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CRM-CUCTEMA: ETAIIN PO3BUTKY TA KNACU®PIKALIA BUIIB

Y cmammi suznaueno HeobXioHicmb npoedeHHs asmomamusayii OCHOBHUX NPoyecié Ha NIONPUEMCINGE 3 BUKOPUCTAHHAM
CRM-cucmemu, wo 30amuna 3abe3neuysamu be3nepepsHy cmaHoapmu3ayiio ynpasiinusa 6i0HOCUH i3 KiieHmamu. Aemopom 6u-
ceimieno ochosti emanu pozeumxy CRM-cucmem Ha ceimosomy puHky. Busisneno ocobnueocmi possumky CRM-cucmem 6 ic-
MOPUYHOMY NPOCMOPI BIONOBIOHO 00 00CA2I6 PUHKY, 5KI 60HU 00CIy208yI0mb. 3 sicoeano nepesacu ma Hedoniku CRM-cucmemu
y npoyeci peanizayii it RIONPUEMCmMeom, wo 0alo 3MO2y 3anponoHyeamu 81ackull no2nsid na konyenyito CRM-cucmem 6iono-
8I0HO 00 npeod ‘saeneHux eumoe. Jocriodceno Hatlbinbw 3ampedysari éuou CRM-cucmem ma npeocmagieno ix kiacugikayiio
3 YpaxyeamHam cyuacro2o incmpymenmapito. Haoano pexomenoayii wjooo nowupenns CRM-cucmem y disnbnocmi nionpuem-
cmea ma okpecieno npiopumemu NOOAILUO20 POIGUINKY YUX cucmem 6 Ykpainui.

Kniwouoei cnoga: CRM-cucmema, po3sumox, kiacugixayis, incmpymenmapiii, niOnpuemcmeo.

CRM-SYSTEM: STAGES OF DEVELOPMENT
AND CLASSIFICATION OF SPECIES

The article identifies the need to automate the main processes at the enterprise using a CRM system capable of providing
continuous standardization of customer relationship management. The author considers the main stages of the development of
CRM systems in the world market. Revealing the peculiarities of the development of various types of CRM systems in the histori-
cal space in accordance with the market volumes from the end of the 20th century to 1919 of the 21st century, which they serve.
The advantages and disadvantages of the CRM-system in the process of its implementation by the enterprise were clarified, it
allowed us to offer our own view of the concept of CRM-systems in accordance with the requirements of transparency, plan-
ning and shaving. It has been established that the CRM system makes it possible to ensure effective interaction with customers
and suppliers; intermediaries; structural divisions of the enterprise. These capabilities are able to provide automation of the
main and auxiliary business processes, which are accompanied by the preparation of reports, the extract of documents and the
like. The types of CRM systems that are most in demand are investigated and their classification is presented. according to the
assigned (sales management, marketing management, customer service management) according to the level of information pro-
cessing (operational, analytical and collaborative) according to the type of access points according to the distribution method.
The toolkit is described that allow you to create a data warehouse with the composition of goods or services produced, their
assortment, a list of buyers and suppliers. CRM system tools include: advertising in the media, the Internet, mobile devices,
CRM systems, call centers, direct contact in the office and directly through the product. The interface allows you to work with
heterogeneous data and simultaneously plan, manage and control all business processes. Recommendations for the distribution
of CRM systems in the activities of the enterprise are given and the priorities for the further development of these systems in
Ukraine are outlined.

Keywords: CRM-system, development, classification, tools, enterprise.
JEL classification: O33

IMocranoBka npo6aemu. B ymoBax mroGasizamiiHux
3MiH MHiIIMPUEMCTBAM HEOOXiTHO MOCTIHHO ITiJBUIIYBATH
e(eKTHBHICTH BUPOOHHUIITBA, MAKCHMAIBFHO IIBH/IKO a1aTl-
TyBaTH BHPOOHUIITBO, 3HMKYBaTW BTPATH, MOMIIIIYBaTH
SIKICTh OOCIIYyrOBYBaHHSI KIIIEHTIB, ()OPMYBaTH MO3UTHBHI
CTpaTeriuHi MPOTHO3U Ha MaiOyTHE. J[JIst 1IbOr0 KepiBHUK
ATPUEMCTBA ITOBUHEH BOJIOAITH JOCTOBIPHOIO iH(pOpMa-
LI€I0 [UTS TPOBEICHHS IMOBHOTO aHANI3y MisNTBHOCTI ITif-
MIPUEMCTBA B PEXKUMI peaibHOTO dacy. Lle MoxInBo, K10
BHUKOHYIOTBCS 3aBIAaHHS MOIIMPEHO! aBTOMAaTH3allii OCHO-
BHUX Oi3HEC-TIPOLIECIB Ha OyAb-SIKOMY IAPUEMCTBI.

B ocHOBI mpoBeneHHs MpoIeCy aBTOMarH3allii JIeKUTh
00poOka iH(popMamii Ha mignpueMcTBi. [ monermeHHs
00poOKH iH(OPMATTii CTBOPIOFOTHCS TH(POPMAITiHHI CHCTEMH,
SIKi TIOJIETTITYIOTB SIK TIPOLICCH B3a€MOIIT T IIPHEMCTBA 3 KJTi-
€HTaMH, TaK 1 BcepemuHi camoro migmpueMcTBa. OnmHaK y
CHJIy 3a3HAYCHUX OOCTABUH HAMOLIBII BRXKIMBUM YIS i
TIPUEMCTBA CTA€E 33/I0BOJILHUTH MOTPEOU MOKYIIIS 1 3pOOHTH
TaK, m100 BiH MOJUIMBCS MO3UTHBHIMH BiTYKaMHU TIPO HOTO
JUSUTBHICTB, TOBap ab0 TOCIYTY 3 SIKOMOTa OUIBIIOK Kilb-

72

KICTIO MOTCHIIIHHUX 1 pealbHUX MOKYMIIB. Cepel J0CTaTHBOT
KUTBKOCTI 1H(OPMALIITHUX CHUCTEM, SIKi BIIPOBAIKYIOTHCS
B JSUTGHICTH IMIAMIPHEMCTBA 3 METOIO HAJIATO/DKEHHS e(ex-
THBHMX B3aeMOBigHOCHH 13 kiieHtamu, € CRM-cucrema
(Customer Relationship Management), 3a 10IOMOIOIO SIKOT
MOJKJIMBO Habarato e(eKTHBHIIE BCTAHOBIIIOBATH Ta PO3-
BUBATH BITHOIICHHS 3 KII€HTAMH, MIATPUMYBATH 1 IMOMIM-
IIyBaTH KOHKYPECHTHI TO3WIIil, OMepamiiHy e¢(eKTHBHICTH
YIPaBIIHCHKUX 1 BHPOOHWYMX TIPOIIECIB KOMITaHil.

B Vkpaini BmpoBamkenHs CRM-cucteM MTpOXOAHTH
MOBIJIBbHIIIE, HI)K Y BCbOMY CBiTi, TOMY JIOCSTHEHHsI CBi-
TOBUX CTaHJAPTIB MPEJCTaBHUKAMHU YKPaiHCHKOTO PUHKY
CRM-TexHOJIOTI# BUMarae rnojajibIioro BUBYEHHS acIeK-
TIB YIPOBA/DKEHHSI CHCTEM YIPABIIHHS BiHOCHHAMH 3
kiieaTaMu. Came IIIM 3yMOBIIIOETECS aKTya bHICTh JOCTi-
JUKEHB Y TiH cdepi.

AHaJi3 ocTaHHIX JociailkeHb i myOmaikamiii. Po3po-
Onennst muranp crany punky IKT, nmpobmem, siki BUHHKa-
I0Th Yac BiJ| 4yacy MiX Cy0’€KTaMH PHHKY, Ta IEPCIIEKTHB
MOJAJTBIIIOT0 HOTO PO3BUTKY BUCBITIIEHO Y MPAISIX 0ararbox
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PasoMm i3 TM, He3Ba)KarOYM HA YUCIEHHI JOCIHKEHHS
3 muTa#b po3BUTKYy CRM-cucTeM y CBiTi, BUSABICHO POO-
JIEMHU PO3BUTKY LILOTO PUHKY B YKpaiHi Ta JIOBEACHO HE00-
XITHICTh YIIPOBAJPKEHHS 1€l iHpOpMamiiHOT cucTeMU
B OCHOBHI Oi3HEC-IIPOIECH YKPaiHCHKHX MiIINPUEMCTB.
Tomy mei HampsM AOCIHIIKEHHS MOTPEeOy€e MOAAIBLIOTO
BHBUCHHS Ta CHCTEMAaTH3aIlii.

Meta cTaTTi monsArae y CHCTEMaTH3allil eTamiB po3-
BuTKy CRM-cucrem Ha CBITOBOMY PHHKY B ICTOPHYHOMY
IIPOCTOPI BIAMOBITHO 10 00cATIB, pOpMyBaHHI KOHIICIITY-
aIbHUX OCHOB (yHKuioHyBaHHs CRM-cucreM, mo aajio
MiICTaBu mpencTaButu Kiacudikamiro CRM-cucrem 3
ypaxyBaHHSM CYy4acHOTO IHCTPYMEHTapito, Ta OKPECICHHI
MIPIOPUTETIB {i MOJANBIIIOTO PO3BUTKY B YKpaiHi.

Buknang ocHoBHoro marepiany. Cucrema CRM B ii
Cy4acHOMY BUIJISII Tovasyia po3BuBatucs y 1986 p., konm
BIIEpIIIE 3'SBUBCSI POTPAMHUM MPOAYKT JUIsl YIPaBIiHHS
KOHTAaKTaMH.

Y 90-T1i pokn ympaBiiHHSI KOHTaKTaMH CTa€ YaCTHHOIO
MIPOLIECY YHpaBIiHHA MPOAAXKAMH, 1 HA PUHOK BUXOISTH
Saratoga Systems i Brock Systems. Lli mporpamHi npogykTH
JIaBaJid 3MOTY, KPIM BEJCHHs 0a3u JaHUX KOHTAKTIB, BiJ-
CTeXyBaTH onepanii i ix epexruBHicTb. Y 1995 p. Bnepiue
mpo3BydYaB TepMiH customer relationship management
(CRM) — «ympaBimiHHS B3a€MOBITHOCHHAMH 31 CIIO)KHBA-
gem». Y 1999 p. Siebel Bumyckae Siebel Sales Handheld,
onuH i3 nepuux MoouTbHIX CRM-gonarkis. Y momanbiii
POKH aHaJOTIYHUH (PyHKIIIOHAJ TTOYMHAIOTH MTPOIOHYBATH
Oracle, SAP i PeopleSoft. Salesforce BuxoanTs Ha puHOK
sIK nieprmii Bennop Softwareas-a-Service (SaaS) CRM.

Y 2002 p. Ha PUHOK BHUXOMUTH KommaHis Microsoft
i3 cucremoro Dynamics CRM, sika TicHO iHTerpoBaHa 3
Microsoft Outlook, 110 gao il 3MOry BiJBOIOBaTH BEIHU-
KU CEerMEHT KJIIEHTIB, OCKITBKHM e IMOIITOBHI KIIEHT
Ha TOW MOMEHT OyB HaMIONIMPEHIINM, a OoTo iHTerpais
Jlajia 3MOTY CTBOPIOBATH 0a3y MaHWX KIIIEHTIB JICTIIHM i
IIBUAKAM criocobom. Y 2004 p. HalOITeImMAM y CBITI po3-
pobrnkomM CRM-cuctem Oyna xommasist SAP, ska 3aBoro-
Basia 30% puHky. 3aranpHuii o0csir punky B 2004 p. cra-
HOBUB 8 MJIPJT AOI.

VY 2006 p. nonut Ha CRM craB dopmyBarucs B Takiid
ramysi, sk MeIuIHa, a 38% ONMUTaHNX KOMIaHIi PO3Tis-
nmamu mokynky CRM y mepcrnekTrBi abo Bke 3aiimManucs
11 BupoBamkeHHsaM. Y 2007 p. mizupysana kommasis SAP,
sika 3aiimana 25,4% puHky, 3a Heto — Oracle (16,3%). Haii-
OIIBIIMI TEMIT TPUPOCTY BUPYYKH ITOKA3ajiM KOMITaHIl
Sales Force.com i Microsoft: 000poT IUX KOMITaHii Bif
nponaxxy CRM-pimens 30inpmmBcs Ha 49,8% 1 88,6%
BimnosigHO. Purok CRM y 2007 p. OyB cepiio3HO CKOH-
LIEHTPOBAHUH y KpaiHaX «3axigHOI €KOHOMIKI», TOMi K
Ha PUHKH, 10 PO3BUBAIOTHCS, MpHUIANAio TUIbKU 15%
3araJibHOr0 00csATy pUHKY. bimsbko 53% o0csry mpura-
nano Ha IliBHiuHy AMepuky i 32% — Ha 3axinHy €Bporry.

¥ 2009 p. camoobciryroByBaHHs B IHTEpHETI cTa€ Kio-
YOBHM TIpiopuUTEeTOM s BeHa0piB SaaS. Y 2010 p. puHOK

CRM Bupic 5o 16,5 mupa goi. Ta Noka3zaB MakcHMallbHE
3pOoCTaHHs B Takux kpainax, sk CIIIA, Himeuunna i @pan-
isi. BogqHouac cerMeHT MapKeTHHIOBHX HpOTrpam Ipoje-
MOHCTpPYBaB BHCOKi TeMni B ABcTpadii, bpasmmii, Kananmi,
Kwurai, Iaaii Ta Pocii.

Y 2011 p. Onu3bKO IOJOBHHU PUHKY MpPHUIANAE HA
CIIIA, 40% — nHa €Bpomny i 10% — Ha A3ziro. OCHOBHUMH
kopuctyBadamu CRM 3anmumarorecst OaHKH, CTpPaxoBi
KOMIIaHiil, yCTAaHOBH OXOPOHHM 3/10POB's, T'ally3b BHCOKHX
TEXHOJIOTIH, po3apiOHi ¢ipmu, aBTommmepu. Ha cBiTo-
BoMy puHKY cucremu CRM BukopucTtoByroTs 95% Benu-
KUX Kopropamiid i3 moxomom mouan 1 mupa mor. [21].
VY 2012 p. KOHKYPEHIIis TITBKHU MOCUIHIIACS, TPOHUKHCHHS
CRM crazo e 0iipnr mMOOKUM Y OUIBIIOCTI PErioHiB,
0COOIMBO cepell KOMITaHil cepeTHbOro Oi3HECy 1 BETMKUX
MIPOMHUCIOBUX MiAMPHEMCTB. 3a TaHUMH KommaHii Gartner,
csitoBuit puHOK CRM y 2011 p. ctanoBuB 12,6 Mapx 10:7.
CIIA, mpuyomy nociyru 3 ynpoBamkeHHs CRM okpemo
ananituky ouinwiay B 50 murpz goin. CIHIA, npupicT 1o Bia-
HoteHHto 710 2010 p. cranoBus 13,5%.

V mepion 20132014 pp. moganacst TCHICHIIIS 10 3MiHH
noruty Ha CRM-cuctemn B 6ik MOOiIThHIX mofatkiB. Haii-
Oinpmr 3aTpeOyBaHUMH CETMEHTAMH DPHUHKY YIIPaBIiHHA
B3a€MOBIJIHOCUHAMM 3 KJIIECHTAMU CTAXOTh MOOLIBHI 1 COLLI-
anpai CRM, BeOanamiTHka 1 e-commerce. 3riiHo 3 OIiH-
koto Gartner, 3a 2014 p. 3arajbHOCBITOBI BUTpaTH Ha MPO-
rpamHe 3abe3neueHHs CRM cranosmmm 23,2 Mupn 1o
[21]. I3 2016 p. migepoM Ha JaHOMY PUHKY 3aJTHINAETHCS
Salesforce, CRM-Bupyuka saxoi B 2015 p. mepesummia
5 mupn pon. CIHIA, a yactka koMIaHil CTAHOBHIIA Maike
20%. Salesforce.com yTpumye mepime Miclie B CETMCHTI
CSS (Customer Service and Support — miaTpuMKa KIi€H-
TiB) 1 3aliMa€ TPETIO TO3HIIIIO 3 MPOIAKy MAPKETHHTOBHX
pimens. O6csr yeporo puaky CRM s ympaBiiHHSA B3a-
€MOBigHOCHHAMH 3 KiieHTamu B 2015 p. Bupic Ha 12,3%,
mocsirHyBik 26,3 wipn gon. CIIA. Ipomy mimiiomy
Oarato B 4OMy CHpHsUIM XMapHi cepBicH, a came SaaS
(nporpamHe 3a0e3reueHHs sk rnociyra) [22].

3a JOCHKEHHSIMH CBITOBOTO PHHKY CHCTEM YIIpaB-
TmiHHS B3aeMoBigHOcMHamu 3 kiieHTamu (CRM) vy
2018 p. BUABIEHO, IO 0OCAT TaTy31 BOPUTYI HAOIH3UBCA
qo nozHauku B 50 muipn non. CIHA. Binznagaerscsi, mo
B 2018-My mpubnuzno 72,9% mnobansHoro punky CRM
JioBeJtocs Ha Tiatopmu SaaS (mporpaMHe 3a0e3redeHHs
SK 1mociyra). Hail0impmMu TpaBIsIME PHHKY BH3HAYCHO
xommanii Salesforce, SAP, Oracle, Adobe i Microsoft.
TakuM YWHOM, I'SITh TMPOBITHUX MOCTAYAIBHUKIB KOHTP-
onroroTh noHaa 40% CBITOBOIO PUHKY CHCTEM YIpaBIIiHHS
B32€EMOBIIHOCUHAMM 3 KiIieHTaMu [22].

CeitoBwuii purok CRM-cuctem 3a miacymkamu 2019 p.
3pic Ha 15,9% 1 nocsar no3nauku B 56,6 mupx moi. CIIIA.
Taki mani HaBoguTh Gartner y CBOeMy 3BiTi, OIyOJTiKoBa-
HoMy B TpaBHi 2020 p. Haitgactime CRM-cuctemu 3acto-
COBYIOTBbCSI y CIYX0ax MiATPUMKHA Ta OOCIyrOBYBaHHs
KITieHTiB. Hail0inbII MIBUIKO3POCTAIOUOD CPEPOIO BHUKO-
pucrannss CRM craB mapkerunr. Tpiiika JigepiB cBiTO-
Boro puHKy CRM cepex BeHIOpPIB 3aIMIIMIACS KOJIMII-
HbOT0 — 11e Salesforce, SAP i Oracle [23].

IToromxyemocst 3 OIS AAMH BYEHHX CTOCOBHO BUMOT,
o npen'saBisoThes 10 CRM-cuctem [24]:

— HasBHICTh aBTOMATH30BaHOI MIJATPUMKH METOIHY-
HOTO 3a0e3ICYeHHS aHalli3y, OLIHKH 1 MPOTHO3Y Mislib-
HOCTI IAIIPUEMCTBA Y LIJIOMY, @ TAKOXK HOTO CTPYKTYPHHX
YaCTHH;
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— HEOOXI1/IHICTh Opi€eHTaIli] Ha CTBOPEHHS 1 e()EKTUBHE
3aCTOCYBaHHS PO3IOIUICHHX IpolieciB popMyBaHHS Bapi-
aHTIB pIlICHB TSI KEPIBHOTO MIEPCOHATY BCIiX PiBHIB;

— YCTaHOBIICHHS BIAMOBIAHOCTI (PYHKI[IOHATBHOCTI
ABTOMATH30BaHUX poOOUNX MicIlb (DaxiBIIiB MiTPHUEMCTBA
IXHIM I0Cag0BUM 000B'sI3KaM;

— MIiJBUIICHHS SIKOCT1 YIPABIIHHS 32 PaXyHOK OUIBII
OIIEPaTUBHOTO 1 MOBHOTO BUKOPUCTaHHA iH(popMamii npo
X1J1 BUPOOHUYOTO TIPOIIECY;

— YCTaHOBJICHHS HAaSBHOCTI KOPIIOPATUBHOI MEPEXKi 5K
iH(OopMaIliiHOT OCHOBH T ANIPHUEMCTBA;

— 3a0e3MeYCeHHs JOCTOBIPHOCTI Ta IUIICHOCTI JaHUX
i yac iHdopMariifHoro oOMiHy sSIK ycepeauHi MiIpHeM-
CTBa, TaK 1 32 BUXOJy Ha 30BHIIIHIX KOPUCTYBauiB;

— HasBHICTH iH(OpPMAIIIfHOI CITaJKOEMHOCTI CTapHX i
HOBHX 1H(QOPMAIIHHAX CHCTEM;

— 3a0e3MeveHHsT BUCOKOTO PiBHS HAIIHHOCTI JaHUX i
4ac 11101000801 poOOTH.

Otxe, TeOpeTHIHO-IcTOpHYHMIT ovisizt po3BUTKY CRM-
CHCTEM JIa€ 3MOTY TIPOBOIUTH 30ip 1 aHami3 iHpopmarii
PO iCHYIOYOr0 200 MOTEHIIIHHOTO KITIEHTa 3 BUKOPHUCTAH-
HAM pI3HOMAaHITHOTO iHCcTpyMeHTapito. Tak, 3a momomo-
roro CRM-cucremn moxxe Oyt 3i0pana iHdopmarii mpo:
1) peaxitito KJIi€HTa Ha AIJIOBY MPOIO3HUILIO; 2) 3a710BOJIC-
HICTh OOCITYyTOBYBaHHS KJII€HTIB; 3) 3MiHY MepeBar KII€HTa;
4) BuKoHaHHs 3000B's3aHb Hepen KiieHTamu; 4) po3Mip
JIOXO[Y, SIKMI OTPUMYE MiIPUEMCTBO BiJl KIJII€HTA, TOIIO.

Konnenryansni acnexktn CRM-cucteM BiAOBIIHO 10
npen’ siBJICHUX BUMOT HaBEACHO Ha puc. 1.

YpaxoByroun BHIllE3a3HAYCHE, OakaHO BiI3HAYUTH,
o rojoBHUM mpiopuretoM CRM-cucrem € MOXIUBICTH
30uparu iHpOpMalilo PO PHUHOK, HEOOXIIHY MiIPHEM-
CTBY, IIPSIMO 3 MOMEHTY ii BIpOBa/KeHHSI. YnM paHimre
M IIPUEMCTBO TIOYHMHAE ii BUKOPHUCTOBYBAaTH, TUM PaHIIIe
MTOYMHAE IOJHS OTPUMYBATH ICTaJIbHY iH(POPMAIIIO TPO
PHHOK, 1MOTpeOH KIIIEHTIB Ha LIbOMY PUHKY Ta TEHICHIIT
MOAAJIBIION0 PO3BUTKY B3a€EMOBIJHOCHH IINPHEMCTBA 3
KIIIEHTaMu.

VY mporeci 00podku iHpopmarnii CRM-cucrema Moxe
NPOSIBISITH ceOe sIK orepaliifiHa cucrema (aBToMaTH3allis
CIIO)KUBYMX Oi3HEC-MPOLECIB, 10 JOIOMAarae IepcoHay 3
po0OTH 3 KITiEHTaMH BUKOHYBATH CBOi (PyHKIIIT), aHATITHYIHA
(anami3 iHdopmarii mpo CIOKWUBaA4YiB 32 Pi3HOMaHITHIMHU
UMK, 3MilIaHa, abo KomadopariBHa (IIporpama B3aeMo-
i1 31 cioKMBaYaMu 0e3 y4acTi MepCcoHaTy 3 poOOTH 3 KIIi-
enramu). [ToBry knacudikanito CRM-cucrewm, siki € 3arpe-
OyBaHUMH B JsUTHHOCTI IiIIIPHEMCTB, HaBSIICHO HA PHC. 2.

[Monioni CRM-cuctemMn MaroTh IHCTPYMEHTH, SKi
Jal0Th 3MOTY CTBOPHUTH CXOBHILE JaHUX 31 CKIIJ0M BHPO-
OneHux ToBapiB abo MOCIYT, IX aCOPTUMEHTOM, CIIUCKOM
MOKYMIIB 1 MOCTa4albHUKIB, a TaKOX THUMH, XTO cCame
BIZNMYCTUB Ty YM 1HIIY HPOAYKIiIO a00 3poOuB MOCIyTY.
Jo incrpymentiB CRM-cucremMu BiHOCSTB: peKiamy B
3MI, InTtepuer, MmobinpHI mpuctpoi, CRM-cuctemn, call-
LEHTPH, TPSIMHUIA KOHTAKT B o(ici i 6e3mocepeiHbo uepe3
ToBap. [Hrepdeiic nae 3Mory npairoBaru 3 pisHOPIAHUMHU
JIAHUMH ¥ OJTHOYACHO TUIAHYBATH, YIPABIISITH 1 KOHTPOITIO-
BaTH BCi Oi3HEC-TIPOIIECH.

OnHak yBech CHEKTp IHCTPYMEHTIB CIIPSIMOBaHUN Ha
JTy’Ke BETHMKiI KOMITaHii, a BUKOPHCTOBYBAaHA TEPMiHOIOTis
B YACTHHI omucy IwiaTdopM iX ympoBapKEHHS 3pO3yMiia
¢axiBusm y chepi CRM-mapkeTuHry, ane Hisk He JTUpeK-
TOpaM BEIUKUX a00 CepeNHIX KOMIIaHii, SKi He 3HAKOTh,
mo take KPI, pedakroprnr abo oMHiKaHalIbHA B3a€MOIIS 3
KJIi€EHTaMH TOIIO. 3BUYAIHO, XMapHi cepBicH, 1e inTepdeiic
3pO3yMINTHI, KOPUCTYIOTHCS TIOTIATOM, aJie B YACTHHI OITUCY
CBOTX KOHKYPEHTHHX IIepeBar pPO3POOHHMKH BITUM3HSIHUX
CRM-pilieHp 4acTo BUKOPUCTOBYIOTh TEPMIHOJIOTIIO, CKO-
miiffoBaHy 3 aHITIHCHKOT MOBH, a00 aHIVIIMCHKY abpeBiaTypy.
VYee 1e BIIIUTOBXY€e MOTCHIIMHHUX IOKYIIIIB 1 HE CIIpUsE
3alliKaBIeHOCT] KoMIIaHiil y posropranHi CRM-1poexTiB.

YV mporieci eexrnBHOTO BUKOopHcTanHs CRM-cructemn
YKpalHCBKUMH MiANPUEMCTBAMU JIOLIIBHO BPaxOBYBaTH
TaKi peKoMeH 1allii:

1) popmyBaru crparerii BipoBamkenHss CRM-cucremu.
31 crpareri€lo MOTPiOHO BU3HAYUTHCS € HA eTari MpH-

e(eKTUBHY B3aEMOJIIIO 3:

CRM j1ae MOXKIMBICTD 3a0€311€YUTH

[
— KIIIEHTaMH;
— IOCTaYaIbHUKAMH;
— MocepeTHIKaMu;
— CTPYKTYPHUMH HiIpO3/inaMu
M IPUEMCTBA

YnpasiiHHS B3a€MOBITHOCHHAMHU
3 KIIIEHTaMH CTAIOTh:

. — IHII IOKYMEHTH

CRM pno3Boutsie
aBTOMATH3YBaTH POy PH:

— MiJArOTOBKA 3BITIB;
— BUIHCKU JIOKYMCHTIB,;

B iH(popMaLiliHOMY
(dopmari
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Puc. 1. KonnenryausHi acnektu CRM-cucrem BillnoBiHo 10 npex’siBJeHUX BUMOT

Lcepeno: nobyoosaro asmopom
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OnepauiiiHuit ]

Knacudixaris
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3a METOAOM PO3MOBCHOIKCHHS

Puc. 2. Knacugikauis Buais CRM-cucrem

Jcepeno: nobyoosaro 3a 0xcepenamu [25; 26]

WHSTTS pILIEHHS PO JOUUIBHICTH YNPOBA/KEHHS abo
BimHOBIeHHsT CRM-cuctemu. HeoOXigHO YiTKO PO3yMiTH,
SIKUX KOHKPETHUX PE3yJBbTaTiB X0Uue TOCSITTH MEHEIKMEHT
IITPHUEMCTBA 328 PaXyHOK YIIPOBAKEHHS II€] CHCTEMU;

2) TpU3HAYATH BIIMOBIAATBHUX 32 BIPOBAKCHHS
CRM-cucremu;

3) yBogutn CRM-cucremn B KOHKpeTHI Gi3Hec-Ipo-
necu nianpuemcrBa. HeoOXigHo mam'sitaTd, o cUcTEMy
HE MO)KHA TICPCBAHTAXXYBaTH CKIATHUMA (YHKIISIMH,
0a)kaHO TIOCTYIIOBO BHOCUTH JO/IaTKOBI;

4) 3miiiCHIOBaTH y TIPOIECi IMIIOPTYBaHHS TUIBKH
noTpiobHy iHpopmanito. JlonineHO mepeBipsaTH iHPOP-
Mariiitne HamoBHeHHs CRM-cucteMu Ta HE JOIMyCKaTH
nyOnmtoBaHHS, HEBipHY abo 3acrtapiry iHpoOpMamnito, o
MOJKE 3aTLTyTaTH KOPUCTYBAaUiB i 3HAYHO 3HU3UTH e(DEKTUB-
HICTh POOOTH CHCTEMU;

5) 3abe3nedyBaTu aBTOMATHU3AIII0 POOOYOTO MPOIIECY.
Le macTh 3MOry 3Ha4HO PO3BAHTAXKHUTH TEPCOHAI, 1M030a-
BHBIIIH HOT0 BiJl HCOOX1THOCTI 3amaM'ITOBYBaHHSI 1 IIIO/ICH-
HOTO BUKOHAHHS MAaCH PyTHHHHUX aJITOPUTMIB,;

6) dopmyBaTH aHamITHYHI 3BiTH y TpOIECi BIPOBa-
okeHHs Ta pobotn CRM-cucremu;

7) mpoBonuTu TectyBanHs CRM-cuctemu B mpr3Have-
HOMY Oi3HEC-TIPOIIECi;

8) 3abe3neuyBaTn OE3KOLITOBHE HABYAHHS IEPCOHAIY
it poborn y CRM-cucremi. HaBuanHs noBuHHO OyTH
000B'I3KOBUM aOCOTIOTHO JUISl BCIX MOKJIMBUX KOPHCTYBa-
4iB. He3anexHo BiJl CKJIQJHOCTI CHCTEMH BCi TPAI[iBHUKH
MOBUHHI YITKO 3HATH 1 PO3YMITH, ISl YOTO BIIPOBAJIKY-
€TBCSl CHCTEMa, SIK CaMe BOHA ONTHUMI3ye IXHIO poOoTy i
K 11 BHKOPUCTOBYBATH sl BAKOHAHHSI TOTOYHHX 3aB/IaHb.

Bucnosku. [Ipoeniene pociipkeHHs jae 3MOTy BU3Ha-
gutn puHOK CRM-crcTeM y CBITI SK TOH, MO aKTHBHO
po3BuBaeThes. YnposamkeHHs CRM-cucTeM y TisTbHICT
YKpaiHCBKUX MIANPUEMCTB JacTb 3MOTY MAaKCHMaJIbHO
c(hoKycyBaTHCs Ha MOOAKAHHAX KIIIE€HTA 1 3aI0BOJIbHUTH
ix HaliOLnbII MOBHO W omeparuBHO. YuM OliblIe TOYOK
KOHTAKTY 31 CIIO’KHBA4EM, THM O1JIbIIE Y CIIOKHMBaYa MOXK-
JUBOCTEH BUCIOBUTHCS, a Y TMATIPHEMCTBA — 3i0patu 6a3y
JTAHWX JUTS aHAITI3Y CBOET AISTBHOCTI 1 MOJANBIIIOTO KOPEK-
TyBaHHS 3araJlbHOT Ta MapKeTHHTroBoi ctparerii. Cydac-
HUH Habip iHCTpyMeHTIB y pobOoti i3 CRM-cucremamu
Jla€ 3MOTY MaKCHMAaJIbHO OIEpaTHBHO BUPIIIyBaTH MpoO-
JIeMH, 1110 BUHUKAIOTh, HE TUIBKU 32 PaXyHOK aBTOMaTh3a-
ii pobotH, a i 3a paXyHOK KJIacH]ikarii BCbOTO MacHBy
JTAHUX 1 MOXJIMBOCTI BUBAaHTA)XXyBaTH 3 HbOTO 0a3M JaHUX
i Oymb-AKy iH(OpMAIIO 3TiTHO 3 TOTOYHHMH UM i
3aBIaHHSIM 3 BUKOPHCTAHHSIM HEOOXiTHUX (LIBTPIB.
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