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NOPTAJIbHE BISBHEC-MOAENOBHHA LUIHHOCTI B YNIPABJ/IIHHI
MAPKETUHTOBUMMU NPOEKTAMMU BMNPOBAAXEHHA CRM-CUCTEM

HaiiBaxTuBIIIMMHU JIeTepMiHAHTaMH TJ100albHUX IU(PpoBUX TpaHchopMalriit
COLIIaJTbHO-€KOHOMIYHUX CHUCTEM, MapKETHHTOBUX KOHIEMI[i, METOMIB MPUUHATTS
VOPAaBTHCHKAX pIllIEHh B MAapKETUHTOBOMY MEHEKMEHTI € XOJICTUYHOCTh
MapKETUHTY, KI1€HTOPIEHTOBAHOCTh MApKETHHTOBOI MISUIBHOCTI Ta 3aCTOCYBaHHS
IHHOBallIMHUX TEXHOJIOT1M 1 MeXaHI3MIB IU(poBI3alii MapKETUHIOBUX Ol3HEC-
MPOILIECIB HA YCIX eTanax peaiizauii MapKeTHHroBUX I T-mpoexTiB.

EBomoniss KJIIEHTOOPIEHTOBAHOTO IMIJIXOMY BIJ MAapKETUHTY B3aeMOAII,
MapKETUHTY BIJTHOCHH, MAacOBO 1H/MBIIyalli30BaHOr0, COIIaJbHO-BIIMOBIIATHLHOTO
70 XOJICTUYHOTO MAapKETHHTYy, M0 0a3yeThbCsi Ha HOBITHIX Oi3HEC-MOJENAX
CTBOPEHHSI I[IHHOCTI JUIsl CIIOKMBAa4iB Ta OTPUMAaHHS MPUOYTKIB BiJ MPOAYKTIB Ta
TOBapiB TOCTayajJbHUKA HAa OCHOBI 3allydeHHS KIIEHTIB B OYyIb-SKOMY MICIl
B3a€MO/IIi BUMAararoTh 3aCTOCYBaHHS Cy4acCHUX 1H(OpPMAIIHHUX TEXHOJIOTIM SK 0
MOJICIIIOBAaHHSI MApKETUHIOBUX OI13HEC-TIPOIECIB TaK ¥ B YIPaBIiHHI MPOEKTAMHU
iH(dopMaTH3alii 331715 MiIBUILIEHHS €(PEKTUBHOCTI iX peaizaiiii.

Crooromni CRM-cucremn (Customer Relationship Management) abo ix
(GyHKIIOHAT B MeXaxX KOPIOPATHUBHOI 1HPOPMAILIIIHOI cucTeMHu ampiopi “must be” B
MapKETUHTOBOI JISNIBHOCTI Oy/b-sIKOi OpraHi3ailii, sika IparHe po3BUBaTHCS Ta OyTH
KOHKYPEHTOCIPOMO>KHOI Ha pUHKY. AZIEKBaTHO 0OpaHa, BIAMOBIIHO HAJIalITOBaHA Ta
MeToaoJoriyHo 3actocoBaHa CRM-cuctema € He numme JpkepesnoM (opMyBaHHS
iH(popMaIiiiHOT KIIIEHTChKOT 0a3u, aHaIi3y CIOXHBUOI MOBEIIHKU Ta IiABUIICHHS
e(EeKTUBHOCTI OMHIKAHAJILHUX B3a€EMOJIi, a W 1HCTPYMEHTOM KOHTpPOJIO Ta
onTuMi3aiii KOMYHIKAIlid, CTBOPEHHS Ta TIOCTaBKM CIOXKHMBYOI I[IHHOCTI,
MIIBUILEHHS €(EKTUBHOCTI CTPATETIYHOTO TUIAHYBAHHS Ta YIPABIIHHS KIE€HTCHKUM
nocBigom. s nocsaraenHs uporo npu BrpoBamkenHi CRM-cuctem ciin 6asyBarucs
Ha TMOPTAJIBHOMY  TMIAXOMI  3a/ylsi  CTBOPEHHI  BIAKpUTOI  1H(pOpMAIiTHOT
1HOPaCTPYKTYpU MJisi KIIIE€HTIB, TApTHEPIB, MEPCOHATY 3 METOI Pe3yJbTaTUBHOI
KOHBEPIeHI[li BHYTPIIIHHOTO Ta 30BHIIIHHOTO MAPKETHHTY OpraHi3aiii.

HeoOxigHoto yMoBO0 Mg e(eKTUBHOI peaiizailii MPOEKTY BIPOBAIKECHHS
CRM-cucTem B MapKeTUHIOBY JisUTbHICTh MIANPUEMCTBA € BAKOPUCTAHHS CY4acCHOTO
IHCTPYMEHTApII0 MOJENIIOBAHHS BXK€ Ha MOYATKOBUX €Tanax YMPaBIiHHSA MPOEKTOM
iH(popMaTH3allii M0/10 KIEHTCHKUX B3aemoii. Tak mpu Bu3HA4YeHHs, Gopmatizarii
Ta noromkeHHs Bumor 1o CRM-cucrem, BuAlIeHHS B3aeMo03B'si3KiB 1 Metn CRM-
MIPOEKTY B MEKaX 3arajibHOro 013HeC-MPOEKTY MIANPUEMCTBA Ta CTBOPEHHS I[IHHOCTI
JUISL  KJIIEHTAa CJiJ] 3aCTOCOBYBAaTH TEXHOJIOTIUHI 3aco0W Jig TeHepaiii Ta
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cUCTeMaTu3allii i1er, cydacHi Oi3HEC-MOJelNi CIOoXUBUOi BapTocTi, Taki sk NABC
(Need, Approach, Benefits m Competition), Value Propositional, Business Canvas
Model Ta ix xomOiHartii, o nocuitoe ixHiit epext. Tak Texnonoris Mind Mapping B
goriii NABC no3Bosisie MPOHUKHYTH B CYTh MPOOJIEMH 1 BOAHOYAC Ja€ IHTETpaIbHE
ySIBJICHHS Mpo mpobiemy sK 3 OOKy KIIEHTCHKUMX MOTped Tak W mepesar s
nocTayaJbHUKa MPOAYKTY (UM MOCIYTH), (POKYCYEThCS HA KPUTHUHUX (PaKTopax,
npoOJjieMax, puU3WKax, KJIIE€HTA, MApTHEPIB MPOEKTY Ta 3abe3leuye BiAMOBIIHICTH
MOYATKOBUX €TaIliB IPOCKTY MPUAHATIN cTpaTerii po3BUTKY (puc. 1).

Wa cTropioe WiHHIETE?

1. YhikansHui nigxia 0o KoMHOro Bigy Axy sapady eupiwrye knlent?

1. MNigBKWEeHHA NPoOAYKTHEHOCT| Ha poGoTi
2a paxyHoK cnpolyeHol KosMmyHikali

Giam
2. OpieHToBHICTE Ha KoMNaHT Gy Ab-AKO
poamipy

e

NPOOYKT

2. BnacHa apyqHicT

LiiHHicTe gna knieHTa
1. 3py4HnR iHTepdeRc
2. MNpocToTa BUKOPHETAHHA
3. Be BawnuBe ANA POGOTH B oHOMY
Micui

Wo empiwye Npotnemy?
1. KniexT oTpHMYE eKoHoMie Yacy,
2 Bei aagaui | 4aTh B ofHoMy Micui
3. Nerxa kosayHikayia

Akl npoSnesu € B KNleHTa?
1. Bee pamnuee AnA akicHol poboTH
AHAXOAMTEA B DI2HMX fofaTrax
2. Basica KoMyHiKallin 3 kaneramu
3. Bamka cucTeMaTH2auin poboTh

AKMA ToBap NponoHyemo?
1. Hafikpawmi meccausep ona
npaviaHmMKie

2. 3pyaHui iHTepdelc, nerka MTerpaia e
BiaHec-npoleck

Pucynox 1 — IloprtasibHe Oi3HEC-MOJENIOBAHHS LIHHOCTI y BIPOBAKEHHI
CRM-cuctem

3 METOI0 3HIKEHHS PU3UKIB peatizalii npoekTy BnpoBaxeHHss CRM-cucrem,
MOKpAIICHHS TUTAHYBAaHHS, MOHITOPUHTY B YIPAaBIIHHI TMPOEKTOM, OpTraHi3aiii
KOMYHIKAI[IHHUX TMPOIECIB JUIsl YYAaCHUKIB MPOEKTY, HEOOXITHO KOHTPOJIIOBATH
MpoIleC YIpaBIiHHS BHMOTAaMM, 4YITKO BH3HAYaTH MeEXI MPOEKTY, YTOYHIOBATH
MOHATTS SKOCTI TPOEKTY, IMIJABUINYBAaTU pPIBEHb 3pPO3yMUIOCTI Ta HAOYHOCTI
iH(dopMaIli MPOEKTY, Bi3yali3yBaTW JaHi B 3py4dHiil (opmi 3a JONOMOTOK KapT
3aBJaHb, 1IHTEJIEKT-KapT, AlarpaM ['anta, mMepexxeBux niarpam, WBS-miarpam Toio
Ha 0a3i rayukux Agile merogosoriit (Scrum, Kanban, XP, Lean, To1o).

3acToCcyBaHHS Cy4aCHHMX TEXHOJOTIM Ha yCIX eTanax YHpaBJiHHSA NPOEKTAMH
BripoBakeHHST CRM-cucteM B MapKeTHHTOBY MisUTBHICTH MIAMPUEMCTBA JT03BOJISIE
MOKPAIUTH HE JHIe e€(EeKTUBHICTh YMPaBIiHHS MPOEKTAMHU Ta 3aBJAaHHAMHU 00
aBTOMAaTHU3allli, aHaJI3y Ta MPOTHO3YBAaHHSA KIIEHTCHKUX B3a€MOJIM, a il 3py4HICTb
nojaHHs 1HdopMallii; SKICTh Ta 00ciIr cHopuiHATTA 1HMOpMaIlli, Bi3yasizyBaTu
3B'SI3KM, CTPYKTYpy Ta JIOTIKYy IIOJO YMPaBIiHHS JiJaMHd Ta KOHTPaKTaMH,
HaJallITyBaHHS  BOPOHKH  TPOJQXIB, JIO3BOJISIE  KOHBEPTreHTYBaTH  (PYHKITI]
MapKEeTUHTOBOI 1H(GOPMAIIHHOT CHUCTEMH MIANPUEMCTBA B MEPEKEBY CHUCTEMY
KOJ1a00OpaTUBHOTO MAapKETHUHTY Ta B MU(PPOBY CUCTEMy MakpoMmapkeTuHry. Kpim toro
Jiana3oH BUKOPUCTAHHS 3aC001B TEXHOJIOTIYHOTO MOJIEITIOBAHHS CIIiJT PO3IMIMPIOBATH
He Juie 3a QYHKIIOHAIBHUMH MOXKIIMBOCTSIMH, a W 3a €TalmaMH >KUTTEBOTO ITUKITY
MPOEKTY, 3 aKIICHTOM Ha MOYAaTKOBUX €Talax MJIaHyBaHHs Ta MPOTHO3YBaHHS.
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