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BAHKIBCBHKI IHHOBAIIVHI TEXHOJIOT 1i
OBCJIIYTOBYBAHHS KJIIEHTIB

Ha ¢inaHcoBoMy pHHKY 3a yMOB JKOPCTKOI KOHKYypeHLil Ta
CTPIMKOTO PO3BHUTKY I1HHOBAI[IfHMX TEXHOJOTIH KITI€EHTH BBAXAHOTHCS
(haKTUYHO TOJIOBHUM aKTHBOM OaHKY, TOMY HOro Oi3Hec-cTpaTeris IIOBHHHA
MakCHUMaJIbHO  BpaxoByBaTH ix morpedu. CrymiHb  3aJI0BOJICHOCTI
CHOXKMBAUiB 3aJIC)KUTHh BiJl SIKOCTI IOCIYr M XapakTepy B3a€MOBIJHOCHH
0aHKIB 13 HUMH. B cydacHHX peaiisx KOMepuLiiiHi OaHKH MalOTh OOMEXKeHi
MOJJIMBOCTI MaHEBpPYBaTH MIOAO 3HIDKCHHA IIH 1 TapudiB Ha BiIacHI
nocinyrd. BopHowac, mocmimHukM OaHKIBCHKOI CIpaBM BH3HAIOTh, IO
MOTEHITiall TPOMO3UIil CTaHJAPTHOTO OaHKIBCHKOTO 0OCIyrOBYBaHHS
MOBHICTIO cebe BuuepmaB. lle 3mymrye OaHkH po3poOnsTH ¥ HamgaBaTh
MPOTPECHBHI TOCIYTH, SIKi OpPIEHTOBaHI Ha KOHKPETHI TIPYNH KIIEHTIB 3
ypaxyBaHHsAM iX IHTepeciB, a TaKOK 3aCTOCOBYBAaTH IHHOBAIiifHI MeTOIU
3aJy4eHHs] HOBOI Ta yTpPUMaHHS ICHYIOUOI KITI€EHTYPH.

[lepcrieKTHBHUM HampsiMOM PpO3B’sI3aHHSI 3a3HAYCHHUX MpoOiIeM €
BIIPOBAKCHHsI OaHKOM TaKoi iHHOBaMiiHOI TexHouorii, sk CRM (Customer
Relationship Management — ynpaBiiHHS B3a€MOBITHOCHHAMH 3 KITIEHTAMH).
Tobto CRM - me wmomens opraizamii OaHKIBCBKOTO Oi3Hecy, KOJH
B3a€EMOBIZIHOCMHM 3  KJII€HTaMH CTaBIATBCS y  CEPUEBHHY  HOTO
¢yHKIiOHYBaHHSA [1].

Crpareris CRM mpomnoHye BHpIIIyBaTH 3aBAaHHS 0aHKY Ha SKICHO
HOBOMY piBHI: NepCcOHi(IKOBAaHOMY IIiIXOMi IO CBOIX KIIE€HTIB, SKHH
mependavae amanTamito g0 TOTped KOHKPETHOTO KIIE€HTa HE TiJTBbKU
0aHKIBCHKMX TMPOAYKTIB 1 TOCIYr, a ¥ MapKeTHMHIOBHMX IHII[aTHB 1
TexHoiorid  cepeicy. [lonarrs  “macoBa  mepconamizamis” — (Mass
customization) oO3Ha4ae, MO0 BXXE HEJOCTATHHRO BBIWIMBO Ta CBOEYACHO
00CITy)KUTH KJTi€HTa, HEOOXITHO IIIe JaTH MOMY 3pO3YyMITH, IO HOTO JA00pe
3HAIOTh, 1AM STAIOTh W MIHYIOTh. SICKpaBUM MPHUKIAJOM TOLUIBHOCTI came
TaKOTro MIAXOMy € PE3yNbTaTH JOCTIJDKEHb MIXHAPOIHOI KOHCAJITHHIOBOI
kommnanii McKinsey & Company, KonM NPUYMHOIO BIITOKY KIIEHTIB i3
6aHKIB y 68% BUMAAKiB cTae Oalmyke CTaBIEHHS A0 HUX 1 ymme 14% —
HE3aI0BOJICHHS aCOPTUMEHTHOIO MOJIITHKOO [8].

HuHI MapKeTHHIOBI T€XHOJIOTIi IPOCYBaHHS OaHKIBCHKHUX IPOIYKTIB
1 TIOCITyT Ha PUHOK OPIEHTYIOTBHCS NEpEeayciM Ha peKiiamy, CIIpSIMOBaHY Ha
3HAYHI MacH TOTCHILIWHMX CIOKHMBAa4YiB, BHACIIJIOK YOro BOHH €
ManoedexTuBHIME Ta BUTpaTHUMH. CRM BpaxoBye nepcoHidikoBaHi mii —



HaJlaHHS KJIi€HTY OakaHWi OaHKIBCHKMH NPOIYKT ab0 MociIyry B MOTpiOHUN
4ac y moTpiOHOMY MicIii.

Crnin axmeHtyBatu yBary, mo CRM e He TuIbKH iHHOBAIIHOIO
TEXHOJIOTI€T0, ajie i HOBOIO (hinocodieto BeZeHHs OaHKIBCHKOTO Oi3HECY, 10
CIpSAMOBaHA Ha IiJBUIICHHS €(PEKTHUBHOCTI B3aEMOJII 3 KIIIEHTaMH 3 METOIO
MPOMO3MLii KOXKHOMY 3 HHX YHIKaJIbHOTO MPOXYKTYy 4YH TIOCIYTH.
VYnpaBiiHHSI B3a€MIHAMH 3 KIIIEHTAMH B OaHKaxX € Oe3mepepBHUM IIPOIIECOM,
SIKMH MOTpe0ye MOCTIHHOT MOAEpHi3alii.

BoueBuap, SKIIO KINBKICTE KIIEHTIB Malo4yuceabHa, TO MOXHA
JOCTaTHBO JIETKO BCTAHOBUTH 3 HHMMH MOCTIHHMH KoOHTakT. IIpore mnpum
3pocTaHHi 00csriB 1 MaciiTaOiB omepariii  3amada iHIUBIAyasi3arii
B3a€EMOBIIHOCHH 13 KII€HTaMH CTa€ BCE TOCTpilIO st OaHKy, a i
pO3B’S3aHHA HEMOXJIMBE 0€3 3acCTOCYBaHHS CyYacHHX iH(pOpMamiiHUX
TEXHOJIOTIH. SIK mepekoHye mpakThKa, Oyab-sika crpoda MOeAHAHHS HOBHX
OaHkiBcbkux [T-pimeHs i3 3acTapiniMu cHCTeMaMH VIIpaBIiHHSA U Oi3Hec-
MIPOILIECaMH, 3HAHHIMH Ta HABUYKAMHU IIEPCOHATY HE Ma€ CEHCY 1 IpupedeHa
Ha HeBAady. BimmoBigHo, manexko He Bci OaHKA B CBITOBiM MpPaKTHIN
3BaKYIOTHCS 3aCTOCOBYBATH TaKi iHHOBAIIHHI TEXHOJOTII, a Jesiki ciipoOu iX
BBEJECHHS € He 30BciM Baaaumu. OjHak, HE3BaXKaloud Ha Bce IIHOIIE
po3yminas Oankamu 3Mmicty CRM-cucteM 1 BHCOKI iX TeXHIYHI
XapaKTEePUCTUKH, YaCTKa HEBJAINX BIPOBAKEHb 3aJIMIIAETHCSI BUCOKOK —
10 30%, a inoxi 50-70% [7].

Ile crocyerbess 1 OaHkiB YKpaiHu, sKi MaiOTh JIiHIHHO-
(GYHKIIOHAJIBHY 1€papXiuHy CTPYKTYPY YIIPaBIiHHS, B OCHOBI SIKOT JIE)KUTb
0araToyHKIIOHATBHICT,  IMEPCOHANy Ta  MNapalelbHICTh  IPOIECIB,
Opi€HTOBaHHX Ha OaHKIBCBKHU TpoAykT. Ha mymKy excmeprtiB, 0coOimBO
epextmBHO CRM-cuctema pmie y Mamux 1 cepegHix OaHKax, IIpoOTe
3apyODKHMI ~ MOCBi Mae TPUKIAAM BIPOBADKEHHA 11  BEIMKUMH
(iHAHCOBUMH 1HCTUTYTaMH (30KpeMa, OJHHM i3 HAWOLTbIINX KaHAJCHKHUX
6ankiB Scotiabank). B Ykpaini nepii mooJnHOKI HaMaraHHsl 3aCTOCYBaTH
CRM-cucremn y Oankax posmouanucs y 2005-2008 pp. Tak, OaHk
“Xpematuk” 3anpoBaauB mi cucteMy B 2006 p., mo J03BOJWIO HOMY
CYTTEBO MiJIBUIINTH AKICTH OOCITyTOBYBaHHS KJI€HTIB i piBEHb 3BOPOTHOTO
3B’S3Ky 3 HUMH [3].

UwncenbHi KaHamu 30yTy OaHKIBCBKMX IMPOAYKTIB Ta MOCIYT YacTo
MEPeCTiyI0Th KOHKYpPYIUi MiX co0oro (iHaHCOBI iHTepecu. IHIIMMUK
cloOBaMH, KOXHUH Bigmin OaHKy, IO Oe3lmocepeHbO0 KOHTAKTYE 3
KJIIEHTaMH, KOHIEHTPY€ 3YCHIUIS TUIBKM Ha OKPEMHX OIEpallisiX i KOHTPOJIi
JIMIIE 32 BJIACHUMH BUTpaTaMu 0e3 KOOPAMHYBAaHHS MisTIBHOCTI 3 1HIIMMH
foro mizpo3ginamu. OYeBHIHO, IO BBEJCHHS HOBOi cTpaTerii BHUMarae
3MiHM KOPHOPATHBHOI KyJIBTYpPH Ta IICUXOJIOTIi CIiBPOOITHHKIB, NepeOy10BU



KJIIOYOBUX Oi3Hec-mpoueciB 1 (opMyBaHHS TOPHU3OHTAIBHHUX 3B’SI3KIB
BCEpeINHI OaHKY.

Huni Ha pWHKY mpencTaBieHa MOCTaTHA KiNBKICTH Pi3SHOMaHITHHX
CRM-cucrem pi3HHX pO3pOOHHKIB. Y Mipy pPO3BHTKY CTATHCTHIHUX
AITOPHUTMIB Ta iX BUKOPHCTaHHA y OaHKIBCBHKiH cepi 3’IBUBCA 0COOTMBHIA
KJIac iHCTPYMEHTIB — data mining (TTHOMHHHI aHAJi3 AaHWX), KA CTaB
3aCTOCOBYBATHCA ISl aHaNi3y iH(opMarii mpo KIIE€HTIB i3 METOI0 MOUTYKY
TPEH/iB, KOPUCHUX 3aKOHOMIPHOCTEi Ta NMpOrHO3yBaHHS. BrpoBamkeHHS
texHosorii Data Mining npu moOynoBi B3a€MOBITHOCHH i3 KIIIEHTaMHU
JI03BOJISIE 3BAKEHO CErMEHTYBAaTH KIIEHTCBKY 0a3y dYepe3 IpOBEICHHS
rulIoro aHamizy 1 XapakTepucTHK. (YHKIIOHAIBbHICTH MOBHOLIHHOT
CRM-cucreMn OXOIUTIOE MapKETHHT, IPOAAXK, CepBic, MATPUMKY KIIEHTIB,
aHaJli3 JaHuX, IO BIANOBIZAa€ BCIM CTaisM BIZHOCHH i3 KJIIEHTOM — Bif
MEepIIoro  KOHTakTy JIO  yKJIaJaHHA JOTOBOPY Ta  HACTYIHOTO
obOciyroByBaHHs. JlaHI OHOBIIOIOTBCS TIPH KOXHINA B3aeMomii OaHKYy 3
KITIieHTOM (0CcOOHCTE BiIBigyBaHHS O0aHKY, 3B 30K TeJIe()OHOM, MTOMITO0 a0
yepe3 [HTepHET), a MPU HEOOXiTHOCTI CHCTEMa MOXKE HaJaBaTH BiJOMOCTI
PO iCTOPIFO BCiX KOHTAKTIB [4].

CRM-cucreMa HallijieHa Ha MMOKpAIEeHHs] poOOTH 31 CIIOKMBayaMu i
Hakomu4ye iH(GOpPMAII0 MPO KUIbKICTh HOBUX KIIIEHTIB, MO 3aJydcHI
BHACJIJIOK MapKETHHIOBUX 3aXOJ(iB, CErMEHT pUHKY, SKHHA BOHHU
MIPEACTABISIIOTh, 00CAT YCiX 10X0/iB, oTpuManux OankoMm. Ls iHdopmais €
OCHOBOIO JJIsl PO3PaxyHKy OKYMHOCTI pEeKJIIAMHUX aKIlid, 110 Jae
MOXIIMBICTh 3pOOUTH IX OinblI ajgpecHuMH Ta edextuBHUMH. Kpim Toro,
gacto B OaHKy BHHHKAae MpoOieMa MIOJ0 aHalizy H KOHTPOIO POOOTH
MiAPO3 ALY 3 MPOAaXy MPOIYKTiB. 3BUYAifHA CHCTEMa 3BITiB BUMarae 6arato
yacy Ta € HEe(QEKTUBHOIO NPH HAKONWYEHHI CTAaTUCTUYHUX JaHUX.
Peectpamist y CRM-cucremi Beix Iiit MeHekepiB 1 ¢ikcaris ictopii pobotn
3 KIII€HTOM, IDTAHYBAaHHS TOMIH 1 BioOpaXXeHHS iMIDIEMEHTAMii JOTOBOPIB
JoroMarae KepiBHUITBY OLIIHIOBATH iX poOOTY B OyAb-SIKHII MOMEHT 4acy.

B ymoBax ¢ynkmionysanas CRM 3BinbHEHHS MEHEIKEPIB 1O poOOTI
3 KIII€EHTaMH CIpPHUIMAa€eThCS MPOCTIIe, OCKIIBKK BcsA iH(OpMaris mpo ix
KOHTaKTH Ta HAIPAIFOBAHHS 3aJMIIAETHCS JOCTYITHOIO JJIsi BUKOPHCTAHHS
THITUME CIiBpOOITHUKAMH OaHKy. Cucrema 3abe3meuye
B3a€MO3aMiHIOBAHICTh KJIIEHTCHKUX MEHE/KEPiB, 110 MMO3UTHBHO BIUIMBAE Ha
SIKICTh 00CITyTrOBYBaHHS KJTI€HTIB.

Otxe, ocHOBHUM HarpssMoM po3BuTKy CRM-cucteM € iHTerparis
omepariifnux I anamitmyaux I[T-pimens. Cuctema camocTiiiHO aHaii3ye
ICTOpIIO CITIJIKYBAHHS 3 KJIIIEHTOM 1 MOXE pO3paxyBaTu 3arpo3y HOro BTpaTH
a0o0 mizKa3aTH MpaniBHUKY OaHKY aJITOPUTM IPAaBHIIBHHX i, CIPSIMOBaHHX
Ha BUpilIEHHs 1pobieMu. BaknuBoro takoxk € Tenaenuis inrerpanii CRM-
CHCTEMH 3 MOOITLHUMH TIpUJIalaMH, IO JO3BOJSE CIIBPOOITHHKY, SKHMA



3HAXOJUTHCS HABITh 11032 MEXaMH TEXHIYHO OCHAILEHOTo O(iCy, MHUTTEBO
pearyBaT Ha 3aIHUTH Kii€HTa. 3pemToro, cydacHa CRM-cucrema GaHKY
MOBMHHA OyTH CIPOMOXKHOIO BHUPINTYBAaTH 3aBIAHHA, TIOB’S3aHI 3
YIOPaBIiHHSM JIOSUTBHICTIO KITi€HTIB [2].
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