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Tpywkuna H. B., Pbinkesuy H. C. KnueHToopueHTMpOBaHHOCTb: OCHOBHbIE MOAXO0AbI K OnpeaeneHnio

B cmambe 8biseneHbl Knkovesbie npednocbiaku CMaHoBAeHUs U UccAe008aHA 380M0YUA PA3BUMUSA KOHUEMUUU KAUEHMOOPUEHMUPOBAHHOCMU. YcmaHos-
f1eHo, Ymo 6onbwuHCMB0 uccedosameneli KAUEHMOOPUEHMUPOBAHHOCMb OMOXAECMEAAIM C MAKUMU MOHAMUAMU, KAK: KAUEHMOUEeHMpPUYHOCMb,
0pUEHMAUUS HA KAUeHMQ, PbIHOYHAA OPUEHMAYUS, N0AALHOCMb KAUEHMA, KAUEHMOOpUeHMUpPOBaHHbIl nodxod, ynpasneHue 83aUMOOMHOWEHUSMU C
KAUEHMAamu, YeHHOCMb, Kynbmypa obcayxusaHus, ydosnemsopeHue nompebHocmel u Cnpoca KAUEHMO8 8 Uesnom, y00s1emeopeHUe KOHKPeMHbIX 3anpo-
08 KOHKpemHo2o nompebumens. Hayuxble 100X00bl K oPMy/IUPOBAHUI0 MEPMUHA «KAUEHMOOPUEHMUPOBAHHOCMbY YCIOBHO CUCMEMAMU3UPOBAHYI MO
KAACCUUKAUUOHHBIM 2pyNNam: cmpamezus uau napaduema (cospemeHHas Guaocogus ynpasneHus npednpusmuem; cmpameaus uau napaduema eedeHus
6u3Heca; napaduema ynpasneHus; KOHUeNnyus ynpasaexus npednpusmuem; Xapakmepucmuka GU3Heca; cmpameauyeckoe HanpasneHue desmenbHOCMU
npednpusmus); uHcmpymeHm (Habop UHCMPYMeHMO8 KaYecmeeHH020 02UCMUYECK020 0BCAYHUBAHUS,; UHCMPYMEHM YrpasaeHUs 83aUMOOMHOWEHUAMU
C KAUEHMAMu); MapKemuH208as KoHUenyus (mpuopumem mapkemuH208ol cmpameauu npednpusmus; KOHYenyus MapKemuHaa 63auMoomHoweHul; map-
KemuHa08as 0esmenbHOCMb); M00X00 K YpasneHuto 830UMOOMHOWEHUSMU C KAUEHMAMU (OUEHKa AI0SAbHOCMU KAUEHMQ; KAUeHMCKUl onbim,; cmeneHs
C00M8eMcmeus 0peaHU3ayuu oxudaHusm nompebumeneli; pesyabmam ycunuli); cCocmasnaowias opaHu3ayUOHHol Kyabmypbl (Kouesas KomnemeHyus
npeodnpusmus; cnocobHOCMb KOMNAHUU; YMeHUe; YaCmb 0p2aHU3AUUOHHOU Kyabmypbl, Habop ybexdeHuli). Ha ocHose meopemuyeckozo 0606uwjeHus cy-
Wecmayrouwux Hay4HbIX pa3pabomok no noHAMuUlHOMy annapamy npedaoxeHa agmopcKas MPAKMOBKa MePMUHA «KAUEHMOOPUEHMUPOBAHHOCMbY KaK
UHCMpPYMeHmMa MPAHCEOPMAyuU Cucmemb! yrpasaeHus 83aUMOOMHOWEHUAMU C TompeBUmensmu, d make 3ddekmusHol hopmbl NAPMHePCKO20 83au-
modelicmeus npednpuamus ¢ nompebumenamu 8 KOHMeKCMe KOHUenyuu MapKemuHea 83aumoomHoweHuUd.

Kntouesbie cnoea: knueHMoopueHMUpos8aHHocme, meopemuyeckue no0xo0bl, CUCMeMamu3ayus, ynpasaeHue 83auMoOMHOWeHUAMU ¢ mompebumenamu,
mpaHchopmayus, Yugposoe MPOCMPaHCM8o, cocmasaatouue sppexma.
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TpywkiHa H. B., Punkesuy H. C. Knieimoopienmosanicme:
OCHOBHI NidXodu 00 BU3HAYEHHSA
Y cmammi suseneHo Kntovosi nepedymosu CmaHoeneHHs ma 00CioHeHo
€80/10Yit0 PO3BUMKY KOHUenyii knieHmoopieHmosaHocmi. BcmaHosneHo,
wo binbwicme 00CniOHUKIE KAiEHMOOPIEHMOBAHICMb OMOMOXHIOMb 3
MaKUMU MOHAMMAMU, AK: KAIEHMOUEHMpIYHicMb, OpiEHMAayia Ha KaieHma,
PUHKOBA OpiEHMAyis, A0AMbHICMb KAiEHMa, KaieHMoopieHmosaHuli nioxio,
YNpaeiHHA 830EMOBIOHOCUHAMU 3 KAIEHMaMu, YiHHICMb, Kynbmypa 06-
Cn1y208y8aHHA, 30008071eHHA nompeb i monumy KnieHmie y yinomy, 300080-
NIeHHA KOHKPEeMHUX 3anumis KOHKpemHo20 croxcusaya. Haykosi nioxodu do
(hOPMYAOBAHHA MEPMIHA «KAIEHMOOPIEHMOBAHICMbY YMOBHO CUCMeEMa-
MU308aHO 30 KnacugikayiliHumu 2pynamu: cmpameeis Yu napaduema (cy-
yacHa ginocogpia ynpasninHA nionpuemcmsom,; cmpameeia abo napaduema
8edeHHs bi3Hecy; napaduema ynpasniHHs; KOHUenuyis ynpasaiHHa nionpu-
EMCMBOM; Xapakmepucmuka bi3Hecy; cmpameaiyHuli Hanpam disaabHocmi
nionpuemcmaay; iHcmpymenm (Habip iHcmpymeHmig AKICHO20 N02ICMUYHO-
20 06¢/1y208Y8aHHA; IHCMPYMEHM yrpasiHHA 830EMOBIOHOCUHAMU 3 KAi€H-
MamMu); MapKemUuH208a KOHUenyis (npiopumem mapkemuHa080i cmpamezii
nionpueMcMaa; KoHUenuyia MapkemuHzy 830EMOBIOHOCUH; MapKemuH208a
disinbHicm); nioxio 0o ynpaeniHHA 83aEMOBIOHOCUHAMU 3 KAIEHMAMU (OUYiH-
Ka noAnsHocmi KnieHma; KnieHmcokuli docsid; cmyniHe 8idnogioHocmi opea-
Hi3auii 04iKy8aHHAM CrIOXUBAYIE; pe3ynbmam 3ycusb); cKnadosa opeaHisa-
yiliHoi Kynbmypu (Knouoea KommnemeHuyis nidnpuemcmea; 30amHicme Kom-
MaHii; BMiHHA; YacmuHa opeaHisayiliHoi kynemypu, Habip nepekoHaHy). Ha
0CHO8I MeoPemMUYH020 y3a20/bHEHHA ICHYIOYUX HaYKOBUX PO3PpOBOK w000
noHAMI(IHO20 anapamy 3anponoHOBAHO ABMOPCbKE MPAKMYBAHHA MepMi-
Ha «KAIEHMOOPIEHMOBAHICMbY AK IHCMPYMeHMy mpaHcgopmayii cucmemu
YnpasiHHA 830EMOBIOHOCUHAMU 3i CIOXUBAYAMU, O MAKOX edekmusHOi
thopmu napmHepcuKoi 83aemodii Midnpuemcmea 3i cnoxusa4yamu 8 KOHMeK-
Ccmi KoHYenyji MapKemuHay 830EMO8IOHOCUH.
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Trushkina N. V., Rynkevich N. S. Client-Centricity:
the Basic Approaches to Definition
The article identifies the key prerequisites for establishing and explores the
evolution of development of the conception of client-centricity. It is deter-
mined that the majority of researchers identify client-centricity with such
concepts as: customer centricity, customer orientation, market orientation,
client loyalty, client-oriented approach, management of relationships with
clientele, value, culture of service, satisfaction of wants and demands by
clientele in general, meeting specific needs of an individual consumer. The
scientific approaches to the formulation of the term of «client-centricity» are
conventionally systemized according to the following classification groups:
strategy or paradigm (modern business management philosophy; strategy
or paradigm of conduct of business; paradigm of management; conception
of enterprise management; characterization of a business; strategic direction
of the enterprise?s activities); instrument (set of instruments for quality lo-
gistics service; instrument for management of relationships with clientele);
marketing conception (priority of marketing strategy of enterprise; concep-
tion of relationship marketing; marketing activity); approach to management
of relationships with clientele (evaluation of client loyalty; client experience;
degree of compliance of organization with consumer expectations; result of
efforts); component of organizational culture (key competence of enterprise;
ability of company; skill; part of organizational culture, range of beliefs). On
the basis of a theoretical generalization of existing scientific developments
as to the conceptual apparatus, the authors? own interpretation of the term
of «client-centricity» is suggested as follows: an instrument for transforming
the system of management of consumer relationships, an efficient form of
the enterprise-to-consumer partnership in the context of the conception of
relationship marketing.
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Knroyosi cnosa: knieHmoopieHmosaHicmes, meopemuyHi nidxodu, cucmema-
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COBPEMEHHBIX YCAOBMSX TpaHchopmarmu Ous-

Heca BCe OCTpee BCTaeT mpobaema TpaHchop-

MalMy KAMEHTOOPMEHTMPOBAHHOIO IIOAXOAQ B
A€STEAPHOCTY TpeATpUATUIl. BBUAY 3TOro BO3HMKaeT
psiA BOIIPOCOB, KOTOpPbIE OCTAIOTCSI HEAOCTAaTOYHO U3-
yueHHbIMU. [Ipexxae BCero, 3T0 YTOYHEHMe CYLIHOCTY U
COAEP)KaHMS TOHSTUS «KAMEHTOOPUEHTMPOBAHHOCTDY,
IIOCKOABKY AO HACTOSIII[er0 BpEMEHM HEeT eAVIHOTO ITOHMU-
MaHIUS AQHHOTO TepMIHa.

ITO MOATBEPXKAAIOT M PE3YABTAThl OMPOCA KOM-
MaQHNUI1, TPOBEAEHHOT0 AT€HTCTBOM dAEKTPOHHOTO KOH-
caatuura Econsultancy [1]. Tak, 31% KoMnaHuit Ha3BaAu
OAHOIT U3 TIPOOAEM, C KOTOPOIT OHM CTAAKUBAOTCS [PU
IIOCTPOEHUM KAMEHTOOPMEHTHPOBAHHOIO IIOAXOARQ, —
OTCYTCTBUE OOLIENPUHATOTO ONPEAEAEHNS KAUEHTOO-
pUeHTHPOBaHHOCTHU. I10 OlieHKe 5KCIIepTOB, OCHOBHBIMMU
LIEHHOCTSIMU COBPEMEHHBIX IIPEATIPUATUN SIBASIOTCS
KAMEHTOOPUEHTUPOBAHHOCTH (40% pecriOHAEHTOB), pe-
3yAbTaTUBHOCTD (30%), 0TBETCTBEHHOCTH (20%) M MHHO-
BaunoHHOCTD (10%) [2, . 115]. TTpu sTOM 99% KOMITaHMit
3aSBASIIOT, YTO OHU KAVIEHTOOPUEHTVPOBAHBI, I TOABKO
0 KAVEHTOOPMEHTUPOBAHHOCTHM 1% KOMITaHWiT TOBOPAT
camy mokymarean [3, c. 3].

Kak mokasaao coOCTBEHHOE MCCAEAOBAHME YKpa-
MHCKMX TIPEANPUSATHII pasHbIX cep KOHOMUYECKOI
AESITeAbHOCTY, 3(Q(EeKTUBHOMY Pa3BUTUIO OpraHM3a-
LIMOHHOW KYABTYPBI TPEATIPUATHUI MPEIITCTBYET PSA
0apbepoB, CpeAlt KOTOPBIX HEIOHMMAaHMEe COTPYAHUKOB
KOMITAHMY, YTO TaKoe KAMEHTOOPUEHTUPOBAHHBIN MOA-
X0A K (QOpPMUPOBAHMIO OPTaHM3ALMOHHON KYABTYPBI
(12,5% pecrOHAEHTOB) U OTCYTCTBUE OOLIEIPUHATOrO
OIpeAeAeHNsT KAMEHTOOpYeHTHpoBaHHoCTH (10,7%).

B cBsisu ¢ aTUM yergMu CTATBU SBASIIOTCS 0000-
LIleHUe UM CUCTEMATU3ALMS UMEIOLIUXCSI B 3apy0eXXHOI 1
OTeueCTBEHHOI TeOPUN U MPAKTUKE HAYYHBIX MOAXOAOB
K TPaKTOBKe MOHATUS «KAVEHTOOPMEHTHPOBAHHOCTDY;
000CHOBaHIE ABTOPCKOTO IOAXOAQ K OIPEAEAEHMIO
CYIJHOCTH Y COAEPYKaHUSI AAQHHOTO TepMUHA.

Teopernyeckue pa3paboTKy 10 KAMEHTOOPUEHTH-
POBAHHOCTM B MUPOBOI HayKe HadaAy GOpMMpPOBATBCS
¢ cepeauHbl 1950-X IT. 1 3HAUUTEABHO aKTUBM3UPOBA-
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Anchb K HauaAy 1980-x ropos. [Tospnee, mocae 1990-x rr.,
CTaAU TIOSIBASTBCS 3apYOeKHbIE CTATbY U KHUTH, TIPEA-
METOM M3y4YeHUs KOTOPBIX SIBUMAMCh OTHOLIEHUS C IO-
TpeOUTEASIMU Y APYTUMMY YYaCTHUKAMM TpoLiecca KyIi-
an-popakn («Relationship Marketing»). Ocoboe pa3-
BUTHE KAMEHTOOPUEHTHPOBAHHOCTD IOAYYMAA B PAMKaX
MapKEeTVHIOBOJ KOHLIEMUI «MAPKETUHI B3aMMOOTHO-
LIeHWIT», KOTopasi ObiAa BBeAeHa B 1983 r. B HayuHbIit
obopor A. Beppu (L. L. Berry) [4] n noappasymeBaaa moa
5TUM 3aBO€BaHMe KAUEHTOB, IIOAAEP)KaHMe 1 YKPeIAe-
HYle B3aMMOOTHOLIEHMIT C HUMM.

B 1993 r. A. IMermmepc u M. Popsxepc (D. Peppers,
M. Rogers) omybaukoBaan KHUry «byayliee opMH Ha
OAVH», B KOTOPOJI IIPEAAOKMAH CXEMY YIIPABAEHMSI B3au-
MOOTHOLIEHNIMY € KAeHTaMu. C 3TOro BpeMeH! KAMeH-
TOOPUEHTMPOBAHHBII IIOAXOA CTaA M3BECTEH I0A a00pe-
suarypoit CRM (Customer Relationship Management)
[5]. B Ou3Hec-TpaKTUKe CTPATEruid KAMEHTOOPUEHTH-
POBAHHOCTY BHEADSIIOT MHOTMe 3apy0eskKHble KOMITaHUM
(ocobenno B CIIIA), B KOTOPBIX €CTb AOAXKHOCTb AUPEK-
Topa 1o kauentunry: Walmart, Chevron, Apple u Ap.

B pesyabrate 00001eHIsT SKOHOMUYECKOI AKTe-
paTypbl Hay4Hble MOAXOABI K (DOPMYAMPOBKE TepMMHA
«MapKeTMHI B3aMMOOTHOLIEHMIT» YCAOBHO CUCTEMATH-
3MPOBAHbI 110 KAACCU(UKALMOHHBIM TPYIIaM: KOHLIEI-
uust (puaocodus BepeHust Ou3Heca, KOHLEILMS MapKe-
TVHIA, KOHLIENLVs YIPABAEHMS B3aVIMOOTHOLIEHUSIMMU
C KAMEHTaMM, KOHLeMLMS YIPaBAeHMsI MAPKeTUHIOBO
AESITEABHOCTDIO); TIPOLIECC CO3AQHMSI U TIOAAEPKAHMS
B3aMIMOOTHOLLIEHUII C TOTPeOUTEASIMI; AESITEABHOCTD IO
CO3AQHMI0 AOATOCPOYHBIX OTHOLIEHMIT HMPEATIPUSITUS C
pasHbIMU KOHTpareHTamu [6; 7].

€CMOTpSI Ha TeOPEeTUYECKYI0 U MPaKTUUECKYIo

3HAUMMOCTb, OHATHE KAMEHTOOPMEHTUPOBAH-

HOCTU He VMeeT OOLIeNPMHATOI0 HAyYHOIO
OlpeAeAeHNs. YueHble U MPAKTUKY ITOHMMAIOT KAMEH-
TOOPUEHTMPOBAHHOCTb TO-PA3HOMY M CBOAAT €€, Kak
IPaBUAO, AU K BLICOKOMY YPOBHIO MEHEAXXMEHTA, AU K
0c0b60MY KaueCTBY 0OCAYKMBaHNS, MHHOBALIMAM U Cep-
BUCY AASL KAMeHTOB. Tak, B oruere «KaueHTOLEHTpUY-
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HOCTb: METPUKH, TIPAKTUKM, DAKTbl», IPEACTABACHHOM
Llentpom crparernyeckux wuccaepoBanuit Enter [8],
KAMEHTOOPUEHTUPOBAHHOCTD CBEAEHA VICKAIOUUTEABHO
K CEpBUCY AASI KAMEHTOB.

AHaAuM3 ClIeLMaAbHBIX AMTEPATYPHbBIX UCTOYHNKOB
TI0Ka3aA, YTO YYeHble OTOXXAECTBASIOT KAMEHTOOPUEH-
TUPOBAHHOCTb C PasHbIMU TepMuHamu (puc. I).

B AQHHOM MCCA€AOBAHMM MBI OYAEM OIEpUPOBATH
MOHATUEM «KAMEHTOOPUEHTUPOBAHHOCTb» KaK Hanbo-
Aee TIONYASIPHBIM B AuTepatype (maba. 1).

[TpeacraButean Broporo HanpaBAetust (F. Webster,
A. Kohli, B. Jaworski) yoexxAeHBI, 4TO KAUEHTOOPUEHTH-
POBaHHOCTb — 3TO duaocodus 6usHeca, MPOHMBBIBAIO-
1ast Bce OM3HEC-TIPOLIECCHl OPraHU3aALMY, LIEABI0 KOTO-
PBIX SIBASIETCS [IOAYYEHME TOTO KOHEYHOIO Pe3yAbTATa,
KOTOPBIT KEAQET ITOAYIUTD CaM KAMEHT.

B pab6ore [30] uccaepoBaTEAM MPEAAOKUAU TPU
IIOAXOAQ K OTPEAEAEHMIO MOHSTUS «KAVEHTOOPMEHTH-
POBAQHHOCTB»: KAK CTPATETMY MAH CIIOCO0A BeAeHMs O113-
Heca; yMeHUsI, MHCTPYMeHTa VAV XapaKTePUCTHKU O13-
HeCa; KAUEHTCKOTO OTIBITA VAV OLIEHKM KAMEHTA.

4 \
KnneHT VNEHTN HHbIN
Kn1eHTOLeHTPNYHOCTL OpweHTauua INEHTOOPNEHTNPOBAHHD
Ha KnmeHTa noaxop
| J
y
( \
PbiHOYHas
LleHHOCTb
opvieHTauus
\. Knunento- J
P OPUEHTNPOBaHHOCTb \
Kynbtypa JloanbHOCTb
06CnyKMBaHUsA KnneHTa
|\ J
) N
YnosneTtBopeHue YnpasneHve YnosnetsopeHue
notpebHOCTeN 1 cnpoca B3aMMOOTHOLLIEHVAMMU KOHKPETHbIX 3anpocoB
KNTMEHTOB B LIE/IOM C KNMeHTaMun KOHKPETHOro notpebutens

J

Puc. 1. MoHATUIIHO-KaTeropuanbHbIii annapar AN onpefeneHns KINeHTOOPNEHTNPOBAHHOCTU

WcTouHuK: aBTopCcKan paspabotka.

a OCHOBE CHCTEMATM3aALMM yOAMKALMI, TOCBSI-

IIEHHBIX MCCAEAOBAHUIO KAMEHTOOPUEHTUPO-

BanHoctu, M. Edbpemosa n O. Ukaaosa [10] BbI-
AEASTIOT ABA TAABHBIX TIOAXOAQ K OIIPEACAEHUIO STOTO T0-
HSITHSI, ICXOASL M3 AOTMKY €T0 MPOLIECCHOTO MOCTPOEHMSL.
ITpeacraBuTeAn nepBoro Hampasaenus (B. PookkoBCKuil,
R. Saxe, B. Weitz, T. Hennig-Thurau, V. Cross, H. Gebauer,
C. Kowalkovski) TpakTyioT KAUEHTOOPMEHTMPOBAHHOCTD
KaK 0COOBIl MHCTPYMEHT BBICTpamBaHusl OM3HEC-TIPo-
1IECCOB C KAMEHTAaMH, YAeAssl 0c0b0e BHUMaHMe paboTe
[IEPCOHAAQ 1 Ka4eCTBY 00CAyXMBaHusl. [1o MHeHMIO AQH-
HBIX UCCAEAOBATEAEH, OT paboThl IEpPCOHAAA TAABHBIM
00pasoM 3aBUCUT YAOBAETBOPEHHOCTb KAMEHTOB U 3(-
dbextuBHOCTD AesiTeAbHOCTHU Opranusatmu. M. Edpemosa
1 O. UkaAoBa COrAaCHbI C MHEHNEM YUEHbIX, YTO podec-
CHMOHaAbHbIE KOMITIETEHL[UM [IEPCOHAAA (3HAHMSI, HABBIKH,
yMeHUsI, MOTUBALIMH, LIEHHOCTH, YCTAHOBKM, AUYHOCTHBIE
KauyecTBa, IOBEAEHIIE), XapaKTepH3yIolyie KaueCTBO pa-
00uelt CHABL, BASIIOTCS 0230BbIM KOMITOHEHTOM KAMEHTO-
OPUEHTUPOBAHHOCTH. TaK)Ke OHU CYUTAIT MPABUABHBIM
OTpeAeAeHNe, TPAKTYIOLee KAUEHTOOPMEHTHPOBAHHOCTD
KaK KOHLeMLMI0 OU3Heca, AAL pa3pabOTKU KOTOPOI BaX-
HO MOAYMHEHNME BCeX OMBHEC-TIPOLIECCOB EAVHON LieAU —
yAOBA€TBOpeHHOCTH KAMeHTOB [10, c. 18, 19]. Bmecte
¢ TeM $popMIpOBaHIte KAUEHTOOPUEHTUPOBAHHOCTH, C MX
TOYKU 3PEHUsS, HE OTPAHUYMBAETCS TOABKO Tpodeccuo-
HAABHBIMU KOMITETEHLIMSIMU [IEPCOHAAA.
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Taxum o00pasom, B pe3yAbTaTe MCCAEAOBAHUA
000011/eHBI pa3Hble HayYHbIE OAXOADBL K OIPEAEAEHNI0
CYIIHOCTM U COAEP)KaQHUS TIOHATUA «KAMEHTOOPUEHTU-
POBaHHOCTb» (puc. 2). YueHble U CIELAAUCTbI IIOA 3TOI
AedUHMLVIEN, KaK IPABYAO, HOHMMAIOT:

+ crparernueckuii MOAXOA K Pa3BUTHMIO OpraHu3a-
1y

+ KoHuenMi0 01M3HECA, BKAIYAIOIIYI0 KOMIIAEKC
MEpOINPUSATHI, HATIPAaBAEHHBIX HA YAOBAETBOpE-
Hue 1 GopMupOBaHe MOTPeOHOCTEN KAUEHTOB;

+ OusHec-IePCIEKTUBY, KOTOpask AEAQeT MOKYIa-
TEAS] OCHOBHBIM LIeHTPOM BCeX OIepaLiuil KOM-
aHUY;

+ KOHLeNUMI0, NPOBOBTAAIIAINIYI0 IEPBEHCTBO
IPVHLIMIIOB YAOBAETBOPEHMSI OTPEOHOCTEN KAU-
€HTOB;

+ NOAXOA K YIPAaBAEHMIO MAM MOAEADb, KOTOpas
THOMelljaeT KAMEHTA B LieHTPp OM3HeC-TPOLiecCoB
Y METOAOB PabOThI KOMITAaHNUI;

+ u3MeHeHMe IMApaAUTMBbl YIIPAaBAECHNS MPEATIPUS-
THEM B HAal[paBAEHUM YIIPABAEHMS B3a{IMOOTHO-
LIEHVAMYU Y SMOLMAMMY, YCTOYMBOTO PasBUTHS;

+ BCECTOPOHHIOI CTPATETMIO 1 MPOLECC IO MpU-
BAEYEHIIO, YAEP)KAHMIO M30PaHHBIX KAEHTOB U
MAPTHEPCTBA C HUMMU C LIEABIO COBAQHVS BBICLIIEN
LIEHHOCTY AASI KOMITAHUY U KAVIEHTA;
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Ta6nuya 1
HayuHble noaxoabl K onpefeneHnio KNMeHTOOPMEHTUPOBAHHOCTA
OnpepgeneHne NcTouHnk
1 2
HayuHblill nofxof, onpefensowmini COBpeMeHHY KOHLIENLMI0 ynpaBneHra npeanpraTieM, OCHOBY KOTOPOTo
COCTaBNAIOT 3HAHNA O KIMEHTaX W NX MOTPEBHOCTAX, UTO NO3BONAET GOPMMPOBATL NONOMKUTENbHbIN KNNEHT- 2, c.115]
CKUI OMbIT, NOTPEBUTENBCKYIO NOANBHOCTD, YAEPKMNBaTb MOCTOAHHBIX U NPUBNIEKaTb HOBbIX KNMEHTOB 3a CYeT "
NPeLIOXKEHNIA, KOTOPble 0ObEKTUBHO YUMTBIBAKOT UHTEPECh] BCEX CTOPOH
LleneHanpaBneHHble 1 CUCTEMHbIE AENCTBUA KOMMAHUW, Lieflb KOTOPbIX — MPEB30UTY OXUAAHNA CBOUX KIMEHTOB [3,c.3]
BbicTpanBaHme BCex NPOLIECCOB KOMMAHUN BOKPYT MOTPEOHOCTEN KIMEHTOB [9,c.28]
BaxHblIi GaKTOp KOHKYPEHTOCMOCOBHOCTM KOMNAHMIA B LGPOBOI SKOHOMYKE 1 peanin3aLus He TONbKO B [9, c. 28]
CTpaTernu, HO 1 B TeKyLUem B3auMOLENCTBIM C KIIMEHTaMK, KOTOPOE HOCUT MHOFOKaHabHbIN XapakTep o
Habop NHCTPYyMEeHTOB BCTparBaHUA KaueCTBEHHOTO 06CYKIBaHNA KNNEHTOB [10,¢. 17]
®unocodusa brsHeca, NPoHM3bIBalOLAA BCe GU3HEC-NPOLIeCChl opraHu3aLy 1 HanpasieHHasa Ha YA0BNeTBO- [10,¢.17]
peHme NoTpe6HOCTEl KNNEHTOB T
MomoLLb KNeHTaM B COBEPLLEHNY TaKIX NOKYMOK, KOTOPbIE YAOBNETBOPAT X NOTPEOHOCTM [11, c. 345]
OpueHTauusa cepBMCHOTO NepCcoHana Ha KnueHTa, obecneurBaroLwanca TEXHNYECKUMM 1 COLManbHbIMA HaBbl- (12, c. 463]
Kamu, MoT/BaLMel 1 MONHOMOUMAMY NMPUHATUA PeLLeHNI T
WHCTPyMEHT ynpaBneHus B3aMOOTHOLLEHVAMY C KNEHTaMW, HaLeNeHHbI Ha MoyyYeHne yCTONYMBOWN Npu-
6bIn1 B JOAFOCPOYHOM Nepuroge 1 6asnpyoWminca Ha TPeX KpUTEPUAX: KloueBas KOMMETEHLUS, LiefieBble [13,c.47]
KNWEHTbI 1 PaBEHCTBO NO3MLMIA
MopxoA K Npofaxam 1 OTHOLIEHUAM C MOKYMaTeNAMU, TPWN KOTOPOM COTPYAHUKM KOMMaHWUU GOKYCHpPYIOTCA Ha (4]
NOMOLLY KNMeHTaM, YToObl y0BNETBOPUTD UX [ONTOCPOYHbIE MOTPEOHOCTY U XenaHusA
OpraHn3aLUyoHHbIM CTPYKTYypam KOMNaHUin Heobxo[nMO BbiTb KTMEHTOOPUEHTPOBAHHbBIMU. [lomKHa 6biTb [15, c. 529]
yCTaHOB/NEHa B3aMMOCBA3b C OpPMeEHTaLMeN Ha CepBUC o
KauecTBO MeHeXKMeHTa, NPOoABNAIOLLeecs B PasfNyHbIX acreKTax [16,c. 47]
C60p pbIHOYHOM MHGOPMALIMM OTHOCUTENBHO TEKYLMX M BYAYLLMX NOTPEOHOCTEN KNMEHTOB, PacnpocTpaHe- (17, c.98]
HU1e 3TWX 3HaHUI MO BCEM [jlenapTamMeHTaM, a TakKe pearnpoBaHie Ha HIX B MacluTabax BCel opraHm3aLnm o
MoHMMaHWe LieneBblX MOKynaTenei, yA0BNETBOPEHME UX NOTPEOHOCTEN, NONHOE MOHUMAHWE LenouKm
CO3[aHNA LeHHOCTN 1 e€ pa3BuTMA B OyayLuem, MOHMMaHMe HYX[ He TONIbKO COBCTBEHHBIX KNEHTOB, HO M BCex | [18,c.24]
YYaCTHNKOB pacnpeAenuTenbHOro KaHana
MnaH1poBaHyie NPOJYKTOB U YCAYT, OCHOBAHHBIX Ha MOTPEOHOCTAX KIIMEHTOB, @ HE Ha OPraHN3aLMOHHbIX
noTpe6HocTaAx. OpueHTaLma Ha KimeHTa GOKyCMpyeTCa Ha OXMAAHUAX KIIMEHTOB U CTPEMUTCS YAOBNETBOPUTD [19,c.13]
KNMEHTOB, COXPaHAA NP 3TOM BbICOKME CTaHAAPTbI KayecTBa
Ha knueHTax LOMKHO ObITb CPOKYCMPOBaHO 0COBOE BHMaHNE [20, c. 2]
Habop ybexpeHuit, CTaBAWMIA MHTEPeChl KNMEHTa Ha NepBOe MeCTO. KNMeHTOOPUEHTUPOBAHHbIN 613HeC Co3- 21.¢.521]
[aeT LLeHHOCTb KIIMEHTOB NyTeM ONpeAeneHuns UX XenaHnii u noTpebHocTen "
Ycunma KomnaHum no 13yyeHnto NoTpedHOCTEN KIMEHTOB, CO3AaHMNI0 LLIEHHOCTU ANA HUX 11 Pa3BUTUIO HAaBbIKOB 22, ¢.17]
npepyrafbiBaTb HOBble MOKyNaTeNnbckue npobnems "
Crpaterus, nomoraioLas KOMNaH1m YeTKO BbICTPOWTD IMHENKY NpefnaraeMbiX e/l TOBapOB UK YCITyr 1 COOT- 23 c. 38]
HECTU X C XXeNaHUAMM 1 HYX[aMy CaMblX LIeHHbIX 411 KOMMNaHUW noTpebutenen "
OpHa 13 6a308BbIX OPraHM3aLMOHHDBIX LIEHHOCTEN; OHa 03HaYaeT COOTBETCTBME OpraHM3aLmm NoTpebHOCTAM, 24, c. 43]
TEeHAEHLMAM PbIHKa, @ TaKKe NPUBIIeKaTeNbHOCTb ee NPOAYKTOB ANA KNNEHTOB "
3a6oTa 06 MHTEpeCcax KNMEHTOB ANA YAOBNETBOPEHMUA CNPOCa, €70 YBENMYEHUA U YIyOneHNs, CO3AaHUA KOHKY- 25]
PEHTHbIX MPenMYLLECTB /1A MPUOPUTETHbIX FPYNN KNEHTOB
MpUHLMN OpMeHTaLMM Ha KIIMEHTa NPeANoaraeT, 4To NoTpeduTenb ABNAETCA MaBHbIM B KoMnaHuy. Heobxo- 26, ¢.973]
AMMO rnyBoKo NOHMMATb NOTPEBGHOCTY KNMeHTa, 3GGEKTUBHO YLOBNETBOPATb UX 1 MOMYYaTh C 3TOr0 Npubbib '
CrpaTtermsa MakcmmsaLmm npubbINbHOCTU KOMMaHUM 3a CYET CO3AaHNA YCNIOBUIA, MPU KOTOPbIX KNVEHT Xenaet 27 ¢.17]
3aKIIOUNTb KOHTPAKT "
KoHuenuwa ynpasneHns 613Hecom, npefycMaTprBaioLas OpreHTaLmio AeATeNbHOCTY KOMMaHNK Ha Hanbonee 28 c. 79]
NOJTHOE B3aMOAECINCTBIE C LieNeBbIMU KMEHTaMV 1A JOCTUXKEHNA Lienei opraHm3aunm "
Co3paHvie v NonyyYeHne NONOMKMUTENbHbIX SMOLMIA 1 3aHTEPECOBAHHOCTM Y CYLECTBYIOLUX KIIMEHTOB, YTO NpW- 29, ¢. 350]
BOAWT K MOBTOPHBIM MOKYMKaM 1 MPUB/EUEHIO HOBbIX KIIMEHTOB 3a CYET PEKOMEHAALIMIA CYLLeCTBYIOLLNX "
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OxkoHyanue maba. 1

1

2

CnocobHOCTb OpraH13aLyy NoMyyYaTb JOMONHUTENbHYIO NPKObINb 3a CYET rMYBOKOro NOHUMaHNA 1 3GdeKTHB-
HOTO YJ0BNETBOPEHUA NOTPEOHOCTEN KIMEHTOB

[30,c.310]

CoBpemeHHas Gunocopus ynpaBneHus npesnpuaTrem, onpeaensowasncs rny6oKrM NoHUMaHEM 1 MOVUCKOM
MEXaH13MOB 3GPEKTUBHOTO YOBNETBOPEHNA NOTPEOHOCTEN KIMEHTOB, 6a31COM KOTOPOW ABASAIOTCA 3HAHUA O
3anpocax KNMEHTOB 1 X NOTPEOHOCTAX U KeNaHUsAX

[31,¢.190]

KoHuenuwsa ynpaeneHus npeanpuaTriem, KOTopas COPUEHTUPOBaHA Ha BbIAIBNIEHUE U YOBNETBOPEHE NMeto-
Wyxca 1 OyayLwmx noTpebHOCTEN, NOBbILIEHVE KaYeCTBa B3aMMOOTHOLLEHUI C KNMEHTaMV 1 afanTaLuio KOMMY-
HUKaLVOHHbIX Lienei N BHYTPEeHHX 613HeC-KOMOUHALMI B 3aBUCMMOCTI OT NOTPEBUTENbCKIIX 3aNpoCoB,
HarnpaBieHHaA Ha reHepPUPOBaHME CTPATEINMYECKNX KOHKYPEHTHbIX MPEVNMYLLECTB U MOBbILLEHNE NPUObINTbHO-
CTU NpeanpuATUs

[31,¢.190]

MHCprMEHT MapKeTnHra, KOTOprIZ NOBbIWAET JIOASIbHOCTb KIMEHTOB MO OTHOLWEHWIO K NPeANPUATUI0

[32,¢.79]

CpencTBo, KOTOPOE NMO3BONAET UCMOMb30BaTh AONONHUTENbHbIE PECYPCbI NTPEANPUATIAA ANA YNyULIEHNA CBONX
KOHKYPEHTHbIX MO3ULMI

[32,¢.79]

KntoueBas KoMNeTeHLMA KOMMNaHUK, KOTOpas BbIPaXaeTcs B CTPEMIIEHWN K YCTAHOBIEHIIO 1 Pa3BUTIIO NAPT-
HEPCKIX OTHOLLEHI C KITMEHTAMU, A TaKXKe C NI0BbIMM KOHTPAreHTaMm Kak B G113HeC-3KOCUCTeME, TaK 1 BHYTPU
opraHu3aumm, Kotopast 6a3upyeTcs Ha MOHMMAHWV 1 YAOBETBOPEHUM UX KaK aKTUBHBIX, TaK 1 IATEHTHBIX MO-

(33]

TpeBbHOCTEN N MaKCUMM3aLn NPUObIAN Ha 3TON OCHOBE

VIHCTpYMEHT NapTHEPCKOro B3aMOAENCTBUA NPeANPUATIAS 1 KNEHTA MO YLOBNETBOPEHWIO ero NoTpebHo-
CTeiA, HaNpaBJEHHbIN Ha MOBbILIEHVE KOHKYPEHTHbIX PEUMYLLECTB NPeSnpUATUiA B LOATOCPOYHOM NEPUOLE,
C MOMOLLIbIO COOTBETCTBYIOLMX KIHOUEBbIX KOMMETEHLMI OpraHn3aLnm

[34, c. 35]

LleneHanpaBneHHaa MapKeTMHroBas AeATeNbHOCTb, B KOTOPYHO BK/IOYEHbI BCE NOAPa3AeNneHNA KOMMaHum,
HanpaBieHHasn Ha co3faHue 3GEKTVBHOIO MexaHK3Ma ynpaBeHVs NPOV3BOACTBEHHbBIM NOTEHLMANOM
C Y4eTOM 3aMnpOoCoB KNMEHTOB 1 NPeobpa3oBaHuna X B raBHYH LLeHHOCTb NpeanpuaTna

[34, c. 48]
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NcTouHuk: CNCTEMaTN3NPOBAHO aBTOPaMn.

+ MHCTPYMEHT, KOTOPbIl MO3BOASIET IPEATPUs-

THUIO TOAYYaTh AOSIABHBIX KAVIEHTOB 11 HAIIPaBAEH
Ha CTaOMADBHBIN AOXOA;

MHCTPYMEHT MApTHEPCKOTO B3aMMOAENCTBUS
MPEATIPUSATHS U KAMEHTa OTHOCUTEABHO YAOB-
AETBODEHMS ero notTpebHocTel;

HPUOPUTET MAPKETHHIOBON CTPATEIMU IIPEA-
IpUATHS, KOTOpasl MO3BOASIET AOCTUYb AOSIAB-
HOCTM KAMEHTOB IyTeM (OPMUPOBAHMS YHHU-
KAABHBIX B3aMMOOTHOIIEHWIT C HUMY;
MOKa3aTeAb MAPKETUHIa B3a{IMOOTHOLIEHUI CO
BCEMI CTEMKXOAAEpaMU;

CIIOCOOHOCTD OpraHM3aLyMyi MBBAEKATb AOIOA-
HUTEABHYIO TIPUOBIAb 32 CUeT TAYOOKOIO IOHU-
MaHus U 3GPEKTUBHOIO YAOBAETBOPEHMS IO-
TpeOHOCTel KAUEHTOB;

KOMITAEKC OPTaHU3ALMOHHBIX, YIIPaBAEHYECKUX,
(UMHAHCOBBIX ¥ KAAPOBBIX PEILEeHUIT, OCHOBHbIM
HarpaBAEeHMEM KOTOPBIX SBASETCS M3yueHNe 3a-
IIPOCOB 1 )KEAQHMIT TOTEHLIAABHOTO KAUEHTA;
CIIOCOOHOCTD  YAOBAETBOPUTH MAaKCHMAAbHBIIL
00beM OTPeOHOCTEN KAUEHTA;

nepexoA OT GOKYCHPOBAHMS YCUAMIT TIPEATIPHU-
ATUSA Ha KOHKYPEHTHOI 00pbOe K BHEADEHMIO
YHUKAABHBIX TIPOAYKTOB AASL YAOBAETBODPEHMS
HOTPeOHOCTEN KAUEHTOB;

VHMLIMALIMIO TOAOXKUTEABHBIX IMOLIMIL 1 BOCTOP-
ra y KAUEHTOB;

paboTy ¢ KAMEHTOM Ha OCHOBe OOMEHa 1ieHHO-
CTAMY;

yMeHIe BBISIBASITH TOTPEOHOCTH KAMEHTa;
CIIOCOOHOCTh KOMITAaHMM CO3AQBaTh AOMOAHMU-
TEABHBIl TIOTOK KAMEHTOB U AOTOAHUTEABHYIO
PUOBIAD;

CO3AAHME MOAOKUTEABHOIO KAMEHTCKOTO OIIbI-
Ta;

OLIEHKY KAMEHTOB BUMAMMOJ YaCTH AESITEAbHO-
CTU KOMITAaHY;

IIPOLIeCC, HATIPABAEHHBII Ha YBEAUUEHIUe XKU3-
HEHHOTO LJVKAQ B3aVIMOAENCTBUSA KOMIIAHUK C
KAMEHTOM;

0a30BbIiT HAOOP XaPaKTEPUCTUK, KOTOpbie (op-
MUPYIOT KOPIOPATUBHYIO KYABTYPY NpPEATpU-
ATUL.

CXOAA 13 BBIIIEVI3BAO’KEHHOI'O MOJKHO YTBEPXK-
AaTb, YTO pe€aAusalusa MQpOHpVIHTI/Iﬁ II0 BHe-
APE€HNIO KAMEHTOOPUMEHTMPOBAHHOI'O IIOAXOAQ

B AESITEABHOCTH TIPEANIPUSITUI CIIOCOOCTBYET COKpailje-
HUIO BPEMEHU Ha 0OCAYKUBaHME TOTPEOUTEALIH, TIOBbI-
LIEHMI0 KaYeCTBa AOTMCTMYECKOTO CepBHUCa M PabOThI
[ePCOHAAQ, CHIDKEHMIO 3aTPaT Ha OPraHMU3aLMIo COBITO-
BOJT AESITEABHOCTH. DTO TIOATBEPIKAAETCSI 1 MICCAEAOBA-
HUSIMHU CIIELUAAUCTOB, KOTOPBIE OTPEAEASIOT COCTABAS-
foire a¢pdexTa Ha 0CHOBe HOPMUPOBAHUSI KAYECTBEHHO
HOBBIX ()OPM, METOAOB U CUCTEM AOTUCTUYECKOTO 00-
cayxuBauus (maba. 2).
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Kﬂl/lGHTOOpI/IeHTVIPOBaHHOCTb
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CTpaTervm nnn napagmnrma
BeaeHunA 6u3Heca

KoHuenuma mapkeTuHra
B3aMIMOOTHOLLEHWUI

C oBpemeHHasa punocodusa
yrnpaBneHns npegnpuaTmem

[T pnoputeT MapKeTUHroBomn
CcTpaTernv npeanpuaTna

MNapagurma ynpasneHun

MapKeTVI HroBaAa AeATe/ibHOCTb

KoH uenuuna ynpasneHnAa
npegnpuaTmem

XapakTepucTtrka 6usHeca

Mpouecc (onpegeneHHas
nocnenoBaTelbHOCTb AENCTBUN
1 MeponpuATAI)

CTpaTEI'I/ILIeCKOG HanpasneHune
[eATeSIbHOCTN NpeanpuAaTnAa

YacTb opraHr3aLmMoHHOW KybTypbl,
Habop yb6exaeHun

KnioueBaa komneTteH uma npeanpuAaTna

WMHCTpymeHT ynpaBneHus
B3aVMIMOOTHOLLEHVAMY C KIIMEHTaMU

Cnoco6HOCTb KOMMaHNUN

Ha6op NHCTPYMEHTOB Ka4eCTBEHHOIO
nornctnyeckoro O6Cﬂy)KVI BaHUA

YmeHune

OueHKa NoANbHOCTU KNMEHTa

KnmneHTCcKuin onbIT

——

PesynbrtaT ycnnun

CreneHb COOTBETCTBUA OopraHmnsaunn
OoXnagaHnAam I'IOTpE6I/ITeﬂeIh

Puc. 2. Cuctematnsauns HAay4HbIX NOAX0A0B K ¢opmym/|posauvuo TepMUNHA «KINeHTOOPNEHTUPOBAHHOCTb»

WcTouHuk: aBTopckas paspabotka.

Tabnuua 2
3¢ peKT oT BHeApeHNA KNMEeHTOOPUEHTUPOBaHHOTO NOAX0AA K IOrMCTUYECKOMY CepBIUCy

CoctaBnsiowme 3¢pdekra WUcTouHnk
PocT nprbbinu 1o 25-100% B pe3ynbTaTe NOBbILIEHWSA YPOBHA yAePKaHNA KNUEHTOB Ha 5% [35,¢.32]
MonyyeHue go 100% uncToin npubbim ot 5-15% KAMeHTOB [36, c. 155]
YBennueHvie [OXOAa KOMNaHW B 2 pa3a 3a CYeT pocTa KoadpduumeHTa yaepxaHusa KNMeHToB BCero Ha 5% [37,¢.12]
MoBblweHne 06beMOB NPOAAXK Ha 15%, MapKeTUHIOBOro 3ddeKTa — Ha 20%, YPOBHSA NOANBHOCTM K OpeH- 37.¢.12]
4y — Ha 23% B pe3ynbTaTe peanv3auunm Nporpamm JIOANbHOCTYU KIIMEHTOB '
ObecneyeHrie B cpegHem 65% 060pOTa KOMMAHWK B Clyyae NMOBTOPHbIX MOKYMOK NOCTOAHHbIX KIIMEHTOB [38,¢.10]
CpepHss oTaaua OT MHBECTULMI B KAUECTBEHHDIN CEPBUC 418 MPOU3BOANTENE NOTPEOUTENBCKUX TOBa-
POB AnMTENbHOTO NoNb3oBaHWA — 100%; ana 6aHKoB — A0 170%; B BICOKOKOHKYPEHTHOM Cdepe po3HNY- [38,c.16]
How Toproenv — fo 200%
MoBblwweHne NprbbINLHOCTY KOMNaHWK Ha 25-100% B cyyae peanu3aLum CTpaTeriii, METOLOB 1 CUCTeM 39, ¢.121]
A58 POCTa NOANbHOCTY KNIMEHTOB T
YBennueHve Kanutanm3aumm KoMmnaHum Ha 3% Ha cueT pocTa MHAeKca yaoBNeTBOPEHHOCTM NoKynaTenen (40, c. 33]
Ha 1% o
PocT akLMOHEepHOI CTOMMOCTI KoMNaHum Ha 15,5% B pe3ynbraTe yBennyeHns ToBapoobopoTa oT nmeto- [41, ¢ 21]
LLWXCA KNNeHToB Ha 10% "

UcTouHuK: CNCTeEMaTN3NPOBAHO aBTOPaMN.
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BbIBObl

YCTaHOBAEHO, YTO He CYLIECTBYET €AMHON Hayy-
HOJl TOYKU 3DEeHMs] OTHOCUTEABHO NOHATUS KAUEHTO-
opueHtupoBaHHocTH. OAHM Y4eHble paccMaTpUBAIOT
3Ty 9KOHOMUYECKYIO KaTErOPHI0 KaK CTPATEINI0 BeAEHMsI
013Heca; Apyrue — KaK MapKETMHIOBYIO AESTEAbHOCTD;
TPeTbU — KaK MHCTPYMEHT (CPEACTBO); HEKOTOpBIE MC-
CA€AOBATEAM 0DOCHOBBIBAIOT, YTO BTO PE3YABTAT YCUAMWIA,
XapaKTePUCTUKA, KAMEHTCKMIT OTIbIT, YaCTh OPraHM3aLu-
OHHOJ KYABTYPBL

Ha ocHOBe METOAOB IPYNNMPOBOK 1 KAACCUPUKa-
LM YCAOBHO CHCTEMAaTU3MPOBaHBI TOAXOADBL K TPAKTOB-
Ke KAMEHTOOPMEHTUPOBAHHOCTY, TPEAAONKEHHbIE pas-
HBIMYM HAy4YHBIMM ILIKOAAMU. B pesyabrare 0000mieHns
CYIIECTBYIOIIMX HAayYHBIX Pa3pabOTOK MO MOHATUITHOMY
armapaTy ¥ aHaAU3y ero COOTBETCTBHUS COBPEMEHHBIM YC-
AOBVSIM GYHKLMOHMPOBAHMUS MPEATPUATUI TIPEAAOSKEH
ABTOPCKUIT TIOAXOA K OTIPEAEAEHMIO CYITHOCTY U COAEp-
JKQHMIO TEPMMHA «KAMEHTOOPUEHTUPOBAHHOCTD», KOTO-
PBIIT pacCMaTpUBAETCS KaK MHCTPYMEHT TpaHCchopMaLiun
CHCTEMbBI YIIPaBAEHMsI B3aYIMOOTHOLIEHMSIMU C IOTpe-
Oureasmy, a Taoke apdexTuBHas popMa MAPTHEPCKOTO
B3aMMOAEICTBIS IPEATIPUATIS C TTIOTPEOUTEASIMU B KOH-
TEKCTe KOHLIEMLMY MapKETHHIA B3aIMOOTHOLIEHUL.

K kAroueBbIM TeHAEHLMSM TpaHChOPMALMM KAU-
€HTOOPUEHTMPOBAHHOIO MIOAXOAQ K YIIPABAEHUIO B3al-
MOOTHOLUIEHUSIMH C IOTPeOUTEASIMU B YCAOBUSIX L po-
BOJ CPeABI MOXKHO OTHECTH:

+ mepcoHaAM3alMIo0 IPOAYKTOB, OMBITA U OOIeHNS
C TOMOLIBIO 1M(PPOBBIX TEXHOAOTHIT;

+ mepexop Ha ruOKye METOADI YIIPABAEHIS;

+ JopmupoBaHme KaYeCTBEHHO HOBOI MapKeTHH-
rOBOJ CTPYKTYpbl HPEATpUSTUIl (MOsIBAEHME
CIIELMAAJICTOB [0 MOTPEOUTEABCKUM IIPEATIO-
YTeHUsIM 1 00PabOTKe AAHHBIX);

+ oOecreueHne MyAbTMKAHAABHOCTU B KOMMYHU-
KaLusx;

+ BHeppeHMe YaT-00TOB KaK OAHOTO U3 CaMbIX
3¢ dexTuBHBIX CrIOCOO0B 0beceyeHyss MOMeH-
TAAbHOV KAMEHTCKOM TTOAAEPIKKY;

+ npuMeHeHMe KOMIIAEKCHOTO IIOAXOAQ K OpTaHy-
3alMM AOTMCTUYECKOTO CEPBYCA, CYLIHOCTD KO-
TOPOTO 3aKAIOYAETCS B MBMEHEHNM BHYTPEHHEN
KYABTYPbI O0II[eH)S] B KOMITAHNY, TIOAAEP)KaHUM
AOOpOXXeAaTeAbHOI aTMOChepPBI O0LIEHNS U L~
(bpoBOro B3aMMOAENCTBUS C MOTPEOUTEASIMU
C IIOMOII[bI0 OHAQTH-KaHAAOB;

+ peaausauuio CRM-cucteMsl, YTO MO3BOAUT IIO-
BBICUTb YPOBEHb YAOBAETBOPEHHOCTM IOTpe-
OuTeAelt CEpPBICOM U Ka4eCTBO AOTMCTUYECKOTO
00CAYKMBaHUSI TPUOAU3UTEABHO Ha 3%;

+ TOAAEPKKY IIOCTOSIHHBIX U IPMBA€Y€EHNE HOBBIX
notpebuTeAeil 3a CYeT BHEAPEHMsI TIPOrpaMm
AOSIABHOCTY;

+ yAyulieHMe YPOBHS OpraHM3aLiOHHON KYABTY-
PBI B pe3yAbTaTe MCIOAb30BAHMSI KAUEHTOOPH-
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€HTUPOBAHHOTO MTOAXOAQ K YIIPAaBAECHHUIO ITepCo-
HaAOM;
+ onTUMM3AUMIO 3aTPAT HA OPraHU3ALMI0 AOTH-
CTUYECKON AESITeAbHOCTH;
+ yBeAuyeHre 00BEMOB peaAU3aLUM MPOAYKLIMK
U peHTa0eABHOCTH TIPOAAXK.
ITepcrekTVBbI AQABHENIINX VICCAEAOBAHUI COCTO-
ST B pa3paboTKe NPeAAOKEHIII 10 COBEPLIEHCTBOBAHUIO
CHUCTeMbI YIIPaBAeHMs B3aMMOOTHOLIEHISIMU C TOTPebu-
TEASIMU B YCAOBMSIX LIMPPOBOIT SKOHOMUKH. |
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