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Cuctema ynpasjieHnNa B3aMMOOTHOWEHNAMU C KTIMEHTAMU — MNMPUK/TagHOe

X nporpammHoe obecnevyeHmne Ans opraHmMsauunii, npeaHasHavyeHHoe As

aBTOMATM3aLMKN CTPaTErMN B3aMMOAENCTBUA C 3aKa34YMKaMM, B YaCTHOCTM AR
NOBbILLIEHUA YPOBHA NPOAAXK, ONTUMMU3ALUN MAPKETUHIA N YIYyYLLEHMNS
0b6CcNyKMBAHMA K/IMEHTOB
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Brnepsble Tema CRM-cuctem 6bina
3aTpoHyTa B 1999 rogy Ha MOCKOBCKOM
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CRM-CUCTEMBbI B 2000 roay

BHeapeHue cnctem B KPynHENLIUX
KOMMNAHUAX KNIMEHTOOPUEHTUPOBAHHbIX

chep, TaKNX Kak BaHKK U Tenekom

OCHOBHOW NMOBOJ, Pa3BUTUA: CypPOBas
HEeobX0AMMOCTb BbIXXMBAHMS Ha BbICOKO

KOHKYPEHTHOM PbIHKE




| L W\O OTEYHECTBEHHbBIE PASPABOTKH

Poccunckue pa3paboTkm HaxoaAUAUCH
Ha cTaamn co3aaHusa ewe B 2001 -
2002 rogax

BONbLWMHCTBO He BblaepXusaer
KOHKYpPeHUMN C 3anagHbliMu
npoAyKTamu (np. «IKcnepT
Cuctemcy)
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NMOABNEHWNE SAGE N MICROSOFT

Sage — KpynHenwmnm BeHA0p, BNaAeoL i
NoONyAAPHbIMN BYXranTepCcKkMmm
peweHnamu (AccPac, Line500) un
peweHnamn CRM- SaleslLogix

Ctpaterma KomnaHunm Microsoft Ha
obveanHeHme nog 6peHaom Dynamics,
onpaBAabiBaeT ceba B NO/IHOMN Mepe.




NMOABJIEHNE TUTAHTA B JINLUE ORACLE

B 2004 roay B Poccuto npuxoaut Siebel
n obveanHaetca ¢ Oracle, 3aHMMaa 9%
pblIHKa CRM-cucrtem
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COCTOAHUE PbIHKA CRM-CUCTEM B POCCUM o/
HA 2005 IO/l ((

1C —14%;

SAP CRM = 11%; _i?
Oracle /Siebel — 9%;

IBM — 7%; o
SalesLogix — 6%;

Microsoft CRM — 4%; .F'T
bonee menkne nrpokun — 49%. a




NANBbHEMLWEE PASBUTUE CRM-CUCTEM

B Hawwun gHn K TpeHaam CRM MOXHO OTHEeCTU — TeCHYI0 nHTerpaunio CRM
CUCTEM C COUMANbHbIMKU CETAMKU AnA cbopa NoAHON MHPOPMaLUK O
KnnenTax, pabota CRM ¢ Big Data (bonbwmmm gaHHbiMK), loT (MHTEepHeT
BELLEN) U UCKYCCTBEHHBIM UHTEN/IEKTOM NOCTPOEHHOM Ha MALUMHHOM

obyyeHunn.



