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Anomauusa: B konmexcma Ha m.Hap. ,, perayuornen obmen” (relational exchange) e npeyu-
3upan 00xeama HA KOHYenyusama , nepcoHamusupan mapkemune’ (one-to-one marketing)
upe3 cpagHenue ¢ KOHYyenyuume ,,MapKemune Ha e63aumoomuouwlenusma‘ (relationship
marketing) u CRM. Pazenedanu ca yciosusama, npu Koumo e yeiecvo0pasto oa ce npuiaza
nepconanusupan mapkemune. Komenmupanu ca xomnonenmume na cmouHocmma u 6b3-
MOJICHOCIUME 34 2eHepupanemo i pe3 eneMenmume Ha MapKemuHeo8us Mukc. Axyenm e
nocmagen 6bpxXy NPUHOCA HA NEPCOHANUBUPAHUA MAPKEMUH2 3d Cb30A6aHe U pasnpeoeisite
Ha CMOUHOCM 8 YCI08USL HA ,, PENAYUOHEH 0OMeH .

Knrouosu oymu: nepconanuzupan mapremune, CmouHoCm, peiayuonen 0oMen

Annotation: The scope of the concept of “one-to-one marketing” is clarified in the context of
the so-called “relational exchange” through comparison with the ‘“relationship marketing”
and CRM concepts. The appropriate conditions to apply one-to-one marketing are examined.
The components of value and the potentials for its generation through the elements of the
marketing mix are discussed. The contribution of one-to-one marketing for the creation and
the distribution of value in terms of “relational exchange” is emphasized.
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YBoa

I1pe3 mocieaHuTe qeceTwIeTus ce Habllfo1aBa MHTEH3UBHO Pa3BUTHE HA HHCTPYMEH-
TapuyMa 3a OCBIIECTBSIBAHE HAa MapKeTHHroBata KoHienus. OCHOBHO IpaliBepw Ha TOBa
pa3BuUTHE Ca C UHCTUTYLHHOHAJIHO-IIA3apEH U TEXHOJIOTMYECH XapaKTep. HOL[ TAXHO BJIMSIHUC
ce BB3IPUEMAT HOBM OCHYNPAKTMKHM M CHOTBETCTBALIMTE UM MApKETHHTOBHM (opMaTu
(BKJIFOUMTEITHO MHCTPYMEHTapHyM), KaTO CEe OCHUTYpsBa BB3MOXKHOCT 3a: IpELM3HpaHe Ha
HOIXOAUTE 3a WICHTU(HUIMpaAHE Ha KIMCHTUTE, I'eHepHpaHe Ha 0a3M JaHHU 110 KIIHEH-
TH/TPYNU KIMEHTH; OaJaHCHpaH OT II.T. HA BpeMe/pa3Xxo/y aHAJIM3 Ha KIMEHTCKUTE MOpPT-
(heiinm; oChIIECTBABAHE HA HHTEPAKTHBHO B3aHMMOEHCTBYE C KIIMEHTUTE, KAKTO U 32 MacoBO
IpeHacTpoliBaHe Ha odepTUTe crope/l ClienUpUIHUTE TOTPEOUTEIICKH U3UCKBAHNUSI.

IocouenuTe npaiiBepu Ch3AaBaT MPEANOCTABKH 32 00OraTsBaHE Ha MOJXOAUTE MPU
peanu3upaHe Ha MapKEeTHHIOBaTa KOHIEHIMS 4pe3 CTPEMEX 3a LeJICHACOUCHO B3auMOJeH-
CTBHE C KiueHTHTe. B Ta3u Bpb3ka B Hayanoro Ha 80-Te r. Ha XX Bek ce pa3paboTBa HMH-
CTPYMEHTapUyM 3a T.Hap. ,,MapKETHHT Ha B3auMmooTHoureHusTa" (relationship marketing), a
JeceT TOIMHU II0-KbCHO C€ JIaHCHpa T.Hap. ,,IEPCOHATM3MPAH MapKeTHHr (one-to-one
marketing). OCHOBHUTE NPUHIMIM HA MapKEeTHHIa Ha B3aHMOOTHOIICHHUATA ¥ HA IEPCOHA-
JM3UpaHKUsl MApKETHHT HAMUPAT aKTHBHO MPAKTHYECKO MPHIOKEHHE KbM Kpas Ha XX Bek
4ype3 OYpPHOTO TEXHOJIIOTHMYHO pa3BUTHE U mosiata Ha CRM.
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CaluecTByBaT O€3CHOPHU J0KA3aTENCTBA, e HJEATa 32 YIPABICHHE HA B3aUMOOTHO-
IICHUATA Ype3 U3I0JI3BaHe Ha MEPCOHAIM3UPAH MOAXO0/ MOXE Ja FeHepupa CTOMHOCT 3a KIIH-
SHTHTE, HO PUJIOKEHHUETO i He € YHUBEPCAIHO.

Emo 3awo yenma na doknada e da ce npeyuzupam obxeama u yciogusama 3a npuid-
eane HA NEPCOHANUBUPANUS MAPKEMUHe U ce U36e0am 6b3MOICHOCMU 34 2eHepupane Ha
CMOUHOCI 3a KIUeHmume upe3 npuiaeaHemo my.

OO0XBAaT M yCJOBHS 32 NPUJIOKEHHE HA ePCOHATH3MPAHUS MAPKETHHT

B eBomolMOHEH IJIaH MAapKETUHI'BT HA B3aHMOOTHOIIEHHATA, HNEPCOHAIU3UPAHUAT
mapketur 1 CRM ce pa3BHBaT B KOHTEKCTa Ha T.HAp. ,,peIalliOHEH obmen™'. B paMKHTE Ha
pealoHHus 0GMeH B3aHMOOTHOMIEHHATA” Ce BH3MPUEMAT KaTo ,,¢/IHH OT Haii-leHHHUTE pe-
CYPCH 3a MOCTHTAHE Ha KOHKYPEHTHO TIPEIMMCTBO’™, KATO MA3apHUTE PE3yNTATH Ce 0BACHS-
BAT ,,ChC CMIOCOGHOCTTA HA KOMITAHMATA J1a PA3BUBA B3aMMOOTHOIIEHHATA ",

B cnemuanusupanata MapKeTHHIOBA JIUTEPATypa Ce CPelaT PasIHM4HH MHTEpIpeTa-
MM TT0 OTHONIEHHe Ha 06XBaTa Ha KOMEHTHpaHWTe KoHueruu. Hskom asropu’ >
IpHeMaT NepCOHATU3UPAHUS MAPKETHHI ¥ MapKEeTHHIa Ha B3aUMOOTHOIIEHHUATA KAaTO €IUH-
Ha KOHILIENIMs. B 1pyru M3TOUHMIM ce U3IMO0I3BaT CIOBOCHUETAHUs], KaTo ,,lIePCOHAIM3UPAH
MapKeTHHT Ha B3amMooTHomreHusta” (One-to-One Relationship Marketing)*S, ¢ xoero u3-
PHMYHO C€ TpaBH pasTpaHMYEHHE MEKTY NEPCOHAIM3UPAHUA MAPKETHHI HAa B3aUMOOTHOLIE-
HMATA U KJIACHMYECKUs MAPKETUHI Ha B3aMMOOTHOLIEHUATA. EANH OT BoAeMTe CEHUATHCTH
B 001acTTa Ha penaiuoHHus ooMeH — EBept I'ymecon orwxkaectsaBa CRM u nepconanusu-
paHMs MApKETHHT, KaTo I10COYBa, Y€ ,,T€ Ca €JHO U CHIIO HEMI0, HE3aBUCUMO, Ue MEXIY TAX
MOJKE JIa HMa HAKOM Pa3TudKs B aKIIEHTHTE U TPOLeypuTe™ .

Cpeﬂ MAapKETUHTOBUTE CIIEUATIMCTU UMa €AMHOMUCIIME 3a TOBA, Y€ MAPKECTUHI'BT HA
B3aMMOOTHOLICHUSATA U TEPCOHAIM3UPAHUAT MApPKETHHI' C€ PAa3BHBAT Ha OCHOBATa Ha KOH-
LEMIHATA ,,MAPKETHHT 10 0a3u AaHHK . B cnenuann3npanaTa MapKeTHHIOBA JIMTEpaTypa ce
cpella ¥ HAa3BaHHETO ,MApKETHHI Ha B3aHMOOTHOIICHHATa Ho 0Oasu paHHU~ (Database
Relationship Marketing)®.

! Kaufmann, P., Stern, L. Relational Exchange Norms: Perceptions of Unfairness and Retained
Hostility in Commercial Litigation. // Journal of Conflict Resolution, Vol. 32, N 3, pp. 535.

2 MHOro 4eCTO HENpaBWIHO OOXBATHT HA B3aHMOOTHOLIEHHMSTA CE CTECHABA CAMO 10 PEJaLusiTa
,,TIPEITOXKUTEN-KIUEHT , KATO C€ UTHOPUPAT MOTEHIUAIHN MAPTHBOPCTBA C JOCTABYHIM, TOCPEIHUIIH,
MUHBECTHTOPH, KOHKYPEHTH.
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MapKeTHHI'BT Ha B3aMMOOTHOLIEHMSTA IPEJCTABIABA HENPEKbCHAT NPOLEC Ha KO-
OllepHpaHe 4pe3 CUCTeMa OT ACHHOCTH M MPOTPaMH C AOCTABYHMIMTE, KPAHHUTE KIUCHTU U
JIPYTUTE Ma3apHHU areHTH, C Le Ch3J[aBaHe U YBeIMYaBaHe Ha OOLINUTE HOJ3H HPH MO-HUCKH
paszxoau. B3aMMOOTHOIICHHATa ca OPUEHTUPAHHU HPEUMYIIECTBEHO KbM 3aI0BOJISBAHE Ha
HYXJHUTE ¥ JKeJIaHUATa Ha KIMEHTUTE C IPOAYKTH, KOUTO BEe4e ca Ha Ia3apa, a He C TaKHBa,
KOHUTO Ca pe3yJITaT OT UHAUBUAYATTHUTE l'lOTpe6I/ITeJ'ICKI/I NpeAnoOYUuTaHus .

OcHoBHaTa 1€/ NEePCOHATM3UPAHUS MApKeTHHI € Ch3/laBaHe M paslpelessHe Ha
CTOHHOCT MKy NapTHBOPUTE B PAMKUTE Ha OIpe/esieHa B3aMMOBPb3Ka Ha MHAMBHIyalTHA
6a3a. BHMMaHHeTO € HACOUCHO KbM Hal-peHTaOMIHNUTE KIMEeHTH. Upe3 U3mon3BaHe Ha mep-
COHAJIM3HUPAHU TEXHOJOTHH CE Ch3/1aBaT WHIMBHIyaIN3HPAaHU IOCIAHHS 32 BCEKU OTHCNICH
kiaueHT. OT IJIeZHa TOYKa Ha MEPCOHAIM3HPAHUS MApKETHHT, pOJsTa HA MHAWBHUIYAIHHTE
KJIMEHTH HE Ce CBEX/a CaMo JI0 OCBIIECTBSIBAHE HA MOKYIIKH, a U 10 aKTUBHOTO UM y4acTHe
TIpH Ch3/jaBaHe Ha cToHHOCTTa. CTOMHOCTTA Cce Ch3/laBa CbBMECTHO C KJIMEHTHUTE, a HE 3a TAX.
Ilo TO3u HAUMH KIMEHTUTE aKTHBHO MOJIIOMAraT KOMIAaHUUTE B NehHUHUPAHETO U OCUTYDS-
BAHETO Ha ITaKeTa OT II0J3H, KOHUTO ce odepupa. OT TyK MOXKe Jja ce HAaIpaBH U3BOJ, Y€ JIBE-
Te Pa3rNIeKIaHH KOHLENIMH He MOraT Jia ObIaT OTHXKICCTBEHH. [lepcoHaIN3UpaHusIT Map-
KETHHT JI0Opa3BUBa U 000raTsiBa MapKETHHTa Ha B3aUMOOTHOIICHUSATA.

YcnoBusTa 3a npHiiaraHe Ha IEPCOHAIM3UPAH MAPKETHHI ca Pa3iIM4YHU OT TE3H, IPU
KOHTO € 1IeIeChoOpa3HO Ja Ce M3I0JI3Ba KIACHYECKH TPaH3aKLHOHEH MapKETHHIOB MOAXOL.
Enna oT OCHOBHHUTE NPUYMHY 3a TOJOOHO pasrpaHUYCHHE ce KOPEHU BbB B3aUMOJICHCTBHATA
,[IpofiaBay/mazap‘ u ,,ipoJaBay/KINeHT .

Jlorukara Ha mapajgurMara 3a B3aMMOOTHOIICHHSTA € I10-pa3iMyHa OT Ta3d IpH
KJIACUUECKHsl MapPKETHHT, KaTO BPb3KaTa € “KOMITaHHs — KIMEHT (a He “KOMIIaHus - masap”)
U ce OIIOCPENCTBA OT OIpeielIeHH pecypcH (a He oT npoaykra). KirroyoBute pecypcH, KOUTO
pa3BUBAT KOMIIAHUHTE, 3a MOAJbP)KAHE HA OTHPABCHUTE KbM KIMEHTa OOCIIaHus ca: Iepco-
HaJl, POIIECH, TEXHOJIOTUH U 3HaHUs. Te3d CIOCOOHOCTH MO3BOJISBAT HA KIMEHTHTE Ja H3-
BJIMYAT CTOMHOCT Ha MHAMBHIYyanHa 0a3a. ChIIeBPEMEHHO Ha NPEJIeH IUIaH ce N3BEeX/a BbII-
poca 3a e()eKTHBHOCTTA Ha B3aHMMOJEHCTBHATA U BH3BPAIIAEMOCTTa HAa HAIIPABCHUTE HHBEC-
TUIMAY B PENALMATA ,,IPOAaBayd — KJIMEHT U CHOTBETHO — 3 YCJIOBHATA, KOUTO IIOANIOMArar
JIOCTUTAHETO Ha OIPEEIeHH HUBAa Ha €()EKTHBHOCT.

yCJ'IOBl/IﬂTa, KOHUTO 6HaFOHpI/I5{TCTBaT IPpUIaraHeTo Ha KOHLCIIUATA 3a B3aUMOOTHO-
IICHUATA M B YaCTHOCT HA NIEPCOHATM3UPAHUS MAPKETHHT Ca CICAHHUTE:

[TepBo. Jlumnca nnu Mansk Opoit BapuaHTH 3a JOCTaBKa. MankusaT Opoil anTtepHaTHBU
3a JI0CTaBKa Ch3/aBa yCIOBHS Ha HECHT'YPHOCT M CTHMYJIHPAT KylyBauya 1a ThPCU OJU3Ka
BPB3Ka C IOCTaBYHKa.

Bropo. Brucoka KOMIUIEKCHOCT Ha MOKYIKaTa — KOMIUIEKCHOCTTPA HA MOKYIKaTa OT-
pa3siBa CTENEHTA Ha TPYAHOCT, KOSATO Cpellla MeHUDKBPBT Ha KyIyBaiara (pupMa Ipy oleH-
Ka Ha aJITCpPHATUBUTE U HA PABHUILETO Ha MPEJICTaBSHE Ha JOCTABUHIIHUTE.

Tpeto. Bucoka cTerneH Ha BaKHOCT Ha JOCTaBKUTE (IPH CTPATETHUECKH JOCTABKH).

YerBobpro. [Ipu AuHaMUYeH maszap Ha JOCTaBKHU (TEXHOJOTMYHU MPOMEHH, YECTH Lie-
HOBH M3MCHEHHUS WM IIEPUOJMYEH HEJAOCTHT Ha MPOAYKTH). [Ipn O1M3KM B3aMMOOTHOIICHUS
C J0CTaBUYMKA KIIMCHTHT C€ yUHM U MMa BB3MOXKHOCT Ja YyIpaBJisgBa 6’])116].].[0TO CHU pa3BUTHUE,
HO Pa3XOJIUTE 32 MPEBKIIOYBAHE KbM M0-00pa alTepHATHRA HAPACTBAT .

ITero. IIpu B3eMaHe Ha PYTHHHH PELICHHS U IIPH PELIaBaHe Ha CXOJHH IPOOIEMH.

° Novo, J. Drilling Down: Turning Customer Data into Profits with a Spreadsheet. Booklocker.com,
Inc., Third Edition, 2004.

' Cannon J., W. Perrault Jr. Buyer-Seller Relationships in Business Markets. // Journal of Marketing
Research, 36 (November), 1999, pp. 439-460.
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Llecro. B ciyyan Ha BHCOKHM O4aKBaHM Pa3Xo[Iy HMPH NPEBKIIOYBAHE KbM alTepHa-
TUBHU napTHeOpHU. [lo mpuHIMI pa3xoauTe 3a MPEBKIOYBAHE Ca TOJKOBA MO-BUCOKH, KO-
KOTO MHBECTHUIIMHUTE U PHCKBT Ca TIO-TOJIEMH.

Cenmo. Ilpu eKCTEH3WBHH OIEpaTHBHH BPB3KH M MH(POPMANMOHEH OOMEH MEXIy
IpoJaBad 1 KyIyBau.

Ocmo. IIpu BUCOKM OYAaKBAHHATA 33 TIO3UTUBHO OBJICIIO Pa3BUTHE Ha BPb3KaTa.

I'enepupane u pasnpejejsiHe Ha CTOHHOCT

HeszaBucumo, ye TepMUHBT ,,CTOHHOCT™ c€ MHTEPIPETHpPA MO MHOXECTBO PA3IHIHU
HAuMHK'', OT [ILT. HA IEpCOHANM3MpaHus MapkerHHr © CRM, CTOMHOCTTA ¢ BBIPHATHETO
Ha KIMEHTa 3a OajaHca MEXAy JKePTBHTE M IIOJN3HMTE INPU THPCEHETO, 3aKyIyBaHETO H
HOTPeOICHUETO Ha ONpeelieH MpoayKT. JKepTBUTE OT CTpaHa Ha KIMEHTa Ce CBbP3BAT ChC
3amUIaTeHaTa 1eHa (1o ¢popMa Ha KOHKpPETHa CyMa IapH, JIMXBA IPH IOJI3BaHe HAa KPeIUTHA
KapTa, OTCTBIIKU U JI.), C Pa3XOJH B Ipolieca Ha B3eMaHe Ha PEIIeHHe 3a MOKYyTKa (pa3Xonu
32 THPCEHE M CHIIOCTABSIHE HA BAPMAHTH, TPAHCTIOPTHHU PA3XOJM H AP.), KAKTO U C ICHXUYeC-
KU pa3xoau (ctpec, GppycTpanus, Bb3IPUET PUCK H JIP.).

IMonm3ure, KaTto eIeMEHT Ha CTOMHOCTTA, ce (OpPMUpAT Upe3 eNeMEHTUTe Ha MapKe-
THHTOBHSI MUKC: TIPOJYKT, IEHA, TUCTPUOYLIHs, KOMYHHKALHS, IPOLIECH, XOpa i MaTePUATHH
(daxtu. B Tasm Bpb3Ka CTOHHOCTTA Ce T€HepHpa upe3: NPOAYKTOBM MHOBALMH, IpeasIaraHe
Ha MakeTHH o(epTH, NPOAYKTOBH CHHEPruH, OpaHaupaHe, MojoOpsBaHe HA KayeCTBOTO,
OCHT'ypsIBaHE Ha CEpBU3 M TapaHIMH, IIPEJOCTABSIHE Ha JONBIHUTEIHH JUCTPHOYIHOHHHN Ka-
Hau (4pe3 MHTEpHET), pa3BUTHE HA MHTEPAKTHBHATAa (DYHKIMS, W3IIOJ3BaHE Ha OCe3aeMU
cpexcTBa (Crpaau, MaTepHay, eKHITMPOBKa, yeOcalToBe U p.) 3a BIUSHUE BBPXY IeplieH-
LMsTa HAa KIIMEHTHTE, yIIPaBIeHUe Ha Ipoleca Ha peKiaMaluy 1 JIp.

TexHomnorusTa npu peanusupaHe Ha NEPCOHANU3UPAHHU MAPKETHHT PasIIUpsIBa Bb3-
MOKHOCTUTE 3a TeHEepUpaHe Ha CTOWHOCT Upe3 aKTHBHO B3aMMOJeiCTBUE ¢ KiueHTHTe. [Ipu
TOBA B3aMMOJEHCTBHE Ce IPOABSBAT CIICAHUTE JUMEHCHH'® HA PEALMOHHHS OOMEH: COIH-
JIAPHOCT, IBJITOCPOYHA OPHEHTALNS, B3aHMHOCT, I'bBKABOCT U MH(OpMaoHeH oomeH. [lep-
COHaJIHATa KOMYHHKAIHs C KJIMEHTUTE CTHMYJIMPA OIPENENICHU PE3yJITaTH, KOUTO yCIOBHO
Morar Jia Ob/IaT pa3rpaHHyYeHU Ha aOCTPaKTHU (HOTPEOHUTENICKa YIOBICTBOPEHOCT U aHTAXH-
PaHOCT) ¥ MHCTPYMEHTAIHH (TIpoaaxOu, puHaHCOB pe3ynrart, mazapeH asi1, ROI u np.).

TexHoNMOrUATa, IPU KOSTO CE peallM3upa KOHIEMIMATA IEPCOHATM3UPAH MApPKETHHT
ChABbpKA B ceOe CH 3HAYUTENHHM BB3MOXKHOCTHU 33 aKyMyJIMpaHE W paslpenessiHe Ha CTOH-
HoctT: (1) maeHTHdUIMpaHe HA KIMSHTUTE W YCTAHOBSIBAaHE HAa Ha4MHA, 110 KOMTO MoraT aa
OpaaT nocturHaty; (2) audepeHnupaHe Ha KIMSHTHTE CIOpe] CTOMHOCTTAa M HYXKIUTE UM;
(3) ehexTHBHO U e(pUKACHO B3aUMOJIEHCTBHE C KIMEHTUTE, IPH KOETO Ce ONO3HABAT MHUBH-
JyaJHUTe UM HYX1HM; (4) HacTpoiiBaHe Ha odepTaTa crope] UHAUBUAYAIHUTE M3UCKBAHUS
Ha BCEKHU KJIMEHT; (5) KOHTPOJI Ha JeHHOCTHTE.

KOpeKTHOTO MTepaTHBHO M3IBJIHEHHE HA Ta3u IPOLEeIypa Ch3/1aBa MPEINOCTaBKU 3a
uHpOpPMALOHEH 00MeH (BKIIFOUMTENHO U Ha WH(opMaIms ¢ KOH(PHICHIIHAICH XapakKTep).
OO0xBaTbT Ha MH(pOpMaLUsATA, KOSATO € 00eKT Ha oOMeH, He e orpaHmueH. Haii-uecto ce
peann3upa HHGpOpMALHOHEH 0OMEH 3a: Hajn4Ke, (PyHKIUN U [OCIIe(BANI0 pa3BUTHE Ha IPO-
JYKTHTE, JaHHU 32 POJIaKOH, KJIMEHTH, PEalHi U MOTEHIIMAIHU KOHKypeHTH. [Ipu nepcoHa-
JM3UpaHKs MapKETHHI Ce yBENU4YaBa poJsiTa Ha MH(POpPMANMUATA, KATO EJISMEHT Ha pa3Msi-
Hara. MH(pOopMannoHHUAT 0OMEH € JBYCTpaHEeH:

11 Zeithaml, V. Consumer Perceptions of Price, Quality and Value: A Means-end Model and Synthesis
of Evidence . Journal of Marketing , Vol. 52, July, 1988, p. 3.

'2 Rajamma, R. et all. Dimensions and Outcomes of B2B relational Exchange: A Meta-Analysis. //
Journal of Business & Industrial Marketing, Vol. 26/2, 2011, p. 105.
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- Kinuenrture I/IH(i)OpMI/IpaT JAOCTAaBUYUIIUTE CH 3a CBOUTE HYXXIHU, NPECAINIOYUTAHHUA, I10-
3UTHBEH WM HETaTHBEH OIUT OT yHoTpedaTa Ha MPOAYyKTa, CIIOAENAT MH(OopManus 3a KOH-
KypeHTHH Ta3apHu odepru. ToBa MO3BONSABA Ha NpOJaBaYMTE Ja aJaNTHpAT IO-100pe
cBoute oepTH chOOPa3HO M3UCKBAaHHWATA Ha Ha3apa. IIporechT Ha ajmanTamus He ce pas-
IIIeXK]a CaMo KaTo peaklus, B pe3ylTaT Ha olyueHa U o0padoreHa unpopmanus. Pasmnona-
raik ¢ JaHHU OT KIIMCHTUTE, KOMIIAHUUTE MOraT Jaa IPOTHO3UpAT U MOACIHUPAT TAXHOTO
IIOBCJACHUE B IICPCHEKTHBA U Ja UM NPEAJIOXKAT NPOAKTUBHU 0(1)epT1/1, KOUTO pE€aIHO HU3IIpe-
BapBaT ACKJIAPUPAHUTE OT KIMEHTUTE MOTPEOHOCTH.

- Komnannure nHpOpMHUpAT KINEHTHTE ce 3a: (YHKIUHUTE Ha NMPOJYKTa, YCIOBUATA
3a IIpaBMIIHAaTa My CKCIUIOATAINS; HAIMYUE HAa U3TOIHU IIPOMOIIUH H Jp.

HudpopmallmoHHUAT TpaHChep NOBEXka 10 B3aUMHO yUeHe Ha IIPoJaBay OT KyIlyBau
¥ 00paTHO, KOETO OTYACTH HaMaJIsABa 3HAYCHUETO HAa IPOSKTHO OPUEHTHPAHUTE MAPKETHHIO-
BH [IPOYYBAHUsI, YUSATO LIeTI € Jia ce chOepe nHdopMalys Ipu Bb3HUKHAT podiieM. B mpore-
ca Ha HH(OPMAIOHEH 0OMEH Ce Ch3/1aBa JOMBIHUTEHA CTOWHOCT U 3a JBeTe cTpaHu. [Ipo-
LEChT Ha Ch3aBaHE Ha CTOMHOCT B peAuLa CIydau € MpeJUIecTBaH OT MOAH(HUIUpaHe Ha
¢yHKIMUTE M OM3HEC mpoliecuTe B KoMnaHuuTe. Hamarar ce penmiia IpoMeHH B OpraHH3a-
LIMOHHATA CTPYKTYpa Ha IPOJaBaumTe, 3aI0TO JOIMYHO Ce JOCTUra J0 M3BOJA, Y€ HE3aBHCH-
MHuTe (a 4ecTO U KOH(POHTUpAIH ce) QYHKIHOHAIHU OTIENU He MOraT Jia rapaHTHpaT pas-
BUTHETO Ha B3aMMOOTHOILICHHUATA C KIMEHTHTE. YIIPaBICHUETO HA HUBO ,,0M3HeC mporecu”
(4acT OT KOUTO OOXBALIAT Pa3IUYHU (YHKIHHK), JOBEXKAA O HHTErpalys Ha GYHKLIHUUTE U
JI0 HaMaJIsiBaHe Ha KOH(MIMKTUTE MEXIy JAernapTaMeHTHTe Ha Kommanuute. OpHeHTanusTa
KBbM IPOIECUTE NPOMEHS U POJIATa Ha MapKETHHTOBHUS IEPCOHAN B CICIHUTE 00JAaCTH: Ha-
YHH Ha B3aUMOJICHCTBHE MEXIY KIUCHT U JOCTaBYMK; IUIAHUPAHE Ha JICHHOCTTA; HAarpaxkaa-
BaHE M 00y4YCHHE.

HpeopHeHTaum{Ta Ha NPEUIOKUTECIIUTE KbM ABJITOCPOYHHU IIEPCOHATIHU U NIEPCOHAINA-
3MpPaHU OTHOILIECHHS C KIMEHTHTE HSAMA 3a IIeJ1 eIMHCTBEHO 10J00psBaHe Ha 00CITyKBAaHETO.
IIpomsiHaTa e Ha HUBO ,,CTpaTerus”’, KaTo LEeNTa € KINEHTUTE J1a Ce HHTETPUpaT B IeHHOCTTa
Ha IIpojiaBada.

IMepconanuzanusra Ha odeprara MPOBOKUPA CTPEMEX Ja ce ChIlacyBaT OM3HEC CUC-
TEMHTE U IPOoLeLypUTe Ha MapTHLOPUTE, KoeTo (ocodeHo B B2B cpena) cb3naBa nobaBeHa
CTOHHOCT upe3 ChKpallaBaHe HA BPEMETO 3a J0CTaBKa/IOPBUKA; peAylUpaHe Ha Pa3XOIuTe
3a CbXpaHEHHE U 3a OCBILECTBSIBAHE HA TPAH3AKIUU U JIp.

AHanM3bT Ha KIMEHTHTE MPH MpUIaraHe Ha MEPCOHANU3UPAH MAapKETHHT CE OChIIe-
CTBSIBA Ha HUBO ,,MHJUBUIyaJIeH KIIMCHT , KOETO M03BOJIABA!

ITepBo. [la ce pa3paboTAT MOIENN HA MPEANOYNTAHUATA, Bh3 OCHOBA HAa KOHUTO Ja ce
HpeIIoKaT UHAUBUIYaTHH OpepTH, KOUTO ChOTBETCTBAT HA NEPCOHAIHHTE M3UCKBAHUS Ha
KJIMCHTHUTE 110 €Talll Ha TEXHU )XU3HCH HUKBJII: 32 IPUBJIUYAHE, 3a 3aIbPIKAHE, 3a Pa3BUTUC
U 3a peakTUBaLys Ha KnueHTHTe. Ch3aBaT ce MPEAIOCTaBKM 3a HAMalsiBaHE Ha IPELIKUTE
npH 00CITY’)KBaHETO U 3a MoJ00psIBaHe PEeHTAOMIHOCTTA Ha JOCTABUHKA.

Bropo. [la ce HampaBu pa3rpaHWYeHHE Ha KIMCHTHTE OT IJI.T. HA TIXHATa PEHTAOMI-
HOCT U JIa c€ MPELEeHH B KOH OT TAX € e(peKTUBHO J1a € HHBECTHPAT CPEICTBA U J1a CE Pa3BH-
BAT NTAPTHHOPCKHUTE OTHOIIECHHS. AHAJIM3BT HA KIUEHTUTE CIIOMara 3a ONTHMHU3UpaHe Ha pa3-
XOJMTE, KaTo Ce 3aJeIT MUHUMAJIHHU CPEACTBA 110 IIOCOKA HA KIMEHTH C HUCKA UKOHOMH-
4yecka 3HaYMMOCT 3@ KOMIIAHUSTa, KAKTO ¥ KbM TE3H, IPU KOUTO NMa MHHUMAaJIEH PUCK Ja ce
IIpeHaco4aT KbM KOHKYPEHTHH (DHPMH.

Tpero. [la ce u3rpamu “ cucrema 3a paHHO IpenynpexaeHue” (¢ nmomomra Ha RFM
aHAJIM3 WIM 4pe3 MpOCieAsBaHe MUIpalUsITa Ha KIHEHTHTE B T.HAp. ,,MpexKa Ha >KM3HEHMS
LMKBI) — 32 WACHTUUIMpPAHE HA KIMEHTHTE, IPU KOUTO MMa PUCK OT “TpeBKIIOYBaHE”
KBbM JIpyr JoctaBuuk. Ha Taszu Gasa ce mpeampueMar KOHKPETHH IEHCTBUS 3a MOJXOSLIO
oepupane (MukpoodepTn, MakpoodepTH, MeKr odepTH, TBBPIH odepTH).
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HOFpeIHHO € Ja C€ CUuTa, Y€ aHAJIU3BT Ha KJIMCHTUTEC YPE3 WHAWBUAYATTHH METPUKH
MMa 32 IeN J]a ONTHMH3Upa CaMo JIeHHOCTTa Ha KOMIIAaHUATA, KOATO IO OCBIIECTBsBA. AHa-
JIM3BT HAa HUBO ,,KIIHEHT* TeHEpHpPa CTOMHOCT U 3a KIMCHTUTE:

- B®b3 ocHOBa Ha pa3IMYHU METPUKU JOCTABYUKBT MOXKE 14 H3BBPIIH IPyNUpaHe Ha
KineHture. ['pynupaHeTo Mo3BoIsiBa a ce ONpeiessT IPUOPUTETH, 1IEJIH, CTPATerHd U KOH-
KPE€THH MEPKHU 3a JOCTUI'aHE N0 KIIMCHTUTE. OT 11.T. Ha CIUH KJIIMCHT, KOHMTO KyIyBa 4€CTO U
B FOJIEMH KOJIMYECTBA, € J0Ope a ObJie OTHECEH B Ipyma ¢ “TOI HPHOPUTETHO™ 00CITy)KBaHE.
ChLIEBPEMEHHO KIIMEHTH, MONAJHAIN B TPYIH C MO-HUCHK NMPHOPHUTET, Ca HACOYBAHHU Ja
YBEJNUYAT CBOMTE YCUIIHS, 3 [1a TTOJ00PSIT MO3UIHATA CH.

- KimenTuTe criecTsBar BpeMe U YCUIIHS 32 Pa3sCHSABAHE HA CBOUTE HYKIU M Hpea-
MOYHMTAHHs Ha OTOPU3HMPAHU CIY)KHTENIH Ha mpojaBada. HempekbcHaTOTO HabIIOJCHHE Ha
KJIHEHTHTE U CHOMpaHETo Ha WH(MOPMAIMA BbB BCAKA TOYKA 338 KOHTAKT, Ch3/aBa MPEIIo-
CTaBKH 3a pa3bHpaHe Ha TEKyLIOTO MOTPEOUTENICKO MOBEAEHHE U 3a pa3paboTBaHe Ha Mpe-
CKa3Balll{ MOJEIH.

B 3aximroueHne MoxXe Ja ce HalpaBH H3BOJ, Y€ CH3JABAHETO W pas3lpeNesITHeTO Ha
CTOHHOCT € (DYHKIIHSI KAKTO Ha IPOJIaBaynTe, Taka U Ha KIMEHTUTE. BBh3MOXKHOCTHUTE 32 Ch3-
JlaBaHe Ha CTOMHOCT Ca MHOTOOPOWHHM, HO IPHIIAraHETO UM HE € YHHUBEPCATHO. AKTHBHOTO
B3aMMOJICHCTBHE MKy MTPOJaBadYy U KIIMEHTH Ch3/IaBa YCIOBHUI 32 B3aHMHO OIO3HABAaHE Ha
HY)K/IUTE W aJalTHpaHe Ha IOBEJCHHETO Ha MAPTHHOPHTE, KOETO HAa CBOH pei TeHepHpa
CTOMHOCT U 3a JBETE CTPAHHU.
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