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AHoTanis

yKpaiHCbKot0 OO0’€KTOM JOCHTI/DKEHHS BHCTYIA€ TOCIONAPCHKA JUSUTBbHICTh MIINPUEMCTBA
IIPUBATHOIO aKI[iOHEPHOTo ToBapucTBa «TepAy, sike peari3ye IiIbHICTb [IOB’ A3aHy i3 BUPOOHUIITBOM
Ta peani3alli€l0 KOHAMTEPCHKUX BHPOOIB, a MPEAMETOM JOCIIIKEHHS BUCTYIAIOTh B3a€EMO3B’SI3KUA B
Ipolteci BUKOpUCTaHHs iHcTpyMeHTiB CRM Jurd miATpUMKH IIPOIAXKIB TOBAPIB Ta IIOCIIVT.

MeToro kBaidiKalliiHOT pOOOTH € AOCIUDKEHHS TEOPETUYHUX MIAXOMIB Ta MPAKTHKH OIIHKH
eeKTUBHOCTI BUKOpPUCTAaHHSA 1HCTpyMeHTIB CRM Ui mATPHMMKH MPOJAXKiB TOBApiB Ta ITOCIYT
YKPAIHCBLKOrO MIANPUEMCTBA.

V nanii xBadidikalliiHii poOOTI 3MIMCHEHO JIOCIDKEHHS TEOPSTUYHMX IIJIX0JIB JIO OIIHKU
e(EKTUBHOCTI BUKOPHUCTAHHS IHCTPYMEHTIB Crm JUIS IMIATPUMKH IPOJAKIB TOBAapiB Ta IOCIHVL,
MI0JJAHO MPAKTHKY OLIHIOBAHHA €()EKTUBHOCTI BUKOpUCTaHHA 1HCTpyMeHTiB CRM Ui miATpUMKH
npoaaxis _toBapiB Ta mocayr Ha mignpuemcTtBi  [IpAT «TepAy., 3anponoHOBAHO IIIAXH
MIABUIEHHS e(EKTUBHOCTI BUKOpUCTAaHHA iHCTpyMeHTIiB CRM U1 miATpUMKH IPOJAXKiB TOBapiB
ta nocayr manpuemctsa IIpAT «TepAy.

anriiicekoro: The object of the study is the economic activity of the enterprise of the private
joint-stock company «TerA», which implements activities related to the production and sale of
confectionery products, and the subject of the study is the relationships in the process of using
CRM tools to support sales of goods and services.

The purpose of the qualification work is to study theoretical approaches and practice of
assessing the effectiveness of using CRM tools to support sales of goods and services of a
UKkrainian enterprise.

This gualification work studies theoretical approaches to assessing the effectiveness of using
CRM tools to support sales of goods and services, presents the practice of assessing the
effectiveness of using CRM tools to support sales of goods and services at the enterprise PrJSC
«TerAy, suggests ways to increase the effectiveness of using CRM tools to support sales of goods
and services at the enterprise PrJSC «TerAy.




