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Pestome. B iepuoz 1iudppoBU3aIUY U III00ATbHBIX U3MEHEHUH, KOT/Ia TOTPEOUTENH MPEABIBIAIOT O0JIee BBICO-
KHe TpeOOBaHUA K IPOAYKTY WIH YCIyTe, CIOCOOHOCTh NPEATIPUATHUA ONEPATUBHO IIPUCIIOCAGINBATHCA K HOBEIM
YCIOBUAM U 0b6ecIiednBaTh KaueCTBEHHOE 00CTyKMBaHYe CTAHOBUTCA PelIaonuM GpakTopoM. B nesnax ykperure-
HUA PHIHOYHBIX IO3ULINIH B KOHKYPEHTHOM 60pb0e cCoBpeMeHHBIe KOMITAaHUY ITPOSIBIIAIOT OOJIBIINI HHTEPEC K pelle-
HUIO BoIipoca 3G PeKTUBHON OpraHM3aIiy CUCTEMBI CTPATEIMYECKOT0 yIIpaBIe N B3AUMOOTHOLIEHUSIMY C KJTH-
€HTaMH, KaK B KOHI[ENITyaJIbHOH, TaK ¥ B METOAMYECKOU ITIOCKOCTH, B TOM YHCJIE C IPUMeHeHNeM NHCTPYMEHTOB
aBromaru3auuu CRM-cucrembl (Customer Relationship Management). IIpeuMyiiiecTBa KOMIIAHUH, CIIOCOOCTBY-
IolMe POCTy 00'beMOB MPOAAXK U MPUOBLTH, CTAHOBATCS MPU 3TOM O0Jiee OY€BUAHBIMU: MOBBIIIEHNE d3DEKTUB-
HOCTH U Pe3y/IbTaTUBHOCTY KOMMYHUKAI[MOHHBIX CBA3€l BHYTPU KOMIIAHHUHU U BO B3AMMOOTHOIIEHUAX C ITOKYyIIa-
TeJleM Ha BCeX dTallaX COTPYAHUYECTBA, OIIEPATUBHBIN U KaueCTBEHHBIN CEPBUC, IIPeZOCTaBlIeHNe aKTyaIbHON
nHGOPMaLUY U OTlepaTUBHOE pellleHre BO3HUKAIOIINX BOIIPOCOB, AaHAIN3 U IIPYMEeHEHYe JaHHBIX /I IPUHATHA
000CHOBAHHBIX YIIPABIeHYECKUX PEeIIeHUH U CO3JaHNA UHANBUAYIN3NPOBAHHBIX NIPE/TIOKEHNH, TIOBBIIIEHNE
YPOBHS yZIOBI€TBOPEHHOCTH U JIOSUTBHOCTU KJIMEHTOB.

CraTh IOCBAIEeHA UCC/IEI0BAHUIO CTPAaTErnIeCcKUX aClIeKTOB YIIPaBIeHHs B3aNMOOTHOIIEHUSIMY B KOHIIETITY-
aTbHOMN U METOANIECKOHN IIPOEKIIUH B [eJIX Pa3paboTKU IPAKTUIECKUX PEKOMEH/JAINH 110 COBEPIIEHCTBOBAHHIO
Iporiecca BHePeHU U afiantanuy crparerndeckoil CRM-crucTeMsl K TOTpeOHOCTAM KOMIIAaHUH U ee KJIMEHTOB.
ABTOpaMU NPOBEZEHBI aHAIN3 IIPUKJIAZHBIX pelieHni BHeapeHuss CRM-crcTeMbl B POCCUHCKON U 3apyOeKHOM
IIpaKTHKe, OlleHKA CHCTEMBI YIIPABIeHN B3aNMOOTHOIIEHUAMH C KJIMEeHTaMH Ha IIpUMepe KOMITAaHUH — IIPOU3-
BOZUTEJIA ITMPOKOT'0 aCCOPTUMEHTA TOBAPOB, IPEAIOKeH alropuTM BHepeHns CRM-cUCTEMEI ¢ yIeTOM cTpaTe-
TUYECKUX 1eJIeld KOMITaHUH, C OZHOU CTOPOHBI, KPOCC-KYJIBTYPHBIX 0COOEHHOCTEHN, TEXHUYECKUX BO3MOKHOCTEN
Y TeKyIIUX IOTPeOHOCTEN KINEHTOB, B TOM YHC/Ie MTHOCTPAHHBIX, C IPYTOU CTOPOHSHI. IT0Iyd4e N0 TpaKTUIeCcKON
Y HAyYHOU 3HAYMMOCTH HCCIIeJOBAHMS CIIOCOOCTBOBAIO IIPIMEHEHHe aBTOPAMU METOJOB Je[lyKIUY, HHAYKIUH,
CHCTEMHOTO U CPAaBHUTEIHHOI'O aHAMHN3a, OU3HEeC-MO/IeTPOBAHUS M aHAIN3a HAYYHOTO U MIPAKTUYECKOT'O OITbI-
Ta OTeYEeCTBEHHBIX U 3apyOe)KHBIX 9KCIIEPTOB B 00JIaCTH CTPATErNYeCKOT0 YIIPABIEeHUsI, CTPATerniecKoro MapKe-
THHTa ¥ OPraHM3aIii B3aUMOOTHOIIIEHUH C KJIMeHTaMH.
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Resume. In a period of digitalization and global changes, when consumers place higher demands on a product or
service, the ability of an enterprise to quickly adapt to new conditions and provide quality service becomes a decisive
factor. In order to strengthen market positions in competition, modern companies are showing greater interest in
solving the issue of effectively organizing a strategic customer relationship management system, both conceptually
and methodologically, including using CRM system automation tools (Customer Relationship Management). The
advantages of the company that contribute to the growth of sales and profits become more obvious: increasing the
efficiency and effectiveness of communication within the company and in relationships with the buyer at all stages
of cooperation, prompt and high-quality service, provision of up-to-date information and prompt resolution of
emerging issues, analysis and using data to make informed management decisions and create personalized offers,
increasing customer satisfaction and loyalty.

The article is devoted to the study of the strategic aspects of relationship management from a conceptual
and methodological perspective in order to develop practical recommendations for improving the process of
implementation and adaptation of a strategic CRM system to the needs of the company and its clients. The authors
analyzed applied solutions for implementing a CRM system in Russian and foreign practice, assessed the customer
relationship management system using the example of a company that produces a wide range of goods, and proposed
an algorithm for implementing a CRM system taking into account the strategic goals of the company, on the one
hand, cross-cultural characteristics, technical capabilities and current needs of clients, including foreign ones, on
the other hand. Obtaining the practical and scientific significance of the study was facilitated by the authors» use
of methods of deduction, induction, systemic and comparative analysis, business modeling and analysis of the
scientific and practical experience of domestic and foreign experts in the field of strategic management, strategic
marketing and organization of customer relationships.
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eToZ0JIOTuYecKas COCTaBJIgIoIasa mpolec-
ca cTpaTeru4eckoro ynpasJjieHHd B3auMO-
OTHOIIIeHUSMHU C KJIHeHTaMU
CoBpeMeHHBIE UCC/IE0BAHNA B 00/IaCTH CTpaTeru-
YeCKOI'o yIpaBieHUsA B3aUMOOTHOIIEHUAMHU C KJIHEeH-
TaMH He XapaKTepU3yI0TCA KOMIUIEKCHBIM I10AX0O0M.
Kak npaBuiio, aKcIiepThl aKlleHTHPYIOT CBO€ BHUMaHUe
Ha MHCTPyMeHTaX IIOCTPOEHUS OTHOIIEHUHN C KJIUeH-
TaMU Ha OCHOBe M3y4YeHU: UX MOTpebHOCTEeH ¢ IIOMO-

b0 MapKETHUHTOBBIX TeXHOJIOTUH, OpraHu3anuu a¢-
$EKTUBHBIX KOMMYHUKAIMH C MOMEHTA ITOCTYIUIEHUS
3aABKU OT KJIMEHTA JJ0 ee BBHIIIOJHEHU C IpUMeHeHHU-
eM [ T-TeXHOJIOTHI, PACCTAaHOBKU ITPUOPUTETOB B 0OCITY-
’KUBaHWU KJIUEHTOB C OOJIbIIEN CYMMOM 3aKa3a B Ipo-
TUBOBeC KJIMEeHTaM, JesalolluM peryaspHble 3aKa3bl
MeHbIlel cyMMBI. [Ipy 5TOM B CBA3M C ycHUIeHueM He-
YCTOMYMBOCTY BHELTHEH CpeZibl OM3HeCa, TPUHATHH pe-
IIIEHUH C YI€TOM TEKYIIe OM3HEC-CUTYAIH YITyCKAETCS
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W3 BU/IA TIPOLIECC IOCTPOEHUS JOJTOCPOYHBIX TAPTHEP-
CKUX B3aMMOOTHOIIIEHHH, a CTPaTeErnYecKoe yIpasie-
HHE pacCMaTpPUBAETCS KaK OTJETbHOE HaNpaBJIeHUe
MeHe)KMeHTa, 00'beKTOM KOTOPOT'O CTAHOBUTCS TPAHC-
dbopmarus 6u3Hec-IpoLEeccoB B IIUGPOBYIO IIOCKOCTh
¥ TMOTEHLMAJIbHOE Pa3BUTHE OpPTraHU3alMWU. B3aumo-
CBSI3b CTPATErMIECKUX I1eJIel ¢ mocTpoeHueM 3 GeKTHB-
HBIX IOJITOCPOYHBIX TAPTHEPCKUX OTHOLIEHUH C KIUEH-
TaMU MPOCIEKUBAETCA B €AUHUYHBIX UCCIE€A0OBAHUSIX
Y pacCMaTpUBaETCA KaK KOHKYPEHTHOE TPEUMYIIIECTBO
TIPY HATMYHMH JIOJKHOTO YPOBHSA TEXHUYECKOTO OCHAIIIe-
HUs KoMnaHuu. Tak, TPyIIa y4eHbIX, BKatovyas Cammma
Cyonuemu, Xappu Tepxo, Anekca 3abnaxa, Pamu OJk-
koHeHa u Jletmapa B. llITpay6a, aHaIU3UPYIOT, KaK T€X-
HOJIOTUYECKME BO3MOXKHOCTH KOMIIAaHHUHU CIIOCOOCTBYIOT
noBbIIeHUIO 3ppekTrBHOCTH CRM-crcreM (Samppa,
2021). Cyonuewmu, 3abiax, Tepxo, OnkkoHeH, lIITpay6
¥ MaKKOHEeH TIOAYEPKUBAIOT 3HAYMMOCTD yIpaBjeHYe-
CKUX HAaBBIKOB B 3 EeKTHBHOM UCIIOIb30BAaHUH KIIMEHT-
cKkux 6a3 JaHHBIX cpeicTBaMU coBpeMeHHbIX CRM-cu-
creM (Suoniemi, 2022). Pyu [laii, Jlunman Hr u Hatanusa
3asr B cBOMX paboTax MpejararoT CTPATETUH TTOBBI-
LIeHUsA TPOAAK Yepe3 IpUMeHeHe HHPOPMALIMOHHBIX
texHosorutt (Dai, 2019). H. U. BotitkeBuu u T. 1. Couy-
uuH (Voitkevich, 2022) oTmeyatoT, 4yTO ycrex BHeape-
HuA CRM-cucTteMsl onipesesaeTcsa ypoOBHEM MOTHBALIMN
Y aKTUBHOCTH MIEPCOHAJIA, YTO, HA HAIIl B3I/, IOJDKHO
OBITH JOTIOJTHEHO BBIOOpOM mozxoasameii CRM-cucre-
MBI ¥ IOCTPOEHHEM YETKOH CTPATETMH €€ BHEAPEHUS.

Ha mpakTuKe MoAXo/ K YIIPaBJIeHUIO B3aUMOOTHO-
LIEHUSMH B OPraHU3aLUAaX PaCCMaTPUBAETCS KaK KOM-
IUIEKCHAsA CHCTeMa, BKJIoJYamllasg B cebs Kak Io-
JIUTUYECKVE U MPABOBBIE, TaK U OPraHU3aIMOHHbBIE
Y TEXHOJIOTMYECKHE JIEMEHTHI, HallpaBJI€HHbIE Ha pe-
TYJIMPOBAHUE JEATETbHOCTH MPEANPUATHS, @ CUCTEMA
yIpaBjeHus OTHoIeHusAMHU ¢ kaneHtamu (CRM) —
KaK CIelMaJu3upOBaHHOE MPOTPAMMHOE pellleHUe
JJIg aBTOMAaTU3alMM B3aMMOJAENCTBUN C KJIMEeHTaMU
B TeKylieM BpeMeHU (AHTOHOB, 2021: 52).

[1pu 5TOM GOJIBIIMHCTBO aBTOPOB CXOZSATCA BO MHe-
HHU, YTO CETOJHS IMPOCTO MPEJIOXKUTh YHUKATbHBIN
MPOAYKT WIU YCIYTY YK€ HeJOCTaTOYHO, YTOOBI y0-
BieTBOpUTH cripoc. A. K. Komu u B. [Ixx. fIBopcku (Kohli,
Jaworski, 1990) mogyepKUBajy, YTO YAOBIETBOPEHHUE
MOTPeOHOCTEN KIMEHTOB SIBJISIETCSI OCHOBOM IS MakK-
CMMU3aLUU J0X0A0B KoMmitanuu. B Tpyzax T. JleBurra
(JIeBuTtT, 1989) oTMeuaeTcs, 4TO HauboJIee 3HAYMMBIM
SIBJIAETCS HE aCCOPTUMEHT TOBAPOB U YCJIYT, IpeJiarae-
MBIX KOMITAaHUEH, a yZIOBJIETBOPEHHE KOHKPETHBIX T10-
TpebGHOCTel oTpeduTeneii (TopocsH, 2016).

CaMBIM pe3yJTbTaTUBHBIM MTOAX0A0M SIBJISIETCS CO-
3/laHNe YCTOMYMBBIX, OCHOBAaHHBIX HA JOBEPUU CBs3eN
C Ka)KIbIM U3 HBIHEITHUX U OYAyIIUX KJIUEHTOB, YTO-
OBl OHU OBUTM OCBEZOMJIEHBI O IIPEUMYIECTBAX U BO3-
MOXKHOCTAX IpeAiaraeMbIX TOBAPOB U YCIYT ¥ MOTJIH

BOCIIOJIB30BATHCA MU 110 Mepe HeoOXOAMMOCTH, MU-
HUMU3HUPYS [IPU 3TOM YCWINSA CO CTOPOHBI KOMIIAHUU.
OrpaHuyeHNe TaKOro IOAX0/A 3aKII0YaeTcsl B 9KOHO-
MUYECKOH I1e/1eco06pa3HOCTH ero IpUMeHeHUs B OT-
JIeJIBHBIX OTPAC/IIX C YIeTOM PeHTabeTbHOCTH IPOJAK
TOBapa WIX YCIYTY OZHOMY KJIMEeHTY (WUIN IPyIIne K-
€HTOB). B cexTopax, Ize ZOCTIKeHNe IPENMYIIecTBa
TpebyeT MHAUBU/YATBHOIO ITOAX0/AA K KKIOMY KIIH-
€HTY, CO3ZlaHue U ITOA/ePXKaHue STUX OTHOIIEHUH IIpe-
BpalaeTcs B OCHOBY KOHKYPEHTHOI'O IIPENMYIIECTBA.
ITO 0coOEHHO aKTyanbHO i B2B cermeHTa, rae Kax-
[IBI KJIMEHT MIPeICTaBIsIeT cCOO0M OPraHU3aIMIO C YHU-
KaJIbHOW CTPYKTYPOM U MHAMUYECKU MEHSIOUMMUCS
noTpebHOCTAMHU. [ITy60KOe TOHUMAHHE 3TUX MTOTPeD-
HOCTell U CITOCOOHOCTh HAJIAXKUBATh CBA3U HE TOJBKO
C opraHu3alyey B 11eJIOM, HO U C KIIOUYeBBIMU JINI[A-
MU, IPUHUMAIOIIVMHY PelleHNs, CTAHOBATCA KPUTHYe-
CKY BRXHBIMH JIJIS1 YCIENTHBIX IIPOZAYK KOPIIOPATUBHBIM
kianeHTam (Coeroasi, 2016: 14).

O PeKTUBHOCTD CUCTEMBI YIIPABIEHUA B3aUMOOT-
HOIIEHUAMU C KJIMeHTaMU 3aBUCUT OT psafa o6CTos-
TeJBCTB U KOHIENTYaJbHbIX PEIleHNH OpraHu3auu
(kauecTBEHHOE B3aMMO/ZIEHCTBHE C KJIMEHTOM = IIpe-
JI0CTaBJIeHNe TIPUBUIETHI U SKCKIIO3UBHOT'O CEPBHCA,
obparHas cBS3b — I[€HHEHIINH UCTOYHUK MHOpMa-
I[UY, BAYKHO COOOIINUTD KIMEHTY O CBOEM IIPUCYTCTBUH
Ha pBIHKe paju ero 6jara ¥ o TOM, YTO BBI IIpeZjiarae-
Te UMEeHHO TO, 4TO OyZeT LIeHHO /JIs HeTo).

CrparerudyecKyii MoAX07 K yIIPaBIeHNIO OTHOLIEH A
mu ¢ kiareHTamu (CRM) BoIziesisIeT KJIMEeHTOB Kak IVIaB-
HBIH MpuopuTeT Ou3Heca. B Takoii cucteme CRM akiieH-
TUPYeTCs BHUMaHUe Ha cOope M aHaIr3e HHGOpMaIuu
O KJIMeHTaX ¥ PHIHOYHBIX TeH/IEHIVAX I CO3IaHNA MaK-
CHUMAaJIbHO IIPUBJIEKATeTbHBIX KOMMEPYECKUX IIPeJIO-
keruit (ITenmepc, Pomxkepce, 2006: 77).

CRM-cTpaTerus B IpaKTUKe pabOThl KOMIIAHUH Ya-
CTO paccMaTpuBaeTcs KaK JOJTOCPOYHBIN IIIaH Aei-
CTBUH, HaTIpaBJIeHHbBIN Ha yBeJIMUeHMe I0X0ZI0B [P O/
HOBPEMEHHOM YJIYUIIEHUN 00CTyKUBaHUA KINEHTOB
(BancoBuy, 2012: 54).

3HaHUA 0 )KeJIAHUAX U TTOTPeOGHOCTSAX KJIMEHTOB CTa-
HOBSITCS KJIFOYEBBIMU /7 JOITOCPOYHOTO yCIlexa opra-
HU3aIMH. DTa CTpaTerus IpearoaraeT HellpepbIBHbIN
MOHUTOPYHT IIPeIIOYTEHIH KJINEeHTOB, X 00pa3a Ku3-
HU U yBJIeYeHUH, a TAK)Ke ITOCTOSTHHBIN aHaTN3 PHIHOY-
HBIX U3MEHEHUH /7151 COOTBETCTBYIOIIEl aflanTayuy Ou3-
HeC-TIPOIIeCCOB.

B pamkax crparerundeckoro CRM popmupyroTcs yeT-
KUe IIeJIM B3auMOZIEHICTBIA C KJIEHTaMU, KOTOPHIE OTIpe-
JeNIAI0T HanpasiaeHue paborsl. HanprumMep, crpaTeruu
MOTYT OBITh HalleJIEHbI Ha OOCTy>KUBaHUE KPYITHBIX KJIU-
€HTOB WY Ha yZIOBJIeTBOPeHHe MOTpebHOCTel MHANBU-
[yaJIbHBIX KJINEHTOB. BayKHBI ZieTann3anus crpaTernyde-
CKUX IUIAHOB, UX BO3MO)XHBIX IICXO/IOB, a TAK)KE OLleHKa
CWIBHBIX U CJ1a0BbIX cTOPOH (BecesnoBa, 2022: 30-33).
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Tabnuya 1

®opmupoBanue crparerudeckoit CRM-cucteMsl:
6a30BbIe 3JIeMEHTHI

Table 1

Formation of a strategic CRM system:

basic elements

KouuenTyaanble nosioXXKeHusA

KnioueBbie pyHK-
LMW CUCTEMbI

e dopmMpoBaHMe LeneBbIX 1 LeH-
HOCTHbIX OPUEHTUPOB ANA MPUHATUSA
cTpaTermyeckmx peweHmnit

e OnpegeneHune cTeneHn yaoBeTBo-
peHnsa KNMEHTCKMX noTpebHocTen

¢ BoisiBneHne TpeboBaHUIM K cucteme
® PacyeT HeOOXOAMMBIX 3aTpaT, Otoa-
XeTa 1 ApYrux pecypcoB

e [lnaHMpOBaHMe 3TanoB BHEAPEHUS
e OueHKa pe3ynbTaToB BHeApeH s

® Bbibop onTumansHoro cnocoba
peanusauun ctpaternm

e XpaHeHue VH-
dopmauumn

* YnpaBneHve
noTeHUManbHbIMU
KNnMeHTaMm

* YnpaBneHve
caenkamm

* MapKeTUHroBble
MeponpusaTus

e [onck n goctyn
K Hpopmaunm

* Bsamogencreme
C KNMeHTamu

Pa3buBKa KakAOW CTpAaTEruy Ha KOHKPETHBIE 3a-
Jlayy MTO3BOJISIET OLEHUTh 00BbEM IIPeACTOsIEeNH pabo-
THI, OTIPE/IETUTb 30HbI OTBETCTBEHHOCTH U PECYPCHI, He-
00X0OAVMBI€e I UX BBITIOJTHEHUS, @ TAaKXKe YCTAHOBUTH
BpEMEHHBIE PAMKH.

PopmupoBanue crpaterndeckoro CRM Takke BKIIIO-
yaeT B ce0s1 pa3pabOTKy KOHIENTYaJIbHBIX TaPAaMETPOB,
MO3BOJIAIONINX 33/IaTh IPUOPUTETHBIE HATIPABIEHUS
JleiCTBUM, 1[eHHOCTHbIE OPUEHTUPHI IPUHSATHSA pellle-
HUH, YBUETh UX B3AaMMOCBSI3b C KOHEYHBIMU PE3YJIb-
tatamu (Taba. 1) (KioukoBa, 2019: 114).

®pancuc Bati B cBoeli pabore «KOHILEMIIUY U TEX-
Hosnoruu CRM» BbIZiesIsieT ceMb KJII0YeBbIX CTpaTeruit
B3aMMOOTHOILIEHUH C KJIMEHTaMU, KaXKAas U3 KOTOPBIX
HampaBJeHa Ha ONTUMU3ALNIO Pa3JINYHBIX aCIIEKTOB
B3aUMO/IEHCTBHA C KIIMEHTCKOM 6a3oii (puc. 1). Kaxxzxas
U3 3TUX CTpaTeruil TpebyeT WHANBUAYATBHOTO MTOJXO-
Jla ¥ TIIATEThHOT'O IVIAHUPOBAHUSA, YTOOBI OITUMU3UPO-
BaTh B3aUMOZEUCTBHE C KJIMEHTAMH U MaKCUMHU3UPO-
BaTh MPUOBUIBHOCTD Ou3Heca (Buttle, Maklan, 2008).

3AIITA OTHOIIEHHIA

|
)

*IIoaAepiKaHHe MPOYHBIX cBszeii C KTHEHTaMH, B NEPBYIO OUEPEb C KIIIOYEBEIMH

[MEPEOCMEBICJIEHHE OTHOIIEHHIT

|
)

*H3MeHeHHe M0JIX0/1a K B3aHMOAeHCTBHIO C KIIHEHTOM, eClTH TeKylniHe OTHOMIEHHS
HE IIPHHOCAT OKHIa¢MOH BBEITOJIEI HITH yﬁBITO‘IHLI

MIOBBIIIEHUE KAYECTBA OTHOIIEHHH

|
)

*yriayOileHHe H YIydIlleHHe OTHOLIEHHH C KIIHEHTOM C I[ebI0 YBeIHYeHHs BEIPYYKH
32 cHeT BHeIpeHH:A Kpocc-poaax (cross-sell), momomHuTenpHEX mponax (upsell)
H aTbTepHATHBHBIX NpennoxeHnit (downsell)

HU3BJIEYEHHE MAKCHUMAJILHON TMPUBBIINA U3 OTHOUIEHHIA

]7

*IIOMIePIKAHNE TEKYIIET0 YPORHA JOXOIOR I MAKCHMH3AIH IPHOBITH

3ABEPIIEHHE OTHOIIEHUIA

|
)

*KIHEHT He IPpOABIIET HHTepeca H B3aHMOJIeHCTBHEe TpeﬁyeT 3HAUHTEIRHBIX PECYPCOB

BO3BPANIEHHE VIIEJIEI'O KJIHEHTA

|
)

*aHaIH3 MPHYIHH YX04a KIHeHTa H BO3MOKHOCTeH 17141 eTo BO3BPAIlEHHA, 0Cc00eHHO ecIH
PeuYb HIET O KITFOUEBOM KITHEHTE

B I N I

HAYAJIO OTHOIIEHUIT

|
)

*IIEPBOEC BIICYATIICHHE HMEET KPHTHYECKOE 3HAUCHHE I MOXKET OIIPENCITHTE Gy,zry]:u}[e
OTHOINCHHA C KTIHEHTOM

Pucynox 1 — Kntouegble cmpamezuul ynpasieHus OMHOWeHUAMU ¢ KAUeHmamul
Figure 1 — Key customer relationship management strategies

Hau6oJiee pacrpocTpaHeHHbIe HHCTPYMEHTHI CHCTe-
MBI yIIpaBJIeHNs B3AUMOOTHOIIEHUSIMHU C KJIEeHTaMKU —

KOJUITPEKHHT, email-MapKeTHHT ¥ KOHTEKCTHas peKJia-
Ma, SMS-pacceutku, CRM-cucrema (puc. 2).
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KOJUVITPEKHHI

IMoxa3bIBaeT, Kakad pekIaMHas INIOINAIKA
TIPHBOJHT OOMbINe BCETO KIHEHTOB,
KaKoe KII0UeBOe CI0BO CTAN0 OCHOBHEIM,
KaKoH peKlaMHBIH KaHal paboTaeT Iydie,
BO BpeMs1 BXO/IAIIEro 3BOHKA HOKA3BIBAET
JIaHHBIE TeKYINero KIHeHTa HIH CO3aeT
KapTOUKY /U1 HOBOrO, 00nerdaet padoTy
MeHe/Kepa H 3KOHOMHT ero BpeMs

EMAIL-MAPKETHHT'
H KOHTEKCTHAA PEKJTAMA

Hcnmons3ayeTcs, 9TOGH yAepKaTh KIHEHTOB,
TIOBBICHTE Y3HABAEMOCTh OpeHIA H TOBepHe
K KOMIIaHHH. KpoMe peKITaMBl MOKeT
BKJII0YATh HOA0OPKH HOBEIX TOBapOB,
TIepCOHANBHEIEC MPEITOKeHHA H CKHIKH,
cO0p OT3BIBOB, MOAPOOHYI0 HH)OPMAIHIO
0 CII0XKHOM IPOJTYKTe H BO3MOKHOCTSX
H IIPeHMYINeCTBAX €r0 HCIOIb30BaHHA

SMS-PACCBLIIKH

YacTo cOYeTaroT © JIIEKTP OHHBIMH
IMHCEMAaMH O714 IIOBTOPHEIX ITPOIaK
AIpEeCHO H IIOJ 3aIIpOC KIIHEHTA,
IOHATHO, €MKO H II0 TeMe

CRM-CHCTEMA
TIporpaMMHEL HHCTPYMEHT IId cHopa i aHATH3a
JaHHBIX, H YIIPaBIeHHA KIHeHTCKOI 6a3oii.
[TpHHITHITEL
- e/IHHO€e XPAHHJIHIIE TAaHHBIX;
- MHOTOKAHATEHOE YIPABICHHE B3aHMOIeHCTBIAMH:
uepes pa3IHYHEIE KaHATEl 00IeHHs;
- AHATHTHKA H IPHHATHE pellleHHil, HallpaBIeHHBIX
Ha YIy4IlleHHe KauecTBa 00CTyKHBAHHSA
H YTIIyOleHHe B3aHMOOTHOIMIEHHIH

PucyHnok 2 — MHcmpyMeHmbL cUCmeMbl YNPABIeHUS. 63AUMOOMHOULEHUSMU € KAUEHMAMLU,
aKmyanbHble 0JIS1 peuleHUss MeKYWUX U cmpamezuyeckux 3a0au
Figure 2 — Customer relationship management system tools relevant for solving current and strategic problems

CRM-cucTeMa OCTaeTCs OJHUM M3 caMbIX dpdek-
TUBHBIX UHCTPYMEHTOB, ITOCKOJIbKY OHA UHTETPUPYET-
sl C IPYTUMU CEPBHUCAMU, KOTOPBIe MeHe/Kephl YaCTO
HCITONIB3YIOT B paboTe: COIMaIbHBIMU CETSIMU, MECCEH-
okepaMu, raThopMaMu email-paccbiku U preMa
wratexxei, 1C u IP-teneponueii. KoMmmaHuu, UCIIOIb-
syrome CRM, oTMeyqaroT pocT npogax Ha 29%, mpo-
AYKTUBHOCTU — Ha 39%, TOYHOCTH TOPTOBLIX IIPOTHO-
30B — Ha 32%. OHU OCTUTAIOT BBICOKUX ITI0Ka3aTelen
3a CYET aBTOMATU3AIMH PYTUHHBIX OHU3HEC-TIPOIIECCOB
(Tpodumosg, 2016: 58).

TakuMm o6pa3oM, cucTeMa yIpaBJeHHUs B3aUMO-
oTHoueHusAMHU ¢ KkareHTaMu (Customer Relationship
Management, CRM) — 3T0 cTpaTerus, MeTOA0JI0T U
U TEXHOJIOTHSA, HallpaBJeHHble Ha yIIpaBjeHue U pas-
BUTHE B3aUMO/IeICTBUSA OPTaHM3aLIUY C ee KINeHTaMU.
OcHoBHag 11es1b CRM 3akirogyaeTcsl B CO3ZIaHUM JOJTO-
CPOYHBIX ¥ B3AMOBBIT'O/IHBIX OTHOIIIEHUH C KJIMeHTaMHU,
VAYYIIEHUU WX YAOBJIETBOPEHHOCTH U MOBBIIIEHUY -
(bEKTUBHOCTH OU3HEC-TIPOIIECCOB.

I[IpuMeHeHUEe UHCTPYMEHTOB GOPMUPOBAHUSA
U Pa3BUTHA CHCTEMbI yIIPaBJIeHNs B3aUMOOTHOIIIe-
HUSAMU C KJIMeHTaMU OpraHu3alnyi B pOCCUUCKOM
U 3apyOeXHOM MpaKTHUKe

CaenaTb OM3HeC-TIPOIeCChl KOMIITaHUHU OoJlee Kave-
CTBEHHBIMU U PE3YJIbTaTUBHBIMU ITIO3BOJIAIOT COBPEMEH-
Hbele CRM-cucteMbl, OHU TPeJOCTABIAIT BO3MOKHOCTD
aBTOMaTU3HPOBATDb BSaHMOAeﬁCTBHe C KJIMeHTaMH,
YKpPENnuTh CBA3b, ITOBBICUTD JIOAJIbHOCTD, K]'IaCCI/ICbI/ILU/I-
pOoBaTh 110 pa3JIMYHBIM [TapaMeTpam (Harmpumep, 1o Je-

MorpaduiecKUM JaHHBIM, TIOBEJEHUIO TIPU MOKYIIKaX
¥ MHTepecaM) Ui co3anusi Gosiee IejieHapaBIeHHbIX
MapKeTHHTOBBIX aKIIWI U aZlalTal[iid KOMMYHUKAIUH,
yJIydiiias BOBJI€YEHHOCTh U BocmpusaTre K HuM (Vicka-
KOoBa, 2023: 195). 3dPeKTUBHOCTD BHEAPEHUS U UC-
mosb3oBaHust CRM-cucTeMbl BO MHOTOM 3aBUCHUT OT IT0-
TpebHOCTEH OU3Heca, PeAJIOKEHHOTO QYHKI[MOHAIA
MIPOrPaMMHOTO IIPOAYKTA U €70 CIIOCOOHOCTEN PENIUTh
3a/la4v KOMITAaHUY B 06J1aCTH OPraHU3aliy CTPATETH-
YeCKOTO B3aMMOJENUCTBUSA C KIUEHTaMU, TOTOBHOCTHU
KOMITaHUY K MI3MEHEHUsAM, aZlalTaliy Ou3Hec-mporec-
COB ¥ 06yueHUsI ITepcoHasIa. ABTOMAaTH3aIIYs IIPOLIECCOB
B3aUMOZENCTBYSA C KIMeHTaMH (IIPOBeIeHNE PACCHUIOK,
06pab0oTKa 3aIIPOCOB U peaTru3aliys MapKEeTUHTOBBIX Me-
POIIPUATHUI) TO3BOJIAET IEPCOHAITY OpraHU3aIuu GpoKy-
CHPOBaThCS Ha 3a/1a4ax ¢ 60s1ee BRICOKUM IIPUOPUTETOM
1 obecrieunBaet 60jiee Ka4eCTBEHHOE U OBICTPOE 06CITy-
KuBaHue KiareHToB (I'pymeHko, 2023).

CoBpeMeHHbIE CUCTEMBI YIIPABIEHUs B3aMOOTHO-
meHusaMy ¢ kiventamu (CRM) UHTErpUpyrOT pas3ind-
HbIE UHCTPYMEHTHI OOIIEHU C KTMEHTaMH, TIOAKPEIUIEH-
Hble [T-pelrieHUAMU, BKIIOYAs YIIPABIEHUE TPOAAKAMU
[0 perroHam, oOCay)KUBaHNe KINEeHTOB, MapPKETUHT
Y TIPOJIAXKH, a TaKKe B3aUMOZEMCTBUE C KINEHTaMHU
M UX akTuBHOCTB (PoamonHoBa, 2015)

O6paTyM BHUMaHUeE Ha OIIbIT UCIIOIb30BaHus Sales
Cloud ot paspaborunka Salesforce. 3ty CRM-cuctemy
TMpUMeHsIEeT AMOHCKas KoMIaHusa Canon — U3BECTHBIHN
MPOU3BOAUTENH POTOTEXHUKH, KCEPOKCOB U TPUHTE-
poB. Sales Cloud no3BosseT GUKCUPOBATH aKTUBHOCTH
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MOKyTHaTe/Ned U MpeJoCTaBIsgeT MeHeKepaM JOCTYII
k nudopManuu o KineHTax. B komnanuu Canon npu-
JAloT OosblIoe 3HAYeHUE IIPe3eHTAlUsIM HOBHUHOK,
Sales Cloud u npegmaraemsrii eii CRM-UHCTpYMeHTa-
PHI IaeT BO3MOXKHOCTD HAaOII0AaTh PEaKI[UU TOTPebU-
TeJeil Ha HOBbIE TOBapHL. JIJisi BHYTPUKOPIIOPAaTUBHOTO
OOIIEHNS UCIIONb3YETCsA KOPIIOPATUBHASA COLMaIbHAas
cethb Chatter, pa3pabOTYMKOM KOTOPOH TaK)Ke BBICTY-

maert Salesforce (Mesenues, 2020).

B 6puranckoii komnanuu Design Within Reach, cre-
LUaTU3UPYIOIIENCA Ha TOPTOBJIE JU3aliHEPCKOH Mebe-
JIBIO, OCBETUTEJIbHBIMU NTpH6OpaMu, pesMeTaMu Je-
KOpa U akceccyapaMmu, Takke BHeZgpeHa CRM-cuctema
Sales Cloud. DTOT HHCTPYMEHT MO3BOJISIET KOMITAHUU
He TOJIBKO ITPOBOAUTH MOHUTOPUHT NHGOPMALIUH O IT0-
KyIIaTeJsAx, HO ¥ CIIOCOOCTBYET OMEPAaTUBHON paboTe
C 3amIpocaMy KJIMEHTOB B CEPBUCHOM IleHTpe Design
Within Reach. Kommepueckue areHThI KCIIOTb3YIOT MO-
6wibHOe TpwiokeHue Salesforce, koTopoe gaer Bo3-
MOXKHOCTb ITOMCKA JJAHHBIX O KJIHEHTaX, pa3MelleHHs
3aKa30B, IPOBEPKHU CTATyCa 3aKA30B U IIOTyIeHUs UH-
dbopmaruy 1o npoAyKINY, BKIIOYas pa3Mepbl, BApHUaH-

THI OTZlesIKU U Tipouee (Koszmos, 2021).

Procter & Gamble, KpymHBIT aMepUKaHCKHUH TTPOU3-
BOJUTENb TOTPEOUTENBCKUX TOBAPOB, TAKIKE MHTEIPH-
poBasn CRM-cucremy Sales Cloud g1 ynydiieHus: Ko-
OpAMHALINY MEXY KOJUI-IIeHTPaMU, OTZeJIaMU IPOJaK
u cepBrca. MoOwibHOe npuiioxeHue Salesforce mo3Bo-
JISIET UX TOPTOBBIM IIPE/CTABUTEISIM ITOKa3bIBaTh IIPO-
[OYKTOBBIE MIPE3EHTAIIMU U PACCIUTHIBATH IKOHOMUIO

AJIA KJIMEHTOB OT MCIIOJIb30BaHUA ITPOAYKTOB.

PaccmaTpuBas pocCUMCKUI PBIHOK, MOKHO BbIZle-
JIUTh YCIIENTHBIN OITBIT BHEAPeHUs cucTeMbl Sales Creatio
(6b1BII. bpm'online) kommanueit OO0 «/1o6podoT».
[TpousBozUTENb PHIGHBIX KOHCEPBOB AaBTOMATH3HPOBAJ
csou BHyTpeHHUe UT-iponjeccrl, JOCTUTHYB ITI0CTaBJIEH-
HBIX IIeJIEH — MOBBINIEHUS KauecTBa U 3GGEKTUBHOCTH
yipasieHud T-yciyramu 3a cueT afanTtanyiu U peria-
MeHTanuu KiarodeBblx UT-niporeccos.

B ogHOM 13 Beynyx POCCUNCKUX IIPOU3BOAUTENEHN
MeTautonpoayKuu — AO «O6beiMHEHHAA METAJLTYP-
ruyecKas KOMIIaHUA» aBTOMAaTHU3MPOBAHBI OCHOBHbIE
OGu3HeC-TIpoliecchl B chepe MpoJax ¢ IOMOIIbIo Sales
Creatio, 6yarogapsi 3ToMy yBeJIUYMUIaCh CKOPOCTh 06-
pabOTKY PHIHOYHBIX 3aIIPOCOB, ITPOU3OILIO NOBHIIIIE-
HUe yPOBHA IPO3PAYHOCTH U Ka4eCTBA 0OCTyKUBAHUSA
kinneHToB (Kosios, 2021).

ComnacHo aHaiuTuke or CNews, HauboJIblIee KO-
JIMYeCcTBO pealr30BaHHbIX IIPOEKTOB Ha pbIHKe Poccuu
MIPUXOJUTCA Ha JOJIIO [IBYX BeAyIINX UTPOKOB — «1C-Pa-
pyc» u Terrasoft. B 2022 1. «1C-Papyc» B COTPYAHUYECTBE
c mapTHepaMu Havasia pabory Haz 881 mpoeKToM B 06-
nactu CRM, B To BpeMms Kak Terrasoft mpucTymumia K Bbl-
nonHeHUo 193 mpoekToB. B To ke Bpemsa AT Consulting,
3aHUMalolas JUAYpYyIolye IO3UIUK Ha POCCUHCKOM
CRM-phIHKE 110 06'beMY BBIPYYKH, 3aTTyCTHIAa 60 HOBBIX
IIPOEKTOB B TeueHNe yka3aHHOro roga. OCHoBHas 3a7a4a
yIIpaBjeHus 6u3Hec-IiporeccaMu B pamkax CRM-crcrem
CBOJUTCA K CO3/JaHUIO YCIOBUH /I IPO3PaYyHOCTH IIPO-
11eCCOB IIPOAAXKU NIPOAYKIIMY WIN YCIYT, YMEHbIICHUA
BpeMeHHU Ha C/IeJIKy U [TOBBIIIeHUA KOJIUYecTBa yCIell-
HO 3aBeplIeHHbIX TpaH3akui (Tutopenko, 2021).

Tabauua 2

U3meHeHus B pabore Love Republic mocie apTomMmaTuzanmuyu GU3HeC-IPOLIECCOB
¢ noMol1ubio BHeZgpeHusa CRM-cucreMsl

Table 2

Changes in the work of Love Republic after automation of business processes through
the implementation of a CRM system

[o aBTomMaTu3auum

[Mocne aBTomaTmsaumum

Tpu cepBuMCca: 0OanH — ANs pydHbIX email-paccbinok,
BTOPOW — A/ TPUITEPHbIX PACChINIOK U peKoMeHAaumin
Ha canTe, TpeTu gna SMS

Bce npsiMble KOMMyHMKaLMM 1 peKOMEeHAAaLMN Ha caliTe Ha-
CTpaunBaloTCs U3 eANHOM NnaTdopmsl

BbInn HacTpoeHbl TONbKO 6a30Bble TPUITEPHbIE pac-
CbINIKM O BPOLLIEHHOW KOP3WHE, MPOCMOTPE, KaTeropmm

HaCTpOEHbI 52 Tpwurrepa no BCcemMy XM3HeHHOMY UUKIYy KJIneHTa,
BKJtoOYaa nporpammy noanbHOCTU

MHdbopmMaums o KNnneHTax oHNanH-marasrHa n pos-

HULbI XpaHUNack B IByX He CBA3aHHbIX MeXay cobon
©a3ax — 4YToObl OTNPABUTL PACCbUIKU, MPUXOANNOCH
BPYYHYIO BbIrpyxaTtb 6a3y B Excel

Bce gaHHble 0 KNIMEHTax XpaHATCs B eAMHOM npodune KnveHTa
1 OOHOBNAIOTCA B peXMMe peanbHOro BpeMeHu. JoctaToyHo
OAVH pa3 NocTpouTb GUNLTP — BCe NOAXOAALME MOJ ero ycno-
BUS KNIMEHTbI OyayT aBTOMaTUYeCKn NonagaTthb B Pacchliky

He Gbino cerMmeHTaunm — MaccoBble pacCblJIKM OTnpaB-
NANNCL No Bcel base

KnueHTbl CerMeHTUpPYITCA B 3aBUCUMOCTU OT y4acTud B Npo-
rpamMmMe noanbHOCTU, NoBeeHUA Ha canTe, NCTOPUUN MOKYNOK —
MacCCOBbl€ PACCbTIKM OTNPaBNAOTCA MO Y3KUM CErMeHTaM

[aHHble 06 OTNKNCKe OT PACCbINOK XPaHUNCL B KaXA0M
paccbinbliMKe — KJIMEHT MOT 0TKa3aTbCsl OT KOMMYHU-
KauMn, HO NPOAONXAaTb MX NoJly4aTb

Ecnu KNnMeHT oTkasbIBaeTCs OT paccbIok, MHdopMauus B Npo-
(vne obHOBNSETCS B peXMME peasbHOro BpeMeHn — 1 pac-
CbUTKM NepecTaloT NPUXoanTb

He 6b1710 aHaNUTKKK, 3a UCKNoYeHnem 6a3oBbIX Me-
TPUK OTKPbIBAEMOCTU 1 KNUKabenbHOCTH

[LocTynHa aHannTuKa Ha ypoBHE KOHKPETHOW Pacchbikn, KIMEHTa,
KaHana, Hanpumep JOoJisi MOBTOPHLIX AENCTBUI, KOHBEPCUS B 3aKa3
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Poccuiickuii OpeHz )keHCKOH oex b Love Republic,
OCHOBaHHBIH B 2009 ., UMeIoII1 ceTh PO3HUYHBIX ITPO-
JlaX B IIATH cTpaHax (6osee 150 marasuHoB), B 2016 .
BHEZPWI B paboTy mMporpaMMy JIOSJIBHOCTH Ha 6ase
Axapta, obecriedrB pOCT KJINEHTCKOH 6a3bl 0 3,4 MJIH
KJINEHTOB. JI/I TOJTHOLIEHHOH paboThl KOMITAHWUH U IT0-
BBIIIEHUS JOXOJHOCTU OT IIPAMBIX KOMMYHUKaIUH
C KJIMeHTaMU ObUIM aBTOMAaTU3WUPOBAaHbI OM3HEC-TIPO-
neccel ¢ npuMeHeHrneM CRM-cuctemsl. [Ipu aTom oc-
HOBHBIMU 33/la4aMU /JI1 KOMIIAaHUY CTaIU U3ydIeHHe
[IOBe/IeHUs KJIMEeHTOB, KOTOPhIe CMOTPST TOBAPHI OH-
JIaliH, HO MTOKYTIaloT 0¢IaiiH, HACTPOMKa pEKOMEHAALIIA
Ha caliTe c yueToM crienuduky GperrH-6usHeca, orpaHu-
JeHVe KOMMYHUKAIIMOHHON Harpy3Ky Ha KJIMEHTa, aHa-

13 3P PpeKTUBHOCTH email-pacchUIOK B peXKUMe peasib-
HOTO BpeMeHH (Tabi. 2).

Ha priHKe cymiecTBYIOT pasinuyHble TUllBl CRM-
cucTeM, BKJIIOYas obyavyHble pemeHus (SaaS) u Tpa-
AUIIVOHHBIE HACTOJIbHBIE IIPUIOXKeHUA. [1oab3yIoT-
¢S TOMYJIIPHOCTBIO B PA3IMYHBIX oTpacyisax Sealforce,
AllProWebTools, Base, Meraiias, Bitrix 24, AmoCRM
(KysinoBa, l'op6yHOB, 2022).

JlvHamuka pocta peiHKa ¢ 2015 no 2023 r., BKIIIO-
4yad nporHo3 Ha 2025 r., mpe/cTaBieHa Ha pUCYHKe 3.
B 2023 r. 06bem MupoBoro CRM-peIHKa ZOCTHT 48 MIIpZ,
noJi., a K 2030-My, IO MPOTHO3aM, YBEIUYUTCA Oosiee
yeM B 2 pa3a (Merkos, 2022).
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Pucynox 3 — Jlunamuka pocma obuezo 06sema muposozo poiHka CRM, 2015-2025 ze.
Figure 3 — Growth dynamics of the total volume of the global CRM market 2015-2025

[Tomy/IAPHOCTD 3TOr'O BUJA KOMMYHUKAIIUY 00'bsIC-
HsETCS BBICOKOH NepcoHamn3anueil U KINeHTOOpHeH-
THPOBAHHOCTHIO. AKTHBHOE PacIpoCTpaHeHHe CMapT-
($OHOB OTKPEIBAET HOBBIE ITEPCIIEKTUBHL /IS PA3BUTHSA
MOOWIBPHOTO MapKeTHHTa. KoMIaHuy OACTpanBaloT-
cs oz crpareruio mobile-first u cTaparoTcsa U3BIeYb
U3 Hee MaKCUMaTbHYI 30 )EeKTUBHOCTh: HAIPUMED,
HCIOJIB3YIOT MeCCeH/PKePHl KaK IUIOMAKY AJIA 0b1e-
HHUS C TOTpebuTeNIMU. BrICOKUI open rate, ObIcTpast
CKOPOCTb /JOCTaBKU COOOIEHN, BO3MOXXHOCTh aBTO-
MaTHU3alUN — JIUIIb HEKOTOPHIE IPENMYIecTBa Mec-
CeH/Kep-MapKeTuHTa. [Tosb30BaTeso BAKHO MOTy4YaTh
MTHOBEHHBIN OTKJIUK OT OpeH/ia, a 6usHecy — ugdex
OT KJIMeHTa.

OTMevaeTcsl HECKOJIBKO TPEH/IOB.

Bo-T1epBBIX, 60JIee aKTUBHOE HCIIOIB30BAHIE CKYC-
CTBEHHOT0 MHTeJUIEKTa ¥ MalllMHHOTo 00y4eHus1 B CRM-
cucTeMax.

Bo-BTOpBIX, pa3BUTHE MeCCeH/Kep-MapKeTHHTa.
B MecceHmKepax MOXKHO JlellaTh MacCOBbIe PACCBHLIKY,

OTIIPABJIATD YBeJOMIEHUA 00 aKIUAX 1 oddepax, OTBe-
YaTh Ha BOIIPOCH! KIIMEHTOB B PEXKUMeE PeasbHOTO Bpe-
MeHH U NpeAjIaraTh HHAUBHUAYaIbHOE 00CTYKUBaHUE.
Bnarozaps gaT-60TaM U BO3MOKHOCTAM HMHTEIPAINH
¢ CRM-cucreMaMu MeCCeH/KEPBl MOT'YT IIOMOYb KOM-
naHusaM 3G deKTUBHEE B3aUMOEHCTBOBATh C KJIMEHTa-
MU U CTPOUTH JJOJTOCPOTYHBIE OTHOIIEHU.

B-TpeThux, ynpoujeHre KINEeHTCKOIO IyTH C BO3-
MOKHOCTBIO 00eCIIedNTh MaKCHMAaJIbHO ITONOKUTEh-
HBIN KJIMEHTCKUH OTIBIT IIPU OZTHOBPEMEHHOM BBICTpau-
BaHUU 3PPEKTUBHOU CUCTEMBI JIOSUIBHOCTH.

B-4eTBEepPTHIX, C YIETOM OI'PAHHUYEHHOI'O JOCTyIIa
K 3apy0eXHBbIM IUIOMaKaM aKIeHT B IIPOrPaMMHBIX
MIPOZAYKTAX CMEIAeTCs Ha OTeYeCTBEHHBIE aJTbTepHATHU-
BbI. CollayibHbIe CETH U MECCEH/KEePBI COXPAHST CBOXO
AKTyaJbHOCTD, HO OyZyliee — 3a aBTOMATU3UPOBAHHBI-
MU T1aThOpMaMH, TAKUMU KaK 9aT-O0ThI ¥ TOJIOCOBEIE
ACCHUCTEHTHI, 00eCTIeYNBAIIUMU ObICTPOE U 3 HEKTHB-
HO€e B3aMMO/IEHCTBYE C TIOTPEOUTENEM KPYTJIOCYTOYHO
(MupostoboBa, 2023).
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B oTe4ecTBEHHOM CEKTOpE He 0XXKHAAETCH Cepbes-
HBIX 3aTPYAHEHUH A1 6U3Heca Gyarozaps MIUPOKO-
My IpUMEHEeHUIO criernannu3npoBaHHbix CRM-cucteM.
B obnacTu npoja)k aKTUBHO HCIIOJIb3YeTCs CHUCTe-
Ma amoCRM, MeJUIIMHCKYE yYpeXJeHUsd, BKIYas
YacTHbIE KIWHUKY, npegnounTatoT Medesk, ais cto-
MAaTOJIOTUYECKUX KJINHUK XapaKTepPHO UCIIOIb30Ba-
Hue Dental Pro. B pecTopaHHOM fiejie pacpocTpaHe-
HBI Takue pemenus, kak Fusion POS, CBUC IIpecro,
Quick Resto, r_keeper, liko. HecMoTpsi Ha 3aKpbITHE TTO-
myJIsipHOTO B chepe HeaBmxkuMocTy CRM-1ipoBatiziepa
Contactually, Ha ppIHKe TPOZOKAET paboTaTh MEXAY-
HapozaHbIY BeHZ0p Wise Agent, a TaK»Ke CyII[eCTBYIOT Ka-
YeCTBEHHbIE OTeYeCTBEHHbBIE A/IbTePHATUBBI, BKJIIOYad
YUcrm u crieniau3vpoBaHHbIe MOAY/IY A1 Merarian
u butpukc24. B TypucTUiecKoil UHAYCTPUU BeAylyie
[TO3UINY 3aHUMAIOT CHCTEMBI OT POCCUMCKUX pa3paboT-
yuKoB, Takue kak U-ON Travel u TypKOHTpOJI, 4TO CHU-
J)KaeT BIUAHME yXOJa MHOCTPAHHOI'O IOCTAaBIIUKA
CRM Travels.

Opranusanus npouecca BHe[peHus cTpaTernye-
ckoii CRM-cucTeMsbl: MeTOAU4YECKIUY HHCTPYMeHTa-
puit

B xadecTBe npumepa pacCMOTPUM YCIOBHYIO KOM-
MaHUIO «X», IPOU3BOAAILYIO IIMPOKUH aCCOPTUMEHT
MIPOAYKIIUU B 06JIACTU KPACOTHI U 3Z0POBBS, BKIJIIO-
vas BA/[pl, KocMeTHYecKue U mapdoMepHble TOBAPH,
TOBapHI I J0Ma, U OPTaHU3YIOIIYIO OIITOBBLIE U PO3-
HUYHbIE ITPOJAaXKH. ACCOpTI/IMeHT KOMIIaHHWH BKJIFOYaeT

B ce0s1 He TOJIBKO CPEZCTBA IT0 YXOZY 3a KOXKeH /I ZieTeit
U B3pPOCJIBIX, HO TaK)Xe IPOAYKTHI IS 37I0POBbs, yXoZa
3a JOMOM ¥ apOMaTHBbIE Yau, CIIOCOOCTBYIOIIHE KPACOTe
U3HYTPH. [IpOAYKIIVS KOMITAaHUY IIPOU3BOJAUTCS IO, COO-
CTBEHHBIM OpeH/IOM Ha 3aBO/[aX, PACIIOIOKEHHBIX B pa3-
HBIX YTOJIKax MUpa, Bkiatovasa Kopeto, Kurait, TaiiBaHb,
WNuawuto, Tawnaug, Manaiizuto, Vispawnb, Poccuto u [la-
HUIO U ZIp. [J1aHupyeTCs 3aIyCK HOBOTO IMPOM3BO/ICTBA
U pacupeHre komaHbl Ha 20-30 yenoBek. Komnanusa
OpHeHTHpOBaHa Ha 3¢ ¢deKTUBHbIE KOMIIOHEHTHI B CO-
CTaBe MPOAYKIIUY U HAyKOEeMKO€ ITPOU3BO/ICTBO, TPOBO-
JUT ayJUT TOCTABIIUKOB U TIATETbHBIN OTOOD CHIPhS,
MIPUMEHSET ITOC/IeJHYE AOCTHKEHUA B 00IACTH IOy Ie-
HMS SKCTPAKTOB, BBICOKHE TEXHOJIOTUU U COBPEMEHHOE
060pyZI0OBaHNEe, MOHUTOPHUHT Ha Ka)KIOM dTarle MPou3-
BO/ICTBA, KOHTPOJIb Ka4eCTBa F'OTOBBIX TPOAYKTOB. B ac-
COpPTHUMEHTe KOMIIaHUY — TOBAPBI PA3JIUYHBIX I[EHOBBIX
KaTeropui, HaurHasi OT OFO)KETHBIX BADUAHTOB [0 TO-
BapoB KJIacca JIFOKC.

[Tpo1iecc BKIIOYEHUS CUCTEMBI YIIPABJIeHUs B3au-
MOOTHOIIIeHUAMY ¢ KireHTaMu (CRM) B ZiesiTeTbHOCTh
KOMITaHUY XapaKTepU3yeTcsa cleAyroum (puc. 4).

OcHOBHas CJIOKHOCTD 3aKJItoyaiach B UCIOIb30Ba-
HUY HedDEKTUBHBIX CPEACTB KOMMYHHUKAIIUY C KJIH-
eHTaMu. B mpoijecce c6opa 1 06pabOTKU JaHHBIX Me-
Hemkepbl B3/ BEIHYKAE€HBI ObUTH BPYYHYIO BHOCUTH
nHpopMmariuo B Tabuiel Google, Excel v nHOTa B ITpO-
rpammy 1C, 9TO IMOBBIIIATIO PUCK OIIUOOK 13-3a «9eJIo-
Beueckoro ¢pakropa» (Tabi. 3).

/[[E.JIB BHEJPEHHA KA,I[A‘]I[ BHEJIPEHHW CRM
CRM: B KOHTEKCTE YIIPABJIEHHS
* ArperHpoBaHHe, 3AKYIIKAMH H JIOTHCTHKOH:
COXPaHeHHe. aHaIH3 *CO3/aHHAe eHHO} Ga3kl JaHHBIX 110 KITHeHTaM
H CTPYKTYPHPOBAHHE H PBIHOYHBIM YCIIOBHAM
AaHHBIX, MOTydacMBIX *YCTaHOBIIEHHE IPOLECCOB H CTAHIapTOB
0T 3aKa349HKOB, IesATeIPHOCTH MEHEKEPOB
MOCTABITHKOE YCITYT. BHEIMHe3KOHOMHIeCKOH AeATensHOCTH (BO])

TaMOKeHHEIX CIYXKO,
JIOTHCTHYECKHX KOMITAHHH
H IPYI'HX YIacTHHKORB
mpolecca, AaBTOMATH3AITHA
H OINTHMH3AIHIT
OH3HeC-IIPOLECCOB

< &

*aBTOMATH3aIHs Pad0TIHX MeCcT MeHeIIKEPOB
B3I

*01eHKA 3()()eKTHBHOCTH PAa0OTEl MEHEKEPOB

*o0ecreuenne 6e30MaCHOCTH KITHEHTCKOMH 6a3bl
TIAHHBIX

*KOOPAHHALIHA PA0OTEL COTPYIHHKOR DAa3HBIX
OTZENOB B BOIIPOCcax 00CTyKHBAHHA KITHEHTOB

Pucyrox 4 — TpaduyuoHnHas yens u 3adauu sHedpeHust CRM-cucmembl 8 0peaHu3ayuio
8 KOHMeKcme MelcmpaHo8blxX KOMMYHUKayuil

Figure 4 — The traditional goal and objectives

in the context of cross-

of introducing a CRM system into an organization
country communications
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Kianenr
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KOHTAKT
¢ KoMIOaRAek
171 HOACKA H
3aKYIKH TOBAPOB

» Qupma aHanusUpyem poiHox
€O2NaCHO 3a0anliio Klienma
u npedocmagiaein om4yen
0 @bINONHeHHOI pabome

Brioop
NOCTABIIAKA * zaxaz obpasyoe
€ Y4€TOM €ro NpooyKyuU
penyTanum
-
o * gHecerue NpedonIamol,
Popmienne opzantzayua docmaexu
3aKasa Ha OCHOBHYIO U MAMONCEHHO20 O OpMAEHUA
NAPTHIO NPOIYKIHH
/—_\' nocmonaamau
PHHAILHBIH docmaexkamosapa
LRI HA CKAAO KAUeHmna
-

PucyHok 5 — Baaumoodeticmeaue mexncdy kKomnanuel u kaueHmamu 0o eHedpeHuss CRM-cucmemul
Figure 5 — Interaction between the company and clients before the implementation of the CRM system

Tabauya 3

V3meHeHuUs B paboTe KoMIIaHuU «X» nmocjie BHeapeHus CRM-cucTeMbl

Table 3

Changes in the work of company «X» after the implementation of the CRM system

NMPOBJIEMbI PABOTbI
C KIMEHTAMMU:

Mcnonb3oBaHme Hesddek-
TUBHbIX CPEACTB KOMMY-
HUKaumMm (3neKTpoHHas
noyta, WhatsApp, WeChat
unu obnayHble cepBUCHI TUMNA
Google).
OTcyTCTBME JOCTaTOYHOM
TEXHNYECKOW OCHALLLEHHOCTH
npoueccos cbopa 1 obpa-
OOTKM JaHHBbIX, BbICOKUNE
PUCKU TEXHUYECKMX OWNBOK,
00yCNOBNEHHbIX «4efioBeye-
CKMM (paKTOpOM»

PE3YJIbTATbl BHEAPEHUA CRM — CUCTEMDbI:
Bce JaHHbIe O KJIMEeHTax U CAefikaxX XPaHATCA B OQHOW 3almieHHOoM base AaHHbIX ¢ pas-
JensieMbIM AOCTYMOM: COTPYAHUKM UMEIOT AOCTYN K MH(OpMaLMKn B COOTBETCTBUU
CO CBOEW POJIbIO U MONHOMOYMAMU. YMEHbLLIAETC BEPOATHOCTb MCKAXEHUS U hasibCu-
duKaunm gaHHbIX O caenke
MpeanpusiTne He TepsieT NOTPebuTeNs NPy YBONbHEHNN MeHeXepa — BC MHbopMa-
LS O KNWEHTEe N caenkax CoOXpaHaeTcs
BO3MOXHOCTb aBTOMATU3UPOBaTb PyTUHHbIE Onepaunn: TeieOHHbIE MepPeroBopbl
C KJIMEHTOM, paccbliKy hakCcoB 1 AIEKTPOHHbIX MUCEM, pacrneyaTKy Hakjieek Ha Nucbma
1 T.n. CucteMa nomoraet cobnogath pernaMmeHT paboTbl ¢ KMeHTaMu
3aKas oT K/IMeHTa HanpsMyto nepemeLlaeTcs Ha MPOU3BOACTBO MO KYpaTOpPCTBOM
MeHepxxepa B3 n meHepxxepa co CTOPOHbI MHOCTPAHHOM KOMaHUU-NPOU3BOAUTENS
CucTeMa No3BoNSET y4UTbIBaTb MUHANBUAYalbHbIE OCOOEHHOCTU, MPEeANnoYTEHNS
KNWEHTa, ero 3HaYMMOCTb AJ1 KOMMaHUK. YeTko BUAHO, Kak OCyLLecTBAsNach caenka
(no atanam). Kaxzabli KnMeHT B3aMMOAENCTBYET C MEHELXKEPOM, KOTOPbIN HECeT Nepco-
HanbHYIO OTBETCTBEHHOCTb 3a pe3ynbTaTbl MPOAAX, BMecTe C TeM PyKOBOACTBO B Nio0Oyio
MUHYTY MOXET 03HaKOMUTBLCSA C MOJIOXKEHWEM Aen.

KoMILIeKcHOe Hccie[0BaHue METOAOIOT UM 1 OIIBITA
BHegpeHUsa CRM-cucTeM B POCCUICKUX U 3apyOEKHBIX
KOMIIaHMSX TIO3BOJIMJIO BHIIEJTUTh HE TOJBKO UX Ipe-
WMYIIECTBa, HO U HefocTaTKu (Tabi. 4), oOycioBIeH-
Hble HEOOXOAMMOCTBIO BCECTOPOHHEN TOATOTOBKHU
KOMIIaHWUH U €€ COTPYAHUKOB Iepe/i BHEAPEHUEM CH-
CTeMbI, BO3HUKAIOIIEN OTOJHUTETbHON Harpy3Koi
Ha O6u3Hec B mmepuoz TpaHnchopmanuy busHec-omepa-
LU, OTPAaHUYEHHBIMU BO3MOXKHOCTSIMU B OIpe/ieeH-

HBIX OTPACJAX AJIA ZOCTKEHUA OKHUAaeMbIX dddek-
TOB U IPEUMYIIECTB, MPEAJIOKEHHBIX TIOCTABITUKAMU,
a TaKXKe TPYAHOCTSIMH, CBI3aHHBIMU C TIOJTHOU I po-
Bu3auuel npoueccos. Kpome toro, BHespenue CRM-
cucTeM B OHM3HEC-TTPOLIECCH KOMITAHUU MOXKET COIpPO-
BOXKAAThCSA OMOJHUTETbHBIMU PUCKaMU, CBI3aHHBIMH
¢ 6e30MMacHOCThIO JAHHBIX, 3aBUCUMOCTBIO OT KOH-
KPETHOI'0 ITOCTABIIMKA, HEOIIPABAAHHBIM BJIOKEHUEM
UHBECTULIUH.
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Tabnuya 4

SWOT-ananu3 npouecca BHegpeHUsaA CRM-cucteMsl

Table 4

SWOT analysis of the CRM system implementation process

CUJIbHbIE CTOPOHDbI:
® BapMaTMBHOCTb PYHKLMOHANLHOIO NpUMeHeHUs

® yyeT oTpacieBOM cneunmku

* HpopMaLUMoHHas obecneyeHHOCTb

® BO3MOXHOCTb KOMMIEKCHOTO YrpaBfieHu s

® 06bEMHbI PbIHOK FOTOBbIX PeLUEHU

® BO3MOXHOCTb CAMOCTOSATENBHOMO NPOrPaMMMNPOBaHUSA

MacwTabrpoBaHus 1 paclMpeHns hyHKLMOoHana

HUA MU

® NOCTyNHbI€ 3aTpaTbl MNPV FTOTOBHOCTU KOMMAaHUU K BHEOQPEHUIO

® BO3MOXHOCTb MHTErpauuun C Jpyrumm LLMCppOBbIMI/I peweHnamu,

® BO3MOXHOCTb VI,D,eHTVIqJVIKaLLVIVI CKPbITbIX MPOLUEeCCoB 1 ynpaee-

CJNNABbIE CTOPOHDI:
¢ TpebyeTcs KOMMneKcHas NoAroToBKa
* flonoNiHMTeNbHas Harpyska Ha busHec
® HEBO3MOXHOCTb NPUMEHEHMUs B OTAEJIbHbIX chepax
W 019 pelleHnsi OTAeNbHbIX CUTyauun
® CJIOXHOCTb OXBaTa Bcex 6e3 ncknoveHus busHec-
npoueccos
® HeOOXOAMMOCTb B JOCTAaTOYHOM YPOBHE TeXHUYe-
CKOW OCHalLLeHHOCT!

BO3MOXXHOCTM!:
® POCT NPOAAX KOMMaHMM 1 AONW YCNELLHbIX CAenokK
e ynyylleHWe KayecTBa cepBuca

HA yOOBNETBOPEHHOCTU U NOANTbHOCTU

KOMMaHnen n KNMeHTom

® KOMMJEKCHOE COMPOBOXAeHNE NoTpebuTens, NoBbILIEHWE YPOB-
® co3aaHMe foBepUTENbHbIX JOJITOCPOYHbIX OTHOLEHUI MeXAay

® oLeHKa 3(pHeKTUBHOCTU paboTbl COTPYAHNKOB C KIIMEeHTaMu

YIrPO3bl:
® He3(HEeKTUBHOCTb CUCTEMBI
* HapyLleHWe TPaaULMOHHbIX Br3Hec-NpoueccoB
® HErOTOBHOCTb MepCcoHasna 1 pyKoBOACTBa
® ITHOPUPOBaHMe NpUHLMNOB paboTel CRM-cucrem
¢ cbon B pabote CRM-cuctem
® noTeps AaHHbIX
°® NpeKkpaLeHne NopgaepXKkn paboyen sepcmm

B mesnsax MUHUMHU3AIUY [TOTEHIIHATbHBIX PHUCKOB
(yrpo3) BHeapenus CRM-cucreM B OU3HeC-poLeC-
CBI KOMITAHUY MBI YTOYHWIN COZepKaHHUe STAIloB BHe-
JPeHUsI CUCTEMBI CTPATETNYECKOro YIIPaBIeHUA B3au-
MOOTHOLIeHUAMU ¢ kiareHTamu (CRM) opranuzauuu
Ha OCHOBE y4eTa KPOCC-Ky/IbTyPHBIX 0COOEHHOCTEH, TeX-
HUYECKUX BO3MOXKHOCTEH U MOTPEGHOCTEN MHOCTPAHHO-
ro IIapTHepa B [eJIAX COKpAIIeHNsA CPOKA COIVIACOBAHMA
3asABKM Ha IIOCTaBKy U Ha dTalax pa3MelleHNs 3aABKI
Ha MHOCTPAHHBIX GaOpPUKaxX U yMEHBIIEHUS TTPOJOIKH-
TEJIbHOCTH OOIIET0 IIUKJIA CAETKH.

Kpowme Toro, MBI CIUTaEM, UTO I1eTb BHEIPEHMS CTPa-
rernmdeckoli CRM-cucTeMbl — aBTOMATH3AIUA U ONTH-
MU3an¥s IpoLeccoB paboThl ¢ KJIMEHTAMU — B KOM-
[IaHUAX, OCYUIECTBIAIOMINX BHEITHEDKOHOMHUYECKYIO

JIEATEHHOCTD, JOJKHA OBITH OPUEHTUPOBAaHA Ha Gop-
MUpPOBaHUE Pe3yIbTATUBHBIX JOJTOCPOYHBIX ITAPTHED-
CKUX OTHOIIIEHUH B KOHTEKCTE KPOCC-KYIBTYPHBIX 0CO-
OGeHHOCTeH BeZieHHs 6u3Heca. [Ipy 3 TOM KOpPEKTHPOBKa
LIeJIU CTaHET OCHOBOU yTOUHEHUA KOHKPETHBIX JeH-
CTBUI KOMITAHUY B PAMKaX OCHOBHBIX 3TAIlOB BHeJpe-
Hust CRM-cucTtembl ¥ BbIOOpa Haubosee 3pHEeKTUBHBIX
WHCTPYMEHTOB. DTO 0CO6EHHO aKTyaJbHO /7151 B2B cer-
MEHTa, I7le KaX/IbIH KJIMEHT MpeCTaBIsgeT coboi opra-
HM3AI[HI0 C YHUKATbHON CTPYKTYPOU M AMHAMUYECKU
MeHAIOIMUMUCA noTpebHOCTAMU. KpoMe TOTO, B Cek-
TOpax, I7ie IOCTIDKeHYe IIPerMYyIecTBa TpebyeT HHAH-
BU/IyaJIbHOTO TIOZXO0ZA K KQXKAOMY KJIUEHTY, CO3ZaHHe
U Mojiep>KaHre STUX OTHOIIEHUH MOXeT CTaTh KOH-
KYPEHTHBIM IIPEUMYIIECTBOM OpraHu3anuu (Tabi. 5).

Tabauna 5

MeToauueckue KOHCTPYKIIUH 110 OpraHu3anu rnpounecca BHEJpEeHNA CUCTEMBI CTpATETUIE€CKOTr0
yipaBJjieHHUA B3aUMOOTHOIIEHUAMHU C K/IN€EHTaMU B KOMIIaHUAX (B TOM yucie OCyHIE€CTBJIAIOILINX
BHEUTHEIKOHOMUHNYECKYIO ,Z[eHTeJ'IBHOCTb)

Table 5

Methodological structures for organizing the process of implementing a strategic customer relationship
management system in companies (including those engaged in foreign economic activity)

ll,Eﬂb BHegpeHuA — CpOpMI/IpOBaHI/Ie pe3ynbTaTUBHbLIX 4ONMTOCPOYHbIX MapPTHEPCKNX OTHOLLEHUN B KOHTEKCTe KPOCC-Kynb-
TYPHbIX ocobeHHocTeln BeaeHusa Ou3Heca Ha ocHoBe aBToOMaTusauum n ontmMmnsaumm npoueccos pa6OTbl C KJIMEHTaMU

3AAAYN CRM-CUCTEMbI B KOHTEKCTE CTPATETMYECKOI'O YIPABJIEHUA

1. YoosnetBopeHue Tpe-

6oBaHWN, chopMynMpo- | BOCTUXEHME ero Lenemn

2. YnpaBneHuve npegnpusTriem, obecrnednBaioliee

3. [leTanbHoe onucaHue
BbIMOJHAEMbIX 3a4a4 C yKasaHnem

BaHHbIX 3aKa34NKOM
2.2. ABTOoMaTu3auusa busHec-

npoueccos

nx nocnenoBaTteslbHOCTU U ponel?l

2.3. ApanTaums 1 pas- | yyacTHUKOB

BUTHNE
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STANbI BHEAPEHNA B KOHTEKCTE 3AJAY

1. NoproToBka npoekTa

2. AHanus

3. PazpaboTka 1 Tectnpo-
BaHue

4. Pa3BepTbiBaHUe

5. OnbITHas akcnnyaTauus

1. AnarHocTtuka

2. AHanu3s

3. Pa3paboTka 1 TecTupoBaHue
4. Pa3BepTbiBaHMe

5. HayanbHoe conpoBoxaeHune

1. Pamku BHeapeHus
2. Mopenb

3. KoHdurypuposaHue
4. 3anyck B 3Kcnnya-
Tauuto

5. PazButne

1. OnpepeneHuve 3agay
2. AHanus onepauum
3. InzanH peweHus

4, PaspaboTka

5. Mepexopn

6. dkcnnyatauma

NOCNEAOBATE/IBHOCTb ONEPALIVIA (AENCTBUI) B PASPE3E 3AZ1IAY U TAMOB BHEAPEHUS

1. Pa3paboTaTb NpoekT-
HYI0 AOKYMEHTaLMIO.
ChopmMumpoBaTb KOMaHAy
npoekTa.

2. MoarotoBUTL KOMaHAY
npoekTa. PazpabotaTb
(byHKLMOHanbHble Tpebo-
BaHWs K cucTeMe

3. Pa3paboTaTb TeXHU-
Yyeckune TpeboBaHUs

K cucteme. PaspaboTatb
NPUHLMMNBI peanmsaumm
TpebGoBaHUM

4. Co3paTb NPOrpamMmMHbIi
npoayKT.

MpoBepuTb paboTtocno-
cobBHOCTL NpofyKTa

1. NccnepoBaHue n fOoKyMeH-
TUPOBaHMe KNOYEBbIX acnek-
ToB OU3Heca:

® onpegeneHne 1 aHanms
OCHOBHbIX TpeboBaHuWI 1 Mno-
TpebHocTel BusHeca.

2. IHMuMnpoBaHue 1 nnaHu-
pOBaHMe NpoeKkTa BHeJpeHMs:
® NpoBeAeHNE BCECTOPOHHErO
aHanun3a TekyLero cocTosHus
neAaTenbHOCTM 3aKa3ymka,
BKJIOUas €ro CTpyKTypy, Npo-
LLlecchbl 1 CUCTEMBI.

3. PazpaboTka koHuenumn
Oypyuier cuctemsi:

® onpepesnieHne TpeboBaHUM

K HOBOW CUCTeMe, B TOM Yucne
K HEOOXOAMMbIM U3MEHEHUAM
M LOMOSIHEHMAM CTaHAAPTHOM
PYHKLMOHaNbHOCTN A1 COOT-
BETCTBUS YHUKaNbHbIM NOTpeb-
HocTAM Bu3Heca.

4. BHeppeHMe 1 nepBoOHavanb-
HO€e TeCTUpPOBaHMeE:

® peanunsaums NnaHUpyeMblx
M3MeHeHU 1 NpoBeaeHue
TeCToB ANsl NPOBEPKU UX -
heKTUBHOCTU U COOTBETCTBUS
nocTaBneHHbIM 3a4avyaM.

5. ®MHanu3aumns HacTPOMKM

M NOAroToBKa K 3anycky:

® OKOHYaTeslbHas HacTpolika
CUCTEMBI, CO3[aHMe UHCTPYK-
LM AN nonb3oBaTenen un op-
raHM3auus rnpotecca nepexoga
Ha HOBYIO CUCTEMY.

6. Moapepxka n onTUMM3auns
CUCTEMBI:

® OKa3aHue NocTossHHOM noa-
[Aep>XXKK rnonb3oBaTensam
CUCTEMBbI, @ TaKXKe aHann3 n uc-
npasneHne obHapyxXeHHbIX
npoGnem 1 HeCOOTBETCTBUM

B npouecce eé 3kcrnyataunm

1. ®opmynumpoBka obuwux busHec-
TpeboBaHWUI 3aKa3ymKa:

e cbop 1 aHanu3 TpeboBaHM 3aKas-
yuKa K cucteme. Llenv BHeapeHus,
OXMJaemble pesynsTaThl, KIloYeBble
Ou3Hec-NpoLeccsl, KOTopble AoNXHa
noAAepXmBaTb CUCTEMA.

2. OnpepeneHve dyaywmx 6usHec-
NpoLeccoB U UX peanu3aums c no-
moluybto Oracle E-Business Suite:

* neTannsaums 6usHec-npoLLeccos

M X COOTHeceHe ¢ pyHKUMOHaNb-

1. OnpepeneHue Le-
fier 1 paMok npoekTa
BHeApeHUs

2. NMpoekTnposaHue
OynyLlien cuctemsl

1 Oyaywmx 6usHec-
npoueccos

3. BbinonHeHWe nunoT-
HOro npoekTa n pas-
BepTbIBaHNE CUCTEMbI
4. 3anyck cMcremsl

B OMbITHYIO 3KCMya-

Tauuto HocTbto CRM-cuctemsl. OueHka

5. OnTummzauyms, noTpebHOCTU B AOMONHUTENbHOMN
COoBepLUeHCTBOBaHMe | pa3paboTke.

CUCTEMBI 3. MonyyeHue peTanbHbIX cneunbu-

Kauum ans onofHNUTENbHOM pas-
paboTku:

® pa3pabaTbiBalOTCA TEXHNYECKMNE
cneumduKaumm ans HeodXoaNMbIX
LOMONHEHUN U MoaMdUKaLmn
CUCTeMbI, YTOObI OHa Morna NnonHo-
CTbO COOTBETCTBOBATb YHUKAJIbHLIM
TpeboBaHUsIM 3aKa3yumKa.

4. Peann3saumsa oOnNonHUTENbHbIX
pa3paboTok 1 NpreMoYHoe TecTu-
poBaHue:

® TeCTUpOBaHMe AN NpoBepKu

MX KOPPEKTHOCTU 1 3P deKTUBHO-
cTu. Pa3paboTka JoKyMeHTaLmm
[ns nonb3oBaTeNien CUCTEMbI.

5. OBy4yeHmne KOHEYHBIX MOMb30Ba-
Tenew 1 BBOJ, CUCTEMbI B 3KCMya-
Tauuto:

* 0by4yeHMe nepcoHana, MUrpaLms
JaHHbIX U3 CTapbIX CUCTEM B HOBYIO,
BHeApeHMe N 3anyck CUCTEMbI B 3KC-
nayataumio.

6. Nopaepxxka 1 conpoBoXpeHne
CUCTEMDI:

® TexHU4Yeckas NnoaaepXKa CUCTeMbI,
pelleHne BO3HMKaIOLWMX B NpoLecce
3KcnyaTauum npobnem u ycrpaHe-
HUe BbISIBJIEHHbIX HEOCTAaTKOB

PEKOMEHAYEMbIE CPOKW BHEAPEHUA

3 mecsiua

4 mecsiua

4 mecsaua 6 mecsiLeB

BA30BbIE KPUTEPUN BbIBOPA CRM-cucrembl

NMapameTpbl cpaBHUTESNIbHOM OLLEHKU MPEeVMYLLECTB
CRM-cucrem Ha IT-pbiHKe

e Cneumnduka dyHKUnoHnposaHna CRM-cncremel

e CoOoTBETCTBME LIeNsIM OpraHmM3aumnmn

e [1OCTYNHOCTb U Ka4yeCcTBO CEPBUCHOM NOAAEPXKKN

e LleHa nokynkn, BHeAPEeHMs, CONPOBOXAEHWNS

e CTpaHoBas NpUHAANEXHOCTb KOMMaHUKU-pa3paboTymka
(3awmTa oT MexayHapoAHbIX PUCKOB)

e |P-tenedoHus

® PaboTa co caenkom
e OdyHKuMOHan

® busHec-npoueccol
e E-mail paccbinka

* API




40

YMPABEHWE COBPEMEHHOW OPTAHU3ALIMEN: onbiT, npobrnems! 1 nepcrnektviebl [N219 | 2024

* lHTerpauus ¢ UMELWMMKCS NPOrpaMMHbIMW CPEACTBa-
MU KOMMaHuUn

* Hannune npobGHbIX Bepcuii ANt peaBapuUTeNnbHOM OLLEeH-
KU1

* BO3MOXHOCTb 0Oy4eHWs nonb3oBaTenem

* 3agauun

® PazfeneHune Ha nnabl U KOHTaKTbI
e KayecTBO fOKYyMeHTauum

e OTYeTHOCTb

® BO3MOXHOCTb AopaboTkm

MAPAMETPbI OLLEHKW 3ATPAT HA BHEAPEHUE

1. Tapud (Noanwucka)

npOD,OH)KVITEJ'IbHOCTb, KONMYeCTBO Nonb3oBaTenen

2. OByyeHue

MnaTHbI/6ecnnaTHbI obydatowmii kypc. MpogonxkuTtensHocTb 00yyeHus (ot 20 o 80 yacoB)

3. PacyeTt Ha N nonb3oBa-
Tenen. OueHka notped-
HOCTU B 6Ga30BbIX HAaCTPOM-
Kax:

1) npoBepka BHegpeHua CRM; 2) yaT TexHu4eckor nogaepxku; 3) TenedoHHas NMHUS TEXHU-
Yyeckon noaaep>xku; 4) KOHTPOJb PaboTOCNOCOBHOCTM 1 ONNaT CEPBUCOB; 5) pekomeHZaumnm
no aBToMaTU3aLMm1 U yNydLleHUIo; 6) perynsapHoe obyyeHue 1 aTTecTaums COTPYAHUKOB;

7) exxeMeCsYHbI OTYET O COCTOAHUM CUCTEMbI

Pacuetsl 3aTpaT Ha BHepeHrue CRM-crcTeMbl BKJIIO-
YJalOT CTOMMOCTD NIPHOOpeTeHNs JIULeH3UH, TPoIiece
BHeJIpeHUA 1 00yJdeHue TepcoHaia. DTU PACXOAbl MOXK-
HO paccMaTpuBaTh Kak MUHBECTULINY, KOTOPHIE CO Bpe-
MeHeM OKYIIATCSA 32 CUeT POCTa IPUOBUIN U CHIKEHUS
U37epKeK.

BHezpenue cucTeMsbl yrpaBieHUa B3aMOOTHOIIIe-
HuAMHU ¢ krueHTamu (CRM) B feATenbHOCTb TOPro-
BOU KOMIIaHUU-UMIIOPTepa CIocOOCTBYeT aBTOMATH-
3alU¥ KII0YEBBIX ONepaluii, BKIOYas HellpepbIBHBIN
KOHTPOJIb 32 ITOCTaBKaMH U [TOBHIIIEHNE TOYHOCTH cO0-
pa, a TaK)Xe CTPYKTypUPOBaHKE NHOOPMAIUH, ITO Be-
JeT KOMIIaHUIO K JOCTHKEHUIO BBICOKUX pe3yJbTa-
TOB.
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