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KATErOPWN3ALIA B2B-KJIEHTIB AK BA30BU IHCTPYMEHT
AnA YNPABJ1IIHHA JIOAJIbHICTIO

CATEGORIZATION B2B CLIENTS AS A BASIC TOOL
FOR MANAGING LOYALTY

YnpaBniHHA BiaHOCKMHaMn 3 B2B-knieHTaMn — oKpemMuin ckrnagHui npouec, AKUA NoTpibHO po3rnAa-
[aTn 3 ypaxyBaHHAM ixXHix ocobnuBocTen, ranyasi, B AKil OyHKUIOHYE NiANPMEMCTBO, PoONen y nose-
[IHKOBIN Moaeni B NPUMAHATTI piweHb Ta iH. CTaTTio NpuUcBAYEHO NUTaHHIO KaTeropuaauii B2B-knieHTiB
Ak 6a30BOro iHCTPYMEHTY ANnA ynpaBniHHA NoAnbHicTio. HaBeaeHO oCHOBHI BiaMiHHOCTI B2B-knieHTiB,
a TakoX OBrpyHTOBAHO AOUINbHICTb YNpaBMniHHA BiAHOCMHAMM i, AK HACMiAOK, NOANLHICTIO. 3A4INCHEHO
po3pobrieHHA cucTemMn kateropmu3sauii B2B-knieHTiB, 3riiHO 3 AKOKO BCiX KIEHTIB KNieHTCbKOI 6a3u
MO>KHa PO34iNnTX 3a 3aNpPONOHOBaHNMM KPUTEPIAMW Ha N'ATb KaTeropin: NOTEHUIMHWIA, HOBUW, MNOCTIl-
HUI, pn3nkosuin, yTpadeHnin. Ocobnmnenin akLeHT 3pobneHo Ha NepeBarax ynpoBamkKeHHA AaHoi KkaTe-
ropii 4nA OCHOBHMX KOMEPUINHNX CTPYKTYP NiANPMEMCTB: NMPOAAXIB i MAPKETUHTY.

KniouoBi cnoBa: knieHT, ynpaBniHHA, NOAMNbHICTb, KaTeropuaauia, iIHCTPYMEHT, CTaBMNEHHA.

YnpaBneHue oTHoweHnA ¢ B2B-knneHTamMmn — oTAENbHLIN CIOXHbIV MPOLLECC, KOTOPbIA HY>XHO pac-
cmaTpuBaTb C Y4ETOM MX OCOBEHHOCTEN, OTpacnu, B KOTOPOW (DyHKUNOHMPYET NpeanpuAaTne, ponen
B MOBEAEHYEeCKOW Moaenu B NPUHATUM pelieHnn n ap. CtaTbA nocBALleHa BOMPOCY KaTteropmsauunu
B2B-knneHToB kak 6a30BOr0 MHCTPYMEHTA ANA ynpaBneHuA NoAnbHOCTbIO. [IprBeaeHbl OCHOBHbIE OTNN-
ynA B2B-knueHTOB, a Takke 060CHOBaHa LLenecoob6pa3HOCTb yNpaBneHnA OTHOLWEHUAMU U, KakK crnea-
cTBue, noanbHocThio. OcyulecTBneHa pa3paboTka cuctemMbl kateropmadaunm B2B-knueHToB, cornacHo
KOTOPOW BCEX KIMEHTOB KMNEHTCKOM 6a3bl MOXHO pa3faenunTb No NpeanioXXeHHbIM KpUTEPUAM Ha NATb
KaTeropwui: nNoTeHumnanbHbI, HOBbIA, MOCTOAHHbIN, PUCKOBBIN, NOTEPAHHbIN. OcobbI aKLUEHT B cTaTbe
cioenaH Ha npevMyLLecTBax BHEAPEHUA OAaHHOW KaTeropum ANA OCHOBHbIX KOMMEPYECKMX CTPYKTYp
NpeanpuATUA: NPoAaX N MapKeTuHra.

KnioueBble cnoBa: kKnueHT, ynpaBneHne, NOANbHOCTb, KaTeropmaauna, MHCTPYMEHT, OTHOLLEHME.

Management of B2B clients' relations is a separate, complex process, which should be considered
taking into account their peculiarities, the industry which the enterprise operates in, roles of behav-
ior model in decision-making, etc. Information collection about clients is not enough, as it needs to
be properly processed, segmented so that this information should be useful for effective business.
This article focuses on B2B customers categorizing as a basic tool for loyalty management. The article
shows the main differences of B2B-clients, as well as the expediency of relationship management and
loyality as a result. Author developed a system of B2B client’ categorization, according to which all cli-
ents from the client base can be divided according to the proposed criteria into 5 categories: potential,
new, permanent, risky, lost. The article focuses on the advantages of this category implementing for the
enterprises main business structures: sales and marketing. Since the problem is very frequent when
the developed methods cannot be applied in the practical activity of enterprises, during the develop-
ment, the author pays special attention to the "adaptability" of categories depending on the relations
specifics of a particular enterprise with its clients. Criteria that form the categorization basis: 1) sales

BUITYCK Ne 1(75), 2020



[TIPOBAEMH CUCTEMHOI'O TIAXOAY B EKOHOMILII

133

availability; 2) transactions number; 3) purchases periodicity; 4) planned events/agreements existence.
An important advantage of development is that it allows the company to carry out targeted marketing
and manage customer loyalty, which will definitely lead to economic impact increasing. Author believes
that this development will be applied by marketing specialists, sales managers, enterprises' heads. As a
goal for further development, author highlights the development of ways to automate the proposed

categorization.

Key words: customer, management, loyalty, categorization, tool, attitude.

MocraHoBka npo6nemu. Po3ymiHHA noBeaiHkK
Ccno)kmBauiB Ta ii BpaxyBaHHA Nia 4ac po3pobneHHA
TOBapiB i cnocobiB iX NPOCYBaHHA Ha PUHOK — Le
BXXe He nuTaHHA BMbOpy, a abcontoTHa HeobXxia-
HICTb ANA BMXXMBAHHA B YMOBAX >XOPCTKOI KOHKY-
peHuii. JocnimkeHHA pUHKY NOBUHHI ByTW cBOEYac-
HUMW | JaBaTy 3MOry BMABUTU Oa)kaHHA, 3BMYKM,
MOTMBW peanbHUX | MOTEHUINHMX CMNOXMBaYiB.
[nAa pocArHeHHA ycnixy NiaANPUEMCTBO MOBUHHO
«poBUTN BCe TaK, AK 3pYy4YHO KnieHTy». Came ToMy
KMiEHTOOPiIEHTOBaHICTb AK OAHa 3 6a30BMX LjH-
HOCTEN NiaNpMeMCTBa 3aliMae niampytodi nosuuii
B «KOJmeci LiHHOCTEeN» Ta TArHe 3a coboto HanawTy-
BaHHA Bci€i Bi3HEC-CTPYKTypu ANnA ONTUManbHOI
peanisauii UbOro NPUHLUMNY BEAEHHA AiANbHOCTI.

YcBioomnioun BaXkNMBICTb KrieHTa B «naH-
Utory reHepadii npnbyTky», NignprveMcTBa Hamara-
toTbCA GiNnblU AeTanbHO BMBYaTU CBOIX KIIEHTIB AnA
pe3ynbTaTUBHOIO yNpaBniHHA CTOCYHKaMM 3 HAMMW.

OnHak OCHOBHOWO nNpob6rnemol y UbOMY
HanpAMI € BIACYTHICTb HAYKOBO-TEOPETUYHOT 6a3n
CTOCOBHO MNUTaAHHA MNPaKTUYHOrO YNpaBniHHA
BiAHOCcMHamn 3 B2B-knieHTamu. Lle npussoantb
nepL 3a BCce A0 TOro, WO 3a BiACYTHOCTI npaBun,
MeTOAMK Ta IHCTPYKLUIM NianpMeMcTBa, He Makun
[OCBIAy Ta eKCnepTnan, HamaraktTbCA CaMOCTINHO
ineHTnbikyBaTM npouec Ta HanawTyBaTu WMOro.
OpaHak uen WnAx HeMUHy4Ye NpPU3BOANTb 0 HECKC-
TEMHOCTI Ta Hee(PeKTUBHOCTI, amke FPyHTYETbCA
BiH HaMyacTille Ha cXeMi «nanHa — nianHa», oe
6ynb-Aka 3MiHa B KOMaHAi Beae 3a coboto BTpaTty
yacTuHuK npouecy abo iHdopmaLlii.

LUle oaHielo npobnemoio, AKa OBGrPYHTOBYE
Ba>XNMBICTb Ta aKTyanbHICTb TEMU, € HEBIPHE Tpak-
TyYBaHHA Npouecy ynpasniHHA NOANbLHICTIO 3 Kni-
eHTamu. Tak, po3kpuBatoum U Temy, GinbwicTb
nepenbayae nuwe nporpaMmHUi NPOAYKT, AKUN
AacTb 3MOry HanaroguTu aBTOMAaTUYHUIA Npouec
B3aemogpii 3 knieHtamn. OgHak BaXXNMMBUM cknaa-
HMKOM € igeonoriyHa 4yacTMHa ynpaeBniHHA CTO-
CYHKamMu, Aka nepepnbayae HaABHICTb CUCTEMMU,
6i3Hec-npoueciB Ta iH. Y pe3ynbTaTi ABa cknan-
HMKa, AKI MaloTb iCHyBaTWN B aBCONMIOTHIN CUHEpTI,
iCHYIOTb OKPEMO i He AatoTb NOTPiIGHOro edexTy.

BaxknuBum acnekTom ynpasniHHA CTOCYHKaMm
€ PO3YMiHHA YHiKanbHOCTi Ta HEMOBTOPHOCTI LiIbOro
npoLecy 3anexHo Bif TUNy pUHKY, PiBHA PO3BMHE-
HOCTI, CTaaii >)XKNTTEBOIro UMKIY, PiBHA KOHKYPEHL,i
Ta iH. [Tpn uboMy O06OB'ASKOBMM € He MnuLle YCBi-

MAPKETHHI"

OOMIMEHHA UMX CKNagHMKIB, @ N HanawTyBaHHA
npoLecy Ha NiANPUEMCTBI: OpraHi3auiiHoi CTPyK-
Typw, iHbopMaLUiliHOI cMCTEMU, CUCTEMU MapKe-
TUHIY Ta NPOAAaXiB 3riAHO i3 LMMU NMoKa3HMKaMW.

EdexktmBHMM  pilleHHAM, Ake pJae  3Mmory
YCMIWHO YNpaBnATU CTOCYHKaMW 3 KIliEHTaMu, €
CRM-cnctemun, nonynaApHICTb AKNX MOCTINHO 3pPOC-
Tae. OnHak B1bip Ta 3anyck CRM-cuctemu Ha nianpw-
€MCTBI — Lle pe3ynbTaT Po3yMiHHA Ta PO3pObneHHsA
CUCTEMM YMpPaBriHHA CTOCYHKaMU 3 KITiEHTaMMU.

AHanis octaHHiX pocnigkeHb i ny6nikauin.
Tema noAnbHOCTI CNOXKMBa4iB € HACTINbKN Mony-
MAPHOIO, WO BOHa MNOCTYNOBO CTae LEHTpanb-
HOIO TEMOIO B MAPKETUHIY. YCiX y4EHUX Yy LbOMY
HanpAMi 06’eaHYE PO3YMiHHA BaXXNMBOCTI NOAMb-
HocTi. [nTaHHA ynpaBniHHA NOAMNBHICTIO LWNAXOM
yrnpaBniHHA KIIiEHTCbKOK 6a30l0 OKPeMO Malxe
He poarnAagaeTbcA. OaHak cnig 3a3HauYnTh, WO
NUTaHHA yNpaBriHHA KNieHTCbkolo 6a3ol Hau-
yacTilwe po3rnAaaeTbCA BYEHMMU B paMKax TeMU
CRM. Tak, M. CtoyH, iz Meuturep, Herin Bya-
KOK, pO3rnAafalyn MUTaHHA 3arnyyeHHA CMoXu-
BayiB wnAxom sBukopuctaHHA CRM-cuctem, npu-
ninAlTb yBary AkocTi 6a3n knieHTiB [1]. KeHapa
INi y cBOiXx npauAx TakoX akUeHTye yBary Ha Kni-
€HTCbKIN 6a3i AK OCHOBW reHepauii npnbyTtky [2].
MNutaHHA nobynoBu edekTnBHoi CRM-cuctemu,
Yy pamkax AKOro 3po6brneHo akUeHT Ha KIiEHTCbKIN
6aa3i, po3rnAHyTo B npauax Kapna Celoenna, NMona
BbpayHa, MonuHo lMaTtpuka, ©. Hioena Ta iH. [3-5].
Cepen y4eHMX MOCTPafAHCHKOro MpPoOCTOpY, WO
NPOBOAATb AOCNIAKEHHA B AAHOMYy Hanpami, —
T.I. Ky6acosa, E.M. [pasaH, |0.B. BacuH,
M.B. PomaHoBa Ta iH. [6; 7; 9]. BiTun3HAHI pos-
po6KN B JLAHOMY HanpAMi, B AKX aKTyani3oBaHO
NUTaHHA yNpaBniHHA NOANbHICTIO KNiEHTIB, npea-
ctaBneHo B po6orTi [10]. OaHak B icHYHOUYMX NpauAx
HEe BWABMNEHO METOAONOrilo AnA KaTeropwusauii
B2B-knieHTiB.

MpoaHanisyBaBWKX icHYlO4Yi MaTepianu cTO-
COBHO ynpaBniHHA BiAHOCHamMun 3 B2B-knieHTamu,
pob6umMo Taki BUCHOBKMW: 1) He iCHye 3aranbHOTeO-
pPeTMYHOro niaxoay A0 ynpasniHHA KIiEHTCbKOO
6a3010, AKUIA MOXHa 6yno 6 B3ATM 3@ OCHOBY
6ynb-AKOMYy nNignNpuveMcTBY Ta apanTyBaTu AnAa
BUKOPWUCTAHHA; 2) HamaraHHA HanawTyBaTh CUC-
TEMY 3rigHO 3 «BHYTPILWIHIMW YABNEHHAMMW KOM-
naHii NPo CTOCYHKW 3 KIieHTaMu» NpM3BOAUTbL A0
XNOHMX Ta PecypPCOEMHUX MPOLIECIB Y KOMMaHil.
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Takvm YMHOM, HEOBXiAHUM € po3pobneHHA KaTe-
ropusauii B2B-knieHTiB, Aka 3a NPUHUNMNOM «KOH-
CTpyKTOpa» Moxke 6yTn BMKOPWUCTaHa Mianpuem-
CcTBaMW B PI3HUX ranys3fax, a TakoX AacTb 3MOry
onepaTtMBHO 1 edekTUBHO 36MpaTh, 06pPo6NATH
Ta BMKOPUCTOBYBAaTU iH(OPMALIO MPO KIEHTIB
ANA ynpaeniHHA iX NoAnbHicTiO. TakoX UA cxema
noBmHHa OyTn 6a30BOKO Mig 4Yac pPO3pO6IEeHHA
CRM-cuctemn Ha ninnpuemcTBi.

Mertoto pocnigkeHHA € 06rpyHTYBaHHA HEOOXIA-
HOCTI ynpaBniHHA BiAHOCUMHamMun 3 B2B-knieHTamu
AnA ¢opmMyBaHHA 1 ynpaBriHHA NOANbHICTIO Ta
po3pobneHHA cxemun KaTeropu3sadii B2B-knieHTiB
AK 6a30BOro iIHCTPYMEHTa AnA LbOro Npouecy.

Buknaa ocHOBHOro martepiany Aochif>KeHHA.
QopmyBaHHA Ta ynpaBriHHA NOAMbHICTIO € BaX-
NMBUM CTPaTEriYHUM CKNaAHNKOM PO3BUTKY KOM-
nanii. litep Opykep, copmyniooun 3aBaaHHA
ynpaeniHHA XXI| cT., cTBepaXxxyBaB: «ICHye nuwe
oOHe npaBoMipHe 06rpyHTyBaHHA MeTU Bi3Hecy —
CTBOPEHHA 3a40BONIEHOr0 KNieHTa» [8].

OcobnueocTi B2B-knieHTiB, AKi 3yMOBMIOIOTb
0CcO6NMBOCTI BIAHOCUH, NONAraTb y:

° Tpusasnit WUOKOCTI NPUUHATTA PilEHb
(Ha B2B-puHKy HalvacTile pilleHHA npuiAMa-
IOTbCA Bif AEKiINbKOX MICALIB A0 AEKINbKOX POKIB);

* 3HayHIU KiNIbKOCTI 0Ci6, AKI npuldmarTs
piwueHHA (3aBxam binblue ABOX OCib);

* HU3BKOMY eMOUIUHOMY CKIIaOHUKY 8 npu-
GHATTI pitieHp (pilLeHHA NPUAMAalOTbCA 3BaXKEHO,
IPYHTYOUYMCH Ha undpax Ta apryMeHTax);

* BUCOKOMY CepeOHbOMY NOKa3HUKY CyMu
3akynierni;

* HU3bKOMY 8XIOHOMY Tpagiky (KinbKicTb
NOTEHUIMHNX KIIEHTIB 3HAYHO HWXX4Ya MOPIBHAHO
3 B2C-puHkom);

* gupiwasnbHIU posi npoodasuAa y npoueci
nokynku (Ha B2B-pnHKy npoaaBeub € ekcnepTom
Ta Ay>ke BMMMBAE Ha PilLeHHA MNOKYNUA);

* BUCOKIU KOHBEPCIi Ha KOMHOMY 3 eTanie
«BOPOHKU NPOOaxcien.

Heo6xigHicTb  ynpaBniHHA
3 B2B-knieHTamun BMpa>kaeTbcA B:

1) ynpaersniHHi o6cAeamu 3aKynieesib y epoulo-
80MYy gupaxceHHI (MipnpnemMcTBO, PO3yMitoun Bap-
TICTb OOHOrO KI€EHTa, NOBUHHO NiaHyBaTu rpo-
LIOBI HAAXOAXKEHHSA BifL KOXXHOTO KITiEHTa 3aneXHOo
BiZL KaTeropii, 4O AKOI BiH BIAHOCUTbCA);

2) ynpaersiiHHi HOMEHKIaTyporo, AKa 3akKyna-
E€TbCA KJiEHTamu (NioNPUEMCTBO, 3aliMatoynchb
aCOPTMMEHTHOIO NOMITUKO, MOBUHHO YNPaBnATH
TOBapHUMW KaTeropiamMn, okpemmmun 6peHaamm/
noauuiamn. Came ToMy, BNNuBaK4YM Ha HOMEH-
KnaTypy, Aka BMOMpPAETbCA KIiEHTaMM, MOXXITMBO
yCnilWHO peani3yBaT aCOPTUMEHTHY CTpaTerito);

3) ynpaersiiHHI 10A/IbHICTIO KITiEHTI8 (4epe3 dik-
CyBaHHA Ta onpautloBaHHA 6yAb-AKOI BaXXNMBOI
AnA crioXmnsaya iHpopmauii (xobi, nepesaru, ynio-

BiAHOCMHaAMMN
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6neHi 6peHan) NiANPUEMCTBO Mae 3Mory pobuTtu
nepcoHicikoBaHi Npono3uuii, Wo 3Ha4yHO niaBu-
LLYIOTb PiBEHb CTaBNEHHA Ta NOANbHOCTI).

Po3pobnaioun cuctemy ynpasniHHA CTOCYH-
Kamu 3 KnieHTamu, cnig nNpoAeMOHCTpyBaTh, AK
BUrMAAAe NpoLec 3a40BOMEHOCTI B Cy4aCHUX yMO-
Bax MOPIBHAHO 3 TUM, AKUM BiH ByB HelloAaBHO,
B enoxy iHaycTpianisauii (puc. 1-2). [9]

3a/10BOJIECHICTD

Buxonauust

A\

Puc. 1. NMpouec 3an0BONEHHA KilieHTa
Ha iHayCcTpianbHOMY eTani pO3BUTKY CycCMifibCTBa

[aHa cxema, He3BaXkalouyn Ha Te LLO MPOICHY-
Bana TpuBanui 4yac, mae Taki Hegoniku: 1) Hepo-
CTaTHA iHTEPAKTMBHICTb Y CTOCYHKax 3i CroXuBa-
yeM (Hemae yABIeHHA MPO pPeakLilo CroXknBadis,
iXHi oIyMKuM, nepeBaru Ta iH.); 2) yce 6a3yeTbcA Ha
«TOBapHO-BapTICHI MoAeni», 3a AKOI HEMOXXNU-
BUM € (hOpMyBaHHA NOAMNbHOCTI; 3) BiACYTHICTb
YHiKanbHOCTI, LLO NPM3BOAWTb A0 TOrO, Wo y 6yab-
AKNIA MOMEHT ByAb-AKNIN KOHKYPEHT MOXe CKOni-
toBaTn 6i3HEeC-Moaenb, NepeMaHnT KMieHTiB Ta iH.,
amKe Malbke HEMOXXIMBO AndhepeHuitoBaTnCA Ha
BUAINEHNX eTanax, TOGTO BCe MO>XXHa NOBTOPUTN.

Came Tomy, BpaxoBytoun Hefoniku uiei moaeni,
6yna po3pobrneHa HoBa, BOOCKOHaneHa MoOAEsb,
NPUHLWMNOBOIO BIAMIHHICTIO AKOI € Te, WO KiHLe-
BOIO METOI0 € He Nulie AOCArHEeHHA 3ajoBorie-
HOCTI KIiEHTIB, a 11 NOANbHOCTI KMNIiEHTIB.

JIOsIBHICTE KIIIEHTA

—

Biaga xiieHTiB

— ¢
[Tepconanizaris

— ¢

3axucT IHTEpeCiB

— ¢

3a10BOJIEHICTH

A\

Puc. 2. Npouec 3aaoBoneHHA KiieHTa
Ha cyyacHOMYy eTani po3BUTKY CyCninbcTBa

1. 3apoBoreHicTb. 3a40BOEHHA NOTPED KiieHTa.
2. 3axuct iHTepeciB. [lianpnemcTBo AeMOH-
CTPYE Te, WO BOHO Ai€ B iHTepecax KIlieHTa.
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3. lMepcoHnanizauia. [ianpremcTBo AEMOHCTPYE
NPUAHATTA Ta CXBarneHHA iHTepeciB KrieHTa.

4. Bnapa knieHta. KnieHT ycBiZOMIIOE, WO KOM-
naHia roToBa rpatm 3a MOro npasunamm, Lo BiH
KOHTPOMIOE BIAHOCUHMN.

OcHoBHa nepeBara nonArae y TOMy, LLO Y LLbOMY
niaxoAi NignprMeMcTBO Mae MOXKIMBICTb TICHO cnif-
KyBaTUCA 3 KIliEHTaMu, BMBYATK ixXHi Ga)kaHHA Ta
nepenbayaTt ixHi aji Ta kepyBaT HAMMW.

Hamn 3anponoHoBaHO KkaTeropusauito K-
€HTIB 3anexHo BiA CTajin PO3BUTKY BIAHOCKH i3
HUMNK (puc. 3).

lMoTeHyilHUL KITIEHT — KIIEHT, AKUI LikaBUTbCA/
KOPMCTYeTbCA NpoaykKuieto ranysi/nianpnemcrtaa,
ane e Hikonu He cniBnpauloBaB i3 HElO.

Hoeuli knieHT — KNieHT, AKMI No4as cniBnpadto-
BaTW (34iMCHMB NPO6GHY/NepLUy NOKYMKY).

[MocTitiHul (cTabinbHuUl) KIMIEHT — KIIEHT, AKUN
cTabinbHO cniBnpauoe 3 NiANPMEMCTBOM.

Pusukosul KrieHT — KIIEHT, AKMA nicnA cTa-
6inbHOro nepiogy cniBnpaui 3 MiANPUEMCTBOM
noyas pialwe/MeHLLe 3aKynaTu.

BrpaveHul knieHT — KNIiEHT, AKUMA MNOBHICTIO
3aKiH4YMB cniBnpauto 3 NiANPMEMCTBOM.

3anponoHoBaHa kaTeropusauia 6a3yeTbcA Ha
4OTMPbOX KpUTepiax (Tabn. 1):

° HaABHICTb NPOAAXIB;

* KinbKicTb yrog;

* NepioanYHICTb 3aKyniBenb;

* HaABHICTb 3annaHoBaHMX nogin/yroa i T.4.

3anpornoHoBaHa HamMu KaTeropusadia
B2B-knieHTiB nae amory ethekTMBHO 3A4iMICHIOBATH
[iAnbHicTb  nignpuemcTtBa. HaBepemo OCHOBHI
nepesarv BMPOBaf)XeHHA Ta BUKOPWUCTaAHHA AnA
OCHOBHUX KOMEPUINHMX HanpAMIB Ha NianpueM-
CTBi: NpoAaxi Ta MapKeTUHT.

1. YnpaBniHHA npopaxkamu.

1.1. 36inblIeHHA BUPYYKMN.

* [lianpnemcTBO Mae 3MOry onepatvMBHO pea-
ryBaTM Ha AMHaMiKy OCHOBHMX MOKa3HWKIB Ta, AK
HacniaokK, BNAMBATW Ha KiNbKICTb | LLBUAKICTb Ta CyMW
YKNaAaHHA yrof, CnpoLLyeTbCA NPOLLEC MOBTOPHUX
npoaaxisB iCHyOYMM KIieHTaM nianpuemcTaa.

135

1.2. MinByWEHHA NMOBIPHOCTI yKNaAaHHA yroau.

* [lpaBunbHa ineHTUiKauia Ta aHanis iHdop-
Mauii Npo knieHTa gae 3amory 6inbl TOYHO NPOTrHO-
3yBaTW MOro peakLito Ta yrnpaBnATU Helo.

* CKOpOYEHHA UMKy Npoaaxis.

* Bucokuii noka3HMK KOHBeEPCIi Bia KOXXHOI Aji
BioAiNy npopaxis.

1.3. 36inbWweHHA MapXi.

¢ [lig yac BMBYEHHA HakoNW4YeHOi iHpopmauii
BUHMKAE Kpalle po3yMiHHA noTpeb knieHTa, 6inbLu
BMCOKMI pPiBEHb iX 3a40BOMEHOCTI, i, AK HAcMiaoK,
3HKYETbCA HEOOXIAHICTb Y AOAATKOBUX 3HMXKKaAX.

¢ KnacudikyBatn knieHTiB 3a O3Hakamu, L0
Bino6paxkaloTb hiHAHCOBI MOXXNMBOCTI M FOTOB-
HICTb A0 KyniBMi, i HagaBaTX 3HVDKKY NuULIe Hau-
6inblW YyTNMBMM A0 UiHW NOKYMNUAM Yy MpPOLECI
[0AAaTKOBMX NeperoBopiB.

1.4. EdbekTnBHE ynpaBniHHA cniBpObGiTHMKaMM
BioAiNy npopaxis.

e 3'ABNAETbCA MOXXIMUBICTb NIABULLNTU edek-
TMBHICTb 3a paxyHOK aHamni3dy CTaHy KIl€HTCbKOi
6a3n Ta AMHaMiK/N OCHOBHMX NOKa3HWKIB KOXHOIO
OKPEeMOoro MeHemxepa.

2. YnpaBniHHA MapKeTUHrom.

2.1. linecnpAMoOBaHWn MapKeTUHT.

* Poanogin knieHTiB 3a kateropiAMun aae amory
pobuTtn UinecnpAMOBaHi NpPoNo3uuii AnA KOX-
HOi kaTeropii, epeKTUBHICTb AKX 3HA4YHO BMLLA
NOPIBHAHO 3 YHiBEPCANbHUMW IHCTPYMEHTaMMU.

* YnpaBniHHA MapKeTUHrOM MOminwyeTbcA 3a
paxyHOK BUKOPUCTaHHA

CUCTEMMW MMaHyBaHHA, PO3pPO6NEHHA, ynpas-
NiHHA Ta peanisauii MapKeTUHroBMX KOMMaHin,
a Tako>XX MapKeTUHIOBOro aHaniay.

e 3’ABNAETHCA MOXMNUBICTb NPOBOAUTN ONTUMI-
30BaHi Ta eeKTUBHI akuii NPAMOro MapKeTuHry
(direct-marketing).

2.2. EcbekTnBHE ynpaBniHHA pPeEKNamMHO KaM-
naHieto.

* PeknamHi kamnaHii MmatoTb 6inbLl TOYHY cnpA-
MOBaHICTb i CpOoKycOBaHi Ha MOTPIOHIN KNieHT-
cbKi BUbipui. lMpodannu knieHTiB 3acHOBaHi Ha
BCill CYKYMHOCTI AaHUX, 3iBpaHnNX y KOMMaHii.

1. [ToreHiiiuu

2. HoBuit

3. [octiiiHnii (cTaOLTEHUN)

4. IIpobnemHumit (pU3NKOBHN)

5. Brpauenuii

Puc. 3. Craaii po3BMTKY BiAHOCUH i3 KnlieHTamMu
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Tabnuua 1
Kareropwusauia B2B-knieHTiB 3ane>xHo Bia cTagiil pO3BUTKY BiAiHOCUH
B“(;Lan;;‘flgi;m HasagHictb | KinbkicTb MepioanyHictb HasaBHicTb 3annaHoBaHunXx
v npoaaxis yron 3aKynisenb nopin/yroniT. A.

i3 KnieHTaMn

[nAa komnaHii KNiEHT yBaXkaeTbCA NOTEHUINHUM nicnAa 36MpaHHA Ta dikcauii iHdop-
Mauii Npo KnieHTa (CTBOPEHHA KapTKW KINIiEHTA).

MoTeHuinHnn

KnliEHT HaaBHicTb nogin (3annaHoBaHO

3yCTpiy, TeneoHHy pO3MOBY Ta
iH.) — Tak

Micna 3piicHeHHA nepLwoi peanizadii kNieHT NoTpannAe Ha cTaaito «Hosuin». 3a ymosu
OOTPUMAaHHA 3a4aHOoi NepioanYHOCTI peani3auin i cymMapHOi KinbKOCTi yroa y Kinb-
KOCTi 3 pa3u KrieHT noTpannAe Ha ctagito «[locTinHMn». Y pasi nopyweHHA yMOB
LLLOAO NEepioANYHOCTI KMiEHT NoTpannAe Ha cTagito «[MpobnemMHuin».
Y MOMeHT nepexoay KrieHTa Ha ctaaito «[MpobnemMHunity — aBToMaTU4HE CTBOPEHHA
ONUTYBaHHA 3 aHKETYBaHHAM AnA 3'ACYBaHHA NPUYMH, 3@ AKNX KMIEHT MUHYB CTaAito
«[locTinHnM».
He meHwe He meHwe 1 pasy

3 B KaneHaapHUn MicAub
[MlicnAa cTabinisauii nepioAnYHOCTI 3aKyniBenb i AOTPMMaHHA 3a4aHOoi NePIoOANYHOCTI

Hi Hi Hi

HoBwui knieHT

Tak HaaBHicTb noain — Tak

MocTiriHKn peanizauin i cymapHOi KifbKOCTI yroa y KinbkocTi 3 pa3u, KnieHT noTpanfAe Ha cTa-
(cTabinbHun) | 4ito «locTiiHnA».
KITIERT Tak Binbwe 3 He menwe 1vpa_3y HaABHicTb noain — Tak
B KaneHaapHW MicALb
Y pagi nopyLeHHA yMOB (KinbKiCTb yro, NepioAnyHicTb 3aKyniBesnb) KNiEHT NOTpannAe
Mpo6nemuunii |Ha cTagito «[lpobnemHuniny. Y MOMEHT nepexoay KinieHTa Ha cTaaito «[TfpobnemHuii» —
(pu3sukoBuin) |aBTOMaTMYHE CTBOPEHHA ONMUTYBaHHA 3 aHKETyBaHHAM ANA 3'ACYBaHHA NPUYMH.
KMiEHT He meHwe Binbwe 1 micauA, . L
Tak ; HanasHicTb nogin — Tak
1 He BinbLie 6.
Micna 3'AcyBaHHA NpUYMH Nepexoay KrieHTa Ha cTazito «[TpobnemMHu» i NpoBeaeHHA
[ii, cCNPAMOBAHNX Ha «peaHiMaLito» KNnieHTa, y pa3i NO3UTUBHOIO pe3ynbTaTy (TeH-
[AeHUiA 4o HopManisaLii nepioaAnYyHOCTI 3aKyniBenb, CyM 3aMOBIEHb) KIiEHT Nepexo-
B . OnTb Ha cTagito «[TfpobnemHunI» O NOBHOI cTabinizadii.
Tgﬁreii”” Y pasi HeraTMBHOro peaynbTaTy KIMIiEHT NepexoauTb Ha cTagito «BTpadeHuninn.

Y MOMEHT nepexoay kiieHTa Ha cTagito «BTpayeHunii» — aBToMaTyYHe CTBOPEHHA ONn-
TyBaHHA 3 aHKeTyBaHHAM ANA 3'ACyBaHHA NPUYMH i AOLINbHOCTI NPOBEAEHHA aKTMB-
HOCTEeW i3 B3aeMOIii 3 KNiEHTOM Yy MalibyTHbOMY.

Hi | MeHwe 1 | Binblwe 6 micAuiB
Lbiepeno: pospobneHo agropamu

HaaBHicTb noain — Tak

* Mo>xHa He TinbKN BIiACTEXNTU pPe3yrnbTaTuB-
HICTb KOHKPETHUX MapKeTUHIOBMX aKLil i kaHaniB
npocyBaHHA NPOAYKLIi, a 1 NpoBecTN aHani3 npu-
YMH BIAMOB Bif MOKYMKMW, WO AONOMOXE CKOpEery-
BaTW MapPKETUHIOBY AiANbHICTb. TakoX MOXNMBe
NpoBeAeHHA MOHITOPUHIY XO4y NPoAaxy Y Uinbo-
BUX CermMeHTax, aHanis epekTUBHOCTI BUTpaT Ha
peknamMmHuni 6ooxKerT.

BucHOBKM 3 npoBeAeHOro AOCHIAXKEHHA.
Pesynbtatn poboTn Hap cTatTelo panm 3mory
LINTN TakKMX BUCHOBKIB.

1.AnAa 34iNCHEHHA ycCniWHOI KOMepUinHoi
[iANbHOCTI HEobXiAHO NPUAINATX 3HayHy yBary

AKOCTI KNieHTCbKOi 6a3un, apke came eekTMBHE
yrnpaBrniHHA Jae 3MOry KOMMNaHii oTpMMyBaTy Mak-
CManbHO MOXNWBI pe3ynbTaTh B TENEPILUHbOMY
nepioai Ta NporHo3yBaTn MambyTHI.

2. Po3pobneHa cuctema KaTteropuzadii nepen-
6ayae N'ATb cTagi PO3BUTKY CTOCYHKIB i3 B2B-kni-
€HTaMW: NOTEHUINHWIA, HOBU, NOCTINHUIA (cTabinb-
HWI), NPOBNEMHUI (PN3NKOBWIA), yTPaYeHWA.

3. 3anponoHoBaHa cucTema pAactb 3MOry
onepaTtMBHO pearyBaTy Ha AMHaMIKy OCHOBHUX
NOKa3HMKIB KOMEPUINHOI AiANbHOCTI Ta 3A4INCHIO-
BaTW LINbOBUIN MapKETUHT, WO Mae Ha MeTi dop-
MYyBaHHA NOANbHOCTI.
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