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CTPATEI'MYECKA PAMKA 3A ITIPUJIAT'AHE HA CRM

UNdesma 3a nompebumersickama opueHmauyusi Ha 6usHeca Oamupa om
cpedama Ha muHanusi XX eek, Ho edga ceea ms ce rpespbuUja 8 MexaHu3mu,
cmpameeuu, npouyecu. C Opyeu Oymu edsa ceza ce rfpeyusupa om
akadeMuyHume crieyuanucmu u oxuesiea 6 6usHec npakmukama. Taka e
pe3ynmam Ha eegortoupaHe u dopa3susaHe ce paxoda KoHuenuyusma 3a CRM
(Customer Relationship Marketing) MapkemuHe Ha e3aumoomHoweHusima ¢
knueHmu. Peduuya KoMmnaHuu 3aroyeam akmueHo Oa pabomsm 3a
paspabomeaHemo Ha cmpameauu 3a yrnpasereHue Ha 83aUMOOMHOWeHUsma
CU C KIueHmMume, Koemo 3acesa Ce [Mpasu 4Yacmu4yHO U rpPeOuUMHO Ha
makmuyecko Hugo. Kamo omHocumenHO Hoea KOHUEenuusi 8ce ouwe He
cbwecmeysa eOUHHO CmaHoBULWE 3a MOB8a Kakeo 8 CblHOCM rpedcmasrisiea,
Kakeu KOMIMOHEeHMU CbObpXa, Kakeu ¢hakmopu oka3eam 6riusHue 6bpxy
KOPeKmHomo u eghbeKmueHoOmo rnpunazaHe.

B cmydusima e akyeHmupaHo Ha criedHUme HSKOMKO MomeHma. [1bpeo, eb3
OCHOBa Ha MmeopemuyeH aHanu3 ce u3gexoa ucmopusima Ha 6b3HUK8aHe
rnoHssmMuemo u ce npocnedsisa egosrupaHemo Ha MapkemuHaoeama meopusi
8b8 8pb3ka C udesma 3a nompebumerickama opueHmauyusi Ha O6u3sHeca.
Bmopo, 8b3 ocHoga Ha Memod om obxgama Ha HayKkoMempusima e HarpaseH
aHanus Ha 3aenasusima Ha nybnukayuume 8 8 yyxdecmpaHHU u 5 6brizapcku
crucaHusi U ca u3gedeHU OCHoBHUME U3MEPEeHUs1 Ha obxeama Ha MoHSAmuemo
CRM. Tpemo, npedcmaseHu ca u ca KOMeHMUPaHU HAKOMKO 211e0HU MOYKU 3a
cmpameau4eckama nepcriekmuea 8 rpusoxeHuemo Ha CRM.

JEL: M31

Ot 90-Te roguHn Ha MUMHanNMsa BeK Jocera ce Habnogaea 3acureH MHTepec
OT CTpaHa Ha npakTuuuTe 1 akageMmyHaTta oblHocT kbM CRM. Haii-o6uwo Ton ce
npuemMa KaTto OTHOCWUTENHO HOBa MapKeTWHroBa [OENHOCT, OpUEHTUpaHa KbM
notpebHoctta OT GanaHcupaHe Ha WHTEpecuTe Mexay KomnaHusaTa U
notpebutenuTe Ha NO-BMCOKO yNpaBfieHCKo HMBO. EkancTeHunanHaTta npypoga Ha
MapKeTUHra cera ce nposiBiBa B YCMOBUSITA Ha: LUMPOKO pasBUTME U peanu3auus
Ha WHPOPMALUMOHHUTE TEXHOMOMMK, KOMYHWKAUMOHHUTE MPEXM W CPOACTBa;
rmobanHO nasapHO NpPOCTPaHCTBO; YCKOpeHM Mawabn Ha MHOBaUMOHHAaTa
OENHOCT; NPOMEHN B MeXaHn3MuTe Ha OYHKUMOHUpaHe Ha nasapa u p,p.3 EaHo ot
OTpaxeHusTa Ha HoBaTta ©OuM3HeC cpega e Bbpxy QJdenHocTuTe Mo
B3aVMOOTHOLLUEHUSI C KNMEHTU. B ycrnoBusitTa Ha CbBPEMEHHUTE KOMYHUKALIMOHHM
KaHanm N Bb3MOXHOCTUTE Ha HOBUTE KOMYHWKALUMOHHW CpencTBa, KOMMaHuuTe
uMaTt no-gobpu 1 no-roneMyn Bb3MOXHOCTM [a ynpaBnsBaT OTHOLUEHUATa CU C

" [lou. 0-p EneHa leopeuesa e npenodasamen 8 MIkoHomu4Yecku yHusepcumem — BapHa, OekaH Ha
épaKynmem YnpaeneHue, e-mail:elenageorgiewa@yahoo.co.uk.

In.ac. 8-p M. Kexatiosa pabomu 8 VIkoHoMuy4ecku yHugepcumem — BapHa, kamedpa MapkemuHe, e-
mail: kehajova m@abv.bg.
% KopeKTHO € [a ce OTGenexu, Ye MOCOYEHUTE TEHAEHLWM Ha cpedaTa He ca e[HaKBO BanuAHW 3a
LINIOTO YOBEYECTBO
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KNMMEHTUTE, a CaMuTe KIMEHTU pearnHo Aa BAUASAT Ha (PYHKUMOHMPAHETO Ha
koMmnaHunte. OrpoMHWTE MHAMOPMAaUMOHHM MoTouM MoraT Aa ObaaTt crnegexw,
aHanuavpaHu 1 obMeHsiHM mMexay 3BeHaTa B GusHec npoueca, B T.4. Aa ce crean
AVMHaMuMKaTa Ha TpaH3aKUMOHHWUTE pasxodu kaTto obem, CTpyKTypa u dakTopunaHa
3aBUCUMOCT.
T nossonsBaT KOMNaHWMTEe Aa OTYATaT BbB BCEKM MOMEHT M3MCKBaAHUATA
Ha KNWeHTMTEe OT LANOTO Mas3apHO NPOCTPaHCTBO M Aa M BKNoyBaT Obp3o B
paspaboTBaHeTo Ha csouTe odpepTun. lpn TOBa NpouechT Ha nonyyYaBaHe Ha
WHOpMaLMa OT KNneHTa 3a npodykta e 6bp3 1 ce onpocTssBa. Taka koMnaHunTe
MoraTt fa cenektmpaT CBOMTE 3HaYMMK KNMEHTU U Aa pa3paboTaT no-3agbnboyeH
n nogpobeH nNpodun Ha TAXHOTO nosedeHne. CbLeBPEMEHHO KNUEeHTUTe morat
Aa nonydasat 6bp3a 1 No nogpobHa nHopmaLms 3a CBOS 4OCTaBYMK U MPOOYKTA.
CRM moxe fa ce n3nonasea 3a pellaBaHe Ha crieHUTe akTyanHu npobnemm
Ha OusHeca BbB BCWYKM MNpobnemHn obnactM 3a KpawHW W MHOYCTpUarnHu
notpebutenu:
e 3alLMTa Ha KNIMEHTUTE N TAXHOTO 3aAbpXKaHe;
e MpuMBAMYaHE Ha HOBM “kavyecTBeHW” KIMEHTM C meToauTe Ha pabota C
Lenesu ayauTopuu;
e CbKpallaBaHe Ha pasxoauTe 3a paboTa C KIMEHTU U TPaH3aKUMOHHUTE
pasxoau;
e uV3rpaxgaHe OTHOLLUEHWA Ha AOoBepue M npeanassBaHe Ha KomnaHusTa oT
KIMMEHTU CbC CbMHUTENHA penyTaums;
e nob6aBsiHe Ha JOMBbHUTENHM NOM3U 32 MOCTOSAHHUTE KIUEHTU.
Hes3aBucMMO OT HeECbMHEeHaTa akTyanHoCT u 3HadmmocT Ha CRM, Bce oule
MHOro Marika 4yact oT 6usHeca ro npunara. lpuunHaTa 3a ToBa € B 3aKbCHsAnaTa
peakums Ha KoMnaHuMTe KbMm 6bp3aTta npomsiHa B VT 1 no-KOHKpeTHO B obnacTTa
Ha paboTaTta ¢ knuMeHTU. bu morno ga ce TBbpPAM, Ye paboTarta C KNUEHTM Tam
KbEeTO Ce npunara € Ha TakTMYecko HMBO. YacT OT NpuyMHUTE ca B akageMuyHaTa
obLHOCT, KbAETO BCe Olle Ce AMCKYTMpaT Han-manko ABa npobnema: mbpeo —
nuncea eguvHOAOyWHO MHeHWe 3a ToBa kakBo npeactasnssa CRM, Hama
obwonpueTta gedrHULUSA 1 8mMopo — KbM cerawHus moMmeHT CRM ce pasrnexaa
npeavMHO Ha OrnepaTvBHO paBHULLE Ha MPUMOXeHMe W OTCbCTBa LANOCTHa
KOHLenums 3a cTpaTerm4eckoTo My NpunoxeHue.

CRM - Bb3HUKBaHe 1 pa3BUTUE HA NOHATUETO

MoTpebuTtencknuatr OoKyCc M noTpebuTenckn OPUEHTUPAHUAT NOOXO4 €
OCHOBaTa Ha MapKeTUHroBaTa KOHUENUUs M TOBA € Hewo Oobu4anHo WU
KOHBEHLMOHANHO 3a Bceku npodpecnoHanuct B OpaHwa. Owe npe3 1960 r. eamH
OT Knacuumte B obractTa Ha MEHWIXKMbHTA U MapkeTuHra, Tuogop JleBut
noco4ysa, Ye OCHOBHaTa UeNn Ha Bcekn OumsHec e pa “cb3gaBa M 3agbpxa
knneHtuTe cu®’. Toit 3awmTaBa uUgesTa, Ye MopaepHaTa dupma Tpsibea [ga
pasrnexga “uUsanocTHMAT OU3HEeC MpoLec KaTo CbCTOoSL, Ce TACHO MHTEerpupaHm
ycunuss Mo OTKpMBaHe, Chb3daBaHe, CcriegBaHe W 3ag0BOMsiIBaHE  Ha
notpebutenckute Hyxan ”. Okono 40 roguWHW MNO-KbCHO, APYr KNacuk B
MapkeTuHroata Teopus, Punun KoTtnbp nocoyBa B CBOA KHUra, 4ye “MHOro

‘; Levitt T., Marketing Myopia, Harvard Business Review, 1960, 38 (July-August), p. 45 - 60
Mak Tam.
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KOMMaHUM BCe OLLEe He ca MOCTUIHamnM oHa3n XapMOHMSl, BbB B3aMMOOTHOLLEHUSITA
CU C KIMEHTUTE, KOSATO MM [MO3BOMsSIBA [a Ce HapekaT noTpebuTencku
OpI/IeHTI/IpaHMG". B pamkuTe Ha ToBa “pasMunHaBaHe” pa3BUTUETO Ha NpakTukaTta oT
MapKeTUHroBUTE unaen 3a noTpebutenckara OpueHTauus B TEepMUHOMOrUSATa
HaBnM3aT OyMW U MOHATUS KaTo: CMOAEnsiHe Ha LUEHHOCTU; B3avMOOTHOLLEHMS
JOCTaBYMK — KIWEHT; Mas3apHa oOpueHTauusi; noTpebuTencko ¢OKycupaHe;
MapKeTUHr OCHOBaH Ha 06as3n [aHHW; OUPEKTEH MapKeTUHr; MapkeTuHr 1-1;
nepcoHanuavpaHo npegnaraHe; notpebuTencka ygoBreTBOPEHOCT U JIOAMHOCT;
notpeduTencka LeHHOCT.

FonsmMa yacT OT Te3n TEPMUHWU ca MOAKPENEHU CbC CEePUO3HU eMNUPUYHU
n3cnenBaHusi, Bb3 OCHOBa Ha KOWTO ce npegnarat cTpaTernm 3a ynpaereHue
KaKTO Ha MapKeTMHroBaTa cUCTeMa B OpraHuMsauusita, Taka M Ha LANOCTHOTO
dupmMeHo npeacTaBsHe Ha Na3apa. B ocHoBaTta Ha BCEKM OT TE3N TEPMUHUTE CTOM
KNUeHTbT. B TakbB cMuUChn Moxe fa ce kaxe, ye CRM He e Helwo HOBO Mo
OTHOLLUEHME Ha noTpebuTernckaTa opMeHTauus, Ye To e pesynTaT OT Ppa3BUTUETO Ha
Tasn ugesa B TeopusATa WM npakTukata. [lpemecTBaHeTO Ha yOapeHUeTo B
UCTOPMYECKM MMNaH MbpBOHAYanHO OT nNpodaxobute W  MpoayKTUTe KbM
notpebutenute e nocnegoBaTeneH npouec, NpoAWKTYyBaH OT OOEKTUBHU
3aKOHOMEPHOCTU B pa3BUTMETO Ha NasapuTte. A ToBa € KI4oB KOMMNOHEHT B CRM,
KOWTO LEenu Cb3gaBaHeTO W [OCTaBAHETO Ha LEHHOCT 3a noTpebutenute,
NOCTUramkn 1 LLEHHOCT 3a camaTa q)wplvla7.

Mo-HaTaTbk BbB BPEMETO Tasn Maes ce paslmpsiBa KbM Cb3aBaHETO Ha
LEeHHOCT 3a NoTpebuTennte He camo OCHOBaHa Ha s4pPOTO Ha MpoaykTa, a U Ha
pegvua Heoce3aeMu XapaKTEPUCTUKM, KOUTO OMOpMAT UANOCTHUSA oOBMeHeH
npouec. B pesynTtat Ha 06GSICHSIBAHETO Ha BBLMPOCUTE 3a CMOAENEHNTE LIEHHOCTM
3anoyBaT Aa ce oPopMAT TEOPETUYHUTE PaMKM Ha B3aMMOOTHOLUEHMSATA B TO3WU
npoLec, paswunpsaBanki BHUMaHMETO KbM B3aMMOOTHOLUEHMS Mexay npogaBad-
KynyBa4; B3aMMOOTHOLLUEHWS B MHOrOKaHanHaTa Bepura Ha nocpegHuunTeE;
B3aMMOOTHOLLEHUSI C JoCTaBuMUM. [1oCTENEHHO BBbMPOCUTE 332 OCBLLLECTBABAHETO
Ha B3aUMHW BIIMSHUS MEXOY YIIEHOBETE Ha pasnuyHWTE ayauTopuu, KOUTO MMaT
CbLLECTBEHO 3HaYeHWe 3a CbLUEeCTBYBaAHETO Ha BCEKM efuH OusHec odopmAT
ngenTe 3a MapkeTVHra Ha B3aMMOOTHOLUEHMSATa, OT KOWTO MO-KbCHO Ce OhOPMAT
naenTe 3a MpexoBUTe OPraHn3aLun N MPeXXoBUSt MaPKETUHT.

Heobxogumo e ga ce otbenexmu, 4e 3HaYNTEMNHO MO-LASIOCTHO U Ha MHOTO
no-paHeH etan ce pasBuMBaT MAeuTe 3a B3aMMOOTHOLUEHMSITA C KIMEHTUTE MO
OTHOLLUEHME Ha MHOYCTpUanHuTe nasapu.

6 KoTtnwbp, @. Kotnbp 3a mapkeTuHra, Knacuka u ctun, 2000, ctp. 5.
" Levitt T., Marketing Myopia, Harvard Business Review, 1960, 38 (July-August), p. 45 - 60
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durypa 1
CRM — pesynTtaT OT HenpekbCcHaTa eBOMioLnA 1 MHTerpauns Ha MapkeTUHIOBM UOeu

JIKOHCHH H
Kouu n Ceanec - 2004
SBopcxu; Ot ynpaBnenune
Hapebp n Ha MPOAYKTOBH
CueiiTep noptdeinn KpM
1990 ynpaBiIeHHE Ha
Kouuenuuﬂra 3a KIHEHTCKH
masapHara noprdeitnn
OpHEeHTAaIH s
Bepu-1983 Bopuc u XbHT - Hler - 2005
B3aumoorHome- 2005 Ot 6pann
HUA Keanbp - 1993 V4eHe, OCHOBaHO MEHHKMBHT
norpebuTenu- IennocrTa Ha Ha masapa KbM
KOMIIaHUA B eJlHa MapKa ce nm‘peGn‘rencxu
cepara Ha ciydBa B MEHHUKMBHT
ycnyrure Ch3HAHHETO Ha
HoTpeduTennTe
Il aiin u ®poy -
2005 Jlsasigyanapan ;
CermeHnTupane, Cpunupacan n
Apur-1978, OCHOBaHO Ha Mypman - 2005
Mak Huiia- Tacku - 1984 HEHHOCTTA Ha Dupmena
1979 B3auMooTHOm eH Mensp u KIMEHTHTE 3a OPHEHTALNS KbM
Konuenryanuo M5B KaHAJIUTC 33 Poxxsp - 1993 dbupmara cpoasiBaHe ¢
pa3BHTHE HA pasmnpenaenenue Konuenuusra 3a norpedutenure
HIEHUTE 3a 1:1 mapkeTunr
B3aHMOOTHOLI e-
Earouu HHATA MCXKIY
OOMeHBT MOXKE norpebuTenn u Jxasiuanapan - 2005
na 6b e KOMIaHHH Ayaiisp, Hlbpu, Chp31aBaHe Ha IPOIleCH 3a HaOupane,
OCBIIECTBEH caM( Ox - 1987 Maiin - 1993 aHaTM3MPaHe ¥ W3I0N3BaHe Ha
JleBuT aKo ABETE CTpaHH B3anmMoorHomeH Kounuenuusara 3a ﬂ&)TpeGl/lTeﬂCKaTa ymd)opmauml
OT sApOTO Ha CHUUTaT, 9e s KynyBay- MacoBa
MPOAYyKTa KbM momyqaBat TmponraBad Ha nepCcoHaaH3alus
Jesnt IpOAYKTa B LEHHOCT HHIYCTPHATHH
DupMeHUIT hoxKyc n06aBka nasapu
OT Mpoaax0ou KbM .
3aJ10BOJIIBAHE HA Aeii - 1994
NOTpeOHOCTH Konuenuusra sa CRM ROlllleilllllﬂ
nasapen Gokyc

1
1960 1969 1974 1978-9 1983-7 1990-4 2004-5
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ToBa e Taka, B pe3ynTaTt BepOsTHO Ha cneumdukuTe Ha Te3un nasapu, KoMTo
Ce XxapaKTepuaupaT CbC 3HAUMTENHO Mo-MamnbK Opor yyacTHMUW, NO-pedku u
perynupaHn KOHTakTM M T.H., KOUTO YMecHsBaT u3dyepnatenHoto obxsaliaHe
nosefeHMeTo Ha ©Ou3Hec knueHTute. [locTeneHHO nNo  CTpaHWuMTEe Ha
cneunanunamMpaHuTe MapKeTMHIOBM W34aHuA 3anoyBaT pJda ce  nosiBsaear
nybnukauun,  cokycupaw  BbpXy ~ CbLUHOCTT@ M 3HAYEHMETO  Ha
yAOBIEeTBOPEHOCTTA, Ha noTpebuTenckara LeHHOCT U NporpaMuTe 3a JTOANHOCT.

MpeoxogoHnte 0606LEHNSs Ce OCHOBaBaT Ha HHAKOMKO MbpPBOHAYanHm
LUANTIOCTHU M3credBaHus Ha boynaumH um ,u,p.8 (2005), TomcbH’ (2005), Nangpw,
ApHong v ApH,cl,10 (2005) u BKr™ (2005) BBLPXY PasBMTUETO M NPUIIOXKEHNETO Ha
CRM. Ha dour.1 e npegcraBeHa xpoHonorMyeckaTa nocrnefoBaTenHocT Ha ngente,
npeBbpHanNM ce B NpedwecTBEHWUM 3a UANOCTHOTO KOHUenTyanusvpaHe Ha
yrNpaBneHneTo Ha B3aMMOOTHOLLEHMATA C KMeHTute. 3HauuteneH 6pon KHUrM u
MOHorpadmm nNo MapkeTuHr Ha B3aumMooTHolleHusaTa (Relationship Marketing) ca
nybnukyBanm npe3 1991 r. EgHn ot aBTopuTe, paboTtunu B Ta3u obnacTt ca
Kp|/|CTocb13p12 n MakKena™. Mo CTpaHUUUTE Ha crneumanuampaHuTe M3gaHusa C
MapKETUHroBa OpWMEHTaUMs MbpBuTe Nybnukauum ce cpewat B nepuoga 1994 —
1997r (Bx.Tabnuua 1). Cneg 2000 roguMHa ce nosiBABaT HOBW CheLManuavpaHu
n3gaHus Npsiko HacovYeHW KbM nNpobremu camo B obnactTa Ha ynpaBreHMeTo Ha
B3aUMOOTHOLLUEHUSITA C  KIMEHTUTE, W3MepBaTeNHUTE TEXHWKU W  HOBUTE
TEeXHoMormm, Kouto ga obcnyxsaT ole Mo-ycrnewHo UPMeHUTE yCcunusa u
cucTemMm 3a paboTta C TEXHUTE KITMEHTN.

O600LeHnAT pesynTaT oOT TeopeTudHus o630p Ha Te3u nybnukauum
nokaseaT, 4e MNbpBOHAYanHO norneabT € Oun okycupaH BBPXY OTAENHM
ereMeHTU M TakTUYecKn OEenCTBUS NO U3rpaxgaHeTo Ha B3aMMOOTHOLUEHMUSATa C
knueHTuTe. KaTo yactute B eauH nb3ern, B NO-paHHUTE NyGnukauum ce oTkpuBaT
CaMO OTAESTHU eNleMEHTM OT LUANOCTHATa KoHUenuus, easa no-kbcHo cneg 2000 r.
Moxe nOa Obaoe OTKpUTO B 3arnaBusTa Ha cTaTuy, CTyAMM U MOHorpadcum
noxaTneTto CRM. B Tabnuua 2 ca npefctaBeHn AaHHKM 3a 6pos Ha nybnvkaummTe
B HabnwpgaBaHuUTe WM34aHMs, KOMTO Cca npsko CcBbp3aHM cbc CRM
npobnemaTtukata. N36opbT Ha u3gaHusaTa, noanexawy Ha TeOpeTUYeH aHanma e
HanpaBeH Bb3 OCHOBA Ha HAKOIKO Lienu:

e [Ja Ce nperneja u3fgaHWe Ha CceBepoaMepukaHcKa MapKeTUHroea

opraHusaums (Journal of Marketing);

e [a ce mnperfnega M3gaHWe Ha eBpoMencka MapKETUHroBa OpraHu3auus

(European Journal of Marketing);

® Boulding W., Staelin R., Ehret M., Johnson W., “A CRM Roadmap: What is Known, Potential Pitfals,
and Where to Go”, Journal of Marketing, v. 69, Oct. 2005, pp. 155 - 166

9 Tompson R., What is CRM:, http://www.crmguru.com — uutupaH nocnegeH gocton 12.12.2005, 14:36.
10 Landry T., Arnold T., Arndt A., “A compendium of sales-related literature in customer relationship
management: processes and technologies with managerial implications”, Journal of personal selling and
sales management, v. 25, Ne3, 2005, pp. 231 - 251

" BKI konektus, “The Antidote to Mismanaged CRM Initiatives”, www.bcg.com — uuTpaH nocreaeH
poctbn 6.01.2006, 10:12.

'? Christopher M., Payne A., Ballantyne M., Relationship marketing, 1991, London in “Relationship
marketing: back to basics” by Adrian Palmer, Journal of marketing management, 1994, Ne10.

3 McKenna R., Relationship marketing, 1991, MA, Addison-Wesley in “Relationship marketing: back to
basics” by Adrian Palmer
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e [a ce npernega v3gaHMe HACOYEHO KbM MOTPEOMTENCKUS MapKeTUHT
(Journal of Consumer Marketing);

e [a ce obxBaHe u3gaHWe, HACOYEHO KbM WHOYCTPUAmNHWUSA MapKeTWHT
(Journal of Business and Industrial Marketing)

e [a ce obxBaHaT M3gaHus, NPSKO CBbP3aHW C NpeallecTsalluTe naen Ha
CRM (Journal of Database Marketing, Journal of Direct Marketing)

Tabnuua 1

OnuncaHue Ha Haﬁ-paHHMTe ny6nvn<au,wm No MAapKETUHI Ha B3aMMOOTHOLLEHNATa U
no ynpasJjieHne Ha B3aMMOOTHOLUEHUATa C KIMeHTUTe B cneunarnn3npaHmn

MapKETUHIoOBU U3gaHNA

Ne | NognHa CnucaHue 3arnaswue ABTOpD
Journal of Bnuso go notpedutens! E nu ToBa
1 1994 Marketing B JENCTBUTENHOCT [bxenmc bapHc
Management B3aUMOOTHOLLEHNE?
Journal of MapkeTuHr Ha
2 1994 Marketing B3aMMOOTHOLeHuATa: 0bpaTHO kbM | Agpuad MNanmbp
Management oCHOBUTE?
Obnrocpo4HM B3auMOOTHOLLEHUS MaHoxap
3 1995 Journal of Mexay NPou3BOANTEN — LOCTABUUK: KanBaHu u
Marketing [ENCTBUTESTHO M HOCAT pe3ynTaTtu Hapakecapu
Ha gocTaBuuumTe? HapasHgac
European MoTpebutenute kaTo Cb- Coneeir
4 1996 Journal of pn on3BoanNTENN YUKCTPbOM
Marketing P A P
Journal of CRM nopaxopa: nHTerpupaHe Ha kon Maii
ankbn
5 2001 Database LleHTpoBEeTE C noTpebutenckara M
. enTuep
Marketing MHdopmaLmsa
Journal of Direct Benpocy Ha B3anMoOTHOLGHMTa Jlnca MNeTpuckH
6 1993 . npu cb3gaBaHETO Ha
Marketing 1 Mon YoHr
notpebutencku 6a3un gaHHU
Journal of
7 1994 Bu&nesgand [MapTHWpaHe ¢ KNueHTUTe flan [ibH - onH 1
Industrial Knoa Tomac
Marketing
sournatof | Merersemverc e st e s Mo
8 1996 Consumer P MADKETUHIBT H;"p Pen
Marketing P MakAnucTbp
B3aMMOOTHOLUEHMATA

Ha cwrypa 1 e nokasaHa guHamukata Ha OTHOCUTENHUTE AOSNOBE Ha

cratuuTe,

KOUTO Ca nNpAaKo CBBbpP3aHWM C KoHUenuuAata 3a YynpaeleHne Ha

B3aVIMOOTHOLLUEHUSITA C KMMEHTUTE B paMKUTE Ha BCSKO €OHO OT HabniogaBaHuTe
cnucaHusi. CTeneHTa Ha BKMYBaHe Ha npobnemute B obnactta Ha CRM B
CbAbPXXaHMETO Ha OTAENHUTE CMMCaHUSA € MNONMTMKA Ha HeroBaTa peaakuMoHHa
konerns. NogobHa e M TeHOeHUMssTa KbM HEMpeKbCHATOTO 3acuriBaHe Ha
WMHTEpeca B crieuvanuMampaHntTe cpean KbM pasrnexagaHata npobnemartvka. Ton
obxBalla MHOro pa3HoobpasHu acnektu Ha yrnpaBneHneTo Ha
B3aMMOOTHOLUEHMSITA C KIIMEHTUTE, KaKTO W pa3HOOoOpasHM u3mMepBaTeNHU U
aHanMTUYHM TEXHMKW U MpoLeaypw.
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Tabnuua 2

Bpoit Ha nybnvkaummTe no CRM B cneumanmanpaHn MapkeTUHIOBM U3gaHus 3a
nepuoga 1995 — 2006

06 Gpoit O Tax 06 Gpoit Or Tax
CnucaHve nyBAMKaLMM CBBbP3aHu C CnucaHve nyGnMKaLMK CBBbP3aHu C
CRM CRM
Journal of Marketing Journal of Marketing Management
2005 53 21 2005 47 7
2004 44 10 2004 57 13
2003 37 7 2003 59 5
2002 37 6 2002 57 6
2001 32 6 2001 60 9
2000 36 8 2000 63 8
1999 60 4 1999 58 7
1998 40 5 1998 54 2
1997 38 2 1997 62 14
1996 39 2 1996 53 4
1995 40 1 1995 64 4
European Journal of Marketing Journal of Business and Industrial
Marketing
2005 75 18 2005 25 10
2004 91 8 2004 55 12
2003 86 9 2003 46 10
2002 86 6 2002 37 8
2001 73 3 2001 38 9
2000 80 5 2000 40 10
1999 74 1 1999 28 12
1998 72 4 1998 29 6
1997 64 4 1997 26 6
1996 64 5 1996 23 4
1995 170 0 1995 21 2
Journal of Consumer Marketing Journal of Database Marketing
2005 77 11 2005 29 6
2004 75 6 2004 28 6
2003 43 7 2003 38 8
2002 67 7 2002 54 20
2001 64 5 2001 41 17
2000 72 5 2000 - -
1999 62 3 1999 - -
1998 48 6 1998 - -
1997 65 4 1997 - -
1996 60 2 1996 - -
1995 44 3 1995 - -
Journal of Direct Marketing
2005 25 4
2004 31 2
2003 27 5
2002 26 8
2001 29 2
2000 25 2
1999 39 3
1998 71 1
1997 59 3
1996 51 1
1995 46 1
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durypa 1
[OuHamuka Ha OTHOCUMTENHUTE OSNOBE Ha cTaTuMTe ¢ NpobnemaTnka, cBbp3aHa
cbc CRM B HabntogaBaHuUTe cnvcaHusd
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BHMMaHMEeTO KbM MaeuTe 3a B3aMMOOTHOLLUEHUS C KIMEHTUTE 3ano4yBa Mo-
“nnaxo” B Obnrapckata cneuvanuavpana nutepatypa cneg 1998 r.. Ot npernega
Ha 3arnaeBusita Ha nyOnMKyBaHUTE CTaTUM B HAKOMKO ObNrapCcku HaydHM
cnucaHusi'® ce ycTaHoBM, Ye 3a u3cnenpaHusi nepuop (1998 — 2005) ca
nybnukyBaHn [Be CEpUO3HN W3CNe[BaHMs MO pasrnexgaHnss TyK BbApoc B
cnucaHne MkoHomumka ot 2003 rogumHa. E,El,HaTa15 oT nybnukaummTe e HacodeHa
KbM OW3HEC B3aUMOOTHOLLUEHWSITA WM MO KOCBEH HaYMH 3acdara ugeuTe Ha
YNPaBMEHNETO Ha B3aMMOOTHOLIEHWSTA C KIMEHTUTE, a Apyrata'® e mpsiko
CBbp3aHa C npeicTaBsiHe Ha OCHOBHM MOMeHTU oT CRM — koHuenuumsaTa.

Taka moxe aa ce 00606LK, Ye OTHOLWEHUATA C KNUeHTUTe ctaBaT obekT Ha
BHMMaHMETO Ha MapKeTUHroBWTE CneumanucTM npe3 BTopaTa MOMoBMHA Ha
MuHanus (XX) Bek. Bb3 ocHoBa Ha pesynTatM OT TEOPETUYHUM U eMMIUPUYHM
nacneaBaHusa npes 90-Te roanHM Ha XX BeK pasBuTaTa KOHLUENUMa 3a nasapHa
opueHTauust ce chopmupa KaTo KOHKpeTHa OEWHOCT B MapKeTWHra C MOHATMETO
CRM. ToBa, koeTo npeacton ga Obae TEOPETUYHO PELUEHO WM MpPaKTUYECKM
NpUnoXeHo € BKtouBaHeTo Ha CRM B cTpaTernyeckoTo ynpasneHue Ha busHeca.

" cn. “UsBecTus” — uamaHMe Ha MKOHOMMYECKM YyHMBEpcuTeT — BapHa, cn. “UKOHOMUYECKM

uscneaBaHns” — msgaHue Ha VIKkoHOMMYecKUst MHCTUTYT Ha bBbnrapckata akagemus Ha Haykute,
CrtonaHcka akagemus “O.LleHoB” — CeuwoB u WkoHomuyecku yHuBepcuteT — BapHa, cn.
“UkoHOoMMYeCKN anTepHaTMBK® — U3JaHNe Ha YHMBEpCUMTETA 3a HALMOHAIHO U CBETOBHO CTOMAHCTBO —
Codus, cn. “MkoHommuecka mucbn” — wuspgaHue Ha WkoHommyeckuss MHCTUTYT Ha BAH un cn.
“UNkoHomumka”

'* OumuTpoBa BaHsi, “DupMeHUTe NapTHLOPCKM OTHOLLEHWS B Bbrrapus”, cn. MkoHommka, 2003/6p. 1,
cTp. 77 - 80

16 OumnTtpoBa Backa, “MapkeTuHr, OpMeHTUpaH KbM OTHOLLEHMsITa ¢ kKnneHTu”, cn. MkoHomuka, 2003/
6p. 2, cTp. 78 - 82
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OCHOBHU uaMepeHus npu gecdpmHmpaHeTo Ha CRM

TeopeTnyHNAT 0630p Ha crneumanusvpaHaTa nutepartypa 3a nepuvoga 1977

— 2005 r. no3BonsiBa ga ce u3Begar okono 25 onpegenenunsa Ha noHstmeto CRM,

KOUTO 3acnyxaBaT BHUMaHWETO Ha cneunanuctute (BX. [lpunoxeHune 1).

MeToabT, NPUMNOXEH NPU TEOPETUYHUS aHanu3 e oT obxBaTa Ha HayKoOMeTpusTa,

Nnpu KOMTO BCSIKO €4HO onpegeneHve ce MHAeKcupa no OCHOBHY KroyoBu gymu. B

pe3yntaT Ha ToBa ce u3onupaT 48 nyHkTa, KouTo Morat ga 6baaT OTKpUTU B

pasrnexgaHute onpegeneHus. CbaobpxaTenHuaT npernen Ha MyHKTOBETE AaBa
Bb3MOXHOCT Te Aa O0baaTt CTpykTypupaHu (Bx.Tabnuua 3).

Tabnuuya 3

PasnpegeneHne Ha NyHKTOBETE MO OCHOBHWU HanpaBIieHNs

Hanpasnexue MyHKT

Kakso EI/IaHeC-CTpaTeFI/Iﬂ, npakTuka

npeactasnsisa CRM Mpouec

Kyntypa

TexHomorusi

Mopxon

MeTtogonorus

M3KkycTBO, Hayka

MpunoxeHve

Crparterus

KbM Kkoro ca MoTtpebutenu, KNUeHTH

HacoveHn CRM MHavBvayanHu notpebutenu

neviHocTuTe Knto4oBuM KMeHTH, n3bpaHu KNUEeHTHU, CTpaTerMyeckn 3HauMmm KIMeHTu

MoTpebuTencku cerMeHTn

Kowi paspaboTBa OpraHu3aums, KoMNaHus

CRM penHocTtute O6L, PMPMEH CTpEMEX

Beunukmn CbTPYAHUUWM Ha KOMMNaHUATa, 0610 opraH13auroHHa MHMLMaTMBa

OcHoBHa XonuctnyeH

XapaKkTepuctunka Ha VHTepakumu

CRM peiHocTuTe E-Tbproeus

1:1 MapkeTuHra

YnpaBneHcku

MapKeTI/IHFOBa cTparerna

OpueHTupaHa notpebutenckm

Cwmucnena KOMYHUKauma

KomneTeHuun B opraHusaumsita

YnecHsiBa

CuctemaTnyHm, aBTOMaTU3MpaHu, NnepcoHann3npaHu, ueneHacovyeHun, ageksaTtH

Kaksu cpeactea ViHdbopmaumsi, 3HaHWe 3a KNWMEHTa, AaHHU

n3nonsesa n N3UCKea VIHbopMaLMOHHM TexHonormm

CRM MHBECTUUMS B pecypcu — Xxopa, TexHosorust 1 61sHec npouecu

CBbBKYMHOCT OT X0pa, NPOLECU, TEXHOMOMMU, BbNPOCU

Kakso uensat CRM YcTaHoBsiBaHe, pasBuTue, NnogabpxaHe, oNnTUMU3NpaHe 1 3agbpxaHe

nenHocTuTe [ObnrocpoyHn

B3anmHo

LleHHu, nsrogHu

B3aumooTHoLeHns

OnTMMK3MpaHe Ha NpPMXoAMTE CW; NOBULIABaHE Ha CTOMHOCTTa CU

Paa6mpaHe W yaoBIrneTBopsABaHe Ha HyXan n FIOTpeGHOCTVI

MoTpebuTencko nosegeHve

34paBu 1 cuUnHu

MopobpsiBaHe ob6cnyXBaHETO

MonesHocT

MapTHBOpPCKK

JlosanHocT 3a knneHTa

LleHHoCT, noTpebuTencka LeHHocT

[MporHosupaHe
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Ot rnegHa Toyka Opos HaA NyHKTOBETE BbB BCAKO €0HO OT U3BEAeHUTe
HanpaBneHus MoXe Jda ce 0006wu, 4Ye HaW-ronemuTe OUCKycun B
cneunanmsanpaHntTe cpeam ce otHacaT kbm ToBa “KakBo npegctaBnasa CRM?,
“OcHoBHN xapakTepucTukn..” n “Kakso uenat ..“. lNocnegpawoTo obpaboTBaHe Ha
KMYoBUTE OyMW Ha  pasrmexgaHute geduvHuumMm  nokasBa  Har-4ecTo
nanonasaHute (BX. dur. 2).

®urypa 2
YecToTa Ha NPpUCBCTBME Ha KroyoBaTa Ayma B aHanmM3vMpaHuTe gepmHiumm 3a

MonesHocTt

MapkeTuHroBa ctparerus

WHchopMaLMoHHM TexHOnorum

Mpunaraxe

CRM
WHdopmaums, 3HaHMe 3a KNUeHTa, AaHHU I

Moaxopn

KniouoBu knue HTu, V|36pa|-m KnneH™, ctparernyecku
3HAYNMU KNTUEHTU

OnTuMM3MpaHe Ha NpuxoauTe, yBeniMyaBaHe Ha
CTOMHOCTTa CU

Mpouec

BusHec-cTpate rus, npakTuka

OpraHusauus, KoMnaHus

MoTtpe6utenu, KNUeHTH I

B3avMo OTHOLIE HUSA I

LleHHuU, nsrogHu

B3aumHo

ObnrocpoyHun

YcraHoBsiBaHe, pa3BuTHe, NoaabpXaHe, I I I

onTMMU3NpPaHe U 3abpXaHe I

0% 5% 10% 15% 20% 25% 30% 35% 40% 45% 50%
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BaxeH acnekt B geduHupaHeto Ha CRM e B3amMmooTHowweHueTo. Moyt B
nonoBMHata oOT pasrnedaHuTe JeduHUUMM ce  yTBbpXAaBa wuaedtra 3a
B3aMMOTHOLLUEHUS MeXay opraHusauusita u knueHTtute. MNpu ToBa nocnegHuTte ce
onpegenaT kato: notpebutenu, crTpaTerMyeckm 3HaudvMu, KIMEHTWU, W3rOA4HM
KNNEHTN, N30paHN KITMEHTU, KIMOYOBU KMMEHTU M Ap. Taka NOCOYEHUTE OLEHBYHU
XapaKTepUCTUKN YTBbPXAaBaT Hal-mMarnko ABa MOMEHTa: MbpBO, Ye CTaBa BbMNPOC
3a KIMeHTa B TECHMS CMUCDHIT Ha NMOHATUETO, TO3U, KOMTO € KynyBas, KyrnyBa unm ce
o4akBa Kynu; BTOpPO, B3aMMOOTHOLUEHusATa ce pas3bupaT Ha TaKTU4ECKO HUBO —
KMMEHTWN, KOUTO MMAT 3HaA4YEeHWe 3a KPaTKOCPOYHWUTE Nas3apHU U OMHAHCOBM LIENK
Ha KOMMaHusiTa. Taka W3BbH BHMMAHWETO Ha MEHWIKMbHTA OcTaBaT
B3aMMOOTHOLLEHUSITA C MHOWBMAM, KOMMNAHWM U OBLLHOCTW, KOUTO He ca Npeku
KNUEHTW, He NPaBsT Ha-ronemMmTe CMeTKU, He ca Hal-4ecTuTe KyrnyBadu, HO umart
aKTMBHa MO3ULUA U ponsi OTHOCHO OmM3Heca Ha KOMMaHusTa U ca BUCOKO
KOMMeTeHTHU. [uanorbT ¢ TAX MOXe [a MNoAnoOMOrHe KoMmnaHusTa B HelHata
WHOBaLMOHHA 1 yMpaBrieHcka MonuTuka. Taka ce HeyTpanuaupaTt HegocTaTbumTe
Ha CYETOBOOHUAT MOAXOA4 KbM KIMEHTUTE, M3BECTEH kaTo 3akoHa Ha [lapeTo
(80:20:80). Bb3 ocHoBa Ha ToBa OM MOrMo da ce M3BeAe MbpPBUAT OUCKYCUMOHEH
npobnem, kbM koro TpsibBa ga ca HacouyeHu CRM peiiHoctute. CmsTame, 4e
npocrneasiBaHeTO AMHaMMKaTa Ha KIMEHTCKOTO B3aMMOOTHOLLEHUE (T.Hap. XKusHeH
Uvkbn Ha KnmeHTta) MHOro no-toyHo 6u ce BAMcano B pamKiTe Ha ToBa
N3MepeHue.

Opyr amckycnoHeH acnekt Ha CRM ce oTHaca OO HeroBus npoueceH
xapaktep. MHoro asTopu Bb3npuemat CRM kato npouec. Habniogasa ce
n3BecTHa AnHamMuka B obxBaTa Ha TO3W MpoLEC B paMKUTE Ha opraHusauusTta. B
onpepsenenusita Ha Taokac'' (2000), Mac u Kymmknew'® (2001), CRM
CnpaBOHHMK19 (2005), MapBatuap w LWet® (2001) npouecbT e M3UANO
MapKETUHroBO (hOKyCMpaH, T.e. HE M3nu3a u3BbH 0oOXBaTa Ha MapPKETUHIOBUTE
OEeVHOCTU B KOMMaHWsSTa, npunaramku gyHKUMoHanHusa nogxod. OTKpuBaTt ce u
geduHNUMK, KOUTO pasrnexgar YhpaBfeHMeTO Ha B3aMMOOTHOLUEHMETO C
KNMeHTUTE, KaTo npouec, KOMTO Ce OonuTBa Aa WHTerpupa BCUMYKM OCTaHamnm
YHKLMM 1 pecypcy B opranusaumsta Cait u Arpayon (2003)2'; Xo6u (1999)% u
Fem6bn, Coyk n Yyakok (2002). Mo to3m HaumH CRM ce npuaBmkBa n eBoroupa
OT eavH yHKUMOHanNeH npouec B Kpoc (PyHKLMOHAmNEH, KOETO € U no3uumsaTa Ha
aBTopute. OcHOBaHMETO 3a ToBa ca B pa3dbupaHeTo, 4Ye udAnocTHaTa
notpebutencka opueHTaums He Moxe Aa Obae OCbLUeCTBEHA CaMO B paMKUTe Ha
MapKETUHIOBUTE CMELMANUCTN UM HA MapKeTUHIOBUSI OTAEN B opraHusauusata. B
Hayanoto Ha XX| Bek [uckycusiTa OTHOCHO (DYHKUMOHANHMA WM MNpPOLECEH
XapakTep Ha MapkeTuHra ce npuema 3a npukniodeHa. Cneumanuctute ca
obGeauHeHN OKOMo uaedra, 4Ye MapKeTUHrbT, a crnegoBaTerniHo WM HEroBUTE
CbBPEMEHHN KOHLEMUMU M KOHKPETHM AeAHOCTU TpsibBa Oa ce Bb3npuemar Kato
npoLec, KOWTO NpUCbCTBA MapanenHo BbB BCUYKM ba3n Ha OM3Hec npoueca u

" Nop Ne 22 B Mpunoxexve 1
'® Nop Ne 23 B Mpunoxetve 1
" Nop Ne 6 B MpunoxeHue 1

2 Mog Ne 16 B MpunoxeHue 1
' Mog Ne 15 B MpunoxeHue 1
% Mop Ne 11 B MpunoxeHue 1
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KOOpAMHMpPa ycunusaTa Ha opraHmMsauusaTa 3a NoCTUraHe Ha CUITHU KOHKYPEHTHU
npeavmcTBa.

B 3HauuTenHa cteneH CRM ce onpegens M kaTto Noaxo4 B Kracuveckus
CMUCHIT Ha pa3bupaHe Ha ToBa noHsaTue. OT rnegHa To4Yka Ha TEPMUHOMOMMYHO
nsuucteaHe ToBa 6 Morno ga ce npyeme. Ho OT rmegHa To4uka ynpaBrieHNETO Ha
B3aMMOOTHOLUEHNETO Ha KIMEHTUTE KaTo MpakTUYeCcKn OPUEHTMpaH npouec
onpegensHeTo My KaTo MOAXOo4 ro NMpeBpblia B TEPMUH OT BMUCOKa abCcTpakuus.
ToBa koMMMLMpa HErOBOTO NpMemaHe B BU3HEeC nNpakTukara.

CnepgalloTo BaXxHO namepeHue npu gedurHupaHeto Ha CRM ce odepTaea
0a 6bae Npsako CBBbP3aHO CbC cpeacTBaTa U TEXHUKUTE, KOUTO Ce npunarat B XxoAa
Ha peanusaumarta. [do ronama cTeneH OT npernega Ha cneuywanuanpaHata
nuTepaTtypa no BbNpoca ce octasa C BneyatneHneto, 4ye CRM e npsko cBbp3aH ¢
pasBUTUMETO Ha CbBPEMEHHUTE MHAOPMALMUOHHU TEXHOMNOrMM (Fneﬁsbp23, 1997;
ocHu 1 boem, 2000 n T3okac, 2000). Toa gaxe ce U3TbKBA B HAKOM NyGnukaLmm
KaTO OCHOBHa pasnuka Mexay YnpaBneHMeTo Ha B3auMOOTHOLUEeHUsTa C
KIMEHTUTE U MapKeTMHra Ha 0asu panin®*. Ho nosuumsita Ha p,pgrm aBTOpW,
KonuyenZS, 1999; KbTHBP 1 vamcze, 1997; Panona27, 2002; Xomkuc 8 2002 n B
CbBpeEMeEHHaTa CchnpaBoYvHa nMTepaTypazg, 2005, e no-ckopo cBbp3aHa C
ocHoBaBaHeTo Ha CRM penHocTTa Ha no3HaBaHETO M MO3HaHMETO 3a KINeHTUTEe
U uaAnoctHata obKpbXaBalla cpeda. ToBa € MHOro Mno-LMpoko pasbupaHe 3a
TEXHOSIOMMYHOTO BfUSIHUE U € MO-MPUEMSIMBO, Tbl KaTto MHGOPMALMOHHUTE
TexHonormm u MIHTepHeT 1 no3sonsiBaT Aa ce akymynupaT U ynpasnssaTt no eauH
no-euKaceH Ha4yMH AaHHUTE 3a NoTpebuTenute u cpegarta. ToBa OT CBOS CTpaHa
€ Bb3MOXHOCT 3a Mpou3BexdaHe Ha Mo-Ka4yecTBEHO M pa3HOOoOpasHO 3HaHue 3a
oOKkpbXaBallata cpega M noTpedbutenute B 4YacTHOCT. Tean aktu He
obe3ueHsBaT Npou3BeeHOTO 3HaHMe 6e3 NPsSKoTO yyacTue Ha OUTUTanHUTE U
WHopMaLMOHHMTE TexHomnormu. B T1o3n cmucbn moxe aga ce kaxe, ye CRM e
Bb3MOXeH Aa hyHKLMOHMPA YCNELLHO B YCIOBUSATA Ha YNPaBNEHNETO Ha 3HAHNETO
(knowledge management).

lMocnegHoOTO, HO HE KaTo 3HA4YeHue, € U3MEPEHNETO CBBbP3aHO C LieNnTa Ha
CRM npakTtukata. Bb3 ocHOBa Ha gaHHUTE OT dwur. 2 ce odepTaBaT CreaHuTe
CUrHanu B Tasu NOCoKa — YCTaHOBSIBaHe, pas3BuTue, nogabpxaHe, onTumMuanpaHe u
3a4bpXaHe; UEeHHW, W3rogHu; B3aWMHO; AObArOCPOYHU. Tasum KomOuHauusa ot
KMIOYOBM OyMU M M3pasn SCHO MokasBa Mnocokata, a WMEHHO He npocTo
usrpaxgaHe Ha B3aUMOOTHOLUEHUS, a B3aMMOOTHOLLEHMS, OCHOBaHW Ha
crnoaeneHuTe LEHHOCTM, Ha B3aumHaTa W3rodHOCT, KOMTO ce paspaboTeaT B
TeyeHWe Ha BpeMmeTo, 3a Aa Ce OCUrypu [OCTaBsiHe Ha MONIe3HOCT 3a BCUYKM
CTpaHM BbB B3aMMOOTHOLIEHMETO. ToBa OT CBOA CTpaHa onpegensa w
cTpaTternmdeckata ponst Ha CRM npakTukarta B opraHmsauusTa.

B 3akntoueHne moxe ga ce 06o6wm, ye CRM e wunpoko ob6xBaTHO sIBNEHUE;
o6l noaxop 3a ocurypsiBaHe Ha OYHKLMOHNPAHETO Ha MapKeTMHroBaTa cTpaTerus

% Mog Ne 13 B Mpunoxenue 1

2 McKim B., “The differences between CRM and database marketing”, Journal of Database Marketing,
v.9, 4, p.371

% Mog Ne 12 B MpunoxeHue 1

% MNop Ne 19 B MpunoxeHue 1

# Mop Ne 25 B MpunoxeHue 1

% Mog Ne 26 B MpunoxeHue 1

% Mop Ne 8 B Mpunoxexue 1
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B egHa cdupma. lMpouec, KOMTO ce OCHOBaBa Ha 3HaHMETO 3a cpejarta M 3a
KMMEHTUTE B YaCTHOCT, B KOWTO Ca aHraXupaHy BCUYKM paBHULLA W y4acTHULM B
efHa opraHusaums, 3a Aa ce NocTUrHe B3aumHa LIeHHOCT 3a Hest U KIMeHTUTe 1 B
TakTMyecka u crpaTternyecka nepcnektusa. B no-usnocteH nnaH CRM o6obuasa
W BKIOYBA CNeAHMTE CbBPEMEHHN HanpaBfieHVs Ha MapKeTUHra:

® VHTepakTMBHUS MapkeTuHr (Interactive Marketing);

MapKeTUHIBT OCHOBaH Ha 3HaHneTo (Knowledge Marketing);
MapKeTUHIbT OCcHOBaH Ha 6a3un gaHHu (Database Marketing);
ynpaeneHneTo Ha krntodoBuTe knneHtn (Key Account Management);
yrnpaBneHNeTo Ha XM3HeHUs uukbn Ha knueHtuTe (Customer Lifecycle
Management);

e ynpaBneHueTo Ha noTtpebutenckata ueHHocT (Customer Value

Management);
e yrnpaBneHneTo Ha noTtpebutenckoro noptdonmo (Customer Portfolio
Management)

Bb3 ocHOBa Ha TeopeTWyHWTE M3crnedBaHus U 0600LIEeHMS OT y4YyeHuTe Ao
cera 6u morno pa ce onpegenn, 4ye CRM e uHTepakTMBEeH CcTpaTernyecku
MapKETMHIOB MpOLeC, OCHOBaH Ha 3HaHWETO, KOWTO 4pe3 KOHBEHLMOHAmHW U
CbBpeEMEHHN (pa3HoOOpasHM) TexHomnorMM npuBexaa B OencTBne uvaesaTa 3a
cnofernsiHe Ha LeHHOCTUM MexXay 3aumHTepecyBaHW OOLLHOCTW Ha BCUMYKU eTanu oT
cTparermyeckus 6rusHec npouec.

CRM kaTto cTpaTternyecku npouec

MpunoxeHmeto Ha CRM 3a npugobviBaHe Ha KOHKYPEHTHO NMpeauMcTBO BCe
no-4ecTto ce fokasBa OT peguua emnupudHu gadHu. OT npefcTaBuTENHO 3a
CBETOBHUS 6u3Hec wuacneaBaHe Ha [enont wu  Tyw®  notpeGutencku
opueHTupaHuTe KomnaHum ca 60% no-neyenuBwyM — OBa MbTW MOBeYe B
CpaBHEHWE C Opyrnte KOMMNaHuM HagxBbpPAAT nocrtaBeHuTe GusHec uenu u gBa
NbTU NoBeve [OCTaBAT akUMOHepHa CTOMHOCT. [dpyra komnaHus Meta [pyn —
rnobaneH 6u3HeC KOHCynTaHT cboblwasa, Ye nHeBectmumute B CRM HapactsaT c
23 % ro,u.mumo“. ToBa e BanuaHo 3a Haun-gobpute 2000 rnobanHn KomMnaHuK.
OHesu, KoUTo He MHBecTUpaT e oTbensseaTt 3arybu B uaHUTE rogMHu Ha nasapeH
OSN 1 CTOMHOCT Ha TbproBckaTa mapka. Bcuuko ToBa mocTaBs BaXXHUTE BbMPOCU
no npespsblwaHeto Ha CRM oT onpegeneHve Ha efuvH HOB TEpMUH B
nocnefoBaTenHocT OT npoueaypu, Mpouecn M OEeNCTBUS, KOUTO [a OCUTYpsT
HEroBOTO aKTUBHO W YCMELWHO npunoxeHue. CTpatermyeckara nepcrnektMBa 3a
CRM 6u nognomorHana no-3agbnbodyeHoTO My pasbupaHe 3a pondta My B
npoueca Ha OTKpMBaHe, ONTMMM3WpaHe, pasBUTME U  3agbpXkaHe Ha
notpebutenuTe u B OOCTABAHETO Ha LEHHOCT KaKTO 3a TAX, Taka M 3a BCUYKU
3auHTEpPEeCyBaHU Nuua v rpynu B U OKOJ0 KoMNaHuaTa. KbM cerawiHnsi MOMEHT BCe
olle ca orpaHuveHn nybnukaummTe, KOUTO KOMEHTUpAT CTpaTermvyeckute
nepcnektmen Ha CRM npaktukata. Mak, Mano n Kape npegnarat npe3 2005 r.
efQHa rnegHa Tovka 3a OCHOBHUTE eNleMeHTU, KOUTO ca Heobxoaumu 3a

% “Relationship Marketing: strategies & technologies”, www.unica.com, uuMTupaH nocregeH OOCTbN
20.10.2005, 12:45
* Nak Tam.
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npunaraHeto Ha ycnewHata CRM CTpaTervmgz. Te odopmat T.Hap. CRM —
AnamaHT, KOWTO MO CBOSAITA CbLLHOCT NpeacTaBnsBa euH cTaTudeH Moaen (BX.
dur.3).
®urypa 3
CRM — OnamaHT — ctaTtudeH moden Ha enemeHtnte Ha CRM ctpaterusata Ha Mak,
Mawo n Kape33

OTpeduTencKa OrmeHka Ha
CErMEHTALUSL nornebuTenuTe

ORI - Brosme

(00 - Dleimzoem

Opraxusany-
@IRIMI o @@[H]@ onra Opranusa-

YnoTtpebeHute CbKpalleHus B LeHTpanHaTa 4acT Ha Mofena o3HavaBaT KakTo crieasa:
YIMM — YnpaBneHve Ha noTpebutenckute CTOKW/ycnyru;

YXKLUK — YnpaBneHue Ha XU3HEHUS LMKbIT Ha KNUEHTUTE;

YTK — YnpaBneHue Ha TpaH3aKuunTe C KIMeHTuTe;

YWIM — YnpaeneHve Ha nHdopmauusTa 3a notpebutenure.

OcHoBHaTa norvika Ha npeanoXeHus OT Tesn aBTopy MoAern € OCHOoBaHa Ha
pa3bvpaHeTo, Ye MbpPBOHAYArHO B paMKUTE Ha efHa opraHusauust € Heo6xoamMmo
[a ce usrpagu UANocTHa BM3Ws 3a noTpebutenckarta opueHTaumsa Ha KoMNaHusTa,
KOeTo onpedenss OCHOBHOTO 1 pas3bupaHe 3a  ynpaBrneHWeTo Ha
B3aVMMOOTHOLUEHNATA C KIMEHTUTe. ABTOpUTE MOCOYBAT KaToO MHOMO BaXHO
AeUHMPaHETO Ha OCHOBHUTE MPUHUMNU B paMKWTEe Ha edHa KOMMaHuWsl, KOMTO
pbkoBoaAaT CRM wuHuumatuBute. KaTo TakvMBa MpUHUMNKM ca MPEaSIoKEHU:
M3rogHOCT Ha noTpebutenuTe; AudepeHumpaHe Ha OTHOLLEHUETO KbM KITMEHTUTE;
nepcoHanusauusi Ha npeanaraHeTo; CUCTEMHOCT; MHTerpaums. MsrpaxgaHeTo Ha
nogoGHa Bu3MsS e HeobxoOaMMO [Oda Ce M3BbplBa Bb3 OCHOBA Ha MPELM3HO

% Mack O., Mayo M., Khare A., “A Strategic Approach for Successful CRM:A European Perspective”,
Problems and Perspectives in Management, 2/2005, pp. 98 - 106
% Nak Tam, ctp. 100
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OLEeHsIBaHE Ha KMMEeHTUTEe Mo OTAENHW ueneBu nasapu, cbobpassiBakm ce C
OCHOBHaTa cTpaTervs 3a paspaboTBaHe Ha na3apa.

Ha 6asa CRM - Busnsta B KOMMaHuATa Moxe Aa Obae M3BbPLUEHO
CNBaHETO M 06eNHSABAHETO Ha OCHOBHUTE AENHOCTU, KOUTO CMOpes UUTUpaHNTe
aBTopu obxsawart uanoctius CRM npouec. 3anoyBankM OT €4HO LSNOCTHO
pa3bvpaHe Ha HyXauTe W NpeanodYnTaHusiTa Ha KNWEHTUTE, T.e. Ha MbilHa U
nogpobHa uWHGopmauusa 3a noTpebutennte, KoaTo paboTu B pearHO Bpeme
(YnpaBneHne Ha wuHdopmauuaTa 3a notpebutenute), notpebutenckarta
opueHTauus mMoxe ga 6bae gocTaBeHa C MomoLliTa Ha pas3HoobpasHu KaHanu 3a
npogaxba (YnpaBneHune Ha TpaH3akuumte C notpebutenuTe), a CblWoO U C
nomoLlTa Ha pasHOoobpasHM HOBU M MoauMdUUMpaHn NpoaykTn (YnpaBneHue Ha
notpebutenckute  ctoku/ycnyrn), 3a gJa Cce  MOCTUrHAT  ObJTOCPOYHM
B3aMMOOTHOLLEHUS C KNUEHTUTE (YNpaBneHne Ha XU3HEHWUS LMKBLIT Ha KITMEHTUTE).

B cBosta rmegHa Toyka aBTopute Ha CRM — gnamaHTa nocoysart, ye He e
Bb3MOXHO [a Cce u3rpagu ycnewHa crtpaTterys 6e3 Hanuumeto Ha CRM —
OCHOBaTa, a MMEHHO ajeKBaTHa OpraHu3auMOHHa CTPYKTypa, WHGOPMAaLMOHHU
TEXHOMOIMMU U USAMOCTHA cucTemMa OT CpeacTBa U TEXHUKM U MOTpeduTencku
OpueHTMpaHa KopnopaTusBHa KynTypa.

CRM — gnamaHTa npefcraBnsiBa UHTEPECHa rnegHa TOo4ka 3a OCHOBHUTE
eremMeHTM 1 npouecu, KouTo morat ga 6waat ugeHtudwmumpaHun. Kakto Gewe
MOCOYEHO TOBa € eauH CTaTU4eH Moden, B paMKUTe Ha KOWTO He moraT ga ce
OTKPMAT nocregoBaTenHocT, obpaTHU BPBL3KM WM B3aMMO3aBMCMMOCTU KakTO
MeXxay OTAENHUTE eneMeHTH, Taka 1 Mexay npegnoxeHunte npouecn. OcBeH ToBa
B paMkuTe Ha obxeaTta Ha CRM pgeliHocTMTe aBTOpuTe npeanarat YnpaBrneHUeTo
Ha TpaH3aKkuuute C KnueHtuTte. CMmsiTame, Ye TPaH3aKUMOHHUSAT MapKeTUMHr Bce
fnoBeye OTCTbMNBA MSACTO Ha WHTEPAKTUBHUST MApKETUHI ' 1 OT Ta3u rnegHa Touka
yNpaBrneHMeTo Ha KOHTaKTUTe u C notpebutenute e Heobxogumo pJa ce
CMHXPOHM3Mpa C UAMNOCTHOTO pas3bvpaHe 3a U3rpakgaHe Ha MHTEPAKTMBHOCT B
paMK1Te Ha ynpaBrsiBaHUTE Nasapu.

WHTepecHa rmegHa Toyka KbM LANOCTHOTO pa3bupaHe Ha cTparternyeckarta
pona Ha CRM B pamkuTe Ha KOPMOpaTMBHOTO W (PUPMEHOTO npeacTaBsiHE
nemoHcTpupaT PobbpT, Jlny un Xa3app.35 (2005). Te npegnarat mogen Ha CRM
npoueca (BX. cur. 4).

B cpaBHeHne cbc CRM — pavamaHTa, TO3M MoZen MnocoyBa
nocnegosatenHocTTa OT AEWCTBMSA MO npakTudeckoto npunaraHe Ha CRM
aeviHocTtTa. Tol ce oKycupa BbpPXY OCHOBHUTE M3MCKBAHUSA OT KOPMOPATUBHO U
MapKETUHIOBO ECTECTBO, KOUTO ca HeobXooumm 3a eguH ycneweH npouec. Tyk He
ca U3BEAEHUN USANOCTHO OCHOBHU €IEMEHTU HA NPeaSIoKeHUs NpoLec, a NPeaNMHO
OEVHOCTU B HEFOBUTE PaMKM.

3 [eoprueBa E., Kexanosa M. VHTepakTUBHUAT MapkeTuHr, MexagyHapogHa HayyHa KoHdepeHuus
“MapkeTVHr M cTpaTerMyecko nnaHupaHe — Teopwusi, npakTuka, obyuyeHue”, 9-12 centemspu, 2004
roguHa,

* Roberts M., Liu R., Hazard K., “Strategy, technology and organizational alignment: Key components
of CRM success”, Databade Marketing & Customer Strategy Management, 2005, v. 12, 4, pp. 315 - 326
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durypa 4

Mogen Ha CRM npoueca — Po6bpTc, Jiny 1 Xasapa™

PaspaboTBane Ha cTpaterns 3a

NOTpEOUTEINHTE: o YIIOBIETBOPEHOCT; OpraHH3alHsATa:
o llenesn nazapu; = - JlosHocr; %1 [otpebutencku hokyc;
o CerMeHTHpaHE; ‘e  Ilotpebutencka 2. YmpasieHue Ha
o JludepeHuupanu cTpaTerun LIEHHOCT. TIOKYIIKHTE;
3. Jlauuu;
4. Texuonorun

U3mepsaHe Ha e(peKTHBHOCTTA Ha
nporpamara:

5.
6.

7.

Jlocthrane Ha IOCTaBEHNTE LIEMH;
[onnomarane Ha IATOCTHATa
CTpATerus KbM TMOTPEOHTENHTE;
[loBuImaBane MpUrogHOCTTa Ha

Onpe;[eJmHe Ha LETUTE:

OleHKa 3a TOTOBHOCTTA Ha

M3mnnenne va CRM mporpamu
e OCHOBaHH HA CTPATETHs;
o1 DokycupaHH KbM [OCTUTaHE

W3passBane Ha
OpraHu3auATa 1o
OTHOIIEHUE HA TI0CTABEHHTE

Ha LEITHUTE;
o [lomoOpsBarm npuroHOCTTa

]
Tienu:
o [IpomsHa B

YIpaBIeHCKATA
CcTpaterus / mporpama;

JIaHHHTE;
8. TloTeHuuan 3a BbBEKIAHE HA
ObJIelH mporpamu

Ha JTAHHUTE

O6obLieHa rnegHa To4ka, No-UANocTHa Mo CBOS xapakTep npegnarart lNMenH
n ®poy*’ (2005). CtpaTernyeckata pamka Ha CRM (cur. 5), Cbabpxa creaHuTe
HOBW MOMEHTM, KOMTO HE OTKPUBaMeE B NPEAXOAHO NPeACTaBeHUTE MOdenu:

e TOCTaBs Ce yaapeHue BbpXy KpbCTOCAaHO-(PYHKUMOHANMHNTE NPOLIECH Ha

ctparterusata Ha CRM;

e MpeAcTaBeHaTa paMKka € MpPOLECHO OCHOBaHa U CbAbpXa KIHO4YOBUTE

enemMeHTV BbB BCEKM OT NPOLECUTE;

e YTOYHEHM cCa OCHOBHM B3aMMOAEWCTBUST W B3aMMO3aBUCUMOCTU B

paMKuTe Ha Lenusi npouec nognpowecu.

OcCHOBHUAT OKYC B cCTpaTerMyeckata pamka € BbpXy cTpaTernveckurte
npouecu, KOUTO Ce OCBLLECTBABAT MEXAy opraHusauuata u HemHUTE KIUEHTW.
ABTOpUTE uU3BEXOAT MET KMNHYOBM nNpoueca, cToswm B ocHoBaTa Ha CRM: 1)
paspaboTBaHe Ha cTpaTerus; 2) cb3gaBaHe Ha MOMe3HOCT; 3) MHOrokaHarHa
WHTEerpauus; 4) ynpaeneHve Ha MHgOopMauuaTta; 5) oueHka Ha WU3MbIHEHUETO.
Tes3n npouecu ca BbB B3aMMOAENCTBME U B3aUMO3aBUCUMOCT M NpeacTaBnsisat
e[VH uHTepakTuBeH komnnekc. OCHOBHAaTa NorMka Ha KOHUenTyanHata pamka 3a
CRM ctpaTterusita ce 3akni4daBa B MOCTUraHETO Ha KOHKYPEHTHO MpeaumcTBO,
ypes Cb3gaBaHETO Ha LEHHOCT 3a GusHeca 1 knueHTuTe. NpoueckT Ha cb3daBaHe
Ha LEHHOCT ce OCHOBaBa Ha BCUYKO, KOETO € MOCTUrHATO KbM CerawHus MOMEHT
OT OpraHu3aumaTa M Ha 3HaHMEeTO 3a KIMeHTUTE K obkpbXaBawaTa cpega.

% Mak Tam, cTp 318
s Payne A., Frow P., “A Strategic Framework for Customer Relationship management”, Journal of
Marketing, 2005, vol. 69, October, pp. 167 - 176
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KoHuentyanHa pamka 3a CRM ctpaterus Ha [NenH n <I>poy38
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#Payne A., Frow P., “A Strategic Framework for Customer Relationship management”, Journal of Marketing, 2005, vol. 69, October, p. 171



LianocTHmnaT npouec no ynpaefeHve Ha B3aUMOOTHOLLEHUATA C KNUEHTUTE
npuKMYBa C OLEHsIBAHe Ha pe3yntatuTe cnej  M3BbpLIBAaHETO Ha
OpraHM3auuMoHHW W CTPYKTYpPHM NpPOMeHM B OusHeca, 3a Ja ce MOCTUrHE
noTpebutenckn LeHTpypaHata opueHTauus. KpuTmyeH MOMEHT 3a YCMeLwHOTO
npunoxenne Ha CRM ce oka3Ba CMHXPOHU3MPAHETO Mexay busHec cTpaternsara u
cTpaTernsata KbM KIMEHTUTE B efHa opraHusauuns. IMeHHO Ta3n CMHXpOHM3aunsa e
B OCHOBaTa Ha UANOCTHUA CTpaTermdeckm npouec Mo YynpaefeHne Ha
B3aMMOOTHOLWIEHMSITA C KnneHTuTe. [Mpobnemmute Ha NpakTUYECKO paBHULLE
npoustuyaT OT TOBa, Ye Te3n ABa CTpaTernvyeckym npoueca umart pasnuyHa
OpraHusaumoHHa nogkpena n nanbnHeHune. Ako 6usHec ctparermaTa 0OGUMKHOBEHO €
OTrOBOPHOCT Ha W3MbIHUTENHUS OUPEKTOP, Ha Oopga Ha aupekTopute, Ha
reHepanHust OUpPeKTop, TO CcTpaTernsta 3a KIMeHTUTe Hal-4ecTo € B
OTrOBOPHOCTUTE Ha MapKeTMHroBUS oTden. Toea nocTaBs HeobxogumocTTa B
pamkuTe Ha 6GusHec cTpaTerusata ga Mma SICHO onpefeneHve 3a LSarnoCTHOTO
WHTErpvpaHe MU CUHXPOHU3MPAHE Ha cTpaTervsta KbM KIMEHTUTE B pamKuTe Ha
opraHusaumsaTa u BpemeTo. HeobxogmMmo e nocrnegHaTa ga odvepTaBa crnegHute
HSAKOSIKO MOMEHTA: onpefensHe Ha Han-noaAxoAsawWwmMTe paBHULLA 3a noapasgensiHe
Ha KINWEHTCKUTE CEermMeHTWn; onpedensHe Ha Han-noaxoaswmTe HauYnHU Ha
obxBalwlaHe u o0OcnyXkBaHe Ha LUeneBuMTe Ma3apy — OT MacoBus KbM
nepcoHanuanpaHns MapKeTUHTr.

B pamkute Ha npoueca Ha cb3gaBaHe Ha MOME3HOCT KOHKpPeTHUTEe
pes3yntatu OT NpeaxodHuMs Npouec Ha Cb3daBaHe Ha cTpaTterndra TpsibBa ga
ObaaT npeBbpHATU B Nporpamun u npoekTu. MNMpunaraHeTo Ha ngedrta 3a B3anmHarta
M3rogHOCT W LEHHOCT Ha B3aMMOOTHOLLUEHUATA € KA4YOB M CbLIEBPEMEHHO
KpUTMYeH npouec. BaxHM MOMEHTM Tyk ca TOYHOTO MO3HaBaHe Ha
notpebutenckarta LEHHOCT™ 1 HEeMHWUTE OCHOBHU KOMMOHEHTM: onpeaensiHeTo Ha
LLEHHOCTTa Ha KIMEHTUTE 3a KOMMNaHuATa W opraHusauuaTa v geduHupaHe Ha
KPUTUYHUTE 30HM Ha NPUMNOKPUBAHE C NoTpebuTenckaTa LeHHOCT; aHanuanpaHe Ha
LLEHHOCTTa Npe3 Lenuns XnBoT N0 CErMeHTH, C Lef MakcMMuanpaHe Ha edektuTe.

[pouecbT Ha MHOrokaHamHa WHTerpauuMs uma 3agjadvaTta fa npeBbpHe B
KOHKPETHN OENHOCTU C KIMEHTUTe pesynTtaTuTte OT NpeaxogHvuTe ABa npoueca.
Tol ce KOHUEHTpUpa BbpXy PELUEHUsATa 3a HaW-NoOAXOAALMTE KOMOMHAauMW Ha
M3Mon3BaHuTe KaHanu; BbpXy TOBa Kak Aa Ce OCUrypu U3NUTBaAHETO OT CTpaHa Ha
KIMEHTa Ha CUSTHO MO3UTMBHU B3aMMOAEWCTBUS B paMKUTE Ha Te3n KaHanu; 3a
TOBa, KOraTo KIMEHTbT B3auMMOAEWCTBA C MoBeve OT e€AuH KaHan, Kak ga ce
cb3fage v npeacTaBn eaMHHa obeauHeHa rneaHa Touvka 3a Hero. CbBpPEMEHHOTO
pas3BuUTME Ha TEXHOMOorMMTe [faBa Bb3MOXHOCT B3aUMOOTHOLLUEHUATA Mexay
KNWEHTU N KOMMaHUW [a Cce OBWXKaT B KOHTMHYyMa BUPTYanHOCT — peariHoCT.
YnpaBneHNeTo Ha UHTErpupaHnUTe KaHanu U3ncKBa e€dHa KoMnaHusa ga nogabpika
€4HaKBO BWCOKW CTaHOapTW MpWU OCbLLUECTBABAHETO Ha B3aMMOOTHOLLEHUATaA MO
BCMYKM KaHanu, KOMTO ca BanuaHW 3a npakTtukata h. MOMEHTBbT Ha MNpekus unm
BUPTYanHUSA KOHTaKT C KOMMaHUSITa NpeacTaBnsiBa BaXXeH “MOMEHT Ha UcTMHaTa” B
pPaMKUTE Ha KOWTO KIAMEHTUTE MpPaBAT 3aKNiYeHus 3a LieHHOCTTa Ha dumpmaTa n
HEeNHNTE NPOOYKTH.

* INoeye NOAPOGHOCTU 3@ MOHATUETO MOTPEGUTENCKA LIEHHOCT (customer value) moraT ga ce OTKpUAT
B KexanoBa M., MoHsiTUiHa pamka Ha noTpebutenckara ueHHocT, CA “[.LleHos” — CeuwioB, MoanLWHKK,
Tom CIV, 2004, ctp. 417-487
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Cb3gaBaHeTo M pasBMBaAHETO Ha 3HAHMETO € CBbP3aHO C Mnpoueca Ha
ynpaBneHne Ha wuHdopmaumsata. OCHOBHUTE MaTepuanHu enemMeHTU Ha To3u
npouec ca: cknag 3a 6asa gaHHM, KOWTO ocurypsiBa kopriopaTMBHaTa nameT 3a
KNUEHTUTE;  MH(OPMALMOHHO-TEXHOMOTMYHM  CUCTEMM,  KOUTO  BKIOYBaT
KOMMIOTBPHUS codpTyep 1 xapayep Ha opraHu3aumsita, Kakto M onocpeacTaallms
MM cuctemeH Habop; aHanUTMYHWM CPEeacTBa; MPUIOXKEHUSA 3a OTAENUTE, KOUTO
paboTAT NPSAKO C KIMEHTA, KakTO U 3a OHE3W, KOUTO HAMAaT OUPEKTEH KOHTaKT C
Hero, Tesu NpUNOXeHWs nognomMarart rongma 4yact OT OeNHOCTUTE, M3BbPLUBAHM
NpY MPEeKMst KOHTaKT C KNWeHTa U Npy ynpaBneHMeTo Ha BbTPELIHUTE onepauuu;
aAMUHNCTpUpPaHe M Bpb3KM MO cHabasiBaHeTo. [lpouechbT Ha ynpaBneHue Ha
WHpopMmaumaTa € HeobxoaMMo Aa ocurypsisa cpeacTBa 3a oOMeH Ha CBbp3aHa C
KNueHTa w cpegaTa WHGopmaumss B paMkuTe Ha uanata opraHuvsaums u
npecb3gaBaHe Ha TOYHa “KapTMHA” Ha Cb3HAHWETO Ha NOTEHUManHW U pearnHu
knueHTn. ToBa e npouec, KOUTO e MpeanocTaBka M pes3ynTtaT 3a U OT BCUYKK
OCTaHanuM B paMKUTe Ha USMOCTHOTO YMpaBfieHMe Ha B3aMMOOTHOLLEHMATa Ha
KNMeHTUTe.

YCNOBHO NOCNEAEH € NPoLEeCHhT Ha OLEHKa Ha M3MbITHEHMETO. Ton MoXxe Aa
ObOe pasrnegaH KaTto CbCTaBeH OT [Ba KOMMOHEHTa — pesyntatute 3a
npegnarawiata opraHMsauus, KOMTO AdaBaT Makpo Mnorned Bbpxy LUSNOCTHUTE
B3aMMOOTHOLLEHUS, NOpaxdaLlin U3MbITHEHUETO, U MOHUTOPUHT Ha U3MbIHEHNETO,
KOWTO npepocTtaBs efuH no-nogpobeH, MUKPO nornen 3a uHAMkatopuTe Ha
MeTpuKkaTa M KNo4oBOTO M3NbiHeHne. Cb3gaBaHETO Ha U3MEpPUTENU LIEHHOCTTa
32 OpraHusauusTa; LeHHocTTa 3a pabortogatenure; LEHHOCTTa 3a
3auHTepecyBaHUTE CTpaHN e BaXXeH MOMEHT OT yCneLwHOTo peanuampaHe Ha CRM
npoueca. Pa3paboTBaHeTO Ha HOPMATMBM W CTaHOAPTU 3a MNPUIIOXKEHWETO Ha
neTTe KMHOYOBM MpoLieca CbLLO € BaxeH MOMEHT. TgaxHata 3agjada € ga ce
NOCTUIHE OMNTUMU3NPaAHE Ha Pa3xO4uMTe U MaKCUMWU3MpaHe Ha LEeHHOCTTa 3a
opraHu3aumsita B paMKUTE Ha KOHKPETHO B3aMMOOTHOLUEHME, MNO-e(heKTUBHO
NPUNOXeHNe 1 ocbLyecTBaABaHe Ha uanoctHata CRM genHocrT.

KoHuentyanHata pamka Ha [leMH u @Ppoy Ham-NbrHO, CMNoped Hac,
npeactaBs ngesTa 3a cTpatermdeckara pons v nosuvums Ha CRM B pamkuTe Ha
opraHmsaumaTa. CoblieBpeMeHHO B MOAeria ca BKIYEeHUM CaMO KIIMEHTUTEe Ha
opraHusaumsita. Makap ga ce noctura ¢ nepdgekTHa cerMeHTauusl, ToBa He e
poctatbyHo. TakbB nogxod kbMm pasbupaHeto Ha CRM e orpaHuyeH.
CnogensHeTo Ha LLEHHOCTU MEeXay opraHvsauusaTa U KNMeHTUTe B CTpaTermyecku
nnaH u3uCKkBa crnefeHe Ha AMHaMukaTa Ha pakTopy OT LUMpoKaTa BbHLUHA
ayoutopus. CRM He OuBa ga ce orpaHuyaBa B LIENMTE Ha opraHusauusTa no
npofaxoute KbM HENHWUTE KNMEHTW. TOl e MapKeTUHIoB NPOLIEC M cTpaTternsita
KbM KIMEHTUTE € gopa3BuBaHe Ha obLliaTta MapKeTUHroBa cTpaTervsi, KoATo Om
TpsbBano ga Obde OOMbIIHEHA B cTpaTerMyeckara pamMka Ha KoHuenuusaTa Ha
CRM. Wpeata 3a Hero He moxe fa Obge nocturHata 6e3 MHTEpPaKTMBEH
MapKETUHI C BCUYKU CTPYKTYpU Ha BbHWHAaTa cpeda. OTTyK HaTaTbK HEMHOTO
MoauduumMpaHe Moxe [a ce wu3passiBa B MO-AeTaWNHOTO doKycupaHe W
npeumsnpaHe Ha CbAbpXaHMeTo Ha cybnpouecute. Cera ToBa He npeacraBnssa
npegMeT Ha HalweTo m3cnensaHe, Tbi KaTo aKUEHTBLT € 3a CTpaTermyecko HMBO
Ha ynpaBrneHue Ha MapKeTUHroBusi NpoLec.
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0O606LIeHusa n Hacoku 3a 6baeLWwm nscnenBaHns

OTHOoWweHMATa C KNMeHTUTe cTaBaT obOekT Ha BHMMaHWe Ha
MapKeTUHroBuTe cneumnanucti egea npes 90-Te roagnHM Ha MUHaNUs BEK.
OGekTuBHMTE NPeAnoCTaBkM 3a TOBa Ca HaBMU3aHETO Ha nasapute B
3psn etan U MNOBULLIABAHETO Ha >XM3HeHMs cTaHgapT. Hanr-ronsmo
BHMMaHMe KbM NpoOMeMUTE Ha KIMEHTCKaTa OpueHTauus Ha
koMmnaHunTe U kbM CRM KoHUenuusta KbM CeralHus MOMEHT OTAEenAT
cneynanuctute ot cTpaHuTe oT CeBepHa Awmepuka, 3anagHa u
LlenTpanHa EBpona;

3a CRM aBTopuTe npuemaT, 4Ye € WHTEepaKTMBEH CTpaTernvyeckm
MapKeTUHrOB  MPOLIEC, OCHOBaH Ha  3HAHMETO, KOWTO  4pes3
KOHBEHLMOHANMHM U CbBPEMEHHM TEeXHOMorMn npuBexaa B OelcTBue
noesTa 3a crnogensiHe Ha LieHHOCTM MeXay 3auHTepecyBaHW OOLLHOCTU
Ha BCMYKW eTanu OT cTpaTernyeckmns GusHec nNpoLec;

Ha TeopeTnyHO paBHMLLE NO-HATATbLUHWTE M3CNeaBaHUA U TbPCEHUSA Ha
eMNUPVYHM JoKas3aTencTBa Morat ga ObOaT Haco4YeHW KbM HSAKOMKO
BaHM 0Onactu u3ydYaBaHETO M M3MEpPBaHETO Ha LEHHOCT 3a
notpebutennte B TeyeHne Ha uenust XmBoT (customer lifetime value);
n3yyaBaHeTO M U3MEpPBAHETO Ha W3rOQHOCTTa Ha  KIUEHTUTE;
n3yyaBaHeTo n namepsaHeTo Ha CRM edekTnuBHOCTTa; pa3paboTBaHe Ha
Hopmatumeu u ctaHgapTu 3a CRM npunoxexus v ap.
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OnpepeneHuns 3a CRM ob6ekT Ha aHanus

MpunoxeHwne 1

Ne ABTOp 'oguHa OnpegenexHve VI3TOYHMK

1 Fox T., Stead S 2004 CRM e ycTaHOBSIBAHETO, Pa3BUTMETO, NOAABPXKAHETO U CRM: Delivering the Benefits, White paper by CRM Ltd
ONTUMU3NPAHETO Ha ABTOCPOYHU B3aUMHW, LEHHU & Sector Consulting Ltd, www.crmmuk.co.uk, uutmpaH
B3aMMOOTHOLLEHUsI MeXAy NoTpebutenute 1 opraHMsauusita. nocneneH goctbn 10.10.2005, 14:25
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