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YIIPABJIIHHA KIIEHTCHKUM JOCBIIOM AK ITPIOPUTETHUM
HAITPAM AIAJIBHOCTI TOPTOBEJIBbHUX ITIIITPUEMCTB

ITocranoBka mpooOsemu. B ocranHi poku BinOyBa-
€TbCS KapAWHaJbHa TpaHc(hOpMallisi CUCTEeMH JIOTiCTUY-
HOTO MEHEIKMEHTY TOPTOBEJIbHUX ITATIPUEMCTB y Ha-
npsIMi opieHTallii Ha ToTpedax i 3amuTax crnoxupadiB. Lle
CIPUSATUME 3MiHI MapagurMu TPAAULIIHHOTO MapKETUHTY
Ha KOHILIEMIil0 MAPKETUHTY B3aEMOBITHOCHH, sIKa IPYHTY-
€ThCS HA MiATPUMIIL Ta 3MIITHEHHI B3a€EMOJII 3i CITOXMBa-
YyaMu, MiABUIIEHHI PiBHS iX JIOSUIBHOCTI Ta 3aI0BOJICHOCTI
LIUISIXOM (pOpMYyBaHHSI KJIIEHTOOPIEHTOBAHOIO ITiIXOMY IO
JIOTiCTUYHOTrO cepBicy [1-3] 3 BuKopucTaHHSIM iHOpMa-
LIMHWX TEXHOJOTii, iHCTpyMEHTapil0 eJEeKTPOHHOI KO-
Mepiii Ta mudpoBoro MapkeTunry [4-10].

OTtxe, 10 MPIOPUTETHUX HANIPSIMIB JIOTICTUYHOTO ME-
HEIKMEHTY MiANPUEMCTB y cepi ONTOBOI Ta po3aApiOHOI
TOPTIBJIi BiTHECEHO BIOCKOHAJICHHS YIIPABIiHHS KIIIE€HT-
CbKUM HocBigom. Ilpu 11bomMy po3yMmiHHS ITOTped Kili€HTa
CTaJIO BaXXJIMBOIO IIPOOJIEMOIO 1 OPiEHTUPOM IIJIsT OaraTbox
kommaHiit. 3a ganumu Gartner, 90% KoMIaHiil, misUTb-
HICTh SIKMX IIOJIITa€ y HaJaHHi ITOCAYT, CbOTOIHI KOHKY-
PYIOTD Y TepIy Yepry 3a MOKa3HUKOM <«SIKiCTh JIOTiCTHY-
HOTo OOCJIyTOBYBaHHS KJIIEHTIB». 54% ONUTaHMX HAroJjo-
CUJIH, 1110 1X OCHOBHI 3YCUJUISI CIIPSIMOBAHO Ha BJOCKOHA-
JIEHHS CHCTeMU KOHTakTiB 3i crnoxuBayeMm. OO6cTe-
xenHs1 Campaign Monitor cBiguath, mo 64,1% mamux
HignpueMCTB (Y TOMY YKCHi y cepi TOpriBii) BUKOPHUCTO-
BYIOTb €JIEKTPOHHUIA MAapKETUHT [JIS1 3aJyYeHHS KJIIEHTIB.

Sk mokasyioTh mocrmimkeHHs Salesforce, 4560 i3
6000 croxwuBauiB (a6o 76% 3arajbHOI KiJIBKOCTI OIMUTA-
HUX) OYiKYIOTb, III0 KOMIIaHil 3pO3yMilOTh ix OaxkaHHsI Ta
moTpebu. Y pe3ysibTaTi OMUTYBaHHS, sIKe TTPOBEICHO KOM-
naniero SAP cninbHo 3 kommnaniero CT Cloud i oHnaiiH-
BumaHHsSM Retailers.ua, BustieHo, 1o 11,6% pecnoHmeH-
TiB 3aIlpOBAAWIM KOMIUIEKCHE YIPaBIiHHS KIEHTCHKUM
nocBimom. TTonam 50% omuTaHUX CTBEPIKYIOTb, IO iXHi
MporpamMu JIOSIbHOCTI MalOTh OMHiKaHaJbHMI XapakTep.
Y xomi obctexeHHst Dimension Data BcTaHOBJIEHO, IO
84% xoMmaHiii, y IKUX IPIOPUTETOM € KJIEHTCHKUI 10-
CBilIl, TTIOBiIOMJISIIOTD IIPO 30LIBIICHHS CBOIX MPUOYTKIB.

3a TBepmxeHHsIM (haxiBuiB komnaHii Rocket Marke-
ting Group, 3pOoCTaHHSI JIOSZILHOCTI KIIIEHTIB CIpUSIE
30ibIIeHHIO TPpUOYTKY. Lle 3a/IeXXuTh Bif CEKTOPY €KOHO-

MiK1, y SIKOMY (YHKIIIOHYE ITiAIIPUEMCTBO. 3alydyeHHS
HOBOTrO KJIiEHTa MOXe KOILUTYBaTW Bim 5 g0 25 pasiB no-
poxkye, HiX yTpuMaHHs icHyroworo. Ilpu mpomy mpomax
JIOSIBHOMY KJIIEHTY Moxke OyTu a0 20 pa3iB yCHillIHILLIKM,
HixX mpomax HoBoMmy [11]. IlocTiiiHi KIIiEHTH € GBI IPH-
OYTKOBMMM, Hi3K HOBi, OCKUJIbKM BOHU BUTPA4YarOTh OiIbIIIe
Ha KOMIaHilo i MaloTh HYDXKYMI piB€Hb BUTPAT Ha OOCTY-
roByBaHHs [12].

3 ooy Ha 1ie, TPoOJIeMHU YIIPaBIiHHS KIIEHTCHKAM
JIOCBIIOM 3aJIMIIAIOThCs akTyabHUMU. Lle o3Havyae 3MiHy
TPaAMUIHOTO MapKETUHTY i3 KOHLIEHTpALi€l0 Ha Mpocy-
BaHHi, CIIpSIMOBAaHOMY Ha OOpaHi I'pynu CIIOXMBayiB, aje
HE O3Haya€ MOBHOTO BiIXWJIEHHSI caMOl KOHLEMIii Map-
keTuHry-mix. Ilpy mpoMy HEOOXimHO MiZKpPECIUTH, IO
0CO0IMBOI aKTyaJbHOCTI 1Ii MUTAHHS HAOyBalOTh y IU(-
DPOBY €IoXy, sIKa CYTTEBO BIUIMBAE Ha KOHIEIIIilO JoTic-
TUYHOTO MEHEKMEHTY TOPTOBEJbHUX MiAMPUEMCTB, iH-
CTpyMeHTapiii 10 ¢hhopMyBaHHS MapKeTUHTOBUX CTPATeTiii,
30yTOBOI ITOJIITUKM, LIN(PPOBUX KaHAIIB.

Anaji3 ocramHiX nociuimKenb i myOaikamiii. Teope-
THYHI pO3pO0OKM IIOAO0 KIIi€EHTOOPIEHTOBAHOCTI ITOYaJIA
3’gaBiasiTUCs i3 cepeauHu 1950-X pokiB i 3HAYHO aKTUBI3Y-
Banucs 1o novarky 1980-x pokis. ITi3Hiure, micas 1990-x
POKiB, CTanu 3'IBIATHCS 3apyOiKHI MyOJIiKallii, pUCBSI-
YeHi B3aEMOBIIHOCMHAM i3 CIMOXWBAaYaMu Ta iHIIMMU
yyacHUKaMM mpoliecy KymiBii-npogaxy («Relationship
Marketing»). Oco0aMBOro po3BUTKY KJi€HTOOPIEHTOBA-
HicTb HaOyJa B paMKaxX MapKeTUMHTOBOI KOHIICIIIil «Map-
KeTUHT B3aeMoBimHocuH». Lleir Tepmin y 1983 p. BBiB y
HaykoBuii obir JI. beppi (L. Berry), po3ymitoun iioro sk
3aJlyYeHHs KJII€HTIB, MiATPMMAaHHS Ta 3MIlITHEHHSI B3a€EMO-
BifHOCUH i3 HUMHU [13]. ¥ 1993 p. . INennepc i M. Pon-
xepc (D. Peppers and M. Rogers) 3anmpomnoHyBain cxemy
VIIpaBIiHHS B3a€EMOBiTHOCMHAMU 3 KiieHTamu [14]. 3
LIbOTO Yacy KJIIEHTOOPIEHTOBAHUWM IiaXin BimoMMIA SIK ab-
peBiarypa CRM (Customer Relationship Management).

'V HayKOBill CIILHOTI Bi3HAYA€EThCS CTilIKa yBara a0
NMUTaHb BHU3HAYCHHSI TIOHSTTS <«IOTiCTUYHE OOCIYrOBY-
BaHHSsI», sIka 00YMOBJIEHA MOCTIHHUM PO3BUTKOM IPOLIECY
HaJaHHS JIOTICTUYHUX TMOCJIYT Yy HampsiMi 3a0e3redyeHHs
BUMOT KJIi€EHTIB B OTpUMAaHHI 3aMOBJIEHb, 3 OTHOI0 OOKY,
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Ta IpUOYTKY Bil OpraHi3aii JOTiCTUYHOI MisIbHOCTI, 3 iH-
moro. Ywmmamo 3apyboixxkaux (I. Alarm, A. Aranskis,
G. Balabanis, E. Bardi, L. Berry, D. Bowersox, D. Closs,
J. Coyle, J. Dtugosz, K. Ficon, H. Gebauer, M. Jedlinski,
K. Keller, D. Kempny, D. Kisperska-Moron, P. Kotler,
C. Kowalkovski, S. Krzyzaniak, R. Matwiejczuk, P. McKin-
ney, I. Meidutée-Kavaliauskiene, A. Payne, Ch. Perry,
W. Rydzkowski, J. Stock, M. Zijm) i Biruususinux (JI. ba-
nabaHoBa, O. baxypeub, H. Bproxoseubka, I. Bynees,
M. I'puropak, 0. 3amo3nona, C. Iursmenko, H. Kapre-
vKo, 1. KoBmosa, H. Kocap, K. Kpayc, O. Kpusemiko,
€. Kpukascbkuii, K. MenpHukoBa, JI. JlazopeHKo,
10. Jleonosa, 3. Jlronpuak, B. JIgmenko, I. Ileteubkuii,
O. loxunpuenko, F0. Parymna, I'. P3aes, O. Cenuium,
A. Crapoctina, K. TaupkoB, B. Xomom, B. XpamkiHa,
4. Hwupan, B. Yo6itok, H. Yopnonuceka, A. YybGana,
H. Yyxpaii, H. {3BiHCbKa) HayKOBLIB MPUCBATWIN CBOI
poboTH LIl TeMaTHLi.

JIoSANBbHICTD KIIIEHTIB € TEMOIO, siKa BUKIIMKAE 3HAU-
HUI1 iHTepec y BUeHUX i axiBuiB-mapkeTosoriB (C. Grin-
roos [15], X. Han et al. [16], A. Moretta Tartaglione et al.
[17], H. Nguyen et al. [18], M. Shahid Igbal et al. [19],
D. Siemieniako [20], T. Sitorus and M. Yustisia [21])
yepe3 ii BeJMKe 3HAYCHHS IS OTPUMAHHS CTiMKMX KOH-
KYpEHTHHUX mepeBar i (piHaHCOBUX Pe3yJIbTaTiB

Barato HaykoBux mpaup (I. Alarm, Ch. Perry [22];
P. Blaik [23]; H. Dzwigot [24-25]; P. Fader [26]; C. For-
nell et al. [27]; H. Gebauer, C. Kowalkovski [28];
V. Guerola-Navarro et al. [29]; A. Gunasekaran [30];
T. Hennig-Thurau [31]; B.T. Khoa [32]; Ph. Kotler,
K. Keller [33]; A. Kwilinski et al. [34-38]; J.-J. Lambin
[39]; C. Ledro et al. [40]; F. Li, G. Xu [41]; V. Liljander
et al. [42]; E. W. T. Ngai [43]; S. Oke et al. [44];
G. Piccoli et al. [45]; C. Schulze et al. [46]; H. N. Seyed
et al. [47]; V. Souitaris, G. Balabanis [48]) nmpucBsueHO
KOHUEMTYaTbHUM 3acaiaM i HayKOBO-METOAMYHUM ITiIX0-
IaM [0 MiABUIIEHHSI €(eKTUBHOCTI YIIPAaBIiHHS B3a€EMO-
BiTHOCMHAMU 3i CMOXWBayaMU y CUCTEMi JIOTiICTUYHOTO
MEHEIKMEHTY ITiAMPUEMCTB Pi3HOI Tajly3eBOi CHpPsSIMOBa-
HOCTI.

BcranoBieHo, 110 meski aBTOpM BXWBAIOTh TEPMiH
«JIOTiCTUYHE OOCIYTOBYBaHHS», PO3MJISIAOYM HOTO SIK
CKJIaJIOBY JIOTiCTUYHOTO cepBicy. 31e0iblloro HayKoBIIi
il TOHSITTSIM <«JIOTICTUYHUI CEepBiC» PO3YMIlOTb HislIb-
HICTh; YacTUHY Oi3HecCy; IHTErpOBaHMI KOMILIEKC JIOTiC-
TAYHMUX TIOCJYT; TapaHTOBaHE OOCIYrOBYBAaHHS, CYKYII-
HICTh HEMaTepiaIbHUX JIOTICTUYHUX OMepalliil; CeKTop iH-
IUBiTyaJbHUX TIOCYT; 3a0e3le4eHHsI HeOOXiZHOTro PiBHS
3aJI0BOJIEHHSI Ta JIOSJILHOCTi CITOXMBayiB TOLLO.

V 3apy0ixHiii JiTepaTypi MOHITTS «KJIIEHTChKUIA cep-
BiC» 1 «KJIIEHTCHKE OOCIIyTOBYBaHHSI» MEPEBaXXHO Heaude-
peHiilioBaHi. 1le MOsSICHIOETBCS TUM, 1O 1Ii TOHSITTSI PO3-
IS JAIOTBCS SIK €NMHUIA NIPOLiEC, CIIPSIMOBAHMIA HA IOCITi-
JOBHE i B3aEMOTIOB'sI3aHe 0OCTyrOBYBaHHSI CITOXKMBAviB Ha
BCiX eTamax TpuabaHHS ToBapy abo HamaHHS TIOCIYTH.
Hocnignukm (S. Beatty, R. Brodie, L. Hollebeek, A. Ili¢,
B. Juri¢, V. Kumar, R. Morgan, A. Pansari, D. Shiri,
S. Vivek) 3aCcTOCOBYIOTh TEpMiHM «B3a€EMOIIS 3 KIIIEHTAMU»
1 «3AIy4CHICTb KITIEHTIB».

HesBaxkatoun Ha IIMPOKUN CHEKTP MOCHiIXEHb 3a
HaBelEHOI TeMAaTUKOIO, Hapasi 3ajMIIAIOThCsl HEJI0CTaT-
HbO BMBYEHUMM METOAMYHI MUTAHHS LIOAO YIMPaBIiHHS
KJIiIEHTCHKMM JTOCBIZIOM BiJIIIOBIZHO 0 BUKJIMKIiB, IIOB’sI3a-
HUX i3 3MiHOIO MMapagurM MapKeTUHTOBOTO i JIOTICTUYHOTO
MEHEIXMEHTY, MiIKUTali3ali€o 0i3Hec-TpoIEeCciB TOPro-
BEJIbHUX TANPUEMCTB Ta iHTEHCUBHUM BMKOPUCTaHHSM

mupOBUX TEXHOJOTIH y cdepi OMNTOBOI Ta po3mpiOHOI
TOPTIBJIi.

Taxum ynHOM, naHa mpobjeMa 3yMOBUJIA Memy Oa-
HOI cmammi, sIKa TIOJIsITa€ Y TEOPETUYHOMY y3arajbHEHHi
iCHYIOUMX IiIXOMiB 1O BUBHAYEHHS CYTi i 3MIiCTy ITOHSTTS
«yOpaBJliHHS KIIIEHTCHKUM JOCBiTOM» TOPTOBEJIbHUX ITill-
OPUEMCTB 3 ypaxXyBaHHSIM creuu@ikd iX ¢GyHKIIIOHY-
BaHHSI.

Buknan ocnoBHoro marepianxy mociimkenns. Cdepa
OITOBOI Ta PO3APiOHOI TOPTiBIi BiTHOCUTHCS OO KIIEHTO-
OpIEHTOBAHOIO0 BHUAY €KOHOMi4yHOI mistibHOCTI. Lle mim-
TBEPMXKYIOTh i IOCIIIKEHHS KOHCAJITMHIOBOI KOMIIAaHIi
KPMG, y pe3yabTari 40ro BCTAaHOBJICHO, 110 KIIOYOBUMMU
m100AJIbHUMM TpeHIAMU PO3IpPiOHOI TOPTiBJi € KIIEHTO-
OpPiEHTOBAHICTb, €BOJIIOLIISI Oi3Hec-Mofei, ¢dinocodis Ta
MeTa TiIMPUEMCTBA, TIEPEOCMMCIIEHHST BapTOCTI BEACHHS
Oi3HecCy.

3a owminkamm ekcreptiB Forrester Research, 91%
KOMIIaHii 3asBISIOTh, LIO BOHM € KJIIEHTOOPiEHTOBA-
HUMM. AHaJli3 €BPOIEINCHKUX KOMIAHIii, SKi BBaXKalOThCS
KJIIEHTOOPiEHTOBAHMMM, IIOKa3aB, 10 37% BiAMiualOTh,
1110 BOHU BUIIEPEIKAIOTh KOHKYPEHTIB. 57% pecrioHACeHTIB
BIEBHEHI y (piHaHCOBOMY MailOyTHLOMY KOMITaHii, a 61%
3a3HayvyaroTh, 1O iIXHS KOMIIaHisl YCHilllHA i PO3BUBAETHCS.

V xomi onuTyBaHHSI KePiBHUKIB BiJIiIiB IPOIaXiB,
HR-pgupekropiB, BIacHUKIB KOMIIAHii i MeHEIXEpiB 3
nponaxy, nposeneHoro daxisusgmu Executive i Microsoft,
BCTaHOBJICHO, 1O 6% He BBaXaloTh KIIEHTOOPIEHTOBA-
HICTh BaXJIMBHAM €JIEMEHTOM CTpaTerii OiIbIIOCTI KoMITa-
Hii, a 73% pecnoHAeHTIB 3 HUMU He 3roAHi. Pemira yvac-
HUKIiB (21%) BU3HaMM, 110 B iXHiX KOMITIaHIsIX BEICThCS
akTMBHa po0OOoTa 3 BHpOBaIkeHHs Ginocodii KiaieHTO-
OpiEHTOBAHOCTI.

CTaTUCTUYHMN aHaJli3 IOKa3y€e, IO KiJIBKICTb Hil0-
YMX Cy0’ €KTIiB IOCIIOJApIOBAHHS Y cdepi OITOBOI Ta po3-
JpibHOI TopriBii B YKpaiHi ckopotuiacs 3a 2010-2021 pp.
Ha 37,2%, a iX 9acTKa y 3arajibHiii KiTbKOCTI IMiIIIPHUEMCTB
3a BciMa BUJAMM €KOHOMIYHOI HisutbHOCTI — Ha 15,8 Bim-
COTKOBUX ITyHKTH. KibKiCTh 3afHSITHUX MPalliBHUKIB 3Me-
Hiuvtacsa Ha 22,5%, a naiimanux — Ha 12,3%. 3a ueit ne-
pioa yacTka o0OcsTy peanizoBaHOl MPOAYKIii y cdepi or-
TOBOI Ta po3apiOHOI TOPriBJi 3HM3MIAcs Ha 3,2 B.I. abo 3
40 mo 36,8% 3araabHOYKPaiHCHKOTO OOCSTY peanti30BaHOI
MPOIYKIIii 32 BciMa BUAAMM €KOHOMIUHOI disutbHOCTI. [1n-
TOMa Bara o0CSTy KaIliTaIbHUX iHBECTULII Y PO3BUTOK TO-
priBai ckoporunacs y 2021 p. mopiBHsiHo 3 2010 p. Ha
1,4 B.11. 260 3 9,5 1m0 8,1% 3aranbHOrO 0OCSTY KamiTaTbHUX
iHBECTHIIi} 32 BCiMa CEKTOpaMM HaIliOHAJIbHOI €eKOHOMIKI
(Taba. 1).

MoxxHa BiAMITUTH, 1110 Y JOBOEHHUI Mepion y KpaiHi
CITOCTEPIra€Tbcsl TEHIEHIIST 3pOCTaHHSI MOKAa3HUKIB PO3-
BUTKY cdepu po3apiOHOi Topribimi. Tak, o0ir po3mpiOHOI
TOPriBJli y TOPIBHSIHHMX IiHax 30inmpmmBca 3a 2010-
2021 pp. y 2,6 pa3a. 3a 1ieil iepioa po3npiOHMIA TOBapOOGir
MiANPUEMCTB TOPTiBJIi y MOPIBHSHHUX 1liHaX 3pic y 3,7 pa-
3a — 3 254,7 no 941,7 mapn rpH. OnroBuii TOBApooOir y
MOPIBHSHHUX IliHaX 301IbIIMBCS Maiike y 3 pa3u (Taoim. 2).

AKX CBimUMTH aHaIi3 CTATUCTUYHUX NAHUX, KUTbKiCTh
MiAMPUEMCTB, SIKi Majld AOCTYN 10 Mepexi IHTepHeT, He-
cyrTeBo 3HmM3mmacs 3a 2016-2021 pp. Ha 0,1%. KinbkicTh
MiAIPUEMCTB, SIKi MaM (axiBLiB y cdepi iHbopMaliitHO-
KOMYHIKaLiMHUX TEXHOJOTii 30inbiuvuacsa Ha 13,1%. Ane
3a LIefl yac KiJIbKiCTb MiAMPUEMCTB, SIKi MPOBOAWIN HaB-
yasibHi Kypcu it daxiBuUiB 3 iH(opMaliliiHO-KOMyHiKa-
LIHAX TEXHOJIOTI, cKopoTwiacsa Ha 5,6%, a gxi 3miiic-
HIOBaJIM Habip Takux crewianictiB — Ha 35,7% (taba. 3).
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Tabauys 1
IToka3HMKM AisUIBHOCTI Cy0’€KTIB rocnonapoBaHnsa y cdepi onToBoi Ta po3apioHoi Topribii
ITokaszuuku Poxn

2010 2015 2017 2019 2021
KinabKicTh Aitounx cy6’€KTiB rOCHOJAPIOBAHHS 1148711 929277 782803 775872 720481
‘JgCTKa Y 3arajibHiil KiTbKOCTi MiINPUEMCTB 3a 52,6 47,1 43.4 40,0 36.8
BCiMa BHIaMM €KOHOMIYHOI misutbHOCTI, %
KinbicTh 3aiHATMX NpalliBHUKIB, 2819,8 2069,2 2083,9 2230,3 2186,6
muc. ocio
ITutoma Bara, % 25,6 24,8 25,2 24.4 24,1
KinbkicTh HaiiMaHuX npauiBHuKis, 17497 1202,3 1366,7 1514,8 1534,1
muc. ocio
IMTutoma Bara, % 19,3 18,2 20,4 20,4 20,8
OO6car peastizoBaHOI MPOAYKILii, Mapd epH 1478.5 2048,3 3129,9 4076,8 5615,0
YacTka y 3araibHOyKpaiHCbKOMY 00CsI3i peatizo-
BaHOI MpPOAYKIi 3a BCciMa BUAAMM €KOHOMiYHOI 40,0 35,8 37,0 38,0 36,8
JistmbHOCTI, %
OGcsr  KamiTalbHUX  iHBECTULIA 'y POSBUTOK | 171463 | 191939 | 30839,1 | 407068 | 546922
cepu onTOBOI Ta PO3NPiIOHOI TOPTIBIi, MAH epH
YacTtka y 3araJbHOYKpaiHCbKOMY 00CsI3i KarmiTa-
JIbHUX iHBECTHUIIIH 3a BCiMa BUIAMU €KOHOMiYHOL 9,5 7,0 6,9 6,5 8,1
JistmbHOCTI, %

IDicepeno: cKilameHO Ha IACTaBi iH(PoOpMaliliHO-aHATITMUHMX MaTepialiB, sIKi po3MillleHO y po3nitax «JlisbHicTh mim-
npueMcTB» i «KarrirajibHi iHBecTULi» Ha odiuiiiHoMy caiiTi Jlep:kaBHOI Cy>KOM CTaTUCTUKU YKpaiHU.

Tabauys 2
JInHamika nmoka3HMKiB po3BUTKY cdepd onTOBOI Ta Po3/piOHOI TopriBi B YKpaiHi
IMokazHuku Poku
2010 | 2015 [ 2017 | 2019 [ 2021
OnToBuii TOBApoOOIT, Mapd epH
y (paKTUYHUX LIiHAX 993.,7 12442 1908,7 23222 3153,2
y MOPIiBHSIHHUX IliHAX 1000,7 10924 1962,1 2310,6 2976,6
OOGir po3apiOHOI TOPriBii, Mapd epH

y (haKTUYHUX LIiHAX 529,9 1018.,8 815,3 1094,0 1443,3
Yy NOPiBHSIHHUX IiHAX 492,5 1284,7 765,5 991,8 1303,8

Po3npiOHMiA TOBApOOOIT MiANPUEMCTB TOPTiBIi (FOPUAUYHUX 0Ci0), Mapd epH
y pakTUYHUX IiHAX 274.,6 478,0 586,3 793,5 1044,4
y MOPIiBHSIHHUX 1liHAX 2547 605,1 553,1 712,3 941,7

IDicepeno: ckialeHO Ha MiAcTaBi iHGopMaliiHO-aHATITUYHMX MaTepialiB, SIKi PO3MilIeHO Y po3aini «BHyTpillHs Top-

riBns» Ha odiiitHoMy caitTi JlepskaBHOI CIyXOM CTaTUCTUKU YKpaiHU.

Tabauys 3
JnHamika KibKoCTi minmmprueMcTB y cdepi onToBoi Ta po3npiOHOI TOPriBii, SIKi MaIOTh KOCTYN 10 Mepexi InrepHer
Poxn
MokasHukm 2016 | 2017 | 2018 | 2019 | 2020 | 2021

{(mbchn) TiANPUEMCTB, AKi MAIOTb I0CTYTI 10 MEPEXi | g5ry 9876 9654 9602 9560 9515

HTEpHET
ﬁl{{[lPKlCTb MiANPUEMCTB, sSIKi Maiu GaxiBLiB y cdepi 2725 2871 2918 2938 3009 3083
KUII.)KJCTI) TiAIPUEMCTB, SIKi OpraHi3oBYBaM HaBYa- 516 482 470 500 494 487
JIbHI Kypeu it paxiBuiB 3 IKT
K'U'IB'KICTI) TNPUEMCTB, SIKi 31iiCHIOBATA Habip da- 1031 1198 780 814 735 663
xiBliB y cdepi IKT

IDicepeno: CKIIaieHO Ha IMACTaBi iHQOPMAILiiTHO-aHAITUYHUX MaTepiatiB, sIKi po3MillieHo y posaim «IHpopmaliiiHe cyc-

MiJIbCTBO» Ha ogiuiitHoMYy caiiTi JlepKaBHOI CJTy>KOM CTaTUCTUKU YKpaiHM.

3a 2018-2021 pp. KiIbKiCTh 3alHATUX MNPALliBHUKIB,
SKi MaloTh JOCTYIT 10 Mepexi IHTepHer, 3pocna Ha 7,4%.
A ix yacTKa y 3arajibHiil KiJIbKOCTi 3aifHSITUX CITiBPOOITHM -
KiB Maiixke He 3MiHwoBanacs i craHosuia y 2021 p. 29,3%
(Tabi. 4).

3a 2016-2021 pp. KiIBKIiCTh HiIIIPUEMCTB, SIKi BUKO-
PUCTOBYBAIM Mepexy [HTepHeT sl KOPUCTYBaHHSI MUT-

TEBUM OOMIHOM MOBIIOMJIEHHSIMU Ta €JIEKTPOHHOIO JOLLI-
KOIO OroJIolleHb, 30uIblIacs Ha 45,6%; 3aificHeHHs 6a-
HKiBCBKHUX ornepalliii — Ha 25%; noctymy ao iHmmx ¢iHaH-
coBux mocnyr — Ha 43,8%; orpumaHHS iH(opMallii mpo
ToBapu Ta Tociayru — Ha 30.5%; HaacwiaHHS abo OTpU-
MaHHSI TTOBiTOMJICHb €JICKTPOHHOIO TOIITO — Ha 26%
(Tabn. 5).
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Tabauys 4
JInnamika KiJIbKOCTi 3aiiHATHX NpaliBHUKIB, SIKi MAalOTh A0CTYN 10 Mepexi InTepHer
INoka3nuku Poxn
2018 2019 2020 2021
3arag1ma KIbKICTh 32MHATUX TPALIBHUKIB, SKi MAIOTh IOCTYI JI0 Me- | |« 47 1090,0 11120 1133.1
pexi IHtepHer, muc. oci6
y momy uucai y ccepi onToBoi Ta po3apidbHoi TopriBai 309,6 323,0 327,7 332,4
y % 10 3araJibHOi KiJIbKOCTi 3aHSITUX MPalliBHUKIB MiANPUEMCTB 29,1 29,6 29,5 29,3

IDicepeno: CKIIaieHO Ha IMACTaBi iHQOPMALiiTHO-aHAITUYHUX MaTepiatiB, sIKi po3MillieHo y posaim «IHpopmarriiiHe cyc-
MiJIbCTBO» Ha ogiuiitHoMYy caiiTi JlepKaBHOI CJTy>KOM CTaTUCTUKU YKpaiHMU.

Tabauys 5
Hanpsvu BukopuctanHs Mepexi InTepHer Ha mianpuemcTBax y cdepi onToBoi Ta po3npioHoi Toprisii
Poku

Hanpamu BikopucTants 2016 | 2017 | 2018 | 2019 | 2020 | 2021
Hancumanasa abo oTpMMaHHSI HOBITOMJICHB €JIEKTPOH- 9236 9732 10634 10639 | 11126 | 11636
HOIO TTOHITOIO
OtpuMaHHs iHGopMalii Mpo TOBapy Ta MOCIYTU 8419 8943 9846 9910 10434 | 10986
KopuctyBaHHSI MMTTEBUM OOMiHOM ITOBiIOMJICHHSIMU 4507 4926 5578 5680 6105 6563
Ta €JEKTPOHHOIO JIOIIKOIO OroJIolleHb
3milficHeHHs1 OAHKIBCHKMX OMepaliiii 9193 9651 10510 10536 | 11003 | 11490
JocTyn 10 iHmmx GiHAaHCOBUX ITOCITYT 3654 3894 4448 4561 4895 5253

IDicepeno: CKIIaieHO Ha IMACTaBi iHQOPMALiiTHO-aHAITUYHUX MaTepiatiB, sIKi po3MillieHo y posaim «IHpopmarliiiHe cyc-
MiJIbCTBO» Ha ogiuiitHoMYy caiiTi JlepKaBHOI CJTy>KOM CTaTUCTUKU YKpaiHMU.

3a aHasli30BaHUii Tepiof criocTepiragacsl TeHASHLIis
3POCTaHHS KiJIbBKOCTi TOPTOBEJbHMX IMiAIPUEMCTB, Y SIKUX
BeO-caliT 3a0e3IeuyBaB TaKi MOXKJIMBOCTI: HaBYaHHS IIep-
coHainy — Ha 67,7%; BincTexkeHHsT ab0 MepeBipKK CTaTyCy
pO3MillleHNX 3aMOBJIeHb — Ha 59,7%; mocTayaHHS TpPO-

IYKIIii y peskuMi oHIaiiH — Ha 59%; (dopMyBaHHS 3aMOB-
JIEeHb TOBapiB y pexXxuMi oHnaitH — Ha 57,1%; nepconidi-
KOBaHe iH¢opMalliiiHe HamOBHEHHSI BeO-calTy UISI IIO-
cTiftHUX KmieHTiB — Ha 44,9%; 00CIyroByBaHHS KIi€H-
TiB — Ha 41,3% (Tabi. 6).

Tabauys 6
MozkmBoCTi BeO-CaiiTy Ipu BUKOPUCTAHHI Mepexi IHTepHeT HA mimmpueMcTBax
y cepi onToBoi Ta po3npiOHOT TOpriBIi
MoxmBocTi BeO-caiTy Poxu

2016 2017 2018 2019 2020 2021
OGcyroByBaHHsI CIIOKUBAYiB 2046 2224 2508 2532 2705 2891
TTocTauaHHS NPOAYKIIil Y PeXXKMMi OHJIAIH 702 817 942 941 1025 1116
J(Ilz:I;I[I){MyBaHHﬂ 3aMOBJIEHb TOBAPIB i MOCIYT Y PEXUMi OH- | 3 1428 1670 1724 1881 2052
HeupCOHl(blKOBa}-Ee lquo.pMa'L[lI/IHe HaroBHEHHST BeO- 1073 1155 1337 1349 1448 1555
CalTy JUIsl MOCTiIHHUX KJIiEHTIB
BigcTexXeHHsI cTaTycy po3MillleHUX 3aMOBJICHb 1095 1211 1422 1462 1600 1749
HapuaHHs miepcoHary 473 558 636 654 720 793

IDicepeno: CKIIaieHO Ha IMACTaBi iHQOPMALiiTHO-aHAITUYHUX MaTepiatiB, sIKi po3MillleHo y posaim «IHpopmalriiiHe cyc-
MJIbCTBO» Ha oiliiiHOMY caiiTi Jlep:kaBHOI CIyXKOU CTATUCTUKHU YKpaiHU.

Ha mincraBi aHanizy cTaTUCTMYHUX JaHUX BCTAHOB-
JICHO, 110 KUJIBKIiCTb TOPIOBEJIbLHUX ITiAIIPUEMCTB, SIKi BU-
KOPUCTOBYBaJIM COILiaJbHI Memia IjIg1 HaliMaHHSI IIpalliB-
HUKIiB, 30inbimnacs 3a 2016-2021 pp. Ha 115,9%; oTtpu-
MaHHS BiATYKiB CIOXWBayiB a00 HagaHHS BiAIOBimeil Ha
ix 3amMoBiIeHHsT — Ha 91,6%; 3amy4eHHS KIIIEHTIB Y PO3BHU-
TOK abo iHHOBaLiiHy misibHiICTE — Ha 83,1%; npencraB-
JIEHHsI KOMIIaHii abo pekjlaMyBaHHs ii TOBapiB/MOCIyT —
Ha 77,4%; criBmpalli 3 pi3HUMHM TPYIaMH CTEHMKXOJIICPiB
— Ha 65% (maba. 7).

3a JHOCHIKyBaHMM MEpion KiJbKiCTh TOPTrOBEIbLHUX
MiANPUEMCTB, $IKi BUKOPHUCTOBYBAIM TOCIYIM XMapHUX
obuucieHb, 3pocia Ha 84,3%. Lle moB’a3aHO i3 30ibLICH-
HSIM KUJTBKOCTI MAMPUEMCTB, SIKi KYITyBajy IIpOrpaMu ISt
VIIPaBJIiHHSI B3aEMOBITHOCMHAMM 3 KIIIEHTAMU CITOXWBA-
yamu — Ha 99,4%.

3a 2016-2019 pp. KiIbKiCTh TOProBeJIbHUX IIiAIIPH-
€MCTB, 110 3OiMCHIOBAJIM 3aKYIIiBJIi TOBapiB 4epe3 Mepexy
IarepHet, 3pocna Ha 36,4%. KinbKicTh MimNmpueMcTB y
cdepi ONTOBOI Ta PO3APIOHOI TOPIriBIi, 110 OTPUMYBAIU
3aMOBJIEHHS Uyepe3 Mepexy [HTepHeT Ha mpoaa MpoayK-
wii, 36inbumnacsa Ha 10,5% (maba. 8).

KinpkicTh TOproBeJbHMX ITIAIIPUEMCTB, SIKi 3aiiMa-
JIUCST €JISKTPOHHOIO KoMepliieto, 30ibiimnacs y 2021 p.
nopisHsHO 3 2018 p. Ha 2,1%. Ix nuToMa Bara y 3arabHiit
KUTBKOCTI ITAIIPUEMCTB 3a BCiMa BUIAMM €KOHOMIYHOI Ti-
SITTBHOCTI Maiike He 3MiHIOBajacs i craHoBuia y 2021 p.
33,5%. Ilutoma Bara oOCSTiB peajli3oBaHOI MPOMYKIIii i3
3aCTOCYBaHHSIM iHCTPYMEHTIB €JIEKTPOHHOI TOPTiBJIi CKO-
porunacst 3a 2018-2021 pp. Ha 13,2 BiICOTKOBUX MyHKTH
a60 3 51,7 no 38,5% 3araibHOro o0CAry peajizoBaHOI IPo-
IYKIIii 3a BciMa BUOAMM €KOHOMIYHOI TisUTbHOCTI (Talir. 9).
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Tabauys 7
MeTa BUKOPHCTAHHS COLiAJBHUX Mellia HA mianpueMcTBax y cdepi onroBoi Ta po3apioHOi TopriBi
Poxu

Mera BuKopHCTaHHA 2016 | 2017 | 2018 | 2019 | 2020 | 2021
IMpencraBiaeHHs MAMPUEMCTBA ab0 peKIaMyBaHHS MOTO TO- 2323 | 2672 | 3119 | 3307 3692 4122
BapiB/MOCJyT
OTpuMaHHS BiITI'yKiB KJI€EHTIB a00 HagaHHS BiAOBiIe Ha iX 1672 1916 2322 2493 2826 3203
3aIMTaHHS
3ayyeHHSsI KJIi€EHTIB y PO3BUTOK a00 iHHOBAIlil TOBApiB i MO- 1152 1307 1546 1667 1875 2109
CIyT
CriBnpaugs 3 JIJIOBUMU TapTHEPAMU Ta iHUIMMU Tpyrnamu 1719 1924 | 2243 | 2339 2575 2836
CTEIKXOJIIEPiB
HaiitmaHHS npalliBHUKIB 1153 1403 1740 | 1866 | 2155 2489

IDicepeno: CKIIaieHO Ha IMACTaBi iHQOPMAIiiTHO-aHAITUYHUX MaTepiatiB, sIKi po3MillieHo y posaim «IHpopmarriiiHe cyc-
MNiJIbCTBO» Ha ogiuiitHoMYy caiiTi JlepKaBHOI C/Ty>KOM CTaTUCTUKU YKpaiHM.

Tabauys 8
Enextponna topribiisg yepe3 Mepexy IHTepHer
IMoka3zHuku Poku

2016 2017 2018 2019
KinpxicTh mianmpreMCTB, Ki 3MiMCHIOBAIM 3aKYIIBJIi TOBapiB abo ITOCIIyT 1762 2023 2788 2404
yepe3 Mepexy IHTepHeT
KinpKicTh miANpPHUEMCTB, 1110 OTPUMYBAJIM 3aMOBJICHHS yepe3 Mepexy IH- 336 902 914 924
TepHET Ha MPOoJaXK IPOAYKIIil a00 MmoCIyT

IDicepeno: CKIIaieHO Ha IMACTaBi iHQOPMAILIiiTHO-aHAITUYHUX MaTepiatiB, sIKi po3MillieHo y posaim «IHpopmalriiiHe cyc-
MiJIbCTBO» Ha ogiliitHoMYy caiiTi JlepKaBHOI CJTy>KOM CTaTUCTUKU YKpaiHMU.

Tabauys 9
JIunamika o0csry mpoaykiii, SIKy peajizoBaHo 3aC00aMH €JIEKTPOHHOI TOPriBJIi
IMokazHuku Poku
2018 2019 2020 2021
KiJ'H)KJ:cuTb IMIIPUEMCTB 3a BciMa BUIAMU €KOHOMIYHOI HisUTbHOCTI, 2476 2440 2494 2513
SIKi 3[iACHIOBAJIM €JIEKTPOHHY TOPTiBJIIO
y momy uucai y cepi onToBoi Ta po3apiOHOI TOPriBIi 824 830 838 841
YACTKA TOPrOBEJbHUX MiANPUEMCTB, % 33,3 34,0 33,6 33,5
3arabHOYKPaiHChKMil 0OCAT peati3oBaHOI MPOAYKLLi, IO OTPUMAHO 228.0 292.7 364.6 435.9
Bill €JICKTPOHHOI TOPTiBJIi, MAp0 epH
y momy uucai y cepi onToBoi Ta po3npidHoi TOpTiBIi 117,9 91,3 130,6 168,0
MMUTOMA Bara TOProBeJbHUX MiANpUEMCTB, % 51,7 31,2 35,8 38,5

Jicepeno: cKnaaeHo Ha MiACTaBi iHGopMaLiiiHO-aHAIITMYHUX MaTepialliB, sIKi po3MillleHo Yy po3aii «IHdopmaltiiiHe cyc-
MJIBCTBO» Ha oiuiiiHOMY caiTi Jlep:kaBHOI CIyXKOU CTATUCTMKHU YKpaiHU.

Buxonsiun 3 BUILEBMKIIANEHOTO MOXHA 3a3HAYMTH,
1o (hopMyBaHHS i PO3BUTOK CUCTEMU YIIPaBIiHHS B3a€-
MOBIZITHOCMHAMHU 3 KJIiEHTaMU BU3HAHO BAXXJIMBUM Hampsi-
MOM TiABUILEHHS e(PEeKTUBHOCTI MisSIBHOCTI Cy0’€KTIiB
roCIIOgapIoOBaHHS y cdepi OITOBOI Ta poO3apiOHOI TOPTiBIIi
Ta piBHS X KOHKYPEHTOCIIPOMOXKHOCTI.

AHaJi3 cneniaJabHOI JIiTepaTypu CBiMYNUTh, IO HE ic-
HY€ €IVHOI HAYKOBOI TOYKH 30pY II0J0 MOHSTTS KIIIEHTO-
opieHToBaHOCTi. OJIHi BUEHi PO3IJIAIAI0Th 110 HAYKOBY Ka-
TETOPIIO SIK CTpaTeTiio BeAeHHs Oi3HeCy; iHIIli — MapKeTH-
HIOBY IiSIIBHICTD; TPETi — iHCTPYMEHT (3aci0); 4eTBepTi —
pe3yJbTaT 3yCWib; IT’SITi — KJIEHTChKUIA H0cBiA. Jeski q10-
CJIIIHVKA OTOTOXHIOIOTh KJIIEHTOOPIEHTOBAHICTh i3 Pi3-
HUMHU TepMiHamu (puc. 1).

KonuenTyanpHi mMoxoad pi3HMX HAYKOBUX KT OO
¢dopMyIIOBaHHSI TePMiHa «KJIIEHTOOPIEHTOBAHICTh» MOX-
Ha YMOBHO CUCTeMaTM3yBaTHU 3a TaKUMHU Kiacudikalliii-
HUMM Tpynamu: 1) cTparerist uu napaaurma (cyyacHa ci-
Jocodisl ynpaBJliHHS ITAIPUEMCTBOM; CTpaterisa abo ma-
pagirMa BeldeHHs OGi3Hecy; Tapagurma yIrpaBliHHS; KOH-
LIETLisT YNPaBJIiHHA MiATPUEMCTBOM; XapaKTepUCTUKA
Oi3Hecy; CTpaTeriyHMi HampsiM OisSUIbHOCTI MiATPUEM-
CTBa); 2) MapKeTWHIOBa KOHIEMIIiS (IpiOpuUTET MapKe-

TMHTOBOI CTpaTerii IMiAMPUEMCTBA; KOHICITIIisI MAPKETUHTY
B3a€EMOBITHOCHH; MapKeTUHIOBA [isIbHICTB); 3) iHCTPY-
MEHT (Habip iHCTPYMEHTIB SIKiCHOrO 0OCIYrOBYBaHHS; iH-
CTPYMEHT YIpaBliHHSI B3aEMOBITHOCMHAMM 3 KJIiEHTAMM);
4) mgxig OO YIpaBIiHHS B3a€EMOBITHOCMHAMU 3 KIIEH-
TamMu (OLiHKA JIOSUIBHOCTI KJII€EHTA;, KIIEHTCHKUI ITOCBIM;
CTYNiHb BIiIITIOBIZHOCTI OpraHi3aiii O4iKyBaHHSIM CIIOXH-
BayiB; pe3yJbTaT 3yCUJb).

Crnig 3ayBaXWTH, 1110 B OCTaHHi POKM Y HayKOBMit
00iT BBEIEHO ITOHSITTS «KIIIEHTCHKUI OOCBim». OoHaK, He-
3BaXKalouu Ha Te, 1[0 Ieil TepMiH CTa€ AOCTATHHO ITOIY-
JISIPHUAM 1 pO3MOBCIOKEHUM, HEMA€E MOr0 3araJbHOIMPUii-
HSTOrO BU3HAueHHs. [laHa HaykoBa KaTeropisi po3rijsia-
€TBCSI SIK MAPTHEPCTBO MiX KIIIEHTOM i KOMIIAHI€IO; Bim-
MOBIAHICTh OOCIIyTOBYBaHHSI KOMITIaHil OYiKyBaHHSIM KJTi-
€HTIB; CIIPUUHSTTS KJIIEHTAMHU iX B3aEMO/Iii 3 KOMIAHI€IO;
Oi3Hec-IMCUUIUTIHA, SIKY MOB'SI3aHO 3 IMPOEKTYBAHHSIM it
VIPaBJIiHHSAM IMMU B3aEMOJISIMU; LIHHICTh, SIKa HAKOMU-
YYETBHCS, KOJMU (POPMYIOThCS MApTHEPCHKi B3aEMOBIITHO-
CHHM 3 KJIiEHTaMU Yepe3 CIIIKyBaHHS, JOBipY, JIOSUIbHICTD
1 peKOMeHallil; 3araJIbHUIA JOCBiJl B3a€EMOJil MixK KOMIIa-
Hi€I0 Ta KJIIEHTOM; ITOEAHAHHS CBiIOMUX i HECBiTOMUX ac-
IIEKTIiB BiIBiIyBaHHS, yroAu a00 MPOMYKIIii.
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Puc. 1. Iouamitino-kameeopianbHull anapam euU3HAYeHHs KAIEHMOOPIEHMOBAHOCMI

JDicepeno: TIOOyIOBaHO aBTOPAMHM.

Ha nymky H. CutHuk [49], TeopeTUYHUM MiATrpyH-
TSIM KOHUEMIIil yIpaBliHHS KJIIEHTCHKMM JOCBIiIOM €: Ma-
PKETHUHT BiIHOCUH, MOJElIb MapKeTUHr-Mmikcy 4P + P,
KOHIIEIisl KieHToopieHToBaHOoCTi. [Ipu oMy mociin-
HULISI CTBEPIXKYE, 1110 YNPABIiHHS KIIEHTCHKUM TOCBiZOM
K OKPEeMUI HampsM MOCHiIXEHHS € MONaJIbIIMM pPO3-
BUTKOM KOHIIEMIIil KJTIEHTOOPi€HTOBAHOCTI.

3ne6inblioro HaykoBlli [49-55] BU3HAYAIOTh TTOHSITTS
«YTIPaBJIiHHS KJIIEHTCHKUM JIOCBiTIOM» SIK Cy4yacHy Oi3Hec-
cTpaTerilo, sIKy 3aCHOBaHO Ha YIpaBJliHHI 3arajibHUM Bpa-
JKEHHSIM CITOXMBaya Mpo KOMIIaHilo; LiJeCIpsIMOBaHUM i
Oe3nepepBHUI Mpoliec peatizallii KOMIUIEKCY 3aXOIiB 3
MOKpAaIleHHs KJIIEHTCHKOTO JTOCBiAy; KOMILJIEKCHY Mislib-
HICTIO, CIPSIMOBAaHy Ha BAOCKOHAJIEHHS JOCBiAYy B3a€MOil
3 KJIIEHTaMU, TMiABUILEHHS PiBHS iX 3aJ0BOJIEHOCTI Ta IO-
OyIIOBY TOBrOCTPOKOBMX BiTHOCHH TOLIO.

Ha mincraBi y3arajlbHEHHSI TEOPETUYHUX TMOJOXEHb
IIOJ0 JAaHOI IMPOOJIEMATHKY i pe3yIbTaTiB IIOMEePEeIHIX J0-
CHliIKeHb [56-60] TOHATTS «KJEHTCHKUIA HOCBif» 3arpo-
TMOHOBAHO PO3MJISIIATH SIK A0CBiA (GopMyBaHHsI edeKTUB-
HOi CHCTeMM MapTHEPChKUX B3a€EMOBIIHOCUH MiX TOPro-
BEJIbHUM ITiATIPUEMCTBOM i Pi3HUMU KaTeropisiMU CIOXKM-
BauyaMu y pe3yJbTaTi MiABUILEHHS PiBHS IOBipH, JIOSUIb-
HOCTi, 00CJIyrOByBaHHSI Ta SIKOCTi JIOTiCTUYHOIO CEpBicCy.

VYrpaBiiHHS KIIEHTCHKUM AOCBiIOM (puc. 2) Mporio-
HYETbCS TPAKTYBaTU 3 TPbOX MO3UlliA: 1) TpiopuTeTHUI
HarpsiM KOMEPILIiAHOI isJIbHOCTI TOPTOBEJIbHUX MiaIpu-
€MCTB; 2) BaXJIMBa CKJIAAOBa JIOTICTUYHOL [isLIBHOCTI;
3) OesnepepBHUIl iTepaTUBHUI MpolieC, SIKUil 3AiliCHIO-
€ThCS Uepe3 peaiizallito yHKIIiil ynpaBiaiHHS (IIPOrHO3Y-
BaHHS, TIJIAHYBaHHS, OpraHisaiito, 00Jik, KOHTPOJIb, aHa-
JIi3 1 peryaloBaHHsI) KOMEPUiiHOW, MapKETUHTOBOIO [lisi-
JIBHOCTi Y €AMHOMY KOMILJIEKCi, JJOTICTUYHOTO OOCIyroBYy-
BaHHs I cepBicy MOKYMILIB.

3 MEeTO0 BIOCKOHAJIEHHSI CUCTEMU YIpaBJIiHHS B3a-
€MOBIZIHOCMHAMU 3 KJIIEHTaAMU TOPTOBEJbHOTO IMiANPUEM-
CTBa Ta MOJIMIIEHHSI KJIIEHTCHKOIO JOCBiIy HEOOXigHO

MPUIIIATA OCOOJIMBY YBary MUTAHHSIM CTPATEriyHOrO YIi-
paBiiHHS (puc. 3).

BucHoBkn. Y pesynbrari MpoBeNeHUX MOCTiIKEeHb
BCTAHOBJIEHO, 1[0 OJHUM i3 Mi€BMX iHCTPYMEHTIB ympaB-
JIIHHS KJIEHTChKMM JocBifoM BuzHaHo CRM-cucremy
(Customer Relationship Management) $IK TeXHOJOTilO,
cTpaTerito abo miaxin no BeneHHs OizHecy. JlocmimkeHHs
McKinsey&Company moka3ytoTh, 110 TUTOMAa Bara KOM-
naHiii 'y kpaiHax €C, ski BukopuctoBytotb CRM-
CHCTEMU, CTAHOBUTL 33%.

Mo xmovyoBux (GyHKIIM naHO1 cuctemMu y cdepi or-
TOBOI Ta PO3APiOHOI TOPriBJAi MOXHA BiJHECTU: TIJIAHY-
BaHHSI i KOHTPOJIb MPOAAXIiB; yHpaBiiHHS iH(popMalieo
NMpo KIi€HTIB, MpoAaxaMu, MPOAYKTOBUM MOPTheaeM,
Oi3Hec-TipolecamMu, poOOUYUM YacoM; aBTOMAaTH3allisi Map-
KETUHTY, JTOKYMEHTOOOITy; ONTHUMi3allisi MapKEeTUHTOBUX
KOMYHiKalIiit.

Cepen ronoBHux mnepesar CRM-cucremu ciig BKa-
3aTM MaKCHUMaJIbHY MPOCTOTY i 3pYYHICTh AJI1 KOPUCTYBa-
4iB; e(eKTUBHY OpraHi3aililo KOHTAKTiB; BiICTEXEHHS
OXOIUICHHSI ayauTOpii i 3aMOBJIEHb; CETMEHTAIiI0 KIIi€H-
TiB; HU3bKY BapTiCTb MPOrpaMHOro 3abe3MeyeHHs]; MOX-
JIMBICTh KacTomizawii (mpoliec apanTaliii Ta HajalTy-
BaHHs TIPOAYKTY ITiJ OKpeMy ayauTopito, 00'€emHaHy TeB-
HUMM OCOOJIMBOCTSIMM); iHTErpallito 3 IiHIIMMM iHCTpY-
MEHTaMU LIMGPOBOro MapKEeTUHTY; KIIEHTCHKY MiATPUMKY
tomo. OcHoBHa MeTa BripoBamkeHHs1 CRM-crparerii mo-
JISITA€ Y CTBOPEHHST 30yTOBOI MEPEXi, MAPKETUHTOBOTO Ka-
HaJy, TMMPOBUX KAHAIB i JIOTICTUYHOI CUCTEMH i3 3alIy-
YEHHSIM HOBMX i PO3BUTKY iCHYIOUMX KJTIEHTIB.

Bapto 3azHauuTH, 1O 10 CYYacHUX TEeHAEHLIN
TpaHchopMallii CUCTEMHU YIIPaBIIiHHS KJIIEHTCHKUM JTOCBi-
JIOM SIK BaXJIMBOI CKJIAIOBOI JIOTICTUYHOTO MEHEIKMEHTY
TOPTrOBEJbHUX TIANPUEMCTB MOXHA BiTHECTU:

1) mepcoHaizalio MPOAYKTIB i CHiJIKyBaHHS 3a JI0-
MOMOrolo iHGopMaLiitHUX TEXHOJIOTI;

2) amanTUBHUWIA MiIxin 10 B3a€EMOII 3i CIIOXMBaYaMu;
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1 . Bzaemonis JlorictnuHuit JlorictuuHe
OATBHICTD 3 KJIIEHTOM cepBic 00CIyrOBYBaHHS
CKJ1a10Bi KIIIEHTCHKOTO JOCBIiLY ]
-

KirienTepkuii 1ocBinm — mocBin ¢opMyBaHHS €(eKTUBHOI CUCTEMM ITapTHEPCHKMX
B3aEMOBITHOCHH MiX Cy0’€KTOM TOCIIOJAapIOBaHHS
y cdepi onToBOI Ta po3APiOHOIL TOPTIBII i KIi€eHTaMU

N\
I T N
VipaBaiHHS KIEHTCHKUM JOCBIIOM — Oe3IMepepBHUM iHTErPOBAaHUI Mpoliec, 110
3MIACHIOETHCS Yepe3 peaidalliio PyHKIIiN yIIpaBIiHHSI KOMEPLiiiHOIO, MapKETUHIO-
BOIO Ta JIOTICTUYHOIO NisUTbHICTIO TOPTOBEJIbHUX MiAMPUEMCTB i3 3aCTOCYBaHHSIM
Cy4acHMX METOMiB, IM(MPOBUX TEXHOJIOTiH Ta iH(GOPMALITHIX CHUCTEM

==

VrpasiainHg — mnpolec, SK1ii BpaxoBY€E Micito, 1IiJTi, 3aBIaHHs, CTpaTerilo, MeXaHi3MU
3a0e3IMeYeHHS OisUIbHOCTI TOPTOBEJILHOTO MiAIIPUEMCTBA
3 ypaxyBaHHSM €K30T€HHUX Ta €HAOTEHHWX YMHHUWKIB BIUIMBY

~

Puc. 2. Ckaadosi nonamms «ynpaeninHs KAIEHMCbKUM 00C8idom»

Jlncepeno: amanToBaHO Ta MOOYIOBAaHO aBTOpaMH Ha OCHOBI [49; 56; 61-64].

3) nobynoBy O6i3Hec-cTpaTerii OpeHIiB, peKJIaMHOI Ta
MapKeTMHTOBUX CTpaTeTiii 3 BUKOPUCTAHHSIM LIMGPOBUX
iHCTPYMEHTIB;

4) 3acTOCYBaHHSI KOMIUIEKCHOIO IiIXOMy OO yIIpaB-
JIIHHSI KOMEPLIMHOIO TiSTbHICTIO;

5) CTBOpEHHSI TIPUHIIMIIOBO HOBOI MapKETWHIOBOL
cTpyKTypu (11osiBa (haxiBIIiB 3i CIIOXMBUYMX IepeBar i 00-
poo1i faHuX);

6) TIpuIGaHHST HABMYOK 300py BEJIMKUX 0a3 TaHUX Ta
IXHBOIO BUKOPUCTAHHS;

7) 3abe3neueHHsI MyJIbTUKAHAIBHOCTI Y MapKETUHIO-
BUX KOMYHIKaIIisIX;

8) BopoBamkeHHs 4aT-0OTIB SIK OOHOTO 3 €(heKTUB-
HUX Ccroco0iB 3a0€3MeYeHHsI MOMEHTAJIBHOI KIIIEHTCHKOL
HiATPUMKW;

9) po3pobeHHs1 Oi3Hec-Mojesieil opraHi3allii eJexT-
POHHOI po3apiOHOI TOPTIBIIi.

IlepcnekTUBH MONAJBIIKX HOCTIIKEHb TOJSATAlOTh B
y3araJlbHeHHi TEOPEeTUYHUX ITiAXOMiB OO0 BM3HAYCHHS CYTi
1 3MiCTy MOHSATTS «CTpaTEeriyHe YMpPaBIiHHS KIIEHTCHKUM
JIOCBIZIOM»; OOTPYHTYBaHHi W pO3pOOJIEHHI CTparterii ym-
PAaBJIiHHS KIIEHTCHKUAM JOCBIiIOM TOPTOBEJIHLHOTO ITidIIPU-
€MCTBAa 3 ypaxyBaHHSIM crnelu@iky HOro misZIbHOCTI Ta
ocobnmBocTeil 1MppoBoi TpaHchopMallii Gi3Hec-Tpolie-
CiB.
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7

Toa06na mema — CTBOpEHHST YMOB CTaOUIBHOTO 1 €(heKTUBHOTO PO3BUTKY CEpH ONTOBOI Ta PO3APIOHOI TOPTiBITi
3a paxyHOK CBOEYACHOTO BUSIBJICHHS Ta pearyBaHHSI HAa BUKJIUKU, PU3UKKA
Ta 3arpo3W eKOHOMIUHIl 6e3Mmelli Cy0’€KTIiB roCoIaploBaHHS

Pieni 63aemodii 3 kaichmamu

Jlanuroe hopmysanns kaicumcokozeo docgidy

B3aemonis 3 TOProBesibHOIO KOMITAHIEID

1
1
1
PiBeHb KoMyHiKali#l (HAUHIKYMI PiBEHb B3aEMOIii) |1
1
1
1

PiBeHb uyitHOCTI

BpaxkeHHs1/T104yTTsI/eMOILi1

PiBeHb IPUXMIIBHOCTI

PiBeHb TPOAKTUBHOCTI

CrioxkBYa TIOBEIiHKA 1 BiAIOBIZANbHICTb, JIOSUIb-

PiBeHsb eBoutonii BimTHOCUH (HalBUIIMIA PiBEeHb B3a€-

Joxin Bim peanizaliii NpoayKIii

Emanu cmpameeiunozo ynpaeainus
KaieHmcobKum 0oceidom

1) bauenHs: KoMmaHii, BU3HAYEHHS Micii, cTpareriu-
HUX MPIOPUTETIB i Lineit

2) CTpyKTypyBaHHS TOYOK KOHTAKTy 3 KJII€EHTAMM

3) OuiHroBaHHS MOTPeO Y BHOCKOHATIEHHI KITIEHTCh-
KOTO A0CBiny (30ip Ta aHai3 iHbopMarlii)

4) Po3po0neHHST METOMOJIOTIYHOTO 3a0e3NeyeHHs
3aUIsl OLIIHIOBAHHSI PiBHS OOCIIYyTOBYBaHHSI KJTi€EHTIB
Ta SIKOCTI JIOTICTUYHOTO CepBicy

BUTKY cepH OITOBOI Ta pO3ApiOHOI TOPTriBIIi

6) Po3poGiienHs 1miany i

7) BuzHauyeHHs1 pecypciB i O10mIKeTy

8) BusnaueHHs poJieii i po3momis cdep BialoBigaIb-

9) CtBOpeHHs iHHOBAlliiTHOrO OpeHI-A0CBiLy

10) MoHiTOpUHT, KOHTPOJIb Ta OLIIHIOBAaHHS eheK-
TUBHOCTI 1 pe3ynbratuBHOCTI 3a KPI

1
1

1

1

1

1

1

= -
|| CraBneHHs 10 OpeHIy Ta TOProBOi MapKu :

1

1

1

1

1

1

Tlokaznuku KnieHmcoKk020 00ceioy

Innekc cnoxuBaibKoi sostibHocTi (Net Promoter
Score. NPS)

3agoBonenicte kiieHta (Customer Satisfaction,

Score, CES)

Iloxa3nuxu kaicnmcokozo cepgicy

Yuctuit xoediuient yrpumanHs (Net Retention

Mos. NTDHDN

I
1
1
1
1
1
1
1
1
1
: Innexc cnoxuBanbkux 3ycuwib (Customer Effort
1
1
1
1
1
1
1
1
1

Rate, GRR)

Koedimient yrpumanus kimientiB (Customer Reten-
tion Rate, CRR) npotsiroM 1eBHOTO Iiepiomy

Cepenniit yac BragHaHHs1 (Mean Time To Resolve,

Bnagnanus 3a nepimm 3BepHeHHsM (First Call Res-
olution, FCR)

LlinHicTe XxuTTEBOTO LMKIY crioxuBaya (Customer
Lifetime Value, CLV)

1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
: 5) MopnemoBaHHSI Ta pO3pOOJICHHS CILIEHapiiB po3-
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1

I
I
I
I
I
I
I
I
I
I
I
I
I
I
I
I
I
I
I

Koedimient BanoBoro yrpumanHsa (Gross Retention :
I
I
I
I
I
I
I
I
I
I
I
I
I
I
I
I
I
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