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CyuacHe

HocnioxeHHsi cripsimosaHe Ha GhopMyBsaHHs1 MOOE/Ti yrpas/iHCbK020 KOHMPO/IO, WO NMOEOHYE (hiHaH-
cosi napamempu AoXo0HOCMI 3 MOKAa3HUKaMU ympuMaHHsi, 3a0080/1eHoCMi ma cmabiflbHoCmi K/i-
€HMCbKo20 rnopmepesisi. [Joc/ioKeHHs1 6a3yembCsi Ha MOEOHAHHI Ki/IbKICHOI OUiHKU 00820CMPOKOBOI
YiHHOCMI K/liEHMIB i3 SIKICHUM aHasi3oM rosediHKoBUX xapakmepucmuk. Ob6ipyHmMoBaHo Aoyib-
HicmMb riepexody B8i0 KOHMPO/IO 06Csi2iB peasizayii 00 IHMe2poBaHoi cucmemu OUiHIOBaHHST K/TiEHM-
CbKOI' YIHHOCMI SIK K/I0YOBO20 OpiEHMUpA Yrpag/iHHS rpodaxamu. 3arnporioHoBaHo CMpPYKmypy
iHMe2poBsaHoI MOAesli KOHMPOJII, SIKa MOEOHYE MOKAa3HUKU 00B20CMPOKOBOI MPUGYMKOBOCMI, PiBHSI
ympumaHHsi ma iHOeKcy 3a0080/1IeHOCMI 8 €OUHY cuCmeMy Yrnpas/iHCbKo20 MOHImopuHay. Hosu3sHa
rosisicac y ¢hopMyBaHHI KOMI/IEKCHOI MOOe/i onmumizayii' yrpassiHHs npodaxamu, Wo iHmeapye
thiHaHCOB8i ma MoBediHKOBI MOKa3HUKU B €OUHUU MexaHi3M cmpameziyHo20 KOHMPO/Io pesy/ibma-
musHocMi, 3abe3neyyroyu y3200KeHicmb onepauitiHux ditl i3 00820CMPOKOBUMU Yi/ISIMU PO3BUMKY
niornpueMcmsa.

KntouoBi cnoBa: K/iieHmebKa YiHHICMb, pesy/ibmamugHIiCmb npooaxis, 00820CMPOKoBa Mpubymko-
BiCMb, YMPUMAaHHS1 K/IIEHMIB, aHaslimuKa rpoodaxig, cmpameaiyHe yrpas/iHHS 36Yymom.

The purpose of the article is to substantiate an applied approach to optimizing sales management
processes based on the systematic consideration of customer value, behavioral indicators, and
integrated performance metrics. The study aims to develop a managerial control model that
integrates financial profitability parameters with indicators of retention, satisfaction, and the
stability of the customer portfolio. The research employs a komriniekc of analytical tools, including
structural analysis of sales stages, comparison of performance indicators, modeling of integrated
efficiency coefficients, and formalization of managerial metrics based on CRM data and financial
reporting. The study is grounded in the combination of quantitative assessment of long-term
customer value with qualitative analysis of behavioral characteristics. The expediency of shifting
from volume-based sales control to an integrated system of customer value assessment as a
key guideline for sales management is substantiated. It is established that the centralization of
customer data, the use of predictive models, and the alignment of marketing and sales indicators
enhance revenue forecasting accuracy and reduce the risk of customer loss. The structure of an
integrated control model is proposed, combining indicators of long-term profitability, retention rate,
and satisfaction index into a unified managerial monitoring system. The results of the study may
be used by enterprises to build a balanced personnel motivation system, optimize the customer
portfolio, and adjust sales strategies based on regular feedback analysis. The proposed approach
contributes to increased revenue stability, reduced customer acquisition costs, and the formation
of long-term partnership relationships. The novelty lies in the development of a comprehensive
model for optimizing sales management that integrates financial and behavioral indicators into
a unified mechanism of strategic performance control, ensuring alignment between operational
actions and long-term development objectives of the modern enterprise.

Key words: customer value, sales performance, long-term profitability, customer retention, sales
analytics, strategic sales management.

6i3Hec-  LiHHOCTI, WO nepeabavae hopmasiizaLito NOKa3HUKIB

cepefoBULLE XapaKTepPU3YeETbCSA BUCOKOK AuHaMI-
KO nonuTy, LMdpoBi3aLielo KaHaniB B3aeMogil Ta
3POCTaHHAM BUMOr [0 SAKOCTi K/TIEHTCbKOro A0CBiAY.
Y Takmx ymoBax cucTeMa ynpasfiHHA npojaxamu
nepectae 6yTV IHCTPYMEHTOM BUWK/IHOYHO Onepaw,iii-
HOr0 KOHTPOJIKO Ta HabyBa€e cTpaTeriyHoro 3Ha4yeHHs
ONns 3abe3neyeHHs cTabinbHOCTI [OX0AIB | KOHKYPEH-
TOCMPOMOXHOCTI nignpuemcTtBa. OpieHTalis nuwe
Ha 06cAr peasnisaujii BXe He Bigobpaxae peasibHOI
eheKTUBHOCTI KOMepLiiHOT AiSIbHOCTI, OCKIMIbKM He
BPaxoBYyE [O0OBrOCTPOKOBY LiHHICTb KJ/TIEHTIB, piBEHb
TXHBOT NOANBHOCTI Ta MOTEHLias MOBTOPHUX YroA.
BogHouac 3pocTae notpeba y BMKOPUCTaHHI aHani-
TUYHUX [HAMKATOpIB, WO [03BOMAKTbL IHTErpyeatu
(hiHaHCOBI Ta NOBEeAiHKOBI NapamMeTpu y €AuHy CuC-
TEMY YMNpPaB/iHCLKOro KOHTposn. Came TOMY akTy-
anisyeTbCA NUTaHHA ONTUMI3auil pe3yNbTaTMBHOCTI
NpoAaxiB Ha OCHOBI KOMMIEKCHOT OL|iHKM KNIEHTCbKOT
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YTPUMaHHS, 38[10BOJIEHOCTI Ta [OBrOCTPOKOBOI Npu-
BGYyTKOBOCTI.

AHani3 ocTaHHiX gocnigkeHb Ta NyGnikauiid.
Y po6orti Bobka B. B. [1] HaBegeHi pe3ynsrati gochi-
[KeHb MapKeTMHIOBOro YNpasniHHA peanisauieto
NPoAyKLii B KpM30BMUX ymMoBax. [lokasaHo, WO FHyuY-
KicTb 36YTOBMX pilleHb i Nepernag kaHanis npojaxy
[03BONAOTL NiATPUMYBaTU NPUOYTKOBICTL Nignpu-
€EMCTBA. Asie 3a/IMLLINANCA HEBUPILLEHUMWN NUTAHHS,
noB’A3aHi 3 iHTerpawieto NoKasHUKIB NOANLHOCTI KNi-
€HTIB Y CMCTEMY CTpaTeriyHoro KOHTPO/Ito.

Y pocnigxeHHi bobposHuka B. M. [2] HaBegeHi
pesynsTat popmyBaHHA 6GaraTopiBHEBOI CUCTEMU
ynpasniHHA npojaxamn B YymoBax LMpoBsisay;i.
MokaszaHo, Lo ueHTpanisauis KNiEHTCbKUX AaHuX Nif-
BULLLYE NPO30PicTb NpoLecis. [poTe HegoCTaTHLO PO3-
KPUTO MexaHi3Mu OLiHHBaHHS 40BrOCTPOKOBOI KNIEHT-
CbKOT LiHHOCTI. Y HayKoBii nyonikauji Menes 1O. O. [4]
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NMoKasaHo 3Ha4YeHHs K/iIEHTOOPIEHTOBAHOIO Mapke- Buknaj, oCHOBHOro marepiany AOC/ifPKEHHS.
TUHTY SIK YMHHUKA KOHKYpPeHTOCnpoMoxHocTi. OgHak ~ CyyacHe ympaBniHHs npogaxamu gefani Ginblie
HEBMPILIEHVMW 3a/INLIAIOTLCS MUTaHHS TpaHcdop-  3MILLYETbCA Bif onepauiiiHol dikcalyii obcaris pea-
MaLlii NoBeAiHKOBUX iHAMKATOPIB y (piHAHCOBI pe3ynb-  Nisauii 40 CUCTEMHOTO aHanisy NOBEAiHKW KiieHTa
Tatu. Y gocnimpkenni Aeproycosoi A. O. [5] qoBeaeHo B Mexax MOBHOTO Luky B3aemogii. MpakTika aoso-
PO/b LCOPOBMX IHCTPYMEHTIB y nepcoHanisauii npo-  AUTb, WO 6e3 [IMBOKOro ayAnTy BOPOHKM NPOAaxis
naxis. BogHouac noTpebye yTOUHEHHA ix BIAMB Ha  MIANPUEMCTBO BTpayae He nLe NOTEHLHMIA AoXia,
CTabiNbHICTb JOX0AiB. ane i cTpareriyHy 3gaTHiCTb hopMyBaTun A0BrocTpo-
Y po6oTi Onekctoka O. |. [8] 06rpyHTOBaHO Bak-  KOBY KJTIEHTCHKY LiiHHICTb. CncTeMaTusalis pesynbra-
NVBICTb  IHCDOPMALifiHO-YACOBUX UMHHUKIB KMieHT-  TiB ayAuTy A03BONSIE BUOKPEMUTU KPUTWYHI «TOUKM
CbKOTO [IOCBifly, a/le He BM3HAYeHO ix cTpaTeriyHy  BTPAT» KMIEHTIB. BOHN MOXYyTb GYTV NOB’A3aHI 3 HU3b-
iHTerpaujto. Y ny6nikauii Tpaiina B. M. [9] poskputo KOO LUBUAKICTIO BIANOBIAI HA 3anWT, BIACYTHICTIO apry-
npo6nemaTtuky ynpasfiHHS KMIEHTCHKUM [0CBifgOM, MEHTOBAHOI KOMEPLiHOT NPONo3WLi, HeA0CTaTHBO
npoTe BiACYTHIli KOMMNIEKCHWIA Niaxig 4o #oro Bumi-  THYUKICTIO yMOB @60  €nabkot  NicisnpoAakHO
ploBaHHA. Y gocnimkeHHi Yakepa H. H. [11] noka- KOMYyHikaujeto [7]. BUSiBNeHHs NpU4nH BigMOB Mae
3aHO eBOMIOLI0 afanTUBHUX NPOAAXIB, OAHaK eko- 0asyBaTuCs Ha aHasisi 3BOPOTHOTO 3B'si3KY, MOBTOP-
HOMIiUHNI eCDEKT aaanTUBHOCTI NOTPEBYE YTOUHEHHS.  HUX 3BEPHEHb, CEPe/HLOrO Yacy NPUIAHATTS PilleHHs
Y po6orti Oniseiipn ®. [16] fAoBEAEHO NO3UTWUBHMIA  Ta CTPYKTYPU KOHKYPEHTHUX anbTepHatvie (Tabn. 1).
BM/MB UnppoBisaLii npogaxis Ha ePeKTUBHICTb Nia- OTpumaHi pesynstaty [03BONAOTL NepeiTn [o
NPUEMCTB, aU1e 3a/IIINCS HEBUPILLEHMW NTaHHs  HACTYMHOTO eTany — CermeHTauii knieHTiB 3a nose-
noeaHaHHs LMQPOBMX pPillleHb i3 AOBrOCTPOKOBMMM — AIHKOBUMU Ta LHHICHUMU KpuTepisiMu. ®opmasibHa

cTpaTerisiM1 KMiEHTCbKOI LjHHOCTI. Knacugikalisi 3a 06CArom 3akynisesb yxxe He 3abes-
Bce ue gae I'Ii,CI,CTaBI/I CcTBEPAKYBATH, L0 ,EI.OU'ifIb- neyvye AOCTaTHLOI rNNGUHN aHanisy. JouinbHo BUKO-
HUM € NPOBEAEHHS NOTOYHOIO AOC/TAKEHHS. pucToByBatu Takl napaMeTpu, Sk HacToTa 3BepHEHb,

MocTaHoBKa 3aBAaHHA. MeTa cTarTi — cop- PIBEHb YyTAMBOCTI 4O LiHW, LWBWAKICTb NPUAHATTS
MyBaHHA MPUKNafHoi Moaeni onTumisauii npouecis  PILIEHHs, noTpe6a y cepBiCHOMY cynpoBogi Ta
ynpasiHHA NpofakaMy Ha 3acafax KMieHToopieHTo-  MOTEeHLjan A0BrocTpokosoi cnisnpai. CermeHTaLis

BaHOCTI. CTBOPKE OCHOBY ANS1 ANIEPEHLii0BAHNX CLEHapIiB
3aBAaHHA AOCNIMKEHHS: KoMyHikauji [3, c. 42].
— npoaHanisyBaT epeKkTUBHICTb YMHHOT CUCTEMM MepebynoBa cueHapiiB B3aemogii nepepbaqae
ynpaBiHHS Npojaxamn 3 no3uujii chopmMyBaHHs Ta  afanTauiio 3MmicTy KOMepuiliHuX Nponosuuii, apry-
36epeXeHHs KNIEHTCLKOI LIHHOCTI; MeHTaUji, dpopmaTy npeseHTauil Ta ymOB cniBnpadi

— 06IpYHTYBaTW iHCTPYMEHTU iHTerpauii knieHt- A0 KOHKPETHOro npodisnito knieHTa. [ns ctpaterivyHmnx
CbKUX AaHUX | NOBEAIHKOBMX iHAMKATOPIB y npouec  KIEHTIB BaX/IMBO MiAKpecntoBaTy iHAvBIAyani3alio
NPUIAHATTSA YNpaBiHCbKNX PilLEHb; piHJeHb | AOBrOCTPOKOBY BUTOAY, TOAI 5K A4/15t TpaH3ak-

— p03p06|/|T|/| CUCTEMY KOHTPOJIIO pe3ynbTaTus- UINHUX CETMEHTIB K/1t0HOBUM YAHHUKOM 3aJIMLLIAETLCA

HOCTi NpoAaxis, WO MNOEAHYE (PiHAHCOBI Ta sKiCHi OMEPATUBHICTb Ta LiHOBA KOHKYPEHTOCMPOMOXHICTb.

NOKa3HUKM [JOBIOCTPOKOBOI B3aEMOji 3 K/iEHTaMMU. MpakTvka nokasye, Lo nepcoHasnisoBaHi Nponosuuii
Tabnmua 1
AHaniTMyHa MmaTpuuAa BUABIEHHA KPUTUUHUX TOUOK BTpAT Y BOPOHLi Npogaxis
E KinbkicTb | KOoHBepcis, Cepe,q_Hﬂ . . -
Tan BOPOHKMN . o TpuBanicTb | OCHOBHI NPUYMHK BTpaT MoTeHuUian onTumisawii
KOHTaKTIiB % .
eTtany, AHIiB
. . HepeneBaHTHWIA Tpadik, YTOUHEHHSA cermeHTaL,i,
Jigorenepauis 1200 38 3 cnabkuin odocpep TapreTuHr
Keasidpikavsi 456 42 5 HeBipHe BU3HaYeHHA Bnposa/pkeHHs ckpunTis
notpe6 JiarHoCTVKm
Meperosopu 191 55 9 LliHoBi 3anepeyeHHs HyuKi dhiHaHCOBI yMOBU
Mpono3uuis 105 63 4 HepoctatHA nepcoHasnisauis | IHAMBIAyasbHi pilleHHA
3akpuTtTA 66 78 3 KOHKYpEeHTHI anlbTepHaTvBK | YHikanisaw,is LiHHOCTI
MicnanpofaxHuii 50 84 30 BigcyTHiCTb cepsicHOro CRM-HaragyBaHHs
CynpoBifg, KOHTaKTy
MoBTOpPHI Npoaaxi 44 68 60 Brtpara 1081bHOCTi Mporpamvt yTpuMaHHs
PekomeHpauii 30 58 90 Husbka MoTMBaLisa KNiEHTIB | PedepasibHi nporpamu
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NigBULLYIOTL KOHBepCito Ha 15-25 % nopiBHAHO 3i
cTaHAapTHUMKU KomepuiiHiMn naketamm [10 c. 200].
Y UbOMY KOHTEKCTi nepcoHanisaLlis cTae He mapke-
TUHIOBMM €/1IEMEHTOM, & YNpaBniHCbKUM CTaH4apTOM
(Tabn. 2).

AHaniTMyHi fadi ceigyatb, WO iHTerpauis cer-
MeHTaLji Ta aganTMBHUX Moaeneii npoaaxis 403BO-
NI€  CKOPOTUTU CepefHIi0 TpuMBaniCTb yroauM Ha
12-18 % Ta NigBUWMTK YacTKy MOBTOPHUX NpoAa-
XiB. ECOEKTUBHICTb CyyacHOI cucTeMu Ynpas/liHHSA
npojaXamm BU3HAYAETLCA HE JIULIE iHTEHCUBHICTIO
KOMEepLifHOT aKTMBHOCTI, a 34aTHICTi0 mignpuemMcTea
nepeTBopOBaTU KNIEHTCbKI AaHi Ha YnpaB/iHCbKI
pilweHHs1 [16]. Tomy iHTerpauist KMiEHTCbKUX AaHUX
y €AMHY CUCTEMY YNpaB/liHHA Npodaxamu € npak-
TUYHMM 3aBAAHHSAM CTpaTeriyHoro piBHA. Meplumm
eTanom iHTerpadii Buctynae srnposamkeHHss CRM sk
IHCTPYMEHTY LieHTpastizauii KnieHTcbKol iHhopmauii.
ViaeTbcs He nuwe Npo CTBOPeHHs! 6a3i KOHTaKTiB,

a npo hopmyBaHHS CTPYKTYPOBaHOI CUCTEMU 06Ky
icTopii B3aemog,ii, ctatyciB yrof, KoMmepujiiHMx npomno-
3ULiA, CepBiCHMX 3anuTiB Ta hiHAHCOBUX NapameTpiB
cnisnpaui [12, c. 24-25].

Ha npaktuyi ueHTpanisauis iHdopmayii 3a6es-
neyye nekinbka edekTis. Mo-nepwe, nigBULLYETHCA
nposopicTb eTaniB yroan. lMo-gpyre, 3MEHLUIYETbCS
pY3UK BTPaTK K/liEHTa Yepe3 HECBOEYACHWI KOHTAKT.
Mo-TpeTe, KEPIBHULITBO OTPUMYE MOX/IUBICTL Onepa-
TMBHOIO aHanisy CTPYKTypu noptdens 3aMOB/EHb.
BogHouac cama HasBHICTb CRM He rapaHTye pesy/ib-
Taty. [pyrum eTanom € CTBOPEHHS1 €AWHOT 6asu
icTOpii B3aEMOAIi 3 KNIEHTOM, L0 OXOM/IE MOBHWUIA
customer journey. ¥ cucTtemi NOBUHHI chikcyBaTucs
BCI TOUKN KOHTAKTY: NEPBUHHWIA 3aMnnT, KOHCY/bTaul,
npeseHTaLii, TeXHIYHi NOrofXeHHs, cepBicHi 3Bep-
HEHHS, NOBTOPHI 3akymniBAi. IHTerpoBaHWin migxig 4o
06pOo6KM JaHMX [03BOMSE MEPERTH Big, ONMCOBOI A0
NPOrHOCTUYHOT aHaniTukK (Tabn. 3).

Tabnuus 2

TpaHcdopmaLisi KOMYHiKaLiiHMX cLueHapiiB BignoBigHO [0 KMiEHTCbKUX CerMeHTIB

CermeHT MoBegiHkoBa o PekomeHpoBaHMii Tun OuiKkyBaHuiA
. . KnrouoBui MoTUB . .
K/iEHTIB XapaKTepucTuka chopmat KOMyHiKauii | nepcoHanisauyii edoeKT
CTtpareriyHi J0BrocTpokoBi Lo . .. [ IHAMBIgYa bHI
' TabiNbHICTb n HasbHI TPIYI | . TaHHA LTV
napTHepu BIAHOCWHM CrabinbHic EpCoHabHI 3yCTp piLleHHsA 3pocral
PaujioHanbHi [MopiBHAHHSA . eTasli30BaHi . MiaBULLIEHHSA
HIOHE P .o LiHa A HyuyKi ymoBU ABVILLIEY
NOKynLj npono3unuin po3paxyHKu KOHBEPCIl
IHHOBALLiMHI ieHTauis - e KacTtomizauis Mpuck HHA
iosal Opietrauy TeXHONOrIYHICTb [JemoHcTpadii, ninotn acTomisaty pucKope
KMIEHTN Ha HOBU3HY NPOAYKTY yroam
o . . o .. |CTaHpapTHWiA CKOpOYEHHS
TpaH3akuiviHi Pasosi nokynku LBnAakicTb OHNainH-KoMyHiKaLis Aap P
naker LMKy
YyTnmsi Bucoka nor, V. . o . Poswunpennii r- | SBHMXEHHSA
yTmel coka o_pe6a HaginHicTb CepBicHuii cynposig, oslnpe afte 3. e
[0 cepsicy y nigTpuMLi sale BiTOKY
MoTeHuiliHO Husbka MncbmoBi . 3MeHLeHHA
. . FapaHTii ) 0[1aTKOBiI 6OHYCU
PU3NKOBI NIOSINBHICTb p 3060B’'s13aHHSA Aon Y BTpart
. [OTOBHICTb . Mporpamu IHAMBI bHi TaHHA
PedhepasibHi OTOBHIC PenyTauis porpamin AnBldyan 3pocra .
pekoMeHayBatun NOSANLHOCTI npono3suii pekoMeHaauin

[kepeno: cucmemamu3oB8aHO aBmopPOM Ha OCHOBI [4; 11]

Tabnuusa 3
IHTerpoBaHa Mofenb LeHTpanisayii Ta aHaliTUMHOrO BUKOPUCTAHHA KNIEHTCbKUX AaHuX
rorpanit | ' pant | oGposun | nowasmmc | Odikyeanui epent | o ric e e
KoHTakTHI . . MoBHOTa MigBULWEHHA peneBaHTHOCTI .
nani NiporeHepauia [CRM npodinio KOMYHiKauji [y6110BaHHSA KOHTaKTIB
IcTopis yrog I?[!)%'E,E"I:Q)KiB ﬁgzgg:w”” KoHBepcis TOYHICTb MPOrHO3y Momunkn naaHyBaHHSA
CepBicHi . ' PiBeHb . .
3BEpHEHHS rigrpumka Ticket-cuctema 33/10B0/EHOCTI 3HWKEHHS BIATOKY Btparta nosansHOCTI
®iHaHCOBI . ERP- oo . HenosHa
nai Byxrantepisa iHTerpaus CepepfHiit yek KoHTponb npnbyTKOBOCTI MADKMHATLHICTD
HOB.e'D"HKOB' Digital-kaHanu |Bl-nnatcopma IHpekc . MepcoHanizauis npono3uii | HepeneBaHTHI kamnaHii
JaHi AKTVBHOCTI
Bigryku AHanitvka . .
KnieHTiB OonntyBaHHsA TeKCTIB NPS MiaBULLLEHHA NOANBHOCTI IrHOpyBaHHA Npo6emM
I‘IporH(_)3H| KOH_(:onl,qoaaHl Predlc_tlve VIMOBIpHiCTb MpeBeHTBHI ji PanToBMiA BiTiK
Mogerni [OaHi analytics churn
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HacTynHuMm KpoOKOM € aBTOoMaru3auis nepcoHa-
ni3oBaHMX KOMyHikauii. IHTerpauis CRM 3 uudpo-
BMMM KaHasniamu (email, MeceHgxepu, OHAaiH-nnar-
dhopmKn) [03BONSE hopMyBaTU CuUeHapil B3aemogii
3a/1eXHO Bif, CTaTycy KNieHTa, icTopil NOKYMnok Ta npo-
FHO3HOI OLiHKM A0r0 aKTUBHOCTI.

OcobnmBe 3HaYeHHS Ma€ Y3romkeHHs poboTu
BiO4i/1IB MapKeTUHIY i npodaxis yepes cninbHi KPI.
BigcyTHICTb €4MHOT CUCTEMU NOKA3HWUKIB 4acTo Mnpu-
3BOAMTb [0 KOHQUAIKTY LiSIeA: MapKETUHT OpPIiEHTY-
€TbCA Ha KifIbKICTb NiAiB, ToAi AK NPOAaXi — Ha AKICTb
yrog. IHTerpaudia pgaHux [03BOMISE  chopmyBaTU
CNiJIbHY aHasniTUYHY nnatdopMy, e OLiHIOETbCA He
NNLLIEe KiNbKICTb KOHTAaKTIB, a 1 iXHS KOHBEpCis, map-
XWHa/TbHICTb Ta [OBrOCTPOKOBA UiHHICTL (Taén. 4)
[14, c. 44].

Cuctema ynpas/niHHA pe3ynbTaTuUBHICTIO Npoja-
XiB TpaauMUiiHO opieHTyBanacs Ha obcAr peanizauii,
TEMMU MNPUPOCTY BUPYUKM Ta BUKOHAHHSA NMIAHOBUX
nokasHukiB. Anie U Mofesib KOHTPOs He Bigobpa-
Xae sKicTb ChOpMOBaHUX BIAHOCWUH i3 KiEHTaMM,
CTabifibHICTb NopTdenia Ta NOTEeHLjasT AOBIOCTPOKO-
BOro goxogdy. MpakTuyHuii gocBig nignpuemcTs A0BO-
OWTb, WO KOHUEHTpaLis BUK/IYHO Ha obcsarax npo-
[aXiB NPM3BOAWTL 0 arpecuMBHUX KOPOTKOCTPOKOBMX
pilleHb, 3POCTaHHSA BIATOKY Ta 3HWKEHHS MapXu-
HasibHOCTI [15, c. 805]. Ba30BNM NOKA3HMKOM Y Takii
CUCTEMI BUCTYNae [AOBIOCTPOKOBA LiHHICTb KMieHTa
(Lifetime Value). Ansa ii po3paxyHKy AOUi/IbHO BUKO-
puycToByBaTU y3arasibHeHy hopmyny:

- (R -C)

e 1)

LTV = :
o (1+0)

ae:

R,— poxig, Big knieHTa y nepiogi t;

C, — 3MiHHI BUTpaTK Ha 06C/YroByBaHHS K/iEHTa
y nepiogi t;

| — CTaBKa ANCKOHTY;

T — NPOrHO3HMIA FOPU30HT cniBnpaL.

dopmMyna OUIHIOE peasibHy EeKOHOMIYHY AoLifb-
HiICTb B3aeMOAil 3 KNIEHTOM, BPaxOBYHUM YacoBy
BapTiCTb rpoLweii. Mepexia Ao KoHTponto LTV 3mi-
HIOE YNpaBniHCbKI NpiopuUTETU: MEeHeKepun novnHa-
10Tb (DOKYCYBaTUCA HE Ha pa3oBUX yrogax, a Ha cTa-
6inbHOCTI cniBnpaui Ta sIKocTi cepsicy [13, c. 328].
JofaTKoBUM iHAMKATOPOM € KOeqilieHT YTpUMaHHS
Knientie (Retention Rate):

RRzzﬂigﬂﬂstW%. 2

t-1

ae:

N, — KINbKIiCTb aKTMBHUX KMIEHTIB Y MNOTOYHOMY
nepiogi;

N e, — KINIbKICTb HOBUX KNIEHTIB;

N,_; — KINbKICTb K/iEHTIB y NnonepegHbOMy nepiog;.

3pocTaHHsA NoKasHuka R 6e3nocepeaHbo BNANBAE
Ha NPWOYTKOBICTb, OCKI/IbKM BUTPATV Ha YTPUMaHHS
ICTOTHO HMXYi 38 BUTPATK Ha 3a/1y4eHHS HOBUX KNiEH-
TiB. KOHTPO/Ib LibOro NokKasHvka f03B0JISiE CBOEYACHO
iAEeHTUADIKYBaTM NPOBGMEMHI CEerMEeHTU Ta CKOpury-
BaTW KOMYHiKaUiiHy cTpaTerito.

OuiHKa 3a4,0BO/IEHOCTI KNIEHTIB Y NPAKTUYHIi nsio-
LWMHI 34iACHIOETLCA Yepes iHAEeKC FOTOBHOCTI pekKo-
meHaysaTu (Net Promoter Score):

nps = L=P

x100. )

ne:

P — KinbKiCTb NPOMOYTEpIB;

D — KinbKiCTb KPUTUKIB;

N — 3arasibHa KiNibKiCTb pecrnoHAEeHTIB.

IHTerpauisa NPS y cuctemy ynpasniHHA pe3ysb-
TaTUBHICTIO A03BOJISIE MOB’A3aTV DiHAHCOBI pe3y/ib-
Taty 3 AKICTI0O 06C/yroByBaHHA. Hu3bke 3HAYeHHS
NMoKasHUKa CUrHasisye npo pusnk MalibyTHbOro Bif-
TOKY, HaBiTb 3@ BMCOKNX MOTOYHUX OBCAriB Npoaaxis
[8]. Ans ouiHKM edheKTUBHOCTI nepcoHani3oBaHuX

Tabnuusa 4
CuHXpOHi3auis mapkeTMHroBux i 36ytoBux KPI B iHTerpoBaHiii cuctemi gaHnx
BignoBiganbHnii Mxepeno . CrtparteriyHe
MokasHuk nigpo3ain naHNX MeTop, po3paxyHKy | Bnaiuvs Ha npogaxi 3HAYEHHS
L - MigpaxyHok dopmyBaHHsA 3abesneyeHHs
KinbkicTe nigis | MapkeTuHr CRM KOHTAKTIB BOPOHKH P
Akicts nigis | MAPKETVHT + Avanitka | KOHBepCIAY 3Menwenns BTpar | OnTvMIsais
npoaaxi KBasicpikoBaHi 6roaKeTy
o . Cyma yrog / KoHTpornb
CepepHint uek | Mpopaxi ERP KINBKICTb 3pocTaHHa goxoay NPUGYTKOBOCTI
MoBTOpPHI . YacTka noBTOpHUX | CTabiNbHICTb .
npogaxi Mpopaxi CRM yron 060poTy MigsuweHHa LTV
. Predictive . YTprmaHHA
Churn-piBeHb | O6ugsa model YacTka BigToKy 3MeHLLUEeHHA BTpaT KnieHTiB
LBmakicTb . [Hi Big KOHTaKTY MigsuweHHA
yroam MpoAaxi CRM [0 3aKpUTTA MpuckopeHHs yukny 060pPOTHOCTI
ROI ) . EdhekTnBHIiCTb PauioHanizauis
MapKETUHY MapkeTuHr Bl-cuctema | doxig / Butpatu iHBECTILA 6lmKETY

[Pkepeso: po3pobrieHo aBmopom
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Tabnuua 5
Mogenb iHTErpoBaHOro KOHTPO/IHO KNIi€EHTCBLKOI LLiIHHOCTI B CUCTEMi ynpaB/iHHA npogaxamu
Mepiog UinboBe . . . .
Moka3HuK dopmyna po3paxyHKy KOHTPOSIO 3HAUEHHS YnpaBniHCbKa Aisl NPy BigXUIeHHi
CRM + dhiHaHCOBa Mepernsg CTpyKTypW KOHTPakKTIB
A > 9 X 4
LTV 3BITHICTb Keapran 2 120% nnany Ta YMOB CriBnpawj
Retention Rate Basa akTMBHUX K/lieHTIB | Micsiub > 85% 3anyck nporpam yTpuMaHHs
Ta CePBICHMX iHiLiaTVB
[JetanbHuii aHania HeraTBHUX
NPS OnNnTyBaHHSA KNiEHTIB MiBpivus >50 BIAryKiB Ta KOPEKLisi cTaHA4apTIB
06CyroByBaHHs
MapXXrHanbHICTb 3pocTaHHA OnTumisauis LiHOBOT MONITUKA
noptcens ERP-cncrema Keapran >5% Ta BUTpar
CepegHili umkn . . Mepernsg cueHapiis neperosopis
- < A .
yromn CRM-cTarycu yrog Micaub <20 gHiB Ta BHYTPILUHIX NPOLEayp
YacTka NOBTOPHMX . ) MocuneHHs nepcoHasnizoBaHnx
b > 609 i
npoAaXis AHaniTVKa npoaaxis KeapTan = 60% KOMYHiKaLLl
Inaeke IHTerpoBaHuii Mo3utnsHa CrpareriyHe KOpUrysaHHs
CTabibHOCTI aHaniF:'wHVlVl 3BIT Migpius NHamika K!'IiFS)HTCbKO"I' I'IOI'I?TI/I)KlI/I
noptdens A

[Dxepesno: po3pobaeHo aBmopom

cTpaTeriii AouifIbHO 3acTOCOBYBATW MOKA3HMK Mpu-
POCTY MapXXMHa/IbHOrO A0X04y Bif, NepcoHanisau,ii:
AM =M, ~M,,,). 4

ae:

M s — MAPXUHABHUIA [OXIA NICNSA BNPOBaKEHHSA
nepcoHanisau;i;

Mase — 6A30BUI MAPXXMHABHWUIA JOXI4,

PerynsipHuin MOHITOpUHT AM OLUiHIOE AOUINBHICTb
iHBecTuuii y CRM, aHanitTuky Ta aBTOMaTu30BaHi
KOMYHiKauii. KoMniekcHWin koeilieHT pesynsTaTus-
HOCTI MOXe 6yTV npeacTaBneHnii y BUrAsadi iHTerpo-
BaHOrO iHOEKCY:

g LTV, RR___NPS -
o =y RR_UNps

plan plan

plan

ae:

a, B, y — BaroBsi kKoeqiLjieHTH;

LTV o RRyjan, NPS,,, — NNAHOBI 3HAYEHHA NOKas-
HUKIB.

Takuin nigxig 3abesnevye 6anaHc M oiHaHCO-
BMMW Ta MOBEAIHKOBMMM napameTpamu. MNpakTuyHa
peanisauis CUCTEMY KOHTPOJIIO NOTPebye CTPYKTYpO-
BaHOro MOHITOpUHrY [6, c. 18]. Hmk4ye HaBefeHo npu-
Knag, npuKnagHoi Moaeni oLiHiBaHHSA (Tabn. 5).

PerynsipHuin MOHITOPUHT 3a3Ha4YeHMX MOKa3HUKIB
[03BONISiE hOpMyBaTV AMHAMIYHY cUCTeMy ynpas-
NiHHA. Bax/MBuUM € He nuvwe duikcalis BigXuieHb,
a il onepatvBHa peakuis. Takum YMHOM, OnTMMi3auis
yrnpaBniHHA pPe3ynbTaTUBHICTIO MpogaxiB nepepnda-
yae nepexig Bif, KOHTPOHO KiNIbKICHUX MOKa3HWKIB A0
iHTEerpoBaHoi CUCTEMM OLLiHKM KMIEHTCLKOT LiHHOCTI.

BucHoBku. [loBeaeHo, L0 MiABULLEHHS Pe3ysib-
TATMBHOCTI  NpojaxiB 3abe3nedyyeTbCcsd  MNepexo-
OOM Bif, KOHTpoONK ob6cAriB peanisauii Ao ynpas-
NiHHA  KNIEHTCHKOK  LIHHICTIO  SIK  IHTErpoBaHuMm

(hiHaHCOBO-NOBEAIHKOBMM MOKa3HMKOM. OpieHTauis
Ha [0BrOCTPOKOBY NMPUOBYTKOBICTb, YTPUMAHHS K/Ti€H-
TiB i cTabinbHicTb noptdpens copmye GinbLu CTiliKy
MOAeNnb AOXOAiB, 3MEHLUYE PU3NK BIATOKY Ta niaBu-
Lye nepegbadvyBaHiCTb FPOLLIOBMX MOTOKIB y cepea-
HbO- Ta AOBrOCTPOKOBIli NEPCNeKTUBI.
OO6r'pyHTOBAHO, LLIO IHTErpaList KMiEHTCbKMX AaHUX
Yy €4WHY aHaniTUyHy cuctemMy nigBULLYE TOYHICTb
yNpas/iHCbKMUX pilleHb i 3abe3neyye CUHXPOHI3aLjo
MapKeTUHIOBKX Ta 30yToBUX CPYHKLiN. LieHTpani3auis
iHhopMmaL,ii, BUKOpUCTaHHSA NPOrHOCTUYHUX MOAenei
i perynspHwii MOHITOPVHI MOBEAHKOBMX IHAMKATO-
piB O03BOMISAOTb CBOEYACHO iAeHTUIKYBATU PU3MKN
BTpaT Ta afanTyBaTv KOMYyHiKauiiiHi cueHapii [o
3MiH PVHKOBOrO cepefoBuwia. lMoegHaHHSA nokas-
HWKIB NPUBYTKOBOCTI, YTPMMaHHA Ta 3a[0BO/IEHOCTI
CTBOpPHE 36a/1aHCOBaHWii MexXaHi3M MoTuBaL,ii, KWl
OPIEHTYE MeHemKepiB Ha MiATPUMKY CTabifIbHOT K/i-
€HTCbKOT 6a3n Ta NiABULLIEHHS CTPaTeriyHOi KOHKY-
PEHTOCMNPOMOXHOCTI NiANpPUEMCTBA.
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