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CRM-CUCTEMMU TA AKICHI 3MIHU B OBCJIYT'OBYBAHHI
KJIIEHTIB: CBITOBHUU JOCBIJ

B cmammi posaasiHymo cymuicms noHsmms CRM ma CRM-cucmem, poszasHymo desiki meHdeHyii caimogozo
puHKy CRM-cucmem, susHaveHo liozo pucu. Po3zasiHymo npobsiemu ma nepcnekmusu ykpaiHcbkozo puHky CRM-piwens,
HadaHo nepeaik Hall6inbw Ccymmesux, Ha Haw noaa50, NPUYUH CMPUMY8aHHs 3anposadxceHHss CRM-cucmem
8IMYU3HAHUMU NIONPUEMCMEAMU.
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CRM-SYSTEMS AND CHANGES IN QUALITY OF CUSTOMER SERVICE: INTERNATIONAL EXPERIENCE

Abstract - the article is about the sense and purpose of CRM and CRM-systems, considered some trends of the world CRM-system’s
market, defined by its features. Problems and prospects of Ukrainian market of CRM-solutions are given, lists the most significant, in our
view, the reasons of inhibition of using CRM-systems by Ukrainian enterprises.

Study of Russian experience shows that technical universities are the most interesting for business. Business helps them to purchase
equipment and also looks for talented youth. Government agencies provide funding for innovative projects.
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IHocTanoBka mpodJjeMH. 3pOCTaHHS KOHKYDPEHIIl, 3MEHIIEHHS BiIMIHHOCTEH B SIKOCTI AaHAJOTIYHHX
TOBApiB 1 MOCIYT, OYPXJIMBHIA PO3BUTOK KOMIT IOTEPHHUX TEXHOJIOTiH, 3poCTaHHs poii [HTepHeT-TeXHONOoTiH — 1Ie Ta
0araTto iHIIOTO MOKHA BIZHECTH 0 CyYaCHHMX PHUC CEpelOBHINA iCHyBaHHA migmpueMcTB. HaOyBae 3MiH Takox
CTaBJICHHs JI0 CIIO)KMBAUiB, PO3LIMPIOETHCS KUIBKICTh KaHAIIB B3a€EMOJIl 3 HMMH, IO-IHIIOMY CIIPUHAMA€EThCs Ta
aHaiizyeTbes iH(opMalLlis NIpo cMakH, BINOJAOOaHHS, PiBEHb 3aJI0BOJICHHS CIIOKMBAYIB MPOIYKIIEIO MiAPUEMCTBA
TOLIO.

Bce wacrimme cmocrepira€rbcsi mepeopieHTalii MiINPUEMCTB HA KIIIEHTOPIEHTIPOBAaHY CTpaTeriio
IisUTBHOCTI. BUHMKae 3anuTaHHs: SKUM € CBITOBHI NOCBi BukopucTanHs CRM, 9u cxoxwii BiH Ha BITYH3HIHUHN?

Mera crarTi. BuzHaueHHs TeHneHLil cBiTOBOro Ta BiT4M3HsHOTO puHKY CRM, nmpuumH BigMiHHOCTEH
MiX HAMH.

AHani3 ocTaHHiX Aociaimkenb i myOjikanid. HeoOximHO 3ayBaxkwTd, IO B 3apyObKHIA IiTepaTypi
TTOHATTS «CUCTEMH YTIPABIIIHHA B3a€MOBITHOCHHAMH 3 KIIIEHTAMI» 3yCTpi4aeThCca Ha0araTo 4acTile, a HayKOBIIi HE
TUIIe IyOJiKyIOTh Mpari, aixe H aKTUBHO 3OiHCHIOIOTH «IIPOCBITHHULIBKY [ISUTBHICTBY Cepel MpPaKTHKIB 3a
JOTIOMOTOI0 BIIKPUTHX JIEKIiH, ceMiHapiB. B umcni HaykoBwLiB, KOJO iHTepeciB skux moB’s3aHe 3 CRM, moxHa
Ha3BatH 3apyoikHUX aBTopiB: I1. I'purbepra [1], ®@. Heroena [2], I1. Momuno [3], €. Ilefina [4]. CBoi po3poOku Ha
BITYM3HSHUX TepeHax mponoHyTh A. Kyninos [5,6], C. Tpodimos [7] Ta iHi.

Bigomo, 1o cydacHa KOHKYpeHLisl BiIOyBaeThCsl Ha PiBHI CepBicy, SIKWii, B CBOIO Uepry, BUMarae 30BCIiM
IHIIUX TEXHOJIOTIH 1 miaxony, sikuM € CRM [9].

Bnacue xonuenuis CRM BHKOpHCTOBYBaJIacs L€ B CEPEIHI CTOIITTS 3 PO3BUTKOM CEpPEHHOBIYHOTO MicTa
— KOJIMCKM cydyacHOi muBumizamii. ¥ ToproBuiB Oyna opraHizoBaHa ¢ikcallis Bciei HeoOximHOi iHpopmarii mpo
KITi€HTiB 1 pakTu BigHOCHH 3 HUMH. Cama abpeBiarypa CRM crana HaOupaTH MOmyisIpHICTh 3 cepenuan 90-X pokiB
XX cTomTTs.

CyTHICTh TIOHATTS YIIPaBIiHHS BiTHOCHMHAMH 3 KIi€HTaMH (3 aHrI. customer relationship management) €
JOCTaTHbO BaXJIMBUM EJIIEMEHTOM MEHE/DKMEHTY Ta Iepeadadae 30ip, 30epexxeHHs Ta aHaimi3 iH(opmauii mpo
CIIOXKMBAYIB, IOCTAYaILHUKIB, IHIIIMX MAPTHEPIB Ta iH(GOpMAIIiil mpo 38’ sa3ku (TIpsAMi Ta OOSPHEHI) 3 HUMH.

Ornsap JiTepaTypHUX JDKepenl Mokas3aB, mo Bci Bm3HadeHHs CRM MaioTe CHibHI pHCH, 30Kpema,
OpIEHTALII0 HA OTPUMAaHHS 3HAYHUX TTO3UTHBHUX €(EKTIB Y JOBrOCTPOKOBIil NEPCIEKTHBI, 3aJ0BOJIEHHS TOTPeO Ta
OUiKyBaHb KJIi€HTa (PUCYHOK 1).

3a pomomororo CRM-(QyHKIIOHAIBHOCTI PI3HUX CHCTEM aBTOMATHU3YIOThCS 0OaraTto MpoIECiB 3
00CITyroBYBaHHsI KIIIEHTIB, a BCS HAaKolMueHa iH(OpMaLis Npo KII€HTAa CIyrye WISIM IOAANBIIOTO CepBicy
nponaxiB 1 mMapkeruHry [8]. 3aco0u B cdepi MEHEIPKMEHTY BiZIHOCHH 3 KII€HTaMH JalOTh 3MOTY 3IIMCHUTH
eKOHOMiI0 Ha 0araTbOX BHTpaTax, CKOPOTHUTH 4Yac BHUKOHAHHS LIMPOKOTO KOJa Omepaiiil, Ta HaWroJIOBHIIIE —
KOHIICHTPYBAaTHCh Ha MOTpe0axX KOHKPETHOTO CITOKMBada (TPYI CHOXKHMBAYIB) Ta 3aBOIOBATH HOTO JOBIOCTPOKOBY
MIPUXUITBHICTD.

Heo0ximuo Bimpizastu moraTrTss CRM Ta CRM-cucteM, OCKITBKHA OCTaHHI SBIAIOTH COOOI0 MpOrpamMHi
MIPOJYKTH, MOKJIMKAHI aBTOMATHU3yBAaTH Mpoliec 1HYOPMAIIHOTO 0OOMIHY 3 KIII€EHTAMH.

OcTaHHIM YacOM CHCTEMH YNPaBJIiHHS BiIHOCHHAMH 3 KIEHTAMH 3HAYHO €BOIOLIOHYBAIH Ta CTAJH UL
6araTbOX CBITOBHX KOMIIAHIH OJIHUM 3 KIIFOHOBHX (DaKTOPIB ycmixy. 31 3poCTaHHSAM JOXOJIB KOpIopaiiii, 6arato 3
HUX CTAalOTh TOTOBUMH IUIATUTH 3HAYHY I[iHY JJIS OTPUMAHHS CHCHHM(IYHUX TEXHOJOTIA Ta IiJIBHIICHHS
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KOHKYPEHTOCIIPOMOKHOCTI B YMOBaxX TWHAMIgHOTO cepenoBuina puHKy CRM.

BuenHs npo cuctemMy MoHsTh, 0a30BUX MPHUHIUITIB, METOIIB,
croco0iB 1 3aco0iB TX peaizalii 3811 BUSBICHHS i
Crpareris I IBUIIEHHS SKOCTI 3aJI0BOJICHHS MOTPeO Ta O4iKyBaHb KIIIEHTa/CIIOKHUBaYa
00CITyroByBaHHs KJII€HTIB,

3aCTOCYBaHHS SAKOI 1a€ 3MOTY
30UIBIIMTH YAaCTKy KOMITaHii Ha % Crpareris, sKa IDYHTY€ETHCS HA pO3YMiHHI
PHHKY BYMHKIB Ta MOTPeO KITI€HTIB, @ OCHOBHIM
r 3aBIaHHSM € 3aJy9CHHS] HOBHX Ta yTPUMAaHHS
CRM HasBHUX KJII€HTIB, TiBUILEHHS PiBHA X

MPUXUIBHOCTI Ta 33JI0BOJICHHS Pe3yIbTaTaMu
criBmpari

—
Moenb B3aeMOIiil, 1110 BU3HAYAE
KJTIEHTa «IIEHTPOM» Beiel dimocodii
6i3Hecy, a OCHOBHHMH HaNpsIMKaMH
NISUIBHOCTI BBAXKAKOTHCS 3aX01U 3
MiATPUMKH €(PEKTUBHOTO
MapKETUHTY, MPOJAXY Ta
00CITyrOByBaHHs KJTi€HTIB

KiieHTOOpi€HTOBHA CTpaTeTisl, 3aCHOBaHA Ha BUKOPUCTaHHI
Cy4YacHHUX YIPaBIiHCHKUX Ta iH(QOpMAIIHHIX TEXHOJIOTIH, 32
JIOIIOMOT 010 SIKUX KOMIIaHisg Oyye B3a€MOBHI'1JHI BiTHOCHHU

3 KITi€EHTaMH

Puc. 1. Horasau Ha cytHicte CRM

«KoHKypeHIis cepel TOCTa4yajbHUKIB mporpamHoro 3abesnedenHss CRM y 2012 poui 3HayHO
nocuwnmiiack, — crBepikye JIxoann Koppia, Biue-mpe3ugeHT xommanii "Gartner" (TpoBimHOi CBITOBOI
JOCIITHUIBKOT 1 KOHCANTHHIOBOT KoMMaHii y cdepi iHpopmaniiiHuX TEXHOIOTiI), — BEJMKI KOMITaHIl IPOJOBKYIOTh
3MaraTHcsi 3a MPOHWKHEHHS Ha MDKHAPOJHWH PUHOK, IIMPOKE BIIPOBA/PKEHHS IPOAYKTIB B NMPAKTUKY CEPEIHIX i
BEJIMKUX TianpueMcTsy [10].

Po3pobHukn mporpamHOro 3a0e3nedeHHs ChOTONHI NParHyTh CTBOPUTH ANBTEPHATHBHI DIIICHHS IS
3aMiHH 3aCTapiTuX CUCTEM, CTBOPUTH MEPEXy HOBHX HOAATKIB a00 HaJaTH AOAATKOBI (PYHKIIIOHATBHI MOYIIUBOCTI.

Ha mepmy m’stipky mocradansHukiB CRM (3a mammmu "Gartner", cranom Ha 2012 pik), cepen SKux
kommanii salesforce.com, SAP, Oracle, Microsoft, IBM Ta ixmm, mpumamaio maibke 50 BiICOTKIB TOXOIIB Bif
peaiizanii nporpamtaoro 3abesneuensHss CRM. Po3noain puHKy HaBeCHUI Ha PUCYHKY 2.

[ salesforce.com
B SAP

& Oracle

B3 Microsoft

IBM

52%

O Tnmi koM maHil

Puc. 2. CTpyKTypHHMii IOAiT PHHKY NOCTa4YaIbHUKIB IporpamMuoro 3aéesneyennss CRM y 2012 poui, %

Ipotsrom 2011-2012 poky croctepiranachk MO3UTHBHA JHHAMIKA y TEMITaX 3pOCTAHHS JOXOJiB HABEICHUX
KOMTaHiH, K TTOKa3aHo y Tabmwmi 1.

Taomuus 1
Joxoau Bia peasizanii mporpamuoro 3ade3nedyeHnsi pospodHukamu, 2011-2012 poxu (MaH goa.) [10].
Komais Jloxing xommaHii Temn 3pocTaHHs
2011 pix 2012 pix 2012-2011 poxu
salesforce.com 2004,6 2525.6 26,0
SAP 2325,1 2327,1 0,1
Oracle 1870,0 2015,2 7,8
Microsoft 900,9 1135,3 26,0
IBM 465,6 649,1 394
Tnmn kommanii 8513,7 9437,7 10,7
Bceporo 16079.,9 18090,0 12,5

Cepen mninepis, sk 6aunmo, salesforce.com ta SAP, a HaiibinblIe 3pOCTaHHs TOXOMAIB CHOCTEPIraeThes y
kommasii "IBM" — 39,4 %. [linkpecaumo, mo SAP B 2012 poui Oyna HaiOIBIINM NOCTaYaIBHUKOM 33 00CSITaMu
nporaxiB y 3axiaHii Ta CxigHiil €Bporri.
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B mponoBxeHHs aHai3y CTATUCTHKH, HAIaHOi KoMITaHiero "Gartner", 3a3Ha4MMO, IO perioHaMu peaizamii
HaiibinbIoro odcsry nporpamHoro 3abesnedennss CRM BBaxatots [liBHIuHY AMepuky Ta 3axigHy €Bpory, Ha SIKi
npunagae Oinbie 80 % noxoniB kommaHid-po3poOHuKiB. Jlesiki 3 kpain CxigHol €Bpomnu, €Bpa3zii, biusbkoro
Cxony, AQpUKH TakoX XapakTepu3yloThcs 3pocTaHHsM [T-Butpar, mozpepHizauieto iHppacTpykTypu. baratbma
HiANPUEMCTBA MAapKETHHI PO3IIISAaBCs B SIKOCTI Bhajoro o0’ekty iHBecTyBanHs. Cepel BUMOI TOKYIIIB
MEePIIOYEeProBe 3HAYCHHS BifirpaBaja MmiTPUMKa COMIaIbHUX 1 MOOLTBHUX TEXHOJIOTIH.

TenpeHuis 3pocTaHHs NMPONO3ULii MporpaMHUX NMpoxaykTiB B cpepi CRM moknmkaHa, B mepury 4epry,
3pocTaHHsM ronuTy. Ha nanuit MoMeHT y cBiTi icHye Oinbiue 1000 pimens, ski MoxkHa BigHecTH 10 kiacy CRM i
Contact Management.

CporonHi moMmiTHI HacTynHI TeHaeHii puHKY CRM pimieHs:

- B AOPOTHX KOMIUIEKCHHX PIIIeHB 10 CepPeIHIX 3a BapTICTIO;

- BiJX BIPOBAKCHHS BCE HOBUX JOAATKIB J0 IHTETpaIlii Bke HasBHUX;

- BiI KOMILICKCHHX PIIlIEHb 0 [iJTOBUX PUHKIB;

- Bim «kpadHomIiB» — TeneoHHUX KOHTakTiB a0o WEB-based TexHomoriii — mo iHTerpailii KaHaiB
B3acMOJIl;

- BiJ MOJEJIOBaHHS Ta NMPOTHO3y MEPCIIEKTHB KOMIIAHIi 10 MOJENIOBAHHS 1 MPOTHO3y NEPCIEKTHB
KIIIEHTA;

- BiJ 4YacTKM PHHKY, SK KIIOYOBOIO MNapameTpa ycmixy Oi3Hecy, N0 aHali3y Mojelieil TOBEeIiHKH
KJIIEHTIB, CTYIIEHS X 3aJJ0BOJIEHOCTI TOLIO.

Crneunianictn "Gartner" HaroJIoulyloTh Ha HMOAAIBLIIM aBTOMAaTH3allil MApKETHHIY Ta HOro o0’€THAHHI 3
¢ynkuionanom MRM (Marketing Resource Management). byne npogosxysatuchk Takox iHrerpauiss CRM-cucrem
3 iHmmMME (QyHKI[IOHANIAMH, cepell SKUX CHCTEeMH YIpaBIiHHSA MokasHukamu poOotu kommaHii CPM (Corporate
Performance Management), IO OXOIUTIOIOTH OCHOBHI TIPOLIECH YIPAaBIiHHA — IUIAaHYBaHHS, KOHTPOIIB,
Oro/KeTyBaHHSA, aHAJII3 TOIIO.

[IpuemHO criocTepiraTu TEHICHIIT HAPOILEHHS MOMHUTY Ta MPOMO3MLii Ha YKpaiHcbkomy puHKy CRM-
CHCTEM.

Amnani3, npoBeneHuit kommasiero «Terrasofty mokazaB, 110 Haml PHUHOK XapaKTEPU3YETHCS BHCOKOIO
NOMYJIAPHICTIO rajly3eBux pieHb. IDM, sika npezncrasisie "Microsoft"”, Bkasye, 1110 ABa poku ToMy BiTun3HsHuUH [T-
PUHOK B OCHOBHI# CBOill Maci OyB Il¢ HE TOTOBUI JaTH KJIIEHTaM aJeKBaTHY iH(OpPMAIIIO 1 3aIpONOHYBaTH BECh
KoMILIeKe poOiT 3 pearnizarnii CRM-crparerii. ¥ pesynbrati Oyio 6arato xaocy, Hepo3yMiHHS 1 po3dapyBaHb. 3apa3
6araro 1110 3MiHHJIOCS, B OCHOBHOMY c(hopMyBajiacsi BHYTPIIIHS iH(PAaCTPyKTypa pUHKY, Ha SKOMY CHOTO/IHI € TIOBHI
NaHIIOKKA noctaBok CRM-pimieHs, BinoBinHi iHGopManiiiHi pecypen i cuctemMa HaB4aHHS. TaOmuist 2 MiCTHTB
MIPUKIIAAA TPOTOHYBAaHHS KOMIIAHIsIMH aBTOMaTm3amii okpeMux eneMeHTiB CRM Ta roToBux criemianizoBaHHX
MIPOAYKTIB.

Tabmums 2
IIpononoBaHi Ha ykpaiHcbKoMYy puHKY nporpamui CRM-npoaykru, 3actocyBanus [11]
Ha3pa kommasnii HasBa nporpamMHoro npogykry Kopotka xapakTeprcTuka
«ynpaBH%HHH Toprisacio 8.0» - bazoBi ¢yHkiii CRM 3 MOXIHUBICTIO
«1C» «YnpaBiniHHA ~ BHPOOHWYHMM  TANPHUEMCTBOM . .
8.0x HapoulyBaHHA (l)yHKL[lOHaJH)HOCTl
ABBYY [Tponykru Ha miardopmi «1Cx» Bepceii 7.7 1 8.0 CrieniaizoBaHi pillIeHHsI
IloBHUI CIIEKTD MOCIIYT 3
IDM Microsoft CRM BrpoBapkeHHs: CRM-ctparerii Ha 0a3i
Microsoft CRM

PimenHs s moOyI0BU «ONepariiHo

«[lapyc — MeHemxMeHT Ta MapKeTHHI»
Py A P CRM-cucremn

«apyo» [TporpamMHuii MPOAYKT 3 IHTErPOBAaHUM
«ITapyc — IlinmpuemMcTBO 8» mostystem CRM

«JlabGoparopis VYHiBepcanbHe  pimeHHs Ha  0asi

Dopt» Fort:SalesOffice mwratrpopmu  «1C  7.7.». BmacHa

po3poOka KoMIaHii
«YmpapnigHs ~ BHpOOHWYUM  mignpuemctBoM | baszosi ¢ynkmii CRM 3 MonmuBoOCTAMU
8.0» po3mupeHHs GyHKITIOHATEHOCTI

Haii6inpmmit cerment 3amoBHUKIB CRM-cucTeM ckiiafaloTh YKpaiHChKi (piHAHCOBI KOMITaHil, HAWMEHIINH
— (hapMareBTHYHI Ta KOCMETHYHI KOMIIaHIi, BUIABHHUIITBO Ta MOJirpadis.

BucHoBku. 3iificHeHHs oOpieHTalii Ha CIOXKMBa4ya, BpPaxyBaHHS HOro iHTepeciB, BIoJ00aHb, B3araii
e(eKTUBHA KOMYHIKallis 3 HHM, Ha CbOTOJHI BBa)KAIOTHCS TPOBIAHUMH OPIEHTUPAMM YCIIXy, CII0OCOOOM
3aBOIOBAaHHs PUHKY. Binomi B cBiTi po3poOHMKHM TporpamHux piteHb B cepi CRM 3aBxan opieHTYIOTbCS Ha Ti
PHHKH, SIKi HalOLIbIIe MOTPEOYIOTh iX mociyr. BingsepTo kaxkyuu, 1ie He 3aBKAM yKpaiHChKi mignpueMcrsa. CripaBa
B TOMY, IIO CepeJl YMHHUKIB TIPH BUOOpI NMPOrpaMHOro IMPOAYKTY, YKpalHChKI MiJIPHEMCTBA 4YacTO HAJaloTh
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MIEePIIOYEPTOBICTh IHOBOMY MOKA3HUKY. MOXKHA TaKOX 3a3HAYMTH — III€ OJHICI0 OCOONUBICTIO caMe YKpaiHCHKHX
MIAPUEMCTB € He3pijia ie0Joris MEHEPKMEHTY, BIICYTHICTh TEXHIYHHUX MOXKJIMBOCTEH peanizaiii aBToMaTH3ail
MPOIeCY B3a€MOBITHOCHMH 3 KIi€HTaMH Ta Oarato iHmmx. OnHAaK, TO3WTHBHI 3pYIIEHHS € OYECBHIHWMH, a
BUKOPHCTaHHS 3apyODKHOTO JIOCBiAy J1O3BOJIMTH MiABHUIINTH YCBIJOMIJIEHHS KEPIBHUIITBOM HEOOXIHOCTI TakKoro
BUJIy MEHEKMEHTY, ik CRM, Bkpaii HeoOXinHoT aBToMaTu3auii nporecisB CRM.
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