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KJIIEHTOOPIEHTOBAHUM MIAXIJ B ®OPMYBAHHI BPEH/Y TA YIIPABJITHHI
PEKJIAMHOIO JIAJBHICTIO HIAITPUEMCTBA

B cTarTi BUCBITIEHO NEPEBAru 3aCTOCYBAaHHS K/TIEHTOOPIEHTOBAHOIO IMiAX04y 5K OCHOBU (POPMYBAaHHS 6peray. 3a3HaqyeHo
Ha aKTya/IbHOCTI AOC/MKYBAHOI TEMU B CYy4YacHUX yMOBaX rOCIIOoAaproBaHHS. [lpoaHasizoBaHi rpaui BYEHNX, O 3avMa/Incs
AOCTIMKEHHAM — AaHUX  [UTaHb,  BMOKDEM/IEHO  HEAOCTATHLO  AOC/MKEHI  acriektv  T1a  3arpOriOHOBAHO — BU3HAYEHHS
KITIEHTOOPIEHTOBAHOCTI. CQOPMOBaHO XapakTEPHi O3HAKN KIIIEHTOOPIEHTOBAHOIO MigxXo4y B @OpMyBaHHI GPEHAY MMiarnpueMCTBa.
BU3HaYeHo, WO eQEKTUBHE BIIPOBALKEHHS KITIEHTOOPIEHTOBAHOIO MIAX0AY YIPas/liHHS B AISVILHICTE MIANPUEMCTBA MAe 6a3yBaTncs
HA Takux CK/Iaf0BUX: KITIEHTOOPIEHTOBaHMY TOBap (M0C/yra); K/IEHTOODIEHTOBAHM TEPCOHAN; KIEHTOOPIEHTOBAHI rpasuna i
CTanAapTV, KJIIEHTOOPIEHTOBaHMI cepBic | npoLecy. PO3I/ISHYTO METOAUKU 33 [OMOMOIoOl0 SIKUX MOXHA BU3HAYUTH Ta OLIHUTH
PIBEHD JI05I/IbHOCTI K/TIEHTIB. 3pO6/IEHO BUCHOBOK PO TE, LYO KOMITIEKCHE BIIPOBAKEHHS KITIEHTOOPIEHTOBaHOIO MiAxXoay Aac 3Mory
36I6LLNTY IHAEKC JI0STTBHOCTI KITIEHTIB, CIIPUSIE MIABULLYEHHIO KOHKYPEHTOCITPOMOXHOCT], IMTOKPALLYE iMIDK MAMPUEMCTBE Ha PUHKY, a
OTXKE € HEBIEMHNM E/TIEMEHTOM QOPMYBaHHS OpeHAy MIANPUEMCTBA Ta MAE OyTv CK/IagO0BOI0 PEKIAMHOI MOJTITUKM MIAMPUEMCTBA.

KI1t040Bi ¢/10Ba: K/IIEHTOOPIEHTOBaHMY MTIAXI, BPERL, PEKIAMHA AiS/IbHICTE, YIIPaB/IiHHS JIOS/IBHICTIO CrIOXWBAYIB.
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CUSTOMER-ORIENTED APPROACH IN BRAND FORMATION AND ADVERTISING
MANAGEMENT ACTIVITIES OF THE ENTERPRISE

The article highlights the advantages of using a client-oriented approach as the basis of brand formation. The relevance
of the researched topic in modern economic conditions is indicated. he works of scientists engaged in the research of these issues
were analyzed, insufficiently researched aspects were singled out, and an own definition of customer orientation was proposed.

Characteristic features of a client-oriented approach in the formation of the company's brand have been formed. It was
determined that the effective implementation of a client-oriented management approach in the enterprise should be based on the
following components: client-oriented product (service); client-orfented staff; client-oriented rules and standards; client-oriented
service and processes.

The methods by which you can determine and evaluate the level of customer loyalty are considered, the method of
determining the NPS index - Net Promoter Score (net index of promoters) is considered in detail.

It is substantiated that the implementation of a client-oriented approach to the management of the company's activities
can provide the following advantages: increase customer loyalty; increase the frequency of purchases; reduce complaints and
refusals to purchase goods (services); create unigue competitive advantages of the enterprise on the market; to receive additional
income from the sale of goods, provision of services.

The following conclusions were drawn.: comprehensive implementation of a client-oriented approach makes it possible to
increase the customer loyalty index, contributes to increasing competitiveness, and improves the image of the enterprise on the
market; the technologicalization of a client-oriented approach involves the implementation of special software (CRM - Customer
Relationship Management) and technical support for more effective management of relationships with clients; a client-oriented
approach is an integral element of the company's brand formation and should be a component of the company's advertising policy.

Keywords: customer orientation, brand, advertising activity, consumer loyalty management

IHocTanoBKa mpo0/1eMH y 3arajibHOMY BHIJISIII
Ta ii 3B’f130K i3 Ba2KJINBHMH HAYKOBUMH Y¥ NPAKTHYHUMH 3aBAAHHSIMHA

B cyuyacHux ymMoBax roCIO/IapIOBaHHSI CTBOPEHHS KOHKYPEHTHHX IIepeBar JIMIIEe 3a PaxyHOK I[IHOBOTO
CTHMYJIFOBAaHHS, PO3IMIUPEHHS aCOPTIMEHTHOI HOMITHKH, BIPOBA/HKEHHS HOBUX TEXHOJIOT1H BXXE HE € TOCTATHIM IS
TOTO, MO0 OyTH KOHKYPEHTOCHPOMOXXHUM Ha PHHKY. ChOTOJHI KIIIEHTH CTAlOTh BCE OLIBII BUMOTJIMBUMH [0
TOBapiB i MOCIYT, a TOMY 3HaHHSA TPO MOTpeOH, OakaHHS Ta 3alUTH KIIE€HTIB Ta iX e(eKTHBHE 3aJ0BOJICHHS
BUCTYNAIOTh YHIKAJBFHOIO KOHKYPEHTHOIO II€PEeBaroi0 MiANPHEMCTB, Ky HE MOXYTh CKOIIIIOBATH KOHKYpPEHTH.
KrnienroopienToBanuil migxia, sK ocHOBa (OpMyBaHHS OpeHAy MIANPHEMCTBA Ta YNPaBIiHHA JIOSIIBHICTIO
CIIOXXWBAYiB, € BAKJIMBHM €JIEMEHTOM CTBOPEHHS IIO3UTHBHOTO IMi/PKY Ta MIIIHUX B3a€MOBITHOCHH 13 KITi€EHTaMH, a
TOMY Ma€ OyTH HEBi/I’€MHOIO CKJIaJIOBOIO PEKJIAMHOI TiSUTBHOCTI MiAIPUEMCTBA.
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AHaJi3 10ciaKeHb Ta MyOaiKkamii
KonmenTyaapHi OCHOBH MapKETHHIOBOTO YIIPABIIIHHS Ha 3aca/iaX KII€HTOOPI€EHTOBAHOTO MiAXOIY, B TOMY
YHCH SIK CKITafoBoi GopMyBaHHS OpeHAY MiAMPUEMCTBA, PO3TISAAIN TaKi MPOBiAHI BITYM3HAHI Ta 3apyOiKHI yUeHi:
Antomkosa H. A. [2], Bom JI. A. [3], Bacunbeesa T. [10], I'onkano JI. M. [3], Maprirosuu B. I'. [7], Pacynosa A.
M. [3], Pomanuykesuu M. M. [6], PsGoxons H. I1. [7], Teprenpka 0. [8], Yerban O. 0. [9], Xamuna B. [10] ta
1HIII.

®opmya0BaHHA Wiseil cTaTTi
MeTo10 CTaTTi € pO3IJIsA TEOPETHKO-METOANYHUX 3acay 3aCTOCYBaHHS KJIIEHTOOPIEHTOBAHOTO MIIXO/Y SIK
ocHOBHU (popMyBaHHsI OpeHLy Ta YIPaBIIHHS PEKJIAMHOIO JISUTHHICTIO MAIPUEMCTBA.

Bukian ocHOBHOro MmaTtepiany

dopmyBaHHA OpeHIy — II€ TpOIeC CTBOPEHHS IMIIKy OpeHAY MPOTATOM TPHBAIOTO TMEpioxy 3a
JIOTIOMOTOI0 CTBOPEHHS JOJATKOBOi IIHHOCTI, eMOWiiHOi a00 pamioHaJbHOI «OOIHKM» TOPTOBOi Mapku abo
HEMapOYHOTO MPOAYKTY, IO POOUTH HOTO OiNBIN MPUBAOIMBHAM IS KIHIICBOTO CIIOKHMBa4a, a TAKOX IPOCYBAHHS
TOProBOi MapKu Ha pUHKY.

BpenauHr B cyyacHiil eKOHOMIIIl BUCTYIIA€ OJJHHUM i3 CHOCOOIB MiJBUIIEHHS] KOHKYPEHTOCIIPOMOXHOCTI. Y
CBITI CIIOKMBaHHS, /¢ KOHKYPYIOYi TOBapd HE 3aHAATO BIJAMIHHI OJUH BiJl OJHOTO, OPCHIUHT YacTO € €TUHHM
3aco00M, 10 JI03BOJISIE TMIIIPHEMCTBY IOKa3aTH CBOKO IHIUMBiMyanbHICTh. bpenn — 1e Buia ¢opma po3BUTKY
TOProBoi Mapku (Ha3Ba, JIOTOTHUI), IO MOEAHYE B cOOi eMOIlil, sIKi BiH BUKJIMKA€E Y CIIOKMBaya Ta Pe3yJbTar X
JTOCBIly BUKOPUCTAHHS OPCH/Y; FapaHTy€ SKiCTh, 0OCIYTOBYBaHHS Ta IIHHOCTI Ha JJOBFOTPHUBAIHUI MEPi0; BUKOHYE
psx ckiIamHUX (QYHKIIL: IICHXOJIOTIYHY, COoUialbHy, iHQOpMaIliifHy, KOMYHIKaTHBHY, iIeHTH(]IKaliifHy i TOJOBHE —
iATBEPAXKYETHCS TIOBTOPHUMHU MOKYTIKAMH «B1TaHUX», 3aI0BOJICHHUX CIIOXKHBadiB [S].

KiieHToOpieHTOBAaHMI MiAXiJ MOXHA BBa)KaTH YaCTHHOIO MPOLECY CTBOPEHHS OpeHIy MiANPHEMCTBA 3a
JIOTIOMOTOI0  3aC00IB, 3axXOJiB, MIOXOMIB Ta METOIB, YAaCTHHH KOPIIOPATHBHOI KYJIbTYPH TWiIMPHEMCTBA Ta
0COONMBUX yMOB ISl CIIOXKMBAUiB, 3 YPaXyBaHHIM iX MOTped Ta MIHHOCTEH AJIs MO3UTHBHOI eMOLIHOI IPHUB’A3KN
JI0 TANPHEMCTBA Ta TIOKPAIICHHS MPOIECy KOMYHIKaIIii.

KitieHTOOpi€HTOBAHICTD, SIK CKJIag0Ba Ipolecy (GopMyBaHHs OpeHIy KOMIIaHIl, € BaXJIIMBUM €JIEMEHTOM
CTBOPEHHSI MMO3UTUBHOTO IMIJDKY Ta MILHMX B32€EMOBIIHOCHH 3 KJIi€HTOM. BIpoBa/)keHHs KIIIEHTOOPIEHTOBAHOTO
MiIX0/1y HEOOXIIHO CYNPOBODKYBATH BIIMOBIIHOIO PEKIAMHOIO MOJITHUKOI, 00 MaKCHMAaJbHO JOHOCUTH 0
CHOXXMBauiB 1H(YOPMALIIIO MPO Te, IO came X NOTpeOH i OakaHHA € MPIOPUTETHUMH JJISI ITIAPUEMCTB.

HeoOximHO 3a3HaunTH, 1O KIIEHTOOPIEHTOBAHUM MiJAXiJ 3’SBUBCS B pe3yJbTaTi EBOJIIOL[IOHYBaHHS
KOHILENIIA MapKeTHHT-MEHE/DKMEHTY Ta MAapKeTUHIY B3aeMOil. Y KIIEHTOOPIEHTOBAaHOMY MAapKeTHHTY B
3aJICKHOCTI BiJI PiBHIB yIIPaBIIiHHS iCHY€ YOTHPH KaHAIH MOOYJOBH B3a€MOBITHOCHH:

v Customer Relations Management (CRM) — 3 ki1ieHTamu;

v Human Resources Management (HRM) — criiBpoGiTHEKaMu MiAIPUEMCTBA;
v’ Partner Relationship Management (PRM) — naptHepamu;

v' Stakeholder Relationship Management (SRM) — akiiionepamu.

B puHKOBHMX yMOBax TOCIIOJapIOBAHHS OpI€HTAIls MIANPUEMCTBA Ha 33J0BOJICHHSA NOTPeO KIEHTIB €
OJIHMM 13 HaMBaXJIMBILIMX ACIEKTIB K MapKETHHI'OBOI, TaK 1 3arajibHOKOPIopaTuBHOI crpaterii. CBITOBHIA 10CBif
MOKa3zye, 110 BCl YCHIIIHI MiIpHEMCTBA /I 3a0e3NeueHHs] MaKCuMalibHOT e()eKTHBHOCTI X JISUIbHOCTI Ha PUHKY Ta
CTBOPEHHSI YHIKaJbHUX KOHKYPEHTHHX IepeBar 3aCTOCOBYIOTh IO€JHAHHS JBOX MIIXOJIB: YIpaBlliHHS Oi3Hec-
MPOIIECaMU Ta YIPABIIHHS KIII€HTOOPIEHTOBAHICTIO.

TeopeTn4Hi JOCHI/UKEHHsI IOKa3ajM, 10 B HAyKOBiH JIiTepaTypi NUTaHHS KIIEHTOOPIEHTOBAHOCTI,
KJIIIEHTOOOPIEHTOBAHOTO MiIXOAY Ta KJIIEHTOOPIEHTOBAHOTO YNPABIIHHSA HE MA€ €JMHOTO BU3HAUYEHHA. Pa3oMm i3 TuMm,
BCI HAYKOBIIl IOTOKYIOTBCS 3 THM, IO KIIEHTOOPIHTOBAHWMH TMIiOXil YIPaBIiHHSI B CyYacHHX YMOBax
TOCTIO/IapIOBaHHS € HAa3BUUYAIIHO aKTyaJIbHUM 3aCO00M ISt IOCSITHEHHSI LiJIeH MiAIpHEMCTBA.

JOCHKyIo9l  €TUMOJIOTIF0 TOHATTA «KJIIEHTOOPI€HTOBAHICTE» HEOOXIAHO 3a3HAYMTH, IO WOTO
BU3HAYaJILHUM aKLEHTOM € OPIi€HTAIlisl Ha KII€HTA. BUIbIIICTh HAyKOBIIB aKLEHTYE yBary Ha 3a/I0BOJICHHI MOTPeO
KJIIEHTIB, IiJBUINCHHI [IHHOCTI TOBAPIB i MOCIYT JJsI KIIEHTIB, M0 B PE3yJbTATi Ma€ CIIOHYKATH IX O 3IiHCHEHHSI
MTOBTOPHUX ITOKYIIOK, MOIIMPEHHS TMO3WTHBHUX BIATYKIB Ta PEKOMEHJIAIH IHIIMM CHOXXHBAadaM CTaTH KIIIEHTOM
IIHOTO MiANPUEMCTBA.

Y3aranpHIOIYH iICHYIOY1 MiAXO0H, 1010 BU3HAYCHHS KJIIEHTOOPIEHTOBAHOCTI BBAXKAEMO, IO 1€ KIIFOYOBA
KOMITETEHITisI TANMPUEMCTBA, SIKa TIOJIATAE Y MPAarHeHH] 10 BCTAHOBJICHHS Ta PO3BUTKY MApTHEPCHKUX BiTHOCHH i3
KIIIEHTaMH, a TaKOX i3 IHIIMMHM KOHTpareHTaMu SK y Oi3HecC-CepeOBHINI, TaKk i BCepeAWHI MiAMPHEMCTBA Ta
0a3yeTbcs Ha pO3yMiHHI # 3aJJOBOJICHHI iX SIK aKTUBHUX, TaK i JIJATSHTHUX MOTPeO, [0 B Pe3yNbTaTi Ma€ MPU3BECTH
JI0 MakcuMizanii npuOyTKy y JOBrOTEpMIHOBIH NepcrekTHBi Ta (opMyBaHHS OpeHy HiIIPHUEMCTBA.

I'ostoBHOIO NEpeBarolo KIIi€HTOOPIEHTOBAHOTO IiIXO/Ly YNPABIiHHS MiANPUEMCTBOM € 3aJI0BOJICHI KITI€HTH,
SAKi € OUIbII JIOSAJIBHUMH [0 MiANPHUEMCTBA, A00pe NMPO HHOTO BiJA3MBAIOTHCS, MEHIIE yBarW 3BEpTAalOTh Ha
KOHKYpYI0o4i OpeHIM, € MEHII Yy TIIMBUMU 0 LiHH, HAJIAIITOBAHI KyIMyBaTH HOBY NMPOJYKIIIO MiaAnpueMcTB. Takox
3aJIOBOJICHI KJII€HTH € JDKEPEIIOM HOBHX 1J1e1 CTOCOBHO TOBapiB 1 MOCIYT IiIPUEMCTBA.
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O3HaKH KIIE€HTOOPIEHTOBAHOT'O MiAX0My B (hOpMyBaHHI OpeHIy MiANMPUEMCTBA MPeACTaBiIeHO Ha puc. 1 Ta
oxapakTepu3oBaHO HIK4e [2, 3, 6-10].

I'muboke po3ymiHHS iHTEpeciB Ta MOTped HAsIBHMX Ta IMOTCHINIHMX KIi€HTIB. BoHO mocsraeTscs 3a
paxyHOK CETMEHTAIlil Ta TapreTyBaHHS (BUIUICHHS 3 YChOTO CETMEHTY JIMIIE Ti€l YaCTWHU NOTEHIIHHUX KIII€HTIB,
sKa IIKaBUTh MiJNPUEMCTBO), & TAaKOXX BCTAHOBJICHHS IIOCTIHHOIO 3BOPOTHOTO 3B’SI3KY 13 KII€HTaMH 33
BUMIPIOBaHHS PiBHA 1X 33/I0BOJICHOCTI Ta JIOSIIBHOCTI.

ChiBnpans i3 KJIIEHTaMHU 3aCHOBaHa Ha BITHOCHHAX, a HE Ha ToBapi (mociy3i). 3Bakarouu Ha 301IbIICHHS
Ha pUHKax OJHOMAaHITHHX TOBapiB Ta MOCJIYr NOoOyIoBa AOBrOTPHUBAJIOL CHIBIpAll MiX MiANPHEMCTBOM i HOTrO
KJIi€eHTaMH Mae 0a3yBaTHCSl Ha BiJIHOCHHAX HaJAUICHUX WIiHHICTIO. JIOSUIBHI KIIEHTH CHPUHMAIOTH MiANPHEMCTBO
4yepe3 OpeH/I, SKU B HUX aCOLIFOEThCS K HAOIp MEBHUX I[IHHOCTEH, i11eH.

[HnuBigyanpHUHE MiaXin 10 KOKHOTO KIIIEHTA Ta OpTaHi3alis KOMYHIKaIlilil 3 HUIMU 3a TOTIOMOTOI0 CYy9acHUX
IUPPOBUX TEXHOJOTIM Ta IHCTPYMEHTIB IiKUTald-KOMyHiKamiid: I[HTepHeT-cepBiciB, TepMiHaliB, MOOLITEHOTO
MapKETHHTY, COLIATBHUX Mepek. 3a CYJaCHUX YMOB PO3BUTKY iHPOPMAIiifHO-KOMYHIKAI[ITHUX TEXHOJOTIH KIIi€HTH
CTAIOTh OJIMDKYUMU 10 MiATIPHEMCTBA Ta IPUAMAIOTh YYacTh y TaKUX HOTo Oi3HeC-Ipoliecax sK: 3aMOBJICHHS IIEBHUX
TIOCITYT, HalaHHS PEeKOMEHAAMIN 100 O0COOIMBOCTEH 3MIHCHEHHS IisNIBHOCTI, ITUPUHN aCOPTUMEHTHOI HOJITHKH,
MePeITiKy CepBICHHUX IOCIYT TOIIO.

Binobpaskae Miclle iHTepeciB KIi€HTA B TISTIBHOCTL
TiAIpHEMCTRA

Binobpaskae BUOip MIAIPIEMCTEA MUK IOTOUHIM CTAHOM Ta
JIOBFOCTPOKOBHMH TI€PCIIEKTHBAMA

Jl03BONA€E MiIPHEMCTRY OTPUMYBATH TOATKOBHI
TIpUOYTOK 3a paXyHOK IIIOOKOTO PO3YMIHHA 1
e eKTHBHOTO 3aJ0BOTeHHS IOTPel KIIEHTIB

4

Korienro- »| OpleHTOBaHMHII Ha MAKCHMI3aIlli0 MIHHOCTI JJIA CIIOKHBada
OpLEHTOBAHUIT
baihivahis Tlepenbauae BCcTaHOBIEHH OLIBIN TICHHX TAPTHEPCHKUAX

CTOCYHKIB 3 IHINBITyaTEHIMH KIIEHTAMH Ha OCHOBI
PO3p0oOKH MepcoHiiKOBAHHX KIIIEHTCEKUX IPONO3HINH

. OpicHTOBaHHI 3HIKEHHS TPAaHCAKIIAHIX BHTPAT
CIIOKIBaYA 3a PaXyHOK JOBTOCTPOKOBOTO CIIIBPOOITHHIITBA

| € iHcTpyMeHTOM, SIKHH JO3BOISIE 3HAXOAUTH TOSUTBHAX
KJII€HTIB 1 (hopMyBaTH iX JOOpO3HUIHEE CTABICHHSA

31aTHUII CTATH YHIKaJIBHIM KOHKYPEHTHOK) [IePeBarclo
T/IIpHEMCTRA 1 3a6e3meunTn fioMy cTammil po3BUTOK 1
3pOCTaHHA

Puc. 1. XapakTepHi 03HaKH KJIi€HTOOPiEHTOBaHOIO niaxoay y opmyBanHi 6penay mignpuemcrsa [2, 3, 6-10]

EmoriitHa ckimamoBa MiHHOCTI TOBapy 4M mociHyrH. KilieHTH 3Bakaroud Ha OJHOMAHITHICTh TOBapiB Ta
MOCITYT, TOTOBI OLNbIlle IUIATHTH 32 BpPaKEHHS, sIKi IMOB’s3aHI 3 IX BHUKOPUCTAHHSIM, HiX 3a cami ToBapw. lle
MOSICHIOETHCS SBOJIIOIIEI0 CIIOXKUBYOT IHHOCTI: Bl CHPOBHHU JI0 TOBApiB (TIOCIYT), BiJ TOBAPIB 10 BPa)KEHb.

OpieHTanis Ha YyTPUMaHHSA KIIi€HTiB. JloBeAeHO, IO BapTICTh 3allydeHHS HOBOTO KIIi€EHTa IS
HIANPUEMCTBA Yy II'SITh pas3iB IEpeBHIIYyE BUTPATH HAa YTPUMaHHsS icHyrodoro. [Ipu mpomy, HOKymeup, SKuil €
JIOSUTBHUM IO TiJIMIPUEMCTBA Ta Ma€ MO3WUTHUBHHUMN CTIOXUBYMHA JTOCBi[ MPUHOCHTH B OJWHAANATH Pa3iB OUTBIIHIA
npuOyTOK, a HiK 3BH4aiiHMN mokyneup. [Tpuamum [lapero, BiZTHOCHO JNOSUIBHHX MOKYIIIIB, NPAMIO€ HACTYIHHM
yuHOM: 20 % TOCTIHHMX KITIEHTIB 3a0e31euyroTh miaAnpreMcTBY A0 80 % moxomy Bix peamizamii mpoAyKIlii, HATaAHUX
MOCITYT, BUKOHAHUX POOIT.

YrpaBiaiHHA KJIEHTCHKAM JOCBIIOM, OTPUMAHNUM B Pe3yiIbTaTi HO3UTUBHOI CHIBIpAIll MK MiANTPHEMCTBOM
Ta CIIOKMBa4YeM, (POPMYE JIOSUIbHE CTaBJICHHS KIIi€HTa A0 HianpueMcTsa. [103MTHBHE CTaBIEHHS KIIIEHTA JI0 OJHOTO
TOBapy YM TOCIYTH IIiIIPHEMCTBA, 3 BEJIMKUM CTYIIEHEM IMOBIPHOCTI, IEpPEHECEThCS Ha 1HIIMH TOBap, IO B CBOIO
Yyepry 3HU3UTh BUTPATH Ha HOTO NMPOCYBaHHSI.

OTxe, Bce BUILIECBHUKIAJICHE JOBOAWUTH, IO OCHOBHUM 3aBJaHHAM KII€EHTOOPIEHTOBAHOTO IJIXOIY €
(hopMyBaHHS JIOSIILHOCTI y KII€HTIB IO MIAPUEMCTBA Ta HAIATOJUKEHHS 3 KII€HTaMH JIOBrOTPUBAIMX MO3UTHBHUX
BITHOCHH, IIO Ma€ 3a0€3MeYnTH TMiANPUEMCTBY BiAUYTHHH JIOXiX Ta € OFHUM i3 BaXJMBUX (DaKkTOpiB
KOHKYPEHTOCIIPOMO>KHOCTI ITiJIPHUEMCTBA Ha PUHKY.

EdexTnBHE BIpOBaKEHHS KII€EHTOOPIEHTOBAHOTO MIAXOAY YIPABIIHHS B TiSNIBHICTH MiAMPHUEMCTBA Ma€
0a3yBaTHCs Ha TAKUX CKJIAJIOBUX:
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KITIEHTOOPIEHTOBAHWH TOBAp UM MOCIIYTA;
KIIIEHTOOPi€EHTOBAHHIA MIEPCOHAT;
KIIIEHTOOPiI€EHTOBAHI MpaBwia i CTAaHIAPTH;
KIIIEHTOOPi€EHTOBAHHM CEPBiC 1 IIPOLIECH.

Po3risiHeMO KOXKHY 13 IMX CKJIQJIOBHX OUIBII JIETAIBHO.

[Tix KIIEHTOOPIEHTOBAaHUM TOBApOM (TIOCIIYT00) PO3YMIIOTh TaKMU MPOJYKT, SIKUH 3[aTHUH 33 0BOJIBHUTH
MIEBHY CYCIUIBHY NMOTPeOy Ta Ma€ BaXJIMBY JOAATKOBY CHOXXHUBYY LIHHICTD JUISl KJIIEHTA.

OCHOBHUMH IHCTPYMEHTaMH, 33 JOIOMOTOI0 SKMX MOJKHA IIJIBUIIUTH I[IHHICTh MPOJXYKTY Ul KITI€HTA €
MapKeTHHIOBl I1HCTPYMEHTH: OIHMTYBaHHS CIIOXKMBayiB 1 IIapTHEpiB, CTBOpPEHHs 0a3 JaHUX, MOHITOPHHT
KOHKYPEHTIB, MO3KOBI IITYPMH, OEHUMapKiHT.

3a MOMOMOToI0 TPOBENCHHS MAapKETHHTOBHUX OCTIIKCHb MOKHA HAHOUThII e(pEeKTUBHHM CHOCOOOM
BU3HAYUTH YOTO NOTPEOYIOTh CHOXKHBAYi, SKUMHM BOHH XOYyTh Oa4MTH TOBapd Ta IOCIYTH MiANPHEMCTBA.
BpaxyBaHHsS pe3ynbTaTiB MapKeTHHTOBHX [OCTI[UKCHP B TOBAapHIA MOJMITHII MiIIPHEMCTBA CIPHUSATHME
3aJI0BOJICHHIO ITOTPEO Ta 3alUTiB CII0KUBAYiB, a OT)KE (POPMYE JTOSIIHHICTH KITi€HTIB.

CTBOpEeHHS KIIIEHTOOPIEHTOBAHOTO TOBapy (MOCIYTHW) 37aTHE 3a0€3MEYWTH  IMiJIPHUEMCTBY HACTYIHI
nepeBaru:

ANANENEN

v' IiABMIIUTHU JIOSIILHOCTI KIII€HTIB;

v/ 30LIBIIMTH YaCTOTY MOKYIIOK;

v/ 3MEHUIUTH CKapru Ta BiJIMOBH KyIIiBJIi TOBapy (IIOCIyTH);

v/ CTBOPHTH YHIKaJIbHi KOHKYPEHTHI [IEpeBary Ii[IpUEMCTBA HA PUHKY;
v\ 0TpuUMaTH IOJAaTKOBHMH IOXiJ Bi peasizalii ToBapis, HaJlaHHsA MOCIYT.

OCHOBHUMH Cy0’€KTaMH, SIKi Peaji3yroTh KII€HTOOPi€HTOBAHHUN MiAX1/T yIIPaBIiHHA MMiJIPUEMCTBOM € HOTO
nepcoHain. KilieHTOOpieHTOBaHICTh MEPCOHATY MOXHA IMPEACTABUTH Yy BHITLII MEBHOTO HabOpy HOTo SIKOCTEH,
¢dopM TIpOsBY Ta TOBENIHKOBHX ocoOmmBocTedl. [y peamizamii KIi€HTOOPIEHTOBAHOTO MIAXOMy VYIIPaBIiHHS,
HEOOXigHO He IMIIe NpHiAMATH Ha poOOTY KaHAWAATIB, SKi MONULIIOTH MOTJIIAM MIiAMPHEMCTBA IIOIO
KIIIEHTOOPIEHTOBAHOCTI 1 TOTOBI TaK IMpAaIlOBAaTH, ajie¢ TMOTPIOHO TaKOX 3alpOBAKYBaTH CHCTEMY €(EeKTHBHOTO
HaBYaHHS MPAIiBHUKIB CTAaHIAPTaM 0OCIYTOBYBAaHHS KII€HTIB, SKi 3aTBEPIKCHI Ha i AIPUEMCTBI.

TexHouori3anisi KJIIEHTOOPIEHTOBAHOTO IMiAXOAY Iependadae BIPOBAIKEHHS CIIELIaJbHOTO MPOTrPaMHOro
(CRM — Customer Relationship Management) Ta TeXHIYHOTO 3a0e3MEUYCHHS s OUIBII €PEKTUBHOTO YIIPABITIHHS
B332€MOBIIHOCHAMH 13 KJTI€EHTAMH.

BaIMBUMH elleMEHTaMHU BIPOBA/DKCHHs KIIEHTOOPIEHTOBAHOTO MiJXOAY YIPABIIHHS MiANPHEMCTBOM €
MOCTIMHUH MOHITOPUHI €(EeKTHBHOCTI 3aXO[iB, SIKI pPEaNi3yrOThCSl Ul MiJBUILEHHS PIBHS 3aJOBOJICHOCTI i
JIOSUTBHOCTI KJII€HTIB Ta OTPUMAaHHS JIOJATKOBOTO NPUOYTKY MiANPUEMCTBA.

IcHye nekinbka METOANK 3a JIOTIOMOTOIO0 SIKMX MOYKHA BU3HAYNTH Ta OLIHUTH PiBEHb JIOSUIBHOCTI KIIIEHTIB:

v BU3HAYCHHS a)eKTUBHOI JIOSUTBHOCTI 3/IIHCHIOETHCS HA OCHOBI TOCTIKCHHS BiTHOMICHHS (AYMOK)
KIIIEHTIB JI0 MATPHEMCTBA. A(EeKTUBHA CKIIAIOBa — e eMOIIiifHe, 9acTO MiICBiOMe BiAHOIICHHS IO MMiIIPHEMCTBA.
Ha3Ba TOproBenpHOI MapKW, CHPUAHATTA WOTro MyONIYHOI MiSIBHOCTI, HAsSBHICTH COI[iaIbHO-OPiIEHTOBAHOT
ISUTBHOCTI, BiTHOIICHHS A0 KepiBHUKA (TT0100AETHCS UM HE MOI00AETHCS) TOIIO;

v BHU3HAYCHHS TMOBEIIHCHKOI (TpaH3aKLiHHOI) JOSIIBHOCTI 3MIMCHIOETECS Ha OCHOBI JTOCTIKCHHS
HaMipiB KJIEHTIB PO KYIiBJIIO;

v OLIIHIOBAHHS YyTJMBOCTI NEPEKJIIOYEHHS KIIEHTIB Ha 1HIII TOProBi MapKH NpH 3MiHI IIHOBOT
MOJITUKY MiAPUEMCTBA;

v IHAGKCHI METOAMKA — JO3BOJISIFOTh BH3HAYMTH BIJHOIICHHS KIJBKOCTI Ta MEPIOJAAYHOCTI
3IIMCHEHHS TOKYIIOK TOBapiB MiANPUEMCTBA JI0 3arajibHOT KUIBKOCTI MOKYIOK KIIIEHTIB.

OpHi€r0 13 HAUOLITBIT PO3MOBCIOIKEHUX METOAMK, Ky BHKOPHCTOBYIOTH JUISI BU3HAYCHHS PiBHS JIOSULTBHOCTI
KIIIEHTIB Takl MPOBigHI IHTepHaIioHambHI KommaHii sk: Procter&Gamble, Amazon, American Express, Apple,
Allianz, T-Mobile, Philips, Westpac, Sony € ingekc NPS — Net Promoter Score (quctuii iHIeKc mpoMoyTepiB).

Metonnka NPS 6a3yeTbcs Ha BH3HAYCHHI BIPOTIIHOCTI TOTO, IO CHOXHBa4 Oylle peKOMEHIyBaTH TIEBHE
HAIPUEMCTBO, TOBap 200 MOCIYTY CBOIM pifHUM, IpY3SM, 3HAHOMUM 4M KoyleraM. MeToanka Jyke IpocTa, SIKIIO0
KJIEHTY 1MOJ00A€ThCS NISUIBHICTD MiIPHEMCTBA, MPOIYKIis, Ky BOHO BUPOOIISE YK MOCIyTa, SIKy HaJae, TO BiH 3
pamicTiO MOAUUTELCS 1HGOPMAIIi€IO TIPO T MiAMPUEMCTBO 3 1HIITHMH.

KommnekcHe BIpOBaKEHHS KIIIEHTOOPIEHTOBAHOTO MiAXOMY YIPABIIHHSA MiSUTBHICTIO MIATPHEMCTBA Mae
OXOIUTIOBAaTH BCi OCHOBHiI Oi3Hec-Tiporiecw, a He Jmmie Oi3Hec-MpolecH, SKi BiAMOBIJANBbHI 3a B3aEMOJIII0 3
KITi€EHTaMH.

dopMmyBaHHA Ta peaji3almis KI€HTOOPIEHTOBAHOTO MiAXOAY YNPaBIiHHSA Ha MIINPUEMCTBI € CKIIAIHUM
YIPaBIIHCHKUM TIPOLECOM, SIKUII MOTpe0y€e KOMIUIEKCHOTO CHCTEMHOTO MiAXOJY IIONO0 HOro BIPOBAKECHHS Ta
KOHTPOJTIO.

BucHOBKH 3 JaHOT0 AOCTIZKeHHA i NePCNEKTHBH NOJAJIBIINX PO3BIIOK Y JaHOMY HANPAMI
KomruiekcHe BIpoBa/pKEHHS KIIIEHTOOPIEHTOBAHOTO IAXOAY A€ 3MOTY 30UIBIIMTH IHAEKC JIOSUIBHOCTI
KJI€HTIB, CIPHsE MiJBUIICHHIO KOHKYPEHTOCIIPOMOXKHOCTI Ta €pEeKTUBHOCTI JisUTbHOCTI MiANPUEMCTBA Ha PUHKY,

172 BicHuk XmernbHuubko20 HauioHanbHo20 yHisepcumemy 2022, Ne 6, Tom 1



EKOHOMIYHI HayKu ISSN 2307-5740

MOKpAIye HOTo iMimk. TakuM YHHOM, KIIEHTOOPIEHTOBAHWU IMiJXil € HEBiJA €MHUM €JIeMEHTOM (QOpMYyBaHHS
OpeHmy miaIpUEMCTBA Ta Ma€ OYTH CKIa0BOIO PEKJIAMHOI ITOITHKH ITi IIPHEMCTBA.
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