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Mema cmammi — npoawnanizyeamu poab maxkoi IHHOBAYIUHOI MEXHON02ll, SK
CRM-cucmema Salesforce y nioguwenni skocmi meouuroi oceimu 6 Yxpaiui. 3a80axu
AHANI3Y HAYKOBUX NPAYb GIMUUSHAHUX | 3aPYOINCHUX HAYKOBYIB, CUHME3) OMPUMAHOL
iHhopmayii ma ii y3aeanvHeHHIO 3P0OSEHO NEBHI BUCHOBKU WOO0 edeKmUSHOCHI
enpogaoxcernnsi CRM-cucmemu 6 meouuny ocgimy. Busnaueno, wo ons 3abe3neyents
MatlOymHix MeouKie HeoOXiOHUMU 3HAHHAMU U HABUYKAMU 8 CYYACHOM) C8Imi
HEO0OXIOHO BUKOPUCMOBY8AMU OCBIMHI THHOBayii ma cydacHi nioxoou. OcmaHuim
Yacom  aKmMUuBHO  PO3BUBAEMbCA  GNPOBAONCEHHS  CYYACHO20  NPOSPAMHO20
3abe3neuenuss 6 cucmemy MeOudHoi euwjoi oceimu. Ynposaocenus yugpposux
MEXHONO02IU Y MEeOUUHY 2a1y3b CNPUSE NIOBUWEHHIO eheKmUsHOCmI pobomu MeOU4HUX
NPAaYiBHUKIB, 3MEHULEHHIO BUMPAM | NOKPAUJeHHIO NIIAHY8AHHSA pOOOMU 3 NAYIEHMAMU.
Ilompebi énposadumu inHOBAYIUHI YUPPOBI MEXHON02I 8 MEeOUUHY 0CBIMY NOBHOIO
Miporo gionosioae eukopucmanus CRM-cucmem — npoepamnozo 3abe3neuenns, sKe
cnpusie asmomamuszayii cmpamezii 63aemo0ii 3 kiieumamu. OOHiel0 3 HAUBIOOMILUUX
CRM-mexnonoeiti € npoecpama «Salesforcey, rmouosumu ocobrueocmsmu sxoi €
VIPABAIHHA PAXYHKAMU, KOHMAKMAMU, NOMEHYIUHUMU KAIEHMAMU 1 MONCTUBOCMAMU,
inmeepayii enekmponnoi nowmu i3 Gmail abo Outlook, Hadanus 3a2anbHO20 YAGIEHHS
npo KodxcHoz2o kiienma. Hessaowcarouu na me, wo yro cucmemy He 0)10 cneyiaibHO
po3pobnenao 0ns 360py U 30epieants MeOUYHUX OAHUX, BOHA MOdCe OYMU GUSIOHUM
subopom y yiu eanysi. Ilepesacamu euxopucmanns Salesforce 6 meduuniti oceimi €
YyeHmpanizoeame YNpAaeuiHHs IHOpMAyiclo, NepPCcoHANi308aHa KOMYHIKAYis 3i
3000y6auamu oceimu, 3abe3neyents benexu oanux. Y zaeanvhiu meouyuni Salesforce
CHpUSIE 30epedCeHHI0 MeOUYHUX 3aNUCi8, NOKPAWEHHIO 83AEMOOII ma KOMYHIKayii 3
nNAYiCHMAamu, wo € KPUMUYHO BANCIUBUM ACNEKMOM CYUACHOI MeOUdHOI NpaKmuKu.
Omoxce, ynposadoicenns Salesforce 6 meouuny ocgimy Yxpainu cnpusmume 3HAUHOMY

NIOBUWEHHIO SAKOCMI HABYAHHS, NOKPAWEHHIO Opeanizayii U YnpaeiiHHs OCGIMHIM
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npoyecom, a makotc 3a0e3neueHnIo 8i0N08IOHOCMI CYUACHUM 8UMO2AM I CIMAHOAPMAaMm
ocsimuboi chepu.

Knwuogi cnosa: inmezpayis yughposux mexnonozii, ynpasiinHsa OAHUMU 8 MEOUYUHI,
onmumizayis HABYANbHUX npoyecis, 30ip U aumaniz MmeouuHoi iHgopmayii,

epekmusnicmo CRM-cucmem 6 ocgimi.
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Abstract: The rapid development of technologies causes a change in approaches to

education in many countries of the world and contributes to the creation of new
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educational directions. These directions can be used in the domestic system of medical
education to improve the quality of educational services and training of future medical
specialists. The purpose of the article was to analyze the role of such an innovative
technology as the Salesforce CRM system in improving the quality of medical
education in Ukraine. Thanks to the analysis of the scientific works of domestic and
foreign scientists, the synthesis of the received information and its generalization,
certain conclusions were obtained regarding the effectiveness of the implementation of
the CRM system in medical education. It was found that in order to provide future
doctors with the necessary knowledge and skills in the modern world, it is necessary
to use educational innovations and modern approaches. Recently, the introduction of
modern software into the system of medical higher education has been actively
developing. The implementation of digital technologies in the medical industry
contributes to increasing the efficiency of the work of medical workers, reducing costs
and improving the planning of work with patients. The need for the implementation of
modern innovative digital technologies in medical education is fully met by the
implementation of CRM systems - software that facilitates the automation of the
strategy of interaction with customers. One of the most well-known CRM technologies
is the Salesforce program, the key features of which are the management of accounts,
contacts, leads and opportunities, email integration with Gmail or Outlook, providing
an overview of each customer. Although this system was not specifically designed for
the collection and storage of medical data, it can be a profitable choice in this field.
The advantages of using Salesforce in medical education are centralized information
management, personalized communication with students, and data security. In general
medicine, Salesforce helps maintain medical records and improve patient engagement
and communication, a critical aspect of today's medical practice. Thus, the
implementation of Salesforce in the medical education of Ukraine will contribute to a

significant increase in the quality of education, improvement of the organization and
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management of the educational process, as well as ensuring compliance with modern
requirements and standards of the educational sphere.

Keywords: integration of digital technologies, data management in medicine,
optimization of educational processes, collection and analysis of medical information,

effectiveness of CRM systems in education.

IHocranoBka npobGeMu. Y cydyacHOMY CBITI 3aKjaJd BHUILOI OCBITH MalOTh
aZlanTyBaTHUCS 10 BUMOT ¥ OUIKYBaHb SIK pUHKY TIpalli, TaK 1 3700yBayiB OCBITH. MeTOI0
BUINOI MEAUYHOI OCBITM B YKpaiHi € 3a0e3ledyeHHs] BUCOKOSKICHOI MMiJATOTOBKH
CHEIIAJICTIB, 10 € KIOYOBUM acnekToM pedopMyBaHHs chepr OXOPOHH 30POB’S 1
IIBUIIEHHS SKOCTI MEAWYHOI JIOMTOMOTH HACEJICHHIO KpaiHu. OJHUM 13 KITIOYOBHUX
IHCTPYMEHTIB JUIsl JOCATHEHHS II€1 METHU € 3acTocyBaHHs npuHuuniB CRM-cucrem
YIPaBJIIHHS B3a€EMOBIJIHOCHHAMHU 3 KJII€EHTaMU. YTPOBAXKCHHSI TAaKUX CHUCTEM MOXKE
CTaTH CTpPATETIYHUM KPOKOM Ui 3a0€3MeYeHHS MAaKCHMAaIbHOTO 3aJ0BOJICHHS
OUIKyBaHb 37100yBayiB OCBITH Ta MiJBUILEHHS KOHKYPEHTOCTIPOMOKHOCTI MEANYHUX
3aKJ1a/1iB HA PUHKY OCBITHIX MTOCJIYT.

AHaJI3 OCTaHHIX AOC/iIKeHb I myOaikauii. [IutanHs po3BUTKY MEIUYHOL
OCBITM Ta MIABUIICHHS ii SKOCTI PO3MNISIHYTO B PI3HUX KOHTEKCTaX Yy Tparsax
BITUM3HSHUX 1 3apyOikHUX HaykoBliB. Hanpuxnan, JI. bamkiposa, I1. JloBac Ta
B. SIkumMeHKO TPUCBATWIM CBO€ AOCIIIKEHHS BUBYEHHIO €BPOIEUCHKOIO JOCBITY
PO3BUTKY MEIUYHOI OCBITH JJII BOPOBADKCHHS Horo B Ykpaini [1]. ¥V mpomy x
Hanpsmi npoBoauian gociimpkers . Pizak, H. Humnsx i O. T'ony0, siki po3risHyIx
noceig kpain €C y popmyBaHH1 IHHOBAIIMHUX OCBITHIX MporpaM. Ha mymky aBTOpiB,
el JOCBiA MOXKe OyTH KOPHUCHUM JUISl IMIABUINCHHS SIKOCTI OCBITH B YKPaiHCHKHX
peanisx [5]. JI. INapauk, B. Illepctiok i E. lllessHoBa B KOHTEKCTI MIABUINCHHS U
onTUMi3allii BUIIO1 OCBITH B YKpaiHi PO3TJISHYIM BIPOBAKEHHS TaKO1 1HHOBAIIIT, SIK

CRM-cucremu [2]. Xapakrepni ocoOmmBocTi TexHosorii CRM-cuctem Oynu
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posrisayTi T. SHuyk, T. KpynuarnikoBoro [3], H. Caspan [7]. IlepcrnekTuBu
BIIpoBaXkeHHs pi3HuX CRM-cucTtem y BHUIILy OCBITY 3arajioM i, 30Kpema, y MeIM4HY,
po3risiHyTo B npaugx H. De Juan-Jordan, M. Guijarro-Garcia, J. Hernandez Gadea
[11], Y. Baashar [10], A. boxenko [6]. H. Kim Ta Y. Lee y cBoeMy HOCIIIKSHHI1
BU3HAUYMJIM  B3a€EMO3B’SI30K MK  crpareriecio  CRM, B3aeMOpo3yMiHHAM 1
MOBEIIHKOBUMH HaMipaMy HaBYaJbHUX 3aKJaJIB 1 MPAIIBHUKIB MPOTATOM YCHOTO
KuTTs [12].

BupiyieHHsT HeBHpilIeHMX paHilmle YAaCTHH 3arajbHOI  NpPo0JIeMH.
Hes3Baxkarouu Ha BEJUKY KUTBKICTh JOCHIIKEHbB, 1110 CTOCYIOTHCS MiJBUILCHHS SIKOCTI
i onTuMi3allii MEIUYHOI OCBITH, poJib Y 1iboMy mporieci CRM-cuctem He po3kputa
MTOBHICTIO.

dopmyJII0BaHHSI IiJieid cTaTTi (MOCTaHOBKA 3aBaHHs). MeTa CTaTTi MoJIsITae
B pocmimkenHi poiai CRM-cuctem, 3okpema Salesforce, y miaBuIeHHI SKOCTI
MEIUYHOI OCBITH B YKpaiHi. J[Jiss HOCSITHEHHS MOCTABJICHOI METU HEOOXITHUM €
BUPIIIECHHS HACTYITHUX 3aBJaHb:

1) npoananizyBatu ocodmuBocti CRM-cucteM, iX OCHOBHI (yHKIIIT Ta pOJIb
y MEAMYHIN ramysi,

2) mocaiguty BruiuB CRM-cucteM Ha ynpaBiliHHS OCBITHIMHU IIPOIIECaMH Ta
B3a€MOJI110 31 37100yBauyaMu OCBITH;

3) BUSBUTH KIIOYOBI TepeBard Ta BHUKIMKK I 4Yac YMNPOBaKECHHS
Salesforce B MeauuHy OCBITY.

Buxian ocHoBHoro marepiany aociaimxenHsi. Chepa OXOpOHU 3I0pPOB’S
MOCTIHO 3MIHIOETHCS, IO BKa3y€e HAa HEOOXITHICTh ajamnTarlii 10 HOBHX METO/IIB
TISTBHOCT1, CTBOPEHUX Ha Kpalux MpakTukax. KilrouoBor BUMOTOI0 € 3a0e3MeUeHHs
MaiOyTHIX MEAHMKIB HEOOXIIHMMHU 3HAHHSIMHU Ta HaBUYKaMH, 1100 BOHU MOIJIH
YCHIIHO (PYHKIIOHYBATH Ta SKICHO TonoMaraTy. J{Jisi TOCSTHEHHS 1€l METH KITI0UOBe

3HAQYEHHS MalOTh OCBITHI 1HHOBAlli Ta CydYacHI MIAXOAU, $KI JalTh 3MOTY
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3aJI0BOJIBHATH MOTPEOM HOBOTO MOKOJIIHHS, CIPOMOXKHOTO OPIEHTYBATUCS B CHCTEMI
OXOPOHHM 37I0POB’S Ta IpaIfoBaTi eEKTUBHO B 111 cepi.

VYpaxoByroun €BpOINEUCHhKl TEHAEHINT po3BUTKY OCBITH, Y 3BO VYkpainu mae
Oyt chopmoBaHa IHHOBAIifHA OCBITHS Mporpama, sSika MICTHUTHME peati3aliio
O0COOHCTICHO-OPIEHTOBAHUX IMIAXOAIB 1 OyJe chopsMOBaHOW Ha (HOpMyBaHHS
aKTyaJIbHUX  HaBUYOK, TakKuX fAK IudpoBa TIpaMoOTHICTh, 1H(pOpMaIiiiHa
kommereHTHICTh 1 SOft skills [1]. MeToro Takux OCBITHIX TpOrpaM € BIPOBAKEHHS
CyYaCHHUX IHHOBAIIMHUX IU(PPOBUX TEXHOJIOTIH B OCBITHIO JISUIBHICTH SIK
IHCTPYMEHTIB OpTraHi3ailii IHHOBAI[IMHOTO HABYAHHS, 1[0 CIIPUSE CUCTEMATUYHOMY Ta
SAKICHOMY OHOBJICHHIO CHUCTeMH Tpo(deciitHOl MiAroTOBKM MaiOyTHIX CHEIialiCTiB B
Vkpaini [5]. OcraHHIM 4YacoM akTUBHO BIIPOBA/KYIOThb Cy4YaCHE NPOrpPAMHE
3a0e3MneyeHHs] B CHCTEMY MEIWYHOI BHINOI OCBITH. lle HE AMBHO, OCKIUIBKU
nudpoBizaiiss OXOPOHH 3J0pPOB’S Ma€ YHUCJICHHI IepeBaru, Takl SK IIiJBHIICHHS
e(eKTUBHOCTI POOOTHM MEIWYHUX MpPaliBHUKIB, 3MEHILIEHHS BUTpPAT MEIUYHUX
3aKjia/diB, TOKpAIEHHS yOpaBmiHHS (QiHAaHCAMU W TUTaHYBaHHSAM poOOOTH 3
narientamu [8]. Ymposamkenns CRM-cuctem BiamoBigae motpedi B peanizarii
CyYaCHUX 1HHOBAUIMHUX HU(PPOBUX TEXHOJOTIM y MEAMYHIM OCBITI, IO MOKpAILy€e
opraHi3alliro HaB4aHHS 1 3a0e31euye CUCTEMAaTHYHE Ta SKICHE OHOBJICHHS ITIATOTOBKH
(axiBIiB.

CRM-cucrema (Customer Relationship Management) € nporpamMHuUM
3a0€3MeUeHHsIM, SIKEe CIIPUsi€ aBTOMAaTH3aIlii cTpaTerii B3aemoii 3 kiieHTamu. BoHa
COpsIMOBaHAa Ha MIABUILIEHHS pIBHSA TMPOAAXKIB, ONTUMI3ALIID MApPKETHUHTY Ta
MOKpAIIeHHS OOCIyroBYBaHHS KIIIEHTIB MNIISXOM 30epekeHHs iH(opMallii mpo
KIIEHTIB ¥ icTopii B3aeMomii 3 HHUMH, YCTAHOBJICHHS 1 BIOCKOHAJICHHS
Oi3HEeC-TIPOIIeCiB, a TAKOX MOJANbIIMKA aHai3 pe3ynbtariB [3]. CRM-cucremu B ix
Cy4acHOMY BUTJISII 3’ siBUJIHCS 1€ B 1986 portii, KOJIM CTBOPEHO MEPITUii POTpaMHHIA

MPOAYKT [JIsi YNpaBliHHSA KOHTakTamMu. HaiOinem mommpeHe 3acToCyBaHHS
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CRM-cuctem MOXHa cCHOCTepiraTM B CHOy>K0axX MIATPUMKA W OOCITYrOBYBaHHS
kiieHTiB. Opnak, y cydacHoMmy cBiTi CRM Haii0inbpiie BUKOPUCTOBYIOTH Y
mapketunry [7]. Texnosoriuai cucteMu CRM MaroTh YHCIICHHI IepeBard Jyis
Oprasizaifiii, yKJIIO4aioud KOMIUIEKCHE YIPAaBIIHHSA BIAHOCMHAMH 3 KIIIEHTaMU
HE3aJIC)KHO BiJl KaHAIy 3B’S3Ky Ta MIJABUIIEHHS €(PEKTHUBHOCTI W Pe3yJIbTaTUBHOCTI
nporeciB. CRM-TexHomnoris gae 3Mory oprasizaifisiMm 30upaTv, OOMiHIOBAaTHUCS i
aHaii3yBaTy 1HPOPMALIIO PO KIIEHTIB, NOKPAILYBATH SIKICTh KOMYHIKaIlli 3 HUMU Ta
HAJIAIITOBYBATH 1HIMBIAYaIbHI MPOAYKTH BIAMOBIAHO 10 MOTPeO KiieHTiB [14].

Jleski JOCHIIHUKUA B KOHTEKCTI MEIUYHOI raiy3i BuzHavyatoTb CRM sk miaxin
70 BUBYEHHS MAlI€HTIB JJI1 HAJEKHOTO CIHIJIKYBaHHS Ta MNOOYJOBU XOPOIIMX
CTOCYHKIB [l HaJaHHS CBO€4YacHOi iH(opmalii 3 BIJCTEXKEHHSM pe3yJbTaTiB
Mallie€HTa J1J1s1 BHECEHHSI HEOOX1AHMX KopuryBass [10].

Opnwiero 3 HaiBimomimux CRM-cuctem e Salesforce, sika mpairoe B XMapHOMY
CEpEeIOBHUILI Ta AONOMAra€e pi3HUM OpraHizaiisiM KepyBaTH CBOIMHU KOHTaKTaMH Ta

nporecamu npogaxis [15]. Jlo ocHOBHUX 0COOIMBOCTEH I1i€T IpOrpaMu HajIeKaTh TaKi

(puc. 1):



. NEOATIOIN4YHA AKAOEMIA:
. HAYKOBI 3AMNCKU

Pucynoxk 1

Ocobausocmi npoepamu Salesforce

Jlxxepeno: po3po0ieHo aBTopaMK Ha OCHOBI aHami3zy Jokepena [15].

3nayna kinpkictb 3BO  Hapa3i Bce 4yacTilie BHKOPHUCTOBYIOTH pi3HI
CRM-cuctemu 11 noJermeHHs NpuiloMy 3100yBayiB OCBITH, MIABULICHHS ITAHCIB iX
3aITy4eHHsI, TABUIIICHHS TPOIyKTUBHOCTI TipaiiBHUKIB ToI10. CyuacHi CRM-cucremu
JAr0Th 3MOTY IICHTPaTi30BaHO 30MpaTy W aHamizyBatu iH(OpMAaIIio Mpo 3100yBaviB
OCBITH, IO JOMOMAarae yHIBEPCHUTETaM IOKpAIlyBaTH B3a€MOBIIHOCHUHHM 3 HUMH,
ABTOMATH3yBaTH OCHOBHI MPOIIECH ¥ CHPOIIyBaTH aJMIHICTpAaTUBHI 3aBaaHHs [4].
[TinBUIIIEHHS SIKOCTI OCBITHIX MOCHYT € OJIHIEIO 3 TOJOBHUX I[1JIEH yIIPOBAHKEHHS IUX
CUCTEM, IO MPU3BOIUTH 10 O1Ibll €(EeKTUBHOT MIATPUMKHU Ta HaBYaHHS 3100yBayiB

ocBiTu. BukopuctoBytoun CRM-cuctemu 1151 aHamizy ¥ yA0CKOHAJIEHHS OCBITHHOTO
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npoiiecy, 3BO MoxyTh 3a0e3neun T BUCOKUN PIBEHB SKOCT1 HABYaHHS, 10 BiMOBI A€
Cy4aCHHM BHMoOram i crangapram [11].

CyyacHi TeHJeHIllT pO3BUTKY CUCTEMH BMINOI OCBITH B YKpaiHi nepeadayaroTh
nepexig 3BO Ha cTpaTeriyHe miaHyBaHHs, TOOTO aKTUBHE BIPOBAXKEHHSI IPUHIIUIIIB
PU3UK-Opi€EHTOBAaHOTO MeHemKMeHTy. Salesforce — e He mpocto CRM-cucrema, a
iHTepdeiic, y skoMy Moke OyTH BiIoOpakeHO BCIo 1H(OpMaIIito mpo GyHKIIIOHYBaHHS
MennuHoro 3BO. YnposamxkenHs takoi cuctemMu B 3BO cnpusTuMe AOTPUMAHHIO
Bumor [SO 9001:2015, 30kpema po3auty «KoHTEKCT AiSIIBHOCTI MiAMPUEMCTBAY, 110
BHU3HAYa€ BIUIMB 30BHIIIHIX (DaKTOpPIB HA pe3yJbTaTH AISIBHOCTI 3aKJaay BUIIOI
OCBITM Ta 3aJ0OBOJICHHS 3alllKaBJICHUX TPYI CIOXUBAaYlB OCBITHIX IOCIYyI —
a0iTypieHTIB 1 podoToaaBiB [2, C. 29].

Xoua Salesforce He Oynio creniagbHO poO3poOJIeHO Uit 300py U 30epiraHHs
MEIUYHUX JIaHUX, € KIJIbKa MPUYUH, YOMY BOHA MO>Ke OyTH BUT1THUM BHOOPOM Y 111
ramy3i. Y MeauyHiii OCBITI BUKOpUCTaHHs Salesforce Takox Mae HUBKY

nepesar (puc. 2).
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Pucynok 2

Ilepesacu suxopucmanns Salesforce 6 meouuniit oceimi

Jlxxepeno: po3po0ieHo aBToOpaMK Ha OCHOBI aHami3zy jokepena [13].

Salesforce cnpusie 30epekeHHIO MEIMYHUX 3aIKCIB, TTOKPAICHHIO B3a€EMO/IIT Ta
KOMYHIKaIlii 3 marieHTamMmu, 1110 € KpUTHYHO BAXKITMBUM aCIIEKTOM CYYacHOT MEIUIHOI
npakTuk. Bukopucrtanus ¢ynkmionany miei CRM-cucremu nactb 3Mory miBUIIUTH
SKICTh TUTAHYBaHHs, OOCIyrOBYBaHHS TAIlIEHTIB W YMPaBIiHHSI 3BOPOTHUM
3B’si3k0M [6]. 3aBasiku rHyukocti CRM-cuctemu, ii JIeTKO 1HTErpyBaTH 3 Pi3HUMH
mporpamMamu, HampuKIaz 13 mporpamoro «Z00My, 1 BUKOPUCTOBYBATH (PYHKITIOHAT
€JIEKTPOHHOTO JOKyMeHToo0Iry. Ile Bupimrye HH3Ky mpoOsieM, MOB’s3aHUX 13
BEJICHHSAM €JICKTPOHHOT JOKYMEHTAIlll Ta PO3BUTKOM OHJIAMH-OCBITH, CIPUSIOYH
CTBOPEHHIO ITU(POBOTO 3aKiaay ocBitu [13].

Salesforce MosxHa JieTko HajIamTyBaTH, 100 aAanNTyBaTH CUCTEMY 1]l YHIKAIbHI
MOTpeOr YKpPaiHCHKOTO CEKTOPY 3arajibHOI MEAWIIMHH, YPaxXOBYIOYH OCOOIMBOCTI

pobounx MpolleciB, BeAeHHs 0a3u Malll€eHTIB 1 BUMOTW a0 3BiTHOCTI. [lmatdopma
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MPOMOHYE HaMiHI QyHKIII Oe3MeKku, YKIIoUaloun ayTeHTH(IKAIII0 KOPUCTYBaviB i
mudpyBaHHs. 3 OISy Ha BaXKJIMBICTh MEIWYHOI TAEMHHIII, I 3aX0JM OE3IMEKH €
KPUTUYHO BAKIIMBUMH.

[Tpote, 3amst 3ab6e3neyeHHs] HAOUTBII €()EKTUBHOTO BUKOPUCTAHHS CHUCTEMHU
«Salesforce» BakJIMBHM € HasBHICTh y MalOyTHIX JIiKapiB iHGOpMaIiitHO-1udPoBOi
KoMrneTeHTHOCTI. Llg kommeTeHTHiCTh 0a3yeTbcsi Ha  BMIHHAX  BIEBHEHO
BUKOPUCTOBYBATHU Pi3HI 1HPOpPMaLIiHI TEXHOJIOTII A 300py, 30epiranHs, oOpoOKH,
nepenadi iHdopmarllii B mpodeciiHOMy Ta MPUBATHOMY CIIJIKYBaHHI, IIyKaTH
HEOOX1JHY MEeIMYHY 1HQOpMaLio i1 ePEKTUBHO BUKOPUCTOBYBATH Pi3HI KOMIT FOTEPHI
CUCTEMHU. 3aBIsSKM TaKMM HaBHUYKaM MaiOyTHI (axiBIll 3MOXYTb pPO3B’sI3yBaTu
npodeciiiHi MeMYHI 3aBIaHHs, BU3HAYATH KIHUEBY METY 3aBJIaHHS, PO3YMITH, SIK 32
JIOTIOMOTOF0 KOMIT I0Tepa MOKHA PO3B’S3aTH pi3Hi mpodiemu [8].

I[Tig yac ynpoBamxkenHss CRM-cucreMu B MEAMUHY OCBITY MOYKHA 31TKHYTHUCS 3
HU3KOI0 BUKIUKIB. OJIHIEI0 3 OCHOBHUX MPOOJIEM € HEJAOCTAaTHE PO3YyMIHHS MOTPEO
3aKjaay OCBITHU Ta MepeBar CUCTEMH CEpeJl YCiX 3alliKaBJIEHUX CTOPIH, YKIIOYAIOUH
aJIMIHICTpAIlif0, BUKIaaaviB 1 3100yBauiB ocBith [9]. IHIIOO mpobieMoro Moxe OyTH
HecyMmicHICTh CRM-cuctemun 3 HasgBHUMH |T-cTpykTypamu Ta mnporpamamu, IO
notpedye T0JaTKOBHUX 3yCHJIb JJIs ycminiHOi iHnTerpaii [12]. L{i Bukinku HeoOXiaHO
BpaxyBaTH, JJsl YCHIIIHOTO BIOPOBAHKCHHS Ta TMOAANBIIOTO (DYHKIIOHYBAHHS
CRM-cuctemu B METUYHIN Tamys3i.

BucHoBkuU. YIpoBaxKeHHS IU(PPOBUX TEXHOJIOTIH Y MEIUYHY OCBITY YKpaiHu
€ BOKJIMBUM HAIPSIMOM ii PO3BUTKY B Cy4aCHOMY CBITI. YIPOBaKEHHS IHHOBAIITHUX
U(POBUX TEXHOJOTIH Y MEAUUYHY OCBITY MOXKE CYNPOBOJKYBATUCS 3aCTOCYBAaHHSIM
CRM-cuctem. Onnieto 3 npoBigaux CRM-TexHooriii € mporpamHe 3a0e3neueHHs
Salesforce, ocHOBHUMU TiepeBaraMu SKOro € yIpaBiIiHHS KOHTAaKTaMU, TOTEHIIHTHUMU
KJIIEHTaMU, MOKJIMBICTH IHTErparii enekTpoHHoi momTh 13 Gmail abo Outlook,

OTPUMAaHHS 3arajibHOTO YSBJICHHS PO KOKHOTO KJlieHTa. YnpoBakeHHs Salesforce B
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MEIUYHY OCBITY YKpaiHM CHpHUATUME 3HAYHOMY TOKPAIICHHIO SKOCTI HAaBYAHHS,
YIAOCKOHAJIECHHIO OpraHi3aimii #W YNOpaBIiHHSA OCBITHIM IIPOIIECOM, a TaKOX
3a0€3MEeUCHHIO BIAMOBITHOCTI Cy4aCHMM BHMOTraM 1 cTaHjapTaM y cdepi OCBITH.
V 3aranpHili MeaunuHi cucrema «Salesforce» mMoske cnpusiTi TakoX MOKPALICHHIO
B3a€MO/Ii1 Ta KOMYHIKaIIi1 3 TTallieHTaMU Ta HalIHHOMY 30€peKEHHIO MEAUYHUX JaHUX,
10 € BOXKJIUBUM aCIEKTOM Cy4acHOI CHCTEMHU OXOPOHH 3/10POB S

[lepcnexkTrBamMu MOAAIBIINX JOCIIIKEHb MOXK€E OyTH BUBUYECHHS €()EKTUBHOCTI
BrpoBapkeHHs pisHuX CRM-cucrem y meanuni 3BO ta QopmyBaHHS HalOLIbII

ONTHUMAJIBHUX CTPATETr1i iX BUKOPUCTAHHS.
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