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OBLWAA XAPAKTEPNCTUKA PABOTHI

O6bekT uccnegosanus: cuctema ynpasneHna OOO «ABTOMOOU/IbHbBIN LOM
«3Hepruns moX».

MpegmeT wuccnefoBaHnWa: cucTema ynpas/ieHUA B3aMMOOTHOLUEHUAMU C
KnuneHtammn (CRM-cucTema, cokpauwleHne ot adHrn. Customer Relationship
Management)

Llenb pguccepTauuMm: Ha OCHOBe aHanu3a cuctema ynpasneHusa OOO
«ABTOMOOW/IbHBIA  fOM  «3Heprna [MO6X» paspaboTaTb pekomMeHjauuu no
BHEAPEHMIO CUCTEMBI ynpasneHus npeanpuaTnem B KOHTeKCTe
KNMEeHTOOPUEHTUPOBAHHOCTK, B 4acTu  peanusaumm  (popmanmsaymm B
KOMMbIOTEPHOM NPOrpaMmMHOM MPOAYKTE) KagpoBOM NOMUTUKN NPeanpusaTus.

MeTofbl ucCCnefoBaHMA:  CPaBHUTENIBHOrO  aHanusa, CTaTUCTUYECKUMU,
rpauuecknin, aHanUTUUYECKUIA.

NccnepoBaHus mpaspaboTKu: M3yUYeHbl N OLEHEHbl OCHOBHbIE Hamnpas/ieHUs
pabotbl OOO «ABTOMOOW/BHBLIA AOM  «3JHeprua [M6X», paspaboTaHbl
NpeasioXXeHnsa N0 U3MEHEHUID CUCTeMbl YMpaB/ieHUA NpeanpuAaTUEM B KOHTEKCTe
K/IMEHTOOPMEHTUPOBAHHOIO Nnoaxosa.

ANeMeHTbl Hay4yHOW HOBM3HbI: C Y4YEeTOM W3YYEHHbIX TeopeTUYecKmnx
acnekToB HOBbIX TEXHOMNOTMIA yNpaBneHUs NepcoHanom BbipaboTaHO TEXHMYECKOe
3aflaHne B 4acTuW peanmsaunmn KagpoBol MOMUTUKU W MNPeAsoKeH CLeHapui
BHeApeHusa cuctembl ynpasneHns OOO «ABTOMOOW/IbHbLIA AOM «IHeprus MmoX»
Ha NpUHUMNax KANEeHTOOPUEHTUPOBAHHOCTM, NOCPEACTBOM MCMoAb30BaHUA CRM-
CUCTEMBI.

O6nacTb BO3MOXKHOIO NMPakTUYeCKOro npumeHeHus: B gestensHoctn OO0
«ABTOMOOW/IbHLIA fOM «3IHeprus MMeX»,

TexHUKO-aKOHOMMYeckas M couuanbHad  3HAYMMOCTb: peanusauus
NpeaoXKeHHOro MeponpuaATUs oypet cnoco6cTBOBaTH MOBbILWEHNIO
apekTnBHOCTN ynpasneHns OO0 «ABTOMOOGWUbHLIA AOM «QHeprusa MMOX» wu
06ecneynT MnoBbIWEHNE YPOBHA KOMMYHUKaLUWN C KTMEHTaMMN NPeAnpuUATUS.

O6beM paboThl: 78 cTpaHUL,

KonuyecTBo Tabauy: 8.

PucyHkos: 5.

Mcnonb3oBaHHbIX NCTOYHMKOB: 30.

Mpuno>keHunit: 2.



AI'YJIbbIAA XAPAKTAPBLICTbIKA TNPALbI

AG'eKT pacnepaBaHHA: cloTaMa topaBaHHA TAA «AyTamablibHbl [OM
«Hepnsa MM6X».

[NMpagmMeT facnefaBaHHA: CHOTIMa topaBaHHA y3aeMaagHocwaml 3 onewTn
(CRM-cloTama, ckapauaHHe af aHrn. Customer Relationship Management)

MaTa [AbicepTaubu: Ha acHoBe aHanlsy cltoTama topaBaHHA TAA
«AyTamablbHbl oM «JHepna [M6X» pacnpauyasaub p3akameHgaubn na
yKapaHeHLW CHOT3MblI topaBaHHA npagnpbieMcTBam y KaHTIKCThl
loreHTaapbiHTaBaHacl,, Yy 4acTubl paanlsaubn (apmanlsaubn y KamnyTapHbIM
nparpaMHbIiM Mpagykue) Kagpasai nanblblio NpagnpblemcTsa.

MeTagbl gacnefaBaHHsa: napayHasbHara aHanlsy, cTaTbICTbIUHbI, FpadlyHbl,
aHaNNbIYHbI.

[lacnepgaBaHLwl |1 pacnpauoyT: BblBy4YaHbl | au3HEHbIS aCHOYHbIA Hanpamio
paboTbl TAA «AyTamabllbHbl oM «3Hepna MM6X», pacnpayasaHbl npanaHoBbl
na 3MeHe CHOT3Mbl tOpaBaHHA NPaAnpbIeMCTBAM Y KaHTIKCThbI tONeHTaapbleHTaBaHal
nagbixoay.

dneMeHTbl HaBYyKOBAll HaBr3Hbl: 3 Yy/lWam BbIBYYaHbIX T3ap3TblUHbIX
acnekTay HOBbIX T3XHa/nOM lopaBaHHA MnepcaHasaMm BbinpalaBaHa TaXW4Hae
3aflaHne Yy JacTubl pa3anlsaupn  KagpaeBall MasHbIlO | npanaHaBaHbl CL3HAp
yKapaHeHHs ClOTaMbl topaBaHHS TAA «AyTamabllbHbl oM «3Hepna FMO6X» Ha
MpbIHLbINAX OMNeHTaapblHTaBaHacly, 3 ganamorain BbikapbicTaHHA CRM-cicT3MDbi.

Bo6nacub MaruybiMara npakTblyHara nMpbIMAHEHHA: Yy A3eilHacw, TAA
«AyTamablbHbl 10M «QHepns FTMOX».

TaxlWKa-akaHaMm "THad | caublifibHaa 3HayHacub: paanlsaubld npanaHasaHara
mepanpbleMcTBa 6yf3e Cnpbialb MaBblW3HHIO 3eKTblyHacl, topaBaHHA TAA
«AyTamablbHbl A0M «3JHepna 'MO6X» 1 3a6sicneybiub MNaBblU3HHE Y3POYHIO
KaMyLlKaLbn 3 toneHtaml npagnpblemcTBsa.

AG'éM npaubl: 78 cTapoHaKk.

Konvkacyb Tabnu: 8.

ManwHkay: 5.

BbikapbicTaHbIX Kpbiwy: 30.

MpblknagaHHay: 2.



GENERAL DESCRIPTION OF WORK

The object ofstudy: the control system of "Road House "Energy GmbH".

Subject of research: management system customer relationship (CRM-
system, short for English Customer Relationship Management.)

The aim ofthe thesis: Based on the analysis of the control system of "Road
House "Energy GmbH"to develop recommendations for the implementation of
enterprise management system in the context of customer focus, in terms of sales (in
the formalization of a computer program product) Personnel policy of the company.

Methods: a comparative analysis, statistical, graphical, analytical.

Research and development: studied and evaluated the main directions ofwork
of "Road House "Energy GmbH", developed proposals to change the enterprise
management system on the principles of customer-oriented approach.

The elements ofscientific novelty: in view of the study of theoretical aspects
ofthe new HR management technologies worked out the terms of reference in terms
of the implementation of personnel policies and proposed scenario management
system implementation of "Road House "Energy GmbH" on the principles of
customer focus, through the use of CRM-system.

The area ofpossible practical applications: in the activities of "Road House
"Energy GmbH".

Technical and economic and social importance: the implementation of the
proposed measures will improve the efficiency of management of "Road House
"Energy GmbH"and will improve the level of communication with enterprise
customers.

Scope ofwork: 78 pages.

Number oftables: 8.

Drawings: 5.

Sources used: 30.

Further information: 2.



