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OOPMYBAHHSA CUCTEMMU YIIPABJIIHHA ITPOJAZKAMUA
HA MIANMPUEMCTBAX 3 BATATOPIBHEBOIO CTPYKTYPOIO
B YMOBAX IU®POBI3ZALII MAPKETHUHI'Y B3BAEMOBITHOCHUH

Y crarTi NpoaHani3oBaHoO BIUIMB LH(POBOT TpaHC(OpMALli HA CHCTEMY yIPAB/IIHHS MPOJAKAMY I1IPHEMCTB
13 6araTopiBHEBOIO OPraHi3aLiHOK CTPYKTYPOIO. AKICHTOBAHO yBary Ha IHTErpalii KIaCHYHAX YIPaBIiHCHKAX
(byHKUIN — ruTaHyBaHHsl, OpraHi3awii, MOTHBALIT Ta KOHTPOJIKO — i3 Cy4aCHUMH LU(PPOBUMH TEXHOJIOTISIMA Ta KOH-
LENLI€0 MAPKETUHTY B3a€MOBITHOCHH. OOIPyHTOBAHO HEOOXiJHICTh ajamTallii O13HEC-NPOIECiB 10 yMOB IH]-
POBOi €KOHOMIKH, IO BKIIOYae BrpoBa/LkeHHS CRM-cucTem, aHaNITHKN JaHUX Ta aBToMarm3amii. PosnisHyTo
MiK(YHKIIOHAIbHY KOOPJMHAIIK Ta BU3HAYEHO KIIFOYOBI METPHKHM €(DEKTHBHOCTI i ()OPMyBAHHS CHCTEMH
YIPABIIHHS IPOAKAMHU 3 YPAXyBAHHSIM BUMOI Cy4aCHOTO OI3HEC-CePE/IOBHIIA B CIIOXY LITYYHOTO IHTEJICKTY, Cep-
BicHOI Tpanchopmanii Ta ESG-npioputeris.

Kunrouosi cioBa: mu¢pposa TpaHchopmariis, ynpasiiHHS IpoJaxaMy, OaraTopiBHEBa OpraHizalliifHa CTpyKTypa,

MapKETHHT B3a€EMOBITHOCHH, Oi13Hec-niporiec, CRM-cuctemu, MibK(GYHKI[IOHATTbHA B3AEMO/TISI.

IlocranoBka mpoGaemu. [ludposa Tpanc-
(opmarisi, mwo oxomwie BCI cepu CydacHOI
€KOHOMIKH, JOKOPIHHO 3MIHIOE MIJIXOAH 10
yIpaBIIiHHSA MPOJaKaMH, OCOOIUBO B yMoBax
CKJIQ[IHUX, 0araropiBHeBMX  OpraHi3allifHUX
CTPYKTyp. B emoxy AnHaMi4HOro PHHKY, TeX-
HOJIONYHUX [POPHBIB Ta EBOJIOLII MOBEAIHKH
CHOXKMBaua, eQeKTHBHE YMpaBIIHHA Mpoja-
KaMHU BXKe HE OOMEXYETbCS aBTOMAaTH3ALIEIO,
a BUMarae iHTerpauii 1M(pPOBUX IHCTPYMEHTIB,
CTpAaTEerivyHOl aHATITUKHU JaHUX 1 MOOY/I0BH JTOB-
TOTPUBANUX BITHOCHH 13 KiieHTaMu. KoHmemiist
Marketing 5.0, mo cuHTe3ye IITy4YHUH 1HTe-
JIEKT, IHTEpHET peueH 1 colianbHO Bi,Z[HOBiLLaJ'ILHi
IPAKTHKH, CTA€ LCHTPAIBHOO [Tapa/IUTMOLO L€l
TpaHcdopmaryi. Boxxouac, s BeNMKHMX M-
IIPUEMCTB 13 PO3Tally’KEHOI 1H(PPACTPYKTYpOIO
KIIIOUOBHM € CUCTEMHUH MiJXiJ 10 y3TOKEHHS
GyHKLINH TIaHyBaHHS, MOTHBALi, KOHTPOJIO
1 MDKQYHKIIOHAIBHOI B3aeMOil (MapKETHHT,
noricruka, IT, d¢inancu, HR). Bpaxysanus
PEeryIsITOpHUX Ta €TUYHUX ACIHEKTIB MiAKpec-
JI0€ HEOOX1HICTh MEePEOCMUCIIEHHS CUCTEMHU

VOpaBIiHHSA TpOAaXaMu SK  CTPaTeriqHoro
IHCTpyMEHTa 3a0€3MeUYeHHs CTaJor0 PO3BUTKY,
KOHKYPEHTOCTIPOMOKHOCTI Ta KII€HTOLCHTPHY-
HOi Oi3HEeC-MoJelI.

AHaJi3 OCTaHHIX JOCTiIKeHb i myOJika-
uiii 103BOJISIE JMINTH BHUCHOBKY, IO CydYacHe
YIPaBJIHHS [POJAXKaMH B yMOBaxX LH(PPOBOL
TpaHc(opmanii BHMAarae MIHOOKOI MIKIHCIH-
IUIHAPHOI  IHTerpawii 3 _YPaxyBaHHSM Cydac-
HHUX BUKJIMKIB 1 TCHICHLIN Oi3HEC-CepeoBUILa.
Hogi mapagurmu mianpuemMcTsa GoOpMyIOThCS Ha
CTHKY TE€XHOJIOT1H, CTPATeriuyHOro MEHEIXKMEHTY
Ta MapKETHHTY, TOBEIIHKOBHX HayK Ta €THKHU.
Y 1boMy HanpsiMi 0COOJINBY yBary MPUBEPTAtOThH
poboru asropis Kpayc C. ta in. [1], Kansaepos-
Mosmre E. Ta iH. [2], 5SIKi OKPECITIOIOThH 3arajibHi
pamMKku 1u(ppoBiaLil SK [I0OATBHOTO TPEHLY,
110 BIUIMBAE HA BCI Cepy ynpaBiiHHsI, 30KpeMa
1 Ha YIIpaBIiHHSA MPOAAKAMHU.

Ludposa Tpancpopmauis npoxaxis Bes-
wiep C. ta iH. [3], I'yenui I1. Ta in. [4], beprep T.
Ta IH. [5] oXoIuIro€e IIMOOKI 3MIHK Y PO TIPO-
JaBIls, aBTOMaTH3allii MpoleciB, BUKOPUCTAHHI
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AQHANITUKM Ta TMEpCOHami3alii 3aBasSKd HUPPO-
BUM KaHajaM 1 IITy4HOMY iHTenekTy. Ocolnu-
BUH aKLECHT POOUTHCS Ha WIHOACBKOMY (hakTopi»
Anagi C. ta iH. [6], siKnii BU3HA4a€ e(hEKTUBHICTD
BIIPOB/KCHHS U(PPOBUX PIllICHb B YIIPaBIiHHSI
npoxaxamu. Llnpposa tpancpopmauis npona-
KIB HEMOXJIMBA 0€3 ypaxyBaHHs CTPaTETri4HOIO
¢dokycy Ha OOyIOBY JOBIOTPUBAIUX BIJIHOCHH
3 KJII€EHTaMH Ta (pOopMyBaHHS MOJEN LIHHICHUX
npono3utii Baitnmreiin A. [7], Pintamaki T. Ta
iH. [8] y xonTekcTi Marketing 5.0.

Y Mexax OararopiBHEBHX CTPYKTYD, K1
4acTO OXOIUIIOKTH Pi3HI reorpapiudi i QyHK-
LiOHAJBHI OMUHMII, came KoHuenuis Marketing
5.0 (bakarop M. Tta in. [9] Ananasi T. M. Ta
in. [10], Cima O. [11]) mo3Bodsie AOCATHYTH
Y3TOMKEHOCTI MIDK JIOKQJbHUMH IUISIMH  Ta
100aTBHOK0 CTPATETIYHOIO Bi3i€r0. Y LBOMY
KOHTEKCT1 3’SIBIISIETbCA TMOTpeda OCMUCIICHHS
€TMYHOTO BUMIpY Takux TpaHcdopmauiii Xapi
X. [12]. Amxe, npuHIMIN CEPBICHOI Opi€eHTa-
1ii Ta 1OBipH, SKi JIeKaTh B OCHOBI MapKETUHTY
B3a€EMOBIJTHOCUH TMiAKPECIIOTh HEOOX1THICTH
CUHEprii HOBITHIX TEXHOJIOTiIH 13 coliajb-
HUM KOHTEKCTOM Oi3Hecy. ETuka B nudpoBomy
MapKETUHIY CTa€ OCOOIUBO AKTyaJbHOIO IPH
BukopuctanHi reneparusHoro I Kymap B. Ta
iH. [13], mryunoi emmnarii JIro-Tomnkinc B. ta
iH. [14] Ta aBTOMaTH30BaHOI OOPOOKHM MOBEIiH-
xoBux janux KiieHtis (Ilerpecky M. [15], Hay
J. B. Tain. [16]). 1ns cuctemu ynpasiiHHS po-
J@KaMy Le TUTaHHs CTOITh HE JHLIEe K (iio-
co(erke, ane i AK onepauiifHe: 4Yd MOXKHA JIOBi-
PUTH KJIIOYOBI €Taly NPOJaXiB MalllMHaM, 1 sSKa
OB JTFOCHKOTO KOHTPOIo B cucteMi ([auexk I1.
Ta iH. [17], Hawen XK. ta iu. [18]).

Merta crarTi. MeToro crarti € (I)OpMyBaHH;I
TEOPETHYHHMX AaCNEKTIB MOOYIOBH aJanTHBHO,
KIIIEHTOLCHTPUYHOI Ta IPO30POi CHCTEMH YIIPaB-
JIHHA TPOJakaMH K CTPATETi4HOT MOMKIJIUBOCTI
3a0€3MCYCHHS  KOHKYPCHTOCTIPOMOXKHOCTI  TIiJI-
IPUEMCTB 3 0araropiBHEBOIO OpraHi3aliiHON
CTPYKTYPOIO B €IIOXY LITY4HOIO IHTEIIEKTY, Cep-
BicHO1 Tpanchopmaii Ta ESG- leOpI/ITCTlB

Bukiag ocHoBHOro Mmarepiany aocJi-
JUKEHHsI. Y KOHTEKCTI Lu(ppoBoi Tpanchopmarii
NIINPUEMCTB 3 0araTopiBHEBOK CTPYKTYpOIO,
YIPaBJIiHHS IIpOJaXamMy HabyBa€e HOBOIO 3MicTy
SIK crieunpIaHui BUA yIIPaBIIHCHKOI AISUIBHOCTI,
WO MOeHYe KJIACHYHI yNpaByiHChKi PyHKII]
3 IHHOBaIIMHMMHM MiIXOJaMH 0 OpraHizarmii
0i13HEeC-TIPOIIECIB.

]_II/I(prBiBaLIi}I HE JIUIIIE 3MiHIO€ IHCTPYMEHTA-
piii, a it TpaHcdopmye camy (bmocoq)no yIpas-
JIHHS MPOJAXKaMH: BIJl OPIEHTALlIT Ha IPOIYKT —
10 OpieHTalli Ha KII€HTa; BiJ (parMeHTapHUX
il — 10 CHUCTEMHOTO GaueHHs eKOCHCTeMH
MPOJAXYy; BiJl PEaKTUBHOTO — 10 MPOAKTHUBHOTO

niaxony. [lixnpuemcrsa, 0co0IMBO 31 CKIIANHOIO,
6araTopiBHEBOIO CTPYKTYpOIO, HOBHHHI onepa-
TUBHO pearyBard Ha AMHAMIKy [OIMTY, 3pOCTa-
1041 OYIKYBAaHHS KITI€HTIB, GparMeHTaliio KaHa-
J1iB KOMYHIKaIlii Ta IHTCHCHBHY KOHKYPCHILIIO, K2
BCe OLyIbIlIe 3MIIY€ThCS B OHJIAH-CEPEIOBHUIIIE.

B Ttakux ymoBax eQeKTHBHICTh MPONAXKIB
y)K€ He BU3HAYAETHCS JIMIIEC KIACUYHUMH ITiJI-
XOJIaMU JIO TUIAaHYBAaHHSI, OpraHi3allii, MOTHBAIlil
Ta KOHTPOJIIO, a 3aJIeKUTh BiJ] 31aTHOCTI MiAMPH-
€MCTBA IHTErpyBaTH HUPPOBI IHCTPYMEHTH, TIpa-
IIOBaTU 3 BEJIMKUMHU JaHUMH, BIIPOBAIXKYBaTH
CRM-cucremMu HOBOTO TOKOMIHHS, IITyYHHH
IHTEJNIEKT, aBTOMATH3alliI0 PyTHHHUX MPOLIECIB Ta
MapKETHUHIOBY aHAJIITHKY.

CyuyacHa uuQpoBi3auis 3MIHIOE  KIIHOYOBI
Oi3Hec-npoLecH MiPUEMCTB 3 OararopiBHe-
BOIO CTPYKTYpOIO, lHTeryIO‘-II/I iX 13 QyHKUIAMHU
ynpaBiiHHs (Tabmuis 1).

3a3sHaunMoO, 1O IS MINPUEMCTB 3 IepapXid-
HOIO CTPYKTYPOIO, YUCICHHUMH (LILisIMH 1 JIoTic-
TUYHUMH LIEHTPaMU BaXJIMBO, 1100 yci OizHec-
nporiecd Oynw HampaplieHI Ha 3a0e3MeYeHHS
e(eKTHBHOI B3a€MOJIIi MK PI3HUMH PIBHAMH
yIpaBIIiHHS.

[HTerpamist HOBUX TEXHOJOTIH y Oi3HEeC-Tpo-
LIECH € KIIOUOBUM (PAaKTOPOM YCIIIXy CYYacCHHUX
KOMITaHIA Ta J03BOJISIC 3a0€3IEUYUTH IIBUIKAI
JOCTYII 10 JaHMUX, @ TAKOXK 3JIaro/KeHy poboTy
MK [IAPO3ALIAMH, 1O MArOTh Pi3HI QyHKLUII.

Ha erani nianyBaHHs U(POBI IHCTPYMEHTH
JIO3BOJIAIOTH MIANPHUEMCTBAM CTBOPIOBATH IPO-
THO3M TPOJIaXKiB HA OCHOBI aHANITUKHU BEITUKHUX
JaHUX. AJNTOPUTMHU IITYYHOTO IHTENEKTY Bpa-
XOBYIOTh ITOBEJIIHKOBI IMaTepHH KIIEHTIB, CE30H-
HICTb TONHUTY, MaKpOECKOHOMIUHI MOKAa3HUKH
Ta KOHKYPEHTHY aKTHBHICTb. ABTOMAaTH3allis
NPOIECIB TIAHYBAaHHS 3 BUKOPHCTAHHIM CHC-
TEMH YIpaBIiHHS MPOEKTaMH, Taki sk Jira abo
Asana [19], nae 3mory BpaxoByBaTh IHTEpeCH
PI3HUX MiAPO3ALIB Ta ©(HEKTUBHO KOOPIMHY-
BaTU poOOTY MK KOMaHaMH.

Oprani3ariiifiHi Ipolecu B KOHTEKCTi BIIPO-
BampkeHHss CRM-cuctem [20-22] 1 mnardopm
yIpaBIiHHS NPOAAKaMH 3a0e3MeUy€ Y3rOIKEeHY
KOMYHIKAI[If0 3 KJII€EHTaMH, KOOPIMHAIII0 MiX
BIJIIUIAMHU, @ TAKOXK 1HTETPAIiI0 JaHUX Yy pealb-
HOMY Yaci.

MortuBawiiiHi npouecy 3aBasKu LHppoBisauii
CTAIOTh OLIBLI NEPCOHANI30BAHUMH Ta PE3yilb-
TaTUBHUMH, aBTOMAaTHU30BaHI CUCTEMHU BijcCTe-
YIOTh BHUKOHAHHS IUIAHIB MPOJAXKIB KOXKHUM
CHiBPOOITHUKOM 1 HAAIOTh 1H/IUBITyallbHI PEKO-
MeHpaamii abo Haropoau. [[isi BenmKux HiI[HpI/I-
EMCTB L€ JIOIIOMArae yCyHyTH Cy0’ €KTUBHICTH
y MpoLeci MOTHBALi.

[Tporiec KOHTpPOJIIO YIPABIIHHS MPOJaKaMU
3 BukopuctanusM ERP-cucremn (SAP abo
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Tabmuns 1

OcHoBHi 0i3Hec-nponecu Ta PyHKUil ynpaB/iHHA B KOHTEKCTi GOpMYyBaHHSA CHCTEMH NMPOAAXKIB
JJIs1 NiANPUEMCTB 3 0araTopiBHEBOI0 OPraHi3aliiHOK CTPYKTYPOI0 B yMoBax uu¢posizauii

Biznec- PiBenn S .
npouecn | ynpawsinns IlnanyBaHHs Opranizauis MoTtuBauis Konrtpoasn
Opranizaris [epeBipka
300py Ta aHami3y MotuBauis KOPEKTHOCTI
- . .
2= AHali3 puHKy, NAHWX, CIBIIpAIll | IEpCOHAIY TAHWX, 110
g E KOHKYPCHTIB, 3 IOCHITHAIIBKUMH | 9epe3 yJacTh y BUKOPHCTOBYIOTBCS
B X Crpareriuauii | BU3HAYCHHS arcHIisAMH, CTpaTeridyHuX JUIsL IPUMHSATTS
o) -E piBeHb MOTEHIIHHUX IHTerpauis 3 pillIeHHSX, pilieHs,
g3 iJTbOBUX IT-cucremamu st | OOHYCH 3a MOHITOPUHT
> = ayJUTOpin 300py iH(popMarii | TOUHICTb e(ekTuBHOCTI
PO PUHOK Ta MIPOTHO31B BUKOPUCTAHHS
KITIEHTIB JIAHUX y TIponecax
CTBOpEHHS CUCTEMH
o YTIPABIiHHS
® o BiTHOCHHAMH 3 . .
T 2 O1iHKa SIKOCTI
T s nocradyajibHUKaM, 3a0X0UeHHS
=B [InanyBaHHA . pobotu 3
= .9 ! aBTOMaTu3allis MepcoHaly 3a
[ o0csITiB : MOCTaYaIbHAUKAMHU.
) . JIOTICTUYHUX 3HIKCHHSI BUTpAT
=] 3aKyTiBeNb IS : X KonTpons 3a
S o . 6 MIPOIIECiB, HAa 3aKyIiBIIO.
S MepaTUBHUNA | 3a0€3TCUCHHS . . BUKOHaHHSM
) . iTerpauid 3 ERP- | CtumyntoBaHHS .
s piBeHb notped y CTPOKIB JIOCTaBKH,
3 & CUCTeMaMHU JJIst MepCcoHAITY JI0 .
2= IpoJakax Ta ABTOMATH3AIL MOHITOPUHT
= P i JIOTPUMAaHHS . .
FSIg OTITHMI3aIIi1 : P 3amaciB, HasIBHOCTI
5 & . MIPOIIECIB 3 rpadikiB : :
0= 3araciB TOBApiB Yy BCIX
= MOCTaYalIbHUKAMH | IOCTauaHHs
=3 Ta TOYKaX MPOAAXKY
=]
UCTPHO I0TOpaMu
yepes IT-cucremun
3 . [lepeBipka
g Koopaunartis \CpPCBIP .
g n 6 . BiJIOB1THOCTI
g JTaHyBaHHs poboTu Mix . :
S ! S Mortusariist uepe3 |00cCsTiB
o0csTiB BiJiTaMu
= . JOCSTHEHHS BHUPOOHUIITBA
= TaxTnunuii BHPOOHUIITBA BUPOOHHMIITBA, " .
g . . : 5 . 0e3nepebiifHOCT] | 3arIaHOBaHUM
= piBeHb BiJIMOBITHO 30yTy Ta JIOTiICTHKH,
= IO IPOTHO31B iaTerpanis 3 IT ToCTaqaHHi norpebam,
E 1| O,E[I:DKiB JUTST NFOHiTO WHT POy KU MOHITOPHHI
= p PHHLY MIPOLYKTUBHOCTI Ha
& BUPOOHHIITBA .
BCIX eramnax
| Kontpoinb
% Koopaunais . e(eKkTuBHOCTI
= S [InanyBaHHs PAHHALIA MortuBauis uepes (exm
2= . po0OTH KaHaIB, . KaHaliB
£ 9 KaHaiB 30yTy, . miarpumky KPI .
I & . aBTOMATH3AIIis 30yTy, OLliHKa
g E TakTuaHIA TIPOTHO3YBAHHS | oo JUTST KOYKHOTO HOLLTBHOCT]
s E piBeHb obcsris poueets KaHaiy, OoHycH 3a |’ s
== : KOMYHIKaIlil 3 THBECTULIH Y
£ S MPOJAXKIB 3a BUKOHAHHSI IJIaHY
= BUKOPUCTAHHAM . KaHaJIM yepes
S KO)KHUM KaHaJIOM MIPOIaKIiB .
= CRM-cucrem aBTOMaTU30BaHi
= CHCTEMHU
o [TnanyBanns
= rporpam - MortuBarist uepe3 | AHaji3 3BEpHEHb
= S porp Opranizauis podotu . p a3 38Cp
= & . | OATPUMKH : PR JOCSTHEHHS KJII€HTIB, KOHTPOJIb
o A OmnepatuBHUHT S CEepBICHUX BiUIITIB, - :
=4 {BOTE KITIEHTIB e —— BHCOKOTO PiBHS | IIIBUJIKOCTI Ta
g > p (rapanris, P . | 327T0BOJICHOCTI SIKOCTI BHPIIICHHS
5 & . Iporpam JOSIBHOCTI |- /-~ .
g8 TEeXHIYHa KIIIE€HTIB mpobiem
Ea MiATPHMKA)
v . [ToGynoBa
o0 = LenTpasnizoBane v
w = dopmyBaHHS : JOBTOTPHUBAIINX . .
2 g ‘ YIpaBIiHHS - : AHai3 MOBEIIHKH
220 MPOTHO31B PO B1JJHOCHH 13 P
Z s . . . 0a3010 KJIIEHTIB, . KIIIE€HTIB,
EZx |Crpareriunmii | npogaxis Ha ABTOMATH3ALILS KIII€EHTaMH MOHITOPYHT
s 9 Z |pisens OCHOBI aHaJIizy Mporecis SIK YaCTHHA o (I)E:KTI/IF];HOCTi
EEE JIaHUX TIPO p : HeMaTepialTbHOT :
=3 P YHIpaBJIIHHS MPOJIaXK1B
== KITIEHTIB AMOBIICHHSIMIL MOTHBAIIi1
2 KOMaHIH

Lhicepeno: aemopcvka pospodka
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Microsoft Dynamics [23]), mo3Bonsie iHTerpy-
Bary (pIHAHCOBI IIOTOKH B €[MHY CHCTEMY, Olle-
paTMBHO BHABIATH Cla0Ki MICI, OIIHIOBaTH
e(EeKTUBHICTh BUKOHAaHHS IUIAHIB 1 NpHIMaTH
OOI'PYHTOBaH1 YIIPABIIHCHKI PIIICHHS.

3a3HauMMO, [0 THYYKICTb Yy TPUHHATTI
pilleHp 3a pe3yabTaTaMd KOHTPOIIO JOCs-
raeTbcsi 4epe3  (GopmyBaHHS  MiANpOILe-
CiB — OCHOBHHX, IONOMDKHHX, YIPaBIIHCHKUX
Ta MPOLIECIB PO3BUTKY — Y MexkKaX KOKHOTO 013-
HEC-TPOLECY, 1O 103BOJISIE MIABUILUTH KEpO-
BaHICTh 1 aJaNTUBHICTh CUCTEMH IPOJAXKIB
3aranoMm (Tabmuus 2).

CHHXpOHi3aLlisl onepauiil MiX CTPYKTypPHUMH
HiApo3aiIaMu 3a663neqy€ LUTICHICTh  (PyHKIII-
OHYBaHHS OpraHi3aliifHOi CHCTEMHU Ta CIpHSE
(OpMyBaHHIO €IMHOTO CTPATEriyHOIO BEKTOPY
PO3BHTKY.

Oprauisauis pobOTH 3 areHTCTBAMH Ta BHY-
TPILIHIMK KOMaH/JaM1 Ha 0a3i Cy4acHUX 1HCTPY-
MEHTIB JJIsl aBTOMATU3allii MapKEeTUHIOBUX KaM-
naHiit (Google Ads [24], Facebook Ads [25] a6o
SEMrush [26] ans SEO) copoiye GizHec-mpo-
[IECH Ta 3HAYHO IiJIBUIILYE PE3yJIbTaTUBHICTH Ta
e(eKTUBHICT MpOAaxXiB. AHAJIITUYHI I1HCTpPY-
meHTH (Tableau a6o Power BI [27]) natoTs 3mory

Tabmurs 2

MixdyHkuioHaabHA KOOPAMHALIT TA KJIIOY0Bi MeTPUKH e(peKTHBHOCTI Oi3Hec-npoueciB
NiANPUEMCTB 3 0araTopiBHEBOIO OPraHi3aniiiHO0 CTPYKTYPOIO
npu GpopMyBaHHi cCTEMH NPOIAKIB

EF;{;:C' Tun npouecy Omnuc npouecy Kumrouosi meTpukn edexruBrocti (KPI)
1 2 3 4

30ip 1aHUX PO PUHOK, aHAaJi3

To4HiCTh IPOTHO31B, YACTOTA OHOBJICHHS

OcHoBHUN KOHKYPEHTIB, BU3HAYCHHS IJTHOBOI .
H w JOCITiKEHb, YaCTKa PUHKY
g g ayauTopii
=3 Tonomikuii BuxopucTanHa CTOPOHHIX SIkicTh NaHUX, EKOHOMIS Yacy, MOpiBHAIbHA
g5 § JIOCITITHALIBKUX TIIaT()OopM BapTICTh OCIIKEHb

. —

§ 5 POSBHTK Po3pobka HOBHX METO/IiB aHATI3Y KinbkicTh HOBUX aHATITUYHHUX IHCTPYMEHTIB,
= = Y CIIO)KHABaYiB BIPOBaDKEHHS Al-aHaTiTHKN

T —— Koopaunattist po6oTu qocmiiHubkux | Yac BUKOHAHHSI TPOEKTIB, SIKICTh PEe3yJIbTATIB

p KOMaH]I (3aJT0BOJICHICTh BHYTPINTHIX 3aMOBHHKIB)
. . 3anoBHIOBaHICTH cKIany (%), KUTBKICTh
. [TocTayaHHs TOBapiB, yIPaBIIHHS .
OcHoBHUI BYaCHO BUKOHaHMX 3aMoBJeHb (On-Time

3aracam, OITUMI3allis MapIIpyTiB

Delivery Rate), BuTpatu Ha 10CTaBKy

JlormoMi>KHUHA :
JIOTiICTHKH

[HTerpartis cucreM MOHITOPHHTY

KinpkicTh BIIXWIICHB BiJI TUTaHY, PIBEHb
aBromaru3arii

BripoBakeHHS TEXHOMOT1H

YacTKa T0CTaBOK 13 BIICTEKEHHSIM,

[nTerpoBane ynpasiiHHA
MOCTaYaHHSIM Ta
JIOTiCTHKOIO

30yTy

Po3Butky BiJICTE)KCHHS BAHTAXKIB y PEaIbHOMY . .
waci LIBUJIKICTH BIPOBAYKEHHSI HOBUX PIillICHb
T —— Kontposb eexTruBHOCTI JoricTHYHUX | PIBEHB 337]0BOJICHOCTI KITIEHTIB JOCTABKOIO,
P MapTHEPIB YacTKa peKJiaMalliil Ha JIOTICTHYHI MOCIyTH
BupoGuuurBo npoaykuii 3riiHo . . . .
o p 1 DOAYKIII 3T CoGiBapTicTh OMUHHMII MIPOAYKIIii, pIBEHB
o OcHoBHU 3 TUTAHOM, KOHTPOJIb SIKOCTI, 6 - .
o g PaKy, MpOAYKTHBHICTh, JOTPUMAHHS CTPOKIB
= JIOTPUMAHHS TEPMiHIB
) .
= 3abe3nedeHHs] BUPOOHUIITBA Yac npocToro obaHaHHS, HAsBHICTh
= JlonmoMi>kHHH | MaTepiajgaMu, TeX0OCITyTOByBaHHS MarepiaiB, 4acTOTa TEXHIYHOTO
= oOJyiaiHaHHS 00CIIyrOBYBaHHs
= POSBITK ABTOMaTH3a1lis1 BUPOOHUIITBA, YacTka aBTOMaTH30BaHUX OMEparliii, uac
Lé Y BIPOBA/KEHHST HOBUX TEXHOJIOT1i BIPOBAKEHHS IHHOBAIIi}1, EKOHOMISI pECYpCiB
= BuxoHaHHs BUPOOHUYHX TUIAHIB,
m . [TnanyBaHHS Ta KOHTPOJIb : :
VYrpasniHas . .| ebeKTHBHICTH BUKOPHCTAHHS PECYPCiB,
BHPOOHUYUX TOTYKHOCTEH 1 pecypciB | - <
PIBEHD 3aBaHTAKEHHS TOTY>KHOCTEH
N I — Koopaunariis po6oTu kaHamiB 30yTy, |OOcsT mpogaxis Mo KookHOMY KaHaiy, ROI
. § YIpaBJIiHHS 00CATaMHU TIPOJAKIB KaHaJTiB 30yTy, KoedimieHT KOHBepCil
ﬁ =S TomoMibxHHH BrnpoBamxkeHHsS] aBTOMaTU30BAHUX PiBenn aBTOMAaTH3aII11, Yac Ha aHAII3
‘B E CHCTEM JUIs YIIPABIIHHS KaHAJIaMH pe3ynbTaTiB
2]
s £ . . .. | YacTka mpomaxkiB 4epes pi3Hi KaHAIH, PiBeHb
£ Z |Possutky Po3pobka oMHiKaHaIBHOI cTparterii POAAKIB HCPE3 P
> 5 3aJI0BOJICHOCTI KITIEHTIB
= . KouTpomns epexkTBHOCTI KaHATIB BiacoTok BiIXHJICHB BiX MJIaHY, 9acTOTA
S | Ynpasminas

HepenIsay CTpaTeriit
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3akinueHHs Tadaur 2

1 2 3 4
HananHs TexHIYHOT MIATPUMKH,
N i X PiBeHb 3a/10BOJICHOCTI KIIEHTIB, cepe;mm qac
OcHoBHU rapaHTIMHOTO Ta CEpBICHOTO
BUPIILIEHHS 3aIIUTY, KIJIBKICTh peKIaMariiii
R 00CITyrOBYBaHHS
= " : : - .
%I TomoMixxHnii JlokyMeHTaIbHUH CyTpoBia To4HICTh BEIEHHS 3aIHCIB, IBUIKICTH
% B 00ciIyroByBaHHsI, 00JIIK 3BEpHCHb 0 OpPMIICHHS 3asBOK, IOCTYITHICTh iH(pOpMaIlii
] B .
g0 . o YacTka caMo00CITyroByBaHHS, KUTbKICTh
E5 |p BripoBapkeHHs OHIIaliH-CEPBICIB /IS
g 03BUTKY : . U(PPOBUX 3BEPHEHD, 3HUKCHHS
55 MiATPUMKH, 4aT-00TiB .
= R HABAHTA)KCHHS HA MIJATPUMKY
° . Yacrora NOBTOPHUX 3BepHEHB, NPS micis
. KonTtpons edexTuBHOCTI . .
VYrpasniHas . . 00CITyTOBYBaHHSI, BiICOTOK BHPIMICHAX
00CITyTOBYBaHHS, aHAJII3 BIATYKIB
POOJIEM 3 MEPIIOTO Paszy
= Koeoimient yrpumanns kiientis (Retention
§ S | Ocuopmuit Bsaemonis 3 xiientamu, ynpasminasa | Rate), NPS (Net Promoter Score), LTV
2 E JIOSUTbHICTIO, CETMEHTAIIisI KITIEHTIB (Lifetime Value), KifbKiCTh TOBTOPHUX
) MIPOJIaKiB
5 S | Homomixamii IaTrerparmis CRM i3 cuctemamu PiBeHb iHTErpalii cucteM, yac Ha 00pOOKyY
5 2 00Ky 3aMOBIICHb T4 MAPKETHHTY 3aMOBJICHHSI, KUTBKICTh TTIOMHUJIOK B JIAHUX
= - -
S : . | ROI Big BipoBaykeHUX PILLEHD,
g0 BnpoBapkeHHSI HOBUX 1THCTPYMEHTIB .
.Z & | Po3Butky P MIBUJIKICTH aJamTallii mepcoHay, 4acTka
E T epcoHam3anil . ; o
2 X [IEPCOHATI30BAHUX KOMYHIKAIliil
£ & Vipassinms Mouitopunr epexrurocTi poboti | CepeHiii yac BIANOBIAL HA 3alIUT KJli€HTa,
P BiJIUTY TPOZIAXKiB KOHBEPCis 3BepHEHbB Y IPOJIAXi

Jwcepeno: asmopcoka po3pobka

OLIHUTU (PIHAHCOBI PE3YyNbTaTH Ta CIPOTHO3Y-
BaTH IOJNAJIbIII BUTPATH HAa OCHOBI peajbHUX
aHUX.

BucHoBku. V cydyacHux ymoBax uuQposa
TpaHCQ)opMaum paauKaIbHO 3MIHIOE ITIXOIU
70  yOpaBIiHHS NPOJAXaMH, IEPETBOPIOIOYH
X Ha 6araTorpaHHy ynpaBJ'IlHCBKy ,I[I}IJ'IBHICTB
1110 HOTpe6y€ Ml)KI[I/ICHI/IHJIlHapHOFO aHamizy
ta amanranii. Kiacnuni ynpaBchm(l (byHK—
uii — mJaHyBaHHSA, OpraHi3ailisi, MOTHUBAIlif,
KOHTPOIIb — 3aJIUIIAIOThCS AKTyallbHUMU, OTHAK
HaOyBalOTh HOBOT ()OPMHU B KOHTEKCTI LU(POBI-
3ar1ii Ta poOOTH 3 BEIMKUMHU 00CATaMH JIaHHX.

CucteMHUI Ta TPOLECHUM MiAXOAU B JAOCITI-
JOKEHHI YIPaBIIHHA MPOAaKaMU  JT03BOJIMIH
3MIACHUTH KOMIUIGKCHUW HAyKOBHM  aHami3

(DyHKIIIOHYBAHHS LI€T CHCTEMH B yMOBax LHG-
poBoi Tpanchopmanii. CHcTeMHuUH miaxiy 3a0e3-
[ICYMB LLTICHE Oa4CHHS yIIPaBIIHHS npojakamMu
K 1HTerp0BaH01 CYKYITHOCTI B3a€MOIIOB’sI3aHHX
Oprasi3aniiHuX, TEXHOJIOTTYHUX Ta KJ'I1€HTOI_IeH—
TPUYHHX CJEMCHTIB. BOHOYAC POLCCHUH TIiJ-
Xz cipusiB hopManTisaLii KIo4oBHX Oi3HEC-TIPO-
LleCiB — IUIaHyBaHHs, OpraHisauii, MoTHBaLii Ta
KOHTPOJIIO — Y KOHTEKCTI LU(POBUX 3MIH.

IX cumepris nama 3mMory He JIHIIE PO3KPHTH
BHYTPILIHIO JIOTIKY Q)yHKuloHyBaHH;I Cy4acHOi
CUCTEMH YIpPaBIiHHS MpoAakaMu, a i chopmy-
JIOBaTH OOIPYHTOBaHI MPaKTUYHI peKOMEHAIlil
110710 1i BAOCKOHAJICHHS 3 MO3ULINA MapKeTHHTY
B3a€MOBITHOCHH, M1X(YHKIIIOHAJIHHOI B3a€MO-
JIii Ta CHCTEMHOTO KOHTPOJTIO 33 €(DEKTUBHICTIO.
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FORMATION OF A SALES MANAGEMENT SYSTEM
AT ENTERPRISES WITH A MULTI-LEVEL STRUCTURE IN THE
CONTEXT OF DIGITALIZATION OF RELATIONSHIP MARKETING

Purpose. This study aims to establish theoretical foundations for constructing an adaptive, customer-centric,
and transparent sales management system tailored for enterprises with multi-level organizational structures amidst
the challenges and opportunities presented by digital transformation, service transformation and ESG priorities.
Methods. To achieve the research objectives, the study employs a combination of system and process approaches,
business process analysis methods, comparative analysis of contemporary digital technologies utilized in sales
management, and elements of theoretical modeling. This multifaceted methodology facilitates a comprehensive
understanding of the integration between traditional management functions and modern digital tools. Results.
The research substantiates the necessity of integrating classical management functions — planning, organizing,
motivating, and controlling — with advanced digital tools such as Customer Relationship Management (CRM)
systems, big data analytics, and business process automation. A model for business process transformation is
proposed, encompassing strategic, tactical, and operational levels while considering cross-functional interactions.
Key performance metrics are identified to monitor and evaluate sales effectiveness. Scientific Novelty. The study
introduces a systemic model of sales management within the context of digitalization, combining relationship
marketing, digital technologies, and ethical principles in handling customer data. This model ensures strategic
sustainability and enhances the competitive edge of enterprises. Practical Significance. The scientific novelty
of the study is the development of a systematic model of sales management for enterprises with a multi-level
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organizational structure in the context of digital transformation. The proposed model synthesizes the concept of
relationship marketing, modern digital technologies and ethical standards for processing customer data, which
allows to ensure strategic sustainability, competitiveness and compliance with the principles of sustainable
development. Conclusions. The findings underscore that digital transformation necessitates a paradigm shift in
sales management, compelling enterprises to adopt innovative strategies for managing customer relationships,
automate processes, and foster systemic cross-functional collaboration. The synergy of systemic and process
approaches contributes to enhancing enterprise competitiveness and facilitates successful adaptation to the
evolving business environment in the digital age.

Keywords: digital transformation, sales management, multi-level organizational structure, relationship marketing,
business processes, CRM systems, cross-functional interaction.
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