2026
. . NelO
DIJIIEKTPOHHBIN HAYYHBIN XXYPHAJI «BEKTOP DKOHOMMKI »

YK 338.24
CUCTEMATH3AIIUA METO/IOB AHA/IU3A U OLIEHKH IIPUMEHEHUA

CRM-CHCTEMBbI HA IIPE/IITIPUATHH
Kanoapmoea H.JL.,
mazucmpaum,
@I'HOY BO Poccuiickuii 20Cy0apcmeentblil COYUaIbHblLL YHUSepcument,
Mockea, Poccus
Epoxun C.I.,
Kanouoam sxonomuueckux nayx, ooyenm,
DI'HOY BO Poccutickuii 20cy0apcmeentblil COYUaIbHbllL YHUSepcumen,

Mockea, Poccus

AnHoTanus. B ctatee paccMmarpuBaeTcs KiiacCu(pUKaIs METOAO0B aHATN3a U OLICHKU
npumenennss CRM-cucTeMbl Ha PEANPUSTHH, TIPOBEACHA CUCTEMAaTHU3aIIHSs TIOIX0I0B
K KilacCU(pUKAMK METOJOB W pAa3JeiieHHe WX Ha TPYIIbl 1O BBITOJTHIEMbIM
GyHKIUAM.  AKTyaJlbHOCTh ~ HUCCJIEOBaHHs  OOYCIIOBIEHA  HEOOXOAMMOCTHIO
CHUCTeMaTHU3allMd METOJOB aHamu3a H OIeHKH npumeHeHuss CRM-cucrembl Ha
NPEANPUIATAA, TaK KaK OTCYTCTBHE €IWHOTO TMOAXOAa 3aTPyIHSIET BBIOOD
MHCTPYMEHTOB JUJIsl M3MepeHusl 3P ¢GeKTUBHOCTH. llenpio wccnenoBaHus SIBISIETCS
CUCTEMATHU3AIM U OTTMCAaHUE METOI0B aHaIM3a 1 orieHkH mpuMeHeHns CRM-cuctemsr
U TPOBEJACHUE KOMIUIEKCHOW KiacCUpUKAIMK METOJA0B C (HOPMHUPOBAHHEM
METOJMYECKOW OCHOBBI I BBIOOpa HMHCTPYMEHTOB U TIOBBIIICHHS KadecTBa
MPUHUMAEMBIX YIIPABICHUECKUX PEIICHUM.

KuarwueBsble ciioBa: CRM-cuctema, ynpasieHue B3aMOOTHOIIEHUSIMU € KIIMCHTaMHU,

METO/Ibl aHAIN3a, METO/IbI OLICHKU, KJIaCCU(UKAIIASI METOJIOB.

SYSTEMATIZATION OF METHODS FOR ANALYZING AND EVALUATING
THE APPLICATION OF A CRM SYSTEM AT AN ENTERPRISE
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Abstract. The article examines the classification of methods for analyzing and
evaluating the application of a CRM system in an enterprise, systematizes approaches
to classifying methods, and divides them into groups according to their functions.
Analysis methods for CRM system application are aimed at studying data, identifying
patterns, and diagnosing business processes. Evaluation methods for CRM system
application are focused on measuring efficiency and comparing results with target
indicators.
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BBenenue. CoBpemennbiii 3Tan pa3sutus CRM-cuctem B Poccuum cBs3aH ¢
OBICTPOMEHSIOLIEICSI SKOHOMHUECKON CpeioH, Iie BHICTPauBaHUE B3aUMOBBITOIHBIX
OTHOIICHUN C KJIMEHTaMU sBJsieTcsl HanOosee 3(hPeKTUBHONM cTpaTerueil pa3BUTHs
npeanpustusa. J. Ileitn onpenenser CRM-cucremy kak Ou3HEC-TIOAXOJ, KOTOPBIi
HaIIpaBJIEH HA CO3/IaHHE, PAa3BUTUE U YIPABICHUE OTHOLICHHUSIMH C KIMEHTAMH IS
MOBBIIICHUS] TPUOBLUTA KOMIIAHUU U UHBECTOPOB, a TAK)KE YBEJIMUEHHUSI BBITOJIBI CAMUX
KJINEHTOB KOoMIaHuu. i onieHkH 1 ananu3a BHeApeHus: CRM-cucTeMbl B KOMIIaHUU
HEO00XOAMMO PUMEHATh CUCTEMY METOJIOB, KOTOPAs MO3BOJIUT U3MEPUTh U OLICHUTH
s pextuBHOCTE CRM. AKTYyallbHOCTH HCClIeI0BaHuUs 00YCIOBIEHA HEOOXOIUMOCThIO

CUCTCMAaTHU3alMu MCTOOOB aHaJIN3a N OLCHKH IIO BBIIIOJHACMBIM (bYHKI_II/IHM pInIb:
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HauOosee s(ddexTuBHOr0 NpuMeHeHUsT Ha mnpeanpusTu. lleablo uccaeroBaHus
ABJISIETCSl CHUCTEMAaTU3allMsl W OINMCAaHWE MEpEeYHs METOJ0B, KOTOpPBIE MOTYT
IPUMEHSTHCS. KOMIIAHUSMU ISl CBOEBPEMEHHOM OlleHKU pabdorocniocoOHoctn CRM-
CUCTEMBI.

MarepuaJibl 1 MeTOABI MCCIeI0BAHUA. B ucciaenoBaHny paccMaTpuBarOTCs
METOABl aHanu3a W OueHKM npuMeHeHns CRM-cucremsl Ha nOpeanpusaTHu.
TeopeTnueckyto OCHOBY HCCIEIOBaHHS COCTABIAIOT (yHIaMEHTalIbHBIE PaOOTHI
3apyOexKHBIX U OTEYECTBEHHBIX YUEHBIX B 00J1aCTH yNIPaBIEHUSI B3aMMOOTHOLIEHUSIMU
¢ kimmeHTamu. Cpeau HHUX CJHEAyeT BBIIEIUTh CTPATErMYECKUH MPOLECCHBIN
dperimBopk, paspadoranusiii A. Ileiinom u I1. @poy [9], a Taxke monmens IDIC .
[Menmepca u M. Pomxkepc [10], koTopast iy HUT NPaKTHUYECKUM WHCTPYMEHTOM IS
MIOCTPOEHUS TEPCOHATM3UPOBAHHBIX OTHOIIEHHUI C KIIMEHTAMH.

OCHOBHBIMM METOJAMM MCCJICIOBAHUS SIBIISIIOTCA METOJbl CUCTEMHOIO M
CPaBHHUTEIHHOTO aHaIN3a, KIacCU(UKAIMK U pacuéTa KIIOUEBbIX MTOKa3aTemei.

Pe3yabTarhl ncciaeqoBanusa. Meroapl aHanusza npuMeHeHuss CRM-cucreMbl
Ha NPEIIPUATUN HANpPaBJICHbBl HAa MCCIIEIOBAHMUE JAHHBIX U BBISBICHUE CKPBITHIX
CBSI3eU NIl yiydlleHusl mpoueccoB. Metonabl oneHku npuMeHeHus: CRM-cuctemsl
UCIIOJIB3YIOTCS U1 U3MEPEHUS PE3YJIbTaTOB U CPABHEHHUSI C LIEJIEBBIMU ITOKA3aTEISIMMU.
Knaccupukanuss MeronoB aHanu3a M oueHkH npumeHeHuss CRM-cucrembl Ha

IPEIIPUATHH 10 BBIOJIHAEMBIM (PYHKIHSIM npeacTaBieHa Ha Puc. 1.
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MeToAk aHanu3a 1
OLIEHKM NPUMEHEHKUA

CRM-CMCTEMBI Ha
npeanpuATHI
v v
MEeToak! OLEHKM
MeToabl aHanusa
(Mcﬁ OBaHWe (nsmeperine
aHHBIX eélblnﬁnen e pE3YNLTATOBR, CPaBHEHWE

3aKOHOMEDHOCTEN) e

noKasatenamu)

Puc.1 Knaccudukaius MeTo10B aHan3a U oleHkH npuMmeneHnst CRM-cucrems! Ha
NPEINPUATHH MO BBITOIHAEMBIM (YHKIHSM.

Cocmasneno asmopamu.

Metoasl ananuza npuMmeHeHnuss CRM-CHUCTEMBI COCTOSIT U3 CTaTUCTHUYECKUX U
HKOHOMETPUUECKMX  METOJOB, METOJIOB MHOTOMEpPHOW  Kiaccuukanuu o
IPYIIUPOBKHU TaHHBIX U METOJO0B MHTEIJIEKTYaJIbHOTO aHalin3a JaHHbIX (Data Mining)
W TpOorHo3Horo wojenupoBanusd. Jlanee, Ha Puc. 2 mpexncraBieHa oOmias

KJaccuukanus MeToAoB aHanu3a npuMmenenuss CRM-cuctembl Ha IpeAnpUsTUN.

MeToakl aHanu3a npumMeHeHus CRM-cUcTeMbl
Ha NpeanpuATUA

MeTog
CTaTUCTHHYECKHE W M WHTENNEKTYankLHoro CpaBHWTENLHLIA KU MeToabl
HOromepHan aHanM3a JaHHbIX & -
3KOHOMeTpHYecKkHe KNaccHUMUKALMA W (Data Mining) n eHYMapKHUHIoOBbIA MHOTMOKpUTEpPUankHOrg
MogenvpoBaHUA
v ¥ v v v
1. MHO#EeCTBEHHLIA 1. MNpordozHoe
perpeccUBHLIA aHanus MOAENMUPOBAHWE
2. KoppenAuWoHHbIA 2. AHanwu3
pgﬁanljla 1. RFM - ananus noBegeHYeCcknX 1. AHanus cpenkl 1. Meron ananusa
- 2. ABC-XYZ-aHanu3 A . y PEn Hepapxui
3. CTaTUCTUYECKUI aHoManui 2. BeEHYMAapKWUHT 2. Meton TOPSIS
METO/, OnpeaeneHun 3. MporHo3npoBaHKe .
3KOHOMWYECKOTrD PUHAHCOBbIX
3pdekTa nokazarenen

Puc. 2 Metonb!l ananuza npuMeneHuss CRM-cucteMbl Ha NpeanpusiTUU.

Cocmasneno asmopamil.
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K cratucTideckum v 5KOHOMETPUIECKUM METOJIaM OTHOCSITCSI MHOXKECTBEHHBIN
PErpECCUBHBIA  AHANN3, KOPPEISLMOHHBIM aHAIW3 M CTATUCTUYECKUM METO.
ompenesieHus 3koHomudeckoro 3¢ dexra. B paborax ®ununmna beke u lupka Ban aeH
[Tona paccmaTpuBaeTcsi MPUMEHEHUE PETPECCHOHHOTO aHaIM3a /Uil UACHTU(DUKAIIIH
nepcnekTUBHBIX KiueHTOB [1]. MccnenoBarenu K. Bumkaskymap, banacupnamynu
[Taragana wu I'. Moxkem Pasuty B cBoelt kHure «Statistical Models for Customer
Relationship Management» npeUtoXuid Mponeaypbl MOCTPOSHUS CTATUCTUYCCKIX
Mogenet st CRM ¢ ucnolsib30BaHMEM MHOKECTBEHHOM JIOTUCTUYECKOW PErpeccuu
[11].

MHOK€eCTBEHHBII pErpeCcCUBHBIN METO/ TO3BOJISIET OLICHUTD BIUSHUE (DAKTOPOB
Ha Moka3aresn 3QPEeKTUBHOCTH.

KoppensaunoHHbIii aHaMU3 MO3BOJISIET BBISBUTh CTATUCTUYCCKUAE CBSI3H MEXKIY
OTJIETIbHBIMU UHIUKATOPAMHU.

CraTuCTUYECKHA METOJT ONPENeNIeHNUs SKOHOMUYECKOTo 3 deKTa OCHOBAaH Ha
CpPaBHEHHMH TIIOKa3aTeNiell JEesATeNIbHOCTH KOMIIAHMM CO  CPEAHEOTPACIEBBIMU
3HAUYCHUSIMHU.

K wnaubonee »3¢pdekTuBHHIM MeTOJaM MHOTOMEPHON KiacCU(UKALUUA U
IPYIIUPOBKU JaHHBIX oTHOCATCS RFM-ananu3 u ABC-XY Z-ananus.

RFM-ananu3 mo3BoJiieT CErMEeHTHPOBATh KIMEHTOB MO JAaHHBIM O TMOKYIKaX,
ompenensss Hanbojee MEHHBIX KIMEHTOB JIsi KOMITAHWHM U TeX, C K€M HeoOXoauma
JOTIOJTHUTENbHAs padoTa Mo moBblIeHUIO JosuibHOCTU. Konuenumst RFM  Obuia
co3mana Aptypom M. Xw1o3oM B 1994 rony [6]. Coé passurne RFM-ananu3 momydwr
B pabotax SIHa Posda banmsra m Toma Bancouka B 1995 roay [3].

ABC- u XYZ-ananu3 ucnoJib3yeTcs Jyis KiaccuuKaiuy 1o ooieMy BKIaay B
oOmuii pe3yabTaT U CTAOMILHOCTH MOTPEOJICHUS JIs1 ONTUMU3AIUN MAPKETHHTOBBIX
POLIECCOB.

K meTonam nHTEIIIEKTYaIbHOTO aHanu3a AaHHbIX (Data Mining) 1 mporHo3Horo
MOJICIIUPOBAHUS OTHOCSITCSI METOJIBI TIPOTHO3HOTO MOJEIMPOBAHUS OTTOKA, aHAIIN3

IMMOBCACHYCCKHNX aHOMAJIUU U IMPOTHO3UPOBAHUC q)HHaHCOBBIX MoKa3aTeleu.
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[Ipu uCnosb30BaHUU METOJ/Ia MPOTHO3HOTO MOJIETMPOBAHUM OTTOKA CTPOSATCS
MOJICIIU C UCTIOJIb30BAHUEM AJITOPUTMOB MAIIMHHOTO O0YYCHUSI.

AHanu3 TMOBEICHYECKHX AaHOMAaJMi BBISBISET HECTAaHIAPTHHIE MATTEPHBI
noBeieHus noJib3oBaTeneit CRM-cructeMsbl, BRISIBIISIS IPOOJIEMBI B ITpoIIeccax.

[Ipy mnpuMeHEeHMHM MeTOoJa MPOTHO3UPOBAHUS (PUHAHCOBBIX MOKa3zaTenae
UCIIOJIB3YIOTCSl HEMPOCETEBbIE apXUTEKTYPhl, KOTOPHIE MO3BOJIAIOT MPOTHO3UPOBATH
BBIPYUKY TIPEANPHUATHS, KOJTUIESCTBO CIIETIOK U Ipyrue (PUHAHCOBBIC METPHUKHU.

K MeTonam cpaBHUTENBHOTO U OEHYMAPKHUHTOBOTO aHAJIM3a OTHOCSTCS METO IbI
aHanu3a cpenbl GyHKIIMOHUPOBAHUS U OCHUMAPKUHT.

AHanu3 cpenpl (GYyHKIIMOHUPOBAHUS TO3BOJIIET CpaBHUBATH A()(PEKTUBHOCTH
NEeSATEIbHOCTH CYOBEKTOB, KOTOphIe BHEAPAIOT CRM.

BenumMapkuHT O3BOJIIET CPABHUTH MOKA3ATENH MPEANPUSATUS C MOKA3aTEISIMU
JTUAEPOB PhIHKA JJIS BBISIBIICHUS T€X 00JacTeil, KOTOPbIE MOT'YT OBITh YIIYUIIICHBI.

K MeTo/1aM MHOTOKPUTEPUATILHOTO aHATN3A JJIsl IPUHSITUS PEIIEHUN OTHOCATCS
MeTroa aHanu3a uepapxuu u merog TOPSIS.

Meroa aHanu3a uepapxuil CTpyKTypUPYET CIIOKHYIO MpoOsieMy BbIOOpa B BUJIE
Hepapxuu, ONMPEEIsieT BECOBBIC KOI(DPHUITUEHTHI JIJIsT KaXKIOTO KPUTEPHUSL.

Meton TOPSIS npuMeHsieTcs 171 paHXKUPOBaHUS AJIbTEPHATUB 10 UX OJIM30CTH
K ONTUMAJILHOMY PEIICHUIO, YUYUTHIBAs CYIIECTBYIOIINE KPUTEPHUU.

Takum oOpazom, merompl aHamm3a CRM-cucTembl BBISBISIOT TPUYHHHO-
CJIEICTBEHHbIEC CBS3HM, 3aKOHOMEPHOCTU M MpOoOJIeMbl B OU3HEC-Mpoleccax. AHamu3
npuMeHeHuss CRM-cucTeMbl HampaBjieH Ha MOHUMAaHUE TEKYILETrO COCTOSIHUSL W
(dbopMupoBaHUs TUTIOTE3 I faiubHek ero pazsutus CRM-cucreMsl.

Mertoas! ouienku npuMenennss CRM-cucteMbl Ha IpeIpUsi TN HAPaBIIEHbI HA
M3MEPEHHE PE3YJIBTATOB, CPABHEHUE MX C IIEJICBBIMU MTOKA3aTeNSIM U (HOPMUPOBAHUEM
BbIBO/IOB 00 uX 3dexruBHOCTH. K HUM OTHOCATCS ClIeqyIOIIME METObI: METO/ Ha
OCHOBE KJIIOYEBBIX mokazatenel addextuBHoctn (KPI), MHoromepcnexkTuBHBIE
METOJIbl OLICHKH, KOMIUIEKCHbIE M MPOLECCHO-OPUEHTUPOBAHHBIE MOJIEIU U

9KOHOMETPHUUICCKHUC MCTOJbI OLICHKH.
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K wmetomam Ha ocHOBe KioueBbIX mokazaTtenei s@dextuBnoctu (KPI)
OTHOCSTCS CIICIYIOIIUE METOIBI: CUCTEMa cOalaHCUPOBAHHBIX MoKasatenei (Balanced
Scorecard, BSC), CRM Scorecard, uHTerpajgbHble MOJEIM OIIEHKH U HaOOp
CTaHJAPTHBIX METPUK.

Cuctema cbOamancupoBanHbiX Tmokazareneid (Balanced Scorecard, BSC)
orieHUBaeT AP (HEKTUBHOCTH (DMHAHCOBOM, KIIMEHTCKOW COCTABJISIONIEH U BHYTPEHHUX
ousHec-npoieccoB. OCHOBOMOJIOKHUKAMU KOHLIETIIIUU COATaHCUPOBAHHOW CHCTEMBI
noka3zareseit sBistores Kamnan P. C. u Hoprown 1. IT [7].

CRM Scorecard no3sossiet orienuts CRM Ha OCHOBE MoOKa3aTeneil.

WuTerpanbHble MOJAENH OIEHKM TMPEUIaraloT CBOJHBIA IOKa3aTellb 110
yeThIpéxOounoi cucreme KPI.

Habop cTraHgapTHBIX METPUK COCTOUT M3 CIEAYIOIIMX TPYII MOKa3aTeNeu:
OMEpalMOHHBIX, (PUHAHCOBO-IKOHOMUYECKMX U KIHMEHTCKMX mokazareneil. K
OTIEPAIIMOHHBIM TIOKA3aTEJIsIM OTHOCSITCS KOHBEPCHUS JUAOB, JJIUTEIBHOCTH IHUKJIA
MPOJIaXK, CKOPOCTh 00paboTKu oOpameHuit U cobmoaenne cepBucHbix SLA. K
(MHAHCOBO-PKOHOMHUYECKHM IIOKa3aTesiM OTHOCSTCS CTOUMOCTh TPUBJICUCHUS
KJIIMCHTA, TIOKU3HEHHAs IICHHOCTh KJIMEHTa, PEHTA0eIbHOCTh MAapKETHHTOBBIX
uHBecTULIMA. K KIMEHTCKUM MOKa3aTessiM HHACKC MOTPEOUTENbCKOW JIOSIBbHOCTH,
yYpPOBEHB YIEpKaHUs, YPOBEHb OTTOKA U YPOBEHB YIOBIETBOPEHHOCTH.

K MHOTOMEpCHeKTUBHBIM METO/IaM OIIEHKH OTHOCSITCS MHOTOTICPCIICKTUBHBIN
METOJI OLIEHKH OPraHM3allMOHHBIX U cTpaTerndeckux nociueactsuii CRM u mozmens
«IdpdexkruBaoctu CRM».

MHoOTrONepCneKTUBHBIA ~ METOJ] OIIGHKM OCHOBaH Ha MHOXXECTBEHHBIX
NEPCHEKTUBAX U YCIOBHBIX (haKTOpax M BKIIOYAET OOBEKTUBHBIE U MEPUEHIMOHHBIC
MOKa3aTelau, TIOMOras OTCIC)KHBATh OPraHU3AIMOHHYI0 M  CTPATErHYECKYIO
s dextuBHOCTE CRM. [lanHbiil MeTon pazpadotan Jleapo Kpuctunoit coBMeCTHO ¢
Ho3senna Aunoii u Bunennu Annpea [8].

Mognens «3O¢dextuBHoctn CRM)» TO3BOJISIET HU3MEPUTH  CIEAYIOIIHE

COCTaBJIAIOIIUC: MapKCTHHI 0THOH.ICHPII>1, KIIMCHTOOPUCHTHPOBAHHBIC
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MH(POPMALIMOHHBIE TEXHOJOTUU U KIMEHTOOPUEHTHUPOBAHHBIA OPraHU3allMOHHBIN
KJINMaT.

K KOMIUIEKCHBIM M IpPOLECCHO-OPUEHTUPOBAHHBIM MOJECISAM OTHOCSITCS
CIeyIoIMe MOJENH: AByXdTamHas Mojenb LeHHOcTH CRM, uHTerpupoBaHHBIM
noaxon K oueHke CRM-mpoekToB u (opmain3oBaHHas METOJUKAa aHalIu3a MU
KOJIMYECTBEHHBIN OLIEHKHU BapuaHTOB pa3BuTHsi CRM-cuctemsl.

JIByxatanHas moaenb neHHocth CRM nozapasniesnser BbIroJbpl OT BHEAPEHHOM
CUCTEMBI B3aMMOOTHOIICHUN C KJIMEHTAaMU Ha CTPATErMYECKUE WM OIEPALOHHBIE,
BIIMSTHUE KOTOPBIX Ha 3((EKTUBHOCTH OLIEHUBAETCSI B COBOKYITHOCTH.

WNuTerpupoBanHblil moaxos k oueHke CRM ucnonb3yeT CTpyKTypy sl OLIEHKU
3aTpaT U BbITOJ1, a TAKXe NPOBENEeHUs MOHUTOPUHTA 3P pexkTuBHOCTH CRM-CcHCTEMBI.

dopMaM30BaHHAs METOJAMKA AHAJIN3a U KOJMYECTBEHHOW OLICHKU Pa3BUTHS
CRM-cuctembl OCHOBaHa Ha MHTETPALIMA METOI0B MHOTOKPUTEPUAIBHOTO aHAJIN3a U
Monurtopunra KPI.

K SKOHOMETpHYECKOMY METONY OLICHKM OTHOCUTCS MHOXECTBEHHBIN
PErPECCUOHHBIM  aHaiuu3, KOTOPbIM no3BoyisieT oueHuTh kak CRM-cucrema wu
XapaKTEPUCTUKH MPEANPUATHS BIUSIIOT Ha MOKa3aTean 3(pPeKTUBHOCTH.

Taxum o6pazom, oOuias kiaccupukanus METOA0B OLeHKH npumeHeHus: CRM-

CUCTCMBI IIPCACTABIJICHA HA Puc.3.
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MeToAb! oLueHKHM NpUMeHeHMA CRM-cucTeMbl Ha
npeanpuAaTHA
HomMmnnekcHble W
MeToOkl Ha OCHOEE MHoronepcneKTMEHLIE] npoueccHo- 3KOHOMETPHYECKHe
KPI METOAEI OLEHKN OpPWEHTUPOBaHHEIE MeToakl
Mogenu
v ¥ v v
” 1. [ByxaTanHan Mogens 1. MHOKeCcTEEHHbIA
1.Cucrema 1 MHoronepCr ek TR LeHHoCTH CRM ErPECCHOHHEINR aHanWa Ha
cHanaHCcUpoBaHHLLX METOA OLLEHKN 2. VIHTerpypoBaHHLIA Nogxo K perp 0BHE thHpMbl
nokazatened (BSC) GDEEHHSE;H”Z%T{;E: " ousHre CEM-npoekToB P P
2. MiHTerpantsHele Mogend nFt;?:Tne,u,nBHﬁ 3. DopmManW3IoeaHHan
OLEHEM McrnonszoeaduAa CRM METOAMKE aHan13a u
3. HaGop cTaHpoapTHBIX 2 Monens KOMWYECTEEHHOW OLUEHKM
METDME 30 [DEK'THBH%CTH CRM BAPWEHTOB pa3BuTHA CRM-
CHCTEMBI

Puc.3 O6mas knaccudukaus MeTo10B orieHkr npuMeHeHns CRM-cuctemsl.

Cocmasneno asmopamil.

BeiBoa. Crucremarnsanust METOAOB I aHAIU3A U OLleHKU npumeHeHuss CRM-
CUCTEMBI TMOKAa3bIBAE€T, YTO TIPYIIbl METOAOB BBINOJHAIOT pas3inyHble (YHKIUH,
OJTHAKO MPUMEHEHUSI 00erX TPYIMI METOIOB AaET BO3MOXKHOCTh IMOJIydyaTh Hanbosee
JIOCTOBEpHBIE pe3yiabTaTel 0 npuMeHeHnn CRM-cucTemsl Ha IpeANPUATHN.

Meroasl anamu3a npuMmeHeHus: CRM-cucteMbl Ha MPEeaIpHITHN TOMOTalT B
W3YYCHUU [AHHBIX, BBIABICHUU 3aKOHOMEPHOCTEM M JMAarHOCTUKU MpoOiIeM ¢
(GOpMHpOBAHUEM THUIIOTE3 JUISI OCYLIECTBICHUS JajJbHEHIINX YHPaBIECHYECKUX
pELIEHNUN.

Meronsl  OLEHKM OPUEHTHUPOBAHBI HAa  H3MEPEHUE  pE3yJbTaTOB U
(opMHpOBaHNE KOJIMYECTBEHHBIX BBIBOAOB 00 3((heKTUBHOCTH UcTIOIb30BaHusI CRM-
CUCTEMBI.

Merons! ouneHku u a”Hanusbl npumeHeHuss CRM-cuctemsl Ha npeanpusaTan

B3aUMOCBsi3aHbl. AHanmu3 npuMeHeHuss CRM-cuctembl MO3BONSET  BBISIBUTH
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nmpoOJjeMHbIe 30HBI, a oueHka npumeHeHuss CRM-cuctemMbl MOATBEPKAAET WIH
OTIPOBEpPraeT ruMoTe3bl KOJINYECTBEHHBIMU JTaHHBIMH.

Takum o00pa3zom, HpU KOMIUIEKCHOM MCIIOJIB30BAaHUM METOJAOB AaHalu3a U
ouenkn CRM-cucrembl Qopmupyercs cucreMa d3(PQGEKTUBHOTO  YIPaBICHUS
OPEIIPUITUEM, TO3BOJISAIONIAS TOBBICUTH JIOSUIBHOCTh KJIMEHTOB, YBEJIWYUTH POCT

OMEepPalMOHHON aKTUBHOCTU U YKOHOMHUYECKOU 3(h(PEKTUBHOCTH.
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