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The work considers the development of a method for determining and
unifying customer’s loyalty and satisfaction levels assessment. The concept of
this method, the justification of this possibility and the verification of the
application of the method on real data are considered. Special attention was paid
to the unification of customer’s loyalty and satisfaction levels assessment, which
are based on data from questionnaires and feedbacks.

Based on the results of research, conclusions were made about the
possibility of its use and development prospects.

B uac crpimMkoro po3BUTKYy y cdepl HaZaHHsS MOCIYT, BEJIMKE 3HAYCHHS
HaOyBa€ KJII€HTO-OPIEHTOBAHICTh. 3aJ0BOJICHICTh KIIEHTIB € OJHHUM 13
KJTIOYOBHX E€JIEMEHTIB, IO CIPHIIOTH PO3BUTKY Oi3HECY Ta HOTro 3pOCTaHHIO.
TakuM 4MHOM, 3aJI0BOJICHUI KJIIEHT BBAXKAETHCS PYILIAHOIO CHIIO Oyab-SKOTO
0i3HECy, a KJIIEHTO-OPIEHTOBAHICTh HAaO0yBa€ BEJIMKOIO 3HAYEHHS OCOOJIMBO Y
cdepl HagaHHs nociyr [1,2].

JInst oTpUMaHHS JaHWX 3BOPOTHOTO 3B’SI3KY BIJl KIHIEBHUX KOPHUCTYBadiB
HallyacTille BUKOPUCTOBYIOTh TaKUH METOJ COLIOJOTIYHOIO ONUTYBAaHHS, K
OMUTYBAJIbHUKU. Taki OMUTYBaJIbHUKU MOXXYTh MICTUTH BIJKPUTI Ta 3aKpHTI
dbopmu 3anuTaHb. Pe3ynbTaTvl ONMUTYBaJIbHUKIB Jajii BUKOPUCTOBYIOTHCS IS
aHaJ3y JIisUTbHOCTI KOMITaHii.

Jist owiHKKM €(EeKTUBHOCTI pOOOTHM KOMIMaHii Ta PiBHS 3aJ0BOJICHOCTI
KJIIE€HTIB  HalyacTilie  BUKOPUCTOBYIOTHCS  CIELIaIbHI ~ METPUKH,  SIKi
HA3MBAIOTHCA KJIFOYOBI MOKa3HUKH epekTuBHOCTI, TOOTO KPI.

KPI — e BuMiproBaHi MOKa3HUKU €(PEKTHUBHOCTI, SIKI BiIOOpaxaroTh BCIO
iHpopMallil0 Mo MeBHY o0JacTh MisabHOCTI KoMmmadii. Jlo Takux obOmacreit
BIIHOCSATHCS B3A€EMUHU 3 KJIII€EHTaMU, MPOIIECH KOMIaHii, KOHBEPCIi Ta MpojIaxi,
MPOAYKTUBHICTh TMPALIBHUKIB, pPIBEHb 3a0XOYEHHS TMpPAI[iBHUKIB Ta 1HIIII.
['o70BHOIO 3a7aue0 KIIIOYOBHX MOKA3HUKIB €()EKTUBHOCTI — II€ ONTHUMI3AIlisl
npoueciB  kommadii. Jl0 MOMMpPEHHX TMOKAa3HUKIB PIBHSA JIOSJIBHOCTI Ta
32/I0BOJICHOCTI KJTIEHTIB BIAHOCATHCS HACTYyMHI [3]:

- ingexc CSAT (Customer Satisfaction Score);

- iugexc CSI (Customer Satisfaction Index);

- iugexc NPS (Net Promoter Score);

- ingekc CRR (Customer Retention Rate);

- North Star Metric.
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[Ipy BUKOpPHCTaHHI IIMX METPUK, KOMIaHIs Kpalle po3yMi€ CBOTO
KIHIIEBOTO CIIO)KMBaua Ta Ma€ 3MOTY CKOpPEryBaTH CBOi [1i JUIsl MOKpAaIECHHS
pobotu. Tak 5K, JaHi METPUKHA PO3PAXOBYIOTCA B PI3HUX IIKalaX, €
HEOOX1/IHICTh MPUBEACHHS iX 0 OJHIET IIKaIH, 1100 3a0e3MeynTH OUIbLI TOUHY
3arajbHy OLIIHKY.

OxkpiM ONUTYBaJIbHUKIB, YaCTOK (POPMOIO 3BOPOTHOIO 3B’SI3KY € BIJTYKH.
3a3Buuaid, Ha iX O0OpOOKYy HEOOXiIHO BHUTpayaTu OaraTo 4yacy Ta 3alydaTd
BEJIMKY KUIBKICTh CIELIaNICTIB. 3a3BUuYaili BOHHU BiJOOpa)xarTh 3arajibHe
CTaBJICHHS KJIIEHTA 10 KOMIAaHIi, sIKe BiOOpa)XKaeTbCs Y BUIJIAI €MOIIHHO-
OKpamieHux ciiB. Ha BiIMIHy BiJI ONUTYBaJbHHKA, BIATYK Ja€ 3MOTY
KOPUCTYBau€Bl BUCIOBUTH JYMKY Ta 3BEpHYTH yBary Ha BIAMNOBIJHI aCMEKTH,
SIK1 3HaXOOATHCI MO3a MeEXaMM LUX OUTaHb. Tak, gk Meronu NLP moxxna
BUKOPUCTOBYBATH JIJII BUJYYEHHSI 3 TEKCTY XapaKTEPHUCTHK, BIH Kparie 3a iHI
MIJIXOUTH JUIS aHAJ3y TOHAJIBHOCTI BIATYKIB [4]. Jlms yHidikarii omiHKY, MiCIIs
OTPUMaHHS PE3yJIbTATIB, IPU HASBHOCTI 000X CKJIAJ0BHX ONUTYBaHHS (BIATYK
Ta ONMWUTYBaHHS) OyJle BU3HAUYECHO 3HAYCHHS OIIHKHU 3a JIOMOMOTOI0 aJUTHBHOI
3ropTku. Tak, sIK ONMUTYBaJbHUKH MAarOTh Ounbie iHGopMarllii mpo mpeaMeTHy
o0J1acTh, 1€ METOJ OIIHIOBAaHHS Ma€ OLIbII BaroMe 3HA4YCHHS HIXK (ia0eKkH,
TOMY B CyMI JJIsl IaHUX MOKAa3HUKIB MPOMOHYEThCS KoediieHTHe 3HaueHHs 0,6,
a BmuB CSAT, NPS, CSI BBaxkaTuMeMoO pIBHO3HauYHHUM. BIiaryku, B CBOIO
yepry, MarTh KoediuieHTHe 3HaueHHs 0,4 uepe3 Te, WO ICHYE BIPOTIAHICTH
OTPUMAaHHs HEPEJIEBAaHTHOIO BIATYKYy a00 TIOMHMIKY BH3HAU€HHS HOTO
TOHAJILHOCTI.

BukopuctanHs 3a3Ha4eHHX METOMIB B KOMIUJIEKCI MalOTh JI03BOJHUTHU
MIPOBOJIUTH OOIIUPHY AHANITUKY PIBHS JOSJIBHOCTI Ta 3aJI0BOJICHOCTI KJIIEHTIB,
sKa BKIIOYATUME OI[IHKY ONMHUTYBAJIbHHKIB 32 PI3HUMU METPUKAMH, a TaKOXK
aHaji3 TOHAJIbHOCTI (PiAOEKIB, 10 MpHU3BEae 10 OUIBIIOI TOYHOCTI aHATITUIHUX
BHUCHOBKIB Ta MO3WTHMBHO BIUIMHE Ha O13HEC MPOIIECH B KOMIIAHII 3a paxyHOK
[EHTpaJli30BaHO1 00pOoOKM MaHuX Ta (popMyBaHHS OUIBII YHiI(IKOBAHOI OIIIHKH,
IpY [IbOMY 3MEHIIMBIIN BUTPATU PECYPCIB Ta Yacy.
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