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YV cyuacnux ymoeax npiopumemnum HAnNpamMom 102ICMUUHO20 MEHEOHCMEHIY
niONpUEMCME  GU3HAHO  CMBOPEHHA  eQ)eKmueHoi  cucmemu  YNpaeiiHHA
83AEMOBIOHOCUHAMU 3i CRONCUBAYAMU, 30AMHOI SHYUKO peazysamu Ha KPU308i aeuujd
8 2100anbHOMY C8imi ma nepemeopenHs 0Oi3Hec-cepedosuya, HecmadiibHICMb
KOH IOHKMYPU PUHKI8 NPOOVKYIL, a MAKodHC aoanmyeamucs 00 HNOCMIUHUX 3MiH
nompeb i 6n10000aAHb KIIEHMIB.

Tomy Oane Haykoge OO0CNIONCEHHSI NPUCBAYEHO KOHCOMOAYii meopemuyHux
Acnekmis YNpaeniHHsA 63AEMOBIOHOCUHAMU 31 cnodcusavamu. [ OocsacHeHHs
NOCMABNEeHOI Memu BUKOPUCMAHO MAKi 3a2albHOHAYKOBI Memoou, 5K aHali3 i
cunmes, IHOYKYisi ma 0edyKyis, eKcnepmue onumyeanHs, OiOIioMempudHull aHanis,
cucmemHutl nioxio, NOPIGHAHHS, KIACUPIKAYIL, CMPYKMYPHO-TI02IUHE Y3A2aIbHEeHHS.

3 euxopucmauHAM OIOIIOMEMPUUHO20 AHANI3Y BUABNIEHO, WO NOYUHAIOYU 3
nouamxy 90-x pokie XX cm. cnocmepieaemuvcs 3p0OCmManHs HAYKOB8020 iHmepecy 00
00CNIOMCeHHSI  PI3HOMAHIMHUX —~ ACNEeKMI8  YNPAGNiHHA  83AEMOBIOHOCUHAMU 31
cnodxcusadamu. 1 ono8HuUMU NpUYUHAMU 3POCMAHHSA NORYIAPHOCMI YUX HAYKOBUX
00CNiOJCeHb €. NOWYK HOBUX 10el, mpancgopmayisi napaouemu MeHeONCMEeHNL),
BNPOBAONCEHHS KOHYENYIli CMAlo20 pO3BUMKY, 3e1eHOI ma no8ediHK080I eKOHOMIKU.
Ilpu yvomy npocrioko8yemvcsi MINCOUCYUNTIHAPHULL Xapakmep O0O0CHi0dCeHb, d
eeozpais 00CHiOHUKIB, 5KI BUBYAIOMb YK MEMAMUKy, € PI3HOMAHImMHOW (ane 3
NOMIMHUM NEPeBANCAHHAM HAYK0o8Yi8 i ycmaHnos 3 Benuxkoopumanii, CLIIA, Kumaro,
Icnawnii, Inoii, Himeuuunu, Imanii). Omoice, 6ce ye niomeepoicye axmyaibHiCMb
00panoi HayKo8oi memamuku i NOMpeOye IPYHMOBHO20 BUBYEHHS MA Y3A2aNbHEHHs
3apyoOidicHUX | GIMUYUBHAHUX NYONIKAYill 3 BUKOPUCMAHHAM OIO1i0MEempPUYHO20
nioxoo0y, a MaKoic NO2IUOAEHHS HAYKOBUX QOCAI0NCEHb Y OAHOMY HANPSMI.

YV cmammi naoano asmopcekuii  nioxi0 00  BU3HAYEHHS ~ MepMIiHa
«B83AEMOBIOHOCUHU 3 Chodicusayamu’ 5K NAPMHEPCMBA  MIdC CHOdcUBayem i
NIONPUEMCIMBOM Hepe3 DI3HI OHIAUHOBI abo OgIalHOBI KaAHAIU 3 AKYEeHMOM Hd
cmpameziune 3a80aHHs OOCACHEHHS | 30ePeNCeHHs BUCOKO20 CMYNEHs 3aly4eHOCmI
KIIEHMIB, wo 0e3nocepeoHbo GNIUBAE AK HA NPUOYMKOBICMb KOMNAHIL, MaK i Ha

OOGZOCWlpOKOGy JIOSIbHICMb K'l'HI/;€6020 cnoatcueava.



Ilobyoosano  cmpykmypHo-102iuHy cXeMy CYMHICHOI Xapakmepucmuku
NOHAMMS «YNPABNIHHA 83AEMOBIOHOCUHAMU 3I CHONCUBAYAMU», SKE NPONOHYEMbBCS
PO327510amu 3 YOMUPbOX NO3UYill, a came AK NPIOPUMemHUl Hanpsam MApKemuH2080i
OIANbHOCMI  NIONPUEMCMEG,  BANHCTUBY KOMNOHEHM) JNO02ICIMUYHO20 MEHEeOHCMEHMY
KOMNAHii;, IHCMpYMeHm YHPAGNIHHA, 6NPOBAONCEHHA K020 CHPAMOBAHO HA
B8CMAHOBIIEHHS, PO3BUMOK | NOJINUEHHS 83AEMOOIT 3 YLTbOBUMU KILEHMAMU 3 MEMOIO
maxkcumizayii. KopnopamusHoi npudymxo8ocmi ma YiHHOCMI OJisl CHOJNCUBAUIB,
besnepepsHull imepamuHuil npoyec, AKull 30IUCHIOEMbCA Yepe3 peanizayiro hyHKyii
VNpaeninHA — (NPOSHO3Y8aHHA, NIAHYB8AHHA, Op2aHizayito, Momueayir, O00JiK,
KOHMPOAb, AHANI3 [ pe2ylio8aHHs) EOUHUM KOMNIEKCOM HOCHI008HUX Npoyecis
30ymoeoi  OisnbHOCMI ma  JI02ICMUYH020 00CTY208Y8AHHS  DIZHUX —Kamezopiu

CNONCUBAYUIB.

In modern conditions, the priority direction of logistics management of
enterprises is recognized as the creation of an effective system of management of
relations with consumers, capable of flexibly responding to crisis phenomena in the
global world and the transformation of the business environment, the instability of
the market conditions of products, as well as adapting to constant changes in the
needs and preferences of customers.

Therefore, this scientific research is devoted to the consolidation of theoretical
aspects of management of relations with consumers. To achieve this goal, such
general scientific methods as analysis and synthesis, induction and deduction, expert
survey, bibliometric analysis, system approach, comparison, classification, structural
and logical generalization were used.

Using bibliometric analysis, it was revealed that since the beginning of the 90s
of the twentieth century, there has been an increase in scientific interest in the study
of various aspects of management of relations with consumers. The main reasons for
the growing popularity of these scientific studies are: the search for new ideas, the
transformation of the management paradigm, the introduction of the concepts of
sustainable development, green and behavioural economics. At the same time, the
interdisciplinary nature of the research is observed, and the geography of



researchers studying this topic is diverse (but with a noticeable predominance of
scientists and institutions from the UK, USA, China, Spain, India, Germany, ltaly).
Therefore, all this confirms the relevance of the chosen scientific topic and requires a
thorough study and generalization of foreign and domestic publications using a
bibliometric approach, as well as deepening scientific research in this area.

The article provides the author's approach to defining the term “consumer
relations” as a partnership between a consumer and an enterprise through various
online or offline channels with an emphasis on the strategic task of achieving and
maintaining a high degree of customer engagement, which directly affects both the
company's profitability and the long-term loyalty of the end consumer.

A structural and logical scheme of the essential characteristics of the concept
of “customer relationship management” has been constructed, which is proposed to
be considered from four positions, namely as a priority direction of marketing
activities of enterprises; an important component of the company's logistics
management; a management tool, the implementation of which is aimed at
establishing, developing and improving interaction with target customers in order to
maximize corporate profitability and value for consumers; a continuous iterative
process, which is carried out through the implementation of management functions
(forecasting, planning, organization, motivation, accounting, control, analysis and
regulation) by a single complex of sequential processes of sales activities and
logistics services for various categories of consumers.

Knwuoei cnoea: ynpaeninma 63a€MOBIOHOCUHAMU  3i  CHOMCUBAYAMU,
JIO2ICIMUYHULL  MEHEONCMEHM,  MAPKEMUHSOBULL  MEHEONCMEeHm,  00CIY208)8AHHS
CHOJCUBAYIB, B3AEMOOISL 3 KIIEHMAMU, JO2ICIMUYHULL Cepeic, KIIEHMCOLKUL 00C8I0,
JIOSUIbHICMb,  KILIEHMOOPIEHMOBAHICMb,  MAPKeMuHe  8IOHOCUH,  NOBEOIHK0B8A
EeKOHOMIKA.

Keywords: customer relationship management, logistics management,
marketing management, customer service, customer interaction, logistics service,
customer experience, loyalty, customer orientation, relationship marketing,
behavioral economics.



Ilocmanoexka npoodaemu y 3a2anvHomy 6u2iA0i ma it 36°A30K i3 eaxciueumu
HAYKOGUMU YU NPAKMUYHUMU 3a60aHHAMU. B emnoxy NOBEAIHKOBOI €KOHOMIKH
CHIOCTEPIraeThCsl TEHICHIIS 3MIHM TMapaJuTrMU MapKETHHTOBOTO W JIOTICTUYHOTO
MEHEPKMEHTY KOMITaHi# 1 TpaHchopMallii OBEIIHKY CIOKMBAYiB Ha PI3HUX PUHKAX
OPOAYKII Ta MOCHyr. Y 3B 3Ky 3 IIUM (axiBIl i MPaKTUKUA MPHUAUISIOTH OCOOIMBY
yBary TOIIYKYy HOBUX YIPABIIHCBKHX 1 KIIE€HTOOPIEHTOBAHHMX MiAXOMAIB, CMapT-
TEXHOJIOT1M, METOIB YyHpaBIIHHA KIIEHTCHKHUM JIOCBIJIOM, 1HCTPYMEHTAapIiIO
IU(PPOBOrO MAPKETUHTY.

[Ipy 1bOMy B OCTaHHI POKHM 3HAYHY pOJIb BIJIIrpa€ KOHLEMIS MapKETHHTY
B32€EMOBIJTHOCHH 1 BIIPOBA/XKCHHSI 1HHOBAIIMHUX MOJINIel MapTHEPCTBA KOMITaHii 31
CIIO’KMBAYaMHM 3aJUIsI TIOKPAIIEHHS KIIEHTCHKOTO JOCBIAY SK CYKYHMHOCTI BPa)KCHb,
K1 OTPUMYE CIIOKMBAY Iij] yac BUOOPY Ta CIOKUBAHHA MPOAYKIli abo mocmyru. Ak
MOKA3yI0Th YUCJIEHHI OOCTEKEHHSI KOMIIaH1M, KIIIEHTChKUM JOCBIJl BU3HAYAE PIBEHb
JOSJIBHOCTI Ta 3aJ0BOJICHOCTI KiieHTIB [1], ToOTO Oa)kaHHS BIOCKOHAIIOBATH
CUCTEMY YTIPaBIIIHHS B3a€EMOBIIHOCHH 3 OpraHi3alli€ro, TOTOBHICTh PEKOMEHyBaTH ii
1HIIUM, IPUI0ATH HOBY MPOIYKIIIIO TOIIO.

¥V 3BiTi amepukaHcbkoi komnanii Zendesk [2] HarosomeHo, 110 KOHKYPEHITis
IIIOPOKY TTOCHITIOETHCS, 2 EKOHOMIYHA HEBU3HAYEHICTh CTa€ 3BUYHUM SBUIIEM. Tomy
JIOSUTBHICTh KJIIEHTIB MOKE€ CIPUATH YCIIXy Oi3Hecy. SKICTh 0OCIyroByBaHHS
KIIIEHTIB CTUMYJIIO€ JIOSIBHICTh. Tak, 74% KIIIEHTIB € JIOSJIBHUMHU 0 TEBHOTO
OpeHay abo Kommadii. 3rigHO 31 MIOPIYHUM JOCHIKEHHSM, NPOBEICHUM Y
12 xpainax KoHcanTHHTOBOIO Kommadiero Edelman, 60% ycix pecrnoHAeHTIB
MiITBEPIKYIOTh, IO JIOBIpa € BU3HAYAIBLHUM (haKTOPOM B yMOBax Kpusu. [Ipu mipomy
oineme 70% 3asgBISIIOTH, IO KOMIIAHII, sIKI B JAaHUM 4Yac CTaBJISATh OTPUMaHHS
npuOYyTKYy BHUIIE IHTEPECIB KIIEHTIB, PHU3UKYIOTh BTPATUTH JIOBIPY CIIOKHBAYiB
HazaBxu [3].

VY pesynbrati gocnikenas Treasure Data ta Forbes Insights BctanoBieHo, 1110
74% cnoxuBaydiB MEBHOIO MIPOIO0 TOTOBI 3pOOUTH MOKYNKY, COUPAIOYUCH JIUIIE Ha
nocBia. B inmomy pocnimkenni PwC, 82% pecnoHAeHTIB BIAMITHIIN, 110 MOIIISATHCS

NesIKo0 iH(opMaIli€ro po 0COOMCTI TaHi, SKIIO 1€ MOTPIOHO AJIs Kparioi B3aEMOJIIi



komnanii 3 Humu [4]. 3a manumu pociimkenns Loyalty Barometer Report, 79%
KJIIEHTIB 3 OUIBIIOK HWMOBIpHICTIO OyJayTh MaTH CHOpaBy 3 KOMIIAHIEIO, IO
BUKOPHUCTOBYE MpOrpamy JOsJIbHOCTI. ToMmy iHBecTyBaHHS Yy (opmyBaHHA W
PO3BUTOK MIPOrPAMHU JIOSUIBHOCTI € «PO3YMHHUM) KPOKOM 1 MPIOPUTETHUM HAIPSIMOM
BJIOCKOHAJICHHSI YIIPABIIiHHS B3a€EMOBITHOCHHAMHU 31 CIIO’KMBadamu [4].

OmnurtyBaHHS, SKe IPOBEACHO KOHCYIIBTAIIIHOIO KoMiaHieo Altimeter-Prophet
[5], moka3zayio, MO OCHOBHI 3YCHJUIS CHpPSIMOBAaHO Ha BJOCKOHAJICHHS CHCTEMH
KOHTAKTIiB 31 crioxkuBayamu (54% ekcrepTiB). 3a migpaxyHkamu ekcrnepris [6], 65%
Oi13HeCcy KOMIIaHli mpunaaae Ha HasBHUX KIi€HTIB. BiamosigHo no npunIiumy I[apero,
80% MaiOyTHIX TpUOYTKIB KOMIAaHIi HAAXOAUTUMYTh Bia 20% 11 Kii€HTIB. 3T1aHO 3
nanumu Bain & Company [7], koMmaHii, siK1 HaI[lJIeH1 Ha MOKPAIEHHS KIIEHTCHKOTO
JIOCBITY, MOXKYTb 301IBIIIUTH CBiM 10X17 Ha 4-8% BIiJl CBOTO PUHKY.

OTxe, Ha JaHU Yac BHHHMKJIA TOCTpa HEOOXIJHICTh BUPIIICHHS
PI3HOIIAaHOBUX TMpoOseM (OpMyBaHHS HAJIEKHOTO OpraHi3aliiiHO-eKOHOMIYHOTO
3a0€3MCUCHHS  yIPaBIiHHA B3a€EMOBITHOCHHAMHM 31 CIHOXHMBa4yaMH B yMOBax
MOBEIIHKOBOT €KOHOMIKH.

Ananiz ocmannix oOocnioxycenv i nyonikawii. Y HayKoBiil JiTeparypi
MUTAaHHSAM 3aCTOCYBaHHS IHCTPYMEHTAapIl0 MAapPKETUHTY BIJHOCHUH Yy JISIBHOCTI
MIIIPUEMCTB IPUCBIYEHO 3HAUHY KUIBKICTh HAYKOBUX Mpallb MPOBIIHUX 3apyO1KHUX
(M. Christopher et al. [8], A. Gillett [9], C. Gronroos [10], E. Gummesson [11],
P. Kotler, K. Keller [12], J. Lambin [13]) Ta ykpaincekux (€. KpukaBcbkuii Ta iH.
[14], 5. Jlapina, A. ®inatosa [15], I. ®emoroBa [16] Ta iH.) BUYCHHUX.

VY HaykoBI# Ta OCBITHIM CHIJBHOTI BIA3HAYAETHCS CTiMKa yBara J0 NUTaHb
BU3HAUEHHS TIOHATH «OOCIYrOBYBaHHS CIIOKHBAYiB», «B3a€EMOJiA 3 KIIEHTAMUY,
«3aJIy4EHICTh KJIIEHTIBY, «JIOTICTUYHE 00CITyTOBYBaHHS», «JIOTICTUYHUI CEPBICY, AKY
OOyMOBJIEHO TOCTIHHMM PO3BUTKOM TPOIECY HAJAHHA JIOTICTUYHUX TOCIYyT ¥y
HarpsiMi 3a0e3Ne4YeHHs] BUMOT KJIIEHTIB B OTPUMAaHHI 3aMOBJIEHb, 3 OJIHOTO OOKY, Ta
npuOyTKY BiJ yIpaBiIiHHS JOTICTUYHOIO AISUTBHICTIO, 3 1HIIOT0. YnMmano 3apyOixHIX
(C. Baden-Fuller, S. Haefliger [17], S. Devaraj et al. [18], B. Flynn et al. [19], J. Lu
et al. [20], S. Mithas et al. [21], D. Samson, M. Terziovski [22], H.-P. Shih [23],


https://www.nerdwallet.com/author/maddie-shepherd

R. Srivastava et al. [24], A. Tsay, N. Agrawal [25], X. Zhao et al. [26]) Ta
ykpaincekux (M. boiiko [27], M. I'puropak [28], O. I'ynamok Tta iH. [29],
I. JIynenko, 1. bacebkoBa [30]) HAyKOBIIIB pPO3TJISATAIOTh TEOPETUYHI 3acaad Ta
HAayKOBO-METOJIUYHI MIAXOIU 10 YIPABIiHHS B3aEMOBITHOCHHAMM 31 CIIOKUBaYaMH Yy
CHUCTeMi  JIOTICTHYHOTO  MEHEPKMEHTYy  MIANPHUEMCTB  PI3HOI  Tally3eBOi
MIPUHATICKHOCTI.

KoruituBHe, eMoIliifHE Ta MOBEAIHKOBE 3aJy4eHHS CIIOKHBA4IB 10 OpeHAY 1
JIOSUTBHICTh SIK KJIFOUOBOTO €JIEMEHTY KIIIEHTCHKOTO JOCBiAy y cHUCTeMl OpeHI-
MapKEeTUHTy € TeMaMH, SIKi BUKIMKAIOTh 3HAYHUW 1HTEpeC y BUYEHHMX 1 (haxiBIIiB-
mapkerosioriB (P. Foroudi et al. [31], J. Hepola et al. [32], H. Nguyen et al. [33],
M. Shahid Igbal et al. [34], D. Siemieniako [35], T. Sitorus, M. Yustisia [36],
M. Stone [37], O. Tyrvéinen et al. [38], B. [Ipuiimak ta in. [39], T. UepHuuko Ta iH.
[40], B. llleBuenko Ta iH. [41]) dyepe3 iX BENMKE 3HAYCHHS JUISI OTPUMAHHS CTIHKHAX
KOHKYPEHTHUX TIepeBar, IOJINIIECHHS (IHAHCOBUX pE3YyJbTaTIiB 1 JOCSITHEHHS
MapKETUHTOBUX IILJICH.

OTxe, BeMKa KUIBKICTh HAYKOBHX MYOJIKalliil CBIIYUTH MPO 3al[IKABJICHICTb
BUCHUX JI0 BUBYCHHS PI3HOMAHITHUX aCMEKTIB YMPAaBIIIHHS B3a€MOBIJIHOCHHAMH 31
CIIO)KMBAaYaMH K BaXXJIMBOTO  KOMITOHGHTY  JIOTICTHYHOTO  MEHEKMEHTY
MiAIpUEMCTB. Pa3oM 3 THM, He3BaKalouW Ha IMMPOKUN CIIEKTP JTOCIHIKEHb 32
HABEJICHOI0 TEMAaTHKOIO, Hapa3l 3aJMIIAIOThCS HEIOCTATHRO BUBUYCHUMH METOIMYHI
MUATAHHS WI0JI0 YMHPaBIIHHA B3a€EMOBIJHOCMHAMM 31 CIOXKMBA4YaMu BIAMOBIAHO 10
BUKJIMKIB, TIOB’SI3aHUX 13 3MIHOIO TAPAJWTM MapPKETUHTOBOTO 1 JIOTICTUYHOTO
MEHEKMEHTY, iJDKUTaM3aIie0 Oi3HeC-PoIeciB MiANPUEMCTB Ta 1HTEHCHBHHUM
BUKOPUCTAHHAM LU(PPOBUX TEXHOJIOTIH.

Dopmynrweannua uyineiw cmammi (nocmanoeéka 3aedannsn). (O3HaueHA
npobyieMa 3yMOBHUJIA METY JaHO1 CTaTTi, sIKa TMOJISITa€ y KOHCOJIAAIl TEOPETUUHUX
aCIleKTIB YIPaBIIHHSA B3a€MOBIJIHOCMHAMHU 31 crHokuBadyamu. Jljis JTOCATHEHHS
MOCTaBJIEHOI METH BUKOPHCTAHO TaKl 3aralbHOHAYKOBI METOM, K aHall3 1 CUHTE3,
THIYKINS Ta JeAyKIIis, eKCIepTHE OMUTYBaHHS, 010 1IOMETPUYHUIN aHalli3, CHCTEMHUI

17X/, TOPIBHSAHHS, KIacu]ikalis, CTpyKTYPHO-JIOTIYHE y3arajJbHEHHS.



Buknao ocnoenozo mamepiany oocniorycennsn. Ha nmincrapi 6167110METpUUHOTO
aHaji3y HAyKOBMX MyOJiKallii 3 MUTaHb YIPaBIIHHSA B3aEMOBIJTHOCHHAMH 31
CHOKMBa4YaMH, K1 1HAEKCYIOTbCS y 0a3l JaHuX Scopus, BCTAaHOBJICHO, 110 HAYKOBIII
NPUAUIAIOTH 0COOIMBY yBary AaHii mpoOsemaTulli. 3a Ha3BOIO cTaTei, pedepaTamu 1
KJIFOUOBHUM CJIOBOCIIOTYYEHHSIM «YIPABIIiHHS B3a€EMOBITHOCHHAMH 31 CITOKHBAYAMI)

(Customer Relationship Management, CRM) 3naiinero 22090 nokymeHTiB (puc. 1).
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Puc. 1. /lunamika KiibKoCTI HAYKOBUX nMyOJikamii y 0a3i Scopus,
SIKi BUCBIT/IIOIOTH Pi3HI aCNIeKTH YNIPABJIiHHS B32€MOBIITHOCHHAMU
3i cmosKuBavYamMu

IDicepeno: nobyoosarno Ha ocnogi 6azu oarux SCOPUS.



[lepma myOmikamiss 3 TEMaTUKH «YMPABIIHHA B3a€EMOBITHOCHHAMH 31
CIOKMBA4YaMM» 3’sSBUJIACA y MDKHAPOJHIA HaykoMmeTpuuHid 6a3i Scopus y 1964 p.
[Ipu upomy nmo 1984 poky cnocrepiraBcs HE3HAYHHM pIBEHb MyOJiKAiMHOT
aktuBHOCcTi. lle oOymoBI€HO TUM, IO Ha TOM wYac M€ HE JIyXe TOCTPO
oOroBoproBaiucs MpoOiemMu TpaHcopmallii KOHLEMIIi MapKeTHHTy B HampsMi
IHAWBITyIPHOTO IMJIXOMY JO KIIIEHTIB, $KI CTald B OCTAHHE JCCATUPIUUA
NPIOPUTETHUM MHUTAHHIM y Oaratbox KpaiHax cBiTy. OKpiM IIOTO, 1€ MOB’S3aHO 3
MOSIBOI0 HOBUX MEXAaHI3MiB 3a0€3ME€UeHHs CUCTEMU YIPABIIIHHS B3a€MOBITHOCHUHAMU
31 CHOXKMBauyaMH, IHCTPYMEHTapil0 a0 (OopMyBaHHS MapPKETUHTOBUX CTpaTerii,
30yTOBOI MOJITUKH, MUGPOBUX KaHATIB [42-44], a TaKOK CTAHOBJICHHS KOHIICTIIIN
nM(ppoBOI Ta MOBEIIHKOBOI €KOHOMIKH. 3a 1984-1995 pp. KuibKicTh MyOsiKaiiii
3pocna y 4,7 pa3u ab6o 3 16 no 75. CepeaHiii TeMI IOPIYHOTO 3POCTAHHS CTAaHOBUB
15,1%. 3a 1996-2023 pp. kiIbKiCTh myOikarii 30usmmnacs y 10,1 pasu abo 31 123
1o 1243. CepenHiil TeMI IOPIYHOTO 3pOCTAHHS JAHOTO MMOKAa3HUKA cKianae 8,9%.

VY nopanpiioMy 3araibHy BHUOIPKY JOCTIIPKEHHS OyJI0 OOMEKEHO 3a raiy33io
3HaHb (E€KOHOMIKA, E€KOHOMETpUMKAa Ta (DIHAHCH; COIlalbHI HAyKWd; HAyKH PO
MPUIHATTS pilieHb; OI3HEC, MEHEIKMEHT Ta OyXraiaTepChbKuil O0O0JIK), €TarnoM
nmyOJikaiii TOKyMeHTIB ((piHanbH1), AocTynoMm (Bcl y BigkpuTomy npoctymi). HoBy
BUOIpKy cranoBmim 2880 myOmikamii 3a 1990-2024 poku (puc. 2). BussneHo, 1o
KUIBKICTB myOumikaiii 30uibimminacsa y 2023 p. mopisusino 3 2003 p. y 15,6 pasu abo 3

23 no 358. ToOTo cepenniii TeMi 3poCcTaHHsI CTAaHOBUB 3a 11l nepion 14,7%.
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Puc. 2. lunamika kijibkocti 2880 HaykoBux myo0Jtikaniii y 6a3i Scopus,
y AKHMX BiloOpakeHo npodjaeMH YIPABJIiHHA B32€MOBIIHOCHHAMU
3i CloKUBaYaMu

IDicepeno: nobyoosano na ocHosi basu oanux Scopus.

Cepen KIIIOYOBUX CIIB, Kl HaW4acTille 3YyCTPIYAIOThCA y MyOmiKaiiiax 3
oOpaHoi MpoOJeMaTUKH, MOKHA HA3BaTH TaKi: YNpaBIiHHA B3a€EMOBIAHOCHHAMH 3
kiieHTamMu (364 TOKyMEHTH); 3aJOBOJICHICTh KIIIE€HTIB (252); ynpaBiHHS JaHIIOTOM
noctadanss (217); cramicts (139); mapkerunr (125); iaHosartis (119); CRM (102);
AKICTh 00CIyroByBaHHs (98); NOsIbHICTE KII€HTIB (95); meHemkMeHT (75); cTanuii
po3Butok (74); cmnoxuBua moBemiHKa (72); MapKeTHHr B3aeMoBimHOCHUH (69);
B3a€eMO/IIs 3 KiieHTaMu (57); KOHKypeHTHa nepeBara (56); npuidHATTS pimieHb (55);
KOpPIOpaTMBHA  COLllaJIbHA  BIAMOBIAANBHICTH  (55);  €JEKTpOHHA  KOMEpIIis

(54 noxymentn). Hait0inbIr 1iuTroBaHi HayKOBI Mpaili HaBeaeHo y Tabu. 1.



Tadoaunsa 1. Haii6inbm nuToBaHi CTATTI 3 NMTaHb YIPABJIIHHA

B32€EMOBITHOCHHAMM 3i CIIOKMBAYAMHU Y HAYKOMeTPH4Hii 0a3i Scopus

. . 3BayKCHMI
Kinpkictb Kinpkictb T —
ABTOp (M) IIUTYBaHb y NeperyisiiiBy | .

Scopus 2015-2024 pp. IHHGK(CFWE%S AHHA
Flynn B. et al. (2010) [19] 2331 1602 32,65
Lu J. etal. (2015) [20] 1255 1153 37,09
[S;Zr;lson D., Terziovski M. (1999) 1116 678 26.12
Tsay A., Agrawal N. (2004) [25] 886 504 8,57
Fla?c;en-Fuller C., Haefliger S. (2013) 761 899 1769
Zhao X. et al. (2008) [26] 715 243 12,94
Mithas S. et al. (2011) [21] 706 514 19,84
Srivastava R. et al. (1999) [24] 672 142 9,98
Devaraj S. et al. (2007) [18] 660 151 10,58
Shih H.-P. (2004) [23] 508 71 7,16

icepeno: cknaoeno na ocHo6i onpayro8ants 6a3u 0aHUx Scopus.

Jlo TONOBHMX BHUJAHb, Yy AKUX NYOJIKYIOThCS Mpall 3 OOpaHOi TeMaTHKH,
MOJkHa BigHecTH Taki: Sustainability Switzerland (221 nokyment); Developments In
Marketing Science Proceedings Of The Academy Of Marketing Science (114);
Cogent Business And Management (66); Uncertain Supply Chain Management (55);
Industrial Marketing Management (49); Journal Of Business Research (30);
International Journal Of Production Economics (28); Journal Of Business And
Industrial Marketing (26); Journal Of Database Marketing And Customer Strategy
Management (26); IFIP Advances In Information And Communication Technology
(24); European Journal Of Marketing (20); Supply Chain Management
(20 moKyMeHTIB).

KimtouoBumu — opranizamisiMid, 10 3aliMalOThCsl  BHPINICHHAM MPOOJIeM
TpaHcopmarlii CHUCTEMHU YIPaBIIHHS B3a€EMOBIJHOCMHAMU 31 CHOXXMBayaMHU Ha
3acajax MapKeTUHTY B3aeMo/Iii, 1udpPoBOi, 3€JI€HOI Ta MOBEIIHKOBOI €KOHOMIKH, €
The Hong Kong Polytechnic University (37 nmokxymenrtiB); The University of
Manchester (27); Cranfield School of Management (25); Alliance Manchester

Business School (22); Universiti Utara Malaysia (21); Universidad de Sevilla (21);


https://www.scopus.com/sourceid/21100240100?origin=resultsAnalyzer&zone=sourceTitle
https://www.scopus.com/sourceid/21101077266?origin=resultsAnalyzer&zone=sourceTitle
https://www.scopus.com/sourceid/21101077266?origin=resultsAnalyzer&zone=sourceTitle
https://www.scopus.com/sourceid/21100855822?origin=resultsAnalyzer&zone=sourceTitle
https://www.scopus.com/sourceid/21100806906?origin=resultsAnalyzer&zone=sourceTitle
https://www.scopus.com/sourceid/22792?origin=resultsAnalyzer&zone=sourceTitle
https://www.scopus.com/sourceid/20550?origin=resultsAnalyzer&zone=sourceTitle
https://www.scopus.com/sourceid/19165?origin=resultsAnalyzer&zone=sourceTitle
https://www.scopus.com/sourceid/22893?origin=resultsAnalyzer&zone=sourceTitle
https://www.scopus.com/sourceid/22893?origin=resultsAnalyzer&zone=sourceTitle
https://www.scopus.com/sourceid/17800156737?origin=resultsAnalyzer&zone=sourceTitle
https://www.scopus.com/sourceid/17800156737?origin=resultsAnalyzer&zone=sourceTitle
https://www.scopus.com/sourceid/19400157163?origin=resultsAnalyzer&zone=sourceTitle
https://www.scopus.com/sourceid/22199?origin=resultsAnalyzer&zone=sourceTitle
https://www.scopus.com/sourceid/23644?origin=resultsAnalyzer&zone=sourceTitle
https://www.scopus.com/affil/profile.uri?afid=60008928&origin=resultsAnalyzer&zone=affiliationName
https://www.scopus.com/affil/profile.uri?afid=60003771&origin=resultsAnalyzer&zone=affiliationName
https://www.scopus.com/affil/profile.uri?afid=60003771&origin=resultsAnalyzer&zone=affiliationName
https://www.scopus.com/affil/profile.uri?afid=60116362&origin=resultsAnalyzer&zone=affiliationName
https://www.scopus.com/affil/profile.uri?afid=60026051&origin=resultsAnalyzer&zone=affiliationName
https://www.scopus.com/affil/profile.uri?afid=60026051&origin=resultsAnalyzer&zone=affiliationName
https://www.scopus.com/affil/profile.uri?afid=60002763&origin=resultsAnalyzer&zone=affiliationName
https://www.scopus.com/affil/profile.uri?afid=60033284&origin=resultsAnalyzer&zone=affiliationName

University of Johannesburg (19); Cranfield University (18); Universidade de Séo
Paulo (18) Tomro.

Pesynbratu anamizy cBig4gaTh, M0 37AeOUTHIIOTO POOOTH 3a JOCIIIKYBAHOIO
npoOsemMaTuky myOJiKyloTh HaykoBIl 3 BemukoOputanii (450 pokymentis), CIIA
(377), Kutato (199), Icnanii (195), Manaiizii (149), Iaxii (144), Himeuunan (121),
Inpgonesii (120), Ascrpamii (111), Itami (105 noxymentiB). B VYkpaini 3a
BCTAHOBJICHUMHU PEKBI3UTAMU MONIYKY OYyJIO BUSIBIIEHO 16 TOKYMEHTIB.

3a TUmaMu JTOKYMEHTIB TIparli MOXHa MPOPAaHKyBaTH TaKUM YHHOM: 1-e miciie
nociaroTh HaykoBl cTaTTi (2480 OOKyMeHTIB); 2-reé — pO3IUIM KHUT a0o
MoHorpadiuaux Buganb (132); 3-te — npai anpobariiinoro xapakrepy (130); 4-te —
orysiosi ctarti (103); 5-te micne — kauru a6o MoHorpadii (21 moxkyment) (puc. 3).
[lepeBaxkHa OUIBIIICTh HAYKOBHX Ipallhb 3 JOCHIIHKYBAHOT IPOOJIEMH My OIIKyETHCS 32
TaKUMHU TaTy3ssMH 3HaHb: OI3HEC, MEHEIKMEHT 1 Oyxramrepchkuii oOmik (2094
JIOKYMEHTA); comianbHi Hayku (899); Hayku 3 mpuiHATTS pimeHb (617); ekoHOMIKa,
ekoHomeTpis, ¢inancu (520); komm’rorepHi Hayku (480); 1mxeHepis (381); Hayku 3

OXOPOHHU HABKOJIMIITHKOT'O IPUPOAHOTO cepenoBuia (318 mokymeHTiB) (puc. 4).

415% 3’ 6% 0, 7%

4,6%

86,1%

M Haykosi cTaTTi B Po3ainu KHUr abo moHorpadii
Marepianu KoHdepeHLii ® Ornaposi cTarTi
B KHuru abo moHorpadii

Puc. 3. I[Iutoma Bara HayKoBHMX myOJiiKamii 3a THIIAMH TOKYMEHTIB

IDicepeno: nobyoosarno Ha ocHogi bazu oanux Scopus.


https://www.scopus.com/affil/profile.uri?afid=60000717&origin=resultsAnalyzer&zone=affiliationName
https://www.scopus.com/affil/profile.uri?afid=60004407&origin=resultsAnalyzer&zone=affiliationName
https://www.scopus.com/affil/profile.uri?afid=60008088&origin=resultsAnalyzer&zone=affiliationName
https://www.scopus.com/affil/profile.uri?afid=60008088&origin=resultsAnalyzer&zone=affiliationName
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Puc. 4. IIutoma Bara HayKoBHMX nmyOJiiKamiii 3a rajxy3siMu 3HaHb

B EKOHOMIiKa, eKOHOMETpIA,
diHaHcK

H Komn'toTepHi HayKu

M |HXKeHepiA

Hayku npo oxopoHy A0BKinna

15,2%

Iicepeno: nobyoosano Ha ocHo8i bazu danux Scopus.

Jlo TOJOBHMX CHOHCOPIB, Kl (PIHAHCYIOTH HAYKOB1 MyOJKalii 3 mpoOjem
PO3BUTKY CHCTEMH YIMPABIIHHS B3a€MOBIJHOCMHAMHM 31 CIOXKMBadyaMH, MOKHA
BimHectu Taki: National Natural Science Foundation of China (43 nokymeHTa);
European Commission (24); Ministry of Science and Technology of the People's
Republic of China (18); European Regional Development Fund (17); National
Science Foundation (15); Fundacéo para a Ciéncia e a Tecnologia (14); UK Research
and Innovation (13); Economic and Social Research Council, Hong Kong
Polytechnic University, Ministry of Science and Technology, Taiwan (mo
12 noxymenrtiB); Ministerio de Economia y Competitividad (11); Engineering and
Physical Sciences Research Council, National Research Foundation of Korea (mo
10 nokyMeHTIB) Ta 1HIII.

[TonanpmiiM HampsMOM JOCHIDKEHHS Oyino moOynoBa Ta Bi3yami3amis Kapt
O010momeTpruHnX Mepex. OOpoOneHHs Ta aHamiz OibmiorpadiyHUX — JTaHUX
3MIHCHIOBAJIMCS 3a JIOIOMOIoI0 mporpamuoro 3abesmeucHHs VOSviewer [45]. 1le
nporpaMHe 3a0e3MnedeHHs] BAKOPUCTAHO Ui MOOYA0BU MEPEXKEBHUX KapT 3B'A3KIB MIXK

KJIFOYOBUMH CJIOBAaMH Ha OCHOBI 0101iorpadiyHuX 3anmuciB 3 0a3 JaHUX Scopus.



Kapra 610mioMeTpuyHOi Mepexi BioOpa)kae 4acTOTY B)KMBAHHSI TEPMIHIB 3a
pO3MIPOM KoOJa M IHTEHCHUBHICTh 3B'SI3Ky, Ta JO3BOJIAE€ BIJACTEKYBAaTU BapiaHTH
KOMOIHaIIl TepMiHIB K yCepeIuHl KJacTepiB, Tak 1 MibK HuMH. Komip xona Bkazye
Ha MPUHAJICKHICTh KJIFOUYOBOT'O CJIOBA JI0 MEBHOTO Kiactepy. UnM OUIBIIMKA TiaMeTp
KOJIa, TUM YacTillle 3yCTPiYaeThCs el TepMiH y HaykoBUX myoOmikamisx. [locunanns
Ha KapTi MOKa3yIOTh YaCTOTYy MOBTOPIOBAHOCTI KJIIOYOBUX CHIB y MyOdiKaIisx, mpu
bOMY, YMM MEHIIA BIJCTaHb MK KJIFOUOBUMH CJIOBaMH, TUM CHUJIBHIIINM € 3B'SI30K
Mk HUMH [46]. BizyanpHi pe3yiabTatd OTpUMaHOi KapTh O0i0IiOMETpHYHOI Mepexi

HaBEJICHO Ha puc. 5.
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Puc. 5. Mepe:keBa BizyaJji3anisi UMTYBaHHSI HAYKOBMX MyOJtikanii
3 Pi3HOMAHITHUX NPO0JIEeM YNIPABJIIHHS B32a€EMOBIIHOCHHAMH 3i CIIOKMBAYAMH
IDicepeno: nobyoosano Ha 0CHO8I MIJCHAPOOHOI HAYKOMEMPUYHOL 6a3u OAHUX

Scopus 3 suxopucmannsam incmpymenumapiio VOSviewer.



BianosigHo mo0 puc. 5 3a nonomorotro nporpamu VOSviewer 1097 kinrouoBux
CNIB 3rpynoBaHo y 12 kmjactepiB. Y pe3yibTaTi AOCHIHKEHHS BUABIECHO 67,8 THC.
noCHUJiaHb. 3arajibHa CHiia 3B 3Ky cTaHOBUTH 102772.

[lepmmii knactep (4epBOHUM KOJIIP) MICTUTHh 175 KIIFOUOBUX CIIIB. 3rpyHoOBaHi
KJIFOUOBI CJIOBa y JaHOMY KjacTepl BKa3ylOTh Ha Te, IO HAyKOBIl PO3TISIAIOTH
YOpPaBIiHHSA B3a€MOBIJHOCHHAMHU 31 CIHOXKMBa4aMH Yy KOHTEKCTI HU(pPOBOro
mapkeTuHry. Cepel OCHOBHHMX CIIB LIbOTO KJIACTEPy MOKHA BKAa3aTH: MapKETHUHT,
CEerMEHTAaIlisl, IITY4YHWH I1HTEJNEeKT, MAalllMHHE HaBYaHHS, XMapHl TEXHOJOrI],
G poBUil MapKETHHT, IMOBEIIHKA CTIOKUBAYIB;

JIPYTui Kjactep (3eJICHUH KOJIp) IMOB’SA3aHO 13 3aCTOCYBaHHSAM MOJENICH 1
TEXHOJIOTIM 3aj/ylsl TIABUINCHHS SKOCTI 00ciyroByBaHHs. Bin Bkmouae 165
€JIEMEHTIB, OCHOBHHMH 3 SIKMX Taki: (DOKyC Ha CIIOXKMBAYiB, 3arajbHE YIMPaBIiHHSA
SKICTIO TOIIIO;

TpeTii kjactep (CHMHIM KOJip) TOENHYE CJIoBa 13 3aCTOCYBaHHS
IHCTpYMEHTAapII0 I 3a0€3MeUCHHS HaJIe)KHOTO PIBHS JIOSJIBHOCTI CIOKMBaviB. Bin
ckJIamaeThest 31 154 enemeHTIB, cepell SIKMX MOXKHA Ha3BaTU JIOSUIBLHICTH KITIEHTA,
nepcoHanizariisi, Openy, OpeHauHT, OpeHa-acorialii, Kamitan OpeHay, Hamip MOKYTOK
TOIIIO;

YeTBEepTU Kjactep (GKOBTUM KOJIp) CHPSMOBAHO Ha OOIPYHTYBaHHS
MeTtojaoJoriyHoro miaxoxay. e knacrep mictuth 150 eneMeHTiB, KIIOYOBUMHU 3 AKUX
€ Ol3Hec-mepexa, KoH(DIrypaiisi, Teopiss MapKETUHTY, ONEPALINHUI MEHEIKMEHT,
YIPaBIIHHS TPOakaMH TOIIIO;

’situit kiacrep (¢ioseroBuit komip) — 124 kimrodoBux ciosa. JlaHuii kimactep
BpaxoBy€ OCOOJMBOCTI OEHUMApKIHTY Ta eJeKTpoHHOro Oi3Hecy. KirouoBumu
CJIOBaMH € MPOEKTHUN MEHEIKMEHT, 1HTEJIEKTYaIbHUN KariTai, OJIoKueilH, mu@poBa
€KOHOMIKa, CTeUKXOJIJIEP, CTIMKUI JIAHITIOT TTOCTa4yaHHs TOIIO;

mocTtuit kiactep (OiprozoBuii komip) — 107 xmouoBux ciiB. Llel kmactep
COpPSMOBAaHO Ha 3aCTOCYBaHHS IU(PPOBUX TEXHOJOTIM 3 MeTOow TpaHchopmarii

CHUCTEMH ynpaBHiHHH BBaEMOBiIIHOCI/IHaMI/I 31 CIIO’KMBAa4YaMH,



ChOMHUN KiacTep (momMapaHueBHil komip) — 99 wmodoBux cnmiB. Kiactep
IOB’A3aHO 3 YIPaBIIHHSIM B3a€MOBITHOCHMHAMHU 31 CIOXHBAa4aMH 3 BUKOPHCTAHHSIM
TEXHOJOTIYHUX 1HHOBAIli, METOMIB 1 TPHUHIUMIB MNpsAMOI B3aeMomil W
TpaHcpopMaIitHOro JIiIepCcTBa TOIIO.

Pemty knactepiB MOkKHa yMOBHO BBaXaTH JPYTOPSAHUMHU.

Otxe, aHami3 mMyONMiKaliiHOT AaKTUBHOCTI MIATBEPJWB, IO IMOYMHAIOYU 3
noyatky 90-x pokiB XX CT. CIOCTEpIraeTbCs 3pOCTaHHS HAYKOBOTO IHTEpECY M0
JOOCIIUKEHHSI  PI3HOMAHITHUX ACMHEKTIB  yOPABIIHHS  B3a€MOBIJIHOCMHAMHU 31
CHOXKMBayaMH. ['OJIOBHUMHM NpPUYMHAMHU 3pPOCTAaHHS IMOMYJSPHOCTI LUX HAYKOBHUX
JIOCHIKEHb €: TOLIyK HOBUX 17€H, TpaHcopMalis NapajurMd MEHEIKMEHTY,
BIIPOBA/KEHHSI KOHLEILIA CTAIOT0 PO3BUTKY, 3€JIEHOI Ta MOBEAIHKOBOI €KOHOMIKH.
[Ipy 1bOMY MPOCHIAKOBYETHCS MUKIMCUUIUIIHAPDHUM XapakTep MAOCHIKEHb, a
reorpadis JOCIIIHUKIB, SIKI BHBYAIOTh IO TEMAaTHUKY, € PI3SHOMAaHITHOIO (ane 3
MOMITHUM TI€pEeBaXKaHHSIM HAYKOBLIB 1 ycTaHOB 3 BenmkoOpuranii, CHIA, Kurato,
Icmanii, Iuaii, Himeuunnu, Itamii).

AHani3 HayKOBOi JITepaTypy CBIIYUTH NPO PI3HOMAHITHICTh MIAXOAIB YUYEHUX
70 BHU3HAUYCHHSI TOHATTSA «YyMNpaBIiHHS B3a€EMOBIJIHOCMHAMU 31 CIIOKMBauaMu».
HaykoBIiii 3acTOCOBYIOTH pi3HI TMOHSTTS, a caMe: <KJII€EHTOOPIEHTOBAHICTHY,
KKJITIEHTOLEHTPUYHICTB», «KIIEHTOOPIEHTOBAHUM MIAX1A», «(pOKyCyBaHHS Ha
KIIIEHTa», «OpIEHTAIlll Ha KIIEHTa», <JIOTICTUYHUHA CEPBIC», «JIOSIBHICTHY,
«0OCITyTOBYBaHHS CITOKUBAUIB», KB3a€MOJIS 3 KIIIEHTAMU», «3aJIyYEHICTh KIIIEHTIBY,
KKJITIEHTCHKUAN CEPBIC», KKIIEHTCHKUN JOCBI», «yMPABIIHHS KJIIEHTCHKUM JIOCBIIOM»
tomo. ToOTo icHye Oe3lniu TpakTyBaHb IMX TEPMIHIB, SKI TPYHTYIOThCS Ha
PI3HOMAaHITHUX HAyKOBUX KOHIIEMIISX, TEOPISX 1 MOJTOKEHHSX.

3HayHe po3MaiTTs (popmyiroBaHb AediHilii «O0OCITyroByBaHHSI CIIOXHBadiB»
Jano 3MOry iX YMOBHO CHCTEMaTH3yBaTh 3a TakuMU Trpynamu: @inocodis;
KOHIICTILIiS; MisUTbHICTB; Tiporiec [47]. Slk mpaBwiio, miJ UM TEPMIHOM PO3YMIETHCS
¢inocodis ynpaBiiHHS; KOHIEMIls Oi3HeCy, SKa aKIEeHTye yBary Ha IpoLeci
3aJI0BOJICHHS CIIO’KMBAaYiB; MPOLIEC CTBOPEHHS BUTIA, 110 MICTATH JOJIaHy BapTICTh;

MpoIleC, CIPSMOBAHWA HAa YMPABIIHHS JAHIIOTAMH IIOCTa4aHb, CTYIHb OIIHKA



BUKOHAHHS 3aMOBJIEHHS; (Quiocodis TIAIBHOCTI; KOHTAaKT MOCTayalbHUKA Ta
nokytus; cdepa AISUIBHOCTI; CYKYIHICTh BHJIB MiSUTBHOCTI, CHPSMOBAaHHX Ha
3aJI0BOJICHHS] TOTPeO KITIEHTIB; poOOTa 3 HaJaHHS MOCIYT; AISUTBHICTh, COPSIMOBaHA
Ha CTBOPEHHS CIOXHBYOI KOPUCHOCTI; MOXJIMBICTH 3a0€3MeUYeHHs] HEOOX1IHOTO
PiBHS 33JOBOJICHHS MMOTPEO KIIIEHTIB.

BcranoBneHno, mo psAa AOCTITHUKIB TPAKTYIOTh TMOHATTS «OOCTYTrOBYBaHHS
CIO’KMBAUIB» JIMIIE SIK cepy MisIbHOCTI abo (dinocodito ynpasmiHHsA. OgHaK BOHU
HE TOSICHIOIOTh, SIKI MPOIECH BKJIOYAE IS JISUIBHICTh 1 y YOMY CaMe€ IOJsrae
¢binocodiss ynpaBniHHA. [HII HAYKOBII TOBOPSTH MPO KOHIEMIIO, AKICHTYIOUU
yBary Ha 3aJI0BOJIEHHI MOTpeO, IO TaKOXX HEJOCTaTHHO IMOBHO BHU3HAYA€ CYTh
mpolecy 00CIyroByBaHHS CIIOKHUBAYiB.

Jlessiki  aBTOpW  BXKHUBAIOTh  TEPMIH  <JIOTICTUYHE  OOCIyTOBYBaHHSI»,
PO3IIIAIal04M MOTO AK CKJIAJOBY JIOTICTUHYHOTO CEPBICY. 31€01IbIIOI0 HAYKOBII MiA
MOHATTSAM  <JIOTICTUYHHMM  CEpBIC» PO3YMIIOTh [ISJIBHICT, YacTUHY OI3HECY;
IHTErpPOBaHUN KOMIUIEKC JIOTICTUYHHX TIOCIYyT; TapaHTOBaHE OOCIYTrOBYBaHHS;
CYKYMIHICTh HEMaTepiajJbHUX JIOTICTUYHHUX ONEpaliil; CeKTop I1HIUBITyaIbHHUX
MOCIIyT; 3a0e3MeueHHs] HEOOX1THOTO PIBHS 33JJOBOJICHHS Ta JIOSUIBHOCTI CIIO>KUBAYIB.

VY 3apyOukHIM JiTEepaTypl MHOHSTTS <KIIEHTCHKUU CEPBIC» 1 «KIIIEHTChKE
00CIIyroByBaHHsSI» MepeBakHO HeaudepeHuiioBani. [le MosCHIOETbCS TUM, MO 1
MOHATTS PO3MJISINAIOTHCS SIK €IUHUA TIPOLIEC, COPSIMOBAHMM Ha TMOCTIOBHE 1
B3a€MOIIOB'sI3aHEe OOCITYTrOBYBaHHS CIOXKMBAYiB Ha BCIX €Tamax MpuaOaHHS TOBapy
a00 HamaHHS TOCIYrd. Y HAYKOBUX JDKepeliaXx 3 JIOTICTUKH Ta MapKETHHTY
3YCTPIYaIOThCSA TEPMIHM «B3a€EMOIS 3 KIIEHTAMHU» 1 «3aly4eHICTh KIi€HTiB». [lix
B3a€EMOJIIEI0 3 KIIIEHTAMHU PO3YMIIOTh MOXKJIMBICTh HaJAarOJKCHHS B3a€EMOBITHOCUH
abo mporiec MOoOyAOBH Ta MIATPUMKH B3a€EMOBITHOCHH 31 CIOKMBAadyaMU 3aJIs X
yTpUMaHHs. 3aJIy4eHICTh KIIIEHTIB PO3TIISAAETHCS IK MEXaHI13M 301IbIIEHHS [IIHHOCTI
KJIIEHTa JJIsI KOMITIaHii; 1HTEHCHUBHICTh Yy4YacTl CIIOXKHMBada Yy TMPOIO3UINAX abo
OpraHizamiifHIX 3ax0axX KOMITaHii Ta X B3aEMO3B’SI30K 3 HUMH.

Cnin 3ayBaKMTH, 110 B OCTaHHI POKHM Yy HAyKOBUH OOIT BBEJACHO MOHSTTSA

KKJITIEHTCHKUN TOCBi». OMHAK, HE3BAXKAIOUX HA TeE, 10 IIeH TEPMIH CTa€ JOCTATHHO



NOMYJIIPHUM 1 PO3MOBCIOPKEHUM, HEMAa€ HOro 3arajJbHONPUUHSTOrO BU3HAYEHHS.
Jlana HayKoBa KaTeropisi pO3IJIsIa€ThCs 3/1€OUIBIIOTO K MAPTHEPCTBO MK KITIEHTOM
1 KOMIIaHI€10; BIAMOBIAHICTh OOCIYTOBYBaHHS KOMIaHII OYIKYBaHHSIM KIII€HTIB;
CIIPUUHATTS KJIIEHTAaMHU 1X B3a€MOJIIi 3 KOMIaHIE€l; Oi3HEC-IUCIUIUIIHA, SKY
MOB'I3aHO 3 TPOEKTYBaHHSIM U YIPaBIIHHAM IUMHU B3a€EMOJISIMU; I[IHHICTb, SKa
HAKOMUYYETHCSI, KOMH (DOPMYIOTbCA TMApTHEPCHKI B3a€MOBITHOCHHHU 3 KIIIEHTaMU
4yepes CIUIKYBaHHsI, I0BIPY, JOSUTBHICTD 1 peKOMEHIalli; 3arajJbHUM JTOCB1T B3a€EMO i1
MDDK KOMIIAHIEI0O Ta KIIEHTOM, IIOEAHAHHS CBIJOMHUX 1 HECBIJOMHX AacCIICKTIB
BiJIBIyBaHHs, yroau abo mpoaykiii [1].

SIk Mokasye TEOpEeTHYHHH aHami3, AoCHigHuku [48-51] mpuainsioTh 3HAYHY
yBary BU3HAUEHHIO CYTI M 3MICTYy MOHSTTS «yHPABIIHHS KIIEHTCHKUM JOCBIIOMY.
[Tix wiero nedinimiero po3ymieThes: 1) cyyacHa Gi3Hec-cTpaTeris, Ky 3aCHOBAHO Ha
yIpaBIiHHI 3aralbHAM BPAKCHHSM CIIOYKHBayYa MMPO KOMITAHIIO; 2) MiJeCpsIMOBaHUI
1 Oe3nepepBHUI Mpolec peanizailii KOMIIEKCY 3aX0/IIB 3 MOKpaIIeHHs KJIIEHTChKOTO
I0CBimy; 3) KOMIUIEKCHA MisUIbHICTB, SIKY CIPSIMOBAHO HAa BIOCKOHAJCHHS IOCBILY
B3a€EMOJIi 3 KJIE€HTaMH, IIJBUIICHHS PiBHA iX 3aJ0BOJICHOCTI Ta MOOYJI0BY
JIOBrOCTPOKOBHUX BIJIHOCHH TOIIIO.

3 Toukm 30py H. Curamk [52], TeopeTHUHMM MIATPYHTSAM KOHIICTIIIiT
YOPaBIIHHSA KIIEHTCHKUM JOCBIOM €: MapKETHUHI BIJHOCHH, MOJEIb MapKETUHT-
Mmikcy 4P + P, konmemniis kiieHTOOpieHTOBaHOCTI. [lpu 1boMy JqoCHiTHUIISA
CTBEPJIKY€E, IO YHOPABIIHHA KIIEHTCHKUM JOCBIIOM SIK OKpPEMUM HaIpsm
JOCITIKEHHS € MMOAIbIITUM PO3BUTKOM KOHIIETIIIIT KJIIEHTOOPiEHTOBAaHOCTI [52].

Ha mizgcraBi y3araJibHEHHS iCHYIOUMX KOHIICTITYalbHUX IMOJIOKEHb [42; 43]
BCTAHOBJICHO, 1110 YIPaBJiHHS B3a€EMOBIJTHOCHHAMH 31 CHOKMBA4YaMU BU3HAYAETHCS
K 1HCTPYMEHT, METOJ, TEXHOJOTis, CTpaTeris, OCOOMWBUM MIiAXiT O BEICHHS
O13HeCy TOIIO.

VY naniii poOOTi ympaBiiHHS B3a€MOBIITHOCHHAMH 31 CIIOKWMBayaMu (puc. 0)
MPOTIOHYETHCS TPAKTyBaTH 3 TaKWX TMO3WINH, $K: 1) TpIOPpUTETHUH HaMpsSM
MapKETHUHTOBOI JISJILHOCTI MIANPHEMCTB; 2) Ba)KJIMBa KOMIIOHEHTA JIOTICTUYHOIO

MEHE/DKMEHTY KOMMaHii; 3) 1HCTpyMEHT YMpaBIiHHS, BIPOBAIKEHHS SKOTO



CIpSIMOBAHO Ha BCTAaHOBIICHHS, PO3BUTOK 1 TOJIMIICHHS B3a€MOJIi 3 IIJIbOBUMHU
KJIIEHTaMU 3 METOI MaKCHMI3allli KOpIOpaTUBHOI MPUOYTKOBOCTI Ta IIIHHOCTI JJIS
criokuBadviB; 4) Oe3mepepBHUIl ITepaTUBHUI Mpolec, KU 3A1HCHIOETHCS Uepe3
peanizamito (QyHKIIA ymopaBiaiHHS (TIPOTHO3YBaHHS, TUIAHYBaHHS, OpraHi3allilo,
MOTHBAIli0, OOJIK, KOHTPOJb, aHai3 1 pEryJloBaHHSI) €INHUM KOMIUICKCOM
MOCIIJJOBHUX TPOIECiB 30yTOBOI MiSIIBHOCTI Ta JIOTICTUYHOTO OOCITYTOBYBaHHS

PI3HUX KaTeropiil Crio>KMBaviB.
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CK1aI0B1 CHCTEMH B3a€EMOBIJTHOCHH 31 CIIOKHBaYaMH

B3aeMOBiTHOCHHH 31 CIIOKMBAauEM — MAPTHEPCTBO MIXK CIIOKUBAYEM 1
MIJIPUEMCTBOM Uepe3 pi3HI OHJIAMHOBI a00 0IIaliHOBI KaHAIM 3 aKIIEHTOM Ha
CTpaTeriuHe 3aBJaHHs JOCSATHEHHS 1 30epeKeHHs BUCOKOTO CTYTEeHS
3aTy4€HOCTI KIIIE€HTIB, 1110 0€3M0CepeIHBO BIUIMBAE SIK HA IPUOYTKOBICTh
KOMTIIaHii, TaK 1 Ha JJOBFOCTPOKOBY JIOSUTHHICTH KiHIIEBOTO CIIOKHBaya

=~

VYnpaBiiHHS B3a€MOBIIHOCHHAMH 31 CIIO’KMBaYaMu — Oe3nepepBHUI
ITepaTUBHUMN IIPOLEC, KU 3A1MCHIOEThCS Yepe3 pealizallito GyHKIIN
ynpaBiliHHA (IPOTHO3YBaHHS, IUIAHYBAHHS, OpraHi3allito, MOTHUBAILiI0, 00K,
KOHTPOJIb, aHAJI3 1 PErYJIIOBaHHS) €IMHUM KOMIUIEKCOM MOCTIJOBHUX MPOIIECIB
30yTOBOI JisUTBHOCTI Ta JIOTICTUYHOTO 0OCITYTOBYBaHHS Pi3HUX KaTeropiit

CIIOKUBAYiB
\ J

- J

YrpasiiHHS — IpoIIeC, IKUH BpaxoBYe€ MICIIO, IIUTl, 3aBAaHHS, CTPATETIIO,
MeXaHi3MU 3a0e3MeUYeHHS TisSUTbHOCTI MiAMPUEMCTBA
3 ypaxyBaHHIM €K30T€HHUX Ta €HJIOTCHHUX YNHHUKIB BIUIUBY

Puc. 6. Cxi1a10Bi NOHATTS «yNPaBJIiHHA B3a€EMOBITHOCMHAMH 3i CIIOKUBAYAMU»

IDicepeno: aoanmosano ma nobyoosano asmopamu Ha ocHogi [1; 42-44;

47; 53; 54; 55-56].



Bucnoeku ma nepcnekmugu nooanvuiux po3ei0oK y 0anomy Hanpami. Y
pe3yibTaTi MPOBENECHUX JOCHIIKEHb JIOBEJEHO, IO Il YTPUMAHHS IMOCTIMHUX 1
3aydyeHHS HOBUX KJIEHTIB, MIABUIICHHS PIBHS X JIOSUIBHOCTI BAapTO MPUIUISATH
yBary NMUTAHHSAM YIPAaBJIiHHS B3a€MOBIHOCHHAMH 3i CHOXHMBayaMH. Moro MokHa
PO3TISAATH K J1€BUX ITHCTPYMEHTIB YIIPaBIiHHS, METO/, TEXHOJIOT1IO, CTpaTeriio abo
SIKICHO HOBHIM MIIX1J] 10 BeJICHHS Oi3HECY.

VY3aranbHeHHS TEOPETUYHHX TMOJOXKEHb IIOJ0 JaHOi MNpoOJIeMaTHKU
JTI03BOJIAJIO 3aIIPOTIOHYBAaTH aBTOPCHKUM MIJIX1]] 10 BUSHAYEHHS CYTi Ta 3MICTY TaKUX
MOHSITh:

«B3a€EMOBITHOCHMHH 31 CHOXXKMBa4aMH» — MApPTHEPCTBO MK CIIOXKHMBAayeM 1
MIJIPUEMCTBOM 4Yepe3 pi3HI OHJAiHOBI a00 o(daaliHOBI KaHaiu 3 aKUEHTOM Ha
CTpaTeriuHe 3aBJaHHs JOCATHEHHS 1 30€pe)KEeHHS BUCOKOIO CTYIEHS 3alTy4eHOCTI
KJIIEHTIB, 10 OE3MOCEepeHbO BIUIMBAE SK Ha MPUOYTKOBICTH KOMIIAHIi, TaKk 1 Ha
JOBrOCTPOKOBY JIOSUIBHICTB KIHLIEBOT'O CIIOKMBaya;

«yTpaBIiHHS B3a€MOBIJIHOCMHAMHU 31 CIHOXMBauaMu» — Oe3nepepBHUM
ITEpaTUBHUM MPOLIEC, SIKUWA 3AIMCHIOETBCS Yepe3 peai3aliio (pyHKUIA yIpaBiIiHHSA
(mporHo3yBaHHs, TJIaHYBaHHS, OpraHi3ailiio, MOTHBAIIiI0, O0JIK, KOHTPOJIb, aHAI3 1
pEryJIFOBaHHS) €IMHUM KOMILIEKCOM TOCJIIIOBHUX MPOIECIB 30yTOBOT AISUIBHOCTI Ta
JIOTICTUYHOT0 OOCIYTrOBYBaHHS PI3HUX KAaTEropii CIOKUBAYIB.

[lepciekTHBM  MOAANbIIMX  JOCHIKEHb MOJATAlOTh Y  TEOPETUUYHOMY
y3arajbHEHHI HAyKOBUX MIJXOJIB /0 BU3HAYEHHS CYTI ¥ 3MICTy HOHSTh «CHUCTEMA
VOpaBIIHHS B3a€EMOBITHOCMHAMHU 31 CIHOXXKMBAa4aMM» 1 «CTpaTEeTidyHe YMpPaBIIiHHS

B3a€EMOBITHOCHHAMU 31 CIIOKHUBAYAMID).
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