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Anomauin

Bnaue xnienmoopienmogarnozo nioxody Ha egexmugnicmv opeauizayii npooasxcie y cgepi pumeuny 8 ymosax
3pOCmaroyoi KOHKYpeHyii ma 3MIiHU CHONICUBYUX OYIKY8aHb. P03218HYMO CYmMHICMb KAIEHMOOPIEHMOBAHOCII K
cmpameziyHo20 NpUHYUNy 6edeHHs Oi3Hecy, wjo nepedbauae oxyc Ha nompebax, 00ceidi ma 3a0080JeHOCHI
cnodicusavis. IIpoananizogano Kuouoei IHCMpyMeHmu peanizayii KIi€HmMOOPIEHMO8aHoi cmpamezii, 30Kpema
nepcounanizayiro obcnyeogysanns, suxopucmanusi CRM-cucmem, oMHIKaHAnbHI niOX00U ma NiOBUWEHHs SAKOCMI
cepgicy. Busnaueno 83a€m036’30K Midc pieHeM KIIEHMOOPIEHMOBAHOCMI MA NOKAHUKAMU epeKmugnocmi
npooasicie, makumu sk oocsie peanizayii, pigeHsb 10ANbHOCMI KAi€Hmie i nosmophi noxynku. OOIpyHmMosano, ujo
6NPOBAOICEHHA  KILIEHMOOPIEHMOBAHO20 NiOX00Y CHPUAE NIOGUWYEHHIO KOHKYPEHMOCNPOMOICHOCII pUmei-
nionpuemcms, onmumizayii Oiznec-npoyecie ma 00820CMPOKOBOMY 3POCMAnHIO npubymrogocmi. Ompumani
pe3yromamy  MOXCymsv Oymu SUKOPUCMAHI 015 600CKOHANEHHS YNPAGIIHHA NPoOaXscamu y CYHYACHUX pumelin-
Op2auizayisx.
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Abstract

The article examines the impact of a customer-oriented approach on the efficiency of sales organization in the
retail sector under conditions of increasing competition and evolving consumer expectations. The essence of customer
orientation is considered as a strategic business principle focused on meeting customer needs, enhancing customer
experience, and ensuring satisfaction. Key tools for implementing a customer-oriented strategy are analyzed,
including service personalization, the use of CRM systems, omnichannel approaches, and service quality
improvement. The relationship between the level of customer orientation and sales performance indicators — such as
sales volume, customer loyalty, and repeat purchases-is identified. It is substantiated that the implementation of a
customer-oriented approach contributes to increased competitiveness of retail enterprises, optimization of business
processes, and long-term profitability growth. The results can be used to improve sales management in modern retail
organizations.
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Beryn

VY cydacHHX yMOBax PO3BUTKY PHUTEHITy, IO XapaKTEPH3YIOThCS 3POCTaHHSAM KOHKYpEHILIi Ta 3MiHOIO
CIOXHMBYKX YII0JI00aHb, OCOOJIMBOTO 3HAYCHHsS HaOyBae oOpieHTAIlisl Ha MOTpeOM KiieHTiB. Tpaauiiiiai
MIIXOAM  JO  Opradizamii  MOpOJaXiB  TOCTYIIOBO  BTpaudaroTh  €(PEKTUBHICTh,  IMOCTYIAIYHCh
KIIIEHTOOPIEHTOBaHUM cTpaTerisiM. KilieHToopieHTOBaHicTh Tependavae TrIMOOKE PO3YMIHHSA MOTPEO
CHOXHBaviB i (OpMyBaHHS JOBIOCTPOKOBUX BiJIHOCHH i3 HEHMH [1]. ¥ 1IbOMy KOHTEKCTi €(EKTHBHICTbH
MPOJIAKiB BU3HAYAETHCS HE JIMIIIe 00CsraMu peatizallii, a i piBHEM 3a/I0BOJICHOCTI Ta JIOSUIBHOCTI KITIEHTIB.

MeTot10 € TOoCTiIKEeHHS BIUTMBY KI1IEHTOOPIEHTOBAHOTO MiAX0AY Ha €PEeKTHBHICTH OpraHi3alii mpoaaxis y
PUTEII Ta BU3HAYEHHS] OCHOBHUX 1IHCTPYMEHTIB HOrO BIPOBAKEHHSL.

Pe3yabTaTu gociaixxeHHs

[IpoBeneHe nocmimkeHHs MiATBEPDKYE, IO Tepexia puTeiln-0i3Hecy 3 MPOAyKTO-OpiEHTOBaHOI MOJENi Ha
KIIIEHTOOPIEHTOBaHY Oe3Mocepe/HhO BIUIMBAE HAa KIFOYOBI TOKAa3HWKM e(EKTHBHOCTI TMPOJAXIB Ta €
BH3HAYaIBHUM (PAKTOPOM CTIMKOCTI MiANMPHEMCTBA B YMOBaX KOHKYPEHTHOTO PHHKY [2]. BrpoBajkeHHs
KIIIEHTOOPIEHTOBAHOTO MIiAXOAY JAO3BOJISIE 3MICTHUTH (OKYC 13 OTpPHMaHHS pa3oBOro MNpUOYTKy Ha
MaKCHUMI3aIlii0 JOBIYHOI ITIHHOCTI KIII€HTA, IO CIPHSIE 3POCTAaHHIO CEPEIHBOTO HYeKa 3aBISKU
MEPCOHAII30BAHUM IIPOMO3ULIIM Ta ¢PEKTUBHOMY BHKOPHUCTAHHIO CTpATEriil MEepeXpecHUX 1 I0JaTKOBUX
mpojaxiB [3]. AHami3 3acBi4MB, IO JIOSUTBHI KIIEHTH CTalOTh aKTMBHUMH MPUXIILHUKAMU OpeHIy, IO
3HAYHO 3HW)KY€ BUTPATU HA 3aJyYCHHS HOBHX CIIOKMBAUiB Ta CTBOPIOE YMOBH AJISl OPraHiYHOTO 3POCTAaHHS



MPOJIaXKiB.

3HauHa yBara B xo/1i poboTu Oyia mpuiieHa TEXHOJIOT1YHNM aclieKTaM peatizaiii i€l cTparerii, 30kpeMa
POl aBTOMAaTH30BAaHMX CHUCTEM YIPABIiHHS B3a€MOBITHOCMHAMHU 3 KII€EHTAaMH Ta aHajli3y AaHUX TIPO
CHOXHMBYY MOBEAIHKY. BukopucranHs cydacHux iHCTpyMeHTiB CRM-cucrteM Ta airopuTMiB MITyYHOTO
IHTEIIeKTY JTO3BOJISIE pUTEIepaM He JIUIIE TPOrHO3yBaTH MOTPEOH MOKYIIIIB, a i 3a0e3rmeayBaTH Oe3OBHAN
OMHIKaHAJIbHUI TOCBIJI, 10 MiJBHIILY€E PIBEHD 3aI0BOJICHOCTI Ta CTUMYJIFOE TIOBTOPHI BisuTH [4].

PesynpTratu gocnimKeHHS TaKOXK AOBOISATH, IO KIIEHTOOPIEHTOBAHICTh € KOMIIJICKCHOIO KaTEropi€lo, sKa
MMOETHY€E TEXHOJOTIUHE 3a0e3MeueHHs 3 PO3BUTKOM OPraHi3alliifHOT KyJIbTYPH Ta ITiABUIIICHHSM PiBHS eMIIaTii
minidHOrO TepcoHanmy [5]. IlopiBHsipHWIA aHami3 TpaAWMiHHOI Ta KIIE€HTOOPIEHTOBAHOI Mozemnei
MPOIEMOHCTPYBAaB, 110 B OCTAaHHHOMY BHIAAKY 3MiHa KIIOYOBHX IOKA3HUKIB 3 Opi€HTalii BUKIIOYHO Ha
KUIBKICTh YEKIB Ha TaKi METPUKH, K 1HJCKC JIOSUIBHOCTI Ta YacTKa YTPUMAaHHS KIIEHTIB, IPU3BOIUTH 0
3HAYHO BHIIOT JOBrOCTPOKOBOI MPHOYTKOBOCTI [6].

TakuM YMHOM, KIIEHTOOPIEHTOBAHICTh BUCTYMAE K CTPATEriUYHUNA MYJIBTHILIIKATOP €EeKTUBHOCTI, SIKUH
JIO3BOJISIE PUTEHIT-TIAMPUEMCTBAM aJanTyBaTUCS 1O 3MiH CIOXHBYMX OYIKYBaHb Ta (OPMYBATU CTIHKY
KOHKYPEHTHY TIepeBary 4epe3 CTBOPEHHS YHIKAIBHOI MIHHOCTI A KOXHOTro mokynms. llimcymoByroum,
MOXKHa CTBEP/KYBaTH, IO ONTHMI3aIlisi CHCTEMH MPOAAXKIB MOCATAETHCA NUISIXOM I1HTErparii MmepemroBuX
iH(popMaIifHIX TEXHOJIOTIH Ta cepBic-opieHTOBaHOI (imocodii B3aeMomii, O B CYKYIHOCTI 3a0e3nedye
cTabijbHe 3pOCTaHHs Oi3HEC-TIOKa3HUKIB Y JIOBrOCTPOKOBIi mepcreKkTuBi [7].

BucHoeku

VY3arajbpHIOIOUN pe3yabTaTH MPOBEICHOrO TOCTIKCHHS, MOXKHA JIMTH BHUCHOBKY, IO BIIPOBAKCHHS
KIIIEHTOOPIEHTOBAHOTO MiIXOy € HEOOXiTHOI YMOBOIO IS 3a0€3MIeYeHHS BUCOKOI €)eKTUBHOCTI MPOIAXKiB
y cydacHoMmy puTteiini. Ilepexin Bij TpaauIiiHUX METOIIB CTHMYJIIOBaHHS 30yTy IO cTparterii moOyaoBU
JIOBrOCTPOKOBUX B3a€MOBIJIHOCHH 13 KJIIEHTOM JIO3BOJIAE HE JIMIIEC CTa0LIi3yBaTh OOCATH peanmizallii, a i
3HAYHO TMIJABUINATH PIBEHb JOSUIBHOCTI, MIO CTAa€ KIOYOBHM aKTUBOM KOMIIAHIi B yMOBaxX >OPCTKOL
KOHKYPEHIIi.

JloBeneHo, 110 e(eKTUBHA OpraHizailis MPOAaXiB ChOTOJHI HEMOXJHMBa Oe3 iHTerparii mudpoBux
iHCTpyMeHTiB, Takux sk CRM-cucremu Ta aHamiTHKa BeNMKHX AaHuX. Lli TexHomorii 3abe3nedyroTh
MePCOHANI3ALII0 KIIEHTCHKOTO JIOCBITY, TO3BOJISIIOUN PHTEHIEpaM JisITH MPOAKTUBHO, TepeadadaTu 3ariTu
CHOXMBAYiB Ta MPOIOHYBATH PEJEBaHTHI PIICHHS B HAWOUIBIN 3pYYHUX JJIsi HUX KaHajdaxX KOMYHIKaIlii.
KiieHTOOpi€HTOBaHICTh Y IILOMY KOHTEKCTI BUCTYNA€E (PyHIAMEHTOM /sl MOOYJ0BH OMHIKaHAIBHOI MOJeNi
0i3Hecy, Je OHJIAiH Ta o(UIaifH cepeIoBHIa TAPMOHIIHO JOMOBHIOIOTH OJTHE OJTHOTO.

BusHaueHo, mo €KOHOMIYHA JOIUIBHICTH KIIIEHTOOPIEHTOBAHOTO TMiAXOMY TPOSBISIETECS Y 3POCTaHHI
JIOBIYHOT HIHHOCTI KJII€HTa Ta ONTHMi3alii MApKETHHTOBUX BHUTpPAT. 30CEpEKCHHS 3yCHIIb HAa YTPUMaHHI
ICHYIOUMX TIOKYTIIB BHUSBISAETHCS (IHAHCOBO €PEKTHUBHIMINM, HIK TOCTIHHHN TOIIYK HOBHX, OCKUTBKA
BUCOKHMI pIBEHb 3a/I0BOJICHOCTI CEpPBICOM CTHMYIIOE MOBTOPHI IOKYNKH Ta (OPMYBaHHS ITO3UTHUBHOI
penyraiii Openay. Lle crBoproe HafiliHy 0a3y /i cTa0lIbHOTO MPUOYTKY Ta JOBrOCTPOKOBOI'O 3POCTaHHS
PUTEHII-TI ITPUEMCTBA.

BaxmBuM acrnieKToM ycHilHoi peanizalii Ki€eHTOOPIEHTOBAHOI cTpaTerii € TpaHcdopMallisi BHyTPIIIHBOT
KyJIbTypH opraHizaiii. EQekTuBHICTh MpojaKiB MpsiMo 3aeKUTh BiJl MIFOTOBKH TIEPCOHAITY, HOTO 3JJaTHOCTI
JI0 eMIlaTii Ta TOTOBHOCTI BUpIilIyBaTH NpoOieMu KiieHta. TakuM YWHOM, KIIIEHTOOPI€HTOBAHICThH CIIiJl
PO3TIIAIATH K KOMIUIEKCHY CHCTEMY, IO 00’ €HY€E CTpaTeridyHe YIpPaBIiHHS, Cy4acHI TEXHOJIOTri Ta BHCOKI
CTaHAAPTH CEPBICY, IO B CYKYITHOCTI 3a0e31euye KOHKYPEHTHY IIepeBary Ha IWHaAMiYHOMY PUHKY PUTEHITy.
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