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AHHOTALUSA. AKMYAnIbHbIM 8ONPOCOM ABMOMAMUZAYUU U YUDPOBU3AYUL NPOUECCO8 NPOU3BOOCHBEHHOZ0
npeonpusmus A61Aemcs Heoperue AgmoMamu3upPOBaAHHON CUCEMbL YAPABLEHUS 83aUMOOMHOUEHUAMU C KIUSHMAMU —
CRM-cucmemwr (Client Relationship Management System) 6 cmpykmypy QyHKyuoHupyloue2o npeonpusmus. dman
2nyboKoil npopabomxu OU3HeC-npoyecco8 NPeonpusmus, NOCMpoeHue CIMpPYKmypbl OU3HEC-NPOYECco8 U MOOeIUPOBAHUe
b6y0ywel cucmembl N0O360JAeM 3HAYUMENbHO COKPAMUMb CPOKU BHEOPEHUS A8MOMAMUUPOBAHHOU CUCHEMbl, HA2TAOHO
OYeHUMb COOMEemcmeue NOCMAsIeHHOU 3a0ayu u 6yoywell cucmemvl, peanuzosams s@pexmuenoe eneoperusi CRM-
cucmembl Ha Npou3eoo0cmeenHom npeonpusmuu. Ha smane npedsapumenvnozo aHanu3a pewaomcs 0onpocsl
udenmupurayuu 0CHOBHBIX CYWHOCMEN CUCMeMbl U onpedeienue yposHs ux ezaumooeticmeus. Lenvio uccredosanus
AGNAEMC ONUCAHUE MemOoOUKU nocmpoenus Kouwyenmyanvhou moodenu CRM-cucmemvr na npumepe npogedenus
UCCAEO08aAHUTL  CIMPYKMYPbL  OUBHEC-NPOYecco8 Npeonpusmus U OalbHeuuds @QopManusayus pe3yibmamos
no02omoeumenvHbIX pabom 01s nociedyiowe2o 3ppexmuenozo sueopenus CRM-cucmemor. OcHoHbBIMU MeMOOAMU
UCCIe008aHUSA AGNAIOMCS MEOPEeMUYeCKUll aHAIU3, QOPMATU3AYUS U MemOoObl NOCMPOEHUS. UHDOPMAYUOHHBIX MoOeell.
Hosusna pabomul 3axnouaemcs 8 ucciedo8anu Maiou3y4eHHblX dCneKmos nped8apumenbHo20 aHAIU3A NPU BHeOPeHUU
CRM-cucmenm, 8viasienult 3aKOHOMEPHOCMEN ONUCAHUSA MUNOBBIX HENPOU3BOOCMBEHHBIX NPOYECCO8 U UX (hopmaruzayus
0 (PYHKYUOHUPYIOWe20 NPOU3800CMBeHH020 npednpuamus. Pezyiomamer uccredosanus mozym Ovlims UCHOIb308AHbI
npu NPoeKmupo8aHUY apXumekmypul, npoepammuposanuu u Hacmpouxke CRM-cucmemvl Ha npednpusamuu 8 obaacmu
MawuHocmpoenue u Opyaux 6ud08 npou3e00Cms.

KaioueBble ciaoBa: apromartmsanus, umdposuzanus, CRM-cucrema, OuzHec-mpolecc, MOJETHUPOBaHME,
MPOU3BOJICTBO, MPOJYKT
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Abstract. 4 pressing issue of automation and digitalization of processes in a manufacturing enterprise is the
introduction of an automated customer relationship management system, namely a CRM system (Client Relationship
Management System) into the structure of a functioning enterprise. The stage of in-depth study of the enterprise’s business
processes, building the structure of business processes and modelling the future system allow one to significantly reduce
the implementation time of the automated system, to clearly assess the compliance of the task and the future system, and
to fulfil the effective implementation of a CRM system at a manufacturing enterprise. At the preliminary analysis stage,
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the issues of identifying the main entities of the system and determining the level of their interaction are resolved. The
aim of the study is to describe the methodology for constructing a conceptual model of a CRM system using the example
of conducting research on the structure of the enterprise’s business processes and further formalizing the results of
preparatory work for the subsequent effective implementation of a CRM system. The main research methods are
theoretical analysis, formalization and methods for constructing information models. The novelty of the work lies in
examining poorly-studied aspects of the preliminary analysis when implementing CRM systems, identifying patterns in
the description of typical non-production processes and their formalization for a functioning manufacturing enterprise.
The study results can be used in designing the architecture, programming and setting up a CRM system at an enterprise
in the field of mechanical engineering and other types of production.
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BBengenue

Ilo omeHkamM OTEYECTBEHHBIX YYEHBIX B 00JacCTH pa3BUTUS LUPPOBOH HKOHOMHKH,
«TPOU3BOAUTENBHOCTD TpyAa B Poccuu B 3,5...4 pa3a HMKe, YEM B pa3BUTHIX cTpaHax». «Pemenue
JAHHOTO ()YHAAMEHTAJIbHOIO BOIIPOCA MHOTHE YUEHbIE BUIAT B TOM, YTOOBI I€1aTh YIIOP HAa pa3BUTHE
Cpelbl, CIIOCOOCTBYIOIIEH I'€HEpaluyd WHHOBAIMM, U, B YAaCTHOCTH, Ha Pa3BUTHE UYEIOBEUYECKOTO
KaluTasa, a TAKKe aKTUBHO UMILIEMEHTUPOBATh HU(PPOBbIE TEXHOJIOTUU B peaibHblil cextop» [1]. B
pe3ysbTaTtax IPOBEIEHHBIX MCCIEAOBAaHWN OCHOBHOM yIHOp pEeKOMEHAyeTcsl Jeiarh Ha
IIPOMBIIIICHHBII CEKTOp, Kak Hambosiee BocTpeOoBaHHBIM B Poccunm B mepuoa npUMeHEHHE
MEX/1yHapOAHO-IIPAaBOBbIX MEp [0 OrPaHUYEHUIO MCIONb30BAaHUS NPOAYKIMHU 3apyOeKHBIX
npousBoauTenen [1].

AKTyanpbHBIM BOIIPOCOM ABTOMATH3AIlMH U IU(PPOBHU3AIMU MPOIECCOB MPOU3BOJICTBEHHOTO
IIPETPUATHS ABJIAETCS BHEJPEHUE aBTOMATU3UPOBAHHOU CUCTEMBI yIpaBIEHUSA
B3auMoOTHomIeHus MU ¢ kimeHTamMu — CRM-cuctemsr (Client Relationship Management System) B
CTPYKTYpY (yHKIMOHUpytomero mnpennpuarus [2]. Pemenue o pa3paboTrke coOCTBEHHOU
aBTOMATHU3UPOBAHHOW CHCTEMBbl WJIM BHIOOP MOIXOMSIIETO0 «KOPOOOYHOT0» PEIIEHUs TOJIAKHO
IPUHUMATbCA [0 pe3yjbTaTaM INIyOOKOro IpeIBapUTENIbHOTO aHajdu3a OW3HEC-NPOLECCOB
MPEANPUATHS, IOCTPOCHUSI U aHAJINU3a CTPYKTYPbl OM3HEC-TIPOLIECCOB MPEAIPUITUS U TTOJIPOOHOTO
CPaBHUTEJIHHOI'O aHAIN3a CYIIECTBYIONIEr0 MHOI000pa3us MpOrpaMMHBIX peIlIeHHi B 3TOH 00JacTH.

[enbto paboOTHI ABNISETCS ONHUCAHUE METOAMKHU MOCTPOSHUS KOHILEeNnTyanbHoi Moaenun CRM-
CHCTEMBbl Ha MpHUMEpe MPOBEIEHUsS] UCCIEI0BAaHUNA CTPYKTYphl OW3HEC-IPOLIECCOB MPENNPUATUS U
dbopManu3auu pe3yiabTaTOB MOJATOTOBUTENBHBIX paboT g Mocienyomero 3¢p¢GeKTUBHOrO
BHenpeHus CRM-cucremsl. [lpu niesnocTHol npeaBapuTenbHONH NpopaboTKe MOCTABIEHHON 3a1aun
U aHaJM3e JeHCTBYIOIIEH CTPYKTYphl MPEANPUATHS, HETIOCPEACTBEHHOE BHEIPEHUE «KOPOOOUHOT0)
pemennss CRM-cucTeMbl CBOUTCS K HACTPOWKE BRIOPAHHOIO MTPOrPaMMHOTI0 CPEJCTBA MO 3a/1a4H
npeanpusatis. OT KayecTBa M TITyOMHBI NMPOBEACHHOM aHAIMTHUECKOW PabOThI 3aBUCAT U CPOKHU
BHEJPEHUs OyAylIeil CUCTEMBI, KOTOPbIE MOTYT COKpaTuThecs OT 1...2 ser no 1...2 mecsueB s
CPEIHETO MPEAIPUATHS.

MartepuaJjbl 1 METObI HCCJIEIOBAHNS

3amaun MpenBapuUTENbHOrO aHanmu3a npu BHeapeHnn CRM-cucteMbl BKIIIOYAOT B ceOs:
U3y4YeHHE TPEANpUATUS B 1LeJoM; (OopManM3alil0 OCHOBHBIX OW3HEC-TIPOLECCOB C YYETOM
0coOeHHOCTeH MpOM3BOACTBA; MOCTpoeHue Jsorndecko wMojenn CRM-cuctemsl; aHamu3
akTyanbHbix CRM-cucreM u nmo16op onTUManbHOTO pelieHus; pa3paboTKy apXUTEKTYPhl CUCTEMBI,
MPUMEHUTEIPHO K OCOOEHHOCTSIM CYIIECTBYIOLIEH HMHPPACTPYKTYphl MPEANPUSTHS;, MOCTPOCHHE
CTpyKTypbl 0a3bl gaHHbIX CRM-cuctemsl. Jlamee OyayT pacCMOTpPEHBI TIEpBbIE ATallbl
IIPEIBAPUTENIBHOTO aHAJIN3a IPEIIIPUSTHS C LENbIo AanbHemero BHeapenns CRM-cucreMsl.

Uccnenyemoe mnpennmpusiTie 3aHUMaeTCs pa3pabOTKOH MPOTPAMMHOTO OOECTICYSHHS IS
pacripocTpaHeHus Ha Tepputopun P® u Ommxaiimero 3apyOexbsa. B yciayrn KomMmaHuum BXOAMT
pa3zpaboTKka, Mpojaxa, IOCTaBKa, BHEIPEHHE U COMPOBOXKJIECHHWE MPOrPaMMHOTO MPOAYKTa
coOcTBeHHOM pa3paboTku. Komnanus umeer ps/ MapTHEPOB U KPYMHBIX KIMEHTOB. Bee oTHOIIEHMs
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C KJIMEHTaMH W TApTHEPaMH MPOUCXOAIT B PAMKaxX MOIHCAHHBIX IOTOBOPOB, PEriIaMEHTHPYIOIIHX
YCIIOBUSI TIPOJAXXKH MPOIYKIIMM W YPOBEHb OOCTy)XKuBaHUs. Bce B3amMopeiicTBHE ¢ KIUEHTAMH
NPEINPUATHS TOJDKHBI oTciekuBaThbess B CRM-cucteme, a Bce NEHCTBHS C KIMEHTAMH JOJDKHBI
COOTBCTCTBOBATH CYIIHOCTAM CUCTCMBIL.

J1J1st u3ydeHus IeATEIIbHOCTH PEANPHUSITHS U BBISIBJICHUS €€ 0COOEHHOCTEH 0003HaYNM OOIITYI0
CTPYKTYpy BCeX OM3HEC-TIPOILIECCOB MPEANPHUITHS, MPEACTaBICHHYO Ha puc. 1. «busHec-nporecc —
3TO CTaHIAapTHAS MOCIIEIOBATEIBHOCTD (IIETI0YKA) ACUCTBHUI, KOTOPAast MHOTOKPATHO BBIITOJHSICTCS B
KOMITAaHUH JIJIs1 TOJIYYEHUS 33JJaHHOTO pe3ysbraray [3].

Bu3Hec-npouecchl

— OCHOBHbIe — Moppepxusaiowme — Ynpasnsiowue — MMpoueccbl passutna
®durHaHcoBOE Ynpasnenune ABTOMaTU3auMAa
— PaspaboTka npoayKuuu — — —
obecneyeHne nepcoHasom npoteccos
lOpuanyeckoe CrpaTermnyeckoe WUHpopmaL,MoHHoe
— Tlpopaaxa npoaykuum — puA — P — bopmay
obecneyeHue ynpaBieHue passuTtue
YC/y M CONPOBOXK AEHNA AAMUHUCTpaTUBHO-
W cepBuca — x03AcTBEHHOE
obecneyeHne
NHbopmaLnoHHoe

obecneyeHne

Puc. 1. lepeBo 6n3Hec-npoueccoB npeanpusTus
Fig. 1. The tree of business processes at an enterprise

Ha npencraBieHHOM pHUCYHKe IMpOBeAeHa Kiaccu(uKaius OM3HEC-NPOLECCOB KOMIAHUU U
BBIIEJICHBl CIIEAYIOIIME KJAacChl OW3HEC-MPOIECCOB, XapaKTepHblE Uil IPOU3BOJCTBEHHOIO
npeanpusaTus [4]:

1 x1acc — OCHOBHbBIE OM3HEC-TPOIIECCH] — MPOIIECChI, OCHOBHOM 3aJaueil KOTOPBIX SBIISETCS
HEMOCpPEeJCTBEHHasT pa3paboTka MPOAYKIMHM M TOJXy4YeHHE MNPUOBUIM OT MPOJAKU HPOIYKIHH
MPENNPUATHS U IPEAOCTaBICHUS YCIYT CONPOBOXKIEHUS U CEpBUCA. «Y CJIOBHO MOYKHO CKa3aTh, UTO
KaX/IbI U3 HUX — 3TO «OTJEJIbHOE» HallpaBiieHue ou3Hecay [3].

2 KJacc — MOJIIEP>KUBAIOIIE OM3HEC-TIPOIIECCHI — MPOIIECCHI, HAMIPaBJIECHHbIE Ha 00ecreueHne
KHU3HEIEATEIbHOCTH OCHOBHBIX MPOLIECCOB NPEAPUATHS.

3 Kkjacc — ymnpasisole OW3HEC-MPOLECChl — MPOLECCHl, 3aTParuBarolIle BCE MPOIECCHI
NPEINPUATHS, C TOUKH 3pEHUS UX yNPaBIEHUS U KOHTPOJIS.

4 xnacc — mpoLecchl pa3BUTHUS — MPOIIECCHI, HAPABJIEHHbIE HA YCOBEPILIEHCTBOBaHHE OU3HEC-
MPOIIECCOB MPEANPHUATUS, DKCIUTyaTUPYEeMOro OOOpYJOBaHUS U BBITYCKAaeMOH MPOIYKIMU
npennpusaTus. «OCHOBHas 3ajaya MPOIECCOB COBEPIIEHCTBOBAHMS — CIENIaTh pa3BUTHE OM3Heca
CHUCTEMHBIM M HENIPEPHIBHBIMY [3].

3amauaM  ONTHMH3AIMM W aBTOMATH3AaIlMA OCHOBHBIX MPOHM3BOJCTBEHHBIX IPOIIECCOB
OPEaNpusATHs, TaKUX KaK HeMoCpeACTBEHHass pa3paboTka NPOAYKIUH (TMPOEKTUPOBAHHE,
KOHCTPYUPOBaHUE, MPOU3BOJACTBO), TIIOCBALICHO OOJBIIOE KOJWYECTBO HCCIEIOBaHHUM, a
PYKOBOJICTBOM HPEANPHUATHA HAa MHTYUTUBHOM YPOBHE YAEJSETCS NEpBOCTEIIEHHOE BHMMAaHUE U
MIPOBOAMTCS PETYJSPHBINA KOHTPOJIb ATHX MpolieccoB. B kauecTBe 0/1HOM 13 3a1a4 OM3HEC-TPOIIECCOB
NEPCHEKTUBHOTO Pa3BUTHS NMPEANPUATUS CTOUT aBTOMaTH3aus ocHOBHBIX HE mpon3BoacTBEHHBIX

35



OM3HEC-TIPOLIECCOB KOMMAHWM, TaKUX KakK TMpojaxa TMpPOAYKUWH U TMPEJOCTaBICHHE YCIyr
CONPOBOXKACHUS U CEpBHCA, IYTEM BHEAPEHHUS Ha TMPEANPUATHU CHCTEMbl YIPaBICHUS
B3aMMOOTHOLIEHUAMH ¢ KiineHTaMu — CRM-cucremsl.

IIpoueccel B3aMMOJEHCTBUS C KJIMEHTaMU M INPEAOCTaBICHUS YCIyI CONPOBOXKIEHUS U
CepBHCa HAMNPSMYIO BIMSIOT Ha YIOBJIETBOPEHHOCTh KIMEHTOB. Haxoaschb B 30HE BBICOKOMN
YIOBJIETBOPEHHOCTH KJIIMEHT HanOoJiee JIOSICH K MPEeANPUATHIO U TPHOOPETaEMOii MPOTYKIIMU H, KaK
CIIEICTBUE, IPOCMATPUBAETCS MpsMas 3aBUCUMOCTb BJIHSHHS YyJOBJIETBOPEHHOCTH KIIMEHTa Ha
J0JATOCPOYHOCTH OTHOLIEHUH ¢ HUM [4]. B pamkax >kecTKoi KOHKYpEHIMH OO0JbIIOe 3HaUeHUE UMEET
KaueCTBEHHBIH ypOBEHb OOCIYKMBAaHUS W CEpBHCAa MPONYyKUUU Hpeanpuarusd. «Bo uzbdexanue
npobiieM B OyayiieM TpeOYIOTCS TJIaBHBIM 00pa3oM IOCTOSHCTBO IIEIM W MPHUBEPIKEHHOCTH
YIIYYIIEHUI0 KOHKYPEHTHBIX MO3UIHM, YTOOBl COXPAHHUTh IKU3HECIMOCOOHOCTh KOMIAHHHM U
obecnieunth paboume wmecra coTpyanukam» [5]. CRM-cucrema — Kak OJIWH U3 CIOCOOOB
uudpoBHU3aMK OU3HEC-TIPOILIECCOB, KOTOpas IpHU JIOJDKHOM OTJIaJKe HalleJieHa Ha TMOBBIIICHHE
3aMHTEPECOBAHHOCTH  KJIMEHTOB B  BBIIYCKa€MOM  NIPOAYKLUMH,  IOBBILIEHUE  YpPOBHS
YAOBJIETBOPEHHOCTU KJIMEHTOB, YJIyUIlIEHUE BHYTPEHHUX YCJIOBUU Tpyla COTPYAHHKOB U YPOBHS
B3aUMOJICHCTBUS BHYTPU HPEINPUITHS U BHEIIHETO B3aUMOJEHCTBUS C KIMEHTaMM, a TaKKe
MEXaHM3Ma MPUHATUS PEIICHUI Ha IpeanpusiTuu [6].

BrImonHuM eTanbHbIN aHanu3 OU3HEC-Tpolecca MPOAaKH MPOAYKIUH, Ha IPUMEPE KOTOPOTO
BBISIBUM 3aKOHOMEPHOCTH MOCTPOCHHs U (hopmanuzanuu Ou3Hec-mporecca 1 0003HaYMM METO/IbI
ONTHMHU3ALIMYU HENPOU3BOJCTBEHHBIX OM3HEC-NPOLIECCOB KOMIIAaHMU. bu3Hec-mpouecc npoaaku
NPOAYKIIMM HMHULIUUPYET T[EpBOHAUAlIbHOE B3aMMOJEWCTBUE C  KiueHTamu. llpoBexem
JIEKOMIIO3UILIMIO OMU3HEC-TIpoliecca MPOJakd MPOAYKIUU Ha CIEAYIOIIME MOANPOLECCHl, KOTOpPhIE
OynyT otciexuBarbcs B mpoekTupyemoir CRM-cucreme: 3akiiloue€HUE JIOTOBOpPa, MOATOTOBKA
COIPOBOJUTENIbHBIX JOKYMEHTOB (IPUMEHUTEIBHO K paccMaTpUBAEMOMY MPEANPUSATHIO, 3TO
BBIMYCK JIUIEH3WU M KIIIOYa amnmnapaTHOM 3alluThl), Tepefadya NpoAyKTa KiIueHTy. PaccmaTpuBas
NPEANPUATHS MPOU3BOJACTBA Y3KONPOMUIBHOW MNPOAYKLUUH, HAIpPUMEp, CHELUAIN3UPOBAHHOIO
MIPOrPaMMHOTO 00eCIeUeHHUs, POYKIINH MAIIMHOCTPOUTEIHLHOTO MMPOU3BOJICTBA U APYTUX, MOKHO
BBISIBUTh 3aKOHOMEPHOCTb B OTCYTCTBUHU MOJIPOIIECCA MPUBJICUEHHS KIMEHTOB IIyTEM MacCOBBIX
pacchbUIOK, O003BOHOB, TApreTHUPOBAHHOW pPEKJIAMbI, KOTOPBI MOXET OBITh Pa3BUT Ha JIPYTUX
MPENNpPUATHSIX MaccOBOIO IMPOU3BOJICTBA TOBAPOB IIMPOKOro mnotpedseHus. [IpumeHurenbHo K
paccMaTpUBaEMOMY MPEIIPUATHIO JaHHYIO (DYHKIUIO BBINOJIHIIOT YIPABISIONIUE MOApa3AeIeHUs
MPENNpPHUATHS B MOANPOIIECCE CTPATETHUYECKOrO YIpaBieHUsa. B OCHOBE OTHOILIEHUI ¢ KIMEHTaMH
TaKMX IPOU3BOJCTB JIEKUT JOJTOCPOYHOCTD U IOBEPUTEIBLHOCTH OTHOIIECHUH.

Bce noroBopa ¢ kiueHTaMM SIBIISIIOTCA B CUCTEME CYIIHOCTSMHU — «KOHTpakT Ha mpojaxy
npoaykuuu». s NpoM3BOJACTBEHHOTO MpeanpusATHs OOJIbIIOE 3HAaueHHE HMeeT pazOueHue
CYILIECTBYIOIIMX JIOTOBOPOB IO TUIIAM:

— Jlunensnonnslii morosop. JloroBop KyIUIM-IPOJaXKM OCHOBHOTO BHJAA HIPOAYKIMH
TPEIIPUSTHS.

— JloroBop I'apanTuiiHOoro compoBokaeHus. J[oroBop BCTymaeT B CHJIy IOCJIE JaThl €ro
MOJINKCAHUS U IEUCTBYET Ha NPOTSHKEHUH YCTAHOBJIEHHOI'O TApaHTUITHOTO CpOKa.

— Jorosop IloctrapantuitHOro compoBOKACHHUSA. J[OroBOop MOXKET OBITh 3aK/IIOUEH IOCcie
HCTEYEHHUs CPOKa FrapaHTUHHOTO COIIPOBOXKACHUSI U 110 YCIOBHSIM JIOTOBOPA HE UMEET OIPaHUYCHUM
10 KOJIMYECTBY 0OpallleHuil B Ci1yk0y CONPOBOXKICHHSI/CEPBUCHYIO CITY>KOY HpeANpUATHS;

— ABGOHEMEHTHOE COIPOBOXKAeHHE. J[oroBop MOXKET ObITh 3aKJIFOUEH IOC]Ie UCTEYEHHS CPOKa
TrapaHTUIHOTO COINPOBOXAECHHUS U IO YCIOBHUAM JOIOBOPA €CTh OIPAaHWYEHMS IO KOJIUYECTBY
oOpariieHu# B CiIy>k0y COIPOBOXKIEHUS/CEPBUCHYIO CITYXKOY IPEITPUITHS.

Jns oroBopoB ['apanTtuitnoro u IlocTrapanTuitHoro o0ciaykMBaHUs CYIIECTBYET MOHSITHE
«IToBpemeHHOE 00CITyKUBaHUEY, T.€. IJIsl JOTOBOPOB JAHHOTO THIIA MOXKET OBITh YCTAHOBJIEH CPOK
JeWCTBUS JOrOBOpa WM O0Ilee KOJIMYECTBO YacOB/JHEH, 3aTpadyeHHbIX Ha oOchmykuBaHue. Takoe
pasrpaHUyeHHe ONpaBJaHO B Cllydyae MOYacOBOM OIUIATHI 3a YCIYTHU COIMPOBOXKIEHUS/CEPBUCHOTO
00CITyKUBaHUSI.

Ha ocHOBaHuM 3aperucTpupoBaHHBIX B cUCTEME JaeWcTByronMX KOHTpPAakTOB TOJKHO
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IIPOU3BOUTHCS 00CTYKUBAHNUE KIIMEHTOB MPEIIPUATHSL.

VYcenyru conpoBOKIeHUs 00eCTIeYuBAIOTCS MIEPBON U BTOPOW JTMHUAMHU Nojaepkku. [lepBas
JIMHUS NOJJEPKKU MIPEATIONAracT HEMOCPEICTBEHHY0 KOMMYHHKAIUIO ¢ KIIMEHTaMH I10 CPEACTBAM
Tene()OHHOTO OOIICHUS M Yepe3 AIIEKTPOHHYIO MouTy. BTopas nuHUS MOAEpKKH HE 3aHUMAeTcs
HEMNOCPECTBEHHBIM OOIIEHNEM C KIIMEHTAMHU U y4acTBYET B pa300pe U TECTUPOBAHUE BHEIUTATHBIX
CUTyaluid, TpeOymomuX IeTadbHOro pazdopa C MENIbl0 YCTpaHEHHS ACPEKTOB U TOBBIIICHUU
KayecTBa npoaykuuu. Ilo pesynbpratam 0630pa NpoQHiIbHON JUTEPATyphl, OXHONU U3 3(PPEKTUBHBIX
IIPAKTUK B3aUMOAECUCTBUS C KJIMEHTAMU SBISETCS NPUHLUI padOThl 4epe3 «CUTYalMOHHBIX
MEHEDKEPOB — E€IMHCTBEHHBIM KOHTAaKT CO BHEIIHEW cpenoi». «CUTyallMOHHBIA MEHEIXKeEp,
JEWCTBYIOIMH B KauecTBe Oy(depa MExXy BCe €Il CIOKHBIM IPOLIECCOM M KIIMEHTOM, BEJIEeT ceds ¢
MOCJIETHUM TakK, Kak OyJTO OH OTBEYaeT 3a OCYLIECTBICHHE BCEro Mpolecca, XOTs Ha CAaMOM Jelie
3T0 He Tak» [7]. Takue COTPYyIHHUKHM OKAa3blBalOT KOHCYJIbTAaTUBHBIE YCIYI'M KJIMEHTaM IIO
3¢ GEKTUBHOMY BHEAPEHHIO MPOIYKIMH, €€ HalaJKe, HaCTPOMKE M 3aIllycKy B JKCIUTyaTalHio, a
TaKKe MPOJOJDKAIOT B3aUMOJAEMCTBOBATh € KIMEHTAaMU Ha NPOTSHDKEHUHM BCEro Iepuoja
9KCILTyaTaluy NPOAYKLUH 10 BOIIPOCAM COIIPOBOXKJICHUS U CEPBHUCA.

Tax kax CRM-cucteMbl IOTEHIIMAIBHO MOTYT OXBaThIBaTh BCE OCHOBHBIE U ITO/IIEPKUBAIOIIIE
IIPOLIECCHl MPEANPUATHS MO MPOJAXKE U CONPOBOXKIACHUIO CAEIKH, IPEIOCTABICHUIO YCIYT,
JaJIbHENIIEN NOCTIIPOIAXKHON paboTe ¢ KIMEHTaMH, a TaKkKe YaCTUYHO (PMHAHCOBOE U IOPUINYECKOE
obecrieyeHre, T0O UMEEeT CMbICT IPUMEHHUTh NMPUHLUI ASKOMIO3ULIUU U PAcCMAaTpPUBaTh OTAEIbHO
TOJILKO OCHOBHBIE OHM3HEC-NpoIlecChl KOoMMaHwH, TpeOyrome aromaru3anun. CRM-cucremsr
HEeJIb3sl pacCMaTpUBaTh TOJBKO KaK MEXaHM3M aBTOMATH3allUHM, HEOOXOAUMO MPEIYCMOTPETh «KaK
MBI MOKEM HCIIOJIb30BaTh HOBBIE TEXHOJIOTMYECKHIE BO3MOKHOCTH IS TOBBIIICHUS 3(ppekTuBHOCTH
1100 palMoOHAIN3AIMH, JINOO YCOBEPIIEHCTBOBAHUS TOT0, YTO MBI yXke Jenaem» [7].

Pe3y.m>TaT1)1 HCCJICI0BaAHUA

B craree 3adukcupoBaHBI pe3yNbTaThl HMCCIEAOBAHUS OCHOBHOTO BHAA JAEATEIHLHOCTH
nNpeanpuAaATud 10 NOpodaXe IPOAYKIHH, YCTAHOBJICHBI 3aKOHOMCPHOCTH OIIMCAHUS TUITOBBIX
HETIPOU3BOJICTBEHHBIX IPOIECCOB MPEANPHUATHS, BBIABICHBI KIIOYEBBIE OCOOCHHOCTH IS
z[aaneﬁmero BHCOPCHUA CHUCTEMBI YHpaBJICHUA B3aMMOOTHOILICHUAIMAU C KIIMEHTaMHU,
3a(hKCHPOBaHBI INIaBHBIE CYITHOCTH MPOEKTUPYEMON CUCTEMBI M X B3aUMOCBSI3U. JleTan3upoBaHbl
OCHOBHBIC HCIIPOMU3BOJACTBCHHBLIC 6I/I3HGC-HpOH€CCBI npeanpuATus, Tp€6YIOHII/Ie aBTOMaTrTui3anuu "
MOCTPOEHBl HAIJIAJHBIE JIOTHUECKHME MOJENM MOoJmporeccoB Oyaymiei cucremsl. «OmnucaHue
mpolecca Ha BEpXHeM (JIOTMUECKOM) YPOBHE — 3TO €ro MpUHIMIHUAIbHas cxema» [3].

Ha puc. 2  mpexncraBieHa — oOmas
BEpXHEYpPOBHEBasg  CTpPyKTypa IIpolecca Ha

IpuMepe MOAINpoLecca MPOAAKUA IPOLYKLIUU Cospanne Kontpakra
HPEITPUSITHSL.

[lepBpIM  3TamoM  mpouecca  MPOJAXKH
NPOAYKIMM sBIsSETCS MOAMKMCAHUE JOrOBOpa C @

KJIIMEHTCKOW OpraHu3aluei, KOTOPBIA MEHEIKEP

JIOTOBOPHOTO OT/eJIa 0053aH 3aperucTpupoBaTh B Cosnamie 3akasa

cucTeMe. 3aBEJEHHBIi B CHCTEME KOHTPAKT (Cnemdurarun 1..N)

ABJIAETCS OCHOBAaHMEM I O(POPMIEHHUS 3aKa30B

(cenudukanmii), NOpomaXu U  JAIbHEUIIETOo

COIPOBOXKICHUS ITPOLYKIUH. @
3aka3 (cneruduKars) IpEICTABIISAET

YCIOBHS TPONAXKHU KOHKPETHOM  MPOXYKIIUH:

PacICHKH, HalMEHOBAaHUE POIaBaEMBIX Cosnanne Cuera (1..M)

KOMIIOHEHTOB MJIM Y3JIOB, THI 3aKasa (mpojaxa
YCIIyT, IPOJaka MPOIYKIUH, MPOJIaXka OTACTbHBIX
KOMITOHEHTOB TIPOTYKIIMH WUJTU JIMIICH3UN ).

Puc. 2. BusHec-npouecc Npogasku MpoayKIMH
Fig. 2. The business process of selling products
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MeHemxkepy MO 3aka3zaM HEOOXOJWMO C€O3/aTh B cUcTeMe 3aka3 (crmenuduKkaiuio) ¢
COOTBCTCTBYIOIIMMU MMapaMCTpaMH 3aKasa. I[aHHaSI CHGL[I/I(I)I/IKaHI/IH JOJIXKHa 6LITL CBsiI3aHa C
KOHTPAKTOM, IT0 KOTOPOMY TIPOMCXOIUT Mpoaxka. KomndecTBo 3aka3oB (CrierupuKaIyii) mo oqHoMy
KOHTPAKTy MOKET OBITh HEOTPAHUYCHHOE.

3aBepIuaronMM 3TarnoM ohOpMIICHUS TPOJIAXKH MIPOAYKIIUH SIBIIIECTCS 00s13aTEIbHOE CO3/JaHHE
cuera. Cuer MoxeT AyOnupoBaTh MH(MOpMAIHIO 3aKa3a (CHeru(UKAIMN) WIH 10 OJHOMY 3aKazy
(crieruduKam) MOXKET OBITh BBITUCAHO HECKOJIBKO CUETOB, HAIIPUMED €CIIH POJIaka U MOCTaBKa
MPOAYKLUH [0 JAHHOMY 3aKa3y (creruduKanmum) IpoucxXoauT B HECKOJIBKO MapTHii. B aToM ciyuae,
obmas cymma 3akasa (Crienudukaimum) aBTOMaTHIECKH OyIET CKIIAJABIBAThCS U3 BCEX BBHITMCAHHBIX
CUETOB.

[Tpu npomaxe HEMOCPEACTBEHHO MPOAYKIUHU MPEATIPHUSITHS, MPOLECC MPOIAAXKH TOTIOTHSACTCSI
JTallaMyd HEMOCPEJACTBEHHOM II0CTaBKM M Ilepefadd npopykuuu. [ mIpou3BOACTBEHHOIO
NPEINPUATHS JTaHHBIC ATaIllbl MOTYT BKJIFOYATh: OQOPMIICHHE aKTa MpHEeMa-Tiepeiayn; CO3JaHHe
3agBOK Ha OTTPY3Ky CO CKJIQJa; 3aKa3 TpaHCIopTa; opOopMIIEHHE MPOMYCKOB HA TPAHCIOPT;
oopMiIeHHE TOBEPEHHOCTH HA JIOCTABKY; 0()OpMIICHUE HAKIIAHBIX;, BhIC3][ CEPBHCHOTO MHXKEHEpa
JUT YCTAHOBKH M HACTPOMKHU 000PYIOBaHKS U TaK Jajee.

Ha puc. 3 npenacrapieH MogHbIA OU3HEC-POLIECC MPOAAKU MPOIYKIIMU TPOU3BOJCTBEHHOTO
NPEAIpUATUSA, C YTOYHEHUSAMMU IPUMEHUMBIMH K PAcCMaTpUBAEMOMY MPEANPUATHIO 11O
MIPOU3BOJICTBY MTPOIPAMMHOTO 00ECIICUCHHS.

Cospnanne Kontpakra

<>

Coznanue 3akaza
(Crnenndukarmu 1..N)

<>

Cospnanne Cuera (1..M)

<>

~ L
Co3nanue 3asBKU Co3nanue 3asBKU Co3nanue Akra
(JIunenzum) (Kimtoun) npueMa-repesayy mpas

Puc. 1. Busnec-npouecc 00padoTKH BXOAALIEIr0 3aNPoca 0 NOKYNKe MPOAYKIMH
Fig. 3. The business process of processing an incoming purchase request

Kaxxnpiii BBIABIEHHBIM TOIIPOIECC PAcCMAaTPUBAEMOTO OH3HEC-TIpoIecca TMPEATNPUSATHUS
BIIMSIET Ha MOJICJIb OyAYIIEH CUCTEMBI M IPEJICTABIIsIET cO00M 0HY U3 cymtHocTeit CRM-cuctemsl.

[Tocrme perucTpanuu KOHTpPaKTa, CO3JAHUS 3aKa3a U BBIMUCKH CYeTa Ha MPHOOpeTEeHUE
MPOIYKIIMHM HEOOXOIMMO CO3/1aTh 3asBKM Ha MTOCTABKY U TIepenavy MPOAYKIUH.

Cucrema yrnpaBli€HUs B3aMMOOTHOILIECHUSMHM C KIMEHTAMHU SIBJISIETCSI CIIOKHOM CHUCTEMOU U
CYIIECTBYET Ha CTHIKE€ PA3JIMYHBIX OW3HEC-TPOIECCOB KOMMaHWW. MojenupoBaHue Oymayiien
CUCTEMBI MO3BOJIUT CY3UTh pacCMaTpUBaeMyl0 MPOOJIeMy M aKIEHTHPOBAaTh BHUMaHUE B Ka)JbIi
MOMEHT Ha OTAENBbHOM €€ acnekre. «MojaennpoBaHuEe IO3BOJIAET PEIIUTh YEThIPE pa3InyHbIC
3a/1auu:
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1) BU3yanmm3upoBaTh CUCTEMY B €€ TEKYIIEeM WX JKeJIaTeIbHOM JIJIsl HAC COCTOSHUM,

2) omucarh CTPYKTYpPY WM TIOBEICHNUE CHCTEMBI;

3) MoMy4uTh MAOJIOH, TTO3BOJISIONIUI CKOHCTPYHUPOBATh CUCTEMY;

4) TOKYMEHTHPOBATh MPUHUMAEMBbIEC PELICHUS, UCIIOJIb3YS TOJyYeHHbIE MOACIIN» [8].

Jlanee Ha puc. 4 pejicTaBICHA TOCTPOSHHAS KOHIETITyalIbHAs MOJIC)b OYAyIIel CUCTEMBI JIs
TEKYIIeTro OM3HEC-TMpoIIecca MPOIaXKH MPOYKIIUH, Ha TPUMEPE PACCMATPUBAEMOTO TIPEITPUSITHS TIO
MIPOU3BOJICTBY CIICIUAIM3UPOBAHHOTO MPOrPpaMMHOTO oOecrieyeHus. KoHIenTyaibHas MOJENb
OIMHMCHIBAET OCHOBHBIC CYIITHOCTH POSKTUPYEMOU CHCTEMBI M KX B3aUMOCBSI3H JIsl OM3HEC-TIpoIiecca
00pabOTKM  BXOJSIIEr0 3ampoca O IMOKYNKE MPOAYKIUH, aKTyaJbHOTO JUIsl  JIFOOOTO
MIPOU3BOJICTBEHHOTO MPEAPHUSATHSL.

OpraHu3sauus KoHTpakT

OdopmieHne 3aKkasa Ha
NoCTaBKy v nepegavy
npoayKuMu

3aABKa Ha
nnueHsunio *

AKT npuema-
3aABKa Ha Koy * P

nepegayu

JimueHsua *

* Cneunam3mMpoBaHHble CYLLHOCTU A8 NPeANPUATUA NO NPOU3BOACTBY MPOrpammHoro obecneyeHms

Puc. 4. KonnenrtyaabHasi mogenb CRM-cuctemsl 1151 0u3Hec-npouecca 00padoTKH BXOASILEr0 3anpoca
0 MOKYNKe MPOAYKIHH MPOU3BOICTBEHHOr0 NpeNpusiTHs
Fig. 4. The concept model of a CRM system for the business process of processing an incoming purchase request
at an enterprise

Komnanun, mnanupyromue BHeapenue CRM-cucreMbl Ha INPOM3BOACTBE, 3a4acCTyHO
CTaparoTCsA IEPENIOKUTh JTall aHAIN3a OU3HEC-NPOLIECCOB MPEANPHUATHS M MOCTPOSHHE MOJEIU
Oyaymeit cuctembl Ha MWT-moxpasneneHuss mnpeanpusTus (CUCTEMHBIX —aJMUHHUCTPATOpPOB,
IIPOrpPaMMHUCTOB U TIp.) WJIK BOBCE BOCIOJIb30BaThCS yCIyraMU CTOPOHHUX MHTerparopoB. Ho Ha
YCIEUIHOCTh BHEAPEHUS CUCTEMBI U TOJIE3HBIN AP QEKT OT ee BHEIPEHHUS BIUsAET B OOJIbIIECH CTENeHH
3¢ (HEeKTUBHOCTh, HAIJISIIHOCTh M KAaueCTBO PEAJM30BAHHBIX OM3HEC-IPOLIECCOB MPEAIPUSITHSL.
ITosToMy mepBoHauanbHOM 3anaueit npu BHeApeHMH CRM-cucTeMbl CTOUT COOCTBEHHAs TITyOOKast
npenBapuTeNibHas MNpopa0oTka TpeOOBaHMM, OMNHMCAHME W ONTHMHU3ALMS OU3HEC-TIPOLECCOB
NPEINPUATHS U3HYTPH, HA OCHOBE KOTOPOTI'O MOKHO BBIITOJIHUTH MOJIETUPOBaHKE Oy TyIei ccTeMbl
Y HarJIsiIHO YOeIUThCA B YIOBIETBOPEHHOCTH Oyaylieil cucremoii. [IpoBeneHHbIN aHaIu3 O3BOJISIET
BBISIBUTH 3aKOHOMEPHOCTHU IpU (hopMann3aluu OU3HEC-MPOLECCOB MPEINPUATHS, 110 pe3ysibTaTaM
KOTOpBIX MOCTPOUTH TUIOBYI Mozelb CRM-cucreMbl mpOW3BOJACTBEHHOTO MPENNPHUSATHS IS
OJIHOTO M3 HEMPOM3BOJCTBEHHBIX OM3HEC-IIPOILIECCOB — Mpolecca 00pabOTKH BXOISILETO 3a1Ipoca O
MTOKYIIKE IMPOAYKIIMH.

[IpenBaputensHas npopaboTKa M ONTUMHU3ALUKN OU3HEC-TIPOLIECCOB MPEANPUSATHS SIBISCTCS
KJIIOYEBBIM (DaKTOPOM YCHENIHOCTH BHEJIPEHHS aBTOMATHU3HPOBAHHOW CHCTEMbI YIIpPaBIIECHUS
B3aUMOOTHOILIEHUSMHU C KJIUEHTAMU U MO3BOJIAET «IIOATOTOBUTH «IIOYBY» JUIS MX aBTOMAaTU3ALUN»
[9]. HemoarotoBneHHOCTh MpeANpuUATHS K OyIylIIMM H3MEHEHHSM Ha YPOBHE aBTOMATH3alMU
IIPOLIECCOB MOXKET IOBJIEYb JOIOJHUTEIBHBIE YIPO3bl HA IIyTH BHEAPEHUs CUCTEMBI U B KOHEYHOM
WTOT€ TPHUBECTM K  JONOJHUTEIBHBIM  HEONPABJAHHBIM  TpaTaM  NOPEINpUsATHS U
HEYJIOBJIETBOPEHHOCTH OXKHUIaHUAM OT BHepeHuss CRM-cucteMsl.
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3akarouyenue

CraThsl OCHOBBIBAETCSI HA METO/AaX TEOPETUUECKOT0 aHalln3a, abCTparupoBaHusl, MHIYKIMA U
JIeNyKIud, (GopMalM3alliki W METOJaX IOCTPOCHUS HWH(POPMAIMOHHBIX Mojeiei. B manHOM
UCCIIEIOBaHUM OblIa [pOaHaIM3UpOBaHA O0JIACTh BHEIPEHHS CUCTEMBI, creuuduueckue
0COOCHHOCTH ¥ MAJIOU3YYCHHBIC aCTIEKTHI IIPEIBAPUTEHHOTO aHamu3a npu BHeapeHnn CRM-cucrem
Ha MPOU3BOJICTBEHHOM MpEANpUATHU. MeToauKa MNpeABApUTEIbHOIO H3YUYEHUS MpearpHusIThs,
dopmanuzanuu OM3HEC-POIIECCOB U HMX TOCIEAOBATENFHONW JEKOMIIO3ULMHU IPE/CTaBlIieHa Ha
IpUMepe OJHOTO U3 OCHOBHBIX HENPOU3BOACTBEHHBIX OU3HEC-IPOIECCOB  MPEANPUITHS,
TpeOyIomero aBTOMaTU3allud — OW3HEc-Mpolecca Npoaaku mnpoaykiuu. [logoO0HBIM 00pa3zom
MOKHO BBITIOJTHUTh KOMIUIEKCHOE MOJEIUPOBAHUE OCTAJIbHBIX OWM3HEC-MPOLIECCOB MPEANPUITHS,
KOTOpOE JISDKET B OCHOBY apXUTEKTyphl Oynymied cucteMbl W OyJeT HUCHOJIB30BaHO IIPH
MporpaMMupoBaHuu U HacTpoiike CRM-cucTeMbl Ha IPEANPUATHH.
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