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AHOTANIA

[Tansina B.O. IlinBuieHHs €QGEKTUBHOCTI AISUTBHOCTI TOPTrOBEIBHOTO
HiANPUEMCTBA 32 paxyHOK Bukopuctanua CRM-1HCTpyMeHTIB.

Y po6oTi posrisHyTO TeopeTnyHi acrektu BukopuctanHs CRM-cuctewm,
30KpeMa iX poib y 300pi, aHaIi31 Ta BUKOPUCTaHHI 1H(pOpMAIl Ipo KIIEHTIB s
30UIBIICHHST OOCATIB TMPOJAXKIB Ta TMOKpalleHHs 00cCIyroByBaHHs. [lociimkeHo
BrpoBakeHHS CRM 1151 migBuUIleHHsS] €PEeKTUBHOCTI MPOaXKiB, 3MEHIIICHHS 4acy
Ha OOCITyroByBaHHS KJIIEHTIB Ta 30UIBIIEHHS 3arajbHOl MPUOYTKOBOCTI
nianpueMctBa. BuBueno iHterpaiiro CRM cucrtem nHa mignpuemctsi "KEPHEJI-
TPEM]I", mo copuse MiABUINGHHIO pPiBHS OOCIyroByBaHHS KIi€HTIB Ta
H1BUIIEHHIO KOHKYPEHTOCIPOMOKHOCTI MIIPUEMCTBA.

Posrasinyro pexomenparii mono BrpoBamkeHHs CRM-iHCTpyMEHTIB, SKi
COPHUATUMYTh MIABUIIEHHIO KOHKypeHTocnpoMmoxkHocTi komnanli "KEPHEJI-
TPENT" Ha punKy. Takuif mizxia 103BOJsSE ONTUMI3yBaTH BUTPATH Ta 30iIbIIyBATH
€(EeKTUBHICTh  YNPABIIHCbKUX  pIIE€Hb, CIPAMOBAHMX HA  30UIbIICHHS
3a2JI0BOJICHOCTI KJIIEHTIB Ta TOXO/IIB MiAIPUEMCTBA.

KmouoBi cnoBa: CRM-iHcTpymMeHTH, aHami3 JOaHUX, €(QEKTUBHITH
BIIPOBAIKCHHS CRM-cucremu, undpoBi 1HHOBAIlI, 1 BULLEHHS
KOHKYPEHTOCIPOMOKHOCTI.

SUMMARY

Paniavina V.O. Increasing the efficiency of the trade enterprise due to the use
of CRM tools.

The paper examines the theoretical aspects of using CRM systems, in
particular their role in collecting, analyzing and using customer information to
increase sales and improve service. The implementation of CRM to improve sales
efficiency, reduce customer service time, and increase the overall profitability of the
enterprise has been studied. The integration of CRM systems at the "KERNEL-
TRADE" enterprise was studied, which helps to improve the level of customer
service and increase the competitiveness of the enterprise.

Recommendations regarding the implementation of CRM tools, which will
contribute to increasing the competitiveness of the "KERNEL-TRADE" company
on the market, are considered. This approach allows you to optimize costs and
increase the effectiveness of management decisions aimed at increasing customer
satisfaction and company revenues.

Keywords: CRM tools, data analysis, effective implementation of the CRM
system, digital innovations, increasing competitiveness.
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