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AHHOTamusA. B crartee mccnenyercst BimsiHne BHeapeHus oOmaunoit CRM-cucremsl Ha pocT W 3QQEKTHBHOCTH IEATEILHOCTH
opranm3anuy. PackpeiBaercs nonstae «obiaaunass CRM-cucrema» kak HHCTPYMEHTA YHPAaBICHUS B3aHMOIEHCTBHEM C KIIMEHTaMH,
o0ecneyrBaronero JOCTyI K JaHHBIM depe3 MHTepHeT 0e3 HeoOXOAMMOCTH YCTaHOBKHU JIOKAIBFHOTO MPOrPAMMHOTO O00ECIIeUeHHSI.
AHaIM3UPYIOTCS OCHOBHBIE XapaKTEPUCTHKH TAKUX CHCTEM: MAacIITaOHUpyeMOCTh, yIaJEHHBIM TOCTYI, aBTOMATH3alHs [IPOLECCOB
MPOJIaXk ¥ MapKeTHHTa, MHTETPaNus ¢ APYTUMH cepBucaMu. Ha ocHOBe sSMIMpHUYECKHUX HCCIeJOBAaHNH, BKIFOUAIONINX aHATN3 JaHHBIX
KOMITaHUi, BHeIpuBIINX oOnaunsle CRM-pernienns, nokazaHa ANHAMUKA KIIOUEBBIX TIOKa3aTeeil: pocT 00b&Ma Mpoaax, MOBBILICHHE
JIOATIBHOCTH KJIMEHTOB, COKpAallleHHe BpeMeHH o0pabOTKU 3asgBOK W YBEIMUYCHHE IMPOM3BOJUTENFHOCTH MeHelkepoB. Ocoboe
BHHMAaHUE yJeIAeTCsl CPABHEHHUIO PE3yIbTaToB PabOTHI (PUPM JI0 U TTOCTIE BHEAPEHHs cucTeMbl. CeNaHbl BBIBOABI O TOJIOKUTETEHOM
BUsHUU 001a4HOit CRM-CHCTEMBI Ha AEATEIbHOCTh OPraHNU3aliH, a TAKKE OTMEUCHBI YCIIOBHS, IPH KOTOPBIX 3()HEKT MAKCUMAJICH:
IpaBHJIbHAs HACTPOIiKa, 00y4YeHHe IepcoHaia U HHTEerpanyst ¢ OM3HeC-TIPOIeCCaMH.

Kawuessie ciioBa: CRM-cucremsl, o6auabie CRM, aBTomMaTu3anus npoaax, Majblil U cpeHui Ou3Hec, poccuiickuii ppiHok CRM,
3¢ GEKTHBHOCTH BHEIPCHUS, yIIPABICHUE B3anMOOTHOIICHHsIMY ¢ kineHTamu (Customer Relationship Management).
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Abstract. The article examines the impact of implementing a cloud-based CRM system on the growth and operational efficiency of an
organization. The concept of a "cloud CRM system" is revealed as a customer relationship management tool that provides data access
via the Internet without the need to install local software. The main characteristics of such systems are analyzed: scalability, remote
access, automation of sales and marketing processes, and integration with other services. Based on empirical research, including the
analysis of data from companies that have adopted cloud CRM solutions, the dynamics of key indicators are shown: sales growth,
increased customer loyalty, reduced request processing time, and improved manager productivity. Special attention is paid to
comparing the results of firms before and after system implementation. Conclusions are drawn about the positive impact of a cloud
CRM system on an organization's activities, as well as the conditions under which the effect is maximized: proper configuration, staff
training, and integration with business processes

Keywords: CRM systems, cloud CRM, sales automation, small and medium-sized businesses, Russian CRM market, implementation
efficiency, customer relationship management.
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1. BBenenue

B coBpemeHHOM HaydyHOW M JEJI0BOM JIMTEpAaType BCE Yalle IMOJHUMAETCS BONPOC O
MPUHIMIUATFHON Pa3HUIE MEXIYy TOIXOIOM K YIPABJICHUIO KIMEHTCKHUMH JTAaHHBIMH, KOTOPBIHA
npeniaraioT cnenuanuzupoBanbie CRM-cucTeMbl, U TpaAULIMOHHBIMU METOJaMH, TaKUMHU Kak
ANIEKTPOHHBIE TAOIUIIBI UJIN pa3po3HEeHHbIE 3anmucy. OpraHu3aiy CTAIKUBAIOTCS C POCTOM 00BbEMOB
JaHHBIX O KIHMEHTaX, YCIO)XHCHHEM KaHAJIOB KOMMYHHKAIIMHM M HEOOXOAMMOCTBHIO OBICTPOTO
npuHsaTHs petieHuid. Tpaaunronasie nHCTpyMeHTHI (Excel, OyMakHbI€ KypHAJbl) HE CIIPABIISIOTCS
C IEHTpalu3alueil JaHHBIX M aBTOMAaTH3alMed, 4TO BeAET K IOTepe KIMEHTOB, CHMKEHUIO
s dextuBHOCTH, pOcTy YyOBITKOB. Obmauynbie CRM-cuCTEMBbI CTAaHOBATCS JOCTYITHBIM pEIICHUEM,
0CcOOEHHO JUIsI Majloro M CpeAaHero Ou3Heca, 3a CUET CHMKEHHUS IOpora Bxoja (cucTeMy He
00513aTEeNIbHO MOKYTIaTh, €€ MOXKHO apEHI0BATH).

s Oosiee TOYHOTO W3YyYEHHUs TOHSTHS, C KOTOPBHIM MPEICTOWT padoTaTh, AATUM EMY
onpeneneaue. CRM (Customer Relationship Management) — ctparerusi, TEXHOJOTHS U TPOIIECC
YIpaBJIEHUS B3aUMO/ICHCTBUEM C KJIMEHTAMHU JJIs MaKCUMH3AI[UH LIEHHOCTU OoTHOMIeHu#. KittoueBbie
byHKIUU: cOOp ¥ XpaHEHUE [aHHBIX, YIPABJICHWE KOHTAKTAMHU, aBTOMAaTH3allUs MPOJaK,
o0CITyKMBaHUE KIIMEHTOB, aHAJTUTHKA, INIAHUPOBAHUE, YIIPABICHUE JIUJAMH.

OO6naunas cucteMa o0JagaeT PsSAOM OCOOCHHOCTEH: MacITabUpPyeMOCTh aBTOMAaTHUYECKOE
OOHOBJIEHHE, TOCTYIHOCTb U3 JIF00OM TOUKH MHUpA, 3aBUCUMOCTD OT ceTu MHTepHeT.

Kpatkas xapakrepucTrka JIuIepoB OTpaciu:

o «butpukc24»: yHHBepcaibHas IMIaTdopMa, BKIIOYAIONIAS YIPABICHWE KOHTAKTAMH U

CIENKaMH, 33]Ja91 U TIPOEKTHI, TENe()OHUIO U YaThl, AHATUTUKY U OTUYETHI.

e SberCRM: 6Gasupyercss Ha oOngayHOW WHQPPACTPYKTYpe, OOCCIeUMBACT 3AIIUTY JaHHBIX U
coOTBeTCTBYET 152-P3.
e OkoCRM (munep pevituara "Kommbroteppwl') — ynoOHbiii uHTEepdeiic, Al-pyHknuu,

OMHUKaHAJIbHBINA YarT.

2. MeToabl M MaTepHaJibl HCCJIeI0BAHUS

B pabote ncronp30BaHbl aHAIUTUYECKHUE JaHHBIE MO0 00BEMY poccuiickoro peiHka CRM-
cucteM 3a 2021-2025 rompl, a Takxe pe3yiabTaTbl pelTuHra otedecTBeHHbIX CRM-cucrtem.
OMOupuYecKyto 0azy cOCTaBIWIIM CTaTUCTUYECKHUE TOKA3aTeNIH TOI0BOro J1oxoa (Gupm 10 u mocie
BHeapeHnss CRM-cucteM W onucaHue MpakTHYECKOro Keica mHTepHeT-marasuHa Don Plafon, B

KOTOPOM aHaJu3upoBajach 3(PGEKTUBHOCTh BHEAPECHHS CHCTEM pEUYeBON aHAIMTHKU. B pabote
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WCIIOJIB30BaHbl CIICAYIONIME METOJbI: aHaJIW3 BTOPHUYHBIX CTATHCTHYECKUX JaHHBIX (IMHAMHKA
o0BEMa pBIHKA, TPOIEHTHBIE W3MEHEHUS JI0XOJa W KOJUYECTBA CJENOK), METOJ Kelc-CTaau
(metampHOE pacCMOTpPEHHE TpUMepa KOHKPETHOW OpraHu3allid), CpPaBHUTENbHBIN aHamu3
(comocTaBieHne TPATUIIMOHHBIX HHCTPYMEHTOB M oOmadHbix CRM-cuctem), a Takke METOJbI
0000IIeHUsT U CHHTE3a BHIBOJMOB. J1JIsl BU3yaau3aliy JMHAMHUKN PBIHKA TPUMEHSIICS TrpadudecKuii
MeToA. TeopeTndyeckylo OCHOBY COCTaBMIJI 0030p ompeneneHuit u xapakrepuctuk CRM-cucrem, a

TaKXe OMMCAaHUE KIIIOYEBBIX 0TeuecTBEHHBIX miuatdopm («butpukc24y», SberCRM, OkoCRM).

3. [lony4yeHHbIE Pe3yJbTAThI

[IpuBenem nanuple M0 00BEMY Ha POCCHIMCKOM pbIHKE 3a 2025 roa: 44,1 mapn pyO., poct —
+25%; 6omnee 50 oTeuecTBEHHBIX CUCTeM, BKIrOYas JuaepoB BPMSoft, «burpukc24», SberCRM,

OkoCRM u ap (pucynoxk 1) [1].
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Pucynok 1. [lunamuka o6wema peinika CRM-cuctem B Poccuu B mepuoz 2021-2025 rr., B MuipA. pyo.

Ot nokazatenu 3aciayxkeHbl, CRM-cuctemMbl HMEIOT TakHe IUIIOCHL, KaK: SKOHOMHE
pecypcoB, BO3BpAILIEHUE KIIMEHTOB U, KaK CJIEICTBUE, YBEIMUYEHUE IPpoJax. B Hamm 1HM BHenpeHue
CRM-cucrembl — HEOOXOIMMOCTb, OT KOTOPOH 3aBUCUT YCIeX IESTENbHOCTH NPEANPHUATHS.
I'onoBoit moxo pupm, KOTOpBIE BHEAPSIOT cucTeMy, yBenmuuBaercs Ha 20,7%, ¢ 10,28 muH.py0 10
12,42 mH.py6. Takke yBeTHUIMBACTCS KOJIMUECTBO celiok Ha 20,9%, ¢ 2 666 no 3 222. DTu 1aHHbIE
MOKA3bIBAIOT, YTO POCT MPOJAXK SABIACTCS pe3yiabTaToMm BHeApeHuss CRM [2].

PaccmoTpuMm KoHKpeTHYIO omnepanuio. B keiice untepHer-marazuna Don Plafon Gmaromaps

BHCAPCHUIO CUCTCM pequoﬁ AHAJIUMTUKN aBTOPUTCTHLBIC SKCIICPThI 38.(1)I/IKCI/IpOBaJ'II/I POCT KOHBCPCUU
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3BOHKOB B Mpoaaxku Ha 9%, mpu 3TOM PYKOBOIAUTEIb OTJETIa COIKOHOMHUJI 5 4acOoB B HENENIO, a
CHELHUATUCT OTAeNIa KOHTPOJISl KayecTBa — OT 6 10 7 4acoB B JIeHb, paHEE TPATUBLIUXCS HA PYyYHOE
IIPOCITYLIMBAaHUE 3BOHKOB [3].

HecmoTps Ha Bce MoJIOKUTEIbHBIE YEPThI, KaK U MHOTHE MPOTpamMMbl, cucTeMa obiagaer
HeJ0CTaTKaMU: YyeloBeYecKuil (pakTop, a Tak’Ke TO, YTO CHCTEMa HE 1aeT OBICTPBIX Pe3yIbTaToB. Tem
He MeHee, pplHOK CRM ObicTpo pa3BuBaercs. M KIFOUEBBIM TPEHIIOM OJIDKANIIMX JIET CTaHeT
WHTETpaIusi MCKYCCTBEHHOro HHTe/UiekTa. MM CcTaHOBUTCS HACTOSANIMM YYaCTHHUKOM OH3HEC-
MIPOLIECCOB, & HE MTPOCTO MOMOIIHUKOM.

Ecnu 6path BoO BHMMaHKE UCCIIC0OBAHNS U TaHHBIE 11O pe3yibTaTaMm BHenpeHus CRM, moxxHO
clellaTb OJHO3HAYHBIM BBIBOJ: CHCTEMa B pa3bl YCICIIHEE CIPAaBIsAETCA C 3aJadyaMH, 4YeM
TpaAULUOHHBIE TaOMUIBl WM OyMakHbIE >XypHanbl. KIIOYEeBBIM MOMEHTOM B YCHEIIHOCTH
BHEJPEHUS  SBJISETCS TpaMOTHBIE  ympaBieHueckue pemeHus. HeoOxomumo  couerarsb
KOpPIIOPATUBHYIO KYJIbTYPY, OPUEHTUPOBAHHYIO HA KJIMEHTA U MPABUIbHBIE HACTPOMKHU CHCTEMBI. B
HAllli JHU HAIWYUE OOJNIAYHOW CHCTEMBI — CTaHAAPT YCHIENIIHOTO POCTa MPEANPHUSATHS, KOTOPOE

pPacCUMTBIBACT HA TOJITOCPOYHBIN yCIIEX.

4. BoiBoabI

00600611125 U3T0KEHHOE, CIIEYET OTMETUTD, YTO IIOBCEMECTHOE UCITOJIb30BAHUE COBPEMEHHBIX
CRM-pemienniit B paboTe KOMMIAHUW BBICTyHAeT 3HAYUMBIM (PAKTOpPOM, OOECIICUMBAIOIINM
alalTUBHOCTh, PE3YJbTaTUBHOCTH OIEPALIMOHHON JEsITEeIbHOCTH M YCTOMYMBOCTH Ou3Heca B
KOHKypeHTHOH cpene. Tpanchopmammss CRM-cucteM W3 MPOCTHIX XPAaHUJIHUIL KOHTAKTHOM
nH(popManuu B MHOTO()YHKITHOHATBHBIC TIAT(HOPMBI, 00BEAMHSIONINE TEXHOJIOTHU HCKYCCTBEHHOTO
UHTEJJIEKTa, aHalu3a OOJbIIMX JaHHBIX M OOJIAYHBIX BBIYMCICHUHM, [Oa€T OpraHu3alusiM
BO3MOYKHOCTh TIPEAYTabIBaTh 3alpochl KIUEHTOB, MpeniaraTb WHAMBHUIYaJbHBIC pEILICHUS,
HapaIIuBaTh BBIPYUKY, YCKOPATh OOpabOTKy OOpalleHWi, yMEHbIIATh pPAacXoAbl Ha CEpPBUC U

COBEpIICHCTBOBATh BHYTPEHHUE MPOIIECCHI.
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