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ToOTo, peanbHa 3MaTHICTh €KCIIOPTYBATH BHPOOJICHI B PETiOHI TOBApU 3AJICKUTh HE TIJIbKH
BiJl peCypCHO-CHPOBHHHOTO IMOTEHIialy Ta CTaHy €KOHOMIKH, IO iCHYe, a BOHA IOB’si3aHa U 3
MOXIIUBICTIO 00’€KTIB aJeKBaTHO pearyBaTH Ha 3MIHHM Yy PHHKOBOMY cepeloBHUII. Taky
MOXJIMBICTh JIa€ 3aCTOCYBaHHsS CTPATEriyHOIO MAapKETHUHTY pETrioHy SK 3arajbHoi (QyHKIIT
YIOPaBITiHHSA CHUCTEMOI0. Y CYYaCHHX yMOBaxX CTpaTeriyHWii MapKeTHHT cTae (aKkTOpoM, IO
(hopMy€e eKCIIOPTHHI MOTEHITiaN PETiOHY.

Jns VYkpaiHu axTyadpHOIO € TIpoOJieMa BHU3HAUCHHS TAaKUX BHUPOOHUITB, CEKTOPIiB
€KOHOMIKH, SKi MalOTh YMOBH JJIsl OTPUMAaHHS 1 peaizamii KOHKypeHTHUX TepeBar Ha CBITOBOMY
puHKY. BupinieHHro MX NMHUTaHb COPUSATHME 3aTydeHHS OpraHiB BIAJHM PETiIOHAIBHOTO PiBHS JI0
(hopMyBaHHS €KCIIOPTHOI CTpATETii K Jep>KaBH, TaK 1 OKPEMHX MiAMPUEMCTB perioHy. CTBOpEHHS
perioHabHUX Tally3eBUX KJAcTepiB MOke OyTH IiHOBMM YMHHUKOM Ii/IBUIIEHHS KOHKYPEHTO-
CIIOPOMOYHOCTI.
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Ilogano cywyacHuii MeTo] YyHpaBJiHHA cTOCyHKamu 3 KiaieHtamu — CRM.
I'onoBHOIO MeTOW BUKOpUcTaHHs crpaterii CRM € ynpaBiaiHHS cTocyHkKamMu 3
KJi€HTAaMH 3 MeTOol0 30inblIeHHs NPUOYTKOBOCTI (ipMH HUHI i y Mali0yTHbOMY.
Horasx Ha kiaieHTa yepe3 nmpusmy CRM mnoB’si3anuii 3 mMOBHOKW0 BapTicTio, sIKi Mae
KJIEHT 1J1s (pipMu, a He JMIIe 3 BAPTICTIO, IKY MAalOTh MOOJAMHOKI TPaHCAKUil 3 HUM.
Mertoro npaui € J0CTi>KEHHsI CTYIIeHs] BUKOPUCTAHHSI METO/LY YIPABJIIHHSA CTOCYHKaMH 3
KJIiEHTaMM.

The modern method of management: Customer Relationship Management is
introduced. The aim of using CRM is devoted to management accounts with customers
in aim of enlargement profits for firm at present and in future. Look on customer by
prism of CRM is connected with entire value of customer for firm, and not only the
value which have single transactions. The most important for this work is examining
thelevel of using the CRM method.

1. Beryn
Crpareris ycnixy Oy/b-sIKOTO IMiIMPHEMCTBA TOJATAE Y JOKJIATHOMY BU3HAUEHHI IUTHOBOTO
CIIOKHMBAYA 1 3aIIPOMIOHYBAHHI HOMY XOPOMIOTo MpoayKTy [1].

Ha cyuacHomy erami MeTOJOM YHpaBJIiHHS, SIKa BUKOPHCTOBYEThCA OaraTbMa 3HAUyHIMMHU
HiANPUEMCTBAMH, € YIpaBIiHHS cTocyHKamu 3 kiieHTamu (CRM). Jlume typ6oTa mpo KiieHTa i
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KOHIICHTpallig Ha Horo motpedax € B cTaHi 3abe3neunTH ¢ipmi nepeBary Ha puHky. CRM, ska
CTaBUTH B IICHTP 3aI[IKaBJICHHS CTOCYHKH 3 KIIIEHTOM, € BiIMOBIII0 HA AOCBiA AiISIIBHOCTI QipM y
80-x Ta 90-x pokax. B Toii yac mpiopureTom Oynia BeIMUMHA YaCTKU PUHKY, a TOJIOBHUM TPEHJIOM —
pecTpykTypu3anis. BusBmioch, mo BHIE3rafaHi Iii HE € JOCTaTHIMH Ui JTOCSATHEHHS
KOHKYPEHTHO{ IepeBary , a 4acTka pUHKY — II€ He €IMHUI MPIOpHUTET.

2. XapakTepuCTHKa MeTOAy yNpaBJiHHSA cToCyHKkaMmu 3 kiaieHTamu (CRM)

VYrpaBiaiHHA CTOCYHKaMU 3 KJIi€HTaMU — I1e 013HeC-CTpaTeris, 1o 3A1HCHIOETHCS BITOOPOM 1
VIOPaBIIHHAM KIIEHTAaMH 3 METOK ONTHMi3amii goBrorepmiHoBux kopucreir. CRM Bumarae
BIpOBaDKEHHS (imocodii 1 KympTypu Oi3Hecy, CKepoBaHOI “Ha KIiieHTa”, sika 3abe3medye
e(eKTUBHI TPOIECH MAapKEeTUHTY, Tpoaaxy Ta cepsicy. 3actocyBanHs CRM moBuHHI natn
MO>KJTUBICTh €(DEKTHBHOTO YIPABIiHHA KOHTAKTaMH 3 KJIIEHTaMH, BIJTUBAIOYU HA 3MIHH 3arajibHO1
cTpaTerii i KynbTypH B ipmi [3].

CRM po3ymieThcst 1BOSIKO. 3 OAHOTO OOKY, I1€ € MEeBHA OpraHizarlis Jid, sKa peai3yeTbes
BIJIMOBITHAUMH MICI[IMH Ta OpTaHI3alifHUMH OJWHUIISIMH TIANMPUEMCTBAMH, ITUTFOC TEXHIUHI
3acobu 1 mporpamHe 3abesmedeHHs. 3 iHmoro OOKy, e € TeBHHMH crocid mnoOynoBu
MapKETUHTOBUX CTpATeriif, OpiEHTYIOYHCHh Ha JOCHIKEHHS pIBHS 3aJ0BOJICHHS, JIOBIpHM Ta
JIOSUTHHOCTI KJTIEHTIB CTOCOBHO MapOK, MOXHA CKa3aTH, I10:

3. CRM Bumarae 3Mminu imocodii aisutbHOCTI GipMu — Tpeba BTATHYTH YCiX MpaIliBHUKIB
JI0 TIPOIIECY MAapKETUHTY, MPOJIAXKyY 1 KOHTAKTIB 3 KIII€HTaMH.

4. HenoctaTHiM € KynmuTH nporpamHue 3ade3neueHss kiacy CRM, mo6 peanbHo 301IbIIATH
SKICTh 0OCIIyTOBYBaHHS KIJIIEHTA 1 MaTH 3MOTY CKa3aTH, 1o 3anpoBapkeno CRM.

5. CRM He BaacThCs 3ampoBaguTH O€3 3aCTOCYBaHHS KOMII IOTEPIB, MPOTPaMHOTO
3abe3nedyeHHs kiacy CRM Tta [HTepuery.

ITepexoHaHHs KIIi€HTa JO TOTO, MO0 BiH 1 Hajali KOPUCTYBABCS MOCITyraMH, € 3aX0JIOM Y
KUTbKa pasiB JEHICBIITNM, HDK OTPUMaHHS HOBOTO Kji€HTa. Takwil MiaxXiJ MOPOIWIO SBUIIE, SKE
HA3WBAE€ThCA ympaBimiHHA crocyHkamu 3 kiaieHtamu (CRM). 3maerbes, mo 0e3 cydacHHX
IHCTPYMEHTIB, SKiI MIATPUMYIOTh YIPaBIiHHS MPOJaKEM, BXKE CKOPO HE 3MOXKE OOIMTHCH HisKa
¢dipma, sixka mparHe oTpumatu puHKOBHH ycmix. CRM — me weron imeHTHdiKyBaHHS,
NPUTATYBAaHHA 1 yTpUMaHHS ONU3bKUX KOHTAKTIB 3 KIIEHTOM. METOI0 TaKoi JisSUIBHOCTI €
JOBTOTpHBAJIE 3pPOCTaHHA MPOJAXy. 3HaHHA Ha TeMmy mpedepeHuid, mpodbiemM i1 3ayBaXeHb
OKpeMUX KIIEHTIB a00 iX JyXe By3bKHX TPyl CTAHOBHTH 3HAYHMUU KariTal [3].

MapketunroBi aii (ipMu KOHIIEHTPYIOTHCS TEPEOBCIM Ha TMEpiofi, sIKi BHUIIEPEIDKYE
3akymiBmo mociayrd. Komm 1 1ii MaroTh TMO3UTHUBHUEM HACHIJOK 1 KIIE€HT KYIHTb TPOIYKT,
3aIliKaBJICHHS KJIIIEHTOM 3MEHIIYEThCS, a JIeAKi pipMHU B3araii MepecTaroTh HUM IIKaBUTHCh. Take
SIBUIIIE TIOBOJII MEPEXOIUTH JI0 MUHYJIOTO Ha KOHKYPEHI[IHHOMY pUHKY [4].

6. 3acrocyBaHHsI MeTOAY YNPABJiHHS CTOCYHKAMU 3 KJIIEHTaAMHU
VYupasniaas crocynkamu 3 krientamu (CRM) Bumarae, mo6 micist 3aKyiBiai
® JIOCTIKYBATH CTYIIHB 33JIOBOJICHHS KJII€HTA;
® [[IKABUTUCH HOTO OI[IHKOIO KYIUIEHOI MOCIYTH a00 MPOIYKTY;
® JIOCTIIUTH HOTO TpedepeHIii;
® JIOCIIJIUTH, YH Il TOCh 3aX0Ue Y HaC B MalOyTHROMY KYIIUTH,;
e 3poOuTH yce, 00 3a0XOTHTH WOTO 0 MOJAIBIIOT0 KOPUCTYBaHHS MOCIyraMH

dbipmu [2].
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Bumienaspani Jii CIpUYUHSIIOTH T€, IO KIIEHT HAOUpae O1IbIIOT JOBipH 10 GipMHU, TOCIYT i
NPOAYKTiB. MOXHA Y TaKOMY BHIIQJKy PO3pPaxOBYBAaTH Ha Te, IO KIIEHT 3IHCHUTH HACTYITHY
3aKyIIBJIIO MOCTYTH, HABITh KOJU BOHA OyJie TIOPOXYi, HI’)K y KOHKYPEHTIB. barato kiieHTiB oxo4e
BUTPUMAE BUIIY BUTpaTy 3akymiBii. Lle € “BuTpaTta mouyrTs Oe3nekn”. YTpuUMaHHS KOHTAKTIB 3
KIIIEHTOM, TICIs 3IACHEHHS HHUM KYIIBJII Ha3WBAe€Tbcs CONSUMEr Care i o3Hadae TOOYyI0BY
NapTHEPCHKUX, JOBFOTPUBAIMX CTOCYHKIB MK “Hamor” (GipMoro 1 “Hamim” KIIEHTOM.

Texnika customer care € ocoOJIMBO MPUIATHOIO y BUITAJIKy BUPOOHHKIB Ta MOCTAYaIbHHUKIB
MOCTYT, TPOAYKT SIKUX XapaKTEepPH3yeThCS IMOPIBHIHO BHUCOKOIO I[IHOIO 1 JIOBIMM TeEpiojoM
cniokuBaHHs. Halikpare MoKHa 1€ SIBHINE LTIOCTPYBATH MPHUKIAIOM 3 Taly3i TEICKOMYHIKaIliH.
Texniky CRM 3actocyBano 6araro mianmpueMCTB, sKi 32 PaxyHOK 3MEHILIEHHS CBO€EI YacTKU B
PUHKY BeayTh O0pOTHOY 3a yTpuMaHHA KiieHTa. KokHa JroAuHa, KyMyrO4YHd 1 BUKOPHCTOBYIOUU
nocinyry TP S.A., Mae 3 1€l IpUYUHU TICBHI KOPHUCTI, ajie 1 MeBHI KIomoTH. Kynyloun HacTymHy
MOCTYTY, KEPYEThCS HE IUIIEe TEXHIYHOK XapaKTEPHUCTUKOK, alie 1 CIocoOoM, SKICTIO Ta
BUTpaTaMu OOCIyroByBaHHS B mepion ekcrutyararii [5]. Barato oci0, siki 9acTo 3MiHIOIOTH
MOCJIYTH, 3MIHIOIOTh TaKOX iX BHJ, MEPEXOASYH O KOHKYPEHTIB. Y OUIBIIOCTI BHITQJKIB II€
CIIpUYMHEHE HE3aI0BOJICHHSAM KIII€EHTA IMepiofgoM ekcruryaTartii. L{s cutyartis moBosi 3MiHIOEThCS
3a I0IIOMOT010 CUStomer care.

[ligmpuemcTBa, MPOMOHYIOYM BiAMOBITHY OIIKY B IMEPioja eKCIUTyaTallii MOCIyTrH, MOXYTb
OyTH IPaKTUYHO BIIEBHEHI, 110 KJIIE€HT 32 HOBOIO MOCITYTOI0 3BEPHETHCS 3HOBY 710 (pipMH.

[IIo6 oTpuMaTH ycImix, 3aCTOCOBYHOYH CUStOMer care, ciif:

® YIiTKO BU3HAYMUTH OadeHHs 1 cTparterii Gpipmu y cdepi customer care;

e TmigiOpatu BiAMOBIAHI 0cOOM IS mpaimi B OpraHizamifHUX KoMipkax (ipmu, sKi
3aliMalOThHCs 0OCITYTOBYBaHHIM KITI€HTA;

e (ipmMa MycUTh BOJIOZITH iHpOpMaIi€l0 TUMY: “iCTOpis KiieHTa”, “iCTOpis MPOIYKTY,
“icTopist mocayru”. TyT MOKe TOTIOMOTTH BiJIITOBITHE TpOrpaMHe 3a0e3TCUCHHS;

e (ipmMa MOBUHHA PO3POOUTH 1 3aIIPOBAUTH KOMILJIEKCHY ITPOrpamy OIIKU HaJ[ KJIIIEHTOM 1
MMOPSIIKYBaTH 1l MPOIECH CENEKIlii, MArOTOBKA 1 MOTHBYBAaHHS IpaIliBHHUKIB, Tak, 00 0e3
YCKJIaTHEHb PO3ITi3HABAIN OaKaHHs 1 TOTPEOU HAIIMX KITIE€HTIB;

e (ipma mOBHMHHA BHpOBagUTH Kpamie (Oinpl edeKkTHBHE Ta IHIUBiAyali30BaHE)
00cCITyroByBaHHS KJIi€HTIB [5].

3aBsiky yrpaBiiHHIO cTocyHkamMu 3 KimieatTaMd (CRM) MokHa OTpUMAaTd TakoX OiIbIn
JIeTKe TIPOTHO3YBaHHS Pe3yJbTaTiB MPOJAXy, a TaKOXK OUTBIN JOKIAIHE BU3HAYCHHS I[IJTHOBHX
CIIO’KMBaYiB MapKETUHIOBUX KaMITaHii.

Customer care Bce mmpIe 3acTocoBYIOThes B ITonbmi. Floro o3nakamu e:

® BIIKpUTTA BeMMKUMHU (pipmamu (Hampukiaa, EHepreTudHi 3akiaan) cremialbHuX Orpo
oOciyroByBaHHs KiieHTa. OpHaK CcbOrojgHI IIi OIOPO HE TMOBHICTIO BHUKOPHUCTOBYIOTH CBOT
MOTEHITIHI MOXKJIMBOCTI BIUTMBY Ha Kili€HTA. [IpakTHYHO YMOXKJIMBIIOIOTH KJIIEHTaM peajizarlito
OaraThox cripaB. He mposBISIOTH, SIK HAa CHOTOJTHI, 3aHAATO BEJIMKOI aKTHBHOCTI MO0 KITIEHTA;

® CTBOPCHHs y MeHIHUX (pipMax cremialbHUX KOMIPOK, SIKI BIIMOBITAIOTHh 32 YTPUMaHHS
NOCTIHHMX KOHTAKTIB 3 KIIEHTOM a0 MOpYYEHHS ICHYIOUMM KOMIpKaM TaKuX J[0JIaTKOBHX
¢dbynakmii. i aii ckepoBaHi TOJOBHMM YMHOM Ha BEIUKHX KIIEHTIB 1 OXOIUTIOIOTH Taki ii, SK
MPOIMOHYBAHHS TOCTIHHOTO MICISATPOJAKHOTO OOCIyrOBYBaHHS, 3alpOIICHHS MPEICTaBHUKIB
KJIIEHTA Ha 3yCTpivi, MPE3CHTAIlll, ayKI[IOHH;

® BIPOBA/KECHHS CHEIIaTi30BaHOTO KOMIT IOTEPHOTO HporpaMHoro 3adesneueHHs. [logaTok
JaTM TIPOCTI OHOMICHI BripoBajpkeHHsT PIM, siki moenHyroTh (PyHKINT KajleHaaps i mpocToi 6asu
JaHWX.
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7. Cucmema Sales Force Automation (SFA)

V mignpremcrBax crBopena Sales Force Automation (SFA), hyHKIIOHATBHICTD 1 TEXHOIOTTUHHMI
PO3BHTOK SKOT YMOXIIUBIIIOIOTh IHTETPAIliI0 YCiX 3aBllaHb, TOB’SI3aHUX 3 YIPABIIHHIM MPOJIAXKEM 1
00CITyrOBYBaHHSIM KIIi€HTA B paMKaX OfHi€i cucTeMu. CHCTEMH IBOTO KJIaCy MPAIOITh B PEXKUMI
on-line.

3acrocyBaHHS MPO(ECIOHATLHOTO TPOrPaMHOTO 3a0e3MeUeHHsT MOKe 30UTBIIUTH  pe3yITbTa-
THBHICTb ynpaBiiHHs crocyHkamu 3 kiieHTamMu (CRM). Harpomamkenns i aHanizu ingopmarii €
KPOKOM JI0 ONTHMAJbHOTO IUIAHYBAaHHS MPOIO3UIIil, MAPKETUHTOBUX aKIIii, peakilii Ha PUHKOBI
YMOBH, sIKi 3MiHIOIOTbCs. DipMa Mae JaHi, AKi pO3MOPOLICHI B CUCTEMaX OKPEMHUX BiIIIIB, Ki HE
€ JIOCTYMHMMH IHIIMM Bigainam. [IpamiBHUKM TEXHIYHOTO BiAIiLTy HaldacTillle HE 3HAIOTh, YU
00CITyTOBYIOTh CTpPATEridYHOTO KIIEHTa YM TaKOro, SKHH MPUHOCUTH Masli obopoTu. Bimmin
MPOJaKy HE Ma€ MOXKIUBOCTEH Bepuikallii piBHS 3aI0BOJICHHS KIFOUOBUX KIII€HTIB. PimeHHsM
npobJeMH € TEeXHOJIOTIYHO PO3BHHYTa iH(OpMaTHYHA CHCTEMa, sika MepeTBOproe iHdopmarii i
KOMIUICKCHO HIATPUMYE MPAIio BIUIUIIB MPOAaXy, MApKETUHTY, IianyBaHHs [5]. Jlo kmacy CRM
MOJKHA 3apaxyBaTh KOMIT IOTEPHY CHCTEMY, sIKa MiCTUTh, HAIIPUKJIIAJl, MOIYJIi:

e yIpaBiHHA KOHTAaKTaMu (Tpodisi KIEHTIB, CTPYKTypa 1HCTHUTYIIOHAIBLHUX KJII€HTIB,
iCTOpist MPOJAKHUX 1 CEPBICHUX KOHTAKTIB);

® VOpaBIiHHSA paxyHKOM KJi€HTa (TMPOJaKHI TPOIEAYypH, 3aMOBJIECHHS, T€HEpyBaHHS
TPOTIO3HUILIi);

® [IPOrHO3YBAaHHS MPOJAXKY, aHAII3 HUKITY MPOJIAXKY;

e oprani3ariiiHa CTpyKTypa 1 METO0JIOTIs MPOJAAKY;

® yIpaBJIiHHSA YacOM 1 TEPUTOPiEr0 — KajeHaap 1 0aza JaHUX OKPEMOTO KOpHUCTyBada abo
1JI01 TPYIIH;

e kopecnoHacHIis — Mmailing, e-mail, dakcu;

® MapKeTHHI — YNpPAaBIiHHA KaMIaHiero, 0a3a MPOAYKTIB, IIHHUKH, MPOMO3HIIi, TeHepaTop
aJIPECHUX JIUCTIB, aHaTI3 e(pEeKTUBHOCTI KaMIaHii,

e 00CIyroByBaHHS TOPTOBEIBbHUX 3a51BOK;

e cal centers — y toMy umcIi CKiagaHHs, TeaePOHHUX CIHUCKIB 3TiHO 3 BU3HAYECHHIMHU
ITBOBUX TPyII, reHepyBanHs Sales |eads, 306upanHs 3aMOBIIeHb, IPUKJIIA]] 3aCTOCYBAHHS CTAHOBHTH
renedounnii nentp Telekomunikacji Polskigl S.A. B Kartosinax;

e TicaAmpoaxHe o0CTyroByBaHHS (CEpBicC 1 MATPUMKA KITIE€HTA;

e inTerpauis 3 cucteMamu ERP — 006:ik, BupoOHUIITBO, TUCTPHOYIIiS;

® CHHXpOHI3alif JAHUX — MK MEPEHOCHUMH MPUCTPOSIMH 1 LIEHTPATBHOIO 023010 TaHUX
a0o cepel] pi3HUX LIEHTPATbHUX 0a3 JaHUX 1 CEpPBEPIB 3aCTOCYBaHb;

e c-Oismec [5].

[TigBoasiuM MiACYMKH, CIiJI 3BEpHYTH yBary, mio CUStOMEr Care € pe3yabTaTUBHUM CIIOCOOOM
KOHKYpPYBaHHS Ha KOHKYPEHIIHHOMY PHHKY TEJICKOMYHIKAIlIMHUX TIOCIYT 1 Ma€ Bce Oiiblie
NpUXWIbHUKIB. HUHI KOHIIEHTpOBaHI Jii Ha KJII€HTI TPOBOIUTH B cepeaHboMy Hux4e 20 % dipm,
OJTHAK TEHJIEHIIisl 3pOCTaHHS IMX il € BEJIMKOW. [CHYIOTh TIepeyMOBH JUISl CTBEP/DKEHHS, 110 Y
MaiOyTHROMY CUSIOMEr Cal'€ cTaHe HAHBAKIIMBIIIUM JHKEPEIIOM TIPUPOCTY MTPUOYTKOBOCTI B (hipMax.
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8. Etanu BHpoBaJ:KeHHSI METOy YIPaBJiHHs cTOCyHKamMHu 3 KjiaieHTamu (CRM)

BrpoBamkenns CRM y BenMKHX MiIPUEMCTBAX MOXKHA BiOOPA3UTH YOTHPMa OCHOBHHUMHU
eTaramu:

InenTndikyBaHHS KITIEHTIB.

[TepmuMm erarom Oyro mi3HAHHS KII€HTIB. JaHi mpo KITi€HTIB 1 iX icTopii Oyau oTpuMaHi 3a
JIOTIOMOT'OF0 OOJIIKOBMX CHCTEM Ta CHUCTEM pO3paxyHKiB. JI0JaTKOBI JaHI HaJall MapKETHHTOBI
¢bipMu, 3 IKUMU CIIBIIPALIOIOTH, CIeliali3oBaHi 0a3u 1aHuX, 1aHi mapTHEPIB [5].

9. Kuacudikariist KJIi€HTIB.

Benuki kmientu 3actocyBanu npunnun [lapeto: “20 % xnienmis eenepye 80 % naoxooocers
@ipmu”, MO AO3BOIMIIO BUOKPEMUTH HAUOLTBI IIHHUX KITIEHTIB.

[croTHEM OyIIO TakoX BH3HAYEHHS MalOYTHBOTO TMOTEHIIATy 3pOCTAaHHS YacTKH KJIIEHTA B
HAJIXODKEHHAX (ipMHU.

3acTOCOBaHI METOAM TPYITyBaHHS KITI€HTIB!

e MVC- Most Vauable Customer — kimienTs, HaliBaxknusini 1 Gipmu, 10 Hux Crigka
OyJie MPUCTOCOBYBATH MOJIETh ii;

e MGC- Most Growable Customer — kIti€HTH, SIKi He TEHEPYIOTh BEJIMKHX HAJIXOJKEHb
a00 TIPUHOCSTH BTPATH, aJie TIPH CIIEIiATbHOMY TPAKTyBaHHI MAIOTh IIAHC TIEPEUTH JI0 BUIIIOT TPYIIH;

e BZS Bdow Zeros — kiie€HTH, BUTpaTd OOCIYrOBYBaHHS SIKMX IEPEBHUIYIOTH MPUOYTKH,
OTPHMYBaHI 3 aJPECOBAHOTO J0 HUX MPOJAXKYy, TpeOa 3 HUMHU PO3MPOIIATHCS.

1. HaiiBaxnuBimIi KJIi€HTH B IIEHTPI 3alliKaBICHHS.

VY Benukux (ipMax BHKOPHUCTaHI MPOTPaMU JIOSIIBHOCTI K (OpMy Kpamioro TpakTyBaHHS
KIieHTiB. Busnauenuii maiOytHiii wien kepiBuunTBa TP SA. — Chief Customer Officer,
3aBJIaHHSIM SIKOTO € HATJIST 33 CTPATETIEI0 PO3BUTKY CTOCYHKIB 3 KIIIEHTaMHU.

2. BTArHeHHs KIII€HTIB B po3p0o0Ky HOBHX MPOAYKTIB Ta MOCIYT.

CTBOpeHHS aJpECOBAaHUX PIllIeHb Il BUOpaHOI TPYNH KIIEHTIB Yepe3 BTATHEHHS iX [0
IpoIecy MPOEKTYBAHHS 1 TECTYBAaHHS JIO3BOJIUTH NOCATHYTH (ipMmi IBI IIili: KJIIEHT OTPUMYE
TOYHO TaKUM TPOIYKT, SKOTO TMOTpPeOye 1 301IBIIUTBCA 37aTHICTH (GipMU 10 €JACTHYHOTO
pearyBaHHs Ha MOXJIMBI 3MiHU B JIiHIT TIOCJIYT B MPOLIECI MPOESKTYBAHHSI.

10. 3acTrocyBanns cucrem kjiacy CRM

[ToGynoBa cmpaBHo girouoi cucremu CRM y ¢ipmi € mpaktuuno HeMoxiuBa 0e3
BUKOPUCTAHHS Py iIHPOPMATHUHUX PIlICHB.

Telekomunikacja Polska S.A. ocobnuBo akiieHTye 3a0e3NeUYeHHs] TICHOI iHTerpamii ycix
JoKepen iHdopmarii mpo KilieHTa, sKi 3HaXoaaThes B cucreMax kiacy ERP (Enterprise Resourse
Planning), CRM, a Ttakoxx SCM (Supply Chain Management). 3 mpakTu4HOi TOYKH 30Dy
3actocyBaHHs iHpopMmatnuHoro CRM po3Tsaryerscs Ha 3 chepu:

1) omepaniitnuiit CRM — 0XOIUTIOE PillICHHS, SIKI YMOXKITHBITIOIOTH PEECTPAIIII0 3aMOBJICHb,
BeJleHHA ©0a3 KIieHTiB, KoH(pirypamito npomnosumiii (Moxyns |IFS/ Kondiryparop mnpomaxy),
ympasninHsa npojgaxeM (IFS/ Ympasninas nponaxkem). B miif cdepi 3acTocoBaHHS 3HAXOAATH
takox cucremu ERP (IFS Applications);

2) ananmitmunnii CRM — 1ie cdepa 30upaHHs JaHUX 1 3aCTOCYBaHb, SIKi aHATI3YIOTh JIaHi,
aki moxoaaTh 3 cuctem kiacy BackOffice (ERP), a Takox FrontOffice (ympaBminus mpomaxem,
mapketunrom, call center). Ilpuxman momyio, 3acrocoBanoro B TP S.A. — IFS Ynpasnincekuit
aHaumis;

3) xomywikaiitauit CRM (Collaborative CRM) — 0XO0IUTIO€ PillICHHS, SIKi YMOXIIUBIIIOIOTh
KOHTAKT 3 KJIIEHTOM — T'OJIOCOBI CITOJTyYeHHs, €-mail, hakc, 0COOMCTHIT KOHTaKT, TeleKOH(EpeHTii.

Croci6 miIxody 10 CTOCYHKY 3 KIIEHTOM BIIMCYETHCS y TEPETBOPEHHS, SKUM MiIJIsATae
PUHOK TEJIEKOMYHIKAIIHUX TTOCITYT.

Jii ¢ipmu, sika peanizye crparerito Customer Relationship Management, moxHa moaiTuTH

Ha JIBl TPYIIH:
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® TUTAHICTUYHI Ai1 (aHAJIITUYHI Ta KOHIICTIIiH1);

e ormeparmiiHi mii.

i1, 3rpyroBaHi B KOXHIH 3 IUX JBOX IPYIl, BUMArarTh Pi3HUX €KOHOMIUYHUX (YIPaBIIIHCHKUX )
Ta iHpopmaTnunux TexHik. JJoOpe 3anpoexroBanniit CRM cTaHOBHUTH JKEepeno Al CTpaTeriyHuX
IHIIIaTUB, TIEPEKIaIa€ThCcs Ha BPIBHOBAKEHY KapTy pe3yibTaTiB, sika BUKOPUCTOBYETHCS B (hipMi,
3’€IHaHUH 3 CHCTEMOIO BUHATOPOJI)KEHb.

6. 3acTtocyBanns crparerii CRM B cBiTi

Cuctemoro CRM KopHCTYIOTBCS y IJIOMY CBiTi OaHKH, TIEHCIHHI 1 CTpaxoBi TOBapUCTBA,
cextop Fast Moving Consumer Goods (FMCG), cextop ¢apmariii, cekrop business to business,
CEKTOP KOMIT IOTepHOI raiysi, a TakoX rpoOMaJIChbKi IHCTUTYIII1 — JIiKapHi, YHIBEPCUTETH, CITyKOU.
OpnHak a1 BU3HAuUeHHs “‘crernudiku” (QipMH 3 TOYKH 30py BhpoBamkeHHs cuctemu CRM
NPUHIMIIOBE 3HAUEHHS Ma€ HE KIiHIEBHHA NPOIYKT, a METOAOJIOTiA Mpojaxy. Ta HaTomicTh
3aJIe)KUTh BiJl OaraTb0X mapaMmerTpiB, cepe HUX 3HAXOIAThCS:

® JIOBXKMHA XHUTTEBOTO UKIY MPOIYKTY 1 TEMIT pOTallii;

e KaTeropis MpOAYKTIB Ta MOCIYT: HAPUKJIA/l, CIIOKMBYI a00 i1HBECTHIIIHHI TOBAPH;

e KaHAIM AUCTPUOYIT MPOAYKTY: O€3MOCEepeHIi Mpogak abo MPOJaX Y MOCEPETHHLOMY
KaHaJi (JijJepchka Mepeka, TypTOBO-pO3/IpiOHa Mepeka);

® THUII CIIOKMBAYa: 1HJAWBITyaTbHUN a00 IHCTUTYIIOHATBHUM;

e BeJIMYMHA Ta CTPYKTypa 0a3u CIIOKMBAUIB: MOTEHIIHHOI 1 IIIIbOBOT;

e JIOBXKMHA LUKy MpPOAaXy, €Tall TOPTiBEJIbHOTO KOHTAKTy, METOIW KBamidikarii
“mpocrekTy” mpogaxy, hit rate — xoedimieHT KOHTAKTIB, AKi 3aKiHYEH] MTPOTAKEM;

® TEXHIYHA PO3BHUHYTICTh MPOAYKTY, HEOOXIJHI 3pYYHOCTI, a TaKOX CEpBIC — Tepen
MPOJIaKeM Ta MiCIis HbOTO;

® CTPYKTypa MPOIYKTOBUX 1 TEPUTOPIATBHUX JIOMEHIB y BiJIiIaX MAapKETHHTY, MPOJAKY,
cepBicy Ta o6CIyroByBaHHs KiieHTa [3].

BumenaBeenuii Cucok — 1€ OJAHOYACHO TMpEAMET aHalizy Oi3Hec-mpoIleciB, AKUI
3nificHIoeThes niepen BrpoBamkeHHs M CRM. Bubpana cucrema CRM moBuHHa (yHKIIOHATHHO
BIIMOBiIaTH moTpedaM crenudigHoi MOJE 1 pealli3yBaTH CTpaTerivHi 3aBnaHHs GipMu y chepi
MPOJIaKy Ta 00CITYrOBYBaHHS KJTIEHTIB.

VY Takuii crocid, HaMPUKIIa], MOCTa4abHUK KOTMIIOBAJIBHOI TEXHIKH OPraHi30BY€E CBOIO 0azy
KJIIEHTIB, B SIKill 3HAXOJATHCS K KIIOYOBI IHCTUTYI[IOHATBHI KIIIEHTH, TaK 1 JOKAIbHI IiIEpH, SKI
MIPOBOJIATh TOPTOBEIBHO-CEPBICHY MISUTBHICTh, a TaKOXX TOPTOBEJIbHI MEpexi, sIKi MPOBOJATH
npoaax ‘3 monumi”. KepiBHUIITBO, HAYaJBbHUKHU BiIUTIB, HAYAJbHUKH JTUCTPUOYIIIHHUX KaHAJiB
Ta pErioHiB, KEpPIBHUKKM NPOAYKTIB, TOProOBIl, TeieMapkeroyord, mnpamiBauku help desk i
IH)KEHEepU CepBiCy 3HAWAYTh B CHCTEMi JOCTYI J0 KPUTUYHOI iHQoOpmalii Ha TeMy KOXXHOTO 3
KJIIEHTIB 1 KOKHOTO MPUCTPOIO, KUK 3MOHTOBaHHMH ‘B moui”. CucreMa J03BOJUTH MPOBOJIUTH
KOOPMHAIIIO il yCiX 0Ci0, SKi BTATHYTI B IOOAWHOKHU# POJIaX, peKiamaIliro abo mocuyry [4].

7. 3akiH4yeHHs

VYnpasninas crocynkamu 3 kiieHTamMu (CRM), To0TO ynpaBiniHHS KOHTaKTaMH 3 KII€HTaMH,
€ pinocodiero, Tka Ma€ Ha MET1 TaKe TIEPETBOPEHHS I AMPUEMCTBA, 1II00 KOKHUM MpaIliBHUK, SKUN
Mae Oe3mocepeHiil KOHTaKT 3 KIIE€HTOM, 3HaB MPO HBOTO CTLIBKH, MO0 MAaTH 3MOTY BiJIIOBITHO
HOTO 00CITY)KHUTH.

[lro dimocodito He MOXKHA BIPOBAIKYBATH 0O€3 TEXHIUYHOI MIATPUMKH 1, 30Kpema,
nporpaMHoOro 3aoesneveHHs (pimeHb 31 chepr) CRM, ski, 3 ogHOro 0OKY, BHKOPHCTOBYIOTH
3HAHHS PO KIIIE€HTH 1 MPOAYKTH, IO MICTATHCA B iICHYIOUHX 3aCTOCYBAaHHSX, 3 1HIIOTO — HA/IAI0Th
aOCOJTIOTHO HOBY SIKICTh CITIBIpAIll KIIEHT — (ipMa.

Benuke mignpuemctBo Tpaktye CRM sk eneMeHT KOpropaTHBHOI cTparterii GpipMu, METO0
AKOi € TOOy/l0Ba CHJIBHOTO 3B’A3KYy 3 KIi€HTOM, KOPHCHOTO s 000X CToOpiH. Ii MeToro €
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BU3HAUYCHHS TpedepeHIliii KI€HTa 1 OTPUMaHHS OJHOTO NpoduIro, SKHH € TpUIaTHUH Yy
TOPTOBEJBHUX [isiX. 3 MPOBEACHUX JOCITIDKEHb BUHUKAE, IO YTPUMaHHS CTaporo KI€HTa € y
I’SITh Pa3iB JICHIEBIIE BiJl OTPUMaHHS HOBOTO. BipHi KIIIEHTH Mar0Th (GipMi TapaHTii0 cTaOUTbHUX
HAJIXO/DKEHB. 3 I[IEI0 METOIO MiAMPUEMCTBO CTBOPIOE MPOTPAaMH JIOSUTBHOCTI 1 CIIOKUBAUiB, KIIyOH
JUTSL BIDHHUX CIIO)KMBAYiB, MIATPUMYE KOHTAKTH 3 aJjpecaTaMu TOCIYT, SKi HaJaroThCS.
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Management (CRM), czyli swiadoma sprzedaz. Teleinfo nr 43/1999. 4. Zachara Z. Customer
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2000. 5. Kruk J.: Analiza strategiczna Telekomunikacji Polskigj S. A. — Warszawa, 2001.
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Po3riisiHyTO NesiKi TeopeTHYHI IOJIOKeHHS KOHIeNUili yNnpaBJIiHHS JAHIIOTaMH
MOCTABOK i NPOAHAJI30BAHO MOKJIMBOCTI MPAKTHYHOI ajanTauii iHTErpoBaHOro
JIAHIIOTA MOCTABOK Y MiSJIbHICTH BITYM3HSIHUX MiANIPUEMCTB.

Some theoretical rules of the concept of management of circuits of deliveries are
considered and the opportunities of practical adaptation of the integrated circuit of
deliveriesin activity of the domestic enterprisesare analyzed in the article.

Konneniiss yrnpaBiiHHS 1HTETPOBAHMMH JIAHIFOTAMH ITOCTABOK — II€ IMOPIBHIHO HOBA
KOHIICTIIIIS B JIOTICTUYHIN Teopii, SKa MOJArae B 3aMiHi JIOCI iICHYIOUO1 KOHKYPEHIIi CITiBIIpariero
OKpPEeMHX YaCTHH JIAHIFOTA i OTPUMAaHHS BiJl TaKOl CITIBOpAIli 3HMKEHHS JOTICTHYHUX BUTPAT 1
MOKpAIEHHsI  SIKOCTI  OOCIYrOBYBaHHsS TIOCTaBOK  BIJIMOBIHO JO TIOJIOKEHb  KOHIICTIIIii
edexktuBHOTrO 00CyroByBanHs kiieHtiB (ECR — Efficient Consumer Response).

Peamizartis ctparerii ympamiinHsa JaHmiorom noctaBok (YJIII) momsrae mepemoBciM y
NPOBEIEHHI JOBFOTEPMIHOBHX [Iif, fAKi CIyXaTh KOOPJMHYBAaHHIO TEPEMIIIEHHS MPOIYKTIB 1
iHdopMarlii, SKi iX CympoBOIKYIOTh, MK TOCIIOAAPCHKUMH Cy0’€KTaMU Ha IUISIXY BiJl BUAOOYTKY
CHPOBMHHM JI0 KIHIIEBOTO KIII€HTa, a TaKOXX B OpraHi3allifHO-TEXHIYHOMY IHTErpyBaHHI ix
JIOTICTUYHUX CHCTEM.

3pocraroue 3HA4YECHHs i€l CTpaTerii BUIIMBAE 3 TOTO, IO Ha HUHIIIHBOMY €Talli pO3BUTKY
€KOHOMIKM HE€ BJA€ThCS BKE 3HU3UTHU BUTPATH, MEPEKUAAIOYM IX Ha CBOIX TOPrOBEIBHHUX
napTHEpiB, TOOTO OKpeMi il IHAWBIMyaIbHUX JIAHOK IIHOTO JIAHIFOTa (ITiIPHEMCTB BUIO0YBHHUX,
BUPOOHUYMX, TOPTOBENBHUX 1 JIOTICTUYHUX ) HE MPU3BOJIATH O 3MEHIIIEHHS JIOTICTUYHUX BUTpPAT 1
MOKpAIIEHHsT  SKOCTI  OOCIyrOByBaHHS IOCTaBOK. ToMy HEOOXiTHHM €  3JiHCHEHHS
CHIBpOOITHUIITBA BUPOOHHUKIB, NUCTPUOYTOPIB Ta po3apiOHUX TOproBiliB. [loBHOI cmiBmparri
MOXHA JOCATHYTH JIUIIE TIiCNs TOJOJaHHA MEHTANITeTHUX Oap’epiB, 3aMiHM KOHKYpEHIIIl
MapTHEPCTBOM 1 0OCOOJIMBO TIPH 3MiHI CMIOCOOIB JTisSTTLHOCTI CIIBIPAIOIOYUX TiATPHEMCTB.

Y OurbmocTi myOmikaiii 1 B HAyKOBO-JOCTITHUX TMpalsix, MPUCBIYCHUX YIPaBIiIHHIO

JAHIIOTOM TIOCTaBOK, MPOIEC JOCTaBKM MPOIYKTIB PO3YMIETHCS JOCIIBHO, TOOTO MOJATae y ix



