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AHHOTALUA

JlucumiinHa MpeacTaBiIsgeT coO0OH KOMILICKC TEOPETHYECKMX OCHOB M IMPAKTHMUYECKHUX HaBhIKOB. Kypc
COCTOMT W3 7 TEeM W TMPEICTaBIsieT COOOH KOMIUICKC 3HAHWHW W HABBIKOB, HEOOXOIUMBIX IS
po()eCCHOHATIBHOIO MOAX0Aa K 3P(GEKTUBHOMY YIIPABJICHUIO B3aMMOOTHOIICHUSIMH C MOTpeOUTEIIMU. B
pamkax Kypca, ctyaeHTsl o3HakoMaTcs ¢ CRM kak cpaTterust KIMEHTOPUEHTHPOBAHHOW KOMITAHUH, TaK U C
CRM-cucremoii.

[IporpamMma IUCHMIUTMHBI TPEAYCMAaTPUBAET UCCIICIOBAHUS KIMEHTOPHHTUPOBAHHOCTH KOMIIAaHUK (KaK Ha
JIOKAJIbHOM, TaK W Ha MEXIYHApOJHOM YpPOBHE) JUISl Pa3BUTHSA IPAKTHUYECKUX HABBIKOB CTYJCHTOB.
CTyIeHThl JODKHBI 00J1a/IaTh HAaBBIKAMU cOOpa TIEPBHYHON M BTOPHUYHOW MH(OpMAIHH, NALHEHIIero ee
aHaJIN3a U TPE3EHTAl[IOHHBIMU HaBBIKAMHU.

I[J'ISI MMPOXOXKACHUA ).'[aHHOﬁ JAUCIHUITITNHBI H€06XO,I[I/IMI>I 0a30BbIE€ 3HAHUS I10 MAapKETUHI'Y, HABBIKAM MPOJAAK,
HR.

Iesn 1 3axa4u Kypca

YrpapieHue B3aMMOOOTHOIICHUSMHU C MOTPEOUTEISIMA CTAJI0 KPUTUYECKOH KOMIICTCHIIMEH OpTraHH3allvy.
PoBHO HAaCKONIBKO KOMITAaHUS TIOHIMAET CBOETO MOTPEOUTENS U YMEET CTPOUTh C HUM OTHOIIEHUS — POBHO
HACTOJBKO OHA YBEIMYMBAET CBOIO KIIMEHTCKYHO 0a3y MOCTOSHHBIX TOKymaTeled. B ycrmoBusx >kecTKoi
[IEHOBOM M MapKETHHTOBOW KOHKYPEHIIMH 3TO CTAHOBUTCS BaXKHEUITNM (PAKTOPOM BBDKHBAHUS KOMITAHUU
Ha pbIHKE. VIMEHHO 3TO MO3BOJISIET JOCTUYH OOJBIICH CTAOMIBLHOCTH W PE3yJNbTAaTUBHOCTH KOMITAHUU U
JIETKO U30€KaTh aTak KOHKYPEHTOB.

MennuTenbHOCTh MOXKET O3HauaTh NOTEPI0 KIueHTOB. Ho Kak e He 0TcTaBaTh KOTAa KIIMEHThI JBUXKYTCS
CO CKOPOCTBIO CBETAa B OTHOIICHHWH YJIOBICTBOPEHUS MOCTOSHHOTO U3MEHEHUS UX MOTPEOHOCTEH U crpoca.
Kakum 00pa30B KOMIIAaHUM COXPaHSIOT KJIMEHTOB, KOTJIa UX MEPEX0] B IPYryl0 KOMIAHHIO He Oojiee yeM
OJIVH IIETYOK MBIIIKOW B TECUEHUU MEHEE MUHYTHI?

OtBer — wucnonszoBanne CRM - cTpaternm, KoTopas ¢ BBICOKOPa3BHTOM TEXHOJIOTHEH I103BOJIAET
OoCcTaHOBUTH Ou3Hec mpecienoBanus 21-ro Beka. CRM - VYmpaeneHue B3aUMOOTHOLICHUSIMH C
norpeourensmu. Wpeonmorms CRM o3HayaeT NPHOPUTET HHTEPECOB KIIMEHTa, KOTOPBIH MOTpeOIseT
NPOAYKT OHM3HEca W O0ecledYnBaeT, TaKUM 00pa3oM, €ro NMpHOBUIBHOCTE M Pa3BUTHE B JOJITOCPOYHOM
nepcrektuBe. Mertomonoruss CRM mo3BonsieT yCTaHOBHTH OOIIME MPHHIUIBI TIOCTPOCHUS OW3Heca |
YIPaBIEHHUS UM B COOTBETCTBHU C yCTaHOBKOM "KnueHT B neHTpe" Ha yposre Texnonoruit CRM - 3t0
Ha0Op TNPWIOKEHUH, OOBEAWHEHHBIX O0Olel OW3HEC-TOTMKOH M HMHTErPUPOBAHHBIX B  EAHMHYIO
UHQOPMAITUOHHYIO CHCTEMY.

JaHHBI Kypc TO3BOJIUT BBHIOpATh MpaBHIbHBIC HHCTPYMEHTHI JJsi OW3Heca, 4To0 OH pOC CEeromHs |
MIPO0JDKAJ 3TO B OYIyIIIEM.



Paznen 1. @opMbl KOHTPOJIst O Kypcy. Kpurepun oneHKkr 3HAHUM, YMEHUH,

HaBbIKOB.

OneHuBaHue 3HaHUH OCYIIECTBISIETCS B COOTBETCTBUU C CHCTEMOH 1 mikanoi oneHok MBA PAY.

HTOroBblif KOHTPOJIb.

NTOroBeIil KOHTPOJIb COCTOUT H3:

1. Ananu3a u mpe3eHTaluu Pe3yIbTaTOB aHaln3a KIMEHTOPUEHTHUPOBAHHOCTHU JIOKATHHOM
kommnanuu (30 %).
2. IMucemennoro sk3amena (20 %), KOTOpbIil MPOXOAUT B (GOpME MHOTOANbTEPHATUBHOTO
ompoca (multiple choice).

Texkyumuii KOHTPOJIb.

bynyTr y4uThIBaTHCS CIEAYIOIINE KPUTEPUH:

1. [IpucyrcrBue Ha 3anstusax (10%);
2. Anamus keticoB (20 %);

3. MaauBHAyabHBIM IPOEKT 1O MEXIyHapo1HOM koMmanuu (20 %).

KommnoneHTsl, Ipucyrcerene | Ananu3 | UapuBuayaasH |AHann3a u npesenranui | Incemen | UTOI'OB
BJIMAIOIIHE HA HA 3AHATHAX | KeHCcoB bIif IPOEKT N0 | PpPe3yabTATOB aHAJM3A HBI AA
HUTOIOBYIO OLIEHKY MEeKIyHAPOJAHOM | KTHEeHTOPHEeHTUPOoBaHHO | 3k3amMed |OIIEHKA
KOMIaHUH CTH JOKAJIBHOM
(MOryT MEHATBHCH B
3aBHCHMOCTH OT KOMIIAaHUH
M CIMIITHHBI)
Bykse
U®O CIIYLIATEIIS: 10% 20% 20% 30% 20% uHoe | 100

BEIPaX
eHHe

%




Paznen 2. Coaep:xanue Kypca

OO0mass TpyZOeMKOCTh Kypca (ayauTOpHBIE 3aHATHUs) 0€3 ydeTra CaMOCTOSITEIbHOU
paboTsl cTyaeHTOB — 30 aKaJIeMUYECKUX YacOB.

2.1. TemaTH4ecKHii I1aH Kypca

HaumenoBanue tem

Tema 1. TeopeTnyeckre OCHOBBI TOCTPOCHUSI OTHOIIEHUN C KJIMEHTAMH

Tema 2. TIporiecc pa3paboTKu CTpaTerny YIPABICHUS OTHOIICHHSIMU C KIIHCHTAMHU

Tema 3. TIporecc co3naHus IEHHOCTH

Tema 4. Hpouecc MHOTOKaHAJIbHOI'0 B3aHMOJICHCTBUS

Tema 5. Tlpouecc ynpasieHus nHpopMaImeit

Tema 6. ITporecc OLEHKHU IEATENLHOCTH

Tema 7. Tlpaktuueckoe Bueapenne CRM B koMmanuu

Tema 8. CRM monyiu

Tema 9. Bribop u BHeapenue u nepecmorp CRM crpareruu u cucteMsl

2.2. Copep:kaHue Kypca

Tema 1. TeopeTnueckrie OCHOBBI IOCTPOEHHUSI OTHOIIEHUH € KJIMEHTAMU

Pore CRM B komnanuu. [Ipumenenne CRM B pasnmnusbix cdepax 3KOHOMHUKH. OBomouusi CRM.
KiroueBsie mporiechl B pamkax CRM. busnec crpaterus. [lorpedburennsckas crpaterus. Pa3sutue cTtparerun
CRM.

Cnmcox pekoMeH1yeMoil JTUTepaTyphl:

e Adrian Payne, Handbook of CRM: Achieving Excellence in Customer Management, 2005.
Chapter 1, pp 4-38.

Tema 2. Hpouecc pa3pa60TKI/1 CTpaTeruv ynpaBJICHUS OTHOMICHHUAMMU C KIIMCHTAMU

Pore CRM B komnanuu. I[lpumenenne CRM B pasnuunbeix cdepax skoHomuku IBomouusi CRM.
Kirouersie mporiecsl B pamkax CRM. busnec crpaterus. [lorpedburensckas crpaterus. Pa3sutue cTparerun
CRM.

Cnmcox pekoMeH1yeMoil JTUTepaTyphl:

e Adrian Payne, Handbook of CRM: Achieving Excellence in Customer Management, 2005.
Chapter 2, pp 39-87.

o [lasen UYepxawun, Iomosuvl nu 6vl k 6oune 3a Kiuenma? Cmpamezus ynpasneHus
gzaumoomuowenuamu ¢ kiauenmamu, 2004, I'nasa 2, cmp 11-60.

Tema 3. [Iporecc co3ganus HEHHOCTH

Hpnpoz[a HOTpC6HTeHBCKOI>’I OCHHOCTH. CO3I[3HI/I€ OCHHOCTHU [JIs1 KJIHMCHTA. COB,I[aHI/IC OCHHOCTH JJIsA
OopraHu3aiuu. MaKCI/IMI/BaHI/I}I MMOKU3HCHHOM CTOMMOCTH KIIMCHTA.



Cnucok peKoOMeHyeMOoil JTUTepPaTypbl:

e Adrian Payne, Handbook of CRM: Achieving Excellence in Customer Management, 2005.
Chapter 3, pp 102-155.

o [lasen UYeprxawun, Iomosvl nu 6vl Kk 6oune 3a Kiuenma? Cmpamezus ynpasieHus
gzaumoomuouenuamu ¢ kiuenmamu, 2004, I'nasa 2, cmp 61-126.

Tema 4. [Iporiecc MHOrOKaHaIBHOTO B3aMMOICHCTBUS

MHorokaHajabHas HHTCTrpaid C KIUMCHTOM BapI/IaHTLI HUCIIOIL30BAaHUS KaHAJIOB B3aMMOICHCTBHSI.
DKOHOMUKA B3aHMMOACHCTBUS. Or[pe;[eneHHe IMPUOPUTETOB BBaI/IMOI[eﬁCTBI/ISI.

Cnucok peKoOMeHyeMoii JINTepaTypsbl:

e Adrian Payne, Handbook of CRM: Achieving Excellence in Customer Management, 2005.
Chapter 4, pp 168-215.

o [lagen Uepxawwun, I[omosvt 1u e6vt Kk 6oune 3a kiuenma? Cmpamecus YApaseieHus
s3aumoomuowerusmu ¢ kiuenmamu, 2004, I'nasa 2, cmp 159-180.

Tema S. [Iponecc ynpasnenus napopmaiuen

Pons wabopMumm, |IT wu ynpaBmenus wuHbopmarmeii. OCHOBHBIE JJIEMEHTHI IPOIECC YIIPABICHUS
unpopmanueir. Tunoseie ctpaterun CRM. Anamutnueckue Bozmoxknoctn CRM. Iloctpoenne npoduis
kiuenTa. [lpuunne! ynepkanus. IlpenMyiiecTBa 1 HHCTPYMEHTHI yaepKaHus. Y IpaBiIeHUE KaTlo0aMH.

Cnucok peKOMeHyeMOi JTUTePaATYypPhbl:

e Adrian Payne, Handbook of CRM: Achieving Excellence in Customer Management, 2005.
Chapter 4, pp 226-279.

o [lasen Yepkawun, [omogvl 1u e6vi Kk 6ouHe 3a Kiuenma? Cmpameeus ynpaeieHus
s3aumoomuowerusmu ¢ kiuenmamu, 2004, I'nasa 2, cmp 257-276.

Tema 6. [Iporecc onieHKHU AEATETBHOCTH

AHanu3 WHTETPUPOBAHHOTO Tpollecca co3fmaHus IeHHOcTH, Oleka pe3ylbTUBHOCTH Ha YpOBHE
opraam3anuu. Pa3paboTka cUCTEMbI TIOKa3aTeseH s OIICHKH B3aMMOJCHCTBUN C KIIMEHTaMH.

Cnucok peKoOMeHyeMoii JINTepaTypsl:

e Adrian Payne, Handbook of CRM: Achieving Excellence in Customer Management, 2005. Chapter 4, pp
283-316.

Tema 7. [Ipaktuueckoe BHeapenne CRM

KimoueBsie momentst B mpouecce BHenpenuss CRM. VYposun CRM B kommanum. VYmnpasneHue
u3MeHeHusIMU. PaspaboTtka cTpateruun mnpogaxk Ha ocHoe CRM. Ilepconanuzanus mnpomax u
obcmyxuBanus. Co3aHKe U YIpaBICHUE IPOTPAMM JIOSIIBHOCTH U MOJICP)KKH KIIMSHTOB.

Cnucok peKoMeHIyeMoii JINTepaTypsl:

¢ Adrian Payne, Handbook of CRM: Achieving Excellence in Customer Management, 2005. Chapter 4, pp
328-384.



2.3.CamocTosiTeJIbHAsA padoTa caylaresiei

B pamkax maHHOW JUCHUIUIMHBI CIYIIATENIH JODKHBI 1) aHanmu3 GakTopoB KIMEHTOPHEHTHPOBAHHOCTH Ha
OCHOBE IMPEJOCTAaBICHHBIX KEHCOB; 2) Tpe3eHTaluss Ha MpUMeEpe BBIOPAaHHONH MEXIyHapOIAHOM
KJIMCHTOPHEHTUPOBAHHONH KOMIIaHUM; 3) aHajdu3 KIMEHTOPHEHTHPOBAHHOCTH BBHIOPAHHOW JIOKAJILHOM
KOMITaHUH U IPE3eHTaLHsl.

1. Keiic-ctagu M0JKHO OTBEYATH CIAETYIOIINM TPEOOBAHUAM:

dopmar: 1-2 crpanull (He BKIIOYas TUTYJIBHBIN JMCT U CIHMCOK JHUTepaTyphl), mpudt Times New Roman,
12, MexcTpouHbIii nHTepBa — 1,5.
1. Conmepkanme:  pacCMOTPEHHE  OCHOBHBIX  YCHIHMBAIONIMX W OCHAONIAOIUX  (paKTOpPOB
KIIMCHTOPHUEHTHPOBAHHOCTH KOMITAHUH
2. Cpok ciaum OyJIeT OrOBOPEH 3apaHee

2. IlpeseHTamusi MeKIYHAPOIHOH KJIHEHTOPHEHTHPOBAHHOW KOMIIAHHUU [0JKHA OTBeYaTb
CJIeYIOIIUM TPeOGOBaHUSAM:

dopmat: Power Point Craiizst

Conepxanue: VicTopust co3ianusi KOMIIAHHMH, IEHHOCTH KOMITAHWH, OCHOBHBIC (pakTophl ycrexa; padboTa ¢
TIePCOHAJIOM, YPOBEHb OOCITYy>KHBaHUS; paboTa ¢ jxamodaMu, Ap

Hcnonb30BaHHBIC HCTOYHUKT

Bpewms: 10-15 munayT

Br100p xoMmaHuu T0MKeH OBITH 3apaHee COTNIacOBaH € MPEMoaaBaTeleM.

3. AHaJIM3 KJIMEHTOPHeHTHPOBAHHOCTH JIOKAJIBLHONH KOMIIAHUYU 0JKeH 0TBeYaTh CJEAYIOLIUM
TpeOoBaHMAM:

®opmar: 5-8 crpanun (He BKIIIOYAs THTYJIBHBIN JIUCT M NpuiokeHus), mpudt Times New Roman, 12,
MEXXCTPOUYHBIH HHTEpBaI — 1,5.

Copepxanne: KpaTkoe onmcanue Ou3Heca, cTpaTerMuecKkoe IUIAHWPOBAaHHWE, LEHHOCTH KOMIIAHMH,
PYKOBOJCTBO, IE€PCOHA], OpPHEHTAllMsi Ha KIMEHTa, KAaueCTBO NPOAYKTa YAOBJIETBOPEHHE KIIMEHTA,
TEXHOJIOTHYECKasi TMONJCPKKa; pEeKOMeHIanuu (ClylmarensM 3apaHee OyIeT MNperoCTaBleH CIHCOK
OCHOBHBIX BOIIPOCOB JJIsl PACCMOTPEHHUS]).

Bri0op xoMnaHuu 10KeH OBITH 3apaHee COrlacoBaH ¢ MPEnoAaBaTeieM.

O0s13aTeNnbHBIM KOMIIOHEHTOM SBJISIETCSl cOOp MEePBUYHOM HHPOPMALIUH.

VY caymareneit OyaeT BO3SMOXKHOCH OITy4eHUs] 00paTHON CBSI3HM IO TPE3EHTALUH.

4. HpeSeHTaIII/ISI Mo KIUCHTOPUECHTHPOBAHHOCTH JOKAJBbHOM KOMIIAHMM [OJIKHA OTBE4YaTh
CJIeayroimum TpeﬁOBaHI/lflM:

®dopwmar: Power Point Craiiasr

ConepkaHue: OCHOBHBIC ITyHKTBI, PACCMOTPCHHBIC B aHAW3¢ KIMEHTOPHEHTHPOBAHHOCTH JIOKATBHOM
komrraand (TyHKT 3). Oco0oe BHUMaHUE JODKHO OBITH 00paIeHo Ha PeKOMEHIAIMOHHBIN 0JI0K.

Bpewms: 15-20 munayT

2.4.9x3aMeH

DK3aMeH 10 JUCHUIUIMHE MPOXOAUT B (hopMe MHOToalbTepHaTUBHOTO orpoca (Mmultiple choice).



Paznen 3. Cniucok pekoMeH1yeMOi OCHOBHOM U JONOJTHUTEIbLHOM
JIUTEPATYPbI:

a) YueOHbIe MAaTePHAJIbI

1. Adrian Payne, Handbook of CRM: Achieving Excellence in Customer Management, 2005.

0) /lonoJiHUTEIbHAA JIUTEpaTypa

1. MaBen UYepkammn, [ortoBel 1 Bl K BoiiHe 3a kimeHTa? Crparerus ynpaBieHHS
B3aMMOOTHOIICHUAMU ¢ KiHeHTaMu, 2004.

A Kymuno. CRM: poccuiickast mpakTuka 3QeKTuBHOrO OU3HEca

2
3. Gerhard Raab Customer Relationship Management. A global perspective.
4. Graham Roberts-Phelps, Customer Relationship Management,

5. Paul Greenberg, CRM- at the speed of light 3e, 2004
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