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AnboTanus

IIpegmer. B COBpeMeHHbBIX YCJIOBUSIX BCe OOJBIIYI0 aKTyaJbHOCTh IPUOGPETAIoT
MPaKTUKM YIPaBJIEHUS JIOSUIBHOCTBIO NMOTpebuTesieir, ocHoBaHHble Ha KoHuemnuuu CRM.
Konuenuusa npegnosaraeT ucrosib3oBaHue nHpopmamoHHbix TexHonornii (CRM-cucrem)
IIJIST CO3AHMS ¥ MOHUTOPUHTA 6a3 JaHHbIX O CYIIECTBYIOIIUX ¥ TTOTEHIMATbHBIX KIMEHTaX
[JIST ajJbHEeNMIIero MCIOb30BaHMs B LeISIX IOBBIIIEHMS UX JIOSJIBHOCTU M ONTUMM3ALNA
KOPITOPaTUBHOTO  ympaBieHus. HeoOGXOmMMOCTb ONpeneaeHus] IeJOCTHOW, Hay4dHO
OOOCHOBAaHHOM  KOHUeEMUuu  ucrnonb3oBaums  CRM-cucteM Oy MOCTPOEHUS
B3aMMOBBITOIHBIX OTHOIIIEHNI OPraHU3alMii C KJIMEeHTaMM SIBJIIeTCS aKTyaJIbHOM 3aJaueit.
Paspaborka MexaHM3Ma aBTOMAaTHU3allMM YIIPABJIEHUSI IIOTPEOUTETHCKON JIOSITIbHOCTHIO
MTOCPEICTBOM BHEIPEHMSI TaKMX CUCTEM [ODKHA ObITb MaTeMaTMuecky OOOCHOBaHa C
MCITO/Ib30BaHMEM MHCTPYMEHTAIbHBIX CPENCTB.

Iemn. O6ocHOBaHME 11€J1eCOOOPA3HOCTY  NPUMEHEHUSI KOHIIEMNIMM  MapKeTHHra
OTHOILIEHMI B COBPEMEHHbBIX YCJIOBMSIX, pa3paboTKa METOOMUYECKOTO IMOAXOAAa K OIEHKe
CUCTEM YTIpaBjeHNs] B3aMMOOTHOIIEHMUSIMM C KIMEHTaAMM OpraHu3aluy HeOOXOmUMbI /I
MOBBIIIIEHUST ~ PE3YIbTaTMBHOCTM  MapKeTMHIOBOM  HEeSTeJIbHOCTM  COBPEMEHHOTO
MpenIpUITUsI, BK/IIOYAIOIIel aHajauM3 KIMEHTCKOM 6asbl M 6u3Hec-cpenbl, BbISBIIEHME
1IeJIeBbIX U MPUOBUIbHBIX CEIMEHTOB, perjlaMeHTalNio 613HeC-IIPOLeCCOB.

Metopoiorusi. C IMOMOILBIO SKCIIEPTHBIX OLEHOK PellaeTCss MHOTOKpUTepMasIbHas 3amadya
VHCTPYMEHTAJIbHOM  TIOAJEPKKYM  YIIPABJIEHUSI TOTPEOUTENTBCKOM  JIOSUIBHOCTBIO  C
Mepapxuueckoil CTPYKTYPOI Ha OCHOBE METOZIA aHAIM3a MePAPXUIA.

Pesynbrarhl. [IpejiokeH aJirOPUTM OIEHKM MHCTPYMEHTATBHOM MONIEPKKM YITPABIECHUS
MTOTPEOUTENIbCKOM  JIOSUIbHOCTBIO Ha OCHOBE  BBISIBJIEHHBIX IIOOXOMOB, JIOKAQJbHBIX
KputepueB mporpammHoro obecneuenusi CRM-cucrembl. O60cHOBaHa HEOOXOAMMOCTD
BHenpeHuss CRM-cuctembl B opraHm3anmm Ha OCHOBe pacuera 3GGEKTMBHOCTU U
CPaBHUTEJILHOTO aHa/IM3a 3aTpaT BpeMeHU OOCTYKMBaHMS KJIMEHTOB, BOCIIO/Ib30BABIINXCSI
ycayramMu opranusanuu oo u nociie BHegpenust CRM.

BoiBogpbl. ITonyueHHble pe3y/ibTaThl MCCAETOBAHMSI MOTYT GbITh MCITOJIb30BaHbI B KAUECTBE
MPaKTUYECKOTO MHCTPYMEHTapus Mo GOpPMUPOBAHMUIO JIOSUTBHOCTY KJIMEHTOB OpraHu3alnn
pu ucmosb3oBauum I'T-rexHosmornii.
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VHpaBJ’IEHI/Ie B3aMMMOOTHOILIEHMSAMMU C KIIMEHTaMI

SIBJISIETCA OCHOBOIIOJIAraIolLeNn cTpareruemn
O6u3Heca COBPEMEHHBIX KOMIIaHMIA B YCJIOBUSX
PBIHOUYHOM  SKOHOMMKM. OIDTO  OOYCJOBJIEHO

MpeXKAe BCEro BBICOKMM YPOBHEM KOHKYPEHIIUU
Ha  pbIHKe, CTpeMJIEHMEM  KOMIIAHMI K
COXpPAaHEHMIO U YBEJUUYEHUIO KJIMEHTCKOM O0asbl
HOBBIX IIOTpebuTeseil U, CJAeOOBaTeJbHO, K
pacClIMpeHNI0  KOHKYPEHTHBIX  IPEUMYIIECTB
OopraHmusaluy Ha pbIHKE U YBEJIUUYEHUIO ee
TIPUOBLINA.

CoBpeMeHHBIM MHCTPYMEHTOM 3G (eKTMBHOTO
yIIpaBJIeHNSI KJIMEHTCKUMMU OTHOIIEHUSIMU
apasiorcsi CRM-cucrtemsr (Customer
Relationship  Management -  ympaBieHue

B3aMIMOOTHOIIEHUSIMU C KJIMEHTaMM), KOHIIEITIIS
KOTOPOM M3HAYaJbHO ObLIa IIpedjio’keHa Kak
MapkreTuHroBas crparerus B 1980-x rT., ocHOBHas
umess KOTOpou - cbop U coxpaHeHue 0a3sbl
JaHHBIX O KJIMEHTaxX IJIsI PasBUTUS TaJIbHEMIINX
KOHTakToB ¢ HuMu. B 1990-e rr. mpousoiuio
3HAUNUTEJIbHOE M3MeHEeHNe B cucTeme
B3aMMOOTHOILLIEHMIA C KJIMEHTaMy, ¥ VMEHHO B
1995 r. mosBwiIcs u cam TepmuH - Customer
Relationship Management. 39To0  cucrema
YIIpaBJIEHUS] B3aMMOOTHOIIEHUSIMU C KJIMEHTaMM,
B OIpeneJIeHUM KOTOPOM SKCIEePThl aKIEeHTUPYIOT
BHMMaHMe Ha OTHe/bHbIX ee acmekrax [1, 2].
Hamnbonee pacIpocTpaHeHHbIe TPAaKTOBKMA
IedUMHULIY «YTIpaBJIeHVe B3aMMOOTHOIIEHUSIMU
C KJIMEHTaMM» TIpeaCcTaB/eHbl B maon. 1.

Beirogpt ot wucnonbsoBaHust ~CRM-cucrem
IpencTaBjIeHbl B mabi. 2.
enb CRM-cucrembl - 3¢ dekTMBHOE

yIIpaBJiIeHe BCEM IIMKJIOM IpOIask, IepCOHAIOM,
MOBBIIIIEHNE  PE3YJIbTAaTUBHOCTM  KOHTAKTOB.
OcuoBHble 3agaun CRM-cucremsl:

* TIOCTpPOEHME WU paclIMpeHue enuHou 6asbl
IAHHBIX — CBENEHMII O B3aMMOOTHOIIEHUSIX C
KJIVEeHTaMU;

* KOHCOMMUIALMSI, aHaIM3 WU
MH(POPMAaIIIOHHBIX IOTOKOB;

ONITUMM3aL s

* moBbillleHVEe 3I(PGHEKTUBHOCTY  OeATETbHOCTU
MapKETUHTOBOM CJTY>KOBI, (ponT-oduca
KOMIIaHUY;

" ABTODBI BBIPAKAIOT TTyOGOKYIO MPU3HATEILHOCTb SKCIIepTaM
3a IeTaJIbHOE PACCMOTpPEHMEe PYKOMMCH U 3aMeYaHMs.

* MOHMTOPUHT WCTOPMM B3aMMOOTHOIIEHUN C
KJIMEHTaMM, TIOBbIIIEHE YHOOBJIETBOPEHHOCTH
noTpeOGHOCTEN KJAMEHTOB, IOBBINIEHUE
TOYHOCTY TIPOTHO3MPOBAHMSI OOBEMOB POAAK,
TJIAHMPOBaHMe TOXOA0B KOMITaHMM, pa3paboTka
paIVIOHAJILHOM CTpaTermm o6CTy>KMBaHMSL.

[Iporpamma JIOSUIBHOCTM - 3TO BUJ, MapKeTUHTa,
HalpaBJIeHHbII Ha CO3[aHue JOJITOCPOYHBIX
OTHOIIIEHMIA C TOKYTIaTeJsIMU JJISI TIpeBpallleHust
MX B ITIOCTOSIHHBIX KJIMEHTOB [3].

Ha peiake IT-ycayr mpeacraBiieHO 60Jibliioe
koianuectBo CRM-cuctem O opraHmsanyin
pasAuYHbIX  chep  IeSTeJbHOCTM, IOITOMY
BO3HMKaeT mpobimema Bbibopa CRM  pgag
KOHKPETHOJ HallpaBJIeHHOCTH!.

HpI/I npoBegeHnn uncciaenoBaHusd pPbIHKA OBLIIO

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

B xkaxpoit CRM ecThb MHOXECTBO HIOQHCOB,
KOTOpbIE BBISIBJITIOTCS B TIpoliecce paboThl, U UX
TPYOHO OIpeAeJUTb O Hauyajga MCIOJIb30BaHUS
CUCTEeMbI, TIOTOMY IpenjiaraeM pa3paboTKy
0060CHOBaHHOro ajropurma Bbibopa CRM-
CUCTEMbl KaK pellleHre MHOTOKPUTEePUAJIbHOM
3a7a4M C MepapxXMUecKoM CTPYKTypoil Ha 6ase
MeTona aHayim3a uepapxui (the analytic hierarchy
process)! [4-6] ¢ MUCIOIb30BaHMEM SKCIIEPTHBIX
oneHOK. Hambosee cylllecTBeHHbIE IMOIXOIbI
(kpuTepuM) K OlleHKe KauyecTBa IPOrPaMMHOIO
MPOAYKTa MpeacTaBjeHbl B mabi. 3.

[To kakgoMy U3 TPENJIOKEHHBbIX ITOIXOJOB
(IpMOPUTETOB) OIIEHKM KayecTBa MPOrpaMMHOTO
MPOIYKTa C TIOMOIIBIO TIOCTPOEHMUS IIIKAJIbI UX
OTHOCUTEJIbHOM  BaKHOCTM WU OIpeneeHust
BEKTOpa IMPUOPUTETA C MUCIOJIb30BAaHMEM MeTOma

aHajM3a MepapxXuii  yCTAaHABAMBAIOTCS  Beca
3HAUMMOCTY  KpUTEpUEB  KaKIOro  TOAXoma
(mabn. 4).

Ha ocHoBaHMM [maHHBIX, IIPENCTaBIE€HHBIX B
ma6n. 3, BEKTOP MPUOPUTETOB MEET CJIEYIOILINIA
BUI:

! IThaxkcun M.A. TIpuHATYE pelleHuii MeTOIOM MepapXui: KaK
COKPaTUTb 3KCIepToeMKOCTh // Matepuainst [X MexxmyHapomgHoi
KoH(pepeHMM «VIHTEIeKTyaIbHbIE CUCTEMBI M KOMITbIOTEPHbBIE
Hayku». T. 2. Y. 2. M.: MexaHuKo-MaTeMaTnuueCckuil GpakyabTeT
MI'Y, 2006. C. 229-231.
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1 1,11 1,25 1,43 1,67 1,67 2 2,5
0,9 1 1,13 1,29 1,5 1,5 1,8 2,25
0,8 0,8 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
o6 067 075 08 1 1 12 15 |
0,6 067 0,75 0,86 1 1 1,2 1,5
0,5 0,5 0,63 0,71 0,83 0,83 1 1,25
0,4 0,44 0,5 057 0,67 0,67 0,8 1
1,51) (12,11
1,36 | |10,9
1,21 |9,69
1,06 | |8,48
“lo,01|7|7,27
0,91 |7,27
0,76 | |6,05
0,61) | 4,84

Matpuiubl TapHbBIX CpaBHEHWUM [JI KaskOOTO U3
HIDKHUX YPOBHEN MepapXuy OTHOCUTEIbHO WX

BO3NENCTBMSI Ha  yIpaBjsieMble  3JIEMEHThI
(TTomxonbl) MpeAcTaB/IeHbl gajiee.
DYHKIIMOHATIbHOCTb:
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
d, =125 1 1,25 1 1 1,67 1,67
1,25 1 1,25 1 1 1,67 1,67
0,75 0,6 0,75 0,6 0,6 1 1
075 06 075 06 06 1 1
AHamuTtnka:
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,=1]08 0,8 1,33 1 1 1 1,33
0,8 0,8 1,33 1 1 1 1,33
0,8 0,8 1,33 1 1 1 1,33
0,6 0,6 1 0,75 0,75 0,75 1

WHTerpupoBaHme ¢ APYTUMU CUCTEMaMMU:

S

Il
_ e e e e e
el e e
el e e
el e
el e e
e el e e
e e e

Hanmume 6;10ka MapKeTHHTa:
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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
d, =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
WMmopTt qoKymeHTaImmn:
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 =1|1 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
OKCIIOPT 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 =11 2 1 1 2 1 2
0,5 1 0,5 0,5 1 0,5 1
1 2 1 1 2 1 2
0,5 1 0,5 0,5 1 0,5 1
BapuanT 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
CrouMOCTh:
1 0,57 0,8 0,67 1,33 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 =115 0,86 1,2 1 2 3 6
0,75 043 0,6 0,5 1 1,5 3
0,5 0,29 04 0,33 0,67 1 2
0,25 0,14 0,2 0,17 0,33 0,5 1
Ha ocHoBe maTpui IIONMapHbIX CpaBHEHMUIA
MOJIyyaeM BEKTOPbI JIOKAIbHBIX IPUOPUTETOB
(cBepTKy Ka’KIom MaTpULIbI MOITapHbIX
CpaBHEHUN B BEKTOD) 10 KaKIOMY
paccMaTpuBaeMOMY KPUTEPHUIO OLIEHKMU:
0,99 1,27
1,23 1,27
0,99 0,76
a; =| 1,23 [La, =| 1,02
1,23 1,02
0,74 1,02
0,74 0,76
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1 1,35
1 1,35
1 0,67
az;=1|11;a,=1] 135
1 0,67
1 0,67
1 1,35
1,49 1,35
0,74 0,67
0,74 1,35
as=|149 [Las =] 135 |;
0,74 0,67
1,49 1,35
0,74 0,67
0,67 1,18
1,35 2,07
0,67 1,48
a, =|135|.ag=1] 1,78
1,35 0,89
0,67 0,59
1,35 0,3
Hopmupyem MOJIyUeHHBbIE BEKTOPBI

(lepeMHOKaeM MaTpPUIIbl TTOMAPHBIX CPaBHEHWUN
Ha COOTBETCTBYIOIIME MM BEKTOPbI JIOKAJIbHBIX
MIPUOPUTETOB:

4,71 8,28
9,42 14,5
4,71 10,35
b,=|942|; by=| 1243
9,42 6,21
4,71 4,14
9,42 2,07
CocraByiieM CBOOHYIO MaTpUIly JIOKaJIbHBIX
MPUOPUTETOB:
6,91 891 7 9,42 10,4 9,42 4,71 8,28
8,63 891 79,42 52 4,71 942 14,5
6,91 535 7 4,71 52 9,42 4,7110,35
r=1|863713 7 942 10,4 9,42 9,42 12,43
8,63 7,13 7 4,71 52 4,71 9,42 6,21
518 7,13 7 4,71 10,4 9,42 4,71 4,14
518 5,35 7 942 52 4,71 9,42 2,07
[IponsBomum CBepTKYy MAaTpUIIbl JIOKAJIbHBIX
MIPUOPUTETOB:
7,92
8,01
6,43
n=19,09
6,43
6,25
5,53
BekTtop mI06aJBHBIX TPUOPUTETOB  HAXOOVIM

MyTEM TEePEMHOKeHUS BEKTOpa MPUOPUTETOB Ha
CBOJIHYIO MaTPUILY JIOKQJIbHbIX TPUOPUTETOB:

6,91 891 7 9,42 10,4 9,42 4,71 8,28
8,63 891 7 9,42 52 4,71 9,42 14,5
6,91 535 7 4,71 52 9,42 4,7110,35
u=1,8637137 942 104 942 9,4212,43 |x
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 7 942 5,2 4,71 9,42 2,07
112()"191 541,12
969 548,63
8'48 434,57
X 7:27 =] 591,18
727 449,14
6.05 440,79
484 407,77
N3 9TOr0 MOKHO CHejaTb BbIBOH, UTO
MIPUOPUTETHBIMM IPOTPAMMHBIMM  TTPOAYKTaMMU
ISt OO EP>KKI CUCTEMbI yIIpaBIeHUS

B3aMMOOTHOILIEHMSIMM C KIMEHTaMM SBJISIFOTCA
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6,91 8,91
8,63 8,91
6,91 5,35
b, =863 |.bh,=|713
8,63 7,13
5,18 7,13
5,18 5,35
7 9,42
7 9,42
7 4,71
b;=|71|.b,=1]942
7 4,71
7 4,71
7 9,42
10,4 9,42
52 4,71
5,2 9,42
bs =| 10,4 |- bs =] 9,42
52 4,71
10,4 9,42
5,2 4,71
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ciaenyionme CRM-cucremsr: StorVerk CRM,
Terrasoft bpm’online, «Butpukc24».

Paccmotpum M3MeHeHue roKasareJjen
9(P(GEKTUBHOCTM IIOC/Ie BHEAPEHUS CUCTEMBI
burpukc24 una mnpumepe OOO «HOpPair».
OcHoBHOe HarpaBJieHue nesaTeIbHOCTHU

OpraHmusalnyuym - PUANYECKUI U OyXTaaTepPCKUi
KOHCAJITMHT. B Hacrosiliee BpeMsi KOMIaHUS
«IOpPaitT» pacnonaraer KBaJMbUIMPOBAHHBIMMU
pabouuMMy Kagpamy, COOCTBEHHOM KJIMEHTCKOM
6a3on " COBpEMEHHBIM MTPOrpaMMHBIM
obecrieuenem. Cucrema «butpukc24» Obuta
BHeJIpeHa B OpraHM3alyy IJIs MOBBIIIEHNUS JOJU
YCIIEIITHO  3aKPBIThIX  CAEJIOK,  JIOSUTBHOCTU
KJIMEHTOB, yBeJIMUEHMSI  OOIIei  NpuUObLIN
opraHusaiuu, YMEHbIIIEHWST TpyHo3aTpar
COTPYOHMKOB ¥ CpeAHell TMPOmOIKUTETbHOCTHI
coenku. Ilocme  BHeOpeHMsT CUCTEMBI  BCS
nHdopmaimsi o KIMEHTaX CTaja J[JdOCTYIHA
K&KIOMY COTPYOHMKY B JIMYHOM KabOuHeTe,
omepaiuy W3MeHeHMss BHOCMMBIX [JaHHBIX U
3aKJTIOYEHMS] CHEJIOK, OIOBEILEHMI KIMEHTOB U
MHOroe Jpyroe BbINOJHSIOTCSI OIepaTMBHO U
CBOEBPEMEHHO.

B ma6n. 5 npoBemeH CcpaBHUTEIbHBINA aHaIM3
3aTpaT BpeMeHM  OOCHYKMBAaHMSI  KJIMEHTA,
BOCIIOJIb30BAaBIIIETOCS YCJIyraMy OpraHu3alum, 10
u nocyie BHegpennst CRM.

CpenHee  Bpemsi  paboTbl  MeHemkepa  C
K/AMEeHTaMM, 3aK/IIOYalol¥MU JOroBOp, Oygher
COCTaBJISITh:

Toea = Ton = 57 = 12 = 45 muH.

Takum o06pasom, BpeMms, 3arpauMBaeMoe Ha
OIHOTO K/IMEHTAa, 3HAYUTEJIbHO YMEHBIIUIIOCh U Y
MeHeIkepa TOSBWIOCH OOJibllle BpeMeHM Ha
BBITIOJIHEHE HOBBIX 3a/1au.

Paccuntaem romoBoil GoHA pabouero BpeMeHMU
MeHe[sKepa [0 ¥ TOCae BHEAPEHMS CUCTEMbI
(mabn. 6).

CokpalieHue rogoBoro ¢GoHga pabouyero BpeMeHu
cocTaBut 186 u.

OKOHOMMSI TPYHO3aTpaT B JEHEKHBbIX eIVHUIAX
COCTABUT TIPU YCJOBUM, YTO CpelHss 3apaboTHast
rata MeHemkepa paBHa 21 000 py6. B mecsil, a
KOJINYECTBO pabounx aHen — 21:

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

OKOHOMMSI B ronm cocrtaButr: 125 ¢ 186=23 250
pyb. Ha oOmHOro MeHemkepa. IIpuBieueHnem
KJIMEeHTOB B KOMIIAHMM 3aHMMAIOTCS  IISITh
YeJIOBEK, OTCIONA BBIBOJ: SKOHOMMS coCcTaBuT 116
250 py®6. B rog,

lopoBass skoHOMMYeckasi 3bdEKTUBHOCTb OT
BHeapeHus: «butpukc24» ¢ ydyetrom 3arparT Ha
06CTY>KMBaHME CUCTEMbI M apeHObl cepBepa B
4 500 py6. B Mecsal M 3aTpaT Ha BHEIpEHME
cucrembl B 205 500 py6. cocTaBur:

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

3arpaThl Ha OOCTYKMBAHME CUCTEMBbI OKYTISITCS
y)ke Ha BTOpOM rof, paboTbhl, SKOHOMMUYECKUI
3 deKT Ha BTOPOII rof, paboThl COCTABUT:

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

Cucrema TIOJIHOCTbIO OKYNUTCS ¥ TIPUHECET
nepByto mpubbUb. OCHOBBIBASICH HAa PE3yJIbTaTax
MPOAEJIaHHbIX aHaIM3a ¥ PacyeToB, MOXKHO
cKazaTb, YTO SKOHOMMYECKMM 3ddeKkTomM OT
sBuenpenns «burpukc24» mna OO0 «IOpPaiir»
SBJISIETCSI YMeHbIlIeHre 3arpaT TPYOOBBIX W
(bMHAHCOBBIX PECYPCOB.

B peamuzaumio CRM mgomKHO OBITH BOBJIEYEHO

OOJILILIMHCTBO  KOPIOPATMBHBIX  CIAYKO U
MOpasfe/ieHnii — MapKeTUHI, IPOU3BOLACTBO,
cysk6a KJIVIEHTCKOM TTONITEPSKKM,

TePPUTOPUA/IbHBIE TIOAPA3AEIeHUsT MPOJAK U
cayskObl  cepBuca. CoBpeMeHHass KOHIIEIIIVS
CRM paccmaTpuBaeTcsl KaK HeIpepbIBHBIN
MPOIEeCC, B KOTOPBIM [OJKEH OBITh BOBJIEUEH
KasK bl COTPYAHUK MPeaNPUSITHUS ISt
TIOBBIIIEHMS KJIMEHTCKOM JIOSJIBHOCTH, OCOOEHHO
9TO aKTyaJbHO [JIS1 VHAVBUIYAIM3MPOBAHHOTO
MTPOM3BOICTBA.
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Ta6nuua 1
TpakToBKM onpegeieHNsl «yIpaB/IeHne B3aMMOOTHOLIEHUSIMU C K/IMEHTaMMU»
Table 1
Interpretations of the Customer Relationship Management definition
ABTOp Omnpenenenne
Monuno I1. Henosast cTparerust mpuBJedeHus (BbI6Opa) 1 yIpaBaeHMsI

K/IMEeHTaMM, HalleJIeHHast Ha ONTUMM3aLMIO UX LEHHOCTH
B nonrocpouHoii nepcnektuBe. CRM mpennonaraer
HajMume B opranmsanym dumocodum u KyabTyphl,
OpPMEHTMPOBAHHBIX Ha KJIMEHTa, HallpaB/JIeHHbIX Ha

3¢ PeKTUBHOCTh paBGOThI B 06/1aCTM MapKETUHTIA, IIPOIasK
u cepBucHoro obciykuBanus. CRM-cucremMsbl genaioT
BO3MOKHBIM 3(h(}eKTMBHOE yIIpaB/ieHe
B3aVMOOTHOIIIEHMSIMMA C KJIVIEHTaMM MPU YCIIOBUU, UTO
MpennpusTie UMeeT KOHKPETHbIE 116/, CTPAaTernio

U KYJBTYPY

AcammeB A.M., Bykosuu I.T"., Crpourenena T.T.

[IpuxnagHoe nmporpaMMHoe obecreueHne IJist
opraHM3aiui, mpegHasHaueHHOe )1l aBTOMaTU3alun
CTpaTeruii B3aMMOAENCTBYUS C KIIMEHTaMy, B YACTHOCTH,
JIJIS1 TIOBBIIIEHNS YPOBHS MPOJAXK, YIYUIIeHUS
06CTYKMBaHMS TTyTEM COXpaHeHus uHdopMaimum

O KJIMEHTAaX ¥ MCTOPUY B3aMMOOTHOIIEHWI C HUMU

I>xernnudep Ipart (Jennifer Pratt), reHepanbHbIi
nmupektop Leading Edge Management Consultancy

[Tonxon, K yrpaBaeHMIO WM MOAEJIb, KOTopasi IIoMelllaeT
KJIVIEHTa B LIEHTP GM3HEC-TIPOLIECCOB U METOLOB PabOThI
KOMIMaHuu (aKLeHTupyeTcs BHMMaHue Ha ToM, utro CRM -
upeosorus 6usHeca)

HOux JIn (Richard A. (Dick) Lee), KoHCY/bTaHT, aBTOP
crareii mopraa CRMGuru

BHeppeHye B KoMnaHuy K/IMeHTOOPUEHTMPOBAHHBIX
JIeJIOBBbIX CTPATEeruii, Tpedyrollee PeMHKMHUPUHTA
6M3HEeC-TIPOIECCOB, M3MEHEHMST OPTaHN3aly paboThI
U oL fep>kuBaeMasi (HO He yIipaBisieMast)
cootBetcTByO1IeN CRM-TexHonormen

Ryan CrawCour, TexHmuueckuit pykoBoguresb B Future
Dynamics Ltd

[Tporiecc akTUBHOTO YITyOIeHNsT 3HAHUI O KJIMEHTaX
U 3aTeM MCIIOJIb30BaHMS STUX 3HAHMI [IJISI TOTO, UTOOBI
HaCTPOUTHb OU3HEC U CTpATErMM Ha YIOBJIETBOPEHME
VHIVMBUIYaJIbHBIX MOTPEOGHOCTEN KJIMEHTOB

YepkaumH IT.A.

IpukiamHOe MporpaMMHOe o6ecIedeHme st
opraHmsanuii, IpenHasHaueHHOoe [IJIsl aBTOMAaTU3aLmn
CTpaTeruii B3auMOZIeCTBISI C K/IMEHTaMy, B YaCTHOCTHU
IUTSI TIOBBIILIEHYISI YPOBHSI TPOIAXK, YITyUIIIeHMST
0BCITY>KMBaHMS ITyTEM COXpaHeHMs: MHPOpMaI O
KJIIMEHTaX U MCTOPUU B3aI/IMOOTHOH_IeHI/[I7[ C HUMUnN

Hcmounux: [1, 2]; Acanues A.M., Bykosuu I'.I., Cmpoumenesa T.I. DxoHOMMKA U yIIpaBIeHNe YeJI0BeueCKUMU
pecypcamu. M.: UHOPA-M, 2016. 143 c.; CRM Kak unctpymeHT paseutust 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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Ta6nuya 2
Boirogn! ot ucnonns3oBauusa CRM-cucrem
Table 2
Advantages of CRM systems usage
IToka3arenn WM cTOUYHMK BBITOJ, Boiroanbi
Wnentnduraims C6op orepaTMBHONM BbIBEPEHHON [ToBbiteHne 3¢pHeKTUBHOCTY PabOThI
mHbOpPMaIy O KIMEHTe. TOPTOBBIX IIPEACTABUTEIIEN.
YueT MHTEPECOB U NOTPeGHOCTEN YBenueHne nepeKpeCcTHbIX MPOJasK
KOHKPETHBIX KJIIEHTOB
Huddepennmanys ®dopmMupoBaHie CBeIeHMIz O CIIPOCe Peanu3zais HampaBieHHOTO
KOHKPETHBIX I'PYTII KJIVEHTOB MapKeTHHTa.
CHMsKeHMe pacxoloB Ha pekyIaMmy
BsaumopeiicTeue [ToBbImIEHNE YIOBIETBOPEHHOCTHU IloBsiienye s3pheKTMBHOCTA
YBEJIMUMBAET JIOSUTbHOCTh KJIMEHTOB 06CTYKMBAaHUS KJIVIEHTOB
ITepconam3zanys NupyBupyanusanyst CHMsKeHMe pacxoioB Ha

B3aMMOOTHOIIEHNI CTUMYJIUPYET
JIOSTTBHOCTD KJIMEHTOB

COIMPOBOK/IEHNE KIIMEHTOB.
[ToBbiiieHne 3¢HeKTUBHOCTY PabOThI
C KJIMeHTaMMn

Hcmounuk: aBTOpCcKas pa3paborka

Source: Authoring

Ta6nuua 3

PeliTHHI MOZXO0J0B K OIleHKe KaueCTBa MHCTPYMEeHTa/IbHOoM mogaep;kku CRM-cucrem

Table 3

Rating of approaches to evaluation of tool support to CRM systems

ITopxon (mpuopuTeT)

bann

DyHKUMOHAJIBHOCTh

10

Ananntuka

WHTerpupoBaHue ¢ IpYyTUMMM CUCTEMAMU

Hanyume 6;10Kka MapKeTHHra

MnopT noKyMeHTauumu

DKCIOPT OTYETOB

BapuaHT nocraBku

CTOMMOCTDb

B[OV OV (3 [00 |\ O

Hcmounuk: aBropckast paspaboTka

Source: Authoring
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Ta6nuya 4

CpaBHMTEJIbeIﬁ AHaJ/JIU3 MMPOrpaMMHBIX ITPOAYKTOB, UCITI0/Ib3YyEeMbIX JJIsI YIIPAB/JI€HUSI B3aMMOOTHOILIEHUSAMU
C K/IMeHTaMM Ha NMPpeanpuaTusaIx

Table 4

A comparative analysis of CRM software products used at enterprises
XapakTepucTUKa StorVerk  Terrasoft Microsoft Burpukc24 1C:CRM amo Meramnan
(BO3MOKHOCTH) ™, CRM bpm’online Dynamics CRM
IPOrpaMMHBIN MPOZYKT CRM
DYHKUMOHA/IbHbIE 4 5 4 5 5 3 3
BO3MOJXHOCTH
Hasnmune web -cepBucos 1 1 1 1 1 1 1
Bepenne u ynpasienme 1 1 1 1 1 1 1
6a30J1 JaHHBIX KIVEHTOB
BusHec-mpoliecchl 1 1 1 1 1 0 0
Bo3MOKHOCTB TpynIoBOi 1 1 1 1 1 1 1
paboThI
Buenpenne cucreMbl BO Bce 0 1 0 1 1 0 0
OTZEJbI TPEANPUSITHSI
AHaIMTHKa 5 5 3 4 4 4 3
Boposka mpopgask 1 1 1 1 1 1 1
AHanu3 npubbUM 3a TIePUOS, 1 1 1 1 1 1 1
AHanMTMKa 10 aKTUBHOCTHU 1 1 1 1 1 1 1
Anamms sdderTuBHOCTHI 1 1 0 0 0 0 0
MapKeTHHTa
OlieHKa PMCKOB 1 1 0 1 1 1 0
BJsiok MapKeTMHra 2 2 1 2 1 1 2
HMMnopr goKymMeHTanuu us 2 1 1 2 1 2 1
JAPYTUX NPOrpPaMMHBIX
CpeacTB
DKCIOPT 0TYETOB 2 1 2 2 1 2 1
MS Excel 1 1 1 1 1 1 1
CSsV 1 0 1 1 0 1 0
BapuasuT nmocraBku 1 2 1 2 2 1 2
SAAS 0 1 1 1 1 1 1
Stand Alone 1 1 0 1 1 0 1
NHuTerpupoBanne 3 3 3 3 3 3 3
C IPYyrMMM CUCTEMaMU
1C 1 1 1 1 1 1 1
SIP 1 1 1 1 1 1 1
Web-cant 1 1 1 1 1 1 1
CTOMMOCTD OTHOM 4 7 5 6 3 1 2
JIMLIEH3UU

* 1 - BO3MOKHOCTb IPUCYTCTBYET; 0 — BOSMOKHOCTb OTCYTCTBYET.

Hcmounuk: aBTOpCKast paspaborka

Source: Authoring
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Ta6nuua 5
CpaBHeHMe BpeMeHM 00paGOTKY KJIMEHTA, KOTOPBIA BOCIOIb30BAJICH YCIIyTaMy OpraHu3anumu,
o u mocsie BHenpenust CRM

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

Omnepanys CpenHee BpeMsi BBIIIOTHEHUSI, MMH
TPY UCII0Ib30BaHUU TTeYaTHBIX IIPU UCII0/Ib30BAHUY BCTPOEHHBIX
JIOKYMEHTOB 3JIEKTPOHHBIX JOKYMEHTOB
pis} mocJie
ITouck B 6ase JaHHBIX 5 1
3BOHOK 2 1
Pasrosop 8 4
C60p [aHHBIX 5 2
CocraByieHre OTYETHOCTU 7 1
3akiouenne caenku (morosopa) 30 3
Hmozo... 57 12
Hcmounuk: aBTOpCKast paspaborka
Source: Authoring
Ta6nuya 6
Pacuer rogoBoro ¢oHga pa6ouero BpeMeHM MeHeIKepa 40 U 1oc/ie BHeJPEeHMS CUCTEMbI
Table 6
Calculation of annual reserve of labor time of the manager before and after CRM introduction
ITokasarenn ¢hoHAA BpeMeHU ®doup paGouero BpeMeHU
bi () mnocyie
KonmuecTBo pabounx gHei 247 247
KonmuecTBoO TpymoBbIX AHEN 8 7,25
Hmozo... 1976 1790

Hcmounuk: aBTOpCKast paspaborka

Source: Authoring
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Cnucok JiMTepaTypbl

1.
2.

Monuno II. Texuomorun CRM. M.: @anup-ITpecc, 2004. 272 c.

Yepkawun I1.A. ToTOBBI 1 BBI K BOVHe 3a KineHTa? CTpaTternus yupaBieHus
B3aumooTHoleHussmu ¢ kimeHtamu (CRM). M.: UHTYHUT.py, 2010. 381 c.

Temywxun B.A. AHaIM3 IPOrpaMMBbl JIOSJIBHOCTM TIOKYIIaTe/Iel KaK MHCTpyMeHTa (popMMUpOBaHMS
MAapKEeTVMHTOBOW CTpaTerny B3aMMOOTHOIIIEHU! B YCIOBUSX KpU3McCa Ha IIpMMepe PO3HUYHOM CeTU
«Maruut» AO «Tangep» // DkoHOMMUUYECKUI aHaau3: Teopus u npaktuka. 2016. T. 15. B 8.
C. 147-163. URL.: https://cyberleninka.ru/article/v/analiz-programmy-loyalnosti-pokupateley-kak-
instrumenta-formirovaniya-marketingovoy-strategii-vzaimootnosheniy-v-usloviyah-krizisa-na

Caamu T. Ilpunsatue peureanit. Merton aHanmsa uepapxuit. M.: Pagno un cBsasp, 1993. 320 c.

Hesanosa U.A., Cvicoesa E.A. OlieHKa KOHKYPEHTOCIIOCOOHOCTY POCCUMCKUX CBETOTEXHMYECKUX
MIPeATPUSITAIL HA OCHOBE METO/a aHaJIM3a MepapXuil / DKOHOMUYECKUI aHaJU3: TEOPUSI

u mpakTtuka. 2014. N2 26. C. 47-53. URL: https://cyberleninka.ru/article/n/otsenka-
konkurentosposobnosti-rossiyskih-svetotehnicheskih-predpriyatiy-na-osnove-metoda-analiza-
ierarhiy

Mumseun M.B., ITnakcun M.A. HekoTopble yCOBEPIIIEHCTBOBAHMSI METO/IA aHaJIM3a UepapXui //
Marematnka nporpaMmMmHbix cuctem. [lepmb: TIT'Y, 2001. C. 56-66.

Nudopmanys o KoHPIMKTe MHTEPECOB

Mpbi, aBTOpbI [AHHOM CTaThyW, CO BCEIi OTBETCTBEHHOCTHIO 3asBJIIEM O YaCTUYHOM M IIOJTHOM
OTCYTCTBUM (DAKTMUECKOTO MJIM TIOTEHIMAJbHOTO KOH(IMKTA MHTEPECOB C KaKoy Obl TO HU OBLIO
TPETbeM CTOPOHOM, KOTOPbI MOKET BO3HUKHYTb BCJIEACTBME ITyOIMKALMM HAHHOM CTaTbU.
Hacrosiiiee 3asiBjieHMe OTHOCUTCS K ITPOBEAEHMIO HAyYHOU paboThl, cOOpy M 0OpabOTKe MTaHHBIX,
HaIMCAHMIO U TIOATOTOBKE CTATbM, IPUHSITUIO PEIIEHNS O MyOJMKALIY PYKOITACH.
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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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