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MeseHuesa O. 0. OnTumisauis npouecie MEHePKMEHTY ycnixy KnieHTiB y cermeHTi B2B

Mema cmammi nonseae 8 docnioxeHHi 3axodie 3 onMuMi3ayii npouecie ynpasiHHA ycrixom KnieHmie y B2B komnaHisx. 06’ekm docnioneHHs — npouecu
YNpasAiHHA ycnixom KnieHmis y KomnaHii i3 SaaS-modensnto 8 cekmopi B2B. AHanisyroyu, cucmemamusyrodu Ui y302a6HI0KYU aKMYanbHi po3pobKu y cgepi
MpUKNadHo20 meHedHmeHmy B2B y IT-cchepi, 6yno po3enaHymo 8U3HAYEHHA MA 3HAYEHHS MOHAMMA «ynpasniHHA ycnixom». Y pesyasmami 0ocioxeHHA
6yn0 3M00e/1b08AHO NPOYECU YNPaBAIHHA YCMIXOM KAieHMIig 30 00MOMO20t0 yHi(hiKosaHOT MoBU MOOeN0BAHHA. BusHaueHo ocobaugocmi npoyecie ynpaeiHHa
YCMiXom KfieHMie y KOMNGHIAX, AKI Npayrome y ceemenmi B2B, npoaHani3ao8aHo K/o4vo8i MoKA3HUKie ehekmusHocmi ybo2o npoyecy. O6rpyHMosaHxo, wio
KA10408UMU 3080GHHAMU ONMUMI3AUIT MPOUECie ynpassiHHA YCrixom KnieHmig € 3MeHWeHHs Yacy, AKo2o nompebye meHedxep Ha MiOMpUMKY ycrixy 00Ho-
20 K/iEHMa, Ma CnpouwjeHHs camozo npouyecy pobomu 3 KaieHmom. Y pobomi 3anponoHo8aHo Modesb 0p2aHi3ayii mpoyecie ynpaessniHHA ycnixom KaieHmie y
KomnaHiax ceemeHma B2B i cipoekmosaHo iHghopmayiliHo-aHanmuyHy cucmemy, AKa YaCMK0O80 A8MOMAMU3ye ma crpocmums ui npouecu. JocnioxeHo
CmpyKMypy npouecie ynpaeniHHa ycnixom KaieHmie KomnaHii, Mepcnekmugamu nodanbuwux 00cioxeHs y 0aHOMy HaNPAMI € PO3WUPEHHA 6a3u NOKA3HUKie
0119 OUiHKBAHHS YCMiXy KOMMAHIT Ma npoyecie ynpasiHHa HUM. TeopemuyHa ckAadosa MOHAMMA NPOUECi8 YIPaeniHHA YCriXoM KAiEHMIg Ha Cb0200Hi Mo
docnideHa, ane Mae 8euUKe MPAKMUYHe BUPAHEeHHs 8 6a2amboX AK 3aKOPOOHHUX, MK i yKpaiHcbKux IT-komnakiax. 1odanbwuli po3sUmMok ma onmumi3ayis

MeHeOHmeHmy yenixy y B2B-cgepi 003801umb po3wupumu KaacuyHull iHcmpymeHmapili ynpasniHHs eKOHOMIYHUMU npoyecamu.
Knroyosi caoea: ynpaeniHs ycnixom kaieHmis, komnaHii @ ceemeHmi B2B, UML-M00ento8aHHS, 10816HICMb KaieHmie.
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MeseHyesa 0. A. Onmumu3ayus npoyeccos MeHedHMeHmMa ycrnexa
KnueHmos 6 ceameHme B2B

Llenb cmambu 3aKA4aEMCA 8 UCC1ed08aHuUU Meponpuamul onmumu3a-
YUU Mpoyeccos ynpaeneHus ycrnexom KaueHmos 8 B2B komnaHusx. 06bekm
uccnedo8aHUA — MPOUECCh YrpasaeHus yCrexom KAueHmos 8 KoMnaHuu ¢
SaaS-modesnvto 8 cekmope B2B. AHanu3upys, cucmemamu3supys u 0606was
aKmyasnbHble pa3pabomku 8 cihepe MpuknadHo20 meHedxmesma B2B e UT-
cepepe, bbinu paccmompeHsi onpedeneHus U 3HaYeHUs MOHAMUA «ynpasse-
Hue ycnexom». B pesynemame ucciedosaHus bbiau cMOOENUPOBAHbI MPO-
Ueccbl ynpaeneHus ycrnexom KAUEeHMOos C MOMOWbl0 YHUPUYUPOBAHHO20
A3bIKa ModenuposaHus. OnpedesneHbl 0C06eHHOCMU MPOYECCO8 YnpasneHus
YCMEeXom KAueHmoe 8 KOMNaHusx, pabomaroujux 8 ceemeHme B2B, npoaHa-
NU3UPOBAHbI KAKoYegble MoKa3amenu heekmusHOCMU 3mMo20 npoyecca.
060CcHOBAHO, YMO KAKOYE8bIMU 300a4YaMU ONTMUMU3AYUU MPOYeccos ynpas-
/IEHUS YCMeXOM K/UEHMOB ABAAMCA yMeHbWEHUE BpeMeHU, He0bX00uMOo20
MeHeOHcepy 0715 Mo00epHKU ycrexa 00H020 KAUeHMa, U ynpoujeHue camoao
npoyecca pabomel ¢ kaueHmom. B pabome npednosxeHa modensb opeaHu3a-
YUU MPOYECCO8 yrpasseHuUs YCrexom KAueHmos 8 KOMNaHusAX ceameHma B2B
U CrIPOeKMUpoBaHa UHPOPMAYUOHHO-GHAAUMUYECKAA cucmema, Komopas
YacmuyHo asmomamusupyem u ynpocmum 3mu npoueccsl. MiccnedogaHa
CMpyKMypa Mpoyeccos yrpaeneHus ycrnexom KaueHmos KommaHuu. [lep-
cnekmusamu danbHelwux uccnedosaHuli 8 OGHHOM HANpPaesaeHuUU A8a9emcs
pacwupeHue 6a3bl nokasamesnell 019 OUEHKU ycriexa KOMMGHUU U npoyec-
€08 ynpasneHus um. Teopemuyeckas cocmasaaowan MOHAMUA NPoyeccos
ynpaeneHus ycrnexom KAueHmMos Ce200HA Mano uccnedosaxa, HO umeem
bon1bUIoe MPaKMuUYecKoe 8bIpa}eHue 80 MHO2UX KaK UHOCMPAHHbIX, MAK U
YKpauHcKux UT- KomnaHusx. [JanbHeliwee pazsumue U 0nMUMU3ayus me-
HedxmeHma ycnexa 8 B2B-cpepe nossonum pacwupumes Kaaccudeckull uk-
cmpymeHmapull ynpasneHus SKOHOMUYECKUMU MPOYeccamu.
Kntouesble cnoea: ynpasseHue ycrnexom KAueHmMos, KOMNAHUU 8 ceameHme
B2B, UML-mo0denuposaHue, 05/16HOCMb KAUEHMO8.
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MeseHyesa Onbea AneKceesHa — KaHOUOAM IKOHOMUYECKUX HaYK, doyeHm
Kaghedpsl MeHeOHMeHmMa eHewHeKoHoMuYecKol desmenbHocmu npeo-
npuamud, HayuoHanbHsIli aguayuorHsIl yHugepcumem (npocn. flrobomupa
Iy3apa, 1, Kues, 03680, YkpauHa)

E-mail: olga.mezentseva.fit@gmail.com

ORCID: https://orcid.org/0000-0002-8430-4022

BIBHECIHOOPM N2 112019

www.business-inform.net

UDC 311.138:659
JEL: G30; D79; F29
Mezentseva O. 0. Optimizing the Processes of Customer Success
Management in the B2B Segment

The article is aimed at researching measures to optimize the processes of
customer success management in B2B companies. The object of research is
the processes of customer success management in the company with a SaaS
model in the B2B sector. Analyzing, systematizing and generalizing current de-
velopments in the sphere of applied B2B management in the IT sphere, the
definitions and meanings of the concept of «success management» are con-
sidered. As result of the carried out research the processes of customer success
management were modeled using a unified modeling language. Features of
the processes of customer success management in companies operating in the
B2B segment are defined, and key indicators of efficiency of this process are
analyzed. It is substantiated that the key tasks of optimizing the processes of
customer success management are to reduce the time required by @ manager
to support one customer’s success and to simplify the very process of working
with customer. The publication offers a model of managing the customer suc-
cess in companies in the B2B segment; an information and analytical system is
designed that partially automatizes and simplifies these processes. The struc-
ture of the processes of customer success management is researched. Pros-
pects for further research in this direction is to expand the base of indicators to
evaluate success of company and its management processes. The theoretical
component of the concept of the processes of customer success management
is little researched today, but has a great practical expression in numerous
both foreign and Ukrainian IT companies. Further development and optimiza-
tion of success management in the B2B-sphere will allow to expand the classic
instrumentarium of the management of economic processes.
Keywords: customer success management, companies in the B2B segment,
UML modeling, customer loyalty.
Fig.: 4. Bibl.: 9.
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a IMOYATKYy TPETHOIO TUCSYOAITTS y Oararbox

KOMIIaHiit 6YB BiA3HAYEHMIT HACTIABKY 3HAYHMIT

BIATIK KAI€HTIB, 10 mpobAeMa AOSIABHOCTI 1
YTPUMMaHHsI KAI€HTIB Biapasy X BUABMAACA B YMCAL TIpi-
OPUTETIB TOII-MeHeAKepiB KOMIaHill.

AAst KoMmaHiit cTaAo Habarato BasKAMBILIMM YMiH-
Hsl YTPUMYBATU B)XXe HAABHMX KAIEHTIB, TOAL K BMiHHA
3aAyYaTM HOBUX KAIEHTIB BIAIMIIAO Ha APYIMI IIAQH.
Auie KiAbKa POKiB TOMY OYAO AyKe HEIIPOCTO 3aAYIUTH
TOII-MEHEAXEPiB Y 00r0OBOPEHHs UTaHb 0OCAYTOBYBaH-
HS1 KAIEHTIB, KAI€HT-1IeHTPUYHOCTI, AOSIABHOCTI KAI€HTIB
i ynpaBAiHHsI iX BIATOKOM; I1le CKAQAHILIE OYAO TepeKo-
HATY BUILVX KePIBHMKIB KOMMAHII B TOMY, IO Lji MUTaH-
Hsl HEOOXIAHO TTOCTABUTY B LiGHTp CTparerii OisHecy it
inBecTuuiit. PesyabTaty omuTyBaHHs, npoBepeHoro The
Conference Board y 2002 p., 3adixcyBaan pyHpameH-
TaAbHI 3MiHM y IIpiopuUTeTax KOMIIAHii i 3HaYHe MiABU-
1IIeHHA BOXKAMBOCTI KAI€HTIB Ta IX 00CAYTOBYBaHHA AAS
BULIMX KePiBHUKIB KOMMaHil BCix Kpaiu city [1].

1151 BasKAMBa 3MiHa IPIOPUTETIB HE IPOCTO MiAHAAQ
YIPaBAiHHA BiAHOCMHAaMM 3 KAI€HTaMM Ha HOBUIA, CTpa-
TeriuHmi1 piBeHb; BiaOYAACs TAaKOX 3MiHa IPiOpUTETiB ca-
MIUX Ailf, IO CKAAQAQIOTb Y CBOIll CYKYITHOCT YIIpaBAiHHS
KaieHTamu. TliABUIEHHS BIATOKY, IepexoAy KAIEHTIB AO
KOHKYPEHTIB, BUKAUKAHE MBMAKUM 3POCTaHHAM SKOCTi
0OCAYTOBYBAaHHSI Y KOHKYPEHTIB, @ TaKOXX MOXKAUBICTIO
IIBUAKOTO — «OAHVM KAQLIQHHAM MMILI» — OLIYKY iHIIO-
1o, GIABII BIAIIOBIAHOTO [TOCTAYaABHMKA (32 AOTIOMOIOIO
[HTepHeTy), epeBepHYAO CUCTEMY HPIOPUTETIB B yIpaB-
AinHi BiaAHOCuHamu 3 Kaientamu (Customer Relationship
Management — CRM) OYKBaAbHO 3 Hir Ha TOAOBY: i3 3a-
BAQHHS 3aAyYMTHM, 3aKpilUTH, @ MOTIM YTPUMATU KAi€H-
TiB Ha 3aBAQHHS YTPUMATK HAsABHMX KAI€HTIB, 3aAy4nTH
HOBUX KAI€HTIB, @ TOTiM 3aKpiNuTY THX i IHIIKX.

YpaBaiHHS KaieHTaMy, a00 ynpaBAiHHSA BiAHOCK-
HaMM 3 HUMM, TPAAULIITHO PO3TASIAQAACS SIK KOHTMHYYM,
CyBOpa IOCAIAOBHICTb Aill: 3aAydeHHS, 3aKpillAeHHs 1
yrpumanHs. [Ipioputern 6isHecy (i BiATIOBIAHO iHBec-
Tuiii) BiAOOpaXkaAM came TaKy IOCAIAOBHICTD, MPUYIOMY
aKLEHT poOMBCS Ha 3aAYYEHHs KAieHTiB. Hampukaap,
il pyHKIiOHaABHI TiAPO3AIAY Ta Oi3Hec-mpoliecu, Taki
AK 30yT i MapKETUHI, OPiEHTYBAAMCS HA 3aAyYEHHS KAi-
€eHTiB. 30T i MAPKETVMHI TPAAMLIIHO POBTASAQAUCS 5K
HalBOKAMBILI BaKeAi He CTIABKM pO3BUTKY OisHecy,
CKIABKM 3a0esmneyeHHs 1oro BukuBaHHA. ChOTOAHI, OA-
HaK, TaKMI MiAXiA BXXe He BIATIOBiAQ€ BUMOIaM Yacy.

Y cy4acHOMy eKOHOMIYHOMY CepeAOBMILi KOHKY-
PEHTM BeAYTb KAIEHTIB KOMIIaHil, IPOIOHY0YM IM Hall-
BulIi piBHI HepcoHaAisalil MPOAYKTIB i MOCAYT, TOMY
MeHeAXXMeHTY KOMIIaHii AOBOAUTDCS 1ije HAllOAETAMBilIe
MpALIOBATM HAA TUM, L[00 yTPUMYBATH HasBHMX y Hel
KAi€HTIB i BOAHOYAC He 3abyBaTi PO 3aAyYEHHS HOBMX.
I, 38 orasay Ha iHaHCOBMIT BaXiAb, SKUil 3 SIBASETHCS
B pasi, AKIO KOMIIaHis IPOAAE MPOAYKTHU ab0 TOCAYTM
HasIBHUM KAleHTaM (mpu upbomy ii npubyTox Moxe BU-
ABUTUCA B A€B’ATDb pa3iB BMllje, HDK y BUMAAKY, HDK KOAM
BOHA HAMAraTMMeTbCsl 3aAY4aTH HOBUX KAI€HTIB), yTpu-
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MaHHs HasABHUX KAIEHTIB € OAHI€I0 3 HalIOIABII BMCOKO-
NPiOPUTETHYX 3aBAAHb CYYaCHOTO Oi3Hecy.

3apanumu3siry «Edelman TrustBarometer» 2018 p.
[3], mAroTOBAEHOT MDKHAPOAHO KOMYHIKAL|iiIHOI0 KOM-
naniero Edelman, kaieHTH, SIKi IPOAOBXKYIOTD MIATPUMY-
BATU Balll OpeHA, 3 YaCOM BUTPATATDb Ha 67% OiAblite, HiX
HoBi KalenTn. Came TOMY 6iABLIICTD KOMITaHIN TPUAiASL-
I0Tb yYBary yIpaBAiHHIO YCIiXOM KAi€HTa.

PesyAbTaTi OAHOTO 3 AOCAiAXeHD [4] mokasaAw,
10, 3aA€XHO BiA TOTO, MPO SKYy TaAyai MAETbCS, CKO-
POYEHHSA BIATOKY KAieHTiB Ha 5-10% Moxe mpuHecTH
KOMIIaHil A0 75% AOAATKOBOIO MPUOYTKY. Y LIbOMY AO-
CAIAKEHHI TTOKa3aHO TAKOX, 10 caMe 1o cobi yTpumaH-
Hs HasIBHUX KAieHTIB (TOOTO 3a BiaCyTHOCTI OyAb-sKOrO
AOAQTKOBOTO 3POCTaHHS 00cAriB 30yTy) 3abesmeuye
KoMIaHil KoAOCaAbHi (iHAHCOBI BUTOAM AMIle 3aBASKN
CKOPOYEHHIO BUTPAT 30YTY.

OTxe, yTpUMaHHS KAi€HTa — Lie Ail, CIpsIMOBaHi Ha
MaKCUMi3aLjio [IHHOCTI iCHYIUMX KAIEHTIB [2].

Mema pOCAipAKEHHS — IIpOAHAAI3yBaTy 3aXOAU 3
ONTUMi3aLii NMpOLeCiB YIpaBAIHHSA YCIIXOM KAI€HTIiB Yy
KoMmmaHisx B2B.

TpaBAiHHA ycrixoM KaieHta (Customer Success
Management) — 1ie CYKYIHICTb IPOLIECIB Ta Allf,
CIIPAMOBAHMX Ha AONOMOIY B OTPMMAHHI KAi-
€HTaMMl KOMIIaHil MaKCMMAaAbHOI KOPUCTI Bip MPOAYKTY
a00 mocayryu. MeHepXep 3 YCIIXy KAi€HTa Hapa€e KAieH-
Ty TIPOAKTVUBHY iHQOPMALIiiHY MATPUMKY, CIIPAMOBaHY
Ha 30iAbIIEHHS YeKa KAi€HTa, 3AIICHEHHS IepexpecHNX
NPOAKIB, MOSUTMBHI BIATYKM Ta YCIIILIHI Pe3yABTATU AAS
KAieHTiB. KAIOUOBOI0O MeTOI0 € yTpuMaHH: KAi€HTiB [5].
3a BM3HAYEHHAM CBITOBOTO €KCIIepTy i3 ycmixy
KAieHTiB AiHKoAbHa Mepdi [6], ycmix KAaieHTa — 11e KoAn
KAIEHT A0cCsirae OaXaHOTO Pe3yAbTATy Yepe3 B3aEMOAIIO
3 Balow KommaHiew. ToMy po3yMiHHS, 110 € 6aXaHUM
pe3yAbTaTOM AAs KAieHTa i MOXAMBICTD moOyAyBaTH
LiHHICTb KOMIIaHil, Ta, B KiHLIEBOMY IIIACYMKY, MapKe-
TUHI, 1[iHOYTBOPEHHS, MpOolieC MPOAAXIB, 3aMycK Mpo-
rpaMM YyCIiXy KAieHTa, — 3pOOMTb KOMIIaHil0 Habararo
OiABII L{IHHOMO SIK AASI KAi€HTQ, TaK i OYKBaAbHO OiAbI
LIiHHOIO SIK CYTHICTBD [7].
ToaoBHa MeTa cTparerili yTpuMMaHHS — 3aBOIOBa-
TU TMOCTIiTHMX KAi€HTIB. BoHM OyAyTb poOUTH MOBTOpHI
MIPOAQKI Ta TPUBOAUTH AO BaC CBOIX APY3iB i 3HAlOMUX.
BoaHouac, KoAu KOMIaHis npalitoe B cermeHTi B2B
3a 00paHOI0 6i3HEC-MOAEAAIO, Lie HAKAAAAE [IEBHI YMOBIL.
Io-nepuse, KOpIIOPATUBHI KAIEHTM BYMAralOTh YBaru, K
i B kAacuyHOMy 6i3Heci. BoHM 3BMKAM MaTy IepCOHAAD-
HOTO MeHeAXXepa, MePCOHAAbHI YMOBY Ta IIEPCOHAABHUI
miaxip y uiaomy. KopnopaTuBHi KaieHTH — e 3a3Buyait
BeAMKi KOMITaHii 3 BeAMKOIO KiAbKICTIO KOPUCTYBaYiB, 110
OAHOYACHO MPALIOBATUMYTb 3 IPOAYKTOM. [10-0pyee, 6i3-
Hec MOA€EAD SaaS nepepbayae, 1o KAieHT byae ocobucto
KOPUCTYBATUCA POAYKTOM, AOCTYII AO SIKOTO BiH KYTIye.
A mpoAyKTH AAS Oi3HeCy, SIK IIPAaBUAO, AOBOAI CKAQAHI.
Lle Tako)X BUMarae AOAQTKOBOI yBaru A0 KAieHTa, 1100
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AOTIOMOI'TH JIOMY p03i0paTics B IPOAYKTI Ta apanTyBa-
THCA. |, no-mpeme, Hampukaaa SaaS-MoAeAb Iiepesdadae
OAHOYACHY MIATMCKY 0araTboX KAI€HTIB Ta MOXKAMBICTD
KOPUCTYBauy MUTTEBO OMNAATUTK CepBiC Ta MOYATU PO-
00Ty 3 MPOAYKTOM. A OT3Ke, BXKe He TPALIoe MOAEAb 00-
CAYTOBYBAHHS YCiX KAIEHTIB OAHAKOBO aKayHT-MeHeAXe-
pami, apKe KOMaHAQ o POOOTi 3 KAleHTaMM Mae OAHa-
KOBO A00Ope obcayroByBaty i 50 KaienTis, i 200, i 1000,
0e3 mpomopuiitHOI 3MiHM unceabHOCTI KomaHau. Came
TaKuIl TUI Oi3Hecy MOTpeOyBaB CTBOPEHHS HOBOTO TUITY
MeHeAXepiB 13 00CAYrOBYBaHHS KAIEHTIB, SIKMM CTaAu
MeHeAXepH i3 ycHiXy KaienTiB. Xoua MeTa ixHboi po6o-
T 32AMIIMAACH TAKOIO K — HAAATOAMTH CIIBIPALII0 MDK
KOMIIAHI€I0 i KAIEHTOM 3aAASl YTPMMAHHA OCTaHHbOTO
SKOMOTQ AOBIIIE.

AIOUOBi 0COOAMBOCTI TIPOLIECIB YIIPaBAIHHS yCITi-

XOM KAI€HTIB IOAATAIOTh B TOMY, L0 3araAbHa

cxeMa MOOYAOBM TaKuX TPOLECIB AASL KOXHOI
KOHKDeTHOI KOMIIaHil BiACyTHA. AOCATHEHHS YCIIiXy OA-
HUM KAIEHTOM MOTpe0ye 6araTo vacy, Lii mpoLiecu CKAaA-
Hi, iX Ba)KKO aHaAi3yBaTy, TOMY IIpoLieC ONTMMi3allil 3a-
AVIIAETHCS HE3pO3yMiAMM. AAS TOTO, 11j00 3pO3YMITH, SIK
MO>KHA TIOKPAIUTY IIPOLIeCH YIIPaBAiHHA YCIiXOM KAi€H-
TiB, iX He0OXiAHO TTpOaHAAI3YBaTH BIATIOBIAHO AO TTOKa3-
HUKIB, 11]0 BiAOOpakaioTh eeKTUBHICTb TaKMX IPOLECIB.

[ToxkasHUK AOSIABHOCTI KAieHTiB NPS — 11e oAMH
i3 yNpaBAIHCBKMX IHCTPYMEHTIB, KM BUKOPUCTOBY-
I0Tb AASL OLIiHKM AOSIABHOCTI CIIOXKMBALIbKMX BiAHOCHH.
Ouinka, oTprmana B pamkax NPS-onuryBaxHs, — Lje mo-
Ka3HUK MPUXUABHOCTI KOPMCTYBaya MPOAYKTY. IHImmmMu
CAOBaMy, Lie TIOKa3HYK TOTO, 1110 KOPUCTYBaY IepecTaHe
a00, HaBMAKM, He [IepecTaHe BUKOPUCTOBYBATHU IPOAYKT
HaMOAVDKYMM YaCOM.

AAst KOXHOT raaysi cepeaHs OLIiHKA BiApi3HS€TbCA.
AAst codhTBEpHMX MPOAYKTIB BUCOKMM ITOKa3HUKOM BBa-
xaerbcst NPS y 55 Biacotkis (puc. 1) [2].

3a pesyAbTaTaMMl aHAAI3y KAIOUOBMX IOKAa3HMKIB
KoMmaHil, ocobanBocTell QYHKUiOHYBaHHsA IpoLeciB
YCHIXY KAI€HTIB, aHAAi3y BIATOKY KAi€HTIB, aKTMBHOCTi
KOPMCTYBayiB Ta AOSABHOCTI KAIEHTIB MOXXHA CKa3aTH,
Ha SKill cTaail 3HAXOAUTbCA GYHKLiA ynpaBAiHHA ycrmi-
XOM KAi€eHTiB KoMmnaHil. KommaHis MoXe BUMIpSTY NTeBHi
TIOKa3HUKY Ta PYXaTUCS B HANIPSIMKY poboTH i3 ycrixom
KAI€HTIB, IpoTe Bce 1ije MaA0 HOKYCYBATUCA HA LiiHHOC-
TSX, AKi BOHA Hece AAS KAi€HTa. 3 aHaAi3y 3a3BMyail BU-
AHO, SIK KAIEHTYM DO3YMIIOTb LIiHHICTb IIPOAYKTY, AKUI
Hapae KOMIIaHisf, abo uM po3yMiloTh, SIK 100 BUKOPUC-
TOBYBATH, & TOMY MOXYTb POOUTH BUOIp HAa KOPUCTD Ae-
IIEeBIINX PillleHb.

Kommanis Moxe 3abesnevyBaTii BUCOKMIT PiBEHb
CepBiCy, a TAKOX NMPUAIASTY BEAUKY yBary o0OCAyToBYy-
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= ® Heplth plans
2 16 33 P
@ = @ Internet service proyiders
-5 11 28
[ = @ | TV service providers

Puc. 1. CepepHiii nokasHnk NPS ans pisHux ranyseii BUpo6HuLTBa

MpumiTKa: AaHi 3a cepepHiMM NOKa3HUKaMK iHAeKCy cnoxmByoi akTneHocTi B CLUA 3 pisHux cdep y TpeTbomy kBapTani 2016 p.
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BAHHIO KAI€HTIB, aAe He OYTU MPOAKTUBHOW y BIAHOCH-
Hax 3 KAIEHTOM.

Takox BapTo BIAMITUTHU BiACYTHICTb €AMHOTO He-
PO3pUBHOTO Ipolecy pobOTH 3 KAIEHTOM BiA MOYATKY
i Ao KiHust criBpobiTHMUTBA 3 HUM. [TicAsi poLecy oH-
OOPAVMHIY aKTMBHMIT KOHTAKT i3 KAIEHTOM MOXe Iepe-
puBarucs, i MeHepAKep KOMIIaHIi MyCUTb IpallloBaT B
MIATPUMYIOUOMY PEXMMi, 110 € He 30BCiM BipHUM, apxe
0COOAMBICTIO POOOTM MeHeaXepa 3 YCIIXy KAleHTa €
caMe NPOAKTUBHICTb.

Tomy mpolecn ympaBAiHHA yCITiXOM KaieHTa mo-
TpeOyIOTh AOOTIPALIIOBAHHS AAS MIABUILEHHS eeKTyB-
HOCTI iX po60TH. AAS LIbOTO 3a3BMYall BUKOPUCTOBYETD-
Cs1 aBTOMATH3allis IPOLieciB MEHEAXKMEHTY.

AAsT MOAEAIOBAHHS IIPOLIECIB POOOTH 3 KAIEHTOM
BUKOPUCTaeMO YHiikoBaHy MoBy MoaeatoBaHHs UML.
Harixpaite Biao6pasutu poboTy 3 KAleHTOM 3MOXKe Aja-
rpaMa AISIAbHOCTI (QHTA. — activity diagram) — BizyaAb-
He TpeACTaBAeHHS rpada AisiabHocTeil yHiikoBaHOIO
MoBo1o MoaeatoBanHa UML. Lli piarpamu mupoko Bu-
KOPUCTOBYIOTbCS B ONMCI MOBEAIHKH, 1[0 BKAKOYA€E BEAN-
Ky KIABKICTb MapaAeAbHMX IpolieciB. KoXHUIT cTaH Ha
Alarpami AiIAbHOCTI BiATIOBiAQ€ BUKOHAHHIO A€SIKOI eae-
MEHTapHOI onepallii, a mepexip B HACTYITHUII CTQH BUKO-
HYETbCS TIABKM TTiCAS 3aBeplieHH Liel onmepauii. Takum
YIHOM, Alarpamy AiSIAbHOCTI MOXKHa BBa)XKaTy OKpeMUM
BUIIAAKOM Alarpamu CTaHiB.

CHOBHMM HaIpMKOM BMKOPUCTAHHS Alarpamu

AISIABHOCTI € Bi3yaAisallist 0c0OAMBOCTEI peaai-

3auil omepatilt KAaciB, KOAM HEOOXIAHO HaAATU
AATOpUTMMU IX BUKOHaHHs. Ha plarpami aAisiApHOCTI BiA-
00paKyeThCsl AOTiKa Ta MOCAIAOBHICTD IEpPEXOAIB Bip
OAHi€El AlSIABHOCTI AO iHIIOL, @ yBara aHaAiTuka $oKycy-
€TbCA Ha pe3yAbTaTaX

Ha ocHoBi alarpam aisiapHocTti AS IS, Ha sKmx
0yA0 Bia0OpaxeHO HEaBTOMATM3OBAHMIT IPOLiEC pOOOTH
3 KAIEHTOM, NTPOCTEXNMO, SK 1Ii TpoLecu 3MiHATbCA i3
YIPOBaAKEHHSIM aBTOMaTu3alil (alarpamut AisIAbHOCTI
TO BE). Ha erami BipoBaA)XeHHsI TIOBHICTI) aBTOMATH-
3yeTbCsl HABYAHHS KAIEHTA uepe3 AMCTH, @ TAKOX aBTO-
MaTU3YEThCSI aHAAI3 ycrimHocTi etamy (puc. 2).

[oAOBHI 3aBAQHHS, 1IO CTOSITH IIepeA OMTHMi3alli-
€10 TpoLleciB poOOTH 3 KAi€eHTOM, 3aikcoBaHO y cxeMi
(puc. 3).

[udopmariitno-anaairuana cucrema (IAC) - e
KOMIT'IOTEDHA CUCTEMA, 5IKa AO3BOASE OTPUMYBATU iH-
dbopmairo, cTBOproBaTH 1i Ta 3AliCHIOBaTH 1i 00pOOKY Ta
aHaais. 3aBpauusamu IAC e edexruBHe 36epiranus, 06-
pobKa Ta aHaAi3 AQHKX.

Ha erami yrpumaHHsI BiAOyBa€TbCsl aBTOMATH3a-
Ljis CHOBIileHHs KAI€HTa MPO 110I0 XOpOLIy aKTUBHICTDb
Y CUCTeMi; HAAXOAATb AUICTY 3 MIPUKAAAAMM YCIIILIHOTO
BUKOPYMCTAHHSA CUCTEMM IHIIMMM KAi€HTaMu Ta IpU-
KAAAVM BUKOPUCTAHHA CUCTeMU AAS BUPILIEHHS MEeBHUX
MTaHb; HAAAETHCS OLIiHKA 3aA0BOAEHOCTI KAl€HTa Ta pe-
aKLis Ha MO3UTUBHY OLIiHKY; BiAOYBa€THCS MOHITOPUHT
iHAekcy Meaia-edexTUBHOCTI KAieHTa (puc. 4).
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Ha erami posumpeHHs oAHa 3 Alil MeHeAXepa 3
ycIixy KAieHTiB He MOXXe OyTM aBTOMaTM30BaHa.

Crparerist yTpuMaHHS He TIAbKU AO3BOASIE 30iAb-
LINTY PEHTAOEABHICTh OKPEMOTO KAIEHTA, @ 11 MOTUBYE
0i3Hec poxycyBaTHCs HA MOCTIIHOMY MOAiMIIEHH] cep-
BiCy Ta MPOAYKTY. ApXKe TIABKY TaK KAIEHT OyAe TOBep-
TaTUCs, AKTUBHO B3aEMOALATH 3 OpeHAOM i 3aAmmIaTHCS
3 KoMIaHiero [8; 9].

BMCHOBKU

B ycbomy cBiti Anie 3% Ar0A€l BBaXKAIOTD, 1110 BOHY
AOBIpAIOTH MpodecioHaraM 3 MPOAAXKY Ta MapKETUHTY.
Llina 3a KAIK AA peKAaMM 3POCTa€ Ha KO)KHOMY KaHaal,
AIOAM HAAQIITOBYIOTb MAapKeTUHTOBi NOBiAOMAEHH:, a
TaKi cowiaabHi riranty, sik Facebook, BumararwoTs rpouters,
106 AOCATTU OYAb-SIKOI ayAMTOpii (HaBiTh Ti€i, 1O BXXe
i Tak 3 Bamu). B ymoBax, KoAM KymyBaTy KAI€HTIB cTae
BCe AOPO’K4e, KOMIIaHii TOYMHAIOTb IIPUAIASATY Habarato
OiAblile yBary 30epe)XeHHI0 iCHYIUNX KAIEHTIB.

Bpaxosytoun, 1110 ocobauBicTIo SaaS-6i3Hecy e itoro
MacIITa0OBaHICTb, yci IpoLieck MAlTb OYTH HaAAIITOBA-
Hi TaKMM YMHOM, 11100 OAMH MeHeAXXep Mir BiATIOBiAaTH 32
MAaKCMMAAbHY KiAbKICTb KAieHTiB. Tomy KAlo4OBUMM 3a-
BAQHHAMM 3 ONTMMi3aLii MpOLleCiB yIPaBAIHHS YCIiXOM
KAI€HTIB € 3MeHILIEeHHST Yacy, SIKIi1 TOTPedye MeHeAKep Ha
MIATPUMKY YCITIXy OAHOTO KAi€HTa, Ta CIPOLIeHHS CaMo-
ro mpotecy pobotu 3 kaientom. Taxi 3aBAQHHS MOXYTb
OyTu peaAi3oBaHi yepes BIpoBaAXKeHHs iHGOpMaLiiHO-
QHAAITIYHOI cUCTeMH, KA OyAe aBTOMATM30BYBATH Ti All
MeHeAXepa, SIKi MOXKHa aBTOMATU3yBaTH.

Y pamkax po3po6xu IAC 6yA0 3M0A€ABOBaHO IPO-
ey pobOTH 3 KAIEHTOM 3ripAHO 3 eTamaMy XUTTEBOTO
LIMKAY KAIEHTa 32 AOTIOMOTOI0 Alarpam pAisiabHocTi UML,
sIKi BUCTYMaOTh 5K MoaeAi AS IS (raki, wo ommcyorsb
TpOLIeC y TOTOYHOMY CTaHi). AASL pO3yMiHHS MOXXAMBOC-
Tell aBTOMATU3aLlil OYAO 3MOAEABOBAHO AlarpaMi AisAb-
Hocti UML TO BE, siki Bia0OpakaroTh, SIK Ma€ BUTASIAQ-
TU TIPOLieC Ha KOXXKHOMY eTalli KUTTEBOTO LIMKAY TTCAS
BIIPOBAAKeHHA aBTOMATU3allil.

OTxe, mpoliecu yHpaBAiHHA YCIIXOM KAieHTa B
KOMITaHil PO3MOBCIOAKEH] CepeA KOMITaHil, 110 HAAIOTh
MPOrpaMmy sIK TOCAYTY Ta MAIOTb CKAQAHMIT POAYKT. Taxi
HPOLIECH CTIPSIMOBAHI Ha AOCSTHEHHSI KAIEHTOM Oa)KaHMX
HUM Pe3yAbTaTiB Yepe3 BUKOPUCTAHHS TPOAYKTY KOMIIa-
Hii. TeopeTuyHa cKAaAOBa MOHATTS NPOLIECiB YIPaBAiH-
HS YCIiXOM KAI€HTIB Ha CbOTOAHI MAaAO AOCAiAKEHA, ane
Mae BeAMKe MpaKTHU4YHe BUPAXKEHHS B 0araTbox sK 3a-
KOPAOHHUX, TaK i ykpaiHcpkux IT-koMmaHisx, 3 orasay
Ha 1[0 BOXAUBICTb TEOPETUYHOIO AOCAIAKEHHA L[bOTO
TIOHATTS € Ay)XKe BUCOKOIO. n
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