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Customer Relationship Management - cncrtema ynpasieHNa B3aUMOOTHOLLEHUNN C
KJINeHTaMu, NMo3BOJIAIOLWLAaA aBTOMAaTU3NPOBATb U ONTUMN3NPOBATb MAPKETUHT U
KJINEHTCKNI CEPBUC NYTEM XpaHeHUSA NepcoHasibHbIX AAaHHbLIX O KJIMEHTax, UCTopumn
B3aMMOOTHOLWEHUA C HUMU[1]

AKTYaNlbHOCTb:

1. Be3ycnoBHO, KaXkabin NpegnpuHMMaTesNb, Ha4MHasa OT YPOBHSA MUKpobuiHeca,
CTapaeTcs MOMHUTb O KJINEHTe BCE N NOAAEPXKUBATL C HAM JpYXKeCKNe OTHOLLIEeHUS
nnsa ynydweHuna nokasatens Retention n Lifetime Value.

2. Tak, HanpumMmep, Bnagenew, HebonbLoN KoernHn 3aBoanT Mukpobecenbl €
rnoceTuTesieM, N3 KOTOPbIX Y3HAET 0 AHE POXOEHUS KJINEeHTa, ero poacTBEHHUKAX,
nenax, nobumom HanuTke n ntobmmon ege. 3Ta NHPopMaLKMA NO3BONSAET eMy
npepnaratb Hanbonee peneBaHTHbIE HAMUTKN NO HACTPOEHUIO KJIMEHTA, NOroae,
NN BpeMEHU CYTOK, AenaTb NoAAPKN Ha AEeHb POXKAEHUA N TakK Aasnee. Takon
noaxopn 6e3yCc/ioBHO NONIOXKUTENBHO BANSET Ha NOKa3aTenn Bo3BpaTa u obuiero
yeka.

3. Ho 4TO Xe genaTb, ec/in KJIMEHTOB CTAHOBUTCS CTOJIbKO, YTO BCEX B NOJIOBE N He
yaoep»aTb. A 4TO eC/In TaKUX KOPEeNH CTaHOBUTCSH OAECATKMN, COTHU N faXKe TbICAYnN?
MosBNsaeTCca MHOMroO COTPYOAHUKOB Y KOTOPbIX COTHU U ThICAYX KJIMEHTOB B AEHb U
Ka>XOOMYy KJINEHTY yOesITb CTOJIbKO BPEMEHWN U BHUMAHUA Y)XXe He MnoJly4yaeTcs.

4. 3pecb n noasnsaeTcs 6o0sb n NnoTpebHOCTb BO BHeapeHn CRM-cucrem, Kotopble
MO3BONIAIOT XPaHUTb AAaHHYIO MHpOPMALMIO U NMpU HeObXoaNMMOCTK A0CTaBaTb €€ n
€W NoJsib30BaTbCA.

Mpumep npocTtenwen CRM-cuctembl 370 Tabnnykm B Excel ¢ gaHHbIMU KJIMEHTOB,
HanpumMmep, ¢ PO, HoMepoM TenedoHa, MOYTON U OATOW POXKOEHUS.

Hanbonee cnoxxHole cucteMbl 06bIYHO BHELAPAOTCA MO Mepe HeobxoanMocTun, Koraa
CTOMT 3aja4a aBToMaTM3npoBaTb paboTy C AaHHbLIMUY, NOJyYaTb AOMNOJHUTENbHbLIN
pyHKLUMOHaN B hopMaTe OTBETCTBEHHbIX, 3a4a4, nnu paboTel ¢ API

Takon noaxopn nomMoraeT Npu MacwTabrupoBaHNM COXPAHNTb CUCTEMY BbICTPaMBaHUA
B3aVMIMOOTHOLUEHWUN C KJIMEHTaMN, yMeHbLUATb POJib YeN0BEYEeCKOro 0akTopa, a Takxe
noMoraeT co3aBaTb AOMOJHUTENbHbIE KOHKYPEHTHbIE NMpenMyLLecTBa, 4To 6e3ycsoBHO
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rmomMoraeT pa3BuBaTbCA BusHecy.
Mpobnemsi:

1. Mo paHHbIM nccnepgosanHma NHcTuTyTa Mpobnem MNpeanpuHuMaTenscTBa, 63,7%
KOMNaHun B Poccun ga)ke HMKorga He cnbiwanm o CRM, a 19,3% coobwimnm 4yto y
HUX HeT CRM cucTeMbl N OHU He MJIaHUPYIOT e€é BHeApATb.[2]

2. Ona ncnonb3oBaHnsa CRM-MapkeTUHra (MapKeTUHra, OCHOBAaHHOIO Ha AaHHbIX O
KIMeHTax) TpebyloTCs, Kak HU CTPaHHO, AaHHble. A, cyas No NCCNeaoBaHNIO, 3TUX
OAHHbIX Y POCCUNCKUX KOMMNAHUM HET N OHWN HEe MJaHNPYIOT ux cobnpaTb, He roBops
y>xe 06 NCNoNb30BaHNM 3TUX OAaHHbLIX AN YAYYLWEeHNs noKasaTenen nponax,
BO3BpaTa M 0OXO04a Ha NnoJsib3oBaTens.
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