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Banssauue CRM- mapKeTuHra
Ha pa3BuTHe 6msHeca B chepe
3JIEKTPOHHOM KOMMePpIIUunu

Jlapuonos /I.A., Pooguonosa H./I.

B HacTos11I€€ BpeMsI TPOUCXOAUT aKTUBHOE pa3BuTHe cepbl 37IeKTPOHHOV KOMMEPLIVH,
TTIOCKOJIBKY PacTeT ee MPUBJIEKATeIbHOCTD IJIsI TOTpebuTesisi. 3a mocaeHe HECKOIbKO
JIeT MHTE@HCUBHOCTbh KOHKYPEHIMY B TAaHHOM BU/Jie G13Heca pe3Ko Bo3pocJa. [Ijs Toro,
YTOOBI yIEPKAThCSI B CBOEM PHIHOUHOM CErMeHTe KOMITaHUM 3JIEKTPOHHO KOMMe P
UCIIONIb3YIOT COBpeMeHHble MHCTPYMeHTbl CRM-MapketuHra. Llesb cTaTby — MpoaHain-
3upoBaTh BiausiHue CRM-MapKeTuHra Ha pa3BuTHe 6M3Heca B chepe 37eKTPOHHOI KOM-
MepILM, TTIOCPeICTBOM CIeAyIOMMX 3aAa4 paboTsl: 1) ornpenennuTsb cTpyKTypy CRM-map-
KeTMHra KOMITaHUM B cepe 37IeKTPOHHOI TOProsiin; 2) olleHUTh Biausinne CRM-Mapke-
TUHTA Ha pa3BUTHe 6M3Heca B cepe 37IeKTPOHHOM KOMMEPIIVNA.

MeTomb! MCCeIOBaHMSI: KPUTUUECKMII aHAIN3 Y OCMbICJIEHME MMEIIIMXCS Ty0IIm-
KaIluit B 06acTy ucrosb3oBanuss CRM-mapkeTuHra B cpepe 371eKTPOHHOM KOMMEPLIHA;
rpaduueckoe npeacTapieHe MHPOPMaLIUNA.

B pesynbraTe nccnenoBaHus cenaHbl cienyoiue BoiBoAbL: 1) [Ipy ncroab3oBaHUM
CRM-mapkeTuHra He06X0AMMO UCI0JIb30BaTh MHTETPAIMOHHBIN ITOAXOT U ITOCTOSTHHOE
coBepuieHcTBoBaHMe CRM-cTparternn; 2) CRM-mMapKeTUHT JOJI’)KEH OCYILIECTBIISThHCS B
paMKax MHHOBAIIMOHHOT'O MEHEeI)KMEHTa, TOJIbKO TaKMM 00pa30M KOMIIaHMS CMOKET 00e-
CIIeYUTDb YCTOMUYMBOE Pa3BUTHE.

B cratbe nipencraBieH xxu3HeHHbI UK CRM-MapkeTHHra 1 pacCMOTPEHBI 3Tallbl
pa3paboTKM U peanu3aluy CTpaTernuu, OCyecTBJIeH MoA60p MHCTPYMeHTapusl, KOTO-
pbiit 6ymeT Hambosee 3pdheKTMBEH HA KaXKIOM 3Tare. ABTOPOM ITPOAHaIM3MUPOBAH OITBIT
OpraHM3alyii, OCYIeCTB/SIIONINX NesITeJIbHOCTD B cpepe 3/IeKTPOHHOI TOPTOBJIM U pabo-
TAIOIIMX 10 MOJIeIM KOHTPAKTHOTO IMPou3BOACTBa. Ha ocHOBe mepepaboTKM yCIeITHbIX
KelCOB cocTaBjieHa YHUGULIMPOBAHHASI MOJIeJIb 613HeC-ITpoliecca pa3paboTKy TOBAPHOTO
TpeaJIoKeH M.
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The impact of CRM marketing
on e-commerce business development

Larionov D.A., Rodionova N.D.

Currently, the field of e-commerce is actively developing, as its attractiveness to con-
sumers is growing. Over the past few years, the intensity of competition in this type of
business has increased dramatically. In order to stay in their market segment, e-commerce
companies use modern CRM marketing tools. The purpose of the article is to analyze the
impact of CRM marketing on business development in the field of e-commerce. Work objec-
tives: 1) to determine the structure of the company’s CRM marketing in the field of elec-
tronic logistics; 2) to assess the impact of CRM marketing on business development in the
field of electronic logistics.

Research methods: critical analysis and comprehension of available publications in the
field of CRM marketing in the field of e-commerce; graphical representation of information.

As a result of the study, the following conclusions were made: 1) When using CRM mar-
keting, it is necessary to use an integration approach and continuous improvement of the
CRM strategy. 2) CRM marketing should be carried out within the framework of innovation
management, only in this way the company will be able to ensure sustainable development.

The article presents the life cycle of CRM marketing and examines the stages of strat-
egy development and implementation, and selects the tools that will be most effective at
each stage. The author analyzes the experience of organizations operating in the field of
electronic commerce and working on the model of contract production. Based on the pro-
cessing of successful cases, a unified model of the business process for developing a prod-
uct offer has been compiled.
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BBEJEHUE SKM3HY OOJIBITMHCTBA JIIO[Iei, U3MEHMIA CTPYKTYPY

AKTYaJbHOCTD ITOVCKA MHCTPYMEHTOB IJIsT 3(p- OOJBIIMHCTBA PHIHKOB. ITo maHHbIM Forbes, B 2024
(bekTUBHOrO pasBuTHUs 613Heca B chepe 3eKTpoHHO  romy 20,1% PO3HUMUYHBIX OKYIIOK ITPOVCXOAUT B OH-
KOMMEPI MM Ha CerOAHSIIIHNI TeHb HECOMHEHHa, JaiH-hopmMe, oskugaeTcs, uTo K 2027 romy 3TOT I10-
ITOCKOJIbKY c(hepa cTajia OueHb MOITYJISIPHBIM 1 BBICOKO ~ Ka3aTeJsib JOCTUTHET 3HaUeHM s 23%, a CTOMMOCTHO
KOHKYPEHTHBIM BUa0OM 6u3Heca. [ludpoBuszanmsi 06beM pbIHKA 3JIEKTPOHHOI KOMMEePL MM TOCTUT-
9KOHOMMUECKOJI CCTEMBI TIpUBeJa K IudpoBu3anumu  HeT 6,3 mipa. moi. CIIA (B 2023 rooy — 5,8 mipa.
MoTpe6aeHus 1, BO MHOTOM, MU3MEHMJIa IPUBBIUKY  OOJII.)'. Poccuiickuii phIHOK 3/IeKTPOHHOI KOMMep-
MoTpe6uTeelt U aJITOPUTMbI IIPUHSITUST PeLIeHMii

0 MOKYTIKe. DNeKTPOHHAs KOMMEpIMS CTa/Ia YaCThio 1 E-Commerce Statistics of 2024 - Forbes Advisor. — [neKkTpoH-

HbI pecypc]. - Pexum pocrtyna: https://www.forbes.com/advisor/
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LMY TaK>Ke pacTeT BbICOKMMMU TeMItaMu — 3a 2024 rop,
ero o6bem BeIpoc Ha 20%; 60J1bIas LOJISI IPUPOCTa
PBbIHKA MTPUHAAJIEXUT HEGObIINM, TT0 CPaBHEHUIO
C MapkeTIieiicaMi, TOPTOBBIM TIJIONaKaM?.

PocT ppiHKa 371eKTPOHHOI KOMMePIUU TaKkKe
MOATBEPKAAET OlleHKa sKcrmepToB Forbes, mpe-
roJiaralInas, 4To B cepe 3/IeKTPOHHOI KOMMeEp-
uuu B Poccuu Ha JaHHBIM MOMEHT 3aHITO 6oJiee
1,4 munnuoHa yeysoBek>. COIIaCHO OIleHKe dKCIIep-
TOB, HaMb0Jiee BOCTpe6OBaHHBIMU CITEIMaTNCTAMMU
B chepe 3JIeKTPOHHO KOMMEPIIUU SIBJISIIOTCS KY-
pbepbl, COTPYAHUKM CKIAaI0B U MTYHKTOB BbIJaum
3aKa30B.

CornacHo ucciemoBanuio Datainsight, gons
OHJIAMH-TIPOAAX NPOAOJIKAeT MOKa3bIBATh CTa-
OUIBHBIN pocT: B 2023 romy Ha HUX IMIPUILIOCH 19%
OT BCero puTeiisia u 37% OT pbIHKA HETIPOJOBOJIb-
CTBEHHOTO puTeitya (+5 m.m. u +7 1.10. TOA K TONY
COOTBETCTBEHHO).

VIHTeHCUBHOCTb KOHKYPEHI MM Ha PbIHKE 3JIeK-
TPOHHOV KOMMEePIU BO3PaCTaeT, YTO BIHY KA AeT
MUT'POKOB JAHHO Chepbl UCKATDb Pa3IMUHbIE CITOCOODI
MpUBJIeEUeHUS KJIMEHTOB, OAHUM U3 TeliCTBEHHbIX
1 SKOHOMMUYHBIX MHCTPYMEHTOB, pPelIaloiM TaKyIo
3amauy, saeisercss CRM-MapKeTUHT.

BosmoxkHOCTM Mcrionb30BaHMst CRM-MapKkeTuHra
IJISI pa3BUTUS OM3HECA B 3JIEKTPOHHO KOMMEPIIUA
MCCJIeIOBaICh B OT€UECTBEHHOI U 3apy6eskHOI
nuTeparype. CenuaaucTbl MPUIILINA K BBIBOIY O TOM,
yT0 CRM-MapKeTUHT MOXET YCIIeIHO TPOTUBOCTOSTh
OTTOKY KJIMEHTOB IIPU ITOMOUIU IIPSIMBIX KOMMYHMU-
Kaiuii [1]. PaboTa o yaepskaHUI0 CyLIeCTBYIOMIEN
KJIMEHTCKOJ 0a3bl IBIIETCS He MeHee BaskHOI, ueM
MpUBJIeUeHVe HOBBIX KJIMEHTOB, KpOMe TOTr0, TaKue
IeiCTBUS MeHee 3aTpaToeMKu 1 6oj1ee 3¢ HeKTUBHBI.
Cy1iecTBYOIEMY KJIMEHTY Topas[io jerye npoaaTb
HOBBI IPOAYKT, YeM HOBOMY, HE MMEIOIeMY OIlbITa
B3aMMOJIe/ICTBUS C KOMIIaHMel. 3apyOeskHbIe uccie-
JOBaTeJM SMIIMPUUYECKN AO0KA3aaIU BO3MOXHOCTU
YBeJIMYEHUS JIOSITTBHOCTY ITOTPeOUTE el TPy MTOMOIIN
nucnosnb3oBaHusg CRM-mapkeTuHra [2].

[TosToMy nmocTapaemcs MpoaHaAM3UPOBATh
BiausHue CRM-MapKeTHHra Ha pa3BuTHe 6usHeca

business/ecommerce-statistics (gata obpaweHus: 25.04.2025).

2 PuiHok e-commerce: uccnepoBaHue «HKassa» u Cbepbus-
Hec Live. - [nekTpoHHbIii pecypc]. — Pexum poctyna: https:/
sberbusiness.live/publications/malii-biznes-stal-glavnim-
draiverom-e-commerce-issledovanie (nata o6paueHus: 25.04.2025).
3 lMoxupamenu noAen: Kak e-commerce U MapKeTnienchl co3aa-
N KafpoBbliA Kpusnc B Poccuu. — [IneKTpoHHbIN pecypc]. — Pexum
pocryna: https://www.forbes.ru/biznes/514024-pozirateli-ludej-kak-
e-commerce-i-marketplejsy-sozdali-kadrovyj-krizis-v-rossii ~ (gata
obpatenus: 25.04.2025).

4 Datainsight/ MapkeTuHrosoe uccnegosaHue VHTEpHET-TOPros-
ns B Poccun 2024. - [SnekTpoHHbIi pecypc]. - Pexxum poctyna: https://
datainsight.ru/eCommerce_2023 (zata obpalieHus: 25.04.2025).
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B chepe 3/1eKTPOHHOI ITOCPeICTBAM CJIeIYIOIIEero:
1) onpegenutsb cTpyKTYypy CRM-MapKeTMHra KOMITa-
HUU B cpepe 3JIeKTPOHHOI JIOTUCTUKM; 2) OLIEHUTH
BiusinMe CRM-MapKkeTMHra Ha pa3BuUTHe OGM3Heca
B cdepe 3/1eKTPOHHOI TOTUCTUK.

METO/IbI U MATEPUAJIBI

CTaThs BBIIOIHSIACH C MCIIOIb30BAHMEM 001IIe-
Hay4YHbIX METOJOB: MaJIeKTIKa, aHAJIU3 U CUHTE3,
cpaBHeHMe. ABTOPOM ObIJI BHIITOJTHEH KPUTUUIECKUI
a”anm3 mybaukanmii B obmactu CRM-mapKeTHHTa
¥ 3JIEKTPOHHOI KOMMepPIIUH C aKIIeHTOM Ha CUCTeMa-
TU3aLMI0 KIIOUEBbIX TeHIeH1I M. BblJI M3yUeH OIMbIT
opraHm3aluii, OCyIeCTBASIONUX AesITeTbHOCTD
B c(hepe 371eKTPOHHOI TOPTOBJIM U PabOTAIOMIMX
10 MOZe/IM KOHTPAKTHOTO ITPoM3BoCcTBa. Ha ocHOBe
nmepepaboTKM YCITENTHBIX KeICOB coCTaBjieHa YHUDM-
MPOBAHHAS MOJIeNTb OM3HeC-TIpolecca pa3paboTku
TOBAPHOTO MPeAJI0KEeHM .

PE3VJIBTATBI

CyIIHOCTD 3JIEKTPOHHOM KOMMepI UM (e-com-
merce) IpeJlycMaTpMBaeT UCII0Jb30BaHMe 3JIEKTPOH-
HBIX CEPBMCOB [ 3], TOPTOBBIX IIJIOMIAIO0K, MOOMITbHBIX
MIPUIOKEHU, IPYTUX IMGPPOBbIX MHCTPYMEHTOB,
KOTODBbIE MpeJIoaraloT BOBJIeUYeHye KJI1eHTa BO B3a-
VIMOOTHOIIEHM S ¢ KOMITaHueli. Yalie Bcero aJis pe-
TUCTpalMy Ha 3JIEKTPOHHOI MJI01aiKe, OT OTpe-
6uTeNsT TpebyeTCsT perucTpanys, KoTopas mpeayc-
MaTpuBaeT repeady ornpeaeeHHO MHGopMaIuu,
KOTOpas B AaJibHelileM MOXKeT UCII0Jb30BaThCS
ILJ1s1 Pa3BUTUS B3aUMOZeinCcTBuil. TeM camMmbIM, 3J1€K-
TPOHHAs KOMMEPIMS B 60JIbIIEN Mepe CITIOCOOCTBYET
ucrnonb3oBaHuo CRM-mapkeTuHra, yem gpyrue,
TPaAUIIMOHHbIE BUIBI BeIeHNs Ou3Heca.

B TO ke BpeMsI, KaK yske ObIJIO OTMEUEHO BBIIIIe,
PBIHOK 3JIEKTPOHHOM KOMMePIUY XapaKTepu3yeTcs
BBICOKOIJ CTeTeHbI0 MHTEHCUBHOCTY KOHKYPEHIUH,
T03TOMY ITOCTOSIHHBIX KJIMEeHTOB He0OXOIMMO «3a-
BOEBBIBATb» U yIEPKMBATH, M36erast pu 3TOM BO3-
MOKHOTO OTTOKa.

BaskHO MOHMMATD, YTO 3P (PEKTUBHOCTH COBpe-
MeHHOro CRM-MapKeTMHra MOKET ObITh JOCTUTHYTA
TOJIbKO TTyTeM MHTerpaluy yCuanii [4]. TOJbKO B TOM
ciayyae, korga CRM-cucrema 6yieT MHTErpypoBaHa
¢ 6M3HEeC-aHATUTUKOM, MHHOBAIIMOHHBIM Pa3BUTIEM
KOMITaHWY, OyIeT moyueH 3(hPeKT SIKOHOMIIECKOTO
pocTta 6M3Heca [5].

VrpaBiieHne 61M3HeCOM B 06/1aCTH 3JIEKTPOHHOM
KOMMEPIIMY CTAJIKMBAETCS C HEOOXOAMMOCTbIO MH-
Terpamum Ipoieccos c60pa, JOCTYIIA U UCIIOIb30Ba-
HMS MHOOpPMAaI MY O KJIMEHTaX, C MAPKETMHTOBBIMMI
CTpaTerusiMu JJisl MpuBJIedeHsI HOBbIX KJIMEHTOB
¥ TIOBBIIIEHU S JIOSIJIbHOCTU U TIPOJask Cpeaiy CyIiie-
CTBYIOIIMX KJIMEHTOB.
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Opraumsanusm HeoOX0IMMO pa3BUBaTh Map-
KeTUMHTOBbIE BO3MOXHOCTHU U KYJIBTYPY, ODUEHTUPO-
BAHHYIO Ha MHHOBAI[MU, UTO MTO3BOJIUT BBICTPAMBATh
JIOJITOCPOYHBIE U JOBEPUTETbHbIE OTHOUIEHUS C KJTU-
eHTaMU, IPUHOCLIMe IPUPOCT foxona. [lonaraem,
YTO JJIS1 LOCTVYKEHMUS TI0JIOKUTEIbHBIX PE3Y/IbTaTOB
B ucrnosb3oBauuy CRM-MapKeTMHIa IOTPeOyIOTCS
MOCTOSIHHBIE BJIOKEHWUSI BpeMeHU, CPefCTB U pe-
cypcoB. CRM-cuctema B opraHusanmy pa3pabaTsl-
BaeTcs Ha 6a3e KOHIeNIu Retention-mapkeTuHra,
KOTOpas npefycMaTpuBaeT UCIIOAb30BaHMe TaKUX
MMPUHIIUIIOB:

— yIep)KaHMe UMeIOINXCSl KIVMEeHTOB MeHee
3aTpaTHoO, YeM IIpMBJIeUeHNe HOBbIX;

— TOCTOSIHHBIE KJIMEHTHI CKJIOHHBI TPATUTH
6oJIblIle TeHEeT, YeM HOBBIE;

— TIOCTOSIHHbIE KJIMEHTbI MMEIOT 60Jiee BbICO-
KYIO CTEIeHb JIOSI/IBHOCTYU K GpeH Iy, BEPOSITHOCTD
X OTTOKA HUKe, Y4eM HOBBIX;

— nist hopMUPOBAHMSI JOJNTOCPOUHBIX B3aMMO-
OTHOIIEHN C KJIMEeHTaMM HeO0OX0IMMO MO Ie PSKI-
BaTh yIOBJIETBOPEHHOCTD KJAMEHTOB Ha MaKCMMAaIbHO
BO3MO>XHOM YPOBHE.

CRM-MapKeTHHT IIpeycMaTpUBaeT UCII0Nb30-
BaHMe Ollpeie/IeHHbIX MHCTPYMEHTOB, HEKOTOPbIE
13 KOTOPBIX OTpaskeHbl B Tabuiie 1.

JI. A. TTortoBa 060CHOBaHHO MOAYEPKMBAET BO3-
MOXXHOCTU CRM-MapKeTHHra B LIeJS1X UCIOb30Ba-
HMST UMEIOLIMXCS TIOTPeOHOCTE AJIsT TIOMCKA HOBBIX
CerMeHTOB, a TaKyke MOJIyueHye MpeuMYyIIecTB OT Ka-
CTOMM3alLUU IPOAYKTA [6].

Tak>ke MOXXHO COTJIACUTHCSI C MHEHUEM
10. B. BecenoBoii, KoTOpas moJiaraeT, 4YTO UCIOJIb-
3oBaHue CRM-MapKeTuHTa ITO3BOJSIET 6ojiee
5(pPeKTUBHO UCITONH30BATH UeJIOBeUeCcKIe pe-
CypChI, COKpalilasi BpeMs Ha pyTUHHbIe orepannmn
¥ BBICBOOOXKIAST €ro IJIST peaayus3aiuy TBOPUECKUX
upemn7].

CRM-MapKeTHUHT He JOJI’KEH OrpaHUUYMBATbHCS
pa3paboTKoii U BHeapeHMeM yago6Horo CRM-
peleHus, paboTa J0JKHA BECTUCH B BUIE OTKPBITOTO
LIMKJIa IefiCTBUIA (PUCYHOK 1).

PaccMOTpuUM 0COGEHHOCTY KaskIOTO STara.

1. Awnanus CJM. Ha maHHOM 3Tarie co61paroTcs
JaHHbIE O KJIMeHTaX, GOpMUPYIOTCS 6a3bl JaHHBIX,
OIMCBIBAETCS KJIMEHTCKUIA Iy Th. IIpoucxoaut c6op
pedepeHTHBIX TaHHBIX O IIeJIeBbIX I'PYTIIIaX KJIVEeH-
TOB, OTJEeJIbHBIX KJIMEeHTax [8].

2. dopmupoBaHMe 3amnpoca. [JaHHbIN 3Tan
npenycMaTtpuBaeT GopMuUpoOBaHMe TpeboBaHMI
K CDP-mimaTdopme. B o6miem ciayuae CDP-mmaTdopma
IOJDKHA 00J1aaTh TAKMMM CBOVICTBAMIA:

Tabnuya 1

OcHosHeble uHcmpymeHmsi CRM-mapkemuHaa

MHCTpyMeHTbI XapakTtepucruka

CRM-cTparerus

[lonrocpoyHbli NiaH LencTBma no ucnonb3osaHnto CRM-MapkeTuHra B Lensx peannsaumm
CTpaTern4yeckunx Lenei KoMnaHum

AHaNM3 KNMEHTCKOro NyTH
Customer Journey Map
(CIM)

VIByLIEHl/Ie AaHHbIX O NPUHATUN KNTMEHTOM peELIEeHNAa O NOKYNKe, onpeaesneHne «KTo4eK OTKa-
3a», ONacCHbIX 30H, KOrga KJIMEHT MOXET OTKa3aTbCAa OT NOKYMKNU.

CDP nnatdopma (Customer

Data Platform)- HOM MecTe

MporpaMMHoe obecneyeHue, Naathopma, akKyMyamMpytoLlas Bce AaHHbIe O KNMEHTaX B OA-

Retention-mapkeTuHr

CTpaTerl/Iﬂ, HanpaB/ieHHasa Ha NpUpocCT I'IpM6bIJ1IA OT UMEKLWNXCA KTMEHTOB

KapTa KOMMyHUWKaLmMi

MnaH KOMMYHUKaUMUOHHbIX BO34,ENCTBUI HA KJIMEHTOB B COOTBETCTBMM C KOMACHBIMU 30HA-
MWU», B KOTOPbIX BbICOKa BEPOATHOCTb OTTOKA KJIMEHTOB

NPS-onpocsl

HbIM

Mo3BONAIOT OLEHUTb YpoBeHb NosinbHoCTM knneHToB (NPS — Net Promoter Score); cyTb
onpoca - onpeaeneHue roTOBHOCTU KJIMEHTA PeKOMEHA0BATb KOMMNAHUI APY3bsM U POA-

RFM-cermeHTauus

MeTop anddepeHunaLmm KIMEHTOB Ha FPynnbl B COOTBETCTBMM C NapaMeTpaMu AaBHOCTU
MOKYMKW, 4acToThbl M CyMMbl Yeka (Recency — Frequency - Monetary)

CXM-ynpaBnexune
HWI, cbop obpaTHOM CBA3M

ynpaBneHMe KNTIMEHTCKUM ONbITOM (Customer Experience), NOCTOAHHOE pa3BuUTME OTHOLIE-

CRM-reitmundukaums

BkntoueHMe UrpoBOro KOMMNOHEHTA BO B3aMMOOTHOLWEHMS C KIMEHTOM, MCMOJIb30BaHME
PEeWVTMHIOB, HAarpag, cnewunanbHbiX 3a8aHUI, NOCTAaHOBKA COOCTBEHHbIX Lenen

E-mail-mMapkeTuHr
BaHHblE PaCcCbINKK v Np.

Mcnonb3oBaHMe NOYTOBbLIX cepBucos onga B3aMMOOENCTBUS C KNTMEHTAMMU, nepCcoHann3npo-

CKBO3Hag aHanUTMHKa

®opmupoBaHue 6a3bl faHHbIX BDb-aHanUTUKM LNS NPUHATUS CTPATErMYECKUX PeLeHuUi

YaTt-60TbI

OnepaTuBHOE B3aMMOAENCTBUE C KNMEHTOM, NPeAO0CTaBEHNE KOHCYNbTALLMIA N0 NPOAYK-
TaMm, yc/yram, pelieHue npobnem
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KJIMEHTOB;

— aHaIUTUYeCKMe BO3MOXKHOCTH (arpernposa-
HMe MHGOPMAINM O KIIMEHTaX B OJJHOM MCTOYHMUKE);

— COKpallleHMe PYTMHHBIX IIPOIIeCCOB;

— MHTerpaiusi ¢ ApyruMu MHPOPMaMOHHBIMMU
CUCTeMaMM, UCTI0JIb3yeMbIMM B KOMITAHUM.

3. TlocTpoeHne KapThl KOMMYHMKaUuii. Ha gaH-
HOM IlIare UCIOJIb3YITCS ONpeieieHHble KOMMYHU-
KalMOHHbIE aKTUBHOCTH, CYTh KOTOPBIX PACKPBITA

B Tabnuie 2.

4. OO6paTHas cBA3b. JlTaHHBIN 9TAl CBI3aH
¢ popMupoBaHMeM BHYTPEHHE! aHaIUTUKM, 00pa-
6OTKM JaHHbBIX, aHaIM3e 3(PPHEeKTUBHOCTH peainsa-

uuu CRM-cTparernn.

5. VHHOBaLMOHHbIE pelieHus. ITo uToram
olleHKM 9 PEeKTUBHOCTY MOKET ObITh IPUHSITO pe-

TpyeMyeMast /il BJia[le/IblieB OKYIIaeMOCTb;
MIPOCTOTA MUCITOIb30BaHMUS COTPYIHMUKAMI;
TOHSITHBIN MHTepdeiic;

BO3MOYKHOCTY GBICTPOTO OTKJ/IMKA HA 3aTIPOCHI

6-K0PP9KTH'— 1.Ananus
pOBKa ’

CIM
cTpareruu
5.MlHHOBanu- 2.Dopmupo-
OHHBIC BaHUE
pelieHus 3ampoca
4. 3. IToctpoenue
obparHas KapThl
CBSI3b KOMMYHHUKAIIN#
3.BHeapeHue
CTpareruu ,
CRM-
MapKeTHUHTa

PucyHok 1. XXu3HerHbil yukn CRM-mapkemuHaa

IIeHe 0 HeOOXOIMMBIX MHHOBAIIMSX. 3a4aCTyI0 MH-
HOBAIIMOHHbBIE Pa3paboTKM CBSI3aHbI C IMAPOBU3a-
uyeit. PasymHast MHTerpauusi 0mM@poBbIX TEXHOJIO-
ruit B uuka CRM-mMapkeTuHra npegycMaTpuBaeT
yueT TaKuxX GakKTOpPOB:

— CTOMMOCTD BHeJpeHM S HOBBIX PelIeHUI];

— BJIMSIHME HOBBIX aJITOPUTMOB Ha yIOBJIETBO-
PEHHOCTH TPYAOM MepPCOHANa;

— CTeleHb reHepaly HOBbIX 3HAHUIA;

— YPOBEHDb POCTA Y 0OBJIETBOPEHHOCTY KOHEU-
HOT'O ITIOTPeOUTE NS,
BJIMSIHME Ha aJalTUBHbIE BO3MOXHOCTU
KOMITaHUN.

6. KoppekTtuposka ctpareruu. [Tocsie npuHs-
THUS pellleHuli 0 BHeJpeHUU MHHOBAIMI MPOUCXO-
IUT KoppekTupoBka CRM-cTpaTernu u uukJ pabor
CHOBA IMOBTOPSIETCS.

[IpencraBieHHBIV aATOPUTM / SKM3HEHHBIN HIUKJT
CRM-mapkeTuHTa uMeeT 06001Iatol i XapaKkTep,
MOJXeT ObITh CKOPPEKTUPOBAH C YUETOM MHIUBU-

Tabnuya 2

lMpumepHas cmpykmypa KOMMYHUKAUUOHHO20 KaHANAa 0151 KOMNAHUU 37eKMpPOoHHOL KoMMepyuu

Bua koMMyHUKaumum

CywHocTtb

TpurrepHas, welcome-koMm-
MYHMKaLMS

CTUMynMpoBaHMeE KJMEHTA Ha COBEpPLUEHME MOKYMKMK, HEOGXOAUMO AOHECTU MHPOPMALMIO
06 YHUKANIbHbIX XapaKTEPUCTUKAX NPOLYKTAX, OTNIMUMIA OT KOHKYPEHTOB

TpaH3akuuu nepeoro
3aKasa

[oBeaeHne NOKYNKM A0 KOHLA C UCMONb30BAHUEM AAHHbBIX O AEWCTBUAX KNMEHTA (OTIOXEH-
Hble B KOP3MHY TOBapbl, NpOCMOTPbI). HE06X0AMMO HAaNOMHUTL O NPOAYKTE, MOPEKOMEHA0-
BaTb CXOXMWI

ConpoBoxaatwLimMe KoMMy-
HUKaLUK

HanoMHWTb 0 HEO6X0AMMOCTHM NOMOIHEHNS 3aNaCOB TOBApoOB, KOTOpPbIE yXe 6binn KynneHbl
onpeneneHHoe BpeMd Ha3an

KOHTEHTHbIE KOMMYHMKa-
Luun

I'Io,q,u.ep>KaHl4e 3aMHTEPECOBAHHOCTU KNTMEHTA, MHdJOpMMpOBaHMe 0 HOBbIX aKLMAX, FeAMHn-
CbMKaLJ,MFI, nepcoHanusauyuna
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1. uccnenoBanue
pBIHKa / aHANN3
CIM

2. BBIOOp TOBApOB U
MOCTABIMKOB

7.TecTUpOBaHUE
8 onpenenenue
. TIEPBBIX 3aKa30B /
TIPOU3BOICTBEHHOMN
IIOCTPOCHUE

MIPOrpaMMBl, .

KOMMYHHUKAIIMOHHON
BBIITYCK TPOTyKITHH

KapThl

4.mocTpoeHue

3. OIIPCAC/ICHUC CXEMbl UHTCI'palluu

CXCMBI JIOTUCTHKH BUTPHHEI,
U IUIaTeXelH IMOCTAaBIIMKOB 1
JIOTUCTUKHU

6.()OpMUpOBaHUE
KapTOUYeK TOBapOB
¥ KOHTCHTa U
HCIIOJIB30BaHUEM
nauaeix CDP

5.dbopmupoBanue

JIOTIOJTHUTEIIBHBIX
TpeOOBaHUN K

YIIaKOBKE TOBAPOB

PucyHok 2. Cxema 6u3Hec-npouecca «Paspabomka mosapHo20 npednoxeHus ¢ npumeHeHuem CRM-mapkemuHaa»

IyaJIbHbIX 0COOEHHOCTelt KOMIIAaHUY U TeKYyIIeil
CUTYAIUMN.

Ha pucyHke 2 ripefcTaBjieHa cXemMa BKIOUEHUS
CRM-mapkeTuHra B 6M3HeC-IIpoLecc «paspaboTka
TOBAPHOIO IIPEIJIOKEHUSI» IJIsI KOMITAHUI, KOTO-
pbie paboTaloT B chepe 3JeKTPOHHOI KOMMEPIUYN
Y OCYIIECTBJISIIOT COBIT MPOAYKI[MY KOHTPAKTHOTO
MPOM3BOJICTBA.

Hcmonb3ys cxemy, 0603HaU€HHYIO Ha PUCYHKE,
Ccy6BeKTHI, paboTalonye B 3JIeKTPOHHOI KOMMep-
LIV, MOT'YT ITOBBICUTH 3(PPEKTUBHOCTH pa3paboTKM
TOBAPHOTO MpeJIOKEeHM ST, UCTIONb3YS UMEIOIUXC S
K/IMeHTOB. BHepeHMe MHHOBALIMI HA OCHOBE M3yUe-
HMSI MHEHM S KJIVMEeHTCKO 6a3bI TO3BOJIUT COKPATUTH
PUCKY ¥ YBEIMYUTH OTAAUYY Ha KaIlUTall.

CRM-MapKeTHHT ITO3BOJISIET UCIIOAb30BATh Me-
I0ITyIoCs 6a3y MOTpebuTeNel Ojis MpoBeIeHMs UC-
clenoBaHMI, ONIpeesieH s YCIOBUI 1 TapaMeTpOB
norpebuTesnbckoro Beibopa. Ha ocHOBe moyyeH-
HBIX Pe3yJabTaTOB MOXHO chopMmupoBaTh apdex-
TUBHYIO CTPATeruio, KoTopas He TpebyeT 60IbIINX
BJIOXKEHU .

OBCY>XIOEHUE

CRM-MapKeTHUHT MTO3BOJIUT MOBBICUTH Pe3YJIb-
TaTUBHOCTDb pa3paboTKM TOBAPHOTO MPeJIOKEeHM ST
Ha 3Tarax uccjaeJoBaHMs PbIHKA U GOPMUPOBAHUS
KapTouek U KOHTeHTa. [locieqHni 13 yKa3aHHBIX
9TArloOB SBJISIETCS Haubosiee TPYIOEMKIUM, OJHAKO
ucrosib3oBanue CDP miaTdhopmbl MO3BOJUT YCKO-
PUTDH PabOTHI.

Bonbiioe 3HaueHue as 3pdbextusHocTr CRM-
MapKeTHHTa MMeeT CTelleHb ero MHTeTrpaiuu ¢ apy-
TYMM MOAYJISIMM yIIpaBjieHus1. CrielaanucThbl BIIOTHE
000CHOBAHHO MOJUEPKMBAIOT HEOOXOAMMOCTD MHTE-
rpauyy CRM-MapKeTHHIa ¢ TaKMMU QYHKIIMSIMU, Kak
dhopMupoBaHMe OTBETHBIX IEMCTBIUII HA M3MeHeHYe
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BHELIHEe cpelibl [9]; MCIIO/Ib30BaHMe COLMaIbHBIX
ceTeil B KOMMYHUKAIIUSIX [10].

B ycnoBusix nepexona k Mugyctpuu 5.0 KoHIIEI-
uust CRM-MapKkeTHHTa JOJKHA ONMPAThCS HA CU-
HepreTmuueckuiit 9deKT 1 BO3MOKHOCTU Pe3yJIb-
TaTMBHOI'O CMMOMO03a MCKYCCTBEHHOTI'O MHTEJIJIEKTA
" yesoBeveckoro pasyma. lludposbie MexaHM3MbI
CRM-mapkeTHHTa B KauecTBe LieseBoit GyHKI UM
JOJDKHBI MCIIOIb30BaTh MaKCMMMU3AL IO YIOBJIET-
BOpEeHMS KIMEHTCKUX HYXK, B TAKOM cJiydae OymeT
ToJTyYeHa JOTIOJTHUTeTbHAS TPUOBIIb [11].

CRM-MapKeTUHT NpeAcTaBisieT cob0ii KoM-
IIJIEKCHBIV MHCTPYMEHT, B KOTOPOM COUeTalTCs pas-
JIMYHbBIE CITOCOOBI ¥ METOAUKYU MTPOEKTUPOBAHUS
M peanu3saly MapKeTUHTOBBIX AelicTBUIL. BbI60D
KOHKPETHBIX MHCTPYMeHTOB CRM-MapKkeTuHra He-
06X0 MO OCYIIECTBJISATD, YIUTHIBASI HATIpABIeHME
OTpacyii, B KOTOPOi paboTaeT KOMITaHMsI, MacIiTab
JesiTeJIbHOCTH, CTpaTernyeckye ey MapkeTHHra,
pasmMep MapKeTUHTOBOTO G0 KeTa.

Wuctpymenrtapuit CRM-mapketunra gudde-
peHLMPYeTCs TaKKe B 3aBUCUMOCTU OT 3Tara Mmapke-
TUHTOBOJ AesTeJbHOCTU. B X0€e rnepBoro, aHaauTu-
YeCKOro 3Tana NpPUMEeHSIIOTCS MHCTPYMEHTBI aHaln3a
KJAMeHTCcKoro nyTtu, Bob-ananutuka, NPS-onpocsi,
RFM-cermenTanus. B paMkax cTpaTermueckoro mnia-
HUpoBaHMs ucnonbzyercss CRM-crparerus, kapra
KOMMYHMKaImni, Retention-mapketuHr. [Tpu peanu-
3auuy cTpateruy npumeHsirorcs CXM-ynpaBiieHne,
CRM-reiimuduxkauus, E-mail-mapkeruur, CDP
miaTdopma. [ ucnonb3oBauuss CRM-mapkeTuHra
Ha MPaKTMUKe MOXXHO NPUMEHSTb )XM3HEHHBbI LUK,
npenCcTaB/eHHbI B JaHHOI paboTe.

CRM-MapKeTUHT SIBJISIETCSI TMOKMM MHCTPYMEH-
TOM, KOTOPBII YUUTBIBASI 0OCOOEHHOCTH BpEMEHH,
COBEPUIEHCTBYETCS U Pa3BMBAELTCSI.
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3AKJ/IOYEHHME

Takum obpazom, CRM-MapKeTUHT AJIsI OpraHu-
3aUuu, paboTalouuii B cepe 3JeKTPOHHOI KoMMep-
LY, B HACTOSIIIEee BpeMsI SIBJISIETCSI HEOOXOAMMbIM
aTpubyTOM CTpaTErMuecKoro pa3BUTMSI, TOCKOJIbKY
OH J1aeT BO3MOXXHOCTb IMOBBICUTD JIOSIIBHOCTb KIU-
€HTOB, YBEJIMUUTD CPEeTHMI YeK, TOBBICUTb YPOBEHD
JI0X0a I KOHKYPEeHTOCIIOCOOHOCTh KOMITaHUM.

B xope ucnonb3oBanuss CRM-MapkeTMHTa He-
06XOAMMO TTPUIEPKUBATHCSI MHTErPALIMOHHOTO
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