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KNACCUDUKALNA UHCTPYMEHTOB
YNPABJIEHUS B OPT AHU3ALLUAX
MAJNOro pM3HECA

A9 NOCTPOEHUA BOPOHKHU NMPO A AN

B coBpeMeHHOM MMpe KOMNaHuM, KOoTopble Mcnonb3yioT CRM-cucteMbl, SMM-
MapKeTUHTr (LM(PPOBON MAPKETHHI B COLMaNbHLIX CeTsX), AenaloT 310, B TOM YMC-
ne, M C y4eTOM HEO6XOAMMOCTH MOCTPOEHUSI BOPOHKM Npofax. OCHOBHas Lenb —
nocTponTh 3(p(heKTUBHYIO BOPOHKY Mpofa)k, KoTopasi 6yaeT npMBneKaTb KnMeH-
TOB M yBenM4MT Npubbinb. [laHHOE McCnefoBaHMe HaNpaBNeHo Ha To, Y4To6bl nogo-
6paTh HAGOpP CEPBMCOB, KOTOPbIE MOTFYT NOMOYb Pa3BUTHIO Manoro 6usHeca, xa-
PaKTepM3YIOLLErOCsl HEBLICOKMMM O6beMamM BbIPYUKHM, HebGonbluMmM BlogikeTamu
Ha NPOJIBMIKEHME, a TaK)Ke HeGOoNbILOH YMCNEHHOCTLIO NepCoHana.

B cTaTbe BbigeneHbl Takue Npo6nembl Manoro 6MsHeca, Kak: OrpaHM4eHHbIH accop-
TMMEHT NPOM3BOAMMOro TOBapPa MNM OKa3bIBa@MbIX YCNyr, HE6ONbLLION CTaPTOBbINA
KanMTan M HeXBaTKa (PMHAHCOBO-KPEAMTHbIX CPEACTB, OrpaHM4YEHHble BO3MOXHO-
CTM NPUBNEYEHUs] AONOJNTHMTENbHbIX NPOM3BOACTBEHHbIX PECYPCOB, IKOHOMHUYECKaS
HEYCTOMYMBOCTb B PLIHOYHOM Cpefle ManbIX M CPeAHMX NPeanpMATHH, HeJOCTaTOK
TeopeTHYECKMX 3HaHMIH M MPAKTMYECKOrO OMbITa Y MHOXKECTBa NpeAnpUHMMaTEneH,
6M3HECMEHOB, 0CO6EHHOCTM HOpMATMBHOM Gasbl M Npoueayp NOny4YeHus fonon-
HUTENbHbIX (PMHAHCOBLIX PECYPCOB, HaNoOroBasi Harpys3kKa.

PaccMOTPEHO MOHSITHe BOPOHOK NpoAaX Ansi no6oro TMna opraHMsauuM, npeg-
NpusATMS, CTapTana, Kak 3MeMeHT MAapKeTMHrOBOM cTpaTeruu. bbinu BbigeneHsl 06-
WMe YepThl, 3Tanbl, KOTOPbIe JOMKHbLI XapaKTEePU30BaTh MAAHUPYEMYIO BOPOHKY

npopax.

MpoBefeHO cpaBHEHME M BbifeneHbl YeTbipe KaTeropun LM(POBbIX CEPBUCOB AN
paboThl ¢ aBTOMaTM3aLMen Gu3Heca M BOPOHKOM NPOAaXK: MH(POPMaLMOHHbIE CH-
CTeMbl M TEXHONOrMM, MOMOTaloLWMe CNPOEKTMPOBaTh GU3HeC-Mofenb B LENOM,
CO3aTh CMCTEMbl MEHEAYKMEHTa KayecTBa M T.[.; NPOrpaMmMbl Ansi MOJENMpPOBa-
HMa OGM3Heca, pa3paboTku pabouen foKyMeHTaumn u Tpebosannit; CRM-cuctemsl,
npefHa3Ha4YeHHble ANS NAaHMPOBaHMSI 3afa4 COTPYAHMKOB M XPAaHEHMS! [aHHbIX
O KIMEeHTaX; CepBUCbl, MOMOTaIoWMe MPH MPOABMIKEHUM B COLMANbHbLIX CETSIX.
Bnarofijapsi MM peLIaloTCs TaKMe 3afjauM, KaK: MOfleNIMpOBaHMe BOPOHKM NMPOAaK,
aBTOMaTM3auMa 6Gu3Hec-npoLeccoB, WabnoHbl pabounx cueHapueB, MHCTPYKLMM,
pPernamMeHToB ANs COTPYAHMKOB, aHaNIMTMKA KOHBEPCMM M apbuTpaXk Tpadmka.
MpepnoxeHa KnaccMmKaLmsi NPOrpamMmM M CEPBMCOB, KOTOPbIE NO3BONISAT ABTOMa-
TM3MPOBaTh BOPOHKY MPOAaX KOMMAaHMM C YYETOM LieHbl MPOAYKTa M ero pyHKLM-
OHana, coyeTaHMe KOTOpbIX GyfieT onTMManbHLIM Ans Manoro 6usHeca.

KniouyeBble cnoBa: BOPOHKa npoja, ManbIn 6u3|-|ec, CUMCTEeMbI YnpaBeHMsa meHepq-
HYMEHTOM, CoLMalnbHble CeTH, U,H(prBOﬁ MAPKEeTHUHI .

Beepenue. upycrpusa 4.0, Ha3plBaeMasg IO-APYIOMY
YeTBEpPTOM IIPOMBIIIAEHHOM pPeBOAIOIUEeN, Oblra CBS-
3aHa ¢ OudpoBmM3alyel IIPOU3BOACTBE, IIPEXKAEe BCEro
B PEarbHOM CEKTOpe 3KOHOMUKH, HO Teleph CBsI3aHa
OHa ¥ C MaCCOBBIM BHeEApeHHeM KUOep(U3mIecKux CU-
CTeM B MPOU3BOACTBEHHEIN Iiporiecc. CaMble TIOCAEAHTE
U KpeaTuBHBle AocTwKeHus WuopycTprum 4.0 BAMAIOT
Ha IPOAYKTHL U IIPOM3BOACTBEHHBIE KaHaAH 1, p. 1 —2].

OAHaKO, HeCMOTPS Ha BO3MOJKHOCTH, MaAbI Ou3-
HeC CTaAKMBAETCs C TaKUMU IpoOAeMaMu, Kak:

1. OrpaHUYeHHBI ACCOPTUMEHT  BBLITyCKaeMOoM
TIPOAYKITHH.

2. DKOHOMUUYECKasi HeyCTOMUYUBOCTb MAABIX U CPEA-
HUX IPEAIPUSATUN B PHIHOYHOM CPEAE.

3. HeGoAblI0¥M pa3dMep CTapTOBOTO KallMTaAd U He-
XBaTKa (PMHAHCOBO-KPEAUTHEIX CPEACTB.

4. OrcyTrcTBUe COOCTBEHHOM MaTepUaAbHO-TEXHU-
yecKOl 0a3bl, COOTBETCTBYIOIIEN COBPEeMeHHBIM TeX-
HUYECKUM IPEeACTaBAEHUSM, HEeAOCTATOK TeopeThuye-
CKMX 3HAaHUW U NPAKTUUECKOTO OIBLITa Y MHO’KeCTBa
IIpeAllpUHUMaTeAe, Ou3HecMeHOB [2, ¢. 27].

5. YCAOKHEHHOCTh HOPMATUBHOM 0a3bl U IIPOIEAYD
ITIOAYYEHHUSI AOITOAHUTEABHBIX (DUHAHCOBBIX PECYPCOB.

6. Hanorosag marpyska [3, c. 38, 4].
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SKOHOMUKA

BoAbIION IOIYAIPHOCTBIO IIOAB3YIOTCSI OM3HeC-UH-
KyOaTOpHl, NO3BOASIONIME cTapTalaM HadaTb pacIIu-
PSTLCST Ha PBIHKE MAM 3aIlyCTUTHCS. OKCIEPTHl BBHIAE-
ASTIOT HECKOABKO IIPUYNH IIPOBara OM3HEC-IPOEeKTa:

1. HenpaBuabHOE NraHUpPOBaHUE OU3HeECQ, OIIUO-
KA B COCTaBA€HUU MapKeTUHIOBOM CTpAaTeruu.

2. OrcyTcTBHE paMOK reorpaduy pas3BUTHSA OU3-
Heca.

3. DOroHOMMUECKasl CUTyallusl (KPU3UCHI, CHaAbl) [4,
c. 106].

OOBEKT NCCAEAOBAHUS: BOPOHKA ITPOAAK B MaABIX
OpraHm3anugax, Kak Ba’KHBIM 3AeMeHT MapKeTUHIOBOMU
CcTpaTeruu KOMIIaHUU.

[TpepMeTOM HCCAEAOBAHMS CAY’KAT CEPBUCHL AAS
TIOCTPOEHUsI BOPOHKH IIPOAATK AASI MaAoro Om3Heca.

Lleanb mccaepOBaHUA: KAACCU(UIIMPOBATE CEPBUCHL
AAST TIOCTPOEHUST BOPDOHKHU ITPOAAIK.

3apauM MCCAEAOBAHUS:

1. O6o3HauuTHL TPOOAEMEI MarOTo OU3Heca.

2. PaccMoTpeTs, U3 KaKUX I1aroB COCTOUT IIOCTPO-
eHre BOPOHKU IIPOAAK

3. IlpoBecTu BBEIOOPKY CEPBHUCOB, KOTOpPBIE MOIYT
HUCIIOAB30BATHCS AAST IIOCTPOEHUST BOPOHKHU ITPOAAIK.

4. KhraccuunupoBaTb CepBHUCH, KOTOpPBIE MOTYT
HUCIIOAB30BATHCS AASI IOCTPOEHUSI BOPOHKHU MPOAAK.

B apaHHOUM paboTe OBIAU PAcCMOTPEHBI Pa3AMYHBbIE
TUILI CEPBUCOB AASI IIOCTPOEHUSI BOPOHKM IIPOAAK.
OCHOBHBIE IPUMEHsIEMBIE METOABI MCCAEAOBAHMUS:

AOGcTparupoBaHue — paccMaTpUBarach KOHIIEII-
¥ BOPOHOK IPOAAXK AAS AIOOOTO THUIIA OpraHU3allui,
NIPEeAIPUSTHS, CTapTana U T.A,.

O06o001IeHe — OBIAU BBIAGAEHBI OOIIVEe YepTHl,
9Talbl, KOTOPhle AOAJKHBI XapaKTepH30BaTh MAAHUPY-
eMyIO0 BOPOHKY IIPOAAK.

WHAYKIHS — M3 KOHKPETHBIX IIPUMEPOB OBIAU BHI-
AeAeHBl OOlIMe XapaKTePUCTUKU YCIEeITHOW BOPOHKU
TIPOAAK.

AHanorusl, KOHKYPEeHTHBIM aHaAU3 U CpaBHeHUe —
CPaBHUBAAUCH Pa3AUYHBIE CEPBUCH], KOTOPLIE IIOMOTa-
IOT B Pa3BUTHHU U Pearm3alui MapKeTHHTOBOU CTpaTe-
ruy, paboTEl C COTPYAHUKAMU U AMAAMU.

OAHUM M3 BAapUAHTOB pelLIeHus AAQHHOM IIpoOAe-
MBI IBASIETCS COCTaBA€HHe IPAaMOTHON MapKeTUHTOBOM
CTpaTeTUM U IOHMMaHWe TOro, KaKue KaHaAbl IIPo-
ABWJKeHHUs1 OM3Heca MOJKHO MCIOAB30BaTh. [lpomecc
TIOCTPOEHUsI MapKETMHTOBOM CTpaTermy 3aKAI09aeTCs
B OpraHU3alluUd AUAAOTa Me’KAY IIOTpeOuTeAs MU, Ou3-
HecoM, IPOAYKTOM HUAU YCAYTOU C LEeAbIO IIPOABHIKe-
HUS peKAaMHOM uH@OpMaIuy, [TO3BOAJIOLIEN OpuU-
eHTHUPOBAThCA B MCIOAB30BAHUM U OIBITE APYT Apyra
U NPUHOCAILLEH MOAb3y. MHTerpamus B MapKeTHHIO-
BbI€ CTPATeTUM CaWTOB M COIIMAABHBIX CeTed — 3TO
MOIIIHLIM WHCTPYMEHT AASI YCKOPEHWSI pacIpocTpaHe-
HUS MHQOPMAIUU O MPOAYKTaX U yCAyrax U IOBBIIIe-
HHUs TAOOAABHOM y3HABaeMOCTH, KOMMYHUKAIIMOHHOMN
Molu U penyranuu 6peHpa. CollnarbHBIE MeAua IIO-
3BOASIIOT KAWEHTaM AEAUTHCS ITOAOKUTEABHBIM HAU
OTPUIIATEABHBIM OIBITOM O KOMIIAQHHAX, NPOAYKTax
U yCAyTax MexXAy cobon [5, p. 3]. EcTb HeCKOABKO
NPUHIUIIOB!

1. Mcnoab3yeTcsa AWHAMHYECKHN IIOAXOA CHUCTeM-
HOTO MBIIIAEHUS K TpodAaeMe (prurocodckas Mo3uIus).

2. OTO MYABTUMETOA, (METOAOAOTHAYECKAS IIO3UIINA).

3. INpusHaroTCca pa3AuuyHBIE YPOBHH M MecCTa (IO-
3unusa pAencTeug) [6, p. 2.

Ocoboe 3HaueHHe AAS IUGPPOBOrO MapKeTUHTa
UMeIOT KaHaAbl Iepepaun uHpopmauuu. Huke OyayT
NIPUBEAEHBI HEKOTOPLIe 0COOeHHOCTH!

1. TlpaBo Ha BBEIOOP TOro, YTO MMEHHO MpPUOOpe-
TaTb, AMAAOT MEJKAY ITOKYIATeASIMU U IIPOAABIIAMHU.

2. Tlepepaua mHMOPMaNUU ¥ KOMMYHHKalUsg C UC-
IIOAB30BaHUEM PA3AMYHBIX HU(PPOBLIX CPEACTB.

3. MaccoBOCTb U HMHTEPAKTUBHOCTBL. boablle BO3-
MOJKHOCTEH AASI IIPUBAEUEHUsI IIEAE€BOM ayAUTOPHUU
U IOAy4YeHUS OOpaTHOU CBS3U OT Hee [7, p. 424].

Hauboaee pacnpocTpaHeHHBIMU KaHaraMu IIudpo-
BOTO TNIPOABUIKEHHUS CUMTAIOTCS IOUCKOBBIE CHUCTEMEL,
BeO-calThl, coOIlMaAbHBIE CeTH, SAeKTPOHHasl IodYTa
U pa3AuYHBEIE MOOUABHBIE IIPUAOKeHUA. Takue nud-
POBLIE KaHAABI IIPOABMKEHUsI, KaK IIU(PPOBOE TEAEBU-
A€HUe, UTPOBBLIE IPUCTAaBKY, MHTEPAKTUBHBLIE DKPAaHHI,
B HaCToslllee BpeMsI UCIOAB3YIOTCSI He OYeHb aKTUBHO,
HO OHM HaXOAATCS B IMOCTOSHHOM pasButuu. B CIIA
U psiAe APYTMX Pas3BUTHIX CTpaH EBpomnbl 3aTpaTel Ha
Iu@POBYIO peKAaMy IIPEBBINIAIOT 3aTPaThl Ha TEAeBU-
3UOHHYIO pPeKAaaMy, HauuHag ¢ 2017 ropa B HEKOTOPBIX
OTpacAgx Ha OUMPOBYIO pekraMy Tpaturcd a0 40 %
pekaaMHOTO OropKeTa. B Poccun sToT mokasareab 3Ha-
YUTEABHO HUDKe, M He BCe IPeANpHUATHS aKTUBHO HC-
MIOAB3YIOT TEXHOAOTHUM ITM(PPOBOTO MapKeTUHra, HO HUX
pas3BuTHe yckopsietcs [8, p. 36].

YacTel0 MAapKeTHHIOBOW CTpPATErdu SABASETCA BO-
PoOHKa npoaa’k. Boponka mpoaask (aHrA. sales funnel) —
MapKeTHHTOBasl KOHIENIUs, KOTOpasl ONMCHIBAET IIyTh
KAMEHTa OT IepBOM BCTpeud C OPeHAOM A0 COBeplle-
HMS NOKYIKU. AQHHBIM TEepMHUH IPEAAOKUA Daaniac
CeHT-OABMO B 1898 roay, crnenuarn3vpOBaBIIUMNCS
Ha perarame. B 1911 roay A. @. llleapon B pabote «Mc-
KyCCTBO ITPOAA’KM» IIEPEUNCAUA He TPH, a YeThIpe dTa-
14, KOTOPhIe BO3HUKAIOT B IIPOIlecce IPOAAKU: BHUMA-
HHe, UHTepecC, JKeAraHue, AerictBrue. [TyHKT «pelcTBUeY,
KoTOpbIY BBeA A. @. IIleapOH, O3HAuYaeT COBEpIIEHHE
LEA€BOTO AEMCTBUSA — IIOKYIIKY, HACTYIAIOLIUN IIOCAE
BbIOOpA HAWAyuUlllero npeproskeHud [9, c. 239]. B 60-
Aee COBPEMEHHOM ITOHMMAaHWM KOHIEHIHUSI «BOPOHKU
mpopak» OblAa paspaboTaHa AprypoM [leTepconHoM
B 1959 r. Ha mpuMepe pHIHKa (apMalleBTUYEeCKUX TO-
Bapos [10, c. 133—134]. INocAre Havuara TTAHAEMUM KO-
POHABHpPYCa PBIHOK OHAAMH OOpa30BaHUA U BOOOIIe
CerMeHT IIOAB30BaTeAel MOOUABHBIM HMHTEPHETOM Ha-
MHOTO BBIPOC.

Aanuble Nielsen mokasblBalOT yBeAnWdeHHe Ha 4,2
% YPOBHSI OXBaTa UHTePHETOM HaceAeHUs. AAd cpas-
HeHus, 3a 2019 rop cTaTUCTHKA SAEKTPOHHOM KOMMeEp-
Uy HacuuTeIBaAd 4172 Mapp py0. OO0BbeMBL OHAAUH-3a-
KYIOK y’Ke B IlepBoe noayropue 2020-ro 3HaUYUTEABHO
IIPeBLICUAU YPOBEHBb aHAAOTUYHOTO nepuopa 2019 roaa.
PeaABHOCTB AAST ATOAEM COBepPIIEeHHO U3MeHUAACh, OHU
CTaAd OTAA@BaThb OOABIIIe NPEAIIOUYTEHMs IOKyIIKaM OH-
AaviH. OTMeYaeTcsi, YTO BBIPOC U CEeIrMeHT MOOUABHOTO
UHTEPHETa, KOTOPBIM IIOAB3YIOTCS 80,2 MAH UYEAOBEK,
uto cocTaBaseT 70,5 % Haceaenus Poccum [11, c. 288].

O030p CepBHUCOB AASI peaAu3alii BOPOHKHU IIPO-
A@K. AASL TOTO, UTOOBI TOHSATH, KaKHe CePBUCHI UCIIOAB-
30BaTh AAS IIOCTPOEHMSI BOPOHKM IIPOAAK, BHadane
HY>KHO 0003HAUYUTh AeMCTBUS, HEOOXOAUMEIE AAST 9TOTO
[12, p. 5—6].

1. OnpepeAuTs UACAABHBINM IHOYyTh IIOAB30BATEASd
Y HaMETUTb ero B BUAE BOPOHKH. UTOOBI yBEAWMYUTH
KOHBEPCHIO, CHAadaAd OIPEAEAUTh OTIPABHYIO TOUKY
U KOHEUYHYIO IleAb. APYTMMH CAOBaMH, BBl AOAJKHBI
OIPEAEAUTH TPU BEIIU: ONPEAEAUTb TOUKY A U TOUKY
B, MeToABI yAyUIlIeHUSI TAKOTO IIYTH, yKas3aThb IleAeBoe
AeNCTBUEe KAWEHTA.

2. YCTaHOBUTDH IEAW AAS Ka’KAOTO OdTalla BOPOHKU
U ONPEeAeAUTh, KaKue MHCTPYMEHTBI AOAKHBI HUCIIOAb-
30BaThCsI AASI OTCAEKUBAHUS IIporpecca.

3. CocTaBUTh KOHTEHT-IIAAH AASI Ka’>KAOTO STalla
BOPOHKHU. AN K@KAOU 4aCTU BOPOHKH TpeOyeTcs CBOU
COOCTBEHHBIM MApKETHHTOBBIYA IIAQH, YTOOBI ITOTEHIU-



Tab6auna 1

HNcnoas3oBanue mopean AIDA Ha nmpuMepe 3KOAOTMYHOTO IPOU3BOACTBA

Oran

AeMCTBUS Ha Ka)kAOM dTare

Buumanue
TIPEeAIIOUTEHUST IPX COBEPUIEHUH ITOKYTIOK.

¥ OKPY’KAIOIel CPEABL.

CdopMupoBaTh IO3UTUBHOE OTHOIIEHHE K 3KOAOTMYECKU YUCTBHIM IIPOAYKTaM U yIlaKOBKe/KOHTeMHepaM.
TToHATEH IeAb BEIOOPA 9KOAOTMUECKU YMCTHIX IPOAYKTOB M YIAKOBKHU (KOHTEWHEPOB) B KaueCTBe OCHOBHOTO

M3yunTth nHGOPMALMIO O MAACTUKOBBIX IIaKeTaX U IIEHONOAUCTHPOAE, KOTOPBIE BPEAHBI AAST 3A0POBbBsI

MuTtepec

HavaTb AIOGUTH 9KOAOTHUECKU YUCTHIE IPOAYKTHI U YIAKOBKY (KOHTEHHEP) AAS €JKEAHEBHOTO YIIOTPEOACHHUS.
HavaTh IA@HUPOBATH IOKYIIKY SKOAOTHYECKU YUCTHIX IIPOAYKTOB M YIIAKOBKU (KOHTEHHEPOB).

JKenanue

HauaTk IpoGOBaTh MAK ITOTPEOAATE S9KOAOTUUECKH UHCTHIE MPOAYKTHL.
HauaTp ncnoAb30BaTh 3KOAOTMUECKU YUCTYIO YIAKOBKY (KOHTeMHepHI).
VickaTe NOAPOGHYIO MHGOPMAIHMIO 00 SKOAOTMYECKH YHCTHIX IIPOAYKTAX M yNaKOBKe/KOHTeHHepax.

AeticTBre
TTokynaTh SKOAOTHMYECKH YUCTHIE TTPOAYKTHI.

MaxkcumMarbHO Bq)(peKTI/IBHO HCIIOAB30BATH IMMAQCTUKOBEIE ITIAKETHI U ITIE€HOIIOAUCTUPOA.
Pa3y’MHO BbI6paCBIBaTI> TIANQCTUKOBBIE TIAKEThI U ITEHOIIOAMCTUPOA.

aAbHBIE KAWEHTHI IIEPEXOAUAU OT OAHOTO JdTama K CAe-
AyIOLIEMY (IIPU3BIB K A€MCTBUIO, AOOAaBA€HUE OT3BIBOB,
pacchiAkY, mepcoHaAusanus). [ToATOTOBUTHL MOAB30Ba-
TeAed K IIOKYIIKe: OT XOAOAHOTO KAMEHTa AO aABOKATa.

4, PeMapKeTUHT U peTapreTUHTr, KOTOPLIM HAIOM-
HUT O NPOAYKTaX AOSABHBIM KAHEHTaM.

Taxs>ke HeAb3d He yuecTb MoApeAb AIDA, cocTosiiyto
U3 YeThIpex IYHKTOB Ha IPHUMepe 2KOAOTUYHOTO IIPO-
nsBoacTBa [13, p. 69] (TabAa. 1).

[To OTHOWIEHUIO K MPOAYKTY AU YCAYTE, AAST KOTO-
PBIX CO3pA€TCd BOPOHKA IIPOAA’K, NOAB30BATEAb IIPO-
XOAUT HECKOABKO 3TAIloB:

1. Y3HaBaeMoCTb OpeHAa (3HAaKOM AM y’Ke ITOT
OpeHA?).

2. Ocoznanue npobaeMsl (EcTb mpobaeMa, KoTopas
AOAKHA OBITH pellleHa).

3. Tlouck pemenusi (KakoBbI CIOCOOBI pelleHUs:
9TOMN IIPOOAEMBI?).

4. Omenka npeprokeHHOTO perteHus (CooTBet-
CTByeT AW 9TO pellleHue TpeOOBaHUAM KAUEHTa?).

5. Pemenne o mokynke (IToueMy KAMEHT AOAKeH
BbIOpPAThL 3TOT OPEHA?).

6. INokynka (Kak MOXHO KyIUTb 3TOT TOBap?).

7. AnpobGanusi npopykra (Kak HadaThb HCIIOAB30-
BaTb NPOAYKT U IOAYUUTH BCe ero IpeuMylecTBa?).

8. Mcmoar3zoBanne npoaykra (IToueMy KAreHT AOA-
SKEeH IIPOAOAJKATH UCIIOAB30BaTh IIPOAYKT?).

9. Pacnpopaxa (Kakue ele AOTTOAHUTEABHBIE TIPO-
OAeMBI MOJKHO DEeNIUTh C TOMOIBIO 3TOrO IHPOAYKTa
UAU APYTHUX IIPOAYKTOB 3TOTO JKe OpeHAa?).

10. ApBokar mpopykTa (Kak moMouyb AIOOHMOMY
OpeHAy?) [14, c. 367].

Ananormunyto cucremy npeppraraer A. O. Tokapes
B paboTte «MopeAVpoBaHME BOPOHKU IIPOAAK AAS Ma-
AOTO M CpeAHero roCTMHHUYHOro OusHeca» [15, c. 99]:

1. OmpepenreHUe IIleAeBOM ayAUTOPUU (HAIpUMeD,
10 000 yenroBeK).

2. 3auHTepecoBaHHOCTh
1 000 yenoBeK).

3. O0cy»xaeHue ycaroBull (Hanpumep, 100 yeroBek).

4. Ocdopmarenue 3acerenus: (Hanpumep, 80 ue-
AOBEK).

5. Omnnaara (Hanpumep, 70 4erOBeK).

6. IlocToanHbIN KAMEHT (Hanmpumep, 10 yeroBek).

7. IlpuBAedyeHUE HOBBIX KAUEHTOB IIyTeM capadaH-
HOTO PaAVO, PEKOMEHAAINM ITOCTOSSHHBIX KAMEHTOB
(mampumep, 20 yeroBeK).

AAST TIpUBA€UEHUS MCIOAB3YIOTCS HaubOoAee IIOA-
XOAAIUE CIOCOOBI TpauKa MOTEHIIMAAbHBIX KAMEH-

MOKYIIKOU  (HaIpumep,

TOB: Hapy’KHasl peKAaMa, peKaaMa B CeTH UHTepHeT,
CPA-KaHaABI, CpeACTBa MacCOBOUW MH(poOpManuu, map-
THEPCKVE KOMIIaHWUW, PEKOMEHAAIIMN WMEeIOIINXCS
KAMEHTOB, ydYaCTHe B COLMAAbHBIX MEpPOIPUSATHSX.
[MpeumyiecTBO peKAaMbl B MHTEPHETe COCTOUT B TOM,
YTO MOJKHO KOHTPOAUPOBATH KOAWYECTBO IIOTEHIIU-
aAbHBIX KAMEHTOB Ha BXOA€ B BOPOHKY Ipopaxk [16,
c. 28]. UccaepoBanusa CRM Simplified Blog moka3swiBa-
10T, 4TO 75 % MEHEeAKepOB CUMTAIOT, YTO KOTAQ OHU He
HUCIOAB3YIOT B pabore CRM-cucreMsl, TO KOAUYECTBO
UX MPOAAK CTAHOBUTCSA HAMHOTO MeHBIIe, YeM TOTAQ,
KOTA@ OHHU IIPOAQIOT C IIOMOIIBIO CIIeIUaAN3UPOBAHHO-
ro 1O myTeM aBTOMaTH3aIuM Ipopaxk [17, c. 568].

Ananmn3 1mpolecca BHEADEHHS BOPOHKH IIPOAAXK
¢ ucnoab3zoBannemM CRM mokaszan: AAS MPOAAKU aB-
TOMOOWASI CPaBHUBAAUCEH C IIEPHOAOM AO BHEADPEHWUS
u mocae Microsoft Dynamics. OTHOcCUTeABHast CTOU-
MOCTb OAHOTO aBTOMOOMAS, NPOAQHHOTO dYepe3 TpHU
ropa IMocAe BHEAPEHHS BOPOHKM IIPOAA’K C MCIIOAB30-
BanueM CRM, cumsmrace Ha 33 %. Takum oOpasoM,
nopu TOM >Ke OiopkeTe Ha AeATeAbHOCTh CRM komna-
HUg CMOrAa Ipopark Ha 50 % OoAbllle aBTOMOOUAEH
[18, p. #4—73].

Komnanus «Hop6uT» nmokasanra GOABIINE Pe3yAbTa-
Tel 3a 2020 rop. Bripyuka B cermenTe CRM yBeauuu-
Aack Ha 94,9 % u npubAM3UAACE K OTMETKe B 1,6 MApA
py0. B mATepKy AMAEPOB TAK)Ke BOIIAU HMHTETPATOPBI
«Aura Ludposoit OxoHoMuku» (+25 %), «Mudocu-
creMbl Aker» (+86,9 %) u GlowByte (+33,3 %)

Apyrue nUCCAeAOBAHUS TaKKe AeMOHCTPUPYIOT, UTO
TPAAUIIMOHHBIE BOPOHKU Npopak 6e3 CRM dyHukuno-
HUPYIOT OYeHb IIAOXO, IIOCKOABKY KOHEUHBIU KO3 Pu-
IUEeHT KOHBEPCUU OT AOCTYIIHBIX KOHTAKTOB COCTaBAS-
et 0,007 %. TemaTyeckoe MCCAEAOBAHME ITOKAa3bIBAET,
uyTo n3 13 986 mopkArOUeHUM KOMITaHUS M3BAeKAa 700
IIOTeHIMAABHBIX KAMEHTOB, UTO IIPUBEAO K 77 IOTeH-
IMAABHBIM KAMEHTaM U 3aBepIIMAOCH TOABKO OAHOM
TIOKYTIKOM/KAMEHTOM. BHeapenme wuHbOpMaIoHHO-
TEXHOAOTHYECKUX CUCTEM AAG ypaBaeHUaA CRM yayu-
LINAO CUTYAlMIO, YBEAUUYUB KOHEUHBIU KO3(PULUEHT
KOHBEPCUM M3 AOCTYIHBIX KOHTAaKTOB A0 0,119 %.

EcAm rOBOPUTH HENIOCPEACTBEHHO O CepBHcax, KO-
TOpBIe IOMOTAIOT CO3AATh BOPOHKY IIPOAAJK, X MOKHO
Pa3speAuTh Ha 4eThIpe KaTeropuu (Tada. 2).

CRM unan Customer Relationship Management —
CHCTeMa «yIpaBA€HWE OTHOUIEHUSIMH C KAMEHTaMH».
OcCHOBHasl POAb TAKHUX CHUCTEM: BBICTPOUTH TI'PAMOT-
HBIM AMAAOT C KAUEHTOM, cOOpaTh AQHHBIE O KAMEHTAX,
YIPaBAATh CA€AKaMM, KOHTPOAMPOBATHL PabOTy MeHeA-
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Tab6auna 2

Khaaccudukanus cepBHCOB AASI IIOCTPOEHHUSI BOPOHKH IIPOAAXK

TTporpaMMHO-TeXHUYECKUN
KOMIIAEKC

B BUAE WHTETPUPOBAHHBIX
MHOOPMAIMOHHBIX

BLINOAHSIIOTCS 3apa4uH

OT aHaAM3a

¥ TIPOEKTHUPOBAHUS
TIPOrPaMMHOTO TIPOAYKTa AO €T0
COIIPOBOIKAEHUST

CALS (Continuous Acquisition
and Life — cycle Support) —
HellpepbIBHasA MH(POPMAIMOHHAS
MTOAAEPIKKA TTOCTaBOK

U JKU3HEHHOTO ITUKAA U3AEAUS
CASE (Computer Aided Software
Engineering) — cucTtemsl
aBTOMAaTU3UPOBAHHOM pa3paboTKu
NIPOrPaMMHOTO OOecreueHus:

CucreMbt . EDMS — cucTeMbl 3A€KTPOHHOTO
TEXHOAOTHH TOAAEPIKKHU BCEX ¥ yIPaBAE€HUST OKPYy’KeHueM
YIIpaBACHHS . AOKYMEHTOO60pOTa
3TANOB )KU3HEHHOTO IIMKAQ (patiramu, H6azamMu AQHHBIX
MeHeARMEHTOM [21, TPOAYKIINK. [TaparreAabHast u 1.11.). OCHOBHOE HallpaBAEHUE: 1 YHUPABACHITT SAAQHHIAMM
c. 104—103] DOAYK ap o p " | ERP (Enterprise Resource
paspaboTka, 6U3HeC-IPOIeCCH, cAeAaThb pa3paboTKy .
Planning) — cucremsl
CTaHAAPTH3ANMSA U T.II. DTO MOTYT | IPOTPaMMHOTO NPOAYKTa 60oaee
. MAQHUPOBAHUST
OBITH rpadpuvecKre PeAaKTOPHI, 3 peKTUBHOMI
¥ yIpaBA€HHUS pecypcamMu
TeHepaTOpPhl KOAQ, PEIIO3UTOPUH. 1 OIITUMHU3UPOBATH ousHec-
Iporecch: MIPEATPUATHS
p ’ LSAR — ympaBaeHust 6a3ou
AQHHBIX AOTMCTHUYECKOI'O aHAaAM3a.
SCM (Supply Chain Manage-
ment) — ymnpaBAeHUe IlelIOYKaMu
ITOCTaBOK
OAEKTPOHHBIE KATaAOTH, YrpaBaeHUe AOKyMeHTaIueH, CewmericTBO TpoaAyKiuu Arbortext.
ITporpaMMHBIE MHTEPAaKTUBHBIE TEXHUYECKUE TeXHUYECKUMU TPeOGOBaHUIMHY, TTporpaMMHBIN KOMIIAEKC
CpeACTBa AN PYKOBOACTBA B 9A€KTPOHHOM IIPOEKTUPOBAHUEM. Seamatica
nocrpoenus 6usHec- | popmare, TEXHOAOTHYECKHE DoKycHpoBKa TTpoaykuus CBYIC

MOAEAEH

¥ peraaMeHTaIuu
TpeOOBaHUN

[21, c. 105—106]

KapThl U UHCTPYKI[UH,
TEXHUYECKUe OIMCaHUSs

U APYyTOM TeXHUYECKOH,
IIPOEKTHOM, 3KCIIAyaTallJMOHHON
uHbopManuu.

Ha aBTOMaTHU3aluu cOopa,
TPACCUPOBKHM, aHaAM3a
U3MeHeHu! nHdopManuu

B OpPraHU3aluy U yIpaBAeHUs
UH(OPMAIMOHHBIMU IIOTOKaMU.

ERP cucrema «llex=Ycnex»
Camoe poporoe —
KOHCYABTAIJMOHHOE
COIIPOBOXKAEHIE

Rational DOORS

CRM-cucrema — 3TO IIporpaMmma
AAST @BTOMAaTH3aIuni
U KOHTPOASI B3aUMOAEUCTBUS

INporuos mpoaask, reHepanus
AUAOB, 6a3bl KOHTAKTOB,
MHTEerpanus ¢ COICeTIMHU.
B03MOXHOCTBb COOpATh BCIO
uHpoOpMaIuo

O IOKYTIaTEeASIX: KOHTAKTHI,
HMCTOPHIO, aKTUBHOCTH,
UCTOYHUKU TpaduKa.
Pacnpeperenne obsg3aHHOCTENH
MeXKAY COTPYAHUKAMU

Salesforce Sales Cloud

KOMIIaHUM ¢ KaneHTamu. OHa I KOHTHOAL BEITOAHOHHS Zoho CRM
CRM-cucTeMbl XPAaHUT U CTPYKTypPUPYyeT a@OTI;F MS Dynamics CRM
(Taba. 5) uH(popManuo o 3aKazax P ) . Burtpukc24
Co3zpaHue IPOEKTOB Pa3sAUIHON
U IOKYIIAaTeAsIX, IOMOTaeT Meranaan
CAOKHOCTH .
OITUMU3UPOBAThL MapKETHUHT, N Ipocroit Busnec
¥ YCTAHOBKHU CBA3eM MEXAY
TOBBICUTH IPOAQYKU U KaueCTBO
ucnorHutreaamu. O6cykpeHUEe
OOCAYKUBaHUS.
TIPOEKTOB, IPOBEACHUE OIIPOCOB.
Xpauuauniiie amiros
U AOKYMEHTOB, YTOOBI OHU
BCerpa ObIAM
B AOCTYITHOCTH, MOJKHO XPaHUTh
KaK B OIIPEAEAEHHBIX 3ajpavax,
TaK ¥ B OOLIMX TIAITKaX.
IMouck u pusbTpanus
COO0OIIeCTB, aHaAU3
TIOAB30BaTeAEH U UX
KOHTaKTHBIX AQHHBIX
10 LleA€BBIM AeUCTBUAM
o A ' Target Hunter
AKTUBHOCTSIM, TIPEATTOYTEHUSM, .
Pepper.ninja
COIMaAbHO-AeMOrpauiIecKuM
OTa rpymnna BKAIOYaeT AdHeart
CepBuCH AN TmapamMeTpaM U APyTHUM
B ce0st IPOTPaMMBI AAST Popsters
AQHAAMTHKHU Kputepusim. ITouck
. AHAAUTHUKH, YIIPABACHHE FeedSpy
COIMAABHBIX CeTeH KOHKYPEHTOB
MMyOAUKAIIUSMHU, CO3AaHNe trendHERO
(TabA. 6) ¥ TeMaTUYeCKUX COOOIIeCTB,
BH3yaAa. AHAAMS AYARTODI labelup.ru
YAHTOPHH, LiveDune

cerMeHTHpOBaHUe, c60p 6a3bl
AAST 3aITyCKa PEKAAMHBIX
OOBSIBAGHUH, OIleHKAa OXBAThI

¥ YPOBEHbL BOBACUEHHUS B HHUIIIE,
MHCTPYMEHT OTAOKEHHOTO
TIOCTHHTA.

Data Studio




CpaBHeHue CRM-cucreM Ha POCCHUIICKOM PBIHKE

Tab6auna 3

IMpoayKT

Llena

OyHKIIMOHAA
MpenMyIIecTBa

WMurerpanun

Salesforce Sales Cloud?

Ot 25 po 300 porrapoB

[MTporuo3 mpoaask, reHepaIyst AUAOB,
0a3bl KOHTAaKTOB. ECcTb MOOUABHAs
Bepcust

C conceTsamMu

Zoho CRM?®

Ot 14 p0 52 poArapoB

XpaHeHue Bcel mHGoOpMaun
O KAMEHTaX: KOHTAKThl, UCTOPHIO,
aKTUBHOCTH, UCTOYHUKHU TpadurKa

MS Dynamics CRM?*

Ot 50 po 1500 porrapoB

BapuanTt Enterprise-kaacca.
[MoAHOLIeHHAs OpraHU3aNMs IPOAAK

u MapKeTI/IHI‘OBOI;I CTpaTernuu. MI/IHYCI

HeT BeO-Bepcuu

0-10000 mec — obaako,

CucreMa OpreHTHPOBaHa
Ha KOMMYHUKAIIUU MEXAY
COTPYAHUKAMU BHYTPU OAHOMU

Boablioe KoAmyecTBo
CEepBUCOB: COITUAABHEBIE CETH,

U IPOARYKU
(B T.4. pacuIMpeHHast BepCcus).
400 — 3000 py6aeit

HUCIIOAHUTEASMHA.

HacTpoiika mpas AOCTyIla TaKUM
o0Opa3oM, YTOOBI COXPaHsSIAACh
KOH(pUAEHITUAABHOCTb UH(MOPMaIuu

Burtpukc24®
b 100000-1000000 AuneHn3sus OpraHusaluy, paclpepereHre 3apad TereOHUS, IIAATeKHbIe
KopoOka (0-1000) MeJKAY HUMHU, BepAeHne 6a3 AQHHBIX CHCTEMBI
O KAUEHTaX U AMAAX (Qiwi), ABuro, SAnpekc Go
1 hopMUpOBaHUE OTYETHOCTH
Pacnipepenenne o6s13aHHOCTEN
ABa OCHOBHBIX Tapuda
Me>KAY COTPYAHHKAMU M KOHTPOAB
HUCIIOAB30BaHUsI IIPOI'PAMMBI:
. BBITTOAHEHUST pabOTHI. IP-Teredonms
AAST COBMECTHOM PabOTHI .
(B T.4. pacuMpeHHas Bepcus) Co3paHUe IPOEKTOB PAa3AMYHON UIS
a TE;K).KI; CRI\/? cucTeM 'P - | croxuocTin ZADARMA
6 ¥: YCTaHOBKM CBA3EH MEXAY MANGO OFFICE.
MeranaaHz KAMEHTBI

TELPHIN ByxraarTepus
U IPEeAIPUATUS
1C:BYXTAATEPUA

— obaako Ha 6 —12 mec.;
45000 — 275000
— Kopo6Ka 10— 30 AuteH3mit

AMST COTPYAHUKOB Ha ayTCOPTHHTE.
HasnaueHue BCTped B KareHAApe
¥ HallOMUHaHUe

0—35000, ommaaTa 3a Mec. UAN

IMpoctoit Busuec’
€AMHOPa30BO

AOTIOAHUTEABHO K OOUUM
NIPEeUMYyIIeCTBAM CUCTeMa IO3BOASET
OTCAEKUBATh ABU)KEHHE TOBapOB,
NIAQHUPOBATH 3aKYNKU U OIPEAEATH | —
NPUGBIABHOCTE TE€X UAU MHBIX
TOBapOB

KepoB, IPOAHAAU3UPOBATL IOAYUYEHHYIO HHQOpMa-
U0 U IIPOTHO3UPOBATh Oyayiue cpeaku [19, c. 129]
(Taba. 3).

Kak y>Ke yIOMHUHAAOCH BBIIIE, AAST BOPOHKM IIPO-
MK HEOOXOAMMBI MHCTPYMEHTHI, II03BOASIONINE IIPO-
BECTH CTaTUCTUKY TOTrO, KAKOM ayAUTOPUU IIPEANO-
KeHue Ooaee IPEATIOUYTUTEABHO, KaKhe CAOKHOCTH
Ha KaKOM M3 3TAllOB BO3HUKAIOT U T.NI. AASI OTOTO IIO-
MHMMO PEKAAMHBIX KaOWHETOB pa3paboTaHBl CEpPBUCH
QHAAUTHUKH, KOTOpBIe AQIOT O0Aee MOAPOOHYIO U TAe-TO
MAOIIOAHUTEABHYIO MH(OPMAIIUI0 O PeKAAMHBIX KaMIla-
HUSIX U HE TOABKO (TabAa. 4).

Kak BHAHO, COBpeMEHHBIM PBIHOK IIPEAOCTABAS-
eT HaM Cephe3HYI0 BapHaTUBHOCTL COdTa, CEPBUCOB
W WHCTPYMEHTOB AASI CO3AQHUSI, ONTHUMU3AINU U MO-
HUTOPUHIA BOPOHKHU IIPOAA’K, ITO3BOASIET OIlePATHBHO
CO3AaBaTh BOPOHKU IIOA HOBBIE MapKeTUHIOBBHIE 3a-
AU U MTHOBEHHO YCTPAHSATH cAhabble TOUKU. B OOAB-
HIMHCTBE CAydYaeB BOPOHKA HHTEIpPUpyeTCcs BHYTPb
CRM, CcTaHOBSICH YaCTBIO OOIIEeN CUCTEeMBbI, BUHTUKOM
MexXaHu3Ma.

3akatouyeHue. Ecau KpaTko 0603HAYUTh, TO MOJKHO
BBIAEAUTH CAEAYIOIIMe dTAllbl AAS OPTaHU3alluy BOPOH-
KU IIPOAAXK:

1. MopeAnpoBaHue BOPOHKHU TPOAAK.

2. ABTOoMaTm3anus OM3HEC-IPOIEeCCOB.

3. Pabouue clieHapuu, UHCTPYKLUM, PerraMeHTH
MAST COTPYAHUKOB.

4. PazBuTtus OpeHpa (AMYHOTO OpeHpa WMAKM OpeHpa
KOMIIQHUH).

5. AHaAuTHKa KOHBEPCUU U apOuTpark Tpaduka.

6. MacmrabupoBaHue caMOM BOPOHKU IIPOAAXK.

7. HeTKkuil (oKyc Ha KOHKPETHYIO LIeAeBYIO ayAu-
TOPHIO.

8. Co3paHue YHHUKAABHOI'O TOPrOBOTO IIPEAAOIKE-
HUS.

9. Co3paHue AMA-MarHuTa, MPUBAEKATEABHOTO AAS
KAMEHTa.

[TporpaMMHBIe IPOAYKTHI, IIPUMeHsieMble B MapKe-
TUHTe, B 3aBUCHMOCTHU OT MaCIITaOHOCTH pelllaeMbIX
3aAa4 MOJKHO YCAOBHO PAa3ACAUTH Ha HECKOABKO T'PYIIII
(Taba. 5). AaHHag TaOAMIIa IOAYYEHA, UCXOAS U3 AQH-
HBIX IPEABIAYIIMX TabauI. VIcXops M3 IIeHBl U (PYHK-
IIMOHAAQ, BEIOPAHBI HanboAee MTOAXOAAIINE AAS MAAOTO
Ou3Heca CepBUCHL.

TakuMm 00pa3oM, BOPOHKA IPOAAK 3(PPEKTHUBHA,
KOrpa OHA paccMaTpuBaeT CTpaTeruy IIpeBpallleHus
TOIIOBOTO IIOAB30BAaTEeAs] B IIAQTHOTO ITOAB30BATEAS
C TIOMOIIBI0O MApPKETHUHTOBBIX U COBITOBBIX YCHUAWH.
KpoMme ToOro, srambl BOPOHKHM U BAAA€HUE Ka’KABIM
9TANoOM (IPOAAKU AU MapKeTUHT). OOBIUHO AASL CTap-
TalloB (Ha NpHUMepe CTapTalmoB B 00pa30BaTEABHOU
chepe) HY’)KHO BOCHUTBIBATH (IIOATOTABAMBATH) IIOAb-
30BaTeAeH, IpeskAe UYeM IIPOAABATH UM CBOM IIPOAYK-
TEl. Ba’XKHO TOHWMATHL WX IIOBEAEHME, WX AWYHOCTD
U UX INOTPeOHOCTH, YTOOBI IPEeBPATUTh UX B MAATAIINAX
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Tab6auna 4

Ceancm AQHAAUTHUKU AAS COLMAABHBIX CeTel

«TBurrep», «kOTY6»
M ellé MSATh COolCeTen

CepBuc Corcern CTOUMOCTDH
OyHKIMOHAA
AHAAUTUKU
Target Hunter® «BKonTakTe» ot 18 P B AeHB, ecTb MHCTPYMEHTHI AAST TIOUCKA U (PUABTPAIUKA COOOIIECTB,
OecIAQTHBIM MPOOHBIN | aHaAM3a IIOAB30BaTeAeH IO I[eAeBLIM ACHUCTBHUSIM,
Iepuoa AKTUBHOCTSM, IIPEATIOUYTEHUSIM, COIIMAABHO-
AeMorpadudecKuM IapaMeTpaM U APYTUM KPUTEPUIM
Pepper.ninja® «BKoHTakTe», or 490 P B mecan, ecTsb | [Touck KOHKYpeHTOB, c60p U aHaru3 LIA
«HMucTarpam», OecTAaTHBIN TPOOHBIN
«DelncOyK» IepUoA,
n «OAHOKAQCCHUKU»
Popsters!® «MHcTarpam», or 399 P B Mecs1], ecTb | AHaAU3 KOHKYPEHTOB, IIOUCK AYYIINX IIOCTOB IO AdMKaM,
«BKonTakTe», OecrninaTHasT TPOOHAs COXPaHEHUsIM, PEIoCTaM ¥ KOMMEHTapHUsIM ITOAb30BaTeAeH
«DeicOyK», Bepcus
«OAHOKAQCCHUKIY
U ellé ceMb colceren
FeedSpy!"! «BKonTakTe», Croumocts 299 P AHaAu3 TIOCTOB KOHKYPEHTOB, (DUABTpAIMS UX IO AaMKaM,
«HCTarpam», B MecslIl, eCcThb KOMMEHTapHsIM, TUILy KOHTEHTa U T. A.
«Tenerpam», OecraaTHasS

OrpaHUYeHHass BepCusd

«lOTy6», «BKoHTakTe»

trendHERO" «MucTarpam» CTtonmocTh B cepBuce MOKHO aHAAM3UPOBATh AKKAYHTHI U UCKATh
or 9,99 $ B mecar, OAOTEepOB AASI pEKAAMBI. B AeTaAbHOM aHaAu3e MOJKHO
ecThb OecraaTHas TIOCMOTPETH IIeAeBYIO ayAUTOPHUIO GAOTa, IPOBEPUTH
orpaHUYeHHasl Bepcus | KOMMEHTapuM U y3HaTh, HACKOABKO ayAUTOPHS BOBAEYEHA,
TIPOAHAAU3UPOBATE AAMKHU U NIPOBEPUTH, OBIAM AU HAaKPYTKH,
IIOCMOTPETh YIIOMUHaHUs O6AoTa
labelup.ru®® «MucTarpam», ot 2900 P B mecs1, Yepes labelup MOXXHO AOTOBOPHUTECS O pa3MelleHU’

ecTb GecnaaTHast
OTrpaHUYeHHAasA BepCus

PEKAAMEL Y 6A0repa 13 KaTaAaora

LiveDune'

«MuCcTarpam»,
«BKonTakTe»,
«DelcOyK»,
«OAHOKAQCCHUKUY,
«}OTy6» 1 «TBUTTEP»

ot 400 P B Mecsi1l, ecTb
GecrninaTHasT TPOOHAs
Bepcus

AHaAu3 aKKayHTOB B «VIHCTarpaMe»: OXBaThl, PeaKIUH,
U3MeHeHHe IIOKa3aTeAeH B AMHAMUKe.

Eme dyHKIMM: OTCAEKUBaHNE KOMMEHTapueB

¥ YIOMHHAHUSI aKKayHTa, MOHUTOPHHT XEIITEroB,
OTAO’KEHHBIN IIOCTUHT ¥ aHaAU3 OAOTepOB

Data Studio®®

A1oOble (AaHHBIE
3aHOCSITCS
IIOAB30BaTEAEM)

BecnaaTHbIl Be6-
cepBuUC

CepBuC NO3BOASIET B OAHOM MeCTe cOOUpaTh CTATUCTUKY
13 pa3HbIX colceTer U 0POPMAATHL OTYETHI 0O OXBaTax

¥ peakIusaxX Ha IIOCTax, MOCENeHUsIX IPOMUAs, KOAUUECTBe
IIOAIIMCYMKOB U TaK Aaree

TabaAuma 5

PeKOMeHAyeMBle K MCMOAB30BaHUIO CEPBHUCHI AASI MAaAOro OM3Heca

IMoaxo, ye IIporpaMMbl

OTtan Tun cucremMer Permraembie 1poGaeMbL AXOAATIL porp

¥ CepPBUCHI

1,2 KommnaekcHbIe TToMoraroT BeCTH HAaAOTOBBIA ERP cucrema «Llex=Ycnex»

MH(MOPMALMOHHBIE CUCTEMBI U1 OyXraaTepCKuil yueT, oOpabaThIBaTh AQHHEIE
AASL TIDUHSITHS peIleHun
¥ IIAQHUPOBAHUS.

2,3 ITporpaMMeI pAAsT BKAIOYAIOT METOABI BU3YAABHOTO NIPEACTABACHUS ARIS, BPwin, poccutickue
MOAEAUPOBaHUs OU3HeC- MPOIIeCCOB IPOU3BOACTBA U YIIPABACHUS, paspaborku Business Studio
TIIPOIEeCCOB OINMCAHUsA OPTaHU3AMOHHON CTPYKTYPHI. u OPT MacTep

3,5,6 CRM-cucTeMbl AAST OTO IIporpaMMa AAS yIIpaBAe€HUsI OM3HEeCOM, IMpocroit busnec, Meranran
yhpaBAeHUs pabOTEL KOTOpasi TOMOTaeT YBEeAUYUTE NIPUOBIAL, CHU3UTH
C 33apavamMu U3AEPKKU U YCKOPUTH 0OPAbOTKY 3asBOK.

4-9 CepBUCHI aHAAUTUKU TTo3BOASIIOT Aydllle IOHATH HOPTPET LleAeBOU Targethunter, SIlnaekc-Metpuka, Data
COITMAABHBIX CeTel AyAUTOPUH, IPOBOAUTH CTAaTUCTUKY HaumboAee Studio,

U CAlTOB UHTEePeCHOIo0 KOHTeHTa FeedSpy
U IPEANOSKEHUN AAST KAMEHTOB.

TIOAB30BaTEAEH. AA}I OTOro HY>XHa rubkas BOPOHKQ,

OCHOBaHHAsI Ha KOHBEPCHUSX U OIPEACACHUU IeAeBOU
AyAUTOPUU U ee OTAEABHBIX CerMeHTOB. Ha Kakom Obl

oTalle He HAaXOAUACA OusHec, eCcTb CAaepyIolvie NHCTPY-
MEHTBI AN POCTA obbeMa IIPOAAXK:

1. YBeAUYnTh YUCAEHHOCTH IIepcoHara B OTAeAe

IPOAA’K, HO 3TO AOTIOAHUTEALHEBIEe 3aTpaThl Ha 3apaboT-
HYIO IIAQTy COTPYyAHHUKAaM.

2. TloBBICUTH IIOKA3aTeAb KOHBEPCHUU CaWTa, HO

Ha IIPpaKTUKe 3TO BAWACT HaA IIPOAA’KU KOCBEHHO,




Ta6auna 6

Ceancm AQHAAUTHUKU AAS COLMAABHBIX CeTel

1 «OAHOKAACCHUKHU»

CepBuc Coricetn CTOUMOCTE
DyHKIIMOHAA
AHAAUTUKHU
Target «BKonTakTe» or 18 P B AeHb, ecTb BkarouaeT B ceOsd MHCTPYMEHTEI AASL IOUCKA U (PUABTPAIIUN
Hunter® OecnAaTHBIM TPOOHBIN COOOIIEeCTB, aHaAU3a MTOAB30BaTEACH IO IEAEBBIM ACUCTBUIM,
TIeproA AKTUBHOCTSAM, IIPEATIOYTEHUAM, COIUAAbHO-AeMOorpaduyecKumM
TapamMeTpaM U APYTUM KpUTepusaM. MOKHO HaWTh KOHKYPEHTOB
U TeMaTU4yecKye COOOIIecTBa, aHAAU3UPOBATh AyAUTOPUH,
BBIAEASITE CEIMEHTEI, COOUPATh 0a3y AAS 3aIllycKa PeKAaMHBIX
0OBIBAEHUM, OIEHUTh OXBAThl U YPOBEHb BOBACUYEHUS B HHUIIIE.
Pepper.ninja’® «BKoHTakTe», oT 490 P B Mec41], ecTb INouck KOHKYypeHTOB, c6op u aHaru3 LIA. CepBuc HaxoAuT
«MucTarpam», OecnAaTHBIN TPOOHBIN KOHTAKTHBEIe AAHHBIE TTIOAb30BaTeAel «lIHcTarpamar,
«DencoyK» TIepUoA, «®DeticOyka» U «OAHOKAACCHUKOBY», aBTOMATUYECKU IIOAOUpPaEeT

TIOAB30BaTeAeH, IIOXOKUX Ha IEAEBBIX TTOAIIMCYNKOB AAST
KOMIIaHUU.

«TBurrep», «kOTY6»
u emié 5 corceren

OTrpaHWYeHHasA BepCusi

Popsters!® «MHucTarpam», ot 399 P B mecsIl, ecTb B Popsters MO>KHO caeAaTh aHAAU3 KOHKYPEHTOB U HaXOAUTH
«BKoHTakTe», OecraaTHas NMpoOHast AydIlIFe TMOCTEI IO AaMKaM, COXpPaHeHHsIM, perocTam
«DencOyK», Bepcus ¥ KOMMEHTapUsAM IOAb30BaTeAel. DTO AQET MOHUMaHUe, KaKue
«OAHOKAQCCHUKIY KOHKYPCBHI ITPOBOASIT KOHKYPEHTHI, KaK IIPOIpeBaloT, BOBAEKAIOT,
H ellé ceMb TIPOAQIOT, ¥ TA@BHOE — YTO M3 OTOTO HPABUTCSI MTOAIMCUUKAM.
corceren OTH AQHHBIE MOJKHO MCIIOAB30BaTh AAS CO3AAHUS KOHTEHT-TIAQHA.

FeedSpy!"! «BKoHTakTe», CroumocTts 299 P FeedSpy — aHaAOTMYHBIN CEPBUC, B KOTOPOM MOJKHO
«MHucTarpam», B MecCsll, eCcTb AQHAAU3UPOBATh IMOCTHI KOHKYPEHTOB, (PUABTPOBATH UX
«Teaerpam», OecnaaTHas 110 AaWKaM, KOMMEHTapHsiM, TUITy KOHTEHTa U TakK Aaiee.

trendHERO" «/HcTarpam» Croumocts ot 9,99 $ B cepBrce MOXHO aHAaAM3MPOBATh aKKayHTHI «MHCTarpama»
B Mecsil], ecThb M UCKaTh OAOTEPOB AASI PEKAAMEL B AeTaabHOM aHaan3ze
OecnaarHas MOJKHO IIOCMOTPEThH LIEAEBYIO ayAUTOPUIO OAOTa, IIPOBEPUTH
orpaHuYeHHas BepCUs KOMMEHTapHUHU M y3HaTh, HACKOABKO ayAUTOPHsSI BOBAEUEHA,
[IPOAHAAM3UPOBATh AAMKHU U IIPOBEPUTH, ObIAM AU HAKPYTKH,
TIOCMOTPETh YIIOMUHAHUsA OAOTa.
labelup.ru®® «MucTarpam», ot 2900 P B mecsr, labelup — oapMH U3 caMBIX GOABIINX KaTaAOTOB OAOTEpPOB
«OTYyG», ecTb GecnaaTHas u nHbAtoeHcepoB. Yepes labelup MOKHO AOTOBOPUTHCS
«BKoHTakTe» OrpaHUYeHHasi Bepcus O pa3MelleHUH peKAaMbl y OAorepa M3 KaTaaora.
LiveDune'* «MHcTarpam», ot 400 P B mecsIl, eCcTb AHaAm3 aKKayHTOB B «MHCTarpame»: OXBaThbl, PeaKIUH,
«BKonTakTe», OecraaTHasI IpoOHAsA “3MeHeHHe IoKasaTerel B AuHamuke., Cpasy BUAHBEI pe3Kue
«DerncoyK», Bepcus CKayKM M MaAeHUsI II0Ka3aTeAel, YTO IT03BOASIET CBOEBPEMEHHO
«OAHOKAACCHUKMY, KOPPEeKTHPOBAaTh CTpaTeruio npoApmwkenus. Eme dynknum:
«fOTy6» 1 OTCAEKMBaHWe KOMMEHTapHeB M YIIOMUHAHUS aKKayHTa,
<<TBI/ITTep» MOHUTOPUHT XEIITeros, OTAOKEHHBIN TOCTUHT U aHAAU3

OAOTEpOB.

Data Studio'® A1o0OBIe, TaK KaK
AQHHBIE

He TapCsTcs,

a 3aHOCSTCS

CaMOCTOATEABHO

BecnaaTHBIN BeO-CcepBUC

CepBuUC TIO3BOASIET B OAHOM MeCTe COOMPAaThb CTaTUCTUKY
3 Pa3HbIX CcolceTed U 0POPMASATE OTYETHI 0O OXBaTax

¥ peaklysiX Ha [10CTaX, [OCeIeHUsIX IPOMUAs, KOAUYECTBE
TIOAIIMCYMKOB U TaK AAA€e.

He BCerpa BUAHA IIpsMasi B3aMMOCBS3b MeKAY KOHBEp-
crel U KOAMYeCTBOM ITPOAAK.

3. YBEAWUUTbL KOAMYECTBO TIIOCETHUTEAeM CcamTa.
3aech paboTaeT NPUHIUN ayKIMOHa: 4eM OOABIIe II0-
KYIIOK, TeM AOPOKe OOXOAUTCSI OAMH IOTEHITMAABHBIN
KAMEHT. B ntore ymenbiaeTcst Mapyka u 6u3HeC epe-
CcTaeT IPUHOCUTH NPUOBIAb. [20, c. 146].

Boaee moapoGHOE HMCCAEAOBaHUE MOJKHO ITPOBO-
AUTH MCXOAS W3 HUIIN, B KOTOPBLIX Pa3BUBAETCs IIPO-
AYKT. AAST KaKAOTO HAIlpaBAEHUsS €CTh CBOU OCOOEeH-
HOCTM B peaAM3aliiil BOPOHKU IIPOAAK. AAST KOTO-TO
BajkHee TpaUK B COIMAABHBIX CETSIX, @ KOMY-TO IIPEA-
TIOYTUTEABHEHN OYAET MCIOAB30BaTh XOAOAHEIE 3BOHKU
WAM 3BOHKH II0 TEHAOM Oase.

ITpumeuyaHue
! PasButue poccuiickoro peiika CRM B 2021 —2022 roaax.

URL: https://www.tadviser.ru/index.php/CtaTbs:CRM__ (pBIHOK__
Poccum) (pata obpamenus: 20.10.2022).

2 Salesforce.

OdurarbHBIN  CauT URL:
salesforce.com/uk/products/sales-cloud/overview/
menus: 20.10.2022).

3 OdunmanrbHeiil caitr Zolo. URL: https://www.zoho.com/

crm/ (pata o6parmenus: 09.01.2023).

https://www.
(AaTa oOpa-

4 Odwunuanreabit caitt Microsoft Dynamics. URL: https://
dynamics.microsoft.com/ru-ru/crm/ (AaTa
11.01.2023).

° OdwunuarsHbiil caiT Bitrix. URL: https://www.bitrix24.ru
(pata obpamenus: 11.01.2023)

oOpaireHust:

° Odurmansusiit caiit Meranaan. URL: https://megaplan.ru/
(AaTa obpamienus: 09.01.2023).

7 OdunuarbHbl caT IIpocrort Busnec. URL: https://www.
prostoy.ru/ (para ob6parenus: 09.01.2023).

8  Odunuarbubiii  caiit  Target
targethunter.ru/ (para o6pamenus: 09.11.2022).

Hunter. URL: https://
¢ Odunmancuerit caiir Pepper. URL: https://pepper.ninja/
(AaTa obpamienus: 09.11.2022).
10 Ocpunmanbubiii caiir Popsteps. URL: https://popsters.ru/
(AaTa obpamnienus: 09.11.2022).
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"' Ocdunmansuniit caiir FeedSpy. URL: https://feedspy.net/
(AaTa obpamenus: 09.11.2022).

2 Odunmaneubiii cait Trendhero. URL: https://trendhero.io/
ru/ (paTa obpamenwus: 09.11.2022).

3 OdwunmareHeiii cait Labelup. URL: https://labelup.ru/
(araTa oOparenus: 09.11.2022).

4 Ocunuarsueit cair LiveDune. URL: https://LiveDune.ru/
(AaTa obpamenus: 09.11.2022).

15 Odurnmaneueiit caéit Data Studio. URL: https://developers.
google.com/looker-studio (paTa o6pamienus: 09.11.2022).
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CLASSIFICATION OF MANAGEMENT
TOOLS IN SMALL BUSINESS
ORGANIZATIONS

FOR DEVELOPING A SALES FUNNEL

In the modern world, companies that use CRM systems, SMM marketing [digital
marketing in social networks), provide this, cause of the demand to build a sales
funnel. The main goal is to build an effective sales funnel that will attract customers
and increase profits. This study is aimed at selecting a set of services that can help
the development of a small business characterized by low revenue volumes, and, as
a result, small budgets for promotion, as well as a small number of staff.

The arficle discusses the current problems of small business, CRM systems and
services that help promote social networks.

The main applied research methods: these are abstraction, generalization,
competitive analysis and comparison.

The following problems are identified for small businesses: the issue of scaling, the
need to automate workflows, collecting feedback and feedback from customers,
processing applications, great competition in the market, parallelization of
workflows, organization of hierarchy in the workflow.

The concept of sales funnels for any type of organization, enterprise, startup, etc.
is considered. Common features, stages that should characterize the planned sales
funnel are highlighted.

A comparison of various services that help in the development and implementation
of a marketing strategy is carried out. There are 4 categories of digital services
for working with business automation and sales funnel: information systems and
technologies that help to design a business model as a whole, create quality
management systems, etfc.; programs for business modeling, development of
working documentation and requirements; CRM systems designed for planning
employee tasks and storing customer data; services that help with promotion in social
networks. Thanks fo them, such tasks as: modeling of the sales funnel, automation
of business processes, templates of working scenarios, instructions, regulations for
employees, conversion analytics and traffic arbitration are solved. The classification
of programs and services that will automate the company’s sales funnel, taking into
account the price of the product and its functionality, the combination of which will
be optimal for small businesses, is proposed.

Keywords: sales funnel, small business, management systems, social networks, digital
marketing.
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