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Fopogeubkuii M. A. LiudbpoBa mofenb oLiHKKN BIIMBY KNiEHTCbKOro JOCBiAY Ha NPU6YTOK

Cb0200Hi AKICMb 06CAY208y8AHHA € KPUMUYHUM hakmopom ycnixy e bizHeci. 32i0H0 3 docniOHeHHAMU AKICHUU cepeic 3HaYHO 30inbUWye piseHb A0AAbHOCMI
COXUBAYIB i ix 6AMAHHA NAAMUMU, W0, CBOE Yep20to, BMUBAE HA piseHb Mpodaxie i npubymkosicme KomnaHii. HesikicHe 06cy208y8aHHA Mpu3sodums
00 8Mpamu KnaieHmig i YacmKku KoMNaHii Ha puHKy. KoHuenyis 06cay208y8aHHS Ha 0CHOBI KiEHMCbKo20 Aocgidy 03Ha4ae 000amKosy yiHHiCMb MPodyKmy
0114 KnieHma y suenadi cepeicy, wo nepedba4yae MaKox< cepsic nMpu KopUCMy8aHHi ma 80/100iHHI MPoOyKmom. GopMy8aHHS MAKoi UiHHOCMI HaneX UMb 00
yHKyil MapkemuHey. 3a ymosu, wo nonum Ha npoodyKm cGhopmosaHo, KOMNAHIS hOPMYE KOPUCHICMb Yacy ma micys, wjo nepedbayae nozicmuyHuli cepsic,
docmasky npodykmy 0o KaieHma e nesHull Yac i negHe micye, wio 3abe3neyye npocmoposy ma Yacosy peanizayito monumy. YucneHHi docnioxeHHs ceidyame
Mpo no3umusHuli npAMUL 38’A30K MiX GBMOMAMU3AYIED MPOYECs ynpasniHHA 830EMOBIOHOCUHAMU 3 KAIEHMAMU, Wio 8 KiHyesomy midcymky 3abesneyye
KOHMPOsIb HEehiHAHCOBUX MOKA3HUKIB e(hekmusHOCMIi 83aeMO0ii 3 MOKYNuAMU. BU3Ha4YeHo, wjo KnieHmoopieHmosaHuli mioxio — ye makuli mun e3aemodii 3 no-
Kynuem, Akuli 3a6e3neyye dodamkosuli npubymok i nomik KaieHmig 30605Ku 2AUBOKOMY PO3yMiHHIO Ma 3a0080/1eHHI0 ix nompeb. KnieHmoopieHmosaHicmo
nepedbayae 8rMPOBAOHEHHA KOHUeNy ynpasniHHA 830EMOBIOHOCUHAMU 3 K/iEHMamu, wo ompumana Hasey Customer Relationship Management (CRM).
Y cmammi ecmaHosneHo, wo enposadieHHs CRM-cucmemu € ckaadosoto asmomamu3auii KOHYenyii KaieHmoopieHmosaHo20 niodxody 0o 8edeHHs bi3Hecy.
CRM - ye bi3Hec-cmpamezis, KA OPIEHMOBAHA HA PO3YMIHHA Ma ynpaeniHHA mompebamu nomeHyiliHux KnieHmie. Lle dae 3moey 3pobumu ocHosHul 8u-
CHOBOK: 8MIPOBAOMEHHSA KOHUeNyji KnieHmcbKo2o docsidy ma cmaHoapmie 06c1y208y8aHHS KaieHmis mompebye ehekmusHO20 KOHMPOAK, IHCMPYMEHMOM
Knroyoei caoea: knienmcoKuli docsio, knieHmoopieHmosaruli nioxio, CRM-cucmema, KOHUenyis 83aeMOBIOHOCUH 3 KAIEHMAMU, 0SAbHICM®.
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Horodetskyi M. A. A Digital Model Assessing the Impact of Customer Experience on Profits
Today, the quality of service is a critical factor in business success. According to researches, quality service significantly increases the level of loyalty of consum-
ers and their desire to pay, which in turn affects the level of sales and profitability of the company. Poor service leads to loss of both the customers and the
company share in the market. The conception of customer-based service means the additional value of the product for the client in the form of a service, which
also provides for the service in the usage and possession of a product. Formation of such value belongs to the functions of marketing. Provided that the demand
for the product is formed, the company forms the usefulness of time and place, which provides logistics service, delivery of the product to the client at a certain
time and a certain place, which ensures spatial and temporal materialization of demand. Numerous studies show a positive direct link between automation of
processes of the customer relationship management, which ultimately provides control over non-financial performance indicators of interaction with buyers.
It is determined that a client-oriented approach is a type of interaction with the buyer, which provides additional profit and flow of customers due to a deep
understanding and satisfaction of their needs. Client-orientedness involves the introduction of the conception of customer relationship management (CRM). The
article determines that the implementation of a CRM system is part of automation of the conception of the client-oriented approach to doing business. CRM is a
business strategy that focuses on understanding and managing the needs of potential customers. This allows to draw the main conclusion: introduction of both
the conception of client experience and the standards of customer service requires effective control, the instrument of which is a CRM system, which ensures the
measurement of customer loyalty on the basis of the digital business model laid down in its basis.
Keywords: client experience, client-oriented approach, CRM system, conception of customer relations, loyalty.
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KiCTb cepBiCy BM3HAuUa€ KOHKYPEHTOCIIPOMOX-
HICTb MIATIPMEMCTBA Ha PUHKY B YMOBaX 3pocC-
TAHHS BUMOT CIIOXMBa4iB Ta MOTped A0 SIKOCTI.
AOSIABHICTD — XapaKTepPUCTHKA, sSIKa BUBHAYAE MAIOYTHI
AOXOAVM KOMIaHil Ta MOXAMBICTD ix yrpumanHs. Cep-
BiC Ta AOSIABPHICTb B32€MOIIOB’SI3aHi: 3aA0BOAEHMII Cep-
BICOM KAIEHT OTPUMA€ IMO3UTMBHUI AOCBiA B3aeEMOAIL,
10 BM3HAYMUTD MOAAABILI BIAHOCHHM 3 KoMmmaHiero [20].
HeraTuBHuUi1 AOCBiA B3aeMOAIl MPM3BOAUTH AO BiACi-
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I0BaHHS KAIEHTIB Ta MOTPeOM MIATIPUEMCTB Y IOLIyKax
AAbTePHATMBHMX KOHKYPEHTHMX IlepeBar. 3BaKalul Ha
1€, KOMITaHii 3AIICHIOIOTh aBTOMATMU3allil0 KAIEHTCHKOTO
AOCBIAY, IO 3yMOBMAO PO3BUTOK Pi3BHOBMAIB 1MPOBUX
MoaeAel bizHecy.

KoHuenuisi 06cAyroByBaHHs Ha OCHOBi KAieHT-
CBKOTO AOCBiAYy IepeAOayae AOAATKOBY LiHHICTb mpo-
AYKTY AAS KAIEHTA Y BUTASIAL CepBicy, 0 Ma€ Ha yBasi
TAKOX CepBiC IIPY KOPUCTYBAHHI Ta BOAOAIHHI IPOAYK-
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ToM. DopMyBaHHS TaKoi LIHHOCTI HAAEKUTD AO PYHKLiiT
MapKeTHMHIY. 3a YMOBUY, IO OMUT Ha MPOAYKT chopMo-
BAHO, KOMIIaHisl GOpMye KOPUCHICTD Yacy Ta Miclis, 1[0
nepeA0aya€e AOTICTUYHMIT CePBIiC, AOCTaBKY IPOAYKTY
AO KAI€HTa B TIeBHMIT Yac i MeBHe Miclle, 1o 3abe3neuye
IPOCTOPOBY Ta YaCOBY peaAisallilo MOMUTY.

3a ocranHi 20 poKiB BIPOBaAKEHHS KOHLIETILII KAi-
€HTCBKOTO AOCBIAY AOCAIAXKEHHIO OLIIHKM ii eheKTMBHOC-
Ti cBOI mpaui mpucestuau: Berraies S., Chtioui R., Char
her M. [1], Farooqi R., Raza Kh. [2], Hair J. F, Black B.,
Babin B., Anderson R. E., Tatham R. L. [3], Kotler P,
Keller K. L. [4], Mithas S., Almirall D., Krishnan M. S. [5],
Padmavathy C. [6], Rigby D. K., Reichheld F. E,, Sasser P.
[7], Saxena N., Taneja M. [8], Simanjuntak E. R., Fir-
manzah, Balgiah T. E., Pawitra T. [9], Bonanno S. [10],
Tariq M., Jamil A., Ahmad M. S., Ramayah T. [11], Biass-
coknitB.M.[12],Kouy6eit A.B., Ipuropenxo T. M. [13], Ke-
ryc O. B. [14], ITanenxo A. M. [15], TIpopau 1. O., Pi3-
nux FO. L. [16], CamiabnikoBa O. O., Kusenko O. O., [pe-
oemkoBa O. M. [17], Tuxonuenxo P. C. [18], Mapaa-
HoB A. 3. [19] Ta iHiui HayKOBLIi.

Mema ctarTi nepepbayae no0yAoBy Lindpooi Mo-
A€Al OLIIHKM BIIAMBY KAIEHTCBKOT'O AOCBIiAY Ha IPUOYTOK.
AASL AOCSATHEHHS MeTY BU3HAYEHO 3ABOAHHA:

1) BUSBMTHM CYTHICTb KAIEHTOOPIEHTOBAHOTO IIiA-
XOAY, KOHLIeIILii yIpaBAIHHA B3a€MOBIAHOCKHA-
Mmu 3 Kaientamu CRM;

2) BM3HQUMTM TOKa3HMKM e(eKTUBHOCTI BIIpO-
BaAKEHHS KOHIIEMLil KAIEHTCbKOTO AOCBIAY Ta
KOHLIeNLii yIpaBAiHHA B3a€MOBIAHOCUHAMU 3
KAl€HTaMM AASL OLIIHKM BIIAUBY Ha MPUOYTOK;

3) mobyayBary LppoBy MopeAb epekTiBHOCTI CRM.

BOTOAHI AOBEAEHO epeKTUBHICTh BUKOPUCTAH-

HS KAIEHTOOPIEHTOBAHOTO MIAXOAY B AIIABHOCTI

HippueMcTB. KoHIlemnLis KAIEHTCbKOTO AOCBiAY,
po3pobaena kommnauiero McKinsey y 2010 p., akTuBHO
BIIPOBAAXKYETbCS B Oi3Heci AAsL 3a0e3IeUeHHs 3pOCTaH-
Hs npubyTky. Crparerii 00CAYrOBYBaHHS CIIOXXMBaYiB
CbOTOAHI 6a3YI0TbCSI Ha KAIEHTOOPIEHTOBAHOMY CepBici.
SIKicHe 0OCAYTOBYBaHHS 3aA€KUTb Bip HU3KU (PaKTOPIB,
30KpeMa Bia miAOOpy Ta eTUKU IepCOHAAY, CerMeHTaLlil
KAl€HTCHKOI 6a3u, pobOTH 3i CKapramu, aHaAi3y KOHKY-
peHTiB, mobyaoBu CRM-cucremu.

IcHye psia 6a30BUX cTpaTeriit 00CAYTOBYBaHHS KAi-
enriB. )KypHaa Chief executive B pe3yAbTaTi ONUTYBaHHS
1000 Ton-MeHeAXepiB BUSBUB OCHOBHI cTparerii 00cay-
roByBaHH:. Haitbiapw ycrimuymy 6yau Ha3BaHi Taki 3a-
XOAM 3QIYyCKY IPOrpaMy 00CAYTOBYBaHHS KAIEHTIB:

1. TlocuaeHHs yBaru KepiBHMLITBA AO OOCAYTOBY-
BaHHA.

2. TliABUIIEHHS SKOCTi IPOAYKTY.

3. HaBuaHHs mepcoHaAy METOAQM OOCAYTOBYBaHHS
KAI€HTIB.

Hait6iAp1 mommpeHnM mAX0AOM A0 pOpPMYBaHHS
Ta IpoLecy po3pobku crTpaTerii 00CAYroByBaHHS CIIO-
KVBaviB € KAieHTOOpieHTOBaHMi MiAXiA. KaieHTOOpiEH-
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TOBAHICTb MepeAdayae HalliAeHICTb KOMEPLITHNX KOM-
TNIAHINl Ha iHTepecu AOSAABHUX 1 IOTEHLINHUX KAi€HTIB.
KAieHTOOpi€eHTOBaHMIT MAXIA — 1I€ TAaKUIT TUIT B3AEMOA(T
3 MOKYIILeM, SIKUil 3a0e3Ieuye AOAATKOBMIT NPUOYTOK i
MOTIK KAIEHTIB 3aBASIKM TAMOOKOMY PO3YMIHHIO Ta 33A0-
BOAEHHIO iX oTpeo.

KAieHTOOpi€HTOBaHICTD — Lie CIPOMOXKHICTb KOM-
TaHii OTpUMATH AOAAQTKOBUII IIPUOYTOK, 10 3a0e3mevy-
€TbCSI TAMOOKMM PO3YMIHHSIM KOMITaHI€0 TOTped KAieH-
TiB i 3aA0BOAEHHAM LuX MOTpeb [15].

KAieHTOOpi€EHTOBaHICTD — 1le Cy4acHa Mapapurma,
KOHLIETLIis YIIPaBAiHH: KOMIIaHi€l0, 0OCHOBA SIKOI I0AATAE
y 3HaHHI 1IPO MOTPeOM KAIEHTIB, 1110 3a6esneuye hopmy-
BAHH CIOXKMBYOI AOSABHOCTI Ta MPUXMABHOCTI OpPeHAY,
YTPUMAHHA TOCTIMHYUX KAI€HTIB, 3aAy4€HHSA HOBUX IIO-
KYIILIB 33 PaXyHOK NPOMO3MLII, [0 MaKCMMAABHO 33A0-
BOAbHsIE 1OTpebu mokymuiB. KaientoopieHtoBaHicTs —
Lie IPUYMHA, KA 3MYLIYE KAIEHTIB IIOBEPTATUCA AO KOM-
TaHil, MO3UTMBHO OLIHIOBATY Ail KOMITaHil IO BiAHOIIIEH-
HIO AO ce0e Ta peKOMEeHAYBaTH 1i CBOIM Apy3sam [14].

OisHec-cepeaoBHUILi MiAXiA Ha OCHOBi KAIEHTO-

Opi€HTOBAHOCTI € 3aOPYKOI0 AOBIOCTPOKOBOTO

ycmixy Kommanii. AocAiaXXeHHs CBipuaThb Ipo Te,
10 MiABMIIEeHHS KoedillieHTa yTpYMaHH: KAieHTiB Ha 5%
3abe3reuye 30iAblIeHH AOXOAIB BABiui [15].

MosxHa BUAIAMTY TaKi eAeMeHTM YCTILIHOCTi pea-
Ai3auii KAIEHTOPiEHTOBAHOI CTpaTerii KoMIaHii:

1. 100-BiacOTKOBA MPUXMABHICTb AO CTparTerii Ke-
piBHULTBA.
2. KAieHTOOpi€HTOBaHMIT TPOAYKT, siKUil dopMye
AOAQTKOBY LIiHHICTb AASL KAIEHTIB.
ITepcoHaa.
KaieHnToopieHToBaHi cTaHAAPTH.
5. BropxeT HaBYaHHs, MOTMBALisl NEPCOHAAY Ta
KOHTPOAD.

Kpim 1poro, y aiTeparypi BUAIASIOTD OMHIKaHAAD-
Hy CTparerilo 0OCAYTOBYBaHHs Ta iHTerpoBaHUIl MAXiA
AO 00CAYTOBYBAHHSI.

Aast 6iabi eheKTUBHOI B3AEMOAIT Ta HapQHHSI Oe3-
MEKXHUX MOXXAUBOCTEN AASl TIOKYIILIB 3AIICHIOBAaTU KY-
HiBAIO B OYAb-SIKUIL YacC, Y OYAb-KOMY MicLii, OYAb-AKUM
Ha0IABLI 3PYYHUM AAsL HMX CIOCOOOM HeoOXiAHO BU-
KOPMCTOBYBATY BCi MOXXAMBI KaHAAM TIPOAQXKY, SKi, AO
TOTO X, IOBMHHI OYTY B32€EMOY3rOAXKEHMMU. 3 TAKOTO
mipXoAay GOpPMYETbCS OMHIKaHaAbHA CTpaTeris MpoAa-
XY, BIAIOBIAHO AO AKOI BUKOPUCTOBYIOTbCS HE IIPOCTO
0araTo pi3HMX KaHAAIB, @ KOXKEH i3 HUX MaKCUMAaAbHO
B32€EMOY3TOAXKEHMI 3 {HIIMMY KaHAAAMY Ta HAAQE HeoO-
MeXeHi MOKAMBOCTI AASL TIOIIYKY TOBapY, O3HAIOMAEH-
HsI 13 TPOMO3KLISIMU TTPOAABLSL, 3AIICHEHHS BUOODY, 3a-
MOBAEHHS, OIIAATH.

OMHiKaHaAbHA CTpaTeris — 1ie iHTEerpOBaHWII TTiA-
xia Ao oprauisalii 6i3Hec-TipoLieciB 1110A0 00CAYTOBYBaH-
Hs KAIEHTIB, 110 6a3yeThbCsl Ha LiAICHIi KOHLELI|T, eAMHiit
naardopmi Bcix 06paHMX KaHaAiB AASL IPOCYBaHHS TO-
BapiB i mocayr. Takuit miaxip A03BOASIE IOKYIILIIO BIABHO
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MEPEXOAUTH 3 OAHOTO KaHAAY Ha iHILMIA, OACP)KYBaTy IPU
LIbOMY HeoOXipAHY iHdOpMallito, TOpiBHIOBATHU Ta 00MpaTH
TOBap, NPUIIMATH PillleHH: Ta 3AIICHIOBATY MOKYIKY. Bu-
KOPMCTAHHSI OAHIET TAaTGOPMM AASL YCIX KaHAAIB mpopa-
XY Ta KOMYHiKalii AO3BOAUTD TaKOXX aKyMYAIOBATU 11 iH-
popmaliiiHi OTOKM I{OAO OBEAIHKM MOKYIILB i IBUAKO
OAEP>KYBaTU AaHI PO IOKYIIKM, BUKOPUCTAHHA TUX 4
IHIIMX KaHaAiB, HaBiralliliHi aCeKT! KyMiBAi.

epeA HaMOIABII BRKAMBUX XAPaKTEPUCTUK iH-

TerpoOBaHOIO IAXOAY AO OpraHizauii mpopaxy

(omHiKaHAABHOI CTpaTerii) HEOOXIAHO Bip3HAYM-
TU TaKi:

+ BuUKOPUCTAHHS BCiX MOXKAMBMX KaHaAIB 30yTy Ta
KOMYHIKaliil 31 CIO)KMBaYaMmy;

+ Oe3ymoBHa Ta Oe3poraHHA iHTerpalist 3aAiTHUX
KaHaAiB 30yTy Ta KOMYHIKaLiit;

+ epuHuMIT miaXiA AO eAeMEeHTIB KOMIIAEKCY MapKe-
TUHTY: GOPMYBaHHS ACOPTUMEHTY, LiiHU, aKLii,
3aXO0AiB; AM3alHy iHpopMaLiiiHux Marepiaais,
oQOopMAeHHS KaHAaAiB y eamHoMy dipmoBoMy
CTUAI;

+ eAMHA KapTa AOSABHOCTI, 1O NMOBMHHA AIATH B
ycix KaHaAax;

+ omaara B OyAb-siKuit cr1oCi0, y GyAb-SIKOMY KaHa-
Al TIPOAQXY;

+ HaaaropxeHa Ta AOCKOHaAa poboTa CAYXO Ao-
ricTuKy;

+ o06i3Hanuit 3 yciMa acrekTamu QpyHKLiOHYBaHHS
KaHaAiB IIPOAQXKY Ta KAIEHTOOpi€eHTOBaHMI TIep-
COHaA;

+ nepcoHaaizaiis Ta iHAMBIAYaABHUIT MIAXiA AO
MOKYIILB;

+ epuHa 6a3a AQHMX II0AO KAIEHTA, 110T0 MOTpED i
TnepeBar;

+ cucremMaTMyHMIT 3BOPOTHMIL 3B’5I30K Ta B3aEMO-
Als i3 KAleHTaMy 32 mpuHLUIIOM 24/7.

ABTOMaTM30BaHMMM IHCTPYMEHTaMM peaaisallil
KAIEHTOOPIEHTOBAHOTO MIAXOAY AO BeAEHH: bi3Hecy € iH-
dopmaiiui mporpamui npopyktyt — CRM-cucremn [16].

KaieHToOpieHTOBaHiCTD  mepepbayae  BIpOBa-
AXKEHHA KOHLENLil YIpaBAiHHS B3a€MOBIAHOCMHAMU 3
KAleHTamy, 1o otpumaaa Hasy Customer Relationship
Management — CRM. CRM - 1e 0isHec-cTpareris, Aka
OpieHTOBaHAa Ha PO3YMiHHA Ta YIPaBAIHHA NMOTpebaMu
HOTeHILiTHMX KAieHTiB. J. F. Hair Ta in. [3] BusHauman
CRM K CyKYNHICTb CTpaTeridHMX, NMPOLIECHNX, Opra-
HiSaLifIHMX 1 TEXHOAOTIYHUX 3MiH, 110 AOIIOMAra€ OiAbI
eeKTUBHO yIIPABASTY KOMIIAHIEI0 32 HASIBHOCT] AETAAD-
Hoi inpopmauii npo xaientis. P. Kotler, K. L. Keller [4]
Bu3HauaoTb CRM $K MeTOA YIpaBAiHHA AETAABHOIO
iHpopMmaljieto PO KOHTAKTI KOXKHOTO KAi€HTa 3 METOIO
MaKCUMaAbHOI BiapQHOCTI KAieHTaM. [Tip TOUKOIO AOTHU-
KY MOXKHa pO3YMiTH OYAB-SKUII BUITAAOK, KOAY 3aAMOBHIUK
CTUKAETBCS 3 OPEHAOM 200 IPOAYKTOM YHACAIAOK OTpH-
MaHH: paKTUYHOTO AOCBiAY B3a€MOAII 3 KOMIaHi€0.

BIBHECIHOOPM N2 7 2020

www.business-inform.net

CRM A03BOASIE KOMIAHIsIM MATpUMYBaTH 6asy
AQHMX KAIEHTIB, BUBHAYATM HAWIIHHIIINX KAIEHTIB i Ha-
AABaTU iHAMBIAYaAbHI IPOAYKTU Ta TMIOCAYTYU AAS MIABU-
IIeHHs AOSIABHOCTI KAieHTIB. lle crpuse 3MeHLIeHHIO
BUTPAT Ha 00CAYTOBYBaHHS LIMX KAIEHTIB, a TAKOX AOIIO-
Marae B IPUAOAHHI HOBKX KAieHTiB [7].

YrnpaBAiHHSA B3a€MOBIAHOCMHAMM 3 KAi€HTaMu
(CRM) — 11e KOHLILis, CUCTeMa, METOAOAOTiS, Tex-
HOAOTis, iHpacTpyKkTypa, mporpamHe 3abe3redyeHHs,
CTpaTeris KOMIIaHii yIpaBAiHHSA KAIEHTaMM Ta 3aAyY€HHs
KAI€HTIB, [0 B CYKYIHOCTI CIIPsMOBAHO Ha ONTUMi3al}ilo
LiHHOCTi B A0BroctpokoBuii mepiop. CRM mepepbauae
BIIPOBAAYKEHHSI B KOMITaHii KyAbTYpH Ta pirocodil, cTaH-
AQpTIiB AKOCTi, 1O CIPSIMOBYIOTbCA Ha e(eKTUBHICTD
MapKEeTHUHIY, AOTICTUKY, CEPBICHOTO 00CAYTOBYBaHHS Ta
npoaaxis. CRM 3a0esmeyye aBToMaTH3aLi0, ONTHMi3a-
1if0 Ta 3poCTaHHsS epeKTUBHOCTI OisHec-TporieciB, ski
TOB'A3aHi 3 MapKeTHHroM. Lle B KiHLleBOMY MiACYMKY 3a-
Oesmneuye epeKTUBHICTb YIIPABAIHHS BiAHOCHHAMMU 3 KAi-
€HTAaMM Yepe3 KOHTPOAb Ha OCHOBI BU3HAUEHMX 1liAell,
crpaterii Ta KyAbTypH. [13].

Tuxonuenxo P. C. [18] cepep cTpareriit 00cAyrosy-
BaHH: KAI€HTIB BUAIASIE «AOBTOCTPOKOBY MapKETUHIOBY
crparerito», abo CRM-cTparerilo, — HaAaropXyBaHH:
AOBTOTPMBAAMX KOHTAKTIiB 3 iCHYIOUMMM KAl€HTaMmy, a
TaKOX IOTEHLITHUMM KAl€EHTaMy, CIIPSMOBaHy Ha pO3-
BUTOK i MOAIMIIEHHS BIAHOCUH 3i CITOXXMBayaMu. Y paM-
Kax L€l crparerii miaOupaeTbes iHAMBIAYaAbHMI TiAXIA
A0 KaieHTiB. OCHOBHe 3aBAQHHSA CTparerii: iHTerpyBaTu
KAI€HTA BCepeAVHY MAIIPUEMCTBA, HAAATY JIOMY PeaAb-
He IHAMBIAYaAbHE 0OCAYTOBYBaHHSI.

tpateris CRM e Haitbiabll yHiBepCaAbHOIO Ta

MPAKTUYHOI, TOMY IO BOHA OXOIAIOE SIK 3aCO-

011 yTpMMaHHsI iCHYI0UMX KAi€HTIB, TaK i cripusie
HAAArOAXKYBAHHIO AOBIOCTPOKOBUX BIAHOCHH 3 TIOTEH-
LiJHMMM CIIOXXMBaYaMM, XapaKTepHA AAA YCiX KAIEHTIB,
OKpIM «Tipumx».

Mapaauos A. 3. [19] Bupiaste CRM-mipxia A0 Ha-
AArOAXKEHHS CTIMIKMX B3a€MO3B'sI3KiB i3 Kaientamu. [Tpn
LIbOMY aBTOp IIPOIIOHYE CTPYKTYPHO-AOTiUHYy MOAEAb
TPOLIECHOTO TAXOAY A0 BOpMYBaHHs KAIEHTOOpiEHTO-
BaHOI CTparerii MATIPUEMCTBA.

Y Mexax IpOLeCHOTO IAXOAY Ta BKa3aHoi Mo-
AeAl  OCHOBHUMM Oi3Hec-TpollecaMy BMBHAYAIOTHCSL:
3AIICHEHHS CTPATeriYHOro aHaAisy 3a IPOTOTUIIOM
KAl€HTOOpiEHTOBaHOI cTparerii KommaHii (LiHHICHOW
IpOeKIi€l0, KAIEHTCbKOIO, KaHaaaMM npopaxis, STEP-
CepeAOBHUIIIEM); LIAETIOKAQAQHHSI 38 TIOKA3HUKOM BIATIO-
BIAHOCTI cTparerii po3BUTKY KOMIIaHil; 3Ai/ICHEeHH:I aHa-
Ai3y Ta BUOOpY aAbTePHATMBHMX CTpATeriil 3a MOKa3HU-
KOM BIATIOBIAHOCTI CTparterii pe3yAbTaTaM aHaAi3y.

Moxaunsocti CRM BKAIOYAIOTH TpU OCHOBHI ac-
HEKTH, AKi B3AEMOAOIIOBHIOIOTb OAUMH OAHOTO:

1) mexHor02iuHUIL nomeHYiaA — SIK HCTPYMEHT 00-
POOKM AQHUX AASI THATPUMKI MAPKETUHIOBOI Ai-
SIABHOCTI;

333

MEHEDKMEHT | MAPKETUHT

EKOHOMIKA



MEHEDKMEHT | MAPKETUHT

EKOHOMIKA

2) onepauiiiHy cnpomMosHicmp — AAS TATPUMKN
KOMITaHil, 1110 301paroThb iHdOpMaLlilo PO TPaH-
3aKuii KAieHTiB, AemorpadivHi AaHi, mcuxorpa-
¢iro, 3acobu MacoBoi iHpopMmanii Ta HaaamTy-
BaHH:A KaHAAIB KOMYHiKaLii;

3) cmpamesiunuii nomeHyia, SKUI OXOIAIE pe-
aAisallifo CTpareriil ynpaBAiHHA BIAHOCMHAaMM B
yciit opranizauii [9].

CRM € edexTUBHMM IHCTPYMEHTOM B32EMOAIL 3
KAieHTamy, 1o 3a0e3eyye YTpUMAHHS LiHHUX KAIEHTIB
Ta aHaAiTH4HI MoXXAMBOCTi koMmnaHii. CRM Takox € iH-
CTPYMEHTOM KOOPAVHALiI Ta iHTerpauii B3aEMOBIAHOCUH
i3 KAl€eHTaMU Ta MAPKETUHTOBOI AIIABHOCTI, eh)eKTUBHO-
ro BeAeHHs Oi3Hecy Ha OCHOBi BUKOPMCTAHH Pi3HUX iH-
CTPYMeHTIB iHpOpMALIITHNX TeXHOAOri1. BukopucTaHHsa
LIbOTO MIAXOAY 3a0e3Ieuye MOCAIAOBHICTb BUMipIOBaHb,
OLIIHKM Ta aHAAI3Y CTpaTerilt KOHTAKTIB 3 KAieHTamu [2].

AOCAIAKeHH] [6] OyAO BMSBAEHO 3B'I30K MDX

edextuBHicTio CRM i A0siABHICTIO, piBHEM 33A0-

BOAEHOCTI KAI€HTiB. ABTOPOM BUKOPUCTAHO AQHi
ONUTYBaHHsA 458 KAi€HTIB iHAIICPKMX KOMIIaHi 3 pos-
Api6HOT TopriBai. lepapxiuHnit perpeciiiHuit aHaAi3 moka-
3aB, IJ0 TPMBAAICTD BiAHOCHH 3abe3neuye Bnaus CRME
Ha piBeHb 3aA0BOAEHH: KAieHTiB. KpiMm Toro, pesyapratn
TIOKa3yH0Th, 10 AOCBiAUeHi KAieHTH GiAblie 3aA0BOAeHI
KOMIIaHi€l0, HXXK HOBi KAi€HTU. AOCAIAYKEHHSI CBIAYMTD
npo norpeby HasamTyBaHHa poboTm CRM Ha ocHOBI
MPUHLVITY AOBTOCTPOKOBUX BIAHOCHH 3 KAIEHTaMI.

Y pobori [5] BusBAeHO, W0 dipmu, sKi BUKOpUC-
toByiIoTb CRM-crcTeMH, MalOTh GiABII BUCOKMIT PiBEHB
eeKTUBHOCTI MapKeTMHTY. Pe3yAbTaTu AOCAIAXKEHHS
[8] cBipYaTh MO Te, 1O AAS MiABUIIEHHS eheKTUBHOCTI
6isHecy cAip BIIpOBaAXXyBaT! BU3HAYEH] KAIOYOBI acriek-
1 CRM, a came: AOCBiA KAI€HTIB, TEXHOAOTIUHY Opi€H-
Talilo0, OpraHi3allifiHy IPUXMADBHICTD i MAXiA, OPi€HTOBA-
HMI Ha IPOL[eCH Ta HAAINHICTb.

Y pobori [1] BusBAEHO, 110 PO3IIMpPEHHS MOBHO-
Ba)XeHb [IEPCOHAAY LJOAO B3aEMOAII 3 KaieHTaMu 3abe3-
TIeyye BIIAMB Ha AKICTb 00CAYTOBYBaHHS, piBeHb 3aA0BO-
A€HHSI KAIEHTIB i B LIIAOMY CBIAYMTD NPO epeKTUBHICTD
CRM. Y poboTi TakoX BUABAEHO NMO3UTUBHUII 3B’30K
MDK AOCBIAOM KAl€HTA Ta MPUXUABHICTIO AO KOMIIaHil.

AocaipxeHHs, mpoBepeHe B 6aHKIBCbKOMY CEKTOPI
[TakucraHy Ha 0CHOBI 3i0paHuXx Bip moHap 500 criBpobit-
HUKIB i KAIEHTIB AQHMX, BKAIOYAOUM I SATIPKY HalbiAb-
X GaHKIB KpaiHu, CBIAYMTD PO Te, MO AMIIE SKICTh
Ta AOSIABHICTb AO OaHKIBCHKUX IOCAYT OYAU BXKAMBUMMI
npeaukropamu edexkrusHocti cuctemun CRM [11].

Y pocaipxenni O. O. CamiabHukoBoi Ta iH. [17]
0yA0, 30KpeMa, 3a3HAYEHO, IO CUCTeMa eKOHOMIYHMX
TMIOKa3HMKIB CKAAAR€ETHCS 3 (iHaHCOBUX | HeiHAHCOBMX
nokasHukis (KPI — Key Performance Indicators). OiHan-
COBi PeeCTpyIOTbCS B CUCTEMI yIpaBAiHCbKOro (byxraa-
TepChKOro 00AiKy), Hedinancosi — B CRM-cucremi.

Aasi ouinku edexty Bip BrpoBapxeHHs CRM
MoXe OyTM BMKODMCTaHWUII METOA aHAAi3y AeKiAbKOX
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KAIOYOBMX TIOKa3HUKIB AO, MICASI Ta BIIPOAOBX 3MiH,
BIIPOBapKeHHs cucTemu. ToO6To KoMmaHist popmye Ha-
0ip iHAMKaTOpIB, y po3pisi sAKux OyAe HapaAl oiHIOBaTH
edexTUBHICTb BIAHOCUH 3 KAieHTaMu. [1eBHI moKa3HUKK
BU3HAYAIOTHCS AO MOYATKY peaaisauii npoexty (mpuby-
TOK, AOXOAM, IIOTOYHI BUTPATH, OCTiitHI BuTparu). 3a-
AEXHO Bip chepu AISIABHOCTI KOMITaHii MOXYTb OyTI 00-
paHi Taki iHAMKaTopHu:

+ BiACOTOK BiAI'YKY MOTEHLiTHMX KAIEHTIB Ha Map-
KETMHIOBI 3BepHEHHS (peakjist ayAuTopii);
MPUPICT HOBUX KAIEHTIB (HOpMa TIOBEPHEHHS);
AMHAMiKa KiAbKOCTi 3aAyYeHMX KAi€HTiB POTS-
TOM BM3HAYEHOT'0 YaCOBOTO IIEPIOAY;

+ iHAeKC AOAABHOCTI KAieHTiB (NPS);
+ BapTicTb MOKYIKY;

+ yacTKa yCIHilHMX YTOoA;

+

+

+ +

TPUBAAICTD LIMKAY TIPOARXKIB;
CepeAHilT yac BUpILlIeHHS TUITOBUX IIPOOAEM Cep-
BICHOI0 CAYXOO0I0 Ta iH1Ili TOKA3HUKI.

[ToxasHMKM 3a3BUYail 00'€AHYIOTBCSA 32 IPYMaMu
0isHec-mpotieciB abo mipcucrem CRM.

[Tpu upomy AAst hopMaaizoBaHoi oLjiHKY edeKTUB-
Hocti BrpoBaaxeHHss CRM noTpibHi HedinaHCoBi AaHi
3a 1epiopu Ao BripoBapkeHHs CRM-cuctemy, sKi Bip-
CYTHI Yepe3 BIACYTHICTb cucTeMu ix o0Aiky. B Takomy
BUIIAAKY OLIiHIOIOTb 3PDOCTAHHSI AOXOAIB Y Pi3Hi nepiopn
Jacy, IpoTe 3pOCTAHHA AOXOAY MOXKe He KOPEAIBaTH 3
ynpoBapxeHHAM CRM-cuctemu. Y TakomMy BUIAAKY AO-
LiABHO TIPOBECTY aHAAI3 CTPYKTYpU KAi€HTCbKOi 6a3y,
eeKTUBHOCTI pobOTY MeHeAXepiB, 3pOCTaHHS AOSIAb-
HOCTI KAI€HTChKOI 6231 Ta iHumx iHAMKaTopiB. Tomy AAs
OTPMMaHHA OOIPYHTOBAHOI OLHKM BUOpaHi MOKa3HMKN
(K y HaTypaAbHIi, Tak i y BapTicHiit dopmi) Biacaia-
KOBYIOTBCS TMip 4ac peoprasisauil BiamoBigHuX 0i3Hec-
npoleciB i BIPOBaAXKEHHsT KOMIIOHEHTIB iHdopmaryiit-
HoI cucTeMy. MOXHa 3iCTaBASITU I'POIIOBe BUPa’KeHH:
edexTiB Bip peopranisallii Ta BIAOBIAHUX BUTPAT AAS
OLiHKM TepMiHy okynHocTi inBecTuuin y CRM.

HILOW MPOo0OAEMOI0 B OLiHIi epeKTUBHOCTI € MeBHi

exoHoMiuHi edextu Bip CRM-cucremn AAsL OKpeMmx

KOMIIaHil1, 0 MOXYTb OyTu pisHuMM. BipcyTHicTb
IHCTPYMEHTIB OLIHKM AISIAPHOCTI KOMIIaHII Ta BIPOBa-
AkeHHS CRM-cuctemMy 3yMOBAIOE HETOYHICTb OL[HOK
e()eKTMBHOCT], HAIPUKAAA «BIACOTOK YTPUMAaHHS KAi-
€eHTiB 30iAbumMBCs Ha 5-10%, 1110 AQAO TIpupicT mpubyT-
Ky Ha 20-30%; aBTOMaTM3aLid Macu PyYHUX OIlepaLiil
MaibKe BABIUl 30iAbIIMAQ MPOAYKTMBHICTb HEPCOHAAY»
Touo. Taki MpaKTUYHi OLIHKM IPEACTABASIOTb YaCTKOBY
LIiHHICTb.

Ouinntn  edexruHicTs BrpoBapxeHHs CRM
MOXKHA Ha OCHOBI KOHKDETHOI peaAi3oBaHOi LndppoBoi
MoaeAi 0isHecy. Taka MoaeAb Mae OYTU po3pobAeHa Ha
paHHiX eTamax IpoekTy BrpoBapxeHHA CRM, Ha mo-
AAADILMX eTarax MOAEAb € €TAAOHOM, 3Pa3KOM, SIKUI1 Be-
pudiKye AOCATHEHHS 3aKAAAEHNUX Y Hiil TOKA3HMUKIB.
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KAieHTOOpieHTOBaHICTDL BMMIPIOETHCS 32 AOIO-
Mmororo iHpaexcy NPS — Net Promoter Score, 1110 AOCAIBHO
TIEPEKAQAAETDCS SIK «IUCTHUIT IHAEKC IpoMoyTepiB» [16].
Meropnka NPS mepepbauyae Te, sIK pecrOHAEHT Oyae
HaAABaTU PeKOMEHAALii TPO KOMIIaHilo, TOCAYTY 3HANO-
MMM, POANYAM, APY35IM, KOAETaM.

YTHICTb METOAM OLHKM AOSIABHOCTI KAI€HTIB Ha

OCHOBI iHAEKCY AOBOAI ITpocTa Ta MOOYAOBaHa Ha

OCHOBIi ABOX IIMTaHb, SIKi CTABASITBCS AO KAIEHTIB.
BaskAMBMM acTeKTOM € OIUTYBAHHS IIOTOYHMX KAI€HTIB,
a He MOTEHL{ITHIX Yy KOAMIIHIX [16].

ITepiue Ta roAOBHe 3aNUTaHHA: «3a IIKAaAOI0 Bip 0
A0 10 HacKiAbKY IMOBIPHO, 1110 B1 OyA€Te peKOMEHAYBa-
TU IPOAYKT 200 MOCAYTY L€l KoMmaHii cBOIM KoAeram»?
KaieHT Mae mocraBuTu oLiHKY B Mexax Bip 0 a0 10, ae
0 — 1e TouHO He mopeKkoMeHAYe, 10 — TOUHO MmopeKo-
MmeHaye. Lli OLiHKY € MiACTaBOIO MOAIAY KAIEHTIB Ha TpU
BUAW: KPUTUKH, HEMTPaAL, mpomoytepu [16].

1) «ITpomoyTtepu» («promoters») CTaBASITh OLHKM
9 a60 10 Ta € AOSIABHUMMU KAi€HTaMI, SIKi OYAYTb CHiBII-
paLoBaTy 3 KOMIIAHI€I0 HaAAAl Ta peKOMEHAYBATH ii iH-
LM HaBiTh Y Kpu3oBuit epiop. CaMe BOHM € OCHOBHUM
AKepeAoM AOXOAIB KOMIIaHii.

2) «Herrpaan» («passive clients») CTaBASITb OLjiH-
K1 7 Ta 8 1 € MacuBHMMM HOKYINLAMY, 110 He CXMABHI AO
HaAAHHS peKOMeHAAL . BoHM BBa)KalOTbCS MEBHUM M-
HOM 3aA0BOAEHI, aAe A€TKO MOXKYTb IIepeliT! Ha IIPOAYK-
TU KOHKYPEHTIB.

3) «Kputuxn» («detractors») CTaBASTb OL[IHKU Bip
0 A0 6 Ta € He3aA0BOAEHUMU TOKYIILISAMY, 1110, IIBUALLE
3a BCe, He OYAYTb HapaBaTH PeKOMEHAQLI {HIIMM, HaBiTh
MOXYTb 3aIIKOAMTH iMIAXKY Ta pemyTallii, HOIIMPIOBaTH
HeraTyuBHi Biaryku [16].

Inpexc NPS — 1je pi3HM1Lis MPOLIEHTHOTO CMiBBIAHO-
LIIEHHS «IPOMOYTEPiB» i «<KPUTUKIB», 1110 BiA0Opaxkae pi-
BEHb AOSIABHOCTI KAi€HTiB. [T0OKa3HMKM MaCBHUX KAi€H-
TiB He BPaXOBYIOTbCS, aAXe X He AOAQIOTb A0 0asu KAi-
€HTIB Ta Pa3oM 3 MM He 3MeHILYIOTb ii. TakuM unHOM, y
MiACYMKY BeAM4MHa MoKe KoanBarucs Bip —100 oo +100
(Bip KpUTHKIB AO TpOoMoOYyTepiB) [16].

3pOCTaHHA POAI AOKAABHOTO ITAXOAY AO BBEAEHHS
0i3Hecy, 1[0 03HAYa€ AETAAI30BAHY CETMEHTALII0 KAlEH-

TiB, 3yMOBAEHO OOMEXeHICTI0 pecypciB kommaHiit. Lle
TIPUBOAUTD AO BUPOOAEHHS KAi€HTCHKOI cTparterii, sika
CTIpsIMOBaHA Ha HasIBHUX KAIEHTIB Ta MiABUILIEHHS piBHSA
iX AOSIABHOCTI. AAsI TIPUKAAAY, Y CKASIHII TPOMMCAOBOC-
Ti komnaHii oTpumyIoTh 80% Aoxoay Bip 20% mocTiHux
KAIEeHTIB 3aBASKM sKicHOMY BMpoOHMUTBY. IlocTiitHuit
TUCK HA KOMIaHil yepes3 1MoTpedy y 30iAblieHHI mpu-
OyTKYy B yMOBax cTarHauii pMHKY 1OTpeOye pO3BUTKY
AOSIABHOCTI CaMe MOCTIMHUX KAi€HTIB. 30iAbIIEHHS TTAQ-
HOBOTO NPUOYTKY MOXKe BCTAHOBAIOBATUCS Ha piBHI 10%
NPOTArOM MOTOYHOTO POKY Ta BU3HAYEHHS BiAIOBiAHO-
IO TOKa3HUKA YTPUMAHH:A KAIEHTIB 3aA€KHO Bip LMKAY
croxuBaHHs ToBapy [19]. CermeHTalis KaieHTiB mpo-
BOAMUTBCS 3a Pi3HUMU KPUTEPiAMMU: Ilepioa CIIOXKUBAH-
HsI, KYIiBEAbHA MIOBEAIHKA, TaAY3b ALSIABHOCTI, MaciuTab
AlstabHOCTI (sK1o e B2B cerment). Ha ocHOBI cermen-
Tauil GopMyeThCs 0a3a KAIEHTIB, aHAAI3 SIKOI Aa€ 3MOry
chopmyBaTy LMPPOBY MOAEAD B3aEMOAIT — Bia MOYATKy
BeAEHHSI IIeperoBOpiB A0 3aBeplileHHs yropu. Lle 3abes-
Teyye AOCATHEHHS IAQHOBMX MOKA3HUKIB NPUOYTKY Ta
AOSIABHOCTI, BU3HAYa€ MPiOpUTETU MIATOTOBKY IIEPCOHA-
AY AASL 3aBepIIEHHS TOPTOBUX YTOA.

AAEXKHO Bip MaciTabiB AISABHOCTI BUAIASIIOTD ABA
CerMeHTH TMOTEHLIITHUX KAIEHTIB, HA OCHOBI SIKUX
BM3HAYAIOTD IIOKA3HUKY edeKTUBHOCTI (maba. I).

Y GisHec-cepeAOBUILI BUAIASIIOTh TaKi MOKAa3HUKY
eeKTUBHOCTI B3aeMOAIl 3 KaieHTamu [19]:

1. LTV / LTP (Lifetime Value, Lifetime Profit) —
«AOBiYHa» LiiHHICTD (KAieHTa) — AOXip / mpUOYTOK, 5K
HNPUHOCUTD KAIEHT 3a MEBHUI NPOMDKOK 4acy B Pe3yAb-
TaTi B3aeMoaii 3 komnaniero. Lli mokasHMKM po3paxoBy-
I0Tb TAKUM YMHOM:

LTV = (Tpusaaictsb BigHoCKH / CepeAHilt MPpOMDKOK
yacy Mix nokynkamin) x CepeaHst BapTiCTh MOKYIIKY;
LTP = (Tpusaaicts BigHocuH / CepeaHilt IPOMDKOK
yacy Mk nokynkamu) x CepeaHst TpuOyTKOBIiCTb
TOKYTIKI.

BxaszaHi MoKasHMKM PO3PaXOBYIOThCs B pasi 36iAb-
IIEHH LMKAY B3a€MOAIL KAl€HTa 3 KOMIIAHIEIO 3aBAAKU
30iAbLIEHHIO PiBHS yTpUMaHHS KAieHTiB Ha 10% Ta mpo-
THO3YBaHHS 3POCTaHHA KAieHTCbKOI 6a3u Ha 20% 3a ABa
poku [19]:

Tabnuusa 1
CermeHTVN KOMNaHili, NOTEHUiliHUX KNi€HTIB, Ta NOKa3HNKMN epeKTUBHOCTI
Ne Kinbkictb Burparu Ha.3any- Mpunbytok3a | CepepHelTV, | CepepnelTP,
CermeHT s yeHHA 1 KnieHTa, .
3/n KNi€HTIB PiK, MAH gon. THC. fon. T™C. fon.
THC. fon.
Benuki komnaHii 3 (oxo-
1 LoM) 060poTOM binblue 20 20 2 200 50
100 mnH gon.
CepepgHi KomnaHii
2 3 oxofom (obopotom) 400 5 20 100 20
Big 10 go 100 mnH gon.
Lxepeno: cknageHo 3a [19].
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1) AASL BeAMKMX KOMIIaHiil Oe3 36iAbIUEHHS YTpu-
MaHHS KAi€HTiB 3araabHe LTV cermeHTa =
20 x ((24 mic. / 12 mic.) x 100 Tuc. pA0A.) x 1,2 =
4800 TuC. AOA,;
2) AASL BEAMKUX KOMIaHiil mpy 30iAblueHHI yTpu-
MaHHS KAi€HTiB 3araabHe LTV cermeHTa =
20 x ((24 mic. x 1,1) / 12 mic.) x 100 THC. AOA.) X
1,2 = 5280 THC. AOA.
TakoXX po3paxoBYIOTbCS TIOKA3HUKM AASL CEPEAHIX
KOMITAHI-KAIEHTIB (maba. 2).

MIPOLIECiB YIPaBAIHHA B3a€EMOBIAHOCMHAMMU 3 KAi€HTaMu,
110 B KiHLIEBOMY MACYMKY 3a0e3redyye KOHTPOAb Hei-
HAHCOBMX TTOKa3HMKIB e(peKTUBHOCTI B3aeMOAIT 3 MOKy1-
pamu. OTKe, BHIPOBAAKEHHS KOHLEML{i KAIEHTCBKOTo
AOCBIAY Ta CTaHAApTiB 0OCAYrOBYBaHHs KAi€HTIB Io-
Tpebye eeKTUBHOIO KOHTPOAI, IHCTPYMEHTOM SIKOTO €
CRM-cucrema, sika 3a0e3redye BUMIDIOBAHICTb AOSIAb-
HOCTI KAI€HTIB Ta iX 00CAYroBYBaHHs Ha OCHOBI Lmdpo-
BOI MOA€AI bi3Hecy, 3aKAQA€HOI B Ti OCHOBY. |

Tabnuuysa 2

Po3paxyHoK piuHOro goxoay AnA cermeHTa cepefiHix KomnaHin npv enposagxeHHi CRM-npoekTy

PiuHun poxig uepes 2 poku

PiuHun poxig uepes 2 poku

CermeHT Npu NOTOYHMX NOKa3HMKaX | Npu noninweHnxX nokasHuKax
yTpMaHHa (MnH gon.) yTpMaHHA (MnH gon.)
Benuki komnaHii 3 o6opoTom GinbLie 100 MiH gon. 4,8 5,28
CepepnHi kKomnaHii 3 06opoTtom Big 10 Ao 100 MAH gon. 48 52,8
Ihxepeno: cknageHo 3a [19].
OTxe, pOSTASHYTi NMPUKAAAM CBiAYaTb MPO 3pO- JUTEPATYPA

CTaQHHA AOXOAIB 3aBASKM IAQHYBAHHIO 3DOCTaHHS AO-
SIABHOCTI KAI€HTIB Ta yTpumaHHS 3aBpasku CRM-cu-
CTeMi, Ae aBTOMAaTM30BAHO eTamu B3aeMOAll. AAs ce-
PeAHIX KOMIIaHiil A0XiA 3pocTe B TaKlX yMOBax Ha 4,8
MAH AOA. 32 2 POKI. 3aXOAM YTPUMAHHS Ta ONTUMi3awii
CRM-cucTeMy HOTPeOYIOTh NMAQHYBaHHS. Po3paxyHOK
AOBTOCTPOKOBOTO e(heKTY CBIAUMTB, 1j0 IIpH 30iAbLIEHH]
BuTpar Ha yrpumanus CRM-cucremu npupict mpudyTKy
Moxxe pocsrTu 50% yepes 5 pokis [19].

3poCTaHHs AOXOAIB Ta IIPUOYTKY TaKOX MOXe 3a-
AEXaTy Bip CKOPOYEHHS CepeAHbOro 4acy 0OCAYroBy-
BaHH:A KAI€HTa, HANPUKAAA 32 PAXYHOK KPOC-TIPOAAXKIB,
3pOCTaHHA BapTOCTi MOKYIIOK TOLIO.

Mo>XHa TaKoX 3iCTaBUTY eeKTU 3pPOCTaHHS MPo-
AYKTMBHOCTI Ipalli, PO3TASIHYTI B IepLIOMY IPUKAAAL, 7
eeK Ty MiABUILEHHS TPUOYTKOBOCTI HASIBHOT KAIEHTCHKOL
0asy, POSTASIHYTi B ADYTOMY NPUKAAAL Ta 3pO3yMiTH, 10
CyKymHUI1 epeKT MO3Ke OyTH Lite Oiabiu sHauHMM [19].

BripoBap)keHHS Ta po3paxyHOK e(eKTy Bip BIIpoO-
BapkeHHst CRM 3aAeXUTb Bip raaysi AissabHOCTI bizHecy
Ta MOBEAIHKM criokuBauiB. L]i 0coOAMBOCTI BU3HAYAIOTh
HAIPSIMKI [IOKPALlleHHsI Ta onTuMizawii B 1iAsx 3a0e3ite-
4eHHs CTabiABHOCTI NPUOYTKIB Bip AOSABHUX KAi€HTIB.
[Tpu ybOMY BaXKAMBO BPaXOBYBATH, 110 YaCTHHA eheKTiB
He MiAAQETHCSA KiAbKICHIN OLIiHIIi, 30KpeMa 1ie AKiCTb B3a-
€MOAIT 3 KAIEHTOM, MOHeTH3allisl eMOLiHUX (paKTopiB
BiA IOKYIIKU.

BUCHOBKU

[TpoBeAeHe AOCAIAKEHHS AQ€ 3MOT'Y 3pOOUTU BU-
CHOBOK, 1110 BripoBapkeHHs] CRM-cucTeMu € CKAQAOBOO
aBTOMaTM3aL|il KOHLeMLlii KAIEHTOOPiEHTOBAHOIO MIAXO-
AY AO BeaeHHs OisHecy. UnMcAeHHI AOCAIAKEHHS CBIAYATD
PO MO3UTUBHII IPSIMMIL 3B'5I30K MK aBTOMATH3alli€0
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Bapyk B. B. Bnnue cTpaterii po3BUTKY cmapT-cnewjianisauii Ha piBeHb 06po6yTy MelluKaHLiB 06'eqHaHNX
TepuTopiaNbHNX rpoMag,

[ToKpaWeHHA HABKOAUWHbL020 cepedosuwa ma 0ob6pobymy 2pomadsH saxciuse 014 nepexody 0o cmabinbHO20 Ma Kpawj020 malibymHbo20 i 3Hax00umMsCA
8 UeHmpi ysaau cmocosHo mpaHcopmayii 2pomad. OOHUM 3i WiAAXie 303HAYEH020 Mepexody € 3anposadHeHHs cmpamezii cmapm-cneyianizauii, Memoro
AKOI € 3a6e3neyeHHA KOMPOPMHUX YMOB HUMMS, U0 XapaKmepu3ye cy4acHuli po3sumok dobpobymy epomadsH. Mema cmammi nonseae 8 00cnioxeHHi ma
3icmasseHHi 3020/16HUX HANpPAMI6 8rausy cmpameeii cmapm-creyianizayii Ha 006pobym MewKaHyie mepumopianbHux 2pomad. Bnaug cmpamezii cmapm-
cneyianizayii 0na 3a6e3ne4eHHa 006pobYMy MeWKaHYie MepumopianbHUX 2pOMA0 BU3HAYEHO, GHAI3YI0YU, CUCMEMAMU3YIOYU MA Y3020/bHIOKYU MPayi
6a20mbox iHO3eMHUX | 8IMYU3HAHUX HaYKOBYi8. Y pe3ynbmami 0ocnidxeHHs po32asHymo pisHi 6a4eHHs MoOHAMMA cmapm-cneyianiayii ma cgopmynb08aHo
OCHOBHI Hanpamu 30ilicHeHHs po3sumky yiei cmpamezii. lpoaranizoeaHo ceimosuli docsio opmysaHHa po3sUmKy cmapm-crieyianizayii. PospobneHo ma-
6auyto snausy cmpamezii cmapm-crieyianiayii Ha 0o6pobym epomadu. Mepcnekmugamu nodanbiux 00CaidHeHs y OAHOMY HANPAMI HA KOHUENMyaneHOMy
PiBHi € 30M0BHEHHS MeBHO20 HAYK0B020 BAKYYMY y BUBYEHHI 8MaAUSY cmpamezii cmapm-cneyianizayii Ha obpobym MewKaHyie mepumopiansHUX 2pomao,
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Varuk V. V. The Impact of the Development Strategy of Smart Specialization on the Level of Welfare of Residents of Amalgamated Territorial Communities
Improving both the environment and the welfare of citizens is important for the transition to a stable and better future and is the focus while carrying on the
transformation of communities. One of the ways of this transition is the introduction of a smart specialization strategy aimed at ensuring comfortable living
conditions that characterize the modern development of the welfare of citizens. The purpose of the article is to study and map the general directions of the
influence of the smart specialization strategy on the welfare of residents of territorial communities. The impact of the smart specialization strategy to ensure
the welfare of residents of territorial communities is determined by analyzing, systematizing and summarizing the work of many foreign and domestic scholars.
The research examines different visions of the concept of smart specialization and formulates the main directions of implementation of this strategy. The world
experience of smart specialization development is analyzed. A table of influence of the strategies for smart specialization on community welfare has been devel-
oped. Prospects for further research in this direction at the conceptual level are to fill a certain scientific vacuum in studying the impact of smart specialization
strategy on the welfare of residents of territorial communities, noting the contribution of researchers to the development of the problem.

Keywords: welfare, requlation, smart specialization, strategy, amalgamated territorial community (ATC).
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