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YJIK 005
POJIb CRM-CUCTEM Y POBOTI MEHEJI’KEPA
BikTopis POMAHUYNIINH
MaricTpaHTKa
Hayxosuii kepienux — Haragia ITABJIEHUUK
II-p €KOH. HayK, podecop
JIbBIBCHKHIA IepKaBHUHN YHIBEPCUTET (PI3UIHOT KYJIBTYPH
imeHi IBana boGepcrkoro (Ykpaina)

Y cydacHOMYy CBITI, Ji¢ OI3HEC-IPOLIECH CTalTh Jeali CKJIaAHIIIUMU,
0COONMBY yBary MpUAULSIIOTE €PEKTUBHOMY YIPABIIHHIO B3a€EMOBITHOCHHAMU 3
KJIl€eHTaMUd. MapKeTHHI BUKOPUCTOBYIOTH HE JUINe, SIK cepy AISIIBHOCTI, IO
MOKJIMKaHa JOCIIPKYBATH PUHKH W OpraHizoByBaTH MPOMOILIi TOBapiB 1 MOCHYT,
ajle 1 SK crocild  BEIEeHHS ~ KOHKYPEHTHOI  OOpOoTbOM,  IiJIBUILEHHS
KOHKYPEHTOCIIPOMOKHOCTI ~ MiANPUEMCTBA.  Bigrak  3acTocyBaHHs ~ Horo
IHCTPYMEHTAapP1t0 BUXOJUTH 3a MEXK1 (PYHKIIOHAIBHOI JISJILHOCTI i HA0yBa€e O3HaK
MPIOPUTETHOT Taly3l 3HaHb 1 BMiHb HiAnpueMiiB [7/]. OOHUM 3 OCHOBHHX
CRM-cucremn (Customer Relationship Management). Ha ocHoBi ocoGucTtoro
nocsiny Bukopuctanus CRM-cuctemu Salesforce, mu mpoananmizyBaiy 3HaYCHHS
[UX CUCTEM JJIi MEHEKEpIB, IXHI MepeBaru, HEIOIIKM ¥ MUTAHHS JOLIJIBHOCTI
pOJIl MEHEKEPa 32 HASIBHOCTI TAKUX CHCTEM.

CRM-cucremn, sik Salesforce, HamaroTh psi BaXKJIMBHX I€peBar s
MEHEJKEPA, 0 3HAYHO MOJIETIIYIOTh pOOOTY 1 MIIBUILYIOTH ii €)EeKTUBHICTb:

1. [enrtpamnizoBane 30epiraHHs JaHUX.

Opniero 3 HaOubmux nepeBar CRM € MOXIIMBICTH IIEHTPai30BaHOTO
30epiranHs Bciei 1H(oOpMalli Npo KIIEHTIB, YyTOAW, KOHTAKTH Ta KOMYHIKAIli B
onHomy wMicii. lle m03BoJsie HE TUIBKM CHPOCTHTH AOCTYN 10 JaHUX, aje U
3MEHIIUTH PU3MK BTpaTH BaxuMBoi 1HQopMmauii. Hampukian, 3aBasku
BIIPOBaPKCHHIO Salesforce B ogHOMY 3 TMPOEKTIB, /¢ MH TIpaIfoBaiu, OyIo
CKOpOYeHO dYac Ha momyk iHdopmariii npo kmieHta Ha 30 %, 10 3HAYHO
ONTUMI3YyBaJIO Hallll poOOUl MPOIIECH.

2. ABTomaTu3allisi MpOIIECIB.
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3aBasgku MoOXJIMBOCTSM aBToMaru3alii CRM paiote 3mory wmenemxkepam
¢doKycyBaTUCS Ha CTpaTEriuHUX 3aBJaHHAX, JCJErYIOUd pYTHHHI oOIeparlii
cucremi. Hampukmnan, aBTOMaTuyHi HaragyBaHHS TMpPO HACTYMHI KPOKH B
MeperoBopax 13 KII€EHTaMH a00 aBTOMATHYHI 3BITH MPO JOCATHYTI pe3yibTaTH
3HAYHO MiJIBUIYIOTh MPOAYKTUBHICTh. B OTHOMY 3 HalIMX MPOEKTIB 1€ 3HU3UIIO
KUTBKICTB JIFOJCHKUX MTOMMJIOK 1 IPOIYIIEHUX AenaiiHiB Ha 20 %.

3. AHai3 JaHuX 1 IPOTrHO3YBaHHS.

CRM-cuctemMu TNpOMOHYIOTh TOTYXHI aHANITUYHI 1HCTPYMEHTH, SIKI
JI0TIOMararTh MEHEKepaM pOOUTH MPOTHO3M HAa OCHOBI BioMux JnaHux. Lle mae
3MOTY JINIIe TUIAaHYBAaTH W yXBaltOBaTH OOrpyHTOBaHi pimeHHs. Salesforce,
HaIIPUKJIaJ, MAa€ MOXJIMBICTh OyAyBaTH MPOTHO3M MPOAAXKIB Ha OCHOBI JaHUX, IO
JIOTIOMOTJIO Halliii KOMaHJll BU3HA4YaTH ClIaOKi MICISl Ta BJOCKOHAIIOBATH HAaIIIl
CTpaTertli.

[Tormpu uncnenni nepeBaru CRM-cucTeMu MarOTh 1 CBOi HETOJIKH:

1. Baprictb ynpoBamkeHHs i 00CIIyTOBYBaHHS.

Vuposamxkenas CRM, ocobmuBo Takux MOTyXHHX cuctem, sik Salesforce,
MOKe OyTH JIOCUTHh BUTpAaTHUM IpouecoM. OKpiM MOYATKOBUX BUTpPAT, € TAKOXK
BUTPAaTU HA HaBUaHHS MpPaliBHHUKIB 1 MATpUMAaHHS cuctemd. Hamiii xommawii,
HanpuKiIaa, 0yJa0 MOTPIOHO KibKa MICSIIB IS TIOBHOTO mepexoay Ha Salesforce.
JlonatkoBUX BUTpAT MOTpeOyBaIu MIATPUMAHHS M afanTarlisi CUCTEMHU JI0 HallluX
BHIMOT.

2. TexHiuH1 CKJIQHOIIII.

He Bci npaiiBHUKK MOKYTh HIBUJKO aaNTYyBaTUCS 10 HOBUX TEXHOJIOTIH, 1110
MOJKe CTaTH Oap’epoM JJisi TIOBHOI[IHHOTO BUKOPHUCTAaHHS CUCTEMH. Y MPaKTHUIl
OynM BUIMAJKH, KOJM JESAKI MPAI[iBHUKU MPOCTO HE MOTJIM HAJCKHUM YHUHOM
BUKOPUCTOBYBaTH Bech (pyHKIioHan Salesforce, mo mpu3Boawio 10 3aTPUMOK Y
po0OoTi. [le muTaHHsS BUPINIYBAIMCH 32 JOTIOMOTOIO JI0JJaTKOBUX HABUAJIBHUX CECIH
1 MITPUMKH BiJT TEXHIYHOT KOMaH/IH.

3. 3anexHICTh BiJ TEXHOJIOTIN.
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3 CRM-cucremaMu BUHHMKA€ TMHUTAaHHA TEXHIYHOI 3aJIEKHOCTI. Y pasi
TEXHIYHUX 300iB a00 mpoOsem 13 cepBepoM podoTa KoMmIaHii Moke OyTH 4acTKOBO
abo MOBHICTIO 3ynuHEHAa. Ha OHOMY 3 MPOEKTIB, JIe MU MpAaIfOBajl, BUHUKAIU
npobsieMu 3 goctyrnoM o Salesforce yepes HemependadyBaHi OHOBJICHHS CEPBICY,
M0 3aTPUMAJI0O BUKOHAHHS BOKJIMBUX 3aBJIaHb HA KUTbKa JHIB.

Yacto mocrae nutanHs: ko CRM-cuctemMu HAcTIIbKM (QYHKIIOHAJIBHI H
aBTOMAaTH30BaHi, Y¥ MOTPiOHI B3aram MeHemkepu? Ha Hamry nymky, BiAIOBIIb
onHOo3HayHO Mo3uTHBHA. CRM-cucTemMu € moTy>)KHUMH 1HCTpYMEHTaMH, aje BOHU
HE MOXYTh TOBHICTIO 3aMIHUTH JIOJChKUM (Qakrop. Cucrema gomomarae
OpraHi3OBYBaTH JIaHl W MPOLIECH, aJleé YXBAJICHHS CTPATErIYHUX pilleHb, podoTa 3
JIOJIbMU Ta BUPINIEHHS KOH(JIIKTHUX CHUTYyalllil — 1€ T1 acCleKTH, J¢ JIIOJChKUM
IHTEIEKT 1 EMOLIIMHNNA 1HTEIEKT 3aJIUIIAI0TECA HE3aMIHHUMHU.

[TpakTraHuii 1ocBia BUKopucTaHHs Salesforce miaTBepkye, Mo s cucTeMa
MOJKE 3HATH HaBaHTKEHHS 3 MCHE/DKepa, ajie He MOBHICTIO 3aMiHUTH #oro [3].
Cnpasxusa 1inHicTe CRM monsirae B ToMy, IO BOHA Ja€ 3MOTY MEHEIKEpPY
30CepeIUTUCS Ha OUIbII  BaXJIMBUX  3aBIaHHSAX, TaKuX fAK M00yJo0Ba
JIOBFOTPHUBAJIMX BITHOCHH 13 KIIIEHTAMHU, SK1 KOJHA CHCTEMa HE MOXKe 3a0€3IeUnTr
aBTOMATHUYHO.
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