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B3aemHa BiAMOBIJANBHICTh BJIaJW Ta TPOMAJSIHCHKOTO CYCHIJIbCTBA
BU3HAYAETHCSl TMPATHEHHSM JO CIHUIBHOI TMOOYJAOBU CHPABEJIMBOIO,
JEMOKPATUYHOTO Ta PO3BUHYTOTO CYCIHUJIBCTBA, /€ KOXKEH YYaCHUK Mae
CBOI IpaBa Ta 000B'A3KM NEpe] CIUTbHUMU LHUISIMU Ta IHTEPECAMH.
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YIIPABJIIHHA BITHOCUHAMM 3 KJIIEHTAMMU:
CYYACHI TEHAEHIII B2B MOJAEJII

YrpaBiiHHS BIJIHOCUHAMM 13 KilieHTamMu a0o0 * customer relationship
management (CRM) 1ie npouec, mo nepeadadae 3100yTT, yTpPUMaHHS Ta
dbopMyBaHHS TAPTHEPCHKUX BIAHOCHUH 13 KJIIEHTaMHU JJIsI CTBOPEHHS
I[IHHOCT1 SK JJIS KOMIIaHIii, Tak 1 JJIs KiIi€eHTa. BaXiIuBo po3yMiTH, IIO
CRM mependadae kpoc-QpyHKIIIOHATBHY B3a€EMOJIII0 O13HEC-TIPOIECIB Ta
omepailiif, IO OXOIUIIE PpoOOoTy 13 1HGOpPMAIEI0, TEXHOJIOTIIMHU Ta
crierianxizoBaHUMM JoaaTkamu [1].

Y cydacHMX yMOBax KOMIIaHIl MNPUIUIAIOTH Bce Ollbllle yBaru
AKiCHOMY po3BUTKY CRM, OCKUIbKHA JOCTIIKEHHS JE€MOHCTPYIOTh
MO3UTUBHUM 3B'A30K MK BrpoBamkeHHsIM CRM Ta edekTuBHICTIO poOOTH
oprasizaiiii, a caMe TNOKpAaIllCHHSIM MapKETUHIOBUX Ta (PIHAHCOBUX
noka3HukiB. Kpim Toro, y B2B mogeni BnpoBamkenHsi cucteMu CRM
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cripusie (popMyBaHHIO OUIBII MIITHMX 3B’S3KIB 13 KIIEHTaMH a TaKoOX
KpaIoMy pO3yMiHHIO iX TOTpeod [2].

Chdepa CRM nuHaMIYHO PO3BUBAETHCS, AJDKE 13 IMOSIBOIO HOBHUX
TEXHOJIOT1M 3MIHIOIOTBCS 1 OYIKyBaHHS KJIEHTIB 11010 (opmary
KOMYHIKaIlii Ta piBHA 1 mepcoHamizaiii 3 00Ky kommaii. Po3risHemo
ocHoBHI1 cy4dacHi TeHaeHIli CRM y pamkax B2B moneni.

[lepn 3a Bce BapTO 3BEPHYTH yBary Ha collajibHy iHTerpaiiro CRM.
Uepe3 MiABUILECHHS PIBHS BUKOPUCTAHHS COLIMEPEXK KOMIIAHIsIMU, I
matdopMu cTanu BigirpaBatd 3HauHy poib y CRM. Takum yuHOM
KOMIIaHIi MOXYTh BIJICT€KYBaTH B3a€MOJIII 13 KJIIIEHTAMU Ta pearyBaTv Ha
HHUX, a TaKoX OTPHMYBATH IIIHHI JaHI NPO BIIOJOOAaHHS Ta IIOBEIIHKY
kmeHTiB [3]. ¥V koHTekcTi B2B 613Hec-Moemn1 HalOUIbIn peIeBaHTHUMH €
dbopMyBaHHSI BIITHOCHH Yy TpoeciiiHO-OpIEHTOBAHUX COILIMEPEkKax, Ha
kmTanT Linkedin.

Hactynuum BaknmuBuMm TpeHjaoMm i1 B2B CRM e TexHonoriuHa
iHTerpalis. 3Bakaroul Ha 3pocTarodl piBHI HUpoBi3ailii, BUKOPUCTAHHS
texHonorii B CRM pnae Oesmiu mepeBar. OcoOJMBO aKTyaJIbHUMU €
JOJATKH Ta CHUCTEMH, W10 BKJIIOYAIOTh TIJIMOOKHM aHamli3 JaHuX,
aBTOMATH3aIlil0 MPOIECIB Ta IHTErpalil0 13 30BHIIIHIMU HKepeaaMu
naHux. /s koMmaHii, 1o npaimoThk 3a Moaeuiro B2B, 11ie Takox Hagae
MOJIMBICTD TTIMOIIE aHATI3YBAaTH M KOHCOJIyBaTH yC1 TOYKU KOHTAKTY 13
KOXKHUM OKPEMHUM CTEHKXOJJAEpPOM KOMIMaHIi-KJi€eHTa Ta (opMyBaTu
peKOMeHJalii ¥ NOpOoTrHO3M NPOJaXKiB, 0a3ylUUCh Ha MOMNEpPeIHIl
AKTUBHOCTI.

BapTo 3a3Ha4uTH 1 TEHJEHIII0 10 BpoBamkeHHsS MoOUTbHUX CRM-
cucreM. Ile Tum mnporpamMHOro 3a0e3meyeHHs] Il YIPaBJIIHHS
B3a€MOBIJHOCUHAMM 3 KJIIEHTAMU, JOCTYI JO SIKOTO MOKHA OTPUMAaTH Ha
MOOUTbHUX mpucTtposix [4]. OcHOBHa mniepeBara TakMX IHCTPYMEHTIB
MOJISITA€ Y IOCTYII1 1 OHOBJICHH1 JTaHUX 3 OyAb-aKoro Micisl. Taka cucrema
MOX€ OyTH KOPHCHOIO JIII YTOYHEHHS BUMOT, KOH(DIryparii Tpono3uilii,
a TAaKOK BCTAHOBJICHHS K1JTbKOX TOYOK B3a€MO/III.

Bpemri, ocoOmuBy yBary BapTO MNPUIUINTH 3pPOCTAHHIO POJIl
MTY4YHOTO 1HTENEeKTy sK eneMeHty CRM cucreMm. 3acTocyBaHHS
mTy4yHoro iHtenekty y CRM wMoxke pgomomaraTd y BHU3HA4YeHHI
OPIOPUTETHOCTI MOTEHIIMHUX KIIEHTIB, HaJaHHI MIATPUMKH 4Yepe3 YaT-
O0oTiB Ta (opmyBaHHI TporHo3iB npuOyTKy. KirowoBa mepeBara CRM
CUCTEM 13 BUKOPHUCTAHHSIM IITYYHOIO IHTEJEKTY TOPIBHSAHO 31
3BuvaitHumMu CRM nosnsirae B iXHi#l 34aTHOCTI aBTOMATU3YBaTH JisIbHICTh
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y chepi B2B BiHOCHH, 103BOJISIIOUM MIPUAMATH PillIeHHST 0€3 BTPpy4YaHHS
moaunu [5]. Taka aBTOMaTu3allls CIpUS€E MIABUIICHHIO MTPOTYKTUBHOCTI,
3MEHIICHHIO TEPEBAHTAXXEHHS NEPCOHANy Ta MOKPAUIEHHIO MPOUECY
OPUUAHATTA pimieHb. OJHAK YCHIIIHE BIPOBAKEHHS TaKUX CHUCTEM
CIIBpOOITHUKIB, @ TAKOK aKTUBHOI MIITPUMKH KEPIBHHUIITBA.

Otmxe, ymopaBliHHS BIJHOCMHAMH 3 KJIIEHTAaMH € BaXJIUBUM
IIPOIIECOM JIJII CTBOPEHHS IIIHHOCTI SIK JIJI1 KOMIaHIi, TaK 1 JJIs KJII€HTIB.
Cdepa CRM nuHAMIYHO PO3BHUBAETHCS Ta OXOILIIOE HOBI TEXHOJOTIT IS
BJIOCKOHAJICHHS €(QeKTHUBHOCTI. TeHJEHIlI 70 TaKoro TEXHOJIOITYHOTO
PO3BUTKY B1J0OpakatoTh HEOOXIIHICTh adariTallli 10 3MiH B OYIKyBaHHSIX
KJIIEHTIB Ta MOXJIMBOCTEH TEXHOJIOTIN nJig 3a0e3nmedyeHHsl YCHIIIHOI
B3a€MO/I1i 3 HUMH.
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