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AHHOTAMA

B naHHOI cTaTbe pacKphITHl MOHSTUS <QJIEKTpOHHas ToproBis» M «CRM MapkeTuHD»,
OIpeleeHa uX MPUPOaA, CYHOCTb U BBISBIICHBI UX OCHOBHBIE XapaKTEpUCTUKU. PaccmoTpeHa
pOJIb M 3HAYUMOCTb JJIEKTPOHHOW TOPrOBJIM B COBPEMEHHOM MHpE, €€ BHUIbl U (OPMBI.
IIpuBeneHa craTuCTHKAa IO OMHAMUKUA POCTa DJIEKTPOHHOM TOPIOBJIM ITOCPEICTBOM CETU
HuTepHer 3a mocnenHue BoceMb JeT. KOHKPETH3MPOBAaHBI OTIIMYUATEIBHBIE XapaKTEPUCTUKA
CRM wmapkeTHHIa, €r0 aKTyalbHOCTh B COBPEMEHHON PBIHOYHOM SKOHOMHKE. PaccMoTpeHbI
Bo3MokHOcTH CRM  TexHonoruif M HMX MHOTOBapuaTHUBHOCTb. [logpoOHO M3/10XKEHBI
coBpeMeHHble mpakTuku npumeHeHuss CRM wmapketuHra B cdepe 3JIEKTPOHHOW TOPTrOBIIU.
Beinenensl pasnuuust CRM  mapkeTwHra, B 3aBHCHUMOCTH OT cTaryca HoTpeOuTeneil.
[Ipoananu3upoBanbl mpornecchl, Kotopelie BhMoHsAeT CRM u ¢ kakoi uenbio. BoisBiaeHa
B3aMMOCBS3b MEXAY ycnenmHou Ttoprosiedl u npumeHeHneM CRM mapkerunra. HMccnenyercs
npumeHenne CRM-cucteM B pamkax 3J€KTPOHHOH TOproBiau. OTMEUEeHO 00 aKTyalbHOCTH
BHeapeHus CRM  MapkeTHHr BO  B3aMMOOTHOIIEHHSI MpoJaBlla M  MOTpeOUTes.
KoHKkpeTu3upoBaHbl B3aUMOCBSI3M (DyHKIUMH CHUCTEM YIpaBJICHUS B3aUMOOTHOLICHUSIMHU C
keHTamu 1o cpeactsam CRM cucreM, a Tarke B3aMMOCBS3b C MpoAakamMu. B pesynbrarte
IIPOBEACHHOTO UCCIIEI0BAHNUSI CAEaH BBIBOJ O HanpasieHUsAX npumMeHeHuss CRM mapkeTuHra B
cdepe 3JIeKTPOHHON TOPTOBIIH.
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BBenenue

B coBpeMeHHOW MapKETHHTOBOW JEATEIBHOCTH B3aWMOOTHOIICHUS C TOTPEOUTENSIMHU,
ocymecTBisieMble npu nomorm CRM-cucrem o0pa3zoBaiu HOBOe HarpaBjieHue B MapkeTuHre — CRM-
MapKETHHT, I€JIbI0 KOTOPOTO SIBJIETCSA CO3JaHUe KIMEHTCKOW 0a3bl U BbICTpauBaHUE MPOAYKTUBHBIX
OTHOLIEHUH C KIMEHTaMH NPU IIOMOIIM BCEBO3MOKHBIX KaHAJIOB CBSI3H.

bnarogapst mMpoKuM TeXHUYECKUM BO3MOXKHOCTAM CRM-cucrem, KpynHble KOMIIAHUU CITOCOOHBI
KOHTPOJINPOBATh NMOTPEOUTENBCKOE IMOBEJIEHUE CBOMX KIMEHTOB, coOuparh MHGOpMalnui 00 HX
BKYCOBBIX IIPEAINOYTEHUSAX U BBIABIATH UX HHTEPECHl U3 PAa3IMUHBIX HMCTOUYHHUKOB: M3 aHKET, C
IOCEHIAEMbIX CAlTOB, IO MX JJIEKTPOHHBIM U TOJOCOBBIM oOpameHusM B Call-nentpsr u 3ampocam
contact-ienTpel, U Tak nanee. CoOpaHHas WHQOpPMAIUS CKAINIMBAETCS U XPAHHUTCA B CHCTEME.
O6paboTka M cucTeMaTu3alus CKONMBIIEHcS MHGOPMAlMK TO3BOJSET COBEPIICHCTBOBATh
JIESITETbHOCTh OT/EIOB TMPOAAX, MAPKETUHIOBBIX CIYXO0 M TexHuuyeckod mnojaepxku [Denorosa,
2019].

OcoOyro 1eHHOCTh Ha cerofHAUHUNA aeHb CRM-cucTeMbl mpencTaBisioT JUIsl CTPEMUTENBHO
pa3BUBAIOLIEHCA SJIEKTPOHHOM TOProBJIM. B HaydHOH JIMTEpaType MOHATUE «AJIEKTPOHHAs TOPTOBIISH)
TOJIKYETCs, KaK KOMMepUecKasi JeATeIbHOCTh CYObEKTOB, Pealn3ylol@as KOMMEpYECKUEe ONepaluu ¢
HCIIOJIb30BAHUEM JJIEKTPOHHBIX cpeAcTB [bpexxnena, 2020]. Ipyrumu cioBaMu, MO «3JIEKTPOHHOU
TOPIrOBJIEH» CIEAYeT IIOHMMATh DPEATU3aLUI0 TOPIOBO-3aKylIOYHOH JESITEIBHOCTH IIOCPEACTBOM
BUPTYAJIBHBIX CBSI3€i BO BCEMUPHOM cetn IHTepHeT.

OcHOBHAA YACThH

[MocnenHue roga ®u3Hb MOTpeOUTENEH B BUPTYATBHOM PEKHUME CUIIBHO aKTUBU3UPOBANIACH, UTO U
MOBJIEKIIO 32 c000i1 pa3paboTKy M co3JaHue AJIEKTPOHHOW ToproBiu. EnBa nu cerogHst Haiimercs
YeNoBeK, KOTOPbIM XOTs Obl pa3 uyTo-HUOyAb HE MPUOOpEN MO CPEeACTBaM AJIEKTPOHHOM CBS3HU.
Cornacno nanubiM Poccrara 3a nepuoac 2014 rona mo 2022 r nons npoaax yepes3 HTepHET B 0011eM
o0veme o0opoTa po3HHMYHON TOproBiau Beipocia ¢ 0,7% no 6,0% [Po3HuuHas ToproBis u
0O0IIIeCTBEHHOE TTUTaHKE, WWW].

CoBpeMeHHBIE  TEXHOJOTMM  MHOTOYMCICHHBIX  JJIEKTPOHHBIX  pecypcoB  HMuTepHera
MPEIOCTABIISIFOT TOTPEOUTEITI0 BO3MOKHOCTh MTO3HAKOMHUTHLCS C TOBApOM, YBUIETHh €0 B (HOTO- HIIH
BHie0dopMaTe, O3HAKOMUTHCS C €ro IEHOM M TeXHUYECKMMH XapaKTepPUCTHKAMH, YCIOBUSIMHU €ro
MPUOOPETCHHS, OTJIOKHTH ITOHPABHUBIICKCS TOBAap B BHUPTYAIBHYIO KOP3UHY, O3HAKOMHUTHCS C
OT3BIBAMH O HEM, a TAKKE MPHUHSITH PEIICHHE O €ro MOKYyIKe, OIMJIATUTh, 3aKa3aTh €ro JOCTaBKYy W
OCTaBUTh OT3BIB O TOBApe.

AHanu3 HaydyHOW JIMTEpaTyphl MOKa3all, 4TO akTyadbHOCTh mpuMeHeHUss CRM MapkeruHra B
cdepe DIEKTPOHHOW TOPIOBIM B YCIOBHUSX COBPEMEHHOCTH OOYCIOBIIEHO €€ MepCcOoHaIM3alluei,
KOTOpasi PacIlCHUBACTCS CIICIHAIMNCTAMU, KaK BUJ MapKETUHTOBOW CTPATETUH, HAIICICHHON HAa POCT
Ka4uecTBa OOCTYKMBaHMS KIMEHTOB 32 cYeT (OPMHUPOBAHUS MPEUIOKECHUHN 11eIeBOr0 KOHTEHTa U
KOHKPETHBIX PEKOMEHJIAIU, aJallTHPOBAHHBIX K WHIUBHIYAIbHBIM MOTPEOHOCTSIM W HWHTEpPEcam
nosb3oBarens [Yanapa, 2014].

CrnenoBarenbHO, MOKHO CZENaTh BBIBOJA O TOM, YTO YIpPaBJICHHE AAHHBIMU O MOTPEOUTENAX C
MOMOIIKIO TTporpaMMHOTo obecriedueHuss CRM B paMkax 3JIEKTPOHHOM TOPTOBIIM oOecrednBaeT 0oee
OBICTPBIN U TECHBIH KOHTAKT C MOTpPEOUTENEeM, U4TO, KaK CIEACTBHE, 00eCredrBaeT MPEeANPUSITUIM
MaKCHMAIIGHYIO BBITOJTy OT BEJACHHS UX XO3SMCTBEHHOM JICATETLHOCTH.
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CoBpemenHas mnpaktuka npumeHeHuss CRM mapkeTuHra BbIAEISET TPU OCHOBHBIX MOJENU
MpoAaX B 3JEKTpoHHOU Toproie — 310 B2C, B2B, B2G. Pasnuuus gaHHbIX MoJenell mpojax
nocpenctsoM MHTepHET-pecypcoB 00yCI0BIIEHO 0COOEHHOCTSIMHU 11€JIEBON ayTUTOPUN:

a) B2C (Business to Consumer) — 3To MpoiaXu, OpUESHTUPOBAHHBIE HA TOTPEOHOCTH (PH3UISCKUA X
JUIl U KOHEYHBIX MOTpeOuTenel ToBapoB (MPOAYKIUH/YCIYr). AKTyalnbHOCTh mMpuMeHeHust CRM-
mapketnHra B B2C o0ycioBieHa B HEOOXOJMMOCTH CETMEHTAIlUM MNOTpeOuTeNell mo uX
npeanourenusm [Kapruna, 2009].

0) B2B (Business to Business) — 3To mpogaxku TOBapoB (MPOIYKIIMH/YCIIYT), HalpaBJICHHBIC Ha
YIOBJIECTBOPEHUSI MOTPEOHOCTEN IOPUANYECKUX JIMI] U MpeanpuHruMaTenei. JJaHHbIi MeTo1 mpoax
HOCUT pENIALUOHHBIA XapakrTep, OCHOBAHHBIM Ha MEXKIMYHOCTHBIX OTHOIEHUsAX. OaHako
OOJIBIIMHCTBO 3TaloOB TMPOAAX, MO KOTOPHIM MPOXOTUT KIMEHT, MOTYT OBITH Onu(poBaHEl U
aBTOMaTU3UPOBAHBI C MOMOIIBIO HHCTpyMeHTOB CRM-mapketunra [bpexnena, 2020].

r) B2G (Business to Government) — 1ejeBON ayIuTOpUEH MaHHOW MOJEIH TPOJAX SBIISIOTCS
TOCYAapCTBEHHBIE CTPYKTYpbl (YUpEeXIEHHs, KOMIIaHUU, opraHuzanuu). TexHormormu CRM B
MapKETUHTOBBIX OMEpalsiX B 3TOM MOJENU MPHU3BaHbl CHU3UTH YPOBEHBH OIOpPOKpaTH3Ma, YTOObI
NPEANPUATUS MOTIM TPUHUMATh y4acTHE B TEHJAEpPaX M TONy4aTh HHQPOPMAIUIO O MPSIMBIX
KOHKYpEHTaX, MUHUMH3UPOBATh PUCKU TPU peau3aluy O0JIbIIMX 00BEMOB TOBapa MU MPOAYKIUU
[ABpamenko, 2013].

O4eBHAHO, YTO aHAIMW3 MOTPEOMTENBCKUX  IPEANOYTECHUH, pa3paboTka  IKOHOMMKO-
MaTeMaTUYeCKUX MOJIeNed W IOCTPOEHUE IPOTHO30B MOTPEOJICHUS MNPOAYKUUHM Y KaKIOW U3
NEePEUYHCICHHBIX BBIIIE I[EJIEBBIX AyAUTOPU Oy/IET UMETh pa3inuyHbIe noaxoasl [UepHosa, 2014].

UccnenoBanus P. JlaBbii0Ba, CBUAECTENBCTBYIOT O TOM, YTO HE3aBUCHMO OT METO/Ia MPOAAXK U €ro
neneBoi aygutopun TexHonoruu CRM  oOecrmeunBaeT mpUBIEUYEHUE, KOHBEPTUPOBAHHE W
YAEPKUBAHUIO KIIMEHTOB. ABTOp JaHHOTO ITOIX0/1a BBIAEISET CIEIYONME IPEUMYIIECTBA, KOTOPBIE B
MOJIHOM Mepe XapaKTepU3yloT COBpPEMEHHbIe MpakTuku npuMeHeHuss CRM wmapketnHra B cdepe
3JIEKTpOHHOM Toprosiin [[laBe110B, 2022]:

1. [Nomyyenue mosiHOTO TIpeAcTaBiacHUs 0 KiueHTte. [lomydennas ¢ momompto CRM Texnomornit
uH(opMauss O KIWEHTE, IO3BOJSIET TNPABHIJIBHO YIPABJIATh BOPOHKOM NPOAaX HAa OCHOBE
pa3paboTaHHOTO TPOQUIST KIUEHTa, MyTeM OTCICKUBAHUS JABUKCHUS KIMEHTAa K IMOKYIKaM, €ro
aKTUBHOCTBIO, DPa3pabdOTKOM I1EJEBbIX CTpaTeruiéi U CBOEBPEMEHHOIO MPEIOCTABJICHUS €My
COOTBETCTBYIOILX PEKOMEHIAIUH.

2. llponBuHyras mnepcoHanu3anus. BeicTpanBaHrWe B3aMMOOTHOIIEHHH MEXIy MHpOJABLIAMHU C
nokynarenasiMu ¢ nomoupto CRM mMapkeTMHra OCHOBBIBAE€TCS Ha MEPCOHANU3ALMM NPEATIOKEHU,
KOTOpbIE MPU3BAHbBI MOBBICUTH YPOBEHb MOTPEOUTENHCKON AKTUBHOCTH KaXKJIOTO MOTEHIIHAIBHOTO
nokynarens. IlepcoHanusanusi mMo3BoJsieT BOBJIEYb KIMEHTa B JIOMOJHUTEIbHBIE U MEPEKPECTHHIE
IIPOJIaKH, CYLECTBEHHO YIPOIIAET HEMOCPEICTBEHHO CaM IPOILIECC COBEPIUCHMS IMOKYIOK, YTO HA
CETOAHSIIHUN JIEHD SBIIETCS BHICOKO BOCTpeOoBaHHBIM y ToTpeduTenei [[apko, 2022].

3. OMHMKaHQJIBHBIN KIMEHTCKUI OnbIT. COBpEMEHHBIE TEXHOJIIOTUN IO3BOJISIFOT MCIOJIB30BaTh
BCEBO3MOXHBIE KaHalIbl KOMMYHUKAIIUH MEXIy MOTpeOUTeNneM U MpoAaBIoM (MOOUIIbHBIE
NPUJIOKEHUS, WHTEPHET-Mara3uHbl, TOPIOBbIE IUIOIAJKH, COLMaJIbHBIE ceTH, U T.0.). CRM
TEXHOJIOTUHU, B CBOIO OuYepellb, CIIOCOOHBI MPEoOPa30BbIBATh Pa3IMUHbIe KaHaIbl KOMMYHUKAIIUN B
equHyto cuctemy. [Ipu aTom npogaBiy CRM obecrieunBaet 1octyn K HHQOpMaAIU 0 TPEAMOYTEHHSIX
U HaMEpPEHMSX TMOTpeOUTEeNs, a IMOJIb30BATEN0 — MPEAOCTABISACT BO3MOXKHOCTb IOJy4aTb
MePCOHAIN3UPOBAHHbIE TPEITIOKEHUS Yepes JIF000H KaHal B3aUMOICHCTBUSL.

4. ABromaru3anus MapKeTUHIOBBIX onepauuii. Bozmoxxnoctu CRM MapkeTHHra Io3BOJISIOT
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OCYLLIECTBJISITh KOHTPOJIb 32 B3aUMOJECHCTBUSAMU C KJIMEHTOM BO BpEMs IPOJAX IyTeM pa3pabdOTKu U
CO3JaHMs MHIUBU/IyalIbHOTO OOCTY)KUBAHMS C TIOMOIIBIO YaT-00TOB M aBTOMAaTUUYECKUX OTBETOB.

5. AnanuTuka, opueHTHpoBaHHas Ha Oynaymee. Cucrembl CRM 1O03BOJISIOT HE TOJBKO
MCIIOJIK30BaTh COOpaHHYI0 MH(OPMAIUIO O KIMEHTE Ha TEKYIM MOMEHT, HO U IMPOTHO3UPOBATH €r0
noTpeOuTeNIbCKUEe HamepeHHs. JlOCTOBEPHOCTh COOpaHHBIX JAHHBIX O KIMEHTE 3a OIpeJesIeHHbIA
IIEpHOJl BPEMEHH 00ECIIEUNBAET CUCTEME BO3MOXHOCTh PAaCIO3HATh T€ JAECHCTBUS, KOTOPbIE YEJIOBEK
COBEpIIMT B Oy/yIIeM, YTO MO3BOJISIET CBOEBPEMEHHO MOKI0YATh MAPKETUHIOBBIE TAKTUKYU U JI€aTh
IIEPCOHAIbHBIE PEKOMEH JAL .

CrnenoBaTenbHO, MOXKHO KOHCTaTUPOBaTh, 4T0 CRM MapkeTHHT B cepe 3JIeKTpOHHOM TOPTOBIH
aKTUBHO IIPUMEHsIETCSl IpH pa3paboTke NpoduiIst KIMEHTa, IpU IPUBJICYEHUU KIUEHTa B
MEPEKPECTHBIX M JAOMOJHUTEIBHBIX MPOaXKax, MpU pa3paboTKe MEPCOHATBHBIX MPEUIOKEHUH, MTpH
BBICTPAaBaHUU BOPOHKU MPOJAXK, MPH GOPMUPOBAHUHU MHAUBUIYATIBHOIO MO/IX0/1a OOCITY)KUBAHUS U
P IPOTHO3UPOBAHUH MTOBEIEHYECKUX (JAKTOPOB MOTPeOUTENS B OyAyIIMX BPEMEHHBIX OTpPE3KaX.

O0630p cnenuanbHOM auTEepaTypsl mokaszan, yTo CRM-MapKeTHHT YCTEUHO HCIOJBb3YeTCs IS
MOBBIMCHUST KOA((PUITMEHTa KOHBEPCHUU DJIEKTPOHHOW TOproBinu. bmaromaps cucremam CRM
MapKeTOJIOTH pacrojaraloT WHQGOPMAUid O TOM, KaKOW TMPOIEHT IMOJIb30BATENCH pa3lUYHbIX
JUCTAaHLIMOHHBIX PECYpPCOB COBEPLIAIOT OINpEJe/ICHHBbIE LieJeBble NeHCTBUS (OCTaBlIeHUE 3asBKH,
3anpoc HHGPOPMALIMH O TOBApE, MOMHUCKA MO/ IIEJIEBBIE PECYPCHI M ONPEIeICHHBIH KOHTEHT, TIOKYITKa
ToBapa u T.1.) [YenypHosa, 2022].

[IpakTuka nmokaszana, YTo HaJIM4YME KO3(PPULIMEHTa KOHBEPCUU JIEKTPOHHONU TOPTOBJIN M1O3BOJISET
CerMEHTUPOBATh moTpeduteneid mo ux mnorpedHocTsiM [IlomoBa, 2020], uro m obecreynBaeT
IPOAYKTUBHOCTh MAPKETUHIOBOM nesTenbHOCTH. Tak, Hampumep, AenaTh pPacChlIKM 00 OTAbIXE B
Kurae mobutensaMm nyremecTBuidi 06e3 3HaHUsSI U3 JINYHOCTHBIX NOTPEOHOCTEN, HA CETOIHAHUN JEHb
aBJsieTcss Hed(PeKTUBHBIM criocoOoM mpoaBuxkeHus ycyr. C nomomnpto Texnonornii CRM u3Bemarts
00 otapixe B Kutae MOXKHO TeX Mojbp30BaTeNiel, KOTOpble HHTEPECOBAIMCH ATON CTPAaHOM U Jenanu
KOHKpPETH3HPOBAHHBIE 3alIPOCHI B TIOMCKOBBIX cucTeMax ceTh MIHTepHeT no 31oit Teme. OueBHAHO, 4TO
CRM cucrteMsl AenatoT MapKETHHTOBBIC aKIUH KIHEHTOOPUEHTUPOBAHHBIMU.

Bornee riybokoe m3ydeHHE COBPEMEHHBIX NMPaKTUK npuMeHeHus CRM B 31€KTpOHHOM TOProBiie
yKa3blBa€T Ha TO, 4YTO JAaHHOE MPOrpaMMHOE oOecredyeHue sBISETCS HEe3aMEHHUMbIM IpU
HCIIOJIb30BAaHUU TPYIOBBIX pecypcoB [XKenesnsikoBa, 2015]. IloBenenue moTpeOuTens BIUSET Ha
pacnpenenieHne BHYTPEHHHUX pecypcoB kommnaHuu. Ilocne cerMeHTanuu KIMEHTOB BO3HUKAET
HEOO0XOAMMOCTb PACHPENEIUTh UX 110 COOTBETCTBYIOLMM OTJ€JIaM IIPOAaX, KOTOpble OyIyT HecTd
OTBETCTBEHHOCTb 32 KOMMYHHUKAllUM M B3aUMOCBS3M C KKIOW OTAEIBHON IPYIIIOW KIUEHTOB U
rOTOBBI 00€CIIEYNTh TPaMOTHOE 00CITy)KMBaHUE ONPECIEHHOM KaTeropu KIMEHTOB.

Kpome Toro, ananus coBpeMeHHBIX NpakTuK npuMeHeHne CRM MapkeTnHra B 3J€KTPOHHOM
TOPTOBJIE BBISBUJI CIIEYIOUIME HallpaBICHUS:

1. Hcnonbp30BaHME TeOTApreTHHIA [UIsl YBEJIWYEHHS IMPOAAK B KOHKPETHOM MECTHOCTH, T.€.
MapKeTOJIOTH OPUEHTUPYIOTCSI Ha ONPEAEIICHHbIE IPYIIIBI KIMEHTOB 110 X MECTOHAX0XKICHHUIO.

2. bpomennsie kop3uHbl. braaromaps CRM mpomaBer; BHAWT, KaKOW TOBap OBLI OTJIOXKEH B
KOp3UHY, OJHAKO COBEpLIATh IOKYINKy IOKyNareiab HE CHEelmMT. B 3ToM ciaydae cHpoBOLIMPOBATH
HOKYIIKY ITOMOJKET IEPCOHAIbHOE MPEI0KEHHE MO MPEIOCTABICHHUIO CKM/IKU, TPHOOpETEHHE TOBapa
B (popmare «2 B 1» miM HauKMCIIEHNE BBICOKOTIPOIIEHTHOTO KEIIOEKa.

3. IloBhIlIeHNE TTPOU3BOAUTEIBHOCTU. ABTOMATU3ALIMS [IPOLIECCOB IIO3BOJISIET COKPATUTh BpPEMS
Ha pEUICHHE TEXHUYECKUX MpoOIeM M aJIMUHUCTPATUBHBIX BOIPOCOB, KAaK CIEACTBUE TOIO, Yy
KOMITAHW U OCTAETCsl OOJIbIIe BPEMEHH Ha BEJCHHE aKTUBHBIX TpoAaxk [Punmumonosa, 2020].
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4. YupapneHue 3akazamu. Bpemsi oT numoreHepanuu 10 MpOJaXH BKIIOYaeT B ceOs OOJbIoe
KOJIMYECTBO TMOCIEAOBATENbHBIX W CIIOHTaHHBIX TmpoueccoB. B pamkax CRM wmapkeTuHra
CIEIMATMCTHI CHOCOOHBI YBUJETh ITYTh MOKYIATEIS I[ETUKOM, H OTCIICKUBAThH TOBEICHUE MTOKYITaTEIIs
Ha BCEX JTalax MOKYIKHA, OT pa3MEIICHHs 3aka3a 10 €ro JOCTaBKW, BKIIOYas OOpPaTHYIO CBS3b C
notpedbutenem [Mouanus, 2016].

5. YnpaBneHue mokynmkamu. 3a cueT WHGOpMauu, KOTopylo cobuparor u coxpaHsior CRM
CUCTEMBI, y MPOJABIIOB MOSABISETCS BO3MOXKHOCTh YBEIMYUTH CPETHIOI CTOMMOCTH 3aKa3a IyTeM
MOOYKACHHS Yy MOKyHaTels >KelaHus NpUoOpecTy COMYTCTBYIOIMI TOBap Ha BBITOJHBIX JUIS HETO
YCIIOBUSIX.

6. YnpasneHnue 3anacamu. PocT KIMEHTOOPUEHTHUPOBAHHOCTH ¢ moMoupio CRM mapkernHra
MO3BOJISIET BBISIBUTH ONMITUMU3UPOBATH YIIPaBJICHUE 3aIIaCaMU.

3akJa0YeHue

Takum o6pa3oM, 06001ast BhIIECKa3aHHOE, MOKHO CJIeNIaTh BBIBOJA O TOM, yTo CRM MapkeTuHT
3a7IeliCTBOBAaH BO BceX cdepax »dJIEKTPOHHONW TOProBiM, HauuMHas OT cOopa HHPOpMAUU O
HOTpe6HOCTHX U OpCAINOYTCHUAX HOKYHaTeHeﬁ M 3aKaH4YMWBas MOCTIIPOAAXKHBIM O6CJI}DI(I/IBaHI/ICM.
Bmecre ¢ Tem ycraHoBiaeHo, yto CRM MapkeTHMHI OpUEHTHUPOBAH HE TOJBKO Ha HMHTEPECHI
MOTPEOUTEIIS, HO ¥ TECHO COIPSHKCH ¢ OPTaHU3AMMOHHON CTPYKTYpOH KOMITaHHH, ¢ (DyHKIIMOHAIOM
¥ BBIOOPOM CTpATEruu yIpaBiICHUS.
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Abstract

This article reveals the concepts of "electronic commerce™ and "CRM marketing”, defines their
nature, essence and identifies their main characteristics. The role and importance of electronic
commerce in the modern world, its types and forms are considered. Statistics on the dynamics of the
growth of e-commerce by means of the Internet over the past eight years are given. The distinctive
characteristics of CRM marketing and its relevance to the modern market economy are specified.
The possibilities of CRM technologies and their multivariability are considered. Modern practices
of CRM marketing application in the field of electronic commerce are described in detail. The
differences of CRM marketing are highlighted, depending on the status of consumers. The processes
that CRM performs and for what purpose are considered. The relationship between successful
trading and the use of CRM marketing is revealed. The application of CRM systems in the
framework of e-commerce is being investigated. The relevance of the introduction of CRM
marketing in the relationship between the seller and the consumer is analyzed. The interrelations of
functions of customer relationship management systems by means of CRM systems, as well as the
relationship with sales, are specified. The conclusion is made about the directions of application of
CRM marketing in the field of electronic commerce.
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