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AHHOTAUA

B nannoii cratbe packpbsiBaercs nouarue CRM-cuctembl, KiIt04eBble IPUHIIUIIBI €€ PadoThl,
0003HAaYCH OCHOBHOH (DYHKIIMOHAT Kak B oOjactu paboOThl C KIMEHTCKHUMH 0a3aMu, Tak W B
o0JacTy MpoJax M aHATUTHKH, a TAKXKE PACCMATPUBACTCS €€ POJIb B YCIOBHSIX HapacTarolei
uudpoBHU3aIMN SKOHOMHUKHU Kak BO BCeM MHpe, Tak U B Poccuiickoii denepanuu B 4aCTHOCTH,
YTO BBIPAYKAETCS B POCTE MOMYJISPHOCTH TAaKUX TEXHOJOTHH B SKOHOMUYECKH AKTHBHOMN
MpeaNpUHUMATEIBCKON cpene. Cpenu mpodyero MpUBOAUTCS 0O0OCHOBAaHHUE IIENIECO0O0PA3HOCTH
WHTETPUPOBAHUS MOJOOHBIX CHUCTEM B JICATEIHHOCTh MPEANPHUATHS B YCIOBHUSIX MaHIACMHH
KOPOHABUPYCHOM HH(DEKINH, XapaKTEPHOH JIJIsl COBPEMEHHOT'0 COCTOSIHUS 9KOHOMUKHU. B pabore
JIeNIaeTCsl aKIeHT Ha HEOOXOAMMOCTH BHEAPEHUs IMOAOOHOr0 HHCTPYMEHTapusi paboThl C
KIIMEHTCKUMHU 0a3aMH B IENSIX ONTUMHU3ALNUN M3ICPKEK IO PA3IMYHBIM CTAThsIM PACcXOJ0B U
pPacKphIBaeTCsi BO3SMOXKHOCTh COBEPIICHCTBOBAHUS PAOOTHI MAPKETHHTOBBIX OTJICJIOB HA OCHOBE
CTPYKTYpUPOBAHHBIX JAHHBIX, KOTOpbIE XpaHsTcs B cucreme. OO03HaYeHBbI MOTEHIUAIbHBIE
npeumyniectBa ucnoib3oBanuss CRM-texHosnoruii. beul mpuBeneH NpakTUYECKUW MpUMED,
JEMOHCTPHPYIONIMA B OOIIEH CIOKHOCTH PE3yJIbTAaTHBHOCTh NPUMEHEHUS TEXHOJOTHI
«Customer Relationship Management» u mokKa3aHO WX BIUSHHE Ha TaKUE IOKa3aTeNN
SKOHOMHYECKOU JEATSIIEHOCTH XO3SMCTBYIOMIETO CYOBhEKTa KaK BBIPYUYKA CO CHIEJIOK U 3aTPAThI
Ha OTJEI MPOJaX.

JI1si HMTHPOBAHMSA B HAYYHBIX HCCIEJOBAHUAX
[Tapxaes I1.C., Capponosa M.C., Hukudopos M.C., 3apeuneB A.A., nbunosa FO.M. Poib
CRM-cucrem B ycioBusix udppoBoii skoHOMuKH // DKOHOMHUKA: BYepa, ceronus, 3aBrpa. 2020.
Tom 10. Ne 9A. C. 88-94. DOI: 10.34670/AR.2020.46.22.010

KuaroueBkle cjioBa
MeHeKMEHT, cTpaterus, crparerndeckoe ympaeinenne, CRM-cucremsl, ympaBieHue
MPOIa’KaMU.

BBenenue

B ycnoBusix pactyuiei KOHKypeHIUH OOJIBIIMHCTBO KOMIIAHUN 3a/1a€TCsl BOIPOCOM O pacIIMpeHUH
KJIMEHTCKOM 0a3bl M YyBEIWYEHMM KOJMYECTBAa MpOoAaX Oe3 HCIOJIb30BaHUS JOIMOJHUTEIbHBIM
MapKEeTHHIOBBIX KaHajloB. Kak W3BECTHO, KaXKIblii MapKETHHIOBBIM KaHAJ, HCIOIb3YEMbIN
npeanpusTHeM, TpeOyeT KOMIUIEKCHOW OIEHKM HEOOXOJUMOCTH HCIIOJIb30BAaHMS, a Takke
JOTIOJIHATENBHBIX 3aTpaT Ha caM Ipouecc MpojaBumxkeHus. Ilomumo pacTymiell KOHKypeHLUU
OOJIBITMHCTBO KOMITAaHUI CTAJIKUBACTCA C HEBEPHOM JIOTMKOW MPOIECCOB MPOAAXX U CUCTEMATU3aLUU
COOCTBEHHOM KJIMEHTCKON O0a3bl. BOJIBIIMHCTBO KOMMAHU A0 CUX MOp (UKCHPYET KIMEHTOB B
coOcTBeHHBIX Tabnmiax Excel, rerpamsax, OJIOKHOTaxX COTPYAHUKOB OTAEIOB MPOAax U T.1. [laHHbIE
0OCTOSITENILCTBA OCJIOXKHSAIOTCS HAIMYMEM BCEMHUPHOU MaHIEMUN KOPOHABUPYCHON MH(EKINH, KOTa
r700ANBHBIM «IOKJayH» SKOHOMUKHM B Hayajle To/la M OrPaHUYHUTEIbHBIE MEpbI, KOTOpBIE MBI
Ha0It0/1aeM 710 CHUX TOp CHJIBHO «IOJKOCHII» JO0XOJbl Majoro OW3Heca, a 3a4acTyio IpHBENl U K
0OaHKpPOTCTBAM OTJIEJIbHBIX MPEANPUITUH.

@okyc BHUMaHMA  TMOTpEOHTENs]  TMOJHOCTBIO  CMecTWiIcs B LUQPOBYIO  Cpexdy,
TEJIEKOMMYHHUKAIIMOHHYI0 ceTh MHTteprer. Ceiliyac B MHTEpHETEe MpHOOpeTaeTcsi abCONIOTHO BCE,
HauyuMHas OT MPOJIYKTOB MHMTAaHUS M JOCTAaBOK U3 CYNEPMAPKETOB, 3aKaHYMBas aBTOMOOWISAMU U

The role of CRM systems in the digital economy



90 Economics: Yesterday, Today and Tomorrow. 2020, Vol. 10, Is. 9A

HEJBIKUMOCThIO. 3HauuT Om3Hec B 2020/2021 romy IOJDKEH IOJTHOCTBIO BBIUTH B MEIUHHOE
nudpoBoe mpocTpaHCTBO. {11 JOCTHIKEHUS ONPEICIICHHBIX YCIIEXOB B paMKax 3TOr0 MPOCTPAHCTBA
HEOOXOUMO yIEIUTh 0c000€ BHUMAHHE TAaKUM acleKTaM, Kak: pa3Mep KIUEHTCKOW O0as3bl,
3((HEeKTHBHOCTh HCMOJB30BAHUS TOYCUHBIX KAHAIOB PEKJIAMBI, a TakKkKe CHCTeMAaTHU3aIlus,
KJIMEHTOOPUEHTHUPOBAHHAsL CTpATerusi, B paMKaxX KOTOPOW HEOOXOJMMO HCIIOIb30BaTh Ka)IO0TO
MOTEHITMATBLHOTO KJIMEeHTa 3(PQPEKTHBHO, JOBOAS €ro 0 MPOJAKU, W aBTOMATH3AlUsS PYTHHHBIX
MIPOLIECCOB MPOMU3BOJICTBA U COBITA MIPOTYKITUH.

OcHoBHOe coaepxaHue

OxHUM 13 HAOMPAIOUIHMX MTOMYJISIPHOCTh PEIICHUH Ha PhIHKE HU(POBBIX TEXHOJIOTHI 115 OM3Heca
SBJISICTCS BHEJPEHHE KOMIUIEKCHOM CHCTEMbI YIpPaBIeHUs MPOAAKaMHM U yueTa KJIMEHTCKOM 0a3bl —
CRM-cucremsl.

Hamum onpenenenne CRM-cucteme. B nmepeBose ¢ anrnuiickoro CRM —ato customer relationship
management win «yrnpasiieHHE B3aMMOOTHOIICHUEM C KIIMEHTaMU». DTO 00Iiee MOHATHE POAYKTa,
OJTHaKO, B KOHTEKCTE TeX BOIIPOCOB, KOTOPbIE Mbl 00CYXk/1aeM, €CTh 00JIee MOIXOAsIIee ONpeieeHuE:
CRM cucrema — 3T0 HampaBiieHHas Ha MOCTPOCHHE YCTOMUMBOro OM3Heca KOHLENIUS M OusHec
CTpaTerus, 1J{poM KOTOPO SBJISIETCS «KIMEHTOOPUEHTUPOBAHHBII 101X0. OCHOBHOM (yHKIIMOHAI
CRM-cucrem TUIIOBOH H, KaK IPAaBUIIO, UMEET CIETYIOIINE BOSMOKHOCTH:

1) Benenue KIMEHTCKOM 0a3bl;

2) Busyanuzanus npoiecca mpoaak (¢ TOUKU 3peHHUs pacipeeieHHs HOTCHIIMAIBHBIX KIIHSHTOB

10 OIPEJIEIIEHHBIM 3TariaM BOPOHKH);

3) ABTomaru3aius mporecca MmoAroTOBKU MPUKJIAIHBIX JOKYMEHTOB: JOTOBOPOB, CYETOB, aKTOB,
KOMMEPUYECKUX MPEUI0KEHUN U Ap.;

4) duHaHCOBAsI AHATUTHKA [0 OPraHU3aLUH;

5) JlnutenpHOE XpaHEHHE W WCIOJIb30BaHHE KIMCHTCKOW 0a3bl: BBIMOJHEHHE cMC Wiu email-
PAcCBUIKU TIO ONpeAENIEHHOW IpyMIe KIMEHTOB, PACChUIKA KOMMEPUECKHUX MPEUIOKEHUN B
COLMAJIBHBIX CETSX, OPraHU3alMsl TOUEYHBIX TOKA30B PEKJIAMHBIX KaMIIaHUI Ha KOHKPETHYIO
ayJIMTOPUIO YEPE3 ONPEICIICHHBIN KaHaJl.

Ha cerogHsamHuil NeHb KOJWYECTBO IOMCKOBBIX OIEpaluii B TEIEKOMMYHUKAIIMOHHOM CETH
MHTEpPHET (PYCCKOSI3BIYHOM), comepxamux kiodeBoe cinoBo «CRM-cucremer» cocraBmser 48 407
4yeloBeK B MecsAl. EciM mocMoTpeTh Ha CTAaTUCTHKY 3allpOCOB [0 NaHAEMUU KOPOHABHPYCHOMN
uHEKIMH, a MMeHHO B HOsiOpe 2019 roaa, To uncio 3anpocoB coctabiisiio 41 542 yenoBeka MoxkHO
clienaTrh BBIBOJ O MOJOXHUTEIBHON JMHAMHUKE WHTepeca MpeAlpHHUMATeNell K TaHHOMY MPOJIYKTY.
[Mouemy npeanpuanmMateneii? [Toromy uro CRM-cucteMbr — 3T0 porpaMMHBIA MPOAYKT, KOTOPBIH
MOJKET OBITh UCTIOIH30BAH UCKITFOUUTEIFHO FOPUANISCKIMH JTHIIAMH, IPENPUITHIMEI, KOMIAHUSIMHU.
Poct mnTepeca motpebureneit onenuBaercs B 16% 3a onuH roja. JlaHublii (akT oO0ycrnaBiuBaeT
noTpeOHOCTh OM3Heca B CHCTEMATH3alUU paboduX IPOLECCOB M TOUCKE CIIOCOOOB YyBETHMUEHHS
JI0X0Jla 3a CYeT HCIOJb30BaHUS COBPEMEHHBIX MPOrPaMMHBIX pelleHui B LudpoBoi cpene —
€CTECTBEHHOM KaHajle KOMMYHHKAI[UU CO CBOMM MOTPEOUTENEM.

PaccmoTpumM Gostee moapoOHBIN NepeueHb KOMITIOHEHTOB, cocTaBistonnx CRM-cucremy.

CRM-cucrema npenHazHaueHa s (PUKCAIUK BCEX IIaroB MOTEHUMAIBHBIX KJIMEHTOB OT Havasa
B3aUMOJICHCTBHSI 10 COBEPIICHUS MOBTOPHBIX MOKYIOK M PEKOMEHAALUI NPeanpusaTHs APY3bsIM U
TOBapHILaM. 3JIeCh cpa3y CTOUT CAEIaTh OTOBOPKY O TOM, YTO KJIMEHT IOHUMAETCS HE B OyKBaJIbHOM
cMmbiciie. B maHHOM ciyyae KJIMEHT — 3TO J1000€ 3aMHTEpPEeCOBaHHOE (PU3UYECKOE JHUI0, KOTOpOe
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JOOpOBOJBHO OCTABMJIO CBOM KOHTAaKTHbIE JaHHble (HOMep TeiedoHa, MOYTy) Ha MEAMHHBIX
UCTOYHHUKAX KOMMYHHUKALMU npeanpuatus. K MenniiHbIM HCTOYHUKAM OTHOCSTCS COLIMAJIbHBIE CETH,
opunmanbHeid callT KomnaHuu, Gopym, okonorenessie 6moru. Bnobasok ko Bcemy CRM-cucrema
XpaHUT BCIO HUCTOPHMIO B3aUMOJCHCTBUS C KaXIbIM KIMEHTOM 3a BECh IEPHOJ BpPEMEHHU
KOMMYHUKAIMH, 3TO Ha3bIBACTCS «KAPTOUKOW KIIMEHTA.

CRM cucrema ¢ukcupyeT Kakablil I1ar UTEpaLuy NPeANpHUsITUs ¢ KIMEHTOM, HOArOTaBINBAET
HEOOXOIMMYIO aHAJMTHUKY, MPEAOCTABISCT CPEIHEE BpeMs HAXOXICHUS MOTpeOUTENe Ha TeX HIu
WHBIX JTamnax, CYUTaeT (QUHAHCOBYIO A(PPEKTUBHOCTH pabOTHl C TEM WJIM HHBIM KIHEHTOM,
PEHTAa0ENbHOCTh CHENKM M JJaKe CHOCOOHA BBINOJHUTH NPEIUKTUBHBIN aHAIU3 YpPOBHS INPOJAXK
HPENIPUATHS U COCTABUTh IIPOrHO3HYIO BEJIMUMHY BBIPYUKH KOMIIAHUM Ha OCHOBE SKCTPAIOJIALUM €€
OCHOBHBIX ’KOHOMHUYECKHIX TTOKA3aTeNeH.

Paccmorpum CRM-cucteMy kak HHCTpYMEHT HU(POBOM cpelibl. 3/1eCh 3aMETHBI CIIeU(pHIECKUE
ocoOeHHOCTH paboThl npeanpusaTuil. [lo cpaBHeHMIO ¢ Ki1accuueckuM «odduiaiiny crnocodoM BeeHus
NesTeIbHOCTH, LH(poBas cpeaa BbIHYKIAeT OUM3HEC BECTH IPOLECC MPOAaX CO CTOPOHBI Oosiee
KIIMEHTOOPHEHTUPOBAHHOM MMO3UIIMH, & UMEHHO:

1) Ctuparorcsi BpeMEHHbIE paMKH KOMMYHHKAIUM — KJIMEHT MOXKET HalucaTh CBOM 3ampoc B
Hepabodee Bpemsi JJIsl KOMITAHUW WJIM OCTaBUTh CBOM KOHTAKTHBIC JAaHHBIC Ui cBsi3u. Kak
IpPaBUJIO, MOTEHUUAIbHBIA KJIMEHT OCTaBJIs€T CBOM KOHTAKTHbIE JAHHbIE B HECKOJBKUX
KOMITaHUSAX U Ta, KTO OTBETHUT ME€PBOM, OyA€T M0JIb30BaThCA Y KJIMEHTa OOIBLIINM IPUOPUTETOM
B BBIOOpE MTOCTABIIMKA TPOAYKTOB MIIH YCITYT.

2) Ucnonb3oBaTh OoJiee Y00HBIC IS KIIMSHTA KaHaJIbl. PRIHOK TIepeHACHIIeH KOHKYPUPYOIIMA
OPENpUATHSIMUA U TOKyHaTelb cefdac cCaMOCTOSTENBHO pellaeT ¢ Kakoil KOMIaHHeH emy
ynoOHO paboTaTb. MHOrMe NpeanpusTHs 3aXaTbl KOPIOPATHUBHBIMH paMKaMH BEICHHS
KOMMYHHKAIMH C MMOTEHIIUAILHBIMU KIIMEHTAMH M OTTOTO MOJIB3YIOTCS MEHBIIIMM HHTEPECOM
y KOHEYHOW ayIuTOpPHH, HEXKEIW YeM TNPEANPHUSITHS, KOTOpble HE HMEIOT MOJ00HBIX
IPEPacCyAKOB U UCIOIb3YIOT B OOIEHUH T PEIICHHsI, KOTOPbIe IPUEMIIEMb] TOTPEOUTESM.

3) HeoOX0AMMOCTB perysisipHOro HAOMHHAHUS O KOMITaHWH. Tereps B MOJHON Mepe JeHCTBYeT
NpaBUIO 7-MHU «KacaHWi»: MOOEXKIaeT TOT, KTO TOKa3ajcs Ha TJla3a KIUEeHTy Ooubliee
KOJIMYECTBO pa3, HO IPH TOM HE Iepeniell rpaHb aIeKBaTHOTO BOCIIPUSTHS, KOT/Ia U3 IIPOCTOTO
HallOMUHaHUs O ce0e OH MpeBpalIaeTCss B Ha30MINBYIO KOMIIAHHUIO, BCTPEYAIONIYIO KIMEHTa
Be3ne, kKyna Obl ToT He momen. CRM-cucrema cnocoOHa BBINOIHUTH COOp JAHHBIX O
MOTEHIMATHFHOM KIMEHTE W TO0Ka3aTh €My PEKIaMHYI0 KaMIaHWI0 MMEHHO B TEX MeCTax
(TutoraaKax pa3MernieHus ), e 3To OyaeT Haubosee YpGHEKTUBHO I IPEATPUSITHSL.

B 3HaumTenbHOM KONMYECTBE HCTOYHHUKOB MOKa3aHO, 4To Hcroib3oBaHne CRM-cuctemsl B
MIOJTHOM Mepe pacKpbIBaeTCs MMEHHO B IU(POBOHN Cpefe, TaKk Kak HMEHHO 3Ta cpefa crocoOHa 6e3
yYacTHsI HOTEHIIMATHHOTO KITMEHTA MPEIOCTaBUTh O HEM BCIO HHTEPECYOIYI0 HH(POPMAIIHIO, KOTOpast
MTOMOJKET TPEATIPHUITHIO TIPOIATh CBOIO TIPOIYKIIHIO.

3akJIoueHue

Hcxonss u3 pesynbraroB ucmoib3oBaHuss CRM-cucteM Ha mpennmpusaTHsIX pa3HOrO YpPOBHS,
3aTpaThl HA KOHEYHYIO TIPOJIaXy MPOIYKTa cokpamatTrcs 6onee uem Ha 30%. Koneunslit pe3ynbrat
HE 3aBUCHUT OT LieJIeil KOMIIAaHUH, HO MOXKET BhIPAXKaThCs B ABYX IJIOCKOCTSAX — CHH)KEHUE MTOCTOSIHHBIX
Y TIEPEMEHHBIX 3aTpaT WK YBEIHMUYEHUE TOBAPOOOOPOTA MPEAIPUITHS.

CokpailieHue 3aTpaT IPOUCXOIUT 3a CYET ABTOMATU3AIUU «PYTUHHBIX IIPOLIECCOBY, KK CIEICTBUE
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0CBOOOXKJICHHE CBOOOJHOTO BPEMEHU W KOHIICHTPAllMd BHUMaHHsA Ha (PakTHYecKOW 00paboTke u
npojaxe KiIueHTaM. To eCTh 3a TOT JK€ PEeKJIaMHBII OOKET, TOTPAYCHHBIN KOMIIAaHUEH, MEHEKEp
CMOKET MPOJaTh OOJBIIIEE YMCIIO CIEIOK, TN0O0 ke yMeHbIeHne O0roKeTa Ha 30% HUKaK He CKaKEeTCs
Ha 0011eM TOBapo0OOPOTE KOMIIAHUN — OH OCTAHETCS Ha TOM e YPOBHE.
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Abstract

This article reveals the concept of a CRM system, the key principles of its operation, outlines
the main functionality both in the field of working with customer bases, and in the field of sales and
analytics, and also examines its role in the context of the growing digitalization of the economy both
throughout the world and in the Russian Federation in particular, which is reflected in the growing
popularity of such technologies in an economically active business environment. Among other
things, it provides a rationale for the feasibility of integrating such systems into the activities of an
enterprise in the context of a coronavirus pandemic characteristic of the current state of the economy.
The work focuses on the need to implement such a toolkit for working with client bases in order to
optimize costs for various cost items and reveals the possibility of improving the work of marketing
departments based on structured data that is stored in the system. The potential benefits of using
CRM technologies are outlined. A practical example was given, demonstrating the overall
effectiveness of the application of Customer Relationship Management technologies and showing
their impact on such indicators of the economic activity of an economic entity as revenue from
transactions and costs of the sales department.
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