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OIITUMIBAIIA NPOUECIB ®OPMYBAHHA KJIIEHTCBKOI'O
KAIIITAJTY B YMOBAX IIU®POBI3AILII BI3BHECY

Binnuyvkuil nayionanvruti mexniyHull yHigepcumem

AHoTamisg. Y Te3ax IOCHiPKEHO OCOOIMBOCTI (OPMYBAHHS KIIE€HTCHKOTO KamiTaly MiANPUEMCTBA B yMOBax
nudposizamii  6izHecy. OOTpyHTOBAHO POJb IUPPOBHX MAPKETHHTOBUX I1HCTPYMEHTIB, CHCTEM YIPaBJIiHHSI
B3aeMoBinHOocMHamu 3 kiieHTaMu (CRM), aHamiTHKM JaHWX Ta WEpPCOHANi3alii KOMYHIKAIi Yy IiABUIICHHI
e(eKTUBHOCTI B3a€MOJIII 3 KilieHTaMu. Bu3HaueHo ocHOBHI eTanu ()OpMYBaHHS KIIIEHTCHKOT'O KaIliTaly, 110 BKJIIOYAIOTh
3aJy4eHHs, yTPUMaHHs1, PO3BUTOK Ta IiBUIICHHS LIHHOCTI KJIIEHTIB.

KarouoBi cioBa: xiienTchkuit kamitai, nudposizauist 0iznecy, CRM-cuctemu, undppoBuii MapKETHHT, JOSUIBHICT
KJII€HTIB, YIPaBJIiHHS KJII€HTCHKUMH BiJTHOCUHAMH.

Abstract. The theses explore the features of the formation of customer capital of an enterprise in the context of
business digitalization. The role of digital marketing tools, customer relationship management (CRM) systems, data
analytics and personalization of communications in increasing the efficiency of interaction with customers is
substantiated. The main stages of customer capital formation are identified, which include attracting, retaining,
developing and increasing the value of customers.

Keywords: customer capital, business digitalization, CRM systems, digital marketing, customer loyalty, customer
relationship management.

Beryn

VY cydacHHX yMOBax PO3BUTKY IH(PPOBOT EKOHOMIKH KIIIEHT CTAE€ KIFOUOBMM aKTHBOM TianmpueMcTna [1,
2]. KoHKYpeHTOCIIPOMOXKHICT KOMIIAHIM Jenaiti Oiblie 3aleKdTh HE JIMIIE BiJ AKOCTI MPOXYKINI UM
MOCHyr, a W Bil e(eKTUBHOCTI YNpAaBIiHHSA B3a€MOBITHOCMHAMH 3 KIi€HTaMH. Y IIbOMY KOHTEKCTi
BaXXJIUBOI'O 3Ha4YeHHs HaOyBae (OpMyBaHHS KIIIEHTCHKOTO KalliTalmy, SKHH BigoOpaxkae CYKYIHICTh
€KOHOMIYHOI IIHHOCTI KJIIEHTIB IS MiIPHEMCTBA.

Hudposizaliisi Oi3HEC-TPOIECIB CTBOPIOE HOBI MOXJIMBOCTI IS ONTHMI3alii B3a€MOMIl 3 KII€HTaMHU
3aBJISKM BUKOPUCTAHHIO BEJIMKHX JaHWX, aBTOMAaTHU3allii MapKETHHTOBHX MpPOIECIB, IM(PPOBUX KaHAIIB
KOMYHIKarlil Ta cucteM aHamiTHKA. Lle mo3Boise migmpueMcTBaM OiIBIN TOYHO 1AEHTH(IKYBATH MOTPEOH
KIIIEHTIB, IIEPCOHATI3yBATH MIPOIIO3MIIi] Ta ITiIBUIIYBAaTH €()eKTUBHICTH MAPKETHHTOBHX cTpareriii [3].

Mertoro mocmikeHHsl € OOTPyHTYBaHHSI TEOPETHYHMX 1 MPAKTUYHUX MiAXOIIB 0 ONTHUMIi3alii IpoueciB
(hopMyBaHHS KIIEHTCHKOTO KalliTally MiANpHEMCTBAa B yMoBax mu(poBizawii O6i3Hecy, a TaKo>XK BU3HAUYCHHS
poii UPPOBUX MAPKETUHTOBHX IHCTPYMEHTIB 1 CHCTEM YIIPaBJIiHHS B3a€EMOBIIHOCHHAMH 3 KJIIEHTAMH Y
MiABUIICHH] e(peKTUBHOCTI B3a€EMOI1 MiANPHUEMCTBA 31 COKHBAYAMH.

OcHOBHI pe3yabTaTH A0CTiIKeHHS

KimieHTchKkuMit  KamiTan — I MiHHICTh JOBTOCTPOKOBHX BIAHOCHH KOMITaHii 3 {1 KiIi€HTamu, 10
BUPAXKAETHCS Y JIOSITBHOCTI, JIOBIpi Ta TOTOBHOCTI KyIyBaTu Olnblie, 3a0e3nedyrodyn cTabiibHui goxin [2].
Ile HemaTepialbHM aKTHB, SKUH (QopMye mo/aHy BapTiCTh, BKIIIOYaE 0azy JaHHUX, pPEIyTaIilo OpeHmy,
PIBEHB 3aJ0BOJICHOCTI Ta IMO3UTUBHHUMA MOCBiA. Takok, KIIEHTCHKHHM KaIliTal pO3TISIAETHCA SK CKIaJI0Ba
IHTEJIeKTYaJbHOTO KamiTaly MiANPHUEMCTBA, 110 (OPMYETHCS Ha OCHOBI JOBIOCTPOKOBHX BIIHOCHH 13
KJIIEHTaMH, iX JOSIBHOCTI, 33T0BOJICHOCTI Ta MOBTOPHUX MOKYIOK [2, 3]. V nudpoBoMy cepeaoBuiili mporec
(dhopMyBaHHsS KIIIEHTCHKOTO KamiTally HaOyBa€ CHCTEMHOTO XapakTepy Ta Iepeadadae IHTETPaIliio
MapKETUHTOBUX, aHAJITHYHUX 1 YIIPAaBIiHCHKUX 1HCTPYMEHTIB.

OCHOBHI CKJIaJI0Bi Ta XapaKTepUCTUku [2-4]:

1. JlosmbHICTB Ta AOBipa: CTIWKE MO3UTHBHE CTABJICHHS, SIKE 3MEHIITY€ BiTiK KJII€HTIB.

2. Jlomana BapTiCTh: KJII€HTH TOTOBI IUTATUTH OLNIBIIE 32 OPEH/I, TKOMY TOBIPSIOTH.

3. baza pmanmx Tta iHdopmaris: 3HaHHS NPO NOTpedH, BmomoOaHHS Ta icropito mokymok (CRM-

CHUCTEMHU).

4. Pemyrarmist: iMi/pk KOMITaHii Ha pUHKY.

KrienTcpkuil kamiTan € kiIo4oBUM (pakTopoM cTiliKocTi Oi3HeCy B yMOBaX BHCOKOI KOHKYpPEHLIi,
OCKIUJIbKM BiH CTBOPIOE «aKTHBH», IO HE BifmoOpaxxeHi y (iHAHCOBiH 3BITHOCTI, ajie¢ MPUHOCATH PEATbHUH
MPUOYTOK.



OCHOBHMMH HaIpsiMaMH ONTHUMI3aIil GOpMyBaHHS KIIEHTCHKOTO KaIliTally €:

BukopuctanHs CRM-cucTeM ISl HEHTPasIi30BaHOTO YIPABIiHHS KJIIEHTCHKUMH JaHuMH [4];
3aCTOCYBaHHS LUU(PPOBUX MApKETUHTOBHX KaHanmiB (SMM, KOHTEHT-MapKeTHHT, email-MapKeTHHT)
[5];

aHaJTi3 IOBEAIHKOBUX JIAaHUX KITI€HTIB 32 JOMOMOTOI0 aHAJITHIHUX TIaTPOPM;

MePCOHANI3AIlIST KOMYHIKAIIiN 1 MPOTIO3HITIH;

yIpaBIIiHHS )KUTTEBUM [HKIOM KiienTa (Customer Lifetime Value) [6].

V3aranpHeHuit mporiec GopMyBaHHS KIIEHTCHKOTO KaliTany B yMoOBax IudpoBizaiii MoXHa NpeICTaBUTH
y BUIJISII KOHLIETITYaJIbHOI CXEMH, IIPEJICTABICHOI Ha puc. 1.

LLW®POBE CEPEAOBUILE BISHECY
(CRM, Big Data, Digital-mapkeTuHr, aHanituka

3ANVYEHHA KNIEHTIB
l.t (umppoBa pexnama, SEO, co

H

KMIEHTCbKWIA KANITAN
(noAnbHicTb, [OBroCTPOKOBL BiAHOCHHM,

3pocTaHHA Customer Lifetime Value)

Puc. 1 — V3aranpHena cxema popMyBaHHS KITIEHTCHKOTO KamiTany mianpueMcTsa [1, 2, 6]

3amponoHoBaHa cXeMa JEMOHCTPYeE, MO0 HHU(POBI TEXHOJOTil BHCTYNAIOTh IHTETPALiHHOI0 OCHOBOIO
YOpaBIiHHSA KII€HTCHBKUMH BiJHOCHHAMHM Ta 3a0e3MeUyIOTh HAKONMWYEHHS KIIEHTCHKOTO KaIliTary
MiANPUEMCTBA Yepe3 MOCTIIOBHY peallizallifo CTPaTeriYHUX eTalliB B3a€MOIII.

1.

I[Mpouec hopMyBaHHS KamiTally pO3rOPTAETHCS HACTYITHUM YHHOM:
Hudpose cepenosuine Oi3HECY: BUCTymHae (yHAaMEHTOM, J¢ BUKOpUCTaHHS iHCTpymeHTiB CRM,
Big Data Ta aHamiTHKW J03BOJSIE CTBOPUTH iH(GOpMAIiHY 0a3y Ml TPUHHATTS YHPaBIiHCHKUX
pillleHb.
3airyueHHs KJII€HTIB: Ha I[boMYy eTarli udpoBa pexinama, SEO Ta akTUBHICTh Y COMIATbHUX MEpexax
3a0e31euyIoTh IePBUHHINA KOHTAKT Ta ()OPMYBaHHS 1HTEpeCy 10 MPOIYKTY.
B3aemogis 3 KiTi€eHTaMu: 3aBJISIKY TIEPCOHATII30BAHUM KOMYHIKAISIM Ta IIUGPOBUM KaHAJIaM 3B'S3KY
BUOYIOBYETBCA A1aJIOT, IO JO3BOJISE TIIHOIIE 3pO3yMITH MOTPEOH CIIOKHUBAYA.
VYTpuUMaHHS KIIEHTIB: peali3yeThCsl Yepe3 OMHIKaHAbHY KOMYHIKALilO, CEPBICHY MiITPUMKY Ta
MPOTPaMH JIOSITBHOCTI, 1110 MiHIMI3Y€ BiJITIK KITIEHTCHKOT 6a3u.
PosButok minHocTi kiieHTta: iHctpymeHtu Upselling Ta Cross-selling y moenHanHi 3 TIHOOKOIO
MEPCOHANI3ALIEI0 TO3BOJISIIOTh MAKCUMI3YBaTH NPUOYTOK Bij KOKHOT'O ICHYIOUOTO KIII€HTA.



6. KiieHTChbKMiA KammiTad: JOTridHe 3aBEePLICHHS LUKIY, II0 XapaKTePHU3Y€EThCS BHCOKOIO JIOSIIBHICTIO,
JOBFOCTPOKOBMMH BiJHOCHMHAMH Ta CTIMKHM 3pocTaHHsIM mokasHuka Customer Lifetime Value
(>KUTTEBOTO ITUKITY KITIEHTA).

TakuMm 4YMHOM, TIPEICTABIICHA MOJICh BiJoOpaXxae TpaHC(HOPMAII0 TEXHOIOTIYHIX MOXKIUBOCTEH Y

CTpaTeTIYHUI aKTUB I IPHUEMCTBA — KITI€HTCHKHUHA KaITiTall.

BucHoBku

Takum uwmHOM, nu@posizamis Oi3Hecy icTOTHO TpaHchoOpMye TpouecH (GOpMyBaHHS KIIEHTCHKOTO
KamTtaly MiANpUeEMCTBA. BHKOpPHCTaHHS CydacHHX HHU(POBHX IHCTPYMEHTIB IO3BOJISIE ONTHMI3yBaTH
YIIPaBITIHASA B3a€EMOBITHOCHHAMHA 3 KJIIEHTAMH, ITIABHUINUTA €(PEKTUBHICTh MAPKETUHTOBUX KOMYHIKAIH Ta
3a0e3MeYnTy NIePCOHATI30BAHUH ITiIXi]T IO CIIOKHBAYIB.

Ontumizanis npoueciB GopMyBaHHS KIIIEHTCHKOrO Kamitaiy nepenbadae iHterpaniro CRM-cuctem,
AQHAIITUKY JaHUX 1 HU(QPOBUX MAPKETUHIOBUX TEXHOJIOTIH, IO CIPHUSE IMiIBUIICHHIO JIOSIILHOCTI KJIIEHTIB,
3POCTaHHIO iX )KHTTEBOI MIHHOCTI Ta (DOPMYBaHHIO CTIHKUX KOHKYPEHTHHUX IEpPeBar MiANMPUEMCTBA B YMOBax
U(pPOBOT EKOHOMIKH.

3anpornoHoBaHO y3arajbHeHy cxeMmy (OpMyBaHHS KIIEHTCHKOIO KamiTaay MIANPHEMCTBA B YMOBax
nudposoi Tpanchopmarii 0OizHecy. JloBemeHO, MO0 BHKOPWUCTAaHHS ITM(POBUX IHCTPYMEHTIB CIIPHUSE
MiJBUIICHHIO PIiBHSA JIOSJIBHOCTI KJIIEHTIB, 30INMBIICHHIO iX JKUTTEBOI IIHHOCTI Ta (OPMYBaHHIO
JIOBTOCTPOKOBHUX KOHKYPEHTHHUX IepeBar MiAnpHeMCTBA.
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