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[JnHamiuHWiA pO3BUTOK LUIPOBKX TEXHOJIONN i 3MiHA CMOXMBYMX O4iKyBaHb 3yMOB/IOKOTL NOTPE6GY B NepeocMuc-
JIEHHI opraHi3auii 6i3Hec-npouecis hiHaHCOBMX YCTaHOB. [MOCUNIEHHS PO/ KMTIEHTCHKOTO A0CBIAY Ta LWBWAKOCTI Ha-
[aHHS NoCNyr akTyanizye HeOOXiAHICTb Y3rogKEHHS MapKETUHIOBMX, OnepaLiiHuX i CepBICHNX KOMMOHEHTIB fisifib-
HOCTi. BogHouyac po3pi3HeHe ynpas/iHHA KTIEHTCbKMMU AaHVMK Ta npouecamy 06Mexye aHaniTUYHI MOX/IMBOCTI
(piHaHCOBYX YCTAHOB i yCKNagHe hOpMyBaHHS LiTICHOTO 6aveHHs KNIEHTCHKMX NOTOKIB. Y LibOMY KOHTEKCTI iHTe-
rpayisi KopnopaTuBHUX iHChOpMaLIiHUX CUCTeM HabyBae CTpaTeriyHOro 3Ha4eHHsl, CTBOPIOOYM NepeaymMoBM Af1s
NOEAHAHHA MAPKETUHIOBMX PilleHb 3 onepauiiHIMKN MOX/IMBOCTAMU. METO AOCTIIKEHHSA € 0OI'PYHTYBaHHA PO
iHTerpaLii KopnopaTMBHUX iHPOPMALHMX CUCTEM Y NiABULLEHHI €heKTUBHOCTI ynpaBAiHHA KMTIEHTCbKMMK NOTOKa-
MW (hiHAHCOBMX YCTAHOB B YMOBax LMpoBOi TpaHcopmallii, 3 ypaxyBaHHAM pPO3BUTKY OMHIKaHa/IbHOI B3aeMOSIT
Ta 3aCTOCYBaHHSA IHCTPYMEHTIB aHaUliTUKW | LUTYYHOTO iHTENEKTY.

KntouoBi cnoBa: thiHaHCcOBMiA cekTop,undpoBa TpaHcdopmaliss, CRM-cuctemn, ERP-cuctemu, iHTerpauis 6is-
Hec-npoLeciB, ynpaB/iHHA KNIEHTCbKMMMW NOTOKaMW, LUTYYHWIA iIHTENEeKT,iHTerpawis MapKeTUHry i N0oricTUKY, NepcoHa-
nisauis noc/yr, OMHIKaHa/IbHWIA Nigxia, KTiEHTOOPIEHTOBaHI Mogeni.

The dynamic development of digital technologies, the rapid diffusion of artificial intelligence solutions, and the
transformation of consumer behaviour are fundamentally reshaping the operating environment of financial institutions.
Increasing competition from fintech companies, the growing expectations of customers regarding personalization,
speed, transparency, and seamless omnichannel interaction require financial institutions to reconsider traditional
approaches to organising business processes. In particular, the growing importance of customer experience
management and real-time service delivery emphasizes the need for deeper alignment between marketing,
operational, and service components of institutional activities. At the same time, the fragmented architecture
of corporate information systems, the separation of CRM, ERP, and analytical platforms, and the decentralised
management of customer data significantly limit analytical capabilities. Such fragmentation complicates the formation
of a holistic view of customer journeys and flows, reduces the accuracy of demand forecasting, weakens coordination
between front-office and back-office functions, and ultimately constrains the strategic flexibility of financial institutions.
In this context, the integration of corporate information systems acquires strategic significance. System integration
enables the consolidation of customer data, synchronisation of marketing campaigns with operational capacity,
optimisation of service processes, and implementation of advanced analytics and artificial intelligence tools for
predictive modelling and decision support. It also creates the technological foundation for effective omnichannel
interaction, ensuring consistency of customer experience across digital and physical touchpoints. The purpose of the
study is to substantiate the role of corporate information system integration in enhancing the efficiency of customer
flow management in financial institutions under conditions of digital transformation, with particular emphasis on
omnichannel development, data-driven decision-making, and the application of advanced analytical technologies.

Keywords: financial sector, digital transformation, CRM systems, ERP systems, business process integration,
customer flow management, artificial intelligence, marketing and logistics integration, service personalisation,
omnichannel approach, customer-centric models.
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MocTtaHoBKa npo6nemu. ®diHaHCOBUIA cek-
TOP 3a HUHILWHIX YMOB PO3BUTKY XapakTepusy-
E€TbCA BWCOKMM PIiBHEM 3a/ly4eHOCTi UndpoBoi
TpaHcopmav,i, LWo € HacnigKom HU3KN hakTo-
piB, 30KpeMa 3POCTaHHAM KOHKYPeHLiii, 3MiHO
NnoBeAiHKM CnoXusadiB piHAHCOBMX MOCyr Ta
aKTMBHWM BNPOBaMKEHHAM iHGhopMaLiiHNX Tex-
HOMOrii y Gi3Hec-npouecK PiHaHCOBUX YCTaHOB.
CyyacHuii eTan pO3BUTKY PUHKY (piHAHCOBUMX
NoC/Ayr MOXHa oXapakTepusyBaTu SIK OCTaHHI0
NaHKy nepexoay A0 KNiEHTOOPIEHTOBaHOI Mogeni
doyHKUioHYyBaHHs. Cepe NOMITHUX 3MiH BUAINA-
€TbCA 3POCTaHHA POAi KNIEHTCbKOro A0CBigY Ta
LWBMAKOCTI HagaHHA dpiHaHcoBuX nocnyr. Cno-
XMBaui 04ikyloTb NepcoHaslizoBaHMX MpPono3un-
i, 6e3nepepBHOro cepsicy Ta onepaTtuBHOroO
pearyBaHHA He3a/1eXHO Bif, KaHa/ly B3aeMOAIl 3
thiHaHCOBOI YCTAHOBOK. 3a Takux yMOB Mapke-
TUHT gefasii TiCHiLWe MoB'A3YETbCA 3 JIOTICTUKOK
dhiHaHCOBMX Nocnyr, sika 3abesnevye ynpasiHHA
iHpopMaLiiHMK, cepBiCHUMU Ta (PiHAHCOBUMY
noTokamu.

BogHovac y pAignebHOCTI 6Garatbox nignpu-
€EMCTB (DiIHAHCOBOIO CEKTOpY 36epiracTbCcsa Npo-
6nema parMeHTapHOCTi MapKeTUHIoBUX |
NOTiCTUYHMX NPOLIECIB, L0 NPOABNAETLCA Y Bif-
oKpeMaeHoMY (OYHKLIOHYBaHHI BiAgnoBigHUX NiA-
po34iniB, BUKOPUCTaHHI HecyMmicHUX iHdopma-
LiHMX cMCTEM Ta BICYTHOCTI €AMHOro niaxoay
[0 YNpaBniHHA K/IEHTCbKUMKW MNOToKamn. Taka
(bparMeHTapHiCTb NPU3BOAUTL [0 Hey3romxe-
HOCTi MapKETMHIOBUX PilleHb i3 onepauinHnMm
MOX/IMBOCTAMU (PIHAHCOBUX YCTaAHOB, 3HUXYE
e(peKTUBHICTb BUKOPUCTAHHSA KNIEHTCbKUX AAaHUX
i CTPUMYE LOCATHEHHS CUHEPreTU4Horo edpekty
Bif, iHTerpauii MapKeTUHry i JIOTICTUKN.

Came nopgonaHHa npobnemun pparmeHTap-
HOCTi € OJHUM 3 K/TIO4YOBUX 3aBAaHb MapKeTUHry
i AaHiii cdpepi. BnopsigkoBaHuii 06MiH iHhopm-
L€ 3 NIONCTUYHUMK MpouecaMy € TUM caMuM
pilleHHAM AONA nofonaHHA npobnemu. lMpote
BMPOBaKEHHSA LbOTO HE € TakNM NPOCTUM, AKAM
30aeTbCcA Ha nepwwuii nornag. Knwoyosy posb
y MOKpaLeHHi chiBnpaui Ta uislicHoMy 6a4yeHHi
cuTyauii BigirpatoTb KOpnopaTuBHi iHhopMaLiiiHi
cuctemm knacy CRM (Customer Relationship
Management) tTa ERP (Enterprise Resource
Planning), Aki hopMyt0Tb TEXHONOrIYHY OCHOBY
iHTerpavii MapKeTuHry i Norictuku giHaHCOBUX
NOCAyT.

AHani3 ocTaHHiX AocnigKeHb i nyonikawii.
Y [JocnifpKeHHAX OCTaHHIX POKiB 3HauHa yBara
NPUAINAETLCA BUKOPUCTAHHIO LUTYYHOTO iHTe-
NeKTy Ta aHaNiTUYHUX TEexXHONorin y cdepi
ynpaB/iHHA  K/TIEHTCbKUMM  B3aEMOZigsMK  Ta
6isHec-npouecamn iHaHCOBMX YyCTaHOB. Tak,

Arshad, Zeb Ta Mustafa [1] po3rnsgaioTb MOX-
NMBOCTI NiABULLIEHHA edIEeKTUBHOCTI ynpaBniHHSA
BifHOCUHaMW 3 KNieHTamun y dpiHaHCOBUX CepBi-
cax LUIAXOM 3aCTOCYBaHHS LUTYYHOIO IHTENEKTY
Ta aHauTiTMKN Ha 6a3i faHnX. Y KOHTEKCTI Lmdpo-
BOI TpaHcdopmauii 6i3Hec-cepefoBua Baro-
MUMW € TakoX pocnigpkeHHs Keacosoi J1. C. [4],
fIKa po3rNsfaEe CyvyacHi MexaHiamu Ta undposi
IHCTPYMEHTU  MapKeTUHIOBOro  iHHOBaLINHOIO
PO3BUTKY MiANPUEMCTB. Lie NMOo/oXeHHA € pene-
BaHTHMUM /151 (DIHAHCOBOTrO CEKTOpY, Ae iHTerpa-
uist Al 3 CRM Ta iHWMMK KOPNopaTUBHUMU CUC-
TemMamu 3abe3nevye CUHeprito MapkKeTUHIOBUX i
onepawuiiHux pilweHb. JloaatkoBo, KoHapartiok I1.
[5], aHani3youm cydacHi BUKINKN Ta nepcnek-
TVBW MDKHaPOAHOT NOTICTUKN, akLLEHTYE yBary Ha
HeobXiAHOCTI undpoBsi3aLji Ta iHTerpadjii iHop-
MauiiHUX MOTOKIB SIK K/104OBOI YMOBWU NiaBU-
LLIeHHA edDeKTUBHOCTI YNpas/iHHA npouecamu.

BuaineHHA HeBupilleHUX paHiwe uyac-
TUH 3arasibHOI nNpo6nemu. HagiTb npu pos-
TNAAI LWMPOKOro CNeKkTpy HaykoBux npobnem Ta
rMMGOKOro X aHanisy, Aedki acnekTn opraHisa-
LiiHO-EKOHOMIYHOTO 3abe3nevyeHHst OYHKLiOHY-
BaHHA MapKETUHIOBOI JIOTICTUKN Ha MignpueEM-
CTBax 3a/MLLIaTbCA HeBUpiWeHUMU. MogasibLui
HayKoBi AOCNIAKEHHS [AOUi/IbHO CcnpsMyBaTu
Ha pPO3pOOKYy METOAMYHMX NiAXoAiB A0 OUiHI0-
BaHHA e(eKTUBHOCTI 3aCTOCyBaHHA LUTYYHOIO
IHTENEKTY Ta OMHIKaHaNbHUX CTpaTerii y diHaH-
COBMX YyCTaHOBax, a TaKOX Ha (popmMyBaHHSA
NoKa3HWKIB pe3ynbTaTUBHOCTI YNpaBiHHA K/li-
EHTCbKUMU noTokamu. OKpemoi yBaru notpebye
OOCNIMKEHHA NPaKTUYHUX acnekTiB iHTerpaui
KOpnopaTuBHUX iH(hOpMaLiiHUX cuctem 3 ypa-
XyBaHHAM pU3NKIB LMPOBOI TpaHcdopmau,ii Ta
BMMOT iH(popMaLinHOT 6e3neku.

dopmynoBaHHA Uinel cTarTi. MeTot
CTaTTi € BM3HAYEHHS 3HAYeHHs iHTerpauii Kop-
nopaTMBHUX iHPOPMALLIiHUX CUCTEM SIK YAHHUKA
NiABULLEHHA pPe3ynbTaTUBHOCTI YNpaB/iHHA Kili-
EHTCbKMMU MOTOKaMu (DIHAHCOBUX YCTAHOB Y
npoueci unpoBoi TpaHcdopMalLiii 3 ypaxysaH-
HAM BMNPOBaPKEHHS OMHiKaHa/IbHUX Mogenei
B3aeMO/il Ta BAKOPUCTAHHA aHaliTUYHUX | IHTe-
NeKTyasIbHNUX TEXHOJOTIN.

Buknag OCHOBHOro wmarepiany pAocni-
pxeHHA. CRM- ta ERP-cuctemn BBaXkalTbCs
6a30BMMUN enemeHTaMmy LUnpoBoi iHPpPaCTpykK-
Typu (hiHaHCOBUX yCTaHOB. BoHM 3a6e3neuyioTb
LeHTpasi3oBaHuii 36ip, 06pobKy Ta BMKOPWUC-
TaHHA AaHuX Npo KIEHTIB, onepadiiiHi npouecu
W cpiHaHCcOBI pe3ynstatn AisnbHocTi. CRM-
CcUCTEMA aKyMy/Io€E Ta CTPYKTYPYE AaHi Npo Kii-
EHTIB, TXHIO MoBefiHKy, hiHAHCOBI NOTpebu Ta
KaHa/M B3aemofji, L0 CTBOPHE iHhopMaLiiHy
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OCHOBY /191 NPUNHATTA MapKETUHIOBUX pPilleHb
i nepcoHanisauii oiHaHCOBMX NPOAYKTIB. BogHO-
yac ERP-cnctema 3abe3neuye iHTerpaLito BHy-
TpPiWHiX 6i3Hec-npouecis (hiHaHCOBOT yCTaHOBM,
BK/IHOYAOUN yNpas/iHHA pecypcamu, onepawii-
HOK [LiA/IbHICTIO, (DiIHAHCOBMMW MOTOKaMn Ta
cepsicHMM 3a6e3rneyeHHsAm [8].

Bisyanizauis avHamiku poni CRM- 1a ERP-
cucTeM Yy thiHaHcoBOMY cekTopi (puc. X) AeMOH-
CTPY€E CTilKy TEHAEHLi0 00 3pOCTaHHA X 3Ha-
YYLLOCTi NPOTArOM OCTaHHIX M'ATU POKiB. AKLLO
Ha no4yatkoBomy etani CRM i ERP nepeBaxHo
BUKOPUCTOBYBa/INCA SAK OKpPeMi (PyHKLIOHasTbHI
IHCTPYMEHTKU, TO 3 4YacoMm iX poNb MNOCTYNOBO
TpaHchopmyBanaca y Hanpsami hopMyBaHHS
€QWHOro iHTerpauiiHoro cepegosuua. Oco-
6/1MBO MOMITHAM € TMNPUCKOPEHHA 3POCTaHHA
BaXK/INBOCTI iHTerpoBaHoro BukopuctaHHa CRM
Ta ERP nicna 2022 poky, Wo 3yMOB/IeHO NifBu-
LLIEeHHAM BUMOT [0 nepcoHastizauil piHaHCOBUX
MOCNYyr, WBUAKOCTI 0O6POOKM KNIEHTCbKUX 3anu-
TiB Ta Y3rofXeHOCTi MapKEeTUHIOBUX i NOTICTUY-
HUX pileHb. TakuM 4uHOM, iHTerpauis CRM i

ERP BucTynae Kno40oBOK NepeaymMoBO0 NiaBu-
LLLEHHST ePEKTMBHOCTI yNpaBiHHA KMTIEHTCbKMMU
noTokamu y (piHaHCOBMX yCTaHOBax.

Moganblumii pO3BUTOK iHTErpaLinHoro cepea-
oBuwa Ha ocHoBi CRM Ta ERP 3ymosntoe
HEOOXiAHICTb BMKOPUCTAHHA IHCTPYMEHTIB IHTe-
nexTyanisauii Ta aBTomaTtusauii ynpasniHHS
KMNIEHTCbKMMKM MOTOKaMW. Y UbOMY KOHTEKCTI
0CO6/MBOr0  3HA4YeHHS HabyBalTb TEXHO/O0-
Ml WTYYHOro iHTeNeKTy Ta OMHiKaHabHWi nig-
Xig, AKi 4O3BOMAKOTL TpaHCOPMYyBaTK HaKoMnu-
YeHi K/IIEHTCbKI faHi B onepaTuBHi ynpaBniHCbKI
pilleHHA Ta 3a6e3neunTn y3rogKeHy B3aEMOoLito
MiX yCiMa KaHanamu 06C/1yroByBaHHS.

LUITy4yHWA iHTENEeKT BUCTyNae iHCTPYMEHTOM
nigBULLEHHS ed)eKTUBHOCTI  ynpaBniHHA  Ki-
EHTCbKMMM NOTOKaMWn y (piHaHCOBOMY CEKTOpi,
3abesneuyoun nepexig Big PETPOCNEKTUBHOI
aHaniTUKK A0 ynpaBniHCbKMX PilleHb, CNPAMOBa-
HMX Ha MPOrHO3yBaHHSA. 3aCTOCyBaHHA a/lropuT-
MiB MalUWHHOro HaBYaHHS Ha OCHOBI iHTerpoBa-
Hux gaHnx CRM Ta ERP no3Bonsie 3gjilicHioBaTu
NPOrHo3yBaHHA NOMUTY Ha piHaHCOBI Nocnyrn

Esoniowin poni CRM Ta ERP-cuctem y dinancoBoMy cektopi (2019-2025)

10 1 —8— CRM
- ERP

=d= CRM + ERP (iHTerpauis)

PiBEHE BaMNMBOCTI {}’MDEHE weana)l

LWeKaKa iHTErpaLia

2019 2020 2021
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Pik

Puc. 1. AvHamika 3pocTaHHA posii CRM ta ERP-cuctem y cpiHaHCOBOMY CeKTOpi
npotarom 2019-2025 pokis

Lxepesio: cqhopmosaHO asmopom Ha 0CHosi dxepes [5; 6]



EKOHOMIKA TA CYCIMNINbCTBO

Bunyck # 83 / 2026

3 ypaxyBaHHSIM MMOBELIHKOBUX XapakKTepucTuK
KMIEHTIB, CE30HHNX (akTopiB Ta 3MiH PUHKOBOIO
cepepgosuula [1].

ABTOMAaTM30BaHi pekoMeHAauinHi cuctemu,
cthopmoBaHi Ha 6asi  LWITYYHOrO IHTEMEKTY,
3abe3neuyoTb  MepcoHanisauito  hiHaHCOBUX
MPOAYKTIB i CEPBICIB Y PeXuMi peasibHOro yacy,
CMPUSOYN Y3roIKEHHIO MapPKETUHIOBUX PilleHb
3 onepauiiHMMY MOX/IMBOCTAMMU  (DIHAHCOBUX
ycTaHoB. OKpiM LbOro, BMKOPUCTAHHA LITYY-
HOrO iHTeNeKTy Ana onTuMmi3auil HaBaHTaXEeHHS
Ha KaHa/im 006C/TyroByBaHHA LUMAXOM iHTENekK-
Tya/IbHOr0 PO3MNoAiny KMIEHTCbKUX 3anuTiB MiX
umgpoBnuMM Ta i3MYHUMM KaHanamu [03BO-
NSAA€ CKOPOTUTW JIOTICTUYHI PO3PMBU, 3MEHLUNTYU
yac 06po6KK 3anunTiB | NiABULLINTY €DEKTUBHICTb
BUKOPUCTaHHA pecypcis [2].

OMHiKaHa/bHWiIA niaxig BUCTYNae KAH4Y0BUM
€/1eMeHTOM IHTerpoBaHoro ynpasfiHHA KNIiEHT-
CbK/MW NOTOKaMu, OCKifibku 3abe3nedye 6e3-
MepepBHICTb Ta Y3rOKEHICTb  K/TIEHTCLKOIO
[O0CBifly He3a/1eXHO Bif kKaHany B3aemofii. IHTe-
rpauis oHnanH- Ta ochnaiiH-kaHaniB [03BOSSIE
3MEHLUNTY NOTICTUYHI PO3PUBM Y HaaHHI piHaH-
COBWX MOCAyr, 3abe3neuntu onepatMBHe pea-
ryBaHHS Ha 3anuTu KNIEHTIB i NiABULLNTY ediek-
TUBHICTb BUKOPUCTaHHS pecypciB ycTaHoB. Kpim
TOro, OMHiKaHaNbHICTb cnpusie Gifibll TOUHOMY
360py Ta aHasli3y KNIEHTCbKMX AaHWUX, WO CTBO-
PHOE OCHOBY A/151 NEPCOHAaNi30BaHNX NPONO3NLIil
i NiATPUMKN CTpaTeriuHMX pieHb y cdiepi map-
KETUHTY Ta NOTiCTUKK (PiHAHCOBUX MOCAYT.

AHani3 cyyacHoro crtaHy (QiHaHCOBOIO Cek-
TOPY [AEMOHCTPYE MNOCU/IEHHS poni LMdpoBoi
TpaHcdopmadii Ta KNiEHTOOPIEHTOBAHUX MoAe-
nevi ynpasniHHsa. IHTerpauis CRM i ERP y eanHe
cepegoBuwe 3abesneyye UinlicHe ynpa./iHHSA
KNIEHTCbKMMW NOTOKaMK, Y3rOMKEHHA Mapke-
TUHIOBUX | onepauiiHuX pilleHb Ta ONTUMI3aLito
pecypcie hiHaHCOBMX YCTaHOB. BuKopuCTaHHSA
LUTYYHOTO HTENEKTY CNPUSE MPOrHO3yBaHHIO
nonuTy, NepcoHanizauii Npono3uuii i onTumisa-
Lji HABaHTaXXEHHS Ha KaHa/m 06C/YyroByBaHHS,
TOo4i K OMHIKaHaulbHWIA nigXxig rapaHTye 6e3-
NMepepBHICTb KIIEHTCLKOrO A0CBiAYy Ta iHTerpa-
Lit0 BCiX KaHaniB B3aeMOSii. YCi Ui KOMMNOHEHTU
B3aEMOZiOTb A/19 NiABULLEHHSA ed)eKTUBHOCTI
ynpaBniHHA KNIEHTCbKMW NOTOKamun Tta hopmy-
I0Tb OCHOBY [A/151 CTPaTeriyHoro po3suUTKy oiHaH-
COBUX yCTaHOB [3].

BuUcHOBKWU. Y Xopfi [OC/IIKEHHS BCTaHOB-
NEHO, WO UMdPOoBI TEXHOOTIT BUCTYNAKTb KIt0-
4YOBMM KaTani3aTopoM IHTerpauii MapKeTUHry
i Nnorictukn y piHaAaHCOBOMY CEKTOpi, TpaHc-
dhopMyrouM TpaguuiiHi nigxogn A0 opraHizawi
Gi3Hec-npoueciB Ta ynpaBiHHA KAIEHTCbKUMU
notokamu. Lindpposisauiss cnpusie nogonaHHo
(PYHKUIOHA/IbHOT  pO3’€AHAHOCTI  MDK nigcuc-
TemMamu npocyBaHHA (DIHAHCOBUX MPOAYKTIB i
onepavuiinHoro 3abesneyeHHs ix HagaHHsA, dop-
MylOuM eauHe  iHbopmauiiiHe cepepfosuLle
MPUAHATTA piweHb. OO6IrpYHTOBAHO, WO iHTe-
rpauis kopnopatuBHUX iH(OpMaLiiHUX cucTem
(CRM, ERP, aHanitMyHux nnardgopm) 3abes-

Tabnmua 1

BuKOpUCTaHHSA LWUTYYHOrO iHTE/IEKTY B YNpaBiHHi KNIEHTCLKUMU NOTOKaMu
¢hiHaHCOBMX yCTaHOB

pPO3Mn0Ain KMIEHTCbKNX | LMADPOBUX KaHasiB,

Hanpsam Hi o Bnnue H
anp Aani, wo MpakTnuHnii ecpekr N 1a

3acTocyBaHHsA LI BUKOPUCTOBYHKOTbCSA e(heKTUBHICTb
[MporHo3yBaHHA CRM, ERP, noBefjiHKOBI TouHiwe 3HWKEHHA PU3NKY
NnonuTy Ha PIHAHCOBI | AaHi KNIEHTIB, CE30HHI NPOrHo3yBaHHsA NoTpeb |nepeBMpobHULTBA
nocayru dhakTopm KNIEHTIB nocnayr
MepcoHanizadis IcTOpis TpaH3aku,ii, IHOUBIAYyaNbHI 3pocTaHHA
(piHaHCOBYX NpocoiNi KNiEHTIB, LMgpoBa |nponosunuiiy NosAIbHOCTI Ta
NPOAYKTIB aKTUBHICTb peasibHOMY 4aci [oxoay Ha K/ieHTa
IHTenekTyanbHui [aHi KOHTaKT-LeHTpIB, OonTumasnbHuit

pOo3Mn0Ais MidXX OHAalH i CKopoUeHHs yacy

3anvTis HaBaHTaXXEHHA CUCTEM ohiaiiH kaHanamu 06C/yroByBaHH
Y3rogxeHHs P MiaBULLIEHHS
MapKETUHIOBMX Ta IHTerpoBaHi CRM/ERP paHi ?;HEEOH(';SH'H nonuty NPOAYKTUBHOCTI
onepauinHnX pilleHb Pecyp yCTaHOBMU
OnTumisauis [aHi Npo 3BepHeHHs, ﬁggg;ﬁ?;;ew q Eﬁg&vggii
KNIEHTCbKMX MOTOKIB | MApLUPYTW 06C/TyroByBaHHSA Kananis pecypcis

[Dxepesno: cghopMoBaHO aBMoOpPoOM
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Neyye CMHXPOHI3aLil0 MapKETMHIOBUX CTpaTeril
i3 NOTICTUYHMMKU  MOX/IMBOCTAMU  PiIHAHCOBMX
yCTaHOoB, MigBULLYE MPO30PICTb NOTOKIB AaHUX
Ta ONTUMI3ye po3nogin pecypcis. BukopnctaHHA
IHCTPYMEHTIB PO3LUMPEHOI aHaUTITUKN Ta LUTYY-
HOro iHTEeNeKTy A03BOJISE NPOrHo3yBatu NonuTt
Ha (piHaHCOBI mocnyrn, mogentoBaT HaBaHTa-
XXEHHS Ha KaHasim 06CNyroByBaHHs, YAOCKOHaA-
NoBaTN  YNpPaBNiHHA KNIEHTCbKUMU  NOTOKaMu
Ta nigsvwyBaTy piBeHb nepcoHavi3auil B3a-
€EMOAi. PO3BUTOK OMHIKaHa/IbHUX KOMYHiKaLlii
y Mexax iHTerpoBaHoi UMdpoBOi iHpaCTpykK-
Typu 3abe3neyye y3romkeHiCTb MapKeTUHIOBUX
NnoBiAOMMNIEHb i3 onepauinHuMKM npouecamu,
CMpUSEe CKOPOYEHHID Yacy 06C/yroByBaHHA Ta

dopmye 6e3nepepBHUIA  KMIEHTCbKNIA  AOCBIA,.
TakMuMm 4YMHOM, UMAIPOBI TEXHONOriI He nule
NiABMLLYIOTb €(EKTUBHICTE OKpeMUX (OYHKLi-
OHaJIbHUX HanpsAMiB, a W CTBOPKKTb CUHEp-
FETUYHNA edeKT Big iHTerpauii MapKeTuHry i
NOTICTUKMA, NOCUJ/TIKOKYM  KOHKYPEHTOCNPOMOX-
HICTb (DiIHAHCOBUX YCTaAHOB Y [OBrOCTPOKOBINA
nepcnekTuBi.

MepcnekTBn  nNojasiblumx  [OCigKEHb
NnoB’A3aHi 3 PO3pP06NEHHAM METOAVNYHNX NiAXOAIB
[0 OLiHIOBaHHA PiBHA LMJPOBOT 3piN0oCTi dpiHaH-
COBMX YCTaHOB Ta Ki/IbKiCHOrO BUMIpHOBaHHS
BM/IMBY UMPPOBUX IHCTPYMEHTIB Ha edieKTuB-
HICTb iHTErpoBaHUX MapKETUHIOBO-/TOMICTUUHNX
npouecis.
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