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BITPOBAJKREHHSA CRM-CUCTEMHA B POBOTY IIIAIIPUEMCTB TPAHCIIOPTY
AR CIIOCIB ITIOJIITITEHHS PIBHA OBCJIYTI'OBYBAHHSA CIIO/JKUBAYIB

AHOTALIA

HuHilWwHe cTaHoBMLLE MapKeTUHry nepenbavae 3abesneveH-
HS1 €(PEKTUBHMX B3AEMOBUIIAHUX BIAHOCWH MiX BUPOOHMKaMK Ta
cnoXxueayamu, B3aEMOil0 MiX MOMMTOM Ta Nponosuuieto Ans
BCTAHOBMEHHSA [JOBroTpUBanux BIiOHOCWMH 3i CnoXuBayamu Ta
naptHepamu. OHUM i3 HaWakTyanbHILMX MUTaHb MapPKETUHIO-
BOrO MEHeAXMEHTY € 3aBfaHHsA 3 HanawTyBaHHA edeKTUBHOI
Ta pesynbTaTtMBHOI pobOTU aaMiHICTpaTOpiB Ta MeHemxepiB i3
npogaxy 3i cnoxusadamu. MNobyaoBa Takoro mexaHiamy norpe-
6ye 3Ha4YHNX pecypciB, Ik TPYAOBUX i HACOBMX, Tak i (hiHAHCOBUX.
Cawme Tomy 3acobu Ans noniniweHHs piBHS 06CNyroByBaHHs CMo-
X1BaYiB € NONYNAPHUM HanpsMoM po3pobrieHHs 6araTbox Ao-
CRigHMLBKMX KOMMaHin, a TakoX NignpuemcTs, WO NpauloTh 3
iHopmaLinHMMKu TexHonoriamu. B epy posBuTKy iHdopmauin-
HWUX TEXHOMOri NOTPIBHO NpuAMaTK TEXHOMOFIYHI PillEeHHS Ans
NoninLeHHNA NokKasHKKiB 3aa0BoneHocTi knieHTiB. CRM-cuctemu
— Lie OAMH i3 NporpamHuMX NPOAYKTIB, WO NiABULLYE pe3ynbTaTus-
HicTb 06CcnyroByBaHHs cnoxmusadis. 3amicTe Tabnuyok Microsoft
Excel, meceHpxepiB, 6araTbox LOKYMEHTIB Ta BiraHUMHM Mo Ka-
GiHeTax 3anuWaeTbCa OAMH-EQUHUIA cepBic. Y HbOro BXOOATb
nporpamu ans 360py gaHux Npo KNieHTiB, ynpasniHHA yrogamu,
KOHTPOMIO Hag MeHegXepamu, aHaniTUKM Ta NPOrHO3yBaHHS.
CRM-cucteMu € NporpecuMBHUM NPOAYKTOM Afs BUKOPUCTaHHS
Y pPi3HMX cdhepax NignpuemMHULTBA, Y TOMY YACHI i MapKETUHTY.

KnrouoBi cnoBa: cnoxusadi, piBeHb 06CnyroByBaHHsi, 06cny-
roByBaHHs, CRM-cuctema, 3a0BONEHICTb CnoXuBaya.

AHHOTALUA

CerofHsiLLHee NOMOXEHNe MapKeTuHra npegnonaraet obe-
crneyeHne 3aPEKTUBHBIX B3aVMOBBIFOAHbLIX OTHOLUEHWIA Mexay
npou3BoaMTENsS MK 1 NOTpebuTensmMu, B3aMMoaencTBme Mexay
CNPOCOM U NPEANOXEHNEM ANS YCTAHOBMEHWS [ONTOCPOYHbIX
OTHOLLEHWI ¢ NoTpebuTensiMu n napTHepamu. OQHUM 13 cambIX
aKTyanbHbIX BOMPOCOB MapKETMHIOBOTO MeHedKMeHTa SBNs-
eTca 3afjava Nno HacTpomnke 3(PEPEKTUBHON U pe3ynbLTaTUBHON
paboTbl aAMUHMUCTPATOPOB 1 MEHeIKEPOB MO Npogaxam ¢ no-
Tpebutensmu. MocTpoeHne Takoro MexaHu3ma TpebyeT 3Ha-
YNTENbHBLIX PECYPCOB, Kak TPYOOBbIX N BPEMEHHbIX, Tak U du-
HaHCOBbIX. IMEHHO NO3TOMY CpeacTBa ANS YNyYlEeHUs YPOBHS
obcnyxuBaHua notpebuTenen ABNsSeTCS NONYNsiPHbLIM Hanpas-
nexHvem paspaboTkM MHOIMX UCCNeaoBaTENLCKUX KOMMaHWUiA, a
Takke npeanpuaTvuin, paboTawwmnx ¢ MHMOPMaLMOHHBIMU TeX-
Homornsamu. B apy pasButMsS MHPOPMALMOHHLIX TEXHOMOrui
HY>XHO MPUHUMAaTb TEXHONOrMYECKNe peLLeHnst ANs yrny4ylueHns
nokasatenen yaoBneTBOpeHHOCTU knueHToB. CRM-cuctembl
ABMSAOTCA OAHUM M3 NPOrpaMMHbIX NMPOAYKTOB, @ Takxke peLle-
HMEM 3afayu Mo MOBLILEHUO Pe3ynbTaTUBHOCTM OOCHyXMBa-
HUA noTpebutenen. Bmecto Tabnuuek Excel, mecceHmxepos,
MHOTUX OOKYMEHTOB U1 6erotHu no kabuHetam OCTaeTCsl OAWH-
eONHCTBEHHbIW cepBuc. B Hero BxoasaT nporpammel ans cbopa
OaHHbIX O KMMeHTax, ynpaBrieHue chenkamu, KOHTpomns Hag
MeHeKepamu, aHanuTUKn U nporHoavposaHns. CRM-cuctembl
ABNSOTCH MPOrPECCUBHLIM MPOAYKTOM AN UCMOMb30BaHUs
B pas3nunyHbIX cdepax npeanpuHMmartenbcTBa, B TOM 4ucne u
MapKeTUHre.

KniouyeBble cnoBa: notpebuTtenu, ypoBeHb 00CNyKUBaHUS,
obcnyxuaHne, CRM-cuctema, yooBneTBOPEHHOCTb MOTpedu-
Tens.

ANNOTATION

Today's position of marketing involves the provision of effective
mutually beneficial relations between producers and consumers,
the interaction between supply and demand to establish long-term
relationships with consumers and partners. One of the most im-
portant issues of marketing management is the task of setting up
effective and efficient work of sales managers with consumers.
The construction of such mechanism requires significant resourc-
es, both labor and time, and financial. That is why the means to
improve the level of customer service are a popular trend for the
development of many research companies as well as companies
working with information technology. In the era of information tech-
nology development, technological solutions need to be taken to
improve customer satisfaction. CRM-systems are one of the soft-
ware products, which make the solution to the problem of improv-
ing the efficiency of customer service. Instead of Microsoft Excel
spreadsheets, messengers, many documents and office chairs,
one-on-one service remains. It includes programs for collecting
customer data, managing transactions, controlling managers, an-
alytics, and forecasting. CRM-systems are a progressive product
for use in various areas of entrepreneurship, including marketing.

Key words: consumers, level of service, service, CRM-sys-
tem, customer satisfaction.

IToctanoBka mpoOdeMHu y 3arajibHOMY BUTJIAIL
Ta il 3B’A30K i3 Ba)KJIMBUMHHAYKOBUMU UM IIpPaK-
TUYHUMU 3aBIAHHAMU. Ba'KJIUBICTHL CEKTOPY IIO-
Ccayr i AKicTs oOCJIYyroByBaHHS OABHO BUHIILIN 3a
Merki TeoperuuHoi auckKycii. BinbmnricTe KomMmaHin
po3aisifge TOUKY 30py, IO IIiABUINEHHS SIKOCTi 00-
CJIyrOBYBAHHS KJII€HTIB € KJIIOUOBUM YNHHUKOM
ycmixXy B KOHKYPEHTHill 60poTh0i. [JocsArHEeHHSA BU-
COKOT'O PiBHS 3a0BOJIEHOCTI AKiCTIO MOCJIYT IIOKYII-
meM 3aBKAU Oyae BaKJIMBOIO METOI0 YIPABIiHHSI
s OisHec-opraHisarriii. B epy indopmaliifinux Tex-
HOJIOTi#I TIOTPiOHO MPUIMATH CYYACHI TeXHOJIOTiuHi
pillleHHA OJIS TOJOIIEHHA PiBHA OOCIYyTOBYBaHHS
CIIO;KMBAUYIB, IO HNPAMO HPOIOPIIiNHO BILJIMBA€E Ha
TOBTOPHE 3BEPHEHHSA [0 MOCIYT MiAIPUEMCTBA.

AHajiz ocraHHiIX mocHigiKeHb i myOaikamiii, B
AKMX 3all0YaTKOBAHO PO3B’A3aHHA AAaHOI mpob.e-
MU 1 Ha AKi cnmupatoThea aBTOopu. lociimxeHHAM
piBHA 06GCJYroByBaHHSA KJII€HTIB Ha IIiAIIpPHEMCTBI
3aiiMajiacs 3HaUHA KIiJbKiCTh BiJOMHX HayKOBIIiB
y cepi MeHeIKMEHTY Ta MapKeTUHTY OopraHisarii:
O.K. Oitnep [5], O.P. Exgxen [9], T.II. Kamura
[4], H.O. Kuazera Tta O.A. Kuasesa [3], JI. Cyniau-
BaH [8] Ta in. Jana Tema y cepi TpaHCIIOPTHOTO
0isHecy He JHOCHUTH JOCJiIKeHa, TOMY BHMAarae IIo-
JMaJIBIIIOTO PO3POOJIEHHA.

HeBupineruM nuTaHHAM 3aJIUIIAETHCA BILJIUB
CRM-cucteM Ha IMOJLIIIEeHHSa PiBHA 0OCIyroBY-
BaHHA CIOKUBaUiB.

EKOHOMIKA TA YIMPABNIHHA MIAMPHUEMCTBAMM
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KnacnuHuii npuBaTHMIA yHiBEpCUTET

dopmyT0OBaHHSA ITiJied cTaTTi (IMocTaHOBKa 3a-
BaaHHA). Mera crarTi — OOT'PYHTYBaHHA Ta BUOip
CRM-cucreMu Ha MiAIIPUEMCTBAX TPAHCIOPTY IJIs
THOJIITIIIIeHHA PiBHA 00CJIYyroBYBaHHS CIIOXKMBAUiB.

Bukaag ocHOBHOrO MaTepiany JOCTiIKeHHS 3
TMOBHUM OOTDYHTYBAHHAMOTPUMAHUX HAYKOBUX
pesyabrari. IIpuunHO0 icHYBaHHA OYAL-AKOTO
OignpreMcTBa € cooKuBaui. YumaJio ronei HayThb
y OisHec, OpieHTyIOUMCH IIepeAyciM Ha OTpPHUMAH-
HA TpuOyTKy. AJle TOCATTH HOTO HEMOIKJIUBO 0e3
CTBOPEHHS HaJIe}KHOI KJieHTChKOI 6a3W Ta BUSB-
JeHHs moTpeb i GaskaHb, IO MHOPOIKYIOTH imeil
OpPOoAYKTiB um mocayr. OT:Ke, CIOKHBaYi IIOBUHHI
OyTHM mepIlmoi0 BiAOpaBHOIO TOYKOIO MOJA PO3PO-
Onmenusa Ta peasisarmii 6isHec-imei. Ak cmokmBau,
Tak i mizmpumemerns abo OisHec-JIimep posymie, IO
OigIpHUeEMCTBA iCHYIOTh OJA 3a40BOJIEHHS IIOTPed
KJIi€HTiB, a Ti, XTO IILOTO He POOUTDH, MIBUIKO 3HU-
KaioTh i3 puHKYy [10].

VY 6ismeci € suie aBa peaJbHUX BHMipIOBaH-
Hs: BigHOCMHU Ta mpubyToK. OCch YoMy 0GCIYTOBY-
BaHHSA KJIE€HTIB € OZHUM i3 KJIIOUOBUX UMHHUKIB
y mpoilieci KymiBii Ta mpomaKy, oCOOJMBO IIOCIYT,
TOMY IO IIe IpsAMe IIOBEePHEHHS M0 MeTHu OisHecy.
e xkarouoBUit BUMip AmijmoBoro ycuixy. Havtycmim-
Himri 6isHecMeHU BBa’yKalOTh, IO KJII€HTH HaBiTh
TOTOBi BimiMOBUTHCSA Bif IIEeBHOI AKOCTiI MPOAYKIILii,
SAKIIO BOHM BBaYKATUMYThb, IO 3aBXKAU Oyle Ipu-
CYTHill BUHATKOBUM CepBic 1070 00CIyroByBAHHS
KJII€HTIB.

Coo:kuBaui mparHyTh MaKCUMi3yBaTHU IIiHHiCTH
BUXOAAYN 3 NPUAHATHOCTI BUTPAT Ha IOIIYK IIO-
TPiOHOI mocJayru, piBHA 3HAHBL IIPO MOCIAYTY, MOIK-
JUBOCTENM mepecyBaHHA 1 piBHA npoxoxiB. Bouu
GOopMyIOTh IIeBHE YABJEHHS IIPO MPOTHO30BaHY
mimgicTy i1 girors Ha #ioro ocHosi. Ilicias 1boro
BOHU IIOPiBHIOIOTH peaibHY, OJepP:KaHy HUMU ITiH-
HIiCTBH 3 OUiKyBaHOIO, i pe3yabTaT IIHOT'0 IIOPiBHAH-
HSA BILJIMBA€ Ha CTYIIiHb 1X 3aJI0BOJIEHHS i ITOBEIiH-
KU IIiJ yac 3aMOBJICHHS.

BaxxauBuM TMOKa3HUKOM  pPe3yJbTaTUBHOCTL
MapKeTUHI'0BOl cTparerii € CTyIiHb 3aJ0BOJIeHHS
CIIO’KMBaua Big 3mificHEHOI IMOKYIIKU, AKWN 3aJie-
JKUTBh Bif TOro, HacKiJbKM BOHA BigmoBizae ioro
ouikyBaHHAM. CIIOKMBaui MOMKYTh BiuyBaTu pis-
HU# cTymiHb 3amoBoseHHA [11]. ko BaacTuBocTi
TOCJIyT 3 00CJIyrOBYBaHHA X aBTOMOOiIS BiApisHs-
IOThCA BiJf OUiKyBaHMX, TO CIIOKHBadi IepebyBa-
IOTh Y He3aJ0BOJIeHOMY cTaHi. SIKIimo BiacTuBOCTi
BiIIOBiTalOTh OUiKyBaHHAM, TO CIIOXKMBAYi Imepe-
OyBaIOTh y CTaHi 3aJ0BOJIeHHA. SIKIIIO BJIaCTUBOCTI
HOCJYT, HaJaHUX CTAHIII€I0 TeXHIUYHOTO 06CIyTOBY-
BauuA (CTO), mepeBepIyioTh OUiKyBaHHS, TO CIIO-
JKMBAYi MaloTh CTAH IJIMOOKOI'O 3aJ0BOJIEHHSA a00
Hacosonu [10; 12].

Cepen TMiATIPUEMCTB TPAHCHOPTY HAMOIJIBII
KJiaienToopientoBanumu € came CTO, Tomy 1110
3Me0ibIIIOT0 MPAIOI0Th i3 (isuuyHUMU ocobaMu.
YTpuMaHHS TaKUX CIOKUBAUiB 38 PAXYHOK IIOJIII-
IIeHHs OOCJIYrOBYBAHHA € AYKEe BAKJIUBUM [JIs
PO3BUTKY IiAIIPUEMCTBA.

Pienb obcayroByBarHA cunoskuBauiB CTO sase-
JKUTh BiJ 0araTbox UYMHHUKIB, cepelm AKUX:

— 3pyune poaramnyBanHa CTO;

— BUYacHe MPUNHATTS 3aMOBJIEHHS;

— IIIBUAKA JiaTHOCTHUKA IPOOJIEeMU;

— BYacHe Ta AKicHe BUKOHAHHS 3aMOBJIEHHS;

— KOPOTKHII TepMiH OUiKyBaHHS aBTOMODOiIs;

— NpPUUHATHUN pe3yabTar.

Cuctemy OOCJIYyrOBYBaHHS KJI€HTIiB MOMKHA
OOJIIIIIIUTHA 3a PaxXyHOK yupoBamxenua CRM-
cucteM” B POOOTYy MiATIPpMEMCTBA Ta NPOBEIEH-
HA HaBUaAHHA JII MeHeI)KepiB Ta aaMiHicTparo-
pis CTO. CRM-cucrema (Customer Ralationship
Management) — me mpukJagHe mporpaMHe 3abes-
HmeUYeHHA OJA MiAIPUEMCTB, MpPU3HAUeHe AJA aB-
ToMarusarii crpareriit B3aemozii i3 3aMOBHUKaMU
(kyaieHTamMu), 30KpeMa Jid IIiABUINEHHS PIiBHA
OpomasKiB, onTuMmisalii MapKeTHHTY i IOJimineH-
Hs 00CJIyroBYBaHHS KJII€HTIB NIIAXOM 30epesKeH-
HA iHdopmarii mpo KaieHTiB Ta icTopii B3aeMuH i3
HUMMU, BCTAHOBJICHHSA i moJinineHHs 6GisHec-mpoire-
ciB, IOJAJBIIIOTO aHAJiI3y Pe3yJabTaTiB Ta iH.

OcHoBHOI0 MeToI0 BirpoBamkeHHA CRM-cucremu
€ 30iJbIIIeHHS CTYIIeHs 3aJ0BOJIEHOCTI KJIi€HTIB 3a
PaxyHOK aHaJidy HakonuuyeHoi imdopmarii mpo
KJI€HTCBKY IIOBENiHKY, pPeryjaioBaHHA TapudHOI
TOJIITUKY, KOPEeryBaHHA iHCTPYMEHTIB MapKeTWH-
ry Ta iH. 3aBASKHU 3aCTOCYBaHHIO aBTOMAaTHU30Ba-
HOI IIeHTPaIi30BaHOl OOPOOKM JAaHUX 3 ABIAECTLCH
MOKJIUBICTh e()EKTUBHO i 3 MiHiMaJIbHOIO yYacTiO
CIiBpOOITHUKIB ypaxoByBaTu iHAMBiAyaJbHiI mO-
Tpebu 3aMOBHUKIB, a 3a PaxyHOK OIIePAaTUBHOCTI
00poOKY 3HificCHIOBATU PaHHE BUSABJICHHS PU3UKIB
i moTeHIiHMX MOXKJIHNBOCTEH.

B ymoBax cyuacHOT0O BUCOKOKOHKYPEHTHOTO
PUHKY KoMIaHii, AKi ynpaBisioTh BifHOCMHAMU
3 KJieHTaMM, MalOTh HabaraTto BHUIIl IIIaHCHA HAa
ycImix, aHiK Ti, SKi 1IbOTO He POOJIATH.

IIpodeciitno peanizoBani CRM-cucremu 3abes-
meuyloTh 0e3Jiu mepeBar AJs BiAmijay mpomaskis,
MapKeTHuHTy, CJHYKO0M HiATPUMKK i He TiJIbKU.
I ocy ocHOBHI 3 HUX:

— OpPUPICT TPOAYKTUBHOCTI IIiAIPUEMCTBA.
Barato pyuHuUxX nponeciB aBTOMaTHU3YIOTHCH, IO
icToTHO mimBHINYe Bigmauy Bim pobOTH HpalliBHU-
KiB Ta epexkTuBHiCTHL poOOTHM KOMIIAHII y IijgoMmy.
BaxkiuBuii MOMEHT y JaHOMY KOHTEKCTI — MOXK-
JUBiCTh BimifiTu BiA HeoOXiZHOCTI BUKOPUCTAHHS
mijiol HU3KM OKpPEeMUX IHCTPYMEHTIB, HAIPUKJIAL
Google Docs, cucreM mIaHyBaHHS 3aBAAaHb, 4YaTy
Ta iHIMUX OKpeMux cepsiciB. ¥ 6ararbox CRM yce
e iHTerpoBaHO B €IUHY CHUCTEMY;

— aBTOMATH3alIlisl IPOoIleciB podoTU 3 KJieHTa-
Mu. Y KOXHill KOMIIaHil € MOBTOPIOBaHI omeparrii
HUKYOTO PiBHA, HAIIPUKJIAL BiAIIpaBJeHHA 3BiTiB
3a MiACyMKaMu MicAlsdA, Ha aKi Moxke iiTu GaraTo
yacy. Heaxki CRM gatoTh 3MOry HaJallITyBaTH ix
BUKOHAHHA B aBTOMATUYHOMY PeXKUMi, I1030aBUB-
TN CIIiBPOOITHUKIB OJHOMAHITHINX 3aBIAHbD;

— edekTUBHe IJIaHYBaHHA 1 BifcTe)keHHS pe-
3yJabTaTiB pobOTHM MeHemKepiB. BuxkoHaHua 06a-
raTbOX B3aBAaHb Ije He 3a IJIAHOM, KOJIU JIIOAU
pobiaTh yce BpyuHY. 3 ympoBamkxeHHAM CRM-
cuCTeMH! MOJKHA ILJIAaHYyBaTH Ta KOHTPOJIOBATH 3a-
BIAHHSA OPOCTiIlle i mposopirre;
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— imdopmariiina 6asa gaa mapkeruury. Crae
MOJKJINBUM UYiTKe BifCTe)XKeHHA KOXKHOTO 3 eTalliB
BOPOHKHY IIPOJaKiB 1 3po3yMmijsio, AK Ta YU iHIIIA
MapKeTUHTOBa aKTUBHICTH BIJIMBA€ Ha IIOTIiK 3a-
MOBJIeHBb. [IpMUOMy MOMKJIMBOCTEH 3aCTOCYBaHHS
came 1A IHTepHET-MapKeTHHTY OijibIlle HiXK [O-
CTaATHBO;

— iHTerpamisa 3 iHIMIMMM IIPOAYKTaMHU, IO BU-
KOPUMCTOBYE MiATTPUEMCTBO y CBOill poboTi. Crrpodu
3poOUTH MPOAYKT, AKUI MpaIfoBaB OM 3a IPUHITH-
IOM «yce B OTHOMY», PiKO 3aKiHUYIOThCA YCITi-
X0M, ToMy geski pospooumxu CRM-cucrem mir-
JU iHIIUM ILJIAXOM, peajlisyBaBIIM iHTerpailirmo 3
iHIMUMU cepBicamMu, HATPUKJIAL IJd OyXraiaTep-
CbKOro O0O0JiKy, yHOpaBJiHHSA IpoeKTamMu, email-
poscuiiok i T. x. Ile mae 3amory 3pobuTu opraHisa-
miro 6GisHec-mpoIieciB MaKcHMaJIbHO OE3IIOBHOIO i
BUKOHYBaTHU OiJIBITY YacTUHY poOOTH Ha 6asi equ-
HOI mIaTgopMu;

— TOJITINeHHA BigfHOCUH i3 KiieHTamu [2].

Y mamomy mociimKeHHi OI[iHKa Ta aHAJIi3 BIPO-
Bamkenusa CRM-cucreMu 34iliCHIOETBCS Ha OCHOBI
maaux KII «ABTomiampreMcTBO 3 00CIyrOByBaHHSA
obJsacHOI pagu Ta obJacHOI Aep:KaBHOI agMiHicTpa-
mii». IlignpumeMcTBO IMEepeBasKHO 3aliMaEThLCS IIepe-
BE3eHHAMHU JIIOMelH, TeXHIiYHUM OOCIYyTOBYBaHHIM
Ta PEMOHTOM aBTOMOOiJIiB Ta IPOKAaTOM PYyXOMO-
ro ckJjany. ¥ cdepi oOCayroByBaHHS Ta PEMOHTY
aBTOMOOIIiB migOmpHMeMCTBO Haga€ TaKi IIOCHIYTH:
IiaTHOCTMKA, TeXHiuHe OOCIYyroByBaHHS; IIOTOY-
HUU Ta KaliTaJbHUN DPEeMOHT JBUTYHA, BY3JiB Ta
arperaTiB aBTOMO0iJIsI; 3MAaIllyBaJIbHO-3aIpaBHi po-
00TH; PEMOHT XOJOBOI YaCTUHM!; PEMOHT PYJIbOBOTO
MeXaHisMy; PEMOHT raJIbMiBHOI cuCTeMU; pe-
MOHT Ta peryJjloBaHHSA CHCTEeMU 3allaJIIOBAHHS;
PEMOHT eJIeKTPooOIafHAHHSA, eJIeKTPOTeXHIUuHi po-
00TH; BCTAaHOBJIEHHS CKJA; PEryJaioBaJbHi pobOTH;
poboTu 3 ITyMoizosAlii aBTOMOOiNIA; BCTAHOBJIEH-
HS CYIIyTHBOT'O OOJaAHAHHSA Ta iH.

Haa subopy Tunny CRM-cucremu HeoO6XigHO BU-
3HAYUTU HABIIO U AKi came QpyHKIII] TOBUHHA BU-
KoHyBaTu cucrema aaa KII «ABTomigmpmeMcTBO
3 obcayroByBaHHsA oO6JiacHOI pagm Ta o0O6JacHOL
IepskaBHOI agMmiHicTparii». Hamimpocrimoo dop-
MoOI0 oprauisaiii poboru 3 Kiaiearamu € Microsoft
Office Excel, mo BEUKOpHCTOBYeThCA HuHi. 1i He-
00ximHO 3aMiHMTH, TOMY IO, IIO-TIEPIlle, CHCTEMA
€ He3py4YHOI0 Yy BUKOPHCTAHHi, MO-Ipyre, OijgbIa
yacTHUHA HeoOXimHoro (PpyHKIlioHAJY, SKa LOCTYII-
Ha B CRM-cucremax, He MOKe OyTH peasizoBaHa
B Microsoft Office Excel, mampukian BemeHHS
KapTKU KJieHTa, BigmpaBxka SMS-moBimomieHHs
Y AipeKT-MeHJ TOIIIO.

Taxoxx He OymeMo OpaTu MO yBArm <«KJacHu-
Hy» CRM, Tomy 110 6isuec-mporecu Ha CTO Bifx-
Pi3HAIOTHCH BiJ IpPOIECiB Y «KJIACUUYHOMY» TOP-
roeomy OisHeci, Ha AKi po3dpaxoBaHa TaKa MOJeJb
CRM, a Tako:k amalTyBaTHU IITATHUMU CHUJIAMU
MigIpueMcTBa TaKi cucreMu, K, Hanpukjaanm, 1C
nigx KII «ABTomimmpueMcTBO 3 00CIyroByBaHHS
obGjacHOI pagum Ta o0JiacHOI Aep:KaBHOI aaMiHi-
cTpallii» OyZe DOCUTHL BaxKKO i He Ipu3Beme M0
OUiKyBaHUX pesyabTaTiB. BapricTh amamnrarii um

po3pobeHHs MOTPiOHOI Bepcii cucTeMu € JOCUTH
BUCOKOIO.

Came ToMy imeanbHe pillleHHA — Ile T'OTOBUH
CRM-npoaykr, poapobaenuii nig CTO, 3 moxkiu-
BicTiO iHTerparii CTOPOHHiX cepBiciB, TaKUX HAK
pisHomaHiTHI MeceHmKepu, Hampukgan Telegram,
a Takoxx cepsicu Google, SmsAero, 1C, Temedo-
Hig Vodafon, Facebook Ta im. Taxkox MoKaIuBi mo-
TOBHeHHA (YHI[ioOHANy 1 HaJalmTyBaHHSA I'OTOBOIL
CRM mixg KII «ApromimmpuemMcTBO 3 OOCJIYTOBY-
BaHHA 00JacHOI pagu Ta oGJiacHOI JepsKaBHOI aj-
MiHicTpaIii».

3rigao 3 mocaimyxeHHAMH (axiBIiB y cdepi
CTBOPEeHHSA IMU(PPOBOr0 KOHTEHTY IIiATIPUEMCTBA
Ziff Davis, mig uac subopy CRM kopuctyBaui 1e-
penycim 3BepTalTh yBary caMe Ha 3py4YHiCTb po0o-
™1 B cucTeMi. OTiKe, BUAIIMMO OCHOBHiI KpuTepii
oninoBanuaa rorosux CRM-cucrem gaa KII «As-
TOIiAIPUEMCTBO 3 00CIYTOBYBaHHS 00JIACHOI paau
Ta obJiacHOI JepsKaBHOI aaMiHicTpalrii»:

IPOCTOTA i 3pYyUYHicTL pobOTH;

— THYYKiCTh HaJAIITyBaHb;

— MOXKJIUBICTH iHTerpailii CTOPOHHiX cepBiciB;

— 3BiTH i craTucTUKA;

— MOJKJIMBICTh JOIIOBHEHHS (PpyHKITiOHATY;

— HAaJaIllITyBaHHS IIPaB JOCTYIIY;

— TexHiuHa MiATPUMKA.

CRM-nporpamMu IiIATbLCSA Ha IBi BeJIUKi Ipymu:
KOpoOKoOBi (abo meckTomHi) i xMapHi, ix m1e Hasu-
BatoTh oHJaH-CRM, a6o Intepuer-CRM. Kopob-
kKoBa CRM BuMarae ycTaHOBKM Ha KOMII IOTep, i
Bci mani s6epiraTumyThcs Ha cepBepi. OmuH pas
KYOyeThCcA IIporpamMa, sKa IIOBHICTIO HAJEXKUTDH
migmpueMcTBY. SIKIIO HEOOXigHO IIOChH IOITPAIlio-
BaTH, TO HeOOXiZHO HaWMaTH OOCBiJYEHOTO IIPO-
rpamicra.

B ommaiin-CRM-cucremax mporpamHe 3abesiie-
YeHHS Ta BCi maHi poarTaIoBaHi Ha cepBepi po3pos-
HUKiB, a TiATIPMEMCTBO OTPUMYE OHJIANH-AOCTYII
o cucTeMHu uepes Opaysep abo cleriaJbHy Iporpa-
my. KynmyBatu i BcTaHOBJIOBATH TpOrpamMy He IIO-
TpPiOHO, HOCTATHBLO JIUINE CILJIAYYBaTH a0OHEHTCHKi
BHecKHU. IIpu IIbOMY € MOKJIMBICTHL HAaJAIITYBaTH
CRM min cBoi 6isHec-mipoiecu abo caMOCTiiiHO ue-
pe3 HaJaITyBaHHA aKKayHTa, abo 3a JOIOMOTOI0
nporpamicrie CRM-nignpuemcTsa.

Haiikpamum pimntenuam Oyae BUOpaTH OHJIANH-
CRM-nporpamy, siKka He BUMAara€ agMiHicTpyBaHHS
3 OOKY KJIi€HTa, ¥ KOl € CBOS TeXHiuHA HiATPUMKA
Ta peryasapHi oHoBienua. Hiaa KII «AsBTomigmpu-
€MCTBO 3 00CJIyroByBaHHA 00JacHOI pagu Ta obJac-
HOI mep:KaBHOI aaMiHicTparlii» BuOepeMo OHJIAIIH-
CRM-cucremy, 00 BoOHa Ma€ Taki mmepeBaru, fAK:

— BigcyTHicT, HeoOXimHOCTI cTalioHapHOTO
cepBepa i mopororo o6jagHaHHA OJs YCTAHOBKU
mporpaMHOT0 3a0e3leueHHs i 30epiranusa BeJNKO-
ro obcAry maHux;

—  MOXKJUBICTDH 3afiTU B CUCTEMY 3 OYAb-AKOTO
KOMII I0Tepa uepes Gpaysep;

— yci OHOBJIEHHS, AKi BIPOBAIKY€E PO3POOHUK,
aBTOMATHUYHO 3 ABJSITHCA B yCiX KOPHUCTYBauiB i
iX He MOTPiOHO JOKYIIOBYBATU AK IJII KOPOOKOBUX
mporpam.
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Taoauma 1

IopiBaaaaa CRM-cucrem

CRM 1. SaleDrive 2. ServiceCRM 3. CRM «IIapyc»
DYHKITIOHATIBbHICTD 4 4 3
IIpocTora i 3pyuHicTs poboTH 5 4 5
I'HyukicTh HajIaIITyBaHb 4 5 3
MoskauBicTs iHTerpaiii cTopoHHIX cepBiciB 3 5 3
3BiTH i cTaTuCTUKA 3 4 4
MosxmBicTh fOTOBHEHHA QYHKIIiOHATY 4 4 3
HanamrTyBaHHS mpaB ZOCTYITY 5 4 4
TexuiuHa migTpUMEKa 5 4 3
3arajibHa OI[iHKa B 0ajgax 33 34 28
BapricTb, rpH./pik 2508 6288 3300

I acepeno: docaidxiernns asmopie

3pobuBIiiin aHamiz HimoBux oHaaiH-CRM-
cucTeM, MOKHA 3BEePHYTHM yBary Ha TPHU OCHOBHI
CUCTEeMMU:

1) CRM-cucTeMa mJisi aBTOCEPBicy UM aBTOCAJIO-
uy SalesDrive [6];

2) CRM-cucrema AJA PEeMOHTHUX MalCTepeHb
Ta cepBicHUX IeHTpiB Servicecrm [7];

3) CRM-cucrema giia aBrocepsicy «Ilapye» [1].

Hna dopMmyBaHHA pPeKOMEHAIil MO0 BIPOBa-
mxennasa CRM-cucrteMu Ha MiATIPUEMCTBI mpoBeme-
MO iX TOPiBHAJBHY XapaKTepucTurky (tabiu. 1).

BusnaueHHs Ta amHaJjida IOKasHUKIiB y TalJI.
x1 mpoBomMINCA METONOM EKCIEePTHUX OI[IHOK 3a
m’atTubanbHO0 IKaMoio (0 — HalimeHIuit 6am, 5 —
HaWBUIIMI) HA OCHOBi aHAJi3y ITpe3eHTAallill, CANTiB
Ta MPOOHUX Bepciii mpoaHandizoBanux CRM-cucrem
[1; 6; 7]. ExcnmepramMu BHCTyIIaJu KEPiBHUKH Ta
npoBiAHiI (daxiBii pisHUX HiAPO3IiNiB HmimgmpueMm-
CTBa, a caMe: KepiBHUK Bimminy oprawisarii mparri,
3aCTYITHUK HaYaJbHUKA 3 eKcILTyaTallii, rosoBHu
iH)KeHep, KepPiBHUK BiAmisy ImocTauaHHs, iHXKeHep-
exoHoMicT Ta im. Ili mpamiBHUKY MalOTh 3HAUHUN
IocBin v cepi obcayroByBaHHA aBTOMOOLIIB, TOMY
OI[iHKMH, III0 BOHM BUCTABJAIOTH, € BaJIiTHUMU.

Buxomaum 3i cmiBBigHOIIIEHHS «IliHa/3arajbHa
OIliHKa IOPiBHAJBHOI XapaKTEPUCTUKU» BUOUpPAE-
mo CRM-cucteMy [Jiss aBTOCEPBiCYy UM aBTOCAJIOHY
SalesDrive. as mociigKyBaHOTrO IMiANIpHUEMCTBA Y
niit CRM-cucreMmi icHYIOTh TaKi MOMKJIMBOCTI, AK:
BelleHHA 6a3u aBTOMOOINIiB Ta KJI€HTIB aBTOCEpPBi-
cy 8 CRM (Mozenb, KOMILIEKTAIlisd, PiKk BUIYCKY);
¢dopmyBaHHs icTopii pobGOTH 3 KJIi€eHTOM; IIJIaHY-
BaHHSA pobotu Texuiunoro Biamimy B CRM-cucremi;
3pyUYHUU KajeHZap B3alHATOCTI TexHiUHUX Qda-
xiBIiB; HaragyBaHHA KJI€HTY PO HEOOXimHiCTH
Texuiumoro ob6cayrosyBanua (TO); Bigcre)xkeHHs
OPONYINeHnX [A3BiHKiB; CTaTHCTHUKAa 3BepPHEHb,
KiJIbKiCTh [3BiHKiB, NPUAHATUX MeHeIKepaMu;
3amuc po3mMoB; SMS-noBigomiaernHs; SMS-poscuika
Ta (popMyBaHHS 3BiTHOCTI.

BuCHOBKH 3 IILOTO JOCIIiAKEHHS i IepCIeKTUBHU
TMOJAJBIIUX PO3BIMOK y JaHOMY HampAMKy. OTike,
BuOpaHa cucteMa pobotu 3 Kiaienramu SalesDrive
macte 3mory KII «ABTOomigmpueMcTBO 3 00CJIyro-
ByBaHHA 00JlacHOI paam Ta 00JIacHOI mep:KaBHOIL
anMiHicTparii» migBUMIUTH e(PEeKTUBHICTH TiAJb-
HOCTi, chopmMyBaTU peseBaHTHY iHMOPMAILiio II10J0

poboTu 3 KJi€eHTaMM Ta OIIOMOXKE JOCSATTH IIO-
CTaBJIEHUX ITijiefl TMOJIMIIeHHAa POOOTH 3i CIIOMKH-
BavaMM IIOCJIYT.

HaHe mocaimkeHHA MOKe OyTU BUKOPHCTaHE B
OPaKTUYHIA [OidAJbHOCTI migmpuemcTB cdepu 00-
CJIYTOBYBaHHS aBTOTPAHCIOPTY.
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IMPLEMENTATION OF THE CRM-SYSTEM
IN THE WORK OF TRANSPORT ENTERPRISES
AS A WAY FOR IMPROVING THE CONSUMER SERVICE LEVEL

The object of the research is the process of choosing a CRM-system at transport enterprises to im-

prove the level of customer service.

Subject: theoretical and methodological aspects of improving the level of customer service with the
help of CRM-system on the example of UC “Auto Enterprise for Servicing the Regional Council and

Regional State Administration.”

The purpose of the work is to substantiate and select CRM-systems at transport enterprises to im-

prove the level of customer service.

The article defines the essence of consumer value, the value of the level of service in modern

conditions, as well as factors influencing this indicator. The main precondition for the emergence of
consumer value is the process of order execution itself. One of the most important issues of marketing
management is the task of setting up an effective and efficient work of managers and sales managers
with consumers. The construction of such a mechanism requires significant resources, both labour
and time, and financial. That is why the means to improve the level of customer service are a popular
trend for the development of many research companies, as well as companies working with informa-
tion technology.

The general preconditions and the main reasons for the introduction of CRM-systems at the trans-
port enterprises are determined. CRM-systems include programs for collecting customer data, man-
aging transactions, controlling managers, analytics and forecasting. They simplify the routine, ac-
celerate the adoption of correct decisions and eliminate errors. The characteristics of the main types
of CRM-systems and their advantages are presented. The choice of online CRM-systems for transport
enterprises is substantiated.

The criteria of attractiveness are given and complex evaluation of specialized CRM-systems for
transport enterprises and a choice of optimal ones are carried out, as exemplified by UC “Auto Enter-
prise for Servicing the Regional Council and Regional State Administration,” as well as an assessment
of the capabilities of various CRM-systems.



