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YNPABJIIHHA KJIEHTCbKUM A0CBIJOM
HA NIANPUEMCTBAX COEPU NOCNYT

CUSTOMER EXPERIENCE MANAGEMENT
AT ENTERPRISES IN THE SERVICE INDUSTRY

AHoTaUifA. B yMOBax Cy4dcHoi 20CTPOI KOHKYpeHLii nepeg nignpueMcTBamm NoCTae HeobXigHICTb GOPOTUCS 3a KIIEHTIB.
MerToto gisiibHOCTi bygb-K020 MigNPUEMCTBA, y TOMY YnCAi Chepu MOCAye, MOBUHHO CTATM MAKCMMAsIbHE 3AgOBO/IeHHS MOTPeb
cnoxusaya. Came opieHTawis nignpueMCcTBa Ha noTpebu OKPemMo20 KIEHTA, 020 MOBegiHKY, GOMOMOXe KOMNAAHII NigBMLMTH
MOMUT HA Ti YW IHLLI MOCAY2K i, K pe3ybTaTt, OTpUMAaTi MaKkCUManbHuiA npubyTok. [ocnigxeHHs noTpeb KaieHTa, 1020 noBegiHKy,
€ CKNIagHUM npoLecoM. OGHUM i3 BAOXINBUX, BIGHOCHO HOBUX HAMPAMKIB JOC/gXeHHs KNIEHTA, Lo Hagae NignpremMcTBy cdepu
oC/1y2 KOHKYPEHTHI nepeBaau, € BUBYEHHS KIEHTCbKO20 gOCBIgy. Lie goromoxe B pOpMYBAHHI T yNPABAIHHI KTIEHTCbKUM
gOCBIgOM, LLO gO3BONTb MIGNPUEMCTBY 3MILHIOBATY IOS/IbHICTb KJIEHTIB, ONTUMI3YyBATU NPOGAXi, CTATU TA 3A/IMLLIATUACS KOH-
KypeHTOCPOMOXHUM Y CBOIl 2any3i gisiibHOCTI. MeToto nybAikayii € BUCBITAEHHS MPOLeCy ynpaBiHHA KTIEHTCbKUM GOCBIGOM
Ha nignpuemcTBax cgepu nocnye. KNiEHTCbKMi gocBig — Lie KOMIMIeKCHA OLHKY KNIEHTOM npovecy B3aEMOGii 3 mignpuemcTsom
yepe3 pi3Hi KaHAM go, Nig 4ac Ta Mic/1s OTPUMAHHS MOCY2K. YIPABAIHHS KTIEHTCbKMM JOCBIGOM — CMCTeMd, Ky MigrnpueMcTsa
BUKOPUCTOBYIOTb /151 BIGCTEXKEHHSI, KOHTPOJIIO TA pea2yBaHHA HA BCi B3AEMOGIi 3 KNIEHTAMM. YpaBAiHHSA KTIEHTCbKUM JOCBIGOM
MOYMHAETHCA 3 MPOLeCy CIPUIHATTA (KOHTAKT, yBa2d, iHTepnpeTauis, NpUIHATTA). HacTynHui eTan — OTpUMAHHS NOCy2u
— KJIIEHTW MPUIAMAlOTb PiLLeHHs MPO 3aMOB/IEHHS MOCAY2M, MOYNHAETLCS YyTPUMAHHS KNIEHTIB | OPMYBAHHS IX 10S1bHOCTI.
[ligTpumka — eTan, Koam B gito BCTyNatoTb Cyx0um NigTpUMKu KAIEHTIB, IKi MOBWHHI pe2ynsipHo 30Mpati Bigayku KIEHTIB Ta
peazyBaTu Ha HUX, BHOCUTU HeobXigHi 3MiHM, gokaagaTy ycix 3ycub, Lob 3a6e3neynTn LWBMGKe Td 3 MiHIMYMOM 3YCi/lb BUPI-
LeHHs1 TOOaXaHb Ta CKape KAieHTA. Y pe3ynbTaTi B3AEMOGIi 3 MignpuemMcTBOM Ta OTPUMAHO20 GOCBIGY Y KNIEHTA GOPMYyETHCS
neBHe cTaB/ieHHs1. CTAB/IEHHS! BK/IIOYAE B cebe NeBHi enieMeHTI: aeKTUBHIIA, KOHITUBHMIA, MOBegiHKOBMIA, Cy2ecTuBHMIA. lpoLec
YMPpaB/liHHS KNIEHTCbKMM gOCBIGOM Ha MIgNpUEMCTBAX Chepy MOCy2 YCKNAGHIOETLCA Y 3B'3KYy 3 HASBHICTIO 0COOMBOCTEVA, SiKi
B/IGCTUBI NOCAY2aM, Ta SiKi HeOOXigHO BPaXOBYBATM Y MAPKETUHR0BIN GisiIbHOCTI.

Knio4oBi cnoBa: MapkeTiHe, kiEHTCbKMIT OCBIG, YNpaBAiHHS KNIEHTCbKMM gOCBIJOM, MOBEGIHKA COXMBAYiB, cepa nocsye.

Summary. In today’s fierce competition, companies have to fight for customers. The goal of any enterprise, including the
service sector, should be maximum satisfaction of consumer needs. It is the orientation of the enterprise to the needs of the in-
dividual client, his behavior that will help the company to increase the demand for certain services and, as a result, to obtain the
maximum profit. Researching the client’s needs and behavior is a complex process. One of the important, relatively new direc-
tions of customer research, which provides a service company with competitive advantages, is the study of customer experience.
This will help in the formation and management of the customer experience, which will allow the company to strengthen cus-
tomer loyalty, optimize sales, become and remain competitive in its field of activity. The purpose of the publication is to highlight
the process of customer experience management at enterprises in the service sector. Customer experience is a comprehensive
assessment by the customer of the process of interaction with the company through various channels before, during and after
receiving the service. Customer Experience Management is a system that businesses use to track, control, and respond to all
interactions with customers. Customer experience management begins with the perception process (contact, attention, interpre-
tation and acceptance). The next stage is receiving the service — customers decide to order the service, customer retention and
the formation of their loyalty begins. Support is the stage when customer support services come into play, which must regularly

5T



// MapketuHr //

// MiskHapofiHUi1 HayKOBUM XXypHan «IHTepHayka».
Cepig: «<ExoHomiuHi Hayku» // N2 1(81), 2 1., 2024

collect customer feedback and respond to it, make necessary changes, and make every effort to ensure a quick and minimal
effort to resolve the customer’s wishes and complaints. As a result of interaction with the company and the experience gained,
a certain attitude is formed in the client. Attitude includes certain elements: affective, cognitive, behavioral and suggestive. The
process of managing the customer experience at enterprises in the service sector is complicated due to the presence of features
that are specific to services and that must be taken into account in marketing activities.

Key words: marketing, customer experience, customer experience management, consumer behavior, service industry.

OCTAaHOBKA MPO0JIeMHU B 3arajIbHOMY BHTJISII.

B ymoBax cyuacHOI rocTpoi KOHKYpPeHIIil mepef
OigmpreMCcTBaMHU IIOCTAE HeoOXimHicThL OopoTUCca 3a
KJieHTiB. MeToio AiAabHOCTI OYyAb-IKOTO IiATIPUEM-
CTBa, y TOMY YuCJIi cepu MOCAYT, TOBUHHO CTATHU
MaKcuMaJbHe 3aJJ0BOJIeHHSA moTpeb crmosxkmBaua. Came
opieHTAaIlis mMiATIPHUEMCTBA Ha MOTPEeOU OKPEMOTO KJIi-
€HTa, MOro IMOBEIiHKY, MOIOMOKe KOMIIaHil mimgBuImy-
TW IMOOUT Ha Ti UM iHIIi mocayru i, AK pe3yJabTar,
oTpUMATU MaKCUMaJbHUIN mpudyTok. JlociigxeHHsa
moTpeb KJieHTa, I0T0 TMOBENiHKY, € CKJIAJHUM IIPOIle-
com. OmHUM i3 BasKJIUBUX, BiIHOCHO HOBUX HAIIPAM-
KiB JOCJiI)KeHHA KJi€HTa, II0 HAaJa€ TigIPUEMCTBY
cthepu mocsiyr KOHKYPEHTHI mmepeBarm, € BUBUYEHHA
KJieHTChKOTO nocBimy. Ile momomoske B hopmyBaHHI
Ta YIPaBJIiHHI KJII€HTCHKUM JIOCBiIOM, IO TO3BOJUTH
OiAIPUEMCTBY 3MIiITHIOBATH JIOAJBHICTh KJII€HTIB,
ONTUMi3yBaTH! MPOJAAXKi, CTATH Ta IAJUIIATUCA KOH-
KYPEHTOCIIPOMOYKHUM Y CBOIU raJyrysi migabHOCTI.

Amnaniz ocranHix gocaimskeHb i myomikamiin. [Tu-
TAHHAM KJII€EHTCHKOTO JOCBifly IpMCBAYEHI HAYKOBi
Po3pOo0OKM TaKuX 3apyO0isKHUX Ta BITUMBHAHUX yue-
aux, Ak Becker L. [1], Bhagwat Y., Jaakkola E.,
Kim K.H., Kumar V. [2], Lemon K.N. [3], Lipkin M.
[4], Rogers D., Schmitt B. [5], Umashankar N.,
Verhoef P.C., Banaii H.O. [6], Binascerkuii B. M.
[7], Dsxryramsini H. M., O6pyu I'. B. [8], IIpo-
mnau 1.0. [10], CaBunpka H.JI. [11], Curauk H.I.
[12], Umins T'.JL. [17] Ta immi gocaigauku. OpHAK
3aJIUIITAIOTHCA HEeJOCTATHHBO BUBUEHUMU THUTAHHS
YIPaBJIiHHA KJII€HTCHKUM JOCBiIOM Ha TiATIPUEMCTBAX
cepu MOCJaYT B CHOTOMHIIIHIX yMOBax.

®DopmyTIOBaHHA IijIel cTaTTi (IOCTAHOBKA 3aBHaH-
HA). MeToro my6irikaliii € BUCBITJIEHHS MIPOIECY YIPaB-
JIIHHA KJIEHTCHKUM JOCBiOM Ha HifmpueMcTBax chepu
TOCJTYT.

Bukmam ocHOBHOTO MaTtepiaxy mocaimkeHHa. Cbo-
TOOHI ImiATpUeMcTBa, y TOMY YMCJIi, cepu IIOCaYT,
HaMaramoThCA OyTH AKOMOra OJIMKUe JO CBOTO KJIi€HTA.
ITbomy BUOOpPY CIIpHSE€ PUHKOBE CEPEMOBUIIE, SKe XapaK-
TEPUIYETHCA BUCOKUM PiBHEM KOHKYPEHIIil ITPaKTUIHO
Yy BCiX rayry3dx Ta BiJHOCHO He BHCOKOIO e(heKTHBHiCTIO
6inpIrol wacTuHU MacoBoi pexkjamu. Ilizmpremcrsa
posyMmiioTs, 1110 HabaraTo BUTiMHiIIIe CIPAMOBYBATU
CBOI KOIIITM HA YTPUMAHHSA IIOCTIMHUX KJII€HTIB, aHIK
BUTpAYATU 3YCUJLJIA HA 3aBOIOBaHHS HOBUX. [[J1d ToOTO,
100 yTpUMAaTH KJi€HTa HeIOCTATHHO 3aIPOIIOHYBATH
oMy HAWHWKYY IIiHY, TapHY AKIiCTh Ta HOBY IIOCIYTY,
HEeOoOXiHO TPOCTUMYJIIOBATH HOTO HA ITOCTiliHEe KOPUCTY-
BaHHA TOCIyraMu OHOTO migmpuemcTBa. Came yCmirrHo
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YIpaBJIAYN KJIIEHTCHBKUM AOCBiOM ITiATpreMcTBa
MOXKYTh JOCATTU 3HAYHOTO YCHiXy HA KOHKYPEHTHOMY
PUHKY Ta OTPUMYBAaTH BUCOKi MPUOYTKU.

KiaienTcbKuii mocsig — I KOMILIEKCHA OIiHKY
KJII€HTOM ITPOIlECY B3AaEMOMil 3 IMiATTPUEMCTBOM Ye-
pes pisHi KaHaguW 0, Tix yac Ta Ticasd OTPUMAaHHA
TOCJYTH.

Bzaemogia 3 KiienTamMm 30cepeiKeHa HA TOMY, IO
OiAITPUEMCTBO IIPOIOHYE, A€, KOJIW, AKUM YMHOM i AK
BOHU Ha IIe pearyioTh; Yoro 0arKailoTh KJII€HTU, 1 AK
migmpreMcTBO pearye Ha Ii OaskaHHA. KokeH KiieHT
MOJKe BitaTu mepeBary iHIIIOMY IIiATIPUEMCTBY, TOMY
OiATIPpUEMCTBA MAIOTh HAJAABATU MOCJYTU, AKi BiIIIOBI-
IaloTh moTpebaM KJi€HTIB, MiATPUMYIOTH Ta MiACUJIIO-
IOTh IXHi am0iIfii, mepeKoHaHHs, ITIHHOCTI Ta TOYYTTA.

KiaierTcpbruit gocBig Moike OYyTU IIO3UTHUBHUM,
HeraTuBHUM abo HeHWTpaspHUM. Hacrime sanuimna-
IOTHh CBOI BpPasKeHHd, BiATYKYW KJII€EHTU 3 HETAaTUBHUM
IOCBiIOM, a MO3UTUBHUN Ta HEWUTPAJbHUI TOCBif
3aJIMINAETHCA I103a YBArolm MIiANIPUWEMCTBA, TOMY IX
cryaapgHimnte pocaigntu. HeliTpanbHU# qOCBig AJid mmim-
OPUEMCTB TeXX MOKHA BiJHECTM [0 HEraTUBHUX Xa-
PaKTEePUCTUK AiAJBbHOCTi, OCKIJIBKY BiH He BUKJIUKAE
y KJi€HTa HITIKUX eMOIIil.

YrupaBiiHHA KJIIEHTCHKUM JOCBiJOM — cHCTeEMA,
AKY TiATPUEMCTBA BUKOPUCTOBYIOTD NJIA BiJICTEKEH-
Hs, KOHTPOJIIO Ta pearyBaHHS Ha BCi B3aeMOil 3 KJIi-
eartamu. OcHoBHA MeTa Iiel cucTeMu — SOIIOMOITU
IiATIpreMCTBaM IIePeBepPIIUTU OUiKyBaHHSA CBOIX KJIi-
€HTIiB, IMiABUIIUTH JIOAJIbHICTD, 32a0€3II€UNTH iX 3a10-
BOJIEHICTh, 3aXWCTUTHU BJACHI iHTepecu (OTpuMMaHHA
Ta TigBUINEHHS TPUOYTKY).

ViupaBiaiHHA KJIIEHTCHKUM JOCBimoM mepembauae
NeBHI MapKeTUHTOBi 3aX0aM Ta BUBHAUEHHS MIIAXY
KJIieHTa uepesd KiJbKa TOYOK HOTUKY (puc. 1).

YrupaBiiHHA KJII€HTCHBKUM JOCBiIOM ITOYMHAETHCA
3 mporecy cupubiaaTTa [13, c. 143—145]. Heobxiz-
Ha HAABHICTb CTUMYJIIB (MapKETUHTOBUX 3aXO[IiB)
B IIOJIi cIpUMIMaHHSA peleNTOpPiB CEeHCOPHUX HEepBiB
MOTeHITifiHOTO KyaieHTa. Ha Bubip MOMKINBUX MapKe-
TUHTOBUX CTHUMYJIiB BILIMBAIOTH 30BHIIIHI (KyJIbTYpAa,
coIiaJIbHUM KJiac, CTaTyc, Ipylia, JOMOTOCIIOJapCTBO,
miHHOCTi, Aemorpadis), BHyTpimHi (MOoTHUBaIlis, 0CO-
OuCTiCTh, CTUIb JKUTTS, 3HAHHA, eMOoIrii i T. iH.) Ta
cuTyariiiHi (3MiHa coIiaJbHOTO CTaHy, TEXHOJOTII,
mpaBuUJia Ta HOPMHU, HaA3BUYAMHI cuTyalii Ta immri)
daxrTopu [14, c. 27]. KnieHT moBuHeH OYyTU MOCTYI-
HUM TOAPAa3SHUKY, AKUN MOKJIUBO OyIe HUM IIPU-
WHATHUN 3aBOAKN aKTUBYBAHHIO OJHOTO UM KiJIBKOX
OpraHiB UyTTA: MOTUKY, HIOXY, 30PYy, CIyXy, CMaKy.
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Puc. 1. IIpouec ynpaBiiHHA KJIi€HTCHKUM IOCBiZOM

Jocepeso: moGymOBAaHO aBTOPOM 3a Pe3yJIbTaTaM¥ IIPOBELEHOTO JOCIiIKeHHA

BuHukae KOHTaKT iH(popMaril 3 HOTEHIIHHUM CIO-
skuBadeM. Ilicia BUHUKHEHHA KOHTAKTY HOApPasHUKA
3 KJIIEHTOM JIUIIe YaCTUHA CTUMYJIIB OEPKATD MOYK-
JUBiCTH HOAATKOBOI 00poOKU HuM. [logpasHUKU, AKi
pOUILIN H00ip JOCATAIOTH HACTYIHOTO eTamy— yBara.
Hairi Hactymae eram iHTepmperarii cTumMyay — IIo-
enHaHHS HOBOI imdopmarlrii 3 Tiero, 110 Bike 36epira-
€ThCS ¥ JOBTOCTPOKOBiil maM’ATi cmoKmBaya, OI[iHKa
crumysny. OcTaHHIM eram mporecy COPUUHATTA —
OPpUUHATTA — IOTOAMKEHHSA KJieHTa 3 iH(opMaIliiero,
KOJIM BOHA € IIEPEeKOHJMBOIO, 3aJIUINAE ITO3UTUBHE
BpasKeHHS Ta BUKJINKAE IPUEMHI eMOIIii.

OTpuMaHHA TOCAYTH — KJII€HTU TPUNMAIOTH
PillleHHA TPO 3aMOBJIEHHA TOCJYTH, MOYMHAETHCA
YTPUMAaHHSA KJIi€HTIB i (hopMyBaHHSA IX JOAJIBHOCTI.
Hapmawma xjaieHTy mocayra moBMHHA OyTHU SIKiCHOIO,
TmepcoHaIisoBaHOIO, 3a0e3meuyBaTy HaWKpaIini cep-
Bic Ta MaKcuMaJbHe 3am0BoJeHHA. KiIieHTH mOBUHHIL
cupuiiMaTHu Iefl mpolec AK MPOCTUH 1 y3TOMKeHUM
3 IXHIMU ITiHHOCTAMU, aMOIIliAMU Ta IepeKOHAHHI-
mu. Kouu KiieHTH MaoTh IIO3UTUBHUI LOCBin cIrij-
KyBaHHA 3 IIiAIPUEMCTBOM, BOHU, IIBUJAIIE 3a BCE,
OPEKOMEHAYIOTh MOr0o iHIIINM.

IlinTpumka — eram, KOJUW B [Ail0 BCTYIIAOTh
COYKOU MiATPUMKY KJII€HTIB, AKi MOBUHHI peryasap-
HO 30upaTu BiATryKu KJI€HTiB Ta pearyBaTu Ha HUX,
BHOCHUTH HeOOXimui sMiHmM, HOKJIAZaTH yCiX 3yCHJIb,
1106 3a0e3meunTH IMIBUAKE Ta 3 MiHIMyMOM 3yCHUJIb
BUpiIIeHHA mobaKaHb Ta CKapr KJieHTa. PeryaapHuii
30ip BiATyKiB, mobaskaHb, CKapr KJI€HTIiB Ta BHECEHHA
3MiH 0 TPOIO3UIIIA MTO3BOJIUTH SMIITHUTHU IX TOBipy
i BaBkau OyTU B Kypci TeHOEHITiH, AKI IITBUAKO 3Mi-
HIoIOThCA. Ciry:KO0U MiATPUMKY KJII€HTIB TOBUHHI OyTU
YyHHUMU, TPOIIOHYBATH PO3YMHIi pillleHHA mpobjem
i BaBKIM OiATHM B iHTepecax CBOIX KJi€HTiB, (ikcy-
BaTHU OpoOJIeMU OO TOTO, K BOHU IIEPETBOPATHCS Ha
IoraHi BiATyKH!.

Y pesyabraTi B3aemopmii 3 migmpuemMcTBOM Ta
OTPUMAHOTO JOCBily y KJieHTa (QOPMYETHCA II€BHE
craBieHHda [16, c. 241]. CraBieHHSA € peakIlieo CIo-
JKMBaUYiB Ha OTPMMAaHUU JOCBiJ Ta MapKeTWHIOBi 3a-
xXoau. 3BiCHO yCi 3yCHJLIA MiAIPUEMCTB, ¥ TOMY UMCJIIi
MapKeTUHIOBi, MOBUHHI OyTH HampasJieHi Ha Te, 11100
cTaBJIeHHA OyJI0 mo3uTuBHUM. HeraTuBHe um, HABiTh,
HeWTpaJbHe CTaBJEHHS € CUTHAJIOM IIPO iCHyBaHHSA
HemoJiKiB y pobori migmpremcra. CTaBIeHHS BKJIIO-
yae B cebe EeBHI eJIeMeHTH.

AdeKTUBHUNE — TTO3UTHUBHUIN KJIi€HTCHKUMN TOCBim
¢dopMyeThCa, KOJIU MiK IIepCOHAJIOM IiAIIpHeMCTBa
Ta KJIiEHTaAMU 3’ SABJIAECTHLCA €MOIIHNNA 3B’ A30K. A 11e
MOXKJIMBO 3a YMOBU HAJAaHHS IIePCOHAJIIZ30BAHOTO 00-
CJIYTOBYBAHHS, IepeadavyeHHsa TOTPe0, MOIIYKY MOMK-
JUBOCTEH Ha IMJIAXY KJi€HTa, AKUMH MOXXHa HOTro
mopagyBaTH.

KormitTuBHuii — gaHuUl ejleMeHT IIOB’ A3aHUI
3 TyMKaMu, 3HAHHAMU MMePeKOHAHHAMMN BiTHOCHO
00’exTa ab0 yCBiIOMJIEHUMHU IICUXiUHUMHU IIPOIleca-
mu. Bin ¢opmye 3amyueHHA KJI€HTIB 10 IEPEOIiHKHA
CTaBJIEHHSA O MOCIAYTH UM IMiATTPUEMCTBA, 3aJIyUae
MEeHTaJbHY 00JIaCTh MOCBimy, (POPMYyIOUN MOSUTUBHY
IiHHICTD ITOCJIYTW UM IiAIPUEMCTBA B OUax KJi€HTA.

IToBeminkoBuit — BimoOpaskae HaMipu KJieHTa
OisTM TMeBHUM YWHOM IIOMO OTPUMAHHS HOCJYTH
B MaiibyTHbBOMY.

CyrectuBHUuii — mepenbauvae yruepem:KeHHS KJi-
€HTa IIOJ0 TiJIPUEMCTBA, MOCIYTHU, MOIIJABHOCTI Ii
OTpUMAaHHA Ta iH.

IIpomec ympaBiiHHA KJII€EHTCHKUM JOCBimoM
Ha migmpuemcTBax chepu MOCTYT YCKJIATHIOETHCSA
y 3B A3KY 3 HasABHICTIO 0COOJIMBOCTEM, AKi BaacTuBi
TmocJayram, Ta ki HeoOXimTHO BpaXOBYBaTH y CBOIil [i-
AJIBHOCTi: HEMAaTepPiaJIbHICTh, MiHJIMWBICTH AKOCTi, He-
BiAiBHICTD, BiICYTHICTh IpaBa BJIACHOCTI Ta HEMOXK-
auBicTh 36epiramusa [9, c. 38—43; 15, c¢. 150-152].
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BucHoBEM Ta nepcrneKTHBH. B yMoBax 3arocTpeH-
HA KOHKYPEHIlii, BUHUKHEHHA AedinuTy KJIieHTiB,
30i/IbIIIEHHA KOMYHIKAIiHHUX BUTPAT YIPAaBIiHHA
KJIIEHTCHKUM JOCBiZIOM CTa€ OMHUM 3 TOJIOBHUX 1HCTPY-
MeHTiB IiIBUIIEHHS PiBHA KOHKYPEHTOCIPOMOYKHOCTL
nignpueMcTBa Ha PUHKY.

VYiupaBiaiHHSA KJII€EHTCBKUM JTOCBiZoM mepembauvae
oTpuMaHH#A iHdopMalii Ipo mDifIpuUeMcTBO, HOTO0

TPUMKU Bif migmpuemcTBa, (POpMyBaHHSA CTaBJIEHHSA
KJieHTa, a TaKOYK [O3BOJISE CIIOCTepiraTu 3a Bcima
TOUKaAMHU B3a€EMOJil Ha ILIAXY KJIl€HTa Ta 3abe3meuye
MaKcuMaJbHe 3aJ0BOJIEHHS, IMIPOMOHYIOUM HaWKpa-
it cepBic. KiieHTehbKuil mocBim TicHO moB’sa3aHM
i3 QYHKIiAMY MapKeTUHTY, 0COOJMBO, IPOCYBAHHIM,
sKi OesmocepeHBO BILIMBAIOTH Ha KJI€HTA, IO MOXKe
0yTU MEepCIeKTUBHUM HAMPAMOM IIOJAJBIITNX TOCHTi-

TOCayTu, 3MiliICHEHHA 3aMOBJIEHHSA, OTPUMAHHSA TiJl- IKE€Hb.
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