Customer ,
Relationship

Vianagement




CRM

Mo TepMmuHonornm Gartner Group,
yripaBjieHue B3aMMOOTHOLLeHUSAMM
C K/INeHTaMM

(Customer Relationship
Management, CRM) -

* 3T0 6I/I3H€C-CTpaTel_l/I§l, NnpegHasHa4eHHad
*OJ14 OrnTtnMn3aulnMi 0oxXonoB, I_Ipl/l6bIJ'IbHOCTl/l 1

yaoBnerBOPEHHOCTU KITMEHTOB.




Alcnonb3oBaHMe Bcex KaHanoB
B3aMMOOENCTBUSA

‘ lcnonb30BaHue Bcex 6usHec-
MHCTPYMEHTOB BMECTE

CRM - cuctema

‘ OpUeHTUPOBaHHOCTb Ha 3 dEKTUBHOCTb 9T0

‘ AHanuntnyeckass 060CHOBAHHOCTb pPeLlEeHUNN

‘ IT MHppacTpyKTypa



ITnpamMmumpa
MOTUBOB B

HBYCTEMANIEHOR

TNMYHag CcTpaTermg

R s e (D
LleHHOCTDb

SKOHOMMKeE Oblf1a HaueNneHa Ha

yaoBrierBopeHMe KIiMmeHT Ta U

. Hannume npoaykKrta
CTpounnacb, NCXogd U3 cneaytoLen

'"mMMpamMmaobl’ MOTUBOB




ITnpamMmumpa
MOTUBOB B "HOBOU"
S9KOHOMMUKeE

B paMKax

"BTOpOU" nmpamMumabl 3agada CRM —
oxBaTUTb BCE KaHanbl 1 TOYKU

corslacoBaTb UX, YTOObI OblN1a egmMHas

TEXHUWKa 0BLWeHMdA. KaxKabl KOHTaKT
O0OJIXKeH paboTaTb Ha MPUBIEYEHMNE
nokynaTtensa .




* MMporHo3bl NpoaaxX, aHaJan3 LuKia npoaax,
reHepaLus OTYETHOCTM;

MOHAJIbHI

npeansioXXeHumn;
* [eHepauuna KIIMEeHTCKUx 6as;
e [eHepauuMa Npanc-JINCCTOB;

* AHaNIN3 NPUGLINIEN U YObITOKOB
CpeactBa aHanunsa n popmMmpoBaHUS

FOKWCRM

 MHCTPYMEHTbI ANna npoBeaeHus
TeNleMapKeTUHra;

*YnipaBieHUe noteHUuManbHbIMU cAeNTKaMU
* ba3za faHHbIX KOHTAKTOB C

CSS - CUSTOMER SERVICE & KIIUEHTOM;

SUPPORT * MOHUTOPUHI NPOXOXK
cucTema 3aBOK;
OOCNY)KMBAHMA KITMEHTOB. *CpencrtBa KOHTponS H

CEePBUCHDbIX CNY)K6;
of

SALES

CMCTe‘

daBTOMaTmM3al

pa | TOPp MEBbLIX AT ™TOB

S&M - SALES&MARKETING

CNCTEMAa

EM

MHPOPMaLMM O MPOoAarkax M MapKeTu

e CepBUCHbIe cornawieHus -



OMNEPALUNOHHDIE

ABTOMATN3U PYIOT MpoueccChbl npoaax,
MapPKETUNHTI, O6Cﬂy)+(l/lBaHl/le KITMEHTOB U

B3aMMOOEWNCTBUNE C KOHTPAareHtraMm.

AHAJTUTUYHECKMUE

2JTO Te e onepaunmoHHble CRM cnCTeMbl, HO C

AONMoJIHMTEJIbHbIM aHaAJITUTUHECKNM KOMTITJTEKCOM

KOJIJTABOPALIMOHHDIE

KOMMYHWMKaUMNOHHbIE CEPBNCHI, TAK KaK OHW
rnpegHasHayvyeHbl OJ14 obLWEeHMa C KITMEeHTaMW,
COTPYOAHNKaMWN, KOHTpPareHtTaMm " OJiv
onepatmBHOIro peweHmMd BOSHNKa WX

BOMPOCOB

Tunoinormum
CRM - cuctem

[1TO PYHKLUMAM

OaHa m 1a »xe CRM peluaet 3a0a4m 6M3HeECA rno-pasHoMmy,
MO3TOMY /1 KOQKOW-TO OPraHM3ALUMK — 3TO 6yAET /lyYLIen
TEXHO/IOrmeun, a As18 ApYyrovl — COBEPLUIEHHO HEMOAXOAALLEN
CUCTEMOU. 3ABUCUT OT MHOIMX BBOAHbIX: OTPAC/1b 3QKA3YMKAQ,
Lesiv, UMerLLMECS PeCYPCbl, BO3ZMOXKXHOCTU, MPEArnoYTEHMS,
KOJ/TMYECTBO M0OJ/Ib30BATESIEN, OTPAHUYEHUS, reorpadus

AedTe/IbHOCTU 1 OO



JIOKAJIbHDbIE
'@NEPRE/MTSEISI)E.HHEIH, bpm’onlineg,
Microsoft Dynamics CRM, CRM

Bitrix24, FreshOffice, 1C: CRM, ELMA

CRM, Comindware CRM

OBJ/TAYHDbIE (SAAS):

» Salesforce, CRM Flexbby One, Pipedrive

CRM, MerannaH, Zoho

CRM, bpm'onling, Insightly, Microsoft Dynamics
CRM, CRM Bitrix24,

OBJ1A4YHbIE (MARKETPLACE)

*.CRM Flexbby One, Microsoft Dynamics
CRM, Oracle CRM On
Demand, SugarCRM, Salesforce, SAP

Tunonorum
CRM - cuctem

[10 yCTaHOBKe



HU3KAA CTOUMOCTD

NMPOCTOTA

BO3MOXHOCTDb

KACTOMUSALIUUA

UHTErPALUGA C APYTUMU
MHCTPYMEHTAMUA

KJIIMEHTCKA4
NOOOEPXKA

HA 4YTO HY)XHO OBPALLATD
BHAMAHWE NP BbiBbOPE
CRM-CUACTEMDI?

MOXHO BblOeTMTb HECKOJIbKO aCMekKToB, Ha
KOTOPble HEOBXOAMMO 0bpalLLaTb BHUMaAHME

npu Bbibope CRM-cmncrtembil.



Ha3zBaHue cuctemMbl

NonynapHOCTb

LleHa

KonunyecrtBo
noJjib3oBaTtenem

Oo6LWwnmn penTUHr

BUTPUKC 24

107 233

$39/Mmecsu,

1200 000

MerannaH

68 972

3843
P/mecsu

325 000

CPABHEHWE CRM - CUCTEM

amoCRM

72 801

3493
P/mecsu

220 000

FreshOffice

41 362

430 -690
P/Mecsu,

240 362



