YHIBEPCUTET IMEHI AJIb®@PEJA HOBEJIA )
KA®EJIPA IHHOBAIHIMHOI'O MEHE/IKMEHTY TA ®IHAHCOBOI
AHAJIITUKHU

KBAJI®IKAIIIHHA POGOTA
MAT'ICTPA

Ha TEMY

«CTPATEI'TA JIIOT'THEPALII 1J151 B2B
KOMITAHIID»

(3a matepianamu ShipRelay)

Bukonag: 3m00yBau MBA-23
Crnemianpaocti 073 MEHEJIDKMEHT
1I'8030€6 Onexcanop Banepitiosuu

KepiBuuk: Mimycrina T.C., k.e.H., J0O1I.

Jninpo
2025



AHOTALIIA

lI'6030€6 O.B. Cmpameeis nioocinepayii 0ns B2B komnanii

V keanighixayitinitt pobomi 00Cai0HceHo meopemuKo-npaKmudti 3acaou noo6yoosu
eghexmusnoi cmpameeii nidocenepayii 8 B2B-ceemenmi nHa npuxiadi amepukaHcbKoi
komnauii ShipRelay, wo cneyianizyemocs Ha po3pobyi ma 6npoBaAONCEeHHI cucmem
ynpaeninna  cknaocvkumu npoyecamu (WMS) ona 3PL-nposatioepis. 3 memoro
Gdopmysanus pe3yrbmamusHoi 1i0oceHepayitinoi Mooei 30ilCHeHO KOMNAEKCHUL AHAI3
YUHHOI MAPKemMuH2080i OISIbHOCMI KOMNAHIL 13 3ACMOCYBAHHAM IHCMPYMEHMI8
cmpameeiuno2o auanizy, 3oxkpema SWOT-ananizy, Customer Journey Map ma
OazamokymHuuka KOHKypenmocnpomodcHocmi. Ilpoeedeno oocniodcenns yYinbogoi
ayoumopii, yughpoeux Kamanieé KOMyHIKayii, CmpyKmypu MAapKemuHe08Ux 0POHOK md
Koyosux nokaznukie egpexmusnocmi (KPI), maxux sk CPL, LTV, ROl ma xousepcis
nioie  y kaienwmie. Pesynomamu Oocniodicennss cmanu niorpyHmam  Osl po3pooOKu
ONMUMI308anoi cmpameeii ni0o2enepayii, wo 8paxo8ye nompeobu Yiibo8oi ayoumopii,
ocoonusocmi  B2B-npooasicie ma cywacni mpenou digital-wapxemuney. Haoarno
NPAKMU4Hi peKxomMeHOayii wo0o 600CKOHANEHHSA MAapPKeMUHZ08UX NPOYECi8 KOMHNAHIL
ShipRelay 3 ypaxysanuam KOHKYPEHMHO20 Cepedosuwa ma 3MiH Ha PUHKY JIOICMUYHUX
MexXHO02ILL.

KuarouoBi cioBa: nidocenepayis, B2B-mapxemune, mapxemuneosa cmpamezis,
cucmemu WMS, yugposuit mapkemune, 3PL-nocicmuka, cmpame2ivhuii aHais.

SUMMARY
Hvozdiev Oleksandr. Lead Generation Strategy for a B2B Company

This qualification thesis explores the theoretical and practical foundations of
building an effective lead generation strategy in the B2B segment, using the example of
the American company ShipRelay, which specializes in the development and
implementation of warehouse management systems (WMS) for 3PL providers. To form
a results-oriented lead generation model, a comprehensive analysis of the company’s
current marketing activities was conducted using strategic analysis tools such as SWOT
analysis, Customer Journey Map, and the competitiveness polygon. The research
includes the study of the target audience, digital communication channels, marketing
funnel structure, and key performance indicators (KPlIs), such as CPL, LTV, ROI, and
lead-to-customer conversion rate. The results of the study provided the basis for the
development of an optimized lead generation strategy that addresses the needs of the
target audience, the specifics of B2B sales, and current trends in digital marketing.
Practical recommendations were formulated to enhance ShipRelay’s marketing
processes, taking into account the competitive environment and changes in the logistics
technology market..

Keywords: lead generation, B2B marketing, marketing strategy, WMS' systems,
digital marketing, 3PL logistics, strategic analysis.
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