(Server Utilization) Ta Butpatu Ha xmapHi cepsicu (Cloud Spend), mo € mpsiMoio BHTpaToro Ha
TEeXHIYHI pecypcH.

3. Pecypcu noocvkoco kanimany. 1l kareropis MIKPECIIOE€ BUTPATH, TMOB'S3aHI 3
HalmiHAIIIM akTuBOM I T-kommaHii — ii criiBpoOiTHUKaMu. [TnmuaHicTh KaapiB (Employee Turnover
Rate) BimoOpaxae BUTpaTH, MOB's13aHi 3 BiATOKOM CIIIBPOOITHUKIB, @ TAKOXK OMIOCEPEAKOBaH1 BUTPATH
Ha BTpaTy 3HaHb. BapticTh HaBuaHHs Ta po3BUTKY (Training & Development Cost per Employee)
MoKa3ye iHBECTHIIi B pO3BHTOK mepconany. Hapemri, Yac 3akpurts Bakanciii (Time to Fill
Vacancies) € BAKJIMBUM MOKa3HUKOM €(DEKTUBHOCTI MpOIeCy HaliMy Ta BigoOpakae 4ac, MpoTIromM
SIKOT'O TIOTEHLIHHI T0X011 00 MPOIYKTUBHICTh MOKYTh OyTH BTpadeHi 4epe3 BiICYyTHICTH (haxiBIIiB.

i moKa3HUKHU B CYKYITHOCTI Ia0Th JIeTAIbHE YSIBICHHS PO TE, K1 PECYpPCH Ta B AKiH KIITBKOCTI
cnoxwuBae [ T-mianpueMcTBO A7 TOCATHEHHS CBOIX IILIEH.
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CYYACHI IHTEPHET-TEXHOJIOT'TI B YIIPABJITHHI KQMEPHIfIHOIO
JIAJBHICTIO IIAITPUEMCTBA (HA ITPUKJIAII KOMITAHII «HOBA ITOIITA»)

MODERN INTERNET TECHNOLOGIES IN MANAGING THE COMMERCIAL
ACTIVITIES OF AN ENTERPRISE (A CASE STUDY OF NOVA POSHTA COMPANY)

AHoTanig. Y cTaTTi po3IsIHYTO POJIb CYYacCHHX IHTEPHET-TEXHOJIOTIH Y CHCTeMi yNpaBJIiHHSI KOMEPIIHHOI0
JUSUTBHICTIO MiAnpueMcTBa. [IpoaHaai3oBaHO OCHOBHI HampsiMH ITUQPPOBOi TpaHchopMariii 6i3HeC-POIECiB Ha
npukitaznl kommanii «Hosa momrray. BusHaueHo kimo4oBi iHCTpyMeHTH enekTpoHHOI koMepuii, CRM-cucrem,
Big Data, a Tako>x BIpOBa>)KeHHSI aBTOMaTH30BaHUX CEPBICIB Y JIOTICTUYHMX ITpOIIEcax.

Abstract. The article examines the role of modern Internet technologies in managing a company’s commercial
activities. The main directions of digital transformation of business processes are analyzed on the example of
“Nova Poshta.” The key tools of e-commerce, CRM systems, Big Data, and the implementation of automated
logistics services are defined.

Ku1104o0Bi ci1oBa: iHTEPHET-TEXHOJIOT11, KOMEpIIiiHA AisUTbHICTh, udporizamis, CRM, erekTpoHHa KOMEPIIis,

Hoga momra.
Key words: Internet technologies, commercial activity, digitalization, CRM, e-commerce, Nova Poshta.
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VY cydacHoMy 11100a1130BaHOMY CBITI iH(OpMaIliifHi Ta IHTEPHET-TEXHOJIOTIi CTaJIl OCHOBOIO
PO3BHUTKY Oi3HECY, 3a0€3MeUy0UH MBUAKICTD, IPO30PICTh 1 THYYKICTh YIIPABIIHHS MiAIPHEMCTBAMHU.
[HTEepHET-KOMYHIKAIli Ta eJIeKTPOHHA KOMEpIis, aBTOMATHU30BaHi iH(pOpMaIliifHI cHCTeMH Ta
nudpoBa aHATITHKA MEPETBOPWINCA HA KIIOYOBI YMHHUKM KOHKYPEHTOCIPOMOXHOCTI KOMIaHiH,
He3aJIeXHO Bia chepu ix aisuibHOCTI [1, ¢. 54-55].

OcoOnuBe 3Ha4YeHHS IMEGPOBI TEXHOJOTrl MarOTh Yy JoricTuii Ta cdepl JOCTaBKH, €
HIBUJIKICTh MPUUAHATTS PilleHb, TOYHICTH OOpOOKM 3aMOBJEHB 1 SIKICTh KJIIEHTCHKOTO CEPBICY €
KPUTUYHO BaXJIMBUMM JUIsI MIATPUMKH IO3UTUBHOTO IMIJDKY OpeHny. SICKpaBUM NpHUKIaI0OM
MiANPUEMCTBA, SKE YCIIIITHO BIPOBA/KY€E CydacHi IHTEpHET-TEXHOJIOT11, € KommaHis «HoBa momtay
— JIiep PUHKY €KCIIpec-IOCTaBKM B YKpaiHi, 110 3a0e3nedye JOCTaBKY MOHAJ | MIIH MOCHIIOK
HIOZICHHO Ta 0OCIYTOBY€E MiJIbIHOHH KITIEHTIB Yepe3 ¢iznyHy 1 uudpoBy indpacTpykrypy [7].

MeToro MOTro JOCIIKEHHSI € aHalli3 Cy4acHUX 1HTEPHET-TEXHOJIOTIH, SKi 3aCTOCOBYIOTHCS
kommnaHi€eio «HoBa momTa» y nporueci yrpaBiiHHS KOMEPIIHHOIO AisUTBHICTIO, @ TAKOK BU3HAYCHHS
MEePCIEKTHB PO3BUTKY ITU(POBUX IHCTPYMEHTIB Yy c(epi JOTICTUKH.

OcHOBHI 3aBIaHHS JTOCIIIKEHHS MOJIATAIOTh Y 3’ SICYBaHHI CYTHOCTI IHTEPHET-TEXHOJIOTIH 1
BH3HAYCHHI TXHBOI poJIi y MiABUIIECHHI €PEKTUBHOCTI YMPaBIiHHS IiAIPHEMCTBOM, JAOCIIHKEHHI
OpUKIaAiB U(POBUX pillleHb, peai3oBaHUX KommaHiero «HoBa momra», aHamizi BIUIMBY
BIPOBADKEHHS 1HPOPMAILIMHUX CHCTEM Ha PE3yJbTaTUBHICTh YIPABIIHCHKHUX IMPOIIECIB, a TAKOXK
OKpECJIEHHI MOXXJIMBUX IIUISXiB BJOCKOHAJCHHS KOMEPIIHHOI MisIIBHOCTI MiJIPUEMCTBA 3
BUKOPUCTaHHSAM 1HTEPHET-TEXHOJIOT1H.

«HoBa momray € TOPUKIAJAOM KOMIIAHIl, sIKa KOMILJIEKCHO BUKOPUCTOBYE IHTEpHET-
TEXHOJIOT1I Ha BCIX pIBHAX YMPABIIHHA: BiJ CTPAaTETidYHOrO IUIAHYBaHHS 10 OTNEPAIIHOTO
BUKOHaHHs. i mudpoBa cTpaTeris GasyeThcs HAa TPHHIMIAX ABTOMATH3allii, iHTerpamii JaHuX i
KJIIEHTOOPIEHTOBAHOCTI.

OxHuM 13 KIIIOYOBHX eneMeHTIB nu¢ppoBoi ekocucremu € CRM-cucrema, 1o J03BOJISIE
LIEHTPaJII30BaHO 00POOISATH 3BEpHEHHS KII€HTIB, (POpMyBaTH 0a3y JaHUX MPO ICTOPIIO BIANPABIIECHb,
BIJICT€XKYBAaTH MOBEJIHKY KOPUCTYBadiB 1 mepcoHaimizyBaTH mpomosuuii [2, c¢. 121]. Le cmpuse
IT1JIBUIIICHHIO PIBHS JIOSUTBHOCTI KJIIEHTIB Ta ONMTUMI3AIlT TPOIIECIB IPOJAKY.

Kpim Toro, miampueMctBo BuUKOpUCTOBYe ERP-cuctemy, iHTerpoBaHy 3 JIOTICTUUHUMH Ta
(GiHAHCOBUMH MOMYJISIMH, IIO JO3BOJIIE ABTOMATH3yBaTH YIIPABIIHHS 3amacaMi, IUIaHYBaHHS
MapuIpyTiB, OOMIK JTOXOJIB 1 BUTpAT. 3aBJSKU IIbOMY 3a0€3MeUyeThCsl Y3TOJKEHICTh MK PI3HUMHU
MiApO3/IiIaMHi KOMITIaH1i Ta orepaTuBHE MPUIHATTS yIPaBIiHCHKUX pillieHs [3, c. 88].

BaxumBoro ckiazioBoro € BrnpoBapkeHHs Big Data ta Business Intelligence, mo gae 3mory
aHaJIi3yBaTH BeJIMKI MacuBU 1H(opmailii Npo KIIEHTIB, MapLIPyTH JOCTAaBKH, HaBaHTA>KEHHS
BIJUIIJICHb, CE30HHICTh 3aMOBJIEHb TOIIO. Lle 103Bosie KOMMIaHii MPOrHO3yBaTH MOIUT, BU3HAYATH
ONTHMAJIbHI1 JIOTICTUYHI cTpaTerii Ta MiHIMI3yBaTH BUTpaTH [4,5 c. 5].

Cepen nudpoBuX cepBiciB, OPIEHTOBAHUX Ha KJIIEHTA, CIi/ BiA3HAYUTHA MOOITBHUN JTOIaTOK
«HoBa mommTay, KWl cTaB OAHUM 13 HAWMOMYJSPHIMUX O13HEC-3aCTOCYHKIB B YKpaini. Uepes
J0JJaTOK KOPUCTYBadi MOXYTh O(OPMIIIOBATH BIANpPaBIEHHS, OIJIauyBaTH JOCTAaBKY, T'€HEpyBaTH
€JIEKTPOHHI JJOKYMEHTH, a TAaK0X BIJICTEKYBATH CTaTyC MOCUIIOK Y pEXHUMI pealibHOro vacy [6, c. 48].

Komnanis 3abe3neuye 11i101000By MIATPUMKY KJIIEHTIB 3a JOMOMOTOI0 OHJIAHH-4aTOOTIB y
nonynspaux Mecenmkepax (Telegram, Viber, Facebook Messenger), siki HaJarOTh BIAMOBIAI Ha
CTaHJApTHI 3alMTH, iHPOopMalio npo Tapudu Ta BiAcTexeHHs BianpasieHb. Y 2024 poui «Hosa
MOIITa» 3HAYHO TMiIBUIIMIA €()EeKTUBHICTD, BIPOBAIUBINN INTYYHHH THTEIEKT Ui aBTOMATHYHOI
00pOOKH 3BEpHEHb, 1110 JT03BOJIMIIO CKOPOTHTHU cepeniHii yac Bianosiai 3 10 no 2 xsunuH. Kpim Toro,
KOMIIaHisl 30cepePkeHa Ha KibepOesnell Ta 3aXUCTiI NePCOHAIbHUX JaHUX, MalOYM BIACHHUI LIEHTP
Oe3mexkn iHQOpMAIIiHUX CHCTEM, SIKMM KOHTPOJIIOE TpaH3aklii, aBTOpH3alilo Ta MH(pyBaHHS
KOMYHIKaI[IHHUX KaHAJIIB.

Takox «HoBa momTa» € OTHUM 13 TEpIIMX JOTICTUYHUX OINEpaTopiB YKpaiHu, SKUN
BINPOBAJUB €NEeKTpOHHUN HoKymMeHTooOIr (e-TTH), mo mo3Bonse mianmpueMcTBamM oQOpMITIOBATH
TPAHCHOPTHI JIOKYMEHTH OHJIaiiH 0e3 BUKOPUCTAHHS IMarepoBUX HOCIIB, CKOPOUYIOYM 4Yac Ha
00pobky 1o 60%.
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BaxnBo, 1110 KOMIIaHisi aKTUBHO 1HBECTYe y XMapHi TexHoJjorii. [lepeHeceHHs: BHYTpPIIIHIX
0a3 JaHuX 10 XMapHUX TUIAT(GOPM JO3BOJISIE MIBUINUTH MACIITA0OBaHICTh CHCTEMHU, 3MECHIIHUTH
Butpatd Ha IT-iHdpacTpykrypy Ta 3alesneunTtd Oe3nepeOiifHMI TOCTYN 10 KOPIOPAaTUBHHUX
pecypciB y Oyab-sIKii TOYII KpaiHH.

3acTocyBaHHSA CydYaCHHMX IHTEpHET-TEXHOJOTiH y JisuibHOCTI kommanii «HoBa mormray
3a0e3mnevye MmiaBUIICHHS €(PEKTUBHOCTI YIIPaBJIiHHA, aBTOMATH3allil0 Oi3HEC-TPOIECIB, 3MIIIHCHHS
B3a€MOJIIT 3 KJIIEHTAMU Ta PO3MIMPEHHS PUHKOBUX MOxJuBocTel. Llnudposi pimeHHs H03BONAIOTH
CKOPOTHTH BUTPATH, NOKPALIUTHU SKICTh JIOTICTHYHUX TOCIYT Ta 3a0€3MEUNTH IIBHUIKE pearyBaHHs
Ha 3MiHH 30BHIITHBOTO CEPEIOBHUIIIA.

Takum uymHOM, nocBig «HoOBOI mOmITH» AEMOHCTpPY€E, IO BIPOBAUKEHHS I1HTEPHET-
TEXHOJIOTill € He JIMIIe 1HCTpyMEHTOM IH(pOBOI MoJepHi3alii, ane i cTpareriyHuM (aKTopoM
yCIiXy MiANPHEMCTBA Ha Cy4aCHOMY KOHKYPEHTHOMY PUHKY.
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OIITUMIBALIA TPOUHECY IMTPOAAXIB I3 3ACTOCYBAHHSAM CRM-CUCTEM 1
AHAJIITUKHU JAHUX

OPTIMIZATION OF SALES PROCESS USING CRM SYSTEMS AND DATA
ANALYTICS

AHoTaunis. Y cTraTTi 00rpyHTOBaHO NMEPCHEKTHBY ONTUMI3allii Npoliecy MPOoAaxiB Ta MiABUIICHHS e(QeKTHBHOCTI
KoMIaHii i3 BukopucranusM CRM-cucrem i aHaniTuku qanux. Po3risHyTo MeToau neHTpanizanii iHpopmariii
Npo KJIIEHTIB, aBTOMAaTH3alil PyTMHHHMX MPOLECIB Ta iHTerpauii aHaIITHYHUX TIAT(GOPM Uit MIPOTHO3YBaHHS
nponaxis. [IpoBeneHo aHami3z (yHkiioHansHUX piBHIB CRM-cHCTeM, BKIIOYHO 3 BUKOPUCTAHHSAM AITOPUTMIB
MAaIIMHHOTO HaBYaHHS /ISl TepCOHaNi3alil MpOno3uIii Ta OWiHKK pu3MKiB. [loka3aHo, 110 3acTOoCyBaHHS
AQHAJTITUKU JaHUX CIPHs€ TMiJABUIIEHHIO TOYHOCTI IPOTHO3IB, ONTHMIi3allili MapKEeTHHTOBHX KaMIIaHiH,
MiBHUINCHHIO MPOIYKTUBHOCTI MEHEDKEPIiB 1 e(DEeKTUBHOCTI B3aeMOil 3 KiIi€HTaMH. BHCBITIICHO 3HAYCHHS
iaterpanii CRM i3 ERP Ta iHmmMu 6i3Hec-tuiarhopmMamu [UIS CTBOPEHHS €JMHOI CKOCHCTEMHU IaHWUX Ta
MIATPUMKH CTPATEriyHOrO IDIaHYyBaHHA. PO3TITHYTO METOMU ONTHMI3allii NponaxiB, BKmodaroun A/B-
TECTYBaHHS, KJIACTEPHU3alil0 KIIEHTIB Ta MOJIEIIOBAHHS CIICHApiiB PO3BUTKY PUHKY, a TAKOX POJIb PO3BUTKY
TIEPCOHANY Y TiIBUIICHHI €(eKTHBHOCTI IPOIIECIB.

Abstract. The article substantiates the prospects for optimizing sales processes and improving company
performance through the use of CRM systems and data analytics. Methods of centralizing customer information,
automating routine processes, and integrating analytical platforms for sales forecasting are discussed. The analysis
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