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DOOPMHUPOBAHUE CUCTEMbI MAPKETMHI'OBbIX METPUK
OIEHKU YPOBHEN YAOBAETBOPEHHOCTU
N AOAABHOCTU KAMEHTOB
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V3MeHeHne KOHKYpEHTHOI'O MOJSI M CKOPOCTH TEUeHHUs! COOBITHI OPHEHTHUPYET UIPOKOB PhIHKA Ha HEOOXOAMMOCTH
TIONCKa CIIOCOOOB OIIEHKN YPOBHEH YIOBICTBOPEHHOCTH M JIOSUIBHOCTH KIIMEHTOB. AKTYaJIbHBI BBE/ICHUE CHCTEMBI Tpsi-
MbIX U KOCBEHHBIX METPHK, OCHOBaHHBIX Ha KOMIUICKCE MApPKETHHIOBBIX HCCJICIOBAaHMI, a Takke 00bEAMHEHHE JTOH
CHCTEMBI C KapToH IyTH KINeHTa (customer journey map, CIM).
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FORMATION OF A SYSTEM OF MARKETING METRICS
FOR ASSESSING THE LEVEL OF CUSTOMER SATISFACTION AND LOYALTY
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Changes in the competitive field and the speed of the course of events orient market players to the need to find ways to
assess the level of satisfaction and loyalty. The current method is the introduction of a system of direct and indirect metrics
based on a complex of marketing research, as well as the integration of this system with the customer journey map (CIM).

Keywords: metric; direct assessment; indirect assessment; satisfaction; loyalty; customer; customer journey; metrics
system; CIM.

B KOHKYpPEHTHOM MHpE MOBBINICHHE YPOBHEH YIOBICTBOPEHHOCTH M JIOSUIBHOCTH KIUEHTOB HE TOJIBKO
MOJTBEPHKIACT MAPKETHHIOBYIO OPUEHTHPOBAHHOCTh U KIIHEHTOOPUECHTHPOBAHHOCTh KOMITAHUH, HO U T10-
3BOJISICT € COXpaHSITh CBOM IMO3MIIMU HA PHIHKE, 3AIIUIIATh U MMOCTECIICHHO yBEIMUYUBATH KIIMEHTCKYIO 0asy,
MoJy4ath npedepeHum 3a cueT peKOMEHIAIMN U OT3bIBOB, & TAKXKE ONTHMH3HPOBATh M3JICPIKKH Ha IMOUCK
W TIPUBJICUYCHUE HOBBIX KJIMCHTOB.

YdeHbIe HEOJJHOKPATHO 0OOCHOBBIBAIN CBS3b MEX/Ty KIIMCHTOOPUEHTUPOBAHHOCTHIO KOMITAHWH, YPOBHEM
YIOBIETBOPEHHOCTH KIIMEHTOB, €€ KOHKYPEHTOCIIOCOOHOCTBIO, pe3yabTaTUBHOCTHIO U (hMHAHCOBOH d(hdek-

THBHOCTBIO [1-4].
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Pa3BuTHE TOATOCPOUHBIX OTHOIIEHUH C KIIMEHTaMH 00yCIIOBINBAET HEOOXOAUMOCTh ITOCTOSSHHOTO COBEP-
HICHCTBOBAHMsI OpraHu3auu. YToObl 0CTaBaThCsl KOHKYPEHTOCIOCOOHBIMU, KOMIIAHUH YACISIOT BHUMaHUE
KaueCTBY MPOIYKTOB, a TAK)KE COCTABIISIOIINM 00CITyKUBaHUs. HemocTaTouHo OLIEHUBATh U yYUTHIBATh OOLIYIO
YAOBIETBOPEHHOCT KJIIMEHTOB. Ba’kHO XOpOIIO MOHUMATE €€ COCTAaBIISIOIINE HA KaXKA0M dTare B3auMozei-
CTBHsSI C KIIMEHTOM U B Ka)KAOM IIpOLiecce MyTH KJIMEHTa, YTO TPeOyeT 3HAUYUTEIbHBIX YCUINNA CO CTOPOHBI
BCEX YYaCTHHUKOB LIETIOUKHU (OT pa3pabOTKH MPOAYKTa IO €ro JOCTAaBKM). [y 3TOro HyKHO CMECTUTb aKLIEHT
C COKpalleHus 1e)eKTOB ¥ CHUYKEHHSI 3aTPaT Ha CO3/IaHue peabHOW IEHHOCTH ISl KITUEHTOB, YTO B KOHEYHOM
UTOTE TIPUBEJIET K YBETUUEHHIO P (EKTUBHOCTH OpTraHu3auH [5].

CoBpeMeHHbIE TPEHIBI ¥ TOCTeNeHHas TpaHchopManus OU3Hec-MoIelIei IPOSBISIOTCS B MOBBIILICHUH POJIH
B3aMMOOTHOLICHUN C KIIMEHTOM U TPEOYIOT YBEIWYCHHUSI 3HAUMMOCTH OLICHKH YPOBHS KIIMEHTCKOW yHOBIET-
BOPEHHOCTH, COCTOSTHHS KITMEHTCKOM 0a3bl M MOMCKa BO3ZMOKHOCTEH /st yripaBieHus ero [6]. [lpobremaruka
M3y4YEeHUS U OLICHKH YPOBHS YJOBIETBOPEHHOCTH IIOTPEOUTENIECH NCCIIEYIOTCS YK€ MHOTIO IecsiTUiIeTuil. Briep-
BBIC JJAHHBIM BOTPOC yrmoMuHaeTcs B 1923 1., Korza o MOBBIICHUH YPOBHS YIOBICTBOPEHHOCTH 3aTOBOPUITU
M3-32 U3MEHEHUS YPOBHS KOHKYPEHIIHH.

BaxHoCTh H3MepeHusl ypOBHsI YIOBIETBOPEHHOCTH KIIMEHTa 00yCI0BIeHa HEOOX0IMMOCTHIO KOJINYECTBEH-
HBIX OLICHOK M3MEHEHHUI paccMaTpuBaeMOTo MoKa3ares Ui onpeneneHus 3(phekTHBHOCTH 3aTpadyBaeMbIX
YCHJINH, €70 MHTErPalluy B HHBIE CUCTEMBI M MHCTPYMEHTBI, MOJIEIIN M METOABI YIIPABIEHUS, a TAKXKE JJIS BBI-
SIBJICHUSI U3MEPUMBbIX XapaKTEPUCTHUK MPOAYKTa WM Ipoliecca AJsl yAOBIETBOPEHUs 3alIPOCOB KIIMEHTa [5].

B ycioBusx coBpeMeHHOM KOHIENIMH MapKeTHHTa, OTIMYAIONIErocss 00sS3aTeNbHBIMU MPOIECCaMU U3-
MEpPEHUH U OLIEHKU Pe3yJbTaToB, 0e3 yueTa dTHX COCTABIISIFOIIMX HEBO3MOXKHO YNPABIATH CO3JaBACMbBIMH
LIEHHOCTBIO U JIOSUIBHOCTBIO U YIAepKUBaTh NOTpedutenei [7]. DkoHOMUUECKHEe U3MEPEHUs HalpaBieHbl Ha
o0ecriedeHne NPOLECCOB MPUHATHS NPEIIPUHIMATESILCKUX PELICHUH JOCTOBEPHON U YIOOHOHN AJISl MCTIONb-
30BaHMs HHPOPMALMEH, KOTOpasi MOXKET OBbITh BBIPAXKEHA B pa3IMUHbIX MOKa3aTensix. Bonpoc o Habope Bax-
HEHIIMX NOKa3aTelnel U UX JOCTaTOYHOCTH SIBJISIETCS LIEHTPAJIbHBIM 1715l 00bEKTUBHOMN OLIEHKH 3(h(hEeKTUBHOCTH
MapkeTuHra. Takoil Habop MHAWKATOPOB HA3BIBAIOT CUCTEMOM MapKEeTHHIOBBIX METPHK.

OnacHOCTh HEIPUMEHEHUSI METPUK COCTOUT B OTCYTCTBUM TOYHOTO IIOHMMAHUS CUTYalMH, YTO MOXKHO MPHU-
PaBHSTH K OTCYTCTBHIO OPHEHTALMU Ha KIMEHTOB. YUeHbIE M MPAKTHKH PaCCMaTPUBAIOT MOJOOHYIO MOJEb
MOBEJIEHUS Kak OecriepcrekTuBHyo (puc. 1) [8].

Paspabotka P. becra sipko teMOHCTpUpYeT, 4TO HEAOCTATOK MM OTCYTCTBHE C(HOKYCHPOBAHHOCTHU Ha KIIMEHTaxX
BIIMAIOT HA PE3ybTaThl JeATENBHOCTH KOMITAaHUH. J{J1s1 KITMEHTOOPUEHTHPOBAaHHBIX OPraHU3alui TaHHAsA CXeMa
UMeeT TOJIOKUTETbHOE 3HAYEHUE U TOATBEPKAALT, YTO KIMEHTOOPHUEHTHPOBAHHOCTH MOBBIIIAET JTOXOJHOCTh
KoMmaHuu. Kayxaplil 371eMeHT myTH HeKJIMEeHTOOPHEHTUPOBAHHON KOMIIAHNH SIBJISIETCS 10 CBOEM CYTH METPHKOM,
YHCIIOBBIE JJAHHBIE KOTOPOM OTPayKaroT HE TOJIBKO TEKYIee 3HaUeHHE TI0KA3aTessl, HO ¥ €ro JUHAMUKY.

MHorue 13 CyImecTBYIOIUX METPUK OMMCAHBI U IIUPOKO UCTIONb3ytoTed [9; 10]. Yuensle, 3aHnMaromuecs
BOIIPOCAMU MapKETHHIOBBIX METPHK, BBIACIISIOT OJIOKH COCTABIIIOIINX KJIMEHTCKOH yoBieTBopeHHoCTH. K co-
JKaJICHHUIO, KOMIUIEKCHAsI U BCEOOBEMITIOIAs CUCTEMa METPUK, OTPAXKAIOLIasl yPOBEHb KIIMEHTCKON yIOBJIETBO-
PEHHOCTH U 3aTparuBaloiiast BCe COCTABIISAIONINE Ty TH JIBMKESHNS KIHEHTa (OT MOMEHTA IMOsIBIICHHUS 3aIIPOCOB
WJIY TIEPBBIX TOYEK KOHTAKTA, BKJIIOYAsl BCE 3TAIbI M COCTABIISIFOIIUE OOCITYKHUBAaHUS, 10 MOTEPU KIIUEHTa), TaK
1 He co3aHa. B cBogax METpUK KIIMEHTCKas! yIOBIETBOPEHHOCTh paccMaTpUBaeTCst PparMeHTapHO, a MOJTHBINA
LIMKJI €€ 3JIEMEHTOB CUCTEMHO HE OXBaThIBacTCs. B To jxe Bpemst 115t OoBbILCHUS 3PEKTUBHOCTH OPTaHU3aLUH
HEOOXOIMMO CO37aTh CUCTEMY OLICHKH YPOBHEH KIMEHTCKOM yAOBJIETBOPEHHOCTH U JIOSIBHOCTH.

Hemocrarok uiim OTCyTCTBHE PasmeiToe Huskas Huskas
C(bOKyCI/IPOBaHHOCTI/I Ha > NPCII0KEHUE » YAOBJIETBOPEHHOCTD > JIOAJIBHOCTh
KIHUEHTaxX HCHHOCTH KJIUCHTOB KJIIMCHTOB
Y
Kparkocpounsle qeiicTBus 0 H 6 TToBbiIEHHE pacxo10B Bricokuii npoueHT
< U3Kas npuobLIb < <
YIIy4YIIEHHUIO CUTYallul P Ha MapKETUHT MOTEPH KIUEHTOB
CrarHanusi CTOMMOCTH aKIIHOHEPHOTO KaluTaia »| JlaBneHue U1 NONTy4YeHUs KPaTKOCPOYHBIX PE3YJIbTaToOB

Puc. 1. [lyTb HEKITMEHTOOPUEHTUPOBAHHBIX KOMIIAHHUMH.
Ncrounuxk: [8]

Fig. 1. The way of non-customer-oriented companies.
Source: [8]
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B pamkax uMeromuxcs moX0/I0B BEIPa0OTaHO 3HAYUTEIHHOE KOJINYECTBO MAPKETUHTOBBIX IMOKa3aTeeH,
XOTSI CYIIECTBYIOT HEMaJIbIE CIIOKHOCTH B X MHTETPAIlUH B KOPIIOPATUBHYIO CUCTeMY npearnpusatus. [1o muae-
auro O. K. OitHep, kK TaKuM TPOOIIEMHBIM COCTABIISIONIUM OTHOCSITCS CIIETYIOITHE:

® HEJI0CTAaTOYHAs! CBS3b (PMHAHCOBBIX PE3YNbTaTOB M 3PPEKTUBHOCTH MAPKETHUHTA;

® OTpPaKEHHE TOJIBKO (PYHKIIMOHATBHBIX TPOIIECCOB;

® KpaTKOCPOYHAasi OPUEHTHPOBAHHOCTD;

® MHBECTHUIIMHU B KIIMEHTCKYIO COCTABIISAIONIYIO, UX OLIEHKA, a TaKKe pa3Mep MpUpPOCTa CTOMMOCTH 3a CUeT
KJIUEHTOB;

® OTCYTCTBHE TIOKa3areiel OlleHKN YPGEKTUBHOCTH [T HEMATEPUAILHBIX COCTABIISIONINX, UIMEIOIINX BbI-
COKHI YPOBEHb CTPATETHYECKON OPUEHTUPOBAHHOCTH;

® HECOBEpIIECHHAsI UHTETPaIMs CTPATErHYeCKNX, TAKTHYECKUX U OMEPAlMOHHBIX YPOBHEH;

® HAIMYHE CaMOCTOSITEIIHLHBIX TIOKa3aTeliel, He CBSI3aHHBIX B CHCTEMY M HECOTacoBaHHBIX [11].

ITon mokasareneM MOHUMAETCsl KaueCTBEHHO-KOJIMYECTBEHHOE TIPEJICTaBlieHne 00beKTa — COIMAIbHO-
9KOHOMMYECKOTO TIpoliecca Wi spieHus. KauecTBeHHas CTOpOHA MOKa3aTess OTpakaeT CYITHOCTh 00beKTa
Y €ro MPUHAJICKHOCTh K MECTY U BPEMEHH, a KOIMYECTBEHHAs CTOPOHA MPHUJIAeT 00BEKTY KOJTNYECTBEHHYIO
OTIpe/IeTICHHOCTh. DKOHOMUYECKHUE MTOKa3aTeIl MPUHATO ASTUTH Ha TPH BUAA: HATypaIbHbBIE, TPYAOBBIE U CTO-
UMOCTHBIE. HaTypasibHbIe MToKa3aTeTu MOKHO pa3/IeNInTh Ha CYETHBIE U COOCTBEHHO KOJIMYECTBEHHBIE (OCHO-
BaHbI HA PU3NYECKUX ETUHHUIIAX U3MEpeHHs). TpynoBbIe MOKa3aTeNN M0 CYTH SABJISIOTCS BUAOU3MEHEHHBIMU
HaTypagbHbIMU. CTOMMOCTHBIE TIOKa3aTeIN OTPaKalOT SKOHOMHUYECKHE SIBICHUS B JIEHE)KHOM 3KBUBAJICHTE
[12; 13]. B cBOtO 0OUepenb, MApKETUHTOBAsI METPUKA — CITUCOK Mep (TTOKa3aTemnei, OIICHOK ), XapaKTEePU3YIOIIHNX
C TIOMOIIIBIO MTOCTOSTHHO MOBTOPSIONIUXCS (CTaHJaPTU3UPOBAHHBIX TOM-MEHEPKMEHTOM ) HEMPOTUBOPEUMBBIX
W3MEpEeHMH CTeNeHH JOCTHKEHNSI KOMITaHNEeH MapKeTUHTOBBIX 1enei [ 14]. Takum o6pa3om, HE06XoauMo pac-
CMOTpETh (PyHKIIHMIO U3MEPEHHSI — OTOOpaKeHNE 3aBUCHMBIX TIEPEeMEHHbBIX B crcteme [ 12].

Jig onpenienenrst TepMUHOIOTMYECKOTO TI0JIS CIIEAYET Tak’Ke OTMETHTh, UTO MOKyHaresb (customer) — 310
KJIMEHT, TOJIy4aTeNb WU 3aKa3uuK MpOoAyKUunH [15], MHAUBUA WU TIPEACTaBUTENb OPTaHU3alN1, HETOCPe/-
CTBEHHO COBEPILAIOINI MOKYIIKY M 00JIaJJafoIMid TIpaBOM BbIOWpATh MPOJIaBlia, TOBAP, OTOBAPUBATH YCIOBHS
Y CPOKH MOKYTIKH [ 16], a moTpedutens (consumer) — muno (WiIn OpraHU3aIms ), UCTIOIB3YIOIIee MPOAYKT YbETO-TO
MIPOM3BOJICTBA, UbEH-THOO NIESTETBHOCTH [ 15], KOHEUHBIN MOIH30BATEh KYIUIEHHOTO POAYKTA (MHIMBH/I WIIX
CEMbsI), KOTOPBI HE 00513aTENBHO SIBISICTCS MMOKYIIATEIEM WITH KIHMSHTOM MPOU3BOAUTEIIS WK mpoasia [16].

[Tonarue «moTpeOUTENB) JTEKUT B OCHOBE MapKETHHIa MAPTHEPCKUX OTHOIIECHUHN, B CBSI3H C UEM He-
00X0/IMMO JaTh OIpe/iesieHne TEPMUHOB «KIHEHTOOPUEHTUPOBAHHOCTEY» M «KJIMEHTOIEHTPUIHOCTHY [17].
KiimeHToopreHTHPOBaHHOCTh — CHCTEMa, MPOXOAIIas yepe3 Bce OM3HeC-MpOILecChl OpTaHu3alli U Ha-
LIeJICHHAs] Ha JOCTHXKEHUE PE3yNbTara, kejaaeMoro kiueHToM [18]. KimneHToneHTpUIHOCTh — 3TO MOAXOT
K YIpaBJIeHHUIO OpraHu3alieil, B OCHOBE KOTOPOTO JieskaT Oosee OIM3KUE OTHOIICHHS C KJIMEHTOM U €ro
WHTETpaIys B KOMIaHHUIO (Yepe3 3HaHUs, COTBOPUECTBO U cMelleHrne (oKyca ¢ MPOAYKTa MU YCIYyTH Ha
notpeburens) [19].

VYOBIETBOPEHHOCTD — [IEHTPAIBLHOE MOHATHE, TPAaHC(POPMUPYIOIIEeCs B JIOSITHOCTh TIPU YCIOBUH IEHCTBUI
KOMITaHUU Ha OCHOBE KJIMEHTOOPHEHTHPOBAHHOTO WJIM KIMEHTOIIEHTPUYHOTO MOIX0/0B. B TeopeTnueckyio
MO/IEJTb UCCIIEIOBAHMUS YPOBHS YIOBIETBOPEHHOCTH KIIMEHTOB HHTETPUPYIOTCS SIIE€MEHTHI, KOTOPBIE OTPAXKaroT
BBITIOJIHEHHE (HEBBITIOJIHEHHE) TPOILYKTOM (YCIIyTOi) CBOETO MpeJHa3HAYCHNS B pe3ysIbTaTe CPaBHEHUS O’KUA-
HUH KIIMEHTa ¢ peaTbHO BOIPUHIMAEMbIMH Ka4eCTBOM U [IEHHOCTHIO MPOAYKTa (YCIYTH). YIOBIETBOPEHHOCTH
SIBIISIETCSI OTIEPEIKAFOIIUM WHAUKATOPOM (DMHAHCOBBIX pe3yabraroB (puc. 2) [§; 20].

B Teoperndeckoii Mojiesii OCHOBHBIC M 000011aeMbIe (DAKTOPHI YIOBJICTBOPEHHOCTH KIIMEHTOB (MTOTPEOU-
TEJIHCKUE OKUIAHUS, BOCITPUHUMAaEMble KaueCTBO U IIEHHOCTD) CBSI3aHbI C BO3MO)KHBIMH pe3yIbTaTaMH B3au-
MOJICUCTBHS C KOMITaHUEH (kaio0amMu U JIOSUTbHOCTHIO, KOTOPBIE HE UCKITIOYAIOT ApyT Apyra) [21].

JIOSTBHOCTB — 3TO CTEIEHb PACTIOI0KEHHOCTH TOTPEOUTENS K OIpe/IeIEeHHON TOProBoi Mapke (OpraHu-
3anun). E. I1. I'omyOxoB, HanpuMep, BBIJIEISIET HICTUHHYIO, JIOXKHYIO, JATEHTHYIO U OTCYTCTBYIOIIYIO JIOSUTb-
HOCTh [16]. /1. Aakep ompeenseT JosITbHOCTh KaK MEpy MPUBEPKEHHOCTH MOTPEOUTENSI OpEH/TY, YTO OTpaKaeT
BEPOSITHOCTD MEPEKITFOUCHNST Ha APYTOH OpeH I, B 0COOCHHOCTH ITPHU U3MEHEHUH €€ IIEHOBOTO MITH KaKOTO-JIN00
npyroro mokazatens. [Ipu pocTe NOSIBHOCTH MOXKET CHUXKAThCS CKIIOHHOCTH MOTpeOuTeNel K peakiui Ha
NeHCTBHS KOHKYPEHTOB [22].

JlosTbHOCTH BKITIOYAET B ce0s TaKe KOMITOHEHTHI, KaK YJIOBJIETBOPEHHOCTH MTOKYNKAMH, UX PETYISIPHOCTbD,
HEYyBCTBUTEIBHOCTD K IEHCTBHUSM KOHKYPEHTOB MPEAIOYNTAEMON OpraHu3allui, HaMepeHne PeKOMEH/I0BaTh
€e U PMOITMOHATbHAs BOBICUECHHOCTH [23]. ComtacHO COBPEMEHHOUW TPAKTOBKE JAHHOTO MOHSTHUS, JIOSITh-
HOCTh — 3TO ITOKa3aTellb BEPOSITHOCTH MOBTOPEHHUS B3aUMOJICHCTBHSI C KOMITAHUEH MM OpeHI0M, pe3ylbTar
YJIOBJIETBOPEHHOCTH M TOJOKHUTEIBHOTO OIMBITAa KIIMEHTOB M 00IIast CTOMMOCTh MPUOOPETEHHBIX TOBAPOB

(ycayr) [6].
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Puc. 2. Teopetnueckast MOZENb UCCIIEI0BAHMS YPOBHS yAOBIETBOPEHHOCTH.
Uctounuk: [21]

Fig. 2. Theoretical model of the study of the level of satisfaction.
Source: [21]

Heo0xonnmo 0TMETHTb, YTO IPOBEICHHBIE HCCIIEOBAHMS TIOKA3aIH HAJIMYUe Psijia TIOIX0/I0B K KTacCU(pHKa-
WX JIOSUThHOCTH B MAPKETHHTOBOU JIUTEpaType. BRIIENAIOTCS TpaAUIIMOHHAS, TICPIICTIIIHOHHAS, KOMIUICKCHAS
(ucTuHHAS, TOXKHAS ¥ TaTeHTHaA) [24, ¢. 56-57; 25], moBeneH4YecKast ¥ BOCIIpUHUMAaEMast JOSITbHOCTE [26—28].
Marpuiia, OCHOBaHHasI Ha pa3rpaHUYCHUN BOCIIPUHIMAEMOU U TIOBEJCHUECKOM JIOSUTBHOCTH, OTPAXKAET CBA3b
Pa3IMYHBIX YPOBHEW KIMEHTCKOW JIOSIILHOCTH U YCIIOBHOE MPUMEHEHHE KOJIIMYECTBEHHOTO TIOAX0Aa Ha 3TOU
OCHOBE, a TAKXKE IEMOHCTPUPYET CTpeMJIeHHE K HCTUHHOH JIOSITRHOCTH (puc. 3) [29].

AHaju3 MaTpHIbI MOKA3bIBAET, UTO JIJIi TOYHOTO MOHUMAaHHMsI OOIIEr0 YPOBHS JIOSUIBHOCTH KIMEHTOB HE-
00X0IMMO M3HAYAJILHO OLIEHUTh YPOBHU TIOBEICHUYECKOUM 1 BOCIIPUHUMAEMOU JIOSIIbHOCTU. B 3aBUCHMOCTH OT
COYETaHHS MMOBE/ICHUS U OTHOIIEHUS K U3y4aeMOMYy OOBEKTY BBIJEISETCS TIOBEeHIeCKast, BOCITPHHUMaeMas
7 KOMIUTIEKCHAS JIOSUTBHOCTH [2], KOTOPOH MpeAIecTBYET YIOBIETBOPEHHOCTD.

IToMuMoO KaTeropuii yIoBICTBOPEHHOCTH W JIOSUIBHOCTH, IPUMEHSETCS TIOHITHE «aIBOKAIH», KOTOPOE
MPENICTaBISIET COOOH NMPUBIICUEHUE HOBBIX MOKYIMATENIEH ¢ MMOMOIIBIO YXKE CYIIECTBYIOIIUX KIUCHTOB, 3aIllH-
AKX ronoouBIIHiicst uM Oopen [30]. Hanpumep, B Mojenn kanutana OpeHaa (B MaTepraabHBIX U HEMa-
TEPUATBHBIX COCTABIIIONINX ) JIOSUTEHOCTE PACCMATPUBACTCS HA dTAITe TTOCIISIYFOIIETO OMBITa (KOHTAKTa) KITUEHTA
C Opra"u3alyell U CBSI3BIBACTCA C NATbHEUITUMU MOKYITKAMHU U JPYTUMHU TMOJIOKUTEIHHBIMU TSI KOMIIAaHUU

addexramu [31, c. 120].
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Source: [29]
51



7Kypuaa Besiopycckoro rocyiapcTBeHHOr0 yHuBepcutera. JkoHomuka. 2022;1:48—64

Takum 00pa3oM, yIOBIECTBOPEHHOCTh MTPOIYKTOM, YCIYTOH WIIM B3aMMOJICHCTBUEM C TIOCTABIIUKOM 00y-
CJIOBJIMBAET, HO HE TapaHTHPyeT (hopMUPOBaHNUE JOSITBHOCTH KIIMEHTA, TOPTOMY HEOOXOAUMO BBOJIUTH JIOTIOJI-
HUTENBHBIE HHCTPYMEHTHI, METPUKHU U 3JIEMEHTHI JUIsl OIIEHKH YPOBHSI JIOSIIbHOCTH KITUESHTA.

[To MHEHUIO COBpEMEHHBIX YUEHBIX, ITyTh KIMEHTA UMEET CIEeIYIOINH BU/: YAOBIETBOPEHHOCTD — JIOSITb-
HOCTH — MapTHEPCTBO (Koomeparus) — aaokanus [30; 32]. Ha pa3upIx 3Tanax OTHOIIEHUH KIWEHT — KOMIIa-
HUS IPOUCXOSIT Pa3IMYHBIC MTPOILECCHI B PA3HBIX TOYKAX KOHTAKTa, 00bEIMHEHUE KOTOPBIX MPEAOPE/ISIsIeT
(hopMupOBaHUE CUCTEMBI OIICHOK YPOBHEH yIOBIETBOPEHHOCTH U JOSUTPHOCTH KIIMeHTa. TepMUHOIOTHYECKOe
T0JIe KITMEHT — TIOKyTIaTelb — MOTPeOnTeNh TaKkXkKe TPeOyeT ONpeeIeHus JIEMEHTOB, TTOUIeKAIINX U3yIESHUIO
1 OlleHKe (TIpU MTOMOIIN KO3 PUIIMEHTOB 1 TIOKa3aTee).

Kapra mytu knuenta (customer journey map, CIM), npemnoxennas komnanueid OxfordSM B 1998 1.,
OIHCHIBACT BCE TOYKU KOHTAKTa KJIMEHTa (TIOKymHaress, MOTPeOUTeNs) ¢ OpraHu3alie Ha MPOTSHKEHUHN UX
B3aumozeicTeus [33—35]. [lox >kM3HEHHBIM MUKJIOM KJIMEHTA TIOHUMAETCSI COBOKYITHBIH OITBIT €T0 B3aUMOIEH -
CTBUS ¢ Komnanuen [36, c. 114]. B kax10if TOUKe KOHTAKTa KJIMCHTCKHUM OIBIT JSTUTCS Ha MOJIOKUTEIbHBIN,
HEUTPAJBHBIA U OTPUIIATEIBHBIN (C BO3MOXKHOCTBIO OlleHKH). OJJHAKO B JJAHHOW CXEME OTCYTCTBYIOT KO3(-
(DUIUEHTBI, TOYHO OTPAXKAFOIINE KIIMEHTCKUH OmbIT. Takum oOpazoM, mosnenb CJIM MOXeT OBITh JTOTIOTHEHA
METPHUKaMH OIIEHKH YPOBHEH YIOBIETBOPEHHOCTH U JIOSUTBHOCTH KIMEHTOB, MIO3BONIIOIIMMH OIIEHWBATh 3TH
COCTABJISIONINE HA MTyTH KIUEHTA.

B Tabmn. 1 mpencrapieHbl TOUKM KOHTAKTa, BEICISCMbIE HA ITYyTH KIIMEHTA U TTO3BOJISIOIINE OIICHUTD YPOGHU
V0081eMB8OPEHHOCIU U TOSAIbHOCIU KIUEeHNO8 B KaXI0M N3 HUX B YaCTHOCTH U B CHCTEME B I1eJIoM. B kadecTBe
OCHOBHOTO TIPUMEHSETCS HOPMATUBUCTCKAN TIOAXOA (depe3 JIOTUKY MOKYIKH K OMPEIeICHNI0 TyTH KITHEH-
Ta) [34, c. 14]. Opranndeckuii Moaxoa mMoapa3yMeBacT pacCCMOTPEHUE Iy TH KJIUEHTA ¢ TIOMOIIIBIO aHAJIN3a €T0
JICUCTBUM U UX MOTHBAIIUU Ha KaXka0M dtare [37].

Ta6numa 1
XapakTepHCTHKA 3TANOB MYTH KJIHEHTA BO B3aHMOOTHONICHHSIX ¢ OPraHu3anuei
AJIsl OHEHKH ypOBl—leﬁ €ro y10BJICTBOPEHHOCTH U JIOAJILHOCTH
Table 1
Characteristics of the stages of the customer journey in a relationship with an organisation
for assessing the levels of his satisfaction and loyalty
Oran XapakTepucTHKa

IlepBuunoe [Monyuenue npeaBapuTenbHOM HHPOPMAILIUK O IOCTABIIUKE U (POPMYITHPOBAHHUEC
OCMBICIICHUE KpHUTEpUEB BEIOOPA IPOAYKTa (YCIyIN)
OreHka 1 BBIOOD OcHOBa IPUHATHUS PEIICHUS KINEHTOM
Crenka Bo3MokHOCTB IPHOOpETEH s TPOAYKTA (YCIYTH)
[Tonb3oBaTenbeknit OMBIT | Peakiys Ha MOKYIIKY M HCIIONIB30BAaHKE TTPOTYKTa (YCIyTH), a TaKKe Ha 00CITy)KMBaHHUE
TpurrepHsie TOUKH Touky NOCIIENPOAAKHBIX KOHTAKTOB KJIMEHTA ¢ KOMIIAHUEH
[NeTns nosnbHOCTH Pesynbrarsl nocieayomero B3auMoIeiCTBHS C KIIMEHTOM Ha dTalax MOBTOPHBIX MOKYIOK
[loreps knueHra IIpexpalueHue B3aMMOOTHOILIEHUH C KOMIIAHUEH

[Ipuwmeuanue. Paspaborano Ha ocHOBe [34].

WHTerpaiust HOpMaTUBUCTCKOTO U OPraHUYECKOTO MOAX0I0B TPEOYyeT AOIOTHEHHUS 3JICMEHTOB Iy TH KJIHCHTA
CJICYIOIIMMU COCTABJISIIOIIUMHE OLICHKH, (POPMUPYEMBbIMU HA OCHOBE PE3Yy/IKTATOB UCCIICIOBAHHIA: OCBEIOMIICH-
HOCTBIO TIOTPEOUTEIS, €T0 BICYATICHUSMH U OITBITOM HCITOJIh30BaHUS, KOJIMYECTBOM TIOKYIIOK (IIepBasi, BTOpas,
MOCIIEYIOIIHE), YIOBICTBOPSHHOCTHIO, HATMYMEM PEKOMEH/IAIHI (OT3BIBOB), aIBOKaTUpoBaHueM. [I0OBTOPHOCTh
MMOKYIIOK HEOOXOIMMO M3y4arh U OLICHUBATH IIIYOOKO U J€TaIbHO, TOCKOJIBKY KIIMCHTHI 0018 1af0T Pa3HOM CKIIOH-
HOCTBIO K HEM, HO 3a4aCTYI0 OHA He MOXNCEN CILYHCUNMb OOHO3HAYHBIM UHOUKAMOPOM YIOBICTBOPEHHOCTH U JIOSIb-
Hoctu KireHToB [30; 34; 36, c. 58]. Be3yciioBHO, cylIecTByeT ClIoco0 3KOHOMUM OFOKEeTa, 0a3UPYIOIIUIACS Ha
(OPMHUPOBAHKH U OIICHKE TOUCK KOHTAKTA TOJILKO HA OCHOBAHHH B3IJIS/IA COTPYIHUKOB, HO CIICTYET YIUTHIBATH,
YTO TIOHOOHBIH CII0CO0 BHOCUT CEPhE3HBIC NCKAKCHHUS B MTOTydaeMbIe Pe3ysbTatsl [36, ¢. 156].

TeOpeTI/IquKI/IC MOICIIN OLICHKN KJII/ICHTCKOﬁ YI[OBJ'IGTBOPCHHOCTI/I BKJIKOHAKOT B CC65[ OJIEMCHTHI, ABJIAIOIIUCCS
OCHOBO# JIJIsl IOHUMAaHHMsI HaJTU4Us yAOBICTBOPSCHHOCTH U JIOSIIbHOCTH KiueHTa (Tabi. 2).

PaccMoTpeHHbIE HHIUKATOPBI HE TIOATBEPIKAAIOT HU JIOSIIbHOCTD, HU YAOBJIETBOPEHHOCTD KIIMEHTOB U Tpe-
OyIOT JOKa3aTeIIbCTB.

Jiis u3ydeHus npoiiecca TpaHcpopMaliy YI0BICTBOPSHHOCTH B JIOSJIBHOCTD 11€JIeCO00Pa3HO IPUMEHSTh
MapKETHHIOBBIC METPUKHU, C TIOMOIIBI0 KOTOPBIX MOKHO OolU(poBaTh (OLIEHUTH) BaXKHBIC 3TAIlbl OTHOIICHUN
KITUCHT — KOMITAHUS M ONPEJICIIUTh HATMYKME U pa3Mep CIIONKHOCTEH B 3TUX OTHOILICHHUSX.
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Tabonuma 2

DJieMeHTBI YI10BJIE€TBOPEHHOCTH H JIOAJIBbHOCTH KJIHEHTA U UX XapaKeTPUCTUKA

Table 2

Elements of customers satisfaction and loyalty and its characteristic

DleMeHT

[Ipeanonoxenue

Bo3moxHbIe IIPOTUBOPEYUS

IToBTOpHBIE NOKYIIKU

,ZIOBOJ'IBHI)IG KIIMCHTBI BO3BpAI[atOTCA
U IMOKYIIaroT CHOBA

Knuent moxeT nmpuobperars TOBTOPHO
U3-3a OTCYTCTBUS BEIOOpa

O0OBbeM MOKYIIOK

JloBOIbHBIE KITMEHTHI TOKYMAOT O0JbIIE (OIS
B KapMaHEe — JI0JIsI 3aKYIOK KOMIIAaHHU B OOIIUX
3aKyIKaxX KJIMCHTA)

O0BeM MOKYNOK KJIMEHTA 3aBUCHUT He
TOJIKO OT YPOBHSI YJOBJICTBOPEHHOCTH, HO
U OT €T0 TOTPEeOHOCTEH

CronmMocTh Y 10BOJIBHBIX KIIMEHTOB BO3HUKACT Heo0Oxoanm rouck 3aBUCUMOCTEN
00CITyKMBaHHS MEHBIIIE TIPOOJIEM, TOITOMY OHH JICIIEBIIC MEXIY YPOBHEM yAOBICTBOPEHHOCTH
B 00CITy’)KHBaHUH ¥ CTOMMOCTBIO 00CTYKHBaHUS
Pexomennanmu JloBOJIbHBIE KIIMEHTBI pEKOMEHYIOT KOMIIaHuto | KiimeHTsl gake mpyu Hanu4uu
CBOHUM JIPY3bsIM U 3HAKOMBIM YAOBICTBOPEHHOCTH MOT'YT HE J1aBaTh
IMOJIOKUTEIbHBIC PEKOMCH AU
Db dexr J10BOJIbHBIE KITHEHTBI 00CITYKHBAIOTCS Hannune pasHbIX MOCTABIINKOB
CIUHCTBCHHOI'O Y OAHOI'0 NOCTaBIIMKa Y YAOBJIETBOPCHHBIX KIIMEHTOB MOXKET
MOCTaBIIUKA 00yCIIOBINBATHCS 00ECIICYeHNEM
OecriepeOOMHBIX TTOCTABOK
[TponomxuTensHOCTh | JIOBOJBHBIC KIIMEHTH IMEIOT JOITYIO0 UCTOopHIo | Jlonras nCTopust B3aMMOOTHOILICHHH
B3aNMOJICHCTBHSA B3aMMOOTHOIICHHH ¢ KOMITAaHUEH C KOMIIaHUEH TpeOyeT MONTBEPKACHHS
€€ 3aBUCHMOCTH OT YPOBHS
YAOBIETBOPEHHOCTH
KomnuectBo Jl0BONBHBIE KITMEHTHI TPUOOPETAIOT KonndecTBo COMyTCTBYIOINX MOKYIOK
COILyTCTBYIOLIUX COITYTCTBYIOIIHE MIPOAYKTHI (YCIYTH), TAK KAK | Y OMHOTO IMOCTABIIUKA MOKET OBITh
TIOKYTIOK YAOBJIETBOPEHBI OCHOBHBIM ITPOTyKTOM 00yCIIOBJIEHO MX OCTPOM

(ycyroit) HEO0OXOIUMOCTEIO

I[OBOJ'II)HLIC KIIMCHTBI Yalll€ MOKYTatoT

YacroTa MOKyIoK YacToTa MOKYIIOK MOKET OBITh
o0ycIiioBIIeHa HEOOXOAUMOCTEIO

1 OrpaHUYEHHBIM BBIOOPOM

[Ipumeuanue. Pazpaborano Ha ocHoBe [36; 38].

CoBpeMeHHas DKOHOMHUYECKasl HayKa pacCMaTpUBAET MApKETHHTOBBIE METPHKH Kak ()OpMY KOMMYHHKAILIUH
B CHCTEMeE YIPaBJICHUSI MApKETUHTOBOH JesITeNbHOCTHIO [8]. Boinenstores mpeodpasoBareibHas (epeBoy 1e-
7iei Ha HeOOXOIMMBI YPOBEHB 1 OTIpeieNIeHHe TIOKa3aTee sl JOCTHIKEHUS PE3yIbTaTOB), CTHMYIUPYIOIIAs
(Tekymuii yyet B HelsiX OTPa)KeHUs] CUTyaluu JJisi HHUIHAMH HEOOXOAMMOCTH U3MEHEHHH ), HOpPMaTHBHAs
(ompeneneHne periaMeHTHBIX ITOKa3aTeseil), KOHTPOJIbHAs (TEKYLIHH YUeT, TOMCK PACXOKICHUNA MEXIy 3a-
IJIAHUPOBAHHBIM M peajbHbIM) (DYHKIMH MoKazatenell. X oTpaxenne sBiseTcss OCHOBOH il 000CHOBaHUS
HaNpaBJIeHUH JalbHEHIIET0 UCTIONb30BaHUs PE3YJITaTOB M0 COMTACOBAaHMIO MAPKETHHIOBOM JIE€ATEIbHOCTH
¢ uensiMu kommanuu [39].

MapKeTHHTOBBIE TTOKa3aTeIH IMEIOT pa3Hble (PYHKINHN, TPAUMEHSIOTCS ISl OTPAKEHHUS Pa3IMIHBIX PE3YITb-
TatoB (puc. 4). Ix menecoodpa3Ho pa3faeisaTh Ha npsamble — KocgenHble (ICXOS U3 HAIIPABICHUS BIMSHUS Ha
M3y4aeMbIil 00BEKT), onepexcarowue, WIA PaHHUE, — U 3anazobléarouyue, WA NO3IHUE (MCXOI U3 OLEHKU
9TaroB B3aNMOJICHCTBH ), a TAKXKE Ha cmpamezuyeckue — makmudeckue (ACXONIS U3 paCCMaTPUBAEMOTO YPOBHS
OpMEHTHPOBAHHOCTH). ClienyeT OTMETUTh, YTO OPHEHTHPOBAHHOCTH KOMITAHMH TOJHKO Ha 3aIta3bIBAIOIINE
u (WJIM) KOCBEHHBIE TTOKA3aTe M OlTacHa CHIDKECHUEM BO3MOXKHOCTEH BO3MEeHCTBHS Ha pe3ynbTar [38; 40; 41].

C touku 3peHus QopMHPOBAHUS KOXPPUITMEHTOB yUEHBIC M TIPAKTUKH BBIJICIISIOT OTPACIeBbIC, PHIHOYHBIE,
KOHKYPEHTHBIE U KIMEHTCKHE MapKEeTHHTOBBIE TIOKa3arenu npeanpuarus [9; 10; 39; 42]. Cpean B3anMo3aBu-
CHUMBIX KITUEHTCKUX IOKa3aTeje MHOTO BHUMAHUS yIEJSIeTCs TOBAPHBIM, IEHOBBIM U KOMMYHHUKAITHOHHBIM
COCTABJISIOIINM, & TaKXKe COCTABIIAIONINM JIOTUCTHUKH, MPOU3BOAUTEIFHOCTH, HHHOBAIHAM, HHPOPMAITUU
u joxogHocTH. [lokazarensiM KIMEHTCKOW yIOBIETBOPEHHOCTH, OKa3bIBAIOIIEH HETTOCPEICTBEHHOE BIHSIHHE,
HanpuMep, Ha JOXOJHOCTh, K COXKAJICHHIO, YIENSETCSl HEAOCTAaTOYHO BHUMaHUA (puc. 4).
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C y4eToM OMMCaHHBIX TOXO0B KaXk/1ast CYIIESCTBYIOIIAS FIIA CO3/IaBacMasi METPHUKA MOXKET OBITh PacCMO-
TpEeHA KaK PaHHsIsl MW MTO3IHSISI, CTPATerHueCKask HITM TAKTUYeCKasl, psiMasi Witk KocBeHHast. [1ogo0HbIi MeTo
BBOJIUT MHOTOCTOPOHHIOIO OIICHKY ITOJIOKEHUSI METPUKH, JIE)KUT B OCHOBE HEPUOOULECKOU CUCTNEMbl MapKe-
MUH208bIX MemPUK, a TAKKE TT03BOJISICT PaCCMAaTPUBATh €€ BIMSHUE HAa PE3yIbTaTHBHOCTE. B COOTBETCTBHH C
CJM cBsi3b METPHK OyJIET MPHUOOPETATh HOBBIA KOHIENTYIbHBIH BUl, BKITFOYAFOIIAN 3TAIbl B3aUMOJICHCTBUS
KJIIMEHT — KOMIIaHHUsI, a TAK)KE paclpeieICHUE METPUK HAa PAHHUE U MO3HUE.

N3yuenune moaxomoB, ONPEACTSIONNX CTPYKTYPY GOPMUPYEMOIT MAPKETUHTOBOM METPUKH, OPUCHTUPYET
Ha HEOOXOIMMOCTh yueTa TpeOOBaHU, IPEIbSIBIIEMbIX K Mpolieccy pa3paboTku mokaszareneii. Beioop wim
CO371aHUE METPUKHU JI0JIKHBI OTBEYATh CIEIYIOLUIUM KPUTEPUSIM: IPOCTOTA, €AUHBIN CTaHAAPT, JOCTOBEPHOCTD,
TOYHOCTH, aKTYaIbHOCTh, HAIMYNE HEOOXOAMMOU HH(POPMAITUH, BOBMOXKHOCTh HHTerparuu [7; 43; 44], Boc-
IIPOU3BOIMMOCTD (KOHCUCTEHTHOCTD) PE3YJIbTaTOB, BAJIIMIHOCTH (M3MEPEHHE TOTO, YTO HEOOXOIUMO U3MEPUTh )
Y 9yBCTBUTEILHOCTH (XOpOIllasi peakiysi Ha n3MeHeHus). [Ipyn HeBBITOTHEHNH yKa3aHHBIX TPeOOBaHUIT 00-
paTHas CBs3b OT KJIMEHTAa ncka3utes [45].

dopMUpOBaHKE METPUK OLICHKU YPOBHEH YIOBICTBOPEHHOCTH U JIOSUILHOCTU KIIMEHTOB 00YCIIOBIIEHO HE0O0-
XOIMMOCTBIO cOOpa U aHaM3a 00paTHON CBS3HM HA YPOBHE MUKPOCPEIBI IJIs OTIPE/ICTICHHS TEKYIIeH CUTyalnu
U pa3pabOTKU TUTAHOB KOPPEKTUPOBKH MPOOIEMHBIX TOJEH. MeTpUKH OIEHKH YPOBHSI YIOBICTBOPEHHOCTH
KJIMEHTOB HANPSMYI0 CBSI3aHBI C M3YYCHHEM UX OIBITa U MOTYT (DOKYCHPOBAThCS HA PA3JIMYHBIX COCTABIIS-
FOIIUX TIpoIlecca B3aMMO/ICHCTBUS KIIMEHTA ¢ KOMIaHuend. TakuM 00pa3oM, CII0KHO BBIJIEIHUTH €IUHYIO WIIH
SIMHCTBECHHYIO METPHUKY, XapaKTSPU3YIONIYIO BCE ITAITBI JAaHHOTO Mpoltiecca. CrieaoBareabHo, GOpMUPOBAHUE
METPUKH, UMEIOIIEH BHICOKUN YPOBEHb 3HAYUMMOCTH B OLIEHKE YPOBHSI KJIMECHTCKOM YIOBICTBOPEHHOCTH, J0-
CTaTOYHO CJIOKeH. VccienoBanns TOKa3bIBAIOT, YTO 3TO MOXKET OBITh KOMITJIEKC METPHK IIPSMON ¥ KOCBEHHOH
OIICHKU YPOBHS yIOBIeTBOpEeHHOCTH [11].

B pesynbrare ananuza pabor [1. B. @appuca [9], A. [paticuep [39], P. Kozenbckoro [10], M. JIxeddpu [46],
b. Mapp [47], x. A. JlaBuca [48] BbIsABIEHBI 12 00s13aTENBHBIX K IPUMEHEHHIO COCTABIIIONINX MapKETHH-
TOBBIX METPHK, OTHCHIBAIOIINX JIFOO0H MapKeTHHIOBBIN KOA(pGUIIMeHT. BKIIIOUeHHE BCEX 3TUX COCTABIISIO-
[IMX B MAPKETHUHIOBYI) METPUKY MPEICTABISACTCS H30BITOYHBIM, IOCKOJIBKY MPUBOJIUT K X MOBTOPSEMOCTH.
Ha puc. 5 npencrabieHa XapakTepUCTUKA COCTABIISIIOIIMX MAPKETUHTOBOM METPUKHU, IPEIJIOKEHHAS aBTOPOM
HACTOSIIEH CTaThU.

Onucanne HUcTounuku

(oTpaxaeT KiaccupHKAIUOHHBIC
NPU3HAKH METPHUKH:
TaKTHYeCKast — CTPAaTeruiecKas,
PaHHSIST — TTO3HSISL, IPSMAst —
KOCBEHHAsI OLICHKA)

®opmyaa

(OCHOBBIBAETCS HA METOJIUKE
U MOCJICA0BATENbHOCTH
BBITIOJTHEHUS PACUETOB)

Pa3mepHOCTH TaHHBIX

(oTpakaeT eTUHHIIbI
HU3MEpEeHHUs)

HHpOpPMALUH

(ucrnonb3yroTcst AJs pacyera
METPUKHU B COOTBETCTBHU
¢ METOINKO# cOopa
HEOOXOIMMBIX JaHHBIX )

METPUKA

(Ha3BaHHWE METPHUKHU BKIIIOYACT
ee HaMEHOBAaHHE Ha PYCCKOM
1 aHIVIMIACKOM SI3BIKAX,

a TakKe HanboJee 4yacTo
HCTIONB3yeMyIo ab0peBuarypy)

Casi3aHHbIE METPHKH

(npencrasisieT coOoii nepeyeHb
METPHK, HAIIPSIMYIO CBS3aHHBIX
C paccMaTpUBacMOil METPHUKOI)

Pesyabrar

(comep T KOHEYHBI UTOT
pacyera METPHUKH, OTPAKAET
HaTpaBIICHAE U CTPaTErnIecKre
TIOCIIENICTBHS €€ UCTIONH30BAHMSA)

YacToTa BBINOJHEHHUS
pacuera

(oTpakaeT ONTUMAIBHYIO
YacTOTY pacuyera METPUKH)

Puc. 5. Ctpykrypa MapKeTHHIOBO METPUKH

Fig. 5. Marketing metric structure

OrpannyeHust

(BKITIOYAIOT CIIOKHOCTH, ONTHOKH
HAIPAaBICHUH UCIIOIB30BAHUS —
HEHCIIOIb30BaHUS METPUKH,
BO3MOXKHBIE TPOCYUCTHI)
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[MpuHIMITHATBEHOE 3HAYCHHUE IS pacyeTa MapKETHHTOBBIX METPHUK HMEIOT Ka4eCTBEHHOE HH(POPMAIIHOHHOE
obecrieyeHne U HAJMYUe JIOCTOBEPHBIX JaHHbIX. OCHOBOI JUIsS pacyeTa W OIEHKU KIMEHTCKUX METPUK BbI-
CTYMAIOT Pe3yJIbTaThl MAPKETUHIOBBIX MCCIICIOBAHUH, BKIIOYAMOIIHE IEPBHYHYIO, BTOPUYHYIO U TPETUUHYIO
nHpopmanuro (tadm. 3) [49].

Ta6numa 3

MeToabl MAPKETHHTOBBIX HCCIEI0BAHUIT
IJ15 ”HPOPMALMOHHOT0 00ecreyeHusl paciyeTa KINeHTCKUX MeTPUK

Table 3

Methods of marketing research as applied for studying customer satisfaction

Wudpopmanms Mertomst OOBEKTHI U3yYCHUS
COop u ananmu3 BTopu4HO# | Hay4uHble, MapKeTHHTOBBIC, (PMHAHCOBO-YKOHOMUYECKIE U HHBIC
nH(popMannu (BHEIIHEH OTYETHI, U3/IaHUs, TyONUKAIIH, Pe3yIBTaThl OTPACIEBBIX
BropuuHas Y BHYTpEHHEH ) uccienoBanuid, 1anasie CRM-cuctembl
ITonckoBbI€ 3aMPOCH CocraBisitoniue, BaKHbIE U151 KIIMEHTOB, HOBbIE TEXHOJIOTUH OLICHKH
B MHTEpHETE YPOBHSI YIOBJICTBOPEHHOCTH
Toernusas MonuTtopuHr conpanbibix | [TorpeOGHOCTH MOJIb30BaTENEH, COCTABIISIONINE JUISl OLICHKU YPOBHS
p ceTeit YAOBICTBOPEHHOCTH
HHTenBhio CocraBisifomue yl10BIeTBOPEHHOCTH KJIMEHTOB OT COTPYAHHKOB, Iap-
P THEPOB, KITMCHTOB KOMITAaHUY ¥ KIIMEHTOB KOHKYPHPYIOMINX KOMITAHIH
DOKCIepTHBIE HHTEPBEIO
(oTpacneBble SKCIEPTHI, Pabora ¢ sxcriepramu 1o cOopy CBeICHHIA 0 CI0c00ax OIEHKH YPOBHS
a TaKKe KIIIOYEBBIE, YAOBIETBOPEHHOCTH KJIMEHTOB, UCIIOJIb3YEMbIX HHCTPYMEHTAX,
ABTOPHUTETHBIC B)XHBIX ISl KITMEHTOB JIEMEHTAX, MO/IX0/[aX OIIEHKH YPOBHS
1 3aMHTEPECOBAHHbBIC YOBIETBOPEHHOCTH KIIMEHTOB B OIBITE KOMITAHUH
CICTIHATHCTHI KOMITAHUH )
[Monmyuyerne mHGOPMAIH 0 3HAUUMBIX (DaKTOpax JJIs OIICHKH YPOBHS
DOKyC-TPYIITBI VIOBJIETBOPEHHOCTH Ha OCHOBE OOCYKIICHHUI CPEAN COTPYIHHUKOB,
KITUEHTOB, HKCIIEPTOB
Ananu3 myonukaiuii 00 ypoBHE yIOBIETBOPEHHOCTH, JUHAMHUKE TO-
I Konrenrt-ananus o
€pBU1HAA HaJIbHOCTHU BbICKAa3bIBaHUI KIIMEHTOB
KonuyectBeHHbIe N
V3meHeHus B MOBEACHUH NOTpeOUTENEH, OlIEHKa YPOBHS
nccie0BaHus (OMpocChl)
YAOBIETBOPEHHOCTH, JOTIOJHEHUE IKCIIEPTHBIX BHIBOJIOB
OcHoBa /15 pacuera
U OTIpe/ieNICHIe 3HAYUMBIX ISl KITMEHTOB COCTABIIIOIITIX
METpPHUK
Habmronenne IloBenenue nzydyaeMoil ayiuTopuu, KIFOUEBBIX TPy
Kaprorpaduposanue mytn .
JleMoHCTpaIys BIUSHUS SMOIHUH KIIHMEHTOB Ha KITFOUEBBIE TIOKA3aTEIN
KIIMEHTa
OmnpeneneHne yI0oBISCTBOPEHHOCTH ISl TPOIYKTOB (B TOM YHCIIE B BEO-
KoHnTekcTHOe HabIOeHNE per Me P JUTA POty (
cpene)
HeiipomapkeTuHroBsie [Monyuenue ryonHHOM nHGOpMaIK (aUTPEKHHT, TToIUrpad, Mojaeb
HCCIIeI0BaHUS 3anpTMaHa)

IIpumeuanmue. Pazpaborano Ha ocHoBe [32; 49-52].

B xauecTBe HanboI€€e aKTyaTbHBIX METOJIOB cOOpa MH(POPMALINH IJIs1 OIICHKH YPOBHEH YIOBIETBOPEHHOCTH
1 JIOSUTBbHOCTH KieHTa P. OysH BBIJIENSIET TakKe MPUUNHHO-CIEICTBEHHBIN aHAN3, KIIATh TOYEMY» — METOJT
MHOTOKPATHOTO «IIOYEMY», aHAIHN3 U KIACCU(PUKAIINI0 KOMMEHTApPHEB KIIMEHTOB, aJallTUBHBIN TUAJIOT, pe-
FPECCUOHHBIN aHaIN3, aHAJIU3 OTHOCUTENBHOT0 BIUsHUSA [36]. be3ycnoBHO, B X OCHOBE JICKUT KJIACCUUECKUN
HCCIIeIOBaTENIhCKUN WHCTPYMEHTAPHUH, a CTONIb pa3HOOOpa3HbIN MepedeHb ClIoco00B cOopa uHpOopManuu
JIUIIG TTOTBEPKIAET ITyOOKHI MHTEPEC CIEeNUAINCTOB K pacCMaTpUBaeMOU TeMe U IIMPOKHE BOZMOKHOCTH
JuTs cOopa u aHajn3a HHPOPMaIHH.

AHanu3 pa3zpaboTaHHBIX MTOAXOO0B MTOKA3aJI, YTO I (POPMYTUPOBAHUSI BEIBOIA O HATMIUH YIOBICTBOPCH-
HOCTHU U JIOSITBHOCTH KIIMEHTOB PacCMaTPHUBAIOTCS (PAKThI MOKYIIKH MPOAYKTOB U YCIIYT, MPSMBIEC BOTIPOCHI
0 HAJIMYUH YIOBJIETBOPEHHOCTH, a TAK)KE DJIEMEHTHI, OIICHUBAIOIIHC MPUBEPKECHHOCTH KITMEHTOB KOMITAHUH.
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CdopmupoBaHHas B X0j1€ MTPOBEICHHBIX UCCIICIOBAHUI CXeMa MO3BOJISIET POCIIETUTH IBOJIOIMIO HAYYHOH
MBICJIM U Pa3BUTHE MOJXOA0B K OLIEHKE YPOBHEH YJOBIETBOPEHHOCTH M JIOSIIBHOCTH ¢ 1950-X IT. 10 HacTO-
siero BpeMeHu (puc. 6). [lpeacraBneHHast cucTeMaTu3anus MOXKET ObITh MCIIOJIb30BaHa IS JTaTbHEHUIIETo
M3y4eHUs mporiecca GOpMUPOBAHHS aHATUTHISCKUX MOJIENIEH B 00JacTH KIIMEHTCKUX METPHK, a TAKKe IS
BBIOOpA TOTOBOTO MHCTPYMEHTA U3 YUCIIA YK€ CO3aHHBIX.

[pennoxeHHas Ha puc. 6 cxeMa OTpaXkaeT AUCTAHIIMPOBAHUE OT NTyOOKOTO BIHMSHHS COCTABISIOIINX TPOIAKH
K POCTY 3HaUMMOCTH 3JIEMEHTOB OIIbITA, OTHOIICHHI, PEKOMEHIAINH. Bhi/ieieHHbIe KOMIIOHEHTHI BaXKHBI JIJIs
JTANTbHEHIIIeT0 N3yYEeHHUs CIIOCOOO0B OIIEHKU YPOBHEH YIOBIETBOPEHHOCTH U JIOSUTbHOCTH KIIMEHTOB. HecMoTpst Ha
o0mIIMe CYIIECTBYONNX aHAIUTHYECKAX HHCTPYMEHTOB, JUIS ITOYYEeHNST BOSMOKHOCTH YIIPaBIeHUs TpeOyercs
NPUMEHEHHE KOJIMYECTBEHHBIX TOJXO/IOB, OCHOBAHHBIX Ha pa3pabOTaHHBIX paHee MeToaukax. McciemnoBanust
MEK/TyHAPOJHBIX ar€HTCTB CBUACTEIBCTBYIOT O TOM, YTO KPYITHbIE KOMITAHHHU UCIIONB3YIOT OOJIBIIOE KOJTMYECTBO
MIPSMBIX 1 KOCBEHHBIX METPUK OLICHKH YPOBHEW YIOBIECTBOPEHHOCTH U JIOSTIBHOCTH KIMEHTOB (110 50 mokasare-
JIeit), OfHaKo K HanOosee yacto mpuMeHsieMbM MeTpukam otHocsiTcess NPS, CSAT, CR, RR, CES u ap. [32; 53].

YkazaHHBIE METPUKH MPUMEHSFOTCS HE TOJIBKO B IIPOU3BOJICTBEHHO-KOMMepUeckol cepe, HO U Ha ypOBHE
roCyIapCcTBa, HaIPUMEP B OIICHKE PE3YIIETAaTOB padoThI TocynapcTBeHHOTO cekropa CIIIA (ACSI), BenmukoOpu-
taunu (CSE), Kopen (NCSI). CymiectByet eBporneiickuii HHAEKC ToTpeOnTeNnscKoii ynosinersopenHoctu (EPSI).

[lepedeHb coCTaBNSIOMINX, BBICICHHBIX IPH UCCIIEIOBAHNH ITOJXOA0B K OLICHKE YPOBHEH yI0BIIETBOPEH-
HOCTH U JIOSUTbHOCTH KIIMEHTOB, CIIEAYET HECKOIIBKO PACIIUPUTh, TAK KaK OOJBITUHCTBO U3YUYEHHBIX METOIIK
YYHUTHIBAIOT TOJBKO MPsMbIe (aKTOPHI BIUSAHUS Ha YAOBIETBOPEHHOCTH M JIOSUTBHOCTH KIIMEHTOB. B Teopun
U TIpakTUKe paboThl ¢ MeTpuKkamu (Hampumep, B BSC [38]), moMuMo npsaMBIX METPUK, yUUTHIBAIOTCA KOCBEH-
HBbIE METPUKH, YTO [TO3BOJISIET HA PAaHHUX CTaIUSIX CTPOUTH MPEATIONOKEHUS 00 YPOBHSIX YIOBICTBOPEHHOCTH
U JIOSITbHOCTH KJIMEHTOB, a TAK)KE MCIIOJIb30BaTh CUCTEMY KOCBEHHBIX METPUK KaK CHCTEMY PAaHHHUX CUTHAJIOB
JUTSE OOHAPYKEeHUS MTPOOJIEMHBIX TTOJIEH BO B3aUMOJICHCTBHH C KIMEHTAMHU.

B cucTteme B3aMMOOTHONICHHUH KIMEHT — KOMITaHUS, 0€3yCIIOBHO, paCCMaTPUBAIOTCSI 00€ CTOPOHBI. ITO
TpeOyeT OT OpraHu3alui BEIPA0OTKH MOJX01a K (OPMUPOBAHUIO COOCTBEHHON CHCTEMBI METPUK OIICHKH
YpOBHEH yIOBIETBOPEHHOCTH U JIOSUIBHOCTH KIMEHTOB, NpuOmmkeHHoi k CJM (cM. Tabn. 1) u comeprkarueit
0JI0KH, KOTOpBIE COOTBETCTBYIOT ATAllaM ITyTH KIUEHTA.

TakumM 006pa3om, B 4HCIIO OJIOKOB OIIEHKH YPOBHEH YIOBIETBOPEHHOCTH M JIOSITBHOCTH KIIMEHTOB BXOST 6HY-
mpennss ungopmayus (CBEISHUS 0 KITUEHTaX OT COTPYIHUKOB KOMIIAHUN ), NOKYNKU, npooadicu (Pa3HOCTOPOHHSS
OLICHKA TTOKYTIOK H MIPOJIAX), YOOGIemEopeHHOCHb (TIPSMBIE U KOCBEHHBIE CTIOCOOBI OIIEHKH YIOBIETBOPEHHOCTH),
00PaAMHAsL C6513b, B TOM YHUCIIC JCA00bL, 0m3bl6bl (OIIEHKA COCTOSHUS 00PATHOM CBSI3N), peuterue npodiem (O1CHKa
Ka4ecTBa PEIICHUs MPpoOIeM KITMEHTOB), J10s/IbHOCHb (OLIEHKA YPOBHS JIOSUTBHOCTU KITUEHTOB), peKOMEHOayuu
(oTieHKa HATMYHS PEKOMEH AN KJIMEHTOB) U 0OMmMOoK Kiuenmos (M3y4eHre mpoliecca 0TTOKa KIMEHTOB).

Kaxip1it 050K B cUCTeMe OlLIEHKH YPOBHEH yJOBICTBOPEHHOCTH M JIOSUTBHOCTH KJIMEHTOB HATIOJHSETCS
MeTpukamu (puc. 7).

DJIeMEeHTHI CUCTEMBI, OTPaKEHHBIE Ha PHC. 7, IPEACTABISIOT COOON pacmpeesieHIe IPSMBIX U KOCBEHHBIX
METPUK OLIEHKH YPOBHEH YIOBIETBOPESHHOCTH U JIOSUTbHOCTH KJIIMEHTOB Ha Pa3HBIX ATAIax UX B3aNMOICHCTBUS
¢ komranuei. [IpuHIMast 32 OCHOBY BBIJISIIEHHBIE KOMITOHEHTHI YIOBIETBOPEHHOCTH U JIOSIILHOCTH KJIMEHTOB
(cM. Tabm. 2), nenecoo0pa3HoO UCIOIb30BATh METPUKUA YPOBHEH YIOBICTBOPCHHOCTH M JIOSUIBHOCTH KITMEH-
TOB Ha BCEX YPOBHSX IyTH KIMEHTa. B cucTeMe nmpennpusTie — KIIMEHT TOYKH KOHTaKTa MOTYT OBITh Pa3HOO-
OpasHbI M 3aBUCST OT OOJIBIIOTO KOJIMYECTBa ()aKTOPOB: PhIHKA, OTPACIH, cerMeHTa U Jip. OJJHaKO Ha KaXKI0M
JTarne 1enecooOpa3Ho BEIIEIATh HanO0Iee 3HaYMMBbIE TIPSIMbIE U KOCBEHHBIE METPHUKH, 2 O0BEKTOM JIJIS OTpe-
JIEJICHUS] YPOBHSA YIOBIETBOPEHHOCTH U JIOSITBHOCTH KJIINEHTOB MOTYT OBITh TIPOIYKT, TOPTOBasi Mapka, OpeH,
KOMIIaHUsl, a TAK)KE COTPYJIHUKH, MOJpa3ielieHHs aHAIM3UPYEMBbIX MPEINPUsTHH, 00benHeHus [9].

CBs13b MEX ]y TPyHIIaMu (CM. pUC. 7) ¥ dTallaMM ITyTH KIHEeHTa (cM. Tabi. 1) TakiKe 3aKII09aeTcsi B BO3MOXK-
HOCTH WX MEPEKPECTHOTO MCIIOJIb30BaThCsl U BbiieneHus paHHux (P) n mo3maux (I1) meTpuxk.

Ha srane nepsuunozo ocmvicienus olieHKa ypoOBHEH YIOBIETBOPEHHOCTH U JIOSUIBHOCTH KJIIMEHTOB BO3-
MOJKHA TIPY HaJIMYWHU OTHOIIIEHUH KIIMEHTA ¢ KOMITAaHUEH (HanpruMep, Ha OCHOBE BIIMSHUS KOMMYHHUKAIIHOHHBIX
KaMIIaHWH| Ha KIMEHTAa KakK MPeInochbulok (OpMHUPOBaHUS UHTEpeca K OpeH 1y, POAYKTY, yCIyre, TOBApHOM
kareropun). J{is otana oyenxu u 66100pa HEOOXOAUMO BKIIOUEHUE COCTABIISIFOIIMX OLIEHKH PEaKIMi KOMITaHUH
Ha aKTUBHOCTH KIIMEHTA. DTall cOelku MOAPa3yMEBaeT OICHKY MOKYMaTeIbCKOrO OIbITa, a TIIABHOU IIEIbI0
JTara aHaJu3a 1 O POBBIBAHUS MOCTIIOKYTIOUHOTO 10/163084MENbCKO20 ONbIMA SIBISETCS N3yUeHUE TIPSIMBIX
XapaKTEePUCTHK (PAKTUYIECKOTO YPOBHS YIOBIETBOPEHHOCTH. DTaIl MpUs2epHulX mo4ex He0OX0IUM IS TTOJTHO-
MacmTaOHOH paboThI C KITMEHTCKUM OIBITOM, YTO MO3BOJISIET CTPOUTH HAITPABIICHUS ISl yACPKAHHS KIIMEHTOB
U TIepeBOfia MX Ha CIEAYIOIIUI 3Tan — B nemuio Aosavhocmu. [1pn MOHMMaHUY IPUYMH HACTYTUICHUS dTana
nomepu Kauenma TpeOyeTcs UX TyOHMHHBIN aHalu3 JUIs pa3paboTKU MpOTrpaMMbl ASHCTBHNA. JTO MTO3BOJIAIIO
c(hopMupoBaTh BOBMOKHBIE BAPHAHTHI O0BEIMHEHUS METPUK OIICHKH YPOBHEH YIOBIETBOPEHHOCTH U JIOSITb-
HoctH KimeHToB ¢ CIM (puc. 8) [34].

57



58

[ ] o:0 [ ]
o:0
[ ] [ ]
[ ]
[
[ ]
[ ] [ ]
[ ]
[ ] [}
[ ]
[ ]
[ ] [ ]
[ ] [ ]
[
[ ]
[ ]
[ ) [ ]
[ ]
[
[
[ ]
[ ]
[ J
[}
[
[ ]
[
[ ]
[ ]
[ ] [ ] [}
[ ] [ ]
[ ] [}
[ ]
eo:0
[ ] [ ]
[ ]
[ ]
[}
o:0
= 0O @ R < o oA o
:::S:FSEE:H§§
g =2 2 D o 4z 2 =
«:o%m;jl:oozg
H T H = oamg
2 2 8 Y 2 5 =5 2
L 5 © o 272 8 o=
Z o 5 E & &
5 o ® 9 QOO:(
;gg_‘I:E: o md.)
o o O © E.asg_
Q_L::l:[l: & B 5 B
= S 8 a8 <=
= QO
o moE S =
s 2i5%
& E 5 <
=
o = =
=
=

2010-e rr.

2000-e rr.

1990-¢ rr.

1980-¢ T

1960-e rr. 1970-¢ rr.

1950-e rr.

douarradxs 1owoIsn) SINYAL
9LOOHIIKOL-PIJ VY

uHOK o810 U BUHALROUTodII KIrO]
L9 MLOOHILKOL OMOIH]
HNLOOHYIIBOIf U HLOOHHIhAId0d O}ISUHI/I
AJASANI

omo( — e(9Iro)) — BILIUY EXUTOLIN
U1JOHIIKOIr KHEOAA 0IOIMQO BIHOI()
edoNey HLOOHAIKOI KHITeNH(UOIRITY
SN UIOOHIIKOL KHEOdA MMHOIIO BMHIOIIJA
qIrYON KBHOMIIIINOY

QUHONIE01I — QUHOLROLTAdI BYROLISY]
EUHBAKALOQ0 BALOOREN OMOIH]]
q1r199ud — 9100HHAd041AIrgOTA BIROLIRY]
9L00HHETddI KeHAIrBHOUITE

4190 KeHHOUOdQgHOY]

BALOOREN BIIMHLODI[

suHorgodron swadg

BLHOUIN ULOOHXANEH OMOIH]
ULOOHIIEOL BIMAP]E oo
doooe)) — OHOX|7 BMHOIIOHLO 9IATOJA
EUIBHE-IALTY

4LOOHhHULOBIC

SOLHOUIN ULOOHIIKOLr 90N
q1r199ud — HIAIDA BXROLIdY]
JIIdAIIS

EUHOIIOHLO BMHOII()

4LOOHIIKOL KEHIIrOLUOOHL()
eHOOUddOJ\] — 0QWOIOY dIrOTOIA
BLHOUIN ULOOHIIKOIr BIIMHLOS](
TVNOAYHS

OHE)] TOLON

BUHBAMXAIrOQ0 BELOOREN JIOTOA
BM9IOIION KIOY7

BHOQWE][ BXUITOLIJA

q100H1K0dod KeHdIregdog

IAR]] — OUHE, ONOTH]]

eHdoomM @ IO

eroxodall BHAY

ourxuduyy 9IroroN

HLOOHIIKOL HOMO9IroLnQddLoll KIrOY]
midew yogoidol ouHaLhOLTAd] |
IMEOL YOHIIBOTY dIrOTOIA

noL1o0HgodIOn SUHAIATER
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Fig. 6. The components of the evaluated factors in the models for assessing the levels of customer satisfaction and loyalty
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Puc. 8. Tlpumep ucnonb30BaHUs METPUK YPOBHEH ylI0BICTBOPEHHOCTH
U JIOSITBHOCTH KJIMEHTOB Ha PAa3HBIX 3Tanax IMyTH KJIMEHTa BO B3aMMOOTHOIICHHUSX C OpraHU3aIuei.
(pa3paboTano Ha ocHoBe [34])

Fig. 8. An example of using metrics of customer satisfaction and loyalty levels
at different phases of the customer journey in a relationship with an organisation.
(based on [34])

Takum 00pazom, peanokeHHas MOAU(PHULIUPOBaHHASI KapTa KJIIMEHTa (CM. pHC. §) OTpaXkaeT He TOJIBKO MyTh
KJIMEHTa, HO M (hOPMHUPYEMBII CTIOCOO TEMOHCTPAIMH OIIEHOYHBIX TOAXOA0B Ha KaXk/IOM 3Tare 3TOro MyTH.

3akja0ueHue

B crarbe paccMOTpEHbI BONPOCH U3yUYEHUS U OLIEHKU YPOBHEH YAOBIETBOPEHHOCTH KJIMEHTOB, KOTOPBHIM
B HACTOAIIEE BpeMs yAelsieTcs Bce OoJblie BHUMaHUA. MccienoBana 3BOMIONUS MTOAX00B U METOMIUK,
pacrpe/icIiecHHBIX Ha OCHOBE Pa3JIMYHBIX KJIaCCH(QUKAIMOHHBIX MMPU3HAKOB, YTO SIBUIOCH OCHOBOM JIJIst
CO3/TaHMSI COOCTBEHHOW CHCTEMBI (DOPMHUPOBAHUS MAPKETHUHTOBBIX METPHK, a TAK)KE CUCTEMBI METPHUK
OLICHKHM YPOBHEH yIOBJIETBOPEHHOCTHU U JIOSJIBHOCTH KJIMEHTOB. B pe3ynprare NpoBEJNEHHOrO aHalu3a
cieJaH aKIeHT Ha akTyaidbHOM MHCcTpyMeHTe CJM, KOTOpHIl B aBTOPCKOM BapHaHTE OOBEIWHEH C CHU-
CTEMOW METPHK OIIEHKH YPOBHEH YIOBIETBOPEHHOCTH M JIOSIBHOCTH KJIMEHTA, 4TO OyaeT pa3BHUBATHCS
B JaJbHENIINX UCCIEA0BAHUAX.
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