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Bsenenue.

B rnoGanpbHOM KOMMEPUECKOM MHUpPE, TaKOM KaK HBIHEIIHHWM, PBIHKU
JUHAMUYHBI U MEHSIOTCS, a KJIHMEHT HaXOJUTCS B Hadalle M KOHIIE IEMOYKHU
co3manusg croumMoctd. OAHOM W3 BEIMYANIIMX UEHHOCTEH, KOTOPbIC
MPEANPUHUMATEIHLCTBO 00ECIIEUMBAET B TAKOM cpene, SIBISETCS CIIOCOOHOCTH
MPEINPUHUMATENEH BOCIIOJIB30BATHCA BO3MOKHOCTAMU M OTKPBITh HOBBIE
CIIOCOOBI YJIOBJIETBOPEHHUS OXKUJAHUN KIMEHTOB U TEM CaMbiM U3MEHHUTH MUD B
IEJIOM U PBIHOK B IIEJIOM, W BCE ATO Ojarojapsi HEOCTAHOBUMBIN IPOIIECC
uuppoBoil TpaHchopmarmu. OIHUM U3 MOCIEACTBHM I00anu3aluu SBISETCA
pacIIMpeHre BO3MOKHOCTEN KJIMEHTOB MOJTy4YaTh JOCTYI KaK K MHPOpPMAIIUU, TaK
U K TPUOOPETEHUI0 MPOIYKTOB M YCIYT, MpejaraeMblX a)ke 3a MNpeaesiaMu
crparl. DTo 03HAuaeT, YTO NOTPEOHOCTH, KEAAHMS U OKMIAHHUS KIUEHTOB
MEHSIOTCS U CTAHOBSITCS Bce Ooyiee TPeOOBATEIBHBIMU, TIPU ITOM PBHIHOK CTal
HACTOJbKO JUHAMUYHBIM, YTO BBIKMBAIOT TOJBKO KOMITAHUH, KOTOPBIM yAaeTCs
aIanTHPOBATBCA K YKAa3aHHOMY JWHAMU3MY. A I8 3TOTO HE0OXOIMMO
WHBECTUPOBATh B MHHOBALIUM U PA3BUTHE, A TAK)KE UMETh MPEANPUHUMATEIbCKUN
JyX, OTKPBITBIM JUIS OTKPBITUSI U HCIIOJb30BaHUS HOBBIX BO3MOXHOCTEH U
CIIOCOOOB YIOBJIETBOPEHUS ITUX MOTPEOHOCTEH, KeIaHUN U OoXujgaHui. Takum

o0paszom, MpeaNPUHUMATEIHCTBO CTAHOBUTCS OJHUM U3 JIBUTaTeNied N3MEHEHUN 1
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TpaHchopmaiii o0IIEecTBa, YTO OMPABABIBAET PACTYIIMA HCCIIEI0BATEIbCKUIMA
MHTEPEC B OTOM 061acTh?.

B nactosimiee Bpemsi KJIMEHT TakKe CUUTAETCS JBUraTeleM ycrexa B
ousHece®. B TakoM MHpe IPeANpUATHS T0JKHBI KIMETh PABUILHBIE HHCTPYMEHTEI
st cOopa HEOOXOMMMOW yTMpaBlIeHYECKOH HH(POPMAIMK, YTOOBI OHH MOTJIA
YIOBJIETBOPUTH NOTPEOHOCTH U OXKUAAHUS KIIMEHTOB U TEM CaMbIM (hOpMHUPOBATH
CBOM TIPOM3BOJACTBEHHBIC, JIOTUCTHYECKHE W KOMMEpPUECKHE YyCHIHAS B
COOTBETCTBHUH C STHMH IIOTPEOHOCTAMH M OKUIAHUAMHU ",

DT0 0COOEHHO 3aTpyJHSET Pa3BUTHE MPEINPUHUMATEIHCKOrO OHM3HEca,
MO3TOMY TIOKa3aHO, YTO BCE T€ MHCTPYMEHTBHI W TEXHOJOTHYECKHE PEIICHUS,
KOTOpbIE MOTYT OKa3aThb OOJIbIIIOE BJIMSHUE Ha YINpaBleHUWE KIWEHTAMU U
MPEANPUHAMATEITLCKA MAPKETHHT, SBIISIOTCS KITFOYEBBIMHU, 00J1aCTh, B KOTOPOU
MapKeTUHT  B3auMooTHomeHuit ¢ kimeHtamu (CRM) jgokazan  cBoro
2 PeKTUBHOCTh. OKa3aTh 0co0oe Bo3jciicTBHE. B HBIHENmHeW Ou3zHec-cpese,
O0COOEHHO B €€ TPEAIPUHUMATEIHLCKON YaCTH, T/Ie KIIMEHT BBICTYMACT B KAUECTBE
KJIIOUEBOH U ONPENEIAIOmEeil GUrypsl Ajs OPUHATUS TIOOBIX PEMICHHUI®, BAaXKHO
OIICHUTh BIMSHHUE, KOTOPOE MOXET OKa3aTh JII0Oas CTpaTerusi U WHCTPYMEHT,
9TOOBI UMETh BO3MOKHOCTh aIalITHPOBATH CBOM KOMMEPUYECKHE M MAPKETHHTOBBIC
neiicTBus K Haubonee >QpPeKTUBHON U moaxoasamei nem®.

Takum  oOpazoM, MapkeTUHI (IOHMMAaEMbIi  Kak  yIpaBJeHUE
KOMMEpPYCCKUMH OTHOIICHUSMHU C KJIMCHTAaMH Ha pBIHKE), a TOYHEe
MPEANPUHAMATETLCKUM MapKEeTUHT (KaK MOIIHAS acCOLMAINS MapKETUHTOBBIX
WHCTPYMEHTOB u WHHOBAITMOHHOM u npeoOpasyromiei CHITBI
MPEANPUHUMATEIHCTBA), SBIACTCS OJHOM W3 BEJIMKUX CHJI, CIIOCOOCTBYIOIIMX

HYKOHOMHYECKOMY pa3BUTHIO. 00mecTBa. B aTom Hanpasiernun CRM B nocnennue
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JNECATUJIETUS] CTaja HauOoyiee IIUPOKO paCHpOCTPAHEHHOM cTparerueil u
WHCTPYMEHTOM YIIPAaBJICHUS C TOYKH 3PCHHUS] MHCTPYMEHTA, pa3paOOTaHHOTO U
OPUEHTHUPOBAHHOTO Ha YIPaBJICHUE MOIIHBIMA MAapKETHUHTOBBIMU CTpATErHsIMU
MOCPEJICTBOM  YIPAaBJICHHUS  OTHONICHUSIMM €  KIMEHTaMH, a  Takke
MOCIe0BATENBHOTO U 3((HEKTUBHOTO yIpaBiieHUs: HH(OpMaLUen U JeHCTBUIMH,
HalleJIEHbl Ha KIMEHTOB', 4TO 0COOEHHO BaXHO B cepe NpeaIpuHIMATENLCTBA.

Jlanee paccCMOTpEHBI HAMU MMPUOPUTETHHIC HAIIPABJICHUS MapKETUHTOBON
NeATEeTLHOCTH aKIIMOHEPHBIX 001IecTB Ha ocHoBe CRM, 370!

Opuentanusi Ha kiueHTa: (OCHOBHBIM NPHOPUTETOM JIOJDKHA OBIThH
OpUEHTaIlMsl Ha TMOTPEOHOCTH U mpeanouTeHus kiaueHToB. CRM-cuctemsl
MO3BOJISIOT TIIyOKE€ HU3ydaTh KJIMEHTOB, WX IIOBEJECHHWE M CO3/1aBaTh OoJiee
NIEPCOHATU3UPOBAHHBIC TIPETOKCHHS.

IloBpmmienne nostmpHOCTH KaWeHTOB: C  momompio CRM  MOKHO
3G ()EKTUBHO  yHpaBisATh JKU3HEHHBIM IIMKJIOM KJIMEHTAa, MPEAOCTABISThH
KaueCTBEHHOE OOCITy’KMBaHHE, CBOCBPEMEHHO pEarupoBaTh Ha WX 3aMPOCHI, YTO
CIOCOOCTBYET POCTY JIOSIIBHOCTH.

Cermenranus pbiHka u TapretuHr: CRM-maHHbBIE JalOT BO3MOKHOCTh
O0ojee TOYHO CETMEHTHPOBATh PHIHOK W TPUMEHSATH TapreTHPOBAHHBIC
MapKETUHTOBBIE KOMMYHUKAITUH JJISI KQXKIOTO CErMEHTa.

Kpocc-npogaxku u up-selling: Ananu3 moBenenus kineHToB B CRM-
cHCTEMaxX IOMOTaeT BBISABISATH BO3MOXHOCTH sl Kpocc-tipoxax u up-selling,
npeasiarasi KJIMeHTaM COIYTCTBYIOIIME WM 00Jiee TOpOrue MpOAYKThI/YCIyTH.

Ontumuzarusi MapkeTHHTOBbIX —3arpaT: CRM-gaHHBIE TIO3BOSIOT
OlleHUBaTh d(PPEKTUBHOCTh PA3TUYHBIX MAPKETHHTOBBIX KaHAJIOB U OIO/KETOB,
KOHIIEHTPUPYS PECYPChl Ha HanboJiee MPUOBLITLHBIX HAMTPABICHUSX.

VYmpaBiaeHHUe  B3aMMOOTHOIICHHUSIMH ¢  KiIHeHTamMHu: KoMIUIeKcHOe
ucrnosnbzoBanue CRM mnomoraer 6onee 3((PEKTUBHO B3aUMOICHCTBOBATH C
KJIMEHTaMH Ha BCEX ATamax WX )KH3HEHHOTO ITUKJIA.

Takum  oOpa3oM, KIIOYEBBIMH  HAMpaBICHUSMH  MapKETHHTOBOM

" Al-Omoush, K. S., Simén-Moya, V., Atwah Al-ma’aitah, M., & Sendra-Garcia, J. (2021). The determinants of
social CRM entrepreneurship: An institutional perspective. Journal of Business Research, 132, 21-31.
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JIeATEeIILHOCTH Ha OCHOBE CRM JIOJKHBI OBITH MTOBBIIIICHHUE
KJIMEHTOOPUEHTUPOBAHHOCTH, YJIYUIIEHUE B3aUMOJCUCTBHUS C KIUECHTAMH,
ONTUMM3AIUA MAPKETUHTOBBIX YCUIUN U POCT JIOSUIBHOCTH KIIMEHTOB.

BoiBOA.

HUcxonss u3 uccnenoBaHus BBIABUHYTHI CIEAYIOIIAE MNPEIJIOKEHUS IO
OCHOBHBIM HaIlpaBJICHUSIM MAapKETHHTOBOM JIEATEIIbHOCTH aKIIMOHEPHBIX OOIIECTB
Ha ocHOBe CRM-cucTeMmsr:

1. HeoOXoaumMo  BBINOJIHUTH CETMEHTAIIMIO  KJIHMEHTCKOH 0a3el |
MEePCOHANIM3AIMSA TIPEJI0KEHUM, YTO TMO3BOJISIET TIIATEIBHO CErMEHTHUPOBATH
KIIMEHTCKYI0 0a3y MO pa3iMuyHbIM KpUTEpUsIM (TMOKYNaTeIbCKOE IOBEJICHUE,
neMorpadus, TPEANOYTeHHs W T.JI.) M pa3padaTbiBaTh WHJIUBUIYaJIbHBIC
MApKETHUHTOBBIE TTPEJIOKEHUS JJIs1 KAXKJI0TO CETMEHTA.

2. Buemputh MeXaHU3M JIOSUIBHOCTH  KJIMEHTOB, KOTOPOE  JaCT
BO3MOKHOCTb OTCJICKHMBATh UCTOPHUIO B3AUMOJICHCTBUS C KAKIBIM KIIMEHTOM, €0
MOKYTNKH, IPEANOYTEHNS U CTENECHB JOSUTbHOCTH. Ha OCHOBE 3THX TAaHHBIX MOKHO
BHEJPSATHh IMPOrPaMMBbl JIOSUTBHOCTH, TMEPCOHAIM3UPOBAHHBIC KOMMYHUKAIIMU U
MOTHUBALIMOHHBIE aKIUU JIJI YJEeP>KaHUS LIECHHBIX KJIMEHTOB.

3. AHanmusupoBaTh noBeAcHU KiaueHToB B CRM-crucTemax mocpencTBoM
Kpocc-Tipoak  u  up-selling, dYro macT BO3MOXHOCTb  IIpeJIararh
JIOTIOJIHUTENIbHBIE U 00Jiee TOPOTHE MPOAYKTHI/YCIYTH, TEM CaMbIM YBEIUYUBas
CPEIHUN YEK U MOKU3HEHHYIO [IEHHOCTh KIIMEHTA.

4. IlenecooOpa3HO BHITIOIHAT yIIPaBICHNE KU3HEHHBIM ITUKJIOM KJIMCHTA,
MO3BOJISIFOIIMIA COMTPOBOXK/ATh KIMEHTA HA BCEX ATanax - OT MPUBJICYEHHUS, YEPE3
yAEpKaHUE, OO0 TMOBTOPHBIX TMOKYIOK M PEKOMEHJalMi. ITO TMO3BOJISIET
MaKCUMHU3UPOBATH IIEHHOCTh KaXJ0T0 KJIMEHTA JJIs1 KOMIIaHHUH.

Takum 06pazom, ucnoiab3opanue CRM-cucteMbl CTAaHOBUTCS KITHOUYEBBIM
KOHKYPEHTHBIM TIPEUMYIIECTBOM [JIsl AKIIMOHEPHBIX OOIIECTB, MO3BOJISII UM
MOBBIIATh A(PPEKTUBHOCTh MAPKETUHTOBBIX YCHWJIHMM, YBEJIMYHMBATH JIOSJILHOCTH

KIIMCHTOB U UX IMMOKU3HCHHYIO IICHHOCTD.
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