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1. BaedeHue

MprMeHeHWe CoBPEMEHHBIX CTpaTernin BeaeHus 6usHeca aBnseTca ob6s3aTenbHbIM YCIOBUMEM NOBbILLEHNS
KOHKYPEHTOCMOCOGHOCTM KOMMNaHWUIA B COBPEMEHHbLIX YCIIOBUSIX YNpaBneHusi. JTO yTBepXAeHWe crnpaBeasiveo U
ANs ceKTopa NMPOMbILLSIEHHOTO U IPaXKaaHCKOro CTPOUTENbCTBa. s Toro Ytobbl yBENMUMTL NPUGLINb, KOMIaHUK
CTaBAT LEeNbl0 Kak YAOBIETBOPEHME MNOTPeOHOCTEeN MOCTOSHHbIX, «MPedaHHbiX» UPME KIWEeHTOB, TaK U
npuBrieYeHne HOBbIX. Ha cerogHsLWHMIM aeHb, 3Ta Lenb MOXeT ObiTb AOCTUTHYTa B OCHOBHOM NMyTeM CO3[4aHUs U
noAdepKMBaHUS CBA3e ¢ nokynaTenem Takum ob6pasom, YTobbl 06e CTOPOHLI Moyyanu xenaemoe.

«[Mokynatenu» Bcerga urpanu Becomyto ponb. U B coBpeMeHHOM 060poTe TOBApPOB 1 YCNyr «nokynaTenb»
3aHMMaeT LeHTpanbHoe MecTo. MokynaTenu — 3To pecypc, B KOTOPOM KOMMNaHUM BUAAT OCHOBY ANS pasBUTUSA U
yoepXusaHua nosuumii. MoaToMy Tak BaXHO co3daHWe B KoMnaHuyM ocoboi KynbTypbl BedeHus GusHeca,
OpVEHTUPOBaHHOW Ha nokynatens. Knwoyeeasa Uenb KOMMAHMM MOXEeT ObiTb cdopMynupoBaHa Kak
yOoBneTBOpeHne NoTpeBGHoCcTel Nnokynatens nyTem NpoM3BOACTBa LIEHHOCTEN, KOTOpble NOCNeHWIn CTaBuT Bbille,
YyeM AeHEXHbI 9KBUBANEHT, KOTOPLI OH OTAAET, U B TO e BpeMsl, NpeasioXeHne AaHHOW KOMMNaHUM J0KHO ObITb
npuBriekaTernbHee, YeM Y KOHKypeHTOB. MNogobHoe norHoe yaoBneTBOPEHME 3anpoCcoB KIMEHTa HEU3MEHHO BeaeT
KOMMaHWIo K ycriexy B GusHece.

B coBpeMeHHbIX BbICOKOKOHKYPEHTHbIX YCIOBUSIX BeAeHWUsi BuaHeca O4YeHb BaXKHO MONyYuTb [oBepue
KnueHTa. «lMpegaHHble» (MOCTOSIHHLIE) KIMUMEHTbI OYEHb BaXKHbI U AN BbDKMBAHUS, U AN CTaBUIbHOIO pocTa u
pa3euTUs. «lpegaHHOCTb» KNMeHTa OCHOBLIBAETCS Ha OMbITe, KOTOPbLIV KIIMEHT MoSlyYaeT, NoKynas U UCTob3ys
TOBapbl M YCINyrM KOMMNaHWK, a Takke MpsiMble Y KOCBEHHbIE KOHTaKTbl, KOTOPbIE YCTaHaBMMBAOTCS MeXay HUM U
dompmoit. OnbIT, KOTOPbLIN NpUOGpPeTaeT NokynaTenb, onpeaenseTcs Kak OTHOLLIEHME KNeHTa K KOMMaHu1 unm To
OTHOLUEeHWe, KOoTopoe komnaHus xoTena 6bl nonyuntb [1]. Kaxgaa komnaHusa, KoTopas XodeT MNony4ut
KOHKYPEHTHOE MPEMMYLLECTBO Ha pblHKe, oBsA3aHa oTTauMBaTb CBOW HaBbIKM NPOAAX C Lenblo AaTb KnveHTam
NONOXUTENbHBIA ONbIT. OTHOWEHUA C KNUEHTAMW [OSKHbl GbiTb BbICTPOEHbI HAa OCHOBE 0GA3aTenbHOCTH,
KOMMaHUM OOMKHbl cobnodaTb AaHHble obellaHusi U He TepsATb Mapky kadectBa. C KaxablM MNokynatenem
Heo6xoanMo obpallaTbCs Ha BbICLLIEM YPOBHE M YYUTbIBATb €r0 MHAMBUAYanNbHblE NpeanodTeHns. Takke oYeHb
Ba)KHO CO34aTb “YIOTHYIO» U APYXECTBEHHYI0 06CTaHOBKY BO BpeMsi B3aMOZENCTBMS C KIMEHTaMM.

OpHako HanaguTb Takylo CBSI3b HE TaK MPOCTO, KaK KaXKeTCs Ha NepBbI B3rmsg, NoKynaTenu Hemnerko ngyT
HaBCTpeYy KoMnaHusIM. B COBpeMEHHbIX YCIOBMSIX MOKynaTesi XOpoLLO OCBeAOMIIEHbI 1 BaAeoT 40CTaTOUHbIM
06bEMOM MHGOPMaLMKM O NPOAYKTaX U UX OCOBEHHOCTSIX, U COOTBETCTBEHHO OYEHb TpeGoBaTENbHbI K KOMMAHUSAM.

OTHOCMTENBbHO AAaHHOTO BOMPOCa CYLLECTBYIOT ABE 0COGEHHOCTH, KOTOPbIE CrIeAYeT YYUTbIBaTD:

n KnuneHTbl 4acTo He NpeACcTaBnsoT, YEro OHM XOTAT HA cCamMOM Aene, 0cobeHHO B OTHOLLEHUN ByayLmX
npuoopeTeHun.

. X oxkngaHunst OT KOMNaHW pe3ko BO3pacTatoT, BMNOTb 4O HEBO3MOXHbLIX TPeboBaHWIA.

Takum obpa3oM, KOMMNaHWM, KOTOPbLIE NpUNaratT YCUNus Anst nogaepaHus 4ONFOCPOYHBbIX OTHOLUEHUI C
KNMMeHTaMu, OOSKHbI MOHUMAaTb, YTO B COBPEMEHHOM MMpE NOAM COBEPLUAT MOKyrnku Gonee obaymaHHO u
YyBCTBYIOT cebs1 bonee yBepeHHo. Heobxoammo TwaTenbHO BbibupaTth noaxoasiimne busHec-crpaternm, KOTopble
MO3BOJISAT NPUBIEYL NIATEXECNOCOOHbLIX KIMEHTOB U NPOAOKaTb CTabunbHOE CyLLEeCTBOBAHME Ha PbIHKE.

Cuctema ynpaBneHusi B3aMMOOTHoLLeHuAMK ¢ knneHTamum (CRM-cuctema, cokpalleHue OT aHrfmmnnckoro
Customer Relationship Management) npeacTtaBnsieT co00oi HEOTbEMIEMYIO YacTb CTpaTerum BegeHunsa busHeca B
COBPEMEHHbIX KOMMNaHUSX, KOTOpble NpecrneayoT uenb ynyylleHns KayecTBa U KOHKYPEHTOCMNOCOBHOCTU CBOel
paboTtbl. [OCTUXEHME TeCHbIX B3aMMOOTHOLUEHWA C KNWEHTaMu SBMSIeTCA BaXHbIM CPeACTBOM MOMy4eHMUs
KOHKYpEeHTHOro npemmyliectsa. B pgaHHOM cTaTbe oOcCBelWwlaeTcd 3HAYMMOCTb  YCTAHOBIEHUSI  Takux
B3aMMOOTHOLLEHWI, a Takke uanaraiTca cnocobbl, kak CRM-cuctema moxeT cnocobCcTBOBaThb YNyylIEHUIO
paboTbl KOMNaHUK B LONTOCPOYHON MNEPCMNEKTUBE.

2. Kpamkut 0630p cospemeHHbIx busHec-molerieu u cmpameauu

CornacHo wuccriegoBaHusiM, dyHKunoHnpoaHne CRM-cuctembl TpebyeT cosgaHus 6asbl OaHHbBIX O
KINMeHTax v aHanuaa 3Tux gaHHbIX Ans 6onee adhhekTMBHOro HaBe4eHNS Ha LeNeBYO ayauToputo. [inst Toro 4Tobbl
KoMnaHus Obina cnocobHa nogaepXkvmBaTb LONTOCPOYHbLIE YCMELUHbIE OTHOLIEHUS C KIIMEHTaMW, OHa OOrkHa
OOCKOHarbHO UX U3YYNTb.
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C .Elpyr0I71 CTOPOHBbI, B TEKYLLMX YCNOBUAX BEOEHUSA OusHeca kaxkgasi nmayuiasa B Hory co BpemMeHeM KOMnaHuA
CTPEMUTCA K yNpOLLEHUIO pa60qero npouecca n goeeaeHunto ero o 1oro ypoBH4, Ha KOTOPOM BCe HeobxoauMble
AaHHble KOMMNaHWUA 6y,qu nony4yaTtb CamMbiM NPOCTbIM U 6bICprIM nyTtem. Mo 3TOMY HanpaBlleHUKo Obinun
p83pa6OTaHbI MHOXECTBO Mogenen wu CTpaTeFMI7I, KOTOpble CI'IOCO6CTByI'OT pocTy KNWEHTCKOM NOSANIbHOCTU W
yCuUneHuo KOHKypeHTOCI'IOCOGHOCTI/I.

CamMbIMU akTyanbHbIMK BU3HEC-MOAeNsMM B3aMMOAENCTBUSA C KITMEHTAMM C Lienblo yBenuyeHus npmuobbinm
Ha ceroaHALWHWUIA AeHb ABNAITCS:

» Cucrema ynpaBneHus B3auMooTHoLeHnsaMu ¢ knueHtamm (Customer relationship management, CRM-
cucrtema)

» [naHupoBaHue pecypcoB npegnpuatus (Enterprise Resource Planning, ERP-cuctema)
» YnpaBneHue uensmu noctaBok (Supply chain management, SCM)

» YnpasneHue uenodvkamu npogax (Selling chain management)

» WuTerpauns npunoxenun npeanpuatna (Enterprise Application Integration, EAI)

» busHec-aHanuTuka (Business intelligence, Bl), MeHempxkmeHT 3HaHui (Knowledge management (KM) n
Cuctema nogaepxku npuHaTus pewernii (Decision Support System, DSS)

3. O630p ocHosHOU fiumepamypbl

[daHHas Tema BbI3blBaeT MpUCTanbHbI MHTEPEC Kak CO CTOPOHbl MapKEeTOSOrOB M PYKOBOASALLMX L
KPYMHbIX CTPOUTENbHbLIX KOMMAHUIA, TaK 1 Y MCMXONOroB, N3yYaroLwmnX CXeMbl NPUHATUS PELLEHWI 1 NOBEAEHYECKME
peakumMm 4ernoBeka [2-4]. Kak nokasanu uccrnefoBaHusl, UCMNONb3oBaHWe MexaHudMoB CRM-cuctembl mMoryT
npuHocute 40 90% npubbiNnM KOMNaHWsM, MMEKLMM Aerno C MPOU3BOACTBOM W NPOAAXEN CTPOUTENbHbIX
mMaTtepuanoB, a Takke MOBbIWaTh AOXOAbl MyTEM MPaBWITbHOM OpraHM3auuMvM B3avMOAENCTBUS COTPYOHWKOB B
paboyem npouecce [5-9]. YMeHne HaxoauTb KOHTAKT C NoObIM KITMEHTOM C BbIFOAOW AN KOMMNaHUN SBMSIETCS
HavBaXHEMLLUMM Ka4yeCTBOM YCMeLwHoro MeHemkepa. MccnemoBaHusiMu B 3TOW 0OnacTy 3aHUMarnvcb Takue
yyeHble kak Gholami H., Zameri M., Saman M., Sharif S., Zakuan N. James W. Peltier, Zahay D, Donald R.
Lehmann, David J. Finnegan, Wendy L. Currie, Kubina M., Lendel V. [10-20]. Pa3paboTtkon 1 aHanusom
a(pPeKTUBHOCTM OBU3HEC-mogernen Mno MNOBbILEHNIO KOHKYPEHTOCMOCOBHOCTU npeanpuaTUiA 3aHUManucb psa
uccneposatenen. Tak B pabotax Yun E. Zeng, H. Joseph Wen, David C. Yen noapo6HO paccMOTpeHbl MeXaHU3Mbl
CRM-cuctewmsbl [21]. TMpobneme npmBneveHnst KNMEHTOB NOCBSALWEHbI uccrnegosaHnst Reinartz, Werner, Manfred
Krafft, and Wayne D,. Davenport, T.H., Harris, J.G., Kohli, A.K., Balaram, A., Adhikari, B. [22, 23. 24]. nyGokni
aHanu3 YnpaeneHuto uensmmn nocrtaBok (SCM-mopgenb) manoxeH B MoHorpadmsx David Jacoby [25] n David
Blanchard [26]. WHTerpauuu npunoxenun npeanpuatus (EAl-mogens) nocesweHa kHura David S. Linthicum [27].
AsTtopamu Coker, Frank, Jeanne W. Ross, Peter Weill, David C. Robertson npoBeaeHbl 3HauMMble nccnegoBaHus
B obnactun 6usHec aHanUTHku u ynpaeneHus 3HaHusmn (Bl u KM ctpaterunn) [28, 29].

4. CRM-cucmema Kak mMexaHU3M y8esriu4eHUus
KOHKYpeHmocrnocobHocmu ripednpusimut cmpoumesibHo20 cekmopa

B kauyecTBe OCHOBHLIX CErMEHTOB CoBpeMeHHon cnctembl CRM, BbigensaoTca cnegyrowme:
. MeHemxep no pabote ¢ knneHtamm (Account manager)

= AsTomaTu3auua npogax (Sales Force Automation, SFA)

. ABToMaTmM3auusa mapkeTtuHra (Marketing automation)

= O6cnyxunaHue n nogaepxka knueHtoB (Customer Service & Support)

Kak BcnomoraTtesnbHble YacTy CUCTEMbI MOXHO BblAeNUTb cnepywllee:

. YnpaBneHue koHTakTamm (Contact Management)
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. YnpaBneHue 3agadamu (Task management)
- YnpaeneHue gokymeHtamu (Document Management)

" AHanutuka (Analytics)

CncrteMa ynpaBrneHusi B3aUMOOTHOLLUEHUSIMU C  KIIMEHTaMW CTaAHOBUTCSl KIOYEBLIM aCMEKTOM BCEX
MapKeTMHIoBbIX npoueccoB komnaHun. CRM-cuctema obpasoBanach 13 HoBown 6a3oBor ounocodun, Kotopas He
Npu3HaeT Npodaxy Kak KOHEYHyl Lenb MapKeTMHroBOro npoiuecca, a Buaut Gnarononyyve KomnaHum B ee
knueHTtax. O4yeHb BaXHO chOKyCUpoBaTbCs Ha Hanbonee NpuUbbLINBLHON KNMEHTYPE, MO3TOMY crnegyeT cobnogaTb
criefytoLune npasuna:

. Kaxablii G3Hec OomKeH BbiTb PACCMOTPEH C TOUYKM 3pEHUS MOKynaTens;
. Kaxnapblii 613Hec J0MmKeH ObITb PACCMOTPEH Kak YacTb CUCTEMbI LIEHHOCTEN KOHEYHOrO MNoKyrnaTens;

. [OTOBHOCTb K W3MEHEeHUAM U nogaepxka CO CTOPOHbl BbICLLEr0 PYKOBOACTBA SBNAKOTCH
npeanocbifikaMn Ans nosiHoLEeHHoro oyHkLMoHupoBaHus CRM-cuctemsl.

= lMoHMMaHWe TOoro, YTO TEXHOSOorMM — 3TO NULWb cpeacTBa Ans goctmxkeHusa uenenn CRM-cuctembl
(M3MEHUTb TEXHONOMMN 3HAYUTENBLHO Nerdye, Yem noaemn)

=  TexHOmoruu, CepBUC M MeToAbl CBSI3W C KIMEHTaMy SIBASIOTCS TeMu dhakTopamu, C KOTOpbIMU
nokynaTenu 6yayT NOCTOSIHHO CTaNKMBaTbCS B XOA€ KOHTAKTMPOBaHWS C KOMMaHWEN U ee NPoayKLUUei.

YuntbiBadg 3TO, MOXHO caenatb BbiBog, 4To CRM-cuctema npepgcraBnsieT cobot MHTErpupoBaHHbIN
MapKeTUHr, cTpaTernito obCcrnyxmBaHua M npofax, kotopas TpebyeT Bknaga Bcex cdep KomnaHuu. YcneluHas
cTpaTernss B OTHOLLUEHMM KITMEHTOB BbipaXaeTcs 4Yepes nogen, npoueccbl U MHpopMaumMoHHbIe TexHonoruu. B
AonorHeHue, cornacHo pabotam [17,19], noHMmaHme CRM-cucTembl 1 ee pas3nuyHbIX acnekToB, Takux kak obractb
OENCTBUS, MPOLIECCOB M TEXHONOIMMIN, BCE €elle OrpaHuMyeHHoe u noBepxHocTHoe. HakoHneu, CRM-cuctema
onuueTeopseT cobor ocobyto Mofenb NOBEAEHMS COBPEMEHHBLIX KOMMaHWUNA.

5. OcHoebl pyHKUyuoHuposaHusi CRM-cucmemei 8 obnacmu
epaxxdaHCKo2o0 cmpoumersibcmea

CRM-koHuenuusa nosieunack B Hadyane 1990-x, n B CTpPOUTENbHOM CEKTOpe npeobnagaetr B TedeHue
nocnegHux pecstu net. B ycrnoBussX COBPEMEHHOro pasBUTUS rpaxpaHckoro ctpoutenscTtBa, CRM-cuctema
bornee CKOHLUEHTPMPOBaHA Ha MPOrHO3MPOBAHUM JOOCKMX MOTPEOHOCTEN, Ha CO34aHUM CUCTEMbI YCIyr Ans
KNneHToB, 3P EKTUBHOCTL CBA3EN C HUMM U, KaK CneacTBme, NOBbILLEHNE NPUBLINE KOMNAHUN.

KomnaHus, pa60Tarou.|,aﬂ B CTPOUTENbHOM CEKTOpE, KOTOpadA BOBpeMA HEe NnepeopueHTMpoBaliaCb Ha
yOoBneTBoOpeHme 3anpoCoB KIMMEHTOB, J1ErkKo NoTepAeT KOHKYPEeHTHOE NpenMyLecTBO N TakK Ha3blBaeMbIn “komnac”
B CBOUX 6y,EI,yLLI,I/IX penctBusx. Kaxgas komnaHust OOMKHA MOHATb CBOEro KIMMEHTA, npu 3TOM 06paTHaﬂ CBA3b
KpaﬁHe BaXKHa, TakK Kak obLlueHne He LOMKHO ObITb OAHOCTOPOHHUM.

TpeHI/lHFI/I, HanpaBneHHble Ha BonJjioweHne B XU3Hb CRM-koHuenuun B obnactn rpaxxgaHcKkoro
CTpouTenbCTBa OOJIKHbI OXBaTbIBaTb:

= MpoaaBuoB MaTepranoB B CTPOUTENBHOM CEKTOPE;
= lMpogaBLOB ycnyr B CTPOUTENBHOM CEKTOPE;
. MeHexepoB NpoaaXK CTPOUTENbHbBIX KOMMaHWUIA;

. COpr,EI,HI/IKOB CJ'Iy)K6bI npoaax CTpouTesribHbIX KOMMaHum;
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CRM- aBngaeTtcs ogHom u3 cambix 3EKTUBHBIX CTpaTernini, a UMEHHO, YPOBEHb MPOAaX CTPOUTENbHbIX
KOMMaHW HaXoAMTCS B MPSIMOW 3aBUCMMOCTU OT YPOBHS opraHu3auuun paboTt no npogakam.

CRM-cucrema nomoraet KOPpPEeKTnpoBaTb OpraHn3aunio N KynbTypy BeeHUsA On3Heca 1 Kaxabll KOHTAKT C
KIMMEHTOM OPUEHTUPYeT Ha OOCTUXEeHMe OOJNITOCPOYHbIX CBsi3€l, @ COOTBETCTBEHHO W OOJTTOCPOYHOIro npuUToKa
I'Ipl/l6bIJ'II/I CTpOMTeJ'IbHOI7I KOMMaHnu.

PykoBoACTBO KOMMNaHWM HE AyMaeM O TOM, YTO MOXET NPeasioknTb NOKynaTento, akLeHT nepemMeLLeH Ha To,
Kak y3HaTb CBOEro MoKynaTens u noHATb, Yero oH xoyeT. OCHOBHOWM BOMPOC KacaeTCsl yCryr, KOTOpble KOMMNaHus
npeanaraeT, a Takke pblHKa, KOTOPbI HEOOXOAMMO HaNTK OIS peanu3aumm Takux yenyr. Bropon Bonpoc kacaetcsi
BbISABIIEHMS NOTPEBHOCTEN KaXKgoro NoKynaTens n KOPPEKTUPOBKM NPEANOXKEHNST KOMMaHUN B COOTBETCTBUM C ero
noTpebHoCcTAMM.

CRM-cuctema no3BonsieT KOMMaHUsM B CEeKTOope rpaxgaHCKoro CTtpouTenbCTBa ny4dlle opraHun3oBaTb
cuctemy npogax, TWwaTtenbHee cnegntb 3a pa60T0|7| oTaena npodax wun nydwe KoonepupoBaTtbCA C
nons3osarenamu. C ,l:l,pyr0|7| CTOpPOHBbI, C MOMOLLbIO CRM-cucrtemsl, 3T1 koMnaHmm MOryT CBOE€BPEMEHHO OCO3HaTb
I'Ip06J'IeMbI, BO3HMKaloLMe BpeMa OT BpeMEHU, N MOTyT pearmpoBsaTb OOJIKHbIM o6pa30M.

CRM-CTpaTeFMH B CEeKTOope rpaxaaHCcKoro CTpouTesnibCTBa NO3BOJIAET:

= OnpegenaTb a3kl LMKNOB KOHKPETHBIX NPOAaX;

= PacwunpsaTb 3HaHMA 0 npodaxax;

. Bbonee ahdeKkTMBHO ynNpaBnAaTb BpEMEHEM KOMMAHUN U BpEMEHEM NAPTHEPOB;

= 'PaMOTHO NOAroTaBnMBaTLCS K 4ENOBOW BCTPeYe;

- OBnageTb cnocobamm NpuBneYeHns KNMEHTOB (NokynaTenen);

= OsnapeTtb cnocobammn hopMMpoBaHMS Y KITMEHTOB NOMOXUTENBHOIO BNeYaTtneHus;
= ObdhekTUBHO NpeogonesaTb KPUTUYECKNE CUTYaLUN;

= Jlyywe 3a60TUTLCS O CBOMX KIUEHTAX;

OcHoBHble Lenu, Ha KoTopble HanpaeneHa CRM-cTpaTeruss B obnacTu rpagaHCKoro CTPOWUTENbLCTBA,
3aKMHYalnTCA B CrieayoLLeM:

- OnpepneneHune oueHkn noTpebHOCTN B 00yYeHuy;

=  [logroToBka M NiaHWPOBaHWe NPOAAX B FPaXXgaHCKOM CTPOMTESIbCTBE, aHanu3 npouecca npogax, a
aTKkKe 3aKpbITMe Npoaax;

. O6y4yeHune paboTe ¢ nporpaMmmHbiM obecneveHnem CRM Microsoft Dynamics software;
n OpraHu3aums 0enoBbIX BCTPeY;
- AHanms KpUTUYECKUX CUTyaLnii;

. 3aboTa 0 KNnueHTe;

Onsa Ttoro 4tobbl ycnewHo peanu3oBate CRM-cTpaternio B 06ractu rpaxgaHCKoro CTpouTenbcTBa
HeobXxo4MMO ONpeaenuTb Lenu, KOTopble HYXXHO AOCTUrHYTh. [lecTBUS AN OOCTWXKEHUS Lienen 3akmnioyatTcs B
cnegytouem [16]:

. Mcnonb3oBaHMe CyLLECTBYHOLLMX YCITOBUI C LIENbBIO MNOBbLILWEHUS OX0A0B (cross, selling, upselling) n
noBbILeHne peHTabenbHOCTM NyTEM BbISIBIIEHMS, MPUBMEYEHMS U yOEPKaHUS NyYLIMX NOKynaTenen.

. Mcnonb3oBaHne Bcen I/IH(bOpMaLI,I/IM Ona okasaHuda ycnyrn ¢ nomMollbio ncHepnbiBavOLWKMX OaHHbIX O
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KIUEHTe, NOMy4YeHHbIX Yepes Niobble CTOYHMKM B3aUMOOENCTBUSA C LieSbio YAOBIIETBOPEHMUS ero NoTPeGHOCTEN.

. BHeD,peHI/Ie npouenyp npogax n npoueccoB, KOTOPble NO3BONAKT obecneunTtb cocyuiecTtBoBaHue
OTHOLLUEHUWI C KIMEHTOM KaK B ycnoBuAx npogaxu, Tak n BHe ee.

- Cos3gaHne HOBbIX NMPUOPUTETHDLIX LEeHHOCTeN [nns KIMEeHTOB W, Kak cneacteme, ux Oonblias
«npefaHHOCTb».

Kak yxe Gbino ckasaHo Bbilwe, kntoyeBas unages CRM-cucteMbl B 0Tpacim rpakgaHCKoro CTpouTenbcTBa
3aKMoYaeTcs B MepeMelleHMn akueHTa ¢ npoaykTa Ha nokynatens. MpodykTbl M YCRyr AOMKHbl ObiTb
MHOMBMAYANbHO CKOPPEKTUPOBaHbI COrMacHo TpeGoBaHMSAM 1 0OCOGEHHOCTSAM KaXAoro KrueHTa.

[nsa Toro, 4toGLl peannsosate CRM-cTpaTtermio B onpeaeneHHon komnaHnum, HeobxogumMo Mcnosib3oBaTb
COBpPEeMEHHbIE MHAPOPMALIMOHHBbIE TEXHONOMMW U METOAMKU, KOTOPbIE NO3BOMSOT UCNONb30BaTh MHAMBUAYANbHbIV
noaxon, K KNneHTy, He3aBUCUMO OT O6LLLEro KoNM4YecTBa KIMEHTOB.

UHdopMaLmMoHHbIe TexHonorum nossongaoT Bonnowats CRM-ctpaterMio B XM3Hb WM MOCTOSIHHO
NOOAEPXKUBAKOT ee B akTyanbHoM Buae. Tem He meHee, CRM-cTpaTtervnsi B CeKTope rpaxaaHCcKoro CTpouTenbCTBa
- 9TO He TexHororus, a koHuenuusa 6usHeca, 6usHec-gunocodpus. Takke kak CRM-cTpaterusi - 3To He TEPMUH
NMHGOPMATUKN, XOTSI MHOTUE CYMTAIOT €ro TakoBbIM N3-33 MHTEHCUBHOIO NCMOMb30BaHMS HOBbIX MHAPOPMaLMOHHbIX
TEXHOIMOrMIN B NpoLecce ee peanu3aumu.

6. 3awuma yacmHou XXU3HU KriueHmoas rpu ucriosib3oeaHuu CRM-
cucmemsbl

C pasButnem uHTepHeTa, ponb CRM-cuctemMbl CTaHOBUTLCA BCE 3HAYUTENbHEW. TeM He MeHee, ecTb
npobrema B BONPOCax, CBA3aHHbIX C MPaBOM Ha 3aLLMTy YaCTHOW XM3HW 1 paboTe ¢ nHdopmMaumen o nokynatensx,
KOTopas Takke SIBNAETCA NnpegMeToM MpaBOBOro perynmpoBaHus.

HekoTopble KNMeHTbI (MOKynaTenm) NPpocTo He XOTAT, YTOObI KTO-NMB0 3Ham UX UMS Ui Kakyto-nmbo NINYHY0
nHpopmaumo 06 nx GusHec-onepaumsax. ATUX KIMEHTOB Ha3bIBAKOT "MOSIHOCTBI @aHOHMMHBIMKU NMOKynaTtensiMm”
("totally anonymous buyers"). HecmoTpsa Ha 370, Kaxgas KOMnaHws B 0BnacTu rpaxaaHCcKoro CTpouTenscTBa
OOIMKHA HaUTW ApYron AeNCTBEHHbIN cNocob NpubnuanTbLCa K TakoMy TUMY CBOMX MOKynaTenemn.

OuyeHb BaXHO YyBaXaTb MX XenaHue 3alluUTbl YAaCTHOW XXW3HW, Henb3s “NoBUTb KX B JOBYLUKY"
npeanoXeHNsMn, OCHOBaHHbIMU Ha 3HaHUAX 06 NX NPeanoYTEHNSX U NOTPEBHOCTAX, MOTOMY YTO peakLms MOXeT
oKasaTbCs 06paTHOW U TaKOW KNUEHT ByaeT noTepsiH.

C Opyroi CTOpOHbI, APYrve KMMeHTbl caMu roToBbl NpedocTaBuUTb BCHO MHopMaLmio o cebe, 1 Npu 3TOM OHK
JAaxe He MHTePecyloTCsl, 3a4eM HYXXHbl MPefoCcTaBnsieMble MU AaHHble. MiMes nokynaTternein, roToBbIX AaTb NoGYyio
McYepnbIBatoLLyo MHGOpMaLUuo o cebe, KoMMNaHMs MOXKET 3HAaUYUTENbHO YIyYlIMTb KAa4eCcTBO CBOMX yCryr. Takum
obpasom, KoMnaHusIM HeobxoayMo MYAPO UCMOMb30BaTb MOTEHUManbHble BO3MOXHOCTY B3aMMOOTHOLUEHUS C
KMUEeHTaMu.

/. OcHosHble ¢ha3dbl CRM-cucmembl 8 cekmope epaxx0aHcKo20
cmpoumersibcmea

CyuwiecTtBytoT 3 oCHOBHble pa3bl CRM-cuctembl, KOTOpble MOTYT NMPUMEHATHCA B 06MacTy rpaxgaHcKoro
cTpoutenscTaa [5]:

1. anBJ'Ie‘-IeHI/Ie HOBbIX n0KynaTene|7|: ﬂ,l/l(b(bepeHLl,l/laLl,l/lﬂ Yyepes3 MHHOBaUnn 1 npearnoXxexHune Bbiroa.

2. MoBbilWeHNne OOXO4HOCTH CyLWEeCTBYOLNX KIMEHTOB 4Yepel3 COKpalleHUA UX pacxonoB, NOBbILLEHUA
KayecTBa OGCJ‘Iy)KI/IBaHMFl M co3gaHuA npenmyLlecTB NOKYNoK B O4HOM MeCTe («yHI/IBepcaJ'IbeIVI» Mara3|/|H).

3.  KypupoBaHus nnaTexecnocobHbIX MOKynaTesnen B Te4eHNE BCEN XXM3HU: NOCTOSIHHOE NpeAcKasbiBaHNe
UX HYX 1 NpeanoXeHne HOBbIX TOBApOB U YCNYT.

B wngeanbHon cutyauumn xenaHuA n0KynaTene|7| npencKka3biBatTCA C BbICOKOW aonen BEPOATHOCTU U
KOPPENNPYKTCA C HOBbIMU NpOAYKTaMU U yCcrnyramu.
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OanH u3 camblX BaXKHbIX BOMNPOCOB, KOTOPbLIN AOMKEH ObiTb ynoMaHYT npu BHeapeHun CRM-cuctemsbl B
obnacTu rpaxaaHCcKoro CTpoMTENbCTBA, 3aKIYaeTCs B TOM, ABNAOTCH NN KOMMaHUS 1 ee COTPYOHUKN FOTOBbIMU
K wucnonb3oBaHnMio CRM-cuctembl. Begb ocHoBa nto6on CRM-cuctemMbl — 3TO He HOBOE NporpammMmHoe
obecneveHne, a KOMMNEKCHbIN npouecc. Kaxablhi acnekt SBMSEeTCs CaMOCTOATENbHBIM MU MHOMME KOMMNaHWM,
KOTOpble NpeanaratoT KOMMMEKCHbIe peLleHNs, Ha CaMOM Aiene KOHLEHTPUPYIOTCS NULLb Ha OAHOM U3 cneayoLmnx
acnekTos [16]:

- OnepaTtnBHas CRM-cnctema — oCHOBHble BU3Hec-npouecchl (MapKeTUHT, NPOAAXK, YCIyru);

= AHanuntnyeckaa CRM-cuctema — npeacraeBnsieT cobol aHanv3 noBefeHus nokynatenen wu
dunocoduio BeeHns BU3Heca, a Takke TEXHONOTMYECKUIA acrnekT.

= CoBmecTHas (opraHusauuoHHas) CRM-cuctema — no3BonseT HanaxumBaTb KOHTaKTbl C MOKynaTensmu
yepes cpeacTBa 3NEKTPOHHOM CBA3N.

UTo KacaeTca TexHW4Yecknx TpeboBaHMW, KOTOpble WH(OPMALMOHHAs CUCTEMa KOMMAHWM [OIDKHa
BbIMOJIHATL, TO B chepe rpakgaHCKoro CTpOMTENbLCTBA MOXHO BbIAENUTL CrieayloLimne, kak Hanbonee BaxHble: [16]

4. TpeboBaHUA K UHTENPUPYEMOCTU U B3aMMOCBSA3SAM,;

5. TpeboaHusa k 06paboTke 1 NCNONHEHWIO;

6. TpeboBaHusa kK 6e3onacHOCTH;

7. TpeboBaHus K OTYETHOCTY;

8. TpeboBaHuMs K UCNOMNBb30BAHUIO CUCTEM;

9. TpeboBaHuA K (PYHKLMOHANBHOCTUN CUCTEM;

10. TpeboBaHUSA K UCMOSTHEHUIO CUCTEM;

11. TpeboBaHus Kk JOCTYMHOCTMH;

12. TpeboBaHue k nogaepxKe U COBEPLUEHCTBOBAHUIO;

HakoHeu, BO Bpems pOpMMPOBaHWS B3aMMOOTHOLUEHMI C MOKyrnatenem npoaykuuu (ycryr), B MepByto
oyepedb HeobxoAMMO MpoaHanM3npoBaTb TWUM Mofb3oBaTener M Ux MoKynaTtenbckne npuBblMKA. Korga atm

JaHHble NonyYeHbl, OHN UMEIOT XXM3HEHHO BaXKHOE 3Ha4YeHne AN NOCTPOEHUSA OTHOLLIEHUI C KITMEHTOM, BHUMaHWe
OPVEHTMPOBAHO Ha pa3BUTNE OTHOLLEHWI “OANH Ha oauH”.

8. SgpgpekmusHocmb CRM-cucmemsbi U ee 8riusiHUe Ha ygeriudeHue
npubsinu 8 obracmu epaxxdaHCKO20 cmpoumersibcmea

B xoge peanusaumn CRM- cTpaternn BakHO TOYHO ONpenenTb acnekT onepawui, T.e. MOCTaBUTb akLEHT
Ha TOM, Kakasi MHopMaumMsi UMEETCH Y KIMEHTOB U KakoBa MX dmHaHcoBas uctopus. KnoyeBoe cnoso CRM-
CUCTEMbI — KITMEHTOOPUEHTUPOBAHHOCTb, OPUEHTALMSA HA MHANBMAYANbHOCTb NokynaTtenen. [16-20]

O pexkTnBHOCTL NpuMeHeHns CRM-cuctemMbl B CTpouTensCTBe npeanonaraet cneaytoulee [18]:

. BbisiBrieHne paktopoB, KOTOpbIE CMOCOOCTBYIOT YCNELLHOMY OTHOLLUEHUI C KIMEHTaMu
= YnydleHne OTHOLLEHUI C KIIMEHTaMU;
. PaspaboTka meToqoB 06palleHns K KITMEHTaM;

= PaspaboTka BONpocOB, KOTOpble Haubornee agekBaTHO MOMOralT B PEeLEeHUM MOoTeHUManbHbIX
npobnem KnneHToB;
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- Pa3pa60TKa pekomMmeHayeMblX peLLIeHI/IIZ ONA KNMEeHTOB, KOTOPbIE XanykTCA Ha NOKYNKU U yCcrnyru, a
TaKkKe cepBuUC nogaepxka KrnMeHToB.

3HaKoMCTBO C KNMEeHTaMW, NOHWUMaHWE WX MOBEAEHWS M MPOrHO3UMPOBaHME WX HaMEepeHW NO3BOMSIOT
CTPOUTENBLHON KOMMaHUW perynuposaTb NpeasiokeHne Wnu ycrnyrm CBOEBPEMEHHO W addekTmBHO. Takas
OPUEHTUPOBAHHOCTb KOMMAHWU Ha MHAMBUAYAIbHbBIX KITMEHTOB C NMPUMEHEHWeM MH(OPMAaLMOHHBIX TEXHOOMMIA
nomoxet GbicTpee 1 bornee NPOAYKTUBHO yrpaBnaTe 6usHecom [16].

lMpoBeaeHHbIe NCCneaoBaHMs Noka3anu, YTo Te KOMMaHuu, Kotopble He npumeHstoT CRM-cuctemsl, TepsioT
B cpegHeM 50% CBOMX KIMEHTOB Kaxable NSATb JIeT, a 3aTpaTthbl Ha NPYBIIeYEHNEe HOBbIX MOKynaTenen B NATb pas3
BbiLLEe, YeM Ha yaepxaHue ctapbix [18-20].

CRM-cuctema cerogHsi, 6e3ycrnoBHO, ogHa W3 CaMbIX akTyarnbHbIX Ha CErOAHSAWHUA AeHb cTpaTeruwn,
KOTOpasi MPUBOAMUT K 3HAYMTENBHOMY YrydLLEeHNo BU3Hec-nokasartenen cTponTenbHbIX komnanun [17-20].

9. 3aknoyeHue

BHegpeHune TexHonorun CRM-cnctembl B CTPOUTENBHbIE KOMMAHUN eLLe HE OeNaeT NX OPUEHTUPOBAHHBIMM
Ha KnuMeHToB. [Ans TOro, 4tobbl 3TO MPOM3OLLSO, U3MEHEHWSI B KyfnbType U opraHv3aumym GmsHeca B KOMNaHWu
OOIMKHbI MPON30NTU HE TOMNBbKO B TEXHOIIOMMYECKOM acnekTe, HO U B COLMaribHOM.

Cpeon knoueBbix uenen CRM-cuctembl B CTPOMTENbLHOW OTpacnmM Takue, Kak (opMUPOBaHMU
OOMrOCPOYHbIX OTHOLUEHWW C KNWEHTamW, MpPUBIEYEHME KIMEHTOB Ha KakdoM 3Tane B3auMOLEWCTBUSA WU
Mobunusauusa cun BCeX OTAENIOB KOMMaHUW Ha yAoBreTBOpeHue Hyxn knueHTta. Peanusauus CRM-cuctembl
no3BonsieT AOCTUYbL YBENUYEHUs CTEeneHW YAOBMETBOPEHHOCTU KIUMEHTOB, CHWXKEHWs 3aTpaT, YyBenuyeHus
obbemMoB npodax, noaroToBkM Goree  yCrnellHbIX  MapKeTUHrOBbIX — MEpPOonpuATMA U yBENU4eHus
Npon3BOAUTENBHOCTMU.

MopBoas yepTy BbilleckazaHHOMY, MOXHO 3akmniouuTb, YTO BHeapeHne CRM-cuctembl siBRsieTcs O4veHb
CMNOXHbIM MPOLECCOM, HO MpX 3TOM MPUHOCALLUM pearbHyl0 Bbirogy, BeAb BCerga nerye CoxpaHuTb CTaporo
KNMeHTa, YeM HalTu HoBoro. HakoHel, 1 6onbline, n Marblie KOMNaHu1, KOTOPblE CBA3bIBAOT CBOK AEATENTbHOCTb
C TpPaXOaHCKMM CTPOUTENbCTBOM U XOTAT OCTaBaTbCS KOHKYPEHTOCMOCOOHbLIMW, OOMMKHbI yaenaTb Oonblue
BHMMaHusA npobneme BHeOPEHNsI COBPEMEHHbIX BM3HEC - MOAENaM U cTpaTterusam, cpean kotopbix CRM-cuctema
SBMSETCA BeayLlen.
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ABSTRACT

Contemporary business models and the condition of business environment are prerequisites for improving
competition abilities of companies in the civil engineering sphere. The concept of the Customer Relationship
Management (CRM) is to switch the emphasis from the product to the customer and, and thus to create sustainable,
life-long beneficial relations with buyers. Products and services have to correspond to the individual requires of a
certain customer. CRM is not only about a technology or software, it is a business model, business principles.
General purpose of CRM in the civil engineering sphere is obtaining and preserving clients with the maximal
solvency. The paper shows that the introduction of CRM system directly corresponds to achievements of the
companies in civil engineering sector. With an eye to make the CRM system successful, it is obligatory to define a
proper strategy in order to create long term, stable and beneficial relations with customers and after that to regulate
company’s business processes and to adapt the company’s management if necessary to make the environment
which is completely oriented to the customer
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