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AHHOTaUMA

MpakTUYecKnini ONbIT MOKa3blBaeT, YTO Ha CerofHs kak B Poccun, Tak M 3a pybexom Het
COBEPLLEHHOr0 Crocoba, NoOMOraroLero Bblopatb ONTUMa/IbHYHO FOTOBYIO CUCTEMY YNpaB/ieHNs
NH(opMaLmein o KnneHTax. Komnanun-nponssogutenn CRM co3patoT cOO6CTBEHHbIE CNOCOOLI U
METOAUKW, B KOHEYHOM WTOre HaueneHHble Ha ucnonb3oBaHne CRM, KoTopble vMU U
pa3pabaTblBaloTCca. B pe3ynbTare - CUCTEM M METOAMK MHOFO, & BblbpaTb ONTUMabHBINA BapUaHT
[N OpraHn3auny Bce CNOXHEE U CIOXHEe.

Ha cerofHAWHMIA geHb B Poccum 1 3a py6eXxoM HET COBEPLUEHHOro Crocoba, MomoraroLero
BblOpaTb  OMTUMaNbHYHO TOTOBYH) CUCTEMY YMpaBfeHWs WHGOpMauuMein O  K/IMEHTax.
Ob6s3aTeNnbHOE U HEOOXOAMMOE YCMOBME ANs BbloOpa OnTUManbHon CRM-cuCTEMbl - 3TO
FCHOCTb W NOHUMAaHWe 3afay, KOTopble KOMNaHWUSA XO4eT pewmnTb. B cTatbe paccmaTpuBaeTcs
anroputm  Bblbopa CRM-cucTeMbl € UCMOMb30BaHMEM  METOLOB  KaYeCTBEHHOMO U
KO/IMYECTBEHHOI0 aHa/In3a A/1s1 MoJTyYeHNs KOHKPETHOTO 060CHOBaHNSA A5 MPUHSATUSA PELLIEHUS.
KauecTBeHHbIi aHasnM3 MO3BONUT BbISBUTL BO3MOXHble Kputepun Bblibopa CRM-cuctembl.
KonunuecTBeHHbI aHa/nM3 MO3BONSET OMpPeAeUTb KOMYECTBEHHOE COOTHOLLEHNE KOMMOHEHTOB
B aHanM3Mpyemom 00bekTe. Ha 3aBepluatollem atane Bblbopa CRM-CUCTEMbI, HA OCHOBaHWU
BblIOPaHHbIX KPUTEPUEB, 4J15 CPaBHEHWSA 0TOBPaHHbIX paHee CUCTEM MOXHO MCMOJ/b30BaTb METOL
aHanun3a nepapxuil.

Kntouesble cnosa: CRM-cuctema; B3aMMOAENCTBME C K/IMEHTaMU; BU3HEC-KPUTEPUN.
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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
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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.

MpakKTUYeCcKUin onbIT MOKasblBaeT, 4YTO Ha CerofHA kak B Poccuu, Tak ¥ 3a py6exom Het
COBepLleHHOro crocoba, Mnomorawolero BbibpaTb ONTUMANbHYK TOTOBYIHO CUCTEMY YMpaBfieHUs
nHpopmaumelr o KnveHTax. KomnaHuu-npoussogutenn CRM co3paloT CO6CTBEHHble CNOCO6bI U
MeTOAMKMN, B KOHEYHOM MTOre Hale/leHHble Ha nucnonb3osaHne CRM, KoTopble UMK U pa3pabaTbiBalOTCS.
B pesynbTate - cuCTEM U METOAMK MHOrO, a BblOpaTb ONTUMA/bHbIA BapuaHT AN OpraHu3auuu Bce
C/MIOXHEE U CMIOXKHEE.

OTCcyTCTBME TPamMOTHON METOAMKM Bbl6Opa OYeHb 4YacTo NPUBOAMUT K TOMY, 4TO Hebonbluue
KomMnaHuu, Bblbupatowme ana ce6s CRM, BKIOYaOT B NOTEHLUUANbHBIA CMUCOK COBEPLUEHHO MONSPHbIE
CUCTEMBbI, KaK Mo PyHKLMOHaNny, Tak 1 no ctommocTtun. MNonyyaeTcs napafokc: KOMMNaHUs paccMmatpuBaeT
K MCNONb30BaHWIO OAHOBPEMEHHO W [0OPOrocToAllyo KomnfaekcHywo CRM, OpMeHTUPOBAHHYIO Ha
XONIAVHIM W KOprnopauuy C MHOTOYUC/IEHHbIMW (UAManamu, n CKPOMHYK cucTemy C 6a30BbiM
(DYHKLWOHANOM, pacCYMTaHHYK Ha Manoe npeanpustve ¢ obuieil YMCNEHHOCTbIO nepcoHana B 10-15
4enoBeK.

Mpo6bnema BblI6Opa [AONOMHUTENLHO YCNOXHAETCA M3-32 OrpaHUYeHHOCTU Or[KeTa, KOTOPbIN
XapakTepeH AN ManbiX U CPeSHUX KOMMNaHWIA.

C nNpaKTMYecKOW TOUYKM 3peHns npouecc Bbibopa rotoBoli CRM MOXHO pa3feninTb Ha cnegytouine
Laru:

1) OnpepgeneHne ueneid ucnonb3oBaHMs CRM ¥ UeHbl, KOTOpPYH KOMMaHWs roToBa 3a 3TO
3annaTuTe.

2) bBusHec-kputepum Bbibopa CRM.

Ona  Bbibopa CRM-cuctembl LLenecoo6pasHoO  UCMONb30BaTb  MeTO[  KayeCTBEHHOro w
KO/IMYECTBEHHOIO aHann3a.

KayeCcTBeHHbI aHaiM3 N03BOUT BbIBUTb BO3MOXHbIe KpUTepumn Bbibopa CRM-cuctemsl.

Kputepuii - npu3Hak, Ha OCHOBaHWW KOTOPOro MPOU3BOAMTCA OLEHKa, OnpefeneHne wunu
Knaccugukauma yero-nnéo [4].

MepBbiM LWAromMm B MNPOBEAEHWM KAaYeCTBEHHOrO aHanu3a ABNAETCA YETKOe OrnpefeneHue BCEX
BO3MOXHbIX KpuTepues Bbioopa CRM-CUCTEM, CYLLECTBYIOLNX HA PbIHKE.

O6s3aTennbHOe M Heobxofgumoe ycnosue Ana Bbibopa onTuManbHo CRM - 37O ACHOCTb U
NMOHMMaHMWe 3afay, KOTOpble KOMMaHUS XOo4yeT pewnTb. [n8 TOro 4Ytobbl 3TO MOHMMAHWE MOSABWUIIOCH,
LlenecoobpasHo NpoaHanm3npoBaThb (akTopsl, BAnsAoWMe Ha Bbibop CRM-cuctembl (Tabnunua 1).

Tabnmua 1
dakTOopbl, BAMAKOUWMe Ha BbIGop CRM-cucTembl
Table 1
Factors influencing the choice of CRM system
dakTopbl OnucaHune
Llenn, KoTopble HeO6XOAMMO - MOBbILIEHME KauyecTBa 06CNYXMBaHNSA KINEHTOB;
AOCTUTHYTb NpW BHEAPEHNN - CBefleHVe [JaHHbIX N0 paboTe C KNMEHTAMU B eUHYI0 6a3y;

- [OCTYn K OTYETaM B PeXWMe OHNAWH;
- CcO03jaHMe  Cnucka HeobGXOAWMbLIX  MeponpuATUA  ©n  UX
pe3ynbTaTos;
- KOHTpPO/b 3a paboTOoW MEHeKepoB.
Cuctema cknagckoro ydetra u 1C: MNpepgnpuatue 7.7

oyxrantepuu
AcCCOPTUMEHT ToBapoB Ob6opyaoBaHWe W nNporpammHoe obecrnedveHve ANA aBToOMaTu3auuu
KOMnaHuu TOProsaun
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dakTopbl OnucaHune

MpuHUUN ueHoobpasoBaHmA LleHa 3akpenneHHas, 3ahukcmpoBaHHas B 1C 1 MeHe[XXep He MMeeT
npasa faBaTb CKUAKU

CreneHb apTomartumsaumm busHec-npouecc npogax gopmannsosaH n 80-90% npojax maeTt no

npowecca nNpojaxmu YeTKOMY anroputmy

KnneHTbl KOMNaHnm dur3nyeckue 1 puanyeckne nuua

Konnuectso noTeHunanbHbIX Bonbwoe, TpebyeTcas MHOrO0 BPEMEHW Ha 3aHECEHWe [aHHbIX B

K/IMEHTOB Ha pblHKe OyMaXKHble HOCUTENN

PerynapHocTb 3akynok 80% perynsapHbix 3akynok, 20% pa3oBbiX

K/MEHTOB
MpuHuMn  pacyeta 6GOHYCOB BOHYCbl MeHeKepoB CUMTAKOTCA KaK MPOLUEHT OT BbINOMHEHNSA
MeHe[)KepoB nnaHa

Cneuunanuctbl, KoTopble 6ynyT PyKOBOACTBO, COTPYLHUKWN OTAE/N0B

paboTaTb C CUCTEMOIA

Brogxer, Bbl€NEHHbI A Ha VMmeeT 3HaueHMe BHOAKETHOCTb

aBTOMaTM3aLmIo

BTopbiM warom Bbibopa CRM-cucTeMbl SBASAETCA KOMYECTBEHHbIA aHann3, KOTOPblA MO3BONUT
ONpefennTb KOIMYECTBEHHOE COOTHOLUEHME KOMMOHEHTOB B aHaIn3npyeMom 00bEKTE.

Ha cerogHAWHWIA AeHb Ha pbiHKe npeacTaBfeHbl COTHM CRM pelwleHuid, U TONbKO HebonbLuoe
KO/INYECTBO U3 HUX MOTYT MOAOWTM ONTUMaNbHO KOHKPETHOMY 6u3Hecy. YTo6bl NONy4nUTb KOPOTKUiA
CMUCOK, HY>XHO M3 A/IMHHOrO CMWCKa MOC/Nef0BaTeNbHO WUCK/IOYNTL BCe KOMMaHWW, YbW pPelleHns He
MOAXOAAT MO (PYHKUMOHANY, MacwwTady v ApYrUM KpPUTEPUAM.

Ons ot6opa 6blnn BblGpaHbl KOMNaeKcHble CRM-cucTembl, 3aHUMatoLimMe nepsble 7 NO3ULNIA B
pernTUHre, COCTaBNEHHOM creuuanucTaMmm UHgpopMaunoHHoro noptana «Mpaktuka CRM» (tabnuua 2)

[9].

Tabnumua 2
PeNTUHI KoMM/ieKCHbIX CRM-cucTem
Table 2
The rating of complex CRM-systems
Cucrtema BeHpop
1 Microsoft Dynamics CRM Microsoft
2 Oracle Siebel CRM ORACLE
3 1C:CRM IMPO® 2.0 1C-Papyc
4 SugarCRM SugarCRM
5 ELMA CRM ELMA
6 SAP CRM SAP AG
7 MerannaH MerannaH

KpaTtkas xapakTepucTuKa BblopaHHbIX CUCTEM:

1) Microsoft Dynamics CRM.

Mnatdopma 6usHec-npunoxeHunii Microsoft Dynamics CRM no3BonsieT pocCUMIiCKMM KOMMaHUAM
NoBbILWaTb KOHKYPEHTOCNOCOOHOCTH 3a cYeT pocTa a(eKTUBHOCTM paboTbl C KTMEHTAMU PO3HUYHOIO U
KOpnopaTvBHOI0 CErMEHTOB, COKpalatb 3aTpaTbl Ha 3aMyCK 1 MPOAAXN HOBbIX NMPOLYKTOB W MOBbILLATH
YA0BMETBOPEHHOCTb 3aKa34MKOB 6/1arofaps UCnonb30BaHUO MepefoBbIX TEXHONOTUA.

Microsoft Dynamics CRM — MOLWHbIA WUHCTPYMEHT AN YNpaBfieHUs B3aMMOOTHOLUIEHUAMU C
KnneHTamn. OH NOBbIWAET NPOAYKTUBHOCTb COTPYLHWKOB BHYTPU W BHe opraHusauuu n obneruvaer
B3aMMO/eiCcTBUe OTAENOB MPOLAX, MapKeTUHra v 06CNyXXMBaHUA KIMEHTOB C MOMOLLbIO COBPEMEHHbIX
TEXHOMOMNI, UHTErPUPOBAHHBIX B eANHYI0 paboyyto cpeay.
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KntouyeBble pe3ynbTaTbl Mcnonb3oBaHns Microsoft Dynamics CRM:

- CHWXeHue CTOMMOCTWU MPUBNEYEHUA HOBbLIX K/IMEHTOB, BbICOKOE KayeCTBO MAapPKETMHIOBbIX
[aHHbIX Y BO3MOXHOCTb aHa/nn3a Bo3BpaTa Ha MapKETUHIOBbIE NHBECTUL MK,

- COKpalieHMe LMK/ia U CTOMMOCTM MpPOJaxXwu, ynpas/ieHWe BOPOHKOW Mpojax, YyBeln4veHue
KO/IMYeCcTBa 3aKPbITbIX CAENOK;

- YBe/IMYEHME TNpofax CYLWEeCTBYHOLUM KAMEHTaM, CHWXeHWe CTOMMOCTU 06CNy>XMBaHWA
K/IMEHTOB, MOBbILWEHWE UX YL0B/ETBOPEHHOCTU 1 N0ANILHOCTH [8].

2) Oracle Siebel CRM.

Oracle Siebel CRM - cuctema ynpaBneHns B3aMMOOTHOLUEHUAMW C KAWEHTaMW, NO3BONAKOLLaN
MOCTPOUTL KOMMJIEKCHYHO KOPMOPaTUBHYK WH(POPMALMOHHYIO CUCTEMY, aBTOMAaTU3UPYIOLWYIO Kak
onepauun (poHT-oduca: ynpasfieHWe MNpoAaKamun, CEpPBUCOM, MAPKETMHIOM M B3aVIMOOTHOLUEHMSA C
napTHepamu, - Tak U 63K-OPUCHbIe 33faun: aHaMTUKa, YrnpaB/ieHWe 3aKa3aMy W NepcoHanoM, pacyer
KOMMeHcauunin coTpygHmkam v 1.n. Cuctema TakKe NO3BONSET MPOBECTU UHTerpauuto ¢ nbbimm UT-
CUCTEMaMW KIIMEHTA.

Mpenmywectsa Oracle Siebel CRM:

- MogynbHaa CcTpyKTypa - M03BO/SeT KOMMaHWAM Bbl6bupatb ¥ WCNO/Mb30BaTb TOJ/IbKO
HeobxoAnMble MOLYNW. 3TO faeT BO3MOXHOCTb BHELPATL CUCTEMY NO3TarHoO.

- T'mbkKoCTb M pacwmMpseMoCTb - apxXuTekTypa W CcpefcTBa HacTpoiiku Siebel nossonsawT
KOH(Mrypuposatb NPOAYKT B COOTBETCTBUW C TpeboBaHNAMM BU3Heca.

- Hannuwne 6onee 20-Tv NOMHODYHKLMOHANbHLIX O0Tpacnesbix CRM-pelleHunii, aganTUpoBaHHbIX
Noj 0CO6EHHOCTM KOHKPETHbIX OTpacnei, No3BOMAKOT CHU3UTb CTOMMOCTb YacTu ycnyr B CRM-npoekTe.
Kpome Toro, otpacnesble CRM-peweHuns cogep)xat B cebe ONbIT U TEXHONOTMU paboTbl PasIMUHbIX
NPegnpuATAIA 0Tpacnn, YTo elle 60/bLUe YBENYMBAET UX LEHHOCTb [9].

3) 1C:CRM MPO® 2.0.

PeweHune «1C:CRM MPO®. Pegakumna 2.0» npefgHa3Ha4yeHO AN KOMNaHWA cpedHero 6usHeca, a
TakXe A1 KOMNaHWin mManoro 6usHeca ¢ NOTpe6HOCTbIO COBMECTHON paboThl 60/ee 5 nonb3oBaTenein B
eANHOA MHMOPMaLNOHHON 6ase. AHanuTuyeckas CRM-cucTema MO3BOMSET aBTOMATM3MpPOBaTb BCe
6u3Hec-npoueccbl KOMNaHUM B COOTBETCTBUM C KoHuenuueld CRM, BKoYas oTAesNbl 3aKyNoK, Npojax,
MapKeTMHra, CEPBMCHOIO 06CMYyXMBaHUA 1 CNY>XObl KayecTBa, a TakXe ynpasnaTb 6M3Hec-npoieccamu
Ha BCex 3Tanax B3auMOLENCTBUSA C KNIMEHTaMn U BHYTPU OpraHu3auuu.

«1C:CRM MPO® 2.0» no3BosnseT:

- MOCTPOUTbL CUCTEMY YrMpaB/ieHUs Npojaxamu,

- MOBbLICUTbL NOANILHOCTb K/INEHTOB;

- yBenumuuTb 06bem npogax [9].

4) SugarCRM.

SugarCRM - peiTuHroeass opensource CRM-cuctema, KOTOPYK MCMONb3YIOT AECATKU ThbICAY
KOMMNaHuin no Bcemy mupy. OrpoMHOe KO/IMYECTBO MOAY/el pacliMpeHus u OTCYTCTBMe NULEH3NIA Ha
nofKntYeHne nonb3oBaTenein obecrneymaetr SugarCRM BaXHOe MPeMMYyLeCcTBO - HU3KYK CTOMMOCTb
BRafeHuns.

CRM-cuctema Ha ocHoBe SugarCRM nomoraet peluaTb 3aja4u:

- LeHTpanu3auus KINeHTCKoM 6a3sbl;

- aBTOMAaTM3aumsa NpAmbIX NPoAax;

- YAep>aHue K/NeHTOB;

- onepaTvBHbI/ aHann3 NpPoLLeccoB NPOAAX N MapKeTUHTa;

- MOBbIWeHNe 3PPEKTUBHOCTN PaboTbl KOHTAKT-LEHTPA;

- MOBblWeHWe 3PHEKTUBHOCTN PaboTbl MEHEXXEPOB MO NPojaXkam N MapKETUHTY;

- noBblleHNe 3h(heKTUBHOCTM CEPBMCHOr0 06¢cnyXnsaHus [9].

5) ELMA CRM.

NH®OPMALWMNOHHbBIE TEXHONOI NN

information technologies



Umupesa E.B. AnropnTM Bblibopa CRM-cCTeMbI 1 COBEPLUEHCTBOBaHUS npoLecca
B3anmofencTBuMA c kimeHTamn/ / HayuHblii pesynbTaT.
VIHthopmaLmoHHble TexHonoruu. - T.2, Ne4,2017

MpunoxeHnne "ELMA: CRM" BxoguT B coctaB cuctembl ELMA, npefHasHayeHHOW Ans
ynpaBneHnss KomnaHuei. lMpunoxeHns ELMA MoryT 6biTb NpuMo6GpeTeHbl M PYHKLUMOHUPOBATb Kak
OTAeflbHble MPUIOXeHUsA, TaK U BMeCcTe B eMHOM WHMOPMaLMOHHOM npocTpaHcTee. "ELMA: CRM"
OTHOCUTCA K Knaccy onepaunmoHHoro CRM, OCHOBHbIMWU (DYHKLMAMU KOTOPOro ABAAKOTCA yrpasieHue
npoLeccoM Npojax u BefeHne NCTOPUM B3aMMOOTHOLIEHWIA € KnneHTamu [9].

6) SAP CRM.

Cuctema "YnpasneHve B3aMMOOTHOLLEeHMAMM ¢ KnneHTamun" (SAP CRM) ABnseTcsd e4MHCTBEHHbIM
peweHnem knacca CRM, KoTopoe nO03BONSET 00beAMHATbL COTPYAHWKOB, MApTHEPOB, MPOLIECCHl W
TEXHOMOIMMN B paMKax MOMIHOIO 3aMKHYTOr0 LUMKAa B3anMOLeNCcTBMA € KnmeHTamu. OHO npefocTaBnseT
cpeactea [ANA  BbINOMHEHWS NPOBEPKM LOCTYMHOCTU PECYPCOB B PEeXWME peanbHOro BPEMEHH,
ynpasneHns [Orosopamu, ynpasneHus ¢aktypuposaHnem. C ero MnOMOLWbK AOCTUraeTcs BblCOKas
CTerneHb NPO3PavyHOCTU BbIMOJIHEHMA 3aKa30B U OTC/IeXMUBAHUA UX CTaTyCa.

PeweHne Takxe npegnaraeT (QYHKUUM U BO3MOXHOCTM A1S NNAHWPOBAHWUA MapKeTUHIOBOW
LeATeNbHOCTU,  YNpaBfeHWA  MapKeTUHTOBbIMW  KaMMaHUAMW, OCYLLEeCTB/IEHUA  TefleMapKeTUHra,
reHepaymyM HOBbIX BO3MOXHOCTE MpofaX W CerMeHTauuu KAMEeHTCKOW 6asbl. Kpome TOro, peweHue
SAP CRM "¥npaBneHue B3aUMOOTHOLUEHUAMM C KAWEHTaAMKU" NO3BONAET MPEeAnpuUATUAM npegnaratb
KNMEHTaM MOAAEePXKKY MO CaMbiM pas/IMYHbIM KaHanam: 4Yepe3 LEeHTp B3aMMOLEWCTBUA C KIMEHTaMu, C
NOMOLLbI NHTEPHET-NPUNOXKEHUA LNA CaMOOOCNYXXMBAHUSA K/IMEHTOB, MPUIOXEHWUI ANS ynpasiaeHue
CEpPBMCOM W peknamauuamu, nyTeM O06CNYyXMBaHUA W BbINONHEHUA pPaboT y KAMEHTOB, a Takxe
ynpaBneHns 6a3oii yCTaHOB/IEHHOIO Y KMEHTOB 060PYA0BaHUS.

7) MerannaH.

CRM-cuctema MerannaH ocHOBaHa Ha MOCTaHOBKe 3ajay C nocnefyrouwmm BeLeHUEM MPOEKTOB.
Kpome Toro, oHa fonosiHeHa MHOXeCTBOM MO/e3HbIX (YHKUWUA. Hanpumep, B Heil BO3MOXHO BefeHMe
K/TMEHTCKOW 6a3bl U 6a3bl COTPYAHUKOB, YNPaBEHUYECKNIA N (PUHAHCOBbLI YYeT.

B cucteme MerannaH 4eTKO MponucaHa MnofiHas CTPYKTypa opraHusauuu, Bce €e OThefibl C
yKa3aHvem HayalbHUKOB U MOAUYMHEHHbIX, €CTb BO3MOXHOCTb OrpaHNUUnTbL Nnpasa Nnosib3oBaTens.

Bo BpemMa nocTaHOBKM 334a4y B MeransiaHe yKa3blBalOTCA CPOKW, OTBETCTBEHHbIE INLA, 3aKa3umK 1
CBA3b C MPOYMMMN 3ajavamMu.

MerannaH yHuBepcaseH, W 3TO ero rnaBHoe AocToMHCTBO. OH nopoifetr pns paboTbl Ha
npeanpuaTumM N060I HanpaBneHHOCTU: Oyab TO HE6ONbLLOE Kade, B KOTOPOM paboTatoT 10 4yenoBek, Uamn
e KpynHoe npegnpusatme ¢ 601bWLIMM KOIMYECTBOM COTPYAHUKOB [9].

[Onsa Toro, 4ytobbl OCYLLECTBMTb BblIOOp Hambonee noaxoaswimx CRM-cuctem ans npeanpuatus
npopaHXupyem Kputepunu. Hanbonee 3Ha4MMbIMU ABMIAIOTCA CNEAYHOLL e KPUTEPUN:

1) CootBeTcTBME TpeboBaHNAM OM3Heca.

2) WHTerpaymsa c y4eTHON CUCTEMOIA.

3) CoBOKyMHas CTOMMOCTb BHeAPEHUS.

4) BO03MOXHOCTb HacTpoilku CRM-cucTembl Nog nosb3oBaTesnei.

5) Hannume aHaNUTUYECKNX UHCTPYMEHTOB.

6) Pab6oTa uepe3 NHTepHeT.

CooTBeTcTBMe TpeboBaHMSM OU3Heca - COOTHOLUEHME LUenein W 3agady  npeanpuaTus
(hyHKUMoHanbHocT CRM-cuctembl [10]. Cuctemy Heob6xoammo BbibUpaTb nof TpeboBaHUs OM3Heca, a
He Hao60poT. B AaHHOM Cny4yae roBOpPMTCA 06 OTPACNEBON MPUMEHUMOCTU CUCTEMBI.

Mcnonb3ys CpaBHUTENbHYK XapakTepUCTUKY CUCTEM, pPacCcMOTpUM (QYHKUMOHanbHOCT CRM-
cuctem «Microsoft Dynamics CRM», «Oracle Siebel CRM», «1C:CRM TMPO® 2.0», «SugarCRMp»,
«ELMA CRM», «SAP CRM», «MerannaH» no kputeputo «CooTBeTCcTBME TpeboBaHMAM OM3Heca»
(tabnuua 3).

NH®OPMALWMNOHHbBIE TEXHONOI NN

information technologies



J
I Umupesa E.B. AnropnTM Bblibopa CRM-cCTeMbI 1 COBEPLUEHCTBOBaHUS npoLecca
A B3aMMOfeiCcTBUA C KnneHTamu / / HayuHblii pesynbTaT. 26
VIHthopmaLmoHHble TexHonoruu. - T.2, Ne4,2017

RESEARCH RES uyTrt™n

Tabnuua 3

CpaBHeHne CRM-cuctem no Kputepuio «CooTBETCTBUE TPeboBaHMSIM GM3HECa»
Table 3
Comparison of CRM systems for the criterion ""Compliance with the requirements of the business

i 1C:.CRM
Microsoft Oracle Sugar ELMA SAP

Dynamics  Siebel MnrPo® MerannaH
CRM CRM 2.0 CRM CRM~ CRM
Toprosns ontosas + - + + + + +
Toprosns + - + - + + +

PO3HMYHas

CnenytouinMii KpUTEPUIA - MHTErpaumsa ¢ y4eTHON CUCTEMO. 3a4ecCb MoapasyMeBaeTCs BO3IMOXHOCTb
nuterpaunn CRM-cuctem ¢ «1C» (tabnuua 4).
Tabnuua 4
CpaBHeHne CRM-cuctem no Kputepuio «HTerpayusi ¢ y4eTHOM CUCTEMOM»
Table 4
Comparison of CRM systems according to the criterion of "'Integration with the accounting
system"

Microsoft Oracle

Dynamics Siebel

CRM CRM

«1C: + - + + + - -
MpeagnpuaTune»

1C:.CRM Sugar ELMA SAP

NPO® 20 CRM CRM CRM erannas

COBOKyMHasi CTOMMOCTb BNajeHWs WH(POPMALNOHHON CUCTEMbl BK/OYaeT CyMMYy MNpPsAMbIX U
KOCBEHHbIX 3aTpaT Ha npuobpeTeHMe M BHeAPEeHMEe CUCTEMbl Ha MNpeanpusaTun. B CTOMMOCTb BXOAAT
CyMMa 3aTpaTr Ha npuobpeTeHue NULEH3NIA AN paboymx MecCT, CTOMMOCTb MOATOTOBKM TEXHUYECKOTO
3aflaHnMa M TeXHUYEeCKOW [OKyMeHTauuwu, 3aTpatbl Ha WHMOPMALMOHHO - TEXHO/0rMYyeckoe
COMPOBOX/eHMe pa3paboTumKa U Ha NOlyYeHNe KOHCYNbTaumnii y cneymanncTos.

CuncTeMbl CpaBHMBAKTCA MO 3aTpaTam Ha /IMLEH3WUI0 CepBepa, 3aTpaTaM Ha JINLEH3UI0 OJHOro
paboyero mecTa 1 3atpatam Ha noagepXxky (% B rog ot NePBMYHON CTOMMOCTK).

Cnepyrouimnii KpUTepuini - BO3MOXHOCTb HacTpoilku CRM-cucTembl Noj nosb3oBaTeneil. Kak cama
opraHu3aumsa, TaK W cpefa, OKpyXawlas ee, W3MEHAITCA CO BPeMeHeM. JTO MNPUBOAUT K
Heob6X04MMOCTU U3MEHATL YCNoBKUA paboTbl nonb3osatenein CRM cuctembl. And apheKTUBHON paboThl,
Heo6XxoaMMo, 4TO6bl B CUCTEME Oblfla NMPeayCMOTPEHA BO3MOXHOCTb MPOCTOr0 M BbICTPOr0 M3MEHEHUN
N0/Ib30BaTENbCKUX (DYHKLMIA B COOTBETCTBUN C MEHAKOLLMMUCA BU3HEC-3afa4amMu.

B paHHOM cfnyvae CUCTeMbl CPaBHMBAKOTCA MO BO3MOXHOCTW HACTPOWKM CUCTEMbl MOA 3ajayu
Komnauun (Tabnuua 5).
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Tabnunua 5
CpaBHeHne CRM-cucTemM No KpUTepuio «Bo3mMoXKHOCTb HacTpoiikn CRM-cuctemsl
nof Nosb30BaTenein»
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 nrPo® CRM CRM CRM MerannaH

CRM CRM 2.0

Bo3MOXHOCTb

HaCcTPONKN g‘ g‘ g‘ 8‘ g‘
.- 3] .- © .- 3] . 3] © - ©

CACTEMBI ® © K ® © K x © K ® 2k K ® 2 F =
S c 9 S c 9 S c 9 S c 9 o S c 9 =
L o S L o S L o S L o S N L o S (8]
K £ = E E = E E = E E = = E E = 5
m 2 = R R m 2 = = R M
o T @® o T @® o I ® o T ® 3] o I ® o
™ o ™ o ™ o ™ o o ™ o ™
N S = n S = n S = N S = — o S = 0
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Hannuve aHanMTMYECKUX WHCTPYMEHTOB - [N MPOBEAEHWS aHanm3a W BbISIBNEHWA NOBEAEHUSA
notpebuTenein, nx tpeboBaHnin U oxungaHnin, CRM cuctema [O/MKHaA faBaTb BO3MOXHOCTb MPOBOAUTL
aHann3, OPMEeHTMPOBAHHbIN Ha KaXXA0ro KOHKPETHOro KnneHTa (Tabnuuya 6).

Tabnuua 6
CpaBHeHne CRM-cuctem no Kputeputo «Hannume aHa/IMTUYECKNX UHCTPYMEHTOB>
Table 6
Comparison of CRM systems in terms of ""Analytical tools"
Dynamics  Sieper ICICRM. - Sugar ELMA - SAP
CRM CRM MPO® 2.0 CRM CRM CRM
Hannuune aHaMMTU4YeCKNX
WHCTPYMEHTOB + + + + + + +

Cnepywouwmnii Kputepuin - pabota 4vepe3 VIHTepHeT. B HacTosfliee BpemMs OYEHb BAXHO, 4TOOLI
cuctema noggepxusana yganeHHbli goctyn nosb3osatensd K CRM-cucteme yepes NHTepHeT. Takumu
COBPEMEHHbIMY CpefcTBaMM pPaboTbl ABNAKTCA MOOWAbHBIE MPUIOXKEHUA, 06/M1a4YHble TEXHOJIOTUN.
Pe3ynbTatbl CpaBHEHUA nNpeAcTaBieHbl B Tabnuue 8.

Tabnunua 8
CpaBHeHne CRM-cuctem no Kputepuio «PaboTta yepe3 MIHTepHeT»
Table 8
Comparison of CRM systems in terms of "'the Work on the Internet ™
Microsoft
Dynamics (girjtgcle(la anE:O:%R'szO illfll\ilr ECLQVIMA C?RAI\F;I MerannaH
CRM CRM '
Y naneHHsbIi
p'OCTyrl + + + + + + +
Mob6unbHble Android Android Android Android Jp. Android  Android
NPUIOXeHUA i0S Symbian i0S i0S Symbian i0S
Windows i0S Windows i10S
Windows Windows
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Dyromiss  Sidbel  ICCRM  Sugar ELMA - sAP
CRM CRM MPO® 2.0 CRM CRM CRM
Mopapepxka + + + + - + +
06/1a4YHbIX
TexXHoNorum

Ha 3aBepwwatouiem 3tane Bbibopa CRM-CUCTEMbI, HAa OCHOBAHWW BblIGPaHHbLIX KpUTEpPUEB, A4
CpaBHeHMA 0TO6PaHHbIX paHee CUCTEM MOXHO UCMONb30BaTh METOZ aHanm3a nepapxui.

Metog AHanusza MWepapxuin (MAW, wnHorga MeTAHWMe) — MaTtemaTUUYeCKUini WMHCTPYMEHT
CUCTEMHOr0 NnoAxofa K CNOXHbIM npobnemam MpuHATMA peweHuidi. MAW He npefgnucbiBaeT nuuy,
npuHumatrowemy pewenne (JIMP), Kakoro-nmbo «nNpaBWIbHOTO» peLleHns, a Mno3BOMfAeT emy B
WHTEPaKTUBHOM pexuMe HaNTW TakoW BapuaHT (anbTepHaTUBY), KOTOPbIA HaunydwumuMm o6pas3om
cornacyetcs € ero noHWMaHuem cyTu npob6reMbl ¥ TpebGOBaHMAMM K ee peleHuto. ITOT MeToj
pa3paboTaH aMepukKaHCKMM MaTeMaTtukom Tomacom CaaTw.

B pesynbTate MCNosb30BaHUSA NpeAcTaB/eHHOro anroputma Bbibopa CRM-cucTembl pyKOBOACTBO
opraHum3auum nonyyYnT KOHKPeTHOe 060CHOBaHWe A1 NMPUHATUA PeLLeHuns.
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