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YV cmammi poszensamymo Customer Journey Map (CJM) sax cyuachuii
MAPKEeMUH208UU  THCIMPYMEHm  YNPAGIIHHS KIIEHMCbKUM 00C8I00OM 8 YMOBAX
2nobanvroi yugposizayii. 30ilicheHo awnaniz Haykoeux nyonikayiu ma OizHec-
ooicepell, 5Ki  po3Kpusarome  Oe@iniyilo Kapmu wiiAXy KIEHma 3 Nno3uyiu
akademiuHo20 ma NPaKmuko-opieHmoeano2o nioxodie. Haseedeno aemopcoke
susnavenns CJIM ax oOunamiynoi cxemu ma «O00pOdCHbOI Kapmuy Oi3Hec-
CMPYKmMypu 00 CRONICUBAYA. 3A3HAYEHO, WO BUKOPUCMAHHA YbO20 THCMPYMEHMY
00360514€ gi3yanizysamu 00C8I0 KIIEHMA, GUABUMU «OONLOBI MOYKU» ma
onmumizyeamu cepgic 01 00CAcHeHHs Komepyiunux yineu. Posenanymo ocnogHi
eleMenmu Kapmu, 30Kpema NepCoHAdiCie, emanu Wiisaxy, KaHamu 63aemoolii ma
emoyitinuti cman cnodcusada. OKkpeciieHo emanu po3spoOKu ma K408l (yHKYii
CIM y cucmemi ynpasninnsa nosanvHicmio. Ha npuknadi 0ocgidy eidomux
MidiCHapoOHux  Komnawit, makux sax Starbucks, LEGO ma Mailchimp,
niomeepodIceHo eMeKmusHiCmy THCMPYMeHmy Y NepemeopeHHi BUKIUKIE HA
cmpameziuni modxcausocmi 01 Oisnecy. OKpeciieHo nepcnekmusu nooaibuUX

Odocniodcens y Hanpsamky aoanmayii CJM 0o minaueux ymos yKpaincbko2o puHKy.

Amidst rapid global digitalization and intense market saturation, traditional
marketing tools are diminishing in effectiveness. This necessitates innovative,
human-centric approaches like the Customer Journey Map (CJM). This study
conceptualizes CJM as a critical strategic instrument for holistic customer
experience management and fostering brand loyalty. In Ukraine, customer-
centricity has evolved from a competitive advantage into a survival imperative due
to the full-scale war. The conflict compels businesses to adapt to shifting consumer
behaviors, including heightened psychological sensitivity, forced migration, and
logistical disruptions. Under these volatile conditions, optimizing the customer
journey is vital for ensuring resilience, recovery, and maintaining market share.
The research defines CJM's theoretical foundations, analyzing diverse definitions
to bridge the gap between abstract design thinking and business application. A

comparative analysis of approaches by Western scholars and Ukrainian agencies



highlights regional specificities, contrasting global models with local adaptability
needs. A systematic approach categorizes elements, stages, and mapping types,
encompassing both "current state" diagnostics to locate friction and "future state"
modeling to envision ideal interactions. The author proposes an original definition
of CJM as a "roadmap of a business structure to the customer"—a dynamic scheme
capturing the consumer's path, actions, emotions, and pain points across all
touchpoints. Core elements detailed include robust personas, journey stages
(awareness, consideration, purchase, loyalty, advocacy), and omni-channel
communication. Special attention is dedicated to "Moments of Truth" and "pain
points," as resolving these bottlenecks is pivotal for brand loyalty. Key functions
identified include cultivating visual empathy, dismantling organizational silos for
inter-team alignment, and facilitating data-driven decisions. Despite limitations
like subjectivity, CJM s value is validated through global cases: Starbucks' digital
integration, LEGQO's experience-driven recovery, and Mailchimp's UX
optimization. The analysis confirms CJM as indispensable for customer-centricity.
It transforms operational challenges into strategic opportunities, driving sales and
advocacy. The study outlines perspectives for adapting CJM to the Ukrainian

market and digital service landscapes.

Knrwwuoei cnosa: Customer Journey Map (CJM), knienmcokuii 00c¢8io,
JIOANLHICMb  CHONCUBAYIB, OOPOXCHA Kapma, 001b08i MOYKU, MAPKemMUH208a
cmpamezis.

Keywords: Customer Journey Map (CJM), customer experience, consumer

loyalty, roadmap, pain points, marketing strategy.

ITocranoBka mnpoOgeMH Yy 3araJbHOMY BHIIAAI Ta ii 3B'A30K i3
BAKJIMBUMH HAYKOBMMM Ta NPAKTUYHUMHU 3aBJaHHAMHU. B yMoBax ToTanbHOT
nudposizamii Ta O€3MpeleeHTHUX BOEHHUX BHKJIUKIB, CTpaTeriuHHM YCIiX
MiIPUEMCTBA BU3HAYAETHCS HE JMIIE oOOcCATaMd TPOJAXiB, a HacaMmIepen

3IaTHICTIO THYYKO CHHXPOHI3yBaTH BHYTPIIIHI OI13HEC-NPOLIECH 3 peaJbHUM



EMOI[IfHUM Ta TOBEIIHKOBUM IILIIXOM KiieHTa. BmpoBamkenus Customer
Journey Map (CJM) mnepeTBOpIOE YIPaBIIHHA KIIEHTCBKMM JIOCBIIOM 31
CTaTUYHOTO CMOCTEPEKEHHS HAa JUHAMIYHMM 1HCTPYMEHT MPUMHSITTS CBOEYACHUX
YIPaBIIHCHKUX pimieHb. [le mo3Bosie 6i3HeCy He MpoCTo (HIKCYyBaTH B3a€EMOIIO, a
IPEBEHTUBHO BUSBISITH KPUTUYHI Oap’epu, aJanTyrOud CTPATErito 10 PI3KHUX
pUHKOBHUX TpaHchopmaliii 3apaau 30epekeHHsS CTIMKOCTI Ta (OpMyBaHHS
HEMOXHUTHOT JIOSUTBHOCTI ayAUTOPii HaBITh y KPU30BUX yMOBaX

AHAJII3 OCTaHHIX JOCHIIKeHb 1 myOJikamiii, B SAKHX 3al0YaTKOBAHO
pPo3B’si3aHHA JAaHol npodaemu. [IutanHg ynpaBiaiHHS KIIEHTCHKUM JOCBIIOM Ta
Bi3yasizallii NUIAXy CHOXKKMBada TmepeOyBaloTh y LIEHTpl YyBarm Oararbox
3aKOPJIOHHUX Ta BITUYU3HSHMX AOCHIIHUKIB. DyHIaMEHTalbHI OCHOBHU JIOCBITY
KJIi€eHTa sIK 00’ekTa ympaBmiHHA 3akianeHi y npaigx K. oy [1], skuii akueHTye
Ha HEOOXIAHOCTI MPaBUILHOI MOOYIOBH B3a€MOAIl JIsi JIOCSITHEHHS Oi3Hec-
pe3ynbTariB. 3HAYHUM BHECOK Y PO3BUTOK IHCTPYMEHTAPIIO AU3ailHy JOCBITY
spoommn  E. Cieprc [2] Ta [x. Kanbax [11], uui poOOTH pO3KpHBAIOTH
METO/IOJIOT1F0 CTBOPEHHS IIHHICHUX JilarpaM Ta Marl IOCBiYy.

Teopetnune ocmucnenns Customer Journey Map (CJM) sk ckialoBoi
CEpBICHOTO MHCJIEHHS mpejactaBieHe y pob6oti M. Criknopna [5], Ae MamyBaHHs
pO3MIISINA€TbCS  4Yepe3 TMpu3My Au3ailH-MuclieHHsA. [lpakThuHi acnekT Ta
MOKPOKOBI KEPIBHHUIITBA 3 PO3POOKH KapT LUIAXY KII€HTA AETATbHO OMMCAHI Y
nociipkeHHsax K. Piuapacona [3], Jx. Baitta [4] Ta k. Anrpeiia [9]. Okpemy
yBary Bisyaji3alii «KHBOT0» JOCBIAYy KOpUCTyBaya NpuausitoTs Jx. AjbpBapec Ta
[1.-M. Jlexe [12], mpomonyroun Mojeni 30araueHux KapT uuisixy. lluranns
CIIUJIBHOI TBOpUYOCTI Oi3HEeCY Ta KJI€HTa Yy TMpoOLeci CTBOPEHHS I[IHHOCTI
nocmimxysanmu B. PamacBami ta @. Tivisp [15].

Cepen ykpaiHCBKMX JOCHITHUKIB Ta MPaKTUKIB BapTO BUAUIMTU BHecok O.
ConuibHsK, sika a”Hami3ye TeopeTuyHi acrekTd CJM y KOHTEKCTI BITYHM3HSHOTO
HAyKOBOTO JHUCKypcy. lIpakTudHe 3acTOCYBaHHS I1HCTPYMEHTY B ITU(GPOBOMY

MapKEeTHUHTY Ta MOro BIUIMB Ha JIOSUIBHICTH PO3KPUTO Yy MyOsiKamisx ¢axiBIliB



npo¢dimpHUX are’TcTB, 30kpema M. I'yzepi (VAU Agency) [6], A. PomanoBoi
(CASES Media) [8] Ta anamitukiB komnanii [TForce.

HocmimkenHss npaktuyHoi edexktuBHOCTI CJM Ha npukiaa riodabHUX
komranii, Takux Sk LEGO ta Mailchimp, npencrasnene y pobortax K. Xoiiepa
[16] Ta HIx. Cnyna [17], mo miaTBEp/Ky€e YHIBEPCAIbHICTh IIbOTO 1HCTPYMEHTY
JUIS1 pI3HUX O13HEC-MOJIeseH.

[Tonmpu rpynToBHUI anami3 koHuemnuii Customer Journey Map y mnpansax
3a3HAYCHUX JIOCHITHUKIB, MHTAaHHS €IMHOTO TEPMIHOJOTIYHOTO amapary Ta
ajanTaiii IHCTpyMEHTapito A0 creuudiyHuX yMOB (DYHKIIOHYBaHHS YKPAiHCHKOTO
OizHecy B TMepioJ BOEHHOI HECTAOUTHHOCTI 3aJMIIAIOTHCS  HEJOCTATHHO
BUCBITIIeHUMH. HeoOXiAHICTh MEPEOCMUCIICHHS TEOPETUUHMX Ae(iHIIIN Ta MOLIYK
MPAKTUYHUX TUIAXIB TIABUIIECHHS JIOSUTBHOCTI CIIOKMBAdiB 4Yepe3 Bi3yalli3allito
IXHBOTO MUIAXY 3YMOBITIOIOTH aKTyalbHICTh JAHOTO JAOCHIIKEHHS.

dopmy/l0BaHHSA IJIed CTATTI (MOCTAHOBKA 3aBAaHHA). MeTOw CTaTTl €
TeopeTnuHe oOrpyHTyBaHHS KoHIlenI(ii Customer Journey Map sik cTpareriaHOro
IHCTPYMEHTY YIIPaBIIHHSA KIIEHTCHKUM JIOCBIJIOM Ta po3po0Ka MPaKTUUYHHUX
peKOMeHallii I0A0 HOro BUKOPUCTAHHS JAJIsl 3MILIHEHHS JIOSUIBHOCTI CIIOYKUBAUiB
B YMOBax pUHKOBOT HECTAOUIBHOCTI.

Buxiaaa ocHoBHOro Marepiaay aochaixxenHsi. B ymoBax rinoOanbHOI
mudposizamii Ta HACUYEHOCTI PUHKY TpaauuiiHi B ymoBax rmo0anbHOT
nudposizaiii Ta HACHMYEHOCTI PUHKY TPaAUIIAHI MAapKETHHTOBI 1HCTPYMEHTHU
BTPAuYalOTh CBOIO €(EKTUBHICTh, MOCTYNAIOYUCh MICLIEM 1HHOBALIIMHUM MiAXO0JaM.
OaHMM 13 TakUX 1HCTPYMEHTIB, 110 HaOyB 3HayHOro mnomupeHHs, € Customer
Journey Map (CIM) (kapra muisixy kiieHta). BoHa g03Bossie He JdIie
aHaI3yBaTH, aje€ W BI3yali3yBaTH JOCBIJ CHOXXKHWBada, IO € KIIOYOBUM IS
yXBaJE€HHS CTpaTeriyHuX pimeHb. B VYkpaiHi nmuTaHHA KIIEHTOOPIEHTOBAHOCTI
HaOyJI0 OCOOJMBOI aKTyallbHOCTI. 3 TIOYaTKOM IOBHOMACIHITAOHOI BiWHU
yKpaiHChbKUM Oi3HeC 3ITKHYBCS 3 Oe3NpeneAeHTHUMU BHUKJIMKaMH: 3MiHa
CIIOKMBYOi TOBEIIHKH, pYWHYBaHHS JIOTICTHYHUX JIAHIIOTIB Ta 3arajbHa

HEBU3HAYEHICTh. B 1ux yMoBax, po3yMiHHS Ta ONTUMI3allid HUIIXY KII€HTa CTa€



HE MPOCTO €JIEMEHTOM KOHKYPEHTHOI OOpOThOHM, a IHCTPYMEHTOM BHXKMBAHHS Ta
BigHOBIEHHS. 3acTocyBaHHs CJM mae 3Mory onepaTMBHO aJanTyBaTUCS 10 HOBHX
peaniii, BUABIATH OOJBOBI TOUYKM Ta OyayBaTH JOBIOTPHMBAII BIJIHOCHHH 3
KJTIEHTAMU.

Taoauusa 1. Orasa gediniuii Customer journey map (CJM)

ABTOp Ta JIKEpEIO

Hedinimis

Konin oy [1]

...Bi3yaui3alisi JOCBily B3a€MO/Iii KJIi€HTA 3 KOMIIAHI€I0, 10 OXOILTIOE BCi
TOYKH KOHTAKTY BiJl TOYATKOBOTO YCBITOMJICHHSI IIOTPEOH 110
MICIATPOIAXHOTO 00CTYTrOBYBaHHS.

Epik Cieprc [2]

...IHCTpYMEHT, KM JorIoMarae 3p0o3yMiTH, K KIIEHTU CIPUIMAIOTh
MTOCJIYTH, BUSABIISFOUM €MOITii, TyMKH Ta /i1 Ha KOXKHOMY €Tari B3aEMOJIii.

Kpic Piwapacon [3]

...rpadiyHui TIaH, mo BigoOpaxae BECh IUIAX KIIIEHTA, TIOCTPYIOUH BCi
B3a€MO/Ii1, KAHAJIM Ta TOYKU KOHTAKTY MPOTITOM JKUTTEBOTO LUKITY KITI€EHTA
3 OpeHIoM.

Jxaner Baiir [4]

...IMHaMIYHA CXeMa, [0 TIOKa3y€e XPOHOJIOTTIYHUI PO3BUTOK BITHOCHH MIXK
KJIIEHTOM 1 KOMIIaHI€l0, PO3KPUBAIOYH KIFOUOBI MOMEHTH, 10 BIUIUBAIOTh
Ha MIPUAHATTS PIIICHb.

Mapxk CrikgopH
[5]

...IHCTPYMEHT JAW3aiH-MUCJICHHS, IKHI Bi3yalli3y€e JOCBIJ KIIE€HTA, 1100
Kpaile 3p03yMiTH HOT0 MOBEIHKY Ta MOTPEOU, BUSIBUTA MOXIIUBOCTI JJIs
IHHOBAIIIH Ta MMOKPAIICHHS CEPBICY.

Muxkwura I'yzeps [6]

...Bi3yalizalis nuIsIXy, SKui IPOXOAUTh Balll KJIIE€HT BiJl MIEPIIOTO KOHTAKTY
3 OpeHI0M 110 371 CHEHHS MOKYIIKH 1 JAaJIi.

IT-arenTcTBO
ITForce [7]

...CYKYIHICTb BCIX BapiaHTIB JKUTTEBUX ITUKIIIB MOKYIIIiB. BoHa Bizyami3ye
TOYKHM KOMYHIKAIii KJII€HTA 3 MPOIYKTOM KOMIIaHii, a TAKOXX BPaxoOBye HOTO

CYMHIBH, OYIKYBaHHS Ta MPOOIEMHU.

Amnacracis
Pomanosa [8]

...KapTa B3aeMOIii KOPHCTyBaYa 3 MPOIYKTOM Ta OPEHIIOM, SIKa IPYHTY€EThCS
Ha aHai31 iHTepeciB, MoTped Ta MOBEAIHKYU HITLOBOT aynuTopii. Lle
Bi3yaJrizallisi TOYOK KOHTAKTy KJIIEHTa 3 KOMITaHI€0.

IDicepeno: Cucmemamuz08ano, y3a2aibHeHo ma 32pynoeano 3a oanumu [1-8]

Ommsin nedinimii mokasye, M0 3aXiIHI HAYKOBIN, TaKi Ak J[>kanet Baut [4] Ta
Mapk CrikaopH [5], posmianaioTe CIM siK KOMIUIEKCHUN 1HCTPYMEHT JU3aiiH-
MHUCJIEHHS Ta Bisyani3aiii. [XHi BM3HAYeHHsS MiJKPECIIOIOTh, 1O Iieé He NPOCTO
cXemMa, a JUHAMIYHMM 1HCTPYMEHT JJisi PO3YMIHHS €MOLIN, TOBEIIHKH Ta
OPUMHATTSA pillleHb KJII€HTOM. BOHM aklEHTyIOTh yBary Ha HayKOBOMY Ta
MPAKTUIHOMY MIAXO01 O CTBOPEHHS KPAIIOro JOCBITY.

VYkpaiHncbki jpkepena, 3okpema omoru ta areHiii (VAU Agency, [TForce,
CASES Media

[5, 7, 8]), chokycoBaHl Ha TPAKTUYHOMY 3aCTOCyBaHHI. IxHi

nediHinli € OUIbII JaKOHIYHUMH Ta OpPIEHTOBAHMMM Ha Ol3HEC-pe3ylbTar,



HIAKPECIIOUM, [0 KapTa LUIXY KII€HTAa € IHCTPYMEHTOM [IJsi 3pPOCTaHHs
NpOAaXiB, JOSJABHOCTI Ta Bi3yam3alii TOYOK KOHTakTy. IliAKpecmoTh
BOKJIMBICTh aHAJII3y MOTPEO 1 MOBEIIHKH ayIUTOPIi.

Ha ocHoBi ananizy mnpenctaBieHUX AE(IHININ, a TaKOXX BPAaXOBYIOUH SIK
aKaJIeMIYHUH, TaKk 1 MPAKTUYHUN MIAXOAU, MOXKHAa CGOPMYBAaTH aBTOPCHKE
Bu3HadeHHss CJM. Ha namy nymky, CIM - 1ie Bi3yaJbHUN 1HCTPYMEHT, SKUMH
BigoOpakae IUIICHUN, XPOHOJIOTIYHUM NUIIX KJIl€HTa, (QIKCYyIOuu HOro aii, JyMKH,
eMOIIli Ta B3aEMOJIIF0 3 KOMIIaHI€I0 Ha KOXKHOMY etari. [le nuHamiyHa cxema, 1110
JIOIIOMAara€ BUSIBUTH SK IO3UTHBHHU JOCBIJ, TaK 1 OOJILOBI TOYKH, JO3BOJISIOUU
013HeCy MOMISIHYTH Ha CBOI MPOIIECH 3 TOYKU 30py CHOXKHBaya, a0l ONTHUMI3yBaTU
CepBiC, MIJBUIIUTH JIOSUTBHICTh Ta JOCSITTH TOCTaBJICHUX KOMEPIINHUX IIICH.
TobTo, e mopokHa KapTa 013HEC-CTPYKTYPHU 10 KITIEHTA.

KoxHa kapra 10 KJII€HTa CKJIAJA€ThCs 3 KIJTbKOX OCHOBHHUX €JEMEHTIB, SKi
JI03BOJISIFOTH TIIMOOKO 3pO3YMITH JTOCBIJ criokuBayva [9]:

1. mepconax kmenta (Customer persona) - Ie y3arajdbHEHUH, BUTAJaHUN
00pa3 1/1eaIbHOTO KJIIE€HTA, CTBOPEHUN HA OCHOBI peajbHUX JIaHMX. BiH MICTUTH
1H(pOopMaIIio po aeMorpadiuHi XapaKTepUCTUKH, L1, TOTpeOu Ta O0IHOBI TOUKH.
[lepconaxk momomMarae KOMaHII 30CEpEAWTHCS HAa KOHKPETHHX MOTpedax i
MOYYTTIX KIII€HTA;

2. eranu nuiaxy (Stages of the Journey) - me mocnifoBHi (a3u, yepes sKi
MPOXOJUTH KIIIEHT 1] Yac B3a€MOIii 3 KOMIIaHi€r0. THUIIOBI eTanu BKI0YaroTh [11,
13]:

- ycBimomieHHs (Awareness): KIIE€HT MI3HA€ThCA Mpo mpobiemy abo
noTpeoy,

- posmsaa (Consideration): KJIIEHT JOCIIHKY€E TOCTYIHI PIlLICHHS,

- mokynka (Purchase): kiieHT mpuiiMae pileHHs Ta 341HCHIOE TPaH3aKIIIIo,

- Bukopucta"Hs/mosuibHICTh  (Usage/Loyalty):  KJIi€HT  BHKOPHCTOBYE
IPOAYKT 1 popMy€e CTaBICHHS 10 OpeH.TY,

- anBokailis (Advocacy): KIIEHT peKOMEHIY€E TPOAYKT 1HIINM;



3. nii Ta xananu (Actions & channels) - e xKoHKpeTHI 1ii, sIKI BUKOHYE
KIIIEHT HAa KOXKHOMY eTami (Hanmpukiaa, nomyk B Google, 3BepHEHHS 10 CITy:XO0u
niaTpuMkn ). Kananu — e matgopmu a00 TOUKH KOHTAKTY, sIKi BUKOPUCTOBYIOTHCS
Uil nMx i (BeOcalT, MOOITBHUN JTONATOK, COIllalbHI MeEpexi, (I3UIHHMA
MarasuH);

4. emorii Ta OosnboBi Touku (Emotions & pain points) - 1 4YacTuHa
JOPOXKHBOI KapTh (DIKCy€e eMOIIWHUN CTaH KIIIEHTa Ha KOXKHOMY eTtami. boiboBi
touku (Pain points) — 1 HeraTuBHI TepeXKWBaHHS a00 TPYAHOIl, 3 SKUMH
CTHKAEThCS KIEHT. IX BHUABIECHHS € KPUTHYHO BAKIMBUM JUIS TIOKPALIEHHS
JOCBITY;

5.MoxymBOCTI  Jysi  mokpamieHHss  (Opportunities  for improvement)
bopMyIOTbCSI Ha OCHOBI aHami3y OOJBOBHMX TOYOK KOMaHIa TeHepye imei Ta
pIIICHHS U1 YCYHEHHS Mpo0JIeM 1 MiBUILICHHS 3aJI0BOJICHOCTI KIIIEHTIB.

JlopoxH1 KapTh 110 KJI€HTa MOXYTh OyTH ajanToBaHi MiJ pi3HI 11l Ta
3aBmanHsA. OcHoBHI Buju [10]:

1. motouna kapra (Current state map) HadWnomupenimuii Tum. Ll kapra
Bi3yasizye MOTOYHHWM MOCBi KiieHTa "dK €" Ta JomoMara€ BHUSIBUTH I1CHYOUl
00JIbOB1 TOYKH Ta MPOOJIEMH, SIKI MOTPEOYIOTh HETafHOTO BUPILICHHS,

2. maitbytHs kapta (Future state map) BimoOpakae OakaHUH, 17eaIbHUI
JOCBIJT KITIEHTA, JIO SKOTO MparHe KOMITaHis, TOTIOMarae po3poOUTH CTPATETIIO,

3.xkapra "Jlenp 3 xutrTa" (Day-in-the-life map). Lleit Bug xaptu
(bOKyCY€EThCS HE JIWINE HA B3a€MOJIIi 3 KOHKPETHOI KOMIIAHIEIO, a HA BCHOMY JHI
KJIIEHTA,

4. xapta cepsicHoro Janamadty (Service blueprint) € 6ibIn AeTaTI30BaHUN
BapiaHT KapTH A0 KiieHTa. BoHa BimoOpaxae He TIIbKU i1 KJI1€HTA, a i BHYTPIIIHI
mpoIiecu Ta Aii CIiBpPOOITHHKIB, SIKI B1I0yBarOThCs "3a JamTyHKamMu'" (Hampukiaji,
MIJTPUMKA, TEXHOJIOT1i, Oek-odic).

Po3zpobka CIM — me CTpyKTypOBaHWUM 1 MOCHIJOBHUN MPOIEC, SKAN
BUMarae nIMOOKOTO 3aHYpeHHs B JocBia kiieHTta. Ile He omgHOpa3oBa mis, a

METOAMYHUYN MIiJXiA, M0 JO03BOJIIE OTPUMATH JaHI Ta CTBOPUTH e(EeKTUBHY



ctparerito. Lleit mpormec MOXKHA PO3IITUTH Ha KijbKa KJIFOUOBUX E€TaIliB, KOXKEH 3
AKUX € HEOOXIHMM [IJisi CTBOpPEHHS JeTani3oBaHoi Ta fieBoi kaptu. CIM
nepeadayae HasgBHICTb Takux eTariB [11]:

- BusHaueHHs 1nei. [lepmr HiX MmodaTd, HEOOXITHO PO3YMITH IJISI YOTO
CTBOPIOETHCS KapTa. SIKy npobiieMy HaMaraeMocsi BUPIIIUTH?

- pochimkeHHs. lle HaliBaxIuBimMiA erar, 10 nepeadadae 301p AJaHUX PO
KJIIEHTIB 3a JOMOMOIOI0 SKICHUX (IHTE€pB'IO, (OKyCc-rpynmu) Ta KUIBKICHHX
(omuTYyBaHHS, aHAJIITUKA) METOIIB;

- CTBOpeHHsI mepcoHaxiB. Ha ocHOBI nmanux (opMyroThCs JeTani3oBaHi
npo¢ii TUIOBUX MPEACTaBHUKIB I[IIOBOT ayAUTOPIl — MEPCOHAXKI1 KITIEHTIB);

- Bu3HadyeHHs eTamiB. Imax kiieHTa po3AUIIETHCS Ha JIOT1UHI (a3u, Bif
NEPIIOTO 3HAMOMCTBA 3 OPEHIOM 10 MiCIs MPOIaKHOTO 00CTYTOBYBaHHS,

- Bi3yamizamis. Ha npoMy erami Bcsa 3i0paHa iH(opwmaris (mii, emori,
00JIbOB1 TOYKH, KaHAJIM) HAHOCUTHLCS Ha BI3yaJbHY KapTy;

- aHaJi3 Ta onTHUMI3allis. 3aBeplIaNbHUN €Tall, e KapTa BUKOPUCTOBYETHCSA
JUIsL aHalli3y BUSABICHHUX NpoOJieM, MOIIYKY MOXJIMBOCTEH IJisi MOKpAILEHHS Ta
PO3POOKH KOHKPETHHUX PIlLICHb.

AHasi3 NUIAXy KII€HTA IPYHTYETHCA HA TPbOX KIFOYOBUX €JIEMEHTAaX, 110
JIO3BOJISIFOTH CTBOPUTH MTOBHY KapTUHY Horo gocsiny [12, 13]:

1. Toukn koHTakTy (Touchpoints) - e Bcl kaHaMM Ta MOMEHTH, 4yepe3 SKi
KJIIEHT B3aeMOJIi€ 3 OpeH10M. BOHM OXOIUTIOIOTH K 1TU(PpOBI, Tak 1 GI3UYHI JOTHUKU
KaHaJll KOMYHIKAIii;

2. toukn Oomo (Pain points). Ili ememenTH BKa3ylOTh Ha Ti AacHeKTH
B3a€EMOJII1, 1110 BUKIIUKAIOTh Y KJII€EHTA HE3a/J0BOJICHHS. BUSBIEHHS Ta yCyHEHHs
nepemKkos € GyHIaMeHTATBHUM IS T1IBUINEHHS 3aTajIbHOTO PIBHS 33I0BOJICHOCTI
KJIIE€HTA;

3. MomeHTH ictuHu (Moments of truth) - 1ie KpUTHYHI, IEpeTOMHI MOMEHTH,
B SIKUX KIIE€HT (POpMye CBOE CTaBICHHsS 10 OpeHAy Ta NpHiiMae PILICHHS PO
nojabiny B3aemofiro. Lle Moxke OyTu mMO3UTUBHUM 10CBiA a0o HeratuBHU. Came

11l MOMEHTH € BUPIIIATILHUMU 17151 (GOPMYBAHHSI JTOSIIBHOCTI.



CIM — 1e noTy)XHMH IHCTPYMEHT, SKHI BHKOHY€ KIJIbKa KIIOUOBUX
(bYHKITIH, IO JOTIOMAraroTh CTaTH OUTBIT KJIIEHTOOPIEHTOBAHUM

1. Bizyamizamis Ta emmnarias. CJM Bi3yalbHO MPEICTABISIE BECh MIIAX
KJIIIEHTA, IO JIO3BOJISIE 3PO3YMITH HOTO JOCBIJ, CIPHUSE PO3BUTKY €MIIATii 70
KJIIE€HTA;

2. BusiBJieHHs "00sboBUX TOUOK". OcHoBHA (PpyHKIiss CIM — ineHTudikaris
npoOJIEMHUX MOMEHTIB, sIKI CTBOPIOIOTH AUCKOM(OPT 11 kiienta. Lle gae 3mory
30CepEeIUTH 3yCUIUTSI Ha HAaWBaXKIIMBIIIUX MTPOOIieMax;

3. onTumizamiss Ta mokpamieHHs nocBigxy. CIJM ciyXKuThb OCHOBOIO JUIs
pPO3pOOKH CTpaTeriid. AHANI3yIOUU KapTy, KOMIIaHid MOXKE€ BUSHAYUTH, K1 IPOIECH,
NPOAYKTH YU TIOCIYTH TMOTPeOyIOTh BIOCKOHAJEHHS, 00 YCyHYTH "OONBOBI
TOYKH";

4. y3rokeHHs Mik KoMaHAaMu. Kapra nuisixy KII€HTa € €TUHUM JHKEPETIOM
iHdopMalii mpo Kii€HTa sl BCIX BIAJUTIB KOMMAaHIi: MapKEeTHHTY, MPOAaXiB,
HIATPUMKH, pO3poOKu mponykTy. Lle momomarae y3rogutu ixHi 3ycHuis B po3pisi
MOKPAIIEHHSIM JOCBITy KJIIEHTa HA OKPEMOMY €Talrli;

5. IpUAHATTS pilleHb Ha OCHOBI JaHUX. 3aMicTh mpumyiienb, CJM Hanae
CTPYKTYpOBaH1 JlaHI Tpo KIIEHTChkUM gocBia. Ile mo3Bosisie mpuiiMaru
OOTpYHTOBaHI pIIICHHS, CIPSMOBAaHI Ha IMMIABUIIEHHS JIOSJIBHOCTI KIIIEHTIB Ta
3pOCTaHHS MPUOYTKY.

CJM mae nneBH1 HEOOIIKU:

1. cy0'extuBHICT. CJM CTBOPIOETHCS HA OCHOBI TIMOTE3 a00 OOMEKEHHX
JTaHUX, 110 MOXE MPHU3BECTH J0 HETOYHHX BHCHOBKIB Ta IHTEPIIPETAIlli €MOIIii
KJIIE€HTA;

2. mBHJKA BTpaTa akTyanbHOCTI. CriOKMBYA MOBEIHKA T4 PUHOK MOCTIHHO
3MiHIOIOTBCS. 3actapina CIM moxe BBOAWUTH B oMaHy. lle BUMarae perymspHOro
OHOBJICHHSI KapTH, 110 € PECYPCOMICTKUM TIPOIIECOM;

3. umro3ist moBHOTU. CJIM MOXKe CTBOPUTH BpasKE€HHS, 110 KOMIIAHIS PO3yMie

BeCh NUISIX KiieHTa. Jleski B3aeMoii MOXKYTh OyTH BTpadeHi;



4. cxiamHicTh y peamizaiiii. CTBOpeHHs AeTani3oBaHoi Ta poctoBipHoi CIM
BHMAarae 3Ha4YHUX PECypciB;

5.He BpaxoBye BHyTpimHi mnporecu. CJM ¢oKyCcyeTbCs BHUKIIOYHO Ha
JOCBIJII KJIIEHTA Ta HE TIOKAa3ye, 10 BiAOYyBAETHCS "'3a JIAMITyHKaAMU'"

Opnnak, edextuBHicTh CJM miaATBEepIKYEThCS AOCBIIOM BigoMuX (ipMm.
SckpaBumu npuknanamMu BukopuctanHa CJM moxkHa HazBatu gocBin Starbucks
[14]. KepiBaunrBo Starbucks momituio, mo KIi€HTH BIT9yBarOTh AUCKOM(OPT Ta
CTpec uepe3 uepru, ckiaaaHicTh 3aMoBieHHs. [li "OomboBI TOYKH" HEraTUBHO
BIUTMBAJIM Ha 3arajdbHUil mocBia. 3a momomororo CJM kommaHis Bi3yasizyBaia
HUIAX KIIEHTA, 11eHTU(IKYBaBIIM KPUTHYHI MOMEHTH Ta PO3poOMiIa MOOUIbHUIMA
nonarok 13 ¢yHkuiero "Mobile order & pay". 1le 103BoMIIO KiTiEHTaM 3a3/1aJ1eTi/b
3pOOMTH Ta OIUIATHUTH 3aMOBJICHHSA, a IMOTIM MPOCTO 3abpaTu HOro, OMHUHAIOYU
yepry. Pe3ynprarom cTanio 3MEHIIEHHS 4Yacy O4YiKyBaHHS, MOKPAIIEHHS AOCBIAY
KJIIEHTIB 1, IK HACJIOK, 3pOCTaHHS MIPOJIAXIB Ta JIOSJILHOCTI J1I0 OpeHY.

Kommaniss LEGO ycBimomuna, mio ii miiboBa ayiuTopist 3SMiHWIACS — TETep
1Ie He TUIbKU MiTH, a ¥ gopocii [15, 16]. HasBHMII MapKeTHHTy HE BpaxOByBaB
notpedbu HoBoi ayautopii. CJM BusBMIA, M0 AOPOCII HIYKAIOTh CHIIBHOTY AJIS
0OMIHY JOCBIZIOM Ta BU3HAHHA. Y BIANOBIAb Oyno 3amymieHo miatrdopmy LEGO
Ideas, ne kopucTyBaui MOXYTh AUIATUCS CBOIMH MOJEISIMU Ta TOJIOCYBaTH 3a
MPOEKTH 1HIMX. Pe3ynbratoM cTano mepeTBOPEHHS TOPOCIUX IMIaHyBaJIbHUKIB Ha
aJIBOKaTiB OpeH.y, SIKl CTaJId JIPKEPEJIOM 1HHOBALIMHUX MPOJYKTIB 1, SIK HACIIIOK,
B10Y0CS 3pOCTaHHS MPOIaXiB cepe/l HOBOI IIIIbOBOT ayAUTOPII.

Mailchimp, cepBic email-MapKeTUHTY, 3ITKHYBCS 3 BHCOKHM BIJATOKOM
HOBUX KopucTyBauiB [17, 18]. Bonu uacto 3amumanu miargopMy Ha eTari
MEPINOTO 3amyCcKy, OCKUIBKM TMPOIEC 3/1aBaBCs 3aHAATO CcKiagHuM. Kommanis
Bukopuctana CJM, mo0 mnpoaHanizyBaTh HUIAX KiieHTa. Byno BusiBIeHO, 110
"00JIbBOIO TOUKOIO" € eTam CTBOPEHHS IepIiol po3cwiku. Y Bianosias Mailchimp
MOBHICTIO TepepoOuB iHTEp(Eic, 3p0OUBILIN HOTO OUTBII IHTYITUBHO 3pO3YMLINM,

JI0JIaB TIOKPOKOBI 1HCTPYKIIIi, SKi BEAYTh KOPHUCTyBadya BijJ TMOYATKY JO KIHIIS.



PesynpraromM cTano 3MeHIIEHHS BIATOKY KIIEHTIB, TMOKPAIIEHHSA IX MEPIIOTo
JIOCBITy, 3pOCTaHHS ayTUTOPIi.

Ak nokazyrots ycmimHi npukiaau (Starbucks, LEGO, Mailchimp), CIM €
Cy4yaCHHUM MAapKETUHTOBUM I1HCTPYMEHTOM, SIKHH JOlOMarae mepeTBOPIOBATH
npoOJieMd Ha MOXJIMBOCTI, IO TMPHU3BOIUTH JIO 3pPOCTaHHS MPOJAXIB Ta
nosutbHOCTI. B mutomy, Customer journey map € HE3aMIHHUM 1HCTPYMEHTOM JIJIS
OyAb-KOT KOMIaHi1, siKa Mparte CTaTu Mo-CrlpaBkHbOMY KII1€EHTOOPIEHTOBAHOIO.

BuCHOBKH Ta NepcneKTHBHU MOJAJBIINX PO3BiTI0K

[IpoBenene nOCHIKEHHSI JO3BOJISIE 3pOOUTH BHCHOBOK, IO B yMOBax
mo6anbHOi mMdpoBizamii Ta Oe3MpereeHTHUX BUKIUKIB sl YKpPaiHCHKOTO
0i3necy, Customer Journey Map (CJM) TtpanchopMyeTbcsi 3 JTOMOMIKHOTO
IHCTPYMEHTY [M3aiiHy y CTpaTeriyHuil (pyHIaMeHT YIpaBliHHA KII€EHTCHKUM
nocBioM. Cucremarusallisi TEOPETHUYHHMX IMIAXOMIB Jana 3MOry chOopMY/IIOBaTH
aBTOpchke BHU3Ha4eHHA CJM sk mUHaMIYHOI TOPOXKHBOI KapTH Oi3HEC-CTPYKTypH
JI0 KIIIEHTA, M0 IHTETPY€E B cOO1 HE JIMIIE XPOHOJOTII0 B3a€EMOIi, a W TIMOOKUN
EMOIIHUI KOHTEKCT, 0ap’€py Ta «KMOMEHTH 1CTUHM.

AHaJi3 NpakTUYHOTO AOCBIAY CBITOBHUX JIiAEpiB, Takux sk Starbucks, LEGO
ta Mailchimp, miarBep/kye, 0 €PEeKTUBHICTh KapTH NUISAXY KJIIE€HTA 0a3yeThCs
Ha ii 37aTHOCTI Bi3yasi3yBaTH IMPUXOBaHI MOTpeOU ayauTopli Ta CHHXPOHI3YBaTH
po0OOTY MDK(YHKITIOHATBPHUX KOMaHJ MiANPUEMCTBA. BcTaHOBIEHO, 1O A
BITYM3HSHUX KOMMaHii BukopucTtaHHi CIM € KpUTHYHO BaKIMBUM UYHWHHUKOM
amanTarmii 0 3MIH CIOXXHBYOi TOBEIIHKH, CIPUYMHEHUX BIHHOIO, OCKUIBKU
IHCTPYMEHT JI03BOJISIE IPUIIMATH CBOEYACHI YIPABIIHCHKI PILLIEHHS, MIHIMI3yBaTu
BTPATH Ha NUIIXY A0 KOHBepCii Ta OymyBaTH JOBrOCTPOKOBY €MOIIHHY JOSIBHICTb.

IlepcniekTUBY MOAAJBIIMX PO3BIAOK Yy JaHOMY HampsMi MOJATAIOTH Y
po3po6Ili ramy3eBux Meronuk mooymoBu CIJM nis cnenudidyHUX CErMeHTIB
YKpaiHCHKOTO pHUHKY (30Kpema, cepu mocayr Ta e-commerce) B YMOBax
HICISIBOEHHOTO  BiHOBIEHHA. OkpeMoi yBarm  moTpeOye  AOCHIIKEHHSA

aBTOMaTI/I?;aI_Iﬁ Inpouecy MallyBaHHSg 3a JOIIOMOI'OXO TEXHOJIOT1H1 MITYYHOTO



iHTenekty Ta Big Data nnst cTBOpeHHs alanTUBHUX KapT HUIAXY KIIIE€HTA Yy PEKUMI

peasbHOTO Yacy.
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