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naxoam 10 ®OPMYBAHHSA CUCTEM YIIPABJIIHHS TPOJAKAMMU
3AJIE2KHO BIJ BIBHEC-MOJEJI IIIAITPUEMCTBA

Memoro docniodcenHs € y3azanbHeHHs. MeopemuKko-memooOuyHUX nioxo0ie 00 OYiHIOBAHH eKOHOMIYHOI eghekmusHoCmi
iH8eCMUYITIHUX NPOEKMIB 8 A2PAPHOMY CeKMOopi. Y pobomi BUKOPUCMAHO MEMOOU HAYKOBO20 Y3A2albHEHHs, CUCeMamu3ayii
ma NOPIGHSAIbLHO20 AHAIZY, A MAKOIC IHCMPYMEHMU OYIHIOBAHHSL IHBECUYIL HA OCHOBI OUCKOHMYBAHHS 2POUOBUX NOMOKIE.
YV pesynomami cucmemamuzo6ano 0CHOBHI Memoou OYiHIOBAHHS eheKmUEHOCMI IHBeCMUYill, 0OIPYHMOBAHO OOYLIbHICHIb
KOMNIeKCHO20 eukopucmants nokasnukie NPV, IRR, PI ma cmpoky oKynHOCMI, a maKkoxic 0068e0eH0 HeoOXIOHICmb 3acmocy-
BAHHSL AHANIZY YYMAUBOCMI T CYECHAPHO20 NIOX00Y OJisl NIOBUULEHHSL OOIPYHMOBAHOCMI THBECIMUYIUHUX PILUCHD.
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APPROACHES TO FORMING SALES MANAGEMENT SYSTEMS
BASED ON THE ENTERPRISE BUSINESS MODEL

The article examines the theoretical, methodological, and applied aspects of assessing the economic efficiency of investment
projects in the agricultural sector, taking into account contemporary macroeconomic and environmental conditions. It is
substantiated that in conditions of heightened uncertainty caused by macroeconomic imbalances, climate change, and market
restructuring, the imperative of well-founded investment decision-making in agriculture is substantially increasing. Scientific
approaches to interpreting the essence of economic investment efficiency are generalized, and the core methods of its
assessment are systematized, with particular emphasis on dynamic indicators based on the concept of discounted cash flows.
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The feasibility of using a comprehensive approach to evaluating investment project effectiveness is proven, integrating
indicators of net present value, internal rate of return, profitability index, and payback period. Special attention is focused on
the need to adapt classical evaluation methods to the specific conditions of agricultural production, particularly by accounting
for seasonality, prolonged production cycles, and the elevated risk profile of agricultural activities.

The features of applying sensitivity analysis and the scenario approach as instrumental tools for increasing the validity
of investment decisions are revealed. It is substantiated that utilizing these tools enables the timely identification of critical
factors affecting project results and minimizes potential financial losses.

The practical significance of the obtained results lies in their applicability by agricultural sector entities to enhance the
efficiency of their investment activities. Prospects for further research are related to integrating modern digital technologies
and analytical modeling tools into the investment project evaluation process.

Keywords: agribusiness, economic efficiency, investment projects, business processes, management.

ITocranoBka npod/jemMu. Y cydacHHX yMOBax TpaHC(opMarii TOProBeabHOTO CEpPeOBUINA Ta AKTUBHOTO
BIIPOBAJKEHHS IU(POBUX TEXHOJIOTIH OCOONMBOI aKTyalbHOCTI HaOyBae MUTaHHS (OpMyBaHHS €()EKTHBHUX
CUCTEM YIPABIiHHS NPOJaKaMH 3 ypaxyBaHHIM crienndiku Oi3Hec-Moieli mianpuemMcTpa. [IpakTika rocnoa-
PIOBaHHS CBIIYHTH, [0 BUKOPUCTAHHS CTAHIAPTU30BAaHKUX YIIPABITHCHKUX MIIXO/IB 0€3 aanTariii 10 XapakTepy
TOPTOBEJIBHUX MPOIIECIB, TUITY KIIIEHTCHKOI B3aEMOJIIT Ta OpraHi3amiiHuX 0COOIMBOCTEH peai3alil MpoAyKIlii He
3a0e3medye HaJICKHOTO PiBHS e()EKTHBHOCTI YIPABIIHHSI Ta MOKE CIIPUYHMHATH HEpaliOHAIbHE BUKOPUCTAHHS
iH(pOpMAaIITHUX pecypciB MiIPUEMCTBA.

BigminHocTi y 0i3HEC-MOIEIAX MiMMPUEMCTB 3YMOBIIOIOTH CYTTEBI OCOOIMBOCTI OpraHizaiii IpogaKis,
CTPYKTYpH 1HPOPMALIHHUX MOTOKIB, CHCTEMH aHAIITHYHOTO 3a0e3MeUeHHs Ta HAOOPy KIFOYOBUX MOKA3HHKIB
e(heKTUBHOCTI. Y 1IbOMY KOHTEKCT] JOLUIBHUM € IpyIlyBaHHS Oi3Hec-Mojienel 3a MOAIOHICTIO yIpaBIiHCHKUX
notpe0d, 30KpeMa BuokpeMieHHs: Moneneld B2B ta B2G sk Takux, 1110 XapaKTepU3yIOThCs KOHTPAKTHO-OPIEHTO-
BaHMM II1JIXOJIOM JI0 peanizalii nNpoaykKiii, a Takoxk moaeneit B2C ta D2C, anst skux npuTaMaHHA KJIIEHTOOPIEH-
TOBaHA MOJICNIb YIPABIIHHS MIPOJAKAMH.

AHani3 ocTaHHIX Joc/izkeHb Ta myOuaikaniii. OyHIaMEeHTaIBHI 3acayu OpraHizarii KOMEepIiitHOT Aisib-
HOCTI, 30yTy Ta MapKETUHTOBUX KaHAIIB TUCTpUOYIil qocmikeni y npamsx B. [Tumumuyka, O. JlanHikosa [1],
B. Poccoxu [2], K. bByxumcekoi [3], O. 3opinoi, M. bammku, JI. ®unepuua Ta ixHix cmiBaBTopiB [4—6]. Cre-
UQiKy CroKuBYOi MmoBeiHKH, Knacudikanito B2B/B2C punkiB Ta iHCTHTYHiNHI 0ocobmuBocTi B2G-cermenTy
BucsiTiieHo y pamsix O. Ilanesoi [ 7], I1. Kotiepa, K. JI. Kemnepa [9], A. Crapoctinoi [10] Ta M. Oknannepa [11],
a TpaHcgopmalliro KaHaiB 30yTy B yMoBax 1udposizarii — y podortax A. Uupkwu [8].

KonrnenryansHe MATPYHTS MPOEKTyBaHHA Oi3Hec-mojeneli  chopmoBano O. OcrtepBaipiepoM Ta
Y. Pigneur [12], Toni six C. Gunz [13] ta O. lllaneBa [14] po3kpuBaroTh cyTHiCTh D2C-MozeM K aBTOHOMHOT
KOHIICIIIIT IPSMOT KOMYHIKaIlii. 3aralbHOMETOI0JIOTIYHHN 0a3uc (OpMYBaHb YIIPABIIHCHKUAX CUCTEM ((PYHKITIO-
HAJBHUH, MPOIECHUM, CHCTEMHUM, CUTYaIlIHHAN TIIX0 1) CUCTeMaTH30BaHo y myouikanisx P. Jlsmenka [15],
J1. 3amapu [16], 1. Kononosoi [17], O. Timuenxo [18] ta 1. ltedanuya [19].

Creriudiky opranizamii poOOTH KOMEPUIHHHX CITyk0O Ta B3a€MOMIl 3 MOKYIISIMH PO3KPHUTO KPi3b MPH3MY
KOMITETEHTHICHOTO ¥ moBeinkoBoro niaxoaiB (G. Hildmann, U. Vossebein [21], P. Seglund [22]), ekocucrtem-
HUX KoHuenuiit [23], BapTicHo-opieHTOBaHOTO Tponaxy (Value-Based Selling) ans B2B (H. Terho, P. Toytéri,
R. Rajala [25; 26]) ta mata-uentpuuynoro meHemkmeHnty (Data-Driven Sales) Ha ocHoBi Al Ta aHamiTHKH
(I. Chaika [27]).

INTompy 3HaUHMI MacHB HANpPAIIOBaHb, Y OUIBIIOCTI Mpank MiIXOAN 0 YNPaBIiHHSA MPOJAKaMH PO3IiIsaa-
IOTBCS 130IbOBAHO B MEXaX OKPEMHUX PHHKIB UM iHCTpyMeHTIB. [103a yBaroro HayKOBI[iB 3JININAETHCS TTUTAHHS
KOMITJIEKCHOT'O Y3TO/PKCHHS CHCTEM YIPaBIiHHS IPoJakaMu 3 0a30BHMH apXiTeKTypamu 6i3Hec-Mozeneii (B2B,
B2G, B2C, D2C) sx HacKkpi3HHM iHTerpamiiHuM 0a3ucoMm, 10 BU3HAYa€ BUOIp MK KOHTPAKTHO-OPIEHTOBAaHUM
Ta KIIEHTOOPIEHTOBAHUM BEKTOPOM KOMEPIIHHOT TisITBHOCTI.

Merta i 3aBAaHHSA A0CTiAAKeHHsI. METOI CTAaTTi € TEOPETHKO-METOJI0JIOTIYHEe OOIPYHTYBaHHS Ta po3poOKa
aJalTUBHOTO TIIXOY 10 (POPMYBAHHS CHCTEM YIIPABIIHHS MPOJAaKaMH MiANPHUEMCTB Ha OCHOBI THITOJIOTI3aIlii
ixHix OizHec-moxeneit (B2B, B2G, B2C, D2C) Ta BuU3HaueHHS PEJIEBaHTHOIO YIPABIIHCHKOIO, aHAITHYHOTO
1 1H(GOPMANIHHOTO THCTPYMEHTAPIIO JJIs KOKHOTO 3 BU3HAYCHUX apXITCKTYPHHX BEKTOPIB. [ ITOCSATHEHHS
MOCTaBJICHOT METH BU3HAYCHO TaKi 3aBJaHHs: OOIPYHTYBATH MepeXil BiJ KJIACHUYHOI Kiacu(ikallii puHKIB 110
IHTErpoBaHUX apXiTeKTyp Oi3Hec-moneneit (B2B, B2C, B2G, D2C) y npoekTyBaHHI CHCTEM YIIPaBIiHHS IPOJa-
JKaMU; CUCTEMATHU3yBATH MiAXO/H 0 YIIPABIIHHS MPOAaKaMH 32 KOHTPAKTHO-OPIEHTOBAHUM Ta KITI€HTOOPi€HTO-
BaHUM BEKTOPAaMH; OXapaKTepu3yBaTH 0coOIMBOCTI opranizaiii nmpoueciB, CRM/ERP-koHTYpiB, aHaTITHYHOTO
o0niky Ta mMeTpuk edextuBHocTi (KPI) miast koxHOT Gi3HEC-MOAENl; OOIPYHTYBaTH HEOOXIAHICTh 3aCTOCYBaHHS
aJIaNTUBHOTO MiAXOJY Ta aBTOHOMHHUX YHPABIIHCHKHX KOHTYpPIB AJISI HMiAMPUEMCTB 13 TiOPUIHUMHU MOJAETISIMU
(DyHKIIIOHYBaHHS.
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BukJiaa ocHOBHOro MaTepiagy. Y KOHTEKCTI CTpaTEeri4YHOT0 HaJlAlITyBaHHA CUCTEMH YIIPABIIIHHS MIPOAAKEM
KPUTUYHO BKJIMBHUM € BU3HAYCHHS CYTHICHHX XapaKTEPUCTHK ILILOBOI aymuTopii, crienu)iku MpoayKTOBOTO
noptdes KoMnaHii Ta IPUPOAM PUHKOBUX B3aEMOBIAHOCHH. TpaJuliiiHO B €KOHOMIYHIH JiTepaTypl miaxoau
JI0 Oprasizarii KoMepIiifHoi AisUTbHOCTI B chepi MpoakiB AUGEPEHIIIOIOTh 32 KITbKOMA PO3PI3HEHUMHU O3Ha-
KaMH: 32 THIIAMH PUHKIB (MpoMuciioBuil ado crioskuBuwmii) [1, 388; 2]; 3a GyHKIIIOHATBHOIO POJIITI0 KOHTpAareHTa
B TOBapopyci (BUpOOHMYE MiAMPUEMCTBO, ONTOBHIM MOCEPEAHUK UU po3piOHa Topriend) [3; 4; 5; 6]; a Takox 3a
(hopMor0 BiTacHOCTI Cy0’€KTIB TOCHOApIOBaHHS (Aep)KaBHUIN cexTop 4u npuBaTHHiA Oi3Hec) [7]. [lopsn i3 mum,
CYJacHHH CTaH PO3BUTKY KOMEpIli BUMarae 000B’sI3KOBOTO BpaxyBaHHs TEXHOJOTIYHOTO CEpeIOBHINA peai-
3arii ToBapis, IMI0 Nependavae audepeHmiario miaxomis 3a popMamMu KOMyHiKamii Ta qucTpudymii (Tpaaniiai
odaitH-TIpoaXKi, eNEKTPOHHA KOMepITis (OHJIaiH) Ta riOpuIHI OMHIKaHaJIbHI cucTeMn) [8].

Ha namry mymky, Taka niHiiiHa qudepeHIianisi yCKIalHIOe KOMITICKCHE TPOSKTYBaHHS KOMEPIIHHUX KOHTY-
piB kKomrtaHii. Ha cydacHOMy eTarmi po3BUTKY MEHEKMEHTY HAHOLIBIII pelIeBaHTHUM IHTETPALIMHUM 0a3ucoM,
0 CHHTE3Y€E 3a3HAYCHI MiX0JIH, BUCTYIIAE TUIIOJOTI3allisl apXiTeKTyp Oi3Hec-Mo/Ielieil 32 BEKTOpaMH B3aEMOIIi:
B2B, B2C, B2G ta D2C.

YV HaykoBi#l JiTepaTypi TpUBa€e TUCKYCist 010 cyTHOCTI Kateropiit B2B, B2C ta B2G. YactuHa 1ociTHUKIB
TPaIHULIHO TPAKTy€ IX BHKIIOYHO SK PUHKOBI CErMEHTH a00 THIIM PUHKIB, Ha SIKUX (YHKIIOHYE IiAMPHEM-
CTBO, aKLEHTYIOUM yBary Ha creuu@ili KiHIIEBOTO CIOXHMBaya (CIOKUBYMM YK NMPOMHUCIOBUNA puHkH [9; 10],
1HAMBITyalbHUM 4M iHAyCTpianbHui crioxuBad [11]). BogHouac, 3 mo3ULiN Cy4yaCHOTO CTPATETiYHOIO MEHE K-
MEHTY Ta Teopii 0i3Hec-MoIeel (30kpema, komrnoneHTHoro nijaxoay O. OcrepBanbaepa [12]), 3MiHa HIJILOBOTO
KOHTPAreHTa B3aeMOJIil JeTepMiHy€ paJuKaibHy Iepe0y/ 0By BCi€l BHYTPILIHBOT apXITEKTypU CTBOPEHHS, JOHE-
CEHHS Ta yTPUMAaHHS IiHHOCTI kommaHii. Cnenudika Hinb0BOI ay TUTOPii MOBHICTIO EepehOpPMATOBYE JIOTICTUYHI
JIAHIIOTH, KaHAJIK PO3MOLTY, CHCTEMH MOTHBALlii epcoHany Ta indopmariiini koutypu (CRM/ERP). OcobnuBo
SCKPABO 1€ BUSABISIETHCA y CYyJacHHX yMoOBax Iu¢poBizamii i3 BuokpemieHHsM Mofaeni D2C, sika € He mpocTo
BHUXOJIOM Ha HOBHH PHUHOK, a KapJIMHAIILHO HOBOKO (inocodiero modymoBu OizHeCy — Oe3mocepe/IHIM YITpaBIliH-
HSIM KJIIEHTCHKUM JIOCBiIoM 0e3 mocepeHukis [13; 14].

3 orJsiLy Ha Ie, y MeXkax Haloro gociipkerns kateropii B2B, B2C, B2G ta D2C po3risgaroThcst He IPoCTo
SIK Cy0’€KTHI pUHKH, a sIK 0a30B1 CTpaTEeTivHI apXiTeKTypH Oi3HEC-Mo/IelIeH, 1110 0e3rmocepeIHb0 BU3HAYAIOTh BEK-
TOp KOH(ITYpPYBaHHS CUCTEMH YIPABIIHHS NPOIaXKaMH i IpueMcTBa. [lepeBara BAKOPUCTAHHS TAKOTO TIXO0TY
JIO BUOKPEMJICHHS apXITEKTYp SIK HACKPI3HOI'O METOJI0JIOTIYHOTO IHCTPYMEHTY IOJISATAa€E B TOMY, IO BiH JIO3BOJISIE
OJIHOYACHO 1HTETpyBaTH BCl TpH KiacHupikaiiiHi BuMiph: 1) cy0’€KTHO-pOJILOBHH (BU3HAYAE, XTO € TOKYIIIEM
— IHCTHTYIIIMHUHN CTIIOXKBAY, ICPKaBHA CTPYKTYpa UM KIHIICBUH 1HIUBIN); 2) MPOAYKTOBO-CYTHICHHN (BPaxoBye
crenuQiKy MOMUTY Ha TOBAPH MIPOMHCIOBOTO IPU3HAYCHHS, MACOBI CIIOXKHBYI TOBApH YU CKJIAIHI iHPPACTPYK-
TypHi pilieHHs); 3) IHCTUTYLiliHO-paBoBHid (peryiroe crnenudiky KOMEpLIHHOTO KOMILIAEHCY, BKJIIOYAIOUH
YKOPCTKI Mpoueaypu myOniyHuX 3aKkyniBeisb y cerMmenTi B2G abo rayuki nudposi rexnonorii B3aemonuii B D2C).

Binrak, came nepexiz Bi po3pi3HEHUX PUHKOBUX O3HAK /10 KOMIUIEKCHUX apXiTeKTyp Oi3Hec-mMozeneit 103Bo-
nsie chopMyBaTH aAaNTUBHY Ta METOJIOJIOTIYHO HUTICHY CUCTEMY YIPaBIiHHA MPOAaYKaMH IiAIPUEMCTBA.

3a3Ha4MMO, 110 CyYacHi MiIIPUEMCTBA PIIKO (QYHKI[IOHYIOTh Y MEKaX OfHI€T 130/1b0BaHOT apXiTeKTypu. Exo-
HOMIYHA peasbHICTh BUMArae BiJ cy0’€KTiB TOCIIOIapIOBAaHHS AUBEpcU(iKallil pU3UKiB Ta OHOYACHOTO OCBOEH-
HSl PI3HUX PUHKOBHX Hilll, III0 IPU3BOIUTH 70 (POPMYBaHHS TOPUAHNX MYJIBTHUPUHKOBUX MOJENEH. Y BUIAJKY,
KOJIN KOMIIaHisl iHTETpy€ y CBOIN AiIBHOCTI KiTbKA apXiTEKTyp (HANPHKIAJ, IOETHY€E cTablIbHI JOBIOCTPOKOBI
koHTpakTh y B2B Ta B2G i3 rayuxumu mudpoBumHu iHcTpyMenTamu npoaaxiB y B2C ta D2C), Bunnkae 06’ek-
THUBHA TIoTpeda y moOymoBi quBepcU(IKOBAHOI CUCTEMH YIPAaBIiHHS MPOJakaMu. 3a3HaYCHE YHEMOKITUBITIOE
BUKOPHCTaHHSI JIIHIMHUX, YHI(IKOBAaHMX KOMEPIIHHUX PETJIAMEHTIB UM €JJMHOT CUCTEMHU METPHK JJIsl BCi€l KoMIa-
Hii. 32 TaKUX YMOB BHHHKa€ 00’ €KTHBHA MOTpeOa y CTPYKTYpHIN JEKOMIIO3HIIIT Ta THCTpYMEHTAIBHIHN amanTarii
KOMepIiiHOT ciyx0u mianpueMcTsa. Ile nependavyae hopmyBaHHs B ii Mekax aBTOHOMHUX KOHTYPIB YITpaBJIiH-
Hs MPOJIaKaMH, Jie KO)KHA apXiTeKTypa Oi3Hec-Moeni QYyHKI[IOHYye Ha OCHOBI PEJIEBAHTHOTO METO0JIOTIYHOTO
IHCTPYMEHTApIIO.

[IpoekTyBaHHS Ta MPaKTUYHE PO3TOPTAHHS CUCTEMH YIPABIIHHS IIPOAAXKAMH i IIPUEMCTBA OE3OCEPEIHBO
3aJIXKHUTH BiJl MAHIBHOI METOJOIOTIYHOT apagurMu. Y MeKax 3arallbHOro MEHEPKMEHTY (OPMYBaHHS CHCTEM
YIPaBIiHHA TPAAULIIHO CIIUPAETHCS Ha (YHKIIOHAIBHUHM, IPOLIECHUH, CHCTEMHMIA Ta CUTyaluiiHui miaxoau [15;
16; 17]. Y mexax (GyHKIIOHAIBHOTO Migxoay (oKyc 30CepeKyeThesl Ha OpraHi3aliiHiil cTpyKTypi Ta po3Io-
I 000B’s3KIB (IJIaHYBaHHS, MOTHBALlis, KOHTPOJIb). HatomicTh mpouecHui miaxia, mocuieHui nudposiza-
Li€10, TPAKTY€ MPOAXKI K HACKPI3HUI aNrOpUTM (eTau BOPOHKH KOHBepcii, BpoBakeHHss CRM-TexHOMOTiit).
CucteMHMH MiJXiA A03BOJISIE TIOAONATH «i30JIbOBAHICTEY) OKPEMHUX (YHKIIIH, PO3TIISIAI0UN KOMEPIIHHY Misiib-
HICTb SIK BIIKpUTY ekocrcTeMy. Came cucTeMHe Oa4eHHs CTBOPIOE MiAIPYHTS JUIs BIIPOBAPKEHHS 3raJJaHOTO BUIIIE
JlaTa-IeHTPHYHOTO MiIX0y, JIe 3MiHa OJJHOTO eIEMEHTY (HaIlpUKJIIal, AlTOPUTMY CKOPHHTY JiJIiB) CHHEPTCTHIHO
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ONITUMI3Y€E BCKO BOPOHKY MPOJIAXKiB Ta poOOTY TiepcoHany. CUTYaIliHHIIA MiXi]] BUCTYIIA€ TOJOBHUM METO/I0JIO-
TIYHAM PETYJIATOPOM Ta TPUTEepOM KoH(iryparii cucteMu. BiH J0BOIUTS, 110 apXiTEKTypa MPOJaXiB HE MOXE
OyTH CTaTUYHOIO YH YHIBEPCATHHOI0. 3 MO3MIIH CUTYaIIITHOT0 MEHEDKMEHTY, TOJIOBHAM JIETCPMIHAHTOM (KOH-
TEKCTOM), SIKHH BU3HAYa€ BUOIp MK KOHTPAKTHUM YU KIIIEHTOOPIEHTOBAHUM BEKTOPOM YIPABIiHHS, BUCTYIIAE
came apxiTekTypa 0i3Hec-Moneni mignpuemctea (B2B, B2G, B2C, D2C).

VpaBIiHHs IPOJAKAME € TAKTHKO-OMEPALiHHAM SAPOM cucTeMu 30yTy. Moro (okyc 3ByxeHuii 6e3noce-
PEAHBO JI0 MPOLECY B3a€MO/II1 3 KIIIEHTOM (BEACHHS NIEpEeroBopiB, YKIaJAaHHS YroJ, KIIEHTChKHIA cepBic, poboTa
3 3alepeueHHsIMH) Ta yNpaBliHHS [IEPCOHAIOM — MOTHUBAIlil, HaBuaHHs Ta KoHTposto KPI menemxepis [18; 19].
BinnoBinHo, TOBOpSYM MPO YIPaBIiHHS MPOJakaMH Ha MiJIPUEMCTBI, MIXOAH A0 IbOTO MOKHA PO3MOAUTUTH
Ha /Bl BEJUKI Ipynu — nepiua (oKyCyIOThCS Ha BHYTPIIIHIO OpraHi3amio poOOTH BiAIUTy IPOJaKiB Ta ympas-
JHHS TIepCOHANIOM (KOMIIETeHTHICHA MapajnrMa (aKIeHTH Ha MUTaHHI poOOTH MPOJaBIiB Ta BU3HAYEHHS MPO-
G0 HAaBUYOK MepcoHay 1moao podot 3 xmieHtamu [20], [21]) Ta moBeninkoBa mapaaurma [22]); apyra —
Opi€HTOBaHI Ha 30BHIIIHIM BEKTOP B3a€EMOJIi 3 KIIIEHTAMH Ta PUHKOBHUM CEPEAOBHUIIEM (BapTiCHO-OpPi€EHTOBaHA
napajurma 3 makcumizamiero LTV Ta VBS (Value based selling)) [23-25], a Takox ekocucTeMHu#t (Tutatdopme-
HUl) miaxin [26]. BogHovac, Hackpi3HEM TpeHIOM IUQPOBI3allii, mo TpanchopMye oOuaBa 3a3HaAUEHI BEKTOPH,
€ naTa-leHTpUIHUH miaxin [27]. Bin 6a3yeThcst Ha aHali3i Ta BUKOPHCTaHHI BelnuKuX ganuX (Big Data), a Takox
BCE aKTHBHIII 1HTETpallii TEXHOJIOTIH MTYYHOTO iHTeNeKTY (Al), IUTs MPeIMKTUBHOTO CKOPUHTY JIiJ[iB, ABTOMATH-
3alii aJropuTMIB IIHOYTBOPEHHSI Ta IHTEJICKTYAIBHOTO aHai3y MOBEIIHKA KOMEPIIIHOTO MepcoHay.

VY3aranpHIOIOUN 3a3HAYEHE PO3TATYKCHHS CyYacHUX IMapajurM, y MeXax Halloro JOCIIIHKCHHS JOIIHLHO
CTPYKTYPYBaTH BECh MACHB IMiIXOIB JI0 YIPABIIHHS MPOJAaKaMH Ha JiBa (yHIAMEHTAIbHI CTPATET19H1 BEKTOPH:
KOHTPAKTHO-OPI€HTOBaHUH (TPaHCAKIIHHUI) Ta KII€HTOOPIEHTOBAHUH (peAIiifHuil). 3a3HaueHa TUXOTOMIs €
YHIBEpCaIbHOI0, IPOTE 11 IHCTPYMEHTaJIbHE BTUIEHHS 0€3M0CepeIHbO JIeTEPMiHY€EThCSI 00PAHOI0 apXITEKTYPOIO
Oi3Hec-Moel MiIPUEMCTBA:

— KonTpakTHO-OpieHTOBaHUH (TpaHCakUiHUI) BeKTOp (DOKYCyeThCs Ha CTaHAapTHU3alii omeparii, sKop-
CTKOMY JIOTPUMAaHHI PETJIaMEHTIB Ta MiHiMi3alii BUTpaT Ha KOXHY yrogy. Y MekaX MAacOBUX OpPI€HTOBAHUX
Ha cnoxwuBada mojeneil (B2C, D2C) BiH peanmizyeTbcs 4epe3 agmomMamu3o8aui weuoki npodadici (OHIalH-
IIATGOPMHU, CHCTEMH caMOOOCIIyTOBYBaHHS), JIc TOJIOBHUM € TEMII Ta 00CAT omeparlif. ¥ KoprnopaTuBHOMY Ta
nep:xaBHOMY cermenTax (B2B, B2G) neit BexTop MarepiamizyeTsest y (popmi TEHAESPHUX Ta pErJaMeHTOBaHUX
TYPTOBUX TIPOJIAXKIB, JIe KIFOUOBUMH 00’ €KTaMU MEHEDKMEHTY CTal0Th KOHTPAKTHHI KOMILJIAEHC, IOPUINYHA
BiZITOBIAHICTH Ta CyBOpPE BUKOHAHHS YMOB CIICIIM(iKaIiif.

— KiienToopieHTOBaHUH (pensIiiiHU) BEKTOP CIPSIMOBAaHHK Ha TMOOYIOBY JIOBrOCTPOKOBOI B3aeMOJIii Ta
MaKCHUMI3aIliio )KUTTEBOTO MUKITY KiieHTa. B apxiTekTypax B2C ta D2C BiH po3ropTaeThcs uepe3 MOBEIiHKO-
By MapaaurMy (IepcoHaii3allisl MpOIO3UINi, YIPaBIiHHS KIIE€HTCHKHM aocBigoM CJM, MiAmucouHi MOei).
HatomicTh y mpomuciioBiii mojeni B2B BUIMM MposiBOM KJTIEHTOOPIEHTOBAHOCTI CTa€ BapTICHO-OPIEHTOBaHA
napagurma (Value-based selling), sika TpanchopMye KOMEpIIHHY TisUIBHICTD Y KOHCYJITAIIHHAN YW ITapTHEP-
CBKUH MiIX1MI, OpI€EHTOBAHUI Ha cribHE cTBOpeHHs HiHHOCTI (Value Co-creation) st Gi3HECY KOHTPAreHTIB.

[ignmpuemctBa, mo (yHKIIOHYIOTH ¥ Mexkax B2B (business-to-business) ta B2G (business-to-government)
MoJIeNiel, 3/1e0UTBIIOr0 3AIHCHIOITh peati3alilo MPOoAYKUii BEIUKUMH HapTisiMH, MPAIO0Th 3 OOMEKEHUM
KOJIOM KOHTPArcHTIB Ta MalOTh BIJIHOCHO HU3BKY YaCTOTY YKJIAJaHHS TOCIIONAPCHKUX OINEpalliil mpu 3HAYHIN
BapTOCTI KOXHOI yroau. CHijIbHOIO XapaKTEPUCTUKOIO TaKUX MOJEJEH € BUCOKHN PIBEHb 3aJIeKHOCTI Pe3yJib-
TAaTUBHOCTI MPOJAAXIB BiJ YIPaBIIHCBKUX KOMIETEHIH MepcoHaly, 3JaTHOCTI MiATPUMYBATH JOBrOCTPOKOBI
JIIOB1 BiTHOCHHHY Ta 3a0e3meuyBaTi e(eKTUBHUM CynpoBig KOHTpakTiB. [s mianpuemcts B2B ta B2G BenenHs
OyXranTepchKoro 1 ynpaBiiHChKOTO 00JIIKY 3a3BHUail He MoTpedye HaIMIpPHOT JeTami3alii Ta 4acTo 0OMEeXYEThCS
BUKOPHCTaHHSAM CyOpaxyHKIB 1 OKpEMHX PiBHIB aHATITHYHOTO 00Ky 3a CyOKOHTO.

s B2B mianpreMcTB OCHOBHUM 00’ €KTOM YNPABIIiHHS BUCTYIAa€ EKOHOMIYHA PEe3yIbTaTHBHICTh OKPEMHUX
KOHTPAKTiB, 10 00YMOBJIFOE HEOOX1HICTh BUKOPUCTAHHSI CHCTEM YIPABIIHCHKOTO OOJTIKY, OPI€EHTOBAHUX Ha aHa-
T3 Map>KUHAJIBHOTO JTIOXO.Y, Ie0ITOPChKOT 3a00prOBaHOCTI, 00OPOTHOCTI TOBAPHMX 3alaciB Ta peHTaOeIbHOCTI
KIIEHTCHKUX CErMEHTIB. Y TaKWX YMOBax JMJOIUIBHICTh BIPOBADKEHHsS KiIacHYHUX MacoBux CRM-cucrtem
(opierToBanMx Ha B2C-pHHOK) € OOMEXKEHOI, OCKIIbKH pelsliiiHuii koMIoHeHT y B2B 0a3yerbcs He Ha
MAacoOBii B3aeMO/Iii, a Ha MEPCOHATII30BAHOMY MEHEIKMEHTI Ta JOBIOCTPOKOBOMY BeleHHI yron (Key Account
Management).

KirouoBrME nokasHUKaMu e(eKTUBHOCTI 1t B2B mianpueMcTB qOLITBHO BBAXKATH peHTA0EIBHICTh TPOIa-
JKIB, BAJIOBY MapiKy 3a OKPEMUMH KOHTPaKTaMHU, 00OOPOTHICTH 1e0iTOPCHKOT 3a00prOBaHOCTI Ta CepenHiil 00csT
peasizamii Ha OTHOTO KOHTPAreHTa.

B2G mozernb, mopsiz i3 3a3HaYCHUME XapaKTePUCTUKAMH, I0IATKOBO Iepe10ayae 3SHaYHUH BIUTUB HOPMATUBHO-
MPaBOBOTO PEryJIOBaHHS, MPOLEAYpP ISpKaBHUX 3aKyIiBelb Ta TEHACPHOTO MEXaHi3My ykiaganHs yroj. Lle
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(hopMye TiABHINEHI BUMOTH JI0 IOKYMEHTAILHOTO CYIPOBOJIY OIepalliid, KOHTPOJIO JOTOBIPHUX 3000B’sI3aHb Ta
MIPOIIEIYPHOTO MEHEHKMEHTY .

Hns mimnpuemcts B2G ocobmuBe 3HaYeHHS MalOTh TaKi MOKa3HUKH, K YacTKa BUTPAHUX TCHACPIB, CEPETHS
BapTICTh JIEP)KABHOTO KOHTPAKTY, PIBEHb BUKOHAHHS JJOTOBIPHUX 3000B’s13aHb Ta KOS(IIIEHT CTa01ILHOCTI TOPT-
(erns 3aMOBIICHB.

OT1xe, y Mekax KOHTPaKTHO-OpieHTOBaHOTo BekTopa it B2B ta B2G mMozeneit xapakTepHUM € 10MiHyBaH-
Hs (hIHAHCOBO-aHANITUYHOTO MiAXOAY J0 YNPaBIiHHS NPOJaXaMH, B MEXax SIKOTO KIIOYOBY POJIb BiIirparoTh
CUCTEMH YIIpaBIiHCHKOTo 001Ky, ERP-pilieHHs Ta iHCTpyMEHTH €KOHOMIYHOTO aHai3Yy.

[NopiBHSIBHY XapaKTEPUCTHUKY Ta crenn¢iky ajanTarii ynpaBIiHCbKOTO0, iH(popManiiHOro i aHaNITHYHOTO
IHCTpYMEHTApiI0 3a BCiMa JOCHIPKYBaHUMHU O13HEC MOJICJIIMU CUCTEMAaTHU30BaHO B Ta0uI. 1.
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Tabnuys 1
Martpuus aganranii ynpaBaiHCbKHX MiIX0IiB /10 apXiTeKTypH 0i3Hec-Moaeeii

CyTb KOHTPaKTHO-
Opi€HTOBaHOTO
(TpaHCcaKUiiiHOr0) KOMIIOHEHTA

Creuudika
KJIIEHTOOPi€HTOBAHOIO
(pensiiifHOro) KOMIOHEHTA

Jlominyrounii incTpyMeHTapiii Ta

biznec-monenan KPI

IncrpymenT: MOHITOPHHT AEpXK-
3aKyIiBesb, CHCTEMHU IOPUANYHOTO
KOHTPOJIIO.

AocosroTHe 1oMiHyBaHHs. JKop-
CTKHUH NpoLeypHUNA MEHEK-
MEHT, TeH/IEPHHUH KOMIIIAEHC,
BUKOHAHHS CyBOPUX FOPHIMUHNX
cnenugikarii.

MinimanbHa a6o BincyTns. Bin-
HOCHHU OOMEKEeHI paMKaMH 3aKOHY.
«JlostmpHICTEY TYT — Lie Oe31oraHHa
pernyTailisi BAKOHAHHS KOHTPAKTIB.

B2G (Business-
to-Government)

KPI: YacTtka BUrpanux TeHIEPiB,
KoediieHT cTabinpHOCTI mopTdes
3aMOBJICHb.

Incrpymentu: ERP-pimenns, crie-
mianizoBani B2B-CRM (amst noBrux
yron), Key Account Management.

ExcneprHa ii nepconanizoBana.
Basyetbcst Ha palioOHATBHOMY
pospaxyHky. Lle inauBimya sHuIiA
KOHCAJITHHI, a/IaNTallis MPOIYKTY
i1 TIPOIIECH 3aMOBHHKA, CIUTHHE
CTBOPEHHSI IIIHHOCTI.

®DiHaHCOBO-TIPABOBA OCHOBA.
CymnpoBijl BETUKUX KOHTPAKTIB,
(ikcamis SLA (ymoB cepBicy),
KOHTPOJIb 1e0iTOpChKOi 3a00pro-
BaHOCTI Ta Mapxi.

B2B (Business-
to-Business)

KPI: BanoBa Maprka 3a KOHTPaKTOM,
000pOTHICTH 1E0ITOPKH.

Incrpymentu: IloBHODYHKITIO-
HasbHI MacoBi CRM-mmargopmu,

B2C (Business-
to-Consumer)

MacoBuii onepauiiinuii KoH-
Beep. 3abe3neyeHHs: BUCOKOT
HIBHJIKOCTI 00pOOKH 3aMOBIICHb,
aBTOMATH3AIlisl PO3PAXyHKIB Ta

MacoBa Ta emoniiina. Yipasiin-
HS KITIEHTCHKUM 1ocBinom (CIM)
yepe3 1 posi kaHanu. boporsba
3a yTPUMaHHs KJII€EHTA B yMOBax

CHCTEMH JOSIBHOCTI, aBTOMATH3AIlis
MapKETHHTY.

KPI: Cepenniii uek, KOHBepCis,

BapTicTh 3aiydeHns kiienta (CAC),
MOPIBHSHHSI I[iH 32 aHAJIOTOTHUI
nepiox (LFL).

Incrpymentu: [lnardpopmu mudpo-
Boi ananituku, LII-pexomenartii,
IIPOTHO3HI MOJIEIi IOTINTY.

JIOTICTHKH Ha Kaci 4u CaiTi. JKOPCTKOI KOHKYPEHIIIi.

Inuboka pessiniiina (1aTa-ueH-
Tpu4Ha). baszyerscs Ha aHamisi
BenukuxX nanux (Big\ Data) mpo
MOBE/IHKY CrioXuBavya. Makcu-
MaJibHa NePCOHANI3allis Ta IpsiMa
KOMYHIKaIIis.

IIpsima Ge3nepediiina Joric-
THKa. [ToBHA BIAMOBigaIBHICTE
BHUPOOHHKA 3a JIOCTABKY 0 JBe-
pei» Ta MIBUIKICTh BUKOHAHHS
3aMOBIICHHS 0€3 TIOCEPEeIHUKIB.

D2C (Direct-to-
Consumer)

KPI: /loBiuHa HiHHICTh KJIi€HTA
(LTV), xoedirieHT yTpuMaHHs
(Retention\ rate), CAC, ROMI.

Loicepeno: moGynoBaHO aBTOPAMH.

Ha BiaMiHy BiJ MPOMHCIIOBOTO CEKTOPY, J¢ MaHye (hiHaHCOBO-A0roBipHa nucuunmuiina, y B2C ta D2C moze-
JISIX KJII€EHTOOPIEHTOBAaHUI BEKTOp HaOyBae MacoBOTO, HU(PPOBOTO XapaKTepy, MiANPUEMCTBA (QYHKIIOHYIOTh B
yMOBax iHTEHCHBHOI B3a€EMO/Iii 3 BEJIMKOIO KIJIBKICTIO KiHIICBUX CIOXKHMBAYIB, 10 BU3HAYAE 1HIIY JIOTIKY (OpMy-
BaHHS CHCTEM YIIPABIiHHS MpojakamMu. [ TakuxX MoJeliel XapaKTepHi BUCOKA YacTOTa Omepallii, MMpPOKHid
TOBapHUI acOPTUMEHT, JUHAMIUHE I[IHOYTBOPECHHS Ta 3HAYHHW OOCAT KIIEHTCHKUX JaHuX. [ mianpuemcTs
B2C Ta D2C BefieHHS BHYTPIIIHBOTOCIIONAPCHKOTO (YIPABIIHCHKOTO) OOTIKY XapaKTepHU3y€eThCSI BUCOKUM PiB-
HEM JieTaltizallii TaHuX, o Tepeadadac HAaKOTTMYCHHS aHAIITHKY 32 1HAMBIyaTbHIMH CIIOKHBadaMu (B 6a3ax
naanx CRM), a Takox 3a TOBApHUMHU ITO3UIISIMHU, KaHAIAMH IIPOIAXyY Ta IMMOBEIIHKOBUMH XapaKTEPUCTHKAMU Yy
CUCTEMI OyXrajTepchbKoro oOJiKy.

B2C mopenp oxorumoe po3npiOHy TOPTiBIIO, €ICKTPOHHY KOMEPIII0, OHJIaiH-Mara3uHi Ta MapKeTIUICHCH,
Jie KIIHOYOBUM (HaKTOpOM €(PEeKTUBHOCTI € MIBHJKICTh 0OPOOKH 3aMOBJIEHb, IEPCOHAII3ALlIS MPOIIO3ULIIH, SKICTh
CepBicy Ta 3[JaTHICTh YTPUMYBATH KIIEHTCHKY JOSIBHICTE. Y 3B 43Ky 3 LIMM yNpaBIiHHA NMPOJaKaMu MoTpelye
inTerpauii CRM-cucreM, ckiiaficbkoro 00Ky, MapKeTHHIOBOI aHAIITUKHU Ta HU(PPOBUX KaHAIIB KOMYHIKallii.

Juia B2C mianpueMcTB KIIOUYOBUMHU aHATITHYHUMHU TIOKa3HUKAMU € Cepe/IHIN ueK, Koe(illieHT KOHBepCii mpo-
JIaiB, 4aCTOTa MOBTOPHUX MOKYTOK Ta BapTicTh 3anyueHHs kinienta (CAC), a rakox LFL (Like-for-Like). LFL —
1€ MOKAa3HUK y po3ApiOHill TopriBii Ta Gi3Hecl, [0 BUMIPIOE 3MiHY MPOJaXKiB UM JOXOAY 32 aHAJOTIYHI MepioH,
BUKITIOYat0UH (DaKTOPH BIIKPUTTS HOBUX 200 3aKPUTTSI CTAPUX TOYOK. BiH MOKa3ye peanbHy JUHAMIKY PO3BUTKY.
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D2C wmopens, sika nepeadavyae mpsMUA MPOJaK MPOAYKINi BUPOOHUKOM KIHIICBOMY CIIOKHMBady 0e3 moce-
PEHUKIB, MMOCHUITIOE POJIb AHANITHKY TTOBEIIHKY KIIIEHTIB Ta YIPABIIHHS KIIEHTCHKUM TOCBiIOM. E(eKkTHBHICTD
MPOJAKIB y TAKAX YMOBAX 3HAYHOIO MipOIO 3aJIC)KHUTH BiJl 3MATHOCTI MIAMIPUEMCTBA BUKOPUCTOBYBATH JIaHi TIPO
KyIiBeJIbHY MOBEMIHKY [UIS alalTallil MapKeTHHIOBUX CTPATETiH, IPOTHO3YBAHHS ITOIUTY Ta (POPMYBAHHS 1HIIH-
BilyaJli30BaHUX TPOITO3HIIIH.

Hna D2C mopeneil HalOIbII penpe3eHTATUBHUMH TOKa3HUKaMU € BapTicTh 3anmydyeHHs kiieHTta (CAC),
noBiuHa winHicTh KimieHTa (LTV), koediuieHT yTpuMaHHs KIIieHTIB (retention rate), cepeqHs BapTiCTb 3aMOBJICH-
Hs (AOV) Ta oKynHICTh MapKeTHHIOBUX iHBecTHUli (ROMI).

BonHOYac pO3BUTOK €NEKTPOHHOI KOMepIii, nu(pOBUX MPOAYKTIB Ta MiANUCOYHUX IIAT(HOPM 3yMOBIIIOE
aJIanTaIilo aHAJTITUYHOTO 1HCTPYMEHTAPII0 YIPABIIHHS MPOJakaMHU IiJ] CIeHUu(iKy HUKITY 3aTy4eHHs Ta yTPH-
MaHHs KOpUCTyBadviB. J{J1s1 o1iHKH epEeKTUBHOCTI KOMEPIIHHOT AisUIbHOCTI Y TU(PPOBOMY CEPEIOBHUIII KIFOYOBOTO
3HA4YEeHHs HA0YBAIOTh IOKAa3HUKH AKTUBHOCTI ayANTOPIi Ta pe3yIbTATUBHOCTI MAPKETHHIOBUX BOPOHOK. 30KpeMa
IHTEHCHBHICTH B3a€MOJI{ CHIOKMBAYIB i3 I(PPOBUM NMPOLYKTOM BUMIPIOETHCS Uepe3 PiIBEHb AKTHBHUX CIIOKHBA-
4iB (Active Users) — KOpucTyBadi, sIKi BAKOHAIH Jil0 (3a JA€Hb, TIKICHB, MICAIb), TOAI SIK (piHAHCOBA CTIHKICTB
MoJeNiel 13 TepeaoAIIaToO0 OLIHIOETHCS 33 JOIOMOTOI0 IIPOTHO30BAHOTO IIOMICSYHOTO TOBTOPIOBAHOTO
noxony (MRR — Monthly Recurring Revenue) Ta cepenaboro goxoay 3 onHoro kopuctysada (ARPU — Average
Revenue Per User). BaxxnuBum eeMeHTOM KOHMITYpYBaHHS CHCTEM YIIPABIIHHS MPOJIAYKaMHU TYT BUCTYIIAE aHa-
73 e(heKTUBHOCTI 3ajydeHHs Tpadiky depe3 BapTicTh THCSUl pekinamHux nokasziB (CPM — Cost Per Mille) Ta
koedinieHT kiikadenpHOCTI pekinamaux Matepian (CTR — Click-Through Rate). IIpu oMy kiito4oBUM Map-
KEepPOM JIECTPYKIIiT KITIEHTChOKOT 0a31 Ta e(h)eKTUBHOCTI 3aX0/1iB 13 30€pEKCHHS JIOSUTBHOCTI BUCTYIAE KOCQIIIEHT
BigTOKY KopuctyBadiB (Churn Rate), mo BimoOpaskae 4acTKy CIOKHBAYiB, SIKi MPUITUHIIA KOPUCTYBaHHS 200
OIJIaTy CEPBICY 3a BU3HAUEHUI Nepiof.

Takum unnom, st B2C ta D2C mopeneli JOMIHYIOUNM € KIIIEHTOOPIEHTOBAHUH ITiIX1JT /10 YIIPABIIHHS TIPO-
JaxaMu, sIkuid 0azyerbest Ha BukopuctanHi CRM-mardopm, cuctem apromarusanii MapkeTHHTY, M poBOi aHa-
JITUKY Ta TOKA3HUKIB, 10 XapaKTepH3yIOTh IHTCHCUBHICTh B3a€MOJIIT 31 COXKHUBAYEM.

INopiBHANBHNI aHATI3 pi3HUX Oi3HEC-MOAENEH CBITUUTD, 0 €(DEKTUBHICTH CUCTEMH YIIPABIIHHS MIPOAAKAMU
BU3HAUYAETHCS HE CTUIBKU piBHEM IM(pOBizallil MiANPHEMCTBA, CKIJTBKH BiJIOBIIHICTIO 3aCTOCOBAHUX yIIPABIIiH-
CBKUX IHCTPYMEHTIB OCOOJMBOCTSIM OpraHi3allii TOProBeJIbHUX MPOLECiB. YHiBepcamizallis Nn(ppoBUX PillICHb,
30KkpemMa Oe3ymoBHe BrpoBakeHHss CRM-cuctem HesanexxkHO Bij Tury Oi3Hecy, HE 3aBXKIU € SKOHOMIUHO
00TPYHTOBAHOIO.

VY 3B’3Ky 3 UM JIOIIBHO 3aCTOCOBYBATH aJalTUBHUH MiAXia J0 (GOpPMYBaHHS CHCTEM YIPABIIIHHS IMPO-
JlakaMu, SKAW Tiependadae BHOIp opraHizaliiHuX, iHQPOpPMANIMHUX Ta aHATITHYHUX THCTPYMEHTIB 3aJICKHO
BiJl Oi3HEC-MOJIeli TIAPHEMCTBA, XapaKTepy KIIIEHTCHKOI B3a€MOJIii, MacIITa0iB HOMEHKIIATYPH Ta CTPYKTYPH
TOCIIOJIAPCHKHX OTepallii.

BucHoBku. Y pe3ynbTaTi JOCHIPKEHHS OOTPYHTOBAHO JIOIUIBHICTH 3aCTOCYBaHHS apXiTEeKTypH Oi3Hec-
mopeneii (B2B, B2C, B2G, D2C) sk inTerpaniifHoro 6a3ucy Uist MPOEKTYBAHHS CHCTEM YIIPABIiHHS MPOJasKaMH,
110 J03BOJISIE Y3TOAUTH IXHIH IHCTPYMEHTApiH 13 KOHTPAKTHO-OPi€HTOBAHUM (TpaHCAKIIHHIM) a00 KITi€EHTOOPI-
€HTOBaHUM (PEeJSiNHUM) BEKTOPOM KOMEpITiiHO1 fisttbHOCTI. JloBeaeHo, mo B2B ta B2G Moxeni BumaramoTh
skopcTkux ERP/CRM-KoHTYpiB, MPOLIECHOTO perjlaMeHTy Ta aHani3y peHTa0enbHocTi yrof, Tol sk B2C ta D2C
OpIE€HTOBaHI Ha JaTa-LEHTPUYHI aHAIITUYHI IHCTPYMEHTH, aBTOMaTH3aL[i10 KOMYHIKaIiil Ta METPUKH YTPUMaHHS
kiienTiB (LTV, CAC, Retention). OOrpyHTOBaHO HEOOXiIHICTh 3aCTOCYBaHHS alallTUBHOTO MiIXOXy Ta GOpMy-
BaHHS ABTOHOMHHX YHPABIIHCHKUX KOHTYPIB JUIS MiANPUEMCTB i3 TIOpUAHUMH MOJEIAMH (DYHKIIOHYBaHHS 3
METOIO 3a100iraHHsI MPOLECiiiHNM KOH(IIIKTaM Ta MiABUIIEHHS 3arajbHOI THYYKOCTI 30yTOBOI CHCTEMH.

IlepcieKTHBY MOAANBIINX AOCIIKCHb MOB’S3aHi 3 EMIIPUYHOIO anpoOalielo 3aIpOIIOHOBAHOI KOHIICTITY-
AIBHOI MOJIETI YIpaBJIiHHS MTPpoAakaMH Ha MIIIPUEMCTBAX 13 Pi3HUMHM apXiTekTypamu Oiznec-moneneii (B2B,
B2G, B2C, D2C), po3po0iaeHHIM METOANKH KiNbKICHOTO OI[iHIOBaHHS €()eKTHBHOCTI KOHTPAKTHO-OPi€HTOBAHO-
ro Ta KIIEHTOOPIEHTOBAHOTO CTPATETIYHNUX BEKTOPIB, a TAKOX JOCIIHKCHHSIM BIUIMBY U(GPOBOI TpaHchopma-
1ii, mry4yHoro inTenekty Ta CRM/ERP-cuctem Ha BUOIip 1 pe3ybTaTHBHICTh BIAMOBITHUX MOJCICH yIpaBIiHHS
TIPOIasKaMH.
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