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Y cmammi po32sisiHymo 0cob/iugocmi yrpas-
JIiHHST fpoyecamu K/lieHmoopieHmoBaHoCcmi, siKi
€ BK/IUBUMU yMOBaMU 3abe3reyeHHs1 scma-
HOB/IEHHST 00B20CMPOKOBUX CMILIKUX BIOHOCUH
3i cnoxugadamu. [1posedeHo aHani3 HasiBHUX
nioxo0i8 00 BU3HAYEHHST MOHSIMMST «KJ/IIEHMO-
opieHmosaHicmb», HaBeoeHo iX nepesasu ma
Hedo/liku. 3pob/ieHO BUCHOBOK, WO Yrpas/iHHS
K/lieHmoopieHmoBaHicmio  0ae  3moay  ¢hop-
Mysamu cmiliki KOHKYPeHmHi nepesazu io-
rpuemcms, momMy 320715 BU3HAYEHHS OGiflbW
ehekmusHUX Memoois BINIUBY Ha CrioXusayis
3arpornoHoBaHoO Po32/sidamu Yrpas/iHHSI K/lieH-
moopieHMOoBaHICMI0 K okpemuli O0MOMKHUU
b6isHec-npoyec. 3 ypaxysaHHsIM 0COG/IUBOC-
meli yb020 6i3Hec-npoyecy y cmammi po3po6-
7IeHo U020 cmpyKmypy ma 3Micm e/ieMeHmIs.
Lleli nioxio mae Ha mMemi onmumisysamu npo-
yec yrnpas/iHHs MiornpuUeEMCMBOM, Mpakmu4Ha
YiHHICMb 5IKO20 M0/1528€ 8 HadaHHI MOXJ/IUBOC-
meli Halibi/ibW M0BHO20 3a0080/IEHHST MOMpPE6
croxugadis ma Makcumizayii doxioHocmi  8io
KOXHO20 K/lieHma. 3acmocyBaHHs 8 npakmuy-
Hill Oisi/IbHOCMI NiONpPUEMCMB 3anpPOonoHOBaHO20
n1ioxody 0o (hopMyBaHHSI POUEOYPU Yrpas/iHHs
b6isHec-npoyecamu  K/lieHMoopieHmMoBaHocmi
Mage 3abe3nequmu akmusizayito BIOHOCUH 3 K/1i-
eHmamu (CRM) 8iOnosioHO 90 cyyacHuUx BUMO2
PUHKY.

KntouoBi cnoBa: 6i3Hec-npoyec, KIieHmoopi-
€HMoBaHicmb, MiONPUEMCMBO, Yrpas/iHHS B3a-
EMOBIOHOCUHaMU 3 K/iEHMamUu, eqheKmuBHICMb.

B cmambe paccMompeHbl 0C06EHHOCMU yripas-
JIeHUs  mpoyeccamu  K/IUEeHMOOoPUEHMOBaHO-

cmu, Komopble SIBFOMCS BXHbIMU YC/I0BUSIMU
06ecredeHusi  yCmaHOB/EHUs1  00/120CPOYHBIX
ycmoliqusbix omHoweHuUl ¢ nompebumesisimu.
lposedeH aHa/u3 cywecmsyroujux Mooxooos
K orpedesieHuro MOHIMUsI «K/IUEHMOOPUEHMU-
POBaHHOCMb», MPUBEOeHbI UX NpeuMywjecmsa
u Hedocmamku. CoesiaH 8bIB00, YMO yrpassie-
HUe  K/IUEHMOOPUEHMUPOBaHHOCMbIO 10380~
7155em ¢hopmMuposams ycmoliyusble KOHKYpeHm-
Hble rpeumywecmsa npednpusimud, no3momy
C yesnbio onpedenieHusi 6onee aghthekmuBHbIX
Memooos Bo3delicmsusi Ha nompebumeneli
Peo/IoKeHO paccmampusams yrpas/eHue K/u-
€HMOOPUEHMUPOBaHHOCMbIO KaK OMOesIbHbIL
BcrioMo2ame/ibHbIli 6usHec-rpoyecc. C ydemom
ocobeHHocmeli amo20 bu3Hec-npoyecca 8 cma-
mbe pazpabomarbl €20 CmpyKmypa u cooepxa-
Hue 71leMeHmos. 3mom 1ooxod cmasum csoel
yesibto onmumMu3uposams MpoYecc yrpasieHust
rpednpusmueM, — npakmuyeckasi  YeHHoCmb
KOmMopoe2o 3ak/kodaemcsi 8 npedocmas/ieHuu
BO3MOXHOCMeE(l Haubos1ee Mo/IHo20 YO0s/1eEMBo-
peHusi nompebHocmeli nompebumeseli U Mak-
cumu3ayuu 00X00HOCMU 0M Kak0020 K/UeHma.
lpumeHeHue 8 rpakmuyeckoli 0essimesibHocmu
rpednpusimuti npedoXeHHo20 Modxoda K ¢hop-
MUPOBaHUKD Npoyedypbl yrnpasieHusi GusHec-
npoyeccamu  k/IUEHMOOPUEHMUPOBAHHOCMU
OO/MKHO 0becredumb akmusu3ayuto OmHouwe-
Hull ¢ kaueHmamu (CRM) 8 coomsemcmsuu
C coBpeMeHHbIMU MpeboBaHUSIMU PbIHKa.
KntoueBble cnoBa: 6u3sHec-npoyecc, KAueHmo-
OpueHmMUpPoBaHHOCMb,  Mpednpusmue,  yrpas-
JIeHUe  B3aUMOOMHOWEHUSIMU € K/lUEHMamu,
3hhekmuBHOCMb.

Establishing sustainable long-term relationships with customers guarantees stable profits and confidence in the company’s development prospects. In this
regard, modern enterprises are faced with the task of researching and improving the business processes of customer orientation. The relevance of the topic
determined the topic and background of the study. Therefore, the purpose of the article is to study modern approaches to defining customer orientation and
formulating a scheme for managing the business processes of client orientation of modern companies. Systematic analysis methods were used to achieve
this goal. The article deals with the features of management of customer-oriented processes, which are an important condition for ensuring the establishment
of long-term sustainable relationships with consumers. The analysis of existing approaches to the definition of the customer-oriented concept, their advan-
tages and disadvantages are given. It is concluded that customer-oriented management allows for the formation of sustainable competitive advantages of
enterprises, therefore, in order to identify more effective methods of influencing consumers, it is suggested to consider customer-oriented management as a
separate ancillary business process. Taking into account the peculiarities of this business process, the article elaborates its structure and content of elements.
This approach aims to optimize the enterprise management process, the practical value that allows providing the most complete satisfaction of customer
needs and to obtain maximize profitability from each client. The application of the proposed approach to the formation of the customer-oriented business
process management procedure in the enterprises’ activities should ensure the activation of customer relations (CRM) in accordance with current market
requirements. Although many companies position themselves as customer-oriented, declare their mission as a focus on maximizing customer satisfaction,
they are not really that way or do not take full advantage of this concept. It is concluded that for its full application, customer orientation management should
be considered as one of the business processes of the organization, detailed analysis of each of its components and designing their optimal structure and
content. The analysis of existing approaches to the definition of the term “customer orientation” showed the lack of a unified approach to understanding the
term, in particular, it is considered as a process, competence and tool of marketing or partnership. It is suggested to consider client orientation as a system
of managing business processes of establishing stable relationships with clients in order to maximize the satisfaction of their needs and profitability of the
company in the strategic perspective. The proposed methodology for improving the client-orientation process contains a step-by-step structure that should
facilitate the task of improving the management of the customer-oriented business process. Further research should reveal in greater detail the methodology
of customer-oriented business processes management in the context of detailing the optimization processes of each stage in the digital economy.

Key words: business process, customer orientation, enterprise, customer relationship management, efficiency.

MocTtaHoBKa npo6nemu. OpieHTalis nignpuem-
CTBa Ha NOTPebu K/IEHTIB € HaliBaXK/IMBILLMM acnek-
TOM $IK MapKETUHroBOi, Tak i 3arasibHOi Koprnopa-
TUBHOI cTparterii NignpuemMcTea B PUHKOBUX yMOBax
rocnofaproBaHHs. $K nokasye CBIiTOBWIA [OCBiA, BCI
BiLOMI YCRiLLHI KOMNAHIT TIEK YM IHLLIOK MIPOK BUKO-
pPUYCTOBYIOTb NOEAHAHHA MiAXO4iB yrpas/iHHA 6i3Hec-
npouecamu Ta YMpaBAiHHA K/IIEHTOOPIEHTOBAHICTIO
Ansi 3a6e3nevyeHHss MakCMasibHOI e(pekTUBHOCTI Bi3-

) Bunyck 48-2. 2019

Hecy Ta 3aKpinaeHHsi NPOBIAHOT KOHKYPEHTHOT No3uLit
Ha pUHKY, (OpMYyBaHHA KOHKYPEHTHUX Nepesar.
AHania ocTaHHiX pocnifmkeHb i nyGnikauiid.
MuTaHHAM ynpaeniHHA Gi3Hec-npouecaMy K/lieHTo-
OpPIEHTOBAHOCTI MPUCBAYEHO CTaTTi BITYM3HAHUX Ta
iHO3EMHUX BYEHUX, LLIO BMBYAOTb NPOGIEMN MEHE K-
MEHTY Ta MapKeTuHry, Takux sk . F'emén, H. Bya-
KoK, ®. KoTnep, B. Jlowkos, |. MaHH, A.A. PycaHoBa,
B.B. BycapkiHa, C.B. KoBanbuyk, 5.M. PmxKoBCbKNIA,



B EKOHOMIKA TA YIPABJIIHHA MIANPNEMCTBAMU

H.M. Pa6okoHb, A.A. CemepHikoBa, P. [JewneHge,
kY. ®apneii, ®.E. Beberep. MNpoTe HepocTaTHbLO
BMBYEHO CbOroAHI MUTaHHA BLOCKOHA/IEHHS npoLe-
[OypV BUBYEHHS HaABHUX Bi3HeC-NPOoLECiB KNIEHTOOPI-
E€HTOBAHOCTI Ta MNOLUYKY LU/AXIB X BLOCKOHA/IEHHS.

MocTtaHOoBKa 3aBpaHHsA. BcTaHOBNEHHS CTiid-
KMX AOBrOTPMBa/IMX BIAHOCUH 3 K/IEHTAMW rapaHTye
OTPMMaHHS1 CTabisIbHOr0 MPUOYTKY Ta BMNEBHEHICTb
y NepcnekTBax po3BUTKY KOMMAHIl. Y 3B'A3KY 3 LM
nepegj cydyacHMMu nignpuemcTeamMm noctae 3aBaaHHs
JOCNIMKEHHA Ta BAOCKOHaUIEHHsT 6i3Hec-npouecis
KNIEHTOOPIEHTOBAHOCTI. AKTYaJIbHICTb TEMU BU3Ha-
yuia MeTy Ta 3aBfaHHS JOCNIMKEHHS. OTXe, METO
CTaTTi € BUBYEHHS CyYaCHUX NiAX0AiB 4O BU3HAYEHHS
KNIEHTOOPIEHTOBAHOCTI Ta (QOPMY/IIOBAHHSA CXEMU
ynpasniHHA 6i3Hec-npouecamMn  KIiEHTOOPIEHTOBA-
HOCTi CyYacHMX KOMMaHii.

Buknag ocHOBHOro marepiany gocnigXeHHs.
OcHoBy Ub0ro nigxony 6yno 3aknageHo ey XX cro-
pivyi KNaCMKOM MapKeTUHroBoi Teopii ®ininnom Kot-
nepom, fKili CTBEpXyBaB, LUO TO/IOBHOK YMOBOH
[OOCSArHEHHS YCMiXy € OpieHTalis Ha 3a[0BOJSIEHHS
noTpeb cnoxusBaya. BaxnnBiCTb BCTAHOB/EHHS CTild-
KMX B3AEMOBIAHOCKH 3 K/liEHTamMy MiATBEPOKYETHCA
Takox npaswunom MapeTo, BignosigHoO o0 skoro 20%
KnieHTiB 3a6e3nevyoTb koMnaHii 80% npubyTky, TOMyY
MOXHa NPUNYCTUTK, WO 3aBLaHHA YTPUMaHHA KAi-
€HTa BaX/IMBILLE 3a 3aBAaHHS MOLUYKY Ta 3a/Ty4YeHHs
HOBUX KNIEHTIB.

MUTaHHA CTBOPEHHSA CUCTEMU K/IEHTOOPIEHTOBA-
HOCTi KOMNaHil CTOITb AyXe rocTpo K Ha piBHi B2C,
Tak i Ha B2B-piBHi B3aemogji 3 krieHTamn. B 060x
BMNajkax MianpueEMCTBO 3a3Buyali Ma€e Ha MeTi
BCTAHOB/IEHHSI  CTINKMX [OBroTpMBasiMX BiAHOCUH
3i cnoxuBadamu, 451 HOro nepLl 3a Bce HeoOXigHO
HakonuyysaTu iHhopMaLito NPo HasBHMX Ta MOTEH-
LiiHNX KNIEHTIB, X XapakTepucTukn, BNogo6aHHSA
LLIOA0 KyniBAi BiANOBIAHOIO TOBapy yu nocnyru. 3aco-
60M BUPILLEHHS LbOro 3aBAaHHSA MOXYTb OYTU TilbKn
aBTOMaTM30BaHi cuctemmn 36mpaHHsa  iHhopmauii,
CTBOPEHHS 6a3 AaHuX KNiEHTIB, BUKOpUCTaHHA CRM
(Custom Relationship Management — ynpaBniHHA
B3aEMOBIHOCUHaMK 3i CnoXmBavyamu) y Ais/IbHOCTI
nignpuemcTea. MNMporpamHe 3ab6e3neyeHHs Ta iHCTpY-
MEHTU MapKeTMHIOBOrO BM/IMBY, Taki SK cucTemu
aBTomarm3auil MapKeTuHry, nnargopmu ynpasniHHA
JaHUMK, CUCTEMU YMpaB/liHHA KOHTEHTOM, MpO-
rpamHe 3abesneyeHHs 415 ynpas/iHHA BigHOCUHAMM
3 KMIiEHTaMM Ta IHCTPYMEHTU aHaiTUKW, Aal0Tb 3MOTy
3p03yMITV ayauTopIto 3a AOMOMOroK AaHuX, AOCTyn-
HUX Oyab-siKii KOMMaHil, Wo 6axae 3akpinuTn CBOT
no3uLii Ha PWHKY, NPMYOMY CTBOPEHHS Takux 6a3
[JaHyX 3a3BUYaii He BMMAarae BE/IMKMX BUTPAT, TOMY
MOXe 6yTV AOCTYMHO He TiSIbKM A5 BEMKUX KOMMa-
Hiin, ane i1 Ana HeBeNMKUX cy6’eKTiB NigNPUEMHMLTBA.

KokHa kKoMMaHist Ma€e BeNUKi MOX/IMBOCTI Anst oop-
MyBaHHS 6a3 LiHHUX AaHUX MPO K/TEHTIB Ta NOTEHL, -
HUX KJTIEHTIB Yy CNMUCKax eneKTPOHHOI NoLTH, Yepes

B3aEMOfil0 Beb-caliTiB abo 3a [A0MOMOrow AaHuMx
€M1eKTPOHHOI KoMepuii. T0/I0BHUMK 3aBAaHHAMMU €
3'AcyBaHHA TOrO, L0 € BXK/VBUM Y UMX AaHWUX, aHa-
Ni3 TOYOK, Ha AKI MOXHa BNAMBATU AJ/19 LOCATHEHHS
uineit cipMu, BUSIB/IEHHS TOTO, LLIO NOTEHLAHWIA Ki-
€HT TOTOBMI Npuadatn abo WO KIEHT roTOBUIA OHO-
BUTK, LLOOGW KOMMNAaHIA Mana 3MOry BXWTU 3axO0piB
paHille KOHKYPEHTIB.

®okyc poboTy 3 K/ieHTaMu Mae 3MilllyBaTucs Bif,
MacoBOro XapakTepy B3aemofil 3 BaCHUMMU KieH-
Tamm B OIK igeHTMdiKauil LisIbOBOrO ChisIKyBaHHS,
(hOKYCHOro 3a/ly4YeHHs1 i CTabiIbHOTO YTPUMaHHS
nNpulyTKOBUX KNIEHTIB [1]. BupiweHHs uux 3aBhaHb
BUMarae nepexoay A0 KNieHTOopiEHTOBaHOI cTpaTeril
LwNsxom hopMyBaHHSA CUCTEMW YNpPaBiHHA B3aEMO-
BiflHOCMHaMV 3 K/lieHTamu. B iHO3eMHUX mxepenax,
O CTBOPIOKOTbL HayKoBy 06a3y (DOPMyBaHHS LiNbO-
BOr0O BMJ/IMBY Ha KJ/IEHTIB, yacTille A0C/ioKYTbCA
CRM-cuctemu, Lo OTPUMasIM OCTaHHIM YacoM noLuu-
PEHHS B YKpaiHi.

JocnimKeHHs nokasas, WO B HayKOBMX Mpausx
TEPMIH  «K/TIEHTOOPIEHTOBAHICTb» HE Mae €4uHOro
BM3HAYEHHS, OfHaK HayKOBLji CXOASTbCSA B AyMmui Npo
Te, Lo Ynpas/iHHA KNIEHTOOPIHTOBAHICTIO HUHI € ayXe
aKTyasTbHM 3aCO60M JOCSATHEHHS Linieli nignpryemMcTBea.

Y Tabn. 1 HaBeAeHO AeKinibka BU3Ha4YeHb TepMiHa
«KJTIEHTOOPIEHTOBAHICTb», 3P06/IEHO BUCHOBKM LLIOAO
NO3NTUBHUX Ta HEraTuBHMX PUC HaBegeHux dop-
MY/I0BaHb. FK MOXHa no6aynTy, HayKoBLi MarTb
BNacHy OyMKY MpPO BM3HAYEHHA TepMmiHa, Wo AoChi-
DXKYETbCA, ane eAVHUMUN € PO3YMIHHA HEOOXiAHOCTI
3a/10BOJIEHHSI CMOXMBAYIB Ta MOX/MBICTb OTPMMAHHS
Bifl LLbOr0 [0AaTKOBOro MpuoyTKy.

I. MaHH po3rnagae KiEHTOOPIEHTOBAHICTbL He
MPOCTO SIK OPIEHTALi0 Ha MOTPebUu CrnoXuBadyis, ixX
Kpalle pOo3yMiHHS, ane i sk Te, L0 3a40BOJEHI Kii-
€HTN ByAyTb 34iACHIOBATM NOBTOPHI MNOKYMKKU, NOLUK-
ptotour iHhopmalLito NPo BAACHWIA NO3UTUBHUIA AOCBIS
KyniBni ToBapy Ta MOro BUKOPUCTaHHS, CTUMY/0BaTH
MosiBy HOBMX KJ/EHTIB, WO 3'BASATLCA 3a pPaxyHOK
pekomeHAaui HasiBHUX.

HesBaxaroumn Ha Te, WO 6araTo KOMMaHiiA no3u-
LiOHYIOTb cebe sK KNIEHTOOPIEHTOBaHI, AeK1apytTb
CBOK MICIt0 SIK OpiEHTAL,0 HA MakCMMaslbHe 3a40B0-
NIEHHA CNoXuUBaya, Hacnpasgi BOHW He € TakuMu abo
BUKOPUCTOBYIOTb MOX/IMBOCTI L€ KOHUENUT Heno-
BHOI Mipot0. [1/19 NOBHOIO i 3aCTOCYBaHHSA Cif, pos3-
rNAfaTy ynpaeniHHA KNIEHTOOPIEHTOBAHICTIO SIK OAUH
3 6Gi3Hec-npoLeciB opraHizauji, AeTanbHOro aHanisy
ONTUMaUTbHOT CTPYKTYPU Ta 3MICTY.

3 no3uuii cuctemHoro nigxody 6isHec-npouec
ynpaBiHHA KTIEHTOOPIEHTOBAHICTIO Ma€ pPo3rnsgaTucs
B KOMMJ/IEKCI 3 IHLUMMUW CKNagoBUMM Yrpas/liHHA rocno-
[apCbKoto OisNbHICTIO NiANPUEMCTBA, B NOEAHAHHI Ta
CVHEprii 3 IHWMMM OCHOBHUMW Ta A0AATKOBUMU 6i3-
Hec-npouecamu, WO CrpsMOBaHi Ha BUKOHAHHSA MiCil
Ta AOCArHEeHHs cTpaTeriyHnX Ljiiein opraHisadii.
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Tabnmya 1
Migxoan 00 BU3HAYEHHA TEPMiHA «K/TIEHTOOPIEHTOBAHICTb»

®.E. BebeTep [11]

ABTOp Bu3HayeHHs
P. LewneHge, YacTrHa KOprnopaTyBHOI Ky/bTypy, Habip NepekoHaHb, WO CTaBWUTb IHTEpecH KiieHTa Ha neplue
x.Y. dapnei, MiCLie NMOPIBHSIHO 3 iHTepecamy MeEHeKEPIB, aKLOHEpIB, NpaLiBHMKIB. POKyC poOUTLCA HE TiSTbKu Ha

PO3yMiHHI NOTPE6 HAsIBHWX | MOTEHUIAHNX KITIEHTIB, asle i Ha PO3yMiHHi iX LHHOCTEl | nepeKoHaHb.

IHiLjaLis NO3UTUBHUX eMoLili Ta 3axBaTy Yy MOTEHUINHUX Ta HAsABHUX KAIEHTIB, L0 NPUBOANTL A0

C.®. Cneiitep [4]

I. MaHH [4] BMOOpPY TOBapIB i NOCAYr NEBHOI KOMMaHIi cepep, 6e3Midi KOHKYPEHTIB, MOBTOPHUX MOKYMOK Ta
OTPVIMaHHS HOBUX K/IEHTIB 3@ paxyHOK peKoMeHZaLii HasgsBHUX KAIEHTIB.
PO3yMiHHSA LiNbOBUX MOKYMLiB, 3a40BO/IEHHS X NOTPed, NOBHE PO3YyMIHHSA 1X NaHL0XKa CTBO-
Ibx.K. Hapsep, Yl L ynuie, 3aj p posy L

PEHHS LiHHOCTI i il pO3BUTKY B MalibyTHbOMY, PO3YMiHHSA NOTPE6 He TiflbK1 BIaCHUX KMIEHTIB, ane
1 yCixX YsieHiB KaHay po3noginy.

B.B. BycapkiHa [2]

OpieHTauis nignpuemMcTBa Ha MakCuMasibHe 3a[l0BOJIEHHS KIliEHTA.

B. lowkos [3]

34aTHICTb opraHizalii oTpMMyBaTV A0AATKOBUIA NPUOYTOK 3a paxyHOK rMBOKOro Po3yMiHHA i
e(eKTMBHOIO 3aJ0BO/IEHHS NOTPED KIEHTIB.

A.A. PycaHoBa [6]

Mpouec, cnpsiMoBaHuii Ha 36iNbLUEHHS XXUTTEBOTO LMKy B3AEMOZIT KOMMaHii 3 KNIEHTOM.

B.M. PmxkoBcbkuii [7]

IHCTPYMEHT ynpaBniHHA B3aEMOBIAHOCYHAMK 3 K/liEHTAMW, HaLi/IEHNA HAa OTPMMaHHS CTIiKoro
npuéyTKy B [OBrOCTPOKOBOMY Mepiogi, Wo 6a3yeTbCsi HA TPbOX KPUTEPIAX, TakMX siK Ko4oBa
KOMMETEHL,iSl, LUi/IbOBI K/MIEHTY 11 PIBHICTb NO3WLINA.

H.M. Ps60KoHb [8]

KntouoBa KOMMETEHLisi KOMNAHIT, L0 BUPaXaETbCA B NParHeHHi A0 BCTAHOB/IEHHS 1 PO3BUTKY
napTHepCbKMX BIAHOCKH 3 K/IEHTaMK, a TakoX 3 6yAb-AKUMU KOHTpareHTamu sk y 6i3Hec-ekocuc-
TeMi, Tak i BcepeaviHi opraHisauii, o 6a3yeTbCs Ha PO3yMiHHI Ta 3810BOMEHHI iXHIX K aKTUBHUX,
TakK i NaTeHTHXX NOTPeB, a TakoX MakcMMmi3aLii nprbyTKy Ha Liili OCHOBI.

E.A. CemepHukoBa [9]

3paTHiCTb opraHisayii oTprMyBaTh NPMBYTOK 3a paxyHOK IMMOOKOro Po3yMiHHS i edpeKTUBHOIo
3a/10BOJIEHHS NOTPEe6 CBOIX KMIEHTIB.

H.B. TpyLukiHa,
H.C. PuHkeBuu [10]

IHCTPYMEHT TpaHchopmMaLii cuctemm ynpasiHHS B3aEMOBIAHOCUMHAMM 3i CMOXMBaYaMu, a Takox
edpekTmBHa (hopma napTHEPCLKOT B3aeMOoAil NiANpUeEMCTBA 3i CNoXMBadamMm B KOHTEKCTI KOHLLeN-
Uil MapKETUHTY B3AEMOBILHOCVH.

Y mxepeni [9] npouec ynpas/iHHA KNIEHTOOPIEH-
TOBAHICTHO PO3rNAAAETLCA 3a/1EXKHO Bif BUAY K/liEH-
TOOPIEHTOBAHOCTI 3@ NEBHUMU KPUTEPIAMU, AKI yTOu-
HeHi B Tabn. 2.

OpHak, Ha Hally AymKy, Us knacuduikauisi Ta onuc
NpoLeciB HEMOBHOK MIPOH0 Bi0GPaxatoTb BECh NPOLEC
B3aemogji 3 KnieHTamu, 30kpema, He BpaxoBaHO BUKO-
PYICTaHHs Cy4acHux LnhpoBrx 3acobiB, CTBOPEHHS 6a3
JaHvx, BifdyBaeTbCA OpieHTaLjs TifIbKU Ha NepcoHaU.

YnpaBniHHA B3aEMOBIAHOCMHAMM 3 KJliEHTaAMU
LUIMPOKO BMKOPWUCTOBYETLCS CbOrOfHI, asie BNpoBaj-
XEHHSA Ta PO3yMiHHS KOHKpEeTHUX O6i3Hec-npoLecis
KNIEHTOOPIEHTOBAHOCTI PI3HUTLCA 3a1EXHO Bif, PiBHA
B3aEMOJji 3 KNIEHTOM, TUMY PUHKY Ta rasysi, Ha SKoMy
npayoe komnais. BisHec-nmpouecn MNOBUHHI ByTH

po3po6/eHi Ta BNPOBaMKEHI, LO6GU CNpuaTh ycrixy
KOMMNaHil y 0BroCTPOKOBOMY MepioAi.

AHasi3 HasiBHMX HayKOBUX [Kepen fdaB 3Mory
BUAINNTU Taki OCHOBHi enemeHTn Gi3Hec-npoLecis
KNIEHTOOPIEHTOBAHOCTI KOMMaHii (Tabsn. 3).

Ak MOxHa nobaunTy 3 Tabsn. 3, 6izHec-npouec Ki-
€HTOOPIEHTOBAHOCTI Mae OXOnJBaTu BCi BUAW B3a-
emMopji nepcoHany nianpueMcTBa 3a KnieHTaMu: Bif,
aHanisy puHKy Ta BUSBMEHHA NOTpeb cnoxusadis [0
ynpaB/iHHA 3BOPOTHIM 3B’SI3KOM, TOOTO BUSIBMIEHHS
BiZLK/TMKIB CMOXMBAYiB NPO NPOLEC NPOAAXKY, & TakoX
ekcnsyaraujito npuadaHoro NPoayKTy.

PaujioHanbHe ynpaBniHHA Gi3HeC-MpoLecom KJii-
€HTOOPIEHTOBAHOCTI AACTb 3MOry 30i1bLINTK BUrogy
Bif BiAHOCWUH 3 K/liEHTaMW Ta 3a0BOJIEHHS Bif, CMo-

Tabnmuga 2
Buau KnieHTOOpPieHTOBAHOCTI KOMNaHii
KpuTepiii Bupg, knieHTo- . . .
putepiv | VIA KNIEHTO- onuc BUAY KNi€EHTOOPIEHTOBAHOCTI
Kknacudikaw,ii OpieHTOBaHOCTI
30BHiLWHA CrnpsiMoBaHa Ha PO3BUTOK B32EMOBIZHOCWH i3 30BHILLHIMIY KNiEHTaMy opraHisadlii.
Tvn KnieHTa BHVTDILLHS CnpsiMoBaHa Ha PO3BUTOK B3aEMOBIAHOCUH 3 BHYTPILLHIMK KAieHTamu (cnis-
yTp po6iTHUKamMK i nigpo3ainamu Liei opraHisadi).
. iEHTaUito Ha CTiliki BiAHOCUHM 3 MEBHMM CMOXMBaYeEM ney WH
InavBiayanbHa OpieHTalljto Ha ¢ [IHOC 3 ne croxvisavem 3abesnevye of|
dopma npauiBHuK.
BifjNOBIAa/IbHOCTI KonekTneha OpieHTauilo Ha CTiliKi BIAHOCUHM 3 MEBHWMM CMoXuBayem 3abesnevye rpyna
npaviBHUKIB.
o BasyeTbca Ha [OTPYMaHHI pernameHTy NoBeaiHkuy 6e3 NigKpinieHHA BHYTPILL-
[JemoHcTpauiiHa asy AoTpUM P o y A AKD yip
rnuéuHa HIMW yCTaHOBKaMM, LIHHOCTSAMU 11 MOTMBaMU.
03BUTK . 3acHoBaHa Ha BHYTPILLHIX LiHHOCTAX camoOro npaliBHMKa, BigobpaeHa
P y BHyTpilwHbO-0Cc060Ba |~ - . yTp . pau » BIAOOPAKEHE
B 1010 NPOBIAHNX MOTMBAX | YCTAHOBKAX, & TakoX NPOAB/ISAETLCA B NOBEAIHL.
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Tabnmuya 3
OCHOBHI CK/1aA0Bi Gi3Hec-NpoueciB KNMNiEHTOOPIEHTOBAHOCTI NignpuemcTea

Ne HasBa cknagoBoi npouecy Oonuc npouecy

1 | AHani3 puHKy AHai3 KHUOBKX PUHKOBUX TEHAEHL Ta NOTEHLLia/IbHMX LiIbOBYIX IPYM K/IEHTIB.
2 | YnpaB/iHHA KOHTaKkTamm 36VpaHHsi, CTPYKTYPYBaHHS Ta aHaulisyBaHHS 3aX0/iB [/151 COXVBAYIB Ta KITIEHTIB.
3 | IngmBigyanbHW Npogax MpaAmMKii NPOAAX Yepes TOProBUX areHTIB YN MEHeKePIB.

4 | e posnoginy e e wencossa soras "
5 | YnpaBniHHA nepcnekTBamMmn npogaxy | BusHauyeHHs nepcnekTyB Npoaaxy.

6 | YnpasniHHA KOMNaHie MnaHyBaHHA, PO3BUTOK Ta aHani3 ynpas/iHHA KOMMNAHIEH.

7 | AHani3 cnoxusadis OLUjHI0BaHHS KNIEHTIB K 6a3u A5 CTPATENYHOIr0 CErMEHTYBAHHSA Ta KOHTPOJTIHTY.

BcTaHOBMEHHS CTiliKMX BiAHOCKH 3 K/IEHTaMMU LLUSIXOM NPOAOBXEHHS fianory
AN NiABULLEHHS KoedilieHTa YTPYMaHHS CnoXuBada Ta YacTku MpoJaxis
y raMaHuji cnoxunsada (Share of Wallet — SOW).

HenpoaaxHi KOHTaKTK, WO iHiliioBaHi knieHTOM (30Kpema, 3anutaMu Lioao

8 | YnpaBniHHS NOS/ILHICTIO

9 | CnoxuBuunii cepsic

CepBICHOT NIATPUMKMN).

10 | YnpaBniHHA 3BOPOTHIM 3B’SI3KOM

PeeCTpau,iﬂ 1 aHaU1i3 NO3UTUBHOTO Ta HeraTMBHOIO 3BOPOTHOTO 3B’A3KY.

XVMBaHHA TOBapy uuM nocnyru. byab-sikmin 6i3Hec
cnoyatky CTBOPHE LiHHICTb A/1 CBOIX K/IEHTIB 3a
[0MOMOroH0 CBOIX MPONo3uLii, a B NpoLeci oTpumye
LiHHICTb Bif CBOIX K/IEHTIB Y BUTNSAI NPUOYTKY.

MpornoHoBaHa cxema ynpasniHHA 6i3Hec-npoLecamm
KNIEHTOOPIEHTOBAHOCTI CK/1aaETbCA i3 CeEMM eTaniB.

1) OpraHizaLis npouecy BAOCKOHa/IEHHS B3aEMO-
Aii 3 knieHTamu. Lleli eTan nounHaeTbCca 3 Nobya0Bu
6aueHHsa Ta Liieil NPOEKTY BAOCKOHa/IEHHS BGi3Hec-
npouecy KNiEHTOOPIEHTOBAHOCTI opraHizauii. Takox
11 cnif OUiHATK WOA0 rOTOBHOCTI A0 BAOCKOHA/IEHHS,
AKa BPaxoBYE Pi3Hi acnekTu.

2) P0O3yMiHHSA 3aMOBHMKaA. AKLLO OpraHizaujisi xoue
OpIEHTYBATUCH Ha K/liEHTA Ta MapKeTVHT BiZHOCWH,
T NOTPIGHO crnoYaTky BU3HAYMTK Ta 3pO3YMITU CBOIX
KNIEHTIB, a TakoX AmudpepeHLioBaTty iX Woao ix LjiH-
HoCTell Ta NoTpeb, TO6TO HEOOXiAHO BU3HAYMTY CBOIX
KNIEHTIB | rNMBOKO X 3po3ymiTu. MoTim cnig knacudi-
KyBaTW CBOIX K/TIEHTIB HA OCHOBI LiHHOCTI, SIKY BOHU
MalTb 419 pipMK, a Takox 3 OrfisAy Ha ix notpeou.
KomnaHii cnig B3aemogiaTu 3i CBOIMU KNieHTamu,
LWo6M 3p03yMiTH X Ta HanalTyBaTu iXHIi NPOAYKTM Ta
nocayru BigNOBIAHO A0 NOTPEO6 CBOIX KITIEHTIB.

3) Bubip enemeHTiB npouecy. MeTolo LbOro etany €
BMOIp enemMeHTiB Gi3Hec-npoLecy, siki Oi/lbLLe NoB’si3aHi
3 BUMOramy 3aMOBHUKa 33159 B4OCKOHA/IEHHS.

4) Po3ymiHHA npouecy. Micna Bubopy KPUTUHHUX
NpoLeciB A5 BOOCKOHA/IEHHS HacTae yepra posy-
MiHHSA BUOGpaHoro, BCe6IYHOro aHanisy KOXHoro ene-
MEHTY 3a4/s1 BUSABMIEHHA MpoGaeM Ta LWIsXiB 1oro
BLOCKOHaJIEHHS.

5) MokpallleHHs1 npouecy. MeTo LpOro etany €
BAOCKOH&J/IEHHS! BU3HAYEHMX NPOLECIB HA OCHOBI BMKO-
PUCTaHHSI MOXX/TMBOCTEN iHdpopMaLLiiHNX TEXHOOTIN.

6) Peanizauina. [lpouec peanizauii NPOEKTY
BAOCKOHA/IEHHS MOMAraEe y BXWTTI 3arnpornoHOBaHUX
3axofiB, a TakOX BUSIBMEHHI MpOrasivH Ta NOMU/IOK
y 3anpornoHOBaHin MeToAo/orii.

7) OUuiHIOBaHHA. 3ak/ItO4HUIA  eTan CTOCYETbCS
OLiHIOBaHHS NpoLecy nic/ia Aoro NnepenpoeKTyBaHHS.

BUCHOBKM 3 NPOBEOEHOro AOC/imKeHHs. 1po-
BEAEHNA aHasli3 HasiBHMX MiaXo4iB A0 BM3HAYEHHS
TepMiHa «K/iEHTOOPIEHTOBAHICTL» MOKasaB BiACYT-
HICTb €QUHOro nigxody A0 PO3YMIHHA UbOro TepMmiHa,
30Kpema, ioro po3rnsgatoTh SK NPOLEec, KOMNETEHLLO,
IHCTPYMEHT MapKeTUHIy abo napTHepPCbKOI B3aEMOg;i.
3anpornoHoBaHO Po3rNAAaT KliEHTOOPIEHTOBAHICTb
K CUCTeMy ynpaB/iHHS Gi3Hec-npouecaMun BCTaHOB-
NIEHHS CTIKUX B3AEMOBIAHOCUH 3 KiEHTaMu 3aassi
MakcumizaLii 3af0BONEHHS X NOTPe6G Ta NpubyTKO-
BOCTi KOMMaHii B CTpaTeriyHiii nepcnekTusi. 3anpono-
HOBaHa MeTOA0/10ris BAOCKOHa/IEHHS Gi3Hec-npouecy
KNIEHTOOPIEHTOBAHOCTI  MICTUTL  MOETanHy CTPyk-
TYpy, SIka Mae NoserwmnTy 3aBaHHs BAOCKOHa/IEHHS
yrnpaBniHHA HUM. [pakTU4He 3Ha4YEeHHsI NPOBELEHOTO
OOCNIDKEHHS NoMsrae B MOX/IMBOCTI 3aCTOCYBaHHS
NPONOHOBAHOI CXeMW YnpaB/iHHA Gi3Hec-npouecamm
KNIEHTOOPIEHTOBAHOCTI ANs NiABULLEHHST ed)eKTUB-
HOCTI AisSiTbHOCTI BITYN3HAHUX NiANPUEMCTB. MNogasbLui
JOCNiMpKEHHA MatoTb AeTaslbHille PO3KPUTU METoLO-
norito ynpaeniHHa 6i3Hec-npouecammn KNiEHTOOPIEHTO-
BaHOCTI B KOHTEKCTI AeTanizalil npowuecis onTumisawi
KOXHOrO eTany B yMoBax LingypoBOT EKOHOMIKN.
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