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CRM-CUCTEMHU Y ®OPMYBAHHI MAPKETMHI'OBUX CTPATETIHI
ITPOCYBAHHA OCBITHIX ITOCJIVT

CRM SYSTEMS IN DEVELOPING MARKETING STRATEGIES
FOR THE PROMOTION OF EDUCATIONAL SERVICES

AHoTauis. Y crarrti nocmimkeno poinb CRM-cuc-
TeM y (hopMyBaHHI MAapKETHUHTOBHUX CTpaTeTiii Mpocy-
BaHHS OCBITHIX MOCIYT y 3aKiagax ocBiTH. OOrpyH-
TOBAaHO TEOPETHYHI 3aCa/ii KIIEHTOOPIEHTOBAHOCTI Ta
PENALIHOTO MapKEeTHHTY, BU3HAUYEHO B3a€MO3B’ 30K
mixk CRM 1 knacuunoro moaemto STP, 1o mo3Bossie
MiABHITYBaTH e(eKTUBHICTh CEerMEHTalii, Taprery-
BaHHS Ta MO3UIIOHYBaHHA. llpoaHanizoBaHO MiX-
HapomHu# pocBin BupoBamkeHHss CRM y 3akmamgax
puioi oceitu CIIA, €C, [Tonsmii, Himeuunau ta Ko-
pei, OKpecIeHO MOKITUBOCTI IHTErpallii 3 eJIeMEHTaMHU
IOyaJbHOI OCBITH W IUTYYHOTO IHTENEKTY AJIsI Mepco-
HaJi3aIii KOMyHIKaIliid Ta I IBUIIIeHHs KOHBepCii abi-
Typi€HTiB. B yKpaiHCBKOMY KOHTEKCTi aKIIEHTOBaHO
Ha JieMorpadiuHuX BHKIIMKaX, 00MEXEHOCTI (piHaH-
CyBaHHS Ta PETYIATOPHUX Oap’epax, M0 YCKIaIHIO-
FOTh 3acTocyBadHs CRM y TeXHIYHUX YHIBEPCUTETAX.
3anporoHOBaHO aJaNTHBHY MOJIENb BIPOBAKCHHS
CRM i3 3aiyueHHAM Oi3HeC-MApTHEPCTB 1 BUKOPHUC-
TaHHSIM NU(POBHUX TEXHOJIOTIH, sIKa CIPUATUME YTPHU-
MaHHIO CTYJCHTIB, PO3BUTKY OpEHIy YHIBEPCUTETY Ta
3pOCTaHHI0 KOHKYPEHTOCIPOMOXKHOCTI Ha IJ100aib-
HOMY OCBITHBOMY PHHKY.

KarouoBi caoBa: (opMyBaHHS MapKETHHTOBUX
CTparerif, MPOCYBaHHSA OCBITHIX TOCIYT, 3aKJaJu
OCBITH, BHINA OCBiTa YKpaiHH, KOHKYPEHTOCIpO-
MOXHICTh YHIBEPCHUTETIB, CTpaTeriyHUi MapKETHHT,
unpoBUN MapKETHHT, TIEpCOHANI3aIlis KOMYHIKAIIii,
CRM-cucremu, iHTepHAITIOHAITI3AIliST OCBITH.

[MocranoBka mnpobiaemu. CydacHWl PHUHOK
OCBITHIX MOCHYr YKpaiHu, 30KpeMa B TEXHIYHUX
yHiBepcuTeTaX, (PyHKIIOHYE B YMOBAX 3pOCTar0uO0i
KOHKYpEHIlii, 1eMorpa(iqHoro cnauy Ta akKTUBHOI
MapkeTH3anii ocBiTHROI cepu. 3MEHIIEHHS Kib-
KOCTI1 abITypi€HTIB 1 BIATIK MOJIOI 32 KOPJIOH HpHU-
3BOMSATHh /O CKOPOYEHHS KOHTHHTEHTY CTYIACHTIB
1 3HIKEHHS JOXO/IB Bl KOHTPAKTHOTO HaBYaHHS.
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Ile 3aroctproe ¢iHaHCOBI PU3UKH 3aKJIAJIB BUIIOL
ocBiTH Ta (opMmye MOTpeOy B HOBUX CTPATETIUHUX
IiXoax A0 YHPaBIiHHSA TPOCYBaHHSAM OCBITHIX
HOCIYL.

TpaaumiiiHi iIHCTPYMEHTH MapKETUHTY — MacOBi
peKJIaMHi KamIaHii, BUCTaBKOB1 3aX0/H YU JPYKO-
BaHa MPOAYKIS — IMOCTYNOBO BTPAdaloTh edek-
TUBHICTh 4epe3 3MIHH Yy MOBEIIHIIl CHOXHBAYiB,
SKI OpIEHTYIOThCSI Ha IU(GPOBI KaHAIM KOMYHIi-
Karlii ¥ OdYiKyIOTh TepcoHamizamii. Y IUX yMOBax
BaXXJIMBUM 3aBIAHHAM CTa€ BUKOPUCTAHHS Cyyac-
HUX Oi3Hec-iHCTpyMeHTIB, 30kpema CRM-cucrewm,
AK1 3[aTHI 1HTETpyBaTH KOMYHIKallii, 3a0e3neunuT
CErMEeHTAIIII0 Ta M ATPUMYBATH JJOBrOCTPOKOBI BiI-
HOCHHH 31 CTyJICHTaMH ¥ a0biTypi€HTaMH.

BonHowac GinbIIicTe YKpaiHCHKHX YHIBEpCUTE-
TiB po3rsaaoTe CRM BUKITIOUHO SIK TEXHOJIOT1YHE
pillieHHsT NIl aBTOMAarTH3allii OKpeMHX MPOIIECiB,
HE IHTErpyloYM HOTo y 3arajbHy MapKETHHIOBY
ctparerito. lle 3HMXKYe pe3ynbTaTUBHICTH BIPO-
Ba/PKEHHS, OOMEXy€e KOHBEPCil0 aOiTypi€HTIB Ta
nocnalmnoe e(eKTUBHICTh MPOCYBAaHHS OCBITHIX
nporpam. [IpoGiema nonsdrae y BiICyTHOCTI LILJIiC-
HOTO CTPAaTEriuHoro MiAXOMy IO 3acTOCYBaHHS
CRM y popmyBaHHI MAPKETHHITOBHUX CTPATETrii, 1110
NEePEIIKOIKAE M1 IBUIIEHHIO KOHKYPEHTOCTIPOMOXK-
HOCTI YKpPaTHCHKUX 3aKJIaJiB BUIIIOI OCBITH.

AHaNi3 ocTaHHIX A0C/iIKeHb i myOJaikamiii.
[Ipobnemarnka BuxopuctanHs CRM-cuctem y
BUIIIA OCBITI JOCHIJKYEThCS SK YKpaiHCHKHMH,
TakK i1 3apyOi>kHUMU aBTOopamu. Y mpaisix M. A. bap-
BiHka CRM BU3HAYaETLCA K YMHHUK IT1ABUIICHHSI
KOHKYPEHTOCTIPOMO)XHOCTI 3aKJIa/liB BUIIOI OCBITH
Yyepe3 CerMEHTAIllI0 CIIOKHUBaviB Ta CHCTeMaTh3a-
1it0 poOOTH 3 abiTypieHTaMH, ajie BOIHOYAC HAro-
JIOUIYETHCS HA 00MEXEHHNX (DIHAHCOBUX MOXKIMBOC-
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TSAX YHIBEPCHUTETIB 1 IeMOrpa(iuHuX pU3HKax, 110
3HIKYIOTh aJallTUBHICTh TaKUX pilieHs [1].

Y ¢dynnamentanpriii podori E. Ciman Ta
M. O’Xapa miakpecneno, mo CRM 3a6esneuye
CTYICHTOIEHTPUYHICTD, ITIBUINYE JOSIBHICTD 1
JIO3BOJISIE Kpallle YIpPaBIsATH JaHUMM Y 3aKjanax
ocBiTH [7]. Jluckyciro moa0 KOHIEMIiT «CTYIESHT K
KITieHT» posroprae M. ['inp0o, skuii 0OTPYHTOBYE
il HeoOXiMHICTh 11 T0OYI0BU €(DEeKTUBHUX MapKe-
TUHTOBUX CTpPATEriid, IpOTe 3aJUIIa€ 103a YBarow
cnernudiky MOCTPaASHCHKUX CHUCTEM, JIe ICHYIOTb
pU3MKH KOMepITiaizaimii ocBita [2].

3HauHy yBary MNpHALICHO (akTopaM YCIiII-
Horo BrposakeHHss CRM. Jlocmimxenns P. Eiina
Ta cmiBaBTOpiB, a Takok K. Ilempona moBonsTh,
IO pe3yJbTaTUBHICTh 3aJIC)KHUTh Bij 30a1aHCcOBa-
HOCTI Tpiagyl «IIOAM — HPOLECH — TEXHOJOTI 1
niaTpuMku 3 00Ky kepiBHHLTBaA [3, 8]. Y mparsx
b. Xama0a ta #oro kojer po3pooiieHo GppeliMBOpPK
CRM-SOS, skuii Opi€HTOBaHWA Ha Y3TOKEHHS
CRM-crparerii 3 Gi3HeC-IIUISIMA YHIBEPCUTETY Ta
3aJly4eHHSIM CTEMKTONAEpiB, IO 3HUXKYE PUBHKH
HEBJIAJINX BIPOBAKEHb [5, 6].

CyuacHi TOCIIDKCHHST BUCBITIIIOIOThH 1HTETPAIliI0
CRM i3 TEXHOJOTIAIMH ILITyYHOTO IHTENEKTy. TaK,
I'. JIezepoto Ta iHIINI aBTOPH aHAJI3yIOTh MOXKIIUBO-
CT1 IPEIMKTUBHOI aHAJIITUKH JJIs1 HA0OpY CTY/IEHTIB
1 TiepcoHaTizaIlii MapKeTHHTOBUX KOMYHIKaIlii [4].
[Toni6Hi miAX0oau PO3BUBAIOTHCS 1 B PAKTUYHUX 3Bi-
tax, 30kpemMa CECU Al Task Force, ne okpecneno
mozeni noeganHss CRM 1 Al y mponecax ymnpas-
JHHSA 3 Ty9CeHHSIM Ta YTPUMaHHAM CTyaeHTiB [11].

3 MpakTUYHOI TOYKHU 30Dy, YBary JOCIiTHHUKIB
MpUBEpTaE aaanTalis KIACHYHUX MAapPKETUHTO-
BUX KoHuenuii. P. Pailt mpononye 3actocyBaHHs
mozaeni STP ans puHKY OCBITHIX MOCIHYT, IO J103-
BOJISIE€ OUTBIIT €PEKTHBHO CETMEHTYBATH ayJIHTOPIO
Ta (opMyBaTH IMO3MIIOHYBAaHHS OCBITHIX IpoO-
rpam [10]. INpuxnagHi pexomMeHnalii MPOBIAHUX
po3poOHuKiB, Takux sik Salesforce Education Cloud
ta HubSpot for Educators, miaTBepmKyOTh MOX-
JMBICTh TEXHOJIOTIYHOI peajizalii nux monene y
3aknagax ocsitu [12; 13].

BuninieHHsi He BHPpilIeHUX paHille YacTHH
3arajibHOi nmpod/jemMu. He3Baxaroum Ha akTHBHE
BuBUeHHs MoxiuBocter CRM-cuctem y coepi
BHIIIOT OCBITH, JIOCI 3aJIMINAIOTHCS HEBHPIIICHUMU
KJTII04OBI acniekTu. HemoctarHbo gociakeHo Mexa-
Hi3Mu iHTerpanii CRM y mpomec dopmyBaHHS
MapKeTHHIOBUX CTpATerii OCBITHIX IOCIYT, IIO
Oe3nocepeIHbO BIUIMBAIOTh HA MPUHHATTS CTpare-
TYHUX pIllIeHb Yy 3aKiagax ocBiTu. HeBupimeHum
€ TIUTaHHs aJanTaIlii iIHCTPYMEHTIB MPEIUKTUBHOL
AQHAITHKH Ta TIEPCOHAI3aIlii KOMYHIKaIlii 10 YMOB
YKpaiHCBKUX YHIBEPCUTETIB 3 iX OIOMKETHHUMH Ta

nemorpadiunumu ooMexxeHHsIMH. OKpeMoi yBaru
norpebye mnpaktndHe 3acrtocyBaHHs CRM  mis
MIATPUMKHA KJIACHYHUX MAapKETUHTOBUX IiIXOIB,
3o0kpema moneni STP, y KOHTEKCTI MpocyBaHHS
OCBITHIX TIporpam. TakuM 4YHHOM, BiZICYTHS LIJTiCHA
MOJIeJTb, IO TOETHYE (DYHKITIOHATBHI MOXKIIUBOCTI
CRM 3 norpebaMu HalliOHAJIBLHOI CHCTEMH BHIIOL
OCBITH, BPaXxOBYIOYM MIXKHAPOJIHUN JOCBiJ Ta Crie-
nu(iKy YKpaiHCBKUX peaiil.

Mera crarri. [0JIOBHOIO METOIO IOCHIIHKEHHS
€ OOTpYHTYBaHHS TEOPETUYHHX Ta TPAKTUIHUX
3acan inrerpanii CRM-cucrem y dopmyBaHHsS
MapKETUHTOBUX CTpAaTeriii OCBITHIX MOCIYT 3aKJa-
JIiB BUIIOI OCBITH YKpaiHW. 3aBIaHHIM CTaTTi €
BUSIBIIEHHS ocoOnuBoctell BukopuctanHs CRM sk
IHCTpyMEHTa MepcoHaizalii KOMyHiKalii 31 cTeil-
KrojiepamMH, OLIHKa HOro BIUIMBY Ha KOHKYpEH-
TOCIIPOMOXKHICTh YHIBEPCHUTETIB, a TAKOXK aHai3
MOJKJTMBOCTEH TMOEHAHHS MIDKHAPOIHOTO JIOCBITY
BrpoBaykeHHss CRM 3 HalioHampHUMH peali-
ssMu. OcoOMMBHI aKIIEHT POOUTHCS HA BH3HAYCHHI
norerniaxy CRM ans miaTpuMKH KITaCUYHHUX Map-
KETUHTOBHX MIIXOAIB (CETMEHTAIlisl, TAPTeTyBaHHS,
MO3UIIOHYBaHHs) Ta Cyd4acHUX MU(PPOBHUX IHCTPY-
MEHTIB, BKIIIOYHO 3 MPEIUKTUBHOIO aHAIITUKOIO I
€JIEMEHTaMU IITYYHOTO 1HTEJIEKTY.

Buxnan ocHoBHoro marepianay. Kputnunmii
OIJISI/T €BOJIIOLII CUCTEM YTNPaBIiHHS BiIHOCHHAMHU
3 kiieHTamu (CRM) y KOHTEKCTI 3aKiiaiiB BHIOL
OCBITH CBIAYUTH NPO iX TpaHCHOpPMALitO BT IHCTPY-
MEHTIB aBTOMaTH3aIlil 0 CTpaTeriyHuX IaThopm,
AKi 3a0€3MeYyI0Th KIIIEHTOOPIEHTOBAHICTH Ta (Hop-
MYIOTh €KOHOMI4YHI ME€XaHi3MH MiJBUIICHHS KOHKY-
PEHTOCIIPOMOXHOCTI YHIBEPCUTETIB. Y CY4YaCHHUX
yMoOBax JeMorpadiqHoi Kpu3u i mudpoBoi TpaH-
cpopmanii CRM nepecrae 6ytn (akynbTaTHBHOIO
TEXHOJIOTI€I0 1 CTa€ SIAPOM MAPKETUHTOBUX CTpare-
riif (tabm. 1).

VY €BpONEHChKUX Ta aMEPUKAHCHKUX MOJAETSIX
CRM OGesmocepesHh0 KOPENTIE 3 €KOHOMIYHUMH
MOKa3HUKAMU: 3POCTaHHS JIOXOMIB BiJ KOHTpaK-
THOrO HaBuaHHs csarae 10-15% 3aBasku edekTuB-
HI cerMeHTallii Ta HaJe)KHOMY YIPaBIIHHIO BiJl-
HOCHHAMH 3 a0iTypieHTaMu i cryneHTamu. OHaK B
YKpaiHChKUX TEXHIUYHUX yHIBepcuTeTax, sik-oT KIII
gy HTY «XI1I», i MOXJIMBOCTI HEOOIIHIOIOTHCS
yepe3 oOMexeHi OromkeTH Ta crnabKy iHTEerpaiito
3 HaliOHAJBHUMHU PETYIATOPHUMHU HOPMaMH, IO
NPU3BOIUTH /10 HU3BbKOI KOHBepcCii abiTypieHTIB i
BTpaTH €KOHOMiIYHOro noteHuiany [2, 9]. CRM y
bOMY KOHTEKCTI [TOCTA€E HE JIMIIE K TEXHOJIOTTYHE
PINICHHS, a SIK CTPATETIYHUH MiIX11 10 YIpaBIiHHS
KHUTTEBUM IHKJIOM CTEHKTOJIEPIB, A€ KIFOUOBUMHU
METpPUKaMH € JIOBIOCTPOKOBA I[IHHICTb KIII€HTA
(LTV) 1 piBeHb YTpUMaHHS CTY/IEHTIB.
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Tabmmi 1

IopiBusunsa Tpaguuiiinux i CRM-opienToBaHMX miAXoaiB y npocyBaHHi OCBIiTHIX mocJyr
3 po3paxynkamu CAC ta LTV

Exonomiunmii epext

Hoka3nuk Tpapuuiiinuit mizxi CRM-opienToBanmii miaxi
pajH VIXUL p XL (po3paxyHox)
. 3aranbHa nemorpadivna (Bik, | [luHamiunHa moBeiHKoBa +

CermeHnranis . A pag (BiK, |1 AL 3umwkenns CAC na 15-20%
perioH) NPEJUKTHBHA aHAITHKA
[upoxe oxomneHHs Oe3 Toune TapreTyBaHHs 32 JaHUMHK | 3pOCTaHHs KOHBEpCii Ha

TapreryBanns - -+ o
nepcoHai3aiii B3a€EMOJIIH 10-12%

Crarmgne OpeHauHT 6e3

[To3uiionyBanHs )
3BOPOTHOTO 3B’SI3KY

JlviHamivHe 3 ypaxyBaHHSM
JIOSUTLHOCTI BHITYCKHHUKIB

3pocranns LTV Ha 15-25%

Saﬁgqg?;)l cTh Bucoxa (MacoBi BUTparH) Huspka (onTrMizoBaHi KaHAH) 288;7‘88 ;gﬁ;:giggig; -
LTV (zosrocrpokosa | gy .. (BiiK cTycHTiB) Buicoka (yrpumans + 50~70 Tuc. rpu/cTyneHT —
ITIHHICTB) JIOSUTBHICTB) 80—100 Tuc. rpu/cTyueHT

IDicepeno: cknaoeno asmopom 3a oanumu 0xcepen [2; 3; 10; 14—17; 19-20]

AHaJI3yl04M MapKEeTUHT BiHOCWH, MO)KHA
ctBepkyBary, mo CRM 3abe3neuye ¢popmyBaHHS
JOSIBHOCTI CTEHKTONEPIB Yepe3 CHUCTeMaTHYHUIN
30ip 1 aHami3 JaHUX, IO €KOHOMIYHO OOTPYyHTO-
Bye iHBectuilii B TexHodjorii. Jlocig CIHIA ta €C
CBIIYUTH IIPO 3pPOCTaHHS YTPUMAaHHS CTYICHTIB
Ha 15-20% 3aBnsku 3actocyBanHio CRM, Tomi sik
KOpPEHChKI YHIBEPCUTETH IHTETPYIOTh IPETUKTUBHY
aHAMTUKy Ta INTYYHUH IHTENEKT, OTPUMYIOUH
JOMATKOBUI €(eKT y BUIVISAL 1HTepHAIliOHaJi3a-
uii. BogHouac y mocTpagsHChKUX CHCTEMax iCHY-
I0Th CYTTE€BI OOMEKEHHS, IMOB’sI3aHI 3 MPABOBUM
PETYITIOBaHHSAM MEPCOHATBHUX JaHUX, IO 3HUKYE
epextuBHicTh CRM-mipoexTiB [4, 11].

[opiBusHHA Tpanuuiiinux Ta CRM-opieHTOBa-
HUX TIAXOAIB y MPOCYBaHHI OCBITHIX MOCIYT CBiJI-
YUTh MPO CYTTEBY BIAMIHHICTD Y pe3yJbTaTUBHOCTI
BHKOPUCTaHHS pecypciB. TpanuitiiiHi MacoBi KaM-
nanii, o 0a3ylThCs Ha AeMorpadidyHUX KpHTe-
pisiX, TEMOHCTPYIOTh BUCOKY BapTiCTh 3aly4yeHHS
a0ITypi€HTIB Ta HHU3bKI MOKAa3HHKH JOBTOCTPOKO-
BO1 IIHHOCTI CTyneHTIB, Toxai ik CRM-opieHTOBaH1
Mozieni 3a0e3neuyroTh JHMHAMIYHy CErMEHTAIlilo,
MepPCOHANI30BaHE TapreTyBaHHsA Ta TMO3ULIOHY-
BaHHS, 110 0e3M0CepeHbO BIUIMBAE HA EKOHOMIUHY
e(heKTUBHICTh MAPKETHHTOBUX CTPATET1MH.

30kpeMa, 3a JaHUMH MDKHApPOAHHUX JOCHi-
mxeHb [2; 10], BukopuctanHs CRM noszBosisie
3HU3UTU BapTicTh 3anydeHHs kiieHta (CAC) nHa
15-20% 3aBasku mepexomy Bil IIUPOKOTO OXO-
MJICHHS 0 TOYHOTO TapreTyBaHHS 3a TOBEIIHKO-
BUMH JaHuUMU. Lle miaTBepaKyeThes Takoxk odi-
nitauMu craructuaHuMu 3Bitamu OECD [14] Ta
€JIEBO [23], e Big3HAYeHO 3HWKCHHS BUTpAT HA
MapKkeTHHTOBI KammaHii y 3BO, 1110 BUKOPHUCTOBY-
I0Th CUCTEMH MEPCOHATI30BaHUX KOMYHIKaIliid.

Emnipuyni nocmimxenns y chepi CRM y Bummii
ocBiTi [3; 5; 6] BKa3yloTh Ha 3pOCTaHHS KOHBEp-
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cii abitypientiB Ha 10—12% y pa3i BOpoBagKeHHS
aHamiTHYHUX iHCTpyMeHTiB CRM, 110 103BOJISIOTH
OyIayBaTH 1HIWMBITyaTi30BaHI TPAEKTOPIl B3aeMOii
31 crynenTamH. [loni6HI pe3ynbraru 3adikcoBaHi y
MPAKTUKAX TMOJIbCHKUX Ta HIMEIBKUX YHIBEpCUTE-
TiB, 1e CRM moeaHyeThes 3 AyaabHOK OCBITOIO Ta
napTHepcTBaMu 3 Oi3HecoM [15; 20].

o cTocyeTbcs TOBrOCTPOKOBOI LIHHOCTI KIIi-
eara (LTV), o CRM-Moneni AeMOHCTPYIOTH ii
3poctanHs Ha 18-25%, OCKIJIBKM OpIEHTOBaH1
Ha YTPUMAaHHS CTYACHTIB 1 MOOYJIOBY JIOSIIHOCTI
BunyckHukiB. YHiBepcutetn CIIA Tta Kopei 3aB-
nsku iHTerpanii CRM 3 nmpeIuKTHBHOIO aHATITH-
koro jocsru miasumieHHs LTV cTyneHTiB Ha piBHI
20-25% [4; 11; 16]. ¥ 3Bitax ETF [15] Ta MOH
VYkpainu [17; 19] Takox HaroiomnryeThcsi Ha HE00-
X1JIHOCTI BIIPOBAKEHHSI MOJIENeH, 1m0 3abe3mneqy-
IOTh JIOBFOCTPOKOBY €KOHOMIYHY BiJIady 3a paxy-
HOK TI€pCOHAIII30BAaHOTO OpPEHIWHTY Ta pOOOTH 3
BUILYCKHUKAMH.

3’30k CRM i3 kmacuunoro moxemwmo STP
(cermeHTallis, TapreTyBaHHS, MO3MLIOHYBAHHS) €
¢dbynnamenTansauM. Y noeananni 3 CRM s mozenb
HaOyBae JMHAMIYHOTO XapaKTepy, /Ie CerMeHTH (op-
MYIOTbCSI HA OCHOBI peaJIbHOT IIOBEIIHKH abiTypieH-
TiB 1 CTYJCHTIB, a HE JHIIe JAeMorpadiyHuX O3HaK.
He 3umxye CAC Ha 15-20% 1 migBuIye eQpeKTus-
HICTh TIO3WITIOHYBaHHS, K Moka3ye mocBim CIIIA
ta Kopei, ne inTerparis 3 Al 3abe3neuye 3pocTaHHA
3apo0iTHOI IJIaTH BUITyCKHUKIB Ha 12—18% 3a paxy-
HOK OUIbII TOYHOTO Y3TOPKEHHS OCBITHIX IpOrpam
13 moTpebamu puHKY mipaii. [Ipore B YkpaiHi BincyT-
HICTh €IMHOI IHTETPOBAHOI 0a3M TaHUX Ta OOMEXe-
HUI JOCTYyI 10 aHamiTHYHUX pecypciB MOH 3Hmxky-
I0Th MOXUIUBOCTI Takoro migxoxy [10, 6].

JlocmiKeHHsT MDKHApPOAHUX TPAKTHK JI€MOH-
CTpye€, MmO Yy Kpainax €Bpomeiicbkoro Coro3y Ta
CIODA CRM-cucremu Bxe TpuBajIMi yac (yHK-
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IIOHYIOTh SIK 0a30BUH 1HCTPYMEHT KIII€EHTOOPI€H-
TOBAHOI cTparerii yHIBEpCUTETIB. Y IIMX MOJEINAX
HAroJIOC POOWTHCS Ha TEPCOHAI30BAaHUX IIiIXO-
JIax 10 poOOTH 3 abiTypi€eHTaMH, CTYICHTaMHU Ta
BUIYCKHUKaMH, IO J03BOJSE MiABUIIUTH KOHKY-
PEHTOCIIPOMOXKHICTh 3aKJIa/IiB BUIIOI OCBITH uepe3
CErMEHTAILlI0 Ta TOYHE TapreTyBaHH OCBITHIX IPO-
no3utliii. 3okpema, y mparsx Eid R. Ta cmiBasro-
piB goBezaeHo, mo interpaiiss CRM y crpareriune
yOpaBIiHHSA BHIIMMH HAaBYAJBHUMHU 3aKJIaJaMH
MIJBUILYE TPOIYKTUBHICTh Ta €()EKTUBHICTH Map-
KeTUHroBuX KomyHikamii [3]. TlogiOHI BUCHOBKH
pobuts Seeman E. D., minkpecmtotoun, mo CRM
CHpusi€ 3MIIIHEHHIO JIOSUITBHOCTI Ta YTPUMAHHIO CTY-
JICHTIB 3aBASKH CHCTEMHOMY YIIPaBIIiHHIO 1H(HOpP-
MaIifHUMH ITOTOKaMU Ta MOOYyA0B1 JOBrOTPUBAIIUX
BiJIHOCHH [7].

YV kpainax llenTtpanbHoi €Bpomu, 30Kpema
TTonemi Tta Himewunni, CRM-cucremMu axTtu
IHTETPYIOTBCA Y MOJENI JAyallbHOI OCBITH, IO
nependavyae TICHE MAapTHEPCTBO YHIBEPCHUTETIB 13
6i3necom. JlocBia ux KpaiH IEMOHCTPYE, IO MOET-
HaHHSA UQPOBHUX IHCTPYMEHTIB 3 E€KOHOMIYHUMH
MexXaHi3MaMU cITiBiHaHCYBaHHSI OCBITHIX TIpOTpam
JTO3BOJISIE 3HAYHO 3HU3UTH BapTICTh 3aTyUCHHS CTY-
JICHTIB Ta 3a0e3MeunTH cTadijabHEe 3pOCTaHHS JOB-
TOCTPOKOBOI I[IHHOCTI BUIYCKHHKIB. 3a JaHUMH
ETF, Taka iHTerpamisi migBUIIyE piBEHb IpaIeB-
JAIITYBaHHS Ta 3apO0ITHOI TUIaTH BUITyCKHUKIB Ha
12-18%, o miarBepaxkye edekruBHicTh CRM sk
IHCTpyMEHTa 1HTepHAIliOHai3alli Ta eKOHOMIYHOL
cririkocti [15].

Oco0mmBoi yBarm 3acimyroBye aocBinm IliBmeH-
Hoi Kopei, ne CRM mnoenHyeTbest 3 TEXHOIOTISIMHU
HITYYHOTO 1HTEJNEKTY JJISl MPEIUKTUBHOI aHATITHKH
Ta aBTOMarH3allii nporeciB Habopy. locimKeHHs
Lazéroiu G. Ta cmiBaBTOPIB CBIAYUTH, 1110 3aCTOCY-

BaHHsg Al y CRM no3Bonsie onTumizyBaTH Mporecu
PEKPYTHHTY Ta TepcoHami3allii OCBITHIX PIllICHb,
3a0e3Medyoun MPUPICT YyTPUMAHHS CTYJACHTIB Ha
piBHi 15-20% [4]. Lle# miaxin BU3HAHO cTpareriv-
HUM JIpaiiBepOM IHTEpHAIlIOHAITI3aIli{, OCKIJIBKH BiH
CTBOPIOE YMOBH ISl BUXOJy YHIBEPCHUTETIB Ha TJIO-
OanpHUM OCBITHINA pUHOK (TalmI. 2).

VY3aransHtorouu nocBig €C, CIIIA Ta As3ii, BapTo
BigzHauntu ¢peiimBopk CRM-SOS, 3ampormono-
Banuii Khashab B. ta cmiBaBTOpammu, skuii okpec-
JIIO€ TIOCTAIHWKA MPOIEC CTpaTerivyHOl iHTerparfii
CRM vy cuctemy ynpaBiiHHS yHiBepcuUTeTOM. Bin
JTO3BOJISIE YHUKHYTH THIIOBUX MOMMJIOK HEBIAIUX
IMIUTEMEHTAIlif, OCKIIIBKHU 3a0€e31euye y3roKeHHS
CRM-ctparerii 3 0i3HEC-MOIEIUTIO YHIBEPCUTETY
Ta BpaxoOBYe€ IHTEpECH KIIOUYOBHX CTEHKrose-
piB [5, 6]. Came 1ie pobUTh MOnEIb MPUIATHOIO
Jutst afganTtanii B YKpaiHi, e icHye motpeba y 30a-
JaHCYBaHHI OOMEXEHUX OIO/KETHUX pecypciB i3
BUMOTaMH TII00ATbHOT KOHKYpeHIIii (Taod. 3).

Emmipyuna mepeBipka €QEKTHBHOCTI Mapke-
TUHTOBUX CTparTeriii mMpoCyBaHHs OCBITHIX MOCTYT
norpebye OMopu Ha peanbHi KEeWCH YKpPaiHCHKUX
3aKJa/liB BUIIOI OCBITH, 30Kkpema HarioHansHOTO
TexHigHoro yHiBepcuteTy Yipainu «KIII im. Irops
Cixopcbkoro», HTY «XapkiBCbKUi MOMITEXHIY-
HUM iHCTUTYT» Ta HallioHanbHOrO YHIBEPCUTETY
«JIpBiBCBKA TONITEXHIKa». AHaI3 OQIMIHHNX 3Bi-
TiB ux ycranos [19; 20; 21] miaTBepmxye, o came
Opak CHCTEMHOTO BHKOPHUCTaHHS JaHUX, 0OMEXEHi
MapKETUHTOBI OFOKETH Ta BiJCYTHICTH IEpCOHA-
J30BaHUX CTpaTerid KOMyHIKaliii MPU3BOAATH 10
3HIDKEHHSI KOHBepcii abiTypi€HTIB Ta yTpUMaHHS
CTyneHTiB (Tabim. 4).

Y 11bOMY KOHTEKCTI JIOIIJIbHUM € 3aCTOCYBaHHS
MDKHApOJHUX TPAKTUK OIlIHIOBaHHS c(EKTHB-
HOCTI MAapKETHMHIOBUX CTpaTerii uepe3 KII4OBi

Tabmmig 2

IlopiBasinusa ¢ppeiivBopky CRM-SOS 3 MizkHapoZHMMH MOJeJISIMH BIPOBA/IZKEHHS Y BUIIIH OCBITI

Kurouosi ocodmuBocti CRM-

Kpaina / mogenn
BIPOBA/KeHHS

Exonomiunmii edexr

Buxknauku

Crpateriune y3rompKeHHs
CRM 3i creiikxonuepamy,
OaraTopiBHEBMI MiIXi]

CRM-SOS
(Khashab B. et al.)

3HIKEHHS PU3HKIB HEBIAIOTO
BIIPOBa/DKeHH, 3pocTanHst ROI

Bumarae 3pisoi opramizamiiaoi
KyJIBTYpH

Bucoka Bapricth

[TepconarnizoBaHmit MAPKETHHT,

3pocranns LTV BumyckHuKiB Ha

(morounuii cTan)

TEXHIYHHUH aKIIEHT

BITPaTH

€C/ CIlA student lifecycle management | 15-20% BHPOBA/DKCHHA, CIITA/HICTR
iHTerparii
[Tonbua / CRM inTerpoBana y ayansHy | 3pocTaHHs npauesnamutyBanus | HeoOXigHicTh cribHOT
Himeyunna OCBITY, MapTHEpPCTBA 3 0i3HECOM | BUIYCKHUKIB, +12—18% 3apmuar | 6i3Hec-eKocucTeMH
Kopes CRM + Al npeaukruBHa 3pOCTaHH yTPUMAHHS Pusnku kibepOesmexy,
aHaJIITUKA ctyaeHTiB Ha 15-20% 3aNexHICTb Big Al
Vkpaina ®parmenrapHe BpoBakeHHs, | Hu3bka koHBEpCis, ekoHOMIYHI | BromxeTHi 00MeKeHHS,

geMorpadiyHuii cnaz

IDicepeno: cknadeno asmopom 3a danumu oxcepen [1-10]
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Tabmumg 3

Mixunaponni npaktuku CRM y 3BO ta exonomiuHi pe3yiabraTy (pexoMenaauii 1y aganrtauii B Ykpaini)

Ha student lifecycle.

OECD, xeiicamn yHIBEpCHTETIB).

Kpaina / perion | OcodsnuBocti Bnpoagxenuss CRM ExoHoMmivHi pe3ynbraTu Bukanku
[TepcoHani3oBaHMi PEKPYTHHT; Kousepcist +8—12%; yrpumanns | Bucoka BapricThb nileH3iu;
€C interpargis CRM 3 SIS/LMS; aknent |+12-18%; LTV +15-20% (3a CKJIAJIHICTB iHTETpail

naanx; Bumoru GDPR.

CRM + Al (npeInKTUBHUI CKOPHUHT,

Vrpumanns +15-20%;

Kibepbesmexa; pusnuku

[liBnenna Kopes i » | IHTepHaLioHai3awis Habopy; AITOPUTMIYHOT
4ar-00TH, aBTOMaTU30BaHi “nudges”). 0 .
3poctanss LTV na 20-25%. YIEPELKEHOCTI.
o OuikyBano: CAC —10-15%; BromxeTHi 0OMeKEHHS,;
. [Toeranue BrpoBamkeHHs (admissions . 0. : 0
Vkpaina . koHBepcid +8—10%; LTV nedinuT Kanpis;
. — student success — alumni); o ; .
(amarrraris) +15-20% (3a amanToBaHAMH (parMeHTaIlis qaHuX;

MOYIbHI TIaT(hOPMH.

KefcaMu).

BO€HH1 PU3UKH.

IDicepeno: cmeopeno asmopom 3a dodxcepenamu [3; 4, 6, 11; 15; 16, 21; 22]

MeTpuKH: BapTicTh 3amydeHHs kiieHTa (CAC),
noBroctpokoBa IiHHICTh KiieHTa (LTV), xoedi-
LIEHT yTpuMaHHs (retention rate), piBeHb KOHBEp-
cii. Bigomi ocBitHi CRM-miardopmu, 30kpema
Salesforce Ta HubSpot, mpomnoHywoThH iHCTPY-
MEHTapii ans 300py Ta aHami3y TaKMX MOKa3HU-
kiB [13; 18], u1o 103BoMsIE iHTErpyBaTH iX y HaIli-
OHAJIbHI OCBITHI CTparerii.

[IpaktnyHa ampoOarlis Mae TPyHTYBaTHCS Ha
MO€THAHHI MDKHAPOIHUX METOAOJIOTIH 13 BITUM3-
HAHUMHM €MIIpUYHUMU JaHuMu. s  ykpaiH-
cbkuXx TexHidHuX 3BO KIHO4Y0BUM 3aBIaHHIM
CTa€ MOCTYIOBE BIIPOBADKEHHS CUCTeM 300py i
aHaJli3y MOKAa3HUKIB Y NMPUMMAaIbHUX KOMICISIX Ta
MapKeTUHTOBHUX BiJJiJIaX 13 MOJAQJBIIMM MAacCIlI-
TaOyBaHHSM Ha 1HIII CTPYKTYpHI miapo3ainu. Lle
JI03BOJIUTH CTBOPUTH TPO30pPY Ta BUMIPIOBAHY
CHCTEMY OIIIHIOBaHHsS pE3yJIbTaTUBHOCTI Mapke-
TUHTOBHX CTpaTeriid, 110 BIAMOBITAE Cy4acCHUM
BUMOTaM IN100aIbHOTO PUHKY OCBITHIX MOCIYT.

BucHoBku i mpomosmmii. I[TpoBemeHe mocii-
JDKEHHS MIATBEPJUIIO CTPATETiuHy POJib MapKeTHH-
TOBHMX CTpareriii y mpocyBaHHI OCBITHIX MOCIYT Y
3aKJajiax BUIIOI OCBITH Ykpainu. OcobiauBoi yBaru
norpeOye inTerparist CRM-cucrem, siKki 3maTHi repe-
TBOPUTH TPAJMIINAHI aMiIHICTPaTHBHI TIPOIIECH Ha
CydacHI KIIIEHTOOPIEHTOBaHI MOJIEJi YIIPaBIIHHS,
CHPSIMOBaH1 Ha YTPUMaHHS CTYJCHTIB, MiBUILECHHS

iXHBOT JIOSUTBHOCTI Ta €(EKTUBHE MO3UI[IOHYBaHHS
OCBITHIX TTPOTPaM.

BcraHoBieHo, 10 KITIOYOBHM BUKJIMKOM IS
TEXHIYHUX YHIBEPCUTETIB € OOMekeHi (hiHAHCOBI
pecypeu Ta BIICYTHICTh €IMHUX 1HCTPYMEHTIB aHa-
JITUKH, [0 YCKJIAJHIOE BIPOBAIKEHHS IEPCOHA-
Ji30BaHUX KOMYHIKAIlii Ta IHU(QPOBHX CTpareriil.
[Honomanus ux 6ap’epiB MOKIIMBE Yepe3 PO3BUTOK
NapTHEPCTB 3 OI3HECOM, 3alyuyeHHs J0IAaTKOBOIO
(hbiHaHCYBaHHS Ta aJanTaIliio0 Mi>KHAPOIHUX MPAKTHK
JI0 YKpaiHCBKUX YMOB.

ABTOpChKa MOJENb MiJIKPECTIOE HEOOX1AHICTh
noegHanHss CRM 3 KiIlaCHYHUMH MapKETHHTOBUMH
MiIX0IaMH, 30KpeMa CErMEHTAIli€l0, TapreTyBaH-
HSIM 1 TO3UIIIOHYBAaHHSM, 1110 I03BOJISIE CTBOPIOBATH
OUIBII THYUYKlI Ta €QEeKTHBHI CTparerii 3aaydyeHHs
W yTpuMaHHS CTyneHTiB. Takuil migxin (opmye
OCHOBY ISl TIEpEXOy Bia (pparMeHTapHHX iHiIlia-
TUB JI0 KOMIUIEKCHOT CHCTEMH YIPaBIiHHS Mapke-
TUHTOM OCBITHIX IOCIYT.

Pesynbrarom peanizaiiii 3anpornoHOBaHUX PillICHb
CTaHe MOCUJICHHS KOHKYPEHTOCIIPOMOXKHOCTI yKpa-
THCHKMX YHIBEpCHTETIB Ha BHYTPIIIHHOMY Ta 30B-
HIIIHFOMY pPUHKaX, MiJBUIIEHHS SKOCTI B3a€MOJIl
31 CTEMKrojiiepaMu Ta CTBOPEHHS HOBOI KYJIBTYpH
KJIIEHTOOPIEHTOBAHOCTI Y cepi BuIoi ocsiTh. [lep-
CMEKTHBHUM HANpsMOM TOJAJBIINX JOCITIKEHb
€ ampobarisi po3poOiIeHoi MozeNni y BITYM3HSIHHUX

Tabmuig 4

MeTpuky oLiHKH e()eKTHBHOCTI MAPKETHHIOBHUX CTPaTeriii MPoCyBaHHS OCBITHIX MOCTYT

Mertpuxka

Tpaguuiiinmii migxin

Cyuacnuii migxig (CRM + Al)

OuikyBanuii epexT

CAC (BapricTb 3ay4eHHS
KIJIi€HTA)

500-700 rpu/abiTypieHt
(MacoBi kammaHii)

300—400 rpu/abiTypieHT
(TapreToBaHi KOMyHiKaiii)

3HI/I)KCHH5[ BUTpAT HaA
20-30% [10; 13]

LTV (moBroctpoxosa
IIHHICT)

50-70 tHc. rpH/CTYIEHT
(HU3bKA JNOSUTBHICTB)

80-100 THC. TpH/CTYIEHT
(yTpUMaHHS + BUTYCKHHUKH)

3pocTaHHs I0XO/IiB Ha
15-20% [4; 20]

Retention rate (yrpumaHHs
CTY/CHTIB)

60-65%

75-80% (mpoakTHBHA MATPHEMKA
CTY/ICHTIB)

[TigBuIIeHAS YTpUMAaHHS
Ha 10-15% [3; 11]

Conversion rate (koHBepcist
abiTypi€HTIB)

8-10%

15-18% (muHamivHe
TapreTyBaHHs)

3pocraHHs KoHBepCii y
1,5-2 pasu [2; 19]

IDicepeno: cmeoperno asmopom 3a oanumu [2; 3, 4, 10; 11; 13, 18-21]
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Summary. The article examines the theoretical foundations of forming marketing strategies for promoting modern
approaches in higher education institutions of Ukraine amid demographic crisis, digital transformation, and global
competition. A critical analysis of scientific developments by domestic and foreign researchers on integrating CRM systems,
relational marketing models, and STP concepts for optimizing educational solutions promotion was conducted. The
international experience of the EU, USA, Poland, Germany, and Korea was summarized, where client-oriented strategies
enhance recruitment, retention, and internationalization. Barriers for Ukrainian universities were identified, including
financial constraints and regulatory obstacles hindering digital tools adoption. An adaptive model for CRM integration
into marketing strategies was proposed, emphasizing personalization, economic efficiency (CAC, LTV, ROI), and business
partnerships. The practical significance lies in recommendations for technical universities to boost competitiveness via
digital marketing and educational solutions promotion. The study synthesizes international practices with Ukrainian realities,
proposing a framework prioritizing data-driven decisions and stakeholder engagement to overcome challenges. Empirical
data from KPI, NTU “KhPI”, and Lviv Polytechnic support the model's applicability, showing potential acquisition cost
reductions and long-term value improvements. Future research includes Al validation in CRM for internationalization.
The critical review of CRM evolution highlights its shift from automation to strategic platforms fostering client-centricity,
enabling proactive analysis and program optimization, as evidenced in Scopus and Web of Science works. In European
and American models, CRM correlates with 10-15% revenue growth from contract education, yet Ukrainian technical
universities underexploit it due to constraints. The adaptive model positions CRM as stakeholder lifecycle management,
focusing on LTV and retention, drawing on global experiences to address barriers. Recommendations include phased
CRM implementation in admissions with scaling, plus dual education partnerships for ROI enhancement. This framework
optimizes resources and internationalization for Ukrainian institutions, akin to Polish and German models. The synthesis
stresses combining CRM with STP for segmentation, reducing CAC by 15-20% per OECD and EDEBO data.

Keywords: marketing strategies, promotion of educational services, educational institutions, higher education,
competitiveness, digital marketing, CRM systems, personalization, internationalization.
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