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MICIE KOHIIEIIII YIIPABJITHHA 3B'SI3KAMH 3 KJIIEHTAMHU B PAHKOBIH
OPIEHTALI NIAITPUEMCTBA

AH”oramis. BuximageHo 3acamu TEXHIYHOTO Ta EKOHOMIYHOTO MIATPYHTS KOHIICTIIIil
YIpaBIiHHS 3B’SI3KaMU 3 KJII€EHTOM Ha MiJIPUEMCTBI 1 OOTpYHTOBAaHO i PO3BHTOK uepes3
MPU3MY OUYIKyBaHb 1 KOPUCTEH JJIS MIANPUEMCTBA, SK1 11 BIIPOBAIIIH.
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Abstract. Presents the principles of technical and economic basis of the concept of customer
relationship and the company based its development through the prism of expectations and
benefits for companies which have implemented.
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3 TEOpPETUYHHUX IiJICTaB BUHHKAE, M0 KOHIICTIIIO YIPABIIHHS 3B’SI3KaMH 3 KIIEHTOM
(Customer Relationship Management - CRM) He MOXHa OTOTOXXHIOBAaTH 3 MapKETHHTOM
BimHocuH (Relationship Marketing - RM) [1], xoua mnpemmeToMm Horo aHamizy € 3B’S3KU
MIIMPUEMCTBA 3 KIIEHTaMU 3 BpaxyBaHHSAM opraHizaiiiiHoro cymnpoomay. Ciij 3ayBakuTH,
10 KOHIICTIisl YNpaBIiHHSA 3B’SI3KaMH 3 KIIE€HTOM pPO3BHHYTa B aHIJI0-aBCTPANIHCHKOMY
TPaKTyBaHHI MapKETHHTY BIJIHOCHH, B SIKOMY IiJKPECIIOEThCS 3HAYCHHS OOCIYroBYBaHHS
KJIiEHTa B TIpo1eci po30yA0BU TPUBAIKX 1 peHTa0EIbHHX 3B SA3KiB, IPH YOMY O0COOJIHMBA yBara
MPUAUTIETHCS TIPOOJIEM] YIIPaBIiHHSA AKICTIO, sKa Oyia O MpUHHSATHOIO JUIsl KITIEHTA.

Posrnsgaroun 3anexHOCTI MK MapKETHHTOM BIHOCHH 1 YHPaBIiHHSM 3B’SI3KaMH 3
KIIIEHTOM BapTO PO3TJITHYTH 1€papXito IUX KOHIEMIIH 1 MoHATh 3a A. [leitHoM (puc. 1).
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Puc. 1. MapkeTUHT BiJHOCHH 1 yIIpaBIIiHHS 3B’SI3KaMU 3 KJIIEHTOM - i€papXis
KOHIIEII[IH 1 IOHATH
Jlxeperno: moompaioBaHo Ha mijacTasi [3, ¢. 22]

Moxmmsocti IT

A. Tleitn BBaxae, 110 MiJ MAPKETUHIOM BITHOCHH CJiJl pO3yMITH LIMPOKO TPAKTOBaHY,
CTpaTeriuHy KOHUEMIIK YOPaBIiHHSA BIIHOCHHAMH 31 BCIMa CYTTEBO 3aIliKaBICHHUMH
HiANPHUEMCTBAMHM, TOJ1 SIK YIPABIIHHS 3B’ SI3KaMU 3 KJIIEHTOM € 3HAYHO BY>KYOIO KOHIICTILIIETO,



sIKa BIJIHOCUTBHCS TUIBKH JI0 YIIPaBJIiHHS BIJHOCMHAMM 3 KJTiEHTaMH. Buinse BiH 1m1e i TpeTiH,
HAHWKYNN piBEHb B i€papxil — yNpaBIliHHS KJII€HTOM, SIKa OXOIUTIOE€ TUTBKM TaKTHYHI Aii,
TOB'sI3aH1 3 YIPABIIHHAM IHTEPAKIIISIMU 3 OKPEMHUMH KJIIEHTaMHU.

B nonaniii iepapxii KOHIEMiH, MOB'I3aHUX 3 YIPABIIHHAM BiIHOCHHAMH 3 KIII€HTaMH,
BOXJIMBE MiCIle 3aliMa€ TEXHOJOTis, 0O I KOHIICMINS TIOB's3aHa HE TUIBKH 3 PO3BHTKOM
KOHIIETIIii MapKeTHHTY, ajie i 3 PO3BUTKOM iH(POPMALIWHUX TEXHOJIOTIH, SKUH BiOYBCS B
TOMY K TIepioJii. 3pOCTaHHs MOTYXXHOCTI KOMI'FOTEpiB, MaJiHHS IiH HAa HUX, JOCTYIHICTh
IHCTPYMEHTIB, 110 CIYXaTh MEPETBOPEHHIO 1 aHAIII3Y JaHUX, iX Bi3yaji3alii, BIUIMHYJIO Ha Te,
mo Ha movatky 90-TUX pOKiB 3'ABHIIACS TEXHIYHA 1 €KOHOMIYHA MOJKJIMBICTH YIPABIIIHHS
3B’A3KaMH 3 KJIIEHTOM Ha MignpueMcTBi. ToMy Te, 10 ChOTOAHI MU PO3YMI€EMO SIK YIPaBIiHHS
3B’S3KaMU 3 KIJIIEHTOM - 116 MApKETUHIOBa KOHIIEMIIIS YIPABIIHHS 3B’ SI3KaMHU 3 KIIIEHTOM, sIKa
OiATpUMY€ETbCs  iHQOpMAIiifHUMU  TexHoJorisiMu. L[4 KOHIenmist OoTpuMana BeJIHKY
MOMYJISIPHICTB, Ky MOkHa mopiBHATH TUTbKK 3 BPR (Business Process Reengineering).

Ha puc.2 nomano possurok konuerniii CRM («rineprukm» [apTHepa) dyepe3 npuzmy
OYiKyBaHb, 10 3MIHIOIOThCS, 1 KOPUCTEHN JJIS MiAMPUEMCTB, 5K 11 BIPOBAIHIIH.
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dasa qOMiHYBaHHs 04iKyBaHb _@a3a ypiBHOBaXXCHHS OYiKyBaHb :Iac
Puc. 2. «inepuukm» ['apTHepa
Jlxepeno: Ha miacTasi [2]
[Tpuynan HeBaau npu BrpoBakeHHI CRM KpHIOThCS, Ha 110 BKAa3YIOTh KOHCYJIbTAaHTH
1 TOCTAa4YaJIbHUKH ITi€1 TEXHOJIOT11, B HACTYITHOMY:
® BiJICYTHICTh PO3yMiHHS 1 MATPUMKH 3 OOKY KE€piBHHIITBA 1 EPCOHAIY caMOi KOHIIEMIIil
yIIpaBIIiHHSA 3B S3KaMHU 3 KJIIEHTOM, CIIPUMHSTTS KITI€HTIB SIK 3200y MiANPUEMCTBA;
e inrepmpetamis CRM sk iHdopmaruBHOI TexHOJOTII 1 mepemada IiHIIIATUBH 1l
BIIPOBA/KEHHS KOHCYJIBTAHTAM 1 MMOCTaYaIbHUKAM ITi€] TEXHOJIOTI1;
e TexHIUYHI mpoOieMu, TMOB'sI3aHI 3 IHTETpalli€l0 CHCTEMH TOpSAA 3 ICHYIOUHMH
Ha MIANPUEMCTBI cUCTeMaMu 1 6a3amMu JaHUX;
® HEBIAMOBIAHA SIKICTh JaHUX 1 1H(GOpPMAIIl TPO KIIIEHTIB, a TaKOX MPOOJIEMH, TOB'sI3aH1 3
ix 0e3meKoro;
e JyXe IMpoKa cdepa BIPOBAIKYBAHUX IPOCKTIB, sKa TATHE 3a COO0K HEOOXiIHICTh
paauKaIbHOI TpaHCPOpMaIIii JIFOAEH 1 MPOIIECiB Ha MIAMPUEMCTBI, CAMOHABYaHHS OpraHi3arlii;
® BiJICYTHICTh BIANOBIAHOI OpraHi3aliifHOT CTPYKTYpH, SKa YMOXKIIUBIIIOE€ BIIPOBAKCHHS
MDK(QYHKIIOHATBHOTO TMPOLECY YHPaBIiHHS 3B’SA3KaMM 3 KJIIEHTOM 1 oOmip mepexn
opraHizariiHuMHU 3MiHaMU, SIK1 HEOOX1THO 3TIMCHUTH.
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