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AHOTALIIS

B naniii marictepchkiil KBamiQikamiiiHii poOoTi «JloCHiIKeHHS BUKOPUCTaHHS
CRM cucrem Uit onTUMIi3aLlii NPOAaxiB» PO3TISHYTO TEOPETUKO-METOA0JIOTIYHI OCHOBU
PO3pPOOKH aBTOMATHU30BAHOI CUCTEMH JIJIsI ONTHUMI3allii MpOJaxiB.

Y nocmimxeHHi posrasHyTo posib Ta 3HadeHHS CRM-cuctem (Customer
Relationship Management) y migBuiieHHI e(GEeKTUBHOCTI TIPOILECIB MPOAaXiB Ha
nignpueMmctBax. [IpoananizoBano cyyacHi migxoau a0 BrpoBamkeHHss CRM-TtexHomorii,
iXHIA BIUIMB Ha YNpPaBJiHHA B3a€MOBIJTHOCMHAMHU 3 KJII€HTaMH, aBTOMaTH3allil0 Oi3Hec-
NpoLECiB Ta NPUUHATTS yHOpaBIIHCBKUX pimieHb. OcoOauBy yBary MNpUALIEHO
MOXJIMBOCTAM 1HTerpanii CRM 13 MapKETMHIOBUMH Ta aHAJTITUYHUMH 1HCTPYMEHTaMHU,
110 3a0e3eyye KOMIUIEKCHY ONTUMI3Alio poOOTH BIAAUIIB MPOJaXy. Y poOOTI HaBEJIEHO
npukiaan Bukopuctanus mnpoBigHux CRM-mmardgopm (takux sik Salesforce, HubSpot,
Bitrix24, Zoho CRM Tomo) Ta iXHI BHECOK y TIJABUIIECHHS PIBHSA KIIEHTCHKOI
JIOSUTBHOCTI, TPOAYKTUBHOCTI TIEPCOHANY ¥ 3pOCTaHHS MPUOYTKOBOCTI KOMIMaHIM.
PesynbpTaTi nOCHiKEHHS MIATBEPKYIOTh, 110 edekTuBHE BrpoBamkeHHs: CRM-cuctem

CHpHUsIE CTPATETTUHOMY PO3BUTKY O13HECY Ta CTBOPEHHIO CTIMKMX KOHKYPEHTHHUX TepeBar.

ANNOTATION

This master's degree thesis “Investigation of CRM systems for sales optimization”
examines the theoretical and methodological foundations for developing an automated
system for sales optimization.

The study examines the role and importance of CRM systems (Customer
Relationship Management) in increasing the efficiency of sales processes in enterprises.
We analyzed current approaches to the introduction of CRM technologies, their influx into
managing relationships with clients, automating business processes and making
management decisions. Particular attention is paid to the possibilities of integrating CRM

with marketing and analytical tools, which will ensure comprehensive optimization of



sales activities. The robot has focused on the use of leading wire CRM platforms (such as
Salesforce, HubSpot, Bitrix24, Zoho CRM, etc.) and its contributions have increased the
level of customer loyalty, staff productivity and increased profitability of companies. The
research results confirm that the effective implementation of CRM systems contributes to
the strategic development of business and the creation of sustainable competitive

advantages.



PE®EPAT

Marictepcbka kBamiikauiiiHa poOoTa: 88 cropiHOK, 25 pucyHkiB, 23
BUKOPHUCTAHUX JiKepes, 22 Tabauul.

VY cyuyacHMX yMOBax IUHAMIYHOTO DPO3BUTKY PHHKY, BHCOKOi KOHKYpPEHIi Ta
3pOCTalOYUX BHMOI' CIIOKMBAuiB JO SKOCTI OOCIYrOBYBaHHS OCOOJMBOTO 3HAYCHHS
HaOyBae e(eKTUBHE YIpaBIiHHSA B3a€MOBITHOCMHaAMU 3 kiieHTamu. Came TOMY
Bukopucranusi CRM-cucrem (Customer Relationship Management) € olHUM 13 KIIFOUOBUX
IHCTPYMEHTIB MiABUIIEHHS €(EeKTHUBHOCTI OI3HEC-MPOLECIB, ONTUMI3AIlll MPOJaxXiB Ta
dbopMyBaHHS TOBITOCTPOKOBOI KITIEHTCHKOI JIOSITBHOCTI.

BnpoBamkennss CRM-cucrteM [103BOJIsI€ KOMMAHISIM HE JIMIIE ABTOMAaTU3YyBaTU
IpoLEecH TMpOAAXIB, a W OTPUMYBaTH AaHANITHUYHY 1H(OpMALIO [ HPUAHATTS
CTpaTeriYHUX PIlIEHb, IEPCOHAI3YBATH MIAX1]] A0 KIIEHTIB 1 MPOTHO3YBATH iXHI MOTPEOH.
Y pesynbrari MIANPUEMCTBA OTPUMYIOTH 3MOTY IMIJBUIIYBAaTH PIBEHb 3aJ0BOJICHOCTI
CIO’KMBaYiB, 301IbIIYBAaTH OOCSATH TPOJAXKIB 1 MIHIMI3yBaTH BHTpPATH, IOB’S3aHl 3
YIPABIIHHAM KIE€HTCHKOIO 0a3010.

AKTyaJbHICTh T€MH 3yMOBJIEHa THM, II0 B YMOBax Uu(ppoBoi TpaHchopmallii
6i3secy CRM-cuctemu CTarOTh HE JIMINE TEXHOJOTIYHMM pIMICHHSM, & W BaXKIMBUM
€JIEMEHTOM KOpIIOpAaTHBHOI cTparerii. [{ns ykpaiHCBKMX KOMIIaHii, $IKI NparHyTh
alanTyBaTHCS 0 HOBUX PUHKOBUX peallii Ta pO3BHUBATH KOHKYPEHTOCIPOMOXHICTh Ha
MDKHApPOJTHOMY PiBHI, JociimxkeHHs edextuBHOCTI BuKopuctanHs CRM-texHonoriii €
0COOJIMBO BaKJIMBUM 1 CBOEYACHUM.

Mera poborn: € aHalli3 MOXJIMBOCTEH Ta edekTuBHOCTI BukopucTaHHsi CRM-
CUCTEM IS ONTHUMI3aIll MPOIECiB MPOAAXIB, MIJBUIIECHHS PIBHS OOCIyrOBYBaHHS
KJIEHTIB 1 BJOCKOHAQJIEHHS YIPABIiHHA B3a€EMOBIJHOCMHAMU MDK KOMIIAHIEIO Ta
CTIOKUBAYAMH.

O06’eKTOM JOCTI/PKEHHA € TPOLEC YIPABIIHHS MPOJaXaMy Ha MIANPUEMCTBAX Y

KOHTEKCTI B3aeEMO/II1 3 KJIIIEHTaAMHU.



Ilpeamerom JqociaipkeHHA € METOJIU, IHCTPYMEHTH Ta TEXHOJIOT1i BUKOPUCTAHHS

CRM-cuctem, cOpsiMOBaHI Ha ONTHUMI3AIIO0 TMPOIECIB MNPOJAXKIB 1 IMJABUIICHHS

€(pEeKTHUBHOCTI JISNTbHOCTI IAIPHEMCTBA.

3aBaaHHs AOCIKEHHs. JIJisl JOCSTHEHHS MOCTaBJICHOI METH B pOOOTI nepedayeHo

BUKOHAHHA TaKHUX 3aBJaHb:

1.

po3kputu cyTHiCTh ToHATTS CRM-cucremu Ta ii ponb y cydacHoMy Oi3Hec-

CepeIOBUIII;

. pocnigutd ocHOBHI (yHkmii Ta TUnU CRM-cuctem, a TakoX NPUHIMIHN 1X

BITPOBAKCHHSI HA TiAMPUEMCTBAX;

npoaHali3yBaTu BIUIMB BUKOpucTaHHS CRM-TexHomoriit Ha eheKTHBHICTh TpoIIeCy
IPOJAXKIB 1 KIIIEHTCHKY JIOSUIbHICTD;

BU3HAUUTH TiepeBaru Ta Henodiku 3acrocyBaHHi CRM-cucrem y mnpakTuyHii
JUSTBHOCTI MiAMPUEMCTB;

PosrnsanyTtu npuknaau ycminHoro BukopuctaHHs CRM-cuctem y BITUM3HSHHX 1

3apyODKHUX KOMIAHISX.

. 3aMpOMOHYBATH PEKOMEHJallli II0J0 YJAOCKOHAJEHHS IMPOIIECIB  yNpaBIiHHS

npoaaxkamu 3a gornomororo CRM-pitieHs.

Kirouosi cioBa: CRM-cucrema, ontuMiszanis MpoAaxiB, YIPaBIIHHA KIIEHTCbKUMHU

BIJIHOCMHAMH, aBTOMAaTH3allisl O13HEC-TIPOIIECIB, JIOSJIbHICTD KITIEHTIB.
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IEPEJIK YMOBHHUX ITO3HAYEHD

API - Application Programming Interface - inTepdeiic mpuxiIagaHOTO
IpOrpaMyBaHHS

UX - User Experience - KOpucTyBaIlbKHil 10CB1]T

HTML - HyperText Markup Language - MoBa pO3MITKH T1IEPTEKCTY

CSS - Cascading Style Sheets - kackajH1 TaOJIHII CTUIIB

SSL

JS - JavaScript - MmoBa nporpamyBaHHs Jjis1 poOOTH 3 BeOiHTEpdelicamu

JSON - JavaScript Object Notation - popmaT 0OMiHy JaHUMU

SEO - Search Engine Optimization - onTumizamisi sl HOUIYKOBHX
CUCTEM

SaaS - Software as a Service - nmporpamue 3a0e3MeUeHHs sIK MOCIyra

MVP - Minimum Viable Product - MiHIManbHO KUTTE3AATHUN TPOTYKT

CRM - Customer Relationship Management - cucrema ynpaBiIiHHS
B3a€EMUHAMHU 3 KJITIEHTAMU

Up-sell - TexHika mpojaxis, 3a SKOi HNPOJAaBLI IPOMNOHYIOTh KIIEHTaM
npuadaT ORI JAOPOTY, MOKpaileHy abo OiumbIl 00'€eMHY BEpCit0 MPOIYKTY,
1100 301LTBIIUTH CEpeHIN YeK Ta TPHOYTOK

Dashboard inTepakTrBHa 1HGOpMaIlliifHa MaHENb, SKa Bi3yalli3ye KIOUYOBI
JaHl 3 PI3HMX JKepesn y BUMLAlL TpadikiB, giarpaM Ta TaOJIHIlb HA OJHOMY

eKpaHi.



10

BCTVII

CydacHuil etam pO3BUTKY €KOHOMIKM XapaKT€pPU3ye€TbCS BHUCOKHM PIBHEM
KOHKYpPEHI[li, AUHAMIYHUMHU 3MIHAMH PHUHKOBOTO CEpPE/IOBHUINA Ta 3POCTAHHIM
BUMOI' CIIOKMBa4iB JIO SKOCTI TOBapiB 1 mochyr. B Takux ymoBax ycminiHa
TISUTBHICT  MIANPUEMCTBA 3HAYHOIO MIPOKO  3aJ€XKHUTh B  €()EKTUBHOCTI
yOpaBIiHHS B3a€EMOBITHOCMHAMHU 3 KII€HTaMH, TOOYJOBH JOBFOCTPOKOBHX
NapTHEPCHKUX 3B’SI3KIB Ta 3/JaTHOCTI WIBHJKO pearyBaTh Ha 3MIHU CHOKHUBUUX
notpeo.

Bukopucranas CRM-cucrem (Customer Relationship Management) crae
OTHAM 13 KIIOYOBMX YHHHHUKIB 3a0€3MeUeHHsT KOHKYPEHTOCIPOMOXKHOCTI
MIIPUEMCTB, a/PKe BOHHU JO3BOJISIIOTH CHUCTEMaTH3yBaTh 1HGOpPMAIIIO PO
KJIIEHTIB, aBTOMAaTU3yBaTH MPOIECH MPOJIAXKIB, ONMTUMI3yBaTH POOOTY MEPCOHATY
Ta MIABUIIUTUA PIBEHb KJIIE€HTCHKOI JIOSUTBHOCTI. 3aBIsku BHpoBamkeHHI0O CRM-
TEXHOJIOTIM MIANPUEMCTBA OTPUMYIOTH MOKJIMBICTb HE JIMILIE IiJBUILYBaTH
e(EeKTUBHICTh NPOJAXIB, a U (QopMyBaTH 1HAUBIAYATIbHUA MIAX1A OO0 KOKHOIO
KJIIEHTA, 1110 € OCHOBOIO Cy4acHO1 MapKeTUHIOBOi cTparerii [13, 20].

AKTyanpHICTh TEMH 3yMOBJIEHA HEOOXIIHICTIO mHU(POoBOi TpaHchopmarrii
Oi3HeC-TIpoIIeCiB Ta BOpPOBaKEHHST cydacHUX IT-pimens, 3maTHux 3a0e3neuntu
MIJBUIICHHS TPOJYKTHBHOCTI POOOTH BIIJAUIIB TPOJAXY Ta YIPaBIIHHS
KIIIEHTCHhKOIO 0azoro. [y yKpalHCBKMX KOMIIAHIM TUTaHHSA €(GEeKTUBHOTO
Bukopuctania CRM-cucreM € 0coOIMBO BaXIMBUM y KOHTEKCTI ITiIBUILECHHS
KOHKYPEHTOCIIPOMOXHOCTI SIK Ha BHYTPIITHLOMY, TaK 1 Ha MIXKHApOJHOMY PUHKAX.

HaykoBa HOBH3HAa poOOTH TONSITA€ y CUCTEMATHU3allll MIJXO/IB J0 OI[IHKU
edexktuBHOCTI BrpoBajkeHHss CRM-cuctem y cdepi nponaxiB Ta BHU3HAYEHHI
iXHBOTO BIUTUBY Ha MiABUIICHHS KOHKYPEHTOCIIPOMOKHOCTI MIAMPUEMCTB.

IpakTuyne 3HA4YE€HHSA JAOCJI/KEHHA TIONSTAa€E Y MOXKIIMBOCTI 3aCTOCYBAaHHS
OTPUMAHUX PE3YJbTATIB JUIsl BAOCKOHAJICHHS] CUCTEM YIIPABIIHHS MpOJakaMy Ha

YKPaTHCHKUX MiIMTPUEMCTBAX MIJISTXOM BIpoBakeHHs cydyacHux CRM-piiens.
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