KOpa3BUTHIE TOCY/apCTBa, B CBOCH MHHOBAIIMOHHOW ITOJIMTHKE OMUPAIOTCS HA MPEAOCTaBIIEHUE CyOBeKTam
XO03sICTBOBaHMS 0oJiee JEIMIEBbIX KPEIAUTHBIX PECYpPCOB. DTO, B CBOIO OYEpElb, JaeT BO3MOKHOCTh C OJHOM
CTOPOHBI MPUBJIEKATh B OONBIINX 00beMax (PUHAHCOBBIE PECYpChl HAa OOHOBJIEHHWE OCHOBHOTO KalHTalla U
YMEHBIIIAET CTOMMOCTH KamuTana s (PUPMBI, 9TO TIO3BOJISET e HalmpaBUTh BRICBOOOIMBIIHECS PECYPCHI Ha
IMMOBBIMICHUE OIIATHI TpYyJa. ITo COBCPHICHCTBOBAHUIO 3aKOHOJATCIILCTBA PhIHKA LICHHBIX 6YMaF B Benapycn
ObLTa MpojenaHa 3HaYuTeNlbHas padoTa. Bmecte ¢ TeM, HECMOTpPS Ha YBEIMYCHUE KOJIMYECTBEHHBIX MOKa3a-
Tenei (hOHIOBOTO PHIHKA, €T0 KAYECTBEHHOTO Pa3BUTHS MOKA HE TPOH3OIILIO.

[IpobaemsI, KOTOpBIE CTOAT ceromHs nepen PecyOmmkoit benapyck, yka3pIBalOT Ha TO, UYTO CTpaHa HYXK-
Jac€TCsd KaK B CO3JJaHMH HOBBIX MCXaHMU3MOB ITPUBJICUCHUA U Pa3SMCUICHUA (1)I/IHaHCOBBIX PECYypCOB B 3KOHO-
MHUKE, TaK U B Pa3BUTHH YK€ CyllecTByIOMuX. Pa3Butne npssmMoro ¢puHaHCHpOBaHUS OyIEeT CIOCOOCTBOBATH
3HAYUTEITFHOMY YCKOPEHHIO 000paYnBaeMOCTH (PMHAHCOBBIX PECYPCOB, a TAKXKe CO3IaHUIO0 HOBBIX WHCTHTY-
TOB U GOpPM (PMHAHCOBBIX OTHOIICHHI.

IIponenannas aHamuTHYECKas pab0Ta OTEYECTBEHHBIX U 3apYOCIKHBIX MEPUOAUYCCKUX M3IaHUN BBISBHIIA
cleqyroIure mpooieMbl (PMHAHCOBOTO PHIHKA bemapycn Kak IeNIOCTHOTO MeXaHu3Ma: Hed((eKTHBHOE pac-
npezielieHue pecypcoB uepe3 KOCBeHHOe (hMHaHCUpoBaHUE, Hed(PPEKTUBHOCTh MEXaHU3Ma JIBUKCHUS (PHHAH-
COBBIX ITOTOKOB, @ TaK)K€ HapyIlleHHEe IIeJIOCTHOCTH LUKJIa ABWKCHUS (PUHAHCOBBIX pecypcoB. PerieHue BbI-
SIBIICHHBIX TIp0o0OJIeM (hyHKIIMOHUPOBaHUS (DJMHAHCOBOTO PHIHKA B benapycu Mo3BoNUT B TIOJTHON Mepe peann-
30BaTh €ro MOTEHINAN 1 c(OPMHUPOBATH B CTPaHE KOHKYPEHTOCIIOCOOHBIN (PHHAHCOBBIN PHIHOK, MEpPE COOT-
BETCTBOBAJI ObI MOTPEOHOCTSIM HAIMOHATIBHON 3KOHOMHMKH.

oMUY
PA3PABOTKA CTPATEI'HU TPAMOI'O MAPKETUHI'A
C BHEAPEHUEM CRM-TEXHOJIOT'MH HA YHITYII «BUCuK>»

JL.B. UTHATEHKO, A.Il. KOBAJIEB

This article discusses the issues of customer relationship management, which are increasingly raised as a priority in
many companies. The companies working in the most different areas, consider CRM as part of corporate strategy for
two reasons: the latest technologies allow the companies to aim more precisely than the offer at the chosen segments of
the market; traditional marketing considerably loses in comparison with the potential of the strategy focused on the cli-
ent. Research objective is the offer of actions on improvement of activity of marketing service on the basis of introduc-
tion of Customer Relationship Management System and, as a result, increase in profit of the company on an example the
Car center "VISIK"

Knrouessie cmoBa: CRM-TeXHOIOTHS, 3JIEKTPOHHAS KOMMEPIHS, HIICKTPOHHBIN On3HeC, MH(OpMAaIis

Bonpocs! ynpaeneHusi B3aMMOOTHOIIEHUSIMU € KJIMEHTaMHU BCE Yallle OJHUMAIOTCA B KaUueCTBE MPUOPHU-
TETHBIX BO MHOTHX KoMnaHusx. Kommannu, paboTaromue B caMbIX pa3HbIX 00yacTsax, paccMarpuBator CRM
KaK 9acTh KOPIIOPATUBHON CTPATETWH MO JIBYM NPUYMHAM: HOBEWITHE TEXHOJOTHH MO3BOJIAIOT KOMITAHUSIM
TOYHEE HAIeNMBATh MPEUIOKEHHUS HAa BHIOPAHHBIC CEIMEHTHI PBIHKA; TPAJAWIIMOHHBI MapKETHHT 3HAUYUTEIIb-
HO TIPOUTPHIBAET B CPABHEHUU C ITOTEHIIUAIOM CTPATETHil, OpUEHTHPOBAHHBIX Ha KIIMEHTA.

Henpio uccaeqoBaHus SBISETCS MPEIOKESHUE MEPONPHUATHA MO COBEPIICHCTBOBAHUIO AESITEIHLHOCTH
MapKEeTHHIOBOM CIy:KObl Ha ocHOBe BHeApeHuss CRM-cucteMbl M, Kak CJIEICTBHE, YBEIUYEHUH MPUOBLIH
KoMnaHuM Ha npumepe ABtoueHTp «BUCuK».

[IpoBeneHHOE HCcIeIOBaHKUE TTO3BOJISIET CIENIATh CIEAYIONINE BRIBOIBI U TIPEIIOKEHUS:

1) ma CTO He BeneTcs y4eT KIUEHTOB, HE OTCICKUBAIOTCSA YCIYTH, KOTOPHIE KIIMEHTHI MPUOOPETAIOT 10~
ctogHHO. U Hu k1O Ha CTO He 3HaeT, CKOJIBKO JA€HET MPUHOCUT OANH KJIHEHT.

2) Yro B menoM aesTenbHOCTh npeanpusatust B 2011 romy sBisieTcs yCIenIHoH, 3To oTpaxaercs B (puHaH-
COBOM aHAJIN3€ MPEIIPHUATHS.

¢ Bripyuxka ot peanmzanuu npoxykuuu B 2011r. mo cpaBrenuto ¢ 2010r. yBenmmumnaces Ha 134%.

e CebecronmocTh mpoaykmun 3a 2010-2011rr. yBemuumtack B 2011r u coctaBuia 3579 miuH. pyo., 9TO
Ha 1225 muH. py6. 6onbire, yem B 201 1r.

e PazMep mpuOBUIM OT peanu3anuy OPONYKIMU CHH3MWICS. [IpHYrMHaMM pe3KOro CHUKEHUS 3HAUCHHS
MpHUOBLTH OT peaM3alii MOKHO OTMETHUTH OIIATH JKe IEHOBYIO IMOJINTUKY OPTaHU3aIliH, a TaKkKe PocT cebe-
CTOMMOCTH TIpoayKnuu. Heo0XomumMo oTMeTHTh, uTO ducTas mpuobuts B 2011 1. mo cpaBaenmio ¢ 2010 T.
BbIpocna Ha 105,3%, 4To TOBOPUT O TOM, YTO PYKOBOACTBOM OpraHM3aIMH MPEANPUHIUMAIOTCS ASUCTBUS 110
YBEJIMYEHHIO JAHHOTO TOKa3aTersl.

3) Bueapenne CRM-cucTteMbl MO3BONIAT TOBBICUTH 3()()EKTHBHOCTh (PYHKIMOHHPOBAHHUS KOMITAHHH,
YIIyYIIUT JEIOBYIO PEMyTAIHI0 H UMUK, a TAK)Ke KOHSYHBIN (DIHAHCOBBIN Pe3yJbTaT €€ JesTeITbHOCTH.

B pamkax BHenpenus CRM — crparerun Ha NpeANpUATHN TPOBEIEHBI U3MEHEHUS 0 CIIEAYIOIINM OCHOB-
HBIM HATPaBJICHHUSIM:
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® MIPUHSITHE CTPATETUU B3aUMOOTHOIIICHUH C KIINEHTaMH;

® PEeCTPYKTypH3alus KOMIIAHUH;

® I3MEHEeHNe OM3HeC-TPOIIeCCOB;

® I3MEHEHUE KOPIIOPATHBHOM KYJIBTYPHI;

e sHeapenne CRM-cucremsl.

Ha ocHoBaHWHU NMPOBEACHHBIX SKOHOMHYECKHX pacueToB 10 BHempeHnio CRM — cucTeMBbl MOXHO CHe-
JIaTh BBIBOJI: CUCTEMa IMOJHOCTBHIO OKYITUT 3aTpaThl MPEAIPUATHS YXKE Yepe3 Tojl, YTO TOBOPUT O IIEJIECO00-
Pa3HOCTHU JaHHOTO MPOEKTA.

(©)%150%
KOPIIOPATHUBHBIN CAUT KAK DJIEMEHT UHTEPHET-MAPKETHHT A
B JEATEJBHOCTH OAO «JIWACKUU MACOKOMBHUHAT»

E.A. KA3AK, O.C. MYXA
The necessity and possibility of using the elements of Internet Marketing for business development is studied. Prac-
tical results and effectiveness of the corporate website of Open Joint Stock Company «Lida meat-packing plant» as a
marketing tool are presented in the article

Knrouessie coBa: IHTEpHET, MHTEPHET-MAapKETHHT, Web-caiiT, MoIepHU3aINs, TIPOJBIKCHUE

Celiyac MOHATHE «CAWUT» CTANIO OOMXOMHBIM U HACTOJBKO MPHUBBIYHBIM JIJIS aOCOIOTHOTO OOJBINMHCTBA
00pa30BaHHOTO HACEICHUS SKOHOMHUYECKH Pa3BHTHIX CTpaH, YTO KaKeTcs, Tak ObUIo Becerma. Mul, He 3aay-
MBIBasICh, UIIIEM HEOOXOANMYIO HaM WH()OPMAITHIO, TTOIB3YACh CAMBIMHU Pa3HBIMH CaTaMH.

Ha cerongusiinuii 7eHb UIMETH CBOM CAUT BO BCEMUPHOM CETH CTallO HE CTOIBKO JIEJIOM MPECTUkKA, CKOJIb-
KO HEOOXOIMMOCTHIO. B mpexHue BpeMeHa, mpecTkK GUPMBI, UMeoLIel caliT B IHTepHeTe, aBTOMaTH4YeCcKu
MMOTHUMAJICS B TJIa3aX KIMEHTOB, TENEPh jK€ NMETh CBOM CalT — aOCONIOTHO HOPMAJIBHO U €T0 OTCYTCTBHE Y
OpTaHM3aliU BBI3BIBACT HEJOBOJIBCTBO Y MOTEHIMAIBHBIX KIMEHTOB, & HHOT/Ia U HETaTHBHOE OTHOIIEHWME |1,
c. 15].

UToOBI CaliT BBIMTONHSI CBOM (DYHKIIMY KaK WHCTPYMEHT MapKETHHTa, TO €CTh IPHUBIICKAI MMOCETUTENEH 1
MpeBpaIIail ux B MOKYIaTeslel, OH JOJDKEH COOTBETCTBOBATH ONPEAETICHHBIM TpeOoBaHMSIM (IOMUMO HIOAH-
COB paOOTHI TOMCKOBBIX CHCTEM):

e U3aiiH JOJDKEH COOTBETCTBOBATh HAIPABIICHHUIO NESATEIBHOCTH KOMIIAHMM U OCOOEHHOCTSIM LIENEBOH
ayIUTOPHH;

® CaiiT TOJDKEH UMETh YIOOHBIN ISl PSIOBOTO TOJIh30BaTeNsd (PYHKIIMOHAT M KaK MOXKHO OOJIbIIIE CPEICTB
00paTHOM CBsI3W U MHGOPMHUPOBAHUS TTOCETUTEIICH;

e TIATEIHHO MPOAyMaHHas CHCTeMa CKUIOK M OOHYCOB ISl TIOCTOSIHHBIX MOKYyIIaTeNel, akTHBHBIX TTOCe-
TUTEJIeH, TIOAapPKH U IpoYee HENMPEMEHHO YBEINYAT MPOIaKH;

® CaiiT 00s13aTeNbHO JOIDKEH OBITh HH()OPMAaTHUBHBIM;

® Kak Obl HM XOTeJIOCh 3apadoTaTh JOTIOJHUTEIHHO Ha IPEAOCTABICHUH PEKIaMHbBIX TUIOIAACH, HE CTOUT
MeperpyXath CalT YyKUMHU OOBSBICHUSAMH. XOTs peKiaMa MPOU3BOJAMTENCH COIyTCTBYIONICH MPOMYKIIUU
(ycmyr) 6yaeT BechMa YMECTHOM M yI0OHO# 711 TOTEHIIMATLHBIX KIIMEHTOB [2, C. 44].

OAO «Jluackuit MsicokoMOmHAT» paboTaeT Ha OemopycckoM peiHKE ¢ 1945 roma. B Hactosmee Bpems
ACCOPTUMEHTHBIN MepeueHb MPOIYKIUHN Mpennpuatus coctariser Oosee 200 mHanMeHnoanmii. Caiit mipen-
TIPHUSITHS PACIIONIOKEH 10 aapecy www.lidameat.by

Ha ocHOBe BBIMIEH3IOKEHHOTO W TOcie TpoBeneHus oreHku caiita OAO «JIunackuit MICOKOMOMHATY
OBLT pa3paboTaH PsiJi MEPOTIPUATHIA, HEOOXOAUMBIX JJIs TIOBBIIIEHUS ero 3(h(HEKTUBHOCTH:

® M3MCHEHHUE BHEIITHETO BU/Ia TEKCTOBBIX CTPAHUI] M OTJIEJIBHBIX JJIEMEHTOB CaiiTa;

e pa3paboTka OaHHEPHOU PEKIIaMBbl;

® MPOJIBUKCHUE CaiiTa B IOUCKOBBIX CHCTEMaX U KaTaJlorax;

® 10pabOTKa CUCTEMBI OHJIAH-3aKa3a.

[IpoBeneHHas olleHKa SKOHOMHUYECKOW 3(PPEKTHBHOCTH MPOEKTa MO MOJEPHU3ANNU W TIPOJBHKECHHIO
caifTa mokaszaya ero peHTaOeIbHOCTb.

W3 naHHOTO HMCCIIEAOBAaHHUS MOXKHO CHENaTh BBIBOJ: KOPIOPATUBHBIN CAlT KOMITAHUH MMEET MCKIIOYH-
TEJIbHYI0 3HAYMMOCTh BHE 3aBUCHUMOCTH OT €€ POJa JCATEIBHOCTH, BBITYCKACMOMN MPOAYKIUU WM OKa3bl-
BaeMBIX yCIyT. Benp caliT — 3TO elie ojfHa TOYKa COMPUKOCHOBEHUS (PUPMBI C PHIHKOM.
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