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CRM-AHAJITHUKA IK OCHOBA NIPUMHSTTSI
MAPKETUHI'OBUX PIINEHDb HA NIAITPUEMCTBI

Y cyuacnux ymosax yugposoi mpancghopmayii 6iznecy ma 3p0Ccmarisi KOHKYPEHYIL Ha PUHKY 0COOIUBOT aKniy-
anvbHoCcmi Habysae npobrema niOBUUeHHsL 0OIPYHMOBAHOCME MA e(heKMUSHOCME MAPKEMUHE08UX PIUUEHb HA Ni0-
npuemcmeax. OOHUM i3 KIHOHOBUX THCMPYMEHmMIS THOOPMAYIiHO20 3a0e3neYeH s MaAPKEMUHE080i OBLIbHOCMIE €
CRM-ananimuxa, sika 00360/18€ CUCTIEMAMU3YB8AMU, 0OPOONAMU Ma IHMepnpenty8amu Oari npo CROXCUBAIB, IXHIO
10BeJiHKY, nompeodu, pigeHb TOANIbHOCII Ma KYNigenbHy akmusHicms. Bukopucmanna CRM-ananimuxu 3abe3ne-
Yye nepemeoperHs 8eIUKUX 00cA2i8 inghopmayii' y npakmuyHo 3navyuyi iHcaumu, wo CRpUsiioms 00LPYHMOBAHOM)
NPULHAMMIO MAPKeMUH208UX Dilienb, NIOBUWEHHIO KIIEHMOOPIEHMOBAHOCII MA KOHKYDEHMOCNPOMONCHOCHIE
nionpuemcmsa. Memoro cmammi € o6rpynmysanns poini CRM-ananimuxu y ghopmysanni ma peanizayii MapkemuH-
206UX piutetb, a MAKO#C GUIHAYEHHS OCHOGHUX HANPAMIB ii NPAKMUYHO20 3ACMOCY8aHHA. Y npoyeci 00CHiOHCeHHs
BUKOPUCMAHO 3A20IbHOHAYKOBE MA CNEYianibHi MemoOu Ni3HAHHS, 30KpeMa aHali3 i cunmes, iHOYKYi0 ma 0edyK-
Yito, CUCMeMHULL | CTMPYKIYPHO-L02IYHULL NIOX00U, A IMAKOHC MemO0 Y3a2aNbHEeHH HAYKOBUX 0Jcepel ma NPAKmuY-
HOo20 docsidy nionpuemcms. Y cmammi poskpumo cymuicme CRM-ananimuxu ma eusnaueno il micye 8 cucmemi
MapKemuHz08020 ynpasiinka nionpuemcmseom. 1Ipoananizo6ano oCcHO8HI HanpsaMu il BUKOPUCMAHHS, 30KPEMA ce2-
MEHMAyYiIo KIEHMIE 3a NOBEOIHKOBUMU MA YIHHICHUMU O3HAKAMU, OYIHIOBAHHS HCUMMEBOL YIHHOCHIL CROXMCUBAYA,
NPOCHO3YEAHHS NONUMY, NEPCOHANIZAYIIO MAPKEMUH208UX KOMYHIKAYIN, aHAI3 TOSIbHOCMI Ma OYIHKY eekmus-
HOCMI MapKemuH208UX 3ax00i8. Jlosedeno, wo 3acmocy8ants AHATIMUYHUX IHCIMPYMEHMI8 0036805€ NIOGULYUMU
MOYHICIb NPOCHO318, 3MEHUUMU PUSUKU RPULHAMM YAPAGTIHCOKUX DilieHb mda ONMUMI3Yeamu eumpamu Ha
Mmapkemuneosy oisibHicms. Ocobaugy ysacy npudiiero usHayenmio nepesae ynposaoicenisi CRM-ananimuxu o
NIONPUEMCING PIZHUX CEKMOPIB, A MAKOIC GUOKDEMTIEHO OCHOBHI NPpOoOieMU Ma 0OMediCeHH s iT NPAKMUYHO20 BUKO-
PUCMAHHSL, ceped SKUX HeOOCAMHSL SIKICTb OAHUX, (hPpaeMeHmMapHicib HQOPMAYItIHUX ROMOKIE I HUSbKULL PIGEHb
AHaNIMUYHUX KOMnemeHyill nepconany. [Jogedeno, wo epexmusne 3acmocy8anHs aHalimuyHux iHCmpyMenmie
nompebye KOMNJIeKCHO20 NIOX00Y, AKUL NOEOHYE CYUACHI YUPPOosi mexHono2ii, npoghecitini KoMnemeHyii NepcoHamy
ma KiEHMOoOPIEHMOBAHY MapKemuHzo8y cmpamezio. IIpakmuyna yinHicmb 00CTIONCEHHS NONAAE ) MOKCIUBOCHII
BUKOPUCMAHHS OMPUMAHUX Pe3YIbmami6 0iisi 600CKOHANEHHS NPoYecy NPULIHAMMA MAPKeMUH208UX PilleHb Ha
OCHOGI AHATIMUKU, NIOBUUCHHS eDEeKMUSHOCHI YIPAGTIHHSL KIIEHMCLKOIO OA3010 MA (hPOPMYBAHHS KOHKYDEHIMHUX
nepesae. Mamepianu cmammi MOJCymv Oymu KOPUCHUMU 0151 (PaXIBYi8 3 MAPKemuHey, KEPIGHUKIS NIONPUEMCINS, d
MAKoHC y HABYATILHOMY NPOYEC 3aK1aié GUUOT 0CIMU eKOHOMIUHO20 CHPAMYBAHHS.

Knrouosi cnoea: mapkemune, ingpopmayitini cucmemu, CRM-cucmemu, CRM-ananimuxa, mapkemunzosi
piuenns, KiieHmMoOpPiCHMOBAHICMb, eheKmUBHICMb YAPAGIIHHA, ONMUMI3AYIAL.
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CRM ANALYTICS AS A FOUNDATION
FOR MARKETING DECISIONS AT AN ENTERPRISE

In the current context of digital transformation in business and growing market competition, the issue
of enhancing the justification and effectiveness of marketing decisions in enterprises has become especially
relevant. One of the key tools for information support of marketing activities is CRM analytics, which allows
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for the systematization, processing, and interpretation of data on consumers, their behavior, needs, loyalty,
and purchasing activity. The use of CRM analytics enables the transformation of large volumes of informa-
tion into practically meaningful insights that contribute to the well-founded making of marketing decisions,
increased customer orientation, and enhanced competitiveness of the enterprise. The aim of this paper is
to justify the role of CRM analytics in the formation and implementation of marketing decisions, as well
as to identify the main areas of its practical application. The study employs general scientific and special-
ized research methods, including analysis and synthesis, induction and deduction, systemic and structural-
logical approaches, as well as the method of generalizing scientific sources and practical experiences of
enterprises. The paper reveals the essence of CRM analytics and defines its place in the marketing manage-
ment system of an enterprise. It analyzes the main directions of its use, including customer segmentation
based on behavioral and value characteristics, evaluation of customer lifetime value, demand forecast-
ing, marketing communication personalization, loyalty analysis, and the evaluation of marketing campaign
effectiveness. It is demonstrated that the use of analytical tools enhances the accuracy of forecasts, reduces
the risks associated with management decisions, and optimizes marketing expenditures. Special attention
is given to defining the advantages of implementing CRM analytics for enterprises in various sectors, as
well as identifying the main problems and limitations of its practical use, such as insufficient data quality,
fragmentation of information flows, and the low level of analytical competencies among personnel. It is con-
cluded that effective use of analytical tools requires a comprehensive approach that combines modern digi-
tal technologies, professional staff competencies, and a customer-oriented marketing strategy. The practical
value of the research lies in the possibility of using the results to improve the process of making marketing
decisions based on analytics, increase the effectiveness of customer base management, and enhance com-
petitive advantages. The materials of the article may be useful for marketing specialists, enterprise manag-

ers, and in the educational process of higher education institutions focused on economics.
Keywords: marketing, information systems, CRM systems, CRM analytics, marketing decisions, customer

orientation, management effectiveness, optimization.

Beryn. V cydacHnx ymoBax mudpoBoi TpaHchop-
Marii Oi3Hecy Ta 3pOCTaHHS KOHKYPEHIII Ha PHHKY
MiANPUEMCTBA CTHKAIOTHCS 3 HOTPEOOI0 MPHHHSATTA
OOIPYHTOBaHMX MapKETHHTOBHX pillleHb, IO 3a0e3-
MEYYIOTh KOHKYPEHTOCHPOMOXKHICTh 1 KIIEHTOOPIi€EH-
TOBaHICTh AisIbHOCTI. He3Bakaroun Ha 3HAUHY Kilb-
KiCTh TEOPETHYHUX 1 MPAKTUIHUX JTOCIIKEHB Y chepi
MapKEeTHHTY, OJHUM i3 KITIOYOBHUX BHKJIMKIB 3aJTHIIIA-
€TbCsl e(eKTHBHE BHUKOPUCTAHHS BEIUKHX OOCSATIB
JaHUX MPO CIIOKUBAviB A1 (POPMYBAHHS CTPATEridHO
Ta TAKTUYHO OOTPYHTOBAHUX PillICHb.

Oco0/IMBO aKTyaTLHOIO € MPOo0IIeMa IMePETBOPECHHS
JAHUX y TIPAKTUYHO 3HaYyIy iH(OpMAIlio, IO J03BO-
Jsl€ OLHIOBAaTH MOBEIIHKY KIE€HTIB, MPOTHO3YBAaTH
[IONUT, CErMEHTYBaTW CIIOXKMBayiB, IIiBHUIYBaTH
PiBEHB iXHBOI JIOSUTBHOCTI Ta ONITUMI3yBaTy BUTPATH HA
MapKETUHIOBI aKTUBHOCTI. Y I[bOMY KOHTEKCTI KJIIO-
4OBY poJib Bifirpae CRM-ananiTuka, sika € iHCTpyMeH-
TOM CHCTeMaru3arlii, 00poOKH Ta iHTepITpeTarii JaHmx
JUTSL IPUAHATTS €(PEKTHBHUX MAPKETUHTOBUX PIllICHb.

HesBaxkaroun Ha HasBHICTH CydacHUX iH(opMa-
LiAHUX TEXHOJNOTIH, y MPaKTUYHIN IisSUTBHOCTI Mif-
MIPUEMCTB  CIIOCTEPITAIOTBCA TaKi TPOOIeMH, SIK
HEJOCTaTHS SKICTh JaHWX, (hparMeHTapHICTh iHDOP-
MalifHUX TOTOKIB Ta HU3BKHH DPIBEHb aHANITHYHUX
KOMIIETCHII TepcoHaly. BomHouac KoMIuieKcHe
BukoprcTaHdss CRM-aHamiTHKH TO3BOJISE TONOJIATH
i TPYAHOII[ Ta 3a0e3Medye MiJBUIICHHS TOYHOCTI
MIPOTHO31B, 3HW)KEHHS PU3HUKIB MPH MPUIHATTI yIpas-
JIHCHKHX PIllIeHb 1 ONTHMI3allil0 BUTPAT HAa MAPKETHHT.
TakuM Y9MHOM, aKTYalIbHICTh MOCITIKCHHS IIOJISTAE
y BHBYCHHI Ta oOrpyHTyBaHHi poni CRM-aHamiTuku
SIK OCHOBH HPHHHSTTS MapKETHHIOBUX pillleHb Ha

MiANPUEMCTBI Ta BU3HAYCHHI NUBSIXIB ii eeKTHBHOTO
3aCTOCYBaHHS.

Marepianu Ta Metoau. 3a octanui poku CRM
CHUCTEMH Ta il poib y MapKeTWHTOBOMY YIIPaBIiHHI
CTalM TIPEJMETOM aKTUBHOTO HAyKOBOTO 3alliKaB-
JICHHS SIK BITYM3HSHUX, TaK 1 3apyOiKHUX JTOCIIIHU-
KiB. Y MDKHApOTHUX HOCTIKEHHAX aHami3 poiai CRM
Yy KOHTEKCTI NIU(ppOBOi epyu BUCBITICHWH y poOOTi
Diah, Fahrizal ta Herdiansyah, sixi mocmimxkysanu
BukopuctanHsi CRM i 3MiHEHHSA JIOSUIBHOCTI
KIIIEHTIB 3aBISKH TIEPCOHATIIZ0BAHUM KOMYHIKAITisM,
IHTErpOBaHUM TEXHOJIOTISIM BEJTMKHX JIAHUX Ta IITYy4-
HOTO iHTeNeKTy, makpecmooun, mo CRM anaiis crae
KJIFOYOBMM MEXaHi3MOM MiJBHILICHHS MapKETHHIOBOi
e(ekTUBHOCTI. 3HAYHUK iHTEepeC BUKIMKAE IHTETrpa-
uist mry4Horo inTenekrty B CRM ananituky. 3okpema,
pobota C. Ledro ananizye nepcrnextuBu Al migcuie-
Hux CRM cuctem, 110 He JMIle aBTOMATH3YIOTh aHa-
JIi3 KITEHTCHKUX JTaHUX, ajie i GOpMyIOTh 31aTHICTh 10
NPUIHATTS aIaNTUBHHUX PIilIEHb HA OCHOBI PO3IIMpe-
HUX aHAIITHYHUX MOXJIMBOCTEH. YKpaiHCBKI AOCIHi-
JDKCHHS TAKOXK POOJISITH BHECOK Y PO3YMIHHS Cy9YacHHX
aHAMITHYHUX TpakThK. Hampukian, pobora Pi3nuk,
KoBanpunk 1 KyTHHK po3mismae aHaii3 KIIEHTCHKHX
nanux y CRM sk 0cHOBY yXBaJIeHHS yNIPaBIiHCHKHX
piIieHb, 30KkpeMa TSl Oi3HeC CepeIOBHII EIEKTPOHHOT
komepii, je CRM ananituka cinyrye ¢gyHaameHTOM
JU1st QopMyBaHH MApKETUHTOBHX, JIOTICTUYHHX 1 CTpa-
TEriYHUX PillIeHb 1 MOJETIOBAHHS MPOLECY NPUHHSITTS
pimens. OMHOYACHO 3 MM, YKPAiHChKi HayKOBIIi, TaKi
sk OkcamutHa 1 [Ipsixa (2023), aHanizytoTh MiIX0qH
10 oniHkH edekrrBHOCTI CRM crcTeM y MapKeTHHTO-
BOMY KOHTEKCTi, PO3IIMPIOIOYH AOCIIIKEHHS BILIUBY




Bunyck 11, 2025

209

AQHATITUKH Ha TIOKa3HWUKU OOCITYTOBYBaHHS KIIEHTIB,
JIOSUTBHOCTI Ta pe3yJIbTaTUBHOCTI KaMIIaHiH.

TaxuMm 4rHOM, iCHYIOU1 HayKOBi IMyOITiKallii CTBOPIO-
FOTh MILHY METOZOJIOTIYHY OCHOBY JJIsl JIOCIIJDKCHHS
CRM aHaiiTvKH, aje BHSBISIIOTH TaKOX MOTPeOy
y TOINANbLIOMy CHCTEMHOMY JOCIHIDKeHHI i1 podi
B TNPUHAHATTI MApKETHHTOBUX pillIeHb Ha MiIIPHEM-
CTBax 3 ypaxyBaHHSIM Cy4aCHUX H(POBUX BUKIIHKIB Ta
MPaKTUYHUX 0OMEKEHb BIIPOBA/KEHHSI.

Mertoro crarti € oOrpynTyBanHs poii CRM ana-
JITUKH SIK OCHOBU MPHUUHSTTS MAPKETUHIOBUX PillIeHb
Ha MiAPUEMCTBI Ta BU3HAYCHHS KJIFOYOBHMX HAIPIMIB
ii MPaKTUYHOTO 3aCTOCYBAHHS /IS IMTiIBUIICHHS KITi€H-
TOOPIEHTOBAHOCTI, TOYHOCTI TIPOTHO3IB, €(hEeKTUBHOCTI
MAapKETHHIOBHX 3aXOMiB Ta KOHKYPEHTOCIPOMOXKHOCTI
MiINPUEMCTBA.

Pesyasraru. CRM-aHaniTHKa € KOMIUIEKCHUM 1HCT-
PYMEHTOM, SIKMH JIO3BOJISIE MiATIPHEMCTBAM 30HMpaTH,
00poOMATH Ta aHaNi3yBaTH JlaHi PO KIIEHTIB IS TIPHU-
HHSTTS MapKeTHHIOBHX pilieHb. Bona oxommoe iHdop-
Mallif0 PO MOBE/IHKY CIIOKHBAYiB, IXHi HOTpeOH, piBEHb
JIOSUTBHOCTI, KYTiBENbHY AKTHBHICTH 1 B3aEMOJIIIO 3 KOM-
naHi€ero. OcHoBHa MeTa CRM-aHaiTHKY — epeTBOPEHHS
BEJIMKHUX OOCSTIB JaHWX Y MPaKTUYHO 3HAYYIL 1HCAWTH,
10 MiJIBUIIYIOTh €PEKTUBHICTh MAPKETUHIOBUX CTpaTe-
Tl T2 KOHKYPEHTOCTIPOMOXKHICTb ITiIITPUEMCTBA.

OcHoBHuMH Hanpsivu BukopucTanHs CRM-ana-
JITHKY €:

1. CermeHnranis xiieHriB. CerMeHranis JO3BOJISIE
Kacu(iKyBaTH CHOXKMBaYiB 32 MOBEIIHKOBHMH, IEMO-
rpadiyHAMH Ta LIHHICHUMH O3Hakamu. lle nmo3Bosisie
BUJIUITH TPYNHX 3 BUCOKHM IMOTEHIIAIOM 1 KHTTEBOIO
LIiHHICTIO 17151 Oi3Hecy Ta po3poOIsATH iHAWBIMyasbHI
MAapKETHHTOBI CTpaTerii.

2. [IporHo3yBaHHs TONUTY. AHATITHYHI MOJIEII
MPOTHO3YIOTh MaiOyTHIH MOMUT Ha TPOLYKTH UM
MOCIyTH, 10 3a0e3Meuye ONTHMI3alliio BUPOOHHUHX,
JIOTiICTHYHUX Ta MapKETUHIOBUX IPOIIECIB.

3. Ilepconanizamis MapKETUHTOBUX KOMYHIKaIlii.
Ha ocnoBi gannx CRM-aHalliTHKK CTBOPIOIOTHCS TIEp-
COHAJII30BaHi MPOMO3HLIi, MiABUIYEThCS 3aTy4eHICTh
KJIICHTIB 1 3MILHIOETHCS JIOSUILHICTD.

4. OuiHka epeKTHBHOCTI MAPKETUHIOBHUX 3aXOJIiB

Came oriiHka e()eKTHBHOCTI MapKETUHIOBUX 3aXO0-
niB 3a ponomororo CRM-aHamiTUKM € BaKIMBUM
HayKOBO-TIPAKTUYHHM 3aBJaHHIM Y KOHTEKCTI HU(pO-
Bi3allii ynpaBiiHHA B3a€MOBIJTHOCHHAMH 3 KIIIEHTaMH.
CRM-cucremu 3a0e3MevyrOTh HAKOIMMYCHHS Ta iHTe-
rpamilo JaHuX MPO TOBEAIHKY CIIOKHBAYiB, iCTOPIIO
B3a€MOJIii, KaHAIM KOMYHIKaIlii Ta pe3yJabTard map-
KeTHHIOBUX KaMIIaHii, 10 CTBOpIOE iH(OpMaIiiHy
OCHOBY /ISl KOMIUIEKCHOTO aHaJli3y pe3yJbTaThB-
HOCTI MapKeTHHTOBUX pilieHb. Bukopucranus CRM-
AHAJIITUKH JTO3BOJISE TICPSUTH BiJl IHTYITUBHOT OLIIHKH
MapKETHHTOBHX 3aXO/IiB /10 OOIPyHTOBAHUX YIpaBiiH-
CBbKHX pillleHb, 3aCHOBAHHUX Ha ()aKTUYHHX JaHUX.

VYV wmexax CRM-ananitukn edekTHBHICTH Map-
KETHHTOBUX 3aXOJIB OLIHIOETBCS 32 JOTIOMOTOIO

CHCTEMH KITFOYOBHUX MOKa3HHUKIB, 30KpeMa Koe]ilieH-
TiB KOHBepCii, BapTocTi 3anmyyenHs knieHTa (Customer
Acquisition Cost), piBHS yTpUMaHHS KIII€HTIB, TIOKa3-
HUKa J0BIYHOI iHHOCTI KiieHTa (Customer Lifetime
Value) Ta peHTaOeIbHOCTI MAPKETUHIOBUX 1HBECTH-
uiii (ROI). Anamitnuni iHcTpymentTn CRM-cucrem
JAIOTh 3MOTY MPOCTESKUTU MOBHUI NUIAX KIi€HTA —
BiJl IEPIIOT0 KOHTAKTY JI0 MOBTOPHUX IMOKYIOK, IO
JI03BOJISIE 1IeHTH(]IKYBaTH HAMOUIBII pe3yNbTaTHBHI
MapKETHHTOBI KaHAJH, TIEPCOHAII30BaH] MPOIO3MIIii
Ta TOYKH BILIMBY HA CIIOKHMBAYA.

3actocyBanHss CRM-aHaNITHKH Yy MPOLIEC] OLIHKH
e(eKTUBHOCTI MAPKETHHTOBUX 3aXOJIiB CIIPHUSE ITi/IBU-
HICHHIO TOYHOCTI BUMIPIOBAaHHS iX Pe3yNbTariB, ONTH-
Mi3alii MapKETHMHTOBHX OIO/DKETIB Ta MOCHJICHHIO
KJIIEHTOOPIEHTOBAHOCTI mifnprueMcTBa. Haykose moc-
JHKEHHS IbOTO MTUTAHHS € 3MOT'Y BUSBUTH 3aKOHO-
MIpHOCTI Mi>XK BHKOPHUCTAHHSIM aHAJTITUYHUX MOMIIU-
Bocreit CRM-cHCTeM i 3pOCTaHHAM Pe3ybTaTUBHOCTI
MapKEeTHHIOBOT [ISUTBHOCTI, & TakoK CQOpMyBaTH
METOIUYHI MIiAXOMU 10 OIHIOBaHHS E(PEKTUBHOCTI
MapKETHHTOBHX CTpaTerid y cy4acHHX YMOBax HHUQ-
POBOT EKOHOMIKH.

MoskeMO BUIIIUTH HACTYITHI MepeBard Ta IMpak-
tuaHe 3Ha4eHHs: CRM-ananiTuku:

* MIJIBUIIEHHS TOYHOCTI MAapKETHHTOBHX IIPO-
THO3IB;

* OINTHUMI3allis BUTPAT Ha MAPKETHHT;

* (opMyBaHHS KIII€EHTOOPIEHTOBAHOI CTPATETI;

* 3MII[HEHHS] KOHKYPSHTHHUX TepeBar MinpHeM-
CTBA.

CRM-ananituka 3a0e3rnedye THYYKICTh Mapke-
TUHTOBUX PIlIEHb 1 JIO3BOJISE aAanTyBaTH CTparerii
i 3MiHA PUHKOBOI CHUTYyaITii.

Aue i iCHYIOTh po0JIeMHU Ta OOMEXXEHHS BIIPOBa-
JOKEHHSI, SIKi OITUAIIIEMO B TabmuIti 1.

Cyuacni CRM-aHamiTH4HI CHCTEMH IHTETPYIOThCS
3 TEXHOJIOTIAMU MITY4HOTO iHTenekry (Al), mammH-
Horo HapyanHA (ML) ta Big Data, mo g03Bossie aBTo-
MaTU3yBaTH TPOIIECH CErMEHTaIlii, MPOrHO3yBaHHS
Ta TepcoHami3aiii. 3aBIsSKd LOMY MiAIPHEMCTBA
OTPUMYIOTh KOHKYPEHTHY TepeBary Ta ONepaTHBHO
pearyioTh Ha 3MiHU PUHKY.

AmnamTHKa Ta 3BITHICTP € OHHICIO 3 KIIFOYOBUX
¢ynkmionaneHuX  ckimanoBux CRM-cucrem, 1o
3abesnevye iHGOpMAIIHY MIATPUMKY yIIPaBIiHCHKHUX
pimeHs y cdepi mpomaxiB i mapkeruHry. CydacHi
CRM-miarhopMy  HajgarOTh THYYKI I1HCTPYMEHTH
JUTSI aHAJTI3y JaHWX TPO YTOIH, KIIEHTIB 1 MISUTHHICTH
MEHEIDKEPIB, IO J03BOJISIE 3MINCHIOBATHA JCTATBLHUI
MOHITOPHHT PE3yNbTaTiB KOMEPIIHHOI MisTBHOCTI.
®opMyBaHHS 3BITIB 32 PI3HUMH 3pi3aMH (€Tanu yrof,
CErMEeHTH KJIIEHTIB, €()eKTUBHICTH MEPCOHANY ) CIIPHSIE
BUSIBIIEHHIO TPOOJIEMHHX 30H Y TIpoIeci MpoIaxKiB
1 BU3HAYCHHIO (PAKTOPiB, IO BIUIMBAIOTH HA JOCST-
HEHHS 3aIJTAHOBaHHUX MOKA3HHKIB.

Baxmmee mictie B CRM-anamiTriii nocinae aHami3
BOPOHKH TPOJAXKIB 1 TIOKa3HUKIB KOHBEPCIi, KU ae
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Ta6umus 1 — [Ipo6saemu BupoBagxennss CRM-anajiTuku

IIpobsema Onnc MozkyIMBe pilleHHs
Henmocrarns sxicTe gaHnx HenogHi, 3actapini abo HekopekTHi gaHi | OuncTka Ta Bepudikamis JaHUX
®dparmeHTapHICTh iIHPOpPMALIHHIX L . . Iarerpanis CRM 3 ERP/SCM

. Jani 3 pi3HHX JpKepes He IHTeTrpoBaHi
IIOTOKIB CHCTEeMaMH
Huzpkuii piBeHh KOMIIETEHITIH HenoctarHbo aHaTITHYHUX HABHUYOK Y ITiaroToBKa Ta TPEHIHTH IS
TIePCOHAITY CHiBpOOITHUKIB MIEPCOHATY
BincyTHIiCTh €MMHOT aHATITHYHOT . Po3pobka KOMIIIEKCHOT aHATITHIHOT
HecucremMHe BUKOpHUCTaHHS aHATITHKA
cTparerii cTparerii

3MOT'y OIIIHUTH €()EKTHBHICTh KO)KHOTO €TaIy B3aEMO-
Ii1 3 TOTEHIIMHAM KITI€EHTOM. 3aBISKHA ITHOMY KepiB-
HULITBO OTPHMYE MOXIIMBICTh CBOEYACHO KOPUTYBAaTH
CTparTeriro MpoAaXkiB, ONTUMI3yBaTH Oi3HEC-TIPOIIECH Ta
ITiIBUIITyBaTH PE3yJIBTaTUBHICTD POOOTH BiIlTy 30YTY.
OKpiM 1HOTO, IHCTPYMEHTH IPOTHO3YBAaHHS JIOXOMIB,
110 0a3yIOTHCS Ha ICTOPUYIHUX JTAHKUX 1 IIOTOYHOMY CTaH1
yIof, A03BOJIAIOTH OLIBII TOYHO IUIAaHYBaTH (PiHAHCOBI
pe3yABTaTH Ta OLIHIOBAaTH TIEPCIIEKTUBH PO3BUTKY Tif-
MPUEMCTBA.

Ham6opmun CRM-cuctem, siki BitoOpaskaroTh KITFO-
4oBi nokazauku epekruBHocTi (KPI) y pexxumi peais-
HOTO dYacy, 3a0e3MedyroTh HAOYHICTH 1 JOCTYITHICTH
aHATITHYHOI iH(pOpMarIii A1 MEHEKepiB Pi3HUX PiB-
HiB. Y3arajpHEHHS JaHUX y BUIISAI IHTEPAKTHBHUX
TIaHEeNeH CIIprsie OTIepaTHBHOMY KOHTPOJIIO BUKOHAHHS
IUTaHIB TPONAXKIB 1 MIBHAKOMY pearyBaHHIO Ha 3MiHH
PUHKOBOI cuTyartlii. OCHOBHOIO TIEpEeBAaror0 aHaTITHKH
ta 3BiTHOCTI B CRM € MOXITHBICTh TIPUHHATTSI YIIPaB-
JIHCBHKHX PIIICHh HA OCHOBI 00’ €KTHBHUX JAaHUX, a HE
IHTYITUBHUX OINHOK, IO MiABHIIYE OOTPYHTOBAHICTH
CTpaTerivyHNX 1 TAKTUYHUX PIllIeHb ITiAPUEMCTBA.

CRM-cucremn Ta CRM-aHariTrka 3aCTOCOBYIOTHCS
y IMUPOKOMY CIIEKTpi Oi3HECIB, HE3AICKHO BiJl pO3MIPY
Ta Tramy3eBol cnenuikd, oHaK HAWOUTBII TIOIIApPE-
HUMH BOHH € B TaKHX cepax:

[To-miepre, Toprivis Ta enekrponHa komepitist (B2C
1 B2B). Y po3apiOHiii, onToBiH TOpriBii Ta e-commerce
CRM BUKOPHCTOBYETHCS [UIA YIPABIIHHSI KITIEHT-
ChKUMH 0a3aMu, OOpOOKH 3aMOBJICHB, aHAIIIZy KyITi-
BEJIBHOI TTOBEAIHKA Ta TIEPCOHAITI3AIl] MapKETHHTOBIX
TIPOTIO3HUITIA. AHATITHKA JO3BOJISIE OIIHIOBATH KOHBEP-
cii, cepemHii YeK, MOBTOPHI Mpoaaxi Ta eheKTHBHICTH
pPEKITaMHUX KaHAIB.

[To-npyre, chepa mociyr (hiHAHCOBI TOCTYTH, CTpa-
XyBaHHS, KOHCAJITHHT, OCBiTa, MEAMITMHA, JIOTICTHKA).
Y mux Oizaecax CRM moromarae ympaBIsiTH B3a€MO-
ISIMH 3 KJTIEHTaMH, 3alliCaMH, OTOBOPaMH Ta 3BEp-
HEHHSIMH, a aHaJIITUKa BUKOPUCTOBYETHCS ISl OIIIHKA
SIKOCTI OOCITyTOBYBaHHS, PIBHS YTPHUMAaHHS KITIEHTIB
1 €pEeKTUBHOCTI TIEPCOHAITY.

[To-Tpete, BupoOHMYI mianpuemcTBa Ta B2B-
cexrop. CRM-crcTteMn 3aCTOCOBYIOTBCS UISl YIIPaB-
JIHHASA JOBIMIMHU ITUKJIAMH TIPOAAXIiB, pOOOTH 3 KOPITO-
paTHBHUMH KITI€HTAMHA Ta AWIEPCBKUMU MEpekKaMHu.
AHaTITHYHI THCTPYMEHTH I03BOJISIOTH IPOTHO3YBATH
TIOTTNT, aHaTi3yBaTH €(EKTHBHICTh KOMEPIIHHUX TIPO-
TTO3H|IIIH 1 TUTAaHYBaTH JTOXOIH.

Takox CRM-crucTtemMn akTHBHO BUKOPHCTOBYIOTHCS
y IT-xoMmanisix, crapranax i SaaS-0i3Heci, A BaKIIH-
BUMH € aHaIli3 )KATTEBOTO IUKITY KITI€HTA, TOKA3HUKU
3aydeHHsT Ta BIATOKY (churn), a Takok macmrady-
BaHHs TpomaxiB. OKpeMy TpyIy CTaHOBATH cdepa
HEPYXOMOCTI, TypH3M, TOTEIbHO-PECTOPaHHHI Oi3Hec,
ne CRM-aHamiTHKa 3aCTOCOBYETBCS IUISl YIIPABIIHHS
JIimaMu, OpOHIOBAaHHSIMH Ta OIIHKA €(EKTHBHOCTI Map-
KEeTHHTOBUX KaMITaHii.

3araioMm, CRM-cucTeMHU Ta aHAJIITHKA € HAHO1IbII
e(ekTHBHIMH B Oi3HECaX i3 BUCOKOIO iHTEHCHBHICTIO
B3a€MO/II 3 KJIIEHTaMH, 3HAYHUMHU 00CsraMu JaHuX Ta
HEOOXITHICTIO MPUHAHATTS YIPaBIiHCHKUX PIllleHbh Ha
OCHOBI aHANTHYHOI iH(opMarii, o poouThH X yHI-
BEPCaJIbHUM IHCTPYMEHTOM CYYaCHOTO yTIPaBIiHHS.

BucnoBku. OTxe, B pe3ysbTaTi MPOBEAEHOTO TOCTi-
JDKeHHST BcTaHOBJIEHO, mo CRM-aHamiTHKa € BaKiu-
BUM IHCTPYMEHTOM CY4aCHOTO MapKETHHTOBOTO YIIPaB-
JIHHS, KU 3a0e31evye MiJBUIIEHHS 00TPYHTOBAHOCTI
Ta Pe3yBTaTUBHOCTI MAPKETHHTOBHUX PIllIEeHb B yMOBaX
midposoi  Tparchopmarii GisHecy. [i BHKOpuCTaHHS
JTO3BOJISIE CHCTEMATH3yBaTy i1H(OPMAILIO PO KITi€H-
TiB 1 IEPETBOPIOBATH PO3PI3HEHI JIaHi Ha IUJTICHY aHa-
TTHaHy 0a3y IS TPUHHATTS YIPABITiHCHKHUX PillIeHb,
OpI€HTOBaHWX Ha TOTPeOM Ta IIHHICTH CIIOKUBAdiB.
CRM-anHaniTika BHCTYIa€ CTPATEridyHUM (aKTOPOM
MiIBUIIEHHS €()EeKTUBHOCTI MAapKEeTHHTOBOI [IisUTh-
HOCTI TiATPUEMCTB pi3HUX Taimy3ei. [lepcriekrnBamu
TOIANBIINX JIOCITIDKEHh € PO3POONICHHS METOINY-
HUX IIXOMIB IO OIliHIOBaHHS €(DeKTHBHOCTI BIIPOBa-
mokeHHss CRM-aHamTrky Ta AOCIiHKEHHS MOYKITUBOC-
TeW BHKOPHUCTAHHS IHCTPYMEHTIB IITYYHOTO iHTENIEKTY
7 MaIIMHHOTO HABYAHHS /IS TOTIIMOJECHHS aHATITHY-
Hux MoxrBocteld CRM-cucrem.
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