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CyuacHi OisHec-opraHizarii AIIOTb B yMOBaX AHHAMIYHHX 3MiH,
BUKAHIKAHIX PO3BHTKOM IIH(DPOBUX TEXHOAOIIN, TAODAAI3ALIIEIO T 3MIHOIO
CIOKHBYHX yIIOAODaHBb. AAfl  3a0€3IEYECHHA CTAAOIO PO3BUTKY Ta
30epeKeHHs KOHKYPEHTHHUX IMIO3HIIN KOMIAHIl ITOBHHHI BIIPOBAAKYBATH
KAIEHTOOPIEHTOBAHE VIIPABAIHHSA, fIKE CTABHTH IIOTPEOU KAIEHTIB y IIEHTP
ycix GizHec-Iporiecis.

BIAIOBIAHO A0  AOCAIAKEHD OIABIINICTD OpraHIi3amiil peasi3yroTh
MeHIIle ~ OAHIEI TPeTWHM IOTEHINWHOI IHHHOCTI BIA  IpoIlecis
I_II/ICppOBOI TpaHC(i)opMaLm BiamoBiaHO A0 AOCAIAMNKEHHS McKmsey,
KOMIaHil, Akl  AOTPHMYIOTHCA KA1€HTOOp1€HTOBaH01 crpaterii,
AeMoHCTPyroTh Ha 60 % BuIIy HPUOYTKOBICTb ITOPIBHAHO 3 THMH, IO HE
opieHTyIOTbCS Ha moTpebu cmoxmbauiB. Amaais Deloitte 3acBiadms, Imo
62 % onnTaHuX KOMIIAHIH PO3rAfSAAIOTH KAIEHTCHKHI AOCBIA, AKHH BOHHU
320€3ICYyIOTh, AK KAIOYOBHH (PaKTOpP CBOEI KOHKYPEHTHOI IICPCBATH.
Pesyapratn Aocaiaxenna Forrester BKasyroThb Ha Te, IO Opramisamii 3
KAIEHTOOPIEHTOBAHOIO OI3HEC-MOAEAAIO AOCATAU CEPEAHBOPIYHUX TEMIIB
3pocrannd Ha piBHI 14 %, TOAl AK KOMITaHii 3 IHIIHMMH CTPATEriYHUMU
npiopureramu 3a3HaAn Aure 2 % 3pocranss. [1; 2.

KaierToOopieHTOBaHA MOAEAD yIIpaBAiHHA (customer-back business
model (CBM) Gasyerscst Ha TAHOOKOMY PO3YMIHHI CHOMHUBYHX IIOTPEO,
BUKOPHUCTAHHI ITH(PPOBUX TEXHOAOIH Ta MIK(YHKIIOHAABHIN IHTErparii.
CBM mnepeabadac He AHIINE IOKPAIECHHSA OKpPEMHX (DYHKILH, a H ITOBHY
TpaHcopmariiro OisHec-MOAeAl 3 pokycom Ha kaleHTa. Lle Ao3BOAfE
CTBOPIOBATU IIHHICTH Ha KOKHOMY €Talll B3aEMOAIl 3 KAIEHTOM i AocAraTH
KOHKYPEHTHHX II€PEBar.

KaienroopienroBana OisHec-moaeab (CBM) sBAfie coboro miAicHY
TpaHcpopmariro  Oi3Hec-IIpOIleCiB,  CHPAMOBaHY  Ha  AAAITAILNIO
KOPIIOPATHBHUX MOKAHBOCTEH AO 33AOBOACHHA IIOTPeO KAIEHTIB depes
inTerpamiro mrrygHoro inreaekry. Lla Mmoaear nepeabavae pyHAAMEHTAABHI
3MIHH B YIPaBAIHHI KOMITAHIEIO, A€ KOJKEH EAEMEHT OIIEPAIiiHOI AIAABHOCT]
OpIEHTOBAHHUH HA MIABUILCHHSA HIHHOCTI AAfl CITO?KHBAYIB.

" Hayxosuil xepisnux — Kaainin O.B., d.e.1., npogecap
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Brposaakenus CBM Gasyerscst Ha 9OTHPBOX KAFOYOBHX ACIIEKTAX:
opieHTAIll HAa KAIEHTa, IIATPHMIN CTpaTeriyHUX IiAei  OisHecy,
ePEKTHBHOMY VIIPABAIHHI AIOACBKHMHU pPECypCAMH Ta BHKOPHCTAHHI
MOYKAMBOCTCH  INTYYHOrO  IHTEAEKTy. Taxkwil  miAxiA — 3a0esmedye
IIPATMATHYHY PEaAi3aIiio nrudPOBUX TEXHOAOIIH AAA AOCATHEHHSA CTIHKOro
PO3BHTKY OpraHisariii.

Hesaaexwo Bia ccpepu aisapaocti — B2B, B2C un B2B2C — kxommanii,
AKI IIParHyTh MAKCHMAABHO BUKOPHCTATH TEXHOAOTIIYHI IHHOBAILI], ITOBHHHI
IHTErPyBaTH X Y CBOI ITPOIIECH AASA TAHOIIIOTO PO3YMIHHSA Ta 3aAOBOACHHSA
oTped xaienTiB. CBM craBuTh CriojkuBada B LEHTpP YCiX Oi3Hec-omepariii,
3abesrredyroun OesmepepBHY Ta e(EKTHBHY B3aEMOAIFO MDK ycima
kopropatuBHuMu (pyHkmiamu. Lle, y cBOIO depry, CTBOPIOE YMOBH AAf
ITABUITIEHHA KOHKYPEHTOCIIPOMOKHOCTI, aAAIITUBHOCTI AO PHHKOBHX 3MIiH
Ta AOBIOCTPOKOBOI AOAABHOCTI KAIEHTIB.

OaunM 3 kArowoBux acriektiB CBM e BcramosacHHA ambiTHOL
Oi3HeC-IIiAl, fKA OPIEHTYETBCA HA ITOKPAILCHHA KAIEHTCBKOIO AOCBIAY Ta
mABuIneHHs edeKTHBHOCTI orepaniil. Kommamil, IO BIPOBAAKYIOTH
Takl MOAEAl, IHBECTYIOTB y IpPOBI pimeHHA, AKI 3a0€3LEUVIOTH
THYYKICTh, IIBUAKICTB 1 IIepcoHaAi3zaIiiro mocayr. Lle Aae 3mory IBHAIIe
pearyBaru Ha IIOTpeOM PHHKY, OITHMI3yBATH BHUTPATH Ta IIABHIIYBATH
AOSIABHICTD KAIEHTIB.

Ipuxaasom yemiraoi peaaizamnii CBM e npoMucAoBe mAIpremMcTBo,
AKe 3aBAAKKA LudpoBiil TpaHcdopmariii Ta QOKyCy Ha KAIEHTAX AOCATAO
3HAYHOIO 3POCTAHHA IIPHOYTKIB, IHABHIIHAO TOYHICTH IIPOTHO3YBAHHA
IIOIIUTy Ta ONITHUMI3YBAAO AAHIIOTM IIOCTadaHHA. KArO4OBI pesyaprarTn
sacrocyBauusa CBM [3]:

>95 % — 1OBHA Ta CBOEYACHA AOCTABKA IIPOAYKTIB, OOPAaHHX KAIEHTAMI.

2 % — 3pocTaHHA ITBUAKOCTI IIPOAQIKIB.

1,5 % — 30iAbIIIeHHS OOCATIB IIPOAAKIB.

30 % — miABHIIEHHA IIPHOYTKOBOCTI.

100 % — spocranus B cdepi eAeKTPOHHOI KOMepITL.

+15 mpoueHTHHX NYHKTIB — 30IABIIECHHS I1HACKCY AOSABHOCTI
kaienTiB (NPS).

+10 % — 3pocTaHHA AOBIOCTPOKOBOI LIHHOCTI KAIEHTIB.

Moaeap  miAKpecAroe  BakAuBicTh  IHTerpamii  pI3sMYHHX  Ta
undpoBUX acleKTiB y Ol3Hecl, a TaKOXK B3aEMOAIl 3 EKOCHCTEMOIO
maptHepiB Ta KalemTiB. OCHOBHI €AEMEHTH — 3aAyYEHHA KAIEHTIB,
OIITHMI3AIIiA Oi3HEC-IIPOIIECIB Ta TOOYAOBA AOBIOCTPOKOBUX BIAHOCHH, ITIO
3a0e3IIedye CTaAHH PO3BUTOK 1 KOHKypeHTOCIpoMO:KHICTh. Lle aoBOAHTS,
IO KAIEHTOOPIEHTOBAHE VIIPABAIHHA € HE AHIIEC CTpaTericlo, a Mu
HEODXIAHICTIO AASI CY9aCHOTO OI3HECY.
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Ormxe, BIPOBAAMKCHHSA KAIEHTOOPIEHTOBAHOI MOAECAL VIIPABAIHHA €
KpUTHIHEM (PAKTOPOM YCIIXy AAfl OisHec-opramisamiii. lle 3abesmeuye
HE  AWIIE  KOPOTKOCTPOKOBI ~ BHTOAM, a4 H  AOBTOCTPOKOBY
KOHKYPEHTOCIIPOMO)KHICTD ~ 3aBAAKH  IIABHIIECHHIO  e(PEKTUBHOCTI,
IHHOBAIIIHOCTI Ta AOSIABHOCTI KAIEHTIB.
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PO3BUTOK EGC-KYABTYPU AK CTPATETTUHUI
ITPIOPUTET CYJACHOI'O MEHEAKMEHTY

ITomoBkina O.C., 3000yBadka BUIIIOl OCBITH,
LleHTpaAbHOYKPATHCHKIH HAIIIOHAABHUN TEXHITHIIN
yuiBepcuret, M. KpormuBauIbKHEH, YKpaina

Employee  Generated Content (EGC) — me  KoHTeHT,
AKHH CTBOPIOIOTH Ta PO3IIOBCIOAKYIOTH IIPALIBHUKM KOMIIAHII B Meperi.
Bim Biairpae kArodoBy poab y wnudposiii TpaHcdopmarii OizHecy,
OCKIABKH ~ BHCTyITa€ €(PEKTHBHUM IHCTPYMECHTOM AASl  ITABHITICHHSA
AOBIpH KAleHTIB. Llefi IHCTpyMEHT BHCTyIAE€ BAKAUBHN CACMEHT Y
dopmyBaHHI OpeHAY POOOTOAABIIA, OCKIABKH AO3BOAAE CIHBPOOITHHKAM
AKTHBHO ~AIANTHCH CBOIMH  VCIIXaMH, BpPQKEHHAMU Ta  AOCBIAOM
poboTH y KOMITaHI.

" Hayxosuii xepisnux — Kosasenxo C.B.
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