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PED®EPAT

Junnomuas pabora: 91 ctp., 26 puc., 8 Tabin., 55 uct., 7 npunoxeHui.

CRM-CUCTEMA, BBAUMOOTHOIIEHUM S C KIIMEHTAMMU, YIIPABJIEHUE
[NMPOAAXXKAMU, OB30P CRM-CUCTEM, AHAJIN3 JEATEJIBHOCTH, ITPOEKT
BHEJZIPEHV A, OITTUMU3ALNA LIUKITA ITPOJAXK.

OOBbeKTOM Hccie0BaHUs SBIAIOTCS UHCTpYyMEHThl CRM-MapkeTuHra.

[Tpeamerom Boictynaer CRM-cucrema B UITYII «Ilnutoukabaii».

Lenpro AUIIIOMHON pabOTHI ABIsIeTCs: pa3paboTka npoekra BHeaApeHus CRM-cucremsbl B
UITVYII «Ilnuroukabaity, 3aHumaroiencs 1eaTeIbHOCTRIO B 00J1aCTH MPOU3BO/ICTBA TPOTYapHOU
IUTUTKH.

Mertoab! uccienoBanusi: cOop GpakToB, METOIbI AHAIN3A U CHHTE3a, CPABHEHUS U JIPyTHE.

[Tony4yeHHbIe pe3yabTaThl M UX HOBU3HA: OBUTH PACCMOTPEHBI TEOPETUUECKHE U
MeToponorndeckre ocHoBsl CRM-cucrtem, mpoBeieH 0030p U CpaBHUTEIBHBINA aHATN3 3X
obnaunbix CRM-cucrem, npoananusuposana nestebHOCTh UITYIT «Ilnmutoukabaity, BeISIBICHO
poOJIEMBI B IEATEILHOCTH, PeaTn30BaH NpoeKT o BHeaApeHno CRM-cuctemsr «Moit Cxamy ¢
MOAIEPKAaHUEM ONTUMHU3UPOBAHHOIO IIMKJIA ITPOJIAXK, PACCUATAHA U OLIEHEHA IIPOrHO3UpYyeMast
3¢ (EKTUBHOCTH OT peasn3aliuy MPOSKTa.

O0bsacTh BO3MOYKHOTO NMPAKTUYECKOT0 MpUMEHEHUs: pykoBoacTBoM UITVII
«[ImuToukabaii» Obula OTMEUEHa MpaKTUYECKas 3HAYUMOCTD MOJyYEHHBIX Pe3yIbTaTOB
uccienoBanus. [IpeanoxxeHHple pekoMeH1auuu no ucnois3oBanuto CRM-cucremsr «Moii Ckitany,
MOTYT OBITh UCTIONB30BaHBI JIs JalbHee pa3padoTku CRM-crucTembl, MOBBIIICHNUS
3¢ (HEeKTUBHOCTH €€ UCIIOIb30BAHUS U, KaK CJIEe/ICTBUE, YBEINUEHUS TPUObUTN OpraHU3aliH.

ABTOp padOT MOATBEPKAAET, UTO MPUBEAEHHBIN B HEMl pacUETHO-AaHATTUTUUECKUIM MaTepHa
MPaBIWJIBHO U 0OBEKTUBHO OTPAKaeT COCTOSTHUE HCCIIEAYEMOTO Mpoliecca, a BCE 3aMCTBOBAHHBIE
13 UCTOYHUKOB TEOPETHYECKUE, METOIOJIOTMYECKNE U METONYECKHUE TOJI0KEHHS M KOHLIETIIIUT

COIIPOBOXKAAKOTCA CCBIJIKAMH HAa UX aBTOPOB.

(moamuck cTymeHTa)



ESSAY

Thesis: 91 pages, 26 figures, 8 tables, 55 sources, 7 applications.

CRM SYSTEM, CUSTOMER RELATIONSHIPS, SALES MANAGEMENT, CRM
SYSTEM OVERVIEW, ACTIVITY ANALYSIS, IMPLEMENTATION PROJECT, SALES
CYCLE OPTIMIZATION.

The object of the research is CRM-marketing tools.

The subject is the CRM system in UITYII «ITnutoukabaii».

The purpose of the thesis is: the development of a project for the implementation of a CRM-
system in the UITVII «[Tnutoukabaii», which is engaged in activities in the production of paving
slabs.

Research methods: collection of facts, methods of analysis and synthesis, comparisons and
others.

The results obtained and their novelty: the theoretical and methodological foundations of
CRM systems were considered, a review and comparative analysis of 3 cloud CRM systems was
carried out, the activity of UITYII «Ilnuroukabaii» was analyzed, problems were identified in the
activity, a project was implemented to introduce the CRM system «My Warehouse» while
maintaining an optimized sales cycle, the projected efficiency from the project implementation was
calculated and evaluated.

Area of possible practical application: the management of UITYII «Ilnuroukabaii» noted the
practical significance of the results of the study. The proposed recommendations on the use of the
My Warehouse CRM system can be used to further develop the CRM system, increase the
efficiency of its use and, as a result, increase the profit of the organization.

The author of the works confirms that the calculation and analytical material presented in it
correctly and objectively reflects the state of the process under study, and all theoretical,
methodological and methodological provisions and concepts borrowed from sources are
accompanied by references to their authors.

(student's signature)



