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AHHoTanusA. KIIMeHTOOpHEHTHUPOBAHHOCTD B CHCTEME YIPABICHUS NPEANPHUATHS SBISIETCS BaXXHBIM YCIOBUEM €TO
(GYHKIMOHMPOBAHUS M KIIOYEBBIM (DAKTOPOM yCIieXa B yCJIOBHUSIX KOHKYPEHTHOW cpebl. Bompoc KiIneHTOOpueH-
TUPOBAHHOCTH C TOUKH 3PEHUS MPOLECCHOrO MOIX0/1a OCTAETCSl HEAOCTATOYHO U3Y4YeHHBIM. VccnenyroTces moaxo sl
K KJIMEHTOOPHEHTHPOBAHHOCTHU MPEATIPHATHS, PUMEHICTCS METOJI KOHTCHT-aHaIn3a. PaccMOTpeHbI 6a30BbIE MOCTY-
JaThl KOHIENIUH YIPaBICHUS B3aMMOOTHOLICHUSIMH C KIMEHTaMH, KOTOpasi HalpaBjcHA HA ONTUMH3ALUI0 TEKYIIeH
u Oynymield NEHHOCTH KIMEHTOB JJIsi KOMITAHWH, 00CCICUCHHE JOJTOCPOYHOTO KOHKYPEHTHOTO MPEUMYILNECTBa 32
CYET ONTHUMAJILHOTO MPEJOCTABICHHU LIEHHOCTH KIUEHTY. M3ydeHa ctparternyeckas pois CRM B ynpaBieHHH KOM-
MaHueH, KoTopas 00beANHSET B cebe MOTEHINANl HHTEIUIEKTYAIBHBIX TEXHOJIOTHH U CTPAaTETHIO MAPKETUHTa B3aUMO-
OTHOILCHUH /TS TOJIePKaHUsI BBITOAHBIX, JJIMTEIBHBIX OTHOLICHHH ¢ KiueHTamu. BeigeneHst ¢ynkiun CRM-
cucTeM B o0ecredeHNH KIMEHTOOPHEHTHPOBAHHOCTU NMpennpusaTus. JJokazaHo, 4TO pa3BUTHE U LIMPOKOE MPUMEHE-
HHUE MU(POBBIX TEXHOJOTHH MOXET 00eCrednTs HeOOXOAUMYIO EPCOHATM3ALUIO Ul 00ecIieueH s KIIMEHTOOPHEH-
TUPOBAHHOCTH Tpeanpusatus. OTMeuaercs, 94To mudposas TpaHchopMmalus OH3Heca BIHSCT HA HHTCHCHBHOE Pa3BH-
THE KOMIIAaHHH, 00ECIeunBas MaKCUMAIIBHYIO MOTPEOUTENHCKYI0 IIEHHOCTh M KIMCHTOOPHEHTHPOBAHHOCTh. B KOH-
TEKCTe OMHHKaHAILHOCTH IMOTPEOUTENCH KOMITaHUSIM HEO0XOIUMO OBITh O0Jiee THOKMMH, YeM MPEXKIE, YTOOBI COOT-
BETCTBOBATh OXKHUIAHUSIM MOTPEOUTENCH M 00ECIICUNUTh YIOBICTBOPUTEIBHBIN MOTPeOUTENbCKUIT ombIT. [Ipencrasie-
Hbl OCHOBHBIE COCTaBILSIIOLINE (OPMHPOBAHUS KIHEHTOOPHUEHTHPOBAHHOCTH IMPEANPHUITHS B YCIOBHAX LU(PPOBOI
TpaHcopmaruu 6usHeca. IlpennoxeHa Molesb KIMEHTOOPHEHTUPOBAHHOTO MPEANPUATHS, OCHOBaHHAs Ha OM3HEC-
MPOIIeCCcax, KOTOpas OTPa’kaeT OCHOBHBIE BaYKHBIE MPOLECCH! ()OPMUPOBAHUS KIMEHTCKOTO KalKTalla, HalpaBICHHbIE
Ha 3 dexTuBHOE B3aMMOACICTBIE C HOTPEOUTEISIMU B TOUKAX KOHTAKTA.
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Abstract. Customer focus in the enterprise management system is an important condition for its functioning and a key
success factor in a competitive environment. The problem of customer focus from the point of view of the process ap-
proach remains insufficiently studied. There are explored the approaches to the customer focus of an enterprise by us-
ing the method of content analysis. The basic postulates of the concept of customer relationship management are con-
sidered, which is aimed at optimizing the current and future consumer value for the company and ensuring a long-term
competitive advantage through the optimal provision of value to the customer. The strategic role of CRM in company
management is studied, which combines the potential of intelligent technologies and relationship marketing strategies
to maintain profitable, long-term relationships with customers. The functions of CRM - systems in ensuring the enter-
prise’s customer orientation are highlighted. It has been proven that the development and widespread use of digital
technologies can provide the necessary personalization to ensure a customer-oriented enterprise. It is noted that the
digital transformation of business affects the intensive development of the company, providing maximum customer
value and customer focus. In the context of omnichannel consumer behavior the companies need to be more flexible
than before in order to meet consumer expectations and ensure a satisfying consumer experience. The general compo-
nents of developing the enterprise’s customer orientation concept in the context of digital business transformation are
presented. A model of a client-oriented enterprise based on business processes is proposed, which reflects the main
important processes of creating the client capital aimed at effective interaction with customer in touchpoints.
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BBenenne

[IpuHIMT KIUCHTOOPUECHTHPOBAHHOCTH ITOYYHIT
ITUPOKOE PACIpPOCTPAHEHHUE CPEOH OTEUYESCTBEHHBIX
1 3apyOCIKHBIX UCCIICIOBAHMIA B 007IaCTH MapKETHHTa,
OPraHU3aIMOHHOTO TOBEJCHHUS W TICHXOJIOTHH C MO-
MEHTa u3JoXeHusi mnepBoil konuenuuun P. Caxce
n b. Baiima B 1982 r. [1]. Opuenranus Ha KIHEHTa
CYMTANACh OJHAM M3 KIIOYCBBIX (DaKTOPOB ycrexa
B OM3HECE, U 3a9acTyr0, YTOOBI JOOUTHCS ATOTO, OpTa-
HU3AIMSIM TPUXOIMIIOCH TIPUIIAraTh YCHIIHS.

Ilenpro HACTOSAIIETO HCCICAOBAHUS SBIISICTCS aHa-
JIN3 OCHOBHBIX MOJXOJIOB K KJIMEHTOOPUCHTUPOBAHHO-
CTU TIpeanpusITHS W OW3HEC-TPOIECCOB, HAIPABIICH-
HBIX Ha (OpPMHpOBaHHE KIMCHTCKOTO KamuTaia
B ycinoBHAX I1udpoBod TpaHchopmanmu OusHeca.
HayuHnasi HOBH3HA HCCIICIOBAHMS COCTOUT B CHCTEMa-
TH3AIMA  TTOJXOJI0OB K KIMEHTOOPUEHTHPOBAHHOCTH
MPEIIPUATHS, Pa3pab0TKe MOJACTH OM3HEC-TIPOIIECCOB
KIIMEHTOOPUEHTUPOBAHHOTO TPEINPHUATHS, KOTOpas
OTpakaeT OCHOBHBIC BaXKHBIE MPOLECCH (GopMUpOBa-
HUS KJIMEHTCKOTO KamWTajia, HampaBiIeHHbIE Ha (-
(eKTUBHOE B3aMMOJCUCTBHE C MOTPEOUTEIIIMU B TOY-
Kax KoHTakTa. [lomydeHHbIe pe3yabpTaThl JaHHOTO HC-
CJIeJIOBaHUS TMPEJCTABISAIOT MHTEPEC Ui YIPAaBIISIO-
mero 3BeHa KoMmnaHuid. B paboTe mcmonb3oBaH Takoi
METOJI HCCJIEeIOBaHUs, KaK KOHTEHT-aHaJIu3, BKIIIOYa-
FOIIUI TIONCK PEJIEBAHTHBIX pabOT B POCCHICKOM Oa3ze
naHHbIX elibrary m B 3apyOexxHod 0ase Scopus 1o
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KIIOYEBBIM ~ CJIOBaM: OpHEHTAallMs Ha  KJIHEHTa
(customer orientation), pplHOuHast opueHTanus (market
orientation), KJIHEHTOOpHUEHTHpOBaHHOCTH, CRM,
Customer relationship management.

AHATU3 NOAX0J0B K MCCJIEA0BAHHI0 KJIMEHTO-
OPMEHTHPOBAHHOCTH NPeANPHUATHSA

Omnupuueckue uccnenosanus k. I'pusns, T. Bpay-
Ha, J[. MoBeHa, [[. XepxayceHa U Jpyrux NoATBEPKAAIOT
MOJIOKUTENBHOE BIIUSIHUE KIMEHTOOPUEHTHPOBAHHOCTH
Ha MPOU3BOJMUTENBHOCTD: HMHANBUIYaNbHYIO, KOMAaH/I-
HYIO U JIeJIOBYIO 3P PeKkTHBHOCTE [2—4]. C ToukH 3peHust
MOTpeOUTENI B KCCIEAOBAHUSX ITOJHUMAJICS BOIPOC
OTHOILICHUSI KIIMEHTOB K MPOAYKTY U MpoAasLy [5], yao-
BJICTBOPEHHOCTH U JIOSUTGHOCTH [6], COBEpIICHHS II0-
BTOPHBIX TOKYNOK [7] M BOCHPUHMMAEeMOr0 KayecTBa
obcyxnBaHus [8].

B 3apy0exxHoli npakTHke cOpMHUpPOBAHO TOHATHE
«OpHUEHTalHs Ha KJIMeHTa» (customer orientation), Hiu
«pbIHOYHAst ~ opueHTanms» (market orientation),
a B Poccun mmpoxo mpuMEHSIeTCS TEPMHUH «KJIAEHTO-
OPHEHTHPOBaHHOCTH». [IpoBeneHHBI aHaNM3 padoT
MO0 KJIMEHTOOPHEHTHPOBAHHOCTH 3apyOEeXHBIX M POC-
CUMCKMX YYEHBIX U CHELUAIUCTOB IO3BOJMI BBLIE-
JUTH YETHIPE MOAXO0A.

[IpencraBureny nepBoro Moaxoja, NPHUIEPKHUBa-
ACh KOHLENIHUHM TPAH3aKIMOHHOTO MAapKETHHIa, Ha
MIEpBOE MECTO BBIABHUTAIOT HEOOXOANMOCTH M3YYCHHS
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W yIOBJICTBOPEHHE MOTPEOHOCTEN KiMeHToB. Hampu-
Mmep, . C. 3axapyeHKO CYHTACT, YTO KIUCHTOOPHCH-
THPOBAaHHOCTh — OTO «...KOHIEIIUS YyIPaBICHHUI
TPEINPUITHEM, KOTOpasi COPHCHTUPOBAHA Ha BBISIBIIC-
HHE ¥ YAOBICTBOPCHHE MMEIOMINXCS W OyIymIuX IIo-
TPeOHOCTEH, IOBHINICHUEC KAa4YeCcTBAa B3aWMOOTHOIIIC-
HUH ¢ KIMEHTAaMH W aJalTalii0 KOMMYHUKAITHOHHBIX
Herned W BHYTPEHHUX OU3HEC-KOMOWHAIMIA B 3aBHCH-
MOCTH OT HOTPEOHTEIbCKUX 3alPOCOB, HAaIlpaBICHHAS
Ha TCHEPHUPOBAHUC CTPATEIMYCCKUX KOHKYPCHTHBIX
MPEUMYIIECTB M TOBBIIICHHE NPUOBUIFHOCTH IIpen-
npusitus» [9, ¢. 190]. Uccnenosatenu A. B. MeasHuk,
N. M. Tamsma, O. FO. MacnakoBa B KOHTEKCTE HHIY-
CTPUHM TOCTEHNPHUUMCTBA K KIMEHTOOPHEHTHPOBAHHO-
CTH OTHOCAT «...yMCHHE OpTaHU3aIlMH BBIABIATH
W YIOBJETBOPATH MOTPEOHOCTH KJIHMEHTAa B pa3Melle-
HUW, TUTaHUH, 0E30IIACHOCTH, Pa3BICUCHUHU, KOMQOp-
Te, OOIIEHNH M OTABIXE C YI€TOM NPUOBLTFHOCTH JaH-
HOW JICITENBHOCTH U B COOTBETCTBUH C COBPEMCHHBI-
MU TeHAeHuusMH peiHKay [10, c. 150]. Opuenrarus
Ha KiMeHTa, cornacHo pabote C. Kudpdun-Ilerepcen
u I'. Cyrap [11], ompenemnsieT ypoBeHb TOTO, HACKOJb-
KO OpraHHW3alyu U X COTPYAHUKUA OPHUCHTUPOBAHEI HA
YIOBJIETBOPEHHUE MOTPEOHOCTEH KIIMEHTOB M yiIydIle-
HHUE UX OJIATOCOCTOSHUSI.

[IpencraBureny BTOPOTO MOAXOIA MOAYEPKHBAIOT
Ba2)XHOCTb (DOPMHPOBAHUS JIOJITOCPOUHBIX OTHOIICHHIH
C TIOTPEOUTEISIMH, YTO CBSA3aHO C YIPABICHHUEM >KHU3-
HEeHHBIM IMKJIoM rotpebureneit. Tak, E. C. SIxonToBa
OTMEYAeT, YTO «IIOJ MpPaBWIHLHOH OpHEHTHPOBAHHO-
CTBI0O Ha KJIHCHTA B COBPEMCHHBIX OW3HEC-YCIIOBHAX
CIIelyeT TIOHMMATh HAIleIEHHOCTh PYKOBOJCTBA H Tep-
COHaJla Ha TMOCTOSHHOE TOBBIIICHHE KadyecTBa 0OCIY-
JKUBAaHUSI KIIMEHTOB M MaKCHMAaJbHYIO JIOSUIBHOCTH BO
B3aUMOOTHOIIEHUsIX ¢ Humu» [12]. HccrnenpoBatens
. ManH paccmaTpuBaeT KIMEHTOOPUEHTUPOBAHHOCTH
KaK «...MHUIHAIWIO TMOJOXKUTECIBHBIX 3MOIUN U BOC-
TOpra y MOTCHIIMAJBHBIX M CYIIECTBYIOMNX KIHNEHTOB,
YTO BEJET K BRIOOPY TOBAPOB U YCIIYT Ballell KOMIAHUU
Cpear MHO)KECTBAa KOHKYPEHTOB, K TOBTOPHBIM MOKYTI-
KaM Y MOJTyYCHHUIO HOBBIX KIMCHTOB 32 CYET PEKOMEH-
JIAIUH CYIIeCTBYIOMUX KIMEHTOBY [13].

CTOpOHHUKHU JPYroro IMOAXO0Ja CKOHICHTPHUPOBA-
JIF CBOM MICCJIEIOBAaHMS Ha BONPOCAX BHYTPEHHEH KIH-
CHTOOPUCHTUPOBAHHOCTH TPEANPUATHUS, B TOM YHCIC
TIyOOKOTO TMOHWMAaHHS TOTpeOHOCTeH TepcoHaa,
MOTHUBAIINH, TICHXOJIOTHYECKOTO KIIMMAaTa B KOMITaHUH,
aTMoc(epsl Ha pabodeM MecTe C LIeNbI0 pocTa YAo-
BIICTBOPEHHOCTH TI€PCOHANa W TOBBIICHUS 3(dex-
TUBHOCTH pPabOTBl BCEX MOJPA3NCICHUN KOMITAHUHU
B menoM. Psm asropoB (C. A. KyuepsseHko,
N. B. Yuctuukona, A. H. Hazaposa, O. W. lllkupanno,
JI. T'pabc-YacT) n3ydaroT BONPOCH BHYTPEHHEH KITMCH-
TOOPUCHTHPOBAHHOCTH [14—16]. OHH OoNBIIyIO POJH
OTBOJAT MOHMMAHHWIO OXKUIAHUN W MOTPEOHOCTEH CO-
TPYIHHKOB OPraHU3AIUKN C TOYKH 3PCHUS] BHYTPCHHETO
KIIMEHTa €€ YCIyT W BaKHOCTH (POPMHUPOBAHUS aTMO-
cepbl BHYTPEHHEH KIMCHTOOPHUCHTHPOBAHHOCTH.
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UYetsepThIit oaxo u3mokeH B paborax O. B. INyma-
koBoO#, B. A. Peossunoii, O. K. Oiinep n 3akmovaercs
B H3YYEHHUH KINCHTOOPHEHTHPOBAHHOCTH C TIO3UIIHH
KoMIiekca OusHec-miporieccoB [17, 18]. K Hum oTHO-
CATCS CIEAYIONTNE COCTABIIMIONNE: COOp MHPOPMAUH
0 KJIMCHTaX, aHAIW3 COOpaHHOW WH(pOpPMAIHHU, pac-
mpocTpaHeHne WHGOpMAIMK BHYTPH KOMITaHWH, pas-
paboTKa HOBBIX U COBCPIICHCTBOBAHUE CYIIECTBYIO-
IIUX TOBapOB/YCIYT/CEpBHCOB Ha OCHOBE COOpaHHOM
nHdopmanuy, padora ¢ nepconanoM (oOydeHue, mo-
BEIIICHUE €r0 OPHEHTAlMd Ha KIWCHTa), pPa3BUTHE
OTHOIICHUHA C KIMEHTOM. ABTOpPBHI MPOBEIH SMIHPU-
YecKoe HCCIeNOBaHME, HANpPaBICHHOE Ha OIperese-
HHE XapakTepa KINCHTOOPHEHTHPOBAHHOCTH KOMIIa-
HUM, ONICPUPYIOIIUX HA POCCUIICKOM PBIHKE, B pa3pese
BBIZICTICHHBIX OW3Hec-TporieccoB. JIaHHBIM MOIXOT
SIBIISICTCS MPOIIECCHBIM M JOCTATOYHO KOMILICKCHBIM,
YYUTHIBAIOIINM pa3InIHbIe OW3HEC-IIPOIecChl KOMIIa-
HUH, KOTOPBIC MOTYT M JOJDKHBI 00CCIICUYUBATh B KO-
HEYHOM HWTOTEe KIMEHTOOPHUEHTHPOBAHHOCTH II0/pa3-
JIEJICHUI U COTPYIHUKOB KOMIIAHUH.

Konuenuusi ynpasjieHusi B3anMOOTHOIIEHUAMHA
¢ KJIHeHTaMH

B oTmenpHBIX paboTax OTMEYaeTCs, YTO KIUCHTO-
OpUEHTHPOBAHHOCTh  O0OECIIeYNBACTCS BHEAPEHUEM
CHUCTEMBI YIPABJICHUS B3aUMOOTHOIICHUSIMU C KITHCH-
tamu (Customer relationship management — CRM),
KOTOpasi SBJIACTCS KIOYEBHIM ()aKTOPOM pa3BUTHS
OwsHeca W mosydeHHus npuoObuH. KoHrenmus ympas-
JICHHS B3aMMOOTHOIICHUSAMH C KIHMCHTaAMH O0ecIeydu-
BaeTCs BHEJPEHUEM CHCTEMBI YIIPaBIeHHSA, Oa3upyeT-
Cs Ha TPaTUIMOHHON KOHICIIIMYA OPUCHTAIMH HA TI0-
Tpedureneit u GoKycupyercs He TOJBKO Ha KIIMEHTaX,
HO M Ha oOTHomeHMAXx ¢ HuMH. Tak, B. Kymap
u B. Peiinapn onpenensitor CRM kak cTpaTerndeckuit
MpoIecC BBIOOpA KIMCHTOB, KOTOPBIC (UpMa MOKET
00CITy)KHBaTh ¢ HAUOOJbIEH MPUOBIIBIO, H (OPMHUPO-
BaHUC B3aUMOJCWCTBUS MEKIY KOMITAHHUCH W TUMH
knueHTami [19].

CornacHo  uccnepoBanusM  [20],  KoHUenuus
YHOpaBJICHUS B3aWMOOTHOIIECHUSMH C KIMEHTaMH MO-
XKeT OBITh WCIOJIb30BaHA JUIS CO3MAaHUS CTpATCTHH
B3aMMOJICHCTBHSA C KQXKIBIM KJIMEHTOM C TOYKH 3PCHHS
npubbun. [IpuMepsl TakWX CTpaTeruil BKIIOYAIOT
B ce0s pa3BHUTHE JTYYIIHX OTHOIICHUI C MPUOBLIHHBI-
MH KIHEHTaMH, TIOUCK M TPUBJICYCHNE HOBBIX KIIMEH-
TOB, KOTOpBIC OyIyT MPUOBUIBHBIMH, a TAKXKE ITOUCK
MOIXOAANINX CTPATeTHH A HEMPUOBUTBHBIX KIHEH-
ToB. CrnenoBatenibHo, CRM — 3TO HenpepbIBHBIN Mpo-
1ecc, KOTOPHIN Heb3s pacCMaTpPUBATh KaK €Ie OJIH
MPOEKT M0 BHEJPCHUIO MPOTPAMMHOIO OOCCIICUCHUS,
a JTOT Tpollecc MpeanojaraeT HEIpephIBHBIC [eii-
CTBUS, HANIPABIICHHBIC HA TO, YTOOBI KOMITAaHUS CTaja
6oJiee OPHEHTHPOBAHHOW Ha KITMCHTA.

Ienb KOHIENIMU YIPaBICHUS B3aUMOOTHOIICHH-
SIMA C KJIMEHTAMU COCTOUT B TOM, YTOOBI ONTHMH3U-
POBaTh TEKYIIYIO M OYIYIIYIO IIEHHOCTD KIMECHTOB IS
KoMmaHuu. B To ke Bpemsi, MpuMeHssl TaKOoW MOAXOJ,
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KOMIIAHHH MOTYT HOJYYHTH JOJITOCPOYHOE KOHKY-
PEHTHOE TPEHMYIIECTBO 3a CYET ONTHMAaIBHOTO
MIPEJOCTABICHUS] IIEHHOCTH KIMEHTY W W3BJICUCHHA
LIEHHOCTH OT KJIMEHTa IJIs OW3Heca B pe3ysbTaTe BEI-
TOJHBIX TpaH3akuuil. ABTop [18] Takke oTMeuaer, 4To
KOMIIaHUsl JOJDKHA aHaJU3UpOBaTh, KaKyl IEHHOCTH
MpPEeACTaBIseT IJIsl Hee COTPYAHMYECTBO C JaHHBIM
KJIUCHTOM WJIM TPYIIOW KIUEHTOB. Takum o0paszom,
OCHOBHBIE TMPEUMYILIECTBA MPUMEHEHUS] KOHLEILUU
yIpaBieHUs] B3aUMOOTHOILICHUSMU C KJIHEHTaMU CO-
CTOSAT B CICIYIOIIEM:

— KOMITaHHUS KOHIIEHTPUPYETCA Ha CBOMX HamboJee
MPUOBUIBHBIX WJIM TTOTEHIIMAIBHO MPHOBLUIHHBIX KITH-
€HTaxX, ONTUMHU3UPYS paboTy ¢ CerMEHTaMH PHIHKA;

— MaKCHMH3aNUs KIMEHTCKOTO KanuTania (LeHHOCTH
BCEX CBOMX OTHOUICHWH C KIMEHTaMH) — KOMITaHHS
MEPEXOUT OT W3BJICUCHUS TMPUOBUIM W3 OTAEIBHBIX
CHEJIOK K MAKCHMU3AIIUU MPUOBUIA 32 CEPHUIO CCIOK;

— OTHOIICHHS MEXIy KIMCHTOM U (UPMOI mpu-
HUMAT (OPMY HWHTCPAKTHBHOTO IHAJOra, 4TO YBe-
JUYUBACT JOSUTBHOCTh IOTPEOUTEIICH;

— CRM Brirouaet B ceOsi aBTOMATU3AIMIO U yCO-
BEPIICHCTBOBAaHUE KJIMEHTOOPUEHTHPOBAHHBIX OM3-
HEC-IIPOIIECCOB MPOJaK, MAPKETHHIa U CEpPBUCA, UTO
BeJIeT K MOBBIIICHUIO JIOSUTFHOCTH KIIMEHTOB W HArpsi-
MYIO BIUSIET HA HTOTOBYIO IPHUOBLITH KOMITAHHH;

— yIpaBieHHE JOSUTBHOCTBIO KIIMEHTOB M JKU3HEH-
HBIM IMKJIOM HOTpEOHTEeNIeH C IEeNbI0 pa3BUTHS JOJ-
TOCPOUYHBIX OTHOILIEHUH C KIIMEHTaMU;

— TpaJWIMOHHBIEC TIOKA3aTeNr, TaKUe Kak JOJISl PhIH-
Ka, BCE Yallle 3aMEHSIOTCS HOBBIMHU IIOKAa3aTesisIMH, Ta-
KAMH KaK MOXH3HEHHAs IeHHOCTh KimeHTa (CLV). Pac-
yer CLV s BceX KIMEHTOB MIOMOTaeT KOMIIAHUU PaH-
YKHPOBATh MX HA OCHOBE BKJIAJIA B MPUOBLTH (PUPMBI, YTO
TI03BOJIIET OTHOCUTHCS K KaXKIOMY TOKYTIATENTIO B 3aBH-
CHMOCTH OT BKJIaJIa, a HE KO BCEM KIIIEHTaM OIMHAKOBO.

CRM-cucTeMbl KaK HHCTPYMEHT KJIHEHTO-
OPHEHTHPOBAHHOIO MOAX0AA

Cnocobnocth CRM co31aBaTh MpsSMbIE TPEUMY-
IIeCTBA JUI KPYITHBIX OPraHU3allUil IHUPOKO MpU3HA-
Ha. [Ipy 3TOM HE TONBKO KPYIHBIC KOMIIAHWH, HO
U MaJIblii M CpeAHUI On3Hec Bce yalle BHEIPSIOT Clie-
UATM3UPOBAHHEIC MporpamMMHbIie npuitoxkeHuss CRM
B KauecTBE NMPAKTUUECKOTO CPEICTBa ISl TOCTPOCHUS
WIH PACUIMPCHUS CBOUX OTHOIICHUH C KIIMCHTAMH.

K wmHCTpyMEeHTaM peanm3anuyl KIUCHTOOPHEHTH-
poBanHoro noaxoxa M. A. Apenkos, 0. B. Kpsutosa,
M. K. llenwxapuk u gpyrue aBTOpPbl OTHOCST HCIIOJIb-
3oBanne CRM-cuctemsl, KoTopas B IuppoBoM OH3HE-
ce uHrerpupoBana B IT-apxuTekTypy KOMIaHuH, SB-
JSeTCd OMHUM W3 BAaXHEHIIMX WCTOYHHKOB HAaHHBIX
n obecrieunBaeT MOHUMaHUE MPOOJIEM KIMEHTOB C MO-
3UIMU Pa3HBIX (YHKIMOHAJIBHBIX HampapieHud [21].
To ecth moBhImaeTcss (OKYCHPOBAHUE KOMITAHWUU Ha
KJIUCHTAX JJIs IIOCTPOCHUS TOJITOCPOYHBIX B3aHMOBBI-
rogueix oTHoumeHui. Ctparernueckas poinb CRM 3a-
KIIFOYAeTCs B yIPaBIICHUH KOMIIAHUEH: OHA 00beIUHS-
eT B ceOe MOTEeHIIMAN HHTEIICKTYIBHBIX TEXHOJOTHHA
U CTPATeTHHI0O MapKeTWHTa B3aWMOOTHOIICHUH I
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MOJICP’KAaHUSI BBITOTHBIX, [UTUTENBHBIX OTHOIICHHUH C
KIMEHTaMH ¥ TPEJOCTABISIET pacIINpEeHHBIE BO3MOXK-
HOCTH JIJISl MICTIONIF30BaHMUS WH(GOpPMAIMK KaK IS T10-
HUMAaHUS KIMEHTOB, TaK M JUIS JIYYIIETO NMPUMEHEHHUS
CTpaTeruil MapKETUHTa B3aUMOOTHOIIICHHIA.

CRM-cucteMbl TMpPEACTaBISIOT CO00H Iporpamm-
Hoe oOlecnedeHHe MPUKIATHOTO XapakTepa, KOTOpOe
COJePKUT MH(pOopMAaNUIO 000 BCeX KIMEHTAX MPEANpH-
STHUSI, KOTOPbIE XOTh Pa3 COBEPIIAIA C HUM IEICBOC
JeiicTBHE (3aKa3, 3BOHOK, OOIICHWE B 4YaTte W p.),
W TIpeJHAa3HAuEHO U aBTOMATH3aLHH B3aWMOOTHOIIIE-
HUA MEXIy KIHEeHTaMH U npennpustueM. OCHOBHBIC
¢dynaxmm CRM-cucteMbl ipeicTaBIeHsI Ha puc. 1.

KnuentoopueHTHpOBaHHBIM TOAXO0A K yIpaBiie-
HUIO TpeanpustueM npu BHeapeHuH CRM-cucteMbl
3aKJIFOYAETCS B CIICIYIOIIEM:

— ceemeHmupoganue nompeoumeneil U nepcoHaIU-
3ayusi: Ha OCHOBEe 0a3 JaHHBIX O KIHEHTAaX MOKHO
MPOBOJUTE CErMEHTHPOBAHUE TOTpPEOUTENEH, OTCIe-
JKUBATh, HA KAKOM 3Tarle BOPOHKH MPOJAX OHH HAXO-
JIITCS, U IeTaTh MEPCOHATM3UPOBAHHBIC MPEUTOKEHUS
(COBEpUIMBIIUM  TIOKYNKY MpeIaratorcs  Kpocc-
MPOJaXH WM alCeWa, a TeM, KTO TOJBKO ITOCETHII
calT, — MOJOOPKH TOBAapOB M3 CMEXKHBIX KaTeTOpHH,
KYTIOHBI HJTH TIPOMOKO/TBI);

— asmomamuzayusi 60POHKU Npooadxc: BOPOHKA TPO-
JTaXX COXpaHsAET JaHHBIC KIMEHTOB, GOPMHUPYET HATIOMH-
HAaHUS, OTCIISKMBACT CTATyC 3aKa3a, MPOBOIHT CIEIKH,
MO3BOJISICT CHHU3UTH MOTEPHU MOTPEOHMTENeH Ha KakKIOM
JTane MpoJaK, MOBHIIIAs TPHOBUTH KoMIanuu. CucrteMa
MO3BOJISICT MPOCIIECTUTh MYTh OT JIHIa (TIOTCHIUATEHOTO
3aKa3YnKa) K 3aKITIOYCHHIO CHCIKH, aBTOMATHYCCKH OT-
MPaBUTh MPE3CHTAIMIO WK Tpeuioxkenne. C OMOIIBIO
CRM-crcTeMBI MOJKHO OTCIICIHUTh, HA KAKOM dTare yXo-
JIAT KJIMEHT, BBIABUTH MPOOIEMHBIE MECTa, aBTOMATHIe-
CKH 3aIIPOCHUTH OOPATHYIO CBSI3b U YIYUIIHTH MOKa3aTelb
Ha 3TOM 3Tare BOPOHK;

— paspabomka cyeHapus nogedenus nompeodume-
Jlell: HAa OCHOBE aHaliM3a TIOBEICHWs TOoTpeOuTeseH
W JaHHBIX CKBO3HOM AaHAJNMTHKH MOXXHO aHAJIHU3HUPO-
BaTh WUCTOYHUKU TpaduKa, KaHAIBI IPOJBUKCHUS,
pacmpenensTh OIJDKET Ha PeKIaMy MEKIY KaHaJlaMH.
Snnexc.Merpuka npeanaraer noakmoueHue k CRM,
YTO TO3BOJIACT CBA3ATh (PAKTHUCCKUC MPOJAKH C Pac-
XOJJAMH Ha PEKJIaMy, BBIIBUTh HCTOYHHKHU Tpaduka
Y M3y9aTh TOTOBBIC OTYETHI CKBO3HOW aHAMTHKH;

— nosvllenHue N0ATbHOCTNU KIUeHmMOo8: aBTOMAaTH3a-
AT CIY>KOBI TTOJUICPYKKH M OOCTY)KUBaHWS KIHEHTOB
1 opraHm3anus 3PQPEKTHUBHOTO KOHTAKT-IIEHTpa (MHTe-
Tparws ¢ MojyJeM call-ieHTpa) HareneHbI Ha OTiepaTHB-
HOE peIIeHHEe BOMpPOCOB KIMEHTOB. KImMeHTy Takke
TIPEIUIarafoTcs CKUAKA W OOHYCHI B 3aBHCHUMOCTH OT
YPOBHSL M YacTOTHI TOJIB30BAHUS YCIyraMH KOMITAaHHU
U TIOKYTIOK TOBAapOB, OCYIIECTBIITIOTCS aBTOMATHYCCKUC
MO3/IPaBJICHUS HAa JHHU POXKACHHSA, INPA3IHUKH depe3
OJIVH CepBHC: Yepe3 e-mail OTIpaBmIk MICHMO, TIe cle-
T TIePCOHATM3UPOBAHHOE MPEIIOKCHUE U MTOXKETAIN
xoporuero s, B CMC coobumumi o0 akmuu, a B Mec-
CEH/KEP OTIIPABUIIN BUICOOTKPHITKY.
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(DOpMI/IpoBaHI/IC CHUCTCMBI AaHAJIIUTUKHU:
aHaJIM3 1 MOHUTOPHUHI CIIpoca,
MOKEJIAaHUH KITMEHTOB

N

BrisBienne HpO6J’ICMHLIX, c1a0bbIX MECT
B O6CJ'Iy)KI/IBaHI/II/I " CepBUCE

Puc. 1. ®yaxkuun CRM-cuctem B 00ecnieueHUH KIMEHTOOPUCHTUPOBAHHOCTH NPEATIPUATHS

Fig. 1. Functions of CRM-systems in ensuring the customer focus of the enterprise

CornacHo maHHbIM ompoca 1 618 xommaHuii, Ipo-
BeeHHOTO MHCTUTyTOM TmpoOieM mpeanpuHuMa-
tenabcTBa U J’son & Partners Consulting, B 2019 r.
ypoBeHb mnpoHukHoBeHHs CRM B Poccum BeIpoc
c 14 0o 17 % [22]. B 2019 r. cepBuc «butpukc24» ss-
Jscs cambIM momynsapHeIM (43,5 % kommaHuit ero
YCTaHOBWIM).  MeHee  TOMYNSIPHBIMH  SIBIISIIOTCS
AmoCRM, Bpm’online sales, Microsoft Dynamics, SAP,
«1C: Tlepmeiii but», «lIpocroii Om3Hec», «CucTeMbI
Kmmk», Zoho. IlporpamMmy coOcTBeHHOW pa3pabOTKU
HCTIONB3YIOT OKOJIO 7 % KOMITaHHH.

Hepconaﬂmaum{ H KIMCHTOOPHUCHTHUPOBAH-
HOCTb NMpEANNPUATHA

KJ'H/IGHTOOpI/IGHTI/IpOBaHHOCTI) npeamnojgaract Iep-
COHaJ'II/I?)I/IpOBaHHLIﬁ Ioaxod MW KaCcTOMH3alHIO. Tlo-
Tpe6I/ITeJ'H/I, 06J1a,ua}onme JOCTYIIOM K TCXHOJIOTHUAM

u obwimeM WHPOPMAIMU W3 Pa3INIHBIX KaHAJIOB,
OKHAIOT TIEPCOHAIM3MPOBAHHOTO YYacTHs OpeHIOB
BO MHOTHUX aCIIEKTaX UX MMOBCETHCBHOM KU3HH.

Pa3BuTHE 2JIEKTPOHHON KOMMEPIIMH, IPUMCHCHHE
MOOWIBHBIX TMPUIOKCHHHA, BeO-CaiTOB, BO3MOXKHO-
cTell BeO-aHAIUTUKH MO3BOJIMIIO MOBBICUTH YPOBCHB
MEPCOHATH3AINH TPEIIOKCHIA KOMIIAHUHM JUIs TI0-
TpeOuTene, yd4ecTh CHeONUPUICCKUE  3aMPOCHI
W OIBIT TIOBEJEHUs moTpeduTenei. [lepconanuzamnus
OTIpeNeNIeTCs YUCHBIMH KaK CTPAaTeTHsl WIH CII0CO0-
HOCTHh JOCTAaBJATH AaApPECHBIE COOOIIEHUS Ompene-
JICHHOW ayOUTOPHH, MPEYMHOXas IOJOXKUTECIBHOE
OTHOIICHHE K B3aWMOJEWUCTBHIO C ITOCTABIIUKAMH
yciyr, obecrneunBas MOKYMATEIbCKHH OIBIT, TOJ-
cTpamBas MPEIOKECHUS KOMIIAHUY TI0]] 3aIPOCHl OT-
JIeNIBHBIX IToTpebuTeneit [23-25] (puc. 2).

JOCTaBJIATH

SHCKTPOHHaﬂ KOMMEpIIUA

HepCOHaJ’II/IBaL{Hﬂ — OTO MHPOKO paCIpOCTpaHCHHAass MApKETHUHTOBasA CTPATCTUL
B BHCKTPOHHOﬁ KOMMEPIIMH, KOTOpas II03BOJIACT CIHCHUATIUCTAM I10 MapKETHHTY
aJapeCHbIC

MOJIOKUTENIbHOE OTHOIICHHE K B3aUMOJICHCTBHIO C MOCTABIUKAMU yciyT [23].

COOOIIEHUS onpeneneﬂﬂoﬁ AyIUTOpHH, TIOBBILIAsA

Ilepconamm3anust — HCHONBb30BaHHE HH(POPMAIUH O KOHKPETHOM IIOJB30BaTele,
KOTOPBIH NPENOCTABIAET HHANBHIyalu3MPOBAHHbIE UM NIEPCOHATM3UPOBAHHBIE YCIYTH
JUIS OJIB30BATEN, U afaNTalHs IPOyKTa WM YCIIYTH K IPENOYTEHHAM HOKyaTeIs.
Ilepconanusanus o3HauaeT MHAMBUIYAIH3aLUI0 IPOMYKTOB, YCIYT M COAEPKHUMOIO
B COOTBETCTBHH C HHTEPECAMU U MPEIIOYTCHIUSIMI KIUCHTOB [25]

MoGuibHas KOMMEpPIHs

Iepconanu3anusi — MOIIHBII HHCTPYMEHT JUIsi OpEHIOB, KOTOPBI MO3BOJSECT
3((deKTUBHO B3aUMOJCHCTBOBATh C MOOWIBHBIMH IIOJI30BATEIAMHU, (HOPMHUPOBATH
1 YAePKUBATh JIOSUIBHOCTh KIIMEHTOB, NOJEPKUBATh OTHOLICHHS € ITOTpeOuTe sIMU [24]

Puc. 2. [Toaxoasl K CYIIHOCTH MOHSTHS «IIEPCOHATN3ALNS B KOHTEKCTE 3JICKTPOHHOH U MOOMIIbHOH KOMMEpLIMH

Fig. 2. Approaches to the concept “personalization” in the context of electronic and mobile commerce

C TOYKHM 3peHUs ICKTPOHHOU KOMMEPIIHH MEepCco-
HAJIHA3aIUs BKIIOYAET:
— aBTOMATHYCCKOE WM3MCHCHUC BCO-CTPAHUI IS

COOTBETCTBUSI MOTPEOHOCTSIM, HHTEpecaM, 3HAHHUSIM,
[IeJISIM WITH 3aj1adaM OTJIEeIbHOTO mmoJib3oBartens (Web);
— ¢opMBI cOOpa MaHHBIX O MOTPEOUTENAK YIS
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(GhopMUpPOBaHUSA PEKOMEHAALUN MO TPOIYKTaM JUIs
notpeduTenen (3IEKTPOHHAS KOMMEPIIHS).

DMITUPUYIECKHUE UCCICIOBAHUS TOKA3aJHd, YTO Tep-
COHAJHM3ANUs SBJISACTCS KIIFOYEBBIM (HaKTOPOM B YIO-
BJIETBOPEHUHU OKUJIAHUW TI0JIb30BaTEJICH pa3IMYHBIX
TexHoJoruit [26]. ABTOpbl [27] OOHApyXWIH, YTO
MEPCOHAIM3ANNS BIUSACT HA B3aMMOJCHCTBHE IOTpe-
outenell ¢ MOOWJIBHBIMH MPHUIIOKCHAAMH, KOHTPOIH-
PYIOIIIMH COCTOSIHHE 310poBbs. Korma nmdposeie
HOCHMBIE YCTPOWCTBA COOUPAIOT JaHHBIE OT MOTPEOU-
TEJNeW, AJIrOPUTM YCTPOWCTBA OTIPABISIET OOpPATHO
MEPCOHAIM3UPOBAHHBIC OTBETHI, KOTOPHIC ITOMOTAIOT
YOpaBJIATh JTHYHBIM 310poBheM. Hampumep, moTpedu-
TEJHM XOTENM OBl TOJYYHTh NMEPCOHANBHYIO HH(OpMa-
U0 O MOJE, CTWJIC WU IIOMUHIE, U MHOTHE PO3HHY-
HBIC MPOAABIEI, KPYIHBIE MOJHBIC OpeHABI pa3pada-
THIBAIOT MPWIOKEHUS C BUPTYaIbHBIMH ITOMOIITHUKA-
mu. Ilepconanuszamus siBisieTcss 3(PQGEKTUBHBIM HH-
CTPYMEHTOM, KOTOPBI IIO3BOJIIET ITOJB30BATEISIM
B3aMMOJICHICTBOBaTh C MOOWIBHBIM HPHIOKEHUEM
1 TEM CaMbIM YIPaBIATH JIOSUIEHOCTBIO TIOTpeOHTENeH.

PasBurtue u mmpokoe MNpUMEHeHHe IH(POBBIX
TEXHOJIOTUIT MOXXET 00ecneynTh HeoOXOAUMYIO Iep-
COHANMHM3ANUI0 JJIsI ()OPMHUPOBAHUSA KIMCHTOOPUCHTH-
poBanHocTH mpennpusaTuss. CRM-cUCTEMBI HCIOJNb-
3YIOT IUIsL TOTO, YTOOBI 00ECTICUNTh WHIAMBHIYATbHBIN
MOJIXOJT K KOXKIOMY KIIMeHTY. Ha OCHOBE MOITy4eHHBIX
AHHBIX O MOTEHIMAJbHBIX KJIHWEHTax (JIUje) crenma-
JUCTHI KOMITAHUHM CMOTYT BBICTPOUTH IIEPCOHAIN3HPO-
BaHHYI0O KOMMYHHUKAIMIO U OOIIATHCS C TEMH, KTO 3a-
HHTEPECOBAaH B TOBape WJIM YCIyre. BeImensroT aumsl
CJIEYIOIINX THIIOB:

— MQL (Marketing Qualified Lead) — xBamuduru-
POBaHHBIC MApPKETUHTOM TOTCHIHMAIBHBIC KIUCHTEI
C TOTCHIMATBHOW MOTPEOHOCTHIO B TPOAYKTE WM
yCITyre KOMITAaHUH, ¢ KOTOPBIMH CBSI3BIBAIOTCSI, YTOOBI
MOJTBEPANTh JaHHBIC, Y3HATh MPOOJIEMY U MpPEIyIo-
KHUTh TOJXOJIAIICE PEIICHHUE;

— SQL (Sales Qualified Lead) — «ueHnbII» 1, KBa-
JUQHUIUPOBAHHBI KOMaHIOW TPOJAX, WM KIHEHT
C TIONTBEPXICHHOH MOTPEOHOCTHIO W TOTOBHOCTBIO
K TIOKYIIKE, ¢ KOTOPBIMU Pa0OTaeT KoMaHa Mpojax (co-
3BaHUBACTCS M TIOAOUPACT IIEPCOHATBHBIC PEIIICHHS).

IoTpeduTe/bckas HEHHOCTh U B3aUMO/elicTBHE
C MOTPeOMTESIMH KaK OCHOBA KJIMEHTOOPHEHTH-
POBAHHOCTH MpPeINPUSTHS

[u¢posas tpanchopmarys 6uzHeca BIMSET HA WH-
TEHCHBHOE pa3BUTHE KOMIIAHWM, OOeCIedmBasi MaKCH-
MaJbHYIO MOTPEOUTENILCKYIO IIEHHOCTh M KIMEHTOOPH-
eHTHpoBaHHOCTH. Tak, M. A. Apenkos, lO. B. Kpsuiosa,
M. K. llemxapuk, u3ydas MOTCHIMAT IUPPOBHIX TEX-
HOJIOTHH B PAa3BUTHH KIMEHTOOPHEHTHPOBAHHOCTH
KOMIIaHHH, KOTOPBIE aKTHBHO HMCIIONB3YIOT B IIPOIIECCE
ousHec-TpaHchopmaruu (oOiraka, OOJBIINE JTaHHEIE,
MaIlmuHHOe O0y4YeHue, MOOWIBHBIE YCTPOWCTBA, HH-
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TepHet Bewlei, 3D, IpOoHBI U T. A.), IPUIILIH K BBIBOAY,
YTO TAKUE TEXHOJOTHH IO3BOJIIOT 32 CYET MapKCTHH-
ra BOBIJICYCHHOCTH CO3JaTh YHUKAaJbHYIO MOTPECOU-
TEJIbCKYIO0 IIEHHOCTH [21].

Kpome 3T0ro, KIMEHT MOKET CTaTh aKTUBHOM CTO-
POHOM TIpoliecca CO3AaHUS IEHHOCTH, KOTJa KOMIIa-
HUS BOBJIEKAET €r0 B MPSIMOE B3aMMOJEHCTBHE — CO-
TPYAHUYECTBO WJIM COTBOPYECTBO, YTO OCOOCHHO aK-
TyaJbHO IJIsl KINEHTOOPHEHTUPOBAHHOW KOMIIAHUU.
BrIcokast BOBIEUEHHOCTh TIOTPEOUTENS BO B3aUMOJICH-
CTBHH C OPCHIIOM MPEAINoJaracT aKTHBHYIO MMO3UIIHIO
MOKyMaTeass U CHOCOOCTBYET POCTY JOSIIBHOCTH IIO-
TpeOHUTEeNCH, T. K. 0OYCIOBIMBACT MOBBIIICHUE OCBE-
JIOMJICHHOCTH O OpeHmae U (OpMHUpPYET IMPHBEPIKCH-
HOCTh K OpeHny. Hanpumep, Takoi HHCTPYMEHT, Kak
KpayACOPCUHT B COIMAIBHBIX CETSAX, MO3BOJIICT CIPO-
CUTPH TIOANNCYHUKOB, KaKHE BKYCHl UM HPABSTCS, KaKHe
00pa3el OHHU MPEANIOYNTAIOT, €CTh JIM Y HHUX CBEXKHE
UJIeN O TPOAYKTaX WJIHM CEPBHCE, W MOJIYUUTH NPSIMEIC
PEKOMEHIAINH [UIS TPUHATHS PEIICHUH 0 TPOIYKTO-
BOHM WJIM LIEHOBOW MOJIUTHKE KoMIaHuu. [losTomy coB-
MECTHOE C TIOTpeOUTEIEeM CO3/1aHke IICHHOCTH OpeHIa —
9TO JONTOCPOYHBIA MPOEKT, 0OCCIICUYNBAONINIA KITUCH-
TOOPUCHTHPOBAHHOCTh TPEIIPUATUS U TPEIIOarar-
MIMHA pa3UYHBIC THITBI COTBOPYECTBA OT aJaNTaIlUH
CYIICCTBYIOIIUX MPOIYKTOB HA OCHOBE OOPAaTHON CBS3H
¢ motpedureneM 10 pa3pabOTKU HOBOTO IMPOIYKTa HIIH
YCIIYTH aKTUBHBIMH TOTPEOUTEIAMHE.

CoriacHO TPOIECCHOMY MOAXOIY K KIIMEHTOOPH-
EHTHPOBAaHHOCTH MBI pa3paboTalii MOJENb KIHCHTO-
OPUEHTHPOBAHHOTO MPEIIPHUATHSA, TAE TPEACTABICHBI:
1) OCHOBHBIE aKTyaJbHBIE OHM3HEC-TIPOIECCHI KOMIIa-
HHUH, TO3BOJIAIONINE IONYyYUTh WHPOPMAIWIO B pe-
3yJIbTAaTe AHAIUTHYCCKUX IPOLECAYp, ayauTa IMoKa3a-
TeNel; 2) cTpaTernyeckue OU3HEC-TIPOIECChI, KOTOPEIC
HarpaBJIeHBl Ha (POPMUPOBAHKUE KIMECHTCKOTO KaITHTa-
Ja TPEeanpusATus; 3) NpOrpaMMbl MapKETHHTOBOTO
BO3JCUCTBHS HA KOHKPETHOTO MOTPEOHUTENS B TOYKAX
KOHTaKkTa B MeNAX 3(PQPEKTUBHOTO B3aUMOJCHCTBUS
¢ motpeburemsimu (puc. 3).

BusHec-mporiecchl, OCHOBaHHBIE Ha NPHUMEHEHHH
WHCTPYMEHTOB KIMCHTOOPHEHTHPOBAHHOCTH, HAIIpaB-
JeHbl Ha (OPMHUPOBAHHWE DKOCHCTEMBI KOMIIAHHWH,
HAIIeJICHHOW Ha MHTEPECHl MOTPeOWTeINs, M KINEHTO-
OPUCHTHUPOBAHHOM KOPIIOPATUBHOMN KYJIBTYPHL.

Bonee Toro, morpeOuTENM B3aUMOICHCTBYIOT
C KOMIIAaHUSIMUA ¥ OpEeHAaMU TOCPEICTBOM Pa3IMIHBIX
OHJAH- U o((IaliH-KaHAJIOB, YTO CTUMYIUPYET OM-
HUKaHAJbHOE MOBEJICHUE. B TakoM KOHTEKCTE KOMIIa-
HUSM HEOOXOIUMO OBITh 0OJice THOKMMH, Y€M IMPEexkK-
Jie, 9TOOBl COOTBETCTBOBATH OKHJAHUSAM IOTpEOHUTE-
el M o0ecnevnTh YAOBIETBOPUTENBHBIH TOTPEOH-
TenbCcKkui ombIT. OMHUKAaHAIBHOE IOBEIEHHE IIOTpe-
outenedt 00ycIOBIMBaeT HEOOXOAMMOCTH (OPMHUPO-
BaHUS KIIMEHTOOPHEHTHPOBAHHBIX OTHOIICHUH B KaXK-
JIOM KaHaJle C YUYETOM €To CHeIH(UKH.
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Fig. 3. Model of a client-centered company in conditions of digital business transformation

B3auMmopnelcTBUs, KOTOpbIE NPOUCXONAT MEXKIY
norpedurteneM U OpeHJ0M/KOMIAHHUEH OT OCO3HAHUS
moTpeOHOCTH B TOBAape WM yCiIyre (BKIIOYAsl TTOWCK
vHPOPMANKN) A0 MOCIEIOKYIIOYHOW CTaINH, N3BECT-
HBI KaK «IIyTh KJIHeHTa» [28], 94TO mpenmoiaraer omu-
CaHWe KJIMEHTCKOTO OIIbITa, IIPU KOTOPOM DPa3IMYHbIE
TOYKH COIIPUKOCHOBEHMSI XapaKTepU3YIOT B3aUMOICH-
CTBHE KIIMEHTOB C MHTEPECYIOIIMM OpEHIOM, MPOIYyK-
ToM WM yciyrod. [lyTe wiuM myremecTBue KIMEHTa
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MOXET OBITh YCIICHIHBIM TOJBKO B TOM CIy4ae, €CIIH
TOYKH COTPHKOCHOBEHHS aJICKBATHO HWHTEIPHPOBAHbI
HE TOJNBKO C TOYKH 3PEHHUS KaHalla B3aUMOACHCTBUS,
HO ¥ C TOYKH 3PCHUST KOMMYHHKAIHH.

Takum  00pa3oM, KIHMEHTOOPHEHTHPOBAHHOCTH
HpeAnpusTHs Tnpeanonaraet 3(QGEeKTHBHOE B3aUMO-
JICHCTBHE C MOTPEOUTENSIMM B PA3JIMYHBIX TOYKaX
KOHTaKTa B COOTBETCTBUM C YPOBHEM OMHHKAaHaJIbHO-
CTH IIOTPEOMTEIIsl, KOTOPBIH MOXET IEPEeXOIUTh M3
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OJTHOTO KaHajia B JPYTOH, HAIIpUMEp MEPEHTH U3 COLU-
aNBPHOM CETH Ha CalT, 4TOOBI M3yYUTh TOBAp, a Jaiee
MepeiTH B MOOIIBHOE TPIJIOKEHHE OpeHNa U KyMUTh
ToBap. [loBeieHIe CETMEHTOB IOTPEOUTENIEH OTIINYACT-
cs, TIOATOMY Il KOMITAHWM HeoOXxoanMma pazpaboTka
CIIEHapHUeB TOBeACHUs noTpedureneir. Ha ocHoBe man-
HOW WH(pOPMAMA MOXHO pa3paboTaTh MPOrPaMMbI
MapKETHHTOBOTO BO3ICHCTBHS Ha KOHKPETHOTO MOTpe-
OWTENs B Pa3IMIHBIX TOYKAX KOHTAKTA.

3akiaouenue

B Hacrosiiee Bpemsl CyIIECTBYIOT pa3iMdHbIe MOJ-
XOZbl K KaTETOPUH KIMEHTOOPUEHTUPOBAHHOCTD Tpe/-
npusatusi. CorjiacHO TPOBEACHHBIM HCCIIEIO0BAHUSIM

MBI BBIJCITHIIN YETHIPE MOAXOa K OMPEICICHHIO CYIII-
HOCTH  KJIMCHTOOPHUCHTHPOBAHHOCTH.  [IporieccHbIi
MOAXOJ K KIMCHTOOPHUEHTHUPOBAHHOCTU SIBJISCTCS Ca-
MBIM KOMIUICKCHBIM, MO3BOJISICT ONTHMU3UPOBATH BBI-
JeJisieMble KOMITaHHEH pecypchl Ha pa3paboTKy Mpo-
rpaMM MapKETHHTOBOTO BO3JICHCTBHS Ha KOHKPETHOTO
MoTpeOUTeNsT B TOYKaX KOHTaKTa. PazpaboTanHass HaMu
MOZIeNib  KITMEHTOOPHEHTUPOBAHHOCTH  MPEANPHUSITHS
OTpPaXkaeT OCHOBHBIC AHATUTUYECKUE U CTPATETHUSCKUEC
KIMEHTOOPUEHTHPOBAHHbIE OHM3HEC-TPOLIECChl, KOTO-
pBIC HaIleJeHBI Ha (POPMUPOBAHKE SKOCUCTEMBI KOMIIA-
HUH, HAMPaBICHHON Ha MOTPEOHOCTH KIUCHTA, U KITU-
CHTOOPHCHTUPOBAHHON KOPIIOPATHBHOM KYJIBTYPHI.
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