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MAPKETUHI

HAYKOBE OBIPYHTYBAHHA KOHLUENTYA/IbHUX ACNEKTIB
K/IIEHTOOPIEHTOBAHOIO Migxoay

SCIENTIFIC JUSTIFICATION OF THE CONCEPTUAL
ASPECTS OF THE CUSTOMER-ORIENTED APPROACH

AHoTauif. MeTa CTaTTi noas2ae B y3a2anbHeHHIi Ta cMcTeMaTu3auii TeopeTuyHmux 3acag Cy4yacHoi napagmamm MapKeTHay
g/151 po3pobKyM pekoMeHgawii 1ogo popMyBaHHS KOHLENTYanbHNX dCMeKTiB KTEHTOOPIEHTOBAHO20 Migxogy go ynpaBiHHs
KOMIAHIEIO.

MeToguka. IHpopmaviiiHoto 6a3oto gocnigeHHs € oPiLliviHi aHaniTMYHi gaHHI CBITOBMX Op2aHi3aLliii Ta pe3ynbTaT HayKOBUX
gopobOK MPOBIGHNX 3AKOPGOHHMX | BITYN3HIHUX YdeHWX. BUKOpUCTAHI Taki meTogu, sik: abCTpa2yBaHHs, MOPgOIo2iyHnii Ta
CeMAHTUYHUI AHANI3; IHGYKLIA Ta geqyKuis; MOPIBHAHHSA 1 CMCTeMATU3aLis; 102i4H020 y3a2aibHEeHHS.

Pe3ynbTaTi. BU3HayeHo 0cobAMBOCTI CTAHOB/IEHHS TA PO3BUTKY K/TIEHTOOPIEHTOBAHOR0 MigX0gy go ynpaBiHHS KOMIAHIE.
OXapaKkTepu30BaAHO Pi3Hi Migxogu BYeHNX o PMHKOBOI OPIEHTALIT KOMIMAHII T4 OPIEHTALT KOMNAHIT HA K/iEHTA. [JloBegeHo, Lo
CTBOPEHHSI K/TiEHTOOPIEHTOBAHOI CUCTEMU YNPABiHHS KOMIAHIEID GUKTYETbCA 3MIHAMM CY4aCHO20 PUHKY. 3ICOBAHO nepegy-
MOBY Mepexogy KOMNAHii go KiEHTOOPIEHTOBAHO20 Migxogy (TexHoso2iYHi (2n106anizauis, iHpopmaviiiHa pesosowis, Lngposa
TpaHcHopmMaLlis); eKOHOMiYHI Ta METOgOI02i4Hi). BUSHAYEHO YMHHUMKM, L0 CPUSAN NOSBI CKAAGOBUX KNIEHTOOPIEHTOBAHOCTI.
[Mo2nnbneHo CyTHICTb MOHATTS KIIEHTOOPIEHTOBAHICTb, PO3KPUTO ii KOMMOHEHTH, Cyb'ekTn Ta 06'ekTH. OXaPAKTEPU30BAHO MPUH-
umnu, Lini, 3aBgaHHs T PyHKLIT KIIEHTOOPIEHTOBAHOCTI. HAGAHO 2pynu XapakTepH1X 03HAK HAYKOBOI KATE20pii «K/iEHTOOPIEH-
TOBAHICTb» (MIOGCbKMIA KaNiTan Ta MEHegXKMeHT; onepawisina mogenb Ta b6i3Hec-npoLecy; Mogesnb bi3Hecy (abo 6i3Hec-Mogesnb)).
O6/pyHTOBAHO, L0 K/IOYOBUM BUMIPHUKOM LiiIHHOCTi € 3dgOBO/IEHICTb KIEHTA, d KIOYOBUM BUMIPHUKOM OTPUMAHHS GOGATKOBUX
npubyTKiB € NpUOYTKOBICTb KIIEHTIB.

HaykoBa HOBM3HQ. Y CTATTi 3aNPOMNOHOBAHO M02/MbOIEHHS KOHLeNTyanbHO20 Migxogy go po3KPUTTS 3MICTY K/IEHTOOPIEHTO-
BAHOCTi KOMMAHiIi. OTPMMAHA iHPOPMALisi € OCHOBOIO g5t POPMYBAHHSI KOHKYPEHTHOI CTpaTezii Ta nobygosu HOBOI Gi3Hec-mogeni
KoMnaHii, 1o 3abe3neynTs ycniluHe ii PyHKLUIOHYBAHHS HO PUHKY.

TeopeTnyHa Ta (ab60) MPAKTUYHA 3HAYYLLICTb. BUKOPUCTAHHS 3arPONOHOBAHOI KOHLIeNTYaabHOI Mogesi CripusiTiMe CTBOPEeHHIO
KOMMAHIsiIMM gogaTKoBOI LiHHOCTI; 3abe3neqnTb 30epexxeHHs / CTBOPEHHS qOGATKOBUX KOHKYPEHTHUX epeBaz Ta OTPUMAHHS
gogaTkoBo20 npubyTKYy.

KntoyoBi cnoBa: knieHTOOPIEHTOBAHICTb, KOMMAHIS, MOBEGIHKA CMIOXMBAYA, CTBOPEHHS LiHHOCTI, UMPpoBa TpaHcdopmauis,
KOHKYPeHLjisi, HOBA bi3HeC-MOge/b, OMHIKAHA/IbHICTb, XMAPHI TexHoN0zi, cTpaTeaisi, KOHUenyisi, CyTHICTb MOHSATTS.

Summary. The purpose of the article is to generalize and systematize the theoretical foundations of the modern marketing

paradigm for the development of recommendations for the formation of conceptual aspects of a customer-oriented approach
to company management.
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Methodology. The information base of the research is official analytical data of world organizations and the results of scien-
tific developments of leading foreign and domestic scientists. The following methods were used: abstraction, morphological and
semantic analysis; induction and deduction; comparison and systematization; logical generalization.

The results. The peculiarities of the formation and development of a customer-oriented approach to company management
are determined. Different approaches of scientists to the market orientation of the company and the orientation of the company
to the customer are characterized. It has been proven that the creation of a customer-oriented company management system is
dictated by changes in the modern market. The prerequisites for the transition of companies to a customer-oriented approach
(technological (globalization, information revolution, digital transformation); economic and methodological) are clarified. The
factors contributing to the appearance of components of customer orientation have been identified. The essence of the con-
cept of customer orientation was deepened. Its components, subjects and objects were revealed. The principles, goals, tasks
and functions of customer orientation are characterized. Groups of characteristic features of the scientific category «customer
orientation» are provided (human capital and management; operational model and business processes; model of business
(or business-model)). It has been substantiated that the key measure of value is customer satisfaction, and the key measure of

obtaining additional profits is customer profitability.

Scientific novelty. The article proposes a deepening of the conceptual approach to the disclosure of the content of the
company’s customer orientation. The information obtained is the basis for forming a competitive strategy and building a new
business model of the company, which will ensure its successful operation on the market.

Theoretical and (or) practical significance. The use of the proposed conceptual model will contribute to the creation of addition-
al value by companies; will ensure preservation / creation of additional competitive advantages and obtaining of additional profit.

Key words: customer orientation, company, consumer behavior, value creation, digital transformation, competition, new
business model, omnichannel, cloud technologies, strategy, conception, the concept essence.

Hoc'ranomca npo6gaemu. CboroaHi MapKeTUuHr
CTUKAETHCA 3 HU3KOIO aKTyaJlbHUX BUKJIUKIB.
Ilo-mepite, e BHUKEHHA NOBipu cmoskmuBadiB. I 1eit
rJI00aIbHUN TPEHH, SKUU IMiATBEePIKYETHCI JaHUMUI
Edelmans Trust Barometer, 2021 ta 2022 [1; 2] Bka-
3y€e Ha SHUKEHHSA JOBipU CIIOYKUBAUIB [0 JePKaBHUX
oprauis, 3MI, dinancoBux opranizaiiii. Takox 6yJ0
BUABJIEHO, 1[0 HaMbiabIIe y cBiTi J0BipAIOTH GisHecy.
Ha mpomy Tai ¢opMyBaHHA DOBipuM cTae KPUTUUHO
BakauBuUM. KoMmmanii MaioTh yHiKaJIbHY MOMKJINBICTH
30eperTu Ta 3aKpiluTH AOBipY JOAJIbHOI ayauTOPii.

ITo-npyre, B yMOBaxX 3pOCTaHHSA PiBHS HeBU3HA-
YEHOCTi Ta Hemepea0auyBaHOCTi 30BHIIITHBOTO cepe-
IoBHUINA, 00POTHOM KpaiH 3a CBiTOBiI pecypcu, BUIij-
Hi yMOBU [OJis BUPOOHUI[TBA IPOAYKTIB Ta IOCJYT,
PUHKH iX 30yTy Ta OTPUMAaHHS HAWBUIIOTO MPUOYT-
Ky BiJ HaI[iOHAJBHOTO BUPOOHUIITBA, 3aCTOCYBAHHS
iHCTPYMEHTIB KJIACUYHOI CXeMU KOMILIEeKCYy MapKe-
tuary — 4«P» (Product, Price, Place, Promotion)
3HAUHO OOMEIKEeHO, II[0 BUMAarae Ieperasny 0as3oBuX
OPUHIIUIOIB Ta KOMIIOHEHTIB IIPOCYBaHHSA I BIIpOBa-
JIPKeHHA HOBOI KOHIIENI[i] MapKeTUHTY I YTPUMaH-
HS KOHKypeHTHOI mepeBaru. Cepel MapKeTHHTOBUX
KOHIIEIIIili, 10 3’ ABUJINCSA 34 OCTAaHHI HEeCATUIITTA,
OJHi€I0 3 HAMOIIBII 3aTPeOyBAHNX € KOHIIEMIiA KJIi-
€HTOOPi€HTOBAHOCTI.

Taki mpoBigHi MiKHapomHi KomIIaHil 3 ynpas-
JiHCBKOTO KOHCAJTUHTY, AK Forrester, Boston
Consulting Group Ta McKinsey akKIeHTYyIOTHL yBary
Ha 3HAUYIIOCTI BIIPOBAMKEHHS KOMIIAHIAMUN KJi€H-

TOOPiEHTOBAHOIO IMiAXONY, OCKiJIBKM BUKOPUCTAHHSA
iHCTPYMEHTY yIpaBJiHHA B3a€MOBIZHOCMHAMU 3 KJIi-
€HTaMU [O3BOJIUTH IM OTPUMYBaTU AOLATKOBUI IIPU-
OYTOK 3a PaxXyHOK TJIMOOKOTO PO3yMiHHA Ta e(eKTUB-
HOTO 3aJ0BOJIEHHS IIOTPed KJIIEHTiB B yMoBax 3MiH
Cy4YaCHUX PUHKIB.

AHanisz ocraHHiIX mochximskeHb i myOGuaikamiii.
3BepHEHHS OO0 TMOHATTA KJIi€HTOOpPieHTOBaHOCTI
TOII-MEeHEIKePiB KOMIIaHill Ta eKCIIePTiB, BUBUEHHS
TEOPETUKO-METOAUYHHNX IIiIX0/iB CY4aCHOT'0 BeJeHHS
0izHeCy € OHUM i3 BAXKJIMBUX HAIIPSAMIB HOCTiIKEeHb
BUEHUX-eKOHOMICTiB.

Tak, mpobsiemMmaTuka BU3HAUYEHHS CYTHiICHOTO
PO3YMiHHA KJi€HTOOPi€HTOBAHOIO miAXomy, Teope-
THYHOI MOJeJi PUHKOBOI Ta IPOAKTHUBHOI PUHKO-
BOi opieHTarii, (popMyBaHHsS KOHIIENIii opieHTaIii
Ha KJieHTa, KJieHTOOpieHTOBaHOI KommaHii Ta 6is-
Hecy OOCJimKyBaJjiacd Y HAYKOBUX IpamAX TAaKUX
BUEHUX-eKOHOMIicTiB, aAK: B. Baprui, I:x. Bencosn,
C. Beppg:xecc, @. Beberep, B. Bieiipa, X. I'ebayep,
C. Tomibyui, P. Hemmnaunge, II. Opykep, K. Kex-
aep, K. KoBankoscbki, A. Koxi, @. Koraep, B. Ky-
map, +K.-3K. Jlam6in, T. JlesitT, [I:x. MakKitepuk,
P. Maun, . Hapsep, . Ilitrepceu, C. CueiiTep,
. Creakamm, ®. Teirnop, k. Papai, k. Xy,
A. MTapwm, H:x. ler, B. IBopchKi Ta iH.

3HaUYHy yBary Cy4acHUM IIpo0JieMaM DPO3BUTKY
KJIIEHTOOPi€HTOBAHOIO MiAXOAY Ha OCHOBiI CyYacHHUX
iH(opmanifiHNX TeXHOJOTil Ta 3MiHU OisHec-momesri
B ymMoBax nu@posoi Tpaunchopmailiii, BUBHAUEHHA

95



// Mapketunr //

// MiskHapofHuit HayKOBUM XXypHan «IHTepHayka».
Cepisi: «<EkoHoMiuHi Hayku» // N2 7 (63), 2022

KJIIOUOBUX aCIEKTiB KJI€HTOOPi€eHTOBaHOI cTpaTerii
Kommnauii npuginamoTs: B. Bepron, II. Biccon, JI. Bo-
nenuyk, M. Ilitm, II. Horepri, X. Jlin, I. Jliranenko,
. Manbika, M. Hikkpewm, T. Omnaupesaio, E. Ileiin,
1. Ileunmepc, K. Pamxronan, M. Pomxepc, C. Tome,
II. ®eiigep, C. Xauu, C. Uyau, M. Uyii Ta iH.

Biggmarouu Hajne:xkHe MOPOOKY BUEHUX, CJIiJ 3ay-
BasKUTH, 10 HASBHI HOCJiAyKeHHS 30CepemKeHi Ha
BUBUYEHi Ta aHaJIi3i cBiTOBOro MOCBiAy CTBOpPEHHSA
KOMIIaHigAMU HaWBUMIOIL 1 Kpamniol Hi’K y KOHKYPEHTIB
CIIOJKMBYOI IIIHHOCTI Ta KOperyBaHHI TPaguIlifHOTO
OigxXoay M0 PO3YMIHHSA MUKJIY IPUUHATTA PillleHb
KJi€eHTaMMW, a CUCTeMHHUH IIiaXiJ 10 pO3TJISAny IIH-
TaHb, III0 CTOCYIOTHCSA IIEPEOCMUCIEHHS KJIACUYHOTO
migxomy A0 MapKeTUHTY, PO3POOKHU IIiJiCHOTO Mif-
XOOy IO BIPOBaIKeHHS cTpaTerii BemeuHsa O6isHecy,
OCHOBHOIO I[iHHICTIO SIKOT'O € HmOTpebu KJIieHTiB, 3a-
JUINAITHCA HEJOCTATHHBO AOCJIIMKEeHUMU, 110 00y-
MOBJIIOE€ HEOOXiMHiCTh BUKOPUCTAHHSA KOMILJIEKCHOTO
TigXoay A0 PO3TJSAAY AOCJiIKyBaHOI IpobIeMu.

®opMyaIOBAHHA IiJiell CcTAaTTi (IIOCTaHOBKA 3aB-
JTAHHS).

MeTa crarTi moJsArae B y3arajJbHEHHI Ta CHUCTe-
MaTH3allii TEOPeTUYHUX 3acaji CydyacHoOi mapagurMu
MapKeTUHTY AJIA PO3POOKU peKOMeHIAIlii 111010 ¢op-
MYBaHHS KOHIENTYaJIbHUX ACIEKTiB KJIi€HTOOPieHTO-
BAHOTO IiIXOMY A0 VIIPABIiHHA KoMHIaHieo. Po3Kkpur-
TIO METH CIPHUAE BUPIIIEHHSA HACTYIHUX 3A80AHbL:

1. HocaiguTu 0coBJIMBOCTI CTAHOBJIEHHA Ta PO3-
BUTKY IIiIXOMiB KJi€HTOOPi€HTOBAHOCTI.

2. 3’acyBaTu mepeyMOBU IIePexXoay KOMIIaHiH 10
KJIIEHTOOPi€HTOBAHOTO HifXO0Oy, BUSHAUUTU UYMHHU-
KU, IIM0 COPUSJIHN IIOSABi CKJIAJOBUX KJII€HTOOPi€HTO-
BaHOCTI.

3. Ilornubutu CyTHiCTh HOHATTA KJi€HTOOPi€H-
TOBaHICTh, POBKPUTY OCHOBHI O3HAKU KJIIEHTOODi€H-
TOBAHOI KoMmaHii, cy0’eKTH Ta 00’€KTH; BUSHAUUTU
OPUHIIUON, I, 3aBAAHHS Ta (PYHKIII KJIi€eHTOOPi-
€HTOBAHOCTI.

Bukiaan oCHOBHOTO MaTepiady JOoCTimKeHH.

1. OCco6IUBOCTiI CTAHOBJIEHHSA Ta PO3BUTKY ITiTXO0-
IiB KJIi€HTOOPi€HTOBAHOCTI

B pmificHi yacu KJieHTOOpieHTOBAHICThL € HEBix eM-
HUM eJIeMeHTOM MapKeTUHIOBOl MisJbHOCTI KoMIIa-
Hii. Ile TBepAKeHHA I'PDYHTYETHCA HA TOMY, IO KJIi-
€HT € IKepesioM IPuOYyTKY KOMIIaHii, a AJId Toro 11100
3aJIUIIATHCA KOHKYPEHTOCIIPOMOXKHOI, KOMIIaHil He-
00ximHO (hOKycyBaTHCA Ha 3a0BOJIEHHI MOTPed CBOiX
KJieHTiB. 3 HmiABUIIIEeHHAM pOJi KJi€HTa, AK HeMa-
TepiaJbHOTO aKTHUBY, B MApKETUHTOBiN MigJabHOCTL
KommaHii Bim6yBaioThcAa 3MiHM, 3’SIBIAIOTHCA iHHO-
BaIiiiHi migxoam mo #oro yupaBiiHHA, (DOPMYyBaHHA
KJII€HTOOpPieHTOBAHUX IiAxonaiB mo OizHecy.
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3asHaueHe BUIle BUMAarae PO3YMiHHSA TepMiHY
«KJIIEHOOPi€HTOBaHICTh», PO3TJIALY KJi€HTOOPi€HTO-
BaHOIO MIiIXO0Ay 3 HMOTJIALY MOT0 eBOJIOIi].

BraskaeTbcsd, 1110 TEOPETUYHI OCHOBU KJIIEHTOODI-
€HTOBAHOCTI y CBiTOBi#i HayIi moyasu GopMyBaTUCA
3 cepenuru 1950 pp. Ta 3HAUHO 3POCTH IO IIOYATKY
1980 pp. IloxibHa moswurlisg € He 30BCiM KOPEKTHOIO,
ockimbpkm e y 1911 p. ®. Teitnop y cBoiii pobori
«ITpuHIUTIIT HAYKOBOTO MEHEIKMEHTY», OOI'DYHTOBY-
0UM BCTAHOBJIEHHS HOBOTO MOPAAKY peueii, 3a AKOTO
KJIIEHTU MaIOTh CYTTEBI €EKOHOMIUHI BUTOAU Y B3a€EMU-
HaxX 3 KOMIIaHielo, Ha3BaB iX «TPETbOIO CUJIOI0» [3].

Ilizuimme, y 1936 p. B ogHOMY 3 BumaHb AMepu-
KaHCBKOI acorialfii mapkeTuHry 3’saBujacsa myoJrika-
mia k. Bemcona, B AKill posriamanaca mpobiema
CYTHICHOTO PO3YMiHHA KJIIEHTOOPi€HTOBAHOTO ITi/IXO-
ny. ABTOp 3a3HauYMWB, IO «MOXKJINBO, B MalOyTHBO-
My HaM Oyze mMOoTpiOHO IIPOABJIATH BUHAXiIJIMBiCTH
B ommci mpuBaGJMBOCTI TOBapiB i cIpAMOBYBaTH OC-
HOBHIi 3ycuJjis Ha Te, 111060 BUSABIATH, YOTO AiHCHO
xouyTh Jioau. CrmokuBay — och Hamt 6oc» [4]. Bixe
roni I»x. BeHcoH mepenbauas, 110 «HOBA KOHIIEIITid,
AKa IpUuiifle Ha 3MiHYy KOHIIeNIii BHOCKOHAJIEHHS BU-
poGHuUIITBA, OyAe cOupaTUCSA Ha OiJBII INInOOKe BU-
BUEHHS CIIOKHBaua Ta MOOYAOBY 3 HUM JOBTOCTPO-
KOBUX INapTHePCbKUX BimHOcuH». B momansmiomy
HeOoOXiTHICTh CIPUUHATTSA KJIi€HTa KOMIIAHi€I0 B AKO-
CTi €IMHOTO [:Kepeja NPUOYTKY IIOJISTJIa B OCHOBY
KOHIIEMIil MAapKeTUHTY B3a€MOBiTHOCHUH.

Ilepri »x I'pyHTOBHI JOCHiIKEeHHS, 110 IPUCBAUE-
Hi opienTarii Ha KJieHTa, O6yau copmMoBaHi B pam-
Kax KoHIemIlil opienTariii ma punok y 1954 poii
II. [Ipykepom, a posBuneni [I:x. MaxKirepukom Ta
T. JleBiTToM y 1960 pp. ¥ cBoix poboTax aBTOPU PO3-
KPUBAJIU POJIb MAPKETUHTY B KOMIAHII, aKIIeHTYIOUN
yBary Ha MOro MOXOIKeHHs 3 HeCTaTKiB Ta moTped
KiienrTa [5; 6; 7]. Hanpuxkinmi 1970 p. nutanasa mpo
HeoOXiTHIiCTh 3MiHM KOMIIaHiAMU (POKYCY 3 BUPOOHU-
IITBA Ta IIPOJaKiB IIPOAYKIII Ha KJieHTa Ta MapKe-
TuHT O0yJao miguaro ®. Koraepowm [8].

¥V 1989 pori @. Beberep Ta P. [lemmnamme po3po-
01U TEOpPeTHMUHY MOJeb OopieHTaIii Komnauii Ha pu-
HOK. B cBOiil poOOTi BueHi 3a3HAUNIIN, II[0 OPieHTAIlisd
Ha PUHOK IIpeJcTaBJsA€ co00I0 «HAOip MisK(QYHKIIiO-
HaJILHUX ITPOIECiB i BUAIB AisiIBHOCTI, CIIPIMOBAHUX
Ha 3aJIyUeHHA, YTPUMAHHSA 1 3aJJ0BOJIEHHSA KJIIEHTIB
IIJIAXOM TIOCTifHOI OI[iHKM ixHiX moTped» [9].

ITisuime, moumuatoum 3 1990 pp. cranu 3’ ABIA-
ThcA myOJaiKaiii, mpegMeToM BUBUEHHSA AKHUX CTaJIU
BiTHOCMHU i3 cIOKMBaYaMM Ta iHIIMMU yYaCHUKAMU
OpoIlecy KYITiBJIi-Ipogaky y paMKax MapKeTUHTOBOL
KOHIIENITii «MapKeTuHT B3aeMuH». [[0 6a30BUX pOOIT
Yy IIbOMY HAOPAMKY, SAKi 3TOJOM CTaJu BBa)KaTHU IIO-
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YaTKOM KJII€HTOOPi€HTOBAHOTO IIiAXO0NY, BiIHOCATHCA
po6oru aBropiB A. Kouai, B. dBopcwki, H:x. Hapse-
pa, C. Cueiirepa, . Maknaxmauna, P. lemmnannge,
. @apiai Ta ®@. Beberepa.

Taxk, po6ora A. Koxai, B. fIBopchKi mpuceauena
PUHKOBIi# opienrartii Ta ii ckmamoBuMm (poryc Ha KJIi-
€HTa, BHYTPiMIHLO(ipMOBa KOOPAUHAIIIA Ta BUKOPU-
craHHA 3i0pamoi mapkeTuHToBOI iHdopmarrii) [10].
Ha gymry aBTOpiB, DyHJaMEHTOM IJis KJI€HTOODI-
€HTOBAHOCTI € TeHepallid, 30upaHHA Ta aHAJIi3 JaHUX
Ipo KJIi€HTIiB.

VY cBoemy mocaimyxenui k. Hapsep Ta C. Cieii-
Tep 3aIIPOIIOHYBAJIM TaKi CKJIAJOBI MiAX0Iy 0 PUHKO-
BOI opieHTAaIlii, IK: TOBEIiHKOBI KOMIIOHEHTH Ta KPU-
Tepii npuiHATTA pimens. OCHOBOIO K A ITO0YZOBU
KJIIEHTOOPi€HTOBaHOI KOMIIaHii, Ha TyMKY BUEHUX, €
KopmopaTuBHa KyJabTypa [11].

Taxosx 3asHauumo, mio k. Hapsep, C. Cieii-
Tep Ta . MakJlaxysan Brepiie po3iJinian MOHATTSA
«PUHKOBA OpPi€HTAIlifg» Ta «KJIi€HTOOPi€HTOBAHICTHY.
IIpu mpomy aBTOPUM OOI'PYHTYBAJH, IO OPieHTAIisA Ha
KJi€eHTa € HalOiJbII BaKJINBOI YACTHUHOIO PHUHKO-
BOI opieHTAaIii KoMmnaHii, ToAl AK MOHATTS «PUHKOBA
opieHTaIisg» € GiJbBII ITHPOKUM, IO BKJIIOUAE TaKi
KOMIIOHEHTH, IK: «PUHKOBA Opi€HTAIlid y BiAIOBiIb»
Ta «IIPOaKTUBHA PUHKOBA opieHTaIisa» [12].

BigmoBimHo mo HaykoBoi mpari P. Ilemmange,
k. @apai ta @. Beberepa, KIieHTOOPi€eHTOBaHICTH
HOMiJigeThCcA Ha OIiHIOBaHY (hipMOIO Ta OI[iHIOBaHY
KJieHTaMu. Y 3aIpOIIOHOBAHIiNI METOAUIII 3 BUMipIO-
BaHHS PUHKOBOI opieHTallii aBTOpM AOBOAATH, IO
KJII€HTOOPi€eHTOBAHUH MiIXia Ma€e IIPOTOJIONTYBATHUCS
i BUMiproBaTucs SK BHYTPiIIHHO, TAaK i 30BHi, 3a-
3HAUMBINU y CBOIi# myoOaikarii Te, 1o «opieuTarisa
Ha KOHKYPEHTiB MOKe OyTU IMOBHICTIO IIPOTHUJIEKHOIO
opieHTalii Ha KJieHTiB Ipu (POKYyCyBaHHI KoMIIaHil
JIUITIe Ha CUJILHUX CTOPOHAX Ta irHOPYBAHHSA HE3amI0-
BOJIEHOCTi cmoskmBauiB» [13].

Haui, 8 1993 p. KiieHTOOpi€eHTOBAHUU HiAXia cTaB
acolriroBatucsa i3 3ampomnonoBanoio [I. Ilennepcom Ta
M. Pom:xepcoM cxeMOI0 yIpPaBJiHHS B3aEMOBiTHO-
cuHaMu 3 KJaieHTamu, Bimomoio sk CRM (Customer
Relationship Management). A B:xe 3 1995 p. y psani
rajgyseii, 30KpeMa y TaKUX AK CTpaxyBaHHS, 3Oilic-
HeHHs KoMmnauiaMu inBectuiii y CRM-nporpamu,
B AKOCTi OCBOEHHA cTpaTrerii yrpaBjIiHHA B3a€MOBiz-
HOCWMHAMM 3 KJi€HTaMM, CTaJIO0 IIPUBOIUTH IO HigBU-
IIeHHSA MOoBiuHOro mpuOyTKy KiieutiB mo 90% [14].
T'onoBHUM 3aBmanHaM KepiBHukiB IT-migposainmis
crayia e)eKTUBHA Ta eKOHOMiUHA opraHisaiia i mif-
TpuMKa 6idHecy 3 OOKY CyYacCHHX TEeXHOJIOTil.

IIpencrasnenus crpareriunoi crpykrypu CRM, 3a-
cHOBaHOI Ha HeoOximmocTi B3aemoxii mpoiecie CRM

IJis1 3a0es3lleueHHsI NPOIBiTaHHA KOMIIaHii, craJio
mozxkauBuM y 2005 p. saBgsaxu nposenernomy E. Ileii-
HOM oryiany Jgiteparypu 3 CRM Ta MapKeTHWHTY B3ae-
MOBiIHOCHH, JeTAJbHUM ONUTYBAHHAM YIPaBJIHIIIB
BEPXHBOI JIaHKU, AKi mpamioors y CRM, mapkeTunry
ta IT, iuTepB’to 3 mocrauanpaukamu CRM, auckyci-
AM 3 JIigupyouuMu KoHcyabTaHTaMu B raaysi CRM,
cTparerii Ta anrpoOyBaHHIO PAMKOBOI CTPYKTYPU HU3-
Koo KommaHiii [15].

Ha mouatky 2000 pp. opieHTaIlis Ha KJi€eHTa oc-
TaTOUYHO BUIIJIMJIACA 3 KOHIIEII[il PMHKOBOI opieHTa-
mii y camocrifinuii HanpaMok. 3rigao 3 @. Korie-
pom i K. Kensepom, TepMiH «pHMHOK» OXOILIIOE BCiX
MOJKJMBUX KJieHTiB Kommauii [16]. A B pobGoTax
B. Baprtai, X. I'ebayepa, C. T'omioyui, K. KoBanrkos-
cuKi, B. Kymapa, P. Manna, [I. ITitepcena, A. Illap-
Ma, II. IlleTa posriAgarThbCA OKPEeMi CKJIAMIOBI KITieH-
TOOPIEHTOBAHOCTI, TaKi SK: KOpPIIOpaTUBHA KYJIbTYypa,
opraHisallifHa CTPYKTypa, OpoJaki, crparerisa opra-
Hizamii [17-20].

JK.-K. Jlam6iu, P. Uymmiras ta I. Ily#aiuar
TPAKTYIOTh PUHKOBY Opi€eHTAaIlil0 mimpiie, Ik «di-
Jocodiro OisHecy 3 opieHTaIli€el0 Ha BCiX yJYacHUKIB
PuHKY i Ha Bci piBHI opramisairii». 3rigHo 3 1yMKOIO
HaAYKOBIIiB, y HiIX0Ii PUHKOBOI opieHTaIlii HeoOXigHO
BUIIIATY II'ATH TPYI YYACHUKIB PUHKY: CIIO}KUBAUiB,
IucTpub’I0TOPiB, KOHKYPEHTiB, BIJIMBOBUX OCi0 Ta
MaKpOMapKeTHHTOBe cepenoBuire [21].

B nromy mepioni k. Iller, C. Bepasxecc Ta
k. CTeHKaMII B CBOIX JOCJiIKeHHAX BUBUAJU IIPO-
6yieMu OpieHTaIii Ha KJi€eHTa Ha PUHKAX, IO PO3-
BUBaThCeA [22; 23]. Ha nyMKy BUeHHX, B yMOBaXx
PO3BUTKY PUHKOBOI opieHTarii kommauii maroTh Ha-
IIPaBJIATH CBO1 3yCUJLJIA caMe Ha HaBYAHHA KJI€HTIB,
Ha (popMyBaHHSA MOTPed, a He Ha 00CIAYroBYBaHHS
icuyoumx morpeb KJaieHTiB. BigmoBigmo mo uoro,
3aCTOCYBAaHHA KOMIIaHi€I0 KJi€HTOOPi€HTOBAHOTO
migxony mepembauae IPOBeIeHHS 3MiH B cHCTeMaxX
MapKeTUHTYy Ta ynpaBiaiHHA. OCHOBHUMHU KOMIIO-
HEHTaMH! KJII€EHTOOPi€HTOBAHOCTi BHCTYIIAIOTh: PO-
3yMiHHA (KJIOYOBi KJIi€HTH; KpuTepil OoIiHIOBaHHA
KJIi€eHTiB); enuHi 1Mijgi KoMmmauii, moaiTuka BigHOCUH
3 KJIieHTaMM; HaBUaHHS CIiBPOOITHUKIB; BUHaAropoma
CIIiBPOOITHUKIB; TE€XHOJIOTi3allis KJIi€HTOOpieHTOBA-
HOCTi, pOo3po0Ka cucTeMH YIPaBJiHHSA, iHTerpoBaHoi
B TeXHOJIOTIUHUI MPOIEC; MiarHOCTUKA KJII€HTOOPiEH-
TOBaHOCTI (OITiHKa 3a0BOJIEHOCTI ITePCOHAJY; OIliHKA
BiIHOIIIEHHA KJIi€HTiB).

B nmificHi yacm Tema KJIi€HTOOPi€eHTOBAaHOTO PO3-
BUTKY 0i3Hecy craJia OfHi€0 3 HAaKTyaJbHIIINX AK
IS 3apyOisKHUX, TaK i AJA BIiTUMBHAHUX TOCJIiTHUI-
KiB, III0 3aliMalOThCA MUTAHHAMU BILJINBY KJIE€HTOO-
Pi€eHTOBAHOCTI Ha Pe3yJbTaTUBHICTH KOMIIaHii.
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Tax, HampuKJaa, BUKOPUCTOBYIOUU IIKAJU
MKTOR, MARKOR Tta mkany Xyjai aas omiHKU
KOMOAaHiN pPiBHMX CEKTOPiB eKOHOMiKU, AKi Oysu
pospooseni A. Koui, II. Hapsepom, C. CuetiTepom,
I:x. Xyai ra B. dBopchbki, Buenumu 3 ABcrpadii,
Toukoury, Kasaxcrany, Typeuunnu i1 YKpaiHu goBe-
IIeHOo, III0 OpieHTAaIlid Ha KJi€HTa Ta HAa KOHKYPEHTiB
€ IOMIHYIOUMMU 3MiHHMUMU y IIOSICHEeHHi BigMiHHOC-
Tell MapKeTUHT0BOI e(D)eKTUBHOCTI Ta MiATPUEMHUID-
Kol opieHTatnii komnanii [24—-28].

IMikxaBuMu € pesyabTaTé AocaimskxeHHa 116 xowm-
naHil cepu (piHAHCOBUX IOCIYT, AJIS HPOBEAEHHS
Akoro BuenuMu 3 TamiBanio C. Uyaun Tta X. Jlin Bu-
KOPHCTAHO CIeIiaTisoBaHy IIKaJIy, afalTOBaHy I
koHTeKcTy CRM-cuctem [29]. ABTOpU moBeau, IO
yeminHicTs BripoBamkeHus CRM-cuctem ajisa ympas-
JiHHS B3a€EMOBiJHOCHHAMH 3 KJi€eHTaMu 0e3Iocepe/-
HBO 3aJIEKUTh BiJl KJII€HTOOPi€eHTOBAHOCTI KoMIIaHii
Ha opraHisamnifinomy piBHi.

TakoX 3a3HAaYMMO, IO y HaAYKOBi#i poboTi
B. Bietipa [30], Buenoro 3 Bpaswumuii, kpim migTeep-
IKeHHS 3HAUYINOCTi 3B SA3KYy PHUHKOBOI opieHTaIrii
Ta Pe3yJbTAaTUBHOCTI KOMIAHil, BUABJIEHO 3B’SI30K
opieHTaIii Ha KJieHTa Ta iHHOBAIITHOCTI KOMITaHii.

B emoxy po3BUTKY II00aIbHUX KOMYHIiKaIii, im-
dopmariiHIX Meperk Ta TeXHOJIOTii mudporisarii
eKOoHOMiKu, mounmHatouu 3 2012 p. akTyaabHICTH Opi-
eHTallil Ha KJi€HTa BU3HAUYAETHCA TAKUMU CBiTOBUMI
mpoliecaMu, K I100ajJbHAa KOHKYPEHIiA Ta 3MiHa I10-
BeJIiHKHU CIIO;KMBaua.

3a pe3yJabTaTaMM OOCJiIKeHb 0araThbox BUEHUX,
ypALiB eKOHOMIYHO PO3BUHEHUX KpalH, MiKHapOI-
HHUX opraHisalliii ii TpaHCHAIiOHAJBHUX KOpHopa-
nift [31-36] crae 3poadyminum, 1o indopmaliinni
TEeXHOJIOTii Ta JaHi HAZAIOTh MOMKJIMWBICTHP KOMIIaHil
3MiHUTH OizHec-Mo[esb 3 MeTOI0 Au(epeHITiIoBaHHA
Ta 3abe3meueHHA CTiKOTO Po3BUTKY Ha CBiTOBOMY
PUHKY, a nudpoBa TpauchopmMallis BHOCUTH 3MiHU
0 BU3HAUYEHHS POJIi CIOKMBaya, KaHaJiB HOT0 B3a-
eMozii 3 KOMIaHiAMH.

Tak, 3a BUBHaAUEHHAM aHAJITHUKiB MisKHapOmHOIL
kommauii Boston Consulting Group, mudposa Tpas-
copmallisa npeacraBisge co000 «MAKCHMAJIbHO IIOB-
He BUKOPHCTAaHHS HMOTEHIiaay Mu(pPOBUX TEXHOJOTiki
B ycix acmekrtax 6isHecy» [37]. CTpyKTypHIi enemMeHTH
mudpoBoi TpaHchopmailiii 6isHecy XxapaKTepus3yOTh-
csd, To-TIepIie, poboTo0 3 KiaieHTamMu (OiTbIT JeTab-
He PO3YyMiHHSA KJi€HTiB, 30iJbIIIeHHS BUPYYKU Bif
icHylOUMX KJIi€HTiB, HOIIYK HOBUX TOYOK B3aeMOIii
3 KJieHTamMu), Io-Apyre, omepamniiHUM IIPOIIECOM
(aBTOMAaTH3AaIligd BUPOOHUUYUX IIPOIECiB, peasisalrisa
TBOPYOT'O IOTeHIiaJy IIPAaIliBHUKIB, YIIPABJIiHHSA II0O-
TYy:KHicTIO Ha ocHOBi aHasmisy Big Data), mo-Tpete,
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0isHec-mMomenai0 (TOUYKOBE 3alPOBAMKEHHA HOBUX
TeXHOJIOTil, BHPOBAAKEHHSA HOBUX IIU(PPOBUX MOJe-
e, nmudpona ruobanizamis) [38].

IIpodecopom 3 MapKeTHUHTY ¥ OPTOHCHKOI IITKOJIU
VYuiBepcurery IlencinbBanii II. @elizepoM Ta BUKO-
HAaBYMM OUPEKTOPOM i cmiBsacHoBHuUKOM Wharton
Interactive, mraTdopmMu a1 MapKeTUHTOBOTO MOJe-
aoBanHsa, C. TomMc, OCHOBHUM YMHHUKAMHU YCIIiXy pe-
amisarii mugposoi Tpamchopmariii 6yJI0 BUSHAUEHO IIH-
TaHHA IMOA0 3a0e3reueHHsa KJIi€HTOOPi€HTOBAHOCTI Ta
OIICY CTpaTerii KaieHToopieHTOBaHOCTI KomIaHii [39].

KnaouoBumMu acmexkrtamMu KJi€eHTOOpieHTOBaHOI
crparerii kommanii, Ha JyMKYy BUeHUX, € IIOBHA Iep-
coHaJisalia Ta imeHTU(diKaNiA KJi€HTIB, TPOrHO3Y-
BaHHSA MOBEIiHKOBUX OCOOJMBOCTEN KOHKPETHUX JIIO-
Ieli Ta BUKOPUCTAHHSA agile-migxony mo ympasBiiHHS
KJaieHTchbKUM mopTdesneMm. Ile mocAraeTbesa 3saBAAKHT
mepexoay Bij OaraToKaHAJBLHOCTI 40 OMHiKaHAJIbLHOC-
Ti Ta 3aCTOCYyBaHHA TaKUX TEeXHOJIOTiN, AK: XMapHi
o0umcaeHHA, MITYYHUN iHTEeJIeKT, ImaaTdopMaM OIS
poboTH; 3 TaHUMU Ta MOOiJIbHI TeXHOJOTii.

B mpomoB:keHHA posriany Iiel Temu, ykpaiHCbKi
BueHi JI. Bogenuyk Ta I. Jliramesko Bxxe y 2021 p.
3a3HAYAIOTh, 1[0 3aCTOCYBAHHA KOMIIAHiAMU KJIi€H-
TOOPi€HTOBAHOTO IiAXO0Ay B YMOBaxX ITM(PPOBOI TpaH-
chopmartii mepenbauae imTerparnio CRM-cucrem
B IT-apxiTekTypy KommaHiii, 1o 3abesmeuye 3a0-
BOJIEHHS TOTPe0 Pi3HUX CTEHKXOJIAepPiB, CTBOPEHHS
HOBOI KYJIbTYPHU CIIOKMBaHHA i KomyHikaii [40].

CTBOpPEeHHA Ta YTPUMaAHHS HOJATKOBUX KOHKY-
PEHTHUX IepeBar B yMoBax Iu(ppoBoil TpaHchopma-
1ii, Ha AYMKY aBTOpiB, 0a3yeThCs Ha BMiHHI KOMIIa-
Hil BUBHaUaTHU IPABUJIBHOIO KJi€HTa, IPABUJILHOTO
IPOAYKTY, MPABUJIBLHOTO KaHAJy Ta ONTUMAaJbHOTO
croco0y moctaBKu. Ile cupusAaio aKTUBHOMY PO3BUTKY
HOBUX OisHec-mMomesieli — OIMHAMIUHUX MeperkeBUX
CTPYKTYP, /e CTBOPEHHS IIiHHOCTiI 3a0e3meuyeThes
opramisaiieo e(eKTHBHOTO 3BOPOTHOTO 3B’SA3KY,
MOKJIMBICTIO KOMYHIKAaIlil MisK yYacHUKaAMH PUHKY
B OHJIAITH-CEPENOBUIIlI Ta CTBOPEHHSAM B3a€MHOI JIO-
AJBHOCTI (JIOAJBHOrO KJIiEHTa A0 KOMITaHil Ta JIOAIb-
HOCTi KoMmmauii g0 KJaieHTa).

Bigmosiguo mo 3BiTy y 2016 pori McKinsey Global
Institute [41], ocHOBHMMU XapaKTePUCTUKAMU HOBUX
GizHec-Momese €: JOCTYIHICTb, IIPO30PiCTh, IPOCTOTA
3aJIlyuyeHHA KJIi€HTiB, mpocToTa AuUCTpubyIlii, xomep-
mifiHa mpuBabJUBiCTEL Ta clelliasisarisa, 1o Hazae
MOYKJIUBICTh CKOPOTUTHU PO3PUB MijK OUiKYBAaHHAMU
KJieHTa Ta iX 3aJ0BOJIEHHAM 3 OOKY KOMIIaHii.

JI. Bomernuyk Ta I. JliraHeHKO TaKOK 3a3HAUYU-
JIU, TII0 B MEPEKeBUX CTPYKTYpaX, TAaKUX AK: MOMIEJIi
CIILJIBHOTO CIIOJKWBAHHA, RpayILQ)éH,aHHPOBi miatdop-
MU, MapKeTIJIelicu Ta arperaTopu, KJieHT € 0e3mo-
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cepenHiM yyacHMKOM pob6oTu KommaHii. A B oCHO-
Bi KOHKYpPEHTHOI 600pOTHOM ITOJIITAa€ KOOIepaTHBHA
KOHKYPEHIIis — CITiBIIpaIlsd MPAMUX KOHKYPEHTIB, IO
nependavae IMIMPOKE BUKOPUCTAHHA ITU(PPOBUX ILIAT-
dopm (mudpoBux O6ipiK), BiIKPUTICTL TPOTrPaMHOTO
inTepdelicy Ta rHyuKicTh iHTerpairii [40, c. 7].

SAckpaBuM IpUKJIAIOM TaKUX IJIAaT(OPM € CHUCTE-
ma Open Banking, Bukopuctanusa Axoi y piHaHCOBiH
cthepi mepegdauae HaZaHHSA TPETIM CTOPOHAM MOMKJIN-
BOCTi aHaAJizyBaTu a60 BUKOPUCTOBYBATHU JIaHi, iHTe-
rpyBaTH pisHi 3acTocyHKuU Ta cepsicu [42].

2. IlepenymoBu mepexoay KOMMAaHiil 10 KJIi€HTO-
OPi€HTOBAHOTO MiAXO0Ay Ta YMHHUKM, IO CIPHUIIHN
MOABi CKJIATOBUX KJII€HTOOPi€HTOBAHOCTI

3MiHa poJii cyuacHOTO CIOMKMBaua Ta KaHAJIiB
Moro B3aemMoAil 3 KOMIIaHiIMMU BHUMAaramTh BIPOBa-
IKeHHS KJI€HTOOPi€HTOBAaHOTO MiAXOAy OO0 yIpaB-
JiHHA OCTaHHIMU, PO3YMiHHS OCHOBHUX CKJIAJOBUX
HOBOI KOHIENIIii Ta iCTOpUYHUX IIepeyMOB iX IIOSABU.

3pocTaHHA 3HAUYIIOCTI NMTAaHL (DOPMYBAHHA Ta
OiATPUMKM SOBIOCTPOKOBUX IIaPTHEPChKUX BiIHOCWH
3 KJi€eHTaMH CTaJI0 HACJIiJKOM TEeXHOJOTIUHMX, eKO-
HOMIUHUX Ta METOMOJIOTiYHUX 3MiH y 30BHIIITHBOMY
cepenoBuIIi KoMmmaHii [43—46].

Ho mexnonoziuHux nepedymos HaIEKATH IJI00AITI-
3allid puHKiB, iHQopMaIlifiHa peBOJIOIisa Ta IUPPO-
Ba TpaHcopmailiis. KirouoBuMu o3HaKaMu BIJINBY
TEeXHOJIOTIYHUX IIepeJyMOB €: MacoBa IOsgBa KOMIIA-
Hifl 3 iHOBeMHUM KamiTajioM, IIJ0 3aCTOCOBYIOTH HOBi
TeXHOJIOTiI Ha BHYTPIITHIX pUHKaX, 3pOCTAaHHA KOH-
KYPEHIIil MiK aKTOpaMu, AKi IIPOMOHYIOTH TPOAYKTH
Ta MOCJYTHU 3i CXOMKMMU BJacTHUBOCTAMU (Tyiobasisa-
1is); 3abesmeueHHsA IIBUAKOTO Ta 0e3IepPeIrKoqHOTO
JIOCTYITy CIIOXKUBAUiB 0 iH(opMaIllii mpo MpoaAyKTH Ta
TIOCJIYTH; CTBOPEHHS AEIeBUX KaHATIB KOMYHIKaIi# i3
crioskmBavuamu (imdopmariiiina peBoOJIIOIiA); TIepeHeceH-
Hs OisHec-mIpoIieciB y 1mu@poBe cepemoBuUIlle, 3IeIleB-
JIeHHSI JOCTYNY CIIOMKWBAUiB J0 MPOAYKTIB Ta IOCJIYT
y pexumi omsaiia «24/7» (mudposa TpaHchopmarris).

Exonomiuni nepedymosu. AKTyamisailia KJIi€HTOO-
pieHTOBaHOCTI MOB’A3aHA 3i 3MiHOIO TUITY €eKOHOMIiKY;
TpaHcpopMallielo cucTeMu IIiHHOCTe BUPOOHUKA,
y AKill HaWBUIIIOI0O METOI0 € B3a€MHA JIOAJIbHICTh; II0-
CUJIEHHAM KOHKYPEHIIil MijK KOMOaHiAMH 3a KJieHTa
3 METOIO MiABUINEHHS iHTeHCUBHOCTI CIIOKMBAHHSA OC-
TaHHIMU IPOAYKTIB Ta IOCJIYT.

Memodonoziuni nepedymosu. Heobxigricts BeTa-
HOBJIEHHS MTOBTOCTPOKOBUX MAPTHEPCHKUX BimTHOCWH
3 KJIIEHTaMM CHpHUsAJIa 3MiHI POJIi JermapTaMeHTy Map-
KeTHHTY B CHUCTeMi ynpaBJIiHHA KOMIaHiero, fioro
B3aeMofii 3 immuMum cay:xbaMu Ta migposmimamMu
y IpoIieci BUABJIEHHSA MOTPeb Ta BUPIIMIeHHA TpodaemM

KJi€HTiB; CTBOpPeHHA iH(dopMaIliiHol cucTeMu s
yIpaBJIiHHS OidHec-TpoliecamMu, iX mepeopieHTarii Ha
JIOCATHEHHS Y3TOAKEHOCTi BHYTPIITHIX MOMKJINBOCTEMN
KoMIlaHil 3 BUMOraMu 30BHIiIITHBOT'O CE€pPEeIOBUINA Ta
3a0e3meueHHS e(DeKTUBHOI HisgJIbHOCTI.

ITlepeTBOpeHHA MapKETUHTY HAa 3araJbHOOPTaHi-
saIiiiny (imocodiro KomIaHii, 3acToCyBaHHSA MeXa-
Hi3MiB MapKeTHHTY B yIPaBJiHHI KOMIIaHi€0 mpu
Imepexo/i Bifi IPOAYKTOBOOPi€HTOBAHOTIO O KJII€HTO-
OpPi€eHTOBAHOIO IiXOAY, 3yMOBJEHI Ai€l0 HUBKU YUH-
Hukis [4, c. 36].

Ilepmr 3a Bce, Ie 3MiHA COPUHAHATTS KEPiBHUIL-
TBOM KommnaHii ¢ismocodii MapKeTHHroBOTO Imiaxomy
3 «MapKeTUHI — Ile 3aliBi BUTpaTU KOMMaHii» Ha
«MapKeTUHT — IIe iHBecTHIlii ¥y BUPOOHMUYO-30YTOBY
IiATBHICT, KOMIaHii» (YUMHHUK «CTaBJIEHHS IO Map-
KeTUHTY» ).

ITo-gpyre, e po3ymMiHHSA HE0OXiTHOCTI CTBOPEeHHS
I[IHHOCTI AJIA CIIOKUBaua — KOPUCHOCTI MPOAYKTY YU
TIOCJYTH AJSA HbOTO, 3 OMHOTO OOKY, Ta HeobximHoCTi
IeTaJbLHOTO PO3YMIiHHSA JIAHIIOMKKA CTBOPEHHS ITiHHO-
CcTi, BUABJIEHHA HOBUX MOJKJINBOCTEH KOMIIAHII mys
PO3BUTKY IIiHHOCTi, 3 iHIIIOro 60Ky (YMHHUK «CTBO-
PEHHSA CHOKHBYOI IIIHHOCTI»).

ITo-Tperte, 1ie 30cepem;KeHHA KOMIAHil Ha OTpUMAaH-
Hi mpubyTKiB Bix B3aemopii i3 cmokmBauaMu, 3Mi-
IeHHA IIpiopuTeTiB KOMIIaHil i3 3aBIaHb 3aJlyyeHHA
HOBUX KJI€HTIiB Ha 3aBIaHHS YTPUMAHHS iCHYIOUHX
(UMHHUK «ILJIaHyBaHHSA, OPi€EHTOBaHe Ha CIIOKMBava» ).

ITo-ueTBeprTe, 1ie 30cepeAsKeHHA KOMIIaHil HA MaK-
cumisalrii mimHOoCTi cmoskmBava y yaci — Ha 30epe-
*KeHHi JOBrOCTPOKOBHUX BiTHOCHHU 3 HOXITHWMMU KJIi-
€HTaMU, HeoOXimHicTh MOAily CHOMKUBUOI ITiHHOCTI
Ha IiHHICTH, AKY KOMIIAHIiA CTBOPIOE AJIA CIOXKUBaUa
(imBecTu1ii) Ta IiHHICTH, AKY MPUHOCUTH CIIOYKUBAY
I KoMmaHil (mpubyTok Bix iHBecTuItiil) (UMHHUK
«IXKepeso IPUoyTKY»).

ITo-r’aTe, e (poKycyBaHHSA Ha Ipyllax CIOKHUBa-
uiB, HEOOXimHiCcTh TOOYA0BM OpraHisaliii ympaBiIiHHA
3a IPUHITUIIOM T'OPM30HTAJBHOI KOOpAMHAIll Ta Ko-
omeparlii, cTBopeHHA MiK(YHKIIIOHAJIbHUX KOMAaH]I,
BiAIOBiJa/IbHUX 3a peasisalliro KJIi€eHTOOPi€HTOBAHO-
ro migxony (UMHHUK «CTPYKTypa YIIPaBIiHHS, OPi€H-
TOBaHA HA CIHOYKMBAaUa»).

3. CyTHiCTh MOHATTS KJi€HTOOPi€HTOBAHICTH

3.1. O3HaKu KJIiI€EHTOOPi€eHTOBaHOI KOMMaHIl,
cy0’eKTH Ta 00’ €KTH

3 ypaxyBaHHSAM 3a3HAYEHOTrO y IIOMEePeIHbOMY
migposaini, sayBaMkuMo, II[0 OCOOJIMBOrO 3HAUECHHS
HabyBae 3BasKeHe OOT'DYHTYBAHHSA CYTHOCTI MOHATTS
«KJIIEHTOOPi€eHTOBAHICTh» i crenudiuHUx 0cOOIUBOC-
Tell IoT0 BUKOPUCTAHHA B AiAJBHOCTI KOMMIAaHIN.
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Amnanisz HayKOBOI AYMKHU MO3BOJIUB YCTAHOBUTH,
[0 HAAUBJIAYMNCH HA Te, IO KJi€HTOOPi€eHTOBAHUMI
Oigxim Mae mOCUTH TPUBAJIY iCTOPiI0 TEOPETUUYHOTO
MOCJIiIKeHHs, Ha JaHWH Jac Joci HeMae €IMHOTO BU-
3HAUEHHS JaHOI KOHIEMI[ii. 3 MeTO OOTPYHTYBaHHSA
CBOIX BUCHOBKIB MOPiBHAEMO HU3KY BU3HAUYEHDb KJIi-
€HTOOPi€EHTOBAHOCTI.

Tax, A. Koxai Ta B fdBopchbKi cyTHiCTH KJIi€HTOO-
Pi€HTOBAHOCTI POSKPUBAIOTH Ueped MiANBHICTL 3 BU-
BUEHHA IMOTOYHUX Ta MaWOyTHiX moTped KJieHTIB Ta
YMHHUKIB, 1[0 BIJWBAIOTh HAa HUX. ABTOpPU HAro-
JIOIIYIOTh HAa HEOOXiJHOCTI HMOITMPEeHHS OTPUMAaHUX
3HaHb yCepeanHi KOMIIaHil Ta yJyacTi CIriBpoOiTHUKIB
ycix BimminiB xommamii y 3aJ0BOJIeHHI mmoTped cIio-
sxkuBauis [10].

H:x. Hapsep Ta C. CieiiTep Bu3HAYaOTh KJIi€HTO-
OPi€HTOBAHICTDL AK: «PO3YMIiHHS I[ITHOBUX IIOKYIIIIiB,
3aJ0BOJIEHHSA IX moTpeb, MOBHE PO3YMiHHS iX JaH-
II0}KKa CTBOPEHHS ITIHHOCTiI Ta PO3BUTKY OCTaHHBLOI
y MaiOyTHbOMY, PO3YMiHHS TMOTPeOd AK BIACHUX KJIi-
€HTiB, TaK i ycix uyieHiB posmomijabuoro KaHamy» [11].

Ha nymry P. Hemmange, [[ox. Papiai ta @. Beb-
cTepa, KJIi€eHTOOPi€eHTOBaHiCTh MpeAcTaBJisi€e CO00I0
YacTUHY KOPIOPATUBHOI KYJbTYypU, Habip mepeKo-
HaHb, ITI0 CTABUTH iHTEepecHu KJi€HTa Ha Ieplie Miclie
mepej iHTepecaMu MeHEKepiB, aKI[iOHEPiB Ta Impa-
miBHUKiB. Bueni BigmiuaioTh, 1110 (hoKyc mMae pobu-
THCS He TiJIbKM Ha Po3yMiHHI moTpeb icHymuumx Ta
OOTEHI[IMHUX KJIEHTIB, ajle TAaKOXK i HA PO3yMiHHI 1X
IiHHOCTel Ta mepekoHaHb [13].

K.-K. Jlam6in, P. Yymniras ta I. Ily#aiuar
B CBOIll HAYKOBill mpailli mMOACHIOIOTh YOMY KOMIIaHid
HOBUHHA OyTH OPi€HTOBAHOIO Ha PUHOK. ABTOPU IPU-
IiJIAI0TH yBAry aHaJidy moTped okpeMux ocib Ta opra-
HiZaIliil 3 MeTOI BCTAHOBJIEHHS ITOBENiHKU MOKYIIIA
Ipy ODOKYIIIi Ta peakIlii, a TakKOX BUBUAIOTH POJb
MapKeTUHTOBUX OCJiIKeHb B IIboMy mporieci [21].

Came TOMy, IIOHATTS KJI€HTOOPi€HTOBAHiCTh BUe-
Hi po3yMilOoTh AK: «3yCUJIJIS KOMIIAHII 3 BUBUEHHS
moTped CIIOXKMBAUiIB, CTBOPEHHS I[IHHOCTI IJII HUX
Ta PO3BUTKY HABUUOK MepembavaTH HOBi KyHiBeJb-
Hi mpobsemMu. ¥ IbOMY BHUOAAKy TOBap abo IOCIY-
ra PO3TISacThbCa 3 TOUKHU 30pYy TOTO, IJS KOTO BiH
OpU3HAUEHUH i BUBHAUAETHCA SAK BUPIIIeHHA IIeBHOI
po0IeMI» .

B cBoiit kumasi I1. @eiigep i C. Tomc pos’siCHIOOTH,
10 He BCiM KJIieHTaM IpUTaMaHHI ogHaKOBUil Habip
XapaKTEPUCTUK, TOMY He BCi KJIIEHTH 3aCJIyTrOBYIOTH
Ha OJHAKOBY YaCTKy I[iHHOTO Yacy Ta PecypciB KOM-
nauii. 3Bigcu aBTOopamMu cOPMYJIHOBAHO HACTYIIHE
BU3HAUEHHA KJII€HTOOPIEHTOBAHOCTi: «CTpaTerid, AKa
3a0e3Ieuye PO3BUTOK Ta y3TOAKEHIiCTh TOBApPiB Ta II0-
CJIYT 3 TOTOYHUMM Ta MaiOyTHiMU mmoTpebaMu HANITiH-
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HIININX KJIEHTIB IJIs TOrO, 11100 MaKCUMi3yBaTH IX JOB-
TOCTPOKOBY (DiHAHCOBY IliHHICTBH Mg KommnaHii» [39].

B cBoemy mocaimxenni A. Ksacko ta M. JlaBpe-
HIOK JOBOJATH, IO KJII€EHTOOPi€HTOBAHICTH IIpej-
cTBaJIA€ COOOI0 «3MiHY HMapaAuTIMM YIPaBJIIHHA IIif-
IPUEMCTBOM y HanpAMax YIPaBJIiHHS BiJHOCHMHaAMH,
eMOI[isIMU, COI[iaJIbHO-OPi€HTOBAHOCTi, CTAJIOTO PO3-
BUTKY Ta iH.» [47].

T. BaHTyX mpeficTaBjA€e KJIi€HTOOPi€HTOBaHICTh
fAK: cTpaTeriioo, HaIlliJieHy Ha BUABJIEHHA Ta 3a0BO-
JIEHHS TIOTOYHMUX i MaiibyTHiX moTped oOpaHoi rpynu
KJI€HTIiB 3 MeTO MaKcHUMisallii iX JOBTrOCTPOKOBOI
¢inaHCOBOI IiHHOCTi; pPe3yJabTaT BHUBaXKeHOI Ta ILjIa-
HOMIipHOI peaJisdalrii mpoiiecy B3a€MUH 3 KJIIOUOBUMU
rpynaMu KiieHtiB [48].

B. Baprtai, C. T'omi6yui Ta P MaHH TpOTIOHYIOTH
HACTyITHEe BU3HAUEHHS: «HAABHICTH BCEITPOHMKAIOUOL
KyabTypu (disocodii, miHHOCTEH Ta IPUITYIIEHB) Op-
raHisarii Ta mocTiiHUY ii PO3BUTOK, AKa CIPAMOBaHAa
Ha MiATPUMKY Ta 3abe3neueHHA e(DEKTUBHOTO HaJaH-
HA TOCJYT Ta NMPaKTUK, OPIEHTOBAHUX Ha KJi€HTa
Yy DOBTOCTPOKOBii# mepcmeKTuBi» [17].

3a mymkormo 1. IIpoman ta 0. PisHuK, «KJaieHTOOpi-
€HTOBAHICTh — IIe 3JaTHICTh OpraHisaiii orpuMyBaTH
IONaTKOBUI MPUOYTOK 3a PaXyHOK TIMOOKOTO PO3YMiH-
HA Ta e()eKTUBHOTO 3aJOBOJIEHHS TOTped KJieHTiB» [49].

B cBoiit my6aikarnii HaykoBIili o0I'PYHTOBAHO J0O-
BOJSATH, 110 OCHOBHOIO METOIO 3aCTOCYBaHHA IigX0my
opienTarii Ha KJieHTa B OCHOBi CBOili 6asyeThcsA Ha
MeTi Kpalforo posyMiHHsS moTped KJieHTa Ta iX 3a-
IOBOJIEHHS. 3a0BOJIEHHA IMOTPed KJIieHTa, B CBOIO
Yyepry, IOTEHI[IHHO MA€ MPUBECTHU 0 MOBTOPHUX IIPO-
IakiB Ta OTPUMAHHS CTiHKOro NMPUOYTKY KOMIIaHiil
B IOBTOCTPOKOBOMY IIepiomi.

3a BusHaueHHAM JI. JIasopeHKO, KJIi€EHTOOpi€H-
TOBaHICTH IpPeACTaBysie co00I0 KJIIOUOBY KOMIIETEH-
miro KoMmaHii, AKa «BUPaKAETHCA B IIPArHEHHI 0
BCTAHOBJIEHHS 1 PO3BUTKY IapTHEPCHKUX BiIHOCHUH
3 KJIIEHTaMM, a TaKOoK 3 OyAb-AKMMH KOHTpPareHTaMu
AK y O0i3Hec-eKocucTeMi, TaK i BcepenuHi opraHisaririi,
110 6a3yeThcsA Ha PO3YMIHHI Ta 3aJJ0BOJIEHH] iXHiX AK
aKTHUBHUX, TaK i MPpUXOBaHUX IOTPed, i MaKcuMiza-
mito mpubyTKyY Ha 11iit ocHOBi» [50].

B. Xaumina Tta T. BacunbeBa T. BusHauaoTh KJIi-
€HTOOPi€eHTOBAHICTD, Uepes Gi3Hec-IIpoIiec: «Ie UYiTKe
PO3YyMiHHA TpaIiBHUKAMM IIOCJiJOBHOCTI Ai#i Ta pi-
ITeHb, CIIPAMOBAHUX Ha 3aJ0BOJIEHHA KJieHTa» [51].

B. KoBanesBcbkuit Ta O. IOmKeBuu B cBOi#i Ha-
VKOBi#i mpari 3asHauamTh, IO KJi€HTOOpPi€eHTOBA-
HICTh — IIe «COIliaJIbHO-eKOHOMiuHa KaTeropis, AkKa
OCHOBYETHCA HA CHCTEMHOMY IIiZXOAi HO 3aOBOJIEHHSA
Ta opMyBaHHA MOTPed KJIi€HTIB Ha BCiX piBHAX Me-
HEeIKMEeHTY nigmpuemcTtBa» [52].
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Tarkok aBTOPU aKIEHTYIOTH yBary Ha TOMY, IO
3aCTOCYBaHHS KOMIaHisAMU KJi€HTOOpPieHOBaHOCTI,
AK CUCTEeMU YIPaBJiHHA PECYPCHUMU MOYKJIHUBOCTS-
MU, CIpUATAME (POPMYBaHHIO KOHKYPEHTHHUX TIepeBar
i CTBOPEHHIO CYKYITHOI CIIOsKMBYO] IiHHOCTI. Ile moTu-
ByBaTHMe KJI€HTIB 40 JOBrOCTPOKOBOI'O IIAPTHEPCTBA.

E. Hemynecrky ta K. Cup0y B cBoiii myOaikairii
OOI'PYHTOBYIOTH, IO KJIi€HTOOPi€HTOBAHiCTH — II€
BCe, 1110 POOUTH MeHemKep. Ha fyMKy BUeHUX, «Opi-
€HTAlIlid Ha KJieHTa Mae 6asyBaTucsa Ha TypOOTi mpo
BUKOHAHHS BCiX BHMMOT, He3aJIe:KHO BiJ TOTro, 4u
WaeTbCs IO OAysKe IPUOYTKOBOTO KJIi€HTAa, UM Hi; PO
Iep:KaBHUUM CEeKTOP UM HEKOMEPI[ifHy opraHisalfiro».

HaykoBIli TaKoX mOIAai0Th, IO «pPoboTa MeHe-
I:xepa 1o poboTi 3 KiieHTaMu IOB’sa3aHa, MepI 3a
BCe, 3 BUBHAUEHHAM Ta aHaJi30M mMOTped i moBemiHKM
KJi€HTiB, 3 METOIO0 IIOAAJBLIIOT0 PO3BUTKY 3 HUMMU
MIiITHUX CTOCYHKiB» [53].

B cBoemy HaykoBomy gocaimsxenui II. CiHrx Ta
B. Mamxymaap BU3HAIOTh KJII€HTOOPi€HTOBAHICTH
BaXKJIUBOIO cKJamoBolo CRM, rosioBHUM Ipu3HAUEH-
HAM SKOi € mpuaijieHHs yBaru iHgopmarii mpo 1mo-
Tpebu KiaientiB. I[. Ciurx tra B. Mamxymaap Takox
3ayBasKyIOTh, II[O caMe IS BJACTUBICTh KJi€HTOODi-
€HTOBAHOCTi i Mae poaraagatuca GipmMoio B AKOCTi
OCHOBHOI IIiHHOCTi» [54].

Haimi, 1y POBKPUTTS CYTHOCTI MOHATTS «KJi-
€HTOOPi€HTOBaHiCTH», aBTOPOM JaHOI CTATTi 3acTO-
COBaHO iHCTPYMEHTHU 3MiCTOBOTO aHaJidy, a came
ceMaHTUYHOro aHaxizy [65]. CemauTuuHMUI aHaIi3
3HAWINOB MINPOKE 3aCTOCYBAaHHSA B JiHTBicTUIi, iH-
(opmaruili, mcuxosorii, comiosorii, mosriTosorii, ¢i-
Jocodii, MAPKETUHTY Ta IPeACTaBJIsAE COO0I0 PO3misa
CeMiOTHKHM Ta JIOTiKW, HAIIpaBJeHU Ha TOCJIiI:KeHH
BifiHOCUH, 3B’A3KiB MOBHUX TepMiHiB Ta 06’€KTiB, II[0
BU3HAYAIOTh 3MICT OCTaHHIX.

IIpoBenenuit ceMaHTUYHUNA aHAJi3 HO3BOJIUB BU-
3HAUUTHU CJOBOCIIOJIYUEHHS Ta CJI0Ba, AKi HaWOijabII
TOYHO PO3KPUBAIOTH CYTHICTh IIOHATTS «KJIIE€HTOOPI-
eHTOBaHicTh». [lo XapaKTepHUX O3HAK HAyKOBOI Ka-
Teropii «KJi€eHTOOpieHTOBaHiCTH» BimHEceMO:

1. JIroacuKuii KamiTaa Ta MeHemIKMeHT (yiHHocmi,
cmepeomunu nogedinkKu, Momueayis, Komnemenuyil,
memodu ynpaeninusa). Ilo miei rpynm o3HAK KiieH-
TOOPi€HTOBAHOCTI KOMOAaHii BiZHOCUTHCSA, ITO-IIEpIIIE,
po3yMiHHSA KJieHTa, poboTa 3 HOTO OUiKyBAHHAMU,
BpaxyBaHHS HOTO JOCBimy, TOOTO amamTallid KOMIIaHil
Io 30BHimIHiX unmHHUKIiB. ITo-Apyre, 1e IIpoBegeHHS
3MiH BcepeqUuHI KOMIIaHii, II0 CTOCYIOTHCS KOYKHOTO
CIIiBpOOiTHUKA, MEHEIKMEHTY.

CrJaagHicTh TTepexony M0 KJIi€HTOOPi€HTOBOHOTO
migxomy B yMoBax IudpoBol TpaHchopMallii BUHUKAE
B OCBO€HHI HOBHX HaBMUYOK abo amamTaiiii cmiBpo-

OiTHUKIB 40 a0COJIFOTHO HOBUX IIPOIleCiB, 3aBIaHb;
nepeHaJalITyBaHHI MeHeIKMEeHTY, 1[0 IToTpedye op-
ramisarii ¢pigbeKy, ropru3oHTAIbHOI Ta BEPTUKAJIbHOL
KOMYHiKallii 3 JeMoHCcTpallielo pesyabrartiB [56].

B mporeci s3pificHeHHA BHYTPINIHBOI TpaHCchopMa-
il KepiBHUKY KOMOaHIil BaKJIMBO PO3YMiTH, IITO IIPO-
0JieMa BUHHKAE He 3 TeXHOJIOTiAMU, a 3 IX CIPUHAHAT-
TSAM CHiBPOOITHHUKaAMM, HeOOXiZHICTIO 3aCTOCYBaHHS
mpu mo0yAOBI KOMYHiKaIii 38 KaieHTaMu.

Takosx BimzMiTHMO, IO caMe JIIOACHBKUI KalliTaJ
Bifirpae OCHOBHY DOJIb B IIPOIleCi peaJisalrii KJIieHTO-
OPi€HTOBAHOrO MiAXOMOY, IO IiATBEPAKYETHCA TOCJIi-
JKeHHAMU TaKUX NPOBIIHUX BUEHUX, SK: B. Baprii,
P. Bepuep, C. T'omibyTi, ®. Koraep, B. Kywmap,
P. Manu Ta 6arathox iHmmux. BoHu 3BepTaiu yBary
Ha HeoOXimHOCTI BOpoBaM:KeHHS B KOMMIAHii KOpIo-
pPaTuBHOI KYJLTYPHU, B paMKaX KOl AiAJbHICTH CITiB-
POOITHUKIB OpieHTOBaHa Ha PO3YMiHHSA IIOTOYHUX Ta
MEePCIIEKTUBHUX I[iJIeli Ta 3aBIaHb KJIi€HTa, JOCTATHIX
IS CTAJIOTO CTBOPEHHS CIOMKUBUYOI IiHHOCTI [17] Ta
Ha 3a0X0UYEeHHSA IO3UTUBHOTI'O CTABJIEHHA CHiBPOOiT-
HUKiB Kommauii mo xiaieHTtiB [8]. Bucorkuii piBeHb
KoMIleTeHIIii crmiBpoOiTHMKIB y IMO€qHAHHI 3 BMCO-
KHM piBHEM cepBicy (opMyOTh OasKaHHS y KJIE€HTIB
3MiMCHUTY NOBTOPHY MOKYIIKY, TOTOBHICTH PEKOMEH-
IyBaTU KOMIaHito iHmmum [57].

2. Omeparriiina mozesib Ta 6i3Hec-mpoItecu (onmu-
mizayis, nidsuuenns npodykmueHocmi, NOKA3HUKU
pe3ysrbmamusHocmi, cmandapmu3sayis po6omu, cgepu
gionosidanvrHocmi ). Buginenus 6isHec-mporieciB Ta me-
00ximHOCTI TTOOYMOBY e(eKTHBHOI oIepaIliiiHol Moze-
Ji B AKOCTi KJIIOUOBUX O3HAK KJi€HTOOPi€HTOBAHOTO
MigXO0ay OB’ A3aHO i3 IparHeHHAIM KOMIIaHil 10 BCTa-
HOBJIEHHSA JOBTOCTPOKOBOT'O B3a€EMOBUTIIHOTO CITiBpPO-
oiTHuIITBA i3 cmoskmBauamu. Ile mepenbauae, mepii 3a
BCe, HAJIATO’KeHHA 0e3[IepepBHOTO MOTOKY MaHUX Bif
KJIi€HTIB M0 mimposminis, mepebymoBy KjaouoBoi IT-ap-
XiTekTypu (HaIpuUKJIam, IIepeBeieHHs B XMapy), ajam-
TAI[if0 3aCTOCYHKIB 10 KJIi€EHTCHKHUX mMOTPeb i mocBimy.
ITo-gpyre, 11e HampaBIeHHA BCiX Oi3HeC-IIPOIlECiB KOM-
maHii Ha MaKcuMaJbHe 3aJJ0BOJIEHHS MOTPed KJieHTa.

Ilepmri mpami 3 po3raday IpakKTUK, HalpaBJe-
HUX Ha OiJBUIIEeHHS OPOAYKTUBHOCTI, IyOJiKyBaIu-
ca Buenumu 3 2005 pp. Tak, vHa gymry B. Kywmap,
k. Ilerepcen [20], JI. JlamGepri [58] Ta B. Poc [59]
OHi€I0 3 OCHOBHUX O3HAK KJi€HTOOPi€eHTOBAHOCTI
KoMIIaHii € Mepe)keBe cuiBpobiTHUIITBO. CyTHICTE 03-
HaKH! TOJIATAE Y MOBTOCTPOKOBOMY CIiBPOOiTHHUIITBL
pureiijiepa Ta KOMIIaHii-BUPOOHMWKA; MPUXUJIbHICTH
y JIAaHITIO}KKY IIOCTABOK Ta mepemada imdopmairlii Bifg
pureiisiepa o BUPOOHMKA Ta HABIAaKWU; €KOHOMisd
BHACJiZOK auBepcudikalii BupobHuUInTBa Tix pisHi
TPYOU CIIOKWBaUiB.
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O. Ilax, P. Pact, A. ITapacypamau, P. Crein,
k. Heit [60] Ta @. Koraep [8] mocaimxyBanau mpobiie-
MU iHIWBiIyali30BaHOTO IIiAXO0IY 0 3aA0BOJIEHHS IIO-
Tpeb OKpeMoro KJieHTa. [0 KJIIOUOBUX O3HAK B IIHOMY
HAMPAMKY BUY€HI BilHECIM KJII€HTCHKI MapKeTMHTOBi
MeTPUKU, a caMe: IIOKa3HUKY, ITOB’A3aHi 3 BUBUEHHAM
3aJ0BOJIEHOCTI KJi€HTiB, JOBiuHOI IIiHHOCTI KJieHTa
Ta piBua cepsicy (CSAT, CLV, NRR, MTTR Toiro).
Ho 1iel rpynu o3HaK aBTOPY BKJIIOUUJIU ¥ IIOKA3HUK
TigBUINIeHHA TPUOYTKOBOCTI Uuepes MOOYmZOBY JIOATh-
HOCTi cmosxkmBaua a0 openny (Net Promoter Score —
NPS). He menmt BasxkauBum, Ha nymMKy k. Hapsepa,
C. Cueiirepa [61], H:x. IIlera Ta A. Illapma [62], €
MOHITOPUHT PiBHA 3000B’A3aHb mepej KJII€HTOM Ta
SAKOCTiI 00CIyrOBYBaHHSA; OpraHisallis KOHCYJIbTAIliii-
HOTO TIPoIlecy MPOAaKiB, MiCAAIPOAAKHOTO 00CIYTO-
BYBaHHS; PeTeJbHUI Bif0ip IPOAAaBIiB; BUKOPUCTAHHS
CRM Ta GaraToKaHaJIbHOTO MapKeTHHTY.

3ayBakuUMoO, II[0 YiTKO HaJarom:keHi Oismec-
mpoIecu i TexHoJOTii (cTaHZAPTU, TOCA0Bi iHCTPYK-
1mii, peryiaMeHTH TOII0) MAIOTh IEPIIIOUEePToBe 3HA-
YeHHSA y BUIIAIKY, AKIIO KOMIIAHiS OPi€HTYEThCS HaA
MacoBe 00CJIYTOBYBaHHS BEJUKHX IMOTOKiB KJi€HTiB.
o sHaumMux mapaMeTpiB AKocTi O6isHec-mpoliecis
BiJHOCATHCA Yac, cobiBapTicTh Ta 0€3MOMUIKOBICTH
BUKOHAHHA BCiX oIleparii.

Taxko:x BimzMmiTuMO, IO OpieHTaIligs KoMmaHil Ha
iEauBinyanbHUl miaAXing o KiaieHTiB HeMoKauBa 6e3
opramisairii 6isHec-1IpolieciB, OB’ sI3aHUX i3 CIIOMKU-
BaueM, IPOEKTYBAHHAM Ta PO3POOKOIO0 MPOLYKTiB,
IJIAaHYBAaHHAM JKUTTEBOTO IIMKJY IMPOAYKTY Ta B3ae€-
MOJi€I0 3 KJIi€HTOM (3BOPOTHUM 3B’SI30K, MapKETUH-
TOBi JOCIHi)KeHHs, MPOEKTYBAHHA Y MoaudikaIia
OPOAYKTiB, poboTa 3 IPETeH3iAMU TOII0).

3. Mogens 6isuecy (abo 6izmec-Momesb) — cocib
BelleHHA OisHecy B KoMmmaHii (abo cmocid cTBOpeHHSA
I[iHHOCTi), OCHOBHOIO METOIO0 PO3POOKY AKOTO € OIUC
OCHOBHUX acCIeKTiB 0idHecy, TaKuUX dK: cmpamezis,
opearidauiiiHa cmpyxkmypa, nobydosa KOMYHIKAUIL
3 Kkaienmamu mow,o. B ymoBax 1ugdpoBoi Tpaucdop-
MaIlii OCHOBHOIO O3HAKOIO KJII€HTOOPi€HTOBAHOCTI
KoMmnaHii € opmyBanHA HOBOI 6isHec-monesi abo
OHOBJIEHHS iCHYI0UOI (CTBOPEHHS HOBOTO IIPOAYKTY
YU TOCAYTHU, mepedymoBa JIOTIiCTUKM, 3MiHa HigxomiB
IO BJIACHOT'O MO3UIiIOBAHHSA TOIIO).

Oco06MBiCTh KJII€EHTOOPi€HTOBAHOCTI ImoOJiATa€E
Yy CTBOPEHHI IIepCcOoHai30BaHOI, iHAMBiyaJIbHOL IIPO-
cocobom [56]. Ile mocaAraeThesa 3aBAAKY OMHiIKaHAIb-
HOCTi, XMapHUM OOUMCJIEHHAM, IITYYHOMY iHTeJeK-
Ty, maardopMaM A PoOOTH 3 TaHUMU i MOBGIIHFHUM
TexHoJoriaMm. HamnaromsxenHsa e)eKTUBHUX KOMYHi-
Kariii 3 KiieHTaMu 3a0e3meuyeThecs YBasKHICTIO 70
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Jerajiel y KJIieHTCbKOMY gocBifi. Takum umHOM, KJIi-
€HTOOPIi€EHTOBAHICTh IIPOSABIAETLCA Y CIIPOMOIKHOCTI
KOMIIaHii HaJalllTyBaTl KaHAJIU KOMYHIKaIlil 3 KirieH-
TOM, OpraHi3yBaTu CUHXPOHIi3aIio indopmarii B HuX.

IIpo6aemamu TInGOKOTO PO3YMiHHA TOTPeb KJIi€H-
TiB Ta eheKTUBHOIO 1X 3a/I0BOJIEHHA 3aliMaJiiCa BUeHi
3 1970 pp. Tak, manmpuraag @. Korsep [8] B cBOiX po-
06oTax PO3TJIAAAB IMOTPeOU CIIOKUBAUiB, METOAY IX BU-
asaenas. [[:x. Hapsep, C. Cueiitrep, . MakJlaxnan
[12] mocaimskyBanu mpobseMu CTBOPEHHA IONMUTY Ha
HOBi IIPOAYKTU Ta IOCJYTW Ha OCHOBI mependaueHHSA
noTpeb icHyrounx KJaieHTiB. TeopeTuuHi ocHOBHU PO3-
poOKM MapKeTHMHTOBOI cTparerii Kommnanii, opieHTo-
BaHOI Ha KJIi€HTa, iHAWBiAyasisalii npoayKTiB Ta I110-
CJYT Il CEeTMEHTH KJI€HTIB (BUAiI€eHHA I'OMOTeHHUX
TPYI CIIOYKUBAYiB), BUKOPUCTAHHSA CHOKUBYOTO 3HAH-
HA K IIIHHOTO aKTHUBY Ta HEOOXiJHOCTI CTBOpeHHS i
yIpaBiHHS 623010 KJIIE€HTIB PO3TJISHYTO B IIpallsax
B. Kymapa, :x. Ilerepcena [20], [I. Illaxa, P. Pacra,
A. TTapacypamana, P. Cremxina, IIx. eiia [60].

3asHauuMmo, 1Mo mudpoBa TpaHchopmallia mepes-
0auae He JIMINIe BCTAHOBJIEHHS CyYacHOTO OOJIagHAH-
HA Ta IIporpaMHOro 3abesleueHHsA, aje i PyHIaMeH-
TaJbHI 3MiHM B IIiAX0Jax A0 OopraHisailii cTpyKTypu
YIIPaBJiHHSA Ta OpraHisaiiifHol KyJbTYpPH, B paMKax
K01 3a0e3meuyeTheA IMiJIiCHICTh Beix OisHec-mporieciB
KOMIIaHii, amanTallisgs oCTaHHBOI 10 BUMOT 30BHIIITHBO-
ro cepemoBuia Ta (GOPMyBaHHS BHYTPiIIHiX BigHO-
CUH MiK I'pylIaMu IIpaliBHUKIB.

IIpo HeoOXimHicTh hOPMYBaHHS AOBipU B KOJIEK-
TUBi, cucTeMu KoJabopaIlliii Ta KOMYHiKaIliifi ToBO-
puinu 1e ®@. Beberep, P. Hemmauge, ®@. Koriaep,
Hx. Papiri Ta iumnti Bueni. Bouu 3Bepranu yBary Ha
HeOoOXiTHiCTh CTBOPEHHSA aJXOKPATUUYHOI KYJIbTYPU
OpHU Tepexofi 10 HOBOTO — KJIIEHTOOPi€HTOBAHOTO
migxonmy, me opraHisalia CTPYKTypH YIIPaBIiHHS 0Y-
OYETHCSA 3a IIPUHIIUIIAMY OPi€eHTAaIlil Ha KJieHTa, a He
Ha mpoayKTu Ta mocayru [13], Ta Blaemogii coy:x6u
MapKeTHUHTY i3 BciMma migposaimamu xKommasii [8].

OTrpumMaHi pesyabTaTu AOCHiIMKEHHS TO3BOJIAIOTH
HaM PO3YyMIiTH TEPMiH KJIi€EHTOOPi€HTOBAHICTH AK IEB-
HY XapaKkTepUCTUKy 6is3Hecy, 1o BimoOpasKkae CIIpo-
MOJKHiCTh KoMIaHil [64]:

no-nepuwie, CuipuiMaT MapKeTHUHT SK HOBY (i-
Jocodiio BemenHsa 6i3HeCy, B OCHOBiI AKOIr0 IIOJATAE
KJIi€eHT, HioTO MOBEJiHKAa, MOoTpedu, iHTepecu Ta 0dUi-
KyBaHHA, a He IPOAYKT Ta MOCJIYTU, AKi MOXKe BUPO-
OUTU KOMIAaHis;

no-opyze, rIubOOKO Po3yMiTu Ta e(PEeKTUBHO 3a70-
BOJILHATH MMOTPeOH, KJi€HTa, BUPIIIIyBaTH fOT0 MPO-
OseMu Ta mependavaTy OaKaHHS;

no-mpeme, BCTAHOBJIIOBATY Ta PO3BUBATHU BiIHOCHU-
HU 3 KJIieHTaMU Ha B3a€EMOBUTIAHIN OCHOBi, OTPUMY-
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BaTU MTOBTOCTPOKOBUH MOJATKOBUM MPUOYTOK Ta CTBO-
PIOBaTH OOJaTKOBI KOHKYPEHTHI IlepeBaru B yMoBax
TIOCUJIEHHA i POBBUTKY KOHKYPEHIii.

Omixe, BUKOPUCTAHHSA KJI€HTOOPi€HTOBAHOTO IIiji-
XOIy B OiAJNBHOCTI KOMIaHiN CBiAYUTH, IMO KJi€H-
TOOPi€HTOBAHICTh € CAMOCTITHOI0 €KOHOMIiYHOIO Ka-
Teropiero. BusHaueHHsS KJIi€HTOOPi€HTOBAHOCTI AK
KaTeropii morpedye posTIasAmy OCOOJMBOCTEI OTOUEH-
HA KOMIIaHIN.

Tak, cy0’eKTaMU KJi€HTOOPi€HTOBAHOCTI € KJIi€H-
TH, CIIiBPOOiTHUKY, MapTHEPU, aKifioHepu. OCHOBHUH
cy0’eKT, IIIO0 peasidye KJi€HTOOPi€HTOBAHWM ITigXinm
B Kommauii, — mepconay. KiieHT, B CBOIO uepry, €
I:KepesoM MPUOYTKY KOMIIaHii.

OcHOBHUM 00’€KTOM KJIi€HTOOPi€HTOBAHOCTI €
OTOUEHHA KOMIIaHil, SKe CKJIaJalTb IMPUYUHHO-
HACJIIIKOBi 3B’ A3K1 €eKOHOMIUHMX SBUII] Ta IIPOIIECiB,
110 IPAMO YU OIOCEePEIKOBAHO BILJIMBAIOTH HA MifAJb-
HicTh KomMmaHii. OToOUueHHs, Y CBOIO Uepry, IMOMijasd-
eTbcA Ha 0esmocepesHeE, sIK CKJALOBA MaKpPOOTOUEH-
HdA, Ta BHYTpimrHe (MikpooToueHHs). Besmocepenne
OTOYEHHA CKJIAJAIOTh aKTHUBHI CHUJIM, HA BiTHOCHUHU
3 SKUMHU KOMIIaHidg MOXKe BIJIMBATU, a caMe: KJIi-
€HTU, KOHKYPEHTHU, IIOCTaUYaJIbHUKU, TapTHepu. o
BHYTPIINIHBOTO OTOUEHHA KOMIIaHil BifHOCATHCA eJie-
MEHTH OpraHi3amiiiHol CTPYKTYypPHU yHpPaBJIiHHA.

OCKibKM KJIIEHTOOPi€HTOBAHICTh BUBHAYAETHCS
B OlJbIIIOCTi BUIIAAKIB AK COIlialbHO-eKOHOMIUHA Ka-
Teropis, gimocodisa Ta crpareris, To Koo 06’€KTiB,
Ha HaIly OYMKY, Mae OyTU HAaCTymHUM: nompeou,
3anumu cnoxcueéarie (cTparerisa); KJAiEHMCbKA KYJlb-
mypa (KopumopaTuBHA KYJbTYpa); CNOCOOU BUDIULEH-
Hs nompeb kaienmis (6idHec-mpoIlecu); suHazopoda
nepcoHany 3a 2aubokxe po3yMmiHHs nomped KAieHmia
(MoTuBAalLis); cezmenmu cnoxusayiie (opraHisaiinaa
CTPYKTypa); 00cayzo8yeanns kaieumis (bimocodia
6isHecy); nopmaenv kKaieHmie (Kpurepii ynpasiiH-
HAA); KOPUCHICMb 0N KAIEHMIB, NOAAbHICMYb KJi-
enmis 0o komnawii (ctpaTeriuna mera); KiJlbKicmb
npodyxmie ma nocayz, U0 KOMRAHIL Moxce Hadamu
o0HoMy Kaienmy (Uigxim mo peaJsisaiii IpoayKTiB
Ta MOCJIYT); éapmicmb J06iUHOL 6apmocmi KaieHma
(cTpaTeriuHuii pesyJbTaT).

3.1. Ilpusipmnm, i, 3aBgaHHA Ta QYHKIL KJIi€HTO-
Opi€eHTOBaHOCTI

CyTHIiCTb KJII€HTOOPi€HTOBAHOCTI MOIiJIBHO PO3-
KPHUBATU 3a JOIIOMOTOI0 XapaKTEePUCTUKU HOT0 IPUH-
HUIiB, mijeii Ta GYHKI[IH.

KiienToopieHToBaHUII IMiAXig Mae IMPOSABIATHUCS
Ha BCiX eTarax CIiBpOOITHUIITBA KJIi€HTa 3 KOMIIAHi-
efo. Jlyia Toro, 1100 BCTAHOBJIIOBATU i MiATPUMYBATHU
AKICHUN 3B’A30K 3 KJleHTaMM, KOMIAHIsAM HeoOXimHo
OOTPUMYBATHUCA TaKUX OCHOBHUX NPUHUUNIE KJIEH-

moopienmosarnocmi [51; 64; 65]: cymysinHe BUKO-
HaHHA poboTu (abo yecHiCTh, BiAKPUTICTH); BHAHHA
1[iJb0BOI ayauTopii (abo 3HAHHA IIpobJseM i moTped
KJIieHTiB); mocTifiHa po6oTa HajJ KOPIOPATUBHOIO
KYJbTypoio (ab0 3aayueHHs CIIiBPOOITHUKIB y JOCAT-
HeHHJ IIijiell OisHecy; HaBUaHHSA, MOTHBAIiA II€PCO-
HaJIy 1 KOHTPOJIb); BOPOBAIKEHHS KJi€HTOOPi€HTO-
BaHMX CTaHIApPTiB 3 00CJyroByBaHHS KJieHTiB (abo
3aJI0BOJIEHICTh KJi€HTa); HOCTiHHUNA PyX, PO3BUTOK
Ta YAOCKOHAJIeHHA KOMIIaHil; BCTaHOBJIEHHSA IOBIO-
CTPOKOBUX BiHOCHUH 3 I[iJIbOBOIO ayauTopieio (abo
poboTra 3 KJieHTaMm); PO3MOAis BimmoBimasbHOCTI
3a BiJHOCMHM 3 KJi€HTaMHU MiK ycima migposmiia-
MU KOMIIaHii; BUBUEHHSA KapTu ILIAXY KJieHTta (abo
yBara o ApiOHUIb; YMiHHA 3p0O3yMiTu, IPUHHATH
TOYKY 30py KJi€HTa; MOTJIAN 3 O0KY KJIieHTa); mepes-
OaueHHA OasKaHHA KJi€HTIB (a00 yMiHHA BUIIEepeKa-
TU OYiKyBaHHA KJI€HTiB); THYUYKiCTb.

JoTpruMaHHA NPUHIUIIB KJIi€HTOOPi€HTOBAHOCTI
mepenbavae pobOTy KoMIIaHil i3 samydyeHHS HOBUX
Ta YTPUMAaHHA iCHYIOUUX TPUOYTKOBUX, KJIIUOBUX
KJIieHTiB; omTuMisalii BifHOCHUH 3 KJieHTaMH; opra-
Hisallil mepen- Ta MiCaAIPOAAKHOTO OOCIYTOBYBAHHS
KJIIEHTIB Ta opraHisarlii equHoi iH(popMaIliiiHOi ocHO-
BU B3a€EMOJIl 3 KJIi€eHTaMu.

HaJji 3asHaynMoO, IO I[iIJTHOBUM PE3YyJIBTATOM KJIi-
€HTOOPi€EHTOBAHOCTI € CTBOPEHHA AONATKOBOI I[iH-
HOCTi, 110 3a0e3nmeuuTh 30epe’KeHHA / CTBOPEHHSA
IONAaTKOBUX KOHKYPEHTHUX IepeBar KoMIIaHil Ta
OTPUMAaHHA AOJaTKOBOTO MpubOyTKy. I[boMy cupuse
IOCATHEHHA METH peasrisalii KJIieHTOOpieHTOBAHOTO
Oigxony y misiIbHOCTI KOMIIaHii.

TosmoBHOIO Memol KAiEHMOOPiEHMOBAHOCMI € Tie-
PEeTBOpPEeHHS IIOTEHIIIMHOTO KJi€eHTa KOMIaHii Ha 1o-
cTifiHOTO (Hasi Ha «IpUXUIBHUKA / pagHuKa»). I1i-
aamu [66], TaKoK MOKYTb OyTHU: 30inbULeHHA 00CA2i8
npodadcie npodyxmie ma nociyz 3a paxyHox ecma-
HOBJIEeHHS 00820CMPOKOBUX NAPMHEPCbKULL 8i0HOCUH
3 KJAIEHMaAMU; OMPUMAHHSL Ma 30epeHeHHs Ne6HoL
uaCcCMKU PUHKY 3a PAXYHOK PO3BUMKY 00820CMPOKOB0L
npuxusibHocmi KAieHmi6; 3pocmaHHa npubymry ma
penmabenvrHocmi Ha 0a3i POPMYBAHHA NOSUMUBHOZ0
KJieRmMCcbK020 00c6i0Y 30604AKU NOKPAULEHHIO AKOCMI
00C1Yy208Y6aHHA KAIEHMIE Mma 3a0060JleHH IX nompeo.

o ocHOBHUX 3a80aHb [39], BUKOHAHHS AKUX CIIPHU-
ATUMeE YCIIiITHOMY BUKOHAHHIO METHU, BifHECEMO: po3-
POOKY KAIEHMOOPIEHMOBAHOL cmpameeii; npasuJibHe
BUKOPUCMAHHA NOKA3ZHUKA 00x00Yy 6i0 Kalienma npo-
mszom mepminy ilozo 6ipHocmi KOMNAHil 0 ycniut-
HOI peani3ayii KJAIEHMOOPIERMOBAHOL cmpamezii;
30illcCHeHHA 00T PYHMOBAHUX iHBecmMUUil 8 opzaHisa-
yiro cucmemu npodaxicia, mapkemuHzy ma 06cayzo8y-
6AHHA 3 YPAXYBAHHAM HUMMEBO20 UUKLY KJIIEHMA;
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PopmysanHs KOpnopamueHol Kyavmypu, u,o niompu-
MYE KIIEHMOOPIEHMOBAHICMb, POSYMIHHA 36’ A3KY MidHC
008i4HOI0 YiHHICMIO KJAIEHMA Ma PUHKOB0I0 8apMmMicmio
KOMNAHIL;, POSYMIHHA CYMHOCMI cCucmemu YynpasiiHHi
B6I0HOCUHAMU 3 KJIEHMAMU SK 0xcepena YiHHUX 3HAHb.

Peajsisamia npuHIUOIiB KJIi€eHTOOPieHTOBAHOCTI
BILJIMBa€ Ha (PyHKIII Ta 3abesdmnmeuye iX BUKOHAHHI.
Ha mamy aymMKy, KJi€HTOOPi€HTOBaHICTH MOKJIMKaHA
BUKOHYBATHU TaKi OCHOBHiI (DYyHKIIii, AK: cMEOpeHHA
yinHocmi 0as cnoxcusaia ma (QOPpMYBAHHS JIOSLb-
Hocmi Kaienma no 8i0HouLeHHO 00 KOMNAHIL.

CrBOpeHHSA IIHHOCTI IJIs CIOKMBAaYa.

3micm: 3a0e3eUeHHS B YMOBAaX TillepPKOHKYPEHT-
HOT'O PUHKY CIPUUHATTA KJII€HTOM KOPUCTi Bix mpo-
IYKTY YU MOCJYTH Yy TOPiBHAHI 3 MOYKJIUBUMU aJb-
TepHATUBAMMU.

Pesyavmam peanisayii: cTBOpeHHA IlepeBar IJid
KiieHTiB. Jlormomora y BupimieHHi mpobjaeM KJIi€eHTIB
MPOABJIAETHCA OTPUMAHHAM HUMU TaKUX II€peBar,
AK: AKICTh IPOAYKTY UM IIOCIYTU; NJOCATHEHHSA YCIIi-
Xy, AK Pe3yJIbTaT BUKOPUCTAHHSA MPOAYKTY UU IIOCIIY-
I'i; ImepeBaru BiJ BOJIOMIHHS; TOUYKM AudepeHIriamii;
MIBUAKUI TOCTYII IO pillleHHA; iMigk 1 HasBa OpeHOy
Ha MPOAYKTi; HasgBHI BiITHOCMHU UM AOCBiJ TOIIO.

Iucmpymenmu: 1MabJIOH IIIHHICHUX TPOIO3UITiH
(cxema OisHec-cepemoBuIla; 11abJ0H GidHec-Momei;
The Value Proposition Canvas (po3poOka minaicHHX
TIPOTO3UILilA)).

dopmMyBaHHS JIOAJIBHOCTI KJII€HTA II0 BiTHOIIIEHHIO
oo KOoMIIaHii.

3micm: CTBOPEHHSA IIPWBAOIMBOrO OisHecy A KJIi-
€HTa 3a PaXYHOK (DOPMYBaHHS €MOIIilfHOI IpUB’A3KU
10 KOMIIaHil Ta BifcTe:KeHHs MoBeIiHKU KJieHTa. IIpa-
BIUTbHA IIPOBEJIEHA CeTMEHTAllid Ta BUSHAUEHHS IIPiopu-
TeTiB B PiBHi 00CIyTOBYBaHHS CTBOPIOE MOXKJIUBOCTI I
YTPUMAaHHA iCHYIOUNX Ta 3aJIyueHHs HOBUX KJIIEHTIB.

Pesynvmam peanizayii: 30igbIIeHHSA 9acTOTH Ta
00cATry MOKYIIOK; HaJaHHA KoMIlaHii imdgopmarrii, He-
00XiMHOI [IJIA IOJIMIIIeHHA AKOCTI IIPOAYKTY Ta CepBi-
cy, onTuMisarii 6isHec-mporieciB; peKoMeHaaIisd KOM-
maHii iHITUM CIIOKMBaYaM, AKi IPUHOCATH IPUOYTKH.

Incmpymenmu: mporpamMa JIOAJIbHOCTI.

BukoHaHHs KJieHTOOpieHTOBaHicTIO (PYHKIIIN 3a-
JEeKUTh Big Maciitady Ta cmeriasisarmil komnoaxii,
3araJibHOI crTparerii ii po3BUTKY, HaABHOCTI MapKe-
TUHTOBOI iH(opMmalifinoi cucremMu, KBaaihikoBaHOTO
TIepcoHAaJy TOIo. AJie TiITBKM KOMILJIEKCHE IX 3aCTOCY-
BaHHSA SABJIAE COO0I0 CYTHICTH KJII€HTOOPi€HTOBAHOCTI.

BucCHOBKY i mepCIIEKTUBHU MOJAJBIINX JOCIHIIKEHbD.

1. IIpoBemeHo MOCIigsKeHHs 0CODJIMBOCTEH CTAHOB-
JeHHSA Ta PO3BUTKY KJI€HTOOPi€HTOBAHOTO HigXOAy
IO YOPAaBJIiHHA KOMIIaHi€l0. 3 YOT0 IPUXOJUMO [0
BUCHOBKY, III0 CTBOPEHHS KJIIEHTOOPi€HTOBAHOI CUC-
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TeMHU YIIPaBJIiHHA KOMIIAHIE€I0 MUKTYETHCA 3MiHAMU

CYy4acHOTO PUHKY, a caMme:

— IepexonoM Bin (hOKycyBaHHA yBaru Ha IPOSYKTIi IO
aKIeHTYBAaHHS yBAaru Ha KJI€HTOBi 3a JOTpUMAHHS
inTepeciB xomnaHii. Ile cipuYMHNUIO BUHNKHEHHSA
Ta IMONIMPEHHS iHHOBaIlilHUX OisHec-Momeseii B
eKOHOMIIli, mepeopieHTaIliero 6i3Hec-IPOIeCciB KOM-
maHii Ha oTpeOu CIOKKWBava, IIiABUINEHHS SKOCTI
00C/IyrOoByBaHHSA Ta ITBUAKICTh BUBEIEHHS HOBOTO
TPOAYKTY HA PUHOK.

2. 3’si1coBaHO KJIIOUOBI IlepeayMoBHu 10 (hopMyBaH-
HA KJi€HTOOPi€eHTOBAHOCTI B KOMIAaHIii Ta BU3HAUEHO
YUHHUKH, 10 CIIPUSAJU IIOABi CKJIAMOBUX KJi€HTOO-
pieHTOBaHOCTI, a came:

— TeXHOJIOTiuHi, eKOHOMIiUHi Ta MeTOmOJIOTiuHi;

— «CTaBJIEHHS MO0 MapKeTUHTY», «CTBOPEHHS CIIO-
JKUBYOI IIiHHOCTi», «IIJIAaHYBaHHS, OPi€HTOBaHEe
Ha CIIOXKUBaYa», «IMKepesjo MPUOYTKY», «CTPYK-
Typa YIPaBJIiHHA, OPi€EHTOBaHaA HaA CIOKUBada».
B pesyabraTi ranux 3mMiH 6a3ucoM KOHKYPEHTO-
CIIPOMOJKHOCTI KOMITaHil cTar0Th BCTAHOBJIEHHA Ta
YTPUMAHHA JOBTOCTPOKOBUX MAPTHEPCHKUX BimHO-
CUH 3 KJIiEHTaMu.

3. INornmbaeHo CYyTHICTh MOHATTA KJIEHTOOPi€H-
TOBaHiCcTH, a caMme:

— PO3KPHUTO TakKi i KOMIIOHEHTHU, AK: JIIOJCBKUU KalTi-
TaJ Ta MEeHeIKMEeHT; oIlepalliiiHa MoJeJb Ta OidHec-
mporecu; Mojesib 6idHecy (abo OisHec-Mozesb); IO
Ccy0’€KTiB KJII€HTOOPi€HTOBAHOCTI BifIHECEHO KJII€HTIB,
KOHKYPEHTIiB, IIOCTauYaJbHUKIB, MAPTHEPIB KOMIIa-
Hil; OCHOBHUMU 00’€KTaMU KJIi€HTOOPi€HTOBAHOCTL
BU3HAUEHO: CTPATErii0, KOPIOPATUBHY KYJIBTYPY,
OisHec-IIpollecy, MOTHUBAIIiI0, OPraHisalliliny CTPYK-
Typy, (isocodiro 6ismecy, kpuTepii ynpaBiaiHHs,
cTpaTeriuHy MeTy, Miaxix Ko peasisalrii IpogyKTiB Ta
TIOCJIYT, CTpaTeriunuii pesysbrar. B pesyibraTi uoro
CYTHICTB KaTeropii «KJII€HTOOPi€EHTOBAHICTH» PO3Y-
MieThbCsS K OCHOBA MJiA (DOPMYBaHHA KOHKYPEHTHOI
crparerii Ta 1mo0ynoBu HOBOI OisHec-Momes i KOMIIaHii.

— BU3HAUEHO ITPUHITUIIU, I[iJIi, 3aBJaHHA Ta (QpyHKITT
KJieHToopieHTOBaHOCTi. OOI'PYHTOBAHO, ITI0: K.JIHOYO-
B8UM BUMIPDHUKOM YiHHOCMI € 3a0080JeHiCMb KiEHMa
(OCHOBHI eJIeMEHTH ITiHHOCTI, IO TOJIATAIOTh B OCHOBI
OpoJaKiB, — AKiCTb, 0OCTyrOBYBaHHS, JOCTaBKa IIPO-
IYKTY); KJAY08UM SUMIPDHUKOM OMPUMAHHSL 000amio-
8ux npubymkie € npubymrosicms KJiieHmi6 (CKJIagoBi
OTPUMAaHHSA AOAATKOBUX MPUOYTKiB, AK OCHOBU IIiIBU-
IIeHHA OpieHTAaIlil Ha KJIi€HTa, — HasgBHA KJIIE€HTCHKa
6asa Ta ryimbOKe BUBUYEHHS MOTPeO KIIi€HTIB).

3 yoro 3pob6JeHO BUCHOBOK, IIJO BIPOBAIKEHHSA
KoHIenIrii opienranii ma KJieHTa € HeBix eMHUM
eJIEMEeHTOM MapKeTHWHIOBOI AiAJIbHOCTI KoMIIaHii Ta
He0oOXiTHOI0 YyMOBOIO yCIiITHOTro ii (PyHKITiOHyBaHHA
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Ha PUHKY; HOJATKOBi iHBeCTHUIIil ¥ IPOBEIEHHS ITOCJIi- IlepcreKTBaMU MOZAJILIIIOTO0 PO3BUTKY IILOTO Ha-
I)KeHb Ta BMiHHSA CTBOPIOBATHU I[IHHICTBH € J:KepejoM IIPSAMY AOCHiI:KeHb € PO3POo0Ka TEOPEeTUUYHUX IIiIXO0-
OiBUINEHHS PUHKOBOI BApTOCTi KOMIIaHii, 3amopy- [IiB Ta NPaKTUYHUX PEKOMEHIAIlill I0J0 PO3BUTKY
KOI0 KOHKYPEHTHHUX IlepeBar Ta sHUKEHHS TPaH3aK- KJIEHTOOPi€HTOBAHOTO IMiAXOAy B KOMIIAHifAX B yMO-
IiHHUX BUTPAT PUHKOBUX YTOM. Bax nudposoi Tpanchopmarrii.
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