPHOOTLCS

» KomnaHii 3 BUCOKUM piBHEM pU3UKY (dpiHAHCKU, HEPYXOMICTb, ByAiBHULITBO)
» KomnaHii, Wwo npautooTb 3 BENMKO KiSTbKICTIO KOHTPareHTiB

MoTpebu:

* AHanis puMHKy nepep 3anyckoM NpoayKTy/nocnyru

+ locnigxeHHsA KOHKYPEHTIB Ta iX cTpaTerin

* [NepeBipka NOTEHUINHMX NApTHEPIB Ta KOHTPareHTIB
* Due diligence nepen yrogamu

* MoHITOpUHI penyTaLii KoMnaHil Ta KepiBHULTBa

* BuaBneHHs pu3ukis cnisnpadui

Pain Points:

* BigcyTHiCTb BHYTpILLHIX pecypciB Ang rnMbokoro aHanisy

* Bucoki BuTpatu Ha koHcanTuHrosi nocnyru ($5,000-50,000+)
+ [loBri TepMiHW OTPUMaHHA aHaniTUKN (2-4 TUXHI)

* HepgocTaTHa rmmnbuHa ctaHgapTHUX OOCNiAXeHb

* MNoTpeba B WBNAKMX pilleHHAX Ans GisHec-kencis

Budget: $2,000-20,000 Ha pik
Decision Maker: CEO, CFO, Head of Business Development, Head of Risk Management
Sales Cycle: 2-4 micsaui

1.1.2. InBecTMUINHiI poHam Ta Private Equity

MigkaTteropit:

* BeHuypHi poHan

* Private Equity dhoHan
* |[HBECTULHI KOMNaHiT




1. 4ITbOBA AYONTOPIA (TARGET AUDIENCE)

» Angel investors 3 Benukum noptdenem
MoTpebu:

* Due diligence nepepn iHBecTuLUisMU

* NepeBipka 6eHediLiapiB Ta 3B'A3kiB

» AHani3 pMHKy Ta KOHKYPEHTHOro cepeaoBuLLa

* BuaBneHHs npuxoBaHUX pU3uKis

* [MepeBipka penyTauii 3aCHOBHUKIB Ta KepiBHMLUTBA
* MOHITOPWHI NopTdenbHNX KOMNaHin

Pain Points:

* Bucoki BuTpaTun Ha topuamyHuii Ta cgpiHancosmin due diligence ($10,000-100,000+)
* HepgocTaTHa rmmnbuHa ctaHgapTHUX NepeBipok

* MNoTpeba B WBNAKMX pilleHHAX (KOHKYpeHLList 3a yroawm)

* BigcyTHicTb iHCcTpyMeHTiB ana OSINT-gocnigxeHb

* NoTpeba B kKOMMNEKCHOMY aHanisi (He TinbkK diHaHCK, ane n penyTaLlis, 3B'3KK)

Budget: $5,000-50,000+ Ha pik
Decision Maker: Investment Director, Partner, Head of Due Diligence
Sales Cycle: 1-3 micaui (wBnawe Yepes KOHKypeHLio)

1.1.3. OpuanyHi hipmun

MigkaTteropit:

* Benuki topugunyHi gipmm (20+ topucTis)

» ®ipmu, WO chneuianiaytoTbCs Ha KopropaTMBHOMY Mpasi
» ®ipmu, wo npautototb 3 M&A yrogamu

» Oipmu, WO HagaTb nocnyrm BisHecy

MoTpebu:

* [NepeBipka KOHTpareHTIB AN KMNIEHTIB
* Due diligence gna M&A yroa

» PoscnigyBaHHa ons cygosux cnpas

* NepeBipka 6eHediLiapiB Ta 3B'A3kiB

* 36ip nokasiB Ans cyaoBUX nNpoLecis

* AHani3 pu3ukiB A5 KNieHTiB

Pain Points:
* BigcyTHicTb BHYTpiWwHix pecypciB ansg OSINT-gocnigxeHb

» 3anexHicTb Bif 30BHILLUHIX NigpAOHUKIB
» Bucoki BuTpaTn Ha okpeMi JocnimKeHHs




1. 4ITbOBA AYONTOPIA (TARGET AUDIENCE)

* MoTpeba B WBNAKMX pedynbTatax Ans KNieHTiB
* BigcyTHicTb cTaHgapTn3oBaHUX npoLecis

Budget: $3,000-30,000 Ha pik
Decision Maker: Managing Partner, Head of Corporate Law, Senior Partner
Sales Cycle: 2-4 micsaui

1.1.4. Mepia Ta XXypHarnictu

MigkaTteropit:

» Benuki megia-komnaHii

* HesanexHi xxypHanictu-poscnigysadi

» OHnanH-BMaaHHs 3 Bigdiniom poscnigyBaHb
* MixxHapogHi megia-opraHiszauii

MoTpebu:

» PoscnigyBanbHa xypHanictuka

* [MepesBipka dakTiB Ta Axepen

* BusiBneHHsa npnxoBaHmXx 3B'A3KiB

* AHani3 nybniyHmx ocib Ta KomnaHin

» [ocnigpxeHHs ans craten Ta penopTtaxis

Pain Points:

o OOMeEXeHUI broaKeT Ha AOCHiOKEHHS

* BigcyTHicTb npodecinHmX iIHCTPYMEHTIB

* MNMoTpeba B WwWBMakmx pesynbtatax (deadlines)
* BigcyTHicTb HaBudok OSINT

* MoTpeba B BepndikoBaHUX AaHUX

Budget: $500-5,000 Ha pik (3anexuTb Big TUny mMegia)
Decision Maker: Editor-in-Chief, Head of Investigations, Senior Journalist
Sales Cycle: 1-2 micsaui

1.1.5. KoHcanTuHroBi komnaHii

MigkaTeropii:

» CTpaTeriyH1im KOHCanTuHI
* bisHeCc-KoOHCaNTUHI

* IT-KOHCANTWHI

* HR-kOHCANTUHI



1. 4ITbOBA AYONTOPIA (TARGET AUDIENCE)

MoTpebu:

» [locnigxeHHs ans KnieHTiB

* AHani3 puMHKY Ta KOHKYpPEHTIB

* Due diligence npoekTtu

* [epeBipka NOTEHUINHUX NapTHepPIB
* AHani3 ans pekoMeHgauin KrieHtam

Pain Points:

* BigcyTHicTb BHYTpiWwHIX OSINT-pecypcis

* 3anexHicTb Big 30BHILLHIX NiAPSAHMKIB

* MoTpeba B LWBNAKMX pedynbTatax Ans KNieHTiB
» Bucoki BuTpatn Ha okpeMi JocnigKeHHs

Budget: $2,000-25,000 Ha pik
Decision Maker: Partner, Senior Consultant, Head of Research
Sales Cycle: 2-3 micsaui

1.2. Bropunna uinsoBa ayautopis (Secondary Targets)

1.2.1. lepxaBHi ycTaHOBM i nignpuemMcTBa

MigkaTteropit:

* [TpaBOOXOPOHHI OpraHu

* [lep>xaBHi criykbu KOHTporto (4epes ny6rivHi 3akynisni)
* AHTUKOPYNUiNHI opraHu

* MNopaTkoBi cryx6u

OcobnuBocTi:

 Josrnn unkn npogaxis (6-12+ micauis)

* Ny6niyHi 3akynieni (TeHaepwn)

* Bucoki Bumorun go 6esnekn ta compliance
» Benuki obcsrn 3amoBrneHb

* PerynsipHi 3amoBneHHs

Budget: $10,000-500,000+ Ha pik
Decision Maker: Procurement Officer, Head of Department, Director
Sales Cycle: 6-12+ micsuis

1.2.2. MixHapopaHi komnaHii (COMPLIANCE & KYC)




1. 4ITbOBA AYONTOPIA (TARGET AUDIENCE)

MigkaTteropit:

» MixxHapogHi kopriopadlii 3 odicamu B YkpaiHi

» ®iHaHCOoBI ycTaHoBW (6aHKKM, piHTEX)

» Komnarii 3 Bucokumm sumoramum go compliance

MoTpebu:

* KYC (Know Your Customer) nepesipku

» Compliance 3 Mi>KHapOAHNMM CaHKLissMK
* Due diligence ansa naptHepiB

* MoHiTOpUHT pu3ukiB

* NepeBipka 6eHediLiapiB

Pain Points:

* Bucoki Bumorun go compliance

* MNMoTpeba B perynspHux nepesipkax

* BigcyTHicTb nokanizoBaHuXx pilleHb

» Bucoki BuTpaTn Ha MixkHapoaHi cepBicu

Budget: $5,000-100,000+ Ha pik
Decision Maker: Head of Compliance, Risk Manager, Regional Director
Sales Cycle: 3-6 micauis

1.2.3. HekomepuinHi opraHisauii

MigkaTeropii:

» AHTUKOPYNUiNHI opranisauii

* [pomapgchbki opraHisauii

» ®oHau Ta GnarofinHi opraHisauii
» MixxHapogHi HKO

MoTpebu:

*» PoscnigyBaHHs kopynuii

* [MepeBipka napTHepiB Ta rpaHToNoNyyayis
+ NocnimpkeHHa ons nybnikauin

* AHani3 nyoniyHmx ocib

Pain Points:
» ObMexeHun brogxeT

* [MoTpeba B Npo30pOCTi Ta ETUYHOCTI
* BigcyTHicTb NpodeciHMX iIHCTPYMEHTIB



1. 4ITbOBA AYONTOPIA (TARGET AUDIENCE)

Budget: $500-10,000 Ha pik
Decision Maker: Executive Director, Program Director, Head of Research
Sales Cycle: 1-3 micsaui



2. KOMY LE NMOTPIBHO (AK A OCOBNCTO BAYY)

2. KOMY LE IIOTPIBHO (SIK S
OCOBHUCTO BAUY)

2.1. HaitO11p111 nepCreKTUBHI CETMEHTH (MO OLITHKA)

TOI1-3 cerMeHTn 3 HanBULLIMM MOTEHLiarnoM:

InBecTuuinHi poHam Ta Private Equity
MpuunHn:

* HarBuwi 6roaxeTn ($5,000-50,000+)

* PerynsipHi notpebu (koxHa yroga notpebye due diligence)
* LWBMakmi umkn npogaxie (KOHKYpeHLis 3a yrogm)

* Bucokun LTV (Lifetime Value) - nocTinHi knieHTtn

* [OTOBHICTb NATUTK NPEMiyM 3a SKICTb

* MeHLwe 4yTnumBi 4o UiHK, Ginblle 0o SAKOCTI Ta WBWMAKOCTI

KomepuinHi komnaHii (B2B) - cepenHi Ta Benuki
MpuynHn:

* Benukumn puHoK (Trcadi KomnaHin)

* PerynapHi notpebu (aHani3 puMHKY, KOHKYPEHTIB, KOHTpareHTiB)
« CepepgHint 6rogxeT ($2,000-20,000)

* MoxnuBicTb MacwTabyBaHHs (6araTo 3aMOBMEHb)

* MoTpeba B cTaHAAPTM30BAHUX PiLLEHHAX

KO punaunyHi ipmmn
MpuunHn:

* PerynapHi notpebu (koxeH knieHT noTpebye nepesipok)
* MoxnuBicTb iHTerpauii B pobounin npouec
 CepepHin-sucokuin GrogkeT ($3,000-30,000)

» [10BrocTpoKOBi BiAHOCUHW 3 KNiEHTaMm

* MoxnuBicTb cTaTy cTaHOAAPTHUM iHCTPYMEHTOM

2.2. CerMeHTH 3 BUCOKUM MOTEHIIAJIOM, aJI€ CKJIAIHIIINM JOCTYIIOM

Cneucnyx6u Ta gep)xaBHi opraHu
MpuunHn:

« HanbinbLwi 6roaxeTn ($10,000-500,000+)
* PerynsipHi 3amoBneHHs




2. KOMY LE NMOTPIBHO (AK A OCOBNCTO BAYY)

* [10BroCTPOKOBi KOHTPaKTK
CknagHocTi:

 [lyxke ooBrmi umkn npogaxis (6-12+ micauis)
* My6niyHi 3akynieni (TeHaepw)

* Bucoki Bumorn go compliance ta 6esneku

* [NoniTn4Hi pn3nkn

MixxHapogHi KoMmnaHii
MpuunHn:

* Bucoki 6rooxetn

* PerynspHi notpedu (compliance, KYC)

* MoxnuBicTb MaclwTabyBaHHSA
CknapgHocTi:

* KoHKypeHUist 3 MidkHapogHUMM rpaBusaMm
* Bucoki BUMorn Jo sikocTi Ta compliance
* MoTpeba B GaraToMOBHiIl NiATPUML

2.3. CermeHTH 3 OOMEKEHNUM ITOTEHIIAJIOM

Megpia Ta XxypHanicTtun
MpyYnHKU ONst BKNIOYEHHS:

* [loTEeHLiNHO BENUKUIN 0OCAr 3aMOBNEHb
* [My6nivHICTb Ta MOXNUBICTb BUKOPUCTAHHS K KEICIB
* Husbkun 6ap'ep Bxony

OOMEXeHHS:

* Husbki 6rogkeTtnn ($500-5,000)
* HeperynspHi 3amoBrieHHs
* Bucoka 4yTtnusicTb 0 UiHK

HekomepuinHi opraHisauii
MpWYnHKU oNst BKNIOYEHHS:

* CouianbHa micia (moxe 6yTn YacTuHo GpeHay)

* My6nivHicTb

* MoxnumBiCcTb cnoHcopcTBa/NiATPUMKM
OOMEXEeHHS:

* ly>ke HM3bKI BrogKeTn
* HeperynspHi 3amoBrieHHs
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2. KOMY LE NMOTPIBHO (AK A OCOBNCTO BAYY)

2.4. Mos o1liHKa pUHKY

3aranbHui NnoTeHuian puMHKY B YKpaiHi:

* MepBuHHa ayauTopia: ~5,000-10,000 NOTEHUINHNX KIiEHTIB
« Cepepgnin yek: $2,000-5,000
* MoTeHuinHun obcar puHky: $10-50 MnH Ha pik (koHCepBaTUBHA OLHKA)

Hanbinbw weugkuin ROI:
* IHBeCTULiNHI GOHAM (BUCOKI YeKW, LUBUAKNIN LIMKIT)

» KomepuinHi komnaHii (Benukmmn obesr)
* FOpuaunyHi ipmu (perynsipHi notpetdu)

1"




3. AK LIE MOXXHA MPOOABATW (CTPATEIA MPOAAXIB)

3. Sk e MOXKHa OpoJIaBaTH
(Crparteris [IpoagaxiB)

3.1. Mogeni npoaaxis

3.1.1. B2B npsami npopgaxi (Primary Model)

Llenesas mogens aons:

* |HBeCTULINHNX oHAIB

» KomepuinHnx komnaHin

* FOpuauyHmx gipm

* KoHCanTUHroBMx KOMMaHin

Migxia;

» Outbound Sales (akTnBHI Nnpoaaxi)
» XonogHi A3BiHKM Ta email-kamnaHii
* LinkedIn outreach
* YyacTb Y KOH(pepeHLUisiX Ta HETBOPKIHIY
* [MlapTHepcTBa 3 KOHCANTUHIOBUMM Ta IOPUANYHMMK dhipmamMmn

* Inbound Sales (3any4yeHHs Yepe3 KOHTEHT)
* KOHTEHT-MapKeTuHr (cTaTTi, Kericn, BeGiHapw)
* SEO ans uinboBux 3anuTis
* CouianbHi mepexi (LinkedIn, Twitter)
* My6nikauii B npodinbHNX BUAGHHAX

* Account-Based Marketing (ABM)
» ®okyc Ha Ton-100 UiNbLOBMKX KMiEHTIB
* [lepcoHanizoBaHi nigxoan
» baraTtokaHanbHa KOMyHiKauis

3.1.2. Camoob6cnyroByBaHHs (Self-Service) - Ana MeHWUX KNieHTIB

Llenesas mogens aons:

* MeHwWwmnx koMmnaHin
* Megia Ta xypHanicTis
*« HKO
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3. AK LIE MOXXHA MPOOABATW (CTPATEIA MPOAAXIB)

* ®i3nyHMxX ocid (aKwWwo ao3Bonse GisHec-Moaernb)
Migxia;

» OHnavH-nNnatgopma 3 camoobCcnyroByBaHHSIM

» CTaHOapTM30BaHi NakeTn nocnyr

« ABTOMaTU30BaHa onnaTa

* MeHwa nigtpumka (lower touch)

3.1.3. NapTHepcbka mogenb (Partner Channel)
MapTHepu:
» KoHcantuHrosi komnatii (white-label)
* KOpnanyHi chipmm (iHTerpauis B nocnyrum)
* IT-iHTerpaTopu
* bBisHec-akcenepatopu Ta iHky6aTOpU
MepeBaru:
* MacwTtabyBaHHA 6e3 36inblIEeHHS] KOMaHaW Npoaaxis
» loctyn po 6a3 knieHTiB NnapTHepiB
* MeHLwWwi BUTpaTN Ha 3anyyeHHs
3.1.4. Ny6niyHi 3akyniBni (Tenders) - Ansa gep>xaBHUX opraHiB
Migxia;
* MoHiTopuHr TeHaepiB Ha ProZorro
* [igroToBka nponosuuin
* YyacTb y nyGnivyHnx 3akyniesnsx

* [lOBroCTPOKOBi KOHTPAKTK

3.2. [liHoBa cTpareris

3.2.1. Tunm nakeTiB

BasoBsuii ($50-200):

* MpocTuin 36ip nyonivyHoi iHdopmauii

» basoBui 3BIT

» Tepmin: 1-3 gHi

* Llinb: MeHLUi KIieHTW, TECTOBI 3aMOBJIEHHS
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3. AK LIE MOXXHA MPOOABATW (CTPATEIA MPOAAXIB)

CranpgaptHun ($200-1,000):

» KomnnekcHuin 36ip aaHnx

» AHani3 Ta Bepudikauis

* [leTanbHWUI 3BIT 3 BUCHOBKaMu
* TepmiH: 3-7 gHiB

* Llinb: OcHoBHa maca KIlieHTiB

Mpemiym ($1,000-5,000+):

* Munbokui aHani3

* BuaBneHHs npuxoBaHnx 3B'A3KiB

» KomnnekcHuin 3BiT 3 pekomeHgauissmm

* MNpioputeTHa 06pobka

» Tepmin: 7-14 gHiB

* Llinb: IHBeCTULiVHI dpoHaN, BENUKI KOMMAHIT, OPUANYHI dipmu

Enterprise (inguBigyanbHa LiHa):

* PerynsapHi 3aMOBneHHSA

* BugineHun meHepxep

* APl iHTerpauis

» KacTtomHi 3BiTH

* [MpioputeTHa niaTpymka

* Llinb: Benuki kopnopauii, poHaun, gep>xxopraHu

3.2.2. Mopeni onnaTtu

Pay-per-Report (PPR):
« Onnara 3a KOXeH 3BiT
* MHy4KiCTb ANA KNieHTIB
* Husbkuin 6ap'ep Bxoay
Subscription (nianucka):
* MicsiuHa/pivHa nignucka
» ®dikcoBaHa KinbKiCTb 3BiTiB Ha MicsiLb
» 3HMXKN 3a obcsar
* MNepenbavyBaHiCTb AoX0A4iB

Credits System:

* [Mokynka kpeauTis
* BukopuctaHHs ang pisHux Tunis 3BITiB
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3. AK LIE MOXXHA MPOOABATW (CTPATEIA MPOAAXIB)

* [Hy4YKiCTb Ta KOHTPONb BUTPAT

3.3. Kananu mpogaxis

3.3.1. NMpsami kaHanun

* BHyTpilWHA kOMaHAa npogaxis
* Senior Sales Manager
* Account Managers
* Business Development Representatives (BDR)
» Customer Success Managers

* BnacHuit cant Ta nnatgopma
* OHNanH-3aMOBIEHHS
* Self-service Ans MeHLLMX KIiEHTIB
* [lemo Ta trial Bepcii

3.3.2. Henpsami kaHanu

* [MapTHepcbka mepexa
» KoHCanTmHroBi koMmnaii
* lOpuanyHi dipmun
* IT-iHTerpaTopu
* bisHec-akcenepaTopu

* Adpininosa nporpama
» PecbepanbHi 60oHycuH
* MapTHepcbki KoMicii

3.3.3. Undposi kaHanum

* KOHTEHT-MapKkeTUHr
» bror 3 kencamn Ta cTaTTaAMU
» BebiHapu Ta oHnanH-npes3eHTau;ji
* E-books Ta ranam
* [Nogkactun
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3. AK LIE MOXXHA MPOOABATW (CTPATEIA MPOAAXIB)

* SEO 1a SEM
» OpraHiyHni nowyk (SEO)
» KoHTekcTHa peknama (Google Ads)
* LinkedIn Ads
* Pexnama B npodpinbHUX BUAAHHAX

* CoujianbHi mepexi
* LinkedIn (B2B ¢hokyc)
* Twitter (npodecinHa ayanTopis)
* Facebook (rpynu Ta cninbHOTH)

* Email-mapkeTnHr
* Hbtocnetepu
* Drip campaigns
* [NepcoHanizoBaHi npono3unuii
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4. AKMM CrOCOBOM NPOAABATU (TACTICAL APPROACH)

4. SIkum cnocoOOM mpojiaBaTu
(Tactical Approach)

4.1. Ctpareris 1 KOKHOTO CETMEHTY

4.1.1. InBecTuuinHi poHaum Ta Private Equity

Migxia: BucokoTovkoBuIA, NEpCoHanisaoBaHUN
Kpok 1: |laeHTudikauis

» Cnncok Ton-50 doHaiB B YKpaiHi Ta perioHi
* LinkedIn npodini Investment Directors Ta Partners
* MOHITOPWUHI HOBMX yrof Ta aHOHCIB

Kpok 2: 3anyyeHHs

* NepcoHanisoBaHi LinkedIn noBigoMneHHs

» Email 3 kenicamn nogibHux cdoHais

* 3anponoHyBaTun 6e3koLTOBHMI pilot ona ogHiei yrogm

* YyacTb y koHpepeHuiax (Ukrainian Private Equity Summit, etc.)

Kpok 3: [lemMoHcTpauisa LiHHOCTI

* MokasaTu weuakicTb (2-3 AHi vs 2-4 TUXHI)

* MokasaTtu rmmnbuHy aHanisy (NMpuxoBaHi 3B'A3KN, PU3NKN)
* MNokasatn ROI (BUABNEHHS pu3uKiB, L0 3aoluaamnu $)
* Kencu 3 nonibHmnx doHais

Kpok 4: 3akputTs
* [Mponoauuis nakeTy AnNs perynapHux yrog
* MHy4ki ymoBu onnatu (per deal abo subscription)
* [apaHTii akocTi Ta SLA
KritoyoBi aprymeHTu:
* "LLIBNAKiCTb KPUTUYHA B KOHKYPEHTHUX yrogax"

* "BusaBneHHa o4HOro pu3anky Moxe 3aolagutu MinbmoHn"
* "KomnnekcHmun OSINT-aHani3 HegocTynHum y ctaHgapTHomy due diligence”
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4. AKMM CrOCOBOM NPOAABATU (TACTICAL APPROACH)

4.1.2. KomepuinHi komnaHii (B2B)

Migxig: MacwTaboBaHuii, cTaH4APTU30BaAHUN
Kpok 1: CermeHTauis
+ 3a poamipom (cepegHi 50-200, Benuki 200+)
* 3a ingycTpieto (hiHaHCK, HEpPYXOMiICTb, IT, OyaiBHULTBO)
* 3a reorpadieto (KuiB, perioHn)
Kpok 2: 3anyyeHHs
* Email-kamnanii 3 kenicamm
* LinkedIn outreach
* KOHTEeHT-MapKeTuHr (CTaTTi Npo aHani3 puHKY, KOHKYPEHTIB)
* BebiHapu "Ak npoBecTn aHani3 KOHKypeHTiB 3a 3 gHi"
Kpok 3: [lemoHcTpauid
* be3kowTOBHMI aHani3 OQHOrO KOHKypeHTa
» emo nnatdopmu
 Kercu 3 nogibHUX KoMnaHin
* ROI kanbkynaTtop
Kpok 4: 3akpuTTa
* MNakeTun ona pisHMx NoTpeb (aHani3 puHKY, KOHKYPEHTIB, KOHTPareHTIB)
* Subscription mogenb ansa perynsipHux notpet
* APl iHTerpauis onga Benuknx KnieHTis
KrtoyoBi aprymeHTu:
* "EKOHOMIS1 Yacy Ta pecypciB BHYTPILLIHbOT KOMaHamW"
* "MpodecinHnin aHani3 3a 4acTKy BapTOCTi KOHCANTUHry"

* "LBnaki pilweHHs onsi 6isHec-kencis"

4.1.3. OpuaunyHi pipmm

Migxig: MapTHepcbKkun, iHTEerpauinHnn
Kpok 1: |laeHTudikauis

» Cnncok Ton-100 topmngnyHmnx dipm
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4. AKMM CrOCOBOM NPOAABATU (TACTICAL APPROACH)

» ®oKyC Ha KoprnopaTuBHe npaso Ta M&A
* LinkedIn npodpini Managing Partners ta Senior Partners

Kpok 2: 3anyyeHHs

* MapTHepcbki nponosudii (white-label abo co-branding)
* YyacTb Yy HOPMANYHUX KOHEPEHLIiSX

 CTaTTi B OPUOANYHUX BUAAHHSX

* BebiHapu ansa opucTis

Kpok 3: [lemoHcTpauid
* MNokasaTu sk iHTerpyeTbecsi B po60o4miA NpoLec opucTa
* Kericn 3 nogiGHux chipm
» [lemo onsa KomaHam 1opuUCTiB
* Trial gnsa ogHoro KnieHTa
Kpok 4: 3akpuTTsa
* MapTHepcbka Mogens (topuanyHa gipma npogae sik CBOK MOCnyry)
» A6o direct mogenb (topuanyHa cipma pekoMmeHaye KnieHTam)
* APl iHTerpauisi 3 BHyTpiLWHIMY cucteMamm
KritoyoBi aprymeHTu:
« "[logaTKoBa nocnyra Ans knieHtie 6e3 gogaTkoBMx BUTpaT"
* "lBnakKicTb Ta AKICTb NEPEBIPOK KOHTPAreHTiB"

* "KoHKypeHTHa nepesara nepep iHwWumMy ipmamu”

4.1.4. Megia Ta xXypHanictu

Migxig: Camoo6cnyroByBaHHS, HU3bKOTOUYKOBUIA
Kpok 1: 3anyyeHHs

* KOHTEHT-MapKeTUHr (CTaTTi NpO pPO3CnigyBaHHS)
* CoujianbHi mepexi (Twitter, LinkedIn)

* [MapTHepcTBa 3 Meaia-opraHizauisimm

» CneuianbHi LiHM Ang XypHanicTis

Kpok 2: Camoo6cnyroByBaHHs
» OHnavH-nNnatgopma 3 camoobcnyroByBaHHSAM

* CTangapTtm3oBaHi nakeTu
* LLIBugka onnarta Ta oTpMMaHHS 3BiTiB
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4. AKMM CrOCOBOM NPOAABATU (TACTICAL APPROACH)

* MeHwa nigTpumka

KritoyoBi aprymeHTu:
* "[MpodoecinHi iHCTpyMeHTU ans poscnigyBaHb"
« "lWsunaki pesynbtatn Ans deadlines”

* "BepudikoBaHi gaHi Ta mxepena"

4.2. ITponec mponaxis (Sales Process)

4.2.1. ETanu BOPOHKM npoaaxis

Eran 1: Prospecting (3any4eHHs)
* |geHTuikauia NOTEHUIMHNX KMIEHTIB
» KBanigpikauia (BANT: Budget, Authority, Need, Timeline)
* [Mepwnn KoHTaKT
Eran 2: Qualification (kBanidikauis)
* Po3ymiHHg noTpeb Ta pain points
* BusHaueHHs budget Ta decision maker
* BusHayeHHs timeline
Eran 3: Discovery (mocnigxeHHs)
* [Mnboke po3yMiHHA BisHec-kency
» BusHaveHHs success criteria
* BusHaueHHnsa ROI
Eran 4: Demonstration (aemoHcTpauis)
» emo nnatdopmu
* MNokas kewicis
* BignoBigi Ha NUTaHHSA
Eran 5: Proposal (npono3uuis)
* [MepcoHanizoBaHa nponosunuis
* LliHoyTBOpEHHSs

* YmoBu Ta SLA

ETtan 6: Negotiation (neperoBopu)
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4. AKMM CrOCOBOM NPOAABATU (TACTICAL APPROACH)

» OGroBoOpeHHs yMOB
* BupiweHHs 3anepeyveHb
* AganTtauisi nponosuuii

ETtan 7: Closing (3akpuTTA)

* [MignucaHHsa yrogm
* Onboarding
* [Nepwe 3aMmoBNeHHS

ETan 8: Expansion (po3wmpeHHs)

* Upsell Ta cross-sell
* PexomeHpauii
* [1J0BrocTpoKOBi BigGHOCUHU

4.2.2. Knro4yoBi meTpuku (KPls)

Sales Metrics:

* KinbkicTb leads Ha micsub

» Conversion rate (lead — customer)

» CepeaHin uukn npogaxis

» CepepHin 4ek (ACV - Annual Contract Value)
* LTV (Lifetime Value)

* CAC (Customer Acquisition Cost)

* CAC Payback Period

* Sales Velocity

LlinboBi nokasHuku (anga ctapTy):

* 50-100 leads Ha micaub

* 10-20% conversion rate

* 2-4 micaui cepeqHin LmKn

« $2,000-5,000 cepeqHin yek
« $20,000-50,000 LTV

« $500-1,500 CAC

+ 3-6 micauis CAC payback

4.3. IHcTpyMeHTH Ta pecypcu

4.3.1. CRM Ta Sales Tools
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4. AKMM CrOCOBOM NPOAABATU (TACTICAL APPROACH)

O00B'A3KOBI:

* CRM cuctema (HubSpot, Salesforce, Pipedrive)
» Email tracking (Mixmax, Yesware)

* LinkedIn Sales Navigator

* Calendar scheduling (Calendly)

* Document sharing (DocuSign)

OnuioHanbHi:

» Sales engagement platform (Outreach.io, SalesLoft)
* Call recording Ta analytics
+ Sales intelligence (ZoomInfo, Clearbit)

4.3.2. MaTepianu ana npogaxis

O00B'a3K0BI:

» Pitch deck (npeseHTauia npoaykty)

* One-pager (0OAHOCTOPIHKOBMWIA ONKUC)

* Kencu knienHTiB (case studies)

+ lemo nnatdopmu (Bigeo abdo live)

* FAQ (vacTi nuTaHHs)

* ROI kanbkynsTop

* MNopiBHSANbHA TabnMusA 3 KOHKYpEHTaMm

OnujioHanbHi:
* E-books Ta ranam
» BebiHapu Ta 3anucu
* Testimonials Ta Bigryku

» Whitepapers

4.3.3. KomaHpa npopaxiB

MiHimanbHWin cknag Ha cTapTi:
* 1x Senior Sales Manager (cTparerisi, Kno4oBi KMieHTN)
* 1-2x Account Managers (po6oTa 3 knieHTamun)
* 1x Business Development Representative (3any4yeHHs leads)

PoswupeHHs:
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4. AKMM CrOCOBOM NPOAABATU (TACTICAL APPROACH)

» Nonatkosi Account Managers

» Customer Success Manager

» Sales Development Representatives (SDR)
* Inside Sales Team

4.4. CneundiuHi TaKTUKH

4.4.1. Ansa iHnBecTMuinHux cpoHAais

+ 3anponoHyBaTtu 6e3kowToBHMI pilot Ana ogHiel yroan

* [MokasaTu WwBenakicTb (2-3 AHi vs 2-4 TUXHI)

* [MokasaTn BUSIBNIEHHA NPUXOBAHUX PU3NMKIB

* Kencu 3 nogibHmnx doHais

* [MapTHepPCTBO 3 PUANYHUMU dipMaMu, WO NpaLoTb 3 hoHgamm

4.4.2. [insa KOMepLiNHMX KOMMaHin

* be3koLTOBHUIN aHani3 O4HOro KOHKypeHTa

* BebiHapu "Ak npoBecTn aHani3 KOHKYpeHTiB"
* ROI kanbkynaTtop

* Subscription mogenb ansa perynsipHux notpeot
* APl iHTerpauis ana aBTomartumaadii

4.4.3. na ropuanyvHux cipm

* NapTHepcbka moaens (white-label)

* IHTerpauis B pobounin npouec

 [lemo anga komaHaW OPUCTIB

» CneujianbHi WiHKM ansa napTHepiB

» Co-marketing (cninbHi BeBGiHapw, cTaTTi)

4.4.4. Ons mepia

» CneuianbHi LiHM Ang XypHanicTis

* Self-service nnatdopma

* WBKnaki pesynbtaty angd deadlines

* Kencum poscnigyBaHb (3 403BOSY KMIEHTIB)
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4. AKMM CrOCOBOM NPOAABATU (TACTICAL APPROACH)

* [MapTHepcTBa 3 Meaia-opraHizauisimu
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5. MAPKETUHIOBA CTPATET A

5. MapkeTruHroBa crpareris

5.1. Positioning (m03UI1I0HYBaHHS)

YHikaneHe Toproee npono3uuis (USP):
"MpodecintHa OSINT-nnaTopma, Wo NoegHye aBTomaTn3oBaHui 36ip gaHNx
3 eKCMepTHOK aHaniTMKOK ANs WBMAKNX Ta rMmboknx GisHec-pilleHb"

KrtoyoBi NoBigOMITEHHS:

* lBnakictb: 2-3 AHi Vs 2-4 TUXKHI Y KOHKYPEHTIB

* AkicTb: EkcnepTHa Bepudikauis Ta aHanis

* (MnbuHa: BusiBneHHs NnpuxoBaHnX 3B'A3KIB Ta pU3UKiB

« LliHa: YacTka BapTocTi koHcanTuHry ($2,000 vs $10,000+)

5.2. Brand Messaging

[ns iHBecTMUiHMX dDOHAIB:
"Wenakmii Ta rmmbokun OSINT-aHani3 gnsa due diligence. BusaBneHHs
NPUXoBaHNX pU3KKIB 3a 2-3 OHi 3aMiCTb 2-4 TUXHIB."

[ns KOMepUinHNX KOMNaHiIn:

"MpodecinHunin aHani3 puUHKY, KOHKYPEHTIB Ta KOHTpareHTiB 6e3
HeobxigHoCTI HamaTy koHcanTuHr 3a $10,000+."

[ns topngnyHmx dipm:

"NopaTtkoBa nocnyra Ang KrieHTiB: LWBWAKA nepesipka KOHTpareHTiB
Ta due diligence 6e3 gogartkoBux Butpar.”

5.3. Kananu MapkeTuHTy

5.3.1. Content Marketing

Bror:

» Ctatti npo OSINT, aHani3 puHky, due diligence
* Kenicu (anonymized)

» [angmn Ta best practices

* OHOBMEHHS NPO HOBI MOXINBOCTI

E-books Ta Whitepapers:
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5. MAPKETUHIOBA CTPATET A

* "MoBHun rang no due diligence gns iHsectopis"
* "Ak npoBecTn aHani3 KOHKypeHTiB 3a 3 gHi"
* "OSINT ans 6isHecy: Wo Ue Ta Hagiwo"

BeGiHapu:

« "lWsnakun due diligence: ik ekOHOMUTK Yac Ta rpowwui”
* "AHani3 KOHKYPEHTIB: IHCTPYMEHTU Ta METOANKN"
* "OSINT ans ropu1cTiB: HOBi MOXNUBOCTI"

5.3.2. SEO

LlinboBi knto4osi cnosa:

* "due diligence Ykpaina"
* "aHani3 KOHKypeHTiB"

* "Nnepesipka KOHTpPareHTIB
* "OSINT nocnyrun"

* "BisHec-po3Bigka"

* "market research Ykpaina"

5.3.3. Paid Advertising

Google Ads:

* KOHTEeKCTHa pekrama Ha UifiboBi KMo4voBi crosa
* PemapkeTuHr ans BigBsigysadyis canty

LinkedIn Ads:

» TapreTtuHr Ha Investment Directors, CEOs, Partners
» Sponsored content 3 kericamm

5.3.4. Social Media

LinkedIn:
* PerynspHi noctu 3 kencamu Ta insights
* YyacTb y rpynax t1a 06roBopeHHsax
* LinkedIn Articles

Twitter:
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5. MAPKETUHIOBA CTPATET A

* MNpodbecinHuim koHTeHT Npo OSINT
* YyacTb y peneBaHTHUX OBroBOPEHHAX

5.3.5. Public Relations

* MNy6nikauii B NpodinbHNX BUAAHHSAX
* YyacTb Y KOH(pepeHLUisax sK cnikepu
* [apTHepcTBa 3 Megia

 Kericu B bisHec-BUOaHHAX

5.4. MapkeTUHr OBl MaTepiaiiu

O00B'A3KOoBI:

* Pitch deck

* One-pager

* Case studies (3-5 keliciB)
* Demo Bigeo

* Website

* Email templates

* Sales presentations

OnuioHanbHi:
* Brochures
* Infographics

* Video testimonials
* Interactive ROI calculator
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6. KNOYOBI Uil TA METPUKK

6. Ki1ro4oB1 111711 Ta METPUKHU

6.1. bizHec-MeTpuku

Mepuwi 3 micau;:

* 50-100 leads
* 5-10 knieHTiB
« $10,000-25,000 MRR (Monthly Recurring Revenue)

MepLwi 6 micauis:

« 200-300 leads
» 20-30 knieHTiB
» $40,000-75,000 MRR

Mepwwun pik:

* 500-1000 leads

* 50-100 knieHTiB

+ $100,000-200,000 MRR

+ $1,200,000-2,400,000 ARR (Annual Recurring Revenue)

6.2. MapKeTHHT OBl METPUKHU

» Website traffic: 1,000-5,000 visitors/micaub
 Conversion rate (visitor — lead): 2-5%
 Conversion rate (lead — customer): 10-20%
» Email open rate: 20-30%

» Email click rate: 3-5%

* Social media engagement: 5-10%

6.3. Sales meTpuku

» CepeaHin uukn npogaxis: 2-4 micsi
 CepepHint yek: $2,000-5,000

* LTV: $20,000-50,000

« CAC: $500-1,500

* CAC Payback: 3-6 micsauis

* Churn rate: < 10% Ha pik
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7. PUBVKU TA BUKINTUKU

7. PUBHUKHU Ta BUKJIUKU

7.1. Puzuku

* Husbka ob6isHaHnicTe npo OSINT cepeq GisHecy
* [JoBrniA LMKN NpPoAaxis ANst BESIMKUX KNIEHTIB

* KOHKYpeHLUis 3 KOHCaNTUHIOBUMM KOMMAaHIisiMn
* Bumoru go compliance ta 6e3snekun

+ 3anexHicTb Bif AKOCTI ekcnepTiB

7.2. Miturainis

* OcBiTHs kamnaHis npo OSINT Ta noro nepesaru

* ®OKYC Ha LWBMAKMX WINS (MEHLUi KNiEHTW CroYaTky)
* [NapTHepcTBa 3 KOHCANTUHIOBUMU KOMMNAHIAMU

* [HBecTuuii B compliance Ta 6e3neky

» CucTemMa KOHTPONO SIKOCTi Ta PEUTUHTIB eKcrnepTiB
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8. BICHOBOK TA PEKOMEHIOALIT

8. BUCHOBOK Ta peKoMeHaalli

8.1. IIpiopureTn Ha niepi 3 MicsIl

» ®OKyC Ha iHBECTULINHI hoHAN Ta KOMEePLinNHI KOMNaHii

* CTBOpPEHHS 3-5 CUMbHUX KENCIB

» 3anyck content marketing (6nor, BeGiHapw)

* NobynoBa napTHepPCLKOi Mepexi (opuanydHi hipMmn, KOHCANTUHT)
» OnTMMi3auisg npouecy npoaaxis

8.2. Kitro4oBi ycmixu

* LUBMAKICTb Ta AKICTb K OCHOBHI KOHKYPEHTHI Nepesaru

» ®okyc Ha ROI Ta eKOHOMIIO Yacy KrieHTiB

* NapTHepcbka Mofernb AN MmaclitabyBaHHs

» CunbHi kencm Ta testimonials

* MNocrTiiHe BAOCKOHaNEeHHs NpoaykTy Ha ocHoBi feedback

8.3. JloBrocTpokoBa Bi3ist

» Ctatu ctaHgapTHUM iHCTpymeHToM Ans due diligence B YkpaiHi
* Po3wimpeHHs Ha MiXKHapOAHUA PUHOK

* Po3sutok Al/ML gnsa aBTomaTtusauii

* NobynoBa ekocucTemMun NapTHepIB

» Ctatn nigepom puHky OSINT-nocnyr B perioHi
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