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AHortanisi. Mera crarti monsrae B OOIPYHTYBaHHI TEOPETHKO-METOJUYHUX IiAXOIIB [0
PO3YMIHHS pOJi Ta 3HAYEHHS CTparerii 0OCIYroBYBaHHs KIII€HTIB MPOMHCIOBOTO IiJIPUEMCTBA Y
3000yTTI HUIMH TPUBAJIMX KOHKYPEHTHHUX repeBar. CTaTTs MpUCBsiUeHA JOCTIHKEHHIO Ta aKTyawi3alii
cTpaterii 0OCITyroByBaHHS KII€HTIB MMPOMHUCIOBOTO MiAIMPUEMCTBA Y KOHTEKCTI peai3amii KOHIeii
CTPATETIYHOTO YIPaBIiHHA. BUpIMICHHsS] TOCTABIICHUX Y CTaTTi 3aBIaHb 3MIHCHEHO 3a JTOMOMOTOIO
TaKWX 3araJIbHOHAYKOBUX 1 CHEIiaIbHUX METOJIB JIOCIHI/DKCHHS: aHATi3y Ta CUHTE3Yy, CHCTeMaTH3aIlil
Ta y3arajibHEHHs.

AKTyaJi30BaHO CTpaTErito 00CIyTOBYBaHHS KIII€HTIB MPOMHUCIOBOTO HiAMPUEMCTBA Y KOHTEKCTI
peamizaiii KOHIENIii CTpaTerivHOro ympasiiHHA. [neHTH(ikOBaHO Oap’eépu BXOIYy B PUHOK, IO
CTBOPIOIOTHCSI BUPOOHUKAaMH i3 BUCOKMM PIBHEM OOCIYrOBYBaHHS KITI€HTIB, OCHOBHUMH Oap’epamu
BXOJly € BUKOPHUCTaHHS CXEM OIUIaTH, $Ki CTBOPIOIOTh CHIIBHY 3aJIe)KHICTh MiX KII€EHTOM i
MOCTaYaJIbHUKOM, HaJlaroKEHHS IIMPOKOI MEpexki 3aKIaiiB CepBiCy, sSKi PO3TAIlIOBaHI MO MICIHO
JUSIBHOCTI KJIIEHTIB, YKJaJaHHS KOHTPAKTiB Ha HaJaHHS JOBFOTPUBAIMX TOCTIHHMX MOCIYT,
CTBOPEHHS IMiJ)Ky KOMIIETEHTHOCTI IIIOJI0 HaJgaHHs Mociyr. JlocmimkeHo prcH, 0 XapaKTepu3ylTh
0o0CITyroByBaHHsS KIII€HTa 3 BHCOKOIO SKICTIO. I[meHTH(IKOBAaHO B3aEMO3B 30K MIX CTPATETi€r0
KOHKYPEHTHHX IepeBar MmiANpHeEMCTBA 1 CTpaTeTie€l0 00CTyroByBaHHS KIIi€HTIB.

VY craTTi 00rpyHTOBAHO, 110 OOCIYrOBYBaHHS CTAa€ KaTajli3aTOpOM BCTAaHOBIICHHS MAapTHEPCHKUX
BIIHOCMH MK KJII€HTOM Ta IMOCTAYaJIbHUKOM Ta ITOCSITHEHHS BHUCOKOTO PIBHS JIOSUTBHOCTI 3 OOKY
CIOKMBaviB. BaximBuM  HampsMOM JIOCSTHEHHS KOHKYPEHTHOI TIepeBaru IMPOMHCIIOBOTO
HiAPUEMCTBA € PO3POOJICHHSI TMOJITHKH OOCIYroByBaHHS KJIi€HTa. 3ampoNOHOBaHI 3aXOIU IS
MOTHUBYBaHHsI INPALiBHUKIB 0 SKICHOrO OOCIIyrOBYBaHHS KJII€HTIB NAlOTh 3MOry cGOpPMYBaTH Ta
MIATPAMYBAaTH KOPIIOPAaTUBHY KYyJIbTYpPY, OPIEHTOBaHY Ha BIACHWUX KiIi€HTiB. OCHOBHI HayKOBi
TIOJIOKEHHS CTAaTTi MOXKHA BUKOPHCTOBYBATH y TIPAKTHII IPOMHCIOBUX i AMTPUEMCTB.

KirouoBi cioBa: sxicte oOcnyroByBaHHS KIi€HTa, CTpaTerist OOCIyrOBYBaHHS KII€HTIB,
KOHKYPEHTOCIIPOMOKHICTh, CTPATerisi KOHKYPEHTHHUX MepeBar ImiIIprueMCTBa.
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STRATEGY OF CUSTOMER SERVICE AS AN IMPORTANT DIRECTION FOR
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Abstract. The aim of the article is to substantiate theoretical and methodic approaches to
comprehension of the role and importance of the strategy of customer service of an industrial
enterprise in terms of achievement of its sustainable competitive advantages. The article is devoted to
the study and actualization of the strategy of customer service of an industrial enterprise in the context
of implementation of the strategic management concept. Solution of the tasks, outlined in the article, is
secured by general scientific and specific methods of research, i.e. analysis and synthesis,
systematization and generalization.

The work has actualized the strategy of customer service of an industrial enterprise in the
contexts of implementation of the strategic management concept. The research identifies barriers on
the way of the market entry, which are set by producers with a high level of customer service. The
main barriers include the used schemes of payment, imposing heavy dependence between a customer
and a supplier, as well as arrangement of a broad chain of servicing establishments, which are located
at the places of customers’ employment, completion of contracts on continuous supply services,
creation of the image of competence concerning services supply. The article examines the features,
characterizing customer service of high quality, and identifies relationship between the strategy of
competitive advantages of an enterprise and the strategy of customer service.

The article supplies argumentation that servicing has become an accelerator of partnership
relations setting between a customer and a supplier, as well as of achievement of a high level of
customers’ loyalty. Shaping of the policy of customer service is an important direction to reach a
competitive advantage of an industrial enterprise. The work proposes measures to motivate employees
to supply customer service of the appropriate quality, which will secure establishment and support of
the corporative culture, focused on the company’s clients. The principal scientific fundamentals of the
article can be applied in the practical operation of industrial enterprises.

Key words: quality of customer service, strategy of customer service, competitive capacity,
strategy of the competitive advantages of an enterprise.

Introduction. In the process of economic activity, each enterprise participates in
numerous multi-vector relations. Duality of the relations, occurring due to activity of an
industrial enterprise at the market, requires identification of their character. Organizations
arrange networks in the form of chains, joint by some common linking points. In that chain,
each enterprise acts both as a supplier and as a customer.

The experience of leading countries confirms that nowadays competitive capacity at
the competitive markets can be secured by close cooperation with counteragents of the market
(particularly, with customers, suppliers, intermediaries). The importance of such cooperation
is argued by the fact that in the majority of the kinds of activity, the competition occurs not
between separate enterprises, but between the supply chains.
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Consolidating the world experience of establishment and performance of partnership
relations between enterprises, one can affirm that they are featured by various forms,
particularly, differentiated by the models of cooperation (cooperation in the supply chain,
cooperation on the base of abilities, cooperation on the base of supply, competitive
cooperation) and by the kinds (types) of partnership (cooperating organizations are considered
as partners and, within the set limits, coordinate their plans and actions; cooperating
organizations shift from coordination of actions to integration of actions; each organization
takes the partner as the natural extension of the processes of its company).

Problem statement. At the global markets, the increase of competitive capacity sets
higher requirements to the customer service. The enterprises, producing goods in the large
scale, should expand their competences in the field of the appropriate customer service. As
the requirement is getting more burdensome for the producers, and the task of customer
service draws them from the main productive tasks, initiation of partnership relations is one of
the ways to solve the problem. Such service has become an accelerator of establishment of
partnership relations between a customer and a supplier, as well as achievement of a high
level of customers’ loyalty. In many cases, the service is the best way to initiate a system of
close contacts between the enterprise and its customers.

The totality of services, which are related not only to the sale and exploitation of
products, but also to creation of additional benefits for customers, serves as a crucial factor of
the competitive capacity of enterprises under conditions of the intensive struggle at the
market. It is particularly true for investment products, whereas users of those products
evaluate proposals of the competitors, considering not just the price of the purchase, but also
the price of the commodity consumption.

The analysis of recent researches and publications on the modern tendencies in
management, marketing and logistics points out the growing interest to study the world
experience of counteragents’ cooperation at the market and their different forms. In particular,
the issue is highlighted in the works by famous foreign scientists, including 1. Ansoff [1], D.
Lambert [2], M. Porter [3], as well as Ukrainian specialists, i.e. Krykavskyi Ye.V. [4],
Chukhrai N.I. [5], Hryhorak M.Yu. [6, 9], Zozuliov O.V. [7], Bujak A. [8] and others.

However, despite of numerous publications, the tasks of formation of the promising
directions of enterprise development by means of arrangement of partnership relations with
other counteragents, i.e. the role of services in formations of “producer-customer” relations at
the industrial markets, are practically not studied.

Customer service has been recently ignored. Moreover, it was associated with the
phenomenon like breakage of equipment. However, at the present stage, it is clear that rise of
the quality of industrial products does not bring reduction of the importance of servicing of a
commodity and a customer, particularly after-sale service. In contrast, simultaneous activity
in both directions, i.e. support of the product quality and its after-sale service, assists in
practical achieving of the “total quality”.

The supply of high-quality customer service secures successful competition of
producers by creating incoming barriers, preventing penetration of new competitors into the
market. There work presents some examples of such barriers of the market entry, namely [4,
p. 67]:

- use of the schemes of payment, which impose heavy dependence between a customer
and a supplier, particularly, credit repayment, leasing, hiring, rating;

- arrangement of a broad chain of service institutions, located at the places of
customers’ employment;

- completion of contracts on continuous supply of services;

- creation of the image of competence concerning supply of services (diversity and

quality).
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Thus, more effective and qualitative customer service of an industrial enterprise secures
successful competition at the market by image upgrading and formation of a circle of loyal
customers, as well as obtaining of an additional profit.

The goals expect argumentation of the key role of the strategy of customer service of an
industrial enterprise in obtaining of continuous competitive advantages.

Results. Customer service requires supplementing of the commodity with extra benefit,
which should be created within the field of marketing competences, and afterwards, when the
demand for the commaodity is shaped, by supplementing the community with the benefits of
place and time, which are suggested by the logistic skills of commodity delivery to a definite
place and at a definite time. Thus, they are revealed in space and time satisfaction of the
demand. Logistics is a key element of support, i.e. the instrument (enabler) in the marketing
strategies of enterprises. Its role is far beyond the boundaries of the physical distribution, but
also concerns cooperation relations in the supply chains, ways of the distribution
management, as well as methods of control for material moves within the internal storage-
transport chains of enterprises. The author’s interpretation of the integration of marketing and
logistics has produced the principal measuring of the concept of strategic management of
customer service of the enterprise in a supply chain, and defined its essential elements.

The author of the research defines determinants of the main theories of strategic
management as the base for the concept. The essence of the research is to adapt the theories to
the subject. First, while the strategy of customer service is a kind of business strategy,
implemented at the level of a separate business-unit of the enterprise, it should be
subordinated to the corporative strategic goals. Second, performance under market conditions
causes the necessity to focus on the dynamic external environment, which determines
directions of development of the strategy of servicing, and requires considering of the
strategic approaches, applied by the enterprises of the defined strategic group. Third,
considering dynamics of the external environment, the strategic management is focused on
permanent corrections and modifications of the strategy of customer service according to the
market needs. Fourth, the efforts on customers keeping, increase of sale and profit require
satisfaction of their needs in terms of time, reliability, communications and comfort. To meet
the needs, it is necessary to master marketing, logistic skills and competences. In that context,
the reason of the significant dependence between marketing and logistics is explained by
building of the key competences with the focus on a customer. Fifth, under conditions of the
“new economy” establishment, those competences have become the key resource of the
enterprise performance, particularly in the field of customer service.

It is substantiated that, supplying a wide range of services for customers, the producing
enterprise both maximum satisfies needs of its customers and obtains a complex of strategic
advantages. First, the “complex servicing” is more often taken as a source of income and its
use can significantly increase the income and profitability of producers. Another advantage is
that the field of servicing assists producers in formation of a steady market of the commodity,
entering new markets, or expand their market share.

The research has confirmed that high-quality customer service should be characterized
by the following features:

- representatives of the enterprise at all levels manifest total attention and respect
to customers, and try to supply the best assistance;

- management is completely engaged in introduction of the program of perfect
customer service (however, that participation is sincere, not pretended one);

- at each level of management, each manager is totally competent about
customer’s expectations, and develops a system and procedures, necessary to satisfy those
expectations (as well as controls results of the actions to be able to make efficient
administration of the staff’s work);
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- there is sufficient flexibility in satisfaction of customers’ needs;

- personnel take customers as partners, not enemies; relations are mainly of
partnership, not antagonistic character;

- making important decisions, the enterprise is first concerned about the well-
being of customers; quality of goods and services is permanently upgraded to meet the
customers’ expectations;

- the policy, based on prevention of problems, substitutes the policy of problem
solution;

- managers of the enterprise take some criteria as the main ones for success
achievement, particularly, satisfaction of the customer’s wish, a share of market, as well
as long-term profit, contrary to the term profits and fast return of investments;

- quality of goods and services is adjusted to the customer’s requests, not to the
standards, which are obligatory at the enterprise;

- employees are permanently trained to master new ways of service supply for
customers, along with improvement of the main principles of quality services.

It is argued that a competitive advantage can be developed, focusing on competitors or
on customers. The strategy, focused on competitors, suggests the move towards reaching of
the improved quality, innovative technologies, wider distribution, increase of the variants of a
product, better technical supply, upgrading the company image. The strategy, focused on
customers, is grounded on the move towards solution of the customers’ problems through
security of more reliability, less operational costs, faster response, simplification of the
purchase procedures, as well as guaranty of the appropriate quality of products and services.
The difference in the approaches is manifested by the way of the advantage evaluation, and
acceptance of either results, achieved by competitors, or actual customer productivity as the
criterion.

Maintenance of the competitive advantage, achieved due to the cost-based leadership or
distinguishing competence, is a continuous process, which is intensified by itself in case it is
well-planned and is successfully fulfilled. Achievement of an advantage should bring results
in the form of customers’ loyalty, their satisfaction, as well as profitability, suggesting
increase of the volume of investments in the key competences and means, and strengthening
the competitive position of the enterprise.

Table 1 presents the strategies of competitive advantages, adopted by the author of the
article concerning the principal processes of value creation, which act in the chain of M.
Porter. In particular, operational excellence is based on the fundamentals, suggesting that a
competitive advantage, obtained and maintained by creating of the added value for a
customer, is the effect of cost-based leadership. The product leadership (differentiation) deals
with permanent development and introduction of new products at the market. Adjustment to
the customer’s needs underlines the benefits of establishment and maintenance of long-term
relations between the enterprise and customers. Recognition and satisfaction of customers’
needs serve as an important indicator of the market focus of the enterprise. Establishment and
maintenance of the mentioned relations provide benefits both for customers and the
enterprise. They are getting greater due to better satisfaction of the customers’ requirements
(the same as needs) with the supplied products and services.
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Table 1

Relationship between the strategy of competitive advantages of the enterprise and the
strategy of customer service

Kind and tasks of the

The corresponding

Directions of the strategy

strategy of competitive strategy of implementation
advantages customer service
Operational excellence: The strategy of the | - optimization of the process of goods
cost-based delivery in the context of experienced
delivery of the products | leadership in expenditures, as well as supply of the

of the greatest value at
the lowest price and the
least discomfort for a
customer (best price)

customer service

The strategy of key
competences in
customer service

purchase comfort for the customer;

- development of clear, thoroughly
controlled procedures of commodity
delivery;

- concentration on  fast, repeated

transactions, as well as agreements of the
performed actions with the approved
fundamentals;

- development of the organizational
culture, focused on productivity, as well as
avoidance of the cases of overspending.

Product leadership:

introduction of improved
commodities at the
market (best product)

The strategy of
customer service

The strategy of high
added value for the
customer

- concentration on development of new
commodities, as well as the highest level
of their introduction at the market (even by
means of the  phenomenon  of
“cannibalism” of commodities, supplied
within the existing range of goods);

- development and introduction of the
organizational structure, focused on
innovativeness of market decisions;

- focus on market effects, obtained due
to innovativeness, revealed in permanently
improved supply of goods;

- development of the organizational
structure, focused on market effects.

Adjustment to the needs
of customers:

sustainable development,
as well as modification of
commodities to satisfy
needs of definite
customers

(best solution)

The strategy of key
competences in
customer services

The strategy of high
added value for the
customer

- concentration on determination of
customers’ needs, as well as on
development and maintenance of long-
term relations and contacts with
customers;

- development and introduction of
flexible decisions in the field of sale, as
well as relations and contacts with
customers;

- focus of the actions on individual
decisions, which satisfy needs of some
customers;

- development of the organizational
culture, focused on individual solutions of
customers’ problems, as well as long-term
relations and contacts with customers.
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Conclusion. At the current stage, servicing has become an accelerator of partnership
relations establishment between a customer and a supplier, and achievement of a high level of
consumers’ loyalty. In many cases, the servicing is the best way to develop a system of close
contacts between the enterprise and its customers. The totality of services, which are related
not only to the sale and exploitation of products, but also to creation of the added value for
customers, has become a crucial factor of the competitive capacity of enterprises under
conditions of the intensive struggle at the market. It is particularly true in terms of investment
products, because users of those products evaluate proposals of competitors, considering both
price of the purchase, and price of the commodity consumption. Under such conditions, the
maximum efficiency of customer service is a necessary condition for establishment of
business contacts between a customer and a supplier.

An important direction of achievement of a competitive advantage of an industrial
enterprise suggests development of the policy of servicing of the commodity and the very
customer. Nowadays, industrial enterprises improve attractiveness of their supply by
providing technical, commercial, and financial services for their customers.

Whereas the competitive advantage is based on expenditures, or on the value, its
acceptance and maintenance requires creation of a friendly atmosphere at the enterprise, as
well as opportunities for individual development. It can strengthen the confidence and
cooperation, which make the essence of partnership between a supplier and a customer. The
work of all people, employed at the enterprise, should be focused on the customer. Even
those, who have never contacted with customers personally, should understand that,
regardless of the performed function, they should have personal clients. The author of the
study proposes some measures for motivation of the workers to provide customer service of
the adequate quality, which will ensure creating and supporting of the corporative culture,
focused on personal clients.
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