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POJIb CRM-CUCTEM Y HNIABUIIEHHI EOEKTUBHOCTI YIIPABJIIHHSA
B3AEMOBIIHOCHUHAMM 3 KJIII€EHTAMHA

THE ROLE OF CRM SYSTEMS IN IMPROVING THE EFFICIENCY OF CUSTOMER
RELATIONSHIP MANAGEMENT

AHortamia. Y gochimkeHHi posrasHyto CRM-cucremMu gk IHCTpyMEHT —MiJBUIICHHS
PE3yIBTATUBHOCT] YIPABIIHHS B3a€MOBIJIHOCMHAMH 3 KIIE€HTAMH B yMOBax MHQpOBi3amii
E€KOHOMIKM Ta HecTabuibHOro cepeposuina. [lokazano, mo BopoBamkenHs CRM 3abesneuye
CUCTEMATH3Aallll0 KIIEHTCBKMX JaHUX, aBTOMATH3allll0 TMPOJaXiB 1 KOMYHIKalid, a TaKoX
(dopMyBaHHS aHAIITMYHOI 0a3u AN YNPaBIIHCHKUX pillleHb. BCTaHOBIEHO 3B’SI30K MiX
BukopuctanHsM CRM 1 3pocTaHHSIM KITFOUOBHX MOKA3HHUKIB MiSUTBHOCTI MiIPUEMCTBA, 30KpeMa
KOHBepCii, NPOJYKTHBHOCTI MEPCOHATY Ta piBHA YTPUMaHHSA Kii€eHTiB. OOIrpyHTOBaHO
nouinbHicTe  BUKopuctanHa CRM sk cTpaTeriuHoro  iHCTpyMeHTY — 3a0e3leueHHS
KOHKYPEHTOCTIPOMO>KHOCTI.

Kawuosi caoBa: CRM-cucremu, ymnpaBiiHHS KIi€HTaMHd, IH@poBi3aiis, e(eKTHBHICTB,
aBTOMAaTH3allis.

Abstract. The study examines CRM systems as a tool for improving the efficiency of customer
relationship management in the context of digital transformation and an unstable environment. It
is shown that CRM implementation enables data systematization, automation of sales and
communication processes, and the development of an analytical basis for decision-making. A
direct relationship between CRM usage and improved business performance indicators is
identified, including conversion rates, employee productivity, and customer retention. The
strategic importance of CRM systems for ensuring competitiveness is substantiated.

Keywords: CRM systems, customer relationship management, digitalization, efficiency,
automation.

CyuacHHil pO3BUTOK PUHKOBOT €KOHOMIKH CYIPOBOJIKYETHCS 3arOCTPEHHIM KOHKYPEHIIIi,
0 CHOHyKae Oi3HeC MPHUIAUIATH TPIOPUTETHY yBary B3a€EMOBITHOCHHAM 13 KIIIEHTaMH.
[TinnmpueMcTBam JAenani CKJIAHINIE HE JIMIIE 3HAXOJUTH HOBUX CIIOKMBAYiB, a U yTpUMYBaTH
iXxHIO JosubHICTh. JlypKuTamizamiss Ta I1HHOBaWii y cdepl ymnpaBiaiHHSA KII€HTaAaMH CTalld
BU3HAYAJIbHUMU YWHHUKamMH ycrixy kommaniii. CRM-cuctemn (Customer Relationship
Management — cucrema yIpaBiIiHHA B3a€EMOBIJHOCHHAMHU 3 KIIE€HTAaMH) TIOCTAIOTh SIK
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CTpaTeTiuHUN IHCTPYMEHT I MOOYIOBHM Ta MIATPUMKH JOBTOCTPOKOBHX, B3a€EMOBHT1IHHX
BiHOCHH 3 KiieHTamu. 3actocyBaHHS CRM-texHomoriii 103BoJisie KOMITaHisIM e()eKTHBHIIIE
IpalOBaTH 3 KIIEHTCbKOK 0a3010, ONEpPaTHBHO pearyBaTM Ha 3alMTU CIOXHUBadiB Ta
MiJBUIIYBAaTH SKICTh OOCIYyroByBaHHs. BHACIiTOK ILOTO 3pOCTAE€ 3aJ0BOJICHICTH KIIIEHTIB,
PO3IIUPIOETHCS KOJIO MOCTIHHUX 3aMOBHHUKIB 1, SIK HACIIJOK, 301IBIIYIOTHCS OOCATH TPOJAXKIB 1
npuOYTOK MminpreMcTBa_[5].

HeoOxinnicth ynpoBamkenass CRM-cructem 0co6MBO 3pociia B mepioj] naHaeMii Ta BiHH,
KoJIn Oi3HEC CTHUKAEThCsA 3 Oe3MpeleCHTHOI HEeBH3HAueHICTIO0. BiifHa, mo TpuBae B YKpaiHi,
cTaja HalOUTBIIMM TOTPSCIHHIM 32 OCTaHHI ACCATIIITTS, 3MYCHUBIIH ITiAMPUEMIIIB IIIYKAaTH HOBI
HUISXY B3aEMOJIT 3 KJIIEHTAMU B YMOBaX PU3MKIB 1 AMCTaHIiiHOI poboTH. B mux ymoBax CRM-
CHUCTEMH TPaHCPOPMYBAIUCH 13 CYyTO MPOrPAMHOrO MPOAYKTY Yy Oi3HEC-CTpaTeriro Mmo0yaoBH
CTIMKHUX AIIOBUX BIJHOCHH, OCOOJIMBO MiCiIs 3a00pOHU POCIIICHKOTO MPOTPaMHOT0 3a0e3MeYeHHS
Ha Jpyromy poii BiiHM. Kommanii, mo akTHBHO BIPOBaIKYIOTh BiTun3HsAHI CRM-pimenHs,
OTPUMYIOTh IHCTPYMEHT /17151 30€peeHHS KIIIEHTIB Ta PO3BUTKY Oi3HECY HaBITh y Yacu MOTPACIHBb
[7].

[Turannsm Teopii Ta nmpaktuku BukopuctanHs CRM-cuctem mpucBsitinm yBary 0araro
HaAyKOBIIiB, 30kpema binonepkiscskuit O.b., Bepeckyn M.B., Mosrosa I'.B., [Inexanosa I'.O.,
Pubauyk-fposa T.B., Tkauenko [.A., FOpuyk H.II. Ta immi. Bonm pocmimkyBamm sk
KoHIenTyai bHi 3acaqu CRM, Tak 1 pe3ynbTaTu BIPOBAIKEHHS TAKHX CUCTEM Y PI3HUX Tally3sx
eKOHOMiKU. OJHAK 3aJIMIIAETHCS aKTyaIbHUM aHaJli3 Cy4acHUX TeH eHIii Bukopuctanus CRM B
yMoBax nu(poBoi TpaHcopmallii Ta BOEHHOTO CTaHy, a TAKOK OLlIHKa e(h)eKTUBHOCTI IIMX CUCTEM
JUTS T ABMILEHHS PE3yIbTaTUBHOCTI Oi3HEC-TIpo1ieciB [2].

HesBaxkaroun Ha oueBUIHI mepeBaru, piBeHb BrpoBamkeHHS CRM-cuctem y 6i3Hec-
MPAKTUKY JOCI JIMIIAETHCS HEePiBHOMIpHUM. J[s1 OWIHKW cUTyamii po3rJITHEMO sIK TJI00aibHI
TEHJCHII], Tak 1 AuHaMiKy mo Ykpaini. ['mobansno punok CRM e ognHum i3 HalOimbIIuX
cermeHTiB Oi3Hec-II3 — #oro obOcsar orinioBaBcs maibke y $97 mupa cranom Ha 2023 pik, 3
MPOTHO30M MOAANBIIOr0 3pocTaHHs. biau3pko 65% kommaniit y cBiti miakmodarots CRM-
CUCTEMY MPOTATOM NEPUINX I1’ATH POKIB ISJIBHOCTI, IPUUOMY JJIsl YKPATHCHKUX MIANPUEMIIIB LIEeH
NOKa3HMK 1€ BUIIMA — B cepegHboMy ~1,5 poky Bin 3amycky OizHecy. lle moscHIOeTbCS
JOCTYIHICTIO CyYacHUX XMapHHX SaaS-pileHb 1 MOOUTRHUX JIOAATKIB, SKi JTO3BOJISIOTH
posnoudaty BukopuctoByBatd CRM 6e3 3HauHuX MoyaTKkoBUX BUTpaT. Taki Hudpu CBiIYaTh, 110
HaBITh MaJIni O13HeC Bce OLIbIIe YCBIIOMITIOE LIIHHICTh aBTOMAaTHU3allli pOOOTH 3 KJIIEHTaMU 3317151
OTpUMAaHHS KOHKYPEHTHUX Iiepesar [3].

B Vkpaini Bukopucranast CRM-cuctem HaOyBae mommpeHHsl, OJHAK 10 HEAABHBOTO Yacy
BIIPOB/KEHHsI BiAOyBaslocs MOBLIBHO. 3a OliHKaMH, ctraHoM Ha 2021 pik aume 6au3bko 9%
YKpaiHCBKUX MiAMPUEMCTB akTHBHO KopucTyBanmucs CRM-cuctemamu. J{ns nopisusHHS, y 2017
poli el HOKa3HUK CTaHOBHUB NMPUOIU3HO 6%, TOOTO 32 HOTHPH POKH YaCTKa KOPUCTYBaviB 3pociia
y 1,5 paza. Xoua TeMnM 3pOCTaHHS € IO3UTUBHHMMH, OXOIUICHHS BCE€ OJHO 3aJUIIAIOCSH
HeBeMMKUM. ONUTYBaHHS BUSBIAIOTH, 110 TOJOBHUMHU MPUYMHAMHU TMOBUIBHOTO BIPOBA/KEHHS
Oymu Opak iH(opmMmarii npo nmepeBarm CRM, koHCcepBaTH3M KEpiBHUKIB, a TAKOXX HEIOOIIIHKA
€KOHOMIYHOT0 e(eKTy BijJ aBTOMAaTu3alii BIIHOCHH 3 KiieHTamMH. Pa3oM i3 TuM Kommadii, ski
nepummu  BrpoBamwuii CRM, onpasy Bimdynu mo3uTwBHHN BIUTHB: moHAn 90% omuTaHuX
MEHEeKEpIB 3asBWIIM, 110 €(eKTUBHICTh iXHBOTO Oi3Hecy 3pocia micias Bukopuctanus CRM,
NpUYOMY Maiike MOJIOBHHA BiJ3HAUWIIa 3HAYHE MMOKPAIICHHS MMOKa3HUKIB. Lle miaTBepmKye, Mo
CRM-cucremu 37aTHI NPUHOCUTH BiIYYTHY KOPHCTh, 1 TMpoOiiemMa TOJisIrae pafime y
HEJIOBUKOPUCTAHHI I[LOTO TOTEHITiamy [9].

Edext Bin CRM-cuctem oXoIIroe pi3Hi acmekTH Oi3HeCy — Bij MPUIIBHIICHHS LHKIY
YIOAM 10 MIABUIIECHHSA epeKTUBHOCTI MapkeTuHry. [IpumitHo, mo 48% kommnaniil ¢iKcyloTh
CYTTeBE (BHUIIE CEPEeHBOr0) 3pOCTAaHHS KIIOUOBUX MOKA3HUKIB IICIIs aBTOMATH3allli B3aeMOii 3
kiieaTamu. Jlocsraetbes 1ie 3aBasku ToMy, 1o CRM no3Bomsie ycyHyTH 6arato “By3bKHX MicCIb”
y Tpolecax MpoJaxiB Ta cepBicy: iH(popMallist Mpo KIIEHTA 3aBXKIHU 1]l PyKOIO Y MEHEIKEPiB,
MEHIIIE Yacy BUTPAuya€ThCsl Ha PYTUHHI AIMIHICTpAaTHUBHI Iii, cHUCTeMa cama Harajaye Ipo
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HEOOXITHICTh KOHTAKTY YW MPOJIOBKEHHS JIOTOBOPY, aBTOMAaTUYHO (POpMY€E 3BITH Ta aHATITHUKY
Tolmo. B pe3ymbraTi MigBUILYETHCS MPOIYKTUBHICTH Mpali Ta pPe3yJbTaTHBHICTH KOXKHOTO
CIIBpOOITHUKA, 3MEHIIYIOTHCS OMEPAIliiiHI BUTPATH, POCTYTh MOKA3HUKH IMPOJaXiB. 30Kpema,
JOCIIJKeHHST (PIKCYIOTh 301IbIIEHHS KOHBEPCil yroJl i CepeIHbOro YeKy, a TaKoX 3MEHILICHHS
BIITOKY KJII€HTIB Ticis BrnpoBampkeHHs CRM mpubnu3Ho Ha 5 BiICOTKOBUX NMyHKTIB. Takum
YUHOM, NPAKTHYHI JaHi MiJITBEP/PKYIOTh BUCHOBKM Teopii mpo mo3utuBHui BB CRM Ha
edexTuBHICTH Oi3HeCy [1].

BaxmuBum acniekrom € BuOip xonkpetrHoi CRM-cuctemu Ta amanramis ii 10 motped
MIAMPUEMCTBA. YKPATHCBKHM PHUHOK IMPOMOHYE HIMPOKI MOMIJIMBOCTI: MPUCYTHI SK TI00aabHI
npoayktu (Hanpukian, Salesforce, SAP CRM, Microsoft Dynamics), tak i 4iCJICHHI JIOKaIbHI
po3pobku (Bpmonline/Creatio, KeyCRM, OneBox, SalesDrive ta inmii). Jlo 2022 poky 3Ha4Ha
qacTKa yKpaiHChKOTO Oi3HeCcy BUKOpucToBYBana pocilicbki CRM-cucremu (icTopu4HO Moy IisipHi
Bitrix24, amoCRM Ttomro). ITicis mouaTKy HMOBHOMACIITaOHOI arpecii Ta BBeICHHS 3a00pOH
CUTYyallis IOKOPIHHO 3MiHWIacsa. bizHec MacoBO BiIMOBIISIBCS Bijl IporpaM KpaiHU-arpecopa Ta
MepPEeX0IUB Ha BITUM3HSHI ¥ 3aXi/HI pilIeHHS. 3a JaHUMU MacIITaOHOTO JOCTIHKEHHS KOMIaHii
Ringostat (BuGipka 31 653 kommawnii), 4acTka KopuctyBauiB ykpaiHcbkux CRM cepen ycix
Komnanii, o marote CRM, 3pocna 3 8% y 2021 poui 10 65% y 2025 poui. HaromicTs yacTka
POCIMCBKUX CHUCTEM 3a IeW Tepiof CTpPIMKO 3HU3WiIach: skmo y 2021 pomi O6mu3bko 2/3
kopuctyBauiB CRM B Vkpaini npairoBanu came Ha pociiickkomy I13, To ctanom Ha 2025 pik
npubimsno 21% komnanii me 3anumanucs Ha pociiicbkux CRM. ®aktnyHo 1m’dta YacTHHA
0i3HeciB JJ0ci He Tepeiluia Ha allbTePHATUBHI PIlIEHHS, 10 CBITYUTH MPO MEBHY 1HEPIIHHICTh
PHUHKY 1 HasIBHICTb CETMEHTY, JIe IEPEXi/l MOKH L0 TATBMYETHCS (3/1€01IBIIOTO 1€ TiANPHEMCTBA,
SKUX BIAIITOBY€E HASBHUN (DYHKI[IOHAN CTAPUX CUCTEM 1 CTPUMYE CKIIQJHICTh Mirpamii JaHuX).

He menm moka3oBuM € Toil ¢akt, mo noHan 38% yKpailHCBKUX KOMITaHIA 3arajioM He
BUKOPUCTOBYIOTh k0AHOT CRM-cuctemu cranom Ha 2025 pik. Lleil mokasHHMK 3ajMIIA€eTbCs
maibke HeaMiHHMM 3 2021 poky, xonmuBarouuch y amianazoni 38-42%. Jlns mopiBHSHHS, Y
OUTbIIOCTI PO3BUMHEHMX KpaiH uvacTka OizHecy 0e3 CRM ominioetscs Ha piBHI ~25-30%.
CrabinmpHicTh BHCOKOi uacTku ‘“‘HeoxomieHnXx  CRM cermentiB B VYkpaiHi CBiIYUTH IpoO
ICHYBaHHS TIIMOMHHUX MPUYMH: HU3BKUN piBeHb LU(POBOI 3piIOCTI OKPEMHUX MiANPUEMCTB,
1no0O0IOBaHHS 3MIH Ta HEBIEBHEHICTh Y OKyNHOCTI i1HBecTuL1H B IT. Takum mignpuemMcTBaM 4acto
Opakye HEOOXiTHMX KOMIIEeTeHIH, 1 BupoBaykeHHss CRM cnpuiimMaeTbes sIK CKITaJHUM MPOEKT.
Bonanouac came neit cermenT (maitke 40% pUHKY) CTAaHOBUTBH 3HAYHUUN pe3epB 3pOCTaHHS IS
nocradanbHUKiB CRM-pimieHs Ta iHTerpatopiB, 0COOJIMBO B NMOBOEHHHH MEpiOJ BiJHOBJIECHHS
ekoHomiku [10].

Jns ranmy3eBoi xapakTepucTHKU BripoBapkeHHs: CRM 3BepHeMocs 10 CBITOBOTO JOCBiaY.
CRM-cucremn HaiiOinpm mommpeHi y cdepax, /e € BETUKUH MacHB KIIEHTIB 1 HEOOXITHICTH
TICHOI KOMYHIKaIlil 3 HUMH. 3rifHo 3 onutyBaHHsaME SelectHub, mizepom e cekrop mocmyr — Ha
Hboro npunanae nonan 30% xopucryBauiB CRM y cBiri. Jami iinyts chepu IT i BUpoOHUIITBO
(mo ~13%), dinarcu (~10%), onToBa Ta po3apiOHa TOPriBIsA, TUCTPUOYIIist To1o_[6].

JIist ykpaTHChKHX TIAMPUEMCTB TaTy3eBi TCHJICHIIIT 3arajgoM moaiOHi: HallakTuBHie CRM
BIIPOBA/KYIOTh KOoMIaHii y chepi mocayr (OcBiTa, KOHCYJbTallil, MApKETUHT, KYpCH TOILO), Y
po3npiOHiil TopriBmi Ta €-commerce, QiHaHCOBHX TIOCIyrax, a OCTaHHIM YacoM — 1 B
IPOMHCIIOBOCTI Ta arpo0i3zHeci. BiTun3HsHi po3poOHUKH MPONoHYOTh HaBiTh HimeBi CRM s
OKpeMUX rany3ed (HepyXoMiCcThb, OyMIBHHUIITBO, MEIUIIMHA), IO TOSICHIOE 3POCTAaHHS YaCTKH
raimy3eBux pimens 3 8% y 2021 p. no 17% y 2025 p.. Lle o3Hauae, 110 KoXKeH MOCTU Gi3Hec 13
nirouoro CRM-cucremoro B YkpaiHi oOupae crieriaiizoBade pilmieHHs, po3poOieHe mija Horo
cdepy — TeHACHLIs A0 KacToMmizallii Habupae obepTis [4].

Oco0uBO ¢l BiA3HAYHTH pe3ysibTaTi BipoBakeHHs CRM y manomy 0i3Heci, apke s
HBOT'O MUTAaHHS €(EKTUBHOCTI CTOITh HAHUTOCTpilIe yepe3 0OMeKeHICTh pecypciB. JlocmipkeHHs
A. Ilpomenka (2024) nemoHcTpye Ha mnpukiaal manoro mianpuemctBa “Komciti” (cdepa
KOMyHaJIbHUX mocayr), mo BrpoBapkeHH CRM-cucremun KeyCRM no3Bonmmiio cyTTeBO
ONTHUMI3YBaTH AISUIbHICTh: BXKE MPOTATOM MEPIIOTO POKY OyI10 3a(hiKCOBaHO 30UIBIICHHS YUCTOTO
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NpUOYTKY MIANMPUEMCTBA Ta MOKPAIICHHS BCiX MOKA3HHWKIB PEHTA0EIBHOCTI, IO IMiATBEPIUIIO
yCHiHICTh NpoekTy. Y npomy kelici CRM-cuctema 3abe3neuniia eHTpalizaliio 00Ky 3asBOK,
KOHTPOJIb 32 CBOEYACHICTIO 1X BUKOHAHHS, aBTOMATH3AI[IF0 BUCTABIICHHS PaXyHKIB, 110 3HU3UIIO
orepauiiHi BUTPATH 1 MPUCKOPHIIO HAJAXO/HKEHHS OIUIaTH. SIK HACHiIOK, MiAIMPUEMCTBO 3MOTIJIO
00cTyroByBaTH OUIBIIE KITIEHTIB TUMH XK PECypcaMu, CKOPOTHBIIHN JeOITOPCHKY 3a00proBaHICTh
1 BTpatu. BogHo4ac MOCBiA moka3aB HEOOXIMHICTh MOCTIMHOTO KOHTPOJIFO BUTPAT HABIThH MIiCIS
BripoBapkeHHsT CRM, abu mocsrHyTe 3pocTaHHs He Oyi0 HiBeIbOBaHE 301IBIIICHHSIM BUTPATHOL
gacThHU. 3araioMm Kedic minTBepauB, mo CRM € gieBUM 1HCTpYMEHTOM IIiIBHINEHHS
e(DEeKTUBHOCTI YNPABIIHHSA Ta KOHTPOJIO Oi3HEC-TIPOIECIB HABITh JIJII HEBEJIMKHX KOMITIAHIMH,
CHPUSIOYH HIBUANIOMY YXBAJIEHHIO PILIIEHb 1 ONTUMI3allii BAKOPUCTaHHS pecypciB [8].

OTxe, MPakKTUYHUKA aHaJi3 CBIAYUTH MPO BaroMuid mo3utuBHHUM BB CRM-cuctem Ha
e(eKTUBHICTh YIPABIIHHA B3AaEMOBIIHOCMHAMH 3 KJIIEHTaMH 1 pE3yJNbTaTH MJiSUTBHOCTI
nignpuemcTB. Komnanii, sixi BipoBaamm CRM, Big3HauaroTh MPUCKOPEHHS KIIFOYOBHX MPOIIECIB,
3pOCTaHHs NPOAAXiB, MOKpAIIEHHS YTPUMAHHS KII€HTIB Ta MiJABUIICHHS TPOJYKTUBHOCTI
nepconairy. Oco0JIMBO aKTyaIbHUM II€ CTAJIO0 B yMOBax udposizallii Ta BijanaaeHoi poOOTH, KOJIU
0e3 CHCTeMAaTHU30BaHOTO IMIIXOYy J0 KOMYHIKAIKM 13 KIIIEHTAaMH Ba)KKO 3a0€3MEYUTH BUCOKUHN
piBeHb cepBicy. Ykpaincekuii 0i3Hec npotarom 2022-2025 pp. 3aiiiCHUB CIIpaBXHii TPOPUB Y
nepexo/ii Ha cydacHi CRM-pimenHss, mo He JUIie 3HU3WIO TeXHOJIOTIYHI PU3UKH (BiIMOBA BiJl
MOCTa4YaJIbHUKIB MPOTPAMHOI0 3a0€3IeUeHHsI arpecopa), a ¥ BIIKPHUIO HOBI MOXKJIMBOCTI JIJIst
PO3BUTKY JOKambHUX [T-IpOAYKTIB 1 MiABUIIEHHS KOHKYPEHTOCIIPOMOYKHOCTI HIATIPHEMCTB Ha
BHYTPIIIHEOMY PHHKY.
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