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[Tpumenenne CRM-cucteM B Hallleid CTpaHE O4YE€Hb pacHpoCTpaHeHo. TeM He
MEHEEe, MHOTME KOMIIAaHMM JO CHX TOp HE OCO3HAaIT TiobansHOTO 3(dexTa
BHesipeHus: CRM-TexXHOJIOTHI B MPAKTUKY UX JAesITelbHOCTH. Ha MupoBOi ypoBHE
MPUMEHEHUE HOBBIX TEXHOJIOrMH Oosiee momyssapHO. PykoBoACTBO OOJBIIMHCTBA
KOMIIaHUK OCO3HAJIO peaibHyto AeicTBeHHOCTh CRM-cucTeM B paboTe ¢ KIIMEHTaMHU.

CRM BrnepBblie nosBwics B Havane 70-X rogoB, KOTJa €KErOJIHBIE OIMPOCHI
UCIIOJIb30BAIMCh  JUISI  OLICHKM CTENEHH  YJIOBIETBOPEHHOCTH  KJIMEHTOB. OH
pa3BUBAJICSI B TEUYEHHUE JECATHICTHI, a B MOCIEIHHE TOAbl CTAJl MPOIBETAIOIIUM
CEKTOpOM, KOTOPBIM NPOJOHKAET pPacTd, B TOM UHCIE TMPOKIAABIBAS IYTh
JUIS MHIYCTpUM  MOOWJIBHBIX ~ SaaS . Pacmmpenne HWHAYCTpUM  MPOTPAMMHOTO
obecrieuenns CRM  0Obul0  MPOABMHYTO  TJIaBHBIM  00pa3oM  0OOJAYHBIMH
TEXHOJIOTHUSAMH, OOJIEr4arolUMK PUHSATHE MPOrPAMMHOI0 00ECIICUCeHUs] B KaUeCTBE
skoHomMudecku dddektuBHor mmathopmbl  SaaS. C 2010 roma pemHOK CRM
HaXOJUTCS B TOCTOSTHHOM TOABEME, YBEIMYUBASICh B cpeaHeM Ha 27% B ToJ0BOM
HCUMCIICHUU [6].

Cam peiHok CRM, kak oxunaercs, gqocturaer 81,9 mupa. gosn. CHIA k 2025
roJly, 4TO SIBJIIETCS OIPEACJICHHbIM I[IOKa3aTelieM TOro, KaKk KOMIAHUHM B LEJIOM
B3suHCh 3a BHeApenne CRM B cBoeit nesrensHOCTH. OOMIUPHBIC HWCCIIEIOBAHUS
IIOKa3bIBAIOT, 4TO 74% npennpuatuid yrBepxkaarT, yto CRM ynydmaer goctyn K
JTAaHHBIM KJIMEHTOB [6].

PaszButue peinka CRM moxkazano, uro B koHIe 2018 roga Temmsl pocta ObLUTH
Ha ypoBHE 8-10 mporeHTOoB. PAKTUUECKU PBIHOK MOXKHO Pa3leNIuTh Ha 2 YacTH -
3JIEMEHT KPYMHBIX KIMEHTOB M CETMEHT Majior0 M CpeAHero Ou3Heca, KOTOPHIA B
OCHOBHOM HCIIOJIB3YET OT€UECTBEHHYIO mpoaykiuio. [1o nanupim 2018 roma, oobem
poccutrickoro peiika CRM MOHO OLIEHUTh, 10 AaHHBIM Tadviser, B 15 muunapaoB

pyOnei ¢ ycroiuuBbiM yBenuueHneM Ha 10-12 mporeHToB.


https://www.slideshare.net/SathishMariappan/mobile-crm-6803102
https://www.grandviewresearch.com/industry-analysis/customer-relationship-management-crm-market
https://www.grandviewresearch.com/industry-analysis/customer-relationship-management-crm-market
https://www.superoffice.com/blog/crm-software-statistics/
https://www.superoffice.com/blog/crm-software-statistics/

YuuTeiBass TEHIEHLIMH PAa3BUTHS BHYTPEHHETO POCCHMCKOIO  PBIHKA,

H606XOI[I/IMO npcaoCTaBUTh AHAJIMTUYCCKHUC JTdHHBIC, YTOOBI IIOHATHb, KaKasa U3
opraHmauHﬁ HanOoyiee aKTHUBHO IpoaABUTACT HOBBLIC PCIICHHUA W IIPOAYKTHI B

obnactu IT (Tabnuna 1).

Taomuna 1
Ananus npoaax n3secTHbix UT-komnannii Ha peinke CRM [6]
Komnanus 1;3;1;)’:;‘; Boipyuka 2017 roa JAnnamuka
AT Consulting 1740,2 1682,1 3,5
Texnoceps Koncantuur | 1416,2 1261,6 12,3
1C-Papyc 793 778,1 1,9
WNudocucremsr J[xer 551 707,5 -22,1
HopOur 378 298 26,8
Hosapauc Koncantunr | 200 160 25
Navicon 183,2 134,1 36,6
Kopyc Koncantunr 148 138 7,2
Maykor GMCS 120,9 107,6 12,3
Mounomut-Undo 98.6 83,7 17,8
Cymma 5629 5350,7 5,2

HaubGonpmmii poct noxogos or CRM-npoekToB nokazana komnanusi Navicon
(+36,6%). Ilanenue BbIpyUYKH 3apUKCUPOBAHO Yy OJHON KommnaHuu - "MHpocucTemsl
Jlxet" (-22,1%) [6].

Ecnm mocMOoTpeTh Ha CTAaTUCTUKY BHEIPEHUH, TO MOKHO YBUJETH, 9TO OOJIBIIIE
BCErO MPOEKTOB peanu3ytoT aBe kommnanuu — «1C-Papyc» u Terrasoft. «1C-Papyc»
BMecTe ¢ naptHepamu B 2018 rogy npucrynuna k peanmsanuu 881 CRM-npoekra,
Terrasoft — x 193. I1pu atom, uaep Ton-10 poccutickoro peiHka CRM 1o BeIpydKe —
komnanus AT Consulting, B Teuenue 2018 rona nana ctapt 60 mpoekTam.

VYrpasnenne B3auMooTHoueHUsIMUA ¢ kiaueHTaMu (CRM)— 3To TexHOJOorus
IUIS  YNPABJICHUS. BCEMHM OTHOIIEHUSMHM KOMIIAHMM W B3aUMOJECHCTBUSIMU C
BO3MOKHBIMU U TOTEHIIUAIbHBIMU KJIUEHTAMH.

[lenb ee mpocTa: yayduiuTh JaesioBble oTHOIIeHUs. Pemenne CRM nomoraer
bupme cocpeoTOUUTHCS Ha OTHOIICHUSIX OPTraHU3allK C OTAEIbHBIMU JIIOABMHU — B
TOM YHUCJIE C KJIMEHTAMH, MOJIb30BATEISAMH YCIYT, KOJIJIETaMU WJIM MOCTaBIIMKAMH —
Ha TPOTSHKEHUU BCEro >KU3HEHHOTO LMKIA TMPEAIPHUSITHS WIM YCIyrd (TOBapa),
BKJIIOYAs T[OMCK HOBBIX KIHEHTOB, TaKXKe

3dBOCBAHUC JOJIM pPbIHKA, a


https://www.salesforce.com/crm/

MPEOCTaBICHUE MOJJEPKKH M JOMOJHUTEIbHBIX YCIYr Ha MPOTSKEHUM BCEX
OTHOLIEHHUM.

CRM — nporpammHOoe OO€CHE€YeHHE OTHOCHTCS K  MPUIIOKECHHSM,
peanu3yloIMM T€ TEXHOJIOTUU, CTPATeTUH U TMPAKTUKH, KOTOPbIE KOMIAHUU
UCIIOIB3YIOT JJI TOT0, 4TOORI: [1, c. 27]

— YCTaHOBUTH IPOYHBIE OTHOILIEHUS CO CBOMMU KIIMEHTAMU;

— 00JeryuTh B3aUMOJCHCTBUE C KJIMEHTAMHW W KOMMAHUSAMHU 4Yepe3 JIMHUU
CBSI3U KOMIIAHUH WA YEPE3 COLIMAIIbHBIE CETH;

— co3/aBaTh KpUTUUECKUE 0a3bl JAHHBIX ISl 00JIerUYeHHs] Ou3HEeC-aHATUTUKU
Y IOHUMAaHUS;

— CO3/aBaTh PEKJIAMHbIE MPOTrpaMMbl M MPOTPaMMBbI JOSUIBHOCTH Ha OCHOBE
COOpaHHBIX HIEH.

Oteer Ha Bompoc: «KakoBa 1einbp mporpamMmmHoro obOecrneuenusi CRM B
OouzHece?» COCTOUT B TOM, YTOOBI MPEIOCTABUTH BCE HEOOXOAMMBIC HHCTPYMEHTHI
TSl TOTO OM3HEca, UTOOBI yJepKaTh KIMCHTOB.

bonpmmHCTBO  BOCTpeOoBaHHbIX ¢yHKumMii CRM Ha  melicTByromux
npeanpuatusx: [1, c. 27]

— TpocToTa ucnojibzoBanus (65%);

— yIpaBiieHue pacnucanuem (27%);

— BO3MOXXHOCTb MOJYIUTh YeTkuit rpaduk (18%);

CRM cran He3aMEHHMMBIM HWHCTPYMEHTOM B COBPEMEHHOM OHW3HECE, BOT
HEKOTOphle cratucThuueckue nanHbie CRM, B3aThle W3 pa3IMYHBIX HCTOYHHUKOB

(pucyHnok 1)



30% Bcex

ROI na CRM cocranser o MMOTEHIUATBHBIX 26% -
NPHGISHTEILHO 5 10/11apOB 79% munos ne KJIMEHTOB TEPIISAT 3aperuCTPUPOBAHHEIH
CIIIA Ha Ka/blii BIOKEHHbIH KOHBEPTHPYIOTCS 0e3
1 nomnap CILIA (6a30BbIit CRM (ITapo) HeyIady M3-3a INIOXUX ko3¢ punmeHT MPUHATHSA
YPOBEHb) HACTOYHUKOB JAHHBIX st CRM (Salesforce)
(Cyber Sphere)
60% Bpemenn CRM
[pennpustust c CRM YBenuueHue BHIPyUKU HCIOJIB3YETCS IS B 47% cinyuaes
(Innopple Technologies) Ha 41% nocturaercs ¢ MapKeTUHra 1o peoOpa3oBaHKE BENET B
peanusyoT yBeIUYCHUE nomoisio CRM 3JIEKTPOHHOMU I10YTE CRM-cucremy (Annuitas
KBOT Ha 65% (Trackvia) MaJibIM OM3HECOM Group)

(MarketingCharts.com)
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I/ICHOJ'ILSOI])SaHI/II/I Iz?RM nokymi# ¢ C TIOMOILIBIO CRN} Social C (Nucleus
(Cloudswave) m Research)
(Cloudswave) (Capterra)

74% npeanpuATHiA,
ucnoas3ytomux CRM,
coobmraroT 00
YIy4IIEHHH OTHOIICHUH
¢ kimeHtamu (Software
Advice).

Puc. 1 —-I¢ppexm om enedpenus CRM na npeonpuamusax (no 0aHHbIM UCC1€008AHUIL)
[3, c. 21]

OddeKkT OoT uCHnoNb30BAHUA CHUCTEM YIPABJICHUS B3aUMOOTHOUIEHUS C
kimeHTamMu (CRM) nHeocnopum. CRM-cucteMbl MPpUBOAST IPUMEPHO OJHHU U T Ke
OCHOBHBIE TIOKa3aTelld, OMPEIENAIONINEe 3KOHOMHUUYECKHH 3PQPEKT OT BHEIPEHUs
CRM [3,c. 21]:

— poct 06bemoB npoaax Ha 10-30% B rox;

— pacmmpeHue KIMEeHTCKou 0a3bl Ha 5-15% B rO;

— CHIDKEHUE aJMUHHUCTPATUBHBIX u3fiepxkek Ha 10-20%;

—  YBEJIMYEHHE CTENEHU JIOSIIbHOCTU KIIMEHTOB Ha 3-10%.

Nucrpyment CRM 1o3BoJisieT XpaHUTh KOHTAKTHYIO0 HH(GOPMAIIUIO O KIUEHTE
M TOTEHUHAIBbHOM KIIMEHTE, OMNPEIENIATh BO3MOXKHOCTH IPOJAXK, PETHUCTPUPOBATH
npoOJieMbl ¢ OOCITY>)KMBAaHUEM U YIPABJISITh MAPKETUHTOBBIMU KaMITaHUSIMA — BCE B
OJIHOM IIEHTPAJbHOM MECT€ — U MPEJOCTaBIATh HH(POPMALUIO O KaXIOM

B3aMMOJICICTBUM C KJIHMEHTOM BCEM, KTO B Balllei KOMIIAaHMM MOKET B HEH



HYKJIaTbCS.

brnaronapst HarJISITHOCTH U JIETKOMY JIOCTYITY K JJAHHBIM JIETYE COTPYIHAYAThH U
MOBBICUTH MPOU3BOAUTEIHHOCTh. KaXKIbIii B KOMIIaHUHM MOKET BHUJIETh, KaK KIHCHTHI
oOIIaNyCh, YTO OHM KYIMHJIA, KOTJa OHU B MOCIEAHUN pa3 MOKYyMaJld, 3a YTO OHH
3amnaTui, 1 MHOroe apyroe. CRM MoxeT moMoub KOMITAaHUSAM JIFOOOTO pasmepa
CTUMYJIMPOBATh POCT OM3HECa, U 3TO OCOOCHHO TOJIE3HO JJIA Majioro OW3Heca, TJie
KOMaHJIaM 4YacTO TPHUXOJUTCS HMCKaTh CHOCOOBI CIeNaTh OOJbIee C MEHBIIUMHU
3aTpaTami.

[Tpumenenue nporpammuoro odecrnedenuss CRM obecnieunBaer ciemyrommue
npeumyiectsa [2, c. 370]:

— 3HAYWTEIHHO YIy4IIeHHAs HH(OPMAITUS I KIIMCHTOB;

— OwIicTpoe 1 3P PekTUBHOE 0OIIEHNE C KIIMEHTAMU;

— 3HAUUTENFHO YIIYYIIeHHOE, OoJjiee WHTEIIEKTyalbHOE OOCITyKHUBaHUE
KJIUEHTOB;

— 3amosiHeHue GopM, OTIIPaBKa OTYETOB JIETKO aBTOMATU3UPYIOTCS;

— OTJAENbl TPOJax, MapKeTUHra W OOCITYXUBaHUS KIHUEHTOB IOBBIIIAIOT
CBOIO 3(D(PEKTUBHOCTS;

— aHaJUTHUYCCKUE JaHHBIC U OTYCTHOCTh 3HAUYNTEIBHO YITYUIICHBI;

— MaKCUMaJbHOE KOJMYECTBO MPOAAXK U MEPEKPECTHBIX MPOJIAK;

— COXpaHEHHWE MOCTOSTHHBIX KJIUEHTOB,;

—  YBEJIHMYEHHE MPOAAXK, YBEIHMUCHHUE TOXOOB.

Ha pucynke 2 mpexacraBieHsl Haubojee 3HAUYUMbIE MPEUMYIIECTBA

npuMeneHuss CRM-cucrem.


https://www.salesforce.com/customer-success-stories/
https://www.salesforce.com/customer-success-stories/

opranu3anus U YIpaBJICHUC B3aUMOCBA3bI0 C KIIMEHTAMHA

*IIPOSIBJISCTCS B YBEJIMUCHNUH TTOKa3aTelei Mpoiax, B YaCTHOCTH, YBEITMYMBACTCS 00beM
NPOJaXK, OBBIIIAETCS UX 3PPEKTUBHOCTD, CHIKACTCS CTOMMOCTD IIPUBIICYECHUS KIIMEHTOB.
IHomumo 3Toro, CRM cucTembl OKa3bpIBalOT CYIIECTBEHHOE BIMSHUE HA YIIPABISIEMOCTb U
KYJIBTYpY pa0boThl OpraHu3aiiuu

MHOXeCcTBO HHCTPYMEHTOB YIIPaBJICHUS KOMIIAHUEH B OIHOW IporpaMMe: POJABUHYThIE
CRM n03BOJISIIOT YHPABIISATh BCEMU COCTABISIIOLIMMU OM3HECA - IPOEKTAMU, IIEPCOHATIOM,
Y4ETOM KJIMEHTOB, KOMMYHHKALUAMH, (GUHAHCAMH, TOKYMEHTOO0OPOTOM, BpEMEHEM, CAlTOM,
pacchUIKaMU U p

*To ecTh, y KOMITAHUN HET HEOOXOAMMOCTH YCTaHABIMBATH HECKOJIBKO POTPaMM U TPATUTh
JUTITHUE CPEJICTBA Ha OOCITYKUBAaHUE KAXKIOH U3 HIX

Bce nannbie - B OTHOM MeCTeE

* Xopomras CRM ymMmeeT XpaHHUTh BCE TAaHHBIE 110 IPOSKTaM, KIIMEHTaM, KOHTaKTaM B OJTHOM
MeCTe, TOITOMY BCsl HH(OpPMAIIHs 3a BCE TOMBI BCET/Aa MOJI PYKOH y KaXKI0TO U3
COTPYAHHUKOB. BBICTPEII TOCTYIT K TaHHBIM ITO3BOJISET OOJIee ONEPaTUBHO U KA9€CTBEHHO
00CITyKUBaTh KIINEHTOB

Db dexTuBHAs onTUMU3ALUS pabOThI IEpCOHAA.

*Pabota yepe3 CRM mo3BossieT yBuIeTh, KTO U3 COTPYAHUKOB YeM 3aHAT, KaKkas y KOro
Harpy3Kka, 1 HacKoJIbKo 3 (eKTHBEH Kaxablii paOOTHHK, YTO Aa€T BO3ZMOKHOCTD
pacnpenensiTs paboTy Hanboiee ONTUMAIBHBIM 00pa3oM, a TaKKe aBTOMaTH3NPOBATh
KOHTPOJIb CPOKOB.

HOJ’Iy‘IeHI/Ie AHAJIMTUKU 110 IIpoaakaM

*CRM 1n03BOJISIET aBTOMAaTHYECKH CTPOUTH BOPOHKHU MPOAaXK, TPa(HKH, UYTO IIOMOTAET
MIPOCIEIUTH X0/ MPOJIaXk B TUHAMUKE U BOBPEMS 3aMETUTH T€ HAIpaBJICHUs, HA KOTOPBIX
HYHBI KOPPEKTHPOBKH

OKOHOMHS CPEJCTB

esryune CRM nMmeroT mupoknii Habop KOMMYHHKAIINH, 9TO MO3BOJISIET SKOHOMHTD JECATKH
TBICSY B TO/I Ha orJiaTe Tejae(OoHHBIX 3BOHKOB

Puc. 2 — Haubonee 3nauumoie npeumyujecmea npumenenus CRM-cucmem [4, c. 70]

CoOcTBeHHUKY OM3Heca Hanuuhe o0bEéMa CTPYKTYpHpPOBaHHOW WH(OpMaIu
MO3BOJISIET IIMPOKO B3MJISIHYTh HAa PBIHOK, YBUJEB TNOTCHIMAIBHBIX KJIMEHTOB,
SBJISIFOIITUXCSI  a0OHEHTAaMU KOHKYPEHTOB, OIIEHUTH JOJI0 PBIHKA, OCHOBHBIC
notpeObHocTn (Tekymue W Oyaymme TpeHasl). Kak ciencrBue - paspaboTaTh
TapudHbIE TIUJIAaHBI W aKIUU, [OATOTOBUTH BBIBOJ HOBBIX YCIYyT M TaKETHBIX
NPEJIOKCHUH, KOTOPbIE OKaXYTCS NPUBIEKATCIBHBIMUA JJIS1 JAHHOW KaTeropuu
aboHeHTOB. DaKTUYECKH PYKOBOJICTBO KOMIIAHWM IIOJIy4aeT yIMpaBisieMyro 0azy

IIOTCHI M AJIbHBIX a0OHEHTOB.



[Tonywaercsi, yto CRM-cucteMa He MPOCTO MO3BOJIAET KOHCIEKTHPOBATH
uH(pOpPMaLIMI0O O KIMEHTaX, HO W HEo0XoAMMa, 4TOObl pemiarh 0oJiee CIOXKHBIC
BOIPOCHI 110 IJIAHUPOBAHUIO U Pa3BUTHIO JJIs OllepaTopa cBsi3u B cermeHnTe B2B.

Xors  CRM-cucreMbl  TpaJMLMOHHO  HCIOJB30BAaJUCh B  KayecTBE
MHCTPYMEHTOB IIPOJAXX U MAPKETUHIa, KOMaH/Ibl TI0 00CITYKUBAHUIO KIINEHTOB BUJSAT
B HUX Oojbiine npenmyinectBa. CerogHsANHNN KIMEHT MOXET HNOJIHATh MpodiaemMy
Ha OJHOM KaHalle, CKakeM, B TBUTTepe, a 3aTeM MEPEKIIOUYUTHCS Ha 3JIEKTPOHHYIO
MouTy WM TenedoH, 4ToObl pemuTh ee B yacTHOM mnopsiake. [Tnardopma CRM
MIO3BOJISIET  YIPAaBIATH 3alpoCcaMU IO BCEM KaHajaM, HE TepsAs NpU ITOM
OTCICXKHUBAHMUS, M JaeT TMpojaxaMm, OOCIyXMBAaHHUIO W MapKETUHTY €IuHOe
npescTaBiaeHue o kiuente.[4, c. 70]

[Tnardopma CRM  MOXeT nojkiouyatbcss K JpPYrUM OousHec-
IPWIOKEHUSAM, KOTOPbIE ITOMOTAOT pa3BUBaTh OTHOILIEHUS C KIMEHTaMu. PerieHus
CRM ceronnst 6oyiee OTKPBITHI U MOTYT MHTETPUPOBATHCS C JIOOMMBIMU OW3HEC-
WHCTPYMEHTaMH, TaKUMU KaK TOJMUCAaHHE JIOKyMEHTOB, y4YeT M BBICTABJICHHE
CYETOB, a TAKXKE OMPOCHI.

Hosoe mnokonenne CRM wuaer emnie pAanblie: BCTPOCHHBIA HMHTEJUICKT
aBTOMATU3HUPYET aJAMUHUCTPATUBHBIC 3aJa4M, TAKME KaK BBOJ JAHHBIX U BEJICHUE
WM MaplIpyTH3alus BapHAHTOB OOCIYXMBAaHMS, MOATOMY MEHEIKEP  MOXKET
BBICBOOOAUTh  BpeMs  aiusi  Oojiee  BaXHBIX  JEHCTBUI. ABTOMaTHYECKH
CreHEpUPOBAaHHbIE JAHHBIE T[OMOTYT €My JIy4llle TOHSTh KIMEHTOB, Jaxe
npeicKa3aTh, Kak OHU OYJyT 4yBCTBOBATh CeOsl U JEHCTBOBATH B OumKaiiiiee Bpemsi.

UeTplpbMsi  OCHOBHBIMH ~ MHUPOBBIMM  niocTaBiiukamu  CRM-cuctem
asisitorest: Salesforce, Microsoft, SAP u Oracle. [lpyrue mnpoBaiiiepbl MNOMYJISIPHbBI
Cpeau KOMIAHMA Majoro M cpeaHero Ou3Heca, HO 3TH YeThIpe, Kak IpPaBHIIO,
SBJISIFOTCSL BBIOOPOM JIJ1s1 KPYITHBIX KOPIOPALIUK.

OcHoBHBIC TUIBI TIpeasiaraemMoit TexHosoruu CRM npejacTaBieHbl B TabuIle


https://www.salesforce.com/products/platform/services/how-you-integrate/
https://www.salesforce.com/products/platform/services/how-you-integrate/
https://searchsalesforce.techtarget.com/definition/Salesforcecom
https://searchwindowsserver.techtarget.com/definition/Microsoft
https://searchsap.techtarget.com/definition/SAP
https://searchoracle.techtarget.com/definition/Oracle

Tabmuma 2
Tunsl npeasaraemoi texnosorun CRM [5]

Tun XapakTepucTuka
JlokanbHast Ota cucTeMa BO3JIaraeT OTBETCTBEHHOCTh 3a aJIMUHHCTPHPOBAHUE,
CRM KOHTPOJIb, 0€30MMacHOCTh W OOCTY)KHMBaHHE 0a3bl JaHHBIX M WH(OpPMAIUU O
KOMITaHWH, UCTIOJIb3YIoIel nporpammHoe obecriedenne CRM.
O06maunas C IOMOIIBIO o0JayHOI CRM, TaKxe U3BECTHON
CRM kak SaaS (mporpammHoe obecrieuenue kak yciyra) i CRM no tpe6oBanuio,

JIaHHBbIE XPAHATCS BO BHEIIHEW YAQJICHHOW CETH, K KOTOPOH COTPYIHUKH
MOTYT TOJY4YHTh JOCTYH B Jr00oe Bpemsi, B J000M MecTe, I/ie €cCTb
nojkitoueHue K MHTepHeTy, MHOT/Ia C MOMOIIbIO CTOPOHHETO IMOCTaBILKKA
yCIIYT, KOHTPOJUPYIOIIET0 YCTAHOBKY M 00CITYKMBaHUE.

CRM-cuctemMbl BBIIUIM  JAJ€KO 3a PaMKWA TPAJUIMOHHBIX  (PYHKIIMMA
PO MIMPOBAHUS KIIUCHTOB.

Bo3moxxaoctn 00iaudabeix CRM-cucteM B Ou3Hece Ha CErOqHSA KOJIOCCAIBLHEL.
OHM 1103BOJIAIOT:[ 5]

1. PaboTtath OTKyaa yrogaHo.

O6naunsie CRM-cuctembl, Takue Kak Salesforce, o3Ha4aroT, 4TO KaKIbIM
MOJIH30BATEh TTOCTOSIHHO TOJYYaeT OJHY U Ty ke mHopmManmio. [IpogaBiikl MoryT
IPOBEPATH JaHHBIC, OOHOBJISITH UX Cpa3y IOCJE BCTPEYHM WM paboTaTh U3 JIFOOOM
TOYKH Mupa. Ta xe mHbopMaIus JOCTyITHA BCEM, KTO B HEW HYKIAaeTcs, OT OTaesa
MIPOJIAXK 10 TIPEJICTABUTEIIEH CITYKOBI TTOAICPKKU.

2. YMeHbIICHUE 3aTpar.

CRM moryT ObITh OBICTPBIM U IPOCTHIM B peanu3anuu. O0nayHas cuctema He
TpeOyeT cIelnualbHON YCTAaHOBKU M HE TpeOyeT YCTaHOBKHM OOOpY/IOBaHUS, 4YTO
MO3BOJISICT CHM3UTHL 3aTparthl Ha T M ycTpaHUTH TOJIOBHYIO OOJb MPU KOHTPOJIE
BEPCHUM M paclCaHUN OOHOBJICHUH.

Kak mnpaBuno, o6mnaunbie CRM-cucTteMbl OLIEHHBAIOTCS MO KOJUYECTBY
MOJIh30BATENCH, KOTOpBhIE OOpAIIarOTCs K CHUCTEMEe, W MO TUMaM HEOOXOIUMBIX
GyHKIIUNA. DTO MOXKET ObITh OYEHBb PEHTAOEIBHBIM C TOUKH 3PEHHUS 3aTpaT KamuTania,
a TaK)Xe YPE3BBIUYAHO THOKHM, ITO3BOJISAS PACIIUPITHCS M YBEIUYUBATH KOJUYCCTBO
aoner  mo  Mmepe pocra  OmsHeca. Salesforce  Takke THOOK B IIIaHE
(YyHKIMOHATIBHOCTH.

B Tabmuue 3 mnpenacraBieHbl XapakTEpUCTHKU OCHOBHbIX CRM-mporpamm,
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Hau0oJIee MOMYJSPHBIX CETrOTHSI.

Tabmura 3

XapakrepucTuku HaudoJsee nonyasipabix CRM-cucrem 3a pyoe:kom [6]

IIporpamma

XapaKTepucTuKa

HubSpot
CRM

HubSpot CRM — 310 Beayiiee nporpaMMHoe obecrieueHre, pa3paboTaHHoe st
HEOONIBIIMX ¥ CIIOKHBIX TPYyNH mpoaax. MOXKHO  YETKO OTCIECKUBATh U
KOHTPOJIMPOBATh PBIHOYHBIE IOKa3aTelH, CIEAUTh 33 BCEMHU TpaH3aKIUSIMH,
BUACTh HEyAa4Yu U CHOCOGBI YJIydlICHUs, a TaKiXKE CTpPOUTH 3O0POBBLIC
OTHONICHUSI C TIOTEHIUAIbHBIMU KJIMEHTAMHU.

OTOT yMHBI M NPOCTOW HMHCTPYMEHT CIOCOOEH pealn30BaTh HEOOXOIUMbIE
byakuun, oxumaemble or CRM. bonwme He mnpuaercss oOpemMeHSTb ceds
CIIOKHOCTSIMH, KOTOpBbIE€ BO3HHMKAIOT IIPUM MHTErpaluu U BHeapeHuu. Kpome
toro, HubSpot CRM sBnsercs OecriaTHbIM, a MPOTPaMMHOE OOECTICUCHHE
SABIISICTCS CEPTH(PHUUMPOBAHHBIM U peKoMeHAyeMbIM maptHepoMm Google. On
MMeEEeT HacTpanBaeMblii HHTEPQEIC, KOTOPHIN JIEIaeT €ro MOIXO MM JIJIS BCEX
OTpacieil TPOMBIIUICHHOCTH.

Salesforce
CRM

Salesforce CRM — 3710 oOmupHOE pemieHue s MpoJaX W MapKeTHHTa C
OTACIBbHBIMU CUucCTeMamMu JJIA 06Ha‘{HOI>'I AHaAJIMTHUKU, MapKCTHUHTA,
o0cyXUBaHUS U cOOOIIeCTBa. DTO IMO3BOJSIET TOPTOBBIM MPEICTaBUTENIAM
ONpENeNUTh  BBIMTPHILIKM W yOBITKK B OTHOUIGHWH  TpaH3aKUUi
kiueHToB. Kimouessle ¢pynknuu Salesforce CRM BrittouaroT B ce0st yripaBiieHHe
NMOTCHIUUAJIbHBIMU ~ KIIMCHTAMH, aBTOMATU3AllUI0 MApKCTHHIA, HOAaHHBIC O
IpoJakax M HMHCTPYMEHTHI YIpaBICHHUS MapTHEpaMHU, KOTOpbIE IO3BOJISAIOT
HpGO6p&30BBIBaTB U OTCICKUBATH IMOTCHIHUAIBHBIX KIIMCHTOB IOCPCACTBOM
3anmvcaHHOW WH(POPMAIIMK W B3aWMOJCHCTBUSX HA €IMHOW ICHTPATU30BAHHOU
iatgopme.

Freshsales

KauecrBennsiii uacTpymMmeHT CRM komnanuu Freshsales, mpenna3znadeHHbIN 17151
IpPEOCTaBICHUs] HEOOXOAMMBIX HMHCTPYMEHTOB JUISI HAQJEXKHOIO 3axBara
pbiHKa. OTAensl OpOoJaX pacno3HAOT €ro Kak €IWHBIA IEHTP YIPABICHHS
KOHTAaKTaMH, TIJIe OHM MOTYT HANpaBliATh W  OTCICKHUBATH  THICAYU
NOTEHLIMAJIbHBIX KIMEHTOB. B HacTosmiee BpeMs 3TO OHO U3 HauboJsee MIMPOKO
UCHoJb3yeMbIX npuioxeHnii CRM.

CRM
Pipedrive

WNHcTpymeHT CRM Pipedrive pa3zpaboran TUIs TOPrOBBIX
koMmmanuii. [I[porpaMmaoe  oOecriedeHue  OpraHu3yeT  OW3HEC-UIEPOB,
IPEOCTABIISAS OTJIMYHBIN 0030p MPOJIAXK, KOTOPBINA MO3BOJIAET COCPEIOTOUUTHCS
Ha OoJyiee BaXHBIX crenkax. [IpunmokeHne mpocTtoe W ObICTpoe Onaromaps
MOJTHOW MOOWIBHON omrtumm3aruu. OH Xopoiio uHTerpupoBad ¢ Kanenmapem
Google, Korrakramu Google u npyrumu npunoxerusimu Google u apyrumu
CTOPOHHUMHU OM3HEC-TIPUIIOKECHISIMHI U TPOTPAMMHBIM 00€CTICYCHUEM.

Zoho CRM

Zoho momMoraeT HpHUBIIEKaTh, YACPKUBATh M YIOBICTBOPATH KIMEHTOB, YTOOBI
MOBBICUTH npuObLIh. OCHOBHBIMU (DYHKIMSAMU Zoho CRM sBrnsiroTest
yIIpaBJICHNE KOHTAKTaMHU M KJIMEHTaMHM, yIpPaBJICHHE NMPOAAXKAMU M KOHTPOJIb
3aKyNoK. OTH (QYHKIMU CUYHUTAIOTCS IEPBOKIACCHBIMH, OCOOEHHO KOTJa OHHU
pa3MelNIeHbl Ha TPOCTOM B HMCIIOJIB30BaHUH HHTEp(deiice, TakoMm kak Zoho CRM.

Creatio CRM

CymectByeT Takxke psa npeumymiectB Creatio CRM, KOTOpbIe MOTYT CIIy>KUTh
CPEIHMM W  KPYIHBIM TNPEANPUATHAM  Ojarojmapss TIOJTHOMY  Habopy
WHCTPYMEHTOB [IJIsl YNPAaBJIEHUS B3aMMOOTHOLIEHUSMH C KIHEHTaMH. DTO
3akoHYeHHOe CRM-pemienne, mpeaHazHadyeHHOE IS ONTHMM3AIMK Pabodmnx
MPOLIECCOB, PA3BUTHUSI OTHOILLICHUN C KIIMEHTaMHU M peain3allii MapKETUHIOBBIX
1 KOMMEPYECKUX WHUITUATHUB.
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Hau6onee nonynsipusie oredectBeHHble CRM-cucTeMsr:
1. Meramnan. Cuctema MO3BOJISIET XpaHUTh MH(OpPMAILHMIO, IO KIUEHTaM U
CTPYKTYpUPOBATH €€.

2. burpukc24. Cucrema No3BOJISET BECTH Y4YET TEKYIIMX M MOTEHIIMAIbHBIX
KJIMEHTOB, APTHEPOB 10 OU3HECY.

3. amoCRM.

4. «Bpt'online salesy.

Bpt'online sales siBisieTcst cucTemMoil yrpaBieHHs MPOIECCaMH, MOCTPOSHHOM
Ha HoTaru BPMN. Cucrema no3BoJisieT peluTh 3a7aud MOJCIUPOBAHUS OHU3HEC-
MPOLIECCOB C UX TMOCIEAYIOIIEH aBTOMAaTU3alMEN U AHATTU30M.

5. 1C: CRM. Cucrema mno3BosisieT coOpaTh U CTPYKTYpPUpPOBATh JaHHBIE O
KJIMEHTaXx, MApTHEPaX, MOCTABLIIMKAX U KOHKYPEHTAX.

B Ttabmuue 4 npexncraBieHsl HaumOosee MOMYJSPHbIE OTEUYECTBEHHBIE

CRM-cucreMmsl.

Tabnuna 4
CpaBHHUTe/IbHBIH aHAJIU3 HauOoJ1ee NONMyJsAPHBIX oTedecTBeHHbIX CRM-cucrem

6]

DOyHKIHOHAN/ Megaplan Bpm Bitrix 24 AMO 1C CRM
CRM-cucrema CRM online Sales | CRM CRM
Pabota co chenkoii 3 3 2 1 1
Tenedonus 2 1 1 1 2
buznec-nporieccel 0 3 3 0 1
3amaun 3 2 3 1 3
Email-pacceinka 1 2 1 1 1
Email-xnuent 1 1 1 1 3
Hacrpoiika 1 3 1 1 1
uHTepdeiica
[IpaBa nocrymna 2 2 1 1 2
OT4eTHOCTD 1 2 1 1 3
Be6-hopmer 0 1 2 3 0
API 2 1 2 3 3
Bo3moxHOCTH 0 3 1 1 3
OpabOTKH
Social CRM 0 0 0 1 0
Pa3znenenne na mupawl | Her Her Her Her Her
1 KOHTAKThI
Bapuant nocraBku SAAS u SAAS SAAS u SAAS SAAS u

Stand Stand Stand
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Alone Alone Alone
KauectBO Bricokoe Bricokoe Cpennee Cpennee Huzkoe
,Z[OKYMGHTaI_[I/II/I
VYposenb cnoxHocTy | Huszknmit Bricokuii Bricokuii Huzkuii Bricokuii
CUCTCMBI

B Bepxwneilt ctpoke Tabmuibl nponucanbl Ha3BaHuss CRM-cuctem, a B neBoM
cTonbre — HazBaHus GyHkumii. Ha mepeceyennu mana oreHka no 4-6anpHoi mKaie,
rae: 0 — QyHKIust OTCYTCTBYET B cucTeMe; | — (yHKIUS NPUCYTCTBYET, HO B CHITY
CIIOKHOCTH WJIM HA00OpOT NPUMHUTUBHOCTH, €0 HENb3sS TOJIB30BATHCSA; 2 —
(GyHKLIMEH BO3MOXXHO IOJb30BATHCS, HO HEOOXOAUMBI YCUIIUS CO CTOPOHBI
MIPOrpaMMUCTa W/WUIM KOHCYJIbTaHTA; 3 — (QYHKUMEH BO3MOXKHO IOJIb30BATHCS U3
KOPOOKH IIPU OMPEIEIIEHHOM MOATOTOBKE (IPOYUTAB MaHyal).

PaccmoTpuMm TporHO3HBIE TEHACHIIMU B MporpamMmMHOM obOecrieueHun CRM.
[2, c.370]

1.  UckycctBennwii  unTemektr g CRM  Oynymero. [locrosHHO
COBEPILIEHCTBYIOMIASACS TEXHOJIOTHSI UCKYCCTBEHHOTO MHTEJUIEKTa CKOPO MOYEPITHET
YPOKH 13 B3aUMOJECHCTBHS YEJIOBEKA C JAHHBIMU U TOYEYHBIMU 00JIaCTSIMHU.

2. CoumansHble Menua cTaHoOBATCS couuaibHbiMu CRM. Tak, nHanpumep,
Zoho CRM wu Nimble yxe HMEIOT CHIbHbIE (DYHKUMH B COLMAIBHBIX CETAX.
Bo3moxkHO, uYTO TeHACHHMHM OyayT OoJjiee IIHUPOKO PACTPOCTPAHSITHCS B
OynymeM. Crnienyer oxuaaTb, 4TO OOTHI M BHUPTyalbHblE COOOIIECTBA CTaHYT
ropsiauMu nosisimu A1t komrnanuii CRM 1 ux KIIMEHTOB-M0JIb30BATENEH.

3. bonee rny0Ookas wuHTEerpauus c JApyruMmu mpoueccamu. MHTerpamms
HECKOJIbKUX CHCTEM M JPYTUX TMPUIIOKEHUNH C COOCTBEHHBIM IMPOTPAMMHBIM
obecneuenneM CRM oxymaercs, MOCKOJIbKY Bce Oojblie U Oosblle UX Lened u
POLIECCOB (PAKTUYECKU MEPECEKAOTCS WJIM JOMOJHSIIOT APYr Apyra, moyemy Obl He
MEPEUTH K CIEAYIOIIEMY OUYEBUIHOMY 3TAMy - MOJTHOW UHTErPALIUH.

BoThI mpenocTaBIstoT MUTH036I 1711 OBICTPOr0 0OMEHA COOOIICHUSIMU C JIETKUM
KOHTEHTOM, KOHTEHTOM, pa3pabOTaHHBIM TaK, YTOObI KJIMEHThI MOTJIA JIETKO €ro
MCIIOJIh30BaTh M JIETUTHCA UM, TIOCKOJIbKY B HacTosiiee Bpems: Facebook Messenger

peau3yoT €ro.
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[Toxsenem utoru. Ilpumenenue CRM-cuctem Habupaet Bce 00bIie 000pOT B
poccuiickoit mpakTtuke. Oco3HaHue 3(PGEKTUBHOCTH HX BHEIAPEHHUS MPUXOAHUT K
PYKOBOJICTBY TIOCTENIEHHO. [J1aBHOE MPEMMYIIECTBO CHCTEMBL: BO3MOXHOCTb
YIPaBIATh KIMEHTAMA W WHTETPHUPOBATHCS C JAPYTHUMH OOJIACTSIMH JESTSIHHOCTH

KOMIIaHHH.
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