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POJIb CRM-CUCTEM Y PO3BUTKY E-COMMERCE

THE ROLE OF CRM SYSTEMS IN THE DEVELOPMENT OF E-COMMERCE

AHoTauis. Po3risinyto posis cyyacHux CRM-cucteM y po3BUTKY €JIEKTPOHHOI KOMEPIIii B yMOBax
mdposizarii. IlpoanamizoBaHo iXHii BIUIMB Ha €QEKTHUBHICTb Oi3HEC-TIPOLECIB, PO3MIISIHYTO
kouoBi pyHkuii CRM, oriHeHo 3HaueHHs udpoBizalii Uid e-commerce, a TakKoXK BU3HAUEHO
npoOsieMH BIPOBAKEHHSI TEXHOJIOTH. BUCBITIIEHO HayKOBI MiJXOIU 0 TEMHU Ta MPEICTABICHO
BHCHOBKH II0JI0 TEPCIIEKTHB BUKOPHUCTaHHS [ T-iHCTpyMEHTIB.

Kawuosi caoBa: nudposizauis, enekrponHa komepuis, IT-pimenns, CRM-cucremu,
e(eKTUBHICTb O13HeCy, epcoHai3alis, aBTOMaTH3allis.

Abstract. The role of modern CRM systems in the development of e-commerce in the context of
digitalization is considered. Their impact on the efficiency of business processes is analyzed, the
key functions of CRM are considered, the importance of digitalization for e-commerce is assessed,
and the problems of technology implementation are identified. Scientific approaches to the topic
are highlighted and conclusions are presented regarding the prospects for the use of IT tools.
Keywords: digitalization, e-commerce, IT solutions, CRM systems, business efficiency,
personalization, automation.

[udposizaris € BuzHavaIbHUM (HhaKTOPOM TpaHCOpMaIlii CydacHOTO Oi3HECy, 30Kpema
€JIEKTPOHHOI KoMep1ii (e-commerce), 110 3yMOBIIIO€ aKTyallbHICTh A0oCipKeHHs podi I T-pimens,
30kpema, CRM-cuctem. CRM-cuctemu € He3aMiHHUM THCTPYMEHTOM ISl YCIIITHOTO BEIEHHS
€JIGKTPOHHOI KoMepiii. BoHH He nuIine aonmoMarairoTh KOMIIAHISIM PO3BHBATH JTOBTOCTPOKOBI
BITHOCHHH 3 KJIIEHTaMHU, aJie i ONTUMI3YIOTh BHYTPIIlIHI Oi3HEC-MIPOLECH, 110 CIIPUSE 3POCTAHHIO
npubyTKy Ta KOHKYPEHTOCIIPOMOKHOCTI Ha PHHKY. 3a naHuMH Statista, CBITOBUH o0csr e-
commerce y 2024 pori ctanoBuB 6,3 TpiH non. CIIA [1, 2], a B YkpaiHni, mornpu BiliHy, OHJIalH-
TOPTiBIIA AeMOHCTpYeE cTilikicTh. McKinsey 3a3Hauae, mo 70% xommnaniil y 2023 poui nepeinum
Ha [UQPOBI TEXHOJIOT11, MiABUIIMBIIN eeKTUBHICTD HA 20-25% [3, ¢. 12]. Y xoHTEKCTI YKpainu
UQpoBi3aLis yCKIaJHEHAa KPU30BUMH YMOBAaMHM, 110 POOUTH TEMY Ba)KIMBOIO JUIS HAYKOBOI'O
aHamizy.
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Tema mudposizamii e-commerce aKTUBHO JOCHIIKYeTbcs HaykoBlsiMu. M. Iloprep
3aMpoONOHYBaB MOJENb II'SITH CWJI JJIS aHali3dy KOHKypeHiii B e-commerce [5, c. 78],
HiIKPECIIOI0YN POJIb TEXHOJIOTIH y (hopMyBaHHI puHKOBOi cTpaterii. @. [leic po3pobus TAM
(Technology Acceptance Model), mo nosiciroe npuiinsaTTs [T-pimens yepe3 IXHIO KOPUCHICTD 1
npoctoTy [6, ¢. 319]. B Ykpaini B. Bitiniacbkuii 1ociiaKye pu3uKa HUPPOBOi €eKOHOMIKH [7, C.
45], a O. Ky3eMiHn anamnizye ynpasininas [T-npoektamu [8, c. 120]. [IpoTe BIUIMB JIOKAIBHUX KPHU3
Ha BIIPOBAHKEHHS TEXHOJIOTIH 3aIMIIAE€THCS HEJOCTATHHO BUBUCHHM.

CyuacHi IT-pimenns, Taki K XMapHi TEXHOJIOT1i, MTy4dHUH iHTEeNeKT (Al) 1 aBTOMaTH3aI1IS,
€ OCHOBOIO PO3BHUTKY €-commerce. Amazon BUKOpUCTOBY€E Al /i NpOrHO3yBaHHS MOIUTY, 1110
nigsuiye epextuBHicTe Ha 20% [2, c. 45], a "Hosa IlomTa" B YkpaiHi 3acTocoBye XMapHi
wiatdopMu s onTuMizanii orictuku. Ludposizamis cnpusie macmtaOyBanHio 0i3Hecy, ane
noTpedye 3HAUHUX PECypCiB, IO YCKIIATHIOE 11 3aCTOCYBaHHS JJIsl MAJIOTo Oi3HECY.

[udposizamis Tpanchopmye e-commerce y cBiTi Ta YKpaiHi mo-pizHomy. Y cBiTi 54%
nokynok y 2023 poui 3aiicHeHo depe3 cMmapTdonu [3, ¢. 15], Toxi sik B YKpaiHi MapKeTIieHcH
(Prom.ua) 3pocnu Ha 15% y 2023 pori, nonpwu BiitHy. Tabmuis 1 imocTpye TuHaMiKy e-commerce
B YKpaiHi, ne criag 2022 poKy 3MIHUBCS BiTHOBJICHHSIM.

Tabmuis 2 — JInnamika e-commerce B Ykpaini (2010-2024)

E-commerce (yMoBHi
Pik OIMHHIILI) Monist
2010 100 [ToyaTkoBUY piBEHD
2020 250 Pict uepez COVID-19
2022 180 [TaginHs yepes BiiHY
2024 220 BinHOBIEHHS pUHKY

CRM-cucremn (Customer Relationship Management) BimirpaioTe HEHTpalbHY pOJIb Y
MiJBUIIEHHI €()EeKTUBHOCTI €-commerce, OCKIIbKH JO3BOJISIOTH KOMITaHIsIM  €(EKTUBHO
YIPaBJIATH BiTHOCUHAMH 3 KJII€EHTaMH, aHAJI3yBaTH IXHIO MOBEIIHKY Ta aBTOMAaTU3yBaTH Oi3HecC-
nporecu. Bukopucranus CRM cripusie miBUIIEHHIO JTOSUIBHOCTI KITIEHTIB, 30UTBIIEHHIO PiBHS
NpoJaXiB Ta oNTuUMi3alii MapKeTHHroBux crpareriii. OcHoBHuMH ¢yHKUisMu CRM 'y
€JICKTPOHHIN KOMEPIIii €:

1. 36ip i amaniz ganmmx. CRM-cuctemMu 103BOJISIOTH KOMIIaHISIM HAaKONMWYYyBaTH Ta
00po0IATH 1H(POPMAIIIFO TTPO KITIEHTIB, BKIFOUAIOYH TXHI MIOKYIIKH, TIEPEBaru Ta piB€Hb B3a€EMO/Iii
3 OpeHIoM.

2. ABromaTm3amisi MapketuHry. CRM nomomararoTh CETMEHTYBATH ayJHUTOPIlO Ta
CTBOPIOBATH MEPCOHANII30BaH] PeKJIaMHi KaMIlaHii, o MiABHINY€e e()EeKTUBHICTh MapKETHHTOBUX
3aXOJIB.

3. [MokpaueHHs 00cayroByBanHsi KiieHTiB. 3aBasku CRM-cucremMaM KOMITaHii MOXYTh
IIBUJKO pearyBaTH Ha 3alMTH KII€HTIB, 3a0€3MeUyOUH SKICHY MIATPUMKY 4epe3 pi3HiI KaHau
KOMYHiKaIlii.

4. Ynpasainusa mnpoaaxkamu. CRM-cucteMu 10moMararTh BiJICTEKYBaTH IPOIECH
NPO/IaXiB, MPOrHO3yBATH MOMUT Ta IMiIBUILYBAaTH €()EeKTUBHICTh POOOTH BiIUTY MPOJAXKIiB.

5. JlosiabHicTh KiieHTiB. 3a 1ormomororo CRM MokHa po3po0IsTH IPOrpaMH JIOSITHHOCTI,
HaJaBaTU MEPCOHATI30BaHI1 3HMKKU Ta TMPOIO3MIIii, 110 CIPHUSE TOBTOTPUBAIUM BiIHOCHHAM 3
KITI€EHTaMH.

Bnposamxenns CRM-cuctem y cdepi eneKTpoHHOI KOMepIii CpuUsie:

- 30inbplLIeHHIO KOe]illieHTa KOHBEPCil 3aBSKU MepCOHaNi3aIlil MPOMO3HIIiii;

- 3HIDKEHHIO BUTPAT Ha 3aJIyY€HHS KJIIEHTIB yepe3 e(peKTUBHILI MapKETUHIOB1 CTpaTerii;
- MiJBUIIEHHIO PiBHS MOBTOPHUX MOKYIOK;

- TIOKpAIICHHIO OepaniiHoi e()eKTUBHOCTI KOMITaHil.
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Takum umHOM, BrpoBamkeHHs CRM-cucrem B e-commerce 3a0e3MedyroTh yHpaBIiHHS
KJIIIEHTCHBKUMHU JaHUMH, aBTOMATH3aIlll0 TpoIeciB 1 aHami3 moBemaiHnku. Hampuxman, Rozetka
BUKOpHCTOBYE Salesforce mis mepconamizaiii, mo migsuirye npogaxi Ha 15% [2, c. 47]. Tax,
¢bynkii nomymsipaunx CRM-cucreMm nipeactasieHi y Taom.2.

Ta6muis 2 —[lopiBusinus ¢pyukuiii cydacaux CRM-cuctem

CRM-cucrema AHajiTHKa | ABTOMaTH3alis MapkeTuHr InTerpauis
Salesforce Bucoxka Cepenns Bucoxka Bucoka
Bitrix24 Huseka Bucoka Cepenns Cepenns
HubSpot Cepenns Huspka Bucoka Cepenns
Siebel CRM Bucoxka Cepenns Huzsbka Bucoxka
SAP CRM Bucoxka Hwusbpka Cepenns Bucoxka

Otxe, CRM-cucremu pomnomararoTb aBTOMAaTH3yBaTH OI3HEC-NIPOLIECH, I1ABHUILYBaTH
JOSIBHICT KIIE€HTIB Ta 30UIbLIYBaTH piBeHb MpoAaxiB. BiiiHa B YkpaiHi npu3Bena A0 maaiHHA
odnaitH-npogaxiB Ha 30% y 2022 pomi [4, c. 10], ane oHIalH-CErMEHT aIanTyBaBCs 3aBISIKA
CRM. Onnak B YkpaiHi icHye psJ mpobiiem, 1110 yCKJIaAHIOTh BipoBakeHHs CRM-cucrem, siki
HEOOX1/THO BPaxOBYBAaTH JIsl YCIIIIHOTO PO3BUTKY €JIEKTPOHHOTO Oi3HECY, a caMe:

1. ®inancoBi BuTpaTH. BripoBamkenns ta niarpuMka CRM-cucteM Bumarae 3HayHHX
¢diHaHCOBUX pecypciB. barato manmux Ta cepeAHiX MIANPUEMCTB HE MOXYTh JI03BOJIUTU COO1
JIOpOTi porpaMHi pimeHHs abo ajanTaIito CUCTEMH IiJl BJIacHI MOTPeOH.

2. HepocratHss unudpoBa rpamMoTHicTh mnepcoHany barato ykpaiHCBKMX KOMIIaH1N
CTHKAIOThCA 3 MpoOsieMOr0 HU3BKOTo piBHS IT-rpamMoTHOCTI CHIBPOOITHHKIB, IO YCKIIAJHIOE
BIIPOBAKEHHS Ta eekTuBHE BUKOopucTaHHs CRM.

3. Omnip 3minaM y komnanii BripoBa/ykeHHSI HOBUX TEXHOJIOT1H HEPIIKO 3yCTpidae omip 3
OOKy IMepcoHaly dYepe3 cTpax IMepeja CKIAJHICTI0O poOOTH 3 HOBUMH IHCTpYMEHTaMu abo
N0OOIOBAHHS I110/I0 CKOPOUYEHHS pOOOUYUX MICIIb.

4. Ilpo6aemu 3 iHTerpauiero barato koMmmnaHiii B)ke BUKOPUCTOBYIOTh pi3HI IT-pimeHHs
(ERP-cucremu, iHTepHeT-Mara3uHu, aHaJiTHYHI 1u1atgopmu), 1 ixHs iHTerpauis 3 CRM moxe
OyTH CKJIaJIHOIO Ta JOPOTOI0.

5. Be3neka gaHux 3aXMCT TMEPCOHANBHUX JAHMX KIIEHTIB € BaXJIMBUM acleKTOM, a
kiOep3arpo3u Ta MpoOJeMH 13 JIOTPUMAHHSAM 3aKOHOJABCTBA MOXYTh YCKIIaJHIOBATU
BrpoBakeHHI CRM-cucrem.

[nsxamu BupinieHHs npo6iem BrnpoBamkeHHs: CRM B Ykpaini MoXyTh OyTHu:

1. Jlep:kaBHa miATpUMKA Ta rpaHToBi mporpamu HanauHs nep:kaBHUX TpaHTIB abo
MOJJATKOBHUX TIUIBT JIJIsl MAJIOTO Ta CEPEAHBOTO Oi3HECY MOXKE CIIPHSITH IIBUAIIOMY BIIPOBAKEHHIO
CRM-cucrem.

2. HaBuanus nepconany Opranizailis TPEHIHT1B Ta KYpCiB AJIsl CHIBPOOITHHUKIB JOITOMOXKE
HiABUIUTH PiBEHb HUPPOBOi IPaMOTHOCTI Ta MOJETIIUTH aJaNTallilo 10 HOBOI CUCTEMH.

3. I'nyuki Ta goctynHi pimnenHs Bukopucranus xmapaux CRM-cucrem abo MOIyJIbHUX
pillieHb JO3BOJIMTh KOMMaHisIM 00MpaTh (DYHKITIOHA BiAMMOBITHO 0 CBOiX MOTPeO Ta OIO/IKETY.

4. EdextuBae ynpapiainHa 3MiHamu  3anpoBamkeHHs ~CRM-cuctem  mae
CYIIPOBOJIXKYBATHUCS PO3’ICHIOBAILHOIO POOOTOIO cepejl epcoHaly, AEMOHCTPALI€l0 MepeBar Ta
MOCTAITHUM BIIPOBA/KECHHSIM.

5. HinBumenHsi piBHA KkiOepOe3nexku I[HBecTuIii B 3aXHMCT JaHUX, BIAMOBIAHICTH
3aKOHOJABCTBY Ta BHUKOPUCTAHHSI NepeBipeHUX MocTtayanbHUKIB CRM-pilieHb 10NOMOXKYTh
YHUKHYTH PU3UKIB O€3MEKH.
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Taxum ynHOM, BripoBakeHHsI CRM-cucTeM B eIeKTpOHHIHM KoMeplii YKpaiHu CTUKAETHCA

3 HU3KOI BUKIIMKIB, OJTHAK iX MOYKHA MOJI0JIATH 32 JOIIOMOTOI0 (hiHAHCOBOT MIATPUMKH, OCBITHIX
1HIIIaTUB, aJamnTaiii JOCTYIMHUX TEXHOJOTIA Ta MiJBUIICHHS piBHA KibepOe3meku. VY cmimrHa
peanizamisst CRM crnpusitTime 3pocTaHHIO e(heKTUBHOCTI 6i13HECY, MMOKPAIICHHIO 00CTYyTrOBYyBaHHS
KJIIEHTIB Ta 3MIIHEHHIO KOHKYPEHTHUX MO3MIINA YKpAaTHCHKUX KOMIIAHIH Ha PUHKY €JIEKTPOHHOI
KOMepITii.
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