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MAPKETUHIOBI IHCTPYMEHTW 3ABE3MEYEHHA
CTAJIOIO PO3BUTKY INMPUKOPAOHHWX PEFTOHIB

Lyubov Khotyn, Senior Lecturer,
Chernivtsi Institute of Trade and Economics of KNUTE,
Chernivtsi

POSITIONING OF GOODS IN THE MARKET

Product positioning definitions, positioning options, and basic
positioning strategies are given. The conditions of the communication
system for establishing effective communication between the company and
the consumers are discussed, the characteristics of each positioning
strategy are highlighted. Ways of repositioning the product and
repositioning strategies that are used to change the position of the product
in the minds of consumers in the event of a decrease in the performance of
the company and its market share are also suggested.

KOpin YanniHCbKUM, K.e.H., JOLEHT,

YepHiBeubK1Un TOProBesibHO-EKOHOMIYHWUI iIHCTUTYT KHTEY,
M. YepHiBUi

€BreHin Pomar, 4.H.3 gepx.ynp., npodecop,

M. KuiB

NEPCNEKTNBUX BNPOBAAXKEHHSA CRM-CUCTEMU
Y AIANbHICTb NIANPUEMCTBA

CyyacHi iHdopMaUuiliHi cuctemMm 3 ynpas/iiHHS B3aEMOBIAHOCMHaMW i3
ChoXuMBayaMu A03BOMSAKTb BUPIWUUTU HU3KY (yHAAMEHTanbHWUX 3aBAaHb Y
cdhepi npoaaxy, MapkeTUHry i 06CcnyroByBaHHS KIIEHTIB, 30KkpeMa:

e CTBOPEHHSA €AMHOrO Axepena iHdopMauii nNpo KNIeHTIB i dikcauis
icTopii B3aemogii 3 HuUMK, 3abe3sneyeHHs 36epexxeHHs BCi€l iHdDopmaLii;

e KOHTPO/Ib Ta aBTOMaTM30BaHa 3BiTHICTb 3 MeTOK YyXBasJieHHS
NMpaBWIbHUX PilleHb WOAO0 CTpaTeriyHoro po3BUTKY MiANPUEMCTBA;

e aBTOMaTM3aUia PYTUHHUX Ain B cdepi npoaaxy, MapKeTUHry i
NiATPUMKU KNIEHTIB — 36iNblUeHHS eheKTUBHOCTI NpaLi cniBpobiTHMKIB;

o 36epexeHHs | HaKOMWYEHHSA 3HaHb LWOAO METOAIB MNpPOoAAXy i
MapKETUHrYy, CTaHAapTHMX NMpPo6neM i WnsaxiB iX BUpPILLEHHS;

e 3abe3neyeHHs CBOEYACHOro  Agocrtyny Ao uiei  iHdopmauii
CcniBpob6ITHMKIB, KNIEHTIB i NapTHepiB;

e aBTOMaTU3aUia npouecy nNPUAHATTS | MNPOXOAXEHHS  3asiBOK,
iHTerpauisa 3 Mmepexeto IHTepHeT;

e aHani3 i oNnTMMi3auisa UMKy npoaaxy;
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e OpraHisauia 4iTKilwoi B3aeMoAii BiAA4iNiB nNpoAaxy i MapKeTUHry 3
BMPOOHMYMM BiAAINOM i BiAAiIOM nocTadaHHs.

Bupiwntn npobnemMy CTBOpPEHHS AIEBOI CUCTEMU iH(OPMALiMHMUX 3B'A3KIB
nianpuemcrea, 6e3nocepefHbOro HaAXOAXKEHHS peneBaHTHOI Ta CBOEYACHOI
iHbopMauii  MoxHa LWASAXOM  3arfpoBaf)XXeHHs  CUCTEMM  YMpaB/iHHSA
B3a€EMOBIAHOCMHaMM 3 knieHTamMm (CRM - Customer Relationship Management).

Bapto 3asHauutM, Wwo B 6inbwocTi BMNaakiB nia TepmiHom CRM
BU3HayaloTb He nuvwe iHdbopMauiiHi cuctemMmn um iHopMaUiiHi NpoAyKTH,
AKi CnNpsiMOBaHi Ha (OpMyBaHHA Ta ynpasniHHA 6a3 AaHUX, WO MICTATb
dyHKUIT ynpaBniHHA B3aEMMHaMM 3 KJEHTaMW, ane i caMy cTpaTeriio
opieHTauii Ha knieHTa. CyTb ui€i cTpaTerii nonsgrae B ToMy, wob o6’egHaTn
pi3Hi gyxepena iHdopMauii npo KNieHTIB, obcarnm 36yTy, peakuito Ha
MapKETUHIOBi 3aX04M, PUHKOBI TEHAEHLUIT ANns hopMyBaHHS HanbinbL TiCHNX
B33EMOBIAHOCUH 3 KJlIEHTaMM.

Mopsa 3 UMM  BaX/IMBOK YMOBOK  peanisauii CRM-ctpaTterii €
OOTPUMAHHSA TaKMX OCHOBHUX MPUHLUMIB:

e HasIBHICTb €AMHOrO cxoBuWa iHdopMauii, B sIKeE MUTTEBO
aKYMYNIETLCA | 3 AKOFO0 MUTTEBO AOCTYMHi BCi BiAOMOCTI Npo BCi BMNAaAKKM
B3a€EMOAIT 3 KNiEHTaMU;

e CUHXPOHHICTb YynNpaBNiHHA BEJSIMKOK KibKICTIO KaHaniB B3aeMoail.
OueBMAHO, WO He3anexHo BiaA cnocoby 3B'A3Ky i3 cnoxusBadamu (4epes
npsAMy B3aEMOAi0, iMennom, TenedoHOM TOLO) MeHeaxep 3i 36yTy NoBUHEH
oTpUMaTX BMYEpPMHY iHdOpMaLito Npo KiiEHTa;

e MOCTIMHWMA aHani3 3ibpaHoi iHdopMauii Npo KNIEHTIB i yXBaneHHs
BiAMOBIAHUX oOpraHisauiiHMX pilleHb 3 METOK BW3HAYEHHS MpPIOPUTETIB
KMEHTIB Ha OCHOBIi iX 3HaAYywocCTi A7 KOMMaHii, BUpPoObBNEHHS
iHAMBIAyanbHOro niaxoAy A0 KI/EHTA BIiAMOBIAHO A0 WOro cneumdiyHmx
notpeb i 3anuTiB.

BoaHouac, BapTo 3a3HauuTu, WO NpouecC BNPOBAaAXEHHSA B AiSNIbHICTb
nignpuemctea CRM-cTpaTerii BMUMarae goctatHbo 6araTo pecypcis. 3arasom
BiH MOXe MICTUTW TakKi eTanu:

Etan 1. TloctaHoBka uinen, po3pobka cTpaterii CRM. Len etan
npunyckae npoBefeHHs ayaumTy 6i3Hecy, BW3HauyeHHs Uinen ynpasiHHSA
BiAHOCMHAMW 3 KJEHTaMU. BU3HA4YalOTbCS CMOXWBYI UIHHOCTI i KOY0BI
CerMeHTWn KNieHTiB. Ha OoCHOBI 3aranbHOi cTpaTerii KOMMaHii BU3HAYaEeTbCA i
dopmanisyeTbcss  cTpateria  CRM, BM3HayalTbCs KJKOYOBi MapamMeTpu
edekTtusHocTi (KPI).

Etan 2. NobyaoBa cucTteMu ynpasriHHSA BigHOCMHaMW 3 Ki€eHTamMu. Ha
LbOMY eTani npoBoanTbCsA nobyaoBa onTMManbHOro (3 nornagy AOCArHEHHS
MetTn CRM) naHuUlXKa B3aEMOAii 3 KJIEHTaMW: KaHaau B3AEMOIi,
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MOCNIQOBHICTb i UiNi OKpeMnx B3aEMOAi. AHaNI3yTbCA CTaAil NpOCyBaHHS,
npoAaxis, noAanblioi NpoAYKTMBHOI B3aeMogii, 6yAylTbCs OMTUMasbHi
Mogeni npogaxy Ans uuMx CTagin. B OCHOBY cucTeMu ynpasiiHHSA
BiAHOCMHaMM 3 KJIEHTaMW 3aKNafLaAETbCA MNiACUCTEMA KOHTPONiIHIY 3
MOX/MBICTIO aHanisy AaHux, 3aKOHOMIPHOCTEN, MNPOrHo3iB, MOPiIBHAHHS
NAaHOBUX i PAKTUYHUX Pe3yNbTaTiB Y peXUMi OHMalH.

Etan 3. MNobyanoBa npouecis, BigdiniB MapKeTUHry, Npoaaxis, ceps.icy,
pernameHTauisa gisnbHocTi. ETan Bkatoyae po3pobky i dopmanizadito 6i3Hec-
MoAdeni ynpasniHHA BIAHOCMHaMW 3 KJi€EHTaMu, po3pobKy CTaHAapTiB
AiSNbHOCTI Niapo3ainis, cniBpobiTHMKIB, NobyaoBy oOnNTUManbHMX MPOLECIB
MapKeTUHry, npoaaxis, 06CnyroByBaHHs Ha OCHOBi KJIHOMOBMX MOKa3HUKIB
eeKTUBHOCTI, NTaHLIOXKIB B3aeMoAii i BOPOHOK npogaxiB, BU3HAYEHMX Ha
nonepeaHix etanax.

Etan 4. CTBOpeHHs cucTeMu MOTuMBAaUii, NiarotoBka nepcoHany. Etan
BKJIIOYAE NiArOTOBKY BWMMON A0 MepCoHasny, CTBOPEHHS CUCTeMW MOTuBaLii
nepcoHany 3 nornsgy 3abesnedyeHHs pocArHeHHS Metm CRM, HaBuYaHHSA
CniBpO6ITHMKIB, KOMYHIKaTUBHI TPEHIHIW | TPEHIHIM 3 NMpoAaxy.

Etan 5. HanawTtyBaHHs (aBToMaTtm3auis) mogeni CRM i 3anyck B
ekcnnyaTtauito. Etan Bkio4ae peanisauito CTBOpeHOi MoAeni y BUMNAAi
aBTOMaTM30BaHOI CUCTeMU. BUKOHYeTbCs iHTerpauis cuctemn CRM i3
CTOPOHHIMM nigcucTeMamMn: @diHaHCK, YNpaBiiHHA npoekTamu, 3acobwu
KOMYHiKaUii 3 KNiEHTamMn ToLo.

HaBeaeMo KOpOTKY XapaKTepUCTUKY KiIbKOX HaAMMoNynsipHilUMX CUCTEM:

e salesforce Sales Cloud - MmiHi-CRM Tuny «Bce B OAHOMY>», XMapHe
pilleHHs, WO BKJItOYAE BCi OCHOBHI (yHKUii CRM-cucteM: reHepaduito nigis,
6a3y KOHTaKTiB, MNpPOrHO3M MpoAdaxiB, IiHTerpauito 3 couMmepexamu i
MOX/IMBICTb NpauoBaTn 3 MOBINbHMX NPUCTPOIB;

e zoho CRM - ao nepesar cucTeMm BiAHOCUTbLCS iM
6aratonnatdopMoBICTb, @ TaKOX Te, WO BOHA [A03BOMSE 3ibpatn BCHO
cnpaB4i  BaxnuBy iHdoOpMaUilo Npo MOKyMuiB: KOHTaKTW, icTopito,
aKTMBHOCTI, A)xepena Tpadiky;

e amoCRM - npocta B OCBOEHHI CucTeMmMa, MICTUTb JOCTaTHIl
dyHKLiOHan BOPOHOK MpoAaxiB A/ Manoro i cepegHboro 6i3Hecy, npwu
LbOMY KOpMCTyBauyi CUCTEMM BiA3HayalOTb, WO B Hi 6pakye 3pyyHUX
MeXaHi3MiB AN5 BHYTPIWHIX KOMYHiKalili, B LbOMY NOTPibHi AoonpaLoBaHHS
Nnpy BNPOBaAXEHHI;

e Terrasoft bpm‘online - noBHomacwTabHa CRM-cuctema ansa cepefHix
i BENMKMX KOMNaHili, siki roToBi 3Ha4yHO BkNagaTtucs B IT-iHppacTpykTypy.
SIk BMNNMBAa€E 3 Ha3BW, Hanbinblwe oOpieHTOBaHa Ha nobyanoBy 6i3Hec-
rnpoueciB NpoAaxiB B KOMNaHii;
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e MS Dynamics CRM - KkoMnnekcHe piweHHs knacy Enterprise ans

MOBHOUIHHOI opraHizauii npogaxiB, MapKeTuHry i pobotn cnyxbu
NiATPUMKN, EAMHUM MIHYCOM € BIACYTHICTb Y Hei BebiHTepdeicy;
e 6iTpikc24 - no cyTi, ue 6araTodyHKUiOHaNbHWA KOPNOPATUBHWUI

noptan 3 aesskumum dyHkuisMm CRM, 6inblie opieHTOBaHMI Ha KOMYHiKauil
MK cniBpobiTHMKaMM KOMMaHii, NpoTe AO03BONSE BecTU 6asy KIIEHTIB i
dopMyBaTK Jesiki 3BiTM, 3a3BuYal noTpebye 3Ha4yHOI KacToMizauii npwu
BNPOBaAXeHHI [1].

TakuM u4mHOM, cborogHi CRM - ue HOBWIM ynpaBAiHCbKMA Ta
MapKETUHIOBUIA IHCTPYMEHT, SIKUW Crpusie: opraHisauii 6e3nepepBHOI
AiANbHOCTI  3i 36inblWeHHsS NOoiHPOPMOBAHOCTI NiANPUEMCTBA NpO  WMOro
KNiEHTIB; 06’egHaHHI0 OpraHisauilHnux 3axoaiB, MpoueciB i cucteMm, 3a
OOMOMOro  AKMX  MiANPUEMCTBO KEpyeE CTOCYHKaMM 3  KJIiEHTaMu;
BWKOPUCTAHHIO  HOBITHIX  iHMOOPMaUIMHNUX  TEXHOMOriN,  MOKIMKaHMX
[OMNOMOITVM MIANPUEMCTBY B [OCSAMHEHHI [0BroCTPOKOBMX LUinen woao
NOKpalleHHs npouecy 06CnyroByBaHHS KIIEHTIB; OTPMMaHHIO HOBWX
KNIEHTIB Ta MOKpalleHH iX 06cnyroByBaHHS 4epe3 BMPOBaAXEHHS
iHTerpoBaHoi 6aratokaHanbHOI CcTpaTerii.
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PROSPECTS OF IMPLEMENTATION OF THE CRM-SYSTEM IN THE
ACTIVITY OF THE ENTERPRISE

The paper defines some fundamental tasks in the field of management,
marketing and customer service, which allow to solve modern information
systems for managing relationships with consumers. The basic principles of
functioning of CRM are described, the stages of the process of
implementation of the CRM-strategy enterprise are analyzed. It gives a
brief description of the most popular systems used by businesses today.
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