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OCOBJIUBOCTI ®OPMYBAHHA ITPOI'PAM JIOAJBHOCTI HA
NnNPOMUCIOBOMY PUHKY

Jy>xe 6araTo HayKOBHUX Ipallb Ta HE TUIbKU MPUCBIUYEHO (POPMYBAHHIO JOSITBHOCTI
Ha Po3ApiOHOMY PHHKY, ajie He Tak 1 6araro (Hacrpas]ii) HAlMKCAaHO MPO MPOMUCIOBUI
puHOK. [le cipuyrHEeHO TUM, 110 MPOMUCIIOBHI PUHOK Ma€ CBOIO Crienu(iKy 1 3aCOBHUKHU
KOMIIaHIi HE NUBIATHCS HA KIIEHTOOPIEHTOBAHICTH B TEPINY HYEpry, BCIX IIKABHUTH
HAUTOJOBHIMMI (hakTOp — IiHA, a BXKE B JAPYTY YEPry SKICTh. AJje, 1ie MOXe OyTH He
3aBXK/IH.

ToOTO, HA ILOMY PUHKY 1JI€ KOHKYPEHIlisSl MEPEBAXKHO 3a I1HOI0, & HE B SKOCTI
mudepeHianli neBHUX ¢(aktopis. LI cuTyallist Ha pUHKY 1a€ MOKJIUBICTh IPOMUCIOBUM
KOMIIaHIIM B 0araThoX HimIax cpopMyBaTh XOPOUIy KOHKYPEHTHY CIPOMOKHICTBH 3a
PaxyHOK BIPOBAKEHHS MTPOTPaMH JIOSUTBHOCTI JUTsI CBOTX CIIOYKHUBAYiB Ta 3apaxyHOK Hei
30UTBIINTH CBOIO J0JIaHy BapTiCTh.

JlostmpHICTD Jla€ 3MOTY KOMIIAHISIM HE TUIBKU 3aJIy4YUTH HOBUX CIOXKHMBAdYiB, a 1
3pobuTH Tak, o0 ix 6i3HEC HE MIT ICHYBaTH 0€3 Balloro napTHepcTna ado, mob iM 0yio
HACTUTBKA KOM(OPTHO TMpAIOBATH 3 KOMIIAHIEIO, MO MPOCTO HEMAE CEHCY WTU [0
KOHKYPEHTIB.

Otxe, mepeinemMo 0 MiIXOJIB Ta METOAOJOTIH s (OPMYBaHHS TPOTPAMH
JIOSUTBHOCTI Ha IPOMHUCTIOBOMY pUHKY. J[71s1 O13HECY, SIKMif IPAITIO€ HA IIbOMY PUHKY BapTO
PO3TIITHYTH HACTYITHI BUAM JIOSUTHHOCTI:

1. TexnoJsoriyua;
2. BupoOHNYO-€KOHOMIYHA;
3. IloBexninkoga.

BuaiinMo oCHOBHI THIIHN JIOSUILHOCTI:

1. TloBeniHKOBY;
2. AdexTusHy;
3. Kommekchy.

JlosnbHICTh (OPMYETHCS HA OCHOBI BIJJHOCHH CIIOKHMBada Ta TMOCTadalbHUKA.
Bapro po3risiHyTH KOHIIETIII0 CriokuBYOi JosbHOCTI (Tabmn. 1.), sky copmyBanu nBa
BueHi Jlik 1 bacy. Bonu npumnyckaroTs, 1mo mijg yac (GopMyBaHHS JIOJSUIBHOCTI CIIOEMBAYa
pU TO3UTUBHOMY €MOILIIMHOMY HACTPOI 1 33J0BOJICHHI, CIIOKHBa4 OyAe pO3TallOBAHUN
710 MO3UTHUBHUX pekomeHanii [1, 2].
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Konnemnmist crio’kuB4oi JOSIILHOCTI

Tabm. 1
[ToBTOpPIOBAHICTh MOKYIOK KJIIEHTIB
Bucoka Husbka
BignomenHns Ilo3utuBHE CnpaBxHs [IpuxoBaHa JOSATHHICTh
KJIIEHTA J10 JIOSUTBHICTh
nocTayaJibHUKA _ .
NOCYTH YK [Tocepenne d)anbmgBa BiacyTHs NOSIIBHICTB
NPOIYKTY JOSUIBHICTD

V naHiii Mozenl MU MOKEMO MOOAYUTH 3aJICKHICTD, 110 ITO3UTUBHE BlJHOIICHHS
KJIIEHTA MPU3BOJUTH JO IMOBTOPIOBAHOCTI MOKYIMOK KiieHTiB. Ause, BueHi Jlik Tta bacy
3BEPTAIOTh YBary Ha Te, 1[0 MOBTOPIOBAJIbHA MTOKYIKA HE 3aBX M TOBOPUTH PO TE, IO Y
BaIIOro KJII€HTA MMO3UTUBHE CTABJIEHHS JI0 Bammoro 0i3Hecy. Ha 11e Takox, BapTo 3BEepHYTH
yBary.

Jlnst hopmyBaHHS POTPAMU JIOSTIBHOCTI 000B’SI3KOBO PO3MIISIHYTH KOHBEPCIHHY
mozenb Ana Xodmeiip 1 byrua Paiica. OCHOBHI NOKa3HHUKY I1€1 MOJIE€I1 HACTYIIHI:

1. 3a10BOJICHICTD;

2. BaXIUBICTH BUOOPY;
3. anbTepHATUBY;

4. KOJIMBaHHS.

3a J0MOMOTOI0 IHOTO aHai3y MH 3MOKEMO IpOoaHali3yBaTH MNPUXWIBHICTb
CIOKMBAYIB JI0 HAIIOI KOMITaHI1 Ta 3pO3yMITH OCHOBHI KOMIIOHEHTH, SIKI HaM MOTpPiOHI
1uist pOpMYyBaHHSA MPOTPaMHU JIOSITBHOCTI. TOOTO, YOMY HAIly KOMITAHIIO JIFOOJISTh.

“Basiciueoro 4acmuHow MOO0eno8aHHs 00820MPUBAIUX BIOHOCUH KIIEHMA Ha
NPOMUCTIOBOMY DPUHKY € PO3POOKA KOMNIEKCY 3aX00i8, W0 CYNpO80OA(CYSAMUMYNb
CHOJMCUBAYI8 HA KOJCHOMY 3 emanié uo20 KOPUCMYBAHHS MOGAPAMU YU NOCLY2aMU
nionpuemcmea. IIpome 0115 npoMUCIO08020 PUHKY YNPABAIHHS JIOSATLHICINIO OYHCEe CUTLHO
NepeniimacmovCa 3 HCUMMESUM YUKIOM KIIEHMA. YNpaeninHa N0ANbHICMIO HA OCHOGI
HCUMMEBO20 YUKTY KIIEHMA — Ye YNPABLIHHA AKMUGHICMIO HANpABIeHe HA CNOXCUsayd,
wo 6a3zyemvpcs HA NOO0BNHCEHHI chisnpayi ma maxcumizayii npubymky (puc.1.)”. —
Katerina Bazherina, Ph.D., Associate Professor. [3]

48



XVI MixHapogHa HayKoBO-NpakTnyHa KoHpepeHuia «B2B MARKETING»

L'OREAL @ e R A S S2RER M v onmuka fielmann
o AN KﬂiEHT"I: nocTiitui Kpaii cioskusaui
i Homt o KJIEHTH, aﬁcoplomo yTpHMaHHs/TypGoTa
OBI KJIIEHTHU JIOSLIIBH1
9
o =
o S - —— - -
. . - ~
[Morenuitini »” S
. i SN 36epexkeHHs
KIIEHTH , ~ 3 .
/ y \\ AKTHUBHOCT1
4 AN
4 A Y
U4 \
,’ Edexrupne ynpapminus “ . ’”
,’ BIJITOKOM KJIIEHTIB \‘ R
4 \ g
/ \ PR
V4 \ ”
/ \ -7
,’ \s - -
7/
4
b
U
/
,l
/s >
) N9%s Yac
3kryuenns Arxmusayis Ilepexpecni npooadxci Ympumanns 3axpumms

Puc. 1 “YnpaBniHHs JOSUIBHICTIO HA OCHOBI )KUTTEBOTO LUKITY Kii€eHTa” [3]

Bueni Jlepek Asmnen 1 Tannupy Pao po3ainsitoTh JNOSAIBHICTh Ha €MOLINWHY Ta
KOrHiTUBHY. Hacamnepen Hac 1iKaBUTh KOTHITUBHUM acleKT y JIOsuIbHOCTI. Koenimugna
(60Ha Jic payioHANbHA) NOANLHICMb NOG'A3AHA 3 PAYIOHATLHUMU MIDKYBAHHAMU |
Xapakxmepuzyemscs mMakumu @Gaxmopamu, SAK Yina, 6i0CMaHb 00 MA2a3uHy, 4ac
OUIKY8AHHSL 1 iH. - MOOMO 6ce, Wo MoXCHA sumipsamu 6 yuciax [4].

3a moaemmo OumiBepa [5] MokeMO TTOOAYHTH, 1110 KOTHITUBHA JIOSIBHICTE (Puc. 2)
3HAXOAUTHCS HA Tepmomy cTyneHi. TooTo, g ¢hopma € TOCUTh CIa0KOI0, PIIEHHS PO
MOKYNKY (OpPMYy€EThCS 3 parfioHabHOI 1HGOpMAIIl MPO MPOIYKT, SKUK X0Ue KYyIMUTH
cnoxkuBad. lle cmpusie TOMy, IO SKIIO KIIE€HT 3HAXOJUTh XOUY TPOILIKH KpalLly
IPOIO3HUIIIIO BIH MEPEXOAUTH A0 KilleHTa. ToMy, 1uist popMyBaHHS JOSIBHOCTI HAM BapTO
3BEpPHYTHU yBary Ha AKTUBHY JIOSUIbHICTb. 3aBJSKHU SIKIM, KOMIIaHisl 3M0Oke c(hopMyBaTu
CTIMKMIA Iy KITIEHTIB, sIKI OyAyTh HAAIHHUMU B OYy1b-AK1 YaCH.

I JloaneHICTE, 3aCHOBAHO HA BIJHOIISHH1 I

i1
U AKTHEHA
u Boasosa / JIOATEHICTE
/ JIOATBHICTE
Emomifi=a
/" JIOATBHICTE
KorasiTaeHa

JOAIIBHICTE

Puc. 2 “Mopens NOSJIBHOCTI, 3aCHOBaHa Ha BiHOIIEHHX 110 OmniBepy” [4, 5]

[lin yac opmyBaHHs mporpamu JIOsUIBHOCTI BapTo He 3a0yBatu mpo “Edext
[Taperro”. KoMmanii 3Ha1o0uTh cTBOpeHHs/BUukopucTanus BiacHoi CRM cucrtemu, sika
JACTh 3MOTY BIACHIJIKOBYBAaTH HACKIJIBKH KIIEHTH € BaXJIMBUMHU JJi1 KOMIMaHii. 3a
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JOTIOMOT OO 1€ aHAIITUKH, BIJJUI MIPOJIAXKIB 3MOKE CKOHLIEHTPOBYBATH CBOI1 IPOJAXKI1
HE BCIM KJIIEHTaM, a TIJIbKM YaCTHHI 13 HUX ISl €(DEKTUBHOTO JOCSITHEHHS MOTPiOHOIO
00’eMy MPOIAXKIB.

Ha 3aBepuieHHs, po3riasiHeMO Bxe caMe (QOpMyBaHHSA JIOSUIBHOCTI 3aBISKU
MoJIeITi, sika OyJia ctBopeHa BueHumu Ctopbakom, CtpanasikoM i ['poupycom (Puc. 3).

ITinroToBKa
CremiaTicTiB

BHCOKi 3a10BOICHICTh
nponaxki Ta Ta KOMIIEeTeHIIiA
IpHGYTOK IpaLiBHHKIB

BimviHHHE
PpiBeHB cepBicy

Puc. 3 “Iluxniuauii npouec GopMyBaHHS CIOKUBYOI JIOSIBHOCTI [2, 6]

st Mozienib 1a€ 3MOTY BUBHAUUTH B3aEMHUHU CIIOXKMBayYa 1 MOKYIIIS Ta 30CEPEAUTH
yBary KOMIaHii Ha TOJJOBHUX €Tamax IbOro Mpolecy, siki MOTPIOHO BJIOCKOHAIMTH Ta
IPOIPAIIOBATH 3aBJASIKA BHINE TEPEePaxOBaHUM METOAOJOTIAM g  (OpMyBaHHS
PaBUWJIHLHOTO OaueHHS, IO TaK JOSUIBHICTH Ta sK 1i (hopMyBaTH.

Ha 3aBepmienHs, MoxeMO cKa3aTd, W0 3aBIsSKH (OPMYBAHHIO MPOTrpamMu
JOSUTBHOCTI Ta BWIIE TEPEPaxOBAaHUM METOAOJOTIAM MU MOXEMO JO0JaTH JOJIaHy
BapTICTh JI0 CBOTO MPOIYKTY.

Cuucok Jgireparypu:
1. Dick, A. S. Customer Loyalty: Toward an Integrated Conceptual Framework.
Journal of the Academy of Marketing Science. 1994.Vol.22(2). P. 99-113
2. Marictepcbka aucepraliist Ha 3400y TTs CTyIEeHs MaricTpa 31 cneniaabHocTi 075
«MapkeTuHr» Ha Temy: «@OpMyBaHHS CTpaTEril yNpaBJiHHS JOSUIbHICTIO CIIO’KHUBAYiB
nignpueMctBay, OBt A. A. [enexkTponHuii pecypc] // Jloctym no pecypcy:
https://ela.kpi.ua/bitstream/123456789/39312/1/Ovdii_magistr.pdf
3. «YTIPABJIIHHA JIOAJIBHICTIO HA ITTPOMUCJIOBOMY PUHKY HA
OCHOBI XXUTTEBOI'O LIUKJTY KJIIEHTA», Katerina Bazherina, Ph.D., Associate
Professor [enexrponnuii pecypc] // Jloctym no pecypcy:
https://economics.net.ua/files/archive/2019/No6/14.pdf

50


https://ela.kpi.ua/bitstream/123456789/39312/1/Ovdii_magistr.pdf
https://economics.net.ua/files/archive/2019/No6/14.pdf

4.

XVI MixHapogHa HayKoBO-NpakTnyHa KoHpepeHuia «B2B MARKETING»
L'OREAL ﬁ e R A S S2RER M v onmuka fielmann

«ITPOI'PAMMU JIOAJIBHOCTI CITIOKMBAYIB 10 bPEHY», Knsuenxko 1.O.

303ynboB O.B. [enekrponnuii pecypce] // Joctym no pecypcy:
https://ela.kpi.ua/bitstream/123456789/12367/1/2012_5_Klyachenko.pdf

S.
6.

Journal of Consumer Marketing, vol. 15, No. 5, 1998, pp. 435-448.
Hamilton, D. L. Perceiving persons and groups. -1996. Vol. 103. P. 336 — 355

51


https://ela.kpi.ua/bitstream/123456789/12367/1/2012_5_Klyachenko.pdf

