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EBONMIOUIA CRM-TEXHOJOT A

AKTyanbHOIO TCHJICHIIIE€I0 HA CHOTO/HI € PO3BUTOK Ta MiATPHUMKA
JIOBTOTPUBAJIMX CTOCYHKIB 31 CBOIMH KIII€HTaMH, HaKOTIMYEHHS 1H(O-
pMarlii Ta JaHUX TPO CHOKMBaviB. 3a0e3redye yrnpaBiIiHHS Ta CTBO-
penHsi nporo macuy iHpopmanii CRM-TexHoorisi, OCHOBHa MeTa
K01 (popMyBaHHS NMEPCOHAIBHUX B3a€MOBIIIHOCUH 3 KIIiEHTOM. Po3-
BUTOK JaHOi CHCTEMHU BiIOYBA€ThCS CTPIMKO, 1 SK HACTIJIOK, B HeEl
3’ IBJISIFOTHCSL BCE OUIbIIE MPUXHUIBHUKIB.

EBomonisi po3sutky CRM-cuctem mpoinnia Huisx Bifg MpocTol
0a3u KIIE€HTIB 0 CUCTEMH yTPaBJIiHHS 3HAHHIMH, OCHOBHI €TaIH SKOi
MO’KHa 300pa3uTH Ha puc. 1.
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Puc. 1. EBourontist po3Butky CRM-cucrem

[Monepenuukom cyuyacaux CRM-cuctem MOkHA BBa)KaTh CUCTEMHU
0 YIIPaBIIIHHIO KOHTAKTHOIO iH(opmariero Contact Management, ski
JIO3BOJISUTM MEHEKepaM o MpojiaxkaM BiACIIIKOBYBAaTH 1H(POPMAIIi0
0 KOYKHOMY 13 KJTieHTIB. 1le 103Bossu1o OibIin epeKTHBHO IIIaHyBaTH
Ta BUKOPHCTOBYBATH pOoOOYMH Yac.

HactynHuM eTtamom pO3BHTKY CTaB akKIEHT Ha IUIaHYBaHHS 1
YIPaBIIHHS MPOIECOM MpoJaxy. MeHemKepH 3p0o3yMid, IO IEHT-
paytizoBaHuid 30ip Ta HAKOMHWYEHHS iH(OpMAIll Ta yHpaBIiHHSI HEHO
CIIy>KUTh 1AM Beiel opraizanii. Ha nanoMy ertari po3BUTKY CHCTEM
BUKOHYBABCS IIUPIINH Nieperik GyHKiii — 30ip iHdopMartii mo mpo-
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Jaxam, 1HcpopMaule}o PO KJII€HTIB, CTaTyC KOXKHOI i3 YTOA Ta MOX-
JUBI MOTCHLIIHHI IPOJaXi, a TAKOXK HPOTHO3YBaHHS IPOLAXIB Ta (o-
pMautizailist i KOHTPOJIb B3AEMOBIIHOCHH 13 KJIi€EHTamH [2].

KitouoBum acnexkrom cranosieHHss CRM-cucrem B iX cydacHOMY
BUTJIAJIl CTAJO PO3YMIHHS KOMIIAHISIMH HEOOXIIHOCTI pPO3IIMPEHHS
KOMIIETEeHIII Takux cucteM. [Ipuiiliuio po3yMmiHHS, 1110 MEHEDKEPH 3
MPOJaKy HE €UHI XTO B3a€EMOJIIE 13 KIieHTOM. 3 oriisiay Ha 1ie, CRM-
CHCTEMHU CTalu yOCOOJICHHSM €IMHOI TEXHOJIOT1l B3a€MOJIii i3 KIi€H-
TaMu. OCHOBHOIO METOI0 (DYHKITIOHYBaHHSI TaKMX CHCTEM Ha IiIpHU-
€MCTBI CTaJI0 BUKOPUCTAHHS BCIX MOXIJIMBUX KaHATIB JUIs OpraHi3amii
Ta MiITPUMKH KOHTAKTY 13 KJIIEHTOM, HaIlIJICHE B CBOIO Yepry, Ha Ma-
KCHUMaJIbHE 3aJI0BOJICHHSI IIOTPeO KIIiEHTA Ta CTBOPEHHS YHIKAJIbHUX
KOHKYPEHTHHX TepeBar.

Cborozi 3 sIBISIFOTHCSL HOBI MOZM(IKaLii JaHOTO MOHSTTS — TaKi
sk XRM (eXtended RM) — po3smupene yrpaBiiiHHS BiJHOCHHAMH 13
kiientamu 1a CEM (Customer Experience Management) — yrnpas-
JIHHS KIIEHTCHKUM J0CBiZOM. Bei BoHM € HOBHME MOAH(IKALIIMU Ta
nonoBHeHHsAMH KiacuuHux CRM-cucteM, 3 akIeHTOM Ha MEBHI MO-
HaTTs. Tak, Tepmin Customer Experience Management Oyiio BBezcHe
y kopuctyBanss y 2003 p., sIKHil BU3HA49aBCS SIK «IIPOLEC CTpaTerlq-
HOTO yNpPABIiHHS [JOCBIAOM B3a€MOJli KII€HTa 1 KOMIIaHii,
NOB’s13aHUM 3 MpoaykToM abo kommanieio» [1]. CEM sBisie 0060I0
HAyKy, METOOJOTII0 Ta MpoIec BCEOIYHOTO YMpaBIiHHS TOCBIIOM
KJIIEHTA Ha BCIX CTamisx HOro B3aeMoiii 3 KOMIIAHIEIO, TPOIYKTOM,
OpernoM abo nociyror. TobTo, y MHPOKOMY PO3YMiHHI — L€ CHC-
TeMa yIpaBJliHHs 3HAHHSIMHU [P0 Kli€eHTa Ta Gi3Hec B u1n0My

Ha cporonni, B ix 3araqpHOMy po3yMiHHi, TexHojorii CRM, cra-
I0Th CHUIBHOIO JJIsL BCIET OpraHi3allii CUCTEMOIO YIPaBIiHHSA, Ha SIKii
OymyeThcsi Oi3HEC KOMITaHii, PO3pOOISETHCS CTpaTeris BEISHHS Ta
po3BuTKy Kommanii. CRM-izeosnoris npoxoauTh BCl OCHOBHI Oi3HeC-
IpOLECH KOMIIAHIi: BiJf BUDOOHHULTBA Ta PO3POOKH 10 HPOAAXKy Ta Ii-
CIAMPOJKHOr0 00CIyroByBaHHs. BiAIOBIAHO, B peasi3amiio KOPIo-
paruBHoi CRM-ifeonorii 3amy4aroTbcsi BCI OCHOBHI KOPHOPATHUBHI
CITyOU Ta MmiIPO3ILIH.
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