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- MOXMOKHU MIACYMKOBOI KalbKYJsLii mpy BUKOHaHHI ®BA mnoBuHHI OyTH Ha
MOPSIOK MEHII1 BiJT 00CATY 3HUKEHHS COO1BapTOCTI.

Haii6inpi nomupennmu noxuokamu mpu nposegeHH1 OBA €:

- HEJOCTaTHE 3aJyYCHHs CIELIaICTIB PI3HUX CITYXO;

- 30Cepe/DKEHHS Ha OJIHIN 3 MEePIINX 11eH;

- OTpPUMaHHS HAJIUIITKOBOT a00 HEIOCTATHHOI 1H(OPMAITii.
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COEPHU TOCIHYT

V.L. Gevko, M.B. Gluhovetska

THE NEED OF CRM’S IMPLEMENTATION IN COMPANIES

PROGRAMME AREAS OF SERVICES

VY nHam yac cepi nmociayr xapakTepHU Bce OUTBIITUMN 1 OUTBIITUN PO3BUTOK.
3a TakuX yMOB MiJIPUEMCTBY, sIKE HAJA€ MOCIYTY, 30BCIM HE JIETKO BTPUMATHUCS
Ha TIUIaBy, dYepe3 HaAMIpPHUNA BIUIMB KOHKypeHuii. [omoBHUM (dakTopom
YCHOIIIHOCTI ~ MiAnNpueMcTBa € edekTuBHa pobotra 3 kimieHtamu. llpore
HAIPEBENUKUN Kallb HE YCl MiAMPUEMCTBA 1€ PO3YMIiIOTh, 1 K HACTIAOK PaHO UM
II3HO BOHH CTAlOTh BUTICHEHI 13 pUHKY.

VY cdepi nocnyr HaBaXKIJIMBIITY POJIb BIAITPAIOTh TaKi CKIA0BI, 5K : JTHOIU
(TIpariBHUKM), a TaKOX CMociO mojayi Tiei uu iHmoi nociayru. Came nepcoHall, 1o
Oe3mocepeHbO MpPALIOE 3 KIIEHTAMHM, CTBOPIOE Yy HHUX VYSIBJICHHA IPO
MIAMPUEMCTBO. TOMY TIpaIliBHUK, SKUM OOCIYyroBYy€ KJIIEHTa TOBHHEH HE TUIBKU
BOJIOJIITH YCIE€IO MOTPIOHOIO 1H(GOPMAIIIEIO MTPO JAAaHY MOCIYTY, HOMY OBUHHI OyTH
npUTaMaHHl TIEBHI 0COOOBI SIKOCTI, Ta KOMYHIKaIiiiH1 3110HOCTI. BiH moBUHHEH
3yMITH BHU3HAUUTH Oa)KaHHS KOXHOTO KII€HTa 1 Yy pas3l MoTpeOu IMIBHAKO
KOPHUTYBAaTH CaM TpPOIEC OOCTyroByBaHHS, THM CaMHM CTBOPUTH Y CIIOKHMBaua
BITYYTTA 33aJ0BOJIEHOCTI, a TAKUM YUHOM NEPETBOPUTU HOr0 Ha MOCTIHHOrO
KITIEHTA.

Jly’ke TOIMUPEHOI0 € KOHIEMIIS COlllaIbHO-eTUYHOTO MapKeTUHTy. CyTh ii
MoJIsiTa€ B TOMY, IO MiAMPHEMCTBO CIIOYATKy BH3Hauae MpoOjIeMH, BUMOTH Ta
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IHTEpeCH KIIIEHTIB, a MOTIM 3a0e3neuye iM HaAMBUKUY CIIOKUBYY IIHHICTh. OAHUM
13 3ac00iB BOPOBA/DKEHHS I[l€] KOHLEMMII € 3acTtocyBaHHA cuctemMu Customer
Relationship Management — CRM.

3a cnoamu Ileiin E. CRM — me mina ctparteris BBeJACHHS O13HECY, siKa
BHU3HAYa€ CMOCOOM B3a€EMOJII 3 KIIEHTOM Yy BCIX «TOUKax JOTHKY»: pekjiama,
npojaxi, 1HGOpMAIiiiHI  CHUCTEMH, BHCTaBICHHS  paxyHKIB, JOCTaBKa,
oOcyroByBaHHS. [HIIII aBTOpU TaKOX CTBEPIKYIOTh, 10 €(PEKTUBHICTH BEICHHS
0i13Hecy KoMmmnaHii y cepi MOCayT HanpsIMy 3alIekuTh BiJ HassBHOCTI CRM.

OTxe, s TOoro o0 3aJ0BUIBHUTU MOTPEeOM KIIEHTIB, MOTPIOHO:
MaKCUMaJIbHO TPUIUIATH iM yBary, HajJaBaTH IEBHI PEKOMEHMAIli, aje TaKuM
YUHOM, 11100 BOHU OyJIM HEHAB S3JIMBI, 3yMITH 3HANTH 1HIUBIAYaIbHUM MiAX1J JI0
KOXHOT'O KJII€EHTAa, CTBOPUTH NMPUEMHY aTMocepy. TakuM 4MHOM MiJIPUEMCTBA
HE MPOCTO 3MOXKYTh 30€PETTH ICHYIOUNX KIIIEHTIB, aJIe W 3a71y4aTd HOBHUX.
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MODERN TRENDS IN CONSUMER CLIENTS BEHAVIOR

B yMoBax 3pocTaHHS KOHKYpEHTHOI OOpOTHOM BCE€ OLIBINOI BaKIMBOCTI
HaOyBa€e po3yMiHHS NOTpeO Ta mobakaHb MO0 (GOPMYIOTh KYIIBEJIbHY MOBEIIHKY
KJIIEHTIB. 3 3MIHOIO COLIaIbHO-€KOHOMIYHOTO YCTPOIO SIK B YKpaiHl Tak 1 B CBITI
3arajoM, 3MIHIOIOTHCS 1 MMOTJISIAH, IIIHHOCTI Ta MOTHUBAIIIiHI MOTHBH CITO)KMBAYiB.

JluHami4H1 3MiHA B TEXHOJIOTISIX 1 COI1aJIbHO-€KOHOMIYHIN cepi HE MOXKYTh
HE MO3HAYMTHCS Ha TOBEJIHIIl CMOXKMBAYIB HA BCIX €Tamax Mpolecy KyHiBil Ta
BUKOPUCTaHHS TOBapiB 1 mociyr. IIuTaHHS 3MIHM KyIIBEJIbHOI MOBEIIHKH Ii]1
BIUTHBOM CYCIILIbHO-eKOHOMIYHMX mporeciB mocmimkysanun T. P. Kuyncen, .
Pyrxonem, A. Pernen, Paden, P. [lecikod Ta iHii.

3acHoBHUMK Ta rojoBa komnanii Next Group M. JleBic, po3noyana mpoexT
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