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AHHOTAIUA

[IpakTudeckuii OMBIT TMOKa3bIBaeT, YTO Ha ceroaHs kak B Poccum, Tak u 3a pyOexxoMm HeT
COBEPILICHHOI'O CIOC00a, MOMOTAIOILEro BHIOPaTh ONTHUMAJIbHYIO TOTOBYIO CHCTEMY YIPABICHUS
nHpopmanueit o knuentax. Komnannu-nponssoaurenn CRM co3patoT coOCTBEHHBIE CLIOCOOBI U
METOAMKH, B KOHEYHOM HWTOTe HaleleHHble Ha ucnonb3oBaHne CRM, koropeile umu u
paspabatsiBatoTcsi. B pesynbrare — cucteM U METOIUK MHOTO, a BEIOpPAaTh ONTHUMAIbHBIA BapUAHT
IUIsl OpraHU3aLuy BCE CIIOXKHEE U CIOKHEE.

Ha cerognsmunii nenr B Poccuu m 3a pyOexxoM HET COBEPIIEHHOTO croco0a, MOMOTaroUIero
BBIOpAaTh ONTUMAJBHYIO TOTOBYIO CHCTEMY YIpaBieHus HHGopmanuell o0 KIMCHTaX.
OO6s3aTensHOE W HEOOXOAWMOE YCIOBHE i BbIOOpa omrtuManbHOH CRM-cuctempr — 3T0
SICHOCTb M IOHUMAHHEC 3a7a4, KOTOPBIC KOMIIAHUA XOYET PCIIUTD. B cratbe paccMaTpuBacCTCA
AJITOPUTM BI)I60pa CRM-cucrteMsl C HUCIIOJIB30BaHUEM METOA0B Ka4€CTBEHHOI'O )41
KOJINYECTBEHHOT'O aHAJIM3a IS IOTy4YeHHsI KOHKPETHOTO 0OOCHOBAHUS JUISI IPUHSATHS PEILICHUSL.
KadecTBeHHBI aHanMM3 MO3BOJMT BBISIBUTH BO3MOXKHBIE KpuTepuu BbiOOpa CRM-cuctemsl.
KonnyecTBeHHBIN aHAINU3 MO3BOJISET OnpeaACINTb KOJIMYCCTBCHHOC COOTHOIICHUE KOMIIOHCHTOB
B aHamm3upyemoM oOwekTe. Ha 3aBepmaromem stame BeiOopa CRM-cuctembl, Ha OCHOBaHUHU
BBIOpPAaHHBIX KPUTEPHEB, U1l CPABHEHHS OTOOPAHHBIX paHEe CUCTEM MOKHO HCIIOIb30BATh METO.
aHaIM3a UEPAPXUIL.

Kaiouessle ciioBa: CRM-crucrema; B3auMOJIEHCTBHE C KIMEHTAaMU; OM3HEC-KPUTEPHH.
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Abstract

Practical experience shows that today, both in Russia and abroad, there is no perfect way to help
choose the optimal system for managing customer information. Manufacturing companies CRM
create their own methods and techniques, ultimately aimed at using CRM, which they are
developed. As a result, there are a lot of systems and methods, and choosing the best option for
the organization is more and more difficult.

For today in Russia and abroad there is no perfect way, helping to choose the optimum ready
system of information management about clients. An obligatory and necessary condition for
choosing the optimal CRM-system is clarity and understanding of the tasks that the company
wants to solve. The article examines the algorithm for choosing a CRM-system using qualitative
and quantitative analysis methods to obtain a concrete justification for making a decision.
Qualitative analysis will identify possible criteria for selecting a CRM-system. Quantitative
analysis allows you to determine the quantitative ratio of components in the analyzed object. At

NHOOPMAILIMOHHBIE TEXHOJIOT A
INFORMATION TECHNOLOGIES



~—r

I—IA y I—II—IbIM Ymupesa E.B. Anzopumm evt6opa CRM-cucmembl 0151 cosepuleHCm8o8aHusi npoyecca
e3aumodeticmausi ¢ kaueHmamu // HayuHwliii peyabmam.
PE BYHE)TA I HugopmayuorHvie mexroaozuu. - T.2, Ne4, 2017

RESEARCH RESULTIIEE
P

22
E—

the final stage of choosing a CRM system, based on the selected criteria, you can use the
hierarchy analysis method to compare previously selected systems.
Keywords: CRM system; interaction with customers; the business criteria.

[IpakTuueckuil OMBIT TMOKAa3bIBAa€T, YTO HA CErojHs kak B Poccuu, Tak W 3a pyOEKOM HET
COBEpUIEHHOTO CIoco0a, MOMOTAIOLIEro BHIOpAaTh ONTUMAJIbHYIO TOTOBYIO CHCTEMY YIIPaBJICHUS
uHpopmanmeit o kinueHTax. Kommnanwu-npomsBoautenn CRM co34al0T COOCTBEHHBIE CIOCOOBI H
METOJMKH, B KOHEYHOM UTOT'€ HalleJeHHbIE Ha ucnojb3oBaHue CRM, koTopbie uMH U pa3padaTbiBalOTCA.
B pesynbrare — cucteM M METOAMK MHOIO, a BBIOpAaTh ONTHUMAJIBHBIA BapUaHT ISl OpraHU3alldd BCE
CJIOKHEE U CIIOXKHEE.

OTcyTcTBHME TpaMOTHOW METOJIWKH BBIOOpPA OYEHb YACTO NPUBOIUT K TOMY, YTO HEOOJbIINE
KOMIaHuM, BeIOuparomue st cedst CRM, BKII0YalOT B MOTEHIMATBHBIN CIIHCOK COBEPIIEHHO MOJISPHbIE
CUCTEMBI, KaK 110 (yHKIIMOHATY, TaK U 0 crouMocTH. [lomydaercs mapajokc: KOMIIaHHs PacCMaTPUBACT
K MHCIIOJIb30BAHUIO OJHOBPEMEHHO M JIOPOTOCTOAIyI0 KomiuiekcHylo CRM, opueHTHpoBaHHYIO Ha
XOJIIMHTY M KOPIIOPAllMd C MHOTOYHUCIICHHBIMH (DHiManaMu, W CKPOMHYIO CHCTEMY C 0a30BBIM
(GyHKIIMOHAJIOM, PACCYMTAHHYIO Ha Majoe MpearpHusaTHe C O0IIel YUCIeHHOCThIo mepcoHana B 10-15
YeJI0BEK.

[IpoGiema BbIOOpa JOMONMHUTENHHO YCIOXKHAETCS WU3-3a OTPAHMYEHHOCTH OIOJKETa, KOTOPBIN
XapaKkTepeH I MaJIbIX U CPEIHUX KOMITAHHM.

C npaktuuyeckoil Touku 3peHust mpoiecc Bbidopa rotoBoit CRM MOXKHO pa3feNiuTh Ha CIEAYIOIue
Iaru:

1) Omnpenenenne nenerd ucnonb3oBaHuss CRM M LeHBI, KOTOPYHO KOMIIaHHUS TOTOBa 3a 3TO
3aIUIaTUTh.

2) busnec-kputepuu Beibopa CRM.

Hns  Beibopa CRM-cucreMbl 11€7€CO00pa3HO  HMCIOJIB30BaTh  METOJ ~ KayeCTBEHHOTO H
KOJIMYECTBEHHOTO aHaIH3a.

KauecTBeHHbIN aHAJIN3 TO3BOJIUT BBIIBUTH BO3MOKHBIE KpuTepuu BoiOopa CRM-cuctemsi.

Kputepuii — mnpusHak, Ha OCHOBAaHHUM KOTOPOTO MPOU3BOJAUTCS OIICHKA, OIpEIeICHHE WU
Kkiaccudukanus yero-auoo [4].

[lepBbIM mIaroM B MPOBEAEHUU KAYECTBEHHOI'O aHAJIU3a SBIISETCS YETKOE OIPEJEICHUE BCEX
BO3MOXKHBIX kpuTepueB BbI0opa CRM-cuctem, CyecTBYIOIINX Ha PhIHKE.

OO0s3aTenbHOE M HEOOXOAMMOE YycioBUE Aisi BbiOopa omrtumanbHOi CRM — 3TO sCHOCTH U
MOHUMAaHUE 3a/7a4, KOTOpble KOMMAHUS XOYeT peruTh. lJisi TOro 4ro0bl 3TO MOHWMAHUE TMOSBHIOCH,
1eJ1ec000pa3HO MPOaHATU3UPOBATh (haKTOPHI, BiusAomue Ha BbIOop CRM-cuctemsl (Tabnuma 1).

Tabnuya 1
®dakTopsl, Bausomme Ha BbiIoop CRM-cucremsl
Table 1
Factors influencing the choice of CRM system
DakTOphI Onucanue
Lenn, KkoTOpble HEOOXOAWMO | — MOBBIILIEHUE KAYECTBA 00cy)KUBaHUs KIIMEHTOB;
AOCTHUTI'HYTb IIPU BHCAPCHUHN — CBeJIEHUE JIaHHBIX M0 paboTe ¢ KIIMEHTaMH B €IUHYIO 0a3y;

JIOCTYI K OTYETaM B PEKUME OHJIANH;

— CO3JlaHUE CHUCKAa HEOOXOJUMBIX  MEPONpUITHA U UX
pe3yJbTaToB;

— KOHTPOJIb 32 pabOTON MEHEIKEPOB.

Cucrema cxnanckoro yuera u | 1C: Ilpeanpusitue 7.7

Oyxraiarepuu
AcCOpPTUMEHT tToBapoB | OGopyIOBaHHE U MPOrpaMMHOE OOecleYeHue Jisi aBTOMATHU3ALUH
KOMITAaHUHT TOPTOBJIH
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DakTopbl

Onucanue

[MpuHIMT IeHOOOpa3oBaHHUS

Ilena 3akperuienHas, 3agukcupoBantas B 1C U MEHeKep HE UMEET
IpaBa JJaBaTh CKUJKU

Crereun aBTOMAaTHU3aluU
npoliecca Mpoaaku

busnec-mponecc nponax dpopmanuzoad u 80-90% mpogaxk uaeT mo
YETKOMY JITOPUTMY

KiunenTsl koMmanum

Pu3nyecKue U OPUINYECKHE JINLA

KomnuectBo  moreHuumanbHbiX | bonbinoe, TpeOyeTcss MHOTO BpeMEHHM Ha 3aHECEHHE JAHHBIX B
KJIMEHTOB Ha PHIHKE OyMa)KHBIE HOCHUTEIH

Perynsprocts 3akynok | 80% peryisipHbIX 3aKkymok, 20% pa3oBbIX

KJINEHTOB

[Tpunuun  pacuera OOHYCOB | BOHYChl MEHEIXEpOB CUMTAIOTCA KaK MPOIEHT OT BBINOIHEHUS
MEHE][KEPOB IJ1aHa

CrienanucTel, KOTOpbIe OyayT

PykoBOACTBO, COTPYTHUKHU OTJIETIOB

paboTath ¢ cucTeMon

bromxer, BBLICIICHHBLIN Ha | UMeeT 3HaueHNe OO UKETHOCTD

aBTOMAaTHU3alluIO

BropsiM 1marom Bbi6opa CRM-cuctemsl sSBISIETCS KOJUYECTBEHHBIM aHAIN3, KOTOPBIA MO3BOJIMUT
OIpEeAEIUTh KOJINYECTBEHHOE COOTHOLLIEHHE KOMIIOHEHTOB B aHAIM3UPYEMOM OOBEKTE.

Ha cerogusmnuil 1eHp Ha pblHKe npejcTaBieHbl coTHU CRM pemienuii, u Toiabko HeOOIbIIOE
KOJINYECTBO M3 HHUX MOTYT MOJOWTH ONTHMAaJIbHO KOHKPETHOMY Om3Hecy. UTOOBI MOIYyYHTH KOPOTKHIMA
CIMCOK, HY>)KHO M3 JUIMHHOT'O CIHUCKa IOCJIE0BAaTEebHO UCKJIIOYUTh BCE KOMIIAHMM, YbW PELICHUS He
HOJIXOAAT 10 (PYHKIMOHATY, MACIITa0y M IPYTUM KPUTEPHSIM.

s or6opa ObuM BbIOpaHbl KoMiulekcHble CRM-cuctemMsl, 3aHuMarolmye nepBble 7 MO3UIMNA B
pEeHTHHTE, COCTABICHHOM CIelraniucTaMu nHpopmannonnoro noprana «lIpaktuka CRM» (Tabnuna 2)

[9].

Tabnuya 2
Peiitunr kommiekcabix CRM-cucrem
Table 2
The rating of complex CRM-systems
Cucrema Bennop
1 Microsoft Dynamics CRM Microsoft
2 Oracle Siebel CRM ORACLE
3 1C:CRM TTPO® 2.0 1C-Papyc
4 SugarCRM SugarCRM
5 ELMA CRM ELMA
6 SAP CRM SAP AG
7 Meramian Meramian

KpaTkas xapakTepucThKa BHIOpaHHBIX CUCTEM:

1) Microsoft Dynamics CRM.

[TnaTdopma 6usnec-mpmioxenuit Microsoft Dynamics CRM mo3BossieT pocCHiCKUM KOMIIaHUSM
MOBBIIIATh KOHKYPEHTOCIIOCOOHOCTH 3a cUeT pocTa 3PPEKTUBHOCTH pabOTHI ¢ KIMEHTaMU PO3HUYHOTO U
KOPIIOPaTUBHOI'O CETMEHTOB, COKpAIIATh 3aTPAThl HAa 3aIlyCK M MPOJaki HOBBIX MPOAYKTOB U IMOBBILIATH
YJIOBJIETBOPEHHOCTb 3aKa34MKOB OJaro/iaps UCIOIb30BaHUIO MIEPEIOBBIX TEXHOIOTHIA.

Microsoft Dynamics CRM — MOUIHBIA HHCTPYMEHT AJIs YIpPaBiICHHUS] B3aUMOOTHOILIECHHUSIMH C
kiaueHTaMu. OH TMOBBIIIAET NMPOJYKTUBHOCTH COTPYJHHKOB BHYTPU M BHE OpraHU3alMM M oOJyieryaer
B3aMMOJICICTBHE OTAENOB MPOAAK, MApPKETHHra U OOCITYKMUBAaHHUS KJIMEHTOB C MOMOLIBI0 COBPEMEHHBIX
TEXHOJIOTUI, UHTETPUPOBAHHBIX B €AMHYIO0 pabouyio cpeny.
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KittoueBsie pe3ynbraThl ucnoiib3oBanus Microsoft Dynamics CRM:

— CHW)KEGHHME CTOMMOCTH IPHUBJICUYEHHUS HOBBIX KIHMEHTOB, BBHICOKOE KayeCTBO MAapKETHHTOBBIX
JAaHHBIX U BO3MOXHOCTb aHAJIM3a BO3BpaTa HA MApKETUHIOBbIE MHBECTULINU;

—  COKpallleHHWe IUKJIa W CTOMMOCTH MPOJAXXH, YIpPaBIIEHHE BOPOHKOM MPOJaX, YBEIUYEHUE
KOJIMYECTBA 3aKPBITHIX CAEIOK;

—  YBEJIMYCHHME TMPOJAXK CYIIECTBYIOUIMM KJIMEHTaM, CHH)XCHHE CTOMMOCTH OOCTYXHUBaHHS
KJIMEHTOB, IOBBIIIEHUE UX YAOBJIETBOPEHHOCTHU U JIOSUIBHOCTH [§].

2) Oracle Siebel CRM.

Oracle Siebel CRM — cucrtema ynpaBieHHs B3aUMOOTHOLIECHUSIMU C KJIMEHTaMH, MO3BOJISIONIAS
MOCTPOUTh KOMIUJICKCHYIO KOPIIOPAaTUBHYI0 HH(GOPMAIMOHHYIO CHUCTEMY, aBTOMATHU3UPYIOIIYIO Kak
orepauuu ¢GpoHT-odHca: yrmpaBieHHE MPOAAKAMH, CEPBUCOM, MApKETHHIOM W B3aWMOOTHOIICHHUS C
napTHepamH, — Tak U O9K-O(UCHBIC 33/1aYi: aHAJIUTHKA, yIPaBICHHUE 3aKa3aMH U MEPCOHAJIOM, pacuer
KOMIICHCAIM COTpyIHUKaM U T.M. CucTeMa TakKe MO3BOJIIET MPOBECTH MHTETrpanuio ¢ ioosiMu UT-
CUCTEeMaMH KJIMEHTA.

[IpeumymectBa Oracle Siebel CRM:

— MopayneHas CTpyKTypa — TO3BOJIIET KOMIIAHHUAM BBIOMpAaTh M HUCIHOJIB30BaTh TOJIBKO
HEOOXO0UMbIE MOJIYJIU. DTO JAET BO3MOXXHOCTh BHEJPATH CUCTEMY MOITAITHO.

— T'mOkocTh W pacmmpsieMOCTh — apXUTEKTypa M cpencTBa HacTpoiku Siebel mo3BossroT
KOH(HUTypHPOBATh MPOAYKT B COOTBETCTBUU C TPEOOBAHUSAMHU OM3HECA.

— Hamuuue 6onee 20-tu nonHOYHKIIMOHANBHBIX oTpacieBbix CRM-penienuii, ananTupoBaHHBIX
0]l 0COOEHHOCTH KOHKPETHBIX OTpaciied, MO3BOJIAIOT CHU3UTh CTOMMOCTh 4acTH ycinyr B CRM-npoekrTe.
Kpome Toro, orpacinessie CRM-pemieHust cofepkaT B ce0e OMBIT U TEXHOJOTHH PAOOTHI Pa3IUIHBIX
HOPEIPUATHI OTPACIIH, UTO ellle OOJbIle YBEINYNBACT UX IIEHHOCTH [9].

3) 1C:CRM ITIPO® 2.0.

Pemenue «1C:CRM ITPO®. Pemaknus 2.0» npeaHa3HavueHO Il KOMIIAHWH CpeIHEro Ou3Heca, a
TaKXe Uil KOMITAaHUH Majoro Om3Heca ¢ MOTPEeOHOCTHIO COBMECTHOM pabOoThI Oosee 5 moib3oBareneid B
eanHoi uHpopManmoHHol 0Oasze. Anamutuyeckas CRM-cucrema mo3BoJsieT aBTOMAaTU3HPOBATh BCE
Ou3Hec-Tpolecchl KOMIIAHUU B COOTBETCTBUU ¢ KoHuenuueir CRM, BKiItodas OTJenbl 3aKyMoK, IPOJak,
MapKETUHTa, CEPBUCHOTO OOCITYKUBAHHS M CIyKObl KauecTBa, a TAKKe YNpPaBJIATh OM3HEC-TIPOLECCaMU
Ha BCEX ATanax B3auMOJACHCTBUS ¢ KIIMEHTAMH U BHYTPH OpPTaHU3alUH.

«1C:CRM ITPO® 2.0» no3BosET:

—  TIOCTPOUTH CUCTEMY YIPaABJICHUS IPOJIaXKaMH;

—  TOBBICUTB JIOSTIBHOCTh KJIMEHTOB;

—  YBeJIMYHUTH 00BeM mpojax [9].

4) SugarCRM.

SugarCRM — pelitunrosas opensource CRM-cucrema, KOTOPYIO HCIOJIB3YIOT AECSTKH ThICSY
KOMIIaHUM 10 BceMy MuUpy. OrpoMHOE KOJMYECTBO MOZYJIEH pacIIMpeHHs] U OTCYTCTBUE JMICH3UN Ha
MOJIKJIIOUEHUE ToJip3oBaTenel obecrieunBaer SugarCRM BakHOe MPEeUMMyIIECTBO — HU3KYIO CTOMMOCTD
BJIAJICHUS.

CRM-cucrema Ha ocHoBe SugarCRM momoraer pemars 3a1a4u:

—  IEHTpaju3anus KIMeHTCKON 0a3bl;

—  aBTOMAaTH3aLUs IPSIMBIX IPOJAK;

—  yZAep)KaHue KIUEHTOB;

—  ONEpaTHBHBIN aHAIM3 MPOLECCOB MPOJAXK U MAPKETHHIA;

—  TOBBIIEHUE YPPEKTUBHOCTU PabOThI KOHTAKT-LEHTPA;

—  ToBbIIEHHUE Y3PPEKTUBHOCTH PAOOTHI MEHEKEPOB IO MPOAaKaM U MapKEeTHHTY;

— noBbllIeHHEe 3()(YEKTUBHOCTU CEPBUCHOTO OOCTyXUBaHUs [9].
5) ELMA CRM.
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[Tpunoxxenne "ELMA: CRM" Bxomutr B cocraB cucreMbl ELMA, npenHazHaueHHOW s
ynpasieaus kommnanuen. [Ipunoxxkennss ELMA moryt ObITh pHOOpEeTeHBI U (DYHKIITMOHHPOBATH Kak
OTJeNbHBIC NPUIOXKEHHUS, TAK U BMECTe B eAMHOM HH(popmarmonHoM mnpoctpanctse. "ELMA: CRM"
OTHOCUTCS K Kiaccy onepanuoHHoro CRM, oCHOBHbIMHM (YHKLHSMHU KOTOPOI'O SBJISIOTCS YIPaBJICHHE
IIPOLIECCOM IIPOJaXK U BEJEHUE UCTOPUN B3aMMOOTHOIIEHUH ¢ KIMeHTaMu [9].

6) SAP CRM.

Cucrema "Ynpasnenue B3auMooTHomeHusiMU ¢ kiueHtaMu" (SAP CRM) siBisieTcst e 1TuHCTBEHHBIM
pewenneM kiacca CRM, koropoe mno3BOJs€T OOBEIUHATH COTPYAHMKOB, MAPTHEPOB, IPOLECCHl U
TEXHOJIOTHMM B paMKax IOJHOI'O 3aMKHYTOT'O LIMKJIA B3aUMOJEHCTBUS ¢ KineHTaMu. OHO MpeaocTaBiIsieT
CpeAcTBa JJs BBIIOJHEHHUS MPOBEPKH JOCTYIHOCTH PpECYpCOB B PEXHUME pEalbHOTO BPEMEHH,
yIpaBJICHUS] JIOTOBOPAaMH, YIpaBieHus ¢axtypupoBanueM. C €ro MmoOMOIIbIO JOCTHTACTCS BBICOKAS
CTEIEHb MPO3PAYHOCTH BBIIIOJIHEHHSI 3aKa30B U OTCIICKUBAHUSA UX CTaTyca.

Pemenne Taxxke mnpemiaraeT (YHKIMM M BO3MOXHOCTH JJIsl IUIAHUPOBAHUS MapKETHHTOBOU
NESTEeIbHOCTH, YIPaBIEHUS MAapKETMHIOBBIMM  KaMIIAHUSMH, OCYIIECTBICHUS TeJleMapKETHHIa,
TeHepaluy HOBBIX BO3MOYKHOCTEH MpOJaX W CErMEHTAlMU KIMEHTCKoW Oa3pl. Kpome Toro, pemenue
SAP CRM "VYnpasieHue B3aMMOOTHOLICHHUSIMHU C KJIMEHTaMHU'" MO3BOJISIET MPEANPUATUSIM Ipeaaararhb
KJIMEHTaM HOJJEPKKY IO caMbIM pa3jINMYHbIM KaHajaM: 4epe3 LIEHTP B3aUMOJICHCTBUS C KIMEHTaMH, C
noMOIbI0 VHTepHEeT-NPUIOKEHUH A1 caMOOOCIY)KUBAaHUSI KIMEHTOB, MPUIOKEHUHM Ul yrnpaBieHUe
CepBUCOM M pEKJIAMAIUsIMH, IIyTeM OOCTY)XMBAHUS W BBINOJHEHUS DPAa0OT y KIMEHTOB, a TaKXkKe
ylpaBiieHus1 023011 yCTaHOBIIEHHOT'O Y KJIMEHTOB 000y 10BaHUS.

7) Merannat.

CRM-cucrema MeramiaH OCHOBaHA Ha IMOCTAHOBKE 3aJau C MOCJEIYIOIUM BEJIEHUEM IPOEKTOB.
Kpome Toro, oHa jomosiHeHa MHO>KECTBOM IOJIE3HbIX (yHKIMH. Hanpumep, B HEl BO3MOKHO BeJeHHE
KJIMEHTCKOM 6a3bl U 0a3bl COTPYJHUKOB, YIPABICHUYECKUH U (PUHAHCOBBIN yYerT.

B cucreme MeramnaH 4yeTKO MpoOINMCaHa IOJHAs CTPYKTypa OpraHu3allid, BCE €€ OTAEIbl C
yKa3aHHEM HauyaJbHUKOB U MOJAYMHEHHBIX, €CTh BO3MOKHOCTh OIPaHUYUTh IIpaBa M0J1b30BaTeIs.

Bo Bpems noctaHoBkM 3a1a4 B MeramaHe yKa3bIBalOTCS CPOKH, OTBETCTBEHHBIE JIMLIA, 3aKa3YUK U
CBSI3b C IPOYMMH 33Ja4aMH.

Merannan yHUBEpcalleH, U 3TO €ro TIJIaBHOE J0CTOMHCTBO. OH mopoiaer ans paboThl Ha
HpeAnpUsTHH JTI000H HanpaBiIeHHOCTH: Oyb TO HeOobIIOE Kade, B KoTopoM padoTtatoT 10 yenoBek, Uiu
e KPYITHOE MPeANpUsITHE ¢ OOIBIIUM KOJIMUYECTBOM COTPYAHUKOB [9].

s Toro, 4roOBl OCYIIECTBUTH BBIOOP HambOosee noaxoaaumx CRM-cucrem anst npeanpustus
npopamxupyeM kputepuu. Hanbosee 3Ha4MMBbIMU SBJISIOTCS CIIEAYIONINE KPUTEPUU:

1) CootBercTBUE TpeOOBaHUAM OU3HECA.

2) UWnTterpauus ¢ yueTHOM CUCTEMOM.

3) CoBOKyIIHasi CTOUMOCTb BHEIPEHMUSL.

4) BosmoxsocThs HacTpoiiku CRM-cuctemsl 0] OJIb30BaTENEH.

5) Hannumne aHaNTUTUYECKUX UHCTPYMEHTOB.

6) Pabora uepe3 ntepHer.

CootrBercTBHE TpeOOBaHUSAM Ou3HECa — COOTHOIIEHHE Lelned W 3ahad  NpearnpusTus
dbyakuuonaasHocTH CRM-cuctemsr [10]. Cucremy HeoOxoaumMo BeIOMpaTh MO TpeOOoBaHUsI OM3HEca, a
He Hao00poT. B 1aHHOM cityyae roBOpUTCS 00 OTpacieBOi MPUMEHUMOCTH CUCTEMBI.

Hcnonb3ysi CpaBHUTENbHYIO XapaKTEPUCTUKY CHCTEM, PaccMOTpuUM (QyHKIHOHaIbHOCTE CRM-
cucteMm «Microsoft Dynamics CRM», «Oracle Siebel CRM», «1C:CRM TTIPO® 2.0», «SugarCRM»y,
«ELMA CRM», «SAP CRM», «Meramian» no kpureputo «CoOTBETCTBHE TpeOOBaHMSIM OH3HECa»
(Tabmuna 3).
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Tabauya 3
CpaBaHenue CRM-cucrem no kpurepuro «CoorBercTBre TpeOOBaAHUAM OHU3HECA)
Table 3
Comparison of CRM systems for the criterion ''Compliance with the requirements of the business

MlcrOSth O.racle 1C:CRM Sugar ELMA | SAP
Dynamics | Siebel | ITPO® CRM CRM | CRM Merannan
CRM CRM 2.0
Toprosius onToBas + - + + + + +
Toprosis + - + - + + +
PO3HHUYHAs

Crnenyronuii KpUTepuil — MHTErpalus C y4eTHOM CUCTEMOM. 31eCh MOAPa3yMeBAETCs BO3MOKHOCTh
unrerpauun CRM-cucrem ¢ «1C» (Tabnuna 4).
Tabnuya 4
CpaBaenune CRM-cucrem no kpurepuio « AaTerpanms ¢ y4eTHoil cucTeMoii»
Table 4
Comparison of CRM systems according to the criterion of ''Integration with the accounting
system''

Microsoft | Oracle
Dynamics | Siebel

CRM CRM
«1C: + - + + + - -
IIpeanpusitue»

IC:CRM | Sugar | ELMA | SAP

[MPO® 2.0 | CRM | CRM | CRM Merannan

CoBoKynHasi CTOMMOCTb BIIaJIeHUS MH(POPMALMOHHOM CHUCTEMbI BKIIOYAET CYMMY HPSMBIX U
KOCBEHHBIX 3aTpaT Ha NpUOOpEeTEeHHE M BHEIPEHUE CUCTEMBbl Ha NMpEANpUSATHU. B cToMMOCTh BXOAAT
CyMMa 3aTpaT Ha NpuoOpeTeHHEe JIMLEH3UM Uig pabouyux MECT, CTOMMOCTh MOJTOTOBKH TEXHUYECKOTO
3aJaHUsl M TEXHUYECKOM JIOKyMEHTaluu, 3arpaTbl Ha HH(QOPMAIMOHHO — TEXHOJOIMYecKoe
COTPOBOXKACHHE pa3pabOTUMKa U Ha MOJTYYEHHE KOHCYJIbTAllUl Y CIEIMATUCTOB.

CucreMbl CpaBHMBAIOTCS MO 3aTpaTaM Ha JIMIEH3UIO CEpBEpa, 3aTpaTaM Ha JIMLEH3HUIO OJHOTO
pabouero MecTa 1 3aTpaTaM Ha MOAIEPKKY (% B ToJ1 OT HEPBUYHON CTOMMOCTH).

Crnenyronuii KpuTepuii — BO3MOKHOCTh HacTporikun CRM-cuctemsl o nons3oBareneid. Kak cama
OpraHMsalnus, TaKk M Cpela, OKpYXKarollas €€, H3MEHAIOTCSI CO BPEMEHEM. OTO MPUBOAUT K
HEO0OXOUMOCTH U3MEHSATh yciaoBHs paboThl nonb3oBaTeneii CRM cucremsl. [{nst agpdexTuBHON paboTHI,
HE00X0UMO, YTOOBI B CHCTEME Obljla IPETyCMOTPEHA BO3MOXHOCTh MPOCTOTO M OBICTPOTO U3MEHEHUs
HOJIb30BATENbCKUX (PYHKLUH B COOTBETCTBUU C MEHSIOIIMMUCS OHU3HEC-3a1a4aMu.

B nanHOM ciyyae cucTeMbl CpPaBHMBAIOTCSI IO BO3MOXKHOCTH HACTPOMKH CHCTEMBI IMOJ 3ajauu
KoMMaHuM (Tabnuua 5).
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Tabauya 5

CpaBnenue CRM-cucrem no kpurepuro «Bosmoxnocts HacTpoiiku CRM-cucremsl
1o/l M0JIb30BaTeJIei)

Table 5
Comparison of CRM systems in terms of ''The ability to customize the CRM system for users'
Microsoft | Oracle | 1C:CRM
. . Sugar | ELMA SAP
Dynamics | Siebel [MPOD CRM CRM CRM Merannan
CRM CRM 2.0
Bo3moxHOCTB
HAaCTPOMKHU iy Py Ry Ry o
o o, Q. o, o
CHCTEMBI ¥K2E |HSE|H2E | HLE|E ¥2E| g
S22 |SE2 522 |5:28/8 |szel
S5: |55E|55: 55383 52§
Q @] Q Q [&]
A 5 = A 5 = A 5 = A= = | = A s = | A
) 3 ) 3 ) 3 ) 8| = ) S| 9
== PEa | a ol 9E o oL al q
A S L A S A S L A S o [ [ = A
c22 |E22|E22|5:2/8 |Ez22|&
E &g E = B E &g Eacg| B Ea g | B
X R R ® R % R OR R X R R | ow XXX | ow
5 B B 5 B B 5 B B E 5 5| B E B 5|5
HEX RO | | | I HEHE| X

Hannune aHanuTUYeCKMX WHCTPYMEHTOB — JUISI NIPOBEACHUS aHAIM3a M BBISABICHHUS TOBEACHUS
norpebutenei, ux tpeboBanuit u oxunanuii, CRM cucrema nomkHa 1aBaTh BO3MOXKHOCTh IIPOBOJIUTH
aHaJIN3, OPUEHTUPOBAHHBIN Ha Ka)KJ0r0 KOHKPETHOIO KiMeHTa (Tadbnuua 6).

Tabnuya 6
CpaBHenune CRM-cuctem no kpurepuio «Hajimuue aHATUTHYECKUX HHCTPYMEHTOBY
Table 6
Comparison of CRM systems in terms of '' Analytical tools"
]gd;rclz(;rsl?cf; gir:lilj IC:CRM | Sugar | ELMA | SAP Meramian
CRM CRM [MPO® 2.0 | CRM | CRM | CRM
Hanmnune AHAUTUTUYECKHAX
WHCTPYMEHTOB + + + + + + +

Crnenyromuii kputepuii — pabora yepe3 MHrepHer. B HacTosiiee BpeMsi O4eHb Ba)KHO, YTOOBI
cucTeMa TOJIEpKUBANIA yIaleHHbIN nocTymn mnoib3oBaTessi K CRM-cucreme yepe3 Unrepuer. Takumu
COBPEMEHHBIMU CpE/ICTBAMHM DPA0OTHI SBIAIOTCS MOOWJIBHBIE MPUIIOKEHHUS, OOJauHble TEXHOJIOTHH.
PesynbTarhl cpaBHEHUs Ipe/ICTaBICHbI B Ta0IMIIE 8.

Tabnuya 8
CpaBHenne CRM-cucrem no kpurepuio «Padora yepes UntepHer»
Table 8
Comparison of CRM systems in terms of ''the Work on the Internet "
Dynamics | Siabel | ICCRM || Sugar |ELMA | SAP |y
CRM CRM )
VY najeHHbIi
JIOCTYTI + + + + + + +
MoobwbHbBIC Android Android | Android | Android Hp. Android | Android
IIPUIIOKEHUS 10S Symbian 10S 10S Symbian 10S
Windows 10S Windows 10S
Windows Windows
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11;4)::11;?15110(2 CS);(SISGI:T 1C:CRM Sugar | ELMA SAP Merannan
CRM CRM I[TPO® 2.0 CRM CRM CRM
[Tonnepxka + + + + - + +
00JTaYHBIX
TEXHOJIOTHI

Ha 3aBepmaromem srtane BbiOopa CRM-cuctembl, Ha OCHOBaHMU BBIOPAHHBIX KPUTEPHUEB, IS
CpaBHEHMs OTOOPAaHHBIX PAHEE CUCTEM MOKHO HCIIOJIb30BATh METOJ aHAJIN3a UEPAPXUL.

Meron Amnamuza HWepapxuit (MAUW, unorma MerAnlle) — wmaTeMaTHYECKU MHCTPYMEHT
CHUCTEMHOI'0 MOJXO/Aa K CIOXHBIM IpoOsieMaM MNpHuHATUSA peumieHud. MAW He mpennuchiBaeT MLy,
npunumaromemy pemenue (JIIIP), kakoro-mubo «IIpaBUIBHOTO» pELICHHs, a I03BOJISIET €My B
UHTEPaKTUBHOM pEXHMME HalTH Takoi BapHaHT (aJbTEpHATHUBY), KOTOPHI HAWIy4IIMM O00pa3om
COTJIACYETCSl C €ro MOHUMAaHHWEM CYTH MpoOJeMbl M TpPeOOBAHUSAMHU K €€ PELICHHI0. DTOT METOA
pa3paboTaH amepukaHcKkuM marematukoM Tomacom Caaru.

B pesynbrare ucnonab3oBaHus IpeacTaBiIeHHOro anroputma Beibopa CRM-cuctembl pykoBOACTBO
OpraHu3alK MTOJYYUT KOHKPETHOE 000CHOBaHME /ISl IPUHSATHS PELICHUS.
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