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AnHOTanusa

ITens. [IpoananusupoBaTh ImpoIecC yIpPaBJIeHUA B3aWUMOOTHOUIEHUSAMHU C KJIUEHTAMU U POJb IIO-
TpebuTesiell B CUCTEMe MapKeTUHTOBBIX KOMMYHUKAIIMH.

3amauu. [TokasaTh 3HaUeHME CHUCTEM YIIPABJEHUSA B3aMMOOTHONIEHUSIMHU C KJIUEHTAMHU AJIA IPO-
IBUKEHUS TOBAPOB U yCJYT OpraHu3anuu, GOpMUPOBAHUSA KOMIIJIEKCA MAPKETUHTOBBIX KOMMYHU-
Kal[iii; MCCJIeJOBATh CYIIECTBYIOIINE MPOOJeMbl M MOAXOABLI K YIIPABJICHUIO B3ANMOOTHOIIEHUAMU
c morpebuTesieM; BbIAEJUTH cocraBiasionue CRM-cucreM; ONpeneiuTh POJIb U CIIOCOOBI yYacTHSA
moJib3oBaTeiell B (DOPMUPOBAHUY MeAUAKOHTEHTA, MOJEJU ero MoTpedIeHusd.

MeTtogomorusa. TeopeTuueckoil 1 MeTOLOJIOTUYECKON OCHOBOI HMCCJIEOBAHNA SABIAIOTCA TPYLBI OTe-
YEeCTBEHHBIX U 3apy0e’KHBIX aBTOPOB, IOCBAIIeHHBbIe n3ydyaeMoii mpobseme. C mOMOIIBIO OOIIUX
MEeTOLOB HAYYHOTO IIO3HAHUA PACCMOTPEHBI OCHOBHBIE IIOJXOABI K YIPAaBIEHUIO B3AMMOOTHOIIEHN-
AMU ¢ TIOoTpebuTeseM, METOAbI M MHCTPYMEHTHI B3aMMOJAENCTBUA C IOTpPeOuTeseM, B TOM YHCJIe
nocpencTBoM cosmanusa CRM-cucreM.

PesyasraTsi. OG0CHOBAH BBIBOJ O TOM, UTO KJIMEHTHI OPraHU3al[uu — HEOIeHUMBIA aKTUB Ou3He-
ca, B3aUMOOTHOIIEHUSAMHU C KOTOPBIMU HeobxoamMmo ynpaBiaATb. CRM-cucrema m03BOJIAET OTCJIE-
JKUBATh MCTOPHUIO OTHOLIEHUH C KJINEHTAMU U Peajnu30BbIBAThH IPOrPAMMEI JIOAJIBHOCTH, BOBJIEKATh
moTrpeduTesell B MEIOUKY CO3JaHUA IIEHHOCTU IIPOAYKTa IMocpeacTBOM (GOPMUPOBAHUA U IPUMEHe-
HUSA MM0Jb30BaTEJIbCKOr0 KoHTeHTa. OTTOK moTpeduTe el U3 TPaAUIMOHHBIX MeAua B COIMaJIbHBIE
CeTu W MMOUCKOBBIE CHCTEMBI CIIOCOOCTBYET MPOIlecCy KOHBEPTeHIMU MMOTPebuTesell U MPOU3BOAU-
Teseti. ITosb30BaTEIM YUYACTBYIOT B CO3MAHUN MEIUAIIPOAYKTA: OCTABJISIOT OT3bIBBI, PEKOMEHIAI[NH,
BeAyT OJIOTH, MPUHUMAIOT yyacTHe B O0ydUaroIIuX OHJAWH-ceMHWHapaX, 3aHUMAIOTCSI IU(PPOBBIM
HCKYCCTBOM.

BeiBogsbl. JlocTuikeHMe HOJTOBPEMEHHBIX OTHONIEHUM C ITOTpebuTeseM, yIpaBjeHUe B3auMOOTHO-
IIeHUAMU C KJIWNEHTaMU, MPUMeHEeHUe I10JIb30BATEJIbCKOr0 KOHTEHTA AJs MPOABUKEHUS TOBApPOB
U YCJYT CIIOCOOCTBYIOT MOBBINIEHNIO 3 MEKTUBHOCTH KOMILIIEKCA MaPKETHHTOBBIX KOMMYHUKAI[UH
oprarusanuu. CRM-cucreMa — 9TO W MHCTPYMEHT aBTOMAaTHU3aluu OM3HEC-IIPOIeCCOB OpraHu3a-
WY, YOPaBIAAIUI KaHAJIaMU B3aUMOAEHCTBUA C MOTPEOUTENAMU, M CTPATETUA OPUEHTAIUN
Ha KJIUeHTOB. CBeZeHUsA 0 reorpaduyecKux, JeMorpad@UuecKuX, IOBEeIeHUEeCKUX U APYTUX Xapak-
TEePUCTUKAX IOoTpeduTeseii, cogep:ramueca B CRM-cucreMax, MO3BOJIAT NIPUHUMATL BepHbIE Map-
KEeTHUHTOBbIE PeIleHus.

Karouepsie cioma: ynpaeJjeHue 63aAaUMOOMHOWEHUAMU C KJAUeHmaMU, nponompedumeﬂu u npoceromepsl,
nonv306amenbCKUull. KOHMenm
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Abstract

Aim. The presented study analyzes customer relationship management and the role of consum-
ers in the marketing communications system.

Tasks. The authors show the importance of customer relationship management systems for the
promotion of goods and services produced by the organization and the formation of a complex
of marketing communications; explore existing problems and approaches to managing relation-
ships with consumers; identify the components of CRM systems; determine the role and forms
of user participation in the formation of media content and models of its consumption.

Methods. The theoretical and methodological basis of the study includes works of Russian and
foreign authors on the problem under consideration. General scientific methods of cognition are
used to investigate major approaches to managing relationships with consumers, methods and
tools of interaction with consumers, including through the creation of CRM systems.

Results. It is substantiated that the organization’s clients are an invaluable asset of the business,
and the relationship with them needs to be managed. A CRM system makes it possible to track
the history of customer relationships and implement loyalty programs, involving consumers in
the product’s value chain through the formation and use of user content. The outflow of consum-
ers from traditional media to social networks and search engines facilitates the convergence of
consumers and producers. Users participate in the creation of media products by writing reviews,
recommendations, blogs, taking part in online training seminars, and engaging in digital art.

Conclusions. Achieving long-term relationships with consumers, managing customer relation-
ships, and using user content to promote goods and services contribute to improving the ef-
fectiveness of the organization’s marketing communications system. A CRM system is both
a tool for automating the organization’s business processes and managing channels of interac-
tion with consumers, and a customer orientation strategy. Information about geographical,
demographic, behavioral and other characteristics of consumers contained in CRM systems helps
to make the right marketing decisions.
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YupaBieHue B3aMMOOTHOIIEHUAMU C KJIU-
eHTaMU — BakKHad W HeoOxogmMas 3amaua,
KOTOPYIO pelllaeT opraHusanua, GopMupys
KOMIIJIEKC MapKEeTHHTOBBIX KOMMYHUKAI[UIA.
OpHako He Bce OpraHM3aIlMU TPOBOLAT aHa-
JIN3 BBAUMOOTHOIIEHUH ¢ moTpedbuTeaeM 160
IIPOBOAAT €r0 HeperyJadapHOo, 0e3 M3MepeHUud
moKas3aTejieil, XapaKTepua3yIOIUX TPUOBIIbL-
HOCTb ¥ JIOSAJIbHOCTH KJIUEHTOB.

9. @, T'anssMoBa BBIZEJISIET CIeTYIOIIYIO CIIeITI-
UKy OTHOIIEHU ¢ TOTpeduTeIAMY (Ha ImpuMe-
pe IPOMBIIIJIEHHBIX IPEeAIPUATHH YIMYPTHUN):

— yacTh OpraHusanuii He auddepeHmu-
PYIOT CBOUM OTHOIIEHUA C KJIMEHTaAMHU JubO
nuddepernuanua KINEeHTOB Ha OIIpeleJieH-
Hble THUOBI B COOTBETCTBUU C UX I[€HHOCTBHIO

OCHOBaHA Ha MHEHUU CIEIMAJINCTA UJIU PYKO-
BOAUTEJIA TOApPa3feJeHnsA UJIU OPTaHU3aIuH,
a He Ha OO0BEKTUBHBIX (PpaKTOpax;

— BO MHOTHUX OPTaHUBAIUAX OTCYTCTBYIOT
IpoOrpaMMBbl JIOAJBHOCTH, B JIyUIIEeM cJiydae
OOHYCBHI U CKUIKU IIPEJJOCTABIAIOTCA HA OCHOBE
JIMYHBIX OTHOIIEHUI C MEHEKepoM;

— COTPYAHUKMU NOOJPasiejeHUN opranmaa-
Ui He Bcerja 3aMHTEPECOBAHBI B yIIpPaBJie-
HUUW B3aWMOOTHOIIEHUSAMU C KJINEHTaMU, dTU
GyHKIIUY He 3aKpeIlyieHbl (OpMaJIBHO 3a CO-
TpygHuKamu [1].

Ha pucyske 1 nokasaHa peakius norpebdu-
TeJel Ha IJIOXOU KJIMEHTCKUM OIIBIT.

IIpomeccHBINT MOAXOA K YyHPaBJIEHWIO B3a-
MUMOOTHOIIEHUSAMHU C TOTPeOUTeseM IIPerno-
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Puc. 1. Peakuuns notpebutener Ha NIOXOW KINEHTCKUI onbIT [2]
Fig. 1. Consumer reaction to bad customer experience [2]

JaraeT OTHOIIeHHE K IIOTPeOUTef0 KaK K 9KC-
mepTy, OIeHMBAIOIIEMY KauecTBO IIPOAYKTa
(ycayru), u IOBBINIEHNE YIOBJIETBOPEHHOCTH
moTpeduTeseil MOCPEACTBOM BBIMOJHEHUS UX
TpeboBauuii. Hanmmonansusiii craggapt 'OCT
P HCO 9001-2015 «CucreMbl MeHeIKMEHTA
KauecTtBa. TpeboBaHUA» HaIpaBJeH Ha pea-
JU3aIUI0 dTOT0 MOAXO0Ia HOCPEACTBOM TOTO,
uTO TpeOboBaHUA IOTPeduTe e, a TaKKe IIPH-
MeHUMbIe 3aKOHOAATEeJbHbIe M HOPMATHUBHBIE
mpaBOBbIe TPEOOBAHUSA OMpPeNeIeHbl, MOHATHI
WM HEW3MEeHHO BBIMOJHSAIOTCSI; PUCKU U BO3-
MOKHOCTH, KOTOpPbIe MOTYT OKa3bIBaTh BJIU-
AHWEe Ha COOTBETCTBUE MHPOAYKIHUU U YCIAYT
U Ha CIOCOOHOCTH IIOBBIIIATH YAOBJIETBOPEH-
HOCTH TTOTpebuTesieit, onpeneseHbl U PaccMo-
TPeHbBI; B I[eHTPEe BHUMAHUSA HAXOJUTCSA TOBBI-
IeHue yI0BJIETBOPEHHOCTH IToTpebuTeneii [3].
KaueHThl mOMKHBI ITOJyYaTh BCIO HEOOXOMM-
MYI0 MHPOPMAIIKIO O TOBapax M ycJayrax, MMeThb
BO3MOXKHOCTB ClIeJIaTh 3aKa3, O0PaTUThCS C JKa-
0001 MM MpeTeH3uell Ha HeKavyeCTBEeHHBIN
TOBap JUOO YCIYry, OCTaBUTh KOMMEHTapPUil
(or3pIiB) 0 KauecTBe. K MeTomaMm yIpaBJiieHUS
B3aMMOOTHOIIIEHUSMHY C ITOTPe0UTEeIeM, 110 MHe-
Huto C. B. BaypuHoii, oTHOCATCS KaueCTBEHHbBIE
MeTO/ bl (MOHUTOPUHT JOTOBOPOB, 3aKJIIOUEHHBIX
¢ moTpebuTeseM, aHAIN3 UX KJIIOUEBhIX XapaKTe-
PUCTUK, MOHUTOPUHT peKJaMaIliii 1 BOCCTAHOB-
JIeHre KauecTBa IPOAYKINH, 3aMeHa ne(eKTHO
MPOAYKIINU, HaOIIOeHre 3a PeaKIUAMU OTpe-
OuTesIsA); KOJMUECTBEHHBbIE METOIbI (cerMeHTa-
OUs W aHaJu3 KJINEHTCKOW 0as3bl IO YPOBHIO
noanbHocTu — RFM-ananus (anria. Recency
Frequency Monetary — RaBHOCTH, 4acToTa,
IEeHbI'), METOIbI UCCIEIOBAHUA YIOBIETBOPEH-
HOCTHU IIOTpeduTeseii — metomuka ServQual
(o1eHKA KIMEHTCKOI'0 cepBuca, aHmi. Service —
«cepBuc» U Quality — «KavyecTBO») U METOAU-
Ka pacueTa MHAEKCA YIOBJIETBOPEHHOCTU II0TPe-
oureneii (auri. Customer Satisfaction Index,
CSI); xoMOuHUPOBaHHBIE MeTOABI [4, c. 41].
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MapreTUHTOBBITI IIOAXOA K YHPaBJIE€HUIO
B3aUMOOTHOIIEHUSIMU C IIOTPEOUTEJIEM CTPO-
UTCSA Ha OCHOBE KJIACCUUYECKOU KOHI[EII[UU
4P, pomonHeHHOII mo 7P, mpexmoJiaraoileii
BKJIIOUEHIE MOTPeduTeada B IIPOIlecC yIIpaB-
JIEHUSA B3aMMOOTHOIIEHUAMU, UHIUBUAYAIb-
HBIM HOAXOM K KJIMEHTAM U IpeBpalleHue UX
B areHTOB opraHu3anuu. PasHooOpasHbie IO -
XOAbl K BBAMMOOTHOIIEHUAM C IIOTPeOUTes -
MU OIIMCAaHBI B paMKaX IICUXOJIOTMU MeHeJ-
JKMEHTa, IIKOJIbI YeJIOBeUYeCKUX OTHOIIEeHUMH,
yIIpaBJIeHUs MePCOHAJOM U APYTUX HAaYUHBIX
KOHI[eIIINHA.

OTHOCHUTEIbHO HOBBIM MHCTPYMEHTOM yIIPaB-
neausa asiaserca CRM-cucrema (Customer
Relationship Management, CRM) — wuH-
dopmarmonHaa CUCTeMa, KOTOpasA MO3BOJISET
00beIMHUTH Pa3Hble UCTOYHUKHU NHAOPMAIUHU
0 MOTPeOUuTeaAX, UX HOTPEOHOCTAX, CO3IATH
0asy KJIMeHTOB, IPOAHAIU3UPOBATH BCE CIAYUAN
KOHTAKTOB C IOTPEOUTENIMHU U UX YAOBIETBO-
PeHHOCTDH, 3aUKCUPOBATH MPETEH3UN ITOTPE-
OuTesiell U OIPENeNUTh UX NPUUYUHLI, HEIpe-
PBIBHO YIIPaBJIATH KaHAJaMU B3aMOIEHCTBUA,
OCYIIECTBJIATh KOHTPOJb 34 3JIeMEeHTaMHU [0-
KyMeHT0000pOoTa, IPOBOAUTh aHAJNN3 PBhIHKA
IJIA OIPUHATASA MaPKETUHTOBBIX PEeIeHu, IJIs
co3naHud 9p(PEeKTUBHOTO KOMIIJIEKCA UHTETPU-
POBAHHBIX MapPKETUHTOBBIX KOMMYHUKAI[UI.
CRM conep:XUT NHCTPYMEHTHI aBTOMAaTU3aI[UU
Ou3HeC-IPOIeCCOB OpPraHM3alliu, II03BOJIAIO-
1I[11e OCYIIeCTBJIATEL cOOp, XpaHeHue, o00paboT-
Ky W aHaJams3 mHGOPMAIMU O HMOTPeOuTeaax
¥ BHYTPEHHUX IIpoIleccax KOMIAHUY Ha OCHOBE
OLAP-rexunonoruii (or auri. online analytical
processing, 4ToO B IlepeBOjJle O3HaAuUaeT «aHa-
JuTnYecKas o0paboTKa B peKuMe peaJbHOIo
BpPeMeHHt»), B TOM 4YHCJe II0 KaKJIOh cOoBep-
IIeHHOI cHejiKe IO OTAejaM KOMMIaHUU WU
COTPYAHUMKAM, IO Ka'KAOW T'PyIile TOBApOB,
BBIBOJUTH KOMILJIEKCHBIE OTUETHI II0 MCTOPUU
B3aMMOOTHOIIEHUN € KJIMEHTaMU, ILJIAHUPO-
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MuxkponpenupusaTus
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B Cpennuve/KpyrnHble MTPEAIPUAATAS
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Puc. 2. YpoBeHb BHegpeHus CRM B opraHusaumsax pasHoi BeENNYUHbI [2]

Fig. 2. CRM adoption rate in organizations of different size [2]

BaThb KOMMYHUKAIMU C HMOTPEOUTETAMU, Ha-
mpuMep, 3BOHKMU UJIU JUYHBIE BCTPEUMU.

PricewaterhouseCoopers oupenensier CRM
KaK «CTpaTeruio, HaleJeHHYI Ha CO3JaHue
JIOJITOBPEMEHHBIX U MPUOBIIbHBIX B3ANMOOTHO-
IeHU# ¢ 3aKasuMKaMU depes3 MOHUMAaHUE UX
UHIVBUAYAJbHBIX IMOTpeObHOCTEI» [5, c. 50].
CRM — »TO cTpaTerus OpuMeHTaIlMU Ha KJIU-
euToB. IIpeamnosaraer KINEHTOOPUEHTUPOBAH-
HOCTb ¥ IIeHHOCTHBIH IIOAXOM K YIPAaBJIEHUIO
opranusanueii. [l pumenenue gaHnHOU cTpare-
rum 60asupyeTrcA Ha HOHUMAHUU TOTO, UTO KJIM-
€HTBI — BTO He TMPOCTO BHEIIHAA ayIUTOPUS
KOMIIAaHUM, a HEOIeHMMLIM aKTuB OM3Heca,
C KOTOPHIMH HEOOXOAMMO YCTAHOBUTH HOJITO-
CPOYHbBIE OTHOIIIEHUS HAa OCHOBE [IBYCTOPOHHETO
obmena mHpopmanuu. OdMeH mHGOpPMAaIHE
IIOMOTaeT KOMIIAaHUY YCOBEPIIEHCTBOBATH CBOIO
MPOAYKINIO B COOTBETCTBUM C MOTPEOHOCTS-
MU ToTpebuTeseii U BHIOpATh 3(PPEKTUBHBIE
KaHaJbl, METOAbl IPOABUKEHUSA MPOAYKIUHU
U yCIyT, BUALI KOMMYHUKAI[UI.

Haub6omee BocrpeboBansr CRM-cucTeMbl
I TOPTOBBIX, (MHAHCOBBIX, CTPAXOBBIX OP-
TaHU3aIuil, OpraHus3anuii cepsl TeIEKOMMY-
HuKanuii. Ha pucyHKe 2 HAXOIUT OTPaKeHUE
ypoBeHb BHeapeHus CRM Ha MUKPO-, MaJbIX,
CpeIHUX, KPYIMHBIX MPEeNNPUATHAX.

Baprou 'oagenbepr Bouigeasier 11 cocraBis-
omux CRM-cucTeMbl 9JIeMEHTOB: IIOAIEPKKA
u 00cJIy;KUBaHUeE KIVEHTOB, yIIDaBJIeHNe KOH-
TakTaM¥, IIPoJaku 1o TesedOHY, yIpaBJe-
HUe NpOoJaKaMM, yIPaBJIeHUE JJIEKTPOHHON
TOPTOBJIEH, yIpaBjeHHe MOOUJIbHBIMU IIPO-
IasKaMu, yIpaBjeHUe BpeMeHeM, yIIpaBJIeHre
MapKEeTUHIOM, OTUETHOCTH [AJIA BBICIIETO PY-
KOBOJICTBA, CMHXPOHU3ANUA NAaHHBIX, WHTE-
rpanuda c gpyrumu cucremamu [6]. Brenpe-
Hue CRM-cucrteMbl IIpeAmnojaraeT Co3JaHIe
9KOCUCTEMBI JJId POPMUPOBAHUA KJIUEHTCKOM
0a3bl, TO €CTh NIPUBJIEUYEHUA MOTEHIMAJIbHBIX
U YAEep:KaHUA CYNIEeCTBYIONINX KJIUEHTOB.

Ilo muenuto [lumurpuca Basca, reEepaibHO-
ro gupektopa Kommnauuu “PHD”, «mbI :xuBEemM
B 9Py, KoTa cTpareruu paboThl ¢ KJIMEHTAMU
CTaId MaKCUMaJIbHO IIePCOHATN3NPOBAHHBIMU.
Onda KaKIOro MHTEPHET-IIOJb30BaTeNA €CTh
IaHHbIE, KOTOPBIX [OCTATOYHO, YTOOBI hopMu-
pOBAaTh IEPCOHAJBbHBIE DKOCUCTEMBI KOHKPET-
HOrO moKynareasa. Cefiuac m KJIMEHTHI, U pPe-
KJaMHBIe areHTCTBA 110 BCEMY MUPY CTPEMSATCA
MIPOTHO3UPOBATH JKEJAHUA KJIUEHTOB, UTOOBI
mpeaJjiaraTh UM NPOAYKTHI ¥ YCJIYTU B HYXKHOE
Bpemsa» [7]. NHBIMEU ciioBaMU, CJIEIyeT MakK-
CUMAaJbHO YUYUTHIBATH MOTPEOHOCTH, MHANBU-
IyaJIbHbIE TIPEANOUTeHUSA KJIVEHTOB.
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Puc. 3. BansHne mobunbHbix CRM-nNpunoxeHuii Ha pocT npogax [2]
Fig. 3. Impact of mobile CRM applications on sales growth [2]

OpraHmsanuu crtaju odpamiaTbcAd K IOTpe-
OuTeJAM HANIPAMYIO, cCOOUpPAasa IepPCOHATbHYIO
nHGOPMAIINIO 0 KaKI0M 13 Hux. MH(MOpMAaIIIo
B 0a3bl JAaHHBIX BHOCUT MEPCOHAJ KOMIIaHUH,
OHA OOJIKHA OBITh AKTYyaJbHOI, IIOJE3HOM,
MOJIHOM W HempoTmBOpeumBOi. MHDopmanus
IOJIKHA CONEepsKaTh CBeJeHHA O Teorpadu-
YeCKHUX, AeMorpa@UUuecKux, ITOBeJeHUEeCKUX
U OIPYyrux XapaKTepHUCTHUKAaX IIoTpebuTesieii,
TO €CTh JOJIKHA OBITh C(pOKycHpOBaHA HA IIO-
Tpeburese, a He Ha IIPOAYKTE.

s mosyueHUs JaHHBIX O PeaJbHBIX U II0-
TeHIMAJBbHBIX MOTPEOUTENAX MapKeTOJOTHU
MOTYT HUCIIOJb30BaTh CaAMOCTOATEJIBHO IIOJIY-
YeHHYIO 10 PasHBIM KaHajaM HWH@OPMAaIUIo,
ABJIAIIYIOCA CaMOW OOCTOBEPHOM, TO €CThb
mepBUYHBIE NaHHbIe. HPOpMAINA MOKET I10-
CTYIIaTh W3 TOYEK IIPOJAK HEIOCPEICTBEHHO
OT IoTpeduTeseil, 13 MOOUJIBHBLIX MIPUJIOKE-
Huii, CRM-cucremM, peKJaMHBLIX KaOWHETOB,
MOAKJIOUEeHHBIX K «fHIekc Merpuke», Google
Analytics u np.; IpruoOPEeTEeHHYIO y IIapTHepa
uHpopMaIuio (HampumMep, y MOOUIBHOTO OIIe-
partopa); 6oJbllirie MacCUBBI HAHHBIX, IOJY-
YeHHBbIe OT TPEeThUX JIUI, oboralleHHble arpe-
raTopamMu JAaHHBIX, COAEePKAINX NHPOPMAIAIO
0 IMMOTPEOUTENAX, C KOTOPHIMHU KOMIIAHUSA paHee
He B3amMOJelicTBoBaJa.

Hcnonas3ya moayueHHY wuHGpOpPMALHUIO,
GUpPMBI WMEIOT BO3MOKHOCTH IIJaHUPOBATH
Y OpPTaHMW30BHIBATH MHTErPUPOBAHHBLIE MAap-
KEeTHUHT'OBbIe KOMMYHUKAIINH, OIIPEee/IsTh HAl-
b6osiee 3(pGeKTUBHBIE BUABI KOMMYHUKAIUH,
KaHaJIbl KOMMYHUKAIIUU, COIep:KaHue U QOpMy
nHGOPMAIMOHHLIX CO00IeHnli. Biusguune mMmo-
ouabHbIX CRM-IpUIOKeHUII HA POCT HPOLasK
opraHms3aluil MOKa3aHO Ha PUCYHKe 3.

Muorue aBTOpHI 060CHOBAHHO ITOKAa3bIBa-
IOT TPOIleCChl CONIMIKEHUSA HPOU3BOAUTETIEH
u morpebureneii. ITorpebuTenn cTaHOBATCS
0oJiee aKTUBHBIMU, UCIIOJIB3YIOT IJS B3aWMO-
IeficTBUS C IPOM3BOLUTEIEM PasHOOOpas3HbIe
KaHaJabl KOMMYHUKanuu (conuajbHble CETH,
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MeCCeHKepbl, CaliThl, KOJJI-IIEHTPHI W AP.),
Y4acTBYIOT B HPOU3BOJACTBE MeIUAKOHTEHTA.
ITpomecc xouHBepreHnuu (COMMIKEHUA) CIIO-
cobcTByeT MOPMUPOBAHUIO HOBOU KYJIBTYPHI
B3aMMOOTHOIIIeHUII mMOTpebuTeseil U Ipouma-
Bonuresieii, Kortopyio I'. I[:KeHKMHC HasBaJ
«KYJBTYPOHA yUacTUA».

B pabore «Tperwba Bomna» J. Todpdiiep BBea
TEPMUH «IIPOCBIOMEPU3M», IOHUMAEeMbIil KaK
MpU3HaK MOCTUHAYCTPUAJBHOTO 00IecTBa,
IJIA KOTOPOT0 XapaKTepHa KOHBEPreHIUIA
morpebuTesieii m mpousdBomuTesei. Tepmun
«IIPOCBIOMEDP» IIPOUCXOIUT OT CJOB «IIPOU3-
BOouTENb» (producer) m «norpeduTenb» (con-
sumer). Ho cyiecTByeT 1pyroe MHeHUe O TOM,
YTO 9TO — 00BeAUHEHUE CJIOB «IIOTPEeOUTEh»
(consumer) n «nIpodecCUOHAJbHBIN IOJIH30Ba~
Teab» (professional user). B nmobom cayuae
peub uaeT 00 AaKTUBHOM yYaCTHHU IOTpedOuTe-
Jel B Ipollecce CO3MaHUA HEOOXOOMMBIX WM
TOBApPOB U YCJYT.

B. E. ByneHkoBa MCHoOJIb3yeT TEPMUH «IIPO-
TpebuTeslb» KaK PYCCKYH KaJbKy TepMHHA
«ImpochioMep». MceimemoBareab CUUTAET, UTO
«CerogHsA TePMUHBI “IIpochioMep” 1 “IIPOCHIO-
MepusM”’ CTaJu YHIOTPEOJATHCI B 9KOHOMUUE-
CKOM KOHTEKCTe AJIs1 0003HaUeHU s HOBOT'O TUIIA
MMOKyHAaTeJsd, BOBJIEUEHHOTO B IIPOIECC IIPOU3-
BOJICTBA TOBAPOB U YCJYT IIOCPENCTBOM O0OMe-
Ha mH@oOpMAamuei, oOpaTHO# CBA3U U T. X.,
a TakKe cy0beKTa TPYAOBOH AeATEJTbHOCTH,
3aHATOr0 “IIPOU3BOACTBOM IJis cebA”’, a B aH-
TPOIIOJIOTUYECKOM (B IMIUPOKOM CMBICJIE) KOH-
TeKCTe — MJIA BbIJeJeHUA HOBBIX IPAKTUK II0-
BCEIHEBHOCTHU U KYJBTYPHOTO MPOM3BOACTBA»
[8, c. 286].

A.T. Byapuu, A. B. CongaroBa u M. M. 3o-
HUC Pal3JuYailoT MPOMeCcCHOHATBHBIX IOTPE-
OouTeseii (mpomoTpeduTesieil) U MPOChIOMEPOB.
IIpomoTpebuTe b MeAa — 9TO BHICOKOKOMIIE-
TEHTHBINU, NMPOoGheCcCUOHAJBHBINA HTOTPEOUTEHb
B oOJlacTu ToucKa, 0TOOpa W MOJyUYeHUA WH-
dopmanum [9, c. 112]. OH camoOCTOATEIBHO
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BBIOMpPaeT MHPOPMAIUOHHBIX MOCPEIHUKOB,
uieT “HQOPMAIIUIO O IPOAYKIIMU U yCayrax,
CpaBHMBAaeT MOTPeOUTENbCKNEe U CTOUMOCT-
HbIe XapaKTepPUCTUKU TOBApOB, (popmupyer
coOCTBeHHOe MHeHUe, OJOKMPyeT HeHYKHbIe
CcOoO00IIIeHnA, KOHCYJIbTUPYET APYTUX HOTPEeOu-
TeJell B cOOOIecTBax, UJI€HOM KOTODPBIX BBI-
CTymaeT, IPOSBISET TBOPUECKYIO AaKTUBHOCTD,
BIaZleeT MeauMa Ha YPOBHE MEXKJIUUYHOCTHOM
U MacCcOBOW KOMMYHUKAaIIUU.

II. Kotiep, O. V. OnganieBa u gpyrue aB-
TOPHI IPOChIOMEpPaMM HAa3bIBAJU IMOTPEOUTE-
Jeli HOBOTO THUIIa, BOBJEUEHHBLIX B I[€IIOUYKY
co3maHusA I[EHHOCTH TMpOoAyKTa. TBoOpUecTBO
TAaKOTO IOTPEOUTENA MPOABIAETCS B TOM, UTO
MIPOChIOMED OCYIIECTBJIAET MeINAaaKTUBHOCTD,
TO eCcTh ocTaBJisgeT oT3bIBbI (SERM), pekoMeH-
manuu («pedepasbHbIl MAPKETUHT » ), 3aHUMA-
eTcsI MeJuaTBOPUECTBOM, TO €CTh BeJeT OJIoTH’
(«influence-mapKeTuHr»), y4acTByeT B 00y-
JaloliuxX OHJaWH-ceMuHapax («educational-
MapKeTHHT»), 3aHUMaeTcs IU(PPOBBIM HCKYC-
crBoM (“digital art”), coyuacTByer B cos3manuu
MeIUAIPOAYKTa («MapKeTHHT COTBOPUYECTBA» ).
CoBpeMeHHBIE CMapPTHOHBI CO BCTPOEHHBIMHU BU-
Ieo- 1 poToKaMepaMu MO3BOJISIOT OJb30BaTe-
JISIM TIPOUBBOAUTH 0O0Jiee KaueCTBEHHBIN KOH-
TEHT, UYTO NPUOIMIKaET ero K mpodeccruoHa b-
HOMY KOHTeHTy. Hallle BCero mojab30BaTeIbCKU
KOHTEHT CO3JaeTCA B HEKOMMEPUECKUX IeJAX,
HO MOJKET KCIIO0Jb30BATHCSA B MHTEPHET-IIPO-
CTPAHCTBE JIA U3BJIeUeHUS TPUOBLIN.

Hcnonbn3oBanue JI0OUTEIBCKOTO KOHTEHTA
MMOBHITIIAET OXBAT IMOTEHIIUATBLHON ayIUTOPUH,
BOBJIEUEHHOCTb MOTPEOUTEN ST B KOMMYHUKA-
U0, BOBHUKAET BO3MOYKHOCTH OIEPATHUBHO
pacupoCcTpaHuTh NHOOPMAIUIO CPEU ITOJIB30-
BaTejieii. BmecTe ¢ TeM 9TO IPUBOAUT K IIOTEPE
HEKOTOPOIi T0J1 KOHTPOJIA HaJl KOMMYHUKAIIA-
eli co CTOPOHBI Tpou3BoAUTEeaA. KosnuecTBo
HBIOCMEHKepPoB, CIOCOOHBIX BJIUATH Ha CO-
OBITHS, YBEJINUNBACTCS, CTAHOBUTCS TPYAHEe
CKDBITH IIPOUCXOAAIINE COOBITUA.

Brigensaior nBe momesnu morpebiieHUS KOH-
TEeHTAa: KaTaJor (arperaTtop) JaHHBIX, HABUTA-
U IO KOTOPOMY IPOUCXOAUT MPU IOMOIIHU
IMOMCKOBBIX 3alIPOCOB 1 POOOTOB; OPUEHTAIUAS
MoJIb30BAaTEeJs Ha HABSA3AHHYIO OTDAHUUYEH-
HYIO «IIOBECTKY OHS» — CHUCTEMY HOBOCTHBIX
IPUOPUTETOB (HE3aBUCUMO OT €€ CO3IaTeJIs)
[10, c. 11]. IIpoucxoauT yxona moTpebuTesein
U3 TPAgUIIMOHHBIX MeJua B COIUATbHBIE CETHU
U TOUCKOBBIe cucTeMbl. OZHAKO OHPOC, TIPO-
BeleHHBIN BcepoccuiicKUM MEeHTPOM U3y4YeHUd
obmrecrBenroro mEeHusa (BIIVIOM) 14 auBapsa
2023 r., mokaspIiBaeT, 4YTO Ha COBPEMEHHOM

aTarne HanOOJBLIINM JOBEPUEM Y POCCHUSH II0-
IpeXHEeMy MOJb3YIOTCA IeHTpaJbHOEe TeJje-
BugeHue (53 %), HOBOCTHbBIE, aHAJIUTUUECKIE
u opuimaabHbie caiTel (35 %), meHTpasbHad
¥ perrnoHaibHAasA mpecca (mo 33 %), Teaerpam-
kaHagab! (31 %). B meubIieii crermenu poccusHe
IoBepAT MecceHmkepaMm (27 %), conuaabHbBIM
cersim u 6soram B uuTepHeTe (23 %), a He m0-
BepaoT 35 % u 43 % coorBercTBenHO [11].
W3 sToro ciaenyer BEIBOM O TOM, UTO, HECMOTPS
Ha U3MeHeHUe MequagaHamnadTa, ypoBeHb I10-
Bepus TPAAUIMOHHBIM CPeJCTBaAM MaCCOBOM
nadpopmanuu (CMU) BrIIIe, yeM APYTUM HC-
TOYHUKAM MHpOpPMAaIUN.

Baaromapsa cetu MHTepHeT, opraHm3aluu
MMEeIOT HeIIOCPEeACTBEHHBIN JOCTYII K II0Jb30-
BaTeJIi0, MeHbIe Hy:Kgaiorcsa B CMU kak B mo-
CpemHWKe, BHIOMPAIOT HOBBLIe OM3HEC-MOMAEJH,
CBsIBAHHBIE C IPOJABUKEHEM B COIMATbHBIX Ce-
TAX U UCIOJIb30BAHNEM HEMEeIUMHON peKIaMbl.
ITonp3oBaTesin Kak IIPOM3BOAUTENN KOHTEHTAa
HAaUYMHAIOT UrpaTh 0COOYI0 POJIb B CHCTEME
MapKETUHTOBBIX KOMMYHUKAIINH OpTaHU3aIAN.
Tpeunom maprerumrra Bwictynaetr D2C (direct
to customer) — MomIeJb B3AaUMOIEHCTBUS opra-
HUBAIUMU U KJINEHTOB 6e3 MOCPeIHUKOB.

MosKHO BBIJEJUTH CJeAyIONINe 3amauu,
KOTOpBbIe pellaeT OopraHM3anus B IpoIlecce
yIpaBJeHUsA B3aMMOOTHOIIEHUAMHU C KJINEH-
TaMW: aTTPaKTUBHAA — IIPUBJIeUYeHUEe BHU-
MaHUSA MOTEHIMAJIbHOTO MOTPEOUTENS K IIPO-
OIYKIIUUM OpTaHW3anuu, OpeHAy, KOMIIAHWUH;
IOBEPUTEJIbHO-UMUAKeBasA — (GOpPMUPOBaAHME
IOoBepuUsa K opraHmsaluu, OpeHAy, ToBapaM
U ycJayraM KOMIAHWU; apryMeHTaIl[MOHHO-10-
BepuTeJbHAA — IMOAMEepP:KKa HNPUBEPKEHHO-
CTU U A0BepusA HOTpeduTesieli, IPUBEIEHUE
apryMeHTOB B IOJIb3y BbIOOpa MOTpebuTeIeM
MaHHBIX TOBAPOB U YCJYT.

Ompenensasa Ieau yIpaBJIeHUSA B3aWMO-
OTHOIIEHUSAMHU C KJIUEHTAaMWH, OpraHuU3anuu
GOopPMUPYIOT KOMILIEKC MapPKETHHIOBBIX KOM-
MyHuKanui. Mcooab3ysa pasiuyHble KaHaJbI
KOMMYHUKAINN, OPTAHU3AIUU OMPEAeTAI0T
MOTPeOHOCTH IIOTEeHIINAJBHBIX IIOTPEOUTE e,
UHGOPMUPYIOT WX O IpeajaraeMbIX TOBapax
U ycayrax (upMBbI, COOOIAal0T O BO3MOKHBIX
IpeuMyIecTBaX IPUMEHEeHUS IPOAYKIIUU,
0 CcBOMcTBax MPOAYKTa, KOTOPhIe CIOCOOHBI
YAOBJIETBOPUTH IMOTPEOHOCTU, (QOPMUPYIOT
JKeJlaHUe COBEPIINUTH MOKYIKY, MOTHBUPYIOT
Ha COBepIeHNe MePBOH 1 MOBTOPHBIX IMTOKYIIOK.

Mo:KHO BBIJIEJIUTH TPU I'PYIIIIBI COOOIIEHUI,
IOBOAUMBIX IO ImoTpeduTens. [lepBasa rpymnma
COOOIIeHNIT OTHOCUTCSA K BOCHPUSITHUIO II0JIEe3-
HOCTH ToBapa (ycayru), BTOpasd rpynma —
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MEHEOXMEHT OPTAHWN3ALMN

CIIOCOOHOCTU OTOJKAECTBJIEHUA C TPYINON,
B JaHHOM cJiyyae — C TPYIIION morpebdure-
Jeli, TPeThA IPyIlia — CII0OCOOHOCTH BBI3HIBATH
SMOIMOHAJNLHBIN OTKJIUK y IToTpeduresei. [lisa
COBEPIIEHCTBOBAHUSA IIPOIECCOB yIIPaBJIE€HUSA
B3aMMOOTHOIIEHUAMHU C MOTPEOUTEIAMU He-
00X0MMO YEeTKO BBIAEJUTH QPYHKIMU aHAJIU-
3a, IIJIaHUPOBAHUS, OPTaHU3AINN, MOTUBAIINH
U KOHTPOJII B3aMMOOTHOIIEHUHN, 3aKPEIUTH
WX 3a OIpeeJIeHHBIMU IToApasaeaeHuaMu (co-
TPYONHUKAMU), PETYJIAPHO IIPOBOAUTL AHATIUS
B3aMMOOTHOIIIEHUM, nuddepeHIUpPOBATH TO-
TpebuTes el B 3aBUCUMOCTU OT WX I€EHHOCTHU
I OpTaHUW3AIVU U KCIOJIb30BATh MIUPOKUN
HabOp MHCTPYMEHTOB IJA 3aKPeIJIeHUsA I10-
TPeOUTEIbCKON JIOATBHOCTH.

Cospmanne um mconoab3oBanue CRM-cucrem
H03BOJUT d(deKTuBHee pellaTh MapKeTUH-
TOBbIe 3aJauu, CBA3aHHBIE C OIpeJeJiIeHueM
cIIpoca, AOXOJHOCTYU M HPUOBIIBHOCTU KOH-
KPeTHBIX TOBApOB U YyCJYTI, IPOTHO3UPOBA-
HUEeM IPOoJak, ONTUMUIAIuell acCOPTUMEHTA
KOMHOaHNUMW, BbIOOPOM CTpATeruii MpPOABUIKE-
HUS U opraHmaanueii cObITa TOBAPOB U YCIAYT
¢upmei. CRM-cucrteMa TO3BOJIUT BHIOPATH
Haubojsee s3PeKTUBHbIE KAHAJBl U WHCTPY-
MEeHThl KOMMYHHUKaAIlMU C IIOTpeduTeJsieM,
co3maTh 9P PEKTUBHBIA KOMIIJIEKC WHTETpPI-
POBaHHBIX MAapPKETUHTOBBIX KOMMYHUKAIIUNI
opraHusanuu, chopMUPOBATH B3aMOOTHOIIIEe-
HUS ¢ MOTpeduTesieM, CIOCOOHBIE MPUHECTH
NpUOBLIb OPTAHU3AIUN.
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