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AHHOTauuA

Llenb: B cospemeHHOU 3KOHOMUYECKOU cumyayuu, K020a 00OHUM U3 2/1a8HbIX YC108UL KOHKYpeHMOCnoco6HOCMU KOMNAHUU A8Aemcs ee
K/lUEHMOOPUEHMUPOBAHHOCMb, HAUGOIee nepcneKMueHoU cmpameaueli 0718 yKpensieHus ycmoUyugocmu opeaHu3ayuu cmaHosumcs
ynpassneHue 83auMOOMHOWEHUAMU C KnueHmamu. lMpedcmasneHHas cmames ucciedyem npoyecc paspabomku cmpameauu ynpasieHus
KIU@HMCKUMU OMHOWEHUAMU KaK 0CHOB8ONO/Id2arowuli 3man, om peysiemamog Komopo20 8 Hemasol cmeneHu 3asucum 803MOXHOCMb
docmuxeHuUA yeau opeaHu3ayuu, a nomomy mpebyowuli 211y60K020 OCMbICIeHUS U KayecmeeHHoU npopabomku. Llenbio HacmoAwel pa-
6ombl A8/19eMcs 8bls8/IEHUE Cneyupuyeckux 0cobeHHoCcmel pazpabomku cmpameauu ynpasnieHus KIueHmMCcKUMU OmHoWweHUsMU nocped-
CMeom cucmemamusayuu meopemuko-memodos02utdeckol 6assl u NoOpo6HO20 paccMoMpeHUs aneopumma 0aHHO20 npoyeccd.

MeToponorus npoBefeHns paboTbl: 0CHOBAHA HA NPUMEHEHUU YHUBEPCAIbHbIX 06UWEHAYYHbIX MemoO08, 8K/I0YAA AHAIU3 U CUHME3, aHa-
J102uto u ModeniuposaHue. B npoyecce c6opa u cucmemamu3ayuu 0aHHbIX HA SKCNEPUMEHMAbHO-MeopemuyeckoM yposHe UCNO/Tb308aHbI
KOHMeHM-aHanu3, cpdgHUMesbHbIl aHanu3, Memoosl UHOYKLUU U 0eOyKyuU, cucmeMHbIli no0xo0; 071 0606WeHUs UHGOpMAyuu U pelueHus
nocmassneHHelx 3a0ay — h)yHKUUOHAbHBIU, CMpameaudeckuli U SKOHOMUYecKul aHanu3s, a makxe Memoosl hopmManu3ayuu, npozHo3Uposd-
HUA U 3KCNEPMHbIX OYEHOK.

PesynbraTbl paboTbl: B pamkax ucciedo8aHus chopmupos8aH obwuli anzopumm co30aHUs cmpamezuu ynpagsieHus KnueHmMcKUMU OmHo-
WeHUAMU, 8 MOM Yucsie, 0603Ha4eHbl €20 OCHOBHbIE 3MAnbl, 8bi0esIeHbl U 0emMasbHO U3y4eHbl NPOUeCcsl peweHus Haubosee 8aXHbIX 3a0ad.
Kpome mozo, 8 pabome ob60ocHo8aHbI 6a308ble MeopemuKo-Memo0oio2udecKue ycmaHosKu U NpUHYUNLI, d MAakxe ommeyeHsl NPUK/AoHbie
acnekmel pazpabomku aHHO20 mund cmpameauu.

BbiBOAbI: [1a8HOLU 0CO6EHHOCMbIO CO30aHUA CMpame2uu ynpasseHus KAueHmMcKUMU OMHOWeEHUAMU A8/19emcs (hoKyCUpPOBKA HA UeHHOCM-
HbIX XapakmepucmuKax aHanu3upyembix 371eMeHmos, 4mo 06yC/I08/1eHO CYWHOCMbIO ee 0CHOBbI — 0C06020 POda Yesi08eyecKux 83aumMoom-
HowieHU, C8A3AHHbIX C SKOHOMUYECKUM 83aumodelicmeuem. Kntouegas cneyugudeckas 3a0a4a pazpabomiu — duggepeHyuayus KaueHmos,
nocpedcmeom KomopoU hopmupyemcs UeHHOCMb KUueHMCKoU 6a3bl 0p2aHU3ayuU, NOIOKeHHAs 8 OCHOBY (hopMynupyemblx 8 danbHeliwem
me3ucos u npuHumaemsix pewerud. lpedcmagneHHsbil aneopumm pabom onupaemcs Ha npuMeHeHUe COBPEMEHHO20 U K/IAacCu4eckozo
YNpaseHyecko2o UHCMPYMeHMapus Ha Kaxodom smane pabom, Ymo HayesneHo Ha noaviweHue 3ggekmusHocmu paspabomku. [puknadHoe
3HAYeHUe cMAamMbU 3aK/I04AeMCs 8 803MOXHOCMU UCNO/Ib308AHUSA NPedTIoKeHHbIX 8 Hell pekoMeHOayuli omeyecmaeHHbIMU NpednpuHUMA-
mebCKUMU CMpyKmypamu, 8 pPamkax npakmudeckot pabomsl no co30aHuio cmpamezuu ynpasseHus KIueHmcKuMU OmHoweHUsMU.

KnioueBble cnoBa: ynpassieHue KiueHMCcKUMU OMHOWEHUAMU, Cmpameauyeckoe ynpasseHue, KOHKYpeHMHasa cmpameeus, KJlueHmoopueHmu-
POBAHHOCM®b, KTUEHMCKAA 6a3dq, npeanPUHumameanKue CmpyKmypebl
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Abstract

Purpose: in the current economic situation one of the main conditions of competitiveness of the company is its customer focus. In this regard,
the most promising strategy for strengthening the stability of the organization is the management of customer relationships.The presented
article explores the process of developing a customer relationship management strategy. This is a crucial, fundamental stage, from the very
outcome of which the very possibility of achieving the organization's global goal depends to a large extent. Therefore, the development of a
strategy requires deep reflection and qualitative elaboration. The aim of this work is to identify specific features of development of strategy of
customer relationship management through the systematization of theoretical and methodological framework and a detailed consideration of
the algorithm of this process.

Methods: the methodology of the study is based on the application of universal scientific methods of analysis and synthesis, analogy and
modeling. In the process of collecting and collating data used content analysis, comparative analysis, methods of induction and deduction,
system approach. Functional, strategic and economic analysis, methods of formalization, forecasting and expert assessments are used to
generalize information and solve assigned tasks.

Results: in the process of the study, a common algorithm for creating a customer relationship management strategy was developed. In
particular, its main stages have been identified; the processes of solving the most important problems have been singled out and studied in
detail. In addition, the article substantiates the basic theoretical and methodological guidelines, as well as the practical aspects of development
of this type of strategy.

Conclusions and Relevance: the main feature of development of the strategy of customer relationship management is the focus on the value
characteristics of the analyzed elements. This is due to the nature of its foundations, that is, a special kind of human relationships in the process of
economic interaction. Key specific task in the process of developing the strategy is to differentiate customers. This forms the value of the customer
base of the organization, which is the basis of the theses and decisions, which are formulated in the future. The presented algorithm of the work
is based on the application of modern and classical management tools at each stage of the work. This is aimed at improving the effectiveness of
strategy development. Applied value of the article lies in the possibility of using its recommendations for domestic entrepreneur structures, in the
framework of the practical work on the development of the strategy of customer relationship management.

Keywords: customer relationship management, strategic management, competitive strategy, customer focus, customer base, entrepreneur
structures
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OCYLLIECTBNEHMUA BMOMHE [JOCTATOYHO COBCTBEHHbIX
PECYPCOB KOMMAHMMU, OHO MOXET BbiTb BHICTPOEHA HA
OCHOBE MMEIOLLENCA KITMEHTCKOM 6A3bl C MOMOLLIO
LEeNeHanpaBleHHOrO  KOMIMIEKCA  YNPABAEHYECKMX
MEpPONPUATUIA U MUHUMATbHBIM KOMMYECTBOM AOMON-
HuTenbHbIX 3aTpaT. OQHAKO B OTEUECTBEHHOM NPAK-
THKEe KﬂMeHTOOpMeHTMpOBOHHOﬂ CTpOTeFMﬂ NMNOKA He
MONYYMNa LWMPOKOTO PACMPOCTPAHEHMS, MOCKOIbKY
ee pa3paboTka 4O CUX NOP BbI3LIBAET MHOTO BOMPO-
COB M CNOXHOCTEN, 4TO B HEMANOM CTEMNEHU CBA3AHO
C HEAOMOHUMAHMEM €€ CreunpHUIEckux CBOMCTB 1 Ba-
30BbIX MPOLECCOB CO CTOPOHbI NPEANPUHUMATENEN.

Beepenue

CoBpemeHHble 3KOHOMUUYECKME PEANM BO MHOTOM U3-
MEHMIMMN OCHOBHbIE OKLEHTbI TEOPETUHECKMX 1 NMPAKTH-
4ECKMX MOAXOAOB K YNPABNEHUIO BU3HECOM, KOTOPbIE
rMOBEHCTBOBANM HO PbIHKE B Mpefbiaylipe Aecatune-
Tusl. Pe3kuii TeEXHONOMMYECKHit NPOPbIB B CHepe KOMMY-
HUKOLMM, 30BEPLUEHNE WHAYCTPUANBHOTO NEPUOAA U
30XBATMBLUAS MUP MMOBANM3ALMA 3HAYUTENBHO nepe-
OPWMEHTUPOBANM BHUMAHWE UCCNEAOBATENEN U MEHEA-
XEpPOB OT TOBAPA W MPOM3BOACTBEHHbLIX MPOLECCOB
HO KIMEHTa M ero noTpebHOCTU. A SKOHOMMYECKUH
KPU3KMC NOCHeHUX NeT HA Aene NoKa3as, YTO OAHMM

M3 HaMOOMEE CUMbHBIX KOHKYPEHTHBIX MPEUMYLLECTB
KOMMAHWM SBAAETCS HANMYME Y HEE CTABMIbHBIX JONTO-
CPOYHBIX OTHOLIEHUM C KIIMEHTAMM. Takum 0BpPa3oM,
HO CETOAHSALLIHMIA fieHb GUNOCODUIO KITMEHTOOPUEHTU-
POBAHHOCTM MOXHO MO MPABY CYATATH HOBOM PbIHOY-
HOM NAPAAUIMON, O CNefOBAHKWE CTPATEMMMU ynpasne-
HUS! KITMEHTCKMMM OTHOLLIEHUSIMM — OLHWMM M3 Hanbonee
BbIMIPbILLHBIX BEKTOPOB PA3BUTUS, OCOBEHHO Ans He-
KPYMHbIX MPEANPUHUMOTENBCKMX CTPYKTYP, KOTOPbLIE B
YCIIOBMAX SKOHOMMUYECKOM HECTABMNLHOCTH 0BnanaloT
BECbMA OTPAHMYEHHBIM HADOPOM PE3epPBOB M BO3-
MOXHOCTEMN AN COXPAHEHNS YCTOMUMBOCTY.

Mo oueHkam mccneposaTenem, CTpaTerka ynpasne-
HUA KITMEHTCKMMU OTHOLUEHUAMMU ABNAETCA HOVI60ﬂee
MQNO3aTPATHBIM CMOCOBOM BOCTUXEHMS Lienei opra-
HU3ALMM, U B STOM CMICIE €€ MHOTMAA HO3BIBAIOT «CTPA-
Termel newesoro pocrtay [8]. HevicraurtensHo, ans ee

CrpaTervs ynpasneHms KMMEeHTCKUMIU OTHOLLEHMSAMM,
no CBOEN CyTH, npeactasnset coboi ocobyto cucre-
My YyNnpaBneHMst OPraHu3aumMen, Npu KOTOPOWH BCe ee
3NEeMeHTbI (CTPYKTYpa, BM3HEC-NPOLECCH, NepcoHarn,
3HOHMS U HOBbIKM, KOPMOPATUBHAS KYNbTYPQA M 3TUKA U
T.0.) ChOKYCMPOBAHbI HO CO3AAHMM NOTPEBUTENLCKOM
ueHroctn. CosnaHue TaKOM CTpaATErMmn — BECbMA OT-
BETCTBEHHbIM 3TAM, KOTOPbLIA UMEET NPUHUMNUANBHOE
3HaueHune ans 3dPeKTUBHOCTM LOCTUXEHUS NOCTAB-
FIEHHOM Uernv, a NoTomy TpebyeT OT MeHemKepos
MOKCUMATbHOM BOBNEYEHHOCTM M YETKOTO MOHUMAHUS
NOPAIKA M KAYECTBA COBCTBEHHbIX AenCTBMi. B 310N
CBA3M NOAPOOHOE U3ydeHUE anropuTMa paspaboTku
CTPATErNK YNPABNEHUS KITMEHTCKUMU OTHOLLEHWUAMU U
PACCMOTPEHME OCOBEHHOCTEN 3TOTO NPOLECCA SIBNs-
€TCS AKTYQSIbHOM COBPEMEHHOM 3aAa4Yen, MMEIOLLEMN
NPAKTUKOOPUEHTUPOBAHHYIO HOMPABIEHHOCTb.
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O630p nuTepaATypbl M UCCNEROBAHMMI

B sapybexHoit nutepatype TemMa KIMEHTOOPUEHTH-
poeaHHOCTH obcyxaaeTcs yxe nout 30 net, npuyem
30 3TO BPeMst PAKYPC UCCNEAOBAHMMA MO COOTBETCTBY-
IOLLMM BOMPOCAM 3HAYMTENBHO pacumpuncs. Ecnu
M3HAYANBHO OPWMEHTAUMS Ha noTpebuTens paccma-
TPUBANACHL, KAK MPABMIO, B PAMKAX MOPKETUHIG M
npogax, To 8 2000-x rogax aHANOrMYHbIE Maen 30B0O-
€BaNM NOMYNSPHOCTL U B 0OBNACTM OPraHU3ALMOHHOTO
ynpaenerus. Pacnpoctpanuslieecs B 3TOT nepuog
noHsTMe «YNPABReHNE KIMEHTCKUMU OTHOLLEHUAMMY
(anrn. Customer Relationship Management — CRM)
LOBOMNLHO BLICTPO NPUOBPENO MEXAMCUMMIMHAPHbIA
$OPMAT M CTPATEMMUECKYIO HAMPOBIEHHOCTb, A 3ATEM
W MPUKNCGAHYIO BOCTPEBOBAHHOCTb B 3aNaAHON OU3-
HeC-cpefe, YeMy TaKXe BO MHOrOM NocnocobCTeoBan
OypHbIit nporpecc 8 cdhepe MHGOPMALMOHHBIX TEXHO-
norui. Takmm 06pa3om, KOHULEMNLMS KITMEHTOOPUEHTU-
POBAHHOCTU MOMYYMNA KAYECTBEHHOE PA3BUTHE, UTO
OTPAXEHO B TPYAAX LENOro psad 3apybexHbix cne-
unanuctos — [x. Kappu, A. Kappu, P. barma, Ix.I.
borerra, x.T. borerra, ®. Kotnepa, M. banna, P.
Pacra, O. Mennepca, M. Pogxepc n mHorux ap. [1-7].

B Poccuu panHas TemaTtrka pacnpoCTpaHunace He-
CKOMbKO MO3[HEE, U MOXHO CKO3QTh, YTO MHTEPEC K
HeM CO CTOPOHbI OTEYECTBEHHOM HOYYHOW Cpefbl B
NOSIHOM Mepe NPOSBNSETCS HEeMHOMMM Bonee fecaTu-
netva. B nocnegrue rogpl HabnogaeTcs onpepenex-
HbIM BCMIECK AMCKYCCHUIA MO BOMPOCAM KITMEHTOOPUEH-
TUPOBAHHOCTM CPEAM POCCUMHCKMX WCCIENOBATENEN,
YTO HAMMAGHO MOATBEPXAAET, K MPUMEPY, U3ydeHne
NepeyHs TEMATMYECKMX PABOT, NPEencTaBNEHHbIX B
HayuHor snektponHon 6ubnnoteke. Opnako He-
O6XODMMO OTMETUTb AOBOJIbHO BAXHYIO BbIABIEHHYIO
0COBEHHOCTb OTEYECTBEHHbBIX HAYYHbIX TPYAOB 3TOrO
HaNPaBneHus: GOMbLIMHCTBO M3 HUX UMEET Bonee unu
MEHEE BbIPAXKEHHYIO AUCLMMIIMHAPHYIO M OTPACEBYHO
NPMHAANEXHOCTb, O TAKXE PACCMATPMBOET KIMEH-
TOOPMEHTUPOBAHHOCTL CKOPEE B MIAHE OTAESbHbIX
QCMEKTOB, HEXENU CUCTEMHO M B PAKYPCE CTPATErtt-
4ECKOrO YNPABEHMUS OPraHU3ALUMEN, XOTA B LENOM
CEerofHaWHAa AKTYAQNIbHOCTb TAKOTO MOAXOAA HUKEM
He noagepraetcs comHerunio [8—15]. Mpu 3ToM uH-
TEPECHO, YTO CO CTOPOHBI NPOMECCHOHANBHBIX Cre-
UMANUCTOB B OBNACTU BU3HEC-KOHCYNBTUPOBAHUS W
YCMELWHbIX POCCUICKUX MEHEeIXEePOB Haubonbluee
BHUMAHWE YAENAETCS UMEHHO CTPATENMYECKUMM OCHO-
BAM YNPOBEHMS OTHOLLEHUAMM C KIIMEHTAMM, O YEM
CBMAETENbLCTBYIOT NPUCYTCTBYIOLLME B PYCCKOA3BIYHOM
cermeHTe cetm MutepHer npodunbHeie nyGnukaumm
[16, 17], a Takxe WmMpoKas NPeACTaBIEeHHOCTb NOMy-
JIAPHbBIX NePEeBOAHbIX M3,D,OHM;I, BblMYyCKAEMbIX BELOYLLN-
MM M3IATENLCTBAMM aenosoi nutepatypsi [18—20].
Ho rmasHbIM NOPAKOKCOM OTEYECTBEHHOTO MyTH PA3-
BUTUA KOHLEMUMKN KIIMEHTOOPHUEHTUPOBAHHOCTU  SIB-
NIAETCA BECHMA YACTO BCTPEYAIOLLEECS HA MPAKTUKE
HEOAHO3HAYHOE OTHOLIEHME K HEW MpeacTaBUTENENn

oTeyecTBEHHOrO 6M3Heca, a B 0COBEHHOCTU Mano-
ro v cpenHero npeanpuHnmaTensctsd. OHM, ¢ 0gHOM
CTOPOHbI, HO COBCTBEHHOM OMbITE YXXE CMOTTIW MOHSITH
NPENMYLLECTBA M OLLYTUTb HEOBXOLMMOCTL YNpPaB-
NEHUs KNMEHTCKMMMU OTHOLLEHWSIMU IS LOCTUXKEHMS
YCTOMYMBOCTM KOMMOHWM B COBPEMEHHOM KPM3NUC-
HOM CUTyaUMM, G C APYrOoM — MO-MPEXHEMY CUMTAIOT
pPa3pabOTKy COOTBETCTBYIOLLEH CTPATETMU CIIULLKOM
CNOXHbIM Anst ceBst 1 3aTPATHLIM MPOLECCOM, 4aCTO
MOMHOCTBIO OTOXAECTBASA €70 C HEeOBXOMMMOCTbIO
npuobpeteHus M BHegpeHus poporoctoawmx |T-
pewenmnit (CRM-cuctem), B OTCYTCTBME MHBIX LOCTYM-
HbIX UM YMPOBIEHYECKMX MHCTPYMEHTOB M TEXHOMOTMHM.

Y7o kacaeTcs CTpATerMyeckoro ynpasieHus, Ha ce-
FOOHSALIHMI [EeHb HAYYHAS MTEpPATypa npeanaraet
BECHMO LUMPOKMI CMEKTP PA3HOOBPA3HbIX MATepH-
QIOB, OCBELLAIOWMX TEOPETUUECKME W MPUKIIOLHBIE
QCMeKThl, B YACTHOCTM, OTHOCMUTENBHO Pa3paboTku
ctpaternit [Hanpumep, 21-25]. Tem He MeHee, KnmeH-
TOOPUEHTUPOBAHHOCTb B HWX 3ATPAMMBAETCS HE YACTO,
OBbIYHO B PAKTOPHOM MIIAHE, HO HE KAK LEHTPASbHBbIM
snemenT. Bonpocam paspaboTku crpateruun ynpas-
NeHnsa KIMMEeHTCKMMKM OTHOLUEHMAMKM KAK TAKOBbIM MO-
CBALLEHbI UL HEMHOTME PABOTHI, TPEUMYLLECTBEHHO
3anagHbix asTopos [1, 2, 4, 6], npuuem 4o cvx nop aa-
NIEKO HE BCE M3 HUX NPEACTABNEHbI HO PYCCKOM SI3bIKE
[Hanpumep, 1, 2, 4]. U B 3TOM cUTyaQUMU POCCUICKMM
npeanpuHumaTensm, 6e3ycnoBHO, BECHMA HENPOCTO
COMOCTOSITENBHO WMCMOSB30BATL MMEIOLLLYIOCH Teope-
Tyeckyto 6a3sy ans uenei cobcTeeHHOro busHeca.

Takum 06pa3OM, BOCMONHEHWE HEeZOCTATOYHOCTH
OCBELLEHUS TEOPETUYECKMX M METOLONOMMYECKUX OC-
HOB MMEHHO KJIMEHTOOPUEHTUPOBAHHOM CTPATEMMM B
PYCCKON3bIYHOM HAYYHOM Cpefle CTAHOBMUTCSH CErofHs
BECbMQO OKTYQSIbHBIM [/ BO3MOXHOCTH ee 6onee wu-
POKOWM NPAKTUYECKOMN peanm3auumn B OTEYECTBEHHOM
npeanpuHnmaTensckoi chepe. Hacroswas pabota
NPencTaBNSET PEKOMEHAALMN B LENSX [ANbHEMLLErO
PA3BUTUS COOTBETCTBYIOLLIMX TEOPETUUECKMX ACMeK-
TOB U GOPMUPOBAHUS NMPAKTUKO-OPUEHTUPOBAHHOTO
YNPOBNEHYECKOTO MHCTPYMEHTAPMS N8  CO3LAHMS
CTPATErMM YNPABNEHNUS KITMEHTCKMMU OTHOLLIEHUSAMM.

Martepuansl u MeToabl

Mockomnbky OBbEKTOM HACTOALLENO WCCNEAOBAHMS
ABNSETCA MPOLECC PA3PABOTKM  KIMEHTOOPUEHTU-
POBAHHOM CTPATEMMM, B KAYECTBE €0 OCHOB Obinu
MCMOMb3OBAHLI: B TEOPETUYECKOM mnaHe — 6a30-
BblE€ MONOXEHUS N COBPEMEHHbIE KOHLEMUMM MUKPO-
3KOHOMMKM, MEHEIKMEHTA U MAPKETMHIC, BKIIOYAS
Pa3pabOTKM 30PYOEXHBIX U POCCUIACKMX CBTOPOB,
NOCBSALLEHHbIE BOMPOCAM  KIIMEHTOOPUEHTUPOBAH-
HOCTW, CTPATENMYECKOro YNpPaBNEHUs, PA3BUTHS OP-
raHM3AUMI 1 NPOBIEeMaM NPELnPUHUMATENLCTBA; B
MHPOPMALMOHHO-IMMMPUYECKON 4aCTM — MaTepw-
Qnbl CMNeuManuCcTOB B COOTBETCTBYIOLMX 0OBMACTsIX
BU3HEC-KOHCYNBTUPOBAHMS, OHONUTUYECKME AAHHbIE



3KCNEPTHBIX COOBLLECTB, O TAKXKE COBCTBEHHBIN NPAK-
TUYECKMI OMBIT ABTOPA B Chepe paboThl C KITMEHTAMM
M YNPABAEHUS OPraHU3ALMOHHBIMM NPOLECCAMM MA-
AbIX M CPEAHMX NPEANPUHUMATENBCKUX CTPYKTYP.

Metononorus pelueHms NTOCTaBNEHHbIX 30404 ONUPAET-
CSl HO CUCTEMHBIN NMOAXOL U NMPUMEHEHWE PALA YHUBEP-
CanbHbIX OBLLIEHAYYHbIX METOIOB — QHAMM3A, CUHTESA,
aHanorvn 1 mogenuposarms. K npumepy, B npouecce
cbopa, PACCMOTPEHUSA 1 CUCTEMATUIALMM AAHHBIX 1719
UCCNEnoOBAHWUSA MCMOMNb30OBANMCL METOABI MHAYKUMU U
LEenyKUMM, KOHTEHT-QHANM3A U CPABHUTENBHOTO AHAO-
N30, HANPABJIEHHbIE KAK HA BbIABIIEHWE U ArperMposa-
HUE CYLLEeCTBYIOLMX QCNEKTOB NMOHATUA KITMEHTOOPUEH-
TUPOBAHHOCTU U €r0 COBPEMEHHOTO CTPATEMMYECKOTO
3HAYEHUs 41 YCNELLHOTO PA3BUTUS OPTraHM3ALMM, TOK
M HQ PENeBaHTHOCTL NoaboPa MHGOPMALMM B LIENSX
npeacrasneHHoi pabotel. Janee, B pamkax 0606Lue-
HWS 30KOHOMEPHOCTEN, BBICTPAMBAHUS TEOPETUYECKO-
rO BEKTOPA M BbIPABOTKM MPAKTUKO-OPUEHTUPOBAHHbIX
PEKOMEHAAUMA [AHHOM CTATbM BbINKM UCMONb3OBAHBI
SNEMEHTBI PYHKLMOHAMBHOIO, CTPATENMYECKOTO U 3KO-
HOMMYECKOrO QHANM3A, METOLbI SKCMEPTHbLIX OLEHOK,
hOPMANM3ALMK 1 MPOTHOSUPOBAHMS, O TAKXKE MPUEMBI
HOYYHOTO CMHTE3d U MOBENMPOBAHMSI.

Pe3yn bTATbI MCCNTIEJOBAHNSA

Crparerus ynpasneHusa KNMeHTCKMMM OTHOLLEHUSIMM,
B CWIY MPUPOAbI U CYLHOCTHM CBOErO LEHTPANBHOTO
NOHATUA (T.€. B3AMMOCBA3EN MEXAY O4bMM, BO3HM-
KQIOLWMX MpU ONpeaereHHOM 3KOHOMUYECKOM B3AM-
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MOAENCTBMM, KAK 0COBOM PA3HOBUAHOCTH YENoBEYe-
CKMX OTHOLUEHUH), UMEET BLIDAXKEHHYIO LEHHOCTHYIO
ocHoBy. MIMeHHO noaToMy B mpouecce ee paspa-
BOTKM HEODBXOAMMO [OBOMBHO HACTO OBPALLATLCH K
PA3AMYHBIM KPUTEPHUSIM LEHHOCTH, U B 3TOM COCTOMUT
€€ KNoYeBast 0COBEHHOCTL MO CPABHEHMIO C APYTUMM
TUNAMM CTPATETUIM, KOTOPAs HAKNAAbIBAET CBOW OT-
NeyaTok HA PSA ACMEKTOB U COLEPXAHUE OTAENbHbIX
3Tanos paboThl.

B uenom, npu cozparmmn CRM-ctpaternm neobxoau-
MO PYKOBOACTBOBATHCS BCEMM OCHOBOMOATQIOLMMM
NPUHUMNIAMU CTPATETMHYECKMX PA3PABOTOK, BKIIOUAS
CUCTEMHOCTb, LENEHANPABIEHHOCTb M WMHTEPATMB-
HocTb. Kak v niobas kopnopaTMeHAs CTPATErysi, OHA
CTPEMUTCS NOMy4nTL OTBET HA Bonpoc «Kakom gonx-
HO CTQTb OPraHM3ALMA YEPEe3 ONPEAENEHHbIN nepu-
Ofig», 1 B ODLLEM MIAHE ANrOPUTM €€ CO3AAHMS TaK-
X€e BMNOJIHE COOTBETCTBYET OBLLENPUHATOMY NOAXOLY.
B 1o e Bpems, no cBoeit METOAONOMMU KaXabIH M3
3Tanos paboThl 34€Ch MMEET HEKOTOPLIE OTANYMSA OT
«TUMNOBOM CxeMbI». B 3ToM cBA3M npouecc paspaboTku
CTPATErMM YNpPaBIeHUs KIIMEHTCKUMU OTHOLLEHUAMM,
CXEMATMYHO NPEACTABNEHHbIN Ha puc. 1, TpebyeT 60-
nee noapobHOTo PACCMOTPEHMS.

1-% sTan (uenenonararue) senseTcs 0CHOBOOBPA3Y-
owum ana cosparus nmobor crpatermmn. OBbivHO B
€ro PAMKAX M3y4aioTcst 6A30BbIE ACMEKTH AEATENBHO-
CTv opranmsaumn (Muccus, cnocob sepeHns GusHe-
€A, OCHOBHbIE BUAb AEATENBHOCTH), HO OCHOBE YEero
BLIOMPAIOTCS NEPCNEKTUBHBIE HAMPABAEHUS AN Mo-
cneaylollen paspaboTku K
dopmynmpyeTca rmobansHas

* OCHOBHOM BONPOC: «KTO Mbl M YTO XOTHM SOCTHHYL? B
* OCHOBHBIE 33034M: ayaMT G3a30BbIX YCTAHOBOK

N ctpaternyeckas  uens. Co-
OTBETCTBEHHO, 30€Chb pPac-

noTeduWana HoMnNaHWK1

1 sTan. " -
A RAmac OpraHM3aLIMM U GOPMYAHPOBKA r0BaABHON CMATPUBOETCA 3TAM XU3HEH
CTpaTerdeckoi Lenu HOrO UMKIQ OPraHM3aumu,
. ee BusHec-mMomens, a TakKxe
m = ~, MMEIOLLINECS Y HEE KITIOYEBbIE
* OCHOBHOW BONPOC: «B HaKOW CHTYaLMK Mbl
KOMMNETEHLMN, KOTOPbLIE BHO-
HaxXooMMCATn
CAT ACHOCTb B MOHMMAHME
* OcHOBHBIE 33034M: guddepeHUHaLHMA KNHeHTOE, N
2 aTan. BO3MOXHOCTEM M MOMOraioT
OUugHKa BHEWHerD OHPYHeHWA W BHYTRPEHHETD
AHanus pecypcos NPABMNLHO BLIGPATL CTPO-

A

Ternyeckmit BekTop. B cny-

[

ANA AOCTHHEHWA LBAKMTY

* OCHOBHOM BONPOC: «KaKWE Mbl BUAMM BO3MOMHOCTH )

3 sTan. * OcHoBHEIE 3a034M: obobWweHMe pesynsTaTos
dopMynHpoBKa aHanu3a, yTo4HEeHWe LLEJ'I:‘I, NOArOTOBKE BAPMEHTOB
cTpaTermueckux | CTP3TErMHECKMX peluenui v paspaboTka Basosbix

HanpasneHuii TE3WCOB CTPATETHK

yae CTpATErMu YNpPOBIEHMs
KITMEHTCKMMM OTHOLLIEHMSIMM,
KOroa HanpasneHune yxe B
NPMHUMNE 304CHO, 304Q4M
ACQHHOTO 3TAMNA  HECKOSbKO
S CYy>XQIOTCSA, OAHAKO TpebyioT

¢

Paszpa6omaxo asmopom.

Puc 1. Npouecc pazpaboTku cTpatermm ynpaeneHms KNMEHTCKUMM OTHOLLEHWSAMM

Developed by the author.

Figure 1. The process of developing the strategy of customer relationship

management

HE MeHbLIEN OTBETCTBEHHO-
CTU Y BHUMAHMSA CO CTOPOHBI
PA3PabOTYMKOB, MOCKOSbKY
MMEHHO B 3TOT MOMEHT OCY-
LLLECTBNSETCS NEPBUYHBIM QY-
OUT OCHOBHbIX LUEHHOCTHbIX
YCTOHOBOK KOMMOHUK U ee
KITMEHTOB.
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B 5ToM cMbicne BECbMQO MOME3HLIM SBIAETCS OMU-
caHue BU3HEC-MOAENM OpPraHU3auMM Mo  MeToay
A. Ocrepsanbaepa (tak Hassisaemas «Kawsa 6us-
Hec-moaenu», arn. Business model canvas)!, koto-
PbIM B HAMAAHOM GOPME AAET NPEACTABNEHUE O TOM,
KOK MMEHHO KOMMAHMA CO3ACET NOTPEBUTENLCKYIO
UEHHOCTb 1 NPMOBPETAET CTOMMOCTb, U B STOM CMbIC-
e ykasblisaeT ee noTeHumnan 1 cnabsie mecta. Kpome
TOro, B MHOPACTPYKTYPE AGHHONW MOAENM Hemanoe
MECTO yaenaeTcs KIMeHTckomy 6noky, rae 0obo3Ha-
4AIOTCS KIIOYEBbIE NOTPEOUTENM KOMNAHUM M UX NO-
TpebHOCTH, O TAKXKE OCHOBHBIE MCMOMbL3YIOLMECS
cnocobbl B3AMMOAEHCTBMS C KITMEHTAMM.

[na paspaboTtkm cTpaTtermm ynpasneHms KimMeHTCKM-
MU OTHOLLEHMAMM HE MEeHEeE BAXHbIM ABNAETCA U U3-
YYEHME TEKYLLEro 3TAMNA XMIHEHHOTO LUMKIA OPraHu-
3QUMM, B NNAHE LENOCTHOTO BUAEHMS €€ BHYTPEHHEH
FOTOBHOCTM M BbISIBIIEHUS MOTEHUMANA A8 PEANM3ALMM
KIIMEHTOOPUEHTUPOBAHHOIO HAMPABNEHUA. 30eCh U3
BCEX MPEANaraembix ynpaBneHYECKUX METOOMK HAM-
bornee uenecoobpasHbiM MPEACTABAAETCA MCMOSb-
30BAHME MOAENM XM3HEHHbIX umknos M. Aamseca ?,
KOTOPQAs Y4epes3 OMUCAaHME CTAAMM PA3BUTUS KOMMNQ-
HUK NOMOTQOET AATh BMNOMHE NOAPOBHYIO CYLLIHOCTHYIO
OLl,eHKy €€ OCHOBHbIX LEHHOCTHbIX YCTOHOBOK n Cctmng
PabOTH, ONPEfenmTsL CTeneHs ee TMOKOCTU 1 ynpas-
NIAEMOCTH, O TAKXE BAXHbIE OCOBEHHOCTU BHYTPEH-
HMX B3OMMOOTHOLLEHUN.

Yro kacaetca rnobansHon uenn CRM-ctpaterum, 1o
B COMOM OBLLEM BUIE €€ MOXHO ONPESeNuTh, HANpPH-
Mep, KAK yCUNeHWe MO3WuMii KOMNAHUK (nonyyeHue
KOHKYPEHTHBIX MPEUMYLLECTB, YKPEMNEHUE YCTOMUYM-
BOCTM M T.M.) B ONPEENEHHON NepCrnekTMBe 3a cyeT
PA3BUTUS NOANLHOCTU MOTPEOUTENEN M OPraHM3a-
UM LOArOCPOYHOTO B3AMMOBLITOLHOTO COTPYAHM-
4EeCTBA C OMPEAEeneHHbIM KPYTOM KIIMEHTOB. Tem He
MeHee, KOXLAs OPTraHM3aLMs SOMKHA MHAUMBULYQb-
HO CHOPMYNMPOBATL CBOIO CTPATEMMYECKYIO Lefb, B
30BUCMMOCTM OT YCIIOBMI BU3HECa M COBCTBEHHbIX
YCTPEMNEHUI, MO  BO3MOXHOCTH, LOMONHUTENLHO
KOHKPETU3UPYS €€ C MOMOLLBIO KOMIMYECTBEHHBIX UMK
KOYECTBEHHbIX MOKA3ATENeN LOCTUXEHMS.

2-i 3Tan (ananus pecypcos) — Hanbonee OTBETCTBEH-
HbI C TOYKM 3PEHMS NOArOTOBKM MHPOPMALMOHHOM
6a3bl, TWATENLHOCTE NMPOPABOTKM KOTOPOM NpPak-
TUHECKM HANPAMYIO BNMAET HA PE3YNbTATUBHOCTb
Bymywei ctpaterun. B TpapmumorHom Brae aaHHbI

3TAMN COCTOWT M3 iBYX OCHOBHbIX BNIOKOB — BHELLHETO
1 BHYTPEHHETO OHANM3A, HA BbIXOAE MPEfOCTABNSIO-
LWMX OMUCAHWE KOMMIEKCA HE3UBUCUMBIX (MPSAMBIX W
KOCBEHHBbIX) BAMSAIOLLMX GAKTOPOB OKPYXKEHMS KOMIMQ-
HMM M KQUYECTBEHHYIO OLEHKY ee pecypcos. B uensx
Pa3pabOTKM CTPATEMMM YNPABNEHUSA KITUEHTCKMMM OT-
HOLLEHUAMU PEKOMEHAYETCS HECKONBKO U3MEHEHHOS
CTPYKTYpa paboThl, co cMmeleHuem dbokyca uccneno-
BAHMI B HAMPOBEHMM NOTPEBUTENLCKOrO CErMEHTA
M COOTBETCTBYIOLLMM POKYPCOM POCCMOTPEHMS BCEX
TUMOBbIX SNEMEHTOB.

LleHtpanbHoi cneumduyeckoi sagayen aHanmMtuye-
ckoro stana CRM-ctpaternn asnsetcs kayecteH-
HbI QHAMM3 KIIMEHTCKOrO npoduna — B popme and-
bepeHLUMaLmnK KIIMEHTOB MO MPU3HAKY MX LEHHOCTH
ans opranusaummn. B ocHosy upen ouddeperHumaumm
3anoxeH GeccnopHbii GakT, 4TO JANEKO HEe BCE MO-
TPEOUTENU B PABHOM CTEMNEHM BAXHBI 1S KOMMAHMMU,
B cesian ¢ 3Tum BO3HMKOET odesmgHbIM Bonpoc «KTo
Haubonee UEHHbIN ANa HAC KIMEHTS». Takum obpa-
30M, OHOMU3 KIIMEHTCKUX CErMEHTOB ABNSETCH HEOb-
XOOMMBIM YCNOBHMEM LS GOPMUPOBAHMS LEHHOCTH
KIMEHTCKOM 6a3bl, YTO NpeacTasnset cobon OanH U3
KIIOYEBbIX BOMPOCOB Pa3pabaTbiBAEMON CTPATENVM.
B kauecTBe MHCTPYMEHTA Ans peLueHus STOM 3a404M
LenecoobpPa3HO UCMONb3OBATE MOLENb, NMPEATOXEH-
Hyto Ix. v A. Kappw, Tak HasbiBaemyto «noTpebu-
Tenbckyto nupamuay» [1].

OCHOBHOM MPMHLMM, KOTOPbLIM PYKOBOLCTBOBAMCh
CO3naTENM METOLO MPW ee MOCTPOEHMM — MPABUIIO
MapeTo, KOTOPOE B OTHOLLIEHMHM M3Y4AEMOro BOMPOCA
rmacwt, uto «20% notpebuteneit sakynaot 80% npo-
aykumu, v uto npumepro 20% nponax npuHocst 80%
noxogay 3. Opyror ocobenHocTsio nupamuabl Kappu
ABNSETCA TMOKOCTb B BO3MOXHOCTH BHIGOPA KpUTEpU-
€B, MO KOTOPbLIM OCYLLECTBASETCH CErMEHTUPOBAHME.
Hanbonee nonynspHbiMi BAPUAHTAMM ABASKOTCS MO-
KO3QTeNM BLIPYYKM MO0 NPUBLINK B PACYETE HA OLHO-
ro KIMEHTA, OAHAKO, B 3ABUCUMOCTH OT BUAA M CNIOCO-
6a BeaeHus GusHeca, NOTPEOUTENLCKME TPYMMbl MOTYT
BbITb BBIAENEHBI U MO APYTUM MPU3HAKAM — HANPUMEP,
KOMMYECTBY WM BUOY EOMHUL NPUOBPETEHHOrO TOBA-
pPa M yCnyr, 4actoTe nocelenuin (marasmHa, Murep-
HET-CAMTA) B ONPEAENEHHbIM Nepuos v T.4.

Takum obpasom, nupamuaa Kappw nossonsiet Bbi-
ABUTb LleNiEBbIe KITMEHTCKME CETMEHTHI, KOTOPbLIE ABNIA-
OTCSt OCODEHHO BLIFOLHBIMM [J1s KOMIAHWM, U HO Pa-

' Ocrepsanbaep A. MNoctpoerne 6usHec-mopeneit: HacronsHas kHura ctpatera u Hosatopa / Anexcarap Ocrepsansaep, M [Nerse; nep.

c arm. 2-e usa. M.: Anbninna Mabnuwep, 2012. C. 21-50.

2 Aauzec M. YnpaeneHue xusHeHHsIM LMKiom kopnopaunit / Muxak Kangepor Aauzec; nep. ¢ anrn. B. Kyauna. M.: Mann, Mearnos n Pep-

6ep, 2014. C. 34-210.

3 Kox P. Vicnonbsosarue npunumnna 80/20 s 6usrece // Matepuansi caitta «Dnutapuym. Lientp amcranumonHoro obpasosanusy. URL:
http://www.elitarium.ru/2006/06,/09 /ispolzovanie_principa_8020_v_biznese.html (zata o6pawenuns: 06.03.2017).



60Ty C KOTOPLIMU LOMKHBI BbITE CHOKYCUPOBAHLI BCE
ee pecypcbl 1 cTpaternyeckne ycunms. OpHako oHa
B OCHOBHOM HALENEeHa HA U3y4YeHUe KTUBHOM HACTH
MmetoLLencs KnmeHTckoi 6assl. Ho B ctpaternueckom
pa3pese OPraHU3aLMKM MOTYT BbITb MHTEPECHB M MO-
TEHUMANbHBIE TPYNMLI NoTpebuTened, — Hanpumep,
Te, KOTOpble CEeNYac COCTOBMAIOT MACCMBHYIO YACTb
KnneHTCkoM 6asbl (T.e. MHPOPMALMA O HKUX CTb BHY-
Tpu KomnaHuu), nMbo Te, koTopsle BoobLLe He ABNs-
lOTCS ee KNMEeHTAMM, HO MPUCYTCTBYIOT HO OTpacne-
BOM pbiHKE. B 3TOM CBS3M €CTb CMBICIT MCMONb30BATH
6A30BYIO MOAENb HECKOMBKO WMPE, YEM U3HAYANBHO
6bino onncaHo ee astopamu. Popmuposarme LeH-
HOCTU KNMEHTCKOM 6a3bl HO OcHoBe noTpebuTens-
ckok nupamuasl Kappu ¢ yyeTom COOTBETCTBYIOLLMX
AOMNOSNHEHUN NPEACTABNEHO HA PUC. 2.

MIR (Modernization. Innovation. Research), 2017; 8(2):236-248

Wcnonbsys npunumn Mapeto, a1a rpynna genutcs B
cootHowerun 20/80 Ha ocHose BLIGPAHHOMO KpU-
Tepus (Hanpumep, No NpPubLINK), Aanee u3 nomny4me-
wmxcs kmovesbix 20% BbIAENAOTCS CAMOCTOSITENbHbIE
KaTeropuu notpebutenei KOMNAaHUM (CornacHo Npo-
LEHTHOMY COOTHOLEHMIO, npeanoxeHHomy Kappw),
KOTOPbIE PAZAMYAIOTCS MO OOBEMY COOTBETCTBYIOLLMX
MM nokasaTeneit. B utore mbl nonyyaem yeTsipe oc-
HOBHBIX KITMEHTCKWUX CETMEHTQ:

* «A» (1% KNMEeHTOB OKTUBHOM rPYMMb) — CAOMBIE LEeH-
HbIE KITMEHTHI KOMMAHWM, KOTOPLIE MPUHOCAT MAKCH-
MQnbHbI 06beM NPUBLINK;

* «B» (4% w3 BCEX OKTMBHLIX KnMeHTOB) — Hanbonee

3HAUMMbIE NOTPEebuTenu, coctasnaome 6asmc
61arononyyms OpraHu3aLmu;

*«C» (15% aktusHOI
rpynmbl) = KNUEHTHI

1
o

-
AKTHBHARA
rpynna

[ ——

CocmasneHo asmopom no mamepuanam [1, 3].

Puc 2. PopmmrpoBaHme LeHHOCTH KNMeHTCKOM 6asbl Ha ocHoBe
notpebutensckoi nupammapl Kappu

Compiled by the author based [1, 3].

Figure 2. Forming the value of the customer base on the basis of the consumer

pyramid Curry

Nrak, B obliem Buae MCCNenoBAHUE KIMEHTCKOrO
NPodUA COCTOUT U3 2-X 4ACTEN: U3ydeHusa COBCTBEH-
HOM KNMEHTCKOM 6a3bl (BHYTPEHHUI aHanms) n ob3o-
PA PLIHOYHOTO NOTeHUMAna (BHewHMi ananua). Mep-
BbIM WArom paboThl ¢ umetoLencs 6asomn asnseTcs
pPa34eneHne KINMEeHTOB HA LBE TPYNnbl MO MPWU3HAKY
OKTMBHOCTM COBEPLUAEMbIX MMM CAENOK 30 Oonpepe-
NIeHHbIM NOCNEAHUIA NEPUOL BPEeMEHU (Hanpumep, rog
nnn nonroaa). [pynna «AkTUBHbIE» NPENCTABASET HA
MOMEHT aHANU3A HAMBOMbLLYIO LEHHOCTL s GusHe-
Cq, TeM He MeHee, Kak BblIO CKA3QHO BbILE, B HEM
MPMCYTCTBYIOT KIIMEHTH PA3HOM CTEMEHU BAXHOCTU.

(A“‘“’”“

-\ CPEeAHEro ypoBHs, KO-
Topble obecnedmsaioT
KOMMOHWUKM YMEPEHHBIN
LOXO0f;

20% wAneHTos,
KoTopeie
“::.:m *«D» (80% akTvBHBIX
KJIMEHTOB) — KIMEHTI
C MQsbIM KOSIMHECTBOM
MoKynok, Aons KOTo-

pbix B 0bLLeM obbeme

npubbinM  He  CTOMb
3HAYUTESNBHA.
lpynna  «[laccusHble»

BKNMOYAET KOHTAKTbI KJI1-
eHTCKOM 6a3bl OpraHm-
30UMM, MO KOTOPbLIM 30
PACCMOTPUBOEMBIA  Ne-
puop cAenok He 3aduk-
CUMPOBAHO. 346eCh TAKXE
HeobXoaMM aHanM3, B

pesynbTaTe  KOTOPOro
Mbl MMeeMm crnegyloLpe
CETrMEHTBI:

e «<HeakTmsHble  KNMEH-
Thl» — BKIOYOET Tex,
KTO paHee cosepLluan
MOKYMKM, HO B NOCNea-

HEe BPEems UX OKTUBHOCTb MO KAKOW-MBO npuunHe
NPeKPaTUNaCs;

* «AKTMBHbIE NOTEHUMANbHbIE KITUEHTbI» — COOEPXUT
KINMEHTCKME KOHTOKTbI OPraHn3aumm, no KOTOPbIM
eLe HEe COCTOANNCH pealibHble MPOAAXMN, T.€. 3TO KA-
TEeropma HOBbIX YCTAHOBNEHHbIX B3OMMOOTHOLLEHMM.

Bo 2-i yactv uccnenoBaHms OCyLECTBASETCA AHAMNM3
NoTPEBUTENLCKOTO NOMsS COOTBETCTBYIOLLErO OTPAC-
neeoro poiHka. OCHOBHOM 30404el 3nech SBRAeTCs
BbIIBIEHME M YETKOe onpefeneHne NapameTpos TOM
€ro [onu, KOTOPAs B NePCNeKTUBE MOXET NOMNOMHUTbL
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KIMEeHTCKylo 6a3y opraHusaumm. Takum ob6pasom
bOPMMPYIOTCA CNeayIoMe CETMEHTDI:

* «[NoTeHumanbHLIe NOTPEBUTENMY — TE, C KOTOPLIMM
B3OMMOAENCTBUE OTCYTCTBYET, OAHAKO OHU MMEIOT
NMBO MOTYT MMETb MHTEPEC K COTPYAHUYECTBY C Op-
raHU3aUMEN;

* «Bce ocranbHbie noTpebutenu» — BKNIOUAET TEX, KTO
B MPUHUMME ABNSETCA NOTPEOUTENEM QHAMOTMYHbIX
TOBAPOB M YCIYT, HO COTPYAHUYECTBO C KOMMOHMEN
MO KAKUM-TMBO NPUUMHAM HE PACCMATPUBAET.

M3 4Mcna nomydeHHbIx MO PE3ynbTaTaM COCTOBIEHMSA
NOTPEOUTENBCKON MMPAMMUABI  KIIMEHTCKUX CETMEHTOB
OPraHM3aUMs BEIBUPAET HECKOMBKO KIIOUEBbIX s cebs
rpynn (KK MPABMIO, BCErAA BKIIOUAIOLLMX CETMEHTbI A
v B), Ha koTOpbIX B fansHerwem ByneT chokycrposa-
Ha CRM-ctparterus. B ux otHoweHun cneayet gonon-
HUTEMbHbINA AETAMbHbIA AHAMM3 A8 YETKOrO MNOHMMAHMSA
PAOA XAPOKTEPUCTMK (MX LEHHOCTHBIX YCTAHOBOK, MO-
TPEBHOCTEN M 3aNPOCOB, MOBEAEHYECKUX MOAENen M
T.0.), HEOBXOAMMBIX AN NOCNEAYIOWEN NOArOTOBKM Lie-
NEBbIX NPABMI BSOMMOLENCTBMUS, B TOM uncre, Beibopa
QEKBATHBIX 304A4AM CPELCTB KOMMYHMUKALMIM, BLICTPA-
MBAHUA BU3HEC-NPOLECCOB, PA3PABOTKM NAKETA OCO-
Obix NPEMTIOKEHMI 1 NTPOrPAMM NOSATBHOCTM U T 4,

Hapo 0cobo OTMETUTb HECKOMBKO BOXKHBIX MOMEH-
TOB, KOTOPbIE OYyAYT NONE3HbLI NPK NPAKTUYECKOM MC-
NOSb30BAHWM PACCMOTPEHHOTO METOAQ!

1. Heo6x0aMmMo NOHMMATb, 4TO YKA3AHHBIE B MOAIE-
nm nponopumn (npuHumrna MNMapeto, a Takke npu
CErMeHTaLMM HaMBONEE LEHHBIX KITMEHTOB) HOCAT
PEKOMEHAATENBHBIA XapakTep, 1 B paboTe ¢ pe-
QJTbHbIMM OAHHBIMU 3TU I'IpOLI,eHTHbIe COOTHOLEe-
HWSl, CKOPEEe BCEro, MOKAXYT OMNPELEeneHHble OT-
KINOHEHUS.

2. CTouT nogdepkHyTb OTPOMHOE 3HAYEHWE MPOoMaY-
MAHHOTO BHIGOPA KpUTEPMS AN CErMEHTUPOBA-
Hus. Kak yxe ckasaHo, Haubonee pacnpocTpa-
HEHbl B 3TOM MIAHE KOMMYECTBEHHBIE MOKA3ATENM
BLIPYYKM M MPUOLINKU, MPUYEM MCMONB3OBAHMM Of-
HOTO WU APYroro MOXeT MoKA3aTh abComoTHO
UHYIO KOPTUHY aMbdepeHumaumu.

B kauectee npuMepa K yKA3AHHBIX MyHKTAM MOXHO
NPUBECTU UTOTU CETMEHTUPOBOHUS AKTUBHOM rpynmbl
KNUEHTCKOM 6a3bl OAHOM M3 OTEYECTBEHHBIX MASbIX
NPeLnPUHUMATENBCKUX CTPYKTYP, NPELCTABNEHHbIE B
Tabn. 1.

3. Mpwn BhiGOpe KpuTepus NPUOLINEHOCTM BAXHO
NOMHWTb, YTO PEYb B LAHHOM CIydYde uaet O no-
HATUM UMEHHO SKOHOMMYECKOM NPUBLINK, T.€. OHA

NMPUHUMAETCA 30 BbIHETOM BCEX U3LOEPXEK, BKIO-
404 MAPKETUHIOBbIE U MpOoYMe TPAHCAKLUMOHHbIE
3ATPATbI MO TEM Xe CAENKAM.

4. KOMNQHMs MOXET CTONKHYTLCA C ONpPeaeneHHbIMM
30TPYAHEHUSIMM MPU AHONM3E MACCMBHOM TPYNMbI
KIIMEHTCKOM 6a3bl M OBLIEro PHIHOYHOMO MOTEH-
UMana, He MMes B HOMMYUKM SOCTOBEPHBIX LAHHbIX
B Mx OTHOLeHun. B aTom cnyyae ponyctumo Boc-
NOMNb30BATLCA METOAOM IKCMEPTHLIX OLEHOK HA
ocHOBE MHDOPMALMM, KOTOPOIH OBLIYHO PACMOo-
naraoT cnyx6a NPoaax U OTAEN MAPKETHUHTQ.

5. B npouecce aHanu3a kNneHTCKoro Npodusns BeCh-
Ma pasyMHbiM Byaet 06patiTs 0coboe BHUMAaHWE
HO PACMpPEefeneHue MapPKETUHIOBbIX 3aTPAT KOM-
NAHUKM MO BblAENEHHbIM KITMEHTCKUM CETMEHTAM,
NOCKONbKY BNOCNEACTBUMU C BOMbLION AONEN BEPO-
ATHOCTM BO3HMKHET HeO6XOﬂ,MMOCTb nx nepeopu-
€HTUPOBAHUA M KOHLEHTPAUMN HO CTPATErMYEeCKkH
BAXXHbIX CETMEHTAX.

B npononxeHue pelwenus 30404 2-ro QHONUTUYECKO-
ro 3Tana paspaboTku CTPATErMM YnpaBiEHUS KIu-
EHTCKUMM OTHOLLEHUAMM, OCYLLECTBISETCS AUATHO-
CTUKQ BHELIHErO OKPYXEHWSI OPraHU3aumMu, KoTopas
OMUPAETCH HA PSIA U3BECTHBIX KNACCUYECKMX METO-
MK CTPATErMyeckoro ynpasneHus (Hanpumep, KOH-
kypeHTHbi aHanua [MopTtepa, PEST-ananus v gp.)*
MoK 5TOM B MCCNEefoBAHMSX BAXHO cobmoaaTs 30-
OQHHBIN BEKTOP, M UX PE3YNbTATHI JOSKHbI AKKYMYM-
POBATL MHOOPMALMIO OTHOCUTENBHO BO3MOXHOCTH
PEANMU3ALMK KIIMEHTOOPUEHTUPOBAHHOIO HANPABIE-
Husa. CkaxeMm, B pAMKAX OLEHKM KOHKYPEHTHOro Npo-
CTPAHCTBA MONE3HO BLIICHWTL, KAKUMM MPEUMYLLE-
cTBAMM 06MOAIOT KOHKYPEHTBI B MIAHE KIMEHTCKOrO
OBCNYXMBAHUS, KOKME QNIbTEPHOTUBHBIE LIEHHOCTHbIE
NPemIoxXeHus (TEXHONOMMMU, MPOAYKTbI, CEPBMUCHbLIE
yCnyru), KOTOpble MOTyT BbITh GONee NPUBIEKATENbHbI
O KIOYEBbIX KIIMEHTCKMX CETMEHTOB OPraHM3aLmu,
NOABASIOTCH B HACTOSALLEE BPEMSA HA PhIHKE U T.4.

Heckonbko nogpobHee CTOUT OCTAHOBMTLCA HA NPO-
LUECCax BHYTPEHHEro QHANU3d, HAMPABNEHHbIX HA
OLEHKY COCTOSIHWSI PECYPCOB U MOTEHLMANA KOMMA-
HMM, MOCKONbKY OLHWUM M3 BAXKHEWLUMX YCNOBMI 3-
dektmeHocTn  paspabateisaemor  CRM-crpatermm
ABNACTCA BHYTPEHHAA TOTOBHOCTb OPraHM3ALUMK K ee
peamvsaumm. Kak Mbl yxe roBopunu, ynpasneHue
B3AMMOOTHOLLEHUAMM KOK TOKOBOE BO MHOTOM HQ3u-
PYETCA HA KATErOpUsX LEHHOCTU, MO3TOMY [IABHOM
300Q4eN BHYTPEHHEro aHANM3a SBNSETCA QyauT Cob-
CTBEHHbIX LEHHOCTHbIX YCTAHOBOK KOMMAHKMK, A TAKXE
bAKTOPOB M NPOLECCOB, HAMPOBAEHHBIX HO CO3LAHUE
ueHHocTv ans notpebuteneit. CooTBETCTBEHHO, B KO-

4 [oprep M. KoHkypeHTHas cTpaTervs: MeTommka aHanu3a oTpacien M KoHKypeHToB: nep. ¢ aHrm. M.: AnbnuHa busnec Byke, 2005. C. 37-70.
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Tabnuua 1

CpaBHeHWe UTOroB CErMEHTUPOBAHMS AKTMBHOM IPYMIbl KIMEHTCKOM 6a3bl OPraHU3aLMM MO PASAMYHBIM KPUTEPHSIM

Table 1

Comparison of the results of segmentation of the active group of the customer base of the organization by different criteria

Knuentckmni cermeHt A B C D

[ons oT Bcex knueHToB, % 3% 7% 10% 80%

QE; 5 KonuyecTseHHbIM COCTaB cermeHTa, ea. 1 2 3 24

g g KauectsenHbiit cocras cermenta, Ne n/n Ne 1 Ne 2-3 Ne 4-6 Ne 7-30

2@ | fonn or obuwieit seipya, % 24% 31% 27% 18%
CpenaHss Boipydka Ha | knneHTa, pyb. 7 436 103 py6. 4738 000 py6. 2783900 py6. 228 072 py6.
[ons oT Bcex KnMeHToB, % 7% 7% 10% 76%

;‘% E KonnuectseHHbIM cOCTaB cermenTa, en. 2 2 3 23

g § KauecteenHbiit cocras cermenta, Ne n/n No 1-2 No 4-5 Ne 3, 6, 8 Neo 7, 9-30

£ % [lons ot o6uwieit npubeinu, % 55% 26% 1% 8%
Cpeass npubbins (Ha 1 kaverTa), py6. 142 055 py6. 65778 py6. 19 585 py6. 1768 py6.

CocmasneHo asmopom no mamepuanam, npedocmasneHHoim OO0 «[TpomMazucmpane» (http://www.prommagistral.ru/).

Compiled by the author on materials provided by PromMagistral, LLC (http://www.prommagistral.ru/).

4yecTBe BCMOMOIATENBHOTO MHCTPYMEHTAPUS 3AECh
LenecoobpasHO BOCMOMNb30OBATLCSH CYLLECTBYIOLLMMM
YNPOBNEHYECKUMU MOLENSMU, KOTOPbIE ONEPUPYIOT
TAKUMM NOHSATUSIMM.

B sTom cMbicne uHTEpEC npeacrtasnaet, Kk NpUMepy,
«Llenouka coznanus ueHHoct» M. MNoptepa®, koTo-
pas, PACCMATPMBAS OPraHU3ALMIO KAK CUCTEMY, U3-
yuyaeT 0COBEHHOCTM B3AMMOENCTBMS €€ OCHOBHbIX M
BCMOMOTQATENbHbIX MOAPA3LENEHNI U MX COTNACOBAH-
HOCTb B MPOLECCE CO3AAHMA NOTPEOUTENLCKOMN LEH-
HOCTM KOMMAHMU KK KOHKYPEHTHOTO MPEUMYLLECTBA.
HaHHOs MeToaMKa MO3BONAET BLISBUTL CUSbHBIE W
cnabbie CTOPOHbLI BHYTPEHHEN KIMEHTOOPHUEHTUPO-
BAHHOCTM KOMMAHUM, O TAKXE BbIAENUTL B OPraHK3a-
UMOHHOM CTPYKTYype Te 0BacTi U BU3HEeC-NpoLEeCcCHl,
KOTOpble TPEBYIOT KOPPEKTUPOBKM B LENAX Pean13a-
UMM HOMEUYEHHOM CTPATETMYECKON NUHUM.

Ana nccnenosaHms Hanbonee BAOXHbIX BHYTPEHHMX
CBOMCTB OPraHM3aUMM, 4epe3 KOTOpble OHA MNpu-
obpeTaeT NOTPebUTENLCKYIO LIEHHOCTb, MOXHO MC-
NOMb30BATb MOAENb KIOYEBLIX KOMNEeTeHUmM 6. Takon
Nnopaxof, NOMOTaeT He TOJMbKO BbISBUTb MMEIOLLMECS Y
KOMMQHMM CUIbHBIE CTOPOHbI (YMEHMA, 3HAHMA, Ha-
BbIKM M MPOY.), 3A5TOKEHHBIE B OCHOBY €€ BHYTPEHHMUX
KOHKYPEHTHbIX MPEUMYLLECTB U COCTOBMSIOLLMX NPU-
BNEKATENbHOCTb KOMMAHMU C TOYKM 3PEHMS NOTPEOU-
Tenem, HO U HOMETUTb HAMPABNEHWUS UX AANbHENLLEro

PA3BMTHs (B TOM YnCre, NPUOBPETEHUA HOBBIX HEOO-
XOLMMBIX KOMMETEHUMHM) C MOMOLLBIO MPOTHO3UMPOBA-
HUSA KITMEHTCKMX NPEANOUTEHMHA.

3-i 3tan paspaboTku CTPATETMM YNPABAEHUSA K-
EHTCKMMKM  OTHOLEeHUaMn (bopmynuposka cTpaTe-
TMYECKUX HANPOBAEHUH) HaumHaeTcs ¢ obobLeHns
PE3ybTATOB AHAMMUTUYECKOTO MCCIEAOBAHMS M CPOB-
HEHMS €70 UTOTOB C HAYASBHBIMK YCTAHOBKAMM. B 3TOT
MOMEHT MOXET BO3HWMKHYTb HEOBXOAMMOCTb YTOY-
HEeHMS CTPATErMYECKON Lenn, 0COBEHHO ecin OHA
conepxana B cebe KOHKPETHbIE KOMMYECTBEHHbIE
NOKA3ATENM UM BPEMEHHBIE PAMKM, KOTOPBIE HE NOA-
TBEPAMIM CBOIO KOPPEKTHOCTL B XO4E OHANM3A CUTY-
aumn. danee paspabatbiBAIOTCH QNbTEPHATUBHLIE
CUEHAPUK CTPATErMUECKMX PELLEHMI, KOTOPbIE MNOKA-
3bIBAIOT BO3MOXHbIE BAPUAHTHI ABUXEHMS K LOCTHXKE-
HUIO Lenu, C Y4ETOM UCTIONb3OBAHMS PA3IUYHBIX pe-
cypcos. M HakoHew, ¢ nomowsio otbopa Hanbornee
NPEANOYTUTENBHBIX M3  HOMEYEHHBIX HAMPABNEHMI
dopmumpytotcs 6asossle Teancel CRM-ctpatermm.

Ha craamm noarotoBku QnbTEPHATMB, OPMEHTMPO-
BAHHBIX HA YMNPABIEHME B3AMMOOTHOLUEHUAMM C
YCTOHOBNEHHBIMU PAHEE  KIMEHTCKMMM  CETMEHTQ-
MM, yMeCTHO ByaeT BOCMOMb30BATLCA HAPABOTKAMM
®. battna, onpenenmBLIEro CEMb OCHOBHBIX CTPATE-
TMYECKMX HANPABNEHMIt B 3TOM obnactu [2], koTopsie
MOXHO OXOPAKTEPU30BATH Ceayowmm 06pasom:

® Porter M.E. Competitive Advantage: Creating and Sustaining Superior Performance. 2nd ed. New York: Free Press, 1998. 592 p.
¢ Prahalad C.K., Hamel G. The Core Competence of the Corporation // Harvard Business Review. 1990. 68 (3). pp. 79-91.
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1. Hauano B3ammooTHowenuit. Heobxognmo gae-

TANbHO NMPOAYMbIBATE GOPMAT CTAPTOBOTO B3AM-
MOAENCTBUS, MOCKOSbKY CO3AAHWME MO3UTUBHOIO
NepBOro BNeYATNEHNs Y NEPCNEKTUBHOIO KIMEHTA
30Q4ACTYIO MMeeT peLlaiolliee 3HaYeHne 41 BO3-
MOXHOCTW MPOLOMXKEHNS OTHOWEHMH. MmeHHO
NO3TOMY B KOMMAHUM AOMXKHbI BbiTh 4eTKO ChOp-
MYJIMPOBAHbBI NPABMIA OBLLEHWS C HOBBIMM KITMEH-
TOMM, O TAKXE NOATOTOBMIEH NAKET COOTBETCTBY!IO-
LLMX NMPE3EHTALMOHHBIX MATEPUANOB.

. 3awmta B3ammooTHowerui. Crpaternsa Hauene-
HO HO COXPOHEHME W YKPErneHue OTHOLIEHM C
KIMEHTaMM (B 0COBEHHOCTU Hanbonee BAKHbIMMU
AN OPraHM3ALUMM U MHTEPECHBIMM S KOHKYPEH-
TOB), O NOTOMY AGHHOE HANPABMEHWE NPEACTaB-
naet cobon OfHO M3 KIKOYEBbIX B PAMKAX PABOTHI
C KIMEHTAMM. 30€Ch CyLLECTBEHHBIM ABMAETCA HE
TOMbKO BLIPABOTKA OCOBLIX MPOrPAMM KITMEHTCKOM
NIOSNBHOCTH, HO M COOTBETCTBYIOLLAA HALENEH-
HOCTb MHOTUX BU3HEC-NPOLECCOB OPraHU3ALMM.

. YnydweHue kauectsa oTHoweHui. HanpasneHo
HA noBblLLEHUNE I'IpM6b|J'|bHOCTM KIIMEeHTA — KAK 3ad
cyeT obLiero pacimpeHrs o6bema CoTpyaHUYE-
CTBQ, TOK MU TWATENbHOIO MHOMBUAYQJNIBHOIO NOA-
X0aa K ero notpebrocTam. B pamkax pabotsl no
YBESIMYEHMIO YACTOTH M PACLUMPEHUS ACCOPTH-
MEHTA KITMEHTCKMX MOKYMOK LenecoobpasHo see-
OEHWUE B MPAKTUKY COBPEMEHHbIX TEXHMK MPOLAX:

cross-sell (nepekpectHas npopaxa) — npepnoxe-
HME COMYTCTBYIOLLUMX TOBAPOB M AOMONHUTENLHOTO
CEepPBMCA M3 TOM Xe NMBO ApYroi KATeropum K Bbi-
BPAHHOMY MK yXe NPOLAHHOMY TOBAPY, YTO MO-
3BOSISIET HE TOMLKO MOBLICUTL NPUOLINL, HO M B pAae
CIY4QEB YNYULINTb OTHOLLEHUS C KITMEHTOM;

upsell (ysennuyenme cymmsl nokynku) — npopaxa 60-
nee 1opororo ToBapa (3a cuet ero 6onee BbICOKOV
LEHHOCTM — PYHKUMOHQNBHOCTM, BHICOKOrO Kaue-
CTBQA M T.M.) YEM TOT, KOTOPbINA BbIT CAMOCTOATENLHO
BbIOPAH KIMEHTOM;

downsell (ymeHbLueHme cymmbl nokynku) — npoaaxa
6onee feLeBoro TOBAPA (T.€. pelatoLero 3a4a4y
KIIMEHTA, HO MUMEIOLLETO MMHUMASBHYIO LEHHOCTL)
B POMKOX OFPAHWMYEHHOTO BIOMKETA KIMEHTA, YTO
NO3BONAET PEANM30BATL NOTPEBHOCTU KIUEHTA, a
TEM CAOMbIM COXPAHUTL €ro U yny4ylunTb OTHOLLIEHUA;
MNP 3TOM BOAXKHBIM MOMEHTOM 3L€Ch ABNAETCA NPEa-
NIOXEHUE KIIMEHTY AHANOrA, MMmeroLwero Hanbonee
BbICOKYIO MAPXUHANBHOCTb.

4. Peopranusaums otHoweHwmi. [pumernumo B cny-

4ae, KOrAA KIMEHT CTAHOBMTCA YOLITOYEH MK He
OY€eHb BLIFOLAEH AN OPraHM3ALMKM, OFHOKO 3TA
CUTyaUMst MOJAQETCS KOPPEKTUPOBKE 4Yepes u3-
MeHeHWe cnocoba B3anMOOTHOLWEHMIA. Tak, ecnu
paHee NpuHaATHI GOPMAT PaboThl C KIMEHTOM
TpebyeT OT KOMMAHWUKM 3HAUYUTENbHLIX PECYPCOB,

TO HEODXOAMMO HAWTH BO3MOXHOCTb CHMXEHMS
uspepxek Ha ero obcnyxumeanme. K npumepy, Ta-
KOs 304040 MOXET BbITh PELLEHA C MOMOLLBIO 30-
nycka GOpPMa OH-NAKH 3aKA3A HA CaiTe — KOrad
TOBAPbI U YCYTH TUMOBOTO ACCOPTUMEHTA KITUEHT
MOXET 30KA3ATb CAMOCTOSTENbHO, MUHUMU3MPYS
y4aCTMe COTPYAHMKA KOMNAHUM B 3TOM NpoLecce.

5. Makcmmaaums npubbinbHOCTH OTHOLIEHUI. Vime-
€T MECTO B CUTYdUMM, KOTAQ B3AMMOOTHOLLEHMS
C KIIMEHTOM MO KAKOW-MOO npuumHe 6amssaTca k
CTQAUM 3aBEpPLUEHMs (HanpuMep, McHepnaHa no-
TPebHOCTL B TOBAPAX M YCITYraX KOMMAHWM, Npu-
HATO peluenune ob yxoae K KOHKypeHTy 1 T.1m.). MNpu
CTABUIBHON MAPXMHANBHOCTH AAHHOTO KIMEHTA,
0 TAKXE HEBO3MOXHOCTU M3MEHUTL CIIOXMBLUMECS
0b6CTOATENLCTBA, 3ATPATH HA €r0 0BCNYXUBAHME
HEODOXOAMMO ONMTUMM3UPOBATbL M OCHOBHLIE YCH-
SIUS KOMMNOHUKM CHOKYCMPOBATL HA COXPAHEHMM
TEKYLLErO YPOBHSA NMPUOLINM.

6. Bosspar knmenta. B ciydae yxona knmeHTa K KOH-
KYPEHTY NepBOOYEPERAHOM 30AA4YEN KOMMNAHMM SIB-
NAETCA BbIABIEHNE M AQHANMU3 NMPUYMH NPEeKpALLeHns
COTPYAHWMYECTBA, YTO BAXKHO KAK ANs OnpeaeneHus
CO6CTBeHHbIX ((CJ'IO6bIX MeCT», TOK 1 Angd NOHMMOHUSA
LONbHENLUMX OENCTBUMA B OTHOLLUEHMM NOTEPSIHHOTO
knneHTa. Ecin peub upet 06 ofHOM M3 KIIOUEBbIX
KNMMEHTOB, CTPATErMYECKM BAXHOM LOJ11 KOMNAHWMK,
HeobX0AMMO NPUNOXUTb BCE CWUMbl AN €ro BO3-
spatterus. OaHAKO B CUTYQUMM, KOTAA 3ATPATHI HA
BO3BPAT KIIMEHTA NEPEKPLIBAIOT €70 NPUOLINEHOCTL,
6opbba 30 TAKOro NOTPebUTENs CTAHOBUTCA Hele-
necooBPA3HOM, U OT HETO CTOWT OTKA3ATHCS.

7. MNpekpawenune oTHoweHnn. HecmoTtps Ha onpe-
LENEHHbIM HOHCEHC B TAKOM ACMEKTE KIIMEHTCKOM
pPaBOTLI, AAHHOE HAMPOBAEHUE ABASETCA BMOMHE
LEMCTBEHHBIM C TOYKM 3PEHUs YNpaBneHus Gus-
HECOM U LOCTUXEHMS KOMMAHUEN MOCTABMAEHHbIX
cTpaTterMyeckmx uenemn. Tak, B clydyae, eciu 3a-
TPAT HO OBCYXMBAHUE KIMEHTA BbILLE MOMYYa-
EMOM NPUOLINK, U BEPOATHOCTb USMEHEHMS STOV
CUTYAUMM B NEPCMNEKTUBE HEBENUKA, S KOMMA-
HUM UMEET CMBICT OTKA3ATLCS OT TAKOTO COTPYA-
HUYECTBA M MEPEOPUEHTUPOBATL CBOW PECYPCHI
Ha 6onee LOXOAHbIE rPyNMbl NOTPEBUTENEN.

[NepeuncrieHHbie cTpaTernyeckne HANPABAEHUS MO-
YT NPUMEHSTECS st GOPMUPOBAHMS MHAMBMAY Q-
HOM KITMEHTOOPUEHTUPOBAHHOM CTPATEMMM B TOM UM
MHOM KOMBMHAUMM, B 3QBUCUMOCTM OT KOHKPETHbIX
YCIIOBUI U LieNEBbIX YCTAHOBOK.

B ceoto ovepens, npu paspaboTke 1 Beibope pelue-
HWI, CBA3QHHBIX C BHICTPAMBAHMEM M HONAAKOM BHY-
TPUOPraHU3ALMOHHBIX MPOLECCOB B LENAX YCNELIHOM
pPeanu3aLMmn CTPATErMYECKOro BEKTOPA, MOXHO pe-
KOMEHLOBATL MCMOMb30BAHWE OAHOrO M3 Haubonee
OTPABOTAHHLIX METOLOB YNPABNEHUYECKOW AMATHO-
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Tabnuua 2

MporHo3 M3MeHeHHUs CErMEHTOB OKTMBHOM rPYNMbl KIMEHTCKOM 6a3bl OPraHM3aumm (Mo KPUTEPHIO BbIPYYKM)

Table 2
The forecast of changes of segments of the active group of the customer base of the organization
(according to the revenue criterion)

Knuentckni cermeHt A B C D

[ons ot Bcex knnerTos, % | Tekywas 3% 7% 10% 80%
NPOrHO3HAs 3% 10% 10% 77%

KonuuecrtsenHbin co- TekyLas 1 2 3 24
e EALEhep G NPOrHo3Has 1 3 3 23
KauectBeHHbin coctas TekyLwas Ne 1 NoNe 2-3 NoNe 4-6 NeNe 7-30
cermenta, Ne n/n npOrHo3Has No 1 NoNe 2-4 NoNe 5-7 NoNe 8-30
[ons ot obLwei Bbl- TekyLwas 24% 31% 27% 18%
BANG MPOrHo3Has 21% 43% 24% 12%
CpeaHsis BoIpyHKa Ha Tekywas 7 436 103 py6. 4738 000 py6. 2783900 py6. 228 072 pyb.
1 KnmenTa, pyo. npOrHoaHas 7 436 103 py6. 4967 085 py6. 2782 320 py6. 190 643 py6.
O6Lwas sbIpyyKa TeKyLLast 7 436 103 py6. 9 476 000 py6. 8351 700 py6. 5473728 py6.
corMeHTa, pyb. NPOrHO3Has 7 436 103 py6. 14 901 255 py6. 8 346 960 py6. 4384789 py6.

CocmasneHo asmopom no mamepuanam, npedocmasneHHoim O00 «TpomMazucmpane» (http://www.prommagistral.ru/).

Compiled by the author on materials provided by PromMagistral, LLC (http://www.prommagistral.ru/).

CTMKM — Tak HasbiBaemoi «Mogenn 7S» 7, kotopast
NOMOrQET OUEHUTL NEPCMNEKTUBLI UX KU3HECTIOCOBHO-
CTU B YCIIOBUSX KOHKPETHOW KOMMNaHMK. [JaHHas mo-
Aeflb PACCMATPUBAET LIEHHOCTb OPraHU3ALMM Yepes
KO4eCTBO B3AMMOAENCTBMSA IBYX IPYMNM €€ BAXKHENLLIMX
SMEMEHTOB: «KECTKMX» (DALMOHANbBHBIX: CTPATErMs,
CTPYKTYPQ, CUCTEMA) M «MATKMX» (SMOLMOHQIIbHBIX:
HOBbIKM, MEPCOHA, CTUSb OTHOLueHmZ), M B Clyyae
BbIABNEHMS NPOBIEM COrMACOBAHHOCTM 3TUX OPraHM-
30LMOHHBIX COCTOBASIOLLMX CBOEBPEMEHHO MPUHATb
AQAEKBATHbIE MEPBbI.

M HakowHeu, npwm BoiBOpe CTPATErMYECKUX AnbTEPHA-
TWB BECbMA MONE3HO CMNPOTrHO3MPOBATH, KAK Mpef-
NONAraeMble MEPOMPMSTUS MOTYT MOBAMATE HA W3-
MEHEHME COCTABO KIMEHTCKMX CEMMEHTOB, M KAKMM
0BPA3OM 3TO OTPASMUTCA HO 3HAYEHUSAX NOKA3ATENEN,
BBIBPAHHLIX NPK AnddepeHUMaunM KNMEHTCKoM 6a3bl
(BbIpydKke u/unn npubeinm opranmsaumm). OneiT TaKO-
ro NPOrHO3a, NPUBEAEHHBIN B TABM. 2, FOBOPUT O TOM,
yto Aaxe 6e3 yBenuueHuns obLIEro YMCNa KIMEHTOB
ueneHanpaenerHas pabora ¢ cermeHtamm C u D, B
pesynbTaTe KOTOPOM XOTH Bbl MO OAHOMY KIUEHTY U3
HUX MEPEMECTATCS HA CTyMEeHb Bbile (COOTBETCTBEH-
HO, B cermeHTbl B 1 C), He Tonbko nosbicuT 061y BbI-
pYyuKy opranuzaumu (B gaHHom npumepe Ha 14%), Ho

U YCUIIUT YCTOMUYMBOCTb KOMMAHMM 30 CUET yKpenne-
HUS HEKOTOPbIX HAMBONEE UEHHBIX KIMEHTCKMX Cer-
MEHTOB, 0BECNEYMBAIOLMX JOCTATOUHO CTABUMbHbINA
LOXO[ OT CPEAHENO YPOBHS U BhILLE.

Takmm 06pasom, eLle 1O OKOHYATENBHOrO GOpPMyu-
POBAHMS OCHOBHbIX CTPATEMMYECKMX TE3UCOB, HO CTA-
IMW PACCMOTPEHUS U BHIBOPA BO3MOXHbIX CLEHAPU-
€B, MOXHO 3KCMEePTHO NPOBEPUTb XMIHECTIOCOBHOCTL
NOATOTOBNEHHbIX BAPUAHTOB M MX COOTBETCTBUE [NO-
BanLHOM CTPATErMYECKOM LU, ONpefeneHHON Ha
nepsom stane pabot. 310, 6e3yCnoBHO, yCUnmMBaeT
3PHEKTUBHOCTL PELLIEHUHI, MPUHUMAEMBIX MO UTOTAM
pPa3paboTkK, U MOBLILIAET YCNEWHOCTb NOCNeayto-
e peanu3aummn CTpaTermm ynpasneHms KNMeHTCKM-
MU OTHOLLIEHMSIMM.

Buisogp!

HO,D,BOJJ,H UTOTKU NPenCTaBIEHHOIo nccnegoBaHmA, Xo-
Tenock bl BblAENINUTb HECKOJIbKO BAXHbLIX MOMEHTOB!

1. Knioyeeas 0cobeHHOCTb CTpATertn ynpaBneHus
KITMEHTCKMMM OTHOLLIEHUSIMM 3AKITIOHOETCS B €€ Bblpa-
XEHHOM LEHHOCTHOM NApagurme, 4to obyCcnoBneHo
CYLLHOCTbIO €70 LEeHTPAbHOTO NMOHATUS — B3AMMOOT-
HOLLEHMI C KIMEHTOMM (KaK 0COBOM PA3HOBMAHOCTH

7 Pascale R.T. Managing on the Edge: how successful companies use conflict to stay ahead. New York: Simon&Schuster, 1990.
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4ENOBEYECKMX B3AMMOCBA3EN, KOTOPbLIE BO3HMKAIOT
NpM  3KOHOMMYECKOM B3ammoaencteuu). [lostomy
QHONM3, OCYLLIECTBASEMbIA NPU NOATOTOBKE AAHHOIO
BMAQ CTPATErMM, BO MHOTOM OMMPAETCH MMEHHO HQ
UEHHOCTHBIE XOPAKTEPUCTUKM UCCheayembix OBbek-
TOB. DTUM e OBBACHSIOTCA COAEPXATENbHbIE ACMEeK-
Thl MpoLecca paspaboTku, a TAKKE METOAMYECcKMe
OCHOBBbI KX0ro 3Tana pabor.

2. [nasHo cneupduyeckon sapayeit cosnarus CRM-
cTpaternn  ssnsetcs  anbdepeHumaums  KIMEHTOB,
KOTOPQs NPeacTasnaeT coboi KAYECTBEHHBIN aHa-
fIM3 KIIMEHTCKOTO NPOdUS OPTaHU3ALMKM U COCTOMUT
B CErMEHTMPOBAHMM NOTPEBbUTENEN MO MPUSHAKY UX
UEHHOCTH ana opraHmsaumn. B metogmyeckom nnao-
HEe B KaYecTee BA30BOrO MHCTPYMEHTA ANS PELLEeHUs
LCOHHOM 30404M NPENaraeTcs UCNoMb30BATE MOLENb
YNPABAEHUs B3AMMOOTHOLLEHUSAMM C NOTPEebUTEnamu
(notpebutensckyio nupamuay Kappu), Hauenennyio
HO GOPMUPOBAHME LEHHOCTH KITMEHTCKOM 6asbl op-
raHM3auun. Takxe B MPencTaBneHHOM CTaThe Co-
LEePXATCS PEKOMEHAAUMM MO PASBUTUIO LAHHOTO
MeTOAQ, B YacTi 6onee NoapoBHOro AHANKU3A NoTpe-
OUTENbCKUX CETMEHTOB, HE OTHOCALLMXCS K OKTUBHOM
KnmeHTckon 6ase komnarnun. Kpome Toro, otmeueHs
HEKOTOpbIE OCOBEHHOCTU MPMKNALHOTO XAPAKTEPQ,
KoTopble OymyT NOnesHs NPAKTUKAM Anst SbdexTre-
HOM PABOTHI MO YKA3AHHON METOAMKE.

3. MNpeacrasneHHbiM anroputM paspaboTku CTpa-
Teru PyKOBOACTBYETCH MPUHLMMNOM CMCTEMHOCTU M
ONMMPAETCH HA MCMOMb3OBAHUE COBPEMEHHbLIX MOA-
XOHOB K YMNPABAEHUIO KIMEHTCKMMM OTHOLLEHMSIMM
W COMYTCTBYIOLLMMM MM MPOLECCAMM B COYETAHMM C
OKTUBHBIM MPUMEHEHWEM ANPOBUPOBAHHOMO BpEeMe-
HEM KIIACCMYECKOTO MHCTpyMeHTapusa. PekomeHpa-
WM No BbIBOPY BCMOMOTATENbHLIX YNPABIEHYECKMX
MOZENEeM, NPUMEHAEMBIX B PAMKAX OTAENbHbIX 3TAMOB
pPAabOThI, HE TONLKO MPU3BAHBI CNOCOBCTBOBATL Yiyy-
WEHMIO KQYECTBA PA3PABOTKM, HO TAKXE HaNpasne-
Hbl HO MOBbILIEHWE BOCTYMNHOCTU METOAMYECKON 6a3bl
ANs NPAKTUYECKOTO MPUMEHEHMS M, TEM COMbIM, HO
YMNPOLLEHME NPOLECCA CO3AAHMS M MOCNEAYIOLLETO
BOM/IOLLEHUA CTPATEMMM YNPABAEHUS KIMEHTCKMMM
OTHOLLEHWSIMU /19 NPEACTABUTENEN OTEYECTBEHHOTO
6usHeca.

M B 3akmiodeHne HeoOXOaMMO eLLe Pa3 MOAYEPKHYT,
YTO CETOAHsl, B YCNOBWSX HECTABMNLHON 3KOHOMM-
4ecKol OBCTOHOBKM B HALIEN CTPAHE, Ans MHOTMX
NPeanPUHUMATENBCKMX CTPYKTYP OAHOM M3 OCHOBHbIX
BO3MOXHOCTEN COXPAHEHMS YCTOMYMBOW MO3NULMM, O
NMOPOM U BLIXKMBOHMS, ABNSAETCS peanusaums cTparte-
MK KIIMEHTOOPUEHTUPOBAHHOCTH. VIMEHHO no3TOMY
LONbHeNMlee PA3BUTUE TEOPETMYECKMX UM MEeTORo-
NIOTMYECKMX QCMEKTOB YNPABNEHWUs B 3TOM 0bnactu
npeacTaBnseT coboM BECHMA OKTYANbHYIO 30404y,
BOCTPEOOBAHHYIO MPAKTUHECKUMM MOTPEBHOCTAMM
OTEUECTBEHHOW NPEANPUHUMATENBCKOM Chepsbl.

Cnimcok nuteparypel

1. Curry J., Curry A. The customer marketing method: how to
implement and profit Customer Relationship Management. N.Y.:
Free Press, 2000, 237 p.

2. Buttle F. Customer Relationship Management: Concepts
and Technologies / Francis Buttle. Second edition. London and
New York: Routledge, 2012, 500 p. URL: https://www.amazon.
co.uk/Customer-Relationship-Management-Francis-Buttle /
dp/1856175227 (nata obpaenms: 28.02.2017).

3. [xosed I. boriett, [oxmmmu T. boriett. Typy mapketuHra. Kakum
BbITb MAPKETHHTY B TPETLEM ThiCAYENETUM: Nep. C aHrm. M.: Dkcmo,
2004. 320 c. URL: http://bookz.ru/authors/djozef-boiett/guru-
mar_881/1-guru-mar_881.html (zata o6pawenus: 28.02.2017).

4. Rust RT., Zeithaml V.A., Lemon K.N. Driving Customer Equity:
How Customer Lifetime Value is Reshaping Corporate Strategy.
New York: Free Press, 2000.

5. Bell D., Deighton J., Reinartz W.J.,, Rust R, Swartz G. Seven
barriers to customer equity management // Journal of services
research, 2002, 3.

6. lMennepc M., Poaxepc M. YnpasneHue OTHOLIEHUAMM C KNu-
entamu: Kak npespatuts 6a3y sBawmx knueHTos B geHbr / Lo
lMennepc, Mapra Poaxepc; nep. ¢ awnrn. AJ1. Paesckos, C.H.
Xusaesos; [nop pen. C.H. Xpomosa-bopmcosa, 1O.B. Bporcko-
ro, B.B. Turosa). M.: Mann, Mearos n @epbep, 2006. 336 c. URL:
http://www.mann-ivanov-ferber.ru/assets/files/bookparts/017/
otnosheniya_read.pdf (nata o6pawenus: 28.02.2017).

7. Kotnep ®. Mapketur 3.0. Ot npoaykTos k notTpebutensm v ganee
— k yenoseyeckoit aywe / @. Komnep, X. Kapranxasis, A. Cetnasar;
nep. ¢ anm. M.: Dkemo, 2011. 240 c. URL: http://kiogmuis.ucoz.ru/
Student/marketing_3.0.pdf (nata o6pawenus: 22.02.2017).

8. Yepxawmr A. Totosbl nn Bui k BoiHe 30 knuenta? Crpare-
TS YNPABAEHMS B3AMMOOTHOLWEHUAMK € knveHTamu (CRM). M.:
OO0 «MHTYUT.py», 2004. 384 c. URL: http://www.e-reading.
club/bookreader.php/115152/Strategiya_upravleniya_
vzaimootnosheniyami_s_klientami.pdf (maTa obpatueHusa:
22.02.2017).

9. Cmupros KO.M. KnmeHToopreHTpOBAHHOCTL kak cnocob nony-
YeHwus gononHutensHoi npubeinn. M.: ®ITMHTA, 2013. 176 c.

10. yamn M.H. MNosepeHyeckme Mmoaeny nokynarenei: CyLHoCTb
1 OCOBEHHOCTH PA3BUTUS HA COBPEMEHHOM 3Tane // AkTyanbHbie
npobnembl ryMaHUTAPHBIX 1 ectecteeHHbix Hayk. 2014, Ne 3-1. C.
178-185. URL: http://elibrary.ru/item.asp2id=21378884 (nata
obpatuenus: 15.03.2017).

11. fanonenko AJl, Casensesa M.B. TpagnumoHHble U HOBblE
dbakTopbl KOHKypeHTocnocobHocT opranmsaumit // Mpobnems
Teopun u npaktukn ynpasnerus. 2015. Ne 5. C. 117-124. URL:
http://intellectus-club.ru/stati/tradiczionnyie-i-novyie-faktoryi-
konkurentosposobnosti-organizaczij.html  (nata  o6paiwenus:

15.03.2017).

12. DopMUPOBaHKE KOHKYPEHTHbIX MPEUMYLLECTB POCCUICKUX Npes-
NPUATUI B YCIOBMAX SKOHOMMUECKO# HecTabunbHocTn. KonnektueHas
moHorpadws / nop pen. Becenosckoro M.4., Kuposori M.B. M.: Uspa-
TenbcTBo «Hayurbiit koHcynsTanT. 2017, 276 ¢. URL: http://elibrary.
ru/item.asp2id=28303762 (nata o6paterms: 30.03.2017).

13. Toncrobpos [.A., Toncrobposa H.A. Bansatne knmeHtoopu-
EHTMPOBAHHOM MOMUTUKM MPEANPUATAS HA OPraHM3ALMIO MPO-
u3BoacTBEHHOrO npouecca // PyHoameHTanbHble WCCenoBa-
Hms. 2014, Ne 12-3. C. 606—611. URL: http://elibrary.ru/item.
asp?id=22706624 (nata obpawerus: 30.03.2017).

14. Wkmpargo O.M. KnMeHToopreHTMPOBAHHOCTL OPraHU3aLmm
KQK BAXKHENWMI GAKTOP KOHKYPEHTOCNOCOBHOCTH // DKOoHOMMKA
u ynpasnenwue: npobnemsl, pewenuns. 2016. T. 2. No 10. C. 124-



128. URL: http://elibrary.ru/item.asp?id=27542612 (nata o6pa-
werus: 30.03.2017).

15. Haresikmra KO.O. BHyTpeHHss U BHELIHSA KIMEHTOOPUEHTH-
POBAHHOCTL nepcoHana // MexayHapoaHbiit Hay4YHo-Uccneno-
satensckuit xypHan. 2016. Ne 3 (45), uacts 1. C. 49-50. DOI:
https://doi.org/10.18454/IRJ.2016.45.092.

16. Marmnax M.H. KnneHToopreHTMpoBaHHOCTb Kak dunocodus
6usHeca // Baw 6usHec. 2011. Ne 10 (nexkabps). C. 24—26. URL:
http://www.b17.ru/article/4283/ (nata o6pawenus: 03.03.2017).

17. Kapeesa [O.5. KnneHTOOPUEHTUPOBAHKE: TEOPUS M MPAKTH-
ka // Metops meHenxmenTa kadectsa. 2007. No 11. C. 44—47.
URL: http://elibrary.ru/item.asp2id=26369471 (aata o6paueHus:
01.03.2017).

18. Coro3n1 K. Knuentsl Ha Bcio xusHb / Kapn Ceiosnn, [on bpayr;
nep. c aurn. M. Msarosa u M. @epbepa. 9-e nan. M.: Mann, Usa-
Hoe u Pepbep, 2011. 240 c.

MocTtynuna B pefakuymio

06 asmope:

MIR (Modernization. Innovation. Research), 2017; 8(2):236-248

19. Kobsenn K. Buptyosnsii mapketurr (Cepus «HectanaapTHbii
nogpxomy): nep. ¢ Hem. M.: Anbnuna BusHec byke, 2004. 208 c.

20. Kosu C. Cemb HOBLIKOB 3 EKTUBHBIX MEHELKEepOB:
CAMOOPraHU3aLms, IMAEPCTBO, packpuitne noteHunana / Cruser
Kosu; nep. ¢ anrn. M.: Anbnvna Ma6anwep, 2012. 88 c.

21. Apyxep [Murep @. DHuMKNoneams MEHEIXMEHTA:NEP. C AHMI.
M.: Mspatensckuit nom «Bunbamer, 2004. 432 c.

22. Tomncon-mn. AA., lMurepedp M., [sm6n [x., Crpuknens Il
A [lx. CTpaternyeckii. MEHEKMEHT: CO3AAHME KOHKYPEHTHOTO
npeumywectea. 19-e usganme: nep. ¢ anrmn. M.: Bunsamc, 2015.
592 c.

23. Hemmposckmsii M.b., Crapoxykosa M.A. biopxetnposanune. Ot
cTpatermun no BioaxeTa — nowarosoe pykosoactso. M.: Mapatens-
ckui pom «Bunbsmey, 2006. 512 c.

:05.04.2017; ogobpeHa: 20.05.2017; onybnvkoBaHa oHnaiiH: 26.06.2017

lypoBa MpuHa MuxainoBHa, Befylnii cneymanuct yyebHoro otaena MIHCTUTYyTa MeHef»KMeHTa U MapKeTuHra, Poccriickaa akagemusa
HapPOAHOrO X03ANCTBa U rocyfapcTBeHHoOW cnyx6bl npu MpesnpaeHte PO (119571, Poccua, r. MockBa, npocnekT BepHaackoro, A. 82),
ORCID ID: 0000-0001-7361-3543, KaHAMAAT SKOHOMUYECKHMX HayK, i-m-g@yandex.ru

Asmop npo4yuman u 0006pus OKOHYAMeEbHbIT 8APUAHM PyKONUCU.

References

1. Curry J., Curry A. The customer marketing method: how to
implement and profit Customer Relationship Management. N.Y.: Free
Press; 2000. 237 p. (In Eng.)

2. Buttle F. Customer Relationship Management: Concepts and
Technologies / Francis Buttle. Second edition. London and New York:
Routledge; 2012. 500 p. URL: https:/ /www.amazon.co.uk/Customer-
Relationship-Management-Francis-Buttle/dp/1856175227
(accessed: 28.02.2017). (In Eng.)

3. Boyett J.H., Boyett J.T. The Guru Guide to Marketing: A Concise
Guide to the Best Ideas from Today's Top Marketers. Translation from
English. Moscow: Eksmo; 2004. 320 p. URL: http://elibrary.ru/item.
asp?id=22328493 (accessed: 28.02.2017). (In Russ.)

4. Rust RT., Zeithaml V.A., Lemon K.N. Driving Customer Equity: How
Customer Lifetime Value is Reshaping Corporate Strategy. New York:
Free Press; 2000. (In Eng.)

5. Bell D., Deighton J., Reinartz W.J., Rust R., Swartz G. Seven barriers
to customer equity management. Journal of services research. 2002;
(3)-(InEng)

6. Peppers D., Rogers M. Managing Customer Experience and
Relationships: A Strategic Framework. Translation from English.
Moscow: Mann, Ivanov and Ferber; 2006. 336 p. URL: http://www.
mann-ivanov-ferber.ru/assets/files/bookparts /017 /otnosheniya_
read.pdf (accessed: 28.02.2017). (In Russ.)

7. Kotler P. Marketing 3.0: From Products to Customers to the Human
Spirit (Philip Kotler, Hermawan Kartajaya, Iwan Setiawan). Translation
from English. Moscow: Eksmo; 2011. 240 p. URL: http://kiogmuis.
ucoz.ru/Student/marketing_3.0.pdf (accessed: 22.02.2017). (In Russ.)

8.CherkashinP.A. Are Youready forthe Warforthe Client2 The Strategy
of Customer relationship management (CRM). Moscow: INTUIT.
ru, LLC; 2004. 384 p. URL: http://www.e-reading.club/bookreader.
php/115152/Strategiya_upravleniya_vzaimootnosheniyami_s_
klientami.pdf (accessed: 22.02.2017). (In Russ.)

9. Smirnov Yu.l. Customer Focus as a way to obtain additional Profit.
Moscow: FLINTA; 2013. 176 p. (In Russ.)

10. Dudin M.N. Behavioral models of buyers: the essence and
features of development at the present stage. Akfualnye problemy
gumanitarnykh i estestvennykh nauk = Actual Problems of
humanitarian and natural Sciences. 2014;(3-1):178-185. URL: http://
elibrary.ru/item.asp2id=21378884 (accessed: 15.03.2017). (In Russ.)

11. Gaponenko A.L, Savelyeva M.V. Organizations’ Traditional and
New Competitiveness Factors. Theoretical and Practical Aspects
of Management. 2015; (5):117-124. URL: http://intellectus-club.
ru/stati/tradiczionnyie-i-novyie-faktoryi-konkurentosposobnosti-
organizaczij.html (accessed: 15.03.2017). (In Russ.)

12. The formation of Competitive Advantages of Russian Enterprises
in conditions of Economic instability. Collective monograph /
Ed. Veselovskii M.Ya., Kirova LV. Moscow: Publishing house
«Scientific consultanty; 2017. 276 p. URL: http://elibrary.ru/item.
asp?id=28303762 (accessed: 30.03.2017). (In Russ.)

13. Tolstobrov D.A., Tolstobrova N.A. Enterprise’s Influence of the
Customer oriented Policy on the Organization of Production Process.
Fundamental Research. 2014; (12-3):606—611. URL: http://elibrary.
ru/item.asp?id=22706624 (accessed: 30.03.2017). (In Russ.)

14. Shkirando O.I. Customer Focus of the Organization as the
most important Factor of Competitiveness. Ekonomika i upravienie:
problemy, resheniya = Economics and Management: problems,

247

MWUP



248

MWP (MopepHu3auua. MHHoBauun. Pazsutue). 2017. T. 8. N2 2. C. 236-248

solutions.  2016; 2(10):124-128. URL:  http://elibrary.ru/item.
asp?id=27542612 (accessed: 30.03.2017). (In Russ.)

15. Nateykina Y.O. Internal and External Customer Orientation
of Staff. Mezhdunarodniy nauchno-issledovatelskiy  zhurnal =
International Scientific and Research Journal. 2016; (3-1(45)):49-50.
DOI: https://doi.org/10.18454 /IRJ.2016.45.092. (In Russ.)

16. Patlokh IIN. Customer Focus as Business Philosophy. Vash
biznes = Your business. 2011; (10):24—26. URL: http://www.b17.ru/
article/4283/ (accessed: 03.03.2017). (In Russ.)

17. Kareeva Yu.B. Client-Orientation: Theory and Practice. Mefody
menedzhmenta kachesiva = Methods of quality management.
2007; (11):44—47. URL: http://elibrary.ru/item.asp2id=26369471
(accessed: 01.03.2017). (In Russ.)

18. Sewell C. Customers For Life (Carl Sewell, Paul B. Brown).
Translation from English. Ninth edition. Moscow: Mann, Ivanov and
Ferber; 2011. 240 p. (In Russ.)

About the author:

19. Kobjoll K. Virtuoses Marketing. Translation from German.
Moscow: Alpina Business Books; 2004. 208 p. (In Russ.)

20. Covey S.R. The 7 Habits of Highly Effective People. Powerful
Lessons for Personal Change (Stephen R. Covey). Translation from
English. Moscow: Alpina Pablisher; 2012. 88 p. (In Russ.)

21. Drucker P.F. The Essential Drucker: The Best of Sixty Years of
Peter Drucker’s Essential Writings on Management. Translation from
English. Moscow: Publishing House «Williams»; 2004. 432 p. (In Russ.)

22. Jr. Thompson A.A., Peteraf M., Gamble J., Stricland Il A.J. Crafting
and Executing Strategy: Concepts and Readings. 19th Edition.
Translation from English. Moscow: Williams; 2016. 592 p. (In Russ.)

23. Nemirovsky |.B., Starozhukova I.A. Budgeting. From Strategy to
Budget — step by step Guide. Moscow: Publishing House «Williams»;
2006.512 p. (In Russ.)

Submitted 05.04.2017; revised 20.05.2017; published online 26.06.2017

Irina M. Gurova, Leading specialist of educational Department Institute of Management and Marketing RANEPA (82, Vernadskogo av.,
Moscow, Russian Federation, 119571), Moscow, Russian Federation, ORCID ID: 0000-0001-7361-3543, Candidate of Economic Sciences,

i-m-g@yandex.ru

The author have read and approved the final manuscript.

0 VY 8 e ) TR T IR T

EREA S ERRRARS PRI st st e e B E 22 T2 |

18181 118
S1e1811010)
LEERERRE AT 0]

ALl HiiE]
[T REAREEE ]

LRISRE LG RL AR E i



