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POJIb CRM-CUCTEMMU Y CYYACHHUX BIBHEC-ITPOLECAX
O. Holyns’ka, I. Mudryk

ROLE OF CRM SYSTEM IN MODERN BUSINESS PROCESSES

VY cydacHy iHpoOpMaIliiiHy €moxy, J¢ BCE B3aEMOIIOB’S3aHO, YCI TPaAHWIIiiHI pedi 3a3HAIOThH
1HHOBAIIIH, BUKJIIMKAHUX TEXHOJOTIYHUM MPOTrPecoM. 3aBISKH IEPEOBIH MEPEKEBI TEXHOJIOT1 PEKUM
poOOTH KOMEPIIIMHOTO PHHKY TaKOX JICIIO 3MIHUBCS 32 OCTaHHI JIECATh POKIB, 1 MAMPUEMCTBA TAKOX
Moyajay BHUKOPUCTOBYBAaTH pi3HI CHUCTEMHU NPOrpaMHOro 3a0e3ledyeHHs Ui HIATPUMKH BJIACHOI
TisUTBHOCTI Ta pO3BUTKY. Hemae CyMHIBY, 110 KITI€EHTH € JPKEPEIOM KOPIOPATUBHUX NPUOYTKIB, 1 Te, SIK
e(eKTUBHO KepyBaTH KJIIEHTaMH, € KIII0YEeM JI0 YCIiXy KOMMaHii. Y cy4acHOMY CEepeZOBHIL KOPCTKOT
KOHKYpEHIIli MPHUCTOCYBaHHA IO TOTPeO KIIEHTIB, HaJaHHSA KII€HTaM TpaBa BHOOpPY MPOAYKTIB i
HaJaHHS IM MOXKJIMBOCTI OTPUMATH T€, II0 BOHU A1ICHO XOUyTh, € KIIFOYEM J0 KOHKYPEHTHOTO YCIIXy
OyIb-sIKOT KOMITaHi{.

CucreMa ympaBiliHHS B3a€MOBIJHOCHHAMHU 3 KJIIEHTaMU € Ba)KIIMBUM €JIEMEHTOM OCHOBHOI
porpaMu MignpueMcTBa. Y mpoctoMmy po3yMinHi CRM — 11e 1ieHTp 0OpOoOKHM JaHWX KIIEHTIB, SKAN
MO3Ke 00poOIISATH Pi3H1 AeTani Beix KiIieHTiB kommaHii B CRM, BkItoualouu BiICTeKEHHS Ta KEPYBaHHS
KO)KHUM TOTCHIIHHUM KITIEHTOM, SIKMH B3a€EMOJISB i3 KOPIOPATUBHUM OpeHaoM, BeO-caiiTom abo
MIPOJIYKTOM, a TAKOK MOKE aHaJi3yBaTH HOTro CIi Ta mepeBaru. 3BOPOTHIH 3B’ 430K PUHKY IPOTATOM
0araTboX POKIB JIOBIB, IO II€ JyXKE€ JOIOMAara€e po3MHUPIOBAaTH Oi3HEC MiIMPUEMCTB, TOMY CydacHi
MiJIPUEMCTBA 1HBECTYBAJIM 0arato pecypciB y pPO3BUTOK KIIEHTIB, 1100 MIBUIIEC Ta e()eKTHBHIIIE
PO3IIMPIOBATH CBOIO TEPUTOPIIO.

Pone CRM nonsrae B Tomy, o0 I10NOMOITH HiANPUEMCTBAM CKPYTHTH BIJIMOBIAHI BIAIIH B
enuHy MOTY3Ky. KoJu miqnpueMcTBO BCTYIA€ B CTAIIIO IIBUAKOTO 3POCTaHHS, JACSIKI KIIIEHTH MOXKYTh
OyTH MapriHaiaizoBaHUMU. SIK 1 1HII KOopropaTUBHI npukiagHi cuctemu, CRM-cuctema Takox JIyxe
JloTIoMarae aBTOMaTu3yBaTu poOOTY MIANPUEMCTB, MPUCKOPUTH TPOILIEC BUKOHAHHS PI3HOMAaHITHHUX
3aBJIaHb.

Taxkum ynHOM, BaxuBicTh CRM-cuctem y cydacHoMy Oi3HEC-CepeloBHUIII J100pe Biaoma sIK
pO3poOHMKaM, Tak 1 MOTEHIIMHUM Ta peaJlbHUM KilieHTaM. Taka cuctema 30upae, o0pobisie Ta Kepye
BCIMa JIaHUMU KIJIIEHTIB, SIKI € OCHOBOIO KOxHOro Oi3Hecy. CRM anamizye akTHBHMX 1 MOTEHUINHUX
KIII€HTIB, 1 pe3yabTaTH aHai3y JO3BOJIAIOTH MiIPUEMCTBAM HANIArO>KyBaTH MII[HI JIIJIOB1 BIIHOCHHH 3
KJIIEHTaMH, TUM CaMHUM 301UIbIIyIOYM WBUAKICT Tpan3akuid. Illo me Baxiumeime, CRM wmoxe
JIOTIOMOTTH KOMITaHisIM 3HATH HOBUX KIII€HTIB 1 pO3BUBATH HOBU Oi3HEC.
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