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Y cyyacHMX yMOBax LU(POBOI EKOHOMIKM  KOHKYPEHLUS  MDK
I IPUEMCTBAMH TIOCTYIIOBO IIEPEXOIUTh BiJl TPAAMLIIHHOT LIIHOBOT GOPOTHOM /10
cepu sIKOCTI 0OCITyroBYBaHHS, MEPCOHATI30BAHOTO CepBicy Ta (opMyBaHHs
JIOBFOCTPOKOBHMX BIJJHOCHH 13 KJIi€HTaMH. SIKIIO paHille YyCHiX KoMIaHil
MEPEeBAXHO 3alekaB BiJ 11 BUPOOHMYMX MOTYXKHOCTEH abo JOCTYITHOCTI
pecypciB, TO HHHI KIFOUYOBHM (aKTOPOM CTa€ KIIEHTChKa 0a3a, ii JOSUTBHICTS i
PIBEHB 3aJI0BOJICHOCTI. SIK HACIIIJIOK, OCOOIMBO BaXJIMBHM CTa€ BIPOBA/HKEHHS
CRM-cuctem, sKi BHCTYNAIOTh CYYaCHUM 1HCTPYMEHTOM CTPATETiYHOTO
YIIPaBIIiHHS B32€EMOBIJTHOCHHAMH 31 CTIO)KUBadaMH.

CRM (Customer Relationship Management) — 1ie KoHIerIisI Ta TPOrpaMHa
miaropMa, CIpsMOBaHA Ha KOMIUIEKCHY OpraHi3alit0 poOOTH 3 KIE€HTaMH.
Bona 3a0esrnedye aBTOMAaTH3allil0 TIPOLECIB  MPOJAAKIB, MAapKETHUHTY,
00CITyroByBaHHSl Ta QHATHYHE MAIPYHTS I8 NPUAHATTS YNPaBIiHCHKHUX
pimens. I'onosaa meta CRM mojisirae He Jviire y ¢ikcarrii yrom 4u npoaaxkis, a
1 y CTBOPEHHI MIIIHUX JIOBIOCTPOKOBHX BIJHOCHH i3 KJII€HTaMH, 30iTBIICHHI
iXHBOI MIHHOCTI JJIsI KOMIaHil Ta MPOAOBKEHHI XHUTTEBOTO ITUKITY CITiBIIPAIli
[1,c.52].

VY koHTekcTi riobamizanii Ta akThBHOI IudpoBi3awii OGi3HEec-cepenoBHIIa
IPUEMCTBA CTUKAIOTECS 3 HOBMMM BHKJIMKAaMH. 3pOCTae KOHKYPEHIIis,
KJIIEHTH CTAIOTh OLIBII MOOLTBHUMH, 1H(pOpPMALis OJMCKABHYHO IOMIMPIOETHCS
Yyepe3 COLaIbHI MepesKi, 3MIHIOIOTHCS CIIOMKHMBY1 MOJIEINI, 8 O4iKyBaHHS ILOJ0
HIBUJIKOCTI Ta SIKOCTI CEpBICY NOCTIHHO 3pocTatoTh. CydacHHI CIO>KMBaY IparHe
IHAMBIAYa bHOTO X0y, 3PYYHOTO CHIJIKYBAaHHS, OTEPAaTHBHOI peaxiii Ha
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3aIUTH 1 BUHATKOBOTO PiBHS OOCITYyroByBaHHS. Y pasi HEBIAMOBIIHOCTI IIUM
OYIKYBaHHSIM BiH IIBHAKO 3BEPTAETHCA 10 KOHKYPEHTIB.

Cyvacui CRM-cucremu TpOTIOHYIOTH IMMPOKHI CHEKTP (YHKIIOHATHHUX
MOJKJIMBOCTEH, CEPEN SIKUX:

— CTBOPEHHS IIEHTPANIi30BaHOi 0a3W NaHWX KII€HTIB i3 ITOBHOIO iCTOpI€IO
B3AEMO/IIH;

— aBTOMAarTH3allis [IPOLECIB MPOAAKY;

— e(eKTHBHE YIPaBIIiHHS JIJaMH1 Ta IIPOJaKHUMH BOPOHKAMHU;

— MOHITOPHHT 1 KOHTPOJIb JiSUTBHOCTI MEHEKEPIB;

— CerMeHTallis KJIiE€HTChKOT 0a3u sl TOYHIIIOT ITepCOHATI3aIlii;

— iHINiIOBaHHS Ta yIPaBIIiHHS MApKETHHIOBUMH KaMITaHISIMH;

— OLHIOBaHHSA PIBH 33/JOBOJICHOCTI CIIOKHBAYIB;

— TIPOrHO3YBaHHSA HMOBIPHOCTI HOBTOPHHX IOKYTIOK;

— (opMyBaHHS aHATITHYHHUX 3BITIB Y PEXKIMI PEATHHOTO Yacy;

— iHTerpamist 3 Tene)OHHMMH cepBicamMH, BeOcailTamMH, MEcEHKepamu,
ERP-cucremamu Ta OyxXranTepChKuM 00IIKOM.

INpaxktrka MiKHapomHOro Oi3HECY AEMOHCTpYe, IO MiANIPHEMCTBA, SKi
cucteMHo iHTerpyfoTh CRM-pilieHHS y CBOIO HisUTBHICTD, TOCATAOTh 3HAYHOTO
MOKpAIIEHHS KIIOYOBUX IOKAa3HHUKIB €(EeKTHBHOCTI. 3TiJHO 3 pe3yJbTaTaMu
AHAIITHYHUX JIOCJTiIKEHD, BUKOPUCTaHHS CHCTEM yIIpaBJiHHS
B3aemoBinHocuHamu 3 kiieHtamu (CRM) crpusie 3poctaHHIO  KOHBepCii
npopaxiB Ha 20-30%, 3MEHIIEHHIO BUTPaT Ha MapKETUHTOBY AiSUIBHICTH JIO
15%, migBUILNEHHIO pIBHS YTPHMaHHs KIi€HTIB Ha 25% 1 30UIBIICHHIO
MIPOYKTHBHOCTI pOOOTH MEHEDKEPiB 13 mpoaxy Oinbie Hix Ha 30% [2, c. 18].

Oco0mBy BayKITHBICTE 3ampoBakeHHs muppoBux CRM-mmatgopm BapTo
BiJI3BHAYUTH B KOHTEKCT1 YKPATHCHKUX MIIPHEMCTB, SIKi (DYHKITIOHYFOTh B yMOBaX
BOEHHOTO CTaHy Ta IIOCTKPH30BOT'O BiTHOBJIEHHS eKOHOMIKH. CTpyKTypH Oi3HEecy
3IITOBXYIOTHCS 31 CKJIAJHUMU BHKJIMKAMM, TaKUMH SIK PEJIOKaIliss OCHOBHHX
odiciB, 3MiHa reorpadigHOi CTPYKTYpH KIIEHTCHKOT 0a3u, poboTa mepcoHaly B
JIMCTaHIIHHOMY PeXuMi, 1iepe0ol B JIONICTHYHHX Mpoliecax Ta TpaHchopMallis
CIIOYKMBYOI MOBEAIHKK. Y Takiil CHTyallii IEeHTpalTi30BaHa CUCTEMa YIPaBJIiHHS
B32€MOBIZIHOCHHAMU 3 KIIIEHTAMH CTa€ KIIOYOBUM €JIEMEHTOM 3a0e3leueHHs
cTablIbHOCTI 1 Oe3nepepBHOTO QyHKIIOHYBaHHs Oi3Hecy [3, c. 214].

3acrocyBanns CRM-crctemM Ma€ IHpOKHii CIIEKTP MPaKTHYHHUX ACTIEKTIB 15
pidEnx  cdep  exoHomiku.  ToproBenbHI  Opramisaimii,  HaNPUKIAZ,
BUKOPHCTOBYIOTB I1i CHCTEMH JIJIS OTIEPaTHBHOTO iH(OPMYBaHHS KIIEHTIB I0/I0
3MiH y rpaiky NOCTaBOK; BHPOOHMYI MiANIPHEMCTBA — Ui YNPABIIHHSA
KOHTpaKTaMH Ta MOHITOPHMHTY IIOBTOPHHX 3aMOBJICHb;, a KOMIaHii y cdepi
MOCIYT — U aBTOMATH3aLli KOMyHiKawii yepe3 GpyHKuioHan yaT-00TiB, email-
PO3CIIIKH Ta OHJIAlH-OpoHIoBaHHS [4, ¢. 97].

BropoBapkennss CRM  HeoOXifiHO — po3risgaTd  sSK — KOMIUIGKCHHIA
YHPaBITiHCHKUH IIPOEKT, CIIPSIMOBaHMUIT Ha TpaHCHOPMAIIifo Oi3HEC-TIPOIIeCiB, a He
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JMIIe SK TpUAOaHHS MPOTpaMHOrO 3abe3medeHHs [5, c. 146]. EdexruBHuit
niporiec BripoBamkeHHss CRM cKiagaeThes 3 TakuX eTartis:

1. IIpoBenenns ayauty Gi3HEC-TIPOIIECIB KOMIIaHii.

2. ®opMyIIFOBaHHS CTpaTeriyHuX miteii Bukopuctanas CRM.

3. Bubip onTUMansHOTO MPOTPaMHOTO PillIeHHS.

4. HamamryBaHHS IIPOLIECiB MPOIAXKIB 1 MAPKETUHTOBHX aKTUBHOCTEH.

5. Mirpariist KJTi€HTCHKOT 0a3u TaHUX.

6. [IpoBeeHHs HABYaHHS JUISI IIEPCOHAITY.

7. 3aIrycK CHCTEMH B €KCILTyaTallito.

8. ITocTiitHuif MOHITOPUHT €(hEeKTHBHOCTI POOOTH CUCTEMH.

Cepen naiinommpenimmx CRM-mporpam sk y cBiTi, Tak i B YkpaiHi
sugisrotees Salesforce, HubSpot, Zoho CRM, Microsoft Dynamics 365, SAP
CRM, Creatio, Pipedrive Ta Bitrix24. JIis HEBenMKUX MiANPHUEMCTB 3a3BUYail
0o0MparoTh XMapHi pimeHHs Ha 0a3i Momem SaaS, sKi XapaKTepH3YIOTHCS
HIDKYUMH CTAPTOBHUMH BUTPATAMU.

ToBopstan mpo maiidytHe CRM-cricTeM, BaXXIMBO 3a3HAYHUTH iXHIO AeHai
TICHIIy IHTErpamit0 31 IOTYyYHHM iHTeJIeKToM. Bike 3apa3 Al no3omse
niepe0avaT MOBEAIHKY KIIIEHTIB, OIIHIOBATH HMOBIPHICTB YCHIIITHOTO TIPOIAXKY,
CTBOPIOBATH TEPCOHATI30BaHI MPOMO3MIIT Ta aHATI3yBaTH €MOIIi CIIOKHUBAYIB
i1 yac TXHiX 3BepHEHb. L{e 03Hauae mepexis Bifl peakTHBHOTO JI0 MPOAKTHBHOTO
IIX0/ly B YIPABIIIHHI BITHOCHHAMHU 3 KITIEHTAMHU.

Jns ykpaincekoro 6izHecy BrpoBakeHHs CRM Moke crath ogHuM i3
TOJIOBHMX YMHHHKIB €KOHOMIYHOTO 3pOCTaHHs B IMICISIBOEHHUH Iepiof.
KommaHii, siki 3MiHATB IMiAXiJ] A0 B3a€EMOIII 3 KITIEHTaMH 1 3aK1aayTh QyHIaMEHT
JUTs1 JOBIOCTPOKOBHUX BIJTHOCHH YK€ CHOTO/IHI, OTPUMAIOTh 3HaUHY KOHKYPESHTHY
mepeBary B MaiiOyTHpoMy. Takum umHOM, BrpoBamkeHHs CRM-cucremu €
CTpPATEeTIiYHAM KPOKOM 10 €(eKTHBHIIIOTO YIpaBIiHHSA BiTHOCHHAMH 3i
cnoxuBadamu. Lle He e crpuse 30UITBIICHHIO MPOJAXKIB 1 ITOKPAIICHHIO
00CITyroByBaHHS KIE€HTIB, ajle i crpuse IuppoBiil TpaHChopMarii IpoIeciB y
KOMIIaHii, = CTBODIOIOYM  MillHI ~ OCHOBM  Juii 1  JIOBroTpuBajoi
KOHKYPEHTOCIIPOMOKHOCTI Ha PHHKY.
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