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PE®EPAT

Jlutimomuas paboTa: 57 cTpaHuil, 26 pUCYHKOB, 6 Tabiml, 31 UCTOYHUK.

CRM-CHUCTEMA, SOOEKTUBHOCTHD, OIITUMUM3ALNA,
CPABHEHUE CHUCTEM CRM, COOO «CTPOMMOHOJIUTY», AHAJIN3
JEATEJIBHOCTH.

O0beKT HcciaenoBanus — paznuunbie cuctreMbl CRM.

Heap aummomHoit pabotel — Ananu3 s¢ddextuBHocTH BHenpenuss CRM-
cucremsl B opraauzanuu COOO «CtpoiMOHOIUTY» U OLIEHKA JAaHHOTO BHEAPECHMUS.

MeTtoabl Mccjieq0BaHUsI: METO/IbI aHaiIu3a, cOop (HaKTOB, METOJbI CHUHTE3A,
METO/Ibl CPABHEHUS U TOMY MTOJAOOHBIE.

Pe3yabTatbl: ObutM u3ydeHbl OCHOBBI CRM-cucTeM, MeTojojoruyeckas
TEOpeTHUYeCKasi UX 4acTu, MpoBen&H 0030p momysspHbix cucteM CRM, Takxke ObLT
mpoBen¢H cpaBHHUTENbHBIN aHamu3 msaTH CRM-cucteM, ObLT TIpOBEAEH aHAIN3
nesaresbHocTH pupmbl COOO «CTpoiMOHOIUTY, ObUTH ONPEEIEHBI 1IeJIM KOMIIaHUU
U TPYAHOCTH, KOTOPBIX KOMIAHHS >KeJaeT M30exaTh, MOCcie 3TOro ObUI COCTaBJIEH
npoekt 1o BHeApeHuto CRM-cucrembt BPM'online s onTuMM3anuu mpojax,
paccuMTaHa 1 OleHeHa 3P(PEeKTUBHOCTb, KOTOPYIO MOJYUYUTh UpMa IpH pean3aiiu
POEKTa, JaHbl PEKOMEHIALUWUHU JJis1 MOBBIIIEHUS dS(PPEKTUBHOCTH TEKYyIIEeH
JEeSITEIbHOCTH U UCoNb30BaHusa CRM-cucTeMbl B OpraHu3aium.

IIpoueaypa BHeapeHHsi: SKOHOMUYECKHI OTAEN M PYKOBOJCTBO KOMIIAHUU
COOO «CtpoMMOHOIUT» OTMETWIM 3HAYUMOCTH IIOJYYEHHBIX pE3YyJIbTATOB
uccneaoBanus. PekomeHanum mo ucnoiib3oBaHuio cucteMbl BPM’online MoryT ObITh
WCIIOJI30BaHbI ISl TajJbHEHIIEro MOBBIIEHUS 3()PEKTUBHOCTH €€ MCIOJIb30BaHus,
YTO MPUBEIET K YBEIMUCHHUIO TPUOBUIM OpraHu3aluu.

ABTOPCTBO pabOTbl MOATBEPKAAECTCS €€ COCTaBISAIOIIMMH, a HWMEHHO
pacyeTHbIM MaTepHalIOM, AHAIUTUYECKHMM MaTepUuajoM, KOTOpbIE MPaBUIIBHO
MOKAa3bIBAIOT BECh MPOIECC UCCIENOBAHUS, JI000€ 3aMMCTBOBAaHUE W3 MCTOYHUKOB
COJIEPKUT CCHUJIKUA HA 3T UCTOYHUKH.



PO®EPAT

JpiruioMHas mpana: 57 craponak, 26 Mantonkay, 6 Tabuin, 31 kpeIHina.

CRM-CICTOMA, D®EKTBIVHACIID, ATITBIMI3ALIBIS, TTAPAVHAHHE
CICTDOM CRM, CTAA «BYJAMAHOJIIT», AHAJII3 I3EMHACLIL

AO'eKT nacjenaBaHHs — po3HbIa cicTambl CRM.

MbTa ablioMHal npanbl — aHani3 dgexTeryHacti ykapaneHHs: CRM-cicTambl
¥ apranizanpli CTAA "byaManomit" 1 alpHKa gaa3eHara yKapaHeHHs.

Metaabl aacjeaaBaHHs: METajbl aHalizy, 300p (akray, Meraapl CIHTI3Y,
MeTaJIbl MapayHaHHs 1 TaMy Ma00HBbIS.

Boiniki: Obuti BeIBydaHbl acHOBEI CRM-cicTaoM, MeTafaiaridyias i ToapaThlaHas
1X YacTKi, IpaBeA3€HbI aryisil namyssipHbix cictoMm CRM, Takcama Obly mpaBea3eHbI
napayHanbHbl aHami3 mami CRM-cictam, Obly npaBea3eHbl aHami3 J3elHacil GipMbl
CTAA «bynmanomit", ObUII BRI3HaUYaHBl MATHI KaMITaHil 1 ISDKKACI, SKIX KaMIaHis
Kajae ma3z0erHyllb, Mmacis ratara ObIY CKJIaA3€Hbl MpaekT ma YkapaneHHI CRM-
cicrompl  BPM'online st anTeiMizanibli  mpojaakay, pasziiyaHa 1 alpHeHas
adeKThIVHACIH, SKYIO aTpeiMailb (ipMa MOpbl piajizaibll MpacekTa, JdaJ3eHbI
pPAIKaMEHJIAIIbIl JJIS MaBBIMIPHHSA d()EKThIVHACI OsATydYal M3eMHACI 1 BEIKAPBICTAHHS
CRM-cicTambl § apraHizaiipli.

IMpamaypa ykapaHeHHs: SKaHAMIYHBI aj/13e0 1 KipayHinTa kammanii CTAA
"bynmanomt" an3HaubUIl 3HAYHACIHP ATPhIMAHBIX  BBIHIKAY  JTaciieIaBaHHS.
PakamMenmanpli ma BeIKapbicTaHHI cicTAMbl BPM'online Moryiib ObIllb BBIKAPBICTAHBI
JUTSL Jajieiinara MaBbIIdHHSA 3(QEKTHIYHACII 5i€ BBIKAPBICTAHHS, IITO TPBLIBAA3E
MaBEJIYIHHS MPBIOBITKY apraHi3allbli.

AyTapcTBa Tpalibl manBsp/pKaciia se cKiaagHikaMi, a MEHaBITa Pa3liKOBBIM
MaTIPbIsiaM, aHATITBIYHBIM MaTIPbIsJiaM, sKisl MPaBUIbHA MAKa3BalOllb YBECH IPAIdC
JacienaBaHHs, JIFo0oe 3ama3pldaHHe 3 KPBIHII 3MSIIIIYae CIAChUTK] HAa TATHIS KPBIHIIIHL.



ABSTRACT

Thesis: 57 pages, 26 figures, 6 tables, 31 sources.

CRM SYSTEM, EFFICIENCY, OPTIMIZATION, COMPARISON OF CRM
SYSTEMS, JLLC "STROYMONOLIT", ACTIVITY ANALYSIS.

The object of research is various CRM systems.

The purpose of the thesis is to analyze the effectiveness of the implementation
of the CRM system in the organization of JLLC "StroyMonolit" and evaluate this
implementation.

Research methods: methods of analysis, collection of facts, methods of
synthesis, methods of comparison, and the like.

Results: the basics of CRM systems, methodological and theoretical parts of
them were studied, a review of popular CRM systems was conducted, a comparative
analysis of five CRM systems was also conducted, an analysis of the activities of the
company JLLC "StroyMonolit" was conducted, the company's goals and difficulties
that the company wants to avoid were determined, after that, a project was drawn up
to implement the BPM'online CRM system to optimize sales, calculated and evaluated
the effectiveness that the company will receive when implementing the project,
recommendations are given for improving the efficiency of current activities and the
use of the CRM system in the organization.

Implementation procedure: the economic department and the management of
the company JLLC "StroyMonolit" noted the significance of the results of the study.
Recommendations on the use of the BPM'online system can be used to further improve
the efficiency of its use, which will lead to an increase in the profit of the organization.

The authorship of the work is confirmed by its components, namely, the
calculated material, analytical material, which correctly show the entire process of
research, any borrowing from sources contains references to these sources.



