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Pe3rome

B Hamm AHM 3HAYEHHETO Ha YNPABICHHETO HAa B3aWMOOTHOLICHMATA C
KIIMEHTHU 3a ABJITOCPOYHMS yCIEeX Ha KOMIIAHMHUTE € IHMPOKO NMpu3HATO. ChINo
Taka € U3BECTHO, Ye HAKOU KJIMEHTHU (HapeueHU ,,KIIFOUOBU KIMEHTHU ) Ch3aaBaT
noBede CTOWHOCT cIpsiMO Apyrd. B eran Ha qururtaisHu TpaHcpopMauuu U Ha-
JU4YYe Ha pelrlia MHCTPYMEHTH 3a ChbOMpaHe W aHalu3 Ha MH(opmalus, Moje-
JUTE 3a yNpaBlieHHWe Ha KIMEHTCKHM NOpT(elan craBaT BC€ NO-NOMYJISIPHU.
JloKJIagbT IUCKYTUpPA pOJIATa Ha MOJEJIATE 3a YIIPaBJICHUE Ha KIMEHTCKH MOpT-
(Geinu 3a MEHUWIKMBHTA Ha KIIOYOBH KIMEHTH U WIACHTHU(PUIMPA HIKOM OT
OYaKBaHUTE MOJIOKUTETHHN e(PEeKTH OT TIXHOTO NMPUIIOKEHUE.

KiarouoBn aymun: CRM, kimmeHTCKM NOPTQEI, MEHUKMBHT Ha KJIFOYOBH
KIIMEHTH

THE ROLE OF CUSTOMER PORTFOLIO MODELS
FOR KEY ACCOUNT MANAGEMENT
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Abstract

Nowadays the importance of managing the customer relationships of a
company for her long-term success is widely acknowledged. It is also known
that some of the customers (the so-called “key accounts”) create more value
than others. In an era of constant digital transformations and a variety of data
collection and analysis instruments available the customer portfolio models gain
more popularity. The paper discusses the role of customer portfolio models for
key account management and identifies some of the expected positive effects
from their application.

Key words: CRM, customer portfolio, key account management
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Temara 3a ycrnexa Ha ynpaBJ€HHMETO Ha B3aWMOOTHOLIEHHUSTA C
KJIFOYOBU KJIMEHTH IMPUBJIMYA UHTEpeca HA YYEHU U MPAKTULU OT T'OJU-
uu' . TTonoxuteneH edekT OT IPeANPUEMAHETO HA LieJIeHACOYeHH JeiiCT-
BUS B Ta3M HACOKA € HaJIMYEH KaKTO MO OTHOIIEHHWE Ha B3aUMOOTHOIIIE-
HUATA C KOHKpEeTeH KJIMeHT, TaKa W 3a LilaTa opraHusauus’. B Tasu
Bpb3Ka ca U3BECTHU peJivlia U3CJieIBaHus, KOUTO pa3riekaaT TeopeTuy-
HaTa paMKa Ha MeHWDKMBHTA Ha KiarouoBM kiaueHTH (MKK), HeroBute
OCHOBHM M3MepeHUsi, (GUHAHCOBU W peIallMOHHU TMOJ3U U €(eKTH OT Bb-
BEXJ/IQaHETO Ha MOJIOOHU MPOrpaMu, XapaKTEPUCTUKU Ha eheKTUBHUS
MEHUXbD ,,KIIOUOBU KIMEHTU U Mp. BypHOTO pa3BuTHE Ha HAyYHUTE
JIOCTUKEHUSI U MIPAKTUUYECKUTE pellleHus] B 00acTTa 00yciiaBs MHTEpeca
KbM ThPCEHE U MPOEKTUPaHE Ha MHCTPYMEHTH, C UUSITO TTOMOII] B3aUMO-
OTHOILLIEHUSTA C KITFOUOBH KJIMEHTHU Jia Ce aHAIM3UpaT, OLIEHsBAT, pa3BHU-
BaT U yIpaBJisiBaT. Bb3M0XHOCTH 32 TOBa MPEJOCTaBsl yIIPABIECHUETO Ha
knuentcku noptdeitnu (YKII), kato pasriexna KIMEHTUTE U B3aUMOOT-
HOLIEHUSTA C TSAX KaTO aKTUBH, CIIOCOOHU J1a TEHEpUPAT CTOMHOCT.

Ilen Ha pa3paboTkaTa e Ha O6azaTa Ha 000OIIEHHEe U aHaJli3 Ha OcC-
HOBHM TEOPETUYHMU MOCTAHOBKM B 00JIacTTa Ha yIpaBJIeHUETO Ha B3au-
MOOTHOIIIEHUATA C KJIMEHTH Jla C€ apryMEeHTUpa poJisitTa Ha MOJEJIUTE 3a
yIpaBjieHHe Ha KJIMEHTCKU MOpTheinu 3a MEeHWIKMbHTA Ha KJIHOYOBU
KJIMEHTU U Ja c€ UASHTU(DUIMPAT BH3MOXKHU MOJOKUTETHU ePEeKTU OT
TAXHOTO MPUJIOKEHHUE.

B Ta3u Bpb3ka aBTOpPUTE CU MOCTABST CJAEIHUTE 3a7a4M:

e Jla ce cucremaTuzupaT TEOPETUKO-METOJUYHU aCMEeKTH Ha KJIU-
€HTCKHUTE NOpTheliu U MEHUHKMBHTA Ha KJIFOUOBU KIIMEHTH.

e Jla ce aprymenTtupa ponsita Ha mogenure Ha Y KII 3a MKK.

e Jla ce uaeHTUPUIUPAT BB3MOXXHU TIOJOXKUTEITHU €(OEKTH OT

! Tzempelikos, Nektarios, Spiros Gounaris. A conceptual and empirical examination of
key account management orientation and its implications—the role of trust. In: The
Customer is NOT Always Right? Marketing Orientationsin a Dynamic Business
World. Springer, Cham, 2017. p. 673-681.

Homburg, Christian, John P. Workman Jr, and Ove Jensen. "A configurational
perspective on key account management." Journal of Marketing 66.2 (2002): p. 38-
60.
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npuiioxxenueto Ha moaenute Ha YKII 3a MKK.

N3BecTHO €, 4e KJIIMEHTUTE Ce pa3inyaBaT MOMEXIY CH, U Y€ HIKOU
KJIMEHTU MOrar Jia peajii3upaTr HEMpOMOPLMOHAIIHO BUCOK MPOLIEHT OT
MOKYIKUTE WM Ja (GopMUpaT 3HAUMUTENIEH Jis1 OT Ievyandara Ha ChbOT-
BeTHa komnanus. [IpaBunoro Ha Bundpeno Ilapero (80/20) B unmyct-
pHUalieH KOHTEKCT ChII0 HAacOYBa BHUMAHUETO HAa MEHUIKbPUTE KbM TI0-
3HAUMMUTE KJIMEHTH, KOETO JI0OBEXa 10 MPECTPYKTYpUpaHE HA yCUIIUS-
Ta U pecypcuTe Ha KoMmaHuuTe. B momoOHa cutyalus Hail-3HAUUMUTE
32 KOMIIaHWsTa KJIMEHTH MoJiydaBaT MPUOPUTETHO oOciyxkBaHe. Te3u
KJIMEHTH ce 0000ImaBaT moji OOIOTO Ha3BaHUE ,,KJIFOYOBH KJIMEHTH'
(key accounts).

KitouoBu ca oHE3M KJIMEHTU, KOUTO KOMIAHUUTE UACHTU(hULMpAT
KaTo Hal-Ba)KHU U TW OOCITY>KBaT MPUOPUTETHO U C MPEABAPUTEITHO MO~
rotBenu pecypcu’. Tosa ompeneneHne Ha Workman U KOJeKTHB pask-
pUBa pa3MKaTa MEeXJy MacOBUTE KJIUEHTH U Te3U, 00CITY»KBaHU C Mpe/-
BapUTEJIHO MOArOTBEHU pecypcu. ABropute onpenenstT MKK karto ,,u3-
BBPIIBAHETO HA JOMBJIHUTEHA JEHHOCTH W/WUJIM Ha3HAYaBaHETO Ha CIie-
[MAJIHO TOJrOTBEH IMEepPCOHAaJl, HACOYEH KbM Hal-Ba)KHUTE KJIUEHTH 3a
opranm3anuaTa®. Tasu neuHUALMSA HacOYBa KbM J[Ba BaXKHU MOMEHTA!

® KJIFOYOBUTE KJIMEHTHU MMAT HYXJa OT CHEUUaAIHU T'PUXKU (OTHO-
IIEHUE);

® [MIPEJIOKUTENIUTE OTACHAT JONBIHUTEIHU pPEecypcu 3a Haii-
BOKHUTE KJIUCHTH.

MKK npezacrapiisiBa HacouBaHe KbM OCHOBHMSI MAacCUB OT KJIMEHTHU
Ha KOMIaHUsITA, Ype3 OCUTypsiBaHE Ha CMELHATHO OTHOIEHUE KbM TsX,
aJMUHICTpHUpaHe Ha mpojaxoute u obcmyxsane’. MKK ce cBbp3Ba ¢
U3MbJIHEHUE Ha JOMBJIHUTENIHU NEeWCTBUS W/WIM MpeHacouBaHe Ha pe-

3 Workman, J., Homburg, C., Jensen, O. Intraorganizational Determinants of Key

Account Management Effectiveness.// Journal of the Academy of Marketing Science,
2003, Vol.31,N 1, pp. 3-21.

Pardo, C. Key Account Management in the Business to Business Field: The Key
Account's Point of View. // Journal of Personal Selling & Sales Management, Vol.
XVII, Number 4 (Fall), 1997, p. 17.
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CypCH 3a pa3BUTHE HA CTPATErHMYECKU WM JOXOJOHOCHU OTHOLIEHHUS C
Hali-Ba)KHHUTE 3a OpraHM3alyATa KIneHTH . IIpencraBenuTe nedUHUIMN
SICHO pa3rpaHdyYaBaT ,,OCHOBHUTE® WJIU ,,HAl-BaXXHUTE® KIHUEHTU OT
BCUYKHU OCTaHald. Te M3pUYHO MOCcOYBaT, Y€ KOMIAHMUTE CJe/Ba Ja
npeanpueMar onpeiesieHn JeHCTBUS U Ja MpeHacoyaT CBOUTE pecypcu
KbM Pa3BUTHE HA PEHTAOWUIHU OTHOLIEHUS.

3a na ce obe3neun ycrexa Ha cuctemute 32 MKK ce odpopmst HeoO-
XOJUMOCTTa OT pa3pab0OTBaHe HAa HAJICKJIHU JTUArHOCTUYHU UHCTPYMEH-
TH U METPUKH 3a OlLIeHKa, KOUTO J1a MOJKPEIsT CTpaTernuyecKkuTe MapKe-
THHroBH pelneHus . Kato TakuBa HHCTPYMEHTH MOTAT A Ce PasrIIeKIaT
MOJIEJIUTE 3a yNpaBjieHue Ha KJIueHTCcku noptdeinu. KpaTkust teope-
TUYEH 0030p Ha CHIIHOCTTA U 00XBaTa Ha KJIMEHTCKUTE mopTdeitin Hu
MO3BOJISIBA J]a HAIPAaBUM IPEJIOI0KEHUE, Y€ BCAKA CTOMAHCKA OpraHu-
3alus IpUTEXKaBa CBOM MOpT(deits OT KIMEHTH, He3aBUCHUMO JIajii IO YII-
paBiisiBa Ch3HATEHO WK He. 3HAYEHUETO Ha KJIMEHTCKUS MOPTQen uz-
Jv3a Ha JHeBeH pen mnpe3 80-Te TOJMHU Ha MUHAJIMAS BEK KaTO JIOTMYHA
pediiekcust Ha peaulia HOBU CTpaTernyecKu KOHIIENIWU, 1eMOHCTpUpa-
1y Tpuymba Ha KJIMeHTOLEHTPUUHUS MAPKETHHT .

AprymenTu 3a posiata Ha YKII B MKK morar ga ce tepesar B paz-
JMYHUTE TT0JI3U, KOUTO MOJI00HU LIeJIEHACOUYeHU U OOOCHOBAHU JEHHOCTH
nputexanaT 3a opranuzanunte. YKII nmo3BossiBa na ce ocurypu 6anaHc
MpU pa3lpeie]IeHUEeTO0 Ha OTPaHUYEHUTE pPEecypcu Ha OpraHu3alusiTa
(buHaHCOBH, YOBEIIIKH, BPEMEBU, TEXHOJIOTMYHU U Jp.). UHPopmairoH-
HOTO ocurypsiBaHe, Heooxoaumo 3a YKII, cb3naBa npeanocTaBky 3a 1o-
100pa OTYETHOCT U Bb3MOXKHOCTH 3a U3BEXJaHE Ha TeHJCHIMU U cllabu
MOMEHTH TP YNPaBJICHUETO HA pecypcuTe Ha KoMIaHusita. ToBa MOTHU-
BHpa MOBEYE OTTOBOPHOCT IPU Pa3XOJIBAHETO HA CPEACTBA 3a yIpaBJie-
HU€ Ha B3aMMOOTHOULIEHHUSTA C KJIIOYOBHU KJIMeHTU. Criope] HSIKOU aBTO-

> Hsieh, M, Chou, W. Managing Key Account Portfolios across the Process of
Relationship Development: A Value Proposition—Desired Value Alignment
Perspective. // Journal of Business-to-Business Marketing, 18:83—119, 2011, p. 84.
Cranumupos, E. Ilpomec Ha ympaBieHne Ha B3aUMOOTHOINCHUSATA ¢ KIMEHTH TPHU
npejiarane Ha Ousnec ycenyru. Direct Services. 2014, ctp. 56.
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pu nojo0eH (OKyC BbpXY aHAJTUTUYHO OOOCHOBAHHU peIleHUs BOAU IO
OaiaHc U e(PEeKTUBHOCT MPU pasNpe/IeICHUETO Ha OIpaHUYEHUTE pecyp-
CHM Ha OpraHu3alusTa MO OTAEJHU KJIMEHTH U MApKETUHIOBU WHCTPY-
MEHTH, KOETO OT CBOSI CTpaHa BJIUSIE MOJO0XUTEHO BbPXY UKOHOMUYEC-
KOTO IpeJCTaBsiHe Ha KOMIIAHUsATA .

N3BecTHO e, ye ynpaBjIE€HUETO HA MAPKETUHTOBUTE JEMHOCTH U He-
rOBOTO ,,aKOpJAHpPaHe* CbOOPA3HO XapPAKTEPUCTUKUTE HA KIUEHTUTE, KO-
€TO MOKE€ J]a Ce peajlu3upa Ype3 aHaIU3 Ha KJIMEHTCKUs MOpTQeils Ha
KOMITaHUSATA, BIIMSI€ BbPXY PABHUIIETO U JUHAMUKATA HA OYAaKBaHUS Ta-
pHyYeH notok Ha komnanusta®. YKII nojamnomara KOMIAHHUTE IIPH OTIpe-
JIeJIIHETO HA IPHOPUTETH 3a Pa3sBUTHETO HA KJIMEHTCKaTa uM 0as3a’. ToBa
MOXe€E Jla Ce pa3riiek/ia KaTo MPEeAroCTaBKa 3a B3€MaHETO Ha aJeKBaTHU
peleHus B 00J1acTTa Ha yIpaBJIeHUE Ha B3aMMOOTHOIIIEHUATA ¢ KJIMEHTH
Ha CTpaTerm4yecko M onepaTUBHO paBHUIIE. [1o To3n HaUMH KOMITaHUsITa
MOX€ Jia pa3BHBa CBOWUTE B3aMMOOTHOLIEHHUS C KJIFOYOBU KJIUEHTH C I0-
roJisiMma yB€peHOCT.

Hannumero Ha MHOXECTBO YYAaCTHHUIM B €IUH U ChII| KJIHNEHTCKHU
nopTdeils e npeanocTaBka 3a nosiBata Ha MPOTUBOPEUYUE MEXKIY TEXHU-
T€ WHIUBUIyaTHU OU3HeC 1ieu U uHTepecu. Ha To3u ¢doH xenanueto Ha
BCsika (pvpMa J1a yBeJIMYM Y 3ana3u KOHKYPEHTHUTE CU MpeIUMCTBa Mpe
OCTaHAJIUTE TMa3apHU CYOeKTH BOJU 0 HEOOXOJIMMOCT OT ChrjacyBaHe
WHTEepEeCUTe Ha BCUYKU YYAaCTHULM B HEHWHAaTa KJIMEHTCKa 0a3za. B ta3u
Bpb3Ka mozaenute 3a YKII npencraBnsBar noaxoasia OCHOBA 32 B3UMa-
HE Ha YIPaBJICHCKU PELICHHUS.

[TocoueHnTe NPUUYMHU MPEOMNPENENSIT ChIIECTBEHUS MPUHOC Ha
VYKII 3a edextuBHus MKK. Ha 6a3a uznoxeHuero 10 TyK ca cucTeMa-

7 Verhoef, Peter C., and Katherine N. Lemon. "Successful customer value
management: Key lessons and emerging trends." European Management Journal
31.1 (2013): p. 1-15.

Shah, Denish, et al. "Linking Customer Behaviors to Cash Flow Level and Volatility:
Implications for Marketing Practices." Journal of Marketing Research 54.1 (2017):
27-43.

B 1.4. kou (Tpynu) KIUEHTH ca PUOPUTETHH, 3aIbPIKAHETO Ha KOU € BXKHO 33 KOM-
MaHUsTA, IPUBIMYAHETO HA KOM MOXKeE JIa € peHTaOUIHO U TIp.
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TU3UPAHU BH3MOKHUTE €(EeKTH OT MmpuiiokeHueTo Ha mojnenu 3a YKII

(Bux @ur. 1).

Cb3aaBaHe HA CTOHHOCT U MOA0OPSIBaAHE HA HKOHOMHY€ECKOTO
NnpeacTaBsiHe HA OPraHU3aUATA

i

i

I

i

HamaasiBane Ha
pa3xoaute

e HamansiBane Ha
paszxoau 3a o0c-
JTy>KBaHe

e lkoHoMuu OT
Maiada u 00x-
BaTa

e OnTUManHo pas-
npeJieieHue Ha

AHaJu3 U pa3Bu-
THe HA B3aMMOOT-
HOLLIECHUSTA

e OmnpenensHe Ha
KIIIOYOBH KJIUEH-
TH

e VrpaBieHue Ha
JIOBEpHE, JOSLI-
HOCT YJIOBJIETBO-
PEHOCT, U JIp.

HNudopmanmoHHo
OCUIypsiBaHe Ha
ynpaBJIeHCKH
peleHust
e [lognbpkane Ha
uHpopMaIus 3a
KJIMEHTCKa 0aza
e AHaiu3 Ha TEH-

JICHIINU

YBeau4aBaHe Ha
MPUXOIMTe
e 3a/IbpXKaHe U
MpUBJINYAHE HA
KJIMEHTHU
e YrpaBieHue Ha
npoaaxou (mo
KIIK; kpweToca-
HU IpOJaxx0n)
e [[porpamu 3a

KIIFOYOBHU KJIMEHTH
e Pedepanu

pasxoauTe 1Mo
KIINEHTH

I i

YnpaBJjieHHe HA KJIUEHTCKH MOPTdeinan

®@ur. 1. Bb3moxxHM edeKTH OT yNIPaBJeHHETO HA KJINEHTCKH NopTderan
3a MEHHMI)KMBbHTA HA KJIIOY0BY KJIHEHTH

[IposiBiieHMETO HA BCUYKU TMOKa3aHU €(DEKTU He € 3abJLKUTETHO.
To e dbyHKIMS HA JETEPMUHAHTH KaTO: BU3Ms, MUCHS U IIEHHOCTU Ha Op-
raHu3alusTa, 3aJ05KeHHU 1IeJId, CUTYallMOHHU (haKTOpH, U3MOJ3BAHU WHC-
TPYMEHTH 3a yMpaBjieHHe Ha KIUEHTCKU MOpTHeisii, aHTQKUPaHOCT Ha
nepcoHasia MpH YIpaBieHUETO Ha KIMEHTCKU nmopTdeitnu, eeKTUBHOCT
Ha MeHUuKbpuTe ,,KimodoBr kineHTH u np. ChblIo Taka B ONpeJesieH
MOMEHT WJIM 32 KOHKpeTeH OpaHIill € Bb3MOXKHO e(peKTUTe OT JajieHa
rpyra 3HauUTeJIHO J1a HaJIXBBPJIAT ocTaHanuTe. B Ta3u Bpb3ka € HEoO-
XOIMMO BCSIKa KOMITaHUs cama Ja npoekTthpa cBoute moaenu 3a YKII n
nporpamu 3a MKK. Camo Taka Te Morar ja A0BE€JIaT JI0 peajiHu pe3yJiTa-
TH ChOOPA3HO TEKYIIHSI KOHTEKCT.

63



B 000011eHre Ha U3BBLPIICHUS] aHAJIU3 Ha MpoydeHaTa Crelydaiu-
3UpaHa JuTeparypa Moxe aa ce nocouu, ye YKII e HenpekbcHAT U Hec-
TalMOHApeH MpOILEC, KOMTO ce CBbp3Ba C MOCTOSHHO 00paboTBaHe U
aHaJu3 Ha MHQpOpMAIMsS 32 KJIMEHTUTE U cpejaTa C LeJ B3eMaHeTO Ha
aJIeKBaTHU 3a cUTyauusTa peumieHus. Toil Mmoxke Aa ce u3BbpuiBa 3a pas-
au4Hu uend, B T.4. U 32 MKK. Konueniusita no3Bossia uaeHTUGUIM-
paHe Ha KJIOYOBHU KJIMEHTH ChOOpa3HO NaJieHu KpUTepUU, pa3BUTHE HA
B3aMMOOTHOUIEHHUs U MOJ00psiBaHEe Ha MOCTUTHATUTE PE3yJITaTH Ha Op-
rannzanuute. [lelinoctute mo YKII morat na ce U3BbpIIBAT HA pa3jiny-
HU YNPABICHCKU PAaBHUIIA U 3acAraT HE CaMO MApPKETUHTOBU ACIEKTH OT
J€HHOCTTa Ha OpraHu3auuuTe. 3a MakcuMaliHa e(peKTUBHOCT ce€ U3MCKBa
Te Ja ObJaT BHUMATEJIHO UHTETPpUpPaHU B ISJIOCTHATA Bepura 1o ch3jaa-
BaHe Ha CTOWHOCT B koMmmnaHusTa. ToBa OM IOMpUHECIIO 3a MPOosBIIEHKe-
TO Ha HsIKOU TonoxuTeJHH edektn 3a MKK, B T.4. HamMmayisiBaHe Ha pa3-
XOJUTE U YBeJIMYaBaHE Ha MPUXOAUTE HA OpPraHu3alMsTa, pa3BUTHE Ha
B3aMMOOTHOUIEHUSTA C KJIMEHTH W HH(POPMALMOHHO OCHUTypsiBaHE 3a
B3€MaHETO Ha CBOEBPEMEHHU PEIICHMUSI.
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