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CRM SYSTEM-A TOOL FOR BUSINESS IN SOCIAL NETWORKS

Buceimnenni npoonemu onmumizayii pooumu 0Oi3Hecy 6 COYiANbHUX Mepedtcax i3 3aCmocy8anHIM
CY4ACHO20 Npoghecitino2o, KIiEHMOOPIEHMOB8AH020 NPocpamMHo2o 3abesneuenusi - CRM-cucmemu.
30iticneno 0ena0 HayKosux 00CNiONHceHb UeHUX K 3apYOidcHUX max i eimyusHanux. Buoxpemneno
OCHOGHI 3a80anHs, sKI nokaukano euxonysamu  CRM-cucmemam. OKpim mozo, 6U3HAYEHO
nepeeazu BUKOPUCMAHHA 3A3HAYEHO20 NPOSPAMHO20 3a0e3nedeHHs, OCHOBHUMU 3 AKUX €
3MEHWIEHHS] HABAHMANCEHHS. HA CNiBPOOIMHUKIB, A8MOoMamu3ayis YUcCieHHoi pymunHoi pobomu;
BHUIICEHHSL KLIbKOCI NOMUNIOK Yepe3 HeY8aXNCHICIb ab0 Hed0C8IOUeHiCMb NePCOHANY MOUO.
A6mopcokoro po3podKoIo € BU3HAYEHHS OCHOBHUX KOMNOHEHMI8, W0 GNauU8aroms HA OOYLIbHICMb
suxopucmanua CRM i3 3anyuennam coyianvHux mepedic. Busnaueno, wo Buxopucmanns CRM y
coyianvHux Mmedia, K NPABUlo, € HateQekMUusHiUUM KAHALIOM, W00 O00NOMO2MU KOMNAHIAM
BUOIIUMUCS  3-NOMIJIC CBOIX KOHKYPEHMI8, OCKIIbKU Ye O0a€ MONCIUGICMb OLibl MOYHO U
eheKkmueHo OOHOCUMU MAPKEMUH208I NOBIOOMACHHS Yill YLIbOBIl epYyni KIIEHMIB; | ye 00380JI5€ iMm
HOKpawjyeamu 3a00601eHiCb KIIEHMI6 Kpauje, Hide KOHKYpeHmam, AKi He sukopucmogyioms CRM
VY COYIanbHUX Mepetcax.



Highlighting the problem of optimizing business operations in social networks using modern
professional, customer - oriented software-CRM systems. The review of scientific research of
scientists, both foreign and domestic, is carried out. A number of unresolved issues have been
identified - most businesses still use Excel or Google spreadsheets for work and reporting,
respectively, all information is transferred from one place to another manually and it is always not
all information, but only that that the manager is able to process. And if there is also a call at this
time, or there are several sources of information, then it is easy to lose the client, he will not wait
for a response. Instead, CRM can automate these tasks. This indicates that the issue of detailed
study of CRM capabilities is urgent, and the need to integrate accounting software with the CRM
system is mandatory.

The main tasks that CRM systems are designed to perform are highlighted, including: they combine
customers and data about them into a single database; they allow you to increase sales, for
example, with the help of related products; they control the deadlines for completing tasks, and so
on. In addition, the main advantages of using this software are identified, the main of which are
reducing the load on employees; automating numerous routine work; reducing the number of errors
due to inattention or inexperience of staff; increasing the company's performance indicators: profit,
average receipt, satisfaction with the level of Service; replacing employees (due to vacations, sick
leave, dismissal) takes place without harm to the workflow. The disadvantages of using CRM -
training personnel to work with the specified system and paying for its use are also identified. The
author's development is to identify the main components that affect the feasibility of using CRM
with the involvement of social networks.

It has been determined that using CRM on social media is generally the most effective channel to
help companies stand out from their competitors, as it allows them to deliver marketing messages to
this target group of customers more accurately and effectively;, and it allows them to improve
customer satisfaction better than competitors who do not use CRM on social networks.

Knwuosi cnosea: CRM-cucmema; coyianvHi mepedici; Cy4acHi mMexHonozii; 830eM00is 3
KIlEHmMamu, npoepamue 3ade3nevents,; o0.ix.

Keywords: CRM system; social networks; modern technology, interaction with clients; Software;
accounting.

IMocTranoBka mpo6jaemu. OnTuMizamis podoTn B Oi3HEC-CepeOBHUII Mepeadadae 3aCTOCYBaHHSA CyYaCHHX
texHosoriii. IT-cmemianmicTy MOCTIfHO BIOCKOHATIOIOTH TNpOrpamMHe 3a0e3medeHHs Il e(EKTUBHOTO BHUPIIICHHS
OCHOBHHX 3aB/laHb Oi3HeCy, NMPUCKOPEHHs IPOLECIB JOKYMEHTOOOITY, e(EeKTHBHOIO YNPABIIHHS MiAIPHEMCTBOM.
Xmapui CRM, kopoOKoBi 1 KOHCTPYKTOPCHKI TEXHOJIOTIl CTAlOTh Bce OUIBII IMOMYJSIPHI cepex MiANPHUEMIIB SK B
MaJloMy, TaK 1 y BesJuKoMy Oi3Heci. Bynb-sikiii opranizauii HeoOxigHa 0a3a KIIEHTIB, ii OHOBJICHHS Ta 30€peKECHHS
BaXIUBOI iH(pOpMaLii MO TrocmomapCchKuxX omepamisx. SKIo s BEICHHS 3BITHOI JOKYMEHTAIil HEIOCTATHHO
TaOJMMYHUX TAHUX | BUHHUKIIA HEOOXiTHICTh 00'€JHATH B OJIHY CUCTEMY KiJIbKa BiJUIUIIB, BUHUKAE HAarajlbHa IOTpeda y
aBTOMAaTH30BaHOMY NoMidHHKY - CRM.

AHaJi3 ocTaHHIX Aocaimkensb i myouaikanii. JlocmimkeHHs: mutanb 3anpoBapkeHHs cuctemu CRM sk Ha
MDKHapOAHOMY, TaK i Ha YKpalHCBKOMY PHHKY, NMpoOJieM, SKi BHHHKAIOTh B JaHiil cdepi MpHCBIYCHO mpari sK
3apyODKHHX  Tak 1  yKpaiHChkmx  HaykoBmiB. Cepex  HEX: N.C. Kriamer, S. Winter,
M.M. Mazurencu, C. Mihaescu, G.I. K.J. Trainor, J. Andzulis, A. Rapp, R. Agnihotri, fpomenko B.A. IlImopteko I'.,
Bumnesceka M., ITtamenko O.B., Mo3rosa I'.B., Mapiinkosceka O., Komene M., Bypak H., Ko3yo M., T'opaienko
J1.0., Komener M., bypak H. Ta iHmi.

Mazurencu M.M. [12] mocmimkye, mo moniOHO 10 mepesar, ski Haxae TpaguniiHa CRM - BUKOpUCTaHHS
comiambux Mepex Juii CRM  moxe migBumuTH e(EKTHBHICTH Oi3HeCy MIKpOIIANPUEMCTB Yy 0Oaratbox
acrexTax. 30Kpema, 3[aTHICTh KOMITaHil B3a€MOJISITH 3 KJIIEHTAMH Ta HAJIAIITOBYBATH CBOT MAPKETHHIOBI KOMYHIKaLlil
Ha [HAMBIIyaJbHIi OCHOBi, JO3BOJISIE KOMIIAHISIM MiJBUIIUTH 33J0BOJICHICTh KII€HTIB 1 MPUXWIBHICTh O
JIOBI'OCTPOKOBHUX BiJIHOCHH.

B nocnimkennsx K.J. Trainor [11] Ta iHIIMX 3a3HaYCHO, IO BHECOK COLIAIBHUX MEJia TAKOXK EMIIPUIHO
MiATBEPHKEHO JAOCITIDKEHHSAM SIKi BHSBHJIN, IO iHTCHCHBHICTH 3aCTOCYBAHHS COIIAIbHUX Meaia B Oi3HeCi MO3UTUBHO
Ta CYTT€BO IOB’A3Y€ 3 MiABUIIECHHAIM (DiHAHCOBUX Ta HE(iHAHCOBUX MOKA3HUKIB.



Topaierxo /J1.0. [4] cTBepmKyIOTH, IO BaXIJIUBY poiib B peamizanii CRM-cTpaTerii BifirpaloTh iHCTpyMEHTH,
AKi 3a0€3MeUyIOTh ONEPaTUBHUM Ta CTpPAaTeriyHUH aHaTi3, OMIHKY CHUTyamii Ta MIATPUMKY NPHAHATTS YIPaBIiHCHKHIX
pimreHs B ob0macTi MapkeTwHTY 1 30yTy mpoaykuii miampuemctBa. B mepmy uwepry, «CRM» € KoHIemii€ro, ska
CIpsSIMOBaHA Ha MOOYAOBY CTIHKHX BITHOCHH i3 3aMOBHHKAMHM Ta TOCTadaJlbHUKaMHU. SIipoM Oi3Hec-cTparterii B JaHOMY
BHTIAAKY Oy/ie «KJII€EHTOOPIEHTOBAHMIT» IMiIXiT MiAIPUEMCTBA.

B cBoemy mocmimkenni N.C. Kramer, S. Winter [13] HaBoasITh BaxkiuBi Te3u. BpaxoByrouu, mo epeKTHBHICTh
Oi3Hecy KOMIIaHiH, sKi IHTEHCHBHO IpOJAIOTh Yy COLIAJIBHUX MEpeXkax, 5K NpaBUIO, CHIBHO 3aJICXKUTh BiJ
3aJI0BOJICHOCTI KJII€HTIB COI[IAIbHUX MEPEXK, MOMIIMBICTh IMiIBUIIUATH 3aI0BOJICHICTh KIII€HTIB 3a qormomorord CRM B
COLIaJIbBHUX Mepexax MoxKe OyTH HalBa)kKIMBIIIOI MAapKETHHIOBOIO NMPAKTHKOO, L0 JIO3BOJISE I rpymi KOMIaHiH
HiIBUIIUTA 33J0BOJICHICTh PE3yJIbTaTaMU CBOET AisIbHOCTI. Lle mependadcHHs TaKOXK MiATBEPIKY€ETHCS MOTICPSIHIMU
JOCJIIJDKEHHSIMM, SIKI BHSIBHJIM, IO IepeBard MOJIMBocTed iHpopmaniinux texHosoriii (IT) s edexkruBHOCTI
KOMITaHiHl, sIK IpaBuiIo, OyJIM OUIBII TOMITHUMHU B KOMITAHISX 3 BUCOKOIO iHTeHCHBHICTIO IT, HIX y THX, 10 IPALIOIOTH
3 HU3bKUM piBHeM IT.

HesBaxaroun Ha JOCHTH BHCOKHH piBE€Hb NOCTIDKCHHS JaHOI HpOOIEeMH, 3alMINAEThCS INe IUTHH psix
HEBUPINICHUX MUTAaHb. BUTBIIICTh MiATIPHEMCTB BCE IIe BUKOPHUCTOBYIOTH M poOOTH 1 BEIEHHSA 3BITHOCTI TaONHIl
Excel abo Google. BinmosinHo Bcs iH(pOpMaIis MEPEHOCUTHCS 3 OJHOTO MICII B iHIIE BPYYHY 1 3aBXKAM II€ HE BCA
iH(opMmalIIis, a JIMIe Ta, Ky 3MaTHHH 00poOUTH MEHEKep. A SKIO B IIeH Jac e i BiI0yBaeThes I3BIHOK, a00 HKepe
iHopmarii KimbKka, TO KIIEHTA JISTKO BTPATUTH, BiH He cTaHe dekaTw BiamoBini. CRM 3marHa aBTOMaTH3yBaTH IIi
3aaanHs. Cucrema cama 30upae 3asBKU 3 PI3HMX JDKEpeli, caiiTy, MOIUTH, COLaIbHUX Mepex 1 T. A. bieim Toro,
mporpama cama IPU3HAYUTh BIAMOBIIAIBHOTO MCHEKEPa, BCTAHOBUTH 4YaC HAa BHKOHAHHS 3aBJAHHS, 1 CIIOBICTHUTh
cniBpoOiTHUKA. A (yHKLis iHTerpamii 3 TenedoHi€l0 103BoJsI€ (QiKCyBaTH NMPOMYIIEHUH J3BIHKH, CIIyXaTH Jiajliord
MeHemmkepiB. Lle cBiqUnTh Npo Te, M0 MUTaHHS AETalbHOro BHBUYEHHs MoxumBocTe CRM e HaranmbHmM, a motpeda
iHTerpauii mporpaMHoro 3abesnedeHHs Oyxranrepcbkoro 06Ky 3 CRM-cucremoro € 000B’sI3K0BOIO.

MeTa nocaigkeHHsi. Po3rissHyTH poOIeMHI TMTaHHS PO3BUTKY Ta 3actocyBanHss CRM-cuctemu y iHTerparii
3 0i3HECOM B COIIAILHUX Mepekax. BUOKpeMHUTH OCHOBHI 3aB/IaHHs, BKa3aTH IEPEBary Ta HEJOMIKH 11 3aCTOCYBaHHS Ha
CyJacHOMY €Talli PO3BUTKY €KOHOMIKH. BU3HAUMTH OCHOBHI KpHUTepii JomiibHOCTI BUKopructanHs CRM i3 3aiydeHHsIM
COINATbHUX MEPEK.

Bukaan ocHoBHoro wmatepiaamy. CRM-cuctema - 1me mporpamMHe 3a0e3leUeHHsS, SKE 03BOJIIE
aBTOMAaTH3yBaTH 1 monermuTu Oi3Hec-mporiecn. Cama abpesiarypa CRM - ckopodenns Bing Customer Relationship
Management, 1110 B TIEpEKJIa/li - «yIPABIiHHS B3aEMOBIIHOCHHAMHY 3 KITIEHTAMIE».

Cucrema 103BOJISIE Kpallle BUOYAyBaTH B3a€MO/IIIO0 3 KITIEHTAMH:

aBTOMATH3allis O13HEC-TIPOIIECIB JO3BOIUTH MIBUAKO 1 0€3 TOMUIOK 00pOOISTH 3aIUTH;

poboTa 3 KII€HTCHKOIO 0a30l0 B €IMHOMY BIKHI CHpOLIy€e Ii CErMEHTALil0 1 3alyCK MepCOHaI30BaHUX
MPOTIO3HUILI .

Punox CRM 3 KOXXHHUM POKOM 3pPOCTA€ 1 BIIOCKOHAIIOETHCS, @ CaMi CUCTEMU HaMararoThCsl BCTAHOBJIIOBATH BC1
KOMIIaHii: BiJi MaJeHbKUX, ¢ 2-5 CIHiBPOOITHUKIB, JO BEJIMKHUX. 3BUYANHO, caMi TUIATHOPMH 1 1X (YHKIIIOHAIBHICTH
BIJIPI3HAIOTHCS. AJle He3MiHHA OCHOBA - 0a3a KITi€HTIB.

30epiratn iHQOpMAIlI0O TPO KIIE€HTIB, 3aMOBJIEHHSAX a00 yrojax MOKHAa Ha TAMIpIAX, B CHEIiaJILHOMY
6moxuoTi 260 Excel i Google Tabmuisix. 3 ocTaHHIMU HaBiTh MOJKHA TPOXH CTPYKTYPYBaTH poOOTY i aHATI3yBaTH JaHi.
Hamnpuknan, 3poOuty BUOIpKY 3aMOBHHKIB IO CEpeIHbOMY YeKy, CTAaTyCcy BHUKOHaHHS ab0 oOIuiath i Tak Jgali.
CriBpoOITHUKHM BeIyTh (ailyl, TOMOBHIOIYHM HOro B Mipy HOBHX OTeEpalliidl Ta MOJid. AJje, HaBiTh, SKIIO0 B KOMITaHii
MaJIeHbKa KUIBKICTb CITIBPOOITHHUKIB, HEMOJKIIMBO YHUKHYTH CHTYAIlii, KOJIM XTOCh TOMUIIUBCS, 3a0yB a00 He BBaXaB 3a
notpibne BHectH iH(Mopmauito. bysae 1 Tak, mo 0a3a Ki€HTIB Moxke OyTH cKomidioBaHa 1 BHBEJCHA pa3oM 3i
3BUIbHEHHSIM CIiBpOOITHHKA. AGO (aii1 3 IKOICh NPUUMHM MOIIKOIUBCS 1 HEMae MOXKIMBOCTI BITHOBUTH.

Excel abo Google Tabaumi He JONOMOXYTb, KOJIHM KIIEHTY MOTPIOHO BHITMCATH paxyHOK Ha oruiaty. Uu He
HaraJaroTh BYACHO IPO J3BIHOK B 00ymoBiieHHH 4yac. He po3noainsaTs HaBaHTaxkeHHs Ha rnepcoHan. A CRM-cuctemu
3po0JIATH 1€ 1 6arato iHIoro.

Hampukmnan, cepsic 3 moctaBku ixi Glovo [2] Ha movaTKy mIsXy KOHTPOJIIOBAIA poOOUHiA Mporiec 1Mo TadauIli
Excel. Ane xomu Habpaym nepury 1000 kmienTi, neperinum Ha CRM 1 pansaTs iHIIHM.

®ynkmionan CRM-cuctem, ki CbOTOJHI ICHYIOTh Ha PUHKY Bifpi3HSAEThCs. [IpocTi BapiaHTH JOIMTOMOXKYTh
opraHi3yBaTH KJIIEHTCbKY 0asy i1 30epiratm OCHOBHY iH(opmariifo. Biblr JockoHaNI - MOXYTh IHTETpyBaTHCS 3
TeaeOHi€I0, CKIAACHKUMHU a00 OyXTanTepChKUMH CHCTEMaMH, SJISKTPOHHOIO MOIITOI0, MECEHDKepaMu Ta iHmmM. [Tpu
IIbOMY pO0OTa 3BOJUTHLCS J0 PaMOK OJHOro BikHa B Opaysepi. OcHoBHI 3aBnaHHs ckiaguux CRM-cucrem 3rpymnyemo
Ha puc. 1.
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Puc. 1. OcnosBHi 3aaanns ckiaagnoi CRM-cucremn

Ha ocHOBi 3Ha4HOI KUIBKOCTI EKCIEPTHHUX JOCIHIIKeHb 3 mnuTaHb 3actocyBaHHs CRM-cucrem, ciifg
BHOKPEMUTH Dsif IiepeBar (puc. 2), siki OTpUMYIOTb ii KOpUCTYBaui.
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Puc. 2. IlepeBaru 3acrocyBanuss CRM-cucrem*
*Cpopmosaro Ha ocnosi [1,3, 9]

Hani puc. 2 cBimuaTh npo mupokuit pyrakmionan CRM-cuctem. | unm pyHKITIOHATBHIIA ccTeMa 1 TouHiIe 11
OpIi€EHTAIiS T 3aBIaHHS 1 CTPYKTYpy Oi3Hecy, TUM OibIlle KOPHCTI BOHA 3ampoNoOHye cBOiM KopucTyBadam. CRM



KOPHCHI 1 3aCTOCOBYIOTBCSI CKpi3b: B puteini, IT-kommanisx, Typusmi, B cdepi TeIeKOMyHIKalifHIX, OaHKIBCHKHUX,
JICPIKaBHHUX Ta IHIIUX TTOCIYT.

€nmanm Hepomikom CRM-cucteM € HaBUaHHS TIEepCOHAITy poOOTi 3 HEIO i IaTa 3a X BUKOPUCTaHHSA. SIKIIO B
MaoMy Oi3Heci Ime MOKIUBHH BapiaHT 3 0e3komToBHOI0O CRM, TO I cepeTHBOTO 1 BEIMKOTO Oi3HECY BXKe MOTPiOHI
posmrupeHi Bepcii CRM-cucrem.

besnepeuno CRM-cucrema TicHO 3B’s3aHa 3 COIIAILHUMHU MEpPeKaMH — iX IHTErpallis JT03BOJISIE MiABUIIATH
e(exTHBHICTh Oi3Hecy. [IpOBIBIIM MOCITIKCHHS Ta 3i0paBIIM JaHI IIOJ0 OCHOBHHX 3aBJiaHb, MEPEBAr Ta HEIOJIKIB
CRM-cucremy, MO>KHa BHOKPEMHTH JBI OCHOBHI CKJIQJOBI BiJ SKMX 3aJ€XKHTh IMO3UTUBHHH BHECOK BHKOPHCTaHHS
conianbHuX Meaia gt CRM (puc. 3).

1. BMiHHA Ta 2. TacTka

HAaBHYKH NP OJIaikKiB JOLITBHICTE
KOMITaHii v cihepi KOMITaHii 13 BHKOPHCTaHHA
COLHANBHOI COLHANBHIIX CRM
KOMITETEHTHOCTI Mep ex

Puc. 3. Ckaanosi nouinsHocti Bukopucranasg CRM y 6i3Heci B comiaabaux menia*
*4emopcvka po3pooxa

PosrissHeMo nepiry cKiIagoBy - BMIHHS Ta HAaBHUKH KOMIaHii y cdepi corianpHoi kommereHTHOCTI. ComnianbHa
KOMIIETCHTHICTh O3HA4Ya€ 3AaTHICTh CPEKTHBHO B3a€MOJISATH 3 IHIIMMH HAa OCHOBI OKPEMHX COIIaTbHUX HABHYOK. Y
po3npiOHOMY Gi3Heci IS CKiIafoBa BKJIIOYAE B ceOe pi3HI HANpSAMKH, Taki sSK BMIHHS HAJIaroKyBaTH MapTHEPCHKI
BITHOCHHH 3 KJII€EHTaMH, TPE3EHTYBATH MPOIYKIIO MOKYIIIM B IIKaBUH 1 HAAIHHUHA CTIOCiO, BIIBEPTO CHITKYBaTHCSA 3
KJII€EHTaMH, HaJaBaTH KBali()iKoBaHy IOIOMOIY, AIIMTHCS KOpHCHOIO iH(opmauiero. Jlociai/keHHS NOKa3ayy, 10
NPaLiBHUKY, SKi JEMOHCTPYIOTh BHCOKY COLIa/IbHy KOMIETEHTHICTB, SIK TPaBHJIO, JIEMOHCTPYIOTh Kpallli pe3yJbTaTh
CBO€i po0OTH B pi3HUX cepax rocrnoaapchbkoi nissibHOCTI. ColiaibHa KOMIICTCHTHICTD - 1€ Ba)KIIMBUN HABUK, SIKUI €
OCHOBHHMM KPHTEPIEM IPH BU3HAYCHHI €()eKTUBHOCTI POOOTH MiIIPHUEMHHLITBA.

Jpyra ckiajoBa - yacTKa IPOJAXIB KOMIAHII i3 colliajdbHUX Mepexk. [loCHiyKeHHS NpUIycKae, II0
MMO3UTHBHUH 3B’5130K MiX BUKopucTaHHsIM CRM y comianbHUX Mefia i 3aJ0OBOJICHICTIO BiJl AUIOBOT JisTIbHOCTI TAKOX
3aJeKaTIMe BiJl TOTO, HACKITBKKA OOCSTH MPOAaXiB KOMITaHiii B OCHOBHOMY BHHHKAIOTh BiJl IPOJAXKiB y COIIaIbHUX
mepexkax. Kopucts Big Bukopucranas CRM npu 6i3Heci y corianbHuX Meaia Oyne 3HaYHO BHIIOIO U KOMITaHiH, sKi
MarOTh OUTBIIUN OOCIT MPOAAXKIB y COIIAILHUX MEpekax, HiK IJII TUX KOMITaHid, e OuThIIHUK 00CAT MpOJaxiB y
3BUYAHHUX MarazuHaX. KowmmaHii, siki iHTEHCHBHO MpPONAIOTh Yy COIlialbHUX MepexkaX, MOBHHHI 30CEpPEIUTHCS B
OCHOBHOMY Ha KOPHCTYBa4ax COIIaJJbHUX MEPEX AK CBOIX IIJIFOBHUX KIi€HTaX. IHTEHCHBHHUH MpOJaXX Ha IUaTGopmax
COLIaJIbHNX MEpEeX O3Hayae, 110 KOMIIaHii OOOB’S3KOBO  3ITKHYTHCS 3 BHCOKOIO KOHKYPCHLIE€I0 3 OOKy I1HIIMX
MIPOJIABIIIB, SIKi TOCTAYarOTh ITOAI0HI IPOAYKTH B COLIaIbHUX MEPEXKax.

Bucnoskmn.

Ckaagni 1 npocti CRM nporpamu onpanboBYIOTh pi3HUM 00car iHpopMallii, ajie BaXIMBOI OCHOBOIO 000X
cucreM € 0a3a kmieHriB. BripoBajukenust CRM nae Ounbliie MOXIMBOCTEH, HiX BeaeHHs oOuiky B Google-Tabmuisix i
Excel.

Buxopucranas CRM y comianmpHHX Mexia, sIK NMPaBWJIO, € HaHSPEKTHBHIIINM KaHAJIOM, 100 IOOMOITH
KOMIAaHISIM BHIUTATHCS 3-TIOMDK CBOIX KOHKYPEHTIB, OCKUIBKH II€ A€ MOXMJIUBICTH OUTBII TOYHO H e(eKTHBHO
JIOHOCUTH MapKETHHIOBI TIOBIJIOMJICHHS IiH LIJTLOBIH TPYITl KITEHTIB; 1 1€ TO3BOJISIE IM MOKpAIIyBaTH 33aI0BOJICHICTh
KJIIEHTIB Kpaliie, Hi’k KOHKYpeHTaM, sIKi He BUKOPUCTOBYIOTh CRM y comianbHUX Mepekax.
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