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METOAN OUIHIOBAHHA TOYOK KOHTAKTY
bPEHAY 31 CI1OXKUBAYEM

METHODS OF ASSESSMENT OF BRAND
TOUCHPOINTS WITH THE CUSTOMER

AHoTaUif. B cTatTi 06]pYHTOBAHO HEOOXIgHICTb igeHTUdiKaLii Ta OLIHIOBAHHS TOYOK KOHTAKTY 3i CMOXMBAYaMM 3 MeTOI0
OpMyBaHHsI CTpaTezili iXHb020 YJOCKOHANEHHS. BCTAHOBEHO, LU0 C1Tyauii, B IKUX LiIbOBA AygUTOPIsi KOHTAKTYE 3 KOMMAHI€E
(TOYKM KOHTAKTY), € OGHUM 3 HAMBAXJIMBILLMX HAMPAMIB B3AEMOGIi Gi3HeCy i KMIEHTA. Y3a2anbHEeHO iCHYI0Yi HaMMomyspHiLLi Me-
TOgy OLIHIOBAHHS TOHYOK KOHTAKTY OpeHgy 3i CMOXMBA4amMu: ONUTYBAHHSI, iHTepB'io, OKyC-2pynu, colianbHe NpOCayXOBYBAHHS,
aHanituka BebcanTy, gaHi npo 06c1y20ByBAHHS KJIIEHTIB. 3aMPONOHOBAHO MPOLEC OLiHIOBAHHS epeKTMBHOCTI TOYOK KOHTAKTY
OpeHgy 3i CNOXMBayamu Yepes BUOKpeM/IeHHs TaKuUX NOCAIGOBHMX eTaniB: iHBeHTapu3aLis TOYOK KOHTAKTY GpeHgy 3i CoxmBa-
Yamu; BU3HaYeHHs MeTH TOYOK KOHTAKTY; BU3HAYeHHS BIgnoBigaabHMX BigginiB (0cib) 3a TOUKY KOHTAKTY; OLiHIOBAHHS BAXJIN-
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BOCTi KOXHOI TOYKM KOHTAKTY; OLiHIOBAHHS €PeKTUBHOCTi KpUTUYHMX TOHOK KOHTAKTY; AHAJN3 TOYOK KOHTAKTY Ta po3pobieHHs
cTpareaii iXHb020 YJOCKOHANIEHHS. 3 MeTOI0 BU3HAYeHHSs CTpaTezii gns KOHKPETHOI TOYKM KOHTAKTy OpeHgy 3i CnoxmnBayamm
3aMponoHOBAHO MATPULIO «EPeKTMBHOCTI-Bax/IMBOCTI TOUKM KOHTAKTY», ika nepegbayae BUgineHHs geB'ssiTn KBAgpaHTiB Ta
cTpareziyHmX pillieHb Logo TOYOK KOHTAKTY 3a/1eXHO Big PiBHS ii eeKTMBHOCTI Ta BaX/IMBOCTI /1Sl K/liEHTA. 3anponoHOBAHA
MaTpuLs go3BOANTb MPUIAMATH ePeKTUBHILLI CTpaTe2iuHi pillieHHs Ta po3MoginsTi HasBHI PeCypcu Ha YJOCKOHAIEHHS TOHOK
KOHTAKTY, O HANIeXaTb NIGNPUEMCTBY i HA AKi BOHO MOXe BMMBATU. BCTAHOB/IEHO, L0 y BMIAGKY HAABHOCTI TOYOK KOHTAKTY,
L0 iX He2aTUBHO OLiHIIM CMIOXMBAYI | NP LIbOMY BOHU He HaJIeXXATb MignpueMCTBY, HeOOXigHO BUSBUTI MPUYNHN OTPUMAHHS
HU3bKMX OLIHOK Big CMOXMBAYIB, SIK Lii TOYKM KOHTAKTY MOXYTb BIIMBATY HA 30gOBO/IEHICTb COXMBAYIB, BCTAHOBUTY 3B'A30K
3 BAacHMkamu abo ornepaTopamu Lmx TOYOK KOHTAKTY, 3GiiCHUTY MOLLYK MOX/IMBOCTI yKIageHHs MapTHepCbkmx y20g abo
CriBnpaLi 3 BAACHUKAMMU LnX TOYOK KOHTAKTY, 3ArnPOBAGXKEHHS MAPKETUH20BMX TA KOMYHIKALIMHUX 3aX0giB g/s MigBULLIeHHS
MOIHPOPMOBAHOCTI CMOXMBAYIB PO 3MiHM TA MOKPALLEHHS, LLO BAPOBAGXKYIOTbCA B LiMX TOYKAX KOHTAKTY, BCTAHOB/IEHHS CUCTEMM
BigCTe)KeHHs 3a 3MiHaMM B 3gOBO/IRHOCTI CIOXKMBAYIB NIC/IA BNPOBAY)KEHHS 30X0giB. 3A3HAYEHO, WO AHAI3 TOYOK KOHTAKTY
3 YPaxyBaHHS YACTOTM BUKOPUCTAHHS CIOXMBAYAMM O3BONTL epeKTUBHILLe ynpaBasST HUMK (30gOBOIEHICTb B HAMYACTILLe
BUKOPUCTOBYBAHMX, K/IOYOBMX TOUKAX BAXUIMBA g/ 3a0e3MeyeHHs MO3NTUBHO20 BPMKeHHS! Ta JIOS/IbHOCTI COXMBAYIB), BU3HA-
yaTv npioputeTn, NPUgGINATH yBazy KpUTUYHUM 30HAM, NIGBULLUTI TOSA/IbHICTb COXMBAYIB.
KmoyoBi cnosa: 6peHg, CrioxnBay, TO4YKA KOHTAKTY, KAHA/IM KOMYHIKALM, KTIEHTCbKMIT gOCBIg, CTpaTezisl.

Summary. The necessity of authentication and evaluation of touch points with consumers with the aim of forming of their
improvement strategies is considered in the article. It is set that places, where the target audience contacts with a company
(touchpoints) is one of major directions of cooperation of business and client. The most popular methods of evaluation of brand
touchpoints with consumers: questioning, interview, focal groups, social audition, website analytic, data about customers ser-
vice is generalized. The process of evaluation of efficiency of brand touchpoints with consumers offers through the selection of
such successive stages: taking of inventory of brand touchpoints with consumers; determination of touchpoints aim; determina-
tion of responsible departments (persons) for the touchpoint; evaluation of every touchpoint importance; evaluation of critical
touchpoints efficiency; analysis of touchpoints and development of their improvement strategy. With the aim of determination
the strategy for certain brand touchpoint the matrix of «Efficiency — importance of touchpoint», that provides the selection of
nine quadrants and strategic decisions in relation to the touchpoints depending on the level of its efficiency and importance for
a client is offered. Matrix will allow accepting more effective strategic decisions and distributing present resources on the im-
provement of touchpoints that belong to the enterprise and it can influence on that. It is set that In case of touchpoints presence
that they were negatively estimated by consumers and they do not belong to the enterprise, it is necessary to educe reasons of
consumers’ estimations as these touchpoints can influence on consumers satisfaction, find connection with proprietors or op-
erators of these touchpoints, to search the possibility of entering partnership agreements or collaboration with the proprietors
of these touchpoints, implement of marketing and communication events for the consumers’ awareness increase about changes
and improvements, that is inculcated in these touchpoints, establishment of the system for tracking changes in consumer’s sat-
isfaction after implementation. The analysis of touchpoints with taking into account the frequency of consumers use will allow
to manage them more effectively (satisfaction of mostly used, key points are important for providing positive impression and
consumers loyalty), to determine priorities, pay attention critical areas, increase consumer loyalty is formulated in the article.

Key words: brand, consumer, touchpoints, communication channels, customer experience, strategy.

HOCTaHOBKa npoogemMu. [Jjis cTasoro Po3BUTKY
MiATPIEMCTBO Ma€e 3a0e3IMeUnTH IPOITeC B3aEMO/Iil
3 MOKYNIAMU Yepes3 TOUYKU KOHTAKTYy, Pe3yJIbTaTUB-
HiCTH AKOTO BHU3HAUYATMMe HMOBipHiCTH MaliOyTHBOI
e(peKTUBHOI cHiBOpaIli yepes KYMiBJIIO IPOAYKILI um
BimMoBYy Bim mpomoaurtii. OcKinbKu O0iabIIicTs cmo-
JKMBAYiB MPUNMAIOTh PillIeHHA IOAO0 KYIIiBJIi TOBapy
(TrocTyrm) 3aBAAKY YCIHIITHO BUOYAYBAHOMY JIAHITIOKKY
KOHTaAKTiB, TO TO3WTHUBHA B3aEMOJIis 3 TOBAPOM Ta
IIPOIlecOM HOT0 mpuAODaHHA (POPMY€E UM 3MiHIOE ¥ HUX
BpasKeHHd 11010 OpeHay. BisHecy Ba'KJIMBO IIyKaTH
i 3BHAXOOUTHY TOUKM KOHTAKTY 3 IMOTEHI[INHMMU CIIO-
JKUBauaMu: IpUBabJIIOBaTH yBary, iHimiroBaTu edex-
TUBHY B3a€EMOii0, BiIOymOBYyBaTHCh Bii KOHKYPEHTIB
Yepes CTBOPEHHA AKICHOTO TOBapy Ta MOro MaKOBaHHA,
HaJaHHA KPAIIoro CEPBiCy TOIIO 3aAJd CTBOPEHHA
MO3UTUBHOTO KJi€EHTCHKOTO AocBimy. Tomy BaImBUM
OUTAaHHAM € imeHTH(dIKaIiaA Ta OIMiHIOBAHHA TOUYOK

KOHTAKTYy 3i cmokmuBavyamMu 3 MeTO0 (h)OpMyBaHHA
cTpaTeriii IXHbOTO YAOCKOHAJIEHHA.

Amnanis ocranHix gocaimskeHs i myomikaiii. IIpo-
OmemMaTURY imenTH(dikaiii TOUOK KOHTaAKTy Ta METOIiB
IXHBOTO OIIiHIOBAHHA AOCJIIMKYyBajlu TaKi BUEeHi, AK
A. Ayinre [12], M. Hagusx [1], C. Hesic [1], Kansbax
k. [4], K. Kennep [5], @.Koraep [5], K. Jlemon [6],
E. I:)x. Mackapeubsc [10], H. Tayepc [11], A. Tpesizau
[10], P.Tummepmansn [12], E. IlTupaTopi [10] Ta ixmri.
Boarouac okpemi nuTaHHA METOJiB OIiHIOBAaHHSA TO-
YOK KOHTAKTy OPEHAY 3i CIIOKMBAYaAMU 3aJTUIITAIOTHCS
HeBUPINIeHUMH, a TaKOXK icHye HeoOXiZHicThL po3po-
OJieHHA cTpaTerii yoocKOHAJTIEHHSA TOUYOK KOHTAKTY
3 ypaxXyBaHHAM pPe3yJIbTATiB IXHBOTO OIiHIOBAHHA.

MerTor0 CTATTi € CHCTeMATHU3aIlid METOIiB OIliHIOBaH-
HsA TOYOK KOHTAKTY 3i CIIOKMBaUaMU Ta PO3POOJIEHHS
cTpaTeriii IXHbOT'O YAOCKOHAJIEHHSA 3 METOIO IIiIBUIIIEHHSA
e(hbeKTUBHOCTI MapKETUHTOBOI AiAJBHOCTI IiAIIPUEMCTBA.

151



// MapketuHr //

// MiskHapofiHUi1 HayKOBUM XXypHan «IHTepHayka».
Cepia: «<ExoHomiuHi Hayku» // N2 2 (82), 1 1., 2024

Bukmaan ocHoBHOTO MaTepianxy. TouKu KOHTaK-
Ty 3i cmokmBaueM, TOOTO cuTyailii, B AKUX IiJIbOBa
ayAuTOpPiA KOHTAKTye 3 KOMIIAHI€I0, € OJJHI€I0 3 Hall-
BaXKJIMBIIINX B3aeMogilt 0isuecy i mokymis. KouTaxkT
Ha3WBAaIOTh TOYKOIO TOMY, IO MOKYIIEBi MOCTATHHO
KiJIBKOX CEeKYHJH IJisl TOTO, a0y MPUNHATU PillleHHA
PO KYIIiBJIIO TOBapy TyT i 3apas [1, 5, 6]. Tomy Bak-
JINBOIO 3aJaUel0 € BUALIeHHA HAaW3HAUMMIIIINX TOUOK
KOHTaKTy i mocrifiHa pobora Hanm iXHIM yJOCKOHAa-
JEeHHSAM, abu IpU KOXKHIi#l B3aeMomii 3i crokuBauem
OPUEMHO JUBYBATHU HOTr0, CTBOPIOBATH KOMMOPTHI
YMOBHM Ta BMOTHUBYBATU HOTO i mMOCUJIUTH OarKaHHA
3aJTOBOJILHUTHU TTOTPeOy came TOBApOM KOMIIaHii.

151 BUBHAUEHHSA Ta OIiHIOBAHHSA TOYOK KOHTAKTY
OpeHIy 3i cmosKMBavYaMM BUEHiI MMPOTOHYIOTH BUKO-
pUCTOBYBaTHU PisHi MeTonU:

1. OnuryBaHHA CHOKMBauUiB (IPOBEIEHHA OIU-
TyBaHb CIIO}KUBAYiB AOIIOMAra€e 3pO3YyMiTH, AK BOHU
B3a€MO/IiIOTh 3 OpeHAoM Ta mpoayKTamu. MokHA BU-
KOPHUCTOBYBATU ONMUTYBAaHHSA MJs 300py BiATYKiB mpo
TPOAYKTU, TIOCAYTU Ta KJIi€HTChKUHE mocBinm) [3].

2. TaTepB’0 (iHTepB’I0 ZO3BOJIUTH TJIUOIIIE 3PO-
3yMiTu morpebu, 1misi Ta 60JBOBI TOUKM KJIIE€HTIB.
MosxHa mpoBOAUTH iHTEPB’10 0COOMCTO, IO TeaeOHY
abo omaiin) [4].

3. @okyc-rpynu (GOKyC-TPYIH AOIIOMOXKYTh 3i0paTu
BIATYKY Bif TPyn# KJIEHTIB Y CTPYKTYPOBAHOMY CEPEI-
oBuIli. MoXHa BUKOPUCTOBYBATHU (POKYC-TPYIHU AJIA
TeCTyBaHHS HOBUX MPOAYKTiB, 300py BiATYKiB mpo icHy-
[0Ui MPOAYKTHU Ta PO3YMiHHSA BOOAOOAHL KJi€eHTIB) [2].

4. ComiasbHe TPOCIYXOBYBaHHS (mepembauae Mo-
HITOPUHTI KaHAaJIB COIiaJlbHUX MEpPE)X Ha IIpeaMeT
3rafiok mpo Opeun i mpoxykt. Ile momomoske 3posy-
MiTH, AK KJi€HTU COPpUIMAIOTL OpPeH I i TPOAYyKTH, Ta
BUBHAUNTHU cepu AJa moKparienusa) [3].

5. Anamituka BeGcaliTy (aHasiTuKa BebOcaiTy mo-
TIOMO2Ke 3PO3yMiTH, K KJII€HTH B3a€EMOMIIOTH 3 BeO-
caliToM i BUBHAQUUTH HAIPAMU MOr0 IOKpAaIleHHId.
MosxHa BUKOPHCTOBYBATH iHCTPYMEHTHU AHAJIITUKH
BeOcaiiris, Taki ak Google Analytics, abu BimcTemxy-
BaTHU MOBEMIHKY KOPUCTyBauiB Ha BebcaiiTi) [3].

6. Haui mpo obcayroByBaHHA KJIi€HTIB (aHATI3 Ha-
HUX TIPO 00CTYTrOBYBaHHSA KJIE€HTIB JOIIOMOXKE BUSBU-
T cepu, Ie KIIEHTH MOKYTb MaTU IPOOJIEeMHU 3 IIPO-
OYKTaMu YU mocayramu. MokHa BUKOPHCTOBYBATHU
IaHi PO 00CJIYTOBYBAHHSA KJIIE€HTIB AJISA MOKPAIeHHS
IPOAYKTiB, IMOCIYT Ta KJII€HTChKOTO mocBimy) [3].

P.[lummepmanH B mocaimkenHi [12] mia BusHa-
YeHHS TOYOK KOHTAKTY, ITIO BILIMBAIOTHL Ha MPOJAXKi
BIIPOZOBXK OaraToKaHaJIbHOI MOJOPOsKi KJlieHTa, CIo-
YaTKy BUKOPUCTAJIU KOPIOPATUBHUN ceMiHAp 3 ifeH-
TudikaIii TOUOK KOHTaAKTy, adu BUSBUTU i 3TPYIy-
BaTW BCi TOUKM KOHTAKTy, IO HaJeXXaThb OpeHOY
posapioHoro mpoxaaBia. IIoTiM BOHM BUKOPUCTATIU
OHJIATH-ONHUTYBAaHHS B HMOE€THAHHI 3i CTaTHCTUYHUM
METO/OM ITiATBEPAKYBAJIBHOTO (DAKTOPHOTO aHAJIIZY
(CFA) pna xiactepusallii TOUOK KOHTAKTY 3 OpeHIoM
3 TOYKU 30PYy KJieHTa. Ile 103BOIMIO TOPIBHATH TOU-
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KM KOHTaKTy KOMIIaHil Ta KJIieHTa, BUABUTU MOKJIUBi
HeBiAmOBiAHOCTI B posmopiai pecypciB Komnanii i, Ta-
KNM YMHOM, CTBOPUTH OCHOBY JJIs iHTepIpeTalrii pe-
3yJIbTaTiB MaltOyTHHOTO. TaK0K aBTOPK BUKOPUCTAIN
IaHi Ipo MPoJaKi OJHOUACHO 3 MEeTOIOM 0aiieciBChKO1
6aratoBumipuoi perpecii (BayS-MR) nna imentudira-
il HaBaroMilInX TOYOK KOHTAKTY.

B immi#i pob6ori [13] gna igenTudikamii Touor
KOHTaKTy aBTOPU IIPONOHYIOTH BUKOPUCTOBYBATHU
KpeatuBHi meronu, Taki ak World Café, Channel
CARDS, MuUTTEBi onuTyBaHHSA Ta MUTTEBiI cIoOBecHi
xXMapu Aad ineHTu(dikamii Ta CTpyKTypyBaHHSA OTPU-
MaHUX TOYOK KOHTaKTy. Ili MmeToam mosBoamiu 3maitic-
HUTH OIVIAL BAaXKJINBUX TOUYOK KJIieHTa JJIA HiI[TpI/IMRI/I
IPUHAHATTA pilleHb y Oi3Heci.

Bueni E.IITupatopi, A.Tpesizan, IIx.Macka-
penbsc [10] B cBoemy mociimkeHHs imeHTH(diKaIiro
TOUYOK KOHTAKTy IPOBOAUJM Ha OCHOBi iHTepB’iO.
30KpeMa, aBTOPU CKJAJU ABi PisHi KapTu MIAAXY
KiaienTa. Ilepma — 1e 3aminaHoBaHa KapTra MIIAXY
KJIieHTa, 1110 OyJa po3pobJieHa Ha OCHOBi BimmoBimeit
Ha 3aluUTaHHS IPO Te, IO, 3a OYiKYBAHHAMUN KOM-
nauii, BimbyBaeTbcsa 3 KiaieHTaMu. [HITAa Kapra — 11e
(arkTHUHaA KapTa MOJOPOKi KJIieHTa, CKOMITiJIbOBaHA
3a pesyJabTaTaMU BifNoOBizell TPhOX PIBHUX KJIi€HTIB.

Kanwbax k. [4] nna inenTudikarii Ta ominoBaH-
HS TOYOK KOHTAKTy OpeHIY PeKOMEHIYe BUKOPUCTO-
BYBaTHU TaKi MeToau, AK BeOaHAJIITHKA, ONUTYBAHHS
CIIOJKMBAYiB, BUBUEHHS B3a€EMOJIN y COIiaJIbHUX Me-
Iia, a TaKoMK CIIOCTEPEKEHHA 3a KJI€eHTaMu y BCixX
MOXKJIMBUX TOUKAX KOHTAKTy 3 OpPEHIOM.

Bueni [9] npononyoTs 3amicTs TOTO, 201 30CEpe-
IKyBaTHCA BUKJIOUHO HA OKPEMHUX TOUKAX KOHTAKTY,
IpUNHATYU HACKPI3HUY miAXix n0 yIpaBIiHHA KJII€HT-
ceKkuM nmocBimoMm. Ile BKIfouae BUBHAUEHHA CYKYITHOTO
IOCBiy B 60ararboxX TOUKAX B3a€MOil Ta KaHajgax
3 yacom, Imo 3abesmneuye GiabIll epeKTUBHY CIIiBIIPAITIO
MiK (pyHKIiAMU Ta mOCTiliHEe BIOCKOHAJEHHA B3a€-
Mozaii. 3aM0BOJIEHICTh KJI€HTIB B TOUKAX KOHTAKTY
IIPOTIOHYETHCA OIiHIoBaTU 3a 10-0aJIBHOIO ITKAJIOO.

MeTo10 KOKHOI KOMIaHil, 3aIliKaBJIeHOI y BUKO-
pPUCTaHHI KJi€HTCHKOTO MOCBiAy AK KOHKYPEHTHOI
mmepeBaru, 000B’A3KOBUM € CTBOPEHHSA IO3UTUBHOTO Ta
IOCTifHOTrO JOCBiAY B yCiX TouKax KOHTaKTy. OgHaAK
He BCi TOUKU KOHTAKTY ONHAKOBi: meAKi B3aeMomii
BaskJmBinmi 3a inmi. Tomy Kommanii BasKJIMBO posy-
MiTH, K KOKHA TOUYKA KOHTAKTy CIPUSE 3aTaJIbHOMY
mocBimy KiienTta [8]. Ia oIiHIOBaHHA TOUYOK KOHTAK-
Ty aBTOpPKa [8] IpOIOHYE CTBOPUTU IMOBHUU IIEPEIIiK
TOYOK KOHTAKTYy Ta 3MIACHUTU aHAJI3 IXHBOT'O BILJIUBY
Ha KJi€eHTCHhKUHN TOCBi.

BpaxyBaBmu mpomnosurii 3a3zHaueHUX BUYEHUX
OO0 OIiHIOBAHHA TOUYOK KOHTAKTY, IIPOIOHYEMO
IpoIlec OIiHIOBAaHHA €()eKTUBHOCTI TOUOK KOHTAKTY
3mificHuUTH 3a eTamaMu, IO iX HaBeJeHO Ha puc. 1.

Posrnanemo gerasbHiIIEe 3alIpONIOHOBAHI eTamu.

1 eran. ImBeHTapu3aIlisa TOUOK KOHTAKTy OpeHIy
3i croskmBavaMm.
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Eran 1 [HBeHTapu3alLlis TOYOK KOHTAKTY OpeH 1y 31 CIIOKUBaYaMu

Eran 2 Bu3sHauyeHHSA METH TOYOK KOHTAKTy

Ertan 3 BusnaueHHs BiMOBiAaNbHUX BIAALTIB (0C10) 32 TOUKY

KOHTaKTy

Etam 4 OniHIOBaHHS BKIMBOCTI KOXKHOI TOUKH KOHTAKTy

Eran 5 OniHtoBaHHA €()EeKTUBHOCTI KPUTUUHUX TOYOK KOHTAKTY

Etamn 6 AHaJti3 TOYOK KOHTAKTY Ta pO3pOOJIEHHS CTpaTerii iIXHbOIro
YIOCKOHAJICHHS

Puc. 1. ITpouec omiHoBaHHA e(eKTUBHOCTI TOUYOK KOHTAKTY OpeHIY 3i cIoKuBadyaMu

Iocepeno: pospobieHo aBropaMu Ha ocHOBi [1-13]

Ha mpomy erami (popMyroTh mepesik ycix TOUYOK
KOHTaKTy 3 KJI€HTOM IPOTATOM HOTO KUTTEBOTO
MUKJY, AKi pPO3IOMijieHI 3a TakKUMU eTamaMu, AK
ob6isHaHicTs (moirdopmoBanicTs), posrian (obisHa-
HicTb), pilmeHHA (KymiBiad), KocBif (yTpuMaHHSA) Ta
JOANbHICTE. ADO K IIe MOXKYTh OYyTU TPH eTamu: IO
3OiMiICHeHHS IMOKYIIKM, ITiJl Yac 34iliICHeHHS HOKYIKU
Ta micad 3MiliCHEHHA NOKYIKU. TOYKM KOHTAKTY II0-
BUHHI BKJIOUATH KOYKHY 3YCTPiU y IPOIleci 3aaydeH-
Ha (HaAIpUKJIam, BebcailT, omyOJiKOBaHUM KOHTEHT,
BUCBiTJIEHHA B IIpeci, colliasbHI Mepe:ki Ta peKama),
y mporieci mpogaKy (HampuKJaad, TeXHIUHI TOKyMeH-
TH, BiITYKU KJIi€HTiB, 3pas3Ku, JiTepaTypa Ipo IIPO-
OYKI[iI0 Ta TIpe3eHTallil IpoJakiB AJad MOTEeHIINHUX
KJIi€HTiB), y mpoIleci JocTaBKMU Ta OOCTYTrOBYBaHHSA
(HampuKJIaZ, PaXyHKU-QAKTypu Ta MOBiTOMJIIEHHS
mpo mpobsemu), i, HapermTi, y mpoieci yrpuMaHHA
KJIieHTiB (HaOpuKJaL, YIPaBJIiHHA paXyHKaMu, pe-
(depasbHa IporpamMa, KOHCYJIbTATUBHI pagu KJIi€HTIB).

2 eramn. BusHaueHHA MeTHU TOUYOK KOHTAKTY.

Ha npomy erami mjig KOMKHOI TOUKM KOHTAKTy He-
00ximHO Bu3HAUMTHU Ii poboue MpPU3HAUEHHA Ta POJb
y B3aeMofii 3 KJi€HTOM. 3 omepaIliifHoro OOKy TOUKa
KOHTaKTy MOKe OyTu po3pobJieHa IJisi BUSBJICHHS II0-
TEHITIHOTO KJIi€HTa, BUPIIIeHHA IP00IeMu, ITPHUCKOPEH-
HA KOHBepcii abo miATPUMKYM BUKOHAHHSA TPAHI3AKIIil;
Ha CTOPOHI KJII€HTCHKOT'O JOCBiYy POJIb TOUKU KOHTAKTY
MOJKe TIOJISATATH B TOMY, a0U BILIMBATU Ha CIIPUUHATTSI,
¢dopmyBaTu mmepeBaru abo CTBOPIOBATH JIOAJBHICTE.

3 eran. BusHaueHHs BifmoBigaJabHUX Bigmijais
(ocib) 3a TOUKY KOHTaKTY.

Ha mpomy erami Bm3HauaioTh, AKUU Bigmia Bing-
HoBimaNbHUU 3a TOUKY KOHTaKTy. Hampurianm, 3a

nJaHyBaHHA 3yCTpiued BiANOBifZaJBHICTH JIEKUTH
Ha mepeAnpomakKHOMY Binmisi, 3a BuUCTaBJIEeHHA
paxyHKiB-(aKTyp BiAmoBimae OyxranTepis, yCyHeHHSA
HEeCIIPaBHOCTEN — BiAiJ IMiATPUMKH, JeMOHCTpA-
il — mpoayKTOBUIT Bimmis, BeOimapu — Bimmia map-
KeTUHTY.

4 eran. OniHIOBaHHS BAsKJIMBOCTI KOYKHOI TOUKU
KOHTAaKTY.

OcCKiJIbKM He BCi TOUKM KOHTAKTY OQHAKOBI, BayK-
JIMBO PO3YMIiTHU iHAWBiAyaIbHUN BILJIUB KOYKHOI TOUKH
KOHTAKTy Ha cmokuBaua. HaBiTh medaki xapaxTepu-
CTUKH, AKi 3al0THCA CXOKMMU, He MAIOTh OJHAKOBOIL
Baru. HampukJiaz, moyTasuwHa mig 4ac JOCTaBKU KaBU
MOJKe BUKJWKATU PO3ApaTyBaHHSA, ajie He 3aBIaTu
IMTKOAU, AKIIO il mBUAKO BumpasuTu. OgHaK IIyTa-
HUHU B JOCTaBIl JiKiB MOKe OyTH OOCTATHBLO, II[00
BTPaATUTHU KJieHTA.

OmiHIOBaHHA BaMKJIMBOCTI (BILIMBY) KOKHOI TOUKH
KOHTaKTy Ha JOCBiJ KJieHTa BapTo 3[iMCHIOBATH 3a
miaJjoio Bixg 1 mo 10, me 1 o3Hauae «BimcyTHiN BIIUB
Ha mocBim», a 10 — «Mae Ay:Ke BeJIUKHUI BILJINB Ha
IOCBim».

5 eramn. OniHroBaHHA e(PeKTUBHOCTI KPUTUUHUX
TOYOK KOHTAKTY.

Ha mpomy erami 3milicHIOIOTH OI[iHIOBAHHS TOUYOK
KOHTaKTYy 3 nmosulrii cioskuBauis. I1lo 3amoBoseHimmit
KJII€HT TOYKOI0 KOHTAKTy, TO e(eKTuBHiIIa BOHA. 3a-
JMOBOJIEHICTh KJIieHTa a0 e(peKTUBHICTL KJIi€HTCHKOTO
IOCBiy BU3HAUAEThCA 3a IIKajao Bix 1 mo 10, me 1
0O3HAUaE «IIOBHICTIO He3aQ0BOJeHMU», a 10 — «IIOBHI-
CTIO 3a/I0BOJIEHUI» . BiZlcOPTyBaBIIIM TOYKM KOHTAKTY,
BapTO 30CEepPeIUTHCH HA THUX, AKiI oTpumanu 8 OaiiB
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6 eranm. AHaji3 TOYOK KOHTAKTy Ta PO3POOJIeHHSA
cTparerii iIXHBOTO yIOCKOHAJIEHHS.

Ha ganomy erami pekomeHIyeMO mOOyIyBaTu Ma-
Tpumio 3*3 KBagpaHTH, e OJHA CTOpOHAa BimobOpa-
JKaTuMe BasKJIUBICTD, iHIIA CTOPOHA BimoOpaskaTuMme
e(PeKTUBHIiCTb, TOOTO 3aM0BOJIEHICTh KJieHTa. 3HA-
YEHHIO BaKJIMBOCTL Ta e()eKTUBHOCTI TOUOK KOHTAKTY
B Mexkax Bim 1 mo 3 HamaeThcsa HUBBKUM PiBeHb, Bif
4 mo 7 — cepenHiii piBeub, Big 8 7o 10 — BucoOKmit
piBeHs (puc. 2).

J1a KOKHOTO KBaJpaHTa B MATPUIL HiIITPUEMCTBY
aBTOpaMM IIPOIIOHYETHCA 3aIIPOBAMKYBaTU PisHi cTpa-
Terii Ta mii, mo ix mpemcraBieHo y Tabdia. 1.

Koxkma 3 mpencraBieHUX cTpaTeriii cnpsamMoBaHa
Ha JOCATHEHHA Oajialcy MijK BasKJIMBICTIO Ta eder-
TUBHICTIO, 00 MaKCUMisyBaTH 3aM0BOJIEHHS Ta JIO-
AJIBHICTH KJI€HTIB.

TakKoK IPOIOHYEMO IIPOBECTU aHAJIi3 TOUOK KOH-
TakTy B Mmarpuni «EdexruBHicTh-HanexHuicTs», 1110
O0yze mokasyBaTy e(PEKTUBHICTH TOUOK KOHTAKTY
i, BiImoBigHO, 3a/JOBOJIEHICTH CIOKMBAUIB 3 ypaxy-
BaHHAM HaJIE}KHOCT1 TOUKU KOHTAKTY A0 HMiAIIPUEM-
crBa. Ile mo3BOUTH ePEeKTUBHIiIIIE PO3IMOMIIATA Ha-
SABHiI pecypcu Ha YyZOCKOHAJIEHHA TOYOK KOHTAKTY,
0 HaJeXXaTh IIIJIPUEMCTBY i Ha AKi BOHO MOXKe
BILIUBATU. ¥ BUMOAAKY HASIBHOCTI TOYOK KOHTAKTY,
110 iX HeraTWBHO OIiHWJIM CHOKUBaui (HUB3bKAa 3a70-
BOJIEHICTB) i IpU IIbOMY BOHU He HaJIeXKaTh MiAIpU-
€MCTBY (HAIIPUKJIA[, HE3aJOBOJEHICTH KYDP €PCHKOIO

cay:K0010), HeoOXiHO MTPOBECTU MOKJIATHUI aHATi3.
30RpeMa, BapTO BUABUTHU IIPUYUYNHN OTPUMAaHHA HU3b-
KUX OI[IHOK BiJi CIOYKWBAUiB, AK IIi TOUKU KOHTAKTY
MOXKYTh BIIJIMBATU Ha 3aJ0BOJIEHICTH CIOKWBAUIB,
BCTAHOBUTHU 3B’ 30K 3 BJIaCHUKaMU ab0 ollepaTopamMu
X TOYOK KOHTAKTY, MPOBECTH IEePeroBOPH IMOA0
MOJKJIMBOCTEH TOKpaIieHHsa ado 3MiH B IIUX TOUKaX
KOHTaKTy, III0 CIPUATUMYTH IIiABUINEHHIO 3aJ0BO-
JIEHOCTi CIIOKMBAUiB, 3MIMCHUTU IOIITYK MOKJIUBO-
CTi yKJameHHA TMapTHEPCBKUX yrofd abo cmiBmparri
3 BJIaCHUKAMHU ITUX TOYOK KOHTAKTy, 3aIPOBaKEH-
HS MapKeTUHTOBUX Ta KOMYHIKaAIiMHUX 3aXO0iB AJIA
OigBUINEHHA MOiH(POPMOBAHOCTI 3-TIOMiK CIIOXKMBAUiB
Ipo 3MiHM Ta HMOKpAIEeHH:, IO BIPOBAIKYIOTHCA
B IIMX TOYKaX KOHTAKTY, BCTAHOBJICHHA CUCTEMHU Bi,II-
CTe)KEeHHA 3a 3MiHaMM B 3aJI0BOJIEHOCTI CIOKUBAUiB
micJsA BIIPOBAKEHHS 3aXO[iB.

JoIibHIM, Ha HAITY IYMKY, € i aHajIi3 TOUOK KOH-
TaKTy 3 YPaxyBaHHAM YaCTOTH BUKOPHCTAHHS TOUYOK
KOHTAKTy CIIOKMBauaM’ i e(peKTHUBHOCTI TOUOK KOH-
TaKTy (3a0BOJIEHICTh CIIOXKUBAUiB). HacTOTy BUKODPU-
CTaHHA TOYOK KOHTAKTy MOKHA BU3HAUUTHU 3a JOIIO-
MOT'OI0 OIIMTYBaHHA CIIOYKUBAUiB 3a0aBIII IINTAHHA
«fIx "yacTo BU CTMKAETECh 3 MTAHUMU TOUYKAMU KOHTAKTY
HAaImoro OpeHay?», Daji e mepegik TOUOK KOHTAKTY
OpeHIy, a CIOKUBAaYi JAIOTh BiATIOBiAL 3a I’ ATUOAE-
HOIO TITKaJIoo, e 1 — KOAHOTO pasy He CTHKAaBCH,
5 — TOCTifiHO KOPUCTYIOCh. AHAaJi3 TOUOK KOHTAKTY
3 YpPaxyBaHHA YaCTOTH BUKOPHUCTAHHA CIIOKHWBadYaMU

HB i BE

Bucoxra

CB i BE BB i BE

HB i CE

EdexTuBHiCT, TOUKM KOHTAKTY
Cepengus

HB i HE

Husbka

Huswnxa

Bucoxka

Cepenusa

BakiuBicTh TOUKM KOHTAKTY

Puc. 2. Marpunga «EdekTuBHOCTI-BasKInBOCTI TOUKM KOHTAKTY »
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Tabruuys 1
Crparerii mignpueMcTBa OO0 TOYOK KOHTAKTY OPeHAY 3i CIIOKMBaYaMH
Indp PiBens BaKJIMBOCTI Ta
KBaIpanTa e(PeKTUBHOCTI JOCTiIKY- Crpareria mignpumemcTBa
BaHUX TOYOK KOHTAKTY
BB i BE Bucoka BaskyuBicTh i Bu- | [IinTpuMaHHA Ta HMOaJIbIlle YAOCKOHAJEHHSA IIUX TOYOK KOHTAKTY.
coKa e(peKTUBHICTH 3ocepeKeHHs Ha 30eperKeHHi Ta MigBUINEHHI PiBHA 3aJ0BOJIEHOCTI KJIi-
€HTiB.
BB i CE Bucoka BaskuBicTh i ce- | Posriian MoskJauBOCTel nJaA MOKpalleHHA e(eKTUBHOCTI IUX TOYOK KOH-
penus eheKTUBHICTD TaKTy.
BnopoBam:keHHs cTpaTeriii Ta 3aXOMiB I MiAHATTS e(eKTUBHOCTI Ha BU-
COKUII PiBeHbB.
BB i HE Bucoka BakauBicTb Heraiine yqocKoHaJIeHHS ITUX KJIIOUYOBUX TOYOK KOHTAKTY.
i HU3bKa e(peKTUBHICTL | P03po6/ieHHA Ta BOPOBaIKeHHA KOHKPETHUX 3aXOMdiB I MiTHATTS e(eK-
TUBHOCTI.
CB i BE CepenHs BasKJINBIiCTH 30eperkeHHs Ta NiATPUMAHHA CTaHy e()eKTUBHOCTI IIMX TOYOK KOHTAKTY.
i Bucoka e(eKTuBHiCTL |Po3rianm Mo:kJIMBOCTEH AJIA MiABUINEHHS BaKJIUBOCTI IJIAXOM BIPOBa-
IKEeHHs MTOJaTKOBUX CepBiciB um (yHKIIiOHATY
CBiCE CepenHs BasKJIMUBICTH i ce- | AHaJIi3 Ta BJOCKOHAJIEHHSA TOYOK KOHTAKTY AJs 3a0e3leUeHHsI cepeHbOr0
penusa e)eKTUBHICTH piBHA e()EeKTUBHOCTI.
Pospobiennusa crpareriii oA MiABUINEHHA Ba’KJIUBOCTI ITUX TOUOK.
CB i HE CepenHs BasKJINBIiCTH IlinTpuMaHHA Ta MOJINIIEeHHA e(eKTUBHOCTI IIUX TOUOK KOHTAKTY.
i HU3bKa e(peKTUBHICTL |P03pobyieHHA cTpaTerivHMX pilleHb AJA 30iJBINTEHHS BaKJIUBOCTI TOUKU
KOHTaKTy
HB i BE Husbka BaskauBicTh i Bu- | 30eperkeHHA cTaHy e(PeKTUBHOCTI 3 OJHOUYACHUM IIOIIIYKOM MOIKJIMBOCTE
CcoKa e(PeKTUBHICTH IJiA oIITMMisallii pecypcis.
HB i CE Husbka BasKauBicTh i ce- | BaKuBicTh MOXKe 3aJUIIATUCA HA HUBbKOMY PiBHi, ajie HeoOXigHO 3ailic-
penHa eheKTUBHICTD HIOBATH IIOIIYK MOJKJIUBOCTEH AJIA MiABUIIEHHS e(PEeKTUBHOCTI TOUKU KOH-
TaKTy
HB i HE Husbka BasKIUBiCTH ITomyk MOKJIMBOCTEl OJsi onTHMisallii pecypciB Ta 3MeHIIIeHHS 3yCHUJIb,
i HuUBbKa e(PeKTUBHICTH |OCKIiJIBKU IIi TOUKU He MAIOTh 3HAUYIIOTO BILJIUBY

Hcepeno: CKIaneHO aBTOpaMU

03BONIUTH e(DeKTUBHIiIIEe PO3NOAIIATHA PECYPCHU IiAIIPU-
€MCTBa (330BOJIEHICTH B HAWUACTIiIlIe BUKOPUCTOBYBA-
HUX, KJIIOUOBUX TOUKAX Ba’KJIWBA AJIA 3a0e3IeueHHA
TIOBUTUBHOTO BPAYKEHHA Ta JIOSJIILHOCTI CIIOJKMBAUIB),
BUBHAUATU IPIOPUTETU, IPULIIATU yBary KPUTUYHUM
30HaM, IiIBUIMUTU JIOAJbHICTL CIIO}KMBAUiB.
BucHOBKHY i mepCcIeKTUBY MOAAJIBIINX TOCIHiIKEeHb.
3acToCOBYOUN 3a3HaUeHi mMiAXoam J0 OI[iHIOBaHHSA
Ta aHAJNi3y TOYOK KOHTAKTY, KOMIAHIil OTpPUMYIOTH

YABJEHHA PO e()eKTUBHICTh CBOIX TOYOK KOHTAKTY
i MOXYyTbH cTpaTerivHo moKpamlyBaTHu KJII€HTCbKUU
IOCBim, 3a0e3meuyoun MIilTHUN (YHIaMeHT IJis 3a-
JIOBOJIEHOCTI KJIIEHTIB i1 MOTEHIITHNX PEKOMEHIAIlil.
Boguaouac BBaskaemo, 110 HOTPEOYIOTH HOLAJIBIIIOTO
IOCHiyKeHHA Ta KOHKpeTuaallil crpaTrerii po3BUTKY
HaWIepCIeKTUBHININX TOUOK KOHTAKTy B OHJAUH Ta
odiaiiH cepeOBUINi, & TAKOYK YTOUHEHHA METPUK
ixHBOI eheKTUBHOCTI.
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