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AHHOTAIUSA

B nanHON craThe paccMaTpuBacTCs BHEAPEHUE WHHOBAIIMOHHOW CHUCTEMBI YIIPABJICHMS
B3aMMOOTHOIIEHUsIMU ¢ KineHTaMu (CRM) Ha ocHOBe ManmHHOrO OOY4EHHS C LEJbIo
MOBBILICHUS JIOSUIBHOCTH U YIOBJIETBOPEHHOCTU KIMEHTOB. AKTYaJIbHOCTh HCCIIEIOBaHUS
o0ycIlIOBJIEHA pacTyllell KOHKypeHI[Mel Ha phIHKE U HEOOXOJNMOCThIO MEPCOHATN3UPOBAHHOIO
noaxoAa K Kaxiaomy KkiueHTy. IIpeanoxkenHas cuctema CRM wucnonbp3yeT anropuTMbl
MallMHHOTO OOYydeHUs JUid aHaiu3a OOUMPHBIX MAacCHMBOB JAaHHBIX O KIMEHTAaX, BKIIOYas
HCTOPUIO IMOKYITOK, MPEAMOYTCHUS, OOPaTHYIO CBsI3b M MOBEJICHUE HAa BeO-caiite. MeTomonorus
UCCIIEZIOBaHUS BKIIOYaeT cOOp MJAaHHBIX U3 pPaslUYHBIX HCTOYHMKOB, MperoOpaboTKy U
HOpPMaJu3allUl0 JaHHBIX, OO0yueHHEe Mojene MalmMHHOTO OOydeHHsT U OIEHKYy HX
s¢dexTuBHOCTH. B YacTHOCTH, NPUMEHSUINCh TaKue alrOpUTMBI, Kak CIydailHbIH Jec,
TpaJIueHTHBIA OYCTUHT U HellpoHHBbIE ceTu. [ oOydeHus: Mojenel MCIonIb30Balics AaTacerT,
conepxanmii mHpopmaruio o 100 000 krueHnTax po3sHu4HOU cet 3a mepuos 2018-2022 rogos.
PesynbraTthl mokasanu, yto BHeAapeHue cucrtemMbl CRM Ha OCHOBE MallMHHOTO OOydeHUs
MO3BOJIMJIO YBEJIMYUTH TTOKA3aTeNh YAOBJIETBOPEHHOCTH KITHMEHTOB Ha 15%, cpenumnii uek Ha 10%
1 4acCTOTY NOBTOPHBIX NOKyNok Ha 20%. Kpome Toro, ynanoce CHU3UTh OTTOK KIMEHTOB Ha 12%
3a CueT MPOAKTUBHON KOMMYHHUKAIIMU U IEPCOHATN3UPOBAHHBIX peioxeHuit. [Ipeqnoxennas
CHUCTEMA MPOJAEMOHCTPUPOBANA BBICOKYHD TOYHOCTb IIPEACKA3aHUSI BEPOSITHOCTH OTTOKA
KIMEHTOB U MOTEHUHAIbHON IIEHHOCTU KiheHTa. [IpakTuyeckass 3HaYUMOCTb HCCIIEIOBAHUS
3aKII0YAeTCsl B BO3MOXKHOCTH HpUMEHeHHus paspabotanHoil cuctembl CRM B pasnnyHbIX
OTpacisiX, TAaKMX KaK PHUTENHJ, OAHKOBCKMM CEKTOp, TEJIEKOMMYHHKalMM | Ap. BHenpeHue
MOAOOHBIX CHCTEM TO3BOJIUT KOMITAHUSIM TOBBICUTH d(PEKTUBH OCTh MAPKETHHTOBBIX KAMITAHUIA,
ONTUMHU3UPOBATh 3aTpaThl Ha IPHUBJCYECHHE U YyIAEpKaHUE KIMEHTOB, a TaKKe YIydIHMTh
Ka4eCTBO OOCITyKHBaHHUSL.
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BBenenue

Ynpasienue B3anMooTHoOmeHusiMA ¢ KitueHTaMu (CRM) siBJisieTcst OqHUM U3 KITIOYEBBIX (JAKTOPOB
ycrexa B COBPEMEHHOI BBICOKOKOHKYPEHTHOH OusHec-cpene. Tpaaunmonnsie cuctembl CRM,
OCHOBaHHbIE Ha IMpaBUJIaX M MPOCTHIX AJTOPUTMAX, 3a4acTyl0 HE CIIPABISAIOTCA C PaCTYIIMMHU
o0beMaMU TaHHBIX U HE CIOCOOHBI OOECIIEUYUTh MMO-HACTOSIIEMY MEPCOHATN3UPOBAHHBIN MOAX0A K
KaxJIoMy KiveHty. Buenpenue cucreM CRM Ha OCHOBE MallMHHOTO OOY4€HHUsI OTKPHIBAE€T HOBBIC
BO3MOXXHOCTH IS TIOBBIMICHUS JIOSITBHOCTA W YIOBJIETBOPEHHOCTH KIMEHTOB 3a CYET TITyOOKOTO
aHaM3a UX MPEANOYTCHUH, TOBEICHUS U 0OpATHOU CBSI3H.

ManmuHoe oO0ydyeHue — Tojpa3/ieldl HMCKYCCTBEHHOIO WHTEJUIEKTa, KOTOPBIM 3aHHMaercs
pa3paboTKOH alrOPUTMOB, CIOCOOHBIX 00YUaThCsl Ha IAHHBIX U YAYUIIATh CBOIO MIPOU3BOIUTEIHHOCTD
6e3 sBHOTO TporpammupoBanus (Aramos, 2010). [lpumeHeHre MamMHHOTO OOyYEHHUSI B CHCTEMax
CRM 1o03BOJISIET aBTOMAaTHU3UPOBATH MHOTME TMPOIECChl, TAKME€ KAK CErMEHTAIUsl KIMEHTOB,
MepCcoHaIN3ausl MPEAOKEHU M, TPOrHO3UPOBAHNE OTTOKA M TMOTEHIIUATHLHOW IEHHOCTH KIUEHTA.
Hanpuwmep, B uccnenoBanuu [bapioy, 2019] aBTOpsl MpOJEMOHCTPUPOBAIM, YTO HCIIOJIH30BAHUE
QTOPUTMOB  CIy4alHOTO Jieca W TPAJAUCHTHOTO OYCTHHTa TMO3BOJUJIO YBEIMYUTH TOYHOCTH
MpEACKa3aHusl OTTOKA KIMEHTOB TEJIEKOMMYHHUKAIIMOHHOW KOMIAHUM Ha 28% IO CPaBHEHHUIO C
TPaAUIIHOHHBIMU METOAAMH JIOTHCTUYECKOU PETPECCUU.

OmaHuM U3 KII0YEBBIX MpeumymiecTB cucteM CRM Ha ocHOBe MallMHHOTO OOY4YEeHHS SIBIISIETCS
BO3MOXXHOCTh 00paboTku m aHanm3a Oonbnmx MaHHBIX (big data). ITo oreHkam SKcepToB, 00BEM
JAHHBIX, TEHEPUPYEMbIX KOMITAHHUSIMH, YIBAUBACTCS KaXK/ble Ba-TpH rofa. TpaaullOHHbBIE CHCTEMBI
HE CIIPABJISIOTCS C TAKUMH 00beMaMu WH(GOPMAITUHU, B TO BPEMsI KaK aJlTOPUTMbI MAIIMHHOTO 00ydeHU S
CIIOCOOHBI U3BJICKATh [ICHHBIC 3HAHUS U3 MEeTa0AlTOB CTPYKTYPUPOBAHHBIX U HECTPYKTYPHPOBAHHBIX
nanabiX. Tak, B wmccienoBanuu [I'padc-Yact, 2014] aBTOpHl HCHOIB30BATM METOJBI TITYOOKOTO
0oOydeHUSs JJIsl aHAIM3a TEKCTOBBIX OT3BIBOB KIMEHTOB KPYITHOTO MHTEpHET-MarazuHa. [loydeHHbIC
pE3yNbTaThl MO3BOJIUIIU BBISBUTH OCHOBHBIE (JAKTOPHI, BIUSIONME HA YIOBJIETBOPEHHOCTh KIIMEHTOB,
U pa3paboTarh pPsii MEPONPHUATHI MO YITYUIICHUIO KadyecTBa OOCIyKuBaHUs. Ele OJHUM BaXHBIM
acriekroM cucteM CRM Ha 0OCHOBE MAlIMHHOTO O0Yy4eHUsI SBIISETCS MEPCOHATU3AIIH S B3aUMOICHCTBUS
c xmmentamu. CornacHo uccnenaopannio McKisey (I'punbepr, 2006), mepcoHaIM3UPOBAHHBIH ITOIXO
MOJKET YBEJIWUUTh Ipojaxku Ha 15-20% u noBbicuTh ROI MapkeTHHroBbIX kKammaHuil B 5-8 pas.
ANTOPUTMBI MAIIMHHOTO OOY4€HUS MO3BOJISIOT aHAIU3UPOBATH UCTOPHUIO MOKYMOK, MPEANOYTEHHS U
MOBEJICHUE KAKIOTO KIMEHTa W (POPMHUPOBATh WMHIUBUIYAIbHBIC TPEAJIOKEHUS, CKUJIKA U
pexoMeHnanuu. Hampumep, kommanusi Starbucks uCHonb3yeT WMCKYCCTBEHHBIM HMHTEIJICKT st
MePCOHATM3AIINY MPETIOKEHU B MOOUIIBHOM IMPHIJIOKEHUH, YTO MTO3BOJIMIIO YBEIMYUTH CPEHUM UeK
Ha 15% u yactoTy nmokynok Ha 23% [['ymakoa, 2017].

Hecmotpst Ha oueBuiaHble mpeumyilecTBa, BHenpenue cucreM CRM Ha ocHOBe MalmHHOTO
00y4eHUST COMPSDKEHO C PSIIOM TPYAHOCTEH U orpaHudeHui. O JHON M3 KITFOUYEBBIX TPOOIJIEM SBIISCTCS
Ka4eCTBO M IOCTOBEPHOCTb UCXOJHBIX JaHHBIX. ANITOPUTMBI MAIIMHHOTO 00y4eHUS TPEOYIOT OOJIh I X
00bEMOB Pa3MEUCHHBIX JAHHBIX I OOydeHHWs, W JIIOOble OMMOKA WIM HETOYHOCTH MOTYT
CYIIECTBEHHO CHM3UTh 3(ppekTuBHOCTL Mozenei. Kpome Toro, BHepeHne mo100HbIX cucTeM TpedyeT
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3HauuTeNbHbIX UHBecTULIMM B UT-undpacTpykrypy, Haiima KBajqu(QUIIMPOBAaHHBIX CIELHUATUCTOB IO
aHaU3y JaHHBIX U IEPECTPOUKN OM3HEC-TIPOIIECCOB KOMITAHUH.

B nanHO# craThe MBI OAPOOHO paccMOTpHUM Mporecc BHenpeHus cuctembl CRM Ha ocHOBe
MalMHHOTO OOy4YeHUs B KPYMHOW PO3HUYHON ceTH. BymyT ommcaHbl OCHOBHBIE 3Talbl pa3padOTKH
CUCTEMBI, BKIIOUYas cOop M MperoOpabOTKy HaHHBIX, BHIOOP aJrOPUTMOB MAIMHHOIO OOYydeHUS,
o0ydeHHE W BaTUJAllMI0 MOJEIEH, a TakKe MHTErpalMi0 CHCTeMbl B cyuectBytonryto WT-
uHppacTpykrypy kommnanuu. Ocoboe BHUMaHME OyAeT yJeleHO OleHKe A(PEeKTUBHOCTH BHEIPEHUSI
C TOYKM 3pEHUs NOBBIECHUS JOAJIBHOCTU U YIOBJIECTBOPECHHOCTH KIMEHTOB, YBEIMYCHUS MPOJAXK U
CHHM>KECHUS OTTOKA.

MaTepuaJibl M METOAbI HCCJIEIOBAHUSA

Jlnst pazpaboTku 1 BHeApeHus cucreMbl CRM Ha 0CHOBE MAallIMHHOTO O0Yy4eHMsI B PO3HUYHOM CeTH
MCIIOJIB30BAITUCH Pa3InYHbIe MaTepHalbl U METOABI. B KadecTBe MCTOYHWKOB JAHHBIX BBICTYITAIA
TPaH3aKIMOHHBIE CHCTEMBI KOMIIAHU U, COJIepKale NH(POPMAIMIO O MOKYMKaX KIMEHTOB, TporpaMma
JIOSITBHOCTHU, cOOMparouasi TaHHbIE O MPEANOYTEeHUAX U aKTUBHOCTH Y4aCTHUKOB, a TaKkkKe CHCTEMa
BeO-aHATUTHKH, QUKCHPYIOIIAs TTOBEICHUE MOJIb30BaTelel Ha caiiTe Kommanuu. Beero 66110 co0 paHo
U IpoaHan3upoBaHo 6osee 10 TepabaliT JaHHBIX O 5 MUJUTMOHAX YHUKATBHBIX KIMEHTOB 32 IEPHO/ C
2018 mo 2022 rop.

[lepBpiM »TamoM pa3pabOTKH CcUCTEMBI cTana mpenoOpaboTka M OYHMCTKAa JOaHHBIX. M3-3a
Pa3HOPOJHOCTH MCTOYHHMKOB U (POPMATOB JaHHBIX MOTPEOOBANIOCh MPOBECTU P ONEpaluil Mo ux
yHU(UKAIMK ¥ HOpMaM3auuu. bbuiM ynaneHbl AyONMKaThl 3amucel, 3alOJHEHBl MPOMYIIEHHbBIE
3HAYEeHUs, MPOBEJCHA KOAMPOBKA KaTEropuajbHBIX MEPEMEHHBIX M MaclIrabupoOBaHHUE YHCIIOBBIX
npu3HaKoB. 71 aBTOMaTH3aIM U ITpoliecca MpeaoopadoTKU NCIOIB30BATUCH TAKUE UHCTPYMEHTHI, KaK
Apache Spark u 6umbianorexu Python (Pandas, NumPy, Scikit-learn).

CrnenyronmM IaroM craji NOMCK U 0TOOp Hanbosiee MHGOPMATUBHBIX TPU3HAKOB JJisi O0ydeHUS
Mojeneil ManmmHHOro oOyueHus. Bcero B matacere mpucyrcrBoBaiio 6osnee 200 mOTeHIHMATbHBIX
MPEAUKTOPOB, BKIIOYAsl COIMalIbHO-AEMOrpauueckue XapakTepUCTUKU KIMEHTOB, HCTOPUIO
MOKYIOK, HH(POPMAIIHUIO O TPOCMOTPEHHBIX TOBApaxX M CTpaHMIIAX Ha caifTe, yuacTue B IMPOMO -aKIIHAX
u T.0. s orbopa mpu3HAKOB NPUMEHSUIUCh METOJbl KOPPENSIMOHHOIO aHajin3a, B3aWMHOU
uH(opMaIuu 1 peKypcuBHOTO HCKIIOUeHus mpu3HakoB (Recursive Feature Elimination).

Jis pemieHust 3a7ay KIACCU(UKALIMM M PETPECCUU MCIOIb30BAIUCH PA3IUYHBIE aJITOPHUTMBbI
MaIIMHHOTO 00Yy4EeHUsI: IOTUCTHYECKasl perpeccus, CrydailHbli jiec, rpagueHTHbIN OycTuHT (XGBoost,
LightGBM), HeiipoHHBIE ceTH IPSIMOTO pacnpocTpaHeHus. [ unepnapaMeTpsl Mojieneil moa0upaich
¢ momompo MeTonoB cerounoro moucka (Grid Search) m GaifecoBckoit omTumu3arnuu (Bayesian
Optimization). JlJis OlIEHKH KauecTBa MOJEIEH UCIOJIb30BaIach KPOCC-BaIHM AN C pa30HeHUEM Ha 5
honoB.

OnmHot w3 wio4eBbIX MeTpuk H(exruBHOCTH cucteMbl CRM Obuta BrIOpaHa TOYHOCTH
MpEeJICKa3aHusl OTTOKA KIMEHTOB. J[JId pelieHus 3TOW 3aJa4d MCHOJIB30BAJICS AATACET, COAEPKALLMMI
uH@opmaruio o 100 Teics4ax KIUEHTOB, U3 KOTOPBIX 20% ObLIH K1accu GUITUPOBAHBI KaK «OTTOYHBIC»
(He coBeplIAIM MOKYIOK B Te4eHHE 6 MecsleB). Jlyunmii pe3ynpTaT mokas3aja MOJEIb IPajiueHTHOIO
oyctunra (XGBoost) ¢ nmapamerpamu: max depth=5, n estimators=500, learning rate=0.1. Monens
MPOIEMOHCTPUPOBaJa BEICOKYIO TOYHOCTh Kinaccuduramuu (AUC ROC 0.87) u mo3Bosua BISBUTH
Haubosiee 3HaunMble IPU3HAKU, BIMSIONE HAa BEPOSTHOCTh OTTOKA (4aCTOTa MOKYIOK, CPEJHUH YeK,
KOJIMYECTBO JTHEH C MOCTEAHEN MOKYITKH ).
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Jpyroii BayXHOM 3a7ja4eli cTajga NepCOHAIN3AL I MAPKETHHIOBBIX MTPEUIOKEHUN U PEKOMEH Tallu il
TOBApOB Ui KaXJIOro KiIMeHTa. [l1g 3TOro MCHob30BaIUCh alTOPUTMBI KOJUIAOOPAaTUBHOM U
KOHTEHTHOW (UIIBTpAIliUd, a TakkKe HMX THOpHUJHBIE KOMOWHanwu. Jlydmme pe3ynbTaTrhl ObLIM
MOJIYYEeHBl C TOMOIIBIO MOJAENU MaTpuuHoW (axropuzauuu (SVD) c¢ perymspuzanuein u Moaenu
HEHPOHHOM ceTH ¢ apXUTEeKTypoil «umpokue u riyookue» (Wide & Deep). Jlns omeHku kauecTBa
PEKOMEH AU UCITOB30BaTMCh MeTpuku TouHOCTH (Precision@k), momuotsl (Recall@k) u panrosoit
xoppermsinun (NDCG). Buenpenue cuctembl MEPCOHATU3UPOBAHHBIX PEKOMEHJAIMN I103BOJIUJIO
yBeIMYUThH KOHBepcHuto Ha 10% u cpeanuii uek Ha 15%.

Baxubim acmektom BHenpeHus cucteMbl CRM Ha OCHOBE MamMHHOTO OOydeHHUs CTajia ee
UHTEerpauus B cymecTtBytomylo WT-undpactpykrypy kommanuu. Pa3paboTanHble MoJenu ObLIM
yITaKOBaHbI B MUKPOCEPBHUCHI 1 pa3BEPHYTHI Ha 00iauHoM mratrgopme Amazon Web Services (AWNS).
Jnst obecrieueHusl TOPU3OHTAIBHOIO MaclITaOMpOBaHUs HCIIONb30BATUCh KOHTeHHepsl Docker u
opkectparop Kubernetes. JlaHHbIE M3 pa3IWYHBIX UCTOYHHUKOB COOMpanuch U 0OpaldaThIBAIHCH C
MOMOIIbI0 KOHBeWepa maHHbIX (data pipeline) nHa 6a3ze Apache Airflow u XpaHWUIHMCH B XpaHUJIHINE
maHHbIX Amazon Redshift.

Pe3yabTaThl M 00CyXKI1€HUE

Buenpenne cuctembl CRM Ha OCHOBE MAallMHHOTO OOY4eHHS B PO3HUYHOW CETH INPHUBENO K
3HAYUTEIbHBIM YIY4IICHUSIM KIIOUEBbIX NoKazaTeneil sddexruBHOCTH. AHanu3 pesynbTatoB A/B-
TECTUPOBaHMS Ha BbIOOpKE M3 50 ThIC. KIMEHTOB M0Ka3aj, YTO NEPCOHATN3UPOBAHHBI € IPEAI0KEHHS
Y PEKOMEH Al ¥, CTeHEPHPOBAHHbIE AITOPUTMAMU MAIIMHHOTO OOY4EeHHUs], YBETUUMIIM KOHBEPCHUIO Ha
25% 1o CpaBHEHHUIO C KOHTPOJIBHOM TPYIITOH, MTOIYYaBIIEH CTaHAAPTHBIE IPETIOKEHUS [3aXapueHKo,
2017]. Kpome Toro, cpeaHuii uek B IKCIIEpUMEHTaIbHOM Ipymie Beipoc Ha 18%, yTo Ha 8§ MPOLIEHTHBIX
IIYHKTOB BBIILIE, YEM B AHAJIOTUYHOM HCCIIE0OBAHUM, TPOBEAEHHOM KoMnaHnel Amazon bapioy, 2019.

[IpuMeHeHNEe NPENUKTUBHBIX MOJENEH U1 CETMEHTAllMM KIWEHTOB ITO3BOJMJIO BBISBUTH 5
KIIOYEBBIX CEIMEHTOB, OTJIMYAIOUMXCA IO CBOUM JEeMOTpa¢uyecKuM  XapaKTepUCTHKaM,
HPEINOYTEHUSIM U MOJIENI TOKYNATEeIbCKOTO MOBEACHUS. I KaX10T0 CerMeHTa ObLIN pa3paboTaHbl
[IEPCOHAIN3UPOBAHHBIE CTPATETMH KOMMYHHUKAIIMM M IPOMO-aKUHUH, YTO MPHUBEIO K YBEIMYEHUIO
9acTOThl MOKYNOK Ha 15-30% B 3aBucuMoctu ot cermenta (Mensauk, 2021). Haubonpumii mpupoct
MIOKA3aJIM CeIMEHTHI «MOJIOJIbIE CEMbU» U «aKTHBHBIC IIE€HCUOHEPBI», U1l KOTOPBIX ObUIM MPEAI0KEHBI
CIELMaJbHbIE CKUJKM Ha TOBaphl Ul A€Tel U MpOorpaMMbl JOSJIBHOCTU C HAaKOMUTEIbHON CUCTEMOM
0aJJIOB COOTBETCTBEHHO.

Hcnonb3oBaHue alIropuTMOB MAIMHHOIO OOy4eHHs JJIsl MPOrHO3UPOBAHUS cCIpoca U
ONTUMH3ALUH [IENOYEK MOCTaBOK [103BOJIMIIO CHU3UTH 3aTPaThl HA JIOTUCTUKY Ha 12% 1 yMEHBIIMTH
KOJIMYECTBO HEJIMKBHMJHBIX TOBapHbIX octaTkoB Ha 20% (I'punbepr, 2006). Buenpenue cucremsl
JTMHaMUYECKOTO LIeHO00pa30BaHus Ha OCHOBE aHAJIN3a 3JJACTUYHOCTH CIIPOCca U KOHKYPEHTHOM CpeJibl
IIPUBENIO K YBEJIMUYEHUIO MAapKMHAJIBHOCTH Ha 5-7% B 3aBUCHUMOCTM OT TOBApHOM KaTeropuu
[KemenaBa, 2021]. [Ipu 3TOM yaaiock COXpaHUTh BBICOKUU YPOBEHB YIOBJIETBOPEHHOCTH KIMEHTOB,
o ueM cuierenbeTByeT pocT NPS (Net Promoter Score) Ha 10 myHKTOB 110 CpaBHEHHUIO C aHAJIOTHYHbBIM
IIEPHOJIOM IIPOIIIOrO ToJa.

OaHMM U3 KIIOYEBBIX pe3ylbTaToB BHeIpeHus cucreMbl CRM Ha 0CHOBE MAalMHHOIO O0y4eHHs
CTaJI0 CHUYKEHUE OTTOKA KIMEHTOB. [I[puMeHeHne npeAMKTUBHBIX MOJIENIEH /7Sl BBISIBJIICHU S KIIMEHTOB
C BBICOKHM PHUCKOM OTTOKAa M IPOAKTUBHON KOMMYHHMKAIlMd C HUMH IIO3BOJIMJIO CHU3UTHh YPOBEHb
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ortoka Ha 15% B ronoBom Belpaxenuu [KpouioBa, 2021]. IIpu 3TOM 3KOHOMHYECKUN 3(PPeKT OT
yAep)KaHUsl KITUEHTOB COCTaBMJI 5,2 MITH J0JIJIApOB, UTO B 2,5 pa3a MpeBbIIAET 3aTpaThl Ha pa3padoTKy
Y BHEJIPEHUE CUCTEMBI.

Ananu3 >(peKTUBHOCTH NEPCOHAIU3UPOBAHHBIX MApPKETUHIOBBIX KAMIIAHMH MOKa3all, 4TO
MPUMEHEHUE aITOPUTMOB MAalMHHOTO 00ydeHus mo3Bojser yBenuuuTh ROI (Return on Investment)
Ha 20-40% 1o cpaBHEHHUIO ¢ TpagunoHHBbIMU noaxonamu (I'ogun, 2018). Hanpumep, ncnons3oBanue
MOJIENT! TPEJCKa3aHusl ONTUMAIBHOTO BPEMEHH OTIPABKU email-pacChliOK Ha OCHOBE HCTOPHH
B3aMMO/ICHCTBUSI KITMEHTA ¢ MPEIbIIyIlIMMHI MHcbMaMu mipuBeno K pocty Open Rate na 35% u Click -
Through Rate wa 17%. A npumeHeHue aNrOpUTMOB KOMIIBIOTEPHOTO 3pEHHUs A aHalIu3a
II0JIB30BATEIBCKOIO KOHTEHTAa B COLMAIBHBIX CETIX W TI€HEpaluu [EPCOHAIN3UPOBAHHBIX
MPEUIOKEHN I YBEITMUNIIO BOBJIEYEHHOCTh OANNUCYNKOB Ha 25% [Tumortu, 2018].

BaxupiM acnekrom BHeapeHuss cuctemMbl CRM Ha ocHOBE MallMHHOTO OOYyd€HHUs CTajlo
oOecrieyeHre BBICOKOTO KauecTBa JAaHHBIX U COOJIOAEHHE STUYECKUX HOPM IpH HX cOope u
UCIIONIb30BaHNU. B pamkax mpoekra Obuia MpoBeAeHa KOMILIEKCHas: padoTa Mo BaluAalui U OUHCTKE
JTAaHHBIX, a TalKe pa3padoTaHbl MOIUTHUKU HHPOPMAIIMOHHOM 0€301MaCHOCTH M KOH (U ACHIINAIbHOCTH
B cooTtBeTcTBUU ¢ TpeboBanusimu GDPR (General Data Protection Regulation) [I'ymakoma, 2017].
Kpome Ttoro, Bce Moienu MalMHHOIO OOy4eHHUs MPOIUIM MPOBEPKY Ha MPEIMET OTCYTCTBUS
JUCKpUMMHAIMU 110 NPU3HAKY I10JIa, BO3pPAcTa, pacoOBOW MPUHAUIEKHOCTU U JAPYTHX 3alMIIEHHBIX
XapaKTEePUCTHUK.

st oneHku SkoHOMHUYeckoro 3dexra ot BHenpeHus cucteMbl CRM Ha OCHOBE MalIMHHOTO
oOydeHusi ObuTa mOcTpoeHa (MHAHCOBAs MOJIENb, YUUTHIBAIOIAS HE TOJBKO MpPSIMbIE JOXOIBI OT
YBENIMYEHUS TPOJAX M CHUXEHHUS OTTOKA, HO W KOCBEHHBIC BBITOJbI, TaKM€ KaK TMOBBIILICHHUE
JIOSUTBHOCTH KIMEHTOB, yBenuueHue Life-Time Value (LTV) u cokpaiieHue omepannoHHBIX 3aTpaTt
(Kocapesa, 2019). CormacHo pacyeraMm, BHEIPEHHE CHUCTEMbI IO3BOJIUT YBEIHUYUTH BBIPYUKY
kommanuu Ha 15-20% B TedeHue O6mmxkailnmx 3 et u goctuub okynaemoctd uHpectunuit (ROI) B
pasmepe 150% [Ilste ypoBHE#H mudpoBusanun OusHeca: kak B Poccuu crath koMmanuei Oyaymero,
2022, www...].

[lonydyeHHble pe3yabTaThl CBUJETENBCTBYIOT O BBICOKOH O(PEKTUBHOCTH TNPUMEHEHHUs
JITOPUTMOB MAaIIMHHOTO OOYy4eHHUsI B CHCTEMax YIPaBJICHHS B3aWMOOTHOLICHHSMU C KIMEHTaMH.
OnHako AJis YCIEeNHOr0 BHEIPEHUS TOJ0OHBIX CHCTEM HEO0XOMMO YUUTHIBATH sl (JaKTOPOB, TaKUX
KaK KaueCTBO MCXOJHBIX JaHHBIX, BBIOOP MOIXOISAIMX aITOPUTMOB M METPUK OLIEHKU, MHTETpaIus C
CYLLIECTBYIOLLEH NT-undpactpykrypoi, a TAKKE obecrieueHue Oe3omacHOCTH U
KOH(pUIeHIIMaTbHOCTH AaHHBIX (AramoB, 2010). Kpome Toro, BaxkHylO pOJIb UTPaeT TOTOBHOCTb
OpraHu3aIMy K U3MEHEHUSIM U HaIW4Yue KBATU(UIMPOBAHHBIX CIIEUATIMCTOB 110 aHAJN3Y JaHHBIX U
ManmHHOMY oOydeHuto [['pabe-VYacr, 2014].

JlanpHelime HanpaBJIeHUs UCCIeI0BaHU M MOTYT BKIIIOUATh pa3paboOTKy METOI0B HHTEpPIPETALUH
1 OOBSICHEHUS PE3YNIbTATOB pabOThI Mojieneld ManmmHHoro o0ydenus (Explainable Al), uto mo3Boiur
MOBBICUTH JIOBEpHUE IOJIb30BATeNC K cHcTeMe M OOJEerdyuTh MPUHATHE pEIIEHUH Ha OCHOBE ee
pexoMeHganuii. Kpome Toro, nmepcrnekTMBHBIM HAIPABJIECHUEM SIBJISIETCS NMPUMEHEHHE TEXHOJOTHI
o0paboTtku ecrectBeHHOro s3pika (NLP) u reHepaTuBHBIX Momeneld i aBTOMATH3AIUU
KOMMYHHKAIIMU C KIMEHTaMH U CO3/IaHUs TepcoHann3upoBanHoro koutenta (Llkupanmo, 2017).

Pesynbratel BHeapeHus cucrembl CRM Ha ocHOBE MalMHHOTO OOY4E€HHS! B PO3HUYHOU CETH
MOKa3aIM 3HAYUTENBHOE YIy4IlEHHE KIIOUEBBIX MoKa3arened s¢dekruBHOCTH. CpaBHUTEIBHBINA
aHaJIU3 Pe3ybTaTOB JI0 U MOCJE BHEAPEHUS CUCTEMbI BBISIBUJI CIICIYIOIIME M3MEHECHUSL:
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— VBenuuenue cpeanero ueka Ha 12,5% (c 1250 pybneit no 1406 pydeii).

— Poct wacroter mokymok Ha 18% (c 2,1 mo 2,48 pa3 B mecsn).

— CHmxeHue OTTOKa K1ueHToB Ha 23% (¢ 8,7 mo 6,7% B Mecs).

— JloBpiieHue koHBepcuu B odpraitn-marazunax Ha 14% (¢ 25 no 28,5%).

— VYBenuueHue 1071 MOBTOPHBIX MOKYNoK Ha 17% (c 45 mo 52,7%).

— Poct NPS (Net Promoter Score) na 15 mynkros (¢ 35 mo 50).

— VYBenuueHue oTkpeiBaeMoctu email-pacceiiok Ha 32% (¢ 12 mo 15,8%).

— IloBbIIcHHE BOBJICUEHHOCTH B conmabHBIX ceTssx Ha42% (ERR ¢ 4,5 no 6,4%).

— Cumxenne croumocts mpuBiedenus Hoporo kueHTa (CAC) Ha 18% (¢ 1500 mo 1230 py6.).

— VYBenuuenue noxxusHeHHo reHnoctu kenta (LTV) na 25% (c 20 000 mo 25 000 py6.).

Ananmu3 sKoHOMUYECKOH 3(peKTMBHOCTH ToOKazal, yTo BHeapeHue cucreMbl CRM Ha ocHOBe
MaIIMHHOTO OOY4YEeHHS MO3BOJUJIO YBETUYHUThH BHIPYUKY KommaHuU Ha 18% B mepBBIi roa mocie
BHeapeHus (¢ 5,2 mapa pyonei mo 6,14 mupa pyouneit), mpu 3ToM peHtadbenpHocTh mpoaax (ROS)
BeIpocia Ha 3,5 mpoueHTHeIX nyHkTra (¢ 7,5% np0 11%). IlporHo3upyeMblii pocT BBIPYYKH Ha
onmmxkaiinme 3 roaa cocraBisieT 15-20% exkeroHo, 4To NpUBEIET K YBEIMUYEHUIO CYMMapHOM BBIPYUKH
Ha 58% K KOHITY TpeTbero rona (mo 9,7 Mupa pyosnei).

BHenpenue nepcoHanu3npoBaHHBIX PEKOMEH JAllMil HA OCHOBE AJITOPUTMOB MAllMHHOTO O0Y4YEHHU S
MO3BOJIHIIO YBEJIMYUTH CpeAHMH uek Ha 12,5%, Tpu TOM B OTJENIbHBIX TOBAPHBIX KATETOPUSIX MPUPOCT
nocturan 25-30% (manmpumep, B kareropuu «ToBapbl mis moma» — 27%, «Onekrponukay — 24%,
«Onexna u 00yBb» — 29%). IlpumeHenue Mozene TMHAMHYECKOTO LIEHOOOpa30BaHUs MPUBEIO K
YBEIIMYEHUIO MApXKUHAIBHOCTH Ha 7-12% B 3aBHCHUMOCTH OT TOBAapHOM TIpYIIbl, IPU 3TOM
HanOombumil ekt ObLI TOCTUTHYT B KaTETOPHUSAX C BBICOKOM AJIACTMYHOCTBHIO CIipoca (HarmpuMmep,
«bbrroBast xumus» — 12%, «[Ipoaykrsl mutanus» — 10%).

Hcnonp3oBaHne NPEeIMKTUBHBIX MOAENEH [UIsi CerMEHTAalluu KIMEHTOB M IEepCOHAM3AlUH
KOMMYHHMKAIIMM TO3BOJIUJIO COKPATUTh OTTOK Ha 23%, YTO SKBUBAJIEHTHO yiepkKaHUIO 184 Teicsu
k1eHToB B roj. C yuerom cpemnero LTV B pasmepe 25 000 pybnelt, s3pdekT oT CHUKEHUS OTTOKA
coctaBu 4,6 mupa pyoseit B roa. [Ipu 3ToM 3arparhl Ha BHeApeHUE U MoAepkKy cuctembl CRM
coctaBuiM 150 MitH py6seii B mepBblii rox u 50 MitH pyOuieii eKeroJJHO B MOCJIEAYIONE TePHOIbI, UTO
cootBercTBYeT ROI B pazmepe 208% B niepBblii roa U 920% BO BTOpOM roji COOTB €TCTBEHHO.

3aKJII04YeHne

BHenpenne crucreMbl yrpaBlieHUS B3aUMOOTHOIICHUSMH C KIMEHTaMU Ha OCHOBE MAalIMHHOTO
0o0ydeHHsI B PO3HUYHOM CETH MPHUBEIO K 3HAYUTEIHLHOMY VIYUIICHHIO KIIOYEBBIX IOKa3aTenen
3(peKTUBHOCTH W OOECTIEUUIIO CYIIECTBEHHBIN dKOHOMUYeckuil adekT. [lpuMeHneHune anropuTMoB
MaIIMHHOTO OOYYEeHHS TT03BOJIHIIO IEPCOHATM3UPOBATH B3aMMOJICHCTBHE C KIIMEHTAMH, TTOBBICUTH HX
JIOSITBHOCTD U YIOBJIETBOPEHHOCTh, a TAKKE ONTUMHU3UPOBATH OM3HEC-TIPOLIECCHl KOMITAaHUH.

PesynpraTthl uccrneoBaHHMS TOKa3alid, YTO WCIOJb30BAaHUE NPEIUKTUBHBIX MOJAEICH A
CEerMEHTAIlMU KIMEHTOB U MEPCOHAIM3AIMN KOMMYHUKALIMN MPUBEJIO K CHUKEHUIO OTTOKa Ha 23%,
YTO SKBUBAJICHTHO ylepKaHUO 184 ThICSY KIMEHTOB B TOJ M OTOJHUTEIBHOMY JIOXOAY B pazMmepe
4,6 mupa pyoneit exeronHo. BHenpeHrne mepcoHANIM3UPOBAHHBIX PEKOMEHIAMN U THHAMHUYECKOTO
11eH000pa30BaHMs MO3BOJIIIIO YBEIUUUTh CpeqHUN Yek Ha 12,5% u mapxkuHampbHOCTh Ha 7-12% B
3aBHCHUMOCTHU OT TOBAPHOI KaTETOPHUHU.

AHanmu3 5KOHOMHUYECKOW 3(EeKTHUBHOCTH TOKa3ai, uyTo BHeapenue cuctemMbl CRM oxymaetcs
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MeHee 4eM 3a 6 mecsies, mpu 3ToM ROI B mepssiii rog cocrasisier 208%, a BO BTOPO# roj1 TOCTUTAET
920%. IIporHo3upyemblii poCT BBIpYUKd Ha Onvkaiime 3 roga coctabisieT 15-20% exerogHo, uTo
MPUBEJIET K YBEJIIMUEHUIO CYMMapHOU BBIpY4kd Ha 58% K KOHIY TpeThero rona (1o 9,7 mupa pyosei).

[lonmydeHHbIe pE3yAbTATHl CBUICTCIBCTBYIOT O BBICOKOW J(PPEKTUBHOCTH IPHUMCHCHUS
ITOPUTMOB MAIIMHHOTO OOy4YEeHHS B CHCTEMax YIPaBICHUS B3aUMOOTHOIICHHUSMH C KIMEHTaMH U
OTKPBIBAIOT IIMPOKKUE MEPCIEKTUBBI TSI JATbHEHIIIET0 Pa3BUTHUSI IEPCOHATN3UPOBAHHOIO MAPKETHHTA
U TOBBIMICHUS KadecTBa OOCTY)KMBaHUS KIUEHTOB. OIHAKO JJIsI YCIENIHOTO BHEIPCHHS MOA00HBIX
cuUcTeM HEo0X0IMMO 00eCHe4YHTh BBICOKOE KaueCTBO HCXOJHBIX JaHHBIX, BBIOPATH MOJXOJSIIME
QITOPUTMBl U METPUKH OLIEHKHA, a TaKKEe MHTEIPUPOBATh CUCTeEMYy ¢ cymectByromeit WT-
UH(pacTpyKTypoil KOMIaHHH.

JlanpHelme HanpaBJIeHUs UCCIeI0BaHUM MOTYT BKITIOYATh Pa3padOTKy METOJ0B HHTEPIPETALN
U OOBSICHEHUS PE3YIbTaTOB pPabOTHl MOJeENIed MAIIMHHOTO OOY4eHHS, YTO TO3BOJIUT MOBBICHUTH
JIOBEpUE TOJIb30BATENCH K CUCTEME M OONErduTh MPHUHATHE PEIICHUH Ha OCHOBE €€ PEKOMEHIAIlU.
Kpome TOro, mnepcneKkTMBHBIM HaNpaBJICHUEM SBJISIETCS TMPUMEHEHHE TEXHOJIOTWH 00paboTKu
€CTECTBEHHOTO SI3bIKa U TEHEPATUBHBIX MOJIEJICH /71 aBTOMATH3allM KOMMYHUKAIIUU C KITHEHTAMU 1
CO37aHU TEPCOHANIM3MPOBAHHOTO KOHTEHTA.
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Abstract

This article discusses the implementation of an innovative customer relationship management
(CRM) system based on machine learning to enhance customer loyalty and satisfaction. The
relevance of the study is due to increasing market competition and the need for a personalized
approach to each customer. The proposed CRM system uses machine learning algorithms to analyze
extensive customer data, including purchase history, preferences, feedback, and website behavior.
The research methodology includes data collection from various sources, data preprocessing and
normalization, training machine learning models, and evaluating their effectiveness. Specifically,
algorithms such as random forest, gradient boosting, and neural networks were applied. The models
were trained using a dataset containing information on 100,000 customers of a retail network for the
period 2018-2022. The results showed that the implementation of the machine learning-based CRM
system increased customer satisfaction by 15%, average check size by 10%, and repeat purchase
frequency by 20%. Additionally, customer churn was reduced by 12% through proactive
communication and personalized offers. The proposed system demonstrated high accuracy in
predicting customer churn probabilty (AUC ROC 0.87) and customer lifetime value (R"2 0.79).
The practical significance of the study lies in the possibility of applying the developed CRM system
in various industries, such as retail, banking, telecommunications, and others. The implementation
of such systems will enable companies to improve the effectiveness of marketing campaigns,
optimize costs for customer acquisition and retention, and enhance service quality.
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