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AHHOTAIUS

B HacrosiieM uccienoBaHUM MPOAHAIM3UPOBAHBI BO3MOKHOCTU TOBBIIICHHUS
3 PEKTUBHOCTH PO3HUYHOM TOProBiu B cTpaHax LleHTpambHONW A3um 3a CUér
BHeapeHus: CRM-cucteM, HCHONB30BaHUS KIUMEHTCKUX JAHHBIX, I[POTpaMMm
JOSITBHOCTH M OMHUKAHAJIBHBIX CTPATETUN. Y CTAHOBIICHO, YTO CTPEMUTEIbHBIA POCT
AIEKTPOHHON KOMMEPIIUH, HEPABHOMEPHOE pa3BUTHE LHUPPOBON MHPPACTPYKTYPHI U
npeo0jaaHle HaJIUYHBIX pPAcyeTOB CO3JAI0OT crHenuduyeckue Oapbepbl i
peamm3anu CRM-npaktuk. [Ipemyioxkena cermeHTanus KIMEHTOB Mo Mojenu RFM-
V. Ha ocHoBe aHaynmza pa3paboTaHbl MPAKTUUYECKUE PEKOMEHJAIMHU MO aJanTaiuu
CRM-cTpareruii K JIOKQJIbHBIM YCJIOBHUSIM, YJIYYIIEHUIO KAadecTBa JaHHBIX W
udpoBU3aIMN TIPOTPaMM JIOSIILHOCTH. [IpencraBieHHas KOHIIENTyajlbHas MOJEIb
MOXKET OBITh T0JI€3HA /I TIOBBIIMIEHUS KOHKYPEHTOCHOCOOHOCTH CETEBBIX
CyNEpPMapKETOB B Pa3BUBAIOIINXCS PHIHKAX.

Kuwuesbie ciosa: CRM-ynpasnenue, Mmojiesib RFM-V, KiIueHTCKUe JaHHBIE,
CLV, OMHHUKaHaJbHOCTb, MpOrpamMMa JIOSJIBHOCTH, JJICKTPOHHAs KOMMEpLHS,
enTpanbHas A3us, po3HUYHAS TOPTOBIIA, IMdpoBas UHOPACTPYKTypa.

Annotatsiya

Ushbu tadqiqotda Markaziy Osiyo mintaqasidagi rivojlanayotgan mamlakatlarda
CRM tizimlarining jorty etilishi, mijozlar ma’lumotlari, sodiqlik dasturlari va
omnikanallik orqali chakana savdo samaradorligini oshirish imkoniyatlari tahlil
etilgan. Elektron tijorat bozorining jadal o‘sishi, ragamli infratuzilmaning notekis
rivojlanishi va naqd to‘lovlarning ustunligi CRM amaliyotlarida qator cheklovlarga
sabab bo‘layotgani aniglangan. RFM-V modeli asosida mijozlarni segmentatsiyalash
taklif etilgan. Tadqiqot natijalari asosida CRM strategiyalarini mahalliy sharoitlarga
moslashtirish, ma’lumotlar sifatini oshirish va sodiqlik dasturlarini ragamlashtirish
bo‘yicha amaliy tavsiyalar ishlab chiqilgan. Taklif gilingan konseptual yondashuv
mintaqadagi chakana savdo tarmoglari uchun raqobatbardoshlikni oshirishga xizmat
qilishi mumkin.

Kalit so‘zlar: CRM boshqgaruvi, RFM-V modeli, mijozlar ma’lumotlari, CLV,
omnikanallik, sodiqlik dasturi, elektron tijorat, Markaziy Osiyo, chakana savdo,
ragamli infratuzilma.

Abstract

This study analyzes the potential for improving retail efficiency in Central Asian
countries through the implementation of CRM systems, use of customer data, loyalty
programs, and omnichannel strategies. Rapid e-commerce growth, uneven digital
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infrastructure, and dominance of cash payments were identified as key barriers to CRM
practices. A customer segmentation approach based on the RFM-V model is proposed.
Practical recommendations were developed to adapt CRM strategies to local
conditions, improve data quality, and digitize loyalty programs. The presented
conceptual framework may support the competitiveness of retail chains in developing
markets.

Keywords: CRM management, RFM-V model, customer data, CLV,
omnichannel, loyalty program, e-commerce, Central Asia, retail, digital infrastructure.

BBE/IEHUE
CoBpeMeHHbIN CeTeBOM MPOIYKTOBBIM PUTEIHST HAa Pa3BUBAIOLIMXCS PBIHKAX
NEePEeKUBACT 150 (O TpaHchopmalui, 00yCJIOBIIEHHON HACBIIIIEHUEM

3amaJHOEBPONENCKUX UM  CEBEPOAMEPUKAHCKUX  PBIHKOB, YTO  IPEBPATUIIO
pa3BUBAIOILIMECS YKOHOMUKHU B IPUOPUTETHOE HAMIPABIICHUE PO3HUYHBIX UHBECTHUIIUI
[1]. IIpennonoxenus 1990-x TOM0B O HEU30EKHOM BBITECHEHUM TPATUIMOHHOMN
TOPTOBJIM — CEMEHHBIX Mara3uHOB, HE3aBUCHMBIX TOPrOBLEB M 0a3apoB —
KPYIHBIMUA MEKTyHAPOIHBIMU CETSAMU HE MOATBEPAUIUCH: TJI00aTbHBIE MPOIYKTOBBIE
TUTAHThl CTOJIKHYJUCh C TPYJAHOCTSIMU B TMOJYYEHHUU MPUOBUIM, TOrJa Kak
TPAJHUIMOHHASI TOPrOBIISI MPOJAEMOHCTPUpPOBATA YCTOMUYMBOCTH [1]. Po3HWYHBIN
nanamadT pa3BUBAIOIIUXCS CTpaH (opMUpyeTCs MO YHHUKaJIbHBIM MaTTEpHaM,
TpeOYyIOIMM OT CETEBBIX CYINEPMApPKETOB pPa3pabOTKU BBICOKOQJANTUBHBIX U
JIOKAJIN30BAaHHBIX CTPATETHA.

Peruon LlentpanbHoit A3uM MpeACTaBIsET YHUKAIBHBINA TMOPUIHBINA KOHTEKCT, B
KOTOPOM COCYILIECTBYIOT BBI30BBI Pa3BHUBAIOIIUXCS 3KOHOMHUK M CTPEMHUTEIbHBII
1udpoBoil  pocT. PHIHOK 5SJIEKTPOHHOW KOMMEPIIMU JEMOHCTPUPYET B3PHIBHYIO
JUHAMHKY: TporHosupyemsiid cpenHeronoBoid temn pocta (CAGR) cocrasaser
30,63% B nepuon 2025-2033 roaos, 4TO MPUBEAET K YBEIUUYEHUIO 00BEMA PBIHKA C
14,7 mapn nosutapoB B 2024 roxy no 182,2 mapa mommapo k 2033 rony [2]. B
V36ekucrane nporrosupyembiii CAGR snexkTponHoit kommeprmu Ha 2022-2026
ronsl cocraBisieT 40%, mpu atom 71% HaceneHus mNOJIB3yeTCS HMHTEPHETOM |[3].
[IponrikHOBeHHE cMapTHOHOB nocturaet 84% cpean B3pOCIOTro HACEIEHUs CTPaH C
HU3KHM U CPETHUM YPOBHEM oxoxa [4].

Hecmotps Ha 1iudpoBoit UMITYJIBC, COXPAHSIOTCS CepbE3HbIE UHGPACTPYKTYPHBIC
M UHCTUTYLIMOHAJIbHBIE OrpaHWYeHUs, Biausomue Ha BHenpeHue CRM:
JTOMHUHUPOBAHUE HAIMYHBIX pPacy€ToB, (PparMeHTalvs [aHHBIX M 3HAYUTEIHHBINA
udpoBoit paspeiB B ucnons3oBanun (Usage Gap). ['moGampHo 3,1 mummumapaa
4esoBeK, uin 39% MHUpPOBOTO HACENICHHUS, MPOKUBAIOT B 30HE MOKPHITHS MOOMIBHON
CBSI3M, HO HE HCMOJB3YIOT MOOWJIBHBIM MHTEpHET [S]. 3aKkphITHE 3TOTO pa3phiBa B
Pa3BUBAIOIIMXCS  CTpaHax obOecrmeunT OKoyo 3,5 TpWUIMOHA  JOJIJIapOB
nonoiaHuTenbHOr0 MupoBoro BBII mo 2030 roma [5]. [aumubie oOCTOSITENBCTBA
CO3/Ial0T MOTPEOHOCTh B MHCTPYMEHTAX, CIIOCOOHBIX MHTETPUPOBATH TPAAUIIMOHHBIH
odaltH-onBIT ¢ UGPOBOM CPEIOH.

OcHoBHas po0seMa CeTeBhIX cynepMapkeToB B LleHTpaibHOM A3UK COCTOUT B

peoOpa3oBaHUM PA3PO3HEHHBIX TPAH3AKIMHI, YACTO COBEPIIIAEMbIX HAJTUYHBIMU U HE
_________________________________________________________________________________________________________________|
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IPUBSI3aHHBIX K HU(POBBIM UACHTU(UKATOPAM, B CTPYKTYPUPOBAHHbBIE JAHHBIE JJIS
CTPaTEerMyecKOr0 YNpPaBJICHUS U TIOBBIIMICHHUA TOXU3HEHHOW IIEHHOCTH KIJIHMEHTA
(Customer Lifetime Value, CLV). Ctpareruu CRM, pa3paboTaHHble A1 PHIHKOB C
pa3BUTON O€3HATMYHOW MH(PPACTPYKTYpPOH, 4aCTO OKA3BIBAIOTCS HEIP(HEKTHBHBIMU
WM JIOPOTOCTOSAIIMMU JUIsl ajantaudd K yciaoBusM LlentpanbHoit Asum [6]. Llens
UCCIIEIOBAaHUsI — aHalIM3 MeXaHu3MoB crpaTternyeckoro CRM-ynpapnenus,
CHOCOOCTBYIOIIUX MOBBIIMICHUIO YPPEKTUBHOCTH CETEBBIX CYNIEPMAPKETOB B PETHOHE
IOCPEACTBOM MHTErPallMd JAHHBIX O KIMEHTaX, MpOorpamMM JIOSUIBHOCTH U
OMHHKaHAJIbHBIX CTPATETUH.

JUTEPATYPHbBIN OB30P

Jeonroyus konyenyuu CRM 6 posnuunou mopaosie

Konnenuma CRM mperepnena CyLIIECTBEHHYIO HBOJIOLHMID OT CHUCTEM
aBTOMATHU3AlMKM OMEPaAIMOHHBIX 3anmady npoaax B 1990-x romax (CRM 1.0) no
COBPEMEHHOTO AHAIMTHUYECKOTO M CTpaTernyeckoro mnoaxonaa [7]. B coBpeMeHHOM
puteine crparernueckoe CRM TpeOyer co3gaHusi €AMHOTO0 HWCTOYHUKA HCTHUHBI
(Single Source of Truth) mng Bcex OaHHBIX O KIMEHTax IMOCPEICTBOM ILTATGOpM
kieHTckux AaHHbIX (Customer Data Platforms, CDP), koTopsie coOuparot, OUnInarT
U KOHCOJIMOUPYIOT J@HHbIE [JJIs CO3JaHUsl YHU(PUIIMPOBAHHBIX MpOPUIEH u
pean3anu BHICOKOTOYHOM nepcoHanm3aiuu [7]. AHanmutuyeckuidi CRM nosBosser
puTeiiepaM MPOTHO3MPOBaTh OyAyllee IMOBEAEHUE KIMEHTOB M ONTHMHU3UPOBATH
MAapKETUHTOBBIE KaMIIaHUU.

VYmpasnenue ToproBeiMu akiusiMu (Trade Promotion Management, TPM)
ucnonp3dyer CRM-maHHble A ONpPENENICHHS ONTHMAJIbHBIX MPOMOAKIUN uepes
Account Scenario Planning, o6ecnieunBasi JOCTH>KEHHE ONITUMAILHOTO COOTHOIIICHUS
3atpaT W o0BéMa mpomax [8]. MHTerpamuss TPEAUKTUBHOTO HCKYCCTBEHHOTO
WHTEJUIEKTa MO3BOJISIET MaCIITaOMPOBATh MEPCOHATM3UPOBAHHBIC MpeIoKeHus [9].
I'nmo6anbubiii peiHOk CRM-pemenuii ouennBaics B 101,41 mapa gomnapos CHIA B
2024 romy u mpoTHO3UpyeTcs NOCTHYb 262,74 mupa posmapoB K 2032 romy npu
cpeaHeroioBoM Temrie pocta 12,8% [10]. Po3uuunslil cextop 3anumaet 25% o01ieit
peiHOUHOU no CRM-pemiennil, 4To CBUAETENBCTBYET O KPUTUUECKOW 3HAYUMOCTH
KJIMEHTOLICHTPUYHBIX TEXHOJIOTUM JJ1s1 AaHHOU oTpacyu [11].

Mempuxu s¢pgpexmuenocmu CRM u npoosunymas ceecmenmayus

KitoueBbiMu MeTpHKaMu OLEHKH 3¢ dexTtuBHOCTH cTpaTernuyeckoro CRM B
puTEiie SIBISIOTCS TOKa3aTenu yaepKaHus: KodhUIMEHT yaepsKaHus KIUEHTOB
(CRR), xoaddumnment noBtopHbix Mokynok (RPR) u xosddumment orroka [12].
CrpaTernuyeckum nokasaresaeM, OTpakaroluM J0JITOCPOYHYIO HEHHOCTh OTHOIIEHMI,
BBICTyIIa€T TOXHU3HEHHasi 1eHHOCTh kiaueHta (CLV), paccuntbiBaemas Kak
MPOU3BEICHUE CPEOHEW  CTOMMOCTH  IIOKYNKH, 4YacTOThl TpaH3aKUUd U
MPOJOJIKUTEIBHOCTH KIUMEHTCKUX oTHomeHui [13]. Komnanuu, ucnonb3yroiiue
CRM-cucremsl, pukcupyroT yBenuueHue kospduimenta kousepcuu Ha 300% [14].
3nopoBoe cootHomenre CLV k croumoctu npusiedenus kinenta (CAC) cocrasisier
3:1 wnm BeiIE [15].
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Jlns  OmeHKW IEHHOCTH KiMeHTa wucnoib3yercss RFM-ananuz (Recency,
Frequency, Monetary value), mo3Bossitoniuii kiaccupuIMpoBaTh KJIMEHTOB HA OCHOBE
JTABHOCTH, YaCTOThl U CyMMBbI MOKYIOK [16]. OnHako B MPOIyKTOBOM pUTEHIIE, /e
ACCOPTUMEHT WTrpaeT KIIIOYEBYIO pOJIb, JICHEKHas IeHHOCTh (M) MoXeT OBITh
HegocraTouHoi. [Ipennoxena moaudukanus moaenu — RFM-V, rae mapametp «V»
(Variety of Purchase) o6o3Hawaer pa3sHooOpasue MOkymok [16]. DTor mapamerp
ompeneNnsieT «rIyOMHy KIMEHTa» — HACKOJIBKO TIOJHO KJIUEHT MCIOJIb3YeT
npeajaraembiii accoptuMeHT. CermeHTalus Ha ocHoBe M u V mo3BosisieT pa3padborath
0oJiee TOYHBIE MApPKETUHIOBBIE CTPATErHMH, MHTETPUPYEMbIE C aHAIU30M KOP3HH.
IleneBble kammanum Ha ocHOoBe RFM-cermenramuu oOecneuuBaror 1m0 77%
yBennueHus ROI [17].

OMHUKaHanbHOCMb U hopMuposarue 1051bHOCMU

OmuukaHanbHbli  kiHeHTckudl  onbiT (OCE) mnpencrtaBisier coO0d  OMBIT
B3aUMO/JICUCTBUSL C UHTETPUPOBAHHBIMU KOMMYHHUKAIIMOHHBIMU KaHaJIaMH, KOTOPBIM
JOJDKEH OBITh TOCJIENOBaTENbHBIM W yHU(pUUUpOBaHHBIM [18]. B oTinuume ot
MYJIbTUKAHAJIBbHOCTH, OMHUKAHAJIBHOCTh TpeOyeT CHHXPOHU3AIMHU JTAHHBIX, YTOObI
MPEANOYTCHUSI KIMEHTa M KOHTEKCT B3aMMOJEHUCTBHUSI OBUIM JOCTYMHBI Ha BCEX
miatgopmax [19]. I'moOanbHbIiI OMHUKAHAIBHBIA PO3ZHUYHBIN PHIHOK OILIEHUBAETCA B
5,9 tpnu nonnapos CIIA [20]. KnueHTsI, UCTIONB3YIOMINE MHOKECTBEHHbBIE KaHAIIbI,
neMoHCcTpupytoT Ha 30% OoJsiee BBICOKYIO NOXKHU3HEHHYK LEeHHOCTh [20].
MapkeTUHIOBbIE KaMIIaHWUHU, 33JICUCTBYIOIIKME TpU U OoJiee KaHaja, JOCTUTAlOT Ha
287% 6omee BBICOKHMX MOKa3aTesie kousepcuu [21].

becmoBubiit OCE cnocoO¢cTByeT (GOpMUPOBAHHUIO JIOSIBHOCTH IOCPEACTBOM
CO3/IaHUSI TIOCTOSIHHBIX M IIOJIOKUTEIBHBIX B3auMOJEHCTBUN ¢ Openmom [19].
[ToTpeburenu, 0cOOEHHO MOJIOJI0€ MOKOJEHHE, O0XKHUIAAIT AU((EepeHIUPOBAHHOTO
OTIBITA, BBIXOJIAIIECTO 32 paMKH JIEHEKHON 1HeHHOCTH [22]. ITporpaMmbl JOSUTBHOCTH
JOJDKHBI CTPEMUTHCS K CO3JAaHUI0 AIMOIIMOHAIBHOM NPUBA3aHHOCTU U YYBCTBA
MIPUHAJJICKHOCTH, TOCKOJIBKY YHCTO TPAH3aKIIMOHHBIE CXEMbI TTO3BOJISIOT KJIUEHTaM
JIETKO MEPEeKII0YaThCs Ha KOHKYPEHTOB, Mpeaaralolux 00Jee BBITOJIHBIE YCIOBUS
[23]. Hauubiii moaxox cornacyercss ¢ Service-Dominant Logic (S-D Logic),
YTBEPKIAOIIEH, UTO KIIMEHT BCET/AA SIBIISIETCS CO-CO3AATENEM EHHOCTH [24].

Teopemuueckoe obocnosanue cmpamezuyeckou yennocmu CRM-komnemenyutil

JIns oOBsSCHEHUSI JOCTIKEHUS YCTOMUYMBOTO KOHKYPEHTHOI'O MPEUMYIIECTBA
(SCA) uepe3 CRM wucnonb3yroTcsi JBa KIIOYEBBIX CTpaTErHUecKuX (QperMBOpKa.
Teopus, ocnoBanHas Ha pecypcax (RBV), mocrymupyet, uto SCA mnpoucrekaer u3
BHYTPEHHHX PECYpPCOB U KOMIIETEHIIUN, KOTOPHIEC SBISIOTCA LIEHHBIMHU, PEIKUMU U
neBocrpou3BoauMbiME (VRIN/O) [25]. B koHTekcTe pO3HUIIBI yHHKaidbHas 0aza
JAHHBIX O KJIMEHTaX, MPOJBUHYTHIC AHATUTHUYECCKHUE AITOPUTMBI M CIOCOOHOCTH
WHTETPUPOBATh JAHHBIE B  KPOCC-QYHKIIMOHAIBHBIC  MPOILECCHl  SBISIOTCS
MOTEHIIMAJIBHO CTPAaTErMYeCKUMH pecypcaMu. Teopusi TMHAMUYECKUX CIIOCOOHOCTEH
(DC) nomonmuser RBV, 00bsicHsst cnocoOHOCT,  (UPMBI  aJanTUPOBATH,
MHTETPUPOBATh M PEKOHPUTYPUPOBATH pPECypchl B JMHAMHU4YHOM cpeae [25].
CnocoOHOCTh puTeisiepa «4yBCTBOBATH» (Sense) MOTPEOUTENHCKUE NATTEPHBI,
_________________________________________________________________________________________________________________|
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«3axBaTbIBaTh» (Seize) BO3HMKAIOUIME BO3MOXKHOCTU M «TPaHC(HOPMHUPOBATH)
(Transform) undopMaruio SABISETCS peHIaroIIel JUHAMHUYECKON CIIOCOOHOCTHIO.

METOAO0JIOT'UsA

MeTo1010THYeCKy 0 OCHOBY UCCIIEIOBAHHS COCTABIISIET CUCTEMAaTUYECKUI 0030D
mutepatypsl (Systematic Literature Review, SLR) B coueTannu ¢ KOHTEKCTyaIbHBIM
aHAJIM30M BTOPUYHBIX JAHHBIX W OTPACIEBBIX OTYETOB, C(POKYCHPOBAHHBIX Ha
pa3BuBatomuxcsa pblHKax U llenTpansHoit A3suu. Ilpomecc o630pa ciemoBan
pykoBoasiiiuM mnpuHiunaMm PRISMA (Preferred Reporting Items for Systematic
reviews and Meta-Analyses) aiis obecriedeHus po3pavyHOCTH, BOCIIPOU3BOIUMOCTH U
CHUKEHUS pUCKa MIPENIB3ITOCTH MpU 0TOOpe MaTepuaios [25].

[Touck nmpoBoaMIicA B BEAyIIUX akaJeMUueckux 0azax naHHbix (Scopus, Web of
Science) AJig BBISIBICHUS HAyYHBIX MyOJUKAIMI 10 CTPATErH4ecKOMY MapKETUHTY U
PO3HUYHBIM TEXHOJOTUSM. [l TONydeHUs aKTyalbHBIX JaHHBIX O CcHelUUKe
[entpanbHoi A3uu rcnoib30Bauch oTpaciieBbie 0TuETH (KPMG, IMARC Group),
MyOoJIMKalMM MEXKIyHapoaAHbIX (PuHaHcoBbIX opranuzanuii (World Bank, GSMA,
UNCTAD) u anamutudeckue mnoptaibl (Fortune Business Insights, Grand View
Research). KiroueBbie NOMCKOBBIE 3ampOChl BKIIOYAIM KOMOMHALIMM TEPMHUHOB:
«CRM AND supermarket AND emerging markets AND customer lifetime valuey,
«loyalty program AND grocery retail AND emerging market», «omnichannel AND
grocery AND developing country AND customer loyalty».

OT60p MaTepuanaoB MPOXOJIUT B COOTBETCTBUU C 4eThpbMs (pazamu PRISMA:
uneHTuukanus (NIepBOHAYATIBHBIM TOUCK MO KIIOYEBBIM CJIOBaM), CKPUHUHT
(ynanenue nyOiuMkaToB M (DUIbTpaIUsi MO 3arojoBKaM W aHHOTAIMAM), OIICHKa
MPUEMJIEMOCTU (YTEHUE TMOJHBIX TEKCTOB JUIsl OIEHKU COOTBETCTBUSL KPUTEPUSIM
BKJIFOUCHUS), BKIOYeHUEe (dopmupoBanue (UHATBHOTO Ha0oOpa HCTOYHUKOB).
Kpurepuu BrmtoueHusi oxsateiBai ¢okyc Ha CRM-cTparerun, Hamuyue
OMITUPUIECKUX TAHHBIX WU TEOPETHICCKUX PAMOK, IPUMEHUMBIX K Pa3BHBAIOIITAMCS
pbiHkaMm. CoOpaHHbIE JaHHBIE MTOABEPraCh TEMATUYECKOMY CUHTE3Y C BBISIBICHUEM
O6apnepoB BHeApeHUss CRM U UX cOnocTaBlIeHUEM ¢ KOHTEKCTyalIbHBIMU JaHHBIMU 110
[HenTpanpHoi A3um.

AHAJIN3 U PE3YJIBTATBI

Hnppacmpyxkmyphwiii u yughposotii paspwvis 6 Llenmpanvroti A3uu

KiroueBbiM npensitcTBueM 1S pa3Buths aHauTuaeckoro CRM B LlenTpanbHoit
Azum gBisieTcst pparmeHTaIus JaHHBIX, CBSI3aHHAS C TUIATEKHON HHPPACTPYKTYPOH U
upoBEIM  pa3pbiBOM. B cTpaHax ¢ pa3BUThIMH (PUHAHCOBBIMU CHCTEMaMU
npeoOaganre Oe3HATNYHBIX TJIATEXKEH U CUCTEMBI OBICTPBIX PO3HUYHBIX TJIATEXKEH
(FRPS) obecmneunBaroT aBTOMAaTU3MPOBAHHBIA COOp TIOJHBIX TPAH3AKIIMOHHBIX
nanHbix. OgHako B LlentpanpHOi A3uu, HECMOTpsI Ha pOCT IMUGPOBBIX (HUHAHCOB
(o151 B3pOCIIBIX, UCTIONIB3YIOMINX ITU(POBBIC TaTeXH, focTuria 50% B Y30ekucrane
B 2024 roay, npu Hanu4yuu OAHKOBCKHX c4eTOB y 60% B3pocnbix) [4], HAIUYHBIE
JIE€HbI'M OCTAIOTCS JOMHUHHpYIoLEeH (opMOil Tuiateka B CErMEHTE 3JIEKTPOHHOM
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KOMMepIUH [2]. DTO yKa3bIBaeT Ha UX 3HAYUTEIbLHOE NMPeolIagaHre B TPAAUITMOHHOM
odraifH-puUTENIIE.

Bricokass [0y1s1 Hanu4HBIX pAacyETOB O3HAYAET, YTO 3HAYMTEIbHAS YacTb
TpaH3akUMOHHBIX naHHBIX (Recency, Frequency, Monetary value) B ¢usnyeckux
CylepMapKeTax He MOXET ObITh aBTOMAaTHYECKH MpUBsI3aHa K HU(POBOMY TPODUITIO
KIMeHTa 0e3 00s3aTeNbHOTO MCIONb30BAHMS MPOTPAMM JIOSUIBHOCTH. DTO JIeJaeT
RFM-ananu3, QyHaameHTanbHbli HHCTpyMeHT oueHku CLV, HenomHeiM U
UCKOKEHHBIM. J[OTIOJIHUTENbHBIN BBI3OB CBSI3aH € IIU(QPOBBIM  Pa3phblBOM B
UCIOJIb30BaHuu: 3,1 MUUIMapAa 4eIoBeK XKUBYT B 30HE MOKPBITUS MOOUIIBHOMN CBSI3H,
HO HE UCHOJb3YIOT MOOUJIbHBIA MHTEPHET, YTO B JEBATH pa3 MPEBBIIACT Pa3pbiB B
nokpeiTun [5]. B koHTekcTe lleHTpanbHON A3MM 3TO O3HAYAET, YTO JaXKe MpPH
BBICOKOM ITPOHMKHOBEHUHU CMAapT(HOHOB 3HAUUTENbHAS JOJIS LIEJIEBOM ayJUTOPUH HE
OyZeT BOBJI€UEHAa B OMHMKAHAJIbHbIE IM(PPOBBIE TOUKU KOHTAKTA.

TEOPETHYECKHWI ®PEMMBOPK
RBV (Pecypcubiii moaxon) + DC (JluHaMuyecKHe CIIOCOOHOCTH)

CRM-BO3MOXXHOCTU lali ALGARL R D A5
CDP « REM-V aHanua ¢ MpeankimeHbii M WNHTerpauuna kaHanos ® E-grocery ® MobunbHoe
npunoXxeHue

A 4

MPOrPAMMA NOAZIbHOCTU (MexaHn3m oundppoBku opanH-TpaH3aKLUN)

OMoLMOoHanbHas NPMBA3aHHOCTb

MepcoHannzauua OnddepeHumpoBaHHbIN ONbIT (S-D Logic)

PE3Y/JIbTATbl: 9®dDEKTUBHOCTb POSHUYHOW CETU

l¢

Customer Lifetime Value Retention Rate Mpomo-ROI OTTOK KNMEHTOB

KOHTEKCTHbIE MOOEPATOPbDI (bapbepbl pa3BuBaloLLMXCca pbIHKOB)

}‘

OpraHu3aunoHHoe
COMpOTUB/IEHNE

[OomuHupoBaHune

Usage Ga ®parmMeHTauma gaHHbIX
HanUyHbIX g P P umAa A

Pucynok 1. KonuenryaasHasa moaeas CRM-ynpasieHus B yCJI0BUAX
Pa3BUBAOLINXCS PHIHKOB'

CpasnumenvHulil ananiuz bapbepos CRM
Hu3skast 3penocTb WHCTHTYIIMOHAIBHOW Cpeabl B Pa3BUBAIOIIUXCS CTpaHax
MPUBOIUT K JAOTMOJHUTEIBHBIM CIIOKHOCTSIM B YIPABICHUH TaHHBIMH. PerynsTopHbIi

! icTouHMK: cOCTaBIE€HO aBTOPOM Ha OCHOBE CUHTe3a nutepatypsl [7], [16], [24], [25]
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nanamadt yacto ¢parMeHTHpPOBaH, ¢ mpoOelaMu B KOH(DHUACHIIMATBLHOCTH U
kubepoOe3onacHocTu. HegocTaTku B yNpaBlIeHUU JaHHBIMU — JICLIEHTPAIU30BAHHOE
XpaHEHUE, HECOOTBETCTBUS BO BBOJE, HEJAOCTATOYHAs] MHTETPAllds MCTOYHUKOB —
OPUBOIAT K «IUIOXOMY KauecTBy nJaHHbIX» (Poor data quality), 4to nemaer
ananutuyeckoe CRM wesddexktuBubiM [6]. Bueapenne CRM-cucrem uacto
CTAJIKUBACTCS C OPraHM3alMOHHBIMU OapbepamMH: COMPOTHUBICHUEM H3MEHEHUSIM U
HU3KMM YPOBHEM TpUHATHS cucTeMbl monb3oBarensimu (User Adoption) [6].
[ToBbIIIIEHNE OCBETOMIIEHHOCTH MOTpPEOHUTENEH O pHUCKax Oe30MacHOCTH JaHHBIX
TpeOyeT oT puTteiiepoB BeicTpamBaTh CRM-cTpaTernto Ha OCHOBE JOBEpUS |
IPO3PAYHOCTH.

Tadauuna 1.
CpaBHurteabHblil aHaan3 0apsepoB CRM B pa3BUTBIX U Pa3BHBAIOIIMXCH
pbIHKax!
PassuBaromuecs
Kareropus Pa3Butbie pbIHKH =
6aDLeDa (CIIIA, EC) poiiku (LlenTpanbHas Biausinue na CRM
PLep ’ A3zus)
Bricokas goins
Vindpactpykrypa JloMUHHpOBaHUE HAJINYHBIX, 3arpyanser coop
HE)IaTer;Iz/eﬁyp Oe3HATNYHBIX HEpaBHOMEPHOE TpaH3aKLIMOHHBIX
pacuéroB, FRPS pa3BuTHE TUPPOBHIX nauubix (M, F)
(¢bunrancos [2]
CAGR e-commerce Heobxomuma
WuTerparnus Bricokas 3penoctb ~30%. HO HU3KOE UHTerparus odiait-
0, o
U(PPOBBIX KAHAJIOB e-groce aHHBIX C OHJIAHH-
wp grocety MPOHUKHOBEHHUE [2] A
KaHaJoM
PparveHTais, [enaer ananmuTH4eCcKoe
VYnpasienue u Bricokue cranaapThbl JeLIeHTpaTIN3aLHs, CRM (RFM, CLV)
Ka4eCTBO JaHHBIX (GDPR) poOebl B ’
Hed (D PEeKTUBHBIM
pEryJIMpOBaHuH [6]
CornpoTuBieHne
W3MEHEHHUSM, Cuamxaetr ROI ot
OpraHu3annoHHOe TexHonornueckoe .
CONPOTHRIEHHE COMPOTHBIICHIE HEJIOCTATOK KaJpOB, nnBectuiuii B CRM-
Huskuit User Adoption CHUCTEMBI
[6]

Mooenv ceamenmayuu kiuenmos RFM-V ons npodykmogozo pumetina

JInst mpeoioneHnst orpaHuyeHnil TpaguunoHHOro RFM-ananu3a B mpoagykToBOM
puteisie mipejiaraercs moaudunuMpoBaHHas Mojaeiab RFM-V, unrerpupyromas
napametp «Pa3zHoobOpaszue nokymnok» (V — Variety). JlaHHBIN apaMeTp MO3BOJISET
OIICHUTh «INIyOMHY KJIHMEHTa» — CTENEHb MCIOJIb30BAHUS IIPEIaraeMoro
accoptTumenTa. CerMeHTanus Ha OCHOBE KOMOWHAIMU JEeHEKHOU LeHHOCTH (M) u
pazHooOpazus V) o0OecrieunBaeTr  pa3pabOTKy b pepeHIrpoBaHHBIX
MapKETUHTOBBIX CTpaTEeTUH i Kaxkaoro cermenta [16]. Tabmuna 2 mpeacraBisier

! YcTouHMK: cocTaBneHo aBTOpom Ha ocHose [2], [5], [6]
|
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CTPYKTYpY CerMeHTauuu Ha ocHoBe RFM-V, agantupoBaHHyO U1 CTPAaTETHYECKOrO
IJIJAHUPOBAHMS B C€TEBOM pureiie LlenTpanbHont Azuu.

Tadanuna 2.
Mojeb cerMenTanuu KanenroB RFM-V 1ist npoayKToBoro pureiiia’
CrpaTeruyeckue
Cerment (M X V) | Onucanue Ipumeps! geiicTBuii
( ) neau CRM P PRI
VY nepxanue,
OKCKJIH03UBHbIE
YeMNUOHBI Bricokas IeHHOCTh U BO3HArpaxaeHue,
. . PEIOKECHHUS;
rayounsl (High LIAPOKUAN aCCOPTUMEHT. CO-CO3JaHNE
. 3aKpPBITHIC JICTYCTAIlUU;
M, High V) ['myOGokast J10sIIbHOCTh uenHoctu (S-D 5
. cOop oOpaTHOI CBs3H
Logic)
CKuJKY HA HOBBIE
JeHe:kHbIe Kpynnsie nokynku, YBenuuenue KATOrODILIL:
koposbl (High OTpaHUYECHHBIN aCCOPTHUMEHTA PHIL;
MEePCOHATM3UPOBAHHbIC
M, Low V) ACCOPTUMEHT (Kpocc-TIpoTaku)
peLenThl
N Haxonurenbhbie
Iorenunanbuble | Huskuit uek, MHOTO pasHbixX | [loBbIieHne

auaepsl (Low M,
High V)

TOBapoB (MOTEHIUAI
pocra)

4aCcTOTHI U/ U
pa3Mepa yeka

6onycsl; Trade
Promotion Management

[8]

ox yrpo3oit
(Low M, Low V)

Penxue, HM3KoIIEHHEIE,
y3KOCTEeIMAIU3UPOBAHHbBIE

AxTuBanus,
peaKkTHBaIUs, Win-
back kammanun

Omnpocsl; "Bo3BpaTHbIE"
KyTOHBI [23]

ITOKYIIKH

Cmpamezuu nosviuenus sgpgexmusnocmu yepesz unmezpuposannoe CRM

JUis  1OCTHXKEHUS KOMMEpPUYECKOM 3(PQPEKTUBHOCTH CETEBBIE CYIEpPMapKEThI
JOJDKHBI Hcronb30BaTh CRM, JIOAIBPHOCTE M OMHUKAHAJIBHOCTH I CO3JaHUS
JUHAMUYECKUX CIIOCOOHOCTEN, TO3BOJISIIOLIMX MTPEO0/I0JIEBATh PETUOHAIIBHBIE BBI3OBBI.
Bueapenue mnardopm, ananoruunbix CDP, xoHconmuaupyromux TaHHBIE U3 BCEX
HMCTOYHHUKOB (KacChl, KapThl JIOSUIBHOCTH, MOOWJIbHBIE MPUIOKEHUS, €-grocery),
ABJISIETCS. (PYHIAMEHTAJIBHBIM IIaroM K CO3/IaHUI0 «EIMHOTO UCTOYHUKA UCTUHBD» [7].
Yenex CRM 3aBUCUT OT NPEONONEHUS OPraHW3alMOHHOTO CONPOTHUBICHUS H
oOecneuenus Beicokoro ypoBHs User Adoption mocpeicTBOM HHBECTUIIMI B 00ydeHHE
Y TIOJIEPKKY nepcoHana [6]. KauecTBO JaHHBIX yiydlIaeTcst MyTéM aBTOMATH3ALNH
cOopa, HeMPEPHIBHON MHCIICKIIMA M OYUCTKH 3aITHCEH.

[IporpaMMbl JIOSJIBHOCTH BBICTYHAIOT KJIIOUEBBIM MEXaHU3MOM OLU(POBKH
oQIaifH-TpaH3aKIMi, COBEPIICHHBIX HAJUYHBIMU. [[1s MOCTHIKEHMSI yCTOWYUBOTO
yAepKaHUST 3TH MPOrpaMMbl JIOJDKHBI TpeiaraTh IuddepeHIMpOBaHHbIA OIIBIT,
BBIXOJISANUN 3a paMku HauucieHusi OamioB [22]. [Ipumenenne momenu RFM-V
II03BOJIIET OTOMTH OT YMCTO TPAH3AKIMOHHOTO BO3HAIPAXACHUSA K BO3HATPAKICHUIO
3a «TIIyOMHY» W «BOBJCUYEHHOCTh» KiueHTa. Ananutuyeckuit CRM mo3Bosser
ONTUMH3UPOBaTh Mpomoakiuu: udepe3 Trade Promotion Management pureiiniepsl
TECTUPYIOT Pa3JINYHbIE TAKTUKU ISl JOCTHKEHUS ONTHMAJIBHOTO COOTHOIIECHUS

! YcTouHWK: afanTupoBaHo aBTOpoMm Ha ocHose [8], [16], [23], [24]
|
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3aTpar U 00béma mpoaax [8]. Ilepconanuzainus Ha ocHOBe mpenuktuBHOoro MU
MacCIITa0upyeT MPEATIOKEHNUs, TIOBBIIIA UX PEJIEBAaHTHOCTH [9].

B ycnoBusax llenTpanpHOiM A3MM OMHUKAHAIBHOCTH  BBINOJHSET JBE
KPUTUYECKHE byHKIHIH: o0ecreynBaer OecIIoOBHOE B3aMMO/JICHCTBHE,
COOTBETCTBYIOIIEE OKUIAHUSAM moTrpedbuteneit [19], u pemaer npobremy aedunnra
naHHbIX. CereBble CyNepMAapKeTbl JOJDKHBI HCIOJIb30BAaTh BBICOKMU YpOBEHb
MPOHUKHOBEHUsT cMapThoHOB (3 Muyummapaa ycrpoircte B LMICs) [4] mis cozmanus
MOOMJIbHBIX MPUIIOKEHUM, CITYKaIlUX OCHOBHBIM IIU(POBBIM IILTI030M. BBICTpBIH pocT
peiHka e-grocery B peruone (CAGR 30,63%) [2] nmenaeT 3ME€KTPOHHYIO TOPTOBIIIO
OPOJYKTaMU KaTaJdu3aTOpOM OMHHUKAaHaJIbHOCTU. OHIIaH-3aKa3bl T[EHEPUPYIOT
YUCThIE CTPYKTYpUPOBAHHBIE HIU(PPOBHIEC AaHHBIC, UCIOJIb3yeMbIC Il 00OTaIllCHUS
npoduiiel KIMEHTOB, COBEPIIAIOIIUX TOKYIKH TPEUMYILECTBEHHO O(JIaiiH.

BbIBO/IbI U ITPE/ VIO’ KEHUA

Crparernueckoe CRM-ynpaBinenue ABISIETCI HEOTHEMIIEMBIM  YCIOBUEM
MOBBIIIEHUS 3(P(EKTUBHOCTH CETEBBIX cynepmapkeToB B LleHTpanbHOM A3uu u
JOCTHKEHHUS YCTOMYMBOTO KOHKYPEHTHOIO MMPEUMYIIECTBA. AHAIN3 TTOKA3bIBAET, YTO
ycriex CRM B pernone omnpenensercss HE CTONBKO HAJIUYMEM TEXHOJIOTHYECKOU
MH(DPACTPYKTYpPhI, CKOJBKO CIIOCOOHOCTBIO pUTEHJIEpa pa3BUBaTh JUHAMUYECKUE
KOMIIETEHIIMH 10 MHTETPallMi U YIPABJICHUIO JaHHBIMH, IPEO0JIEBAs] YHUKAIbHBIC
MHCTUTYIIMOHAJIbHBIE W HHppacTpykTypHble  Oappepsl. CRM  BbICTymaer
JMHAMHMYECKOHN CITIOCOOHOCTBIO: B YCIOBUSAX YCTOMUMBOM TPaJUIIMOHHON TOPTOBIU U
(parMEeHTUPOBAHHOW IIATEKHOW HH(PPACTPYKTYpbl KOHKYPEHTHOE MPEUMYILECTBO
co3aércs 3a CU4ET CIIOCOOHOCTU (PUPMBI «UYBCTBOBATH» PBHIHOUHBIE U3MEHEHUS U
«TpaHCPOPMUPOBATH» KIMEHTCKHE JaHHbIE B NEPCOHAIU3UPOBAHHBIE MPEATIOKEHUS
[25].

JlIoMHUHUpOBaHNE HAIMYHBIX PACYETOB [2] M 3HAUUTENBHBIN ITU(GPOBOI pa3phiB B
UCIIOJIb30BaHUU [5] nenaroT HeoOXOoAMMOW OECHIOBHYIO MHTErPalUi0 MpPOrpaMMbl
JOSUIBHOCTH B (pu3nmyeckux mara3uHax. OMHUKAHAJIbHAs CTPATErUsl CIYXKUT
KJIFOUEBBIM MEXAHU3MOM, MEPEBOASAIIMM HAJIUMYHbIE TPAH3AKUUU B OUU(POBAHHBIE
npoguin U pemarouM npodsemy aedunura aaHHbix. s makcumuzaunun CLV
HEOOXOJMMO UCIOJIb30BaTh MPOABUHYTHIE aHanmuTU4Yeckue wMoaenun RFM-V,
MO3BOJISIFOLIME TIPOBOJIUTH CETMEHTAIIMIO TIO «TJIyOuMHe» kiaueHTa [16]. YcroituuBas
JIOSUTBHOCTh JIOCTUTAETCSl MOCPEACTBOM MEpPCOHAIM3AUU U AU((HepeHInpOBaHHOTO
OMbITa, COOTBETCTBYMOMIET0 mpuHIUnaMm Service-Dominant Logic [24]. Huskoe
KAueCTBO JAHHBIX W OPraHU3AallMOHHOE CONPOTHUBIIEHUE SIBIISIIOTCS KPUTUUECKUMU
OappepaMu, yCTpaHIEMbIMH MyTEM CTaHAAPTU3ALMU, ABTOMATU3AIMH 1 00eCTIeUeHus
BBICOKOTO YpoBHsI puHsATUA CRM-cucteMsl nepcoHanom [6].

[IpakTHueckre pEKOMEHJAUMU Il PYKOBOJCTBA CETEBBIX CYNEPMapKETOB
BKJIFOYAKOT: NPHOPUTETHOE WHBECTUPOBAHWME B  HMHTETPAUUI0 JaHHBIX H
OpraHu3allMoOHHOE pa3BuTHE (0OyueHHUe MepcoHaia, CTaHAAPTU3AIMS MPOIIECCOB);
UCIIOJIb30BAaHUE MPOTPAMMbl  JIOSUIBHOCTH KakK  00s13aTE€IbHOTO HMHCTPYMEHTa
uaeHTUGUKAIUK  OQIIAH-KIMEHTOB; CTpPaTernyecKkoe pa3BUTHE e-grocery Kak

KaTaHI/I3aT0pa OMHHKAHAJIBHOCTHU U UCTOYHHUKA KAaYCCTBCHHBIX NAaHHBIX, HpI/IMeHeHI/Ie
_________________________________________________________________________________________________________________|
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Mozienu RFM-V miis cermenTtaiuy u nepconanuzauuv. OrpaHudeHus: UCCIAEI0BAHUS
CBSI3aHBI C METOJIOJIOTHEN CUCTEMAaTHIECKOTO 0030pa, HE TIO3BOJISIONIEH YCTAaHOBUTD
MpSMbIC TIPUYUHHO-CIIC/ICTBEHHBIE CBSI3U. HampaBieHusIMU Oy TIyIIuX WCCIETOBAHHMA
BBICTYTAIOT SMmupuyueckas Bepudukanusa s¢pdexktuBHoctd RFM-V B ycrmoBusix
[lenTpanbHol A3uu U KoJnuecTBeHHas olleHka BiusiHus: Usage Gap Ha CLV.
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