204 MapKeTI/IHFOBbIe HCCJIICI0OBAHMUSA: TEOPHUS U IIPAKTHKA

VJIK 331

YNYYLWEHUE KIMEHTCKOIO OMNbITA YEPE3 KAPTY
KITMEHTCKOIo nyTu
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Hayunsiii pyxoBogutens A. H. Caesent

Paccmompenvt ananuz u npumenenue memooa kapmoi kauenmckozo nymu (CJM) ons onmu-
muzayuu xnuenmcxozo onvima. CJM npedcmasnsem coboti MOWHbII UHCMPYMEHM, KOMOPBIl NO-
Mo2aem NOHAMb U YIYYWUMb 83aUMOOeCmEUue KIUEHMO8 ¢ NPOOYKMOM Ul YCIY2OoUu HA Pa3iuy-
HbIX omanax ux nymewecmausi. Ilpedcmasnenvl Kiouegvie npeumyujecmea ucnonvzosanus CJIM,
a Maxace Memoovl €20 paspadomxu u pearus3ayuu.

KurodeBsble ciioBa: xapra kiueHTcKoro mytd, CJM, KIHMEHTCKUH OMBIT, YIy4IIEeHHE OIbITa
norpeduTenei.
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This article presents the analysis and application of the Customer Journey Map (CJM)
method to optimize the customer experience. CJM is a powerful tool that helps you understand and
improve how customers interact with a product or service at various stages of their journey. The
article discusses the key advantages of using CJM, as well as methods for its development and im-
plementation.
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CoBpeMeHHbII PBIHOK TpeOyeT OT KOMITAHWN HE TOJBKO KaueCTBEHHBIX MPOAYKTOB
WIH YCIYT, HO U BBICOKOTO YPOBHSI CEpPBHUCA, KOTOPHIH YJOBIETBOPSET MOTPEOHOCTH U
OKHJAaHUs KIMEHTOB. B 3TOM KOHTEKcTe KIH04eBBIM (DaKTOPOM CTAHOBUTCS MOHUMaHUE
KITUEHTCKOTO OMBITA U €r0 MOCTOSIHHOE YiyulneHue. OaauM u3 3QGEKTUBHBIX HHCTPYMEH-
TOB JJIsSl 9TOM TIENH SIBJISIETCS KapTa KineHTckoro mytu (CIM).

Kapra xnuentckoro myTtu (Customer Journey Map, CJIM) — 310 BU3yanbHOE Mpe-
CTaBJICHUE BCEX KOHTAKTHBIX TOUYEK MEXAY KIMEHTOM U KOMIIAaHUEH Ha MPOTSHKEHUH BCETO
npoiiecca B3auMOJICUCTBHS, HAUYMHAS OT TIEPBUYHOIO 3HAKOMCTBA C MIPOIYKTOM WJIU YCITy-
roil W 3aKaH4YMBasl MOCJIEAYIOUIMMH B3aUMOAECHCTBUSIMH Tocie mokynku. CJM mo3Bosser
OLIGHUTH KaXKJIbII 3Tl KJIMEHTCKOTO IyTH C TOYKH 3pEHUS MOTPEOHOCTEN, IMOIUI 1 Tpo-
0JieM KIIMEHTOB.

Metonomnorus Customer Journey Map Obliia nmpuaymMaHa U BIIEpBbIe IPUMEHEHA KOM-
nanuerr OxfordSM B 1998 r. mns pa3paGOTKM MHUCCHU W TIO3UIIMOHHUPOBAHUS OpeHaa
Eurostar (koMmnanus, ynpasistomnias TyHHeneM nof Jla-Manmem). OxfordSM npogosmkuna
HCIIOJIb30BaTh 3TOT MOAXOM, B TOM 4YHUCiE B paboTe ¢ MpaBUTENbLCTBOM BenukoOpuranuu,
Onmarogapsi KOTopoMmy OBLIO BBIMYIIEHO pPyKoBoaAcTBO mo CJM, u MeTon cran moIy-
JspHbIM [1].



Cexknus IV 205

Kpome 3TOro cymecTByroT u apyrue kaptsl, Takue kak UJM (user journey map), Ko-
TOpasi 0TOOpakaeT IMyTh OHJIAWH-TIOJIK30BATENSI BHYTPH MPOAYKTA HA CaiiTe MM B TIPUIIO-
xenun, a Takke LXM (life experience map), KoTopasi aHaTU3UpyeT KU3HEHHBIN MyTh TO-
TEHIIMAJIbHBIX KIMEHTOB U TIOHUMAHUS WX MHTEPECOB, MPOOJIEeM M MOTPEOHOCTEH. DTO
MIOMOTAeT YJIYULIMTh NPOAYKT M KaXKAbII 3Tal B3aMMOAEUCTBUS C HUM JUIS T€X, KTO elle
HE 3HAKOM C HUM.

Customer Journey Map (CJM) HyxHa [JIs1 TOTO, YTOOBI IIyOOKO MOHSTH HpOIEcC
B3aWMOJICHCTBHS KIMEHTA C MPOJYKTOM MJIM KOMIaHHWEW OT Hadana A0 KoHna. OCHOBHAS
nenb CJIM cocTouT B TOM, UTOOBI BBISIBUTH BCE ATAIlbl, KOTOPHIE KIUEHT MPOXOJUT B CBOEM
MYTH K JTOCTHKCHUIO CBOMX LIEJIeH MM PEHICHUI0 CBOMX Mpobiem. CocTaBUB KapTy, MOXK-
HO y3HATh!

1) B Kakux TOYKax ayJUTOpHUSl COMPUKACAETCA C MPOAYKTOM. ITO MOTYT OBITH CAMT
KOMITaHUH, PeKJlaMa Ha CTOPOHHMX pecypcax, COLMaIbHbIE CETH, KOJUI-LEHTP WU odaii-
HOBBIC MaraswHbI,

2) KaK B3aUMOJICHCTBYIOT C KOMIIAHHUEH pa3Hble CETMEHTHI ayAUTOPHH;

3) Kakue 3Tanbl TPOXOAUT TOJIB30BATENb MEPE]] MOKYIKOW U KaKue 1eJId OH Tpeciie-
NyerT;

4) HACKOJBKO YIOOHO MEPEXOAMTh C dTala Ha dTall MPU B3aUMOJICHCTBHU C BaIINM
HPOIYKTOM;

5) KaKkue SMOINH UCTIBITHIBACT KJIMEHT Ha MTyTH K CBOUM IIETISIM;

6) c KakuMHu OapbepamMu CTAJIKUBAIOTCS MOKyHaTenu [2].

Ha puc. | mpuBeneH npuMep MocTpOoeHHON KapThl KITMEHTCKOTO Iy TH.
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Puc. 1. Ilpumep KapThl KIUEHTCKOTO MyTH

[Tpodeccop @. Kotnep BbiAenseT TpU KIIOUYEBBIX dTama pa3paboTKu KapThl KIUCHT-
CKOT'O MyTH:

1) ugentuduxanys Bcex BO3MOKHBIX TOUEK KOHTAKTa U KaHAJIOB BHYTPHU MyTH MOKY-
naTelis. TOYKM KOHTaKTa MPEICTaBISAIOT co00i Ito0bie GOPMBI B3aUMOJICHCTBUS TIOJIB30-
BaTeNsl ¢ OpeH/IoM, BKIIIOYash MHTEPAKIMU C APYTUMHU MOJb3oBaTensiMu Openaa. Kanambr
BKJIIOYAIOT B c€05 KOMMYHHMKAI[MOHHbIE U MPOJAXKHbIE, I/1€ KOMMYHHUKAI[MOHHbIE KaHAJIbI
MPEJICTaBISIIOT CIOCOOBI Mepeiayu KOHTeHTa OpeH/ia, Takue Kak peKiama B COIMAbHBIX
CeTSIX WJIM CTaThU B ME/INA, a KaHAJIBI PO BKIIOYAIOT B €05, HANpUMep, BeO-cailT mwin
KOHCYJIBTAIlH C COTPYIHUKAMH KOMIIAaHUY;

2) onpezeneHue HauOoiee BaXKHbIX TOUEK KOHTAKTa;

3) ynyuuieHue U MHTerpamus Hanlosiee BaXKHBIX TOYEK KOHTAKTa, BKJIIOYAs MOJIHYIO
MapKETHUHTOBYIO MPOPa0OTKY ATHX ATANOB B3auMOAeHCTBHS [3].
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[Tpu ananuze CJM oOpaiatoT BHUIMaHHE Ha ONpPEEICHHbIE METPUKU. METPpUKH KITH-
€HTCKOTO OIBITa — ATO KOHKPETHBIE IMOKA3aTeNH, KOTOPHIE UCIIONB3YIOTCS I U3MEPEHUS
YPOBHS YJIOBJIETBOPEHHOCTH KJIMEHTOB M KayeCTBAa B3aMMOJCHCTBHUS C BalllMM OpEHIOM
WM POayKTOM. K OCHOBHBIM METpUKaM KIMEHTCKOTO OIbITa OTHOCSTCS:

1) NPS (Net Promoter Score) — 3T0 MeTpHKa, KOTOpasi ©3MEPsieT TOTOBHOCTh KJIMEH-
TOB pEKOMEHJIOBATh MPOIYKT WK YCIyTy CBOUM 3HaKOMBIM. OHa OTIpeIeNsieTCs Ha OCHOBE
OTBETOB Ha Bompoc: «Ha CKOJBbKO BEPOATHO, YTO BbI TOPEKOMEHIyETe Hall IMpo-
OYKT/yCIyTy CBOMM JpY3bsiM WM Kosuteram?». OTBeThl OIEHHBAIOTCS Mo Imkaine oT 0
10 10, rne 0—6 — HeyAOBJIETBOPEHHBIE KJIUEHTHI, 7—8 — MacCUBHbIEC KIHEHTHI, 9-10 — y10B-
JeTBOpEHHBIE KIMEeHTH. NPS paccunThiBaeTCs Kak pa3HUIA MEXIY MPOIEHTOM YJIOBIIC-
TBOPEHHBIX U TIPOIICHTOM HEY/IOBJICTBOPECHHBIX KIIUECHTOB;

2) CSAT (Customer Satisfaction Score) — 310 MeTpuKa, KOTOpasi U3MEPSIET yIOBJIETBO-
PEHHOCTH KITMEHTOB TOCJIE KOHKPETHOTO B3aHMOJICHCTBHS € MPOIYKTOM WM ycimyroil. Kiven-
TaM TpeajiaraeTcs OICHUTh CBOIO YIOBIETBOPEHHOCTh COOBITHEM WA ONPENICIICHHBIM aCTIeK-
TOM Pa0OThI KOMITAHUH TIO TIKAJIE OT «O4YEHb HEJIOBOJILHBD) JIO0 «OUEHB JJOBOJILHBDY,

3) CES (Customer Effort Score) — 3To MeTpuka, KoTopasi u3MepsieT YPOBEHb yCHIIHH,
KOTOpBIE€ KJIMEHTHI JOJKHBI MPEIIPUHATh, YTOOBI PEUINTh CBOM MPOOIEMBI HIU JOCTUYH
CBOMX IIeJIeH C MPOAYKTOM WiH yciayroid. OOBIMHO KIIMEHTaM 3ajaeTcsi Bonpoc: «Hackoms-
KO OBUIO CIIO)KHO TOJYyYUTh TOMOIIb WM PEIIUTh MPOoOJIeMy C HaIIUM MPOAYK-
ToM/yciyroii?» OTBEThI OLIEHUBAIOTCS 110 IIKAJIe OT «OYEHb JIETKO» /10 «OUYEHb CIOKHON;

4) Retention Rate (Koadduuuent ynepkanusi) — 3TO METpUKa, KOTOpas U3MEpsET,
CKOJIBKO KIIMEHTOB IMPOJOJIKAET MOJIb30BAThCS MPOAYKTOM WM YCIYyTrOl B TEUCHHE OTpe-
JIEJICHHOTO TIEpHO0/1a BPEMEHH. DTO MOXET OBITh HEJCIISI, MECSII, TOJI U T. 1.;

5) Churn Rate (KoaddunmeHT 0TTOKa) — 3TO METpUKa, KOTOpast U3MEPSET MPOICHT
KIIUEHTOB, MEPECTABIINX MOJIH30BATHCS MPOAYKTOM HIIM YCIYTOM B ONpEAeIEeHHBINA MEPHO/T
BpPEMEHU;

6) Response Time (Bpemst 00paboTku 3ampoca) — 3TO METpUKa, KOTOpasl U3MepseT
Bpemsi, TpeOyeMoe KOMITAaHWH JIJIsl pearnpoOBaHus Ha 3alpOChl WJIM OOpaIlieH s KIIMEHTOB [4].

Bb160p KOHKPETHBIX METPHUK 3aBHUCUT OT OCOOCHHOCTEH OM3Heca U IeNel OIEHKU
KITUEHTCKOTO OIBITA.

B urore cucremarnueckuii aHanu3 KapThl KireHTCKoro mytu (CJM) mo3BosisieT MOHATh,
Yero MMEHHO XOUeT KJIMEHT, KaK OH JICMCTBYET, C KAaKMMHU IPOOJIEMaMH CTAJIKUBAETCS M KaKHe
SMOIMH HCTBITHIBAET. ITO MOMOTAeT MOCMOTPETh Ha MPOLIECC C TOUKU 3PEHHUS KITMEHTa U 00-
HAPYXHUTh OONbIIe MEeCT KOHTakTa. [leproandeckuii 0030p U yIydilleHHE KapThl TTOMOTAIOT
HAXOJIUTh ITyTH YIIyUIICHUs: OpeH/Ia 1 MOTyYeHHsI IPEUMYIIECTB TIepel KOHKYPEHTaMH.

Paboma svinonnena 6 pamkax uccreoosanuii 6 CHUJI «Ilouck» BI'OY.
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