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Аннотация: Статья посвящена такому важному и значимому 

процессу в современном мире экономики, как построение надёжных и 

доверительных отношений между фирмами-продавцами и их клиентами. 

Сегодня цифровые компьютерные технологии позволяют формировать 

предпринимателям клиентскую лояльность довольно интересным и удобным 

способом. Одним из распространённых инструментов являются 

специальные приложения, где описанный процесс для пользователя 

полностью гемифицирован. 
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Annotation: The article is devoted to such an important and significant 

process in the modern world of the economy as the building of reliable and 

trusting relations between vendors and their customers. Today, digital computer 

technologies allow entrepreneurs to form client loyalty in an interesting and 

convenient way. One of the most common tools are special applications, where the 

described process for the user is completely hemified. 
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In the modern world each of us understands the importance and significance 

of the relationship between people, including relations between the seller and the 

client in the market of goods and services. And Customer Loyalty is becoming the 

main factor of prosperity and development of small and large companies. Today’s 

customers have access to an endless amount of information about your business, 

and they’re ready and willing to stop dating around and stick with companies who 

go above and beyond to create a fantastic customer experience. When customers 

feel taken care of they are more inclined to buy from you again. So, how can we 

«build» this customer loyalty, taking into account the features of the modern digital 

economy? 

Many large and small companies have their own websites with basic 

information about the firm, prices for products or services, promotions, etc. An 

important addition to this is a good communication system. So that the consumer 

can write to the support service and solve the problem of company`s service or 

poor quality with specially trained people. Usually when a user comes to such a 

website a pop-up window appears with a suggestion to ask if he has a question at 

the bottom of the page. This is a good way to support customer loyalty, but for 

today, websites are rapidly losing their popularity. Because it is much more 

convenient for a person to have all the information in a constant access and lateral 

form in his/her phone. 

In the 21st century the mobile application is one of the innovative tools for 

retaining and attracting customers. How exactly this business tool helps build a 

trusting relationship between the client and the company can be seen in the case of 

the mobile application «UDS game». Each owner of this application has a list of 

places where this loyalty system works. This includes grocery stores, cafes, 

restaurants, beauty salons, medical clinics, training centers and even real estate 

agencies. The most important function of “UDS game” is the recommendation of 

the institution to your friends or acquaintances. How does it work? 
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Firstly, if you are a buyer 

 You visit any place from the huge number of offered in this list(for 

example, furniture store); 

 If you like the service of this establishment, the quality of the goods and 

you are happy with the purchase-you can recommend this furniture store to your 

friends with a single keystroke in the app. ; 

For this action you receive a certain number of points (or bonuses), which you can 

later spend as a discount in the same store. 

 But if you are dissatisfied with the communication with the staff or the 

quality of the product is low, you don`t recommend this place, and also have the 

opportunity to report misunderstandings to the owner of this firm through instant 

messages in the application.  

Perhaps you will come together to a compromise and everyone will be satisfied 

after the communication. 

Secondly, if you are businessman: 

 You are able to retain regular customers and to acquire many new ones 

through good recommendations; 

 You have information about complex problems and are personally 

involved in building trust relationships with your consumers. 

That is, simply putting the application “UDS game” on your iPhone or 

Android, you can use a wide range of services as a client. Or as an owner, you 

have the opportunity to purchase a special license and implement this system in 

your own business. 

In this way, customer loyalty today is one of the main lines of business for a 

developing company. Making a profit in the long term is impossible without the 

trust of the client. And modern digital technologies help to facilitate and accelerate 

«the building» of these trust relationships.  
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