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CKOpOCTB HU3MCHCHUA (baKTOpOB oxpyxcaromeﬁ Cpebl, a TAKXXC M3MCHCHUA, IPOUCXOIAIINC B
KOHKYPEHTHOM I10JI€, BEIHYXXJAI0T KOMITAaHUH 3aHUMATHCS ITOMCKOM crroco0oB OLICHKH YPOBHSA YIOBJIC-
TBOpéHHOCTI/I " JIOAJIBbHOCTH. COBpeMeHHI)Ie IIOAXO0AbI MoJApPpasyMEeBarOT BHEAPCHUE CUCTEMHOI'O IIOJ-
X0Jia B JaHHOM BOITPOCEC, OPUCHTUPYS UT'POKOB PbIHKA Ha KOMIIJICKCHOCTb U CUCTECMHOCTD B UCCIICAOBA-
HUAX 1 aHAJIIU3EC.
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The rate of change in environmental factors, as well as changes in the competitive field, are
forcing companies to look for ways to assess the level of satisfaction and loyalty. Modern approaches
imply the introduction of a systematic approach to this issue, focusing market players on the complexity
and consistency in research and analysis.
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BbICOKOKOHKYPEHTHBIM MUpP OPUEHTUPYET KOMIAHUU HA HEOOXOAUMOCTh HUCCIIe-
JIOBaHMS U aHAJIM3a YPOBHSI YAOBJIETBOPEHHOCTH U JIOSJILHOCTU KIIMEHTA B CUCTEME MO-
HUTOPUHTA B3aMMOOTHOIIICHUH ¢ KITUEHTOM. BhinoiaHeHne »Tux nporeayp HeoOXoIuMo
Ha TMOCTOSIHHOW OCHOBE, UTO SIBJISIETCS HEOOXOJIMMOCTBIO B TIPOIECCE MOATBEPKICHUS
KJIMEHTOOPUEHTUPOBAHHOCTH, COCTABHON YacThI0O MAapKETHHTOBOW OPHUEHTHUPOBAHHO-
CTH, a TaKXe JIaeT HEOCTIOPUMBIE MPEUMYIIECTBA B MPOIECCE CEPhE3HOW KOHKYPHOM
60pbObI. JlaHHBIE TMPOIEAYPHI TAKKE OTHOCSTCS K COCTABIISIOIIMM CTPATETUYECKOTO
MJIAHUPOBAHUS JE€ATENIbHOCTH KOMIAHUM, MO3BOJSIONIMM YJIEPKUBATh KIUEHTCKYIO
0a3y B CTpaTernueCKOM MEePCIEeKTUBE, TOCTEIIEHHO CHUYKAs U3ACP)KKHU Ha MPUBJICUCHHE
HOBBIX KJIMEHTOB 3a CUYET UCIOJIb30BAHUS PEKOMEHAIINN U OT3BIBOB MTOCTOSIHHOM KJTH-
EHTCKOM 0a3bl.

OtcyTcTBUE CPOKYCUPOBAHHOCTH HAa KJIMEHTAX MOXET CTaTh (PAKTOPOM cepbe3-
HOTO BIUSHUS HA 3(Q(PEKTUBHOCTH KOMIIAHUH. JTO HEOJHOKPATHO OMHUCHIBAJIOCH yue-
HBIMH U TIPAKTHKaMH, a TaKKe TpaHCHOPMHUPOBAIOCH B (OpMAT MyTHU HEKIUEHTOOPHU-
CHTHPOBAHHBIX KOMITaHUH (puc. 1).

[1yTh HEKIMEHTOOPUEHTUPOBAHHBIX KOMIIAHUM HATJISTHO AEMOHCTPHUPYET BIIHS-
HUE Ha pe3yJbTaThl WX [JEATEIbHOCTH, a TakXKe TOJYEPKUBACT BAXKHOCTb U
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HE0O0XOAMMOCTh MCCIEAOBAHUS U aHAJIHN3a YPOBHS yIOBIETBOPEHHOCTH H JIOSUIBHOCTH
KIreHTOB. ClieyeT OTMETUTD, YTO JIOSIIBHOCTH (POpMUpPYETCS HA OCHOBE B3aMMOOTHO-
IIEHUH KIMEHTa C KOMIIaHUeH, 0a3upyromuxcs Ha ero yAOBIETBOPEHHOCTH, CIIE0Ba-
TEJIbHO, HEOOXOAUMO YUUTHIBATH IMOCIIEIOBATEIBHOCTh ACHCTBUN B IpoIlecce paspa-
OOTKM BHYTPEHHUX HUCCIIEI0BATEIbCKO-aHATUTUYECKUX MOIXO0B.

WNuankaropaMu yIOBICTBOPEHHOCTH U JIOSITBHOCTH MOTYT OBITh: TIOBTOPHBIC TTO-
KyIKH, 0O0BbEM IMOKYIOK, CTOUMOCTb OOCTYXMBaHUS, peKOMeHIanuu, 3pdexr enun-
CTBEHHOTO TOCTaBIIMKA, MPOJODKUTEIBHOCTh B3aUMOJICHCTBHSI, KOJIHMYECTBO COIYT-
CTBYIOIIIUX MOKYTOK KJIIMEHTA Y KOMIIAHUH, YaCTOTA MOKYIIOK U ApyTue. A s OLlEHKH
YPOBHS YJOBIETBOPEHHOCTH H JIOSIIBHOCTH pa3paboTaH psia METPHUK, POPMHUPYIOIINX
KOJINYECTBEHHOE BBIPA)KEHUE YPOBHS Ha OCHOBE BTOPUYHOIN MH(pOpMAIK (BO MHOTHX
ciydasx nanaeie CRM cructeMbl KOMIIAaHUM) W/WIH IEPBUYHOM HHpOpManuu (BO MHO-
THX CITydasx KOMIUICKCHBIC TIOJICBBIC UCCIICIOBAHUS).

Hepocratok unu oTcyTCcTBME Pa3smbiToe Hu3kas
Hwu3kas nosinbHOCTb
CHOKYCMPOBAHHOCTY Ha > npeanoxexune > YOOBNETBOPEHHOCTb > KMEHTOB
KnneHTax LLleHHOCTM KIWEHTOB
KpatkocpouHble fencTsns no | Huakue pesynbTatbl | | [oBbilueHMe pacxomos | Bbicokuin npoLieHT
YNy4LIEHWNO CUTYyaLmuu ) Mo npuobInK ) Ha MapKeTUHT ) NnoTepu KINEHTOB

T~

CrarHaums cToMMocTm aKLUMOHEPHOro Kanutana

[laBneHue ans nomny4yeHns KpaTkoCPOYHbIX
pesynbTaToB

Puc. 1. IlyTh HEKINECHTOOPUCHTUPOBAHHBIX KOMIIaHUH
Ucrounuxk [1].

I[OCT&TO‘IHO MNOMyJIIPHBIMU MCTPHUKaMH, HNPUMCHACMBIMU Ha IIPAKTUKE JJIA
OIICHKHU YPOBHSA YIOBJICTBOPCHHOCTH H JIOAJIBHOCTU KIIMCHTOB, SABJIAIOTCA CSI
(Customer Satisfaction Index), CES (Customer effort score), NPS (Net Promoter Score).
O,Z[HaKO, CICAYyCT OTMCTUTD, YTO HCCMOTPA HAa JOCTATOYHO BBICOKMH YPOBCHB IIOITYJIAP-
HOCTH 0003HAYEHHBIX METPUK, CYLIECTBYET U LEJIbII pAll APYTUX, TAKXKE, MIPSIMO WU
KOCBCHHO, OTPAXAIOIIKUX YPOBCHDb YAOBICTBOPCHHOCTH U JIOAJIBHOCTH KJIMCHTOB, HO, K
COXaAJICHNIO, ITI0OKAa HE NMCIOIIINUX BBICOKOM MOMYJIAPHOCTU B HAYYHBIX U ITPAKTUYCCKUX
cdepax. Cpeau HUX CIEIyeT OTMETUTh METPUKH, OTPAKEHHBIE B TAOIHIIE.

JonmoHUTeIbHBIE HHIEKCHI (METPHKH) OLICHKH YPOBHSA Y/I0BJICTBOPEHHOCTH / JIOAJIbHOCTH
KJIMEHTa

Wunekc (MeTpuka)
OIICHKH YOBJIETBOPEeH- | [lomHOE Ha3BaHWE WH-
HOCTH / JIOSUTBHOCTH JieKkca (METPHKH)

KJIMEHTA

Kpatkas xapakrepuctuka

OCHOBBIBACTCS Ha MCCIIEIOBAHUH U OILIEHKE UC-
TOPUHU B3aWMOOTHOIICHHUH, CyMMa MOKYTIOK,
JKeJIaHUU MOBTOPHOM MOKYTIKHU, PEIouTe-
HUSIX MPOAYKTA ¥ TOTOBHOCTH PEKOMEH/IOBATh

I/IHHCKC JJOAJIBHOCTH
CLI kiaueHTta (Customer
Loyalty Index)
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Tlpooonicenue mabauyol

WNunekc (MeTpuka)
OIICHKH y/IOBJICTBOPCH-
HOCTH / JIOSUTbHOCTH
KIIFICHTA

[TonHOE Ha3BaHME WH-
JieKkca (METPHKH)

Kpatkas xapakrepuctuka

Orenka o01ero
YPOBHSI JIOSUTEHOCTH

BKJTFOYAONIHNH (Ha OCHOBE OLICHKH BBICKa3bIBa-
HUI): nepuenuuoHHyIo (ad(peKTHBHYIO) JO-
SAIBHOCTD (MHEHHS/OTHOILICHNS ), TPAH3AKIIH-

GLLA OHHYIO (ITOBEIEHYECKYIO) JIOSUILHOCTD, BEPOSIT-
(General level loyalty yio ( A yi0) » BEP
assessment) HOCTh PEKOMEHIaIINH KOMITAHUH! (TIPOIYKTa,

YCIIyTH), HEUYBCTBUTEIBHOCTh MTOBEICHUS T10-
KyTaTems K JSHCTBUSIM KOHKYPEHTOB
OCHOBAHHBIN Ha OIIEHKE KOJIMYECTBA 3aKa30B
Wunexc nosepus (Trust
Tl Index) OT MIPHUBJICYCHHBIX KJIMEHTOB U MOTCHI[HAIIA
MIPUBJICYCHHBIX KIIMCHTOB
HMrexce capadanHoro YUTBIBAET PA3HUIY JOJIEH UCTHHHBIX CTOPOH
WoMI paauo (Word of Mouth y P y P
HUKOB M HCTUHHBIX KPUTHKOB
Index)
Peiitunr onvita Tem-
TR kuH (Temkin OTICHKA yCIiexa, YCHIui u aMoruii. Oomunii

Experience Rating)
Temkin

pelTHHT

Ilpumeyanue — COCTaBIEHO aBTOPOM.

[IpakTHueckoe MpUMEHEHHE METPUK OLEHKUA YPOBHS yAOBJIETBOPEHHOCTH U JIO-
SUTBHOCTH KJIMEHTA BO3MOKHO TaK)K€ KaK OJJMH U3 UHCTPYMEHTOB MPOTHO3UPOBAHUSA OY-
Ny1Ie MOJeNIN TOBEJCHHUS KIIMEHTA, MOXKET ObITh COBMEILIEHO C MOJEIJIbIO B3AUMOCBSI3U
JOSTILHOCTH U yaoBieTBopennoctr Jx. Xeckerra James L. Heskett, orpaskarorieit sie-
MEHTBI HETMOYKH «yCIYTH — IpUOBLILY (pHc. 2).

60 80 100

NosnbHoCTL (yAepkaHue)

40

20

AnocTton
30Ha
NPUBA3aHHOCTU
3oHa
O6e3pasnuyus
30Ha Ae3epTUpPCTBaA (YXOA K KOHKYPEeHTaMm)
1 > 3 4 o 5
KpaitHe Cnerka DNosoneH HeHb
HeaoBOnNeH Heaosonen HeagoOBOMNEH AOBONEH

YpoBeHb yAOBNETBOPEHHOCTU

Puc. 2. 3aBucuMOCTh MOKazaTenel yI0BIETBOPEHHOCTH U JOSIIBHOCTH KIIMEHTa

Hcrounwuk [2].
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https://hbr.org/search?term=james%20l.%20heskett

Takum o0Opa3oM, oTpakaeTcsi B3aMMO3aBHCUMOCTb I10KA3aTeNleld yAOBIETBOPEH-
HOCTH U JIOSUIBHOCTH, UX NPAMOE BIMSIHUE HAa BO3MOKHBIE ICHCTBHS KIIMEHTOB. /laHHas
B3aMMO3aBUCUMOCTh MOJKET OCHOBBIBATHCS Ha 0Oo0jiee LIMPOKOM CIIEKTPE METPHUK
OLIEHKH YPOBHSA YJJOBJICTBOPEHHOCTH U JIOSAIBLHOCTH JUIS OTy4YeHHs O0JIee TOUHBIX OIle-
HOK CHUTYallUU JUIs TIOCJIEIYIOIIEro IPUMEHEHUS PE3YIbTAaTOB B IIPOLIEAypax CTpaTeru-
YECKOr0 INIAHUPOBAHUS JACSATEIBbHOCTH KOMITAHUM.
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