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AHHOTanusA

IIpegmer. B cOBpeMeHHBIX YCIOBUSIX BCe OONBUIYIO aKTyaJbHOCTb IPUOGPETAOT
MPaKTUKM YTIpaBJIeHNs JIOSUTbHOCTbIO MOTpebuTesneli, ocHoBaHHble Ha KoHuenuuu CRM.
KoHrenuus npennosnaraer ucnosab3oBaHue nHGopmaiyoHHbix Texuonoruit (CRM-cucrem)
ISl CO3aHuUST U MOHUTOPUHTA 6a3 JaHHBIX O CYILIECTBYIOIIUX Y MOTEHIMATbHBIX KIIMEHTAX
IUIsl TaJbHENIIIEro MCIOMb30BAaHUS B LIEISAX MOBBIIIEHUSI UX JIOSTIBHOCTY Y ONTUMM3ALNUK
KOPIOpaTMBHOrO  yrpasieHus. Heo6XomuMOCTb oOmpeneseHus LEJIOCTHOM, HAyYHO
060CHOBaHHOM  KoHUemumu  ucnonb3oBanuss ~ CRM-cuctem  mist  mocTpoeHust
B3aMMOBBITOAHbIX OTHOIJ.[eHM];I opraHnsauMﬁ C KIIMEHTaMM SIBJISIETCS aKTya]IbHOf/I 33,113‘*16]7[.
Paspaborka MexaHM3Ma aBTOMATM3AIUM YIIPABIEHUS MOTPEOUTETHCKON JIOSUIbHOCTBIO
MMOCPEICTBOM BHEAPEHMS] TAaKUX CUCTEM MIO/DKHA ObITh MaTeMaTuuecky OOOCHOBaHA C
MCTIOIb30BaHMeM MHCTPYMEHTAIBHBIX CPEJCTB.

HOemn. O6ocHoBaHMe 11e1IeCOO6PA3HOCTM  INPYMEHEHWs] KOHLENUMM  MapKeTHHTra
OTHOILIEHWII B COBPEMEHHBIX YCJIOBMSX, Pa3paboTKa MeTOAMUYECKOrO MOAXONA K OLeHKe
CUCTeM YIpaBjeHMs] B3aMMOOTHOLIEHVSIMM C KIMEeHTaMy OpPraHM3aluy HeOOGXOIUMBI s
MOBBIIIEHUST  Pe3yJIbTaTUBHOCTY  MapKETMHTOBOV  OESTEIbHOCTYM  COBPEMEHHOTO
MPeOIpUSITYSI, BKJIIOYAIOLIE) aHaau3 KIMEHTCKOM 6a3bl U Ou3Hec-Cpenbl, BBISIBIEHUE
LIeJIEBbIX Y MPUOBUILHBIX CETMEHTOB, PerylaMeHTAlNI0 G13HeC-TIPOLIECCOB.

Mertonosnorust. C mOMOIIBIO SKCIIEPTHBIX OLEHOK PelllaeTcsi MHOTOKPUTEpUabHas 3a1aua
MHCTPYMEHTAIbHOV  TOAJMEPKKM  YIpaBieHWss IOTPEOUTENbCKON — JIOSUIBHOCTBIO  C
MepapxXmMIecKoil CTPYKTYpOl Ha OCHOBE METOZa aHA/IM3a UepapXuii.

Pesynbrarsl. [1pensioskeH airOpUTM OLIEHKM MHCTPYMEHTATIbHOM TOAJEPsKKM YIIPaBIeHUS
HOTpeGMTeHbCKOIZ JIOSJIBHOCTBKO Ha OCHOBE€ BbIIBJIEHHBIX IIOOXOOOB, JIOKAJIbBHBIX
KputepueB mnporpammHoro obecreuennss CRM-cucrembl. O60cHOBaHa HEOOXOAMMOCTH
BHenpernss CRM-cucrembl B opraHmM3anyy Ha OCHOBe pacyera 3GGeKTMBHOCTM U
CPaBHMTEJILHOTO aHaJM3a 3aTpaT BpeMeHy OOCTY>KMBaHMS KJIMEHTOB, BOCIIOIb30BABILUXCST
yoryramu oprausanyy fo u nociie BHegpennss CRM.

BoiBoabl. [lomyueHHbIe pe3ysIbTaThl UCCIENOBAHUS MOTYT OBITh MCIIOIb30BaHbI B KAUECTBE
MPAaKTUYECKOTO MHCTPYMEHTapus 10 (GOpPMUPOBAHMIO JIOSUIBHOCTU KJIMEHTOB OPTaHMU3aLUN
TIpU UCIoNb3oBaHuy I T-TexHoMOrMit.
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VHpaBHEHI/Ie B3aMMMOOTHOILIIEHUSIMHA C KJIIMEHTaMU

SIBJISIETCSI OCHOBOITOJIararoIen cTpareruei
613HECa COBPEMEHHBIX KOMIAHUI B YCIOBUSIX
PBIHOUYHOM  3KOHOMMKM. IDTO  OOYCJIOBJIEHO

MpesKAe BCEro BBICOKMM YPOBHEM KOHKYPEHIIN
Ha  pbIHKe, CTpeM/IeHMeM  KOMIIaHUM K
COXPAHEHUIO ¥ YBEJIMYEHMIO KJIVEHTCKOV 6asbl
HOBBIX IOTpeOUTENeN U, CIemOBaTeNIbHO, K
pacCIIMPEHNI0  KOHKYPEHTHBIX  IPEUMYILIECTB
OpraHMsaluy Ha pPbIHKE U YBEJMUYEHUIO €€
MpUOBLIN.

CoBpeMeHHbIM UHCTPYMEHTOM 3 GhEeKTUBHOTO
yIIpaBJIeHNSI KJIMEHTCKUMU OTHOIIEHUSIMU
apiasiorcst CRM-cucrtemnr (Customer
Relationship  Management -  ymopaBjieHue

B3aMMOOTHOIIIEHUSIMU C KJIMEHTaMM), KOHLIELIMSI
KOTOPOV M3HAUYaJIbHO OblIa MpEeNJIOKeHa Kak
MapKeTuHroBas crparerust B 1980-x rr., ocHOBHas
ugess KOTOpoM - cbop M coxpaHeHue Oasbl
OAHHBIX O KJIMEHTax [IJIS1 PasBUTHUS JaJbHEeMIINX
KOHTAaKTOB ¢ HuMM. B 1990-e rr. mpowmsolnio
3HAYUTEIBHOE M3MeHeHe B cucreme
B3aMMOOTHOIIIEHUI C KJIMEHTaMu, U MMEHHO B
1995 r. mosBuica u cam Tepmud - Customer
Relationship ~ Management. 3To  cucrtema
yIIpaBJIeHNs] B3aVMOOTHOILIEHUSIMY C KIMEHTAMMU,
B OTIpeNeIeHNY KOTOPOV KCIIEPTHI aKIEHTUPYIOT
BHMMAaHMe Ha OTHeIbHbIX ee acmekrax [1, 2].
Hawn6Gonee pacIpoCTpaHeHHbIE TPAKTOBKU
neuHUIIMY «yIIpaB/ieHKEe B3aMMOOTHOIIEHMUSIMU
C KJIMEeHTaMM» IIpeacTaBjieHbl B mabn. 1.

Boirogpt ot wmcnonb3oBanusgs ~CRM-cucrem
MIpefCcTaB/IeHbl B mabi. 2.
Henb CRM-cucremsl - 3 dexrTUBHOE

yIIpaBJIeH)E BCEM IIMKJIOM IPOHaK, IepCOHAIOM,
MOBBIIIIEH)E  PEe3Y/JIbTaTUBHOCTM  KOHTAaKTOB.
OcHoBHbIe 3agaun CRM-cucremsr:

* IIOCTpOEHME U pacliMpeHue emuHon O6asbl
OAHHBIX — CBEOEHUI O B3aMMOOTHOILIEHMUSIX C
KJIME€HTaMM;

* KOHCOMMIAUMS, aHaIu3 u
MHGOPMAIVIOHHBIX TOTOKOB;

ONITUMM3alNA

* moBblieHne 3DGEKTUBHOCTU  IEeSITETbHOCTU
MapKeTUHIOBOM CITY3KOBI, dponT-0dMUCa
KOMITaHUY;

" ABTOpBI BHIPAKAIOT TTBOKYIO MPU3HATETLHOCT SKCIEPTaM
3a IeTaJIbHOe PaCCMOTPEHME PYKOIMCH U 3aMeYaHusl.

* MOHMTOPUHT MCTOPUM B3aMMOOTHOILIEHMIA C
KJIME€HTaMM, IIOBBIIIEHNME VIOBJIeTBOPEHHOCTH
MOTpe6GHOCTEN KJAMEHTOB, TMOBbBIIIEHNKE
TOYHOCTHM TIPOTHO3MPOBAHMS 0GHEMOB IPOIAK,
MJIaHMPOBaHMe JOXOAOB KOMITaHMM, pa3paboTKa
palIOHAJIbHOM CTpaTerum o6CysKMBaHMs.

[Tporpamma JOSITBHOCTM — 3TO BUJ, MapKeTHHTa,
HampaBjeHHbII Ha CO3[LaHue JIOJITOCPOYHBIX
OTHOIIIEHMI C TOKYIaTe/sIMU JJISl IpeBpalleHus
MX B IOCTOSIHHBIX KJIMEHTOB [ 3].

Ha peike IT-ycayr mpencraBieHO 6oJbIioe
koamuectBo CRM-cucrem mj11  opraHmusanyi
pasauMuHbIx cdep  AEeITeNbHOCTM, ITO3TOMY
Bo3HMKaeT Tmpob6imema Bboibopa CRM  mia
KOHKPETHO HaIllpaBJIeHHOCTH.

[Ipy mnpoBemeHUM MCCAENOBaHUSI DPbIHKA ObLIO

paccmotrpeHo cemb CRM-cucrem:  StorVerk
CRM, Terrasoft bpm’online, Microsoft Dynamics
CRM, «burpukc24», 1C:CRM, amoCRM,

«Merariag».

B kaxgmoit CRM ecTh MHOXECTBO HIOAHCOB,
KOTOpbIE BBISIBJISIIOTCSI B TMpoliecce paboThl, U UX
TPYOHO ONpeNeauTh OO Hauajaa MCIOJb30BaHMS
CUCTEMBI, TIO3TOMY TIpefjiaraeM paspaboTKy
ob6ocHOBaHHOro ajroputMa BbiGopa CRM-
CUCTEMBI KaK pellleH/e MHOTOKPUTEpPHaIbHOM
3amauy C MepapxuvecKkoy CTPYKTypou Ha 6Gase
MeToza aHaym3a uepapxui (the analytic hierarchy
process)! [4-6] ¢ MCIONb30BaHMEM 3SKCIIEPTHBIX
onleHOK. Hambosee cylecTBeHHbIE TOAXOMbI
(KpuTepuM) K OLIEHKe KavyecTBa IPOrPaMMHOIO
MPOAYKTA TPEACTaBIeHbl B mabn. 3.

[lo KaXgoMy U3 TPEeNJOKEHHbIX MOAXONOB
(TIPMOPUTETOB) OILIEHKM KayecTBa MPOrPaMMHOTO
NPOAYKTa C TIOMOIIbIO TIOCTPOEHMSI MIKAJIbl UX
OTHOCUTEJIbHOV  BAaKHOCTM M  ONpENesIeHust
BEKTOpa MPUOPUTETA C UCIIOIH30BAHMEM METOMA
aHa/iMsa uMepapxuii  YCTaHaBIMBAIOTCSI  Beca
3HAUMMOCTY  KPUTEPMEB  KaXKIOTO  TOAXOna
(mabn. 4).

Ha ocHOBaHMM MOaHHBIX, IIPEOCTaBJEHHbIX B
mab6. 3, BEKTOp IPUOPUTETOB MIMEET CJIEMYIOIINIA
BUI;

! ITnakcun M.A. TIpuHATYe pellleHyi MeTOOM MepapxXuu: Kak

COKpATUTh 3KCIepToeMKOCTh // Marepuainsl IX MeskmyHapomHo
koHbepeHyM «HTeIIEKTyasIbHBIE CHCTEMBI Y KOMITBIOTEPHBIE
Hayku». T. 2. Y. 2. M.: MexaHuko-mareMaTnueckuii pakynbreT
MI'Y, 2006. C. 229-231.
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1 1,11 1,25 1,45 1,67 1,67 2 2,5
0,9 1 1,13 1,29 1,5 1,5 1,8 2,25
0,8 0,89 1 1,14 1,33 1,33 1,6 2
0,7 0,78 0,88 1 1,17 1,17 1,4 1,75
*“loe 067 07508 1 1 1,2 1,5 |
0,6 0,67 0,75 0,86 1 1 1,2 1,5
0,5 0,56 0,63 0,71 0,83 0,85 1 1,25
0,4 0,44 0,5 0,57 0,67 0,67 0,8 1
1,51) (12,11
1,36 | |10,9
1,21 | |9,69
1,06 | |8,48
0,017 | 7,27
0,91 |7,27
0,76 | | 6,05
0,61) 4,84

Marpuiibl TapHbIX CpaBHEHMI [IJIST KaKIOTO M3
HIDKHUX YPOBHEN MepapXuu OTHOCUTENIbHO WUX

BO3MENCTBMS HA  YIpaB/iIEMble  3JIEMEHTbI
(TIomxompl) MpeJicTaB/IeHbI ajee.
DYHKIIMOHAIBHOCTD:
1 0,8 1 0,8 0,8 1,33 1,33
1,25 1 1,25 1 1 1,67 1,67
1 0,8 1 0,8 0,8 1,33 1,33
dy =125 1 1,25 1 1 1,67 1,67
1,25 1 1,25 1 1 1,67 1,67
075 06 0,75 06 06 1 1
0,7 0,6 0,75 0,6 0,6 1 1
AHanutuka:
1 1 1,67 1,25 1,25 1,25 1,67
1 1 1,67 1,25 1,25 1,25 1,67
0,6 0,6 1 0,75 0,75 0,75 1
d,=10,8 0,8 1,33 1 1 1 1,33
0,8 0,8 1,33 1 1 1 1,33
08 08 1,33 1 1 1 1,33
06 06 1 0,75 0,75 0,75 1

UNuTterpmpoBaHue c IpyruMu CUCTEMaMU:

S

Il
= = e = e
[ N = Y = Y S Sy
el e e e
e e e
e e e e
el el el e
[l o S = S = S S Y

Hanuune 6;10ka MapKeTUHra:
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1 1 2 1 2 2 1
1 1 2 1 2 2 1
0,5 0,5 1 0,5 1 1 0,5
dy, =11 1 2 1 2 2 1
0,5 0,5 1 0,5 1 1 0,5
0,5 0,5 1 0,5 1 1 0,5
1 1 2 1 2 2 1
Nmnopt gokymeHTamm:
1 2 2 1 2 1 2
0,5 1 1 0,5 1 0,5 1
0,5 1 1 0,5 1 0,5 1
ds=11 2 2 1 2 1 2
0,5 1 1 0,5 1 0,5 1
1 2 2 1 2 1 2
0,5 1 1 0,5 1 0,5 1
DKCIIOPT OTYETOB:
1 2 1 1 2 1 2
0,5 1 0,5 0,5 1 0,5 1
1 2 1 1 2 1 2
dg=|1 2 1 1 2 1 2
0,5 1 05 0,5 1 0,5 1
1 2 1 1 2 1 2
0,5 1 05 0,5 1 0,5 1
BapuaHT nocraBku:
1 0,5 1 0,5 0,5 1 0,5
2 1 2 1 1 2 1
1 0,5 1 0,5 0,5 1 0,5
d, =12 1 2 1 1 2 1
2 1 2 1 1 2 1
1 0,5 1 0,5 0,5 1 0,5
2 1 2 1 1 2 1
CTOMMOCTD:
1 0,57 0,8 0,67 133 2 4
1,75 1 1,4 1,17 2,33 3,5 7
1,25 0,71 1 0,83 1,67 2,5 5
dg=|15 0,86 1,2 1 2 3 6
0,75 043 0,6 0,5 1 1,5 3
0,5 0,29 0,4 0,33 067 1 2
0,25 0,14 0,2 0,17 0,33 0,5 1
Ha ocHOBe Marpuiy, mnomapHbIX CpaBHEHUN
MOJIy4aeM BEKTOpbI JIOKAJbHBIX IIPUOPUTETOB
(cBepTKY KayKIoii MaTpPULIbI MTOITapHbIX
CpaBHEHUI B BEKTOP) 110 KasKIOMY
paccMaTpUBaEMOMY KPUTEPUIO OIIEHKMU:
0,99 1,27
1,23 1,27
0,99 0,76
a, =| 1,23 |.a, =| 1,02
1,23 1,02
0,74 1,02
0,74 0,76
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1,49
0,74
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0,74

0,67
1,35
0,67
1,35
1,35
0,67
1,35

HopMmupyem

) g

, Qg

1,35
1,35
0,67
1,35
0,67
0,67
1,35

1,35
0,67
1,35
1,35 |
0,67
1,35
0,67

1,18
2,07
1,48
1,78
0,89
0,59
0,3

IIOJIYYEHHBbIE

BE€KTODPBI

(TIepeMHOXKaeM MaTpUIIbl TIOTIAPHBIX CPaBHEHMIA
Ha COOTBETCTBYIOIIME MM BEKTOPBI JIOKaJIbHBIX

MIPUOPUTETOB:

6,91
8,63
6,91
8,63
8,63
5,18
518

i~
,_.
Il

i~
w
|
SSIEN IEN BN EN RN BN

10,4
52
52

10,4 |:
52

10,4
52
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[~
(8]
I

891
891
5,35
7,13
7,13
7,13
5,35

9,42
9,42
4,71
9,42
4,71
4,71
9,42

9,42
4,71
9,42
9,42
4,71
9,42
4,71

4,71 8,28
9,42 14,5
4,71 10,35
b, =942 |; by =| 12,43
9,42 6,21
4,71 4,14
9,42 2,07
CocraBriseM CBOOHYIO MAaTpUIly JIOKaJbHBIX
MIPUOPUTETOB:
6,91 891 7 9,42 10,4 9,42 4,71 8,28
8,63 891 7 9,42 52 471 942 14,5
6,91 535 7 4,71 52 942 47110,35
r=1863 713 7 942 104 9,42 9,42 12,43
8,63 7,13 7 4,71 52 4,71 942 6,21
518 7,13 7 4,71 10,4 9,42 4,71 4,14
518 535 7 9,42 52 4,71 9,42 2,07
[IpousBomyM CBEPTKY MaTpUIbl JIOKaJbHBIX
MIPUOPUTETOB:
7,92
8,01
6,43
n=19,09
6,43
6,25
5,53
BekTop mI06a/NbHBIX TPUOPUTETOB  HAXOMUM

IIyTEM IIEPEMHOMXEHNMS BEKTOpa IIPMOPUTETOB Ha
CBOAHYIO MaTpuLy JIOKaJIbHBIX ITPUOPUTETOB:

6,91 891 7 9,42 10,4 9,42 4,71 8,28
8,63 891 7 9,42 52 4,771 9,42 14,5
691 535 7 4,71 52 9,42 4,7110,35
u=1\,863 713 7 9,42 10,4 9,42 9,4212,43 |x
8,63 7,13 7 4,71 52 4,71 9,42 6,21
518 7,13 7 4,71 104 9,42 4,71 4,14
518 535 7 9,42 52 4,71 9,42 2,07
112(5'191 541,12
969 548,63
8’48 434,57
X 7’27 =| 591,18
7:27 449,14
6.05 440,79
484 407,77
M3 31Or0 MOXKHO CHenaTh  BbIBOZA, UTO
MIPUOPUTETHBIMYM TIPOTPaMMHBIMM  ITPOAYKTaMM
LISt MO IEPSKKA CUCTEMBI yIIpaBJIEHNSI

B3aMMMOOTHOLIEHMAMM C KIMEHTaMMu ABJIAIOTCA
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cnepyronme CRM-cucremsr:  StorVerk CRM,
Terrasoft bpm’online, «Butpukc24».

Paccmotpum U3MeHEeHNe roKasaresen
30 GEKTUBHOCTM TIOC/Ie BHEOPEHMUS CUCTEMBbI
butpukc24 na npumepe OO0 «IOpPaiiT».
OcHoBHOEe HaIpaBJ/IeHNe IesITeTbHOCTU

OopraHusaluy — IOPUANYECKUI U GyXrajaTepcKuit
KOHCAATUHI. B HacTosiliee BpeMs KOMITaHUS
«lOpPaiiT» pacnonaraer KBaanubuIMpOBaHHBIMMU
pabourMy Kampamy, COOCTBEHHON KJIMEHTCKOM
6asoin " COBpPEMEHHBIM MPOrpaMMHBIM
obecrieuenmeM. Cucrema «butpukc24» 6buTa
BHeJ[peHa B OpraHu3alyy [Ji HOBBILIEHUST TOJIN
VCIEIIHO  3aKPbIThIX  CHEJNOK,  JIOSUTbHOCTH
KIMEHTOB, yBeauueHus  oOlieir  IpubbLIn
OpraHmsaLumn, YMEHBILIEHNST TpyHo3arpar
COTPYOHMKOB M CpemHel MPOHoJIKUTEIbHOCTU
cmenku. Ilocsme  BHeApeHMs CUCTEMbI  BCS
mHdopMalusi O KIMEHTax CTajla JOCTYITHA
K&KIOMY COTPYOHMKY B JIMYHOM KaOMHeETe,
omepanyy W3MEHEHUS] BHOCUMBIX [aHHBIX WU
3aK/IIOYEHMsI CHIEJIOK, OTMOBEIEHUI KIMEHTOB WU
MHOTO€ J[pYroe BBIMOJHIIOTCS OIEPATMBHO U
CBOEBPEMEHHO.

B ma6n. 5 mpoBemeH CpaBHUTE/bHBINA aHaIU3
3aTpaT BpeMeHM OOCTYKMBAaHUSI  KJIMEHTA,
BOCITOJIb30BABIIIETOCST YCJIYyTaMy OpraHusalui, 0o
u nocye BHeapeHuss CRM.

CpenHee BpeMsi  paboOThl  MeHemkepa C
K/IMEHTaMM, 3aK/IOYaloIMMM JOroBop, Oyaer
COCTaBJISITh:

Tneq - Tan = 57 -12 = 45 MMUH.

Takvm o6pasoMm, BpeMs, 3aTpauMBaeMoe Ha
OIHOTO KJ/IMEHTa, 3HAUUTEIbHO YMEHbBIIMIOCh U Y
MeHeIkepa IIOSIBWIOCH OOJjibllle BpeMeHM Ha
BBIIIOJIHEH)€ HOBBIX 3a/1a4.

Paccuntaem romoBoit (oI pabouero BpeMeHMU
MeHeIKepa OO0 U IIoC/Ie BHeOPEHMsSI CUCTEMbI
(mabn. 6).

CokpaillieHre romoBoro ¢poHza pabouero BpeMeHn
coctaBut 186 u.

OKOHOMMSI TPYHO3aTpaT B JEHEKHBbIX eIMHMUIAX
COCTABUT IIPU YCJOBUM, UTO CpenHsis 3apaboTHast
miata MeHemskepa paBHa 21 000 py6. B mecsi, a
KOJIMYECTBO pabounx mHen — 21:

2=21000/21=1000 py6./menp = 125 py6./u.

OKroHOMMA B rop cocrtasut: 125 « 186=23 250
pyd. Ha omHOro MeHemKepa. IlpuBneueHueM
KIMEHTOB B KOMIITAHMM 3aHMMAIOTCA IISITh
YyeJIOBEK, OTCIONA BHIBO: SKOHOMUS cOCTaBuT 116
250 py6. B rog.

lomoBast skoHOMMYeckass 3(PEdEKTUBHOCTb OT
BHenmpenus: «butpukc24» ¢ ydeTrom 3arpaT Ha
0OCTYKMBaHME CUCTEMBbI M apeHAbl CepBepa B
4500 py6. B Mecsanm ¥ 3aTpaT Ha BHEIpEHNE
cuctembl B 205 500 py6. coctaBuT:

[205 500 + (4 500 « 12)] - 116 250 = -143 250
pyo.

3aTpartbl Ha OOCIYKMBAHME CUCTEMBI OKYIISITCS
YK€ Ha BTOpOV rof paboThl, SKOHOMMUYECKMUIA
a¢ddexT Ha BTOPOI rof, paboThl COCTAaBUT:

116 250 - [(4 500 « 12)+ 143 250] = 81 000 py6.

Cucrema TOSHOCTbIO OKYIUTCA U TPUHECET
mepByio nMpubbLTb. OCHOBBIBASICh HA pe3yJIbTaTax
MPOAEJIaHHBIX aHa/M3a U PACUeTOB, MOXKHO
CKa3aTb, YTO JSKOHOMUYECKMM 3(PGHEKTOM OT
BHenpenus: «Burpukc24» mia OO0 «IOpPaitr»
SIBJISIETCSI  YMEHbIIIEHWe 3aTpaT TPYAOBBIX U
(bMHaHCOBBIX PECYPCOB.

B peammzaumio CRM pomkHO ObITh BOBJIEUEHO

OGOJNIBIIIMHCTBO  KOPIOPaTMBHBIX  CIYXKO U
mofpasfe/ieHnii - MapKeTMHI, IIPOM3BOICTBO,
cyk6a KJIVIEHTCKOM TIONTEPSKKM,

TePPUTOPUAJIbHBIE TIONpA3IeeHNs] MPOJAXK U
caykObl - cepBuca. CoBpeMeHHasT KOHIIEMIVS
CRM paccmarpuBaeTcsi KaK  HEIPEpbIBHBIN
MPOLIECC, B KOTOPBIM TOJIKEH OBbITh BOBJIEUEH
KaKIbIN COTPYIHUK MIPeIIPUITHUS ISt
MOBBIIIIEHNS KJIVIEHTCKOM JIOSTTBHOCTU, OCOGEHHO
9TO AaKTyaJIbHO [ WHOUBULYAIU3UPOBAHHOTO
MTPOU3BOJICTBA.
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Ta6nuua 1
TpaKkTOBKM OIpefesieHNsl «yIIpaBieHye B3aMOOTHOIIEHUSIMY C K/IMeHTaMmu»
Table 1
Interpretations of the Customer Relationship Management definition
ABTOp Omnpenenenne
Monuso I1. IenoBast cTparerust mpuBiedeHus (BbIOGOPA) U yIIpaBIeHUsT

KJIMEHTaMU, HalleJIeHHast Ha ONMTUMM3AINIO UX LIEHHOCTHU
B ponrocpouHoit mepcrnektuBe. CRM npennosnaraer
HajmuMe B opranmsaumm ¢pumocodun 1 KyabTypbl,
OPMEHTHPOBAHHLIX Ha K/IMEHTA, HAalIPpABJIECHHBIX Ha

3¢ PeKTUBHOCTb pabOThI B 06JIaCTM MapKeTHHTIa, IIPOHaK
u cepBucHoro oocyskuBaauss. CRM-cucremer genator
BO3MOKHBIM 3¢ GbeKTVBHOE YIIpaBJIeHne
B3a¥MOOTHOIIEHMSIMY C KJIMEHTaMy TIPY YCIIOBUY, UTO
MIPEATIPUSITIE UMeeT KOHKPETHBIE L[e/IM, CTPATEernIo

Y KYJIBTYDY

Acames A.M., Bykosuu I.T., Ctpourenena T.I.

[NpuknagHOe mporpaMMHOe obecriedeHne st
OpraHm3aluii, pegHasHauYeHHOe JJIs aBTOMAaTU3alyn
CTpaTeruil B3aMOLENCTBYS C KJIVIeHTaMy, B YaCTHOCTH,
TSI TIOBBILIEHUST YPOBHS IPOIAK, YITyUIIIeHNUST
06CTY>KMBaHMSI ITyTeM COXpaHeHust MHGOpMaum

0 KJIMEHTAX ¥ UCTOPUU B3aMMOOTHOILEHUI C HUMMU

Isxennndep Ipart (Jennifer Pratt), renepanbHbiit
mupekrtop Leading Edge Management Consultancy

[Toxmxon K ympaB/ieHMIO MY MOZEJb, KOTOpasi ToMelllaeT
KJIMEHTA B LEHTP GM3HEC-IIPOLIeCCOB 1 METOLOB PabOThI
KOMITaHUM (aKLIEHTUPYEeTCsl BHMMaHue Ha ToM, uto CRM -
MIeosIorust GusHeca)

Hux JIu (Richard A. (Dick) Lee), koHCynbTaHT, aBTOp
crareit nopraga CRMGuru

Buenpenne B KoMImanmm KJIMeHTOOPUEHTUPOBAHHBIX
[IEJIOBBIX CTpaTeruit, Tpebyolee peuHKMHUPUHTa
6GM3HEeC-TIPOLIECCOB, M3MEHEHMs Opraumsauum paboThbl
U TIofiepsKuBaeMasi (HO He yIpaBiisieMast)
coorBercryonieir CRM-rexHonoruein

Ryan CrawCour, TexHUUeCcKuil pykKoBomuTesb B Future
Dynamics Ltd

HpOHECC AKTUBHOI'O YI‘J’IY6J’I€HVI${ 3HAHUII O KJIMEeHTaX
¥ 3aT€M MCIIOb30BaHUS 3TUX 3HAHUM IJis1 TOro, YTOGBI
HAaCTPOUTb GusHecC u CTpaTermy Ha yaoBJIETBOPpEHNUE
VHIOIVBUIOYAJIbHBIX HOTpe6HOCTeﬁ KJIMEHTOB

UYepkammu [T.A.

[MpuknagHOe mporpaMMHOe obecreyeHue st
OpraHm3aluii, NpegHasHauYeHHOe JJIs aBTOMAaTU3alyn
CTpaTeruii B3aMMOIENCTBYSI C KJIMEHTaMU, B YaCTHOCTHU
TSI TIOBBIIIEHUST YPOBHS IPOJAK, YITyUIIIeHNUST
O6CTY>KMBaHUS TTyTEM COXpaHeHust MHGOPMaIU O
KJIMEHTax U MCTOPUYU B3aMMOOTHOLIEHWIA C HUMM

Hcemounux: [1, 2]; Acanues A.M., Bykosuu "I, Cmpoumeneea T.I. DKOHOMMKA ¥ yIIPaB/IeHNE YeJIOBEYeCKUMI
pecypcamu. M.: UHOPA-M, 2016. 143 c.; CRM kak unctpymeHt passutus 6anka. URL: http://www.ifel.ru/br6/5.pdf

Source: [1, 2]; Asaliev A.M., Vukovich G.G., Stroiteleva T.G. Ekonomika i upravlenie chelovecheskimi resursami
[Economics and human resource management]. Moscow, INFRA-M Publ., 2016, 143 p.; CRM kak instrument razvitiya
banka [CRM as a bank development tool]. URL: http://www.ifel.ru/br6/5.pdf (In Russ.)
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Ta6nuuya 2
Boiroas! ot ucnonb3oBauusa CRM-cucrem
Table 2
Advantages of CRM systems usage
ITokasarenb W cTOYHUK BBITO], Boiroan!
Nnentudukarms C60p omnepaTMBHONM BbIBEPEHHON [ToBsiirenne 3pGeKTUBHOCTM PabOThI
MHGbOPMALIUYU O KITVEHTE. TOPTOBBIX MPENCTABUTEJIE.
VYuer MHTEpPeCcoB U MOTPEeGHOCTEI VBesueHne epeKpecTHbIX MPOHasK
KOHKPETHBIX KJIMEHTOB
Huddepenunanms ®dopmupoBaHue CBeIEHMI O CIIpoce Peanusaiiusa HanpaBiieHHOTO
KOHKPETHBIX I'PYIII K/IMEHTOB MapKeTHHra.
CHMsKeHMe PacxoloB Ha pPeKIaMy
BsaumopeiictBue [ToBbIlIeHVE YIOBIETBOPEHHOCTH [NoBbiienne 3¢ beKTUBHOCTM
YBeJIMUMBAET JIOSUIBHOCTD KJIVIEHTOB 06CTY;KMBaHMS KIVEHTOB
[Tepconanuzanmus WNupusupyanmsanmyst CHIKEHME PacxonoB Ha

B3a¥MOOTHOIIEHMI CTUMY/INPYET
JIOSTTBHOCTD KJIVEHTOB

COMPOBOK/IEHNE KIIMEHTOB.
[NoBbiienne 3¢ heRTUBHOCTU PabOTHI
C KJIMeHTaMM

Hcmounuk: aBTopckast pazpaboTka

Source: Authoring

Ta6nuuya 3

PeiiTuHT MMOAX0A0B K OII€EHKe KaueCTBa MHCprMeHTaJIbHOI‘/’I MNOAAEPKKHU CRM-cucrem

Table 3

Rating of approaches to evaluation of tool support to CRM systems

ITopxop, (mpuopuTeT)

q)yHKLU/IOHBJ'IbHOCTb

AHanuTtuka

WuTerpupoBanue ¢ APYTUMY CUCTEMAMU

Hasune 6510Ka MapKeTHHTIa

NmmnopTt gokyMeHTammn

DKCIIOPT OTYETOB

BapmanT nocraBku

CTOMMOCTD

Hcmounux: aBTOpCKast paspaboTka

Source: Authoring
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Ta6nuua 4

CpaBHUTEIbHBIN aHA/IN3 IPOrPAMMHBIX IPOSYKTOB, MCIOIb3YeMbIX /JISI YIIPABICHUS] B3aUMOOTHOIIEHNSIMU
C KJIMEHTaMy Ha MpeJIpusTUsIX

Table 4

A comparative analysis of CRM software products used at enterprises
XapakTepucTUKa StorVerk  Terrasoft Microsoft Burpukc24 1C:CRM amo Meramian
(BO3MOKHOCTH)™, CRM bpm’online Dynamics CRM
NPOrpaMMHBIN IPOAYKT CRM
DyHKIYOHATBHbIE 4 5 4 5 5 3 3
BO3MOKHOCTH
Hannume web -cepBucos 1 1 1 1 1 1 1
Benenne u ynpasieHue 1 1 1 1 1 1 1
6a30Ji JaHHBIX KJIMEHTOB
BusHec-mipolieccht 1 1 1 1 1 0 0
B03MOXHOCTb I'pyIIHOBON 1 1 1 1 1 1 1
paboThl
Buenpenne cuctemsbl BO BCe 0 1 0 1 1 0 0
OT/EJTbl TIPETIPUITHUS
AHaInTHKA 5 5 3 4 4 4 3
Boposka npopax 1 1 1 1 1 1 1
AHanm3 npubbuM 3a MEPUOL, 1 1 1 1 1 1 1
AHanuTyKa 1o akKTMBHOCTHU 1 1 1 1 1 1 1
Anam3 s¢derTrBHOCTI 1 1 0 0 0 0 0
MapKeTHHra
OlieHKa pUCKOB 1 1 0 1 1 1 0
B0k MapKeTHHra 2 2 1 2 1 1 2
HMmopT fOKYyMeHTauum u3 2 1 1 2 1 2 1
APYIUX MPOrpaMMHbBIX
CpeacTB
DKCIIOPT OTYETOB 2 1 2 2 1 2 1
MS Excel 1 1 1 1 1 1 1
CsV 1 0 1 1 0 1 0
BapuaHT nocraBKu 1 2 1 2 2 1 2
SAAS 0 1 1 1 1 1 1
Stand Alone 1 1 0 1 1 0 1
HUHuTerpupoBanue 3 3 3 3 3 3 3
C JPYTMMM CUCTEMAaMM
1C 1 1 1 1 1 1 1
SIP 1 1 1 1 1 1 1
Web-caiit 1 1 1 1 1 1 1
CTOMMOCTDb OTHOM 4 7 5 6 3 1 2
JIMIEH3UN

* 1 - BOBMOKHOCTb MPUCYTCTBYET; 0 — BOSMOSKHOCTb OTCYTCTBYET.

Hcmounuk: aBTopckast pazpaboTka

Source: Authoring
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Tabnuya 5
CpaBHeHMe BpeMeH 06paboTKY KJIMEeHTa, KOTOPbIi BOCIIO/Ib30BAJICS YCAyraMy OpraHmu3anum,
1o u nocie BHegpeHuss CRM

Table 5
Comparison of time consumed to serve clients before and after CRM introduction

Omnepanyst CpepaHee BpeMs BBIIOTHEHNST, MUH
TPY UCIIO/Ib30BAHUY MEYATHBIX TIPH UCTIO/Ib30BAHUY BCTPOEHHBIX
JOKYMEHTOB 3JIeKTPOHHBIX JOKYMEHTOB
J0 nocjie
ITouck B 6ase JaHHbBIX 5 1
3BOHOK 2 1
Pasrosop 8 4
C60p JaHHBIX 5 2
CocrasiieHye OTYETHOCTH 7 1
3aksroueHme cpenku (gorosopa) 30 3
Hmozo... 57 12
Hcmounuk: aBropckast paspaboTka
Source: Authoring
Ta6nuuya 6
Pacuer rogoBoro (ouzga paGouero BpemeHu MeHeqKepa A0 U MOC/Ie BHEPEHUS CUCTEMbI
Table 6
Calculation of annual reserve of labor time of the manager before and after CRM introduction
ITokasarens ¢oHZa BpeMeHU ®@ouj pabouero BpemMeHu
Ao mocJie
KonmuecTBo pabounx aHen 247 247
KosnnuecTBO TpymOBbIX JHEN 8 7,25
Hmozo... 1976 1790

Hcmounux: aBTOpCKas pa3paboTka

Source: Authoring
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Nudopmanys o KoHQIMKTe MHTEPECcoB

MpbI, aBTOpbI JAHHOM CTaTbM, CO BCEM OTBETCTBEHHOCTHIO 3asBJSIEM O YaCTUMYHOM M IIOJTHOM
OTCYTCTBUM (HAKTUUECKOTO WM TOTEHIMATBHOTO KOH(IMKTA MHTEPECOB C KakKoil Obl TO HM OBLIO
TpeTbell CTOPOHOM, KOTOPBII MOYKET BO3HMKHYTb BCJIENCTBME ITyOIMKAIMM JAHHOM CTaTbM.
Hacrosiiiee 3asiByieHMe OTHOCUTCSI K TPOBENEHMIO HAayyHOU paboThl, cOOpy M 0OpaboOTKe TaHHBIX,
HaIlMCAHMIO Y TIOATOTOBKE CTaThy, IIPUHSATUAIO PeIleHNs O MyOaMKaluy PYKOIIUCH.
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Abstract

Importance The article considers the need to define a holistic, theoretically grounded
concept of using CRM systems to build mutually beneficial relationships of organizations
with their clients. Developing the mechanism of automation of consumer loyalty
management through CRM system introduction should be mathematically justified and
accompanied by the use of certain tools.

Objectives The purpose of the study is to underpin the expediency of applying the
relationship marketing concept in modern conditions and to develop methodological
approach to assessment of customer relationship management systems.

Methods We employ the expert evaluation method to solve the multiple-criteria task of
using the support tools for consumer loyalty management with a hierarchical structure on
the basis of the hierarchy analysis technique.

Results We offer an algorithm to evaluate support tools for consumer loyalty management
on the basis of revealed approaches and local criteria of CRM software. The paper
demonstrates the need for CRM system introduction in the organization based efficiency
calculation and comparative analysis of time consumed to service customers before and
after CRM implementation.

Conclusions The findings may be used as practical tools to create customer loyalty using
IT-technologies.
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