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AHoTauis. B crarTi po3rnsaaTbes NpuuruHA HeoOXinqHocTi Bukopuctanns CRM-cucteMm Ta Te-
OpETHUYHI Ta METOJAMKO-TIPAKTHUYHI MIIX0IU 10 MOOYI0BH BiJHOCHH 3 OTPUMYyBadyaMH OCBITHIX MOCIIYT
Ta (hopMyBaHHI IHTEpECY /0 3aKJIaAy BUIIOT OCBITH, Ta OCOOIUBOCTI iX BIIpOBaKEHHS. [ paMoTHO 1 ede-
KTHUBHO BUOYIyBaTH pOOOTY B I[bOMY Ta IHITUX HAIIPSMKaX J03BOJIAIOTH crienianizoBadi CRM-pimieHHs.
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CRM SOLUTION AS A KEY FACTOR FOR INCREASING
COMPETITIVENESS OF HIGHER EDUCATION INSTITUTIONS

Maksym Barvinok

Abstract. The purpose of the article is to consider theoretical and methodological as well as prac-
tical approaches to implementing the concept of management of relations with consumers of educational
services of the university; definition of components of the information support of CRM-systems at the
university. The article considers the reasons for the necessity to use CRM-systems and theoretical and
methodological as well as practical approaches to building relationships with the recipients of educa-
tional services and forming an interest in the institution of higher education, and the peculiarities of their
implementation. Correctly and effectively build work in this and other areas allow specialized CRM-
solutions. CRM systems can be convenient for educational institutions not only as a tool for interacting
with different segments of the target audience. After the accumulation of the database and profiling
flows in the specialty, the next task of the institution to build relationships with entrants will be planning,
creating marketing campaigns and tracking their results. Automating all stages of the process of organ-
izing activities under these campaigns will not only simplify their control, but will also allow them to
more accurately evaluate the results of the work. Not all educational institutions today can name their
position on working with different segments of the target audience active. Most of them do nothing like
this due to organizational and technical difficulties. Currently, effective management of relationships
with consumers of educational services is impossible without the use of the appropriate CRM system.
Modern information technologies can improve significantly the efficiency of management of Ukrainian
universities, and their application becomes one of the significant factors of competitiveness. In order to
ensure the University’s competitiveness at labor markets and educational services, it may be suggested
to use a client-oriented methodological approach to university management based on the CRM-concept.
The implementation of its requirements will provide the university a competitive advantage by improv-
ing customer satisfaction with its services, creating prerequisites for the formation of the prospect of a
broader base of loyal consumers and improving its image.
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IlocranoBka mnpodiemu. Cucrema €KOHOMIKHM 3a3Hajia CyTTEBUX 3MiH. 3MIHU-
OCBITH 3a POKHM TpaHc(popmallii puHKOBOI JIUCS IHCTPYMEHTH Ta IMiIXOMH, IO 3aCTO-
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COBYIOThCSI B OCBITHIM JISJILHOCTI, BHYTPI-
ITHBO-OpraHi3alliiH1 MPUHIUIIHN 1 TEXHOJIO-
rii, cHocoOu B3a€MO/Iii OCBITHIX YCTaHOB 31
CBOIMH a0iTypi€EHTaMu, CTyICHTaMH Ta BH-
nyckHukamu. Jlo BopoBamxeHHa CRM-
CUCTEMH B YHIBEPCHUTETaxX MPAKTHUYHO BiJl-
CYTHIN €(QEeKTUBHUN 3BOPOTHUN 3B 530K 3
NOTEHUIHHUMHU aliTypi€eHTaMU, YCKJIa-
HeHa pobOoTra 3 0a3aMu NaHWX YHIBEPCHU-
TETY, K1 30epiraloTbes K MPaBUIIO Ha Ma-
MEPOBUX HOCISX B KAPTOTELl BIAMOBITHOTO
MiJPO3UTY 1 B €JIEKTPOHHIN 0a3i, a TaKOXK
3 1H(opMaIi€0 Tpo MpaleBIaATyBaHHS
BUITYCKHHKIB.

@opMyJIOBaHHS  IJIed  J0CJIi-
JMKeHHsl. MeTo1o CTaTTi € po3TJIsij Teope-
TUYHUX Ta METOJUKO-TNIPAKTUYHUX IT11X0-
1B /10  BOPOBAKCHHS  KOHIIEMIIT
YIPABIIHHS B3a€EMOBIIHOCUHAMU 3 CITOXKH-
BayaMU OCBITHIX TIOCIYI YHIBEPCHUTETY;
BU3HAYCHHS CKJIaJ0BUX 1H(QOpMAIIHHOTO
3a0e3neueHHss CRM-cucrem B yHIBEpCH-
TETI.

AHaJIi3 OCTAHHIX JTOCJTI:KeHb i my0-
Jikauiii 3 mpooJjiemn Baromuii BHECOK y
PO3pOOJIECHHSI TEOPETUYHUX Ta TMPUKIAI-
HUX 3acajJi yOpaBJIIHHS B3a€EMOBIJIHOCHU-
HAMU 3 KIIEHTaMU 3pOOMIIM TakKi BITUU3-
HSIHI Ta 1HO3eMHI1 HaykoBIll: T. ApTIOXOBa,
®. Kotnep, T. [lpumaxk Ta iH. [2; 6; 9]. ¥V
mpargx IMX aBTOPIB 0XapaKTePHU30BAHO
OCHOBH1 KOHIIEMI[ii Ta 3MICT YIpaBIiHHSA
B32€MO3B’I3KaMU MIIPUEMCTBA 13 CIIOKHU-
BayaMU 3 TIO3UIII MAPKETUHTY, BU3HAYCHO
npoOJIeMHU Ta TIO3UTHUBHI PE3yJIbTaTH YII-
paBiiHHA B3aeMo3B’si3kamu. [Ipote Taki
JOCJTIKEHHST TTPOBEJICHI B OCHOBHOMY, Ha
MPOMHUCIIOBOMY PUHKY. OCHOBOTIOIOKHHUK
MapketnHry @. Kornep nae take Bu3Ha-
yeHHs: « MapKeTHUHT BiIHOCUH — MIPAKTHUKA
noOyI0BU JTOBITOCTPOKOBUX B3a€MOBUT1]I-
HUX BIJIHOCHH 3 KIIFOUOBMMHU TTApPTHEPAMH,
110 B3a€EMOJIIFOTh Ha PUHKY: CTI0)KHBAYaMH,
NoCTavyajJbHUKAMH, JHUCTPUO IOTOpaMu 3

METOI0 BCTaHOBJICHHSI TPUBAJIMX IMpHUBIiJIE-
HoBaHMX BITHOCHH» [6]. BusHaueHHs CyT-
HOCTI Ta 3MICTY MapKETHHTOBOTO MiIX01y
710 YIPaBJIiHHS JISJIbHICTIO Cy0’€KTIB pH-
HKY B cepi OCBITH MTOCIYT B YKpaiHi JaHO
B poboti T. O6onencekoi [8]. MapkeTuH-
TOBUH TiaXia 10 GOpMyBaHHS B3a€EMOBIJI-
HOCHH BY3Y 3 BUITyCKHUKAMH PO3TJISTHYTUN
B po6oTi T. bakyn [3]. [Ipote BimcyTHi 10-
CIIJDKEHHSI MeXaHI3My YTpaBJIiHHS B3ae-
MOBIIHOCUHaAMHU 13 yciMa CHOXXKMBayaMu
OCBITHIX TIOCITYT Ta BOPOBAKEHHS KOHIIE-
niii CRM B yHiBepcuTeTax YKpaiHu.

Bukiaa ocHOBHHX pe3yJbTaTiB Ta
ix o0rpynryBanns. BripoBamxenus CRM-
CUCTEMH [O3BOJIUTH CIPOCTUTH pPOOOTY
110/10:

- 300py Ta aHaIi3y JJaHUX B OTIEPATUB-
HOMY PEXKHMI 3aBISIKA BUKOPUCTaHHIO
online-aHKeT;

- iIHpOpPMYBaHHIO YYHIB Ta iX OaTbKIB
PO aKTyaJibHI Y MailOyTH1 3aX01u yepe3
MECEIIPKeBY PO3CHIIKY Ta COLIaJIbHI Me-
pexi;

- BEJICHHIO €JIMHOI CJICKTPOHHOI 0a3m
JTaHUX;

- OTpUMaHHIO 1H(dOpMaIi BiJ TiAIpU-
€MCTB MICTa Ta PErioHy MPO BaKaHCIi s
BUITYCKHHKIB Ta MPAKTUKAHTIB;

- 3A1CHEHHIO MOHITOPUHTY PHUHKY
mpaii Ta SKOCTI MIATOTOBKU (paxiBIIB 3a
BIJICYKaMU 3 MiJIIPUEMCTB;

- KOpUTYBaHHIO HaBYAIBHUX IUTAHIB
HaIpsiMiB M1ArOTOBKH/CHEIlalbHOCTEN
MaiOyTHIX (DaxiBIB 32 PaXyHOK MOKJIH-
BOCTI MPOBEJICHHS aHali3y BUMOT JI0 BUITY-
CKHHKIB, IO HAIXOIATh B EICKTPOHHY
0azy.

[ToBHOMAacIITAOHE BIPOBAKEHHS Ta-
KOi TIpOrpaMul JO3BOJIUTHh YHIBEPCUTETY B
pexumi online qoHOCcHTH 1HGOpMAaITito 6e3-
MOCEepEAHbO A0 KOXKHOTrO abiTypieHTa B
OyIb-sIKOMY paiioHi, e O BIH HE MPOKMBAB,
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OCKLJIbKH 3apa3 [HTepHET € y BCIX perioHax
[7].

Ha mganwuii yac 3axiaau BUIOT OCBITH
AKTUBHO BUKOPUCTOBYIOTH PI3HOCTOPOHHI
MapKETHUHTOB1 THCTPYMEHTH, 1100 3abe3me-
qyBaTW MONUT Ha cBoi mocnyru. llpu
[bOMY TPAAMIIIMHUI MapKETUHT Ha PUHKY
OCBITH pPO3MIUPIOE CBO1 (PyHKIII, Bce Oi-
JbIIE YBard MPHUIUISIOUN MIATPUMII TPH-
BaJIOi B3aeMoiii 31 crnokuBaueM. [Ipuum-
HOIO I[BOTO CTaJ0 3pOCTaHHS KOHKYPEHIi
B OCBITI, TOCHJICHHSI BUMOT 3 OOKY OTpUMY-
BauiB OCBITHIX MOCIYT JIO SKOCTI HaJaHHS
HOCIYT, JeMorpadiyHa Kpu3a, BXOIKEHHS
VYkpainu B MiXKHapOHUIM OCBITHIM MTPOCTIp
MPU3BEJH JI0 TOTO, IO B IaHUM Yac Opi€H-
Tallisl Ha CII0’KMBaya € KJIIFOUOBUM MPUHIU-
MOM 1 OCHOBHOIO IIJIFOBOIO yCTaHOBKOIO
oprasizailii OCBITHbBOI AisUIbHOCTI. Peaniza-
1ig TaKoro MNPUHLMIYY BUMarae (opmy-
BaHHSI CUCTEMH CTajoi B3a€MOJIIi YHIBEp-
CUTETy 13 CHOXXMBayamMH. BuBuUeHHs
CIOKHMBAYIB OCBITHIX MOCIYT, iX MOTPeEO 1
OYIKyBaHb J03BOJISI€ 3aKJI1a Ty BUIIIOI OCBITH
HaJaro/pKyBaTH, BHOYJOBYBaTH 1 PO3BH-
BaTu €(EKTHUBHY CHUCTEMY BIJIHOCHHHU 3
HUMH, 110 B CBOIO YEPry, CTBOPIOE IIEPETY-
MOBH IOKpAIllEHHs! KOHKYPEHTOCIIPOMOXK-
HOCTI YHIBEPCUTETY Ha PUHKAX OCBITSIHCH-
KX Tmochayr 1 mpami. BcranoBneHHs
JOBIOCTPOKOBHUX JOBIPJIMBUX BIIHOCUH 3
CHIOKMBadaMu cripusie popMyBaHHIO Oa3u
JOSUTbHUX, TOOTO MPUXUIBHUX YHIBEPCH-
TeTy, crnoxkupauiB. KpiM Toro, 3aBasku
TPUBAJIUM B3a€EMOBIJIHOCHHAM 13 CIIO’KHBa-
YaMu B YHIBEPCUTETI (OPMYETHCS MO3UTH-
BHUI MK, KokeH yHIBEpCUTET TOBUHEH
11eHTH(IKYBaTH HAsIBHUX 1 MOTEHIIAHUX
CTHOKMBAYiB, BMUJIO CETMEHTYBAaTH KJIIEHT-
CbKy 0a3y. BupimeHHs 1iux 3aBaaHb 103BO-
JISI€ OLIHUTH PO3MIPH 1 CTPYKTYPYBATH IO-
MUT HA OCBITHI TOCTYyTH, copMyBaTu

I[IJIbOBI PUHKHU Ta aJeKBaTHI iM cTparerii
MO3UI10HYBaHHS.

[IpakTuka Kpammx 3aKOPJIOHHUX
OCBITHIX 3aKJaJiB, 110 BUOYIOBYIOTh BiJI-
HOCHHH, 3aCHOBaH1 Ha MEePCOHAJIHLHOMY TIi-
X0/l 10 KOXKHOTO CIIO)KHBaya, CBIYUTH
PO iXHIO 3/1aTHICTh HE TIIBKA YTPUMYBATH
CTapuX KIIEHTIB, CIIOHYKAIOYU iX IMOBTO-
PHO 3BEpTATUCA 32 OTPUMAHHIM OCBITHBOT
MOCJIYTH, a i 3aJTy4aT HOBUX CIIOKHBAYiB.

BupimienHs 1Mx 3aBAaHb 3I1HCHIO-
10Th y pamkax CRM-cTparterii. Ii po3po6ka
1 peamizaiis J03BOJSIOTH YKPAiHCHKUM
YHIBEPCUTETaM 3HAYHO MIJBUIIUTH €(eK-
TUBHICTb iX (DYHKIIIOHYBaHHSI.

CRM (Customer Relationship Mana-
gement — ynpaBJiiHHS BITHOCUHAMH 3 KJTi€-
HTaMH) — KOpHopatuBHa 1HQopMarliiina
cucTeMa, MpU3HaYeHa JIJIs MONINIIEHHS 00-
CIIyTOBYBaHHSI KJIEHTIB IUIAXOM 30epe-
eHHs 1H(dOopMallli Ipo CHOXKUBAYIB Ta iC-
TOpii B3a€EMUH 13 CIIOKUBAYaMH
(MOKyMIIMK) Ha BCIX CTaIAX 1X >KUTTE-
BOTO LIUKITY (3a71y4eHHs], yTPUMaHHS, JOs-
JBHICTH), OpraHizailii Ta BIOCKOHAJCHHS
Oi3Hec-TIpoleciB Ha 06a31 HAKOIMUYEHUX J1a-
HUX 1 TIOJTaJIBIIIOT OIIIHKU €(h)eKTUBHOCTI Oi-
3Hec-mporecis [1].

VY cyuacHOMy 3akjiajii BUIIOi OCBITH
BukopuctanHa CRM-cucteMu 103BOJIUTH
ONTUMI3yBaTH MApPKETUHIOBY IiSJIBHICTb,
MOJIIMIIUTHA OOCIYyTrOBYBAHHS CIIO>KHBAYiB
OCBITHIX TOCIYT 3a JOMOMOTOI 30epe-
*KeHHs 1HQopMallii Ipo KIIEHTIB Ta ICTOpIi
B3a€EMUH 3 HUMH, 1A€HTU(PIKYBATH 1 TIOJIIII-
IIUTH MPOLIECH Ta MPOUEAYPH MisUIBHOCTI
3BO. CRM-cucrema yHIBEpCUTETY MO-
BUHHA BUKOHYBATH TaKi OCHOBHI (DYHKIII:

- IPOBOJUTH 301p, HAKONUYEHHA 1
30epiraHHs pI3HOMaHITHUX JAaHUX PO
CIO’KMBAYiB OCBITHIX MOCTYT Ta TIPO B3a€-
MUHH YHIBEPCUTETY 3 HUMH;
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- CUCTeMaTH3yBaTU JaHl Mpo B3ae-
MUHH 3 KJIIEHTaMH, BIIOMOCTI TIPO y4acThb
YHIBEPCUTETY B MapKETUHTOBHX 3aX0Jax 1
MPEACTABIIATH 1X Yy BIAMOBIAHUX dopmax;

- MATPUMYBATU KOJEKTUBHY pOOOTY
kopuctyBauiB CRM-cuctemu 3 AaHUMHU
PO CHOXUBAYiB OCBITHIX MOCHTYT.

CrerianizoBaHe pimeHHs s chepu
OCBITH Ha pUHKY Ykpainu i1 kpain CHJI
npeacTaBmiia kommnasiss Microsoft Ta wact-
koBo 1C (B 2018 poili BUKOHAHO MeEpPeXiJ
Ha «UA-Bromxker»). @ipma NORBIT pos-
pobuna ans chepu OCBITH Ha TiaTGopmi
Microsoft Dynamics CRM 2011 nporpamy
NORBIT4Edu. IIporpama oxoruitoe aBTo-
MaTH3allil0 TUIOBUX IS YHIBEPCHTETIB
MPOILIECiB B YACTHHI KOMYHIKaIIii 31 CTy1e-
HTaMH, a0ITyplEHTaMHU Ta BUITYCKHHUKAMHU.
[IporpamMHUI POYKT BKE BIIPOBAIHKEHUN
y JEKITbKOX YHIBEPCUTETaX, Ta KOMIaHIA
CTEII na 6a31 mnatdpopmu UA-Bromxer
«Konirypauis s ynpaBiiHHS 3aKia-
JlaMU BUIIO1 OCBITH YKpaiHu» [4; 5].

v (dyHKL10HAT IIPOEKTY
NORBIT4Edu BX0asTh HaCTYITHI MOJIH-
BOCTI:

- BIZICTE)KEHHS BIJHOCUH 3 «KJIICH-
TOM» Ha BCIX €Tamax >XUTTEBOTO IHKITY
(abITypi€HT — CTYJIEHT — BUITYCKHUK);

- CECTMEHTYBaHHs a0ITYpIEHTIB 3 TO-
YKHA 30pY 3allIKaBJIEHOCTI YHIBEPCUTETY B
KOKHOMY;,

- POBENICHHS aHKETYBaHHS 3 HACTYTI-
HOIO0 00POOKOIO PEe3yIIbTaTIB;

- POBEICHHS TIEPCOHAII30BaHUX PO3-
CWJIOK, B T. 4. 3alPOIICHb, TI03I0POBJICHB;

- PO3MIILIEHHS peeCTpaliitHuX (popm
Ha 3aX0Jl YHIBEPCUTETY Ha caiiTi, 00poOKa
1 30epexeHHs] OTPUMAaHUX J1aHUX B CHUC-
TeMi;

- 00poOKa Ta 3aBaHTaXKEeHHs (OTOTrpa-
(b1if KOHTAKTIB;

- IpyK OelxiB JJisl abITypi€HTIB YyHI-
BEPCUTETY 1 YYaCHUKIB 3aXO0/IIB.

VY pamkax po3BUTKY CHUCTEMHU MEpe-
OadeHi:

- HAJIAITYBaHHS MOAYJISl 3BITHOCTI Ta
GbyHKITIOHATY CHCTEMU B YacCTHHI TUIaHY-
BaHHS, apX1ByBaHH, MOU(DIKaIlii Ta aaMi-
HICTPYBaHHsI JOBIJHUKIB, aBTOMaTH30Ba-
HOTO BHPIMIEHHA CTaTHCTHYHUX  Ta
aHAJITUYHUX 3aBJaHb,

- IHTerpallis 3 BHYTPIIIHIMH 3BITHUMH
CUCTEMaMHU;

- IHTerpanis 3 IIATH>KHOK CUCTEMOIO;
CTBOPEHHs Olp>Ki Iparll JJisi BUITYCKHUKIB
3aKJIa (1B BUIIIOI OCBITH,

- po3po0OKa Nporpamu JOsUIbHOCTI.

CormianpHO-eKOHOMIYHI epeKTH, 10
BUHUKAIOTh B PE3yJbTaTi BIPOBAKEHHS
CUCTEMH YTIPABIIIHHS B3a€MOBITHOCUHAMU
3 CIOXKMBa4YaMU OCBITHIX MOCTYT BiJl Oy/b
SAKOTO PO3pOOHUKA Ta OYJb SIKOMY 3aKJIaJl
BUIIIOi OCBITH, MOHA YMOBHO PO3/IUTH
Ha npsMi Ta Henpsmi. Jlo npsimux edekTiB
BiJ BripoBakeHHss CRM-cucremu MoxHa
BIJTHECTH:

- 301JIbILIEHHS KUIBKOCT1 a0ITypi€HTIB
Ta CTYJICHTIB 32 PaxXyHOK Cy4YaCHHUX KaHa-
JiB KOMYHIKaIlii;

- MABUILIECHHS PIBHS 3aJ0BOJICHOCTI
CITIO’KHBAYiB;

- opMyBaHHS MIUPOKOI 0a3M JIOSIIb-
HUX JI0 YHIBEPCUTETY KIIIE€HTIB;

- KpOC-TIPOJIaXxi OCBITHIX MOCIYT YHI-
BEPCHUTETY;

- 30UIbILIEHHST JTOCTOBIPHOCTI OMepa-
TUBHHX 1 JOBIOCTPOKOBHX 3BITIB;

- SHWKCHHSI BUTpPAT Ha MapKETHHTOBI
KOMIIaHii 32 paXyHOK BUKOPHUCTaHHS HOBHX
KOMYHIKallITHUX KaHaJIIB;

- M ABUIIICHHSI POYKTUBHOCTI TIpart
MPAIiBHUKIB 32 paxyHOK MOKpPAIICHHS 3a-
Oe3nedeHHs iX iHpOopMaIlEro;

- HeTIpsiMi epeKTu (MO>KIIMBOCTI): TO-
KpAIIeHHS IMII)KY 1 OpeHly YHIBEPCUTETY;
(bopMyBaHHS CTIHKHX 3B’S3KIB 3 CIIO)KHBA-
yamu;
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- IOKpAaIIeHHs SIKOCTI OCBITHIX ITOC-
JIYT 1 00CITYyrOBYBaHHS CIIOXKHUBAYiB;

- IPUCKOPEHHSI BUBEJICHHS HAa PUHOK
HOBHX OCBITHIX IOCTIYT;

- HAKOTIMYCHHSI CTATUCTUYHUX JTaHUX
TUTSI TIPOBEJICHHS aHATI3Y;

-3a0e3MeueHHs] MPO30POCTi  yIpaB-
JIHHS YHIBEPCUTETOM.

CRM-cuctemu MOXyTh OyTH 3pyuHi
JUTSI OCBITHIX 3aKJIaJ1B HE TUIBKU K IHCTPY-
MEHT B3a€MO/II1 3 PI3HUMHU CETMEHTaMHU 11i-
npoBO1 aynaurtopii. Ilicis HakonmuueHHS
0a3u JaHux 1 npoduUIIOBaHHS MOTOKIB 3a
CHEIIaJbHOCTSIMU HACTYITHUM 3aBJIaHHIM
3aKiaay s BHOYJOBYBAHHS B3a€MOBIJI-
HOCHH 3 a0ITypi€HTaMU CTaHe IUIaHyBaHHS,
CTBOPEHHSI MapKETUHIOBUX KaMIaHiM 1 Bi-
JCTSXKEHHS iX pe3yabTaTiB. ABTOMaTH3a-
111 BCIX €TaliB Mpoliecy opraHizailii 3axo-
B, IO MPOBOJUTUMYTHCS B paMKax ITHX
KaMIMaHii, He TUIbKU CIOPOCTUTH iX KOHT-
pOJib, @ M TO3BOJUTH OUIBII TOYHO OIIHIO-
BaTHU pe3yJibTaTu MpoBeneHoi podoTu. He
BC1 OCBITSIHCBHKI 3aKJIaJy ChOTOJIHI MOXKYTh
Ha3BaTH CBOIO IO3MILII0 MO poOOTI 3 Pi3-
HUMH CETMEHTaMH ILThOBO1T ayIUTOPIi ak-
TUBHOW. BulbIIicTh 3 HUX HE POOUTH Hi-
4Ooro mo/ii0HOTO B CHJIy OpraHi3aIlifiHuX 1
TeXHIYHUX TpyAHOU(iB. OgHAaK TPOBiIHI

HaBYaJIbHI 3aKJIaJId BXKE YCBITOMUIN HEOO-
xigHicTh BripoBapkeHHST CRM-cTpaterii 1
CIIeI1aJII30BaHOT0 MPOrPaMHOTO 3abe3Iie-
YeHHS JJIS TiABUIICHHS €(EeKTUBHOCTI
cBO€i pobdotu [7].

Takum YMHOM, B CyYaCHHX YMOBax
edeKTUBHE YIPaBIIHHSI B3a€EMUHAMHU 13
CHOKMBAaYaMH OCBITHIX TOCIYT HEMOX-
auBO 0€3 BHUKOPHCTAHHS  BIiAMOBIAHOL
CRM-cuctemu. CyuacHi iHpopmarriiiai Te-
XHOJIOT1i MOKYTb ICTOTHO MIABUIIUTH e(de-
KTUBHICTh YIPABIIHHS YKPAiHCHBKUMU YHI-
BEPCUTETAMHU, a iX 3aCTOCYBAaHHS CTa€
OJIHUM 31 3HQUHUX YMHHUKIB KOHKYPEHTO-
CITIPOMO>KHOCTI.

I3 MeTor0 3a0€3neyeHHs] KOHKYPEHTO-
CIIPOMOYHOCT1 YHIBEPCUTETY Ha PHUHKAX
mpami Ta OCBITHIX HOCIYr MOXe OyTu
3aMpONOHOBAHO BHUKOPHUCTOBYBATH KITI€H-
TO-OpPIEHTOBAHUN METOJOJOTTUHMM IM1AX1]T
0  YHOpaBJiHHSA  YHIBEPCUTETOM, IO
0a3yerbcst Ha CRM-koHUenuii, peamsanis
BUMOT $IKO1 3a0€3MeYUTh YHIBEPCUTETY
KOHKYPEHTHY TIepeBary 3aBJsIKU TIiJ[BU-
IICHHIO 33JI0BOJICHOCT] CIOKUBAYiB HOTO
MOCJIyTaMH, CTBOPEHHIO TMEPEIyMOB [IJIsi
dbopMyBaHHS B  MEPCHEKTHBI  OUIBII
MIUPOKOi 0a3u JIOSUIbHUX CIIOKUBAYIB 1
MOKPAIICHHIO HOTO IMIKY.
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