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KAITITAJTY B YMOBAX HHU®POBI3ALII BI3BHECY
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AHoTamin. Y Te3ax JOCTiKEHO 0coONMBOCTI ()OPMYBaHHS KII€HTCHKOrO KamiTalny ITIIPHEMCTBA B YMOBax
mudpoizanii  OizHecy. OOrpyHTOBaHO ponb IHM(POBHMX MAapKETUHIOBUX I1HCTPYMEHTIB, CHCTEM YIpaBIiHHS
B3aeMoBiHOcHHaMH 3 KirieHTamu (CRM), aHaniTHKY TaHWX Ta epcoHalTizallii KOMYHIKaIii y miJBUIIeHH] e(eKTHBHOCTI
B3aeMoii 3 KirieHTaMHu. BuzHaueHo OCHOBHI erany OpMyBaHHS KII€EHTCHKOI'O KalliTally, [0 BKIFOYAIOTh 3aTy4eHHS,
yTPUMaHHS, PO3BUTOK Ta ITiJBUIICHHS [[IHHOCTI KITIEHTIB.

Koarouosi ciioBa: kiieHTChKUE Kamitan, nudposizanis 6i3necy, CRM-cuctemu, nndpoBuii MapKeTHHT, JOSUTBHICTh
KJIIEHTIB, YIPaBJIiHHSA KJIIEHTCHKUMH BiJTHOCHHAMH.

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.
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Beryn

VY cydacHHX yMOBax pPO3BUTKY IM(PPOBOI EKOHOMIKH KJIE€HT CTa€ KIFOYOBUM aKTHBOM IIiaIpHeMcTBa [1,
2]. KOHKYpEeHTOCIIPOMOKHICTE KOMIIaHiM Aefaji OiIbIle 3aIeKUTh He JIMIIE Bi SKOCTI MPOAYKIII UM MTOCIYT,
a ¥ Big epEeKTHBHOCTI YIPABIIHHS B3a€MOBITHOCHHAMHU 3 KII€HTaMH. Y IIHOMY KOHTEKCTI Ba)XJIMBOTO
3Ha4YeHHS HaOyBae (hOpMyBaHHS KIIEHTCHKOTO KaITiTAITy, SIKHH BimoOpakae CyKyITHICTh €KOHOMIYHOI IIIHHOCTI
KITI€HTIB JUTSI TTATPHEMCTBA.

Hudporsizarmis Gi3HEC-TIPOIIECIB CTBOPIOE HOBI MOMIIMBOCTI JUISI ONTHMI3aIlii B3aeMOIii 3 KII€HTaMHU
3aBJITKM BUKOPHCTAHHIO BEIHMKHX JaHUX, aBTOMATH3allii MapKETHMHTOBUX IPOIECiB, MU(PPOBUX KaHAITIB
KOMYHIKaIii Ta cucreM aHamiTHKU. Lle mo3Bomse mimmpueMcTBaM OUTBIN TOYHO iAeHTH(IKYBATH MOTpedH
KJTI€HTIB, MIEPCOHAI3yBaTH MPOIO3HIIii Ta IiIBHIYBATH epEKTUBHICTh MAPKETHHIOBUX cTparerii [3].

Meroro nociimkeHHs] € OOTpYHTYBaHHS TEOPETHYHUX 1 MPAKTUYHUX IMIIXOMIB 0 ONTHMI3allil MpoIeciB
(hopMyBaHHS KITI€EHTCHKOTO KaIliTaldy MIAMPUEMCTBA B yMOBax Iu(poBizamii Oi3HECY, a TAKOK BHU3HAYEHHS
pomi H(POBUX MAapPKETHHTOBHX IHCTPYMEHTIB 1 CHICTEM YIIPaBJIiHHS B3a€MOBITHOCHHAMH 3 KII€EHTAMH Y
MIBUINEHH] €EeKTUBHOCTI B3a€EMO/IIT MIATPHEMCTBA 31 CTIOKHBAYaAMH.

OCHOBHI pe3yJIbTaTH J0CTiIKEeHHS
KitienTchKuit KammiTan — e MiHAICTh TOBTOCTPOKOBHX BiTHOCHH KOMITaHii 3 11 KITIEHTaMH, 10 BUPAXKAETHCS
y JIOSUTBHOCTI, JOBIpi Ta TOTOBHOCTI KyIyBaTh Ounblie, 3abesneuyroun crabimpHuii moxin [2]. Ile
HeMaTeplalbHUN aKTUB, SKAH (HopMye NOAaHy BapTicTh, BKIIOYae 0a3zy MaHUX, PEyTalilo OpeHIy, piBeHb
3aJI0BOJIGHOCTI Ta TIO3UTUBHUU 1OCBim. Takoxk, KIIEHTCHKHM KamiTal pO3TJISAaeThCs [K CKIaJoBa
IHTENEKTyallbHOTO KaIliTaly MiAMpHEMCTBA, MO (HOPMYyeThCS Ha OCHOBI JOBIOCTPOKOBHX BiTHOCHH i3
KITIEHTaMH, iX JIOSUTBHOCTI, 3a/I0BOJICHOCTI Ta MOBTOPHUX TOKYMOK [2, 3]. ¥ undpoBomy cepenoBuiii mporec
(hopMyBaHHS KIIEHTCHKOTO KalliTaly Ha0yBae CHCTEMHOTO XapakTepy Ta Iependadae iHTerparito
MapKeTHHTOBHX, aHAJIITHYHUX 1 YIPABIIHCHKAX IHCTPYMEHTIB.
OCHOBHI CKJIaJI0Bi Ta XapakTepucTuku [2-4]:
1. JlostmeHICTH Ta MOBipa: CTiliKe MO3UTHBHE CTABIICHHS, K€ 3MEHIIIYE Bi/ITIK KIIIEHTIB.
2. JlomaHa BapTicTh: KJIIEHTH TOTOBI TUTATUTH OlbIe 32 OPEH]I, SIKOMY JTOBIpSIOTH.
3. baza nanux Ta iHQOpMalii: 3HaHHS OpO NOTpedu, BooOaHHs Ta icropito nokymnok (CRM-cucremn).
4. Penyranisi: iMiIpK KOMIIaHIT Ha PUHKY.
Krnientcpkuii kanitai € KIrouoBUM (aKTOpoM CTiiiKocTi Oi3Hecy B yMOBaX BUCOKOI KOHKYPEHIIi1, OCKITbKH
BiH CTBOPIOE «aKTHBH», L0 HE Bi10OpaxkeHi y (iHaHCOBIH 3BITHOCTI, ajie MPUHOCSTH PeaIbHUI TPUOYTOK.
OCHOBHMMHU HaIlpsiMaM# onTuMiszaiii (GopMyBaHHs KIIEHTCHKOTO KaliTany €:
- BukopuctanHs CRM-cucrem Juts EHTPai30BaHOTO yIPaBIiHHS KII€EHTCHKUMU TaHuMH [4];



3aCTOCYBaHHSI LHU(PPOBUX MapKETHHIOBUX KaHaliB (SMM, KOHTEHT-MapKeTWHT, email-MapKeTHHT)
[5;

aHaJIi3 OBEIIHKOBHX JAaHHUX KIIIEHTIB 3a JOIMOMOrOI0 aHAIITHYHHX MaT(opm;

MepcoHati3alis KOMYyHIKallii 1 IPONO3uLIiii;

yIpaBIiHHS KUTTEBUM IMKIIoM KimieHTa (Customer Lifetime Value) [6].

VY3aranpHeHwuid iporiec GOpMyBaHHS KITIEHTCHKOTO KalliTaldy B yMOBax HU(POBi3allii MOKHA MPEACTABUTH
Y BT KOHIIENTYaJIBHOI CXEMH, MTPEACTaBICHOI Ha pHc. 1.

LiU®POBE CEPEAOBULLE BISHECY
(CRM, Big Data, Digital-mapkeTuHr, aHaniTuka
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3ANVYEHHSA KAIEHTIB
(undposa peknama, SEO, coy

KJIEHTCbKUM KATIITA

(nosanbHicTb, AOBrocTpoKoBi BiAHOCHHM,
3pocTaHHA Customer Lifetime Value)

Puc. 1 — Y3aranpHeHa cxema (popMyBaHHS KIIEHTCHKOTO KamiTay mignpuemcTsa [1, 2, 6]

3anponoHOBaHa CXeMa OEMOHCTPYE, II0 LU(POBI TEXHOJIOTIi BUCTYNAIOTh IHTErPALiHOIO OCHOBOIO
YOPaBIiHHSA KII€EHTCBKMMHU BiJHOCHHAMHM Ta 3a0e3[e4ylOTh HAKONMYEHHS KIIEHTCHKOrO KamiTalry
MiAPUEMCTBA Yepe3 MOCIIJOBHY peaji3alilo CTpaTeriyHuX eTamiB B3a€EMOIII.

1.

2.

[Ipouec ¢popMyBaHHS KamiTady pO3ropTa€ThCA HACTYITHUM YHHOM:
Hudpose cepenopuiie 6i3Hecy: BUCTynae GyHAAMEHTOM, JIe BUKOpUCTaHHs iHcTpyMeHTiB CRM, Big
Data ta ananiTuku 103BOJIsIE CTBOPUTH iH(OpMaLiiiHy 0a3y A NIPUHHATTS YIPABIIHCHKHUX PillICHb.
3anmydeHHs KII€HTIB: Ha boMYy erani 1udposa pexnama, SEO Ta akTHBHICTb Y COLIIAIBHUX Mepexax
3a0e3MeuyIoTh IEPBUHHUHI KOHTAKT Ta (JOPMYBaHHS IHTEpECY 10 MPOAYKTY.
B3aemogist 3 KiieHTaMu: 3aBASKH IEPCOHATI30BAHUM KOMYHIKaLiAM Ta IU(POBUM KaHAJIaM 3B'SI3KY
BHUOYZOBYETHCS /11aJI0T, 10 AO3BOJISIE MIMOIIE 3pO3YMITH HOTPEOH CIIOKUBAYa.
VYTpumaHHSl KJIIEHTIB: peali3yeTbcs depe3 OMHIKaHaJbHY KOMYHIKallifo, CEpBICHY MIATPUMKY Ta
MIPOrpaMy JIOSIIBHOCTI, 110 MiHIMI3Y€ BiITIK KII€HTCHKOI 0a3u.
PosButok wminHocTi KiieHTa: iHcTpymeHTH Upselling ta Cross-selling y moegHanHi 3 TNTMOOKOIO
MEepCOHANI3ALIEI0 TO3BOJIIIOTE MAKCHMI3yBaTH MPHUOYTOK BiJf KOXKHOT'O iICHYIOUYOT' O KIIIEHTA.
KrnienTcpkuil KamiTai: JOTiYHE 3aBEpLICHHS LUKIY, IO XapaKTepH3YEThCS BUCOKOKO JIOSUIBHICTIO,
JIOBFOCTPOKOBUMH BiTHOCHHAMHU Ta CTIMKMM 3pocTaHHsM moka3Huka Customer Lifetime Value
(>KUTTEBOTrO LUKITY KIIIEHTA).
Takum unHOM, TIpeCTaBICHA MOJIENb BijoOpakae TpaHc(opMallilo TEXHOIOTTYHUX MOKIMBOCTEH y

CTpaTeriyHuii akTHB MiANIPHUEMCTBA — KJIIEHTCHKUH KariTall.



BucHoBku

Takum umHOM, nudpoBizamis Oi3HeCy iCTOTHO TpaHCOpMye Mporecd (OpMyBaHHS KII€HTCHKOTO
KallitTaly MiAnpueMcTBa. BuxopucTanHs cydacHHX HUGPOBUX IHCTPYMEHTIB [O3BOJISE ONTHMI3yBaTH
YIIPaBJIiHHS B32€MOBIIHOCMHAMHU 3 KITI€HTaMH, MABUIIUTHA e(pEKTUBHICTh MAPKETUHIOBUX KOMYHIKaLlidl Ta
320e3MeYnTH TIEPCOHATI30BAHMM MIAXI IO CIIOXKUBAYIB.

Onrtumizanis npoueciB GopMyBaHHS KII€EHTCBKOTO Karitany mnepenbavae interpanito CRM-cuctem,
AQHANITHKH JaHUX 1 IU(QPOBUX MAPKETHHTOBUX TEXHOJOTIH, IO CIPUSE MMiJBUILEHHIO JOSUTBHOCTI KITI€HTIB,
3POCTAHHIO iX KUTTEBOI LIHHOCTI Ta (POPMYBAHHIO CTIMKMX KOHKYPEHTHHUX IEpeBar MiANPHEMCTBA B YMOBaX
IU(POBOi EKOHOMIKH.

3anponoHOBaHO Yy3arajbHEHY cxemy (OpMyBaHHS KIII€EHTCHKOTO KalliTally MiIIpUEMCTBA B YMOBax
uugpoBoi TpaHchopmanii Oi3Hecy. JloBeneHO, IO BHKOPUCTaHHS UU(PPOBUX IHCTPYMEHTIB CIPUSIE
MIJBUIICHHIO PIBHSA JIOSJIBHOCTI KJIIE€HTIB, 30UIBIIEHHIO iX JKMTTEBOI IIHHOCTI Ta (OpPMyBaHHIO
JIOBI'OCTPOKOBHMX KOHKYPEHTHUX TepeBar ImiJIpueEMCTBA.
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