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YMNPABJIIHHA NPOJAXAMMU NIANPUEMCTB KOHOAUTEPCbKOI FANY3I
B LULMWPPOBOMY CEPEAOBULLI: AOANTAUIA OO NOBEAIHKA
OHJTAUH-CNOXWUBAYIB

Y cTatTi focnigXeHO TeopeTUYHi Ta NPaKTUYHI acnekTy ynpasniHHA Npofaxamu NignpuemMcTB KOHAUTEPCLKOT
ranysi B ymoBax LMdpoBMX 3MiH MapKETUHIOBOrO cepeaoBuLLa. Po3rnsHyTo eBOrOLiH0 CNOXNBYOT NOBEAIHKM MPU
KyniBni KOHAMTEPCbKMX BUPOBIB Nif BAAUBOM LMPOBNX TEXHOMOTN Ta BU3HAYEHO KIOYOBI XapaKTEPUCTUKM CY-
YaCHOro OHNavH-cnoxueaya. lNpoaHanizaoBaHo BNNUB LMAPOBUX KaHaniB KOMYHiKaLii Ha OpMYBaHHS CNOXNBUUX
nepesar Ta Bubip. OkpecneHo MOXnIMBOCTI BUkopuctaHHs CRM-cuctem Ans ynpaeniHHS JaHUMW OHNaH-CNOoXu-
BayiB Ta aBTOMaTM3aLlii MapKETUHIOBUX 3yCUSlb, 3aCTOCYBaHHS BEG-aHamniTMKM ANst pO3yMiHHS IXHbOT NOBEAIHKMN Ha
OHMawH-nnaTopMax, a TakoX BUKOPUCTaHHSA 4aT-b0TiB Ta iHLWMX iIHCTPYMEHTIB LITYYHOrO iHTENeKTYy Ans nokpa-
LLIeHHS KIIEHTCbKOTrO CepBiCy. YCTaHOBMNEHO, WO AN e(PeKTUBHOrO ynpaBsniHHA npodaxamu B LM poBi enoci nig-
npuemMcTBaM HeoOXigHO aganTyBaTh CBOI CTpaTerii LWASXOM BNPOBaAXXEHHS BiANOBIAHNX LN(POBUX iIHCTPYMEHTIB
Ta rMmMboKoro po3yMiHHSA NoTpeb OHNarH-CNoXMBaviB.

KnrouoBi cnosa: ynpasniHHA npogaxamu, KoHAMTepCbKa ranysb, LmMdgposa TpaHcdopmalLis, OHNanH-CcnoXxmeay,
nosegiHka crnoxusadis, CRM-cuctemu.

Chmut Anna. SALES MANAGEMENT OF CONFECTIONERY INDUSTRY ENTERPRISES IN THE DIGITAL
ENVIRONMENT: ADAPTATION TO ONLINE CONSUMER BEHAVIOR

The article explores the theoretical and practical aspects of sales management of confectionery industry
enterprises in the context of digital changes in the marketing environment. The evolution of consumer behavior
in the purchase of confectionery products under the influence of digital technologies is considered, and the key
characteristics of the modern online consumer are determined. The impact of digital communication channels
on the formation of consumer preferences and choices is analyzed. The possibilities of using CRM systems
for managing online consumer data and automating marketing efforts, the application of web analytics to
understand their behavior on online platforms, as well as the use of chatbots and other artificial intelligence
tools to improve customer service, are outlined. It is established that for effective sales management in the
digital age, enterprises need to adapt their strategies by implementing appropriate digital tools and a deep
understanding of the needs of online consumers. This article delves into the critical theoretical and practical
dimensions of sales management within confectionery enterprises amidst the ongoing digital transformation
of the marketing landscape. It meticulously examines the evolution of consumer behavior concerning the
acquisition of confectionery items, specifically analyzing the profound influence of digital technologies on these
purchasing patterns. Furthermore, the study identifies and elaborates on the salient characteristics defining
the contemporary online consumer in this sector, including their motivations, needs, and expectations. A
comprehensive analysis is conducted to ascertain the impact of various digital communication channels on
the shaping of consumer preferences and their ultimate product choices within the confectionery market. The
research also outlines the potential and application of Customer Relationship Management (CRM) systems in
effectively managing the data of online consumers and streamlining marketing endeavors through automation.
The strategic implementation of web analytics tools for gaining deeper insights into online consumer behavior
across digital platforms is explored, alongside the burgeoning role of chatbots and other artificial intelligence (Al)
instruments in enhancing customer service provision and bolstering online sales support. The findings of this
investigation underscore the imperative for confectionery businesses to adapt their existing sales management
strategies to thrive in the digital era. This adaptation necessitates the strategic adoption and integration of
relevant digital tools and a foundational understanding of the multifaceted needs and behaviors exhibited by
online consumers. Ultimately, the successful navigation of this digital shift is posited as a cornerstone for
ensuring the continued competitiveness and sustainable growth of confectionery enterprises in an increasingly
digitalized marketplace.

Key words: sales management, confectionery industry, digital transformation, online consumer, consumer
behavior, CRM systems.
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AQYKOBMM BICHUK XEPCOHCbKOro AEep>XaBHOro YHiBEpCUTETY

ITocranoBka mpo6aemu. PuHOK KoHIUTEpP-
CbKUX BUPOOIB YKpaiHU € OZHUM i3 BaKJIM-
BUX CETrMEHTIiB XapuYoBOl IIPOMMCJIOBOCTi, IO
XapaKTepusyeThCA 3BHAUYHOIO KiJTbKicTIO BUPOO-
HUKIB, IIUPOKUM AacOPTHMEHTOM IIPOAYKIIil
Ta BUCOKUM pPiBHeM KoHKypeHIii [7]. Tpagu-
MiffHO YKPalHCBhKi CIIOKMBaui BimgaioTh mepe-
Bary pisSHOMaHiITHUM COJIOAOIIIAM, Cepel SAKUX
IeYnBO, TOPTH, IMYKEePKU, IIIOKOJaA Ta iHIIi
JacoIli 3aliMaloTh BaroMe Miclle Y HOBCHAK-
IeHHOMY JKUTTIi Ta CBATKOBUX moaiax. IIpore,
cyJyacHi peaJii, mosHaueHi CTPIMKHM pO3BU-
TKOM IIM(PPOBUX TEXHOJOTiH Ta TIHOOKUMU
3MiHAMM B MAaPKETUHIOBOMY CEPemIOBUIIIi,
BUMAaralmTh BiJl TiAIPMEMCTB KOHIUTEPCHKOI
rajysi IepeocMUCJI€HHS TPaAIUIINHUX IIif-
XOZiB Mo BemeHHS 0isHecy, ocobJuBO B cdepi
YIIPaBJiHHA MIPOJa’KaMuU.

Came 3MiHM Yy CHOXKUBYIM mOBemiHII,
3YMOBJIEHI aKTUBHUM IIPOHUKHEHHAM ITU(PO-
BUX TEeXHOJOTi# y Bci chepu KUTTHA, € BU3HA-
JaJbHIM (PAKTOPOM, III0 BILIMBA€E HA CTPATEril
YIPaBJiHHA OpPoJaKaMM IIiANPUEMCTB KOH-
IuTepchbKoi ranysi. OmjaaiiH-KaHaaIn KOMYHi-
KaIii Ta mpomasKiB cTaioTh Bce OiJbIIT BaXK-
JUBUMH, a PO3YMiHHSA MOTHBAaIlili, ToTped Ta
OUiKyBaHb OHJIAMH-CIIOKWBAUIB € KJIOUEM 0
ycointHol azamnTaliii Ta e(@eKTUBHOTO YIIpaB-
JiHHA IpoJakaMu B IIM(POBil emoci.

Amnaniz ocraHHiX mocaimikeHb Ta IyOJiKa-
wiii. PisHi acmeKTu ympaBJIiHHSA OpojakaMu
Ta MapKeTHUHTOBOI MisIIbHOCTI IIiAIPHEMCTB B
yMoBax Hu(dpoBoi TpaHCchopMallii mocaimxy-
BaJiX y CBOIiX mpanax Taki Haykosmi: O. [lan-
HikoB, O. Hauyu, M. Kapmeuxo II. IBanos,
B. ITununuyxk, . IlITedparnuu Ta iH.

IIpore, HesBasKaUM HAABHICTHL IOCJi-
I:KeHb y cdepi muppoBoro MapKeTUHTY Ta
IOBeIiHKMN CIOMKWBAUIB OHJIAIH, NOUTAHHS
YIIPaBJiHHA MIpoJasKaMU MiJIIPUEMCTB caMme
KOHJIUTEPCHKOI raaysi 3 ypaxXyBaHHAM CIeI[U-
(ikm agamrairii 7o TOBeIiHKY OHJIAMH-CIIOMKHU-
BauiB moTpedye MOMAJIBIIIOTO IIOTJINOJIEHOTO
BUBUEHHI.

MeTor0 CTATTi € JOCTiAKeHHI TEOPETUUHIX
Ta MMPaKTUYHUX AacIeKTiB yIpaBIiHHA IIPO-
JasKaMM MOiAIIPpUEMCTB KOHIWTEPChKOI raaysi
B yMOBax IMU(MPPOBUX B3MiH MAapPKETHUHTOBOT'O
cepeloBUINA IIJIAXOM ajamTallii 10 0co0Jm-
BOCTel MOBEeJiHKM OHJAMH-CIOMKUBAUiB.

Bukaan marepiany mociaimgskeHHS Ta #HOro
OoCHOBHi pesyabTaTu. IludpoBa emoxa Bif-
KpHBAa€e HOBI MOMKJMBOCTI IJd B3aeMoOmil 3
KJieHTaMu, PO3IIMPEHHSA KaHAJIiB 30yTy Ta
omnTumisarmii 1mporeciB mpomaxy. OpHak,
BOHA TAKOK CTaBUThH IIepel] KOMIIaHisIMMN HOBi
BUKJIMKY, IIOB A3aHI 3 HeoOXifgHIiCTIO amamra-
il 10 IMOBEeNiHKU OHJIANH-CIIOMKMBaUiB, BUKO-

pucrtanHa NuU@POBUX IHCTPYMEHTIB MapKe-
TUHTY Ta I00yIoBU e(peKTHUBHOI MPUCYTHOCTI
B OHJIAMH-CEePEOBUIIT.

ConosxkmBua MOBeiHKa B KOHTEKCTi IIpH-
I0aHHS KOHIUTEPChbKUX BUPOOiIB 3a3Hajia 3Ha-
yHOI TpaHcdopmallii miJ BOJIMBOM PO3BUTKY
nudpoBux TexHoJOriH. TpamgumiiiHo IIpoiiec
OPUAHATTA PillleHHA IPO HOKYIKY BimbyBaBcsa
JiHifiHo Ta obMmerkyBaBCcsa (Pi3MUHUM KOHTaK-
TOM 3i MPOAYKTOM y TOUKAX PO3APiOHOI TOp-
ripmi. CooXmBau, KepyoOUYUCh OCOOUCTUM
IOCBioM, mopajaMu 3HaWoMuX abo iMOyJab-
cHUMU OasKaHHAMMU, 3AificHIOBAB BUOip 6e3mo-
cepeqHbO 0ig mpuiaBka. OCHOBHUMHU IKepe-
Jamu indopmaliii Oyjau BiTpUHHM MarasuHis,
PexJIaMHiI MaTepiajm B MiCI[AX HOPOJTaXKy Ta,
y MeHNIi#i Mmipi, TesebaueHHs Ta JAPYKOBaHi
BUJTaHHS.

3 I0ABOIO Ta HOIMUpPeHHAM IHTepHeTy Ta
MOOITBHUX TPHUCTPOIB, CHOKMUBAY OTPUMAaB
OesmpelleeHTHIII AOCTYI a0 imdopmaIllii Ta
aJIbTepHATUBHUX KaHaJiB mnpumodanHsa. Eso-
JIIOI[iI0 CIIOJKMBYOI IIOBENiHKU B KOHIUTEP-
CBbKill rasysi mpezcraBieHo Ha puc. 1.

IIpencraBiaeHa eBOJIIOIIiIA ITPpU3BeJa A0 (op-
MYBaHHS CKJAIHIIIOI Ta HeiHifiHOI Momeri
OPUAHATTSA PillleHb, Je OHJIAMH-KaHaJIW Bifi-
rpailoTh KJIOYOBY POJbL Ha BCiX eTamax — Bif
MePBUHHOTO YCBiMOMJIEHHS HMOTPebu M0 Iiciid-
npoma:kHoi Bsaemopii. Crmo:xmBaui Bce uac-
Tillle HTOYMHAIOTH CBif IJIAX OO0 HOKYIKU 3
OHJIAH-TIOIIYKY, IOPiBHIOIOTh HIPOMO3UILil
pisHMX BHUPOOHUKIB, UYMUTAIOTHL BIATYKH Ta
pexoMeHgaIil, Imepil HiK 3pPOOUTH OCTATOU-
HUil BUOip, AKUI MOMKe OyTU 3MiMiCHEHUH SAK
OHJIAIIH, TaK i odiaiiu.

CyvyacHuii OHJAWH-CHOXKUBAY KOHIUTEP-
CBKOI IPOAYKIIii € CKJIaJHUM Ta BUMOTJIUBUM.
HVoro nmoBefiHKa BHBHAYAETHCA HU3KOI MOTH-
Ballifi, moTped Ta OUiKyBaHb, AKi BigpisHA-
I0ThbCS Bim Tpaguitifimoro mokymnmsd (tabu. 1).

IMudpori wamamm KoMmyHiKalili cranu
HOTYKHUM iHCTPYMEHTOM BIIJIMBY Ha CIIO-
JKUBUi IlepeBaru Ta BUOIp Y KOHIUTEPCHKil
raagysi. BoHM HamaioTh CHOMKUBAUYAM MOK-
JUBiCTL oTpuMyBaTu iHdopmMmarlilo, mianm-
THCA AyMKaMu Ta (opMyBaTH BJIACHY IYMKY
PO TPOAYKTU Ta OpeHAuW Iile N0 3AiliCHEeHHS
moKynku (puc. 2).

BisyanbHui#i KOHTEHT, AKUU IIPOIOHYIOTH
comianpui wMepe:xi (Instagram, Facebook,
TikTok, YouTube) Bimirpae Baromy poJb
B KOMYHIiKamil 3 Cy4YacHUM CIIO}KUBaUeM.
dAckpasi ¢ororpadii Ta anetuTHi Bigeo KoH-
IUTEPChKUX BUPOOIB BUKJIUKAIOTH €MOILiii-
HUU BiATYK Ta CTUMYJIIOIOTH OasKaHHA CIIPO-
OyBaTu HOPOAYKT. IH(IOEHC-MapKeTUHT,
KOoJIX BimoMmi ocobucrTocTi AijIATBCA CBOIMU
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Epa O‘IiMH MEPCOHATI30BaHUX
4 mepcona- HpOHOSI/IHiﬁ Ta  IHTEpaKTUBHOI
Etan Jizamii Ta g3a€M0z[11 3 OpeHmaMu.
iHTepaK- I/IKO'pI/ICTaHHﬂ BCJ'II/IK‘I/IX JaHUX I
. aHamn3y IIOBEI1HKH Ta
THBHOC
POTHO3YBaHHS OTPEO.
Epa AKTHBHE BUKOPHUCTAHHS coLiaIbHAX
3 coniaJIbHUX Mepex Ui TMOWIyKy iHgopmarii, oOMiHy
ETan Mepex Ta JyMKam# Ta OTPUMAHHSA PEKOMEHIAIIIH.
MOOIJIBHOCTI 3pocraHH  MOOLIBHMX  HOKYIOK  Ta
BHKOPHUCTAHHS MOOUTBHUX JTOJIATKIB
[lossBa BeO-cailiTiB KOMIMAHIA SIK JpKeperna
2 Io4aTkoBa 6a3oBoi  indopmanii. OmumaifH-mponaki Ha
Eran WMdposisanis MOYaTKOBOMY €Talli PO3BHUTKY, OOMEXKEHUH
ACOPTUMEHT Ta HEJOCKOHAIA JIOTICTHKA.
IlepeBara 0COOHCTOTO  JOCBimy, pEKOMEHAAIIA Ta
1 Jouundgpona TPaIMLIMHAX MapKETHHTOBUX KaHaliB. OOMEKCHHIA
Eran ermoxa JIOCTYI 10 iHpopMaIlii Ipo IPOAYKT Ta BUPOOHHUKA

Puc. 1. EBoaiollig cro:knBaya KOHIUTEPCHKUX BUPOOiB B IU(POBY emOXy

Horcepeno: enacna pospobka aémopa Ha ocHosi [4; 8]

Tabaumna 1
KaiouoBi xapakTeprcTHKN OHJANH-CIIOKMBAYA KOHIUTEPCHKOI MPOXYKILil
XapaKkTepucTuKa CyTHicTh
Indopmariiina AxTuBHU# momyk imdgopmarii mpo ckJam, XapuoBy IiHHICTh Ta BiATyKH;
o0i3HaHiCTH OUYiKyBaHHSA IIPO30POCTi.

IMinora uyTauBicTH

ITopiBHAHHA IIiH Ta OUiKYBaHHS BUTiMHUX IPOIO3UIiN (BHMIKKMU, aKIIii,
JIOAJIBHICTB).

3pyYHiCTh TAa IBUAKICTH

IToTpeba B iHTYyiTHMBHO 3po3yMmisoMmy iHTepdeiici, mBuAKi# HaBirarii,
3PYYHUX OILJIATI Ta HOCTABI[i, MiHIMAJIbHUX 3yCUJJISX IPU 3aMOBJICHHI.

IlepconaJizamis

3arikaB/eHiCTh ¥ IePCOHATbHUX PEKOMEHIAIliAX Ta IIPOIO3UIiAX Ha
OCHOBi momepegHbOI aKTHUBHOCTI.

ComiaapHa B3aeEMogia

BnuuB comianbHUX Meperk, IyMKH iH(JIIOEHCEPIB Ta BiATYKHW 1HIINX
KopucTyBauiB Ha Bubip.

Emoniiina ckiaagoBa

BaxkauBicTh eMOIIHOIO 3B A3KY 3 OPEHIOM Ta IPOLYKTOM, OCOOJIMUBO Y
HOHTeKCTi CBAT Ta 3a40BOJIEHHA.

OuikyBaHHS BHCOKOI
AKOCTI

Buwmora cBixkoi, AKicHOI IpoAyKIlil 3 HAJEKHNM IIAaKYBAaHHAM Ta YMOBaMU
IOCTaBKU.

IToTpeba y Bi3yamizamii

Kpurnuna BakJauBicTh AKicHuUX (GOTO Ta Bifeo MPOAYKTiB; 3POCTAHHS
inrepecy 10 VR/AR nas osHaiiomyIeHHS.

Iocepeno: ckaadeno agmopom Ha ocHosi [2; 3; 5]

NO3UTUBHUMU BPaKeHHAMM, 3HAUHO MiIBU-
Iye mOBipy mo OpeHay Ta mpoaykTy. IIpo-
BelleHHA KOHKYPCiB, posirpamiiB Ta iHTep-
aKTUBHUX ONUTYBaHb 3ajlyuyae ayJuTOpiio Ta
migBuImmye ii J0oAJbHiICTE. BiATyKu Ta KOMEH-
Tapi iHIIUX KOPUCTYBaUiB CIYTIyIOTH COIliaib-
HUM IIiATBePAKEeHHAM SKOCTiI Ta IpuBaOJIM-
BOCTi IPOAYKTY.

Bioru ta crarTi HagaoTh OiIBII gJeTATIbHY
iH(opMaIlilo IPoO CKJaL, OPOIeC BUPOOHMU-
I[TBa, icTOpiro OpeHAY Ta OCOOJMBOCTI HPO-
noykiii. Pementm 3 BUKOPHUCTAHHAM KOHIU-
TepChbKUX BUPOOiB, mopamm Imomo ix BubGOpPy
Ta 30epiramEsa (GOPMYIOTH E€KCIEPTHUH
iMimk KomIIaHil Ta 3aJy4YaroTh 3alliKaBJIeHY
ayauTopiro.
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OcHoBHi IM(poOBi KaHATH KOMYHiKaWiil
MiANPUEMCTB KOHIMTEPCHKOI raay3i

CorriaJibHI Mepexi

Bnoru ta crarTi

Email-mapkerunr

Puc. 2. OcHoBHi mudpoBi KaHAIM KOMYHIKAIiil MiTIIPMEMCTB KOHIUTEPCHKOI rajysi

Hocepeno: cknadeno aemopom Ha ocHosi [3; 5; 8]

EdexTuBHUM iHCTpyMeHTOM [Jid IepcoHa-
JizoBaHOl KoOMyHiKamil sanumaerbca Email-
mMapkeTnHr. Po3cuikm 3 iH(opwmaliiero mpo
HOBUHKM, AakKIIil, cHoemiajJbHi IIPOIIO3UILii,
BiTaHHa 31 cBATAMH IiATPUMYIOTH 3B 30K
3i cmoxmBauUaMH Ta CTHUMYJIOIOTH IIOBTOPHI
TMOKYTIKH.

B ymoBax 3pocramHa 00cAriB gaHUX
Opo  OHJAWH-CIIO)KWBAUIB, CRM-cucremu
(Customer Relationship Management) cra-
I0Th KPUTUYHO BAXKJIUBUM iHCTPYMEHTOM IJIs
OiAIIpUeMCTB KOHAUTEPChKOI raJuaysi. Boum
IO3BOJIAIOTL ITeHTpajisyBaTum BciO0 iH(opMa-
IIif0 IPO KJIEHTiB, IKi BBA€MOOIiIOTH 3 KOMIA-
Hielo uepes pisHi oHIalH-KaHaau (BeO-caiiT,
comiajbHi Mepe:xi, email, yar-6otu), o gae
3MOT'Yy Kpallle PO3yMiTH iXHi moTpedu Ta BIO-
mobanusa [1].

CRM-cuctem [masd YyIOpaBIiHHSA OHJIANH-
CIIOJKMBayaMM Ta aBTOMAaTH3aIlil MapKeTuH-
roBUX 3yCHJb 00 €QHYIOTH BCIO iHQopmaliiio
IPO KOKHOTO KJi€HTAa B €QuHilN 0asi maHux,
BKJIIOUAIOUM KOHTAKTHI maHi, icTOpiio HOKY-
IIOK, BIOJOOAHHS Ta aKTHUBHICTHL Ha pPisHHUX
onyaviH-mIatopmax. Ile mosBoJsisge migmpu-
€MCTBaM OTPUMATHU I[iJlicCHE PO3YMiHHA CBOEI
ayaurtopii.

3asgaku CRM crae MOMKJIMBUM CerMEH-
TyBaTH KJIE€HTIB B3a piBHUMH KpuUTepiaMH,
TaKUMU AK JeMorpadiuHi XapaKTepuCTUKH,
KyIliBeJIbHA IIOBENiHKAa, iHTepecHu Ta piBeHB
JgoanbHocTi. Takuii migxig mae 3MoOry CTBOPIO-
BaTU OLJIBII TOUHI Ta HmepcoHATIi30BaHI MapKe-
THUHTOBI KaMmIamii.

Taxosxx saBgaxum CRM, xoMmmaHii MOXYTHb
HAACHUJIATH IepCcoHaJizoBaHi email-poscunaku,
OPOIIOHYBATU 1HAWBiAyaJbHI BHUIKKU Ta
aKIrii, a TaKoXX peKOMEeHIyBaTu IIPOAYKTH,
AKi, HNMOBiIpHO, B3aI[iKaBJIATHL KOHKPETHOTO
KJaieaTa. Kpim Toro, Ii cucreMu aBTOMAaTU3Y-
I0Th 0araTo PYTUHHUX MapPKETHUHTOBUX IIPO-
mmeciB, HaIpUKJal, HaACUJIAHHSA BiTaJIbHUX
JaucTiB abo HaragyBaHb IIPO He3aBepIleHi

3aMOBJIEHHS, II[0 3HAYHO €KOHOMHTH 4Yac Ta
pecypcu.

CRM pmobOpe iHmTerpyerhcs 3 IIporpaMamu
JIOSJILHOCTI, IO3BOJAIOUM  BiAcTe:KyBaTu

HaKomuueHi OoHycH, HaZaBaTH CIelliaJabHi
BUHATOPOAM TOCTIMHMM KJIi€HTaM Ta aHaJi-
3yBaTu e(PeKTUBHICTb MUX IITporpam. Bakiu-
BOI0O (PYHKITi€I0 € MOJKJIMBICTH aHaJidyBaTHU
pes3yJabTaTd MAapPKeTHHIOBMX KaMIIaHii, Bij-
CTEXKYIOUM BiIKPUTTSA JUCTIB, KJIiKM, KOHBEP-
cii Ta penTabelbHiCTL iHBECTHUI[iH, II[O JOIO-
MAarae OITUMi3yBaTu MaiOyTHI MapKeTHWHTOBi
BYCUJILJIA.

Takum umuom, CRM 3HauHO IIOKpaIIye
KJi€eHTCHKUI cepBic, Hamamuu CJOy»KOi min-
TPUMKHK OOCTYIH OO IIOBHOI icTopii B3aemomil
3 KOKHUM KJII€HTOM, II10 3a0e3Ieuye ITBUIKE
Ta e(peKTUBHe BUPIMIEeHHA I1XHIX IUTaHb i
mpobJieM.

B 1nudpoBy emoxy BebO-aHamiTHKa Ta
iHCTPYMEHTH BiJCTe)KeHHA € He3aMiHHUMN
IS OTPUMAHHSA TJIMOOKOTO PO3YMiHHS TOTrO,
AK OHJANH-CIIOKMBAaUi B3aEMOOiIOTL 3 BeO-
cafiTaMu, MOGIIBHUME JOJaTKAMU Ta iHIITUMUI
OHJIaMH-TIIaTOopMaMU KOHIUTEPCBKMUX IMif-
npueMcTB. 3i0OpaHi [gami HamawTh, IIHHY
irgopmailriro mpo ixHi Aii, BlIomo0aHH, IILIAXNT
HaBiramii Ta KOHBepCiliHi BOPOHKU.

Taxi iHcTpymMeHnTH BebG-aHATITUKU, K
Google Analytics, Adobe Analytics, Yandex
Metrica, Hotjar, magaiooTh HDOTY:KHI MOMKJIN-
BOCTi nJsa 300py, aHaaisy Ta Bisyasisaiii mux
ITaHUX, MO3BOJIAIOUN HifIIPUEMCTBAM OTPUMY-
BATHU CHCTEeMHO AaHi momo Tpadgiky Bed-caiiTy,
IMOBEeIiHKA CHOKMBaua Ha calTi, KOHBepcii,
aHaJi3y KoOIIWKa, aHaJdidy mnpomaxiB, A/B
TecTyBaHHA [6].

CyuacHuii eTam B3aeMOil i3 crmoxuBavamMu
B IMU(POBOMY CEPEMOBUIII XapPaKTEPUIYETHCA
3aCTOCYBaHHAM uaT-00TiB Ta iHIIHX iHCTPY-
MEHTiB INTYYHOTO IiHTEJIeKTY, ${AKi CcTaTh
BCe OiJBIN TMOMyJAPHUMHU i B KOHAUTEPCHKIil
rajgysi ax e@eKTMBHUII CIIOCi0O MOKpaIleHHs
KJIIEHTCBKOTO CepBicy Ta HOiATPUMKUN IIpoja-
JKiB B oHJIAWH-peKUMi.

BucHoBku. Takum YynHOM, YIIPaBJIiHHA IIPO-
JTasKkaMu MiAIPUEMCTB KOHIUTEPCHKOI Tasrysi
B yMOBax IIU(MPPOBOI emoxu BUMArae TIambo-
KOro pPO3yMiHHA TpaHchopMallii crmoxuBUOi
MMOBEIiHKY Ta aKTUBHOT'O BIIPOBAIMKEHHA ITUD-
poBux iHcTtpymeHTiB. CyuacHU#l OHJIANH-CIIO-



Cepisi EKOHOMIYHI HaykK

JKUBadY € iHdopmaliiiHo o0isHaHUM, I[iHOBO
YyTJIUBUM, OUiKy€e 3PYUHOCTi, ITepcoHaisaIil
Ta comiajapHOl B3aemogaii. IludpoBi kKaHamu
KOoMyHiKaIlii BifirpamTh KJIOYOBY pPOJb ¥
(dopmyBamHi #oro mepesar Ta BuboOpy.

Hisa edeKTUBHOrO YIpaBJiHHA IIpoja-
JKaMU B IIbOMY CEPemOBUIIi MIiAIIPHEMCTBAM
HeoOXimHO amamTyBaTH CBOI cTparerii, BHKO-
pucroByioun CRM-cucremMu aas yopaBiaiHHSA
IDaHUMM Ta aBTOMATH3aIlil MapKeTHHIYy, BeO-
AHAJITUKY OJIS PO3YMIHHSA HOBEIIiHKMN KOPIC-
TyBauiB, uar-O0oTiB Ta IIII mas mokKpaieHHS
KJIEHTCBKOTO cepBicy. ¥YcmimiHa iHTerparid
IUX iHCTPYMeHTIB Ta rauboOKe pO3yMiHHA
moTpebd OHJIAWH-CIIOMKWBAUIB CTAHYTH 3aIlOpPy-
KOI0 KOHKYPEHTO3JAaTHOCTI Ta 3pOCTaHHA ITif-
OPHUEMCTB KOHINUTEPCHKOI raysi.
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