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BOBE/,

MefyHapogHaTa GU3HMC OKOJIMHA TO CMEHW HA4YMHOT Ha KOj AeHecka ce rnega
Ha BOOEHETO Ha [AefloBHMTe akrmBHOCTW. [nobanmsaumjata M m3bpuwa
HaUMOHa/IHATE TpaHMUM, Taka LITO AEHecka, KOMMaHuWTe ce HaTnpeBapyBaaT Ha
rno6anHnoT nasap. OBuMe 6p3M NPOMEHW BO rnobasiHaTa XMBOTHA cpeamHa Ha
KOMNaHMMTe UM HaMeTHyBa BMCOKM Gaparba M CMOCOGHOCT 3a 6p30 npunarogyBarbe
Ha HOBMTE COCTOjOM CO LUen fda ocTaHaT KOHKYPEeHTHO cunHu. [lokpaj Toa,
eKoHoMCKaTa M hMHaHcKcKaTa MHTerpaumja co3gane CUIHN BPCKM Mefy KomnaHumTe
N rnobanHaTa MakpoekoHOMcKa cpefmHa. 3rofieMeHTa KOHKypeHuuja Ha rnobasiHnoT
nasap gosege [0 notpebata, KomnaHuMTe noBeke ga ce dpokycumpaart KOH O4HOCcUTe

CO K/ITMEHTW.

Ha nasapoT eAMHCTBEH Cyauja 3a KBa/IMTETOT Ha MPOU3BOAUTE U yCiyrute, a
CO CaMOTO Toa W Ha KoMnaHujata e kiveHToT. 3a ga ce 3gobujaT co crvkaTa 3a
KBa/IMTETOT, K/IMEHTUTE O crnopefyBaaT OHa LITO rO O4YeKyBaar, CO OHa LUTO 0
fo6ueaat. lNpuaobreaneTo, PasBOjOT U 3a4pPXyBaweTO Ha KNMeHTUTe, Mopa Aa
6uge npuopuTeT Ha cekoja koMnaHuja. Bo noronemuoT 6poj Ha criyvyanm feHecka,
KBa/IMTETOT Ha OJHOCUTE CO K/IMEHTU nMpeTcTaByBa MpecyfHa KOHKypeHTCKa

npeaHocCT.

KOHTaKTUpajkn CEeKojoHEBHO CO KAMEHTWUTE, KynyBauute, Ao6GaByBaunte U
[IeNOBHNTE NapTHepW, ce rpagat OAHOCW Of BWTa/IHA BaXKHOCT 3a YCMeLlHO

paboTere Ha cekoja koMnaHuja.

YnpaByBakeTO Ha opHocuTe co KiveHTu, (Customer Relationship
management - CRM), e ceondpaTHa KIMEHTCKA OpuveHTupaHa OuUsHNC
cTpaTervja, koja rv nocTasyBa BO CUHEPreTCKM OAHOC TexHonornjaTa,
4yoBEeUYKMTE pecypcu 1 npouecnTe, HacoyeHa fa 06e3bean ceondaTHO pasdbrpare
Ha noTpebuTe Ha KIMEHTWUTeEe, noadplika Ha fJenoBHaTa cTpaTervja Ha
npeTnpujaTneTOo 1 co34aBarke Ha [O0/ITOPOYHM OAHOCK CO KIMEHTUTE, Koja LWTOo

BO KOHKYPEHTHM OAHOCK Ha Ma3apoT Ha npocuTabuieH HauvH v 3a40BOsyBa
noTpebuTe 1 6apaaTa Ha KNeHTUTE.
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YoBeUkMOT NOTEeHUUjauT € Of BUTa/THA BXXHOCT 3a YCMNeLHO yrpaByBatbe Ha
OfHOCUTE CO KIMeHTU. TOj e eANHCTBEH 3a CeKoja KoMnaHvja u He Moxe aa obuge
KonuvpaH. YoBeuykMoT noTeHuujasn, nyfeTo ce TemesioT Ha cTpaTernjara 3a
yrnpaByBak€ Ha OHOCUTE CO KIMEHTWU, BUAejKn mue ce OHMe BO YW LWITO paue e

ycnexoT WM HEeyCnexoT Ha NnaHoBUTE N CTpaTermmTe Ha OpI'aHVI3aLI,VIjaTa.

KNMeHTCKM OpueHTUpaHUTE KOMNaHUM Kou Ke ucnopadaaT CynepuopHM
nepcopmaHcy BO CBOMTE MPOM3BOAUN U YCNYrK, Ce OHWE KoM OTKpPWIe Kako fa ce
OTBOPM NATOT 3a HOBUTE WAEN U CNocoOBHOCTM Ha NyfeTo Ha cuTe

opraHmn3aumckn HMBoa.

Bo cOBpeMeHV na3apHU YCMOBW, KIMEHTUTE W UYOBEYKMOT MOTeHUujan ce
KNy4HW hakTopu 3a 3rosieMeHa nponTabusTHOCT U OCTBapyBake Ha KOHKYpPEHTCKa
NPeAHOCT Ha KomnaHujaTa. BocnocTaByBakheTO Ha yCnelleH WHTerpupaH cUcTeM Ha
ynpaByBar€ Ha OJIHOCK CO K/IMEHTU U MEHALIMEHT Ha YOBEYKM Pecypcu, HEMUHOBHO
pe3ynTypa co ycnellHa Ae/I0BHOCT M BUCOKO MO3MLMOHMPAake Ha KOMMaHujaTa Ha

rno6asHnoT nasap.

Co ornieq Ha 0Co6eHOTO 3Hayewe Ha oBaa npobsiemMartvka BO COBPEMEHUTE
nasapHu yc/noBW, BO OBOj TPyA Ke ce MOCBeTM BHMMaHWe Ha ynpaByBaheTO Ha
OfHOCUTE CO K/MEHTW Of, acnekT Ha YOBEYKMOT MNOoTeHuujasl, MpeKy co3HaHuja Of,
HayyeH acrnekT Kako W eKCMepTCKM CO3HaHWja of, npakTuyHata npuMmeHa kKou ja

coapxaTt oBaa npobnemaruka.
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I. YNMMPABYBAHE HA OAHOCK CO K/IMEHTU

1. lMowum 3a ynpaByBaH-€TO Ha O4HOCUTE CO K/TUEHTU

MHTeH3MBHaTa KOHKypeHumja nomely opraHusauymmte un 6opbara 3a
NojasiHOCTa Ha K/IMEHTUTe, BO [EeHeLHUTEe COBPEMEHWN YCNOBM [OCTUITHYyBa
Hesamucnmem rpaHnum. OuyekyBahaTa Ha K/IMEHTUTE NOCTOjaHO M ApamaTuyHO ce
3rofiemMyBaaT, Npu LWTO ycrneBaaT caMO OHWE OpraHu3auMn Kou Ha afeKBaTeH HaunH
M naeHTudmnkyBaar n pasdbupaar npobiemuTe, Xenoute n noTpedbute Ha KINEHTUTE
N npoHaofaaT W NpakTukyBaaT MNoAo6pM HauMHM 3a HUBHO peluaBarwe. OBa e 0f
ocobeHa BaXKHOCT BO OAHOC Ha rnobanHata KOHKypeHumja Kora KavMeHTuTe umaar
norosfieMa MOXHOCT 3a u360p W 3a70BOjlyBakbe Ha CBOWUTE, BO rofiema Mepa
CYyNnTWIHM noTpebu. KnueHtute craHyBaaT e€feH Of Haj3HayajHUTe pecypcu Ha
COBpPEMEHUTE opraHu3auuM, a ynpaByBaHheTO Ha OOHOCUTE CO HMB, NMOCEOGHO CO
OHVE K/MEHTU KOM MMaaT Hajro/ieMO y4yecTBO BO NPOMTOT Ha opraHusauuvjata,
npeTcTaByBa BWCTUHCKM NPeAM3BUK 3a MEHAMEHTOT Ha opraHusauyumuTe co
cTpaTeLlkn onpenendu 3a ocTBapyBawe Ha BUCOKa NpochutabunHocT n rnobanHa

KOHKYPEHTHOCT.

Ma3apoT Ha 21- OT BEK BO MHOTY Masla Mepa Ha/lMkyBa Ha MuHaTara enoxa
Koja ja kapakTepuaupaa penatvBHO CTabunHM 6a3n Ha KAMEHTU W LBPCTU NasapHu
cermMeHTW. [leHecka KIVEHTUTE MpeTcTaByBaar ABMXeuyka Les 3a opraHusayuute.
WtHata noTtpeba 3a M3Haorake Ha a/iTepHaTUBHM HAaCOK/ 3a MOCTUTHyBarbe Ha
KOHKYpPEeHTCKa MpefHOCT € YC/IOBEHO 0f CTpaHa Ha Anabokute MpoMeHW BO
[ENOBHOTO OMKPYXyBahe, BK/IYy4YyBajKM: KOHTUHYMpaH pacT M pas3HOBUOHOCT Ha
KOHKYpeHUujaTa, passBoj M [A0CTanHOCT Ha HOBUTE TEXHO/I0MMW, eckanauumja Ha
ouyekyBarbata M ocrnocobyBarwe Ha noefuHeLoT, nojaBaTta Ha rnobanHara paboTHa
OKOJIMHA, epo3uja Ha KOHBEHUMOHaIHaTa AuHaMyka BO OBaa e/IeEKTPOHCKM fgocTtarnHa

epa.l

OBVe MPOMEHM MMaaT CWUMHO BWjaHWe BO nNpudakakeTo Ha MOLIUPOKM

OGU3HNC XOPM3OHTU M K/IMEHTCKM OPUEHTUPaHN nepcnekrmeu. OpraHnsauunTe

IPayne, A,, 2009. Handbook of CRM: Achieving Excellence in Customer Management. s.LEIsevier, Oxford,

cTp.5
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cthakaar fieka noBeke He e AOBOJIHO caMO fa ce HyaaT O4/IMYHM NPOU3BOAN Ha
nasapoT, 6uaejkn necHoTnjaTa Ha AynaMpakeTo N UMUTUPaETO Ha NPOU3BOAUTE U
nasapHara 3acuTeHOoCT, 6p30 M oTthpna NPBUYHUTE MHOMKALUMN 3a N06GeAHMYKa
doopmyna.

Kako oaroBop Ha npegussuumnTe of ONKPYXyBaH€TO M COBPEMEHUTE NasapHU
COCTOj6M W TPEeHAoBW, Ce co3gaBaar HOBM MpucTanu, KOHUENTU U  MOAESN.
YnpaByBaw€TO Ha ofgHocuTe co knmeHu (aHr. Customer Relationship Management -
CRM), e coBpeMeH KOHLEeNT Koj Npousnerysa of, MapkeTuHr ogHocute. Bo ocHoBata
Ha KOHLENTOT e CyluTuHaTa Ha [e/I0OBEHNOT npucTan Koj uva 3a uen ga r cosgaje,
passve ¥ nogobpu ofgHOCUTE CO BHMMATE/IHO M306paHuUTe K/IMEeHTU CO LUen ga ce
noaobpu BpedHOCTa 3a KIAMEHTUTE U KopnopaTuBHata NpPoduTabuiHOCT, U Ha TOj

HauMH cneacTBEHO Aa ce 3roieMn BpeaHoCTa 3a akuMoHepuTe.2

YnpaByBat€TO Ha OAHOCWUTE CO KIMEHTW CO 3abp3aHo TEeMMo o 3aB3ema
BPBOT 0Of] KOpropaTtuBHMUTE areHan. FoneMute u ManuTe KOMNaHuy of, pasnyHuTe
CEKTOpW, ynpaByBakeTO HA OJHOCMTE CO KIWEHTW 0 npudpakaaT Kako [/1aBeH
eleMeHT Ha KoprnopaTtvBHaTa cTpaTervja of [ABEe BaXHW MPUYMHU: HOBUTE
TEXHOMOMMM UM OBO3MOXYBaaT Ha KOMMaHuMTe ga v Tapretupaar usbpaHuTe
NasapHN CErMeHTW, MUKPOCEIMEHTU WM MOMPELU3HO VHAUBUAYANIHATE KANEHTU 1
HOBOTO MapKETUHT pasMuc/lyBatbe KOoe [ Mpero3HaBa OrpaHuyyBakata of
TPAAULUMOHA/THUOT MAapKeTUHT U MOTEeHUMWjasioT 0f, K/AMEHTCKM hOKycupaHuTe

cTpaTternm 6asupaHu Ha npouecu.3

YnpaByBat€TO Ha OAHOCUTE CO KMWEHTW, YecTo Cce MoBp3yBa CO
KOPUCTEHLETO Ha MHpopMaTMykata TexHosorvja 3a UMMJeMeHTaumja Ha
cTpaTernMTe 3a MapKeTVHr olocuTe. Ha Toj HauuH, ynpaByBake€TO Ha OHOCUTE CO
KMMEeHTM [0 o06eAuHyBa MOTEHUMjanoT Of HOBUTE TEXHOMOMMW U MapKeTUHT

pasMucnyBatba CO LieN Ja ce ucnopadaaT npouTabuiHu [0/TOPOYHN OHOCM.

[eHelHNOoT KrnyyeH [audbepeHuMjaTop Ha nas3apoT Ha KOHKypeHuujata e
UCKNyuyMTenHaTa yciyra Ha KOH3UCTEHTHa M KapakrepucTuyHa OCHoBa. 3a pas/ivka

o[, NPOM3BOAOT, yCnyrata MHOry TELLKO MOXE Ala ce umutupa, ouaejkm taa 6apa

2Payne, A., 2009. Handbook of CRM: Achieving Excellence in Customer Management. s.LElIsevier, Oxford,CTp.4
3McTo
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BHECYyBatbe W BKIydyBake Ha KIMEHTOT BO npouecute. Of TOj acnekT,
KOHKypeHTCKaTta npedHOCT MOXe fJa Cce CTekHe CO npowupyBake  Ha
OpraHn3auMCcKOTO 3Haewe 3a KIMEHTUTE, HUBHUTE O4yeKyBaha, O[HEecCyBaha U
npedpepeHun. OBa BK/IydyyBa MNPOLEC Ha co3daBarbe Ha MOCTOojaH, HernpeknHaT
ANjanor co KNMEHTUTE U UCKOPUCTYBake Ha MHhopMaLunTe U co3HaHmjaTa CTekHaTu

MPU CEKOj KOHTaKT CO K/IMEHTOT.

YnpasyBaHh-€TO Ha OAHOCUTE CO K/IMEHTU € BO Hacoka Ha 3ajpXyBame Ha
npoomMTabusiHUTEe KINEHTM W CTEeKHyBawe Ha HOBW KIMEHTW, CO COOLBETHO
UHUUMpake W nopobpyBawe Ha OAHOCUTE CO HMB. Pas3BojoT Ha CcTpaTeLuku
Haco4yeHW OAHOCW € OBO3MOXEHO WM NoAApPXaHO MPeKy MOXHOCTUTE LITO MM Hyau
HanpefokoT  Ha  uHdopMarmykata  TexHonormja W TellekoMyHuKauunTe.
MopobpyBakbeTo U pasBOojOT Ha YynpaByBake€TO Ha O[HOCUTE CO  K/IUEHTH,
[AEeHeLWHUTe KoMNaHuMTe MOoXe Aa ro MOoCTUrHaT COo KOpPUCTere Ha ronem 6poj Ha
6a3v Ha nogaroum, TEXHO/I0TMM 3a CKlaupane Ha nHdhopMauun, kako 1 ronem 6poj
CRM KopuCHW4YKM annvkauun. BakBuoT pa3Boj OBO3MOXyBa fa ce cobepar
nogaroun 3a KAMEHTUTe BO rosieM 06eM U noBpaTtHU MHGIOPMAaUUK, Kako U HUBHA
aHa/M3a, uHTepnpeTaumja uU KOHCTPYKTMBHa ynotpeba. MCTo Taka nopactoT Ha
NpeAHOCTUTE NPEe3eHTUpPaHM Of CTpaHa Ha ce NOMOKHMUTE KOMMNjyTepCcKn xapasepu v
copTBEPU KAKO M ENIeKTPOHCKUTE YCNyrn, ce aprymeHTMpa Co HamaslyBaweTo Ha

TPOLLOLMTE 32 OCBOjyBathe Ha K/TMEHTUTE.

Bo 0BOj Aen oA TpyAoT Ke ce NOCBETM BHMMaHME Ha cTpaternckara pamka Ha
ynpaByBateTO CO OJHOCUTE CO K/IMEeHTW, CO uen pga ce o06e36ean nogobpo
pasbupare 1 gedmHMpate Ha ynpaByBake€TO Ha OAHOCUTE CO K/MEHTU Kako
e(peKkTMBHO N ehnkacHO CpeacTBO KOe Ke M OBO3MOXMW Ha LesfiokynHata AenoBHa
cTpaTervja 3arofiemyBakbe Ha [Ee/IOBHUTE pe3yntaTn 3a  akuuoHepute U

cTejkxongepure.
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2. TMoTekno u eBosyLMja Ha yNpaByBateTO Ha O4HOCUTE CO KMUEHTU

CRM e penaTMBHO HOB OM3HUC KOHLENT, HO MPUHUUMNUTE U MpucTanute Kou
cTojaT BO Heroeara nosajuHa, Ce KopucTar of CTpaHa Ha opraHusauumMte LOro
BpeMe npes nojaBata Ha KOHUenToT 4. BCYWHOCT, KOHLENTOT MpeTcTaByBa
06HOBEHa nepcnekTMBaHa ynpaByBakeTO Ha OAHOCUTE CO KIMEHTU 6GasmpaHo Ha
NPUHUUNNTE Of MapkeTuHréasmpaH Ha ogHocute (aHr. marketing relationship), wro
3a pas/vka of NPeTxXoAHO, BO AEHELUHUTe COBPEMEHW YCMOBW OBUE MPUHUMUNAN ce
NpYMeHyBaaT BO KOHTEKCT Ha WCK/TyYUTENHUTE TEXHOJIOWKN WHOBaUUW U nasapHu

TpaHcdopmaumn.5

Bo TekoT Ha 1990 roa. ce pasBMBaaT MapKETUHI KOHLIENTU Kako LUTO € T.H.
,MapKeTVHr MMUKC® CO UuUen pfga Cce WCKOpUCTM nobapyBaykara Ha nas3apor.
CreHorpamor 41" 3a npon3Bog, LeHa, npomouumja n mecto (aHr. 4P - product, price,
promotion, place), ce kopuctn 3a ga M onuillie OCHOBHUTE e/IEMEHTU Ha MapKeTuHr
MMUKCOT, OOHOCHO OHMEe efneMeHTM KoM BO HajroieM fJen gosegysaar [0
3roflemyBakbe Ha noTeHuujaniHata eHeprja Ha OW3HMCOT. Llenta Ha 0BOj
TpaHCakUMCKX npucTan of, cTpaHa Ha MapkKeTUHIOT € fa ce pas3BujaT cTpaTernn kowu
Ke r ontumMusMpaar TpoLouuTe Ha MapKeTUHr MUKCOT, CO WTO 6u ce 3ronemunia

npogaxbaTa.

Bo TekoT Ha nocnegHvWte roAvHU Of, OBaeceTTMOT BeK, HeKou 0of, OBue
OCHOBHW MPUHUMMX Ha MapKETUHroT, 3a4ecTeHO ce AoBeAdyBaaTt BO Mpaiwlarwe. Bo
OBME TOAMHM Na3apoT 3HAYUTEesIHO ce pasfinkKyBa Of na3apoT BO TeKOT Ha 50-tute
rOAVHU Of, MUHATUOT BeK. KnneHTuTe ctaHyBaaTr nocoucTMumMpanun, a Ha nasapot
ce Hygart noseke n300pu M NOrofHOCTU Kako pes3ynTtaTr Ha rnobanusauuvjata, HOBU
M3BOPM Ha KOHKypeHuuja, Kako M nojaBata Ha HOBUTE MeguMymMy U KaHa/im 3a

KOMyHMKaLmja 1 guctpunoyumja.

Beke npymeHyBaHMOT TpaHCaKUUCKM MapKeTUHr (aHr. transactional marketing)

He COOJBEeCTByBa CO OBME COCTOjoM Ha r1obasiHMOT nasap, Co LUTO ce HaMeTHyBa

4Buttle, F., 2009. Customer Relationship Management: Concepts and Technologies. 2nd ed. Amsterdam:
Elsevier nu Payne, A., 2009. Handbook of CRM: Achieving Excellence in Customer Management s.l.:Elsevier,
Oxford, cTp.3

5Payne, A., 2009. Handbook of CRM: Achieving Excellence in Customer Management. s.LEIsevier, Oxford,
cTp.4
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notpe6aTta o MHOBATVMBHU GU3HUC pa3MuC/yBaka W [AejcTByBakwa CO Len Aa ce

O/IFOBOPM Ha Npeau3BULUTE U HOBaTa KOHKYpeHTHa cpeauHa.6

Bo paHute 1990-Tv roguHn, Philip Kotler, npodecop Ha Notrthwestern
University, npegnara HOB nornef Ha opraHuMsauuckute nepcopmMaHcu n ycnex, Koj
ce 6asupa Ha O4HOCK, NPV LUTO TPAHCAaKLMOHMOT MapKeTUHT npucTan - Bp3 OCHOBa
Ha MapKeTUHI MUKCOT - He Ce MeHyBa, HO Ce peno3nuuoHMpa Kako anartka 3a
pasbvpare 1 OAroBOpP Ha CUTE 3HAYajHM yYeCHULM BO KOMMAHUCKOTO ONKPYXyBake.
Kotler ja HarnacyBa BakHOCTa Ha OAHOCWMHMOT MpUCTan KOH CUTE 3auHTepecupaHu
cTpaHn (cTejkxonegepwn).,..KOMNaHMNTEe KOM YCNewHO Cce HaTnpesapyBaaT Ha
JOoMallHUTe U CBETCKMTEe nasapu, mMopa Aa uarpagar nocCuHM BPCKA CO HUBHUTE
CTejKXonaepu, BKIy4yBajkm M KIWEHTUTe, p[obaByBauuTte, AUCTpUbYTepuTe,
BpaboTeHuTe, cuHaukKatute, BNagute N APYrute KPUTUYHM uUrpayv BO HMBHOTO
OMNKpyXXyBare. 3aefHUYKMTE MpakTUKM Kako LWTO Ce ABOojHa 3apaboTyBayka op
fobaByBaunTe MO MOHWUCKM LIEHW, AUKIMpare YCNnoBu Ha fobaByBaunTe, TpeTMaHOoT
Ha BpaboTeHUTe Kako TPOLIOK HamMecTO NpefHOCT, Mopa Aa 3aBpliv. KomnaHuuTe
Mopa fa ce nomecrtar 0f, KPpaTKOPOYHU TPaHCaKUMCKN OPUEHTUPAHN LiesIn KOH uenn
6asnpaHn Ha rpagewe Ha A4oNropoyHn ogHocwn.“7 Ha osa mecto Kotler ja Harnacysa
notpebata oOf WHTerpMpaH npucrtan BO pasbuparbeto Ha ofHocuTe Co

cTejkxongepure.

MapKkeTMHroT 6asupaH Ha ogHocu ce o6uayBa Aa M MPOMEHV OBUE
nepcnekTMBM (acmnekTu), MNpeky YnpaByBate€TO Ha KOHKYPEHTHUTE WHTepecu Ha

KMEHTUTe, BpaboTeHUTe, akLMOHepUTe N oCcTaHaTUTE CTejKXo1Aepu.

BakBata nepcrektmBa ro pegeduHipa KOHUENTOT Ha ,fasap“ kako MpocTop
BO KOj KOHKYPEHTHUTE O[HOCU Cce BWAJ/IMBO CO3A3ZEHN M 3aToa € MOBepojaTHO

edrkacHo aa ce ynpaByBaart.8

BCYLIHOCT, MAapKeTUHIOT JaBa npeaHocT (HO He UCKIyuYuTenHa) Ha

O/IFOBOPHOCTA 3a 3ajKHyBatETO Ha KOMMaHUCKUTE Nepd)opMaHCcy Ha nasapor.

6Payne, A., 2009. Handbook of CRM:Achieving Excellence in Customer §iLEIsevier, Oxford,
cTp.6

7Kotler, P. (1992). It's time for total marketing. Business Week, Advance Executive Brief, cTp.2.

8Payne, A., 2009. Handbook of CRM: Achieving Excellence in Customer Management s.LEIsevier, Oxford,

cTp.8
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MapkeTUHroT 6asvpaH Ha OfHOCMTE HariacyBa [ABE BakHM npallawa: MpB.o,
OfHOCUTE CO KIIMEHTUTE MOXE Aa ce onTuMmn3npaart, ako ce pasbepar n ynpasysaart
OQHOCUTE CO CUTE peneBaHTHU YMHMUTENW (3acerHaTn cTpaHu).9 NoBeKkeTo KoMnaHum
ja ueHaTt KayyHaTa y/iora Koja ja MmaaT HMBHUTE BPabOTEHW BO MCNopakaTa Ha
cynepuopHaTa BPeAHOCT Ha KIMEHTUTE, HO W ApPYruTe 3auHeTepcupaHn CTpaHu
MOXEe Aa MUmaaT UCTO Taka BaHa ynora. BTopo, anaTkute u TEXHUKUTE Kou ce
KOpucTat BO MapKeTUHI Ha NOTPOLLYBauYMTE Kako LUTO CE€ MapPKETUMHI MAaHupame ”
nasapHa cermeHtauvja, MoOXe nogefHakBo edMkacHO pfa ce KopuctaT BO

yrnpaByBak€TO Ha OAHOCUTE CO OCTaHaTUTE 3anHTepecupaHn CTpaHwn.

MojaBaTta Ha CRM kako ynpaByBauku npucran e nocseguua Ha nojasara Ha

ronieM 6poj BaXkHW TPEHAOBM, KON BK/Ty4YyBaar:

- MpomeHaTa BO 6M3HMUC OpueHTauumjaTa of TPaHCAKUMCKA MapKEeTUHI BO

MapKeTUHI 6asupaH Ha oHOCH,

- TpaH3uumjaTa BO CTPYKTypvpareTo Ha opraHusauujata Ha crpaTtellka

OCHOBa, 0f, hyKLMM BO NpoLecw,

- [lpusHaBakeTO Ha nNpegHoOCTUTE Of MNPOAKrMBHOTO  KOPUCTEHE Ha

MHJ)OpMaLumnTe, a He caMo PeakrvBHO,

- 3rofieMeHoOTO  KOpUCTeHE€ Ha TexHofnorMjata BO YynpaByBaweTo U

MakKCMMN3NpPaHeTO Ha BpeaHOCTa Ha I/IHCbOpMaLI,VIVITe

- Tlpudgpakawbeto Ha notpebara of pasmeHa Mefy ucrnopadyaHata U

eKkcTpaxupaHarta (gobueHara) BpegHOCT 04, KNIMEHTOT,
- Pa3Bo0joT Ha ,efeH Ha efeH” (aHr.one - to - one) mapkeTuHr npucrtan.10

TpaauumMoHanHuTe MapKeTUHT Mofenu ce 6as3vpaHyM Ha MepcrneKkTuBM Bp3
OCHOBa Ha pasMeHy (Pa3MEHCKM NepcrekruBu), Kae LITO BpedHOCTa 3a KAWEHTUTe

NPeTX0AHO e npoAdyuMpaHa of cTpaHa Ha doupmata. Toa BK/1yvyBa rnorosiem

9Payne, A., 2009. Handbook of CRM: Achieving Excellence in Customer Management. s.l.:Elsevier, Oxford,
cTp.8
1vcr, cTp.11
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hrHaHCUCKM TPOLWOK K pu3nK.1l PoKycupareTo Ha noefuMHeYHUTe Mnpoaakom
BK/lydyBa OCBOjyBak€ Ha MOTpolyBaunte npeky npogakéa npu cekoja cpepnoda,
noMasiky edumkacHO W e(EeKTMBHO KopucTewe Ha uHBecTuuuuTte.l2 bugejkm
BpakareTo Ha MapKeTUHT TPOLLIOLUMTE He MOXe [a ce npecMeTa, TELKO MOXe fa ce

OLleHV UM Noao6py NPOAYKTMBHOCTA HA MApPKETMHIOT.13

Of acnekT Ha ofHocuTe, cocToj6ata e cocema nouHakea. BpeaHocTa 3a
K/IMEHTOT ce co3faBa of Hero caMmuoTt. Toa e MpoLec LITO ce c/lydyBa 3a Bpeme Ha
O[IHOCOT, [AE/lyMHO BO WHTEpakuuMuTe MOMely KOPUCHUKOT W [AaBaTefnoT Ha
ycnyrata.ll LLTo ce oAHecyBa Ha BpakameTO Ha MapKeTUHI TPOLLOoLMTe, HoBaTa
GU3HUC JTIOTMKA HyAM anTepHaTVBX 3a KOPUCTEHE Ha pecypcuTe Ha ,MHTEeNUreHTeH
HauMH®. YnpaByBaweTO Ha K/IMEHTUTE € Mpouec 3a Koj NpuaoHecyBa Lenata

opraHusauuja.13

KnyyHMOT acnekT Ha MapkeTUHroT 6asupaH Ha ofHoOcuTe, e co3faBarbe Ha
BPEeAHOCT 3a KIMeHTWUTe, CO Len Aa ce 3agpXaTr MUCTUTe, LUTO 3Hauu rpajewe Ha
BPeAHOCT Ha OCHOBa Ha BeKe MoCcToevka MHBEeCTMLUMja BO pas3BOj Ha Mpou3BOAU U
akBM3vUMja Ha KIMEeHTU. Ha TOj HauvH KoMMaHujata reHepupa noTeHUnjasTHO

NOBUCOKN Npuxoan no rnoHUCKU Ll|eHI/I.:|2

OCBEH (hMHAHCUCKUTE BEHNULMN MAPKETUHIOT GasmpaH Ha OgHOCUTE, UCTO
Taka npoayuvpa v 3HauuTesHU HemMaTepujasiHu cpeacTBa. AKLLEHTOT Ha YCiyruTe, o
MOTTUKHYBA YYECTBOTO Ha K/IMEHTOT, CO LUTO CE OBO3MOXYBa [ja Ce Hayuu noBeke 3a
NnoTpebuTe Ha KAMEHTUTE U Toa 3HaeHe fa aHTULMNMpa BO pPas3BojoT M Mcnopakara
HA WaHWTEe npou3BoaM W ycnyrn. OpraHusauumMTe MopaaT fa M 3HaaT cBouTe
KMEHTU (M KOHKypeHuujaTa) 3a ga MoxaT ga ro 3rosiemart 3a70BOJICTBOTO Ha
KIMEHTUTE W Aa o peayuMpaaT HUMBHOTO 3aMMHyBake. 3HAEHETO Tpeba ga ce
KOpUCTM npoakrMBHO, LWITO 3HAYM [eka KOoMMaHuMTe He Tpeba fAa M 4ekaar
peknamauuMuTe 1 MonjakuTe of CTpaHa Ha KNUeHTUTe, TyKy Tpeba akrMBHO aa

HacTojyBaaT HaBpeEMEHO Aa v OTKpujaT 1 Aa AejcTByBaaT BO Hacoka Ha

11Sheth, J. & Parvatiyar, A., 1995. The evolution of relationship marketing. International Business Review,
Volume 4(4), ctp. 397-418.

12Payne, A., 2009. Handbook of CRM: Achieving Excellence in Customer Management. s.LElsevier, Oxford,
cTp.11,136

13Gronroos, C., 2007. Service Management and Marketing: Customer Management in Service Competition. 3rd
ed. s.LJohn Wiley & Sons Ltd..
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OTCTpaHyBate Ha He3a[0BOJICTBOTO Kaj KIMEHTUTe. BaxHo e Aa ce cdati aeka
KNMEeHTUTE YecTo NaTu He NofHecyBaar Xanbu, Tue eqHOCTaBHO CU 3aMUHyBaaT Win
ro NpeHecyBaaT CBOETO paboTere Ha ApYyro mecto.:4

OpraHu3aumjata MoXe fa ja KopuUCTM MojepHaTa TEXHO/OorMja 3a Cnyllarbe U
yuyer-e 0/l CBOUTE K/IMEHTU; Kako U [a npubrpa 1 KoMnaetupa ceT of UHpopmMaLm

KoM aogaBaat BPeAHOCT Ha MHTEPaKUMNTE CO K/TMEHTUTE NPEKY Pa3HN KaHas1W.

3. [JethuHuparbe Ha ynpaByBa€TO Ha OAHOCUTE CO K/MEHTU W

OCHOBHUTE NMONMU

,CRM...He e TexHOnornja. Kako WITO U camuTe Ke MoxeTe ga 3ebenexure,
ToOa He e BO MOTMNOJ/IHOCT BWUCTMHA. VimMam cnywHaTo feKa WCTO Taka
npeTtcraByBa CWUCTEM 3a COOYyBawke CO KIMeHTUTe. Toa BCYLHOCT
npeTcTaByBa cTpartervja wwnu rpyna genosHu npouecu. Metogosnoruja. Ce

o[, Norope HaBeAEeHOTO, WM Nak OHa koe Bu ce gonafa" - Greenbergls

Bo nwutepatypata ce no3HatM OpojHW geuHALMM KU KOHUEenTn 3a
YnpaByBakbeTO Ha ogHocuTe cO KanmeHTun (aHr. Customer Relationship
Management - CRM), noctaBeHn O pas/IM4HM reauwTa 1 acnektu Ha UHTepec of
CTpaHa Ha akaJeMCKu aBTOpW, eKcnepTu (npaktuyapu) M BPBHUTE MPOM3BOAUTENN
Ha CRM cogptBepckn peweHunja. JdehuHnummte noctaBeHNW of CTpaHa Ha
akaZlemckuTe aBTopu, rnaBHO ce 6asupaaT Ha MapkeTUHr 1 MeHaLIMeHT Teopujarta, U
Teopujata 3a uWHJOpMaTUYkMTe cuctemn. JeduHuuMMTEe KOW MOTEeKHyBaarT of
MapKeTVHI M MeHalLMeHT Teopujata [/laBHO Ce ofHecyBaaT Ha npouecute wu
onepauuuTe, AoAEKa Nak OHME KoM MOTekHyBaaT of Teopujata 3a MHGOopPMaTUUKMTe
CMCTEMM, HACOYEHN Ce CO MOrosieM MHTEpPec KOH TexHonorunjata. Bo nutepatypata
He nNOoCTOM eOMHCTBEHa, 3aefHuyka, OnwTo npudarteHa pedvHuumja 3a
yrnpaByBaHeTO Ha OfHOCUTE CO KIMEHTU Bo nmoHaTtaMOLUHMOT TEKCT 04, OBOj TPYA 3a
NMOMMOT YnpaByBawe Ha O4HOCU CO K/IMEHTU Ke ce Kopuctn akpoHnmoT CRM koj e

OnLwITO NpudpaTeH BO NUTepaTyparta 1 npakTukara.

14Payne, A., 2009. Handbook of CRM: Achieving Excellence in Customer Management. s.l.:Elsevier, Oxford,
cTp.14
15Greenberg, P. (2001), CRM at the speed of light: McGraw-Hill, cTp. 45-49.
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OcHOBHUTE NOMMK KOW ce KopucTaT BO KOHTEKCT Ha CRM ce:

- YnpaBsyBawe (aHr. Management) - npouec Ha 006/iMKyBake U OApXyBare Ha
oKo/MHata BO Koja noeguHumte, paboTejkn 3aefHO BO rpynu, edukacHo M
ocTBapyBaart ogbpaHuTe uenn.16

- OpgHoc (aHr. Relationship) -Ha4YMHOT Ha KOj ABe WM noBeke nuua nuin pabotu ce
MoBp3aHn unm cocTojba BO Koja ce noBp3aHun. 1@

- KnueHT, KynyBau (aHr. Customer) - BO nowimpoka cMucria Ha 360poT e cekoe
NMue Koe Kynysa CTOKa C/yyajHO Wan naaHupaHo, CO CTEKHyBare Ha MnpaBo Ha
npeB3eMare Ha CTokaTa Win yc/yrata Kako 1 nnakare Ha ncrata.

- BpepgHocT 3a kimeHTOT (aHr. Customer Value) - easyauvja o cTtpaHa Ha
KIVEHTOT 3a KapaKTepuUCTUKUTE Ha ofpefeH Npov3Bof, LITO TOj AobuBa M WTO
Tpeba ga gage 3a ga ro gobue n kopuctn.19

- JlojanHocT Ha KnMeHTOT (aHr. Customer Loyalty) - NocBeTEHOCT Ha K/INEHTOT
3a KOHTMHyMpaHa copaboTka CO ogpefeHa hupma, fa M KyrnyBa U KOPUCTH
HUBHWTE MPOM3BOAM M YCNYTX U UCTUTE Aa v npenopadvysa.d)

- 3apoBonicTBO Ha KamMeHTOT (aHr. Customer satisfaction) - nocT-kyrnosBHa
eBaslyaumja Ha KBa/IMTETOT Ha npoussogoT/ycnyrata Jo6ueH BO npes KynosHaTa
haza.2l

- 3agpxyBawe Ha kiveHTUTe (aHr. Customer retention) - KOHTUHYUTET Ha
[eNnoBHNUTE 0AHOCK Mefy KMEHTOT U KoMMaHujaTa.2

IBWeihrich H. i Koontz H., (1998): “MenedZment”, 11. l1zdanje: Mate d.o.o, Zagreb, cTp. 4.

170xford Dictionary (1998); Dorling Kindersley Limited and Oxford University Press.

18Adrovi¢, Z. (1991), Masmedijin poslovni rje¢nik: Masmedia, Zagreb.

19Woodruff R. B., (1997): “Customer Value: The next Source for Competitive Advantage”Journal of The Academy
Marketing Science, Vol. 25, No. 2, ctp. 139-154.

20Mcllroy, A., & Barnett, S. (2000). Building Customer Relationships: Do Discount Cards Work?. Managing
Service Quality, 10(6), cTp. 347-355.

21Kotler, P., (1991): Marketing Management: Analysis, Planning, Implementation, and Control, 7thed., Englewood
Cliffs: Prentice Hall, NJ.

2Gerpott,T. J.,, Rams.W., & Schindler, A. (2001). Customer retention, loyalty, and satisfaction in the German
mobile cellular telecommunications market. Telecommunications Policy, 25, 249-269.
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- CRM TexHonorvja (CRM Tehnology) - wuHbopmaTtuyka TexHosormja

pasBueHa 3a Nogo6po ynpasyBakbe Ha OfHOCUTE CO KMEHTU.23

- JXuBOoTeH uMKIyc Ha KAnMeHTOT- nomm Bo CRM wWTO ce Kopuctn pga ja
onvle nporpecvjata Ha YeKopuTe Ha K/IMEHTOT Kora NMOMUHyBa HU3 hasute
Ha pasmMucnyBare, KyrnyBahe, KOPUCTEHE 1 O4PXYyBaHe Ha /10ja/THOCTa KOH

oApeAeH Npov3Bog umn ycnyra.24

Cnopes Anton J., CRM npeTctaByBa ,MHTerpaieH npucran BO
ynpasyBaweTO Ha OA4HOCUTE, MpW LITO yrnpaByBaHkeTO Ha OAHOCUTE ro 3acCHOBa BpP3
,KOHTUHYMpaHO noAobpyBarkbe WM pe-UHXEHEpPUHr* Ha BpefHOCTa 3a KMUEeHTOT
npeky BOCMOCTaByBawe Ha Mogobpu ycnyrm M KOHKYPEHTHO MO3uLMOHMpaHa

noHyga".s

Kurtner n Cripps uctakHyBaart geka ,CRM ce 3acHOBa Ha 4YeTupu NpUHUMNN

6a3npaHn Ha O4HOCK:
1. KnueHTtuTe Tpeba Aa ce ynpaByBaaT Kako BaXHU CpecTBa.

2. MpoguTabunHocTa Ha KAWEHTOT Bapupa; CUTe K/IMEHTU He ce MoAe[HaKBo

NOXXeJTHWN.

3. KnueHTUTe ce pas/ivkyBaaT BO OJIHOC Ha HUBHUTE MNOTPebu, npedepeHum,

OAHOCOT KOH KynyBake€TO U YyBCTBUTEJ/THOCTA Ha LeHarta.

4. Co pasbuparbe Ha HacoyeHocTa M npodomuTabuNIHOCTa Ha  KINEeHTUTe,
KoMnaHuuTe Tpe6a nAa MM npunarodat CBOMTE TMOHYAM BO KOPUCT Ha

3rofieMyBarETO Ha BKynHaTa BPeAHOCT Ha NOPTGIO/IMOTO Ha KIMEHTOT."5

MeryTtoa, Peppers n Rogers Bo 1995 r., TBpAar Ageka nasapoT Ha ngHuHata ke

MWHYBa HM3 MPOMEHN BOAEHWN Of, TEXHO/OLWKA MeTamopdo3a, KojluTo Kurtner u

23Reinartz, W., Krafft, M., and Hoyer, W. D. (2004). The customer relationship management process: Its
measurement and impact on performance Journal of Marketing Research, XLI, ctp. 293-305.
2http://dictionarv.reference.com/browse/customer+relationship+management

ZAnton, J. (1996), Customer Relationship Management: Making HardDecisions with Soft Numbers: Prentice-
Hall, Englewood Cliffs, NJ, ctp.1

26Kutner, S. and Cripps, J. (1997), “Managing the customer portfolio ofhealthcare enterprises”, The Healthcare
Forum Journal ,Vol. 40, No.3,0tp. 52-54.
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Cripps (1997) ro koHUM3MpaaT Kako MapKeTuHr 6asnpaH Ha nogatoum ,data - driven

marketing 1127

Cnopen Hobby, ,CRM e wMeHayepcku npuctan Koj M OBO3MOXYBa Ha
opraHusauujata ga rm uaeHTUdukysa, npuesieye U OOATOPOYHO Aa M 3aLpXu

npoomTabu/iHUTe KIIMEHTU NPEKY yrpaByBawbeTo Ha 04HOCUTE Co HYB."ZR
McDonald Bo gedomHnumjata 3a CRM Bk/yyyBa:

1,KOHTVHyMpaHa WHMUMjaTMBA CO nepdopMaHcy 3a 3rosiemyBare Ha

3HaeHEeToO Ha KOMI'IaHI/IjaTa 3a Hej3I/IHI/ITe KNMEeHTU "

2. KOH3WCTEeHTHa, BWUCOKO KBa/IMTETHA MNOAJAPLUKA 3a MpucTan Ha KIMeHTUTe

NPeKy CUTe KaHa/IM 3a KOMyHuKauuja.

Cnopepn Ryals n Knox,,CRM e HacO4eHOCT KOH OJHOCUTE CO K/IMEHTMH,
peTeHumja 1 co3daBare Ha CcynepuopHa BPeAHOCT 3a K/IMEHTOT MpeKky MeHaLMeHT

Ha npouecute.1D

Cnopepg, Scott, ,CRM e 36up o4 AeN0BHM MNPOLECKM W CEBKYMHM MNOSIUTUKN
AM3ajHMpaHn 3a 0CBOjyBak-€ U 3apXXyBare Ha KIneHTuTe n obesbenyBare yCryru

3a HuB."33

Cnopepg, Parvitiyar n Sheth, ,CRM e ceondpaTHa cTpaTernja u npouec Ha
CTeKHyBatbe, 3ajpXyBate W copaboTka CO CefieKTUpaHu KIMeHTU, Cco Uuen
co3faBare Ha BMCOKA BpefHOCT 3a KoMnaHujata M 3a KIMEeHTOT. Toa BKIydyBa
WUHTerpauuja Ha MapKeTuHr, npojaxoba, YCcnyrm 3a KIMeHTU W yHKuumMTe Ha
CVHLIMPOT Ha HabaBk/ BO opraHu3auujata, 3a fa ce nocturHe nogobpa edpukacHocT

N edpeKTMBHOCT BO McCropakara Ha BpefHOCTa 3a KIneHToT. 112

27Peppers, D. and Rogers, M. (1995), “A new marketing paradigm”, PlanningReview, Vol. 23, No. 2, ctp. 14-18.
28Hobby, J. (1999), “Looking After the One Who Matters,” Accountancy Age, (October 28), ctp. 28-30.
29McDonald, M. (2000), “On the right track”, Marketing Business, April, pp28-31.

ORyals, L. and Knox, S. (2001), “Relationship Marketing through CustomerRelationship Management”, European
Management Journal, Vol. 19, No. 5,crp. 534-542

3l Scott, D. (2001), “Understanding Organizational Evolution: Its impact onmanagement and performance”,
Quorum Books.

FParvatiyar, A. and Sheth, J. (2001), “Customer relationship management:emerging practice, process
and discipline”, Journal of Economic and SocialResearch, Vol. 3. No. 2, ctp. 1-34.
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Cnopeg Cunningham, ,CRM ro npeTctaByBaaTr cute efieMeHTn of GU3HUCOT
noBp3aHM CO (OYHKUMUTE Ha KINEHTOT, 00efuHeTV Ha “UHTENIUTEHTEeH HauuH".
YnpaByBah€TO Ha MNpouecuTe COo KIMEHTWU, MOAAPXaHu CO OGU3HWC npasBunara Ha
paboTeweTo M TexHosornjata, OBO3MOXYyBa Tue [da ocTaHaT 3aefHo.
KomnnekcHocta Ha CRM 3aBucKu of npupogara Ha 6u3HUCOT. MoBEKETO acnekTu of,
OU3HUCOT CO K/IMEHTUTEe Cce JoroBapaalT Ha [JHEBHa OCHOBa, Taka LWTO
06e36efyBar€TO Ha CUCTEMW KOM MOXarT Aa ja nogobpart koja u ga 6uno of osue
oyHKUMM € of, KNyYHO 3Hayeke 3a ycnexoT. Ce noBeke ANPEKTOpUTE N MeHalepute
chakaat geka CRM He e o4roBOPHOCT CaMO Ha MapKeTUHr oAnesioT Win oanenot
3a K/MEHTCKU ycnyrn, Toa € (pyHgameHTasiHa OM3HUC cTpaTervja BoBefeHa BO

pamMKMTe Ha LenaTta opraHusaumja, BKNyvyBajku pasnyHn 4eI0BHU (PyHKUMN.“3B

Cnopes Kincard, ,CRM e CTpTeWKo KOpUCTEHE Ha WHGopmMaunuTe
npouecute, TexHosiorvjara v fiyfeto 3a yrnpaByBahe Ha O4HOCUTE CO K/IMEHTUTE CO

KOMMNaHujaTa 3a BpeMe Ha LIeNNoT XNBOTEH LMKYC Ha KTMEHTOT."34

Cnopep, Injazz n Karen, ,CRM e KOXepeHTeH 1 LienoceH 36up Ha npouecu u
TEXHOMOrMMM 3a yrnpaByBake Ha OAHOCU CO TEKOBHUTE UM MOTEHUUja/IHU KINEHTU
ncopaboTHMLUM Ha KOMMaHujaTa, CO KOPUCTEHE Ha MapKeTUHT, NpPOAaKHUTE

nycnyxtuteogaenu, 6e3 orne Ha kaHasoT 3a KoMyHuKaumja.15

Sin et al. (2005) nmaart cnnyHa gedpuHuumja kako n Parvitiyar n Sheth. Tve ro
fedmHnpaar CRM kako ,ceondhartHa cTpaTernja 1 npoLecu KoM n oBo3mMoXyBaaT Ha
opraHm3aumjata pna MM wnaeHTudukyBa, npugobue, 3a4pkm U Heryea
npoomUTabu/IHUTE KIMEHTW, CO Tpafere W oApXyBare AO/ITOPOYHM O[HOCK CO
HMB."3 Of HMBHA CTpaHa ce cyrepupa, rnaBHata Tema Bo CRM pa 6uge
dookycMpaHa Ha BOCMNOCTaByBak€ Ha WHAMBUAYA/IHW BPCKM MeFy KynyBauyoT W
npogasa4yoT. OBue aBTopu CRM - OT ro npeseHTUpaaT Kako MnoBeKke - acrnekTHa

cTparternja koja ce CocTou of, YeTpy KOMMOHEHTH:

BCunningham, M.J. (2002), Customer Relationship Management: CapstonePublishing.

AKincaid, J. (2003). Customer relationship management: getting it right! : Prentice Hall: Upper Saddle River, New
Jersey, cTp. 41.

Hlnjazz, D. and Karen, P. (2003), “Understanding customer relationshipmanagement (CRM)”: Business Process
Management Journal, Vol. 9, No. 5ctp. 672-689.

3%Sin, Y.M., Tse, C.B. and Yim H.K. (2005), “CRM: conceptualization and scaledevelopment”, European Journal
of Marketing, Vol. 39, No. 11/12, ctp. 1264-1290.
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P OKYC Ha KNTyYHUTE KINEHTH,
CRM opraHusauuja,

YnpaByBahe CO 3HaeneTo (aHr. knowledge manamgement) u

0w NP

CRM 6a3upaH Ha TexHonoruja.

Cnopep, Payne n Frow, ,CRM e cTpaTelks npucTtan Koj ce 3aHMmMaBa CO
co3faBarbe Ha norosieMa BpefHOCT 3a akuuoHepuTe Npeky pas3Boj Ha COOABETHU
OLHOCK CO KIy4yHUTEe U cermeHTupaHu kaveHtn. CRM ro ocno6ogysa noTeHuujasior
o4, CTpaTerMmte Ha MapkeTuHr ogHocute n WT TexHonormute, cO LUen ga ce
cosgagar npotutabunHn, AONTOPOYHU OOHOCW CO KynyBauute U ApYrute KiIyyHu
akTepn.“37/BakB/OT npuctarn, 6apa Kpoc - PYHKUMOHa/IHa MHTerpaumja Ha npoLecy,
nyre, akTMBHOCTM M MapPKETUMHI MOXHOCTW, MNPeKy WHdopmauum, TEXHONOMMU U

annmkaumn.

Cnopeg Lun et al. (2008), ,CRM e chnnosouja, NnonnTnka n KoopanHaTMBHA
cTpatermja co MOCpPeAcTBO Ha 36Mp 04 WHGOpPMaTUUYKM TEXHOMOMMN KoM Cce
hokycMpaHnHa co3fgaBarbe [BOHAcOYHA Bpcka CO  KIMEHTUTe, Taka LWTo

opraHuzaumjaTa ma 3Haere 3a HUBHUTE fINYHK MOTPEe6u, Xenou 1 HaBrKK. 3B

Cnopeg Barua n Udo.CRM moxe ga ce gedomHmpa ,(a) Kako AenioBeH npouec
KOJLUTO Kpeupa W M ofpXyBa OAHOCUTE CO K/IMEHTUTE W OcTaHaTuTe nasapHu
cermeHTn; (6) AenoBHa cTpaTternja KojalwTo WHBECTMpPA BO BPEAHOCHO BWCOKO
oueHeTn knuneHtn; (U) AenoBHa douno3odmja pokycupaHa Ha KveHTute; (4)
[eN0BHa CMOCOGHOCT KOjallTo M MOo3HaBa A0BOJSIHO CBOMTE K/AMEHTU M MOXe da v
aHTUUMNUpPa HUBHUTE UOHW NMOTPe6u U Xenobwu; (e) cuctem 6asvpaH Ha TexHosormja
3a MHTerpMpaHa npogaxota, MapKeTUMHI U YCyru, co uen msrpagba Ha napTHEPCKM

ofHOC nomery dompmarta u KnnenTute."3d

Abdullateef, Mokhtar n Yusoff, CRM ro gedpmHupaar kako ,CNnoCOOGHOCT Ha

opraHusaumjata eqMKacHo [a ro MHTerpupa nepcoHanoT, npouecuTe 1

37/Payne, A. and Frow, P. (2005), “A strategie framework for customerrelationship management”, Journal of
Marketing, Vol. 69, ctp. 167-176

BLun, Z., Jinlin, L, & Yingying, W. (2008). Customer relationship management system framework design of
Beijing Rural Commercial Bank. In proceedings of IEEE International Conference on Service Operations and
Logistics, and Informatics (IEEE/SOLI 2008)

Barua, M.E. & G.J. Udo, (2010). Development And Diffusion Of Customer Relationship Management Across
Disciplines: Fad Or Fashion? Issues In Information Systems, Vol. XI, No. 1, cTp.10-15.
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TexHosiornjata co uen ga ro Mmakcummuauvpa no3nTUBHMUOT OAHOC, Kako CO MOCTOjHUTE,

Taka 1 co NoTeHuujaiHUTe KINEeHTN. 40

Cnopepg Faed, Ashouri 1 Wu, ,CRM e efieH BuA YMETHOCT 3a nocefyBarbe
cooABeTHa u copucTnumpaHa BpCcKa Co KIMEHTUTE U [a ja OApXyBa ucrarta Ha gonr
pOK, @& CO Len AsaTe CTpaHu, U upmaTta n KIneHTtute of, MefycebHMOoT oAHOC fa

n3BrieKkyBaaT HajrosiemMa nonsa.“4l

OedmHnumnte 3a CRM  koum ce nojaByBaaT BO JfiMTepaTyparta 3a
NHpopMaTUUYKNTE CUCTEMW Ce MHOTYy CNu4HM Mefy cebe, Ma of Taa MpuynHa Ke

6uaart npes3eHTMpaHW camMO HEeKOJIKYy pernpes3eHTaTtMBHW Of OBaa nogrpyna Ha
AedpUHNLNN.

Ling u Yen, BO nuTepatypata 3a WHopmatmykute cuctemu, CRM ro

AednHMpaaT Ha CeHNOT HauMH:

- ,CRM e KkoHUenT co koj opraHMsauunjata uma ceondpareH nornen Ha cesovte
KAMEHTN, CO Len Aa ce 3rofiemMmaT BPCKUTE Ha KIMEeHTUTE CO opraHu3auumjara u

npochuTabusiHocTa Ha KIMEHTOT 3a opraHu3aymjara.

- CRM e wuHTerpupaH ctparterucksm npuctan 3a ocTBapyBawe HecpasMepHOo
BWCOK yaen of BpefHOCTa 0f, CerawHuTe W NOTeHUMjasIHN KIMEHTWU, Npeky

eOMKACHO KOPUCTEHE HA COMCTBEHUTE MHAOPMALIMK 33 KITNEHTUTE.

- CRM e ocHOBHa OuM3HMC cTpaTternja 6asvpaHa Ha pfaBakwe Ycnyrm u
MPOM3BOAN HW3 LIESTOKYMHUOT OAHOC CO K/IMEHTU, @ HE CaMO BO paMKWTE Ha

oflpeAeH NPou3BO/ UM eN0BHA enHMLA.

- CRM coapxun 36Mp Ha Mpouecy U OCnocoGeHn cucTemy 3a nofgplika Ha
[lenoBHaTa cTpartersja, co Len ga ce uarpagart Ao/roPoYHN, NPodUTabuIHM

ofHocK co ogpeneHn knveHTn. KnyyHarta yen Ha CRM e nogobpysawe Ha

40Abdullateef, A.O., Mokhtar, S.S. & R.Z. Yusoff, (2010). The impact of CRM Dimensions on Call Center
Performance: International Journal of Computer Science and Network Security, Vol.10, No.12, cTp. 8-14

41Faed, A., Ashouri, A. & C. Wu, (2011). Maximizing Productivity Using CRM Within the Context of M-Commerce,
International Journal of Information Processing and Management. Vol 2, No. 1
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BpeAHOCTa 3a K/IMEHTOT, NPeKy Mnofobpo pasdvparbe Ha MHAMBUAYyaHUTE

notpebu n npedepeHyn. 22
Cnopeg Greenberg:

- ,CRM e ceondhateH 36Mp Ha Mpouecu 1 TEXHONIoMMW 3a ynpasyBawe Ha
OfHOCUTE CO MOTEHUMja/IHUTE U CerawHnTe KIMEeHTU U Ae/IOBHUTE napTHepwu
HU3 LUennoT nasap, npogaxba u ycnyrn, 6e3 pasnvka Ha KaHasioT 3a
komyHukaumja. Llenta Ha CRM e ontuMmusauvja Ha 3a40BOJICTBOTO Ha
KIMEeHTUTe W AeNOoBHUTe napTHepu, NPuUXoaoT WU AenioBHaTa edqIMKacHoCT,
npeky rpaZiere Ha LBPCTU O4HOCK Ha opraHusauucko HMBo. YcnewHuot CRM
6apa XonMMCTUYKM NpucTarn
KOH Cekoj BOCNOCTaBeH OAHOC BO LUenara opraHusauuja, CnopesyBajkun u

npuaoHecyBajkv 3a TOj CTaB.

- CRM e genoBHa cTpartervja 3a cefniekumja u yrnpasyBare CO KIMEeHTUTe, 3a Aa
ce nocTurHe ontumasHa ponropovyHa BpegHocT. CRM 6apa K/MEHTCKU
OopueHTMpaHa genoBHa hunosodmja 1 KynTypa 3a noggpLika Ha npoaakHUTe,
YCAYXHUTE U MapkeTuHr npouecute. CRM annnkaunnte Tpeba aa 0Bo3MoxaT
epeKTMBHO ynpaByBawe Ha OA4HOCUTE CO KIMEeHTW, nof  YC/oB

npeTnpujaTMeTo Ja MMa npaeo NMAepcTBO, cTpaTternja u Kyntypa."43

Cnopeg Xu et al., ,CRM e komnsiekceH npuopg, Koj 6ecrnpekopHo r nHterpvpa
npofaxobara, ycnyrmre n MapkeTuHT TepeHckaTta paboTa u octaHatuTe (OyHKUUN Kon
ce BO Aonup CO KaveHTuTe."44 KopucTejku ro BakBMOT NPUOL Ce Makcumusmnpa
O[HOCOT CO CUTE K/MEHTW, BK/IydyBajku M W Y/IEHOBUTE Ha [UCTPUOYTUBHUTE
KaHan, UHepHUTE KIMeHTN n gobasyBaunTe. OTTyka, ce corneaysa aeka CRM ce
ofHecyBa Ha HayMHOT Ha KOj oOpraHusauyujata M 3ajpxyBa CBOUTe
HajnpoMTabu/IHN KIVEHTM K NpU Toa M HamalyBa TpowouuTe, a BOefHO ja

3rofieMyBa BpeHOCTa Ha UHTepakumjaTa co Uen Aa ro 3rofieMu npoguToT.

42 Ling, R. and Yen, D. (2001), “Customer relationship management: ananalysis framework and implementation
strategies”, Journal of Computet333information Systems, Spring.

43Greenberg, P. (2001), CRM at the speed oflight: McGraw-Hill, cTp. 45-49.

~Xu, Y., Yen, D.C., Lin, B. and Chou, D.C. (2002), “Adopting customerrelationship management technology”,
Industrial Management & DataSystems, Vol. 102, No. 8, cTp. 442-452.
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Cnopeg Hung et al, ,CRM e MeHalepcka cTparternja koja M nomara Ha
opraHusauujata ga rm cobepe, aHanMsvpa v ynpasysa CO MHpopMaummTe NoBp3aHu
CO K/IMEHTOT Mpeky yrnoTpeba Ha WH(opMaTUUKM anatkm U TEXHUKW, CO Len fa
3a40BOMIN NOTpebuTe Ha KIMEHTUTe W [a BOCMOCTaBU [OJITOPOYHU W 3aEMHO

R

KOpWCHM ogHocu.

Mpernegot Ha HasegeHuTe pgedovHnumm 3a CRM M KOHTEKCTOT BO KOj
opraHusaunnTe MM KopucTar, ykaxyBsa Ha Toa geka npu geduHuparneto Ha CRM ce
Kopuctar ronem 6poj Ha npuctanu. Oue npuctanu Payne n Frow v npukaxysaat

BO BUA, Ha [ §)

Ha neBata kpajHOCT of koHTMHUYMOT CRM npeTtcTtaByBa umniemeHTaumja Ha
cneunduyHo TEXHOJIOWKO pelleHvie. [loHaTamy, [ABWXEJKM ce of, neBaTta KOH
JecHata cTpaHa of KOHTMHMymMoT CRM ce npeTctaByBa Kao MMMNJeMaHTauuvja Ha

MHTErpmnpaHn cepmm Ha KNnneHTCKM OpueHTnpaHn TeEXHO/TOLLKN peUJeHmja.

CRM defined CRM defined
narrowly and broadly and
tactically strategically

CRM is aboutthe
implementation of a
specific technology

solution project

CRM is the
implementation of an
integrated series of
customer-oriented
technology solutions

CRM is a holistic
approach to managing
customer relationships

in order to create

shareholder value

Cnnka 1. CRM KOHTUHWYMA

45Hung, S.-Y., Hung, W.-H., Tsai, C.-A., & Jiang, S.-C. (2010). Critical factors of hospital adoption on CRM
system: Organizational and information system perspectives. Decision Support Systems, 48(4), ctp. 592-603.

4® NpeB3emeHo opf: Payne, A., 2009. Handbook of CRM: Achieving Excellence in Customer Management.
s.LElIsevier, Oxford, cTp.18
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3HaueHeTo N BaXXHOCTa Ha gedmHnparweto Ha CRM He e caMO CeMaHTUUKO.
[edrHnpareTo MMa 3HaunTeNnHO B/iMjaHMe Ha Toa kako CRM koHUenToT Ke 6uae
npudateH 1 Kako Ke ce npakTukyeBa BO Lienata opraHmsaumja. CRM He e camo UT
peLleHne Ha npobiemMuTe OKOJly reHepupameTo M NpolunpyBakeTo Ha 6asara Ha
kiveHTn. CRM e MHory noseke of Toa W nogpasbupa arncosyTHa CuHTe3a Of
cTpaTervckara Bu3uja, opraHvM3aLMCcKOTO pas3bupare Ha npupojaTta Ha BpefHocTa
Ha KIWEHTOT, MOBEKe KaHa/lHa OKO/IMHA, MPMMEHa Ha COOABETEH WMHJGIOPMAaLMCKN
MeHaymeHT ©n CRM annukauum, W BUCOK KBa/IMTET Ha ONepaTMBHOCTA,

N3BPLUYBAHETO M CepPBUCOT (ycyrute).

Ha ppyrata kpajHocT of ockata CRM ce pgeuHupa Kako XOSIMCTUYKK
npucTan 3a ynpaeyBawe Ha OAHOCUTE CO KIMEeHTMW, CO Len co3fgaBarke BPeLHOCT
3a aKkuMoHepvTe. YnpaByBae€TO Ha OOHOCUTE CO K/MEHTM € KOMIJIEKCEH U
KOHTMHYMpaH npouec 1 o4roBop M ofpas Ha ANHaMUYHUTE NPOMEHU Ha nasapHara

cpeamnHa.

Op Taa npuunHa Payne v Frow ce 3naraat 3a nosuvuynoHmpawe Ha CRM Bo
LWMPOK CTpaTernckM KOHLEeNnT BO OW/I0 Koja opraHusaumja (gecHara KpajHOCT Ha

KOHTUHUYMOT).

nepaHo op cTpaterucku acnekt, CRM ogroeapa Ha npallaHheTo Kako
opraHusauujata MoXxe fa ja 3ronieMy BpefHOCTa 3a akuMoHepuTe Npeky pasBuBare

Ha CyrnepmopHn ogHOCK CO KITMEHTUTE.

4. BupoosBu Ha CRM

Cnopen Buttle47, noctojat uyetnpu Bugosun Ha CRM: cTparerucku,
ornepaTtuBeH, aHa/IMTUYKN U KonabopaTtnseH. Payne4s, ro knacudguuupa CRM-0T so

TP BNAOBU:. onepaTtnBeH, aHaUTUTUYKN N KOﬂa60paTI/IBeH.

* OnepatuseHnot CRM, e o6s1aCcT co aBTOMaTU3NpaH OCBPT KOH Ae/1I0BHUTE

47 Buttle, F., 2009. Customer Relationship Management: Concepts and Technologies. 2nd ed. Amsterdam:
Elsevier, cTp. 4

48 Payne, A., 2009. Handbook of CRM: Achieving Excellence in Customer Management s.LElsevier, Oxford,
cTp.28
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npouecu WHBOMBUPAJKM (OPOHT OUC KOHTAKIHW MecTa 3a KNuUeHTuTe.
OnepatusHuotr CRM BK/IyyyBa, aBTomMaTu3almja Ha npogaxbara, MapkeTuHr

aBTomatusaumja 1 asTomaTusaumja Ha ycniyrute 3a KnneHTuTe.

e AHanutnuknotr CRM wuHBOMBMpa npubupare, cknaguvpame, opraHusauuja,
aHanu3n, WHTepnpeTauvja W KOpUCTEHE Ha nojartouute KpeupaHu BO
onepaTuBHUOT Aen oA paboTeweTo. MHTerpayunjata Ha aHanutuukute CRM

pelueHuja co onepaTmBHUTe CRM pelleHuja e of nocebHa BaXHOCT.

e Kona6opatuBHnoT CRM MHBO/BMpA KOPUCTEHE HAa KONabopaTuBHW YCIyrn U
MHDpacTpyKTypa 3a fa Cce HanpaBu MHTepakuuja nomMery KomnaHujata u
Hej3MHWUTEe MYNTUMMEKC KaHann. Toa OBO3MOXyBa WHTepakuuja nomery

KIMEHTUTe, KoMNaHujata u Hej3uHNUTe BpaboTeHu.

3aegHo, oBMe Tpu KomnoHeHTM Ha CRM ce noggpxysaar U ce
HagonosHyesaaT efeH co gpyr. YcnewHnotr CRM KoHUenT, LWTO pes3yntupa BO
CYMNepuopHO WCKYCTBO Ha KIMeHTUTe, Gapa WHTerpauuvja Ha Cekoj Oof, OBME Tpu

KOMMNOHEHTN.

Kona6opatnsHnor CRM 0BO3MOXyBa K/IMEHTUTE [a ja KOHTaktupaar
opraHusauujaTa npeky noBeke pas/IyHN KaHa/In U rpajere Ha 3aeHNYKO UCKYCTBO
npeky Tve kaHann. OnepatmBHMoT CRM M onecHyBa KOHTaKTUTE Ha KMNWEHTUTE Co
opraHusauujata 1 nocrnefoBaTesiHO Npeuecupare M UCMOJSIHyBaHkhe Ha HUBHUTE
6apara. AHanutnyknotr CRM 0BO3MOXyBa, Ha ofpefeHu KIMeHTU ga um eupaar
AafeHn BWUCTUHCKW, HaJCOOABETHM MOHYAM, Kako W MNepCcoHasiM3vpaHu MOHyAu W

MapKeTUHT ,e[leH Ha efleH" NpPeKy CynepuropHOTO NO3HABaHke Ha K/TMEHTUTE.

Cnopep, Buttle, ctpaterncknotr CRM e hokycupaH Ha pa3BOjoT Ha KIMEHTCKU
opveHTUpaHa genosBHa kynTtypa. OBaa KynTypa e MocBeTeHa Ha MpuBfekyBahe U
3a4pXyBarke Ha KIMEHTUTe NpPeKy Kpevparwe U HyAehwe Ha BPefHOCT Ha nogobap

HaYMH Of1 KOHKypeHLMjaTa.

KynTypaTa Ha opraHusauujata ce ojpasyBa BO /IMAEPCKOTO OfIHECYBatbe,
[IM3ajHOT Ha (hOpPMasIHUTE CUCTEMM HA OpraHusalmjaTa, Kako MU pacrofioKeHNeTo M
atmocdpeparta LITO Ce KpempaaT BO paMKUTe Ha opraHusalujaTta.
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Bo opraHu3auumTe co KIMEHTCKM OpUEHTUpAaHA KynTypa MOXe [a ce ouekyBa
pecypcute ga 6uaat loumpaHn T.e pesiouypany co Len Aa ce NocTUrHe Hajronema
BPEHOCT 3a KNMEHTUTE, BOBE/lyBae Ha CMCTEM 3a HarpajyBarbe 3a BpaboTeHuTe
Koj Ke BNnMjae Ha 3a/0BO/ICTBOTO Ha BpaboTeHWTe a Co Toa U BO MOAUrateTO Ha
HMBOTO Ha 3a/0BO/ICTBOTO HA K/IMEHTUTE U HMBHATA peTeHuumja, cobuparbe Ha

nogatoun 3a KmeHTnTe n HOBHO KOpuUctewe BO Ae/1I0BHU LESTN N C/ITUYHO.

5. KomepumjasiHm acnektn Ha CRM

CRM ce npakTukyBa BO pas/inyHa nasieta Ha KoMepuujasiH KOHTEKCTU, LUTO
npeTcTaByBaaT pas/IMyHM NPUCTanM U HaYMHW BO yrNpaByBawe€TO Ha O[0HOCUTE CO

KNNEeHTN.

Buttle49, HaBefyBa 4eTMpu KOHTEKCTWU: ©OaHKu, aBTOMOOW/CKa WHAOYCTpuja,

KOMMNaHNn CO BUCOKa TeXHOfIOFl/Ija, Kako " I/IHAyCTpI/Ija 3a rnoTpoLyBayvyka CToka.

BaHkuTe pa6oTaT co rosieM 6poj Ha MHAMBUAYATHW KNUEHTU, OU3NYKMA Nnla.
Ha 6aHknTe um Tpe6a CRM 3a HMBHATa aHa/IMTMYKa CMOCOGHOCT 3a MpUB/EKyBaHe
KNMEHTM M noaobpyBake Ha pesynTaTuTe of BKpcTeHaTa npogax6a. PasznuuHute
TEXHUKA 33 KOPUCTEHETO Ha nojaTtouMTe MoOXe Ja Cce KopuctaT 3a ga ce
NOEHTUUKYBA KOU K/IMEHTM MOXE Aa Ce MpuB/evart, LITO MOXe [a Ce Hanpasu 3a
MOBTOPHO OCBOjyBatb€ Ha OHME K/IMEHTM KOM BeKe ja HanywTyne 6aHkarta, Kou
KNIMEHTW ce MOrofHM 3a BKPCTeHa npodaxba 1 Kako Hajaobpo Aa ce KoMyHuumpa co

HUB BO BPCKa CO Tue MOHyAW, OAHOCHO MPOAAXGN.

Bo pamkute Ha onepatmBHuoT CRM, noBekeTo 6GaHkM M mMmaaT
TpaHceprpaHo YCAyrMTe BO KOHTaKT LLEHTPUTE, KaKO W €NIEKTPOHCKA U UHTEpHET

yCNyru, a ce co Len ga ce Hamanar TpoliouuTe.

ABTOMOGW/ICKaTa MHAYCTpYja NpogaBa npeky AUCTpMBYTepu, OAHOCHO,

49 Buttle, F., 2009. Customer Relationship Management: Concepts and Technologies. 2nd ed. Amsterdam:
Elsevier, cTp.17
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NPOAAKHN MpEexXU. MHOry peTko umaaTr [onup CO KpajHuTe noTpoLuyBayu, T.e.

KynyBayn Ha aBTOMOGUINTE.

Tue ro kopuctatr CRM-0T 3a ga 6ugar crnocobHu ga passujaT nogobpun u

nonponTabusIHN OAHOCK CO HUBHUTE AUCTPUBYTUBHI MPEXN.

KomnaHunTe co BMCOKa TEXHO/IOMMja Npoun3BeayBaaT KOMIMIEKC Ha NPOU3BOAV
KOM reHepasiHO ce npogaBaaT Npeky NapTHEepPCKU opraHu3auun. Ha npumep, maniute
MHOBATMBHM pa3BMBa4y Ha copTBeEp, TPAAMLMOHAIHO Ce MapTHEPCKM MOBP3aHu Co

KOMnaHun kako wTo e MBM 3a ga oBo3moxart Anctpmbyumja n npogaxoa.

MHaycTpujaTa 3a noTpollyBayka CTOka ce 3aHMMaBa Co npojaxba Ha Masio.
o kopuctat CRM - OT 3a pasBoj Ha npodoutabusiH BPCKM CO NpoJaBaynTe Ha
mano. CRM - oT um nomara pga M pasbepar TpowouuTe Ha ycnyrata u

npocputabusiHoCTa Ha KIMEHTOT.

6. HepopasbupaHa BO BpcKa co npupogata Ha CRM

A nokpaj Toa WTO NOCTOM LUMPOK ChekTap Ha aeduHuuuun, ceylite uma
6pojHn Hepopasbuparba 3a Toa WTo € CRM. ButtleS) uctakHyBa geka noctojat

Hajmasiky neT rnaBHn Hepopasdupana Bo norneg Ha CRM. Tue ce cnegHuTte:

1. CRM e mapkeTuHr Ha 6asaTa Ha nogaTounm (“database marketing.
MapkeTUHrOT Ha 6a3ata Ha nogartouy npeTcTaByBa CPETCTBO LUTO MOXe Aa
UM Grae of NOMOLL Ha MapKeTUHI MeHaiepute 3a pas/imyHun 3agaydn, CRM -

OT MMa faJsieKy MNnowmnpok oncer.

1. CRM e wmapkeTuHr npouec. CRM e pgenoBHa cTpaterja u
nmnnemeHtaumjata Ha CRM codpTBepoT 3HauM pfeka nogarouuTte 3a
KNMMeHTUTe ce cnojenysaaT, T.e. Ce JocTarnHu BO CUTE OpraHuM3auncKku

ogaenu. MoaaTouuTe 3a KNMEHTUTE MOXaT a Ce KopucTaT 3a Kpeupake Ha

50 Buttle, F., 2009. Customer Relationship Management: Concepts and Technologies. 2nd ed. Amsterdam:

Elsevier, ctp. 12-14
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HOVBUAYaNN3NPaHy Npou3BOAM WK YCyru, Aa NOMOTHaT 3a perpytupame u
obyka Ha 4Y0OBEYKM pecypcu 3a paboTa CO KJAMEHTU WM 3a pasBoj Ha HOBY
npoussoan. TakBuTe 3ab6/nyau npousnieryBaat of, (PAKTOT [eka NOBEKeTo

CRM copTBEPCKM annmkaumm ce Kopuctart 3a MapKeTUHT akiMBHOCTMU.

CRM e WT npo6nemaTuka. Llenta Ha CRM KOHUENTOT € pasBoj Ha
[OMTOPOYHN OLHOCU CO MPOPUTABUTHUTE KIIMEHTU, KaKo U 3a4pXyBare Ha
OHVE K/IMEeHTU KOW co3faBaaT BpefHOCT. BakBMOT npuctan He e HyXHO
nospsaH co WT uHBecTMUMja, KakO Ha npuvmep, KOHLENTOT MOXe Aa ce
NMPUMEHN BO OJHeCyBaweTO Ha BpabOoTeHWTe BO MpoAasBHUUA, efykauuja Ha
BpabOTEHNTE BO KOHTAKT LIEHTPUTE, KakO U (poKycmparhe Ha cnocobHocTa 3a
emMnaTtujata kaj npogasaumte. T ce kopuCTM 3a [a Ce OBO3MOXMW pas3Boj U
nMnaemMeHTaumja Ha Tue npouecu. BaxHocTa Ha nyreto u npouecuTte He
Tpeba ga ce notueHyBa, 6uaejkn CRM codpTBEpPOT HE MOXE Aa KOMMNeH3upa
3a Tpowouute npeau3BMKaHW Of, 10O MNOCTaBeHUTe Mpouecu Win
HeKBa/IM(PUKyBaHNOT MepcoHaUl. YcnewHata wumnnemeHtauMja Ha CRM,
BK/lydyBa perpytupare Ha 4YOBEYKM pecypcu U UMNIeMeHTUpawe Ha

npoLecuTe LWITO AaBaaT BPeAHOCT Kako 3a K/IMEeHTUTE, Taka 1 3a KoMnaHuvjaTa.

CRM e wmogen 3a nojanHocT. BakBute mogenn u o6e3begyBaar Ha
opraHusauujata uHopMaunm 3a KIMEHTU LUTO MOXe fa Moc/yXaT Kako
peweHnja 3a Oapuepute KOH KineHtute. Cenak, He ce cute CRM

nMmnnemMmeHTaymn nosp3aHn co MoAes I Ha J'IOjaI'IHOCTa.4

CRM mMoOxe pa ce vMnnemMeHTuMpa Of cTpaHa Ha O6uNo Koja KoMnaHuja.
Crpatewknor CRM Moxe ga 6uae vMnIeMeHTMpaH of CTpaHa Ha cekoja
komnaHuja. Cekoja opraHM3aumja Moxe ga buge sogeHa of vaejata ga ounge
KIMEHTCKM HacodeHa. Cekoja KoMMaHuja MoXxe fa  UMnaemMeHTupa
onepatmBeH CRM npeky aBToMaru3auuvja Ha npogaxHara cuia u ogpeneHu
MeHayMeHT npouecu. Cenak, aHanutuykmotr CRM ce 3aHoBa Ha nogartouute
noBp3aHM CO KIMeHTUTe. AKO nogartouuTe ce HepocTanHu WK Co oL

KBa/IMTET, Toraw aHanimtnykmotr CRM He MOXe fa ce cnpoBseje.

28 /176



. CTPATETNNICKA PAMKA HA YMNPABYBABLETO HA OAOHOCUTE CO
KITMEHTI

1. TMpouec Ha pa3Boj Ha CRM cTpaTterujata

Cnopepg, Payne5l, npouecoT Ha pa3Boj Ha cTpartervjata e npBuvOT NPOLEC KOj
Tpeba fa ce 3eme npensun BO cTparterMckara pamka Ha CRM. Ctpartervjata m
fedvHmpa ceBkynHuTe uUenm n napameTpyu 3a CRM akrMBHOCTWTE Ha HMBO Ha
opraHusauumjata. lpouecoT Ha pa3Boj Ha cTpartervjarta BKydyyBa YTBpAyBahwe Ha

[leNloBHAaTa U KNMeHTckaTa cTpaternja v HUBHa CooABeTHa MHTerpauuja.

Bo nutepatyparta nosHatu ce 6pojHM AeuHULUMKM Ha NOMMOT cTpaTtervja, Ho
fAedpmHMUmMjaTa nocTaBeHa Of CTpaHa Ha MeHalLMeHT KoHcyntaHtute Richard
Norman n Rafael Ramirez, Hajgo6po ro ondhakaaT KOHUENTOT Ha cTpaTternjata BO
KOHTeKCT Ha CRM, KOj v UctakHyBa KPUTUYHUTE acrekrn of OAHOCUTE CO KIUEHTHU:
,CTpaternjata € YMETHOCT Ha co3jaBake Ha BpedHOCT. Taa 06e36eayBa
WHTENEeKTyaslHn  paMKW, KOHLUENTyas/IHW MOLENN W  HajBaxXHW Waen Kou UM
0BO3MOXYBaaT Ha MeHallepuTe BO KOMMnaHujata ga rv ngeHTnunkysaaT MoXHoOCTUTE
3a OcTBapyBah-e Ha BPefHOCT 3a KynyBauyuTe W BHeCyBaHhe Ha Taa BPeAHOCT BO
npocutoT. Bo Taa cMuc/ia cTpartervjara e HauvMH Ha KOj KomnaHujara ro geuHupa
CBOeTO paboTewe M B3aeMHO M MNOBp3yBa fABaTa pPecypcu Kou ce HaBUCTMHA
3HayajHW BO [eHellHaTa eKOHOMMja: 3HaeHeTO U OO4HOCUTE WM OpraHu3auunckuTe

KOMMNEeTeHUUN U KNINeHTUTe."

MpouecoT Ha pasBOj Ha cTpaTervjata ce OKycMpa Ha pellaBake Ha

cnegHnTe KNyyHn npatlaska.

- Kage cme 1 WTo cakame a NnocTurHeme BO HalLMoT 613HUC?

- Kou ce KNMeHTUTe Ko M cakame 1 Kako Aa rm cermeHTmpame?

5l Payne, A., 2009. Handbook of CRM: Achieving Excellence in Customer Management. s.LEIsevier, Oxford,
cTp. 39-97

52 Normann, R. and Ramirez, R. (1993). From value chain to value constellation: designing interactive strategy.
Harvard BusinessReview, July-August, pp. 65-77
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Kako oarosop Ha oBuMe [Be Mpallatba BO OBa MNorfasje ke ce o6pasnoxar v

aHasmsmpaar:

- AenoBHaTta (613HUC) cTpaTtervja
- KnueHtckara cTpatervja u

- CRM crTtparterujata.

1.1. [JenoBHa cTpaTermja

MpBKOT Yekop of pa3BojoT Ha CRM cTpaTerwjata ce ogHecyBa Ha yBUA U
nperneg Ha fenosHarta cTpaTernja Ha opraHusauyujata. TemMesiHoTO U AeTaslHO
pasbvpake Ha JenoBHarta crTpartervja e of CyLWTUHCKO 3Hayere 3a CrnpoBefyBaHe
Ha coofBeTHa K/MeHTcKa cTparternja. Ha oBa MecTto noTpebHo e fa ce Harnacu geka
BakBMOT npuctan He 3Haum geka CRM ce ogHecyBa Ha v3paboTka Ha fesioBHaTa
cTpaTtervja, TyKy Ce OfHecCyBa Ha Le/floCHO pa3bvpane Ha JefnioBHarta crparervja co
uen ga ce yTBpAM M passBue COOABETHaA K/IMEHTCKa CTpaTervja Koja ke eBosympa co
TekoT Ha BpemeTo. Mcto Taka CRM He ce ogHecyBa Ha 6apareTo Ha O4roBOPHOCT
3a pesyntatute Of, CnpoBefyBake€TO Ha fesioBHaTa crparernja, Ho Tpeba ga
WHTEpPBEHMpPaA M [a ce ocurypa feka BHMMaHWeTO  Ha BPBHMOTMEHayMEHT BO
opraHusauujata e Haco4YeHO Ha f[esioBHaTa cTpartervja kafge LWTo npu AeTasiHUOoT
npernen Ha ncrara jacHo ce corfieysa fieka e norpeLlHo HacovyeHa Wiv He v 3ema
npegsug NPoOMeHNTE BO KOHKYPEHTCKOTO OMKpyXyBawe. OBa e of npuynHa WTo 3a
cnposesyBakbeTo Ha CRM  akTuBHOCTUTE 04, K/IyyHa BaXHOCT e

ycornacyBarweTO M NoAjplikaTa o/, coojBeTHaTa [le/loBHa cTpaTeruja.

[enoBHata cTpatermja € OArOBOPHOCT Ha BPBHUOT MEHALIMEHT BO
opraHusaumjata, Koja BKIydyBa WAEHTUIUKYBake€ Ha WAHUTE HACOKM Ha
opraHu3aumjaTa, Kako W ynpaByBak€ Ha KpeaTUBHUTE WHTEpakuMM of
PYHKUMOHANHUTE  AUCUMNAMHA  BO  paboTereTo, MapKeTUHr, buHaHCUN U”
ynpaByBak€e CO YoBeukute pecypcu. Ctparernjata npeTctaByBa U NpoLECc U HaunH
Ha pasMucnyeBare KOj AoBeAyBa [0 pas3BOj Ha edeH ceT o4 cTpaterMm kou u

nomMaraart Ha OpFaHVI3aLI,VIjaTa BO OCTBapyBaHk€ Ha CBOUTE KOpnopaTtnuBHU LESIN.

Peuncun cute opraHnzaunm mmMmaat OEeJ/TI0OBHU CTpaTermm Koum MoxXart Aa 6VI,CI|8.T

UMMTIAUUTHA UM eKCnAMUMTHU. He e CnopHO feka Hekou opraHusaumm moxkart Aa
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6uaaT ycnewHu co MMNINLMTHA AeNoBHa cTpaTervja BoAgeHa 0f, [1aBHUOT U3BpLLEH
[AVIPEKTOP M MEHALEPCKM TUM, HO WCTpadkyBakaTta M MCKycTBaTa NokKaxyBaaT Aeka
opraHu3auUuMTe Kou pasBMBaaT eKCn/MUMTHa cTpaTtervja npeky nnaHupaH npucran
Maa MorosieMmn LaHcK 3a JONTOPOYEH ycnex. Peuncn cute opraHMsauuy kov nvaat

BoBegeHOo CRM mnmaa pa3BneHO eKCrimuuTHU cTpaternu.

KoprnopaTuBHMOT ycnex Moxe ga buae pesyntar Ha UMNANUUTHA cTpaTervja
KOja LWTO eBO/lyupasnia BP3 OCHOBA Ha KpeaTuBEH MPeTnpueMHUYKN YBUA, 0f, cTpaHa
Ha opraHusauujata nm nak MOXe  pa onae pesynrtaT Ha
ONopTYHUCTUYKaeeKTMBHOCT. Toa ce eqeKTMBHU WHTYUTUBHM OArOBOPU Ha
KpaTKOPOYHUTE NasapHyW MOXHOCTM, KOM MOXe Aa pes3ynTupaar co MNoYeTeH ycnex,
HO He npoayuupaar AONTOPOYHU pes3yntatu. 3a ocTBapyBarbe Ha [A0/ITOPOYHU
pe3ynTatu opraHusaumjata Tpeba ga ro Hacoum CBOETO BHMMaHWe BO pa3BMBaH-€ Ha
dhopmanHa genoBHa cTpaTernja Koja pesyntupa co OAPX/IMB ycrnex Ha OO/ POK.
OpraHnsaunnTe kou 10 npugpakaar BakBMOT npuctan, Tpeba jacHO pa ja
nedmnHupaar cBojata Bu3uvja 1 ga hopmynmpaaT cBoja Aesi0OBHA cTparternja koja rmv
3emMa npegsu cUTe KapakTepuUCTUKM Ha KOHKypeHuumjaTa BO pamKute Ha obnacta BO

Koja AejcTByBa.

[enoBHata cTpartervja e npouec Koj BOAM KOH pa3Boj Ha edhmkacHa
cTpaTtervja wnn 36up of cTpaterMnm Kou M nomaraatr Ha opraHusauumjata ga v
MoCTUrHe cBouTe KopropaTtvBHu uenu. OBOj npouec nogpasbupa npes3emMane Ha
aKTUBHOCTW 3a [leTa/lHa aHaIn3a Ha eKCTepHOTO OMKPY)XyBaweHa opraHusauuvjata u
WHTEpHa aHa/3a Ha HaZ/1eXHOCTUTe Ha opraHusaumjata. EkctepHaTa aHanmsa
pasrfiefyBa npawarara BO BpCcka CO MOSIUTUYKMOT, COLMja/THUOT M TEXHOJIOLLKNOT
KOHTEKCT, Kako M ceondartHo U TeMesIHO UCTpaxyBare Ha nas3apoT, KIUEHTUTE U
KOHKypeHupjaTa. ViHTepHata aHasiM3a ce COCTOM 0of, Npersief Ha LWMPOKUOT crnekTap
04, (hakTopy KoM MOXarT Aa B/ivjaaT Ha KpajHUOT yCrex Win Heycnex Ha KoMmnaHujara.
AyTnyToT (CornepysaweTo, nogartouute, U3Nes3HuTe nogatoun) of OBME aHasn3u
Tpeba pa o06e30eaM TemesniHa nMpoUEeHKa Ha LUeslokynHata aTpakrmBHOCT U

KOHKypeHTCKaTa nosuumja Ha KoMnaHujata Bo KOHKPETHUOT BU3HUC CEKrop.
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OcHoBHaTa UeNn Ha oOBaa aHa/M3a e fa ce mageHTudmkysaaT TPeHOOBUTE,
(oakropuTe u ycrioBuTE KOM MMaaT MoTeHUWjasIHO BAWjaHMe Ha thopmynupareTo u

CnpoBeAyBak-€TO Ha [e/l0BHAaTa cTpaTervja.

EpeH of HajpaHUTE acnekTu Ha OBaa aHanmsa e umaeHTudumkauumjata Ha
KAy4yHUTE (pakTopy 3a ycrnex BO 6M3HUCOT. AKO K/TyYHUTE (pakTopy He ce NpeumnsHo
NoeHTUPUKyBaHn, rosiemMa e BepojaTHOCTa 3a kKaTacTpohasiHu mmnavkauum Bp3
6M3HUCOT, BMAejKN BO TOj Clyyaj Ke pesynTupa CcO yCBOEHa HecooBeTHa AefloBHAa
cTpaTternja.53 Kako pesynrtaTr Ha Toa uaeHTMdmKaumjata Ha KayyHuTe dpaktopu 3a
ycrnex Tpeb6a pga 6uae npouec Cco BUCOK MNPUOPUTET MPU  KOPUCTEHETO Ha
aHaNIMTUYKUTE paMKU CNoMHaTVW NPeTxoAHo. McTo Taka Tpeba ga ce uma npeasug,
[leKka oBMe KNy4yHU hakTopu ce MeHyBaaT CO TEKOT Ha BPeMeTo, a noTpebaTa of

HMBHO cnegewbe n peBVI3l/Ija € HeOoNnxoaHocCT.

dokycMpareTo Ha AefioBHaTa cTpaTtervja, Bo paMkMTe Ha cTpartervjata 3a
pasBoj Ha npouecute Bo CRM, e co uen ga oApeay Kako opraHusauuckaTa
KMEeHTCKa cTpaTternja Tpeba Ja ce pasBuBa WM NPOLUMPY U €BOJTyMpPa BO MAHUHA.
Mpeky peBu3Mja Ha CNpoOBeAyBatETO Ha Ae/ioBHATa cTpaTervja komnaHujata mm
cor/fieyBa HacoKuUTE Ha CNpoBeAyBake U Ce CTeKHyBa CO CO3HaHWja 3a HacokaTa BO

Koja ce ABMXM opraHu3aunjata CnpoBenyBajku ja n3BegeHara KIMeHTCcka cTparervja

YcBoeHaTa AenoBHata cTpartervja Tpeba a ce pasBrBa BO KOHKPETHU akuym
kou Ke [goBefaT [0 OCTBapyBare Ha OpraHu3auuckute Uenu, BO CNpPOTMBHO

B/TIOXEHWNOT TpyA U cpeactea BO paSBOjOT Ha UCtata ce 6eCKOpl/ICHO NOoTPOLUEHWN.

YcnewHara fenoBHa cTparternja e oHaa Co Koja KoMnaHujata ce pas/ivkyBa
0f, CBOUTE KOHKYpPEHTW BO MO3MTUBHA CMMUCNA M KOPUCTU CBOWUTE MNPeAHOCTU U
cneunuyHn  HagnexHocTM 3a ga M 3a40BO/M NOTPpebuTe Ha KIMEHTUTE Ha
nogobap HauMH of, KOHKypeHTuTe. OpraHusauumnTe MoXe ga ce HacodaTr KoH 6uio
Koja MPeTXO4HO HasefeHa cTpaTervja, HO JefnoBHarta cTpaTervja 6asmpaHa Ha
6/1MCKOCTa CO K/IMEHTUTE € HajcooABEeTHa Ha OCHOBHWUTE MpUHUMNU 1 chmnnosodmnja
Ha CRM.

53Payne, A., 2009. Handbook of CRM: Achieving Excellence in Customer Management. s.LElIsevier,
Oxford, ctp. 39-97
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1.1.1. BusHuceunilunja

MpouecoT Ha hopmMynupake Ha fesloBHaTa cTparternja Tpeba ga 3anoyvHe co
nperneg wnn apTukynauuja Ha Bu3snjata Ha opraHu3daumjata. busHuc Busnjata Tpeba
eKCnIMUMTHO Aa M ofpasyBa OCHOBHUTE BepyBarba, BPESHOCTM W CTPEMEXU Ha
opraHusauujata. busHuc BuM3MjaTa Tpeba fa e TpajHa u3jaBa 3a Uenta LWTo ja
pasnukyBa opraHusauujata of, CBOUTE KOHKYpPeHTW U Tpeba fa CNyXu Kako BaKHO
CPeAcTBO 3a KoopAuHauuvja Ha akTMBHOCTUTE BO oOpraHu3aumjata. M3sjaBute 3a

BM3Mja Ha opraHM3aunnTe He Tpeba aa ugaT Ao/ U TpaBUjasTHN.

Busmnjata Ha opraHusaumjata Tpeba Aa v ogpasysa 3aeHUUKATE BPEAHOCHM
CUCTEMM KOM Ce OfipXyBaaT BO pamkuTe Ha opraHusauujata. Co Hea ce 06e36eayBa
paMka BO KOja pasHOBMAHMOT MepcoHasl Ha opraHusauuvjata Ke MOXe 3aefHO Ha
KOOpAMHMpaH HauvMH Aa paboTM BO HAcOKa Ha MOCTUIHYBaH€ Ha OnwTuTe LEenn U

pa3Boj Ha genoBHarta douiosodumja Ha opraHM3aumjara.

Bu3HnC BM3MjaTa UM OpraHu3aluckMTe BpedHOCTM TOBp3aHM CO Hea
thopMupaatr BaxeH efNieMeHT Ha [AenoBHaTa cTpaTteryja Ha opraHusauujara.
EfHOCTaBHO KaxaHo, 6e3 jacHa, KOHLM3HA M 106p0 NpeHeceHa Bu3nja, MHOTY Masiky
e BepojaTHO opraHu3auvjata ga 6uae ycnewHa BO NOCTUTHYBakhe€TO Ha CBOUTE

Lenw.

[eHecka opraHusauuuTe cdpakaaT feka pas3BOjoT Ha Bu3MjaTa M 36MPOT 0f
BpeAHOCTUTE MOBP3aHN CO Hea MOXeOM e Tellka aKTMBHOCT HO MHOry 3HavajHa u
BpeaHa. BoobuyaeHO OW3HMC BU3MjaTa Ce pasBuBa Kako e 04, OMNCeXHUoT
KOHCYNTaTMBEH MpoLeC Ha opraHusaumjaTa, Koja BKAydyBa WHMNYTU Of, PasInNyHu

(pyHKUMOHAHN 061acTV 1 HMBOA Ha yrpaByBatbe.

KoHKkypeHTCkaTa NpefHOCT TELWKO ce co3gasa W ofpxysa. Cnepejky ro
TPEHAOT Ha NOCTojaH MopacT Ha ycnyXHaTta uHAycTpuja, MHOry man 6poj Ha 6usHuC
KOW Cce npoM3BOAHO OpPWMEHTMPaHW YycrneBaaT fa oncraHat, ouaejkM HUBHUTE
npoussBoaM MOXe Jda ce wmogudpumumMpaar U MMUMTMpaar Ha nasapoT Ha
KOHKypeHuujaTa.

33/176



BU3HMCMTE KOM Ce MOLLIHE YCMeLWHN nMaaTt TeHAeHUmja aa noceaysaat CuHa
KynTypa M ce HaTnpeBapyBaaT KOPWUCTEKUM M BPeAHOCTUTE Ha CBOjOT YOBEYKM

noTeHUMjaa 1 NPOLECHNTE BELUTUHM.

CwnHa v cooBeTHa BU3Mja 1M OpraHn3auncki BPeLHOCTU KoM ce NOoBpP3aHn Cco
Hea, 0BO3MOXYBaaT opraHu3aumjata ga pasBue KapakTepucTuyHa Kyntypa u ¢ookyc
Ha cBouTe BpaboTeHW. BakBMOT HauuH Ha AejcTByBarbe MMMIMuMpa ,doBedka
npeaHoOCT" Koja LUTO € MHOrY TEeLWKO, AYPU U HEBO3MOXHO Aa ce ummutmpa 1 Konupa.
Dvidson BO CBOETO WCTpaxyBawe 3ak/ydvyBa [eka cuiHata Bu3mja U BpPegHOCTH,
co3gaBaT pas3nNnkuM K rpagat moTuBaumja, fosepba M POKYCUMPAHOCT Ha KIMEHTUTE
mefy BpaboTeHuTe.54

Bo 0BOj KoHTekcT Davidson uaeHTUdoMKyBasi cegyM Hajaobpu npakTvku 3a

N3roTByBak€ Ha Bu3ujaTa u opraHusaymckite spegHoctu (values work).

CenymTe Hajaobpu npakcu 3a nsrpagba Ha 6usHuC BU3nja U BpegHoOCTU

1. 'pagewe Ha ocHoBaTa: Pasbuparbe Ha noTpebuTe Ha KNYyYHUTE YMHUTESU
(cTejkxongepun) 1 HUBHOTO NOBP3yBaHe CO BM3MjaTa 1 BpegHOCTUTE.

2. CunnHa Bu3uja: Busunjata Tpeba ga buge HeszabopasBHa, jacHa, MOTUBMpPAYKa,
ambuLmMo3Ha, KIMEHTCKM PoKycupaHa 1 npesefieHa BO Mep/IMBU CTpaTernu.

3. CunHn BpepHoCTU: BpeaHoCTM 3a noggplika Ha BusMjata, GasvpaHu Ha
KNy4yHUTE pakTopu 3a yCrnex U BHECEHW BO MEP/IMBU NPAaKTUKK.

4. KomyHuKaumja: KOH3UCTEHTHa nopaka npeky akuuja, curHaam n 360posu.

5. BrpagyBare: Perpytupawe, 00yka, NPOLEHKa, Harpagu, npomMouuja u
nocnefoBaTesIHOCT Ha cuTe pediekTMpayky BpegHOCTU.

6. bpeHgupare: bpeHguparweTo Ha opraHusauujata Tpeba ga rm uspasysa
BM3MjaTa 1 BpegHOCTUTE.

7. Mepewa: PuroposHn Mepewa Ha CTeneHoT Ha edMKacHOCT  of

CNpoBelyBakETO Ha BuU3MnjaTa 1 BpeaHOCTUTE.

5Davidson H. (2002). TheCommitted Enterprise. Oxford:Butterworth-Heinemann
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cKyCTBOTO MokaxkyBa [ieka Bu3njata v BpeLHOCTUTe yecTonaTtu ce pasBuveHu
Ha norpelleH HayvH. Iamucnysake CnoraHn Kako LUTO ce: ,KIMEeHTOT e Kpan®, ,ce
dhokycupame Ha KIMEHTUTE" M CN. Ce TOKMY MOrPeLHMOT HauuH 3a pasBrBake Ha
BM3Mja 1 BPe4HOCTH.

3ajacHa n cunHa BM3nja, HajnpBo Tpeba Aa ce cornegaat v naeHTUdMKyBaar
NAHUTE KNYyYHW (pakTopyn 3a ycnex Ha nasapoT Ha KOj AejcTByBa KOMMaHujara, a
notoa fa ce u3rpagaT BpegHOCTU 3a MOCTUTHyBake Ha KnyyHuTe paktopu 3a yCrex.
Ha TOj HauuH, ako ce co3gafjar BpPeAHOCTM KoM Ce MPUMEH/IMBUM MO3UTUBHO
pechnektpaar Ha OGU3HMCOT, TMe Ke ja wu3rpagar KOHKypeHTHaTta npegHocT. Bo

CNPOTMBHO THNe Ce npesieBaHTHN.

Pa3B0joT Ha cu/iHa 1 UBpCTa BM3uja, nNpeTcTaByBa MpBa M 3HavyajHa (pasa BO

BOCMOCTaBYBaHkETO Ha ycnellHa [eNl0BHa cTpaTeruja.

1.2. KnwueHTCKa cTparteruja

[pyrata cTpaHa opf cTpaTeruMckoto paseHcTBO of CRM crtpaternjata e
[OHecyBaweTO Ha Of/lyKa BO BpCKa CO OnpefenyBaweTo Ha LesiHuUTe rpynu Ha
KIMEeHTU. 3Ha4YereTO [a Ce MmajacHa npeTcTasa 3a NocakyBaHUTE LesiHu rpynu,
npounsnerysa of pakToT LITO CeKkoja quAe CBOM ciab
npegHocTW. Bo ycrioBM Ha 3rosiemMyBakbe Ha KOHKypeHuujata, camo Man 6poj Ha
opraHusauMy MoXaT YCrelwHo Aa M M3BpLuyBaaT ,cuTe paboTu 3a cuTe KINEHTU".
Cnopen Toa yTBpAyBakeTO Ha creuuduyHata KIMEHTCKa cTpartervja U
HacoyyBaH-€TO Ha CUTe Hanopu 3a oApXKyBaHe W pa3Boj Ha ucrara, € eAUHCTBEHNOT
HauuH 3a OApXXyBah€e N BUCTUHCKA Hamnpenok Ha opraHusauujata. YcorsacyBaHheTto
N HTerpaunjata Ha AenoBHarta u KIneHTckaTta ctpaTternja € co BUCOK NpuopuTeT 3a

Cekoja opraHusauuja.

KnueHTckaTa cTpartervja BKydyBa WCMWUTYBakbe€ U OLEHA Ha MOCTOEYKUTE U
NoTEeHUUjaNIHN KNUEHTN U UAEHTU(NKYBaHhE HA COOABETHN (POPMU Ha cermeHTauuja,
aHa/iM3a Ha KapaKTepUCTUKUTE Ha KWEHTUTE U KMEHTCKUTEe CerMeHTW. BakeuoT

npouec nma noTpeba of aHanmsa Ha ronem 6poj Ha NoAaTouy 3a KIMEeHTUTe Kojab

55Payne, A., 2009. Handbook of CRM: AchievingExcellence in Customer Management. s.LEIsevier, Oxford, crp.
39-97
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nMma 3HadynTesTHn MMninkauin Bo 0OgHOC Ha I'IpVI6VIp8.H:€TO 7 opraHmsau,mjaTa Ha Thne

noJatoum BO COOABETHU cknaamwiTa (6asw) 3a nogaTouw.

Kako gen opg oBoOj npouec opraHusauumjata Tpeba ga ro 3eme npeasug,
COOABETHOTO HMBO Ha nojenta Ha OMCeXHW CEerMeHTM WM MOACErMEHTN Ha
kneHTn. OBa nogpas3bupa ofnyka 3a COOABETEeH npuctan BO CerMeHTauumjata:

Makpo, MUKPO, efleH Ha efieH npucTan v ch.

KnueHTckata cTpatermja rm BKIydYyBa akTMBHOCTUTE BO BpcKa CO
NOEHTUPMKYBaHETO N O4peAyBaHeTo Ha DOKYC rpynuTe Ha KIMEeHTU BP3 OCHOBA Ha
yTBpAEHUTE uenn BO AesfioBHATa cTpaTternja Ha opraHusauuvjata Kako ogpegHuua.
KnueHTckaTta ctpartervja ro gedpuHmpa LUesiHMoT nasap M KOMMNaHUCKMOT HacTan Ha
nctnoT. Bo nasapHata cpeguHa, opraHusauujata npenosHaBa ronem 06poj Ha
K/IMEHTCKM TPynu 1 Cekoja of oBue rpynu Tpeba noeguHevyHo fa ce pasrnega. bes
pasnvka ganu rpynata ondaka guctpubytepu, KOPUCHULUM Ha MPOU3BOAM W YCIYTU
WA KpajHU NOoTpoLlyBayn, 3a edukacHa KnueHTCKa cTpaTervja HeonxogHo e

CErMeHTVpare Ha Cekoja rpyna Ha COO[BETEH HAuMH.

MpouecoT Ha CerMeHTauuvja Ha nas3apoT BK/IydyBa UWCTpaXyBake Ha
anTepHaTUBHM OCHOBM 3a CErMeHTMpake Ha nas3apoT W onpedenyBake Ha
COOABETHO HMBO Ha CerMeHTauuja: Makpo, MUKPO, €fleH Ha edeH u  Chn.
onpeaenyBateTO HAa CErMEHTUTE 0f 6asnTe Ha KIMEeHTW U COO[BETHOTO HMBO Ha
NnoeauHeYHTe CErMEeHTM BK/yyyBa BWCOK CTEMEH Ha KpeaTMBHOCT. KomnaHuute
Tpe6a MnocTojaHo Aa pasMuciyBaaT M Aa M3HaofaaT anTepHATVBHU HAuMHM 3a
CErMeHTpare Ha nas3apoT M Aa M3HaofaaT HauvMHM CO KoM MoXaT ga cosjagat
AvndpepeHumjanHa NpPeaHoCT Hafd, CBOWTE KOHKypeHTW. OTKako Ke ce cermeHtupaar
Ha COOABETHU HMBOA Ha CermeHTauuja Ha LenHuTe rpynu, opraHusauujata tpeéa aa

ce hoKycupa Ha OfJHOCUTE CO K/TMEHTUTE.

KnueHTckaTa cTpaTtervja He ja Kpenpa camo nonmTtukara 3a LenHuTe rpynn Ha
K/TMEHTU, TYKY U CO KpenpareTo Ha Npou3BOAM M YCNYIN 3a HWB, NaKO MPBEHCTBEHO

TOa e 0bnacT Ha NHTEepeC Ha NOJ/INTUKaTa 3a Npon3soan N MapkeTUHr niaHnpase.

MpousBoauTe 1 yCnyrute 3a LesiHUTe rpynn Moxe Aa 6uaat pasBueHu uam
BHECEHM BO MOCTOEUKUTE MPOM3BOAN W YCMYTM WM MakK ce Kpeupaat MnoceGHM
npoussoan u ycnyrin. Kora oBue onuum Ke ce BHecaT BO MaTpuua CO CerawiHu u
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HOBM NpPon3BOAM Ha eagHata OCKa W cerallHMoT U HOBWOT Nnasap Win KIUEHTCKUTE
CerMeHTn Ha pgpyrara OCkKa, ce ,u,o6|/|BaaT cnegHnTe 4etupn LWNpPoKU Oorununm Ha

npounssoau/nasap, (MprkaxaHn Ha crvka2)s

®OoKyC Ha NOCTOEeYKNTE NPOU3BOAMN N YCNYTM HA NOCTOEYKMOT nasap,

Pa3Boj Ha HOBWM NPOW3BOAM U YC/YTY 3a NOCTOEYUKUTE Masapwu,

Pa3BOj Ha HOBU Ma3apn Win CeErMeHTU Ha KOPUCHULUKN 3a MNOCTOEYKUTE

npoussoaulycnyru,

AvBep3ndrkalmja BO HOBY NPOU3BOAN W YCYrM Ha HOBM Nasapu Wau

CErMEHTN Ha KOPUCHULIN.

PRODUCTS

Present New
Market penetration Product development
1. increasing number of users 1- Product improvement
(a) attracting competitors* users 2. Product quality extensions
(b) Conver‘tlng non-users Into users 3. Product line extension
2. increasing purchasing frequency 4. New product development
3. increasing average quantify
purchased per transaction
4. Increasing lifetime value
LI (customer retention)
g‘ Market development Diversification
t. increasing number of users 1. Concentric
in new market segments in 2. Conglomerate

present geographic market
2. increasing number of users in
new market segments
(&) Regional
(b) National
(c) international expansion

N—.

Cnuka 2. Mpernes Ha onuyn 3a CerMeHTHpare Ha npoussoa/ycnyra v nasap/keHt

66Payne, A., 2009. Handbook of CRM: Achieving Excellence in Customer Management. s.LElsevier, Oxford,

ctp.7
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1.2.1. Koj e KIMeHTOoT?

3a opraHuszauumMTe Kou BpLUAT AMPEKTHa npofaxba [0 KpajHUTE KINEHTH,
OAroBOPOT Ha npawarweto "Koj e KIMeHTOoT?" u3rnega epHoctaBeH. Kako n ga e,

MHOIY OpraHu3auun Bo oApefeHn CEerMeHTU Of, HUBHUTE GU3HUCK, BO HajMasl CTeneH

MM npogasaaT CBOMTE MPOM3BOAM U YC/YrV MPeKy Hekoja hopmMaHa MocpeaHULLITBO.
Bo BakoB Cfy4aj, OAroBOPOT Ha OBa Mpallake CTaHyBa MNokomnauuupaH. 360poT

"KnueHT" MoXe ga ondaka Tpu LWWPOKA TPYNnu: OUPEKHU KIUEeHTWU, NOoCpeaHuum U

(bI/IHafIHI/I KNMMEHTHN, KakKO LUTO € NPUuKabKaHO Ha C/nKaTta nogosny.

Cnvka 3. YTBpayBame Ha ,KNMeHToT 5/

3a nogobpa mnnycrtpauuja Ha oBue rpynu, Moxe Aa ro pasrnegame cryyajot
CO MPOU3BOAMTENOT Ha MUKpoOpaHoBM nedkn. OBOj Npov3BOAMTEN MNpoLaBa Ha
oApefeH 6poj oBflacTeHu AUCTPUMOYTepu WA ronieMonpogasayun, TMe rnoHaramy
npojasaaT NPoU3BOANTE Ha MasIONPOAAXKHUTE ayT/IeT!, KOU Ha KpajoT ri npogasaar
MUKpPOGpaHOBUTE NEeYKN 00 VHANBUAYAHUTE KINEHTW.

Bo 0BOj npuMep, AUCTpUBYTEPOT € AMPEKTHMOT KynyBay, MasionpoaaBayor,

57 Payne, A., 2009. Handbook of CRM: Achieving Excellence in Customer Management. s.LEIsevier, Oxford,

cTp.63
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nocpeaHnKoT W uWHAMBMAyaTa Koja ro KynyBa ypefoT O ManonpogasayoT U
uHaNHUTE KIMEHTU. MeHepasiHO, MOXeMe Aa ro npumeHume 360poT "KnueHT" Kaj
cuTe oBue rpynu, Bo Hekou uHAYCTpUKM, MOXEe Aa MOCTOojaT HEKOJIKY MocpeaHuLN,

npn WTO ce co3gaBaaT AONO/THUTE/THN YEKOPW BO paMKUTE Ha CUHLIMPOT Ha KaHauln.

OpraHuszaumnte Kou paboTtar Ha BakOB NMocpefHUYKM nasap, Mopa CepuosHO
Aa ro 3emat BO npeasug npawareto "Koj e kimeHToT?". Cekako, 04roBopoT € Aeka
cuTe TWe ce KIMEHTM U opraHusauujata Tpeb6a pa ro 6GanaHcupa BpeEMETO,

cpefcTBaTta 1 HanopuTe Kou MM HacovyBa KOH Cekoja rpyna.

MoHaTamy, HanpefoKOT BO MH)opmaTMykaTakata TexHoslorvja ja MeHyBa
npvpogaTa v 3Ha4yeHeTo Ha pas/simyHuTe rpynu. MHory opraHusauumn geHec cgakaar
[eka co uen ga wusrpagat CWIHM OAHOCU CO (OUHa/IHUTE KAWEHTW, Tpeba ro
NpOMeHaT npuctanoT M TPOWOLUMTE Ha pas/IMYHUTE HMBOA Ha KaHa/v, Wn
anTepHaTtMBHO fAa M pedhokycmpaar MNOCTOEUYKMTE TPOLWIOLUM HA HAYMH  KOj
06e3benyBa rpagere Ha nogabokn U fonroTpajHu ofgHocu. Bo Hekon MHAYCTpuUM,
nocpeaHnUnTE ce NoBeKke CTaHyBaaT BaKeH CErMEeHT Of KaHa/THUOT CUHLIMP, AoAeka

BO HEKOW ApYrv, BpeaHOCTa U 3HaYEHETO HA NOCPEAHULUTE OCTaHyBa Npean3BUK.
Buttle58 aedorHMpa neT pasnuyHy Knacy Ha CTpaTellkn 3Ha4YajHU KNUEHTK:

1. VigHa BMCOKa BPEeAHOCT Ha XMBOTHUOT BEK Ha . OBUE KMUEHTU
3HaUUTENHO Ke npuAaoHecaT 3a npodhuTabusiHocTa Ha KOMMNaHujata BO

NAHVHA.

2. pynaHa macoBHM kavHeTwW (adr. High volume clients): oBue KneHTU
MOXebn HemMa [fa reHepupaaTr MHOry npoduT 3a KOoMnaHujata, HO ce
cTpaTellk/ 3Ha4vajHu 3apagun ancopoéuujara Ha (PUKCHUTE Tpowounu n o6emMoT
Ha ekoHoMujaTa Koja TWe ja reHepupaart 3a fa Cce 3a4pXW HUCKO HMBO Ha

noeanHevyHUTE TPOLLOLN.

3. BeHuMapK KOpUCHULUM (PePepeHTHN KOPUCHULM): OBa CE K/MEHTU KoM

[pyruTe KIMeHTW v cnepar.

58 Buttle, F., 2009. Customer Relationship Management: Concepts and Technologies. 2nd ed. Amsterdam:
Elsevier, cTp.157
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4. VIHCNUpaTWBHW: OBME KNWEHTM HocaT nofobpyeBarbe Ha OWM3HMCOT Ha
ncnopayarenor. Tuve MOXe pg[a WaeHTUdIMKYBaaT HOBW — anjukauuu,
nofobpyesawe Ha MPOM3BOAM WIM  MOXHOCTM 3a HamaslyBake Ha
Tpowouute. Tve MOXe [fa ce Xanar [1acHo 1 ga umaar HepasyMHu

6apatba, HO CO TMe MocTanky HameTHyBaaT NPOMEeHM Ha Nnoao6po.

5. OTBopaaT BpaTu (aHr. door openers): OBME KINEHTU N OBO3MOXYyBaaT Ha
KOMMNaHujaTa npuctan Ao HoBM nasapu. OBa MOXe fa ce Hanpasu 6e3
noyeTeH nNpoduT, HO CO L/ Aa ja mpenopayaar U NnpoMoBMpaar 3a nagHara

eKkcrnaHsuja.

1.2.2. CermeHTauuja Ha K/IMEHTN

3apagn edukacHOCT Ha OW3HUCOT MHOTY € BaXHO opraHu3aumjata aa
3arnoyHe co gobpa ocHoBa M M3rpagba Ha CNOCOBGHOCT 3a Mperno3HaBaHke Ha OHKe

K/IMEHTU KOU Ke MMaart HajrofieMo BAMjaHue Ha ycneluHaTa nssenta.®

MocTojaT MHOry BapuvjauuyM Ha TemaTa cermeHTauuja. PayneB) Ha npumep
nocoyyBa cermeHTaumja cnopes: ycnyra uiam BpeaHoCT, reorpadicku, gemorpadickm,
COLIMO-EKOHOMCKW, KOPWUCT, KOPUCTEH-E, J10ja/THOCT M CerMeHTaluuja CornacHo Ha

OKOJTHOCTUTE.

Wong6lL rn cyrepupa cnefHuTe oCyM K/yYHU KapakKTePUCTUKU Ha nasapHUoT

CEerMeHT:

Cekoj cermeHT Tpeba aa 6uae XoMoreH13npaH;
Pa3nuuHnTe cermeHTn Tpeba fa buaaT xeteporeHn Mery cebe;

CeKoj cermeHT Tpeba Aa nokaxke Mep/simea pas/vka;

AP w DN p

CermeHTaumjata Tpeba ga 6uae hHaHCUCKN onpaBaaHa,;

5Brown, S. & Gulycz, M., 2002. Performance Driven CRM: Howto make your customer relationship
management vision a reality. Etobicoke, ON: Wiley.

60Payne, A., 2009. Handbook of CRM: Achieving Excellence in Customer Management s.lLiElsevier, Oxford,cTp.
39-97

6lWong, K., 2011. CRM in action: maximizing value through market segmentation, product differentiation, &
customer retention. Boomington, IN: Universe
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Cekoj cermeHT Tpeba ga ce Kapaktepusnpa co TPajHOCT;
Cekoj cermeHT Tpeba ga 6uae OOBOMHO rofieM 3a Aa 6uae eKOHOMCKU
OAPX/NB;

7. Cekoj cerMeHT He camo LITO Tpeba aa 6uae npeno3HaTvB, UCTO Taka U
NOCTOEYKM NPeKy NPodouIMpare Ha CerMeHTOT;

8. Cekoj cermeHT Tpeba ga 6uaaTt gocTtaneH NpPeky PeaoBHU Meanymmn U

KaHa/In Ha aucTpuobyumja.

TpaguumoHanHMTe METOAN Ha CermMeHTauuja 3anoyHyBaaT Co pacu/sieHyBare
Ha 6a3aTa Ha KNMEeHTU BO MPENO3HATNBU TPYyNM CO KOM MOXe Aa ce ynpasyBa. Ha
npYMep, CerMeHTauuja MoXe Aa Ce Hampasy CO MOMOLU Ha aHa/iM3a Ha KiacTepu

(aemorpadpcku, ncmxorpadoCkm U kKapakTepPUCTUKN Ha OfHECYyBaHEeTO).

EaHa of HajnonynapHuTe BapujauMn Ha NpakTUKWTE 3a cerMeHTauuja e Bp3
OCHOBa Ha Bpe[HOCTa Ha KIMEHTOT. BakBMOT BMA HA CerMeHTaLmja e KOHLENT, BO KOj
[IeNOBHUTE Of/lyKN He ce Ga3upaar Ha M3HOCOT Ha npuxoauTe, TyKy Ha BKynHaTa

BPEAHOCT Ha KMEHTUTE 3a eflHa opraHusaumja.

OpraHuzauujata ja ogpenysa BpefHOCTa Ha CBOUTE KNUEHTU NpPeKy yBua u
aHanMsa, Kako Ha KBaHTUTATMBHUTE, Taka W Ha KBanuTaTMBHMTE MogaToum,
OLeHyBaH€ Ha npallakaTa Kako LUTO Ce: NOTEeHLMja/THAOT pacT, YyBCTBUTE/THOCT Ha

LieHaTa 1 MOXHOCTa 3a NpoAax6a Ha Npov3BOAM U YCYrn CO A0AAAEHA BPEIHOCT.

Mpeky npouvpawe Ha KINEHTUTE U HUBHOTOPACY/ieHyBake  BO
cermeHTu,opraHusaumjata gobmsa anatka 3a co3faBare Ha MonpeuyusHo HacoueHu
noHyau. Taa anatka MM OBO3MOXYBa Aa Ce M3MepW OfHeCyBar-eTO Ha OBME rpynu
CO TEKOT Ha BpPEMEeTO Bp3 ouekyBaHuTe pesynTtaTu. CermeHTauumjata Tpeba ga ce
NPaBy HajMasiky efHall FOAMLLHO WM Kora Ce HanpaBeHW 3HayajHW MPOMEHU BO

GU3HNC MOAEOT Ha KoMNaHuvjaTa.
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1.3. CRM ctparternja

[lenoBHata v KInMeHTcKaTa cTpartervja npetcraByBaaT [/1aBHU KOMMOHEHTU Ha
CRM ctpatervjata. Opf npeTxogHUTe uW3Marakba jaCHO Ce corfegyBa feka
npefgoHecyBabeTo Ha ogjiykata 3a U300p Ha UesiHUTe Tpynu Ha KINEHTU U
HMBHaTa CerMeHTaumja, opraHusauymjata Tpeba ga ja cornega csojata MOMEHTasIHA
nosuuuja BopamMkuTe Ha CBojaTa MHAYCTpuja U naHarta ofnyka LTO peasiHo MOXe Aa

ce oaurpa BO Hea.

OBa BKNyyyBa yTBpAyBawe Ha CTENeHOT A0 KOj MHAUBUAYATHNOT K/IMEHTCKU
npuctan w1 ,edeH Ha efeH® npuctanot € cooaBeTeH W gocTaneH  3a
opraHu3aumjata u 3a YynpaByBabeTO Ha KOMIM/IETHOCTAa Ha WHJopmMauunte 3a
NMOCTOEYKMTE U NoTeHuujanHuTe KnneHTtn. OBue ogiykm Tpeba ga ce 6asmpaar Ha

cerawsHarta cocToj6a 1 MOXHUTE UAHWU COCTOjOMW.

Mpupopata Ha pasBojOT Ha KOHKYPEHTHUTE COCTOj6U U MOXHUTE TPOLLOLM KOU
ce CBOJCTBEHW BO CNpoBeyBareTO Ha NOTpebHUTEe NpomeHu, Tpeba BHUMATEsTHO Aa
ce npoueHatr kako pgen op CRM ctpartervjata. CRM cTpaTteruckata matpuuya
npkakaHa Ha cnvka 4, o6e3befyBa anatkm 3a KomnaHujata Mpeky Kou ce
cornefysaar cerawHiTe U ngHUTe coctojon. BepTukanHata ocka Ha maTtpuuarta ja

MoKaxxyBa KOMMNJie THOCTAa Ha nojgaTounTe 3a KIMeHTue, kKombuHauumja 3a:
a) CO KOJIKYy MH(popmaLmmM 3a KIMeHTUTe ce pacnonara
6) KONKy ce cCOoMCTULMPaHN aHaNIM3nUTE Ha TMe MHdopMaunn.

Xopu3oHTasiHaTa ocka o MokaxyBa CTeneHOT Ha MHAMBMAyanM3auvjaTa Ha
KIMEeHTOT, OHOCHO CTerneHoT [0 KOj opraHusauumjata i KOpUcT MHgopmauumte
KO M MMa 3a KIMEHTUTE, CO Uen Aa WM [OCTaBU MHAMBUAyaNV3VpPaHW WK nak

npunarofeHn ycnyru.
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Cnnka 4.CRM cTpaTterncka marpuyac2

MatpuuaTa i npukaxysa 4eTMpuTe OMNCEXHU CTPaTerMcku Mosuumi Kou Moxe
fa 6uaaT cooABETHM 3a OfpAEeHa oOpraHv3auuja BO 3aBUCHOCT Of] HEj3UHUTE

CMEeUMMpUYHN OKOSTHOCTM 1 BU3HUC Npallakba.

Co TekoT Ha BpemeTO Ce nojaByBa OMWT TPeH4 BO opraHusauuite pga
MUrpypaar KoOH rOpHMOT AeceH aron of marpuuara. lomecTyBaweTo of AosiHaTta
/qleBa KOH ropHaTa fecHa nonoxba ro OTCNMKYBa [ABVMXEHETO Of, TPaHCaKLMCKM
npuctan, Koj e He MHory codomcTuympaHd 06amnk Ha CRM 1 3a Koj ce cmeTa feka aypu
n Boonwto He e CRM, Ha wuvHAMBMOya/M3UpaH npuctan, Koj e MHory
nocoductTmumpaH o6smMk. OpraHu3auujata Koja npea ja NOCTUrHyBa no3vumjata Ha
NHOuBMAYanu3vpaH wiv npuctanot .efeH Ha efeH” ja MMa KOHKypeHTckarta

npegHoOCT BO AajeHaTta nHaycrpuja.

Pa3BojoT Ha CRM cTparernjata Bkly4yBa COr/fieflyBate Ha cerawiHata v ngHa

noTeHuuMjasiHa Nno3uumja Ha opraHu3almjata BO paMKUTe Ha cooaBeTHaTa

&2 Payne, A., 2009. Handbook of CRM: Achieving Excellence in Customer Management si:Elsevier, Oxford, 80
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NHAOYCTPUja N Hej3vHaTa OAslyka 3a Ha4yMHOT 3a MpucTan KoH KAMeHTckaTa 6asa. Bo
3aBWCHOCT O MHAycTpujaTa M npawakara noBp3aHM CO KOHypeHuujata, cekoja
opraHusaumja Tpeba ga ja 3eme Bo npeasung CRM cTpaTervjata Koja € HajcooaBeTHa

BO MOMEHTOT N NAHNHaTAa.

Buttle63, pa3nukyBa ceflyM K/y4HU cTpaTervn 3a ynpaByBarbe Ha OfHOCUTE CO

KNNEeHTW.

1. 3awTnta Ha ogHOCUTE - KOra MOCTOjaT CTpaTelKn 3HavyajHu U aKTUBHU
knneHtn. Co npuMeHa Ha OBaa cTpaTervja ce HacTojyBa fa ce 3agpxar

KNNeHTUTe.

2. PeunHXeHepuHr Ha oHOCUTE - Kora KIMEHTUTE CTaHyBaaT HenpoduTabusiHu,
ce npuMeHyBa CcTpaTtermjata Ha pPeuHXeHepuHr Ha opgHocute. OBaa
cTpaTervja Moxe pga pgosefe [0 3ro/ieMeHa asBTomaTusaumja LITO Ke ro
NCKNy4Yn YOBEYKMOT (pakTop of onepartMBarta, CO LWITO Ke Ce OBO3MOXM

npyXare Ha YCNyri Ha KNMeHTUTe npeky edoukacHW KaHann 3a KOMyHuKaumja.

3. YHanpeayBake Ha ofHOCMTE - LeNnta e ga ce co3gagaT npodouTabusiHmn
kKnneHTn. CTpartervjata nogpasdupa oapefyBare Ha BKPCTEHaA npogaxoba u

TEXHUKM 3a 3rofieMeHa npogaxoa.

4. Co3peBare Ha OfIHOCUTE - MPETNoCcTaBKa Ha OBaa cTpaTtervja € NnocToewHeTo
Ha CTabWHM OfIHOCU CO K/MEHTUTE U OAPXYBare€TO Ha [AOCTUrHaTUTE
3a0BONUTENHN pe3ynTaTtu. AcCnvMpauunTte Ce HacOoYeHW KOH OMTUMU3MpaHEe
Ha NapUYHMOT TeK Of, KIMEHTUTE, CO HaMepa Ha KOPUCTEHE Ha BULLOKOT 3a

OI'ITVIMI/I3aL|,VIja Ha OAHOCUTE CO OCTaHaTUTE KIMNEHTWN.

5. Kpaj Ha ogHOCWTe - KMEHTWUTE He ce MoBeKe of MHTepec 3a npogax6a, Tue
HE Ce 3auMHTepecupaHu 3a KyrnyBake WM MNakK KOPUCTEHE Ha YCnyruTe.
[lokonky ce yTBpAM BakBaTa cOCTojba, npenopakata e jAa ce ocTaBar

KNMeHTnTe ga 3aMnHar.

Buttle, F., 2009. Customer Relationship Management: Concepts and Technologies. 2nd ed.
Amsterdam: Elsevier, cTp.158
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6. MoBTOpPHO Npuao6UBae Ha KINMEHTU - MaKO NPETXOAHO Ce MPOLEHUsIo geka
e NoJobpo KNMEeHTUTe Aa ce ocTaBar [a 3aMuHaT, NoHekoraw Ke ce cnyyar
COCTOjOM KOra TOj UCTUOT K/IMEHT Of, pas/INyHM NpUYMHM Ke buge 6uteH 3a
noHaTaMmollHa copaboTka. [lpawareTo e kako ga ro BpaTume KIUEeHTOT
Ha3ag. OcHoBaTa Ha OBaa cTpartervja e ga ce oTKkpue u pasbepe 30TO OBOj

KNMUEHT 3aMUHaU1.

7. 3anoyHyBake Ha OAHOC - WAEHTUPUKYBAJKM M MOTEHUMjaSTHATE KNEHTH,

NoTPeBHO € Aa ce NpucTanu KoH akBM3numja Ha LiesTHATe Tpynu.

Buttle, ctpartervjata ja geduHupa BO OA4HOC Ha cTankaTa Ha akTMBHOCT Ha
KIMEHTOT, Kako W MO3ULMOHMPaHeTO Ha KMEeHTOT BO CMWUC/Ia Ha COo3jaBare Ha

OZlpeAEeHN BPeAHOCTU MPeKy efeMeHTUTe Ha NopacToT M yaenoT Ha nasapor.

2. Mopgenn Ha CRM crniopef oabpaHu aBTopM

Hajuecto umtmpaHn u aHanmsanpaHm wmogenn Ha CRM, ce wmopgenurte

pasBueHun of ctpaHa Ha F.Buttle, A. Payne n Gartner Inc.

Buttle64, KoHCTpyupa T.H MOAEeN Ha NaHeLoT Ha BPeHOCTH, KOj T0 cCouMHyBaaT
neT NPUMapHN W YETMPU CEeKyHAapHW KOMMOHEHTM KoM BOAaT A0 KpajHaTa Lues

3rofiemyBare Ha npodhutabunHocTa.

OCHOBHMTE KOMMOHEHTVW Ha MOAENOT Npeky MefyceGHO [ejcTByBawe, CO
noaaplika Ha MNOMOLUHUTE KOMMOHEeHTW, ja o6e36edyBaaT npeTnocTaBkata 3a
NPVBMEKyBake 1 3aApPXyBare Ha NPOUTABU/THATE K/IMEHTM.

MpumapHnTEe KOMNOHEHTM Ha CRM naHeLoT Ha BpeaHOCTU Cce:

- AHanmsa Ha NopTgONNETO Ha KINEHTUTE
- AHasn3a Ha 61McKkocTa Co KNMeHTUTe (HMBHO Mo3HaBarbe, gemorpadckn u
OUXEjBUOPUCTUYKM MHOPMaLUN 3a KIMEHTUTE, MNogaTtouy 3a HMBHOTO

KOPUCTEHE HA NPOU3BOAUTE U YCYTUTE)

64Buttle, F., 2009. Customer Relationship Management: Concepts and Technologies. 2nd ed.
Amsterdam: Elsevier, cTp.20
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- WHTerpupaHo ynpaByBak€e CO Ae/ioBHATa Mpexa
- WN3rpapb6a Ha BpeAHOCTU 3a KINEHTOT
- YnpaByBatb€ CO XMBOTHMOT BEK Ha KMEHTOT (NNaHvpake Ha cTpaTeruja

3a pa3Boj Ha OAHOCUTE CO K/IMEHTW)

Cnuka 5. Mopfen Ha naHeLoT Ha BpegHOCTU

CekyHOapHUTE KOMIMOHEHTM M ondpakaar: MeHayepcKkuTe CrnocobHOCTH,
nmaepcTeo n kyntypa, WT n nopgatoun, 4YOBEYKM pPecypcu UM MpouecuTe Kou
0BO3MOXYyBaaT onepaunoHanu3aumja Ha CRM cTpaTtervjata BO (hyHKUMja Ha

edomkacHa n epekTBHa peanmsaumja.

CRM mopgenoT pasBuveH of cTpaHa Ha A. Payne ce cocTou of NeT rnaBHU

npouecn Bo CRME5!

- Tpouec Ha pa3Boj Ha cTpartervjara
- [pouec Ha co3gaBare Ha BpegHOCTM

- [pouec Ha MynTUKaHa/IHa MHTerpauuja

65Payne, A., 2009. Handbook of CRM: Achieving Excellence in Customer Management. s.l.:Elsevier, Oxford.

46 /176



- TMpouec Ha oLeHKa Ha nepg)opMaHcmTe

- [pouec Ha ynpaByBatbe CO MH(opMaLumTe

MpBuTE AOBa npouecu ro npeTcTaByBaaTr crTpaTterucknor CRM, TpeTuoT
npouec ro npeTcTaByBa OMepatMBHMOT, a TMPOLECOT Ha YynpaByBake CO

NHpopMaunnTe ro npeTctaByBa aHa/IMTUYKMOT CRM.

_ Performance
Strategy development Value creation Multi-channel assessment
process: process: integration process: ProCess:
Value M Shareholder
customer % ft  Salesforce onate!
receives —s g T « .
> " Employee value
(O3 \é?(!gg o 2‘) > «Customer value
Si M *Shareholder
< d ‘Value g C » Va|ue
assessment [ Telephony «Cost reduction
i ‘ Performance
Value ~ Direct marketing ormk
organization , %r monitoring
i Electronic *Standards
O TECENES _C commerce ¢ Satisfaction
Customer <= economics M !5:1- _ geegjﬁgegr‘%m
* Retention 5 Mobile KPIs
«Customer economics commerce
choice mi
customer T J ft P o $
characteristics .
«Segment Data repository
ranulari _ . )
! Y T Analysis Front-office Back-office
systems tools applications applications

Information management process

Cnuka 6. KoHuenTtyanHa pamka 3a CRM cTpatervja

[apTHepoBMOT MoAen Ha KOMMNETEHTHOCT € pa3BueH of cTpaHa Ha Gartner
INC., koja e egHa of Bogeuknte UT mCTpaxyBayka M KOHCY/ITAHTCKa KoMMaHwuja,
Koja MmMa BpaboTeHO Hag 1200 ucTpaxyBaunm W aHanuTuyapy BO 75 3eMju U

3aB3eMa 3Ha4dajHo mecto BO CRM wncTpaxyBanaTa.

66Gartner, Inc., 2001. CRM atWork: Eight Characteristics of CRM t/Wnners. htto://www.gart
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1, CRM Vision: Leadership, Market Position, Value Proposition
* Direction
2. CRM Strategies: Objectives, Segments, Effective interaction

3. Valued-Customer

Experience 4. Organisational Collaboration

. Culture and Structure
Understand Requirements Customer Understanding

Mor_litor i.xp éclations . People: Skills/Comp etencies
Satisfaction vs. Competition Incentives/Compensation
Acton Feedback

Customer Communication

Internal Communications
Partners and Suppliers

WWWw w wvaw W wBHWBW aWWwm nun

1,

*
5. CRM Processes: Customer Life Cycle, Knowledge Management Implement

S, CRM information: Data, Analysis, Market Research
?. CRM Technology: Applications, IT Architecture

8, CRM Metrics: Value, Retention, Satisfaction, Loyalty, Costto Serve

Cnuka 7. FapTHEpOB MOAeN Ha KOMMNETEHTHOCT

Cnopes o0BOj Mofesn, KomnaHujata Tpeba pfga wvMa KOMMETeHuuUK
(HagnexHocTn) BO oOcym ob6bnactm, 3a pga Moxe pa wuma ycnex CRM

KOHLEenToT.OBMe 06/1acTV BK/IyYyBaarT:

- Wasrpagba Ha CRM Bu3nja

- Pa3Boj Ha CRM cTtparervja

- [poekTupare Ha UCKYCTBOTO CO 3HAYajHUTE KINEHTU

- WHTpa n nHTep opraHusayucka copaboTka

- YnpaByBarb€ CO XXMBOTHUOT LMK/YC HA KMEHTOT

- YnpaByBate CO nHhopmauumte

- ViMnnemeHTauuvja Ha TexHonornjata u

- Pas3Boj Ha cooABeTHN MepKu 3a nokasaTesin Ha YCrnexoT WM HeycnexoT Ha

CRM koHuenToT.
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3. lMpegHoctn Ha CRM KoHUenToT

MNpepHocTuUTe of npumMmeHata Ha CRM KOHUEeNToT ce:

BusHMC hoKyC KOH HajnpodUTabunHUTE KINEHTH;

PeTeHunjata Ha npouUTabunHNTE KIMEHTU M HamaslyBa TPOLLOLMTE KOU ce
NoTPebHN 3a NpPUBEKYBaHE HA HOBU KITMEHTY;

BpegHocta Ha 6asata Ha nogatouy CcTaHyBa K/yvyeH WHAMKATOP Ha
YCMeLwHocCTa;

MpounssoauTe M ycnyrmte ce KOHLUEHTPUPaHN U HACOYEeHN UHAMBUAYAUTHO KOH
K/INEHTOT;

KnueHtute crtaHysaar M3BOP Ha MAeu 3a pa3Boj Ha HOBM MNPOM3BOAM, LUTO
O0BO3MOXYBa 3ro/ieMyBarbe Ha onwitarta yCnewHocT;

MopobpyBame Ha cTankara Ha 3aZpXyBaHe Ha K/IMEHTUTE;

3roniemyBarbe Ha BpefHOCTa Ha NMOeANHEYHNOT K/INEHT,

HamanyBare Ha TpowiouuTe 1 nopact Ha npodputabusiHocTa,

Opfroeapare Ha npawawara v peknamauuuTe oOf CTpaHa Ha KIMeHTuTe
AVNPEKTHO N NMPOMIMTHO;

BkpcTeHa npogaxba npogaxbéa co gofafeHn BpegHoCTy;

CosfaBatbe Ha KaHa/M 3a NoBpaTHU MHopmMaumn, passrBaHke Ha NPOoAaKHU
N YCNY)XHU BELWTUMHU, MOTMBUPake W HarpagyBake Ha BpaboTeHuTe wu
K/IMEeHTUTE;

ABTOMAaTM3aUMja Ha npouecuTe;

lMopobpa nHTepHa KOMyHUKauuja;

OTKpI/IBaI-be Ha HOBWU KNUEHTN N CJZTNYHO.
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.  rNMPNPOOJATA HA OAHOCUTE CO KI/IMEHTWN N CO3OJABAHETO HA
BPEAHOCT

1 Pa36mpa|-be Ha OAHOCUTE N HNBHUNOT KOHTEKCT

OpfHOCOT BKyyyBa 6apem Hekoja MHTepakumja co TEKOT Ha BpeMeTo. [LOKOsIKY
ce paboTu 3a efHOKpaTHa TpaHCakuuja, Kako Ha npumMep KynyBare Ha arnapart 3a
[OMaKMHCTBO Of cneuuvjanunsnpaH ayTiieT, NOBEKETO OBOj OAHOC HeMa Aa ro Hapevar
ogHoc. AKO ce pa3muc/lyBa of, acrnekT Ha [ABOHaco4Ha Bpcka, Toa e Of4HOC nomery
ABe cTpaHu. [loKO/Ky Ce 3eMe OBaa WMHTepakumja Kako KputudeH doakrop, noumoT
,O0HOC" MOXe pga ce pgeuHMpa Kako: ,cepuja Ha HacTaHu WM MHTEPaKTUBHU

enn3oamn nomery ABe cTpaHu BO oApefeH BPeEMEHCKM nepuog. 67

NHTepakruBHnte enmnsogn, Buttle noHatamy rm o6jacHyBa Ha CreaHuoT
HauuH: ,,ennM3o04nTe ce BPEMEHCKN rpaHnLn (MMaaT NnovyeToK U Kpaj) 1 ce uMmeHyBaar.
Bo pamknTe Ha 0AHOCOT nomefy NPoAaXHUOT NPETCTaBHUK M KMEHTOT, cekoral
MOXe [a ce WAeHTU(puKyBaaT cepuja Ha AUCKPETHU enu3oan Kako: KynyBawe,
nokaxyBare WHTepec 3a NpPOM3BOAOT, MNPOAAKHU MOBUUM, Nperosapamse,
crpaByBah-€ CO MOMJIakn 0f, KIMEHTU, pellaBake Ha pakTypHU CNOpoBM U Urpame
Ha naptmja rond. 3a BoO3BpaT, Cekoja enu3ofga € cocTaBeHa Of cepuja Ha

NHTEepaKLUuW.

NHTepakunjaTta ce cocTon of akuuvja U O4roBop Ha Taa akuuja. Bo pamku Ha
cekoja ennsofa, CeKoj ydeCHUK Ke noctarnyBa U Ke ocTBapyBa MHTepakuuja co Apyr.
CogpxuHata Ha cekoja enus3oja e cnekrap Ha KOMYHMKATUBHM OfHecyBaa

BKMy4yBajkv roBop, akuun 1 roBop Ha T1esnioTo."67

Hekon aBTOpUTETU MUCNAT [leka OBa He e [0BOJIHO, AYpU W HauBHO, Aa ce
AedrHMpa 04HOCOT KaKo MHTEpaKLMM BO TEKOT Ha BpemeTo. Jim Barnes Ha npumep,
cyrepupa feka ,MHTepakuujata Mopa Aa COApXM U ,eMouMoHaneH aen, Wwro

MMN/IMLMPA HEKOj TUM Ha eMOTVBHA KOHEeKLWja, NpUBP3aHOCT UM BEPHOCT. (B

67 Buttle, F., 2009. Customer Relationship Management: Concepts and Technologies. 2nd ed. Amsterdam:
Elsevier, ctp. 27
6Barnes , J.G. (2000) Secrets of customer relationship management. NewYork : McGraw-Hill
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OpfHoCOT ersucTMpa camo Kora CTpaHuTe ce npedypsyBaaT 0f, COCTOjba Ha
He3aBMCHOCT KOH 3aBMCHOCT U1 mMerfy3aBucHocT. OLHOCOT npeTcTaByBa couujaiHa
KOHCTpYyKUMja 1 ersuctmpa caMo A0KOJKy NnyfeTo BepyBaaT feka HaBUCTMHA NMOCTOM
W ce ofHecyBaaT M nocTtanyBaaT COOABETHO, MPWU LUTO CTaHyBa O4UrIeAHO Aeka
ofHOCUTE MOXe ga buaar yHunarepasiHi UM peuunpoyHn; O4HOCHO WM efHaTa

Wnu fBeTe CTpaHu 3aeflHO BepyBaaT AeKa nMaaT BOCNoCcTaBeHO oAHOC.d

OpHocute ce MeHyBaaT CO TeKOT Ha BpemeTo. CTpaHuTe cTaHyBaar
NOG/NCKA WM MakK ce Ha norosiema AucTaHua, CO WTO MHTepakuumMTe cTaHyBaat
noBeke v noMasiky (ppekBeHTHU. buaejkm Tme esonyupaar, MOXe 3HauYUTesIHO Aa
BapupaaT BO OpOjOT M pas/MyHOCTa Ha enu3ogauTe W UHTepakuumte Kou ce

ocTBapyBaaT BO paMKMU Ha TUne enn3ogun.

Bucoko pasBueHWTe OAHOCU WMaaT ABa BakHW aTtpubyTu: goBep6ata M

noceeTeHocTa. OBve aTpubyTN ce NPeaMET Ha 3HauUMTeNeH 6pPoj Ha UCTPaKyBatba.

[oBep6ata e (hokycvMpaHa. Toa 3HauM, Mako MOXe fa MOCTOM reHepasHo
UyBCTBO Ha A0Bep6a M CUTypHOCT, OBME YyBCTBA CE HACOYEHW. EfHa cTpaHa Moxe

[la BEpyBa Ha agpyrarta cTpaHa 3a:

e [06pPOTBOPHOCT - BepyBatbe [leka edHaTa cTpaHa mnocTanyBa BO
MHTepec Ha apyrarta,

* UCKPEeHOCT - BepyBake [eka 300pOoT Ha Jpyrata cTpaHa e
BEPOOCTOEH WM KpeanbuneH,

e KOMMETEeHTHOCT - BepyBarbe [leka Jpyrata CcTpaHa noceaysa
eKcrnepT3a HeonxoaHa 3a M3BpLUYBaHEe Kako LUTO € NOTPEe6HO.

Pa3B0joT Ha foBepbarta e UHBeCTMLUMja BO rpajere Ha O4HOC KOj ce ncnnatu
Ha gonr pok. [loeepbara ce nojaByBa Kora CTpaHWTe crogenysaaT WCKYCTBa, I
npoueHyBaaT W WHTepnpeTupaar MefycebHuTe MOTMBW. Konky noBeke ce yuyart

mefyce6HO, pU3MKOT U COMHEeXuTe ce peayuupaar.*

Buttle, F., 2009. Customer Relationship Management: Concepts and Technologies. 2nd ed. Amsterdam:
Elsevier, cTp.28
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Kora nocton merycebHata gosepba Ha naptHepute, 3aefHO Ce MOTMBUPaHU
Aa vHBecTupaaT BO OfgHOCOT. OBME MHBECTUUMM, KOM CryXaT Kako Gapuepun 3a
n3nes, Moxe ga oungart wiv Sonupaven (MatepujasiHn) unu Hegonupaneu (Npumep
3HaerweTo). MHBecTUMNTE MOXe, HO N HemMopa Aa buaar HernospaTHM Kora O4HOCOT

ce NpeKVHyBa.

Ako posepbarta OTCycTBYBa, KOH(QU/IMKTOT W HecurypHocta pacte, Aofeka
Koornepauunjata nara. Hepgocturor Ha gosepb6arta 06e36enyBa cnaba ocHOBa 3a

ycrelleH 0AHOC KIMEHT - ao6aByBau.

Ce cmeTa [leKka Kako 0HOCOT eBO/lympa CO TEKOT Ha BPEMETO, Taka eBosympa

N KapakTepoT Ha gosepbara.

lMocBeTeHOCTa € eceHuujasiHa COCTOjKa 3a yCrnewHW W OOJSITOPOYHM OLHOCMK.
Morgan n Hunt, ja geduHupaaT nocBeTeHocTa BO OAHOCUTE Ha C/IeHVWOB HAauuH:
“MocBeTeHOCTa ce NokKaxKyBa Mpeky pasmeHata Ha BepyBatbata nomefy naptHepuTe
[eKka TEeKOBHO BOCMOCTaBEHWOT OAHOC € MHOry 3HavaeH W onpasfyBa BOXyBahe
MakCUMasiHXW Hanopu 3a HEeroBo OJpXyBawe; Toa € Kora nocBeTeHaTa CcTpaHa
BepyBa [eka e BpedHO M ce uchnaatu ga ce paboTn Ha BOCMOCTaBEHUOT OAHOC, CO

Luen ga ce ocurypa geka Ke tpae HeogpeneHo". 0

MocBeTeHocTa npousnieryBa of gAosep6aTa, CnoAeneHuTe BpeaHOCTV U
BEPYBaETO [leka € TelKo napTHepute [Jda ce 3ameHart. [locBeTeHocTa
MOTMBMpA NapTHepuUTe Ja copaboTyBaaT co LUen Aa v oapxart MHBECTULMMTE BO TOj
ofiHoc. [locBeTeHoCTa 3HauM W36erHyBartbe Ha KPaTKOPOUHW anTepHaTuBW, BO
KOPUCT Ha MocTabu/iHU, J0NrOPoYHN 6eHedUT NOBP3aHN CO NapTHEPCKMOT OAHOC.
Kage WTO KIMeHTUTe umaat u3bop, TMe ce MnocBeTyBaaT CcamMO KOH AO0BEpPsIVMBM
napTHepu, Guaejkn NocBeTeHocTa HaAMeTHyBa oApedeHa YyBCTBUTEHOCT, OCTaBajKu

MM HVB fa yekaart nogobpa npuivka.

EBugeHUMja 3a NocBeTeHOCTa ce MnpoHaofa BO MHBECTUMLMUTE KOM efHaTta
CTpaHa i Bnoxysa BO Apyrata. EgHata cTpaHa UHBecCTMpa BO BETyBaukm OAHOC U
[OKOJIKy gpyrata cTpaHa COOABETHO OAroBopW, OA4HOCOT eBOsiyupa U napTHepuTe
cTaHyBaarT 3Ha4ajHO NMOCBETEHM BO peasM3aunja Ha merycebHa 6U3HUC copaboTka.

7OMorgan , R.M. and Hunt , S.D. ( 1994 ) The commitment-trust theoryof relationship marketing . Journal of
Marketing, Vol. 58 (3 ), ctp.. 20 - 38 .
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ViHBecTuUMUTE BKydyBaaT BpemMe, napu U cTaBake Ha CTpaHa Ha TEKOBHUTE Wn
antepHatuBHu opgHocu. [lapTHepckata MNOCBETEHOCT BO OAHOCOT € [AWPEKTHO

npeTcraBeHa Npeky roiemMmmHata Ha MHBECTULNMNTE BO TOj oaHocC.

Aunckycujata 3a gosep6ata M MOCBETEHOCTA Cyrepvpa Aeka Hekou OfHOCK
MOXe i@ ce nepLenmpaar co NoBUCOK KBa/IMTET 04, ocTaHaTUTe. VcTpaxyBarbaTa BO
KBa/IMTETOT HA OJHOCUTE, FEHepasiHO M UCTakHyBaaT goBep6Garta M MocBeTeHocTa
KaKo KpyuujanHu aTtpubyTM Ha BUCOKO KBa/IMTETEH oOAHOC. [loKpaj HUB,
NAEHTUPMKYBaHN ce 1 Apyrn aTpubyTu, BKIydyBajKkiu ro 3a[0BOJICTBOTO O[] OAHOCOT,

mMefycebHuUTe Lem 1 HoOpMUTe 1 NPUHUMNUTE Ha copaboTka.

3a/10BO/ICTBOTO BO OAHOCOT HE € WUCTO LITO M nocBeTeHocTa. ocBeTeHocTa
KOH Ao6aByBayoT fAoafa Kako WMHBeCTUUMja BO TOj OAHOC, a WHBECTULMWTE Ce
peanmsmpaar camo Kora nocBeTeHaTa CTpaHa e 3a[]0BO/IHa CO HMBHATa McTopuja Ha
TpaHcakuum. Co Apyrv 360poBU, MHBECTULIMUTE CE peasiu3npaaTt BO OHOCU KOu ce
3a710Bo/lyBauykn. MefycebHUTE Lie/IM ce jaByBaaT Kora CTpaHuTe crnofeslyBaart Lesm
KOM MOXe eAMHCTBEHO Aa ce ocTBapaT MPeky 3aefHUYKa akuuja U KOHTUHYUTET Ha
ofHocuTe. MpUHUMNUTE Ha copaboTka ce jaByBaaT Kora cTpaHuTe 3aefHo pa6oTar

KOHCTPYKTUBHO ¥ Mefy3aBUCHO 3a Aa i pewiart npobnemure.

Mmajkn ro npeasua dhaktoT geka nmniemeHtaymjata Ha CRM e co uen ga ce
nsrpagat nobsMckn 1 NOBpeaHN OAHOCK CO KIMEHTUTE, MeHallepuTe nvaar o6Bpcka

na 6|/|p,aT CBECHU 3a KBa/INTETOT Ha BOCMNOCTABEHUTE OAHOCU CO K/IMEHTUTE.2

2. 3a40B0OJICTBOTO Ha K/IMEHTUTe, /10ja/THOCTa 1 NnepdopMaHcuTe Ha

OU3HUCOT

EneH op 3HadvajHuTe npuHuMn Ha CRM KOHUenToT e nogobpyBaweTo Ha
nepgopMaHcuTe Ha GU3HUCOT NPEKY 3acu/lyBake Ha 3a[0BOJICTBOTO Ha K/MEHTUTE
M nogurHyBawe Ha HuBHaTa J0jasIHOCT. 3a40BOJICTBOTO Ce 3rosieMyBa, Ouaejku
NMPOHMKIMBOCTA Ha K/IMEHTUTE UM [03BOJSlyBa Ha opraHusauumte nogobpo pa rm
3ano3Haat K/IMeHTUTE N Aa Kpeupaart norosiema BpeAHOCT 3a HUB NPEKy CooABeTHa
MOHyZa, Kako W mnoJobpu wucKycTBa 3a CaMuOT KIMeHT. Kako wWwTo pacrte

3a0BOJICTBOTO Ha KIIMEHTUTE, TaKa pacTe " VIHTeHLI,l/IjaTa Ha K/INEHTOT NOBTOPHO Aa
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BOCMOCTaBu ogHoc. Toa 3a BO3Bpar Bnmjae Ha KynoBHUTE HaBMKN N OHECYBaHk€ Ha

KNMEHTOT, a Co Toa B/njae 1 Ha nepgpopMaHcuTe Ha GU3HMCOT.

2.1. 3a40BOJICTBOTO Ha K/INEHTUTE

3a40BO/ICTBOTO Ha KIMEHTUTe cekoraw Ouno npegmer Ha  OGUTHM
NUCTpaxyBara, Kako W MHOIYy HayuMHW 3a HEeroBo Mepewe U geduHupame.
3a/10BO/ICTBOTO Ha KIMEHTUTE npeTcTaByBa OArOBOP Ha K/IMEHTOT Of Herosara

NCNO/THUTE/THOCT BO TEKOT Ha HEroBOTO K/IMEHTCKO WUCKYCTBO, WX Aen of Hero.71

"MickycTBOTO Wn Aen of Hero", KOMMOHeHTa of AedmHuymjara, cyrepupa
Jeka eBa/lyaumjata Ha catucdakuujata Moxe Aa 6uae HacoyeHa KOH cute
€/IeMEHTU WM HEKOW Of, K/IMEHTCKOTO WCKYCTBO, LUTO 3HayM MOXe [a BKIydysa
npou3Bof, Yycnyra, npouec M O6GuNo Koja Apyra KOMMOHEHTa Of, K/MEHTCKOTO
NCKYCTBO.

HajdopekBeHTeH HauMH 3a KBaHTUMKaLMja Ha 3a[0BO/ICTBOTO HA KMEHTUTE
e fia ce Hanpasu crnopefba Ha KNMeHTckaTa nepuenumja of UCKyCTBOTO MM AeN Of,
HEro, Co HeroBuTe ouyekyBara. OBa € MO3HATO KAaKo MOAE/ST Ha OuyeKyBaha -
HEeNOTBPAEHOCT Of 3a[0BOJICTBOTO Ha kaveHTuTe. OBOj Mogen cyrepvpa feka
[IOKO/IKY K/IMEHTUTE TV NEepLEeNnMpaaT HUBHUTE OYeKyBara Aeka ke 61aaT NCNosHEeTH,
TUEe ce 3a[0BOJHA. AKO HUBHWUTE OYEKyBaka HE CE WCMOJHETW, Toa € HeraTvMBHa

HENOTBPAEHOCT N The ce He3aaoBOJTHN.

Mo3uTBHaTa HENOTBPAEHOCT Ce jaByBa kora nepuenuujata i HagMuHyBa
oyekyBahata. KNMeHTOT cTaHyBa MpujaTHO M3HEHaAeH, aypy v Bo3byaeH. Moaenot
npeTrnocTaByBa AeKka KIMEHTUTE MMaaT CBOM OYeKyBaHa U [ieka TUe Ce CMoco6HU 3a
npoueHka Ha nepdpopmaHcute. MNoHeKorall o4yekyBarbaTa Ha KIMEHTUTE MOXe Aa
6uaaT UCNosHeTU, a KIMEHTOT ceyliTe Ja e He3aaoBosieH. OBa ce c/lydyBa Kora

HEroBnTe ovyekyBamwa Ce HUCKWN.

MHOry opraHv3aumm i UcTpaxysaat 6aparaTa 1 ouekyBatbata Ha

71 Buttle, F., 2009. Customer Relationship Management: Concepts and Technologies. 2nd ed. Amsterdam:

Elsevier, cTp.44

54/176



KNMMeHTUTe 3a fAa OTKpujaT LWTO € 3Ha4yajHO 3a KIMeHTUTe K noToa ja mepart
nepuenuujata Ha KIMEHTUTE 3a HUBHUOT nNepdopmMaHC CrnopefeHo  co

nepgopMaHcnTe Ha HUBHUTE KOHKYPEHTU.

2.2.  JlojaJIHOCT Ha KnueHTtute

JlojanHocTa Ha K/IMEHTMTE WUCTO Taka € MpeAMeT Ha pasHU UCTPaxXyBaka.
MocTojaT ABa Ky4HU NpuUcTanu 3a AedrHMpake 1 Mepere Ha NojasiHocTa, eaHuoT

ce 6asupa Ha OiHECYBaHETO, APYIOT Ha CTaBOBUTE.

BuxeBnopasiHaTa /10ja/IHOCT Ce Mepu MNPeKy cneferwe Ha OfHecyBaheTo Ha
KNMEHTOT Npu KynyBaweTo. JlojanHOCTa € M3paleHa Kako NPOAO/MKEeH MnaTpoHaT U
KynyBarwe. [locTojaT ABa OUXeBMOpasiHM acnekTu Ha nojanHocta. [1pBo, Aanu
KIMEHTOT € KOHTMHYMpaHO aKTMBEH W BTOPO, AasiM OpraHu3auumjata ro oAapxysa

CBOjOT y/ie/1 BO MOTPOLLYBayKa Ha KIMEHTUTE.

fonem 6poj Ha MapKETUHT opraHn3auun KopuctaT BUXeBMOpasTHN MEepKM Ha
nojasiHocTa. HajnojasiHu KIMEHTU Ce OHWe KoM MMaaT BWUCOKW pesyntatu Ha Tpute
obuxeBnopasiHu  Bapujabnu: BpemMe MOMWHATO Of  MOC/eLHOTO  KynyBawe,
dhpekBeHUMja Ha KynyBara BO AafeH BPEMEHCKM Mepuoj U MOHeTapHaTa BpeaHOCT

Ha KynyBaraTta BO Aa/leH BPEMEHCKM Nepuop, .

Mpn MepeweTo Ha nojasiHocTa 6as3vpaHa Ha CTaBOBUTE Ce 3emaaTr Bo
npeaBua  KOMMOHEHEHTUTE Ha CTaBOBMTE Kako BepyBawbaTa, 4yBcTBaTa MU
UHTEHUMUTE 3a KynyBake. OHME KIMEHTU KoM MMaaT CWIHWM npeddepeHuUn KoH
MHBOJIBMparE BO WM NOCBETEHOCT KOH 06aByBaunTe, ce NnosojasiHn of acnekT Ha

cTaBoOBUTE.

HeopgamHa, ncTpaxyBauuTe M KOMOUHMPasie OBME ABa NpucTanu BO efeH
ceonchaTteH mofen 3a crefere Ha foja/iHocTa Ha KMeHTuTe. HajnosHaT e moaenot

Ha Dick n Busu.72

72Dick ,A.S. and Basu , K. (1994 ) Customer loyalty: towards anintegrated framework . Journal of the Academy
ofMarketing Science ,Vol. 22 (2), pp. 99-113
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OBve aBTOpU WAEHTUUKYBasle 4YeTpu (OPMU Ha J10jasTHOCTa, COrlacHo
penatvBHaTa cuia Ha CTaBOBUTE M HUBOTO Ha MOBTOPEHO KyrnyBawe Kaj KIMEHTUTE.
JlojanHn ce OHMEe KoM MMaaTr BMCOKM HMBOA Ha MOBTOPEHO KynyBarbe W CUJTHU
penaTtuBHN CTaBOBW. HEBWUCTUHCKM /10ja/IHUTE MMaaT BMCOKM HMBOA Ha MOBTOPEHO
KynyBahe, HO cnabv penatuBHu CTaBOBU. HMBHOTO MOBTOPEHO KyryBare MOXe Aa
ce ob6jacHM npeky WHepumja, BUCOKM Tpowoun 3a npegpryBake wUn
nHandgepeHTHOCT. CKpueHaTa N0jasIHOCT NOCTON KOora CUMTHUOT pesilaTUBEH CTaB He e
NpuApPY>XyBaH CO MOBTOPEHO KynyBawe. Toa Moxe ga buae gokas 3a cnabocT Ha
ANCTpMOyTMBHaTa cTpaTernja Ha KomnaHujata, kora NpPou3BoAO0T W ycryrata He ce

gocTtanHn BO BpeME N MeCTO Mo Xenba Ha KnueHTuTe.

Of npakTuyHa rnegHa Toyka, 6uxeBuvopasiHaTa AeduHuja 3a ojasiHoCcTa e
noartpakTtMeHa 6uaejkn npogakbaTta 1M NPOUTOT Npoussnierysaart of, akunuuTe, He of,
cTaBoBuTe. [ogeAHakBO BUCTUHWUTO € U Aeka WHbopMupaHoCTa 3a CUHWUTE WK
MO3NTMBHM CTABOBWM Ha K/MEHTUTE MOXeE Aa UM MOMOFHE Ha opraHu3auunTe ga m
pasbepart NpuYnMHNTE 3a Pe3nCTeHTHa NOCBETEHOCT KOH KOHKypeHTuTe. MefyToa, of
OBOj MOJEN HE MOXe jaCHO [a ce yBuau Aanv CTaBoBUTE MMaaT npegHoCT BO OA4HOC
Ha oJHecyBaweTO WM nak obpaTHo./cTpaxyBauuTe reHepasiHO ce corsacyBaaT
AeKa NpuyvHMTE ce UMPKyapHW, a He egHoHacovHu. Co apyrvm 360poBu, CTaBOBUTE

BNMjaaT Ha OfHEeCyBarETO U OJIHECYBAHETO B/Vjae HA CTABOBUTE.

2.3. [lepdopmaHcy Ha KOMNaHujaTa

MepcopMaHcUTe Ha opraHusalvjaTa MoXe [a ce mMepaT Ha NMoBeKe HauMHW.
HajHoBMOT TpeHA e fdaneky of e[HOCTAaBHMTE KPaTKOPOUHW (DUHAHCUCKN MEpKM
KaKo LITO Ce KBapTa/iHMOT npodhuT wamM 3apaboTkaTa No akumja. Bopeukute
opraHuM3auuy TMoBeke Ce HacoyyBaaT KOH CEeT Ha WHAMKATOPM, Kako LTo e

6unaHcHaTa kapTa Ha pe3yntaTtn (balance scorecard).

BunaHcHata KapTa Ha pe3ynTat KOPUCTM YeTUPU CETOBM Ha  Ky4HW
MHOMKATOPU Ha nepdopMaHCcUTe KoM Ce MOoBp3aHu: (OMHAHCUWUTE, KIIUEHTOT,
npouecutTe u yuyeweTo U pas3BojoT. MmnavuupaHaTa MoBP3aHOCT rnomery oBue

NHOMKaToOpWn € BO Toa LTO Nnyfeto (yyewe v pas3Boj) npasaT pabotu (npouecun) 3a
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KNnueHtute (KNMEeHTN) KoM wumaar eqekT Ha nepdopmacute Ha KoMnaHujata

(ouHaHcuK).

OBuve nHAMKaATOPU MOXe fa Ce KopucTart 3a eBaslyauuja Ha nepdopmacure
Ha KoMnaHujata cnefejkn ja umnnemeHtauynjata Ha CRM 1 BkydyBaar: HMBOA Ha
3al0BOJICTBO Ha KIMEHTUTe, CTanku Ha peTeHumja Ha KIMEeHTUTe, Tpowouun 3a
aKBM3MuMja Ha KIMeHTUTe, 6poj Ha HOBOCTEKHATM K/MEHTW, NpOoceyeH MaHgaT Ha
KMEHTUTE, /10ja/IHOCT Ha KIneHTuTe (brxesnopasiHa M b6asnpaHa Ha CTaBOBUTE),

npoaaxoa no KNUeHT, pacT Ha NpuUxXoauTe, NasapeH yaen v yaen Ha KnneHTuTe.,

BunaHcHaTa kapta Ha pesyntatm e agantubunHa BO KOHTEKCT Ha CRM.
Ypenot Ha knueHtuTe e nonynapHa mepka Ha CRM nepdpopmaHcute. [LOKOSKY
opraHu3aumjata HocuM GUTHA cTpaTerMcka ogslyka 3a OncryxyBahe Ha crneumduyeH
nasap Wi K/IMEHTCKN CerMeHT, Tpeba fga buae noAroTeeHa 3a Mepen-e 1 nopacTt Ha

Hej3I/IHI/IOT yAeN N noTpowlyBayvkara Ha I/I36paHl/IOT KNMMEHTCKN CETMEHT.

3. TlMpoduTtabunHOCT Ha KNNeHTUTe

BHMMaTenHata cermeHtauvja Ha nas3apoT U pas3BMBaHkeTO Ha npuctan Koj
0BO3MOXYyBa Makc/Mm3aLmja Ha BpegHOCTa Ha HajnocakyBaHUTe nasapHyW CermMeHTu
N cooBeTHaTa BPeAHOCT KOja OBME K/IMEHTCKM rpynu ja npoAyumpaaT BO XUBOTHUOT
BEK Ha opraHusauujata, /IeXun BO CPLETO Ha NPOLLeCcOoT Ha co3faBare Ha BpeaHOCT.
OpraHnsaunnte Tpeba ga ja pasbepar nocrtoeykata NPOoPUTAOUNIHOCT HA HUBHUTE
KYYHU KIMEHTCKM cerMeHTn (BO ogpefeHn 6usHucy, npocutabunHocta of
UHOMBUAYA/IHATE  KMMEeHTW) W  Aa MHUMUMpaaT akuuja 3a yTBpAyBawe Ha
noTteHuunjasiHata npodomMTabusiHOCT Ha OBUE CErMEHTU U C/IeACTBEHO Aa ja nogobpar

BpegHOCTa 3a CBOUTE K/TMEHTH.

MNoBekeTo opraHu3auum noBeke ce hokycupaaT Ha uaeHTUdMKaumja Ha
npodomMTabusiHoCTa Ha NPou3BOAMTE, OTKOJIKY HA KIWEHTWUTE, HO, KNWeHTUTE ce Tue
KOM [0 reHepupaat npoduToT, a He mnpoussoauTe. [lpousBoauTe co3daBaat

TpoLIOLUW, KIMEeHTUTe co3aaBaat npoduT. OBa He e camMo CEMaHTUYKa AMCTUHKLM]A.

TakaHapeuyeHoTOo "lMapeTto npaswno” 80/20, cyrepupa geka 80 npoueHTU oA

BKYNMHMOT 06EeM Ha NpuXoAu Ha GU3HMUCOT e reHepupaH of camo 20 NPOLEHTU of,
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HEroBuTe KIMEHTW, Kako W Toa geka 80 NpoueHTM Of BKyMHUTE TpowouM 3a
yCny)XyBare Ha CuUTe KIMEHTU HajBepojaTHO Ke 6uaart 3ago/mkeHn of camo 20

NpoLeHTN of KNneHTuTe (Mefytoa He ce nctute 20 NpoLeHTH).

MpochutabunHocta Ha KINEHTUTE Bapupa BO 3aBMCHOCT Of Toa Aan ce
aHann3npa BO CErMEHTOT Ha KIVEHTOT WM UHAMBUAYyaTa, WM efleH HacnpoTu efeH

HMBOA Ha K/TMEHT.

OcHoBHata uUen Ha CRM e pasBuBarbe Ha G/IMCKM OAHOCU CO K/IMEHTUTE BO
CerMeHTOT BO KOj Mpunafaar, WM MOTEeHUWjasTHoO npunaraar, Kako BUCOKO
npogoutabunHu. Crnopep toa, cCnocobHocTa Aa ce co3gage npoduT Ha COOABETHOTO
H/BO Ha K/JIMEHTCKW CEerMeHT, MWKPO CerMeHT WiM WHAMBUAYaUIeH KIWEHT e of

doyHOameHTasIHO 3Ha4vere 3a ycrnewHa CRM ctpaTteruja.

Mpo6n1eMoT e BO Toa LWTO TPaAuMUMOHasIHUTE CMETKOBOACTBEHM CUCTEMMU
MHOTY TELUKO, PeYMCM HEBO3MOXHO M WAEHTU(PMKYBaaT peasHATe TpoLIouM 3a
CEpPBMCUPAbE  HA  VHAMBUAyaNHUTE  KNMeHTW.  OpraHusauumMTe  HajuecTto
npeTnocTaByBaaT [Jeka nocTojaT ,NpPOCeYHN" TPOLLIOUM 3a CcepBUCHpare Ha
K/IMEHTUTE 1 CO TOA Ce OTKaxyBaaT 0f MOXHOCTa Aa M TapreTvpaar KIMeHTUTe um
CErMEHTUTE KOM WMaaT peasieH NoTeHUujanl 3a TpaHCopMupake Ha HUBHUTE

npogouTK.

4. PeTeHUMja , akBU3MLMjA U XKUBOTHMOT BEK HA K/IIMEHTUTE

Opn ronemMo 3aHauerbe 3a npodMTabuIHOCTA Ha opraHusauujata ga ce
pas6bepe eKOHOMMYHOCTA Ha peTeHuMjaTa M akBu3MuMjaTa Ha KAMEHTUTE, Kako M

BpegHOCTa Ha XXUBOTHUOT BEK Ha K/IMEHTUTE BO paMKUTE Ha HejSI/IHI/IOT 6U3HINC.

3aapxyBake Ha KNMeHTUTe, OfHOCHO peTeHuujaTa(aHr. customer retention),

npeTcTaByBa KOHTUHYWUTET Ha e/IOBHUTE OHOCU Mefy KIMeHTOT U KoMMNaHwujaTa.

McTpaxyBararta crnpoBefeHn o ctpaHa Ha Fred Reichheld n Earl Sasser73,
ro AgeMOHCTpupaart CbVIHaHCVICKVIOT nMnakTt o4 peTeHu,MjaTa Ha KnneHtute. Co oBa
73Reichheld, F.F. and Sasser, W.E. Jr (1990). Zero defections: qualitycomes to services. Harvard Business

Review, Sepiember-October, ctp.. 105-111
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NCTpaxyBarbe TUe YyTBpAU/E AeKa U MasMoT NopacT BO peTeHuuvjaTa Ha KNneHTuTe
npodyumpan apamMaTvyeH U No3uTvBeH eqekT Ha npoduTabuiHoCTa: 5 NPOLEHTHY
MOEHN pacT BO peTeHuMjaTa Ha K/IMEHTMTE MPUAOHECYBa 3a BMCOKO MoA06pyBarbe
Ha NpodhMTabuIHOCTa BO HETO cerallHa BpeaHOCT. AKO cTankarta Ha peTeHuumjata Ha
KNneHTUTe ce 3roniemMyBa of 85 Ha 90 MpoLEHTW, oBa MpeTcTaByBa NpPOCEYeH

MopacT Ha HETO ceraliHaTa BpeAHOCT Ha NPoduTOoT oA, okosy 40 NPOLEHTH.

OBWe pe3ynTatm uUMaaT 3HauuTesiHO BfVjaHWe 3a NPUB/EKYBake Ha
BHMMaHMETO 3a CylUTMHCKaTa y/ora Koja ja Mma peTeHuujaTa Ha KIMEeHTUTe BO

pamkuTe Ha CRM cTparterujata.

Ynorata n 3Ha4yeHeTO KOE 0 MMa akBM3MuumjaTa Ha KIMEHTUTe, Bapupa BO
COrNnacHocT co creuudpmyHata cuTyaumja Ha opraHusauujata. Ha npvmep, HOBMOT
nasapeH Cy6jekT KOj Bfierysa Ha nasapoT, /1aBHO Ke ce (hoKycupa Ha aksBumsnymjata
Ha KIMeHTUTe, [odeka BeKe eTabnupaHaTa opraHuMsaumja Ke Ouge rnoBeke

KOHLIEHTpMpPaHa 0KoMy peTeHuujaTa Ha KIMeHTUTe.

MpouecoT Ha akBM3UUMjaTa Ha KIMETUTE T[eHepasiHO Ce 3aH/MaBa Co

cnegHvuTe padoTu:

* MPUBNEKYyBak€ Ha KJIMEHTU CO MOHUCKK TpoLUouWn,
* NMpMB/1EKYBaH-€ Ha NnoBeKe KIMEHTH,
* MpuBEKyBakb€ Ha NoaTpakTMBHU KITMEHTU U

* NPUB/EKYBAHE HA K/TMEHTU KOPUCTEJKN HOBU KaHasIW.

XKnBOTEH UMKIYC Unn Bek Ha KnneHToT(aHr.cusl:oter lifetime) enovm Bo CRM
LITO Ce KOpWUCTM fJda ja onuue nporpecujata Ha YeKopuTe Ha KIMEHTOT Kora
NOMVHYBa HM3 pasnTe Ha pa3mMuc/lyBake, KynyBare, KOPUCTEHE U OAPXKYBaHEe Ha
NojalHOCTa KOH oApefeH npou3Bog wnwM ycnyra wan opraHmsaumja. Op oBaa
nporpecuja ce cosfasa BpefHOCT Of, KIMEHTOT 3a opraHm3auujata. BakBmoT Lmknyc
BOAW KOH CylTMHCKaTa umaea Ha CRM KOHUENTOT M yKaxyBa Ha (PakToT Aeka
KIMEHTOT He Tpeba fa ce rnefa kako 36up og, nocebHM U He3aBMCHU TpaHCcakuuu,

TYKY KaKko XXVMBOTEH TEK Ha NPUXoau.
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Richard Lowrie og IBM oTKprBa feka He NocTton eguMHCTBEHa AehuHuymja 3a
noumoTt customer lifetime value.74 MHory opraHu3aLmy BO K/IMEHTCKM OpPUEHTUPaHU
NHOYCTPUM Kpenpaat cTpaTernv oKosly KOHLLENTOT Ha BPeAHOCTa Ha XXMBOTHUOT BeK
Ha KIMeHTOTU fojaniHocTa. Co uen da ce npecmeta peasiHAOT customer lifetime
value, opraHusauujata Tpeba ga ce hokycupa Ha WUOHMOT NPOEKTMpaH NpPocuT BO

TEKOT Ha CBOETO (PYHKLIMOHMpatbEe.

MoMMOT BpedHOCT Ha XXUBOTHMOT BEK Ha KAMEHTOT (aHr. customer lifetime
value - CLV), Payne ro pgedgwvHupakako HeTO cerawiHa BpefHOCT Ha uaHuTe
NPOPUTHM TEKOBM BO TEKOT Ha XUBOTHWOT BEK Ha BOCMOCTaBEHUTE OAHOCK CO
KAneHTuTe.7s Toa ro npeTcTaByBa LENNOT ovekyBaH TeK Ha NpodouTn, NpunarofeH
Ha coojBeTHa MNOHWCKa CTanka, BO TEKOT Ha >XMBOTHWOT BEK Ha BOCMOCTaBeHUTE
OOHOCK CO K/MEHTUTE BK/Iy4yBajkM BKpPCTeHa npojaxkba, HaropHa npogaxoa,
3acTanyBawe WU pediepeHTHU ediekTn. BpegHocTa Ha XMBOTHMOT BeK Ha
KIMeHTOT,Tpeba fa ce npecMmeTyBa Ha HVMBO Ha rpaHy/napHW CerMeHTV COOLBETHU

Ha Toj GU3HKC.

Mopaan KOMMMEKCHOCTA Of, KBaHTU(MKaLMja HA WAHUTE HacTaHu, MHOry e
TEWKO NpeuusHo Aa ce onpedenn BpeAaHOCTa Ha XXMBOTHMOT BEK Ha K/MEHTOT.
MefyToa, Mako ce jaByBaaT MOTELLUKOTMN BO MEPEHETO, ToA HE 3HauM AeKa OBOj

KoHUenT Tpeba fa ce ofgbue. Peppers n Rogers noteHuMpaar geka:

"CTaTUCTMUKMTE MOAENM Ha BPEAHOCTa Ha XMBOTHMOT BEK HA K/IMEHTOTCe
NCTO TONIKYy A06pW KONKY LWITO Ce M nofgatouuTe W aHanvMauTe KoM UCTute m
coapxarT...n oypu co nepdekTHU MoJaToun TMe HUKOrall He MoxaT Ja o6e3benat
nepdekTHn npeasuayBara. Co pasymHa fo3a Ha NpeTnas/IMBOCT, BakBUOT MoJes
Ke CNMyXu Ha BaluTe Hamepu. Hemate noTpe6a of TOuHWU 6pojku 1 nogaTouu. Toa
lWTOo BM Tpeba ce HauvMHM U cpeacTBa 3a crnopeabda Ha npeaHocTUTe of efeH
MapKeTUHT NporpaM Mam npofaxkHa crtpaternja co apyr. MoTpeGHM BM ce napaMeTpu

Kou Ke BM 06e36eaat KopucHU nHpopmaunn®. 76

7ALowrie, R. (1997). Lifetime value: delivery in a financial servicesenvironment. Journal of Financial Services
Marketing, cTtp. 2

75Payne, A., 2009. Handbook of CRM: Achieving Excellence in Customer Management s.l.:Elsevier, Oxford,
CcTp.151.

76Peppers, D. and Rogers, M. (1993). The One-to-One Future.London: Piatkus, cTp. 41-42.
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He Tpeb6a ga ce TprHyBa of npeTtnocTaBkaTa feka opraHusauuuTe Ke cakaar
Ja TV 3agpxar cuTe KIMEeHTU BO MAHWHA. Hekon KIMeHTU Moxe Aa npoayuupaat
rosliemu TPOLLOLM 3a HMBHO CepBMCUPare WU BUCOKN TPOLLOLM 3a akBU3nuuja, LITO
BO MAHMHA MOXe [a Ce MOKaKe Kako Heucniat/ivMBo MU HenpoutabusiHo Of, acnekT
Ha BpeAHOCTa Ha XWBOTHMOT BEK Ha KIMEHTOT. BepojaTHO e feka BO pamkuMTe Ha
[afleHOTO MOopPTgONMO Ha KINEHTU, MNOCTOojaT CErMeHTU Kou ce npochutabunnu,
HEKOW KOW ce BO TOYKa Ha cTarHauuja, Kako U HeKou Kou ce HenpoutabunHu of

aClnekKkT Ha BpeagHoCTa Ha XXMBOTHMOT BEK Ha K/IMEeHTOT.
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IV. OPTAHN3ALUWNIA 3A MMIMNNEMEHTAUNIA HA CRM KOHUEMNTOT

1. PeneBaHTHU UCTpaxyBawa

Mo npernegoT Ha nuTepaTtypaTta 3a NPeTXoAHOTO UCTpaXyBake BO BPCKa CO
AeduHmparbe Ha MPOGMEMOT UM OCHOBHUTE MOUMMK, MOXE Aa Ce 3aKlyynm aeka
NCTpaxyBatbaTa BO iMTepaTtyparta nosp3aHn co CRM, Moxe aa ce nogenaT Ha Tpu

rnaBHU KaTeropun.

MpBaTa kaTeropuja ce ofHecysa rnaBHO npobrnemuTe nmnenMeHTauuja
Ha CRM,o6hocho AWNeMnuTE 3a npudpakawbe Ha CRM. OnuwaHu ce ycnewHu un
HeycnewHn cnyyan. Bo oBaa karteropmja Ha WCTpaxyBameTo ondgareHn ce
(hakTOopuTe Ha ycnelwuHa WK HeycnewHa MMNieMeHTauuja, Kako 1 BANjaHUETO LITO
ro ¥Ma ycBojyBateTO Ha 0BOj KoHLUenT. Ha npumep, Bull gaBa ob6jacHyBame feka
CRM e KOMNIeKCEH U XONMMCTUYKM KOHLENT LWTO 6apa COOABETHU AENOBHU MpPOLEecH
N NHTEerpupaHn cuctemMn.77 Toj UCTO Taka, ja nocodysa notpebarta of eeKkTUBHO

NNAepcTBo, U3BOpPUY, TapreTupare 1 eBasyaumja Bo pamknute Ha CRMcTpaTerame.

Deighton, cyrepupa geka ycnewHa nmnnemeHtaumja Ha CRM6apa pupmute
Aa M Mmaar npegsug gosepbaTa Ha KIMEHTUTE U COYYBYBaheTO Ha HMBHATA
npuBaTHOCT  OMAejkm TOA MOXe [da Bvjae Ha  3abaByBarbe  Ha
nMnaemeHTaumjata. 78 [JOkonky KnveHTuTe ja uarybar gosepbarta Bo hvpmaTa 3a
KOoja cMeTaaT feka Ke M KOPUCTU HUBHWUTE MoAatoun 3a CBOM UCTPaKyBauku Lesu,

Ke ce Tpyaar Aa ro 3abpaHyBaaTt KOPUCTEHETO Ha UCTUTE oA CTpaHa Ha dmpmarta.

Nguyen, i cTtygupasl cTpaTermmTe 3a YycrewHa uMmnaeMeHTauuja Ha
CRM.ATewwkotunTte ga ce gobue n ogpxysa usBpliHa nogapwka 3a CRM npoekToT,
Kako M 3a ycornacyBakwe Ha rnaBHUTE WHTEPHU (OYHKUMW WU OENOBHU efAvHUUN

noBp3aHn Co uenntTe 1 MI/ICI/IjaTa Ha MPOEKTOT, M Nnoco4vyBa KaKko /1aBHU CbaKTOpI/I

7/Bull, C. (2003), “Strategie issues in customer relationship management(CRM) implementation™: Business
Process Management Journal, Vol.9, No.5, ctp. 592.

78Deighton, J. (2005), “Privacy and customer management”, Customer-Management, Cambridge, MA: Marketing
Science institute, cTp. 17-19.

79Nguyen, T.H. (2007), “Strategies for successful CRM implementation”,Information Management & Computer
Society, Vol. 15, No.2, cTp. 102-115.
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3a ycrnewHa umnnemMeHtaumja Ha CRM. Op gpyra crpaHa, 3a ga ce pgojae no
ycnewHa wuMmrnieMeHTaumja, MeHayMeHTOT Mopa pga buae curypeH pgeka uvma
HanpaBeHO WCTpaxyBawe BO HajgodpuvoT (oyHKUMOHasleH gen Ha pupmarta 3a

crnocobHocTa 3a npugakare Ha HOBUOT KOHLIEMT.

Bo wuctpaxyesaweto 3a CRM wumnnemeHTaumja Ha pasnyHn quUpmMn BO
AmMeprka HanpaBeHo of Bohlinget al, ce nocoyyBa oaHecyBameTO Ha TOr
MeHalMEHTOT Kako 6uTeH pakrop 3a corfiefyBawe Ha notpebara of BoBefyBaHe
Ha CRM.8WcTo Taka nocton ogpefeH 6poj Ha KpUTepuymmn Ko MoXe [a v KopucTtu
hupmaTa 3a fa ro mcnurta nosuTMBHOTO BAMjaHWMe Ha CRM BO 3afpXyBameTo Ha
KMEeHTUTE N HUBHOTO 3a40BOJICTBO, pPacTOT Ha npuxoaute, HamaslyBake Ha
TpowouunTe 1 nofodbpysarwe Ha NPOAYKTMBHOCTA Ha BapboTeHuTe. LONONHUTESTHO,
o4, cTpaHa Ha Ang n Buttle, HanpaBeHa e KBaHTUTaATUBHA CTyAuja 3a fa ce ucnuta
Bpckata nomefy CRM KoHUENTOT M AenoBHUOT ycnex.8l Tue gowse Ao co3HaHue
Aeka CRMKOHuenTOT vmMa no3vTMBHO BivjaHue Ha nospaToT Ha cpeacTtea (ROI) u
npochutabunHocta Ha KomnaHujata. EpHoBpemeHo, Lindgreen and Anticorn
ncnuTyBasie nak Heonxof4HUTe akTMBHOCTM CO ues BoBegyBake Ha CRM BO
6aHKapCcKNoT cekTop.&

Mako noctojaT nogaTouy 3a UCTpaxyBatba Ha hakTopuTe U pesynTtaTuTe of
yCreLlHO WM HeycrnelwlHo BoBedyBake Ha CRM BO crnomeHartarta nvTeparypa, Toa

MOXe [la He UM 6ufie OBO/THO Ha KOMNaHUMTe [a ce oA/lydyart a ro BoBejar.

BTopata kaTeropuja rnaBHO ce OfHecyBa Ha KOHLENTOT U gedouHuuumiTe 3a
CRM.

TpeTtata kaTteropuja og UCTpPaxyBareTo ce pakTopuTe KO Ce NoBP3aHu Co
BoBegyBake Ha CRM 1 ce ogHecyBa Ha TeXHOMOLLKNTE acnektn nosp3aHn co CRM

annvkauujata. oroneMmoT Aen o UCTpaxyBakaTa Ha OBaa TeMa ce AoCTarnHu BO

8 Bohling, T, Bowman, D., LaValle, S., Mittal, V., Narayandas, D., Ramani, G.and Varadarajan, R. (2006), “CRM
implementation: Effectiveness issues andinsights”:Journa/ of Service Research, Vol. 9, No. 2, cTp. 184-194.

8L Ang, L. and Buttle, F. (2006), “CRM software applications and businessperformance”: Journal of Database
Marketing & Customer StrategyManagement, Vol. 14, No.1, cTp. 4-16.

& Lindgreen, A. and Antioco, M. (2006), “Customer relationship managementthe case of a European bank”,
Marketing Intelligence & Planning, Vol. 23,No0.2, cTp. 136-154
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crnucaHujata 3a uWHdopmaumoHn cuctemu. Ha npumep, O’Leary, Rao u Perry
cyrepypaar [eka vHTerpauuwjata Ha MHTEPHETOT U MapKeTUHr 6a3nte Ha nogaTouu
ja nogobpyBa edpekTMBHOCTa Ha AenyBarweTo Ha CRM.&Light, ro nma nctpaxysaHo
BNvjaHneto Ha CRM codpTBepckara annvkaunja Bp3 opraHmsaymjatadd Park n Kim
npegnaraatr pamka 3a CRM 3a noBp3yBake Ha MapKeTUHroT CO MHpopmMartmukara
cTpaternja.& lMNputoa e geMOoHCTpMpaHa npouefypa 3a CermeHTauuja Ha KIneHTu

KOPUCTEJKN NHADOPMATUYKN CUCTEM 3a KIINEHTW.

CTyauute Kou ce 3aHMMaBaaTt Co MAeW, HaCOKW UM Linekynauum nospsaHu co
CRM rnaBHO ce cnpoBefeHN MpeKy KBa/iMTaTMBEH nMpucTan Kako OnwTo
oncepsupame, CTyaum Ha C/y4daj U akuucko ucTpaxysawe. Ha npumep, Bull nma
CrpoBefeHo CTyamja Ha cnyvaj noBp3aHa co umnnemeHtauumja Ha CRM Bo AHrvja,
BO NPOM3BOAHa KOMMaHuja Cco uesn Aa r UcTpaxu npobnemute noBp3aHu co camara
nmniemeHtauvja.& Ln.cnpoBesi KBa/IMTATUBHO UCTpaxyBakbe 3a [fa passue
coogBeTHa pamka 3a CRM Bo 6aHkapckata nHayctpuja.87 Bo 2005 rogmnHa, Roh et
al. passune npuoputeTeH mMogen Ha gpaktopu 3a ycneweH CRM cuctem KopucTejku
CTPYKTypHa paBeHKka 3a mogenupane.8 Cnopep HuB, MHBecTMpaweTo Bo CRM
npouecute, UWHoOpMauunTe K cuctemute Ke MpuAgoHce BO nNogobpyBarwe Ha

pa60Te|-beTo Ha KOMMaHnnTe rnegaHo o4 acCrekT Ha erI/IKaCHOCTa.

Bo gocerawHata nuteparypa, NpuyMHUTE 3a BOBeAyBake W B/WjaHMETO Ha
CRM co HeroBOoTO yCBOjyBaw€ 0f, CTpaHa Ha KOMnaHuuTe, He O6une emnupuykm
TeCTMpaHNW HUTY CO efleH CcTaTUcTMukm wmogen. OTTyka, MnpakrmkaHTute u
akageMmumuuTe ceywTe MmaaT Mann Mo3HaBaka 3a (paktopute Kou BNjaat Bp3
oanykata 3a BoBegyBatbe Ha CRM. TlMopagn dhaktopute, OAHOCHO HMBHOTO

Herno3HaBatbe MOXe [a [0jae [0 HeyCrnelwHn MHBECTULMM 1 HeyCNeLlHV NpoLLecH.

80’ Leary, Rao, S. and Perry, C. (2004), “Improving customer relationshipmanagement through database /
Internet marketing”, European Journal ofMarketing, Vol. 38, No, 3/4, ctp. 338-354.

84 Light, B. (2003), “‘CRM package software: a study of organizationalexperiences”, Business Process
Management, Vol. 9, No. 5.

8&Park, C.H. and Kim, Y.G. (2003), “A framework of dynamic CRM linkingmarketing with information strategy”,
Business Process ManagementJournal, Vol. 9, No. 5, cTp. 652-671.

86Bull, C. (2003), “Strategic issues in customer relationship management(CRM) implementation”: Business
Process Management Journal, Vol.9, No.5, cTp. 592.

87 Liu, H.Y. (2007), “Development of a framework for CRM in the bankingindustry”, International Journal of
Management, Vol. 24, No.1, ctp. 15-32.

8 Roh, T.H., Ahn. C.K. and Han, I. (2005), ‘“The priority factor model forcustomer relationship management
system success”, Expert Systems withAppllcations, Vol. 28, cTp. 641-654.
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1.1. KputuyiHu haktopun 3a ycnex Ha CRM KoHuUenToT

YcnewHnot CRM 6apa XONMMCTWUUYKM NpucTan 3a Cekoja penauuwja BO
pamMKyn Ha opraHuMsaumjata npeky npudpakare n gejctByBake Mo TOj NPUHUUN U

[leTeKTMpame Ha KpUTUYHUTE (hakTopK 3a YCMeX.

Rockart, kpuTuuHUTE pakTopu Ha ycnex rm gedomHupa Kako: ,OrpaHnuyeH 6poj
Ha 06/1acTM BO KOM MOKaxyBaaT pesy/sitaT, ako ce 3a40BOo/iMTesiHn Ke obesbepar
YCNEewWHN KOHKYPEHTHU nepthopmaHcu 3a opraHusauujata. Tue ce HEeKOJIKY Ky4HW
obnactm BO Kou ,paboTuTe" Mopa fa TprHat BO NpaBu/Ha Hacoka 3a ycnelleH
pasBoj Ha OM3HUCOT. AKO pes3yntatute BO OBME 06/1aCTM He Cce COO4BETHM,
pesynrtatute Of B/IOKEHUTE Harnopy Ha opraHusaumjata ke 6ugar noMasim of
oyekyBaHUTe."® Toj UCTO Taka 3aknydyBa [eka KpUTUYHUTE oakTopu 3a ycnex ce
06/1aCcTN 0f, aKTUBHOCTU Kou Tpeba KOHTUHyupaHo ga fobusaaT nocebHO BHUMaHUe

1 noAapLUKa 0, MEHALIMEHTOT.

[MocTojaT MHOTY UCTpaXyBara 1 CTyAuUK 3a KpUTUYHUTE (PakTopu 3a ycnex Ha
CRM. Mendoza, Marius, Perez un Griman, KoM yKaxXyBaaT Ha BaHOCTa 0f,
MeHaiyepckata noajplika v KOMyHuKaumjata Kako KiydyHu dpakropy Ha CRM
ctpaternjata.9® Caldeiera, Pedron, Dhillon w©n Jungwoo, ja HarnacysaaTt
opraHusauuckara npoMeHa npu nmniemeHrtaumjata Ha CRM kKako kiyydeH dpaktop 3a

Qi
ycrnex.

Bo Tabenarta nogosy NpUKaxaHo e pesnmMe Off HEKOJIKY CMpoBeAeHn CTyauu

oA 2002 - 2009 roavHa 3a OTKpMBake Ha KpUTUYHUTE ddakTopu 3a ycnex.

89Rockart, J. F. (1979). Chief executives define their own data needs. Harvard Business Review, 57(2),ctp. 81-
93.

OMendoza, L. E., Marius, A., Perez, M., & Grimén, A. C. (2007). Critical success factors for a
customerrelationship management strategy. Information & Software Technology, 49(8), cTp. 913-945.

9lCaldeira, M., Pedron, C., Dhillon, G., & Jungwoo, L. (2008). Applying EA Perspective to a
Competency Framework: In proceedings of the Third International Conference onthe Convergence and Hybrid
Information Technology.
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KpunTtunyeH chakTop 3a ycnex

BpeHa  MeHalepcka  nogaplika U

NOCBETEHOCT

KomyHukaupja BO Bpcka co CRM
cTparervjara

YnpaByBah€ co opraHusauuckmTe
NMPOMEHN

MpomeHn BO AeNOBHUTE MPOLECK

Pa3bupareto Ha CRM

EdbekTBHO NnaepcTBo

TpeHUHT 1 efykaumja Ha BpaboTeHuTe

lMocTtoewe Ha BUCTUHCKUM Nuaep Ha
NPOEKTOT

[NocToenwe Ha cuctem 3a TapreTmpare u
cucTeM 3a eBalyaumja

MpomeHn BO opraHu3auuckara Kyntypa

CuHeprunja co T onepauuunte

CnocobHoCT  3a  ynpaByBake  CO

3HaeHweTo
Pa3BojHnoT nat (o4 onepatuBeH [0
aHa/IMTUYKN 1 konabopaTtneeH CRM)

CornepyBare

Ha  oneparnBHuUTe n

cTpaTeLwkiTe Npuao6brBKN

ABTOD

Alt & Puschmann, 2004; Caldeira et al.,
2008; Chen &Chen, 2004; Croteau & Li,
2003; Harej & Horvat, 2004;

Injazz & Karen, 2003; King & Burgess,
2008; Kotorov,

2003; Maleki & Anand, 2008; Mendoza
etal., 2007; Zhong Hong, 2008

King & Burgess, 2008; Mendoza et al.,

2007

Alt & Puschmann, 2004; Caldeira et al.,
2008;
Wikstrom, 2004; Zhong Hong, 2008

Christopher, 2003

Injazz & Karen, 2003; Pedron & Saccol,
2009

Chen & Chen, 2004; Christopher, 2003

Caldeira et al., 2008; Christopher, 2003;
Harej &Horvat, 2004; Injazz &
Karen,2003; Maleki & Anand,
2008; Zhedan, Hyuncheol, Jongmoon, &

Hojin, 2007
Wilson, Daniel, & McDonald, 2002

Christopher, 2003

Chen & Chen, 2004; Injazz & Karen,

2003; King &

Burgess, 2008; Wilson et al., 2002

Chen & Chen, 2004; Maleki &
Anand,2008

Chen & Chen, 2004; Croteau & Li, 2003;
King &Burgess, 2008

Alt & Puschmann, 2004; Zhedan et al.,
2007
Croteau & Li, 2003
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HBONBMPAHOCT Ha BpaboTeHuTe Maleki & Anand, 2008; Payne & Frow,
2006; Wilson et
al., 2002

dopmuparbe Ha myntudyHkumoHaneH Kotorov, 2003; Mendoza et al., 2007
UM MyNTUNPodIEeCMOHANIEH TUM

MocTaByBawe Ha BpeMeHcka pamka 3a Alt & Puschmann, 2004; Zhedan et al.,
CRM mnmnnemeHTaymja 2007

CRM npougeHka Ha noAroTBeHoCT Caldeira et al., 2008; Croteau & Li, 2003;
Payne &Frow, 2006
Ksasmmretor Ha  uHpopmauumute ©n Chen & Chen, 2004; Karakostas et al.,

NHTEerpupare Ha nogartoum 2005

NuTerpaunja Ha CRM cuctemort co gpyrm  Chen & Chen, 2004; Christopher, 2003;
King &Burgess, 2008; Mendoza et al.,
2007; Meyer, 2005;

Zhong Hong, 2008

[leNI0OBHU CUCTEMI BO OpraHu3auujaTa

YnpaByBane co nogatoumMte  3a Mendoza et al., 2007
KIMEeHTUTe, nNoAApLlKa Ha KIMeHTuTe,

aBTomaTunsauuja Ha npofaxHurte

npouecn, MapKeTUHI aBToMarusaumja,

KOHTaKT ueHTap, AedpuHupare Ha Lenm

Tabena 1. 1/1I3Bop:icoci,2on

Op npuka3oT Bo Tabenarta, ce corfefysa [eka NMoBeKeTO KPUTUYHU hakTopu
3a ycnex, Koum ce MnpuKakaHu Of, pesieBaHTHU MUCTpaxyBauu Ce ofHecyBaaT Ha
noajpLukara of, cTpaHa Ha MeHalMeHTOT BO opraHusaumjara, TPEHUHT 1 efykaumja
Ha KOPUCHULMTE Ha CUCTEMOT, YyMnpaByBakeTO CO OpraHu3auuckuTe MpPOMEHMU,
nHTerpaymjata Ha CRM cuctemoT Co gpyrv Le/IOBHU CUCTEHW BO opraHusauuvjara,
NpoMeHa BO opraHu3aymckaTa Ky/Typa, CnocobHoCcTa 3a yrnpaByBatbe CO 3HAaeHETO
N BK/ydYyBak€TO Ha KopucHuuuTe (BpaboTeHuTe) BO ummmniemeHtauvja Ha CRM.
OBune wucTpaxyBawa Ce ofHecyBaaT Ha (pakTopuTe 3a ycrnex BO (pasara 3a
npegyceojyBakbe © npegumniemeHtaymja Ha CRM cuctemor. Cnopeg osa

NCTpakyBar€ KOHCTaTVpaHu ce LWecT (hakTopy 3a ycnex Bo oBue chasu.

MpBMOT U Haj3Ha4YaeH pakTop e noTpe6arta of KOHTVMHyMpaHa noagdpluka u
MOCBETEHOCT 0/, CTpaHa Ha BPBHMOT MeHalIMeHT BO (pa3aTa Ha npeaycBojyBare U

nmnnemeHtaumja. OBOj (pakTop He e 3HayaeH camMO BO OBWe pa3n, HEroBoTo
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BMWjaHME W BaKHOCT € MNPOCMefeH0 W BO CUTE NPEeTCTojHM (oa3n. Kako LwTo
nctakHyBa Kale, ,HecoojBeTHaTa nofapLlka of CTpaHa Ha BPBHUOT MEHALIMEHT e
efleH ol ceymTe CMPTHU rpeBoBu 3a CRM uHuUMjaTMBaTa. 3atoa NOCTOEHETO Ha
KOHTUHyMpaHa nogaplika of, CTpaHa Ha BPBHMOT MEHALIMEHT € Of, CYLUTMHCKO

3Hayene 3a CRM ycnexoTt.“@

BTopuoTt chaktop e pasbupareTto Ha KoHUenToT Ha CRM u KoMyHuKauujata
BO BpCKa CO o4yekyBaHWTe BpefHOCTU 1 6eHndpuumm og CRM 1 CRM cuctemute 3a
opraHusauujara, BpabotreHute n kaneHtute. Cnopepg Caldeira et al., ,HeycnexoT ga
ce pasbepaT 6M3HMC GeHndMLUMMUTE, Ce CMeTa 3a HajuyecTa npuyMHa 3a Heycrnex Ha
CRM."8B

TpeTnoT (hpakTop e nocTtaByBaHETO Ha LEenmTe Kou Ke ce nocturHat co CRM un
COOABETHM CUCTEMW 3a Meper-e Ha nocturHatute uenu. Mendoza et al., uctakHysa
feka noctaByBakeTo Ha CRM uenute e 6uteH daktop 3a ycnex Ha CRM
cucteMotr. A Cnopep, Caldeira et al., noctaByBabeTo Ha HecOOABETEH CUCTEM 3a

esanyaumnjaHa CRM ycnewHoCT e egHa 04 HajyecTuTe NPUYMHU 3a Heycrnex.

UeTBpTMOT (paktop € MNpoueHKa Ha opraHusaymckata MoAroTBEHOCT 3a
JoHecyBawe W cnposesyBakbe Ha CRM cucTemMOT, LWITO BK/AydyBa TEXHUKM WU
domHaHcKcKa npoueHka Ha NoAroTBeHOCT. BaxHoCTa Ha 0BOj hakTop e HariaceHa BO

MHOTY CTyAuMW.

MeTTMOT (hakTop € Kpeunpakwe Ha MaH 3a ynpaByBame CO 04YeKyBaHuTe
npomeHun. lpu yceojyBawe M mmnnemeHtauyja Ha CRM cuctemute ce jaByBaaTt

Ky/ITYPHV NMPOMEHM 1 MPOMEHN BO MpoLiecuTe.

LLlecTnoT (pakTop € kpeupare nnaH 3a crnpaByBake M npuchakawe Ha
NPOMHEHUTE Of CTpaHa Ha kopucHuuuTe (BpaboTeHuTe). Cnopen Mankof, ,eneH o

npo6aieMuTe co Kou ce CpeTHyBame Mnpu umnieMeHTauymjata Ha CRM cuctemmTe e

PKale, S. H. (2004). CRM Failure and the Seven Deadly Sins. Marketing Management, 13(5), cTp. 42-46.
93Caldeira, M., Pedron, C., Dhillon, G., & Jungwoo, L. (2008). Applying EA Perspective to CRM:Developing a
Competency Framework: In proceedings of the Third International Conference onthe Convergence and Hybrid
Information Technology.

YMendoza, L. E., Marius, A., Perez, M., & Grimbn, A. C. (2007). Critical success factors for a
customerrelationship management strategy. Information & Software Technology, 49(8), ctp. 913-945.
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npuhakakbeTo Ha NPOMEHUTE Of CTpaHa Ha BpaboTeHuTe."®H MpudrakakeTo Ha
CRM cuctemute of ctpaHa Ha kopucHuuuTe, cnopef Carter, nurpa BaxHa ysnora 3a
HeroB ycnex.%6 Cnopes Anderson TPEHUHIOT Ha KOPUCHUUUTE W HUBHOTO
npudgoakare Ha HOBUTE MPOLIECU U COPTBEPCKN peLleHnja e 0f, CYLUTUHCKO 3HavyeHe
3a ycnexoT Ha TpaH3uunjata B0 CRM.97 OTTyka, KOPUCHUYKNOT CUCTEM € Of roniema
B&XHOCT BO MCTpaxKyBamarta 3a MH(POpMaTuykMTe CUCTEMU U YECTO e BO Kopesnauuja
CO OfHecyBah-€TO M 3a[0BOJICTBOTO Ha KopucHuumte.Cnopen Petouhoff, ako
KpajHUTe KopuUcHMUM He chakaaT Kako M Ha Koj HaumH HoBaTa CRM TexHonoruja Ke
MM OBO3MOXMW NOAO6PO HMBO Ha ycnyra 3a KIMEHTUTE, Kaj HUB Ke ce cosfaje

oTnop."

MoHatamy Petouhoff Harnacyea, ,OTNOPOT Ha KpajHUTE KOPUCHULUM Ke
npugoHece 3a Heycnex Ha CRM npoekToT, Mpy LITO Ha KpajoT Ke ce cBefje Ha
NOAONIM POKOBM 3a peanusauuja, 3a UMNAeMeHTauuja, NpoMalleHn Lesun, BUCOKU

TpoLIOUY, NPOLLUMPYBakbe Ha AeNOKPYroT 1 MOMaUIKy peasimavpaHn npuao6bmski.”

Cnopepn, Mike, xenbata Ha KpajHUTE KOpUCHUUM da ce uHTerpypa CRM
CMCTEMOT BO HMBHaTa paboTHa OKO/IMHA e AeTepMUHMpaykm (haktop 3a ycnex Ha
cuctemoT. MNokpaj Toa, KOMyHMKaumjata, CocnylwyBaHeTo, COOABETHOCTA, TPEHUHTOT
N HarpagyBareTO Ha KpajHUTEe KOPUCHULUM Fo AeTepMUHMpaaT HUBHOTO OfHecyBaHe

M cTaB KoH cuctemoT.10

Op acnekr Ha CRM cuctemmnTe Kako [f1laBHM (paktopu 3a ycnex ce

NCTakKHyBaar:
- MopapLukaTa o cTpaHa Ha BPBHMOT MEHALIMEHT,
- YnpaByBaHETO CO OpraHn3aLMcKuTe NPOMeHU 1

- YnpaByBah€T0 CO NPOMEHUTE BO KOprnopaTuBHaTa Kyntypa.

% Mankoff, S. (2001). Ten Critical Success Factors for CRM. Siebel System, White Paper.

% Carter, Y. (2009). Know your customers better: NZ Business, 23(7), cTp.42-45.

97 Anderson, W. O., Jr. (2001). Customer relationship management in an e-business environment: In
Proceedings of the internaional conference on Change Management and the New Industrial Revolution

B Wu, I, & Wu, K. (2005). A hybrid technology acceptance approach for exploring e-CRM adoption
inorganizations. Behaviour and Information Technology, 24(4), ctp. 303-316.

9 Petouhoff, N. (2006). The Scientific Reason for CRM Failure. Customer Relationship Management 10(4), cTp.
48.

10 Mike, S. (2007). Winning Friends For CRM: Five Keys To Gaining End User Acceptance. Customerlnteraction
Solutions, 25(10), cTp. 26
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NutepaTypata NOTBpAYyBa AeKa KPUTUUYHMTE (DAKTOPM 3a YCreX NoBp3aHu Cco
YOBEUKMTE PECYpPCU UMa BUTa/THA Y/lora ako opraHu3aluvjaTa caka fa ' UCKOPUCTY

6eHecnTnTe og CRM.

Cnopepg, Mendoza et al., ,4yoBeukmoT chakTop 3a ycnex Ha CRM ondpaka ronem
paHr Ha BpaboTeHuM Of BPBHWOT MeEHaLMEHT [0 BpaboTeHWTe Ha HajHuckata
Xnepapxmcka ckasna, npu wWTO mefycebHaTa copaboTka € HeonxoAHa 3a ycrnelHa

nmnnemeHTtaumja Ha CRM“.

Wcto Ttaka AL Mashari n Zairi, o ncTakHyBaaT 3HA4YeHETO Ha 4YOBEYKMOT
dakTop, O6uaejkn opraHMsaumjata MNOMMHYBA HU3 OrPOMHW  MPOMEHM Mpn
BoBeAyBaweTo Ha CRM.1OL Twe noHaTamy TBpAaT AeKa AEHEeLHWOT AMHaMWYEH
pacT 1 pa3Boj Ha TexXHo/OrMjaTa ja HamaslyBa BaXHOCTA Ha YOBEYKMOT (pakTop BO
efHa opraHusauuja, HO BO peasiHOCTa Toa Ce MNoeauHuM - BpabOTEeHW Kou ce
rpagbeHn genosu Ha cTpaTtermmnte kako wTo e CRM. Cenak oBaa pas/iMyHOCT 0
koMmnavumpa uenvot npouec Ha CRM 1 BpaboteHuTe 3a npudpakarbe Ha CRM.10Ma
HaAMUHyBark€ Ha OBMe npeamssBuum 1 ga ce 06esdbeam ycnewHa mMmnaemeHTaumja u
pa3soj Ha CRM, Hekon aBTopu M HaBefyBaaT ClefHUTe YOBEUKM KTyYHW hakTtopu
3a ycnex: noggplika of CTpaHa Ha BPBHMOT MeHalMeHT, coofBeTHa obyka U

TPEHWHT Ha BpaboTeHuTe, NnoceyBatbe Ha 3HaeHe, MoTMBaLMja 1 3a40BOJICTBO.

Cnopepg, Chalmeta, “nyfeto ce TemMesioT Ha cTpaTernjata 3a ynpaByBare Ha
O[lHOCUTE CO K/IMEeHTW, OVAEjKM Tue ce OHMe BO UMM LUITO paue e ycrnexoTr wunu

HeyCcnexoT Ha NiiaHoBMTe U CTpaTernmTe Ha opraHusauuvjara.lis

,100 Al-Mashari, M,, & Zairi, M. (2000). The effective application of SAP R/3: A Proposed model ofbest practice.
Logistics Information Management, 13 (3), cTp. 156-166.

1® Finnegan, D. J., & Currie, W. L. (2010). A multi-layered approach to CRM implementation: Anintegration
perspective. European Management Journal, 28, ap. 153-167.

18 Chalmeta, Ricardo (2006): Methodology for Customer Relationship ManagemenrTheJoumal of systems and
Software 79 (2006), ctp. 105-124.
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2. OpraHusaumckm NpoMeHu 1 ynpaByBaHe CO NPOMeHuUTe

BoBeayBakeTO Ha HOB KOHUENT Ha [Ae/OBHOCT U ynpaByBake BO
opraHusauujata, camo Mo cebe BCYWHOCT 3Hayn u3yvyyBawe WU NpeymsHo
AeHNpaHe Ha CaMMOT KOHLENT, Kako M U3ydyBawe Ha /yfeTo U HMBHaTa KynTypa,
lUTO BO CyWTWHA 3HauM KU3ydyBakbe Ha NPOMEeHUTe - eBoflyuMja Ha ugejata 3a
HauMHOT Ha  paboTeweTo, npupodara Ha  YOBEYKMOT  MOTeHumjan Mu
oyHKUMOHaNHOCTUTE Ha opraHu3aymjata. Co BOBeAyBawe€TO Ha HOB KOHLENT, ce
cnyyyBaaT (pyHAaMeHTa/lHW MNPOMEHUM BO [e/IOBHUTE KoM uMaaT

MMMN/IMKaLVMja Ha MHOTY [ieNI0BM U acneKk Ty Ha opraHvM3auujaTa.Lu

Mpyv eBonyumja Ha opraHusaumjata of TpaauuMoHasiHa, MNPOU3BOAHO -
OpUEHTMpaHa, BO KIMEHTCKM OpWEeHTMpaHa, MoTpebHo e peausajHMpaHe
HanpoLLecuTe U HoBa UHPACTPYKTypa 3a nogapluka Ha npouecuTe. Kora npouecoT
ce peausajHupa, paboTaTa eBaslyMpa Off TECHO OpUEHTUpaHM 3a4auyn  BO

MYNTUONMEH3NOHaUTHN.

TpaH3MuucknuTe 1 TpaHC(OpMaUMCKUTE MPOMEHW KOM Ce C/ydyBaaTr Cco
BoBeAyBateTo Ha CRM KOHUENTOT ce OoAHecyBaaT Ha: BOBe[yBare Ha HOBY
MPaKkTVKM BO oOpraHusauumjata, HOBM NpoLecu, peopraHusauvja, Moaudukaumja
HanoCTOeuYkKMTeN BOBe/yBa€ Ha HOBU MPOV3BOAM W YCNYTU, CUCTEMM, TEXHOMOMUN,
NMPOMEHM BO YOBEUKUTE Pecypcy M ci. HajTeWKMoT Aen BO OBaa TpaH3uuuja He e
06e36eyBatb€TO U BOBEAYBaH€TO Ha HOBUTE TEXHOMOMMM KoM Ce MOTPEBHU, TyKY

ajanrtauuja Ha opraHusauujata u Hej3uH1UTe YoBeYvkn pecypcu.@Bb

Kora opraHusauuMte ce o06uayBaaT fa Ce OpUeHTMpaaT KOH K/MEHTW,
BpaboTeEHNTE Ke MopaaT fa ja npudpataT npoMeHaTa Ha KyNnTypHUTE HOpPMM,
opraHusauuckata CTPyKTypa M HauMHOT Ha KOj HMBHAta pabota ce Mepu U
Harpaayea.107 CTaBoBWTE U BPeAHOCTUTE Ce MeHyBaaT Kako O[IrOBOP Ha HOBUTE

Gapara 1 npean3BuLM.

M Birchall, D., Lyons, L. (1995). Creating Tomorrow’s Organization: PitmanPublishing, London,ctp. 95

1056 NcTo

108Peppers, D. andRogers, M.: Managing Customer Relationships - A StrategicFramework. John Wiley and Sons
Inc., Hoboken, New Jersey, 2004, cTp.1

10Ryals, L. and Knox, S. (2001), “Relationship Marketing through CustomerRelationship Management”,
European Management Journal, Vol. 19, No. 5,cTp. 534-542
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2.1. OpraHusayucka Kyntypa

OpraHusaunuckaTa Kyntypa € efiHa of, HaCUHUTe U HajcTabuIHUTE CUIN KO
B/NMjaaT Ha opraHu3auujata.lB OpraHusauukara Kyntypa e 36up of, OTBOPEHU WU
TpajHu npaBuna, BPefHOCTU U MPUHLMMNNW, KOWM Ce MOCTOojaHW M KoM F0 Hacouvysaart
ofHecyBaH-eTO BO OpraHusauujata, Taa VMM [aBa YyBCTBO Ha U4/IEHOBUTE Ha
opraHmnsauunjata.l® Bo snutepatypata npeosBnajyBaaT MuUC/ewa [eka Taa ja
3rosiemyBa NpuBp3aHOCTa KOH opraHu3aumjata uja 3rosiemMmyBa KOH3MCTEHTHOCTA BO

O[IHECYBAHETO Ha BpaboTeHuTe.

OpraHuzauuckata Kyntypa e 36Up Ha BPeAHOCTU, CBakaka, BeEpyBaHba,
eTUKa, XMBOTHM CTU/IOBW, OCOGEHOCTU U KapaKTepuUCTVKM Ha opraHusaumjata.1l0 Bo
CyLUTVHa, OopraHu3auuckaTa Kyntypa noapasébupa coapXaHu OnwTo npudateHm
Mefy3aBMCHM BPEAHOCTM M HauvMHM Ha ofHecyBawe.OBME BpPEAHOCTM ce
pechriekTpaatr BO o6pacuyM Ha  VMHAMBUAYA/IHUTE U UHTEPnepCcoHasIHUTE
oflHecyBaha, OfIHECYBatbaTa Ha GM3HUC NuUgepuTe, a ce u3pasyBaaT BO HOPMM,
cUMGONN, puUTyann u hopMasiHu CUCTEMU BO opraHumsaumjata. Kyntypata e BaxkHa
3a opraHusauujata, 6uaejkn ro geduHMpa noronemMuoT Aen of paboTereTo u
HAYMHOT Ha KOj ce paboTu BO opraHu3auujata. KynTyposiowkute acnektn ce 6uteH

dhakTop 3a crnposegyBawe Ha CRM cTparervjara.

CRM koHuenTtoT HemMa pfa Yycrnee [OKOJSIKY He MNOoCToM COooABeTHa
Ky/ITYpO/IOLLKA OCHOBA; OpraHuM3auuckata Ky/nTypHa cpeamHa Koja ro Harnacysa
KMEHTCKMOPUEHTUPAHO  OfHecyBawe, ChnogenyBawe Ha WHopmaummte wn
3HaeHEeTo, KPOC - (PYHKUMOHa/THM TUMOBM, nepdiopMaHcyn 6asvpaHn Ha Harpagu,
noagplika Ha ogHocute, npuaiarog/MBuU W NOATOTBEHM CTaBOBM 3a MpPOMeHa, W
MOBMCOK CTEMNEH Ha NpeBemMane Ha PU3MK M MHOBauuW, € MHOry MoBepojaTHO Aa

6vae NoBp3aHo Co ycnellHa umnieMeHTaumja Ha CRM cuctemor.

KynTypaTta Ha efHa opraHusaumja ja co3gaBaaT Hej3VHWUTE UYNIeHOBU, HUBHUTE
o6uyan, HauMHOT Ha OfHEecyBatb€ W HMBHWOT OAHOC KOH pab6oTata W

opraHusauujaTta.lll Taa ja 3ronemysa NpPoAyKTMBHOCTa, NpeaABuanmMeocTa U

18Schein, E. H. (2004), "Organizational culture and leadership". Jossey-Bass Inc. Pub,
109Burke, W., Litwin, G. H., (1992): Journal of Management, cTp. 3.

li0Sikavica, P., M. Novak (1999): Poslovna organizacija, Informator, Zagreb.

111 Bennett, R. (1994): Management: Informator-Potecon, Zagreb, ctp. 101
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A0CNeaHOCTa BO Of]HECYBaHETO HA Y/IeHOBMTE BO opraHusauujata. Bo Taa cmucna
MOXe Aa [AenyBa Kako CyncTUTYT 3a opMasiv3vipare Ha paboTeweTo BO

opraHusauujara.

.KynTypata npetctaByBa ,Ccouuja/lHO Nenusio“ Koe U nomara Ha
opraHui3aumjaTta fga ce 3adyyBa Kako Le/IMHa NpPeKky OBO3MOXYBake COOABETHMU
cTaHgapay 3a Toa WTo Tpe6a ga HanpaeaTt wav KaxkaT Bpa6oTeHute. OCHOBHUTE
byHKUMM Ha opraHu3auuckaTa Ky/Typa ce Taa [a OBO3MOXMW YyBCTBO Ha WAEHTUTET
Ha UYeHOBUTE Ha OpraHv3auujaTa, NOCBETEHOCT KOH Mucujata WTo ja uMa, BoedHO
BOCMOCTaBYBajK/ CTaHAAPAN 3a OfHECYBake€ Ha BpaboTeHuTe. BpeaHOCTUTE Kou M1
MMa eflHa KoMnaHuja ce KpyLujasHi 3a OApXyBathe Ha opraHu3almckaTa Kyntypa Bo
XMBOT, a UCTO Taka NpeTcTaByBaaT NnaTokas 3a MeHalepuTe Ha YOBEYKM pecypu npu

[IOHECYBAHETO Ha OfJ1yKM 3a TOa KOM aKTUBHOCTU Y METOAUN Ce Hajao6pw.

PasMyHM  aKTMBHOCTU 0f, o06/71acTa Ha MEHalIMEHTOT CO YOBEeYKMTe
pecypcrmedekTMBHO MoOXaT Aa MoMorHaT Npu OApXyBareTO Ha opraHusauuckaTa
KynTypa, a Tyka cTaHyBa 360p 3a cenekuuja, couujanusauuja, TPEHUHr, pas3Boj Ha
nuaepute 1 BpaboTeHMTe, KOMMEH3auuja W CUCTEMU 3a HarpajyBarbe,

KOMyHUMKaumja n MHory gpyrn“- Haga >Xynan.112

2.2. OpraHusayucka CTpyktypa

OpraHusaunckata CTpPyKTypa npeTcrtaByBa ,/1aHMpakbe Ha MHOXEeCTBO Of,
akTUBHOCTW 3a YJIEHOBWUTE Ha efHa opraHusauuja, 6GasvpaHu Ha COOLBETHU
pasmucnyBaka OpUMEHTMPaHM KOH opraHusauyuckata uen.l13 AgantMpaweTo Ha
opraHusauuckara CTpyKTypa corfiacHo umniaemeHTtauvjata Ha CRM kKoHUenToT,
nogpasbupa 36uMp Ha nporpamu, Mepku W CTPYKTYPHU KapakTEPUCTUKA KOU Ha

edokaceH HauuH ja noaapXyBaaT peanmsaunja Ha uenute Ha CRM cTparermjata.

OpraHmMsauuckta  CTpykTypa  Kako  ,[AedyKTVBHO  pasBMEH  OCHOBEH

opraHu3aumckym Mogen Ha CyLUTMHCKM O4HOCKM Ha KOHe4yeH 6poj enemeHTn"114, ce

112http://www.kapital.mk/mk/dneven vesnik/65263/oreanizaciskata kultura go pretstavuva karakterot na kompaniiata
1.aspx?ild=2059

113 Kapusti¢, S.: Metodika organizacijskog projektiranja, "Zagreb", Samobor, 1989., cTp.. 41.

114A1cTo
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Temesnm Ha umnnemeHtaumjata Ha CRM npouecuTte 1 TexHosornjata, CUCTEMOT Ha
nnakake W HarpagyBakbe Ha BpabOTEHUTE COIMlACHO HUBHUTE  KITUEHTCKU
OPUEHTMpPaHN NepdiopMaHCK, Kako M TPEHUH3UTE M 0B6YyKUTEe, KOW Ce COCTaBEH Aen
Ha efleMeHTUTe KoM OBO3MOXyBaaT edukacHo crpoBefyBatbe Ha CRM
cTpatervjata. OpraHusauyujata Tpeba ga ™ WAeHTUdIMKyBa CBOUTE Haj3HaYajHU
BpaboTeHn M pa M Harpagm CcorfiacHoO HUMBHWUTE NeptoopMaHcuM U KJIMEHTCKM
OpvieHTMpaHn ogHecyBaralls 3aapXKyBaheTO Ha BpaboTeHWUTE € 3Ha4yajHoO BO MCTa
Mepa Kako W 3a4pXyBarbe€TO Ha KnueHTuTe. HarpagyBaweTo Ha BpaboTeHuTe
COrNacHO HMBHOTO OAFOBOPHO OOHECYBah€ KOH K/MEHTUTE M npaBu 3a40BOJHU.
3a40BONCTBOTO 0f, paboTaTa Kaj BpaboTeHUTe uMa MNo3UTUBEH edeKT Ha

3a4pXyBaHeTo Ha KineHTtutella

Op oBaa npuuMHa NOTPEBHO e M3roTBYBake U CNpoBeAyBare Ha COOABETHU
nporpaMn 3a TPEHUHr M 06yka Ha BpaboOTeHWTe, CO LUTO Ke Ce OBO3MOXW
BOCMOCTaBYBat€ Ha YCMelleH OAHOC CO K/WEHTUTE, CTEKHyBatbe Ha K/IMEHTCKM

OPUEHTUPAHMN BELUTUHU, KAKo 1 COOMIBETHU 06YKM 3a KopucTere Ha CRM anaTkuTe.

Of acrnekT Ha opraHu3auuckata CTPyKTypa Kako ,CEeBKYMHOCT Ha BPCKUM U
ofHocn Mefy cute (hakTopy Ha MPOM3BOACTBO, Kako WM CEBKYMHOCT Ha BPCKA W
OOHOCW BHATpe BO CeKOj noefuHeuveH (hakTop Ha NpPoOu3BOACTBO, OAHOCHO Ha
CEBKYNHMOT 6uM3HUC“1]l7, efHa Of BaXHUTE TOYKAM 3a 3rojleMyBarke Ha
NPOAYKTMBHOCTA € KpoC - (OyHKUMOHasnHata copaboTka nomefy pasnnyHm
opraHu3auvoHu efuHULM Ha HMBO Ha opraHusaumjata. Cute noegvHeYHu
opraHvM3aumoHn eguHiUM Tpeba pfa 6upgat daekcubusiHn  BO  Mogaplika  Ha
K/IMEHTCKM OpPUEHTUPaHUTE pelleHuja, HaBPEMEHO Aa ce npegsugar notpebute Ha
KIMEHTUTE 1 BOeAHO Aa tuaat qo/IecKMObu/IHN KOH HUBHUTE Gaparsa. ApxuTekTypara
Ha opraHusauuckata CTpykTypa Tpeba fa v UHTerpupa cute CUCTEMU U [AesIOBHU
npouecu 3a fda ce o06e36eaM KOHTMHyMpaHa nogAplika Ha pasMeHata Ha

MHhopMALMUTE 3a K/IMEHTUTE.

115Woodcock. N, Stone. M, and Foss. B,“The customer management scorecard”, Kogan Page,London, 2003.

116 Reichheld. F.F,“The loyalty effect”,Harvard Business School Press, Boston,1996

117Novak, J. D. (1998). Learning, creating, and using knowledge: Concept maps as facilitative tools in schools
and corporations. Mahwah, NJ: Lawrence Erlbaum Associates
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OpraHuzaunckata CTpykTypa e QyHoameHT BO MHTepHam3aumjata W
npumeHata Ha CRM cTpatervjata BO uenarta opraHusaumja. OcTBapyBarbeTO Ha
uenute Ha CRM cTtpaternjata Moxe fa ce MOCTUrHE LOKOJIKY OpraHusauuckaTa
CTPYKTypa € eAVMHCTBEH COCTaB Ha CuUTe OopraHusauucku [enoBu of
npeTnpujaTneToll8 N eBonyMpa CO XONUCTUYKM MpuUctan KOH MPOMEHUTe W
KNy4YHUTE pakTopu 3a ycrnex.

2.3. OTnop KOH NpomMeHuTe

YoBeuknoT noTeHuujan, Jyfeto BO oOpraHvsauuvjata, ja npeTtctaByBaar
HajTellkaTa KOMMOHEHTa, Of, acrnekT Ha HMBHaTa CEeH3UOWMHOCT KOH npudakareTo
Ha MpoMeHUTe KoM  Cce cnydyBaaT cO BoBefdyBaweTo Ha CRM KOHUEnToOT.
BpaboTeHuTe kou ja Hemaart pa3bpaHO BUCTHCKaTa MpuyvHa 3a MPoOMeHUTe, KOU He
yyecTByBaar BO (DOPMy/MpareTo Ha MNPOMEHWUTEe, KOW He npuMuie [OBOJTHO
MHpopMauMn BO BpCKa CO MPOMEHUTE WM NaK He ce [AO0BOJIHO O6yyeHu 3a

NnPoOMeHNTE 4eCTo Ke ce cCnpoTuBCTaByBaaTt Ha npoMmeHunTe. 119

HajsHauyajHUTe NPOMEHM HUKOrall HEe Ce TEXHWYKM, MNPOMEHMTE KOu ce
cnyyyBaaT BO BHATPELLUHMTE COCTOjoU Ha nyfeTo, OHME KoM Ce BCYLIHOCT U
KOPUCHMLM Ha LUefoKynHata TexHosorvja (HMBHaTa nepuenuuja, 4yBcTBa W
crnocobHocTa 3a afjantauvja u npuakake Ha MNPOMEHUTE) € 04 OrpoMHa

BavkHoCT. 20

JlyfeTo co3paBaaTt OTNOpP KOH MpOMeHuUTe, BuAejkn He cornegyBaaT Aeka Tue
ce oA HuBEH WHTepec. O TOj acnekr, 3Ha4yajHO e ga M pasbepar nNpuuMHUTE 3a
NPOMeHUTe N 6eHedIUTOT o4 UCTUTEe, BUAEJKM BO TOj C/yyaj TME He caMoO LUTO Ke ja
npudpatar NpoMeHTa TyKy CTaHyBaaT W O4J/IMYHM cOpaboTHULM BO peanusaumjata.
Bo 0BOj cryyaj BpBHMOT MeHaLIMEHT MMa 06BpCcKa M 0AroBOPHOCT Aa M uHdopmunpa

1 3ano3Hae BpaboTeHnTe Co NPOMEHUTE 1 BEHedUTOT 04 MMMIEMeHTaUmjaTa Ha

118 Drucker, P. (1998). The Coming of the New Organization, Harvard Business Review on Knowledge
Management: Harvard Business School Press, ctp. 19.

119 Brendler, F. W.: The Human Dimension of CRM: the Key to Success or Failure. FrontLine Solutions, 2002,
cTp.1l

129 Goldenberg, J. B.: CRM Automation. Prentice Hall, 2002, cTp.13
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CRM «koHuenTtoT. OTNOPOT He e HeraTuMBHa nojaeBa. Toa e npupogHa WCKycTBeHa

eHepruja Kora NyfeTo ce coodyBaaT co npomeHa.l12l

3a nonecHo cnpaByBake€ W HagMUHyBake Ha OTNOPOT Of CTpaHa Ha

BpaboTeHnTe BO npuchakaketo Ha CRM kako genoBHa cTtpartervja, Brendler mm

HaBegyBa CneaHNUTe HaCOK/ KOU MOoXXaT a 6VILI,8.T BO KOPUCT Ha opraHmsau,MjaTa:

PasmucnyBarbe npeky corfnefyBawe Ha B/IMjaHMETO Ha NpPOMeHuUTe
Bp3BpaboTeHnTe, WHAMBMOYASTHO W KOMEKTMBHO, u3Befba Ha CcTyguja 3a
npoMeHuTe

CO HacoyyBar€ Ha BHMMAHMETO Ha NPUYMHUTE 3a NPOMEHUTE, BKIYyYYBajKu v
n nocneguumTe N 6eHedUTOT O NPOMEHUTE;

OpfpxyBate Ha pefoBHU MHTEPaKTUBHU COCTaHOLUN;

YnpaBsyBawe CO CTENEHOT Ha KOH(IY3HOCT Mpeky AOoCTaByBaHwe Ha ronemMo
KO/IMYECTBO Ha jaCHW M HaBpPeEMEHW MHJopMauun 3a Toa LITO Ce CryyvyBa U
Kora v Kako npomeHara Ke B/vjae Bp3 BpaboTeHuTe;

Cnyware n oxpabpysarme Ha BpaboTeHuTe Kora 36opyBaar 3a Toa LITO ce
C/y4yBa,;

[a nm ce J03BOM Ha BpaboTeHUTe fa Hanpasat NpoMeHa;

Mogppuka 3a MeHallepuTe Kou cTaHyBaaT “LlamMnuoHn" BO CNpoBefyBaHeTo
Ha NMPOMEHUTE;

PasbupareTto geka He MNocTouM Op30 pelleHWe 3a BakBW Ky/ITYPOJIOLIKA U
MCUXONOLLKN NPOMEHN.12

Kako n BO cekoj 6usHuc npouec, Taka n Bo CRM npouecute, YOBEYKNOT

MoTEHUVja/1 MMa OrPOMHO B/MjaHWe BP3 ycnexoT. [Mpu ycrnewHn n edeKTMBHM

ynpaByBaHW OAHOCKM CO KIMeHTW, NyfeTo  uMMaaT TeHAgeHuuja ga M uspasart

cnenHnTe KapaktepucTtuku:

121 Brendler, F. W.: The Human Dimension of CRM: the Key to Success or Failure. FrontLine Solutions, 2002,

cTp.1l

122Brendler, F. W.: The Human Dimension of CRM: the Key to Success or Failure. FrontLine Solutions, 2002,

cTp.2
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- [losutmeBeH cTtaB

- OpueHTauumja KoH nyreto

- OpraHunsaumckn BeLTUHU

- AHQ/IMTUYKN BELLTMHU

- KnueHTcka opueHTUpaHoCT (NpupogHa emnatnja)

- Pasbupamne Ha BpckaTa nomefy CRM un npodutabunHocta.123

3. YnpaByBame co npomeHute (aHr. Change management)

CRM KkoHUENTOT nogpasbupa pagvkasiHo OTLernyBakwe 0f nocToevkaTa
KOHpurypauuja, NpakTVKK, NMPOLECK M OpraHu3auucka CTPyKTypa Ha KoMraHujata.
YnpaByBar€TO CO MpoMeHuTe Tpeba Aa ro vma npeasuj CBOETO B/WjaHue Bp3
rnaBHMTe CRM npouecu - cTpaTelky pasBoj, co3AaBarbe BPeAHOCT, My/nTUKaHa/THA

MHTErpauuja, MHOPMAaLIMCKM MeHalIMEHT 1 NpoLeHKaTa Ha nepdopMaHcuTe. 14

YcnewHata CRM umnnemMeHTayMja HameTHyBa MPOMEHM BO HEKOJIKY HuBOa
BO pamMKuTe Ha opraHusaumjata - OpraHmsaumcku, MeHaLlepcku, BO AOMEHOT Ha
MapKeTUHIoT, npofaxbara kako n TexHuukn. Of Taa npuuMHa WHUUMjaTMBaTa 3a
yrnpaByBatkeTO CO MpoMeHuTe Tpeba p[a M BKIyYsw CUTE BO pamKATE Ha
opraHusauuvjata. AHa/IM3nTe Ha pesyntatute of ycrnecute n Heycnecute Ha CRM
KOHLUENTOT, YKaXxKyBaaT Ha Toa [eKa UM HEKOW Of, HajyCnewHUTe KOMMNaHuM CO roOAMHN
paboTesie BO MEHYBaHETO Ha HUBHATa CTPYKTypa M cCUCTeMU Npes Aa ce oAsyyar 3a
CRM KoHUEeNTOT 1 HeroBata umnaemMeHTaumja. TakBata nogroteeHocT 3a CRM uma
notpeba of YoBEYKM pecypcu kom Ke éupaaT BkiydyeHn Bo CRM umHuumjaTMBaTta of,

CaMNOT MOYETOK.

YcnewHoTo ynpasyBawe CO MNPOMEHUTE € XONIUCTUYKN npouec. Bo 2002
rogvHa Lisa Simpson ucTtakHyBsa: ,YrnpaByBareTO CO MpoMeHuTe e 60seH npoLec
KOj bapa HOBW MepCrneKkTMBU, OL4TOBOPHOCTU, NOCTaByBake Ha TUMOBW U perynvpare

Ha oAHeCyBak€TO, 0, Taa npmnynHa 4oBedknTe pecypcun ce o4 CYLUTUHCKO 3HaYeH€e

12Chapman, A.: CRM - principles, strategy, solutions, applications, systems, software, and

ideas for effective customer relationship managements for effective customer relationship management,
http://www.businessbaHs.com/crmcustomerrelationshipmanaaement.htm

w Payne, A., 2009. Handbook of CRM: Achieving Excellence in Customer Management, s.l.:Elsevier, Oxford,
CTp.74
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a 06yknTe ce BUTHM 3a CUHXPOHM3aLMja 1 NoaapLLIKa HA OBUE aKTUBHOCTW."15

OnwTUTe NPUHLUMNN Ha ynpaByBakeTO CO NPOMEHUTE MOXe Aa ce npumeHar
ncto taka n Ha CRM koHuenToT. Tuve BKydyBaaT apTuUKynupare Ha popmasieH
C/y4yaj 3a NpoMeHa, CUCTEMCKO BHWMaHWe Bp3 npobsiemmute co /yfeto, NoYHYBajKu
BO MNpouecoT of camuoT BpB, BK/Iy4yBajkMm 0 CEKOj C/10j Ha opraHu3auujata BO
MHUUMjaTMBaTa 3a NPOMeHa, [aBajkM My COMCTBEHOCT HAa BPBHMOT MEHAlIMEHT,
pasBuBare Ha eeKkTMBHa KOMyHMKauucka crtparternja, nputoa, BHUMaBajKu
HaopraHusayuckata Kyntypa, Kako 1 co3faBatbe edimkaceH CMCTEM Ha Harpagu u

Ka3HW LUTO Ke ce Hocar Co npoMeHNTE.

4. Kny4Hu npouecu 3a nmnnemeHtaymja Ha CRM KoHUenToT

Hajuecto uutnpaH n aHanusnpaH mMogesn 3a wumnaemeHTtauvja Ha CRM

KOHLEeNTOoT e MOAENOT noctaBeH crnopeg Payne (cnuka 8).16

Bo MozenoT ce nocTaBeHu NeT KyyHW NpoLecy 3a ycrnellHa opraHusauyja Ha

nmnnemeHTtaumjata Ha CRM KOHLENToT:

Pa3Boj Ha cTpartervjaTta
CospaBare Ha BpegHOCT
MoBeKe kaHa/Ha MHTerpauuja

YnpaByBahe CO MHhopmauunte

ag b w DN e

EBanyauujata Ha edomkacHocTa

MeTTe KAy4YHU MPOLECU Ce MO3ULIMOHUPAHW BO OAHOC Ha YETUPU KPUTUYHU

enemMeHTn Ha ycnewHa CRM nporpama:

CRM npoekT MmeHaLMeHT
YnpaByBah€ CO NPOMeHUTe

[MpoueHka Ha NnoaroTBeHoCT

A W DN p

AHraxkxmaH Ha Bpa6OTeH nte

1251. Simpson, “The Rea! Reason Why CRM Initiatives Fail,” Training, 39 (5, 2002), pp. 50-54.
126Payne, A., 2009. Handbook of CRM: Achieving Excellence in Customer Management. s.LElsevier, Oxford,

cTp.328-330
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Cnuka 8. OpraHusauyja 3a umnIeMeHTauuja

Cnukata 6p.8 ro npeTctaByBa OpraHM3alUMOHNOT MoAes1 CO 0b6emMHuTe dhasu
Ha nporpecuja. OBOj Mofesl e noBeKke pekyp3MBEH OTKOJIKY JIMHEapeH, LITO 3Hauu
[eKa NoroNIemMmnoT e of, akTUBHOCTUTE Tpeba Aa buaart NCTOBPEMEHO yrpaByBaHMU,
Mpu LWTO HEKOM Of efleMeHTUTe Ke Tpeba NOBpPeMEHO fda ce peBuaupaaT 3a

npessemawk€ Ha HatTaMOLUHN aKTUBHOCTW.

OpraHusmpareTo 3a mmnnemeHtaumjata Ha CRM, BklyyyBa CUCTEMCKO W
NHTEPaKTMBHO BK/TyYyBaH-€ Ha CEKOj O OBUE YeTUPWU eNleMEHTU KOU ce MoBp3aHu co

nette knydyHn CRM npouecw.

Mpen ga ce OTNOYHE CO MPOLIECOT 3a pas3Boj Ha cTpaTtervjata, of ronema
3HAYajHOCT e HajNPBO Ja Ce OLeHN Aanu opraHu3auujata HaBUCTHA € NOAroTBEHA U
[Jann caka fJa ce MMMN/IEMEHTMPAAT KIMEHTCKM OpueHTUpaHu cTpaterun n CRM
MHUUMjaTMBKU. [MoHaTamy opraHusauuvjata MopajacHo ga pas6epe M ga ™ uma

npeaBus OpraHM3aLMCKMTE W Ky/lTypO/IOWKATE MPOMEHM KOM ce jaByBaaT Kako
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nocnegvua of wWMNAeMeHTaumja Ha HoBaTta Quno3odmja n cTpaTtervja BO
paboteweto. BO KOHTEKCT Ha OBME TNPOMEHW, Of, T[O/IEMO 3Hayewe BO
UMNeMeHTaumjaTa umaar YeTmpuTe NPeTXoaHo HaBefdeHu enieMeHTn Ha CRM kou
ja npeTtcTaByBaaT HeornxogHata noAflika 3a OpraHu3npareTo U CnpoBefyBareTo

Ha ycnewHa CRM cTtpareruvjara.

CRM wumnnemeHTaumjata ce 6a3upa Ha COrnacHoCcT U npudakawe Ha cute
HMBOA BO OpraHu3auuckaTa, Kako Ha MeHallepcko, Taka U Ha HMBO Ha BpaboTeHuTe,
6uaejkn ycnexoT He goafa of 36up Ha efieH BUg, Ha akTUBHOCT, TYKY Of, MHTerpaunja
mefy akTmBHocTuUTe. OBa 0CO6EHO Ce OofHecyBa Ha cTpartellkara nogaplika opf
CTpaHa Ha BPBHMOT MeHaLMeHT 1 KopucTeweTo Ha CRM cuctemuTe of, CTpaHa Ha

BpaboTeHuTe.

Mopaplikara of cTpaHa Ha BPBHMOT MeHalIMeHT e GuTeH dpakTop 3a ycnex Ha
CRM «koHuenTOT M Tpeba pa 6mae BO dpopma Ha MNO3UTMBHA nepuenuuja Ha
CTpaTeLLKMTE Y/1I0rM U NOYNUT KOH OHWE KOU Ce MHBOMBMPaHU BO Lennot CRM npoekT.
naBHaTa 3afa4ya Ha BPBHMOT MeHaLMeHT e pga ce noggpxu CRM
UMNAeMeHTaumjaTa, Npeky co3faBare Ha KopnopaTuBHa cpeAuHa koja ro npudaka
CRM cuctemMOT Kako CYLUTUHCKM efleMeHT Ha [ie/ioBHaTa cTpaTervja u npy toa ga ce

BK/TyuyaT BO aKTMBHOCTUTE CO LLTO Ke ja AEMOHCTpMpaaT cBojaTa NOCBETEHOCT.5

5. YoBeuykuoT noTeHumjas - KydeH oakTop 3a ycnex

Kako WwTO0 ” npeTxogHO € HaBedeHo, nuTtepatypaTa noTBpAyBa Aeka
KPUTUYHUTE (paKTopu 3a yCrnex NnoBp3aHn CO YOBEUKUTE pecypcu uma ButasiHa ynora
aKo opraHusaumjaTta caka ga rm nckopuctun 6eHecpmutnte og CRM.

UoBEUYKMOT MNOTEHUMjasl, aHraxXumpaH Ha CUTe XUEepaxmckm HuBoa BO
opraHuszaumjata M BO cuTe pasm of npouecoT Ha wumnnemeHtaumja Ha CRM
KOHUENTOT, HUBHOTO MocedyBawe Ha 3Haehe, COOABETHUTE O0OYKM U TPEHHWT,
MoTuBaumjata U HMBHOTO 3a40BOJICTBO Of paboTata Mmaar KpyuujasiHa ynora BO
ycnexoT Ha CRM koHuenTtoT. OpraHusaumjata MoOXe ga ce oAslyum Aa B/IOXU BO

HajcopUCTULMPaAHN WHAIOPMATUYKO KOMYHMKALMCKA TEXHOMOTMW, HO YCNexoT Ha
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CRM He MOXe Aa ce NoCTUIHe [0KOJIKy HemMa BOCNOCTABEHO COOABETHWU nmpouecu u
HEMA aHraxupaHo COOABETEeH YOoBeuku noTeHuujan. Jlyfeto, BpaboTeHUTe M
KpevpaaT npouecuTe ¥ ynpaByBaaT CO UCTUTe, M KopuctaT CRM cuctemuTe 1 Tue

ce nMueTo 1 NPBNOT KOHTAKT Ha OpFaHVI3aL|,VIjaTa CO K/IIMEHTUTE.

JlyfeTo, 4OBEYKMTE pPECYpCH, NEPCOHasIOT CO CBOETO 3HAaEHE, BELUTUHW,
CMOCOGHOCTM U KpeaTUBHOCT NpeTcTaByBaaT XMB (DAKTOp Ha opraHusauuvjata Koj
HajMHOry MpPUAOHECYBa 3a KOHKYPEHTHOCT M YCMEeLWHo OCTBapyBake Ha LenmTe Ha
opraHusauujaTa. YoBeukuTe pecypcu ce eAVHCTBEHM 3a cekoja opraHusauumja u He

MOXe fa éuaat KonvpaHn.127

YoBeuknte pecypcu M npeTcTaByBaaT BKYNMHUTE 3Haeha, BeLUTUHM,
CNOCOBHOCTN, KpeaTVBHW MOXHOCTW, MOTMBAaLMja W N0ja/THOCT CO KoM pacnonara
Hekoja opraHuzaumja. Tuve ja npeTcTaByBaaT BKynHaTa WMHTENEKTyasiHa U Nncuxuyka
eHepruja koja opraHuMsaumjaTa MOXe f[a ja aHraxmpa 3a ocTBapyBarbe Ha

COMCTBEHUTE Lenn 1 passoj. 123

OpraHuzauunTe ce noBeke M npusHaBaaTt BpedHOCTa U BAXHOCTA Ha CBOWUTE
BpPabOTEHM KoM BO 3HAuMTeNHA Mepa NpuAoHecyBaaT BO OCTBapyBakeTO Ha
OCHOBHUTE LENM BO paboTeHeTo, NpPeKy UCMOSIHyBakeTOo HEe CaMO Ha OCHOBHUTE
TYKY M Ha NpOWMpEHNTe paboTHM 3a40/MKeHMja. YoBEeUKMOT noTeHuujan e efeH of
eNleMeHTUTE KoM ja oApeayBaaT BpeAHOCTa Ha opraHusaumjata, co Hero ce ondaka
M HarnacyBa 3HaYeHeTO Ha NyfeTo M HUBHOTO 3HAEHE Kako KpeaTuBeH noTeHuujan
3a [Ie/IOBHMOT YCMex Ha opraHusauujata, AefioBHOCTAa W MHOBATMBHOCTA Ha

0
opraHuzaumulaTa v 04HOCOT CO KIMEHTUTE. -

MocnegHNOT 04, HaBedeHUTe 4YeTUpu  efleMeHTV o4 MoZesoT  3a
opraHu3aumjaTta 3a umnnemeHtaumja Ha CRM KoHUenToT, KOj e 06jacHeT NpeTxoAHo,
ro NpeTcTaByBa aHraXXMaHOT Ha BpaboTeHUTE Ha CUTe HMBOA Ha opraHu3auymjaTta 3a
noAdpwika Ha  pasnMyHn  MHUMjaTMBM  BO  cnpoBefdyBaweto Ha CRM
nporpamarta.BpaboteHnte BO opraHusauujata MMaa KiyyHa ysora BO pamMKuTe Ha

CeKoj npoLiec kKoj e coctaBeH Aen of CRM KoHUEeNToT. VCTo To/Ky 3Ha4YaeH e

127 Buble, M.(2006): MenadZment: SveuciliSte, Split
128650jamockn,fl.,:(2009). MeHalMeHT Ha YoBeuknTe pecypcu, Ckonje: EKOHOMCKN hakynTeT, cTp. 21-24
19Tipuri¢, D., (1999): Konkurentska sposobnost poduzeo, Sinergija, Zagreb.
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aHraKMaHOT Ha Bpa6OTEHI/ITe BO nMpouecotr Ha npoueHka Ha nNoArotBeHOCTA,

ynpasyBaweTO CO NPoMeHnTe N MeHayunpaweto Ha CRM npoekTorT.

BpaboTeHnTe ce of k/lydyHa BaXXHOCT 3a CMpOBeyBaHke€TO Ha MOMUTUKUTE 3a
CepBUCMpakbe Ha KAWeHTWTe, TMOCTUIHyBake Ha edqUKACHOCT Ha npolecuTe,
3a/10BO/yBab€ Ha NOTPEeGUTE Ha KIMEHTUTE COrMTAacHO HWBHMTE NOTPe6W, HABUKU U

obuyan n nsrpagba Ha gosepbaTta.

3acnyXeHo Moxe [a ce 3ak/lyus jJeka BpaboTeHWTe ce Hajrofiemara
NpPeaHOCT Ha opraHusauuvjata, 6GuAjKM TMe ro co3daBaaTt [MaBHUMOT MexaHu3aMm 3a
NMPOMOBMPaH€ Ha3a0BO/ICTBOTO Ha KMMEHTUTE, NoA06GpYyBake Ha NPOAYKTUBHOCTA,
o6e3beflyBatbe Ha KOHTpO/Sla Ha KBa/IMTETOT U HamaslyBakbe Ha TpollouuTe.
BaxHOCTa 0ff aHraXXMaHOT Ha BPaboTeHUTE € AOMUHAHTHA U KpyuujasiHa [O0KOJIKY
opraHusaumjata € HacouyeHa KOH CO3[aBare Ha WCKIYyYUTE/THO WCKYCTBO 3a
KNMeHTUTe. AHraXmMaHOT Ha BpaboTeHUTe 6Gapa MOCBETeHOCT of CTpaHa Ha

nepcoHasioT Ha opraHusaumjaTa.

MocBeTeHnTe BpabOTEHN WM T.H BUCTUHCKA JojaslHA  paboTHUUM ce
HajnocakyBaHuUTe, OuAejkM 4dyBcTBYBaaT [ns1aboka npuMBP3aHOCT KOH HMBHaTa
opraHusauuja. Tve ce cnpeMHu ga gagart ce of cebe na gypu 1 ga ce HagMmuHar 3a

O/IFOBOPHO U yCMeLlHo Aa ja 3aBpLuaTt padoTaTta.

MepdopmaHcuTe of, paboTeHeTO Ha BPabOTEHWUTE Ce AMPEKTHO MOBP3aHM CO
CTENEHOT Ha HMBHATa MPUBP3AHOCT KOH opraHusauujata. Kako M Ha KOoj HauuH
opraHusaumjata M aHraxupa YOBEUKUTE Pecypcu, OCOBEHO OHMe Kou KMaat
[IMPEKTEH KOHTAKT CO K/IMEHTUTE € K/ydyeH hakTop 3a ycnex Ha CRM.

fonem fen of UcTpaxkyBanaTa MokaxyBaaT [eka HajCUTYpPHUOT HauvH fa ce
3ronemMar KoMneTeHuumnTe n nepgopmaHcMTe Ha OpraHu3auuwjata ce ocTBapysa
npeky: perpyTayuja u cenekymja Ha Hajaobpun paboTHUUM, TPEHUHT, MOTMBaUuja
N OBO3MOXYBawe Ha edeKTMBHO nuaepcTsBo. OBa M 3rofieMyBa LUaHCUTE 3a
epeKkTMBHO cnpaByBaH€e CO O4HOCUTE Ha BPabOTEHUTE Kako CO KIMEHTUTE Taka 1 Co
konernte. 3Hauu, opraHusauumjata Tpeba nocTojaHo Aa M pasBuMBa CUCTEMUTE U

cTpaTerjata 3a MeHalLIMEHTOT Ha YOBEUKUTE pPEecypcu BO COMMaCHOCT CO
KNMeHTcKaTa cTparteruja, ogHocHo co CRM cTparterujata.
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McKean, ekcnept BeTepaH Bo CRM, naeHTUpnkyBa oCym LUMPOKN 061acTu
Ha KoM opraHu3auuvjata Tpeba fa ce (pokycupa 3a fa MOCTUTHe CWU/IHW OOHOCK CO

KnueHTtute. Tue ce:

 Bopewe Ha opraHuMsauMja CO XYMaHUCTMYKM Kapaktep - nogpasbupa
cenekumnja, passoj M 3a40BOJICTBO Ha BpaboTeHWTe 3a fa npuaoHecart BO
efpukacHo 3a0B0O/lyBak€ Ha NoTpebuTe Ha KINEHTUTe.

« lMpugaBatbe Ha BaXHOCT Ha KIMEHTUTe - pa3bupame, un3pasysarwe U
NCKaXKyBak€ Ha BaXXHOCTa Ha HMBHaTa copaboTka COo opraHusauujara,
nocebHO BHYMaHWe KOH HMBHUTE YyBCTBa, 3HauYere 1 NnocebHn Gaparba.

e TpeTmaH CO MOYUT KOH K/IMEHTUTE - U3Haofake Ha Haj4obpuoT HauvH 3a
TPpeTMaH Ha K/IMEHTUTE MpWY TOa PEecnekTUpajku M hakTopute Kako LUTO Cce:
HWBHOTO BpeMe, MPUBATHOCT, COMNCTBEH NPOCTOP Y Pa3HOJINKOCT.

* [pagere Ha goBepba - KIMeHTUTe Tpeba cekorawl ga ce TpeTupaar Ha
MCKPEH, YeCceH W eTUYKM HauuH. [1oCTOjaHMOT OAroBOP Ha HUBHUTE
npobnemun co3gasa gosepbaTta.

* YoBeyHa KOMyHMKauuja - BK/IydyBa pasbupare 1 pa3BuBarbe Ha BELUTUHU
3a co3faBartbe Ha HajepekTMBHA KOMyHuWKauuvja Mery BpaboTeHuoT U
K/IMEHTOT

« OcTBapyBake Ha MNOCTOjaH /IMYeH KOHTaKT - COo3[aBarke Ha YyBCTBO Kaj
K/IMEHTUTE [eKa ce XyMaHO TpeTupaHu.

« [a ce pa3bepe ¥ BOBeAE Kako MPOLEC YOBEUKMOT KOHTaKT - CEeKOj K/MEHT
MOXe f[a Ce rnefa Kako efeH Of, cepujata Ha 4vekopu 3a usrpagbda Ha
LLe/TIOCHO KMNEHTCKO UCKYCTBO.

« XymaHusaumja Ha TexHosiornjata - CRM TexHonornjata pexymaHusunpa
KOJIKYy LUTO U XymaHusvpa. Mopa fa ce B/OXW Tpy4 3a fa ce co3jane
C/IMYHO HUBO Ha pasbuparbe Ha KIMEHTCKOTO WCKYCTBO Kako MpW SIMYHWUOT

(HOBEUKMOT) KOHTaKT cO BpaboTeHnoT.130

Bo HaBegeHUTEe ocyM obnactu, BCYLWWHOCT Ce coljiegyBa BHECEHOCTa Ha

13McKean, J., (2002). Customers Are People:York: John Wiley
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(pyHKUMMTE HA MeHalIMEHTOT Ha YOBEYKWTE PECYpPCUM M BaXHOCTa 0f, HUBHOTO

YCNeLwHo peasim3npame.

Of [ocerawHoTO M3narake BO OBOj TPyA, MOXe fAa ce corfieja BaxHocTa
HAYOBEUKMOT MOTEHUMjasT Kako K/ydeH cpaktop 3a ycriex Ha CRM KOHLeNnToT, LWTOo
CNeACTBEHO yKaXyBa Ha BUCOKMOT CTeneH Ha MefycebHaTta 3aBucHocT nomery CRM
M MeHalIMEeHTOT Ha YOBEYKWTEe Pecypcu 3a YCMellHO OCTBapyBake Ha Lenute Ha
opraHuzauujata. HuBHaTa cuHepreTcka YCnelwHOCT npeTcTaByBa CO/MUAHA OCHOBA

3a 0flpXyBae 1 Noo6pyBatbe Ha KOHKypeHTCcKaTa Cnoco6HOCT Ha opraHu3auujaTta.
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V. MEHALIMEHT HA YOBEYKWN PECYPCWU

MeHalMeHTOT Ha 4oBeuykute pecypcn - MUP, e egHa of obnactute Ha
yrnpaByBaH-€ KOja HajMHOry ce pasBuBa BO MocnefHUTe AeLeHnn. YnpasyBareTo CO
BpaboTeHUTE Kako Haj3Ha4YaeH pecypc Ha opraHusauujata, € [ocTa C/IOKEeH U

noBekeAUMeH310oHa/IEH NpoLiec.

Mog 4yoBeuKM pecypcu ce noapasbupa BKyMHWOT YOBEUYKM MOTEHUMjas BO
opraHuzauujaTa:  pacriofioX/IMBUTE  3Haeka W WCKYCTBa, YnoTpe6nueute
CMOCOGHOCTM 1 BELUTUHW, MOXHWUTE MAen W Kpeauuu, CTeNeHoT Ha MOTVMBMPAHOCT U

3aHTEPECUPAHOCT 3a OCTBapyBake Ha OpPraHn3aLucKuTe Lenu 1 ch.

OcHoBaHaTa punosoguvja Ha MOAENOT YOBEUKM pecypcu e TpeTuparbe Ha
NoeauHLUMTE KakKo LIe/IOCHO 3PEe/n JIMYHOCTM, HOCUTENN Ha UAeuTe U KpeaTMBHOCTA,
NPOAYKTUBHOCTA M KBANUTETOT. 3a [la MOXe YOBEKOT /a ro akrMBMpa 1 aa ro mpasm
CBOjOT KpeaTuBEH MOTeHLMjasl, HEOMXOAHO € MOCTOeHETO Ha COOJIBETEH CUCTEM Ha
HarpagyBare, NMOBO/IHA OpraHM3auucka Kyntypa, geMokparcka atmocgepa u cn. Co
Apyrn 360poBM MoTpe6Ha € XymaHa opraHusauucka cpeguHa U TpeTMaH Ha
BPabOTEHNTE Kako COpPabOTHMLM WM NapTHEPUM Ha MeHalumeHToT. Co3faBarbe Ha
XyMaHu yCMoBM BO CK/af, CO YoBeukaTa npupoga co Les Ja ce NoTTUKHE, akrMBupa
1 n3pasn paboTHaTa CrocO6HOCT, 3HAEHETO U BELUTUHUTE U HUBHO OG/KYBaHke BO
mMaTepujasiHi 1 onwTecTBeHn aobpa (WWTO € M OCHOBHA LEeN Ha opraHu3auujaTa)

NCTOBPEMEHO NpeTcTaByBa BpeAHa Lien 1 3a NoeAMHeL0T 1 3a opraHusauujaTa.

Bo nutepatypara, HajuecTi Ha3uBM MOBPAHU CO MOVMOT YOBEYKM PECYPCU CE:
YOBEYKM pecypcu, YOBEYUKM MOTeHUMjan, NepcoHan, Kaapy 1 c, na aHaslorHo Ha Toa:
MeHaLIMEHT Ha YOBEYKM Pecypcu, MeHaLIMEHT Ha YOBEUKM MOTEHUMjasl, ynpaByBake
CO YOBEYUKUTE Pecypcu, ynpaByBarbe CO UYOBEUKMOT MOTEHUMjan, ynpaByBare CO
kagpn n cn. Ho, kako wTto uctakHyBa Kulic, pasnukute BO Ha3MBOT BOIMIABHO Ce
OATEPMMHO/IOWKA MpUpoJa M BO Mo3ajuHaTa Ha Cekoj HaBeAeH NouM CToM ucTa

cogpXuHa, UCTU aKTUBHOCTU U UCTU NpoLecun.d

13IKuli¢, Z.,(2005) Upravijanje ljudskim potencijalima: Radnicka Stampa, Beograd, crp. 19.
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JlyfeTo co CBOETO 3Haewe M CMOCOBHOCTW, CO CBOMTE MAEN WU MOXHOCTW,
CcTaHyBaaT HajBpefHMOT NoTeHUMjanl Ha COBpeMeHarTa opraHusauumjara, co Koj Tpeba

[la ce ynpaByBa Ha Myaap, pauvoHasieH U XyMaH HauuH.

YnpaByBake€TO CO YOBEYKUTE pecypcu, MOTEeHUMjaioT U OfHecyBahwe BO
npoLecoT Ha BoBedyBaweTo M mmnnemMeHtaumjata Ha CRM KOHUENTOT, € MHOory
OArOBOPEH M AMHaAMU4YeH Mpouec Koj Ha opraHuMsaumjata M OBO3MOXyBa fa ce
CTekHe co BpaboTeHM CO COOABETHM CMOCOOHOCTU, KBA/IUTETM W MOXHOCTU, U

cneacTtBeHO OoCTBapyBaw€ Ha pe3yTatute U NpoekTupaHnTe Uenn.

UYoBEUKMOT MOTEHUMjaNn U ynpaByBare€TO CO 4YOBEUKMOT MNOTEHUUjasl BO
COBPEMEHM COCTOjOM, MMaaT 3HaUYeH€e Ha KiydyeH (oakrop 3a ycrnewHo paboTere Ha
CekojaopraHusalmja koja MMa [OHECEeHO Oof/lyka 3a npucTanyeBake koH CRM
KOHLENTOT Ha AefloBHOCT. Bo Taa cMucna M caMMOT KOHLENTynpaByBatbe Ha
YoBEYUKW MOTEHLUMja, 3HaYM NpoMeHa Ha napaaurMata Bo coApXuHata Ha paéoTarta

M HaYMHOT Ha oOpraHusVpawe Ha Kagposckata (yHKUMja BO COBPEMEHOTO
npeTnpujatme.

1. [JetuHuparse Ha MeHalLIMEHTOT Ha YOBEUYKN pecypcu

MeHalIMeHTOT Ha YOBEYUKN pecypcu e cepmja Ha akKTUMBHOCTW KOW: MpBO, UM
OBO3MOXyBaaT Ha Bpa60TeHVITe n Ha OpFaHVI3aLI,VIjaTa KOja M KOPUCTUN HUBHUTE
BEWTNHN, Aa Ce corjlacaTt 3a uennte n npumpoaata Ha HMBHUOT pa60TeH oAHocC, ”n

BTOPO, Aa ocurypa fieka oBOj HMBeH MefycebeH A0roBop e ucrnonHeT. 23

MeHalLIMEeHTOT Ha YOBeYKUTe pecypcu v ondpaka NoAUTUKUTE, MPaKTUKUTE U
cUCTeMUTE KOM BNMjaaT Ha OfHecyBaweTO Ha BpabOTeHUTe, Ha HUBHWUTE CTaBOBU
npaboTHN nepdopmaHcn. Kako Hajuectn npaktmkm ko MUP v npumeHyBa ce
onpefenyBawe Ha notpebara 3a 4YOBEYKM pecypcu (M1aHupare Ha YO0BEUKM
pecypcu), nNpuBeKyBake Ha afekBaTHW YOBEYKM pecypcu (perpyrauuja), HUBEH
n3bop (cenekymja), obyka Ha BpabOTeHWTE 3a Aa MOXe YCMneLwlHO fa ja n3BpLliysaar

cBojaTa paboTa v HMBHA NpUMeHa 3a UAHWHA (TPEHWUHT 1 pa3Boj), HarpagyBarme Ha

1XGoi¢, S., (1998): Suvremeni trendovi u organizaciji upravljanja ljudskim resursima, Ekonomski fakultet, Split.
1Brorrington, D,, Hall, L. and Taylor, S, (2004), Menadm ent ljudskih resursa: Data Status, Beograd, ctp. 25
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BpaboTeHnTe (MNakamwe), OUeHyBak€ Ha HUBHUTE pe3yntatm (Mepewe Ha
nepdopmMaHcuTe), Kako n o06e3beayBarbe Ha NO3MTUBHA pPaboTHaA aTtmocdepa

(paboTHO OKpyXyBah€).13R

MeHalMEHTOT Ha YOBEUKM peeypcy npeTcTaByBa CTpaTernckm U COBPEMEH
KOHLENT 3a ynpaByBare Ha HajBpeHWUTE OpraHuM3auucki pecypcu, a Toa ce cute
BPabOTEeHM KOM TMOEAMHEYHO WM TUMCKU MNpUAOHEecyBaaT 3a OCTBapyBare Ha

opraHu3aLuckiTe Lenu.

MUYP npeTcTaByBa H/M3a Ha MefycebHO NoBp3aHN aKTUBHOCTM U 3afa4n Ha
MeHalIMEHTOT Ha opraHusaumjaTa Haco4yeHn KOH 06e36efyBarbe afgekBaTeH 6poj
N CTPYKTypa Ha BpaboTeHNWTe, HMBHUTE 3Haewa, BeWTUHU, UHTepecu,
MOTMBaUMja W HauyMH Ha oOfHecyBarwe, MNOTpPebHM 3a ocTBapyBawe Ha

MOMEHTa/IHUTE, Pa3BOjHUTE U CTpaTErMCKATE Lenn Ha opraHusauvjapTar b

MeHaLIMEHTOT Ha YOBEUKUTE pPEecypcM € HauvMH Ha Koj opraHusauumjata

ynpaByBa CO CBOjOT NepCoHas1 1 B/vjae Ha HUBHUOT Pa3Boj M ycoBpLUyBawe."137

MoBeKkeTo aBTOpM nog MYP nogpasbupaar ,MepkM M akTMBHOCTM KOW BO
NMpoLecoT, OAHOCHO nOoCTankMTe Ha M/aHvpare, perpytuparbe, Cesnekuuja,
counjannsaumja, 0bykn 1 ycoBpLlyBane, OLeHKa Ha neptopmaHcuTe, HarpagyBame,
MOTVBMpatrbe, 3allTuTa Ha BpaboTeHnUTe 1 npuMeHa Ha paboTHonpasBHUTE NPOMUCH,
MM npeB3emMa MeHalMeHTOT Ha opraHusauujata, co uen ga obesbean nepcoHan co
noTpebHUTe CNOCOGHOCTW, KBanMTeTM W MOTEHUMjasT W HUBHO aJeKBaTHO
ocnocobyBake W MOTMBUPare 3a MOCTUrHyBake Ha O4veKyBaHUTe pesyntartun u

ocTBapyBare Ha opraHusauuckutTe n andyHute uenun.“133

MYP moxe ga ce gedmHMpa Kako CUCTEM KOj v ondpaka cute MeHaiMeHT
04J1yKWN, cTpaTeruun, nosIMTUKA U aKTUBHOCTU KOU AMPEKTHO BAnjaaT Ha BpaboTeHuTe

BO OpraHu3auujaTa - HMBHOTO OJHECYBatbe, CTAaBOBM, BPeAHOCT M MOTMBaLMja W

1P

13AMoe, R.A., Hoienbeck, J.R., Gerhart, B., Wright, P.M., (2006). Menadm ent Ljudskih potencijala, Mate, Zagreb,
cm 25.

13*Armstrong, M. (2008), A Handbook of Human Resource Management: Prentice Hal!, New Jersey, cTp. 2.
1¥Bahtijarevic Siber, F. (1999). Management ljudskih resursa: Golden marketing, Zagreb, ctp. 16.

13McCourt, W., Eldridge, D.,(20Q3): Global Human Resource Management, UK Edward Elgar, Cheltenham,
cm2

13Susa, B., (2009). Menadzment ijudkih resursa prvo izdanje, Novi Sad: Cekom
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CoBpeMeHUTE MOJEeNM Ha opraHuM3auuM, BO OBOj KOHTEKCT chafaar
opraHusauunTe Kou ro soeefyBaaT CRM KOHLENTOT Ha [e/N0BHOCT, [0XWByBaaT

3Ha4YNTE/THN NPOMEHN, KOU TN ogpa3yBaaT COBpPpEMEHUTE MOAE/IN Ha yrpaByBame.

CoBpemMeHuTe opraHu3zauun fAejcTtByBaaT BO OMNKpyXyBawa kou 6Gapaar
MOMHAKBM  MNpucTany, MNOMHAKOB Ha4YMH Ha pasMuciyBakbe W MNOMHaKBa
opraHusaumucka cTpyktypa. [lapagurmMute Ha HOBMTE MOAENN Ha YyrpaByBatbe
coapXaT CYLITUHCKA TMPOMEHW, Mpej ce BO CTAaBOBUTE W BpeAHyBake€TO Ha

4YOBEUKMOT (paKTop BO opraHusaumjaTa, o4 KOu Hajnpenos3HaT/IMBu ce cnefHuTe:

- BpaboteHnte ce noBeKke cTaHyBaaT cTpaTtesn, BU3NOHepPW, NUAepu Wu

crneuujanuanpaHn HxXeHepu,
- BpaboTeHnOoT He e camMo M3BpLUUTEN, TYKY e TBOpeL, Ha KpeaTUBHU 3a4a4u;
- YoBeukuTe pecypcu ce Haj3HavajHUTe pecypcu BO paboTereTo;
- Ce athupmupaart npoekTHata, TMMcKara n koornepatusHara pabora.

Bo TeopumjaTa M npakcaTa Ha ynpaByBakeTO AOMWHWpAaT T.H. ,Meku
Bapujabnun', 3HaeweTo, KpeaTMBHOCTa W CMOCOGHOCTa Ha BpaboTeHuTe.
MpuhakareTo Ha TakBOTOKBA/IMTATMBHO 3HAYEHE€ Ha YOBEYKMOT MOTeHuujasl, BO
opraHusauyvjata umnauumpa eBoslyumja Ha cogpXumHata Ha MeHalMeHTOT Ha

yoBeUKUTE pecypcu.2

2. PYHKUMN U LEeNN HA MEeHaLIMEHTOT Ha YOBEYKUTE pecypcu

[edrHpabeTo Ha (PYHKLMUTE HA MEHALIMEHTOT Ha YOBEYKUTE PEecypcu BO
opraHusaumjata He e e[HOCTaBHO, CO Offle[ Ha Toa LITO YecTo Ce KopuctaT BO
pasMUHN 3Hauvewa. PyHkuuMTe Ha MUYP 1 aeduHMpaaT OCHOBHUTE 3HauajHU
oyHKUMM Ha MYP, 1 onuwyBaaT aKTMBHOCTUTE Ha MEHALIMEHTOT 3a YOBEYKM
pecypcu, oO3HadyBaaT ofpefeH npuctan BO yhNpaByBakeTo CO Jyfeto WU
nogpasbupaat gen of (MYHKUMMTE Ha ynpaByBatbe BO LEMOKYMHWOT CUCTEM Ha

ynpaByBat€ BO OpraHusauujara.
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®dyHKuMnTE Ha MYP, Bojaymockun v npeTctaByBa BO ABe rpynun:13®

1. OcHoBHM (oyHKUMM Ha MUYP - aHanu3a Ha pabortara, niaHvpake Ha
4YOBEYKMTE pecypcu, perpyrtauuvja, cenekuuja, obyka n passoj, OLeHyBahe
Ha nepcopmaHcuTe Ha 4YOBEYKUTE pecypcu, nakawe, pasBoj W
yrnpasyBaH€e CO kapuepara.

2. fononHutenHn dyHkumm Ha MUP kou HensbexHo ce HameTHyBaaT BO
[EHEeWHOTO COBpeMeHO paboTewe - cTpaTermckm MUP, 3awtmta Ha
34paBjeTo M yHanpegyBawe Ha 6e3begHocTa  Ha  BpaboTeHuTe,
yrnpaByBake W HamaslyBake Ha CTPecoT kaj BpaboTeHuTe, Ko/eTraHo

nperoBapake 1 paboTHU OAHOCHK.

Bo cnpoBefyBakeTO Ha yHKUMUTE M npouecute Ha MUP, opraHu3aumnte
MopaaT fa BHMMaBaaT Ha: 3a[0BOJlyBake Ha noTpebute Ha BpaboTeHuTe,
nogobpyBare Ha e€eKoHoMcKaTa W couumjasiHata nosoxba, o6e3benyBawe Ha
npudpativeute 6Gapawa 3a pabota W KBa/IMTET Ha pPaboOTHMOT  XMBOT,
o6e3benyBare MoBO/IHA paboTHa atMmocdiepa M [0OpUM MefyyoBEYvkKM O[HOCK KOu
B/IYjaaT Ha 3a40BOJICTBOTO Ha BpabOTeHWTe, a Co Toa 0 MOTTUKHyBaaTt JIMYHUOT

aHraXMaH 1MpasBoj, U rpmxa 3a 34paBjeTo Ha BpaboTeHuTe. 10

OCHOBHM HOCUTENM Ha hyHUMUTE Ha MUYP BO opraHusaumjata, ce JIMHUCKUTE
MeHalepn ko Tpeba Aa ja npee3emart LiesiocHaTa OfroBOPHOCT 3a YCMELHOTO M

edomkacHO ynpaByBah€ CO BpaboTeHuTe.
OcHoBHUTE Uenn Ha MYP ce:

- [a ja nogapXu opraHusaumjaTa BO OCTBapyBame€TO Ha MOCTaBEHUTE
uenu, co pasBoj M MMNNeMeHTauumja Ha cTpaterum 3a 4P kou ce
WHTErpupaHn BO [e/floBHaTa cTpaTerja Ha opraHusauyumjata
(ctparteruckn MUYP);

- J[la npuaoHece BO pasBOjoOT Ha Ky/nTypa CO BUCOKM NepthopMaHcu;

- [la ocurypa Aeka opraHusauujata uma TanieHTUpaHu, KBasimgoukyBaHm

N aHraxXnpaHy NnLa Kako LITO U ce NOTPe6HY;

1BBojaymockm,f.,:(2009). MeHaLIMeHT Ha YoBeukuTe pecypcn, Cronje: EkoHoMcKkM dpakysTreT, cTp. 21-24.
WJambrek 1., I. Penic 1., (1991): Upravljanje ljudskim potencijalima u poduze¢ima - ljudski faktor. 2b. Prav. fak.
Sveuc. Rij., V. 29, br. 2, ctp. 1181-1206
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- [Jla co3gage nosvTMBHM pPabOTHM OJHOCKM MNOMEry MEeHalIMEHTOT U

BPabOTEHUTE 1 K/IMMA Ha B3aemHa [0Bep6a.

HacouyBauknte uenn Ha MUYP ce u3BegyBaaTt of opraHusauuckute uenm u
Mopa ga 6ugart koMnaTMounHM co HWMB K cnopep Przulj, TMe ce HacoO4YeHM KOH:
.,MakCUMaslHO OCTBapyBatbe Ha nNpohuT Ha opraHusayumjata, LWTO Oapa
3rofiemMyBar€e Ha NpoAYKTMBHOCTA W HamaslyBahwe Ha TpollouuTe of paboTereTo,
KOHKYPEHTHOCT M OMWT MOpacT Ha YyCrnewHoCcTa Ha opraHusaupjarta, Kako LUTO ce

edoMKacHOCT, yCnewHoCT 1 npunarognneocT. KpajHarta Les e KOHKYpeHTHOCT." ML

3. AcCneKTM Ha 3HadereTo Ha yHKunmte Ha MUP BO K/IMEHTCKU

OpUEHTUPaHUTe opraHn3aumnn

Kako WTO e HaBeAeHo BO NPTXOAHOTO Morfiaeje, nNpu eBosyumja Ha
opraHusauujata og TpaguuMoHasIHA, MPOM3BOAHO - OPUEHTMPaHa, BO K/MEHTCKM
OpueHTUpaHa, NoTpeGHO e peau3ajHMparbe HanpouecuTe U HoBa MHAPacTpyKTypa
3a nopjpluka Ha npouecuTe, a Kora npouecoT ce peausajHnpa, pabortata esasnympa

0f1 TECHO OpPUEHTUPAHN 3aJa4yn BO MYNTUANMEH3VOHATHU.

Bo o0BME TpaH3UUMCKM U TpaHcopMauuckm npouecy, dyHaaMeHTaHo
3HaYeHe BO CUTE Chepy Ha opraHusaumjata, uMaat yHKUMUTE HA ynapByBaHETO
CO YOBEUKUTE pecypcu. Bo cyliTvHa, TpaguuMoHasiHaTa CoApXuHA Ha oyHKUMUTE
ce npwiarogyBa W MoAvcMuMpa, COMMacHO MNPOMEHUTE NpPeau3BUMKAaHN  Of
BOBE/lyBakETO Ha HOBMOT KOHLIENT Ha [Ee/I0BHOCT.

fonem gen of ncTpaxyBarbaTa NnokaxyBaaTt feka HajcUrypHuUOT HauvH fa ce
3rosiemart komneTeHumuTe 1 nepdpopMaHcuTe Ha opraHusauujata, CNefAcTBEHO U Aa
ce nocturHe ycnex Ha CRM KOHLENTOT, ce ocTBapyBa Mpeky: perpyTauuvja u
cenekymja Ha Hajgobpu paboTHUUWN, HUBHOTO Ha y
06yKH, MOTMBaLWja,NOCBETEHOCT, aHraxmaH, 3a40BOJ/ICTBO

OBO3MOXYyBaH€ Ha ereKTI/IBHO nnpgepcTBo. OBa 1 3rosieMmyBa LLUaHCUTe 3a

141Przulj, Z, (2002), MenadZment ljudskih resursa, Institut za razvoj malih Isrednjih preduzeéa, Beograd.
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e()eKTMBHO CrnpaByBate CO OAHOCKTE Ha BPabOoTEHUTE Kako CO KIMEHTUTE Taka U Co
Konerure.

3.1. Perpyrtaymnja n cenekymja Ha HoBeYKUTE pPecypcu

Perpytaumjata Ha 4oBeuykuTe pecypcu, ce pedvHMpa Kako npouec Ha
yTBpAyBake, Gapare 1 NPMBeKyBawe Ha KaHAMAATUYMM CMOCOBHOCTU, BELUTUHU U
INYHN OCOBUHN OBO3MOXyBaaT YCMNeELIHO M3BPLUYBake Ha paboTute Ha CnoboaHuTe
paboTHn Mecta. Cenekuujata, npeTcTaByBa MPOLEC BO KOj OpraHusauumjata, co
NpMMeEHa Ha ogpefeHn MeToau M MocTanky, nomefy noBeke kaHauaaTtu, ro n3dupa

OHOj KaHAUAAT Koj Hajoobpo MM 3a40BO/yBa GaparkbaTta Ha paboTHOTO MECTO Koe ce
nonoJsiHyBa.

Bo cuctemute Ha CRM KOHUENTOT, YynpaByBakeTO CO BpaboTeHuTe
3anoyHyBa CO perpyrauuja, Co Len HajnpBo fga ce obes3benaT KBa/IMTETHU Kagpw.
BucokuTe Tpowoun 3a perpyrauumja ro npukakyBaart 3HayeweTo 3a paborogasayor
Aa Hajae kagpwu co NOoTPebHW BELUTUHU U XXenbu 3a obyka M TPEHUHT 3a COOABETHU
paboTHM MecTa BO OpraHusaumjata. YcrnewHocTa BO perpyraumjata Moxe fga ce
NMOCTUrHe [OKOJIKY Ha NoTeHumjasiHo BpaboTeHuTe MM ce daje LesiocHa 1 TovHa
NHpopMaumja 3a npupogarta Ha pabortara, paboTHOTO MeCTO M o4vekyBawarta. Bo
CNPOTUBHO MOXe Aa pe3y/iTupa BO He3a[0BOJICTBO 0f pabotata 1 HEWUCnosiHyBahe

Ha ouekyBatbaTa 0f opraHusauujaTa.

OpraHmszaymjata Tpeba pga BoOAM MNocebHa rpwxka npu cenekuywjata Ha
BpaboTeHNTe, He caMOo Aa AEeMOHCTpMpaaT COOABETHM BELITUMHU U UCKYCTBa TYKY U
[a uspasyBaar BpegHOCTM M MOTMBaLMX KOM COOZBECTBYBaaT CO OpraHu3auuckata
eTvka. Yecto natM moxe ga ce C/yus KaHauAatoT Ja Hema [O0BOJSIHO paboTHO
MCKYCTBO W 3Haee 3a KOHKPeTHO paboTHO MeCcTo, HO CO COOABETHU OOykn U
TPEHUHI MHOry 6p30 MOXe f[a OAroBOpUM Ha CoOoABETHUTE paboTHM 3ajaun.

NHanBuayanHata pa60THa €Tnka W TCUXOJIOWLKNTE KapaKTEPUCTUKN CE MaUlKy

NOTELLKO npwuiaroannseun.

TexHUKNTE Kako LUTO Ce NCUXOMETPUCKUTE TecTupaka CTaHyBaaTt ce noBseke

nonynapHu 3a WAeHTUVKYBabe Ha NpoUIOT Ha JIMYHOCTA, MOceGHO 3a
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KaHAMAATUTE KoM BeTyBaaT YCMELIHOCT BO MpYXareTOo Ha KBa/IUTETHWU YCyrn BO
pPa3BOjOT Ha OAHOCUTE CO K/IMEHTU. TpagauuMOHa/IHO BakKBUTE TECT TEXHUKM MOBEKe
ce KopucTaTt 3a pakoBOAHW M MeHaLepck/ nosvumun, OTKOMKY 3a paboTHU MecTa kou
nMaaT ANPEKTEH KOHTAKT CO K/MEHTU WM aiIMUHUCTaAPATUBHO - TEXHUYKA MO3ULUN.
MefyToa, uMajkn M NpeaBu BUCOKUTE TPOLIOUM KoM Cce npoayumpaaT of
Murpauujata n o6pToT Ha BpaboTeHMTe U ONWITUOT TPEHA KOH norosiema paboTHa
MOGU/THOCT, ja npeau3BuKyBa noTpebara of pepeduHuparbe Ha MeToauTe 3a
cenekumja BO K/MEHTCKA OpUEeHTUpaHuTe opraHulaumn.l420Bue opraHusaumnm
KopuctaT MeToau W TEXHUMKM 3a Cenekuuja Kako LWTo Ce MNCUXOMETPUCKUTE
TecTMpaka M MepHUTe LEeHTpW, 3a MOLMPOK crektap Ha BpaboTyBawa, CO LITO ce
MCTakHyBa BaKHOCTa 0f, MNOCTaByBakheTO Ha ,eMOuUMOHasiHaTa CcogpxumHa“  Ha

Bpa60TeHl/ITe KOun ce BO MpBara I'II/IHI/Ija O, KOHTaKTOT CO K/IMEHTUTE.

BakBuTe TecTuparba UMaart 3a uen ga i nposepart, OAHOCHO Aa u3mepaTt
OZlpEAEHN CMOCOGHOCTM, JIMYHM KApPaKTePUCTVKM, WHTEPECU WM npedpepeHuMm.

[NaBHO ce KopucTaT CrefHUTe TpU BUAaA:

1. TecTtoBM Ha CNOCOGHOCT - MMaarT 3a Uen Aa ja uaMepar noArotBeHocTa Ha
KaHoMaaToT fa Hayus wiv Ja  BpwuW ogpefeHa paborta. Hajuecto
CNocoBHOCTUTE Cce rpynupaar BO: KOTHUTMBHU, MCUXOMOTOPHU U DU3NYKU
CNOCOBHOCTMW.

2. TecToBM Ha /MYHOCTA - MMaaT 3a Uen Ja M oueHar JuyHuTe
KapakTepuCTUKN Ha NoeAuHELIOT, KOW B/ivjaaT BP3 HErOBOTO OJHEecyBawe, a
CO TOa U BP3 YCMELIHOTO 13BpLUYBare Ha paboTtaTta.

3. TecToBM Ha MHTepecuTe - ce COCTojaT o4, OApefeHV npalla/iHUUM BO KOu
kaHaugaTuTe nomery noBeke akTMBHOCTU M M3bupaar OHME 3a ko umaat
HajrofleM MWHTEpPeC U BO 4Me W3BpLUYyBawbe MOXaT HajMHory ga oupar
paboTHO aHraxupaHu.

MepHUTe LEHTpU npeTcTaByBaaT MOCEGHM TEXHUKM 3a cefekuuja Ha
KaHOMAATU, HAjYecTo 3a MeHalepcku nosuuuv. Boo6uyaeHn ocobuHM 3a MPOLEHKA

Ha KaHOUAATUTE BO MEPHUTE LIeHTpK ce: BepbasiH1 U HeBepbasiHW KOMYHUKALCKN

142Payne, A., 2009. Handbook of CRM: Achieving Excellence in Customer Management. s.LEIsevier,
Oxford, cTp.376
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BELITMHM, BELITVHW Ha npe3eHTMpare, MOoTUBauuja 3a paboTa, WHUUMjaTVBA,
NMAEPCTBO, N/aHMpake W opraHM3vpake, aHanusa, ofJ/lyvyBare, OTMNOPHOCT Ha
CTPECHM CUTyaLuu, NPeTnpueMuYnmBOCT, MOATOTBEHOCT 3a MPEB3EMare Ha PU3MK U
CN.

3.2. [locepnyBawe Ha 3HaeHe

Crapata un3peka ,3HaeHeTo e MoK’ buna tectmpaHa of, MHOry CTpy4HU fua
BOo o6nacta Ha CRM, kako 1 BAMjaHMETO LUTO rO MMa Bp3 opraHusauujata. Cekoe
NHAMBMAYA/IHO 3HaEeHEe VMa COMCTBEHA BPEAHOCT LUTO O MpaBu CEKOj BpaboTeH
nocebeH, yHMKaTeEH M BpefeH 3a MEeCTOTO Ha KOELWTO e, Kakao 3a opraHusauujara

Kafe paboTu, Taka 1 OMnLTo 3a LesioTo ONwTecTso.143

Mopagy Toa, UMNepaTVB e [la ce pasMeHyBa W MHTerpupa 3HaeHneTo LUTO U
[103BOJlyBa Ha opraHu3auujaTa ga 6uae cnocobHa Ha npomeHu. OpraHusauumTe Yum
MHTEHLUMM CE HACOYEHN KOH KOHTUHYMpaHO pasBMBakb€ Ha 3HAEHETO WU
OCTBapyBatb€ Ha 3aefHMYKM MOCTaBEeHUTE Lenu U BpeaHOCTV (Ce odHecyBa Ha
BPabOTEHUTE UMM MHTEHUMM Ce Aa M ocTBapyBaaT OMNwTUTe, 3aefHWYKN LEenuM Ha
opraHusaupjata), € MHOIy TOKOHKypeHTa 3a pas/iMka of, OpraHusaumMnm umu

BpaboTeHM Ce 3aMHTepecupaHn camo 3a CONCTBEH Hanpeaok.14

Rootman et al.ja ucrtakHyBaat BaxHOCTa 0f, eAyLMpPaHOCT Ha BpaboTeHuTe,
0COO6EHO BO [eHellHaTa C/iOXeHa [esfioBHa cpeiuMHa CO LBpPCTa KOHKypeHuwuja,
OOHOCHO ja cMmeTaaT 3a HajBaxeH npeaycrioB. HMBHOTO UCTpaxyBahwe BO AOMEHOT
Ha OaHkapcTBOTO e 0f 0COOeHO 3Hauyewe, M BO BpCka CO Toa, a of acnekT Ha

eflyuMpaHocTa Ha BpaboTeHNTe, ce UCTakHyBaaT C/ieiHUTe NoCTaBku:1b

* Epyuupajre m BpaboTteHuTe pga ja cdpatar KommnsekcHata M nNpoMeH/vBa

[leNoBHa CpeavHa;

WBSyed-lkhsan, S. O., & Rowand, F. (2004). Knowledge Management in a Public Organization: AStudy on
Relationship Between Organizational Elecements and The Performance of KnowledgeTransfer. Journal of
Knowledge Management, 8 (2), 95-111.

WBrown, R B, & Woodland, M. J. (1999). Managing Knowledge Wisely: A case study inorganisational
behaviour. Journal of Applied Management Studies, 8 (2).

¥bRootman, C., Tait, M., & Bosch, J. (2008). Variables influencing the customer relationshipmanagement of
banks. Journal ofFinancial Services Marketing, 13 (1), 52-62.
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camof

KOHTVMHYyMpaHO wuHpopmupajTe M Bawmte BpabOTEHW 3a CUTE HOBWHU BO
nornep Ha nponsBoguTe n yCnyrute,

MoTuBuMpajTe M BpaboTeHMTe BO BpCKa CO MpuCTanoT LWTo 61 ro uMase tme
KOH K/IMEHTUTE 3a HOBUTE NPOW3BOAMN W YCNYIW;

NHopmupajTe rv BpaboTeHUTe 3a cuTe NONUTUKM 1 Npouesypu Ha upmMara;
BegHaw uvHdopmupajte mm BpaboTeHWTe [0KOMKY BO (huMaTta HacTaHe
npomMeHa Ha ogpefeHa nonvTuka, npoueaypa unv perynaTtvsea;

Enyunpajte v BpaboTeHuTe Aa He ce BO3ApXyBaat/cpamar npes KneHtute

[IOKOJIKy HeLWTO BO BpCka CO NPOU3BOAWUTE WNW YyCnyrute, Wi BO LEe/0T
ogperynatmearta He MM € jaCcHO, OAHOCHO feka He e npobnem pa ce
nHopmMmpaar 3a OHa LITO € HejacHO W [OMOJSIHUTENHO fAda ja npeHecar

6apaHaTta nHgopmaumja Ha KIMEHTOT.

3HaeHkeTo, MUCTO Taka € MHOry BaXHO 3a BpaboTeHuTe, 3apaju HuBHaTa

oBepb6a M ehmnkacHO BpLUEH-€ HA HMBHaTa paboTa. BpaboTeHuTe kou mmaart

He[O0CTaTOK Ha 3HaeHe BO paMKM Ha opraHu3auujata, YyBCTBYBaaT HenarogHocT.146

OBaa HenarofHoCT MOXe [1a ce o/jpasu Bp3 HMBHATa eUKacHOCT BO paboTaTta LUTO

nak o6wu Bnmjaeno Ha 3aA0BOJZICTBOTO Ha K/IneHtunte, OAHOCHO Ha Yycnexor Wwin

HeycnexoT Ha CRM. O6yuyeHocTa, 06pa3oBaHOCTa Ha BpaboTeHUTe U [IeNIeHeTo Ha

3HaeHke BO paMKUTe Ha opraHusauuvjata BAvjaaT NO3UTUBHO BP3 KOHKypeHTcKaTta

cuia Ha KomnaHujata Ha nasaport.147 CuTe nogaTouum LWITO M HyAM NuTepatypara,

3HaeHh

ycrnex.

€TO HeCOMHEHO o npaBaT 6UTEH (DAKTOP MOBP3aH CO YOBEYKMOT (pakrop 3a

146Sandhu, M. S., Jain, K. K., & Ahmad, I. U. (2011). Knowledge sharing among public
sectoremployees: evidence from Malaysia. International Journal of Public Sector Management,

(3),206-
K / cto

226.
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3.3. Obyka Ha BpaboTeHuTe

ObykaTa ce AeduHMpa Kako CUCTeMaTcku npouec Ha 36oratyBarbe U
npoLuvpyBatbe Ha 3HaeaTa, BELITUHUTE U OfHECYBaHETO HA YOBEUKUTE PEecypcu
CO Len nogo6po v noednkacHo M3BpLUYyBake Ha paboTata Ha KOHKPETHOTO paboTHO
MecT0.14806ykaTa npeTcTaByBa NMAHCKX HaMop Ha opraHvsauujaTa ga rm nogo6pu
nepgopmMaHcMTe Ha BpaboTeHWTe Ha HWBHOTO pabGOTHO MEeCTO WM Ha Hekoe

noBp3aHO paboTHO MecT0.149

Kako pe3yntaT Ha CeKojAHeBHUTE TMNPOMEHM BO HajBopellHaTa U
BHaTpeLIHaTa cpeayHa, pMHaHCUCKUTe cpeacTBaTa KoM COBPEMEHMTe opraHu3aumm
M BMOXyBaaT 3a o6yka Ha 4YoBeYkMTEe pecypcu, Ge3 COMHeHve 36opyBaaT 3a

Ba)KHOCTA Ha OBaa aKTMBHOCT 3a HMBHMOT OMNCTAHOK U Pa3Boj BO YEKOP CO BPEMETO.

Cnopeg Pushmann, coogsetHaTa obyka Ha YOBeYkKuTe pecypcu urpa KiyyHa
yrfiora 3a ycneluHa uHterpayuja Ha noctoevkute cuctemm co CRM cuctemnte. 19 Co
uen ga ce pobue makcumanHa kopuct o CRM CUCTEMOT YOBEYKUTE Pecypcu BO
efHa koMnaHuja ce goaeka ce gen og CRM tpeba fa 6uaaTt cooaBeTHO 0by4yeHn 3a
Aa moxar edmkacHo M edekTuBHO pga pgejctByBaar.18l VMHpopmatnuknte CRM
cucTtemMun Ke 6uaar ycrewHy caMo ako BpaboTeHUTe BO opraHusauujata 3HaaTt kako
[a M Kopucrtar, bufejku pas3BojoT Ha BakBM CUCTEMU 6e3 COOABETHA MOATOTOBKA Ha

KpajHUOT KOPUCHUK caMo Ke ro 3abp3a Heycnexor.132

Ob6ykaTta e BO (PyHKUMja Ha nomarawe Ha Apyrute 3a ga ce 3go6ujat co
3Haewe M UCTOTO Aa ro NpMMeHarT, Aa CTekKHaT BEeLUTWMHW, CMOCOGHOCTU M CTaBOBU

NOTPeGHN Kako 3a BPaboTEHUTE Taka U 3a opraHusauujaTa.

CoopgBeTHaTa 06yka Ha BPabOTEHUTE HE camo LUTO IV NoAo6pyBa HUBHUTE

CNocobHOCTU, UCTO Taka 06e36eayBa NofobpyBar-e Ha BKYNHUTE nepthopmaHcy Ha

18 Bojaynockn, [.(2009). MeHallMeHT Ha YoBeUdkuTe pecypcu, Ckonje: EKoHOMCKK dhakynTeT, cTp.151
10 Bogicevic, B. (2003). Menadzment ljudskih resursa, Beograd: Ekonomski fakultet, cTp.153

1 Pushmann, T., & Alt, R (2001). Customer relationship management in the phammaceuticalindustry.
Proceeding ofthe 34th Hawaii international Conference on System Sciences. Hawaii.

Bl Al-Mashari, M., & Zairi, M. (2000). The effective application of SAP R/3: A Proposed model ofbest practice.
Logistics Information Management, 13(3), 156-166

1®Goldenberg, B. J. (2002). CRM automation. Upper Saddle River, NJ: Prentice Hall.
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BpaboTeHuTe, LITO pe3yntMpa CO 3rofleMeHO 3a40BOJICTBO Kaj KIMEHTUTE U Ha
KpajoT co CRM ycnex.153

Chen wn Popovich, ja uctakHyBaaT noTtpebarta of obyka Ha BpaboTeHuTe,
6ugejkm BO npouecoT Ha BoBegyBaweTo Ha CRM opraHusaumjata NOMUHyBa HU3
ronemu TpaHcdopmaumn. Crnopes HUB ,HEKoM BpaboTeHM Ke opgsydar ga ja
HanywTaT opraHm3auujata, Hekon paboTHW MecTa 3HauMTesIHO Ke ce NpomeHaT, HO
MeHaLMEHTOT Mopa [a ja MoKaxe cBojaTa MOCBETEHOCT Ha ABMXeuKa KoMMaHuja co
OTBOpPEHN nporpamn 3a obpasoBaHMe M obyka CO uen ga ce obes3beanm ycnex Ha
CRM“.15%&

ObykaTa € COCTaBEH [eN Ha OpraHM3alMCcKMOT pasBoj W OAPXNBOCT,
noce6GHOKOra (pOKYCOT € HacouyeH KOH 3a/0BOJICTBOTO Ha KIMeHTUTe. BpaboTeHuTe
BOOpraHu3auujaTa MopaaTt LefiocHO f[a ja pasbepaT BaxHOCTA Ha anaTtkute

[IOCTanHu 3a HUB 3a u3rpaaba Ha NnobeaHNuYKM OAHOCK CO KNneHTuTe 116

CoopggeTHaTa obyka MM nomara Ha BpaboTeHUTe fa ce pas3bepe uenta Ha
CRM 1 ywiTe n 0BaXHO Aa UM CNYXW Ha KIMEHTUTE Ha Hajaobap MOXeH HauyuH. OBOj
CTaB Ce noAajgpxysa CO WUCTpaxyBareTo Ha Liao cnopepn koe ce 3aklydyBa feka
obykaTa M pas3BOjOT Ha BpabOTeHUTe ja 3rosiemyBaar BpefHOCTa M 06eMOT Ha
CMOCOBGHOCTUTE N 3HAEHETO Ha BpaboTeHuTe, na OTTyka B/Mjae Ha nofobpyBaH-eTo

Ha nepdpopmMaHcuTe BOeAHO NpaBejkn M KINeHTUTe 3a0B0JTHN Ha Hajaobap HauuvH.

Cho et al, 3aknyuyBaaT [eka COOABETHO npeaBuaeHWTe O06ykM Ha
BpaboTEHUTE Ce 0of K/y4yHO 3Hadere 3a epekTBHa CRM cTpartervja, na oTTyka ro
NCTakHyBaaT 3HAUYEHETO W BaXHOCTA Ha YOBEYKMOT (dakTop 3a YChellHo

cnposepyBanwe Ha CRM.1%H

1B Liao, T.-S., Rice, J., & Martin, N. (2011). The raie of the market in transforming training andknowledge to
superior performance: evidence from the Australian manufacturing sector. Thelntemational Journal of Human

Resource Management, 22(2), 376-394.
B Chen, I J, & Popovich, K (2003). Understanding Customer Relationship Management (CRM):People,
Process and Technology. Business Process ManagementJournal9 (5), 672-688

1%BBose, R. (2002). Customer relation management: key components for IT success. Industrial

Management & Data Systems, 102 (2), 89-97.

%BCho, Y., Im, I, Hiltz, J., & Fermestad, J. (2002). An analysis of online customer complaints:implications for
web complaint management. Proceedings of the 35th Hawaii InternationalConference on System Science. Los
Alamitos, CA: |IEEE Computer Society
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MporpamnTe 3a obyka ce Au3ajHMpaaT COr/lacHO corfiefgaHute notpeébu, a
MoXe paa ondhakaat 00ykM 3a: BewTuHW, WUT BewTuHW, obyka 3a numaepu unm
CynepBu30pu, 3a ynpaByBare, 3a pa3BMBa€ Ha WMHTEPNEPCOHasSHN BELUTUHU, Ha
npumep, NMAEpPCTBO, TUMCKa paboTa, HEBPOIMHIBUCTUYHOTONPOrpamMmpare, JIMYHK
BELUTMHKN, Ha MpUMep, CaMOyBEPEHOCT, TPEHUHI 3a KOMYHMKaluja, ynpaByBawbe CO
BpeMeTO, obyka BO OpraHu3auMCcKu Mpoueaypw, OAHOCHO MHAyKUMja, 34paBjeTo U
6e36egHoOCTa.ynpaByBawe Co NnepdyopmMaHcuTe U Ch.

4. OpHecyBaweTO Ha BpaboTeHUTe M (pakKTopuTe KOu BfinjaaT BP3

HMBHOTO OoAHeCyBat€e

3aegHunykata npeokynauuvja n uen Ha cute BkiydyeHn Bo CRM KOHUENTOT U
ynpaByBarheTO CO YOBEYKUTE PEecypCcn e HaAuYMHOT Ha Koj Ke ce gobue ,HajaobpoTo”
o4, cekoj noeguHeu. fa ce gobue HajgobpoTo of BpaboTeHWTe, MNPBEHCTBEHO €
OArOBOPHOCT Ha MeHallepuTte n nngepute Ha paboTHUTE TUMOBU CO MpPakrvkyBare
Ha edekrMBHO NuaepcTso. BoegHo, Toa e OArOBOPHOCT M Ha MeHalepuTe 3a
4YOBEYKM pecypcu, KoM MOXe [a MoMorHat BO CO3[aBareTo Ha paboTHa cpefuHa
norogHa 3a OCTBapyBawe Ha BUCOKA paboTHM nepdpopMaHcuM W yCrnewHo
cnpoBefyBarbe Ha MoJSIMTUKATE U NPaKTUKUTE KOW MM NOTTUKHyBaaT BpaboTeHuTe aa
cpaboTar ce WTO Ce O4yekyBa Of, HMB, Na Oypu W Aa ce BNoXaT noBeke U 0f

NoTPeBHOTO.

MeHalLimeHTOT Ha 4P, opgHocHO opaesnioT 3a Y0BEYKM pecypcu BO
opraHu3aumjaTa, MoXe aa 06e36eam COBETU M UHCTPYKLMN CO KOM KE UM MOMOrHe Ha
MeHalepuTe Aa M UCrnosiHaT cBoMTe O6GBPCKM BO ynpaByBah€TO CO BpaboTeHuTe.
3a fa ce ycnee BO 0OBa, MeHalepuTte n npodpecnoHanuymte 3a 4P (ogaenort 3a 4P),
Tpeba ga rm 3emat npeasug oakTopuTe Kou BAnjaaT Ha HAYMHOT Ha OAHECYyBaHETO
Ha BpaboTeHMTe BO oOpraHuMsauuwjata, kKako LWTO ce; pabotara, OAHOCHO
CMOCOBHOCTa, MHTENUreHuyujaTa, IMYHOCTa, CTaBOBUTE, eMouMnTe, eMoumoHasHaTa
UHTenureHumja n cn. BoegHo Tpeba ga 6uagar CBECHU 3a CrieHUTe MOKOKPETHU

thakTopyn Kou BNMjaaT Ha OfiHECYBaH-€TO Ha BpaboTeHUTE:

- MoTuBauuja - cunata U HacokaTa Ha OflHeCcyBake U hakTopuTe Kou Biuvjaat

BP3 HAUMHOT Ha OflpefleHO OfIHECYBaH€ Ha NoeanHUUTE,
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- TllocBeTeHOCT - cwiata 3a WAEHTMpMKauMja Ha MNoeAMHeLOoT  Co
opraHusauujaTa 1 HeroBaTa BK/yYEHOCT BO OpraHusauujata u

- AMraxmaHoT - cocToj6a BO Koja noeAuHeLuTe ce NOCBETeHM Ha paboTaTa u
opraHusaumjata 1 BoeIHO MOTUBMPAHM Ce 3a MOCTUTHYBake Ha BUCOKO HUBO

Ha paboTHUTe nepcopmaHcu.157

KoHuenTuTe Ha MoTMBaLMja, NOCBETEHOCT M aHraXMaH He e efHOCTaBHO Aa
Ce pasrpaHuyat, Ha npuvMep: Kora MoTuBauujaTa € HaABOpellHa, OfHOCHO Kora
LenTa e fa ce Bnvjae ANPKTHO HA MHAMBUAYanHMTe nepdopmaHcu, OfHOCHO Kora ce
npaBaT paboTu KOH WM 3a BpaboTeHMTe, Kako LUTO ce nmiatute Wiy npusHaHujata

Kafe LUTO LienTa e Ja ce BAvjae ANPEKTHO Ha UHAMBUAYaHUTE NepdopMaHCH.

CnpoTUBHO Ha Toa MOCBETEHOCTA W aHTaXMaHOT Ce COCTOj6U Ha NMYHOCTa
BP3 KOM LUTO MOXE [a B/njaaT MeHallepckute akuun. Tue He ce ANPEKTHU HUTY nak
HenocpeaHu, Kako AUPEKTHUTE MHCTPYMEHTM KOM Ce KOpuUcTaT BO MOTMBaLuMcKaTa
cTpatermja HacoyeHa KOH WHAMBUAyUTE. AHraXMaHOT U MNOCBETEHOCTa Kako
cTpaTery Ha MeHaLIMEHTOT MOXeE Aa 6uaaT NOBEKe HacOYeHM KOH MpeB3eMatrbe Ha
aKTMBHOCTM KOM BNMjaaT Ha pabOTHMOT KOJIEKTUB, KaKO LUTO € NoJ06pyBaHeTo Ha

paboTHaTa cpeavHa.

Armstrong, HaBedyBa YLITE TPV acrnekr Ha OAHecCyBae€TO Ha /yfeTo BO

paboTHaTa cpeguHa, Kako LWTo ce:138

- 3a[0BO/ICTBOTO 0f, paboTtata - OAHOCHO CTaBOBMTE W YyBCTBaTa Kowv J1yfeTo
M umMaaT BO Bpcka cO paboTata U paboTHOTO Mecto. OBOj acnekr ce
noBp3yBa CO MOTMBauUMjaTa W aHraXXmaHoT, HO MNoBeke O6M MoXeno fa ce

CMeTa KaKO pe3ynrtart o[ aHrackMaHOT, OTKOJIKY KakO HeroB coctaBeH Aersl.

- OpgHocoT nomery napute n motMBauujata. OBOj acnekT e 3HaumMTesieH buaejkn

Bnmjae Ha KpenpakeTo Ha MOJINTUKNTE U NMPaKTUKNTE KOU (DVIHaHCVICKI/ITe

157Amstrong, M. (2014), A Handbook of Human Resource Management, 13thedition: Prentice Hall, New Jersey,
cTp.167.

1BAmMstrong, M. (2014), A Handbook of Human Resource Management, 13Nedition: Prentice Hall, New Jersey,
CTp.168.
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cpeacTea (Nnaty U NapuyHKM Harpaam) rm KopucTaT Kako NpumapeH efieMeHT

3a MoTMBauuja.

- HeratmBHaTta CcTpaHa Ha aHraxmaHoT - ,COropyBake Ha pa6orta“

(aHr.burnout) - kako ce cnydyBa 1 kKako MOXe Aa Ce CrpaBuMe CO Hero.

4.1. MoTuBaymja

MoTuBaumnjatTa € cuna Koja f[aBa €eHepruja, ro HacodyBa W 0fpXxyBsa
ofHecyBaweT0. MOTMBOT € NpuyMHa Aa ce Hanpasu HewTo. MoTuBauumjata e cuna u
Hacoka Ha OfHecyBah-€TO W (Pakrop KOj BAMjae Ha HA4MHOT Ha Koj nyfeto ce
ogHecyBaart. JlyfeTo ce MOTMBMPaHM KOora OyekyBaaT of, HMBHOTO B/IOXYyBatb€ BO
NCNoSIHYBakeTO Ha uenTa, ga 6maar ueHeTn u cooABETHO HarpageHu. 3HavyeH-eTo
Ha TepMUHOT ,MOTMBauuja" Moxe pga 0O6uae pasIMYHo BO  3aBUCHOCT  0f,
pa3sHOBMOHOCTa Ha LennTe Kou MM uMmaar noeguHuMTe, HauMHOT Ha Koj ja mu3bupaar
cBojata Uen v of HauMHOT Ha KOj ocTaHatuTe npobyBaaT Aa ro NpoMeHaT HEroBOoTO
ogHecyBare. Locke n Latham, 3abenexyBaart geka: ,MoTuBaumjata ce ogHecyBa Ha
BHATpeELLHMUTE (paKTOpM KoM LUTO MOTTMKHYBaaT akuuja U HaaBOpelwHuTe akTtopu
KOM MOXe [f[a [AejcTByBaaT Kako cTuMmynaumja 3a akumja“.13® MotuBauujata ja

CovMHyBaaT TP KOMIMOHEHTW.

1. Hacoka - OHa LUTO JIMYHOCTa ce 06uayBa Aa CTopu
2. BnoxyBarbe UM Hamop - KOJIKy CUMM BOXYyBa JIMYHOCTA

3. YMOPHOCT - KOJIKy A0/T0 SIMYHOCTA MNPOJO0/IXYBa Aa ce obuaysa

MoTuBaLmjaTa MOXe fa npowusserysa of camara npupoga Ha paboTtara,
KBa/IMTETOT Ha /IMAEPCTBOTO M pas3HuTe (hopmMu Ha npu3HaHuja u Harpagu. Bo
niTepaTtypata ce 3acTaneHu roneM 6poj Ha Teopuu LWTO oOb6jacHyBaaT Kako
dyHKUMOHMpPA MOTMBauumjata, a HajuecTm WucTpaxyBawa BO oOBaa 06nacT, BO
KOHTEKCT Ha MpakTuyHata npuMeHa ce pgsete opMM Ha MoTMBauMja Ha

BpaboTeHWTe: BHATpeLlHaTa 1 HajlBopellHaTa MoTvBaLvja.

1P Locke, EA and Latham, G (2004) What should wedo about mativation theory? Six recommendationsforthe
twenty-first century, Academy ofManagement Review, 29 (3), pp 398-403
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BHaTpeluHaTa mMoTuBauMja ce CfyvyyBa kora noeavHumMTe 4YyBCTBYyBaaT Aeka
HMBHaTa paboTa € BaXHa, MHTEepPecHa W cOo npeau3BMuUM, WTO MM 06e36enyBa
pasymMeH CTeneH Ha aBTOHOMHOCT (cno6ofa Ha [AejcTByBarbe), MOXHOCTM 3a
NOCTUTHYBake W HaAMUHYyBak€ Ha MOCTaBEHUTE LUeAu, Kako W Aenokpyr 3a
KOpUCTEHE W pas3BOj Ha COMCTBEHMTE BELWTWHM W CNOCOGHOCTU. BakBOTO
ob6jacHyBah€ MOXe [a ce Onuile Kako MoTuBaumja of camaTta paboTa, 6uaejkn He e

co3jafieHa of, HafBOPELUHN CTUMY/IaHCH.

BHaTpelwHaTta MoTuBaumja ce 6Gasvpa Ha notpebara 3a KOMMETEHTHOCT U
camoornpegenysawelfd Sandel, ro 3actanyBa MUCNEHETO Aeka napuyHaTa Harpaga
3a NyfeTo KoM ce aHraxmpaHu BO akrMBHOCTM KOWM TME M CMeTaaT 3a CYLUTUHCKM
BaXXHW, MOXe [a ja HaMaiM HMBHaTa MOTMBMPAHOT A0 CTeneH Ha oTdipname Ha
HMBHMOT BHaTPELIEH WHTEepec WM HuBHaTa nocBeTeHOCT.J6l BHaTpelsHaTa
MOTMBMPAHOCT MOXe [fa Ce 3ro/leMn CO OnMuMCOT Ha paboTHMTe MecTa W
cneundpukaunjata Ha paboTata. Katz.cyrepnpa geka paboTtHuTe mMecta camu Mo
cebe Tpeba pa Hyaar [OBOSMIHA Pa3HOBUAHOCT, KOMMIEKCHOCT, NPeansBuK WU
BEWTMHN 3a fda ce MNOTTUKHAT CnocobHoCcTUTe Ha BpaboTeHuTe.l&Hacktan u
Oldham, BO HMBHMOT MOZEN 3a KapakTepucTukuTe Ha paboTHOTO MecCTO
NOeHTUUKyBaaT neT BaXKHM KapakTepuUCTUKM Ha paboTHOTO MecTo Kou ja
NOTTMKHyBaaT BHATpeluHaTa MoTuBaumja: PasHO/IMKOCT Ha MNOTPeOHUTE BEeLUTUHW,
onpefesiyBatbe Ha pabOTHM 3afjaun, 3Ha4YajHOCT Ha 3ajaunte, aBTOHOMHOCT WU
nospatHa uHopmaumja (feedbeck).163 Cnopen PJnk.nocrojat TpyM YeKopu CO Kou

MeHallepuTe MoXe [a ja nogo6paT MoTvBaLvjaTa Ha BpaboTeHuTe: 164

1. ABTOHOMHOCT - pfa ce oxpabpaT fyfeTo camMOCTOjHO fAa ro nocrtasar
pacnopegoT Ha paboTHMTE 3adaun 1 Aa ce hokycupaaT KOH M3BpLUYBake Ha

paboTaTa, a He Ha Toa Kako Tpeba fja ce WU3BPLLN.

10 Deci, E L and Ryan, R M (2000) The ‘what” and‘why” of goal pursuits: human needs and the self-
determination of behaviour, Psychologicallnquiry, 11, pp 227-68

Bl Sandel, M (2012) The Moral Limits of Markets: What money cannot buy, London, Allen Lane

1I82Katz, D (1964) The motivational basis of organizational behaviour, Behavioural Science, 9, pp 131-36
I8BHackman, J R and Oldham, G R (1974) Moativation through the design of work: test of a theory, Organizational
Behaviour and HumanPerformance, 16 (2), pp 250-79

1PNk, D H (2009) Drive: The surprising truth about workplace motivation, New York, Riverhead Books
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2. YMELHOCT - [a M ce NOMOrHe Ha BpaboTeHuTe Aa rv oTKpujaT yekopuTe 3a

nofobpyBate U Aa ce 6apa of HVB Aa 0 MCKaKaT HAYMHOT Ha HUMBHWOT
nporpec.

3. Llen- o6jaHyBare U MHCTPYKUMUM 3@ BaXHOCTA O/ UCMOMHYBaETO Ha LienTa.

BHaTpewHnTe MOTUBaTOpPU KOW Ce 3aHMMaBaaT CO ,KBaNnUTEeTOT Ha XUBOTOT"
(bpaza n npuaBwxyBare KOWM MpousneryBaaT Of OBOj KOHLEMT), MOXe Aa umaar
noas1abokn 1 AONArOpoYHM edoekTn, buaejkn Tue ce CBOJCTBEHW Ha noeavHuuTe n
paboTata M He ce HamMeTHaTV OAHaABOP BO dpopmMa Ha MapuyHM CTUMYaTopwu.

BHaTpellHaTa MOTMBaLMja € NoBp3aHa Co KOHLENTOT Ha aHrakmaH.

HazBsopeluHaTa MoTvBaLMja ce cnydyBa Kora paboTute ce npasar 3a WUan KOH
nyrfeTo co uen ga ce MoTuBMpaaT. TakBmoT Npouec BKIyvyBa Harpau Kako LITO ce:
cTumMynaumm, 3rosieMmyBakwe Ha nnatu, nocanbu nam adpupmauymja. HagsopelwHute
MOTMBaATOPU MOXeEe fa umaaT HenocpeaHu U MOKHM edoekTu, KoM He mMopa fa 3Hauu
[eka ke buaaT co 4oNroTpaeH edexT.

TeopunTe 3a MOTUBaUMja MM 06jacHyBaaT HaYMHMTE HaA KOWM BHaTpellHaTa U
HaZBopellHaTa MOoTUBaLMja ce 0ApXyBa.

4.2. 3apoBOJICTBO 0of paboTtata

3a/10BO/ICTBOTO 0f, paboTaTta MoXe fa ce AedduHMpa Kako CeT of CTaBOBUTE
1 YyBCTBaTa Ha /lyfeTo KoM M1 MMaaT KOH cBojaTa paboTa. [M0o3UTUBHUTE M NOBOJIHU
CTaBOBM KOH paboTaTa yKaxyBaaT Ha 3a[0BOJICTBO 0f pab6oTata. CnpoTUBHO,
HeraTMBHMUTE U HEMOBOJ/IHM CTABOBW KOH paboTaTa ykaxyBaaT Ha He3af0BOJICTBO 0Of
paboTata M MOpasioT, KOj € MNoBeKe rpynHa OTKOSIKY WHAMBMAyanHa Bapujabna
noBp3aHa Co CTEMNEHOT [10 KOj YeHOBMTE Ha rpynarta ce 4YyBCTByBaaT NpUB/EYEHU

KOH UCTUTE N KOJIKY TUe CakKaarT Aa OCTaHaT KaKo Hej3VIHI/I Y/1IEHOBW.

CTeneHoT Ha 3a[0BOJICTBO WM HE33a[0BOJICTBO 0f, paboTaTta e nog BvjaHue
Ha cnegHUTe haeTopu:

1. BHatpewHuTe chakropyn 3a motmBaumja. Tue ce ogHecyBaaT Ha coApXuHara

Ha paboTaTa (onuc Ha paboTHOTO MecTo, paboTHUTE 3a4a4um 1 Ch.).
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2. KBa/iMTeToT Ha KOHTpoaTa.
3. Ycnex wavM Heycnex. YcnexoT co3faBa 3a[0B0JICTBO, MOCEOHO ako My
0BO3MOXYyBa Ha MnoeAuHeLOT fga Cce caMOooKaXe CO KOpUCTeHe Ha

COMNCTBEHUTE CMOCOBHOCTM BO uenoct. Bo cnpoTnBHO, pe3yntupa BO Heycnex.

OnwTo npupaTteHo e BepyBameTO [eKa 3rofieMyBarbeTo Ha 3a/0BOJICTBOTO
og paboTtata pesyntupa BO nofobpeHn paboTHM nepdpopmaHcu. Ho, co
ncTpaxyBatbata cnposefeHn of, Katz, ce yTBpAyBa [eka HMBOTO Ha 3a0BOJICTBO
of; nnarata, CTartycoT Ha pabOTHOTO MEeCTO WM OAHOCOT CO Kojermte Ha
BpaboTeHMOT BO BWCOKO MNPOAYKTMBHUTE eAWHMUM He Cce pas/iukyBa o0f

opraHmnsaumoHnTe eguHNUMN CO HUCKO HMBO Ha NPOAYKTUBHOCT.

Bo nuTtepaTtypata uma 6pOjHM UCTPaKyBarba KOM O MOKaXyBaaT HUCKOTO
HMBO Ha 3aBWCHOCT Mefy 3a0BOJICTBOTO 0f pabotara M nepdopmaHcuTe Ha
BpaboTeHuTe. OBa ce NoTBpAyBa CO nogarouuTe 3a BpckaTa nomMmery 3aZ0B0J/ICTBOTO
o pabotata n nepcpopmaHcuTe, [OOGMEHN Of UCTpaxyBawe crnposefeHo 3a 177
MeHallepn Ha npogasHuUW, aHanIM3npaHn of cTpaHa Ha Christen et al., npyn wTo ce
NCTakHyBa Aeka nepdpopMaHcUTe Ha MeHallepuTe Ha NpogasHULMTE T 3rosieMyBaar
3a40BOJICTBOTO 0f, pabortara.lb BcywHocT, MOxe pfa ce TBpAau Jeka
3rosiemMyBareTO Ha 3a[0BOJICTBOTO 0f, paboTaTa He foBefyBa [0 3rosieMyBatbe Ha
nepgopMaHcuTe, HO nodobpeHn nepdopmaHcn pgoBedyBaaT [0 3ro/leMeHO

3a/10BOJICTBO 0f1 paboTaTa.

3ronemyBan-€T0O Ha 3a0B0JICTBOTO Ha Bpa6OTeHVITe, BOAW KOH 3rosiemMyBak€
Ha 3a40BOJICTBOTO Ha K/IMEHTUTE, a CO TOa aBTOMAaTCKM Ce OCTBapyBa MopacTtT Ha

NPVXoA0T BO oApe/ieH NPoLeHT.16

Cnopep, 36opoBute Ha Dukakis,HajrofieMoTo 3a40BOJICTBO Kaj KNIMEHTUTE MOXE
Ja ce MnocTurHe kora M cammte BpaboTeHW ce 3a40BOJSIHW.16/ 3a40BO/ICTBOTO Ha

KNueHTuUTe e rnaBHata uen Ha CRM KoHLenToT.

16 Christen, M, lyler, G and Soberman, D (2006) Job satisfaction, job performance, and effort: a
reexamination using agency theory, Journal B0, pp 137-50
1BJambrek 1., I. Penic¢ I, (1991): Upravljanje ljudskim potencijalima u poduzec¢ima - ljudski faktor. Zb.
Prav. fak. Sveu€. Rij., v. 29, br. 2, ctp. 1181-1206.

167 Zamil, A.:Customer Relationship Management: a strategy to sustain the organization's name and products in
the customers' minds, European Joumal of Social Sciences, June, 2011, Volume 22 Issue 3, ctp. 454
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4.3. OpraHusaumncka NoCBeTEHOCT

MocBeTeHOCTa Ha BpaboTeHWTe ce OfHecyBa Ha HMBHaTa NPUBP3aHOCT W
J10ja/IHOCT KOH opraHu3auuvjata. Taa e noep3aHa CO YyBCTBaTa Ha NoefuvHUUTE KOH
HMBHaTa opraHusauuja. lNocBeTeHoCTa ce KapakTepuanpa co eMOTUBHA NOBP3aHOCT
CO opraHusauujara koja e pesynraT Of B3aeMHU BpeAHOCTU U uHTepecu. Cropes

Mowday, nocTojaTTpy KapakTepUCTUKI Ha NocBeTeHocTa: 168

1. CwnHa Bofja Aa ce ocTaHe YsleH Ha opraHu3auujara.

2. CunHa Bepba ” npuakakbe Ha BpegHOCTUTE U UenNuTe Ha
opraHusauujaTta.

3. loAarotBeHOCT fa ce BoOXaT CWIHM HanopM BO WMe Ha

opraHu3sauujara.

OpraHu3auuckata MNOCBETEHOCT € MyATUAMMEH3MOHAIEH €efIEMEHT, Koj e
oApa3 Ha wugeHTU(pukaumjaTa Ha MNoeauHeuoT CO opraHusaumjata (/10jasiHOCT),
HeroBata NpPMBP3aHOCT KOH oOpraHu3auujata (Hamepata fa OCTaHe) U HeroBaTa

Xenba 3a B/I0XyBarbe ro/lemMy Hanopy Bo MMe Ha opraHusauujaTta.l®

Bo [JeHelwHWTe COBPEMEHM YC/oBW, paboTHWTE MecTa ce MOLUMPOKO
[nM3ajHnpaHn Bo cnopeaba co nopaHo. CneacTBEHO, CO NPOMEHMTE Ha YCNoBUTE ce
CnyyyBaaT M MPOMEHM Ha MNOeAUHEYHUTE HAAIEeXHOCTW, CO LUTO YEecTo natu
TUMOBUTE, a He noeauHUWMTEe, Ce OArOBOPHM 3a nepdopMaHcuTe  Ha
opraHusauuoHute eavHuun. Co  penaTMBHO  M3eAHAYeHa  Xuepapxvja BO
MEHALIMEHTOT U MUHUMAIHW Pa3/IMKX BO CTaTycuTe, KOHTponarta W natepanHaTa
KkoopauHauuja 3aBucaT oOf, 3aefHUYKMTE LUenu, [oAeKka nak BfWjaHMeTo BO

opraHusauujarta ro onpegenyea ekcneprvisara, a He oopmasiHaTa nosuuuja,.

HosBnot mogen Ha MUP ce coctom of nMOAUTUKA KOWM NpoMoBMpaar
3aeHNWITBO - 3aefHWYKM Lenu, B3aeMHO B/iMjaHME, B3aeMHO Mo4YUTyBame,
B3aeMHVW HarpagM UM 3aefHWYKa OAroBOPHOCT. [lpeTnocTaBkata e [Aeka

3aeHULLTBOTO Ke NoB/ieye NOCBETEHOCT Koja Ke AonpuHece 3a noaobpyBare Ha

IBMowday R (1998) Reflections on the study and relevance of organizational commitment. HumanResource
Management Review, 8, 387-401

I®Armstrong, M. (2014), A Handbook of Human Resource Management, 13thedition: Prentice Hall, New Jersey,
CcTp.186
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EKOHOMCKMTE NepdopMaHCcy 1 pas3Boj Ha NoeanHELOT.

Bucokata opraHusauucka MOCBETEHOCT Ce MOBP3yBa CO MOHWUCKO HMBO Ha
O[/IMB 1 ancTUHeHLUMja Ha TPYAOoT, HO U MOKPaj rofIeMUTe Haropy Ha UCTpaxyBauute
He MOXe [ia ce JoKaxKaT CO CUrypHOCT NO3UTUBHMTE eDEKTU Of NOBpP3aHOCTa nomery
nocBeTeHocTa M nepdpopmaHcuTe. NocBeTeHocTa He e UCTO LWTO U MoTuBaumjaTa,
na o Taa npuuvHa He 6u Tpebano Ja ce oyekyBa NOCBETEHOCTA Aa 6uae AUPEKTHO

CPeACTBO 3a HEMOCPEeAHO BNvjaHve BP3 nepdopmaHcuTe.

IcTo Taka MOCTOM MOXHOCT MNOeAuHEeLIOT Aa He € 3a[0BOSIEH CO Hekoja
KapakrepucTvka og pa6otata, a npu Toa [Aa Ce OApXyBa BWUCOK CTENeH Ha

MOCBETEHOET KOH OpraHusauujata kako LennHa.

CunHaTta NocBeTEeHOCT KOH paboTaTta, pesy/sTMpa CO CBECHOCT, COBECHOCT U
CaMOMHULIMjATMBHOCT BO PaboTereTo, peoBHA NPUCYTHOCT HA paboTHOTO MECTO U
CAMOVHULMjaTUBHO MPEB3EMarbe Ha Hamopu W BNOXYBare Ha AONOSHUTENEH TPYA
oA, CTpaHa Ha noeAuHeLOT. [NocBeTeHOCTa e noBp3aHa Co HamepaTta Ja ce 6uae u

[la ce ocTaHe BO opraHusauujara.

dakTopuTe KOM BMjaaT Ha HUBOTO Ha MOCBETEHOCI KOH paboTata ce
ofgHecyBaaT Ha: noggplika oOf CcTpaHa Ha MeHaLepckMoT TuM, CTabuiHu
BpaboTyBarba, 00YKM M TPEHWHI, BK/TYYEHOCT Ha BpPabOTEHWTE BO pellaBaHeTO Ha
npobnemute, TuUMCKa paboTa, KIMmMa Ha copaboTka W pgosepba, LUMPOKO

An3ajHupaHn paboTHM mMecTa U C/.

4.4. AHraxmaH Ha BpaboTeHUTe

AHraXmaHOT Ha BpaboTeHuUTe ce C/nydyBa Kora Nyfeto ce MNOCBETEeHW Ha
HMBHaTa paboTa M Ha opraHuMsauyujata BO LESOCT, U Cce MOTMBUpPaHuU 3a

NnoCTUrHyBawk€ Ha BUCOKO HMBO Ha nepcbopmchm.

Ynotpebara Ha TEPMUHOT ,aHrakman“ 3anoyHysa BO 90 -TUTe roAvHU 0f,

MUHATMOT BEK, CO NPOMOBUpare Ha uaejaTa aeka noeAuHUUTE MOXeE ,JINYHO" Aa ce
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aHraxmnpaar BO HMBHaTa pa60Ta, Aa BNoXyBaaT MNO3UTUBHa eMOUUOHa/lHa ¢

KOTHUTUBHA eHepruja BO HUBHUTE paboTHW nepdpopmaHcu.10

TepMmunHuTe ,3a00BOJICTBO oA pabortara“, ,MoTMBaumja” M ,MOCBETEHOCT" BO
AeHelwHnTe BM3HUCU TeHepaUTHO Ce 3amMeHyBaaT CO TEPMUHOT ,aHraxmMaHll uaejku
nma norosiemMa AecKpunTMBHa cuna v BnevatimBa BaulMAHOCT. AHTaXMaHOT MOXe
[a npeTcTaByBa MexaHu3am, Npeky Koj npaktnyapute Ha MUP, no3nTtnBHO Bnujaat

Ha MHAMBUAYANHWTE 1 opraHu3auuckute nepgopmarcu. 71

AHraxxmaHoT Ha BpaboTeHuTe, cnopepg Kahne ,cebeuckopucTtyBamwe” Ha
Y/IeHOBMUTE Ha oOpraHusaumjata BO HUBHUTE paboTHWM ynorn.12 Bo aHraxmaHoT
noefvHUNUTE ce NcKopucTyBaar cebecu 3a fa ce m3pasar PU3nNYKM, KOTHUTUBHO U
eMOLMOHaUTHO BO peannsaumjata Ha ceouTe paboTHu nepdopmaHcu. Mokpaj Toa, BO
aHraXXMaHoT NOeAMHELOT MM U3paByBa M YMEeLLHOCTa U 3a40BOJICTBOTO Of paboTara

Kako 1 eHTy3Knja3moT 3a paboTtara.

AHraXxmMaHoT e uenTa Ha noeguHeuoT 1 ookycnpaHa eHepruja, BO O4HOC Ha
ApyruTe, eBMAEHTHO M3pas3eHa Mpeky JIMYHW UHULMjaTUBK, afanTUoWAHOCT, Tpya Y

NCTPAJHOCT 3a NOCTUTHYBaHkEe Ha opraHusauuckiTe Lenun.173
AHTaXMaHOoT Ha BpaboTeHUTe Mma TP OCHOBHWM CBOjCTBA:

1. WHTenekTyasieH aHraxmaH - Cepuo3Ho, An1aboko pasmucslyBarbe BO BpCKa CO
pa6oTaTta 1 kako Ja ce nogobpu nctara;

2. AdeKTMBEH aHraxXmaH - Mo3WTVMBHO YyBCTBO BO M3BpLLYBaHETO Ha paboTtara;

3. CoupjaneH aHraxmaH - aKTMBHO BHECYBatb€ Ha MOXHOCTMUTE BO paboTHUTE

[INCKYCUW NOBP3aHn co Nofo6pyBare Ha nepopmaHcuTe.

TepMUHOT ,aHraxmaH" ce KOpPWUCTW Kora ce OnuilyBa HEKoj cneunduyeH HauuH

Ha M3BpLUYBake Ha PaboTHMTE 3a4aun M 0GBPCKY Of CTpaHa Ha NoeauHeLoT,

10 v 173Armstrong, M. (2014), A Handbook of Human Resource Management, 13NdgBviiion: Prentice
Hall, New Jersey

171 Truss, C, Deldridge, R, Alfes, K, Shantz, A and Soane, E (2013) Introduction,
Engagement inTheory and fondon, Routledge

12 Kahn, W A (1990) Psychological conditions of personal engagement and disengagement at work,
Academy of Management Journal, 33 (4),pp 692-724
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Kora TO] MMa MO3UTMBEH CTaB M MOKaXyBa OCOOEH WHTepec kOH pabortara, ja
n3pBpulyBa pabortara B/10OXKYyBajkn ce cebecn 1 noseke of NOTPebHOTO (AMCKPEeLMOHO
B/IOXYBake) M € MOTMBMPAH 3a MNOCTUrHyBakb€ Ha BUCOKO HMBO Ha pPaboTHU
nepgopmMaHcu. HajegHOCTaBHO KaXaHO, aHraxmaH € MO3UTMBHOTO YYyBCTBO Ha
noeauHeLOT KOH concTBeHata paboTta. AHraxupaHute paboTHUUM ce paboTHULM CO
CTpacT, paboTHMLM KOM Ce Le/IOCHO BHECeHM BO HMBHaTa paboTa, eHepruyHu,

NCNOJTHUTEJTHN N UEeJ/TOCHO NOCBETEHN.

OpraHmn3aymckMoT aHraxmaH ce ookycupa Ha npuBp3aHOCTa KOH Win cebe
naeHTUdrKaumjata Ha noeguHeLoT Co opraHmMsauujata BO LesiocT. AHraXmMaHoT Ha
BpaboTeHUTe ja 3rosieMyBa npuBp3aHoOCTa Koja TWe ja 4yBCTByBaaT KOH
opraHusdauujata. OpraHM3auMCKMOT aHraxmaH npeTcTaByBa OfpXyBawe Ha
NMo3UTMBEH CTaB Of, CTpaHa Ha BpabOTeHUTe KOH opraHusaumjata u Hej3uHuUTe
BpeAHocTn. BakBoTo gedmHMpare Ha opraHM3aumcKUOT aHrakMaH MoTceTyBa Ha
TpaguLMOHa/ITHOTO 3Hayere Ha MNOoMMOT ,NOCBETEHOCT". AHraXMaHOT Ke ja
npogyuMpa csojaTa Hajrofiema BpefHOCT AOKO/IKY BO Ae(UHMpaH-eTO Ha CaMnoT
nouMMm ,aHraxmaH“ ce npucatm pgeka BO cebe M BkIydyBa W pPabOTHUOT W

opraHM3aunCcKNOT aHraxmaH.174

AHraXMaHOT COApPXW TPW OCHOBHW KOMIMOHEHTUM Kou MefycebHo ce
npeknonysaar: MoOTMBauMja, MNOCBETEHOCT W ,04HEecCyBake CO oOpraHuMsaumncka
npunagHocTt”'. MoJesioT Ha aHraXXmMaHOT COCTaBeH o[ OBMEe TPU KOMMOHEHTU
npousneseH e of cTpaHa Ha VIHCTUTYTOT 3a cTyamu 3a BpaboTyBawe (crivka 8).15

PaboTHMOT aHraXkmaH e noBp3aH Co 3a40BOJICTBOTO 0f, padoTara.

3a nogo6po NPaKTUYHO UCKOPUCTYBaHE Ha CYLLITUHCKOTO 3HaueHe Ha NoumMoT
aHraxkmaH, noTpebHo e Aa ce corfegaaT HAjNPBO (hakTopuTe Kou BrMjaaT, HUBHOTO

MOTEKMNO 1 BNUjaHMe U a ce HKopnopupaaT BO epMKaCH HacouyBauu.

174Saks, A M (2006) Antecedents and consequences ofemployee engagement, of
ManagerialPsychology, 21 (6), pp 600-19
I/Armstrong, M. (2014), A Handbook of Human Resource Management, 13thedition: Prentice Hall, New Jersey
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Commitment Organizational citizenship

Cnuka 8. Mogen Ha aHraxmaH Ha BpaboTeHuTe
Crawford et al., rm HaBefyBaaT c/ieHUTE Haco4yBayn Kako 3HavajHn B8

- PaboteH npeausBuk - kora paboTHOTO MECTO e LUMPOKO AedIUHMpaHo, Co
BMCOK CTeMeH Ha OAroBOPHOCT U roniem ob6em Ha paboTa, CO LWTO Cce
3rofilemyBa aHraXmaHoT Ha noeauHeuoT, 6uaejkm cosgasBa MoOTeHuunjasl 3a
NINYEH pasBoj;

- ABTOHOMHOCT - [03BOJIeHa e cnoboga, He3aBUCHOCT M AUCKpeuunja BO
pacrnopefoTr Ha paboTHMTe 3ajayunm W 00BPCKM Ha MOefUHELOT WU
YTBpPAYyBaweTO Ha npouenypute 3a HUWBHO CrnpoBefyBawe, CO LITO Ha
noeAuvHeLoT My o06e36efyBa 4YyBCTBO Ha COMNCTBEHOCT U KOHTpoO/na Hapg,
pe3yntatute of paborara,

- PasHoBMAHOCT - paboTHM MecTa KoM MM OBO3MOXYBaaT Ha noeguHuuTe aa
M3BpLlyBaaTr [MOBEKe pas/iIMyHM akTUBHOCTM WM [a KopucTar MoBeKe
BELUTUHY;

- TNospartHn mHpopmauun (feedbeck) - ce obezbenyBaaT AUPEKTHU U jaCHU
nHdhopMaLmm 3a eprkacHOCTa Ha HMBHUTE nepopmMaHcy;

- KomnatubunHocT nomery noeauHeuoT un paboTHaTa cpeguHa (Ha np.:

paboTarta, opraHm3auujata, MeHaLepoT, copaboTHULUNTE), CO LITO Ha

1/Crawford, E R, Rich, B L, Buckman, B and Bergeron,J (2013) The antecendents and drivers of
employeeengagement in (eds) C Truss, R Deldridge, K Afles,A Shantz and E Soane, Employee Engagement
inTheory and Practice, London, Routledge,pp 57-81
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noeavHUMTE UM Ce OBO3MOXYBa Aa Ce ofHecyBaaT BO COM/1aCHOCT CO Toa
Kako Tue ce rnegaaT WM cakaaTt ga ce Bugart cebecy;

- MoxHOCT 3a pa3Boj - ja co3gaBaaT cmucnara 3a pabota, 6ugejkm ro
06e36eayBaaT NaToT 0 pacT U UCMOTHETOCT Ha BpaboTEHUTE;

- Harpagm n npu3HaHuja - npeTcTaByBaaT ANPEKTEH U MHAMPEKTEH NOBpaT Ha
NIMYHOTO BJIOXYBake BO €[€H BPEMEHCKM nepuog o MNOCTUrHYBaweTo Ha

paboTHNUTE neptopmMaHcu.

Hakanen, ro HaBegyBa KBa/IMTETOT Ha /IMAEPCTBOTO KAKO  BaXeH
HacouyBay.177 JInHUCKMTE MeHallepun Mmaar KiyyHa yrsora BO adypmaumjata Ha
aHraXXMaHOT MpeKy: jaCHO MpeHecyBamwe Ha LUenuTe, pecrnekTupajkm ro HamnopoT
B/IOXEH Of1 CTpaHa Ha BpaboTeHUTEe WU HUBHMUOT NpUAOHEC BO paboTaTa, NoeaAnHEeUYHO
BHMMaHMe 1 TpeTMaH Ha cBouTe BpaboTeHu, 06e36eaeHa CUrypHoCT 3a eprkacHo U
eheKkTMBHO opraHM3vpame Ha paboTaTta CO LITO BPaboTeHMTe MMaar 4yBCTBO Aeka
ce BpeaHyBaHW, 06e36efyBake Ha CcuUTe NOTPeOHW cpeacTBa 3a pabota wu

MCKMyyMTenHa noaapLuka.

AHraxxmaHoT 6apa paboTHa cpeauHa Koja He caMo LITO Ke 6apa noseke of
noeavHeLoT, TyKy ro acypmmpa npouecoT Ha pasmeHa Ha WHdopMauuuTe, npyxa
MOXHOCTU 3a y4yere U ja NOTTUKHYBa pamHoTeXxara BO XWBOTOT Ha noeguHuuTe, Cco

LUTO CO3/laBa OCHOBA 3a OAPX/IMBA EHepruja 1 NnyHa nHuumjaTmea. 1
BUCKOTO HMBO Ha aHrakmMaH Ha BpabOTeHWUTe pesynTupa BO:

- Hu3oK cTeneH Ha ancTeHM3am W BUCOK CTEMNEeH Ha 3a[pXyBare Ha
BpaboTeHuTe,

- To 3ronemyBa BfIOXyBakETO U MPOAYKTMBHOCTA Ha BpaboTeHuTe,

- To nogobpyBa KBa/IMTETOT BO PabOTEHETO M HaManyBake Ha rpeLuKknTe,

- 3ronemyBahe Ha npogaxobarta v KNMeHTuTe,

- 3ronemeHa npounTabuaHOCT,

- TMopo6peHo 3a0BOJICTBO M /10janHOCT Ha KNEeHTHTE,

I77Hakanen, J J, Bakker, A B and Schaufeli, W B (2006) Burnout and work engagement among teachers,
Journal of  School #3, pp 495-513

IBArmstrong, M. (2014), A Handbook of Human Resource Management, 13th.edition: Prentice Hall, New Jersey,
cTp.197
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- o6p3 pacT Ha 6rsHuCOT,

- TMoronema BepojaTHOCT 3a ycrnexX Ha GU3HMCOT.

3a nogobpyBatbe Ha aHraXmaHoT Ha BpPabOTEHUTE, IMHUCKMTE MeHalepu
Tpeba:

- [Oa vm oBO3MOXaT Ha BpabOTeHUTE [Aa cTaHaT CBECHM 3a HUBHUTE
VHAVMBMAYaANHU NPUAOHECH,

- Jla o6e3bepat KOHTUHYMpPaHU NOBPATHU MHOpMaLUnN 3a HAYMHOT 1N eqDeKTOT
Ha KOj ce KopucTaT npeaHocTuTe,

- Ja um oBo3MoOXaT Ha BpaboTeHuTe ga ro HanpasaT OHa LUTO TWe ro npasaT
Hajao6bpo, 6e3 HenoTpebHO oABMeKyBake Ha BHUMaHWETO,

- Ja co3pgajaTt npeusBuUM BO paMKuTe Ha 06/1acTtuTe 3a Kou noejuHuuTe
nocefyBaat KapakrepucTU4HuU NpesHoCTw,

- ®DOKyC Ha ofpefieHN BELUTVHU W 3Haewa Co Len Ta/leHToT Ja ce n3rpaav BO
npeAHoCr 3a NoeanHeuoT,

- [da vm ce [o03BOoN Ha Bpa60TeHl/ITe co3anaBatb€ M CONCTBEHOCT HA HMBHUTE

pe3ynTaru.

OpraHM3aLnCcKMOT aHraXkmMaH MOXe YCMELHO Aa ce pas3Bue [I0KOSKYy uma
BMCOK CTEMEH Ha BK/YYEHOCT 0/ CTpaHa Ha MeHaLIMEHTOT, O[HOCHO ynpaByBaukuTe
cuctemn 6asvpaHM Ha WHBOJIBUPAHOCT M MOCBETEHOCT. BMCOKMOT cTeneH Ha
VHBO/IBUPAHOCT O/ CTpaHa Ha MeHalIMEHTOT, 3Hauu Aeka BpaboTeHNOT ce TpeTupa

Kako NapTHep BO opraHM3auuvjaTa Yum LITO MHTEPECK Ce pecnekTupaar.

BaxHoCTa 0ff aHraXMaHOT Ha BpaboTeHWTe e AOMUHAHTHA U KpyuujanHa
[IOKOJIKY opraHusaumjata e HacoueHa KOH Co3aaBatbe Ha UCK/TyYMTENTHO UCKYCTBO 3a
KNMEHTUTE. AHraxMaHoT Ha BpaboTeHuTe 6Gapa MNOCBETEHOCT Of CTpaHa Ha

H 17y
NepcoHasioT Ha opraHusaumjaTa.

CnpoTtnBHaTta, HeraTMBHata CTpaHa Ha aHraXXmaHoT e ,COoropyBaleTo Ha

pabota“ (aHr. burnout), getnHNMpaHo kako ,,CMHAPOM Ha eMOoLuMOoHaIHa ncupneHocT" ¥

1P Payne, A., 2009. Handbook of CRM: Achieving Excellens.LEIsevier, Oxfor
CcTp.378
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EMOLMOHa/IHA WCLPNEHOCT MOXe Aa Ce C/yyn Kora noeauHumTe ce nop
ronem npuUTUCOK 3a WUCMOSHyBake Ha pa6oTata, OArOBOP Ha BUCOK CTpec
npeavsBuKaH of, NpekymepHu 6Gaparba Of, MOCTaBEHWTE 3a[aun Kou BKIydvyBaaT
NnocTaByBakbe Ha GE3MW/IOCHO HeAOCTVXHW CTaHAApAW 3a HWBHO MOCTUIHYBaHse.
CoropyBath€T0 Ha paboTa MOXe [la Ce C/lyYMn U Kora BpaboTeHUTe HemaaT KOHTpona
Bp3 HMBHaTa paboTHa cpeauHa. Moxe fga pe3yntupa BO BUCOK CTeMeH Ha

arceHTn3am n Hanywtakbe Ha pa60TaTa.

5. Jlnpepctso

JlnpepcTBOTO Ce onuiyBa Kako CMOCOOHOCT Aa ce BNuvjae Ha gpyrute nyfe
CaMOBOJIHO Aa ro NpoMeHaT HauMHOT Ha oAHecyBawe. [la ce 6uae nuaep 3Hauun ga
ce uHcnupupa, Bvjae M Boau. JInoepcTBOTO € MNpouUec Ha MOTTUKHYyBawe Ha
HajaobpoTo Kaj NyfeTo 3a ga ce ocreapu nocakyBaHWOT pesyntar. Toa BKIydyBa
pasBvBake€ Ha BM3Mja 3a WOHWHATA, MOTUBMPare Ha NyfeTo U CUTYpHOCT BO
HUBHMOT aHraxmaH. Cnopepg Stogdil, 1MaepcTBOTO € NPOLEC Ha BWjaHWE HACOYEH
KOH NOCTUrHyBaH-€ Ha uentald)

Cnopepg Adair, TpuTe eceHumjasiHn yiorm Ha nugepuTe ce:18l

1 [aja gpeduHunpa 3agayata - ykaxyBaaT NPU/INYHO jacHO LLTO Ce 0YeKyBa
oA rpynarta

2. MNocTurHyBawe Ha 3agadarta - nuaepuTe npaeaT ce 3a fa ce ocurypaar
[eka rpynata Ke ja WCMNoOAHWM cBojaTa uen. [OKOSIKYy He ce WCMOJIHN,
pe3ynTaToT e dypycTpaumja, HapyllyBake Ha XxapMoHujaTa, Kputuumsam u
Kako MOXEH pe3ynTar - pacTypake Ha rpynaTta.

3. OapxyBate Ha eeKTMBHU BPCKM - penayumn nomery camute Avaepu u
4/IeHOBUTE Ha rpynarta v nomery camurte nyre Bo rpynata. Osve penauum
ce eyeKkTMBHN A0KOMKY AONPUHECYBaaT BO M3BPLUYBaHETO Ha 3ajadvara.

Mctute moxe ga ce nogenar Ha: OHME KoM ce 3acerHatu co TMMOT,

180Stogdill, R M (1950) Leaders, membershipand organization, Psychological 25 pp l-14
Bl Adair, J (1973) The Action-centred Hondon,McGraw-Hill
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HEToOBMOT MOpaUl N YYyBCTBOTO Ha 3eHNYKa LUeN N OHME KO Ce 3aceratu

CO noeanHunTe 1 Kako Tne ce MmoTmnsupaar.

Adair cyrepupa, Aeka nobapysaraTa Bp3 ingepuTe Hajgobpo ce nspasysaar

npeky TpuTe 061acTy KoM Mopa Aa M 3a0BoJ1aT:

MoTpebuTe Ha 3ajavaTta - 3a [a ce U3BPLUM UcTaTa;
2. ugmBnpyanHm notpebm - pga ce OGasaHcupaaT noTpebute  Ha
noeauHeLoT co NoTpebuTe Ha rpynara;

3. lMoTpebuTte 3a oApxyBare Ha rpynarta - Aa ce uarpagv u oapXu TUMCKM

fyX.

OBuve Tpu o6nactn ce TecHo noBp3aHu. OBOj MOAE/ YKaxyBa Ha Toa [eka
NHAMBUAYANHUTE W TPYNHMTE NOTPe6bn ce B3aeMHO noBp3aHn. CO MCMOJIHyBake Ha
noTpebute Ha 3ajayara, Ke ce 3afoBonart M NoTpebute Ha NoeavHeLoT M Ha
rpynata. MNoTpebuTe Ha 3ajayara He MOXe [a Ce UCMOosiHAT AOKOSKY He ce 0bpHe
BHUMaHME Ha VHAMBUAYASIHATE W TPYNHUTE NOTPe6W, Mpu Toa MCNONIHYBaHETO Ha
noTpebute Ha noeguHeuoT Ke [onpuvHece 3a WCMOoJSiHyBake Ha noTpebute Ha
rpynata u obpaTtHo. ocTon pu3uK NMAEPOT NPEMHOrY Aa CTaHe OpUeHTMpaH KOH
NCronHyBare Ha oApeAeHn 3ajayn WM Uen, co WTo ce 3aHeMapyBaaT
NHAVBUAYA/IHATE WU TPYyNHMTE MOTpebu. VICTO Taka € pU3NYHO AOKOMKY NUAepoT
NMPEMHOTy Ce OpueHTMpa KOH JyfeTo, T.e MNpeMHory pAga ce dokycupa KoH
3aj0BOJlyBatbe Ha noTpebuTe Ha nyfeto (TPynHU U MHAMBMAOYa/IHW) Ha WTEeTa Ha

3ajla4yata OHOCHO uUenTa. Hajoobpute nuaepu ce OHMe KoM LITO GanaHcupaHo
oApXyBaaT TpUTe HaBeaeHn o6nacTu.

CTnNoT Ha NMAepcTBO BCYLIHOCT € NpUcTanoT Koj ro nmaar imaepuTte Kora ce
BO penauuja co 4sieHoBuTe Ha rpynarta. ocTtojaT norosiem 6poj Ha CTWU/IOBWU, KOU
kora 6u ce cnopegune, He ce nogobpu unM NOMOWKW eaHn og apyrv. Bo noronema
Win noMasia mepa nugepute Moxe ga buaar aBTOKpPATCKM WM AEMOKPaTCKM
Haco4YeHu, KOHTPOIMPAYKN UM OBO3MOXYBaUKM, OPUEHTMPAHN KOH UCMOJIHYBakbe Ha
3ajavara, WM nak HacoyeHu KoH siyfeTo. Goleman ngeHTUUKyBa WeCT pas/inyHu

CTU10BN Ha nngepu.
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1. MpwHygeH ctun - 6apa 6e3yc/noBHO cornacyBawe (06UYHO ce KOPUCTU BO

KPU3HN MOMEHTM UK Npu Npob6aemMu NnoBp3aHn co NyreTo);

2. ABTOpUTaTMBEH - MOGWM3Mpa Nyfe (Ce KOpWUCTM Kora e MoTpebHa HoBa

BM3Uja UK HACOKA);

3. AdwmnujatneeH - co3faBa XapMOHMja (Ce KOpUCTM 3a ,3a3fpaByBame” -

ornopaByBak€ W MOTMBUpAHE Ha Nyfe KOU Ce M3/TOXEHWN Ha CTPEC);

4. [emMoKpaTCcKu - (DOpMMpa KOHCEH3YC (Ce KOpPUCTW MpW NOCTUTHYBakbe Ha

KOMMPOMWC W/ [10r0BOP);

5. CTun Koj AMKTpa TEMMNO - NOCTaByBa BMCOKM cTaHgapay (ce KopucTu 3a

6p3un pesynatan of MOTUBMPaH TUM);

6. TpeHepcTBO (aHr.coaching) - pasBuBa Jsyfe (3a noAo6GpyBare Ha

nepcopmaHcuTe 1 pasmBare Ha CUHN CTpaHu kaj paboTHuuuTe). 18

Cnopefi TeopumuTe 3a KOHTUHYWUTET U CUTyaLMOHUTE Teopumn Tpeba cekorall
fa ce 3eMa npeasua Toa Aeka 6e3 pas3fiMka Ha OKOSTHOCTUTE HUTY efieH CTU He e
norpelleH. He nocToM TakBO HELUTO Kako uaeanieH CTUI Ha NMAepCcTBO, Ce € BO
3aBUCHOCT o cuTyauujata. dakTopuTe KoM B/MjaaT Ha CTEMEHOT Ha ONTUMasIHOCT
Ha Hekoj CTWn ce: TUMOT Ha opraHu3aumjata, npupogarta Ha 3ajavara,
KapaKTEPUCTMKMTE Ha MOEAMHUMTE BO TUMOT Ha JIMAEPOT U KapakTEPUCTUKUTE Ha

rpynata BO UEJIOCT U JIMHHOCTA - KapPakKTepoT Ha J/INAepOoT KakKo A0CTa BaXKeH

dpakTop.

EdbektnBHuTE NIaepu ce dpekcnbunHm, T.e cnocobHu ce 3a npuiarogysame
Ha HMBHMOT CTWUN BO 3@BWCHOCT 0Of, cuTyauujata. BoobuuaeHo, nuagepute kou ce
noBeKke AEeMOKpPaTCKM HacouyeHu, Ke Mopa ga ro npunarogart CBOjOT CTU KOH MOBeKe
AVPEKTEH KOra ce coodvyBaaT CO KpU3eH nepuog uin MomMeHT. Ho, mopaaTt ga 6uaar
jacHn, Aaa ce msjacHaT LITO NOTOYHO NpaBaT W 30WWTO Toa ro npasart. JlowuTte nuaepu
He ce u3jacHyBaaT KOHKPEeTHO, LUTO gonpuHecyBa 3a 30yHETOCT Ha Y/IeHOBUTE 0Of

TUMOT N HUBHO HE3HaEHE LWITO Aa o4eKyBaaT noHaramy.

1&Goleman, D (2000) Leadership that gets results, Harvard Business March-April.pp 78-90
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[lobpute NUAEpu WCTO Taka MOXe [a ro npuiarodaTt CBOjOT CTU/ Kora ce
coouyBaaT CcO noeAuHUMTEe BO TUMOT, COOBETHO HA HMBHUTE KapakrepucTukui. Ha
HEKOM VM ce MOTPe6GHM MoBeKe MO3UTUBHM HACOKM WM MHCTPYKUMUM, 3a pasfvka of
ApYyrv, Off Apyra cTpaHa HeKou Hajoobpo pearvpaaT Kora Ce BK/IyYeHUM BO
[lOHeCyBareTO Ha oa/lykM W.T.H. Cenak NocTou rpaHuua Ao kage wTo Tpeba ga ce
6uae cnekcnéuneH. He e Myapo NpPemHOry Aa ce pas/iMkKyBa Ha4YMHOT Ha KOj LUTO
noeguHUNUTE Cce TpPeTupaHu, OAHOCHO He Tpe6a nda ce 6Guae HenocTojaH npw

nPuUCTanoT KOH HUB.

3a ga ce ccharar npouecute Ha NNAEPCTBOTO M Aa ce ocHoBa 6asa 3a
nporpaMa Ha pasBoj Ha NUAepCTBO, KOPUCHO € He caMo Aa ce aHamsupaar
CTUNIOBUTE Ha /IMAEPCTBO KOM LUTO NMAepuUTe M NpPakTMKyBaaT, Tyky M ga ce
KnacuguumpaaT pasnnMyHMTE TUNOBM Ha JIMAEPU KOM LUTO M MPUMEHyBaaT OBUE
cTunoBu. Jlngepute  MoxaT ga  6ugar:  XapusmaTuuHu,  BU3MOHEPCKW,

TPaHC(OPMAaLMCKA, TPAHCAKLMCKA U aBTEHTUYHN.

Cenak, TUNMUYHUTE NUAEPU MOXAT Aa M cogpxaTr Win nspasysaaT 6u1o kou
WM CUTE HaBEAEHM KapaKTepUCTMKU. KapakTepuctukute moxart ga i uspasyBaaT
KOH3UCTEHTHO WM Kako OAroBOp WM peakumja Ha cuTyayumjata BO Koja LUTO ce
HaofaaTt. J/IngepcTBOTO MOXe [a Cce MNpakTUKyBa camMO O0f, CTpaHa Ha cenekTtupaH
6poj aBTOpPUTATUBHU NoeguHuKM. Fonem 6poj Ha cTyaun ce hokycumpaat Ha Toa Aeka

BPBHUTE MEHaLIepn ce XapuamMaTtnuiHin nin BU3NOHEPU KaKo JInaepn.

5.1. EdektuBHO NnaepcTeo

EdbekTMBHMUTE NIMAepn ce caMyBepeHn U 3HaaT TOYHO Kafe Aa ce Hacodar u
LUTO cakaaT Aa npasart. Tue ja MmaaT cnoco6HOCTa Aa ja NpeB3eMart cuTyauujaTa Bo
CBOM palle, Aa M npeHecart CBOUTE BMU3WN HA TUMOT, Aa MM BHECAT CBOWUTE Y/IEHOBY
04, TUMOT BO aKTMBHOCTUTE W Aa Ce Oocurypaat Aeka 4/ieHoBuTe Ke MM uUcnosiHaT

CBOUTE aKTUBHOCTMW.

EdpexTBHUTE NInaepwn ce [0Bep/sIMBY, CNOCOGHM 3a BvjaHUe Ha Aapyrute nyfe
1 3aCNYXHW 3a PecnekToT o TMMOT. CBECHM Ce 3a CBOWTE CW/IHM CTPaHW U cBOMTE

cNnabocTu, UCKNyuuTesniHo ce Ao6pu npu pasbuparbe Ha Toa LTO Ke M MOTUBMpA
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HVUBHUTE 4Y/IEHOBM Ha TMMOT. W BpeAHyBaaT NpeAHOCTUTE Ha COBETYBakeTO CO
CBOWUTE KOJIETN U HMBHO BKNy4YyBaH-€ BO JOHECyBaHheTo Ha oA4Nyku. Tue moxart ga ro

CMeHart CBOjOT CTW/1 Ha NMAEPCTBO, BO 3aBMCHOCT Of TOa Koj ke buae ontumaneH BO

fafeHata cuTyauyja.
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VI. CTPATEI'MCKA PAMKA HA MEHALIMEHTOT HA YOBEYKUTE PECYPCU

1. CTtpaTterucku acnekT Ha MEHalIMEHTOT Ha YOBEUKMUTE pecypcu

Bo nocnegHata fgekaja MUCTpaxkyBauMTe UM MeHalepuTe Ha YOoBeuKuTe
pecypcu ro ookycmpaaT CBOETO BHMMaHME U AEejHOCT KOH MOBeKe BakHU Mnpallakba
of1 o6nacTa Ha CTpaTernckMoT MeHaLIMEHT Ha YOBEYKM Pecypcu, CO NOCe6GEeH aKLEeHT
KOH M3HaofareTO Ha OfroBOpPUTE Ha C/efHWTe [Be npallakba: Kou ce dhaktopute
KOW ja JeTepMuHUpaat ofsykata Aasv opraHusauuvja 6u npeesemana cTpaTervcku

npucTan KoH YOBEUYKMTE PECYPCU M KakKo € hopmynnpaHa cTpaTervjaTta.

Kora opraHusauuvMTe BOBe/yBaaT HOB KOHLENT HA AE/OBHOCT, ce cTpemart
KOH MorosiemMa aganTMGUIHOCT W Kperpake Ha MOKHa cTpaTtervja 3a yrnpaByBatbe,
KOpUCTEjKM M Npo6nemMuTe KoM ce nojaByBaaTt, Kako MOXHOCTM M MpeausBULM 3a

co3flaBake Ha ycrnex 1 KOHKypeHTCcKa npeaHoCT.

CTpaTellkaTta akTMBHOCT MpeTnocTtaByBa MVHUMYM 3HaeHe 0f pas/inyHu
o6s1acTM Ha ynpaByBak€TO CO OpraHusauujata. YcnexoT Ha opraHusauuvjarta ce
ocTBapysa CO onTMMasiHa KoMbuHauumja Ha CTpyKTypara, CUCTEMUTE U BPeLHOCTUTE,
KO Ce KpeupaHu WM ce BOCMOCTaByBaaT Of CTpaHa Ha BpabOTEeHUTE N HUBHUTE
KpeaTuMBHU M MHOBATUBHW cnocobHocTn. Of Taa npuymHa, MYP e mnHTerpasieH gen
o4, CTpaTermckoTto ynpasyBake W BO JflaHeUOT Ha BpeAHOCTUTE, Herosute

aKTUBHOCTU Ce BaXXHa BMTasIHA NoaapLuka.

CTpaTtermckoTo 3Hauere 1 opueHTaumja ko MYP genyBa Ha 3rosieMyBaHeTo
Ha KOHKypeHTCcKaTa npeAHoCT 1 Nno3uvuuja Ha opraHusaumjata of, noseke acnekt. Bo
TeopujaTa Ha CTpPATErnmcknoT MeHalIMeHT OMLITO e npudaTeHo Aeka 3HaekaTa Cco
KoM pacnonaraat BpabOTeHWTE Ce Haj3Ha4YajHMOT Pecypc U KIyyeH M3BOP Ha

KOHKypeHTcKaTa npeaHocCT.

UoBek - 3Haewe - MHopmauum ce KpyumjasiHM TOUKM Ha opueHaTtuuja Ha
MOZEPHNOT MeHaLIMEeHT Ha 4oBeuku pecypcn. OpueHTupaHocta kOoH MYP e op
CYLUTMHCKO 3Hayeke BO [eHellHaTa ekoHOMMja, buaejknm BpabOTeHUTEe ce KnyyeH

(hakTop 3a 06e36eayBate Ha KOHKYpPEeHTCKa NpeaHoCT.
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N3merfy cTpaTermckmotT MeHaMeHT Ha opraHusaumjata M MeHalMeHTOT Ha
4YOBEYKMTE pPecypcy MOCTOM BUCOKaA MefycebHa 3aBMCHOCT Kako BO (ba3ata Ha
Kpenpame 1 n36op Ha cTparternja, Taka u Bo pasarta Ha NpuMeHa Ha cTpaTerujaTta,

OZIHOCHO Hej3uHa uMnaemMeHTtauumja.

PasznuuHute cTpaterMy 6apaaT pasnMuHM  nNpodounnM  Ha  BpaboTeHw,

OflHECyBar€, Pas/IMUHN HauYMHK Ha 1360p, HarpadyBare, 06pa3oBaHNe 1 C/IMYHO.

Bp3 ocHoBa Ha HAYMHOT M NPUHUMNMUTE KOW OpraHu3auumjarta rm npMMmeHyBa BO
MCMNOSHYBare Ha LienTa 3a 0CTBapyBare Ha KOHKyPEHTCKa MpegHoCT, MOXe Aa ce
300pyBa 3a reHepuyku cTpaTernnKkon npeTcraBysaar rpynupaH
(CAMYHWM) HauMHK, NEeCHO Npeno3HaT/IMBM BO O6/MKyBaweTo W npumeHaTa, Kou
6apaar u pasniMyHa cTpaTermja Ha MYP. Co orneg Ha ronemoto 3Hadewe U
BNvjaHne Ha XapABapAcCKOTO LWKOMO0, Ha OBa MeCTO Ke 6uaar uctakHatn fBe

reHepu4ku cTparterun, kou m ytepamn M. MNopTep:

- TPOLWKOBHa - cTpaTternja Ha Mpou3BOACTBO Ha MNPOU3BOAN CO MOHUCKN
TPOLLOLM Of, KOHKYPEHTUTE U HUBHA Npojaxxba Ha penaTtvBHO rosieMu nasapu,

- AundbepeHumjasiHa - cTpaTervja Ha Npou3BOACTBO Ha YHMKaTeH Mpov3BOj, Mo
o4pefeHN CBOM KapakTepucTUKM unm obesbenyBarbe Ha crneunduyHa ycnyra
BO [lejHOoCTa 1

- (ooKyc - cTpaTerMja Ha NpPOU3BOACTBO Ha NPOU3BOAM WA YCYTM KOW ce
HaMeHeTn 3a Masia rpyna Ha noTpoLlyBayn, 6110 CO HUCKM LIEHN - TPOLUOYEH

dookyc nnu co anpepeHumjaumja - andepeHumjaymckm dokyc).

MpBaTa, TPOLIKOBHATA, ce 6asvpa Ha MneauLlTeTo Aeka BpeaHOCcTa Moxe aa
ce co3flafie Co CMa/lyBare Ha TPOLLOLUMTE (CHUXYBabe Ha LEHUTE U Ha TOj HauMH

[la ce 0CTBapy KOHKYpPeHTCKa NpeaHoCT).

[pyrata, andepeHumjanHata, ce 6a3uvpa Ha rneguwITeTo Aeka BpeaHocTa
MOXe fda ce co3faZe co gudepeHumjaumnja Ha Npomns3BoOAUTE W YC/yrMTe, Ha HauyuH

KOj 06e36eayBa norosiema BpeaHOCT 0/, KOHKypeHLUmjaTa.

N360poT Ha cTpaTtermjata e Yyc/floBeH 0f CTerneHoT U CcoapxuHaTa Ha
BOCMocTaBeHaTta Bpcka nomery MUP u cTpaTervjata Ha camata opraHusauuja. AKo

Taa BPCKa € AMPEKTHA M NPUUYMHCKO NOCNEANYHO KOHLUMMMPaHa, BO TOj C/lyyaj CeKako
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ce paboTu 3a opueHTaumja Ha gudhepeHumjanHa cTpaTerncka onuuja noTnupajku ce
Ha ehekTMBHOCTa Ha pecypcuTe, Mpea ce Ha YoBeykuTe pecypcu. Bo cnpoTusHO,
Kora TpOLWOLUNUTE M HMBHOTO CMaslyBahk€ Ce BO LEHTApoT Ha OGWM3HMC BHMMAaHWETO,
Torall 4oBeuykuTe pecypcu ce cmeTaar 3a M3BOp Ha paumoHanmsauuja U BO TOj

cny4yaj MOAepPHMOT KoHuenTHa MUYP ja rybu ceojaTta ynora 1 nosuyuja.

2. [oBp3yBawe Ha MeHaLIMEHTOT Ha YOBEYKM pecypcu cOo AesioBHaTa
cTpareruvja

MoXHoCTa 3a NpMMEHa W ycrellHocra Ha MpUMeHaTta Ha opraHusauuckarta
cTpaterja BO rofiemMa Mepa 3aBWCM 0f YCKIafeHocTa CO cTpaTtervjata Ha
yoBeuUkUTE pecypcu. Taa ycknafeHocT He ce 06e3bedyBa camMo CO pas3Boj Ha
3HaeHe, BELTUHU U C/IMYHO, TYKYy M CO MpMMeHa Ha opraHu3auucka kyntypa. Co
Apyrn 36OpOBK - CTPATErMcKMOT acnekT Ha MEHALIMEHTOT CO YOBEYKU pecypcu
BHECyBa HOBO 06efiexje Ha oBaa Hay4yHa MuWC/a U Mpakca, a Toa e€:

o6enexje Ha  HEDD YOBEUKMN pe

OBa o6enexje ykaxyBa Ha 3Ha4ajHy MPOMEHWM BO MpUCTanoT, MOAENOT M
LuenMTe Ha MeHalMEHTOT Ha 4YoBeuyku pecypcu. [Mpen ce, opueHTauujata 3a

CTpaTeLLKo ynpaByBawe AeslyBa BO [Ba npasLuu:
e EkcTepHo (KOHKYpPEeHTCKO)
*  WHTEpHo (MHTerpaTwuBHO).

ExcTepHaTa opveHTauuja Bnvjae BP3 KOHKYpeHTCKaTa MpeaHOCT M BO OBOj
c/lyyaj, MeHalIMEeHTOT Ha YOBEUKM Pecypcy MMa 3a Len Aa He 6uae orpaHuyyBadku

chakTop, TyKy noaapluKa Ha ekcTepHaTa - KOHKypeHTckaTa cTparteruja.

VHTEpHOTO T.H. MHTErpaTtMBHOTO AeslyBare MMa 3a Lesl pauvoHasiHO fda ja
KOPUCTU MHTEpHaTa eHeprvja Ha YoBeUykuTe pecypcy BO KOPUCT Ha ekcTepHarta cuna
Ha opraHusayujara.

OBWe [1Be ro/IEMVHM pearvpaaTt Ha NPUHLMMN Ha CMOEHU CyA0BU:
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- MNoBeKe NOTpPOLLEHA MHTEpPHA eHeprija Bo pellaBatbe Ha KOH(PINKTUTE Ha
HeycknaeHocTa Ha CTPYKTypaTa Ha /yfeTO M HUBHUTE OAHOCK (HMCKa

NPOAYKTUBHOCT) nomMaJsiky 3a EeKCTE

- N o06paTHo, (BMCOKa NPOAYK TUBHOCT-KOHKYpeHa
CTpPyKTypaTa Ha nyfeTo, o6e3begeHaTa oOpraHusaumoHa YCrewHocT,
Kako pe3ynTaT VMa pauvMoHasiHO TpPoLleHE U NPOAYKTVBHO CO3aaBare Ha
HOBW BPeAHOCTW.

MocTojaT 4YeTUpU Ha4YMHU Ha NOBP3yBatbe HAa MEHalIMEHTOT Ha YOBEYKU

pecypcu co paboTHaTa cTpaTeruvja wrto M uMa gepuHupaHo Paauwe, a Toa ce:183

a) AgMuMHMCTpaTMBHA BpCKa, KOora MOCTOM MHOry cnoaba Bpcka Mery
cTpaTellkaTa opueHTaluumja Ha opraHu3auujata M NonuTUKaTa M npakcara Ha

MeHalLIMEHTOT Ha YOBEYKN pecypcu ,

6) EpHocTaBHa gojalITO ogroBapa Ha MepcoHas/IHNOT MeHalll

Kora UCTMOT He y4ecTByBa BO MPOLIECOT Ha DOpPMY/IMparke Ha cTpaTerujara,

B) VHTe3paTuBHA BPCKa, KOjALITO OfiroBapa Ha CUIHUTE BPCKU BO KOW LUTO
MEHaLIMEHTOT Ha Y0BEYKM Pecypcy 1 cTpaTermute noAefHakBO BrvjaaT eaHu
Haapyr1, Ha popmMasieH U HedpopMasieH HauvH. MeHayepute U Bpa6oTeHuTe
M W3BpLUYBaAaT CBOUTE [AO/DKHOCTM BO paMKUTE Ha efeH CUCTeEM Ha
0/1FOBOPHOCTN.

Koj Tun Ha Bpcka ke 6uae BOCNOCTaBEH 3aBWUCK 0f: BUAOT Ha opraHusauujaTa,

rofiemuHaTa, opraHusalmoHaTa CTpykTypa, KynTypaTa U caMoTO OMKPYXyBahse.

MepuogoT oA nocnegHata [ekaja Ha [BaeceTUoT Bek, Na ce A0 [AeHecka,
yKaXyBa KOMKy oOpraHusauumTe nocBeTyBaaT BHMMaHWe 3a MoBp3aHoCTa Ha
MEHALIMEHTOT Ha YOBEYKM pPecypcsM CO opraHusauuckata cTpaTervja. [ogeka
TPAAULMOHA/IHATE, KOMAaHHO-KOHTPOMHM  NpeTnpujatvja ce notnvpaaT Ha
NepcoHasIHUTE MeHallepu, KoM e[MHCTBEHO Ce 3aHMMaBaaT Co aAMUHUCTpaLuja,

3aKOHOAaBHUTE U NMPakKTU4YHUTE npo6ne|v|v1, AOTOJIKY opraHn3aunnte Co BUCOKU

BPaauwe, J, HRadperformance, Oxford University Press, 2004, ctp. 28
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nepcopmaHckm 6apaat of, MEHAMMEHTOT Ha YOBEYKM pecypcu Aa rm pasbupaar v aa
UM npyxaaT noadplika Ha NPOAYKTMBHWTE MNOEAMHLM CO  HATMNPOCEYHM
nepdopMaHcu Ko npuoHecyBaaT Bp3 MaKCUMU3Mpare Ha pesyntatute Ha

npetnpujaTtujarta.

Guest - oBuWTe ueTUpu OPMKU HA BKIOMyBatbe MPUKaXKyBaaT uveTupu

rnejyiTa Ha Toa Kako BpckuTe Bavjaart Bp3 nepdopmaHcute (Tabena 6p.2)14

CneuundunyeH OAacycreo Ha

KpUTEepuym KpuUtepuym

BK/IONyBak e Kako BKNONyBak e
VHTEpPHO .

ceTop Hajaob6pwm Kako

npakTuKmn KombuHaumnja

BK/IONyBak € Kako BKNONyBak e
eKCTepHo

cTpaTerucka KakKo

MHTepakuyuja KOHTUHreHLMja

Tabena 2. BnvjaHneTto Ha BpckuTe Bp3 nepcopmaHcute

BknonyBarEeTO Kako cTpaTellka UHTepakumja npeTcTaByBa BepTMKa/sHA BpcKa
nomery MeHaLIMEHTOT Ha YOBEYKM pecypcu K cTpartermjata. OpraHusauumTe LITO
MMaart noao6pa PeCnoH3MBHOCT M BK/IOMyBakbe Ke nokaxar nogobpu nepdopmaHcy.
OpraHusaummTe YMjlUTO MEHaLIMEHTOT Ha YOBEYKM pecypcu MoJobpo pearvpa Ha
HaABopelwHuTe  hakTopy, (PaKTopuTe Ha  OMKPYXyBakeTo, NpuMMeHyBaaT
BK/IOMYBak€ KaKo KOHTMHIEHUMja T.e, Ce MNOTNMpa Ha KIacU4YeH KOHTUHIEHTCKM

npucrarn.

BknonyBakeTO Kako CeT Ha Hajaobpu npakTukym BO OCHOBa ce 6asupa Ha
TBPAEHETO AeKa NoCTU CeT Ha YHMBEP3a/IHO NPUMEHNINBU HajA00pM NPaKTUKA LUTO
o6e3benyBaart 1 Hajgobpu nepdopmaHcu. BkrionyBaweTo Kako KoMb6uHaumja noarfa
o4, KoOmObrHaumja Ha nNpanTkn Kou obesbenyBaaTt CUHEPreTCKN epekT Bp3 OCHOBa Ha

cneungrUHNTE OpraHn3aLUmMoHN CTPYKTYPU 1 KyITypu KOWU 1 noBp3yBaar.

BO KOHTEKCT Ha NpeTxo4HOoTO, noce6Ho e 3Ha‘-IajHO pa3BnBakbe€TO Ha

1BAGuest, D.E., Human resource management, employee and
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nPpUCTanoT CO CUHEPIeTCKMN efnneMeHTN Ha MnpakThka Ha MeHalIMEeHTOT Ha 4YOBEYKU

pecypcu, ko BO cBojata paboTa rv cnoMHyBaaT Baron n Creps.1%
KapakrepucTukiTe Ha 0BOj npucTtan ce cnefHure:

- TlocToM KOH3UCTEHUMja Ha BpaboTeHMTe Kako MoeAuHLM, Koja noapasdupa
aKo pas/IMYyHUTE €/IEMEHT Ha MEHALIMEHTOT Ha YOBEUKW PECypcu Kou ce

npumMeHyBaar Ha efjeH BpaboTeH, ce MefyCeOHO KOH3UCTEHTHU;

- TMocTon KOH3UCTEeHuMja Mefy BpaboTeHUTe Koja nogpasbupa peka co

BpaboTeHUTe Kou npunaraatr Ha wucta rpyna ce (CTPyyHOCT, npodiecuja,

c/MyHa paboTa) nocranyBa UCTO;

- TlocToM BpeMeHcka KOH3MUCTeHUMja Koja npeTnocTaByBa MocTanyBake Co

Bpa60TeHI/ITe Ha WUCT Ha4uH, BO 6110 Koe Bpeme.

OBMe KapakTepucCTMKM Ce BOeAHO MW Mperno3HaTIMB VMWL 3a  cekoja
opraHvzaumja 3atoa LWITO OApXyBaaT AeN Of Hej3uHaTa KynTypa W eTUdKuTe
NPVHUMNA KOW Ce BrpafieHV BO OpraHv3aupMoHaTa KiMMa M Hej3MHMOT CUCTEM Ha
BPeOHOCTU KOj Ce peanu3npa HW3 WHTEPHM MPOLECU Ha opraHusauvjata wu
KOMYHuKaLyjaTa.

Cnopepf Farndai, ogpxuBaTa KOHKypeHTCKa NpeAHOCT MOXe fa ce ocTBapu
npeg ce co MHoBaTMBHOCT.18 Bo 3aBMCHOCT 0Of, BPEMETO Ha BOBeAyBawe Ha
nHOBaUMUTE MOXaT fAa ce uaeHTUduKyBaaT MpMuM KOW ce nugepyu WM cnopu
nrpaun BO nasapHuOT HaTnpeBap.

Cekako, criopef, 0BOj KpUTepuymM MOXe Aa ce UAEHTUMKYBaaT M TUMOBU Ha

MeHaLIMEHT Ha YOBEYKN Pecypcu.

Farndai pasnunkyBa cnegHunTte TUNoBM Ha MeHalIMEHTOT Ha YOBEYKU

pecypcu:

a) NvpepnTe BO nHoBauunnTe BO

co3faBaart KOHKYPEHTCKa npegHocT co Kpeunpame, npumMmeHa "

BOCnocTaByBak€ ycrnewHa npaktmka Ha MmeHalLMeHT Ha YoBe4dK pecypcu.
1®BGuest, D.E., Human resource management, employee well-being and organisational performance”

186 Farndai,E. The role of corporate MHCS: The interplay between Regional/National and Plant level,
Cornell University, 2004
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OBaa npegHOCT ce NOCTUTHYBa CO MUOHepcKaTa yJiora BO BOBeAyBam-€TO Ha

HOBWTE MPAaKTVKM BO yNpaByBaETO CO YOBEUKU PECYPCH.

3a wnycTtpaumja, komnaHujata McKinsey BoBena MeHaLMEHT Ha 3Haemwe,
GeneralElectric mMeHaymeHT Ha komneTeHuuwja, a Unilever KOMNETEHTHOCT Ha

MeHalIMEHT Ha YOBEYKN pPeECYpPCU.

6) bp3nTe fAicTBapyBaat npefHOCT BO OA4HOC Ha KOHKypeHuujaTa

co 6p30 MMUTUpaHe Ha NUAepPOT M MPUMEHYBAJKM ja HeroBata MnpakTuka.
Cekako [fgeka Taka ce oOcCTBapyBa MpegHOCT CO MOMaiM Tpowoun 3a

NCTpaxyBare 1 pasBsoj.

B) CnopuTe foLHAT U Cropo MM NpUMeHyBaaT MHOBAUUWUTE BO

o6nacta Ha 4YoBeuKUTE pecypcu. Tue He npeB3emMaaTt HUKAKOB PU3MK 3aToa
LUTO MpeB3eMaaTt W ja UMUTUpaaT npakTMkaTa Ha MEHaLIMEHT Ha YOBEYKU
pecypc Koja ce TMokaxana Kako ycnelwHa. BakeuTe Bk/onyBatba He

06e36enyBaart KOHKYpeHTCKa NpeaHoCT.

Ce pasbupa pgeka [OrOpoYHaA M O4pXMBa MPefHOCT He Moxe fa ce
06e36ean caMo CO MHOBauuja, TYKy U CO cTpaTermmte 3a KBa/ITET, 3a BOACTBO WUTH.
Mpumep, kKomnaHuvjata Filipse nuaep Ha nasapoT 3a efiekTpoHuka (M3ym Ha CD), HO

Sony, ro MMa UCKOPMCTEHO OBOj MPOHAjA0K NPeKy UMUTMPaHe Ha KOHLENTOT.

Cnopep, Toa npef, MeHalMEeHTOT Ha YOBEYKM pecypcu ce nocTaByBa notpeba
3a onTMMasiHa KOMOMHauuja Ha cuTe efnieMeHTU K NPoLecyu Ha ynpaByBame KOu
o6e3benyBaar cMHepreTckn epekT Ha flyfeTo u octaHatute haktopu BO NpouecoT

Ha paborTa.
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Cnunka 10, Mogen 5-P Ha CTparternckn meHalMeHT Ha YoBeYkn pecypcnisy

OTTamMy, HOBUTE, COBPEMEHUN LE/IN Ha MEHAaLIMEHTOT Ha YOBEYUKWN pecypcu ce

n3pasyBaart BO c/egHuUTe obnactu:

Pa3BrBatbe U jakHEHE HA NMPOLECUTE Ha NOBP3YyBakb€ Ha LesinuTe Ha

187 Dzurovic, M. Strategija internog marketinga u upravijanju ljudskim resursima Zagreb: Printing Centar
Telekom,2008.
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noegunHunTe CO uennuTe Ha TMMoBUTE, TUMOBUTE CO AE/1I0BHUTE UENN U

pesynTati Ha opraHusauujaTa,

Makcummsnparse 1 pasBrBake NPeaHoCTU (CUIHU CTpaHU) Ha YOBEUKUTE
pecypcv BO nepdiopMaHCUTE Ha  KOHKypeHTckaTa nNpeAHoCT  Ha
opraHusauujaTa,

WHTerpypawe Ha UHTeNneKTyasIHuTe MOXHOCTU, MO3HaBaHa, MOTVIBaLlll/Ija

1 NOjanHOCT BO NOTeHUMjanHUTe nepdopmMaHcK Ha pasBojoT,
JakHer€e Ha YOBEYKMTE ANMEH3UN Ha OpraHm3aumuckaTa yCcrnewHocT,
JakHere Ha napTuuMnaumjata Ha U3BpLUHUTE (IMHUCKK) MeHallepu,

KoHTUHYyupaHO cnopegyBawe Ha cocTojbara M nepdopmaHcuTe Ha

MeHalIMEHTOT Ha YOBEYKN peCypCH,

Moauratbe Ha UHTEpPHWUTE NepdlopMaHCU HU3 MpYMEHa Ha MoAesioT Ha

VNHTEPEH MapPKETVHT,

HeryBal-be N pasBnBak-€ Ha CTpaTeera Ha MHOBaTUBHOCT BO MOAENOT Ha
MeHalIMEHT Ha YOBEYKN pecypcun T.e. NOTTUKHYBak€ Ha NMPOMEHUTE KaKo
noTepAda 3a €BOJlyTMBHaTa BUTAlHOCT Ha opraHmsau,MjaTa n 4oBeuykuTe
pecypc,

Ha Tne oOcHOBM, MOAENOT Ha CTpaTteruckm MeHalMeHT Ha YO0BEeYKU

pecypcu e Le/loceH npuctan KojliTo 0BO3MOXYBa NouHakea comnosodumja,
MO/IMTMKA 1 NPaKTVKa Ha YOBEUUTE PECYpCH.

Cenak noTpebHO e fga ce 06pHe BHMMaHMe Ha ywTe efHa 3HayajHa ynora Ha
MeHalMEHTOT Ha YOBEYKM pecypcu BO YCMOBM Ha CTpaTerucko ynpasyBahe CO
opraHusaumjata.OBaa ynora npousnerysa of cneyuduyHata dasza -

cnpoBefyBare cTpaTervja.

CTpatermjata Ha opraHusauujaTa yTBpAeHa CO LUen, HaMmepa W ofslyka Ha
NCTOTO, ja cnpoBedyBaaT MOHUCKUTE U3BPLLUHN CTPYKTYPW Ha opraHusauujata. Bo Taa

thasa Ha noBpLUMHA MChNMBYBa Jap6aTa Ha YOBEKOT Ja npoussBeae HoBa Uieja Koja

123 /176



4yeCcTo MOXe fa e nogobpa of yrepaeHarta.Toa e HenpeABuaeHa cTpaTernja koja ce

para Ha Toa HMBO U YecTo 06e36e/1yBa eKkcTpa eqekT - KOHKYpPeHTCKa NpeaHocT.

TokMy BO OBOj e(PeKT ce MCTakHyBa HoBaTa ysiora Ha MOJAEPHUOT MeHaLMEHT
Ha YOBEYKM pecypcu T.e. Aa Ce akTvMBMpaaT U NoBp3aT NPOLECU Kou AoBeayBaart [0
KpeaTMBHOCT W MHOBaTUBHM ediekTn. EdpvkacHata MWHTepHA KOMyHMKaumja
06e36eayBa Ae/I0TBOPHOCT Ha HoBUTE uaen u cTpatermn. Ce pasbupa geka osue
npucTanu 6apaaT HOB U MOJEPEH CTPYUHaK 3a YOBEUYKM PECYPCU, NApPTHEP UM YieH

Ha TUMOT BO CnpoBedyBalk€TO Ha CTPaTEWLKNOT MEHAYMEHT.

3. Ynorata Ha BPBHMOT MeHaMEHT BO WMMNJeMeHTauujaTa Ha
CfLUKOHLEeNTOT M MeHalepoT Ha YOBEYKM pecypcu BO ysiora Ha

cTpaTeLllKkn napTHep

CRM e koHUeNT Koj BO CO3aBaH€TO Ha cBojaTa paboTHa cpefnHa rnaBHO ce
noTnMpa Ha TexHosiormjata u asTomMaTM3auuvjaTa Ha npouecute, LWTO BOEAHO
pesyntypa CO BHECyBake Ha rosieMy NpOMeHM BO OpraHusauujata. Ha npumep,
NPOMeHN BO npouecute, BpaboTeHWUTe, TexHosorvjata M NpoOMeHW BO CTUIOT Ha
yrnpaByBaweTo. CuTe OBME MNPOMEHW [0 MeHyBaaT LEeNOoKYyNnHUOT wu3rnes Ha
opraHusauujata u cosgasaaT npeBvparba kaj BpaboTeHuTe [0KOJIKYy He ce BOBeje

oQ

NPaBWIHO 1 CO rofiemMa MoAApLUIKa Of, CTpaHa Ha BPBHUOT MEHALIMEHT.

CRM wumnnemeHTaumjata ce 6asupa Ha cornacHocta u npudpakareto Ha
CUTE XMepapxmMckn HMBOA BO OpraHu3auujata, kako Ha MeHallepcko, Taka U Ha HUBO
Ha BpaboTeHuTe, BuAejkn ycnexoT He goafa of 36up Ha efeH BuA Ha aKTUBHOCTU
TYKY 0f WHTepakuuja wmefy akTMBHocTUTe. OBa 0C006eHO ce ofHecyBa Ha
NHTepakumjaTa nomMmefy akTMBHOCTUTE 3a MNoAApLIKa BO paMKuMTe Ha KOMMaHujaTta,
O[HOCHO cTpaTellka noAajpLuka of cTpaHa Ha BPBHWOT MEHaLMEHT U KOPUCTEHETO

Ha CRM cuctemuTe of cTpaHa Ha BpaboTeHuTe.

Moaaplikata of, CTpaHa Ha BPBHUOT MEHALIMEHT e 6uTeH dpakTop 3a ycrnexd

183Galbreath, J., & Rogers, T. (1999). Customer relationship leadership: a leadership and motivation
model for the twenty-first century business. The TQM Magazine, 11 (3), 161-171.
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Ha CRM koHuenToT. BakBaTta noggplka tpeba ga 6uge Bo dpopma Ha Mo3nTMBHA
nepuenuuja Ha cTpaTewkuTe y/IofM W JIOYUT KOH OHWE KOW Ce WHBOJIBUPaHU
(BknydeHn) Bo uenuot CRM npoekT.18dlopapuikara of BPBHUOT MeMaLIMEHT e
MoBeKke BepojaTHO [feka MOCTOM Kora W3BPLUHMOT AWPEKTOP W ApYyruTe BPBHU
MeHallepn ce CBECHW 3a cpefcTtBarta M MOXHOCTUTE KOW MoCTojaT BO KOMMnaHujarta 1
yliTe NoBaxkHO BO pamkmte Ha CRM cTtpaterujata.1D

naBHaTa ynora Ha BPBHMOT MeHaLMeHT e ga ce noaapkn CRM KoHuenToTt
Npeky co3faBare Ha KoprnopatuBHa cpeauHa koja ro npudaka CRM cUCTeMOT Kako
CYLUTMHCKM efleMeHT Ha 6M3HUC cTpaTtermjata M nNpu Toa Aa ce BKAydyaT BO
aKTMBHOCTATE CO LWWITO Ke ja AeMOHcTpupaaT cBojata nocBeTeHocT 3a CRM

nMnaemMeHTaumjara.

BpBHMOT MeHaLMeHTOT Tpeba ehekTaBHO Ja KOMYHULMPa Ha CUTE HMBOA CO
uen pga wuHpopmupa fleKaCRM KoHUeNTOT e cTpaTtewka onpegendta Ha
opraHusauujata, a He Hekoj Kanpwuy.199 BakBOTO KOMy nuuupawe e MoBeke Of
NnoTpebHO Kora opraHusaunjata ce TpaHcdopmMmpa of NPou3BOAHO OpUeHTUpaHa BO
KIMEHTCKN OPUEHTMpaHa opraHusauuja. 3HaeweTo Ha BpaboTeHuTe feka BPBHUMOT
MeHayMeHT ja nogapxysa CRM cTtpartervjata, MO3MTUBHO Ke B/Mjae Ha HUBHOTO
ofiHecyBame, a co Toa 1 Ha ycnexoT Ha CRM. OBaa nogaplika e ocobeHo 3HadvajHa
3a BpaboTeHuTe KoM aKTMBHO ce Bk1yvyeHn Bo CRM akTMBHOCTUTE, CO uUen fda ce

3rosieMm 3ag0B0OJICTBOTO Ha K/ITMEHTUTE.

Moaapuwikata off CTpaHa Ha BPBHWOT MeHAlLIMEHT Ha opraHusauumjata e of
CYLUTMHCKO 3HaueHe, HO BOEAHO Ha UCTO HMBO HAa 3HAYajHOCT Mopa Aa ce NnocTasu U
MeHaLIepoT 3a YOBEUKM PEYPCH KOj e CTpaTeLK/ NapTHeP BO MMNAeEMeHTauujaTa

Ha CRM KoHuenTorT.

TpaHcchopmaumckiTe npomeHn Ha MUP BO OCHOBa 3a MHTepHa MpeTrnoeTaBka

ja MaaT - KOMNeTEeHTHO CTPYYHO /IMLE 1 MeHallep Ha YOBEYKM pPecypcu.

1@ Sanders, G. L, & Courtney, J. F. (1985). A field study of organizational factors influencing DSS success. MIS
Quarterly, 99 (1), 77-93.

P Keams, G. S. (2006). The effect of top management support of SISP on strategic IS management: insights
from the US electric power industry. OMEGA, 34 (3), 236-253.

1 Becker, J. U., Greve, G., &Albers, S. (2010). Left Behind Expectations: Howto prevent CRM Implementations
fromfailing. New Strategies, 2(2), 34-41.

19Dzurovic, M. Strategija intemog marketinga u upravijanju ljudskim resursima  Zagreb: Printing Centar
Telekom,2008.
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CneuujanucTnukuTe 3Haerwa oTcTanyBaaT MeCTO Ha LUMpoKaTa KoMneTeTMBHa
AMMEH3Mja Ha MeHalIepoT Ha YOBEYKM PECYPCH.

Taa ce cornefyBa BO CNefHOTO:

- MHKOPMOPMPaHOCT Ma MucujaTa M BuU3MjaTa Ha opraHusauujata BO
MeHTa/iHaTa mMarta Ha MeHalepoT Ha YOBEYKM pecypcy,

- CMOCOGHOCT 3a UMMMIEMEHTaLMja Ha CTPATErMCKUTE Liesn Npeky:

- 3Haehe Ha paboTarta y UHMUMjaTBa,

- OpraHu3aLMOoHN 3HaeHa 1 Crroo06HOCTY,

- C/euujasIMCTYKN 3Haeka 1 CnocoB6HOCTH,

- pakoBOAHU CMOCOBHOCTH, MOTVIBaLI,l/Ija N NOCBETEHOCT Ha yyeCcHuuuTe
BO Mnpouecor.

Bo cylITMHA 1 HAKPaTKO KakaHo, TOj He e TBOpeL, HaJBOp O/, TEKOBMTE Ha
aKTUBMOCTUTE, TOj € BCYLWHOCT paMHOMNPaBeH KpeaTop Ha YCNOBUTE U
NMOTTUKHYBabe TO 3a OCTBapyBatbe Ha aKTUBHOCTUTE T.e CO03JaBare Ha

BpeAHoCcTa.

TakBMOT MeHallep Ha YOBEUKM PECYpCH e CTpy4Hak, HO U IMAep Kcj ymee aa
MM TOMKyBa OCHOBHMTE [TOCTY/IaTM Ha MUcMjaTa Ha cBojaTa opraHusauuvja, ga mm
MMM/IEMEHTUPA BO CUTE MPOLIECK M aKTUBHOCTW, AAa Kpeupa Bu3uvja, 0f, acrekT Ha

YOBEYKUTE Pecypcy U LUTO NoBeKe Aa NpuaoHecyBa BO opraHu3aluckaTa cTpaTeruja,

TeHaeHUMjaTa Ha MOCTOjaH pacT Ha Y4ecTBO Ha TpaHcopmauuckute
aKTMBHOCTM BO CNpoBeyBaHkeTo Ha MUYP e nokasatesi Ha pacToT 1 eqeKTyMpareTo
Ha KOMMNETEHTHOCTA Ha MeHallepoT Ha YOBEUKUTE PECYPCU KaKo CTpaTellku napTHep

BO TU.MOT CO KOj ynpaByBa opraHusauujaTta.

Opn cnukata 11, mMoxe ga ce 3a6eniexu cnekTapoT Ha alcTMBHOCTM BO KOj
cTpaterncknotr MYP noctaByBa 6apara npen CBOMTE MeHalyepuTe Aa ri uctakHaTt u
pasBuBaar CBOMTE KOMMETETMBHW CrnoeobHOCTM, Aa aHasm3upaaT, npoLueHysaart,
Kpeupaart, fa ce BwIO/yBaaT W [Aa Ce MeHyBaaT T.e fa ce ajantupaaTr 6p30 u
edomkacHo.
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Cpaka 11. CTpaTeracku aigHal/MeHT Ha YOBEUKUTE noTeHumjanm "

1BDurovié, M., Strategija internog marketinga uPrinting Centar ,,
Teletom,”2008.
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4. ApxutekTtypa na cuctemot Ha MYP

Pamkata 3a CnpoBeflyBar€ Ha MeHalIMEHTOT Ha YOBEYKUTEe pecypcu e
o6e36efeHa Npeky apxuTekTypaTa Ha MUYP Bo opraHusauujarta, Kpja ce cocTtou Of:

cucTell Ha MYP, NpPakT KK Ha MUPn MUP mogen sa CnpoBe
JoyHKUMnTE Ha MYP.

TexHuknTe Ha MYP Kako WTO ce: pa3Boj Ha opraHusauujata, cenekyuja u
TecTupawe Ha KaHauaaTtn, ynpasByBaweTO CO Ta/IeHTOT, Yy/paByBakeTo CO

nepcgopmMaHcuTe 1 BKyNHWTE Harpaav urpaat BaxkHa ysora Bo ucrnopakata na MUPp.

Apxutektypata Ha MUP Bo opraHusauujata ce COCTOM 0Of CUCTEMUTE Ha
MUYP, npouecu 1 CTPyKTypu, 1N OOHECYBakeTO Ha BpaboTeHuTe. ApxXutektypara Ha
MUYP npetctaByBa ceondpateH npukas Ha ce LUTO € BK1y4yeHO BO MYP, a He camo

doyHKUMnTE Ha MYP.

Becker et ai.19ja kopuctaT apxuTtektypata Ha MUP 3a pga ro onuwart
KOHTUHUYMOT Ha npodpecnoHanuute 3a 4P BO pamkute Ha hyHKummnte Ha MYP, no
cucteMoT Ha MUYP noBsp3aH CO MOMUTUKUTE W NPaKTUKATE NPEKy KoMieH3auuuTe,

MoTMBaUMjaTa 1 NPUAPYXHUTE OfHEeCyBara Ha BpaboTeHWUTe BO opraHu3aumjarta.

ApxuTtektypata Ha MYP Moxe Aga ce cMeTa Kako yHuKatHa KomouHaumja of
CTpyKTypaTa Ha qyHKuuute Ha MUYP ©n MoZenot 3a ucropaka, MpakTukute wu
cuctemMoT Ha MUYP 1 ofgHecyBaweTO Ha CTpaTerncks 3HayajHute BpaboTeHu, Kou

CETO OBa ro Kpeunpaar.

Purceii, cyrepupa geka ¢okycoT Tpeba ga 6uae HacO4yeH KOH coofBeTHa
apxutektypa Ha MUP u npouecu koum BnvjaaT Ha nepgopmaHcutTe Ha

QS
opraHusauuara.

MUP apxuTekTypaTa TECHO € /0Bp3aHa CO CTpaTeruckMte MOXHOCTU U
6V3HMC Mpouecy 3a MMMNJIEMEHTUparke Ha cTpaTtervjata M npeTctaByBa OCHOBHA

ynora v npuaoHec Ha MYP Bo nocturdHysaweto Ha MYP uenute.

1A Becker, B E, Huselid, M A and Ulrich, D (2001)T/7e HR Score Card: Unking people,
Boston, MA, Harvard BusinessSchool Press
1% Purcell, J (1999) Best practice or best fit, Human Resource Management Journal,9 (3), pp 26-41

128 /176



MYPp cucremoTe NPBON OCHOBHO

fenoBHaTa cTpaTeruvja mMaopraHusaumjaTa. KoH
ce uma CIETEVMIPLCTAl U Ha Hero fJa ce rnefa Kako MHTerpupaH wu
TXepeHTeH NaT THaMelyCeOHOMO T TMKMYBaYK/ NPakK T UKN.™6

Wmajky ™ npeaBup WHTEPHUTE U €KCTEPHUTE  CPeguHn  BO

opraHusaunJara gejetsysa, cuctemMotr HaMUYP Bknyuyysa:

- WI4P cTpaterumn - kou rm gedomHuMpaar HacowTe Bo kom MUP mnma TeHaeHumja

Aa T ondarn cute rnasHU 061acTn Ha akTUBHOCT,

MUP nonutukn —co kon ce gedmHupaar Hacokmte Ha MYP 3a noctanyBame
CO K/ly4HMTEe acrnekTy Ha ynpasByBaweTO CO BpaboTeHWTe CO uen ga ccurypa
[eKa cekoe rnpallaHse BO BpCKa CO YOBEYKMUTE peeypcu ce pellasa A0C/efHO BO
COrMlacHOCT CO oOpraHwaynuckmTe BpPeAHOCTM W KOHKPETHO AedouHupaHuTe
MPUHLMNN,

MYP TMpakTukn —kon ce coctojat o MYP akTMBHOCTU KOM CE€ BK/IyYEHU BO
ynpaByBaheTO U pasBojoT Ha MoeAvHUMTE U yapaByBaHeTO Ha OAHOCUTE CO
BpaboTeHuTe,

MUP cuctemotr mm nosp3yBa MUP dwunosocunte kon rm onuwysaar
ceondarHUTe BPegHOCTN Y BOAEYUKMXE NPLULUIMN YCBOEHN BO Y/IpaByBaHwEeTO CO

yoBeukmTe pecypcu.@

1% Becker, B E and Huselid, M A (2006) Strategic humanresource management: where do we go

fromhere? Journal of Management, 32 (6), pp 898-925
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V. CTYAWJA HA CNYYAJ

CryamjaTa Ha  Cc/yyaj e npeesemMeHa og Dr

Systems on Organisational Performance:ABank,

1. Onuc Ha cny4yajoT 1 pe3ynTaTu o UCTPaxXyBareTo

WcTopujata Ha 6aHkapckaTa rpynaumja ANZ (ANZ Banking Group)BO a3ncko
- nauuMdouykMoT pernoH gatmpa opg npeg 170 roguHwu. pynaumjata ce passBuBa
npeky 6p30 Wupewe Ha nasapoT ;i NpeB3eMara BO TEKOT Ha roguHUTE U CTaHyBa
efHa of, HajrofieMnTe PUHAHCUCKN MHCTUTYLLW BO TOj pernoH. ANZ e ropga wWro e
.MOMHaKBa 6aHka" Koja 3aB3emMa ce NnoakTMBHa ynora BO OMWTEeCTBOTO U XMBOTHATA
cpenmHa Ha Koja un cnyxun. MomeHtanHo, ANZ rpynaunjata gejctesyBa CO COMCTBEHA
Mpexa of, AeNI0BHN eguHUUM BO 32 3eMmju, CO r1aBHu nasapu Bo AscTpanuja v Hos
3eHNnaHg W pacTeyka sasapHa 3actaneHoCT BO a3uUCKo - naunuYkKMOT PErvoH,
BpwaHuja, EBpcna wAmepuka.

Hej3MHOTO yHMKaTHO NopTHosIMO o4 cneumnjannsvpadn AejHOCTU HyAaT LWNPOK
AnjanasoH Ha (PMHAHCWCKM NPOLIBOAW W YCNYrK, BKIYyYyBajKn KPeOMTU, KPeauTHU
KapTuUykW, KOpnopatMBHM U OU3HUC KpeauTn, (OMHAHCUCKM CcpeactBa  3a
NHBECTMpamwe LW CoPUCTUUMpPaHN MpPCLI3BOAN Of, WHBECTULMCKOTO 6GaHKapCTBO.
Kanutanot Ha 6aHkata Bo 2010 roavHa wHecyBa 531,74 munuapan aBcTpasvCKu
ponapn eo 411.629 akumoHepu. MomeHTanHO rpynauujata uma Hag 48000
BpaboTeHu T paenonar3 co Bkynva 6asa of vag 8 MWIMOHU KNneHTo. lMoBeke op,

90% op npuxo4oT ce OcTBapyBa Ha fABarta [/1laBHM nasapm: AscTpasimja n Hos
3eHnaHa.

ANZ odupn pabotn (gejcteyBa) noseke og 30 rogMHM M MOMEHTa/THO UMa
okony 550 BpaboTeHn 1 y4yecTBo of 52% Ha BKYMHUOT NloKasieH nasap. MomMeHTas/THO
MmMa 16 domnmjanm n 75 ATM (6aHramatu) Ha Teputopujata Ha dun. KnyyHmTe
YC/yrn KOou ce HygaT BKydyBaaT rparfaHCKM U KOpPnopaTBHU KpeauTu 1 AenosuTu,
huHaHcupare Ha MefyHapogHata TproBuja W (OUHAHCUCKW Yenyru, KpeauTHU
KapTuykM, cpeactsa 3a (pwaHcMpawe W NU3MHE, CTeKHyBake CO MMOT U
oCuUrypyBahe 1 MHTEPHET GaHKapCKy NMpou3BOAN.
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1.1. Crparterucku ¢pokyc

ANZ u3BpllyBa KapakrepucTUYHU CcTpaTern rMoBp3aHy CO HAYMHOT Ha

pa6luasbe, ao Kou rnaBHaTa ysora ja urpa TexHosnorvjaTta.

Busuja:,[la cTaHe BpBHa BoAeuka 6aHKa BO a3nCKo - naunuikmoT pernoH go 2017

rogmHa"
Mwucuja: ,3rofiemyBare Ha NMpUCyTHOCTa BO a3UCKO - MeundInUykMoT pernoH"
CTpaTernnTeHa ANZ 3a npeAHOCT HaJ KOHKypeHuujaTa, BKIyyyBaar:

* Cneuyuvjanunsaymja: msrpagba Ha nopThoNnMo of WUCTakHaTU OU3HUCK CO
KapakTepucTMyHo OU3HUC NIMAEPCTBO M O4pXMNMBa nosuuMja BO TOon 3 Ha
nasaport Koja oyHKUMOHUpa Kako eagnHcTBeHa ANZ.

» EnektpoHcka TpaHchopMauwuja: npudpakare Ha TexHosiorvjata 3a ga ce
NoCTUrHaT pajukasiHM MPOMeHK, nofobpyBawe Ha MPOAYKTMBHOCTA,
3abp3aHo TEMMNO Ha MHOBAaLMX W 3HAYMTESTHO MoAOobGpyBawe Ha ycnyrute u
BpegHocTa.

* WN3Bepnba (edpexr): obe3benyBare Ha ,Hajgo6pM BO Knaoarra“ nepdpapmaHcm
3a aKUMoHepuTe, KIMeHTUTe, BpaboTeHnTe 1 3aefHuuara.

e Pact: OcTBapyBarwe Ha pacT CO CUEeH MHTEH3UTET BO OCHOBHaTa [ejHOCT U
COJICTBEHO MO3ULMOHUParke BO HOBU aTPaKTUBHW KaTeropnn co BUCCXK pacT.

» [lpobuBare: [la ce 6uae cmesn M MNOMHaAKOB, N Aa Ce HeryBa Kyntypa co
BMCOKM nNepopmMaHcy 1 YOBEYHOCT, TEXHO/OWKO /NAEePCTBO W CUSHU

JOMalllHN N PermMoHasH1 CTPpaTermckmn nosnumn.

3a fga ce /10CTUrHe efieKTPOHCKa TpaHcjopmaunja wirm enekTpPoHCKO
6aHKapcTBO, BM3MjaTa Ha ANZ BO Bpcka CO TexHosforvjata € ,aBToMatusnpaHo,
6ecnpekopHO, AMPEKTHO npouecupare*. iBuratennte kon ce notpebHu 3a BakBaTa

BU3Mja BKydyBaar:

e CwuaHa KIMeHTCKa Haco4eHoCT
* VHTepHeT gocTtanHu kaHauv
* EanHcTBeHa !'Pmpexa

* YnpaByBaw€e CO KINeHTUTe

1327176



CoonwTeHneTo 3a HOBUHApPUTE 3a rogulIHUTE pe3y/iTaTu of paboTeweTo Ha
ANZ 3a 2011 roavHa nokaxyBaaT feka Hej3uHata a3ucko - nauudomyka mpexa
npepacHyBa BO BOJeYKa pernoHasiHa 6aHka Koja ja ucTakHyBa MOBp3aHOCTa Kako
KlydHa KOHKYpeHTCcKa npefHocT. NpumapHaTa cTpartervja HacTojyBa Aa BOCMNOCTaBu
WHTErpypaH cCuctem co WTo 6u ce ocTtBapwun npodut og 25-30% opf rpynHUOT
npocput Bo 2017 roguHa. BpojoT Ha ,aKTUBHU KMEHTU" BO WHCTUTYLMOHAIHUOT U
KomMepumjasTHMOT 6u3HMC uma nopact 3a 25% roguwHo (YOY) n npugoHecyBaaT [0

4% y4ecTBO BO BKYMHMOT MpUXo4, Ha rpynauujara.

HosuTte nHBectnuun Bo NT 1 onepaTtnBHata MHMPPaCTPYKTypa, HaACOYEeHU ce
Ha ronemu nporpamm Kako WTO e Transactive Asia (ynpaByBawe CO KellkasW
management”), rM1aBHMOT OaHKapCKM CUCTEM W MNPOLAXKHO - AUCTpubyTmBHaTa

nnartcpopma 3a rnobasHMoT nasap.

1.2. ANZ VKT uHdpacTpykTypa

NaBHM KOMMOHEHTU Ha WHpacTykTypHata TexHonornja (MKT) Ha ANZ

6aHka, co crneunnyHn npumepn noBpsaHn co thunujanarta Bo OuLN:

Lenn/MpumeHa CenektvpaHn npumepmu Pe3syntatu og nepcdopmaHcuTe
PaunoHannsaumja Ha - NIHTepHeT 6aHKapcTBO - EgHocTaBHU: pegyumparbe Ha
annukauuuTte un - TenedpoHcko BpPEMeTO 3a 06HOBYBaH€e Ha
nnatcopmute, CBS, 6aHkKapcTBO LMKyCcoT
Bloomberg, Reuters, - ATM/EFTPOS - ®1IeKcMbUNHOCT 1 NpunarognMBoCT
Travelex -

Crnoco6BHOCT 3a UCKOPUCTYBare Ha
HOBW TEXHOJ10TU
- HucKM UeHU 3a KopucTene

HaNMueHUMpaH xapaBep 1 coTeep

CraHpapansvpaHun - Cute Dell PC - Cnte BpaboTeHU nmaat npucran o
ycnyru n geckron, Dell komnjytepu, Window HajaobpuTe anaTtku Npeky HTepHa
PC komnjytepu, Window HP (neckton Mpexa
HP KOMMjyTepu 1 fiantonu), - Hucka ueHa 3a concTBeHOCT
HP 3a cepsepute - KnyyHo napTHepcTBO KOe rnomara BO
- Mpexata e anz.com NnuaepckuTe crocobHoCTH

- MHory6pojHu ISPs,

Connect, Kidanet,
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1.3.HTerpupaHmnotr CRM cuctem Ha ANZ

,LcncremmnTe 3a ynpaBsyBah-e H
passuBaT Kako pesynTaT Ha HanpegHaTa
nogaToum Kown ce KOpUCTEHU 3a \C
npojaxHuTe AOCTUrHyBawa“ - Gary
Management, ANZ

ANZ ro apantupa cBojoT CRM cuctem kako paboTHO cCpeacTBo 3a
NMOCTUTHYBaH€ Ha onwitarta Mucuja Ha rpynalinjaTa.ANZ HacTojyBa 3a yCneLwHOCT Ha
CRM Kako Ha HMBO Ha OGU3HWCOT Taka U Ha TEXHWYKO HMBO. [0/ieMuTe BJIOXYBaha
BO TexHo/iorMjarta u Aoopo geduHnpaHnTe TEXHUYKKU, NpoueaypanHi 1 ynpaByBayku
NoNMTUKM W nomMaraat BO OCTBapyBaweTOo Ha Mucujata, 3a fga Moxe ja ce
6anaHcupaar pesyntatute o CRM u onwTara BTV\a,eN1eKTPOHCKO
co KapakTepucTunKn Ha BUCT MHCKMA SRM 1o o0BO

6aHKkacTBOTO Ha ANZko6 CTaHyBa efiHa oA, K/lyyHuUTe npedHoCTV Ha 6aHkarTa.

AL-TIME SYSTEM

Business
Partners
Internet Banking

Suppliers Operations Sales,
Kidanet I HRM, Customer | j Marketing Customers
Digicel Finance service \ /

BackOffice. and front
HW

INTEGRATION

Cnwuka 14. CRM wmHTErpypaH cuctem
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Web Farms, Shere

Point

EaovHcTBeHa IP mpexa,

MAX

Fnob6aneH cuctem 3a
naaTeH NpPoMmerT,
MHTerpaumja co
e/leKTpOHCKa Tprosuja,
rno6asiHo NapuyHo
ynpaByBaH-€,
Tenerpadpckn napuyeH

npeHoc

CraHgapamsvpaHara u

Digisel

CopaboTka nsmery
BpaboTeHNTe U cnogesnyBame,
o6jaByBaH€, e/1IEKTPOHCKN
oopMu, TPEHUHT, yNpaByBat€e

CO 3HaeweTo, myntnmegna

VIHTepHU nHgopmaymnmn 3a

paboTereTo Npeky UHTpaHeT

- ANZ Trans - active

- HTepHeT 6aHKapcTBO

PobycHa, ogmepeHa nHagycTpucka
cuna

HamanyBare Ha TpowouuTe no nat
Ha ,,KaHuenapuja Koja He KOpUCTU
xapTuja"

3ronemeHa NpoAyKTMBHOCT
3ronemMeHa cnoco6HOCT N BpeMe 3a
oArosop

MopapLika:,,cekoj - co - cekoro™
noBp3aHoCT

3ronemeHo 3Haekwe Ha BpaboTeHUTe
npeky MHTpaHeT npuctanm
ATVUAHOCT 1 PNEKCUBUTHOCT
EdymkacHOCT no nat Ha
KoHconngaumja, MOXHOCTU BO
peasiHO BpeMe n 3ronieMyBame Ha

ANPEKTHOTO npouecnpame

rno6anusnpaHa WKT wuHppacTpyktypa BOo ANZ

OBO3MOXYyBa €(DEKTMBHO U edprKacHO (PYHKLMOHMPaHEe Ha KOMIM/IeKCHA UHTerpaumja

Kako WTO0 € HMBHMOT CRM cuctem. WHdpacTpykrypata Ha ANZ 0BO3MOXyBa

nogo6pa NoBP3aHOCT, MOHUCKM TPOLLIOUM X NorosieMa eoMKaCHOCT.
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ANZ Fiji e-Commerce & e-Business Model

*Business Partner-
ANZ Group ) o
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Cnuka 13. Mogen Ha enektpoHcka Tprosunja Ha ANZ dupmn

MoBp3aHocTa Ha ANZ co cBouTe CTEjKXOMAeEpPN Ce NoBeKke ce cnpoBedyBa no
eneKkTpoHckn nat. OBaa Bpcka ce ocTBapysBa co nomow Ha CRM cuCTEMOT KOj UCTO
Taka ce KOpUCTM Kako CpefCcTBO 3a epukacHO ynpaByBah€ CO flaHeuoT 3a HabaBku,
CO orfief, Ha Toa WTO edhmkacHO M nosp3syBa fobaByBaunTe u Kynysauute. Toa ce
OoCTBapyBa BO popma Ha eNeKTPOHCKN Miakawa, TpaHcepn Ha napu, enekTpoHckKa
TproBuja M €/IeKTPOHCKM TpaHCakuMn, KOM MOXe [a ce BpliaT MNpeky MHTepHaTa

MpeXa Wi Npeky MHTEpHET.
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MKT M noBp3yBa [efiOBHATE MapTHepu Ha 6GaHkata. [loBp3aHocTa
06e36eyBa cuctemaTcko paboTere nomery ogaenieHvjara 3a npyxarwe Ha ycnyru
Ha KMEHTUTE U CNy)XOuTe 3a KOPUCHUYKa nogaplka. PasmeHaTta Ha MHpopmauunte
N 3HaeHeTo Mnomery cute offeneHunja ja onecHyBa MefycebHata KOMyHuKauuja
nomery oggeneHunjata, efnekTpoHckarta copaboTka co komnaHuute u hunujanure,

KaKO 1 €NEKTPOHCKOTO MpPYXake Ha YCyru 3a KIMeHTUTe.

BO KOPMCHUYKMOT cepBUC, NMHMjaTa 3a noagplika Ha KIMeHTUTe e OTBOpeHa
24/7. ANZ yyBa roniema 6a3a Ha nogaTtouy 3a CBOMTE K/IMEHTU M OBWE nogaTtouun
KOPUCTM 32 MapKeTMHLLKM MOXHOCTU. VKT 0BO3MOXyBa WHTEpHa nogapLuka Kako

LUTO Ce MlaHuparbe Ha nobapyBaykata 1 KopropaTtuBHa ONWTECTBEHA OArOBOPHOCT.

Intemet

service Appication
services
ANZ Hji
Network
Packaged
solution
Intranet
Back office
operations

Cnuka 15. Mpumep 3a CRM o6paboTka Ha bapare 3a Kpeaut

Bo ANZ, uHTerpauujata Ha (QyHKUMWTE Ha opjfeneHujata 3a ycnyrm 3a
KIMEHTU W BHaTpelwHaTa agMWHUCTpauuja ce ocTBapyBa Mpeky Beb cepBep U
O0BO3MOXYBa KpaTKM pPOKOBW 3a KIMEHTUTe. ENEeKTPOHCKOTO npolecuparwe Ha

KpeauTuTe e efleH of HaumHuTe Ha kKo ANZ ja 3afpXyBa CBojaTa KOHKypeHTCKa
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nosvuuvja Ha nasapoT Ha duyn. baparwarta 3a KpeauT KINeHTUTe M MnonosiHyBaar
npeky nHTepHeT. bapaweTo 3a KpeauT nogHeceHo BO 6uno koja chununjana Ha ANZ
ce npocnegysa [0 aAMUMHUCTPATUBHMOT cybcupgujap, Pacific  Operations.
MpoBepkaTa Ha KIMEHTUTEe KoM CBOUTe Gapara M JocTaBuie Npeky UHTEpPHEeT, ce
nposepyBaaT BO KpeAWTHOTO 6upo Bo Pupn, 3a ga ce m3berHar AoLHewaTa BO

npoLiecuparmbeTo Ha KpeauToT.

CRM u1CTO Taka ce OfIHECyBa M Ha 3HAeHEeTO KOoe 0BO3MOXyBa edhrKacHO
pellaBatbe Ha Npo6neMuTe 1 AOHECYBAHETO Ha Of/lyKU. Toa UM OBO3MOXYBa Ha
KpeauTHUTE PaboTHUUM, GP30 UAEHTU(VKYBakEe Ha MOTEeHUMjaIHUTE OTCTanyBaka
04, npaBWfiata W PUSUYHUTE KIMEHTW, U Aa M npodunnpaaT KAWEHTUTE LUTO
pesyntpa co nogobpyBake Ha MNPOAYKTMBHOCTA Ha pPabOTHMKOT, T.e. UM
OBO3MOXYBa fla CK/lyyaT noronieM 6poj 4oroBOpu U Aa ro 3rosiemat 3a70BO/ICTBOTO

Ha KIMEHTUTE U ,u,aja 3ronemMmart HMBHaTa J'IOjafIHOCT.

1.4. CRM npouec Ha NnpoMeHn 1 nocneguunTe og NnpomMmeHuTe
ANZ ja cnegu ctaHfapgHaTa npouenypa Bo pamkite Ha CRM cuctemor:

Uekop 6p. 1. T[lpubupare Ha peneBaHTHU MHopmauun. lMogaTounTe of,
pas/IMyHN cUCTEMM MOXeOU He ce J0OPO KOHCOMMAMPaHW 1 nopagu Toa BAuvjaaT Ha

WHTErPUTETOT Ha MHJIOPMaLMNTE 1M NPMGPaHNTE NoAATOLM.

Uekop 6p. 2: AHa/M3a Ha nogartouuTte, KOPUCTEJKM CermeHTauuja Wu
mMogenupake Ha oprosopute (peakuuute). Tloctom pusMK of HECOOABETHO

MHBECTMpPaHE BO PECYPCU 3a U3BpLUYBaHe Ha 3HaYajHWU U COOABETHU aHa/TU3MN.

Uekop 6p. 3: Kpenparwe 1 pa3Boj Ha akuuja/ MapkeTUHr kamnarwa (M ABeTe:
peakTMBHa W nMpoakTuBHa). HepoBOMHO jaCHO MNPOMOBMPAaHW Kamnakwh  HU3
opraHusaumjata wiv nowa anokauuvja Ha pecypcute, MOXe fa 6uaar BUCTUHCKA

3akaHa.

Uekop 6p. 4: Kpevparbe 1 cnpoBedyBake Ha TECT Kamnaka Mpeky aHanmsa
3a fa ce onTMmM3Mpa (UHAHCUCKOTO B/vjaHMe. TecTupaweTo Ha nasapoT MOXe [da
6uae HeadekBaTHO. Ha npumep Ha ®uyM: NocToM pasHOBMAHA KynTypa, BO3pPacT U
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pasnnuyHa pacnpefenta Ha Npuxoau, LITO MOXE [a WCTpaTy NOrpeLlleH curHan 3a

na3apoT BO MOMEHTOT Ha TeCTUPaHETO.

Uekop 6p. 5: MIHCTUTYLMOHaNM3Npare Ha MHTerpaumjata 3a ynpaByBake CO

kamnawaTta u 06e36efyBartbe MapPKETUHLLKM CrocoBHOCTM M Hanopu. Moxe pga

MOCTOMN pacyekop nomery KpenpaweTo U M3BPLUYBateTO W HeafeKkBaTHU Pecypcu

BO 3eMjaTa Kaje LUTO e cMecTeHa dounvjanara.

Uekop 6p. 6: NMoBpaTHa nHpopmMaumja of kpenpaHara kamnarwa, etpnkacHoOCT

" CbI/IHaHCI/ICKOTO 3Hauyewe Ha O6msHMcoT. OBa 3Hauu ga ce 6|/|p,e BO TeK CO

noBpaTHUTE MHGOPMaLMM 3a Aa Ce OBO3MOXM MocTojaH Hanpefok. Cekoraw ce

rnojaByBa Npo6/1emM CO OArOBOPHOCTUTE U CTPYKTYpPHUTE Gapuepn BO KOMyHUKaLMATE.

Local area
marketing
Product bundling

Pre-approved
offers

Modeientation

Marketing

AND

Extensive sales
training
Investment in sales
tools i.e. intranet

Local branch/customer
focus

Performance

Leading bank on
cultural transformation
13,000 undertaken
breakout program
Performance based
incentives

Culture

Cnuka 16. MapkeTuHr mogen co npumeHa Ha CRM

OBa ce 1nMa NoKakaHO Kako cnaba Touka BoO ANZ 3a WTO ce noBeke KINeHTU

ce XalaT no nat Ha MWHTEepHeT, He caMO Ha HeagekBaTHU U 3acTtapeHn CRM

CUCTEMU, TYKY W HA HAUYMHOT Ha KOj

NHpopMaLmn.

MeHalLIMeHTOT TN KOPWUCTWU noBpaTHUTE
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CRM ja paBa HajroniemMara BpeAHOCT Kora e fAesl o4 WHTerpupaH CUCTEM.
MapkeTuHr ognenot Ha ANZbo pamkute Ha oununjaniata Ha Puum npetcrasysa Aen
on uvHTerpupaHnotr CRM cuctem. OBaa uMHTerpayvja oBo3mMOXyBa fa ce nosp3ar
fob6aByBaunTe UM KynyBauute no nat Ha E*Trade Supplay Chain Management
Program. Clear Program-ot Ha ®uunm O0OBO3MOXYyBa JIOK&/IHW nNapTHepcTBa W
€/IeKTPOHCKM MapKeTUHI NpPeKy CUCTEMOT Ha WHTEepHeT 6GaHkapcTBoTOo. Cute Tme
npeTtctaByBaatr pAen of uHterpypaHnor CRM  cuctemMm KO  OBO3MOXYyBa
doiekcnbusiHOCT, edUKacHOCT, HUCKM TpOWOouM W MpaBOBPEMeHa  ycnyra.
JomawHnTe nocetn M pypasiIHOTO GaHKapCTBO Kage LITO YC/NyruTe BCYLIHOCT ce

AJocCTaByBaaT A0 KIMeHTuUTe, ' noaapxxyesaat MHOry rpafaHM Ha duyn.

Kora npou3BoAoT ce njacmvpa Ha nasapoT, nocTojar NpOoLUMPEHN OOYKN BO
npofaxbara, pekiaMmMpaleTo 1 MOOUIHOCTA, Ha Mp. 3a MIHTepHeT 6aHkapcTBo. 3a
peanusauuja Ha (PokycoT Ha Puum 1 MHUUKWjaTMBMTE o4 obnacta Ha pypanHoTo
6aHkapcTBO, ANZ ce 06Bp3yBa 3a pasBoj Ha TeEXHOMOIMjaTa aHraxupajku m cute 32
nasapy BO paMKUTe Ha cBojaTa WHTEpHa Mpexa, Aenejky mm anavkauumnte wu
enuHcTBeHarta IP mpexa. [Mpeky Be6 cTpaHuTe of, CouMjanHUTE MPEeXn BO pamkuiTe
Ha HoBumoT ,SMART PIG" npuctanysa co npogaxota BO ABCTpanuja, Kage LUTO
M1aauTe flyfe ce 03HaYeHn Kako rpyna Koja 6w Tpebasno ga wream 1 rm Haeegysa ga
faBaaT COBETW Ha ocTaHaTuTe, noajplika wwvny nak napuvyHa goHauuvja. Toa ja
NMoKakKyBa HMBHaTa MOCBETEHOCT KOH KIMeHTuTe kopuctejkm ro CRM - OT kako

MapKETUHLLUKO CpeacTBo.

ANZ BO perMoHOT e no3HaTa Kako Bofeyka OGaHka 3a Ky/Typosiolika
TpaHccopmMaumja. HuBHaTa cTpaTervja 3a HaBferyBsare Ha nasapure ro noTtmkHysa
pa3BOjOT Ha pasINYHU KyNTypu U ro u3BfnekyBa HajaobpoTto oa cute BpaboteHn. Co
orfieq, Ha Toa WTO Ce CMenn 1 NoHaKBK, nMaart Ky/iTypa CO BUCOK/ NepddopMaHcu U
OVWMEH3MM Ha YOBEYHOCT, TEXHO/IOLWKO NUAEPCTBO M CUMHN AOMALLUHU N PermoHasIHn
cTpartewkn nosvumn. Kako pesyntar Ha HUMBHUTE cTpaTternn 3a Has/ieryBake Ha
nasapurte, ce 3rosieMyBa O6pOjOT Ha 3agpXaHuTe 3a[0BOJIHM PaBGOTHUUM LUTO € BO

cKnag co pacToT ¥ pa3BojoT Ha camarta KoMnaHuja.
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Aoe Distribution Net fiicome fS)

. 7 min 48,120
Customer Profile 2 o4 max 296,628
at Branch Level* 13
. L]
High 25 35 45 55 64 fum m
14% 3% 2% 34 44 54 64
Q min 75,546
1 Product Mix max 1,171,362
Mortgage
®
i # of Products
Low # accounts 4.7
Low High # categories 2.9

Current Value

Credit
Card

Data for one branch in Victoria

Cnuka 17. CRM doyHKLUMM BO aHau1M3a Ha nas3apoT v nogenba Ha nHdpopmauumnTe

CRM ce «kopuctm 3a pa ce pasbepar notpebute, fa ce npeaBuau
npogaxbara M fa ce nogrotear HeOMXo4HUTE WHNYTM M npouecn. Kora ce
naeHTnrkysaaT notpebute, MHopmauuutTe ce cnogesiyBaar HM3 bGaHkaTa. Ha
npumep, o4 BakeBaTa 6a3a Ha nogartoum ANZ moxe ga cosgage 6asa Ha nogartoum
COr/lacHO BMAOBUTE Ha NOTpPebuTe Ha nasapoT M Ha TOj HAuMH afekBaTHO Ja
pearmpa. Joaeka ANZ wvma cTaHgapgu3vpaHa TexXHOJSIOWKa Mpexa, Hej3uHUTe
MapKeTUHLLKM cTpaTernn Bapupaar BO 3aBWCHOCT 0f na3apoTt. Mako Hej3uHMOT
nasap BO ABCTpasinja MOMeHTasiHO kopuctn ,SMART PIG" nporpam 3a wrteaexe
HameHeT 3a Mnagara nonynauvja, Ha PUUM MOMEHTa/IHO Ce COCpefoTovYeHM Ha

nofobpyeake Ka Tprosujara n pypasiHoTo 6aHKapCTBO.
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Compile data on customers
attached to Branch

Branch

~

u

i Vv 'O # Customer data on

- Product holdings;

Customers * Address

~

u

External data attributes

Cnwuka 18. HagBop op oncerot

Multi-variable cluster analysis
on branch demographics to
create segments

2. Pesyntatm og ncrtpaxysakweTo

Attributes used to drive local
sales and marketing initiatives

YOUNG INNER SINGEES

What is significant about
this population;

«Predominantly under 35yrs

« Above average income

« Singles

eetc

What is significant
product profile!

« Overrepresentation of credit
cards and transaction
accounts

« Under representation of
mortgages

ANZ cTyamjata Ha crydyaj, nokaxyBa HEKO/IKy acnekTu KOou ce CroMHaTu of,

cTpaHa Ha Harorimana(2010), a ko ce ogHecyBaaT Ha KopucTeweTo Ha WKT un

BOBEJ, BO CTpaTerwjata Ha ynpaByBatb€TO CO 3HAeHeTo BO KomnaHujata. Bo

acCrnektn Kom rm CnoMHyBa Harorimana, kon BK/1ydyBaar.

cnyyajot Ha ANZ, n3rnefa geka TexHoormmTe ce BoBeeHM Kako OAroBop Ha cefym

1 Pepayumpan€ Ha NOBTOPYBaH€TO Ha B/IOXXEHUTE Hanopwu

N o g b~ w D

Bp3 ogrosop (peakunja)

[pamaTnyHo CMaslyBake Ha TpoLuouuTe

MNogo6pyBare Ha Npon3BOAUTE U yCNyruTe

MoTTMKHYBaHk€ Ha nHoBauum

O6e36eyBare NoTeHUMjaIN 3a NpoLunpyBake 1 passoj

3ronemMyBatbe Ha BpegHocTan/unm npodmtabunHocTa
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Outbound Customer Contact - Account
Balances (Oct WLl -.Mar 03}

Customers contacted have
greater FUM growth than those
not contacted

Customers contacted open
more accounts than those not

Control Group Contacted Customers contacted

Outbound Customer Contact * New Account

Openings (Oct02 - Mar 03}
Index

Customers contacted open 2-5
more accounts than those not
contacted

Cnwnka 19. 3a40BO/ICTBOTO Ha K/IMEHTUTE U UCMOpaka Ha ycnyrata

reivio - strong emphasis on citent
BwWho*«  satisfaction. Customer advocate
* in place.

87% * Customer satisfaction tracked

¢ Strong strategic focus on
multi-channef

. E-banking solutions attractive to
wrLe s 53% customers.

¢ Area/s for improvement:

Advanced CRM:
industry £ Al UanMiny $rasp eSeitlfotnpany - E-banklng SO|UUOI"IS )
- Customers using e-banking

Cnwnka 20. 3a10BOJICTBO Ha K/INEHTUTE
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‘Source; Roy Morgan, March 2003; Teresa Augusta (Group ‘Source: Credit Suisse First Boston;
Marketing) - excludes credit card only customers Retail banking essentials: Does CRM
make a difference?

Cnuka 21. CnopegbeHa aHanmsa 3a ANZ, NAB, CBA.SGB

AHraxvpawexo Ha ANZ BO HOBUTE MAapPKETUHT WHULMJATMBU MOKaXKyBa
3HayajHa pasHOBUAHOCT BO TEKOT Ha TOAUHUTE Kako Kopucxewexo Ha CRM,
NHUUMjaXMBUXE 3a OPX/IMB pa3Boj WU WHTepHeT 6aHkapcTBO. KynTyposnolwkarta
XpaHchopmaumja Ha OGaHkata 3a MNOTTMKHYBake Ha WMHOBaAUUMM U KpeaxLHOCX,
apanxupaHa e BO HuBHata ,Breaek - Ouf cxpatewja 3a Kynxyponwia
TpaHcdopmaumja. Tue MCXo Taka ja HagarpagysaaTr nosuuujata koja ja mmaar BO
naumgMykMoxX pernoH Kako ,fMovHakBa"' 6aHKa Koja ce pas/vkyBa Off OCxaHaxuxe

KOHKYPEHTM.

Cmnaxa Ha CRM-0X Kako MapKeTUHLLKO CPeACXBO JIeXM BO Xoa LUXO /1yfexo
MMaax MHOry ouyekyBarba of Hero. Co Apyrn 360poBKU, MHOrY nyfe Hero To chakaax
Kako cospLueH n Henorpewnus. ANZ npobania ga ja npuiarogyM eBojaxa MapKexXuHr
cXpaxellja 3a/a MOxe [a O4roBOpy He caMO Ha cpefuHaxa BO Koja ce CrnpoBefyBa,
WO WK nobsiveky ga ce Jo6nAMXM M CO nepuenuujaxa Ha KnueHxmxe. Kako LWxo
cyrepupaax Parvatlyar n Sheth, Kopucxerexo Ha BUCXMHCKA MapPKEXUHT anaxku
MOXe fa co3gage npedHOCX  Hag,  KOHKYPeHxuxe,  NPUOOHEecyBajkm  BO
AndpepeHumjaymjaxa Ha NponsBoamMxe U YCryrnxe, Kako U cosgaBame bapvepu 3a
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npemMuHyBake Ha Apyrv npovssoau u ycnyru, OBa UCTpaxyBarbe MoKaxyBa feka
CRM no3uTMBHO MpuAoOHecyBa 3a oOpraHusauucknute nepopmMaHcy BO Kako of
domHaHcuckm Taka 1 of HedomHaHcucKM acrnekt. Cenak, e anckytabunHo gann CRM
CaMOCTOJHO MOXe [a ja co3fafe oBaa pasnuka. OBa nokaxysa geka ANZ mopa ga

nopaboTn Ha paHrnpareTo BO pamkmte Ha CRM.

Mpo6siemoT kO] Ce wuma nojaBeHO BO TEKOT Ha WUCTpaxyBaweTo e
TpaHcnapeHTHocTa. Man 6poj o4 ucnuTaHUuMTe MMasle 3Haewe 3a fJefioBHarta
noaMTMKa W TexHosiorvjata, LITO MOXe [a Ce Mpunuile Ha [0BepsiMBocTa Ha
nogatouMte Koja ja cnegu 6GaHkapckaTa fAejHOCT. [Aypu M BO TOj Cryyaj
ncnuTaHuumTe TBpAAT Aeka ,TpaHCnapeHTHOCTa e KyyHa U cTejkxongepute Tpeba
fa pobujat peneBaHTHW MHAIOPMAaUMKM Kako LITO Ce MPUYUHUTE 3a [OLHEHEe BO
KNMPUHIoT 1 on-line nnakawarta.” Apyr KNMeHT gojasa:,Ha KpajoT of KpauwwTtara,
NPOAYKTUBHOCTa Koja ja o06e3bedyBa WHdopMaTUykaTa TEXHOMOrMja, MOXe Aa ja
Hamann nperosiemara Gupokpartvja M MoavTUKa, Koja No ce usrnega He oauv BO

KOPUCT Ha KITMEHTUTE Ha 6aHkaTal

Op acnekt Ha MapketuHrot, CRM ce pedmHupa Kako ,koMObuHauuja Ha
[eNoBHUTE NpOLLecH M TexHosorMjata Koja HacTojysa fa v pasbepe KIMEHTUTE Of
acrekT Ha Toa Kou ce Tue, WITO paboTaT n kakBu ce“. ANZ Tpeba ga uma npegsup,
Jeka Ha noeguHeyHuTe nasapu, nocebHo BO [lMaundukoT, KINEHTUTe wumaaT
KYNTYpPHU BPeAHOCTU N CUCTEMM KOW MOCTOE/IE CO BEKOBM M Kako LUTO MOKaxysBaart
CcTyguuTe Ha Harontanasa Ky/ATypHUTE UMM/INKaLMA HA CUCTEMUTE N TEXHOJIOTUUTE,
yMCTBeHara MnpoMeHa LWTOo ce CnyyyBa npyv MPeMUHOT Of coumjasiHa 4YoBeuka
MHTEepakumja Ha HoBaTa TexXHONorMja He mopa fa Cce OfBMBa CO 3a40BOJlyBayka
6p3vHa BO naunduukMoT pervoH. Pesyntatute nokaxysBaaT Aeka norosieM 6poj Ha
KMEHTN CeyluTe cakaaT HenocpefHo W3BpLIyBake Ha 6aHkapckuTe yciyrm co
Hekoja noegHocTaBHa kKoOMOMHauuja of online 6aHKapcTBO M APYIMM  KINEHTCKU
Haco4yeHu ycnyrn. Mako ANZ ce Tpygu fda ja 3eme npeaBu BakBarta AnHaMuKa BO
TO] pervoH, Taa Tpeba pa 06e36enn npomoBMpaHwe Ha ,4H0BeyvyknmoTl yaesn BO
BM3MjaTa “e/IeKrpoOHCKO 6aHKapCTBO CO YoBeuka AuMeH3njalu fa He npeosnagysa

,u,mrmanmsau,mjaTa Ha MapKETUHLLUKNUTE TEXHUKN.
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2.1. CRM kKaKo uHTerpmpaH cuctem

NHTenureHTHaTa ynoTtpeba Ha MHopmauumMTe 3a NOTpeéute Ha KAMEHTUTE,
co3gaBa [0/ITOPOYHM, ABOHACOYHW OJHOCKM CO K/MeHTUTe. Toa Ke U [loHece Ha
opraHusaumjata MHory npegHocTu 6uaejkvm ycnyrute co AONrOpPOYHUTE KIIMEHTM ce
MOEKOHOMUYHW, a OPXYyBar€TO Ha OAHOCUTE CO HMB 6apa Ma/in B/IOXyBara Ha

pecypcu.

Opf uctpaxkyBakeTo MoOXe aa ce 3aknyun geka ANZ ro srpagysa CRM-0T so
npouecoT Ha npogaxba n MapkeTUHr 1 pa3Buia Kyntypa Ha nepopmMaHcuUTe Koja ro
KopncroCRM-OT BO paMKkuiTe Ha uHuumjaTuBUTe 3a npogakda u MapkeTuHr. Mako
TVe npoAos/nKyBaar Aa rm 3rosiemysaar UHBECTMUMUTE BO pPa3BOj Ha TexHosorujara,
Tpeba pa ce vma npegsua Aeka MHBecTupaweTo camMo Bo CRM He Moxe fa

06e36ean ecmkaceH CRM cuctem.

ANZ Tpeba fa npofo/hkm Aa BpLUM peBM3nja U KOHTPOSa Ha cTpaTervjara 3a
NHTepHaTa Ky/nTyposiolika TpaHcdopmaumja Kako ,,break-out-strategy” (cTpateruja 3a
npobus, ocBOjyBakwe) Ha duyn, Koja criopes ogpeneHn BpaboTeHW novHyBa Aa ro
rybun npeTxoAHoTo 3Hayewe. Mako ANZ mMmMa BUCOK CTEMEH Ha 3a40BOJICTBO Ha
BpaboTeHuTe W KINEHTUTe, He3a[0BO/IHOTO MaUIUMHCTBO OM MOXeno pa uma
HeraTMBeH eekKT KOj Ke ce ofpasn Ha LiesiokynHaTa crtparervja 3a TpaHcthopmaumja.
ANZ 61 Tpebano KOHTVHYMpaHo Aa M npencnuTyBa npouecute, NOAUTUKATE U LUTO
€ HajBaXXHO HMBHOTO B/MjaHME Ha ,KOPUCHMKOT" CO uen Aa ce 06e3bean [ONropoyeH

ycnex Ha CRM-ot.

OnwTo npudpateHo e aeka Ha KpajoTt, edpmkacHocTa HA CRM cucTeMoT nexm
BO paueTe Ha BpaboteHuTe. ANZ TOoa ouurnegHo ro 3abenexana. HejsnHarta
KyNTypoioLKa TpaHcdopMaumja nokaxysa Aeka MHBecTupana focta BpeMe un napu
BO 060e36eAyBat-€TO Ha pa3Boj Ha KynTypa Koja M NOTTUKHyBa W npudoaka
MHOBaLMUTE U CrnofenyBaweTo Ha WHgopmauuuTe. HamanyBaweTo Ha payvyHOTO
npouecrpare nokaxasio epMkacHOCT BO HaMaslyBareTO Ha reHepasiHuTe TPOLLOoLM

oA, paboTereTo, Kako LITO GaHkaTa ro HamaslyBana ,XxapTueHoTo paboTetse.

Ha oBa MecTOo ce jaByBa Nnpob6siemM Ha MHTerpvpare Ha LenokynHuot CRM

npuctan M HeroBoTo 3Ha4dYeHe€ 3a Bpa6OTeHI/ITe. EneH opf Bpa6OTeHl/ITe CO KOoun e
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pasroBapaHo BO MNPOLECOT Ha UCTpaxyBaweTo (PpaboOTHMK CO MOCTOjaHO
BpaboTyBawe), oTKpuBa aeka uenuoT MKT cuctem BO GaHkata 6un gocta CTpPeceH
BO TeKOT cO BpemMeTo. CuCTEMOT Ha ynpaByBakeTO €O nepdopmMaHcuTe
(Performance Management System) npeTctaByBa o4pa3 Ha opraHu3auujara koja
Boaun 6p3a pesosnyuynja Bo UKT.

BaHkata 6u Tpebasno ga ce ocurypa geka npoueHkara Ha 3a40BOJICTBOTO Ha
BpaboTeHNTe e WHOMBUAYA/IHO OPUEHTMPAHO, a He Cropepn M3BpLUEeHUTE 3ajau.
CRM cucTeMOT 1 ansivkauuMmMTe noBp3aHM CO HEro YecTo CNyXar Kako cpefcTsa 3a
NMocTUrHyBake Ha nofobpu pesyntatm U Kora TUe CUCTEMM OTKaxyBaaT, ce
06BUHYBa KopucHMKOT. CRM cuctemoT Tpeba ga ce npuniarogn ga 6uae noseke
PECNOH3NBEH, /IeCEH 3a KOpUCTeHe W TpaHcnapeHTeH, cMeTa efeH BpaboTeH BO
b6aHkata. [lpymepoT cO CcTaHOEeHMOT KpeauUT MoKaxyBa Kako (PYHKUMOHMpa
nHTerpupaHmotr CRM cuctem. EdmkacHocTa Ha npouecoT ja  MokKaxysa

MHTerpaumjatTanomery genoBHUTE eAuHMLM Ha 6aHKaTa Kou peluaBaaT eAuHCTBEHa
3aaava.

2.2. CRM 1 MapKeTUHr 04HOCUTE CO K/IUEHTU

YnpaByBatb€TO Ha OAHOCUTE CO KIMEHTU (MocebHO co BpaboTeHuTe,
[IeNOBHMTE W CcTpaTellkuTe MapTHEepPM) € oA K/Iy4yHO 3Hauyere 3a A0/ITOPOYHUOT
ycnex Ha KomnaHujaTa. /CTo Taka ce HarnacyBa Aeka yrnpaByBaheTO Ha OfHOCUTE
CO K/MEHTW 6GasMpaHo Ha OMLITECTBEHA pa3MeHa W eHaKBOCT BO rofiema mMepa u

nomara Ha KoMnaHujaTa ga pasBue KosabopaTuBHM, KOONepaTVBHWM W [0/ITOPOYHM
OZIHOCW.

OpapeaeHn kKNneHTn npedeprpaatr AMPEKTEH KOHTaKT CO BpabOoTeHuTe LWITO
MOXe Aa BNujae 3a Nobp3 TEXHONOLWKN pa3Boj HA ANZ. EaeH He3a[0BOSIEH KANEHT
ja HaBeayBa LieHaTa, Npo6GiemuTe co ycnyrute (HeaocTaTok Ha GaHkomartu, nag Ha
cepBepuTe) 1 ,LenokynHara KomnavumpaHa npouegypa’ Kako npuyvHa 3a Herosa
murpaumja og ANZ Bo BSP 6aHka. o3Hato e geka BSP co 3abp3aHo Temno ja
npowmpyBa 6asata Ha KIMEHTU W Aeka npudatnna rnoseke KIveHTU Ha dPupn BO
TEKOT Ha NpPBUTE TPU FOAMHN OfL HEj3UHOTO paboTeme.
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Kako Toa ce ogpa3sysa Ha CRM cuctemoT Ha ANZ? Moxen ga rm nponywTn
CUrHa/INTe Of, cpefuHaTa U fa He OAroBOpM Ha ajekBaTeH HauuH. HeroBuoT ookyc
Ha pypaslHOTO 6aHKapCTBO Ce MNOBeKe BpLIM MPUTUCOK Ha TeNeKOMYyHMKauuckuTe
rmraHTn kako wTo ce Vodafone n Digicel kom NCTO Taka HygaTt CAUYHW MPOU3BOAM

HaMeHeTU 3a rpafaHnuTe BO pypasTHATE CPEeaVHNA.

ANZ 6aHka 61 Tpebasio fa ce Hacoum Ha MapKeTUHT O4HOCUTE CO KINEeHTUTe
N ga ce NpowMpu Ha APYrn nasapHu CermMeHTn, npobyBajkm CO ApYr CEerMeHT Of
nasapoT kako WTO ce pJeuara, mMiagute wam nyfeto co nocebHu notpedwm.
MapKkeTUHr Of4HOCUTE CO K/IMEHTM 6Gapa CTPyKTypa Koja Ke M nogapXyBa Kako
KNMeHTUTe Taka 1 BpaboteHuTe. MOMeHTasiHaTa CTPYKTypHa opraHusaumja Ha ANZ
MOXebu He rnomara BO 3a4pXyBareTo Ha KIneHTute Ha duyn Ha npumep. Westpac
n BSP 6aHka co3gaBaaT KOHKYPEHTCKM NpUTUCOK BP3 ANZ. JlIoKasITHOTO HaceneHue
M nepuunupa npujatesnickn, Kako ,JlokasieH 6peHa”, ,KOj ce rpwkm 3a 3awtuta Ha
okonuHata" u JnfiecHo pgoctanHn. Bo Westpac npouecute ce  nomMasiky
aBTOMaTU3MpaHn W KIWEeHTUTe wuMaaT [AUPEeKTeH U  HenocpefeH OJHOC Cco
BpaboTeHuTe.

2.3. CRM uynpaByBakeTo 6a3npaHo Ha 3Haeke

Enterprise Knowledge Portals (EKP), npetcrtaByBaar ,nopTn“ KOH MHOry
CUCTEMU 3a ynpaByBawe CO 3HaeweTo. ANZ-oBarta BM3Mja 3@ e€JIEKTPOHCKAa
TpaHcdopmaymja ja HacoyyBa KOMMaHWjaTa Ha MHOTY BaXKHa pyTa KOPUCTEJKM U
Hej3VHUTe TEeXHOJIOWKN  KanauuTeT W KOHeKuuMuTe 3a CcrojeslyBawme Ha
WHbopMaummTe, CO WTO MM HyAM Ha BpaboTeHuTe U ocTaHatuTe KOPUCHULM
nofobpn MOXHOCTWU 3a co3faBarbe W crnofenysamwe Ha nHdopmauumTte. OBa MOXe
Ja ce peanu3vpa nMpeky WHTEpPHeT cepBepuTe kKage WTo BpaboTeHuTe 1w
pasmeHysaat u cnogenysaaTt uHpopmauunte. Cenak, VT opnenot of cekoja
ounvjana, kako LWTo e Ha Puyn, v cenektTupa nHopmMmaummTe Kako 6u moxene ga
M codyyBaaT BaxHuWTe W [AOBEp/UBM UMHJOpMauum nopagn npupogara Ha
nHagyctpujata. Bo Asctpasivja u HoB 3eHnaHg, ANZ HeopjamHa naHcupalle HOB
npoussog Kako Money Manager, nporpama 3a ynpasyBawe CO Napute Kou ja

KOpuCTaT coumjaiHuTe Mpexu, Kako WTo e Facebook, kako cpefcTBO 3a pasmeHa Ha
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nHgpopmauunTe nomery knneHtute u bGaHkata. OBaa WHMUMjaTMBA ceyllTe KMa
notpeba ga ce paspabotu Ha Puuyn.

Mmnnnkaymnte 3a CRM BO 0BOj cny4aj ce Tne aeka CRM Tpeba 1 noHatamy
[a ce pas3BMBa Kako 6U MOXen fa ja pedphnektupa pasHOBMOHOCTA Ha nasapoT U

Ky/NTypO/ioLKa No3aAvHa Ha pasnunuyHuTe nasapu Ha kou gejcteyBa ANZ.

Kopucteweto Ha nocToeykute OM3HUC WHTESIMTeHTHW anaTkM e jocrta
3HayajHO, NocebHO BO KOHKypeHTckata 6aHkapcka uHaycTpuja. OBa mMopa fda ce
WHTErpupa BO TPEHWHI K MOTPebn 3a ydyewe 3a CUTE KOPUCHULM, Kako 3a
BpaboTeHnTe Taka W 3a kveHTuTe. ANZ ABCTpasimja KOpUCTU ronem 6poj Ha
KOPUCHMYKM anavkauum un codpTBepckn anatku. CuTe KOpuUCHMUM Mopa ga ja
pasbepar n ga 6ugar cnocobHM Aa ja kopuctar Taa TeXHOsormja, Taka LWTo Tue ro

3ronemMyBaaart y4eHeTO 1 NPOAYKTUBHOCTA, a HE CMPOTUBHOTO.

MopTanuTe 3a ynpaByBakE€TO CO 3HAEHETO OM Tpebaso ga rm ondakaaT cute
comnmjanu, co WTO Ke ro cieaat TEXHOMOLKNOT Pa3Boj HA HUBHUTE FONIEMU CUCTEMM,
3a Ja He O6M ce Hamanuia NpPoAyKTMBHOCTA €AHOCTABHO NOpaan HeAaoCTaToK Ha

3Haewe 1 CBEeCT.

2.4. CRM u eTnykute npobnemmn

3eneHnte uHUUMjaTBM BO MHpopmartmnykara texHonornja: ANZ m npudpaka
cuctemuTe €O kou 61 61N OAroBOPEH KOH XMBOTHaTa cpeAnHa.Hej3nHaTa ogpxivsa
ynpaByBayka nonutuka (Sustainable Asset Management Policy), npetcrtaByBa
BOZIEYKO CPe/CTBO 3a Aa MOXe KopropaTtvMBHaTa OA4pPX/IMBOCT BO NorosiemMa mepa ga
Ce WHTerpupa CO KopornpartvMBHaTa cTpartervja. [onem 6poj Ha ,MHULMjaTMBU 3@
O4PX/IMB pPas3Boj* MOMEHTa/THO Ce [oBefyBaarT BO BpCKa CO eKoMaHunyauujara
(,Green Washing"). Bo Bpcka co Toa, 6aHkaTa Tpeba fa hopmupa jaceH cTaB KOH
oBa Mnpawane, buaejkn Toa MoXe fa npeTcraByBa rofiemM puUsKK 3a HEej3UHUOT UMUL
n penytaumja. O4pXIUBMOT pasBoj € eTUYKN 1 JocTa YyBCTBUTENEH NPobaem Koj He
Tpeba epgHocTaBHO fga ce cBatu. Mako MHOry KomnaHum Kopuctar ,3e/ieHa
MHULUMjaTBA Kako MOXHOCT'l 3a CTekHyBake Ha MorosieM yhes BO NasapHOTO

yyecTBO, ANZ Tpeba fa nma npeapu geka nckpeHarta nocBeTeHOCT Ha O4PXIMBUOT
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pasBoj MOXe WCTO Taka Aa 6uae MOKHO MapKeTVHLUKO CPeAcTBO M MoTeHuujasiHa

cTpaTervja 3a CTekHyBarbe NpeAHOCT Haj, KOHKypeHLuujaTa.

KomnaHujaTa nma AoCTUrHATO PEeKOPAEH MopacT BO TEKOT Ha rnocsieaHuTe net
roAvHM Koj ce Mepu BO Munujapay gonapu. Mefytoa Kosky MMa MHBECTMPAHO BO
MHUMjaTMBaTA 3a OAPXNMB pas3Boj? BaHkaTa e HarpazeHa kako gobpa KopriopaTtuBHa
KOMNaHWja KOH pasHM OMWTECTBEHW MNapTHEPW CMOPEef PasHW  OMNWTECTBEHU
napaMeTpy Kako LUTO ce npudpakare Ha pasnnkv UM KynTypu, Moa U CnocGHOCTM.
BaHkaTa Tpe6a fa ja npatu HedMHaHcKcKaTa KOpUCT o TUe MHULMjaTVBM 3a Aa uMa

yBU/a BO Hej3I/IHOTO BUCTUHCKO 3Ha4YeH€ 3a XMBOTOT Ha 3aegHunuara.

3. 3akny4yok of ctygumjata Ha cnyuaj

Of nepcnektuBa Ha 6u3HMCOT, ce 3aknyyvyBa pgeka ANZCRM cuctemot
NMO3UTMBHO B/Mjae Ha opraHusauuckuTe nepdopmMaHcy U BO (PUHAHCMCKA W BO
HedpnHaHcucka cmucnia, CucteMoT ja yHanpeaun edprkacHocTa, MoBp3aHoCTa,
3a/10BOJICTBOTO Ha K/IMEHTUTE W 1O 3ajpxas OpojoT Ha BpaboTeHuTe. Toa ja
noTepAyBa W ynotpebarta Ha MapKeTUHLIKATE cTpaTternn kou ro kopucrtar CRM-ot
Kako nnatgopma. BkynHute nepcopmaHcu Ha ANZ umanie No3UTUBEH TpPeH[ BO
TEKOT Ha nocriefHuTe net rogvHy, WTO BO rosiemMa mMepa Moxe ga ce objacHu co
pa3BojOT N MHBECTUPaHETO BO BMCOKUTE TEXHOMOMMU U KOMNIMUMPaHU anankaumm

kako wTto e CRM cucrtemor.

EdbekTvBHaTa copaboTka 1 MeHaLIMEHTOT Ha YOBEYKUTE Pecypcu, NpPoLecn v
paboTHaTa OKO/IMHA € K/Yy4HO 3a ycneluHa npumeHa Ha CRM cuctemoT. 3a ga Moxe
CRM pa ce KOpUCTM Kako MapKeTUHLLKO CpeACcTBO Kako BO OBoaa CTyamja Ha cnyuaj,
B&XHO € Ja ce no3HaBa Mnas3apoT 3a ga ce obesbepar mMakcumasiHu nepcopmMmaHcu
Kako W nospaTt Ha WHBecTuuuuTe. [lofeAHAKBO BaKHO € npuiarogyBaHeto Ha

anaTkuTe 3a npogaxba 1 NoHyga Ha NPomM3BoAUTe 3a Aa MOXe Aa ce U3Hajge mogen
KOj € HajcooaBeTeH 3a na3apor.

OpraHu3auyjara 1CTO Taka Mopa Aa npudpary Aa ce 3arno3Hae BO MOTrosIHOCT
CO HauyMHOT Ha KOj Ke ro mckopnctm CRM-ot KakO MapKeTUHLLUKO cpeactBo. ANZ

YCMELLHO ja CrnpoBeflyBa MapKETUHI cTpaTervjata BHUMATE/IHO MpuiaroayBajki m
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NPOM3BOAUTE HA NA3apoT BKMy4YyBajKM ro M UCKOPUCTYBAjkM ro CRM CUCTEMOT Kako
cTpaTtermja camo no ce6e, 3a fja ce NOTTUKHE MapPKeTUHIOT 6a3npaH Ha OAHOCUTE U
ga ce nogobpu npogax6ata. Toa pe3yntpa €O MNO3UTUMBHU (PUHAHCUCKA 1
He(OMHAHCUCKM pes3ynTaTu Ha BKYNMHOTO Y4YecTBO BO rpynauvjata.  bBugejku
eoukacHocta Ha CRM cUCTEMOT € KpajHWOT pe3ynTaT Ha pas/MyHuTe MpoLecy,
[€N0BHU eIVHNLM U BELUTUHW, HETOBMOT YCMNeX UCTO Taka MoKaxyBa XapMOoHu3aluuja

Ha eNleMeHTTe BHATpe BO Lieniata opraHusauuyja.
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YW.METOAO0N0TMIA HA NCTPAXXYBAHETO

1. TlpegmeT Ha UcTpaxyBaweTo

MpeaMeT Ha UCTpPaXyBakeTO BO OBOj TPY[ € yrnpaByBakeTO Ha OfHOCUTE

CO KNIMeHTn o arEl '-lOBe'-lKVIOTI'IOTeHLIIVIjaJ'I.

Cnopes Kincard, ,CRM e cTpaTellko Kopuctewe Ha WHGopmaunnTe
npouecute, TexHonornjata n nyreto 3a ynpasByBawe Ha OAHOCUTE CO K/IMEHTUTE CO

KOMMNaHujaTa 3a BpemMe Ha Le/IMOT XXUBOTEH LIMK/YC Ha KNNEHTOT."197

Cnopepg, Chalmeta, “nyfeto ce TemesnioT Ha cTpartervjara 3a ynpaByBake Ha
ofHOCUTE CO KIMEHTW, OMAEjKM TMe ce OHMEe BO YMM LITO pale e ycnexoT Wau

HeycnexoT Ha NJiaHOBUTE U cTpaTerMmTe Ha opraHusauujaTa."18

Cnopep, Buble, ,JlyfeTo, YoBeuknTe pecypcu, nepcoHanoT CO CBOETO 3Haeme,
BELWTMHN, CMNOCOBHOCTM W KpeaTMBHOCT npeTcTaByBaaT >XWUB (paktop Ha
opraHmsaumjata Koj HajMHOry npugoHecyBa 3a KOHKYPEHTHOCT W YCMEeLHO
ocTBapyBar€ Ha LiesiMTe Ha opraHunsaumjata. YoBeuknte pecypcu ce efUHCTBEHN 3a

CeKoja opraHusauumja n He Moxe ga ouaat konnpaHu."19

,HOBEUKMOT MNOTEHUMjaN W yNpaByBakeTO CO YOBEYKMOT MNOTEHUMja BO
COBpPEMEHUTE COCTOj6U MMaaT y/iora Ha KnydeH pakTop 3a ynellHa [e/oBHOCT BO

cekoja opraHu3sauuja.“20

19Kincaid, J. (2003). Customer relationship management: getting it right! : Prentice Hall: Upper Saddle River,
New Jersey, e1p. 41.

I1BChalmeta, Ricardo (2006): Methodology for Customer Relationship Management:JheJouma\ Of systems and
Software 79 (2006), ctp. 105-124.

19 Bubfe, M.(2006): Menadm ent: Sveuciliste, Split.

AGoi¢, S., (1998): Suvremeni trendovi u organizaciji upravijanja ljudskim resursima, Ekonomski fakultet, Split.
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2. Llen v kapakTep Ha UCTPaXXyBaH-€TO

Lienta Ha oBa UcTpaxyBawe e aa ce npetctaBu CRM KOHLENTOT of acnekT
Ha YOBEYKWUTE PEecypcu, Kako WHTErpasieH Aesl Ha COBPEeMEHUTE Ae/I0BHU MPOLECK.
KoHLENTOT Ke 6uae NpeTcTaBeH Npeky 06jacHyBarEeTO Ha OCHOBHMOT noum 3a CRM
HU3 CUTe HEroBu Pas3BOjHU (pa3un, M KAaKo U HA KOj HAUMH YOBEYKMOT MoTeHuujan u
MEeHalIMEHTOT Ha YOBEYKMTE pecypcyu MMaaT 3HauyajHa yrora BO ychellHa

peasmsauyja Ha KOHLENTOT 1 OCTBapyBarETO Ha LeTa.

OcHOBHa LeNn Ha oBa WUCTpaxyBatbe € fa ce npuaoHece KOH Mogo6po
pasbupare Ha npeaHoCTUTe Of NpMMeHaTa Ha OBOj KOHLEeNT Kako CpeacTBo 3a
3a/lpXXyBar€e Ha Noja/THNTE K/IMEHTU Ha KOHKYPEHTCKMOT nasap, npunaodvBaHke HOBU
KMMEHTU, 3rofieMyBare Ha 3a[0BOJICTBOTO Ha K/IMEHTUTE, a Npu Toa, 3rosieMyBajkn
ja npodmtabuaHocTa M KOHKYPEHTHOCTa Ha KOMMNaHujata, Kako M 3HayeHeTo Ha
YOBEUKMOT NOTEHUMjasT KaKo K/ydyeH (hakTtop BO YCMNELIHOTO NOCTUTHyBaHe Ha uesnTta

Ha 0BOj KOHLenT.

[lononHnTenHa uUen Ha WUCTpaxyBareTO € 3Ha4YeHeTO Ha MeHalMEeHTOT Ha
4YOBEUKM pecypcu BO ynpaByBate€TO CO MPOMEHUTE BO OpraHusaumuckara CTpykTypa,
Kyntypa v pfenoBHa unosoduja BO (pyHKumja Ha haktopy 3a YCnewHo u

KOHKYPEHTHO ynpaBsyBak€ Ha OAHOCUTE CO K/TMEHTWN.

Mo CBOjOT KapakTep WCTpaxyBaweTo €. yHAAMeHTanHo, TeopeTcKo-
eMNUPUCKO,  NIOHTUTYAMHA/IHO, COBPEMEHO,  KOMMNapaTuMBHO,  AECKPUMNTMBHO,

KBAHTUTATUBHO, HONBNAYaJTHO N MYyNITUANCUUNNJTIMHAPHO.

3. 3ajayn Ha UCTpaxyBaHeTO
3aZiaun Ha UCTpaXKyBaH€TO Ce:

3.1. CucrtemaTtmsaumja Ha MOCTOEYKATE HAyYHU W WUCKYCTBEHW 3Haewa 3a
yrnpaByBamheTO Ha OAHOCUTE CO K/IMEHTU, BKMy4YyBajKU M KOHLENTUTe,
MeToauTe, cTpaterumTe U MoaenuTe.

3.2. [Ja ce npuaoHece KOH nodobpo pasbupare Ha MpefHOCTUTE 0f
npumeHata Ha CRM KOHLenToT.

3.3. [a ce npeTcTaBn 3HAYEHETO Ha XONIUCTUYKNOT npuctan KoH CRM.
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3.4. [a ce naeHTupukyBaaT haktopute kon Bnuvjaat Bp3 ycrnexoT Ha CRM u
HUBHO MOBpP3yBak€e CO MMMemMeHTaumjara n pas3sojot Ha CRM.

35. [la ce wuaeHTMduKyBaatr MNPOMEHUTE KoM Cce Cc/iydyBaaT Ha
opraHusaLncko HMBO co BoBeayBaweTo Ha CRM.

3.6. [a ce onpegenu 3Ha4yeHE€TO Ha YOBEYKMOT NOTeHUMjas BO cuTe hasun of,
ynpaByBar€TO Ha OAHOCUTE CO K/TUEHTN.

3.7. O0a ce wuaeHTU(pukyBaaT akTMBHOCTUTE Ha BPBHUOT MeEHaLIMEHT 3a
ycnewHa nmnsiemeHTaumja u passoj Ha CRM.

3.8. [a ce onpegenat goyHkummnte Ha MYP Bo cnposepgyBaweTo Ha CRM
cTparervjara Ha cuTe opraHu3aLuckn HUBOaA.

3.9. [a ce npetcTaBu 3Ha4yeweTo Ha MUYP BO ynpaByBaweTO CO NPOMEHUTE
BO opraHusauuckaTta CTpyKTypa.

3.10. la ce npeTcTaBu 3HavyeweTo Ha MYP BO ynpaByBaweTO CO NMPOMEHUTE
BO OpraHusauuckara Kynrtypa.

3.11. la ce npeTcTaBu 3Ha4yeweTo Ha MYP BO ynpaByBaweTO CO NPOMEHUTE
BO AienoBHaTa omnosodinja Ha opraHu3aymjara.

3.12. [la ce nocTtaBu TeopeTCKka pamka Koja rv uHTerpupa ynpaByBaHh€TO Ha
OofHOCUTE CO KIVEHTM U MEHaLIMEHTOT Ha YOBEYKUTE pecypcu, Kako

npeaycnoB 3a ycrnelHa 4e/1I0BHOCT Ha opraHusauujaTa.
4, Xunortesun
Bo oBa nctpaxyBare 3actaneHu ce gse onwTn 1 NeT NoOCEOGHN XNMNOTE3MN.

OonwTn xnnoTesu:

1. CRM e pgenoBHa cTparternja, CO KoOja oOpraHusauujata ocTBapysa
noronema nNponTabnnHOCT U KOHKYPEeHTCKa NpeaHoCT.
2. YoBeYKMOT noTeHuujasl 1 ynpaByBake€TO CO YOBEYKMOT MOTEHUMjan ce

KnyyeH hakTop 3a yCreLuHo ynpaByBatkhe Ha OHOCUTE CO K/IMEHTM.

MNMocebHU xnnoTesu:

1. YcnewHnotr CRM 6apa XONUCTUYKM MpuUCTan KOH CEKOj BOCMOCTaBEH
O[HOC BO OopraHu3auujara.

154/176



2. Mopppwkarta of cTpaHa Ha BPBHUOT MeHaLMeHT e 6uTeH dpakTtop 3a
ycnexot Ha CRM.

3. ®yHKumnte Ha MYP ce 6uTeH dhaktop BO cnpoBedyBaweTo Ha CRM
cTpaTterujara.

4. MYP wnma 3HaAuMTeNHO BNMjaHWE BO YNpaByBakeTO CO MNPOMEHUTe
npeansBuKaHu of TpaHcdopmaumjata Ha opraHu3auujaTa.

5. YcnewHo BOCMOCTaBEH MWHTErpyMpaH CUCTEM Ha MefycebHu penauyun
nomefy MYP n CRM, e OUTeH npenycnoB 3a fAefIOBEH Yycnex Ha

opraHusauujaTa.

5. Bapujabnun Ha nctpaxyBarneTo
Bo ncTtpaxyBarweTo 3acTarneHu ce 3aB/UCHN 1 He3aBUCHU Bapujabnu.

3aBUCHN Bapujabsm BO 0BOj MCTpaxyBayku Tpygd ce: npodutabunHocT,
KOHKypeHTCKa MpefHOoCT, Ae/OBEH yCnex, ynpaByBawe CO OAHOCUTE CO K/MEHTU U

yrnpaByBats€ CO NPOMEHM.

HesaBucHu Bapujabnun ce: CRM, 4OBEYKMOT MNOTEHUWjasl, ynpaByBawe CO
4YOBEYKMOT MNoTeHuMjasl, AesioBHa cTparteruja, 0gHOC, BPBEH MeHaLMEeHT U (PyHKUMK

Ha MUP.

6. MeTogun, TEXHUKN U UHCTPYMEHTU Ha UCTPaxXyBakeTo

O6pa6oTkaTa Ha TemMaTa W peanus3auujata Ha NocTaBeHUTe Lenu 6Gapaat
KOMM/IEKCHO UCTpaXyBake U MpMMEHa Ha COOABETHM MeToau.HayuyHo -
NCTPaXXyBauKMOT KapakTep ce 6asupa Ha Teopucka aHa/nv3a Ha pefieBaHTHa HayuyHa

1 CTPy4Ha NuTepaTtypa n COBPEMEHN M3BOPM.

Bo wucTpaxyBaheTo Ke 6VI,EI,aT nPUMEHETN OCHOBHUTE AHaA/IUTUYKN U
CUHTETUYKN meTogu. Of onuwTtute Hay4yHn MeToaun Ke ce npuMeHn: WNCTOPUCKNA,

OECKPUNTUBEH, Kay3aul€EH N KOMIMapaTtnBeH METOA.

155 /176



Nmajkn ja npeasug crneymdunyHocTa M KOMMIEKCHOCTa Ha npegMeToT Ha
NCTPaKyBareTO MOKPaj HaBeAeHUTe MEeTOAM KOPUCTEHW ce W CriefHuTe MeToau Ut
TEXHUKA Ha npubuparwe Ha nofatoumnTe:UcTpayBawe, METO[ Ha aHanmsa Ha
COApXuHaTa, CTyamja Ha cny4daj v CTaTUCTUYKA MeToS,

7. AHanusa Ha cogpxuHarta

Mpeky KOpUCTEHETO Ha HaBeAeHUTe MeToAW, TEXHUKM U VHCTPYMEHTU Ha
NCTpaxyBareTo ce Ao6usa nperneg 3a CRM KOHLENTOT M YOBEUKMOT MoTeHuujas

KaKo K/yuyeH (akTop 3a ycrnex Ha KOHLUENTOT.

Mpy MCTpaxXyBaHwETO, CNPOBEAEHa € Teopucka 1 KoMrnapaTvMBHA aHanusa Ha
cooABeTHaTa U AocTanHa HayyHa nuTepatypa W pe3yntat of, PEeLeH3EHTHM
NCTpaxkyBatba Off MOLUMPOKOTO M MOTECHOTO MNogpavje of MHTEpec Ha Temarta Ha
MarncTepckmoT Tpya. Mpeky MeToanTe Ha aHanu3a Ha coapXuHaTa U KoMnapaTvBHa
aHanM3a ce CTeKHyBaaT CO3HaHWja KoM CO MPMMEHA Ha aHasormja ce kopucTar 3a

ncnntyBame N ytepayBawke€ Ha NoCTtaBeEHUTE LESTN. 3adadn N XUTMOTE3N.

Opf, acnekT Ha BaXHOCTA Ha YOBEYKMOT MOTEHUMjasT Kako KyyeH chaktop 3a
ycnex Ha CRM, yTBpAeHW ce MoTpebuTe Of ycCreweH MeHaiMeHT Ha YOBeukute
pecypcu u KOHTEKCTOT BO KOj (PyHKUuoOHupa.llpeky KOpUCTEHETO Ha HaBefeHuTe
MeToAN, TEXHUKA N UHCTPYMEHTU Ha UCTpaxyBaweTo ce aobusa nperneq 3a CRM

KOHLIENTOT 1 YOBEYKMOT NOTEHLMja Kako KydeH goakTop 3a ycrnex Ha KOHLLenToT.

Mpeky mMeToAMTE Ha aHanM3a Ha CoApXWHaTa M KoMnapaTMBHa aHa/n3a ce
CTeKHyBaarT C03HaHVIja KOM CO npumMmeHa Ha aHanormja Ce Kopucrtart 3a ncnmtysamwe "

yTBp/lyBak€ Ha NocTaBeHWUTe Lesn, 3aa4v 1 XUNnoTesu.

TpyaoT e cocTaBeH oA AeBeT nornasja. Bo npBoTo nornasje,
ogHocuTe co KnueHTuUce npetctaByBa CRM KOHLENTOT, npeky o6jacHyBakeTo 1
AedrHMpaHeTo Ha NOMMOT, HEroBOTO NOTEKNO U eBoyuumja. ICTo Taka npukakaHu
ce ocHoBHUTe BNAoBM Ha CRM, KoMepuuja/iHATE acnekTn Kako U Hegopasovparara

BO Bpcka co npupogarta Ha CRM. MNpeky oBa nornasje MOXe fa ce CTeKHe CO3HaHue
3a 3HaYeHEeTo, CoApPXMHATA N BEXKHOCTA Ha OBOj KOHLIENT.
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Bo BTOpoTO nornasje e o06paboTeHa Ha
yrpaByBah€TO Ha OAHOCMTE CO KIMEHTW, MpU LITO OCOOEHO BHMMaHue e
MOCBETEHO Ha npouecoT ka pa3soj Ha CRM cTpatervjata, CYLWTUHCKUTE
KapakTeEPUCTUKN W KYYHUTE pasnvku nomery, AenoBHaTa, kaveHTckata u CRM
cTparternjata, Npu T0a BHECEH € M KyC OCBPT KOH GU3HUC BU3MjaTa, KOj € KIIMEHTOT BO
CRM KOHLENTOT 1 KOM Ce CTpaTeLLKn 3HayajHU KIMEHTU, Kako U cerMeHTauujata Ha
kiveHTute. [MoHaTamy BO OBa nornasje e npe3eHTMpaH pas3Bojor Ha CRM
cTapternjata, ogo6paHn CRM wmMogenum HaBegeHu ce npegHocTuTe  of

BoBeayBareTo Ha CRM KoHUenToT.

TpeToTo nornasje 36opyBa 3a nNpupojaTa Ha OJHOCUTE CO KAUEHTU WU
co3/aBakeTO Ha BPEAHOCT, Kaje LWTO ce 06jacHyBaaT OfHOCUTE U HUBHUOT
KOHTEKCT, 3a/l0BOJICTBOTO Ha KMNUEHTUTe, JojasiHocTa W nepopMaHcutTe Ha

OGU3HUCOT, peTeHumjaTa, akBusnymjara m >KMBOTHUOT BEK HA K/IMEHTOT.

Bo 4eTBpTOTO nNornasje, @R VMnieMeHTaynja Ha
NCTPaXyBareTO € HACOYEeHO KOH YTBpAyBahwe Ha KyyHuTe pakTopyu 3a ycnex Ha
CRM «koHuenTtoT. WcTO Taka HWM3 oOBa nNornaBje MOXe pfa ce cornegaat
opraHu3auuckuTe MPOMEHW KOW ce criydyyBaaT CcoO ummnsiemeHTaumjata Ha CRM
KOHLENTOoT, OTNOPOT M ynpaByBawe€TO CO NpomeHuTe. lMpeTcTaBeHu ce KayyHuTe
npouecn 3a umniemeHtaumja Ha CRM KOHUENTOT U YOBEYKMOT MOTEHUMjasT Kako

Kny4yeH (pakTop 3a ycnex.

LLlectoTo nornasje, MeHalMeEHT Ha YOBEYKM pecypcu, o npeseHTupa
3HaueHETO Ha ynpaByBaETO CO YOBEUKMOT noTeHuujasr Bo CRM KOHLENToT, Npeky
AeduHMpakbeTo Ha MouMoT, oyHKUMMTe Ha MYP, co noce6eH OCBPT Ha HEKoM
acrneeTM Ha 3Ha4YeHeTo Ha (yHKUMMTE Ha MYP BO K/IMEHTCKUM OpVEHTMPaHWUTE
opraHu3alUuMM Kako LITO Cce opraHusauumMTe kou umnnemeHtupaat CRM, co
MOKOHKPETHWN acneKTy Ha 3HAYeHETO Ha perpypauujaTa u cenekumjata Ha YoBeUKkuTe
pecypcy, HUBHOTO 3HaeHe M BakHOCTa Ha o6ykuTe. McTo Taka oGpaboTeHa e U
npo6riemaTtukaTa Ha OfHeCyBaheTO Ha BpaboTeHMTE U hakTopuTe Kou BNujaaT Bp3
HMBHOTO OfIHECYBatbe, MOce6GHO MoTMBaLUMjaTa, 3a[0BO/ICTBOTO 0f paboTaTa Ha

BpaboTeHnWTe, MOCBETEHOCTA Ha BPabOTEHWTE WU oOpraHu3auuckaTa MNOCBETEHOCT,
NMAEPCTBO U ePEKTUBHO NMAEPCTBO.
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CegMoTO nornasje ja nocrtaByBa CTpaTermckara pamka Ha MUYP, npu wTo
MOKOHKPETHO Ce OonuwaHu cTparternckute acnektm Ha MUP, noBp3yBaweTo CO
JenosHara ctparteruja, ynorata Ha BPBHWOT MeHaLIMEHT BO MMIMN/IEMeHTaLmjaTa Ha
CRM KOHLEeNnToT M MeHaLepoT 3a YOBEUKN pecypcu Kako CTpaTellkym napTHep BO
OBOj KOHLENT, Kako WM KycO OnullyBahwe Ha apxutektypara Ha MUYP u Hej3unHOTO
3HayeHe.

OcCMOTO nornasje coApXu CTyauja Ha C/y4daj, Koja ja onuwysBa npakTuyHaTa
npumeHa Ha CRM KOHUEeNTOT BO 6aHKapCTBOTO, eAeH Of KOMepuujasiHUTe acnekTu
Ha CRM, npeky cnyyajot Ha ANZ 6aHka (ANZ Banking Group).

[eBeTTOTO nornaeje, MeTofonorvja Ha UCTPaxyBareTO, [0 COAPXM
ONUCOT Ha MeTogosorvjaTa Ha TpyaoT.

Bo [JeceTToTo nornasje, 3ak/yuyok, CofpXaHa e aHasmM3ata Ha pesynratute

0[] UICTPAXYBaHETO U 3aK/TyYHUTE cCOrnefdyBatba.

8. OpraHusauuja 1 Tek Ha NCTpaxyBareTo

TekoT Ha UCTpaxyBareTOo Ke ce peasim3npa BO crefHuTe asu:

1. WpeHTndpukaumja, gepuHmumja n cneyudomkaymja Ha npobaemor.

2. N3paboTka Ha nnaH UM NPoeKT Ha NCTPaXKyBaHe.

3. mnnemeHTaumja, cnpoBefyBarbe, MPUMEHYBake Ha TEXHUKUTE 3a
cobupare nogatoum BO MpakTukaTa.

4. AHanusa Ha nogatouuTe U TecTUpawe Ha XunotesuTe.
MuwyBare 1 06jaByBatbe Ha U3BELUTA] 3a UCTPaXXyBaHETO.

6. lMpeseHTaumja Ha 3aKNyyHUTE N HOBWUTE CO3HaHWja BO CUCTEMOT Ha
Hay4yHO 3Haehe.
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IX.  3AK/NYYOK

Op, acnekT Ha KOMMJIEKCHOCTa Ha Temarta ,YrnpaByBalheTO Ha OfHOCMTE CO
KNMEHTWN Of acnekT Ha YOBEYKMoT rkoja BO cebe
KOMMNMEKCHU, MyITUANCUMNIMHAPHN U KOMMJIEMEHTapHN yrnpaByBayku NpoLecu, a Bo
KOHTEKCT Ha LiesiTa Ha UCTPaXyBaH-eTO, MUCMOJSIHYBaHETO Ha NOCTaBeHUTe 3ajayn u
BO (yHKLMja Ha MpoBepka Ha MNOCTABEHUTE XMMNOTE3W, Kako OCHOBHM HacCOK/ BO
NCTPaXKyBarE€TO CE KOPUCTEHM KPUTUUYHUTE (DaKTOpW 3a yCnex Ha opraHusauumnte
KOW ce ofHecyBaaT Ha YOBEYKMOT pakTop, KoM MO CBOjaTa npupoga npetcTtaByBaaT
orpaHuyeH 6poj Ha o06nacTm BO KOM MOKaxyBaaT pes3ystaT M ako Tue ce
3a00BO/IMTENHN Ke 06e3begaT YyChnewHW KOHKYPEHTHW  nepchopmaHcn Ha
opraHusauujata, LOMNOMHUTENHO LWTO TUe dhakTopy 3a ycnex ce obnactm Ha
aKTMBHOCTW KoM Tpeba KOHTMHYMpaHO Aa fobmBaart NnocebHO BHUMaHWE U NoAapLuka

oA CTpaHa Ha MeHalIMEHTOT Ha opraHmsau,mjaTa.

CornacHo aHa/iM3WTe HanpaBeHM BO paMKMTE Ha HaBefeHaTa Tema Ha
TPYZOT, KOM Ce Mpe3eHTUpaHn BO CoApXUHATa Ha TPyaoT, C/ieACTBEHO, ce Aoara Ao

cnegHnTe 3ak/1y4yHu cornenyBama.

KnueHtute ce efeH o4 Haj3HayajHUTe pecypcn Ha COBpeMeHuTe
opraHusaunn.ypaByBareTO CO KIMEHTUTE, NOCEOHO CO OHME KOM MMaaT HajronemMo
y4yecTBO BO MpoduTOT, MpeTcTaByBa MMMNEpPATMB Ha OpraHM3auumuTe CO cTpaTellka
onpegenba 3a oOcCTBapyBake Ha BuUcoka npocutabunHoct u  rnobanHa

KOHKYPEHTHOCT.

YnpaByBah€TO Ha ogHOCUTE CO KIveHTn - CRM, npeTctaByBa KOMIM/IEKCEH U
MyATUAMCUMNIMHAPEH YynpaByBauku npuctan, kKoj uma 3a Uuesnga o6e36eam
ceondpatHo pasbupare Ha noTpebute Ha KIMEHTUTe, noggplika Ha JenoBHaTa
cTpaTernja Ha npeTnpujaTMeTo 1 co3jaBare Ha L0/ITOPOYHN OOHOCU CO KIMEHTUTE,
KOja LWTO BO KOHKYPEHTHM OOHOCK Ha Mas3apoT Ha npochutabusieH HaydnH rm
3a/,0BO/lyBa NoTpebuTe 1 baparwara Ha KnneHTute.KomnnekcHocta Ha CRM 3aBucu

oA npupogaTa Ha 6U3HMKCOT.
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CRM e ceondatHa cTpaTernja m npouec Ha CTekHyBawe, 3ajpXyBarbe U
copaboTka CO cenekTupaHu KIMEeHTU, CO Len co3jaBare Ha BuMCOKa BpPeaHOCT 3a

opraHusaumjata u KnmeHTuTe.

YcnewHnot CRM 6apa XO/IMCTUYKM MpucTan KOH CeKoj BOCMOCTaBeH OfHOC
BO Uenata opraHusauuja, crnogenyBajky W NPUAOHECYBajkM  3a  TOj
ctaB. COBpeMeHNoT YOICAKIPCHI KOH NHTerpasieH
npucTan BO YynpaByBakeTO Ha OJHOCMTE CO KIMEeHTMW, OLHOCHO KpoC -
doyHKUMOHaIHA MHTerpauvja Ha npouecu, nyre, akTWBHOCTM W MapKeTUHr
ycnyru, npeky vHdopmauuu, TexHonoeunm n annmkaumuMcTo Taka, nogpasbupa
[leka BO [OHecyBah€eTO Ha OfJlykuTe M KOPUCTW nogartouuTte of UenoKynHUoT

KOMMN/1EKCEH CUCTEM Ha OHOCUTE CO CBOUTE K/ITMEHTHW.

CTpartervjata e Ha4MH Ha Koj KOMNaHujata ro gedmHmpa cBoeTo pabotere u
B3aeMHO 1M MoBp3yBa [BaTta Pecypcu KoM ce HaBUCTMHa 3Ha4vajHW BO AeHeluHaTa
eKOHOMMja: 3HaewheTo U ogHocuTe Wnn KOMMeTeHuun u
KnmeHTUTe.3a cnpoBegyBatbe Ha CRM cTpartermjata of KilyyHa BaXHOCT e

ycorfiacyBareTo 1 noagplukaTta of, Coo/lBeTHaTa [e/lI0BHa cTpaTtermja.

JenoBHaTa cTpaTervja e npouec Koj BOAM KOH pa3BOj Ha edimkacHa
cTpaTtervja wnu 36up opf cTparterm KoM WM nomaraaT Ha opraHusauujata ga v
NOCTUrHe CBOWUTE KopropaTuBHu Uenn. [lenosHata cTpaTternja 6asupaHa Ha
6/11McKoCcTa CO KIMEHTUTE € HajcooABeTHAa Ha OCHOBHUTE NpUHUMNN 1 duniosodvja
Ha CRM.

YcnewHara fefnioBHa cTpaTterja € OHaa CO KOja opraHuMsaumjata ce
pasniukyBa 0f, CBOUTE KOHKYPEHTM BO MO3UTMBHA CMUCNA M KOPUCTU CBOUTE
NPeAHOCTM 1 CcneuuguyHn HaaNeXHOCTN 3a Aa M 3a40BOMN NOTpebuTe Ha cBouTe
KIMEHTU Ha nopobap HauuMH of KOHKypeHTuTe. ®POKycoT Ha JenoBHaTa
cTpaTermja BO paMKUTeE Ha cTpaTermjara 3a pa3BoOj Ha npouecuTe BO
CRM, e couen ga ce ogpean Kako opraHusaumcumaTa KIMeHTCKa cTpaTermja

Tpeb6a ga ce pasBuBa UM NPOLUMPU U eBOJTyrpa BO AHUHA.

KnueHTckata ctpaTervja Bk/ydyyBa WUCNUTYBamwe W OLEHa Ha MOCTOEYKUTE U
NOTEHLUMjaUTHU KNNEHTU 1 NOEHTU(IMKYBaHe Ha COOABETHU (DOPMU Ha cermeHTauuja,
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aHa/in3a Ha KapakTepuctuknte Ha KIneHtnte un KINEeHTCKUTE CEerMeHTw.

KnueHTckaTa cTpaTernja ro pgeduHupa UENHUMOT nasap M KOMMAHUCKUOT
HacTan Ha UICTUOT.

[lenoBHaTa n KMeHTcKaTa cTpaTervja npeTcTaByBaart [/laBHU KOMMIOHEHTM Ha

CRM cTpaTterujara. CRM cTpaTernjaTaobesbenyea

npeaHocT.

CTtpaTtervjaTa Koja pesyntmpa co O4pPX/UB ycnex Ha AONr pok, Tpeba jacHo fga
ja pedmHmpa cBojaTa A na dopmynmpa cBoja [esloBHa cTpartervja Koja
3emMa BO npensuf cuTe KapakTepucTUKM Ha KOHKypeHuuMjata BO paMkuTe Ha obnacra
BO KOja OpraHu3aumjaTa fejcteyBa. busHuc Bu3njata n opraHnsaLmckuTe BpeaHOCTU

MoBp3aHM CcO Hea chopMupaaT BaXeH efleMeHT Ha [e/fioBHaTa cTpaTteryja Ha
opraHusauujaTa.

CunHa 1 coofBETHA BM3Wja U OpraHn3auMckM BPpeaHOCTU KoM Ce MoBpP3aHu Co
Hea, OBO3MOXyBaaT oOpraHusauujata fAa passue
ndpokyc Ha cBOMTE BakBMOT HauMH Ha [ejcTByBakbe MMMIAnumMpa
,d0Beyka npegHocTkoja WTO € MHOTY TELLKO, UMUTMpa
n kompa.CuniHata Bu3vja M BPeAHOCTW, co3AaBaT pas/nvkvi v rpagat MoTusauyja,

[oBepba 1 hokycnpaHoCT Ha KIneHTuTe mefy BpaboteHuTe.

JeHelwHnoT KNnyyeH AvdbepeHumnjaTop
NCKNyuynTenHaTa ycnyra Ha KOH3UCTEHTHa W
4YOBEUKNOT () ja npeTCcTasyB
ncmxmyka eHepruja Koja opraHusaumjaTa
Ha  COMCTBEHUTE uenu n pasB.oj.
0]} cTpaTeLlkm @RM paBa oprosop Ha npawlaHeTo K

opraHusaumjata MoXe fa ja 3rofleMu BpegHoCTa 3a  akUuoHepuTe U cute
3auHTepecupaHn CTpaHu, NpPeky pasBuBarbe Ha CYNnepropHN OAHOCK CO K/TMEHTUTE.
Cnopep, Toa, opraHusauujata mopa fa B/IOXyBa BO KBa/MTETOT Ha oOAHOCUTE,

O4HOCHO BO prLl,l/IjafIHVITe anl/I6yTl/I Ha BUCOKO KBaJIMTETHUOT OAHOC: AOBep6aTa,
noceBeTeHoCTa 1 3a40B0OJ/ICTBOTO O, OA4HOCOT.
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EpeH op 3HayajHuTe npuvHuMnu Ha CRM KOHLEnToT e nogobpyBakeTo Ha
nepgopMmaHcnTe Ha OGU3HUCOT MPeky nofurarbe Ha HUMBOTO Ha 3a40BOJICTBOTO Ha

KNMEeHTUTE N NnoanrHyBawke€ Ha HMBHaTa I'IOjaI'IHOCT,

OpraHnsaunnte Tpeba fa ja pasbepar nocroeykara npopuTabuIHOCT Ha
HUBHWUTE KNYYHN KIMEHTCKM CETMEHTM WM Aa MHUumMpaat akuuja 3a yTBpAyBarbe Ha
noTeHuujasiHaTa NpouTabuIHOCT Ha OBME CErMEeHTN U CNneAcTBEHO Aa ja nogobpar

BpegHOCTa 3a CBOUTE KITMEHTN.

KputnuuHnte chaktopy 3a ycrnex MMaaT BWUCOK CTEMeH Ha 3Ha4ajHoOCT 3a

ycnexoT Ha CRM KoHuenToT, HO KPUTUYHUT €
YOBEYKNT e pecypcu nma BUT anHa yn
NCKOPUCT U 6eHedpuTUTE od CRMTO cneacTBeHo ykaxkyBa Ha Bl

Ha mefycebHarta 3aBucHOCT nomefy CRM 1 4oBEYKMOT noTeHuwmjasn, ogHOCHO MYP,
3a ycrelHO ocBapyBar€ Ha Lie/iTe Ha opraHusaumjata. HUBHMOTKOMMNIEMEHTAPEH
OAHOC W  CUHepreTcka YCMewHOCT npeTcTaByBa COMMAHA OCHOBa  3a
NpoMTabUNHOCT, OApXyBake N NogobpyBake Ha KOHKypeHTCKaTa CnoCOBHOCT Ha

opraHusayujarta.

YoBeuknoT hpaktop 3a ycrnex Ha CRM ondaka rosiem paHr Ha BpaboTeHn of,
BPBHNOT MEHalIMEHT A0 BpabOTEHNTE Ha HajHUCKaTa Xmepapxucka ckana, npuv LTo

mefycebHaTa copaboTka e Heonxoga 3a ycnewHa nvnnemeHTtaymja Ha CRM.

IcTO Taka 3HayeHeTo Ha YOBEeYKNOT CbaKTOp ce UCTakHyBa N O acChekT Ha

OrPOMHMTE OpraHU3aLMCcKN NPOMEHM Ko ce crlydyBaaT npu BoBedyBaweTo Ha CRM.

HajTewknoT gen Bo oBaa e 00e36e4yBateTO U BOBeAyBar€e"
Ha HoBUTE TexHonorunm KOW ce
opraHusayujaTa " Hej3uHnTEe 4YOBEUYKMHAAMUHYBakE Ha

npeamsBiuMm 1M ga ce o6es3befn ycnewHa uMmniemMmeHTayvja n passoj Ha CRM,

3HaYajHN ce cneaHnUTe YoBEUKN KNYyYHN (DaKTOpW 3a ycnex:

BPBHMOT MEEMEHTOQEETFR. 06yKa U Ha BpaboTeHuTe,

noceflyBarbe Ha 3Haekbe, WEBA0BO/IC T BO.

AHaNOrHO Ha NPEeTXOoAHWTE 3ak/lyyHU CO3HaHWja, ce yTBpayBa:

noTeHymjan Ha e TeMe/IoT Ha cTpaTervjaTa 3a ynpasyBare
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Ha OfHOCUTE CO KIMeHTHU, BUAEJKN mue ce OHME e0 YnM LITO paLe e ycnexoT wunu
HeycnexoT Ha MnfaHoBUTe U cTpaTerMmTe Ha opraHusauvjaTa. YosBeuknoT
NnoTeHUMjasl, aHraxupaH Ha CUTe XMepaxucku HuMBoa BO OpraHusaumjaTa u BO
cuTe a3 od npouecoT Ha mmnaemeHTauvja Ha CRM KOHUENTOT, HUMBHOTO
nocefyBare Ha 3Haewe, COOABETHUTE OOYKA W TPEHHUr, aHraxXmMaHoT,
MoTMBauMjaTa U HMBHOTO 3a[0BO/ICTBO Of paboTaTa M epeKTUBHOTO
NNAEepcTBO MMaaT KpyuujanHa ynora Bo ycnexoT Ha CRM koHuenToOT. 3Hauu,
yrnpaeyBateTO0 CO YOBEYKMOT MNOTEeHUVjas e BaxkeH 0akTop 3a yCnexoT Ha
CRM KoHLENTOT.

YnpaByBate€TO CO YOBEYKATE PEcypcu, MOTEeHUMjaNioT U HUBHOTO
OflHECyBatb€ BO MNPOLIECOT Ha BOBeAyBateTO U UMNAeMeHTauwjata Ha CRM
KOHLIENTOT, € MHOTy OArOBOPeH U AMHaMWYeH NpoLec Koj Ha opraHusauujata u
OBO3MOXYBa [la Ce CTeKHe CO BPabOTeHW CO COOABETHM CMOCOBHOCTU, KBA/IMTETU U

MOXXHOCTU, N CNnegcTtBeHO OCTBapyBawe Ha pe3yTatute U NpPoeKTUpaHnTe Lesn.

3agpxyBarbeTo Ha BpaboTeHUTe € 3HayajHo BO UCTa Mepa Kako U
3a4pXyBakeTo Ha KIMeHTuTe. HarpagyBaweTo Ha BpaboTeHUTe COrnacHO HUBHOTO
OrOBOPHO OAHeCyBare KOH KMEHTUTE M npaBu 3a40BOMIHWU. 3a40BOICTBOTO 0f
paboTaTa Kaj BpaboTeHuTe MMa MNOo3MTUBEH eeKT Ha 3agpXyBawheTOo Ha
KIMEHTWTE, a CO0 Toa aBTOMAaTCKM Ce oOocTBapyBa MnopacT Ha

npodoTabunHocTa BO oApeeH NPOoLEeHT.

3aefHunykaTta npeokynauuja v uen Ha cute BkaydyeHM Bo CRM KOHUENTOT n
ynpaByBareTO CO YOBEUYKUTE PECYPCU € Ha4MHOT Ha Koj Ke ce aobue ,HajgobpoTto”
o4, cekoj noeguHeu. La ce pobue HajgobpoTto of BpaboTeHWUTe, MPBEHCTBEHO €
O[rOBOPHOCT Ha MeHallepute n nungepute Ha paboTHUTE TUMOBM CO NpPakTUKyBarbe
Ha e(hekTMBHO NMAepcTBO. BoegHo, Toa € OArOBOPHOCT M Ha MeHalepute 3a
YOBEYKM pecypcu, KoM MOXe Aa MOMOrHaT BO CO3[aBaHheTo Ha paboTHa cpeamHa
nmorogHa 3a oOcCTBapyBawe Ha BUCCKM paboTHM nepcopMaHcy U yCnewHo
cnpoBefyBarbe Ha NOMUTUKATE U NPaKTUKUTE KOW MM NOTTMKHyBaaT BpaboTeHUTe aa

cpaboTar ce WTO Ce O4yekyBa Of HMB, Na Aypu W Aa ce B/OXaT MNoBeKke W opf
NOTPEBHOTO.
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BaxHocCTa 0ff aHraxmMaHoT Ha BpaboTeHWTe e AOMUHAHTHA U KpyuujasnHa
[IOKOJIKY opraHu3aumjaTa e HacouyeHa KOH Co3AaBarbe Ha UCK/TyYMTEesTHO UCKYCTBO 3a
KNMeHTUTEe. AHraXmMaHOT Ha BpaboTeHUTe 6Gapa MOCBETEHOCT of CTpaHa Ha

NnepcoHanoT Ha opraHusaumjara.

Eaykaumjata u obyyeHocTa Ha BpaboTeHUTe, crofeslyBakeTo Ha 3HAaeHETO
BO opraHusauuvjata, KOHTUHYMPAHOTO, HABPEMEHO M jacHO MHAopMUpaHe 3a cuTe
HOBUHX BO TMOINe[ Ha NPOV3BOAMTE W YCAyruTe, MONUTUKATE W NpoLUeaypute BO
opraHusauuvjata U HMBHUTE MPOMEHM MO3UTVBHO BAWjae BP3 KOHKypEeHTCcKaTa cuna

Ha opraHusauujaTa.

CRM «koHuenToT noapasbupa paavkasiHO OTuenyBawe 0f MnocTtoedkara
KOHchurypaumja, npaxkTyuky, npouecu, opraHusaumcka CTpykTypa U Kynatypa u oTrnop
0oL, CTpaHa Ha BpabOTEeHWTEe, YOBEUKUTE pecypcu ce 0f CYLUTUHCKO 3Hayewe, a
pasnuuHnuTe (YHKUMM W  akKTUBHOCTM of o6nacta Ha MYP ce OUTHM 3a

CUHXPOHU3aLUmjaTa 1 ynpaByBareTO CO NPOMEHUTE.

BpBHMOT MeHaMEHT WMMa 3HauyajHa ynora BO nogaplikaTa
KOHUEeNnToT npeky co3faBatbe Ha KOprnopaTVBH

CNCTEMOT KaKO CYylU'TUHCKMN €eNleMEHT Ha 6M3HMC CTpaTeeraTa nnpun ToOa Aa ce

BKIyyaT BO aKTMBHOCTUTE CO LWTO Ke ja cBojaTa
NnocBeTEeHOCT 3a CRM BpPBHMOT MeHayMeHTOoT Tpeba
edpeKTBHO da Pa cuTe HMBOa CO uen pa wmHpopmupa geka CRM

KOHLLENTOT e cTpaTellka onpeaenta Ha opraHusaumjara.

Mopapluikata of, CTpaHa Ha BPBHMOT MEHALIMEHT Ha opraHu3auujata e of
CYLUTVMHCKO 3Ha4YeHe, HO BOeAHO Ha UCTO HMBO Ha 3HAYajHOCT Mopa Aa ce NocTaBu K
MeHallepoT 3@ YOBEUKM peypcu KOj e cTpaT B uMmniemvet

Ha CRM KoHUEeNTOT.

MUP e wuHTerpaneH gen of CTpaTterMckoTo ynpaByBawe M BO /laHELOoT Ha

BpegHOCTUTE, HETOBUTE aKTUBHOCTU CE BabKHaA BUTaJTHA MNMogapLuKa.

CTpaTeruckoTo 3Hauerwe U opueHTauunja koH MUP MynTudpakTopcku aenysa

Ha 3rosiemMyBakhbe€TO Ha KOHKYpPEeHTCKaTa npeaHocT U nosmu,mja Ha opraHmsau,MjaTa.
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3Haerwarta co Koy pacrnoniaraaT BpaboTeHWTe ce Haj3HauyajHUOT Pecypc U KiayuyeH
M3BOP Ha KOHKYpPEeHTCcKaTa NpeaHoCT.

Momery CTpaTernckMoT MeHalIMeHT Ha opraHusauujata U MeHalMeHTOT Ha
YOBEUKUTE pecypcy MNocTou BUCOKA MefycebHa 3aBMCHOCT Kako BO (pasaTa Ha
Kpeupare 1 M36op Ha cTpaTervja, Taka 1 Bo dhasara Ha NpuMeHa Ha cTpaTeruvjara,

OZIHOCHO HEej3uHa MMMIemMeHTaumja.

Pamkata 3a cnpoBeflyBak-e Ha MeHalIMEHTOT Ha YOBEYKUTE pecypcu e
06e3beneHa npeky apxuTektypara Ha MUP BO opraHu3auujaTta, Koja ce cOCTOWU Of;
cuctem Ha MUP, npaktnkm Ha MYP u MYP mopen 3a cnpoBepgyBawe, COr/iacHo

doyHKUMMTE Ha MUP,

MUYPcucrTemoT e npBOM OCHOBHO CpeACcTBO 3a
JenoBHaTa cTpaTerma Ha @EgéiccTeMOT Ha MUP Tpeba ga
Ce MmMa cTpaTerucku npucTan u Ha Hero ga ce rfefa Kako MHTerpupaH wu

KOXEpPEHTEH MNMakeT Ha MefyC66H0 NOT TUKHYBa4YKN MPaKT UKN.

TpynoT npeTcTaByBa Kyc OCBPT KOH npobsiemartvkara, co Len Aa npuaoHece
KOH MOA06pO pasbupare Ha npegHocTUTe of npumeHata Ha CRM KOHLENTOT, Kako
CpeAcTBO 3a 3afpXyBare Ha NojaHUTe KIMEHTU Ha KOHKYPEHTHMOT nasap,
npuaobrBarwe HOBM KIMEHTU, 3roNeMyBat€ Ha 3a/10BOJICTBOTO Ha K/IMEHTUTE, a npu
Toa 3rosieMyBajkm ja nNpocmutabuiHoCTa U KOHKYPEHTHOCTa Ha KOMMaHujaTa, Kako U
3HaYeHeTO Ha YOBEYKMOT MOTEeHUMja/l Kako KiydeH (pakTtop BO YCMNELHOTO

MOCTUrHYBake Ha LesiTa Ha 0BOj KoHUenT. OcTaHyBaarT yliTe 6pojHU NepcrnekTuBim
KaKO MOXXHOCT 3a NMOHATAMOLLIHA UCTPaXyBatba.
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