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ULJISAXU IHTETPYBAHHS IHOOPMALIIMHUX TEXHOJIOT'TIA B
MPOLIEC ONTUMI3ALIIT POBOTH BLIJLTY MPOJIAKIB

! BinuunpKuii HaiOHAMEHUE TEXHIYHUI YHIBEpCUTET;

Anomauin

Y po0oTi po3IIISTHYTO MOHATTS iHTErpauii iHpopMaliiHUX TEXHOIOTIH y Ipoliec ONTHMi3alil poOOTH BiIILTy NPOJIaXKiB.
BuBueHi TeopeTHuHi acnekTH ocoOJMBOCTEH BMOOPY WDUIAXIB iHTerpaumii iH(GOpPMaIiiHUX TEXHOJIOTIH JJIsl Cy4acHOro
MANPUEMCTBA, BU3HAUeHO (akTopy, IO BIUIMBAIOTh Ha e MpOLEC, a TaKMK CTparerii onTuMmizaiii BHKOPHUCTAHHS
iH(pOpPMaIIfHUX TEXHOJIOTIH 3 METOIO JOCSATHEHHS KOHKYPEHTHOI IepeBaru Ta MakCHMizalil MpruOyTKOBOCTI MiIIPHEMCTBA.
KurouoBi cnoBa: inmeepayis, ingpopmayitini mexnonoeii,onmumizayis, cmpamezis.

Abstract

This paper examines the concept of integrating information technologies into the process of optimizing the sales
department. The theoretical aspects of the features of choosing ways to integrate information technologies for a modern
enterprise are studied. The factors influencing this process are determined, as well as strategies for optimizing the use of
information technologies in order to achieve a competitive advantage and maximize the profitability of the enterprise.
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Beryn

OcHOBHE 3aBIaHHS TAHOTO JTOCIIHKEHHS TOJIATa€e B pO3pOOITi Ta BIIPOBAPKEHHI CTpATETii iHTEerparii
iHbOpMaIIITHIX TEXHOJIOIH 3 METOI ONTHMI3allil poOOTH BTy IPOoAaxKiB. i JOCSITHEHHS L€l METH,
JOCHTIKeHHs Oy/1e 30CepeKEeHO Ha BUBYCHHI Cy4aCHHUX TEXHOJOTIYHHX PIIICHb Ta iX MOXIIMBOCTEH Y
KOHTEKCTI IMOKpaIleHHs ) eKTUBHOCTI TISUTBHOCTI BiIILTY TPOJAXKIB.

Pe3ynbraTi aHasizy MOTOYHUX MPOLECIB BiAALIY IPOAAXKIB JOMOMOXKYTh 1IeHTH(IKyBaTH 00J1aCTi, A¢
iHTerpamis iHGopMaIifHIX TEXHOJOT1H MOKe TPUHECTH HaWOUTbITy KOpucTh. Ilicis mporo OymyTs po3pobieHi
KOHKPETHI IJIaHH JiH Ta CTpaTerii BIPOBAaHKEHHS HOBHUX TEXHOJOTIH, a TAKOX 3a0e3IeucHa MmiaTpruMKa
MIEPCOHAITY JUIA YCIIITHOTO BIIPOBAHKEHHS Ta BUKOPUCTAHHS HOBUX 1IHCTpYMeHTIB. OIliHKa pe3ylIbTaTiB
JOCIIKEHHS TO3BOJIUTHh BU3HAUYMTH €(DEKTHBHICTH HOBUX TEXHOJIOTIH Ta IX BIUIMB HA POOOTY BIAMLTY IPOAAXKIiB,
a TAKOXK BUSIBUTH MOXJIMBOCTI JUTSI TOJANIBIIIOTO YIOCKOHAJICHHS.

Pe3ysbTaT AociaitkeHHs

CydacHi TeXHOJIOT11 He TUTBKH PEBOJIOIIOHI3YIOTh CIOCOOW BUPOOHMIITBA, e i IepeTBOPIOIOThH
MIIXOAW J0 YIPaBIiHHSA pi3HUMHE chepamu Oi3Hecy. 30KpeMa, MUTaHHS IHTerpyBaHHS iH()OopMaIliitHIX
TEXHOIIOTiH B MPOIleC ONTHUMI3aIlii poOOTH BiIILTY IPOAAXKIB 3aliMae BaXKJIMBE MICII€ Y CYYacHIl JOCHTi THUIBKIN
CIUIBHOTI.

VY cydacHHX ymMoBax 0i3HECY BaXKJIMBO HeE JIUIIIE MaTH BUCOKOAKICHHIA MPOAYKT abo0 MOCIyTy, aje i
3a0e3nedyBaTH epeKTHBHY KOMYHIKAI[iIO 3 KIIEHTaMU Ta ONTHMAaJIbHO BUKOPHUCTOBYBATH HASIBHI TEXHOJOT'1T JJIst
MiABUIIEHHS MPOIYKTHBHOCTI poOOTH BTy IPOJAXKIB.

TexHonoriyHa iHTErpais Moxe BKIIto4aTu B cede BrpoBapkeHHss CRM-cucrem i aBTomatuzanii
OOJTIIKY KITIEHTIB 1 3aMOBJIEHb, BUKOPHUCTaHHS aHATITUYHUX TUIAT(OPM ISl IIPOTHO3YBAHHS TIOIUTY Ta
YIIPaBIIHHS 3allacaMH, a TAKOXK BIPOBADKEHHS €JIEKTPOHHUX TOPTOBUX IIAT(HOPM ISl PO3IIMPEHHS KaHAIIIB

30yTy.
CRM-cucrema (Customer Relationship Management) npencrasisie co0010 METOJ YIPaBIiHHS



B3a€EMOBIJJHOCHHAMH 3 KIIIEHTAMHU Ta ONTHMI3arlii Oi3Hec-mporieciB. OCHOBHHUM €IEMEHTOM I[bOTO MiAXO0IY €
nporpamMHe 3a0e3MeUYCeHHS, SKEe J03BOJISIE€ OPTaHi3yBaTH po00Ui MPOIECH, BIJICTEKYBATH B3aEMOIIIO 3 KIIIEHTAMHU
Ta aBTOMAaTHU3yBaTH KOMYHIKaIiiHI TPOIICCH.

CRM-cucrema noBuHHA OyTH alaniTOBaHa I1iJ] KOHKpETHI moTpedu Bamoro Oi3Hecy. Lle inauBinyanbHe
pillIeHHs, IO JO3BOJISIE CIIOCTEPIraTH 3a AISUTBHICTIO CIBPOOITHUKIB 1 103BOIISIE MEHEmKepaM e eKTHBHO
KepyBaTH MPOIECAMHU Ta BHOCUTH HEOOXiHI KOPEKTUBH.[1]

V 3B'si3Ky 3 MM, iHTErpyBaHHs iH(QOpMAIIHUX TEXHOJIOTIH B MPOIIeC ONTUMI3allil poOOTH BiIiTy
MPOJIAXKIB € BAXKIMBUM 3aBIaHHIM JJisi OyJIb-SKOT0 Cy4acHOro mianpuemMctsa. Bubip Bigmosinaux IT-pimens
BILIMBAE Ha e(DEeKTUBHICTH pOOOTH BiIAUTY POJAXKIB 1 MiABHILYE YCIILIHICT Oi3HECY.

PisHoMaHiTHI (hakTOpH, TaKi K MOTpeOU BUPOOHHKA, XapaKTEPUCTHKH TOBApY, crennika HiTboBoi
ayauTopii Ta rady3eBi 0COOIMBOCTI, BIUTMBAIOTh HA BUOIp onTuManbHuX IT-pimens ams ontumizanii Bigaity
MPOJIAXKIB.

[MiampueMcTBa NOBWHHI aHAI3yBaTH CBOI MOTPeOH Ta BUOMPATH Ti TEXHOJOT1, sIKi HalKpale
BIAIIOBIAAOTH IXHIM OI3HEC-BHMOraM.

«3HauM, 1O BiIOYBAETHCS B peajlisix )KUTTS Ta HA PiBHI Oi3HECY, HEOOXITHO JIISTH MEpII 32 BCE 3
KPOKOM BITEpe/l HiXK KOHKYPEeHTH. BITpoBapkyBaTH HOBITHI TEXHOJIOTI1, 3CTOCOBYBATH IMPOTPECHBHI METOIU
MPOJAXiB, 3ay4aT MPoecioHatiB 1 11e 111e TUIbKA MaJIMii CITUCOK Ta MEPEeTiK TOro, IO HEOOXiJAHO s
Cy4acHOro BejieHHs Oi3Hecy»[2]

STk ToKpammTH poboTy Bimmiay mpomaxis[3]

1.CRM-cuctemu (Customer Relationship Management) - 1ie KJIF040B1 IHCTPYMEHTH IS BiJUILTY
nponaxie. BoHu 3a0e3neuyroTh IieHTpatizoBaHe 30epirans iHopmarlii mpo KIIEHTIB, BIICTEKYIOTh
KOMYHIKaIlif0, KePYIOTh yroJlaMy Ta HaJarTh aHaiThuyHi 3BiTH. e minBuiye eQeKTUBHICTh IPOIAKIB,
MOKpaIIye 00CIyrOByBaHHs KIIIEHTIB 1 cripusie pocty 0izHecy. CRM noromarae aBToMaTH3yBaTH IPOLIECH,
MiIBHIIYE MTPOAYKTHBHICTH Ta 320e31euye KOHKYPEHTOCTIPOMOXKHICTb.

2.ERP-cuctemu (Enterprise Resource Planning) € BaykIMBUMHU IHCTpYMEHTaMH ISl OIITHMI3allil poOOTH
BiILTY MPOJAXIB Ta IHIMX MiAPO3aUTIB migmpueMcTBa. Lli cucTemMu iHTETPYIOTh Ta aBTOMATH3YIOTh
PI3HOMaHITHI Oi3HEC-TTPOIIECH, BKITFOUAIOUM YIIPaBJIiHH 3aracaMu, piHaHCOBH 001K, BUPOOHMIITBO, JIOTICTUKY
Ta iHMIl. 3aBISKH ITOMY, BCl BIIUTUTH MOXKYTh TIPAITIOBATH B €UHIH iH(MOpMAaIiiHIi cucTeMi, OOMIHIOBATHCS
JaHUMH Ta KOOpAUHYBATH CBOI Ail. ERP-cucTteMu n03BONSIOTH MiAIPUEMCTBAM MiABUIINTH ¢PEKTHUBHICTD
YIIPaBIIHHS pecypcaMu, 3MEHIIIUTH BUTPATH Ta PU3HUKH, IIOKPAIUTH 00CITyTOBYBAHHS KIIIEHTIB 1 TPUHMATH
OLIBIII OOIPYHTOBAHI YIIPaBIIHCHKI pillieHHs. BoHU 3a0e31euyi0Th 301IbIICHHS IPOAYKTUBHOCTI, ONTHMI3YIOTh
pobodi TporiecH Ta AOTOMAararTh y BUPIIIEHH] CKIIAJHUX 3aBJaHb, [0 CTOATH mepes mianpuemctsom. ERP-
CHCTEMH € HEBIJ €EMHOIO YaCTHHOIO Cy4acHOTo Oi3HECY, IO I03BOJISE MATPUMYBATH KOHKYPEHTOCIIPOMOXHICTD
1 3a0e31meuye PO3BUTOK OpraHizalii.

3.AnanitryHi maTdopmu U 300py Ta aHAI3y JaHUX PO MPOJIAXKi Ta PUHOK TOITOMAaraloTh
MIAIPUEMCTBAM OTPUMYBATH I[iHHI IHCAHTH IOJI0 PUHKOBHUX TEHEHIIIH, CIOKUBYOTO MTONUTY Ta €(heKTUBHOCTI
npoAaxiB. Born 3a0e3medyroTh MOXKIIUBICTh IPUHMATH OOTPYHTOBaHI PillIeHHs Ta BIIPOBAKYBATH CTPATETii
30yTy Ha OCHOBI JIaHUX.

4.EneKTpoHHI TOPTOBi TUIaT(hopMHU JO3BONISIOTH MiAMPUEMCTBAM 30UTHITUTH TOCTYITHICTH CBOET
MPOAYKIII{ Ta PO3MIMPUTH KaHAIH 30yTy Uepe3 OHJIalH-TIPOoCcTip. BOHN CTBOPIOIOTH MOXKIIUBICTE JIJIST TIPSIMOTO
B32€EMOIII 3 KITIEHTaMH, 3a0€3MeYyIOTh 3pyYHUH CTIOCIO MOKYITKK TOBAPIB Ta IMOCIYT, IO CITPHSIE TTiABUIIICHHIO
00CSTiB MPOJaXiB 1 PO3BUTKY Oi3HECY B OHJIAMH-CEPEOBHIITL.

5. MoOuIbHI JOJaTKH CTal0Th HEOOXIJHUM IHCTPYMEHTOM IS BiTUTY IPOJaKiB, CIIPOIIYIOYHN iXHIO
poOOTY Ta MiABUIIYIOUN eeKTHBHICTh. BOHM T03BOMNSAIOTH CHIBPOOITHUKAM MIBUAKO 31iCHIOBATH 3aMOBJICHHS,
BIJICTEXYBATH CTaH Yroj, MeperisaaTu iHGopMallito mpo KIIEHTIB Ta HaJcuiaTH mpomno3utii. Kpim toro,
MOOLITBHI TOTATKH CHPHUSIOTH IOKPAIIEHHIO KOMYHIKaIlii 3 KIIIEHTaMU, HaJITal0Yl MOXKITUBICTH IIBUJIKO pearyBaTu
Ha IXHI 3aIUTH Ta 320e31eYyr0Un IepCOHAI30BaHI CcepBic.

Bubip onTruManpHUX NIISXIB iHTErpyBaHHS iH(OPMAIITHIX TEXHOJIOTIH y poOOTY BiIlILTY PO KiB
3aJIeKUTH BiJ] IEpeBar Ta HEAOMIKIB KOXKHOTO iHCTPYMEHTY, a TAKOX BiJl pO3POOKH KOMILIEKCHOI CTpaTETii.
AHaJi3 KIFOYOBHX acMeKTiB ONTHMI3allil MpojakiB TO3BOJSE BU3HAYMTH ONTHMAIBHUN CIOci0 iHTerpartii



TEXHOJIOT'1H, 110 MAaKCHUMI3y€e MPONYKTUBHICTD Bigniny. EdexTuBHicTs poOOTH BiAAiNy IpOJaKiB BUSHAYAETHCS
HE JIIIIEe HOro JisUTBHICTIO, aJie i CIIBIpAIleo 3 IHIIUMH Miapo3AiiaMu. JleransHuil aHami3 CTpyKTypu poOOTH
BiJIUTY IPOJaKiB 1 BUSIBJICHHS TEHACHIIIH 03BOJIsie 0OpaTy ONTHMAaNbHI iHpOpMaIiiiHi TeXHOMOT1T 1is
MiABHIIEHHS e)eKTUBHOCTI pOOOTH 1 3a0e3MeueHHsl YCIINIHOTO MPOCYBaHHS MPOAYKIIii Ha PHHOK.

BucHoBxu

OOroBopeHi acmeKTH CBiguaTh NP0 BAKIMBICTH BHKOPUCTAaHHS cydacHuX IT-TexHonorid y mporecax
yhnpaBiaiHHSA Ta 30yTy. [HTerpamis Takux TEXHOJIOTIH JO3BOJISE IMiIIPUEMCTBAM IMIJIBUIIMTA €()EKTHBHICTH Ta
aBTOMAaTH3yBaTW PYTHHHI 3aBIaHHS Biqauty mponpaxiB. OnrTumizamis poOOTH BiAAiny mpomaxiB mependavae
aHaii3 Ta BUOIp ONTHUMAaJIbHUX KaHA-TiB 30yTy, a TAaKOX BIPOBAKEHHSI €(EKTUBHHUX CTPATErii MAapKETHHTY Ta
sioricTuku. Bukopucranus ananituaaux miatrgopm ra CRM-cucteMm 103Bosisie 30MpaTy Ta aHaIi3yBaTH JaHi, 1110
CHpUs€e YAOCKOHAJIEHHIO CTpaTeriii MpojakiB Ta MiJBUIICHHIO 3aJ0BOJICHOCTI KJIIE€HTIB. Takuil KOMIUICKCHUM
MiAX1/1 JO3BOJISIE JOCSATTH MaKCUMAIIbHOT e()eKTUBHOCTI Ta MPHOYTKOBOCTI BTy MPOAAXKIB.
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