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OrnNABJNIEHUE

CRM-cucrtembl: BHegpeHue, aBTomaTusauusi, macutabuposaHue — MonHbIn yyeGHUK

Copeprxkanue

BJIOK 1 — OCHOBbI CRM: BbIEOP, BHEAPEHUE, BA3OBASl HACTPONKA

T'nasa 1. Benenue B CRM-cucTeMbl

Uro takoe CRM u 3auem oHa Hy’KHA GH3HeCy
9posmonust CRM: ot kapToTek 0 Al-accucTeHTOB
Tunet CRM-cucreM 1o GyHKIIMOHATBHOCTH
Kitouessle Beirozipl ot BHepeHnss CRM

Korya 6usHecy kpurudecku Hy:kHa CRM

OcuoBubie Mudsr 0 CRM

TToaroroska k Bei6opy CRM

BriBozib! ypoka

T'naBa 2. 0630p CRM-1ardopM: cpaBHeHUE U BEIGOP
JlargmagpTt CRM-phIHKA: IONYJIAPHBIE PENIeHNs
Jeranbubiit 0630p Ton-7 CRM-mwiatdopm
CpaBuutesnpHas tabanna CRM-miatdopm
Meroposorus Beibopa CRM

Yacrele ombxu npu Bei6ope CRM

BrIBO/IBI YpOKa

T'naBa 3. Crparerus BHenpenuss CRM

TTouemy 70% BHenpenuniit CRM poBaynBaoTCs
Roadmap Bueznpenuss CRM: 9O-/{HEBHBIN ILTaH
VipasiieHue U3MeHeHUsAME: paboTa ¢ CONPOTUBIEHHEM
Posn 1 OTBETCTBEHHOCTH B IIPOEKTE BHEAPEHUA
Mertpuku ycrnexa BHeZpeHUS

Yek-JIMCT yCHENTHOTO BHeJPeHUs

TunuyHble OMNOKY BHEJIPEHUA U KaK UX N30eKaTh
BriBozb! ypoka

T'naBa 4. Hactpoiika Boponku mpozax B CRM

YT0 Takoe BOPOHKA IPOJja’k U [T0YeMy OHa KpUTHYHA
ITpoekTrpoBaHKe BOPOHKU: OT OGu3Hec-Tporiecca k atanam CRM
ITpakTuueckas HacTpoiika BOpoHKH B CRM
MHOKeCTBeHHbIE BODOHKH: KOI/Ia M KaK HCII0Ib30BATh
MeTpuKH U aHAJTUTHKA BOPOHKHU NPOJAK

TunuyuHele OMMUOKY TP POEKTUPOBAHUH BOPOHKU
YeK-TMCT HACTPONKU BOPOHKH IIPOZIAK
ITpoaBuHYyTHIE TeXHUKHU: A/B TecTHpoBaHIe BOPOHOK
Br1BO/IBI YpOKa

T'yaBa 5. KapTOuKM KOHTAKTOB M KOMITAHUH



Apxurextypa gaHHbIX B CRM: KOHTaKThI, KOMIIAHUH, C/IEJIKH
IIpoekTHpOBaHKE HOJIEI: UTO XPAHUTD B KAPTOUKAX
O6orareHre JaHHBIX: OTKYAa 6paTh nHOOPMAIUI0
Nenyminkanus: 6opsba ¢ ayoasmu

CerMeHTaLUsA: TETH, CIIUCKU, (DUIIBTPBI

Kaprouka kontakra: UI/UX best practices

TTo/UTHKY IOCTYIA: KTO BUAUT YTO

MobunpHast paboTa ¢ KApTOYKaMU

MHTerpaius KapToyek ¢ KOMMYHHUKAIIUAMEI

BriBozib! ypoka

Bakiouenue 6yoka 1

TaBa 6. 3aiaun, HAMOMUHAHUA U KaJIEHAAPh

Beegenne

3aueM Hy»xHa cucrema 3as1a4 B CRM

CozzaHue 3a71a4: py9HOE ¥ aBTOMATHIECKOe

Kanennaps MeHekepa: iaHupoBanue aus yepes CRM
HanomuHaHUs 1 1e/UTaliHbI

KoHTposib IpocpouyeHHbIX 3a/5a4: Aambopy ayist POIla
JKuBas leMOHCTpAIUsA: HACTPOIKA CUCTEMBI 33/1a4
Mob6uibHas paboTa ¢ 3aia4aMu

TunuuHble OINOKY U KaK UX H30eKaTh

IIponBuHyTHIE DUIIKA

VIHTerpaIuu s CynepIipoiyKTUBHOCTH

Keiic: kak cucreMa 3a/1a4 yBeJIMUMIIA IIPOIAXKU HA 40%
IIpakTHueckoe 3aaHue

Hrorn

Tnasa 7. UaTerpauus ¢ TeaedoHuei

Beenenue

3auem HyxHa IP-Testreponns B CRM

Tonmynapusie IP-ATC pna nnTerpanuu ¢ CRM

Bxozstiuii 3BBOHOK: aBTOMATHYECKOE CO3/IaHUE KOHTAKTA U CIEJIKH
Ucxopstuuii 3B0HOK: click-to-call uz kaproukn

3amuch 3BOHKOB: XpaHeHHe, IPOCIIyIIHBAHIE, aHATU3
IIponyiieHHbIE 3BOHKN: aBTOMAaTHYECKIE 33/1a4 Ha IIEPE3BOH
JKuBas nemoHcTparus: nogkiouenue reaedorun k CRM
IIpoaBuHYTAasI aHATUTHKA 3BOHKOB

Speech Analytics: aBToMaTryecKkuii aHAIN3 3BOHKOB uepe3 Al
TunuuHble omMUOKK U Kak UX n36exaTh

Keiic: kak nHTerparus TeaedOHNHN yBeIHInIa IPOJAKU Ha 60%
IIpakTrueckoe 3ajanue

Htorn

T'naBa 8. VIHTerpauusi ¢ IO4TON 1 MeCCEeH/I?KepaMu



Beenenue

Email 8 CRM: mpuBsi3Ka MOYTHI K C/IETIKAM

I1a610HBI MIECEM: IEPCOHATNU3AIINS U ABTOMATH3AIUS
WhatsApp Business: unrerpanus uepe3 API u arperaTopbt
Telegram: 6ote! u nHTerpanus ¢ CRM

OMHHKaHAJIBHOCTB: BCE KAHAJIBI B OZTHOM OKHE

JKuBoii yaT Ha caiite: BuypkeT — CRM — MeHemkep
THunuyHbIe OMUOKY U KaK UX 1306eKaTh

Keiic: kak OMHHKaHAIBHOCTD YBEJIMUNIIA IPOJIAXKH Ha 50%
IIpaxkTuueckoe 3alanue

Urorn

T'iaBa 9. IHTerpanus ¢ caiittom u popmamu

Beegenne

Be6-dopmbr: 3asBKa ¢ caiita — cienka B CRM

Crioco6s! nHTerparuu ¢opm ¢ CRM

KoJun-TpeKHHI: KaKoH KaHasI IPUBEJT KJIIMEHTA
UTM-MmeTKHu: Iepefiavya JaHHBIX U3 peksaMmbl B CRM
WHTerpanus ¢ IeHANHT-0niepamMu

BuykeTsl 06paTHOTO 3BOHKA

JKuBas neMoHCTpaIyA: HACTPOMKA ITOJIHOTO IIUKJIA
IIponBuHYyTHIE DUITKN

THnUYHbIE OMUOKY U KaK UX n306eKaTh

Keiic: kak nnTerpanus GopM yBeJInynIa IpoJaku Ha 70%
IIpakTHueckoe 3a/jaHre

Urorn

T';aBa 10. BazoBast aHATUTUKA U OTUETHL

Beenenue

Cranzaptable oTuéThl CRM: BOpOHKA, MEHE:KePbI, KOHBEPCUHU
Pipeline Report: 06bEM, CKOPOCTH, IPOTHO3

OT4YéT 110 MEeHePKEPaM: aKTUBHOCTb, Pe3YJIbTaThl, 3 (HEKTUBHOCTD
OTYET M0 UCTOYHHUKAM JIM/IOB: KAKOU KaHAJI IPUHOCHUT GOJIBIIE
Jlam6ops pyKOBOAUTEIS: 5-7 KJIIOUEBBIX BH/I?KETOB
Hacrpoiika peryaspHbIX OTUETOB Ha email

JKuBas neMoHcTpanus: co3zianue gamoopza aus POITa
TunuuHble OMNUOKY U KaK UX H30eKaTh

Kelic: kak aHATUTHKA YBEJINYIUIA BRIPYUIKY Ha 40%
IIpakTuueckoe 3a1anue

Hrorn

B/IOK 2 — ABTOMATUSALUA: TPUITEPbDI, POEOTbl, BUSHEC-NMPOLIECCbI

T'nasa 11. IIpunnuns! aBTomatusanuu B CRM

Beenienue



Yro Takoe aBTomMarusanusa B CRM

TIpunnun 1: UaeHTHdUKAINS IPOLECCOB Il aBTOMATH3AIIH
TIpunnumn 2: Jloruka "Tpurrep — Yeiaosue — JleiictBue”
IIpunnun 3: [TocTenieHHOCTD U TECTUPOBAHME
IIpunnum 4: IlepcoHanu3anusa B aBTOMaTU3AINHI
IIpunanun 5: KOHTPOJIb ¥ ONTUMU3AIHSA

IIpunnun 6: BasaHnc aBTOMaTH3aKUU U YesI0BeYecKoro Gaxkropa
IIpunnumn 7: JIoKyMeHTUPOBaHUE U Iepeiada 3HAHMH
YacTble OUIMOKH IIPU aBTOMATU3AIIUH

MHcTpyMeHThI aBTOMATU3aIUK B ITOIMyssspHbIX CRM
IIpakTrueckoe 3ajanue

Yek-JIMCT 3aIlycKa aBTOMATH3AINN

3axIoueHye

TnaBa 12. Tpurrepbl 1 aBTOMaTHYeCKUeE A€HCTBUSA
Beenienue

AHaroMmus Tpurrepa

THIIBI TPUTTEPOB: JleTaIbHast KaaccubuKaus

Tunbl aBTOMATHYECKUX IeMCTBUIA

Kom6uHMpOBaHue TPUTTEPOB U I€HCTBUI

Hacrpoiika B nmomyisspabix CRM

Yexk-yuct 3pdeKTHBHOH aBTOMATU3AINHA
3axIoueHne

T'naBa 13. ABToMaTndeckue email-uenouku u follow-up
Beenenue

Uro takoe email-erouxu

Anaromus 9 dexTrBHON email-nierouxu

Follow-up: VlckyccTBO OC/IEA0BATENBHBIX KACAHUMA
IIpo/iBUHYThHIE TEXHUKH

MeTpuKH U ONITUMH3AIUSA

VHCTpYMEHTSI JyIst email-aBroMaTisanuu

Yek-yImCT 3amycka email-iermouxu

3axI0ueHye

TnaBa 14. ABTOMaTH3aIMA PACIIPeieeH A JTUI0B
BBenienne

TIpo6JieMbl PyYHOTO PACIIPE/IeIEHIS

MeTo/15I aBTOMATHIECKOTO PaCIIPe/e/IeHUs

TIpaBusia 1 ycjI0BUsA pacnpesiesieHus
IIpenorBpaienre KOHGIUKTOB U Ay6iiei

MeTpuyKH U ONITUMH3AIUSA

ITpakrrueckas HacTpoiika B CRM

YeK-JIMCT 3aIlyCcKa aBTOMATHYECKOTO PACIIPe/IeIeHUs

3akioueHue



T'naBa 15. BusHec-poLeccsl U COIJIaCOBAHUA
Beenienue

Yto Takoe 6usHec-mpouecc B CRM

Turel GU3HEC-TIPOIECCOB B IIPO/IAYKAX
ITocTpoenue 6usHec-mIporiecca

CorsiacoBaHUA: JIy4IlINe MIPAKTHKH

Hacrpoiika 8 CRM-cucremax

Metpuku 6GU3HEC-TIPOIIECCOB

3axIo4eHye

T'naBa 16. Po6oTs! 1 uat-60T61 B CRM

Beenenue

Tunst 60ToB B CRM-3K0CHCTEME

IInardopmsl aist co3aanus 4at-60ToB
Apxutektypa uHTerpanuu 6ora ¢ CRM
CuieHapHuH UCIIOJIb30BaHUSA GOTOB B PA3HBIX OTPACIIAX
TexHUYECKHe aCleKThl pa3paboTku 60TOB
Merpuku s3bdexTuBHOCTH GOTOB

TunuyHble OMIUOKY IPU BHEAPEHUH 6OTOB
Roadmap Bueznpenus 6ora B CRM
VIHCTPYMEHTHI U CEPBUCHI

3axTioueHne

T';aBa 17. ABTOMarusanus Mmapketunra yepe3 CRM
Beenenne

KoHnennusa MapKeTHHIOBOH aBTOMaTH3aIHH
CermMeHTanysA: OCHOBA aBTOMATH3AIIH
Email-aBromaTuzamnus

SMS u MecceH/I?Kepbl B aBTOMATH3AIIH
Peraprerunr u Lookalike uepes CRM

Lead Scoring 1 aBTOMaTH4YecKas MapIIpyTH3aUsA
A/B TecTupoBaHe B MapKeTHHIEe

Keiic: ITosiHast aBTOMATU3A1UA MapKETHHTA
3axI0ueHye

T'naBa 18. JlTokymeHT0o060pOT U 1m1a610H61 B CRM
BBenienne

ITpo6sieMbl TPAIUIIULOHHOTO JOKYMEHT0060pOTa
Illa6oub! ToOKYyMeHTOB B CRM

DJIeKTPOHHbIE TIO/IIMCH U COTIACOBAHUE
ABTOMAaTHUecKas reHepanus 1 OTIPaBKa
XpaHeHVe U yIpaBJIeHNe JOKyMeHTaMu
AHaJIUTHKA U ONITUMU3ALNSL

Keiic: IlosiHast aBTOMaTH3ANMS IOKYMEHTO000pOTa

3akioueHue



T'naBa 19. BHelnHue uHTerpanuu: Zapier, Make, n8n
Beenenue

Konnenmus nHTerpanuoHHbIX I1aTdopm

CpaBuenue mwiatdopm: Zapier vs Make vs n8n
TlomysisipHbIE ClIEHAPUH MHTErPaluil

TTocTpoeHue CI0KHBIX aBTOMATH3AIUH

Besomacuocts u best practices

Keiic: ITocTpoeHue MOTHON UHTETPAIHOHHON 9KOCUCTEMBL
3axIo4eHye

TnaBa 20. Mo6misHas CRM u pabora B HOJIAX
Beenenue

OcobenHOoCTH PaBOTHI B IOJISAX

Kirouessie pynkunn mobuabaoit CRM

Ton mo6wibHBIX CRM-IIPIITIOKEHU I

OpraHusanus paboTsl 10JI€BOH KOMaH/IbI

MeTtpuku 3G HeKTHBHOCTH ITOJIEBBIX IPOJAK

Keiic: OnTumusanusi paboThl TOPTOBBIX IPEACTABUTETEH

3akioueHue

B/1IOK 3 — NPOABUHYTOE UCMNOJIb30BAHUE: AHAJIUTUKA, Al, MACLULTABUPOBAHUE

T'nasa 21. IIpoaBuHyTas aHaIUTUKA U BI-HHCTpYMEHTBI
Beenienue

3aueM Hy:KHA IPOABHHYTasA aHauTHKa B CRM

0630p Beayuux Bl-iardopwm st CRM-aHaIUTHKA
ApXUTEKTYpa aHAJIUTHYECKOTo pelieHus Ha 6aze CRM
Kirouessie metpuku u KPI s CRM-aHaIUTHKA
IIpakTHUYecKye KeHChl IPOBUHYTOW aHATUTHKHI

Best Practices mpoxsuHyToii anamutuku B CRM

Bsi6op nogxozsiero BI-uaeTpymenta

3axoueHye

T'naBa 22. CKBO3HAsA aHAJIUTHKA: OT KJIMKA /10 BBIDYUKH
Beenenue

YT0 Takoe CKBO3HAA AHATUTHKA U 3a49€M OHA Hy>KHA
0630p wiaThOpM CKBO3HOH aHATTUTHKA

Mopgenu arpulbyIuu: Kak IPaBUIbHO PACIIPE/IEIUTh IIEHHOCTh KaCaHUH
Hacrpoiika CKBO3HOW aHAJIUTHKY: MIOLIATOBBIH IpoOLiece
Pacuer peaspHOr0 ROI: OT KJIIMKOB /10 TPUOBLIN

Best Practices cKBO3HOU aHATUTHKH

3axIoueHye

I'maBa 23. Customer Journey u CRM

BBenienue

Yo Takoe Customer Journey



Customer Journey Mapping: Busyanuzanus IIyTH KJIHEHTA
CRM kak uHCTpYMeHT /uts tracking u onrumusanuu Customer Journey
MNucrpyments! i Customer Journey Management
Best Practices Customer Journey Management
3aksoyeHue

TnaBa 24. AT u MmamHHOe o6yuenue B CRM
Beenenue

Ocuosst Al u ML gis CRM

Al-Bo3morkHocTH Benymux CRM-1utargopm
IIpaktnueckue Use Cases Al B CRM

Buenpenue Al 8 CRM: nomaroBbIi mporecc
Atuueckue acrekTs! u challenges AI B CRM
Bynymee Al B CRM

3axIo4eHye

T'naBa 25. CRM /11 MapKeTHHTa: JIHIOTeHepanys ¥ nurturing
Beenenue

CRM vs Marketing Automation: B uem pasuuria?
Lead Generation yepe3 CRM

Lead Scoring: onpe/iesieHre TOTOBHOCTH JIU/ia K sales
Lead Nurturing: BbIpaiuBaHue Jui0B

CRM + Marketing Platforms: nnrerparus
M3mepenune mapketuaroporo ROI uepes CRM
Account-Based Marketing (ABM) uepe3 CRM
3axIoueHue

Tnasa 26. CRM z1s1 customer service U HO/ZIEPIKKI
Beenenue

OCHOBHBIE TOHATHUS

Apxurextypa CRM 151 ozieprKKu

Crparerny ONTUMHU3ALNH TTO/IEPIKKI
VHCTPYMEHTHI: cpaBHEHUE IIaTHOPM

Ketic: Baeperne CRM 1t TOAIEPIKKA

Jlyqmue npakTUKA

3axIo4eHye

T'masa 27. CRM i1 e-commerce ¥ pO3HUIIBI
Beenenue

Cnernuduxa CRM 11 e-commerce

ApxurekTtypa e-commerce CRM

Knrouesble cieHapuy aBTOMATU3ALUN
ITnardopmer 1ia e-commerce CRM

Ketic: unrerpanus CRM 114 HHTepHeT-MarasuHa
Jly4mmme npakTUKA

3akioueHue



T'nasa 28. BesonacHoctb fanHbIX 1 GDPR
Beenienue

TTouemy Ge30macHOCTDb ZAHHBIX KDUTHYHA

GDPR: uT0 Hy»KHO 3HATh

D3-152: poCCUICKOE 3aKOHOATETTBCTBO
TexHUYecKas 3alUTa JAHHBIX

IIpakrrueckas peaausanus compliance
Compliance-friendly CRM miatdopmbt
3axIo4eHye

T'naBa 29. MacmrabupoBanue CRM: ot crapramna Jjo enterprise
Beenenue

Craguu pocra u CRM-crparerus

Murparnus mexay CRM: korga u kak
Macurrabuposatue performance
OpraHu3anuoHHOe MacITabupoBaHue
3axToueHue

T';maBa 30. CRM-cTpaTerusi: OT HHCTPYMEHTA K KyJIbType
Beegenne

CRM kak ¢uiocodus, a He HHCTPYMEHT

Bynymee CRM: TpeHzabI 2026-2030

Or texHOOTHH K pesynbratam: CRM ROI

Kak HauaTsh (vt yayuinuts) Bairy CRM-crpareruio
3aKII0YUTeIbHOE CJIOBO

Bnaronapuocts



CRM-cucremMsbI: BHCAPCHUE, aBTOMaTHU3aANuA, MaCIIITaﬁl/IpOBaHI/Ie —

ITotHBIN yUeOHUK

ABtop: UNIKA Academy Bepceus: 1.0 (Mapr 2026) I'1aB: 30 | BiiokoB: 3

Copep:xanue

Baiok 1 — OcuoBbl Crm: Bei6op, Bueapenue, bazosass Hacrpoiika

« I'saBa 1. Beenenue 8 CRM-cucrembl

o I'nmaBa 2. 0630p CRM-1tatdopm: cpaBHEHHE U BBIOOD
o I'masa 3. Crparerus BHeipeHusi CRM

« I'maBa 4. Hactpoiika Boponku mpozask B CRM

o I'ylaBa 5. KapTOuKy KOHTaKTOB U KOMIIAHUN

o I'yaBa 6. 3ajjaun, HANOMUHAHUA U KaJleHJaphb

o I'naBa 7. UuTerpanus ¢ treaedoHnen

o I'maBa 8. MIHTErpanus ¢ mouTou U MecceH/PKepaMu

o I'maBa 9. HTerpanus c caiitom u ¢dopmamu

« I'yraBa 10. bazoBas aHasuTHKA U OTYETHL

Biok 2 — ABromarusanus: Tpurrepsi, Po6orsi, Busnec-IIponeccsr

o I'yaBa 11. [IpuHnunsel aBromarusanuu B CRM

o I'ylaBa 12. Tpurrepsl U aBTOMaTUYECKUE T€HCTBUA

o I'yaBa 13. ABTOMatuueckue email-nienouku u follow-up
« I'y1aBa 14. ABTOMaTH3anus pacrpezieseHus Ju0B

o I'maBa 15. BusHec-mporeccs! U COTJIacOBaHUA

o I'yaBa 16. Po6oTs! u yat-60T61 B CRM

« I'yaBa 17. ABTOMaTu3anusa MapkeTuHra yepes CRM

« TnaBa 18. [JokymenTo0o60pOT 1 1ma610uH5 B CRM

o I'yiaBa 19. BHenrnue unrerpanuu: Zapier, Make, n8n

o I'maBa 20. Mo6wibaast CRM u paboTa B IOJIsix

Baok 3 — Ilpoasunyroe Mcnoib3oBaHue: AHaauTuka, Ai, MacurraGupoBanue

o I'masa 21. [IposBuHYyTas aHAIUTHKA U BI-UHCTpYMeHTbI

o I'ytaBa 22. CKBO3HAS aHAJIIUTUKA: OT KJIUKA JI0 BRIPYIKH

e I'ymasa 23. Customer Journey u CRM

o I'yaBa 24. Al u MamuaHOe 00ydeHne 8 CRM

o I'yraBa 25. CRM /11 MapKeTHHTa: JIM/IOTeHepalus 1 nurturing
o I'maBa 26. CRM 1 customer service U IOZIEPIKKHI

e I'yraBa 27. CRM f1a e-commerce U PO3HUIIBI

« I'staBa 28. BezomnacHocTs gaHHbIX 1 GDPR

« I'maBa 29. MacmrabupoBanue CRM: ot craprana o enterprise

« I'sraBa 30. CRM-cTparerus: oT MHCTPYMEHTA K KYJIbTYpe
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BJIOK 1 — OCHOBBI CRM: BBIEOP, BHE/IPEHUE, FA3OBASI
HACTPOMKA

I'masa 1. BBegenne B CRM-cucremsl

Yro Takoe CRM u 3aueM OHA Hy:KHA OHU3HeCY

CRM (Customer Relationship Management) — 3T0 He IPOCTO MPOrpaMma /il XpaHEHUs KOHTAKTOB. DTO KOMIUIEKCHAsl CHCTEMa YIIPaBJIEHUs
B3aMMOOTHOLIEHISIMHY € KJIHEHTAMH, KOTOPAs IIEHTPAIU3YET BCE JTAHHBIE O KJIMEHTaX, ABTOMATH3UPYET IIPOLIECCHI IIPO/IA’K ¥ MAPKETHHTA, a TTIABHOE

— IIOMOTaeT YBeJINUUBATh l'IpI/I6bI]II) KOMITaHUH.

B coBpemennom Gusnece CRM-crcTemMa cTaja KpUTHYECKU BasKHBIM HHCTpyMeHToM. [1o aHHbIM uccaenoBanmii Salesforce 3a 2024 roz, komnanumu
¢ BHezipeHHOU CRM yBeTMYMBAIOT KOHBEPCUIO MTPOZIAXK HA 300%, COKPAIIAIOT IIUKJI CAEIKU Ha 24% U HOBBIIIAIOT YI0BJIETBOPEHHOCTh KJIMEHTOB HA

47%.

OcuoBHbIie pynkmuu CRM-cucremspl

1. HeH’l’paJII/ISal.II/Iﬂ AAHHBIX O KJINEHTaX

Bwmecro Pa3pO3HEHHBIX EXCel-TaGJ’II/IH, SaIIUCHBIX KHUKEK U IIEPEIHCOK B MECCEeH/PKepax, BCsA I/IH(l)OpMaILI/IH O KJINEHTE XPaHUTCA B OJHOM MeCTe: -
I/ICTOpI/IH BCEX BBaHMOﬂeﬁCTBHﬁ (SBOHKI/I, BCTpeuu, HI/ICBMa) - Hpe[[HO‘{TeHI/Iﬂ u HOTpe6HOCTI/I KJIMEeHTa - I/ICTOpI/IH TIOKYIIOK U CHEJIOK - OUHAHCOBBIE

nokasaresu (cpefHuil ek, lifetime value) - JlokymeHTBI U (haiisibl, CBI3aHHBIE C KIUEHTOM
2. ABTOMaTHU3alUs PYyTUHHBIX IIPOI[ECCOB

CRM 0CBOGOK/Ia€T COTPYTHUKOB OT MOHOTOHHOH paboThI: - ABTOMATHYeCKOe CO3/laHHe 3a/1a4 /Ui MeHe/KepoB - HamoMuHaHHUS O BasKHBIX
COOBITUSIX W JIe/IJIaliHaX - ABTOMATHYecKasi PACChLIKA IKCeM Ha Pa3HBIX JTalax BOPOHKH - ['eHepanus OTUETOB U AHAJIUTUKUA B OJUH KIIUK -

Wurerpanus ¢ TesedOHUEN, TIOUTOH, MeCcCeHKepaMu
3. YnpaBjieHue BOPOHKOM POAAK

CRM BU3BYAJIU3UPYET BECh IIyThb KJIMEHTA OT IIEPBOrO KacaHUsA [0 3aKpbITUA CHAEJIKU: - OTciiekuBaHUE BCEX CAEJIOK Ha pasHbIX JdTalax -

IIporHo3upoBaHue BBIPYUKU Ha OCHOBE BODOHKU - BhIsIBJIEHNE Y3KUX MECT B IIpoliecce Ipojask - KoHTposib 3 HeKTUBHOCTH KaXK/I0TO MEHeKepa
4. AHAJIUTUKA Y1 OTYETHOCTH

JlaHHbIe IIPEBPAIIAIOTCA B MHCANUTHI JIsA IPUHATHUA pelleHni: - Kakue kaHaIbl IpuBJedeHus paboTaloT JIydllle Beero - Kakue mposiyKTsl IIPOAAI0TCs

qaiige - CKOJIBKO BpE€MEHU 3aHUMAET 3aKPbITUE CACIIKU - Kakwue MEHEPKEPDhI ITIOKA3bIBAIOT JIYUIIINE PE3YIbTaThl

dsouonua CRM: ot kapTorek 10 Al-accucreHTOB

JlokoMnbioTepHasA 3pa (10 1980-x)

VupasieHne KJINEHTCKUMU OTHOUIEHUSIMH CYIIECTBOBaJIO Bcerza. B cepemmue XX Beka 9T0 ObutH: - Postofiekcsl (Bpalmaroliyecss KapTOTEKU C

BHSI/ITKaMI/I) - ByMa)KHI)Ie KaTaJIOTH KJINEHTOB - KapTOTequle IIIKa(I)bI ¢ 1ocke - JInuHble 3anrcHble KHUKKU MEHEIPKEPOB

IIpo6sema: nHdOpMaIHA pa3poO3HEHA, TepseTCs IIPU YBOJIbHEHUH COTPY/ITHIKA, HEBO3MOXKHO MacIITabupOBaTh.

Jdpa desktop CRM (1980-1990-¢)

C nosiBJIeHMEM IIEPCOHAIBHBIX KOMIIBIOTEPOB BO3HUKIIU IIEPBbIE IPOrpaMMbl /it yueTa kineHToB: - ACT! (1987) — nepsast kommepueckast CRM -
GoldMine (1989) — desktop CRM 1t Masioro 6usHeca - JlokayibHbIe 6a3bl JAHHBIX Ha KaXKIOM KOMIIbIoTepe - CHHXPOHH3ANUA Yepe3 JUCKETEI U

obLye manku

HpoGneMa: JJaHHbIE TO-IIPEKHEMY Pa3pO3HEHBI, HET NEeHTPpa/In3allhuu, CJIOXKHOE 06CJ'Iy)KI/IBaHI/Ie.
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Jpa odaaunbix CRM (2000-e — HacTOAIEee BpeM)

Pepomonusi Hauvanach ¢ Salesforce (1999) — meppoil mosiHOCTBIO OGiayHOi CRM: - Jloctym u3 Jr000i TOYKM Mupa uepe3 Opaysep -
LleHTpasM30BaHHOE XpAaHEHHUEe AAHHBIX - ABTOMATHUECKHE OOHOBJIEHHs - MaciTabupyeMocTh 6e3 OKYIIKHA CepBEpOB - Mo/iesb TONUCKHA BMECTO

Pa30BOH MOKYIIKH

Ceropus obsaunsie CRM cranu cTaHZApTOM UH/YCTPHH.

CoBpeMeHHBbIEe TPpeHABI (2020-€)

Al 1 MalIMHHOE OOyUYeHHe: - ABTOMATUUYECKOe CKOPUHT JIH/I0B (OI[eHKa BEPOSATHOCTH MOKYIKH) - [IpeINKTUBHAS aHAIUTHKA (IIPOTHO3 OTTOKA

KJINEHTOB) - ['eHepaIis mepCcoHaTN3UPOBAHHBIX IPEJIOKEeHNH - aT-60ThI U151 TEPBUYHON 06paboTKM 00paIeHIi

Omnichannel-kommynukanms: - Exunas ucropus obmenus depes Bce kaHaiubl (WhatsApp, Telegram, email, 3BoHkH) - ABTOMaTHUecKas

CHUHXPOHU3al A IIEPEITUCOK - BecmoBHOe IIEPEKJII0YEHUE MEX/1y KaHaJlaMu

MoouiapHOCTh: - IloTHOMYHKIIMOHATPHBIE MOOWJIbHBIE TpWiIokeHUus - OduiaiiH-pekuM ¢ CHUHXpOHHM3anued - ['eosoKalusa JIf TOJIEBBIX

COTPY/ITHUKOB

Low-code Hacrpoiika: - BusyajibHble KOHCTPYKTOPbI 0€3 MPOrpaMMUPOBaHHS - BeicTpas ajamranus I0j JioOble OU3HEC-IIPOLECCH -

Bubanorexku roroBbIX Ma6IOHOB

Tunbl CRM-cucreM 1o (pyHKIIMOHAJIbHOCTH

1. Onepanuonusie CRM (Operational CRM)
Ha3sHauyeHuUe: aBTOMATH3aIUs €XKeJHEBHBIX OII€PAIIHH [TPO/IaK, MAPDKETHHTA U CEPBUCA.

KiroueBsie moxysau: - Sales Force Automation (SFA) — aBromaruzanus mnpopax - Marketing Automation — aBromaTu3aryisi MapKeTHHTa -

Service Automation — aBTOMaTU3aLUA KJIMEHTCKOTO CEPBHCA
IIpumepsr: amoCRM, Burpukc24, Pipedrive, HubSpot CRM
KoMy mOoAXOAUT: KOMIIAHUAM C aKTUBHBIMHU ITPOJJa’KaMH, T7ie BasKHA CKOPOCTb 06pabOTKU JIU/IOB U yIPaBJIeHe BOPOHKOM.

IIpakTUyeckuii mpuMep: VHTepHET-MarasuH HCIOJIb3yeT omneparuoHHyio CRM /1 aBToMaTH4YecKod 06pabOTKH 3aKa30B: IPU OCTABJIEHHH
3asBKM Ha caiite CRM aBTOMaTHYECKH CO3/1a€eT C/IeJIKY, Ha3HayaeT OTBETCTBEHHOTO MeHe/PKePa, OTIPABJIsieT KJINEHTY IO/ATBEPK/eHre Ha email u

CTAaBUT 3a7j]a4y ME€He?Kepy II03BOHUTD B TEUEHUE 15 MUHYT.

2. Anasiutnueckue CRM (Analytical CRM)

HazHaueHnue: rIyOOKUI aHAIN3 JAHHBIX O KJIMEHTAX /1A IPUHATHA CTPATETHUECKUX PEIleHIH.

KiaioueBbie Bo3MoxkHOCTH: - Data Mining — mouck 3akoHOMepHOCTed B Gosbminx AaHHBIX - OLAP-aHamm3 — MHOIOMEpPHBIN aHAIN3
noxasaresield - CerMeHTaIysA KJIMEHTOB 110 MHOXKECTBY IapaMeTpoB - [IporHo3uposanue nosesieHus kineHToB - RFM-ananus (Recency, Frequency,

Monetary)
IIpumepsbr: Microsoft Dynamics 365, SAP CRM, Oracle Siebel
KoMy mOAXOAUT: KPYIIHBIM KOMIAHUAM C 6OJIBIION 6301 KIMEHTOB, I7ie Hy’KHA TIy0OKast aHAJIMTHUKA U151 CTPATETMIECKOTO UIAHUPOBAHUS.

IIpakTudeckuii mpuMep: BaHK aHAIU3UPyeT TPAH3AKIMOHHYIO HCTOPUIO KJIMEHTOB, BBIABJIAET CETMEHT 'CKJIOHHBIX K KDEIUTOBAHUIO" H
3alycKaeT TapreTHPOBAHHYIO KaMIIAHUIO C II€PCOHAIM3UPOBAHHBIMU YCJIOBUAMM, YBeJIMYMBAs KOHBEPCHUIO B 3 pasa IO CPABHEHMIO C MacCOBOI

PacChUIKOM.

3. Kosuta6oparusasie CRM (Collaborative CRM)
Ha3unaueHnwue: O6eCHe‘{eHHe BBaHMoﬂeﬁCTBHH MEXy Pa3HbIMHU I10Apa3/ie/IeHUAMN KOMIIAHUHN U C BHEIIHUMH ITIapTHEpaMH.

KiroueBbie BO3MO:KHOCTH: - EjnHas 6asa 3HaHUH, OCTYIIHAs BceM OTzAesnaM - [lepezjaua KiInMeHTa MEXKAY OTAeaMU ¢ MOJIHOM HCTOpHEH -
WHuTerpanus ¢ CUCTeMaMM MapTHEPOB - IlopTaisl caMOOOCIy:KUBAHUA I KIHMEeHTOB - CounmanbHble QYyHKIUU (KOMMEHTapuu, YIIOMUHAHWS,

JIAafKH)
IIpumepsr: Salesforce Service Cloud, Zendesk Suite, Freshworks CRM

KoMy mOAXOAMT: KOMIIAHHUAM C PA3BETBJIEHHOW CTPYKTYPOMH, I/ie KJIMEHT B3aUMOJIEHCTBYET C PA3HBIMHU OTAesaMu (TIPOJIaXKH, TEXIIO/ZIEPIKKA,

JIOTHCTHKA).

12



IIpaxkTudeckuii mpumep: IT-koMIaHusA UCIONb3yeT KoyutaboparuBHylo CRM: oTHesn NIpojask 3aBOAMT CAEJKY, OTIE] BHEAPEHHS BHIHT BCIO
HCTODUIO U O0eIaHus MeHe/PKepa, TEXIOAepKKa MOJIydaeT JOCTYI K IIPOEKTHOU JOKYMEHTAIUU, a KIMEHT Yepe3 IOPTaJ MOMKET OTCJIeXKHBATh

CTaTyC 3a/1a4 U CO3/jaBaTh TUKETHI.

4. Crparernueckue CRM (Strategic CRM)
HasuauyeHnue: GOpMUPOBAHUE JIOJITOCPOYHOM KJINEHTOOPUEHTHPOBAHHON CTPATETNH KOMITAHHH.

Poxyc: He Ha TeXHOJIOTUAX, a Ha ¢umocodun paboTel ¢ kaxmeHTaMH: - Customer-centric KysibTypa koMmanuu - CTparerus yziep:KaHHs BMeCTO

TIOCTOSHHOTO TIPUBJIeYeHuUst - [[porpaMmbl JIOAIBHOCTH - [lepcoHaIn3aIusa Ha yPOBHE CTPATErnKi
IIpuMepskI: He OT/IeIbHBIE IPOJYKTHI, & IIOZX0/ K IIOCTPOEHNI0 Ou3Hec-1ipoeccoB Ha 6aze 1060ii CRM.

KOMy IMOAXOAUT: 3PEJIBIM KOMIIAHUAM, TOTOBBIM II€pECTpanuBaTh 6H3Hec-M0ﬂeJ'Ib BOKDPYT KJIM€HTA.

KiroueBsbie BoITObI OT BHeaApenusa CRM

JlJ14 oTAesia mpojaxk

IIpoGsiema 6e3 CRM

]IPI]:[I)I TEpHIOTCﬂ B HepeﬂHCKaX M 3BOHKax
3a0bIBAIOT I03BOHUTH KJIIMEHTY B HY’KHBII MOMEHT
Her noHUMaHus1, HA KAKOM 3Talle CeJIKa

IIpu yBOJIbHEHUH MEHE/PKEPA KJIIUEHTHI TePSIOTCsI

CJI0:KHO TJIAHUPOBATh BBIPYUKY

Pemenue c CRM

Bee JIN/Ibl aBTOMATUYECKU II0IIaZIal0T B BOPDOHKY
ABTOMAaTHYeCKHe HAIOMUHAHUSA U 337ja4U
BusyasbHasi BOPOHKA IIPOJAK

Bes uctopusi B CUCTEME, JIETKO HIePeiaTh APYTOMy

IIporHO36! HA OCHOBE BOPOHKH

PesynbTar

+35% KOHBEPCHS B IIEPBUYHBIN KOHTAKT
-50% YIIyILIEHHBIX C/IeJI0K

+28% CKOPOCTB 3aKPBITUSA CAETIOK

-70% TOTepH KJIMEHTOB IIPH POTAIMN

TouHocTh POTHO3a 85-90%

JlJ1A MapKeTHUHTa
JTo CRM: zamyckaeM peKJIaMy, JIU/bI IONa/[Al0T B Pa3Hble MECTa, HELIOHsTHO, 4TO cpaboTasio.

ITocsie CRM: - Touynas arpubyius: Kakas pekjiaMa IpuBesia K npozaake - ROI kaX1oro kaHajia BUJIeH B peaJIbHOM BpeMeHH - ABTOMaTHYeCKUe

nenouku nriceM (email sequences) - Perapretusr Ha ocHoBe noBezieHust B CRM - A/B TecTbl JIEHTUHTOB C OTCJIEKUBAHUEM /10 TIPOAAKU

Pe3ysbTaT: CTOUMOCTD JIUJIA CHUXKAETCsA Ha 30- 0%, a Ka4eCTBO JIUI0OB pacTeT.
5

J1711 pyKOBOACTBa

IIpospauHocTh GusHeca: - CKOJIBKO CZIeI0K B paboTe U Ha Kakylo cyMMy - Kakue MeHe/Kepbl IePEBBIIOJHSIOT IIaH, a KaKKe IPoceaoT - e

y3KHe MecTa B IIporiecce IpoJiaxk - IIpPOrHO3 BRIPYYKH Ha MecsAIl/KBapTasl

KoHTposip §6e3 MUKPOMEHE/:KMEeHTa: - BUHO BCIO BOPOHKY B PeXXHMe PeabHOro BpemeHu - CrcreMa cama HAIlOMHHAET MEHE/KepaM O

3a/1a49ax - OTYeThl TeHEPUPYIOTCA ABTOMATHYECKH - MOXKHO /1eJIerHpOBaTh C yBEPEHHOCTBIO

MacmradupoBanue: - OHOOP/IMHT HOBBIX COTPYZHUKOB YCKOPsIETCs B 2-3 pasa - JIyuliue NpakTUKH 3alIUBAIOTCA B IIPoIecchl - Poct 6usHeca He

TpebyeT IPOIOPIHOHATBHOTO POCTA IITATa

J11 KJINeHTOB
Jla, CRM Hy>KHa He TOJIbKO OU3HeCY, HO ¥ KJIHEHTaM:

o IlepcoHanM3amMA: MEHEIKEDP IIOMHUT BCE JIETAJIM IIPOIIIBIX PA3TOBOPOB
« CKOpPOCTB: HE HY:KHO KQKIbIi pa3 IePecKas3blBaTh CBOIO CUTYAIHIO

o HapgeXHOCTh: HU O/[HA 3as1BKA HE [IOTEPAETC

« IIpOAKTHBHOCTH: KOMIIAHHs CAMa HATIOMHUT O BaYKHBIX COOBITHSIX

« OMHHMKaHAJBbHOCTH: HAUaJI B 4aTe, IIPOJOJIZKUIT I10 TeIIe(IJOHy — KOHTEKCT COXpaHUWJICA

Koraa 6usHecy kputnuecku Hy:;xkHa CRM
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IIpusnaku TOro, 4ro nopa sHeaApATs CRM

1. KosmmuecrBeHHbIE IPpU3HAKHU: - Bosbiie 50 JIHU0B B MecCAI - Bosbiie 3 UEJIOBEK B OTZeJe IIpoJax - Bbasza xineHTOB IIpeBbIMIAEeT 200

KOHTAKTOB - LIMKJI CZIeJTKY I07IbIIE 2 HeZleNb - Bosiee 5 3Tanos B mporiecce mpoiask

2, KauecTBeHHbBIE IIPpU3HAKU: - MeHemKepr 3a0bIBAIOT [IO3BOHUTH KJIUEHTAM - HpI/I YBOJIbHEHUU COTPYAHHUKA TEPAETCA 4YaCThb KJIHUEHTOB -
PyKOBOﬂI/ITeIIb HE€ BUJUT PEAJIbHYIO KapTUHY IIPOJAX - KimeHnTht JKAIYIOTCS, YTO UM IIPUXOJUTCS IMOBTOPATHCA - HeHOHHTHO, Kakas pexyiaMma

IIPUBOJIUT K NpozaxkaM - KoHGUIMKTHI MexkIy MeHe/KepaMy U3-3a KJIMEeHTOB - CJI0KHO MacIITabupoBaTh OT/AEN IPOJAaK

3. CTpaTrerndeckue NpU3HaKM: - [1aHupyeTcs pocT 6usHeca B 2+ pasa - OTKPHIBAIOTCS HOBbIE PETMOHBI UK OHCHI - 3aryckaeTcs GppaHIIusa -

Hy)KHO CTaHJAPTU3HUPOBATH IPOLECCHI

PeasibHbIE KeHChI

Keiic 1: YueOHbIii HeHTp (MaJbIii Gu3Hec)

Bou10: 3 MeHeKepa, 3as8ku B Excel, obienue uepes WhatsApp. Korsepeust B mpogaxy 8%, cpeHuii ek 30,0008,
Bueapuin: amoCRM c unrerparueit WhatsApp, aBToMaTi4ecKyMy HATOMUHAHISIMY U I1a0JI0HAMHU OTBETOB.

PesysabTart uepes3 3 mecana: - Kousepcust Beipociia 710 15% (+87%) - CpeHuil uek BoIPOC /10 42,0002 (+40%) 3a cuet upsell - Bpems o6paboTku

JIUJIa COKPATHIIOCH C 4 YacOB /10 20 MUHYT - BeIpyuka BbIpocsIa Ha 120%

Keiic 2: B2B-aucrtpu6s0Top (cpeaHuii 6usHec)

BbLIO: 15 MEHE/KEPOB, JUIMHHBIN [UKII ¢/IeJIKHU (3-6 MecsiueB), 0T4eTHOCTD B Excel BpyuHyI0, HET IPOrHO3UPOBAHUSL.
BHeapuan: BUTpHKC24 ¢ HACTPOUKON CI0’KHOU BOPOHKH, nHTerpanueii 1C u IP-renedonnn.

Pe3ysabTaT uepe3 6 MecsaAnen: - Lluki czenku cokpatwics 10 2-4 MecaneB - KoHBepcus BbIpocia Ha 23% - PykoBoguTesnb MOTyquI

MIPOTHO3UPYEMOCTH BHIPYUKH € TOYHOCTHIO 90% - OHGOP/IMHT HOBBIX MEHE/IKEPOB YCKOPUJICA C 2 MECAIIEB /10 3 HeJle/Ib

Keiic 3: SaaS-crapran (tech-6usuec)

Bouao: Product-led growth, 6ecriiataas Bepeust IPOAYKTa, Hy»KHO KOHBEPTUPOBATH B IUIATHYIO. Pa3paGoOTUMKH MBITATKUCH HATHCaTh ¢cBoto CRM.
Bueapuiu: HubSpot CRM ¢ MapKeTHHIOBBIM MOJIYJIEM U HHTErPAIMEil ¢ MpoaykToM uepes APL.

Pesyaprar uepes 4 mecana: - Konsepcus free — paid BbIpocia ¢ 2% 10 5.5% - Email-kaMnaHumn Ha OCHOBe IIOBEJIeHHs B IPOAYKTE -

ABTOMAaTHYECKUU CKOPHHT JIN/IOB HAa OCHOBE aKTUBHOCTH - Komanna pa3pa60TKu Cq)OKyCHpOBaIIaCL Ha IPOAYKTE, @ HE Ha BHYTPEHHEM UHCTPYMEHTE

OcHoBuabie Mudsl 0 CRM

Mud 1: "CRM — 3TO ZOPOTO U CJI0KHO"

PeaIbHOCTB: CyIECTBYIOT OeciutatHble Bepcuu i masnoro 6usHeca (HubSpot CRM, Butpukc24 Free), a miatHble CTOAT OT 500P/Mecsr] Ha

nosip3oBaresisi. BHenpenue 6azoBoit CRM MoKeT 3aHATD 1-2 HeJleJIH.

Mudg 2: "CRM Hy:KHa TOJBKO KPYITHOMY Ou3Hecy"

PeasibHOCTB: Masblii Ou3Hec nosydaer Hanbosbnil adgdekr, Tak kak CRM cpasy cucrematudupyer xaoc. KpynHbIii 6U3HeC 4acTo yxe umeer

IPOIECCHI, IPOCTO IEPEHOCUT HX B CHCTEMY.

Mud 3: "Bueapuiain CRM — npojaky aBTOMaTHYE€CKH BBIpacTyT"

PeanbHOCTB: CRM — 5T0 MHCTpyMeHT. OH moMoraer pa6orats 3¢dpdekTHBHEee, HO He 3aMeHsAET KaueCTBEHHBIX IPOAaX. HyXKHBI IIpaBUIbHBIE

IIPOIIECCHI, 06yqu1/Ie COTPYAHUKOB U IIOCTOAHHAA ONITUMHU3a .

Mudo 4: "Corpyaauku 6yayr caborupoBatb CRM"

PeaJIBHOCTB: CONPOTHBIIEHHE ecTh Beeraa. Kimod K ycrexy — MOKas3aTh BBITOAY JJIA CAMHX COTPYAHUKOB (MeHbIle DYTHHBI, yaoOHee paboTaTs) 1

obecrieanTh rpaMoTHOE obyueHue. IIpu MpaBUIbHOM IIOXO0/IE Uepes 2-3 HeJle/Il KOMaH/1a He [Ipe/ICTaBiisieT, Kak paborana 6e3 CRM.
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Mud 5: "Mo:xkuo oboiitucs Excel/Google Sheets"

PeaqbHOCTD: /10 20-30 JIHU0B B MecAllL — Ja. HpI/I POCTEe HAYUHAIOTCA HpO6J’IeMBIZ - Her aBromaruzauuu - Her I/IHTeI‘paLIHﬁ - Boicokuit PHUCK

omubok - Her ananutuku - CJI05KHO MaC]J_ITa6I/lp0BaTI>

Excel — sTo ve CRM, 10 Tabaua.

IMoaroroBka k Bb160py CRM

Ilepen TeM Kak U3y4aTh KOHKPETHBIE IIATGOPMBI (3TO OyZIET B CIIEAYIOIIEM YPOKE), BXKHO IOATOTOBUTHCA:

lar 1: OnucaTts TeKylye Ipoecchbl

3acdukcupyiiTe, Kak ceiiyac paboraioT mpogaxu: - OTKyza IpUXOAAT JuABI - KTo 1 kak ux o6pabaTbiBaet - Kakue sTambl IPOXOAUT cresika - Kakue

JOKYMEHTBI CO3JaI0TCA - Kaxk MIPOUCXOJUT IIepeavda Mex/ay OTAe/1aMu

ITar 2: OnpeaesuTs 60JI€BbIE TOUKHA

Yro umeHHO He paboraer ceifvuac: - TepsitoTes yauzsl - J[oro o6pabarbiBaloTes 3aABKU - HeT KOHTPOJIsI 3a MeHepKepaMu - KIIHEHThI yXOAAT K

KOHKypeHTaM - HenousaTHa 3G GEeKTHBHOCTD PEKIaMbl

HIar 3: ChopmytupoBaTh IeIu

UYro xoture nosayduts or CRM: - YBeaudaurs koHBepeuio Ha X% - COKpaTUTh UK ciesIkU Ha Y gHell - O6pabaTeiBaTh B 2 pa3a G0JIbIIE JIU/I0B TEM

JKe mITaToMm - HOJIy"-II/lTL IIPOTHO3UPYEMOCTD BBIDYUYKH - ABTOMaTI/ISI/IPOBaTI) pyTHUHY Ha 7. 49acoB B HeeJIr

ITar 4: OnpenenTh OI0XKeT

VYuureiBaiite: - Croumocts JureH3uit (06pI9HO 3a ImoJsib30Baressi B Mecsr) - CTouMocTh BHeApeHus (eciu HykeH HHTerparop) - CTOHMOCTH

o6y4eHus - CTOUMOCTb HHTETPAIUI ¢ APDYTHMH CHCTEMaMH - BpeMs cOTpyHUKOB Ha BHEZIpEHUE

Iar 5: ChopMupoBaTh KOMaHAy BHEAPEHUA

Kro moyokeH ydacTBoBaTh: - PykoBopuTensb (puHanbHble pelreHus) - PykoBogurens mpogak (9KclepTusa IO mporueccam) - JIydaninil MeHemkep

(obkaTka Ha pakTuke) - IT-cienuanuct (TeXHUUYECKHe HHTErPaIin) - BHEITHNI KOHCYIbTaHT (ONIIMOHAIBHO, /IJIsI CJIOJKHBIX KEHCOB)

BbiBOABI ypOKa

1. CRM — 3TO0 He IIpoCcTo 6asza KOHTAKTOB, a KOMIUIEKCHasA CHUCTeMa YIIpaBJI€HUA KJINEHTCKUMH OTHOIMIEHUAMHU, KOTOpAA aBTOMAaTU3UPYET

[IPO/IaKH, MAPKETUHT U CEPBHUC.
2. CRM 3BOJIIOIIHOHHPOBAJIA OT OyMa)KHBIX KaPTOTeK K Al-acCHCTeHTaM, U Cero/iHsA 00JIauHble PellIeHUs CTaIU CTAHAAPTOM UH/yCTPHU.

3. CymecrByer 4 tnna CRM 1o (yHKIIMOHAJIBHOCTH: OIEPANMOHHBIE (I/IsI aBTOMATHU3AIMH IIPOIECCOB), aHAIUTHYECKHe (11 TyIyGOKOTo

aHasM3a), KosutabopaTuBHBIE (JIIs B3aMMOJIEMCTBUA IIO/Ipaszie/ieHnil) U crparermueckue (s GopMUpOBaHMSA KJIHEHTOOPHEHTHPOBAHHOU
KyJIBTYpbL).
4. Berroasl or CRM uaMepuMbI: +35% KOHBEPCHUs, -50% YIIYIIIEHHBIX C/I€JI0K, +28% CKOPOCTh 3aKPBITHA, TOUHOCTh IIPOTHO32 85-90%.

5. CRM Hy»kHa He TOJIbKO KpymHOMY OusHecy. [Ipu 50+ Juax B Mecsll, 3+ MeHeIKepaxX WU IUKJIe C/IeJIKU JIOJIbIIIe 2 HeZlesIb BHEAPEHUe

CTaHOBUTCA KDUTHYECKU BaXXHBIM.

6.Ycnex BHeAPEHUs 3aBUCUT HE TOJBKO OT BbIGOpa IUIaTOpMbl, HO M OT IOATOTOBKH: OIMCAHUS IIPOILIECCOB, OIpeesIeHUs Lesel,

opmMupoBaHMA KOMaH/IbI U TPAMOTHOTO yIIPABJIEHUA U3MEHEHUAMMU.

B ciepyromemM ypoke MbI AeTanbHO pasbepem momyssipuble CRM-miaTtdopMbl, MPOBEJEM CPABHHUTEIBHBIN aHAIN3 W HAYYUMCS BBHIOMPATH

TIO/IXO/IsAIIee PellIeHue JIs1 Pa3HbIX TUIIOB OM3Heca.

I'nasa 2. 0630p CRM-mi1argopMm: cpaBHEHUE U BHIOOP
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Jlaaamia¢pt CRM-pbIHKa: MOMyJAAPHbIE PEIlIeHUA

PeiHok CRM-cucreM B 2026 oy IpeJiCTaB/IeH COTHAMH pPelleHUH — OT IPOCTBIX 00JIAUHBIX CEPBHCOB /10 enterprise-1rar$opM ¢ MIJITHOHAMH

cTpoK Koza. {7 a¢dpekTnBHOTrO BHIGOpA BaXKHO IOHUMATh OCHOBHBIX UTPOKOB U UX IMO3UI[IOHUPOBAHUE.

CermeHTanusa peIHKa

ITo pazmepy 6usHeca: - MaJsbrii 6u3Hec (10 50 coTpyaHukoB): amoCRM, Pipedrive, IIpocroii 6usnec, Meraiuian - Cpexuuii 6usHec (50-
500 cOTpyAHUKOB): burpukc24, HubSpot, Zoho CRM, Salesforce Essentials - Kpymusrii 6u3Hec (500+ corpyaHukoB): Salesforce, Microsoft
Dynamics 365, SAP CRM, Oracle Siebel

ITo reorpacdumn: - Poccuiickue: amoCRM, Burtpukc24, Meratian, IIpocroii 6usHec - MeskayHapoaHbie ¢ jJgokaausamueii: HubSpot,

Pipedrive, Zoho - I's106anpHbIe enterprise: Salesforce, Microsoft, SAP, Oracle

ITo mopeu neHooGpazoBanus: - Freemium: burprkc24, HubSpot CRM (6ecriatHas 6a3a + miaTHble MOy H) - Ilogmucka: 60IbIINHCTBO

obnaunbix CRM ($12-300/mosb30Baresns/Mecsn) - Perpetual license: HexoTopble on-premise perrenus (pa3oBas IOKYIIKA + MOAZEPIKKA)

HeranpHbIl 0630p TON-7 CRM-1mi1ardopm

1. amoCRM — siniep pOCCHIICKOTO PhIHKA
ITosunumoHupoBaHue: obaunas CRM s masioro u cpeguero B2B/B2C 6usneca ¢ poKycoM Ha CKOPOCTD IPOAAK.
KorroueBbIe 0COGEHHOCTH:

BusyainbHasa BOpOHKaA nmpoaask: - Kanban-zocka ¢ kaproukamu cesiok - Drag-and-drop nepemernenue Meskay stanamu - L[BeToBast UHAMKALUS

(npocpoquHLIe, ropa4gue, XO)'IOI[HBIE) - MHO>KeCTBEHHBIE BOPOHKH JIJIA PAa3HBIX IIPOAYKTOB

Digital Pipeline: - ApromaTusanusi pyrvHbl 6e3 mporpamMmmupoBanusi - Tpurrepbr: "Eciu cienka Ha stane X 6osbiie N gHeil — aeiicrBue’ -

ABTOMAaTHYECKasA IOCTAHOBKA 3a7a4, CMeHa OTBETCTBEHHOI'O, OTIIPABKaA ITACEM - Boter JJIA KBaJII/ICbPIKaHI/IPI JINI0B

UnTerpaumm: - 150+ rotoBbIx MHTEerpanuil yepes Kommo Marketplace - WhatsApp, Telegram, Instagram Direct, VK, Avito - Tesedonus:

Zadarma, Mango Office, Asterisk - Email: Gmail, Yandex, Microsoft 365 - Caiitbl: (hOpMBblI, OHIAWH-YAT, KOJUITPEKUHT

Mo6uiabpHoe mpuiaoxkenue: - i0S u Android ¢ momaeiM dyHKIHoHaTOM - Push-yBemomieHus o 3azadax u cobbITusax - OduiaiiH-pesxum ¢

CHUHXpOHHU3aIHeH - JIUKTOdOH /115 3aIICH PAa3rOBOPOB

IlenooOpa3oBanue (2026): - BazoBwlii: 1,499P/mosib30Baresib/Mecsr (10 2 BOPOHOK, 6a30Bble WHTErpanuu) - PacUIMpeHHBIH: 2,499P/

10J1b30BaTes b/ Mecs1 (HeorpaHUYeHHbIe BOPOHKH, aHAIUTUKA) - [IpodeccnoHaNbHbIN: 4,999P/mob30BaTes b/ Mecs (pobotel, SLA, APT)

ILmocer: - Beictpoe BHeApeHHe (MOXKHO 3allyCTUTDb 3a 1 JIeHb) - VIHTyUTHBHBIN uHTepdelic, MUHUMaIbHOe oOydeHue - CHJIbHBIE MHTErPaIluu ¢

poccuiickuMu ceprucaMu - OTIMYHASA TEXIIO/IEPIKKA HAa PYCCKOM A3bIKe - KoMbpoHUTH 1 6a3a 3HAaHUH

MuHycshI: - OrpaHHYeHHas! KACTOMHU3AIMs [0sIel (HeT MPOU3BOJIBHBIX 00BeKTOB) - C1abast BCTpOeHHAs aHATUTHKA (HY KHBI IOIOTHUTEIbHBIe BI-

HMHCTPYMEHTBI) - HeT IOJIHOLIEHHOTO IIPOEKTHOTO yIIpapiieHus - On-premise BepcHs OTCYyTCTBYET

KOMy moaxXoaur: - AKTUBHBIE IpoJa>Xu C BBICOKHM IIOTOKOM JINJIOB - E—commerce, HEIBUXXUMOCTb, 06pa3013aﬂ1/1e, yeayra - Koman bt 3-50

4yesioBeK - KoMnaHuu, Ucnosb3yoye MecCceH PKephl JJ1A IPOJaXK

2. Butpukc24 — all-in-one miardopma
ITo3nIUOHNPOBAHME: KOMIUIEKCHAS cucTeMa yis yrpasienus komrnanueir (CRM + mpoekTs! + komMmyHuKanuu + HR + caitTsr).
KirroueBbIe 0COGEHHOCTH:

CRM-moayb: - JIuzapl, cZieJIki, KOHTAaKThl, KOMIAHUY, IIpeJIOKeHUs, cyeTa - MHOKeCcTBeHHble BOPOHKU € Pa3HbIMHU 3TanaMu - [IoBTOpHbIe

IIPOJIA’KK ¥ PEKyPPEHTHBIE cUeTa - ABTOMATU3aNKA Yepe3 OU3HeCc-IIpoIiecchl B POOOTHI

KopnoparuBHbiii mopra: - JleHrta akTUBHOCTH (aHayor coucerd) - 3agaun u npoekthl (Gantt, Kanban, Scrum) - JlokymeHTOOGOpPOT ¢

BEPCUOHMPOBaHUeM - baza sHauuii u Wiki

KommyHukamuu: - BHyTpeHHUI MecceH/Kep ¢ BUZIe03BOHKaMu - OTKpbIThIe JIMHUU (eAMHOE OKHO /I email, yaTos, coticereit, Tesieponun) - IP-

TestepoHUA (BCTPOEHHAA WIM HHTErpalus) - Paboyue IpyIsl ¥ IPOEKTHI

MapxkeruHr: - Email u SMS pacceinku - Cermenranus kineHToB - CRM-MapkeTUHT (TPUTTEPHBIE PAcChUIKK) - POPMBI U KBU3BI /IS CaliTa
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KoHcTpykTOop caiitoB: - Berpoennsiii website builder (nempunrum, untepHer-marasuubl) - Murerpanusa c¢ CRM (3adBKu IOmajaroT

aBTOMaTI/I‘-IeCKI/I) - OHJ1aifH-oIIIaTa u JI0CTaBKa

IleHooGOpa3oBaHue (2026): - BecrutatHblii: 12 mosb3oBaTesneid, 5 I'b, 6azoBble GyHKIUU - BazoBblil: 2,490P/mecsan s xkoMaHzabl (6
[I0JIb30BaTEJIEN + 50P 3a KaX/[0T0 JIOIOJHUTEIBHOT0) - CTaHAAPTHBIIH: 5,990P/Mecs1 (50 mosib3oBareseil) - IIpodeccuoHaNIbHBIN: 11,090/ MecsIy

(100 nosp30BaTeieil, pobOThI, GH3HEC-IIPOLECCHI) - IHTEPIIPaAii3: 23,0902/ Mecs1] (250 1M0Ib30BaTeIeN, MAKCUMYM BO3MOKHOCTE)

ILmrockr: - All-in-one penienue (He HyKHBI OT/leJIbHbIE HHCTPYMEHTSI JUIst 3a/1a4, o0uieHust, CRM) - BecriaTHast Bepcus /i1l HeOOJIBIIINX KOMaH/I -
ITnybokasi kacromu3anusi (IIPOU3BOJIbHBIE MOJs, OOBEKTBI, OuU3Hec-mporecchl) - On-premise Bepcust [Uisi KOMIIAHHE ¢ TpeOOBaHUSAMHU K

6e301acHOCTH - BCTpOeHHaﬂ Tenecl)omm U OTKPBIThIEC JINHUU - AKTUBHOE KOMBIOHUTH U PBIHOK HpI/IJ'IO)KeHI/Iﬁ

MuHycbl: - Bpicoxmil mopor Bxoza (MHOro (QYHKIHH — CJIOXKHOCTH OCBOeHHsA) - WHTepdelic mneperpy:keH (HOBUYKH TePAIOTCA) -
ITpou3BOAUTENIBHOCTh HaZA€T NIPH OOJbIINX O00BeMax JAaHHBIX - CTOMMOCTH pacTeT ¢ KOJIMYECTBOM Iosb3oBaTesnell - Hexoropble (yHKIMM

paboTaroT HeCTaOUIILHO

Komy moaxoaur: - KoManuu, KOTOPBIM Hy»KeH eJMHBIA KOPIIOPATHBHBIN IIOPTa - BusHec ¢ MpoekTHOH paboToil + mpoxaxamu - KoMaHzas! 10-

100 yesioBek - KoMmanuu ¢ TpeboBaHUSAMU K JIOKAIM3AIMK IAHHBIX (On-premise)

3. Pipedrive — munumaausm u pokyc
ITozumuonupoBanue: npocrasg CRM i B2B mpogax, cosanHas mpogaBiaMu Jijis IPO/IaBIOB.
KiroueBbie 0COGEHHOCTH:

Pipeline Management: - BusyaibHast BOpOHKA Kak IIeHTP paboTel - MHOXKeCTBEHHbIE MalIIaiiHel - [[porHo3upoBaHue BEIPYIKH - BeposiTHOCTD

caenku u weighted forecasting

Activity-based selling: - ®okyc Ha akTHBHOCTAX (3BOHKHM, BCTpeuW, IuchbMa) - KaseHzapp 3azad ¢ IPHOPUTETAMH - YBEIOMJIEHHS O

TIPOIIYIIE€HHbBIX aKTUBHOCTAX - HJ’IaHI/IPOBI_L[I/IK AHA J11 MEHEKEPOB

AHaIUTHKA: - ,Z[am6opm>1 C KJIDUYEeBBIMU METPUKaAMU - OT4eTsl 110 KOHBEpCUU BOPOHKHU - HpOI/IBBOILI/ITeJ'II)HOCTL MEHEPKEPOB - HpOI‘HOB IIpogax

II0 IIepHoiaM

Email Integration: - /IBycroponnss cunxponusanus ¢ Gmail, Outlook - Illa6ons! nmuceM - OTcIeKUBaHUE OTKPBITHH M KIUKOB - Smart Docs

(IOKYMEHTBI C aHAJTUTHKOK)

LeadBooster (addon): - Yar-60t /1 kBauduKanuy JU0B Ha caiiTe - [Inanuposuuk Berped (anasor Calendly) - Be6-¢opmsr - IIpocriekTHHT
u3 LinkedIn

IlenooGpasoBanue (2026): - Essential: $14/nonp3oBatens/mecsn (6azoBas CRM) - Advanced: $34/mosb3oBaresnb/Mecsr (aBTOMaTH3AIMA,
oruersl) - Professional: $49/mosp3oBaresib/Mecsiy (MHOXKeCTBEHHbIE BODOHKH, IMPOTHO3bI) - Power: $64/mosib30Baresb/mecsy (IIPOEKTHI,

KOHTpakKThl) - Enterprise: $99/mosp3oBatens/mecsr (unlimited)

ILarocer: - MakcuMajabHO IPOCTOH M HOHATHBIN MHTepdeiic - BrpicTpas HacTpoiika U BHenpeHHe - MOOWIbHbIE HPHJIOKEHUS TON-YPOBHSA -

Xopomuras uHTerpanus ¢ email - Pagymuas riena

MuHycsI: - HeT GecruiaTHOI BepcHH (TOJIBKO 14-7HeBHBIN trial) - Crrabble BO3MOXKHOCTH MapkeTHHTra - HeT BeTpoeHHOU Testedonuu s Poceun -

OFpaHI/I‘{eHHaﬂ KacroMuzanus - MeHblie I/IHTeI‘paILI/Iﬁ I10 CPAaBHEHHIO C KOHKYPEHTaMU

KOMy noaAxXoaurT: - B2B kxoMmnaHuu ¢ akKTUBHBIMH IIpojgaxamu - KOMaHH])I, T/ie BaXXHa CKOPOCTb U IIPOCTOTA - HpOﬂaBHLI, KOTOpbIE HE JII00SIT

CJIOJKHBIE CHCTEMBI - Masiblil v cpeziHuii busHec (5-50 Yes0BeK)

4. HubSpot CRM — MapKeTHHT + IIPOJAKH
Iosumuonuposanue: inbound-miardopma jy1st pocra GusHeca (MapKETHUHT, IPOJAYKU, CEPBHC).
KiioueBbie 0COOEHHOCTH:

CRM Hub (6ecmnarubiii): - Unlimited mosb3oBaTesny, KOHTaKThI, C/IeJIKU - BusyaibHas BOPOHKA Ipozax - Email-TpekuHr u yBefoMIeHUs -

Berpeun u mraHupoBInuk - MaTterpanus ¢ Gmail/Outlook - ®opms! 1 gaTs! A7 caiita - basoBast 0T4€THOCTD

Marketing Hub: - Email-mapkerunr ¢ automation - Jlengunru u ¢opmsl - SEO u koHTeHT-cTpaTterus - Social media management - Ads

management (Google, Facebook) - Lead scoring u nurturing

Sales Hub: - [IpojBuHyTas aproMaTU3anus Opojaxk - Sequences (aBToMaTH4ecKue IEeMOYKU KacaHuil) - [I[aGI0HbI JOKYMEHTOB U 3JIeKTPOHHAS

nozmuck - IlpenukruHbii lead scoring - Conversational intelligence (ananu3 3B80HKOB uepe3 Al)

Service Hub: - Tuker-cucreMa JUIs TeXIIOA/IeP>KKHY - basa 3HaHui u fokyMenTanus - Customer portal - Ompocs! ynosierBopentoctu (NPS, CSAT)

- ABTOMaru3sanus ceppuca
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IlenooGpa3oBaHue (2026): - CRM: $0 (GecruiatHo HaBcerza) - Starter (Sales/Marketing/Service): $20/mosp3oBarens/mecsn - Professional:

$100/mosp30BaTesb/Mecsi - Enterprise: $150/101p30BaTe b/ MecsI]

ILnrocer: - BecrulatHas Bepcusi ¢ cepbe3HbIM (YHKIIMOHAIOM - VIHTerpanus MapKeTHHTa U IIPOAAXK B OAHOM cucreMe - MoIHAs MapKeTHHIOBasI
aBToMarusanus - OrpomHas 6asa sHaHUH U obydatomux Marepuanos (HubSpot Academy) - API u uHTerpanuu ¢ 1000+ IPUIOKeHUH - HOayHA-

MeTOo/10J10TUsI (He IPOCTO cOMT, a TOIXO K IIPOAZKAM)

MuHycsI: - Jloporo Ha 6osbiux Tapudax (Professional u Bbiie) - Jlumutsl Ha GecrimatHoM Tapude (1,000 email B mecsin) - Hekotopble GyHKIUN

Tosbko B Enterprise - uTepdeiic Ha anminiickoM (pycudukanusa yactuuHas) - TesedoHus uepe3 CTOPOHHUE HHTETPAIIUHI

Komy moaxomut: - Komnanuu ¢ inbound-crparerveit (konrent-mapkerusr, SEO) - B2B SaaS u TexHosioruyeckue crapTaisl - BusHec, rie

MAapKETUHT U IIPOJAXKN pa60Ta10T BMeECTE - KOM&HH])I, TOTOBbIE UHBECTUPOBATH B 06yqu1/Ie

5. Salesforce — enterprise-naep
IHosumuonuposaHue: N1 CRM B Mupe 110 BBIpy4Ke U (QyHKIIMOHAIBHOCTH, enterprise-miardopma i KpynHoro 6usHeca.
KiroueBbie 0COGEHHOCTH:

Sales Cloud: - Account u Opportunity management - Forecasting u territory management - CPQ (Configure, Price, Quote) /is1 cJI0KHBIX IIPOJIAXK -

Einstein Al (peZiMKTUBHAs aHAJIUTUKA, pEKOMEH/IAINH, CKOPHUHT) - MobuibHoe nprutoxkenue Salesforce Mobile

Service Cloud: - Omnichannel customer service (email, uat, Tenedonus, corcern) - Case management - baza 3uanuii - Field Service (s

BBIE3/IHOTO cepBrca) - Yar-60Thl 1 Al-acCHUCTEHTBI

Marketing Cloud: - Journey Builder (ciioxxubre multi-channel kamnanum) - Email Studio (mpodeccronanbusrii email-mapkerusr) - Social Studio

(yupasnienue coucersimu) - Advertising Studio (unterpanus ¢ Google, Facebook Ads) - Ilepconanusanust 1-to-1

Platform (Force.com): - Low-code pa3paboTka KacTOMHbIX IpujokeHui - AppExchange (Marasus ¢ 5000+ rOTOBBIX NPHJIOKeHUH) - API juist

unterpanuii - Workflow u Process Builder - Lightning App Builder (BusyaibHbIil KOHCTPYKTOD)

Analytics: - Tableau CRM (6b1Bminii Einstein Analytics) - /lamGopabl 1 oT4eTsl 060U CI0KHOCTH - Al-MHcaiTel U pekoMmeHzanuu - Data

integration 13 JI00BIX HCTOYHUKOB

IlenooGpa3oBanue (2026): - Essentials: $25/mosnbp3oBaresns/mecsty (0 10 mosib3oBaTesiedl, 6azoBble GyHkuu) - Professional: $80/
nosp3oBaresib/Mecsn (mosHass CRM) - Enterprise: $165/mosp3oBaresns/Mecsn (kacromusarusi, API) - Unlimited: $330/mosp3oBaresib/Mecsiy

(mpemuym-nogzepskka) - Marketing Cloud: ot $1,250/Mecsr (ue per user!) - Service Cloud: ananoruuno Sales Cloud

ILmrocer: - MakcuMasbHasA (QYHKIIMOHAIBHOCTh HA PHIHKe - BeckOHeuHas KacTOMM3aIusA IO JII0Oble mpomnecckl - Orpomublid AppExchange c
TOTOBBIMH pellleHusAMH - Jluznep nmo Al u uHHOBanuAM - Enterprise-ypoBeHb 6€30IIaCHOCTH U HA/IEXKHOCTH - MacimTabupyeMocTh AJI KOMIIAHHU

Jr060ro pazmepa

Munycsr: - Ouenb goporo (ocobenno Marketing Cloud) - CioxxHocTb (TpebyeTcsi cepTUdUIMPOBAHHBIN aAMUHUCTPATOP) - [losiroe BHeipeHue (0T

3 MecsILEB /10 2 J1eT) - VI36bITOYHOCTS JIs MaJIOTo U cpefjHero 6usHeca - HTepdelic meperpyxeH GyHKIUAMI

Komy moaxoaut: - Kpynusle koMnanuu (500+ COTPYAHHUKOB) - MesxayHapoaHble KOPIIOpPAUK - Bru3HeC o CJIOXKHBIMU IIPOLECCAMH IPOAAXK -

KOMHaHI/IH, TOTOBbIE UHBECTUPOBATh B KACTOMU3AIIUIO

6. Microsoft Dynamics 365
INosumuoHupoBanue: enterprise-rardopma, riry60ko HHTETPUPOBAHHAS ¢ IKOcHcTeMOi Microsoft.
KiroueBbIe 0COGEHHOCTH:

Sales: - Opportunity u account management - IIpoxaxku Ha ocHoBe orHoeHui (relationship selling) - LinkedIn Sales Navigator integration

(akckimo3uB) - Embedded Power BI jyist anasiutuku - Al-uncaiiTsl u3 Viva Sales

Marketing: - Customer journey orchestration - Event management - Lead scoring u nurturing - MapkeTHHroBas aHaJIUTHKA - MHTerpanus c

Dynamics 365 Sales
Customer Service: - Omnichannel support - Knowledge base - Virtual agents (Power Virtual Agents) - Field Service mis1 BbIe3HOTO cepBHCca

Power Platform: - Power Apps (co3maHue KaCTOMHBIX IPHJIOKeHUH 6e3 koja) - Power Automate (aBromarmsarus mporieccoB) - Power BI

(npodeccuonanbhas ananuTuka) - Power Virtual Agents (uaT-60TbI)

Uurerpamuu: - Iybokas uaTerpanus ¢ Microsoft 365 (Outlook, Teams, Excel, SharePoint) - Azure myist AT u ML - LinkedIn s mpogask u

PeKpyTHHTa

IlenooGpa3oBanue (2026): - Sales Professional: $65/mosp3oBaresnn/mecsry - Sales Enterprise: $95/nonp30Batens/mecs - Customer Service:

$50/mosp3oBarenb/Mecs - Marketing: ot $1,500/mecs (He per user)
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ILmocer: - WpeanpHo i kommaHuii Ha Microsoft-creke - WMurerpanus c¢ LinkedIn (yHukanpHOe mpenmyinectBo) - Power Platform s

xacromMusanuu 6e3 koga - Enterprise-6e30macHocTb U COOTBETCTBHE CTaHAAPTaM - On-premise OIIHs JOCTYIIHA

MuHycshl: - CI0XKHOCTb HACTPOHKH U aAMUHHCTPHpOBaHU:A - JIunensuposanue 3amyraHHoe (MHoro SKU) - Ul MeHee COBpeMeHHBIH, 4eM y

Salesforce - ITonepskka foporast

Komy moaxomur: - Komnauuu, ucnosb3yompe Microsoft 365 - B2B npopazku ¢ ucnosnb3oBanueM LinkedIn - KpynHeiii 6usHec ¢ TpeGOBaHUAME K

HUHTerpanuu

7. Zoho CRM — mocrymHasi aibTepHATHBA
TITo3unmoHupoBaHue: koMmiiekcHas CRM Jij1s1 Majioro U cpeziHero 6ru3Heca 110 IeMOKPATUIHOH IIeHe.
KiroueBbie 0COGEHHOCTH:

IIpomazku: - JIuzbl, CAEJIKU, KOHTAKTBI, aKKayHTBI - MHOXKeCTBEHHble BOPOHKH - ABToMaTm3anus uepe3 workflow rules - Al-accucrenT Zia

(IIpOrHO3BI, PEKOMEHIAINH, 00PabOTKA €CTECTBEHHOTO A3BIKA)

MapkeTHHr: - Email-kammnanuu - Social media integration - Web-dopmsr u siengunru - SalesSignals (real-time yBegomienns)
AnanuTuka: - Dashboards u reports - Sales forecasting - AHomanusa-erexnus yepes Al

Omnichannel: - Email, renedonus, uar, conceru - WhatsApp Business integration

Zoho One Ecosystem: - 45+ npuioskenuii Zoho (Projects, Books, Desk, Campaigns, Sign, etc.) - Exqunast sxocucrema ist Beero 6usHeca

IlenooGpasoBanue (2026): - Free: 3 mosb3oBaresss, 6a3oBble ¢GyHkinuu - Standard: $14/nosib3oBatens/mecsin - Professional: $23/

oJIp30BaTesb/ Mecsitl - Enterprise: $40/nonp3oBatesns/mecsiy - Ultimate: $52/mo1p30BaTesnb/ Mecsil

ILmrocer: - Huskas nena mpu GoraroM QyHKIHOHANe - BecriatHas Bepcus Ui MaJeHbKUX KOMaHJ - JkocucreMa Zoho One (all-in-one 3a

$45/user/mecsr) - Al-byHknnu Ha Beex Tapudax - Xopolast KaCTOMU3AIH

MuHnycsr: - Vurepdeiic ycrapesmuii - ITogmep:xka MeaneHHas - MHTerpanuu paboraioT HecTabMIBHO - Pycudukanusa HemosHas - MeHblne

KOMBIOHHUTHU U TOTOBBIX pemeHHﬁ

Komy moaxoaut: - Maybelii U cpefHuil Gu3Hec ¢ OrpaHUYEHHBIM OlokeroM - Crapramsl, BeIOupatomue Mexay HubSpot u dyem-to Gosee

dynxmoHaNbHBIM - KoMan b1, roToBble MUpUTHCA ¢ UX pajiu IeHbl

CpaBHureapHan tadauna CRM-miardopm

Kpurepuii amoCRM Burpukc24 Pipedrive HubSpot Salesforce Dynamics 365 Zoho
Maursrii/
IleneBas Mautslit/cpegHuit Mautsrit/cpegHuit . . . . Mautsrit/
Mautsrii 6usHec cpenuuii/ Kpymusiit 6usuec  Kpymubiit 6usnec
ayauTopus 6usHec 6usHeC . cpesHUi 6usHEC
KPYIHBII
BecmatHas X (14 nueit
X (14 nuei trial) (12 mosB3.) . (unlimited) X X (3 m0JIB3.)
Bepcus trial)
2,490P/mec $0 — $20/
Ilena crapr 1,499R/mec $14/m071B3. /MEC $25/m01b3./Mec $65/m01B3./Mec $14/m071B3./Mec
(komanza) TI0J1B3./Mec
IIpocrora
BHeAPEHUus
BusyaibHasn
4 OTIIHO Xopomuio OTI9HO Xopomuio Xopomuio Xoporio Xopormio
BOPOHKA
Workflow Power Workflow +
ABTOMATH3 AU Digital Pipeline Po6ots1, BIT . Workflow Einstein AI .
automation Automate Zia Al
CRM- Marketing Dynamics Zoho
MapxkeTuHr ! Ba3oBbli K Cnabwrit MOIIHBIH . X
MapKeTHHT Cloud Marketing Campaigns
AHaIUTHKA ! Bazosas Xopomuras Xopomuras OrnyHas Tableau CRM Power BI Xopormas
150+ 100+ . 1000+ (App 5000+ Microsoft Zoho ecosystem
HWHTerpanumn . . 400+ (Zapier)
(mapxkerTrieiic) (mapkeTmeiic) Marketplace) (AppExchange) ecosystem (45+)
WhatsApp, OTKpBITBIE 1. Yepes _ _ ‘WhatsApp,
MecceHaKepbl 12 & B Yarsl Omnichannel Omnichannel i
Telegram, VK JIMHUU MHTErpanuu coLceTn
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Kpurepuii amoCRM burpuxc24 Pipedrive HubSpot Salesforce Dynamics 365 Zoho

HWHTerpanuu . WHTerpanuu Teams
Tenedponusa P Berpoennasa P ! MHTerpanun Berpoennasa i X Murerpanun
(RU) (e RU) integration
MooGuasHOoe
OTIgHOe Xoporee OTU4HOe Xopormiee OTnn4HOe Xopormee . Cpenmee
NPUJIOKEHNEe
Kacromusanua ! OrpaHuueHa Ty6okas ! Cpenuss Xopomas Xopomas
MaxkcumanpHas MaxkcumanpHas
O6yuenue/ Basa sHaHHT Bosbiioe Basa sHaHUI HubSpot . Microsoft
Trailhead . Cpenuee
KOMBIOHUTH (RU) (RU) (EN) Academy Learn
OTnyHas Xopomas Xopormast Xopormast Tpemuym Tpemuym
Texnmoaaepxkka ! MensieHHas
(RU) (RU) (EN) (EN) (EN) (EN)
On-premise X X X X

MeTtoaosrorusa Beioopa CRM

IIIar 1: OnpexeneHne TpeGOBaAHUIA

Busnec-npouecchr: - ONUIINTe TEKYIIHI POIEece MPoAaXK MomaroBo - OnpeziesiuTe BOPOHKY (3Tarbl, KpUTEPUH Tepexosa) - 3abukcupyiire

TOUYKH aBTOMATHUBAIUH - YUTUTE crienuuKy (JIMHHBIE C/IeJIKH, MHOXKECTBEHHBIE IIPO/IYKThI, ITAPTHEPCKUE TIPO/IAXKH)

@DyHKIUOHAJbHbIE TPeOOBAHUA: - YIIpaBieHHe JugaMu u caeiakamu (must have) - Muterpauusi ¢ caiiltoMm U pekyaModl (BasKHO Jisl e-
commerce) - Tesedbonus (kpuruyso s call-uentpos) - Meccenpkepst (st B2C) - Email-mapkerunr (s inbound-crparerun) - IIpoekTHOE

yIpasiieHne (ecyiu Mpo/jaeTe MPOEKTHI) - AHAJTUTHKA U OTUETHOCTD (YPOBEHD JI€TATN3AIIHN)

Texnuueckue TpeOGoBaHmuA: - KoimyecTBo mosb3oBaresneil (cefiyac u 4epe3 roxa) - KosmuecTBo KOHTAKTOB/cZiesiok (00beM JaHHBIX) -
Nurerparuu ¢ cymecrsytomumu cucremamu (1C, ERP, caiit, Tesedonus) - TpeboBanus k 6€301aCHOCTH U JIOKAJIU3AINH JJAHHBIX - MoOHIbHbBIE

TPUIIOKEHUs (€CITH TI0JIEBBIE COTPY/AHUKH)

Hlar 2: OnpenesieHue GOKeETA

l'[p)leIe 3aTparhbI: - JIuueHsun: $X/HOJILSOBaTeJIb/MeCHIl X KOJIMYECTBO IOJIb30BaTENIEd X 12 MecCALEB - I/IHTel"paIlI/II/IZ HEKOTOpbIE IIJIaTHBIE

(manpumep, WhatsApp Business API) - JlonosHuTes1bHbIE MO I (TeedOoHs, MADKETHHT, aHAJTUTHKA)

KocBeHHBbIe 3aTparhl: - Buesnpenue: ot 100,000P g npoctsix CRM 1o 5,000,000P miis enterprise - O6ydeHHe COTPYAHUKOB: 2-5 JHEH X
CTOUMOCTb Pabodero BpeMeHH - Murpamus JaHHBIX: €CIM IIEePeXOJUTe ¢ APYrod cucreMbl - Ilopzepskka: aGOHEHTCKOe OOCTyXKMBAaHHE WIH

COOCTBEHHBIN a[MUH

CKpBITBIE 3aTpaThl: - BpeMs COTPyJHHMKOB Ha BHeJpeHHe (TeCTHpOBaHUe, oOpaTHasd cBA3b) - IlajeHue HNPOAYKTHBHOCTH B IEPBBIH MecsAIl

(amanrarus) - JIopabOTKH U KaCTOMU3AIIHS [I0CJIe 3aIlyCcKa
IIpumep pacyera i1 KOMIIAHUM C 10 MEHEeIKePaMu:

amoCRM: - JlureHsuun: 2,4992 x 10 x 12 = 299,8802/roz - Tenedonus: 10,000P/mecs1] = 120,000P/rox - Bueapenue: 150,000P (0AHOKpPATHO) -

Hroro rox 1: 569,880 (nasee 419,8802/rox)

Butpukc24: - IIpodeccuonanbubiii Tapud: 11,990P/mecsr = 143,8802/roz (10 100 1momw3.) - Berpoennast tenedonus B tapude - BHenpenue:

200,000P - U'Toro rop, 1: 343,880P (nanee 143,880P/rox)

HubSpot Professional: - JTunensun: $100 x 10 x 12 = $12,000 = 1,080,0008/rox (kypc 90R/$) - BHenpenue: 300,000P - UToro rox 1: 1,380,000P

(nastee 1,080,000B/Tox)

IIar 3: Shortlist u nmIoTUPOBaHUE
Cospanmne shortlist: Ha ocHose Tpe6GoBaHmii 1 610/2KeTa BbIOEpPUTE 2-3 CUCTEMBI AJIA €TAIBHOTO TECTHPOBAHHS.

IInI0THBIN NpoeKT (KaxkAas cucTeMa): 1. 3aperucrpupyirech Ha trial (06praHO 14-30 AHeil) 2. CoszaiiTe TECTOBYIO BOPOHKY Ha PeaIbHBIX
mporeccax 3. 3arpysure cpes JaHHBIX (50-100 KOHTAKTOB) 4. [TogxIiounTe 1-2 KPUTHUHBIE HHTerpanuu 5. [IpoTecTupyiiTe ¢ 2-3 COTPyAHUKAMHU U3

Pa3HBIX poJiel (MeHe/Kep, PyKOBOIUTEIb, /IMIH)

Kpurepun oneHku: - [Ipocrora HacTpolku (CKOJIBKO BpeMeHH 3aHsI0?) - Y106¢cTBO HHTepdeiica (06paTHas cBsA3b OT Hob3oBaTeseit) - CKopocTh

pa60T1>1 (BpeMH 3arpysku, OTKJ'II/IK) - KauecTBO MOOMITBHOTO IIPUJIOKEHUS - ITosHoTa JAOKYMEHTAalluU U IIOAJEPXKKA - Hanuune HYKHBIX I/IHTeI‘paL{I/Iﬁ
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ITar 4: IlpunAaTHE penieHusa

Vicrios1b3yiiTe MaTpUILy peleHuii:

Kpurepuii Bec amoCRM burpukc24 HubSpot
IIpocroTa HCIOIB30BAHUS 20% 5 (100) 3 (60) 4(80)
ABTOMATH3ALHUSA IPOAANK 25% 4 (100) 4 (100) 5(125)
Unrerpanuu 15% 4 (60) 3(45) 5(75)
CroumocTh 20% 4(80) 5 (100) 2 (40)
MaciuTaGupyemMocTb 10% 3(30) 4 (40) 5(50)
Texmoiepxka 10% 5 (50) 4 (40) 3(30)
HUTOTrO 100% 420 385 400

B sTom nnpumepe amoCRM no6eskiaeT, HO pa3pbiB HeOOIIBIIOH. FITOroBOe pellleHe 3aBUCUT OT IPHOPUTETOB KOHKPETHON KOMITAHUY.

Yacrbre omnoku npu Beioope CRM

1. Be16op mo mpuHnumy "y Bcex ectb" He komupyiite KOHKypeHTOB. To, uTo paboTaer [uifd Jpyrod KOMIIAHWUH, MOMKET He IIOJOHTH BaM.

OTTaJIKUBalTECh OT CBOUX IIPOIIECCOB.

2. ®okyc Toabko Ha meHe [lemesas CRM, KOTOpyI0 HUKTO He HCIOJIb3yeT, — IIycTas Tpara JeHer. JIydille IepelsaTHTh, HO IOJIYYUTb

HUHCTPYMEHT, KOTOPBIH peaybHO paboTaer.

3. BeiGop "a BeIpoct" He mnokynaiite Salesforce "korza Beipacrem". HauHuTe ¢ IPOCTOM CHCTEMBI, KOTOpas pellaeT TEKyI[Ue 3aJjauu.

MI/Il‘pHpOBaT]) II032Ke IIpole, YeM My4YUThCA C 130bITOYHON CUCTEMOM rogamMu.

4. UIrHOpupoOBaHNe MHEHHA IoJIb3oBareJeil PykosoauTesns Bei6upaer CRM, He cipocuB MeHemkepoB. PesysipraT — caborax. BoBiekaiire

I0JIb30BAaTEJIEN B BI)I60p U TeCTUpOBaHUE.

5. Hegoouenka Bueapenusn "Kynum CRM, HaCTpOUM 32 BBIXO/HbIE" — THIHYHAS omnbKka. HopMasibHOe BHEpEHUE 3aHUMAET 1-3 MeCsIa, AaKe

JULS TIPDOCTBIX CHUCTEM.

BbIBOABI ypOKa

1. PeiHok CRM pa3HOOOpa3eH: OT POCCHICKUX pelneHnit /iy masoro 6usHeca (amoCRM, Butpukc24) 7o riobanpHbIX enterprise-tutatgopm

(Salesforce, Dynamics 365).

2. Her yHuBepcaIbHOTrO pemenusa: kaxzas CRM umeer cuibHbIE U c1abble CTOPOHBL. BbIOOD 3aBUCHUT OT pa3Mepa KOMIIAHUH, CIenu(UKH

GusHeca, 6I0/17KeTa U TEXHUIECKUX TPeOOBaHUIA.
3. Ton-3 aysa masnoro 6usHeca (P®): amoCRM (6sicTpsie mposaku), burpukc24 (all-in-one), Pipedrive (mpocrota).
4. Ton-3 s cpenuero 6usHeca: HubSpot (inbound-mapkerunr), Burpukc24 (kopriopatuBHbIN mopTai), Zoho (Gr0/3KeTHBIM BApUAHT).
5. Ton-2 ajis KpynmHoro 6usHeca: Salesforce (Mmakcumym BozmozkHOcTeit), Microsoft Dynamics 365 (Microsoft-askocucrema).

6. MeToaosiorus BbpIOOpa: onpezeneHne tTpeboBanuii — pacuer 6ropkera — shortlist 2-3 cucrem — nuIoTHpOBaHWE — pEIIEHNE HA OCHOBE

MaTpHUIbL.
7. He 9kOHOMBbTE Ha IMWIOTHPOBAHMUM: 2-4 HEAEJIN TECTUPOBAHUA COKOHOMAT MECAIbI My‘{eHI/Iﬁ Cc HeHOZ[XOZ[HIIIeﬁ CHUCTEMOM.

B cienyomeM ypoke Mbl TepeizieM K IpakTuke: pasbepem crpateruto BHeapenuss CRM, coszmaaum roadmap mpoeKkTa U HAyYMMCS YIPaBJIATh

HU3MEHEHUAMHU B KOMIIaHUH.

I'masa 3. Crparerus Bueapenuss CRM

IMouemy 70% BHeapenuii CRM nmpoBaIHBaioTCA
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CraTucTuka GecriomjajiHa: coryiacHoO mccieoBanusmM Gartner u Forrester, oT 65% /10 75% npoekToB BHezpeHuss CRM cuuTaioTcs HeyaadyHBIMU.

Komnauun TPaTAT AEHbI'U, BpEM, PECYPChl — a B UTOr'€ CUCTEMa He UCII0JIb3YyeTCHA, NI UCII0JIb3yeTCA (I)OpMaJ'leO pawis: "rasouxu’.

OcHOBHbIE IPUYUHBI IPOBAJIA
1. OrcyrcTrBHe crpaTreruu (40% IpoBaJJoOB)

Komnanusa nokynaer CRM u oxwuzaer, 4ro cucrema cama Bce ucnpasuT. Ho CRM — 3To MHCTpPYMeHT, a He BoslleOHas majoyka. bes yerkoit

CTpaTeruu, IOHUMAHWS 1IeJIel U METPUK yclleXxa BHeJ[PeHUe IIPeBpalaercst B 6eCCMBICIIEHHYIO TPATy JI€HET.

TUNUYHAA CUTyalUA: PYKOBOAUTETb Ha KoH(pepenuuu ysuan mpo CRM, Bepuyscsa u ckaszanr: "Ham myxuna CRM". Kynunu, ycranosuau. Ho

HUKTO He [OHsLL, 3284€M U 4TO I0JPKHO U3MEHUTHCsL. Uepes TpU Mecsila cucreMa 3abpolieHa.
2. ConpoTuBJIeHUe oJb30BaTe e (30% MpoBaIoB)

Jlronu He m06GAT uU3MeHeHUsA. MeHemkepsl rofgamu paboranu B Excel 1 WhatsApp — u pa6oTasno ske! 3aueM UM Telephb 3alOTIHATH KAKyIO-TO

cucremy? Tem GoJee, YTO PpyKOBOIUTEID TeNlEPh BUAUT Bce UX JieUcTBHA (Uan Ge3selicTBue).

TunuuHaa curyanusa: BHeapuad CRM, HO MeHeKepbl IPO/I0JDKAIT BecTH cBou Excel-taGiuuku "miist cebs”. B CRM BHOCAT JJaHHBIE TOJIBKO

KOI/Ia pyKOBOJUTENb TPeOyeT oTueT. CrcTeMa CTaHOBUTCS 00y301, 8 He IOMOIIIHUKOM.
3. HenmpaBuiisHbI€e nmporeccs (20% MpoBaioB)

Komnanus aBroMarusupyer xaoc. IIporiecchl Ipojia’k He ONKCAHBI, He CTaHAAPTU3UPOBAaHbL. Kax/p1ii MeHe/Kep paboTaeT mo-cBoeMy. BHeApAOT

CRM u nbITafoTCsA B HEe BIIUXHYTH 3TOT XaocC. PeSy]IbTaT — CHUCTeMa He pa60TaeT.

IIpaBUJIO: CHaYasla ONTUMH3UPYEIIb [IPOIlece, IOTOM aBTOMAaTH3Upyellb. Ecyin mporiece II0X0H, aBTOMaTH3AIMA C/eJIaeT ero OBICTPBIM ITOXHM

TIPOIECCOM.
4. Hegocrarounoe oGyuenue (10% npoBaioB)

Buenpwiu cucreMy, npoBenu 1-4acoBoe "oOydeHue" (mo ¢akTy — AeMo BO3MOXKHOCTel). MeHemskepbl He IIOHAIM, Kak paboTaTh, HadaIn

omubaThest, pa304apOBAIHCE.

TunuuHas curyamus: agvuH Hactpowt CRM, cam pasobpasics (oH TexHaps). Ilokazan MeHemkepam 3a vac: "BoT TyT cosmaere CIesKy, TyT
craBuTe 3a71a4y, Bee npocto”. Ha /iesie MeHeKepbl He HOHUMAIOT JIOTUKY CUCTEMBI, I7I€ YTO UCKATh, KAK PellaTh HeCTAaH/[aPTHBIE CUTYAIMH. 3BOHAT

aJIMHHY I10 KQ)XKZIOMy BOIIPOCY, 3/[IMUH YCTa€eT, MeHe/KephI OecaTcs.

Kaxk n36ekaTh mpoBaJia: 6 IpUHIMIIOB YCIIEIITHOTO BHEAPEHUA
HPI/IHIH/IH 1: BoBiieueHue TOII-MEHEIXKMCHTa

Brenpenne CRM — arto He IT-nipoekT, 9T0 TpaHcopManusa 6usHec-IporieccoB. EcIH pykoBOAKTENIb He BOBJIEUEH, He II0JIb3YeTCsI CHCTEMOH caM, He

TpebyeT pe3y/IbTaTOB — KOMaH/a IIOMMeT, YTO 3TO "0uepe/iHasA HHUIUATHBA" U IIePeK/IeT.

PyKOBOZ[I/ITeJIb AOJIKEH OBITH TJIABHBIM aZIBOKaTOM CRM: mucnosp30BaTh CUCTEMY IJIA NIPUHATUA pemeHHﬁ, Hy6JII/I‘IHO XBaJIUTh T€X, KTO XOPOIIO

paboraer B CRM, 1oKa3bpIBaTh Pe3yJIbTaThl HA IVIAHEPKaX.
IIpunmun 2: BoBireueHne moib3oBareen

MeHe/pKephbl IOJDKHBI y9acTBOBAaTh BO BHeApeHHH ¢ mepBoro aHA. He "mis Bac kymwim CRM, mosbsyiitech”, a "Mbl BMecTe BBIOMpaeM Hu

HacTpanBaeM HHCTPYMEHT, KOTOPBIN cZiesiaeT Bairy pabory mpoiie”.

Cobepute GOKyc-TpyIIIy U3 2-3 JIy4lInX MeHe/KepoB. OHU TECTUPYIOT CHCTEMY, Jal0T 0OPATHYIO CBsI3b, yYACTBYIOT B HacTpoiike. Korma cucrema

3aIlycKaeTcs, OHU CTAHOBATCSA €BAHTeINCTAMU CPeIN KOJLIET.
IIpuanun 3: Poxyc Ha OJIb3e JIA COTPYTHUKOB

Tunwuunas ommbka: "Tereps BbI 006s13aHbI BHOCUTH AaHHble B CRM, nHaue mrpad". IIpaBunbHo: "CMOTpUTE, Teleph CHCTEMA caMa HAIIOMHUT BaM
MO3BOHUTH KJIMEHTY, He HYXHO Jep:kKaThb B royioBe. M oTdeT Ui pyKoBOAMTess OOJbllle He HYXKHO JeaTh BPYYHYIO, OH T'eHepHUpYyeTcs

aBTOMaTHUYeCcKH".

IToxa’kuTe KOHKPETHbIE BBITOJBI: MEHbIIIe PYTHHbI, MEHbIIIe 3a0bITHIX 3a/1a4, ObICTPee 3aKPHITHE CAEIOK (= Gosiblie IpeMuii).
IIpuniun 4: NtepatuBHoe BHeapeHnue (MVP-moaxoxn)

He nbiTaiiTech BHEAPUTD Bee PyHKIMHU cpady. Haunute ¢ MVP (Minimum Viable Product) — MHHUMAIBHO KH3HECIIOCOOHOTO IPOAYKTA.
ramn 1 (2-4 Henesm): 6a30Bas BOPOHKA MPOAAXK, KOHTAKTHI, 3a7a41. TOJIbKO KDUTUIHBII MUHUMYM.

Aramn 2 (MecsI] CIyCTs): HHTErpanus ¢ CaiTom u TesedOHHne.
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Jtamn 3: aBTOMaTU3a1uUs1, POOOTHI, PACCHUIKH.

ITal 4: aHAJIUTUKA, aII60P/BI.

Koman/ia npuBBIKaeT MOCTEeNeHHO, He Iieperpy»kaeTcs.
IIpunun 5: ITocrossHHOE O0yUeHue

He pa3oBblil TPEHUHT, a HellpepbIBHOe obyueHue. bazoBoe obyueHue npu crapre. Yepes 2 Hefiesd — pa3bop THIHUYHBIX OmH60K. Yepes mecsr —

IIPOABUHYTBIE Cl)I/I‘—II/I. ‘{epes 3 MecAna — ONITUMU3alUA U aBTOMAaTU3alusd.

Cospaiite 6a3y 3HaHUI: BuAeOHMHCTPYKIUH, FAQ, dek-nucrsl. HazHaubTe "cymeprosp3oBaTesis’ — deIOBEKa, K KOTOPOMY MOXKHO OOPaTHTBCS C

BOIIPOCAMHU.
IIpunnun 6: sMepeHue pe3y/ibTaTOB
Onpenenute MerTpuku yerexa /1O BHeapenus. PUKCUPYITe TeKylee cocTogHUe. Uepes MecAI], KBapTaJl, IOJIr0[ja — CPaBHUBAMUTe.

IIpumeps! metpuk: - Kousepcus sma B caenky (6puto 8%, cramo 12%) - Bpems: o6paborku suaa (66110 4 daca, ctajo 20 MUHYT) - LIUKIT caesnku

(6pU10 30 AHEH, cTaio 22 AH) - J[0J1s1 MOTEPSHHBIX JTHI0B (66110 25%, cTano 5%)

Iudpbl — 5TO apryMEHTSI /11l CKEIITUKOB M MOTUBAIIMS JJIsT KOMAH/[bI.

Roadmap BHeapenus CRM: 90-THeBHbBIN IJIAH

dtamn 0: [ToaroToBKa (2-4 HEE U 10 3aILyCKa)
IleJ1b: I0J[rOTOBUTD IIOYBY JIJIsl YCIIELTHOTO BHEAPEHMUSL.
JleiicTBusA:

1. ®OpMHUpOBaHHE KOMAH/IbI IPOEKTA

Cocras: - CrHoHCOp IpoeKTa (PyKOBOJHTEIIb, IPUHIMAaeT (pHHATbHBIE pelleHns) - Project owner (pykoBoAHTe b IPOJAXK, OTBEYAET 32 IMIPOLECCHI) -
Anmvunucrpatop CRM (TexHHYeCKUH CIeIUaINCT, HacTpauBaeT cucreMy) - Cymeprosb3oBaresn (2-3 JIyUIIUX MeHe/rKepa, TECTUPYIOT U 00ydaior

KoJsuter) - HTerparop (OIMIHUOHAIBHO, IS CJIOXKHBIX KEHCOB)
IIpoBenuTte kKo d-BeTpeuy: 03ByUbTe eI, POJIM, TAWMIIAHH.
1. Onucanue TeKymux npoieccos (AS-1IS)

TIpoBenuTEe MHTEPBBIO C MEHEPKEPAMU: KaK OHU paboTatoT ceifuac? OTKyaa mpuxoast auab? Kak o6pabareiBaior? Kakue 10KyMeHTHI co3aoT? I'ae

6osIbIEe Beero mpobiem?
Badukcupyiite npouecc B Buze 6;10k-cxeMbl wiid BPMN-auarpaMmsl.
1. IIpoekTrpoBaHue HeieBbix npoueccos (TO-BE)
Ha ocHoBe AS-IS cIIpoeKTHpPYITe, KaK JO/DKHO ObITh. YOUpaiiTe y3KHe MecTa, CTAHAapTH3UPYHTe.

ITpumep: - AS-IS: Jiuj IPUXOAMT HA IOYTY, CEKPETAph BPYYHYIO IlepechUlaeT MeHeKepy, MeHe/pkep 3anuceiBaer B Excel. - TO-BE: sz ¢ dopmsl
caiiTa aBromMarmyecku nomagaer B CRM, cucrema pacnpeziesiseT o MeHeZKepaM IO anropurMy (round-robin miu mo sarpyske), CTaBUT 3afady

II03BOHUTD B TEUEHUE 15 MUHYT.
1. OnipesesieHHe MEeTPHUK ycIexa

SaQJI/IKCI/IpyﬁTe TEKylHre ImokKasaTey 110 OCHOBHBIM METPpUKaM: - KosrraectBo JINJOB B MECAIL - KOHBepCHH Jaug — HepBH‘{HbeI KOHTAKT - KOHBepCI/IH

[IEePBUYHBIN KOHTAKT — cZiesika - CpeiHui yek - LUK cesiku - J10Jist HOBTOPHBIX ITPO/IAXK
Omnpepeinure target Ha 3 MecsiIa, 6 MeCSIEB, 12 MECSIEB.
1. IIoArOTOBKA JAHHBIX JJIA MATPAIITH

Ecnu niepexoyute ¢ apyroit cucremsl wiau Excel: - ITouncrure ny6iau KoHTakToB - Cranmaprusupyiite dopmars! (tesedonsl, email, aapeca) -

Yaanute HeakTyasbHbIe JaHHbIe (KOHTAKTHI 5-JIeTHeH 1aBHOCTH) - [ToaroToBsTe CSV /17151 HMIIOpTA

dramn 1: BazoBasa HacTpoiika 1 mUIOT (Hexeu 1-4)
Ieusn: 3amycruts MVP-Bepcuio CRM ¢ MUHUMAaJIBHOM (DYHKITMOHAJIBHOCTHIO HA TUJIOTHOM TPYTIIIE.
JlecrBus:

Hepnesnsa 1: Texauyeckas HaCTPOMKa
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o Perucrpanus akkayHTa, HACTPOIKA IIOJIb30BATEIEH U IIPAB [OCTYIIA

« Hacrpotika 6a30B0Oii BOPOHKH IIPO/IAK (TAIIBI, KPUTEPHH IIEPEX0/IA)

« Hacrpolika KapTOYeK KOHTAKTOB U KOMITaHUH (06s13aTeIbHbIE U JIOTIOJTHUTEIbHBIE TT0JIST)
« Hacrpoiika ma6j0H0B 3a71a4

o VIMIopT TecToBO# BEIOOPKH JAHHBIX (100 KOHTAKTOB)
Hepaensn 2: OGyueHne NHIOTHOM IPYIIIBI
BoibepuTe 2-3 MeHe/Kepa /Ui uioTa. KesraTeIbHO — JIydliiie, OTKPBIThIE HOBOMY.

ITpoBenure 2-yacoBoil TpeHHuHr: - O630p mHTepdeiica - CozmaHue W pelJaKTHPOBAaHHE KOHTAKTOB - PaboTa ¢ BOpOHKOU (co3jaHUE CHEJIOK,

IepeMelrieHye 1o 9TanaMm) - IlocTaHoBKa 3a/1a4 1 paboTa ¢ kajeHgapeM - MoOuIbHOe IPUJIOJKEeHNe

JlaiiTe mocTyn k 6a3e 3HAHUH U BUJEOUHCTPYKIIUAM.

Hepnens 3-4: IInsiorupoBanue

IMTunotHas rpynna pabortaer B CRM nmapasiieJIbHO €O CTapBIM IIPOIIeCCOM. STO CTPAXOBKA: €CJIM YTO-TO CJIOMAETCH, IIPOIiecC He OCTAaHOBUTCS.
ExxenneBHO cobupaiiTe 06paTHYIO CBs3b: - UTO HEMOHATHO? - UTo Heyno6Ho? - Kakue omubku? - Yero He xBaraeT?

OnepaTuBHO BHOCHUTE IIPABKH B HACTPOUKH.

KpuTepuii roTOBHOCTH K IIOJIHOMY 3aIycKy: - IlmwrortHaa rpynmna pa6oraer B CRM 6e3 KpUTHUHBIX Ipo6seM - Bee ciesiku IpOXoAAT depes

CUCTEMY - MeHemKepr OT3BIBAIOTCA IO3UTUBHO (I/IJII/I XOTs1 GBI HeﬁTpaJ'ILHO)

dramn 2: [TosrHbIN 3ammyck (Hexeau 5-8)
IMesn: nepeBectu Bcro komaHy Ha CRM.
JeiicTBusA:

Hepeusn 5: O0y4yeHNe OCTAIbHON KOMAH/IbI

HpOBeHI/ITe prHHOBOﬁ TPEHUHI VI BCEX MEHEKEPOB. HCHOJ’IbSyﬁTe cynepnoanOBaTeneﬁ 3 MUJIOTHOM TPYyIIIbI KaK CO-TPEHEPOB — OHHU YXKe

3HAIOT [TO/[BO/IHbIE KAMHH.
dopmar: 3 yaca (2 yaca Teopus, 1 yac IIpaKTHKa Ha peasbHbIX Kekcax).

Hepens 6: MArkuii 3amyck

"Nenp X" — Bce nepexonat Ha CRM. Ho siepkuTe crapble HHCTPYMEHTHI JIOCTYITHBIMU €e1Ile HeJIesTIo Ha caydail hopc-Makopa.

IlepBbie 3 AHs — exxeHeBHbIe stand-up Berpeun (15 MUHYT): 9TO He paboraer? Kakue BOIpoch?

AJZIMUHUCTPATOP Ha CBS3U 24/7 IJisl PELIEHU KPUTHYHBIX IPOGIIEM.

Hepeua 7: CraGuiansanusa

Komanjia npusbikaert. [Tpo6iembr craHOBsATCS perke. HaurHaiiTe TpeboBaTh JUCIUIUIMHBL: BCe ¢IeIKU TObKO B CRM, Bce 3BOHKU JIOTUPYIOTCS.

BuenpuTte npaBuiio: eciau caesaku HeT B CRM — ee He cymiecTByeT. 3BYUHT JKECTKO, HO 6e3 3TOro MeHeZ Keps OyayT mpofossKaTs paborats B Excel

"muist cebs”.
Hepaensn 8: IlepBasa peTpocrieKTUBA
CobepuTe KomaH/y, obcyaure: - Yto paboraer xopoio? - Yto elie Hey100HO? - Kakue yirydineHus HyKHbI?

CocraBbTe G9KJIOT YITyqIIIeHHH, IPUOPUTH3HPYHTE.

dran 3: UHTEerpanuu u apromarusanus (Heaeau 9-12)
Ilesib: 10/IKJIIOYUTH BHEITHUE CUCTEMBI X aBTOMATU3UPOBATH PYTHHY.
JeiicTBus:

Hepena 9-10: NHTEerpanuu

IMozkII09aliTe IO OJJHOM MHTErPALUH, He Bce cpasy: - HTerpanus ¢ caiitoM (popMsl, gaTel) - MHTerpanus c tesedonueis (3Bonku u3 CRM, 3anuch

pasroBopoB) - MHTerpanus ¢ email (1BycTOpOHHSA CHHXpOHU3anus) - HTerpanus ¢ Meccenpkepamu (WhatsApp, Telegram)
ITocste Kax/0i HHTErPAIN — TECTUPOBAHUE U O0yYeH e KOMaH/IBI.

Hepnens 11: IlepBas BoJIHa aBTOMaTHU3AIH
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Hpocq‘me CreHapuu: - ABTOMaTHUecKas MOCTAaHOBKA 3a/jaudd IIpy CO3J4aHUU Juaa - ABTOMaTHYeCKass CME€HAa OTBETCTBEHHOTO IIpy Iepexozie Ha

oIpe/ieJIeHHBIH 3Tall - ABTOMAaTHUYECKOe IIChMO KJIMEHTY [IPU IePeXo/ie ¢Ae KU Ha atan "OKujaHue omaTsr”
Hepeuia 12: HacTpoiika oTYeTHOCTH
Cospnaiite gambop/ bt AJist: - PykoBouTesist (BOPOHKA, IPOTHO3, TPOU3BOIUTEILHOCTH MEHE/IPKEPOB) - Menemkepos (sinyubie KPI, peiTiHr)

IIpoBenuTe MEPBYIO CECCHIO AHATUTUKU: pasbepute NupPHI, c/ieaiiTe BHIBO/BL.

dtam 4: Onrumusanusa (Heaean 13+)
IleJsb: IOCTOAHHOE yJIy4dllleHue, BHe/IpeHUe IIPO/IBHHYTHIX (DYyHKITUH.
JlecrBus:

o E’xeHesie/IbHBIN aHAIN3 METPUK

o EskeMecsuHbIE PETPOCIIEKTUBBI ¢ KOMAH/IOU

o BHe/[peHHe HOBBIX aBTOMATU3AIIUI 110 Mepe BbIsBJIEHHS [TOTPeOHOCTEH
« IIpoaBuHyTOE 00yueHUE (BeOHHAPHI, cepTUDUKAINN)

o Macmrrabupopanue (TII0/{KJII0UeHIe HOBBIX OT/IEJIOB, (GHINATIOB)

YnpasJieHHe U3MEeHEeHUAMH: padoTa ¢ CONPOTUBIEHUEM

ITouemy J1r0A¥1 CONTPOTUBJIAIOTCA
Crpax nmorepu KOHTPOJISA
"PaHpli1e 51 BeJI CBOIO TabJINYKY, 3HAJ, T7ie uTo. Terneph Kakas-To CHCTeMa, HEIIOHATHO, Kak paboraTs.”

OtBer: nokaxkure, uto CRM jraet 60s1bI1Ie KOHTPOJIS, a HE OTHUMaeT. MeHeKep BUIUT BCIO UCTOPHIO KIHMEHTa, CUCTEMY YBEIOMIIEHHH, He HYXKHO

JiepsKaTh B TOJIOBE 100 JIeJL.
Crpax yBetuueHHus paGoThl
"Teriepp Hy>KHO He TOJIBKO IIPO/IaBaTh, HO ellle ¥ BCE 3TO B CHCTEMY BHOCHTD. BpemeHu He xBaraer."

OtBerT: Jla, IIepBble 2 HeaeIn 6y11eT nosbiie. Ho gepe3 Mecdr] CRM 3KOHOMHUT BpeMsA: aBTOMaTUYeCKHe HAallOMUHAaHUA, IlIaGJ'IOHLI, UHTEerpanuun.

MeHe/Kep JieJlaeT MeHblIle PYTHHBI, 60JIbIIIe TIPOZAET.
CTpax KOHTPOJISI CO CTOPOHBI PYKOBOJACTBA
"Teriepp HauaIPHUK BU/IUT BCE MOU JieCcTBUSA, Oy/ly KaK I0/i MUKPOCKOIIOM."

TBET: — 9TO HE MHCTPYMEHT IIIHOHAX: HHCT] HT IIOMOIIH. BOZUTENIb BUIHUT y3KHE MECTa IIPOIY He "KTO JeHTAi". 3ar
OtBer: CRM — 3TO HEe HHCTpyMe OHaXka, a MHCTPyMe oMO PyxkoBojuTe. y3KHe MecTa Iporecca, a He "KTO Jie ". 3aro

Terepb MOJKHO OOBEKTHBHO JIOKA3aTh CBOIO 9 GEKTUBHOCTD U MOJIYIHTh 3aCTyKEHHYIO IIPEMUIO.
IIpuBbruka
"f1 10 et pabotato B Excel, u Bce HOpmasipHO. 3aueM MEHATEH?"

OTtBert: Mup Mensiercs. KonkypenTs! BHeznpsiior CRM, craHoBsTCs ObicTpee. Ecyin Mbl He n3MeHHMCs, oTcraneM. I1mioc, Honpoobyiite X0OTs GbI MecsIl

— ecJId He IIOHPABUTCA, BepHeMcs K cTapoMy (XOTs Ha IPaKTUKe HUKTO He BO3BPAILAETCH).

TexHukU NpeooieHuA COIIPOTUBICHUA
1. Mogeas ADKAR

ADKAR — Mo/1eJ1b yIIpaBJIeHusI U3MEHEHUSAMHE: - Awareness (0CoO3HaHue): 3aueM Hy»KHbI u3MeHeHns? - Desire (GkeiaHue): 1ouemy st 10JKeH
xoTerh ATHX nM3MeHeHnii? - Knowledge (3mamme): xak paborarp mo-uoBomy? - Ability (cmocoGHOCTB): s peasibHO MOTy 3TO /J€IaTh? -

Reinforcement (3akperienne): kak yoeuThCs, YTO s IPOJOJIKY PabOTaTh HO-HOBOMY?
IIpoBesuTe KOMAH/y Y€Pe3 ST 5 STAIIOB:

Awareness: IIpOBe/IUTe BCTpeuy, IMOKaKUTe IPobJIeMbl TEKYIero mporecca (IIOTepsiHHbIE JIU/BL, A0JITHE IUKIIbI CZeJIOK), mokaxuTe, kak CRM

petaer 3Tu MpoGIeMBbI.
Desire: rokakuTe JHMYHYIO BHITOJY /IS KasKI0ro MeHekepa. He "BbI 10JKHBL", @ "BBI CMOKeTe IIPO/jaBaTh OOJIbIIIE ¢ MEHBIINMHU YCHIUAMHU' .

Knowledge: xauecrBeHHOE 00yueHue, 6a3a 3HAHUIH, JOCTYII K HOAEPAKKE.
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Ability: nepBeIii MecsI] ¢ MUHIMYMOM TPeOOBaHUH, IIOMOIIb Ha KQXKIOM IIary.

Reinforcement: perysispHoe NpuU3HAHUE YCIEXOB, IMyOJIMYHAsA MOXBajla TeX, KTO Xopomo paboraer B CRM, mokas pe3ysnbTaToB (Kak BBIPOCIH

METPUKH).
2. Co3gaHue "KpUTHYECKOH MacchI"

He Bce mpumyt CRM cpasy. Ho ecitit 20-30% koMaHzibl (0OBIYHO JIH/IEPHI MHEHUI) HAYHYT AKTUBHO HCIIOJIb30BATh U XBAJIHUTh CHCTEMY, OCTaIbHbBIE

noaTstHyTest. POKycupyiiTech Ha pAHHUX aJIalTepax, a He MbITaiTech YOeAUTh BCeX 0/IHOBPEMEHHO.
3. Quick wins (6picTpBIE TOGEABI)

TTokaxkure pe3ysbTaThl 6I)ICTPO. He JKAUTE IoJiroaa. ‘~Iepe3 2 Heaeau: "CMOTPI/ITe, MBI II€pecTaIn TePATh JIUABI C caﬁTa, BCE IIOIIaZIaI0T B CUCTEMY

apromaruyecku'. Yepes mecsn: "KoHnBepcust BbIpocsia Ha 15%".
BoicTphle 106e/[bI CO3/IAI0T MO3UTUBHBI momentum.
4. Teiimuuxanusa

BHesipuTe 51€MEHTBI UTPHI: - PedTHHT MeHemKepoB 1o aktuBHOCTH B CRM - Belijizku u focTrkeHus (Hanpumep, "100 CAEIOK 3aKPHITO Yepe3

CRM") - KoHKypCBI ¢ IpA3aMH 32 Jiy4lllee ucrosib3oBanre CRM
Jlrozu 06T COPEBHOBATHCA U MOJIYYaTh IIPU3HAHUE.
5. Kecrkasa iuHus (B KpailHEM cJaydae)

Eciu MArkue Metofpl He paboTaioT, Hy)KHA skectkasd jguHHA: "CRM — 3T0 yacth paborel. OTKa3 OT UCIOJIb30BAHUA PABEH OTKA3y BBINOJIHATH

JIOJKHOCTHBIE 00s13aHHOCTH .

Ho sT0 KpaiiHuii ciydaii. /o 9TOTro Jiydiie He T0BOJHUTb.

PoJin 1 OTBETCTBEHHOCTH B IIPOEKTE BHCAPECHUA

Crnoncop npoekra (Executive Sponsor)
Poub: 06ecneqHBaeT Ppecypchl, IPpUHUMAET Q)I/IHaJ'IbeIe penienusd, l'Iy6JII/I'-IHO IoAAEPKUBAECT IIPOEKT.

OTBETCTBEHHOCTh: - YTBepXK/eHUe Oojrkera U TailMyaiiHa - PaspenieHune KOH(JIMKTOB Mexay otjenamu - IlyOnuyHas HOAZEpIKKa

(BBICTYIUIEHMS HA IUTaHEpKaX, ucoab3oBanue CRM) - CHATHe OpraHU3aluOHHbIX 6apbepoB

BpeMﬂ: 2-3 Jaca B HeJIEJIIO.

Project Owner (Bagesien; mpoeKTa)
Pouib: 0TBeyaeT 32 pe3ysIbTaT BHEAPEHHA, KOOPAUHUPYeT KOMAH/Ly, YIPaBJIAeT IIPoIieccaMu.

OTBeTcTBEeHHOCTH: - Onucanue npoueccos (AS-IS, TO-BE) - Cocrasienue roadmap u KOHTPOJIb CPOKOB - KoopauHaIusa KOMaHABI IIPOEKTA -

IIpreMKa pe3ysIbTaToB KaxK/[0ro aramna - O0ydeHue [oJb30BaTesel (COBMECTHO C CYIIEPIIOIb30BATEAMH)

Bpems: 50-100% pabouero BpeMeHH IIePBBIE 2 MecsAIa, 3aTeM 20-30%.

Aapmunaucrparop CRM
Poab: TeXHI/I‘-IeCKI/Iﬁ CIIEIUAJINCT, HAaCTPAauBaAE€T CUCTEMY, MHTEIrpAllii, aBTOMaTHU3aluHU.

OTtBeTcTBEeHHOCTD: - Texunueckas Hacrpoiika CRM - Hacrpoiika unTerpanuii - Co3manue aBToMaTH3anuil - YIpasjieHHe IpaBaMH JIOCTyIIA -

TexHMUeCKast MOZ/IEPIKKA [T0JIb30BaTes el - Murpanust JaHHbIX
Bpems: 50-100% mepBble 3 Mecsna, 3ateM 10-20% (IOAIepIKKa).

TpeGoBaHMA: TeXHUYECKAA ITPAMOTHOCTD, HOHUMaHue API u BeG-cepBUCOB (Ui HHTErpanuii), ceprudukanys no Beiopansoil CRM (skes1aTesIbHO).

Cynepnosb3oBareau (Power Users)
PoJib: paHHUe a/1alTePhl, TECTUPYIOT CHCTEMY, 00yJaIOT KOJIJIET, COOMPAIOT 0OPATHYIO CBS3b.

OTBETCTBEHHOCTH: - YuacTue B nuwiote - TectupoBanue (yHKIHOHANbHOCTH - OOpaTHas CBsA3b IO yA0OCTBY - CO-TpEHEPCTBO IPHU OOydeHUH

KOMaH/IbI - IToMoIIbh KoJuteram B IepBbIH MecsI]

Bpems: 10-20% pabouero BpeMeHH HepBble 2 MecsALa.
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TpeGoBaHMS: JIydllIe MeHeKePBL, TUAePbl MHEHHH, OTKPBIThIE HOBOMY.

HNuTerparop (ONIuOHAJIBHO)
PoJIb: BHEITHUI KOHCYJIBTAHT/areHTCTBO, ClIeIUaIN3UpyIoleecs Ha BHeipeHuu CRM.

Korma HyxkeH: - HeT BHYTpEHHHX TeXHHUYeCKHX pecypcoB - Croxkuble uarerpanuu (ERP, legacy-cucremsl) - KpymHoe BHeznpenue (50+

nosib3oBaresieit) - Hy)kHa sKcrepTHsa U JIydIiie IPaKTHKY
OTBeTCTBEHHOCTH: - HacTpoiika cucreMsl oA ko4 - MHTerpanuu - O6yueHne koMaHzbl - IIoCTIpoeKTHAs HOAAEpKKa (JacTo 10 a00OHEMEHTY)

CTOHUMOCTH: 0T 100,0008 JIJIsI IIPOCTHIX KEHCOB 10 5,000,000P+ 15 enterprise.

MeTpuku ycriexa BHeApeHUs

Adoption Metrics (MeTpUKU HPUHATHA)
Daily Active Users (DAU): - [IporenT mosb3oBaresieit, 3axogamnux B CRM exkenneBHo - Target: 90%+ K KOHILY IIEpBOTO MecsIa
Completeness (moHOTa JAHHBIX): - [IPOIEHT C/IEJIOK C 3aMI0JTHEHHBIMU 0053aTeIbHBIMU TTOJIAMU - Target: 95%+

Activity Logging: - IIporieHT 3B0OHKOB/BCTped, 3aiorupoBanHbix B CRM - Target: 80%+ (100% CJI05KHO IOCTHYB)

Business Metrics (0u3Hec-MeTpUKHN)

Conversion Rate (kouBepcus): - JIu — HepBUYHBIN KOHTAKT: target +20-30% - [IepBHUHBIN KOHTAKT — czesika: target +15-25%
Sales Cycle Length (aymmnaa nukia caeakun): - Target: cokparnenue Ha 15-25%

Response Time (Bpems peakuumn): - Bpems ot nosiydeHus Jinia /10 nepBoro KoHrakra - Target: <15 MUHYT (17151 GBICTPBIX IPOZAsK)
‘Win Rate (IpomeHT BRIMTPAaHHBIX CAEIOK): - Target: +10-20%

Revenue per Rep (BbIpyuka Ha MeHe/zkepa): - Target: +20-30% K KOHITy IepBOTO rozia

ROI (Bo3BpaT MHBECTUIIH)

Dopmyia:

ROI = (IIpupoct BbIpyuku - 3arparbl Ha CRM) / 3arpathl Ha CRM x 100%

IIpumep:

Barparsl Ha CRM (roz 1): - JIuneHsuu: 300,000P - BHenpeHue: 200,000 - O6y4yeHue: 100,000P - U'Toro: 600,000
IIpupoct BeIpyUKH: - BpL10: 10,000,0008/T07 - CTasmo: 13,500,0002/rox (+35%) - IIpupoct: 3,500,000P

ROI = (3,500,000 - 600,000) / 600,000 x 100% = 483%

Okymaemocts: 600,000 / (3,500,000 / 12) = 2 mecAna.

910 oIM4HbIN pesysbTar. Ha npakruke ROI ot 200% /10 400% 3a epBbIi o/l — HOPMa JIJIAl YCIICIIHBIX BHEAPEHUH.

Yexk-aucr yYCII€IIHOTO BHEAPECHUA

Mo crapra: - [ ] ChopmupoBana koMaH/a MpoeKTa (CIIOHCOp, OWner, aJMIH, Cyrepioyib3oBartesnn) - [ ] Onucaus! Tekyue npoueccsl (AS-IS) - [ ]
CrpoekTtupoBanbl 1esessie nporecchl (TO-BE) - [ ] Ompezenenbl MeTpuku ycrexa W 3adUKCUPOBaHbl TEKyl[ue 3HaueHWs - [ ] BeiOpaHa u

npuobperena CRM - [ ] IIoAroTOBIIEHBI ITaHHBIE U1 MUTPAIUT

Mecsan 1: ITmiaor - [ ] Hacrpoena 6a3zoBasi BOpoHKa mpoaak - [ ] MnopTupoBaHbl TecToBble faHHbIE - [ | O6ydyeHa musorHas rpynmna (2-3

yesioBeka) - [ ] [IpoBezsieHo mwtortuposanue (2-4 Hezenn) - [ ] Cobpana o6paTHas CBs3b U BHECEHBI KOPPEKTUPOBKH

Mecsny 2: IloaHbii 3amyck - [ ] O6yyena Bcs komanza mpojax - [ ] Ilposenen "nenp X" — Bee nepexonsaT Ha CRM - [ ] ExkenneBnble stand-up

BCTpeUH IepBylo Hezenio - [ ] IlepBast perpocnekTuBa (4To paboTaer, YTo Hy»KHO YIIyUIIUTD)

Mecsan 3: Uuarerpanuu v apromarusanusa - [ | [oakaodedsl KpuTuyHble wHTErpanuu (cait, tenedonus, email, meccenmxepsr) - [ ]

Bueipens! 6a3oBbie aBTOMaTH3anuu - [ ] HacrpoeHs! gamGop/ el 1 oTd4eTHOCTS - [ | IIpoBe/ieHa ceccrst aHamuTHKY (pa3bop MepBhIX Pe3yIbTaToOB)
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Mecsn 3+: Onrumusanus - [ ] ExxeHesiesbHbIl aHau3 MeTpHK - [ ] ExxeMecsiaHble peTpOCIeKTUBEI - [ | BHe/peHne HOBBIX aBTOMaTU3anuH - [ ]

ITpoxBuHyTOe 06yueHUe KOMaHAL! - [ | MacimTabupoBaHue Ha Ipyrye OT/esbl/ Granabt

TunuyHble OINOKY BHEAPEHNA U KaK UX N30e:KaTh

(0)113: (3 %1

Buenpenne Beex QyHKInI

cpagy
PazoBoe obyuenue

HrHopupoBaHue 06paTHOil

CBA3U

OTCyTCTBYE AUCIUILTUHBI

IIyoxast MUTpaNyst JaHHBIX

HEZLOOLIQHKB BpeMeHn

Orcyrersue quick wins

INocneacrBus

ITeperpyska KOMaHZIbl, OTTOPXKEHUE

CHUCTEMBI

JItou 3a0BIBAIOT, HE HCIIOIb3YIOT
Haxkormutenune Heyo6cTB, caboTax
Jlionu popospkaioT paborars B Excel

napasuiesIbHO

Jly6siu, HemoJIHbIE AAHHBIE, HeZJOBEpHe K

cucreme

HpOEKT 3aTAruBaeTCA, J€MOTUBALIUA

KOMaH/bI

Her ourymenus nmporpecca

Kaxk usGexarp

MVP-moaxo/: HauHUTE ¢ 6a3bl, 00aBIIANTEe QYHKIIMH TIOCTEIIEHHO

TlocrosiHHOE 0GyueHne: 6a30Boe, Uepes 2 HeAeIIH, Yepe3 MeCAL, IPOABHHYTOe

ExxeHeebHbIe cO0pBI GHaGeKa MepBbIil MecAll, exeMeCAIHbIe PETPO JaJIblIe

JKecrkoe mpaBuio: "Her B CRM = He cymectByer". PyKoBOANTE H HE IPUHIIMAET

OTYETHI BHE CUCTEMbI

ITouucrure JIaHHbIEe HO Murpanuu. ]Iy‘-IH.le IIepeHeCcTyu MEeHbIIIe, HO KaYeCTBEHHO

3anoxure Oydep 30-50% K oreHKe. JIydie 3aKOHUUTH PaHbIIe, YeM IIOCTOSTHHO

TIEPEHOCUTD Je/ITalHbI

Ilmanupyiite 6bICTpPBIE OGE/IBI: TIEPBBIE 2 HEIEIH IIOKAKUTE XOTh YTO-TO [OJIE3HOE

PykoBosuTesb He 0JIb3yeTCs
CRM

PyKkoBO/IUTEIIB I0KEH OBITH IIEPBBIM I10JIb30BaTesIeM. IIpUHIMATh pelleHns Ha
Komas/1a moHUMAeT, YTo 3TO /715 TaJIOYKU"
ocHoOBe JIaHHBIX 3 CRM

BbiBOABI ypoKa

-

4.

5.
6.

. 70% BHeﬂpeHHﬁ CRM IIPOBAJIMBAKOTCA U3-3a OTCYTCTBUA CTpATEruy, COIIPOTUBJICHUS HOJIbBOBaTeJleﬁ, HEINPaBUJIbHBIX IIPOLECCOB U

HeI0CTaTOYHOI'o Oﬁy‘leHI/IH.

.6 IIPUHIUIIOB YCIICIITHOI'O BHEIP€HUHA: BOBJIEUEHNE TOII-MEHE/[P>KMEHTAa, BOBJIEUEHUE HOJ'ILBOBaTe]'IefI, (I)OKyC Ha 110JIb3e JIA COTPYAHUKOB,

I/ITepaTI/IBHMﬁ oAXoa, IOCTOAAHHOE oqueHHe, HU3MeEpEeHne pe3yjibTaToB.

. 90-xHeBHbIN roadmap: mo/rotToBka (2-4 Hesenn) — NUIOT (4 HeZEIN) — IOJIHBIH 3aIycK (4 He/lenn) — UHTerpaluy U apToMaTu3anus (4

Heﬂe]’[I/I) — IIOCTOAHHAA OITUMH3AIUA.

Yupas/ieHHe n3MeHeHUAMY KPUTUYHO: UcIoyb3yliTe Mozienb ADKAR, co3aBaiiTe KpUTUYECKYIO Maccy CTODOHHHKOB, IIOKa3bIBaiiTe quick

wins, IpuMeHsTe reiMI(UKAIHIO.
YeTKo pacnpee/aiiTe POJIN: CIIOHCOP IPOEKTa, project owner, agvMuaucrpatop CRM, cymeprorb30BaTesI, HHTErpaTop (ONIIHOHATIBHO).

HN3smepsiite pe3yabsrarbl: adoption metrics (DAU, completeness, activity logging), business metrics (koHBepcuHsi, IIUKIT C/I€JIKH, BHIPyYKa Ha

MeHepkepa), ROL.

MVP-noaxox paGoraer: He IbITaliTeCch BHEPUTH Bce cpady. Haunute ¢ 6a30BOH BOPOHKH, /106aBisfiTe (GYHKIUUA MOCTEIIEHHO IO Mepe

OCBO€HHUA.

B citeyromeM ypoke MbI IIepeiiieM K IPAaKTHKe HACTPOHKU BOPOHKH ITPO/IAK: KaK IPABUJIBHO OINIPEZIESIUTD 3TAIlbl, KPDUTEPUH TI€PEX07Ia, HACTPOUTH

aBTOMATHU3AIUIO ABI)KEHHUSI C/IEJIOK U co3aaTh 3¢ dekTuBHbIN sales pipeline.

I'nasa 4. Hacrpoiika BopoHKH npogak B CRM

Yro Takoe BOPOHEKA IMPOAAK U IMTOYECMYy OHA KpPUTHYHA

Boponka npozaxk (sales funnel, sales pipeline) — 310 Busyanuzaius myTv KJIHEHTa OT [EPBOIO KaCaHUsl /10 3aKPBITHS CHeJKH. Kax/plii aram

BOPOHKHU IIPEACTABJIAET OIIPEAECJICHHYIO CTaJUI0 BBaHMOILeﬁCTBHﬂ, U Ha KaXX/IOM 9Talle 4acCTh IOTEHIUAJIbHBIX KJIWNEHTOB OTCEUBAETCA — OTCHOJa

¢opma BOpoHKH.
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MaremaTHka BOPOHKHU MIPOJAK
Bba3oBasa moaesib:

100 aupoB (100%)

1 50% KouBepcus

50 xBamuchumpoBaHHbIX (50%)
4 40% xoHBepcusi

20 KOMMepYecKMx npejyoxeHnii (20%)
1 35% KoHBepcus

7 meperoBopoB (7%)
1 50% KoHBepcus

3-4 3akpbITble ClielKU (3-4%)
HroroBas KOHBepCHUsA: 3-4% OT IEPBUYHBIX JIHJIOB 10 IPOJAXKH.
ITouemy 3TO BaxKHO:

1. IIporHo3upoBaHMe: 3HAs KOHBEPCHIO HAa KaKJOM 3Talle, MOXKHO IIpeZiCKa3aThb BBIPyYKy. ECJIM B BODOHKe 100 JIMJIOB, M HUCTOpUYECKAs

KoHBepcus 3%, oxkuziaeM 3 mpogaxu. I1pu cperaem yeke 100,000P — IIPOTHO3 300,000P.

2. BpIABJ/IEHHE Y3KMX MECT: JIOIlyCTUM, KOHBEPCH IIEPBBIH 3Tall — BTOPOH 3Tal 50%, a BTOpPoi — Tpetuil 10% (HopMma 40%). IIpobiema Ha

BTOPOM 3Tane. Bo3MOKHO, IJI0X0 KBIU(UIUPYEM JIU/IOB, WX MEHe/XKephl He yMEIOT IIPe3eHTOBATb.

3. MacmrraGupoBaHue: 4TOObI y/IBOUTH INPOJIaXKU, HeoOs3aTeJIbHO YABAUBATH JIM/bL. MOXKHO YJIYYIINTh KOHBEPCHIO Ha KaJKJOM ITaIle.

Hamnpumep: 50% — 55%, 40% — 45%, 35% — 40%, 50% — 55%. VIToroBast KoHBepcus ¢ 3.5% — 5.5% (+57%).

Tunbl BOPOHOK IO OM3HEC-MOEJIH

Transactional Sales (Tpan3akimoHHbIe mpoaa:ku): - Koporkuii nuxi (uacel-zau) - [Ipocras BopoHKa (3-4 3tana) - [IpuMepsl: e-commerce,

B2C yeiyru, pozHuna - dransl: Hosblii sing — Ksanudukanua — Omiata — BeinosiHeHo

Consultative Sales (koHcy/IbTaTHBHBIE IpOAA:KkK): - CpenHuil MUK (Hemenu) - CpenHsisa cI0KHOCTH (5-6 atanos) - IIpumepsr: B2B yceiyru,

CJIOXKHBIE TTPOYKTHI - tansl: JIng — KBanmudukanus — Berpeua — IIpesenrarus — KIT — IleperoBops! — JloroBop — Ormiata

Enterprise Sales (kopriopaTuBHbIe mpoga;kun): - JUIMHHBINA 1uki (Mecsanbl-rozsl) - CoxkHas BOpoHKa (7-10 aranos) - [Ipumepsl: enterprise
T10, kpymHoe o6opynoBanue - Aransl: Jing — KBanudukanus — Discovery — Jlemo — Proof of Concept — IIpesenrarus creiikxonnepam — KII —

CorsiacoBanue GIOH)KeTa g IOpI/IZLI/I'-{eCKI/Ie coryiacoBanusi — Ilognucanue — BHereHI/Ie

IIpoexkTpoBaHUE BOPOHKH: OT OU3Hec-mpoIrecca k aranam CRM

IIIar 1: Onucanue Tekynero npoiecca (Customer Journey Map)
Hpe)lq:(e YeM co3/jaBaTb BOPOHKY B CRM, HY>XHO OIINCaTh, KaK KJIMEHT JABUXKETCA I10 BallleMy IIPOLECCY IIPoJgaX celyac.
Mertopg Customer Journey Mapping:
1. CoGepuTe JaHHBIE: IPOBEIUTE HHTEPBHIO € JIYIIINMU MeHe/KepaMu. IIoImpocuTe UX OMUCATh MOCIETHIE 5 3aKPBITHIX C/IE€JI0K IIIar 3a IIIaroM.

2. BeiABUTE MaTTEpPHBI: Haiiure obiiue syeMeHTH. Kakue TOUKH KacaHUs 00si3aTenbHbI? Kakue onnuoHalIbHBI? [71e KIHMEHTHI OOBIYHO

"3actpeBaor’?
3. Co3paiiTe KapTy: BU3YaIU3UDYITe IyTh KINEHTA.

IIpumep (B2B KOHCY/JIbTAIIMOHHBIE YCIYTH):

JlelicTBUE KIMEHTAa

OcraBu 3asBKy Ha caiite
Pacckazan o 3azave
Cormacuics: Ha BCTpedy
TMomyuwmn KIT Ha email
3azia1 BOIIPOCHI, TOPTyeTCs

T'oros TroAmnvucaTb

JleiicTBHEe MeHe Kepa

ITo3BoHMII B TeueHHe 1 yaca

3azian KBaTMUITUPYIOLTHe BOIPOCHL
IIpoBes BeTpedy, Ipe3eHTaIHA
Otmpasu KII, follow-up uepes 2 aust
OTBeTusI Ha BOIPOCHI, IEPETroOBOPHI

OTHPaBI/[]'[ ZI0TOBOP Ha IOAIHCH

PesyibsTar

TlepBUYHBIN KOHTAKT
TTornMaHue IoTpe6GHOCTH
3aMHTEepPecOBAaHHOCTh

KII Ha paccmoTpeHHH
CorlacoBaHue yCJIOBHH

IOpuanueckoe opopmienue
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KJiveHT OTBETHII, TOTOB O0ILIATHCST

Bromzxer >100K, JITIP Ha cBA3H, CPOYHOCTD €CTh
Knuent npocut KIT

KiueHT u3y4dns, ecTb BOIIPOCEI

JIOCTHUTIIN IOTOBOPEHHOCTH TIO LleHe

JloroBop nozanucax



JleiicTBHE KJIMEHTA JlelicTBHEe MeHe :Kepa PegysbTaT Kpurepuii nepexoja sajibiie

TlepeBes orutary BricTaBUII cueT OrmtaueHo JIeHbTH OCTYIIHIIH

13 artoit KapThl BUJHO 7 KJIFOUYEBBIX TOYEK, KOTOPbIE CTAHYT 3TallaMX BOPOHKU.

Hlar 2: OnpeneieHuE 3TANIOB BOPOHKN

Ha ocnose Customer Journey Map dopmupyem stans! BopoHku B CRM.

IIpUMHIUIBI IPOEKTUPOBAHUSA ITANIOB:
1. OGBEKTUBHOCTH: 3Tall I0JUKEH ObITh n3MepuMbiM. He "Kinent 3annTtepecoBan” (cy0beKTHBHO), a "Kinent 3anpocui KIT" (pakr).
2. ITocsiexoBaTEIbHOCTD: TAIIbI HIYT B JIOrnyeckoM nopsike. Henbast nepefitu k "J{oroBop” 6e3 "KIT".
3. IlostHOTA: BOPOHKA /I0JI?KHA TIOKPHIBATh BECh IIUKJI OT JIU/A JI0 JIeHer (MU OTKa3a).

4. praBJIHeM()CTI:! KOJINYECTBO 3TAIlOB 4-8 Memnbie 4 — CJIMIIKOM pr60, TepAeTCA AeTaTu3anusd. Bouibie 8 — citummkom HPOGHO, MeHeKEePbI

IIyTarTCsA.

IIpumep BopoHKH (B2B KOHCY/IbTAIMOHHBIE YCIYTH):

Ne | Oram Onucanue Kpurepuii Bxoaa TUNHYHBIE AEUCTBUA

1 Hossrit i IlepBu4HOe obOpaleHue 3asiBKa c caiiTa, 3BOHOK, email ITo3BOHUTH B TeueHuUe 1 yaca

2 Kpanudukamms BoisiBsieHHEe TOTPEGHOCTH KiineHT OTBETHII, TOTOB 001IATHCS 3agars BANT-Bompocs!, KBaTHPHIUPOBATDL
3 Berpeua HazHaueHa JIOTOBOPEHHOCTH O BCTpeUe KineHT cormacusics Ha BCTpedy IIpoBecTn BeTpedy, MPe3eHTAIHI0

4 KII orpaBieHo Kommepueckoe peiyioxKenne Kruent 3ampocut KIT Ornpasuts KII, follow-up uepes 2 aus

5 TleperoBopst O6cyx/eHne yeaI0BUl Kiment usyunn KIT, ects Borpocst OTBeThI Ha BOIPOCHI, TOPT

6 JloroBop OdopmiieHue clieKI JlocTUTHYTA IOTOBOPEHHOCTH OTIpaBUTk 0TOBOP, OTYIUTD HO/IHICH

7 Cuer BbICTaBIIEH O’KHaHue OILIaThI JIoroBOD IOAIIICaH BbICcTaBUTH CUET, KOHTPOJIb OTJIATHI

8 YenemHo 3aKpbITO JIeHbIHY 1oTyYeHbl OrmuaTa mocrymnusia IlepesaTh B IPOEKT/OCTABKY

TepMUHAJIBHBIE 3TAIBIL: - YCIHENIHO 3aKPbITO (Won) — /ieHbru nosydeHs! - OTkas (Lost) — KJIMEeHT 0TKa3aJICs WK UcUye3

IIar 3: Kpurepuu nepexoja Mekay dTanaMu
JIJIs KaXK/10T0 IIepexo/ia I0/KHBI OBITh YeTKUE KPUTEPUU. DTO NPeOTBPAINAEeT CyOBEKTUBHOCTD U "HAKAYKYy" BOPOHKHU.

IIpumeps! II0XHX (CyOBEKTHBHBIX) KpUTepueB: - "KineHT 3annTepecoBal” — KTO onpeziessieT? - "Bbicokas BepOATHOCTh MOKYNKH' — Ha

OocHOBaHMH 4ero? - "['0TOB K ImeperoBopaMm” — 4TO 3TO 3HAUUT?

IIpumepsl xopomux (00BEKTHBHBIX) KpuUTepueB: - "KiueHT OTBeTWs Ha 3BOHOK U HasBau Owomker” - "Kiamenr npucian 6pud c

TpeboBanuAMU" - "KIIMeHT coracuiics Ha BeTpedy, HazHadeHa jarta” - "OtnpassieHo KII, KJIHeHT HoATBepANII oTydeHue"

BANT-kBasmupurkamua (aa srana "Ksammdukanusa"): - Budget (Groazker): ects v y KineHTa JeHbrH? CKOJIBKO TOTOB HOTPATUTH? -
Authority (mosHOMOUMSA): 3TOT YeJIOBeK IPHHUMAET pellleHHe WIM HyXXHO roBoputs ¢ JIIIP? - Need (IIoTpeGHOCTB): eCTh U peasbHast

6usHec-pobeMa, KOTopyio pemaer Baui npoaykT? - Timeline (cpokm): Korja KIMeHT X04eT peruTh 3aa4y? CpOuHOCTD?

Eciu xoTs1 6b1 3 U3 4 KPUTEPUEB HE BBIIIOJIHEHbI — JIU/T HeKBaJ'II/ICI)I/II_[I/IpOBaHHLIi/Jl, HE IBUTaeM JlaJIbIlIe.

IIar 4: BepoATHOCTD 3aKPbITUA 110 3TaNIaM
Kaxomy aTarty nprcBanBaeTcsi BEPOATHOCTH 3aKPBITHs cesiKu (win probability). 1o Hy»KHO /111 IPOrHO3UPOBAHMS.

TUnuYHbIE 3HAYEHU:

Aran BeposaTHOCTH
HoBsbii up, 5-10%
Ksanudukarus 15-20%
Berpeua HazHaveHa 30%

KII ornpaByieHO 40%
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dran BepoaTHocTh

IleperoBopsr 60%
JloroBop 80%
Cuer BbICTaBJIEH 90%
YenemHo 3aKpbITO 100%
Orkas 0%

Weighted Forecast (B3BelI€eHHbII IPOTHO3):

Eciu B BopoHKe: - 10 ¢ziesiok Ha arane "KII ornpasieno” mo 100K kaxzjas (BepositTHOCTh 40%) — weighted value = 10 x 100K x 0.4 = 400K - 5
cnesiok Ha srane "Tleperosopsl” 1o 150K (BepositHocTh 60%) — weighted value = 5 x 150K x 0.6 = 450K - 2 ¢iesiku Ha stane "JloroBop" mo 200K
(BepositHOCTh 80%) — weighted value = 2 x 200K x 0.8 = 320K

Urorossiit nporuos: 400K + 450K + 320K = 1,170K

10 GoJiee TOYHBIN IPOTHO3, YEM IIPOCTO CyMMa BCEX C/IeJIOK B BOPOHKe (koTopasi Gbuia 6bl 2,300K).

I[IpakTHyeckass HacTpoiika BOpoHKH B CRM

ITpumep 1: amoCRM
Co3apaHue BOPOHKH:

1. [Tepeiitu B HacTpoiiku — BOPOHKHU U CTATyChI
2. Haxxats "+ /l0GaBUTH BOPOHKY"

" "
3. Ykasarp HasBaHUe (HanpuMep, "OCHOBHBIE TPOJAKHU")

4. J106aBUTD STAIIBL:

Hoseiit iy - Ksamacukauuss » Berpeua - KIT - IleperoBopsr - [orosop - Cuer - ¥Ycreumo

Orka3

1. JIJs KasK/[0T0 9Tana HACTPOUTD:

2. HazBaHue

3. IIBer (1151 BU3yaIbHOTO PA3JIMYHS)

4. TpeGoBaTh 3anoTHeHHe MoJei (HanprMep, Ha starne "Kpamudukarus'" TpeboBaTh 3aroaHUTh mnoJie "Broker'")

5. ABromMaruueckue aeiicrBusA (HanpumMep, npu nepexoze Ha "KII" ornpasuts 3a1a4y "Ilepe3BoHUTD uepes 2 qHs")
Digital Pipeline (aBromaTusanus):
B amoCRM ecTb BU3yaJIbHBIN KOHCTPYKTOP aBTOMAaTH3aIuu. [IprMep cueHapusi:

Tpurrep: Cpenka nepemta xa aran "KII ornpasieno"
13
Heitcteue 1: OtnpaButh email kimeHty ¢ ma6noHom "Cnacmbo 3a umHTepec, BO Bioxkenun KIT"
1
Jerictue 2: IlocTaBuTh 3amady MeHemKepy "Follow-up: mepe3BOHMTL" uepe3d 2 [HA
13
Ycnoue: Ecimm yepes 5 jHeil cjieika He Tepella Ha CIEyHOUuil aTamn
13

Heitctue 3: Ornpauth SMS kiueHty "JloOpelii jeHb! M3yuunu Haule npejioxkenue? "

ITpumep 2: burpukc24
Co31aHue BOPOHKHU:

1. ITepeiitu B CRM — Hacrpoiiku — HanpaBiaeHus U cTagun
2. Boi6pats "Caenxu"

3. Co3zaTb HOBOe HaIpaByieHHe (BOPOHKY)
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4. Hactpouts stansl aHasoruaHo amoCRM
PoGOTHI 1 GU3HEC-TIPOLIECCHI:
Butpukc24 umeet 6oj1ee CJI0KHYI0, HO THOKYIO CHCTeMy aBTOMAaTHU3aI[IH.

PoG6OTHI — poCThle aBTOMaTUYeCcKue AeicTBus: - IIpu nepexoze Ha sran "KII" — po6or "Otnpasuts email” - IIpu nepexozge Ha atan "Jorosop" —

po6or "Cosiare OKyMeHT U3 mabiona”
Bu3Hec-mpoecchl — CI0KHBIE CIIEHAPUH C YCITOBUSMU:

Crapr: Cpenka nepeuwia Ha sran "Ileperoopbr”
13
Ycnosue: Cymma cpenkn > 500, 000P
L JJA
3agaua pykoBoauTemo: " YTBEpAUTH CKHUAKY "
13
OKujiaHue  yTBepIKACHHS
1 YTBepxjeHo
Ilepexon na sran "Jloroeop"
L HET

YBenomnenne Menemkepy: "Ckuika He yTBepXK[eHa, MEPECMOTPETh YCIIOBHS "

IIpumep 3: HubSpot
Cosnanmne pipeline:

1. Iepeiitu B Settings — Objects — Deals — Pipelines
2. Haxatp "Create pipeline"
3. Hactpours stages (aTambr)
Workflow automation:
HubSpot uMeeT MOIHBIH BU3yaabHbIN penaktop workflow.
IIpumep:
Enrollment trigger: Deal stage changed to "Proposal sent"
.
Delay: 2 days
1
Branch: If deal stage still "Proposal sent"
L YES
Send email to deal owner: "Follow up with [Contact name] about proposal"
.

! NO (deal moved)

Do nothing (deal progressed)
Lead scoring:
HubSpot 103BosisieT HaCTPOUTH ABTOMATHUECKHI CKOPUHT:

Lead Score = 0
+ Opened email: +5
+ Clicked link: +10

+ Visited pricing page: +20

ER

Downloaded whitepaper: +15

a5

Job title contains "Director": +25

an

Company size >100: +20

If Lead Score >= 50 - mark as "Sales Qualified Lead"

MHo:kxecTBEHHbIE BOPOHKHM: KOrJa 1 KaK UCII0/JI1b30BaTh
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Koraa Hy:XHBI HECKOJIBKO BODOHOK
1. Pa3Hble IIPOAYKTHI C PA3HBIMHU IIUKJIAMHU IIPOJAK

IIpumep: IT-kommnanus npopaer: - IIpoagykT A: rotoBoe I1O (uuki 2-4 Hezenu, 5 3tanoB) - IIpoaykr B: xacromHas paspaborka (LUK 2-6

MecCsIIEB, 8 ATATIOB)
Ecsu cnosib30BaTh O/IHY BOPOHKY, 3TAIIBI JIN0O0 CIUIIKOM IPyOble /11 TPO/IyKTa A, 160 N30bITOUHBIE Ui IPOJyKTa B. PelleHne: 1Be BODOHKH.
2. Pa3Hble KAHAJIBI IPUBJIEYEHUA

IIpumep: HEABMIKUMOCTD: - BopoHKa "Bxoaaniue JuabI': KJIHEHT Hallesl caM (KOPOTKHI IIUKJI, BbICOKas KOHBepcus) - BopoHnka "XosiogHbre

3BOHKH'"': MeHe/Kep 003BaHuBaeT 6asy (JUIMHHBIN IIUKIT, HU3Kas KOHBEPCHUsI)
3. PazHble Moaesu mpoaax

ITpumep: B2B-cepsuc: - Boponka "Self-service": xinmeHT cam perucTpupyercs, IOKyIaeT OHJIAiH (aBToMarHsupoBaHHasi1) - BopoHka

"Enterprise": KopropaTuBHble KIHEHTHI, IEPCOHATBHBIN MeHepKep (pydHas)

Kak IIPAaBUJIBHO OPraHu30BaThb MHOKE€CTBCHHbIC BOPDOHKHU

IIpunmun 1: He muroguth n3GbITOYHO

Bosbie 3-5 BOPOHOK — 3TO mepe6op. MeHe Kephl MyTaloTCs, AaHATUTHKA YCI0MKHIETCS.

IIpunnun 2: O6uye TepMUHAIBHBIE 3TAIbI

Bce BOPOHKH JIOJKHBI 3aKaHYMBATHCS OIMHAKOBO: "YerenHo 3akphiTo” 1 "OTKa3". ITO M03BOJISIET KOHCOIUAUPOBAT OTYETHOCTb.
IIpuHun 3: ABTOMaTU4Y€eCKOE OIpe/ie/IeHUue BOPOHKH

Hacrpoiite npaBuia: ey Wz, IPUIIeN ¢ KaHaia X, aBTOMaTUYeCKH CO3/IaBaTh C/IEJIKY B BOPOHKe Y.

IIpumep (amoCRM):

Ecmt nwmp.ucrounnk = "Cair" W nwmg.npopykt = "T'orosoe I10"

- co3jaTh cuenaky B Boponke "Ilpomykr A"

Ecmm nmp.ucrounnk = " XoJojiHbIe 3BOHKM"

- Co3[aTh cjlelKy B BopoHke "Hcxopsime npopaxu"

MeTpuKH M aHAJIUTHKA BOPOHKH IIPOAAMK

KiaroueBbie METpUKUu

1. Conversion Rate (koHBepcHs 11O 3Taniam)

®opmyna: (KommuecTBo cjiesiok, mnepeliefmmx Ha cruegyioumii stan) / (KommuecTBo cienok Ha Tekyiiem arame) X 100%

TIpumep: - dtan "KBasmdukanus": 100 czresnok - [Tepenun Ha "Berpeua”: 40 cienok - Kousepeust: 40/100 = 40%
OrcieskuBaiiTe KOHBEPCUIO JIJIsI KQXK/IOU Maphl ATall0B. AHOMaJIbHO HU3Kas KOHBEPCUsl — MPH3HAK IPOOJIEMBI.

2. Time in Stage (Bpemsa Ha 3Tamne)

CpezHee BpeMs1, KOTOPOE CAEIKA IIPOBO/IUT HA KAXKIOM JTalle.

TIpumep: - "KII oTipaBiieH0": B cpeiHEM 3-5 AHeH — HOpMa - KOHKpeTHast ¢ziesika Ha 9TOM JTarle 15 AHed — KpacHbIi duiar, Hy»HO cpouHo follow-
up

B CRM HacTpoiiTe aBTOMaTHYECKIE YBEJOMJIEHHUS: €CIIU C/leJIKa Ha drate josblie N faHeit — alert MeHeKepy U PyKOBOUTEIIO.
3. Velocity (ckopocTs JBH:KEHHS 110 BOPOHKE)

Cpe/iHsisl IUTUTEIBHOCTD IUKJIA C/IEJIKK OT IIEPBOTO 3Talla /10 3aKPBITHS.

(DOpMyJ'Ia: S (AHA OT CO3[AHMS [0 3aKpbITUsi) / KOJMYECTBO 3aKPBITBIX CHETIOK

Iesn: cokpamenyie velocity. Beictpee 3akpbiBaeM — GOJIBIIIE C/IEJIOK 3a TIEPHO,.

4. Win Rate (IpoueHT BHIMTPAHHBIX CAEIO0K)

dopmyna: (Ycnewno 3akpbithle cpeakn) / (Yenewno 3akpbitble + Otkassl) x 100%
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IIpumep: 3a MecsI| 20 C/IEJIOK YCIIEIIHO, 30 0TKa30B — Win Rate = 20/50 = 40%.

OteeskuBaiTe 1Mo MeHe/KepaM, 110 UCTOYHHUKAM, 0 IIPO/IyKTaM. BhIsBIIsAliTE, UTO paboTaer JIydiie.

5. Average Deal Size (cpexumuii uek)

ITpocras, HO BaxxHaA MeTpuka. OTc/IeKUBaliTe B AMHAMUKE: PAcTeT JIU cpeJHUH yek? 1o KaKuM IIpo/yKTaM Bhllie?
6. Sales Cycle Length (JutnHa nukIa caeaxkmn)

OT mepBOro KacaHus JI0 JIeHer — CKOJIbKO JHei? Benchmark saBucur or mujgycrpum: - E-commerce: yachl-nHu - B2B yeayru: 2-6 Henmenb -

Enterprise I10: 3-12 mMecsnes

HeJI]): COKpallleHre NuKjIa 6e3 IIoTepu Kavecrsa.

JamGopasb! AJIA pa3HbIX POJIeH
JIJIA MeHeKepa MPoJaxK:
o JIMyHAasA BOPOHKA: MOH C/EJIKH 10 9TallaM
e 3ajzauyM Ha CEroJHsA: UTO HyKHO CZleJIaTh IPAMO ceifuac
« IIpocpouyeHHBI€ 3aJa9Yh: ITO [IPOILYCTHI
o Moii peTHHI: MECTO B KOMaH/I€ [10 KOJIHUECTBY/CyMME CIeJI0K
« Forecast: Iporso3 MOHX 3aKpBITHI Ha MeCHAI]
JlyiA pyKOBOAUTEIA IIPOJANK:
« OO0uIada BOPOHKA: BCe CJeJIKU KOMaH/IbI 110 3Taram
« KoHBepcusa 1o sramam: r7ie y3Kie MecTa
« IIpOoM3BOAMTEIBHOCTh MEHEMAKEPOB: KTO JIUJEP, KTO OTCTAeT
+ Win Rate o ucrouHnkam: kakue kaHasisl 3pdexrrBHee
« Weighted forecast: nporsos BbIpy4KH Ha MecsIl/KBapTasl

« Velocity trends: nuHaMuKa CKOPOCTH 3aKPBITUSA CIEI0K
sz CEO/coGerBeHHUKA:

« Revenue akTyaJIbHBIH ¥ IPOTHO3: IEHbIH CETO/IHA VS. IIJIAH
« KoJsmmuecTBO cAeI0K B BOPOHKE: JIOCTATOYHO JIM aHIUTaiiHa
o TpeHAbI: pacTeM W I1aJJaeM I10 KJII0YeBbIM MEeTPHKaAM

« ROI no kaHa/IaM IPUBJIEYEHUA: Kya UHBECTUPOBATh PEKIAMHBIH OI0/KeT

TunuyHble OIMNOKY IIPU IPOEKTUPOBAHUYN BOPOHKU

Omuoka 1: CAMIIKOM MHOIO 3TaIl0B
HpOGJIeMa: BOPOHKA U3 12 3TaIroB. MeHeﬂ)KepLI IIyTarTCA, HE IOHUMAIOT, Ha KaKOﬂ 9Tall CTaBUTb CACJIKY.

Pemenne: MakcumyMm 6-8 sranoB. Ecin HyKHA JleTaIu3alys, UCIOIb3YHTe IO/I9TAIbI MJIU CTAaTYChl BHYTPH 9Talla, HO He YCIOKHANWTE OCHOBHYIO

BOPOHKY.

Ommuo6ka 2: Cy0beKTUBHbBIE KPUTEPUH

"o

IIpo6aema: stan "Kinent 3aunrtepecoBa”, "BbIcokas BepoATHOCTb HOKyNKu'". KaxapIil MeHekep IOHIMAET [0-CBOEMY.

"on

Pemenue: o0beKTUBHBIE, H3MepuMble kpuTepu. "Kinent 3anpocun KII", "loroBop noamnucan".

OmuGka 3: BopoHka He oTpazkaeT peaJbHOCTh
IIpoGaema: BOPOHKA CIIPOEKTHPOBAHA TEOPETHYECKH, 6€3 yU4eTa TOro, Kak PeabHO IIPOUCXO/AT IPO/AKH.

PeireHue: crpoekTupyiite BOpOHKY Ha ocHoBe Customer Journey Map peasbHBIX KJIHEHTOB, @ He aOCTPAKTHOM TEOPHH.

Omuoka 4: IrHopupoBaHUe IPUYHUH OTKa30B

IIpo6GJiema: Bce OTKA3bl CBAJIMBAIOTCS B OJJMH TEPMHUHAIBHBIN dTan "OTkaz" 6e3 AeTaan3amnii MPHUIuH.

34



Pemenue: cospaiire nosie "[Ipuunna oTkasza" ¢ BapuantaMu: - Jloporo - Bei6panu koHkypenTa - HeT G1omkera - He mozomio pemenue - [Tponas/

He oTBeuaer - /Ipyroe

AHaynu3upyiiTe IPUYUHBI, paboTaiiTe HaJ| UX yCTPAHEHUEM.

Omu6ka 5: OTcyrcTBHe aBTOMAaTU3AIHH
IIpoG.rema: BOPOHKA CO3/[aHa, HO HET aBTOMATHU3aluU. MeHe/sKephbl BpYYHYIO CTaBAT 3a/1aui, 3a6b1BatoT follow-up.

Penrenue: aBTOMaTHBprﬁTe MUHUMYM: - HOCTaHOBKy 3a/1av Ipu rnepexoze Ha srai - HaHOMI/IHaHHS{, €CJIM C/IeJIKa I0JITO Ha dTalle - YBeIOMJIeHUs

rinenty (email, SMS)

Ommuo6ka 6: Her peryJiipHOro aHajinsa
IIpoGJiema: BOPOHKY HACTPOIIIH U 3a0bLTH. Uepes roj) CMOTPST — KOHBEPCHS yIlaia, He 3HAIOT [T0YEMY.

PenreHue: exxeHe/|e/IbHBIN aHAJIN3 METPUK, eXKeMeCsIHas PeTpocieKkTuBa. UTo ndaMeHuI0ch? I'e mpocezaemM? YTo ONTHMUBUPOBATDH?

Yexk-auct HaCTpOi/JIKI/I BOPOHKH IIPpOAAK

Jran npoexktupoBaHusd: - [ | IIpoBe/ieHbI HHTEPBHIO C MEHE/XKEPAMH 0 TeKyIeM Iporecce npoaax - [ ] Cosmana Customer Journey Map - [ ]
Orpe/iesieHbl KIroueBble 3tanbl (4-8 mtyk) - [ ] JIj1st Kax/[0ro aramna ornpeziesieHbl 00beKTUBHbIE KpUTEpUH iepexo/ia - [ ] HazHaueHa BepOSTHOCTH

3aKPBITUA I KaXKJ0Tr'0 JTamna - [ ] Or[pez[eneHm T€pMHUHAJIbHbIE 3TAIIbl (ycHeHJHO/OTKaS) U IPUYUHBI OTKAa30B

dran HacTpoiiku B CRM: - [ ] Cosnana BopoHKa ¢ stanami - [ ] HacTpoeHs! o6s13aTesIbHbIe OJIA /1A KJII0UeBBIX 9TamnoB - [ | Hactpoena 6asoBas
aBTOMaTu3anysa (MHHUMYM: aBTOMaTH4YecKue 3a1aun) - [ ] HacTpoeHs! yBeoMIeHHs IIPU [JOJITOM HAaXOXK/eHUH Ha aTare - [ ] Co3maHbl Aam6opas!

JULSL MEHeJIP)KePOB U PYKOBOJIUTEJIS

Aran recrupoBaHus: - [ ] [[iioTHas rpymia nmposesa 10-20 CZeJIoK 4epe3 BOPOHKY - [ ] Cobpana o6parHasi CBs3b: MOHSATHO Jin? Y100HO Ju? - [ ]

BHeceHbI KOPPEKTHPOBKY Ha OCHOBe dundexa

Aran 3amycka: - [ | Best komanga obyueHa paboTe ¢ BOpOHKOM - [ ] Bce HOBbIE cZiesIKU CO3/1al0TCs B BOPOHKe - [ ] HacTpoeH erkeHe/leIbHbII OTYeT

TI0 KJIFOYE€BBIM METPUKaM - [ ] HazHauyeH OTBETCTBEHHBIH 3a aHAIU3 1 ONITUMHU3AUIO BODOHKU

IIpoaBuHyThIe TeEXHUKU: A/B TecTupoBaHre BOPOHOK

Korza 6a30Bast BOpOHKA HACTPOEHA ¥ pabOTAET, MOKHO HKCIIEPHMEHTHPOBATb.

Wpes: co3ath iBe BEPCHHY IIPOLIECCa U CPABHUTD PE3YJIBTATEL.

IIpumep sKCEepHMEeHTA:

Tunoresa: eciu ornpasssats KII He cpasy, a uepes JieHb [10CIIe BCTPeUH, KOHBepcHsi Oyzier Bbiile (kiueHT "co3peer”).

I'pynmna A (koHTpOJIB): 50% nuznos, KII ormpasisercs B fenb Berpeun I'pymma B (Tecr): 50% ymznos, KII oTipasiifeTcs depes 24 daca 1ociie

BCTpeYHn
Pacnpesiesienue ciydaiiHoe (4epe3 aBTOMATU3ALHIO).
MeTtpukmu: - Kousepcus "Berpeua” — "KII ornipaBiieno” - Kousepcus "KII ornpaBieno” — "YeremHo 3akpbITo” - CpeiHUI IUKIT CAETKU

UYepes 100 caenok (0 50 B KaX/IOH IpyIIE) aHAIM3UPYeM pesyibraTbl. Ecin rpynma B mokasasa CTaTHCTHYECKHM 3HAUMMOE YJIydlleHune —

BHEAPsAEM IJIA BCEX.

JIpyrue uaeu sl 9KCIepUMeHTOB: - Pazubie Tembl email-followup - Pazubie unrepsassl mexy followup (2 aus vs. 5 aHei) - PasHubie popmars

KII (PDF vs. uatrepakTHBHAsA BeO-CTPAHUIA) - 3BOHOK VS. BUIE03BOHOK /ISl IEPBUYHON KBATH(UKAIIII

BbiBOABI ypOKa

1. BopoHka npogaxk — 310 cepane CRM. IIpaBUIbHO CIIPOEKTUPOBAHHAA BOPOHKA €T IPO3PAYHOCTh, IPOTHO3UPYEMOCTb U BO3MOXKHOCTh

MacmTabupOBaHUS IPOJAK.

2. IIpoexkTupoBanue HaunHaercAa ¢ Customer Journey Map. OnucbiBaeM peasibHBIH IIyTh KJIHEHTa, HA OCHOBE Hero (hOpMHUpPYeM STaIlbl

BOPOHKH.
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3. ONTHMaIbHOE KOJTMIECTBO 3TANOB: 4-8. MeHbllle — TepseTcs AeTaau3anus, 60Iblle — MeHeKePhI Iy TaloTCA.

4. Kpurepuu mepexoga X0/LKHbI ObITh 00beKTUBHBIMHU. He "kiinenT 3auHTepecoBa’, a "kiaunenT 3arnpocut KIT" (uamepumblii akr).
5. Kazkmomy sTanmy HasHavaeTca BepOATHOCTDb 3aKpbITHA /1A weighted forecasting. 9To jaeT TOYHBIN IPOTHO3 BHIPYUKH.

6. ABTOMaTH3anusa — o0A3aresbHa. MUHUMYM: aBTOMaTHYECKHE 3aa4l, HATOMUHAHNU, YBEAOMIEHHS KIMEHTaM.

7. MeTpMKH BOPOHKH: KOHBePCHI 110 dTamaM, time in stage, velocity, win rate, cpeanuii uek. OTcIe:KHBalTe €KEHEIEIBHO.

8. MHO2KeCTBEHHbIE BOPOHKH HYKHBI, €CJIU y BaC pa3Hbl€ IIPOAYKTHI C Pa3HbIMU INUKJIAMHU WU Pa3HbI€ MOJEJIN IIPOJaXK. Ho ne miogure

U30bITOUHO.

9. {amGopAbI JIA PA3HBIX POJIEI: MeHePKep BUAUT CBOIO BOPOHKY U 33/1a4M, PyKOBOAUTEIb — KOMaHZAY U KoHBepcHio, CEO — BBIpyUKy U

IIPOTHO3.
10. BopoHKa — KMBOI OPraHU3M. Pery/IIpHO aHAIN3HUPYHTe, ONTHUMHU3HUPYHTE, DKCIIepUMeHTHpYHTe (A/B TecTsI).

B cienyromem ypoke Mpl pa3bepeM HACTPOWKY KapTOUeK KOHTAKTOB W KOMIIAHWMN: KaKHe IIOJIA HYXKHBI, KaK CTPYKTYDUPOBATh JAHHBIE, KaK

HCIIOJIb30BaTh KACTOMHBIE II0JIA U TETHU JIA CErMEHTallun KJIHEHTCKOM 6a3bl.

I'naBa 5. KapTOYKH KOHTAKTOB Y1 KOMITAHUH

Apxurtekrypa JaHHbIX B CRM: KOHTaKThI, KOMIIAHUH, CAEJIKHA

B CRM faHHbIe OPraHU30BaHbI B BU/JIE CBA3AHHBIX 00beKTOB (entities). IToHMMaHue apXUTEKTYPhI JAHHBIX KPUTHYHO /U1 PABHJIBHON HACTPOUKH

CUCTEMBI.

ba3oBas Moe b JaHHbBIX
Konrakr (Contact/Lead): - ®usuueckoe suro - Vv, tesiedoH, email, 10/oxHOCTD - OZJUH YeI0BEK = O/IMH KOHTAKT

Kommnanua (Company/Account): - IOpuanueckoe suno win opraHusanus - Haspauwe, aapec, UHH, caiit - OxHa opraHusanusi = OfHa

KOMIIaHUA

Cneaka (Deal/Opportunity): - [ToreHuaapHas WIK aKTUBHAs mpojaka - CBsA3aHa ¢ KOHTAKTOM W/WIN KOMITaHuen - Vmeer cymmy, artail

BOPOHKH, OTBETCTBEHHOTO MEHe/[KEPa
CBazu:

Komnannss (1) «- (N) KoHTakTb
L)
13

(N) Cpenku «- (1) Konrakr

IIpumep: - Kommauua: OO0 "Anbda Texuonorun" - Kourakrer: Vsanos Ilerp (CEO), CumopoBa AuHa (3akynuuk), Kozmos Urops (IT-

nupekTop) - Caesnxu: - Crenka #1: [locraska I1O (kouTakt: CiopoBa AuHa) - Crenka #2: Koncyspramnus (kontakt: Kosios Urops)

Bcee cenku npuBsizaHbl K Komrnanun "Asbda TexHosmoruu", Ho y Kask/[0i CBOH KOHTAKTHOE JIUI[O.

B2C vs B2B: pa3zusie moaean

B2C (0usHec a1 morpeduresieii): - Poxyc Ha KOHTakTax - KoMmanus yacto He Hy)kHa (businna nokynawoT s cebs) - Crenka = KoHTakT +

Tosap/Ycmyra - [IpuMepbl: HHTEPHET-Mara3uH, CTOMaTOJIOTUsA, GUTHeC-KIy0

B2B (6u3Hec Ay 6udHeca): - Pokyc Ha KOMIIAHUAX - KOHTAKThI — 3TO MPEZCTaBUTENN KOMIIAHUU - OJUH KJIMeHT (KOMIIaHHS) = MHOXKECTBO
KOHTaKTOB + MHOXKECTBO C/eJIOK - PellleHre NpUHUMaeT He OZMH 4esioBeK, a komanja (decision-making unit) - IIpumepsl: KOPIOpaTHBHbBIE

npozaxu, B2B-yciyry, onrosas TOprosiis

FI/IGPP[ZIHM MOJaeJb: - PaGoraere u ¢ B2C, u ¢ B2B - KoHTaKkT MOKeT OBITh KaK CAMOCTOSITEJIbHBIM KJIMEHTOM, TaK U IIpeJCTaBUTEJIEeM KOMIIaHUU -

HpHMep: o6pa3013aTem>H1>1e KYPpChI ((I)I/IBJ'II/II_[a IUIATAT CaMH WJINW KOMIIaHHUA OIJIa4YXBaeT 06y"—leHI/Ie COpr[[HI/IKOB)

IIpoeKTUpPOBAHUE MOJIEH: YTO XPAHUTH B KAPTOUKAX
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Crangaprasbie moJs (mo ymosraanuo B CRM)

Kownrakr: - Ums, damunus, otuectBo - Tenedon (Moxer ObITh HeckosbK0) - Email (MoskeT 6bITh HECKOIBKO) - JIOJKHOCTD - Jlata pOXKIeHUs -

Hcrounuk (OTKy}Z[a npmuen) - OTBETCTBEHHBIH MEHEe/KeD - IIaTa CO3/1aHUsA, UBMEHEHUA - Teru

Kommnanmus: - Hassanue - THH, KIIIT (ans P®) - IOpuauueckuii agpec - Gaxrudeckuil aapec - Caiir - Tesnedon (06muii) - Otrpacis - KosndectBo

COTPY/IHUKOB - ['0/10B0M 060pOT - OTBETCTBEHHBIN MeHe ke - [lara cozgaunusi - Teru

KacroMmHbIe nIOJIA: KOTrJa U Kak ].'lOﬁaBJIilTb

IIpunnun MuHUMaau3dMma: He cosmaBaiiTe 1osie, ecau He OyzeTe €ro HCIOIb30BaTh. Kakaoe Iojie — 3TO JIOTMOJIHUTEIbHAs paboTa aJist

MeHe/pKepa. IIycThIe oI co3/1alo0T IIyM U cHIKaroT adoption.

Bomnpocsl nepex xo6aBjieHneM moJist: 1. By/iemM Jiu Mbl PeryJisipHO 3amoyHATh 3T0 mose? (>80% 3amuceil) 2. Byzem jn HCIIOIb30BaTh JIst

cerMeHTanuy, GUIBTPALUHI UM OTUYETOB? 3. BiIusAeT jin 9To Ha IIpoIece Mpo/iaK WK 00CITyKUBaHUA?

Ecsu xoTs GBI Ha 1B BOTIpOCca OTBET "HET' — I0JIE He HYKHO.

THIIbI KACTOMHBIX IT0JIEH

1. TexcroBbie moJua (Text) - Koporkuii Tekcr (m0 255 cuUMBOIOB) - JIIMHHBIA Tekcr (textarea, /10 HECKOJIBKUX THICSY CHMBOJIOB) -

Vcnonb30BaHue: KOMMEHTapUH, IPUMeYaHUs, OIMCAHUS

ITpumep: nose "OcobGble TpeGOBaHMA KIueHTa"

2. Yucaossie moaa (Number) - Ilesbie uncia - Jlecarnansie (¢ TOYHOCTHIO 10 N 3HaKOB) - Mcrob30BaHNe: KOJTMIECTBO, CKOPUHT, PEHTHHTH
IIpumep: nosie "Kosuuectso corpyauukos”, "Lead Score"”

3. Cnucku (Dropdown/Select) - Boi6op ogHOr0 3HaueHMsI U3 CIUCKA - VICIIOIb30BaHNe: CTAaHAAPTUBUPOBAHHbIE KATETOPUH

IIpumep: - IToste "Orpacip": IT, ®unancel, Pureiin, [Ipoussozactso, Yeayru - Ilose "Pasmep komnanuu": Mukpo (<10), Manas (10-50), CpenHss

(50-250), KpynHas (250+)

4. MHoxkecTBeHHBIH BbIGOP (Multi-select) - Bri6op HeCKOIBKIX 3HAUEHUN U3 CIIUCKA - VICIOIb30BaHue: KOT/Ia 00BeKT MOXKET IPHHAJIEKATh
K HECKOJIBKIM KaTerOPHAM

IIpumep: noste "M HTEpeCyOLIre IPOAYKTH" (KINEHT MOKET HHTEPECOBATHCS HECKOIBKIMHU)

5. dara/Bpemsa (Date/Datetime) - [Jara (6e3 Bpemenn) - [lata u Bpemsi - Mcrosib3oBanue: coObITHA, e/iaiiibl, lifecycle-ararbt

TIpumep: moste "Jlara ciaeayroiero kacanus', "Jlata OKOHYaHUs KOHTpAKTa"

6. YexGokc (Boolean) - [lTa/Her - Vcnosib30BaHue: OMHAPHbIE TIPU3HAKHA

ITpumep: noste "Coracue Ha paccsliky”, "VIP-xinent”, "[TapTHep"

7. CBassb ¢ aApyrum oobexToM (Lookup/Reference) - Ccblika Ha 3aIKCh B IPYToi TabHIe - FcIoIb30BaHKe: CBA3H MEXIY 00beKTaMHI
IIpumep: nose "Pogurenbekas komnanus" (CBsA3b KOMIIAHUH C IPYTOM KOMITaHUEH)

8. ®opmyasHusblie noJaa (Formula) - Beruncsisiemoe Ha OCHOBE APYTUX MOJIeH - VICIo/Ib30BaHye: aBTOMAaTHYECKUE PACUETHI

IIpumep: noste "JIHel 10 ucredeHus: KoHTpakTa" = (JlaTa OKOHYAHMA KOHTpaKTa - Tekymas 1ara)

9. @airel (File/Attachment) - IIpukperieHHbIE IOKYMEHTBI - VICIIOIb30BaHIe: IOTOBOPHI, IIPE3EHTAI[UH, CKAHbL

IIpumMepsI OTpacjaeBbIX IOJIEH

Heasm:xknmocts (KoHTakT-mokynaresb): - Tun HelBWKUMOCTH (KBapTHpa, J0M, KOMMepuecKkas) - Biojker (oT-10) - YKesmaemblit paitoH -

KosmyectBo KOMHAT - CpO‘IHOCTb IIOKYIIKH - Croco6 oruaThl (HHOTeKa, HZ:U'IPI‘IHI)IE)

B2B SaaS (KomnaHusa-kameHT): - KosmuecTBo yinneHsuit - Jlata Havasna moamnucku - Jlata okoHuaHus mojnucku - Tapud (Starter, Pro,

Enterprise) - MRR (Monthly Recurring Revenue) - Health Score (ot 0 710 100) - Puck orroka (Low, Medium, High)

Meaununckasa kanHUKa (KoHTrakT-mamueHr): - Jlata mocsiezHero Bu3uTa - Jlewamuii Bpad - AJjiepruul - XpoHHUYeckre 3abosieBaHUs -

CrpaxoBas kommnanus - Homep mosuca

OGpasoBareapubiii HeHTp (KouTakr-cryaeHr): - MHrepecyomuil kype - ®opmar obyyenus (onuaitH, oduiaiin, rubpun) - I'paduk (yrpo,

Beuep, BHIXOAHBIE) - TeKyIuil ypoBeHb 3HaHHUH - FIcTOUHUK HHGOPMAIUU 0 Kypce
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OO0oraieHue JaHHBIX: OTKY/Ia OpaTh HHGOPMAIHIO

Pyunoii BBog (Manual Entry)

Korpga ucnosis30oBarh: - YHUKAIbHAA I/IHCI)OpMaHI/IH, KOTOPYIO 3HAET TOJIBKO MEHEIXKep - KauecTBenHbIe TaHHBIE (BHe‘{aTJIeHI/I}I OT pas3roBsopa,

0COOEHHOCTH KJIMEHTA)
IIpo6Jiemsbr: - TpeGyer BpemeHH - Puck omubok (ormeyaTku, HeBepHbIN popmat) - 3aBUCHUT OT AMCIUILIUHBI MEHe/[Kepa

Pemenmne: - OOs3aresibHblEe TOJs (CHCTeMa He /JacT COXpAaHUTh 0e3 3aroyiHeHWs) - Bplnajaoliie CIUCKA BMECTO CBOOOIHOTO TeKCTa

(cranmaprusanus) - Macku BBojia (Harpumep, /i reedona +7 () --)

ABromarnueckuii ummopt (Import/Integration)

HcCTOYHUKM:

1. ®opmsI Ha caiite Kinenr 3anosaser Gpopmy — HaHHbIe aBTOMaTHYecKH monasaior B CRM ¢ cospanmneM inia/KOHTaKTa.
Uro niepegaercst: ums, Tenedon, email, coobimenne, UTM-MeTKH (MCTOUHUK, KAMIIAHKUA), CTPAHKIIA, C KOTOPOH IIPUIIIE].

2. Uurerpanus ¢ teixedonuenn Bxopsmuii 380H0k — CRM aBTOMAaTHYECKHM CO3/1a€T KOHTAKT WJIM HAXOAWT CYLIECTBYIOIIUN 10 HOMEPY

TestepoHa. 3anuch pa3roBopa NpUKpeIigeTcs K KapTOuKe.

3. Unrerpanus ¢ email Iepenricka ¢ kinenTom cuaxporusupyercs ¢ CRM. IlucbMa 0To6pakaroTes B KAPTOUKE KOHTAKTA, MOKHO IHCATh U3

CRM.
4. Meccenzxepol (WhatsApp, Telegram) Yars cuaxporusupyores ¢ CRM. Best epenucka B HCTOPUU KOHTAKTA.
5. Comuaapubie cetu (Facebook, Instagram, VK) O6pauienust u3 coucereii nonazawTt B CRM kak o6palieHus, Co3/[aeTcst KOHTAaKT.

6. Pexsiamusie mwiardgopmsel (Google Ads, Yandex Direct) VHrerpanus nepejaer JaHHbIE O PEKJIAMHBIX KaMIAHUAX, OTKY/A IPUIIEJT M.

MozkHo aHanmuaupoBaTb ROI 1o kamnaHuAM.

OGoramenue yepe3 API 1 BHeIIHHE CEPBUCHI
1. O6oramenue no MHH (a1 B2B B P®D)
Cepsucsl: CITAPK, Kontyp.®okyc, DaData.

MeHemKep BBOAUT Tosibko MHH — cucrema aBromMartudecku NHOATATUBaeT: - IlosHOe Has3BaHWe KOMIIAHUU - IOpI/IﬂI/I'-IeCKI/Iﬁ azpec - [015(0]

nupekropa - Jlara perucrpanuu - Ocaosroit OKBI/I (Buj fesitesnibHOCTH) - KOJIM4YecTBO COTPY/THUKOB - I'0/10Bast BBIpyUKa

2. OGoramenue o email

Cepsuchsl: Clearbit, Hunter.io, FullContact.

IIo email moarsaruBaercs: - mst, bamuius - J{okHocTs - Kommanust - Ceputku Ha concets (LinkedIn, Facebook, Twitter) - ABatap
3. O6oramenue no reaedony

OmpernesieHre peruoHa, oneparopa. Basuaamus (cyiiecTByer i HOMED, aKTUBEH JIH).

4. OGorameHue Mo J0OMeHy caira

Cepsucsr: Clearbit, Crunchbase API.

ITo nomeny kommnanuu (example.com) nmoarsaruBaercs: - Onrcanue KoMmmnanuu - Jlorotur - Otpacis - KosimuectBo coTpyaHuKOB - JIokanuu (ropoja,

r7ie ecThb oduchl) - ConuambHble CeTH KOMIIAHUU - TeXHOIOTUH, KOTOPbIE KOMIIAHUS UCIIOJIb3YET
IIpumep workflow 8 HubSpot:

Tpurrep: CosfjaH HOBBIII KOHTaKT C 3aloNHEHHbIM email
13
Ooboramenne uyepe3 Clearbit API
13
Banonusitorest nonsi: Wmsi, Kommanusi, [JomkHocts, LinkedIn
13
Ecm Komnauusi maiiieHa - cosjjath 3amuch Kommanuu
4

Ceszats Konrakt ¢ Kommanueit
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Jenyminkaius: 6opboa ¢ ayoaamu

Iouemy xy6,111 — 3TO MpOGIEMa
1. ®parMeHTAIUA UCTOPHUM: O/INH KJIUEHT = 3 KapTOuKu. Vicropus pa3bpocana, MEHEeIKep He BHU/IUT ITOJTHON KapTHHBL.
2. KOH(MINKTHI Me:Kay MeHeIKepaMu: /1Ba MeHe/Kepa paboTaioT ¢ OTHUM KJINEHTOM, JyMasi, YTO STO pa3HbIe JIIO/H.
3. MckaxkeHHe aHATUTHKM: 1000 KOHTAKTOB B 6a3e, HO peaylbHO 700 YHUKAIBHBIX. MEeTPUKHU BPYT.

4. IL10X0ii KJIMEHTCKHUH OIBIT: KIMEHT Tosydaer Hy6ﬂprIOIlII/Ie PaCChbLIIKH, HECKOJIBKO MEHEXKEPOB 3BOHAT OTHOBPEMEHHO.

IIpuYUHBI HOABJIEHUA AyOaei
1. PyuHoi1 BBox MeHeKep He IPOBEPUII, €CTh JIK KOHTAKT B CHCTEME, CO3/1aJl HOBOTO. Mtn cosjas ¢ oneyarkoii (MBaHOB vs. IBaHHOB).

2. MHO:KeCTBEHHbI€ UCTOUHUKHY KIIMeHT OcTaBuI 3asiBKY Ha caiiTe (co37aicsi KOHTAKT), 3aT€M IO3BOHMII (MeHeKep CO3/aJl elle O/IUH), 3aTeM

nanrcan B WhatsApp (TpeTtuii KOHTaKT).
3. Usmenenne nanubix Kivent cMeHw Homep TestedoHa win email. MeHeKep o371/l HOBBIA KOHTAKT BMECTO OOHOBJIEHHUS CTAPOTO.

4. HexoppexrHas murpamus [Ipu nepexoze ¢ oguoit CRM Ha apyryio wiu u3 Excel naHHbIe UIMIOPTUPOBATIHCH 6€3 A€y ITHKAUH.

Crpareruu nmpeaoTBpauieHusa ayoaeu
1. ABTOMaTHYECKHI IIOMCK IPH CO3AAHUN

IIpu co3manuu HOBOro koHrtakta CRM aBrOMaTW4yecKd HINET MOXOxKue 3amucu: - Ilo TenedoHy (tounoe copmaznenue) - Ilo email (tounoe

copnazenue) - [To ®UO (fuzzy matching ¢ yueTom oredaTox)

Ecnn Haﬁ]leHO COBIIaJICHUE — IIPEAYIIPEeXIeHUe: "BOBMO)KHO, KOHTAaKT YK€ CYILIECTBYeT. Xoture OTKPBITH CyIlLeCTByIOH_[I/Iﬁ BMECTO CO3IaHUA

HOBOro?"
Hacrpoiika B amoCRM: Hacrpoiiku — O61ue HacTpoiiku — KOHTpoIIb fy6iel — BKIIOUUTD IPOBEPKY 110 TesiepoHy u email.

Hacrpoiika B HubSpot: Automatic deduplication Bxiouena no ymosrganuio. IIpu IMIOpTe MOXKHO BBIOPATh: CO3/1aBaTh HOBbIE WM OOHOBIIATH

CYILIECTBYIOII[ME 3aMUCH 110 KJIrouy (email).
2. IIpaBuia caimaausa (Merge Rules)
Ecsu ay6mu Bee ke cozpanuck, CRM 10KHA yMETb UX O0Be/IHHAT.

PyuHoe ciausaHue: MeHemkep HaXOAUT 2 ayOsinkara, Beioupaer "OObeIUHUTH, YKa3bIBAET, KaKyl0 3alUCh cYuTaTh OcHOBHOH. CRM cinBaer
naHHble: - VicTopus akTUBHOCTEN 00beanHseTcst - CBA3aHHBIE C/IEIKU [IEPEHOCSATCST HA OCHOBHYIO 3aIHCh - JIyO/IMKAT yAaIseTcs Wi HOMEYaeTcst

kak merged

ABTOMaTuueckoe ciausaHue (¢ ocropo:kHocTbio): CRM aBromarnyeckn OOBEAMHSIET 3alKCH, €CJIH YBEpeHa Ha 100% (TOYHOEe COBIaZieHIe

email + renedon + ®UO).
Puck: aBTOMaTHKA MOXKET OIIHOUTHCs (0AHOGMAMUIIBIBI U3 OJ{HOM KOMIaHuK). JIyuiie Tpe6oBaTh MO ITBEPIKACHIE MEHeKepa.
3. PeryisspHblii ayaur

Paz B KBapTan 3ar1yc1ca1‘/’1Te OTYeT I10 ﬂy6J'IHMZ - KoHraxkrsl ¢ OIUHAKOBBIM Te.T[e(l)OHOM - Konrakrsl ¢ OIUHAKOBBIM email - KOHTaKTbI C MOX0XKUM

®UO B 0HOM KOMIIAHUK

HaznauaiiTe OTBETCTBEHHOTO 32 O4YUCTKY, BbI}leJ'IHﬁTe 1-2 yaca Ha py"-lHOﬁ p3360p U CJIUAHUE.

CermeHTanusA: Teru, CIUCKU, (PUIbTPHI

Teru (Tags)
YT0 3T0: METKH, KOTOPbIe MOJKHO IIPUCBOUTH KOHTAKTY/KOMIIAHUH JIJIsI THOKO# KaTeropusamuu.
IIpumepsr: - VIP - [Taptaep - Topstunii iuy - He 6paTh B pacchuiky - [Ipuiien ¢ kondepenunu XYZ - HTepecyeTcst IPOAyKTOM A

ILrockr: - THOKOCTB: MOJKHO CO3/1aBaTh Ha JIeTy - MHOKeCTBEHHOCTD: O/IMH KOHTAKT MOKET UMeTh HECKOJIBKO TeroB - CKOPOCTh: GBICTPO 106aBUTh/

YAaIuThb

Mumnycsl: - Xaoc: 6e3 paBul MEHEKePHI CO3AI0T Teru Kak monaso (VIP, vip, VIP-kiuent, BUII) - C10:KHOCTD aHAIN3a: HET CTaH/IapTH3AINHI
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Best practices: - PeriaMeHTHPYITe TETU: COCTAaBbTE CIHCOK Pa3pelleHHBIX, 3allPETHTE CO3JaBaTh IIPOM3BOJIBHO - IIPHCBOMTE KATErOPUHU TeraM:

#HUCTOYHHK, #CTaTyC, # UHTEPEC, #CEIMEHT - Perles{pHo YHUCTUTE HEUCIIOJIb3yeMble TEeIr

Cuucku (Lists/Segments)
CraTuveckmne CImucKku: Bpyunyio 100aBiisieTe KOHTAKTHI B CIIUCOK. CIICOK He OOHOBJISIETCS aBTOMATHUECKHU.
Vicnosib30oBaHMe: Pa30Bble KAMIIAHUH, event-MapKeTHHT (YIaCTHUKY KOH(MEPEHIIUN).

lInHaanecxue CIIUCKHA (Smart LiStS): KoHTakThl monazjaioT B CIUCOK aBTOMATUYECKU Ha OCHOBE yC)'IOBPIfI. Crrcok 0GHOBJISIETCS B peaibHOM

BpEMEHHU.

IIpumep:

Crucok "Topsiune suzipt": - Lead Score >= 70 - Crenka Ha starne "[leperoopst” uiu "JloroBop” - ITocseHssA aKTUBHOCTD B TEUEHHeE 7 THEH
Crricox "KJIneHTHI ¢ ucTeKaImuM KOHTpakToM": - EcTh 3aKphITas cesika - Jlara OKOHUaHMs KOHTPAKTa Yepe3 30-60 aHell - HeT akTUBHBIX C/IEJI0K

Crucky Ucnosb3yoTes yist: - Email-pacchuiok (OTIPaBUTH MPEJIOKEHNE CIUCKY) - MacCOBBIX JielcTBUN (HAa3HAYUTH OTBETCTBEHHOTO, I00aBUTH

Ter) - OT4eTHOCTH (CKOJIBKO KOHTAKTOB B CEIMEHTE)

®Ouiabstpsl (Filters/Views)
Yro 3T0: COXpaHEHHBbIE YCIIOBUS ¢)Hanpam/m pin)sz0 6])ICTPOFO A0CTyIla K HY>KHBIM JaHHBIM.
IIpumepsl PUIBTPOB:

"Mou KOHTAKThI 6€3 aKTUBHOCTH 30+ aHe'": - OTBeTcTBeHHbIN = TeKyIuii mosip3oBaress - IloceiHssA aKTUBHOCTD > 30 JHel Haszax - Her

OTKPBITBIX CZEIOK
MeHe/pKep OTKPBIBAET ATOT QBT Pa3 B HEZEIIIO, BUAUT "3aMOPOKEHHBIX" KJIHEHTOB, BO30OHOBJISIET KOMMYHUKAIIHIO.
"Kommnanuu u3 IT ¢ 06oporom >10 MuH": - Otpacib = IT - [omoBoit 060pot >= 10,000,000 - KOM4yecTBO COTPYHUKOB >= 50
Orty1es1 IpoJjask UCIOJIB3YET AJist TapreTupoBanHoi cold outreach kammnanuu.

"JIuapl u3 Mockesl, npumieximue ¢ Google 3a mociexnue 7 gueit': - Topoy = Mocksa - Mcrounnk = Google Ads - /lata co3maHus 3a

nocaesHue 7 nHel - Cratyc = HoBbli st

MapxkeToJior aHanusupyet 9GGeKTUBHOCTb pekIaMbl B MockBe.

Kaprouka kourakra: UI/UX best practices

IIpunnun "Bee Ha ogHOM 3KpaHe”
MeHe/:[;\Kep He JOJIKEH KJIMKaTh 110 10 BKJIaJIKaM, ‘-ITOGI)I HaﬁTH I/IHq)OpMaLH/I}O. I/I,HeaJILHaﬂ KapTo4yka:

Bepxusas yactb (Header): - ®oro/aBarap - ®UO kpynuo - Kommnauus (ecim B2B) - JlomkHocrh - Terwm - KHONKM OBICTPBIX JIEHCTBHIA:

ITo3BoHuTH, Hammcars email, Hanmcats B WhatsApp

JleBast kosrouka (Primary Info): - Tenedon (kiuk — 3B0HOK) - Email (kmk — Hamwmcats mucbMo) - MecceH/kepsl (KUK — OTKPBITh YaT) -

Anpec - [lata poxxieHus - VlcTouHuK

Ieurpanpuan yactb (Activity Feed): - XpoHosornueckas JieHTa BCeX B3aMMOJIEHCTBHM (3BOHKH, MUCbMa, BCTPEUH, coo0umeHust) - OUibTp:

[TOKa3aTh TOJIBKO 3BOHKHU / TOJIBKO MHcbMa / Bee - Popma Jiyis1 6bICTpOro 106aBIeHIs 3aMETKI
IIpaBasa xoouka (Related Objects): - CszanHas komnanus - CBsi3aHHbIE ¢/1e/KH (CIIUCOK) - CBsi3aHHBIE 33/1a4¥ - CBA3AHHbIE JIOKYMEHThI

Huzxuas gactb (Tabs): - Bxiazaka "JlonosHuresnbHble moJist” (KacToMHbIe 110Jis1) - Brirazjka "Vicropust nu3mMeHeHuit" (KTO ¥ KOT/ia peJJakTHPOBAJI)

Kacromusamusa layout
BosibimHCTBO coBpeMeHHbIX CRM 103BOJISAIOT HACTPOUTD pacnosioxkenue sinemenTos (drag-and-drop).
IIpyHIUNBI KACTOMU3AI U

1. IllppopuTH3anMA: caMOe Ba)KHOE — HABEPXY U cJieBa (30HA MIEPBOTO B3IJIAZA).

2. TpynIupoOBKAa: JIOTHYECKU CBA3aHHBIE IOJA pasMemaiTe panoM. I'pynma "Konrakrhsle maunble’, rpymma "Ksamudukamua"', rpymma

"JTOrOBOpHbIE OTHOLIEHUS".
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3. CKprTl/le HEHUCNO0J/JIb3yE€MbIX IIOJIEH: eCITU TI0JIe He AKTyaJIbHO JJIs1 Balllero 6usHeca — CKpOﬁTe, 4TOOBI HE co3/aBaTh LUIyM.

4. PasHsble layouts a1s pasHbIX poJieii: MeHe/PKepy 0 IIpojiaXkaM Hy)KeH layout ¢ akIeHTOM Ha aKTHBHOCTH W C/IeJIKH. Byxranarepy — Ha

JOTOBOPBI U IJIATEXU. MapKeTO]IOI'y — Ha UCTOYHUKHU U KaMIITaHUU.

IMoauTukH JOCTyNIA: KTO BUAUT UYTO

YpoBHHU gocTyna

1. IlyGamunpiit (Public) Bee mosp3oBaresin CRM BUAAT BCe 3aluCH.

Koraa ucnosib30BaTh: Majible KOMaH/IbI (10 10 YEI0BEK), BHICOKOE /IOBEPHE, HET TEPPUTOPHAILHOTO JIEIEHUS.

Puck: MeHe/pKep MOXKeT "yrHaTh" KJIMEeHTA KOJUIETH.

2. IIpuBartHsblii (Private) Kax/iplii 101630BaTe b BUUT TOJIBKO CBOU 3aIIUCH (I7le OH OTBETCTBEHHBII).

Koraa ucnoap3oBaTh: HU3KOE ZI0BEPUE, KOHKYPEHIIHsI MEXK/y MEeHeIKepaMu, KOHGHU/IEHIINATbHOCTh KPUTHYHA.

Puck: pparmenranys 3HaHuU. Kosutera He MOYET [0JICTPaX0BaTh, €CJIU OTBETCTBEHHBIHN B OTILYCKE.

3. Teppuropuaasusiii (Territory-based) ITosib3oBaTesn BUAAT 3aIKMCH CBOEH TEPPUTOPUH (PETHOHA, OTPACIIH, IIPOIYKTA).

IIpumep: - Menemxep lBaHoB oTBeuaerT 3a MOCKBY — BHJUT BCe KOHTaKThl/KoMmmanuu Mockssl - Menemxep IlerpoB oTBevaer 3a CaHKT-

Iletep6ypr — BuguT TOIHKO0 CII6

4. Uepapxuueckuii (Role-based) PykoBoauTe b BUANT 3aIKUCH CBOUX IT0[YMHEHHBIX.

IIpumep: - PykoBozuTesb OT/ies1a IPO/jak BU/IUT BCE C/IEJIKH CBOEH KOMAaH/IbI - Ps/10BOM MeHe/Kep BUAUT TOIbKO cBoH - CEO BuiuT BCé
5. F'mGpuaHbIi KoMOuHAIMSA 10/1X0/10B.

IIpumep: - MeHekepbl BUIAT CBOU 3AllVICH + 3amucH cBoer Teppuropun (read-only) - PykoBopuTenn BUAAT 3amucu cBoux noxunHeHHbIX (full

access) - OT/ieJ1 TOJ/IEPKKU BUJUT BCE KOHTAKTHI C aKTHBHBIMH JioroBopamu (read-only)

Hacrpoiika mpaB gocrymna

O6bexTHBII ypoBeHb (Object-level): Posb "Menemxkep npopax” uMeer foctyn k oobekram: Konrakrsr, Kommnanun, Coenku. He umeer goctyna

K 00bexTy "OUHAHCOBBIE OTYETHI'.
IToseBoii ypoBens (Field-level): Menepkep mposax suaut noste "TenedoH kinenra”, Ho He BUaUT noJe "CebecTouMocTb poyKra'.
3anucs-ypoBeHs (Record-level): MeHe/kep BUANT TOJBKO Te 3aIIUCH, I7le OH OTBETCTBEHHBIH WIN KOTOPbIE HAXO/SATCS B €r0 TEPPUTOPHH.

JetictBue-ypoBeHb (Action-level): Menemkep MoxeT co37aBaTh U PelaKTHPOBATh KOHTAKTHI, HO HE MOXKET YAIATh. TOJIBKO PYKOBOIUTEb

MOXKET y1a/IATh.

MoOGOwibpHasA padoTa ¢ KaApTOUYKaMU

OnruMusanusa AJjisi MOGUJIbHBIX YCTPOMCTB
IIpoGaema: Ha cMapTdOHE DKPaH MAJIEHbKHUI, HE BJIe3aeT BCs MHPOPMAIUA KaPTOUKH.
PemieHue — aganTUBHBIN JU3aMH:

MoGuiapHasi BepCUsA KapTOYKH MOKaspiBaer: - OVO, kommanus, nospKHOCTh - Tenedon ¢ kHomnkoil "IlozBonuts" - Email ¢ kHOMKON

"Hamnucatp" - [TocseiHsast akTUBHOCTD (KpaTkas) - Biinrkaiinnas 3agada

JleTasiu JOCTYIIHBI Yepe3 Ta0bI: - Briasika "MHdo" (Bee mosist) - Briraska "AxrtusHoctr" (Jienra) - Briaaka "Crenku”

OdraitH-pe:xum
IIpoGaema: MeHe/KeD B [10JIe, HET HHTEPHETA, Hy’KHO II0CMOTPETh KAPTOUKY KJIMEHTA HJIH J00ABUTh 3aMETKY.
Pemenne: coBpeMeHHble MOOWIbHBIE Tpuiokenuss CRM (amoCRM, Pipedrive, HubSpot) ymeror pa6orars odiaiis.

Kak aTo pa6oraert: 1. IIpuioKeHHe K3UIUPyeT YacTO HCIOJIb3yeMble KapTo4yku (HegaBHHe, usbpanHble) 2. OdaiiH MOXKHO IIPOCMAaTPUBATh
3aKPIIMPOBAHHBIE JaHHbIE 3. MOXHO CO3/[aBaTh 3aMeTKH, 3ajJauyd (OHM COXpaHAIOTCA JIOKAIbHO) 4. Korjja wmHTepHeT mosBIAeTcA —

aBTOMaTU4YeCKasa CHHXPOHU3AIUA
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HNHTerpanus KapToyek ¢ KOMMYHHUKAITUAMH

Unified Communications (eAnHOe OKHO KOMMYHHUKAI[NH)
I/I/:[eaﬂ: BC€ KaHAJ/Ibl KOMMYHUKAIIUU UHTETPUPOBAHbI B KAPTOYKY KOHTAKTa.

Email: - Bes nepenncka oro6paskaercs B timeline kaprouku - MoxHO HamucaTh TUcbMo npsimo u3 CRM (He Mepeksroyasch B IIOYTOBBINA KJIMEHT) -

OTciexxuBaHue OTKpI)ITI/Iﬁ U KJINKOB

Tenedponuna: - Kiuk Ha HOMep — 3BOHOK (ecin mHTerpuposaHa IP-tenedonus) - BxoaAmuil 3B0HOK — BCIUIBIBAeT KapTOYKa KOHTAKTa (eciu

HOMeD B 6a3e) WM IPe/IJIOKEHNE CO3/IaTh HOBBIM KOHTAKT - 3allUCh Pa3rOBOPA ABTOMATUYECKH IPUKPEIUIAETCA K KAPTOUKe

Meccenzxepsl (WhatsApp, Telegram): - Yatsr otrobpakarorest B kaprouke - Moo mucats u3 CRM, He otkpsiBas WhatsApp - Ucropust

CoXpaHseTCs
CouuanbHsble ceTH: - Obpaienns us Facebook, Instagram, VK nonazaaror B kaptouky - Menemxep orsedaer u3 CRM
SMS: - OtpaBka SMS u3 CRM - Ucropus SMS B timeline

BugeosBonku (Zoom, Google Meet, Microsoft Teams): - Co3aHue cChIIKH Ha BCTpedy B OAMH KIHMK - CChLIKA OTIPABIIAETCA KIUEHTY

aBTOMATUYeCKH - 3alMch BCTPEUYH IPUKpPeIlIAeTcs K KapTouke
IIpumep nHTerpanuu B burpukc24:

"OTKpBITHIE JIMHUK' — €JHHOE OKHO, I7I€ CTEKAIOTCsI Bee KaHatbl. OIiepaTop BHAUT eJHHYIO Ouepe/ib OOpaIleH i, He3aBUCUMO OT KaHaia. OTBedaer

U3 OJHOTO HHTepq)efICa. Bea HUCTOPUA 3alIMChIBAETCA B KAPTOUKY KOHTAKTa.

BbiBOABI ypOKa

1. Apxurekrypa gaHHbix: Konrakrs! (pusnuna), Komnanun (opranusanuu), Caenku (mpogaxu). B B2B ¢okyc Ha kommanusx, B B2C — Ha

KOHTAaKTax.

2. [IpoekTHpOBaHUEe MOJ€ei: NPUHIUI MUHHMann3Ma. J[obaBisiitTe 1oje, TONBKO ecad OyzAeTe PEryJsApHO BalOJHATh U HCIOIb30BATh.

HWcnosnpayiiTe CTaHIaPTU3NPOBAHHbIE THIIBI TTOJIEH (CIIMCKU BMECTO TEKCTA).

3. OGoranieHne JAHHBIX: KOMOUHUPYHUTE PYYHOU BBOJI, aBTOMATHYECKHI MMIIOPT M3 MHTErpanuil u oboramenvie yepe3 API (mo MHH, email,

JIOMEHY).

4. He]_'[yl'lJII/lKa]_lI/I}I KpuTUu4Ha: aBTOMAaTUYECKHUH TTOMCK IIpU CO3/1aHuH, IpaBUIa CJINAHUA, peI‘yﬂﬂprIﬁ ayaur. I[y6J'II/I HUCKAXAKT aHAJIUTUKY U

IIOPTAT KJIUE€HTCKUH OTIBIT.

5. CeI‘MeHTa]_lI/I}I: TEeru Ijida rUOKOI MapKHUpPOBKH, CTaTUYECKUE U JUHAMHUYECKHE CIIHUCKU JUIS I'PYIIIOBBIX Z[eﬁCTBHﬁ, (bHJIprbI SIS GBICTPOI‘O

J0CTyIIAa K HY>KHBIM JaHHBIM.

6. UI/UX kapTOYKM: BCe Ha OZHOM dKpaHe, IpUOpUTH3anusA HH(opManuy, kacromusanus layout mox posu. Mo6uibHas Bepcus JO/KHA ObITh

aanTupoBaHa.

7. IIOJIMTHKHA JOCTyHA: IIyOJIWYHbIH, NIPUBATHBIN, TEPPUTOPUAIBHBIH, Mepapxuueckuil. BpIOOp 3aBHCHUT OT pa3Mepa KOMAaH/BI, IOBEPU,

cnenuduky 6usHeca.

8. Unified Communications: Bce kxaHaabl KOMMYHHUKAI[HM HHTETPHPOBAHBI B KapTOUKy. MeHemxkep paboTaeT U3 OAHOrO HHTepdelica, He

TIEPEKJII0YasACh MEXAY ITPUTOKEHUAMU.

9. KapTo'nca — 3TO0 not just XpaHWINIIE JaHHBIX, 3TO paﬁo'lee MECTO MEHezKepa. HpaBI/I)'IbHO CIIPOEKTHUPOBAHHAA KapPTOYKa 9KOHOMUT

BpeMs, CHIKaeT oInubky, noseimaet quality of service.

10. ITocTosIHHAsE ONTHMU3AIUA: PETYIAPHO IlepecMaTpUBAlTe CTPYKTYpPy IIOjleld. Y6upaiiTe HeHCIIOIb3yeMble, no6aBidiiTe HyxHble. CRM

pacTeT BMecTe ¢ 6GU3HECOM.

3akjaoueHue 0J0Ka 1

Mpbl 3aBepuInId IepBeId 610k Kypca "CRM-cucTeMbl: BHEApEHHE, aBTOMATH3alUsA, MaciTabuposanue”. 3a IATh YPOKOB MbI IIPOILIH IIYTh OT

NOHUMaHuA, 4To Takoe CRM, 0 IPAaKTUYeCKOH HACTPOMKH BceX Oa30BBIX 3JIEMEHTOB CHCTEMBI.

YTOo MBI U3yUNJIN:
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1. Ypox 1.1: BBesenue B CRM — uto 9TO, 3a4Y€M HYXKHA, 3BOJIIOIUA, TUIIBI CUCTEM, BBITOJbI BHE/IPEHUA.

2. Ypoxk 1.2: 0630p mnardopm — petanpHbIi pazbop amoCRM, Burpukc24, Pipedrive, HubSpot, Salesforce, Dynamics 365, Zoho. MeToionorus

BBIOODA.

3.¥Ypok 1.3: Crpareruss BHeJPEHUSA — II0OYEMy IPOBAJIMBAIOTCA IIPOEKTHI, 6 NPUHIMIIOB ycIlexa, 9O-JHEeBHbIH roadmap, ympasieHue

HU3MEHEHUAMU, METPUKH.

4. Ypok 1.4: BopoHka mpomak — mpoeKkTHUpoBaHWe Ha ocHOBe Customer Journey Map, KpuTepuu Iepexojia, aBTOMAaTH3anusa, MeTPUKH,

MHOXE€CTBEHHbBIE BODOHKH.

5. Ypok 1.5: KapTOYky KOHTAKTOB ¥ KOMIIAHUH — apXWUTEKTypa JAHHBIX, IPOEKTHPOBAHHUE I0JIel, oboralieHue, JielyIUInKanusa, cerMeHTalus,
UI/UX.

Bbpl Tenepp ymeere: - BoiOpars mnozaxoasimyio CRM s cBoero 6usHeca - CIUtaHHPOBaTh M IIPOBECTH BHEAPEHHE C MUHUMAJIBHBIM

comporusienreM - Hacrpouts 3¢ heKTHBHYI0 BOPOHKY IIPOJAXK C aBTOMaTU3anuei - CTpyKTypupoBaTh JaHHbIE O KIIHEHTaX
Yro masiplie:

B Cieayrouem 6J10Ke MBI r[epei/’I/:LeM K OIPOABUHYTBIM TeMaM: - ABTOMAaTHU3AIUS MapKeTUHIra U Impojax - I/IHTeI‘paLLI/II/I C BHEIIHUMHU CHCTEMaMH -

Ananurtuka u BI-uncrpymenTsi - Macirabuposanre CRM Ha MHOKECTBO OT/IEJIOB U (prtnaion

VBugumcs B 6s10Ke 2!

I'maBa 6. 3agauu, HAMIOMUWHAHUA U KaJIeHAaphb

BBenenue

KapTO‘IKI/I KOHTAKTOB W BOPOHKH IIPOJAXK — 3TO OCHOBA CRM. Ho ecsu Bamm MEHE/PKEPBI HE 3HAIOT, YTO AejaThb IIPAMO cefmac, BCE€ 3TU JaHHBIE

ocTarorcss MEPTBBIM rpy3oM. 3agada CRM — He TOJIBKO XPaHUTh HH(OPMAIUIO, HO U YIIPABJIATD A€HCTBUAMHI KOMaHbL.

Cucrema 3azau — 3710 mo3r CRM. OHa mpeBpalaer CAeJKd B KOHKDETHbIE JEHCTBHUs: MMO3BOHUTH, OTIPABUTH KII, BCTPETUTHCS C KJIUEHTOM,

corsiacoBaTtb CKUIKY. Kamaﬂ 3a/avua MpuBsA3aHa K KOHTAKTy UJIN CAEIKE, HMEET l[elIJIaﬁH U UCIIOJTHUTEJIA.

B sTOM ypoke MbI pa3bepéM, Kak ycTpoeHa cucreMa 3a1a4 B CRM, Kak aBTOMAaTH3UPOBATh UX CO3/IaHHUE, NHTEIPUPOBATh KaJIeHJaph U IIOCTPOUTH

CHUCTEMY KOHTPOJIA, 9TOOBI HI O/ITVH KJINEHT HE OCTaJICA 6e3 BHUMaHUA.

3aueM HyxkHa cucrema 3azad B CRM

IIpo6aema «3a0bITHIX» KJINEHTOB

Tunuynas UCTOPUA: MEHEKEP 06ma,71c5 C KJINEHTOM, 066]_[13.1'[ II€PE3BOHUTH Yepe3 TPpUu JHA — U 3a0buU1. Kiinent KYIIUJI Y KOHKypeHTa. HOTepﬂJ’II/I

CHIETIKY.
Jlpyras ucropus: POII He BUUT, UTO AesaeT Kax/blil MeHekep. Kto paboraer, kTo Ge3nenpHIYaeT — HesicHO. HeT mpospayHoCTH.
Cucrema 3aza4 pemaer o6e Ipo6IeMsl:

1. Hudero He 3a0bIBaeTcs — 33/1a4H C ie/i/TalHAMU FAPAHTHPYIOT, YTO KQKBIH KIMEHT IOJIyIUT BHIMaHUE BOBPEMS
2. IIpo3paunoctb — POII BUIUT 3arpy3Ky KakKJJ0r0 MeHe/XKepa B peaJIbHOM BpeMeH!
3. KOHTPOJIB — KTO IPOCPOYNIT 337144y, KTO C/les1ajl BOBPEMs, KTO IIePEBBIIIOIHII ITaH

4. ABTOMaTMKSaIIPUI — 3a/lavy CO34al0TCA aBTOMAaTHYECKHU 110 TPUTTEPpaAM, MEHE/IPKeP IIPOCTO BBIITOJIHAET

Tunsi 3agaa B CRM

Tun 3agauu IIpumep Koraa co3maércs
3BOHOK Ilepe3BOHUTH KJIHEHTY Uepe3 2 Jaca ITocste mpoIyIeHHOTO 3BOHKA
Berpeua IIpesenTanus B oduce KIueHTa CortacoBaHo 10 TeseoHy
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Tun 3agauu IIpumep Koraa cozmaéres

Email Ornpasuts KII ITocsie 3BOHKA/BCTpEYH
Corsracopanue CorutacoBaTh ckuziKy ¢ POIlom KrmeHT 3am1pociut CKUAKY
KoHTpois IIpoBepuTs ormiaTy Cuét BbICTABJIEH 3 [HS HA3AJ
Follow-up V3HaTh pelieHne KiuenT oberan nogymarb

AHaTroMusA 3amauu
Kaxpas 3amaua 8 CRM cozepKurt:

« HasBaHue — uyTO HyXHO czienath («I1o3BoHUTH 110 KII», «OTIIPaBUTH I0TOBOP»)
o Tun — 3BOHOK, BCTpeya, email

¢ McIoJTHUTEIb — KTO JIOJIKEH BBIIIOJIHUTD

o JlepsmaifH — /1aTa 1 BpeMs

o IIpuBA3Ka — K c/leJIKe, KOHTAKTy, KOMIaHUK

o IIpuopurer — 0OBIYHAA, BAsKHASA, CPOYHASA

« Onucanue — feranu (YT0 06CYUTD, YTO OTIPABUTS)

. Pe3yJIBTaT — YTO IIOJIyYHUJIOCH ITOCJI€ BBIITOJITHEHUA

Co3paHue 3a7ja4: pyYHOE U AaBTOMAaTHUYECKOe

Py4anoe co3gaHue

MeHne/pxep co3a€T 3aa4y IPAMO U3 KAPTOUKH C/IEeTKU:

Bitrix24:

Cpenka - [loGaButh 3agauy - Tum: 3Bonok - [lepnain: 15.04.2026 14:00 - Mcnomuurens: MBan IlerpoB - CoxpaHuTh
AmoCRM:

Cpenka - 3agaya - BeiGpath Téun - YcrtaHoBuTh Jarty - Ha3HauuTh OTBETCTBEHHOTO

HubSpot:

Deal - Create task - Task type: Call - Due date - Assign to

quHoe CO3JaHUEe UCIIOIB3YETCA JIA HeCTAaHAAPTHBIX cn'ryaunﬁ, KOr/Zia Hy»>KHa IIepCoOHaJIbHaA 3a/ia4a.

ABTOMaTHYECKOE CO3/{aHUeE 10 TPUrrepam

BosbuInHCTBO 337124 JOJIKHO CO3/1aBaThCS aBTOMATUYECKU. ITO BKOHOMUT BpeMsA U rapaHTHUPYeT, YTO HU4Yero He 3a0BbITO.

IIpuMepsI TPUTITEPOB
1. HoBsrii ing — 3agaua «[II03BOHUTH B TEUYEHHE 5 MUHYT»
IIpasuio: Eciu cosziana cienka Ha dtane « HoBast 3asiBKa», aBTOMATUUYECKH CO3/1aTh 33/1a4y «[I03BOHUTH KJIMEHTY» C JIe/IIAHOM Yepe3 5 MUHYT.

Hoquy Ba:kHO: CTaTUCTUKA IOKA3bIBA€T — €CJIU IT03BOHUTH KJIMEHTY B II€PBbI€ 5 MUHYT IIOCJI€ 3aABKHU, KOHBEPCUA B 10 pa3 BbIIIE, Y€M NIPU

3BOHKE Yepes yac.
2, IIponylieHHbIA 3BOHOK — 3agaya «Ilepe3BOHUTH»

IIpaBuso: Ecyii 3BOHOK OT KJIMEHTA IPOIIyIeH, aBTOMAaTUYECKH CO3/IaTh 33/1a4y «IIepe3BOHUTD» C IeZVIaiHOM Yepe3 15 MUHYT.

3. OrnpasieHno KII — 3agaua «Y3HaTh pelieHue» yepes 2 JHA

IIpaBuno: Eciu caenka nepeBesieHa Ha atan «KIT oTripaBieHO», co3/1aTh 33/1a4y «[I03BOHUTH U Y3HATH PEIIeHNe» C AeJIaiiHOM Yepes 2 JTHs.
4. Her akTuBHOCTH 77 AHEH — 3agaua «PeakTUBUPOBATH»

HpaBI/IJ'IOZ Ecnu 1o czieike He OBLIIO aKTUBHOCTH (SBOHKOB, BCTpeY, HI/ICeM) 7 Z[Heﬁ, co3aTh 3agavy «CBsABaThCA C KIIMEHTOM, y3HaTh CTaTyC».
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5. Omiara mpocpoueHa — 3agada pyKOBOJHTEIO

TIpaBuio: Ecyiu cuéT He orrayeH yepes 3 AHs [ocJIe Aeyaiiia, co3aaTh 3aauy POIly «CBA3aThCs ¢ KJIIMEHTOM I10 TPOCPOUYEHHOM OILIaTe».

Kackagnabie 3agaun
I/IHOI‘L[a Hy>KHa I10CJIeJOBATEIbHOCTH ﬂeﬁCTBHﬁ. HaanMep:

1. 3BOHOK KJIeHTY (ceroyiss)
2. Ecsin noroBopuiuch — Ornpasuts KII (ceropns + 2 yaca)
3. Ecotut otripassieno KIT — ITo3Bouuts y3HaTh pemterue (KIT + 2 iHs)

4. Ecnu corntaced — [ToAroToBUTH AOTOBOP (CETOZHS + 1 JIEHD)

3rto HacTpanBaeTCsd 4Yepes3 NEIOYKU TPUITEPOB. 3aBepmeHHe OﬂHOﬁ 3a1aun cosuaé"r CIEAYIOIIYIO.

Kanengaps MeHe :xepa: IiaHUpoBaHue qHA yepe3 CRM

3aueMm HyxkeH KasmeHaaps B CRM
Memnezkep 110 IpoakaM paboTaeT ¢: - 3BOHKaMu - Berpeuamu - 3agadamu - Email - Crenkamu
Ecsu Bce 5T aKTUBHOCTH B pa3HbIx MecTax (Google Calendar sist Berpeu, CRM Ji1s1 3BOHKOB, OJIOKHOT JiJIsl 3aMETOK), Xa0C HEU30eKeH.

Kanennaps B CRM 00beivHSIET BCE B O/THOM MECTE.

YTo moka3bIiBaeT RKaJIeHAapb MEHEKepa

YT1po: - 09:00 — Berpeua ¢ xinentom «TexHomann» (nmpuBsizana k ciesnke N21234) - 10:30 — 3BoHOK B «Crpoiitopr» o KII (3agaua, femyiaiin

10:30) - 11:00 — OTnpaButk foroBop «IIpomHHBecT» (3ama4ua)
JleHb: - 14:00 — Jlemo /i1 «ArpoXosiuHr» (Berpeda) - 15:30 — CorutacoBats ckuziky ¢ POITom (3aiaua)
Beuep: - 17:00 — [Toarorosuts KII s «Jlorucruk Ilnoe» (3a1a4a) - 18:00 — 3amiaHUpoOBaTh 3BOHKHU Ha 3aBTpa

Kaxxpaa akTuBHOCTD KIMKabeapHa — HaaJ1, OTKpbLJIaCh KapTO4Ka CAEJIKH C HCTOpHeﬁ OGHIeHPIﬂ.

HHTerpanusa ¢ BHENIHUMMY KaJIeHAAPAMU
BosbumnaceTBo coBpemenHbIXx CRM nnterpupyercs ¢ Google Calendar, Outlook Calendar, Apple Calendar.

JIBycTropoHHAA cuHXpoHu3anus: - Cozan Berpedy B Google Calendar — ona mosiBriach B CRM, npuBsizayiach K czenke - Co3znai 3aiady B

CRM — ona nosiBuach B Google Calendar

Hacrpoiika B Bitrix24:

Hacrpoiiku - HWurerpauusi - Google Calendar - ABTOpHM30BaThcsi = BKIIIOYMTH CHHXPOHM3ALMIO
Hacrpoiika B AmoCRM:

Hacrtpoiikn - Huterpamym - Google Calendar - IlogkmounTh akkayHT - BpiGpaTh Kanenpapb
Hacrpoiika 8 HubSpot:

Settings - Integrations - Google Calendar - Connect - Allow access

Baokuposka sBpemenu (Time blocking)
IIpoaBuHyTast MpAKTHUKA: MEHE/IKEDP 3apaHee OJIOKUPYeT BpeMs B KaJleH/1ape 07| pa3Hble THUIIBI 33/1a4.

IIpumep pacnucaHuA: - 09:00-10:00 — X0J10iHbIe 3BOHKH (6JI0K: 30 3BOHKOB) - 10:00-12:00 — Berpeun ¢ kaueHTaMu - 12:00-13:00 — Ob6ep -
13:00-14:00 — Pa6ora ¢ KII u joroBopamu - 14:00-16:00 — Berpeun ¢ kiaveHTamu - 16:00-17:00 — Follow-up 3BoHKH - 17:00-18:00 — O6paboTka

email, IuIlaHUpOBaHUE CIIEYIOMIETO JHS

CRM nomoraeT npu/iep>KMBaThCs pacliCcaHts, HalOMUHAsA O 3a/ladax.
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HanoMuHaHUA U XeIJIaHbI

Tunbl HAMOMUHAHUI
1. Push-yBegomirenus BembiBaromee OKHO Ha pabodeM CTOJIe 32 10 MUHYT ZI0 ie/yIaiiHa: «Yepes 10 MUHYT — 3BOHOK KIneHTy « TexITpom»»
2. Email-uanomunanus [TuceMo yTpom: «¥Y Bac 5 3a/1a4 Ha CETO(HSA. 2 U3 HUX CPOUHBIE. »

3. MoGwibHble yBegomiieHus Push B mobGuiabHOe npuiokenne CRM: «IIpomyineHHBIH 3BOHOK OT +7 495 123-45-67. CosmaHa 3amava

«ITepe3BOHUTH».»

4. SMS (i kxpuTHYHBIX 3aga4) «Berpeua ¢ kinentom «Pora u Kombita» yepes 30 MuHyT. Afpec: yi1. JIeHuHa, 15.»

HacTtpoiika yBegoMJIeHU

Bitrix24:

Ipodpune - Hactpoiiku yBegommennii -» 3agaum - Bkmounts push u email - 3a ckonpko HamommHaTh (10 mmH, 1 4wac, 1 feHb)
AmoCRM:

Hacrpoiiku - VYpejomnenns - 3agaun - BpiOpaTh KaHanbl - YCTaHOBUTH Bpems

HubSpot:

Settings - Notifications - Tasks - Email, Desktop, Mobile - Configure timing

Cucrema NnpuoOpUTETOB

He Bce 3a/1aun 0JUHAKOBO BaKHBI. Hy)xHa cucTeMa IpuopuTe3anuu.

Ilpuopurer 3HaueHue IIpumep Jepnaita
Huskuit MOKHO OTJIOKHUTH OGHOBUTH JAHHBIE B KAPTOUKE 3-7 qHel
Cpennuii Baskno, HO He ropuT Ornpasuts KIT 1-2 1HA
Beicokuit Hy»xHo caesaTh ceromssa I103BOHUTE TEIIOMY JIHIY Cerozusa
Cpouno Hemepnnenno IIpomyIeHHbIN 3BOHOK, KJIUEHT K/IET B Teuenue gaca

CRM BbI/I€JIAET CPOYHBIE 3a/1a4U KPACHBIM IIBE€TOM, HAIIOMHUHAET Jalie.

KoHTpOoJIb MPpOCPOYEHHBIX 3a7ia4: Aamoopa aiaa POIla

ITouemy IpOCpOUYEHHbIE 3aJaUu — IpolaemMa
IIpocpoueHHas 3a/1a4a = MOTEPSIHHBIHN KineHT. O0enaan epe3BOHUTh — He Mepe3BOHUIN. KIHeHT yién K KOHKYPEHTY.

POII noskeH BuzieTh: - CKOJIBKO 3a/1a4 IPOCPOUEHO Y KaXK/IOTO MeHe/Kepa - Kakue cie/iku 1mo/| yrpo3oi us-3a npocpodek - KTo cucremarnyecku

CPBIBAET JIe/TaiHbI

Jam6opa «IIpocpoueHHBbIE 3agaun»
BI/II.UKeT 12 l'[pocpo‘{el-n-mle 3ajavyu 1mo MEHeEKepaM

HWBan Ilerpos - 12 npocpoYeHHbIX
Mapusi Mpanosa - 3 NpPOCPOYEHHbIX

Cepreit CujopoB - 0 HPOCPOUYEHHBIX
Bumzxer 2: CaesIku ¢ IPOCPOYEHHBIMH 3aJadaMu

Cpenka «TexIIpom» (350 Thic) - mpocpoueHo 5 Heil

Cpenka «CrpoiitllaBecT» (1,2 MIH) - IPOCPOYEHO 2 [HS

Buaxker 3: Ton-5 caMbIX CcTapbhIX IPOCPOYEHHBIX 3a1a49
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1. Ilo3BoHuth B «ArpoXomauHr» — mnpocpoueHo 14 nHeit
2. Ornpasurbh KIT «JIOrMcTuK» — mpOCpoyeHo 9 jHeit

3. CornacoBaTh CKWJKY — MPOCPOYEHO 7 [Heit

ABTOMaTHYECKHUE AEVICTBUSA IIPU IPOCPOYKe
Yposens 1: Hanomunanune menemxepy IIpocpouka 1 uac — Push-yBenomiienue: «Y Bac mpocpodyenHas 3azaval»

Yposens 2: Yeegomirenue POIly [Ipocpouka 1 erp — Email POIly: «Menemkep MBan IletpoB mpocpoun 3asady 1o caeske « TexITpom» Ha 1

JIEHb»
Yposens 3: IlepeHazHaueHue 3agaqu [Ipocpouka 3 HA — ABTOMATHUYECKOE IIepeHa3HAUEHUE 33/1a4H IPYTOMY MeHeKepy

YpogeHs 4: Ickananus xyupexkropy [Ipocpouka 7 AHel Ha ceske > 1 MilH pyb — YBeJJOMJIEHHE JUPEKTOPY

KPI nmo 3agauam

MeTpuKH /1Jist OLIEHKH PabOThl MEHE/IPKEPOB:

MeTtpuxka Hopma KpacHas 30Ha
BrInlo/IHEHO 3a7a49 B AeHb 15-20 <10

% 3apa4d BOBpeMs >90% < 70%
CpenHee BpeMsA NPOCPOYKU < 2 4acoB > 1 7HA

3amau B padore 5-10 > 20

CRM aBTOMaTHYECKH CUYNTAET 3TU METPHUKH /I KOK/IOTO MEHeKepa.

KuBas jeMOHCTpAIMA: HACTPONKAa CUCTEMBI 3a1a49

Cuenapuii

BbI — PYKOBOAUTEND OTAEA Ipofak. Hy>KHO HAaCTPOUTD CHCTeMy 3a/1a4 TaK, YTOObI: 1. Kask/iblli HOBBIN JIN/L IIOJIyYal 3BOHOK B TeUEHHUE 5 MUHYT 2.
ITpomymieHHble 3BOHKU oOpabaThiBaluCh B TedeHue 15 MUHYT 3. Kimenram, ormpasusummM KII, mepesBanuBanu uepes 2 aus 4. POII Buzen

IIPOCPOYECHHBIE 3a/Ja4U B p€aJIbHOM BpEMEHU

IITar 1: ABTOMarn4yeckKas 3agada Ha HOBBIN JIMJL
AmoCRM:

Hactpoiikn - Automation - Digital Pipeline - Jl06aBUTH NpaBUIIO
Tpurrep: Cpenka cosfaHa Ha stane «Hosas 3asBka»
HerictBue: Cosparh 3apjady
Tun: 3BOHOK
Hasanne: I103BOHMTH KIMEHTY (HOBBIN JIMJ)
WcnonanTens: OTBETCTBEHHBIN 3a CHIENKY
Jennaitn: Yepes 5 MuHyT
Ipuopurer: Boicokmit
CoxpaHuTh
Bitrix24:
CRM - Hacrpoitku - PoGotbl - BbiOpath Boponky - Otan «HoBas 3asBka» - [Jo6GaBuTh poboTa
PoGor: Cospare 3agauy
Haspanne: IlepBblil 3BOHOK KIMEHTY
OrBercTBeHHbI:  (=OTBETCTBEHHBII )
Kpaiinnit cpok: Tekymee Bpems + 5 MuHyT

Tun: 3BOHOK
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Onucanve: TI03BOHUTBL, NpPE/ICTABUTHCS , Y3HATh NOTPEGHOCTH

CoxpaHutb
HubSpot:

Automation - Workflows - Create workflow - Deal-based
Trigger: Deal created, Stage = Lead
Action: Create task

Task type: Call

Title: Call new lead

Assign to: Deal owner

Due: In 5 minutes

Priority: High

Save

IIIar 2: ABroMaTH4YecKas 3aaya Ha MPOIyIEeHHbIN 3BOHOK
HuTerpanus c tesaedoHueii:

Hacrtpoiiku - Wurerpaiymn - Mango Office (mmm japyras ATC) - Hacrpours
TIpaBuna:
Ecmi: Bxopsumit 3BOHOK TpOMyLeH
Jevicteue: Cospath 3ajady «Ilepe3BoHUTH»
Jenmaitn: Yepes 15 MunyT
Wicnonunrens: Krto npomycTun 3BOHOK

Ipussizka: K KOHTaKTy (CO3[aTh ABTOMATHYECKH, €CIM HE CYLUIECTBYET)

IIar 3: Follow-up nmocse ornpaBku KIT
AmoCRM:

Automation - Tpurrep: Crenka nepesefieHa Ha stan «KII oTnpasieHo»
Heitcteue: Cospath 3aauy

Tun: 3BoHOK

Haspanme: Y3nath pemenne mo KIT

Hennaitn: Yepes 2 paus

Ommcanne: Crnpocuth, m3yunn ju kameHT KII, oTBeTHTh Ha BOMPOCHI

lar 4: Jamoopx auas POIla
Bitrix24:

CRM - Ortuérel -» KoucTpykTop oTuéToB - HOBbBII OTUYET
Tun: 3agaun
DUILTPHI 2
- Ilpocpouennsie: [la
- Craryc: He 3aBepuena
I'pynmupoBka: Ilo oTBeTcTBEeHHOMY
Cronbupi: Hassanme 3ajaun, Cpenka, [emmaitn, IIpocpouka (pmHeit)
Coxpauute Kak «IIpocpoueHHble 3ajiaum»

Jlo6aBuTh Ha IJIaBHBIN JALGOPH
AmoCRM:

Anammika - 3apgaun - [IpocpoueHHble 3agaun
Hacrpourb BujpKer:

— I'pynmuposka: Ilo meHemkepam

- Copruposka: ITo KomMuecTBy NMpPOCPOYEHHBIX

JHobasutk Ha pamGopn POIla
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MoowiabHasA paéora ¢ 3aauaMu

MoouiasHoe npuio:kenne CRM
Menemxep B OJIAX HE CHANUT 32 KOMIBIOTEPOM. EMy Hy»KeH 0CTyT K 3a1a9aMm c TeseoHa.
YT0 ZO/IKHO GBITHh B MOOUJIBHOM IPUJIOKEHUH:

1. CIHCOK 3a/1a4 HA CeroHA — KoMy II03BOHUTB, Ky/la eXaTb

2. Push-yBeomireHus — 3a 15 MUHYT /10 BCTpeYH

3. OxHO KacaHue = 3BOHOK — Ha)kasl Ha 3a/1a4y «[[03BOHUTD KJIMEHTY», TestieOH HaOpaa HoMep

4. BpIcTpOE BBINIOJIHEHHE — IaJIouKa « BBIIIOJIHEHO», aBTOMATUYECKH 0OABIAETCA B UCTOPHUIO CAETIKU

5. T'osi0coBBI€ 3aMeTKH — I10cJIe 3BOHKA HaJUKTOBaJI pe3yspTaT, CRM pacmudposar i 106aBHI B KAPTOUKY

OdraitH-pe:xum

MeHe/:pxep B MeETpO, UHTEPHETa HET. Ho 3alaud OOCTYIIHbI — OHHU 3arpy»kK€Hbl B IaMATb Tene¢>0Ha. Kak ToJIbKO TOsIBUIICS HUHTEPpHET —

CUHXPOHU3AIUA.

Teosiokanua ¥ ONTUMHU3AIUA MAPIIPYTOB
CueHapmii: Y MeHe/kepa 5 BCTPed B PA3HBIX KOHI[AX TOPOZA.

CRM c reosokariueii: 1. [Toka3pIBaeT KJIHEHTOB Ha Kapre 2. CTpouT ontuMaabHbIid MapiupyT (kak B fAugekc.Takcn) 3. Hamomunaer 3a 30 MUHYT /10

Brle3za: «Ilopa exarh Ha Berpedy B «TexIIpom»»

Bitrix24 Mobile, AmoCRM Mobile, HubSpot Mobile — Bce ymeror 510 /1e1ath.

TunuuyHsbie OMIMOKH U KaK NX U30exKaTh

Omuo6ka 1: CIMIIKOM MHOTO PYYHBIX 3a/1aY
HpoﬁJleMa: MeHemKep TpaTUT 30 MUHYT B IEHb HA CO3/laHKe 3a/1a4.

Pemenue: ABTOMaTI/ISI/IPOBaTb 80% THUIIOBBIX 3a/1av uepes TPUIrrephbl. OcraBuTh Py4YHOE CO3JaHUE TOJIBKO IS HECTAaHAaPTHBIX chyauHﬂ.

Ommub6ka 2: Her cucreMbI IPHOPUTETOB
IIpoGaema: Y MeHezpKepa 50 3a/1a4, BCe «CpOUHbIe». OH He IOHUMAET, UTO /IeJIaTh IEPBBIM.

Pemenue: Buenpurs MaTpuiy diizeHxayspa: - CDOYHO U BaXKHO — JleJIaTh IEPBBIM - BaxkHO, HO He CPOYHO — 3aIIAaHUPOBATh - CPOUHO, HO He

Ba’XXHO — JeJIeTUPOBATh - He CPOYHO U HE BaXHO — yJIAJIUTh

Omuo6ka 3: 3agaun 6e3 MPUBA3KU K CAETKAM
IIpo6sema: 3aaua «I1o3BoHUTH VIBaHy» — a 3a4€M 3BOHHTD, I10 KAKOU CZeJIKE, UTO 0OCYAUTDH?

Pemenne: Kaxias 3a/1a4ua 1o/KHA OBITH IPUBsI3aHa K ¢/ieike. OTKPHUT 33/1a4y — BHU/IUIIB BCIO HCTOPUIO OOIIEHHS ¢ KITHEHTOM.

Omuoka 4: POII He KOHTPOJIHPYET HPOCPOYKH
l'[p06J1eMa: MeHemKepr IIPOCPOYHUBAIOT 3a/1a4y, HUKTO HE 3aMedaeT, KJIUEHThI yXOAAT.

Pemenue: ExxeHeznenpHas IJIaHEpKa ¢ 3KpaHOM «IIpocpodeHHble 3azaun». ITyOsm4HBIN pa3bop: moyeMy IPOCPOYMIIM, KaK He JIOIYCTHTh B

Oyzymem.

Omu6ka 5: [[lyosimpoBaHue cCHCTEM
IIpoGaema: Menemzkep Benet 3aaun B CRM, B Google Calendar, B 6;10kHOTe, B Trello. Xaoc.

Pemenune: Onus uctouHuk npasasl — CRM. Beé ocranbHoe cunxponusupyerca ¢ CRM aBTOMaTHUeCKH.
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IIpoaBuHyTHIE PULIKI

1. YMHbIe HAIOMUWHaHUA HAa OCHOBE NMOBEJeHUA KINEHTA

IIpaBuiro: Eciu ximeHT OoTKpbUT muchMo ¢ KII 3 pasa 3a mociefHWil 9ac — cO3/jaTh CPOYHYIO 3a/1ady «II03BOHUTH HPAMO ceiyac, KIMEHT

3auHTEpEeCcCOBaH».

Kak paGoraer: Email-tpekunar (HubSpot, AmoCRM) orciesxkuBaer oTKpbITHSA riceM. Tpurrep B8 CRM cozaér 3a1auy.

2. Al-mpuopuTusanusa 3agad

HpI/IHI_[I/ll'I: I/ICKyCCTBeHHLIﬁ UHTEJUIEKT aHaJIU3UPYyeT UCTOPUIO CAEJIOK U MPE/ACKa3bIBA€T, KaKHe 3aJadun Haubosee KPUTHUYHBI JIA 3aKPbITUSA

CZIEJIOK.

IIpumep: Salesforce Einstein uiau HubSpot Al mokassiBaer: «3agaua «ITo3Bouutsb B TexITpom» umeer 85% BEpOSTHOCTb IPUBECTH K CAEJIKE, €CIU
8

BBITIOJTHUTH CEeroaHA».

3. I'pynnoBsie 3ajaun
CueHapuii: 3amyck HOBOTO MpozyKTa. Hy:KHO 063BOHUTH 200 KJIIOUEBBIX KJIMEHTOB 32 HEZEITIO.

Pemrenue: Co3zarh rpynmosyio 3azady «O63BOH 110 HOBOMY IPOJAYKTY», Pa3/IeJUTh KJINEHTOB MEXK/Iy MeHe/KepaMU aBTOMaTH4ecku (o 40 Ha

Ka’K/I0T0), OTCJIEZIUTD BBHIIIOJIHEHUE.

4. Telimuuranusa sagaa
ITpuHnu: [IpeBpaTuTh BHINIOJHEHNE 33/1a4 B UTPY.

MexaHuKa: - 32 KQXX/yI0 BBIIIOJHEHHYIO 33/jauy BOBpeMA — +10 6auioB - 3a MPOCPOYEHHYI0 — -5 GayioB - Jlugepbopa: kTo Habpas Gosbiie

6aJU10B 32 HezlesTto - [Ipu3bI: JIYUIINiA 110 33/jauaM 3a Mecsi, — OoHyc

Peanmusanusna: Bitrix24 umeer Berpoennyio reifimucdukanuio. B apyrux CRM — depe3 KacTOMHBIE CKPHUIITHI WJIM MHTETPAIUIO € IUIaTGopMamMu

Bpoze Gamify.

5. 3agavyu ¢ YeK-JIMCTaMu
l'[pnMep: 3a,z1al{a «HOZ[I‘OTOBI/ITI) IIpe3eHTAlUI0 AJIA KJIINEeHTa»

Uek-yucr BHyTpH 3aiaun: - [ ] CoOparb nanuble o kiaueHTe - [ ] IogroroButh kelicol - [ ] Co3mats ciaiigst - [ ] CormacoBats ¢ POIlom - [ ]

OTnpaBUTh KJIUEHTY

Ka}KZ[LIﬁ IIYHKT OTME4YaeTcs. Sanaqa cuuTaeTcsa BLIHOHHGHHOﬁ, KOorja BCe IIyHKTbI OTMEYEeHBbI.

HNHTerpanuu A4 cynepnpogyKTUBHOCTH

Google Calendar / Outlook
JIByCTOPOHHAA CHHXpOHHU3auA: - 3a/1a4a B CRM — cobbITHe B KaseHaape - Berpeua B kaseHzape — 3aa4a B CRM

ILarockr: Paboraers B IIPUBBIYHOM UHCTPYMEHTE, BCE CHUHXPOHU3UPYETCA aBTOMaTUYECKU.

Telegram / Slack
YBenomyieHNA B MeCCEH/KeP:

Bor CRM B Telegram:
"\ Hopas sajaua: Iospomnth kmuenty «TexIIpom»"
"0 Hanomumamne: Yepes 10 mumyr Berpeua ¢ «CrpoiiMuects "

"1 Tlpocpouena 3ajaua: Otnpasutb KII «ArpoXommuur» "

Cospanmue 3agau us Telegram:
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Menekep B uyaTe ¢ GOTOM:
" /3apaua Tloseonnts MBany 3aBtpa B 14:00"

Bor: " 3Bajjaya co3jlaHa M MpuBS3aHa K cpienke 5678"

T'osocoBbie momomHUkH (Siri, Google Assistant, Alexa)
IIpumep:

MeHejpkep 3a pynéM:
"Okeil, Google, co3pmail 3agauy B CRM: no3sonutb B TexIIpom ceromust B 15:00"

Google Assistant - API CRM - 3ajaya co3JaHa

Keilic: kak cucrema 3aja4 yBeJIHUN/IA IPOAAKH Ha 40%

Komnanusa

E-commerce, 30 MEHEZKEPOB, 1500 JIUIOB B MECAII.

IIpoGaema

J10 BHEIpEHUS CUCTEMBI 3a/1a4: - 35% JIH/I0B BOoOOIIe He o6pabaThiBanmuch - Cpe/iHee BpeMs OTBeTa Ha 3asBKy — 4 daca - MeHepKkepbl 3a0bIBaIN

nepe3BaHuBaTh KaueHTam - POII He Buzes, kTo paboraert, KTo Het - KoHBepcus i — KJIUeHT = 8%

Pemenue

IIlar 1: ABTOMaTUYECKHE 3aJa4yd HA BCE€ THUIOBbIE€ cOObITHS - HOBBI JnZi — 3BOHOK Yepe3 5 MUHYT - IIDONYyIIEHHbI 3BOHOK —

IIepe3BOHUTD uepes 15 MUHYT - KII oTIIpaBieHo — IT03BOHUTH Yepe3 2 IHsA - HeT aKTUBHOCTH 5 JIHEH — peakTUBAIUsI
Ilar 2: {Tamoopx POIla - [IpocpoueHHbIe 3a/jauu 110 MeHezKepaM - Cpe/iHee BpeMsi peakluy Ha Jinjl - KoJinyecTBO BBIIIOJTHEHHBIX 33/1a4 B ZIeHb
IIar 3: KPI mo 3agauyam - MuHIMyM 20 3371a4 B /leHb Ha MeHepKepa - 95% 3aj1a4 BoBpeMs - Cpe/iHee BpeMs PeaKIu Ha JIUJ] < 10 MUHYT

IIar 4: ExxeHeaeNbHBIE IJIAHEPKH Pa360p IPOCPOUEHHBIX 33/1a4, IIyOJIMYHBIN PEUTHHT, IITPadbl 32 CHCTEMATHYECKIE IIPOCPOYKH.

PesyabTaThl uepes 3 MecAna
« Bpemsa oTBeTa Ha JIMA;: 4 yaca — 7 MUHYT (34X GbIcTpee)
« OOpabGoTka JIuAoB: 65% — 98%
« Kousepcus jng — KaIueHT: 8% — 11,2% (+40%)

o BpIpyuka: +40% IIpH TOM ke Tpaduke

Yro cpaboTaio

1. ABTOMATH3AINA — MeHe/KePHI IlepecTaln 3a0bIBaTh O KIIMEHTaxX
2. IIpospaunocTtb — POII BUAUT BCE B peaIbHOM BpeMeH!
3. KOHTPOJIb — IIPOCPOYKH CTAJIN PEAKOCTHIO, & HE HOPMOH

4. KyasTypa — 331auu CTaJIi 9acThI0 PAOOUETO IIPOIECCa, a He «ellE OHOM 0013aHHOCTHIO»

IIpakTUuuyeckoe 3aganue

3agaHue 1: AyauT TEKyIel CHCTEMbI 3a1a4

OtBeTbTe Ha BOIPOCHL: 1. CKOIBKO % BaIIMX 3a7a4 CO3/Ia€Tcsl BpyuHy0? 2. Kakue TUIIOBBIE 33/1a4l MOXKHO aBTOMATH3UPOBaTh? 3. CKOJIBKO 3a/1a4 B
CpeZHeM IIPOCPOYMBAET KaXKAbI MeHemkep 3a Henmenio? 4. Ectp s y POIla gambops ¢ mpoCpoueHHBIMH 3a/jadamMu? 5. VIHTerpupoBaH Jiu

kanesaaps ¢ CRM?
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3ananue 2: Hacrpoiite 3 6a30Bble aBTOMATH3AIUU

1. ABTOMaTHYeCKas 3a/iada Ha HOBBIi1 /] (3BOHOK Yepe3 5 MHHYT)
2. ABTOMaTHUeCKasI 33/1a4a Ha IPOIYIIeHHbIA 3BOHOK (IIepe3BOHUTH Yepe3 15 MUHYT)

3. Follow-up nocste orripaBku KII (1103BOHUTD Uepes 2 JiHs)

3amanue 3: Co3maiite namoopxa «IIlpocpoueHHbIE 3agaUmn»

Bupxerst: 1. KosmmdecTBo IPOCPOYEHHBIX 33/1a4 110 MeHepKkepaM 2. Tol-5 caMbIX cTapbIX pocpodek 3. CAesKy 1o, yrpo3oi (IIpocpodeHo > 3 Hek)

HUrorn

B aTOM ypOKe BbI y3HAIN:

« Cucrema 3agau — 510 Mo3r CRM, npeBpaInaoyii aHHbIe B 1eHCTBHUA

« ABromarusanus — 80% 3a1a4 [J0JDKHO CO3/IaBaThCsA ABTOMATHIECKH 110 TPUTTEPAM
« Kasenpmaps — unrerpamnus ¢ Google/Outlook /1 equHOro IIaHUPOBAHHS

« Hamomuuauus — push, email, mobile a1s rapanTiy BBIIOTHEHUS

« Kourpous — nambopy POIla ¢ npocpoueHHbIME 3371auaMul 1 KPI

+ MoGMWIBHOCTH — paboTa ¢ 3a/jauaMy U3 000 TOUKU MUpa

HpaBI/IIIbHO HaCcTpO€HHas CUCTeMa 3a/la4 rapaHTUpyeT, 4YTO HU OAUH KJINEHT He 6y/:[eT 3a6bIT, KaxKzoe 06e1uaHMe 6yl[€T BBIIIOJTHEHO, a POIT BCerma

GyzieT 3HaTh, KTO 4TO JIeJIA€T.

B cirenmyrommeM ypoke — HUHTerpanus ¢ TesedoHuedl. Kak mpeBpaTuTh Kax/blil 3BOHOK B JaHHble CRM, 3aIichIBaTh Pa3roBOPHI U aBTOMATUYECKU

CO3/1aBaTh CACJIKU.

I'maBa 7. UaTerpamus# c resiegoHuein

BBenenue

B3BOHKH — IVIABHBIN KaHAJ KOMMYyHHKauu B B2B npoxaxax. 80% c/esnok 3akpsiBaiores 1o tesedony. Ho ecyin 3B0HKH He nHTerprpoBassl ¢ CRM,

BBI TEpAETE KPUTUYIHDBIE TaHHBIE:

« KTO 3BOHWII U KOTZa
¢ CKOJIBKO JUTHJICA Pa3roBOP
e O uém roBopuiu (ec/Ti HET 3aIKCH)
« Ilodemy IpOITyCTHIIH 3BOHOK
» Kakoil kaHasI peKIaMbl IPUBET KJIMEHTa
Wuterpanuss CRM ¢ IP-resnedonueit (BupryanpHoit ATC) pemtaer sté npo6seMbl. Kakiplil 3BOHOK aBTOMAaTHYeCKH (DUKCHUpYyeTcsi B KapTOYKe

KJIMEHTA, 3alIChIBACTCA, aHAJITUSUPYETCA. MeHemKep BUJUT UCTOPHUIO, POIT — CTaTUCTUKY, coberBeHHUK — ROI PpexsIaMbl.

B aToM ypoke MBI pa3bepém, kak paboraer unrerpanus CRM c Teedonueii, kakue ATC BbIOpaTh, Kak HACTPOUTH ABTOMATUYECKOE CO3/IaHHE C/IEJIOK

1 UCIIOJIb30BaTh 3aIIMCHU 3BOHKOB /IJI IIOBBIMIEHUA Ka4ueCTBa IIPpOJaXx.

3auem HyxkHa IP-Tes1ieponua B CRM

IIpo6aeMbI 63 NHTErparuu

Cuenapuii 1: IIponynieHHsbIiI 3BOHOK KineHT MO3BOHWJ, MeHe[Kep ObLI 3aHAT, He B35 TPyOKy. Homep ocrascsi B JKypHajie BBI30BOB

TesieoHa, HO MEHE/KED 3a0bUT IIepe3BOHUTD. KIIHMEeHT KyIuI Y KOHKypEeHTa.
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Cuenapuii 2: Het ucropuu o61meHusa MeHekep pasroBapuBasl ¢ KJIMEHTOM II0 TesleOHy, 00CyAUIn fAeTanu. Yepes HeleIi0 KJIHEeHT 3BOHUT

CHOBAa — HO OTBeYaeT prI‘OI;'I MeHeKep. OH He 3HaerT, O 4E€M OHU TOBOPUJIN. Kiment pasnpa)}céH, IIPUXOAUTCS IIepecnpannuBaTh.

Cuenapuii 3: Her xoHTposa kadecrBa POII He 3HaeT, Kak MeHe/DKePHI OOINAIOTCA ¢ KIMEHTaMHU 1o TeredoHy. Moxer, rpyoar? Moxker,

3a0BIBAIOT IIPO CKPHUNTHI? HeT 3anuceil — HeT KOHTPOJIA.

Cnel—lapnﬁ 4: Heﬂ3BeCTHO, Kakada pexjiamMma paGOTaeT HOTpaTI/UII/I 500 ThICAY HAa KOHTEKCTHYIO peKaMy, 300 ThICAY HaA TapreT. HPI/IHIIIO 50

3BOHKOB. Ho Kakoli kaHa HpHBéJ'I Ka)KHbIﬁ 3BOHOK — HEHU3BECTHO. OHTPIMI/I3I/IPOB3TI) 6}OLL)K€T HEBO3MOKHO.

Yro maér unrerpanus CRM + resredponus

DyHKIUA Be3 uHTErpanun C uHTEerpamuein

BxoaAnuii 3BBOHOK Howmep Ha skpaHe TenedoHa Kaprouka kinenTa BeribiBaer B CRM
IIponyeHHbII 3BOHOK 3anuch B XKypHaJIe TeaedoHa ABTOMaTHueckasd 3a/1a4a «[lepe3BOHUTE»
Hcxoasinuii 3BOHOK Habpats Bpy4HyI0 Click-to-call u3 CRM (1 K/11K)

3anuck pa3rosopa Her ABTOMATHYECKHU, XPAHUTCA B KAPTOUKE

HoBblil KJIMEeHT Co3/1aTh BPYYHYIO ABTOMAaTHYECKOE CO3/JaHNe KOHTAKTa U CAEJIKU
AHaTUTHKA JKypHas BbI30BOB B TesnedoHe Oruérsl mo 380HKaM B CRM + IIpuBsI3Ka K peKkiame

IMonmynapusbie IP-ATC paa narerpamyuu ¢ CRM

Yro Takoe IP-teredponusa (Bupryansuass ATC)
IP-tenedonust — aro renedoHHAs CBA3D uepe3 nHTEepHeT. He HykHO dpusnyeckoe obopynoBaHue. Beé paboraer B obaxe.

Kak 3T0 paGoraer: 1. Bol nmokynaere Homep (ropozckoii win 8-800) y nposaiiziepa 2. HacrpauBaere mapuipytusaruio (KyJa 3BOHKA HUAYT) 3.
MeHe/Kepsl IPUHUMAIOT 3BOHKH uepe3 Opaysep wiu codrdon (mpunoxenue) 4. Bece 3BOHKM (QUKCUPYIOTCA, 3alIUCBIBAIOTCA, HHTETPUPYIOTCA €

CRM

Ton BupryansHbix ATC misa Poccun u CHT

1. Mango Office
Ayauropusa: Masblii u cpeHuit 6u3Hec, 10-500 COTPY/AHUKOB

ILmocwr: - Camas momyssipHasi B Poccun (500,000+ kiaveHTOB) - MHTerpanus u3 kopobku: AmoCRM, Bitrix24, HubSpot, Salesforce - 3amuch

3BOHKOB 0€3 orpaHnyeHuii - PeueBas ananutuka (Speech Analytics) — aBromaTrueckast paciindpoBKa U aHAJIU3 3BOHKOB
Iena: Ot 350 P/mec 3a corpynuKa. [opozckoit Homep 250 B/mec. Bxoasiue 1,5 P/MuH, ucxoasiye 2 P/MuH.
IIpumep HacTpoiiku ¢ AmoCRM:

Mango Office - HWurerpamuu - AmoCRM - YKazarh nogioMeH AmOCRM - Ykasarb API-kmod - CoxpaHUTb

2. Sipuni
Ayauropusa: Craprarbl U MasIblii OM3HEC, 1-50 COTPY/IHUKOB

ILtrocer: - Camas femésas (ot O P 3a 6a3oBbiil Tapud) - IIpocras HacTpoiika 3a 10 MUHYT - BecraTHbI HOMep 8-800 (¢ OmIaToON TOJBKO 32

MuHyThI) - UHTerpanus ¢ AmoCRM, Bitrix24, Retail CRM, MoiCkiiaz
ITena: basossiii Tapud o P. 'oposickoii Homep 150 P/Mec. 3BOHKH 1,5-2,5 P/MUH.

WneanbHo ais: [lepsas ATC, TecTipoBaHue, MUKPOOU3HEC.

3. Zadarma
Aypuropus: E-commerce, MexIyHapOHblE KOMIAHIN

ILxrockr: - HoMmepa B 100+ cTpaHax (He Toibko Poccust) - Jleniésble MeXK/yHapO/IHbIEe 3BOHKU - BHKeThl 06paTHOTO 3BOHKA 7y1s caita - CRM

uHTerpanuu yepes API
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ITena: Ot 290 P/mec. Homepa oT 190 2/mec. 3BOHKU OT 0,5 P/MUH.

4. Novofon (UIS)
Ayauropusa: CpenHuii 6usHec, KOJUI-IIEHTPHI

ILixrockr: - [IpoBUHYyTas MapUIPyTH3al¥s 3BOHKOB - ['osiocoBoe MeHio (IVR) — «Haxkmure 1 [ist OTZIesIa PO » - YMHasl epeazipecarivisi (eciu

MeHE/IPKEP He OTBETHJI, 3BOHOK UZET ipyromy) - MHTerpanus ¢ burpukc24, AmoCRM

Ilena: Ot 500 P/mec 3a HOMep. 3BOHKU 1,5-3 P/MUH.

5. Telphin
Aynuropust: Kpynuslii 6usHec, 100+ COTPY/JHAKOB

JIIOCHI: - 1TabPOBAHMU rpaHUYEHUN - JUIsl KACTOMHBIX HHTerpanuil - OTK TOHYUBOCTD ,0% upti - Kosut-TpekuHr
ILxroc) MacmrabupoBanue 6e3 orpa e API acTo erpa OTKa30yCTO ocThb ( % uptime) - Ko. e

(OTCJIe)KPIBaHI/Ie HNCTOYHUKOB SBOHKOB)

Iena: Ot 600 P/mec + MUHYTHI.

CpaBHUTE/IbHAA TAOIUIIA

ATC Ilena (MuH) Jlyumie 1uis WnTerpanuu duikKa

Mango Office 350 B/mec SMB, 10-500 uest Bee Ton CRM Speech Analytics
Sipuni 0 2/mec Crapr, 1-50 uen AmoCRM, Bitrix24 BecruiaTHbli crapT
Zadarma 290 P/mec E-com, mexxtynapoznsbie API Homepa B 100 cTpanax
Novofon 500 P/mec Kosut-tieHTpht Bitrix24, AmoCRM IVR, mapuipytusanust
Telphin 600 B/mec Enterprise API, kacrom Kosur-TpexuHr

Bxoada1muil 3BOHOK: aBTOMATHUYECKOE CO3JaHUe KOHTAKTA U CACJAKN

CueHapuit

Kinment BUJUT Ballly pexsiaMy, 3BOHUT 110 HOMEPY U3 00bsSIBIIEHUS. MeHemKep IIPUHUMAET 3BOHOK.

Yro npoucxoaut ¢ uarerpamueii CRM + ATC
ITar 1: 3BoHOK nmocrynaer ATC ¢puxcupyer: HOMep KJIMEeHTa, BpeMs 3BOHKA, C KAKOTO PEKJIAMHOTO KaHasa (€C/Iy MOIKII0UeH KOJUI-TPEKUHT).
IIar 2: IlpoBepka B CRM Crucrema npoBepsieT: ecTh Jix 3TOT HoMep B 6aze CRM?

Bapuaur A: Homep ects (CyliecTBYOLIMIT KIueHT) - Ha skpaHe MeHe/[)Kepa BCILIBIBAET KAPTOUYKA KJIHEeHTa - BU/IHA BCS UCTOPHSL: MPOIILIbIE
3BOHKHM, BCTpEUHM, C/IeJIKU, nmuchbma - MeHemkep orBeuaer: «/loOpwiii nenb, MBan IlerpoBuu! Kax nmena? Bbl 3BOHHTE 1O IIOBOJY HAIIEro

TIpeJIJIO’KEeHUA? »

Bapuaur B: Homep HOBbI# (IIEPBBI 3BOHOK) - ABTOMATUYECKHU CO3/[aETCsI HOBBI KOHTAKT ¢ HOMePOM TesiehOHA - ABTOMATUYECKHU CO3/1AETCST

HOBasl cziesika Ha atane « HoBast 3asiBKa» - BeIibiBaeT KapTouKa, MEHEKep 3aI0JIHsIeT UM U IETAJIM BO BpeMsi pa3roBopa
IITar 3: 3anuck pa3roBopa 3BOHOK aBTOMATUYECKH 3aIHChIBAETCS. 3aIIUCh COXPAHAETCS B KAPTOUKE CEIKH.

IITar 4: ITocsie 3BOHKA MeHe/kep 3aKaHUUBaeT PasroBop. B kaprouke caenku ¢uxcupyeres: - JUInTeIbHOCTh 3BOHKA - JlaTa 1 BpeMs - 3amuch

(MO2KHO HpocCynIaTh) - Pesysbrar (ecyiu MeHePKep OTMETHII: «/[OrOBOPIUINCE Ha BCTpedy», «OTkas», «Ilepe3BOHUTH»)

HacTtpoiika aBTOMaTHY€CKOr0 CO3JaHUs CAEI0K
AmoCRM + Mango Office:

AmoCRM - Hactpoiiku - Murerpayuun - Mango Office - Bxmounts
IpaBuma:
Co3paBaTh KOHTAaKT, €CIM HOMEpa HeT B 0ase

COSJ]aBaT]: CACJNIKY Ha HepBbIﬁ 3BOHOK
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Boponka: Ipopaxu
Dran: Hosas 3asiBKa
OrBercTBeHHblii: KTO mpuHsn 3BOHOK

CoxpaHuThb
Bitrix24 + Sipuni:

Bitrix24 - Hacrpoiiku - Tenedonus - Iopkmounts Sipuni - Apropusanms
IIpaBuna 0GpabOTKM 3BOHKOB :

CosjiaBath Jjl TIpH TIEPBOM 3BOHKE

Co3paBaTh CENKY NpH MOBTOPHOM 3BOHKE

3anuchiBaTh 3BOHKM

OtsercrBennblii: Ilo ouepenu (Round Robin)

HUcxoaammuii 3B0HOK: click-to-call u3 kaproukn

IIpoGaema

MeHemKep OTKPBIBAET KApPTOUKy KJIHEHTA, BUAUT HOMED +7 495 123-45-67, Gepér TenedoH, Habupaer BpyuHylo. TpaTUT 10 CEKyH[, MOXET

omnbuThes B Iudpax.

Pemrenue: Click-to-call

MeHe/pKep OTKpPBIBaeT KapTOYKY, BHAWT HOMED, KJIMKAeT Ha Hero. 3BOHOK aBTOMATHUYECKH HauuHaercsi depe3d codprdon (wim dusnueckuit

TesieoH). DIKOHOMUSI BPEMEHHU, HOJIh OIITHOOK.

Kak sTo paGoraer:

AmoCRM:

Kaprouka kourakta - Tenepon +7 495 123-45-67 - Hasectu mbinub - Mkonka Tenedona - Kmuk - 3BOHOK
Bitrix24:

Kaprouka - Homep Tenedpona - Kuomka «IlozBonnTb» - 3BOHOK uepe3 Opaysep (WebRTC)

HubSpot:

Contact - Phone number - Call icon - Calling...

Codrdon vs hpusnueckunii tesaedoH

Codrdon (mporpaMMHBIi TesredoH): - 3BOHKU Yepe3 Gpaysep WIN IPIJIOKEHHe Ha KoMIbioTepe - HyskeH MHKPOGOH M HayIIHUKU (MIH

rapHUTypa) - Y106H0: Bcé B oiHOM oKHe (CRM + 3BOHOK)

dusnueckuii Teaedon: - SIP-renedoH (moxox Ha 0OBIYHBIN ObUCHBIH TesnedOH, HO MOJKIIIOYaeTcs K HHTepHeTy) - KauecTBo 3Byka BbIlIe -

ITpuBBIYHEe JUIA TeX, KTO He JIIOOUT TapHUTYPBI

BbI60p 3aBUCHT OT IPEAIOYTEHUHA KOMAH/IBL.

3anuch 3BOHKOB: XpaHeHUe, IPOCIyllIMBaHue, aHAJIU3

3ayeM 3anMChIBATh 3BOHKU
1. Pagpemenne koHQIUKTOB Kinent: «MeHemkep obernan ckuiky 20%!» MeHemkep: «f Takoro He roBopuiL.» Perenue: IIpociyniaTh 3amuch.
2. O6yueHune HoBblil MeHe/Kep CIIyIIaeT 3alHCH JIYUIINX IPOAAXKHUKOB, YUUTCSA HA IPUMepax.

3. Konrpous kauecrBa POII perysspHO IPOCIyLIMBAET CIydaiiHble 3BOHKHU, OIIEHHBAeT: COOJIIO/IAETCS JIM CKPHUIIT, BEKJIUB JIN MEHEKeD,

IIpaBUJIBHO JI pa60TaeT C BO3paXKE€HUAMHU.
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4. AHasuTHEKA AHATTN3 YaCThIX Bospa}{ceﬂnﬁ, IIPUYHH OTKa30B. Ecmn 50% KJINEHTOB TOBOPAT «ZI0POro» — HpO6]IeMa B II€HE WIN B IIpEe3eHTallun

LIEHHOCTH?

I'ne xpanaTeda 3anucu
B KapTOYKe CAeJIKH/KOHTAKTA:
Cpenka «TexIIpom 350,000 P» — Bkiaaka «Hcropusi» — 3BoHOK 15.04.2026 14:23 — Knonka «IIpocmymiaTs»

Cpok xpaneHus: - Ilo ymonuanuio: 3-6 mecsneB (3aBucut or ATC) - MoxKHO mpomiIuTh: 1 rof, 3 rojga (3a jgom. mwiary) - TpeGoBaHue

3aKOHO/IATeJIbCTBA (111 HEKOTOPBIX OTPACsIell): XPaHUTh 5 JIeT

IOpuanueckue acneKThI

O0Ga3aTeTbHO JIN YBEAOMIATH KJIMEHTA O 3aIUCH?

B Poccum (®3-152): XKenarensno. Vicnonpayiite IVR: «Barir 3BOHOK MOXKeT OBITh 3aIIHMCAH B IIEJISX KOHTPOJISI KAYECTBa».
B Eponie (GDPR): O6si3atesibHO. Hy:KHO sIBHOE coriacue KIMEHTa.

JIy‘II[Ia}I IIpaKTHUKa: ABTOOTBETYUK WA MEHe/PKEep B HauaJyie pa3rosopa: <<H06pb1ﬁ /'leHb! HJ'IS{ obecrieyeHus: KauecTBa 06CJ'[y)KI/IBaHH$[ pasrosop

3aIllUCbhIBAETCA. »

ABTomMaTtnueckas pacimugpoBka 3BOHKOB (Speech-to-Text)
IIpoasunytsie ATC (Mango Office, Telphin) ymeror aBToMaTnuecku pacindpoBbIBaTh 3BOHKH B TEKCT.
IIpumep:

3BoHOK 15.04.2026 14:23 (5 mmH 32 cek)

Pacumdposka :

[Menemxep]: [lo6pont nenb, kommanmst «TexIIpomaxku» , VBan caymaer.

[Knuent] s 3ppascTByitte, s Bujesa Bally pekliamy, Xouy y3HaTh NPO CHCTeMy yuéra.
[Menemxkep] : Ormmuno! Tlojickaxure, CKONBKO y Bac COTPY/IHUKOB?

[Kmuenr]: ¥ Hac 15 uvenosek.

3auem 3TO HYKHO: - BbICprIfI IIOUCK: HAllJIU BCE€ 3BOHKH, I'l€ YIIOMHUHAETCA «CKHAKa» - Al-ananus: BBIJICJTICHHE KJIIOUYEBBIX CJIOB, BMOHHﬁ,

BO3pakeHUH - He Hy’KHO CJIyIIaTh 10-MHHYTHBIN 3BOHOK — IPOYUTAJ PACHIH(POBKY 32 MUHYTY

Hpor[ymeHHbIe 3BOHKMH: aBTOMAaTHUYECCKHUE 3aJaY HA IE€EPE3BOH

Crarucruka
DaxT: 80% NPONYIEHHBIX 3BOHKOB He IOJIy4aloT epe3BoH. KiIneHTs! yXoAAT K KOHKYPEeHTaM.

TIpuunna: MeHe/Kep BUAUT IPOIYIEHHbIH B XKypHase TejedoHa, IJIaHUPYeT IIePe3BOHUTD «II0N03XKe» — U 3a0bIBaeT.

Pemrenue: ABToMaTuueckas 3agada
IIpaBusio B CRM:

Ecmi: Bxopsiumit 3BOHOK NpOMyIeH
IeiicTBue &

1. Cosparb 3amauy «Ilepe3BOHNTH KIMEHTY»
HWcnonanrens: Krto mpomycTHin 3BOHOK
Hennaitn: Yepes 15 MuHyT
IIpnopurer: Beicoknii

2. OtrnpaBuTh push-yBeJOMIIEHHE MEHEKEpY

3. Ecim ne mepesBonmn 3a 30 muHyT - yBefomnTh POIla

Bitrix24:
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CRM - Hacrpoitku - PoGotbl = Tpurrep: IlponyiieHHblii 3BOHOK
IeiictBue: Cosparh 3ajady
Haspanne: Ilepe3BOHUTL KIIMEHTY (TIPOIYILEHHbII )
OrBercTBeHHbI: (=OTBETCTBEHHBI 32 KOHTAKT)
Kpaitanit cpok: Texymee Bpems + 15 MHUHYT

Omucanne: Kmment 3Bonmn, Ho He fo3BoHmics. CPOYHO mnepesBoHuts !
AmoCRM:

Hactpoitku - Digital Pipeline - Tpurrep: IlpomyiieHHbI 3BOHOK

Jeitcteue: Cospars 3apauy - Tun: 3BoHok - [epmaitH: +15 MuHYT

YBenomiieHUs MeHeKepy
Push Ha paGouem croJe:

@ Ilponymennsli 380HOK
Kmaenr: +7 495 123-45-67 (OOO «TexIIpom» )
Cospana 3ajava: [lepe3BoHnTH Yepe3 15 MHUHYT

[[To3BonuTh ceituac ]

SMS:

IIponymen 3BoHOK oT +7 495 123-45-67. Ilepe3BonuTe B TeueHHe 15 MUHYT.
Telegram-Gor:

! Tlponymuiennblii 3B0HOK OT KmueHTa «TexITpom»
Cpenka: 350,000 P
Bajava: Ilepe3sonnth yepe3 15 MuH

/TNO3BOHHTD

Kusas gemoHcTpanuna: nogxaouenue resgaedponnu k CRM

Cuenapuit

Kommnanus «AnsdaCrpoii» BHeapsier AmoCRM. HyxuHo nogxmounts IP-renedonuto Mango Office.

IIIar 1: Perucrpanusa 8 Mango Office

1. Ilepeiittn na caiitr mango-office.ru

2. Peructpamusi - YkazaTb email, Ha3BaHWe KOMIIAHUN

3. BoiGparb Tapudp: «Bushec» (350 P/mec/coTpymHuK )

4. Kymurbs Homep: Iopojckoit Homep Mockebl +7 495 XXX-XX-XX (250 P/mec)

5. Hacrtpours Mapmpytnsaumio: 3BOHKM Ha Homep - Omjen mpojax (3 MeHepkepa)

Iar 2: IlToaxaoueHue uaTerpanu B AmoCRM

AmoCRM - Hactpoiiku - HMurerpampn - Haittu «Mango Office» - ¥YcraHoBuTh
ABTopu3anus :

- VYkaszatb VPBX ID (u3 JM4yHOro KabmHera Mango Office)

- Ykaszarb API Key (Mango Office - Hactpoiiku - API)

CoxpaHuts

IIIar 3: HacTpoiika npaBui

AmOCRM - Hurerpammn - Mango Office - Hacrpoiiku

IpaBuna:

COSJlaBaTI: KOHTAKT IpU I€PBOM 3BOHKE
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COSJ_laBaTb CACJIKY 0pyU 3BOHKE OT HOBOIO KJIMEHTA
Boponka: ITpopaxku
Dran: Hosasi 3asiBka

OrBercTBeHHbI1: KTO TpuHIN 3BOHOK
Co3paBath 3afauy NpH NPOMYLIEHHOM 3BOHKE

Tun 3agaun: 3BOHOK

Haspanue: Ilepe3BoHuTh (MnpoIyLIEHHBII )

Hennaitn: +15 MuHYT

3anuceiBaTh BCE 3BOHKH

XpaHutb: 6 MecsiueB

CoxpaHHUTb

Hlar 4: YcranoBka codrdoHa 111 MEHETKEPOB

1. Ckauarb npuinoxenne Mango Talker (ans Windows/Mac) WM HCHONB30BaTh Opay3epHYIO BEPCHIO

2. BoitTu ¢ y4ETHBIMHM JIJaHHBIMM (BBIIAET AAMUHMCTPATOP )
3. IlpoBeputh: TecToBbII 3BOHOK Ha JPYroro MeHe/Kepa

4. HacTpouth TapHUTYpy (MUKPOOH + HAYIIHHKH )

Hlar 5: TectupoBanue
Tecr 1: Bxoasauuii 3BOHOK OT HOBOTO KJIMEHTA

JevictBue: [lo3BOHNTH Ha HOMEp KOMIIAHMH C MOOHIIBHOIO
OxujaHue :

— 3BOHOK npuHST uepe3 codTdoH

- B AmMOCRM cO3[aH HOBbIIl KOHTaKT C HOMEPOM

- Cospana cuenka «HoBasi 3astBKa»

- 3BOHOK 3ammcaH

Pesynbrar: PaGoraer
Tecr 2: Ucxoaamuii 380HOK (click-to-call)

HeﬁCTBV[C: OTKprTI:. KapTO4Ky KOHTaKTa, KJIWUKHYTb Ha HOMEpP
Oxupanue :

- Codrcpon HabUpaeT HOMEpP aBTOMATUYECKU

— 3BOHOK 3anuchiBaeTCs

- B ucropun cpenku uKCUpyeTcs MCXOSIIMi 3BOHOK

Pesynbrar: PaGoraer
Tecr 3: IIponynieHHbII 3BBOHOK

Jevictue: Ilo3BoHNTH Ha HOMep, He OpaTh TPYOKY

OskujaHue
- B AmOCRM cospana 3ajaya «Ilepe3sBonuTb» c paepnaiiHom +15 MuH
— Menepkep nonmyunn push-yseomieHue

Pesynbrar: PaGoraer

HPOHBI/IHyTafI AHAJINTHUKA 3BOHKOB

MeTpHuKH /I OTAEIA MPOAAMK

MeTtpuxka dopmysa

KosinyecTBO 3BOHKOB B IEHD Vcxopsinue + BXOJSIHe
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Hopma

30-50

Kpacnas 3oHa

<20



MeTtpuxa Dopmyaa Hopma Kpacnas 3o0Ha

CpeaHada JJIUTEJIbHOCTh 3BOHKA CyMMa BpeMeHH / KOJIMYeCTBO 5-10 MHH < 3 MUH
KonBepcus 3B0HOK — BeTpeda (Berpeun / 3BoHKH) X 100% 20-30% <10%
% MPOIYIIEHHBIX 3BOHKOB (ITpomymennsie / Bxoasmiue) x 100% <5% > 15%
Bpems oTBeTa Ha 3BOHOK CpeziHee BpeMsi 10 IPHHATUS < 10 cex > 30 cex

OTY4éT <KAKTUBHOCTH MEHE/[’KEPOB IO 3BOHKaM»

CroJ161bI: - MeHemxep - IcXOAANIIMX 3BOHKOB - BXoAAmuX 3BOHKOB - [IpOIIyIeHHBIX 3BOHKOB (%) - CpefHss [UINTEIbHOCTD - KOHBEPCHA B CHETIKY
(%)

IIpumep:
Hpan [lerpos 45 ucx, 23 BX, 2% nmpomym, 7 MuH, 25% KOHB
Mapusi MBanosa 38 ucx, 19 Bx, 5% mpomyni, 9 muH, 30% KOHB

Cepreit Cupopos 12 wncx, 8 BX, 18% mponym, 3 muH, 8% KOHB /!

BeiBoa;: Cepreii pa6oTraeT IJ10X0. 3BOHKOB MaJIo, IIPOIyCKAaeT 4acTo, pa3rOBOPBI KOPOTKUeE, KOHBepcHsA HU3KasA. HykHa paboTa Haz onrmOKaMu.

O1uéT «MICTOUHHKH 3BOHKOB» (€ KOJLI-TPEKUHTOM )

Ecnn IIOAK/IIOYEH KOJUI-TPEKUHT (/:[I/IHaMI/I‘-IeCKI/Ie HOMepa U1 Pa3HbIX PEKJIaMHBIX KaHaJIOB), MOKHO OTCJIE/ITUTD:

HcTouHuk 3BOHKOB KoHBepcusa CTOMMOCTH 3BOHKA ROI
Anpexc./lupext 120 15% 450 P 280%
Google Ads 80 12% 620 P 190%
Facebook Ads 45 8% 890 P 95% A
Oprasnuka (SEO) 35 25% oP ©
Pexomenganun 20 40% oP ©

BeiBoa;: Facebook Ads paGoTaet 110x0 — HU3Kasi KOHBEPCHs, BHICOKAs CTOUMOCTD 3BOHKA, ROI mouTu HysieBoi. Ype3ars OI0/2KeT WX OCTAHOBUTD.

Speech Analytics: aBToMaTHUYECKUI aHAJIN3 3BOHKOB uepes Al

Yro Takoe Speech Analytics

VIcKycCTBEHHBIM HHTE/UIEKT CJIYIIaeT 3alMCH 3BOHKOB, paciindpOBHIBAeT, aHAIU3UpyeT: - KiioueBble cyioBa (YIIOMUHAIHCH JIM «CKUZKA»,
«KOHKYPEHT», «JIOpOr0») - IMOIMOHAIBHBIN TOH (KJIMEHT Z0BOJIEH, pas3/pakéH, Heitpasen) - Cobiro/ieHne CKpUnTa (MeHepKep MPeCTaBUICs?

3aias1 HyKHbIe BOIPOCHI?) - IIpHIuHBI 0TKa3a (II0ueMy KIHeHT He KyIIH)

IIpumepsI aHaIN3a
3BoHOK NO1:

JmrenbHOCTb: 8 MMH

DOmouun knvenTta: Ilo3uTuBHble (85%)

KmoveBple coBa: «Xopoluee MNpeAIoXKeHne» , «MOAyMaio» , «IEPe3BOHIO»

Ckpunr: CoOmoféH (MeHeKep MNpeACTaBWiICS, 3afanl 5 KBamu(HUIMPYIONIUX BOIPOCOB)

Iporno3: Cpenka BepositHa (70%)
3BOHOK N22:

JIMTeNbHOCTb : 2 MHH

Omounn kimeHta: HeratuBHbie (60%)

KrmroveBple croBa: «Joporo», «y KOHKYPEHTOB JeIIeBE» , «HE HHTEPECcHO»
Ckpunr: He coOGmonéH (MeHemkep cpasy Ha3Bajl LEHY, HE BBISBUI NMOTPEOHOCTD )

Iporro3: Orkaz (95%)

59



BeiBoa: Menemxep B 3B0HKe N22 paGoTal IUIOX0 — He CJIe[[OBJI CKPUIITY, He 0TpaboTasl Bo3paxkeHHe «1oporo». HyxHo obyueHue.

I'ne moctynmHO
« Mango Office: PeueBast anayuTuka (J011. Ousi, +1000 B/mec)

« Salesforce Einstein: Berpoennas Al-aHaiuTHKa 3BOHKOB

« CroponHue cepBucsr: Calltouch, Comagic (unrerpanus uepes API)

TUDMYHbIE OINMOKH U KaK UX N30e:KaTh

Omuo6ka 1: ILltoxoe KauecTBO 3ByKa
IIpo6GJiema: KineHT He CIIBIIINAT MEHEKepa, ePeCIpaIinBaeT, pa3ipaxaercs.

IIpuuunsel: - [lemésas rapauTypa - Ilnoxoi unTepHer (1 VoIP Hy:xHO MHHMMYM 1 M6uT/c Ha 3BOHOK) - OducHBIN 1IyM (MeHeKepbl CHIAT

PAZOM, CJIBIIIHBI IPYyTHE PA3TOBOPHI)

Pemenue: - Kynuts kadecTBeHHble rapHUTYPHI (Jabra, Plantronics) — ot 3000 P - IIpoBepUTbh CKOPOCTh HHTEPHETA, UCIIOIb30BATH IIPOBOLHOE

No/IKJII0YeHHe - VICop30BaTh TaDHUTYPEI C IIyMOTIO/IaBJIeHUEM

Omuoka 2: /lyoimpoBaHu€e KOHTAKTOB

IIpoGaema: KineHT 3BOHHUT C MOOWJIBHOTO +7 916 123-45-67, CO3MAETCsA KOHTAKT. Uepe3 HeNeso 3BOHUT ¢ OPHUCHOTO +7 495 987-65-43 —

co3zaéres BTOPOH KOHTAKT. [ly6iru.

Pemenue: - HaCTpOI/ITb ACAYIUINKAIIUIO 110 UME€HHU U KOMIIaHUU - Hcnosnp30BaTh mosie «Z[OHOJIHI/ITEJII)HBIE TeJIe(I)OHLI» - Pery)mpHo IIPOBOOUTH

ouncTky 6a3bl (0ObeHEHHE /1yDIIeit)

Ommuo6ka 3: He caymaror 3anucu
IIpo6aema: 3anucu 3B0HKOB xpaHATcsA B CRM, HO HUKTO UX He ciiyinaet. TOJIKy HOJIb.

Pemenue: - ExxeneznenpHas npakruka: POII ciymiaeT 5-10 cylydaliHBIX 3BOHKOB KaXKZIOTO MeHezpKepa - Pa3bop Ha IulaHEpKax: Jydliue 3BOHKU
(yuumest) u xyammve (paboraem Haj omuOkamu) - YeK-JIMCT KavyecTBa 3BOHKA: IPE/CTABUJICH, BBIABUJ MOTPEOHOCTH, OTPAbOTA BO3PasKEHVIs,

Ha3HAYWI CJIETYIONTUH 1Iar

Omuoka 4: Her ckpunra 3BOHKa
IIpoGaema: Kaxxaplil MEeHeKep TOBOPHT ITO-CBOeMy. KauecTBO XaOTHUYHO.

Pemenmne: - Co3/1aTh CKPUNT 3BOHKA (IIPUBETCTBHE, BONIPOCHI, IPE3EHTAIVsA, 3aKpbITHE) - He JKECTKUI TeKCT, a CTPyKTypa pasroBopa - O6yunTh

MEHEPKEPOB, KOHTPOJIUPOBATH YE€PE3 3alICU

Ketic: kak nHTErpanusa Ttejie(oOHNN yBEJIUINIA MMPOAAKU HA 60%

Komnanusa

ABTOCGpBI/IC «MaCTep», 5 MeHeKepoB, 300-400 3BOHKOB B MECAIL.

IIpoGaema K0 MHTErpanuu

e 40% 3BOHKOB IPOITyCKAINUCH (MeHe/[Kepbl ObLITH 3aHATHI, 3a0bIBAIN IEPE3BAHNBATD)
o Her ucropuu o61eHus (KJINEHT 3BOHUT BTOPOU pa3 — MeHe/’Kep He IIOMHHUT, O YEM TOBOPHUIIN)
o POII He 3HaeT, KaK MeHEKePhI 00IAI0TCSI ¢ KJINEHTAMK

. HeIIOHHTHO, KakKas pexjiaMa IpUBOJUT KJIINEHTOB (KOHTeKCT nim TapreT)
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Pemenue

Iar 1: ITogxmrounnu Sipuni (6roxetrass ATC) + AmoCRM.

Iar 2: HacTpousu aBTOMaTHYECKOe CO3/IaHUE C/eJIOK IIPU IEPBOM 3BOHKE.

IIar 3: HacTpowin aBTOMaTHYECKHE 33/Ja9l Ha IPOIyIeHHbIEe 3BOHKHU (II€PE3BOHUTD Ye€pe3 10 MUHYT).
IIIar 4: BxIioynin 3anuch BceX 3BOHKOB.

IIar 5: ExxeHe/ie/IbHbBIE IIJIAHEPKY € IIPOC/IYIITNBAHUEM 3BOHKOB (JIydIlIMe U Xy/LINE).

Iar 6: [ToAK/II0YIIN KOJUI-TPEKUHT (pa3Hble HoMepa st Auznexce.lupext u BKonTakTe).

PeSyJ'IbTaTbI yepes 2 mecana

« IIpomyimeHHbIe 3BOHKU: 40% — 3%
« KoHBepcusa 3BOHOK — 3aIIMCh Ha cepBHUC: 25% — 40% (+60%)

« BeIpyuka: +60% pu TOM ke 6I0/1PKeTe Ha peKIamy

Y9ro CpaﬁOTaJIO: 1. HepeCTaJm TEPATh KJIMEHTOB M3-3a IPOILYIIEHHbIX 3BOHKOB 2. I/ICTOPI/IH 06]_LleHI/I$i — KJIMEHTBI JOBOJIbHBI, YTO UX IIOMHSAT 3.

Koutposp kauecTBa — yopasiu «I1wtoxue» ¢ppasbl U3 pa3roBOPOB MEeHEKePOB 4. ONTUMH3AIUsI PEKJIaMbl — OTKJIIOUMIIN Hed(pheKTHBHbIE KAaHAIIB

IIpakTUUyeckoe 3agaHue

3ananue 1: Beioepure ATC i1 Banrero 6usHeca

OtBethbTe Ha BOIPOCHL: 1. CKOJIBKO MeHeKepoB Oy/ieT paborats ¢ Tesedonuei? 2. Kakoit 6107pxer rotossl Boiennts Ha ATC B mecsan? 3. Kakue

uHTerpanuu Hy>kHbl (AmoCRM, Bitrix24, HubSpot)? 4. Hy»xeH i KOJUI-TPeKHUHT (OTC/I€KMBAHNE UCTOYHUKOB 3BOHKOB)?

Bri6epute ATC 110 KPUTEPHSIM.

3amanue 2: [Togxaouure narerpanuo CRM + reaedonnsa

1. 3aperucrpupyiirecs B BBIGpaHHO# ATC (MOKHO T€CTOBBIH IIEPUOJ)
2. [TogximounTe uHTerpanuo ¢ CRM
3. Hacrpoiite npaBuia: aBToco3/jaHie KOHTAKTOB, aBTOCO3IAHHE C/IeJIOK, 3aaYH Ha IIPOIYIeHHbIe 3BOHKU

4. IIporectupyiire: BXOAAIINH 3BOHOK, UCXOAIINH, TPOIYII€HHbIH

3aganue 3: Co3gaiTe OTYET KAKTUBHOCTD I10 3BOHKAM»

Bukerst: 1. KosmyecTBO 3BOHKOB 10 MeHeKepaM (MCXO/sAIre/BXOAsAIINe) 2. % MPOIYIIeHHbIX 3BOHKOB 3. Cpe/iHss JJINTETbHOCTh 3BOHKA 4.

KOHBepCI/IH 3BOHOK — CAEJIKa

Hrorn

B aTOM ypOKe BBI y3HAIIU:

o IP-resedonnsa — obnaynas ATC 6e3 ¢pusmueckoro o60pynoBaHus, paboTaer yepe3 HHTEPHET

« Tom ATC: Mango Office (siuzep), Sipuni (reméso), Zadarma (mesxayHapoabie), Novofon (KoJI-1ieHTpbI)
o HNuTterpanusa ¢ CRM — ka/1plii 3BOHOK aBTOMATHUeCKN (GUKCUPYETCS B KAPTOUKE KIIHMEHTa

o Click-to-call — ojuH KK Ha HOMED, 3BOHOK aBTOMATHYECKH HAUNHAETCs

« 3anuch 3BOHKOB — KOHTPOJIb KauecTBa, pa30op KOHMIINKTOB, 00yueHHe MeHe/IPKEPOB

« ABTO3aJa4¥ HA MPOMYIIEHHbIE — FAPAHTHUSA, YTO KIIHEHTY II€PE3BOHAT

« Speech Analytics — Al anau3upyeT 3BOHKH, BBIIEJISET KIIIOUYEBbIe CJI0BA, SMOLIUHU, COOJII0/IEHIE CKPHUIITA

Wnrerpanusa CRM c TesedoHHENl — OHO U3 caMbIX OBICTPOOKYIIAeMBIX BHeApeHHU. OKyIaeTcs 3a 1-2 MecsAIa 3a CUET CHIDKEHHSA IPOITYIIEeHHbIX

3BOHKOB U ITOBBIIIEHNUA KOHBEPCUU.
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B ciemyomeM ypoke — HHTerpanus ¢ IOYTOH U MecceHpkepaMy. Kak cobpaTh Bce kaHaibl koMmMyHuKkanuu (email, WhatsApp, Telegram) B ogaoM

okHe CRM.

I'nasa 8. IHTEerpamnusa ¢ moYTOM M MECCEeH/IKepaMu

Beeaenue

COBpEMEHHBIH KJIMEHT He X0ueT 3B0HUTh. OH IpeznounTaeT Hanucath: B WhatsApp, Telegram, email, Viber, Instagram Direct. U ecyin Bai 6usHec

HE pa60TaeT C 39TUMU KaHaJIaMH — BBI TEPSAETE OT 30% A0 70% IIOTEHITUAJIBHBIX KJINEHTOB.

Ho BoT mpob6iiema: MeHeKep mosydaer cooOueHus u3 5-7 pasubix Mect. WhatsApp nHa tenedone, Telegram Ha kommbioTepe, email B Gpaysepe,

Instagram B npunoxeHuu. Xaoc. CooOIEeHHs TEPAIOTCS, KJIMEHTHI OCTAIOTCA 6e3 OTBeTa.

Nurerparnus CRM ¢ mouToi U MecceH/pKepaMu pelraer 3Ty npobiemy. Bee kaHaabl KOMMYyHHUKAIUU cobupaioTes B ogHoM okHe CRM. Menemkep

BUIUT BCE COOGH.IEHI/IH OT KJINEHTAa B OﬂHOﬁ JIEHTEe, OTBE€YaeT U3 CRM, BCA UCTOPHUA COXPAHAECTCA B KAPTOYKE CACTIKH.

B atom ypoke MbI pazbepéM, kak uHTEerpupoBarth email, WhatsApp, Telegram, Instagram u apyrue xananasi ¢ CRM, co3aaTth OMHHUKAHATIBHYIO

cucTeMy KOMMYHHUKAIIMH U aBTOMATU3UPOBATh 00pabOTKY BXOZAIINX COOOIIEHU.

Email 8 CRM: npuBA3Ka HOYTHI K CAEJTKAM

IIpo6saema: moura otaeasH0, CRM oTaeasHO

Tunwmunad curyanus: - Knuent numrer Ha info@company.ru - Menemxep orBedaer u3 cBoeit mouts! (Gmail, Outlook) - Ilepenucka He coxpaHsaeTcs

B CRM - JIpyroii MeHe/»Kep OTKPBIBAET KaPTOUKY CeJIKU — He BUAUT Iepenucku - POII He 3HaeT, UTO MHUCAIH KIMEHTY U YTO 00elaniu

PesyspTaT: IoTEPs KOHTEKCTA, AyOIHpOBaHUE PAGOTHI, KOH(IIUKTEL.

Pemenue: narerpamus email c CRM

JIBa criocoba:

1. CBA3b TMIHOM TOUYTHI MeHem:Kepa ¢ CRM

Memnepxep nozxiaodaer cBoit Gmail win Outlook k CRM. Bee nucbMa aBroMaTudecku: - [IpuBsA3bIBAIOTCS K KOHTaKTaM/czienkam (o email-agpecy)

- CoxpaHSIOTCSA B UCTOPUU - JIOCTYIIHBI Beell KOMaH/ie
Hacrpoiika B AmoCRM:

Hacrpoiikn - HWurerpamym - Gmail - IlopkmounTh akkayHT - Paspemmts pocTyn
IIpaBuna:
ABTOMATHYECKU CO3/1aBaTh KOHTAKT IIpU IUCBME OT HOBOI'O ajpeca
HpMBﬂSbIBaTb nucbMa K CYLIECTBYHOIUM KOHTAKTaM

CospaBath 3aauy «OTBETHTh Ha THCHMO» (€CIM MHCbMO HE OT MeHs )
Hacrpoiika B Bitrix24:

CRM - Hacrpoitku - Ilouyra - ITogkmrouuTb MOYTOBbINA SILMK
Tun: Gmail / Outlook / Mail.ru / Supekc.Iloura
ABropuzaums - BKIOYMTH CHHXPOHM3ALUIO
Tpasuna:

Ilucema momajator B CRM

Co3paBarh Bl U3 BXOSIIUX

2, O6uuit koprnopaTuBHbIi Ak (info@, sales@)
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Komnanus ucnosbayer obmuii email (sales@company.ru) /isi BXOASIIMX 3asABOK. ITOT AMUK mojkaodaercss Kk CRM: - ITHChMO NPUXOJUT HA
sales@company.ru - ABTOMaTHYECKU CO3Ja€Tcsl JIMJ/c/iesika - Pacupesessiercss Mexxay MeHeqkepamu (110 odepesu, 1Mo Harpyske) - MeHemxep

orBeuaer u3 CRM, KIHEeHT BUAUT OTBET ¢ sales@company.ru
Hacrpoiika B HubSpot:

Settings - Integrations - Email - Connect team email
Email: sales@company.com
IMAP/SMTP settings (from mail provider)
Rules:
@ Create deal from new email
@ Assign round-robin to sales team

Track email opens and clicks

OrciexxuBanue oTKpbsITU U KIuKoB (Email tracking)
HpOZ[BHHyTaﬂ (bmmca: CRM OTCJIEXKUBACT, KOT/ZIa KJINEHT OTKPBIJI ITUCbMO U KJIMKHYJI Ha CCBUIKY.

Kax pa6oraer: - Menemxep ornpasiser KII mo email us CRM - B mucsMo BeTpamBaeTcs HEBUAUMBIH IHKcesb (1X1 IPO3pavyHas KapTHHKA) -
Korzia KJIHEHT OTKpBIBAaeT IIUCHMO, IIMKCcesIb 3arpyxaercs ¢ cepBepa CRM - CRM ¢ukcupyer: «IIHCbMO OTKPBITO 15.04.2026 B 14:23» - Ecyiu KIHeHT

KJIUKHYJ Ha ccbUIKy — CRM dukcupyer KIUK

3aueM 3TO HYKHO: - 3HaTh, ynTan ju KiaueHT KII - Aromarudecku cosjaBaTh 3azauy: «Kiment orkpbur KII 3 pasa 3a wac — CPOYHO

03BOHUTH!» - [[OHUMAaTh, KaKKe nucbMa paboTarT (BHICOKHUI Open rate), Kakue HeT

T'ne gocrymHo: - HubSpot: Berpoeno Gecruiatio - AmoCRM: Berpoeno - Bitrix24: Yepes unrerpanuto ¢ eSputnik, SendPulse - Salesforce:

Salesforce Inbox (zom. MozyJIB)

Ia6/10HBI TUCEM: IEPCOHATU3AIUA U ABTOMATU3AIIHS

3auyeM HY:KHBI HIA0T0HBI

Mene/pKep Ka)/Ibli JIEHb OTIIPABJISET JECATKH OJHOTUIIHBIX muceM: - «Crmacubo 3a 3asBKy, CBSIKEMCS C BaMH B TedeHHe 4aca» - «BpIchLiao

KOMMePUYeCKoe Ipe/iIoskeHne» - « HanmoMuHaro o Hamieil Berpede 3aBTpa B 15:00»

ITucarp KaXK/plii pa3 BPY4YHYI0 — 110Teps BpeMeHH. [I1abI10HbI 95KOHOMAT 2-3 Yaca B JIeHb Hd KOMaH/y U3 5 MeHe/[’KepOB.

Coszmanue mao6aouna B CRM
IIpumep ma6aoHa «OrnpaBka KII»:

Tema: Kommepueckoe mpepmnoxkenue fmst {{company_name}}
obpeiit enb, {{contact_name}}!
Kak mn joroBopunuchk, BbICHIIAI0 KOMMepueckoe mpejoxkenue no {{product_name}}.

OCHOBHBIE napameTphl ¢
- llena: {{price}} pyb6.
- Cpok mocraBku: {{delivery time}} pueit

— Tapantusi: {{warranty}} ropa
Ecim y Bac BO3HMKHYT BONMpOChI — 3BOHMTE MO Homepy {{manager phone}} wumm oTBeuyaiiTe Ha 3TO NHCHMO.

C yBaxeHueM,
{{manager_name}}
{{manager_position}}
{{company name}}

{{manager_phone}}
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IlepemeHnHbIC (Hﬂeﬁcxon}lepbl): - {{contact name}} — uMsa KoHTakTa u3 CRM - {{company name}} — Ha3BaHHe KOMIIAHWH - {{price}},

{{product_name}} — MmOJIsI U3 CAEJIKU - {{manager_name}} , {{manager phone}} — JlaHHbI€ MEHeJI>Kepa

HpI/I OTIIpaBKe CRM aBTOMaTHYECKU II0ACTAaBJIAET peaJibHble 3HAUEHU .

Hacrpoiika ma610HOB
AmoCRM:

Hacrpoiiku - Illa6nonsr mucem - Coszparh 1aGIoH
Haspanne: Ornpaska KIT

Tema: Kommepueckoe mpepioxenne misi {{company} }
TekcT: [BCTaBUThL IIAGIOH C TMEPEeMEHHBIMH ]

CoxpaHuTb

Hcnonb3oBanue :

Kaprouka cpenkn - Ornpauth nucbMo - BbiGparh ma6non - Ilposepurs - Otnpasuth
Bitrix24:

CRM - Hacrpoiiku - IllaGnousl coobmennit » Email - Jlo6aBuTh wI1abloH
Haspanne: KII kmmenTy
Ila6noH: [TekcT ¢ #NAME#, #COMPANY#, #PRICE#]

CoxpaHutb

Hcnonb3oBanue :

Cpenka - Email - Ia6nom: KII kmmenty - OtnpaBuThb
HubSpot:

Sales - Templates - Create template
Name: Send quote

Subject: Quote for {{company.name}}
Body: [template text]

Save

Usage:

Deal - Email - Insert template - Send

ABTOMaTHUeckad OTIpPaBKa NHceM IO TPUITEpaM

IITa6710HBI MOKHO OTIPABJIATH ABTOMATUIECKH.

IIpumepsbI:

1. BrarogapHocTh 3a 3aABKy (Uepes 1 MUHYTY IIOCJI€ CO3AAHUSA CAETKH)

Tpurrep: Cpenka cosgana Ha arane «Hobast 3asiBKa»
Heitctue: Otnpasuth email

Ia6non: «Cnacn6o 3a 3asBKY»

Komy: Email koHTakTa

Bajepkka: 1 MuHyTa
2. Follow-up nocsie ornpasku KII (uepes 2 gus)

Tpurrep: Cpesnka nepesefieHa Ha stan «KII ornpasneHo»
Jeiictue: OtnpaButh email (3aepkka 2 JHs)
Ia6non: «Hanomunanne mo KIT»
Tekcr: «[lo6pbii aenn! HamommHaio o KOMMepueckoM mpefiokeHnmn. Ecim ecThb BONPOCHI — 3BOHMTE . »

3. PeakTUBaIUs «XOJOAHBIX>» JUAO0B (4epe3 30 AHell 6e3 AKTUBHOCTH)

Tpurrep: Cpenka 6e3 aktuBHocTH 30 JHEi

Jetictue: OtnpaButh email
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Ila6noH: «Bbl ewg ¢ HamMu? »

Tekcr: «3ppascrByitTe! Mbl jaBHO He OOW@MMCH. MOXKET, YTO-TO HM3MEHWIOCH? Beé ew§ akTyalnbHO? »

WhatsApp Business: nuarerpanus uepes3 API u arperaTopsi

ITouemy WhatsApp — must-have xaunan

Crarucruka: - 98% open rate (email — 20-30%) - Cpeuuii oTBeT KIreHTa — 90 cekyHz (email — 9o munyT) - KonBepceus WhatsApp-iui0B Ha

30-40% BbIIIE, YeM email-1um08

WhatsApp — camblii 1nuHbIi KaHat. KiareHT Beerza ¢ tesieOHOM, COOOIIEHUs YNTAET MTHOBEHHO.

JIBa cmoco6a narerpanuu WhatsApp ¢ CRM

1. WhatsApp Business App (6ecriaTHo, HO OTPaHHYEHO)
ILxrockr: - BecrmaTHo - [IpocTast HacTpoiika (5 MUHYT)

Munycser: - PaGoraer TosbKO ¢ oHOrO Tesiedona - Her unterpanuu ¢ CRM (TOJIBKO py4YHOE KOIHMpOBaHHUe) - Hesb3si MOAKIIOUUTH HECKOIBKO

MEHEZKEPOB

BeiBoa: IToaxoaut /it MUKpoOu3Heca (1 uesoBek). [t KOMaH/1bl He TOZUTCS.

2. WhatsApp Business API (1u1aTHO, HO TPOod eCCHOHATIBHO)

ILmrochr: - HeckosbKO MeHe/KepoB paboTaloT ¢ OfHUM HOoMepoM - IlosHas uHTerpamus ¢ CRM - ABTOMaTHuYecKue COOOLeHMs, 4aT-00ThI -

ITa6s0HbI coobuienuit ¢ onobperuem ot WhatsApp
Munycsl: - [InatHo (ot $50/Mec) - HyxeH arperatop (mocpenuuk mexxy WhatsApp u CRM)

Arperarops aias Poccuu u CHI':

CepBuc IIena HHaTerpanumn Pdumka

Wazzup24 Ot 990 P/mec AmoCRM, Bitrix24, Retail CRM Yar-60Tbl, MaCCOBBIE PACCHIIKH
Chat2Desk Ot 1500 2/mec Bce Tot CRM + Telegram, VK OMHUKaHAJIBHOCTh

Twilio Or $50/mec API jy1s1 pazpaGoOTYMKOB MesKAyHapOo/iHbIe KOMIIAHUH
GreenAPI Ot 600 P/mec API, Webhook JIémeBo, HO MeHbIe QYHKIUI

Hacrtpoiika WhatsApp uepe3 Wazzup24 + AmoCRM
ITar 1: Perucrpanua B Wazzup24

1. Ilepeittu Ha wazzup24.com
2. Perucrpaumst » Ykaszarb HoMep TeiedoHa st WhatsApp Business
3. Boi6pars Tapud: «Crangapr» (990 PB/mec)

4. TlopTBepanTh HOMEp (MOMYYUTh KO 1O SMS)
ITar 2: KUaTerpanusa ¢ AmoCRM

Wazzup24 - Hurerpauum - AmoCRM - YKasarh mnojiomMeH AmoCRM - API-kmou - Ilogkmounts
IIpaBuna:

Co3paBarh C/IeIKy NpY NEPBOM COOGLISHMI

HpMBﬂSbIBaTb COOG].L(CHV[SI K CyHIECTBYIOLIMM KOHTaKTaM

OTtnpaBnaTh coobuiennst n3 AmoCRM
IIIar 3: TectupoBaHnue

1. Kmuent mumer B WhatsApp Ha HOMEp KOMIAHUU
2. B AmMOCRM aBTOMATMUYECKM CO3[AETCs CHesKa
3. BcrubiBaeT yBeIOMJIEHHE MEHEKepy

4. Menemkep oTBeyaeT M3 AMOCRM - KJMEHT mojy4aeT oTBeT B WhatsApp
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ITa610HBI cooomenuii WhatsApp

‘WhatsApp TpebGyeT omo6peHus n1aba0HoB (11 IPeAOTBPAIeHUs Clama).
IIpumMep 070GpPEeHHOrO A0 0HA:

3ppasctByitre, {{1}}!

Cracu6o 3a 3asBKy. Bam 3aka3 W{{2}} mnpuHsir B 00paGOTKY .

Croumoctb: {{3}} py6.

O)Knuaﬁ're 3BOHKa MEHE/KE€pa B TEYEHME Haca.
IlepemeHHbIe: {{1}} —uMs, {{2}} — HOMep 3akasza, {{3}} — cymma.

IlIa6s10H oTHpaBsIsAeTcs Ha Mozepanuio B WhatsApp — oobpsieTcs 3a 24 yaca — MOKHO HCIOJIb30BaTh.

Telegram: 60tbI 1 nHTerpanus ¢ CRM

3auem uHTerpupoBartsh Telegram

IIpeumymiecrsa: - [Tomyssiper B CHI (ocob6enHo B Y36ekucrane, Kazaxcrane, Poccun) - Botsl /iyist apromaTu3anuu (kBasudukanys guios, FAQ,
3aIlUCh HA BCTPeYy) - YBeIOMJIEHUsI MeHeKepaM (HOBast C/1eJIKa, MIPOIYIIeHHBIN 3BOHOK) - BpIcTpast KOMMyHUKAIus (KJIMEHT MULIET — MeHeKep

otBevaeT u3 CRM)

HNurerpanusa Telegram ¢ CRM

JIBa cieHapus:

1. KimuenT numrer B Telegram-6oT — co3xaérea caesxka B CRM
IIpumep: Bot 114 3anucu Ha KOHCY/IbTAIUIO.

Knuent otkpbiBaer 6ora @YourCompanyBot

Bor: 3ppasctByiite! XoTuTe 3ammucaThcss Ha KOHCYJILTALIO?
Knuenr: [a

Bor: Kak Bac 30ByT?

Knuenr: WBan

Bor: Bam Homep Tesedona?

Kmuenr: +7 916 123-45-67

Bor: Yjnobuoe Bpems?

Kanenr: 3aBtpa B 15:00

Bor: Ormmuno! 3ammcan. Oxujaiite 3BOHKA MEHEKepa /sl TOATBEPXKICHMS .

- B CRM co3faércst cyieska:
Konrakr: MBan, +7 916 123-45-67

Bajjaua: Ilo3BoHuTh 3aBTpa B 14:45 (3a 15 MMH JI0 BCTpeuM)
Kaxk HacTpouTs:
Uepes Chat2Desk vtu mpsiMyio HHTErpamuio:

Chat2Desk - Telegram - Cosgarh Gora - Ilopkmounth K AmMOCRM
Cuenapmit 6ora:

1. IlpuBercTBHE

2. 3Banpoc MMeHM - cOXpaHUTb B noie “Mwms"

3. Banpoc renedona - coxpauuth B mone "Tenecdon"

4. Banpoc BpeMeHM - CO3[aThb 3ajlady MEHEKepy

5. Cosparb cjienky B AmMOCRM

2. YBegomieHus meHem:kepam B Telegram

IIpumep: Hosas 3asBKka — yBegoMleHue B Telegram.
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Knuent ocraBun 3asBKy Ha cailte - co3jaHa cjenka B CRM

- Menepkep nosyvaer coobuieHne B Telegram:

/A Hosasi 3asBKa!

Mwsi:

WBan Ilerpos

Tenedon: +7 916 123-45-67

Ucrounnk: Supekc . [Inpekt

Cpenka: 250,000 P

[TTo3Bonuth] [Hamucars B WhatsApp] [OtkpbiTh B CRM]

Hacrpoiika B AmoCRM:

AmoCRM - Hactpoiiku - Webhooks - Co3uate webhook

CoObiTiie: Cresika cosjiaHa

URL: https://api.telegram.org/bot<TOKEN>/sendMessage

ITapameTpsi :

chat_id: <ID wyarta MmeHemkepa>

text: "HoBas 3asBka! Mwmsa: {{contact.name}}, Temedon: {{contact.phone}}

OMHUKaHAJIbHOCTH: BCE€ KAHAJIBI B OJHOM OKHE

Y10 Takoe OMHUKAHAJIbHOCTH

KinenT Mozker Hanmcatb: - B WhatsApp - B Telegram - B Instagram Direct - B Facebook Messenger - B VK - ITo email - II03BoHHTB 110 TesieoHy

MeHe/pKep BHAUT Bee cO00IeHUst B 0AHOM JieHTe B CRM. OTBeuaeT U3 0/{HOTO OKHA.

IIpeumymecrBa: - He Hy)XHO IepeKyIlodaThCs MeX/y 7 NPUIOKEHUAMHU - Besd MCTOPUA KOMMYHUKAIMU B OJHOM MecTe - MeHeKkep MOJKET

TIO/IXBATUTH JUAJIOT KoJuteru (ecyiv TOT Ha 601pHIYHOM) - POII BUAUT Bee obpalieHus B peabHOM BPEMEHU

OMHuKaHaJIbHBbIE ITIAT(HOPMBI

ILrardpopma Kanassr

Chat2Desk WhatsApp, Telegram, VK, FB, Instagram, Viber, email
Wazzup24 ‘WhatsApp, Telegram, Viber, Instagram

Carrot Quest Yar Ha caiite, email, push, Telegram, VK

JivoSite Yar Ha caiite, WhatsApp, Telegram, VK, FB

HacTtpoiika omHuKaHaabHOCTH Yyepe3d Chat2Desk

IIIar 1: IIoAKIIOYUTH BCE€ KAHAJIBI

Chat2Desk - Kananbi - [Jlo6aBuTh KaHam

1.
2.
3.
4.

5.

WhatsApp Business API - IlogkmounTh HOMep
Telegram - Cosgath Gorta @YourCompanyBot
Instagram - I[logKIIOYHTbL aKKayHT

VK - IlojkmounTs rpymnimy

Email - [loakmounTh sMK support@company.ru

Ilar 2: UaTterpanua c CRM

Chat2Desk - Murerpamym - AmoCRM - [lopkmountsb

IIpaBuna:

Co3paBarh CJIEIKY NpU NEPBOM COOGLICHNI

IpuBsi3biBaTL BCce KaHAIbI K OJHOMY KOHTakTy (mo TenedoHy/email)

IIIar 3: PaGoTa MeHemKepa
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HuaTerpamuu ¢ CRM

AmoCRWM, Bitrix24, HubSpot, Salesforce
AmoCRM, Bitrix24, Retail CRM
AmoCRM, Bitrix24

AmoCRM, Bitrix24

Ilena

Ot 1500 P/mec
Ot 990 P/mec
Ot 2000 P/mec

Ot 0 P (6a30BbIi)



Menejpkep oTKpbiBaeT AMOCRM - Bkiagka «CooOGLieHus»

Byt euHyio JeHTy :
[WhatsApp] Msau Iletpos: Jlo6pblit ieHb, HMHTEpPecyeT Ball MPOAYKT
[Telegram] Mapus MpanoBa: OrnpaBbTe Tpaiic, NOXaIyicTa

[Instagram] @alex_smith: CKOIbKO CTOMT JOCTaBKa?

MCHCII)KCP orsevyaeT U3 AMOCRM - KIMEHT noJiy4ya€T OTBET B TOM KaHaJ€, OTKyJa mucall

7KuBoii uat Ha caure: BuakeT — CRM — MeHemxep

3aueM Hy:KEH JyaT Ha caiire

CraTucTHKa: - 40-50% 1oceTuTesIel caiita MpeANoYNTAIOT YaT, a He 3BOHOK - KOHBepcusi ¢ uaTtoM Ha 30% Bbiiie, ueM 6e3 Hero - Cpe/iHuUil OTBET B

yare — 2 MUHYTHI (3BBOHKA KJIMEHT MOJKET JKJAaTh 10-15 MUHYT)

YaT — 3TO HEHABA3YUBBI C110c06 cBsi3aThest. KimmeHT Moxer 3a7aTh BOIIPOC IIPAMO ceﬁqac, He OTPBIBAACH OT IIPOCMOTpaA caira.

HOHyJI}IprIe BU/IZKETbHI UaTa

Buker Ilena HHTerpamun dunrka

JivoSite Oro?P AmoCRM, Bitrix24 BecrutaTHbli Tapud, MyJIbTHKAHATIBHOCTD
Carrot Quest Ot 2000 2/mec AmoCRM, Bitrix24 ABTOMaTHYECKHE COOBIIEHHU, JIU/I-CKOPUHT
Envybox Ot 990 P/mec AmoCRM Bupker 06paTHOTO 3BOHKA + 4aT

Bitrix24 Open Lines Oro?P Bitrix24 Berpoeno B Burpuxce

Hacrtpoiika JivoSite + AmoCRM
IIIar 1: Perucrpamus B JivoSite

1. Iepeittu Ha jivosite.ru

2. Perucrpamust - Ykazarb email

3. YCTaHOBUTH KO BHKETa HA CAlT (CKOMMpoBaTb JS-KOJ, BCTaBUTh mnepey </body>)
4. Yar nosBUICS Ha cailte

Hlar 2: HaTerpanua ¢ AmoCRM

JivoSite - Hacrpoiiku - Wurerpanum - AmoCRM - [lopkiounts
Ykaszatb noggomeH AmoCRM - API-kmou - CoXpaHuTb
IlpaBuna:

Co3paBaTh CeNKy NpH TEPBOM COOOIICHMI

IepenaBats UTM-MeTKM B CAENKY (OTKyJa NPUIIEN KIMEHT)
IIIar 3: PaGora MmeHexepa

Kinent OTKpbIBaeT cait - BUJUT YaT B MNPABOM HWXKHEM YIUIy = TIUUICT:

" 3/ipaBcTBYiiTE, CKOJLKO CTOMT Ball MPOAYKT?"

- MeHekep momyuyaeT yBeOMIEHHE (3ByK + BCIUIbIBaioliee okKHO B JivoSite)

- Otevaer: "[lo6pbui fenb! llena 3aBucuT OoT KommiekTamuu, oT 50,000 py6. Mory paccuMTaTh TOYHO? "

- B AmOCRM aBTOMAaTUYECKM CO3/IaéTCs CJeJKa C MCTOpHell vara

ABTOMaTHUUYECKUE IIPpUBETCTBUA U qaT-00ThI

Hpnmep ABTOMAaTHUYE€CKOIO IIPUBETCTBUA:

Knuent oTkpbiBaeT cafiT - uepe3 15 CeKyHJl BCIUIbIBAGT COOOLIGHWE B vaTe:

& 3ppasctsyiite! Mory nomoub ¢ BbIGOpoM? "
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IIpumep yaT-60Ta A1 KBATHUKAIUAN:

Bor: 3ppasctyiite! Yrto Bac mHTepecyer?

[Kuonka: ¥Y3mare neny] [Knomka: 3akasarb 3BoHok] [Kuomka: 3apgats Bompoc ]

Knuenr: Y3HaTh ueHy
Bor: [ns xoro mpopykT: st cebs wmm st GusHeca?

[dast ce6si] [dnst Gusneca]

Kimenr: [lns GusHeca
Bor: Ormmuno! OcTaBbTe KOHTAKT, MEHE[XKep PaccuMTaeT WHAMBUAYAIbHOE MPELIOKEHHE .

[®opma: Wwmsi, Tenedon, Email]

- JanHble oTmpaBistoTcss B CRM, co3faérest cpienka

Tunuugeie OINNOKHU M KaK UX U30eKaTh

Omuoka 1: MeaJIeHHBINA OTBET
IIpo6sema: Knuenr numrer B WhatsApp, meHe/pkep oTBedaet yepes 2 yaca. KJIneHT yike Kyl y KOHKYPeHTa.

Pemenmne: - Push-yBenomiienuss Menemkepam (Ha Tenedon + Ha kommbiotep) - SLA (Service Level Agreement): orBetuts B WhatsApp/uare B

TeueHHe 5 MUHYT - ABTOOTBeT: «I10JIydnsiu Baie cooblieHne, MeHe/[’Kep OTBETUT B TEUEHHE 5 MUHYT»

Omub6ka 2: ITorepa ucropuu
IIpo6aema: Knuent nucan B WhatsApp, IoToM IO3BOHIUI, IOTOM Hamnucas email. Tpu pa3HbIX MeHe)kepa, HUKTO He 3HAeT IIO0JIHOH KapTHHBL.

Pemenune: OMHUKAaHAIBHOCTD. Bee COOﬁHIeHI/Iﬂ 13 BCEX KaHAJIOB IPUBA3aHbI K OHHOfI KapTO4YKe KOHTaKTa.

Omuoka 3: Cmam
IIpoGaema: Komnanust OTIIpaBiisieT MacCoBbIe pekyiaMHble coobinenus B WhatsApp. KiineHTs! skasytoTces, HoMmep GJI0KUPYeTCsl.

Pemrenue: - OTIpaBsiIATh TOJIBKO TeM, KTO Jasl coIvlacue - cmosb3oBarh ofo6peHHble mabaonsl WhatsApp - He ormpasiATh waie 1 pasa B

HEJIeJ0

Oumuo6ka 4: Her mepcoHainzanuu
IIpo6Jema: [la6ion nuchbMa: «YBarkaeMblil KJINEHT, BbicbliaeM KII». Xoso/iHo, 6e31HKO.

Pemrenmne: Vcnonp3oBaTh nepemenuble: «J1o6pbrit genb, {{ms}}! Beicsimaem KIT mo {{IIpoaykT}}, KaK 1 JOTOBOPHUIUCE. »

Kejic: Kak OMHHKAaHAJIbHOCTH yBe/qmMuu/ia npogazKmv Ha 50%

KomnaHnus

VIHTepHeT-Mara3uH OfIe?/Ibl, 10 MEHE/I?KEPOB, 500-700 00paleHui B I€Hb.

IIpoGema 70 BHEAPEHUS

o Kiments! nucanu B Instagram Direct, WhatsApp, VK, email
o MeHe/Kephbl IEPEKTIOUaIICh MEKIY 5 TPUIOKEHUSAMHU, TEPSAIU COOOIIEHUS
* 30% CcOoO0IIEHUI OCTaBaIUCh 6€3 OTBETa

« Her ncropuu — xiueHT nucan B Instagram, morom 8 WhatsApp, MeHe/KepbI Ay0I1pOBaIi OTBETHI
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Pemienue

Iar 1: ITogxmioumnu Chat2Desk ¢ kananamu: WhatsApp, Instagram, VK, Telegram, email.
IIar 2: UaTerpuposaiu ¢ AmoCRM. Bce co00IIeHNUs aBTOMATHUYECKU CO3/IAI0T CEIKH.

Ilar 3: Hacrpowtu aBrootBeTsI: «I10sIydrin Bamie coobIeHne, OTBETHM B TEUEHUE 5 MUHYT».
HIar 4: SLA 111 MeHe/[KepoB: OTBETUTD B TeUeHUe 5 MUHYT, UHade HITpad.

IIar 5: ExxeHe/1eIbHBIN OTUET: CKOJIBKO COOOIIEHNH IIPOIIYIEHO, CPe[Hee BpeMsi OTBETA.

Pe3yJIIxTaTbI yepes 2 MmecAana

« IIpomyumeHHbIe cOO0mEeHus: 30% — 2%
« CpeaHee BpeMsA OTBETa: 35 MUHYT — 3 MHHYTBI
« KonBepcus o0paieHne — mokynka: 12% — 18% (+50%)
« Beipyuka: +50%
Yro cpaboTaso: 1. MeHe[Kephl II€PECTATH TePATh COOOIIeHHA — BCE B OJHOM OKHe 2. BBICTDBIN OTBET — KJIHEHTHI JOBOJIBHBI 3. Mcropmsa

O6I_LIEHI/IH — HE LLy6]II/Ipy}OT OTBETHI 4. ABTOMaTI/ISHIlI/IH — ABTOOTBETHI CHU3UJIU HAIDY3KYy

IIpakTUuuyeckoe 3aganue

3aganue 1: Uarerpupyiite email c CRM

1. ITogxmrounte cBoit Gmail wau Outlook k CRM
2. HacTpoiiTe aBTOMAaTHYECKOE CO3/[aHKe KOHTAKTOB IIPU ITUCbME OT HOBOTO ajipeca

3. OTIpaBbTe TECTOBOE ITUCHMO C IPYTOTO ajipeca — IPOBEPhTe, co3/1ascs i KOHTakT B CRM

3aganue 2: Co3maiiTe 3 madJI0HAa U CEM

1. «Criacu60 3a 3asABKy»
2. «Ornpaska KII»

3. «Hanomunanue o KII» (uepes 2 jHs1)

I/ICHOJ'I])3yI‘;ITe IIepeMeHHbIe: UMA, KOMIIaHUs, IIPOAYKT, [IeHa.

3ananue 3: Ioakaounte WhatsApp wiu Telegram

1. Beibepure arperatop (Wazzup24, Chat2Desk, GreenAPI)
2. Baperucrpupyirecs, nojkaounte Homep WhatsApp wiu cosnaiite Telegram-6ota
3. Nurerpupyiite c CRM

4. IIporecTupyiiTe: HAHUIIUTE COOOIEHNE — IIPOBEPBTE, CO3/IAIACH JIU CIENIKA

Hrorn

B 5TOM ypOKe BbI y3HAIIH:

« Email 8 CRM — Bce nuchbMa NPUBA3AHBI K KOHTAKTaM, HCTOPHS JIOCTYITHA KOMAH/IEe

o IITaGI0HBI MMCEM — SKOHOMAT 2-3 yaca B JIeHb, IePCOHAIN3ALINS Yepe3 [IepeMeHHbIe

« OrciexuBaHUe OTKPBITHH — 3HaeTe, Koraa kineHT npountan KIT

« WhatsApp Business API — npodeccuonanibHass HHTErparis yepes arperatopbl (Wazzup24, Chat2Desk)
« Telegram-6oThI — aBTOMATH3AIVsI KBATU(DUKAI[UH, YBEOMIEHIS MEHeKepaM

« OMHHMKaHaJIBHOCTH — Bce Kanabl (WhatsApp, Telegram, Instagram, VK, email) B ogaom okae CRM

« Yar Ha caire — KOHBEpCH:A Ha 30% BbIIIIE, 6bICTpaﬂ CBA3b C KJIMEHTOM
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I/IHTEI‘paIII/IH MECCEH/?KEPOB U IIOYTHI C CRM — KPUTHUYECKH Ba)XHO€ BHEJpEHUE JIsi COBPEMEHHOI'O GusHeca. OKyHaeTCH 3a 1-2 Mecdna 3a CUéT

CHIKEHUA IIOTePAHHBIX 06pamenm‘z’1 1 yCKOpPEHUs OTBETOB.

B CJIEAYIOIEM YPOKE — HHTerpanusa ¢ canuToM U (l)OpMaMI/I. Kak aBromMaTmuecku CO3/1aBaTh CAEJKHU U3 3aABOK C CaﬁTa, OTCJIEKUBATh NCTOUYHUKHU

TpaduKa U ONTUMH3UPOBATD PEKIAMY.

I''maBa 9. IHTErpamus c caiirom u popmaMmu

Beenenue

Bai caiiT — rIaBHBIA UCTOYHHK JIH/IO0B. KIHEHTHI 3a0THAI0T GOPMBI 3aSBOK, OCTABJISIOT KOHTAKTHI, 3aKa3bIBAIOT 3BOHKU. HO €Cciii 3Tu 3asBKU He

nomayialor B CRM aBTOMaTH4YeCKH — BbI TepsieTe BPeM U JIEHbIU.

TunwyHas cuTyanus 6e3 WHTerpanuu: - 3asBKa IPUXOAUT Ha email - MeHeKep BUANUT IMECHMO Yepe3 30 MUHYT - BpydHyio KOnupyer AaHHbIE B

CRM - 3abbIBaeT yKa3aTh HCTOUHUK (OTKy/a IPHUIIIES KJIHeHT) - Tepsier 10-15 MUHYT Ha PYTHHY
PesyspraT: MeZJIeHHBIN OTBET (KJIMEHT YXOAUT K KOHKYPEHTY), HET JaHHBIX 00 3G (EKTHBHOCTH PeKJIaMbl, HEBO3MOXKHO ONITUMU3UPOBATD OIO/IKET.

Wurerpanus caiita ¢ CRM pemaer sté mpobseMbl. 3asBka ¢ caiiTa — aBTOMAaTU4ecKH cozjaércs caenka B CRM — MeHemKep IOJydaeT
yBeIOMJIEHHE — 3BOHUT KJIMEHTY 3a 5 MHUHYT. Bee faHHble 0 ucrounuke (pexksiama, UTM-merku) nepezgatorcss B CRM — Bel 3Haere ROI kaxioro

KaHasa.

B atom ypoke MbI pazbepém, kak uHTerpupoBarh Gopmsl ¢ CRM, HACTPOUTH KOJUI-TPEKHHT, nepeiaBath UTM-MeTKHM U HCIOJIb30BATh BU/KETHI

06paTHOTO 3BOHKA /I yBEJIUYEHU KOHBEPCHH.

BeG-dopmbi: 3asaBKa ¢ calita — caeaka B CRM

Tumnsl popm Ha caiiTe

Tun ¢popmsl T'ne ucnosab3yercs ITons KouBepcus

BbicTpas 3agaBKa I'naBHas crpaHuIa Nwmst, Tenedon Bricokast (8-12%)
IToapoGHas 3aABKa CrpaHuIa ycayru Wwms, Tenedown, Email, Kommenrapuii Cpenusist (4-6%)
3aka3aTh 3BOHOK BuypkeT Ha BCeX CTPaHUIIAX Tosbko TenedoH Ouenb BbIcOKas (15-20%)
Pacuér croummocTu Kanbkysstop Ilapametps! + KoHTakThI Cpenusis (5-8%)
Ckauarts npaic Karasor Email Beicoxkast (10-15%)

Kaxk pa6oraer narerpanusa ¢popmsil ¢ CRM
bes unTerpanumn:

1. Kumment 3anomuser ¢opmy Ha caiite

2. [auuple ormpaBisitoTcsi Ha email info@company.ru
3. Menemkep BUIMT MHCbMO uepe3 30 MHMHYT

4. BpyuHyr CO30aéT KOHTAaKT M cjienky B CRM

5. BpyuHyio 3anojHseT TOJs

6. 3BOHMUT KIMEHTY (y>Ke 4epe3 4vac IIOCle 3asBKU)

C uHTerpanueii:

1. Kumuent 3anomuser ¢opmy Ha caiite
2. JlanHble aBTOMaTH4eCKM oTnpaBnstorcs B CRM (webhook)
3. Co3paércst KOHTaKT M CAeNKa 3a 1 CeKyHIy

4. MeHeu)Kep noJjryvyaeT p\lSh—yBC}IOMJIeHl/IC MIHOBEHHO
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5. ABromaruyecku cosjaércs 3agada «Ilo3BonuTh uyepe3s 5 MuHyT»

6. Menemkep 3BOHUT (uepe3 5 MHUHYT IOC/e 3asBKU)

Pesyaprar: CkopocTb 06paboTKH B 12 pa3 GpicTpee. KoHBepcHsA BhIIIe B 2-3 pasa.

Crioco6s1 uarerpanuu ¢popm ¢ CRM

Cnoco6 1: Berpoennsbie gopmbl CRM (caMbIii IPOCTOI)
Msuorue CRM npeziararor rotrossle (JOpMbl, KOTOPbIE MOXKHO BCTPOUTD Ha CAHT.
AmoCRM — Salesbot ¢popmsr:

AmoCRM - Salesbot - Cosjuarb dopmy
Hacrporiikn :
Haszpanne: 3aka3aTh KOHCYJIbTALMIO
TMonmsi: Wmsi, Tenedpon, Email
Kuonka: OtnpaBuTth 3asiBKY

Jusaiin: BbiOpats uper, wmpudgt

Tonyunrs kopy - CkommpoBate HTML-koj - BceraButh Ha cait
Bitrix24 — CRM-¢opmbI:

Bitrix24 - CRM - dopmbl - Co3math ¢opmy
Homst: Wmsi, Tenedpon, Kommenrapuit
Hacrpoiikn :

Boponka: Ipopaxu

Oran: Hopas 3asBKa

OrBercTBenHblii: PacnpeennTts nmo ovepean

Ony6mikoBath - CkomupoBaTh Koj = Bcrpouth Ha caiit
HubSpot — Forms:

HubSpot - Marketing - Forms - Create form
Fields: Name, Phone, Email
Settings:

Create deal on submission

Follow-up email (optional)

Embed - Copy code - Add to website
ILxrockr: - Hacrpoiika 3a 10 MuHyT - He Hy’KeH IporpaMMucT - ['apantTiupoBaHHas pabora

MuHnycsl: - OrpaHuyeHHbIH AU3aiiH (MOJKeT He BIIFCATHCS B IU3alH caiiTa) - MeHbIlle rHOKOCTH

Cnoco06 2: Iarerpanusa uepe3 webhook (yHusepcaibHbIii)
Webhook — sTo URL, Ha koTopbIi Bamma ¢opMa otnpasiiseT ganusle. CRM mosiydaeT ZaHHbIE H CO3IAET CAEIIKY.
Kaxk paGoraer:

1. Kmmenr zanonmnser ¢opmy Ha cafite (moGas ¢opma: HTML, WordPress, Tilda, Bitrix Sites)
2. dopma ornpasnser POST-3anpoc Ha URL webhook CRM
3. CRM momydyaer paHHble B cpopmare JSON

4. Co3gaércsi KOHTAKT M CJIesiKa
Hacrpoiika B AmoCRM:

AmoCRM - Hactpoiiku - API - Cosgath webhook
BriGpare: Bxopsmmit webhook

Tun: Co3jmarh cfelKy
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Tonyuuts URL: https://yoursubdomain.amocrm.ru/api/v4/leads/webhooks/abcl23

Ha caiire (copma) =

<form action="https://yoursubdomain.amocrm.ru/api/v4/leads/webhooks/abc123" method="POST">
<input type="text" name="name" placeholder="Bame nmsa">
<input type="tel" name="phone" placeholder="Tenedon">
<button type="submit">OrnpaBure</button>

</form>
Hacrpoiika B Bitrix24:

Bitrix24 - CRM - Hacrpoiikn - Be6-¢opmbl - Cosmate - Ilomyunts webhook URL

Ha caiite (uepe3 JavaScript):
fetch('https://your-bitrix-webhook-url', {
method: 'POST',
headers: { 'Content-Type': 'application/json' },
body: JSON.stringify({
fields: {
NAME: document.getElementById( 'name').value,

PHONE: document.getElementById( 'phone').value

1)
})

ILarocsr: - JI1060i nusaitn GopMsl - [10JIHBIN KOHTPOJIb - PaboTaer ¢ J1106bIM caiToM

MuHycsI: - Hy)keH IporpaMMUCT WU 3HAHKE KO/ia

Crioco6 3: Uurerpanusa yepes koHCTpyKTOpsbI (Tilda, WordPress)
Ecsu Bam caiit cresian Ha koHerpykrope (Tilda, WordPress, Wix), ecTb rOTOBbIE IUIaTMHbI/ MHTETPALIAH.
Tilda + AmoCRM:

Tilda - dopma - Hacrpoiiku ¢opmbl - Hurerpamum - AmoCRM
YKkazatTb:

TTogiomen AmoCRM

API-KI0O4

Bopouka u sran

Coxpanutb - IlporecTupoBaTh
WordPress + Bitrix24 (mrarum):

WordPress - Ilmarunbl - YcraHoBUTh «Bitrix24 CRM Forms»
Hacrporikn :
Webhook URL or Bitrix24

Conocraputh nonsi (opmbl ¢ nonsiMn CRM

Coxpanutb - TecroBasi 3asiBKa
ILtrocer: - He HyxeH kox - Hactpoiika 3a 15 MUHYT - Bu3yasibHbIi peZJakTop

MuHyCHI: - 3aBUCHMOCTD OT ITaruHa (0GHOBJIEHHUsI, COBMECTHMOCTD)

KoJI-TpeKUHT: KAaKOU KaHAJ MPUBEJ KIMEHTA
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YTo TaKoe KOJLJI-TPEKUHT

Bl Tpatute 500 ThIcAY Ha SHAekc./IupekT, 300 Thicad Ha Google Ads, 200 Teicau Ha TapreT BKonTakre. Knuents: 3BoHAT. Ho BB He 3HaeTe, Kakas

pexyiaMa npusesia KakJ0oro KJaneHra. OHTI/IMI/IBI/IPOBaTb GIOE)KGT HEBO3MOXKHO.

KOJIJI'TpeKMHI‘ — 9TO TEXHOJIOTHs, KOTOpadA IOKa3bIBa€T pa3Hble HOMEpa TeJ'Ie(l)OHOB TIOCETUTEJIAM C PA3HBIX PEKJIAMHBIX KaHAaJIOB.

Kaxk paGoTraer:

1. Iocerurens npuxomut ¢ SAnpexc./lupekr - Bugur Homep +7 495 123-45-01
2. Ilocerurens mpuxogur ¢ Google Ads - BugurT Homep +7 495 123-45-02
3. Ilocerurens mpuxogur ¢ VK Ads - BuguT Homep +7 495 123-45-03

4. IlocetuTenb NpUXOAUT M3 moucka (SEO) - Bugur Homep +7 495 123-45-04
Kaxppiii 3BOHOK hukcupyercs
- Ha xakoil HoMep TO3BOHMIN

= 3Ha‘IMT, C Kakoro KaHana le/ll.llé]l KIIMEHT

CraTuyecKkui Vs JUHAMHUYECKHI KOJLJI-TPEKUHT

Craruueckuii: - KaxzoMy KaHaly IpUCBauBaeTcsi CBOUM HOMep HaBcerza - fuziekc.[JupekT — +7 495 123-45-01 (Bcerga) - Google Ads — +7 495

123-45-02 (Bcerza)

ILriocer: HpOCTO, JAelIeBiie. MI/IHyc])I: He orcnexxuBaer KOHKpETHbIE 06’LSIBJ'IeHI/Iﬂ/KI[IO'-IeB]>Ie CJIOBa.

JAnHaMUYeCcKHii: - KakioMy IoceTHTe I0 IOKa3bIBAeTCs YHUKAIbHBIM HOMep U3 ITyJia - [loceTnuTesb A mpuxofurt ¢ fAxnekc.JJUpeKkT — +7 495 123-

45-15 - [Tocerurens b Toxe ¢ Axmexc.[JUpekT — +7 495 123-45-27 - Cucrema 3HaeT: 06a HoMepa cBs3aHbl ¢ IHekc./[upekT

ILtrockr: TouHas aHATUTHKA A0 KJII0UE€BOI'o Cj10Ba 1 00BSABIIEHUS. MI/IHyCI)I: ﬂOpO)Ke (Hy)KeH IIyJI U3 20-50 HOMepOB).

ITonysiApHBIE CePBHCHI KOJLI-TPEKUHTa

CepBuc Ilena HHTerpanumn

Calltouch Ot 3000 2/mec AmoCRM, Bitrix24, Google Analytics
CoMagic Ot 2500 2/mec Bee ron CRM

Roistat Ot 5000 P/mec AmoCRM, Bitrix24, 1C

Ringostat Or $29/mec CRM + peksiaMHble KaOUHETbI

Hacrtpoiika kosur-rpekunra Calltouch + AmoCRM
IIar 1: Perucrpanus B Calltouch

1. Ilepeittu ma calltouch.ru
2. Perucrpamusi - YkaszaTb caiiT M HoMep TesecoHa
3. Boiopats Tapud: «Ilpodeccnonanbhbni» (ot 3000 P/mec)

4. Kymure nyn HomepoB (MuHMMYM 10 sl AMHAMMYECKOrO )
IIIar 2: YcraHOBKA KOJA HA CalT

Calltouch - IlomyunTh Kopj oTciexuBanmst (JavaScript)

CkonupoBatb Koj — BceraButh B <head> caitra (mepey </head>)

Koy aBTromMaThuecku :
- 3Bamensier Homep TenedOHa Ha caiiTe Ha KOJI—TPEKMHIOBbII

— OrcnexuBaeT MCTOYHMK moceturtenst (UTM-metkn, referrer)
ITar 3: KUaTerpanua ¢ AmoCRM

Calltouch - HHrerpauum - AmoCRM - Ilogkimounts
YkazaTb:

ITogiomen AmoCRM

API-Km0O4

IlpaBuna: CoszjaBaTh CAENKY NpPH 3BOHKE
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CoxpaHutb
IIIar 4: PaGoTa cucremMmsl

1. Ilocerurens NpUXOmuT ¢ pekiaambl (SIHgekc.[IupekT)
2. Calltouch nokasblBaeT HOMEp M3 Mylla, COXPAaHSET HMCTOYHMK
3. Ilocerurens, 3BOHUT
4. Calltouch dukcupyer: 3BoHOK ¢ Snaekc.[upekt, Kammnauus «IIpogacka CRM», oObsiBneHune «Kynmuth CRM»
5. JlauHble nepepatorcsi B AMOCRM - CO3[[aéTcsl CENKA C MOJISIMU ¢
- MHcrounnk: Snpekc. Iupekt
- Kammamnsa: Ilpomaxka CRM

- KuroueBoe cnoBo: KynuTh Crm MOCKBa

Pesyabrat: Bel 3HaeTe ROI Ka:k/10T0 KJII0UEBOTO ¢I0Ba. MOXKeTe OTKIUNTh Hed(D(PeKTUBHBIE, YBEJTMUNUTH CTABKU HA IPUOBUIBHBIE.

UTM-MmeTKuU: epeava JaHHBIX U3 pexiamMmbl B CRM

Yro takoe UTM-MmeTKH
UTM-meTKku — 3TO IIapaMeTpbl, KOTOpbIE ZLO6aBJIH}OTCH K CChLIIKE B PEKJIAMHOM 06’bHB]IeHPII/I.
IIpumep:

OOG6bIYHAsT CCBITIKA ¢

https://yoursite.com/

Cebuika ¢ UTM-MeTKamu :

https://yoursite.com/?utm_source=yandex&utm medium=cpc&utm_ campaign=crm sales&utm_ content=adl&utm term=kynurh_crm

ITapameTpsbl: - utm source — HCTOYHHK Tpaduka (yandex, google, vk, facebook) - utm medium — Tun Tpaduka (cpc = KOHTEKCT, cpm =
Menuiika, social = corcerr) - utm_campaign — HazBaHue KammaHuu (crm_sales) - utm content — BapuaHT 00bsBieHus (ad1, ad2) - utm_term

— KJIFOYeBOe CJI0BO (KYIUTb_Crm)

Kax UTM nmomagaror B CRM

HTar 1: IToceturesns kinukaet Ha pexyiamy ¢ UTM-meTkamu.

IIar 2: Ckpunrt Ha caiite (JavaScript) coxpansier UTM B cookie 6paysepa.
Iar 3: IToceTuress 3anoyHAeT GOPMy — OTIPABJIAET 3aABKY.

IIar 4: ®opma ornpasiser janHble B CRM Bmecre ¢ UTM-MeTkaMu.

IIIar 5: B CRM co3pmaércs caenka ¢ nossimu: - Merounuk: Aupexc./[upekt - Kammanust: crm_sales - KyrioueBoe CJI0BO: KYITUTH_Crm

Hacrtpoiika nepexauu UTM B CRM
JavaScript aj1a coxpanenust UTM B cKpbIThIe HO/IA (DOPMBI:

<script>
// Tlonyunrs UTM u3 URL

const urlParams = new URLSearchParams(window.location.search);

const utmSource = urlParams.get('utm_source') | | °p
const utmMedium = urlParams.get('utm medium') || '';
const utmCampaign = urlParams.get('utm_campaign') || '';

// CoxpaHuTb B CKpbITbIe 10Js (hOPMbI

document.getElementById('utm source').value = utmSource;
document.getElementById('utm medium').value = utmMedium;
document.getElementById('utm campaign').value = utmCampaign;

</script>
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<form action="/api/crm/lead" method="POST">
<input type="text" name="name" placeholder="Wmsa">

<input type="tel" name="phone" placeholder="Tenedoun">

<!-- CkpbITble mons pus UTM -->
<input type="hidden" id="utm_source" name="utm_ source">
<input type="hidden" id="utm medium" name="utm medium">

<input type="hidden" id="utm campaign" name="utm campaign">

<button type="submit">Ornpasure</button>

</form>
B CRM (AmoCRM):

Hacrpoiiku - Tlons - CosjaTh KacTOMHbIE OIS :
- UTM Source (TeKkcr)
- UTM Medium (TekcT)

- UTM Campaign (Tekcr)

Tlpu cospmannn cuesnku uepe3 webhook/gopMy — 3HaueHMs ABTOMATHYECKH MOMAJAIOT B 3TH TOJIS

I'enepaTtop UTM-meTOK
Bpyunyto nucatb UTM — ponro. Vicnosib3yiiTe reHepaTophl.
Google Campaign URL Builder:

https://ga-dev-tools.google/campaign-url-builder/

Banonusiere :
Website URL: https://yoursite.com
Campaign Source: yandex
Campaign Medium: cpc

Campaign Name: crm_sales

Tlonyuaere :

https://yoursite.com/?utm source=yandex&utm medium=cpc&utm campaign=crm_sales
Anpexc.Merpuka — Komnonosuuk URL:

https://yandex.ru/support/metrica/general/url-builder.html

HNHTerpanus ¢ JeHJUHT-0n1gepaMmu

Tilda + CRM
CaMblIii IOy /IAPHBIN KOHCTPYKTOD JICHAUHIOB B PyHere.
HNurerpanus Tilda + AmoCRM:

1. Tilda - dopma Ha crpanuue - Hacrtpoiiku gopmbl
2. Wurerpayun - AmoCRM - Bkmountb
3. Ykazarb:
- Ilogiomen AmoCRM (yourcompany.amocCrm.ru)
- API-kmou (momyunTh B AmoCRM - Hacrtpoiiku - API)
- Boponka: Ilpopaxn
- Oran: Hosas 3asBka

4. ComnocTaBuTh MOJS &
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- Wms (Tilda) - Wms (AmoCRM)
- Tenepon (Tilda) - Tenedon (AmoCRM)
- Email (Tilda) - Email (AmoCRM)

5. Coxpamuth - TecroBasi 3asBka - IIpoBeputh B AMOCRM
Hurerpanus Tilda + Bitrix24:

Tilda - dopma - Wurerpauyum - Bitrix24 - Webhook URL

YkazaTb:

- Webhook URL (u3 Bitrix24 - CRM - Hacrpoiiku - Bxopsumii BeOXyK)

— ComnoctaBuTh mounst

CoxpaHuTh

WordPress + CRM
ILrarussl g WordPress:
Contact Form 7 + AmoCRM:

1. YcranoButs muarmH «CF7 to AmoCRM»
2. Hacrpoiiku - AmoCRM API:
— Tlopnomen
— API-KIOY
- Boponka u sTan
3. Conocrasuth monsi ¢opmbl CF7 ¢ mnonsimu CRM

4. CoxpaHHuTb
Gravity Forms + CRM:

1. Gravity Forms - Settings - Webhooks
2. Cozpgath webhook - URL or CRM

3. TIlepepaBath nonsi chopmbl B JSON

Bitrix Sites (BcTpoeHHast HHTerpaus)

Ecsu caiit Ha 1C-Bitrix (CMS), unrerparnus c Bitrix24 (CRM) u3 kopoOKu.

Caiir (Bitrix CMS) - dopwmbl - Ilogkmounts Bitrix24

Bce 3asiBKM aBTOMAaTHYeCKd MomafaioT B CRM

Bu:keThl 0OpPATHOTO 3BOHKA

YTo TaKoe BU/KET 00PATHOr0 3BOHKA

Knomnka Ha caiite: «3aka3aTh 3BOHOK». KimeHT KJIMKaeT, OCTaBJIdAeT HOMEP — MOMEHTA/IbHO II0JIy4YaeT 3BOHOK OT p060Ta — p060T CO€OUHAET C

MEHEe/KEePOM.

IIpeumymecrsa: - Konsepcus B 2-3 pasa BbIIIe, YeM 00bI9HasA dopMma - KiIneHT He /€T — 3BOHOK IIPUXOAUT 3a 30 CEKYHJ, - IIcHXO0I0THuecKui

6apbep HUXEe (KJ'IHGHT HE€ 3BOHUT caM, eMy 3BOHHT)

IMomyasipHbIE BUIKETHI

Buker Ilena HHaTerpanun

Callibri Ot 990 P/mec AmoCRM, Bitrix24
Envybox Ot 990 P/mec AmoCRM, Bitrix24
Roistat Ot 5000 B/mec CRM + aHa/JIUTHKA
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Hacrtpoiika Callibri + AmoCRM
IIar 1: Perucrpanus B Callibri

1. Iepeittn Ha callibri.ru
2. Perucrpauusi - BeiGpate Tapud «Craugapr» (990 2/mec)
3. HacTtpouTh BujXKeT:

— Tekcr KHONMKM: «3aKa3aThb 3BOHOK»

— IlBer: moj am3aiiH cailTa

— Ilo3musi: NpaBblil HIDKHMIA Yrol
IIar 2: Ilogxa0YuTH TeJIeHOHUIO

Callibri - Tenedonus - Ilopkmounts ATC (Mango Office, Sipuni, u T.x1.)

Homep nmnmst 3BomkoB: +7 495 123-45-67
ITar 3: UaTerpanus ¢ AmoCRM

Callibri - Wurerpauymm - AmoCRM - IlofkmounTb
YKkazath nogioMeH U API-KIOY

Tpasuna: CosjaBaTh CAENKY Npu KaxjoM OOpaTHOM 3BOHKE
IIIar 4: Kak paGoraer

1. KimeHr Ha caiite - KiMKaeT «3aKa3aTh 3BOHOK»

2. BcmmBaer dopma: «Bsegure Bamr Homep»

3. Kment BBOMT +7 916 123-45-67 - ximkaer «Ilepe3onurte mHe»

4. PoGOT 3BOHMT KJMEHTY - KIHEHT MOJHMMAeT TPyOKy - po6oT: «CoeuHsIo ¢ MEHEKEepOM»
5. 3BOHOK MEpeKIIouaeTcsl Ha MEHe/kepa — MEeHE/Kep OOLIaeTcsi C KJIMEeHTOM

6. B AmOCRM co3maércsi cielka C HOMEPOM, MCTOYHMKOM, 3aliChI0 3BOHKA

ZKuBas geMOHCTpaIMA: HACTPOUMKA ITOJTHOTO ITUKJIA

CueHapuii
Kommnanus «CrpoiitKoMiuteke» npopaér crpoutesnbuble Matepuassl. Cait Ha Tilda. CRM — AmoCRM. Pexnama — fugexc./Jupext.

3agaua: HacTpouTh MOJTHBIHN [UKIT: 3as1BKa ¢ caiita — CRM — 3BOHOK MeHe/Kepa — OTC/IeKUBAHUE NCTOYHUKA.

IIar 1: Co3gars popmy Ha Tilda

Tilda - Crpannna - Jlo6asuth 610k «®opman
Honmsi: Wimst, Tenedpon, Email

Knonka: «IlomyunTh KOHCYJIBTAIIO»

IITar 2: HaTerpupoBats popmy ¢ AmoCRM

dopma - Hacrpoitku - HMurerpauym - AmoCRM
YkazaTb:
Tomiomen: stroykomplex.amocrm.ru
API-kmo4: (u3 AmoCRM)
Boponka: ITpopgasku
Oran: Hopas 3asBka

CoxpaHHUTb

IIar 3: Hacrpours nepegaay UTM

Tilda - Hacrpoiiku ctpanuubl - [ononnutensHo - BeraButh kop B <head>:

<script>

// Coxpaunth UTM B localStorage
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const urlParams = new URLSearchParams(window.location.search);

if (urlParams.has('utm source')) {
localStorage.setItem('utm source', urlParams.get('utm source'));
localStorage.setItem('utm campaign', urlParams.get('utm campaign'));

}

</script>

®opma - CKpbITble MO :
utm_source: {{localStorage.utm source}}

utm_campaign: {{localStorage.utm campaign}}

HIar 4: Co3pats UTM-ccbuiku A Auaekc./lupekr

Google Campaign URL Builder:

https://stroykomplex.ru/?utm source=yandex&utm medium=cpc&utm campaign=materials_spring 2026&utm_content=adl

Hcnonb3oBath B o0bsiBneHusix Supekc . [Jupekt

Iar 5: [TIoAKIIOYNTH BUAKET OOPATHOTO 3BOHKA

Callibri - Coszpgare Bumpker - CkommpoBarh kog - Tilda - Bcerasuts Kop mepen </body>

ITar 6: TecrupoBaHue

1. OrkpbiTh cailT ¢ UTM: https://stroykomplex.ru/?utm source=test&utm campaign=test_ campaign
2. Banonuuth dopmy: Mwmsi: Mean, Tenecdon: +7 916 123-45-67
3. Ornpasuth
4. Ilposeputh AMOCRM:
— Co3gan KOHTakT «VBaH»
- Cospana cpenka nHa srane «Hosas 3asBKa»
- Ilomss UTM 3anonHenbl: Mcrounnk: test, Kammanms: test_ campaign

5. MCHCI[)KSP TIOJIYYUJT YBEJOMIICHUE - 3BOHUT KIMEHTY

IIpoaBunyTHIE PUIITKN

1. JIN-MarHuThI C aBTOMAaTUYECKOU OTIIPABKOM
Cuenapuii: KirenT ckaunsaer rpaiic — nosydaer PDF na email — cosznaéres cieska 8 CRM.
Hacrpoiika:

Tilda - dopma «Ckauarb mpaiic» - Ilone: Email
Murerpauysi: AmoCRM (co3[aTh CJEIKY )

Tocne ornpasku: OtrnpaBute daiin price.pdf na email kimenta (uepe3 Tilda)

2. KBu3-dopmsbl (BUKTOPUHBI) A8 KBaTH(DUKAITTHNA
Cuenapuii: [Toceruresns npoxomut tect «Kakas CRM Bam Hy»KHa?» — OCTaBJIsieT KOHTAKThl — [TOJIYYAET IIEPCOHAIBHOE MIPEJIOKEHHE.
HNHcrpymeHThI: - Marquiz (KoHCTPYKTOp KBU30B) + AMOCRM - Envybox (BUZKETHI + KBU3bI)

IIpeumymiecrBa: Konsepcus KBU30B B 3-5 pa3 BbIIlle 0ObIYHBIX (hopM.

3. Exit-intent momars1
Cuenapuii: [ToceTuresb X04UeT 3aKPHITh BKJIAJKy — BCIUIbIBaeT momai: «Ilogoxaute! IToyunre cKUAKy 10%, OCTaBbTE KOHTAKT».

HNucrpymenrTsl: - Carrot Quest - Envybox
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4. Yar-60ThI1 1A kBamnduKanuu Ha caire

Cuenapumii: IToceTuTesb OTKPBIBAET CAUT — 4aT-60T: «3xpaBerByiiTe! UTo Bac uHTepecyer?» — IloceTuress BHIOUpaeT OmIUU — 00T cobupaeT

KOHTaKThl — oTnpassgeT B CRM.

HHcTpyMeHTsI: - JivoSite (Bcrpoennsle 60TbI) - Carrot Quest

TUIDMYHBIE OIHNMOKH U KaK UX N30e:KaTh

Ommuoka 1: Her aBToMaTHUY€eCKOM 3a/iaul HA 3BOHOK
IIpo6sema: 3asBka cos3zanack B CRM, HO MeHe/PKep He BUJIUT — HET YBEIOMJICHU .

Pemenue: Hacrpours Tpurrep: «Cresika cosgana» — «Cosnars 3agady «I103BOHUTH Yepes 5 MHHYT»» + push-yBemomirenue.

Ommuo6ka 2: He nepenarorca UTM-meTku
IIpo6Jema: 3asiBKU eCTh, HO He 3HAETE, OTKY/A [IPUIIE KJIUEHT.

Pemenmne: I[Iposepurts ckpunrt nepenadun UTM Ha caiite. Yoe1uThes, 9To KacToMHbIe 107151 B CRM co3/jaHbl.

Omubka 3: MeanenHnasa ¢gpopma
IIpo6ema: Popma 3arpyxaercs 5 CEKyH[|, KJINEHT YXO/HT.

Pemenue: OnTHMHU3UPOBATH KO/, UCI0Ib30BaTh CDN, IpoBepUTH CKOPOCTH caiiTa yepes Google PageSpeed Insights.

Omub6ka 4: Cioxkaasa popma
IIpoGaema: ®opma Ha 10 1oJiei, KouBepcust 1%.

Pemenune: Munumusuposats noss. Maean: Vimsa + Tenedon. OcrasbHOE CIPOCUTH 110 TeledoHy.

Ketic: kak nHTEerpanmusa (popM yBeJTUINJIA IPOJAAKU HA 70%

Komnanusa

IT-xommnanus, paspaborka I10. Caiit Ha WordPress. CRM — HubSpot. Pexsama — Google Ads.

IIpoGaema K0 HHTErpaIuu

o 3asBKHU NPUXOJUIN HA email, MeHemKep 00pabaTbiBa BPyUHYIO (40-60 MUHYT 33/1€PKKa)
o Her 1aHHBIX 06 UCTOYHHMKAX — He 3HAJIM, KaKas pekyiama paboTaer

« KonBepcus 3afBka — KJINEHT = 8%

Pemenue

Iar 1: MuTerpuposanu dopmsr WordPress ¢ HubSpot uepes riarus.
Ilar 2: Hacrpousnu nepegauy UTM-metox B HubSpot.

IIar 3: Ioakarounmm kosut-Tpexunr Calltouch.

IIar 4: Jlo6aBwiu BumKer o6paTHOro 38oukKa Callibri.

IITar 5: HachOI/IJ'II/I aBTOMATUYECKYIO 3a1a4vy: «ITo3BOHUTH yepes 5 MUHYT» IIPpU HOBOH 3asiBKe.

PeSyJIbTaTbI yepes 3 MmecAana

« Bpemsa o6paGoTKu 3aABKM: 50 MUHYT — 5 MUHYT (10X GpIcTpee)

« Koueepcus 3aaBka — KiIueHT: 8% — 13,6% (+70%)
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« ROI pexsiampr: OTKIIOUNTH 40% HedaPPeKTHBHBIX KAMIIAHUH, llepepaclpeeIHn 610/ KeT Ha TPUOBUIbHBIE
« BpIpyuka: +70%

Y9ro cpa60TaJ10: 1. CKOPOCTB OTBE€TAa — KJIMEHThI HE yCIIeBa/In yﬁTH K KOHKYpEeHTaM 2. JlanHble 00 UCTOYHUKAX — ONTUMHU3UPOBAJIA PEKJIaMy 3.

BI/IZ[)KeT OﬁpaTHOI‘O 3BOHKAa — KOHBEPCHA BBIIIE B 2 pa3a

IIpakTUUyeckoe 3agaHue

3ananue 1: Tarerpupyiite popmy ¢ CRM

1. Cospaiite popmy Ha caiiTe (MJIM UCIIOIB3YITE CYIECTBYIOLLYIO)
2. Muterpupyiite ¢ CRM (BcrpoenHas dopma, webhook, wtu riarus)

3. OTIpaBbTe TECTOBYIO 3asIBKY — IIPOBEPBTE, co3/layach iU cenka B CRM

3ananue 2: Hacrpoiite nepexauyy UTM-meTok

1. Co3paiite kacromusle 1o B CRM: UTM Source, UTM Campaign
2. JlobaBbTe CKPUIIT Ha CalT 11 coxpaHeHuss UTM B CKpPBITHIE 110J12 HOPMBI

3. Cozpmaiite TecToByI0 cchuiky ¢ UTM, 3anosaure dopmy, mpoBepsre CRM

3aganue 3: IlogkaounTe BUAKET 00OPAaTHOTO 3BOHKA

1. 3aperucrpupyiirecs B Callibri miu Envybox
2. Hactpoiite BU/KeT, yCTAHOBUTE KO/] HA CAUT

3. IIporecrupyiite: 3akakuTe 3BOHOK, IPOBEPETE, CO3/aIach JIH cenka B CRM

Hrorn

B aTOM ypOKe BBI y3HAIIU:

« BeG-dopmbr — 3 ciocoba nnTerpauu ¢ CRM (Berpoennsie, webhook, rutarunsr)

o KoJ/LI-TpEeKMHT — OTC/IeKMBAHNE HCTOYHIKOB 3BOHKOB Uepe3 AMHaAMUYecKie HoMepa
« UTM-meTKM — Ilepesiava AaHHbBIX U3 peksiambl B CRM g1 ananmutuku RO

o JlenguHr-omanepst — unterpanus Tilda, WordPress, Bitrix Sites c CRM

* BumxeTsl 06PpaTHOrO 3BOHKA — KOHBEPCUsA B 2-3 Pasa Bbllle 0ObIYHBIX (hopM

Warerpanus caiita ¢ CRM — KpuTHdecky BaxKHOe BHeApeHue. OKymaeTcs 3a 2-4 HeJesd 3a CUET yCKOpeHUs 06paboTKU 3asIBOK U ONTHMUBAINU

PpeKJIaMbl.

B CaeaymmeM ypoke — GazoBasi aHAJIMTUKA U OTYETHL. Kak IIOCTPOUTH /:Lam60p11 PYKOBOAUTEJIA, OTCICKUBATh KOHBEPCUIO BOPOHKU, aHAJIN3UPOBATH

3(PeKTUBHOCTD MeHe/[)KePOB U IPOTHO3UPOBATH BBIPYUKY.

I's1aBa 10. ba3oBasa aHaAJIMTHEKA U OTYETHI

BBenenue

Bo1 Hactpomin CRM, uHTerprpoBasu TesedOHUI0, MECCEH/KEPHI, CAlT. JJaHHbBIE CTEKAIOTCA B cucTeMy. HO eciu 9TH JaHHbIe He aHAIU3UPYIOTCH —

9TO IPOCTO U (PHI. AHAIUTHKA IPEBPALIAET JAaHHbIE B PEIIEHHUs.

PyKOBOI[I/ITeJIL oTAesia IpoAgaX AOJIXKEH BUIETH: - CKOJIBKO JINA0B IIPUIIJIO 3a HEAEJII0 U OTKyJa - Kaxkas KOHBEPCHUA Ha KaXXIOM 3Talle BOPOHKHU -

CKOJIBKO C/1€JIOK 3aKpPhbLI Ka)KHbIﬂ MEHEeJKED - Kakoit IIPOTHO3 BBIPYYKH HA MECAIL] - Kakue xaHab PEKJIaMBbl IIPUHOCAT HpHGLUIb

Be3 aHanuTHKY BHI JIeTHTE BCJICIIYIO. C aHATTUTHKON — IIpUHUMaeTe pelleHuA Ha OCHOBE CbaKTOB.
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B aToM ypoke — duHanbHOM B 6510Ke «OcHOBBI CRM» — MbI pazbepém 6a30ByI0 aHATUTUKY: cTaHAapTHbIe 0T46Thl CRM, BOPOHKY ITPO/IaK, aHAIU3

3(1)(1)6KTI/IBHOCTH MEeHePKepPOB, UCTOUHUKU JIN/IOB, /:[am60p/1 PYKOBOAUTEIIA U IIPOTHO3 BBIPYYKU.

CranpgaprtHasbie oT4é€Thl CRM: BOpOHKaA, MeHeAKepbl, KOHBEPCUH

Kaxkue oTtuérsl ecth B /1106011 CRM u3 KOpoOoku
Bce coBpemennbsie CRM (AmoCRM, Bitrix24, HubSpot, Salesforce) npezocrasisiior craHiapTHbIA HAOOP OTYETOB:

| Oruér | Yro nmokaseiBaer | [l koro | |---|---|---|---| | BopoHka npoaasxk | KosnuecTBo cie/I0K Ha KasKAOM dTare, KOHBEPCH MeXKy STallaMH |
POII, gupextop | | OT4éT mo MeHemkepaM | KosmuecTBo C/1esI0K, BBIPYYIKa, aKTUBHOCTH Kax/1oro Menemkepa | POIT | | ICTOYHUKH JINOB |
OTKy/1a IpUIUTH B! (peKiaMa, CailT, 3BOHKH, pekoMeHzanuu) | MapkeroJior, aupekrop | | JuHamuka npogazk | Beipyuka mo gasam/Henensiv/

mecsinam | @uHaHCHCT, gupekTop | | [IpuunHbl oTKasa | [Touemy kineHTs! He okynaoT | POII, mapkeTosor |

I'ie HAWiTU OTYETHI

AmoCRM:

I'naBHoe MeHI0 — AnamuTika - BpiOGpare Tunm oruéra
Bitrix24:

CRM - OTuéTel - AHaIMTHKa TPOAax

HubSpot:

Reports - Sales Analytics - Choose report
Salesforce:

Reports - New Report - Sales Reports

Pipeline Report: 00b€M, CKOPOCTH, IPOTHO3

Yro Takoe Pipeline (BopoHka nmpogask)
Pipeline — aT0 BU3yayu3amnus Bcex C/1eJI0K [0 9TallaM BOPOHKH.

IIpumep BOPOHKM:

HoBasi 3asiBka - 120 cpenok (cymma: 15 miH P)
Ksanmudukarust - 80 cpenok (cymma: 10 miH P)
KII ornpasneno - 50 cpenok (cymma: 7 miH P)
TleperoBopsl - 30 cpenok (cymma: 5 min P)
Jlorosop - 15 cpenok (cymma: 3 miH P)
YcnemHo 3akpbITO - 10 cpenok (cymma: 2 MiH P)

Tpu kiaoueBbix MeTpuku Pipeline

1. 06bém Bopouku (Pipeline Volume)
dopmya:

O6béM = Cymma BCeX OTKPBITHIX CHETOK
IIpumep:

Hopas 3asBka: 15 min P
Ksamicukauusi: 10 mmn P
KII ornmpasneno: 7 mmH P
IeperoBopei: 5 MmH P

Jorosop: 3 muH P
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O6béM BOpoHKM = 40 miH P

3auem HO: [[OHUMAaTh, I0CTATOYHO JIU C/IEJIOK B pabore 51 BBIIIOJIHEHU IUTaHa. Ecyu m1aH Ha MecAl — 5 MJIH P, KOHBepcusa 10%, 3HAUUT
> s 5

HY’KHO 50 MJIH P B BOPOHKe.

2. CkopocTts BopoHku (Velocity)

dopmya:

Ckopoctb = CpefjHuil CPOK TPOXOXKICHHSI CHENKH OT JIMAA /IO 3aKPbITHs
IIpumep:

Crnenka Ml: 15 jHeit
Cpuenka M2: 22 pusi
Cpenka N3: 18 pHeit

Cpepnsisi ckopocTh = 18 fHeit

3auem HYXKHO: Yem GBICTpee CAeJIKa IIPOXOJUT BOPOHKY, TEM 6I>ICTpee JIEHbI'U. Ecnu Cpeﬁ[HI/Iﬁ CpOK 60 [[Heﬁ — UIUTe y3Kue MeCTa, rie CACJIKU

3acCTpeBaroT.

3. IIporuos Beipyuku (Forecast)

dopmyia:

HpOl'H03 = CyMMa CIIEJIOK X BepOﬂTHOCT]: 3aKpbITUSA HA KaxJo0M IrTane
IIpumep:

HoBas 3asBka (15 man P) x 10% BeposTHocTh = 1,5 MiaH P
Kpamicukamust (10 man P) x 20% = 2 miun P

KII ornpaBneno (7 mmH P) x 40% = 2,8 mmH P
IeperoBopel (5 mMiH P) x 60% = 3 mmH P

Horosop (3 miaH P) x 90% = 2,7 mun P

IIporHo3 Ha mecsiyy = 12 MuH P

3adeM HyxkHO: IIaHupoBanue. JUPeKTOp BUAMT: €CJIU IUIAH 10 MJIH P, IPOrHo3 12 MiH P — 1uiaH Oyzer BbIIoJHeH. Eciu mporHos 7 MiH P —

HY>XHbBI CDOYHBIE€ MePblI (60]’[1)1116 PeKJIaMbl, aKTUBaN U XOJIOJHBIX J'II/I/IOB).

OT4éT M0 MeHe/ :KepaM: aKTUBHOCTD, Pe3yJIbTaThl, 3¢ (PEeKTUBHOCTH

3aueM Hy:KEeH OTYET IO MeHe/ :KepaM

POII nosken 3Hath: - KTo paboraeT addekTuBHO, KTO HeT - KTO IepeBhIIOIHAET IUIaH, KTO HEJIOBBIIIOJIHSET - Y KOTO BBICOKAs KOHBEPCHUs, Y KOTO

Hu3Kas - KTo akTuBeH (MHOTO 3BOHKOB, BCTPEY), KTO ITACCHBEH

Bes aTuX JaHHBIX YIPaBJIeHUE KOMAH/IOU — 9TO TaZlaHue.

KirroueBble METPUKH 10 MEeHe/zKepaM

MeTtpuxka Dopmyaa Hopma KpacHasa 30Ha
KoJim4uecTBO HOBBIX JIUI0B JIuzbl, CO3/IaHHbIE MEHE/PKEPOM 20-30/Hezenst <10

KoHBepcus ing — Berpeda (Berpeun / JInzer) x 100% 30-40% <20%

KoHBepcus BeTpeya — caesIka (Cnenku / Berpeun) x 100% 50-70% <30%

CpeaHuii uex CyMMa C/1eJ10K / KOJIMYECTBO 3aBucur ot 6usHeca Huxe cpesHero mo komasse
BeIpyuka CyMMa 3aKpBITBIX C/IETIOK Ilnan meHepxepa < 80% nnana
KoJimuecTBO 3BOHKOB VICXOAAMMUX + BXOAAIINX 30-50//1€eHb <20

KosuuecTBo BeTpeu TIpoBe/IEHHBIX BCTPEY 3-5/Henens <2
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IIpumep oTuéTa

Menepkep: MBan Ilerpos

Tlepuon: Anpenn 2026

Jlupei: 85 (Hopma: 80)

Berpeun: 30 (komBepcus 35%)

Cpenkn: 20 (KoHBepcust 67%)

Bbipyuka: 3,5 miaH P (nnmaH: 3 MiH) +17%
Cpepunit yek: 175,000 P

3Bonkn: 420 (14/newn) ! Huxe HOpMBI

IIpocpouennble 3agaun: 2 (3%)
BemBop: IlepeBbImoHMI MUIaH, HO Malo 3BOHKOB. HyXKHO yBEJIMUMTH XONOAHBbIE 3BOHKHM [JIs POCTa JIMIOB.

PeliTUHT MEeHEe/[»KEPOB
Cospaiite TabIMIy C PEUTHHTOM IO BBIPYUKe:

1. Usau Ilerpos - 3,5 miH P (117% miana)
2. Mapus MBanoBa - 3,2 mmH P (107% mnnana)
3. Cepreit CmiopoB = 2,8 muH P (93% muaua)

4. Anna CmupHOBa - 2,1 mun P (70% nuana) !

ITy6iuuHbIi peHTHHT MOTUBHUPYeT. HUKTO He XOUeT GbITh HOCTEAHUM.

OTYET IO UCTOUYHHKAM JHUAO0B: KaKo¥ KaHaJl IIPUAHOCUT OoJIbIIIE

IqueMy ITO KPUTUYECKHU BAKHO

BrI TpaTHTe eHbrU Ha pexsiamy. Ho Kakue KaHaIbl IPUHOCAT NPUOBLIb, Kakue — yObITOK? Bes aToro oruéra ontumusanus 610/pkeTa HeBO3MOXKHA.

MeTpuku 10 UCTOYHUKAM

MeTtpuka dopmyia 3auem

Kosu4gecTBo 1108 JIuzp! U3 HCTOUHUKA O6béM Tpaduxa
KonBepcus iU — KJIHUEHT (Knuenrst / JIugpl) x 100% Kauectso Tpaduxa
CroumocTts smaa (CPL) BlozKkeT / KOJIMYeCTBO JIU/I0B 9 deKTHBHOCTD PEKIaMbI
Croumocrs kanenra (CAC) Broker / KOMM4ecTBO KIIMEHTOB OxymaemocTtb

CpenHuii yek BrIpyuka / KOJIHYECTBO KJIMEHTOB TIpuOBLIBHOCTD

ROI (Boipyuka - Biogpker) / Biogpker x 100% TIpubeLIBHOCTD KaHaIA

IIpumep oruéra

Hcrounuk: Snpekc. dupexkT

Tepuon: Anpens 2026

Brompker: 500,000 P
Juper: 250
Kmientsi: 25 (konBepcuss 10%)

Beipyuka: 4,5 muH P

CPL (croumocTh jmpa): 2,000 P

CAC (crommocTh KimeHTta): 20,000 P
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Cpepunit yek: 180,000 P

ROI: (4,500,000 - 500,000) / 500,000 x 100% = 800%

BeBon: Bbicokoa(pheKTHBHDBIN KaHAT. YBENIUIUTb OIOJKET .

CpaBHI/ITeJIbHa}I Ta6.711/m;a HCTOYHHUKOB

| Mcrounnk | Jlwger | Kmmenrsr | Kows. | CAC | Bbipyuka | ROI |

| | | | | | | \
| Supexc . Iupexr | 250 | 25 | 10% | 20,000 2 | 4,5 mmn P | 800% |

| Google Ads | 180 | 20 | 11% | 18,000 P | 3,6 mun P | 900% |

| VK Ads | 120 | 8 | 7% | 30,000 P | 1,4 vum P | 483% |

| Facebook Ads |90 |5 | 6% | 40,000 P | 900,000 P | 350% |
| Opranuka (SEO) | 60 | 12 | 20% | op | 2,2 mma P | » |

| Pexomenpatm | 40 | 18 | 45% | oP | 3,2 vmn P | o |

BeiBoabi: - Google Ads — syummii ROI (900%). YBennuuts Gromxker. - Facebook Ads — nuskas kousepcus (6%), Boicokuit CAC. OcTaHOBUTH

TIM OTITUMHU3UPOBATh. - OpraHuka ¥ peKoMeHAannu — OecrlaTHO, BbICOKas KouBepcus. MusectrpoBars B SEO u pedepasbHyio mporpamMmmy.

Jamoopa pyKoBOaAUTEI: 5-7 KIIOUEBBIX BU/I?KETOB

Yro Takoe Jamoops,
Jam6opy (dashboard) — aTo skpaH ¢ KiIroueBbIMU MeTpHKaMu, KoTopbiit POIT BuauT ipu Bxoze B CRM. O/iuH B3IJIsI/T — HOHSJI CUTYALHIO.

IIpunanun gaméopaa: He neperpyxars. ToIbKo caMoe BaXKHOE.

7 BUJIPKETOB 11 namoopaa POIla

Bumxker 1: Bopouka nmpoaa:x (Pipeline)

[ Busyanmusauusi BOpOHKM ]

Hosasi 3asiBKa - 120 cpenok (15 mun P)
Kpamupukanms - 80 cpenmok (10 man P)
KII ornpasneno - 50 cpenok (7 mun P)
IleperoBopsl - 30 cpenok (5 muH P)
Jlorosop - 15 cpenok (3 miH P)

IporHos nHa mecsau: 12 mme P (mman: 10 mian P)

Bupker 2: Boipyuka vs Ilnan

[I'pachuk: cTONOIBI 1O [HAM ]

Ilman Ha mecsim: 10 mumH P
Tekymasi Bblpyuka: 6,8 MmH P (meHp 20 u3 30)

IIpornoz: 11,2 mun P (112% nuaHa)

Tevn: Ha 15% Bbllie HOPMBI

Bupaaxker 3: HoBble Jiuabl 3a HeJEA10

[I'pacdbuk: nuHuS MO [HSM ]
Iu: 18 mnwmoB

Br: 22 nupa

Cp: 19 mupoB
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Yr: 25 supoB
IIr: 20 nwupoB

Hroro: 104 mmua (Hopma: 100)

HWcrounnky :
Slpekc . [Iupekr: 45
Google Ads: 32
Caiit (opranuka): 15

Pekomenpaupmn: 12

Bupiker 4: KouBepcus no sranam

[Boponka ¢ KoHBepcHsiMH ]

Jnp - KBamiukauysi: 67% (HopMa: 60%)
Kpamudukanuss - KII: 63% (Hopma: 50%)
KII - Ileperosopbi: 60% (HOpma: 60%)
Ieperoopel - [oroBop: 50% (Hopma: 50%)

Jlorosop - Ycmemmo: 67% (Hopma: 70%) !

¥Y3koe mecro: Otan «[loropop - YcmemHo» . Ilpuumubl oTka3a: Bbicokas LeHa (40%), ponroe cornmacoBanue (30%).

Buaiker 5: Tonmn MeHea2KepoOB IO BBIPYYKe

[ Tabmuua ]

1. Mman Ilerpos - 3,5 mma P (117% mnnana)
2. Mapus HBanoa - 3,2 mma P (107% mnana)
3. Cepreit Cunopon - 2,8 miH P (93% muana)

4. Aumna CmmpHOBa - 2,1 mna P (70% mmanHa) !

Bu:ker 6: IIpocpoueHHbIE 3a1a9u

[CuéTunk + CIMCoK ]

Bcero mpocpouennbix: 18 3amau !

Ilo meHepkepam :
Wsau IlerpoB: 2
Mapusi MpanoBa: 3
Cepreit Cuiopo: 8 1 /!

Anna CwmmpuoBa: 5 !

Camble cTapbie:
1. IlosBonuts B «ArpoXomiuHr» — mpocpoueHo 14 pneit (Cepreit)

2. Ornpasure KII «Jlormetuk» — mpocpodeHo 9 pueit (Cepreit)

Bumxker 7: Ucrounnku uoB 1 ROI

[ Tabnuua ]

| Mcrounnk | Juger | Boipyuxa | ROI |

| | | | |
| Google Ads | 180 | 3,6 min P | 900% |

Slupexc.Qupekr | 250 | 4,5 mum P | 800% |

VK Ads | 120 | 1,4 mm P | 483% |

Facebook Ads | 90 | 900,000 P | 350% & |
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Pexomenpanusi:  YBenmnunuth Grojker Google Ads, ocraHoBuTh Facebook Ads.

Hacrpoiika gaméopaa
AmoCRM:

Anamiruka - Jlam6opy - HacTpouTh BHIKeTHI
IepeTanuTh Hy>KHbIE BHPKETbI HAa OKpaH:

- Boporka npopax

- BemonHenne nnana

- Hosble el

— Konsepcust

— MeHejkepsl

- Hcrounnku

CoxpaHuThb
Bitrix24:

CRM - Ortuérel -» KoucTpykTop oruéToB - Cosparh pamocopy
Ho6GaBUTbL BUIKETHI ¢

- Boposnka

- I'pacduk BeIpyuKH

- Tabmua MeHemKepoB

— Hcrounuku maoB
Hactpouts miIbTphl (IIepuOj, OTBETCTBEHHBIIT)

Coxpanutb Kak «J[lamo6opy POIla»
HubSpot:

Reports - Dashboards - Create dashboard
Name: Sales Manager Dashboard
Add reports:

- Sales Pipeline

- Revenue vs Goal

- New Leads

- Conversion Rate

- Top Performers

Save

Hacrpoiika peryJiapHbIX OTYE€TOB Ha email

3auem Hy:KHBI email-oTuérnr
POII ue cugut 8 CRM 24/7. Ho 1oy1keH OBITH B Kypce KIIOUeBbIX METPHK. PellleHrne — aBToOMaTHYeCKre email-oT4éThl.

IIpumepsr: - ExegHeBHbIH OT4éT (YTPO, 9:00): CKOJIBKO HOBBIX JIH/IOB BYepa, CKOJIBKO B3aKPbITO C/I€JIOK, BBINOJIHEHHE IUIaHA -
E:xeHeeIbHBIN OTYET (IIOHENEJIBbHUK, 9:00): Toru Hesenu, TOI MeHe/XKepPOB, UCTOUHUKU /0B - ExkeMecsaunpiii oTuér (1 yucio,

10:00): WToru mecsa, BHIIIOJIHEHUE TJIAHA, peKoMeHJanuu

Hactpoiika B AmoCRM

AmOCRM - Anamutnka - OTuétbl - BpiOpath oTuéT (Hanmpumep, «Boponka mpopmax» )
Hactpoiiku - Pacrmcanne email-pacchbliku

Bxmounts: [la

Komy: rop@company.ru

Tlepuopynocts: EskenHeBHo B 09:00
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Ilepuoyy oruéra: Buepa

CoxpaHutb

Hacrpoiika B Bitrix24

Bitrix24 - CRM - Otuérel - Bribpath oruét - Hactpontsh
Iopmucatbest Ha OTYET :

Email: rop@company.ru

Tlepuopunocts:  Kaxpplit noHegensiuk B 09:00

®dopmar: PDF

CoxpaHuTh

Hacrtpoiika B HubSpot

HubSpot - Reports - Dashboards - Select dashboard
Actions - Schedule email

Recipients: rop@company.com

Frequency: Daily at 9:00 AM

Subject: Daily Sales Report

Save

Kupasa greMoHcTpanua: co3ganue gamoopaa aiasa POIla

Cuenapuii

Kommnanwus «TexITpogasku», 5 MEHEPKEPOB, IIaH 10 MuIH B/mecsin. HyskHo cosath gambops s POIa.

lar 1: OnpeaeanTs KIl0OYeBble METPUKU

POII xouer BuzeTh: 1. BopoHKy nmpospaxk 2. BeinmosHeHue maHa 3. HoBble snpl 3a Henesio 4. Ton meHemkepoB 5. IIpocpouyeHHble 3a1auu 6.

Hcrounuku JIU/I0B

ITar 2: Co3aars namoopa, 8B AmoCRM

AmOoCRM - Anammtnka - [lamb6opn - CospaTh HOBBIT [ambopn

Hassanne: [Jamo6opn POIla

IIIar 3: /Io6GaBUTH BU/IZKETHI
Bupker 1: Boponka npoaaxk

Jobasuth BukerT - Boponka npopax
Hacrporiikn :
Boponka: ITpopmaxku
Tepuon: Tekymmit mecsiy
I'pynmuposka: Ilo artamam

Jo6GaBuTh
Bu:ker 2: BoImosiHEeHUE IIaHA

Jo6aButh Bumker - I['pachuk BbIpyUKH
Hacrporikn :
Metpuka: Bblpyuka (3aKpbIThble CHETKH )
Inan: 10,000,000 P
Ilepuopn: Tekymmit mecsiy,
Tun rpaduka: Cronbupl 1o JHIM

JobaButh
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Bupaaxker 3: HoBble bl

JoGaBuTh BuIKeT - HoBble mwbI
Hacrpoiikn :
Ilepuop: IMocnemuue 7 pueit
I'pynmuposka: Ilo pusm
Ucrounnkn: Ilokasars

Jlo6aBuTh
Bupxker 4: Ton meHea:xepoB

Hobasuth Bupker - Tabmuua MeHekepoB
Hacrporiiku :
Metpuka: Bvipyuka
Tlepron: Tekymmii mecsiy
CoprupoBka: Ilo yObIBaHHIO BBIPYUKH
Tlokazare nman: [la

Ho6aButh
Bumaxer 5: IIpocpouyeHHbIe 3azaun

Jlo6aButs BumkeT - IIpocpoueHHble 3amatun
Hacrporikn :
I'pymmuposka: Ilo MeHemkepam
Ilokasats crapble: Ton-5

Ho6aButh
Bumxker 6: IcTOUHUKHU JTUIOB

JloGaBuTh BuKeT - VICTOUHMKU JIMJIOB
Hacrpoiikn :
Ilepuopn: Tekymmit mecsiy,
Metpuxu: KomuyecTBo JmjioB, Bbipyuka, ROI
Copruposka: Ilo ROI

Ho6aBnTh

IITar 4: PacmoJjio:kuTh BUIKETHI

[Maker okpana]

+ +

| |

| Boponka mpopax |  Bbmonnenue mnmana |

| | (rpacpux) |
+ +

| |

| Hoble mwpsl (7 pHeit) | Tom meHemkepos |
| (rpacux) | (rabmmua) |
+ +

| |

| TIpocpoueHnble 3aaun | Mcrounnku mmpos |

| (Tabmmua) | (rabmmua) |
+ +

IIar 5: Hacrpours email-paccbuiky

Mam6ops - Hacrpoiiku - Pacnucanne email
Komy: rop@techsales.ru
TlepropnyHocTh: EskenHeBHO B 09:00
dopmar: PDF + cchulka Ha Aamoopr

CoxpaHuTh
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lar 6: TectupoBaHnue

1. OTKpbITh AAWIGOP] - NPOBEPUTH, UTO BCE BHUKEThI OTOOPAXKAIOTCS KOPPEKTHO
2. Ilposeputh (uIbLTPhI (MEpHOJl, BOPOHKA)

3. OrnpaBuTh TecTOBbII email - MPOBEPUTH, YTO MPUIIEN OTYET

Tunuugbie OINNOKYU M KaK UX U30eKaTh

Omuo6xka 1: CIMIIKOM MHOTO METPUK
IIpoGaema: /lam6ops Ha 20 BupkeToB. HGOpMarumonHbii rym. POIT He TOHUMAeT, Ha YTO CMOTPETbD.

Pemenue: ITpasuiio 7+2. MakcuMyM 5-9 BU/IZKeTOB. TOJIBKO KTI0UEBbIE METPUKH.

Omuoka 2: Her peryjisipHOro anaimnsa
HpoﬁﬂeMa: [[am6op11 CO31aH, HO HUKTO Ha HEro He CMOTPHUT. AHanuTHKa MepTBa.

Pemenne: ExxeHesiesibHadA IIaHEPKA ¢ pazbopom pambopa. Ily6maHeIi 9kpaH B odrce ¢ METPHKAMU.

Omu6ka 3: Her aeiicTBUi IO HTOramMm
IIpoGaema: Yeuzenu, uto Facebook Ads yosrrouer (ROI 50%), HO HUYETro He C/ieIa.

Pemenue: ITocie Kaka0ro aHAIM3a — CIIUCOK JelicTBHM. «OcraHoBUTH Facebook, nepepacnpeznenuts 61omxer Ha Google Ads».

OmuGka 4: HeBepHble meiu
IIpo6ema: CMOTpUTE HAa KOJIMYECTBO JIH/IOB, 4 HE HA BBIPYUKY. JIN/IOB MHOTO, JIEHET HeT.

Pemenue: I'taBHas METPUKA — BbIpY4YKa. Bcé ocranpHOE — BermoMoraTebHbIe METPUKHU.

Ommuo6ka 5: Her 6eHUMapKoB
IIpo6ema: KouBepceusi 15% — 3TO XOPOIIIO WU 110X0? HemoHATHO.

Pemenne: Haiitu 6eHuMapku 1o HHAycTpuu. B2B SaaS: koHBepcwus yiuz — KIHeHT 2-5%. Eciu y Bac 15% — BBl YEMITHOH.

Ketlic: kak aHAJINTHKA YBeJINYNIAa BRIPYIKY Ha 40%

Komnanusa

CeTb aBTOCEPBUCOB, 3 duiHaia, 15 MeHePKePOB.

IIpoGaema 10 BHEAPEHUS AHAJTUTHKHI

o Her noHnManus, Kakue NCTOUHUKYU paboTaoT
o POII He BuanuT 5 HEKTUBHOCTD MEHEKEPOB
o Her nporuosa BeIpyYKH — IJIAHUPOBAHUE HAYTA/L

« Bro/pker pekyiaMbl pacrpe/ieieH paBHOMEPHO (10 100 ThICAY Ha KasK/(plil KaHai), 6e3 anannsa ROI

Pemenue

Iar 1: Cozpanu fam6opy POIla ¢ 6 BuzkeTaMuy (BOPOHKA, IUIAH, JIU/bI, MEHEPKEDDI, 33/1a4H, HICTOUHUKN).
IIlar 2: Hactpouu exkeiHeBHbBIE email-oT4€ThI (9:00 yTpa).

Ilar 3: ExxeHe/iebHbIE IAHEPKH ¢ pa360pOM MeTPHUK (KaK/IbIi MOHEETbHUK, 30 MUHYT).

IIIar 4: BHesipuiu METPUKH 110 MEHe/IPKepaM: KOHBEePCHUs, CPeIHUN YeK, BbIpy4Ka. [TyOIndHbIi pelTHHT.
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IIlar 5: IIpoaHaM3uPOBAIN UCTOUHUKH JIUJOB:

Snpekc. [lupekr: ROI 600%
Google Ads: ROI 450%
Asuro: ROI 120% !

2IUC: ROI -20% X (yObIToK)

IIar 6: ITepepacnpenenuau 6omxkert: - Ocranosuiu 2I'VIC (y6bITOK) - Ypesanu ABUTO BIBOe - YBemudunn fAnnekc./lupexr u Google Ads BaBoe

PeByJIIJTaTI)I yepes 3 mecana

o IIpospauyHocTs: POII BUUT BCIO KapTUHY 32 30 CEKYH/T

o MoTuBanusa: MeHe/)Kepbl BUAAT ITyOJIUYHbIH DEUTHUHT, COPEBHYIOTCS

o OnTuMHu3anusa pexjaamMpl: OCTaHOBIWIN YObITOUHbBIE KAHAJIBI, BJIOXKUJIN B IPUOBLIbHBIE
« BeIpyuka: +40% pHu TOM ke GI0/IPKeTe Ha peKIamy

Yro cpaborao: 1. BumumMocTs MeTpUK — NPUHUMAIN PellleHHsA Ha OCHOBE JIAHHBIX, & He MHTYUIIMU 2. ExkeHe/lesIbHbIe TUIAHEPKU — KOMaH/A

doxycupoBaach Ha nesax 3. ONTUMHU3ANUA PEKIaMbl — JIEHbI'H TIOILIH B IPUOBUIbHbIE KaHAJIBI

IIpakTUuyeckoe 3ajaHue

3ananue 1: Coznaiite gamoopyg POIla

Bumxersl: 1. BopoHka npopax 2. BeimosnHenue mraHa (rpaduk) 3. HoBble sinabl 3a Hezetio 4. Ton MeHekepoB 110 BBIpyuKe 5. IIpocpoyeHHbIe

3agaun 6. Vcrounuku jugoB U ROI

3aganue 2: Hacrpoiite email-oruér

1. Beibepute 0T4ET « BOpOHKA IPOIAIK»
2. HacrpoiiTe exeZJHEBHYIO PACCBIIKY Ha 9:00 yTpa

3. OtnpaBbre Ha email POIla

3a/1aH1/Ie 3: HpoaHaﬂnsnpyﬁTe HUCTOYHUKHU JIU/T0B

1. Cospiaiite OTYET « VICTOYHUKY JIUIOB» 32 ITOCIEMHUA MECHIT
2. ITocuuraiite ROI kaxkmoro kanasa: (Beipyuka - Brojpker) / Brojpker x 100%
3. Hatigure y6prrounsie kanass! (ROI < 100%)

4. CocraBbTe IUIaH ONITUMHU3aUU 6IOZL)K8Ta

Hrorn

B aTOM ypOKe BBI y3HAIIU:

o Cranpaprasbie oT9€Tbl CRM — BOPOHKA, MEHE/PKEPHI, UICTOUHUKH, AMHAMHUKA, IPUIHNHBI OTKa3a
« Pipeline Report — 065M BOPOHKHU, CKOPOCTD, IIPOTHO3 BHIPYUKU

o OT4€éT M0 MeHeKepaM — aKTUBHOCTb, KOHBEPCHS, BRIPyUKa, PEHTHHT

o Hcrounuxu muaoB — CPL, CAC, ROI kax/10ro kaHaja peKaaMbl

o JTamGopa PYKOBOAUTEIA — 5-7 KJIIOUEBBIX BU/I?KETOB JJIs1 IPUHSATHS PEIIeHNuN

« Email-oTu€Trsl — aBTOMaTHUYECKHE PACCHUIKY €3KeHEBHO/ €3KEHEIeIbHO/ €)KEMECTIHO

AHaIUTHKA — 9TO He POCKOIIb, 2 HeOOXOAUMOCTh. be3 JaHHBIX BHI JleTHTe Beslenyio. C JaHHBIMKM — IPHHUMAeTe PellleHUs, KOTOPbIe YBeJTUIHBAIOT
BBIPYUKY.
IHozapasiar! Bel 3aBepmmian 60k 1 «OcHoBbl CRM». Teneps Bbl yMeete: - Boibupars CRM - BHenpsaTh crpareruuecku - HacrpausaTth

BOPOHKY, KOHTAKTBI, 33/1a4 - VIHTErpupoBath TesieOHUIO, TI0UTY, MECCEHIPKEDPDI, CAlT - AHAJIM3UPOBATH IAHHBIE U CTPOUTH OTYETHI
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B cnenytomem 6s10ke — ABTOMATH3AIMA: UITEPHI, POGOTHI, GM3HEC-IIPOLECChI. Bbl HayunTech aBTOMaTU3UPOBATH 80% MHHBIX 3a/1a4
’ ’ s

OCBOGOZ[I/ITQ BpeMs MEHEPKEePOB U1 IPOJAK U yBEJINYUTE S(D(beKTHBHOCTb KOMAaH/bl B 2-3 pasa.

Jlo BcTpeun B 6y10Ke 2!
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BJIOK 2 — ABTOMATU3AIINA: TPUITEPDBI, POBOTbI, BU3HEC-
ITPOIIECCHI

I'nasa 11. IIpuamunse aBromatusamuu B CRM

BBenenue

Apromatusanuss CRM-cucTeMbl — 3TO Iepexoj; OT PYYHOrO YIpaBJIE€HUSA KJIUEHTCKMMHM IIPOIeCCAaMH K CHUCTeMe, IZie PYTHHHbBIE OIlepaluu
BBIIIOJIHAIOTCA aBTOMATHUYECKU II0 33JlaHHBIM IIpaBWiIaM. B coBpemeHHOM OusHece apromarusdanuss CRM mepecrasa GbITH POCKOIIBIO — 3TO

HeO6XOHI/IMOCTb JJIA MaCIIITaﬁI/IpOBaHI/IH, IIOBBINIECHUSA SCI)CI)EKTI/IBHOCTI/I U CHHKEHHA Y€JIOBEYECKOTI'0 Q)aKTopa.

ITo cratucruke Salesforce, kommnanuu, wucnosib3yromnpe aBromaruzanuio CRM, yBeJMUMBAIOT MPOAYKTHMBHOCTH OT/EIa NMPOAaX Ha 14,5%, a
KOHBEPCHIO JIN/IOB — Ha 30%. [Ipu 3TOM BpeMsI Ha pyTHHHBIE OIIEpAIliU COKpaIaeTcst Ha 60-70%, YTO MO3BOJISIET MEHE/KEPAM COCPE/IOTOUNTHCS Ha

CTpaTerun4YeCKux 3aziavyax.

B sTom ypoke mbl pasbepem dyHAaMeHTaIbHbIE MPUHIUIEI aBToMaTH3anuu B CRM, KOTOpbIE CTAHYT OCHOBOU /Uil MOCTPOeHusA 3(PGdeKTUBHOM

CHCTEMBI B Balllell KOMIIAHUU.

Yro Takoe asromaruzanua B CRM

Asromatuszanua B CRM — 3TO HMCHOJIb30BaHUE IPOTPAMMHBIX MHCTPYMEHTOB M NPABMJI /ISl aBTOMATHYECKOTO BBINIOJIHEHHUS IOBTOPSAIOIIMXCS

3a71a4, 06paboTKH JaHHBIX, KOMMYHUKAIIHH C KJINEHTAMU U YIIPaBJIeHUsI OU3Hec-poreccaMu 0e3 yJacTust 4eI0BeKa.

OcHOBHBIE 00/IACTH aBTOMATH3 AU

1. OGpaGoTKa JTUAOB - ABTOMAaTHYECKHI 3aXBaT JIM/I0B M3 Pa3HBIX HCTOYHUKOB - KBanudukarus u orenka nzos (lead scoring) - Pacnpenienenue

JINZIOB MEXy MEHePKepaMu - ABTOMaTHMYeCKHEe HAIIOMUHAHUSA O KOHTAKTaX

2. KommyHukamusa - Apromarudeckue email-nermouku (drip campaigns) - SMS-yBeoMIeHUsI U HallOMHHAHUA - TpHUITEpPHBIE COOOLIEHHA HA

OCHOBE HeﬁCTBHﬁ KJINeHTa - Hepcoaaﬂnsnponaﬂmﬂe KOMMYHUKaIIuu

3. lepaBJleHne AAHHBIMH - ABTOMATHYECKOE OOHOBJIEHHE KapTO4Y€K KJINEHTOB - ,Zlenymlm(amm ¥ oYncTKa 6asbl - Cosaa}me 3a/1a4u 1 COOBITHI -

I‘eHepauI/m OTYETOB

4. BusHec-niponeccst - CoryacoBanus U ofobpenus - [lepesjaua 3a1a4 MeXx/Ly OT/IeIaMU - DcKalanus MpobaeMHbIX cuTyaruil - Kontposns SLA

(Service Level Agreement)

5. AHAJITMTHKA - ABTOMaTHYeCKH# c60p MeTpuk - Co3/jaHue Jam6op/oB - [[porHo3upoBaHue MPOAAK - AHAJIN3 BOPOHKU

IIpyuanun 1: UaeaTnduKkamus Mponeccos /ISl aBTOMaTU3aIunu

He Bce IIPOLECCHI HY?KHO aBTOMaTHU3UPOBATh. Kooy yCHeI].[HOﬁ aBTOMaTU3alluu — HpaBI/IJ'II)HI)II‘/JI BBIGOP IIPOIIECCOB.

Kpurepuu oréopa nmpoueccoB
IIpoueccshl, MOAXOAAIIUE AJIA AaBTOMATH3AIUH:

1. Beicokasa IIOBTOPAEMOCTH
2. Hpouecc BBIIIOJIHAETCA PEryIApHO (e)Kel[HeBHO, e)KeHelLeJIbHO)

3. OiHAKOBBIM HAabOP AEHCTBUH /11 PA3HBIX CIydaeB
4. IIpumep: oTIIpaBKa IPUBETCTBEHHOI'O IMUChMA HOBOMY JIUJY
5. UeTkue npaBuJjia

6. ITporecc MOKHO ONKCATH AJITOPUTMOM "ecIu-T0"
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7. Her HEOOXOIMMOCTHU B KPEATUBHOM IO/IX0/IE
8. IlpuMep: ecyy JIu/] He OTBETUII 3 IHA — OTIPABUTh HATOMHUHAHHE
9. Bosib1Ioi 06'beM onepamuin

10. IIpornecc 3aHMMaeT 3HaUUTEIbHOE BPeMs COTPY/THUKOB

1

o

. BBICOKAsI CTOMMOCTB PYYHOTO BBIITOTHEHHS
12. [Tpumep: exxeHeBHAsI 06pabOTKA 100+ HOBBIX JIUZIOB
13. Huskas crouMoCTh OIUNOKH

14. Ommubxa aBTOMaTU3aIMU He KPUTUYHA /7151 Ou3Heca
15. ECTh BOBMOKHOCTh KOHTPOJISI U UCIIPABJIEHUS

16. IIpuMep: aBTOMaTHYeCKas yCTAaHOBKA Tera "HOBBIN Jiu"
IIponeccsr, HE noaxoaamue a1 aBTOMaTU3aun:

» Tpebyromue KpeaTUBHOCTU U HH/IUBH/aJIbHOTO MOAXO0A

o C BBICOKOH BapUATUBHOCTBIO YCJIOBUH

o Crparernueckue pemeHus

« IIpomeccer, rae BakHa SMIIATHA (CTOKHBIE KIIMEHTCKUE CUTYaIlui)

o YHUKaJIbHbIE Ppa30BbIe olepanuu

MeToauka ayauTa IpoieccoB

Ilar 1: fokymenTupoBaHue Coz/laiiTe CIIUCOK BCEX IPOIECCOB B OTZEJIE MPOAAK M KJINEHTCKOTO cepBHca: - Bxojsmas o6paboTka JUIOB -
IlepBuunblii KOHTakT - KBanmubukarus - OrmopaBka KoMMepyeckux mpeyioxeHuil - Follow-up xommynukamuu - CHenKH U 3aKpbITHE -

IToctposiakHOEe 06CITyKUBaHIE

ITar 2: OueHka /[Jis Kak/[0ro Ipoliecca omenure: - Yacrora BbIoIHEHUs (pa3 B IeHb/He/eni0/Mecs1) - Bpems Ha BbinosiHeHNEe (MUHYTbI/9achl)

- KonmmuectBo )'IIOI[eﬁ, BOBJICUEHHBIX B IIPOLIECC - CroumocThb mmponecca (BpeMﬂ X CTaBKa COprZ[HI/IKOB)

Ilar 3: IIpuoputusanusa Vcnonsdyiite marpuiy "dbdexr / Yeuwnusa": - Beicokuil a¢ddekT + HU3KHME YCUIns = aBTOMAaTU3UPOBATH B IIEPBYIO
ouepe/ib - Beicokuii addeKT + BICOKME yeuIns = aBToMaTu3upoBarth nocsie Quick Wins - Huskuii addexr + HU3KHE YCHIUsSA = aBTOMAaTU3HPOBATh

[P HAINYIKUK pecypcoB - Huskuil 3 deKT + BHICOKUE YCHIINS = HE aBTOMATU3HPOBATh
IIpumep pacuera ROI aBTOMaTu3anuu:
IIpornece: Pyynas oTpaBka IPUBETCTBEHHOTO TUChMA KayK/I0My HOBOMY JIUY

TeKymaﬂ CUTyalysA: - 50 HOBBIX JIWJIOB B IEHb - 3 MUHYTHI Ha OTIPABKY IIMCbMa BPYYHYIO - 150 MI/IHyT/ﬂeHb =25 qaca/,:[el—u; =50 ‘-IaCOB/MeCHLL -

CroumocTb yaca MeHe/Kepa: $20 - CroumocTs npouecca: $1,000/mecsig
Iocste aBTOMATU3ANMK: - 1 YaC HA HACTPOUKY aBTOMATH3AIMK - O YaCOB Ha €)KeJIHEBHOE BBINIOJIHEHHE - DKOHOMUs: $1,000/Mecsi win $12,000/T07

ROI = (12,000 - 20) / 20 x 100% = 59,900%

puanun 2: Jloruka "Tpurrep — Yceaosue — /leiicteue”

OcHoga s11060i1 aBromarusaiuu B CRM — 510 torudeckas nemnouxa TCA (Trigger-Condition-Action).

Tpurrep (Trigger)
Tpnrrep — 3TO COﬁbITI/Ie, KOTOpOE€e 3aIlyCKaeT aBTOMaTHu3aluIo.
Tunel TpUIrepos:

1. COOBITHITHBIE TPUITEPHI
2. Co3ziaHrie HOBOTO JIU/A
3. I3MeHeHue craTyca ciesIKu

4. lo6aByieHNEe HOBOTO KOHTAKTA
5. ITosyueHune nmuchbMa OT KJIHEHTa

6. BpeMeHHbIe TPUITEPhI
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. IIponwto N gHel nocste co3ganus Iuja

® 3

Hacrynuia onpezsiesienHas fata

Kak/iplii MOHe/1eTbHUK B 9:00

©

10. 3a 3 /1Hs 710 OKOHYAHHUS IOTOBOpa

1

-

. IloBegeHYecKue TpUTrephbl

12. K/IMeHT OTKPBLI IHCbMO
13. KyineHT neperes o cchbuike

14. Kitnenr 3anosinui ¢popmy Ha caiite
15. KimeHT moceTwt cTpaHuIyy nes
16. Tpurrepsl JaHHBIX

17. ITose "BiopkeT" 3a110JIHEHO
18. Onenxka simza (score) > 80
19. Peruon = "Mocksa"

20. Orpacip = "IT"

Ycaosue (Condition)
YcaoBue — 310 GHIBTP, KOTOPBIIA IPOBEPSIET, HYKHO JIM BBIIIOJIHSITH I€HCTBHE.
THUIBI yCJIOBUM:

1. ITpocTthie yciaoBusa

2. Craryc = "HoBb1it"
3. Hcrounuk = "Caiir"

4. OtBercTBeHHbI = "MIBaHOB"

5. CJ102kHbIE yea10BUA (KOMOUMHUPOBAHHBIE)

o

(Cratyc = "Hossrit" I Ucrounuk = "Caut") UJIN (Bromxker > $10,000)

Pernon = "Mocksa" U Otpacis = "®unancer” Y COTpyJHUKOB > 100

B

8. YciaoBus ¢ BBIMUCTEHUAMU

9. JIHeii ¢ 1ocsie/IHero KOHTaKTa > 7

10. CymMa c¢/1e10K KiineHTa > $50,000

1

-

. KosnuecrBo kacanwuii < 3
12. OTpUIaTEJIBHBIE YCIOBUA

13. Email HE zanosinen
14. Menemxep HE nHaszHauen

15. He 6b110 KOHTaKTa ITOCTIEAHIE 30 AHEN

Heiicreue (Action)
JleiicTBHE — 5TO ONepanusi, KOTOPas BBIMOIHSETCA ABTOMATHYECKH.
Tunsl AeNCTBUM:

1. KoMmMyHuKanuoHHbIE
2. OrnpaBuTh email
3. Ornpasuth SMS

4. Co3path yBeZioMJIeHUE
5. [To3BoHUTH yepes3 VoIP
6. YrpaBjieHUue JaHHBIMU

7. I3MeHUTh nojie

8. Coznatp 3a/1auy

95



9. HazHauuTh OTBETCTBEHHOTO
10. J[o6aBuTH TET

1

o

. IIpoueccubie

12. [lepeMecTuTh Ha APYTYIO CTAJUIO
13. 3amycTuTh GU3Hec-Iporece

14. Co3naTh CHENKY

15. Co3zaTh cuer

16. HTErpaniioOHHbIE

17. OrnpasuTh webhook

18. Cosnatp 3anuck B Google Sheets
19. JI06aBUTH KOHTAKT B PACCBLIKY

20. OOHOBUTBD JAHHBIE BO BHEIIIHEH CHUCTEME

ITpumepsr TCA-nenouex
l'[pnmep 1: ABTOMaTU4YecKas KBaJIH(I)HKaHM JAga

o Tpurrep: Co3ian HOBbIH sy U3 GOpPMBI Ha caiTe

« Ycaosue: Bomxer > $10,000 U Peruon = "Mocksa"

« JleiicrBue:

« YcranoBurs cratyc "Topsaanii”

» HazHauuTb OTBETCTBEHHBIM CTapIIero MeHe/kepa

« Cospnathb 3a/1auy "[I03BOHHUTH B TeueHue 1 yaca"

« Ornpasuts yBegoMmieHue B Telegram
IIpumep 2: PeaHnMaInusa X010 HbBIX JTUIOB

o Tpurrep: IIponuio 30 JHEI ¢ IIOC/IEHETO KOHTAKTA

« Ycaosue: Craryc = "B pa6ore" 1 He 61710 aKTHBHOCTH

« JleiicrBue:

« OTIpaBUTH PEAKTHUBAI[IOHHOE IHCHMO

o Cosnatb 3a1a4y MeHeKepy "[IpOBEpUTDH aKTYaJIbHOCTD"

« Eciu HeT oTBeTa uepe3 7 AHEH — mepeMecTUTh B "Apxus"
IIpumep 3: ABTomaruueckuii follow-up

o Tpurrep: OTnpasyieHO KOMMepYecKoe IIpesIoKeHre

« Yciaosue: [11cbMO He OTKDBITO B TeUEHHE 3 THEH

« JleiicrBUE:

o OTnpaBHTh HAIIOMHHAIOIIEe ITHCEMO

o CosnaTb 33124y "II03BOHUTH U YTOUHUTH 1oIydeHue KI1"

IIpunnun 3: IlocTenneHHOCTh U TECTUPOBAHUE

ABTOMaTH3aIMA — 3TO UTEPATUBHBIN Npolecc. [J1aBHasA omubKa — MONBITKA ABTOMAaTU3UPOBATH BCE CPasy.

IMoaxox MVP (Minimum Viable Process)

dramn 1: Pilot (1-2 Hexesn) - BribepuTe 1-2 IpoCTHIX Ipornecca - HacrpoliTe 6a30Byio aBToMaTu3aIuio - IIporecTupyiite Ha HEGOJIBIIOH IpyIIIe

0B/ KIneHToB - CobepHTe 06PATHYIO CBA3b OT KOMAHIbI

dran 2: Scale (1 Mmecs) - PaciupbTe aBTOMAaTHU3AIMIO HA BeCh OT/AEJ - MOHUTOPbTE METPUKU U OIIH6KY - KoppekTHpyliTe IpaBua Ha OCHOBE

JAHHBIX

dran 3: Optimize (mocTossHHO) - AHanMU3UpyiiTe 3G bEKTUBHOCTD - J[06aBIIsAlTeE HOBbIE YCIOBUA U JIUCTBUA - ONTUMHU3UPYUTE TAUMUHIUA U

TPUITEPEI
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TecTupoBaHue aBTOMATU3 AU
O6sa3aTeIbHbIE IPOBEPKH:

1. PyHKIMOHAIHHOE TECTUPOBAHUE
2. CpabarsIBaer jii TpUrrep?

3. [IpaBMIBHO J1K pabOTAIOT YCIOBUS?
4. BBITIOJTHAIOTCS JTH BCE IeHCTBUS?
5. TpaHUYHBIE CIIydYau

6. UTo ecyu 1moJie mycroe?

7. YTO ecsii HECKOJIBKO TPUITEPOB CpabaThIBAIOT OTHOBPEMEHHO?
8. UTo ecJiu KJIMEHT OTIHCAJICA OT PACCHUIKU?
9. HarpysouHoe TecTupoBaHue

10. Kak pa6oTaer pu 100 JInziax B gac?

1

-

. He cosparorcest siu iy6m?
12. He meperpykaetcsi i cucrema’?
13. ITo/1b30BaTEIBCKOE TECTHPOBAHME

14. ITOHATHBI JI aBTOMATHYECKHe COOOIeHNA?
15. He paszgpaxaer Jid 4acToTa KOMMYHUKAITHNA?

16. KoppekTeH JIi TOH U cofiep:kaHue?

A/B-TecTupoBaHHE aBTOMAaTU3AIUU
Hcnonb3yiiTe A/B-TecTsl [1si ONITHMUBAIIAN:
IIpumep: TectupoBanue Bpemenu ornpasku follow-up nucema

o I'pymnma A: Follow-up uepes 3 jiHs
« I'pynma B: Follow-up uepes 5 qHeit

e Merpuxka: IIpouieHT 0TBETOB

Pesyaprat: I'pynna B nokasasna Ha 23% 60JIbllle OTBETOB — U3MeEHsAEM IIPABUJIO Ha 5 JIHEH /IS BCeX.

IIpunnun 4: Ilepconain3anua B aBTOMAaTH3AUU

ABTOMaTH3aIUs HE JOJKHA BBITJIAZAETh POOOTH3UPOBAaHHON. KIIMEHTHI IEHAT IepCOHATM3UPOBAHHBIN TOAXO0/I.

YpoBHU nepcoHATIN3 AN
ypOBeHI) 1: bazoBasa nepcoHanu3anud - Hcriosib30BaHuEe UMEHU KJIMEHTa - YIIOMHUHAHUE KOMIIAHUY - YKa3aHUe HCTOYHUKA JHga
IIpumep:

3ppascrsyiire, {{Wms}}!

Cracu60 3a MHTepeC K HAllMM YclayraMm uepe3 hopMy Ha caifTe.

YpoBens 2: KOHTeKCTHAsA NMEPCOHAIU3ANMUA - YUeT MPEAbIYIIUX B3auMoziedcTBuil - CchUIKa Ha KOHKPETHYI0 Ipo6JieMy/noTpe6HOCTD -

PeneBaHTHBIN KOHTEHT
IIpumep:

3npasctByitre, {{Mmsi}}!
Bbl unTepecoBanmuch BHeppenueM CRM st komnanun { {Komnanus}} ¢ xomanpoit { {KommuecTBo coTpyiHMKOB} } 4YesoBeK .

Y Hac ecTb OmBIT paGOTbI ¢ KOMMaHMsMH Bauero maciraba B orpaciau {{Otpacib}} .
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YPOBCHI) 3: HOBe}:(quecxaﬂ nepcoHajanu3anuda - Yuer L[ef[CTBHfI Ha caiite - AHanu3 OTKprTHﬁ U KJIUKOB - Anan'rauml KOHTEHTa 110/

HMHTEPeCh
IIpumep:

{{Wms1}}, 3ameTHwaM, 4YTO BbI NPOCMATPHMBANM pa3fen "ABToMaTH3alus" Ha HalleM caiire.

IoproroBunu st Bac Keiic Kommanuu u3 orpacim {{Orpacib}}, KoTopas aBTOMaTM3MpoBaia OOpabGOTKY JIMOB M yBeJIMYMIa KOHBEpCUMIO Ha 45%.

YpoBens 4: IIpegukTUBHAA nepcoHaIu3anuA - Vcnosb3oBanue Al Ui NPOTHO3UPOBAHUSA NOTPeOHOCTEN - PeKOMeHJanuu Ha OCHOBE

IIOXOXXKHUX KJIUEHTOB - HHHaMI/I'{eCKI/Iﬁ KOHTEHT

JAMHAMHUYECKUH KOHTEHT
Vcniosip3yiiTe yCIOBHYIO JIOTUKY JUIs U3BMEHEHU COJlePKaHUsA COOOIeH

{{#if Biomker > 50000}}
PeKOMeH)IyEM OﬁpélTl/lTb BHUMAHMUEC Ha Hall Enterprise—naKeT C p'dCLLIV[peHHbIMV[ BO3MOKHOCTAMMU aBTOMATHU3ALNN «

{{else}}

HpennaraeM HayaTh ¢ Business-makera 12 KOTOprﬂ BKIIIOYAa€T OCHOBHBIE MHCTPYMEHTBI aBTOMATHU3ALMH .

{{/if}}

HpHHHI/IH 5: KOHTpOJII) M OIITHUMHU3AIIUA

ABTOMAaTHU3AIUA Tpe6yeT TIOCTOAHHOTO MOHUTOPUHIA U YJIYYIICHUA.

KiroueBbie METPpUKHU aBTOMaTUu3anuu

1. dddeKTUBHOCTH MPOUECCOB - Bpewms BonosHeHUs 3amaun (qo/mocsie) - KosmyectBo 06paboTaHHBIX OOBEKTOB - ITPOIEHT YCHEIIHbIX

BBITTOJIHEHUH - [TPOIeHT OIIHb0K
2. BusHec-merpukm - Kousepcus uioB - CKopocts 00paboTKHU 3asBOK - Bpemst orBera Ha oOpaienus - Customer Satisfaction Score (CSAT)

3. DKOHOMHUYECKHE METPUKH - DKOHOMHUS BpEMEHH COTPYAHUKOB (dachl/Mecslr) - CHInKeHne cronMoctu o6paborku sizia - ROI aBromarusanuu
- Cost per Lead (CPL)

4. KauecTBeHHbIE MeTPUKH - [IponeHT ny6iieil B 6a3e - KOpDPEKTHOCTD JAHHBIX - YI0BJIETBOPEHHOCTh KOMaH/1bI - KostnyecTBo 7kay00 KJIHEeHTOB

Cucrema MOHUTOPpUHTA

Hacrpoiite 1amGopabl AJIA OTCACKUBAHUA:

-

. E2xelHeBHBIII MOHUTOPUHT
2. KonudectBo cpabaThIBaHUI TPUITEPOB

3. KostmuectBo o1rm6ox
4. KoyinuecTBO OTIHCOK OT PACCHLIIOK
5. ExxeHe e/ IbHbIN aHAIN3

6. dddexruBHOCTH €mail-nermouex (open rate, click rate)

KOHBepCI/IH 110 CTaAUAM BOPOHKH

®© 3

CkopocTh 06pabOTKH JIH/I0B
9. EzxeMecAYHbIN ayauT

10. ROI aBTOMaTH3a1MN
11. AHaJIU3 Y3KHUX MeCT

12. II;1aHMpOBaHUe yJIydIIeHu i

OnTuMusanus NpaBUJI
PeryJisipHO nIepecMaTpuBaire:

1. AKTYyaJIbHOCTh TPUITEPOB
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2. He ycrapesu Jiu yCeIoBHs?

3. He uameHMINCH JIU TIPOIIECCHI?

4. 3P PEeKTUBHOCTH KOMMYHHKAIAKA

5. Kakue nucbmMa UMeIOT HUBKUM open rate?

6. Kakvie eIIOYKHU IPUBOJIAT K OTIIHCKAM?

7. TOUHOCTH pacnpeeIeHuA

8. IIpaBUJIBHO JIM PACTIPEZIEIIAIOTCS JIU/IBI?

9. PaBHOMepHa si1 Harpy3Ka Ha MeHe/I?KepOB?
10. KauecTBO JAaHHBIX

1

-

. KoppeKTHO J111 3a110JIHSAIOTCS 110 ?

12. Her ut my6eii?

IIpuanun 6: batanc aBTOMaTU3anuu U Y€JI0BEYecKoro (phakropa

ABTOMaTH3ALMSA JOKHA OTOTHATh pa60’ry H}Oﬂeﬁ, a He 3aMeHATD €€ MOJTHOCTHIO.

Korpa Hy»>keH JeI0BeK
Kputnyeckue TOUKU KOHTAKTAa:

1. IlepBBIil KOHTAKT C TOPAYUM JUAOM

2. Apromartusanus: Kpanudukanusa u pacupe/iesieHue
3. YesoBek: I[lepcoHaTbHBIN 3BOHOK B TEUEHHUE Yaca
4. C/103KHBIE€ BO3PaKEeHUA
5. ABromarusanusi: OTIpaBKa TUIIOBBIX MaTEPUAJIOB
6. UestoBek: MHauBH/IyaIbHAsA paboTa ¢ BO3paKEHUAMU
7. ckamanusa KOHGINKTOB
8. ABromaruzanusi: Pukcaiiust IpobaIeMbl U aJIEPTUHT
9. Yesosek: Perrenue koudukra

10. IIpuHATHE pEllIeHUs O 3AKPHITUI

11. ABromartu3sanus: [Iogroropka aHaIuTUKA

=

2. YesnoBek: PuHaATBHBIE I€PETOBOPHI

T'uGpuaHas MOJEIb
AddeKTUBHBIN TOAXOX;:

1. ABTOMaTu3anusa oGpadarpiBaer "mupuny"
2. MaccoBble orepanuu

3. Pyrunnsie 3agaun
4. Cran/iapTHble KOMMYHUKAIIUI
5. YesioBek paGoraer ¢ "riryouHomn"

6. C103KHbIE KEHUChI
7. CTpaTernyeckue KJINeHThbI

8. KpeatuBHble perieHus
IIpumep: OGpadoTKa BXOAANIINX JUI0B

« AsromaTusanusi (90% JUI0B):

« 3axBaT JJaHHBIX U3 HOPMBI
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o IlepBuuHas KBaIHHUKALUA 110 GI0/KETY/PETHOHY
o OTnpaBka IPUBETCTBEHHOI'O IIHChMa

« Haznauenue meHemxepa
« CozpaHue 3aaun
« Yenosek (10% numoB):

o Topsiume suzpl (Gromker > $50K)
o VIP-kIneHTh
o HecraH/apTHbIe 3aIIPOCHI

« IloBTOpHBIE OOpaleHuA

IIpuHun 7: /IokyMeHTHPOBAaHUE U NepeIavYa 3HAHUH

A.BTOMaTI/ISaIH/IH TepsAaeT CMbICJI, €CJIN TOJIBKO OJTUH YE€JIOBEK IIOHUMAET, KaK OHa pa60TaeT.

Co3aaHue JOKyMeHTaIuu
O6sa3aTe/IbHbIE 3JIEMEHTHI:

1. Kapra aBTOMaTu3anmumn
2. BusyaspHas cxemMa BceX aBTOMAaTH3AIH

3. CBA3M MeX/Iy IIPOIeccaMu
4. 30HBI OTBETCTBEHHOCTH
5. OmucaHue KaxKJI0d aBTOMAaTU3AUH

6. HazBaHue u 11es1b

. Tpurrep, yc0Bus, I€HCTBUA

®

OKu/iaeMble Pe3yJIbTaThl
9. KOHTaKT OTBETCTBEHHOTO
10. UTHCTPYKIIMH /1A KOMAaH/AbI

11. Kax pa6orats ¢ apTomMatusanuei

12. Korzia BMeIuBaThCst BpYYHYIO
13. Kyza coobiars 06 ommbkax
14. UcTopus N3MeHeHUu I

15. JlaTa co3aHus1/ H3MeHeHUs.
16. ITprymHa u3MeHeHus

17. PesynbraTel A/B-TectoB

Ilepenaua 3HAHUHA KOMaH/AE
OOGyuarouias mporpaMmma:
1. BBOAHBII TPEHUHT

2. 0630p aBromaruzanuii B CRM

3. Kak aBromMaru3zaius BiuseT Ha paboTy
4. JleMOHCTpAIHs IPUMEPOB
5. IIpakTHYeckue ceccuu

6. PaboTa ¢ aBTOMaTU3UPOBAHHBIMU IIPOIECCAMU

7. TecTpoBaHUE HA PEAIBHBIX JAHHBIX
8. Pasz6op omrnbox

9. Basa 3manuit

100



10. Bayrpennwuii wiki

11. BuzieonHCcTpyKIuu
12. FAQ o aBToMarusanuu
13. PeryisipHbie 0GHOBIEHUA

14. Exxemecsaunbie BCTpEUYH
15. AHOHCBHI HOBBIX aBTOMaTPIBaIlPIfI

16. C6op pundexa

Yacrble OIINOKH IIpa aBTOMaTHU3AIl1A

Omnoka 1: ABTOMaTU3anmuga Xxaoca
IIpo6aema: ITonbITKa aBTOMAaTU3UPOBATh HEONITHMAIBHBIH ITPOIIECC.
Pemenue: CHayasia ONTUMU3UPYUTE IIPOIECC BPYYHYIO, IIOTOM aBTOMAaTU3UPYHTe.

IIpaBwro: Il1oxoi mporecce + aBTOMaTH3anuA = GBICTPBII IUIOXOH IpoIiece.

OmuGka 2: Ilepeyciio:xHeHHE
IIpoGaema: CIHIIKOM CI0XKHBIE YCJIOBUSI U MHOKECTBO BJIOYKEHHBIX IIPABIUJL.
Pemenune: HaunHaliTe ¢ IPOCTHIX aBTOMATU3AIINE, YCIOKHSAMNTE IIOCTEIIEHHO.

HpaBHJIO: Eciu aBTOMaTU3a1IUIO CII0KHO 0OBSCHUTD 32 2 MUHYTbI — YIIPOCTUTE.

Ommuo6ka 3: OTcyTcTBHE TECTUPOBAHUA
IIpoGaema: 3amyck aBToMaTH3auu 6e3 IPOBEPKH Ha PeasIbHbIX JIAHHBIX.
Pemenue: Beersia TecTupyiiTe Ha TECTOBBIX JIAaHHBIX U HEOOJIBIION TpyIIIIe.

IIpaBuo: Test before scale.

Omuobka 4: UrHopupoBaHue O0pPaTHOM CBA3H
IIpo6Jema: ABTomaTuzanus paboTaer, HO KOMaH/|a ¥ KJINEHTHI HEJIOBOJIHHBI.
Pemrenue: PeryssipHo cobupaiite Gpundek 1 KOppeKTUpYHTe.

HpaBHJIO: MGTPI/IKI/I Ba>XHbI, HO MHEHHE H}Oﬂeﬂ BaxHee.

Omu6ka 5: OTcyrcrBrie MOHUTOPUHTA
IIpo6Jiema: ABTOMAaTH3ANMS HACTPOEHA U 3a0bITa, OIIMOKN HAKATLJTUBAIOTCS.
Pemenue: HacrpoiiTe cucTeMy ajlepTOB U PETyJISIPHBIN ayIuT.

IIpaBuo: Set it, Ho He forget it.

HNHcerpyMeHTHI aBTOMaTU3auU B nonyaapubix CRM

AmoCRM

« PoGoThI: ABTOMaTH3a1Msl HA OCHOBE TPUITEPOB
* ITudpoBbie BOPOHKU: ABTOMATUYECKOE JIBUIKEHHE TI0 CTA/TUAM

« Salesbot: Yar-6ors! 1y1s1 caiita ¢ uaTerpanueit 8 CRM

Bitrix24
. POGOTI:I: ABTOMaTHYeECKUe Z[eﬁ(}TBIdS{ Ha cTagudax

. anﬂec-npoueccm: Cy102kHas JIOTHKA C BeTBJIEHUAMHU U COTJIACOBAaHUAMU
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o Tpurrepsr: Peakiyus Ha ©3MeHEHUA MOJIei

HubSpot

« Workflows: BusyanbHbIil peiakTOp aBTOMATHU3AIIH
« Sequences: Email-niernouku /s npogask

« Lead Scoring: ABTomMarnueckasi OleHKa JIH/[0B

Salesforce
« Flow Builder: No-code aBromaTuzaius nporeccoB
« Process Builder: ABromaTusaiius 6u3Hec-JIOTMKA

« Apex Triggers: IIporpaMMupyeMble TPUITEPHI JIJIS CJI0KHOU JIOTHKH

Pipedrive
« Automation: ABromaTH3anys 3a/1a4 1 KOMMYHUKAIHI
« Smart Contact Data: ABromaruueckoe oboraiieHue JaHHbIX

« Email Sync: ABromarnyeckas CBsA3b IIEPENUCKH CO CIETKAMU

IIpakTUuuyeckoe 3aganue

3agaHue 1: AyaT MPOIECCOB
1. BoiGepure 5 mpolieccoB U3 BAIIEro OT/esIa IMPOAXK
2. OreHUTe KaK/IBII 10 KPUTEPUAM: IOBTOPSEMOCTb, IIPABIIIA, 00BEM, CTOMMOCTb OIIHOKA
3. Pacnionoxure B Marpune "dddexr / Yemnmua"

4. BeibepuTe 2 mporiecca JJist IepBOOUYEPEHON aBTOMATH3AIUN

3aganue 2: Pazpaborka TCA-niennouxku

1. BoibepuTe O/1UH IIPOIIECC JIst aBTOMATH3AI[HH
2. Onuuure:

3. Tpurrep (uto 3amyckaer)

4. YesoBust (KOTZa BBITIOIHSATD)

5. JletictBust (4TO /€J1aTh)

6. YuTuTe rpaHUYHBIE CITydan

7. lo6aBbTe HIIEMEHTBI IePCOHATTU3ALA

3amanue 3: Pacuer ROI

1. Betbepure mporiece, KOTOPBIH IJIaHUPYeTe aBTOMATH3HPOBATh
2. Paccumuraiite:

3. Tekyas cronMocTh (BpeMsi X CTaBKa X 4acToTa)

4. CTOUMOCTb aBTOMATU3ALMH (BPEMS HAa HACTPOUKY + IIO/IIIHCKA)
5. 9koHOMHS (10 - TTOCTIE)

6. ROI (sx0HOMUSI / CTOUMOCTD X 100%)

Yexk-aucr 3aImryCKa aBToMaTu3anmumumn

« [ ]IIporecc 3a0KyMeHTHPOBAH 1 ONITUMUBUPOBAH
o [ ] BeiOpaHbI TPUTTEPHI, YCIIOBUS U JEHCTBHUS
o []dobaBnena nepcoHanuzanus

o [ ]IIpoBeneHo pyHKIMOHATBHOE TECTUPOBAHUE
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o [ ]IIpoBepeHBI rpaHUYHBIE CITyIar

o [ ]IIporectupoBaHOo Ha HEGOJIBILION TPYIIIIE
« [ ] Cobpana ob6paTHasi CBA3b OT KOMaH/[bI

o [ ] HacTpoeHBI METPUKU U AAIGOPABI

o [ ] Cosnana JokymeHTAIHS

o [ ] Komanja obyuena

o [ ] 3ammanupoBaH nepBbIi ayJUT Yyepes 2 Helean

3akJIroueHue

IMpuanuns! apromatusanud B CRM — aTo dyHAAMeHT, Ha KOTOPOM cTpouTcs 3(pdeKTHBHAA CHCTeMa YIpaBIeHUs KineHTaMu. [IpaBHIIbHAA
aBTOMATHU3AIMA OCBOOOXKAAET BpeMs KOMAaHZBI JJIA CTPaTerHYecKHX 3a/1ad, [OBBIIMIAET KadecTBO OOCTYKMBAaHMA M MaciuTabupyer 6usHec Ge3

NIPOIIOPLIHUOHAJIBHOTO POCTA 3aTpar.
KitroueBbie BBIBOJIBI:

1. ABTOMaTU3UPyHTE N30HPaATETHHO — He BCE IPOIIECCHl HY>KHO aBTOMATH3UPOBATh

2. Ucnosb3yiite joruky TCA — tpurrep, ycioBue, feicTBre

3. Hauunaitre ¢ mpocroro — MVP 10/X0/] U UTeparumu

4. IlepcoHAIN3UPYIiTE KOMMYHUKAIIMH — aBTOMATU3aIUsA He JOJDKHA ObITh pOOOTU3UPOBAHHON
5. KOHTpOIMpyiTe 1 ONTUMH3NPYHTE — MOHUTOPHHT U PETYJISIPHBIN ayiuT

6. BasiaHcupyiiTe aBTOMaTU3aIMIO U JIOEI — ruOpuaHas MO/esb

7. JJOKyMeHTUPYITEe — 3HAHUsI IOJKHBI ObITh ZIOCTYITHBI BCEH KOMaH/Ie

B CIEAYIOIUX YPOKaxX MBI HOHpOﬁHO pa36epeM KOHKpPETHbIE HHCTPYMEHTBI aBTOMaTU3alluN: TPUTTEPBHI, email-uenoqlm, pacrpeneeHue Jua0B u

6usHec-miporniecchl. Kaskblii HHCTPYMEHT OyZieT pacCMOTPEH C IIPAKTUUECKUMHU IIPHIMepaMy HaCTPOUKH B momy ApHbIx CRM-cucremax.

ABTOMaTPISaIlPIH — 9TO HE paSOBbeI IIPOEKT, a HereprBHbeI Iponece yiay4dlieHusd. Haunwure ¢ MaJjioro, TeCTprﬁTe, yuyuTeCb Ha JaHHBIX U

MacIITabupyiTe yCIelIHble IPAKTUKY.

I'1raBa 12. TpI/II‘I‘epr U aBTOMAaTH4YCCKHE ﬂeﬁCTBHH

BBenenue

Tpurrepsl U aBTOMaTHYECKUE JIEUCTBHUS — 3TO 6a30Bble CTPOUTENbHbIE O0KM J1000i aBromarusarid B CRM. Eciin B IpeapIayIeM ypoke Mbl
TOBOPIJI O HPUHIUIAX ABTOMATH3AIMK HAa KOHIENTYaJIbHOM YPOBHE, TO CeHYac MBI IOTPY3HMCS B IPAKTHYECKHE MEXaHU3MBI: KaK paboTaroT

TPUITEPDBI, KAKKWE TUIIbI I[eﬁCTBPIﬂ CYLIECTBYIOT, KaK UX IIPaAaBUJIBHO KOM6HHHPOB&TI> 1 HaCTpauBaThb.

ITo nanusiM HubSpot, koMITaHuH, HCIOJIB3YIOIYE TPUITEPHYIO ABTOMATH3AIIHIO, BU/ST yBEIMUEHNE engagement rate Ha 119%, a CKOPOCTb PEAKIHY
Ha oOpalleHns KJIMEHTOB COKDAIAeTcs ¢ HECKOJBKHUX YacOB /0 HECKOJIBKMX MHHYT. IIpM 3TOM KauecTBO OOpabOTKM IOBBINIAETCH, TaK Kak

HCKJIIOYAETCS YeJIOBEYECKHIT Q)aKTop — 336bIB‘II/IBOCTb, YCTaJIOCTh, HEIIOCTIEAOBATE/IbHOCTD.

B 5TOM ypOKe MBI JIeTaIbHO Pa3bepeM MeXaHUKY TPUITEPOB, TUIIbI aBTOMATHUECKUX IEHCTBHH, HAYIHMCS c03/1aBaTh 3(pdeKTUBHbIE AaBTOMATH3AIIH

¥ HaCTpauBaTh UX B nomyiapaeix CRM-cucremax.

Anaromusa TpUurrepa
Tpurrep — 3T0 He IPOCTO "coObITHE B cucTeMe". DTO CIOKHBIN MEXaHU3M, KOTOPBIH COCTOUT U3 HECKOJIBKUX KOMIIOHEHTOB.
CTpykTypa TpUrrepa

1. Event (CoGbrTHe) Ba3oBoe H3MeHEHUE B CHCTEME, KOTOPOE MOKET OBITh OTCJIEIKEHO.

IIpumepsr: - Co3zmaHa HOBasi 3amuch - VI3MeHEHO 3HaveHHe IMoJisi - IloyydyeHo BXojslee MHCbMO - HacTymuiia ompesesieHHas ara/BpeMs -

BemmosineHO Z[eﬁCTBHe II0JIb30BaTEJIEM
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2. Entity (CymgaocTs) O6beKT, ¢ KOTOPBIM IIPOH3OIIIO0 COOBITHE.

Tunsr cymuocreit: - Jlux (Lead) - Konrakr (Contact) - Crenka (Deal/Opportunity) - Komnanus: (Company/Account) - 3agaua (Task) - ITucemo
(Email) - Berpeua (Meeting)

3. Timing (Bpems) Korza nomken cpaboTats TPUTTEP OTHOCUTEIBHO COOBITHS.
Bapuanrsi: - Hemeenno (instantly) - C 3agepxkoii (delayed) - ITo pacnucanuio (scheduled) - [To cobeirus (before) - ITocie cobbrtust (after)
4. Frequency (Yacrora) Kak uacro MokeT cpabaThiBaTh TPUITED JJIS OTHOTO OOBEKTA.

Pesxumsl: - OnHokparHo (once) - ITpu kaskzom usMeHeHuu (on every change) - He uaie yem pas B N Bpemenu (throttled) - IToka ycoBre HCTHHHO

(while condition is true)

KusHeHHbIN UK TPUTTEPA
®da3za 1: O:xkuganue (Listening) Tpurrep MOHHTOPUT CHCTEMY, OKUZAsS cBOero coObITisA. Haxoxures B "crisiieM” pexxume.
®aza 2: AkruBauus (Triggered) CobsiTre npousonuio. Tpurrep "IpocHysICss" ¥ TOTOB IPOBEPSTH YCIOBHUSI.

®aza 3: [IpoBepka (Evaluation) Cucrema npoBepsieT, BBIIIOTHSIOTCS JIM YCJIOBUS /IS 3allycKa JedctBuil. Eciu 1a — nepexon k dasze 4. Eciu

HET — BO3BparT K ¢ase 1.
®da3sa 4: Beimoanenue (Execution) /leiicTBUs BBIOJIHSIOTCS B 3aIaHHOM [10CJIE/I0BATEILHOCTHU.

®agza 5: 3aBepmienue (Completion) Tpurrep ¢pukcupyer pesysbraT BbIIOTHeHUA (ycIex/omnoka) 1 Bo3Bpaiiaercs B ¢asy 1.

Tunsl TPUITEPOB: JeTajJdbHaA Ki1accudukanusa

1. Event-Based Triggers (CoObITHIIHBIE TPUITEPHI)

CpabaTbIBatoT IpU N3MeHeHuH AaHHbIX B CRM.

1.1. Create Triggers (Tpurrepbl cO3JaHNA)

Koraa cpaGarsiBaloT: - Cozzian HOBBIH v/ - Co3aHa HOBast ¢/ieska - J/lo6aByieH HOBBIM KOHTAKT - Co3/1aHa HOBast KOMIIAHUS
IIpakTUYeCcKne Kenchi:

Keiic 1: ABTOMaTH4ecKas 00paGoTKa HOBOIO JIN/Aa

Tpurrep: Co3paH HOBBII JIT
Ycnosusi
— Hcrounnk = "Be6-cairr"
- Ilone "Email" 3amonHeHO
HeiicTys 2
1. OTnpaBuTh MPUBETCTBEHHOE MHCHMO
2. Cospare 3agauy "Ksamiduumposats mmg"
3. Hasnaunth orBeTcTBeHHOro no round-robin

4. YcTaHOBUTH HAlNOMUHAHME uepe3 24 yaca
Keiic 2: YBegowinenue o VIP-iuae

Tpurrep: CosfgaH HOBBIN TN
Ycnosusi 2
- Brogxer > $100,000
- WJIN Komnauusi BXojuT B cnucok Fortune 500
HeiicTBus :
1. OrnpaButs Telegram-yBeJOMICHUE DPYKOBOJMTEIIO
2. HaszHaunTh OTBETCTBEHHBIM TON—-MEHE]KEPa
3. YcranoButs mpuoputer "Kputnueckmii"

4. Cospare 3agauy "Ilo3BoHuTh B TeueHme 1 uaca"

1.2. Update Triggers (Tpurrepsr 0GHOBJIEHU)

Korga CpaﬁaTbIBaIOT: - 3menuics CTaTyC CAEJIKH - O6GHOBWIJIOCH 3HAUEHUE 110151 - VI3MeHuIach CcTausd BOPOHKH - VI3MeHUIICS OTBETCTBEHHBIN
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IIpakTUYeCcKHe Keichl:
Keiic 3: YBegowieHne 00 U3MEHEHUH CTAANU CAETKN

Tpurrep: Cragust cpenku u3Mennnach Ha "IlpumsiTne permenms"
Ycnopus :

- Cymma cpenku > $50,000

— Jlneit B Tekywein craguun > 7
HeiicTBus :

1. OTnpaBuTh yBEIOMJICHHE PYKOBOAWTEIIO

2. Cospare 3agady "IlpoBepuTh NpUuMHY 3ajiepXkKKn"

3. 3Banyctuth email-lenoyky sl KIMEHTa
Keiic 4: ABTOMaTH4Y€CKO€E COIJIACOBAHHE CKUAKU

Tpurrep: Msmenunoce nosne "Ckujka"
Ycnosusi 2

- Ckupgka > 15%

- Craryc cornmacoBanms = "He cormacoBano"
evicTys 2

1. 3amycTuTh HPOLECC COIJIACOBAHIIS

2. 3abnokupoBaTh HM3MEHEHHE CYMMbI CHeJIKI

3. OrnpaBuTth 3anpoc PyKOBOJAUTEIO

4. YCTaHOBUTH HamoOMuHaHMe yepe3 24 yaca
1.3. Delete Triggers (Tpurrepsi yajieHust)
Koraa cpaGaThIBaIOT: - YiajleH KOHTAKT - Y/iaJleHa CZieJIKa - Y JaleH JIUL
IIpakTHYeCKHe Kechl:

Keiic 5: ApXxuBUpPOBaHHE YAATEHHBIX JaHHBIX

Tpurrep: Ypanena cpenxa

Ycnosusi 2
- Cymma > $10,000

evicTys 2
1. Co3jmaTh KONMIO B apXHUBHOU TabIMIe
2. OrnpaBuTh yBeOMIIEHHE PYKOBOJUTEIIO

3. 3BadukcupoBaTh NPUYMHY YANCHUS

2. Time-Based Triggers (BpemeHHbI€ TPUITEPHI)

CpabaTbIBarOT 110 BpEMEHH WJIH II0CJIe OIIPEZIeJIEHHOTO IepUoia.

2.1. Date Triggers (Tpurreps! 7aThI)

Korga cpaGarsiBaror: - Hactynuia ornpeziesieHHast 1aTa - J1o onpe/iesieHHO# 1aThl ocTanoch N el - IIporwio N aHel mocste faTel

IIpakTHYECKHE KeChI:
Keiic 6: HamoMuHaHue O IPOAJIEHUU KOHTPAKTA

Tpurrep: Jlo fmaThl OKOHYaHMSl KOHTpakTa ocTanoch 30 Hei

Ycnopus :
- Tun xonrpakra = "T'omoBoit"
- Craryc = "AkrTHBHBII"
HeiicTus :

1. Cosyate 3aady MeHepkepy "OOGCyauTh npojyienne”
2o OTl'Ip'dBl/lTb MACbMO KJIMEHTY C TPEQJIOKEHUEM TMPOJUICHUS

3. YcTaHOBUTH TOBTOPHOE HANOMHMHAHWE uepe3 15 pHei

Keiic 7 ABTOMaTHUYECKOE 3aKpbITHE NIPOCPOYECHHBIX CACIOK
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Tpuggep: Ilpomuo 90 paHeil ¢ mnocjefHell aKTUBHOCTH
Ycnosusi 2
- Cragua HE = "Bemrpana" WM HE = "Ilpourpana"
- Cymma < $5,000
eiicTys 2
1. WMamennts cratryc Ha "IIpocpouena"
2. Ornpasuth email KIMEHTY C BONPOCOM 00 aKTYalbHOCTH
3. Cospare 3agadyy "YTOUHHTH CTATyC /M 3aKpbITh"

4. Ecim wer orera 14 pjHeit - 3akpbiTh Kak "Ilpourpana"

2.2, Schedule Triggers (Tpurrepsi 1o pacnucaHHIo)

Koraa cpaGarsiBaloT: - Kax/1blil ZIeHb B OIIpeziesieHHOe BpeMst - Kax/1y1o HeZlesTio B ONpe/ie/IeHHbIN /IeHb - KasK/plil MecsIl B OIPeZIe/IEHHYIO aTy
IIpakTHYecKue Kencel:
Keiic 8: ExxeHee/IbHbII OTYET 110 BOPOHKE
Tpurrep: Kaxpplil nonefensHuk B 9:00
HeiicTBus 2
1. CoOpaTh CTAaTUCTHKY O BOPOHKE 3a MPOLLIYIO HEJIeN0
2. CrenepupoBaTh PDF-oT4eT
3. OrnpaButh Ha email pyKOBOAUTENIO M TON-MeHEAXKepaMm
4. Co3parh 3amichb B MCTOPHH OTYETOB
Keiic 9: E:xxefHeBHAA OUHCTKA 0a3bl
Tpurrep: Kaxppiit nenb B 2:00 Houm
JeitcTus
1. Haiitm gy6im KOHTakTOB
2. OObemuHUTHL AyOImM MO NpaBHIaM
3. Haittu smuapl 6e3 akTuBHOCTH > 180 JjHeit
4. TlepemecTuTb UX B apXuB

5. OrnpaBuTh OTYET 006 OUMCTKE

2.3. Relative Time Triggers (Tpurrepsl OTHOCUTEJIHHOTO BPEMEHH)

Koraa cpaGarsiBaioT: - Uepes N uacoB/aHeit/Heesns mocse cobbrtusi - N 4acoB//IHEH/He/1esb 10 COOBITHS
IIpakTHYecKue Kencel:

Keiic 10: Follow-up nociie Bcrpeun

Tpurrep: Ilpouwio 24 wyaca mocie BCTpeyn
Ycnosusi 2

— Craryc Bctpeun = "IIpoepena"

- Hrornm Bctpeun HE 3anosmens
evicTys 2

1. OTnpaBuTh HANOMUHAHUE MEHEKEpy

2. Cospare 3agady "3amolHATL MTOrM BCTpeun"

3. Eciu He 3anonHeHo uyepe3 48 4YacoB - YBEJOMMTb PYKOBOAWTEJIs

3. Behavior-Based Triggers (IloBeieHUeCKHuE TPUITEPHI)

CpabaTbIBalOT Ha OCHOBE JIEHCTBUI IIOJIb30BATEIS.

3.1. Email Engagement Triggers (Tpurrepsl B3anMOA€HCTBUA ¢ MIUChMaMU)
Korpga cpaGartsiBaror: - ITrcbMo 0TKphITO - CeblIKA B TUChMeE KJIMKHYTA - IIHchMO He OTKPBITO B TedeHue N el - [I1cbMO IOMeYeHO KaK cram

IIpakTUYecKUe Kelchl:
Keiic 11: Peakiiusa Ha OTKPbITHE KOMMEPYECKOIO MPEAI0MKEHIA

Tpurrep: Ilucemo "Kommepueckoe TNpeinoxenue” OTKPBITO

Ycnosusi 2
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- OrtkpbiTo Gonee 2 pa3

— MJIM OTKpbITO M KJIMKHYTa CChUIKA Ha Mpaiic
HeiicTBus 2

1. JJoGaBute 20 GamnoB Kk lead score

2. YcranoBute Ter "I'opsumit mHTepec"

3. Cospare 3agauy "Ilo3BoHuTh cerops"

4. Ornpasuth follow-up uyepe3 2 dyaca C JIONOJHUTEILHBIMH MaTepUATAMU
Keiic 12: PeanHumManusa HEOTKPHIBIIUX ITHCHMO

Tpurrep: IluceMo He OTKpPBITO B TeueHWe 5 pHei

Ycnosusi 2

- Craryc muga = "Hosbrii"

- Hcrounuk = "Bxopsias 3asiBKa"
HeiicTus :

1. OTnpaBuTh anbTEPHATUBHOE MUCBMO C JPYroil TeMmoil
2. OrnpasuTh SMS-HANOMUHAHNE

3. Cosparb 3amauy "Ilo3BoHuTh"

3.2. Website Behavior Triggers (Tpurrepsl moBeieHUA Ha calTe)

Korza cpabareiBaiot: - [Tocelena onpeziesieHHas crpaHuna - CkadyaH JOKyMeHT - IIpocMoTpeHo Bu/ieo - 3anosHeHa popMa

IIpakTHYeCKHe Kelchl:
Keiic 13: Peakuusa Ha MIPOCMOTP CTPAHUIBI LEH
Tpurrep: Konrakr mocetwn crpanmyy "/pricing” 3+ pa3s
Ycnosusi 2

- Craryc HE = "Kimentr"

- Ilocnepnee kacanwe > 7 pHeil Hazaj
HeiicTus :

1. do6asuth 30 GamnoB Kk lead score

2. OrnpaBuTh NEPCOHAM3UPOBAHHOE NpEJIOKEHUE

3. Cospare 3agauy menemkepy "lopstamit "

4. 3al'lyCTI/ITI> PETApreTuHr KaMmnaHuio
Keiic 14: ABTOMaTH3auMH IIOoCJI€ CKAaYMBaHUA JIM/-Maraura

Tpurrep: Ckauan jgokymeHT "Yek-ymucT BHefpeHuss CRM"
HeiicTBus 2

1. Jlo6aute Ter "Hurepec k CRM"

2. Banyctuth email-kypc m3 5 nmcem

3. Cospare 3agauy "Ilo3BoHuTh uepe3 3 pams"

4. JI0GaBUTb B CErMEHT JUISi TAapreTMPOBAHHON PeKIIaMbl

3.3. CRM Activity Triggers (Tpurreps! aktusHocti B CRM)

Koraa cpa6daTpIiBaloT: - 3BOHOK COBepIIIeH - Berpeua Ha3HavyeHa - 3a7jaua BeIoIHeHA - KoMMeHTapuii 106aBieH
IIpakTUYeCKUE Kelchl:

Keiic 15: ABTOMaTu3anua mocjae 3BOHKa

Tpurrep: 3BOHOK 3aBeplLIeH
Ycnosus :
— JmirenbHOCT > 5 MUHYT
- Pesynprar = "3anntepecoBan"
HeiicTBus :
1. Cospare 3agauy "Ornpasuts KIT"
2. OrnpaBuTh 61aroflapCTBEHHOE MUCHMO KIMEHTY
3. BannanupoBath follow-up 3BOHOK uepe3 3 [Hs

4. Ilepemecturh Ha cragmo "Ksamipuxamys"
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4. Data-Based Triggers (Tpurrepbl Ha OCHOBE JaHHBIX)

cpaGaTLIBaIOT IIpU JOCTUXKEHUU OIIPE/IeJIEHHBIX 3HAYEHUH.

4.1. Field Value Triggers (Tpurrepsl 3Ha4ueHIIi MOJIEi)

Koraa cpaGarbiBaroT: - [Tosie 3a110J1HEHO - 3HAUYEHHUE T10JIsT U3MEHUJIOCHh Ha OIIPEeZiesIEHHOe - 3HAUeHHeE JIOCTHIJIO ITopora - [1oJe mycroe
IIpakTHYecKue Kencel:
Keiic 16: Peaknusa Ha 3an0JTHEHHE OIO/IKeTa
Tpurrep: Ilone "Bropker" 3anosnHeHO
Ycnosus :
- Brogxer > $50,000
- Cragua = "Ksamudpukanus"
evicTys 2
1. Ilepemectuts Ha crammio “Ilpemnmoxkennue"
2. HasnaunTh crapuiero MeHejpkepa
3. Cospars 3agauy "IlogroroButh uHguBuayanbHoe KIT"

4. Ornpasuth uHMOPMALMIO O NpPEeMUyM-TaKeTe

4.2. Score-Based Triggers (Tpurrepsl Ha OCHOBE CKOPUHIa)

Koraa cpaGaTsIBaloT: - Lead score TOCTUT OIIPE/IeJIEHHOTO 3HAYEHUs - SCOre YBeJIMUNIICsA/yMeHbIInIcsa Ha N 6aIIoB - Score mepecek mopor

IIpakTHYecKue Kenceol:

Keliic 17: ABTOMaTU4YeCcKasa KBaJU(PUKAIUA 10 CKOPUHTY
Tpurrep: Lead Score > 80
Ycnosusi 2
- Craryc = "Hosbnt"
— Menekep He HasHaueH
evicTys 2
1. YcraHoBurb craryc "Iopstamit”
2. HasnaunTtb TOnM-MeHemkepa
3. Cospars 3agady "II03BOHMTH HEMEJICHHO"

4. Ornpasuth Telegram-yBejoMIIcHIE

THuIbl aBTOMaTH4YE€CKUX JECTBUI

Teneps paszbepeM, kakue JeHCTBHA MOXKeT BBIIOTHATH CRM aBTOMaTHYeCKH.

1. KoMMyHHKAIIMOHHBIE TEHCTBUS

1.1. Email Actions

OTl'lpaBKa OAUHOYHOIO muchbMa - Hewmennennasa OTIpaBKa - OT10:K€HHAS OTIpaBKa ('-Iepes N BpeMeHI/I) - HepCOHaJII/I?,I/IpOBaHH])Iﬁ KOHTEHT -
,HI/IHHMH‘{GCKI/IG BJIOXKEHUA

33]’[ch email-uenotmu - I[TocnepoBaTeIbHOCTD IUCEM - C YCJIOBHBIMU BETBJIECHUAMU - C al[aHTaIlI/Ieﬂ 1o/ rIoBegeHne

Hacrpoiika napamerpos: - Ornpasutenb (uMa U email) - Tema nuckma (¢ nepconanusanueii) - Teno nucema (HTML/Teker) - Biokenus -
Bpewms ornipasku - [Ipuopurer

IIpumep HacTpoiiku B AmoCRM:

Jevictue: OtnpaButh email
Or: sales@company.com (MeHempkep No mpopazkam)
Komy: {{email}}
Tema: {{first_name}}, Bame KOMMepueckoe MNpe/JIOKeHIe

IMa6mon: "KII st HOBBIX JmjoB"
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Broxenne: commercial offer.pdf

Otnpasutb: HewmejnenHo

1.2. SMS Actions
OtnpasBka SMS - TekcroBoe coobienue - Ilepconanuzanus - Kopotkue ccbuiku - OTCIeKUBAHNE IOCTABKA

OrpannueHus: - /lyimnaa coobienus (06619HO 160 cuMBOJIOB) - Bpemst otripaBku (He HOUBI0) - Yacrora (He ciamuts) - Compliance (coriacue Ha
SMS)

IIpumep:

Hevictue: OtnpaButh SMS
Ilonyuarens: {{phone}}
Tekcr: "{{first_name}}, cmacubo 3a 3asBky! Menemkep {{manager name}} cBsukeTcs C Bamm cerojust fo 18:00. Ynumka"

Bpemsi: Ecomm 9:00-20:00, To ceituac, uHave 3aBTpa B 9:00

1.3. Notification Actions

YBenomiienus B CRM - Push-yBeomiienust - BemisiBaronue coobIieHus - YBeZoMieHus B 6paysepe
YBenomiieHus B MecceHKkepax - Telegram - Slack - WhatsApp Business API - Microsoft Teams
IIpumep:

Jevictue: OtnpaButh Telegram yBefoMIeHHE
Yar: @sales_team bot
CooGienne: "
# Topsumit swp!
Komnanusa: {{company name}}
Biopker: {{budget}}

OtsercTBennblii: @{{manager_ telegram}}

Cebuika: {{crm_link}}

2, JleiicTBUA C JAHHBIMH

2.1. Field Update Actions

Vi3MeHeHHe 3HAYEHUH IO0JIeH - YCTaHOBUTH CTaTUYECKOe 3HAaYeHHe - PaccuuraTh 3HAYEHUE (q)OpMy)'IbI) - CKOHHpOBaTB U3 Apyroro moJsd -

O4uCTHUTH TIOJIE
IIpumepsI:

HevictBre: M3meHuTh mosie
Ione: "Craryc"
HoBoe 3nauenme: "[opsumii”
HevictBue: Paccuurars nose
Tlone: "IloreHuuanbHas npuobLIL"
dopmyna: {{budget}} * 0.25
JleiicTBUe : Y CTaHOBUTH JIATy
Ilone: "Jlara crnegyromero KoHTakTa'"

3Bnauenne: Ceropgusi + 3 JHs
2.2, Tag and Category Actions
Yupasiaenue reram - J[06aBUTh Ter - YaJIuTh Ter - 3aMEHUTH Ter
IIpumep:

eiicTBUE : YTpaBjieHUe Teramu
p
obaButb: "BebG-caiir", "lopsumit", "Q1-2026"
P!

Ynamutb: " XonoaHblin"

2.3. Data Enrichment Actions
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Oﬁorameﬂue AAHHBIX - 3arpy3Ka JJAHHBIX KOMIIAaHWUW W3 BHEIIHUX HWCTOYHUKOB - HpOBepKa email aZipecos - Banupanusa TeIIeClJOHOB -

OnpeziesieHne 4acoBOro 110sCa 10 PeTHOHY
IIpumep:

JeiictBue : OGOraTuTh JJaHHbIE KOMIAHUK
Ucrounnk: Clearbit API
3arpy3uTb :

— KomnuectBo coTpyaHUKOB
— Topnosoit o6opor

— Orpacab

- Be6-caiir

- LinkedIn URL

3. JleiicTBUA € 3ajaUyaMi 1 aAKTHBHOCTAMHU

3.1. Task Creation Actions
Cospanmne 3agauun - HasBanue u onucanue - Vcronuauresns - Cpok BeinosHeHUs - [Ipuoputet - CBA3B C C/1eJIKON/KOHTAKTOM
IIpumep:

HeiictBue: Cospate 3aavy
Haspanne: "Ilo3BonuTh HOBOMY Immy"
Onucanme: "

JIup ¢ caitta, wuHTepecyercsi {{product}}.

Brogpker: {{budget}}

Kommenrapuit: {{comment}}

Ucnonnnrens: {{assigned manager}}
Cpok: Ceromust 1o 17:00
IIpuopurer: Boicokuit

Tun: 3BoHOK

3.2. Meeting Scheduling Actions

IlnaHupoBaHUE BCTpeYU - ABTOMAaTHYeCKOe cosfiaHue Berpeun - OTIpaBKa KaleHAApPHOrO upuriameHus - WHrerpamus ¢ Google
Calendar/Outlook
IIpumep:

JleiicTBue : 3amnaHupoBaTh BCTpedy
Haspanme: "Ilpesenrtauus pemenus s {{company name}}"
Yuyacthuku: {{manager email}}, {{client_email}}
Jata: Cnegylommii pabounii feHs B 14:00
JnurensHocTh: 1 uac
Mecto: Zoom (CreHepupoBaTb CCBHUIKY )

Hanomunanune: 3a 1 4vac
3.3. Activity Logging Actions
JlorupoBaHHe aKTUBHOCTH - ABTOMaTHUeCKast (PUKCAINs B3aUMO/IEHCTBUM - 3aIIUCh UCTOPUHU M3MeHeHuH - Co3/iaHye 3aMeTOK
IIpumep:

Jeitctue: Co3paTh 3anuch B MCTOPUM
Tun: Ilpumeuanne
Tekcr: "Jlug aBTOMaTMUECKM KBaIM(PULMPOBAH KakK TOpSYMil HAa OCHOBe KputepueB: Owomker ${{budget}}, permon {{region}}, wucrounuk {{source}}"

Bupnmocth: BupHOo Bcem

4. IIpoieccHsbIe aeiicTBUS

4.1. Stage Movement Actions
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IlepemeleHue 1Mo BOPOHKe - II3MeHeHNe CTaJ[uu C/IeJIKU - ABTOMATHUYECKOe /IBUXKEHHE 110 BOPOHKE - Y CJIOBHbIE IIEPEX0/IbI
IIpumep:

Jevicteue: IlepemecTHTh Ha CTajMIO
Cragusi: "Ilpennoxkenue ornpasieHo"”

Ycnosue: Ecmu KII ornpasneno

4.2. Assignment Actions

HagHaueHHe OTBETCTBEHHOro - HasHAuuTh KOHKpETHOro MeHemkepa - Round-robin pacmpenesnenue - PacnpeznesneHue 1o Harpyske -

PacrpeziesieHue M0 ClelHaIn3alui
IIpumep Round-Robin:

HevictBue: Ha3HauuTb OTBETCTBEHHOrO
Mertop: Round-robin
Ilyn menemxepoB: "Otnen npopax”

UckmounTs & MCHCJ_DKEEP]:I B OTHYCKE WM C HarpyaKoﬁ > 50 aKTUBHBIX JINJI0B
IIpumep pacupeaeeHUs IO PETHOHY:

JHeiictBue : HazHauuTh OTBETCTBEHHOTO
Meton: Ilo npaBunam
Ipasuna:
- Ecmu Permon = "Mocksa" - Msano W.U.
- Ecmu Permon = "CII6" - Ilerpos II.II.

— Ecmu Permon = "Pernonel" - Round-robin mexpy Cupoposeiv C.C. u Koznossm K.K.

4.3. Workflow and Process Actions

3anyck 6u3Hec-mmpouecca - IIpouecc corsiacoBanus - ckananus - CI0KHas MHOTOIIAroBast IOTHKA
IIpumep:

JleficTBue : 3amycTUTb OU3HEC—IPOLECC
Tpouecc: "CormacoBanue ckupku"
TlapameTpsi :
- Ckupka: {{discount}}
- Cymma cpenkn: {{deal_amount}}
- Menegpxep: {{manager_name}}
Coriacyrommyii
- Ecimn ckupka < 20% - Pykosopurens otjena

- Ecmn ckupka >= 20% - Kommepueckuil jupekTop

5. IHTEerpamnoHHbIE 1€ CTBUSL

5.1. Webhook Actions

OTnpaBka JaHHBIX BO BHeltHue cucrembl - HTTP POST/GET 3ampocs! - ITepenaua JSON/XML nanusix - Marerpanus c mo6sivu API
IIpumep:

Herictue: Otnpasuts webhook
URL: https://api.company.com/leads
Merop: POST
Headers:
Authorization: Bearer {{api_token}}
Content-Type: application/json
Body: {
"lead_id": "{{id}}",
"name": "{{full name}}",
"email": "{{email}}",

"phone": "{{phone}}",
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"budget": {{budget}},

"source": "{{source}}"

5.2. Third-Party Integration Actions

HHTerpanys ¢ MomyJIAPHBIMYI CEPBHCAMH:

Google Sheets

HeiictBue: [JoGaButh cTpoKy B Google Sheets

Tabmuua: "Jluger 2026"
Jlucr: " Bxopsiume"
JlaHHble :
- Jara: {{created_date}}
- Wms: {{name}}
- Email: {{email}}
- brogpker: {{budget}}

- Menegpxep: {{manager}}
Mailchimp/SendPulse

Hevictue: [oGaButh B email-crmcok
Cmucok: "IMoreHupanbHble KIMEHTHI"
Email: {{email}}

Tern: {{crm_tags}}
Custom Fields:
FNAME: {{first_name}}

COMPANY: {{company}}
1C

Jevictue: CosgaTh KouTtparenta B 1C
HanmenoBanne: {{company_ name}}
MHH: {{inn}}

Email: {{email}}
Tenegon: {{phone}}

Menenxkep: {{manager_name}}

KoMOMHHUpOBaHUE TPUITEPOB U J€HCTBUH

HaTTepHI)I aBTOMAaTHU3AIlnH

IIarrepH 1: Simple Linear (IIpocras TuHeiHa")

OJIiH TPUTTEP — OZHO YCJIOBUE — O/IHO JeHCTBHE.

IIpumep:

Tpurrep: Cospgan nup

Ycnosue: Email 3amosiHeH

HeﬂCTBHe: OTl’IpaBHTb NPUBETCTBEHHOE NHUCHBMO

IIpumenenue: bBazoBble aBTOMATHU3AIMH, HE TPEOYIOLHE CII0KHOMN JIOTUKH.

IMarrepH 2: Multiple Actions (MHO:KeCTBEHHbIE AEICTBI)

OJyH TPUTTEP — O/IHO YCIIOBHE — HECKOJIbKO JIeHCTBU.

IIpumep:

Tpurrep: Co3zpan sy
Ycnosue: Brogpker > $50,000

HeiicTus :
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1. YcraHoBurb craryc "Topstumit”

2. Hasnaunth TOnm-MeHeKepa

3. Cosparb 3agauy "Ilo3BoHuTh cerojus"
4. Ornpasuth Telegram-yBejoMIcHIE

5. Jlo6aBuTh B CRM-MapKeTHHI KaMIMaHHIO

ITpumenenue: KomiutekcHas 06paboTKa BasKHBIX COOBITHIH.

IIarrepH 3: Conditional Branching (YciioBHOe BeTB/IeHHE)
OJyH TPUTTEP — MHOKECTBEHHbIE YCIOBUS — Pa3HBbIE JEUCTBUA.
IIpumep:
Tpurrep: Cospgan np
Betka A:

Ycnosue: Brogpker > $100,000

JeitcTBusi: HasHauuTh crapuiero MeHejpkepa, MoMeTuth VIP
Berka B:

Ycnosue: $50,000 < Brompker <= $100,000

HeitctBusi: HasHaunTh cpejiHero MeHejkepa, CTaHjapTHas oOpaboTka
Betka C:

Ycnosue: Brogpker <= $50,000

IeitctBusi: HasHaunTh MIaiero MeHejkepa, email-uenouka

IIpumenenue: Cermenranus u quddepennnpoBannas o6paborka.

IIarrepH 4: Chained Automation (IlemouHas aBTOMaTHU3AIH)
JleficTBHe O/THOHM aBTOMAaTU3AIUH 3aIyCKaeT TPUITeD CJIe/lyIoIIen.
IIpumep:

AroMaTuzanumsi 1:
Tpurrep: Otnpasneno KIT

HeiictBue: Ycraunosuts Ter "KII ormpasneno", ycranoButh jary follow-up

ABTomMaTuzauusi 2 :
Tpurrep: Ter "KII ormpasneHo" pgo6aBneH

JleiictBue: 3amyctuth email-nemouky follow-up

AproMaTuzanusi 3:
Tpurrep: Ilpomno 3 gust ¢ patbl follow-up
Ycnosue: Cpenka He NpPOABHHYJIACH

Jetictue: OTNpaBUTL HATNOMUHAHUE MEHE/KEpy

HpI/IMeHeHI/Iei CJ103kHbIE MHOTO3TAITHBIE IIPOIIECChI.

IIatTepH 5: Time-Delayed Cascade (Kackap ¢ 3agepxkammn)
O/1HO COOBITHE 3aIyCKAET CEPUIO JEHCTBUI ¢ BpeMEHHBIMU HHTEPBAJIaMH.
IIpumep:

Tpurrep: Jlug He OTBETU] Ha TNEpPBOE MUCHMO

Jlens 0: OTnpapieHo mepBoe MHCbMO

Jlenp 3: Ecinu He OTKPBITO — OTNPaBUTh NHMCBMO C JPYyroil Temoit
Jlenb 5: Ecmu He OTKpBITO - OTHpaBUTh SMS

Ienb 7: Ecimm He OTKphITO — co3[aTh 3ajady MeHekepy 'Ilo3BoHuTb"
Henb 10: Ecimm Her KoHTakTa - nepemectuth B " XomoiHble"

Jenb 30: Eciu HET KOHTAaKTa - apXUBUPOBAThb

ITpumeHenue: Nurturing, peaHuMaIys JUAOB.
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IIpoaBUHYTHIE TEXHUKU

1. Throttling (OrpannyeHue 4acToThI)

[IpesoTBpaleH e criama IIPH YaCThIX H3MEHEHUX.

IIpo6Jema: Iose "Biomker" uameHsercs 5 pa3 B TedeHue yaca. Tpurrep cpabatbsiBaer 5 pas, OTIIPABJISAET 5 ITHCEM.
Pemenue:

Tpurrep: Wsmeneno mone "Bropker"
Throttling: He uwame 1 pa3a B 24 waca s OJIHOrO JHja

JletictBue: OTNpaBUTh YyBELOMIEHUE

2, leduplication ([lexyriukamust JeiCTBIIT)
Hpe}lOTBpaIlleHI/Ie ﬂy6J'II/IPOBaHI/IH IIpU MHOXKECTBEHHBIX TpUITEPax.
IIpo6sema: /[Ba pasHbIX TPUITEPA CO3AAIOT OAMHAKOBYIO 3a/iady.
Pemenue:

Jevictue: CoszpaTh 3ajady

)Ieuynnukam/m: Ecmm 3alaya C TaKUM Ha3BaHUEM Y2KE€ CYUIECTBYET /i ITOro JMAa — HE CO3JaBaThb

3. Rollback (OTkar aeicrBmii)
OrMeHa JielcTBUM DU U3MEHEHHH YCIOBHH.
IIpumep:

ABroMaTuzaimsi 1:
Tpurrep: Lead Score > 80

Heiictue: Ycranosuth craryc "lopsumit", cosmath 3agauy

Asromarmsaiust 2 (Rollback):
Tpurrep: Lead Score < 80

Ycnosue: Craryc = "lopsumii" M YcraHoBieH aBTOMAaTHUECKH

JeiictBue: Bepuyts craryc "Temmbni", ymaauTb aBTOMATHYECKN CO3[JAHHYIO 3ajauy

4. Escalation (Qckanxanusn)
HOBI)II_HeHI/Ie HpHOpI/ITeTa NI Hepe}la‘{a BBIIIIE HpI/I HEBBIIIOJIHEHUU.
IIpumep:

AproMaTuzanusi 1:
Tpurrep: Cosjjana 3agaua "Ilo3BoHuTs"

Cpok: Cerogust o 17:00

ApromaTmzanus 2 :
Tpurrep: 3ajaua He BBINOJHEHA + MpPOLIET CPOK
JeiicTue :
n

- Ilobicuts npuopurer Ha "Kpurtideckumit

— OTnpaBuTh YBEJIOMJICHUE MEHEJIXKepy

ABToMaTmzanusi 3:
Tpurrep: 3agaua He BbIMONHEHAa + mpouuio 24 wYaca ¢ CpPoKa
IeiicTBue &
— OTnpaBuTh yBEOMJIEHHE PYKOBOJUTEIFO

- TlepenasHauntb 3ajady JIPYroMy MeHeKepy

Hacrpoiika B momysiapuabix CRM
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AmoCRM
HWHCTpyMeHTBI aBTOMATH3AIUN: - Po60TH - I{udpoBble BOPOHKH - Tpurrepst
IIpumep HacTpPOMKH podoTa:

1. Bopouka — Hactpoiiku — Po6oTbI

N

. JIo6aBuTh po6OTA HA CTAIHIO

3. BoiGpaTs Tpurrep: "Cresnka momasia Ha CTaui0"
4. J106aBUTH yca0BHs (ONIIHOHAIBHO)
5

. ob6aBUTH JeHCTBUS:

o)}

. OrmpaBuTh email u3 mabioHa
7. Cospath 3a1a4uy

8. lI3MeHUTbh OTBETCTBEHHOTO

9. OrnpaBuTh webhook

10. COXpaHI/ITI) U aKTUBUPOBATH

OcoGeHHOCTH: - POGOTEI paboTaIOT IPHU JBIDKEHUU IO CTafmuAM - Tpurrepsl cpabaThIBalOT HA U3MeHeHMA Iojied - LludpoBble BOPOHKH I

ABTOMATHU4YECKOI'0O IBHXKEHUA

Bitrix24
HWHCTPpYMEHTBI aBTOMAaTHU3aIMM: - Po60ThI (Ha cTajusx) - Tpurreps! (Ha n3MeHeHus 1oJiei) - BusHec-mporieccs! (CI10KHasT JIOTUKA)
IIpumep HACTPOIKH TPUITEpa:

1. CRM — Hacrpoiiku — ABTOMaTH3ALIHA

N

. BeiOpats THI cymHOCTH (JIH/IbI/ CIETTKI)
3. Jlo6aBuTH TpHUIrTEP
4. Hactpouts ycoBue cpabaThIBaHUS:
5. Korma: VIamenuiocs noste
6. ITosie: Brojizxer
7. Yenosue: Bosbie 50000
8. Io6aBUTh AEHCTBUA:
9. I3meHnuTh NOJIE
10. OTIIpaBUTH yBEJIOMJIEHTE
11. Co3zatb 3amady

12. CoxpaHuTh

OcoGeHHOCTH: - POOOTHI + TPUITEPHI = IIOJIHAsI ABTOMATH3alNsA - BU3Hec-Tpoeccsl s corytacoBanui - Visual editor i mponeccos

HubSpot
HNucTrpymenTsl apromarusamun: - Workflows - Sequences (st email) - Task Automation
IIpumep Hacrpoiiku Workflow:

1. Automation — Workflows — Create workflow
2. Boi6pats Tun: Contact-based / Deal-based / Company-based
3. YcranoButs enrollment trigger:
4. Contact property: Lead Status is Hot
5. JlobaBuTh actions:
6. Send email (BbIOpaTh 11a6I0H)
7. Create task (assign to owner)
8. Set property value (Priority = High)
9. Send internal notification
10. JTo6aButs delays u branches (if/then)

11. Review and publish
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Oco6eHHoOcCTH: - Busyansuslil peakrop workflow - I'otoBble ma61oHb! aBTOMaTu3anui - A/B-rectuposanue BHyTpu workflow

Salesforce
HNucrpymenTbl apromarusanun: - Flow Builder (no-code) - Process Builder (legacy) - Apex Triggers (code)
IIpumep co3pauus Flow:

1. Setup — Flows — New Flow

2. Bei6pats tun: Record-Triggered Flow
3. Hacrpours Start:
4. Object: Lead
5. Trigger: Record is created
6. Condition: Budget > 50000
7. Ho6aButh elements:
8. Assignment: Set Status = "Hot"

9. Create Records: Create Task
10. Send Email (template)
11. Post to Chatter
12. Hacrpowurts sioruky (Decision elements)

13. Save and Activate

OcoGenHocTH: - Camas MOIIIHAA CHCTeMa aBToMaTu3anuu - CI03KHasA B HACTPOKe, HO rMOKas - Apex /i IPOrpaMMHOM aBTOMaTU3aLUN

Pipedrive
HWHcrpymeHThI aBToMaTtuzanun: - Workflow Automation - Email Sync - Smart Contact Data
IIpuMep aBTOMaTH3AIUI:
1. Settings — Workflow automation
2. Create new workflow
3. Trigger: Deal created
4. YenoBust: Value > $50000 AND Stage is Qualified
5. Actions:
6. Send email to contact
7. Create activity (Call)
8. Update deal (Priority to High)
9. Add note to deal
10. Save workflow

OcoGenHocTH: - [Ipoctoii 1 mOHATHBINA uHTEpdeiic - OrpannueHHble Bo3MoXkHOCTH (mpore yem HubSpot/Salesforce) - ®oxyc Ha mpogaku, a He

MapKeTUHT

Yek-mucT 3P PeKTHBHON aBTOMATU3AIAH

Ilepen 3amyckom: - [ | Tpurrep uerko ompeneneH - [ ] YcioBusi MOKpBIBAIOT Bce cueHapuu - [ ] JleHcTBUSA JIOTWYECKH CBs3aHbI - [ ]
Ilepconanusaius HacTpoeHa - [ ] TaliMUHI/Ie/IKY YCTAaHOBJIEHBI IPABUJIBHO - [ | MckitoueHus o6paboTansl - [ ] TectupoBaHie Ha TECTOBBIX TAHHBIX

mpoBe/ieHo - [ ] Jlokymenranus co3znana - [ ] Komanga obyuena

IMocae 3amycka: - [ ] MouutopuHr cpabaTtsiBanuii - [ ] OtesnexkuBanue omubok - [ ] C6op ob6paTHOi ¢Bsizu - [ ] AHanu3 MeTpuk - [ ] Perysispuas

ONTUMU3AIUA

3akJaroueHue

TpI/II‘I‘epr U aBTOMaTH4YECKHe ﬂeﬁCTBHH — O9TO MEXaHU3MbI, KOTOpbIE IIpeBpaIlarmT CRM wu3 06asbl JAAQHHBIX B HHTEJUIEKTYyaJIbHYIO CHCTEMY.

ITpaBUIPHO HACTPOEHHAs aBTOMATU3ALUA PAbOTaeT 24/7, He yCTaeT, He 3a0bIBaeT U BBIIIOIHAET 3a/1a4l ObICTPee U TOYHee YesIOBeKa.
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KitroueBbie BBIBOJIBI:

1. BeiOupaiiTe npaBHJIbHbIE TPUITEPHI — COOBITUHHBIE JUI PEAKI[UH, BDEMEHHBIE JUIs nurturing, moBezieHYecKue /I ePCOHATU3AINHI
2. KOMOMHUpYHTe JeliCTBUA — O/[HA aBTOMATH3AIIUsA MOXKET BBIIIOJIHAT MHOXKECTBO OIlE€PAIHi

3. Mcrosip3yiiTe HaTTEPHbBI — IPOBEPEHHBIE CXEMbI ABTOMATH3AIIHI

4. TecTUpyiiTe M ONTUMU3UPYITE — aBTOMATH3AIUsA TPeOYET IIOCTOSIHHOIO BHUMAHUS

5. JIOKyMEeHTHUPYHTe — 4TOObI 3HAHUs He TePSUIUCD

B C/IeAYIOIIEM YPOKE MbI yI‘J'Iy6I/IMCH B OZIVH 13 CaMbIX MOIHBIX HHCTPYMEHTOB aBTOMaTU3aluu — email—uenoqxn u fOllOW—llp KOMMYHUKaIlUU.

I'maBa 13. ABTomaTuueckue email-nemouknu u follow-up

BBenenue

Email-aBromaTusanus — 9T0 OZMH M3 CaMbIX MOIIHBIX U HEA0OUEHEHHBIX nHCTpyMeHTOB B CRM. ITpaBryIbHO HACTPOEHHBIE email-1enoYku MoryT

YBEJIMUNTH KOHBEPCHIO JIUZIOB Ha 50-100%, moBbicuTh Customer Lifetime Value Ha 30-40% ¥ Ipy 5TOM IIOJTHOCTBIO paboTaTh 6€3 y9acTus yeIoBeKa.

ITo panupiv DMA (Data & Marketing Association), Kaplii /10/U1ap, BJIOKEHHBIH B email-MapKeTHHT, IPUHOCHUT B cpefHeM $42 moxoza. ROI
4,200%. Ho 5TO TpW yCcJIOBUM MPABUJIBHOM HACTPOWKM aBTOMAaTH3al[ih. MaccoBble PACChUIKH JA0T TOpasfo MeHbIIMi 3GGdexT — KIod B

Iepconajm3anuu, TaMIHTaX 1 PEJIEBAaHTHOCTHU KOHTEHTA.

B aTOM ypoke MbI pazbepeM Kak cTpouTh dddexTuBHbIe email-rienouxu, HacTrpausath follow-up KOMMyHHMKAIMH, TEPCOHATITU3UPOBATH KOHTEHT U

ONTUMHU3UPOBATH PE3YJIbTATHl HA OCHOBE JAaHHBIX.

Yro Takoe email-uemouxku

Email-iemouka (email sequence, drip campaign) — 9To cepusi aBTOMaTHYECKHX IFCEM, KOTOPble OTIPABJIAIOTCSA IOIHMCYUKY [0 3aZaHHOMY

PpacruCaHuIoO UIN B OTBET HA OIIpEJETI€HHbIE ILEI;'ICTBI/ISL

OT/InuUsA OT OOBIYHBIX PACCHLIOK

MaccoBaa paccblIKa: - OL[HO IIHUCBMO BCEM - OTHpaBKa B OTUH MOMEHT - OL[HHaKOBbeI KOHTEHT /1A Bcex - Her IepcoHaaIu3anuu - Her soruku

CJIen0BaHUA

Email-nenouka: - Cepus mnuceM c JIOTHUeCKOU cBA3bI0 - OTIpaBKa Mo pacnucaHuio (AHH, Hefenu) - IlepcOHAIMBUPOBAHHBIA KOHTEHT -

Apantanyisi oJi OBeieH e mostyuaTesis - Yerkas nesb u call-to-action

Tunbl email-nenouex
1. Onboarding Sequences (Beogusie nemouxu) Lless: II03HAKOMUTH HOBOTO JIH/{a/KJIMEHTA C IIPOYKTOM/yCIyTOH.

Crpykrypa: - [Tucemo 1: I[IpuBeTcTBUe U uTO Aasbiie - [TucbMo 2: OcHOBHBIE BO3MOXKHOCTH - [TucbMmo 3: Kak Hayath padoty - IlucbMo 4: Jlyuiine

npakTuk - [Tucemo 5: Iogzaep:ka u pecypesl
2. Nurturing Sequences (Ilenouku B3pamuBanus) Llens: [Iporpers X0JI0AHOTO JIU/A 10 TOTOBHOCTH K IOKYIIKE.

Crpykrypa: - O6pa3oBaTesbHBI KOHTEHT - Kelichl M colMalbHBle HOKa3aTeJbCTBA - lIpeosioyieHHMe BO3pakeHHU - MArkpe KOMMepUecKHe

npesiioKkeHus - [IpU3bIB K JIeHCTBUIO
3. Sales Follow-up (IIpoxa:xHbie nenoukn) Lless: [[oBecTH Jv/ia 0 HOKYIIKY IT0CJIe IIEPBOTO KaCaHHUS.

Crpykrypa: - ITucemo 1: Cnacu6o 3a uHTepec - ITrcemo 2: JlononHuTenbpHasA nHdopmarys - [Iucemo 3: CoranpHble T0Ka3aTeabeTBa - [TUChMO 4:

IIpeonosenue Bo3paxkeHuu - [Iucbmo 5: OrpaHuueHHOe Ipe/iokeHue - [Tucemo 6: ITocetHui maHe
4. Re-engagement (PeakTuBannoHHbIe Henmouku) Llesb: BepHyTh HEAKTHBHBIX TOANNCIHNKOB/ KIIEHTOB.

Crpykrypa: - ITucemo 1: Ml 1o BaMm cky4aeM - ITucemo 2: YTo HOBOTO 3a BpeMs OTcyTcTBUSA - [Iuchmo 3: CrernuanbHoe npeaioxkenue - [TuceMo 4:

TlocsieIHUI IIIAHC OCTATHCS

5. Post-Purchase (Ilocr-npogazkusbie mernouku) 1esb: [IOBBICUTH YI0BJIETBOPEHHOCTD, IIOJIyYUTh OT3bIB, yBesnuuTh LTV.

117



Crpykrypa: - I[Tucsmo 1: Criacu60 3a HOKyIKy - [TresMo 2: Kak MakcHMasIbHO HCIOJIB30BATh MIPOAYKT - [TrepMo 3: 3ampoc o6paTHOi cBA3U - [TrcsMo

4: JonosnHuTebHBIE TPOAYKTHI (upsell) - ITucsmo 5: IIporpamMma JIosIbHOCTH
6. Event-Based (CoGbITHiiHbIe ITenoukH) Llesp: Peakiysa Ha KOHKPETHOE JIeHCTBHE IT0JIb30BATEIS.

IIpumepsl: - Bpomiennass kop3uHa - IIpocMoTp cTpaHuUIp! IeH - CkaunBaHue maTtepuasa - ITocemenne Be6uHapa - OTKPBITHE ONPEIEIEHHOTO

nucbMa

Anaromusn 3¢ dexTuBHOM email-nenoukn

1. YeTkasa nejib
Kaxxnias nenouka 0JKHA UMeETh O[HY IJTIaBHYIO I€JTb.

IIpumeps! neseii: - Hasnauuts gemo-Berpedy - [lomyunTs perucrpanuio Ha BeGuHAp - JloBeCTH [0 MOKYIKH - IloayduTts oT3bIB - IIpoginThb

TIO/ITTHUCKY
Ommuo6ka: [{enoyka mpITaeTcst JOCTHYb HECKOIBKUX IIeJIel 0/{HOBPEMEHHO. Pe3ysibTaT — pa3MbITOe COOOIeHNE U HU3KAs KOHBEPCHS.

HpaBI/IJIbHO: OﬂHa Oerno4vykKa = oiHa 1eJib. Ecnu HY>XHO JOCTHUYb HECKOJIBKUX I.[e]'leﬁ — CO3£[aI>‘ITe HECKOJIBKO LIEII0OYeK.

2. IlloHuMaHue ayAuTOpUn
AddexTrBHAA IIETIOYKA YUUTHIBAET:

Craauio ocsexoMmyieHHOCTH: - Unaware: He 3Hatot o mpo6sieme - Problem aware: 3Hator o mpo6ieme, HO He 0 penienuu - Solution aware: 3HaroT

o Ture pemrenus - Product aware: 3HaroT o Baiiem npoaykre - Most aware: TOTOBBI K ITOKyIIKe

IIpumep aganTanyuyu KOHTEHTA:

Jliist Problem aware: "5 IpU3HAKOB TOTO, UTO BAllla KOMIIAHHs TEPsIET KINEHTOB U3-3a oTcyrerBus CRM"

Jlst Solution aware: "CRM vs Excel: [Touemy 3/1eKTpOHHbIE TabJIUIIBI HE PA6OTAIOT /IS OTZesIa IPoJaxK”

Jlns Product aware: "Kak nama CRM mmoMorsia KOMIIaHUU X YBEJTHYUTD IPOJAXKH Ha 47%"

Jlist Most aware: "CrieruanpHoe npeioskeHne: CRM co ckukoit 30% 70 KoHna mecsina”

BoJsieBble TOUKH U BO3pa:KeHMA: - UTo 6eCrioKoUT ayIuTopuio? - Kakue Bo3paskeHH:A MEIIaIoT MOKyIKe? - Kakue BOIIPOCHI Yallle BCero 3a/jal0T?

Kaxxyioe nucbMo B 1ieNIOYKe JJOIKHO aZipecoBaTh OIIPpeEeJIEHHYIO 60neBy10 TOYKY WIA BO3Pa*KeHUe.

3. J/lornueckas nmocjaeaoBaTeibHOCTh
IIucpMa OJKHBI CJIeI0BATH APYT 32 APYTOM JIOTUYHO.
IIpyHIUNIBI HOC/IEeA0BATEIbHOCTU:

Value First: CHavyasia leHHOCTb, IIOTOM Ipojaka. - Iluchbma 1-3: OOpaszoBaTesbHBIA KOHTEHT, I0Jb3a - IluchMa 4-5: MArkoe KOMMeEpPUYECKOe

npezoxkenue - Iucsmo 6: Ilpsamoii call-to-action

ITocreneHHOE ycuiaeHue: - ITucbmo 1: Msrkoe BBejieHue - Ilucbmo 2: anyﬁne}me B TEMY - ITucemo 3: COI_[I/IaJ'IbHI)Ie JlI0OKa3aTeJIbCTBa - TTucemo 4:

Boiee npsimoe nipezioxkenue - [Tucemo 5: CoszraHue CpOYHOCTH

AlIaHTaIlPIH Imoa mMoBeaACHUE: - OTKpLIJ'I MIHUCbMO — IIPOAOJIKUTH TEMY - He OTKPBUI — U3MEHUTHb IOAXO0[, - KJII/IKHyJ'[ CCBUIKY — 6osee JleTaJIbHaA

nHpopmanus - He KJIMKHYJI — yIIPOCTUTD COOOIIeHUe

4. OnTuMajibHbI€ TAHMUHIH
Korza otpaBiiaTh KaXk/10€e MUChbMO?
OO0uIe peKOMeHIaluu:

B2B cermeHT: - HepBoe IIHNCHbMO: HEME/IJIEHHO UJIU B pa60q1/1e Yqachl - I/IHTepBaJII:IZ 2-3 IHA MEXy MIUCbMaMHU - JIquee BpeMmsi: BTODHUK-YETBEPT,

10:00-11:00 UJIH 14:00-15:00 - V136eraTh: IOHEAEIBHUK YTPO, IATHUIA ITOCIe 00esa

B2C cermenr: - HepBoe NHUCbMO: HEMEIJIEHHO - I/IHTepBaJ'II)I! 1-2 JHA 1A TIPOJAXKHBIX, 3-7 [[Heﬁ JUIA nurturing - qumee BpeMsA: 3aBUCUT OT

ayauTopu (TeCTUpPOBaTh) - BRIXO/IHBIE: MOTYT paboTaTh X0poIuo s B2C

Tunsl Henovex:
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Onboarding: Iliorable uHTepBasbl - JleHb O: IIpuBercrBue - [leHb 1: IlepBble mmaru - /leHb 3: JIOIOJHUTENIbHBIE BO3MOXHOCTH - [leHb 7:

ITposepka nporpecca - JleHsb 14: IIpoasuHyThIe GYHKIIUT

Nurturing: PaspexxeHHble nHTepBaIbl - JleHb O: [lepBoe kacanue - JleHp 3: O6pasoBaTesbHbIN KOHTEHT - [leHb 7: Keiic - [lens 14: [Ipeososenue

BO3pakeHU - [leHb 21: MArkoe npesioxxenue - Jlens 30: IIpamoit CTA

Sales follow-up: Cpenure unTepBassl ¢ yckopeHueM - [lens 0: Criacu6o 3a unTepec - [leHs 2: JlononHuTeIbHasA nHGopManus - [lens 5: Keiic -

Jlens 8: IIpeonoieHne BozpaxeHus - Jlens 10: OrpaHuueHHOe IpezIoxKeHue - JleHp 12: ITocyiefHuiA MIaHe

Ba:kHo: 970 oTnpaBHbIE TOUKH. ONTHMaIbHbIE TAUMUHIH Hy’KHO HaXOZAHUTh A/B-TecTHpOBaHMEM /I BallleH ay/IUTOPUH.

5. Illepconannsanusa
VpoBHH IlepcoHaIu3anuu B email-riernoukax:
Yposens 1: ba3oBasa nepcoHaIu3anud

3ppasctByiite, {{first_name}}!

Cnacn6o 3a uurepec k {{product_name}}.
YPOBCHI) 2: KoHTeKCcTHaA nepcoHa/m3anuda

3ppasctByiite, {{first_name}}!

Bamerwimi, 4to Bbl uHTepecyerech {{product_name}} s kommanun {{company name}}

¢ komanjoii {{team size}} uenoBek.

Y Hac ecThb ycnemHble Keichl paboThl C KOMIAHMSMHM Baiiero pasmepa B ortpaciu {{industry}}.

ypOBeHb 3: IToBegeHueckasn nepcoHaIu3anua

{{first_name}}, BueIM, YTO Bbl JBAX/bl OTKPbIBAIM Hallle MNpEJbIIylIee IUCEMO U

Nepellyld Ha CTPaHMIly C LEHaMH.

nO)'lFOTOBVUWI A Bac JIETaIbHOE CPAaBHEHME MAKETOB C Y4YETOM nOTpeGHOCTCﬁ KOMITaHHi

B orpacin {{industry}}.
YposeHns 4: [uHAMUYECKHI KOHTEHT

{{#1if budget > 50000}}

Pexomenpiyem oOpatuth BHMMaHMe Ha Enterprise-makeT, KOTOPbIl BKJIOYAeT:

- IlepconanbHoro MeHempkepa NpOeKTa

- TlpuopureTnyio momiepxky 24/7

- Kacrommzaiuio moj Bamm npouecch!

{{else}}

Ipepiaraem HayaTh ¢ Business-nakeTa, KOTOPbII IOKPBIBAET OCHOBHbIE IOTPEOHOCTH :
- Bce 6asosble ¢ynkuyuu CRM

- Email u yar nojyiepxka

— OO6yuaronpe Marepranbl

{{/if}}

Yposens 5: IlpeaukruBHaA nepcoHanusdanua lcnosb3zoBanue Al s

KOHTEHTA.

6. KauecTBeHHBIN KOMUPAUTHHT

Crpykrypa 3¢ PeKTUBHOrO nuchbMa:

NIPOTHO3UPOBAHUA WMHTEPECOB M aBTOMATHYECKOH a/anTanuu

Tema nucbMma (Subject line): - 30-50 cuMBOJIOB onTUMaIbHO - IlepcoHanmu3anys MOBbIIAeT open rate Ha 26% - CozgaHue JIIOGOIBITCTBA

paboraer - 36erats spam-ciioB: "Becmiatao", "Cpouno", "Kynu ceituac”

Ipumepst Tem: - X "HoBoe mpe/iokeHue OT Halel koMnanuu' - "{{Name}}, atoT keiic moxker Bac yausuts" - X "Kymure CRM co ckuzkoit

50%!" - 4 "Kak xomnanus {{industry}} yBesuunia npogaxxu Ha 47%"

IIpesnio (Preheader): IlepBbie 40-130 CHMBOJIOB IIOCJIE TEMBI, BUHBI B inbox.
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IIpumep:

Tema: Kaxk komnauusi X yBequumia Tpopaku Ha 47%

IpeBeto: Be3 yBeinuenus Oropkera Ha pekiamy. TONBKO aBTOMATH3alysi MPOLECCOB.
IlepBsIii ab3arr: [l0/DKeH 3a1eNUTh BHUMAHYE U [TOKA3aTh PEJIEBAHTHOCTb.
ITnoxo:

Mens 3oByr MBan, s mpeactaBnsito kommaumo OOO "Texuonorun". . .
Xopo1o:

{{Name}}, Bbl 3HamM, 4YTO 67% IMJIOB TEPSIOTCS M3—3a MEJUICHHOI peaKUun MEeHeJIKepoB?
TeJsio muchbma: - Koporkue a63are! (2-3 crpokn) - Bullet points st crpykrypst - Onun rinaBabiii CTA - BusyasibHast nepapxust

Call-to-Action: - Yerkuii ¥ KOHKpeTHbIH - OfiHa KHONKa/cchlIKa (He HeCKOJbKO) - KoHTpacTHbIN 1BeT - OGBbsCHEHHE YTO MPOUBOM/IET MOCIIE

KJIHKA
IIioxo: "Y3uars 6osbiie” Xoporio: "TIocMOTpeTh 3-MUHYTHOE 71eMO"

HO/‘.'[I'[I/ICI): - PeasibHOE UMA 1 JIOJI2KHOCTD - doto (HOBI)II]_[aeT ]I[OBepI/Ie) - KoHTakThI JUUIA CBA3H - PS.c Z[OHOJ'IHI/ITCJII:H()ﬁ IEHHOCTBIO

Follow-up: UckyccTBO MOCTIEI0OBATEIbHBIX KACAHUU

Follow-up — 3TO mocjeayrmue KOHTAKThI IIOC/IE€ IIEPBOTO KaCaHWA. CraTucTuka mHOKasbIBaeT: - 80% nopoaax Tpe6yeT 5-12 KacaHwit - 44%

MEHE/2KEPOB CAAI0TCA II0CIE [IEPBOTO KacaHUA - Tospko 8% MEHE/KEPOB 1eJ1aXoT 5+ KacaHU#

Tunsi follow-up:

1. Post-Demo Follow-up
TTocse ;eMOHCTpAIMH IPOZYKTA.
Email 1 (B Teuenue 1 gaca):

Tema: {{Name}}, cmacubo 3a Bpems !
3ppasctByitre, {{Name}}!

Crnacu6o 3a BcTpeuy cerofusi. Bbuto npusitHo o6cymuth, Kak {{product}} MoxeT mnomMoub

aBToMaTm3upoBaTh {{specific_pain_point}}, o KOTOpOM BbI YNOMSHYIM .

Kak j10roBopuinch, MPUKPEILISHO &
- 3amuch Haleil JeMOHCTpALI
- Keiic komnanuu {{similar_ company}} u3 orpacim {{industry}}

— CpaBHurenbHas TabIMLA MaKeTOB
T'oroB orBeTuTh Ha mOOBIe Bompochbl. Korga ympoOGHO 0OCYauTh Ccrefyiolye aru?

C yBaxeH#eM,

{{manager_ name}}
Email 2 (uepes 2 qus, ecoim HET OTBETA):

Tema: {{Name}}, Bompochl Mo fAeMO?

{{Name}}, s3apascTByiire!

Xoren yTOYHUTb, ObUIM JM Yy Bac BOIPOCHI MOCJE JIEMOHCTPALMU?

3ameTHs1, 4YTO Bac OCOGEHHO HMHTepecoBala BO3MOXHOCTL {{specific_feature}}.

HO)IFOTOBPUI KOpPOTKOE€ BHJIEO (2 MI/lHyTbI), TI€ TOKasbIBal0 KakK MMEHHO 3TO pa60TaeT

JUsl KOMITaHWil Ballero macuraba: [ cchiikal
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Takke roros OpraHu3oBaTh BCTPEYYy C HAlIMM TEXHUYECKUM CHEUUaIMCTOM, €CciIu

Hy>KHbI jleTaqu no unterpauyu ¢ {{their system}}.

Korga yno6HO co3BoHMTBCS Ha 15 MHHYT?
Email 3 (uepes 5 xueii):

Tema: Keitic ana {{company name}}

{{Name}}, noproroBun s Bac MEpPCOHATM3MPOBAHHBIA pacueT ROI.

Ha ocHoBe paHHBIX, KOTOpble Bbl ynomsHyn ({{team_size}} MeHelKepoB,

{{leads_per_month}} mimuoB/mecsi), aBTOMATH3alMs JacT:
— Dkonomusi Bpemenn: {{hours}} wuaco/mecsy

- YBenuuenne KOHBepcuu: mnporHo3 +{{percent}}%

- Okymaemoctb: {{months}} wmecsiueB

IonHpli pacueT BO BIIOXKEHHH .

IIpepnararo obcyauth BHeapenne. Kakue paThl NMOAXOAST Ha clejlyrolleil Hejene?

2. Post-Quote Follow-up
ITocne OTIIPAaBKU KOMMEPYECKOTO IIPEJIOKEHU.
Email 1 (uepes 2 qusn):

Tema: KII gns {{company name}} — BOmnpochi?

{{Name}}, 3apascrByiire!

Otnpasun KII nBa pmust Hasajg. Bbimo Bpemsi mocMoTpeTh?

Eciu ects BOIMPOCHI MO MakeTaMm, L[EHaM WIN YCJIOBUAM — C PAJOCTBIO OTBEYY .

TaksKke MOrYy OpraHu30BaTh 3BOHOK C HAUIMM (DMHAHCOBBIM CHELMANINCTOM ISt OOCYXK[ICHUS

BApUAHTOB OINIATbl U BO3MOJKHBIX CKHJOK JJIsi T'OJ0BOIO KOHTPAKTa .

Korga yno6uo obcynuts?
Email 2 (uepes 5 xueir):

Tema: {{Name}}, u4ro OCTaHaBIMBaeT?

3npasctByiite, {{Name}}!

Ipoma nepensi ¢ MomenTa ortnpaBku KII. OOGBMHO 3TO O3HAYaeT OfHO U3 JBYX:

1. KII He nojxojur no KakMM-TO MNapameTpam

2. Ceituac He Jyuulee BpeMsi JUIsi NPUHSATUS PELICHNUs

Byny Gmaropmapen 3a uecTHblil puadek. YUTo ocTaHAaBIMBAET OT BMKEHHMs BIEpen?

B03MO)KHO, s MOTYy 4YTO-=TO CKOPPEKTUPOBATH WM MPENIOKUTH aJILTCpHaTl/lBHLIﬁ BapuaHT .

15 MUHYT Ha CO3BOH?

Email 3 (uepes 10 gueir):
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Tema: [locneHee MUCBMO OT MEHs

{{Name}}, noHumaro, 4YTO ceifyac MOXET ObITb HE Jy4lllee BpeMs .

He X04y HajoenaTb 4acTbIMM NMHUCbMaMH, IIO3TOMY 3TO TNOCIEIHEES coo6mex—me OT MEH .

Ecim CUTyauust U3MEHUTCSA — s BCErJla Ha CBA3U. HPOCTO OTBETHTE Ha 3TO IMHMCHBMO .

TakKe OCTaBJSII0 CCBUIKY HAa KalbKyssiTop ROI [link] — MoXeTe CaMOCTOSITEIBHO

paccunTtath 3QeKT s Balieidl KOMMaHUM .

XKenato ycnexos!

P.S. Ecm TMPOEKT OTIIOKEH H3-3a 6}0]_1)KeTa — Y Hac eCThb nporpamMma OTCPOYKM IIATEXKa .

HI/IIHI/ITC, €CIM  aKTyaJlbHO «

3. Cold Outreach Follow-up
TTocste XOJIOAHOTO IEPBOTO KACAHHUS.
Email 1 (mepBoe kxacanue):

Tema: {{Name}}, Bompoc mo {{pain_point}}

3ppasctByiite, {{Name}}!

Mzyuan Bamr mpodpunb Ha LinkedIn u 3amMeTWi, YTO BbI YNpaBiseTe OTAEIOM TMPOAAXK

B {{company name}}.

Y Bac HaBepHsKa €CTb 3ajjauya YBEIMUUTb KOHBEPCUIO JHMJOB? 3aMeTHN, YTO KOMIAHUI
Bauero pasmepa B {{industry}} 4acTo CTaJKMBAIOTCSI C MPOOJIEMOIl MEJUICHHON

00pabOTKM BXOJISILLMX 3asIBOK .

Ms1 nomormun kommannn {{similar_ company}} cOKpaTuTh BpeMsl NEpBOTO KOHTaKTa

¢ 4 yvacoB o 5 MuHYT uepe3 aBToMaTH3aumio. KomBepcusi Bblpocna Ha 38%.

MHrepecHo oO6CcyauTh Kak 3TO MOXKeT paboraTh Ansd {{company name}}?

15 MuHYT Ha CO3BOH Ha 3TOil Hejene?

{{your_name}}

{{position}}
Email 2 (uepes 3 gusn):

Tema: Keitc pus orpacim {{industry}}

{{Name}}, oTnpaBmsii NUCBMO HECKOJBKO JHEH Ha3aj.

Ilonnmato, inbox mepenomHeH. IloaToMy IpPOCTO OCTAaBMIO 3[€Ch CCBUIKY Ha KOPOTKMil Keiic
(3 MHHYTBI YTeHHsI) O ToM, Kak Kommanusi u3 {{industry}} pemmna npobiemy

{{pain_point}}: [link]

Ecnu nojxoji mokaxkeTcst peneBaHTHbIM — Oyay paj OOCYUTb .
Email 3 (uepes 7 queii):

Tema: He To Bpemsi?

{{Name}}, BO3MOXHO ceiflyac He Jy4liee BpeMsl sl OOCYXKJICHMS aBTOMATHU3aLMU MPOJAX .
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Ecmu sto Tak — paiite 3HaTh, M s He Oyjy OECNOKOUTH MUCHMAaMH .

Ecmm ke Tema aKTyalbHa, HO MNpPOCTO HE ObIIO BPEMEHM OTBETUTH — HaBaﬁTC Haﬁ)’[CM

ynoGHOe Bpemsi il KOPOTKOTO 3BOHKA?

Yro ckaxere?

4. No-Response Follow-up
Korja konTakT "3aBuc" M He OTBEYAET.
Email 1 (uepes 7 gueit moruanusn):

Tema: {{Name}}, Bce OK?
3ppasctByitre, {{Name}}!

Mpbl aKTMBHO OOIIANKMCHL TMOCHE[HNE Hefenn, obcyxkpaami BHeapeHne {{product}},

HO TOCJIE/IHIO0 HEJIeNMO THILNHA .
Bce B mopsiike? Bo3HMKIM KaKne-TO MPOGNEMbl WM BOMNPOCHI?

Mm npoexkr ornoxen? Byny OnarojapeH 3a oOpaTHYI CBsi3b, UTOObI IOHUMATh

KaK JIEMCTBOBATh JIAJIbILIE «
Email 2 (uepes 14 aueii):

Tema: 3akpbIBalO MPOEKT?
{{Name}}, npouuo fBe Hegenan Ge3 CBsI3U.

HOHI/]Ma}O, YTO MNPUOPUTETBI MOTYT MEHATHCA « Ecmm TIPOEKT Gonblie He AKTyaleH —

naire 3HaTh, WU 5 3aKpow C Moeit CTOPOHBI «

Ecimi 3Ke NpoeKT MpocTo Ha may3e — Oyay pajl BEPHYTBCS K OGCYSKACHHMIO ,

Korjga Oyaer yjnoOHo.

Kak nyume noctynutb?
Breakup Email (punanbHoe):

Tema: IlpomansHoe MHCEMO
{{Name}}, Bugumo ceilyac He uiydiiee Bpemsi st BHejpeHus {{product}}.
3akpbIBal0 MPOEKT ¢ Moeil cTopoHbl. Cmacmbo 3a Bpemsi, KOTOpPOE YAENHIH OOCYKJAEHHIO !

Ecim CuTyauust U3MEHUTCS B 6yuyu1eM — BCErja MOXETE BEPHYTHLCH . HpOCTO OTBETHTE

Ha 9TO NHCbMO WM HammmmuTe MHe B LinkedIn.
YcnexoB Baueil Komauje !

P.S. HepmaBHo omyGnukoBanm OGOMBIION Taifi Mo aBTOMaTH3auuy mpopgaxk [link].

BosmozkHO Gy)IBT TIONE€3€H HE3aBUCUMO OT TOro, paéo’rae’re Bbl C HaMHM WA HET.

HWnrepecusiii a¢pdext: Breakup email gacro mpoBonupyer orBeT. MHOTHE KJIHEHTHI OTBEUAIOT HMEHHO Ha "MOc/IeiHee" THCHMO.

IIpoaBUHYTBIE TEXHUKU
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1. Yeaosuoe BerBiaenue (If/Then Logic)
Az[arrrauua LENOYKH IO/ IIOBeICHUE IT0TydaTe .
IIpumep JIOTUKH:

OrnpapieHo mickMo 1 "3HAKOMCTBO C IPORYKTOM"
! OTKpbUI MHCBMO?
JA - OtrnpaButh mucbmo 2A "Jletamu yHKUMoHama"
L KIMKHyJ cChUIKY Ha Keiic?

A - OrnpaButh mucbMo 3A "IlepcoHanbHoe mnpejyiosKeHue "

HET - Ilopoxpare 2 pus - Ilucemo 3B "[pyroit keiic"

HET - Ilopoxpare 2 pHs - Ilucemo 2B "AunbTepHaTuBHas Tema'
4 OTKpbIT mHCBMO 2B?

JJA - BepHyTbCs B OCHOBHYIO BETKY

HET - Ornpasute SMS - Ecmn ner peakuuu - Iomeruts " XosojHsblii
IIpeumymecrBa: - [lepcoHanuzaius myTH - Beimie engagement - He TpaTum BpeMst Ha HEAKTUBHBIX
Hacrpoiika B CRM:

HubSpot Workflows:

If/Then branch:
IF Contact has opened email "Intro" - Send Email A

ELSE - Wait 2 days - Send Email B

2. Lead Scoring Integration
VIHTerparys ¢ CUCTEMOH OLEHKH JIH/IOB.
JIornka:

Hevictre - Bamnbl - Peakuyst uemouku

OTKpbIT MICBMO - +5 Gannos
Kiuknyn cebuiky - +10 Gannos
Ilocetun crpanmy ueH - +20 GamioB
Ckavan keiic » +15 GamioB

Banonuun ¢opmy - +30 Gamios

Score > 50 - Ilepekmounts Ha "Hot lead" mnemouky
Score 20-50 - Ilpopomkute nurturing

Score < 20 - CHHU3UTH YacTOTy IHUCEM
IIpuMep aBTOMaTH3AIUI:

Tpurrep: Lead score poctur 50 GamioB
evicTys 2
1. ¥Ypamure w3 nurturing uenouku
2. Jlo6aBute B sales follow-up LENOYKY
3. Cosparb 3agauy MeHejkepy "Topstumit muji — MO3BOHUTD"

4. OTl'IpaBl/lTb NEePCOHAJILHOE MUCBMO OT MEHE/Kepa
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3. A/B Testing

TecTUPOBAHUE 3JIEMEHTOB JIJIS1 OIITUMH3AI[UH.

YT0 TECTUPOBATH:

TembI mucem: - Bapuanr A: "Kak yBesinuuTh popasku Ha 40%" - Bapuaut B: "{{Name}}, ouu Bompoc 1o Bameii Bopouke" - Merpuka: Open rate
Bpems ornpaBKu: - BapuanT A: BropHuk 10:00 - Bapuant B: Yersepr 14:00 - Merpuka: Open rate, Click rate

Call-to-Action: - Bapuanr A: "Tlosyunts 1emo" - Bapuanr B: "[Tlocmotpers 3-MuHyTHOE Biieo" - Merpuka: Click-through rate

JlanHa nmuckma: - Bapuaut A: Koporkoe (100-150 ci10B) - Bapuant B: JliinaHOe (300-400 c10B) - MeTpuka: KoHBepcHs B 11eJIeBOE JielicTBrE
Ilepconaym3samus: - BapuanT A: BazoBas (ums, komnanus) - BapuanT B: I'iy6okast (oTpaciib, Kelichl, pain points) - Merpuka: Response rate
Merogosorusa A/B-recra:

1. TecTpOBATh O/IVH BJIEMEHT 3a pa3

2. JTocraToyHasi BbIOOpKa (MUHUMYM 100 IOJIydaTesieil Ha BApUaHT)
3. CraTucruyeckasi 3HaYMMOCTb (MUHUMYM 95 %)

4. TecTpOBaTh MUHUMYM HEZEIIO (YIeCTh He/IeJIbHbIE IIMKIIBI)

5. IlpuMeHUTH HOGEAUTEIA KO BCEU LIeTIOUKe

4. IlepexIroueHue MexaAy enoYKaMu
JIMHAMUYECKOE MTEPEMENEHNE KOHTAKTA MEKIY Pa3HBIMH [[ENOYKaMHU.
Cuenapmuii:

Konrakr B penouke "Nurturing" (mporpes)

4 CoOGbitrie: Ckauvan mpaic—ImcT

evicTys 2

1. ¥Ypamure u3 "Nurturing"
2. JlobaBute B "Sales Ready"
3. VYBepoMuTbh MeEHeKepa

4. OrnpaBuTh welcome-mucbMO HOBOWM ILEMOYKH

JIpyroii ciieHapHii:

Konrakr B penouke "Sales Follow-up"

1 Cobbitne: He oTkpbiBaeT muchma 14 pueit

evicTys 2

1. ¥Ypamure 3 "Sales Follow-up"
2. JlobaBute B "Re-engagement"
3. CHM3MTb YACTOTYy KOMMYHHUKALMI

4. V3menurtb (opmMaT KOHTEHTa

5. MyJabTUKaHaAJIbHBIE IENNOYKU
Komb6unuposanue email ¢ zpyrumu kaHaamu.
TIpuMep HOC/I€IOBATEILHOCTH:

Ieuv 0: Email #1 "3nakomcTBO"

Jdenb 2: LinkedIn connection request
enb 3: Email #2 "Keiic" (ecim He oTBetmn Ha Email #1)
Jlenb 5: LinkedIn message (eciam TpPUHSIT 3ampoc)

Jlenb 7: SMS (eciu He OTKpbI1 emails)
lenb 10: Email #3 "Breakup email”

enb 12: TeneoHHbII 3BOHOK (€ciy XOTb pa3 OTKpbiBal emails)
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IIpeumyniecTBa: - Bblilie [IaHCHI 0CTy4YaThes - Pa3Hble KaHAJIBI /IS pa3HBIX Jito/iel - Co31aHne MHOXKeCTBeHHbIX touchpoints

MeTpuku 1 oiTUMHU3 AN UA

KiroueBble MeTpuKkH email-nermouex

1. Open Rate (IIpouent orkpbrtuii) Popmyna: (OTkpsitus / JlocTaBieHHbIE THCHMA) X 100%
Benumapku: - B2B: 15-25% - B2C: 20-30% - [lepconanmsupoBaHHbie: 30-50%

Yro Biusier: - Tema nucbMa - Vimst otripaBuTesisi - Bpems ornpasku - KauectBo 6a3bt

2. Click-Through Rate (IIpoueHT kaukoB) ®Popmysa: (Kiuku / JlocTaBieHHbIe THCEMA) X 100%
Benumapku: - B2B: 2-5% - B2C: 3-7% - IlepcoHanu3upoBaHHblIe: 7-15%

Yro BusieT: - PesieBanTHOCTD KOHTEHTA - YeTkocTh CTA - [Iuzaiin muchMa - KoJimuecTBo CChUIOK

3. Response Rate (IIpoueHT orBeToB) ®opmysia: (OrBers! / JlocTaBieHHbIE THCHMA) X 100%
Benumapku: - Cold outreach: 1-5% - Warm leads: 10-20% - KiineHTbI: 20-40%

4. Conversion Rate (KouBepcus B uesieBoe aeiicrsue) ®opmyiia: (LleseBble 1eHcTBIS / YUACTHUKY [ENOYKH) X 100%
BenumMapku 3aBUCAT OT LeJIH: - 3aIIUCh Ha JIeMo: 5-15% - ITokynka: 1-5% - CkaunBaHue Matepuasa: 10-30%
5. Unsubscribe Rate (IIponeHT otiucok) ®opmysia: (Ornucku / JlocTaBieHHbIe TUCbMa) X 100%
IIpuemnemo: < 0.5% Ha mucbMo TpeBoxHO: > 1%

6. List Decay Rate (Pacmaz 6a3br) [IponieHT KOHTAKTOB, CTABIIMX HEAKTUBHBIMH 3a TIEPUO/I.

Hopwmasnbno: 20-30% B roj

AHanus u OIITUMHU3 A UA

E:keHeneIbHBIA MOHUTOPHHT: - Open rate o kaxxzomy nucbMy B rernouke - Click rate u kakue ccpuikn kiInkaoT - Ha kakoM mucbMe 60Jblie

BCEro OTIIHCOK - KOHBepCI/IH B II€JIEBOE Z[eﬁCTBI/Ie

E:xeMecaYHbIA IIyOOKuil aHaau3: - CpaBHEHUE IeNoYeKk Mexay co0oi - AHanu3 myred (kakuwe BeTku paboraror jyumie) - ROI xaxmoit

mernoukH - Lifetime value KOHTaKTOB 13 pa3HBIX [EMOYEK
JleiicTBUA 10 pe3yaAbTaTam:
Husxkuii open rate nucpma: - TecTUpoBaTh HOBbIE TeMBI - VI3MEHUTH BPeMs OTIPABKY - IIpoBepUTh UM OTIIPaBUTEIA - JI06ABUTD II€PCOHATU3AIIHIO

Huskuii click rate: - Yupocruts coobiienue - Cuenars CTA Gosiee 3aMeTHBIM - YMEHBIIUTh KOJIMYECTBO CCHUIOK - YJIyUIIUTh PEJIEBAHTHOCTH

KOHTEHTa

Boicokuii unsubscribe na KOHKPETHOM IIHCbMeE: - HepeCMOTpeTb KOHTEHT - BO3MOXKHO CIUIIKOM Impojamwiiee - BoamoxkHO HepeJIeBaHTHOE -

HpOBepI/ITL YacToTy OTIIPaBKU

Huskas KOHBepCHsA IeNOYKH: - [lepecMOTpeTh TapreTHHT (IIpaBUIbHAA JIM ayAUTOPUA?) - IIPOBEPUTH JIOTHKY IIOC/IE/I0BATEIBHOCTU - BO3MOXKHO

HY’KHO 00JIb1iIe/ MeHbIIIe I1ceM - TeCTHPOBAaTh Pa3Hble IPE/IOMKEHUs

HNHcTpyMeHTHI 11 email-aBromaTusamun

B cocraBe CRM

HubSpot: - Workflows s aBTomMaruzanuu - Sequences Jist IepCOHAIBHBIX IIEII0YEK OT MeHe/I?KepOoB - A/B-TecTUpoBaHIe BCTPOEHO - JleTayibHast

AHAJIUTHUKA

Salesforce (c Pardot/Marketing Cloud): - Engagement Studio fuia aBromarusaunuu - Journey Builder ays coxHbIX menouek - Al-powered

PeKoOMeHJalluyl BpEMEHU OTIIPaBKU

ActiveCampaign: - Busyansnslil automation builder - YesoBHoe Bersnenue - Lead scoring - SMS-unTerpanus
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Standalone nHCTpYyMEHTHI
Mailchimp: - Customer journeys - ['otoBble m1a610Hb! Ilerodek - [Ipocras HacTpoiika - OrpaHUYeHHs B CJIOXKHOU JIOTHKe
SendPulse: - Automation 360 - MysiprukananabHOCTb (email + SMS + web push) - Al-onTuMu3arusa BpeMeHH OTIPABKHU - J[OCTYIIHbIE IIEHBI

Lemlist: - ®oxkyc Ha cold outreach - [Tepconanusanus nuzobpaxenwii - ABromaruueckuii follow-up - LinkedIn unTerpanus

Yex-auCT 3amycka email-memouku

ILnanuposaunmue: - [ ] Onpezenena yerkas nesib menouku - [ ] Oupenenena nenesas ayauropus - [ ] Ilpoayman myTh mosydatess (customer

journey) - [ ] Ompe/iesieHO KOJIMYECTBO muceM - [ ] YeraHOBIIEHBI HHTEPBAJIBI MEXK/Ly ITUCEMaMU

Co3nanne koHrTeHTa: - [ | Hamucausl Bce nucbMma nernouku - [ ] Temsl mucem mporectrpoBanbl (A/B ecin Bo3amoxkHO) - [ ] CTA werkue u

onHo3HauHbIe - [ ] [Tepconanusanus HacTpoeHa - [ ] Jlusaiin a/laliTHBEH 110/] MOOUJIbHBIE

TexHU4Yeckasa HACTpPoOiKa: - [ ] Tpurrep samycka Ijernouxky HacTpoeH - [ ] YeaoBus BeTBieHus mpoBepeHs! - [ ] Murerpamnus ¢ lead scoring

HacrpoeHa - [ ] Ornucka paboraeT KOppeKTHO - [ | TecroBas oTrpaBka IpoBezieHa

AnanuTuka: - [ ] Llenu B aHAIUTHKe HACTPOEHH!I - [ ] Jlaimbop/ MOHUTOPHUHTA COo3/iaH - [ ] OTOBele sl 0 KPUTHIECKUX METPHKAX HACTPOEHHI - [ ]

IInan A/B-TecToB cocTaBieH

3amyck: - [ ] IIunoTtHas rpynma ompezesieHa - [ | MOHHTOPDHUHT IepBBIX pe3ysabTaToB - [ | BblcTpble KOPPEKTHPDOBKH BHECEHBI - [ ]

MacurrabupoBaHue Ha HOJHYI0 6asy

3akJIroueHue

Email-ienouku u follow-up — 3TO MOIIHEHNINH WHCTPYMEHT aBTOMaTu3anuu KoMMmyHukanuii B CRM. IIpaBWJIBHO HACTPOEHHBIE IIEMTOYKH

paboraiot 24/7, IepcoHAIN3UPYIOT KOMMYHUKAIIUH, a/JalTUPYIOTCS 110/] [TOBE/IEHUE TI0JIydaTesIel ¥ TeHePUPYIOT KOHBEPCUH 0e3 yuacTHs YyeloBeKa.
KitrroueBble IPUHITUTIBI:

1. OgHa HenoYKa = OJHA IeJIb — He IIbITAlTeCh JOCTUYb BCErO Cpasy
2. IleHHOCTB IIepej MPoAazKel — cHavYasIa IIOMOTHTe, IOTOM IIpoZaBaiiTe
3. IlepcoHaTu3auA KPUTHYHA — HCIIOJIB3YITe JaHHbIE U1 PeJIeBAHTHOCTH
4. TAUMUHT UMeeT 3HAaYeHUEe — TeCTUPYITE ¥ ONTUMU3UPYITE HHTEPBAIBI
5. AjanTanus Ioj HOBeAeHUe — HCIIOJIb3YHTe YCIOBHOE BETBIIEHIE
6. IIoCTOAHHAA ONTUMH3ALUA — MOHUTOPbTE METPUKU U yJIydlIaiiTe
B cienyronieM ypoke MbI pazbepeM aBTOMATH3ALMIO PACIPENETIEHHs JHI0B — KaK CIPaBeAIHBO U 9((GEKTUBHO PACIPENEsIATh BXOASIINE JIU/IbI

MEeXAy MEHEe/KepaMu.

I'1aBa 14. ABroMmaTu3aiusa pacupeaejJeHus JUI0B

BBenenue

PacnpeniesieHne JIHAOB — 9TO KPUTHYECKMH IIpOIleCcC, KOTOPBIH HANpsAMYIO BJIHAET HAa KOHBEPCUIO U O3(PQPEKTHBHOCTh OTAENIA IPOAAK.

HeraBH]IbHOe pacipeneseHnue NpuBOAUT K IIOTEPE JINJ0B, KOHQ)J’II/IKTaM B KOMaH/I€ U CHUKEHUI0O MOTUBAalUU MEHE/KEPOB.

ITo mauHBIM ucciefoBaHus InsideSales, koMIaHUM ¢ aBTOMAaTH3HPOBAHHBIM DaclpeieJIeHHeM JIHJO0B BHIAT yBeJIHYeHHe CKOPOCTH PeaKkIUU Ha
300%, POCT KOHBEpCUHU Ha 25% U CHIDKEHHE KOJHYECTBA 'HOTEPAHHBIX' JINIOB Ha 45%. IIpu 5TOM CIIpaBe/UIMBOe paclpefie/leHHe IIOBBIIIAeT

YAOBJIIETBOPEHHOCTh KOMaH/Ibl I CHUXKaeT TEKYy4eCThb Ka/IpOB.

B arom YPOKE€ MbI pa36epeM BCe AaCHEeKThbl aBTOMaTHU3alUU paclpeziejieHus: MeTO/bl, IIpaBuJa, 6aJIaHCI/Ip0BKa Harpysku, crienuajau3anua

MEHEe/KepOoB, 06pa60TKa KOH(lJJ'II/IKTOB U OIITUMHU3AUsA IIpo1ecca.

IIpo6J1eMBbI pyYHOTO pacupeaeIeHUs
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Ipesxzie YeM IepexoAUTh K aBTOMATH3AIMHY, Pa3bepeM IIoueMy PyJHOe pacIpesiesieHre He paboTaeT B MaciiTabe.

IIpo6aema 1: CKOPOCTH peaKINU
Cutyanus: JIuy 3anosHu dopMmy Ha caiite. MeHeKep BpyYHYIO IPOCMATPUBAET HOBBIE JIU/BI, BHIOUPAET IOAXOAAIINEe, HAUnHAET 00paboTKy.
Bpems peaknuu: 2-4 yaca B JIydllleM cJIy4ae, 1-2 JIHs B PeaJIbHOCTHU.

ITocnexcrBue: Ilo nanubiM Lead Response Management Study, BepoATHOCTb KBaIMGHUKAIMU JIN/A CHIDKAeTcs B 10 Pas, €U KOHTAKT

IIPOUCXOJUT Yepe3 yac BMECTO 5 MUHYT. ‘Iepes JI€Hb BEPOATHOCTDH OIM3Ka K HYJIIO.

IIpo6aema 2: HepaBHOMepHOE pacrpeaeaeHne
Curyanusa: AKTUBHBIE MEHe/IPKEPhI 3a0MPAIOT JIydllIre Jubl ObicTpee. MeHee aKTUBHBIE IOTYyYalOT OCTATKHU.

ITocaeacrBue: - 20% MeHemKepoB 06pabareiBaloT 80% 1/0B - IleperpyKeHHble MeHePKePhI TEPAIOT KayecTBo - HemorpyKeHHble MeHeKepbl

JIeMOTHBUPOBaHbI - HeBO3MOKHO 06BEKTUBHO OLIEHUTD 3 (PEKTUBHOCTD

IIpo6aema 3: Koundaukrsl u xyoim
Curyanus: JIuz obparuics yepes /ia kanana (popma + Tenedon). /[Ba MeHeKepa Hadaau paboTy HE3aBUCUMO.

IMocaeacrBue: - KoHGIUKT MeX/y MeHepKepaMu - HeraTUBHBIN OIBIT JU1s1 KJIMeHTa (ZBa 3BOHKA OT OHON KOMIIaHHH) - IloTepst BpeMeHU 060uX

MEHE/?KEPOB - HEO6XOHI/IMOCTI> PYYHOTI'O paspyIuBaHUA

IIpo6aema 4: OTcyTcTBUE CIEIHATA3AIITI
CPITyaIlI/[}I: Bce JIUJBI PACIIpeIeIAI0TCA Cﬂy‘IaﬁHO 6e3 ydera crienuaain3anuu MEHEeKePOoB.

HOCJIeI[CTBP[e: - MeHemKep 6e3 ombITa II0JIy4JaeT CJIOXKHOI'O KJIMeHTa - SKCHepT TpaTUT BpeMs Ha IPOCTbIE 3alIPOCHI - CHmKeHHe KOHBEpCHUU -

HeaddexTrBHOE UCIIOIB30BaHHIE PECYPCOB

IIpoGaema 5: Ilorepsa 1ugoB
Curyanusa: MeHe/kep B oTIycke / 60JIbHUIHOM / yBosTuICs. Ero Jiuibl BUcsAT 6e3 Ha3HAYeHH.

IHocaeacrBue: - JIuspl craperot 6e3 06paboTku - KiiMeHThI He OJTy4aroT OTBETOB - I10Teps MOTEeHIIHAIBbHBIX C/IEJIOK - PelyTanOHHbIe PUCKH

MeToabl ABTOMATHYECKOTO PacIpeaeieHUusA

PasGepeM BCe CyILIECTBYIOIMEe METOAbI C UX IUIFDCaMU, MUHYCaMHU U IIPUMEHUMOCTBIO.

1. Round-Robin (Kpyrosoe pacnpeaeienue)
ITpuHIMI: JIuasl pacipesessaoTes o oYepein MexKy MeHe/IKepaMH.
Jloruka:

Jlug 1 - Menempkep A
JIug 2 - Menegpkep B
Jug 3 - Menepkep C
Jlupg 4 - Menepkep A
Jlun 5 - Menegxep B
« . IMKJI TIOBTOpSIETCSI

ILxrockl: - MakcMasIbHO CIPABEJIMBOE pacipeieieHne - PaBHOMepHast Harpyska - IIpocras HacTpoiika - IIpo3payHOCTb /711 KOMaH/ b

MnHycm: - He Y4UTBIBAET CIIEUAIA3AUIO - He YYUTBIBAET TEKYIIYIO HATPY3KY - He Y4UuTBIBAET Ka4eCTBO JIN/IOB - He Y4YUTBIBAET YaCOBbBIE ITOsACA U

pabouee Bpems

Koraa ucnosab3oBarb: - Hebosbias koman/a (3-7 MeHemkepoB) - OIHOPO/HbIE U/ (IIOX0KHE TI0 CI0KHOCTU) - YHUBEPCAIbHbIE MEHEKePhI

6e3 creruanu3anuy - HauaapHbIN 9Tall aBTOMATU3AIAN

Hacrpoiika 6azosoro Round-Robin:
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Tpurrep: Co3jaH HOBbBIA JIHJ
Ycnosus: Hcrounuk = "Be6-caitr"
JeitctBue: Ha3zHauuTh OTBETCTBEHHOTO
Merto: Round-Robin
Ilyn meHemKepoB :
- Wpanos M.HU.
- Ilerpos II.II.

- Cupopos C.C.
Hacrpoiika npoasuayToro Round-Robin:

Tpurrep: CosfgaH HOBBIN TN
Ycnosusi: Mcrounnk = "Be6-caiir"”
Jeitcteue : HasHaunTh OTBETCTBEHHOTO
Merop: Round-Robin
Iyn menemkepos: "Otpen npopax”
Hckmounts &
- MCHC)’{)KCpr B OTMYyCKE
- MenempKepsl ¢ Harpys3koil > 50 aKTHBHBIX JHJOB
YuuThIBaTh :
- PaGouee Bpemsi MeHemKepa

- YacoBon mnosic Jmja

2. Load Balancing (basianHcupoBKa Harpy3Ku)
TIpusnun: Jlug HazHAYaeTcs MeHeKepy ¢ HAUMeHbIIIel TeKyIlel Harpy3Kou.
Jloruka:

Menekep A: 15 aKTHUBHBIX JIMIOB
Menejpkep B: 23 aKTHBHBIX JMja

Menepkep C: 8 aKTHBHBIX JIMOB

Hosont mup - Menemkep C (MUHMManbHasi Harpyska)

MeTpuku Harpy3ku: - KojmuecTBo akKTUBHBIX JINZIOB - Kostm4uecTBO OTKPHITHIX cziesIoK - CymMMa cziesiok B pabore - KosimuecTBo 3a/1a4 HA CETO/IHS -

KosmuecTBo BeTped Ha Heziesle

ILarocel: - PaBHOMEpHOE paclpesiesieHre HAarpy3Ky - YUeT peaJbHOH 3aHsaToCTH - IIpefoTBpamnienue neperpysku - ['m6xocTs (MOXKHO BBIGHPATh
METPHKY)
MuHycsI: - Cii0:KHee B HacTpoiike - MoxeT co3/1aBath AucOaIaHc (HOBUUKHU IOJIy4YaloT 6oblire) - TpebyeT TOUHOro OTC/Ie:KUBAHUSA HArpy3Kku - He

YUYUTBIBAET CIIEUaIN3aUI0

Korzma ucnonbp3oBaTth: - HepaBHOMEpHBII IOTOK JINIOB - MeHeIKephl ¢ Pa3HOU CKOPOCTBIO paboTsl - CpeZiHUe U KPyIIHble KOMaHAbI - BaskHa
paBHOMepHas HarpysKa
IIpuMep HACTPOMKHU:

Tpurrep: Co3jjaH HOBbBII JIHJ
HeiictBue : HazHauuTb OTBETCTBEHHOrO
Merop: BanancupoBka Harpysku
Metpuka: KonmyectBo akTuBHBIX JmjoB (crtaryc HE "3akppir")
Ilyn menemkepoB: "Ornen npomax"
Hasnaunth: MeHekepy ¢ MMHMMANIBLHOI Harpyskoi

Wckmountb: MeHemKepbl ¢ Harpy3koil > 60 JHoB

3. Territory-Based (ITo TeppuTopusiM/perunoHam)
HPI/IH]_II/IH: .HHﬂ Ha3HavaeTcsa MEeHePKEPY, OTBETCTBEHHOMY 3a KOHKPETHLIﬁ PEeruoH.

Jloruka:
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JIug u3 Mocksel - Menemkep A (Mocksa)
Jng u3 CII6 -» Menepxep B (CIIG)

Jlug w3 pernonoB - Round-Robin MeXjy pervoHalbHbIMH MEHEKepaMu

ILmrochr: - Yuer cnenuduku pernoHa - MeHe/kep 3HAeT MECTHBIH PBIHOK - Y00CTBO st Berped - OnuH vacoBod mosic - [loHsTHas

OTBETCTBEHHOCTh

MuHycsI: - HepaBHOMepHas Harpyska (Mocksa vs Masisle ropoza) - CJI0KHO IIpU IepeesziaX KIHeHTa - TpefyeT 4eTKOro JieJIeHus: TEPPUTOPUU -

Mozket co3naBaTh KOHq)J'II/IKTbI Ha rpaHunax peruoHOB

Korga ucnosab3oBarb: - [eorpaduuecku pacrpe/iesieHHbIH On3Hec - BaXKHOCTh JIOKAJIBHOTO NPHUCYTCTBUs - Pa3Has crenuduka pPervoHOB -
HeOﬁXOZ[PIMOCTL OYHBIX BCTpEY
IIpuMep HACTPOMKM:
Tpurrep: Co3faH HOBBII JIJ
Jeitcteue : HasHaunTh OTBETCTBEHHOTO
Merop: Ilo Teppuropun
IIpaBuna:
- Permon = "Mocksa" - HMsano M.HN.
- Permon = "Cankr-Iletep6ypr" - Ilerpos II.II.
- Permon = "lenrpamenbii ®O" - Cupgopos C.C.
- Pernon = "Jlpyrue" - Round-Robin (I'pymna "Pernousi")

Fallback: Ecmi orBercTBeHHBIi B oTmycke - Ero 3amectureinn

4. Skill-Based (ITo cnenuaiu3anumu/HaBbIKaM)
HPI/IH]_II/IH: .HHﬂ Ha3HavaeTcCsa MeHe/KePY C IIOAXOAAIINMA HaBbIKaMU U OIIBITOM.

Kpurepun cnemuanusanuun: - Orpacip kinenra (IT, mpousBojcTBO, puteis) - Pasmep kommnanuu (Masiblii 6usHec, cpefHui, enterprise) -
CiokHOCTH 3arpoca (IpocToi, cyioxkHbid, VIP) - Tun npoaykra (6a30BbIi, pacUIMpeHHbIH, KACTOMHBIN) - f3bIk 001IeHus (PyCCKUi, aHIIMACKUH,

IpyTHe)
Jloruka:

Jlup: IT-xommanusi, 200+ coTpymHHKOB, Oromker $100K+

- Hashmauntb: Senior MmeHempkep co cremmammsaunuein IT Enterprise

JIup: Manbiit 6ushec, 5-10 coTpynHukoB, Orojker $5K

- Hasnaunth: Junior MeHemkep, crneupanusanus SMB

ILntocer: - Beicokas KOHBeEpCHUsd (HpaBHJII:HbIﬁ BKCHepT) - 9(1)(1)6KTI/IBHO€ HCIIOJIb30BAaHUE DPECYypCOB - PazButue crienuaan3anuy KOMaH/Ibl -

JIy4Iui KIMEeHTCKUH OIIBIT
Munycsl: - Cy103KHasi HACTPOiiKa - PUCK mieperpy3ku sKcrneptos - CJI03KHO MaciTabupoBaTh - TpebyeT 4eTKoi KBanduKanuu JIuio0B

Koraa HCIOJIB30BaTh: - CIIOXKHbIE Ipogaxu - PaSHOOﬁpaSHa}I KJIMeHTCKas 0asa - KOMaHZ[a C YeTKOH cneunaﬂnsaunei/i - Bricokasi BaXHOCTh
OKCIEePTU3bL

IIpumep HACTPOMKM:

Tpurrep: Co3faH HOBBII TN

HeiictBue : HazHauuTb OTBETCTBEHHOrO

Metop: Ilo cneuuanuzauuu
IlpaBuna (mpUOpPUTET CBEpXy BHU3) :
1. Enterprise (BbICIIMiI TIPHOPUTET) :
Ycnosusi: Corpyanukos > 500 MJIM Biomker > $100K
Hasnauntb: Round-Robin (I'pymna "Enterprise Sales")
2. Cneupanusauusi 1Mo OTpPaCiu:

Ycnopusi: Otpacns = "IT"

Hasnaunth: Round-Robin (I'pymna "IT Specialists")

130



Yenopusi: Orpacie = "IIponssojctso”

Hasuaunth: Round-Robin (I'pynna "Manufacturing")

3. Manbni Ou3HeC (MO YMOIYAHMIO) :
Ycnosusi: CotpyanukoB < 50

Hasnauntb: Round-Robin (I'pymma "SMB Sales")

Fallback: Ecmm Her pocTynmHbIX - MeHeKep [eXKypHbIit

5. Value-Based (ITo neHHOCTH JIHM/A)
HpI/IHI_[I/IH: III/Iﬂ Ha3HavaeTcsda B 3aBUCHUMOCTHU OT ero HOTeHHHaﬂbHOﬁ IE€HHOCTH.

Mertpuku HenHocru: - Lead Score (o1jeHKa Ha OCHOBE [IOBE/IEHNS U IAHHBIX) - 3asBJIEHHBIH OI0/KeT - PazMep KOMIIaHUU - JIOJBKHOCTh KOHTAKTa

- CpouHocTh 3ampoca - Vicropust B3auMO/IeHCTBUN
YpoBHMU U pacnpejaeJieHue:

Tier 1 (VIP): Score 80-100 - Kpurepuu: Bromxer > $50K, Enterprise, cpounocts BbicoKas - Haznauenue: Ton-MeHe/kepsl (2-3 4esioBeka) -

SLA: Orser B TedeHue 30 MUHYT - IIpuopurer: Kpurnyeckuit

Tier 2 (F'opaune): Score 60-79 - Kpurepuu: Brojpker $20-50K, cpequuii 6usHec - HazHauenue: Senior meHepkeps! (5-7 yenoek) - SLA: OtBer

B TeueHHe 2 yacos - [Ipuopurer: Beicokuit

Tier 3 (Teribie): Score 40-59 - Kpurepuu: Brojpker $5-20K, masbiii 6usnec - Haznayenue: Middle menezkeps (10-15 yesioBek) - SLA: Otser B

TeueHue 4 4acoB - IIpuopurer: CpeaHuit

Tier 4 (XonoaHubie): Score < 40 - Kpurepun: Huskuii 6rojpker, HekBainduiupoBaHHble - HasHauenue: Junior menemxeps: WJIN

aBToMaTuveckas nurturing rienouxka - SLA: OTBeT B TeueHUe 24 4acos - [Ipuopurer: Huskuii
ILmrockr: - POKyC Ha BHICOKOIIEHHBIX JINZAX - IbdEKTUBHOE UCIIOIB30BAHUE TOII-MEHEPKEPOB - YeTKre pruopuTeTs! - Makcnmuzanus ROI

Mumnycsl: - Tpebyer Tounoro lead scoring - MoskeT IeMOTHBAPOBATh junior MeHeIKepoB - Pruck CTUTH "CKPBITBIE" BOBMOXKHOCTH - CJIOKHOCTH
HY Y J yay

OIIEHKHU IIEHHOCTHU

Koraa ucnosap3oBark: - IIIupokuil [uanasoH IeHHOCTH JIU/I0B - OrpaHUYeHHbIe PecypChl TOI-MeHe/KepoB - UeTkas Mepapxus B KOMaH/E -

DoKyC Ha KPYIIHBIX C/[EIKAX
IIpumep HACTPOMKU:

Tpurrep: Cospan HoBbli 1 M Lead Score paccunTan
JeitctBue : Ha3zHauuTb OTBETCTBEHHOTO

Merop: Ilo uenHoctn

Tier 1 (VIP): Score >= 80
Hasnauntb: Round-Robin (I'pynma "Top Managers")
JTONOHUTENBHO ¢
- YcranoButh mpuoputer "Kpurnueckmii"
- 3ajava "Ilo3BonuTh B TeueHne 30 MuHyT"

- Telegram-yBeJOM/ICHHE PYKOBOJUTENIO

Tier 2 (lopsune): Score 60-79
Hasznaunth: Load Balancing (I'pymna "Senior Sales")
JTONOJHUTENBHO ¢
- YcraHoBuTh mpuopuTeT " Bbicokmii"

- 3Bapmauya "Ilo3BOHMTL B TeueHWe 2 4acoB"

Tier 3 (Temmwie): Score 40-59
Hasznauntb: Round-Robin (I'pynma "Middle Sales")
HOIIOJ’IHMTCJH)HO :
- Ycranosurb npuopurer " CpepHuit”

- 3Bapava "Ilo3BoHuTh cerojus"
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Tier 4 (XonoaHblie): Score < 40
Hasunauntb: ABTOMaTH3aLMs
eiicTys 2
- Bamyctuth nurturing email-nemouky

- Eciu Score BbIpacTeT > 60 - TNEPEHa3HAUUTL Ha 2KMBOIO MEHEKEpa

6. Hybrid (T'uGpuaHbIii MeTOX)
IIpusnun: KoMOrHALNS HECKOJIBKIX METOOB /I MaKCUMaIbHOU 3¢ peKTUBHOCTH.
IIpuMep KOMILIEKCHO JIOTUKM:

Oran 1: IlepBuyHas cermMeHTauys 10 LEHHOCTH
IF Score >= 80 - VIP o0paboTka
ELSE IF Score >= 60 - [opsuue ujibl
ELSE IF Score >= 40 - Temible Iujbl

ELSE - XOJIOfiHbIe JIHJIbI

Oran 2: Jlnd KaxJoro CerMeHTa NpPUMEHSeM CHElUanu3aiuio
VIP - Skill-Based (mo oTpacid U pasMepy)
T'opsume - Skill-Based mm Territory-Based
Temnbie » Territory-Based wm Round-Robin

XonoyHble - ABTOMaTH3ALMS

Oran 3: BHyTpM KaXjoil Tpynmbl MPUMEHsSeM OalaHCHPOBKY

Hasnauenne - Load Balancing (MuHMManbHas Harpyska)

Oran 4: IIpoBepka HOCTYIMHOCTH
IF Menemkep HepoctyneH - Crepyrommil 1o OajlaHCUPOBKE

IF Bce HepocTynHbl = JlexXypHbIil MEHeKep
ILrockl: - MakcuMasibHas THOKOCT - YueT Beex GakTopoB - ONTUMaIbHOE paciipesiesieHre - AJlalTaius 1mnoJ Jrboi 6usHec
Mumnycsl: - Ciro’kHast HacTpoiika - CJI03KHO 00bsICHUTh KOMaH/ie - TpebyeT perysisipHOil KOPPEKTUPOBKH - PHCK IepeyCI0sKHEHUs

Koraa ucnoJsib3doBarh: - Kpynusie komanibl (15+ MeHemkepoB) - CiiojkHasi CTPYKTypa Mpojak - PazHooGpa3Has kineHTcKas 06aza - 3pesbie

TIPOIECCHI

HpaBI/IJIa H yCjioBUA pacrpeac/jicHuda

ITomumo merona pacipenejaeHusd, BaXKHO HAaCTPOUTD IIPpaBUjia U UCKJIIOUEHUA.

BpemeHHBIE TpaBUJIa
PaGouee BpemMs MeHeKepa:

IpaBuno: YuuteBaTh paboune yYachl
Menemxep A: ITa-IIt 9:00-18:00 MCK
Menempxkep B: ITa-IIt 10:00-19:00 MCK
Menemkep C: IMH-C6 11:00-20:00 MCK

Jloruka:
IF Tekyuiee Bpems B pabounmx wyacax MeHekepa - [locTyneH

ELSE - VckmounTh W3 pacnpefieNeHus
Yacossble mosaca:

IIpaBuno: YuuTblBaTh 4acoBoil MOsC Juja
JIup u3 BnaguBocroka (UTC+10) - Menemkep u3 BraguBocroka

Eciu Her - Menekep C MOAXOASAIIMM rpachvKoM
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Uenb: Jlug nonywaeT 3BOHOK B pabouee BpeMs €ro peruoHa
B])IXOZ[HI)IC M NpasaHUKU:

IlpaBuno: O6paGoTka B Hepabouee BpeMsi
IF Cefluac BBIXOJHOH WM HPa3gHUK
Bapuanr A: HasHauuTb [eXKypHOMY MeEHeKepy
Bapuant B: OTioXuTh JI0 Hayana paGoyero fHs

Bapuant C: 3amycTuTh aBTOMATHUECKyl0 0OpaGOTKY

HpaBI/IJIa OTCYyTCTBUA
OTnycK ¥ GOJIBHUYIHBIN:

IpaBuno: KckmoueHne HEIOCTYIHBIX
IF Menemkep umeer craryc "B ormycke" WMJIM "BonbHudsbi"
- HcKmounTh W3 Myna pacnpesieieHis

- .HI/I,HI:I HA3HAYArOTCA 3aMECTUTEII0 WU JIpyrdM MEHE/KepaM

ABTOMHTMS&LU/[SI H
3a 1 fgeHb 0 OTmycKa:
- l']epeHazHalmTL BCE€ AKTHUBHBLIC JIHJIbl 3aMECTUTEIIIO
- MHsmennts cratyc Ha "B ormycke"

— MckmounTh M3 aBTOMATHYECKOrO pacnpeneneHus
Ileperpy3ska:

HpaBVmo: MakcumanbHast Harpyska

Ilopor: 50 aKTHBHBIX IIMJIOB Ha MeHeKepa

IF Harpyska meHejxkepa >= 50
- Mckmounts U3 pacnpejiesieHus
- YBEJIOMUTb PYKOBOJUTENs

- BpemeHHO nepepacnpeiesuTh Ha JIPyrux

IF Harpyska cHmsunmach < 45

- BepHyTb B myJ pacnpejielieHus

IIpaBua mpuopurera
l'[epeHasHa‘leHue IIPpH 3CKaJ1anuu:

IpaBuno: Dckananysi CIOXHBIX JIUIOB
IF Jlup He KouBeprupyercst Gosnee 14 jHeit
AND Ouenka cioxHoctu = "Bbicokas"
AND Menemkep = Junior
- IlepenasHaunTh Ha Senior MeHemkepa
- YBeoMHTbL 00OMX

- Hepeua’r}, KOHTEKCT MU HUCTOPUIO
VIP-KJINEeHTBI:

Ipasuno: Ilpuopurer anst VIP
IF Jlup snsercss VIP-kmentom MJIM noBropHOe oOpaileHne KiIMeHTa
- HasHaunTh MeHeKepy, KOTOpBIi paboTaq C HUM paHee
- Ecim menemkep nepoctynen - Tom-meHemkep

- YCTaHOBUTb KPUTHYECKHIl IPUOPHTET

IIpasmia peaccaiiHa (mepeHa3HAYEHUS)

ABTOMaTHUYECKOe IIepeHasHaAa4YeHUue:
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IIpaBuno 1: Her akTuBHOCTM OT MeHe[Kepa
Tpurrep: Ilpouio 24 wyaca ¢ Ha3HaueHUs
Ycnosue: MeHexkep He OTKpbIBAl KapTOUKy IHja
Jericteue: IlepeHasHaunTh APYroMy MeHEKepy

YBenomnenne: Pykoopuremo o Hapymennn SLA

IpaBuno 2: MeHemkep yBOIMICS
Tpurrep: Ilonb3oBaTesib JIeaKTMBMPOBAH
YcnoBue: Y Hero ecTb aKTHUBHbBIC JIHMJbI
HeitctBue : IlepeHasHaunTb BCEX €ro JIMOB
— VIP nuapl - PyKoBOgMTENmIO il PYyYHOrO pacmpejiesieHust

— Ocransupie » Round-Robin cpegu KomaHjibl

IIpegorBpamenue KOHGINKTOB U AyOa€i

JAeaynaukanus Npyu Ha3HaAaYeHU U
IIpoGaema: Jlux obparuics yepes hopmy u o3eoHmwt. B CRM zaBa smza.
Peiienue:

Tpurrep: Co3jjaH HOBbBII JIJ
Heitcteue: Ilpoeepka Ha ayGmm
ITapameTpbl noucka:
- Email (TOYHOE COBMajieHKE )
- Tenedon (HOpMATM30BAHHBII )

- Komnanmst + VIMsi (4acTHUHOE COBMAjieHue )

IF Haitnen pny6mb:
Bapuanr A: OObEUHUTH 3amuch
— Crapuwmit muj (o jate) = OCHOBHOI
- HaHHble U3 HOBOro = JIONOJIHUTH

- COXP&HV[TL HCTOPUIO

Bapuant B: IlpuBssaTh K CyLIECTBYIOLIEMY
- He co3paBath HOBBIM JIHJ
— J106aBUTh aKTMBHOCTb K CYLIECTBYIOLIEMY

— YBEJIOMUTb OTBETCTBEHHOIO MEHejKepa

ELSE:

C03J]3.Tb HOBOr'o Jijla M Ha3HAYUTH

bBiokupoBka npu nepeHazHaAYeHU U
IIpoGaema: MeHezzkep paboTaer ¢ JI/IOM, CUCTeMa IIbITAeTCs [IEPeHa3HAYUTD.
Pemenue:

Ipasuno: Tlposepka mnepej; nepeHasHaueHHEM
IF EcTh OTKpBITHIE 3ajjauM Ha CErofHs
OR [locnennsisi akTMBHOCTb < 24 yacoB
OR MeHeKep OTKpbIBAll KapTOUKYy B TMOCHIEHME 2 4aca
- HE nepenasHauyaTb aBTOMAaTHYECKH

- OTI'IpaBV[TI: YBEJIOMJIEHME DPYKOBOJUTEIIO ISl PYYHOrO pELICHUSA

ELSE:

- [lepenazHauntb
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HUcropusa Ha3HAYEHU U
OrcaexuBaHue:

Ipy KaxjioM Ha3HAYeHnn/nepeHasHaueHnn (pUKCUpPOBATD 3
— Jara u Bpems
- Kro Ob1 HasHayeH (OT = K)

- IlpuumHa (aBTOMATHYECKOE pACTIpEie/ieHne, MepeHa3HaueHne, 3SCKamaust)

Meton pacnpenieniennsi (round-robin, territory, skill-based)

- Kro uHMumMpoBan (cuctema, pPyKOBOJMTENb, MEHEJKep )

Vicnonb30BaHe HCTOPUM &
- AnHami3 3(heKTHBHOCTH pacnpesiesIeHUst
— BbisiBienne npoGIeMHbIX 30H
— Aymit mpu KOH(IMKTax

- OnTPlMVI?;alI.l/lﬂ npaBuI

MeTp HKHA 1 OIITUMHU3aIuaA

KiaroueBble METpUKHU pacnpeaeJaeHud

1. CKOPOCTB HasHavYeHud - BpeMﬂ OT CO3IaHusA JIN/JiAa 0 HAa3HAYEHUA MEHe/Kepa - Henp: < 1 MUHYTBI JI1 aBTOMaTHY€CKOTO - BquMapK: <5

MUHYT IIpUEMJIeMO

2, PaBHOMepHOC’I‘b pacopeneqaeHusa - CTaH/'lapTHOe OTKJIOHEHHE KOJIM4YeCTBa JIMJOB Ha MEHe/DKepa - Ienp: MuHUMaIbHOE OTKJIOHEHUE

(koaddunuent Bapuanuu < 20%) - Meroz pacuera: (Crannapraoe otkioHenue / Cpesinee) x 100%

3. KoHBepcusa mo MeTrogam pacnpeaeeHus - Kousepcus JIM0B, pacipe/iesIeHHBIX pa3HbIMU MeTozamu - CpaBHenue: Round-Robin vs Skill-

Based vs Territory - Onpenenenue Hanbosee 3ppekTHBHOrO MeTOAA

4. HpOI_leHT nepeﬂasﬂaqeﬂnﬁ - CKOJIbKO JIU/1I0B OBLIIO IIepeHa3HavYeHO I10CjIe IEPBUYHOIO - HopMa: < 10% - Boicokuit IIPOLEHT = HpOGJ’IeMLI B

JIOTHKE paclpeaeaeHua

5. SLA compliance (coGarogenne SLA) - [IpoueHT 1108, 06pab0TaHHBIX B YCTAHOBJIEHHBIE CPOKH - 1]esib: > 95% - Pa30uBKa 110 THIIAM JIUZIOB

(VIP, ropsiuvie, TeIwibie)

6. y]_'lOBJIeTBOpeHHOCTI) KOMaHAbI - OHpOC])I MEHE/KEPOB O CIIPABEAJIMBOCTU pacCIpeneJIeHUud - KosinuectBo kanob Ha pacipeneneHue -

TeKy"-IeCTI: KaZpoOB B CBA3HU C pacipe/ieJIieHueM

AHainus u OIITUMMH3AIIUA
E:xeHexeJTbHbIA MOHUTOPHHT:

Jam6Gopp :
- KonnyecTBo IMoB MO MeHe[XKepaM (TeKylas Hefews )
— CkopocTb Ha3HAUCHHs (CPE/Hsisi 3a HEJIelIo)
- KonmuecTBo mnepeHazHaueHuit

- Hapywenuss SLA

JleiicTBUSI TIPU OTKJIOHEHMSIX
— IlpoBepuThb 3arpy3Ky MeHEKepoB
- BpuBuTh bottlenecks

— CKOppeKTHpOBaTh IyJbl pacrpeieIeHus
ExxemMecAYHBI IIyGOKHII aHAIN3:

Anamms :
1. KomnBepcusi Mo MeTojiaM pacrhpejielieHust
- Kakoit MeTop pmaeT mywimme pe3ynbTaThi?

- Tne Ttepsitorcst mmbi?

2. DdheKTUBHOCTb MEHEKepOB
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- Konsepcus no menepkepam
- CkopocTb 06paboTKn

- KauectBo paboTbi

3. KauectBo lead scoring (ecim MCHOJBL3YeTCs )

- TouHocTh TIpeJiICKa3aHus UEHHOCTH

- Koppensinisi score u (akTHIecKoil KOHBEPCHH

4. Y3kume Mecta B mporecce
- I'me npoucxopsT 3apep:Kkn?
— I'me Gomble Bcero mnepeHasHaueHMit?

- I'me napaer koHBepcusi?

JleiicTBus 10 pe3ylbTaTaM :
- KoppekTupoBka npasuil pacnpejiesieHus
— Ilepepacnpepienenue creuuaan3anmil
- OOGyueHue MeHejXKepoB

- M3meHenne CTPYKTYpbl KOMAaHJIbI

IIpakTuueckas HacTpoiika B CRM

AmoCRM
BOpPOHKM ¥ POGOTHI:

1. Boponka - Hactpoiiku = Po6GoTbl

2. Jlob6aBute poGoTa Ha nepsyto craauto "Hosbrii"
3. Tpurrep: "Cpenka nonmana Ha cTajuio”

4. JleiictBue: "Pacmpenenuth OTBETCTBEHHOro"

- Crnoco6: "Ilo ouepequ" (Round-Robin)

- Cnmcok nomb3oBaTeneii: BbiGpaTh MeHekKepoB

- YcnoBusi: [100aBUTh (UIBTPBI (PErvOH, OIOIKET)

CJ107KHAas JIOTUKA Yepe3 TPUITePhI:

Tpurrep 1: Bromker > 100000

- Hasmaunts 3 rpymmel "Enterprise”

Tpurrep 2: Permon = Mocksa

- Hasnaunte MBano

Tpurrep 3: Mcrounuk = Ilapthep X

- Hasnaunts IleTpoB (mapTHepcKuil MeHEKep)

Bitrix24
PoGorsr B CRM:

1. CRM - Hacrpoiiku - ABTOMaTH3aLs

2. Boibpatb cymuocTh (JInpbl)

3. Jlo6aBuTb poGOT Ha CTaUIO

4. Po6or "M3MeHUTbL OTBETCTBEHHOro"
- Koro nasnaunth: Crepyromuii no cnmcky
- Cmmcok: Co3zfaTh Tpynmy MeHeXKepoB

- YcnoBust BbmonHenwsi: HacTponTsh umbTphbl

Bnanec-npouecc AJIA CJIOKHOM JIOTUKM:
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Banyck: Cospanue mjia
13
Ycnosue 1: Lead Score >= 807?
JA - Hasmaunth u3 rpymnel "VIP-MeHemKepsl"
HET - Ilepexon k Ycnosue 2
13
Ycnosue 2: Permon = Mocksa?
A - Haszuauuts "HBaHoB"
HET - Ilepexop k Ycnosue 3
13

Ycnosne 3: Hasmaunth mo Round-Robin (I'pymma "O6mmit myn")

HubSpot
Workflows s pacnpeaenenus:

1. Automation - Workflows - Create workflow
2. Workflow type: Deal-based
3. Enrollment trigger: Deal is created
4. Add action: "Rotate deal owner"
- Rotation method: Round robin / Least busy
- Users in rotation: Select team members

- Add filters: Property filters for conditions
IIpumep workflow:

Trigger: Deal created
13
IF Deal amount > $50,000
- Rotate owner (Team: Enterprise)
ELSE IF Region = "Europe"
- Set owner (User: Regional Manager EU)
ELSE

- Rotate owner (Team: Standard Sales)

Salesforce
Assignment Rules:

1. Setup - Assignment Rules - Lead Assignment Rules
2. Create New Rule

3. Add Rule Entries (mopsjoKk BaxKeH) :

Entry 1:
Criteria: Annual Revenue > $10M

Assign to: Enterprise Queue

Entry 2:
Criteria: State = "CA"

Assign to: West Coast Team Queue

Entry 3 (Default):

Assign to: General Sales Queue
Flow /1 CJI0:KHOM JIOTUKH

Flow: Lead Assignment

Decision 1: VIP Lead?

IF Lead Score >= 80
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- Assignment: Round Robin (VIP Team)
- Task: Call within 30 minutes

- Notification: Slack message to manager

Decision 2: Territory
IF State IN ["CA", "OR", "WA"]
- Assignment: West Coast Team
ELSE IF State IN ["NY", "NJ", "CT"]

- Assignment: East Coast Team

Default:

- Assignment: Load Balanced (All Teams)

Yexk-auct 3aIlyCKa aBTOMAaTU4Y€CKOro pacupeaejaceHud

ILnanupoBanme: - [ ] Meron pacnpeznenenus Boiopan (Round-Robin, Territory, Skill-Based, Hybrid) - [ ] CrpykTypa KoMaHABI oIpezeseHa
(rpymmsl, cnenuanu3sanun) - [ ] [IpaBuia Ha3HAUEHUS JOKYMEHTHPOBAHBI - [ ] VIcKiItoueHust 1 0co0Oble ciydau yuTeHs! - [ ] SLA /i71s1 KaXK/[0ro THIIa

JINZIOB YCTAHOBJIEHBI

Hacrpoiika: - [ | I'pynner MeHemkepoB cosznansl B CRM - [ ] IlpaBuia pacipesiesieHuss HaCTPOeHHI - [ ] Ye1oBus U GHIBTPHI IPOBEPEHE! - [ ]

IIpaBuia epeHa3HavYeHUs: HACTPOEHS! - [ ] Jleiylinkanus BKIIoUeHa

TecrupoBanme: - [ ] Co3naHo 10+ TeCTOBBIX JIHJOB PasHbIX THIOB - [ | Pacipenesenue paboraer KoppekTHO - [ | Bee ycoBus cpabarsiBaoT

[IPaBUJIBHO - [ ] YBeoMIIeH sl OTIPABIISIOTCS - [ ] 3a/1aum co3/1a10TCsI aBTOMATHIECKU

KommyHukamua ¢ komangoii: - [ | Komanga npoundopMupoBana o usMeHeHusx - [ ] Jloruka pacmpenesnenus obbsacHeHa - [ | TpeHuHr

nposefieH - [ ] JlokymMeHTanus npefocrasiieHa - [ ] O6paTHas cBa3b cobpaHa

3amyck 1 MoHUTOpUHT: - [ | ITwior 3amymeH Ha 20% JuioB - [ ] MeTpuku OTCIJIEKUBAIOTCS exxe/HEeBHO - [ | IIpoGieMbl BBISBJIEHBI U

ucpasieHs! - [ | MacmrabupoBanue Ha 100% JIUIO0B - [ ] PerysispHbIi aHANIN3 HACTPOEH

3akJaro4yeHue

ABTOMATH3alMA pAaCIpeZieyieHus. JI0OB — S5TO He IIPOCTO TeXHHYeCcKas HAaCTPOHKa, 5TO CTpATerMyecKoe IPeuMyInecTBo. IIpaBuiIbHOE
pacIipezieJieHie YBEJIMIMBAET CKOPOCTh PEAKIMU B COTHH pa3, MOBBINIAET KOHBEPCUIO HA 25-40%, 0OeCIIeUunBaeT CIIPaBeIMBOCTh B KOMaHJE U

MacuITabupyeT HpoLecchl.
KitroueBbie BHIBO/IBI:

1. BerGuparite MeTOJ MO/ BAlILy CUTYaIUI0 — HEeT YHIBEPCATBHOTO PelleH s
2. HaunHaliTe ¢ npocroro — Round-Robin 714 crapTa, yc10:KHANTE IOCTEIEHHO
3. YuursiBaiite Bce (paKTOPBI — BpeMs, Harpy3Ka, CllellHaIu3arusa, reorpadus
4. IIpepoTBpamaiite KOHQIMKTBI — JeAYIUINKANNA U OITOKUPOBKH KPUTHIHBI

5. MOHUTOpPbTE U ONITUMUBUPYHTE — pacipesiesieHre TpeOyeT HOCTOSAHHON HACTPOHKH

B caeAyrmeM YpOoKe MblI pa36epeM 6M3Hec—npoueccm U CcoIlacOBaHHsA — CJIOKHYIO aBTOMaTHU3alUuI0 JJId YIPaBJI€HUA MHOI'OMIArOBbIMU

IIponeccaMu € ydaCTueM HEeCKOJIbKUX ]IIOHeﬁ U OTZAEJIOB.

I'maBa 15. annec-npoueccm H CorjiacoBaHUusA

Beenenue

BusHec-mporiecchl U coryiacoBanusi — 3T0 BeHel| aBTomaTtuzanuu B CRM. Eciu Tpurrepbl 1 poGOTHI PELIAIOT [IPOCThIE 33/1a4, TO OU3HEC-TIPOLIeCChI

ABTOMATU3HUPYIOT CJIOXKHBIE MHOT'OIIIAarOBBI€ OII€PAITUU C yH4aCTHEM HECKOJIbBKHUX n}o,ueﬂ, OTZEJIOB U CUCTEM.
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ITo nanubM Aberdeen Group, KOMIIaHHH € aBTOMATH3UPOBAaHHBIMYU OH3HeC-IIPOIlecCaMy BUAAT COKpallleHHe BPeMeHH BBIIIOJHEHUs Olepaluil Ha
60-80%, cHIDKeHMe OIIMOOK Ha 70% U HOBbIIIEHUe Ipo3pavHocTy Ha 85%. IIpu 9TOM 0cBOGOXKAAETCA 0 30% BPEMEHU COTPYAHUKOB OT PYTUHHBIX

COIVIACOBAHUM U IIE€peJiavyHl 3a/1a4.

B atom (bHHaJIbHOM Ypoke 6s10Ka aBTOMaTU3allul MbI pa36epeM KakK CTPOUTDH CJIOXKHBIE 6H3Hec—np0ueccm, HacTpauBaTh COTJIaCOBaHUs, YIIPABIATH

SCKaIanuAMU U OIITUMU3UPOBATh workflow Bareii Kommanumu.

Yro Takoe 6usHec-nponecc B CRM

Busnec-nponecc (Business Process, Workflow) — 5To mocsieoBaTebHOCTh B3aMMOCBSI3aHHBIX 33/1a4 U JIEUCTBUH, KOTOPbIE BBITOJIHIIOTCS JJIst

JIOCTH)KEHUS OIIPe/IeIEHHON OU3HeC-1IeH.

OT/INYHUA OT MPOCTOM aBTOMATH3AIUN

Tpurrep + /leiictBue (mpocrasa aBroMarm3anusa): - OgHo coObITHe — OAHO/HECKOJBKO AeiicTBUil - JIMHeiHasa Joruka - Beimosmsercs

MOMeHTasIbHO - He TpebyeT yuactus roei

Bnaﬂec-npouecc: - MHOKeCTBO IIaroB u Y4aCTHUKOB - Bersienus u yCiI0oBUA - BrinonHsercs B TeueHUe BpEMEHU (ﬂHI/I, Heﬂe}'[l/l) - Tpe6yeT

PpellleHui J1fo/ielt Ha Tanax - KOHTPOJIb BBIIIOJIHEHUS U CPOKOB - DCKaIalus Py pobiiemax

KoMmoHeHTHI Gnsﬂec-npouecca

1. Maumuarop (Trigger) Yro 3amyckaer mporecc: - Cosnanne/usmenenue 3anucu B CRM - JleiictBue mosb3oBarens - HacTymieHue iaToi/

BpeMeHH - BHeHee coObITre (Webhook, APT)
2. Yuacrauku (Actors) Kro yuactsyer: - MHunmarop npouecca - Mcrmostaurenu 3a1a4 - Corutacyroniue - Habnrogatenu - CucremMbl (HHTErpanum)

3. IITaru (Steps) ITociienoBaTeIbHOCTD AEHCTBUIL: - 3a/1a4u JJ1s1 JIIOZIeH - ABTOMaTHUecKue JeiicTBus - CoryiacoBaHus - YBeZoMIeHus - OKugaHus

(delays)
4. Yeaosus u sersiaenus (Conditions) Jloruka npussitus pemtenuii: - [F/THEN/ELSE - [TapasuiesbHblie BeTKH - LIUKIIbI - VICKITI0YeHUs
5. Koutpous (Control) Yupasienue Boimonnenuem: - SLA u fiefyiaiiibl - Dckaaiust Ipu npocpouke - OcraHoBKa u Bo3Bpar - OTMeHa mpoiecca

6. PesyabraTt (Outcome) Yo nosnyyaem: - 3aBepliieHHas 33/1a4a - iaMeHeHHbIe JaHHbIe - CO3/1aHHbIE JIOKYMEHTHI - YBeZloMIeHus - OT4eThl

Tunsl 6U3HEC-IMPOLECCOB B MPOAAKAX

1. CorsztacoBaHue CKUAOK U II€H
He)l]): KOHTPOJIL IIpeIoCTaBI€HNUA CKU/JOK CBEPX JINMUTA MEeHe/Kepa.

YuacTauku: - Menemkep (uHHIEATOp) - PyKoBoauTen s oraena mpoaaxk (cormacyiommii 1) - Kommepueckuil aupektop (corsacyomuii 2) -

DUHAHCOBBIN TUPEKTOP (COTIIACYIONIUH 3 /171 GOJIBIINX CKUIOK)
Jlorunka nponecca:

Crapr: MeHepkep 3anpocun CKuKy > 15%

Iar 1: IlpoBepka pa3mepa CKHAKI
IF Ckupgka 15-25%:
- CoracoBanye y PyKOBOJUTENsSI OT/eNIa
IF Ckugka 25-40%:
- CornacoBane y pyKOBOAMTENs + KOMMMPEKTOpa
IF Ckugka > 40%:

- CornacoBanue y pyKOBOJUTENsSE + KOMMIMPEKTOpa + (hUHAMPEKTOpaA

Ilar 2: Cospganue 3aaud COIJIACYIOLIEMY
- HaszBanue: "CornacoBath ckuky {{discount}}% pmms {{client}}"
- Onucanne: OGOCHOBAaHME MEHE[Kepa, MHCTOPUSl KJIMEHTa, KOHKYDPEHTbI
- Cpok: 24 wuaca

- Bapunantei: Opo6puth / OTknonnts / BepHyTh Ha J0paGOTKY
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Ilar 3: Pewenue cornacyiouero
IF OpoGpeno:
- Cnepyrolpii ypoBeHb COTJIACOBAHMS (€CNM €CTh)

- Wm dunansHoe opobpenue

IF OTKIIOHEHO :
- YBeJOMJICHUE MEHeJIKepy
- KoMMeHTapuii ¢ NpuYMHOi

- Cpenka Bosspauaercss Ha stan "Ileperosopb”

IF BepHyTb Ha J0paGoTKy :
- 3agaua Mmenemxepy "JlopaboraTh oGocHOBaHue"

- Ilocne nopa601‘1<pl — MOBTOPHOE COIIAaCOBaHNE

Ilar 4: dunanbHoe oj106peHUe
- CKVIJ.‘LK'd NPUMEHSIETCS ABTOMATUYECKN

- YBeJOMIICHHE MEHEJKepy

YBejjomienre  KIMEHTY  ( ONIMOHATBHO )

3anuch B HCTOPUHN CNICTIKHA

Otuer mnsi pUHAHCOB

KonTpons SLA:
IF CornacoBaHue He MojyyeHo 3a 24 daca:
- Hanomuunanue cornacyrouemy
IF He nomyuyeno 3a 48 w3acoB:
~ Dckajanys BBILIECTOSIIEMY PYKOBOJUTENIO
IF He nosnyueHo 3a 72 wyaca:

- ABTOMaTHYECKOe OTKIIOHEHHe

Oynnmi:  Ckupka ogoOpeHa WM OTKJIOHEHA

Mertpuxku: - CpesiHee BpeMs COIIacOBaHUA - [IpoLeHT 000peHHBIX/ OTKJIOHEHHBIX - KoJiiuecTBo BO3BpaToB Ha fopaboTky - Cobimonenue SLA

2. [lepemaua 1nga OT MApPKETUHIAa B IPOJaKu

Ilesb: KBasindukanus MapKeTHHTOBBIX JIM/IOB U IT€pe/iada FTOTOBBIX B OT/EJT IIPO/IAK.

Yuacrauku: - Mapkerusr (ununuarop) - Orzaen kpanudukanuu (SDR) - Orzen npopax (AE) - PykoBoauTe b Ipojack
Jloruka npounecca:

Crapr: MapKeTHHr Tiepefian Jij B mpofaxku (MOQL)

Ifar 1: Apromaruuyeckas KBalUOUKaLUs
IIposepka:
- Lead Score >= 60?
- Email un TenecoH 3amoiHeHbI?

- Kowmnanusi coorBercTByeT ICP?

IF Bce npoBepku NpoiijeHb:
- Ilepepats B SDR
ELSE:

- BepHyTb B MapkeTuHr jmsi nurturing
Ilar 2: Hasnauyenme SDR MeHeKepa

- Meroin: Round-Robin B KoMmange SDR

- 3apaua: "Ksammduumposats ymp" (SLA: 4 uaca)
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- YBefomeHue SDR MeHEKepy

Iar 3: Ksammduxanus SDR
SDR 3BOHUT, MNPOBOAMT KBaIM(UKAUMIO MO BANT:
- Budget (Gromxer)
- Authority (/muo npuHmMMaiolmiee pelieHue )
- Need (moTpeGHOCTB)

- Timeline (cpoku)

Pesynbrarei :
IF Qualified (SQL):
- Ilepepath B mpojaxu
IF Not Qualified:
- BepHyTb B MapKeTHHT (IIpHYMHA)
IF No Answer:
- 3 TONBITKM CBSI3aThCS 3a 5 JHEN

- Ecim Her KoHTakTa - B nurturing

Ilar 4: Ilepemaua B mpopaxu
IF SQL MNOATBEPXKJEH
- Hasuaunth AE MeHe[kepa (10 TeppUTOPUH/CHeLaIn3aiin )
— IlepepaTh NONHBIA KOHTEKCT &
* Hcropusi B3aumopeiicTBuil
* Pesynbrarhl KBanudukauun
* 3anucu 3BOHKOB
* bom u moTpebHOCTH
- 3apgaua AE: "IlpoBectn memo" (SLA: 48 uacoB)

= Bc’rpeqa aBTOMATHUYECKU }:[063.B.T19[6TC$1 B KaJIeH1apu

Ilar 5: Kourposb nepepaun
- AE OpMHUMAeT Jujl (I[OATBEPIKCHUE )

- W OTKNOHSET ¢ NpUUMHON - BO3BpAT Ha JI0pPabOTKY

Iar 6: OGpaTHast CBS3b
Yepe3 30 pueit:
- Kakoit pesynbrar mo mmy?
- OOpaTHast CBsI3b OT MNPOJiak B MAapKETHHT

- Koppekruposka lead scoring

KonTpons SLA:
- SDR: 4 4yaca Ha TepBblii KOHTAKT
- AE: 48 vacoB Ha JIeMO

- Dckanauyst npu NpOCPOUKe
@Gyunmi: Jlug B pabore y AE unm BO3BpallieH

3. OGpaGoTKa BXOAANNX O0OpPAlleHU I KJINEHTOB
Iesnn: Mapipyrusanus obpaiieHnii B Hy»KHBIH OT/IeT 1 KOHTPOJIb PEIIeH!s.

Yuacrauku: - Kiuenr (uauiuarop) - Ilepsast sunus nojuepskku (L1) - Bropas sivuus / cnenuanuctst (L2) - Otaen npopaxk - PykoBozuresib

TIO/I/IEPKKH
Jloruka npounecca:

Crapr: Kiment cospan obpauwenue (email, copma, uyar, TenedoH)
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Ilar 1: Apromaruuyeckasi KaTeropusaLus
AHanu3 Tekcra/TeMmbl:

IF Copepxur "Bo3Bpar", "penbru", "ormeHa":

- Kareropusa: Ilperensust - Ilpuopurer: Bpicokni

IF Copepxur "kak", "HacTpomth", "Bompoc":

- Kareropus: Koucymbramus - Ilpuoputer: Cpennuit

IF Copepxur "kymmo", "rtapud", "mpaiic":

- Kareropusi: Ilpopgaxku - Ilpuopurer: Bbicoknii

Ilar 2: MapupyTu3sanus
IF Kareropusi = Ilpomaxm:
- OTtpen npojaxk (TeppUTOPUATILHBIN MEHEXKep )

- SLA: 2 yaca

IF Kareropus = Ilperensusi:
- PykoBojuTenb MOjiepsKKu

- SLA: 1 wuac

IF Kareropus = Koncynsramus MM Texnopepikka:
- L1 Support

- SLA: 4 wuaca

Ilar 3: O6paborka L1 Support
Menejpkep L1 mbiTaeTcs pelNTb :
IF Pemeno:
- OTI'IpaBV[TI; PEUICHNE KIIMEHTY
- 3anpocuTh OuEHKY (CSAT)

- 3aKpbITh OOpalleHne

IF He moxer pewmrsb:
- Dckanauusi Ha L2

- Ilepegaua KoOHTEKCTa

Illar 4: Dckamaums Ha L2
- Hasnavyenue cneupamucra (MO HaBbIKaM )
- 3apgaua: "PemmTh cnoxuoe obpatieHue"”
- SLA: 8 uacoB

— Ilpuopurer noblaeTCst

Ilar 5: Pemwenne L2
IF Pemeno:
- OTnpaBuTh pelieHue
- OOHOBUTL 6a3y 3HAHMIl

- 3aKpbITh

IF TpeGyer pa3paGoTKi / W3MEHEHM :
- Cosjath 3aauy B CHCTEME Pa3paGOTKH
- HMucdopmupoBaTh KIMEHTa O CPOKax

i KOHTpOJ’lb BBbIMOJIHEHUSA

KonTpons SLA:
IF IlepBblil OTBET HE JaH B CPOK:
- HanoMmunanue HCIOJHUTEIO

- yBeHOMHEHV[e PYKOBOJUTEJIHO

142



IF OGpaiieHue He peuieHo B 2X SLA:
- Dckanauysi pyKOBOJUTEJIO

- Ilpuopurer KpUTHYECKUIT

IF He pemeno B 3x SLA:
- Dckanauusi JMpeKTopy

- HepCOHaJleOe BMEIIATEJIbLCTBO

Oynnmi:  OGpallleHHe PelIeHO U 3aKPbITO

4. IIpouecc 3aKpbITUA CAETKHA U OHOOPAUHTA
IMeab: BecioBHas nepeziaya KJIueHTa OT IPO/IAK B ONIEPAIMIOHHYI0 KOMaH/Ty.

Yuacrauku: - Menemkep npojgaxk - FOpuguueckuit ormen - OuHaHCOBBIM oren - MeHemskep mpoekra - Komanjga BHenpenus - Coysk6a

TIO/I/IEPKKH
Jloruka npounecca:

Crapr: Cpenka nepenuia B craryc "Bpmrpana"

TapannesbHbIil 3aMycK TpeX BETOK :

Berka 1: JlokymMeHTOOGOpPOT
Iar 1.1: Cospanue porosopa
- ABTOMaTHYECKOE CO3jlaHue U3 IIabJoHA
- 3anosnHeHue JaHHbIX W3 CRM
- Bapaua ropucry: "IIpoeeputh j0roop"

- SLA: 24 wyaca

Iar 1.2: CormacoBanue 0roBopa
- OrnpaBKa KIMEHTYy Ha MOMNKCH
- OrcnexuBanye craryca

- Hanomunanusi eciim He noAnucaH

Iar 1.3: ApxuBupoBaHie
- TloanucaHHBIA JOrOBOP B XPaHMIMILE
- CBs3p C KapTOYKON KIMEHTA

= YBeHOMJIeHV[ﬂ BCEM Yy4yaCTHUKaM

Berka 2: ®uHaHCbl
Ilar 2.1: CosjaHue cuera
- Asromatnueckoe cospanne B 1C
- OTl'lpaBKa KIIMEHTY

= I/IHTeraIIl/ISI ¢ GaHKOM s OTCJIEXKUBAHUA

Iar 2.2: KoHTpoib ommars
- Webhook or 6aHKa Nnpu NOCTYIJICHUU
— ABTOMaTHYECKasi CBepKa
- Eciu He onmayeHo B CPOK:
* Jlenp 1: Hanommnauwe KIMEHTY
* Jlenp 3: 3BOHOK OT (PUHAHCOB

* Jleno 7: bBnokupoBka pmocTyma
Berka 3: Omnepauun

IMar 3.1: Co3zpgaHue NpPOEKTa BHEAPEHUS

- HPDCKT B CHUCTEME YIPABJICHUS MPOEKTaMU
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- Ha3uauenue MeHe/pKepa MpOeKTa

— ®opMupoBaHUEe KOMaH/Ibl

Ilar 3.2: Onboarding mnnaHupoBaHue
- ABTOMaTHYECKOE CO3aHie 3ajjad OHOOpPAMHra
- IlnanupoBaHue BcTped

= HOIII'OTOBKB. MaTepuanos

Iar 3.3: Kickoff Bcrpeua
— ABTOMaTHYECKas OTMPABKA TNpPUIIIALLICHUIT
- IloBecTka M MaTepuabl

- 3ammch BeTpeun

CI/IHXPOHI/BB.I.H/ISI BETOK

Hpouecc 2KJIET 3aBEpLICHUS BCEX TPEX BETOK

OGunanbhbii war: Ilepejaya B MOQIEPIKKY
- Cosfanne KapTOYKM KIMEHTa B TOAfIEPXKKe
- Hasnauenne nepcoHambHOTO MeHeJKepa
- Joctyn k 6a3e 3HaHMil

- Welcome-nuchbMO € KOHTaKTaMu
OGunmi:  KnveHT ycnenHo OHOOPIMHI NPOWjeH

5. IIpomsienue norosopos (Contract Renewal)
Ienn: ABTOMaTHYECKOE YIIPaBIeHUe IIPOLeCCOM IIPO/IJIeHUsA KOHTPAKTOB.
Jloruka npounecca:

Crapr: Jlo okoHuaHusi jorosopa 90 pHeit

Iar 1: Anamu3 kmmenTa (3a 90 jHert)
ABTOMaTHYECKMIT COOp JaHHBIX
- Mcropust ncnosnb3oBaHusi NPORYKTA
- CSAT u NPS OLEHKH
— Hcropust obGparenuit
- IlnatexHast JUCLUIUIMHA

- Puck orroka (churn prediction)

OuneHka :
IF Puck Beicokmit (churn score > 70):
- Hasnaunte Customer Success Manager
- IlpuopureTHas pabora C KIMEHTOM
ELSE:

- CTaHjapTHBIl NPOLECC MPOJUICHUS.

Ilar 2: IlogroroBka mpepnoxenus (3a 60 JHeit)
- AHamu3 TeKyIero nakeTa
- Pekomenpapm mo anrpeiiry (upsell)
- CrienuanbHble YCJIOBHSL JUISl JIOSUIBHBIX

— IlogroroBka mnpeseHTauun

Ilar 3: Outreach (3a 45 pueit)
- Email c mpejiokeHneM NpoOJIeHHs
= HCpCOHBJ’lPBPIpOBaHHOC BHUJIEO OT MEHEKEpa

- Keiicbl ycnexa MNOXOXHX KJIIMEHTOB
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- Call-to-action: Bcerpeua aisi o6GcyskaeHust

Ilar 4: Berpeua (3a 30 pmeit)
IF KuameHT OTBETHN MO3WTHUBHO :
- IlnanupoBanue BCTpeun
- OO6cyxjieHne ycIoB il

= Hpe3eHTal.lHﬂ HOBBIX BO3MOKHOCTEN

IF Her orsera:
- Hanomunnanne uepe3 7 pHei
— 3BOHOK MeHeKepa

- Ecim Her koHTakTa - ackamaumsi CSM

Iar 5: CormnacoBanue ycnoBumii (3a 20 JHeil)
- IloproroBka MHAVBHAYAILHOIO MPEIOKCHIUS
- CornacoBanue CKHOK (€CIM HySKHO)

- }Op]/l):[Vl'—lECKOE corjlaCopaHue

Iar 6: Odopmnenne (3a 10 pueit)
- OrnpaBka [I0roBopa Ha MOMNKCH
- BbicraBnenue cuera

= KOHTpOHb OIu1aThl

Illar 7: dunanuzauust (0 JIHS OKOHYAHUS )
IF OnnayeHo:
- Ilpopnenne pocryna
- Welcome back nmcemo

- [lnannpoBanne onboarding HOBBIX (yHKIWMIT

IF HE onnayeHo:
JleHb okonyanusi: BiokupoBka jocryna
+7 pHeit: ApXMBalmsl JAHHBIX

+30 pgHeit: YpjaneHue JaHHBIX (C NPeaynpexkaeHueM )

Konrtpone Ha Bcex aTamax :
- SLA i Kaxjoro mara
- Dckanauysi IpH IIPOCPOUKe
— Jawbopy st pyKOBOAUTENS

- Ilpornos renewal rate

Duyny 2 HOFOBOP TPOAJIEH WM KJIMEHT TNOTEPSH

HochoeHne 6n3Hec-npouecca

MeTtomos10rua NpOEeKTUPOBAHUA
IIar 1: OnpenesneHue meJiei - UTo fomKeH g0cTHYb mporece? - Kakue npobsieMsl pemaer? - Kak ©3MepuTh ycmex?

IIIar 2: KapTupoBanue As-Is Kax mpouecc paboraer ceifuac (pyunoit): - Kro yuactByer? - Kaxue maru BeIIONHAIOTCA? - CKONIBKO BpeMEHH

3aHUMaeT? - [7ie BO3HUKAIOT IIPOOJIEMBbI?

IIar 3: IIpoexTupoBanue To-Be Kax nponecc fomkeH paborars (aBTOMaTH3UPOBAHHBIN): - Kakue marga MO)KHO aBTOMAaTH3UPOBATh? - Kakue

maru TpebyroT rogen? - Kak yckoputs npouecc? - Kak nmpeoTBpaTuTh omuoku?

IIar 4: MoaesmpoBanue B BPMN Business Process Model and Notation — crangapr Busyanusanuu: - Crapt/®unum (kpyru) - 3agadu

(npsimoyrosibHUKN) - 111110361/ ycstoBust (pom6sr) - CobbITus (Kpyru ¢ uKoHKaMu) - ITotoku (crpesxu) - ITysisl/nopoxku (Y4acTHUKN)
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IIar 5: Hacrpoiika B CRM VMIjieMeHTanus CIIPOEKTHPOBAHHOTIO IIpoLiecca.
IIIar 6: TectupoBaHue - [IpoBepka Bcex ciieHapueB - ['panndHble ciiydan - HarpysouHoe tecrupoBanue - User Acceptance Testing (UAT)

Ilar 7: 3amycKk ¥ MOHHUTOPHHT - [[110T Ha orpaHn4eHHOH rpymme - C6op o6paTHOi cBs3u - Koppektrnposku - IToHbli 3amyck - [TocTossHHAS

ONTUMU3AIUA

AsieMeHTHI 3P PEKTUBHOTO HPoIECCA
HPI/IHHI/IH 1: MuaumMusM TosibKo HeO6XOHI/IMbIe miaruy. Ka)}(ﬂblﬁ mIar 10JKeH HO6aBJ‘I${Tb IEHHOCTbD. Y/‘laJII/ITb BCe MBGBITO‘{HOG.

HPMHIIMI'I 2: Hapmennsann}[ HIaI‘I/I, KOTOpbI€ MOTYT BBIIIOJIHATHCA OTHOBPEMEHHO — BBIIIOJIHATH IapaJlJIEJIbHO. He nenaTp nocsieoBaTessbHO

TO, YTO MOZKHO JeJ1aTh ITapayieIbHO.

HPMHHPII'I 3: ABTOMaTPISaIIPI}I MAaKCHUMaJIBHOTO A.BTOMaTHSHpOBaTI) BCE UTO MOKHO. JI10/11 — TOJIBKO /11 pemeHHﬁ, Tp€6y}OILII/IX BKCIIepTI/ISI)I/

KpPeaTUBHOCTH.
IIpunnun 4: IIpo3payHocTs Kax/ip1ii yuacTHUK BUANT: - ['1e mponece ceifvac - Yo ot Hero Tpebyetcs - Kakue cpoku - Ko erne ygacTByeT

IIpunmun 5: I'mGkocts BosmorkHOCTh: - OCTAaHOBHTH INpoliecC - BepHyThCs Ha miar Hasajg - VBMEHUTh YYaCTHHKOB - IIpoOIycTHUTH

HeobsI3aTeIbHBIN 1Iar

IIpuanun 6: KouTpoJas SLA /14 kaxzaoro mara. ckaaanusa Ipu npocpouke. MeTpuku 3¢ GeKTUBHOCTHU.

CorsiacoBaHuA: Jiyuuivie NIpakTUKHA

THIBI COTJIACOBAHUM

1. ITociepoBarensHoe (Sequential)

Wuuumarop - Cormacyroumit 1 - Cornacyroumit 2 - Cornacyiommii 3 - ®unni
Vcnosib30BaTh Koryia: Ka/plii CIeyouii 3aBUCUT OT PeLeHUs IIPEJbIYIIETO.
2. [TapauresasHoe (Parallel)

Hummarop - Cornacyrommii 1\
- Cormacyroumit 2 - $ummm (korga BCE opo6pumi)

- Cornacyroumit 3 /
Hcnosib30BaTh KOryia: MHEHUS HE3aBUCHMBI, HY>KHO 0/J00pEHUE BCEX.
3. HaparessHoe ¢ nepebiM orBeTom (Parallel OR)

Wnnuparop - Cormacyrommit 1\
- Cormacyioupii 2 - ®ummm (korga JIIOBOV opoGpm)

- Cornacyroumit 3 /
HcnosbzoBate Korza: JloctaToqHO 07j00peHus JII060T0 U3 TPYIIIBL.
4. Yeaosnoe (Conditional)

Wnnupatop » IF Cymma < $10K - PykoBojurens otjena
IF $10K-$50K - KommjupekTop

IF > $50K - I'eHepanbHbI UPEKTOP

Hcnosp3oBaTh Korza: YPOBeHb COIyTacOBaHHUA 3aBUCUT OT IIapaMeTpOB.

IIpaBmia 53¢ PeKTUBHOTO COIIACOBAHUA

1. Yerkue xkpurepuu CorlacyloIuil J0JDKEH 3HATh HA OCHOBE 4Yero IPUHUMATh pelleHue: - Yek-JIMCT KputepueB - JIMMHUTBI U HOPOTH -

ITonuTrky KOMIaHUM - Pucku

2. ITosHbIi KOHTEKCT [IpesiocTaBuTh BClo HeobxouMyo nHdopmanuio: - Cyts 3ampoca - ObocHoBaHUe - AbTepHATUBHI - [l0CcIenCTBIS OTKa3a -

HcTopust MOX0XKUX peIIeHni
3. Pagymubie cpoku SLA omKeH ObITh: - JIoCcTaTOYHBIM /1JisI aHaIu3a - He Topmossium 6usHec - C y4eToM 3arpy3KH COIJIACyIOLEero

Tunuynsie SLA: - PytunHble: 24 yaca - Baxuble: 48 yacos - Kputuunsle: 4 yaca - Crparerndeckue: 5 pabouux JHeit
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4. Bapuanrsl orBeta He Tosibko "/la/Het": - Oo6puth - O06puTh ¢ yeaoBusiMu - BepHyTh Ha /10paboTKy (¢ KomMeHTapueM) - OTKJIOHUTH (¢

06ocHOBaHHEM) - []eJ1erHpOBaTh APYrOMY

5. SCKMHIIHH Ecnu Her oTBera: - Hamomunanue 3a N gacoB 710 L[eﬂf[alea - SCKHJ'IaHI/IH BBIIIECTOAILIEMY IIPDHU IIPOCPOYKE - ABTOMaTHUYECKOE

0/106peHne/oTKIIOHEeHHE (PeZKo) - [lelernpoBaHye 3aMeCTUTEITI0

6. Aynut ®ukcrpoBats: - Kto corsacoai - Korzia - C kakuM KoMMeHTapueM - Kakue 1aHHble GbIN HA MOMEHT COTJIACOBAHUSA

Yacrpie OIMUOKU COTJIACOBAHUIN

Ommuo6ka 1: VI30bITOUHBIE corsiacoBaHuA CIMIIKOM MHOTO ypoBHe#. Kask/ip1ii jo6aBiisieT BpeMs, He 100aBJsist EHHOCTH.
Pemrennie: OCTaBUTh TOJIBKO KDUTUYHBIE COIIacoBaHUsl. OCTaJbHOE JIeJIETHPOBaTh.

Omunoka 2: HenouaTHeie kpurepuu Coriacyomuii He 3HaeT Ha YTO 0OpaljaTh BHUMaHUe.

Pemenne: YeTkne YeK-JIUCTHI U PETIAMEHTBI.

Omuo6ka 3: OrcyrcrBue sckanamuu CoriacoBaHue 3acTpsijio, IPOIeCC CTOUT.

Pemenne: O6s13aTenpHas SCKaIAUs IPH Ipocpouke SLA.

Ommu6ka 4: Hegocrarok nadopmanuu Coracyiomuil BBIHYK/IeH UCKATh JaHHBIE CaM.

Pemrennie: ABTOMaTH4eCcKOe IPUKPEIIEHNE BCEX PeIeBAHTHBIX JIOKYMEHTOB U JIAHHBIX.

Omuoka 5: HeBo3MOKHOCTB 0TO3BaTh 1HUIIATOpP 0GHAPYKUJI OLITHOKY, HO HE MOKET OCTAHOBUTBH IIPOLIECC.

Perrenne: Bo3aMOKHOCTb OTO3BATh 3aMIPOC Ha COIVIACOBAHUE /10 (PUHAIBHOTO OZ0OpEHU.

Hacrpoiika B CRM-cucremax

Bitrix24: BusHec-nponeccsl
BusyaJbsHbII peJaKkTop:

1. CRM - Hacrpoiiku - Busnec-npouecchbl
2. CospgaTh HOBBIN

3. Tun: Ilocneposarenbhbii / Ilapamnensubiit / C ycioBusmu

S

Hactponts marm:

- JlobaButh 3apauy

- JloGaBute ycnosue

— Jo6GaBuThb coOrjacoBaHue

— Jlo6GaBuThb yBejoOMIIeHUuE

v

HaCTpOVITI: napaMeTpbl Ka’k0ro uiara

o

COXpaHVITL " 3anyCTUTh
IIpumep mpomecca COrIaCOBAHUA CKUKH:

IMar 1: Ycnosue
IF Ckugka > 15%
- Ilepexos K COrIacoBaHMIO
ELSE

- ABTOMaTHYeCKOe Oflo6peHne

Ilar 2: 3Bagaua coriacyrouemy
Komy: Pykoogurens otjena
Hassanne: "CormacoBath ckugky {{discount}}%"
Cpok: 24 wyaca

Tapamerpsi: Opo6puts / OTKIOHUTH
Ilar 3: VYcioBue (pe3ylbTarT COINIACOBAHMSI)

IF OpoGpeHo

- IlpuMeHnTb CKUJIKY
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- YBEJOMUTb MeHeJKepa
ELSE
- YBeoMuTh 00 OTKasze

- BepuyTb cpenky Ha stan "Ileperosopbr”

Salesforce: Flow Builder
Cozmanue Flow:

1. Setup - Flows - New Flow

2. Flow Type: Record-Triggered Flow / Screen Flow

w

J106aBUTL 2JIEMEHTHI &

- Decision (ycnosue)

- Assignment (M3MEHEHHE [IaHHbIX )
- Create Records (co3jaHue 3ajay)
- Send Email (yBegomienusi)

- Subflow (BIOXEHHBII Mpolecc)

4. HactpouTb CBS3M MeX[y 3JIEMEHTaMU

5. Activate
IIpumep nepenauu uaa:

Trigger: Lead Status changed to "Qualified"

Decision: Lead Score check
IF Lead Score >= 80
- Assignment: Hot Lead path
ELSE IF Lead Score >= 60
- Assignment: Warm Lead path
ELSE

- Assignment: Nurturing path

Action: Assign to Sales
Get Records: Available Sales Reps (by territory)
Assignment: Round-Robin assign
Create Records: Task for Sales Rep

Send Email: Notification to Sales Rep

Finish

HubSpot: Workflows
Co3snanmne corsiacopanus yepe3 Workflows + Tasks:

1. Automation - Workflows
2. Create workflow: Contact/Deal-based
3. Trigger: Deal stage = "Awaiting approval"
4. Actions:
- Create task for manager

- Set deal property: Approval status = Pending

(6]

Trigger 2: Deal property changed (Approval status)
6. IF Approval status = Approved
- Move to next stage
- Send notification
7. ELSE
- Move back to previous stage

- Send notification
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AmoCRM: Po6oTtsI + 3agauu
HNMuranmus cor;iacoBaHus:

1. Cosparb pomonuuTensHoe mose "Craryc coriacoBaHust”

2. Cospare pononHuTenbHyto cragmo "Ha cornmacoBanum"

3. Po6or 1: Ilpu nomajanmu Ha crajuto "Ha cormacoBanmn"
- Cospate 3amady pyKOBOAMTENIO

— YCTaHOBUTH HalOMUHAHKE qepes 24 wyaca

4. Po6or 2: Ilpm msmenenumm monst "Craryc cormacoBanus” = "OpobpeHo"

- IlepemecTuth Ha CIIELYIOLIYIO CTaMIO
— YBejoMuTbh MEHe[Kepa

5. Po6or 3: Ilpu m3menenun Ha "OTKIIOHEHO"
— BepHyTb Ha mpeabulylIyl0 CTauIO

— YBeIOMUTbH MEHe/Kepa

MeTpuku OU3HEC-TIPOIECCOB

KiarouesBbie nokasarean

1. Cycle Time (Bpems nuksia) Cpe/jHee BpeMsi OT cTapTa 10 (GUHUIIA Iporecca.

Llesb: MUHUMUBHPOBATH 6e3 yiepba KauecTBy.

2. Throughput (mponyckHas ctoco6HOCTH) KoinuecTBo nporeccos, 3aBepIIEHHbIX 3 IIEPHOI,.
Iesp: MakcuMU3UPOBATh IIPH COXPAHEHUHN KauyecTBa.

3. SLA Compliance [TpoueHT Ipo1eccoB, 3aBePIIEHHBIX B YCTAHOBJIEHHBIN CPOK.

esb: > 95%.

4. First-Time Right Rate IIporeHT npoueccos, 3aBepIIeHHBIX 03 BO3BPATOB HA OPAGOTKY.
Lens: > 90%.

5. Escalation Rate IIporieHT mporeccoB, HOTPe6OBABIINX ICKAIAIUH.

enp: < 10%.

6. Bottleneck Analysis Kaxue 1maru 3aHuMaioT 60Jiblile BCero BpeMeHu?

Llesnb: MaeHTHUIMPOBATH U YCTPAHUTD Y3KUE MECTA.

MOHHTOpHHI‘ U onITUMHU3aAI A

EsxeHeeIbHbINi MOHUTOPHUHT: - KoJMuecTBO 3amyleHHbIX mporeccos - KosindecTBo 3aBepiieHHbIX - Cpen@€Pe BpeMs BbITIOTHEHHA -

KosmuectBo mpocpouex
E:xeMecAauHbIi aHAIN3: - TPeH B! 110 BpeMEHH BBIIOIHEHHUs - AHAIN3 Y3KUX MecT - b beKTUBHOCTD yuacTHUKOB - ROI aBToMaTu3anuu

HeﬁcTBH}I IO pe3yJjabTaraM: - OHTI/IMH3a]_II/lH MEJIJIEHHBIX IIIaroB - Hepepacnpe/:[eﬂeﬂne Harpysku - OﬁyquI/Ie Y4aCTHUKOB - YHPOHleHI/Ie

mporiecca

3akJIroueHue

BusHec-miporiecchl U COIJIACOBAHUA — 3TO BBICIIME IuwloTaxk aBromaruzanuu B CRM. IIpaBHJIBHO HACTPOEHHBIE IIPOIECCHI COKPAIIAIOT BPeMs
BBINIOJIHEHHUS Ollepauil Ha 60-80%, CHIKAIOT OIIUOKY Ha 70% U OCBOOOK/IAIOT /10 30% BPEMEHH COTPYAHHUKOB.
KitroueBble BBIBO/IBI:

1. HaunHaiTe ¢ KAPTUPOBAHUA — [TOHNMaHHE AS-IS KpUTHIHO

2. ABTOMaTHU3MPYHTE MAKCHUMYM — JIIO/IU TOJIBKO ISl PEIIeHU I

3. MUHMMU3UPYHATE ATk — KaX/[bIi 1IAT JI0JEKEH 100aBJISTh EHHOCTh

4. HapaJmeJln:;yﬁTe — He ,uenaﬁTe IoCJIEA0BATEIbHO TO, YTO MOXKHO ITapaJlJIeJIbHO
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5. KourpoJsmupyiite SLA — sckananus obs3aTeIbHa

6. IIOCTOSHHO ONTUMM3HUPYITE — IIPOIECCH] TPEOYIOT PEryIAPHON HACTPOUKH

ITozapasiisaio! Bel 3aBepimmin 6JI0K aBTOMAaTH3alMU. B cirexyromux 610kax Mbl OyzeM pasbuparh aHAJIUTUKY, HHTETPALUE U MaCIITAOUPOBaHUe

CRM-cucreMsbl.

T's1aBa 16. PoO0oTsl 1 yar-060T1hl B CRM

BBenenue

Po6oThl ¥ 4aT-60THI CTATH HEOTHEMJIEMOH YAaCThIO COBPEMEHHBIX CRM-CI/ICTEM, IIpeBpamiasd UX U3 IMPOCThIX 6a3 JAAQHHBIX B HWHTEJUIEKTYaJIbHBIX
IIOMOIIIHUKOB, KOTOpPbIE pa60Ta}0T 24/7 B sTom YPOKe MBI pas6epeM, Kak IIpaBWJIbHO BHEJPUTH aBTOMAaTHU3aUI0 Ha OCHOBE 6OTOB, Kakue 3azayu

OHHU peniarT U Kak 130€eKaTh TUITUYHBIX OIIHO0K IIpA ux HaCTpOﬁKe.

ITo mamupIM Gartner, k 2025 roxy 80% B3auMOZeHCTBUA C KIMeHTaMU Oyzer obpabareiBaTbes 0e3 ydacThs 4desoBeka. KoMmaHHM, KOTODbIE

IIPaBIJIBHO HCIOJIB3YIOT 60TOB B CRM, COKpamaoT BpeMs 06paboTKH 3apocoB Ha 60-80% U IOBBINIAIOT yAOBIETBOPEHHOCTh KJIMEHTOB Ha 25-35%.

Tunsr 0oToB B CRM-3K0cucreme

1. Buyrpennue po6orsi (Backend Automation)
3to HEeBUJMMBbIE /Ul KJIMEHTAa aBTOMAaTH3UPOBaHHbIE IIPOLECCHI, KOTOPbIE pa60Ta}0T BHYTPpHU CRM:

PoGoThI 06pa60T1m JAaHHBIX: - ABTOMaTHYeCKOe oGorameHHe KapTO4YeK KOHTAKTOB JAaHHBIMH M3 BHEINHUX HWCTOYHUKOB - HOpMa.TII/ISaLH/IH
TeIIe(I)OHHI)IX HOMEPOB U email-aapeCOB - Ynanenue HyGJIPIKaTOB u 06’beHI/IHeHI/Ie KapTo4uek - Hapcm—lr BXOOAINUX IIHCEM H HN3BJICUYECHUE

CTPYKTYPHPOBAHHBIX IAHHBIX

PoGOTHI GU3HEC-IOTUKM: - ABTOMATUYECKUI pacueT CKOPOB U OIEHKHU KauecCcTBa JINJO0B - Pacnpe,ueneHne JINAO0B II0 MEHE/PKEpaM 110 3a/JaHHbIM

IIpaBuiIam - KOHTpO]IL SLAu SCKa/TanyA IIPOCPOYECHHBIX 3a/1aY - ABTOMAaTHYECKOE NU3MEHEHNE CTaTyCOB CIAEJIOK Ha OCHOBE ﬂeﬁCTBHﬁ

PoGoTsl oTueTHOCTH: - EKe/HEeBHAS TeHepalys OTYETOB M OTIIpaBKa PyKOBOACTBY - Pacuer KPI menemkepoB u ¢GOpMUPOBAHUE PEHTUHIOB -

MOHHUTOPHHT aHOMAJIMI B BOPOHKE MPO/IaK - [I[POrHO3UPOBAHYE BBIIOJIHEHUS IUIAHOB
IIpumep HacTpoiiku poGora B Bitrix24:

Ycnosue 3amycka: CosfgaH HOBBIA JIUJL
evicTys 2

1. IlpoBeputb Tenedon uepe3 API HLR Lookup

2. Eciu tenecoH BammjeH - oGoraTuth JaHHbIMU u3 Telegram

3. PaccunraTh cKOp nMpa (MCTOYHMK X PErHOH X OHOJIKeT)
4. Ecim ckop > 70 - Ha3Ha4uTb Ha TOMN-—MEHe/Kepa
5. Ecim ckop 40-70 - B 06wyl ouepeib

6. Ecom ckop < 40 - oTnpaBuTh B nurturing-kammnaHuio

~

Cosjath 3ajauy MeHeKepy C [eANailHoM 15 MuHYT

(<)

OrnpaButh yBefomieHne B Telegram

2, Yar-60ThI /1A BHEIITHEH KOMMYHHUKAI[UH
BOTLI, KOTOpbI€ HAIPAMYIO B3aI/IMOZ[eI>'ICTBy}OT C KJIMEHTaMU 4epe3 pa3JInuYHbIe KaHaJIbl:

Borel kBatndukamum: - IlepBuuneiii c6op uHbopManuu o norpebHocTH kiaueHTa - Kpamuduxamua mo BANT (Budget, Authority, Need,

Timeline) - CermeHTaIMs 1 MapUIPYTU3AIHA Ha HY>KHOT'O CIEI[HAJIICTA - 3aIIUCh Ha BCTPEUy WJIH IeMOHCTPAIIUIO

Botsl moaaepxkkn: - Orersl Ha FAQ - ITouck nadopmanuu B 6a3e 3HaHMH - O6paboTKa THIIOBBIX 3alIPOCOB (cTaTyc 3akasa, 6anaHc, Tapudsl) -

C6op 06paTHOH CBA3U MOCJIE PeleH s IPOOIeMBbl

Borsl nmpoxgazk: - [IpoBefieHne KIHeHTa II0 BOPOHKe BBIOOpA IPOAYKTa - Pacuer crouMocTH U GOpPMHUDPOBAaHHE KOMMEDYECKHX IIPeIOKEHHH -

O6paboTka BO3paskeHUH 110 CKPUIITaM - AIICEJUT U KPOCC-CEeJII CYIeCTBYIOIIUM KITHEHTaM
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BoTtbl PpeakTuBanuum: - Pa6ora ¢ KJIM€HTaMHU, KOTOpbIEe JaBHO HE IIOKYIIaJIu - HepCOHaJII/I3I/Ip0BaHHbIe IIpeIVIOXKEeHNs Ha OCHOBE UCTOPUH - C60p

06paTHOﬁ CBA3HU O IIpUYHHAX yXxo/ja - BosBpameHue 6p0meHme KOpP3HH B e-commerce

3. 'mOpuasbie pemieHua (Human + AI)
Hawu6osee adbekTUBHBIN TOAX0 — COUETAHIE ABTOMATH3AINH U Y€JI0BEYECKOTO YIACTHA:

AccucreHT MeHezKepa: bor paboraer B HoHe, 0/ICKa3bIBas MeHeKepy: - Creayomuil siyamivii mar B czesike (Next Best Action) - Pucku cpsia
CZIeJIKHA HAa OCHOBE aHa/In3a KOMMYHUKAIIUU - IToxoskue yCrenrsble CAEJNIKU JJIA UCII0JIb30BAaHUA OIIbITA - ABTOMAaTHYECKNE HATOMHUHAHUS O Ba’KHBIX

Jlatax

IlnaBuas nepexava (Seamless Handoff): - Bor cobupaer KoHTeKCT U KBagudUIUpyeT 3amnpoc - IIpu HEeOOXOAMMOCTH IIepejaeT KUBOMY

omepartopy - Omeparop BUAUT BCIO HCTOPHIO 00IeHust ¢ 60toM - ITocste pemtenus 3aga4du 60T npogosskaer follow-up
IIpumep cieHapusA ruUGPUAHON paGoOTHI:

1. Kmuent mumwer B WhatsApp: "Xouy 3akaszaTb TopT"
2. bor: "3ppasctByiite! S nomory odopmuth 3akaz. Ha kakyio pmary?"
3. Kmenr: "Ha 15 mas, Ha 20 uesnoBek"
’
4. bor: "Ommuno! Y Hac ecTh 3 BapumaHTa..." [MOKa3bIBae€T KaTanor ]
5. Kmenr: "A MoxHO c ¢oToneuarpio? "
6. bor: "Koneuno! Ceiuac mepepgaM Bac KoHpgurepy Mapym"
[Co3pnaercsi cpenka B CRM, Ha3HAyaeTCsi OTBETCTBEHHbII |
7. Mapusi: "[oopbut genb! [a, cpenaem doronedars. I[Ipunumre dorto”
[Besi mepenmcka aBTomaTmyecku B CRM]
8. Ilocme ocopmienusi 3aka3a GOT aBTOMATHYECKH 3
- Ortnpasnsger NojTBEpKeHNE U CUET
- 3a 2 jiHd HANOMMHAeT O 3aKase

- Tlocne JAOCTaBKHU 3anpaimBacT OT3bIB

ILrardopMsbI A1 CO3AaHUA YAT-00TOB

1. Berpoennbie KOHCTPYKTOpbI CRM

Bitrix24 OTkpsIThIE JUHNH + POGOTHI: - BusyanbHblil KOHCTPYKTOp 6€3 Kozja - MHTrerpanus co Bcemu KaHaiamu (WhatsApp, Telegram, VK,

Instagram) - ABTOMaTHnueckoe COo31aHue JIN10B U CAEJIOK - OI‘paHI/I‘-IeHI/IeZ CJIO’KHBIE CLIeHapunu Tpe6y10'r IporpaMMHUPOBaHUA

amoCRM Salesbot: - IIpocroii KOHCTPYKTOP Ha Tpurrepax - Xopoio paboraer ¢ Digital Pipeline - UHTterpanus ¢ meccenkepamu yepes API -

Orpannuenue: 6a30Bast JIOTUKA, HET CJIOKHBIX YCIIOBUI

Salesforce Einstein Bots: - Al-powered 6otsl ¢ NLP - I'ity6okast unterpaius ¢ Salesforce skocucremoii - O6GyueHne Ha HCTOPUYECKHX JAHHBIX -

OrpaHquHHe: BBICOKAA CTOUMOCTbD, CJIO’KHOCTDH HaCTpOﬁKH

2. Cnenuaju3upoBaHHBIE IIATHOPMbI

Chatfuel / ManyChat: - Jluneps! ans Facebook Messenger u Instagram - BusyasibHbIH KOHCTPYKTOp, IIPOCTOTA HCIIOJIB30BAaHHSA - ['OTOBBIE

11abJI0HbI /U1 Pa3HBIX UHAYCTpHi - HTerparus ¢ CRM uepes Zapier mwiu API - Orpanudenue: npussaska k Meta-skocucreme

Senler (mns VK): - Cnenuanusarys Ha BKoHTakre - Pacchliku, aBTOBOPOHKH, 4ar-60ThI - MHTerpanus ¢ poccuiickumu CRM - OrpaHuveHue:

ToJIbKO VK

Botpress: - Open-source mwiatdopma - [ToHBII KOHTPOJIb HaJl KOZOM U JaHHBIMH - Ilofiep:xka MHOXKecTBa kKaHaIoB - NLU Ha 6a3e coOGCTBEHHBIX

MOHeJ'Ieﬁ - OFpaHI/I‘IeHI/IeI Tpe6yeT TEXHUYECKHNX HAaBbIKOB

3. KoHcTpykTOpSBI 111 pa3paGoTUNKOB

Telegram Bot API: - Camblii rubkuii mHCTpYMeHT /11 Telegram - IToJIHBIM KOHTPOJIb HAJ| JIOTUKO# - BecruiatHo u 6e3 orpanuuenwuii - Tpebyer

nporpammupoBanus (Python, Node.js, PHP)

‘WhatsApp Business API: - Oduruanbubiii API ot Meta - TpeGyer Beprudukaryu 6usteca - [natHas otiipaBka coobluenuii - HTerpamnust yepes

nposaiiziepos (Twilio, MessageBird)
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Rasa: - Open-source ¢peitMBopk i NLU - IToyHBIH KOHTPOJIb Haf AaHHBIMU - MamuHHOe obydeHue /I IIOHUMAaHUA HaMepeHHi - Tpebyer

CEPbEe3HbIX TEXHUYECKUX KOMHeTeHHI/Iﬁ

ApxurekTypa nHTerpanmuu 6ora c CRM

Mogeus 1: Bor BHyTpu CRM

Kmuenr - Meccenpkep » CRM Bot Engine - CRM basa paHHbIX
13

CRM BusHec-noruka
IIpeumymecrBa: - Be€ B ofHOII cucreMe - He Hy»Ha I0110JIHUTeIbHAA HHTeTpanus - Mcropusa nepenucku aBToMarudyecku B CRM

HepocraTkn: - OrpannveHHas GyHKIMOHATBHOCTD - IIpuBs3Ka k Bo3aMokHOCTAM CRM - C103kHO MacmTabupoBaTth

Mogesib 2: BHenHu# 6OT ¢ HHTEerparuei

Kmuenr - Meccenpkep - Bor-nmargopma - API - CRM
{
CobcTBeHHas oruka
13

Buemmne cepsucsl (AL, Analytics)
IIpeumymecTBa: - MakcumasibHast THOKOCTh - MoskHO ucnoss3oBaTh Al u NLP - HezaBucumoe MacimrabupoBaHie

HepocraTku: - CJ10:KHOCTh HHTerpanuu - Hy>KHO CHHXPOHU3UPOBATH JAHHBIE - JIOTIOJIHUTE IbHbIE 3aTPAThl HA HUHPPACTPYKTYPY

Mopaeas 3: OpkecrpaTop (pekoMeHayeMasn)

Kmenr - Meccenpkep - LleHTpanbHeli opkectpatop - CRM
13 13
Bor-aBkok Bremnne API
{ 13

AI/NLP cepBuCh AnaniTHKa
IIpumep Ha 6ase n8n:
1. Webhook npuHnMaer coob1ieHust OT BceX KaHAIOB
2. n8n ompeieJIsSIeT TUII 3AIPOCA U MaPUIPYTU3UPYET
3. IIpocTele 3a1IpOCHl — MIAGIOHHBIE OTBETHI
4. Cnoxuble 3aripocsl — Claude API jist ananuza
5. Bee netictBus sorupyiorest B CRM

6. COSHa}OTCﬂ 3a/avy v CAEJIKY I10 TpUrrepam

CueHapnn HCIIOJIb30BaHUA OOTOB B PAa3HBIX OTPAC/TIAX

B2C E-commerce
Cuenapuii 1: IlomontHuK BpIGOpa TOBapa

Bxopnoit 3ampoc: "Xouy KynuTh HOYTOYK"

1. Yrounser norpe6HocTb: "[lnst paboThl, yuebbl mmm urp? "

2. Ksamuduupyer Gropker: "Kakoit GrojpkeT Bbl IulaHupyere? "

3. @opmupyer mojgboOpKy: [3 Jydmmx BapuaHTa]

4. Ob6paGatbBaeT BozpakeHms: "Yem oTimdaercs mofenb A or B?"

5. Odopmnser 3aka3 WM NepeaeT KOHCYILTaHTY
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B CRM:

- Cosjaercst Mjl C 3aIOJHEHHBIMU TOJISIMK

- ®uxcupyloTcsi NpenouTeHns KJMeHTa

- Ecmm He Kymun cpasy — yxomuT B nurturing

[ PeTapreTm{r Ha TIPOCMOTPEHHBIE TOBAPbI
Cuenapuii 2: O6pa6oTKa BO3BPaTOB

Kmuenr: "Xouy BepHyTb TOBap"

Bor:

1. Wpentucdpmmypyer Kmuenta (Tesnecon/email)

2. 3arpyxkaeT HCTOpMIO 3aKa30B M3 CRM

3. BbrcHseT npuumHy BO3BpaTa

4. TIlIposepsier ycnoBusi BO3Bpara (CPOKM, COCTOSIHHE)

5. Ecmn nopgxopur — ocopmisierT 3asiBKy

6. Ecim Her — mpejuiaraet anbTepHATHBBI (OOMEH, PEMOHT)

7. Cospaer TukeT B CRM C NpHOPUTETOM

B CRM:

- ABromarmyeckasl 3ajjaua JIOTUCTHKE
— YBeJloMIIeHUE MEHeJKepa

- BosBpar pesepBupyeTCst Ha CKIajie

- Knuenry ornpapnsiercss Tpek-HOMEp

B2B npoaaxu
Cuenapuii 3: KBamndukanusa BXoAAUUX JUAOB

JIup 3anomuun chopmy Ha caitre

Bor uepes WhatsApp/Telegram:

1. "3ppasctsyiite! Ilomyunmnm Bamry 3asBKy Ha [Ipogykr]"
2. "PacckaxkuTe nogpobHee o 3ajaye” - 3anucbiBaeT B CRM
3. "Ckonbko 4esnoBek B KomaHje?" - BANT

4. "Korjga mnanmpyerte BHefpenue?" - Timeline

5. "Kro mpuHMMaeT pemieHue o mokynke?" - Authority

Jloruka pacrpesiesienusi :
- Ckop > 80 + Oromker > $10K - ropsudil JIj — TOIN-MEHELKepy
- Ckop 50-80 - Témwbll Uy - B OOLLyI0 Ouepeib

- Ckop < 50 - xomogHelii » B email-nurturing

B CRM:

— Jlug oGoramEH KBanuUKaMOHHBIMI JIAHHBIMHI
— ABTOMATHYECKHM DPAcCUUTaH NPUOPUTET

- Cospana 3afaya C Je[IAiHOM

— MeHejpkep nosyyaeT MOJNHbIA KOHTEKCT
CueHnapuii 4: PeakTuBanus KJINMEeHTOB

Kmenr ne ToKymnmaJx 6 MECSUEB

Bor B WhatsApp:

1. "Ipuser, [Wms]! [aBHo He Bujeiuch. Kak pena ¢ [mpouwibni mpoekr]? "
2. Ecim orBetun - mepejaya MEHEKEPY C KOHTEKCTOM

3. Ecim we ortBetMnm - uyepe3 3 JIHS LEHHOE NpEJIOXKEHHe

4. Ecim wHTEpeC ecTh - MepcoHanbHas CKujka / GOHyc
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B CRM:

[ Cel'MeHTaLll/[ﬂ HEAKTUBHBLIX KJIMEHTOB
- ABTOMaTHYECKUI 3amyCK peakTUuBalu
[ (I)MKCalIVIﬂ TIpUYMH  yXoaa

- A/B TecTHpOBaHHE COOGIICHMIT

Yciayru u cepBuc
CueHapuii 5: 3anuch Ha ycIyry

Kmuenr: "Xouy 3ammcaTbcsi Ha CTPIHKKY"

Bor:

1. "K komy xorure 3anucatbcsi?" - CIMCOK MacTepoB + PENTHHIT
2. "BoiGepute ynoGHOe Bpemsi" - KajleHJapb CBOOOJHBIX CIIOTOB
3. "Ioprepiure: 15 mast B 14:00 y Amnbl" - YES/NO

4. "3Bammcan! 3a vac HamoMHIO" - cozmanue coObiTMs B CRM

3a yac [0 3amucu:
— ABTOMaTHUYECKOE HAINlOMUHAHWE
— Eciu KiMeHT He NOATBEpK[aeT — 3BOHOK aJIMUHMCTPATOpa

- Ecmmu oTmeHsieT = cJIOT OCBOOOXJAeTCsl, TNpEANaraeTcs ApyruMm

Tocne ycmyrum:
- Cobop oOpaTHOI1 CBsI3U
- Tlporpamma nostibHOCTH

— Ilpepnoxenue creyromenn 3amucu

TexHUYECKHE aCIIEeKThI pa3padoTKu 00TOB

1. Natural Language Understanding (NLU)
COBpeMeHHbIe 6GOTHI JAOJIKHBI IIOHUMAaThb €CTECTBEHHBIHN A3BIK, a HE TOJIbKO KOMaH/bI.
PacnoznaBanue Hamepenuii (Intents):

O6yyatoume pasbl s HamepeHus " Y3HaTh LeHy' :
- CKombKO cTOMT?

- Kakas nena?

- llena Ha mpogykT

- Bo ckonbko 060iIETCs?

- Yro no peHbram?

BOT JAOJKEH MOHATH BCE€ 9TH BapualM KakK OJHO HaMEPEHHE .
W3sBiaeuenne cyuHocreii (Entities):

Ppaza: "Xouy 3aKazaTh NUIIYy Maprapurta OONbLIyIO Ha 3aBTpa B 18:00"

Entities:

— Ilpomykr: "muuma maprapura"

Pasmep: "Gombmas"

- [Jara: "3aBTpa"

- Bpems: "18:00"

Uncrpyments aiusa NLU: - Dialogflow (Google) — ormimunbiii 6ananc mpocrorsl u Momuoctu - LUIS (Microsoft) — xopomio paboraer ¢

Azure sxocucremoii - Rasa NLU — open-source, mosHbiii KoHTposib - Claude API — ucriosib3oBanue LLM 711 MOHMMAaHHSA KOHTEKCTA
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2. Yupasiaenue quajiorom (Dialog Management)
Koneunsie aromarsl (FSM):

Cocrosinust 60oTa juisi OhOpMIICHUsT 3aKa3a:

START - WELCOME - ASK_PRODUCT - ASK QUANTITY - ASK DELIVERY - CONFIRM - END
13
HELP (J0CTyNeH W3 JIF0G0r0 COCTOSHMS )
13

CANCEL (BbIXOJI M3 Mpolecca)
KoHTeKkCcTHbBIE II€epEeMEHHbIE:

context = {
user_id: "12345",
conversation_id: "conv_789",
current_state: "ASK_DELIVERY",
collected data: {
product: "Hoyrbyk ASUS",
quantity: 1,
delivery address: null // emg He coGpamn
i

history: [/* mpeapigyupe cooOuienust */ ]

3. Uurerpamusa ¢ CRM uepe3 API
IIpumep Ha Python (paGora c amoCRM):

import requests

class AmoCRMBot:
def _ init_(self, domain, access_token):
self.base_url = f"https://{domain}.amocrm.ru/api/v4"
self.headers = {
"Authorization": f"Bearer {access_token}",

"Content-Type": "application/json"

def create lead from chat(self, message, user_data):
"""Coszmaém Jmg u3 coobOmienus yara" "

lead_data = {
"name": f"Jlug u3 {user_data[ 'channel']} - {user_data['username']}",
"price": 0,

"custom fields_values": [

{
"field id": 123456, # ID kacromHoro nons "Hcrounuk"
"values": [{"value": user_data[ 'channel']}]

T

{
"field id": 123457, # ID nons "Ilepeoe cooGuieHne"
"values": [{"value": message}]

}

1s
"_embedded": {

"contacts": [self.get_or_ create contact(user_data)]
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response = requests.post(
f"{self.base_url}/leads",
headers=self.headers,

json=[lead_data]

return response.json()

def add_note(self, lead_id, note_text):
"""JlobaBnsieM mnpuUMeuyaHue (HUCTOpuio Tepermcku) """
note_data = {
"entity_id": lead_id,
"entity type": "leads",
"note_type": "common",

"params": {"text": note_ text}

requests.post(
f"{self.base_url}/leads/notes",
headers=self.headers,
json=[note_data]
)
IIpumep Ha Node.js (Bitrix24):

const axios = require('axios');

class Bitrix24Bot {
constructor (webhookUrl) {

this.webhookUrl = webhookUrl;

async createlLead(chatMessage, userData) {
const leadData = {
fields: {
TITLE: ~Jlug w3 ${userData.messenger} - S${userData.name}”,
NAME: userData.name,
PHONE: [{ VALUE: userData.phone, VALUE_TYPE: "WORK" }],
SOURCE_ID: this.getSourceld(userData.messenger),
COMMENTS: chatMessage,

ASSIGNED_BY ID: await this.getResponsibleUser(userData)

const response = await axios.post(
“${this.webhookUrl}/crm.lead.add.json",

leadData

return response.data.result;

async addChatHistory(leadId, messages) {
// JloGaBnsieM BCIO MCTOPHMIO TEPeNiCKH Kak TaiiMIaitH

const timeline = messages.map(msg =>
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“[${msg.timestamp}] ${msg.from}: ${msg.text}"

).join('\n');

await axios.post(
“${this.webhookUrl}/crm.timeline.comment.add.json",
{
fields: {
ENTITY ID: leadId,
ENTITY TYPE: 'lead’,

COMMENT: timeline

MeTtpuku 3¢ PeKTHBHOCTH GOTOB

1. OnepanuoOHHbIE METPUKH
JIOCTYITHOCTH ¥ CTA0MJIBHOCTH: - Uptime 6ota (11e716: > 99.5%) - CpezHee Bpemsi oTBeta (I1e1b: < 2 CeKyH/bI) - IIponeHT omubok (11es1b: < 1%)

Bosiaeuénnocrsn: - CTR (Click-Through Rate) na kHomkax - IIpoleHT 3aBepIIEHHBIX JUAIOrOB - Cpe/iHee KOJIMYeCTBO COOOINEHN B {HAIOTe -

Retention rate (Bo3Bpar 1mosib3oBaresieii)

2. buznec-meTpuku

KonBepcusn: - Conversion rate ua auasora B iz (1esb: > 40%) - Conversion rate u3 Jmzaa B ciesKy (3aBUCHT OT otpaciu) - CpeiHee BpeMs OT

I1epBoro COOOIIEHHUS IO CO3/IAaHUSI CIETKHA

KauectBo /naoB: - [IponenT kpanudunupoBanubix augoB (MQL) - CoorercrBue ICP (Ideal Customer Profile) - Ckop sumoB ot 60Ta vs. JpyTux

HUCTOYHUKOB

dxoHoMuKa: - Cost per lead (CPL) uepe3 6ora - CAC (Customer Acquisition Cost) - ROI = ([loxoz ot sinioB 60ta - 3aTpatsl Ha 60Ta) / 3aTpaTsl

3. MeTpuKkHu KayecTBa [UAIora

ITounmanmue: - [IPOLEHT YCIENHO Paclo3HaHHbIX HaMepeHu# (uesb: > 85%) - Yacrora cpabareiBanus fallback-cuenapues - NLU Confidence

Score (cpenHuii)

YnosiaerBopéHHoctsh: - CSAT (Customer Satisfaction Score) - NPS mocsie Bzaumozeiicteust ¢ 60Tom - IIpOIEHT [0J1b30BaTe e, 3alPOCHUBIINX

omeparopa - Sentiment Analysis nepenucku
IIpumep paméopaa:

Jawm6opa acdexkTuBHOCTH GOTa

OIIEPALIMOHHBIE TIOKA3ATEIIN :
- Uptime: 99.8%
- Cpepnee Bpemst oTBeTa: 1.2 cek

- OOGpaborano auanoroB 3a Mmecsi: 3,450

BU3HEC-IIOKA3ATEIIN :

- Cospano nupoB: 1,240 (36% conversion)
- Kpamdpummposanneix: 890 (72% MQL rate)
- 3akpbiTo cpenok: 120 (13.5% close rate)
- Cpepumii uek: $450

- Jloxop or Gora: $54,000

- 3Barparbl Ha Gora: $2,500/Mecsy
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- ROI: 2,060%

KAYECTBO:
- NLU accuracy: 89%
- CSAT: 4.2/5

- Ilepepano omeparopy: 18%

TUIMYHbIE OIINOKH IIpA BHECAPCHUN 00TOB

Omu6ka 1: ITonbITKa aBTOMAaTU3UPOBATH BCE
IIpoGaema: KomnaHus co3ziaét cI0’KHOTO 60Ta, KOTOPBIH MBITAETCS PENIUTh aOCOIOTHO Bee 3a/1a4i. B uTore GOT IJI0XO CIPABJISETCS CO BCEM.

Pemenue: HaunHaliTe ¢ aBTOMATU3a1MU 1-2 IPOCTHIX, HO YaCThIX crieHapues: - Oteersl Ha FAQ (70% 3anpocos) - KBanudukanust au10B (mpocrast

aHKeTa) - 3aIKCh HA BCTpeuy

3aTeM MoCTerneHHo pacmupaﬁTe beHK]_lI/IOHaJ'II)HOCTb Ha OCHOBE peaJIbHbIX JaHHBIX.

Ommnoka 2: Bor He MPU3HAET CBOUX OrpaHUYEHUN
IIpo6GJiema: BoT mbITa€TCs OTBETUTD HA CJIOKHBIN BOIIPOC, AET HENPABUIBHYIO HH(DOPMAIIHIO, KJTHEHT He/JOBOJIEH.
Pemrenue: HacrpoiiTe 4éTKre rpaHUIIBI KOMITETEHITUH:

Bor JAOJIDKEH TOBOPUTD ¢
— "Dror Bompoc nyume obcyauTh co cnempanuctom. Ilepepato Bac Mapum"
.

- "5 moka He ymel0 3TO fenaTh, HO MOTYy..."

- "He coscem momstn Bompoc. Moxkere nepedopmyampoBaTh uimi Haxkmure ' Oneparop' "

He noskeH :
— IlpupymbIBaTh OTBETHI
— HrHopupoBaTh HEMOHSITHbIE 3arpoChl

[ SaL[VIKI"/IBaTLCﬂ Ha OJHOM CLEHapuu

Omuo6ka 3: OTcyrcTrBHE IEPCOHATU3 AU
IIpoGaema: Bot o61iaeTcs co BCEMH OJITHAKOBO, HE YUUTHIBAsA KOHTEKCT KJIMEHTA.
Pemenmue: Vcrnomnpayiite ganubie 3 CRM:

HoBbli1 KmeHT :

"3ppasctByiite! S Gor kommammm X. Yem Mmory momoun?"

TTOCTOSIHHBIN KIIMEHT

"Ilpuser, Mpan! Pag cHoBa Bac BujieTb. B mpouwbii pa3 Bbl 3akasblBamy [NpofgykT]. XoTHTe MOBTOPUTH MM YTO-TO HOBOe? "

VIP-KI/IMEHT 3

"3ppasctByiite, MBan! Cefiuac mepefjaM Bac BalieMy NepCOHANbHOMY MeHemkepy Mapumn"

Omuoka 4: Iliioxasa narerpanua ¢ CRM
IIpoG.aema: /lannble u3 60Ta He nonanaoT B CRM Wiiu [oalaloT B XaOTUYHOM Bujie. MeHe ke He BUUT KOHTEKCTA.
Pemenmne: [Ipoaymaiite CTpyKTypy JaHHBIX:

Munnmvanenas uHpopmaysi B CRM:

1. MHcrouynmk (KaHanm + Ha3BaHue Oora)

2. [Ilonuas mcTopusi Nepenucku (B XPOHONOIMH )

3. CTpyKTypupOBaHHbIE JlaHHble (MMs, TeledoH, NOTPeGHOCTD)
4. Ckop/npuopurer nmja

5. Next action pana meHegkepa
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®opmar npumeuanus B CRM:

===== JIJUAJIOI' C BOTOM =====
Kanan: WhatsApp

Hata: 15.05.2024 14:35

KBamacukauusi: Topsumii g (ckop: 85)

[14:35] Kmmenrt: Xouy 3aka3ath TOpPT
[14:35] Bor: Ha xakyiro pary?

[14:36] Kmment: Ha 20 mast, na 30 yesnoBek

NEXT ACTION:

TMo3BoHNTh B TeueHMe 15 MHUHYT, YTOUHHTL JM3aiH TOPTa M O(OPMUTH 3aKa3

Ommuo6ka 5: UrHopupoBanue A/B TectrupoBaHusa
IIpoGsema: BoT 3amylieH ¢ OHUM CIieHapyueM, 1 HUKTO He IIPOBepsAeT, MOKHO JI yJIy4IIUTh KOHBEPCHIO.
Pemenue: I[TocToAHHO TecTUpPyHTE:

A/B TecTbl Juisi GOTOB:

IIpuseTcTBue :
A: "3ppasctByitre! Yem mory nomoun?"

B: "Ilpuer! Pacckakure o Bauieil 3ajade, u s mopbepy peiienue"

Bompocsr :
A: "Kakoil y Bac Orompker?" (mpsiMoil Bompoc)

B: "Kakoit juanazon Bac unrepecyer? Jlo 50K / 50-100K / 100K+" (BapuaHThl)
CTA:
A: "3Bamucarh Bac Ha KOHCYJbTaiuio? "

B: "Xoture oGCyaUTh feTaqu co chenpanucToM? 3ammily Ha ygoOHoe Bpems'

W3mepstiiTe KOHBEPCHIO U BHEJpSITE MOOEUTENs «

Roadmap BHeapenus 6ora B CRM

dtam 1: UcciienoBaHue U IVIaHUPOBaHUE (2 HeJeIn)

3agauun: 1. [IpoaHaIM3UPYHTE TEKYIIHeE MPOIEecchl - Kakue 3ampochl MOBTOPSIOTCs yaiie Bcero? - CKOJIBKO BPEMEHH TPATAT MEHEKEephI Ha

pyTuHy? - I'le camble y3KHe MecTa B BODOHKe?

-

. Onpezenure Quick Wins

2. YTO aBTOMATU3UPOBATh B IIEPBYIO OUEPENH?
3. Kakas 3a7jaua jact MakcuMasbHbIi addexT?
4. Beibepure matdopmy

5. Berpoennsiit 60T CRM wiiv BHEITHUN?

o

Kakwue kaHaIbI KDUTHYHBI?

Hyxen siu NLU mu 10CTaTOMHO KHOIIOK?

©

. CripoekTupyiite clieHapuu

9. Hapucyiite flow-cxemsl uanoros

10. IIpoaymatite fallback-cuenapuu
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11. Onpegenure KPI ycnexa

dran 2: MVP (2-3 Hexean)
3agaun: 1. Cozzalite IpOCTEHIITYIO BEPCHIO - 1-2 6a30BbIX crieHapus - MUHUMYM KHOIIOK U BADUAHTOB - BhIcTpast mepesaya onepaTopy

1. Hacrpoiite unrerpanuto ¢ CRM
2. Co3aHue JINJI0B

3. CoxpaHeHHe IepenHcKu
4. YBeZIOMJIEHUS MeHe/XKepaM
5. IIpoTtecTupyiitTe BHYTPH KOMAH/IbI

6. Bce MeHe/1KepBI I0JIKHBI II0IIPO60BATH
7. CobpaTh 06paTHYIO CBA3b

8. McnpaBUTh KDUTUYHBIE Garu

IAran 3: ITmwror (1 mecsAr)
3amauu: 1. 3amycTuTe Ha OTPAHUYEHHON ayAUTOPUH - 10-20% Tpacduka - W oxus kaHas (Hampumep, Tosibko Telegram)

1. AKTUBHO MOHUTODBTE
2. ExXeZTHEBHBIN aHAJIN3 UAJIOTOB

3. Kakue Bompochl 60T He MOHUMAaeT?
4. I'ie 1o1p30BaTENH YXOAAT?
5. BeicTphle uTepanun

6. VcnipaBJisiiiTe mpo6IeMbl KyK/YIO HE/IEI0
7. Jlob6aBisiite HoBble (hpasbl B NLU

8. Ynyumaiire UX

dtamn 4: MacmrrabupoBanue (ongoing)

3a/1aq1/l: 1. PackaTka Ha Bcio AyAUTOPHIO 2. HOﬁaB)’IeHI/Ie HOBBIX CIIEHAPHEB 3. I/IHTeI'paIII/IH C JIOIOJTHUTEJIbHBIMU CUCTEMAMU 4. HUcnonpzoBanme Al

JUIA YIIyYIIE€HUsSI OTBETOB

HNHCTpYMEHTBHI U CEPBUCHI

JiAa co3paHua 00TOB:

Be3 kopga: - Chatfuel — s FB/Instagram - ManyChat — myist FB/Instagram/WhatsApp - Landbot — BusyasibHBII KOHCTPYKTOP - Botpress — open-

source, BHSya]ILHLIfI penaxTop

C xogom: - Python + python-telegram-bot / aiogram - Node.js + telegraf / node-telegram-bot-api - PHP + TelegramBotSDK

s NLU:
« Dialogflow (Google)
« LUIS (Microsoft)
« Rasa NLU (open-source)
« Wit.ai (Meta, 6ecriiatao)

o Claude API (151 CJIOKHBIX 3AIIPOCOB)

JI1a aHAJIUTUKH

o Chatbase — cnenuanus3upoBaHHast aHAJIUTUKA OOTOB
« Dashbot — ananuruxa + A/B Tectst

« Botanalytics — MeTpuKH 1 HHCAUTHI
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« CoGcrBennbiit gambops B CRM

3akJaroyeHue

Po6oTe! 11 4aT-60THI — 3TO HE 3aMeHa YeJIOBEKY, a ero ycuieHue. [IpaBiIbHO HaCTPOEHHbIE OOTHI:
1. OCBOGOK/AAI0T BpeMsl MEHEIKEPOB — OT PYTUHHBIX 33/1a4 K CJIOKHBIM IPOJaskaM
2. YiIyq1naroT KJIMEeHTCKHH OIBIT — MTHOBEHHbIE OTBETHI 24/7
3. YBeJIMYUBAIOT KOHBEPCHUIO — ObICTpast KBaIM(DUKAIMS U MapUIPYTH3aIHs
4. CoOHparoT JaHHbIE — KaXK/IbIH {UAJIOT = HHCANUTBI /11t Gu3Heca
5. MacmrraGupyIoTcs — OiuH GOT MOKET 00CIIYKUTD THICSIH KIIMEHTOB

I1aBHOE NPAaBUJIO: HAaYMHAWTE C MAaJoro, TECTUpyHTe, yiayumiaiite. He mpITaliTech C€O3/1aTh HAEAIBHOTO 00OTa € MEPBOM IOMBITKH.

ABTOMaTHU3UPYHTE 110 OZTHOMY ITPOIIECCY, U3MEPSIITE Pe3yJIbTaT, MacIITabUPyHTe YCIIEIIHOe.

B wiepyromem ypoke Mbl pazbepém aBroMaTH3anuio MapkeruHra yepes CRM: Kak HacTpouTh email-kamnanum, cermenranuio, lead nurturing u

PpEeTapreTuHr — BCE Ha aBTOIHJIOTE.

I's1aBa 17. ABromaTusanusa MmapketuHra uepe3 CRM

BBeaenmue

Hpe}lCTaBbTe MAapKETUHTOBYIO CUCTEMY, KOTOpasd aBTOMATUYECKHU CErMEHTHDPYET ayJUTOPHUIO, OTIIPAaBJIAET IIEePCOHATIN3UPOBAHHBIE COO6H_[eHI/I${ B
Hy)KHI;IfI MOMEHT, IIPOrpeBaeT XOJIOAHbBIX JIN/IOB 10 TOTOBHOCTH K IIOKYIIKE, BO3BpalllaeT 6p0HIEHHI)Ie KOP3UHBI U PEAKTUBUPYET YIIeAINNX KJIUNCHTOB

— BCE 9T0 paboTaeT KPyryiocyTouHO 6e3 Balero yqactusa. ITo He paHTACTHKA, TO aBTOMAaTH3aus MapKeTrHra yepe3 CRM.

B stom ypoke Mbl pa3bepéMm, kak npesparuTb CRM u3 6a3pl KOHTAKTOB B IIOJIHOLIEHHYIO MapKeTHHIOBYIO IIaTdopMmy, KOTopas reHepupyeT
Mpojlakk Ha aBTommiioTe. Bbl y3Haere o trigger-based mapkerunre, lead nurturing, cermenranuu, email-aBromMaTuzanuu W WHTETPALUU C

PeKJIaMHBIMHU I1aTOPMaAMU.

ITo manubiM Forrester Research, KOMIIaHUHU, MCIIOJIB3YIOLIME MAPKETHHIOBYI0 aBTOMATU3AIMIO, YBEJIMYUBAIOT KOHBEPCHIO JIUJIOB B KJIMEHTOB HA

53%, a I0XO/ HA O/THOTO KiIneHTa — Ha 34%. IIpu atom croumocts npusiedenus kinenta (CAC) cHmkaercs Ha 12-15%.

KOHIICHIII/IH MapKeTHHI‘OBOﬁ aBTOMaTHU3anMnMn

Yro rakoe Marketing Automation

MapKeTI/IHI‘OBaﬂ ABTOMATHU3AlMA — 3TO MCIIOJIb30OBaAHUE HpOI‘paMMHOI‘O O6eCHe‘-IeHI/I$[ JUI aBTOMATU3aluu HOBTOPHIOH_U/IXCH MapKeTI/IHI‘OBI)IX 3aza4d.
KitroueBoe ¢J10BO 3/1€Ch — "TTOBTOPSIONIUXCS
Ecau BBl KaKABIH pa3 BPY4YHYIO OTIPaBjfgeTe IHCbMO HOBOMY IOANMCYUKY, BPYYHYIO CerMEHTHpyeTe 0a3y JUIA KaKJOH DPACCBIIKU, BPYYHYIO
HAIIOMUHAETe 0 OPOIIEHHOH KOP3HHe — BBl TPATUTE OTPOMHOE KOJIYECTBO BPEMEHH Ha PYTHHY.
OcHOBHbBIE€ KOMIIOHEHTHI:

1. TpurrepsI — cOOBITUs, KOTOPBIE 3aIYCKAIOT aBTOMATHYECKHUE JIEUCTBHS

2. CermMeHTAIUA — JieJIeHIe ayIUTOPUY Ha IPYIIIBI II0 XaPAKTEPUCTUKAM

3. llepcoHau3anusa — a[ANTANNs COOOIEHUH MO/ KAXK/[OTO [TOJIyJIaTesIs

4. Multi-channel noaxoa — pa6oTa uepes HecKoJIbKO KaHayIoB (email, SMS, MecceH/Kepbl, peKIama)

5. AHAJIMTUKAa — n3MepeHne 3OGEeKTHBHOCTH ¥ ONITUMU3AITNA

Pazauna me:xay CRM-MapKeTHHIOM U KJIaCCUYECKON PEeKJIaMOi

Kiaccuueckasn pexsama: - [llupokast ayauropus, Hu3Kast nepconanuzanus - OnHocTropoHHee coobieHue - CI10:kHO u3Meputh 3 HEKTUBHOCTS -

Bricokas cTOUMOCTh KacaHUA - XOJ'IOZ[HaS{ ayauTOpUs
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CRM-MapKeTHHT: - Y3Kas, CECTMeHTHPOBAaHHAsA ayUTOpU - [lepcoHan3upoBaHHbIe COOOIIEHNs Ha OCHOBE JaHHBIX - Tounas aTpubyius u ROI -

Huskas croumocTsb (y Bac yke ecTb KOHTAKThI) - Témias/ropsayas aynuropus (JIIOAU yKe B3aUMO/IeHCTBOBAIU ¢ OPEHZIOM)
IIpumep:

Knaccnyeckas peksama:
Bannep B Instagram: "Ckupka 20% Ha Bce ToBapbl!"
Aymuropusi: 100,000 mokazoB - 500 ximkoB - 10 MOKYyHMOK

CPO (Cost Per Order): $50

CRM~-MapKeTHHT &

Email KiueHTam, KOTOpble 3 Mecslla Ha3aJ| MOKYMamM JIETCKYIO OJIEXIy :

"Ilpuser, Mapusi! Bama pgouka CoHst BbIpocia? Y Hac HOBasi KOIUIEKUMs Ha CIE[yIOLMil pasmep + mpoMokopg GROW20"
Aymuropusi: 500 mucem - 200 orTkpbiTHII - 80 mepexofoB - 25 MOKYIOK

CPO: $2

CEI'MEHTaIII/IH: OCHOBa aBTOMaTHN3aAIlMH

HO‘IeMy CerMeHTaluda KpUuTU4YHa

OTHpaBJIHTL OVHAKOBOE COOGIIICHPIE BCEM KOHTaKTaM B 0aze — 9TO Kak CTpesIATh U3 NIYIIKU II0 BOpO6I>$IM. Hepe]’IeBaHTHLIe COO6IIIeHI/IH

UTHOPUPYIOTCSA, Pa3JpakaloT IoJIydaTesIed U yOHBAIOT PEyTalllio OTIPABUTEIA.

Campaign Monitor mokasbpIBaeT: cerMEHTHPOBAHHbIE KAMIIAHUN IPHHOCAT Ha 760% 6OJIbIIIE T0X0/1, Ye€M OOIIHe PACCHIIKHI.

OCHOBHBIE TUITBI CerMmeHTanuu

1. [lemorpaduueckas cerMmeHTAIUA

Jlesenre 1o 6a30BBIM XapaKTepUCTUKaM: - Bo3pact - ITos - Mecto »KuTesbcTBa (rOpoji, peruoH, crpana) - A3bik - JlosmkHOCTh (11 B2B) - Pazmep

xoMmmauu (11 B2B)
IIpuMep BCIOIb30BaHUA:

OHuafiH-1IKONA aHITIMICKOrO SI3bIKA

Cermenr: MockBa, BospacT 25-35, J[O/DKHOCTb ‘MeHemxkep"

Coobienne: " AHMIMIICKMIT IS KapbepHOrO pocTa. 3aHsTHs B yJOOHOe BpeMsi mocie padoTbl”

Cerment: Permonbi, Bo3pact 40-55, mnpemnpuHuMaTeIn
Coobmenne: "Awurmmiickuii s 6usHeca. IleperoBopel, jenoBasi mepenucka, HETBOPKHMHT"
2, IToBegeHYeCcKasa cerMeHTaI A

I[enel—me Ha OCHOBE Z[eﬁcTBHﬁ: - Yro IIOKyTIasI - Kaxkue CTpaHUIBI IPpOCMATPpUBAJI - Kakue nucbma OTKpBIBAJ - Kak uvacro nocemaer caiit - Ha kakom

3Tarne BOPOHKU HAXOAUTCS
IIpumep:

E-commerce:

Cermenr: IIpocmorpen kareroputo "HoyrGyku", no0aBu1 B KOP3MHY, HE Ky
- Email yepe3 2 wyaca: "Bbl 3a0bui TOBap B KOp3MHE + NPOMOKOJl Ha CKHUAKY 5%"
- Email uepe3 24 waca: "DTOT HOyTOyK ceffyac co ckujkoir 10%"

- Email uyepe3 72 waca: "[locnegumit maunc! Ckupka 15% wucrekaer cerojs"

Cermenr: Kymun urposyro MbIlb
- Email uepe3 Hepemo: "Kak Bam Mbimub? OcTaBbTe OT3bIB M IOJNyunTe OOHYC"

- Email uepe3 Mecsu: "Bam MoxeT NOHpaBUThCsi: WrpoBasi KiaBuaTypa (25% mokymareseil Mbiueir Gepyr) "

3. Ilcuxorpadguyeckas cermeHTanuA
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JlesieHre TI0 MHTEpPecaM, [EHHOCTSM, CTHJIIO JKU3HH: - FIHTepechl U x066u - LleHHOCTH (3KOJIOTHSA, 3/10pOBBE, craryc) - CTHIIb JKU3HU - BosieBble

TOYKHU
IIpumep:

PurHeC-KITYO :

Cermenr: HMurepec K Jiore, LEHHOCTb 'BHYTPEHHsISI FapMOHMs"

Coo0ueHue : "Hora anst GanmadHca Tena v aymm. IIpoGHoe 3ansitue"

Cermenr: HMurepec K KpoccuTy, UEHHOCTb "AOCTIXKEHMs "

Coo6menne: "Cranbre cuibHee! 30—/IHEBHbIA YesIeHIXK "

4. RFM-cermeHTanus

AHanu3 KJIMeHTOB IIo TpéM napamerpaM: - Recency — naBHocTb HocieHel nokynku - Frequency — yacrora nokynok - Monetary — cymma

MIOKYTIOK
CermMeHTHI:

Champions (R=5, F=5, M=5):
TlokynaroT 4YacTo, HEJaBHO M MHOIO

- DKCKIIO3MBHbIC MPEJIOKEHUs, MPOrpamMma JosibHOCTH VIP

Loyal Customers (R=4-5, F=4-5, M=3-5):
Perynsipupie  nmokynaTemni

- HepCOHaJlel:Ie PEKOMEHal ,, KpOCC—CeJlT

Potential Loyalists (R=4-5, F=1-3, M=1-3):
HepaBHo kynumu, HO Mano

- Produ ct education, BTOpoOil 3aKa3 CO CKHJKOI

At Risk (R=1-2, F=4-5, M=4-5):
Panbiie TNOoKynajli MHOIo, HO [JaBHO HE BO3BpalllaIiCh

- PCaKTI/lBaIIl/IOHHI)Ie KaMIaHW1 C TEPCOHATBHBIMU TIPEIOKEHUAMU

Lost (R=1, F=1-2, M=1-2):
Kynum opuH pa3 faBHO, Gounblie HE NPUXOANIH

- Onpoc mpuumH, win-back kammnanum

5. CerMeHTaN M MO 3Tally BOPOHKHI
PazHble cOOOIIEeHNA /17T PA3HBIX 9TAIIOB:

Awareness (OcBeOMIEHHOCTD ) &
Konrakr: Ckavan JIuji—Mar{aT
Bapaua: Ilokasath aKcrepTusy

Konrenr: OGpasoBatesibHble CTaThi, KEHChl, BEOGUHAPBI

Consideration (Paccmorpenne) :
Konrakr: IIpocmarpuBan Tapubl, CpaBHMBAT C KOHKYPEHTAaMH
Bapaua: IlokasaTh NpeMMyILECTBA

Konrenr: CpapHUTENbHbIE TaGJMIbI, OT3bIBbI KIMEHTOB, [EMO
Decision (Peuenue) :

Konrakr: 3‘dl'lpOCl/IJI KOMMEPYECKOE MNPEIJIOKEHNE

3Bagaua: 3aKkpbITh Ha MOKYMKY

Konrenr: HCPCOH&HLHOC TIPEJITIOKEHNE , OrpaHUYCHHAs aKnusi, KOHCYJIbTaluus

Retention (Ypepxanue) :
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KoHTakT: AKTUBHBI KJIMEHT
Bajava: Yseauuuts LTV

Konrenr: Ancemn, kpocc—cemn, oOyuyeHHME MPOJYKTY

Advocacy (ApBokaiys) :
KonTakT: JlosNbHBIN KINEHT
Bapaua: IlpeBpaTuth B ambaccagopa

Konrenr: PecbepasnibHasi nporpamMma, 3anpoc OT3bIBOB, MNPUIVIALICHUE B KOMBIOHUTU

Kaxk cozpaBarh cermeHnThl B CRM
B Bitrix24:

Hactpoiiku » CRM - @uIbTpbl M CErMEHTbI

Cosparb cermenT "lopsune mmael MockBa" &
- T'opox = Mocksa

- Cragusa = Ksammduuyposan

- Brompxker > 100,000

- [Jara nociejHero KoHTakta < 7 [Heil

CO3J]ZlTb JAUHAMHUYECKYIO TpyNIy KOHTAaKTOB — HCIOJbL30BaTh B PACCBUIKaxX
B amoCRM:

CRM - Jlugpl - Punerp

Tpumenntsb UILTPBI 2
— Hcrounnk = KoOHTeKCTHas pekiama
- Teru copmepxar "3amHTepecoBaH"

- OrtBercTBennbll = VIBaHOB

CoxpanuTb (UIbTp - MCHONb30BaTh B Digital Pipeline
B HubSpot:

Contacts - Lists - Create list - Active list

Kpurepnn :
- Contact property: Lifecycle stage = Lead
- Contact activity: Email opened = any of [Campaign X]

- Contact property: Last activity date < 30 days

COXpaHV[TL - CNHUCOK OOHOBJISIETCS ABTOMATHYECKU

Email-aBromarusamusa

Tumbl aBTOMAaTHUYECKUX email-kammanwin

1. Welcome-cepus
HepBLIe IIUChMa I10CJI€ ITOAIINCKH WU PETUCTPAllu — KPUTHYECKU Ba*KHBI. 50% OTKpLITPIfI IIPOUCXOUT B IIEPBbIE 24 4gaca.
Kiaccuueckas welcome-cepus (3-5 nmucem):

Email 1 (cpa3y mocne NOAMMCKH) :

Tema: "JloGpo mnoxkanosath! Bor Bam Gomyc "
Copepskanye :

— BunaropapHocTh 3a nopmucky

— OGeu@aHHbll NI-MarHuT (4Y4eK—JIMCT, Taiif], TPOMOKOJ)
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- Yro 0XKUAaTh OT PACCHUIKU

— IlpusbiB mopmucarbcsi Ha COLCETH

Email 2 (uepe3 2 fHA):

Tema: "Hama wmcTopust M Kak Mbl TOMOXeEM BaM"
Copepxanme :

- Story Openpa, Muccust

— I'naBHas npoGiema KJMEHTOB, KOTOPYIO pellaeTe
- Kak paGoraer npopykr/yciyra

[ OTBbIB/KeﬁC KJIMEHTa

Email 3 (uepe3 5 pHeit) :

Tema: "3 cmoco6a HayaTh pabory c [IIpomykr]"
Copepxanme :

— O0630p BO3MOXKHOCTEIl MpPOJYKTa

— HMHerpykuuu no Hauyainy paGoThbl

- FAQ

- CTA: 3a0poHMpoBaTh JeMO / HauaTh OECIVIATHBIN TecT

Email 4 (uepe3 9 pmeit):

Tema: "BoT 4YTO roOBOPST HALIM KIMEHTHI"
Copepskanye :

- 3-5 OT3bIBOB KJIMEHTOB

- Bujeo-or3bIBbI (€ciu ecTb)

- Jlorotunsr KPYIHBIX KIIMEHTOB

— CTA: nNpHUCOEIMHUTBLCS K HHUM

Email 5 (uepe3 14 jmeir) :

Tema: "CrneunmanbHoe NpEAJIOKEHHE TOJBKO i Bac"
Copepskanye :

— DKCKJIIO3MBHAsI CKHMAKA /I HOBBIX MOJIMCYNKOB

- Orpannyenne mo BpemeHn (48 uacoB)

- Yro TepsioT, €ciM He BOCMONb3YIOTCS

- Spkas CTA-KHONKa

2, Lead Nurturing (Ilporpes Jinaos)

JIuzsl pefKo MOKYHAloT cpasy. MM Hy»HO BpeMs, YTOOBI U3YUHUTh IPOAYKT, CPABHUTD, IPUHATE pelreHue. Nurturing-kaMmaHuy "BBIPANIUBAIOT"

JIUJIBI 710 TOTOBHOCTH.
IIpumep uia B2B SaaS (IiukJI caesIku 3-6 Mecsien):

Hepenst 1: OO6pa3oBatesbHbIl KOHTEHT
- "5 ommbok npu BbiGOpe CRM-cucTembl"

— "Yek-ymcT mepeji BHeApeHuem"

Hepenst 2: Pemenne npo6iem
- "Kak Mbl MOMOIIM KOMIaHMM X YBENIWUMTh Npofjaxkn Ha 40%"

- Keiic-cragu ¢ KOHKpeTHbIMH 1cppamu

Hepensi 3: JleMoHcTpauus npofykTa
"Bujeo: kak paboraerT aBromMarusauus B Haweir CRM"

— Ilpurnamenne Ha e>KeHeJleNbHbI BeOMHAP
Hepens 4: CoupanbHoe J0Ka3aTesbCTBO

"200+ KoMmaHMil yXe MCHOIb3YIOT Hamry CRM"

- Ilopdopka oT3bIBOB
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Hepensi 6: Ilpeojionenue BO3pakeHMii
- "Ilouemy wuHTerpauusi 3ailMET Bcero 2 Hejenan"

— "CpaBHeHne ¢ [KOHKYPEHT]: 4YeCTHbI aHamm3"

Hepenst 8: Msrkuit npusbis

- "TI'oToBbl mompoGoBaTb? 14 pHeil GecrumaTHo"

Hepenst 12: Ilpsamoe npejioxeHue

- "JHagaitre ob6cynuM Bam npoekT? 30 MUHYT KOHCYJbTauum"
Aanranmysa no noBeAeHUI0:

Ecn OTKpbIT NMMCBMO TIPO MHTErpauuu - crefyrouiee npo API M TeXHMYECKHE BO3MOXKHOCTH
Eciu knmkHyn Ha Kkeilc - ew 2 Kefica M3 TOM K€ WHIYCTPUU
Ecnu ckauyan npaiic = nUCbMO € NPEUIOXKEHUEM NEPCOHATIBHON CKUAKU

Ecim He OTKpbIBaeT 3 muchbMa MOAPSJ - W3MEHUTbL TeMy, opMar umu naysy

3. Abandoned Cart (bponieHHast KOp3HMHA)
80% KOP3WH B e-COMMerce 0CTAalTCsA GPOIIEHHBIMU. ABTOMAaTHYECKas CEPUs BO3BPAIAeT 10-30% U3 HUX.
Kiaccuueckas cepus U3 3 mucem:

Email 1 (uepe3 1 wac):

Tema: "Bbl 3a0bum 4TO-TO B KOp3uHe .-, "
Copepxanme :

- HamomyHanue o ToBapax ¢ hOTO M ILEHAMH
- "3Basepumre 3aKa3 3a 2 MHHYTbI"

- CTA: "BepHyTbhcsi K Kop3uHe"

Ckmjika: HeT (ewg paHo)

Email 2 (uepe3 24 waca):

Tema: "Bamm ToBapbl Bc& em@ XjyT Bac + mopapok "
Copepxanme :

— ToBapbl U3 KOp3MHbI

- CouuanbHoe J10Ka3aTelbeTBO: "N 4YeloBeK KyMWIM 3TO CerofHs"

[ Hpeouoneﬂne Bu3pa>|<eum7[: GecruiaTHast AOCTABKa, TrapaHTHUs BO3BpaTa
- CTA: "3abpartb co ckujgkoit 5%"

Ckuika: 5-10% wmiam OGecruiaTHasl JoOCTaBKa

Email 3 (uepe3 72 waca):

Tema: "Iocnepumit miaHc! Bama ckujgka 15% ucTeKaeT ceropHs'
Copepskanye :

— ToBapbl U3 KOp3MHBI

— Jennaitn: "Yepe3 6 uacoB cKujka McyesHeT"

- Jeduuur: "Ocranock Toneko 3 WT. Ha ckiage"

- CTA: "Kymute ceituac"

Ckuka: 15-20%

Ba:kHo:

o OrmpasiisiiTe TOJIBKO T€M, KTO Z00ABHUII TOBAPbI, HO HEe 0pOPMUT 3aKa3
o Hckiounte Tex, KTo yke Kyt (cuaxponusarus ¢ CRM obsi3arespHa)

o TecrupyiiTe TAUMUHT: JIsl HEKOTOPBIX HIUII JIy4lile paboTaer 3-6-24 yaca, JIs PYTUX 1-3-7 JHel

4. Post-Purchase (Ilocsie mokymKm)
Pa6oTa ¢ KJIMEeHTOM TOC/IE MIPOIAXKH TaK e BaXKHa, KaK U MPUBJICUEHHE.

CepI/m AJIA e-commerce:
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Email 1 (cpa3y nocne 3akasa) :

Tema: "Bawm 3aka3 #12345 mHOATBEpKAEH "
- [Heramu 3akaza

- Tpek-HOMep [IOCTABKH

- KoHTakThI TNOAAEPAKKN

Email 2 (JieHb JIOCTABKH) :

Tema: "Bam 3aka3 jgocraBnen! Kak Bam?"
"Becé mu B mopsjke? "

— HHCTpyKIpmsi Mo MCNOJb30BAHUIO (€CIIM HYKHO )

— CTA: "OcTaBUTb OT3bIB M MOIY4UTH GOHYC"

Email 3 (uepe3 7 pHeit):

Tema: "Kak Bam [IIpomykr]? Ilopemurech BheuatneHusMim"
- 3ampoc or3biBa

— Bonyc 3a 0oT3bIB (6a/ibl, NPOMOKOJ)

- FAQ 1o wuCnojb30BaHUIO

Email 4 (uepe3 30 jHeit) :

Tema: "Bam MoXeT MOHpaBUThCS"

- Kpocc—cenn: comyTcTByrOlIEe TOBApbI

- "80% nokymareneil [ToBap A] Takxke Oepyr [ToBap B]"

— IlepcoHanbHbIN TTPOMOKOJ

Email 5 (uepe3 90 pHeit) :
Tema: "Ilopa nomonHWTh 3amachi? " (/IS PACXOJIHMKOB)
wm

"HoBuHKM B Kareropun [Ha3Bauue]" (/7151 OJAMHOYHBIX TOBApOB)

5. Re-engagement (PeaxkTuBanmus)
KireHTbI, KOTOPbIE IaBHO HE B3aMMO/IEHCTBOBAIN ¢ OPEH/IOM, HYKAAI0TCS B CIIEIIMATBHOM HO/IXOIE.
‘Win-back cepus:

Email 1 (mocne 60 pHeil Ge3 aKTHBHOCTH) :
Tema: "Mbl ckywyaem mo Bam, [Mma]!"

— JIErkuit, JApy>KeMOOHbIA TOH

- "JaBHo He Bupemuch. Bcé Xopomo? "

| KpaTKOe HaNOMMHAHUE O TNPEUMYIECTBAX GPCHH,H

- CTA: "IlocmoTpeTh HOBHHKH"

Email 2 (uepe3 7 fHeil, eCIM HE OTKPbUI) :

Tema: "Yro mbl jenaeM He Tak? [lomormre Ham craTh Jsyuine"
- Omnpoc: noyemy mnepectany NOKyNaTh

- 3-4 BapmaHTa OTBETa + OTKPBITHII BONpPOC

- Tloompenne 3a ydacTue (MPOMOKOJ)

Email 3 (uepe3 14 jmeir) :

Tema: "IlocregHee MUCBMO: SKCKJIO3MBHAS CKUKa 25% TOJBKO Jisi Bac"
— IlepconanbHoe npejokeHue

- Boubluas ckupka (0Goubliie, 4eM OObIYHO flaére)

- Orpannyenne no Bpemenn (48 uacoB)

- "Ecmmu He XOTHTE NOMyyaTh MHUCbMA — OTMHIIMTECH"

Email 4 (ecim He OTIWCANCs, HO HE BEPHYJICS) :

Ilepemectuts B cermeHT "XoJomHble" - OTNPABIATH TOJNBKO MajoOr-aHOHCHI (1-2 pa3a B rof)
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IMepconanusamusa email

IlepcoHayM3MpPOBaHHbIE MUCHMA IIOKA3BIBAIOT HA 26% 0G0JIblIle OTKPhIBAEMOCTD U Ha 41% Bbie CTR.

YPOBHPI nmepcoHa/In3anuumn:

Yposens 0: be3 mepconamsanmmi

"3ppascrByiiTe! Y Hac akuys Ha Bce TOBapbl"

Yposeun 1: Hms

"3npascTByiite, MBan! Y Hac akuus Ha Bce TOBapbl"

Yposenb 2: Mms + cermeHt

"3ppasctByiite, MBan! CneupanbHo [uisi KIMEHTOB W3 MOCKBbI — aKius Ha JIOCTaBKYy "

Yposerb 3: Mms + ucTopHsi NOKYNOK

"MBan, Bbl mokynaau HOyTOyk ASUS. BoT uexibl, KOTOpble K HeMy MOAXOsT"

YpoBerb 4: Mwmsi + moBeieHHe + peKOMEHALMN

"WBaH, BBl NPOCMATPUBAIIA WIPOBbIE MOHMTOPbI. BoT 3 Mmomenn B Bamem OGiomkere ($300-400), KOTOpble MAEATHLHO COYETAIOTCS C BAIIMM HOYTOYKOM"

Yposenp 5: IlonHas nepcoHammsauust

"MBan, npoweén mecsu ¢ NOKynku HoyrOyka. Kax neuarnenmss? KcraTi, Mbl 3aMeTWIM, YTO Bbl MHTEPECOBAJIMCH

JAMHAMWYECKUN KOHTEHT:
OpuH 1mabJIoH MUCbMA, HO COIEPIKUMOE MEHSIETCSI B 3aBUCHMOCTH OT IIOJIyYaTe s :

Bnok "Pekomenmamym" :
- Ecmm xyman peTckyio ofiexiay - TOKa3aTh [IETCKHE TOBApBI
- Ecmu xyman cnoprroBapbl - IMOKa3aTh (PUTHEC—aKCECCyaphbl

- Ecmn myxunmna 30-40 jieT - 1OKa3aTb TajKeThbl

Buok " Akuusi" s
- Ecnu VIP-kiMeHT - SKCKIIO3MBHas cKujaka 30%
— Ecmmu HOBBII KimMeHT - welcome-6onyc 15%

- Ecmu paBHO He mokyman - win-back npeanoxenne 25%
Bnok "CTA":

- Ecmu B2B - "3anpocurb pemo"

- Ecom B2C - "Kynuth ceityac”

HNucrpyMmeHnThl email-aBromarusanmmu

MEXaHUYECKUMHU KJIaBUATYPaAMU « Bor Ton-3 s

Berpoennsie B CRM: - Bitrix24 — ects email-mapkerusr, Ho 6a30BbIil (orpannveHus mo gusaiiHy u aHanutuke) - HubSpot — omimanbiii

BCTPOeHHBIM mHCTpyMeHT, workflows, A/B tecrsl - Salesforce (Pardot / Marketing Cloud) — enterprise-ypoBeHb, O4€Hb MOIIHBIN, HO

CJIOYKHBIN

CrnenuasmsupoBanusie mwiargopmer: - Mailchimp — momyssipHbIif, TpocToi, Xopommmii yisi crapra (70 500 KOHTAaKTOB O€CIIaTHO) -

SendPulse — poccuiickuii anasor, email + SMS + meccenmkeps! - Unisender — Hanéxubiii, momysspes 8 PO/CHI - GetResponse — MOIIHBIH,

C aBTOBOPOHKaMH U Be6I/IHapaMH - ActiveCampaign — OZJVUH U3 JIyYIINX JJIA aBTOMaTUu3anuu, HO HOpOI‘Oﬁ

Enterprise pemenusn: - Marketo — tornosas mwiardopma /uist kpynHoro 6usteca - Eloqua (Oracle) — s cioxabpix B2B-mporeccos

Mertpuku email-MmapkeTuHra
baszoBbie MeTpUKH:

Open Rate (OTKpbIBaeMOCTb)
@opmyna: (Otkpeitusi / Jloctapneno) x 100%
Hopma: 15-25% pgms B2C, 20-30% jms B2B

Yro BmuseT: TeMa niacbMa, WMSA OTHNPaBUTENIA , )]eHb/BPeMﬂ OTIHPaBKHN
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CTR (Click-Through Rate):
@opmyna: (Kmukn / JlocraBneno) x 100%
Hopma: 2-5%

Yro BmMsieT: PENeBAHTHOCTh KOHTeHTa, CTA, mu3ailH

Conversion Rate (KomBepcus):
®opmyna: (Lenesble peitctBust / [ocraBneno) x 100%
Hopma: 1-3% pna xomopHoit 6a3bl, 5-15% Jis CErMEHTUPOBAHHBIX KaMIAHMI

Yro BamsieT: KavyecTBO JMA0B, oddep, JNeHAUHT

Unsubscribe Rate (Ornuckn) :
@opmyna: (Ormucku / JloctaBneHo) x 100%
Hopma: < 0.5%

Ecoun > 1% — npobGnema ¢ KOHTEHTOM WM 4YacTOTOM

Bounce Rate (Hepocrasnenusie) :
Hard bounce (He cylecTByIOIe ajipeca): yAalsaTh U3 0a3bl
Soft bounce (BpemeHHble NpPOGIEMbI): MOBTOPUTH TO3XKeE

Hopma: < 2%
IIpoaBUHYTHIE METPUKH:

Email ROI:
Gopmymna: ([doxom or email - 3arpare) / 3arparel X 100%

Cpenanit ROI email-mapkernnra: 3600% (DMA, 2020)

Engagement Over Time:
Kak MeHsieTcsi BOBIEUEHHOCTb IOJIIMCUMKA CO BPEMEHEM

I'pacuik: aKTUBHOCTH (OTKPBITUS, KJIMKM) MO OCH BPEMEHU

Revenue Per Email:
dopmyna: Jloxonx or kammannn / KoimdecTBO OTNpaBIEHHBIX

Ilo3BonsieT CpaBHMBAThH 3Cl)Cl)eKTl/IBHOCTl: Pa3HbIX CETMEHTOB

List Growth Rate:
@opmyna: (Hoeeie mopgmucku - Ormucku) / Beero konraktoB x 100%

3jopoBasi 6aza pacTET MMHMMYM Ha 2-5% B Mecsl

SMS u MmecceH/I:Kepbl B aBTOMaTU3aIluN

SMS-MmapkeTuHr
SMS uMeeT OTKpBIBaeMOCTb 98% (IpoTHB 20% y email) 1 unTaeTcs B cpefjHeM 3a 3 MUHYTEL Ho OH OpOKe U UMeeT XKECTKUe OTPAaHIYEeHU.
Koraa ucmoas3sosats SMS:

« TpaHzakIMOHHbIE COOOIIEHNUs (KO/bI IOATBEPIK/IEHNUSI, CTATyChI 3aKa3a)
« CpouHble yBeIOMJIEHHSI (JOCTaBKA CETOZIHsI, BCTPEUa Yepes3 uac)

« Koporkue akiuu ¢ geyaiinom (24 gaca)

o HamoMuHaHHA O 3aMIUCH HA YCIIYTy

o Kpuruyeckue coobrenus (oriara He Ipoluia)

IIpumeps! aBTOMaTHYecKuX SMS:

IMocne ocpopmnennst 3akaza:

"Baka3 #12345 mnpunar. [docraBum 3aBtpa K 18:00. Orciemurh: bit.ly/xxx"
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3a 1 4yac O JIOCTaBKH:

"Bam 3aka3 B mytu! Kypwep npuGymer uepes 60 muuyt. KonrakT: +7 900 123 45 67"

3a 1 feHb 70 3amucH:

"Hanmomunaem: 3aBTpa B 15:00 KoHcymbTamysi ¢ BpauoM MBanoBoii. Kimnnka na ynm. Jlemmna 10. ITopreeppure: da.ru/x"

Bpomennast Kop3una (uepe3 3 uaca) :

"Bbl 3a0bum Nike Air B kopsuse. Ckujka 10% cerojus: CART10. Kymure: shop.ru/cart”

BaxHo: - [Tonyuaiite siBHOe corsiacrie Ha SMS (GDPR, 3aKoH 0 mepcoHaIbHBIX AaHHBIX) - He 370ymorpebisiite: 1-2 SMS B HeJ[e/I10 MAaKCHMyM -

Bcerzia ykaspiBaiiTe nMs 6peHzia B Hauasle - JlaBaiite IpOCTOi cr1ocob OTHHCATHCS

WhatsApp, Telegram, Viber

MecceH/pKephl — 30J10TasI cepennHa Mex/y email u SMS: BbIcOKast OTKPBIBA€MOCTb, rich-konTeHT (hoT0, BUI€0, KHOIKY), HU3KAsi CTOMMOCTb.
‘WhatsApp Business API:

OdunmanpHbIi KaHa /171 Ou3Heca ¢ aBToMaruzanueil. Tpebyer Bepudukanuu u paboraer yepes nposaiiiepos (Twilio, MessageBird).

Apromaruzanysi B WhatsApp:

1. Quick Replies (bBbicTpble oTBeTbI) :
Kmuenr: "I'ne moi 3akaz? "

Bor: "Bam 3aka3 #12345 B mytu. IlpuGbrtne: 15 masi, 14:00-18:00"

2. Interactive Messages:

Bor: "BoiGepure Kareropmio Topapa: "
[KHonka: DnekTpoHnKa ]

[KHonka: Opexpa]

[Kuonka: Jlom u caj]

3. Order Updates:
"Bam 3aka3 cobpaH um oTnpaBieH. Tpek-Homep: RU123456789

Orcnemuth:  [cebuikal "

4. Appointment Reminders:
"3aprpa B 10:00 y Bac BM3UT K CTOMATOJOTY .
Appec: yn. Ilymkuna 12

ToprBeppurh: [da] [Ilepenectn]"
Telegram:
BeciaTHO, JIerko aBTOMaTHU3UPOBaTh Yepe3 Bot API, HeT orpaHHUY€eHHI HA PACCHLIKU (HO €CTh ATHKA).

Apromarizanysi B Telegram:

1. YBegomieHus O 3akasze uyepe3 Oora:
"@ Bamw sakas #12345 MOJITBEPXK/IEH
W Cocras: [crWCOK TOBapoB ]

#e [HocraBka: 15 masi, 14:00-18:00
& Cymma: 4 500 P

Orcnepurh: /track 12345"

2. Pacchuikm 1o cerMeHTam:

Bce, KTO MOKymajq KHHIM B JKaHpe (DaHTAacTHKA:
"¥ Hosunka! Bblmia HOBas KHura ot asropa [X]
IlepBbie 50 3aka30B co ckujkon 20%

3akasatb: /order_book_123"
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3. PeakrtuBaumsi:

"Tpuser! JIaBHO He BUJETUCH <)

Mbl yayymmnu cepBuc M J00ABUIN HOBbIE TOBApbI
Jepxxu npomokop BACK20 Ha CKHAKY

Karanor: /catalog"

HNuTerpanua MecceHaxkxepos ¢ CRM
Bce coobienus omkHbL onazats B CRM, yTo6bI MeHeKep BU/IeN IOJTHYI0 HCTOPHI0 KOMMYHHKAIIAU.

Yepe3 HATUBHBbIE HHTErpamum: - Bitrix24 — Otkpsiteie smaun (WhatsApp, Telegram, VK, Instagram) - amoCRM — Digital Pipeline

(nmozkitoueHue MecceH/pkepoB) - HubSpot — Conversations (Facebook Messenger, WhatsApp uepe3 napTHEPOB)

Yepe3 nuHTErpanioHHpIe mwiar@opmser: - Zapier / Make / n8n — cosdzmanue suos B CRM npu nostyueHuu coobienust - Twilio — WhatsApp

API + webhooks 8 CRM - SendPulse — mysibTHKaHaIbHASA aBTOMATH3ANMs ¢ nHTerparueit CRM

Peraprerunr u Lookalike uepe3z CRM

Facebook / Instagram Custom Audiences
Barpyaiite cimcku KouTakToB u3 CRM B Facebook Ads /i1s1 co3janvsi KaCTOMHBIX ayJUTOPHIA.
IIpumepsI ayAuTOpHIi:

1. Bce KIMEHTHI (Is1 MCKIIOYEHMs] M3 XOJNOJHOTO TpachuKka) :
Okcnopt 13 CRM: Bce KOHTakThl co cTtatycoM "Kiment"
- 3arpy3ka B FB - Cosganne Custom Audience

- Hckmoyenne u3 PEKJIaMbl HOBBIX KIIMEHTOB (3KOHOMVI${ 6]0]])KCT3.)

2. Kumenrtsl ¢ Bbicokum LTV (juisi Lookalike):
DKCIOPT: KJIMEeHTbI, KOTOpble Kymuid > 3 pa3 mad Ha cymmy > $1000

- Lookalike 1-3% - Peknama Ha NOXOXHX JHOfEi

3. BpocuBume KOp3uHy ([l peTapreTmHra) :
OKCnopT: 00aBUIM B KOP3UHY, HO HE KYyIHIN

- Peknama ¢ HamomuHaHuMeM + TIPOMOKOJ

4. JlaBHO He MOKymamyM (peakTUBauus) :
DKCropT: MOCJe[HsIs MOKyNnKa > 6 MecslueB Hasaj

- Pexknmama ¢ win-back mnpepnoxennem

Google Customer Match
Aunasiornunas texunosorus st Google Ads (Search, YouTube, Gmail, Display).

Use case: B2B koMmmaHus

1. DOkcnopr u3 CRM: Jmjbl, KOTOpble CKayajy Mpaiic, HO He KyNUIu
2. 3Barpy3ka B Google Ads - Customer Match
3. Iloka3 pekjiambl:

- B noucke Google mno OpeHJOBBIM 3anmpocaM KOHKYPEHTOB

- B YouTube c¢ BueO-O0T3bIBAMH KJIMEHTOB

- B Gmail c mepcoHanbHBIM TIPETOKEHHEM

JIuHAaMU4YeCKHIl peTapreTHHT
TToka3s HepCOHaJIHSHpOBaHHOﬁ PpexsIaMbl Ha OCHOBE JaHHBIX U3 CRM u IIOBEJICHUA.

IIpumep /1s e-commerce:
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Kmuenr:
1. IIpocmorpen HoyT6yk ASUS 3a $800
2. JloGaBun B KOp3UHY

3. He xymun

ABTOMATH3ALWS ¢

1. CoGbite B CRM: "BpormeHHas Kop3uHa'

N

Webhook B Facebook Pixel - co3jgaHMe KaCTOMHOI ayJ{UTOPUM
3. JluHamuyeckas pekjama:

- Tloka3sbiBaeTcsi MMEHHO TOT HOYTOYK, KOTOPBI CMOTpel

- + "Ckugka 10% o KoHua Hememm"

- + "Becnmarnas mocraBka"

4. Kmmk - aBTOMaTH4ecKu TPUMEHACTCS TPOMOKO]|

(6]

IMokynka - coObiTHe B CRM - MCKIIOUYCHHE W3 ayIUTOPUN PETapreTHHra

Lead Scoring u aBToMaTHuYecKasa MapIIpyTU3aIus

Cucrema CKOpHMHTa
He Bce sin/ibl OIMHAKOBO IeHHBI. CKOPUHT IIOMOTaeT IPUOPUTU3UPOBATH PAOOTY MEHEKEPOB.
Moaesib CKOPHHTa:

Jemorpacuyeckue JaHHbIE :

- Kommamusi > 100 corpyauukoB: +15 6anos

- JlomkHocth "pupektop" / "CEO": +20 GamioB

- JIIIP (muo, npuHEMaiolee pelleHue): +25 6amioB

- Permon: Mocksa +10, CIIb +8, peruonsl +5

ToBepenueckue hakTopbI:

- Otkpei1 email: +2 Gana

- Knuknyn no cceiike B email: +5 Gammos
- Ilocetun crpanmuy c newamm: +10 Gamnos
- Ckavan mpaiic: +15 6anoB

- 3Bampocun gemo: +30 Gamnos

— Ilocerun caiir 3+ pa3 3a Hepemo: +10 Gasnos

Hcrounnk :

- Pexomenpaiust kimenta: +20 GamioB
— Oprannveckuii monck: +10 Gamios
- KonrekcTHasi peknama: +5 6annos

- CoumanbHple cetn: +3 OGamia

B3aumoyieiicTBie ¢ KOHTEHTOM 3
— Ilpocmotrpen keiic: +8 Oamnos
- Ilpountan Texuuueckuii raii: +12 Oannos

- VYwyactBoBanm B BeOuHape: +20 GamioB

HeraTusuble akTopbI :
- Becrmarhbii email (gmail, mail.ru): -5 GamwioB
- He ykaszan Tenedon: -10 Gamios

- He orBeuaer Ha nucbMa 2+ Hefenu: -15 GaioB
Krnaccudukanusa:

Topstumit iy (Hot): 80-100 Gamios

- MrHOBEHHO K TOM—-MEHEJKEPY
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- 3BOHOK B TeueHMe 15 MUHYT

- [lepcoHanbHOE TNpPEIOKEHUEe

Ténneiit nupg (Warm): 50-79 GamnoB
- B ouepens MeHemKepam
- KoHTakT B TedeHue 2 4acoB

- JlononHuTeNnbHas KBaIuUKaust

Xonopubnit g (Cold): 20-49 6Gamnos
- B nurturing-kamnauuio
- OOpa3oBaTebHbINT KOHTEHT 2-3 Mecsua

- [Ileprosmyeckasi MepeoleHka cKopa

Heueneroit (Unqualified): < 20 GamioB

- OTKa3 W JONroCpoYHbll nurturing (6-12 Mecsiues)

ABromarnueckasa mapmpyrusamnus (Lead Routing)
Ha ocHoge CKOpa U APYTruX KPUTEPUEB JIUJbl aBTOMAaTUYECKU PACIIPEAEIIAI0TCS 110 MEHEe[PKepaM.
TIpaBmIa MapIIPpyTH3AIUAM:

IIpapuno 1: Ilpuopurer no MCTOUHUKY
Ecmu ucrounnk = "Pekomenjauusi KiaueHTa"
- HasHauuTh MeHe[Kepy, KOTOpblii paboTanq C 3TUM KJIMEHTOM

- Ilpuopurer: Boicokmit

IlpaBuno 2: I'eorpadguueckoe pacrpepeneHue
Ecmn permon = "Mocksa"

- Menemkep MBanos umm IletpoB (mo ouepennm)
Ecmn peruon = "Caukr-IletepGypr"

- Menexep Cujiopos

Ecmu permon = ppyrue

- OO6uas ouepesb

Ipasuno 3: Ilo pa3mepy cpuenku

Ecmm Gropker > $50K

- Ton-menemkep (MBaHoB)

Ecmu Gropxker $10K-$50K

- CpeaHue MeHe/Kepbl (Kpyropasi ouepefb)
Ecmm Gropxker < $10K

— JIXyHMOp MeHeJlXKephbl

IIpaBuno 4: bBanancupoBKa Harpysku
Eciu y meHemkepa > 30 aKTUBHBIX JIMJOB
- Hasnauuth cnefyiolmemy B ouepesu
Ipasuno 5: IloBTOpHBIN I

Ecmn kontakT yxe 6bm1 B CRM

- HasHaunth TOMy 3Ke MeHe/pKepy, 4YTO paGoTal paHblie

A/B TecTupoBaHUEe B MapKeTUHIEe

ABTOMaTI/ISaL[I/IS{ 6e3 OIITUMHU3AUU — 3TO JA€HbI' HA BETEP. IlocrosiHHO TeCTprﬁTe u yﬂqual‘/’rre.
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Yro TecTupoBaTh B email

Tema nucbmaz:
A: "Ckmaka 20% Ha Bce ToBapbl"
B: "MBau, BOT Balla mnepcoHainbHas ckujgka 20%"

Mzmepsiem: Open Rate

Wwms ornpasurens
A: "Marasun X"
B: "Mapus u3 Marasuna X"

Nsmepsiem: Open Rate, posepue

Bpemst ormpasku :
A: Bropuuk, 10:00
B: Yersepr, 18:00

M3mepsem: Open Rate, CTR

CTA (mpu3bIB K JICHCTBUIO) 3
A: "Kymuth ceirgac”
B: "IlocmoTperh ToBaphl"

Mzmepsem: CTR, Conversion Rate

InuHa nucbMa:
A: Koporkoe (100 cimoB + KHomKa)
B: [munHoe (500 cnoB + Heckonbko CTA)

Wsmepsem: CTR, Conversion Rate

wzaiis s
A: TekcroBoe mucbMo (plain text)
B: HTML C KapTUHKaMu

Wsmepsiem: Engagement, Conversion

Tlepconanu3zanus
A: OOmpe pekoMeHgamn
B: PekoMeHauM Ha OCHOBE MCTOPHHM TMOKYIOK

Mzmepsiem: CTR, Revenue Per Email

Yro TECTUPOBATH B aBTOBOPOHKAaX

Taiimunr
A: Welcome-cepusi 1-3-7 pueit
B: Welcome-cepus 1-2-5-10 paneit

Mzmepsiem: Conversion Rate, Engagement

KomuuecTBo kacanmii:
A: 3 muchMa B BOPOHKE
B: 5 mnuceM B BOPOHKE

Nsmepsiem: Conversion Rate, Unsubscribe Rate

Odcpep :
A: Ckugka 10%
B: BecmuiatHas jocraBka

Msmepsiem: Conversion Rate, AOV (cpepHuii 4ek)

Tun KoHTeHTa:

A: OOGpasoBaTenbHbIl KOHTEHT - MNPOAAXa
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B: Cpa3y npojaxka

Usmepsiem: Conversion Rate, LTV

HNHcTtpymeHTHI 1151 A/B TecTtoB

« Berpoennbie B email-muiargopmsi: Mailchimp, SendPulse, GetResponse
* Google Optimize: 111 TecTHPOBAaHUA JIEHAUHIOB IIOCIIE KIIHKA
« Optimizely: npossunyToe A/B TecTUpOBaHUE U [TEPCOHATNUZALIUS

o VWO: BCE-B-OHOM /IJIsI ONTUMUBAIUNA

Ketic: [TostHast aBTOMAaTH3ANUA MAPKETHUHTA

,Z[aBaﬁTe IIOCMOTPHUM Ha pea}lebIﬁ ImpuMep KOMILIEKCHOH aBTOMaTU3aluu.
Komnanusa: OHIAIH-TIIKOJIA aHTJTUUCKOTO SI3bIKA SaAaqa: ABTOMaTPISI/IPOBaTb IIyTh OT 3asABKHU /10 IIOKYIIKH Kypca

ApxuTeKTypa:

1. JluporeHepaunus :
- Jlup-marmur: "BecmarHeni raifn: 100 mosiesHbIX (pa3 Ha AHTIIHIICKOM"
- ®opma Ha caiite » HubSpot CRM

- Facebook Lead Ads - aBromaruyeckuii ummnopr B CRM

2. Welcome-cepust (7 JHei) :
Heub 0: Taijg + welcome
Jenp 2: "Kak Mbl 00yuaem: MeTofonorus”
Jlenb 4: OT3bIBBI CTYAGHTOB + PpE3yJbTaThbl

Jenp 7: "BecmaTHblil NpoOHBLI ypok"

w

CKopuHI B peanbHOM BPEMEHHM :

- Orkpeut Bce mucbma: +20

- Kmuknyn na "IlpoGueni ypok": +30
- Iocerun crpanuuy ¢ uesamu: +25

- Ilpowén rtect ypoBHsi: +40

Ecim ckop > 70 - "Topstumit ymp"

IS

Mapuupytusamst :
Topstumii nuj - MOMEHTANbLHBI 3BOHOK METOIMCTA
Cpemnmit . » SMS: "Xorurte 3amucathCsi Ha MPOOHBIT ypok? bit.ly/xxx"

XoJIofHBIA M| — TPOJOJIKeHHe nurturing

5. IloBepeHuecKre TPUITEpbI:
- 3Bammcancs Ha npoOHBIA ypok - SMS 3a 2 wyaca: HANOMUHAHME
— IIpowén mpoGHblii ypok - Email wuepe3 2 wuaca: odep co ckuakoit 20%
- He xymun mocne npoGHoro - Email uepe3 24 uaca: OT3bIBbI + FAQ

- He xynunm uepes 72 waca - 3BOHOK MeHeKepa

o

Peraprerunr :
- Ilocmorpen ueHbl, HO He Kymun - Facebook Ads: OT3bIBbl CTYJECHTOB

- Bpocun kopsuHy - Instagram Ads: "Ckuaka 15% ncrekaer uepes 24 uaca"

7. Post-purchase:
- Kymun xypc - Welcome-cepus st CTyJeHTOB (oOyueHue mniatcopme )
- Yepez 1 mecsiy - "Kak ycnexu? [laBaitre oGcyaum mporpecc”

- Yepez 3 Mecsija - Amncemn: "['OTOBBI K cleflyrolieMy ypoBHIO? "
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8. PeakrtuBauusiz
- He Bxogun B mnargopmy 14 pueit » Email: "Mel ckywyaem! Bor morupaums"

- Kypc 3asepmién, HoBbli He Kymien - "CremmansHoe npepjoxenne 30%"

Pesyabrarbl: - Konsepcusa 3asBka — Ipozaxa: BbIpocia ¢ 8% /0 18% - BpeMsa 710 mepBoi MOKYIKH: COKPAaTUIOCh ¢ 21 AHA 70 9 AHel - CAC
(cToMMOCTb IPUBJIEUEHN): CHUBMWIACH HA 35% - LTV (moxKu3HeHHAas [IEHHOCTb KJIMEHTA): BBIPOcyIa Ha 42% - ROI MapkeTHHra: yBeJIUUUICS ¢ 230%

110 580%

3akJIroueHue

AsromaTuzanus mapkerusra yepe3 CRM — 5T0 He IPOCTO HHCTPYMEHT, 9TO cTparterds. [IpaBIIbHO HACTPOEHHAs ABTOMATH3AIU:
1. IKOHOMMUT BPEMA — PYTUHHBIE 33/]aUX BBIIIOJHIIOTCA ABTOMATHUECKH
2. IIoBbIIIAET KOHBEPCUIO — IIEPCOHATIM3UPOBAHHAS KOMMYHUKAIIHS B HY>KHBI MOMEHT
3. ¥YBesmuuBaer LTV — nurturing u nocrupojakHoe o6city>KuBaHue
4. CHnaxaet CAC — pabota ¢ cylecTByoIeil 6a30i fieliepie IPUBIeYeHN HOBbIX

5. Macmrabupyercs — O/(fH pa3 HaCTPOUJIH, paboTaeT 6ECKOHEYHO
IIomAaroBbIi IVIAH BHEAPEHUA:

1. AyAUT TEKYIIHMX MPOIECCOB — YTO MOXKHO aBTOMATH3UPOBATh?

2. HacTpoiika cerMeHTanuu — pasziesiute 6a3y Ha 3HAUUMbIe IPYIIITbL

3. Co3maHne KOHTEHTa — I10/ITOTOBbTE I1a0IOHBI THCEM, COOOIIEHUH

4. Hacrpoiika aBTOMaTH3aIMH — II0CTPOMTE BOPOHKHU, TPUTTEPHI

5. UHTerpanusa kaHaaoB — email, SMS, MecceH/IzKepbI, peKIamMa

6. TectupoBanue — A/B TecTsI Bcero

7. MOHUTOPUHT ¥ ONTHMHU3AIMA — AHAIN3 METPUK, [IOCTOSIHHOE YJIyUIlIeHHe

Hauwnnatite ¢ IIPOCTOTO: O/THA aBTOMaTHU4Ye€CKasd BOPOHKA, OIUH CErMEHT, OTUH KaHaJl. Korpa paﬁoTaeT — Macunaﬁnpyix’rre.

B cienyroniem ypoke Mbl pa3bepéM TOKyMeHTO060poT U mabaoHsl B CRM: Kak aBTOMaTH3UPOBATh CO3/JaHHE JIOTOBOPOB, CYETOB, KOMMEPUECKHX

HpeHJIO)KeHI/Iﬁ U IPYTUX NOKYMEHTOB, HHTETPUPOBATh 3JIEKTPOHHBIE IIOJAIINCH U YIIPABJIATH BEPCUAMHU.

I'maBa 18. JokymeHTO0O0OPOT U m1a6;10H6I B CRM

BBeaenue

CKOJIBKO BpEeMEHHU Ballli MEHe/PKEPHI TPATAT Ha CO3/[aHue IOKYMEHTOB? JIorOBOpbI, KOMMEPUECKHe IIPEJIOKEeHHs, cUeTa, aKThl, crenudukanum —
BCE 5TO HY)KHO CO3/1aBaTh I KaXKJOTO KJIMEHTA, 3aIOJHATh BPYYHYIO, OTIPABJIATH HA COIVIACOBAHME, cOOMpATh IOAIUCH, XPAaHUTh Bepcuu. 11o

CTaTUCTHKE, B CpPeHEeM OU3Hece Ha JOKyMEHTO060POT YXOUT 20-30% pabouero BpeMeHH .
’

CoBpemennbie CRM-CHCTEMBI TO3BOJISIIOT aBTOMATH3UPOBATH 3TH IIPOIECCHI /10 TAKOH CTEIEHH, YTO JOKYMEHT CO3/JaETCsl HaXKaTUeM OZ[HOU KHOTIKH,
ABTOMATHUYECKH 3AI0JIHAETCS JJAHHBIMH U3 KAPTOUKHU KJIHUEHTa, OTIIPABJISETCS HA MO/IIUCh, IIO/NICHIBAETCS 3JIEKTPOHHOM ITO/IIUCHI0 U COXPAHAETCS

B CRM — BCE 3a 2-3 MUHYTHI BMECTO 30-60 MUHYT PyIHOH pabOThI.

B 5TOM ypoke MbI pa3bepéM: Kak co3aBaTh MabI0HbI JJOKyMEHTOB, ABTOMATUYECKH 3aIIOJIHATD UX AaHHBIMU 13 CRM, HHTErpUpOBATh SIEKTPOHHbIE
nojnucu (DocuSign, PandaDoc), HactpanBaTh workflows 71 corsiacoBaHus, yIpaB/IsasTh BEPCUAMY U OPIraHU30BbIBATh KOPIOPATUBHOE XPAHUJIUILE

JOKYMEHTOB.

IIpo6s1eMbI TPAJUITHOHHOTO JOKYMEHTO000pOoTa

Tunuuubie 6011 Ou3HEca

1. PyuHoe 3amo/IHeH1Ee JOKYMEHTOB
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Memnepkep oTkpbiBaer mabsiaoH B Word, komupyer nanHble u3 CRM (HasBanue komnanuu, VTHH, KOHTaKTHOe JIMIO), BCTAaBJIAE€T B JIOKYMEHT,
ucnpasisier opMaTUpOBaHHe, MpOBepsieT Ha OmMOKH. Ha OfMH JOKyMEHT yXOAWT 15-30 MHUHYT. IIpu 10 cAejkax B JileHb — 3TO 5 YacoB

IIOTEPAHHOTO BpEMEHH.

OmuGKn IIpu KONIUPOBAaHUMU: - OneyaTku B Ha3BaHUU KoMmmaHuu win U0 - HeraBI/UILHI)Ie PEKBUSUTHI - YCTapeBnme JIaHHBbIE (ech KOHTaKT

obuoBun B CRM, HO 3265111 B JoKyMeHTe) - HecooTBeTcTBHE Bepcuil (MeHeKep UCIOIb3YeT CTaphIi M1a0I0H)
2. Xaoc ¢ BepcuAaMH JOKYyMEHTOB

YV Bac ecTb JI0TOBOp OT 15 MapTa. KiimeHT monpocui n3MeHUTh IyHKT 3.2. Bol oTiipaBmin HOByIo Bepcuio. [ToTom emé oo nu3amenenue. Temneps y Bac
TPpU Bepcuu: joropop_final.docx, poroop_final v2.docx, joropop_final FINAL.docx . Kaxkas aKTyaHbHaﬂ? T'nme peabIayle peaaKIlI/IH? Krto

BHOCUJI U3MEHEHUs?
3. loaroe corsiacopaHue

JIOKYMEHT HY»KHO COIJIaCcOBaTh C IOPHCTOM, (DUHAHCOBBIM JUPEKTOPOM, reHepasbHbIM. OTmpasisiere mucbMo opucry. JKaére. Uepes jeHb OH
npuckiaeT npaBku. Baocure. Otmpasisere ¢unaupy. Knére. OH Toxke BHOCHUT mpaBku. BHocure. K 3TOMy MOMEHTY KJIMEHT y:Ke YIIENT K

KOHKYDEHTY.
4. Coop mogmuceii

PacnieuatpiBaete /Ba 9k3eMIuispa. IlojmuchiBaeTe ¢ Balleid cTOpoHbl. OTpaBisieTe KypbepoM kiaueHTy. JKzére. Uepe3 Hemenio KIUEHT

TIO/IIIMCBIBAET, OTIPABJIAET 06paTHO. EIé Hezless Ha JIOTHCTUKY. B UTOTE C1e/Ika TOPMO3UTCA M3-32 OyMaXKHOM BOJIOKUTBI.
5. XpaHeHUeE U IIOUCK

JIOKyMEHTBI XPaHATCS B Pa3HBIX MeCTax: B II0YTe MeHe/Kepa, B MalKe Ha cepBepe, B obsake, B CRM (eciu moBessio). Hy»HO HalTH ZI0rOBOp C

KJIMEHTOM OT IIPOILIOro rofa? Yaauu. MeHepkep yBoausca? JIokyMeHTHI IpOnaju.

Croumocth HeahPeKTHUBHOTO JOKYMEHTO000poTa
JlaBaiiTe mocuuTaem:

Komnanusi: 10 MeHEPKEPOB 10 Mpofaskam
Cpepunit uek: $5,000

Cpenok B mecsii: 100

Tekyugast curyanums

- Bpemst Ha cosmanme noKymeHTOB Ha 1 cpenky: 2 uaca (KII, pmoroBop, cuér, akr)
- Bcero Bpemenn B Mmecsi: 200 uacos

- CroumocTh 4aca MeHemxkepa: $20

- Iorepu: $4,000/mecsy wm $48,000/rog

JlononHuTe bHbIE TIOTEpH 2
- Oumbkn B JOKyMeHTax: 5% c/ie/Iok TpeOyloT mnepefiesiku = 5 cienok X $5,000 = $25,000 ymywmieHHON BbIPYYKH

— 3ardruBaHue CENOK W3-3a JOKYMEHTOB: CpEe[HSIsl 3ajilep>KKa 7 JHell = CHUXKeHHMe KoHBepcuu Ha 10-15%

Hroro: $70,000+ B roxg TepsieTcss Ha Hea(HEKTUBHOM [OKYMEHTOOOOpOTE

A Teriepb IIPE/ICTABbTE, YTO BCE HTO ABTOMATU3UPOBAHO.

[Ta6a0HBI JOKyMeHTOB B CRM

TUunpl JOKYMEHTOB /11 aBTOMaTU3AIUN

IIpomazku: - Kommepueckue npepoxkenns (KII) - Cuera Ha oruiaTy - JloroBopbl KYILUIH-IPOAAXKY / OKa3aHUsA yeiyT - Crerudukariy K J0roBopam

- AKTBI BBIIIOJIHEHHBIX PaboT - Cuera-hakTypsl
MapxkeTHHr: - bpuds! 111 krenTos - Menua-nnass! - [Ipesentanuu koManuu - Keiics! (aBrorenepanys Ha OCHOBE JAHHBIX IIPOEKTA)
HR u azMHUHHUCTPaTUBHBIE: - TPy/10BbIe I0TOBOPSI - Jloncorianienus - 3asgBKU Ha OTIycK - IIpukasbl

Jloructuka: - Haxiazusle - TpaHCIIOPTHbIE HAKJIAHbIE - AKTBI IPUEMa-TIepe/jaun
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CozpaHue a0/ I0HOB

CrpykTrypa ma61oHa
I11a6710H — 9TO ZOKYMEHT C IUIelicxosiiepamy (TlepeMeHHBIMH), KOTOPbIe aBTOMATHYECKH 3aI0JHATCS AaHHbIME 13 CRM.
IIpumep maGI0HA KOMMEPYECKOTO NPeJIOMKEHH:

KOMMEPYECKOE TPEJJIOXEHUE W{DEAL.ID}

or {CURRENT.DATE}

YBaxaewmsblii (ast) {CONTACT.NAME},

Bnaropapum 3a mHTepec K mnpopykuuu Komnanun {COMPANY.NAME} .

Ha ocHoBanmm Barero 3ampoca mnpeanaraeM CJIaeyriue yCclaoBUsA COTPYJIHMYECTBA @

HAVMMEHOBAHUE YCJIYI'M: {DEAL.PRODUCT NAME}
CTOMMOCTb: {DEAL.AMOUNT} {DEAL.CURRENCY}

CPOK BBIMOJIHEHMSI: {DEAL.DEADLINE}

HU"OHHV[TCH]JHI:IC ycioBus @

{DEAL.ADDITIONAL_CONDITIONS}

JlanHoe npepyioXeHne pAeiicTBUTeNbHO A0 {DEAL.VALIDITY DATE}.

C yBaxeHyeMm,
{USER.NAME}
{USER.POSITION}
{USER.PHONE}

{USER.EMAIL}

IlepemenHsble U3 pa3HbIX 00beKTOB CRM: - {CONTACT.*} — JaHHble KOHTaKTa (umsi, TesedoH, email, JOKHOCTE) - {COMPANY.*} —
JlaHHbIe KOMIIaHUU KineHTa (HaszBanue, UHH, afpec, 6aHKOBCKUE PEKBU3UTHI) - {DEAL.*} — JaHHBIE CAEIKHU (CyMMa, IPOAYKT, CTaIus, Ie/JIaliH,
KaCTOMHBIE I10JIs1) - {USER.*} — JaHHBIE OTBETCTBEHHOI'O MEHe/PKepa - {PRODUCT.*} — JaHHbIE TOBAPOB/yCJIyT U3 KaTajora - {CURRENT.*} —

TeKyIue JaHHble (1aTa, Bpemsi)

IIpoaBHUHYTHIE BO3MOKHOCTH
YciaoBHaA JOTUKA:

{IF DEAL.AMOUNT > 100000}
YuntbiBass 00BEM 3aKa3a, MNPEOCTABIsEM CKUIKY 15%.
Wrorosasi crommoctb: {DEAL.AMOUNT * 0.85}
{ELSE}
CranpaptHasi croumocTb: {DEAL.AMOUNT}

{ENDIF}
IMuxas! (A1 CIUCKOB TOBAapOB):

Cneuudukanms :

% | Haumenosanue | KomuuectBo | Lewa | Cymma
{FOREACH DEAL.PRODUCTS}
{INDEX} | {PRODUCT.NAME} | {PRODUCT.QUANTITY} | {PRODUCT.PRICE} | {PRODUCT.TOTAL}

{ENDFOREACH}
WUTOIO: {DEAL.TOTAL_AMOUNT}

HJIC 20%: {DEAL.VAT}

K OINIATE: {DEAL.AMOUNT WITH_VAT}
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QopMaTupOBaHne AaT A YUCceI:

Mara porosopa: {DEAL.DATE | format: "dd.MM.yyyy"}
Cymma npommcbio: {DEAL.AMOUNT | number_to_words} pyGueit

Cpok: {DEAL.DEADLINE | date_diff: CURRENT.DATE} pHeit

I/IHCprMeHTbI Co3JaHuA naGJIOHOB

1. Berpoennsie pegakropsl CRM

Bitrix24: - CRM — Hacrpoiixu — Illa6oHbI 10KyMeHTOB - Penakrop Ha 6aze Word Online - [lepeMeHHBIe BCTaBIAIOTCA Yepe3 MeHIO "BeraBUTh

mosie" - ITofiieprkKa yCIOBHi U [UKJIOB Yepe3 CHHTAKCUC #IF# , #FOREACH# - Qkcnopt B PDF, DOCX, Excel

amoCRM: - Hnterpamus ¢ Google Docs / MS Word - Ilnarus Ajs BCTaBKU IepEMEHHBIX - ABTO3AIIOJHEHHe yepe3 CTOPOHHee IPIJIOXKEHHe

"[11a610HbI JOKYMEHTOB"

HubSpot: - Sales — Templates — Document templates - Pexakrop HTML s email u 1okymMeHTOB - IlepeMeHHbIe uepe3 IBOHHBIE (HUTYDHBIE

CKOOKM {{contact.firstname}} - BubauoTEeKa rOTOBBIX MIAGIOHOB

Salesforce: - Conga Composer (nprioxenue Ha AppExchange) - MoImHbIi KOHCTPYKTOP a610HOB ¢ SQL-110/106HbpIME 3anipocam¥t - VIHTerpamms
¢ Word, Excel, PowerPoint

2. Cnenuaau3upoBaHHbIE IUIAT(HOPMBbI

PandaDoc: - Busyasnbubiii pegakrop drag-and-drop - Bubsmoreka roroBsix mabmonos (soroBopsl, KIT, NDA u 1.41.) - IHTEpaKTHBHBIE 3JIEMEHTHI
(Tabynumpl 1eH, KaJbKyaaTopsl) - MHTerpanus ¢ 6oipmmactBoM CRM (Bitrix24, HubSpot, Salesforce, Pipedrive) - 9nekrponnsle mozmucu (cm.

HI/DKe) - AHAIUTHKA: KTO OTKPbLJI, CKOJIBKO BpEMEHU YHUTaJI, KAKUE Pa3/1eJIbl

‘WebMerge: - ABromatnyeckasi reHepars J0KyMmeHToB u3 ganubix CRM - Iognep:kka Word, PDF, Excel, PowerPoint - uTterpanus uepes API ¢

110601t cucremoii - Moxxer paboTats yepe3 Zapier/Make /1t 6eCIIIOBHOI HHTerpauu

Documint: - T'enepanyst PDF u3 ma6ionoB - API-first moaxon (s paspabotankos) - Webhook-Tpurrepsr: co3iaiu ciesiky — aBTOMATUYECKH

reHepupyercs KII

Docmosis / Aspose: - Enterprise-perenus s CJI0XKHBIX JOKYMEHTOB - Iloazepskka ca0xHOro ¢bopMaTupoBaHus - ['eHepanus Ha ypOBHE

cepBepa

Best Practices ay1a ma0/J10HOB
1. Mcriosib3yiiTe eIMHBII KOPIIOPATUBHBIA CTU/IH

Bcee JOKYMEHTBI JOJI’KHbI BBITVIAETH eZLI/IHOO6paSHOZ - JloroTunn KOMHIAHUU B €IMHOM CTHJE - KOpHOpaTI/IBHbIe HIpI/I(l)TLI u nusera - Exunas

CTPYKTypa (mamca, OCHOBHAasA 4acCThb, HOZ[BaJ'I) - KonTaktHble JIaHHbIE KOMIIAaHUU B cbyTepe
2, COSﬂaBﬂﬂTe Be€pCcUHU /i1 pa3HbIX CHEHaApHUEeB

BMecTo 0fHOTO yHHBepCaJIbHOTO IIabIoHA CO3/1aiiTe HECKOJIPKO CIIeNHaIN3UpOBaHHBIX: - KII /UId HOBBIX KJIHEHTOB (IOAPOGHOE, ¢ OMHMCaHHEM
xoMuanuu) - KIT i cymecTByOIuxX KIueHToB (kpaTkoe, 1o aesy) - KII pna tenznepos (hopManan3oBaHHOE, COOTBETCTBYIONIEe TPEGOBAHUAM) -

JIoroBOp CcTaHAAPTHBIH - JToroop it VIP-KIreHTOB (paciuiipeHHble YCIOBHA)
3. Basmpanua JaHHBIX
ITepen reHepanyel JOKyMeHTa ITPOBEPANTE, UTO Bce 00sA3aTesIbHbIE MOJIA 3aTI0THEHBI:

O6s3arenbhbie monst s KIT:
0 Ha3BaHue KOMMaHHM KIIMEHTa

0 MHH

o

KonTakTHOE JMLIO

o

Crcok  TOBapoB/yciyr
O Lena

O Cpok feficTBUSI TIPEIIOKEHNs

Ecim xorst Gbl ofHO He 3amonHeHO - ommbKa: "3amonHUTe BCe JaHHbIE Nepej reHepanuein”
4. BepcuOHHOCTD 1I1aG/I0HOB

He pefaxTupyiiTe TeKyIuii a6JI0H, eCJIU IO HEMY y2Ke CO3JaHbl JOKyMeHThL. Co3/jaBaliTe HOBYIO BEPCUIO:
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IllaGnon " [loroBop oka3auust yciuyr"
- v1.0 (2022-01-01) — wucxonHas Bepcust
- vl.1 (2022-06-15) — j06aBIeH MYHKT O KOH(DUAECHUMATIBLHOCTH
- v2.0 (2023-01-10) — wm3MeHeHa CTPYKTypa OIJIaThl

- v2.1 (2023-09-01) — axTyanbHas Bepcus
JIOKYMEHTBI, CO3/JaHHBIE II0 CTAPbIM BEPCUSIM, OCTAIOTCA HEN3MeHHBIMU. HOBbIE CO3/IAI0TCSA 110 aKTyaIbHOU BEPCUU.
5. TecrupoBanue

Ilepen 3amyckoM B 60eBOH PeXXHMM IIPOTECTHPYHTe IIAGJIOH Ha HECKOJIBKHX PEIbHBIX CeIKax: - KOPpeKTHO JIM 3aloJIHAIOTCA BCe IOJA? -

IIpaBuibHO J1u pabotatoT yesious? - He "moexano” nu dopmaruposanue? - KoppektHo i renepupyercst PDF?

BJIeKTpOHHI)Ie IIOJAIIMCH U CorjyiaCoBaHHuE

AjexkTpoHHasA noanuck (III)

DJIeKTPOHHAS TO/IIIUCh UMEET Ty K€ IOPUAUUECKYIO CHUILY, 4TO U cobcTBeHHOpyuHas (P3-63 "O6 anexrporHoit mognucu” B PO, eIDAS B EC, ESIGN

Act B CIIIA).
Tunsr I11:
1. IIpocras AII — norun/naposis, SMS-ko/. [10/1X0IUT 1151 BHYTPEHHUX JIOKYMEHTOB.

2. YeminenHasa HekBaudgunupoBanHaa JII — kpunrorpaduyeckas MoAnuch 6e3 akKKpeUTOBAHHOTO yIOCTOBEPSIONIEro IeHTpa. I[loaxoaut

711 B2B-KOHTPAKTOB, €CJTH CTOPOHBI ZIOTOBOPHJIMCH 00 HCIIOTIb30BAHHH.

3.YcunenHaa xkBagudunupoBannaa IDII (KIII) — BeJAETCA aKKPEJUTOBAHHBIM  YZOCTOBEPSIONMM IIEHTPOM. PaBHO3HAuHA

CcOOCTBEHHOPYYHOMH MO/IIIUCH /IJIsI BCEX JIOKYMEHTOB, BKJIIOUAs CZEJIKU C TOCOpPraHaMHu.

ILrardopMbI 3/IEKTPOHHBIX OAIHUCEH

DocuSign

BoamoxkHocTu: - Co3jjaHne W OTIpaBKa JOKYMEHTOB Ha IMOANIUCH - [lo/fiep»KKa MHOKECTBEHHBIX IOIIUCAHTOB C 33/JIaHHBIM IOPSIAKOM -

HamoMuHaHUA HemoAnucaBIIUM - KOpHuuecKy 3HaYUMBble TIOATIUCH 10 BceMy Mupy - MaTterpanus ¢ Salesforce, HubSpot, Google Drive, OneDrive
Workflow:

1. Menempkep CO3[aéT JOKyMeHT B CRM

2. Haxumaer "OtnpaBuTh Ha mopmuch uepe3 DocuSign"

3. VYkasbBaeT email KimeHTa

4. Ormevaer monst juisi MOMIMCU U JAThI

5. Ornpasisier

6. Kmmenr monyuaer email ¢ cChbUIKOM

7. OTKpbIBaeT JOKYMEHT, NpPOCMATPUBAET

8. CraBuT TOAMUCH (MBIIIBIO, TAUNafOM MM 3arpy>KaeT CKaH)
9. IloxgrBepxpaer

10. JIOKyMEHT aBTOMATHUYECKH :
— TlopnuckiBaeTcsi ¢ AByX CTOPOH
- COXpaHﬂeTCﬂ B CRM B KapTO4Ke CHACJIKN
- YBeJloOMJIeHMe OTNPABISETCS MEHE/Kepy

- Cpenka MepexofuT Ha CIEAYHOLMl STar

Ilena: ot $10/mosnb30Baresnn/mecsr (Personal), $40 (Standard), $100 (Business Pro)

PandaDoc

Boamo:kHOCTH: - Co:mal—me JIOKYMEHTOB + 39JIEKTPOHHBIE IIOAIIUCH B OHHOfI H]IaT(i)OpMe - I/IHTepaKTHBHbIe SJIEMEHTBI (Ta6]’II/ILIbI oeH ¢
'{eKﬁOKCaMI/I, KaJILKyJ'IHTOpLI) - AHaJINTUKA: KJIUEHT OTKpPBLI, YUTAJ 5 MUHYT, IPOCMOTpEJI pas3aesa ¢ LeHaMu - IlnaréxxHbple IUTIO3bI: noAIucan

ZIOroBOp — cpasy omwiaTui - MuTerparus ¢ CRM, Stripe, PayPal
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YaukanpHana ¢uda: Content Library — 6u6roTexa TeKCTOBBIX 6JI0KOB, KOTOPbIE MOXKHO I1€PEHCIIOb30BATh.

IIpumep: y Bac 5 Tunos yciayr. Cozzaére 5 6;10k0B onucanuil. IIpu cozmannu KII mpocTo nepetackrBaeTe Hy»KHbIE OJIOKH — He HYXKHO KaKZIbIH pas

IIepenuchIiBaTh.

Iena: ot $19/noap30Batesp/mecsr (Essentials), $49 (Business), sHTepripaiia — 10roBopHasi

Adobe Sign (panee EchoSign)

BoamozkHocTH: - Yacts skocucreMbl Adobe (unTerpanusi ¢ Acrobat, Creative Cloud) - IToanucu Ha MOOWIBHBIX ycTpoiicTBax - [lopmepikka

cioxkHbIX workflows ¢ yesroBHbIMU Mapipytamu - CoorBercrBue riobanbabiM crangapram (eIDAS, FedRAMP)
TToaxoauT AJIsi: KPYIHBIX KOPIIOPAIUI C BBICOKUMH TPpebOBaHUAMU K security u compliance

Ilena: ot $12.99/mosb30Baresb/Mecsl (Acrobat Sign Solutions), sHTeppaii3 — 0roBopHas

SignNow

BoamoskHOocTH: - [IpoCcToii 1 JOCTYIHBIH 10 1eHe - MobuibHoe npuioskenue (moanuch Ha iPhone/iPad) - 111a6y0HbI ¢ IEpEMEHHBIMU MOJISAMH -

Nurerparnus ¢ Google Drive, Salesforce, NetSuite
IMoaXOAUT AJIA: MAJIOTO U CPeAHEero busHeca

Ilena: ot $8/moyip30BaTe b/ MECSI]

HelloSign (Dropbox Sign)

Bosmo:kHOCcTH: - IIpuHa/utexxuT Dropbox, rimy6okas unTerpanus - API juia pa3spaboT4nkoB (JIETKO BCTPAUBaeTcsl B KACTOMHBIE ITPUJIOMKEHNUA) -

[IIa610HbI ¢ HepeMeHHBIMU - KoMaH/[HbIE aKKayHTHI
IMoaxoauT AJIA: KOMIIAHUI, aKTHBHO UCIIOJIB3YIOMUX Dropbox mwin Hy:ken API

Iena: ot $15/1m0/1p30BaTEH/ MECSI]

Poccuiickue peurenus (aia paéorsi B PD)

KoHTtyp.[luagok: - DJ1eKTpOHHBIH HoKyMeHToO60pOT ¢ KIII - FOpuanvecku 3HaYuUMble JOKYMeHTHI (cuera-akTypsl, YII/, akTsl) - PoymuHr ¢

apyrumu oneparopamu 910 - Nurerpanus ¢ 1C, 6yXraaTepcKUMH CUCTEMAMU
CBHUC: - 9/10 + CRM + GyxranTepus B ojiHou cucreMme - KOII, oripaBka B ®HC - [TogxoauT s Mayioro 6usHeca

TaxckoMm: - Kinaccrueckuii oneparop /10 - MHOTO HHTerpaIyii ¢ y4éTHBIMH CHCTEMAMHI

Hacrtpoiika workflow corsiacoBanus
IIpocToii cueHapuii (ImocjieoBaTe/IbHOE MOAIMCAHUE):

Jlorosop Ha cymmy $10,000

Ilar 1: MenempKep CO3aET [IOrOBOP = OTNPABJISIET PYKOBOJUTENIO OT/ENa MPOJaXK
Illar 2: POII npoBepsieT - MNOANMCBIBAET - ABTOMATHYECKM OTMpABJSETCSl (DMHAHCOBOMY JIMPEKTOPY
Illar 3: Pungup npoBepsieT - TMONMUCHIBACT - ABTOMATUYECKH OTNPABISAETCS TIeHEPaIbHOMY JMPEKTOPY

Ilar 4: FeHm/lp TIOANMCBIBAET — ABTOMATUYECKN OTIPABJISAETCA KIIMEHTY

Iar 5: Kiment nopmicbiBaeT - JIOroBOp 3aKpbiBaeTcst - cpeika B CRM nepexogur Ha artan “Jlorosop mnopmicau"
Crro:xHBII ciieHapuii (mapajieJbHOE + YCIIOBHOE COIJIACOBaHHUE):

JloroBop Ha cymmy $50,000 c HecTaHZapTHBIMH YCIOBHSMH
Illar 1: Mene/Kep CO3aET - OTNPABISETCH OHOBPEMEHHO :
- [Opucry (mpoBepka OPHANYECKON YUCTOTHI)
— Ounaupy (npoBepKa yCIIOBHIl OIJIAThI)
Iar 2: O6a mopnucanum - OTNpPAaBJISETCS TEHIUPY
Iar 3: Iengup:

- Ecm cymma > $100K - Tpelyercsi OfjoOpeHNE COBETa AUPEKTOPOB

- Ecin < $100K - nojmnuchbiBaeT cam
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Ilar 4: IlogmucaHo - OTHPABISIETCS KIMEHTY

Ilar 5: KnameHT nomyuyaeT - MOXeT:
- IlogmucaTh - [OroBOp 3aKpLIBAETCS
— 3ampocuTh M3MEHEHHs] - BO3BPAILAETCS MEHEKepy - IPOLEcC HAYMHAETCS 3aHOBO

- OrtkyoHnTh - cpenka B CRM mepexopur Ha oran "Ilpowrpana"
TaiiMayThl U 3CKAJIALUA:

HpaBVmo: Ecmn TIOAMMCAHT HE pearnpyer 24 yaca - OTINPABJIACTCA HANIOMUHAHUE
Ecimi He pearupyer 48 yacoB - YBEJIOMJIIEHUE €TO0 PYKOBOAUTEIIIO

Ecimn He pearmpyer 72 waca - JOKyMEHT aBTOMATHYECKHM MNEPEa&TCs 3aMelalomieMy JIMiy

IOpuauyeckas 3HAUNMOCTH

YTo Hy:KHO JJIf OPUANYEcKH 3HaUnMoi JII:
1. UpeHTHUKANNA NOANMUCAHTA — JIOKYMEHT J0JKEH OZJTHO3HAYHO II0KA3bIBaTh, KTO MO CAIT
2. ITeJT0CTHOCTH JOKYMEHTA — JI0OJIKHA OBITh TAPAHTHS, UTO HOCJIE TIOAINCAHUS IOKYMEHT HE N3MEHSIICS
3. HeBo3moO:kHOCTB OTKa3a (non-repudiation) — nonucanT He MOKET CKa3aTh "39TO He 5 MOITUCHIBAT"
4. Audit trail (GkypHas ayaura) — Gukcanus Bcex COObITHIL:

5. Kto coszian nokymeHT

6. Komy otipaBu

7. Korma otkpbut

8. Korza mojmucan

9. IP-azpeca, reosiokanys, BpeMeHHbIE METKHA

IIpumep audit trail:

Jlokyment: JloroBop N45 Ha OKasaHue YCIyr

2024-03-15 10:23:15

Cosnan Menempkepom MBanosbiv M.M. (ivan@company.com) | IP: 192.168.1.15

2024-03-15 10:25:42

Ortnpasnen kiuenty Ilerpoy I1.I1. (petrov@client.com)

2024-03-15 14:37:09

Otkperr Ilerposbiv I1.I1. | IP: 93.158.134.21 | Mocksa, Poccust
2024-03-15 14:42:53

Mopmucan Ierposbim IT.I1. | IP: 93.158.134.21 | YcrpoiictBo: iPhone 13

2024-03-15 14:42:54

Jokyment 3akpbir | Xow: a3f5e8c9d2bl... | Ceprudukar: #8372649

ITOT KyPHAJI HMeeT IOPUAMIECKYIO CUITY IIPH CIIOPAX.

ABTOMaTHUEcCKan reHepanua 1 OoTIipaBKa

Tpurrepsl Ajid reHepanuy JOKyMEeHTOB
Cuenapuii 1: ABromarnueckoe KII npu kBandukamuu gnga

Tpurrep: Jlug mepexoput Ha cragmio " Ksamicuimposan"

Ycnosusi:
- Brompker > $5,000
- VYkazan email kimeHTa

- BpiOpan mpopgyKT U3 KaTamora

evicTys 2
1. Asromarmuecku renepupyercst KIT u3 mra6nona
2. KII ormpaBnsiercss Ha email kimeHTa

3. Komusi mpukpennsercs K KapTOuKe Juia
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4. Menemkepy npuxopur yseomnenne: "KII ornpaBneHo KimeHTy"

5. 3ajaua: "TI03BOHMTH KJMEHTY uepe3 2 uyaca, YTOYHMTL nosyuenue KIT"
Cuenapuii 2: /loroBop npu nepexojae caejaxku Ha sramn "Cuér ortauen"

Tpurrep: Cpenka - "Cuér omauen"”

eiicTus :
1. Tenepupyercsi J0roBop M3 LIadoHA
2. 3BanosHsieTcst JAHHBIMM KOMIIAHUMM KJIMEHTAa U3 CRM
3. Ornpasasercss yepe3 DocuSign Ha MOAMMCH:
- Cnayana BHyTpeHHee COIJIACOBaHME (IOpHUCT + (bUHIMP)
- Ilocne wx mommucu - KIMEHTY
4. Korpga KIMeHT mojmmcan:
- JoroBop coxpausiercs B CRM
- Cpenka nepexogur Ha artan "PaboTbl Hauatbl"
— YBejloMlIeHHEe KOMaHje MpOeKTa

- Cospaércsi MPOEKT B CHCTeMe ympasieHmst npoekrtamu (Asana / Jira)
CueHapuii 3: AKT 110 3aBepIIeHHH PaGdoT

Tpurrep: IIpoekT 3akpbIT (webhook u3 cHCTEMbI YNpaBIeHUs MPOEKTaMU )

HeiicTBus 2
1. TenepupyeTcsl aKkT BBINOIHEHHBIX PaGOT
2. JlauHble GepyTcs u3:
— CRM (PpeKBU3WTBLI, JIOrOBOP, CyMMa)
- Cucrembl yuéra BpeMeHM ((paKTHUECKU NOTPAYEHO 4YacoB)
3. AKT oTnpapjsieTcs KIMEHTY Ha TOJINCH
4. Tlocne nopnucu:
- Tenepupyercsi cuér—cpakrypa (ecmu TpedyeTcs)
- YBejlomyienne B OyXranTepuio

— Cpenka mepexofuT Ha 3Tan " 3akpbiTa yCHEemHo"

MaccoBas reHepanusa JOKyMeHTOB

VHOT/1a HY?KHO CT€HEPUPOBATH JJOKYMEHTHI JJIsI MHOYKECTBA C/IEJI0K/KOHTAKTOB.

IIpumep 1: Paccbuika nepconaabHbIx KIT

3azaya: OTIPABUTH 100 KJIMEHTaM IIepCOHAIbHbIE KOMMePYeCKUe PeJIOKEHN 10 UTOTaM BbICTaBKH.

Pemienne :
1. B CRM cospaércsi cerment: "Jluabl ¢ BbicTaBKM, He ornpaBieHo KIT"
2. Boibupaem mat6non KIT
3. 3BamyckaeM MacCOBYIO T'€HEpaluio
4. Cucrema aBTOMATUYECKU :
— T'enepupyer 100 nepcoHambhbix KIT
- 3anosHseT faHHble KaXJOro KIHMEeHTa
- OrnpaBnser Ha email
- Ilomewaer B CRM: "KII ornpaBneHo"

- CraBur 3ajady Menemkepy: "Jlo3BoHHTBCS depe3 2 pHs"

Bpemsi: 5 muHyT B™MecTo 50 uyacoB py4HO# paboThl
HpnMep 2: E:xxemMecAYHBIE aKThI JAJIA BC€X aKTUBHBIX KJIMEHTOB
Sanaqa: B KOHIIE MecCAlla CTEHEPUPOBATH aKThI BHIITOJTHEHHbBIX pa60T JJIA BCEX KJIMEHTOB Ha a60HEHTCKOM OGCJ’Iy}KI/IBaHI/II/I.

Penenve (aBromaTusauusi depe3 poOOTOB) :
1. 1-ro ymcja KaXJoro Mecsia 3amycKaeTcs poOoT

2. Boibupaer Bce cpenku co crtaTycoM "AGOHEHTCKOoe oOcimyKuBaHue'"
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XpaHeHne " ylnIpaBJ€HHUE JOKYMECHTAaMHA

Opranusanusa XpaHuania 1okymeHTos B CRM

. Jlnst Kakjon Chenku :

— DBepér panHble 00 OKa3aHHBIX YCIyrax 3a MPOLLIbI Mecsil
- Tenepupyer akt
- OTI’IpaBHﬂET K/IMEHTY Ha MOANUCH

= YBCIIOM.TIFICT MEHEKEPa

. KOI'J]B. BCE€ aKkThbl TOJNMUCAHBI 2

~ dopmupyeTcs CBOAHBIA OTYET Ui GyXrajarepun

— Tenepupyrorcs cueta Ha CIELYIOLIMI NEPUOJL

Crpyxrypa:

CRM Document Storage

l— Ilo Tunam JIOKYMEHTOB

|
|
|
|
|
|
|
|
I— ITo knuenTam
|
|
|
|
|
|

I— Jlorosopsl
| I—— J1oroBopbl  KymIn—MpojaKu
| I— J1oroBOpbl OKa3aHusi yCIyr
| L— wpa

l— KOMMCP‘ICCKI/IC TIPETINIOXKEHNSA

I— Cuera
I— AKTBI

— Ipouee

I— Komnannst A

| | MHoroeop 1123 or 15.03.2024
| | Cuér was6 or 20.03.2024

|  L— Axr %789 or 30.03.2024
L— Kommanus B

L mo clesiKam

L— Cpenka #12345
— KI or 01.03.2024

I— Jorosop or 10.03.2024 (vl, v2, v3-final)

L— Akr or 30.03.2024

MeTtaxaHHBIE JOKYMEHTA:

JokymenT: Jlorosop 123

Bazosast undgopmanys :

Tun: JloroBop OKa3aHWs YCIyr
Homep: 123

Hara: 15.03.2024

Craryc: Ilopmucan

Bepeusi: 2.1

Cesi3u:

Cpnenka: #12345
Kiunenr: OOO "Kommanus A"
KonraktHoe ymuo: KBanoB MBan KBaHoBuY

OrtsercrBennblii Menepkep: Ilerpos IT.I1.
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Hcropwus :

— Cospan: 10.03.2024 10:23 IlerpoBbim IT.II.
- Ornpasnen Ha cornacoBanme: 10.03.2024 10:25
- Ilogmucan ropuctom: 10.03.2024 15:30

- Ormpasnen kmmenty: 11.03.2024 09:00

- Tlopnucan kimeHtom: 15.03.2024 14:20

TTopnucu
- TenepanbHblii upektop (Hawa cropona): Cupopo C.C. | 11.03.2024 08:45 | IP: 192.168.1.1

- DenepanbHblii upekTop (kauent): Weawos M.M. | 15.03.2024 14:20 | IP: 93.158.134.21

Daitnbl :
- Jorosop_ 123 _v2.1 signed.pdf (OKOHUYATEJLHbI)
— Jorosop_123_v2.0.pdf (mpegpyiymmas Bepcus)

- [Horosop_123_v1.0.pdf (ucxosnas Bepcusi)

Tern: #aGoHEHTCKOE_OOCIy>KMBAHNE #I0JITOCPOYUHbI_KOHTPaKT #VIP

YuapasjieHue BepcusaMu
IIpaBua BepCHOHUPOBAHUA:

dopmar Bepcun: MAJOR.MINOR

MAJOR (uelloe 4ucio) :
— YBenuuuBaeTcsl NMpPHY 3HAYUTEJIBHBIX M3MEHEHMSIX (CTPYKTypa JOroBopa, KIIKOUYEBbIC YCIOBHS)

- Ilpumep: 1.0 - 2.0 npu U3MEHEHUH CHCTEMbI OILIATHI

MINOR (u€JI0€ YMCIIO MOCJE TOYKM) 3
- YBenMuuBaeTCs NpH HE3HAUMTEJbHBIX NMPaBKaxX (ONevyaTKu, YTOUHEHHe (POpPMYIMPOBOK )

- Ilpumep: 2.0 - 2.1 ucmpaBieHa onevyaTKa B HA3BaHWM KOMIIAHUN

Coruauienusi :
- Hukorga He ypansieM crapble Bepcun
| BCeF}:l'd nomMevaeM, Kakas BEpCUsl aKTyallbHash

- K Ka)K)'{Oﬁ BEPCUN TNPUKPETUIACTCA KOMMCHTap"ﬁ: YTO M3MEHWIOCH W TOYEeMY
IIpuMep MCTOPUH BePCHii:

Jloroop 1123 "Oka3saHne KOHCYJIbTAUMOHHBIX YCIyr"

v1.0 (2024-03-10 10:23) — MKcxopmmas Bepcus
Aprop: Ilerpos IT.II.

Kommenrapnit: Cosgan Ha ocHose mabmnona "Koucynbrauum cranpapt”

v1l.1l (2024-03-10 14:15) — IlpaBku ropucra
Asrop: CmmupHoBa A.A. (1opucT)

Kommenrapuiis Y TOUHEH NyHKT 3.2 00 OTBETCTBEHHOCTH CTOPOH
v2.0 (2024-03-11 09:00) — V3meHeHwe ycjOBMil TIO 3ampocy KIHMEHTa
Asrtop: Ilerpos II.II.

Kommenrapnit: Knuent 3ampocmn oTcpouky miarexka ¢ 5 go 14 pueit. CorznacoBaHo ¢ (pUHAMPOM .

v2.1 (2024-03-11 09:15) — PunanbHas Bepcus

Asrop: Ilerpos II.II.
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Kommenrapuit: Mcnpasnena oneyarka B MHH kmmenTa

CTATYC: TOJIMUCAH

IIpaBa mocrymna u 6e30mMacHOCTh
YpoBHU gocTyna:

CynepaMUHICTpPATOP &
- Tlonubrit JOCTYIl KO BCEM JIOKYMEHTaM

- Moxer ynanaTb, MEHATH MpaBa JOCTYyIa

Pykopopurens otpena:
- JlocTyn KO BCEM JIOKYMEHTaM CBOEro OT/jena

— MoxeT pefaKTpoBaTh, COIIACOBbIBATb, YAAJISATH

Menemxep :
- JlocTyn K CBOMM J[IOKYMEHTaM M JIOKYMEHTaM CBOMX CJIEJIOK
- Moxer co3faBaTh, pPeJaKTHPOBATH YEPHOBUKU

- He moxer ynanaTb INOANMCAHHBIE NOKYMEHTBI

Byxranrep :

[ HOCTyl’I TOJIBKO Ha YTEHME K MOAMUCAHHBIM JOKYMEHTaM (}]OFOBOPI:I, AKTBI , C'-leT‘d)

— MoXeT 3KCIOpTHPOBAThH ANl y4Y&Ta

KmueHt (BHemwHmii gocTym) :
- Bugur TONBKO CBOU JIOKYMEHTBI
- Mosxker npocMaTpuBaTh U CKauuBaThb

- MoXeT NoJNUChIBaThL
JIlorupoBaHUe XEHCTBUIL:

Audit log pans gokymenTa "[loroBop 1123":

2024-03-10 10:23:15

Cospan | Merpos IT.I1. | IP: 192.168.1.15

2024-03-10 14:15:42

2024-03-10 14:30:01

2024-03-11 09:00:35

Ornpasnen Ha mogmick | Ierpos IT.TI. | IP:

2024-03-15 14:20:47

Mopnucan | Wsawos U.M. | IP: 93.158.134

2024-03-15 14:25:13

2024-03-20 11:05:28

I/IHTerpaunﬂ C 00JIAYHBIMHU XpaHUWINIAMHA

Orpepakrupoan | CmupHoBa A.A. | IP: 192.168.1.22

Tpocmorpen | Cupopos C.C. | IP: 192.168.1.10

192.168.1.15

.21 | Kuwuenr

Ckavan | Visawos M.M. | IP: 93.158.134.21

Mpocmorpen | Kosznosa K.K. (Gyxranrep) | IP: 192.168.1.30

CRM moxer XPaHUTh JOKYMEHTDI JIOKAJIbHO, HO JIy4Ille HHTeTPUPOBAThH C 06IauHBIMU cepBucaMu:

Google Drive: - Besnumurnoe xpanunuie (B Tapudax Google Workspace) - CoBmectHoe penakrupoBanue - Vurerpanus ¢ Google Docs —

JIOKyMEHTBI PE/JaKTHPYIOTCS IPSIMO B Gpaysepe - JlocTyI ¢ J1r060ro yerpo

Microsoft OneDrive / SharePoint: - I'ry6oxas unrerpanus c Offi

MOJINTUKH 0E30MaCHOCTHA

¥icTBa

ce 365 - PenaxkrupoBanue Word/Excel mpsimo u3 CRM - KoprnopaTusHble

Dropbox Business: - [IpocroTa ucronb3oBaHus - Xoporas cHHXpoHusanys - uTerpamus ¢ HelloSign

Yandex.Disk / Mail.ru Cloud (mxs P®): - [lauusie xpausarcs B Poccun (BaskHo 1151 152-®3) - MHTerpanus ¢ poccuiickumu CRM

IIpenmyniecTBa HHTETPALIUI:

Bes MHTErpauun :

1. Menempkep co3gaér AOKyMeHT B CRM
2. CkauMBaeT Ha KOMIBIOTED

3. 3Barpyxaer B Google Drive

4. OrnpaBisieT CCbUIKY KIHMEHTY
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5. KiueHT ckauuBaeT, MNOMNKUCHIBAET, CKAHUPYET, OTIPABISET OOpPaTHO

6. Menemkep 3arpyxaeT ckaH obpaTHo B CRM

C wuHTerpauyeii :

1. Menempkep co3gaéT AOKyMeHT B CRM

2. JIoKyMEHT aBTOMaTHUECKM coxpaHseTcs B Google Drive

3. OrnpasisieTcst KiameHty uepe3 DocuSign

4. KUMeHT TNOJUChIBAET OHJIANH

5. TlopmucaHHbI JJOKYMEHT aBTOMAaTM4eCKM BosBpauiaercss B CRM u Google Drive

AHasiuTHKA " OIITHUMM3AII A

MeTpHUKH JOKYMEHTO000poTa

CKOPOCT]): - Cpem{ee BpeMsA CO3JaHUuA JOKyMEHTa - Cpem{ee BpeMsA COrJlaCcOBaHUA - Cpe/:LHee BpeéMsdA A0 INOANMNCAHUA KIIHEHTOM - 06mee Bpems

UKJIa (OT CO3/1aHuA J10 HOL[HI/ICaHPlﬂ)

AdPekTHBHOCTS: - [IPOIEHT JOKYMEHTOB, IOANCAHHBIX ¢ IEPBOTO pasa - [IpoIjeHT BO3BpaToOB Ha A0paboTKy - KosindecTBO Bepcuil Ha IOKyMEHT

(‘-ICM MEHbIIIE, TEM JIy‘-IIlIe) - HpOIIeHT JAOKYMEHTOB, ITIOAIINCAaHHBIX B CPOK

Hcnosb3oBanue: - Ton-10 camMmbIx HCIIOJIb3YEMBIX 1mabJIOHOB - H.[aﬁ]IOHI)I, KOTOpBIE€ HE HCIIOJIb3YIOTCA (MO)KHO leaTII/ITb) - CpenHee KOJINYECTBO

JIOKYMEHTOB Ha CEJIKY
IIpumep xamoopaa:

J1oKyMeHTO060pOT 3a Mecsi]

Co3pano JlokymeHToB: 347
- KII: 180 (52%)
— Jlorosopei: 89 (26%)
- Cuera: 78 (22%)

CpepHee Bpemsi CO3flaHMsi: 3.5 MUHYTbI (ObLIO 25 MHHYT JI0 aBTOMATH3ALM )

OkoHoMus BpeMeHHM: 124 uaca B MecsI]

CornacoBanue :
- Cpepnnmit cpok: 1.8 s
- IMogmucano ¢ nepsBoro pasa: 82%

- BosBpar Ha jopaGoTky: 18%

TMopnucanye KveHTaMM 2
- Cpepnmit cpok: 3.2 pHsi (Obuio 12 pHeil nmpu OyMaskKHOM JIOKYMEHTOOOOpoTE)
- Tlopmucano B Tevyenne 24 dacoB: 45%

- He mnopmucano (Bucutr Oojblue Hepenn): 8%

Ton-3 y3kux MecT:
1. CornacoBanne c rOpUCTOM: 2.5 JHS (camoe Jonroe)
2. KimeHTbl He OTKpBIBAaIOT NHChbMAa C JOKyMeHTamu: 12% bounced emails

3. lla6non "Jlorosop moppspa": 35% BO3BpaToB (TpebyeT nepepabOTKM)

OnTuMu3anusa Ha OCHOBE JJaHHBIX
IIpoGaema: I11a6son "[loroBop mozapsiza” umMeer 35% BO3BPATOB HA OPAOOTKY.

Ananm3s: CMOTpI/IM KOMMEHTapuu OPUCTOB B HCTOPUU COIJIAaCOBaHUA. OKaBbIBaeTCH, B 80% C/IydaeB IIpaBKH CBA3aHbl C IIYHKTOM 06

HHTeJIJ'IeKTyaJIbHOﬁ COOCTBEHHOCTH.

Pemenue: O6HOBIIsIeM 11a0JI0H, 06aBiIsAeM 60Jlee yHUBEPCAIBHYIO GOPMYIHPOBKY. IIponeHT Bo3BpaToB nagaeT 10 8%.
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IIpo6ema: KineHTHI IOJITO IOANUCHIBAIOT JOKYMEHTHI (CpeIHHI cpOK 8 qHElN).

Ananu3: CmorpuM aHanuTuky PandaDoc. BeiscHsercs, 4To 60% KJIMEHTOB OTKPBIBAIOT JIOKYMEHT, HO He JOYMTHIBAIOT /10 KOHIA (6pocaiT Ha

cepesuHe).
Tunoresa: JIOKyMEHT CIMIITKOM JYIMHHBIHA ¥ CJIOMKHBIN.

Pemenne: Cokpaiaem Tekct, youpaem "Bojy", 106aBisieM BU3yaIbHbIE 9JIEMEHTHI (MKOHKH, TabJIUIIbI BMECTO IIPOCTHIHY TeKcTa). CpesiHee BpeMst

YTEHHS 11a/Ia€T € 12 MUHYT 710 5 MUHYT. [IPOIEHT MOANMCAHUIN B TEUEHUE 24 YacOB PACTET ¢ 30% /10 55%.

Ketic: [TostHast aBTOMaTH3ANUA JOKYMEHTO000pOTa

Kommaumsa: B2B-arenrcrso BeG-paspaborku IIpoGaema: Ha coszaHue M coIyiacoBaHHME JIOKYMEHTOB YXOAMIO 30% pabouero BpeMeHH

MeHe/[?)KEpOB
Penrenue:

O aBTOMaTM3aLUK 2

1. Jlupg xBamuchuIupoBaH - MEHEJKep OTKpbiBaeT Word, komupyer ma6non KIT
2. BpyuHyio 3anonHseT JaHHble KuMeHTa (20 MHUHYT)

3. OrnpapisieT Ha MOYTY KIMEHTY

4. KmmeHT ofjobpsieT - MeHe[Kep CO3[aéT JoroBop (30 MHHYT)
5. Jloroop OTNpaBjIsieTCs HAa COIVIACOBAaHME HOpUCTY (email)
6. IOpuct uepe3 feHb mpucbulaeT mpaBku (email)

7. MenepKep BHOCUT npaBku (15 MuHYT)

8. TIloBTopHOE cornacoBaHue (euE JieHb)

9. Ileyath f0roBOpa B JIBYyX OK3eMILIAPAX

10. Topmuch ¢ Hameil CTOPOHBI (Kyphep BO3MT Mo oducy)

11. OtnpaBKa KypbepoM KIHEHTY

12. Oxwujanue MNOANUCH (Hejelns )

13. Bo3Bpar OJHOrO 3K3eMILUIspa KypbepoM

14. CkanmpoBanue u 3arpy3ka B CRM
Wroro: 14 pueir, 10 4YenoBeKO-4acoB pabOThI MeHeKepa
TIOCJIE aBTOMaTH3aLyu &

1. Jlupx xBamacuimpoBaH - Tpurrep B CRM
2. Asromaruuecku renepupyercss KIT (30 cekyupn)
3. KII ornpasnsiercst knuenty uepe3 PandaDoc
4. Kmment ofjo6psieT (KHOMKA B JIOKYMEHTE) = TpHUITep
5. ABTOMaTHYECKN TE€HEpUPYETCs J0rOoBOP
6. [loroop ornpapjsieTcs uyepe3 DocuSign:
- IOpucry (mapannensHo)
- OunAMpy (NapalenbHo )
7. O6Ga NoANKMCHLIBAIOT OHJIAMH (CpefHMit cpok: 4 uaca)
8. JloroBop aBTOMATMYECKH OTNPABINSETCS KIMEHTY
9. KineHT nojmuchiBaeT OHMANH (CPeHMI CPOK: 2 JHs)

10. IMopnucaHHbIl JIOTOB Op aBTOMAaTH4YecKW coxpaHsiercsi B CRM m Google Drive
Hroro: 2.5 pusi, 15 MHHYT pabOThI MEHe[Kepa

DKoHOMMSI: 82% BpeMeHU

PesysabpTraTrhl: - Bpemsa cozzanus JIOKyMeHTOB: -86% - Bpemsa g0 moxpmucanusa: -82% - KosmuecTBO OmMOOK B JIOKYMEHTax: -95% -

VI0BIETBOPEHHOCTD KJIMEHTOB: +40% - MeHe Kepbl BBICBOOOMIIN 120 YacoB B Mecsl| A1 mpojask - ROI apromaTusanuu: 450% 3a MepBblii IOz
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3akJarodeHue

JIoKyMeHT0060pOT — 3TO O/IHA U3 CaMbIX HEZOOIEHEHHBIX obacTell Ayig aproMaTu3anuy. KoMImaHuu TpaTaT OrpOMHBIE PeCypChl HA IIPUBJIEYEHHE

KJINEHTOB, HO TEPSIOT UX Ha Tare ohOpPMIIEHH JOKYMEHTOB U3-32 MEJIIUTEBHOCTU U OIINGOK.

ABToMaTu3anus oKkyMeHToo60opora B CRM: 1. DKOHOMHUT BpeMs — JIOKYMEHTHI CO37IAI0TCS 32 MHHYTHI, a He Yacekl 2. CHH2KaeT OIIMOKH —
naHHbple Oepyress Hanpsmyo u3 CRM, 6e3 pydHOro BBOZA 3. YCKOPSIeT CAEJIKH — IOANHUCAHUE 3a JHU BMECTO Hezenb 4. IloBbImIaer

YAOBJIETBOPEHHOCTH KJIMEHTOB — COBPEMEHHBIN, yI00HbIH nporece 5. O0ecneunBaeT KOHTPOJIb — II0JTHAS UCTOPHA U ITPO3PAYHOCTh

HauHute ¢ MaIoro: 1. Beibepure ofuH cambliii gacteril Tun jokymenTa (KIT nau gorosop) 2. Cozzaiite mabiion ¢ aprosamnosnennemM n3 CRM 3.

BHezspuTe 271eKTPOHHBIE TOATINCH JIJIS 3TOTO THIA 4. FI3MepbTe pe3ysbTat 5. MacmTabupyiite Ha OCTaIbHbIE JIOKYMEHTbI

B ciieayronem ypoke Mbl pazbepéM BHENIHHE HHTErpauu: Kak moakaIounth CRM K COTHAM JIPYTHX CEPBHCOB uepe3 Zapier, Make u n8n, co3naBath

CJIOKHBIE aBTOMAaTHU3AIUXA MEX/1y CUCTEMaMU U CTPOUTH €IUHYI0 9KOCUCTEMY 6H3Hec-npouecco13.

I'1aBa 19. BHemrnue unrerpamun: Zapier, Make, n8n

BBengenue

CRM — 3TO MOIHBIA MHCTPYMEHT, HO HU OJ{HA CHCTeMa He MOKET JesiaTh BcE. Y Bac ecTb email-mapketunr B Mailchimp, npoektsr B Asana,
nokymentsl B Google Drive, yar ¢ komanjgoul B Slack, 3Bonku B Zoom, yuér B QuickBooks. CoBpemeHHBII GH3HEC HCIIOJIB3YET ECATKU

CIIEAATN3UPOBAHHBIX HHCTPYMEHTOB.

ITpo6ieMa: Bce 9TH CHCTEMBI XKHBYT M30JIMPOBAHHO. JlaHHBIE HEe CHUHXPOHH3UDYIOTCSA. MeHemxkep BpyduHyIo KomupyeT uxbopmanuio u3 CRM B
CHCTEMY YIIpaBJIeHHs poekTaMu. Byxranrtep sxcnoprupyer ganuble u3 CRM B Excel, uTo6s1 uMnopTuposats B 1C. MapKeTosIor BPyUIHYIO CO3AAET

CIIHCKH JIJI1 PACCHLIOK.

Pemrenue: MHTErpallOHHBIE IJIAT(GOPMBI, KOTOPbIE COEQMHSAIOT BCe Bl MHCTPYMEHTHI B €/JUHYI0 3KOCUCTeMY. B 3TOM ypoke MbI pa3bepém Tpu
miaBHble matdopmel — Zapier, Make (6bBummii Integromat) m n8n — U HayduMCs CTPOWUTH ABTOMATH3AIUH, KOTOPHIE OXBATHIBAIOT BECh

TEXHOJIOTUYECKUH CTEK KOMITAHHH.

KOHHGHHI/IH HHTCIrpanMuOHHbIX l'IJIaT(l)OpM

Yro Takoe iPaaS (Integration Platform as a Service)

910 0bsauHble MIATGOPMBI, KOTOPbIE ITO3BOJIAIT COEAUHATD PA3/IMUHbIE NIPUJIOXKEHU U aBTOMATU3UPOBATh Iepejady JaHHBIX MeXay HUMU Oe3

TPOTrpaMMHUPOBAHUs (FJIM ¢ MUHUMAJIBHBIM KO/IOM).
Ba3oBpIii MPUHIUIL:

Tpurrep (uro-To npousowwno) - [leiicTBUE (YTO-TO CjlENaTh)

Tpumep :
Tpurrep: HoBas cpenka B CRM

HeitctBue: Coszpate kaHan B Slack st 9TOil CHENKH
MHoromarosas aBTOMaTU3alUA:

Tpurrep: Hoseni mupg B CRM
L
Iar 1: OGoratuTh fanHble uepe3 Clearbit (oGaBuTh MH(O O KOMIAHWM)
13
Ilar 2: IlpoBepurh email uepe3 Hunter.io (BanuHbLI J1)
13
Iar 3 (ycnosue): Ecim ckop muga > 70
- Ilar 4a: Cosparb 3ajauyy B Asana juis TON-MEHEKEpa

- Ilar 5a: OrtnpaButh yBefomieHne B Telegram
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Ilar 3 (muHaue): Ecmu ckop mupa < 70
- Illar 4b: [Jo6aButh B sucT B Mailchimp jans nurturing

- Illar 5b: 3amucath B Google Sheets st aHaIUTHKK

Bcé aTo pa60TaeT AaBTOMAaTU4YECKH, 6e3 ydqacTusA 4yesioBeKa.

3aueM 3TO HYKHO
IIpoGaema 1: PydHoi BBOA JaHHBIX

Bes unrerpanuii: Hosiii kiieHT B CRM — MeHeKep BPYYHYIO CO3/1a6T KaPTOUKY B CUCTEME IIPOEKTOB — BPYYHYIO o6assisier B Google Sheets st

OTYETHOCTH — BPYYHYIO OTIIPABJIAET JJAHHBIE OyXranrepy.
C unrerpanusmvu: Hoblil kiinent B CRM — aBTOMAaTHUYECKH CO3/1aETCs TPOEKT, 3aIKCh B TabO/INIIE, YBEAOMIEHHE OyXraJTepuH.
IIpoGaema 2: HecMHXpOHU3UPOBAHHBIE JaHHbIE

Knuent o6HoBMI Tenedporn B CRM. B cucreme mojyiepskku ocrasncs crapsiid. B Mailchimp — Toske crapbrit. MeHe/kep 3BOHUT, He JI03BAHHUBAETCH,

TepsieT BpeMsi.
C unrerpanusamvu: Fsmenenune B CRM — aBroMaTu4yecKu OOGHOBIISETCS Be3Ie.

IIpo6Gsema 3: Iloreps aug0B

JIup 3anosiHui popMy Ha caiite B 22:00. [TuCbMO yIIaio B IOYTY, HUKTO He YBH/IEI. YTPOM JIN/] yrKe 3a0bUT MJIU HAIIIET KOHKYPEHTa.

C UHTEerpanusaMu: (I)opMa 3anosiHeHa — Jjuj, co3ziad B CRM — yBeoOMJIEHUE B Slack AEXKYPHOMY MEHE/KEPY — aBTOMAaTUYECKOe MHUCbMO KIIUEHTY

— 3ajiavya Ha 3BOHOK yTPOM.
IIpoGaema 4: OTCyTCTBHE €IUHON KAPTUHBI

JlaHHbIe 0 KJIHeHTe pa3bpocansbl: obuieHne B CRM, nmpoekTsl B Asana, JoKyMeHTHI B Drive, miatexu B Stripe, monep:kka B Zendesk. UTo6bI IOHATD

CTaTyC KJIMEHTA, HY?>KHO OTKPBITH 5 CUCTEM.

C unTerpanuaAMHu: Beé arperupyercs B omHOM MecTe — 00b19HO B CRM, KOTOpas CTAHOBUTCSA €AUHBIM HCTOYHHKOM ITPAB/IBL.

Cpasuenue miaatdgopm: Zapier vs Make vs n8n

Zapier
dunocodus: IIpocrora s HecreruaanucroB. No-code.

IIpeumymecrBa: - Camas Gosbinas 6ubnroreka uHTErpanuii (5000+ HprIokeHuit) - OueHs npocroir uHTepdeiic - OrpoMHOEe KOMBIOHUTH U

TOTOBBIE 11a0JI0HBI - Ha/1€3KHOCTh ¥ CTaOMIBHOCTD

Hepocrarku: - Jloporoii npu macinrabupoBanuu (omsara 3a KoaudecTBo 3a7ad — "tasks") - OrpanudenHas joruka (C/I0XKHbIE YCTIOBUSL TPYAHO

peannzoBaTh) - Hesib3st 1e1aTh IUKIIBI U CJI0KHBIE TPaHCHOPMAIUH JAHHBIX - JInHeiHas1 cTpykTypa (A — B — C), CJI0KHO /1e1aTh BETBICHUS

IlenooGpasoBaHue: - Free: 100 3a1a4/mecs1l, 5 Zaps (aBromarusanuii) - Starter: $19.99/mec, 750 3amay - Professional: $49/mec, 2000 3azau -

Team: $299/mec, 50,000 3a1a4 - Company: $599/mec, 100,000 3a/1a4

Koraa ucnoap3oBaTh: [[Jis IPOCTHIX HHTETPALIUH, €CJTH Y BAC HET TEXCIIEIUAIMCTOB U OI0/KET IIO3BOJISAET.

Make (6b1BIIMIT Integromat)
Pdunocodus: BusyanbHas cpesa 1Jis CJI0KHBIX crieHapues. Low-code.

IIpeumymecrsa: - Busyanbubiii pegakrop B cruiie flowchart (ouens HarisgHo) - IToazepkka CI0KHOM JIOTUKY: IUKJIBI, YCIOBUS, 06paboTKa
MaccuBOB - BerpoenHsbie Tpanchopmanuu gaHHbxX (mapeuar JSON, maTemMatndeckue oneparii, pabora ¢ garamu) - Jleressie Zapier mpu 60IbIINX

06bEMax - MOKHO JieJIaTh MapaijieJIbHble BETKHU U CJIOXKHbIE workflows

HepocraTku: - MeHbllle TOTOBBIX HHTErpanuii, 4eM y Zapier (1500+, HO OCHOBHBIE €CTh) - Bojiee KpyTasi kKpuBasi obyuenus - HTepdeiic moker

Kas3aTbCA IIEPETrPYKEHHBIM 1JII HOBUYKOB

IlenooGpaszoBanue: - Free: 1000 onepanwuii/mecsan - Core: $9/mec, 10,000 omeparnuii - Pro: $16/mec, 10,000 omnepanuii + IPOABUHYTHIE

dyukiun - Teams: $29/mec, 10,000 orneparuil + Kosuraboparus - Jlasee oriara 3a IOTOJTHUTEIbHBIE OIIePaIlii

Korga ucnosis3oBarh: ﬂflﬂ CJIOJKHBIX CIl€eHapHueB C yCJIOBUAMHU U TpaHC(:J[)OpMaI.U/IHMI/I JIAHHBIX, €CJIN €CTh YEeJIOBEK C 6a30BBIMH TEXHHUYECKUMU

HaBBIKaMH.
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n8n
®urocodus: Open-source, self-hosted, 1151 pazpabotuukos. Full control.

IIpeumymecrsa: - [TonHoctbio GecuiatHO npu self-hosted (craBure Ha cBoi cepBep) - Be3TMMUTHBIE aBTOMATH3ALUU H OIlepanuu - MOXKHO
mucats Koz (JavaScript) mpsamMo B Hozax - IToJIHBIN KOHTPOJIb HaJ, JAHHBIMU (HHUYEro He YXOJUT Ha CTOPOHHUE CepBepPbI) - BU3yayibHbINA pefakTop

Kaky Make - AkTuBHOE KOMBIOHUTH, IIOCTOSAHHOE PA3BUTHE

HepocraTku: - TpebyeT TeXHUYECKHX HABBIKOB (HYXKHO pa3BepHYTb HA CepBEPe, HACTPOUTH) - MeHblIle FOTOBBIX HHTErpanuil (400+, HO MOXKHO

HamucaTh cBou) - Her opunuanpHoi noaaepkku (ToJbKo KOMbIOHUTH) - Hy»KHO camomy obecriedyuBats uptime u 63Karbt
ITlenooGpasoBaHue: - Self-hosted: GecruiaTHo (TOJIBKO 3aTpaThI Ha cepBep ~$5-20/Mec) - Cloud (061aunblil BapuaHT n8n): ot $20/Mec

KOI‘I.la HUCHoJab30BaTh: Eciu ectb paspa60'mm< NI DevOps, XOTHTE TOJIHBIH KOHTPOJIb U I‘I/I6KOCTI), KpUTHUYHA IIPHUBATHOCTb JaHHBIX, WJIN

HY>XHbBI OU€Hb CHeIlI/I(t)PI‘-IHbIe HUHTEerpanuun.

CpaBHuTeJIbHaA TAGIUIIA

| Kpurepwit | zapier | Make | n8n |
| | | | |
| Tpocrora | Akrkk | ke | rersen |
| Kon-Bo wunrerpaumit | 5000+ | 1500+ | 400+ |

| Crnoxuocts storuKkn | Basosast | Tponsunyras | JroGast |

| Hena (manblii 00BEM) | $20-50 | s9-16 | s0-5 |

| Hena (Gonbwoit 06béM) | $300-600 | $50-100 | $20-50 |

| Busyammsauus | Jnneitnas | Flowchart | Flowchart |

| Kacromubiii koj | Her | Orpasmuenno | Hda (JS) |

| self-hosted | Her | Her | Hda |
| Hns xoro | Herexnapu | Tpopunyrsie | PaspaGorumku |

HOHyJIﬂpHI)Ie CIicHapumn I/IHTeI‘paIII/Iﬁ

1. FeHepausa JUI0B U EPBUYHAA 00padOTKA
Cuenapuii: JIux ¢ Be6-popmsbr — oGoramenne — CRM — yBegomieHus

Tpurrep: Popma ornpasnesa (Typeform / Google Forms / Tilda)

Iar 1: OGoramenue naHHBIX depe3 Clearbit
- Bsoj: email

— BbIBoji: Ha3BaHMe KOMIAHWM, pa3Mep, WHAYCTpUsi, COLCETH

Iar 2: Ilposepka email uepe3 Hunter.io
- Bamumasenit mm email?

- Ecim Her - crtom (He cozjaéM mp)

Ilar 3: Pacuér ckopa mujia
— Pasmep kommanmm > 100 uen: +20
— Wupycrpus = upeneBasi: +15
- VYkazan rteneon: +10
- Cymma = ckop
L
Iar 4 (ycnosue): Ckop > 50?
JA:
- Cosparb g B CRM co crarycom “Topstumii”
- HasHauuth Ha TON-MEHE/Kepa
- OrnpaButh SMS MeHeKepy
- Cospate cobbiTie B Google Calendar "Ilo3Bonutb mmpgy"

HET:
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- Co3parb qug B CRM co crarycom "Xomnopubmi"
- [Jo6aButh B Mailchimp mmcr "Nurturing"”

- Bamucath B Google Sheets st aHanUTHKK

HHcTpymenTsI: Zapier wiu Make + Clearbit + Hunter.io + CRM + Mailchimp + Slack

2, CuHxpoHusanua JaHHbIx Mexkay CRM u ApyrumMu cucreMamMu
Cuenapuii: CRM « CucremMa ynpasjieHHs IPOEKTAMM

Hanpasnenne 1: CRM - Asana

Tpurrep: Cnenka mepemna Ha stan "JloroBop mopmucan"
- Co3gath npoekT B Asana

- Ha3Banme mpoekTa = Ha3BaHHE C[EIKH

- JloGaBuTh 3ajjauM U3 [IAOJIOHA

- HasHaunTb KOMaHjly npoekTa

- YCTaHOBUTHL Jie[IaiiH U3 mojsi CRM

Hanpasnenne 2: Asana - CRM
Tpurrep: IlpoekT 3aBepmiéH B Asana
- O6HOBUTL cfieniKy B CRM: craryc "IIpoekT 3aBepmién"

- Cosparb 3agauy Menemkepy "IlogroroButh akt"

Hanpasnenue 3: CRM  Asana (/|ByCTOPOHHsISl CHHXPOHM3ALsl)
Tpurrep: M3menunack jara aepnaitHa B CRM

- OOGHOBHUTHL JaTy B Asana

Tpurrep: Msmenmnack jata B Asana

- Oo6HoBuTH JaTy B CRM

Baxxno: HykHa 3amura OT [UKINYeCKuX 00HOBIeHUH (YTOOBI M3MeHeHre B A He OOHOBJISIIO B, uTo 06HOBIIsIET A, uTO 06HOBIIsIET B...). O6BIYHO

JleJIaeTcs1 uepes MPoBepKyY: "U3MeHeHUe IPOU301LIo 60iee MUHYTHI Hazam?"

3. ABTOMaTHU3anusa MapKeTHHTa
Cueﬂapnﬁ: MyJI]:TPIKaHaJIBHa}I KaMIIaHUA HA OCHOBE IMMOBEACHUA

Tpurrep: Konrakr pobasnen B cerment "IIpocmorpen Tapucbl, He Kymun"
13

Henb 0:

- OtnpaButh email uepe3 Mailchimp "Ocrammcs BompochI? "

- Jlo6aButh B Custom Audience B Facebook jns perapreTunra

Jlenb 2 (ecam He OTKpbLT email):

- Ornpasuth SMS uyepe3 Twilio "CneumanbHoe mnpejjioxeHue s Bac"

Jlenb 2 (ecnm OTKpbLT email, HO He KIMKHYJ) :

- OrnpaButh email "Keiic: Kak Kommauus X yBeJIWYMsIa MPOJaKM"

Jlenb 5 (ecam He Kymmum) :
- Co3parb 3agauy Menepkepy "Ilo3BOHMTH, y3HATH NPUYMHY COMHEHHIT"

- Ornpasuth B Slack ysejomieHue
Jleub 7 (ecnm He Kymun) :
- Ornpasuth email "Ilocnepgnee npepnoxenne: ckmaka 20%"

- Ecm KIIMKHYJT = YBEIOMJIEHUE MEHEJDKEPY B PEalbHOM BpPEMEHU

Ecmm kymun Ha mroGom oTarme :

- Yjamre U3 Bcex nurturing-kammnaHui
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- [Jo6aButh B cermeHT "HoBble KiMeHTbI"

- Banyctuth welcome-cepuio Jisi KJIMEHTOB

HNucrpymenTtbr: Make + CRM + Mailchimp + Twilio + Facebook Ads + Slack

4. ABTOMaTH3aIHA JOKYMEHTO000pOoTa
Cuenapnﬁ: I‘eHepauna U IIoANNUCaAaHUuEe JOKYMEHTOB

Tpurrep: Cpesnka nepemta Ha stan "Cuér ommauen"
1
Ilar 1: IlomyunTth naHHble cpenku 3 CRM
1
Ilar 2: I'eHepauusi AOKyMeHTa
- Bsare wabnon jlorosopa u3 Google Docs
- 3aMeHUTb INepeMeHHble JaHHbIMM 13 CRM
- KonBepruposath B PDF
- 3arpysuth B Google Drive
L
Iar 3: OrnpaBka Ha mopnuch uepe3 DocuSign
- Ilomyuareneii :
1. IOpucr xommanuu
2. OUHAHCOBBI UPEKTOP
3. KimenT (mocne BHYTPEHHMX IOJMUCEN )
13
Iar 4: Oxwupganwe nopmucanusi (webhook or DocuSign)
- Korga Bce nopmmcamm:
- 3arpy3uTh NOJMMCAHHBIA JOKyMEHT B CRM
- OO6HoBUTL craryc cpuenku: "JloroBop mopmucan"
- Cosjarb mpoekT B Asana
- VYBejomnenne komanjae B Slack
- Cospate cuér-chakTypy (eciam Tpebyercs)

- OTI'IpﬂBV[TI: JIAHHBIC B 6yXFaJITCpV[IO

HHcrpymenTsr: n8n + CRM + Google Docs + Google Drive + DocuSign + Asana + Slack

5. AHAJINTUKA ¥ OTYETHOCTH
CueHapuii: ABTOMaTHYECKHE COOP JaHHBIX IS Aamoopaa

Pacrmcanne : Kaxppni geds B 9:00
4

Iar 1: Ilomyunte AaHHbIE M3 CRM
- KonyecTBo HOBBIX JIHMJOB (BYepa)
- KomyecTBo HOBBIX CJENOK (BYepa)
- CyMmMma 3aKpbITbIX CAENIOK (Buepa)
- KonBepcusi nmmji = cjienka

- Cpeaunit uex

Iar 2: IlomyunTh AaHHBIE M3 PEKJAMHBIX KaOUHETOB
- Facebook Ads API: 3arpaThl, IOKa3bl, KIMKW, JHjibl

- Google Ads API: 3arparhl, I[OKa3bl, KIMKW, JIWJbI

Iar 3: IMomyunTh JaHHBIE M3 caiTa

- Google Analytics API: BM3WTBI, WMCTOUYHMKM Tpaduka
Iar 4: Pacuér Mmerpuk

- CPL (cost per lead) = 3arparsl / Jlugsl

- CAC (customer acquisition cost) = 3arparsl / KimeHTsl
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- ROI = ([loxox - 3arparel) / 3arparsl

Ilar 5: 3amuch B Google Sheets
- Jlo6aBUTL CTPOKY C JJAHHBIMH 3a BYepa

- I'pacyki OGHOBISIOTCSI aBTOMATHYECKU

Ilar 6: I'enepauusi oruéra
- Co3pgarb PDF C KIIOYEBbIMH METPUKAMU
- OrnpaButh Ha email pykoBoauTENSIM

- Ony6mikoBath B Slack-kanane

HNHcrpymenTsr: Make + CRM API + Facebook Ads API + Google Ads API + Google Analytics API + Google Sheets + Slack

6. Iloaaep:xka KJINEHTOB
Cuenapuii: Tuker B moaaep:xke «— CRM

Tpurrep 1: Hosbiit Tuker B Zendesk / Helpdesk
- IlpoBeputhb: ecThb nM email knamenta B CRM?
HOA:
- [lo6aBuTh npUMeYaHWe B KapTOUKy KIMEHTa
- Ecim VIP-KIMEHT - MNOJHATH NPUOPUTET TUKETA
- YBEOMUTH NEPCOHATILHOIO MEHe[Kepa
HET:
- Cosyiath KOHTakKT B CRM

- Jlo6aButh Ter "OOGpaTmics B MOIEPKKY 0 TOKYNKH"

Tpurrep 2: Tuker pemén
- OGHoBUTb B CRM: IOCJIE/IHEE B3aUMOJIEHICTBIE = CErOJiHs
- OrnpaButh uepe3 24 uaca ompoc NPS

- Ecim ouenka < 7 - cos3garh 3ajauy MeHekepy “CBsi3aTbCsi, BbISICHUTH MPUYMHY HEOBOJLCTBA'"

Tpurrep 3: Tuker ne pemén 48 wacos
~ Dckanauysi: yBeJIOMJIEHHe DPYKOBOJMTENO MOYIEPKKHI

- Ilpumeuanne B CRM: "IIpoGrnema He pemieHa poiro"

HNucrpymenrsbr: Zapier + CRM + Zendesk + Email

7. HR 1 oHOOpAUHT
Cuenapuii: HoBbIi cOTpyaHHK

Tpurrep: Hosas 3anmch B HR-cucreme (BambooHR / Workday) co crarycom "Ilpumst”
13

Iar 1: CospgaTb yYéTHblE 3amucH

- Google Workspace: cosgarb email @company.com

- Slack: co3jartek akKayHT, [00aBUTb B KaHAJbI

- Asana: CO3/[aTh aKKayHT, J00aBUTh B pabGouyee MPOCTPAHCTBO

- CRM: co3jarh MNOJb30BaTENsl C MpaBaMu (B 3aBUCHMOCTH OT JIOJDKHOCTH )

Ilar 2: OrnpaBka welcome-marepHanoB
- Email ¢ MHCTPYKUMSMM MO NEPBOMY BXOJY
- JlocTyn K KoprnopaTuBHoil 6a3e 3Hamuil (Notion / Confluence)

nd KaﬂeH}:l'deOe NpUrjalieHne Ha OH6OP)1V[HI"—BCT]J€‘|)/

Ilar 3: Cospanne 3aga4 OHOOpPJMHTA
- Asana: co3fgaTh npoekT "OunGopmunr [Mwms]"
- Jlo6aBUTb YeK-JCT 3afau Ha nepBble 30 pHeir

- Haznauutb MEHTOpa
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Illar 4: YBepomieHus
- Slack: moct B KaHane #general O HOBOM COTPY/JHHKE

- Email HR u pykoBoputemo: "OnbopauHr samymien"

HHcTpymeHThI: Zapier + BambooHR + Google Workspace + Slack + Asana + CRM

ITocTpoeHUEe CI0KHBIX aBTOMAaTHU3AINN

IIpyHIUIIBI IPOEKTUPOBAHUA
1. Haunnaiite ¢ KapThI Iponecca

IIpex/ie ueM CTPOWTH aBTOMATH3ALMIO, Hapucyiite Ha Gymare (nau B Miro/Figma) Beck mponecc: - Yto siBisiercss Tpurrepom? - Kakue JaHHbIE

HYy>KHBI Ha KQ)KIOM 1iare? - Kakue ycjioBHsA U BeTBJIeHUA? - UTO JO/KHO IIPOU3OUTHU B HTOTE?
2. MoayJIbHOCTB
Paz6uBaiiTe cJI0’KHBIE TPOIIECCHI HA OT/le/IbHbIE aBTOMATHU3aUH. JIydIre HMeTh 5 IPOCTHIX, YeM 1 OTPOMHYIO i HEIIOHATHYIO.

IIpumep: - ABromarusanus 1: JIug — oboramenue — CRM - ABromarusanus 2: Hosbiit sty B CRM — yBeomsieHus - ABromarusanus 3: HoBbIi

sz B8 CRM — nurturing-kammanust

Tak Jierde TeCTUPOBATh, OTJIAYKUBATH U I1O//IEPKUBATD.
3. O6paGoTKa oHIGOK

Bcerpa qymaiiTe: 4TO MOXKET IIOWTH He TaK?

IMpumep :

Illar: Cospath KOHTakT B CRM

IIpoGnembl ¢
- A ecim KOHTakT ¢ TakuM email yxke cymecTByer?
- A ecrm API CRM HefOCTyNeH?

- A eciu o0si3aTeNbHOE TOJie HE 3aroJIHEeHO?

Pewenns :
— Ilepen cosjanveM: NpPOBEPUTH CYLIECTBOBAHME
- Ecmu API HejlocTymeH: MOBTOPUTL uepe3 5 MHUHYT (retry)

- Eciau mosne He 3amofiHEHO: 3amoJIHMThH 3HAYEHWEM IO YMOJTYaHUIO WM TPONYCTUTH

B Make 1 n8n ectb BCTpOEHHbIE MeXaHI3MbI 06PabOTKY OMIMOOK U retry. VICIoib3yiTe ux.

4. JlorupoBanue

BamnuceiBaiiTe KIoueBbie coObITrs apTromaru3aruu B jior (Google Sheets, Airtable vt BHyTpeHHUI JIOT CHCTEMBI):

Timestamp | Asromarmsaums | Tpurrep | Pesymbrar | OwmGku
2024-03-15 14:23:15 | Lead-to-CRM | New lead from form | Success | -

2024-03-15 14:25:32 | Lead-to-CRM | New lead from form | Failed | CRM API timeout
9TO MOMO’KET IIPH OTJIaziKe ¥ MOHUTOPHHTE.
5. TectTupoBanue

Hepe;:[ 3aIlyCKOM B NPOJAKIIH: - HpOTeCTprﬁTe Ha TECTOBBIX /IAHHBIX - HpOBepre BC€ BETBJIEHUA (ean €CThb yCJ'IOBI/IS{) - yﬁe[[I/ITeCI), qTo

oumnbOoYHbIe JaHHBIE He JIOMAOT IIpoLiece - 3aIyCTUTe Ha HeOOJIBIION IPyIIe PeaTbHbIX JaHHBIX

IIpoABUHYTHIE TEXHUKH

Webhooks
Webhook — 370 ¢110c06 m0JIy4aTh yBeAOMIIEHHS B PEAILHOM BPEMEHH, KOTZIA YTO-TO IIPOMCXO/UT B IPYTOM CHCTEME.

IIpumep:
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O6brunbIil nozxo (polling):

Kaxpple 15 MuHyT:
- Ilpoeputh: ecTh 1M HOBblE cjienku B CRM?

- Ecim ecTb - BbINONHUTL JCHCTBUS
IIpo6iema: 3a/iepKKa /10 15 MUHYT, JIUIITHIE 3a1pOCchl K API.
TTonxoz ¢ webhook:

CRM HacTpOeH OTNnpasisaTh webhook B MOMEHT CO3[aHusl CHENKU
- Make/n8n mnojyyaeT yBEJOMJEHHE MIHOBEHHO

- Cpa3sy BbINOJHSET JHCTBUS
IIpenmyiecTBa: HeT 3a/IePXKKU, SKOHOMUS OIIePAIUH.

BoBIIMHCTBO COBpEMEHHBIX cucTeM moaep;xuBawoT webhooks. Mure B nokymenraruu API paszgen "Webhooks" wiu "Real-time notifications".
!

Tpancdopmanusa JaHHBIX
YacTo JaHHBIE U3 OJTHOHM CHCTEMBI He MOJXO/IAT HAIPAMYIO Juist Apyroi. HykHbl TpanchopManuu.
IIpumep:
CRM BosBpamiaer zary B ¢popmare: 2024-03-15T14:23:152 Google Calendar oxkuzmaer: 2024-03-15T14:23:15+03:00
Hy>xHO 11peo6pa3oBaTh 4acOBOU MOSIC.
B Make u n8n ecTb BcTpoeHHBIE GYHKIUY /711 PAOOTHI C JaTaMHU:
{{parseDate(crm_date, "UTC") | formatDate("YYYY-MM-DDTHH:mm:ss+03:00")}}

Jpyrue yacreie TpaHcpopmanuum: - Crielika mosei: {{firstName}} {{lastName}} - Maremartuka: {{price * quantity}} - YcioBus:
{{if quantity > 10 then price * 0.9 else price}} - Ilapcunr JSON: u3 CTPOKH H3BJeYb KOHKDETHOe IoJie - PaboTa ¢ MaccuBaMu:

¢unpTpanus, COpTUPOBKA, IPYIIIIPOBKA

I{uKJIBI ¥ IAKeTHAsA 00padoTKa
VHOT/Ia Hy?KHO BBIIIOJTHUT /IeACTBUE /1A CIIHCKA 9IEMEHTOB.
IIpumep:
Tpurrep: HoBslil 3aka3 ¢ 5 Topapamu 3azava: [lJisi KaykI0ro ToBapa IPOBEPUTH OCTATOK Ha CKIIa/ie
1. IMomyunTh CIMCOK TOBApOB M3 3aKasa
2. Jlns Kaxjaoro Toapa:
nd Sal'lpOCl/lTb OCTAaTOK B CHUCTEME CKJIA/ICKOro y'—léTa
- Ecmm octatok < KOJIMYECTBO B 3aKase:

- OtnpaButh yBefomyienne B Slack

- Cosparh 3ajjauy 3aKynKu

B Make 1 n8n at0 fiestaercst uepes ureparopsi (iterators) MIu BCTPOEHHBIE IIUKJIBL.

HTTP-3anpocel 1 kacToMHbIe API
Eciiu Hy?>KHOTO IPUJIOKEHUSA HeT B OUOIHOTeKe MHTETPAIHii, MOXKHO Hctosb3oBath HTTP-3ampocs! Hanpamyio k APL
IIpumep: HHTErpanus ¢ KACTOMHOM BHYTPEHHEH CHUCTEMOM

Illar: HTTP Request
Method: POST
URL: https://internal-system.company.com/api/customers
Headers:
Authorization: Bearer YOUR_API_TOKEN

Content-Type: application/json

Body:

{
"name": "{{contact_name}}",
"email": "{{contact_email}}",
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"company": "{{company name}}"
}

Tak MOKHO HHTEIPHPOBATH C YeM YTOIHO, Y KOro ecTb API.

ITapajuiesibHOE BBINIOJIHEHME
MHOT/Ia HY?KHO BBIIIOJIHUTH HECKOJIBKO ZIEHCTBUI O/THOBPEMEHHO.
IIpumep:

Hogas cuenxa co3gana. Hyxuo: - OrnpaButs yBegomtenue B Slack - CosznaTsb mpoekT B Asana - Jlo6aButhb konrtaxt B Mailchimp - 3anucars B Google

Sheets
ITu AefCTBUA He3aBUCUMBL. He HY»KHO K/IaTh 3aBEPIIEHHUsI OHOTO, YTOOBI HAYATH JIPYTOE.
B Make MOKHO €O3/1aTh IapaJljieJIbHbIE BETKU:

Tpurrep: HoBast cpenka
|——> Slack notification
|——> Create Asana project
|- Add to Mailchimp

L Log to Google Sheets

Bcé BeImosHseTCS OJHOBPEMEHHO. IJKOHOMUT BpeMs.

BeszomacHocth u best practices

Yupasiaenue API-kiaoyamu
Murerpanuonnble waTGopmMbl TPeGYIOT A0CTyIIA K BalIuM cucremam yepe3 APL. 910 o3Havaer, 4TO BbI JJaETe UM KJIIOUH.
IIpaBuiia Ge30MacCHOCTH:

1. MunumasibHbIe mpaBa: CosziaBaiite API-TOKeHbI ¢ MUHUMAJIBHO HEOOXOUMBIMHY TpaBaMu. Ec/Ii aBTOMaTH3aIUsI TOJIBKO YUTAET JJAHHbIE —

naire read-only TokeH.

2. OTHe/JbHbIE TOKEHbI A Ka)KIOW aBTOMATHU3amuMu: He WCIONMb3yiTe OMH MacTep-KIodu Ha Bcé. Tak jierde 0To3BaTh JOCTYI TIPH

npobiiemax.
3. PeryssapHasa poranusa: Mensiite API-xitoun pas B 3-6 MecsAIeB.
4. MoHuTopuHr: Orciexusaiite aktusHocTb APL. Eciu BAPYT KOJTHMUYECTBO 3aIIPOCOB PE3KO BBIPOCIO — BO3MOKHA yTeUKa KJI0Ya.

5. Self-hosted nia kpuTUUHBIX AaHHBIX: Eciau paGotaere ¢ 0co060 UyBCTBUTEIBHBIMM JaHHBIMH ((DUHAHCHI, MeAMIINHA, IIEPCOHATbHBIE

naHHble), pacemorpurte self-hosted pemenue (n8n Ha BamieMm cepsepe).

TecTroBas cpesa
Huxkorza He TecTUpy#iTe aBTOMAaTH3AI[UU HA GOEBBIX IAHHBIX.
Cospaiite TecToBble akkayHTHI: - TecroBeiit CRM-akkaysT miu sandbox - Tecrossrit Slack-kanai - TecToBbli TpOeKT B Asana - U T.J.

3armyckaiiTe aBTOMaTH3aI[UU CHAYaJIa B TecToBOU cpezie. Korzma Beé paboTaeT — nepeHocuTe B IPOJIAKIIIH.

JloKyMeHTHpOBaHUe
Yepes mosirozia Bl 3abyzere, Kak paboTaeT Bala aBToMaTu3ansi. JJoKyMeHTHpyTe:

Haspanne: Jlug ¢ copmbl B CRM c oboraieHnem
Ilenb: ABTOMATHUECKHM CO3[[aBaTh JMAbI B CRM mnpy 3amoiHeHnd (opMbl Ha caiiTe, OCOralmaTh JAaHHBIMM O KOMIIAHUM
Tpurrep: Hosast 3amuck B Google Forms "3asiBKa Ha KOHCYJILTAUMIO"

Jloruka:

1. TomyunTs panubie w3 Qopmbl (nmsi, email, kommanusi, TenedoH)
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2. Oo6oratuth uepe3 Clearbit (pa3mep KOMIAHMM, WHIYCTpHS)

3. PaccuuraTh cKop Imjia

4. Cozpgath 1 B amoCRM

5. Ecim ckop > 70 - yBegomienne B Slack @sales-team

6. Jlo6aButh B Mailchimp mmcr (hot/cold B 3aBHCMMOCTH OT CKOpa)

Hcnonb3yemble CUCTEMBI

- Google Forms (Tpurrep)

- Clearbit API (o6oraieHue)
- amoCRM (co3janue Jmja)

- Slack (yBegomieHus)

- Mailchimp (mapkeTusr)
API xiroun Xpausitcss B: lPassword, manka "Integrations”

Asrop: Heanos U.U.
Jara cospanmusi: 2024-03-15

Tlocnennee obHoBienne: 2024-03-20

MOHUTOPHHT U AJIEPTHI
Hacrpoiite yBezjoMmeHus o npobsemax:

Ecnm aBromarusauysi majaeT ¢ OLIMOKON ¢
- OrnpaButh email agMuHy

- Ornpasuth B Slack-kaHan #tech-alerts

Ecnu aBromarusaums He 3amyckamach > 24 uaca (a JOJKHa Oblia) :

nd HpDBCpVITb: BO3MOXKHO CJIOMQICS TpUITEp

B Make u n8n ecTb BCTpOEHHBIE MeXaHU3MbI YBEIOMJIEHHH 06 omubkax. B Zapier — miaTHas ¢puda Ha MPOJABUHYTHIX TapHdax.

Compliance u GDPR
Ecsu paboTaere ¢ nepcoHaIbHBIMU TaHHBIMU KIHeHTOB u3 EC, yuutsiaiite GDPR:

« JlaHHBIE T0JDKHBI 00pabaThIBATHCS 3aKOHHO U IIPO3PAYHO
« KimeHT nMeeT npaBo 3HATHh, Ky/ia IEPeIAIOTCA €0 JJaHHbIE

. HOJ’I)KHa OBITH BOBMOYKHOCTh YAQIUTD JaHHBbIE 110 3alIPOCy KJINeHTa

ITpu uHTerpanuAx uyepes Zapier/Make gaHHbIe IIPOXOZAT UYepe3 UX CePBEPHL. ITO MOXKET OBITh IIPO6GIIEMOH JIIs CTPOTO PEryINpPYyeMbIX HHAYCTPHU. B

TaKUX CIyvasx ucrosbayite self-hosted n8n.

Ketic: [TocTpoeHH€E MOJTHOM MHTETPAIMOHHOM 9KOCUCTEMbI

Komnanusa: AreHTcTBO IMGPOBOro MapKeTHHTA, 15 YeJI0BEK

TexHosormueckuii crex: - CRM: HubSpot - IIpoekrsl: Asana - Jlokyments:: Google Drive - Kommynukauwms: Slack - Email-mapkerunr:

Mailchimp - 3Bonku: Zoom - Yuér Bpemenu: Toggl - ®unancer: QuickBooks - ITogzepskka: Intercom
IIpoGsema: Bee cucreMbl H30IHPOBaHbL MeHeKephl TPATAT 2-3 Uaca B ZIeHb Ha KOIIMPOBAHIE JAHHBIX MEXK/[y CHCTEMaMU.
PelleHue: 12 KII0YEBBIX AaBTOMATH3AIMH

1. Jluporenepauus

Typeform - oGorauenue Clearbit - HubSpot - Slack

2. Ksammdukamms nigos

Hosbnit mui HubSpot - paccumraTh CKOp - €ClM TOpsiumMii - 3BOHOK uepe3 Zoom API - ygefomsienne B Slack

3. IIpoexThbiii workflow
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Cpenka "Bbmrpana" HubSpot - cosjarh npoekT Asana - NPUIJIACUTL KOMaHJy - co3jaTh nanky Google Drive

4. Ynpapnenue 3ajauamu

HoBast 3amaya Asana - cuHXpOHM3MpoBaTh ¢ HubSpot - 0OHOBIEHMS Tyma—-0OpaTHO

5. JIOKyMeHTOOGOpOT

Cpesnka TOANMCaHa - TEHEPUPOBATH JI0roBOp Google Docs - mnoamuch DocuSign - coxpanuth B Drive - oGHOBMTH HubSpot

6. Yuér BpemeHu

IpoekT 3aBepmién Asana - cobparh jgaHHble Toggl - paccuMTaTh (hakTHUecKyio Mapxy - o6HOBUTH B HubSpot

7. BbicTaBneHne cueToB

TTpoekT 3aBepmiéH - co3gaTh cuéT QuickBooks - OTNpaBUTL KIMEHTy - NpM Omiate - oGHOBHTL HubSpot

8. Tlomiepxkka KIMEHTOB

Hosbli Tuker Intercom - nposeputh cTaTtyc B HubSpot - ecin VIP - NOBBLICUTH NMPUOPUTET = YBEOMUTbL MEPCOHANLHOIO MEHE/XKEepa

9. ExXeHefenbHasi OTYETHOCTH

Kaxppiii nonenenshnk 9:00 - cobpare jaHHble HubSpot, Asana, QuickBooks - creHepupoBaTh OTYET - oTnpaBuTh B Slack

10. OHOOpAMHT KIMEHTOB

Hosbnt kimenT - welcome-cepus Mailchimp - Opud uepe3 Typeform - 3amnaHnpoBaTh KUKO(M(-MUTHHI Zoom

11. KoHTponab jenaitHoB

Kaxjipiii ienb = TmpoBepuTh TpUOmMKalolecs Je/ulailibl B Asana - 3a 3 JHS - yBEJIOMICHHE MEHePKepy - 3a 1 JieHb = YBEJJOMJICHHE KJMEHTY

12. Coop obGpaTHOil CBsI3M

IlpoekT 3aBepmiéH - wyepe3 7 [Hell - aBTroMaTHyeckuil onpoc NPS - pesynbraThl B HubSpot + Google Sheets

UncrpymenTsr: Make (ocHoBHas mwiatdopma) + n8n (7151 CJI0KHBIX KACTOMHBIX HHTErPALIHA)

PesysabTaThl: - Bpemsi Ha py4HOil BBOJ| IaHHBIX: -85% (€ 30 4acoB/HeIEIIO 110 4 4acoB) - OmubOKY B JaHHBIX: -90% - CKOpOCTh 00PabOTKH JINIOB:
+60% - Knuentckuil cepsuc: +40% (6osiee GpIcTpble OTBETHI Gi1aroiaps aBTOMaTUYeCKUM yBesioMieHuAM) - ROI nHTerpanuoHHo# m1atdopMsl:

800% 3a nepBbIi TOf,

3akJaoueHue

MHurerparnuoHHble m1aTGOPMbI — 3TO KJIeH, KOTOPBIH COeIMHAET BCe Ballly OM3HEC-UHCTPYMEHTHI B €MHYI0 9KOCUCTeMY. IIpaBUIIBHO TOCTPOEHHbBIE
HUHTerpanuun:

1. DKOHOMAT BPeMsI — HIKAKOT'0 PyYHOT'O KOTIMPOBAHUA JJAHHBIX

2. CHIZKAIOT OIIMOKM — aBTOMATHYeCKasA CHHXPOHU3AIUA = BCET/IA aKTyaIbHbIE JAHHBIE

3. YCKOPAIOT NPONECChI — JIEHCTBUSA IPOUCXOAT MTHOBEHHO, 6e3 YeJIOBEYeCKUX 3a/IepIKeK

4. MacmraGupyrOTCsa — 0/[HA aBTOMATU3ALUsI MOKeT 00pabaThIBATh THICSYU COOBITUI

5. /lal0T eAUHYI0 KAapTUHY — BCE JAHHBIE aTPETUPYIOTCS B OHOM MeCTe
PexoMeHZaMM 10 BHIOOPY miargdopmbi:

e Zapier — ecyiu y Bac HeT TEXCIEI[HAIICTOB U HY)KHBI [IPOCTbIE HHTETPALIUU
» Make — ecyu Hy»KHa CJIOKHAs JIOTHKA, HO €CTh YeJIOBeK ¢ 6a30BBIMH TeXHUUECKUMH HaBBIKAMH

* n8n — ecsu ecth pa3pabOTUNK, KDUTUYHA IIeHA WU IPUBATHOCTH JIAHHBIX
C uero HavyaTh:

1. Beibepure camyro 60s1e3HEHHYI0 TOUKY (T7ie 60JIbIIe BCero pydIHoi paboTsl)
2. ITocTpoiiTe O/IHY IIPOCTYI0 aBTOMATU3AIIMIO JIJIsI PEIIEHUS 3TOH IPO6IeMbI
3. I3mepbre pe3yapTat (CKOJIbKO BpEMEHHU COKOHOMHUJIH)

4. Macmrrabupyiite: Hal[uTe CIeAYIONIYIO IPO6IeMy, aBTOMaTU3UPYITe eé
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5. LIepes 6 MecCAILEeB y Bac 6y11eT JKocucremMa u3 JeCATKOB aBTOMaTHSaHI/II‘;I
He nbrraiirech aBTOMaTUu3upOBaTh BCé cpasy. Manenbkue HOGEHBI, IIOCTEIIEHHOE HapallhuBaHUe.

B cienyronem ypoke mMbl pazbepém MobmiabHyro CRM u paboTy B MOJAX — Kak OpraHu3oBath 3(PpGdeKTHBHYI0 paboTy BBIE3/THBIX MEHE/IKEPOB,

KypPbepOB, CEPBUCHBIX MHKEHEPOB U JIPYTHX COTPY/THUKOB, KOTOPBIE PEJIKO OBIBAIOT B oduce.

I'maBa 20. MoouiasHass CRM u padora B moJiax

BBeaenmue

He Bce cotpy/iHuKH paboTaloT 3a KOMIIBIOTEPOM B oduce. Bbies iHble MeHePKephbl BCTPEUAIOTCs ¢ KIMEHTaMU Ha UX Tepputopun. Kypsepbl pa3BossaT
3axasbl. CepBUCHBIE HH)KEHEPHI BBIE3KAIOT Ha OOBEKThl. TOProBBIE INPEAICTABUTENN OOBE3IKAIOT JIECATKH Mara3uHOB B JieHb. [ Bcex HUX

KOMITBIOTED — HE OCHOBHOU MHCTPYMEHT pa6oThl. OCHOBHOM HHCTPYMEHT — cMapTQOH.

ITo mauueiM Salesforce, 65% COTPYAHUKOB OT/eia MPOAAK PaboTarT BHe odrica GOJIBIIYI0 YacTh BpeMeHU. [Ipu aToM 73% M3 HUX HUCIIOJIB3YIOT
syHble cMapTdoHbl s paborel. MobwnsHas CRM mepecrasia ObiTh nice-to-have — sro must-have st 1060#f KOMIAHUU C IIOJIEBBIMU

COTPY/THUKaMHU.

B sTom ypoke MbI pa3bepéM: Kak opraHuszoBaTh 3¢@dekTuBHy0 paboTy yepes MoOmibHBbIe npunoxeHus CRM, kakue (QyHKIUU KPUTHYHBI JJI
IIOJIEBBIX COTPY/IHHKOB, KaK HCIIOJIb30BATh TeOJIOKAIHI0 U O(dJIaiH-pe:KHM, KaKk KOHTPOJIHPOBATh PaboTy 6e3 MHUKPOMeHe/PKMEHTa, M KaKHe

METPUKH ITOKa3bIBAIOT PeaTbHyI0 3G (EKTUBHOCTh MOOUIBHOM KOMaH/IbI.

OcoGeHHOCTH PA0OTHI B IMOJIAX

OTanuus oT 0PHUCHOM PAGOTHI
1. OrpaHMYeHHOE BPEMA HA yCTPOICTBE

OducHbINl MEHePKeP MOKET IOTPATUTD 15 MUHYT Ha 3aIl0OJHEHHe KaPTOUKU KJIMEHTA. Y BBIE3/IHOTO MEHe/Kepa BCTpeva JIIUTCS Yac, U3 KOTOPBIX

MaKCHMYM 5-7 MUHYT MOKHO TOCBATUTh CRM — ocTasIbHOE BPeMS HYKHO OOLIAThCSA ¢ KIIMEHTOM.
2. HecTaOW/IbHBIA HHTEPHET

B oduce — crabumpupiii Wi-Fi. B mosie — MOGHIBHBIN HHTEPHET, KOTOPBIH MOXKET Iponazarth B jnudTax, HoABaIAX, YAAIEHHBIX paiionax. CRM

JoJDKHA paboTaTs odIaiiH.
3. PaGoTa oaHOI1 pykoit

IToneBoil cOTPyIHUK yacTo paboTaeT Ha XOAy, Jep:ka TeaedoH OHOU PyKol (B Apyroi — cyMmKa, o00pasibl, HHCTPYMeHThI). UHTepdelic nomKeH

OBITH MAKCHMAJIBHO [IPOCTBIM: KPYITHbIE KHOIIKU, MUHUMYM TEKCTa, ObICTPBIE IEHCTBHSL.
4. MHOKECTBO JJOKAIHA

3a /leHb BBIE3ZTHON MEHEKED MOXKET IIOCETHTh 5-10 KJIMEHTOB B PA3HBIX YaCTAX ropoja. HykHa MapLIpyTH3amys, TeoJIOKalys, KOHTPOJIb

TIOCEIeHUH.
5. HeoG6xoaumocTs GhICTPOI purcamuu

MeHe/pKep BBIIIET OT KJIMEHTA, MOKAa WJET K MAIINHe, HaZl0 OBICTPO 3apUKCHPOBATh UTOTH BCTpeud. Uepesd 10 MUHYT OH yKe 3a0y/ieT JIeTayIu.

WHuTepdeiic noKeH MO3BOJIATD 3AIIUCATD CYTh 32 30-60 CEKyHI.

Tunbl M0JIeBbIX COTPYAHUKOB
Brle3iHbIE MeHeKephI o npoaa:xkam (B2B)
B3ajaun: - Berpeuu ¢ KIMeHTaMy Ha UX TEPPUTOPUH - [Ipe3eHTauu IpO/yKTOB - 3aKIIUYEHHE 0r0BOPOB - I1o/iep;kaHre OTHOIEHUI

Yro Hy:kHO OT MOOMIbHON CRM: - NHbopManus o KIHeHTe mepes Berpeueil - Vicropusi B3anMo/ieicTBuii - BodmorkHOCTh 661cTpO co3zaTh KIT -

@dukcaius J0roBOpEHHOCTEH - [[1aHnpOBaHue CIIe/lyIollel BCTpeun
Toprossie npeacrasureau (FMCG, onr)

3azaun: - O6X0/ Mara3uHOB/TOPrOBBIX TOUEK 10 MapIupyTy - [Ipuém 3axas3oB - KoHTposIb BEIKIALKU TOBAapa - MepuaHAai3uHr
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UYro Hy»kHO: - MapupyTsl 06xo/a - baza TOproBeIx Touek Ha Kapre - BblcTpoe cozzanue 3aka3oB - PoToduKkcaIusa BHIKIaAKH - KOHTPOIb OCTaTKOB U

J1IeOUTOPCKON 3aJ10JIKEHHOCTH
CepBUCHbBIE HHIKEHEPHI

3anaun: - Bble3nbl Ha OOBEKTHI /I PEMOHTa/00CIy)KMBaHUA - JIMarHOCTHKA M YCTPAaHEHHWE HEHCIPAaBHOCTEH - YCTaHOBKA 0OOPYJOBaHHA -

Koncynpramuu

Yto Hy’KHO: - 3asIBKH Ha 00CJIy:KMBaHHUE C omnrcaHueM mpobiemsl - Vicropust obciykuBanus oobekTa - baza 3HaHUi / MHCTPYKIUU - PUKcamus

BBIIIOJIHEHHBIX paboT - PoTo /10/110Cs1€e - [TOATIICh KIIHEeHTa Ha aKTe
KypbepsI 1 JIOTHCTUKA
Banaun: - JlocraBka TOBapoB/IOKyMeHTOB - IToaTBep:k/ieHne nostydeHus - Coop oraTsl

Yro HY>XHO: - CHucox 10CTaBoK ¢ azapecamu - OHTI/IMI/I3aLII/l$I Mapuipyra - CTaTyC JIOCTaBKHU B peaJIbHOM BPEMEHHU - HOﬂHI/ICB TosryqaTesisd - Qdukcarus

OILTaThI
MeaunuHCKHe IpeICTABUTE TN
3azaun: - BUsHUTHI k BpauaM U B KJIMHUKH - IIpe3enTarus npenapatos - Coop feedback - Ocrasienue o6pasios

Uro HyxHO: - basa Bpauell M KIMHUK - PacnucaHue BU3HTOB - IlpeseHTalMoHHBbIE Marepuanbl obiaiiH - Yuér obpasnoB - Compliance

(COOTBETCTBUE PETYJIAIUAM)

KiaroueBbie pyHkmun moomwibHo CRM

1. OdaiiH-peRumM

IIpoGyaema: MeHeKep CIyCKaeTcs B METPO FJIM 3aXOAWT B 37[aHME C IUIOXHM CHUTHajIoM. MoOGuiabHOe NpuioikeHHe 6Ge3 odaiH-pexuma

IIpeBpaIaercs B 6eCIIOIe3HbIA KUPIINY.
Pemrenmne: ITprioskeHne T0KHO KEITHPOBATh JaHHbIE JIOKAIBHO U CHHXPOHH3UPOBATh IIPU MOSABJIEHHN HHTEPHETA.

Yro mo/kHO paGorarb oduiaiH: - [IpocMOTpP KapTOUeK KJIMEHTOB U ciesok - CosjaHue 3a7a4d u coObiTuil - JlobaBieHne IpuMedaHuid u

KOMMEHTapHeB - 3BOHKHU KJIHeHTaM (HoMepa I0CTYIHbI odiaiin) - [IpocMOoTp KasleHAapsi 1 MapuIpyToB

Yro Tpebyer oHuaiH: - OTmpaBka JOKyMeHTOB Ha email - MHTerpanus ¢ BHemHuME cepBucamu - Jlocryn k ¢aitam B obsake (ecin He

3aKelnpPOBAHbI)
Kak paGoTaer CHHXpOHU3aIUA:

Odpnaitn-pieiicTpye :
1. Menempkep 06aBiseT NpUMevaHne K KIMEHTY B METPO
2. JlaHHBIE COXPAHSIOTCS JIOKAJIBbHO B MaMsTH yCTPOWCTBA

3. B craryc-06ape mosiBisiercss uKoHKa “OKHaeT CHHXpOHM3AIym"

TosiBnenne MHTEpHETA :

4. Tlpunoxenue OOHAPY>KMBAET COE/IMHEHUE

5. ABTOMATUYECKU OTMpABJISET JaHHbIE HA CepBep
6. Cepsep MNOATBEPKIAET TNOMyHeHHE

7. Hkonka MCYE3aeT, aHHbIE CHMHXPOHU3MPOBAHbI

KonmikTs! :

Ecnm jiBa nosb3oBaTelNs OJHOBPEMEHHO M3MEHMIIM OJIHM [IAHHbIE, IPUIOXKEHHUE JIOJIKHO i
— Ilokaszath 06Ga BapuaHTa

— Ilo3BoauTh BbLIOpATH MPABUIILHbII

- Wmm npumennTs mpaBuio (Hanmpumep, TOCTeAHee M3MEHEeHHe MOoOeXk/aeT )

IIpumepsr CRM c¢ xopomuMm oduiaiiH-pe:xxkumom: - Salesforce Mobile — mnonHobyHKIHOHATBHBIA OQUIaliH, CHHXPOHHU3AIMSI

HHTe/IeKTyanbHas - Microsoft Dynamics 365 — oduiaiin 71 BBIOpaHHBIX 3anucell - BUTpUKc24 — 6a30Bblil oduiaiiH (IPOCMOTP U 3BOHKH)
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2. T'eostokanua 1 Y€eKUHBI

HpOﬁJIeMa: PyKOBOHI/ITeIIb HE 3HaeT, Z[eﬁCTBHTeJIbHO JIN MEHEeXKeP BCTPETUJICA C KJIIMEHTOM WUJIN OTMETHWJI BCTpEe4dy, CUAA JoMa. Her IIOHUMAaHUA,

IJie cefiuac HaXo/ATCA COTPYAHUKH U CKOJIBKO BpEMEHU TPATUTCA Ha J0POTy.
Pemenue: I'eostoxarus U 00A3aTeIbHbIe YeKUHBI IIPU MOCEIeHUH KIHEHTOB.
Kak paGoTaer YeKHH:

1. MeHempkep npHe3XkaeT K KIMEHTY

N

OTKpbIBaeT npuIoKenne CRM

3. Haxumaer "$ y kimenra" (4ekuH)

4. Tlpunoxenne dukcupyer:

- Bpewmsi ueknna

— GPS-KOOpJMHATBI

- Appec (ompepjensercsi aBTOMaTHYECKH )
5. JlaHHble 3amMMCBLIBAIOTCS B KAPTOYKY KIMEHTa

Ilocne BeTpeun:

6. Menejpkep Haxumaer "3aBepudTh BU3MT"

7. Ilpunoxeuue mnpeparaer :
— Jlo6aBuTh TpuMeuyaHue (uTO OOCYAMIHM, Ppe3ysbTaT)
- Iocraputh 3afauy Ha CIEYIOIIMI KOHTAKT
- OueHnth BCTpeuy (pe3ynbTaTWBHAs/HET)

8. dukcupyercss BpeMs OKOHYAHMsl BM3UTa
Y10 gaéT YeKHuH:

« KOHTpPOJIb HOCEeHHit: PYKOBOAWTEb BUUT, KTO I/1€ ObLI
« Anann3 3¢pdexTuBHOCTH: Bpems y KiIneHTa vs. BpeMs B JIopore
« 3amura oT KOHQIUKTOB: Ec/iu kineHT roBoput "MeHemKep He mpuexai”, ecTb JoKaszaTeabeTBo ¢ GPS

« OnTUMU3aUA MapUIPYTOB: AHAIN3, KaKUe MapIIpyThl 9 deKTuBHEee
Geofencing (reo3oHbI):
MOKHO HACTPOUTH ABTOMATHUYECKUE JEUCTBUS IIPH BXOJIe/BBIXO/IE U3 F€030HBI:

Ipasuno: Korga meHepskep BXoguT B paauyc 100M oT oduca KimeHTa
- Ilokazarh push-ysefomnenue: "Bbl y kiveHta ABC. OTKpPbITH KapTOuky?"

- ABTOMATHYECKH OTMETHTH YEKWH

HpaBMHO: KOF}I& MEHEJKEP BBLIXOJUT M3 T'€030HbI KIHUEHTA

- Hanomnnanme: "Jlo6aBbTe WTOrM BCTpeun"
OTcie:xxuBaHue B peasTbHOM BpEMEHH:

PykoBo/iuTEIb MOKET OTKPBITh KapTy U BHJIETH, I7I€ ceiiyac Bce I0JIeBble COTPYAHUKU. ITosie3H0 /yisi: - CpouHBbIX 3a/1a4 (KTO GJIMIKe BCETo K azpecy
X?) - KoopauHaruu (Ba MeHeKepa e[yT B OZ[HY CTOPOHY — MOXKHO 0ObeIMHUTD BeTpeun) - BesonmacHocTy (ecyiv COTPYHUK /I0JITO He BHIXOZAUT Ha

CBA3b)
IIpuBaTHOCTD:

BakHo: reosiokaIys I0KHA OTCIEKUBATHCSA TOJIBKO B pa60‘{ee BpeMA U C corytacust COTpyAHUKA. B Hepa60qee BpeMsA — OTKJIIOYEHA.

3. BeICTpHBIN BBOJ JaHHBIX
T'os10coBBIE 3aMETKM:
BmecTo TOro uTo0bI MeyaTaTh Ha MaJEHbKOW KJIAaBUATYPE, MEHE/IIKED TUKTYET:

MeHepKep HaXKMMaeT KHONKY MHKpOoHa:

"Berpernncsi ¢ MBanoBbiM. OOCyamnu HOBBIT mpoekT Ha 500 Teicsiu. ['oToB mopmucats joroBop Ha crepytomeit nepene. OrnpaButh KIT o naraumpi. ITo3BoHuTh

Ipunoxenue :

1. Pacnosnaér peub B TekcT (uepe3 API Ttuna Google Speech-to-Text)
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2. CoxpaHsieT KaK IpyMeyYaHue K KIHEHTY

3. OnuyonanbHO: AI aHANM3UPYET TEKCT M ABTOMATHUYECKM :
- Cospaér 3agayy "Ornpasuth KII o nsiHuus"
— Craur nHanomuHanue "ITO3BOHMTHL B TOHEETHHUK "

- OGHoBnstleT cymmy cpenku Ha 500,000
IITIaG/10HBI OBICTPHIX AEHCTBHIA:
JIJ11 TUIIOBBIX CUTYaI[Uil — FOTOBbIE IIA0JIOHBI B OZIMH TAIl:

ITocne BcTpeun MeHejkep BbIOMpaeT :

O Berpeua ycnemmna - JloroBopusich
O Hyxxuo fopaboTaTh NpeioXkeHue
0 KnueHT fymaeT, cCBA3aThCs uepe3 HeEJeNmo

0O Ortka3

IIpu BbIGOpE ABTOMATUYECKU &
— OGHOBIISIETCSl CTATYC CHEIKU
— Cospaérest COOTBETCTBYIOIIAS 3a/laya

- [lobapnsieTcsi mpuMedanue
dorodpukcamus:
OZLI/IH Tal — KaMepa. DoTO aBTOMATHYECKU IIPUKPENIACTCA K KapTOYKe KJIMEeHTa C TEOMETKOH U BpeMeHEM.

HpI/IMepBI HCIIONIb30BaHUA: - Bu3uTka KimeHTa (aBTOMaTI/I‘IeCKOE paciio3HaBaHHE TEKCTa — KOHTAKThI B CRM) - BbIKJIa/:[Ka TOBapa B MaraswmHe -

O6GopyznoBaHue 710/1I0CIe pEMOHTA - JJOKyMEeHTBHI (JI0OTOBOD, aKT)

4. IlnasnpoBaHue ¥ MapuUIPyThI
KajieHaps BeTpey:
Mobuibnas CRM A0JI>KHA ITOKa3bIBaTh pacrucaHue IHA C y"-léTOM TeOoJIOKaluu:

Pacnucanue Ha CErojiH- =

09:00 - 10:00 | Oduc

YTpennnit GpuchuHT  KOMaH/IbI

10:30 - 11:30 | OOO "Kommanuss A" | yn. Jlemmna 10 | 15 muHyT B myT™!
IpeseHTauust HOBOrO MpOJYKTa

Konrakr: MBawos M.M., +7 900 123 45 67

12:00 - 13:00 | WII Ierpos | yn. Ilymkuna 20 | 10 MuHyT B myTH
Topmucanne porosopa

[!] He 3a6biTh: mneyaTHYIO BEpPCHIO JOrOBOpa

14:00 - 15:00 | OGen

15:30 - 16:30 | OOO "Kowmmanust B" | ya. Yexoa 5 | 20 muHyr B myTu
O6cyskaeHne 3a10KEHHOCTH

[!] 3apomkenHoctb: 150,000 py6, mpocpouka 30 jHeit
OnrTuMu3anua MapupyToB:
TOpI‘OBbIﬁ IpeaCTaBUTEIIb TOIXKEH obbexarb 15 Mara3mHOB. B xakom IopsAAKe, 4TOOBI MHUHHUMHU3UPOBATh BpEMSA B /:Lopore?

@yuknusa "OnTuMusupoBaTh Mapiipyt': - [IpuHuMaer ciucok azgpecos - Mcmonb3yer API kapt (Google Maps / Aumexc.Kaprter) - PaccunureiBaer

ONTHMAJIBHYIO IIOCIIE0BATEIBHOCTD - CTPOUT MapILIPYT € y4ETOM IPO6OK - [TokasbIBaeT BpeMs IPUOBITHA K KaXK/J0H TOUKe
HHTerpanmua c HaBUranueii:

Tam Ha afpec KJIMeHTa — aBTOMaTHYECKH OTKphiBaeTcs Hapuranus (Google Maps / fIlujexc.Hasurarop / Apple Maps).
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5. KoMMyHukanus us NpujaoKeHusa
3BOHKHM ¢ aBTOQUKCAIMEN:

MeHejkep OTKpPbIBAeT KapTOYKY KJMEHTa - Tall Ha HoMep TeledoHa - 3BOHOK

Bo BpEMsi 3BOHKA :

- Ilpunoxenne ukcupyeT Bpemsl Hadaga

Tocne 3BoHKa:
— @uUKCHpYeT JINTEJIbHOCTh
- AproMarmyecku CO3aéT cobbiTie B CRM: "3BOHOK KIHMEHTY, 5 MHUHYT"

- Ilpepnaraer po6asuth npumeuanne: "O uém rosopwm? "

JIONOMHNTENBHO  (ECM eCTh MHTerpauusi ¢ TesedoHueit) :
— 3amnch pasroBopa MPUKPEIUISETCS K KapTouKe

— AI-TpPaHCKDHIIHS Pa3roBopa B TEKCT
Email u WhatsApp:

B03MOKHOCTD HaNUCATh KJIMEHTY PAMO U3 MpUIoKeHUsA: - Email: oTkpsIBaeTcs mabioH nucbMa ¢ email xinenTta - WhatsApp: oTKpeIBaeTcs 4ar,

Bce coobuienus sorupyroress B CRM - SMS: oTnpaBka U JIOTMpOBaHUE
BBICTPBIi JOCTYN kK KOHTAKTaM:

Bce KOHTaKTHI KJIMeHTa (He TOJIbKO OCHOBHOI, HO U Gyxrasrep, joruct, JITIP) 10CTyHbI B OZWH TaIl.

6. loctyn k nuH(popManuu U JOKyMeHTaM
Vicropus B3aUMOJEHCTBHIL:

Hepe;:[ BCTpe‘{eﬁ MEHe/KEP OTKPBIBAET KapTOYKYy KJIMEHTA U BUAUT: - Kor/:(a ObLIa ocaeaHdasa BCTpeda, 4To 06cy)iq:[a.n1/1 - Bce 3BOHKU U mHcbMA -

OTKpBITHIE 3a/]a4l ¥ JIOTOBOPEHHOCTH - VICTOPHIO TOKYIIOK M IUtaTeskeil - Baskubie jeranu (mpeanourenvsi, pain points, family/hobby st small
talk)

JloxymeHTsI odraiin:
IIpe3eHTanuu, KaTaJOTH, IPAKUChI ZOJLKHBI OBITH JOCTYIHBI 0duiaiiH. MeHe/Kep CKaurBaeT UX 3apaHee WM OHU aBTOMAaTHYECKU KELIUPYIOTCS.
basza 3HaHHA:

CepBHCHBIﬁ UHXEHED Ha 00BEKTE CTAIKUBAETCS C HpOﬁ]IeMOﬁ. OTKprBaeT 6a3y 3HAHUHA B MIPpUJIOXKEHNN, HUIIET II0 CHUMIITOMaM, HaxXOJuT

HMHCTPYKIIHIO II0 YCTPAHEHUIO.

7. llognucu u opopmiieHre JOKyMEHTOB

JJIeKTPOHHAA MOANUCH HA IUIaHIIeTe/cMmapTdoHe:

KJIneHT MOJKeT OAIIUCATh JOKyMEHT IIPSAMO Ha DKpaHe yCTPOHCTBa: - JIoroBop - AKT BBIIIOJIHEHHBIX paboT - HaknanHas - AKT mpuéMa-repejaqu
TTonmuck coxpanserces B jokymente u CRM.

T'eHepanusa JOKYyMEHTOB Ha XOAY:

MeHe/Kep OTOBOPWIICA € KJIMEHTOM, HY)KEH ZIOrOBOD mpsiMo ceiuac. IIpsAMo B mputokeHuu: 1. Beibupaer mabiaoH gorosopa 2. 3amosHseTr/

KoppekTHupyeT nanubie 3. [enepupyer PDF 4. Otnpasisier kiaueHty Ha email 5. Viu gaér noamnucats cpasy

Ton moomIbHBIX CRM-nIpUjIO:KeHUI

Salesforce Mobile
ILtardgopma: i0S, Android Tum: ITosHodyHkunoHanbHast CRM B KapmaHe

IIpeumymecrBa: - IToutu nosiHas (QYHKIMOHAIBHOCTD JIECKTOIIHOM Bepcuu - OminyHbIl odutaiiH-pexxuM - HacTpoiika I1oj, cBoU Ipolecchl
(xacTomHBbIe 00BeKTHI, 1o, workflow) - Al-momomuuk Einstein (yMHBIE peKOMeHAAIMH, IPOTHO3BI) - MHTErpanus ¢ HOCUMBIMU YCTPOHCTBAMU

(Apple Watch)
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HepocraTku: - Jloporo (ot $25/monbp3oBaresb/Mecsll, peasibHO OT $75) - CI0KHOCTh HACTPOUKHU (Hy:keH ajMuH) - MHTepdelic MOKeT ObITh

neperpy:xeH

Jlsis koro: KpynHble koMnanuu ¢ B2B-npojaskamu, rie Hy>KHa MaKCHMaIbHasA QYHKIIMOHATBHOCTb.

HubSpot Mobile
ILnardopma: iOS, Android Tum: ITpocras u kpacusas mobuibHass CRM

IIpeumymecrBa: - becriatnas 6asoBas Bepcus - OueHb HHTYUTUBHBIN HHTep(eiic - BBICTphIN BBOA JAaHHBIX - Berpoenusiit VoIP (3BoHKH yepe3

uHTepHer) - Ckanep Bu3nuTok (poro — kourtakt B CRM)

HepocraTku: - OrpaHuueHHBIN odIaiH-pexkuM - MeHblle kacromusanuu, yeM y Salesforce - [Iyig mpogBHHYTBIX (QDYHKIMH HyXKHBI ILIATHBIE

Tapudst

Jlsis koro: Masielii 1 cpeHui 6u3Hec, B2B-npopau, crapTarmsl.

Bitrix24 Mobile
ILrardgopma: i0S, Android Tum: CRM + KOMMyHUKALIUU + 3374

IIpeumymiecrBa: - BecruiatHass Bepcusi (o 12 mosib3oBareneil) - Beé B ogHom: CRM, 3ajjaum, yaThl, 3BOHKH, JIEHTa HOBOCTeU - Xoporiast

snokanu3anys i PO u CHI - Oduraiin-pesxum Juisa 6a30BbIX GyHKIMI - Berpoennas IP-renedonus

Hepocratku: - VHTepdeiic MoXeT MOKA3aThCs IMeperpy:KeHHbIM (CAHIIKOM MHOro ¢yHkuuil) - He camblil OblcTpblil (0coOeHHO Ha C1abbIX

yerpoiictBax) - Kacromusanust orpaHiyena 1o cpaBHeHuto ¢ Salesforce

Jlsis koro: Poccuiickyie KOMIIAHUH, KOTOPBIM Hy»KeH KOMIUIEKCHBIH HHCTPyMeHT (He Toabko CRM).

amoCRM Mobile
ILnardgopma: i0S, Android Tum: IIpocras CRM s mpogax

IIpeunmymiecrBa: - MUHUMaJIUCTHYHBIH HHTEp(dec (TOIBKO camoe HyKHOe) - Bwicrpast pabora - Iudposas Boponka (Digital Pipeline) -

Wurerparnus ¢ meccenmkepamu (WhatsApp, Telegram, VK)

Hepmocrarku: - OrpanunueHHass GyHKIHMOHAJIBHOCTh (HET IIPOEKTOB, 3azad BHe czesiok) - Ciabpiii oduraiiH-peskxum - {1 MOJHOMN

(byHKIIMOHATBPHOCTH HYKHBI IIJIATHBIE TapUDbI

Jlsiss koro: HeGosibliie OT/AEIBI IPOJAsK, YIIOP HAa CKOPOCTD U IIPOCTOTY.

Microsoft Dynamics 365
ILnardgopma: i0S, Android, Windows Mobile Tum: Enterprise-CRM ¢ MOIIIHBIM MOGUIBHBIM IPUIOKEHUEM

IIpeumymecrBa: - [yiybokast naTerpanusi ¢ skocucremoil Microsoft (Office 365, Teams, Outlook) - Mouisbrit oduaitH-peskum - Hactpoiika mog

cJ105KHBIE TIporieccs - Berpoennsiit Al (Sales Insights, Customer Insights)
Hepaocrarku: - Ouens sjoporo (ot $65/mosp30BaTesb/Mecsir) - C10’KHOCTh BHeIpeHus - [leperpykeHHbIN HHTEpGEic

JIs koro: Kpymnusle koproparuy, paborarolgue B 9kocrucreMe Microsoft.

Cneunaﬂnsnponaﬂﬂme pemenuna

RouteXL / Badger Maps — uis TOProBbIX mpezcraButesied - ONTUMH3alUsA MapIIpyTOoB - Busyanusaius TeppUTOpHil - YeKHuHbI -

dotodukcanmsa

Resco Mobile CRM — iis1 CepBUCHBIX HH3KEHEPOB - PaGora odJiaiiH B CI0XKHBIX YCIOBUAX - POPMBI OCMOTPA U YEK-JIUCTHI - POTO /10/TI0CTIE

pemosnra - [Toanucyu kaueHToB - Cuaxponusanus ¢ pasasivu CRM (Salesforce, Dynamics, Sugar)

OpraHuzanua padoThI MOJIEBOH KOMaHIbI

YrpenHuii 6pu@uHT

Kaxzoe yrpo komanza cobupaercs (husnuecku Wi BUPTyaabHO uepesd Zoom/Slack) Ha 15-MuHYTHBIN GpUGUHT:
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IosecTka:

1. lenn Ha fJeHb (MIaH BCTpPeY, 3BOHKOB, 3aKa30B)
2. IlpnopurerHble 3agaun

3. IlpobGnembl M BOMpPOCHI

4. OOGMeH OmbITOM (KTO BYE€pa 3aKpbll XOPOLIYIO CHIENKY, Kak?)

Kaxjiplii MeHekep KOpOTKO :
— CKOJIBKO BCTped 3alIaHUPOBAHO
- Kakue kioueBbie CEIKU

- Yro HyXHO s ycmexa (MOjepXKka, MHopMarust)

ITocse GpuduHra Bee BbIE3KAIOT HAa TEPPUTOPHIO.

PexkumM qHA MOJIEBOTO MCECHEZKEpa

09:00 - 09:15 — Bpudunr B oduce/onnaiii 09:15 - 10:00 — InanupoBanue aus1, cuaxponnsanus CRM, fopora K mepBoMy KJIHEHTY 10:00 -
18:00 — Berpeun ¢ kinentamu - Mexty Berpedamu: pukcarus utoroB B CRM (5 munyT) 18:00 - 19:00 — BosBpaiienue, hbuHamnsanus 3a1a4 B

CRM 19:00 - 19:15 — BeuepHuii oTuéT (1IutaHépKa WIH MUCHMEHHO)

IIpaBuia pa6orsl ¢ MOoHIbHON CRM

IIpaBuio 1: ®uKCHUpOBaTh cpa3y

He oTkJia/ipiBaTh. Bbllies oT kiimeHTa — cpasy fobaBiI npuMevaHre. Yepes yac 3a0y/ielib AeTaiu.
IIpaBuiio 2: CHHXpOHHU3aUA yTPOM M Be4epoM

VTpoM: CHHXPOHU3HMPOBATb JAHHBIE, CKa4aTh OOHOBJIEHUSA, IPOBEPUTD 33Jjaui. BeuepoM: 3a/IUTh Bce JJAHHBIE C JIHA, yOEQUThCA, YTO HUYErO He

0CTaJI0Ch HECHHXPOHU3UPOBAHHBIM.
IIpaBuiio 3: YekuHbI 00A3aTETbHBI

ITpu KaXK/0M BH3HUTE K KJIHEHTY — YeKHH. DTO He MUKPOMEHEIXKMEHT, HTO 3al[UTa A7 00EHX CTOPOH.
IIpaBwio 4: Barapes Bceraa saps:xeHa

Bremnuii akkymyssaTop (power bank) — must have. CRM 6ecriose3Ha, eciiu TeseOH paspsAauICcs.
IIpaBuio 5: OdraiiH-IOArOTOBKA

Ilepen BbIE3IOM HA TEPPUTOPHUIO € IVIOXUM MHTEPHETOM: CKQ4aTh BCe HYKHbIE KAPTOYKHU KJIMEHTOB, IOKYMEHTBI, TPe3eHTaIUH.

TeiiMmudukamus 1 MOTUBAIUA
MobGunbable CRM 4acTo BKIIOYAIOT 3JIEMEHTHI TeMUGbUKAIMH JJ151 MOTHBAIMHU [TOJIEBBIX COTPY/IHIKOB:
JIngepGopap! (PEHTHHIN):

Ton-5 MeHe/KEepOB HeJen :

» HWBanos M.M. — 15 cpenok, 1.2M py6

& Terpos .M. — 12 cuenok, 950K py6
é Cuoposa C.C. — 11 crienok, 880K py6
Kosznos K.K. — 9 cpenok, 750K py6
& Bacwmes B.B. — 8 cpenok, 620K py6

Bbl Ha 7-M mecre. Emg 2 cpenku go TOP-5!
Hocruskenus (badges):
« "MapadoHer" — 50 BCTped 3a MeCsIL]
» "CHaiinep" — KOHBepCHUsI BCTpeUa — C/IeIKa > 50%
o "PaHHss nTamka" — 10 BCTPEY /10 10:00
« "HouHoli /1030p" — 10 3BOHKOB IocJIe 18:00

o "IlyremecTBeHHUK" — MOCETUJI KJIMEHTOB B 5+ rOpozax
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YesteHAKA:

Yemnenmk Hepgenn: "PeakruBaims"

Lenb: Casizarbest ¢ 10 KIMEHTaMmy, KOTOpble He MOKYMamd > 6 MeCsleB

Tlporpecc: 6/10

Tpus: Bonyc 10,000 pyG + BbIXOAHO! B MSTHAMLY

KoHTpOoJIb 6€3 MUKPOMEHENKMEeHTA
Feonoxaunﬂ ¥ YeKHHBI — 3TO He IIIMHOHAXK. ITO HWHCTPYMEHTDI U1 OITUMHU3all 1 3alIUTHI.

IIpaBHIBHBIN KOHTPOJIb: - QOKyC Ha Pe3ysIbTaTax (3aKphIThIE CAEIKY, BHIIOIHEHE IIAHa), a He Ha MUKPOIIPOIeccax - YeKHHbI UCIIOIB3YIOTCS
Juis aHannsa 3G QGEeKTUBHOCTH MapIIPyTOB, a He Ul HakazaHui - /loBepue + mpoBepka: "fI Tebe /oBepsio, HO JIaHHBIE IIOMOTAIOT HaM 000UM

pabotars sryyre"”

HenpaBuiIbHBIN KOHTPOJIb: - "IloueMy ThI GBI y KJIMEHTA TOJIBKO 30 MHUHYT, a He uac?" - "[loueMy Mex/y BcTpedamu ObLI IepephiB 2 yaca?" -

TlocrosiHHbIE 3BOHKH ¢ Borrpocamu "T'/ie ThI ceituac?”

Xoporuii pyKOBOAUTEIh CMOTPUT HAa HTOTH HEZeJIN/MeCsIa, a He Ha KayK/bIN Iar.

MeTtpuku 3¢ PeKTHBHOCTH MOJIEBBIX MIPOJIAK

AKTHUBHOCTH
KosmuecTBo BeTpeu: - [11aH vs. dakr - B cpezinem 3a fieHn/Hezenio - luHaMuka (pacTéT niu rnazaer)
KosmmuyecTBO 3BOHKOB: - X0JIO/IHBIE VS. TEILIbIE - J[JTNTEIbHOCTh PA3TOBOPOB

KuomeTpsl B gopore: - CKOJIbKO BpEMEHH B IIYTHU VS. Y KIIMEHTOB - ONTHMAaIbHOCTh MAaPLIPYTOB

AP PpexTBHOCTH
KoHBepcus BcTpeya — cAesIKa:

Popmyna: (Komuectso cpenmok / KommuectBo Bertpeu) x 100%

Hopma: 20-30% pmusi B2B
Ecm < 15% — npobGiema B KBanmuUKAUU{ WIM NPE3eHTalyn

Ecin > 50% — BO3MOXKHO, CJIMIIKOM MajO PUCKOBAHHBIX BCTpeY (OEpyT TOJNBKO TEMIbIX )
CpemHuii yek caeaku: - CKOJIbKO B Cpe/{HEM MPUHOCUT OJ[HA c/ieKa - [IuHaMuka (pacTér, masaer, CTabHIbHO)
BpINOJTHEHUE IIAHA:

Inan wa mecsu: 1,000,000 py6
®dakt Ha 20-e umcno: 650,000 pyo
Boimonuenne: 65%

Temn: HyxHo 35K/fieHb [0 KOHIA Mecsia

CKopoCTh 3aKpbITUS CAEIKU: - Cpe/iHee BpeMs OT [IEePBOI BCTPEYH 70 IIO/AUCAHUS I0TOBOPA - YeM Kopoue UKL, TeM 3¢ deKTUBHEE MEHEKED

KauecTBO paGoThHI
ITosrHOoTa 3anostHeHnsa CRM:

ITpoBepka KapTOUeK KIMEHTOB :

Bee KoHTakThl 3amosHeHbl: 85%

Ectb npumeuanusi mocne Bctpeu: 92%
IlocraBnenb! cnepyrompme 3ajaun: 78%

O Ilpukpennensl JoKyMeHTbI: 45% « mnpobinema

OO6umin uHeKe KavectBa: 75/100

CBoeBpemMeHHOCTh (pukcanumu: - [IporeHT Berped, 3adMKCHPOBAHHBIX B TEYEHHE Yaca 110cjie OKoHuaHus - Hopma: > 80%
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Customer Satisfaction (yx0B1eTBOPEHHOCTH KJIMEHTOB): - Onpocs! mocsie Berped - NPS (Net Promoter Score) - OT3bIBbI

TeppuropuajibHad aHAJIUTHKA
IIoKpbITHE TEPPUTOPUM:

MockBa: 150 KIHMEHTOB
- Ilocemeno 3a mecsn: 95 (63%)

- He mocemamich > 3 mecsiueB: 25 (17%) « 30Ha pucka

PekomeHpiaipsi:  3amiaHupoBaTh PEaKTUBALMIO 25 KINEHTOB

IIJIOTHOCTHh KJIMEHTOB VS. BhIpYUYKa: - Kakue pailoHbl IpUHOCAT GOJIbIlIe BBIPYUKH - [71e UMeeT CMBIC/I MCKAaTh HOBBIX KJIHMEHTOB - I'7ie cTouT

COKPATUTb aKTUBHOCTH (HI/ISKaH OTZ[a‘Ia)

Jamoopa A pyKOBOAUTE L

Otgen npopgaxk — MoGWIbHBIE MEHEKepbl

CEI'OJJHA (20.03.2024):

Ha reppuropun: 8/10 (2 B oduce)

-

Bcero Bcrpeu: 23
3asepiieHo: 15

B npouecce: 3

ST <]

3annaHupoBaHo: 5

HEJEJIA :

& Beipyuka: 2.4M / 3M (80% mniana)

nl HoBbix cpenok: 18

~ Kousepcusi: 28% (1 3% K npouuioil Hejele)
& Cpepusist BeTpeua: 52 MUHYTbI

&8 Bpems B nmytu: 38% (1 5% Onarofaps ONTHMMU3ALMM)

TOIOBBIE Y OTCTAIOIIME :
¢ MWsano M.M.: 140% mnana

¢ Terpos I.T1.: 125% muana

! Ko3no K.K.: 55% nnasa (3 Hepmenn moppsa )

- [3amnanupoBaTh BcTpedy l-nHa-1]

MPOBJIEMHBIE 30HBI :
! 12 KJIMEHTOB He TMOCEHIAIMCh > 2 MecCsIeB
! B paitone "Cesep" Bblpyuka ymaga Ha 20%

! 3 MeHejkepa He (DMKCHPYIOT BCTPEUM BOBpEMs

Ketic: OnTuMu3sanmus padoThl TOPTOBBIX MPEACTABUTEIEH

Kommnaumusn: [[ucrpubsrorop FMCG (IIpojyKThl IUTAHUS), 50 TOPrOBBIX [IPEZCTaBUTEIEH
3agava: YBeJIUYHUTb IIOKPHITHE TOPIOBBIX TOYEK U BBIPYUKY
bburo (6e3 moGuabHOM CRM):

IMpouecc pa6oTsi:

— YTpoM InpejcTaBuTeNlb TOyYaJ CHUCOK MarasuHOB Ha JIICTKe Oymaru
— E3gun no mamsiTu MM 1Mo HaBMraTopy (KaxKiblil pa3 CTPOWJI MaplupyT)
— Ilpunuman 3akasbl B OJIOKHOT

- ®otorpacupoBan BLIKIAAKY Ha Tenedon

- Beuepom mpuesxan B ocuc, BpydyHyro BOuBam 3akassl B 1C
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- ®oTOo CKUIbIBAI HA KOMII, HHOI/A 3a0biBajl

TIpoGnemb! ¢

- 30-40% BpemMeHM YXOIWIO Ha HEONTUMANbHBIE MapHIPyThbl

- 3akasel BOuBamuch B 1C ¢ ommbGKamMu (One4yaTKM, HENpaBUJIbHbIE APTUKYJIbI)
- ®OTO BBHIKIAJKN TEPAIUCH

- Her kouTposIsi: pyKOBOAMTENb HE 3Hal, KTO Ijie

— Jlonro oGpaGaTbiBaanCh 3aKa3bl (BEYEPOM BCsS KOMaHja CTOsa B OYepeid K TEPMUHAIY )
Crauo (¢ mo6uabaoi CRM):

Bueppuimm Bitrix24 + kactomMHOe MoOMIbHOEe mpuioxkenne Ha Android

IIponecc:

— YTpoM aBTOMATMYECKH TFEHEPUPYETCS ONTMMAIbHbI MapLIpyT Ha [IeHb

- IlpeacTaBuTens BUAUT MOCHEAOBATENLHOCTL MAara3uHOB Ha KapTe

- Ilpuesxkaer B marasun - uekuH (GPS duxcamus)

- IlpoBepsieT OCTaTKM, BBIKIAJKY

- Ilpunnmaer 3aka3s NpsMO B NPWJIOXEHMM (BBIGOP TOBAPOB M3 KaTalora, KOJIMYECTBO)
- ®ororpacupyer BbIKIaaKy - (oro apromartuuecku B CRM ¢ TreoMeTKoi

- 3aka3 MrHoseHHo yxomur B 1C

- Eper x crepyromemy Mmarasuny

Beqepom: KpaTKV[ﬁ OTYET B NPUNIOKEHUMN , JIAHHBIE YXKE€ B CHUCTEME

KonTpons :
- Pykopopuresn, BUAMT Ha KapTe, KTO IJie
— JlamGop: CKONBKO MarasuHOB MOCEIEHO, CKOJIbKO 3aKa30B, HA KaKyH CyMMYy

— Oruérbl 10 3(heKTHBHOCTH KaKJAOrO IPe/ICTABUTEJIsI
Pe3ysabTaThl 3a 6 MecsAIneB:

o ITokpbITHE TOPrOBBIX TOYEK: +40% (60JIbIlIE MATA3HHOB IIOCEIIAETCS 3 JIEHD)

o OmMOKM B 3aKa3ax: -95% (HeT pyIHOTo BBO/IA)

« Bpemsa o0paGOTKH 3aKa30B: C 2-3 YaCOB BEUEPOM /10 PEAJIbHOI'O BPEMEHH

« BeIpyuxka: +25% (6osibliie 3aka30B 61aro1apsi 60JIbIIIEMY OXBATY)

¢ YI0BJIETBOPEHHOCTH COTPYHHUKOB: +30% (MeHbIlle PyTHHBI, 60JIbIlIe BpeMeHH Ha IPOJaku)

« ROI: 420% 3a mepBbIii IO/

HNuBecTrnuu: ~$15,000 (BHEIPEHUE + HACTPOUKA + 00y4YeHHUe + IO/[IICKA Ha T0/1) DKOHOMMSA + POCT BBIPYUKHU: ~$63,000 3a 1oz

3akJIroueHue

Mob6unsaass CRM — sto He mpocro "CRM Ha TesnedoHe". 9TO IHepeoCMBIC/IEHHE IPOIECCOB JJIA HOJIEBBIX COTPYAHHUKOB, KOTODbIe PAbOTAalOT B

YCIIOBUSX, PATUKAIBHO OTIIMYAIOIIUXCS OT ODUCHBIX.
KirroueBsie npuHIHAIBI MOOHMIbHOM CRM:

1. Ckopocts: Beé oykHo enathes 6pictpo. Ecn feiicTBre 3aHUMAaeT 60siblie 30 CEKyH/T, €ro He Oy/yT /eJaTh.

2, HpOCTOTa: MI/IHI/IMyM KJIUKOB, MaKCI/IMYM AaBTOMATHU3aAllUH. prHHI)Ie KHOIIKH, IIOHATHbIE NKOHKH.

3. Oduraitn: PaboTa He /J0/DKHA 3aBHCETh OT HAIMUUsI HHTepHeTa. CuHXpoHU3anus — B (HOHe.

4. Teosoxkanus: VcrnonbszoBanue GPS /151 aBTroMaTU3anuy 4eKHHOB, IOCTPOEHHUsI MapIIPYTOB, KOHTPOJISL.

5. UHTErpanusa KOMMyHUKAUA: 3BOHKY, email, MecceH/I3Kepbl — BCE M3 O/IHOTO IIPUJIOXKEHUSA ¢ aBTODUKCAIIHEN.

6. DOKyC Ha pe3yJabTare: MeTprKH [T0Ka3bIBAIOT, YTO JIEHCTBUTEIBHO BaYKHO: KOHBEPCHUIO, BBIPYUKY, Y/IOBJIETBOPEHHOCTD KJIMEHTOB.
Yro xaét mpaBWIBHO BHeAPEHHass MoouabHasa CRM:

« ITonesble COTPYAHUKU TPATAT MEHBIIIE BDEMEHU Ha a,ElMI/IHpaGOTy, 6oJIbIlle — Ha KJINEHTOB
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« PykoBozauTeNb BUAUT PeaIbHYIO KAPTUHY B PeaIbHOM BPEMEHHU
o KimeHTsI mosiyqaroT 60s1ee GBICTPHIH U Ka4eCTBEHHBIN cepBUC

o KommaHusi yBeJTHUMBAET BHIPYUKY U CHHUIKAET HU3/[EPIKKHI
C yero HauyaTh:

1. Onpeziesiure, KaKkue MOJIEBbIE POJIA Y Bac ecTh (MeHe/PKePHI, Kypbepbl, HHKEHePbI)

2. BolsicHUTE UX IVIaBHBIE OOJTH (UTO OTHUMAET BPeMsi, I/1e OIIHOKH)

3. Bei6eprre CRM ¢ XOPOIIUM MOOHJIBHBIM [IPHJIOKEHUEM WJIH CIIENNATU3UPOBAHHOE PEIIeHIe
4. TIpoBezuTE MUJIOT C 2-3 COTPYAHUKAMU

5. CobepuTe 06paTHYIO CB3b, 0PAOOTANTE IIPOIECCHI

6. Macmtabupyiite Ha BCIO KOMaH/Ly

7. IIOCTOSTHHO ONTUMH3UPYHTE HA OCHOBE IAHHBIX

Mob6uibHass CRM — 3T0 He omnnusi, 5T0 HeOOXOAUMOCTH /Jisl JII0O0H KOMIIAHUU C BBIE3HBIMU COTPYZHUKAMHU. Te, KTO BHEJAPWI — MOJIYYaroT

KOHKYPEHTHOE IIPerMyIIecTBO. Te, KTo He BHEIPUI — TePSAIOT 3 ()EKTUBHOCTD U KJINEHTOB.

Ha stom 3aBepinaercs 60K "ABTOMaTM3anus: TPUITEPHI, pobOTHI, Ou3Hec-mporecchl”. Bel y3HamM, kak npespatutb CRM u3 6a3bl JJaHHBIX B
MOIIHYIO aBTOMAaTH3MPOBAHHYIO CHCTEMY, KOTOpast paboTaer 24/7, COeANHsIET BCe BALM HHCTPYMEHTHI U 3(pHeKTHBHO 06CIyKIBAeT KaKk OPUCHBIX,

TakK U IIOJIEBbIX COTPYAHUKOB.

B cienyromiem 6J10ke MBI IepeHIEM K CTpaTeTHYECKUM acIeKTaM: Kak BIOparh npaBuabHylo CRM 1 Bamiero 6usHeca, KaK yCIEIIHO BHEJPUTD €€,

Kak o0y4HuTh KOMaHAY U Kak u3MepATb ROI or CRM-cucTeMsl.
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BJIOK 3 — ITPOABHUHYTOE NCIIO/IB3OBAHUE: AHAJIMTUKA, Al,
MACIITABNPOBAHUE

I'nasa 21. IIpoaBuHyTas aHajauTuka 1 BI-uHCTpyMeHTbI

BBeaenue

CRM-cucrema HaKaIJIMBAaeT KOJIOCCAJIbHBIE OOBEMBl JAHHBIX O KJIMEHTaX, CZeJIKaX, B3aWMOJIEHCTBUAX M TpaH3akiusax. OgHako camu 1o cebe
JIaHHBIE HE CO3/IAI0T IIEHHOCTH — MX HEOOXO/AMMO IPEBPATUTh B MHCAUTHI, KOTOPBIE IIOMOTYT IIPUHUMATDh OHU3Hec-penieHus. IMeHHO 371ech Ha CIIEHY

BBIXO/IUT IPOJIBUHYTas aHATUTHKA 1 Business Intelligence (BI) uHCTpyMeHTHI.

IIpoaBuHyTast anasutuka B KoHTeKkcre CRM — 3TO He MPOCTO OTYETHI O KOJHUYECTBE CEJIOK FJIM CPEHEM ueke. ITO IUIyDOKOe MOrpy)KeHHe B
JJaHHBIE C HCIIOJIb30BAHUEM CTATHUCTHUYECKUX METOJ[OB, BHU3YAIM3AlMH, HPEJAUKTUBHON aHAJIMTHKH M MAIIMHHOTO 00y4yeHus. BI-MHCTpyMeHTHI
MO3BOJIAIOT 00beANHATh JaHHble U3 CRM ¢ maHHbIME U3 Apyrux cucreMm (ERP, MapkeTnHrosble 1iatdopMbl, GUHAHCOBBIE CUCTEMBI), CO3/1aBaTh

HWHTEPAKTHUBHbIE Z[aIII60pﬂbI U IIPOBOAUTH MHOFOMeprII;'I aHaJInu3.

B atom YPOKE MbI PaCCMOTPUM KJIIOUEBbI€ KOHIIEITITUN HpOL[BPIHyTOfI AHAJIUTHUKH, IIO3HAKOMUMCA C BEAYIIUMU BI-IUIaT(I)OpMaMI/I, HU3yYUM METO/bI

HUHTerpanuu CRM ¢ aHOITUTHYECKUMHU CUCTEMAMU U Hay4YuMcsd CTPOUTH 3(1)(1)6KTI/IBHLIE AHAJIUTUYECKHe pelenus A1 6usHeca.

3aueM HyKHaA NPOABUHYyTaA aHaIUTUKA B CRM

OrpaHnyeHUusA BCTPOEHHOU aHAJIUTUKH
BosbimuHeTBO COBPEMEHHBIX CRM-cucreM UMEIOT BCTPOE€HHBIE MOAYJI OTYETHOCTH. OZ[HaKO Y HUX €CTb pAX OFpaHPI‘{eHHfII

1. OrpaHUYEeHHbIE€ BO3MOKHOCTH BU3yaJIu3anuu — 6a3osbie rpaduKy 1 TabIUIBI He BCer/ia MO3BOJIAIOT YBU/IETh CIOKHBIE ATTEPHBI B
JIAHHBIX

2. OTCyTCTBHE KPOCC-CUCTEMHOI aHAJIUTHKHU — BCTPOEHHAA aHAJIMTHKA paboTaeT ToJIbKo ¢ AaHHbIME CRM, HTHOPUDY# IpyTHe HCTOYHUKH

3. HemocraTounas ruGKoCTb — Ipe/lyCTaHOBJIEHHBIE OTUETHI He BCer/ia OTBEYAI0T crienuduIeckuM 6usHec-TpeOboOBaHIAM

4. OTcyTCTBHE NPETUKTHBHBIX BO3MOKHOCTEH — CTaH/IapTHBIE OTYETHI II0KA3hIBAOT, YTO IPOU3OIILIO0, HO He IIPOTHO3UPYIOT Oy/iyIee

5. CJI02KHOCTH CO3/aHUA KACTOMHBIX METPUK — pacueT cI0KHBIX KPI TpebyeT TeXHUUeCKUX HaBBIKOB UJIN BOOOIIE HEBOBMOXKEH

IIpenmymiecrBa BHeIIHUX BI-uHCTpyMeHTOB
CrnennanusupoBanubie BI-tutaropmsl pemaroT 9Tu mpobieMbr:

o MolHas BU3yaausamusa — JeCATKU TUIIOB rpaduKOB, MHTEPAKTHBHBIE 1anbopsl, drill-down ananus
« HHTerpamusa MHOKecTBa HCTOYHUKOB — CRM + ERP + MapKeTHHT + GUHAHCHI B OZTHOM JIalIOope
e TMOKOCTB U KACTOMM3aIUA — CO3/IaHUE JI00BIX METPHUK U U3MepeHUi 6e3 IporpaMMUpOBaHHA

o IIpegMKTHBHAA AHAJMTHKA — BCTPOEHHBIE QJITOPUTMBI MAITHHHOTO 06yYeHN /I IPOTHO3HPOBAHNUSA
« MacmraéupyeMocTh — paboTa ¢ 60IbIIIMU 00beMaMU JAHHBIX 6e3 IOTEPU IPOU3BOJUTEILHOCTH

« KosutaGopamus — coBMecTHast paboTa Ha/i OTYeTaMu, KOMMEHTapUH, IyGIrKaIs anbopaoB

00630p Beaymux BI-miiardopm aia CRM-aHATUTHKH

Power BI (Microsoft)

Power BI — a10 srarmanckoe penienue Microsoft st 6usnec-aHasmuTiHKU. OHO IVIyOOKO HMHTETPUPOBAHO € AKOCcHcTeMol Microsoft u siBisiercs: ie-

(i)aKTO CTaHZAPTOM JII MHOTHUX KOPIIOPATUBHBIX KJIUEHTOB.

KirroueBbie BO3MOKHOCTH
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1. BeciroBHas nHTerpamus ¢ Microsoft Dynamics 365 — rotToBble KOHHEKTOPBI U TEMILIEUTHI 0TYeTOoB Jiyisi Dynamics CRM

2. Power Query a1 rpaHchopManuy JaHHBIX — MOITHBIH ETL-UHCTPYMEHT U1 OYUCTKY U IPeoOpa30BaHUsA IAHHBIX IIePesl aHATU30M
3. DAX (Data Analysis Expressions) — 51361k OpMyJI /17151 CO3ZIaHUSA CJIOKHBIX BBIUUCISIEMBIX METPUK U Mep

4. AI-BO3MOKHOCTH — aBTOMaTH4eCKoe OOHapy:KeHIe HHCcaiToB, Q&A Ha ecTecTBeHHOM s13biKe, Quick Insights

5. Power BI Service — o6aunas mwiatdopma yisi ybIrKanum, COBMECTHOU paboThl U ABTOMATHUYECKOTO OOHOBJIEHUS OTYETOB

6. Mobile-first — oTiaHbIe MOGUIBHBIE TIPHJIOXKEHHSA C BO3MOKHOCTBIO IIPOCMOTPA OTYETOB OQIIaiiH
WnTerpamusa ¢ CRM:

o IIpsimoe noaxaroueHne k Dynamics 365 CRM uepe3 BCTPOEHHBIH KOHHEKTOD

« Ilopxmouenue k Salesforce, HubSpot, Pipedrive uepes cranzapTHbIe KOHHEKTOPBI

« REST API u OData jy1s1 mozikiiroueHust K kacromabiM CRM

* B0O3MOXHOCTD CO3AHIS IIPOMEKYTOIHOTO XpaHWIHIna fanubix (Data Warehouse) /17151 C7105KHOM aHATTUTUKA
Tunu4dHbIE Use cases:

o AHa13 BOPOHKH IPOJAK C JIeTAIN3ALUEN 110 PETHOHAM, IIPO/IYKTaM U MEHe/[KepaM
o TIporHo3upoOBaHKE BHIPYYKH Ha OCHOBE pipeline v MCTOPUYECKUX TaHHBIX KOHBEPCHU
o Ananus 3G beKTHBHOCTH MAPKETUHIOBBIX KaMIaHUN yepe3 uHTerpanuio CRM + MapKeTHHTOBbIE TIATHOPMbL
o KoroprHbiii ananu3 kineHToB u pacuer LTV (Lifetime Value)
CroumocTsh:
« Power BI Desktop — GecmiatHO (JIoKaIbHas Bepcus)
« Power BI Pro — $10/mosip30Baresns/mecsry (mybankanus u Kostabopanus)

« Power BI Premium — ot $4,995/Mecs1r (BbiziesieHHbIe MoliHOCTH, advanced Al)

Tableau (Salesforce)
Tableau — siuziep B o0JiacTH BU3yasM3alMu JIaHHBIX, NpHOOpereHHbli Salesforce B 2019 romy. M3BecreHn cBoell mHTyuTHBHOU drag-and-drop
PIHTep(beﬁCOM " MOIITHBIMHA BO3MOXHOCTAMU BU3yaITU3alluH.
KiioueBble BO3MOKHOCTH:
1. VizQL — 3anateHTOBaHHAas TEXHOJIOTHS BU3YaJIbHOTO SI3bIKA 3aIIPOCOB, II03BOJIAIOIIAS CO3/IaBaTh CJIOKHBIE BU3yainzauuu 6e3 SQL
2. Tableau Prep — WHCTPYMEHT /IJIs TOZITOTOBKU M OYKMCTKY IAHHBIX [TE€PE/] AHATU30M
3. Tableau Server/Cloud — nardopwma aist my6GINKaIUU U yIPABJIEHU OTYETAMU B OPraHU3AINH
4. Ask Data — aHa/Iu3 JaHHBIX HAa €CTECTBEHHOM SI3bIKE

5. Einstein Discovery unrerpamusa — Al-powered ananuruka ot Salesforce
HNuTerpanusa ¢ CRM:

« Harusnas unrerpanus ¢ Salesforce CRM (mmocsie mpro6perenus)
o Konnekrops! k Microsoft Dynamics, HubSpot, Zoho CRM
« Web Data Connector 1 moakaodenus k ao0siM REST APT

« IIpsamoe noaxaoueHue k 6azam anubix (PostgreSQL, MySQL, SQL Server)
Tunu4vHbIE use cases:

« Bugyasnusarus reorpadudyeckoro pacrupe/ieieHus KINEHTOB U IPOJak
e AHa/IN3 BpEMEHHBIX TPEH/IOB U CE30HHOCTH B IIPO/IaKaxX
o Dashboard /151 TonI-MeHe/KMEHTA € KJIIOYEBBIMU METPUKAME

* AHa/Iu3 NOBe/IeHUsl KJINEHTOB Yepe3 BU3yan3aliuio customer journey
CroumocTsb:

« Tableau Creator — $70/mosib30BaTesb/MecsIy
« Tableau Explorer — $42/mosip30Baresb/Mecsiy

« Tableau Viewer — $15/mosp30Baresib/ Mecsiiy
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Metabase (Open Source)
Metabase — 310 open-source Bl-mardopma, xKoTopasi crasa MOMYJSIpPHOHW cpexu crapranoB 1 SMB 6iarosapsi mpoCTOTe HCIOJB30BAHUS U
OTCYTCTBHUIO JINIIEH3UOHHBIX 3aTpaT.
KiioueBble BO3MOKHOCTH:
1. Simple mode — co3znanue orueToB 6e3 3HaHUA SQL Yepe3 BU3yaIbHBIN KOHCTPYKTOD
2. SQL mode — 1osHbIi KOHTPOJIb Yepe3 HaIIcaHne KacTOMHBIX SQL-3ampocos
3. Embedded analytics — BcrpanBanue Aam6op/10B B COOCTBEHHBIE TIPUIOKEHHUST
4. Alerts u subscriptions — aBromarn4eckas pacChbIKa OTUETOB U YBEJJOMJIEHUS O BAXKHBIX UBMEHEHUSAX

5. Open source — MOJIHBIA KOHTPOJIb HaJ| KOZIOM, BO3MOKHOCTh KACTOMU3AI[UN

Hnrerpamua ¢ CRM:
« Ilpsimoe mozkiroueHue kK 6azam jaHubx CRM (ecstu ecTb JOCTYII)
o HHTerpanus uyepe3 IpOMeXXyTOYHOe XpaHuuie (Hanpumep, PostgreSQL)
o REST API 1151 mosiydeHus JaHHBIX U3 061a4uHbix CRM
« B03MOXKHOCTH HamuCcaHus custom connectors 6J1aroziapsi open source Mpupoze
TunudHbIe use cases:
o Self-service aHasuTHKA /1711 MEHE/XKEPOB T10 IIPOZIAXKaM
o ExKeZiHeBHbBIE JIAl/[’KECThI C KJIIOYEBBIMU METPUKAMU 110 email
o BerpaunBanue aHanmuTUKH B KacToMHble CRM-uHTEpbEICHI
o BpICTpPOE IPOTOTHIHPOBAHIE AHATUTUYECKUX PellleHui
CroumocTh:
« Open Source Edition — Gecratho (self-hosted)

« Pro Cloud — or $85/mecsi1y

« Enterprise — uHguBH/IyaIbHOE IIEeHOOOPa30BaHUE

Google Data Studio (Looker Studio)
Google Data Studio (mepemmenoBanHubiii B Looker Studio) — aro Gecruiatabiii BI-uncrpyment or Google, unTterpupoBanusiii ¢ Google Cloud
Platform u Google Marketing Platform.
KirroueBbie BO3MOKHOCTH:
1. BeciuiarHOCTB — ITOJIHOCTHIO OecIIaTeH /1151 JII000T0 KOJIMYeCTBa I10J1b30BaTes el
2. MHTerpamnus ¢ Google sxocucremoii — HaruBHas pabora ¢ Google Analytics, Google Ads, Google Sheets, BigQuery
3. Community connectors — cOTHI KOHHEKTOPOB, CO3/IaHHBIX COOOIIIECTBOM, B TOM YHCJIE /IS oy sipHbix CRM
4. Real-time xoJuragopanust — kak B Google Docs, HECKOJIPKO [0JIb30BaTEIEH MOTYT OZJHOBPEMEHHO PEAAKTHPOBATH OTYET

5. Embedding — mpocroe BcTpauBaHue OTUETOB Ha CAHTHI U B IIPHJIOKEHHS

Hnrterpanua ¢ CRM:
« Community connectors jiyist Salesforce, HubSpot, Pipedrive
« Google Sheets kak npomeskyrounoe 38eH0 (CRM — Sheets — Data Studio)
« BigQuery /151 xpanenus u 06pabotku 60sb1nx 06peMmoB CRM-1aHHBIX
« Custom connectors uepe3 Apps Script
TunudHbIe use cases:
o MapkeTuHIroBas aHaIuTHKa: o0benHerne qanubix u3 CRM, Google Ads u Google Analytics
o Jlambopse! s kineHToB (white-label pemenust i1 areHTCTB)
« BoicTpas Busyanusanus JaHHbIX u3 Google Sheets
« Real-time MOHHUTOPHHT KJIIOUEBBIX METPUK
CroumocTsb:

« TlonHOCTHIO GecriaTeH
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Qlik Sense
Qlik Sense — aro miatdopma s self-service BI ¢ yHUKaJIbHOM accOIUATHBHONU MOJIEJIBIO JIAHHBIX, ITO3BOJIAIOIIEN I0JIb30BATENSAM CBOGOIHO
HCCIIeN0BaTh JaHHble 6e3 npezonpeaenenHsix drill-down myreii.
KiioueBble BO3MOKHOCTH:
1. AcconmaTuBHAA MOJEb JAHHBIX — BCE JIAHHBIE CBA3aHBI, MOKHO UCCIIEZIOBATH JIIO0ObIe KOMOMHAIIMN U3MEPEeHUI
2. Smart search — mouck o fanusM kak B Google
3. Qlik Sense SaaS — o6yrauHas BepCHs ¢ aBTOMATHYECKUM MaCIITAOUPOBAHUEM
4. Insight Advisor — Al-acCUCTeHT /IJIsi aBTOMATHYECKOU TeHEPAI[H MHCAUTOB U BU3YAJIU3ALAiL
5. Mobile-first design — agantusHble 1ambop/s1, paboTaroIiue Ha J0bIX YCTPOCTBaX
Hnrerpamua ¢ CRM:
« Kounexrops! k Salesforce, Microsoft Dynamics, SAP CRM
« REST API connector ji1st o61aunsix CRM
o QlikView ms ciaoxxubix ETL-iporiecco
o Qlik Data Integration juist perIMKanuu JaHHBIX B PeaIbHOM BPEMEHU
TunudHbIe use cases:
« Exploratory analytics — cBo60/{HOE HCCIeI0BAHNE TaHHBIX 63 3apaHee ONPEe/IeIEHHBIX Iy Tei
o AHnanu3 «urto ecsiu» (what-if analysis)
o TTOHMCK CKPBITBIX IATTEPHOB B IAHHBIX O KJIMEHTaX
o O6bequuenure CRM ¢ onepanuoHHBIMU JAHHBIMHU IS AHAIN3A BCEU [ETIOYKH CO3JAHUs CTOUMOCTH

CroumocTh:

o Qlik Sense Business — $30/1mo0p30BaTe b/ MeCsIL

« Qlik Sense Enterprise SaaS — uH/uBH/IyaIbHOE [EHOOOpa30BaHUE

ApXUTEKTypa aHAJIUTHUYECKOro peunreHus: Ha 6aze CRM

Kiaccuueckast apxurekrypa: Data Warehouse + BI

TpaguIUOHHBIA IIOAXOJ, K IIOCTPOEHHIO AHAINTHKU BKJIIOYAeT CO3/aHHEe KOPIIOPaTUBHOro XpaHmauma gaHHbIX (Data Warehouse), xoTopoe
arperupyer JJaHHble U3 Pa3/IMYHbIX HICTOYHUKOB, BKIoyas CRM.
KoMnoOHeHTbI apXUTEKTYpbI:
1. Uctounnku gaHabix — CRM, ERP, mapkeTruHroBbIe 11aTOpMbI, QHUHAHCOBBIE CUCTEMBI, BeO-aHATUTHKA
2. ETL-nponeccs! — Extract, Transform, Load — nporecchb! nspiieueHus1, TpaHcdopMariiiy ¥ 3arpy3ku AaHnHbix B DWH
3. Data Warehouse — neHTpasn30BaHHOe XPAHWINIIE CTPYKTYPUPOBAHHBIX JAHHBIX, ONTHMU3HPOBAHHOE /ISl aHAJTUTHIECKHX 3aIIPOCOB
4. OLAP-KyGBI — MHOTOMepHbIE CTPYKTYPHI JAHHBIX /IS OBICTPOTO aHAIHN3A
5. BI-MHCTpYMEHTbI — BU3ya/Iu3alus U aHaIu3 JaHHbIX 13 DWH
IIpeumymecrBa:
o Enunas Bepcus npas/el (Single Source of Truth)
« BrIcokas Npou3BOAUTEILHOCTh aHATUTUUECKUX 3aIIPOCOB
« lcTopudYHOCTH JAHHBIX
e B03MOXXHOCTD CJI03KHOM TpaHCHOPMALIUY U OUUCTKU JIAHHBIX

Hepocrarkmu:

e BrIcokas cTOMMOCTb BHEJIPEHHUS U TIOZJIEPIKKI
o Crnoxnocts Hactpoliku ETL-niponeccos

o 3aziepkka B 0OHOBJIEHNH JJAHHBIX (OOBIYHO €Ke/THEBHO MJIU €XKEHOIITHO)
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CoBpemeHnHas apxurekrypa: Data Lake + Real-time Analytics

CoBpeMeHHbIe KOMIIAHUY YacTO HCIOJIB3YIOT 6ostee rubkuii mogxoy ¢ Data Lake — XpaHMInIEeM /I CTPYKTYPUPOBAHHBIX U HECTPYKTYPUPOBAHHBIX
JIAHHBIX.
KOMIIOHEHTBI aDXHTEKTYpPbI:
1. Data Lake — xpaHwuiie CbIpbIX JAHHBIX B UCX0{HOM opmarte (S3, Azure Data Lake, Google Cloud Storage)
2. Stream processing — o6paborka faHHBIX B pearbHoM BpeMeHH (Apache Kafka, AWS Kinesis)
3. Data processing — Tpanchopmanus gaHHbIX 110 TpeGoBanuio (Apache Spark, Databricks)
4. Serving layer — cJo0ii 11 6GicTporo focryna k o6paboTaHHbIM AaHHBIM (BigQuery, Snowflake, Redshift)
5. BI u ML tools — HHCTPpYMEHTHI BU3yaIH3alii U MAIIHHHOTO O0yIeHHs
IIpenmymiecrBa:
« Pa6ota c I06BIME TUIIAMY AHHBIX (CTPYKTYPUPOBAHHbIE, IOJIYCTPYKTYPUPOBAHHbIE, HECTPYKTYPUPOBAHHbIE)
« Real-time wan near-real-time anasuTnka
o T'mbkocTh B TpaHC(HOPMAIUH JAHHBIX
¢ BosmoxHocTb npuMenenus ML u AT
HepnocraTrku:
« Tpebyer kBasnnduupoBanHblx data engineers
« Mo:xeT GBITh CJIOXKHEE B YIIPABIEHHN

« Risk of "data swamp" ec;iu HeT yeTkoro governance

Embedded Analytics: BcrpanBanue anaaurtuku B CRM
AJIbTEpHATHBHBII IIO/IX0/] — BCTPAUBAHUE AaHATUTHYECKUX BO3BMOXKHOCTEN HellocpecTBeHHO B mHTepdetic CRM-cucreMsl.
BapuaHTBI peaTH3aIuNn:

1. iFrame embedding — BcrpauBanue gam6opaos Bl-uncrpymentos B CRM uepes iframe

2. Native integration — ucnosnszoBanue SDK BI-miardopM /i co31aHusA HATUBHBIX KOMIIOHEHTOB

3. API-based dashboards — coznanue kacromusix famb6opzos B CRM ¢ mosmyuennem faHHbIX yepe3 API BI-rutatdopmbt
IIpenmymiecrBa:

o Ilosib30BaTesIM He IOKU/IAIOT IPUBBIYHBIN uHTEpderic CRM

« KoHTekcrHas aHanuTHKA (JaHHBIE O KJIMEHTE + aHAJIMTHUKA Ha OTHOM 9KpaHe)

o Enunas cucreMa ayTeHTHDHKAINT
HemocraTku:

o OrpaHuyeHus M0 KACTOMHU3AIUY BU3YTU3AIUI

 IloTeHnMasBbHBIE IPOGIIEMBI C IIPOM3BOIUTEIEHOCTHIO

e 3aBUCHMOCTH OT BO3MOKHOCTell KOHKpeTHOH CRM 110 BCTpauBaHUIO

KmoueBsbie metpuku 1 KPI gyis CRM-aHaJIUTUKU

MeTpuku npoja;x 1 KOHBepcuu

1. Conversion Rate mo s3ramamMm BOPOHKHU — IPOIEHT IIEPEXO/IOB € OHOTO HTAMA Ha APYTOi
2. Win Rate — npo1eHT BHIUTPAHHBIX C/IEJIOK OT OBIIEro KOJUYECTBa

3. Average Deal Size — cpeiHuii pazmep CIeiKu

4. Sales Cycle Length — /yiiTes1bHOCTB [UKJIA CZIEJIKU OT IIEPBOTO KACAHUS /10 3aKPBITHS

5. Pipeline Coverage — oTHOILIIEHUE CyMMBI C/IEJIOK B BOPOHKE K II€JIH 10 BHIPYUKE

6. Weighted Pipeline — cymma czieiok, yMHOKeHHas1 Ha BEPOSITHOCTD UX 3aKPbITHS

MeTtpuxu 3pPeKTUBHOCTH KOMaH/IbI

1. Activities per Rep — KoJiuecTBO aKTUBHOCTEH (3BOHKH, BCTpeuH, email) Ha MeHe/Kepa
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2. Response Time — cKopocTh OTBeTa Ha 3aI1POCHI JI/I0B

3. Quota Attainment — npoLEHT BBIIIOJIHEHUS [IJIAHA TIPOZAK

4. Activity to Conversion Ratio — cooTHoOIIeHIEe aKTHBHOCTEH K KOHBEPCHAM
5. Revenue per Rep — BbIpyuka Ha OZJHOTO MeHe/Kepa

6. Time Spent Selling — nponeHT BpeMeHy, IIOTPAYEHHOTO HEIIOCPEICTBEHHO Ha MIPOJIAKU

MeTpHuKH PaGoOThI ¢ KJIMEHTAMHU

1. Customer Lifetime Value (LTV) — nporHo3upyemas BHIpydKa OT KJIM€EHTA 32 BCe BPEMsA COTPYAHUYECTBA
2. Customer Acquisition Cost (CAC) — crouMoCTb [IPUBJIEUEHHS OJHOTO KIIFEHTA

3. LTV/CAC Ratio — COOTHOIIIeHHE JKU3HEHHOU [[EeHHOCTH KJIMEHTa K CTOMMOCTH [IPUBJIEUEHHUs

4. Churn Rate — IpoIeHT yIIe X KINEHTOB

5. Net Revenue Retention — m3MeHeHUe BBIPYUKH OT CYIIECTBYIOIIMX KIreHTOB (¢ yaerom upsell u churn)

6. Customer Health Score — xoMIIekcHas MeTPHUKa 3/10POBbs KJINEHTA

MeTpuku NporHo3MpPOBaAHUA
1. Forecast Accuracy — TOYHOCTb IIPOI'HO3a IPO/AK
2. Pipeline Generation Rate — ckopocTh reHepaIii HOBBIX CZIEJIOK B BODOHKE
3. Trend Analysis — anaiu3 TpeH/[0B B KJIIOUEBBIX METPUKAX

4. Predictive Lead Scoring — nporaosHas olieHKa BEPOATHOCTH KOHBEPCUH JIH/[A

HpaKTI/IquKI/Ie KeHchbl HpOI(BI/IHYTOﬁ AHAJIUTHUKHA

Keiic 1: AHa113 BOpOHKH npojaax ¢ Power BI
3agava: Komnanus B2B SaaS xoueT OHATH, HA KAKUX TAllaX BOPOHKHU TePsETCst OOJIbIIIE BCETO JIUZOB U [I0YEMY.

Peiienue:
1. IlTogxmouenue Power BI x CRM (HubSpot) 4epes cTanfapTHBIH KOHHEKTOD
2. Coszranue Mo/iesu JIJaHHbBIX ¢ Tabsuuiamu: Deals, Deal Stages, Users, Activities
3. ITocrpoenue Funnel Chart ¢ gerasusanueit o KCTOUHUKAM JIU/I0B
4. JTo6aBnenue Time-based ananuza: kak ©3MeHUIACh BOPOHKA 3a [IOC/IE/IHUE 6 MeCsIeB
5. Drill-down aHaiu3 1o OTJe/IbHBIM MEHEZKEPaM 1 KOMaH/1aM
6. Cospanue BerancssieMbix Mep uist Conversion Rate meskty sranamu

Pesyabrat: BrisBieHo, urto KoHBepcHs ¢ srama "Demo" B "Proposal" cocraBiser Bcero 30%, UTO 3HAYUTEJIBHO HIKE OEHUMApKOB.

ﬂOHOHHHTeHbHLIﬁ aHaJIn3 II0KasaJjl, 4YTo HpO6]IeMa B KauecCTBe KBaJ'II/Iq)I/IKaLII/II/I JIUIOB — HaA AE€MO IIOIIaIar0T KOMIIaHUH, HE IIOAXO0JAIHE 10 ICP.

Keiic 2: Cohort Analysis s pacaera LTV B Tableau
Baaaqa: E-commerce koMITaHus XO4YeT ITOHSThH peasibHYI0 NEHHOCTh KJIMEHTOB U OIITUMU3UPOBATH MAPKETUHIOBBIE GIOA)KGTI)I.

Pemenue:
1. ITogxmouenue Tableau x Data Warehouse, copep:xamemy nanasie 3 CRM U TpaH3aKIMOHHOM CHCTEMbI
2. Co3/laHHe KOTOPTOB KJIMEHTOB 110 MecsAIy epBOU IOKYIIKH
3. IToctpoenue Cohort Retention Matrix — Budyasim3saiis HOBTOPHBIX IOKYIIOK 10 KOTOPTaM
4. Pacuer LTV jy1s1 Kak10#1 Koroptsl ¢ yaetoM Retention Rate u Average Order Value
5. CermMeHTanMsA KOTOPT 10 KaHAIaM IpuBiedeHus s pacdera LTV/CAC o kaHamam
6. Co3iaHre HHTEPAKTHBHOTO AAMIO0p/ia A/l MApDKETUHIOBOH KOMaH/IbI

Pesyabrat: O6HAPY:KEHO, YTO KJIWUEHTHI, IPUIIE/IINEe U3 KOHTEHT-MapKeTHHra, nMeoT LTV B 2.5 pasa BbIllle, 4eM U3 ILUIATHOW PEKJIaMbl, IPH

coniocraBuMoM CAC. PelleHo nepepacipeieIuTh OI0/IKET B I0JIb3Y KOHTEHT-MapKETHHTA.
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Keiic 3: Real-time Sales Dashboard B Metabase
3amaua: Sales-koMaHza pacTyILero crapramna Hyk/aercs B real-time visibility B TekyIiee cocrosiHue npogask.
Pemrenue:

1. VeranoBka Metabase Ha cepBepe KoMIaHuu (open-source BEpCHsi)

2. IIpamoe noxkaovyenue k PostgreSQL 6ase nanusix CRM

3. Cosznanue kosuteknuu gambopaos: Daily Sales, Pipeline Health, Team Performance

4. HacTpoiika aBTOMATHYECKOr0 OGHOBJIEHHUS JANIOOP/IOB KAXK/IbIE 15 MUHYT

5. Cosmanue email subscriptions ¢ exe[HEBHBIMU JJAH/[KECTaMU sl PyKOBO/ICTBA

6. Hacrpotika alerts /111 BaXKHBIX COOBITHH (KPYITHASI C/I€IKA 3aKPHITA, PUCK CPHIBA KBAPTAJIHHOH 11EJTH)

PesyabraT: BpeMs Ha IOATOTOBKY OTYETOB /ISl TOI-MEHEPKMEHTa COKPAaTHJIOCh C 4 YAcOB B HEJEJIO /10 HyJiss. MeHeIKephl 0 MpojaXkam

TIOJIyYMJTU ITPO3PAYHOCTD B CBOIO ITPOM3BOUTEIBHOCTD, UTO YBETMYUIIO MOTHBAIIMIO U 3/I0POBYIO KOHKYPEHIIUIO.

Best Practices npoasunyroii anamuTuku B CRM

1. HaunHaiiTe ¢ 6M3HEC-BOIIPOCOB, a HE € TEXHOJIOTUH
TunugHas ommbKa — HavaTh ¢ BbI6Opa BI-MHCTpyMeHTa 1 3aTeM JIyMaTh, YTO ¢ HUM /ie1aTh. IIpaBUIIbHBIN TTOIXOZ:

1. Onpeziesiute KyI0YeBble GU3HEC-BOIIPOCHI, HA KOTOPBIE HY>KHO OTBETHUTH
2. BolsicHUTE, KaKue IaHHbIe HY KHBI /IS OTBETOB HA 3TU BOIIPOCHI
3. OueHuTe, T7ie 5TU IaHHbIE HAXOATCS U KaK UX MOYKHO OOBEIUHUTD

4. TOIBKO TIOCJIE 3TOTO BHIOUPATE MOAXOAAIINI HHCTPYMEHT

2. O6ecneubTe KauecTBO JaHHBIX B CRM
JIrobasd aHaIUTHKA 6eCCMI)IC]IeHHa, €CJIN UCXOJHbIE IaHHbIE B CRM HekayecTBEHHBIE:

« BaezapwuTe mporecchl BATUAAINH JAHHBIX IPU BBOZE
o PerysnsipHO IpOBOAMTE ay/IUT KA4eCTBA JIAHHBIX
« ABTOMaTH3UpPYyITE 0OOTaIlleHIe TAHHBIX I71€ BO3MOXKHO

o OOy4nTe KOMaH/ly Ba’KHOCTH KadeCTBEHHOTro 3aroaHeHns CRM

3. CoznaBaiiTe exuHbIN HCTOUHUK mpaBas! (Single Source of Truth)
ECJ'[I/I B KOMIIaHHUH HECKOJIBKO CUCTEM OTYETHOCTHU C paBHbIMI/I LII/Iq)paMI/I, 9TO HO/IpI)IBaeT ﬂOBepI/Ie K JIaHHBIM:

o OmpenenuTte, Kakas cUCTEMa ABJIAETCS HCTOYHUKOM IIPABABI JUUIA KaX/I0H METPUKHU
* YeTKO JOKyMEHTHUPYHTE JIOTUKY pacuera Bcex KPI

. I/Icnonbsyﬁ're LEHTPa/IN30BaHHOE XPpaHUIUINE JaHHbBIX 1A KpOCC-CHCTeMHOﬁ AHAJIUTUKHA

4. Democratize data, Ho ¢ KOHTPOJIEM JOCTyIIa

ITpeocraBbTe AOCTYI K aHAIUTHKE KAK MOXKHO GOJIbIIIEMY KOJIMYECTBY COTPYHUKOB, HO C IIPABUIBHBIME OTPAHUYEHUMU:

o Self-service BI jy1st MeHeI3KePOB 110 IIPO/ja’kaM (TOJIBKO CBOM JIaHHBIE)
« Bosiee mIUPOKUH AOCTYIH Z/Is1 PYKOBOZHUTEIEH OT/EIOB
« Ilosnsrii foctyn s C-level u aHamuTHYECKOM KOMaH/IbI

« Hcnons3yiite Row-Level Security s orpaHuyueHus focTyna K KOHGUACHINATLHBIM JAHHBIM

5. MuBecTupyiire B data literacy
Hasmrame monabix BI-uHCTpyMeHTOB He rapaHTHpyeT ux 3(pdeKTUBHOE UCIIOTb30BAHHE:

« IIpoBoguTe TpeHUHTH 110 pabore ¢ gambopaaMu
» OO6yuaiiTe KOMaH/ly OCHOBaM HHTEPIIPETAIIUY JAHHBIX U CTATUCTUKU

« Cospnasaiire kyapTypy data-driven decision making
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« IloompsiiTe COTPYJHUKOB, KOTOPBIE UCIOIB3YIOT AAHHbIE /I 0OOCHOBAHUSA PeLIeHHH

6. ITepaTUBHO yJaydlllaiiTe JANIOOPAbI

He nbITaiiTech co3/1aTh UA€AIBHBIH 1aMIO0P/] € IEPBOTO pasa:
« Haunure ¢ MVP (Minimum Viable Product) — 6a30BbIX METPHK U IIPOCTBIX BU3YAIH3AINN
« CobGepure pumbex oT moab30BaTeIeH
» HrepatuBHO /106aBIIsiiiTe HOBBIE METPUKH U yilydinaiite UX

o PerynsapHo nposepsiiTe, Kakue Aambop/Abl UCIOIb3YIOTCH, & KAKUE HeT

7. ABTOMaTU3HpyiTe PyTHHHYIO OTYETHOCTH
OCB06OZII/IT8 BpeMsA aHAJIUTUKOB OT CO3JaHUA IIOBTOPAKNINUXCA OTYETOB:
« HacrpoiiTe aBTOMAaTUYECKYIO PACCHUIKY AAIGOP/IOB 110 PACIIMCAHUIO

o Ucnosbayiite alerts mist yBeZIOMJIEHHI O BaXKHBIX N3MEHEHHSIX

o CospnaiiTe 6M6IMOTEKY CTAH/IAPTHBIX OTYETOB, KOTOPBIE MOXKHO OBICTPO aJalITUPOBATh

Bosi6op noaxoasamero BI-uncrpymeHra

IIpu BeI6Ope BI-mnaTdopmsbl 1yt CRM-aHaJIUTHKY YIUTBIBAlTE cieyomye GpakTopsl:

TexHu4Yeckue KpuTepuu

« Wnterpamnus c Bameir CRM — Hajn4re rOTOBbIX KOHHEKTOPOB MJIX IIPOCTOTA CO3JAHUA KACTOMHBIX

o IToazeps;kka MCTOYHUKOB JAHHBIX — MOET JIU MHCTPYMEHT IO/IK/TII0UaThCA KO BCEM HY»KHBIM CHCTEMaM

« IIpOM3BOAMTETBHOCTh — KaK HHCTPYMEHT CIIPABJIAETCS C BAIIUMU 00beMaMU JAHHBIX

« Bo3mo:kHOCTH TpaHcGOpPMaIMK JAHHBIX — MOXET JIM HHCTPYMEHT OYHUINATh U TPe0Opa30BBIBATh JJAHHbIE WX HYyKeH oT/esbHbIi ETL

o API u extensibility — Bo3MoxHOCTb BCTpaHBaHHUA U KACTOMH3ALUI

(I)yHKI_[I/IOHaJII)HI)Ie KpuTrepuu

- Ease of use — HaCKOJIbKO JIETKO CO3/1aBaTh AIIOOPbI 03 TEXHUUECKIX HABBIKOB

» Busyasmsanmsa — pazHooOpasue U Ka4ecTBO BU3YyaTH3aIui

« Mobile experience — xauecTBo MOOUIBHBIX IPUIOKEHUH

« KoJsmaGopamusa — BO3MOXXHOCTH COBMECTHOH PabOThI, KOMMEHTUPOBAHUSA, ITyOTUKAIITH

« Alerts u subscriptions — aBTromMaTHueCcKye yBEIOMIEHNS U PACCHUIKHI

busHec-kpuTepun

« Croumocts — TCO (Total Cost of Ownership), Bkirouast suneH3uu, HHGPACTPYKTYPY, HOJAEPKKY
« Scalability — kak cTouMOCTb pacrer ¢ yBeJIMUeHUEM I10JIb30BATEIEN U JAHHBIX
« Vendor reliability — nagexuocrts Benzopa, ero punHancoBas cTabuIbHOCTD

« Community u support — HajimyHre cOOOIIECTBA, KAUECTBO JOKYMEHTAIIMH, IOCTYIIHOCTh SUpport

Martpuina BbIoopa

Kpurepuit Power BI Tableau Metabase Looker Studio Qlik Sense
JIerKOCTh UCIIOIBb30BAHYS b 8.8 8 844 28,28 8 ¢ b 8.8 8 $4¢ ek ok kK Jekok Yo ve
Bugzyanuzauus ok Kk 1. 2.8.6.6 1 D 8.8 GAGNS L. 8. 8. $7o%d L. 8. 8.8 8¢
Unrerpanusa ¢ CRM %k ko k Sk ke R 8.8 $* A s Fook Yoyl b 8.8 8 844
Croumoctb ke ok e Yede ok k kK 2 8.8.8.8.9 okl Yo ve
MaciutaGupyemMocTh %k ko k 28,88 8 ¢ b 8.8 $*o4e ek ok kYo 2.8.8.8.8 ¢
AI/ML BO3MOKHOCTH 2. 8. 8.8 8¢ 2. 8.8.8. 874 L 8 S GAGAS %k Yoo e 2.8, 8.8 844
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3akJarodeHue

IIpoasunyTast aHanuTuka U BI-uncTpymenTs! mpeBpamiaior CRM H3 cHCTEMBI yyeTa B MOIIHBIA WHCTPYMEHT /IS MPUHATHS CTPATETHYECKHX
peteHui. IIpaBUJIbHO BBICTPOEHHAS AHAIUTHKA IO3BOJIAET:

o I'yrybOKO OHUMATB [OBe/IeHHEe KIIMEHTOB U MATTEPHBI IIOKYIIOK

e ONTHMHU3UPOBATb IIPOIECCHI IPOJIAK U IOBBIIIATH KOHBEPCHUIO

e TO4YHO IPOrHO3UPOBATH BHIPYUKY U IUIAHUPOBATDH PECYPCHI

o I3mepaTh 3¢ HeKTHBHOCTH KOMAH/IBI M OT/I€JIBHBIX COTPY/IHUKOB

e BBICTPO pearnpoBaTh Ha U3MEHEHNUsI PIHKA U [I0BE/IEHHS KJINEHTOB

Kitrou k ycrexy — He B B1>160pe €CaMoro 1opororo uin d)yHKIH/IOHaJ'IBHOI‘O HNHCTPYMEHTQ, a B Y€TKOM IIOHUMaHUU 6M3Hec-3a11aq, Ka4vyeCTBe JaHHbIX B

CRM u KyJIbType IPUHATUSA PELIeHHH Ha OCHOBE IaHHBIX.

B CJIeAYIOIEM YPOKE MbI paCCMOTPHUM CKBO3HYIO aHAJIUTHKY — KaK OTCJIIEAUTDH ITYyTh KJIMEHTA OT IIEPBOI0 KJIMKA B PEKJIaMe 1O BBIPDYYKH 1 HpI/IﬁbIIII/I,

00beITUHUB JaHHBIe 13 MapKeTUHIoBBIX cucTeM, CRM 1 (pUHAHCOBHIX IITATHOPM.

IIpakTU4yeckoe 3ajaHue:

1. BeiGepure 3-5 KII0Y€BBIX GU3HEC-BOIIPOCOB /IS BAllleld KOMIIAHUH, HAa KOTOPbIe Z0JKHA oTBeTHTh CRM-aHanuTuka
2, Onpe/:[em/ITe, KaKue JaHHbIe U U3 KaKHUX CUCTEM Hy')KHI)I JJIs1 OTBETOB HA 3THU BOHPOCI)I

3. OueHunTE TEKYyIIlEe KaueCcTBO JaHHBIX B Bauieit CRM 110 10-6aJI7IbHOM 1IKaJIe U ONIPe/IEeIUTE TOT-3 TPOOIeMbI

4. Co3paiiTe Marpuily Bbibopa BI-MHCTpyMeHTa ¢ KDUTEPHUSIMH, Ba*KHBIMU JIJIsI Ballleil KOMITAHUU

5. HapucyiiTe BBICOKOYPOBHEBYIO APXUTEKTYPY aHATUTHUECKOTO PEIIeHHUs s Balllel OpraHu3anuu

I'maBa 22. CKBO3HaA aHAJUTHUKA: OT KJIHKA {0 BBIPYUYKH

BBenenue

Hpel[CTaBbTe CHUTyalMIO: Balll MAapKETOJIOT OTYMUTHIBAETCSA, YTO B IIPOIIJIOM MeCAIe NPUBJIEK 500 JIUJI0B 10 IeHe $50 3a Jun. 3By‘{I/IT Hemoxo. Ho
CKOJIBKO U3 3TUX JIUJIOB IIPEBPATUINCH B kaueHToB? Kakas BbIpY4YKa IpuIaa OT 3TUX kiaueHnToB? Kakosa l'IpI/I6bUIL IocJie BbIUeTa BCEX 3anaT? u

IJIaBHOE — KaKoW peayibHbI ROI MapKeTHHIOBBIX KaMIIAaHUN?

OTBEeTUTH Ha 3TH BOIPOCHI MOKHO TOJIBKO C ITOMOIIBI0 CKBO3HOU aHAJIUTHKH — CHCTEMBI, KOTOPasi OTCJIEKMBAET BeCh IyTh KJIMEHTAa OT IIEPBOTO
KacaHus C Balledl peksaMoul /10 (GUHAIBHON omaThl U Jaxke repeat purchases. CKBo3Has aHAIMTHKA OOBEAMHSET AAHHblE M3 DPEKJIaMHBIX

kabuHeTOB, BeO-aHauTHKN, CRM, crucreM KOJUITPEKMHIA, (GUHAHCOBBIX ILTAT(HOPM B €MHYIO KAPTUHY.

B saTtom YPOK€ MBI pa36epeM KOHIEHNIHUIO CKBO3HOU AQHAJIUTHUKHU, ITIO3BHAKOMUMCA C BEAYIIUMU HJIaT(l)OpMaMI/I, Hay4YuMCA HacTpauBaTb anI/IGyI_IHIO

KacaHWii, TOCTPOUM MOJIeIb pacueTa peasibHoro ROI u ocBouMm best practices paboTsl co CKBO3HO# aHAINTHKOMN B KOHTEKCcTe CRM.

YT0 TaKkoe CKBO3HAA aHAJUTHUKA U 3aUeM OHa HYXKHAa

IIpo6iemMa N30/ IMPOBAHHBIX CUCTEM
B TUNWYHOU KOMIIAHUY MapKETUHIOBBIE U IIPOJIA’KHbIE JAaHHbIE Pa36POCAHBI IO MHOXKECTBY CHCTEM:
1. PexsiamHbre kabuHeTsI (Google Ads, Facebook Ads, Yandex Direct) — pacxozbl Ha pexyiaMy, HOKa3bl, KJIHKH
2. BeG-anautuka (Google Analytics, Tuyexc.Merprika) — Tpaduk Ha CaliT, IIOBEZIEHUE [10Ib30BaTeJIel, KOHBEPCUHU B JIUIIBI
3. CRM-cucrema — JIH/bl, CAEIKN, KOMMYHHUKAIWsA ¢ KIIHEHTaMU
4. KosurrpexuHnr (Calltouch, Ringostat) — 3BoHKE ¢ pexyiaMbl
5. Email-mapkerunr (Mailchimp, Sendinblue) — email-kammnanuu u ux aphekTuBHOCTD

6. ®uHaHCOBaA cucTeMa — (PaKTHYEeCKHe IIIaTeXKH KINEHTOB, BRIPYUKa, IIPHObLIb

Ka)KI[aﬂ CHCTEMA JKUBET CBOEH JKHU3HBIO, IIOKa3bIBA€T CBOU METPUKU. Ho xak noHATs O6H.Iy10 KapTI/IHy?

219



MapkeTosior cMmoTpuT B Google Analytics: «¥Y Hac 1000 koHBepcuii B iufpl, CPA $30».
MeHe:xep no npoaaxkam cMoTput B CRM: «113 911X 1000 JIN/I0B TOIBKO 100 GbLIH KBATH(HUIMPOBAHHBIMHE, 3aKPBIIIA 20 CET0K».

CFO cmotput B (GUHAHCOBYIO cHcTeMy: «BbIpyuka OT HOBBIX KJIHEHTOB B 3TOM Mecsie $50K, HO peaspHas omiata moka TOIbKO $30K,

OCTaJIbHOE — ,E[e6I/ITOpKa ».

Kro npas? Bee 1t HUKTO. KasK/pIit BUANT TOJIHKO CBOM KyCOK BOPOHKH. UTOOBI YBH/IETH [TOJIHYIO KAPTHUHY, HY?KHA CKBO3HAsI aHAJTUTHKA.

OnpepaesieHuEe CKBO3HON aHAJIUTUKH

CkBO3Has aHAJIUTHKA (end—to—end analy‘tics) — 3TO METOAOJIOTUA U TEXHOJIOTHA, IIO3BOJJIAIINAA OTCJAEXKUBATh IIyTh KJIHEHTa Yepe3 BCe TOUYKU
KacaHusd C KOMHaHHeﬁ, OT IIepBOTro BSaHMOHCﬁCTBHﬂ C MapKeTHHI'OM /10 (l)I/IHa]'IbHOI‘;I TpaH3aKUU U IIOCJIEAYIOIIEero retention, C O6’beﬂI/IHeHI/IeM

JIAaHHBIX U3 BCEX CUCTEM B €ZJUHOE IIPOCTPAHCTBO.
KirroueBble XapaKTePUCTUKH CKBO3HOM aHAJTUTUKH:
1. O0begMHEeHNE BCEX HCTOYHUKOB JAHHBIX — PeKyaMa, BeO-aHanuTika, CRM, GuHAHCH B 0THOM Jjambopye
2. CKBO3HO€ OTC/IeKIBaHHe KJIMEHTa — OT IIEPBOTo KJIMKA JI0 OILIATEI U repeat purchase
3. ATpUGYIUA — OIpe/ieIeHne BKJIa/1a KKI0TO KaCaHUA B KOHBEPCHIO
4. Pacuer peanbHOro ROI — c yueToM Beex 3aTpar U GakTUIECKOU BBIPYUKH, a HE IPOTHO3UPYEMOU

5. ABTOMAaTH3anusA — JJaHHbIe OOHOBJISIOTCS aBTOMATHUECKHU, 6e3 PYYHOTO CBe/IEHUSI OTUETOB

3aueMm HYKHA CKBO3HadA aHAJIUTUKA
JIJi1 MapKeTUHra:
« Ilonumanue peasipHOro ROI Ka)k/10T0 KaHAIA M KAMIIAHUN
o Onrumuzanus 610/[)KETOB B I10JIb3y HanboJIee OKyIIaeMbIX KaHAJIOB
« BrlfBiIeHNE «MyCOPHBIX» UCTOYHHUKOB TpadHKa, KOTOPBIE JAIOT JIU/IbI, HO HE IAal0T KJIMEHTOB

« A/B TecTupoBaHHE MaPKETHHTOBBIX TUIIOTE3 C U3BMEPEHUEM BIIUSHIS HA HTOTOBYIO BBIPYUIKY
JiA mpoaai:
. HOHI/IMaHI/Ie KayecTBa JIMJ0B U3 pasﬂmx HCTOYHHUKOB

. HpI/IOpPITI/ISaIIHH JIAA0B 110 UCTOYHUKY ITPUBJICYCHUSA

« KoppeKTupoBKa II0/IX0/I0B K paboTe ¢ JINIaMH B 3aBUCHMOCTH OT KaHasIa (TeIUIble 13 KOHTEHTA VS XOJIO/IHbIE U3 TapreTa)
JIJIs1 TON-MEHEeAKMEeHTAa:

 IlpuHsaTHE peleHnii 0 MAPKETHHTOBBIX GIo/KeTax Ha ocHoBe ROI, a He «4qyBCTBa»

o IIpOrHO3upOBaHUE BBIPYUKH C YUYETOM 3aIUIAHUPOBAHHBIX MAPKETHHIOBBIX aKTUBHOCTEH

o ITouumanwue Customer Acquisition Cost (CAC) B pa3pese kaHaJIOB

o KoHTposib unit-skoHOMUKH Gr3Heca

MeTpUKH CKBO3HOU aHAJTUTUKU
B oTinune ot HBOJIPIpOBaHHOﬁ AHAJIUTHUKHU B OTAECJIBHBIX CUCTEMaX, CKBO3HasA aHAJIUTHKA OIIEPpHUPYeT KOMIVIEKCHBIMUA METPUKaMM:

1. CPL (Cost Per Lead) — croumocTb Ji/ia ¢ y9€TOM BCeX MAapKETUHTOBBIX 3aTpPaT

2. CPO (Cost Per Order) — croumMoCTb 3aKPBITOM CAETKA

3. CAC (Customer Acquisition Cost) — 1oj1Hasi CTOUMOCTb [TPUBJIEUEHHs KJINEHTa, BKIIoUas MapKeTUHT u sales overhead
4. CRR (Cost Revenue Ratio) — oTHOIIEHHE 3aTPAT K BbIPYUKe

5. ROI (Return on Investment) — Bo3Bpar nnBecrunuii: (Boipyuka - 3aTparsr) / 3atpaTsl X 100%

6. ROMI (Return on Marketing Investment) — ROI crienupiaHO /17151 MaPKETHHTOBBIX HHBECTHUITHI

7. LTV (Lifetime Value) — ¢ npuBs3sKkoii K HCTOYHUKY [IEPBOTO KaCaHIsI

8. Payback Period — nepuoz okymaeMocTn MapKeTUHTOBBIX HHBECTHIIH

00630p mIaTdopM CKBO3HOH aHAJTUTHKH
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Roistat (Poccus/CHI)
Roistat — oxuH U3 JnAEpOB pHIHKA CKkBO3HOH aHanuTuky B CHI'. PazpaboTaH clieliHaIbHO /I POCCUICKOTO PBIHKA € HOAAEPAKKOH BCEX JIOKATBHBIX
wiatdopm (Auxpexc.lupekr, BKonrakre, myTarget).
KirroueBble BO3MOKHOCTH:
1. IHTEerpanusa pekJIaMHBIX IVIaT(OPM — aBTOMAaTHUeCKUH HMIIOPT pacxozios u3 Google Ads, Yandex Direct, VK, Facebook, myTarget u ip.
2. KosiTpekuHr — co6CTBeHHAsA CUCTEMA IMHAMUYECKOr0 KOJITPEKUHTA ¢ II0ZIMEHON HOMEPOB Ha caiiTe
3. CKBO3Has aHAINTUKA — o0be/[MHeHNe NAHHBIX C caliTa, u3 pexyambl, CRM, KosI-ieHTpa
4. MyabpTHKaHAJIbHAA aTpUOyuA — mozesnu Last Click, First Click, Linear, Time Decay, Data-Driven
5. Uarerpanusa ¢ CRM — roroseie nHTerpanuu ¢ amoCRM, Burpukc24, Salesforce u ap.
6. End-to-end oT4eTHI — OT KJIHKA JI0 BBIPYYKH B €JHHBIX AAMIO0OpAAX
ApXUTeKTypa paGoThI:
1. Ha caiit ycranasiuBaercs JavaScript-cuerdnk Roistat
2. CueTdnk cobupaeT JaHHBIE O IOCETUTEIAX H HCTOYHHUKAX TpadHKa, COXpaHsAeT B cookies
3. IIpu xoHBepcuu (3as1BKa, 3BOHOK) JaHHBIE 00 HcTOYHUKe nepezatoress B CRM depes ckpbIThIe mosist hopm mwin APT
4. Roistat yepes API 3a6upaer JaHHbIE O cZesIKax U BeIpyuke u3 CRM
5. Cucrema aBTOMATHUYECKH COIIOCTABIIAET PACXObI U3 PEKJIAMHBIX KAOUHETOB ¢ BRIpyukoi u3 CRM

6. Ctposrca orueTsl ROI 110 kaHas1aM, KaMIIAHUAM, KJII0YEBBIM CJI0BAM
CroumocTsh:

« CrapT — 0oT 6,900 py6/Mec (KOJIITPEKUHT + 6a30Bast AHAIUTHUKA)

« Busnec — ot 21,900 py6/mec (ckBo3Has aHasuTHKa + CRM mHTerpanus)

o Kopn — uHAUBHAYaIbHO (17151 KPYITHOTO OM3HEeca ¢ BBICOKUMH 0ObeMaMH)
ILmocer:

« I'mybokas uHTErpaIus ¢ pocCHicKUMU miaThopMaMu

o Co6CTBEHHBIIN KAUeCTBEHHBIN KOJUITPEKUHT

o V7106HbIe TOTOBbIE HHTErPAIUH ¢ IOy sipHbiMu CRM

« Xopomias MojyiepKKa Ha PyCCKOM A3bIKe
MuHycsbI:

o OTHOCHUTEJIHHO JI0POTO /IS MAJIOT0 Ou3Heca

o OrpaHWYeHHbIE BOBMOXKHOCTH KaCTOMU3AINK OTYETOB

« He Bcerzia KoppekTHO paboraer ¢ kacromHbiME CRM

Calltouch (Poccus)
Calltouch HauuHaICA KaK CHCTEMA KOJIITPEKUHTA, HO 9BOTIOIIMOHUPOBAIT B IIOJIHOLEHHYIO I1aTGOPMY CKBO3HOM aHATUTHUKH.
KiioueBble BO3MOKHOCTH:
1. KoJUITpEKMHT — IHAMUYECKasl IOZIMEHa HOMEPOB, 3aIIMCh PA3TOBOPOB, AHAJINTHKA 3BOHKOB
2. CKBO3HasA aHAJIMTHKA — OTC/IEKUBAHUE [IYTH KJIMEHTA OT KJIMKA /10 CAEJKU
3. JInag-MeHeaRMeHT — BerpoeHHast jterkas CRM /iist 06paboTKu JIUI0B
4. Moaysib NpeINKTUBHON aHAJJUTUKH — TIPOTHO3UpOoBaHue 3G GEKTUBHOCTH KaMIanuii Ha 6aze ML
5. Widget callback — BukeT 06paTHOr0 3BOHKA JIJIS caiita
6. UaTerpanmu — Gosiee 100 rotoBbIX HHTerpanuii ¢ CRM, email-ruiatdopmamu, MecceHprepamu
YHukasnbHbIe QPUIn:
« Tag Manager — cOOCTBEHHBII MEHE/KED TEroB, aibrepHarnBa Google Tag Manager
« IlesieBOI 3BOHOK — aBTOMATHUYECKOE OIPE/IeIEHHUE [IeJIEBBIX 3BOHKOB Yepe3 ML (0TceB cmama ¥ HeleJIeBbIX 00paleHuit)

« Callback-widget ¢ 3aka3om oGpaTHOrO 3BOHKa — NpsiMo B uHTepdeiice Calltouch
CTouMOCTb:

« BazoBblil — OT 3,000 py6/Mec (KOJUITPEKUHT)
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« IIpodeccuoHanbHBIN — OT 9,000 py6/Mec (CKBO3HASI aHAJIUTHKA)
« KoprnopaTHBHBIN — HH/IUBU/IYaTHHO
IL1rochr:
« BoJiee J0CTyIIEH 110 II€He /111 MaJIOro Ou3Heca
o OueHb CWIBHBIN KOJUITPEKUHT ¢ Al-OnpesiesieHHeM 1IeJIeBbIX 3BOHKOB
« Berpoennasi sterkast CRM 7151 TeX, KTO He TOTOB K moJiHONeHHO# CRM
e OrpomMHOe KOJIMYECTBO FOTOBBIX HHTETPAIIMH
MunycsI:
o Hurepdeiic mectamu meperpyxeH QyHKIUAIMI

o CkBO3Has aHAIMTHUKA He Takasd IJIybokas, Kak y Roistat

CermenTo (Poccus)
CermMeHTO — OTHOCHUTEILHO MOJIOZION UTPOK, (GOKYCHPYETCsT Ha IPOCTOTE U AaBTOMATH3AIIUH.
KiroueBbie BO3MOKHOCTH

1. ABTOMaTH4YeCKUui cOOp JAHHBIX — U3 pekIaMbl, aHanuTuku, CRM, email

2. BudyaJmsanus BOpPOHKM — OT [I0Ka30B /IO BEIPYYKH

3. ROI-KaJbKyJIATOP — aBTOMATHUECKHUH PacyeT OKYIIaeMOCTH 10 KaHaJIaM

4. OnTUMHU3anMA CTABOK — PEKOMEH/IAIUHU 110 KOPPEKTUPOBKE CTaBOK B PekjaMe Ha ocHose ROI
5. KoroptHbIit aHaau3 — aHann3 LTV KJIHEHTOB 110 KOropram

6. Murerpamus ¢ BI — skcnopr ganubix B Power BI, Tableau, Looker

Pdunocodpuda NpoayKTa:

CermeHTO MMO3UIMUOHUPYETCA KaK «CKBO3HAadA aHAJIUTHKA JJId TeX, KTO HE XO04YeT pa36npaTbc;1 B CKBO3HOW aHAJIUTHKE». MakcuMmasibHast

aBTOMAaTU3alYs, MUHUMYM HacTpoeK. [ToAKII0UIII HCTOYHUKY — HOJTy4rt jamb6ops ROL.
CroumocTsb:

e Crapt — 0T 5,000 py6/mec

« IIpodu — ot 15,000 py6/mec

« Kopn — nHAUBUAYaIBHO
ILnrocer:

o MakcruMasbHas IPOCTOTA HACTPOHKHU U UCIIOIb30BaHUA

« Kpacusble u IOHATHBIE JAIIOOP/IBI

e AKIIEHT Ha aBTOMATHU3AI[UU U PEKOMEHIAINAX

« Xopotiiee cOOTHOIIEHHE IIeHa/PyHKIMOHATIBHOCTD
Mumnycser:

o MeHblIle THOKOCTH J/IsI POWET USers

« Her cobcTBeHHOTO KOJUITPEKHHTa (Hy)KHa HUHTerpanus ¢ BHeI]_[HI/IM)

o OTHOCHUTEJIBHO MOJIOJION IIPOZIYKT, MEHbIIIe KelcoB

OWOX BI (YxkpauHa/Me:KIyHaAPOHbIH)
OWOX BI — 6oJiee TeEXHHYECKH IIPO/BUHYTAs IU1aTopMa, OpreHTHpoBaHHast Ha paboty ¢ Google Cloud Platform u BigQuery.
KirroueBbie BO3MOKHOCTH:

1. Streaming raHHbIX B BigQuery — aBromaTnyueckas perukars JaHHbIX U3 PeKIaMHbIX KabuueTos, CRM, kot-1ieHTpoB B Google
BigQuery

2. ML-aTpuGynus — MaIlIiHHOe 00ydeHHe I ONIpeAeIeH s BKIaia KAXK/[0r0 KaCAHUA B KOHBEPCHIO

3. Cost Data Import — aBTOMaTH4eCKHI UMIIOPT PACXO/I0B U3 BCEX PEKJIAMHbBIX HCTOYHUKOB

4. BopoHka c attribution — Busyasmsanus customer journey ¢ arpubyuueit

5. AyAUTOPHH JJ/Isi peMapKeTHHTa — CO3/IaHIe YMHBIX ayIUTOPHUI Ha OCHOBe IOBefieHus B BigQuery u 3arpyska B Google Ads
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ApxuTeKTypa:
OWOX BI He sBnsercs self-contained mmardopmoii. 3To ckopee Ha60p KOHHEKTOPOB H MHCTPYMEHTOB JUIA IIOCTPOEHHS CKBO3HOH aHAIHTHKH Ha
6a3e Google Cloud:
1. JlaHHbBIE U3 PA3JIMYHBIX UCTOYHUKOB cTpuMATCs B BigQuery uepesa OWOX KOHHEKTOPBI
2. B BigQuery co3szaercs efuHas aHaIUTUYeCKas MOJIeIb
3. Busyanusanus crpoutest gyepes3 Google Looker Studio, Power BI miu 10601t apyroit BI-uncrpyment
4. Cnenuduunsie otyersl ROI u arpubynuu noctynHsl B uatepdeiice OWOX
CroumocTb:
« Essentials — ot $299/mec

« Advanced — ot $999/mec

« Enterprise — uH/UBU/yaTIBHO
ILrocer:

« MaxkcumabHas TUOKOCTD JIs TEXHUYECKH IPO/[BUHYTHIX KOMaH/

 TloJiHBIA KOHTPOJIb HAa/L JaHHBIMHE (Bce B BaiieM BigQuery)

* B0O3MOXXHOCTH IpUMEHEHHUs KaCTOMHBIX ML-Mozeseit

« He npuBsi3aHbl K BU3yaIn3allK — MOKeTe UCII0JIb30BaTh J11000i1 BI-tool
MmunycsI:

« Tpebyer TexHu4yeckoi axcrepTussl (3nanune SQL, BigQuery)
« BoJiee BbICOKAsi CTOUMOCTh

« Jlonbire time to value — Hy)kHO HacTpouts data pipeline, mocrpouts MozeH

Improvado (CIIIA, mexXxyHapOXHbII)
Improvado — enterprise-miardopma /it arperaiii MapKeTHHTOBBIX IaHHBIX, HOIYJIAPHAst CPe/Id KPYIHBIX KOMITAHUH U areHTCTB.
KirroueBbie BO3MOKHOCTH

1. 500+ KOHHEKTOPOB — K PEKJIaMHbIM Iutatdopmam, ananutuke, CRM, social media

2. ABTOMATHY€CKAas HOPMAJIH3AMA JAHHBIX — IIPUBE/ICHNE JaHHbIX 13 PA3HbIX HCTOYHUKOB K €MHOHN CXeMe
3. Granular data — neranusupoBaHHbIE IaHHbIE 710 YPOBHS KJIIOYEBOTO CJIOBA, KPEATUBA, AyTUTOPUN

4. Multi-touch attribution — npozBrHYTHIE MOZIEN ATPUOY I

5. Data Destination — BO3MOHOCTb 3KCIIOPTa JaHHBIX B J11060ii DWH wmiu BI-tool

6. Data Governance — KOHTPOJIb /IOCTYIIa, BEDCHOHUPOBAHNUE, ay/IUT U3MEHEHU

Use case:

Improvado Yamie HUCII0JIb3YEeTCA He KaK KOHEUHBIH HUHCTPYMEHT BU3ya/Iu3alluy, a Kak ETL-cnoit AJIA arperanyu MapKeTUHI'OBbIX JaHHBIX. ﬂaHHbIe

cobuparotes yepes Improvado B Data Warehouse (Snowflake, BigQuery), a gasibiiie HCIIOIB3YIOTCS J1JIsl aHATUTUKY U BI.
CroumocTsb:

« Or $1,000/Mec (1151 MAJIOTO U CpeIHEero busHeca)

« Enterprise miansr — ot $5,000/mec
ILriocer:

o OrpoMHOE KOJIMYECTBO KOHHEKTOPOB, BKJIIOUasl 9K30TUUECKHE T1aT(hOPMbL

« Enterprise-grade Hazie’kHOCTb U support

« T'mGkocts B Hactpoiike data pipeline

o Iloxxoaut myist multi-brand koMmanuii ¢ MHOKECTBOM aKKayHTOB
Munycser:

« Bricokas croumocTh

« Overkill gy masioro 6usneca

o Tpebyer Hamuuus cobcrBenHoro DWH u Bl-creka

223



Mogeau aTpuGyIMn: KaK MPABUJIBHO PacIpeaeJauTh IEHHOCTh KaCaHUI

OnyH U3 KJII0YEBBIX BOIPOCOB CKBO3HON AHAJUTUKM — ATPUOYIMA: KaK IIPABUIBHO PACIPEETUTh IIEHHOCTh KOHBEPCUH MEX/Y Pa3INYHBIMU

KaCaHUAMHU KJIME€HTa C BAIIMMU MapKETHHIOBBIMU KaHaJamMu?

IIpoGiaema aTpuoynuu
CoBpemeHHBbIN B2B kneHT coBepiuaer B cpejjHeM 8-12 KacaHUU ¢ KOMIIaHUe! 1epes; HOKYIKOW. TUIINYHBIH IyTh MOXKET BBIIJIA/IETD TaK:

1. YBuJIeJ1 TapreTHpoBaHHyto pekiaamy B Facebook

2. [Ipournopuposan
. Uepes HezeJIIo HAIIIEI Ballly cTaThio B Google yepes opraHnYecKuil IOucK
. [IpounTai, noanucaucs Ha pacChlUIKy

. HOJ’Iy‘-II/U'I HECKOJIBKO ITHCEeM C KOHTEHTOM

3
4
5
6. KIIMKHyJT HA CCHUIKY U3 IIMChMa, 3allles] Ha JIEHMHT
7. Ve 6e3 KOHBEpPCHH

8. Yepes mecsr yBuzien pemapkerur B Google Display
9. KnukHyo1, 3amesn Ha cait

10. ITo3BoHwM1 110 TesteoHy

1

o

. ITpomren yepes sales UK

12. Kynun

Bompoc: kakoMy KaHaly 3acuuTarh 5Ty npozaxky? Facebook pexsiame (mepBoe kacanue)? OpraHudeckoMmy moucky (mpuses nozamucky)? Email

MapKeTuHry? PeMapkeTHHTY (T10CIIe/iHEee KacaHUe Iepesi 3BOHKOM)?

Moaeu aTpuoyuu

1. Last Click Attribution (ITocsieauuii KJIuK)

Best 1leHHOCTD KOHBEPCHUU [IPUIIHICHIBAETCS HOCIEAHEMY KaCaHHIO [iepesi KOHBEPCHEH.

IIpumep: Eciu nocyenaum kacanueM 6611 Google Search, To 100% nennocru uzet Google Search.

ILnrocsr: - IIpocToTa IOHMMAHHUS U PeaTn3alyi - [I0kasbIBaeT, 4To (pUHATBHO «/102KaJI0» KJIMEHTA /10 HOKYIIKH

MuHycshl: - rHOpUpyeT Bech NpEJBIAYLINE IMyTh KJINEHTa - HezooleHnBaeT KaHaIbl BepXHeH BOPOHKHM (awareness, consideration) - Moxer

[IPUBECTHU K Ype3MEePHBIM HHBECTHIUAM B bottom-funnel xanasst

Korza ucnosib30BaTth: [IJ151 KpaTKOCPOYHBIX KAMIIAHUH, /171s1 GU3HECOB ¢ KOPOTKUM ITHKJIOM CZEJIKH (1-2 KacaHus).

2, First Click Attribution (IlepBbIii KJIHK)

Best 1IeHHOCTD IPUIIICHIBAETCS IEPBOMY KACAHUIO — HCTOYHUKY, KOTOPBII IPUBEJ KIMEHTa IePBhIi pas.

IIpumep: Eciu nepseiv kacanueM 611 Facebook Ad, To 100% nennocru uzer Facebook.

ILnrocskl: - [I0Ka3bIBa€T UCTOYHUKY IIPUBJIEUEH sI HOBBIX KJIMEHTOB - [loMoraer oneHuTh 3 PeKTHBHOCTD awareness-KaMIIaHuit
Munycsl: - UrHopupyeT nurturing u GpuHaJIbHYI0 KOHBEPCHIO - MOKeT epeoneHuTs top-funnel kanapt

Korza ucnosis3oBars: Korza riaBHast 1je1b — IPUBJIEUEHNE HOBBIX KJIMEHTOB, [IsI OIIEHKH KaHAJIOB awareness.

3. Linear Attribution (J/Iuneitnas)

LleHHOCTb pABHOMEDHO PACIIPE/IEIAETCA MEXK/y BCeMU KaCAHUAMH.

IIpumep: Eciu 651710 4 kacanus (Facebook — Google Search — Email — Direct), kax/1oMy npunucbiBaetcs 25% IIeHHOCTH.
Ilxrocer: - YunrhiBaet Bee KacaHus - CIIpaBe/yINBO /IS BCEX STAIIOB BOPOHKH

MI/IHyc])I: - Moxer II€PpEeOoLeHUTh MaJIO3HAYUTEJIbHbIE KaCaHUsAd - He YYUTBIBAET, 4YTO Pa3HbI€ KaCaHUA UMEIOT Pa3HYIO Ba’KHOCTH
Koraa ucnosp3oBath: Korzia Bce KacaHus A€HCTBUTEIBHO BAYKHBI, [/IsI KOHTEHTHBIX CTPATETHH ¢ MHOKECTBOM TOUEK KOHTAKTA.
4. Time Decay Attribution (BpemeHHoOI1 criax)

Bosiee no3iHue KacaHus MOJIyJaloT 60N Bec. OOBIUHO HCIOIb3YeTcs SKCIIOHeHnaabHbIi decay ¢ half-life mepuomom (Harpumep, 7 rHeit).

HpnMep: Hocne/:LHee KacaHHe I1oryJaeT HanOOJIBIINI BeEC, IpearocieJHee — MEHbIIIe, U TaK Jajiee C SKCIIOHEHITUAJIbHBIM CHUKECHHUEM.
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TLaroChI: - YIUTHIBAET, YTO HEJIJABHUE KACAHUsI OOBIYHO BAYKHEE U1 KOHBEPCHU - He HTHOpPHUPYET paHHUE KACAHUS TOJTHOCTHIO

Mumnycsl: - Bee erte cybpextuBHO (Bp100p nepuosa half-life) - MoskeT HeZI0OEHNUTD BayKHbIE PAHHIE KACAHHS

Korza ucnoJsis3oBars: /151 GI3HECOB C CPESHUM IIFIKJIOM CeJIKH (1-3 Mecsra), KOorzaa BaxkHbI U early u late kacamwust.

5. Position-Based (U-Shaped) Attribution

40% LEHHOCTH TIEPBOMY KaCaHUI0, 40% IOC/IeIHEMY, OCTABIIHECS 20% PAaBHOMEPHO MEK/LY IPOMEKYTOYHBIMHU.

IIpumep: IlyTb U3 4 KacaHuii — NePBOe MOJIYIAET 40%, BTOPOE ¥ TPEThE MO 10%, mocenHee 40%.

ILxrocer: - [IpusHaeT BaXKHOCTh KaK [IPUBJIEUEHUs, TAK U KOHBepcuH - Bostee cbamancupoBanHast, yem Last/First Click

MuHychI: - ODUKCHpOBaHHbIE Beca 40/40/20 MOTYT He IIO/IXOAUTH BceM OGuaHecaMm - Bee eliie HrHOpUPYeT criennduKy IPOMEXKYTOUHBIX KaCAaHUH
Korga ucnosib3oBars: [[j1s1 GM3HECOB, I7le BasKHBI U IpuBJeyeHne (awareness) u puHanbHast KouBepceus (consideration), Tunnunpiii B2B.
6. Data-Driven (Algorithmic) Attribution

Vcrosib3yeT MallInHHOE 0Oy4eHue /IS OTIpe/iesIeH s PeaIbHOTO BKJIaJa KaXK/[0r0 KaCcaHUsI HA OCHOBE UCTOPUYECKUX IaHHBIX KOHBEPCUU.
Kaxk paGoraer:

1. CucTeMa aHaIM3HUPYeT THICAYH ITyTel KJIHMeHTOB, KOTOpble KOHBEPTUPOBAINCH U He KOHBEPTHPOBAINCH
2. ML-aJIropuT™ OIpeiesiseT, KaKkue KaCaH!sA U B KaKOH IIO3UIINU HanboJlee KOPPEIUPYIOT C KOHBEPCHEH

3. Ka)KI[OMy KaCaHUIO IPHUCBANBAETCsA L[I/IHaMI/I‘{eCKI/Iﬁ BEC B 3aBUCHMOCTH OT KOHTEKCTa

HpnMep: AJ'II‘OPI/ITM MOXKeT 06Hapy7K1/ITI>, YTO KacaHUe uepes3 KOHTEHTHBIN OJIOT Ha S-ﬁ TIO3ULUH YBEJINYUBAECT BEPOATHOCTh KOHBEPCUU HA 40%, B

TO BpeMs Kak Display pemapkeTHHT Ha 3-1 MO3UIMKA — TOJIBKO Ha 10%. COOTBeTCTBEHHO, 6J10Ty Oy/1eT IPUCBOEH GOJIBIINIA BeC.
y Ty Oy,

ILmrockr: - OCHOBaHO Ha peasbHbIX JAaHHBIX, a HE Cy6’beKTI/IBHI)IX MIPEeAnoIOKEeHUAX - YyuTrbiBaeT KOHTEKCT U I10CJIe/IOBATEILHOCTD KacaHUu# -

AﬂaHTI/IpyeTCH K U3MEHEHUAM ITOBEJIEeHUA KJIIMEHTOB

MuHycser: - Tpebyer Gosblnoro oobeMa AAHHBIX (MUHMMYM HECKOJIBKO THICAY KOHBEPCHU) - «UepHBIH AMUK» — CJIOXKHO MOHATH JIOTHKY

pacupezienenus - TpebyeT TeXHUYECKOH 9KCIIEPTUSBI /IJIsI HACTPOUKHU

Koraa HCIIOJIb30BaTh: Z[JIH KPYIIHBIX KOMITaHU#U ¢ 6OJIBIIMME 00 beMaMK JIAHHBIX, KOIZla Hy>KHa MaKCUMaJIbHaA TOYHOCTb anI/I6yLII/II/I.

Kakyio mozeab BbIOpaTh?

Marpuna BIGopa MOAEJIH aTPUOYIIMI:

XapakTepucTHKa Gu3Heca PexomeHyemasi MOJEIb
KopoTkuii kI ¢/1esiku (1-2 KacaHus) Last Click

@oKyc Ha IPUBJIEIEHNN HOBBIX KJIMEHTOB First Click

CpesiHuil IMKJI, BaXKHBI BCE KACAHUs Linear nnu Time Decay
B2B, BayKHbBI awareness ¥ conversion Position-Based (U-Shaped)
Bosbive 06beMbl JAaHHBIX, HY’KHA TOYHOCTD Data-Driven

Best practice: He mosiaraiitech Ha OJHY MO/€JIb. AHAJIM3UPYUTE JAaHHbIE B HECKOJBKHX MOJEJISAX arpubynuu ofHOBpeMeHHO. Ecyin kaHas

nokasbiBaet xopournii ROI Bo Beex Mo/essix — 9TO JieHcTBUTeNbHO 3¢ dekTrBHBIN KaHa. Eciu TopKo B 0HOI Mozenn — HykHO deeper analysis.

Hacrpoiika CKBO3HOH aHAJIUTHKHU: MOIIATOBBIHA MPOIECC

Hlar 1: AyAuT TEKyIIUX CUCTEM U JaHHBIX
Hpeme UeM BHEIPATH CKBO3HYIO aHAJIUTUKY, IPDOBEAUTE ayJUT:
1.1, I/IHBeHTapH.BaIII/IH CHUCTEM:

« Kakue pexiamusle miatdopmel ucnosb3yere? (Google Ads, Facebook, Yandex, VK, etc.)
o Kakas Be6-ananuruka? (Google Analytics, Tunexc.Merprka, Adobe Analytics?)

o Kakass CRM? (Salesforce, HubSpot, amoCRM, burpukc24?)

o Ecrb s xosurtpekunr? (Calltouch, Ringostat, Mango Office?)

« Kakast punancoas cucrema? (1C, QuickBooks, Xero, NetSuite?)
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« Ucnonp3yercs siu email-mapkerunr? (Mailchimp, SendPulse, UniSender?)
1.2. OueHKa KauecTBa JaHHbIX:

« ITpaBmwibHO i1 HacTpoeHa nepeaada UTM-MeTOK ¢ peKiaMbl Ha CalT?
o KOppeKTHO Jiu HACTPOEHBI I1eJIU B BeO-aHAIUTHKE?
« 3amnoJsiHaeTcs I UCTOYHUK injia B CRM?

o EcTb 1 CBA3H MeK/Ty THAaMu U GUHATBHBIMY IIATEKAME?
1.3. Onpenenenne Gu3HecC-UeNen:

« Kaxkwue BOIIpOCHI /I0JI’KHA PEIIUTh CKBO3HAS AaHAJIUTUKA?
« Kakue MeTpuKM KDUTHYHBI J1s1 Gu3Heca?

« Kakoii ypoBeHb fleTasn3anuu HykeH? (KaHaJl — KaMIIaHUsI — KJII0YEeBOe CJI0BO?)

Iar 2: Beioop miaaT¢opMbl CKBO3HOM aHAJTUTUKA
Ha ocHoBe ayauTa BbiGepuTe MOAXOAAIIYIO I1aThopmy:

Jlas masoro 6usHeca (Groa:zker 10 $500/mec, mpocrsie 3axaun): - Calltouch (6azosbrit) niu Cermenro - MoxkHO HauaTh ¢ Google Analytics

+ Google Sheets + pyuHoe cBeieHuE

Jlas cpeanero 6usHeca (Groa:keT $500-2000/Mec, CpeaHss CJI0KHOCTB): - Roistat wiu Calltouch (npodeccronanpusiit) - OWOX BI (eciiu

yake ucnosbsyere Google Cloud)

Jlas xpynmHoro ousHeca (6rom:ker $2000+/mec, ciaoxkHas uH@pacTpykrypa): - Improvado + coberBernsiiit DWH - KactomHoe pelieHvie

Ha 6ase BigQuery/Snowflake + Fivetran/Airbyte juist ETL

IITar 3: HacTpoiika HCTOYHUKOB JAHHBIX

3.1. Hacrpoiika UTM-pa3merKu:

Enunoo6pasnas UTM-pa3MeTka KpUTHYHA /ISl KOPPEKTHOU aTpUOY .
Crpykrypa UTM-nnapaMeTpoB:

utm_source — ucrounuk Tpacuka (google, facebook, yandex, email)
utm_medium — Tun Tpaduka (cpc, cpm, social, email, referral)
utm_campaign — Ha3BaHMe KaMIaHWN

utm_content — BapuaHT OOBSBIEHNS/KpeaTHBa

utm_term — KIIOYEBOE CJIOBO (/iIsi KOHTEKCTHOIl pEKJIaMbl)
IIpumep:

https://yoursite.com/landing?utm_source=google&utm medium=cpc&utm campaign=summer_ sale_2024&utm_content=ad_variant_a&utm_
Best practices UTM:

« HUcnonb3yiite lowercase mist Beex napamerpoB (Google, google, GOOGLE — pa3Hble 3HaueHus!)
« JloroBoputech 0 naming convention (google_ads nu google-ads mnu googleads?)
o Hcnosbayiite UTM Builder sist reHepariiu cCbUIOK

« Xpanure peectp UTM-MeTok B Google Sheets 1151 KOHCHCTEHTHOCTH
3.2. Hacrpoiika nepegauu ganaeix B CRM:
Korza mocetuTests ¢ caiita KOHBepTUPYeTCs B JIN/IA, JAHHbIE 00 HCTOYHUKe TpadHKa JOoJKHEI monacts B CRM.
BapuaHThI peaju3anumn:
A) CkpsbiThIe noJifA B popmax:
Ha caiite B GOpMBI 3as1BKYU J0OABJIAIOTCS CKPBITHIE II0JIs1, KOTOPbIE aBTOMATHYECKH 3aI0JIHAIOTCS 3HAUEHUAME U3 cookies:

<input type="hidden" name="utm_source" id="utm_source" value="">
<input type="hidden" name="utm campaign" id="utm campaign" value="">

<l-= etc. ==>
JavaScript-ckpunt cuutbiBaer UTM u3 URL, coxpaHseT B cookies, IOCTaBIIsAET B CKPBITHIE IIOJIA IIPU OTIPaBKe (GOPMBIL.

ITpu ornpaBke (opMbl aHHEIe MonagaoT B CRM BMecTe ¢ KOHTAaKTHOH HHpOpManuen.
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B) API uHTerpanus:
Jlis1 GoJtee HaJIEeXKHOU Iepeiayu ucnosipayercsi API mHTerpanys:
1. IIpu KoHBepcun Ha caiite (3amosiHeHne GOPMBI, 3BOHOK) T€eHEPUPYETCs COOBITHE
2. Yepes webhook nnu API nanusle otnpasssiores B CRM
3. B CRM cospmaercs yiuf ¢ oyiHOH nHpOpMaruei 06 HCTOUHUKE
B) Yepes miar¢dopMy CKBO3HOM aHATUTHKHU:
Meuorue 1wiarbopmsl (Roistat, Calltouch) umeror coGcTBeHHBIE CUETUHKM, KOTOPble aBTOMAaTHUYeCKH IepejaioT JaHHble B CRM depe3 rotoBble
HUHTErpalyu.
3.3. HacTpoiika nepegaus JaHHBIX O CAEJKAX U BBIPpyUKe:
CRM /10/KHa IIEpe/IaBaTh IAHHBIE O 3aKPBITHIX C/IEJIKaX 00PATHO B CUCTEMY CKBO3HON aHAJIMTUKU.
Yro nepenaerca:
o ID cpenku
o Cratyc (3aKkpbITa/IIpOUrpaHa)
o CymmMma czenku
o JlaTa 3aKpBITUA

o ID yupa (i cBA3U ¢ HCTOYHUKOM TpadHKa)
Kak nepepaercsa:
o API unterpanus mexxay CRM u mrardopMoil aHIUTHKA

« Webhooks u3 CRM npy U3MeHEHUH CTaTyca CAEIKU

o Ileproanyeckas cuaxponusanus yepes scheduled jobs

ITar 4: HacTpoiika MoJe v aTpUOYIIHI

B Hacrpoiikax maTdopMbl BbIGEpUTE MO/IEH ATPUOYIHH (MTH HECKOJIBKO):
1. OnpezienuTe, Kakast MOZIEIb COOTBETCTBYET BallleMy OU3HeCY
2. Hacrpoiite mapamerps! (Hanpumep, nepuoy half-life s Time Decay)

3. Ecstnt ncnospayere Data-Driven atpubynuio, ybeuTecs, 4To €CTh J0OCTATOYHO HCTOPUIECKUX IAHHBIX

4. PerysisspHO nepecMaTpuBaiiTe BEIOOP MOZIEIH 110 MePe HAaKOILJIEHH JAHHBIX

IITar 5: Co3paHue 7anIGOPIOB U OTIYETOB
KiroueBble JamIGOpAbI CKBO3HOM AaHATUTHKU:
1. ROI Dashboard:

« Pacxozpl o kaHaIaM

o Jluael 0 KaHAIAM

« CPL (Cost Per Lead) o kananam

o ITpomasku 1o kaHaJIaM

¢ BrIpyuka 1o KaHajzam

¢ ROI no xananam

e Jlunamuka ROI Bo BpemeHH

2. BOpOHKa OT KJIMKa X0 BBIPYUYKH:

« Ilokassl — Kinku — Busutsl — Jluasr — KBanudunuposannslie tuasl — Crenku — OmiaTsl
« KonBepcus Ha KaXKJ[OM dTare
« Drop-off ananus
3. Cohort Analysis:
o LTV KJIneHTOB 110 Koroptam (MecsI| IPUBJIeUeHs])
o Pa3buBKa KOropT II0 KaHAJIAM IIPUBJIEYEHUS

« Retention o koropram
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« Payback period o xoropram
4. Attribution Analysis:

o Cpasuenune ROI B pa3HBIX MOZEJISX aTPUOYIIIH
« Ton KacaHus, KOTOPBIE Yallle BCEro Be/[yT K KOHBEPCUU

o Multi-touch customer journeys

HTar 6: TectupoBaHUe U BaIUAAIUA
Hepeu TE€M, KaK IPpUHUMATh pEelIeHuA Ha OCHOBE CKBOSHOfI AHAJIUTUKHU, IIPOBEAUTE BaTTUAAIHUIO:

1. Reconciliation ¢ ¢puHaHCOBOM cucremoii: CBepbTe BBIPYUKY B CKBO3HOM aHAINTHKE C (haKTUUYECKON BBHIPYYKON B (DMHAHCOBOU CHUCTEME.

Jomyctrmoe pacxokienue — 10 5%.
2. CBepKa pacxoAoB: YOeauTech, UTO PACXObl B CKBO3HOHN aHAIUTHKE COBIAZAIOT ¢ (PaKTUYECKIMHU PACX0/IaMU B PEKJIAMHBIX KaOMHETax.
3. IIpoBepka arpuGynumn: Bo3bMuTe HECKOJIBKO N3BECTHBIX KEHCOB KJIMEHTOB U IIPOBEPhTe, KOPPEKTHO JIN CUCTEMA aTPUOYTUPYET UX IIyTh.

4. A/B TectupoBanue: [Iposenure HeGObIION A/B TecT — yBennubre OHOKET B KaHase, KOTOPBIA CKBO3HAs aHAJIUTHKA IOKA3bIBaeT Kak

BbICOKO3(deKTUBHBIN. [T0ATBEPAMIINCE JIX IIPOTHO3BI?

Pacuer peasbHOro ROI: OT KJIMKOB /10 NPUOHLIN

YposHu pacuera ROI

Ypogens 1: Bazossbrii ROI (Ha ypoBHE JIUIOB)

ROI = (llenHocts smaoB — Pacxonsl Ha peknamy) / Pacxoppl Ha pekiamy x 100%

Te 1IeHHOCTD JINZIOB = KOJIMYECTBO JINZOB X cpeaHuii LTV.

IIpo6Jiema: He yunThiBaeT KOHBEPCHUIO JIUZIOB B KIIMEHTOB.

Yposens 2: ROI Ha ypoBHe npojazk

ROI = (Boipyuka or mpogax - Pacxompl Ha mapkerunr) / Pacxomsl Ha MapkeTuHr x 100%
IIpoGaema: He yuntsiBaer sales overhead u ceGecronumocts.

Yposens 3: ROI Ha ypoBHe npuosutH (peaipusbiii ROI)

ROI = (IIpuGbuib - Ilomubie 3aTpaThl Ha npusneuenne) / Ilomubie 3aTpaThl Ha mnpuBieuenne X 100%

Ine: - IIpubsuts = Beipyuka - Cebecrommocts mpoaykra - OmepanuoHHbIe pacxofsl - IlosHble 3aTpaThl = MapKeTHHIOBBIE pacxonsl + Sales

overhead (3apmarsr, komuccnn) + [Ipoune 3aTpaTs! Ha IPUBJIEUEHNE

910 HacrosAmui ROI, KOTOPBIN IOKA3bIBAET PEATbHYIO OKYIIAeMOCTb MAaPKETHUHTA.

Yuer BPE€MEHHOTIO Jiara

B B2B u /151 OPOTHX NPOJYKTOB €CTh BPEMEHHOH JIar MesK/y MapKeTHHIOBBIMU MHBECTUI[USAMU M BBIPYYKOH. JIUJ, MOKET NIPUUTH B SHBape, a

omiara — B alIpesie.

IIpo6sema: Eciu cuntats ROI momecsuno 6e3 ydera Jiara, SsHBaph Oy/I€T BBIIVISIZIETh NMPOBAJIBHBIM (BBICOKHE PACXO/bl, HyJIeBas BBIPYYKaA), a

anpesib — aHTaCTUIECKUM (HyJIEBbIE PACXO/IbI, BBICOKASI BHIPYUKA).

Pemenne: Cohort-based ROI.

PaccuunrsiBaiite ROI /111 KOTOPTHI JIN/IOB, IPUBJIEYEHHBIX B OIIPE/IEJIEHHBIN MeCSIl, HO OTCJIEXKUBANTE UX BBIPYUKY B IIOCIIELYIOIIIE MECSIIBI.
IIpumep:

Koropra sHBaph 2024: - Pacxonps! Ha MapketuHr: $10K - JIugsl: 100 - 13 HUX 3aKpbUIACH B TedeHHe Q1: 10 czesok 1o $5K = $50K Beipyuku - Q1
ROLI: ($50K - $10K) / $10K = 400%

Ho B Q2 elfe 5 JIU/I0B U3 STHBAPCKOM KOTOPTHI 3aKPBIBAIOTCS, IPpUHOCH AonoHuTenbHble $25K. - Cumulative ROI: ($75K - $10K) / $10K = 650%

OrcnexkuBaiite cumulative ROI 1y1s1 KOoropt 3a 3-6-12 MecsiieB.

228



Yuyer KOCBEHHBIX KaCaHUI
He Bce xacanust BeAyT HAIPpAMYIO K KOHBEPCHUU, HO OHU BJIUAIOT HA HEe.

IIpumep: Kinent yBuzesn Baury pexiamy B Facebook, He kinkHys1, HO 3aioMHIT 6peHy. Yepes HeJesTio 3aTyIINII Ballle Ha3BaHUe U IPHIIeT Yepe3

organic search. Organic mosyunt 100% credit B Last Click mozenu, Ho 6e3 Facebook pexiambl kiivieHTa 661 He OBLIIO.
Pemenne: View-through attribution.

Muorwue mwiatdopmsr (Facebook, Google Display) mommepskusator view-through conversions — KoHBepcHUH OT [0JIb30BaTENIEH, KOTOPHIE BUAETH, HO

He KJINKaJIM Ha peK1aMy.

Brurounte view-through attribution B HacTpoiikax peksiaMHbIX M1aT(HOPM U yOEAUTECh, UTO Ballla CUCTEMA CKBO3HOU aHAJTUTUKU €I0 YUUTHIBAET.

Best Practices CKBO3HOM aHAJIUTUKU

1. Coriiacyiite onpeieJieHusI METPUK MeEKIY OTAeIaMI
Marketing, Sales, Finance /10J12KHBI HCIIOJIB30BATH OJMHAKOBBIE OIIPEZIEIEHHsI KJIIOUEBBIX METPHK.
IIpumep pasHoOrIacuA:

o Marketing cauraer siuoM 11060r0, KTO 3aII0THUT GOPMY
« Sales cuuraer sinoM TosbKO kBamuduuposanueix (MQL/SQL)

« Finance cuntaeT KJIMEHTOM TOJIbKO TeX, KTO OIJIaTUJI
PesyanaT — pa3HbIe LII/ICl)pr B OTUETAX, CIIOPBI, HEAOBEPHE K JaHHBIM.

Pemenne: CoznaiiTe efuHBIN glossary METPHK C YEeTKHMHU ONpeAeTeHHMsAMH ¥ IpaBwiamMy pacdera. [losyumrte buy-in OT BceX KIIIOUEBBIX

stakeholders.

2, Pery/isipHO IpoBepsAiiTe KAYE€CTBO JAHHBIX
CKBO3HAs aHAJIUTUKA HACTOJIBKO Xopouia, HACKOJIbKO XOPOIIXN BXOAAINE JaHHbIE. Peryn;{pHo ay[[HTprﬁTe:

o Bce mn xamnanuu uMeloT koppektHyio UTM-pasmeTky?
o Bce siu KOHBepCHHU Ha CaliTe OTCIEKUBAIOTCS?
o IIpaBunpHO 71 nepesaoresa fanHbie n3 CRM?

« Her 1 1y6iieii ¥ IPOITYyCKOB B TAHHBIX?

Hasuaubre oTBercTBeHHOTO 32 data quality (Moxker 6bITh MAPKETUHTOBBIH aHATUTHK rin data engineer).

3. He moJsarairech To1bKk0 Ha Last Click

Last Click Attribution — camas nomnyJisipHasi, Ho camasi oracHast Moziesib. OHa cUCTeMaTHYeCKH HelooleHnBaet top-funnel kanasibr (KoHTEHT, social

media, display) B mosib3y bottom-funnel (brand search, direct).
ITO MOKET TIPUBECTH K HEMIPABUILHBIM PEIIEHUAM: COKPAIleHUe MHBECTUIINI B awareness, YpesmMepHbiil pokyc Ha performance.

Pexomenpamusn: Vcronb3yliTe MHHUMYM /iBe Mojesu ogHoBpeMeHHO: Last Click i1 monumanus ¢puHambHEIX TpUrrepos u Position-Based i

Data-Driven /151 cipaBeyIMBOH OIJeHKH BCeX KacaHUH.

4. CerMeHTUPYHTE aHATIU3
Cpennuit ROI o Beem KaHaJIaM MOKET CKPBIBATh BasKHbIE HHCANTHI. CErMEHTHPYITE aHAIN3:
o ITo Tumam xkinenToB (B2B vs B2C, SMB vs Enterprise)
« Ilo mpomykram
 Ilo reorpaduu
« Ilo yerpoiicrBam (mobile vs desktop)

« Ilo BpemeHHU (CE30HHOCTB)

IIpumep uHcaiTa: «Google Ads umeer ROI 200% B cpeziHeM, HO IpH JieTaIbHOM aHanuse: it SMB kiunenToB ROI 400%, st Enterprise — 50%.

Hy>xHo nepedokycupoBath Google Ads Ha SMB.»
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5. He 3a0biBaiite npo offline
CkBO3Has aHAJIUTUKA JIETKO 3aXBaThIBAET online—KacaHHa, HO MHOTHE Ou3Hechl UMeIoT offline-KOMIIOHEHTHI:

o 3BOHKU (MHTErpHUPYIITE KOJITPEKUHT)
o Odaita cobbITHUS U BBICTABKHU (UCIIOIB3YHTE IIPOMO-KOJIbI HJIH CIIEI[AAIbHbIE JIEH/IMHIN)
o IIpsimbie mpoaaku (yoeaurecs, uro sales team dukcupyer ucrouHuk juma 8 CRM)

« TV u panuo peknama (ucnoss3yiite brand lift studies u xoppessAnnonubIi ananus)

6. YuurhIiBauTe JJIUHHBIN IUKJI CAEJIKN
Jliis B2B ¢ uksioMm cziesiku 6-12 MecsAIeB HesTb3s OlleHUBaTh 3(hEeKTUBHOCTh KaMIIaHUH Uepe3 MecsAI] ITocsie 3amycka. Hy:xHo TeprieHue.
Pemienue:

o Ucnonsayiite leading indicators (siuzpr, MQL, SQL, pipeline coverage)

o PaccunreiBaiite predicted ROI Ha ocHoBe conversion rates u average deal size

o Otcnexuaiite cumulative ROI 71t KOTOPT B /IOJITOCPOYHOH IIEPCIIEKTHBE

7. ABToMaTusupyiite reporting
CKBO3HasI aHAJIUTHUKA TEPAET CMBICJI, €CJIA TpeﬁyeT PYYHOTO CBEAEHUA OTYETOB KAXK/YIO HEZIEJII0.
Hacrpoiire:

« ABTOMaTHYecKoe OOHOBJIEHHE JIAIIO0PIOB
o ExxenHeBHbIe/exKeHe/IeIbHbIE email-/1aii/I?KecTbl ¢ KIII0UeBhIMH METPUKAMK

o Alerts mpu kpurnueckux nameHeHusnx (ROI kanasa ymasn Ha 50%, Gro/pKeT ucueprnas Ha 80%)

Ocsoﬁo,um‘e BpeMA aHAJIUTHUKA JJIA I‘J'IyﬁOKOI‘O aHa/In3a, a He J1d IIOATOTOBKH PYTHUHHBIX OTYETOB.

3akaroueHue

CkBO3HAasl aHAJIUTHKA — 3TO nepexoa OT pa3pO3HEHHBIX JAHHBIX K eHHHOﬁ KapTuHe Sq)(l)eKTI/IBHOCTI/I MapKeTUHra U IIpojax. 3TO BO3MOXKHOCTD

TOYHO 3HATh, KAKOU PyO6JIb, BIOKEHHBIA B MAPKETHUHT, IPHHOCHUT KaKYIO BHIPYUKY U IPUOBLID.
KimoueBbie takeaways 5Toro ypoka:

1. CKBO3Has aHAJIUTHKA Oﬁ'beZ[I/IH}IeT JIAHHbI€ U3 PEKJIaMBbI, B€6-aHaJ'II/ITI/IKI/I, CRM, (I)I/IHaHCOBLIX CHCTEM B €JUHOE ITPOCTPAHCTBO JJIA pacyera

peanpHOro ROIL.

2. BeiGop miaargopmbl 3aBUCHUT OT Oromxkera um ciaoxHocru: Calltouch/Cermento s manoro 6usHeca, Roistat mis cpexmnero,

Improvado/OWOX pjist KpyIIHOTO.

3. ATpubGyuua kpuruaHa: Brioop mozpenu atpubymuu (Last Click, Linear, Position-Based, Data-Driven) xapJHHaJIbHO BJIHseT HA OLEHKY

3¢ HeKTUBHOCTH KaHAJIOB.

4. HacTpoiika CKBO3HOM aHAJIUTHKM — 3TO IIOCJIEZI0BATEIbHBIM IIPOIECC: ay[UT CHCTeM — BbIOOp mwiaTrgopmbl — Hactpoiika UTM u

HWHTErpaIui — BBIOOP MO aTPUOYIIMK — CO3/IaHUeE JTallIO0P/I0B — BaJIH/IAIUS.

5. Peaspubiii ROI yauThIBaeT He TOJIBKO BBIPYUKY, HO W IPUOBLIb, HE TOJIBKO MApKETHHIOBBIE PAcXo/ibl, HO U sales overhead, He To/IBKO

HEMe/IJIEHHBIE Pe3YJIbTaThl, HO U {0JITOcpouHbIii LTV.

6. Best practices: ezuHbIe OLIPe/Ie/IEHNsT METPHK, PEry/LIPHBIN ay/UT KadecTBa AAHHBIX, WCIIOJIb30BAHNE HECKOJIBKUX MOjesiell arpubynuu,

CerMeHTanuAa aHajaunusa, y4eT Ofﬂil’le-KaCaHI/Iﬁ, aBTOMAaTHU3aluA OTYETHOCTH.

B cienyromem ypoke Ml norpysumcs B Customer Journey Mapping — Kak BU3yaJIU3UPOBATh M ONTHMHU3UPOBATH IIyTh KJIHEHTA, HCIOJIb3Ys JJAHHbIE

CRM 1 CKBO3HOU aHAJIUTUKH /ISl CO3/IaHUs IEPCOHATTM3UPOBAHHOTO OIIBITA HA KAXK/IOM JTaIle.

HpﬂKTI/I'IeCKOC 3aza”Hue:

1. [TpoBeziiTe ayAWT TEKYIUX CHCTEM B Balllell KOMIAHWM: KaKue pekJIaMHble IU1aTdopmbl, aHaInTHKA, CRM, KOJIITPEKHHT HCIIOJIb3YIOTCA?

Hackos1bKO OHM MHTETrPUPOBAHbBI MEXKY COO0I?
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2. Onenure kadecrBo UTM-pasMeTKH BalluX KaMIAHWH. Bo3bMuTe 10 CIyJallHBIX PEKJIAMHBIX OODBABIEHHH M IIPOBEPHTE KOPPEKTHOCTh H

koHcucreHTHOCTE UTM-T1apaMeTpos.

3. BbIﬁepI/ITe IOAXOAAIY IO H]IaTq)OpMy CKBO3HOU aHAJIUTUKU JUIA Ballero Gu3Heca Ha OCHOBE KPUTEPUEB: 6IOZL)KGT, CJIO’KHOCTb 6H3Heca, o06beM

JIAHHBIX, TEXHUYECKHE BO3MOXKHOCTH KOMaH/IbI.

4. OmpezienIuTe MPaBUJIBHYIO MOZIEJIb aTpUOYyIUH /1 Baliero 6usHeca. OG0CHYITe BBIGOD HCXO/S U3 JIIMHBI IUKJIA CAEIKU, KOJIMYeCcTBa KacaHu!,

IIPUOPUTETOB OH3Heca.

5. Hapucyiite apxutektypy Oyayiiei CHcTeMbl CKBO3HOW aHAJIMTUKH: UCTOYHHUKH JJAHHBIX — M1aTdopma — aambopzast — stakeholders.

I'masa 23. Customer Journey u CRM

BBeaenmue

CoBpeMeHHBIH KJIMEHT He COBepIIaeT NMOKYIKy JHHelHHo. OH He BUAWT pPeKyaMy, cpasy KJIMKAeT, NMOKyNaeT U YXOAUT CYACTIUBBIM. PeasrbHOCTH
Topas/io CJIOKHee: KJIHEeHT HCCyelyeT, CPaBHUBAET, OTKJIA/bIBAaeT pellleHHe, BO3BpAIllaeTcs, CHOBA YXO/UT, YUTAET OT3bIBbI, KOHCYJIBTUPYETCS C
KOJIJIETaMH, W TOJBKO IIOTOM IPHHHMAeT pelIeHHe. A ITIocjle HMOKYNKH HAa4HHAeTcs HOBBIM IyTh — HCIIOJIB30BaHHE IPOAYKTA, MOAZEPIKKA,

Bo3MOKHBIe upsells u renewals.
OTOT CJIOKHBIN, HEJIMHEHHBIH IyTh KJIMEHTa OT IEPBOTO OCO3HAHHUs MOTPeOHOCTH 70 (PUHAIBHON NOKYNKH U fasiee HaspiBaercs: Customer

Journey — IYTEUIEeCTBUE KJINEHTA.

IMonumanve u ontuMusanus Customer Journey craiy KpUTHIECKH BaXKHBIMU /i OusHeca. KoMmaHuu, KOTOphIe TIy6OKO MOHUMAIOT IIyTh CBOUX
KJIHEHTOB, MOTYT:

» IlepcoHasn3UpOBATh KOMMYHHKAIHIO Ha KQKZAOM dTaIle

o Verpanarts 6apbepsl 4 friction points, KoTopble MeNIalOT KOHBEPCUU

» OnTUMH3UPOBATh MAaPKETUHIOBBIE OIOXKETHI, HHBECTUPYS B IPaBUIbHBIEe touchpoints

o VaydinaTs customer experience u MOBBIIIATD JIOSIBHOCTD

« VYBesmuusath LTV uepes npaBuibHblil onboarding, engagement u retention
CRM-cucremMa sBJIS€TCA IEHTPAJIbHBIM HHCTPYMEHTOM /UL OTC/IEXKUBAaHHsA, aHaiusa W onruMmusanuu Customer Journey. B sTom ypoke Mbl

Hay4YuMCcs CTPOUTH Customer Journey Maps, HUCIIOJIb30BaTh JIaHHBbIE CRM JJIA IIOHMMaHUusA IIYTU KJIMEHTA, BBIABJIATH KPUTUYECKHE TOYKU U

CO3/1aBaTh HepCOHaﬂHBHpOBaHHbIﬁ OIIBIT Ha KaXK/IOM 3Tarlie.

Yrto Takoe Customer Journey

OmnpenesieHre U OCHOBHBIE KOHIIENITUU

Customer Journey — 9TO MOJTHBIN IIyThb, KOTOpLIﬁ IIPOXOAUT KJIUEHT BO B3aPIMOZ[€fICTBHH ¢ Bamen KOMHaHHeﬂ, OT IEPBOr'O OCO3HAHUA HpO6J’IeMbI

WIK IOTPeGHOCTH Yepe3 Bee TOUKH KOHTaKTa (touchpoints) 10 mokyku u HOCTIIPOJa’KHOTO OIIBITA.

Kiarouessle as1emeHTsI Customer Journey:

-

. dransl (Stages) — daspl, uepes KOTOpbIe TPOXOAUT KineHT: Awareness, Consideration, Decision, Purchase, Retention, Advocacy

2. Touchpoints (Toukn KOHTaAKTa) — BCE MOMEHTHI B3aUMOJENUCTBUS KJIMEHTa ¢ OPEH/IOM: peKIaMa, CaiT, email, 3BOHKH, ZIeMO, MOZJIEPKKA,

COIMAJIBHBIE CETH
3. Kanasas1 (Channels) — cpesicrBa koMmMyHUKauu: oHaiiH (caiit, email, social media) u odaiin (marasussi, call-iieHTp, cOObITHS)

4. AeiicrBusa kiauenra (Customer Actions) — 4TO KJIMEHT JieJlaeT Ha KaXK/I0M 3Tare: uileT WHGOPMANU, CPaBHUBAET aJbTePHATUBBI,

3arpaniuBaeT JeMO, YUTAE€T OT3bIBbI

5. Mbrcsim 1 amouuu (Thoughts & Emotions) — uTo 4yBCTBYeT U /lyMaeT KJIMEHT HA KasKJOM HTalle: 3aMellaTeIbCTBO, HHTEPEC, COMHEHUsI,

YZOBJIETBOPEHNE

6. Pain Points — l'lp06J'IeMbI u 6apbepm, C KOTOPBIMH CTAJIKUBAECTCA KJIMEHT: CJIOXKHAast q)opMa perucrpanuy, A0JIroe OXUJaHue OTBeTa,

HEIIOHATHBIE II€HbI
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7. Opportunities — BO3MOXXHOCTH /Il yJIy4IlIEHUsA ONBITA U yBeJINIEHHA KOHBEPCHU

Kiaccuueckas mozaesb 3tannoB Customer Journey
1. Awareness (Oco3HaHnue)
KiueHT oco3Haer npobsieMy wiu notpebHocTs. OH ellle He 3HAeT O BallleM IIPO/IyKTe, BOBMOKHO, 1ake He 3HAET, YTO PEeIIeHHe CYIIeCTBYET.

TunuaHbIie Ilei/)[CTBPIH KJIHECHTAa: - I‘yI‘J’II/IT CHUMIITOMBI HpO6J’IeMI>I: «KaK yBEJIMYUTHb MPOJAXKU», «II0OUEMY TepAeM KJIHUEHTOB» - Ywuraer cTaThu U

6710rH - CMoTpuT BuAeo Ha YouTube - O6cysxaaer ¢ koseraMmu

Touchpoints: - Kourenr-mapkerusr (6:10r, raiigst, Bebunapsl) - SEO u opranudeckuii mouck - Social media xonrent - HatusHas pekiama - PR u

mybIMKanyuy B Meua

HeJII) KOMIIAaHUM Ha 3TOM JTaIlre: COSL[aTb awareness o HpoﬁneMe U O TOM, 4YTO pemieHue CymieCTBYET. HpeHCTaBI/ITL cebst Kak SKcIepra B

obusacru.
2. Consideration (Paccmorpenue)
KinenT 3Haer o mpobiieMe U HAaYMHAET UCC/IE/[0BATh BOBMOXKHBIE perenust. OH CpaBHUBAET PAsJIMUYHbIe TOAXO0AbI U vendors.

TunuuyHbie JeHCTBUA KIHeHTa: - Vimer KOHKpeTHble THIB pemteHuil: «CRM mus manoro Gusneca» - Yuraer cpaBHHUTEIbHBIE 0030DBI U

peittunry - Usyuaer case studies - Cmorput demo videos - [ToanuchiBaeTcst Ha PacChIKA HECKOJIBKIX KOMITAHHUI

Touchpoints: - Caiit koMmnanuu (cTpaHUIBI IPOAYKTOB, case studies) - Email-nurturing campaigns - TapretupoBanHas pekiaMa - BebuHapsr u

cobeiTHs - CpaBHuUTENbHBIE raiis! (« HubSpot vs Salesforce»)

Iess xommaumu: Ilomacts B short list paccmarpuBaemsix perrenuil. [TokaszaTh IpenMyLiecTBa CBOero mnpoxykra. Cob6path KOHTAKT JyIst

JasibHeero nurturing.
3. Decision (Peurenue)

KiumeHnt roros IPUHATH PEIIeHue. On BbIGI/IpaeT MeXnay (I)I/IHB_J'IbeIMPI KaHiujaTaMy, 4acTo 3alparmuBas J1eMo, HpO6HbIe BepcruH, KOMMepUYeCKue

TIPpeJIOXKEeHU .

TUnuJyHbIe JeliCTBUA KIHEHTA: - 3arpaiusaet AeMo win trial - O6imaeres ¢ sales team - 3anpammsaer KII - IIpoBepsier oT3bIBBI 1 references -

CorstacoBeiBaer ¢ decision makers B KoManuu

Touchpoints: - IlepconanbHoe demo - 3BoHKH M Berpeun ¢ sales team - Kommepueckue mpezanokenus - Free trial mwim freemium Bepeus -

Customer testimonials u reviews

Ilesp KOMIIAaHUMU: 3aKPBITH CIEJIKY. Y CTPAHUTD OCIefHIe Bo3paskenus. [lokasars ROI u value proposition.

4. Purchase (ITokymnka)

KinenT coBepiuaer HOKynKy. [[oIuchIBaeT KOHTPAKT, OMJIAYMBAET.

TunuuHelie AeiicTBuA KINeHTa: - [loanuceiBaer gorosop - Cosepiuaer oruiary - ITosydaer goctym k npoaykry - Hauunnaer onboarding
Touchpoints: - IIporecc obopmieHus 3akasa - Payment gateway - Welcome email - Onboarding materials

IMess kommanun: O6eceunTs smooth nokynky 6e3 friction. Hauars ycnemnstii onboarding.

5. Retention (Yaep:xanue)

KitneHT HCob3yer IpOAyKT. L]esib KOMIaHuH — 00€CIeYHTH YCIIeX KINEHTa, YTOObI OH IPO/I0JIKAIT HCIIOIH30BATh IPOYKT ¥ HE YILeJI.

TunuuyHbIe AeHCTBUA KIUEHTa: - Vcronb3yer npoaykT - Obpaiaercs B OYIEPKKY IIPU npobiieMax - Mizygaer HoBble Guun - OneHuBaer value

OT POJIyKTa

Touchpoints: - Customer success check-ins - Support (4arel, TuKeTbI, 3B0HKH) - In-app notifications u tutorials - Email-kamnanvu c tips & tricks -

Renewal communications

e kommanuun: Obecreunts customer success. CHusuts churn. IToaroroButs moysy /s upsell.

6. Advocacy (AxBokanus)

CuacT/IMBBIN KJIMEHT CTAHOBHUTCS aZiBOKATOM Oper/ia. OH PEKOMEH/YeT IIPOYKT APYTHM, IIHIIET II0JI0XKUTEIbHBIE OT3BIBBI, yUacTByeT B case studies.

TUnUYHbIE JeUCTBUA KJIHUEHTA: - PeKOMeH/yeT NPOAYKT KouteraM - Iluimer oT3eiBbl Ha G2, Capterra - Yuactsyer B referral mporpammax -

Cornamaercst Ha case study - AKTUBeH B community
Touchpoints: - Referral mporpammsi - Review requests - Community events - Customer advisory board - Social proof campaigns

Iess kommaHuu: 11peBpaTuTh KJIMEHTOB B MAPKETHHIOBBIH akTuB. I'eHepupoBats word-of-mouth.
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B2B vs B2C: paszauuuda B Customer Journey
B2B Customer Journey:

o JlauTeabHOCTb: MecsIbl, HHOT/A rofibl (0cobeHHO enterprise sales)

« Kosunuectso touchpoints: 10-20+

« Decision makers: MuosectBo stakeholders (end users, IT, procurement, C-level)

« PanmoHaJIBbHOCTH: Peltenus 6osee panroHaabHbl, ocHoBaHbl Ha ROI u business case
« IlepcoHasbHbIe KacaHusAa: Boicokas posb personal sales, demos, meetings

« ITocTmpopaxHoe oGcay:xuBanue: Kputnyecky BaxkHO (customer success, account management)
B2C Customer Journey:

o JIaureabHOCTH: OT MUHYT 710 HEZleNb

« KosnuectBo touchpoints: 3-8

« Decision maker: OGbIYHO O/IMH Y€JIOBEK UJIU CEMbSI

* OMOIMOHAJIBHOCTH: PeleHns 9acTO 9MOIUOHAIbHBIE

« ABTOMaTH3amusa: BpicoKkas cTerieHb aBTOMAaTH3aIK, MeHble personal touch

« INTocrmpoaaxcHoe: BaxxHO, HO MeHee HHTEHCUBHO

Customer Journey Mapping: BUsyaiusamnus IMyTH KJIAEHTa

Yro Takoe Customer Journey Map

Customer Journey Map — 5T0 BU3yaJIbHO€E IIPE/ICTABJIEHUE IIyTH, KOTOPbII [IPOXOAUT KJINEHT, BKIOUawIee Bce touchpoints, reiicTBusi, Mbiciiu,

SMOIIMY U pain points Ha KaX/[0M JTare.

310 He 1pocTo 610K-cxema. ATo storytelling MHCTPYMEHT, KOTOPBIN TIOMOTAeT KOMAaH/le AIMIIATH3UPOBATH C KJIMEHTOM U YBUIETH OIBIT €r0 IJIa3aMHU.

3auem Hy:xHbI Journey Maps

-

. EnnHOe mMOHMMaHHe KJIHEHTCKOIO OIbITa — BCs KOMaH/a (MapKeTWHT, IPOIAKU, MPOAYKT, MOZJIEPIKKA) BUIUT OJUH M TOT K€ MyTh

KJIMEHTa
2. BolABJIeHUE IPOGIEM — BU3yalu3alus roMoraer HaiTu friction points u bottlenecks

3. [IppopuTH3aNUA yIydIIeHHH — Kakue Ipo6JieMbl KDUTUUHBI, KAKAE MOYKHO OTJIOKUTD

4. OMHUKAHAJIBHOCTh — [IOHUMAHUE, KAK PA3JIMYHbIe KAHAJIbI PAGOTAIOT BMECTE

5. IllepcoHaIM3anMA — OCHOBA JIJISI CO3/IAHMUsI IIEPCOHATTM3UPOBAHHOTO KOHTEHTA M KOMMYHHUKAI[UI HA KAXK/[OM HTAIIe

6. I3MepeHne U ONTHMHU3ANMA — OIIpe/iesIeHIe MeTPUK /UL KaKZoro sramna u tracking mporpecca

KommnonenTsl Customer Journey Map

Tunuunas Journey Map BKJIIOUaeT CJIeyIOIIe dJIeMeHThI:

1. Persona

Jlnst koro ata Journey Map? Omnpezieniennas buyer persona (Hapumep, «Mapkerosior B B2B SaaS komnaHuu, 5-50 COTPYTHUKOB» ).
2. Jramnsl (Stages)

TopusoHTaNBHAS OCh — JTAlbI OT Awareness 710 Advocacy.

3. Ilesiu xanenTa (Customer Goals)

YTO KJIMEHT XOUeT /IOCTUYb Ha KaXKJ0M grame? - Awareness: «HOHHTL, KakK yBeJIMYUTh KOHBEPCUIO JIU/IOB» - Consideration: «Haiitu IIOAXOAAINYIO

CRM 1 Hamrero pasmepa KoMmaHuu» - Decision: «Y6enurses, uto Beiopanaas CRM gact ROI»
4. Jeiicteua kanenrta (Customer Actions)

KoHKpeTHbIe JIEUCTBUS HA KKIAOM drtare: - Awareness: [yrut, unraer 6sioru, cmorpur YouTube - Consideration: ITocemaer caiiter vendors,

MOZITIMCHIBAETCS Ha pacchUIky - Decision: 3anpamuBaer demo, obaercs ¢ sales

5. Touchpoints
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T'7ie ¥ Kak KJIMEHT B3aMo/ieiicTByeT ¢ 6penzioM: - Awareness: bior, SEO, Social Media - Consideration: Email, Bebunapsl, caiit - Decision: Demo,

sales calls, trial
6. Mbican u smonuu (Thoughts & Emotions)

YTO YyBCTBYET U JAyMaeT KJIHMEHT: - Awareness: «HaMm Hy:KHO 4TO-TO MEHSITh, HO He 3HAIO 4TO» (3aMelaTesbCTBO, 6ecrnokoiictBo) - Consideration:
«3T1a CRM BBIIVIAZANT UHTEPECHO, HO MOZOM/ET Jin HaM?» (MHTepec, coMHeHue) - Decision: «/[eMo IPOIIIO XOPOIIIO, HO IleHa Ka’KEeTCs BBICOKOM»

(onTHMU3M, TPEBOra IO I[eHe)
7. Pain Points

IIpo6emsr u Gapbepsl: - Consideration: «CioxHO cpaBHUTH vendors, Bce TOBOPAT OJHO H TO xe» - Decision: «Jlosro sem orBera ot sales team»,

«HenoHsATHAsA CTPYyKTYypa 1eH» - Purchase: «Ciosknast popma opopmIeHwsi, MHOTO TIOJIeH »
8. Opportunities

Upeun i yayamenus: - Consideration: «CosmaTh MHTepaKTHBHBIH comparison tool» - Decision: «CoxpaTuTh response time g0 2 4acoB»,

«IIpospaunslii pricing Ha caiite» - Purchase: «Yupoctuts popmy 70 3 moseii»
9. MeTpuku

KPI suisi u3MepeHHUsl YCIEIIHOCTH Kaxoro srama: - Awareness: Traffic, Impressions, Content engagement - Consideration: Email open rate,

Webinar attendance, Demo requests - Decision: Trial conversion, Deal velocity, Win rate - Retention: Churn rate, NPS, Product adoption
10. OTBeTcTBeHHOCTH (OWnership)

KTo B KOMIIaHUM OTBevaeT 3a KaXk/bli aTam: - Awareness: Marketing (Content team) - Consideration: Marketing (Demand Gen) - Decision: Sales -

Retention: Customer Success

IIpumep Customer Journey Map
IIpencraBum Journey Map it B2B SaaS komnanuu, npozparomieii CRM ist masioro 6usHeca.
Persona: Mapus, Head of Marketing B craprame (20 coTpyaHUKOB)

Jram 1: Awareness

DIeMeHT Onucanue

Lennb xnuenTa ITonsATh, MOYEMy MBI T€PSIEM MHOTO JIMJIOB U KaK 5TO HCIPAaBUTh

JleiicrBus TyrauT «KaK yJIydiIuTh KOHBEPCHIO JINJOB», YATAET CTaThbH, CMOTPHT Buzieo Ha YouTube, o6eysk/aer ¢ kojuieraMu
Touchpoints Biior koMnaHuK «10 IPUYHH HU3KOU KOHBepcuu /108>, YouTube kanau ¢ case studies, popymsr u Quora
Mpsicin «¥Y Hac ABHO MPOGJIEMBI C TPOIECCOM ITPO/IAsK, HO He MOTY IOHSATB, I7ie IMEHHO»

SMonuu & BecnokoicTBO, &) 3amelniaTesbCTBO

Pain Points CJIMIIKOM MHOTO HH(OPMAIMH, HEIIOHATHO, C Yero Ha4aTh

Opportunities Cospats npocroii self-assessment tool «/lnarHocTrka Baiieir BOPOHKH IPOJAK»

Merpuku 10K blog visitors/month, 5% scroll depth, 2% newsletter signup

OTBeTCTBEHHBII Content Marketing Manager

Aran 2: Consideration

DIeMeHT Onucanue

Llesib KJIMEHTa Haiitu noaxozsiuyto CRM, KOTOpasi IOMOKET OPraHU30BaTh IPOILECC U He OY/eT CAUIIKOM CII0KHON

JleiicTBus Tyt «ryunras CRM juist masioro GusHeca», 4UTAeT CPABHUTEbHbIE 0630pbI Ha G2, Capterra, IOAMMCHIBAETCs HA PACCHUIKH 3-4 vendors
Touchpoints Email welcome series, Bebunap «Kax Beiopats CRM», cTpaHuIa cpaBHeHNs Ha caiiTe, case studies

Mpicau «Bamma CRM BeIrisiut mpoiie, uem Salesforce, HO 10cTaTtouHO 11 QYyHKIMOHAIBHA? »

Amonuu @ HUnrepec, ) ComHeHue

Pain Points Bce vendors BBIIJISZISAT OX03KE, CII0KHO CPABHUTH, MHOTO MAPKETUHIOBOI IIyMUXH

Opportunities Yecrnpiii comparison guide «Mp1 vs KOHKypeHTbI», HHTEpaKTUBHBIN product tour 6e3 perucrpanun

Metpuku 40% email open rate, 15% webinar attendance, 10% demo request rate
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DJIeMeHT Onucanue

OrBeTcTBeHHBIH Demand Generation Manager

dran 3: Decision

DjIeMeHT Onucanue

Ilesb kIvieHTa V6enurses, uro CRM moaxoauT uist Hac, nostyduts onobpenue CEO, 10roBOpUTHCA O IieHe

JleiicTBus BampamBaer demo, mpoxoaut trial, obmaercs ¢ sales rep HeckoJIpKO pas, 3anpamuBaer references, rorosur presentation st CEO
Touchpoints IlepconanbHoe demo c sales rep, 14-day trial, sales follow-up calls, ROI calculator, customer references

Mpeicau «Demo 6b1710 X0po1o, trial Ham noxpasmics, Ho CEO BoJIHyeTcs 0 IieHe U PHCKe»

SAmonuu & Onmrumusm, @ Tpesora (ayxHo yoenuts CEO)

Pain Points Jlosro »x/1amm oTBeTa OT sales mocste mepBoro 3amnpoca (3 JHs), HEMOHATHAsL CTPYKTypa IeH, HET FOTOBBIX apryMeHTos /st CEO
Opportunities Response SLA 2 uaca, transparent pricing Ha caiite, roToBblii «Business case template» /151 npe3eHTau PyKOBOZACTBY

Metpuku Trial-to-paid 25%, Average sales cycle 21 days, Win rate 35%

OTBeTCTBEHHBIH Sales Manager

dtan 4: Purchase

DjIeMeHT Onucanue

Ilens knenTa BricTpo 0popMUTH TOKYTIKY U HA4aTh UCIOIb30BaTh CRM

JleiicTBust TloAnKChIBAET ZOTOBOP OHJIAMH, BBOJUT AaHHbIE OIUIATHI, osiydaer welcome email, HaunHaer onboarding
Touchpoints Ownuaiti-¢gopwma 1orosopa, Payment gateway, Welcome email ¢ onboarding checklist, in-app tutorial
Mpeiciu «OTJINYHO, HAKOHEI[-TO MOKeM HadaTh paboTaTh HOPMAJILHO!»

SAmonuu @ O6seryenue, & YIOBIETBOpEHHE

Pain Points ®opma 10roBopa CIUIIKOM JUTHHHAS (10 CTPAHHUIL), HEITOHSATHO, KOT/[a aKTHBUPYETCST TOCTYIT

Opportunities E-signature /u1st 6p1cTpO#t IOATIHCH, instant access mocie OMIaThl, IEPCOHATM3UPOBaHHBII onboarding plan
Metpuku 95% checkout completion, 2 days from contract to first login

OTBeTCTBEHHBII Sales Operations + Customer Success

dran 5: Retention

dIeMeHT Onucanue
Iesnp kHeHTA Venemno Bueputs CRM B KoMaH/ e, 1oyduTh value, Ipo/j0/KUTh HCIOIb30BaHIE
JleiicTBust Hacrpausaer CRM, o6asisier team members, UMIIOPTHPYET JIH/{bI, UCIIOJIb3YET €Ke/HEBHO, NHOT/Ia 00palaercs B support
Touchpoints Onboarding calls ¢ CSM, in-app tutorials, email tips & tricks, support chat, quarterly business reviews
Mpeiciu «CRM nomoraer, HO ecTb (pyHKIMH, KOTOPbIe MBI HE HCIIOIb3yeM — HyKHO Pa306paThesi»
OMOIUH @ VYposnerBopenue (60bIIyIo 4acTh BpeMeHn), &9 ®pycrpanus (koraa 4to-to He paboTaer)
Pain Points Support HHOTZA 10JIT0 OTBEYAET, HEKOTOPble PYHKIIUN HEOUEBU/IHBI, HET O0YUeHMsI 111 KOMaH/[bI
Pain Points HexoTopble QYHKIUH CI0KHbIE 1JIs IOHUMAHUs, HET TOTOBBIX IIA0IOHOB /Ul HAIeH HH/YCTPHU
Opportunities Proactive CSM outreach, in-app contextual help, library of industry-specific templates, faster support response
Merpuku Monthly churn 2%, NPS 45, 70% feature adoption, 95% support satisfaction
OTBETCTBEHHBII Customer Success Manager
dran 6: Advocacy
DIeMeHT Onucanue
Ilenb KIneHTa JIeJIUThCsS TIOJI0KUTEIIBHBIM OIBITOM, BO3MOSKHO IOJIy4HTh OOHYyCHI 3a referrals
JleiicTBus Pexomenzyer CRM 3HaKOMBIM, UIeT oT35IB Ha G2, yuacTByer B case study, npuriamaer py3seii uepes referral program
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DJIeMeHT Onucanue

Touchpoints Referral program emails, Review request, Case study invitation, Customer community, Social media
Msicau «3ra CRM peasibHO IOMOIJIAa HaM yIOPAZOYHUTD IPOJAXKHU, CTOMT PACCKa3aTh JAPYTHM»

OMOIUH @ Bocropr, @ Topaocts (helped company succeed)

Pain Points HemnoustHo, kak pa6oraer referral program, HeT BpeMeHH IHUCATH JIMHHBIN OT3bIB

Opportunities Simple 1-click referral sharing, short review template (2 mun), ny6nanoe npusHanue advocates
MeTtpuku 15% customers refer, 50 reviews/year on G2, 5 case studies/year

OTBETCTBEHHBII Marketing + Customer Success

Kak cozpars Customer Journey Map

IIIar 1: OnpeaeauTe personas

Jlyist koro BbI co3zaete Journey Map? B B2B uacro Hy»KHbI pa3Hble maps /iis1 pa3Hbix posieii (decision maker vs end user).
IIIar 2: CoGepuTe JaHHbIE

Vcnosb3yliTe MHOKECTBEHHbIE HCTOUHUKU:

+ VIHTEpBBIO ¢ KJIMEHTAaMH — CaMblil IIEHHBIH NCTOYHUK. II0rOBOpHTE ¢ 10-20 KJINEHTAaMH, IPOUNTE ¢ HUMHU KX IIyTh IIIar 3a IIaroMm
o JMaunabsie CRM — analyze customer journeys B CRM, ckosbko touchpoints, kakue oTamsl, I7ie 3aCTPEBAIOT

« BeG-aHaJIMTHKA — IOBEJICHUE HA CaliTe, NOIYJIAPHbIE ITyTH

« 3anucu 3BOHKOB U BCTPEY — YTO KJIMEHThI TOBOPSAT, KAKKE BOIIPOCHI 33/JAI0T, KAKNE BO3PAKEHUS

* Support TUKeTbI — yacTble IPOo6IeMBbl 1 BOIPOCHI

* Ompocsl NPS u CSAT — uTo KJIMEHTHI [IeHAT, YTO UX pa3/ipakaer

« Sales team feedback — ¢ponr-aiin 3HaHUA 0 KJINEHTCKOM OIIBITE
IlIar 3: IlpoBegure workshops

Cobepute cross-functional komanmy (MapKeTWHT, HPOJAKU, MPOAYKT, support, customer success) Ha workshop. Vcmosb3yiiTe CTHKEPHI WK

nudpossie gocku (Miro, Mural) /151 K0/171a60paTHBHOTO CO3/IAHIS KAPTHI.
IIpouecc:
1. OrnpeziesuTe STANBI
2. JIyist Kask/10ro sTana — brainstorm geicTBuil KIneHTa
3. Identify touchpoints
4. O6cyIuTe MBIC/IM ¥ BMOIMH KJIIMEHTA
5. BeraBuTe pain points
6. Crenepupyiite ujeu /i yaydiieHus (opportunities)
IIIar 4: Busyaausupyiire
Cospaiite kpacuByio Busyanusamyio Journey Map. Vcnossayiire:
 Nuadorpaduxy — /i1 npeseHranuii u mydangHoro sharing
« HurepakTuBHbie gocku (Miro, Mural) — j1s1 Ko/u1abopaTUBHOM paGoThI

« Spreadsheets — /151 IeTaTM3UPOBAHHBIX JIAHHBIX ¥ METPUK
IIar 5: Basmuaupyiite ¢ KJIMeHTaMHU
TTokaxwuTte Journey Map peasibHbIM KireHTaM. Cripocute: « TOYHO JIM MBI ONIACAIM BAll ONBIT? YTO MBI YIIyCTUIN? »
Iar 6: Ucnoab3yiiTe AJIsi IPUHATHSA PEelIeHIH
Journey Map — He sexopartius. Ficrosbayiite eé mis:

o Ilpuopuruzanuu product roadmap
» I1aHUPOBAHWS MAPKETUHTOBBIX KAMIIAHUI
o Onrumuzanuu sales mpouecca

o Yayumenus customer support

IlIar 7: PeryiaspHO OGHOBJIANTE
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Customer Journey MeHsieTca. HoBble KaHasIbl, HOBble KOHKYDEHTHI, H3MEeHEHUe IOBeJileHUsA KJIUEeHTOB. llepecmarpuBaiite Journey Map pas B

oJIrosa.

CRM kak uHcTpyMeHT 41 tracking u ontumusanuu Customer Journey

Orciae:xuBanue Journey B CRM
COBPeMeHHLIe CRM 1103BOJISIIOT HE IIPOCTO XPAaHUTDh KOHTAKTBI U CAEJIKH, HO U OTCJIEXKUBATDH BECh IIyTh KJIMEHTA.
1. Multi-touch attribution

CRM oukcupyer Bee touchpoints kiunenra: - [lepoe kacanue (Kak KJIHEHT y3HaJI O Bac) - [Ipomeskyrounble kacanus (email OTKPBITHs, KIIVKH,

moceleHus caira) - [locieziHee KacaHue mepes KOHBEpCUen

ITnardpopmer Tuma HubSpot, Salesforce aBromarnuecku cOOUPAIOT 5TU JaHHBIE Yepe3 WHTErPAIMI0 ¢ BeO-aHAJIUTHUKOU M MapKETHHTOBBIMH

HMHCTPYMEHTAMH.
2, Activity timeline

B xaprouxe kontakra B CRM — mosHas timeline Bcex B3auMozeicTBuil: - 01.03.2024: IToanucaics Ha newsletter - 05.03.2024: OTkpbL1 email «5
€1oco00B YBEJIMYHUTD MIPOJIAKKU» - 10.03.2024: [loceTrut crpaHuiyy pricing - 12.03.2024: 3ampocui demo - 15.03.2024: Demo c sales rep ViBaHom -

20.03.2024: Otmpasiieno KII - 25.03.2024: Follow-up 3BOHOK - 01.04.2024: Ciesika 3aKpbita

Ira timeline — BusyasipHOe mpescrasaenue Customer Journey KOHKPETHOTO KJIHEHTA.

3. Journey stages B CRM

BbI Mo2KeTe co3aTh KaCTOMHOE 1oJie «Journey Stage» B CRM: - Awareness - Consideration - Decision - Customer - Advocate

V1 aBTOMAaTHYeCKU IE€PEBOJUTh KOHTAKTBI MEXK/ly STallaMU Ha OCHOBE WX JieiicTBui: - ITognucancsa Ha blog — Awareness - Ckauan whitepaper —

Consideration - 3anpocun demo — Decision - Omiatuin — Customer - Hanvican ot3siB — Advocate
4. Lead scoring Ha ocHOBe Journey

PazHble IefCTBYS HA Pa3HBIX dTAllax MMEIOT pasHblii Bec B lead scoring:

Awareness aTait: - [Tocemenue blog: +5 points - Iloanucka Ha newsletter: +10 points

Consideration stan: - Ckauusanue case study: +15 points - ITocemenue pricing page: +20 points - IToceleHue cCpaBHUTENILHOH CTPAHUIBL: +25

points
Decision sram: - 3anpoc demo: +50 points - Hauaso trial: +60 points - ITocemenue pricing page Bo Bpems trial: +30 points

Korza koHTaKT HabUpaeT onpe/ieJIeHHOe KOJIMYIECTBO points, oH aBroMarmyecku becomes MQL (Marketing Qualified Lead) u nepezaercs B sales.

ABTOMaTH3aIUsA KOMMYHUKAIIUA HA OCHOBE Journey

CRM 1103BOJIsIET HACTPOUTH ABTOMATHYIECKIE€ KOMMYHHUKAIINHY, IIEPCOHAIM3UPOBAHHBIE IO/ 9Tal Journey.
IIpuMep aBTOMATH3AIMHU AJIA Awareness sTana:

Tpurrep: Konrakr nognucascs Ha newsletter

ABTOMaTHYECKasaA IOCJAEA0BATEIBHOCTh: 1. JleHp 0: Welcome email «Cmacu6o 3a mommucky! Bor Ham syumuii raig» 2. JleHp 3:
O6pasoBaresIbHbINM KOHTEHT «5 OLIMOOK B yIpaBieHuu jugamu» 3. Jlens 7: Case study «Kak komnanus X yBeauduia Ipojaku Ha 50%» 4. JleHb 14:

IIpuriamieHue Ha BeOGHHAD
YciaoBHasA JIOTHKA:

o EcJiu KOHTaKT OTKpBIBAeT emails — mpososKuTh nurturing
« EcsM He OTKPBIBAET 3 IUChMA TIOZPA/] — StOp TOCIIE0BATEIBHOCTD (HE CIIAMUTD)

« Ecuu kinkaer Ha pricing page — nepemectuts B «Consideration» stage, start new mocsezioBaTeIbHOCTb
IIpumep aBromaTusanuu Ana Consideration stama:
Tpurrep: Konrakr nepemren B Consideration stage (Hapumep, ckauan whitepaper)

ABTOMaTHUYECKasA MOCAEA0BATEAbHOCTD: 1. Jlens 0: Email «CnacuGo 3a unrtepec! BoT cpaBHEHME HAIIEro IPOIYKTa C aJbTepHATUBAMU» 2.
Jenp 2: Video demo «Kak paboTaer Haul OIpOJYKT 3a 3 MUHYTHI» 3. [leHb 5: Customer testimonials «YTo roBopsT Hamu KIueHTb» 4. Jlens 7: CTA

«T'oTOBHI K epcoHaIbBHOMY demo? 3a6poHHUpYiiTe BpeMsI»
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YciaoBHasA JIOTHKA:

« Eciu 3anpamuBaer demo — nepezarts B sales, stop email mocieoBarenbHOCT

o Ecnu naunnaer trial — nepemecrurs B «Decision» stage, start trial onboarding mocienosarensHoOCTS
IIpumep aBTomMaTu3anuu s Retention srana:
Tpurrep: KiieHT He JIOTHHUJICS B IPOJYKT 7 {HEH

ABTOMaTHUYECKAas MOCTEA0BATEIBHOCTH: 1. [leHb 7: In-app notification «MsI ckydasu! Bor HOBbIE (hruur, KOTOPBIE BB MOKETE MOIIPOGOBATH» 2.

Jlens 10: Email or Customer Success Manager «ITpuset! Bee i1 y Bac B mopsizike? Mory sint st toMo4b?» 3. JleHb 14: IlepcoHanbHbIi 3B0HOK 0T CSM
Ecsiu kimeHT BepHyJcs: - Thank you email - In-app tutorial s nmpoaBunyThIX hrg

Ecsu He BepHyJica: - Escalate to CSM director - Offer st renewal co ckuakoit

Hepconaﬂnsam/m Ha OCHOBE Journey AAHHBIX

CRM cozepxut GoraTeiiine JaHHbIE 0 Journey KJIHEHTa, KOTOPbIe MOJKHO HCITOIb30BATh ISl THIIEPIIEPCOHATN3AIIHH.
IIpuMepsI HEpCOHATIU3 AN

1. [lUHAMUYECKUIL KOHTEHT Ha caiite

Korza uzBectHbiil kKoHTAKT (tracked yepe3 CRM) moceliaer Bali caiit, Bbl IIOKa3bIlBaeTe KOHTEHT, PeJIeBaHTHBIH ero Journey stage:

« Awareness stage: O6pa3oBaTesIbHBII KOHTEHT, GJI0T IOCTBI, FAli/IbI
« Consideration stage: Product features, case studies, comparison pages

« Decision stage: Pricing, ROI calculator, customer testimonials, «3ampocurs demo» CTA

TexHuueckun 310 peanusyercs yepe3 unrerpanuio CRM c website personalization tools (HubSpot Smart Content, Salesforce Interaction Studio,

Optimizely).

2. Ilepconau3upoBaHHbIe email campaigns

Bmecto generic email blast 751 Beeit 6assl, cermeHTHpYiiTe 10 Journey stage 1 OTIIPABIIIATE peJIeBAHTHBIN KOHTEHT:

Segment: Awareness stage, HHTepecyeTcsi TeMOU «yBesndeHue npojak» Email: «10 crioco6oB yBesnuuts npojjasku 6e3 yBeuyeHust Gro/pKerar»

Segment: Consideration stage, cmorpen pricing page, Ho He 3ampocun demo Email: «Bompocsl o meHax? BoT kak MBI CpaBHHBaeMcH C

KOHKyPEHTaMH»

Segment: Decision stage, B trial, Ho Hu3Koe Hcmosb3oBanue mpoaykra Email: «Bbl ncnosnbsyere TOJIbKO 20% BO3MOXKHOCTeH. BOT 4TO BEI

yIycKaere»
3. Adaptive sales approach
Sales rep, oTkpsiBast kKapTouky snza B CRM, cpasy BUAUT ero Journey:

« Kaxue crpaHuns! nocemian
« Kaxkwue emails oTkpsIBa
o Kakoil KOHTEHT CKaYMBaJI

« Ha kakom sTane Journey HaxoguTcs
U apantupyer cBoi pitch:
Ecuun i Ha paHHeit craauu Consideration: Sales rep dokycupyercst Ha education, oTIipaBiisieT oie3HbIe PECYPCH, HE aBUT Ha IIPOJIAKY.

Ecsmm smup Ha Decision stage, cmorpes pricing, cpaBHHBajJ ¢ KOHKypeHTamu: Sales rep azpecyeT KOHKDETHble KOHKYPEHTHBIE

IIPEUMYIIeCTBA, IPeIaraeT nepcoHanbuoe demo, obeyxnaer ROL.
4. Predictive recommendations
ML-monenn B CRM ananusupyioT Journey patterns u mpeicka3bIBaloT:

« Kakoil KOHTeHT HanboJIee BePOATHO 3aHHTEPeCyeT HTOr0 KOHKPETHOTO JIH/iA
« KakoBa BeposTHOCTh KOHBepcuu (lead scoring)

« Korza ontumassHoe Bpems st follow-up

« Kakne Bo3pakeHMs CKOPee BCEr0 BOSHUKHYT

Ha ocHoBe atux npepckasanuit CRM aBTroMaTnvecku pekoMeHzyeT Aeicrusi: «Ilopa MO3BOHHTH 3TOMYy JHAy», «OTmpasbre 3TOT case study»,

«Puck churn — cBsIKUATECH ¢ KIIMEHTOM ».
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H3mepeHue 1 onTuMusanusa Journey

CRM n0o3BosIsi€T U3MEPsITH 3P PEKTUBHOCTD KAXKIOTO0 3Tala Journey u OTUMU3UPOBATh.

KirioueBble METPUKH 10 dTAIIaM:

Awareness: - Traffic to content - Content engagement (time on page, scroll depth) - Newsletter signup rate
Consideration: - Email open & click rates - Content download rate - Demo request rate - Time from awareness to consideration
Decision: - Trial signup rate - Trial-to-paid conversion - Sales cycle length - Win rate

Retention: - Churn rate - Product adoption rate - NPS - Time to value

Advocacy: - Referral rate - Review rate - Customer LTV

Anaym3s Journey B CRM:

1. Cohort Analysis

I'pynmupyiite KIMEHTOB IO KOropTaM (MecsI| IPUBJIeUeHUsI, HCTOYHUK, Journey path) u cpaBHHBaliTe NX METPUKH.

IIpumep nHcaiira: «KinenTsl, koTopsle mocMorpesnu demo zo trial, umetor 50% Bblie retention rate, uem e, kto Hauas trial 6e3 demo. HyxHo

caenarb demo 6Gostee accessible.»

2. Path Analysis

AHanusupyiite HanboJIee NOMyJIIPHBIE [T KIUEHTOB.

TunoBoii myTh A: Blog — Newsletter — Webinar — Demo request — Trial — Purchase (conversion rate 30%)

Tunosoit myth B: Paid ad — Pricing page — Trial — Purchase (conversion rate 10%)

Hucaitt: [IyTh A uMeer Bbllie conversion, HO 1oJbIie (45 JHel vs 7 nHei). Hy»KHO 6ataHCHpOBaTh ObICTPBIE U KAUECTBEHHBIE JIU/IbL.
3. Drop-off Analysis

T'ne kyIMeHTH! «OTBAIMBAIOTCA» U3 Journey?

IIpumep: 1000 auzoB 3anutu B Consideration stage, HO ToyIbKO 200 nepenwu B Decision. 80% drop-off! Ananus nmokassiBaer: OCHOBHAs IIPUYNHA

— HezloctaToK nHGOpManuu o reHax. JleiicrBue: Cuenars pricing transparent Ha caiite.
4. A/B TectrupoBaHue Journey 3J;IeMEHTOB
Tecrupyiite pasuble approaches:

Test: /IBa BapuanTa email mocienosaresnproctu st Consideration stage - Bapuant A: ®okyc Ha product features - Bapuaut b: ®okyc Ha customer

success stories

Pesyaprat: Bapuant b nokaseiBaer 25% Bblie conversion B demo requests. JleiicrBue: Cresnats Bapuant b 0CHOBHBIM.

HNuctpymenTs! aiia Customer Journey Management

Customer Journey Analytics nitar¢popmbr
ITomumo CRM, CyLIECTBYIOT ClIEIUaJIN3UPOBaAHHbIE H]IaT(l)OpMLI JJIA aHaJIn3a U OIITUMU3alluu Customer Journey:
1. Mixpanel

Event-based ananuTuka /ist IpOAYKTOBBIX KOMaHZ. OTCIEKUBAET KK0€ IeUCTBIE TI0IH30BaTENsA B IIPO/YKTe, cTpouT funnels, cohorts, retention

analysis.

Use case gyt CRM: Ilocste TOro, Kak KJIMEHT Ky U Hadasl UCIOJIb30BaTh MPOAyKT, Mixpanel orciexuBaer ero product journey: kakue dbudan

UCIIOJIB3YET, I7Ie 3aCTPEBAET, YTO IPUBOKT K churn.
2. Amplitude
IToxosx Ha Mixpanel, Ho ¢ Gosiee TPOBHHYTHIMU BO3MOXKHOCTsIMH behavioral cohorts u predictive analytics.

Use case: Identify «<Aha moment» B mpozykre — TO AefiCTBHE, IIOCIE KOTOPOTO BEPOSTHOCTH retention pe3ko Bospacraer. 3aTeM ONTHMUBHPOBATH

onboarding, 4To6b1 GBICTPEE AOBOAUTH MOJIH30BATENIEN /[0 ITOTO MOMEHTA.

3. Heap
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ABTOMAaTHYeCKU 3aXBaThIBaeT Bce COOBITHS Ha caiiTe M B IPUJIOXKEeHUU Oe3 HeoOXOAMMOCTU pydHOro instrumentation. Retro-active analytics —

MOKHO 3a1aBaTh BOIIPOCHI O IIPOIIJIOM IIOBEICHUN TI0JIb30BaTeJIEeH.

Use case: ELICTPO IIpOoaHaJIN3UPOBaTh, KaK U3MEHUJIOCHh IIOBEEHUE I0JIb30BaTeJIed TOCTIe pennsa HOBOM (I)I/I‘-II/I, 6e3 HeOﬁXOHI/IMOCTH 3apaHee

HacrpauBaTh tracking.
4. Segment

Customer Data Platform (CDP) — exgunas rargopma ajis c60pa, OYMCTKU U poyThHTra customer data B pazimunble uHerpymentsl (CRM, email,

analytics, ads).

Use case: Obecrnieunts, 4TOOBI BCe CHCTEMBI UMeJIN OAMHAKOBOe mpezcraBienre o Customer Journey. CobbiTust u3 caiira, npuwiokenus, CRM

CHHXPOHUBUPYIOTCA uepe3 Segment Bo Bee connected HHCTPYMEHTBL.

Journey Orchestration miiardopmsi
1. Salesforce Marketing Cloud (Journey Builder)
Visual journey builder ms cozpanusa multi-channel customer journeys: email, SMS, push notifications, ads.

BosmoskHaocru: - Drag-and-drop journey design - Real-time decisioning (if-then-else soruka) - Al-powered send time optimization - Cross-

channel orchestration
2. HubSpot Workflows
Berpoennsiit B HubSpot unerpymeHT 15 co3nanust apromaTryeckux workflows.

Boamo:kHocTH: - Triggers Ha ocHOBe 110661x CRM cobbrTrit - Multi-step workflows ¢ BeTienusivmu - Murterpanus email, tasks, notifications - A/B

testing workflows
3. Marketo Engagement Programs
Yacrp Adobe Experience Cloud, Momurnslii nHCTpYMeHT /i1 B2B nurturing.

Bosamo:kHOCcTH: - Ci1o:xHbIe multi-touch mporpammer - Lead scoring u grading - Behavioral triggers - Revenue attribution

Best Practices Customer Journey Management

1. HaunHajiTe ¢ JaHHBIX, a He ¢ assumptions

He npuaymebisaiite Customer Journey Ha OCHOBE TOTO, KaK, [I0-BalllEMY, «/I0JIKHO ObITh». COGepUTe peasibHbIe JAHHbIE OT PEAIbHBIX KIIMEHTOB.

2. PokycHupyiiTech Ha emotions, a He TOJIBKO Ha actions

Customer Journey — 3T0 He IPOCTO CIIUCOK JEHCTBHIL. DTO 3MOIMOHAIBHBINA ONbIT. [[OHMMaHUe 3MOIMIA [TOMOraeT co3/iaBaTh 6osiee empathetic u

addexruBHbIe touchpoints.

3. Yerpanwure biggest friction points, a He Bce moapsi

He nprraiitech onTuMu3upoBaTh Bech Journey cpasy. Identify 2-3 biggest pain points, koTopble UMeIOT HaubGoJIbIIIEe BIMSHIE HA KOHBEPCHIO WJIH

satisfaction. Yerpanure ux. Measure results. IlepexoanTe K CJI€QyIOIUAM.

4. O6ecnieupTe omnichannel consistency

Knuent e JOJIKE€H YYBCTBOBATh Pa3pbIB IIPU IIEPEXOoZie MEXAy KaHalaMU. Ecnu on Havasn Ha caﬁTe, TIPOAOJIKUIT B email, a 3aKOH4YHJI 3BOHKOM B

sales — OIBIT /10JIKeH ObITh €IMHBIM U seamless.

5. IlepcoHa/IM3UpYITE, HO HE Creepy

Hepcox{ajmsalmﬂ Ha OCHOBE Journey JAAHHBIX MOIIIHA, HO €CTh I'PaHb. «HpI/IBeT, I/IBaH, MBI 3aMETHJIN, YTO ThI ITIOCEeIaJI HAlly pI'iCiIlg page 5 pa3» —

9TO creepy. «HpI/IBeT, I/IBaH, BOT OTBETHI HA YaCThI€ BOIIPOCHI O EeHaxX» — 3TO IIOJIE3HO.

6. HempepbIBHO TECTUPYATE U ONTUMHU3UPYHTE

Customer Journey — He cratudeH. [IOCTOAHHO TeCTUPYITE I'MIIOTE3bI, U3MePANUTe Pe3ysIbTaThl, ONTUMUBHUPYHTE.
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7. Cross-functional collaboration

Customer Journey He IPUHAJUIEKUT OZHOMY OT/eay. MapKeTHHT, IPOJaXKu, IPOJYKT, support, customer success — Bce BIUAIOT Ha Journey.

ObecrieusTe Kpocc-GyHKIIMOHATBHOE COTPYHIUYECTBO.

3akJIroueHue

Customer Journey — 9TO cepAne COBPEMEHHOI'O customer-centric 6usneca. [loHuMaHue IIyTU KJIMEHTa OT II€PBOTO OCO3HAHUA IIOTpe6HOCTI/I A0

AZIBOKAIIU U IIO3BOJIAET CO3JaBaTh HepCOHaﬂHSHpOBaHHLIﬁ OIIBIT, YCTPAHATH 6apLepr, TIOBBIIIATHh KOHBEPCHUIO U JIOATTBHOCTbD.

CRM-cucrema sBjsieTCSA OEHTPaJIbHBIM WHCTPYMEHTOM [IJIA OTCJICXKUBaHWA, aHa/IN3a U ONTUMH3aAIlUN Customer Journey. Ona co6HpaeT JAaHHbIE O

Beex touchpoints, M03BoJIAET aBTOMATUZUPOBATH KOMMYHHKAIIUY HA KAXK/IOM 3Talle, IEPCOHATM3UPOBATH OTIBIT U U3MEPATH 3P (HEKTUBHOCTS.
Kimouesbie takeaways:

1. Customer Journey Bkirouaer sranbl Awareness, Consideration, Decision, Purchase, Retention, Advocacy

2. Customer Journey Mapping — BU3yaJIbHOe IIpe/ICTaBJIeH e IIyTH KJIHEeHTa, BKII0Yalollee AelCcTBUsA, SMOIHH, touchpoints, pain points
3. CRM 1103BOJIsIET OTCJIEIKUBATD ITOJIHBIN Journey Ka/ioro KJIM€HTa, OT IEPBOT'0 KACAHUs /10 [IOCJIe/HETO B3aUMOZIeHCTBIUSL

4. ABTOMaTH3aIs 1 IEPCOHATIU3AIINA Ha OCHOBE Journey stage MoBBIIIAIOT relevance KOMMYHHUKAIUN ¥ KOHBEPCUIO

5. I3MepeHre METPHK 110 3Taram Journey o3BoJisieT BbIsBIATh bottlenecks 1 onTHMU3UPOBATD OMBIT

6. Cross-functional collaboration u continuous optimization kxpuTu4HSI 1151 ycrexa

B criemyromiem ypoke MbI morpysumcest B Al u mammaHOe oOydenne B CRM — Kak HCKyCCTBEHHBIH HHTE/UIEKT TPaHC(HOPMUPYET yIpaBiieHHe

OTHOILIIEHUsIMU ¢ KneHTamHu, ot predictive lead scoring mo conversational Al u apromaTU3anuy PyTHHHBIX 33/1a4.

IIpakTHUyeckoe 3aiaHue:
1. BerGepuTe ofHy KIII0UEBYIO persona Baiiero 6usHeca u coszaiire iyt Hee Customer Journey Map ot Awareness 10 Advocacy.
2. IIpoBesiuTe 5 UHTEPBBIO € PeATbHBIMU KJIMEHTaMHU, IPOH/IUTe ¢ HUMH UX IyTh LIar 3a maroM. 3adUuKCcUpyinTe HHCAUTBI.
3. IIpoananusupyiire nanuble B Bareil CRM: KaKkoi caMblii IOy IAPHBIN IyTh KIHeHTOB? I'ie Haubosbimuii drop-off?
4. Identify Ton-3 biggest pain points B Customer Journey Barreii kommanuu Ha ocHoBe ganHbIx CRM, unrepsbio u feedback.

5. Z[JIH OZHOTI0 U3 3TAIl0OB Journey cos,uaﬁTe ABTOMATHUYECKYIO IIOCIEIOBATEJIbHOCTD KOMMyHI/IKaI.II/Iﬁ B CRM (I/UII/I Ha 6yMare, €CJIN €II1€ HE TOTOBBI

BHEZPSATH).

6. Onpezienure key MeTpuk /i Kaskaoro srama Journey u Hacrpoiite ux tracking B8 CRM win aHaIMTUYECKOU CHUCTEME.

I'nasa 24. Al u MmammnaHOE 00yuenue B CRM

BBenenue

VICKyCCTBEHHBII MHTEJUIEKT U MAlIMHHOE 00y4YeHue paaukaibHo MeHstoT anamadt CRM-cucrem. To, UTo ellje MsATh JIeT Ha3a/| TPeOOBaJIO apMHUK
QHAJINTUKOB U HeJlesIb paboThl, cero/iHs Al /iesaeT aBTOMAaTUYECKU B PEXKKMME PEaJIbHOrO BpeMeHU. [Ipe/IuKTHBHAS aHAJIUTHUKA, HHTEJJIEKTyaIbHAs
aBTOMATU3AIYsl, TIEPCOHATIM3AIUSA HA YPOBHE KaXK/I0TO KJIMeHTa, conversational Al — Bce 3T0 yke He GyTypUCTHYECKHE KOHIIEIIHH, & PEaJIbHOCTB,
JIOCTYIIHAsI KOMITAHHSIM JI000TO pa3mepa.

Cospemennbie CRM-11athopmbl Bee akTHBHEe HHTErpupyioT Al-BosmoskHoctu. Salesforce Einstein, HubSpot A, Microsoft Dynamics 365 Al, Zoho
Zia — mpakruueckn Kaxas kpynHas CRM umeer cob6erBennbiit Al-gsuxok. Ho Al 8 CRM — 310 He mpoCTO MapKeTHHroBbid buzzword. 1o

KOHKPETHBbIE HWHCTPYMEHTBI, KOTOPBI€ PEIIaT peaJlbHbIE 6I/ISHEC-3&/IEI‘{I/IZ IIOBBIIIAIOT KOHBEPCHUIO JINJO0B, COKpamalT IIHUKJI IIPOAAXK,

TIpeJICKa3bIBAIOT churn, aBTOMAaTH3UPYIOT PYTHHY, YIy4IIAoT customer experience.

B aTom ypoke mbI pasbepem, kak Al u ML pa6otaior B koHTekcTe CRM, MO3HAKOMHUMCS € KIIOUEBBIMU Al-BO3MOKHOCTSIMHU BeAYIINX I1aTGOPM,

M3YYUM [IPAKTUYECKUE Use cases U Hayanmcs BHeIpATh Al B CRM-1iporieccsl Baleld KOMIAHUH.
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OcnoBb1 AI 1 ML aiasa CRM

Yro Takoe Al u ML

HckyccrBeHHBIIT MHTELIEKT (AI) — IIMpPOKOe MOHATHE, 0003HAYAIOIIee CIIOCOOHOCTh MAIIMHBI BBIIIOJIHATH 33/1a49H, KOTOPbIE OOBIYHO TPEOYIOT

YEJIOBEUECKOT'0 MHTEJVIEKTA: paclloO3HaBaHUE NNIATTEPHOB, IDUHATHE pemeﬁuﬁ, IIOHUMaHUe €CTECTBEHHOT'O A3bIKA, IPOTHO3UPOBAHUE.

MamunuaHoe ooyuenue (ML) — moavuokecTBo Al, MeToJ;, P KOTOPOM cHCTeMa OOydaeTcsi Ha JAHHBIX, BBISABJISAS MATTEPHBI, 6e3 SIBHOTO

[IPOrPaMMUPOBAHUSA IPABUJL.

I'ny6okoe oGyuenue (Deep Learning) — moamHOkecTBO ML, UCIOJB3YIOIEE MHOTOCTIOMHBIE HEUPOHHbIE CETH /IS 0OyYeHUs Ha GOJIBIINX

o0beMax JJaHHbIX.

KmouesBsie Tunnisl ML B CRM
1. Supervised Learning (O0yueHue ¢ yauTeaem)
Moyienb obyuaeTcsi Ha pa3MeveHHbIX JaHHbIX (input + IpaBUIBHBIN output), yuuTes mpescKasbIBaTh output 11 HOBBIX inputs.

IIpumepst B CRM: - Lead Scoring: Vcropuueckue gaHHbIe JTUAOB (XapaKTEPUCTUKH JIN/IA + PE3YJITAT: KOHBEPTUPOBAJICS HJIH HET) — MOJEJb
VUUTCsL IPE/ICKA3BIBATH BEPOSITHOCTh KOHBEPCUH Jyist HOBBIX 1nzioB - Churn Prediction: /lanHbie KIMeHTOB + pe3ysibTaT (YIIes HIH OCTAJICI) —
MoOZieJIb IIpeAicKasbiBaeT puck churn fyia Tekymux kiaueHtoB - Deal Forecasting: XapakTepUCTHKH CHEJIOK + Pe3ysIbTaT (3aKpbITa WM HET) —
MOZI€eJIb IPE/ICKA3bIBAET BEPOATHOCTD 3aKPBITHS /111 OTKPBITBIX CAETIOK

2. Unsupervised Learning (OGy4eHue 6e3 yuureJi)

MozeJb UIIEeT NaTTEPHBI B HEPa3MeUEHHbIX JAHHBIX €3 3apaHee 33/IaHHbIX KATETOPHIL.

IIpumepsr B CRM: - Customer Segmentation: Anropurmsl kinacrepusanuu (k-means, hierarchical clustering) rpynnupyior KJIueHTOB 1o

CXOXXHM XapaKTEepUCTHUKaM, BBIABJIAA CETrMEHTDBI 6e3 peaBapuTeJIbHOTO OIIPpEAECJIEHUA 3THUX CErMEHTOB - Anomaly Detection: BrisiBiieHue

aHOMAaJIPHOTO [IOBE/IEHNS KJIMEHTOB (HalIPUMeED, pe3KOe CHIKEHHE HCI0Ib30BaHuUsA posiykTa — potential churn signal)
3. Reinforcement Learning (OGyueHue ¢ moaKpenieHmnem)
Mopess yuantes depes trial-and-error, mosygas Harpazbl 3a IpaBHJIbHBIE EHCTBHA U MITPAdbI 32 HEIPABUIIBHBIE.

IIpumepst B CRM: - Ontumusamua email send time: Cucrema TecTupyer pazHoe BpeMs OTIPaBKH email [y KaskAoro KIHeHTa, yIUTCs,
KOIZ]a BEPOSITHOCTh OTKPBITHS MakcuMasnbHa - Dynamic pricing: Cucrema 5KCIIEpHMEHTHDYET C I[[€HAMM, YYUTCS ONTHMAIBHOHN I€He IS

MaKCHMHM3AINK revenue
4. Natural Language Processing (NLP)
O6paboTka ¥ MOHNMaHUe YeJIOBEUECKOT0 sI3BIKA.

IIpumepsr B CRM: - Sentiment Analysis: Ananu3 ToHa KJIHEHTCKHX emails, 4aToB, OT3bIBOB (IIO3UTHBHBIN, HEraTUBHBIN, HEUTPAJIbHBIH) -
Chatbots: [ToHumaHe 3aPOCOB KIMEHTOB U aBToMaThyeckue oTBeThl - Email Auto-generation: I'eHeparivisi IepcoHaIM3UPOBaHHbIX email Ha

ocHose koHTeKcra - Call Transcription & Analysis: ABTromaTuyueckas TPaHCKPHUIIIYsI 3BOHKOB, H3BJI€UEHHE KII0UYEBBIX insights

Kaxk Al o0yuaerca Ha CRM gaHHBIX
CRM HakamnimBaeTr OTPOMHBIE OGT)EMI)I JAAHHBIX, KOTOPbIE ABJIAIOTCA TOIIUBOM JISA ML'MOﬂeHeﬁZ

CTpyKTypUpOBaHHbIE JaHHBIE: - JleMorpaduueckre JaHHble KIMEHTOB (MH/yCTpUs, pasMep KOMIIAHWH, JOJKHOCTD) - Transactional manable
(moKyIKH, BBIpyYKa, yactora) - Behavioral manusie (mocemenus caiita, email engagement, ucrosnp3oBanue mpoaykra) - Sales activities (3BoHKH,

BCTpeuH, email)
HecTpyKkTypupOoBaHHBbI€ JaHHbIE: - Email nepenucka - 3amerku sales reps B CRM - 3anucu 3BOHKOB - Yat-10ru - OT3bIBBI KJIMEHTOB
IIponecc ooyyenus ML-moaesn:

1. Data Collection: C60p ncTopruyeckux ganHbix 13 CRM
2. Data Cleaning: Ouncrka JaHHBIX OT y0Jiei, OMO0K, HEIIOIHbIX 3allUCcel

3. Feature Engineering: Cozjanue pesieBaHTHBIX Tpu3HaKoB (features) st mogenu. Hanpumep, s lead scoring: Koin4ecTBo moceleH i
caiita, email engagement score, coorsercrsue ICP, u T.11.

4. Model Training: O6yueHre MO/Ie/IM Ha HCTOPUYECKUX AaHHBIX. OOBIYHO UCIIOIB3YeTCs 70-80% MAHHBIX /1151 OOyUeHUs

5. Model Validation: TecTupoBaHue MO/IeIHN HA OCTABIIUXCS 20-30% NAHHBIX JIJIS IPOBEPKU TOYHOCTH

6. Model Deployment: Buespenue mozenu B production CRM
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7. Continuous Learning: PeryssapHoe nepeobydeHure MO/ie/IH Ha HOBBIX JJAHHBIX JIJIA IO/I€PAKAHUSA aKTyaTbHOCTH

AI-Bo3moixHOocTH Beaymux CRM-miatdopm

Salesforce Einstein

Einstein — ato Al-miardopma, nHTErpHpOBaHHast BO BCio aKocucremy Salesforce. Briiouaer yecsitku Al-powered features.
Einstein Lead Scoring

ABTOMATHYECKH OIIEHUBAET KaK/IbIH JINJI, IPUCBAUBAsI SCOTE OT O ZI0 100 HAa OCHOBE BEPOATHOCTH KOHBEPCUU.

Kak paGoraer: - AHaIH3UPYeT THICAYN XapaKTEPUCTHK JHja: AeMorpadus, moBeJeHne Ha caiiTe, email engagement, NCTOYHUK IIPHUBJIEYEHUS,
akTuBHOCTH sales rep - CpaBHUBAEeT ¢ IaTTepHAMU HCTOPHUYECKH KOHBEPTHPOBAHHBIX JHOB - IIpucBanBaer predictive score - ABTOMaTHYeCKU

pamkupyer sinzsl B CRM, Bicokoccoered JIHABL B TOIIE

Pesyabprar: Sales team dokycupyercst Ha HanboJIee epCIeKTUBHBIX i/jax. KoHBepcHst MOBhIIIaeTes Ha 20-30%.
Einstein Opportunity Scoring

Ananornyso lead scoring, Ho /715 ciestok (opportunities). ITpescka3biBaeT BEPOATHOCTD 3aKPBITHS KaXK/I0H CAEIKHU.

JlononauTenpHbIe insights: - Kakne GhakTopsl 0JI0KUTEIFHO BIHAIOT HA BEPOATHOCTD (HampuMep, «J/leMo IpoBeieHo B TeUeHHe 7 IHel 1mocie
cozzanus opportunity») - Kakue ¢akropsl HeraTuBHO BIUAIOT (HanpuMep, « HeT aKTHUBHOCTH OT KJIMEHTa 14+ J{Hel») - Pekomenzanuu sales rep mo

JIEUCTBUSM JIJIs1 TIOBBILIIEHVISI BEDOSITHOCTH 3aKPBITHS
Einstein Forecasting
IIpeznckas3piBaeT BHIPYUKY Ha Oy/IyIiye MepUo/bsl Ha OCHOBE TEKYIIEro pipeline u ncropuueckux conversion rates.

Bo3amo:kHOCTH: - ABTOMaTU4YecKui pacyer forecast rmo pasinunbiM cueHapusaM (optimistic, realistic, pessimistic) - CpaBuenue forecast ¢ quota st

BhIsiBJIeHUs gaps - Drill-down o team members, pernonawm, npojykram - Al-bisiBienue deals at risk (cziesiku, KOTOpbIe MOIYT COCKOJIb3HYTh)
Einstein Activity Capture

ABTOMaTHYeCKH JIOTHPYeT Bee activities (emails, meetings u3 kanenzaps) B CRM, u36assisis sales reps oT pydHOro BBOza.

Einstein Email Insights

Ananmsupyer email-niepenucky sales reps ¢ kinenTamu: - Sentiment analysis (Hactpoenre kiuenTa) - Identification ky04eBbIX TEM U concerns -

Pexomenianuu 1o oteeTaM - Alerts eciit KJIMEeHT BbIpaskaeT HeZIOBOJIbCTBO MM pUcK churn
Einstein Bots
Conversational Al 7y1st aBTOMaTH3aI[UH TOAJEPKKU KJIMEHTOB ¥ KBATM(DUKAIMH JIUZIOB.

Boamo:kHocTH: - [TonnManue natural language 3ampocos - OTBeTbI Ha THIIOBBIE BOIIPOCHI - CO0p nHOpMaIuu oT KineHTta (KBaauuKaIps JIuia)

- Seamless mepegaga human agent xorma 60t He MoskeT TOMOYb - OGyueHHe Ha KaXK/[0M interaction, ysydiieHre OTBETOB
Croumocrs Einstein:

Einstein features Bkitouens! B paziuunsle Salesforce products: - Einstein Lead Scoring — Sales Cloud Einstein ($50/user/month) - Einstein Bots —

Service Cloud Einstein ($75/user/month) - Full Einstein suite — unanBuyaapHoe ieHO0Opa3oBaHue Jyist enterprise

HubSpot AI

HubSpot aktusHO uHTerpupyer Al Bo Bce cBou hubs (Marketing, Sales, Service).

Predictive Lead Scoring

Ananoruuno Salesforce Einstein, aBromaruueckuii lead scoring Ha ocaoe ML.

Yunkansaocrs HubSpot: Scoring ocrynen nasxke na 6ecruiataom tapude (¢ orpaHUYeHUsIME), 9TO Jeiaet Al 10CTyIHBIM U151 MaJIoro GusHeca.
Content Assistant (AI Content Writer)

Tenepanus KoHTeHTa ¢ IoMoIbio GPT-based mozenu.

Use cases: - 'erepanus email subject lines u body text - Coszganuie blog post outlines - Hanmcanue social media posts - T'eHeparusi meta

descriptions s SEO

IIpouecc: 1. Bol 3anaere Temy u tone of voice 2. Al reHepupyeT HECKOJIBKO BADUAHTOB KOHTEHTA 3. Bbl BoIOMpaeTe JIydIIunii N PefaKTHpyeTe

243



Pesyaprar: MapKeToI0TH 9KOHOMST Yachl HA CO3ZIAHUY KOHTEHTA.
Conversation Intelligence

Al-ananus sales calls: - ABromarnyeckasi TpaHCKpUIIIMs 3BOHKOB - Identification roBopsiuero (rep vs prospect) - Highlights kiroueBbix MoMeHTOB
(oGcy»xeHne 1eHbl, Bo3paxkeHusa, commitment) - Talk-to-listen ratio (ckospKO roBopuT rep vs KiameHT — s coaching) - Sentiment tracking mo

X071y pasrosopa
ChatSpot (Al-powered Chat Interface)

Natural language interface mis pa6otsr ¢ HubSpot: - BMecTo KIMKOB 110 MEHI0, BBl MOKETE CIIPOCUTH: « CKOJIBKO JIM/I0B MBI TIOJIyYFJIN HA MPOIILION

Hezente u3 Google Ads?» - Al monumaer 3ampoc, Beinosasier query kK CRM, Bo3BpaljaeT OTBET ¢ BU3yaTn3aueit
Breeze Copilot

Al-accucrent, BcTpoeHHBbIH BO Bce HubSpot tools: - Ilpemsaraer ciexyroouime aeiicrusi («Iloxoxke, mopa follow-up ¢ stum supom») -

ApromaTuyecku enriches KOHTaKThI (HAXOUT HEAOCTAOIIYIO HHGOPMAIKIO) - Summarizes aunHHble email threads B oxun ab3arg
Croumocts HubSpot AI:

« Bagzosbiii Predictive Lead Scoring — Bxitouen axe B Free tier
« Content Assistant — ot $20/mecsy (Al add-on)

« Conversation Intelligence — Bxrouen B Sales Hub Professional ($450/3 users/month)

Microsoft Dynamics 365 Al

Microsoft unrerpupyer Azure Al B Dynamics 365 CRM.
Sales Insights

KomiutekcHbiit Al-powered uHCTpyMeHT /115 sales teams:

Relationship Analytics: - Ananus strength orHomIeHu# ¢ KareHTOM Ha ocHOBe frequency u recency kKommyHuKkanuii - Identification contacts at

risk (maBHO He 6pUTO0 interaction) - Relationship health score

Predictive Scoring: - Lead scoring u opportunity scoring - Predictive forecasting - Who knows whom — BbIsiBJIeHue connections Mex/y Baltumu

coTpyiHUKaMu U prospects uepes LinkedIn Sales Navigator integration

Talking Points: - Al aHa/M3UpyeT MOCJIEJHHE HOBOCTU O KOMIIAHWHM KJIMEHTA, €r0 COIMaIbHBbIE MOCTHI - IIpe/araer TeMbl /I pa3roBopa

(«Ilo3mpaBbTe KJIMEeHTa ¢ HejaBHUM payHoM funding», «O6cyiuTe UX HOBBIN IIPO/YKT, AHOHCUPOBAHHBIN BUEPa»)
Dynamics 365 Customer Insights

Customer Data Platform c¢ Al: - VHubukanus AaHHBIX O KJIHEHTaX W3 BceX HMCTOYHUKOB - Al-powered cermenrarusi - Next Best Action

recommendations - Churn prediction
Virtual Agent for Customer Service

Conversational Al 60T /1 aBToMaru3anuu service: - Cosnanue 6ora uepes low-code xoHeTpykTop - Integration ¢ knowledge base - Sentiment-based

routing (ecsu kameHT 3051 — cpady human agent) - Continuous learning us conversations
Copilot for Sales (GPT-integration)

Microsoft unarerpupoBana GPT-4 B Dynamics 365 Sales: - Email generation m summarization - Meeting notes u action items extraction -

Conversational CRM interaction - Automated data entry

IIpumep: Sales rep rosoput: «HamomHu MHe O TOCIeqHENH Berpede ¢ Kommanuweir Acme». Copilot summarizes meeting notes, highlights

commitments u next steps.
CroumocTsb:

« Sales Insights — ot $50/user/month (add-on to Dynamics 365 Sales)
o Customer Insights — ot $1,500/mecsi1y (tenant-based)

« Copilot for Sales — $50/user/month

Zoho Zia
Zia — Al-accucrent Zoho CRM.

Zia Voice
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Voice-activated CRM: - «Zia, IOKa)ku MOU C/IeJIKU Ha 3TOU Hesesle» - «Zia, co3ail 3a/jauy: HO3BOHUTH MBaHy 3aBTpa B 10» - «Zia, KAKOH IIPOrHO3

IIPOJIa’K Ha 3TOT KBAPTAJI?»
OcobenHo 1os1e3HO /14 sales reps B jopore — hands-free CRM interaction.
Anomaly Detection

Zia aBTOMATHYECKH BBIAB/ISIET AHOMAQINU B JaHHBIX: - «Creska X MMeeT HeOOBIYHO BBICOKHMH pasMmep /UIsi 9TOrO THIA KIHEHTa — BO3MOXKHO,
ommbKa BBOIa» - «MeHempkep Y UMeeT aHOMaJIbHO BBICOKMU Win rate — cTOWT M3y4uTh ero best practices» - «Traffic Ha caiit ynan Ha 40% 1o

CPaBHEHHIO C TPOLIION Heziesei»
Prediction Builder (No-Code ML)
VauxkanpHasa puda Zoho — BO3MOKHOCTD CO3AaHuUs KaCTOMHBIX ML-Mozesteit 6e3 mporpaMMUpPOBaHMUsL:

1. Beibupaere, 4To XOTUTE Ipe/IcKa3aTh (Hapumep, BeposiTHOCTD upsell)
2. Boibupaete pesneBanTHbIe 1moJisi B CRM
3. Zia obyuaer Mo/iesIb Ha BAIIHX JAHHBIX

4. Mojiesib HAUMHAET JIeJIaTh IPEICKA3aHUsA [ HOBBIX records
Macro Suggestions

Zia aHaJM3UpyeT MOBTODsIOIIMecs actions sales reps W mpeziaraer Makpochl: - «Bel yacto ormpasisiere follow-up email mocie demo. Cosznars

aBTOMATUYECKUU MaKpOC?>»
Sentiment Analysis

AHanus ToHa email ot kineHTOoB: - ITo3uTHBHBIN: @ green flag - HeraTusHsiii: @0 red flag, alert to manager - HelitpanpHbrii: &

Pipedrive Al
Pipedrive, opuentupoBanusIii Ha SMB, Taxke unTerpupyer Al:
Al-powered Sales Assistant

YMHbBIE COBETHI Ha KaXK/IbIi JIEHB: - «Y Bac 5 JUI0B 6e3 akTUBHOCTH 7+ aHed — mopa follow-up» - «Caenka X 3acrpsiia Ha srarne "IleperoBopsr” 30
IHEH — CpeAHsAs JUIMTEJIBHOCTh 10 aHed. HykHbl action» - «Jlydmiee Bpems i 3BOHKA ITOMY KOHTAKTy — BTOPHHK 14:00 (Ha OCHOBE

HCTOPUYECKUX JIAHHBIX)»
Email AI

o Apromaruyeckue subject line suggestions
« Email templates personalization ¢ Al

« Best time to send predictions
Al-powered Chatbot (LeadBooster)

Kpanmuduxanus 1unos depe3 website chat: - Bor 3apaer qualifying questions - Ha ocHoBe orBeroB ompezesser fit - Eciu high-quality lead —

immediately schedules meeting c sales rep - Eciiu low-quality — npezyiaraer self-service pecypcebt

IIpakTuueckue Use Cases Al B CRM

Use Case 1: Predictive Lead Scoring xjia B2B SaaS
3agaua: Komnanua B2B SaaS nosydaer 1000 uioB B Mecs1l. Sales team u3 5 4es0Bek He MokeT 06paboTaTsb Bce. HyKHO IPHOPUTH3UPOBATS.
TpaguIOHHBIN MOAXO0/:

Pyunoii lead scoring Ha OCHOBe 3apaHee OIpe/IeJIEHHBIX MPAaBWI: - KoMIanusi >50 COTPYAHUKOB: +20 points - Jlomskuaocrs VP win C-level: +30

points - ITocerw pricing page: +15 points - u T.71.

IIpo6semsbr: - CyObeKTHUBHBIH BbIOOD KpPHUTEPHEB U BecoB - He yJYMTHIBAET CJIOKHBIE B3aMMOCBA3M Mexay (akropamu - CratuueH, He

aZaNTUPYETCs K M3MEHEHUSM
Al moaxon:

IIIar 1: [ToaroroBka JJaHHBIX
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Vzpneur u3 CRM mociennue 5000 JIHJOB € UX XapaKTePHCTHKAMH U outcomes: - Jlemorpadus: HHIYCTPUA, Pa3Mep KOMIIAHHH, HOJIKHOCTb,
reorpadus - Behavioral: mocemenus caiita, email engagement, content downloads - Source: oTkyzna mpuruesn g - Outcome: KOHBEPTHPOBAJICA B

kiauenTa (1) uau et (0)
IIar 2: Feature Engineering

Cosnatp nonosnnutenpHble features: - Email engagement score (weighted sum of opens, clicks) - Website engagement score (pages viewed, time on
site, return visits) - ICP match score (HacKOJIBKO XapaKTEPUCTUKHU JIH/Ia COOTBeTCTBYIOT mpodurio ideal customer) - Velocity (kak GbicTpo Jing

JIBHJKETCSI TI0 BOPOHKE)

IIIar 3: Model Training

O6yunth ML-mozesns (Hampumep, Gradient Boosting, Random Forest, niu Neural Network) Ha 5THX JaHHBIX.
Mogerb yauresi, Kakiue KOMOMHAIINN XapaKTEPUCTHK KOPPETUPYIOT ¢ KOHBEPCHEHL.

Pe3ysabTaThl 00yueHusn (mpumep):

Moyiesnb BbIsIBUIIA, YTO HauboJsiee BaskHble predictors kouBepeuu: 1. ICP match score (30% BaskHoctn) 2. Email engagement B epsbie 7 Heit (25%)

3. [Tocemenwe product demo page (15%) 4. Pazmep kommnanuu (10%) 5. Jipyrue dbakropsl (20%)

HWnrepecHo: JJO/KHOCTD OKa3aach He TaK BayKHA, KaK [pe/rosaranock. Engagement BakHee.

IIIar 4: Deployment

Mogens unterpupyercs 8 CRM. Kaxiomy HOBOMY JIHTy aBTOMaTHUeCKH prucBanBaetcs predictive score ot 0 710 100.
IIar 5: Action

Sales team mosiydaeT IPUOPUTH3UPOBAHHBIN CIIUCOK JIN/OB: - Score 80-100: Hot leads, Hemeznenusiit personal outreach - Score 50-79: Warm leads,

automated email nurturing ¢ Bo3amoskHOCTBIO py4uHOTo follow-up - Score 0-49: Cold leads, Tonpko automated nurturing nnu disqualify
PesysbTar:

« Conversion rate siu[0B B customers BbIpoc ¢ 10% 710 15% (sales team dhokycupyercst Ha KQ4eCTBEHHBIX JIU/IAX)
« Sales cycle cokparusics ¢ 30 /10 20 fHel (MeHblIe BpEMEHU Ha HENIEPCIIEKTUBHBIE JIUIBI)

« Sales productivity +35% (60:bii1e BpeMeHu Ha selling, MeHbIIe Ha IOMCK UTOJIKU B CTOTE CEHA)

Use Case 2: Churn Prediction aya SaaS

3amaua: SaaS komnaHus TepsieT 5% KJINeHTOB exkeMecssgHOo (churn rate). BosbmnHCeTBO churn HeOXKUZAHHBI — KJIMEHT IIPOCTO He renews. HyHO

Ipe/icKa3bIBaTh churn 3apasee U IpeAIpHHAMATSH action.
Al moaxon:

Iar 1: Identify churn indicators

Kakue aHHbIe MOTYT Ipe/icKasbiBarh churn?

Product usage data: - Frequency of login (cumxkenue usage — red flag) - Feature adoption (kiauenTsl, ucrnosp3syiomue Gosblie features, pexe

churn) - Key actions (ects st "Aha moments", mocsie KOTopbIx retention pe3xo Bbilie?)

Support data: - KosmuectBo u tone support tickets - Hepemernssie critical issues

Engagement data: - Email engagement (miepecrasiu oTkpsIBaTh mricbMa) - Attendance Be6uHapos, events
Financial data: - Payment delays - Downgrades

Relationship data: - Frequency xommynukaruu ¢ Customer Success Manager - NPS score

IIar 2: Train prediction model

Vcroprueckre JaHHbIE KJIMEHTOB, KoTopble yuutu (churned) vs ocrasucs (retained).

ML-mozesnb 06ydaeTcs pe/cKasbiBaTh BEPOSTHOCTL churn B cireayronye 30/60/90 aHEN.

IIIar 3: Integrate into CRM

Kaxkmomy kinmenty mpucsauBaercsa Churn Risk Score: - Low risk (0-30): Healthy, ner immediate action myxHo - Medium risk (31-70): Requires

attention - High risk (71-100): At risk, immediate intervention
IIlar 4: Automated interventions

Ha ocnose risk score 3allyCKarTCA aBTOMaTUYECKHUe actions:
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Medium risk: - Automated email or CSM: « MBI 3aMeTU/IH, BBl HCIIOIb3Y€ETE TOJIBKO 30% (DyHKIMU. BoT uTo BBI yyckaeTe» - Invitation Ha webinar

wnu training - In-app notifications c tips
High risk: - Alert CSM i1 immediate outreach - IlepconanpHbIl 3BOHOK WK Berpeva - Special offer (discount, extended trial new feature)
IIar 5: Continuous learning

Mozenb orciexuBaer results interventions m yuwmresa: - Kakue interventions sdhekTHBHBI [UIsi KAKUX cerMeHTOB - OnrumasibHoe timing jyuist

outreach - Personalization messaging
Pe3yabrTat:

o Monthly churn cuusuics ¢ 5% 10 3%
* 40% at-risk customers 6puTH criacensl Garozaps proactive intervention

e Customer LTV Bripoc Ha 25%

Use Case 3: Conversational AI s Lead Qualification

3amaua: E-commerce B2B koMmmaHus mosiydaer MHOTO inquiries uepes website. 70% — Henenesbie (B2C, cryeHTsl, HEMOAXOAsIAsA reorpadust).

Sales team TpaTut Bpems Ha initial qualification.

Al moaxon:

IIar 1: Deploy Al chatbot Ha caiite

BmecTo TpaguiuioHHOu contact hopMBbI, IOCETUTEN B3aUMO/IEHCTBYIOT ¢ conversational Al bot.
IIar 2: Qualification yepe3s conversation

Bor 3amaer qualifying questions ecTecTBEHHBIM SI3BIKOM:

Bot: ITpusert! fI Zia, BUpTyasbHBIH accucTeHT. YeM MOry IOMOYb?

Visitor: Xouy y3HaTh 0 BalllKX [[eHAX HA ONTOBbIE IOCTABKHU.

Bot: Omnuso! HeckoIbKO BOIIPOCOB, YTOOBI IIPE/JIOKUTH JIyUIllee PelieHre. Bl pezicrasiisere KOMIAHUIO?
Visitor: /la, y Hac ceTb MarasuHoB 3JIEKTPOHUKH.

Bot: CKoIpKO MarasuHoB B Balllel ceTn?

Visitor: 15 marasuHoB.

Bot: (Buytpu: 15 marazuaoB — coorsercrByetr ICP, +30 points)

Bot: B kakoM ropo/ie/pervoHe HaxosATCs BalllF Mara3uHbl?

Visitor: Mocksa u 06J1acTh.

Bot: (IlesneBas reorpadust, +20 points)

Bot: Kakoii mpumMepHbIil 00beM 3aKyIIOK IIJIAHUPYETE B MECSIL?

Visitor: Okosio $50K.

Bot: (IToaxoxsuuii volume, +30 points. Total score: 80 — high-quality lead)

Bot: 3ameuatesbHO! BBl moAxoAuTe JUIA HAIleH IPOrpaMMBbI ONTOBBIX IApTHEPOB. fI Mory cpasy cBA3aTh Bac C HAIIUM MeHeJKepoM Io B2B

pojiakam. Y/J00HO CO3BOHUTHCS CErO/IHA B 15:00?

Visitor: /la, oriinuHo.

Bot: Kakoii Bam testepos u email?

(Visitor mpeziocTapiisieT KOHTAKTBI)

Bot: Cnacu6o! Berpeua 3a6ponupoBana. Bel mosyunTe norBepskaeHre Ha email. Takke orrpaBui Bam Hawt B2B karasior. Jlo Berpeun!
PesybTar:

« Lead aBromarmuecku co3zan B CRM c high score
« Berpeua 3a6poHupoBaHa B KaseHaape sales rep
« Sales rep nmosyuun pre-call brief ot 6ora ¢ key nHbopmanueit

o Zero manual work s qualification

Ecuiu i HenereBoii:
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Visitor: {I cry/ieHT, IHIILy AUILIOM O Balllei HHYCTPUU.
Bot: (He nmoxxomut ICP, cryzent, low score)

Bot: IlousarHo! K coxasienuio, Hama sales team paboraer TosbKO ¢ OusHec-kareHTamMu. Ho y Hac ecTh OTJIMUHBIN resource center ¢ research

materials. OTmpaBuit Bam cchbUIKy Ha email. Yaauu ¢ gumromom!
Heueneoii sinj He nonaziaer B sales pipeline, He oTeiekaer sales team.
Pesyabrar overall:

* 70% HeIeJIEeBbIX JTUI0B OT(GUIBTPOBAHO ABTOMATHUECKH
« Sales team mostyuaer Tosibko qualified leads
« Response time /yis1 1[eJIEBBIX JIU/IOB — MITHOBEHHBIH (VS 4 yaca paHbliie)

« Conversion rate Ju0B B customers +40%

Use Case 4: AI-powered Email Personalization

3agaua: Email mapkeTuHr KoMmanuu umeer HUBKUM open rate (15%) u click rate (2%). Generic emails ue pa6oraror.
Al moaxon:

IIIar 1: Segmentation yepes ML

BMmecTo pydHBIX cerMeHTOB, ML aHaIu3upyeT BceX KOHTAKTOB U coszaeT behavioral cohorts: - Early adopters (6bicTpo npHHUMAIOT HOBBIE pudn) -
Feature-focused (unTepecyiores crenuduueckuMu BO3MOKHOCTAMH) - Price-sensitive (qacto mocemaior pricing page) - Success-oriented (uuraror

case studies)
IIar 2: Al-generated content
Jluist kaskzroro cermenTa Al reHepUpyeT epCcoOHaIN3UPOBAHHBIN email:

Early Adopters cerment: - Subject: "You'll love our new feature (launching tomorrow!)" - Body: ®okyc Ha innovation, early access, being

[IEPBBIMU
Price-sensitive cermenrt: - Subject: "Get more value: New pricing options" - Body: ®oxkyc Ha ROI, cost savings, flexible pricing
Success-oriented cerment: - Subject: "How Company X achieved 200% ROI with our platform" - Body: Detailed case study, metrics, proof
IIIar 3: Send time optimization

Al aHAJIU3UPYET UCTOPUYECKHE Open rates Kak/Jloro KOHTaKTa W OIpe/e/ifgeT ONTHMaJbHOe BpeMs OTIPAaBKU WHJIUBU/YaJIbHO: - Konrakt A:

Brophuk 9:00 - Konrakr B: Yerepr 14:00 - Konrakr C: Cy660Ta 11:00

IIIar 4: A/B testing at scale

Al aBTOMaTHYECKU TECTHPYET MHO2KECTBO BapuaHToB (subject lines, body, CTAs) s kaxkzoro cermeHTa 1 06ydaeTcs, 4To paboTaeT JIydiie.
Pe3ysabrat:

« Open rate BoIpoc ¢ 15% 710 32%
o Click rate ¢ 2% 10 9%

« Conversion rate email campaigns +150%

Bueapenne AI 8 CRM: momaroBsIi mpouecc

IIIar 1: Assess readiness
Hpeme 4eM BHEZIPATH AI, y6e111/1Tec1> B I'OTOBHOCTH:

Data readiness: - [[0cTaTOYHO JIM HCTOPUYECKUX JAHHBIX? (MUHUMYM HECKOJIbKO Thicsiu records Jjuist supervised learning) - KauecTBo JaHHBIX

mpueMseMo? (Mycop Ha BXOZIe = MycOp Ha BEIXOZIe) - JlaHHbIe CTPYKTYPHPOBAHEI U accessible?

Technical readiness: - Ectb sin Texunveckue pecypest (data scientists, ML engineers) win Gyziete ucnosabp3oBaTh no-code AI? - CoBmecTrMa i

ama CRM c Al tools?

Organizational readiness: - [Tonumaer 1 komanzaa neHHocth AI? - Ectb sin resistance («Al 3ameHuT Hac»)? - [OTOBBI JIM IIPOIIECCHI IS

ucnosnb3oBanus Al insights?
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IIar 2: Identify high-impact use cases

He mbrraiitecs BHenputh Al Beszne. Haunute ¢ 1-2 use cases, KOTOpble UMeIOT Hanbosibimii business impact:
« T'me biggest pain points?
o I'zme Al mosxker nath measurable ROI?

« I'zie ecTh 1OCTATOYHO JAHHBIX /U151 O0yUEHUS MOZETn?

IIpumepsr high-impact use cases: - Lead scoring (ecsiu MHOTO J1i/10B, sales team neperpysken) - Churn prediction (ecsiu high churn rate) - Sales

forecasting (ecsin Hetounslit forecast cozmaer mpo6emspr)

IIIar 3: Start with pre-built AI (ec;iu Bo3Mo0O:KHO)
Eciu Bama CRM yzxe umeet BerpoeHHbIH Al (Salesforce Einstein, HubSpot Al), HauHuTe ¢ Hero:
ILarocer: - Beictpoe BHeApenue (YacTo BKIIOUYaeTces B mapy KIukos) - He tpebyer data science expertise - Yake MpoBepeHO Ha THICAYAX KOMITAHHIHA

MuHnycsI: - Mensie customization - MoskeT 6561Th 1oporo (premium features)

IIar 4: Build custom ML models (a1a advanced use cases)
Eciu pre-built Al He mOKpBIBaeT Ballll HY»K/bI, IIOCTPOUTE KACTOMHYIO MOJIEJIb:
Onmun:

A) Hire data science team - IDmocel: [ToJHBIA KOHTpOJIb, MaKCMMajbHast customization - Mwumnycsl: Jloporo, mosro, Tpebyer ongoing

maintenance

B) Use AutoML tools - UucrpymenTs! Tuna Google AutoML, H20.ai, DataRobot aBromaTusupyior npouecce cozaanust ML-mozeneit - TIiocsr:

Bricrpee u femesie, uem hiring team - Munycsi: Bece paBHO TpebyeT HEKOTOPOU TEXHUYECKON 9KCIIEPTU3BI

C) Partner c¢ Al vendors - CrenuanusupoBarubie Al miargopmsl auis CRM (C3 Al, Dataiku) - Imocer: Expertise, best practices - MuHychI:

Vendor lock-in, croumocts

IIar 5: Pilot 1 measure
Bamycrure Al feature B pilot pexxume:

o Haunwure ¢ He6OJIBIION TPYIIIBI TIOJIH30BATEIEH
« VYcranoBure clear metrics a1 success
« Cob6epure feedback

« H3mepsTe impact
IIpumMepbl METPUK:
Lead scoring: - Conversion rate high-scored sinznos vs low-scored - Sales productivity (deals closed per rep) - Sales cycle length

Churn prediction: - Churn rate 10 u ocsie BHenpenus - [Iponent at-risk customers cniacen - LTV impact

IIar 6: Iterate u scale
Ha ocHoBe pesysibTatos pilot:

« Refine mozesns (retrain ¢ HoBbiMu HaHHBIMH, adjust features)
o PacmmpsiiTe Ha BCIO OPraHU3AIMIO

« JlobGasisiiiTe HOBBIE Al use cases

IIIar 7: Establish governance

Al TpebGyer proper governance:

Data governance: - Kto oTBeuaeT 3a KauecTBO JaHHBIX? - Kak obecrieunBaercs privacy u security? - Compliance c regulations (GDPR, etc.)
Model governance: - Kto monitoring accuracy mozenu? - Kak uacro retraining? - IIponece zyist handling errors

Ethical AI: - Bias detection u mitigation - Explainability (mosxeM 11t 06BsicHUTS, TOueMy Al npuHsii pemenne?) - Human oversight
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dtuueckue acnekTsl U challenges A1 8 CRM

Bias B Al mogesiax
ML mojtestr 06ydaroTest Ha HCTOPUYECKUX IaHHbBIX. EC/IH aHHbIe cozieprkaT bias, Moziesib yHACIe/[yeT U YCHIIHUT ero.
IIpumep:

Komnanusi obydaer lead scoring mMojesib Ha MCTOPUYECKHX JaHHBIX. Mcropuyecku, sales team Obur Gosee successful ¢ kpymubiMu enterprise

KJINEHTaMHU U yZessn uM Oosiblire attention.
Mogesp yauresi: KpynHble KoMIaHuu = high score. Meskue kommnasuu = low score.
PesyspraT: Mesikre KOMIIAHUY IIOJIy4aloT low scores ¥ UTHOPUPYIOTCH, Jaske ecyId MOIIH 651 66T Xopomumu xinentamu. Self-fulfilling prophecy.

Mitigation: - Perysapusiii audit models Ha bias - Diverse training data - Human review edge cases

Privacy u data security
Al tpebyer jroctyna K 6osbiirm o6bemam customer data, BKIrouast 4yBCTBHTEIbHYIO HH(MOPMALIUIO.

Risks: - Data breaches - Hapyuienue privacy regulations (GDPR Tpe6yer explicit consent myist automated decision-making) - Customer distrust eciu

ouu y3HaioT o extent Al tracking

Best practices: - Data minimization (cobupars ToabKO HeobXoquMble JaHHbIE) - Encryption u secure storage - Transparency ¢ KJIHEHTaMH O

ucnosnabszoBanuu Al - Opt-out options

Black box problem

Mmuorue Al mozenu (ocobenno deep learning) — «yepuble Amukn». Ouu garor predictions, HO CJIOXKHO OHATD, TOYEMY.
IIpo6sema:

Sales rep: «ITouemy aToT Jiuj| uMeet score 85?» Al: «IIoTOMY YTO MOJIENIb TaK CKa3aia»

OtcyrerBue explainability mogpeiBaer trust.

Solutions:

Explainable AI (XAI): - SHAP (SHapley Additive exPlanations) — mokasbiBaer BKIaj Kaxzoro feature B prediction - LIME (Local Interpretable

Model-agnostic Explanations)

Salesforce Einstein u apyrue miardopmsl npegocrasisior explanations: «39rtot sy umeer high score moromy uto: 1) High email engagement, 2) ICP

match, 3) Recent website activity»

Over-reliance Ha Al
Puck: Teams ciemno ciexyioT Al recommendations 6e3 critical thinking.
IIpumep:

Al roBopuT: «3JTa C/ieJIKa UMeeT 10% BEPOATHOCTD 3aKpbITHsA». Sales rep abandons czienky, He npuiaras effort. But moxxer 6brTh Al omubes, win

curtyanus changed.
Best practice:
Al nosmxen augment human decision-making, a ve replace ero. Human judgment Bce eme critical.

«Al-assisted, human-decided»

Byaymee AI B CRM

Generative Al u Large Language Models
ChatGPT u nmopo6usie LLM tpanchopmupyior CRM:
Use cases:

1. Conversational CRM: Bwmecro clicks u menus, B3aumoyeiicrsue ¢ CRM uepes natural language: - «ITokaxu mou top 5 deals aToit Hepenu» -

«Cospaii follow-up task s Beex M08, KOTOpBIE He OTBeYaIn 7+ JIHEI » - «Summarize Molo last BeTpeuy ¢ kiiueHTOM Acme»
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2. ABTOMaTHUYeCKas reHepanusa KOHTeHTa: - [lepconasn3upoBanuble emails - Meeting notes u summaries - Proposals u quotes - Social media

posts

3. Advanced sentiment analysis: - IlonuMaHIe TOHKHX nuances B customer communications - Real-time coaching sales reps Bo Bpems calls

AI-powered Customer Success
Al Bce GoJIbIIIe HCIIOIB3YETCs He TOJIBKO JIs sales, HO U Julst customer success:
Proactive CS: - [Ipesckaszanue, kakue KIMEHTH OyAyT HykzaaTbes B help ckopo - Automated health checks - Personalized onboarding paths

Expansion opportunities: - Al npesickasbIBaeT, Kakue KJIHEHTHI FOTOBBI 11 upsell/cross-sell - Optimal timing muis expansion conversations

Autonomous Al agents
ITepexopn ot Al-assistance k Al-autonomy:

Bwmecto Toro, uto6b! Al mpeziarai fieiicTust, a human ux BeimosiHs, Al cam BoinosHsieT routine tasks: - ABromaruueckas qualification u nurturing

uzoB - Scheduling meetings - Data entry u enrichment - Routine customer inquiries

Human sales u CS reps ¢oxycupyiores Ha high-value, complex tasks.

3akJaro4yeHue

Al u mamuaHOe 00yuenue Tpanchopmupyior CRM us cucrembl record-keeping B MHTEJIEKTYyaIbHOTO ACCHCTEHTa, KOTOPBIN IPECKA3bIBAET,

PEKOMEH/IyeT, aBTOMATHU3UPYET U IIEPCOHATUBHUPYET.
Kimouesbie takeaways:

1. Al 8 CRM perraer KOHKpeTHbIe 3aaun: lead scoring, churn prediction, forecasting, personalization, automation
2. Begymue CRM (Salesforce Einstein, HubSpot A, Dynamics 365 AI) umeror moriubie Berpoennbie Al capabilities
3. Buenpenue Al tpebGyer quality data, clear use cases, proper governance

4. Ethical challenges (bias, privacy, explainability) must be addressed

5. Future CRM — conversational, predictive, autonomous
Al He 3ameHsier humans B sales u customer success, HO augments ux, jesast 6osiee 3pPEKTUBHBIMU.

B ciemymomem ypoke Mbl pacCMOTPHM, Kak MCHOIb30BaTh CRM 7yist MapKeTWHIa: JujoreHepanus, email campaigns, nurturing, u integration c

MapKETUHTOBBIMHU ITaTHOPMaMU.

IIpakTyeckoe 3ajaHue:
1. Identify 3 AI use cases, kOTopble nmesu 651 HAaUGOJIBIINE impact 1uist Baieit komnanuu. OG0CcHy#Te BHIGOD.
2. Assess Al readiness Bamieiit CRM: kakue Al features focrynel B Bamiei current miargopme? BKIIOYeHbI i OHU?
3. Evaluate data quality B Bamreit CRM jy1s1 Al: rocratouso Jyin historical records? Hackosbko clean manubie?
4. Ecyin Baa CRM umeer predictive lead scoring, mpoananusupyiite ero accuracy: compare predicted scores ¢ actual outcomes.

5. Design pilot project nyis BHegpenust oiHoro Al use case: define scope, metrics, timeline, success criteria.

I'maBa 25. CRM a1 MapKeTHHTA: JUAOTeHepanud u nurturing

BBeaenue
CRM TpaguIMOHHO BOCIPUHUMAaJIACh KakK HWHCTPYMEHT /I OT/ejla TNPOAaX — CHCTeMa /Ul YIpaBJIeHWs KOHTAKTaMHM, CeJTKaMH,

KOMMYHHMKAIUAMHU ¢ KaueHTaMu. OZIHAKO COBPEMEHHbIe KOMIIAHUM OCO3HAJIH, YTO Haubosblias neHHocTh CRM pacKpbIBaeTcs IPU MHTETPAIUN

MapKeTHUHIa U IIPOJaK B €AUHYIO CUCTEMY.
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MapKeTHHT reHepHpYeT JIU/bI, IPOAAXKH KOHBEPTHPYIOT HX B KJIMEHTOB. B HjealbHOM MHpe 9TH JiBa IIpoliecca paboTaloT Kak eAUHBIH kKoHBeliep. Ho
B PEIBHOCTH YaCTO CYLECTBYET Pa3pblB: MApKETUHT IIePe/iaeT JIUALL B sales, He 3Has, YTO ¢ HUMM IIPOUCXOAUT Jaiblie. Sales HoydaeT JIUABL, He

TIOHUMAaA KOHTEKCTAa — OTKYy/Zia IIPUIIEsI JIU/J, 9TO OH JesiaJl, KaKOHW KOHTEHT HOTPC6J’I$UI.

CRM MmozkeT ¥ JJO/DKHA cTath bridge mexay mapkeruHroMm u mpopakamu. CoBpemennsle uiatdopmsl (HubSpot, Salesforce Marketing Cloud,
Dynamics 365 Marketing) o0beIUHAIOT MapKeTHHIOBble UHCTPYMeHThl ¢ CRM-GyHKIMOHAJIBHOCTBIO, CO3/1aBasi efuHylo miardopmy s lead

generation, nurturing, scoring u seamless nepeznatu B sales.

B 5TOM ypoke MbI paCCMOTPHM, Kak Hcoab30BaTh CRM /1711 MapKeTHHIOBBIX 3a/iad: reHepanus Ju0B, email Mmapkerusr, lead nurturing, scoring,

segmentation, personalization, u uamepenue mapketuHrosoro ROL.

CRM vs Marketing Automation: B yem pasHuma?

OnpeaeseHusa

CRM (Customer Relationship Management) — cucrema i ympaBjeHHs OTHOLIEHHSMH C CYI[ECTBYIOIIUMH U IIOTEHIIMATbHBIMH

rineHTamu. Qokyc Ha sales process: yrpapiieHre KOHTaKTaMH, CIeJIKaMH, KOMMyHUKanusmu, forecasting.

Marketing Automation — nardopma s aBTOMaTU3aUH MAapKETUHIOBBIX IIpolieccoB: email campaigns, lead nurturing, social media posting,

landing pages, forms, lead scoring.

TpaguIuoOHHOE pa3aeieHe
I/ICTOpI/I‘{eCKPI 3TO 6I)IJ'II/I OT/ZeJIbHbIE CUCTEMBI:

Marketing Automation (Mailchimp, Marketo, Pardot): - Email campaigns - Landing pages u forms - Lead capture - Lead scoring - Campaign

analytics

CRM (Salesforce, Microsoft Dynamics): - Contact management - Opportunity management - Sales activities tracking - Forecasting - Customer

service
IIpoGema: Pa3pbiB MeX/ly CHCTEMaMU.

Mapxkerunr paboraer B Marketing Automation, renepupyer sugsl. Korzma sux ready s sales, ero manually miu yepes integration mepepaior B
CRM. Ho uacro: - JlaHHBIE TepsIOTcs WM AyOiupyioTes - Sales He Buar marketing context (xaxkue emails mosyuasn jamj, Kakod KOHTEHT
norpebsin) - Marketing He BuzaT sales outcome (KOHBEPTHPOBAJICS JIM JIH/] B KJIMEHTa, KaKas BhIpy4Ka) - Attribution mpo6siemsl (kakas KaMIIaHust

MpUBeJsa KJIUEHTA?)

Cospemennsbiii nmogaxoxa: Unified Platform
CospemeHnHblIe matdopmer 06benuussior CRM u Marketing Automation:

HubSpot: - Exunas mwiardgopma ¢ Marketing Hub, Sales Hub, Service Hub - Bce nauusie B ogHoii 6a3e - Marketing Buaur, kak sales paboraror ¢

supamu - Sales BuAT mosHbIH marketing context kaskmoro smzaa

Salesforce Marketing Cloud: - Integration Salesforce CRM + Marketing Cloud - Bidirectional data sync - Unified customer view
Microsoft Dynamics 365 Marketing: - Bcrpoennsiii 8 Dynamics 365 CRM - Marketing u sales paboTatoT B 07iHOM uHTEpdEiice
IIpeumymecrsa unified approach:

1. Single source of truth: Bce jaHHbIe 0 KJIMEHTE B OZTHOM MeCTe

2. Seamless handoff: JIuy nepexoaut usz marketing B sales 6e3 friction

3. Full context: Sales BuzaT Bech myTh siuzia, marketing Bugsat outcomes

4. Better attribution: MoxHo uzmeputs ROI K10 KaMIIaHUHU /10 YPOBHS revenue

5. llepconanusamusa: Marketing u sales KOOpAUHUPYIOT KOMMYHHUKaIMHU, n3beras ayoanpoBaHust U inconsistency

Lead Generation uepe3z CRM

Kanaspl reHepanuu JinaioB

CRM uHTerpupyercs co MHOKeCTBOM KaHAJIOB JIJIsl 3aXBaTa JINZOB:
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1. Website forms
®opw Ha caiire (contact us, demo request, newsletter signup) HanIpsIMyo CO3/1al0T KOHTAKTHI/Jin (bl B CRM.

Hacrpoiika: - Embed CRM form Ha caiit yepes iframe wim JavaScript - Wnu ucniosibzoBars custom HTML dbopmy ¢ POST B CRM API - Kaxzias

orrpaBka (GpopMbl — HOBBIH it B CRM ¢ aBTOMaTHYeCKUM [IPHCBOEHUEM Source, campaign

Best practices: - Munumusupyiire moss (MeHblle mojeld = Bbime conversion) - Mcnosb3yiite progressive profiling (3ampammBaiite pasHbie

JIaHHbIE TIPU MOBTOPHBIX BusKTax) - Thank you page ¢ next steps - ABromaTrueckuii email confirmation
2, Landing pages
CRM miardopmsr (HubSpot, Pardot) mossossitor co3asats landing pages 6e3 otnesnsaoro website builder.

IIpeumymecrBa: - Drag-and-drop builder - Integrated forms (umsr aBromarmuecku B CRM) - A/B testing - Mobile optimization - Analytics

(conversion tracking)

Use cases: - Campaign-specific landing pages (mis1 xaxzoii ads campaign orzessusbiii landing) - Product launches - Webinar registrations - Content

downloads (whitepaper, ebook)
3. Chatbots
Live chat wu Al chatbots Ha caiite jis real-time lead capture.

IIpouecc: - [Tocerurens naunuupyer yar - Chatbot 3amaer qualifying questions - Ha ocuoBe orBeroB cosmaercst inj B CRM c lead score - Ecim

high-quality lead — transfer human sales rep niu schedule meeting

ILnardgopmsr: - HubSpot Chatbot - Drift (Conversational Marketing) - Intercom - Custom chatbots yepes integration ¢ CRM
4. Social media

Lead generation uepe3 social platforms, uarerpuposasusie ¢ CRM.

Facebook Lead Ads: - Ads c BctpoeHHOI popmoii (mosip3oBaTesns He mokugaer Facebook) - Pre-filled ¢ qanusivmu Facebook profile - Ogun xuk

— lead - ABromaruueckas nepenada suzos B CRM uepes integration

LinkedIn Lead Gen Forms: - Ananoruuno Facebook, Ho 1151 B2B - Pre-filled ¢ LinkedIn profile data - nTerparnus ¢ CRM
Instagram, TikTok: - Lead generation uepes bio links na landing pages - DM automation jiyist lead qualification

5. Events u webinars

Perucrpanus Ha cobbiTue — auj B CRM.

Webinar platforms integration: - Zoom, GoToWebinar, Webex unrerpupyiorcs ¢ CRM - Perucrparus Ha webinar — xoHTakT cozgaercss B CRM

- Attendance tracking (mpuiiest uiu Her, Kak 10Jro ocraBasicsi) - Engagement score Ha ocHoBe interaction

Offline events: - Conferences, trade shows - Badge scanning apps (Scannerfly) — luast 8 CRM - Business card scanning uepes mobile app
6. Referrals

IIporpammer referral, uarerpuposarubie ¢ CRM.

IIponecc: - CymecTBytomuii KineHT nosydaer unique referral link - Ipurnamaer apyra/kosutery - JIpyr perucrpupyercs depes referral link - CRM

aBTOMATH4eCKH cBsi3biBaeT referrer u referee - Tracking rewards (credits, discounts)

Tools: - ReferralCandy - Friendbuy - Built-in referral features 8 HubSpot, Salesforce

7. Content syndication

ITy6ukanus koHTeHTa Ha third-party miuardopmax ns lead generation.

Platforms: - LinkedIn Articles, SlideShare - Medium, Substack - Industry-specific platforms (Gartner, TechTarget)

Mechanism: - Konrenr comepxkut CTA (download full report, request demo) - Kiiuk va CTA — landing page — form — lead 8 CRM

Lead capture best practices

1. Multi-step forms a,1a BbICOKOIi conversion

Bwmecto ofiHOM AyTMHHON GOPMBI, pasbeiite Ha HECKOJIBKO IIATOB:

IIar 1: Email (single field) — Submit IITar 2: Name, Company — Submit IIlar 3: Additional info — Submit
Psychology: Commitment escalation. YesoBek ysxe Hauas nporiecc, 60siee BEpOSTHO, YTO 3aBEPIIHT.

2. Smart CTAs Ha ocHoBe CRM data
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Ecyu nocerutens — nsBecTHIH KOHTakT B CRM, nokassiBaiiTe nepcoHann3upoBaHHbii CTA:

« Unknown visitor: «Download free guide»
« Known contact (already downloaded): «Watch demo video»

« Existing customer: «Explore advanced features»
Texuuueckn: CRM JavaScript tracking — identify visitor — dynamic content.
3. Progressive profiling
He sanpammBaiire Beio nadopmanuio cpasy. Ilpu nepsom Busute — email. [Tpu Bropom — company. IIpu Tperbem — role.
4. Social proof na forms
«Join 10,000+ marketers who receive our newsletter» — yBesmuusaer trust u conversion.
5. Exit-intent popups
Korza noceruresib cobupaeTcest IOKUHYTh CANT, TIOKa3ath popup c offer: - «Wait! Download our free CRM guide before you go»

Vcnosb3yiiTe yMepeHHO (He CIIaMbTe).

Lead source tracking

Kputnuecky BasKHO 3HATh, OTKY/IA IIPUIIENT Ka3KZbIN JIH/T.

Mertozsi tracking:

1. UTM parameters

URLSs ¢ UTM merkamu aBroMaTiudecku pukcupyores CRM:
https://yoursite.com/demo?utm_source=facebook&utm medium=cpc&utm campaign=summer_promo
ITpu xouBepenu una CRM coxpanser: Source = Facebook, Medium = CPC, Campaign = summer_promo.
2, Hidden form fields

UTM parameters nepezatorcss B CRM uepes hidden fields B dbopmax.

3. Referrer tracking

CRM JavaScript 3axBatbiBaer referrer URL (OTKy/1ia IIPHUILIET TIOCETUTENID).

4. First-touch vs Last-touch tracking

o First-touch: VcroyHuk 1epBoro BU3KUTa COXpaHsIeTcs (1axe ecyiu Jinjl KOHBEPTUPOBAJICS Yepe3 MECsIIT)
« Last-touch: VlcTrouHUK Moc/IeIHET0 BU3UTA TIEpe]] KOHBEpPCUei

o Multi-touch: CRM coxpanser Bce touchpoints

JIyamuii mozxoz;: coxpasaTh oba (first u last touch) + mosusiii journey.

Lead Scoring: onpeiesieHre TOTOBHOCTH JIH/A K sales

Yro Takoe lead scoring

Lead scoring — CHCTeMa IIPUCBOCHUA YHCIIEHHOU OLIEHKHA (SCOI‘E) KaXXZIOMy JIUJy Ha OCHOBE HUX XapPAaKTEPUCTHUK U IIOBEACHUA JJIA OIIPEACJICHUS

TOTOBHOCTH K II€pegave B sales.

Lensn: [Ipuoputusuposats au/el. Sales team doxycupyeres Ha high-scoring, Han6osiee nepCHeKTHBHBIX JIH/aX.

Kommnonenrsl lead score
1. Demographic/Firmographic scoring (Fit)
HackosibKo XapakTepucTuky inzia cootBeTcTByIoT Ideal Customer Profile (ICP)?

B2B examples:

XapakTepHucTUKa Score

Kommnanus > 100 COTPYAHHKOB +20
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XapakTepucTHKa Score

Kommnanus 10-100 COTPY/{HUKOB +10
Kommanus < 10 COTPYAHUKOB +0
LleneBas unaycrpus (SaaS, Finance) +15
Henenesas ungycrpus -10
Jloxuoctb: C-level niu VP +25
Jomxnocts: Manager +15
JlomkHOCTh: Specialist +5
Ilenesas reorpadus +10
Henesnesas reorpadus -20

B2C examples:

XapakTepHucTUKa Score

Bospacr 25-45 (target demo) +15

Income > $75K +20

Owns home +10

Has children +5 (st onpeziesieHHbIX products)

2. Behavioral scoring (Engagement)

AXTHUBHOCTH U engagement jiuza.

Examples:

JeiicrBue Score
TTocemieHue caiita +1
Ilocenienue pricing page +10
TMocemenue demo page +15
CkaunBaHue whitepaper +10
Perucrparys Ha webinar +20
Attendance webinar +25
Email open +1
Email click +3
3anonnenue contact form +30
3anpoc demo +50
Hauano trial +60

Decay: Bayibl MOTYT yMeHBIIAThCS cO BpeMeHneM. Ecin sinz ObL1 aKTUBEH, HO 3aTeM IIPOoIasl Ha 60 JHEH — SCore yMEeHbIIAETCs.
3. Negative scoring
JleticTBUSI, CHUKAIOIIIHE SCOTE:

« Unsubscribe ot emails: -20

« Ilocemenue career page (uiet paboTy, a He pelleHue): -5
« Email bounce: -10

o Competitor email domain: -50

« Spam indicators (disposable email): -100

Mopenu lead scoring

1. Rule-based scoring (TpaguiiioHHbIH IOAXO0X)
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Mapxkerosior manually onpezesiser npaBuia u Beca:

IF Industry = "SaaS" THEN +15
IF Company Size > 100 THEN +20

IF Visited Pricing Page THEN +10

ILxrocer: - IIpo3pavyHo, MOHATHO - I10THBINA KOHTPOJIB

Mumnycsl: - CyObeKTHBHBIN BHIOOD BeCOB - He yUUTHIBAET CJIOKHBIE B3AUMOCBS3HU - TpebyeT pyYHON HACTPOMKU 1 OOHOBJIEHHS

2. Predictive (AI-powered) scoring

ML mopesns aHaIM3UPyeT HCTOPHUYECKUE JAHHbBIE X aBTOMATHYECKH OLIPe/iesIsfeT, KaKie XapaKTePUCTUKU KOPPEeTUPYIOT ¢ KOHBEpCHei.
Kak paGoTaer:

1. Moziesib aHa/IM3UPYeT THICAYN NPOLLIBIX JIMJIOB: KTO KOHBEPTUPOBAJICH, KTO HET
2. BolsBiisieT maTTepHbl: «JIUbl, KOTOPbIE IOCETIIN pricing page B IepBble 7 AHEH U OTKPHUIH 3+ emails, KOHBEPTUPYIOTCS € BEPOSITHOCTBIO 45%»
3. IIpucBanBaeT score HOBBIM JIM/IaM Ha OCHOBE BTHUX IIaTTEPHOB

4. Continuous learning: Mozesb perysisipHO retrains Ha HOBBIX JAHHBIX
ILarocer: - Data-driven, He cyObeKTHBHO - YUUTBIBAET CJIOXKHBIE B3AUMOCBSA3HU - AJANITHPYETCA K U3MEHEHUAM

Mumnycser: - Tpebyer 60sb110r0 06beMa UCTOPUUECKUX JaHHBIX (Thicsiuu JinzoB) - Menee mpospauno (black box) - Topoxke (premium features B
CRM)

JocrynHocTs: - Salesforce Einstein Lead Scoring - HubSpot Predictive Lead Scoring - Dynamics 365 Al Lead Scoring
3. Hybrid approach

Kom6unanus rule-based u predictive: - Rule-based a1 6azoBoro scoring - Al s fine-tuning u detection cKpbITBIX IATTEPHOB

Lead scoring thresholds

TTocste pacyera score, JIU/IbI KIaCCUDUIUPYIOTCS:

TunudHbIe KATErOPUN:

Score Range Category Action

0-25 Cold Lead Automated nurturing only

26-50 Warm Lead Continued nurturing, ze rotos /s sales
51-75 Hot Lead (MQL) Tlepenars B sales jyis qualification
76-100 Very Hot Lead (SQL) Immediate sales attention

MQL (Marketing Qualified Lead): Jlux, nocrurmuii threshold score, rorossrii yis iepeaun B sales s further qualification.
SQL (Sales Qualified Lead): JIuz, kBanuduuupoBaHHbIi sales team Kak mOAXOAsIINN 1y1st sales process.
ITponecc:

1. Marketing renepupyer lead

2. Lead nurturing + scoring

3. Lead nocruraer MQL threshold (sampumep, score 60)

4. CRM aBTOMaTH4€eCKH yBeJOMIIsieT sales niiu MeHsier cratyc jvga Ha MQL

5. Sales rep evaluates lead, mposozur discovery call

6. Eciiu qualifies — nepeBogut B SQL, cozaer Opportunity

7. Ecu ue qualifies — BosBpaiaer B marketing gy further nurturing

Hacrpoiika lead scoring 8 CRM
HubSpot Lead Scoring:

1. Uure B Settings — Properties — Create Property Tuna "Score”
2. Onpenienute scoring criteria:

3. Positive criteria (uro noBbimaer score)
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4. Negative criteria (uTo HOHMKAET score)
5. Yeranosure thresholds s MQL

6. Cospnaiite workflow: «When contact score > 60, create task for sales rep»
Salesforce Einstein Lead Scoring:

1. Brirouwnre Einstein Lead Scoring B Setup

2. Einstein aBTOMaTHY€CKN aHAIU3UPYET HCTOPUUECKHUE JAHHBIE

3. Mozenb 06yuaercst, HAUNHAET IIPUCBAUBATH SCOTES

4. IIpocmortp score B lead record + explanation (mouemy Takoii score)

5. Hacrpoiire auto-assignment rules: high-score leads — top performers

Lead Nurturing: BeIipamniuBaHue JHUI0B

Yro Takoe lead nurturing

Lead nurturing — IIponecc IMOCTPOEHUA OTHOIIIEHUH ¢ TIOTEHITUAJIbHBIMU KJIMEHTAMU 4Yepe3 CEPHUI0 IEPCOHAJITM3UPOBAHHBIX KOMMyHI/IKaIIPIﬁ C

L[eJIBI0 «BBIPACTUTH» UX OT awareness /10 decision stage.
3aueM HYKHO:

BoJIBIIMHCTBO JIMJIOB He TOTOBBI MOKyHaTh cpasdy. McciemoBaHust mokaswiBaioT: - B B2B Tosbko 5-15% o ready s immediate sales

conversation - 50% siuzos qualified, Ho not yet ready to buy - 80% marketing leads Hukorza He KouBepTHpyIoTes B sales (6e3 nurturing)

Ho npu npasmisHOM nurturing: - Nurtured leads nmpoussomsar 50% 6osbiue sales-ready leads mpu 33% nmxe cost - Companies, excel at lead

nurturing, resepupyror 50% Gobie sales-ready leads npu 33% Huske cost

Email nurturing campaigns

OcHoBa lead nurturing — email sequences.
CrpykTypa THIHYHOM nurturing campaign:
dran 1: Welcome & Education ([{au 1-7)

Email 1 (Jeus 0): Welcome email - Biaromapaocts 3a unTepec - UTo 0:kuzath OT KOMMyHHUKaIuii - Ceplika Ha Jyuinuii pecype (top blog post,

guide)

Email 2 ([Iens 3): Educational content - «5 biggest mistakes kommnanuu fiesator B [area]» - ®okyc Ha pobJieMe, a He IPOJYKTe
Email 3 (Iens 7): Social proof - Case study: «How Company X achieved Y results»

dran 2: Consideration (JIuu 8-21)

Email 4 (densp 10): Product education - « How our solution works» (high-level overview) - Video demo uiu product tour
Email 5 (eusn 14): Comparison content - «Our solution vs alternatives» (honest comparison)

Email 6 ({eus 21): Objection handling - «Top questions about [product category] answered»

dran 3: Decision ([{uu 22-35)

Email 7 (Jens 25): Customer testimonials - «What our customers say»

Email 8 (dens 30): ROI focus - «Calculate your potential ROI» - Interactive calculator link

Email 9 (Iens 35): Strong CTA - «Ready to see it in action? Book a demo» - Urgency (limited spots, promotion ending)
YcaoBHasA JIOTHKA:

o Ecuu iy kiukHyn «Book demo» — stop nurturing sequence, alert sales
o Ecuu sz oTKpBLI 5+ emails, HO He kiankan — send re-engagement email

« Ecuu i1 He OTKPBIBAJ 3 OCIeAHUX email — pause sequence (He claMHTBh)

Segmentation /1A nepcoHamzanuu nurturing
Generic email blasts He paboraior. Segmentation KpuTuIHa.

Tunbl cCerMeHTOB:
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1. ITo ucrouHuky: - Organic search leads (already researching, 6osee educated) — shorter, more product-focused nurturing - Paid ads leads

(xoso/iHbIE, MeHbIIIe awareness) — longer, more educational nurturing
2. ITo maAycTpun: - Healthcare vs Retail vs Finance — pasHbIii KOHTEHT, examples, use cases
3. ITo pasmepy kommanuu: - SMB vs Enterprise — pasubliii messaging, pricing focus

4. IIo behavioral ganueim: - High engagement (yacro Ha caiite, opens emails) — accelerate k sales - Low engagement — slower pace, re-

engagement tactics

5. ITo lifecycle stage: - Awareness stage — educational content - Consideration stage — product-focused content - Decision stage — demo, trial,

sales enablement
Co3panue segments B CRM:

HubSpot Lists: - Active lists (automatically updated ua ocuose criteria) - Criteria: «Contact properties + Behavioral data» - IIpumep: «Industry =

Healthcare AND Company size > 50 AND Visited pricing page»

Salesforce Campaigns: - Campaign members Ha ocHoBe reports u list views - Dynamic lists uepez SOQL queries

Multi-channel nurturing

Email — ocHOBa, HO He eIUHCTBEHHBIN KaHal.

1. Retargeting ads

JIuzpl, KOTOPbIE TIOCETUIIN CAlT, HO He KOHBEPTUPOBAIUCh — retargeting ads Ha Facebook, Google Display, LinkedIn.

Cunxponusamua ¢ CRM: - CRM creates audience segment (sruzs! Ha onpeznenenHoM lifecycle stage) - Audience sxcroprupyercs B ads platforms

yepe3 integration - Ads nepconan3upoBaHsl oy stage (awareness vs decision)
2. Social media
Ilepconasm3npoBaHHbIe connections u messaging Ha LinkedIn.

Process: - MQL coznaercst B CRM - Sales rep mosyudaer alert - Sales rep ormpassisier LinkedIn connection request ¢ personalized note - After

connection — series LinkedIn messages (nurtuing uepes LinkedIn Bmecto email)
3. Direct mail (s high-value B2B)
dusnyeckue mailers (books, swag, handwritten notes) s top-tier leads.

Trigger B CRM: - Lead score > 80 + Company size > 500 employees — trigger direct mail workflow - CRM integration ¢ direct mail services

(Postal.io, Sendoso)

4. SMS (nia B2C u HekoTopbIix B2B)

Text message nurturing g mobile-first audiences.

Use cases: - Event reminders - Limited-time offers - Appointment confirmations

Ocropo:xH0: SMS more intrusive, ucnosap3yiiTe ymepeHHO U mocste explicit opt-in.

Marketing automation workflows B CRM

Workflows/Automation rules — engine lead nurturing 8 CRM.

Crpyxkrypa workflow:

Trigger (Enrollment): - Yro 3anyckaer workflow? - [Tpumepsr: Form submission, Lead score gocruraer threshold, Contact property changes
Actions: - Yro npoucxozaurt nocie trigger? - [lpumepsr: Send email, Create task, Update property, Add to list, Notify sales

Delays: - Timing mesxzy actions - I[Tpumepsr: «Wait 3 days», «Wait until specific date», «Wait until condition met»

Conditions (Branching): - If-then logic 111 nepconanuzaruu - [Tpumepsr: «If email opened — send email B, If not opened — send reminder»
Exit criteria: - Korza contact Berxozut us workflow? - ITpumepsr: «Became customer», «Unsubscribed», «Score decreased below threshold»
IIpumep ciaoxuoro workflow:

Trigger: Contact downloaded whitepaper

Action 1: Send thank you email with whitepaper link

Wait: 2 days
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Condition: Did contact open email?
YES - Action 2a: Send email "Did you find the guide useful? Here's a related case study"

NO - Action 2b: Send reminder "Don't forget to check out your whitepaper"
Wait: 3 days

Condition: Lead score > 50?
YES - Action 3a: Notify sales rep, create task "Follow up with high-score lead"

NO - Action 3b: Continue nurturing, send next educational email

...and so on

Lead nurturing best practices

1. Focus Ha value, a He Ha pitch

80% kourenTa — helpful, educational. 20% — promotional.

Jluzp! in nurturing stage He rorossr s hard sell. Provide value first.

2, Ilepconaym3sanus beyond «Hi {FirstName}»

HWcrunHas nepcoHanusanus — relevant content Ha ocHoBe behavior, industry, stage.

Bad: Generic email ¢ «Hi John» Good: Email c case study us ero unnycrpumn, addressing ero specific pain point
3. Onrumusupyiire frequency

Crnuikom gacto — unsubscribes. Cauimkom peiko — uabl 3a66IBAIOT O Bac.

TunmuHasn frequency: 1 email B 3-7 gueii a1 akrusHOro nurturing. Ilocse mepBoro Mecsna MOKHO CHU3UTb 10 1-2 pa3a B HEZIEJIO.
4. Testing u optimization

A/B test: - Subject lines - Email content u CTAs - Sending time - Frequency

Tterate Ha ocHOBe results.

5. Re-engagement campaigns juis inactive leads

JIuzel, KOTOpBIE IIEPECTAI engage — re-engagement campaign:

Email 1: «We miss you! Here's our latest content» Email 2: «Any feedback on why our emails aren't relevant?» (survey) Email 3: «Last chance:

update preferences or we'll unsubscribe you»
Ecsu no response — unsubscribe (clean list).
6. Lead scoring integration

Nurturing nospxen influence lead score: - Email opens, clicks — increase score - Inactivity — decrease score - High score — alert sales, exit nurturing

CRM + Marketing Platforms: unaTerpamusa

KiaroueBble HHTErpanuu
1. CRM + Email Marketing Platform
Jaxxe eciu Baut primary CRM He umeet robust email marketing (sanpumep, Pipedrive), unrerpupyiite ¢ dedicated email platform.

Popular integrations: - HubSpot CRM + HubSpot Marketing Hub (native) - Salesforce + Pardot niau Marketing Cloud (native) - Pipedrive +
Mailchimp - Zoho CRM + Zoho Campaigns - Any CRM + ActiveCampaign

Sync: - Contacts/Leads sync bidirectional - Email engagement (opens, clicks) — CRM activities - CRM segments — Email lists - Email unsubscribes
— update CRM

2. CRM + Advertising Platforms

Sync CRM audiences c ads platforms s retargeting u lookalike audiences.
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Facebook/Instagram Ads: - Upload CRM list — Custom Audience Ha Facebook - Create Lookalike Audience Ha ocHOBe JIydIINX KJIMEHTOB -

Exclude existing customers u3 acquisition campaigns

Google Ads: - Customer Match: upload CRM list s targeting - Similar Audiences - Remarketing lists

LinkedIn Ads: - Matched Audiences ua CRM - Account-Based Marketing (ABM): target specific companies u3 CRM
Salesforce integration: - Salesforce Advertising Studio — automatic sync audiences ¢ ads platforms

3. CRM + Content Management (Website)

CRM tracking Ha caiite + personalization.

HubSpot CMS: - ITonnas unterpanuss CRM + CMS - Smart Content: quHamMuyeckuil KoHTeHT Ha ocHoBe CRM data - Forms aBromaTtuvecku

cos3jaroT contacts

WordPress + CRM: - Plugins juia unterpanuu (Hanpumep, HubSpot WordPress Plugin) - Forms plugins (Gravity Forms, WPForms) ¢ CRM

integration

Personalization based ma CRM data: - Unknown visitor — generic content - Known contact — personalized greeting, relevant content

recommendations - Existing customer — customer-specific content, account dashboard
4. CRM + Analytics
Caaska CRM c Be6-ananutukoil juia full-funnel attribution.

Google Analytics + CRM: - Track lead source B CRM via UTM - Import CRM data (leads, customers, revenue) B Google Analytics kak custom

dimensions/metrics - Analyze marketing performance o actual leads/customers, a He TOJIBKO sessions

Integration methods: - Measurement Protocol (send CRM events B GA) - Data import features - Third-party connectors (Segment, Zapier)

HNszmepenue mapkeTuHrosoro ROI uvepesz CRM

KiaroueBbie MeTpuKu
Lead Generation Metrics:

1. MQLs (Marketing Qualified Leads): Quantity suoB, gocturmux MQL threshold
2. MQL to SQL Conversion Rate: % MQLs, kBasinduiiupoBaHHbix sales kak SQL
3. Cost Per MQL: MapkeruHrossie pacxozst / MQLs

Lead Conversion Metrics:

1. SQL to Opportunity Conversion: % SQL, npeBpartusIiuxcs B opportunities
2. Opportunity to Customer Conversion (Win Rate): % opportunities, 3aKpbIThIX KaK won

3. End-to-End Conversion Rate: % leads, craBimx customers
Revenue Metrics:

1. Marketing Sourced Revenue: Beipyuka ot opportunities, rye first touch 6pu1 MapkeTHHTOBBII
2. Marketing Influenced Revenue: Bripyuka ot opportunities, rie 6bL1 X0Ts 0651 OZHH MapKEeTHHTOBBI touch
3. Customer Acquisition Cost (CAC): (MapkeTuHroBsie pacxonl + Sales pacxozsr) / New customers

4. ROI: (Revenue - Marketing Spend) / Marketing Spend x 100%
Velocity Metrics:

1. Time to MQL: Cpeznee Bpewms ot lead creation 1o MQL

2. Time to Customer: Cpeninee Bpems: ot lead creation 10 closed-won

IMocrpoenue mapkerunrosoro dashboard 8 CRM
Dashboard Components:
Section 1: Lead Volume

« New leads this month (compared to last month)
« Breakdown mo sources (Organic, Paid, Referral, etc.)

« MQLs generated
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Section 2: Lead Quality

« MQL to SQL conversion rate
« Average lead score by source

« SQL to Opportunity conversion rate
Section 3: Pipeline Impact

o Marketing-sourced pipeline ($ value)
o Marketing-influenced pipeline

o Number of opportunities in pipeline from marketing
Section 4: Revenue Impact

« Closed-won revenue from marketing-sourced opportunities
« Marketing ROI by channel
« CAC by channel

Section 5: Campaign Performance

« Top performing campaigns (by leads, MQLs, revenue)
« Campaign ROI
« Cost per MQL by campaign

Tools:

« HubSpot: Built-in Marketing Dashboard + Custom Reports
« Salesforce: Marketing Cloud Intelligence (Datorama) miu custom Salesforce Reports & Dashboards

« Looker Studio: Connect CRM data via API, build custom dashboard

Attribution modeling 8 CRM

Mpb1 oapo6HO paccmaTpuBasu attribution B ypoke mpo cKBO3HyI0 aHaJIMTHKY. B KoHTeKcTe marketing:

First-Touch Attribution: - Besi credit meppomy MapkeTuHroBomy Kacauuto - Use case: M3meputs 3G deKTHBHOCTh awareness campaigns
Last-Touch Attribution: - Bes credit nmociieinemy kacaHuto nepe/; KouBepceueii - Use case: I3MepuTh, 4To «/10:KUMaeT» leads

Multi-Touch Attribution: - Credit pacnpeznensercs mexay Bcemu kacanusaMH - Models: Linear, U-shaped, W-shaped, Time Decay, Data-Driven

CRM platforms ¢ advanced attribution: - Salesforce Pardot (B2B Marketing Analytics) - HubSpot Attribution Reports - Bizible (Adobe)

Account-Based Marketing (ABM) uepe3 CRM

Yro takoe ABM

Account-Based Marketing — crparerus, rie marketing u sales koopauaupoBanHo target specific high-value accounts (komnanum), a He

individual leads.

Bmecro mmpokoit cetu lead generation, ABM — arto cuaiinepckuil nmozaxoz;: identify xiroueBbie target accounts, personalized marketing u sales

efforts s kaxoro account.

Korga ucrmoaszoBats ABM

ABM Haub6osee sdpdexruseH i: - B2B xomnanuii ¢ Beicokum average deal size ($50K+) - munneivu sales cycles - MuosxecrBoM decision makers

B kax/101 account - Orpanudenusim addressable market (Hampumep, enterprise companies B specific niche)

ABM npounecc B CRM
Step 1: Identify Target Accounts

Marketing u sales coBmectro coszator list ideal target accounts Ha ocHoBe: - Firmographics (pasmep, unaycrpusi, Bbipy4uka) - Technographics (kakue

TEXHOJIOTHH UCIIOJIB3YIOT) - Intent data (show buying signals)

B CRM: - Coszats Account list (manpumep, «Top 100 Target Accounts») - Tag accounts kax «ABM Tier 1» (highest priority) mwiu «<ABM Tier 2»
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Step 2: Research & Personalization

Deep research kaxkoro target account: - Key decision makers u influencers - Current challenges u priorities - Recent news (funding, expansion,

leadership changes)

B CRM: - Enrich account records ¢ uccienoBanusamu - Identify u add xmoueBsie contacts B CRM - Map relationships (kto 3Haer koro B target

account)
Step 3: Orchestrated Campaigns
Multi-channel nepconanusupoBaHHbIe campaigns JyIsi KasK/10ro account:

Marketing channels: - Personalized direct mail (nanpumep, otnpaButs kaury CEO target account) - Account-specific landing pages - LinkedIn

Ads targeting specific account (LinkedIn Account Targeting) - Display ads following account employees - Personalized email campaigns

Sales actions: - IlepconanpHble outreach or sales reps - LinkedIn connections - Attendance events rme 6Gyayr decision makers - Warm

introductions uepe3 mutual connections

B CRM: - Create ABM workflow/campaign zy1a kaxxznoro tier - Coordinate marketing automation + sales tasks - Timeline Bcex touchpoints Bugna B

account record
Step 4: Measure & Optimize

ABM Metrics: - Account engagement score (kak akTHBHO account engaging) - Coverage (ckospko decision makers B account mbI contacted) -

Opportunity creation rate - Deal velocity (xax 6s1ctpo deals closing 8 ABM accounts vs non-ABM) - ABM ROI

B CRM: - ABM dashboard c account-level metrics - Pipeline review: progress xaskzoro target account

CRM Platforms aiaa ABM

Salesforce + Pardot: - Account-based engagement tracking - Account scoring - Engagement Studio zy1st account-level campaigns
HubSpot Enterprise: - Target Accounts feature - Company scoring - ABM automation tools

Dedicated ABM Platforms (unTerpupyiorcsa ¢ CRM): - Demandbase - 6sense - Terminus - Engagio (by Demandbase)

9t wiardopmsl KobasisoT: - Intent data (kakume accounts researching Bamr product category) - Account-based advertising - Advanced account

analytics

3akJarodeHue

CRM — 310 He TOJBKO MHCTpyMeHT 15 sales. Oto unified platform s marketing u sales collaboration, lead generation, nurturing, scoring, u

n3MepeHusa MapkeTurarosoro ROI.
KiroueBsie takeaways:

1. Unified CRM + Marketing Automation ycrpaHser pa3pbIB Mekly MapKEeTUHIOM H IIpofiakaMH, obectieunsas seamless lead handoff u full

attribution

2. Lead Generation uepe3 multiple channels (website forms, landing pages, chatbots, social media, events) unrerpuposannbsie ¢ CRM st

automatic lead capture
Lead Scoring (rule-based viu Al-powered) npuopuTH3UpYyeT JIU/IbL, 103B0JIssI sales GhokycrpoBaThesi Ha most promising opportunities
Lead Nurturing uepes nepconainsupoBanibie email sequences u multi-channel campaigns npespamaer cold leads B sales-ready MQLs

Segmentation u Personalization xputuuns! 114 s dekruBHOro nurturing — generic campaigns He pa6orator

Integration CRM c ads platforms, analytics, content platforms co3gaer oMHHKaHAIBHBIN MaPKETHHTOBBIN ecosystem

3.
4.
5.
6. Marketing Automation Workflows 8 CRM aBromarusupyrot nurturing, ocBo00K/1asi MapKeTOJIOTOB /IJISl CTPATETHYeCKUX 3a/1au
7.
8. U3mepenue ROI uepes CRM dashboards u attribution models noxassiaer peanpHyio 3pPpeKTHBHOCTS MapKETHHTA

9.

Account-Based Marketing uepe3 CRM no3Bosisier KoopJuHIpPoBaTh personalized campaigns auist high-value target accounts

CoBpeMeHHBII MapKETHHT — 3TO He Pa3po3HEHHbIe campaigns, a orchestrated customer journeys, yrpasisiemsie yepe3 CRM.

IIpakTHUyeckoe 3aaHue:
1. Audit Texymiero lead generation mporiecca: kakue KaHasibl ucnosb3yere? Kak leads monazmaror 8 CRM? Ectb j1u gaps?

2. Cosnaiite wiu onrumusupyite lead scoring model auist Bameit komnauuu: define criteria, weights, thresholds st MQL.
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3. Map lead nurturing journey mist ongHoit key persona: onpezesnure aramnel, emails, timing, personalization logic.
4. Cospaiite ogun automated nurturing workflow B Bamreit CRM (uitu onminure Ha 6ymare, eciu emre He ready /uist implementation).
5. Design marketing dashboard: kakue ktoueBbie MeTpUKH BbI OyzieTe oTcyiexuBarh? Kak usmepurs ROI mapkeTunra?

6. Eciiu paboraere B B2B ¢ high deal values: identify Ton-20 target accounts it ABM pilot u outline ABM strategy zist Hux.

I'maa 26. CRM mi1a customer service M MOAAEPKKH

BBenenue

KauecTBeHHas KJIMEHTCKas HOAAEPAKKA — 9TO He IIPOCTO pelleHHe IpobseM, 5TO CO3/aHHe SMOIMOHAIBHOU CBA3H ¢ OpeHAOM. B amoxy, xorma
KJIMEHTBI OJKU/IAI0T MTHOBEHHBIX OTBETOB U IIE€PCOHATM3UPOBAHHOTO cepBuca 24/7, CRM-cucTeMbl CTAaHOBATCSA LEHTPAILHBIM HHCTPYMEHTOM IS
nocrpoeHus 3GGEKTUBHOH CIIy:KOBI NMOAJEPKKUA. B 3TOM ypoKe MBI PacCMOTPHM, KakK TPAHCHOPMUPOBATb TPAJUIMOHHYIO TEXIOIJEPKKY B

MIPOAKTUBHBIN customer service center ¢ moMoInbio coBpeMeHHbIX CRM-TeXHOIOTHH.

OcCHOBHBIE IIOHATHA

Customer Service vs Support

Technical Support — peaktuBHbBII 10AX0/, (GOKYyC Ha pelIEHHUH TeXHUUYecKux mpobsiem: - Tuker-cucrema - baza 3HaHuil - Jckamanus

uHIueHToB - SLA (Service Level Agreement)

Customer Service — HpOaKTHBHLIﬁ noaxon, (I)OKyC Ha KJIMEHTCKOM oIbITe: - OMHUKaHAJIbHOE BBaHMOﬂeﬁCTBHe - Hpe[[I/IKTI/IBHaH IIoAJEPIKKa -

Customer success management - Retention u upsell

COBpeMeHHbIe CRM 06'beﬂI/IHﬂ}OT oba IIoAxo/za, co3gaBas €JUHYIO S9KOCUCTEMY 3a00ThI O KJIUEHTE.

KiroueBble METPUKHU MOIEPKKHA

Onepanuonnsie merpuku: - First Response Time (FRT) — Bpems 10 nepsoro orsera - Average Resolution Time (ART) — cpeznnee

Bpems penienus - Ticket Volume — konnuectBo oOpainenwii - Backlog — HepernenHbie oGpameHms

KauecrBennsbie merpuku: - Customer Satisfaction Score (CSAT) — yznosnerBopenHocts - Net Promoter Score (NPS) — rotroBHoOCTh
pekomenioBath - Customer Effort Score (CES) — npocrora pemenusi npo6iaemsl - Resolution Rate — mporeHT penieHHbIXx 00palieHuil ¢

TIEPBOTO pasa

Busuec-merpuxu: - Cost per Ticket — croumocrs 06paborku obpainenus - Agent Utilization — 3arpyska oneparopos - Self-Service Rate —

npoueHT camoobeiyskuBanus - Churn Prevention — mpeoTBpaieHHbII OTTOK

Apxurextypa CRM a1 noagep:xku

OMHHUKaHaAJTbHasA THKET-CHUCTEMAa
EauHas TOYKA BXOAA Ui BCEX KAaHAJIOB:

Kmment CRM Hub Komanja

Email ——
Phone 4'

Chat 4|——> Unified Inbox —— Smart Router —- Agent 1

Messenger —| 1 1 Agent 2

Couceru 4' AI Assist Priority Queue Agent 3
dopma Ha caiite — 4 1 Bot
Knowledge Base Escalation

Zendesk Support — npumep koudurypamuu:
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Channels:
- Email (support@company.com)
- Live Chat (SDK Ha caiite)
- WhatsApp Business API
- Telegram Bot

VK/Facebook Messenger

T'onocoBasi nvHust (Twilio)

Routing Rules:
— VIP KIMEHTbI = Senior areHThbl
— Texuuveckue Bompockl » Tech Support
- Bummmar - Finance Team

- O6mue Bompochkl - AI Bot (mombiTka 1), 3aTeM Junior

SLA Policies:

Kpurnunpiii: FRT 15 muu, Pemenue 4 uaca

Boicokmit: FRT 1 uac, Peumienne 1 jeHb

Cpepunit: FRT 4 wvaca, Pemenne 3 st

Hwusknit: FRT 24 vaca, Pemenwe 7 nueit

HNHTerpanys ¢ npoayKToOM
Product-CRM Sync:
1. MOHPITOI)I/IHI‘ HCIIOJIB30BaHUA:

// Events wu3 npuioxenus — CRM

{
"user_id": "12345",
"event": "payment_ failed",
"timestamp": "2026-03-28T10:30:00z",
"metadata": {
"amount": 4999,
"error_code": "insufficient_funds"
}
}

// CRM cO3/1aeT NPOAKTUBHbII THUKET
Ticket #45678
Priority: High
Subject: "He npoumma onmara mopmucku"
Assigned to: Billing Team
Context: Hcropusi mmarexeit, TapucHbli mian, LTV
1. Health Score Tracking:
2. YacroTa UCIIOIb30BAHUA IPOLYKTA
3. O6pareHus B o/iepkKy (4acTora, TOHAJIBHOCTD)
4. NPS/CSAT nunamuka

5. Engagement ¢ koHTeHTOM

IIpu nagennu Health Score < 50% — aBromaTtnueckuii Tuket /i Customer Success Manager.

Al-accucCTeHT 11 OIIEPaToOpoOB
Zendesk Answer Bot / Freshdesk Freddy:

Bo BpeMsAa oﬁpameﬂuﬂ: - Hpe/:LnaraeT crarbu U3 6a3bl 3HAHUN - [l0Ka3bIBAET HUCTOPHUIO KJIMEHTA - PeKOMeHZ[yeT TOTOBBIE€ OTBETHI - AHaanpreT

TOHAJIBHOCTH (Sentiment analysis)
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ITocae oﬁpamel—[uﬂ: - ABTOMaTHuecKas Kareropusanus TUKeTa - 3BIeueHrE HHCANTOB (recurring issues) - OIIeHKa KadecTBa OTBeTa oleparopa -

ITpenIoKeHUsA 10 YITyqIIeHUI0 6a3bl BHAHUU
IIpumep unrerpanuu GPT-4:

# Freshdesk + OpenAI
def suggest_response(ticket):
context = {
"ticket_subject": ticket.subject,
"ticket_description": ticket.description,
"customer_history": get_ customer_ tickets(ticket.customer_id),

"product_docs": search_knowledge base(ticket.tags)

prompt = £"""

Tbl ONbITHBI areHT nojjep:Kku. KimeHT obparuics ¢ npoGiemoii :
{context[ 'ticket_description']}

Ucropuss xmmenra: {context|[ 'customer_history']}

PeneBanrhble crateu: {context[ 'product_docs']}

IIpeyoxkn 3MmaTUyHbll U MPO(eCCUOHANBHBIA OTBET .

response = openai.chat.completions.create(
model="gpt-4",

messages=[{"role": "system", "content": prompt}]

return response.choices[0].message.content

Crpareruu onTUMHU3aLUU IO JEPKKHA

1. Self-Service Portal
Bbaza sananuit + Al Search:

Crpykrypa: - FAQs (4acro 3a/1aBaeMble Bopochl) - [Tomarossle raif/ibl ¢ CKpUHIIOTaMH - Buzieo-tyropuasisl - Community forum - YmusIit mouck ¢
NLP

Zendesk Guide npumep:

# baza 3Hanmii CompanyX

## Kareropuu

l—— Hauano paborbl (15 crateit)

I— Bunmuar u nojnucku (23 cTaThu)
I— Ycrpanenne Henonajok (45 crareit)
I— API u wuuTerpamum (12 crareit)

L— Besonacuocts (8 crareii)

## AI-powered Search

Bompoc: "Kak ormeHnTh mopmicky? "

13

AI noHuMMaeT intent - mnokasbIBaeT:

1. Craresi: "OtMmeHa mopmucku" (peneBaHTHOCTH 95%)

2. Bupeo: "YmpaBnenue nofnmmckoi” (peneBaHTHOCTb 82%)
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3. Casi3anHble Bonpockl B hopyme

4. Kuonka: "He namum orser? Hammcath B mopjiepxkky"

Metpuku 3¢ dexkTuBHOCTH: - 60% 00paleHui 10/KHbI pernarthes yepes self-service - Deflection rate — nponeHT mosyib3oBaTesiel, HaleIINX

orBeT 6e3 THKeTa - CTaThy ¢ HU3KUM PEHTHHIOM — Ha I0pabOTKY

2. Chatbot-First Approach
YpoBHU aBTOMaTH3aIMNU:
Level 1: FAQ Bot

Kmuenr: Kak cmeHuTs naposb?
Bor: Hawen cratbio "C6poc mapons" - ccbUlKa

Oro nomorno? [[Ja] [Her, cBssarte c omepatopom ]
Level 2: Transactional Bot

Kmuenr: Xouy OTMEHMTH MNOCTIEHMI 3aKa3

Bor: (mposepsier 3aka3 #12345)
3aka3 or 27.03.2026 ua 8990P, craryc "OOGpabarbiBaeTcs"
Ormennth? [[a] [Her]

Knuenr: [a

Bor: 3aka3 ormeneH. Bosspar 3-5 pmeit. Yem eme nmomMoun?
Level 3: AI Agent (GPT-4 / Claude)

Kmnenr: Y wmensi cnoxnas curyauusi. $I ommatun Tapud Pro Buepa,

HO CErofHs BMXKY, YTO Coucajlach €le OJHa OIuiaTa.

Bor: (aHanmsupyer MCTOpMIO TIaTexeit)
Biky, uro 27.03 npomwen miarex 4999P (rapudp Pro),

a 28.03 — 9992 (oro aBrompojieHne craporo Tapuca Basic).

W3BuHnTe 3a HeypobcTBo! $1 oTMEeHMn AyOnauKaT M MHULMUPOBA

Bo3BpaT 999P. CpepncTBa BepHyTCs B TedeHwe 3-5 fHeil.
Takke mobaBun 1 Mecsy, Pro GecrulaTHO B KavyecTBE W3BUHEHUIA .

Yro-To ewme s Mory s Bac cieiaTh?
Peanunsanua (Intercom + Claude API):

// Webhook or Intercom
app.post('/intercom-webhook', async (req, res) => {

const { user, conversation, message } = req.body;

// KoHTeKCT monb30Batess

const context = await buildUserContext(user.id);

// 3anpoc k Claude
const response = await anthropic.messages.create({
model: "claude-opus-4-6",
max_tokens: 1024,
system: ~Tbl areHT MOICP>KKH KOMIAHMH X .
Konteker nomb3oBarens: ${JSON.stringify(context)}
TBosi 3ajava: pemmTh MPoOOIEMy SMMATUYHO M 3((PEKTUBHO .
Ecmn myxno escalation — ckaxu "ESCALATE TO_HUMAN".",

messages: [{ role: "user", content: message.body }]

})i
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if (response.content.includes("ESCALATE TO HUMAN")) {

// TlepepaTb omeparopy ¢ KOHTEKCTOM

await intercom.assignToAgent(conversation.id, context);
} else {

// OrnpaButh otBeT GoTa

await intercom.reply(conversation.id, response.content);

}
})i

3. IIpoakTUBHAA MOAAEPKKA
CueHapum aBToMaTudeckux outreach:
Onboarding Support:

Henb 1: Perucrpauus

- Email: "Jlo6po noxanosatb! Bor 3 mara jgms crapra

Henb 3: Her akTmMBHOCTH
- In-app message: "Hyxua momomis ¢ HacTpoiikoi? "

i Hpeunoxe]—me CO3BOHa C OHﬁopﬂl/lHF—CHCHHaJIHCTOM

Heub 7: Huskunii engagement
- Email or CEO: nepcoHaibHOEe OOpalleHye

- Push: "IlocmorpuTte KOpOTKMiI TyTOopuanm (2 MuH)"
Issue Prevention:

Co6biTne: Hcnonb3oBanne deprecated API endpoint
- Email pa3paGoTunky :
"Mbl 3aMeTUIM, UTO Bbl Mcnojb3yere API v1, KOTOpblii OyaeT

orkmoyeH 01.05.2026. Bor raipn no murpamumu Ha v2."

Cobpitne: Ilpubmokaercss numut Tapucda (90%)
- In-app YBEJIOMJCHHE :
"Bbl ucnosnb3oBamt 90% smmura. AnrpeduTh Tapud wim

ONTHMU3MPOBATL KCIOJIB30BaHKe? "
Feedback Collection:

Iocne YCHNENHOro PpelIeHrusl THUKETa :

- CSAT onpoc (1-5 3Be3p)

Kaxjple 3 Mecsia (aKTHBHbIE KJIMEHTbI) 3

- NPS onpoc + OTKPbITbIil BOINpPOC

Tlocne 3HAUMTENBHOTO OOHOBIEHMSI MPOJYKTA :

- "UYro BbI gymaeTe O HOBOM (yHKIMH X?"

HNHcTpyMeHTHI: cpaBHeHHe 11aT¢dopm

Zendesk Suite

IIpeunmymiecrsBa: - MolHasi OMHIUKaHAJIBHOCTD (14+ KaHaJIOB) - Boraras skocucrema unTerpanuii (1000+ npuioxenuii) - Advanced Al (Answer

Bot, Intent Detection) - Macurrabupyemocts (OT 5 10 5000+ areHTOB)
HepmocraTku: - Boicokasi croumocts ($49-$199/arent/mec) - CiiokHast HACTPOIKA /U1 MaJIEHBKUX KOMaH/I

OnrumanbHO 1uiA: CpeiHYe U KpYIHbIEe KOMITAHUY ¢ BBICOKUM ticket volume (1000+/mecsiir)
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Freshdesk (Freshworks)

IIpeumymiecrBa: - JlocrynHas 1ieHa ($15-$79/arent/mec) - IIpocrora HacTpoiiku (3amyck 3a 1 1eHp) - Al accucrent Freddy (xopomas GecrutatHast

Bepcusi) - [elimudukanus Jijisi areHTOB
HepocraTku: - OrpaHuueHHasi KacToMu3ansi - MeHblile TOTOBBIX UHTerparuii vs Zendesk

OnTumasnbHO uiA: CTapTarisl 1 Masiblil 6usHec (10 500 THKETOB/Mec)

Intercom

IIpeunmymiecrsa: - Jlyqmuii B kiacce live chat - Mouasiit product tours u in-app messaging - Al chatbot (Resolution Bot) — Tor-3 Ha pbIHKE -

DoKyc Ha IPOAYKTOBBIHN mozaxoy (Jobs-to-be-Done)
HenpocraTku: - J[oporo s 60bIMx KOMaH 1 mozzeps:kku - Email/phone nopneprxxka ciabee vs KOHKYPEHTOB

OnTUMaIBHO MJIA: SaaS-koMnaHuu ¢ GokycoM Ha self-service u aBTomaTu3aIuio

Help Scout

IIpeumymecrBa: - [Ipocrora kak y email-kiauenrta - [lepcoHamu3upoBaHHasi mojiep:kka (6e3 THKeToB, KaK mepenucka) - JlocTymHas IeHa

($20-$50/arent/mec) - Berpoennass CRM
HepocraTku: - Her Testedonnn - OrpaHnueHHast aBTOMaTH3AIIHS

OnrumasbHO JuIa: Maelii 6usHec ¢ pokycom Ha nepconanusaruio (B2C)

Anpexc. Tpekep + Augexc. KoHHEekT
IIpeumymiectna: - Poccuiickoe I10 (umnopro3amenieHue) - aTerpanus ¢ skocuctemoil Auznexca - ['ubkue Bopkdiioy (Agile/Kanban)
HepocraTku: - He 3aroden nog customer service (6osbie a1 internal tasks) - Her Al-apromarusanyuu

OnrumanbHO 1uia: Buyrpennss rexnozazep:xka (IT helpdesk)

Keiic: BHeapeHue CRM i MOAIEPKKNA

Kommauus: SaaS crapran "CloudDocs" (o6saunsiii jokymenToo6opor) IpoGaema: - IToaepskka yepes obmuii email support@ - 3 oneparopa

TOHYT B Xaoce (200 nucem/ieHp) - FRT = 8 wacos, kiareHTsI xKanytores - Her ananutuky, Het self-service
Pemienue:

Aran 1: Be16op mirardopmel (Heaesst 1) - TpeboBanusa: oMHUKaHaIbHOCTD, Al chatbot, no $5K/mec - Boibop: Freshdesk Pro ($79/arent x 3 =
$237/mec)
Aran 2: Murpanus (Hexeas 2-3)
Tlens 1-5: Hacrpoiia
- Topkmouenne email/chat/WhatsApp

- Cospanne THKeT-(OPM C aBTOKAaTeropusaiyeit

- HWmmopr 500 MCTOpUUECKMX OOpAIECHHIT

Hens 6-10: Basa 3uanuit
- Hamucanne 30 crareit FAQ
— Bupeo-raiiiel (3 wr, mo 5 MuH)

- Hacrpoiika AI-noncka

Jlenb 11-15: OOyueHne KOMaHJbI
— 2 jus TpeHuHra mno Freshdesk
- Cospanme BHyTpeHHHX SOP (Standard Operating Procedures)
— TectupoBaHue Ha peajbHbIX THUKETax

dran 3: ABromaTusamus (Hegeas 4-6)

Hepenss 4: Chatbot

- Freddy AI: nojkiouyeHue K 0asze 3HaHU
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- Cuenapuy st Ton-10 Bompocos

- A/B recr: 50% Tpaduka Ha Gora

Hepenst 5: Integrations
- Sync ¢ Stripe (O6MIIMHI-BONMPOCHI)
- Webhook B Slack [nsi KpUTUYHBIX THKETOB

- Amplitude events - CRM (HpoakTuBHasi MOJyIEPKKa )

Hepenst 6: Workflows
- Auto-orser Ha off-hours
- Escalation pgns VIP KIMEHTOB

— CSAT onpockl Mocjie peleHust

PesyapTartsl (uepes 3 Mecana):

MeTtpuka J1o BHeApeHus ITocae HN3meHnenue
First Response Time 8 yacoB 45 MUH -84%
Resolution Time 2.5 HS 8 yacos -67%

CSAT 3.2/5 4.6/5 +44%
Self-Service Rate 0% 35% +35%

Cost per Ticket $12 $5 -58%

Ticket Volume 6000/mec 4500/mec -25%*

*CHIDKeHHe 32 cueT self-service U IpOaKTUBHON IOJIEPIKKHU.

ROI: - 3arparsr: $5K (Hacrpoiika) + $237/mec (oamnvcka) = $8K/rox - DxoHOMHUS: 25% MEHBIIE THKETOB X 3 yaca/THKET X $30/4ac = $270K/rox
- ROI: 3275%

JIy‘IIIII/Ie IIPpAKTUKH

1. Customer-Centric kysbpTypa

Haunumaitre amnatuio: - [Ipy HaliMe TeCTUpyHTe SMOIMOHAIBHBIM MHTEJIJIEKT, a He TobKO technical skills - Ponesbie urper: "KineHT KpUauT,

YTO TOTEPsLUT BasKHbBIE JAHHbIE — BaIlU JIeHCTBUsA?"

Empowerment areHToB: - /[aiiTe paBo BO3Bpamarh JieHbru 6e3 sckananuu (10 $500) - "Wow factor budget" — $50/arent/mecs1 Ha IpUATHBIE

CIOPIIPU3bI KJIINEHTaM

IIpumep (Zapier): Kiuenr nHanucan: "fI B crpecce, 3aBTpa Ipe3eHTalMs], a HHTerpanusi He paboraer”. AreHT permms npobaeMy 3a 20 MUHYT 1
OTIIPABUJI 10 TIOYTE IT€YEHbsI C JIOTOTUIIOM Zapier u 3amuckoii: "Yaaun Ha npesentanun!". KiieHT Hamucasx BOCTOPKEHHBIH 0T3bIB — 15K views B

Twitter.

2. IIpeBpaTuTe NOAEPKKY B IPOAYKTOBYIO KOMaH/Ly
Product Feedback Loop:

Tukers: - Kareropmsauuss » Insights - Roadmap
1
Feature Requests (top-10/mecsi)
1
Product Team Review
Y

Changelog - Support Training - Kimenram

IIpumep (Notion): Support team exxeHenmespHO ormpasisier Product team: - Top 5 6aros (o kosmuectBy kanob) - Top 3 feature request (c

nuTatamMu KaneHToB) - "Gem of the Week" — HeoOBIUHBIH Use case

Pesynbrat: 40% duu B roadmap uayr us support insights.
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3. Measurement & Continuous Improvement
‘Weekly Support Sync:

## Support Team Meeting — 28.03.2026

### Metrics Review

- Ticket Volume: 520 (415% vs prev week)
- FRT: 32 min (target: <45 min)

- CSAT: 4.4/5 (target: >4.5) /!

- Backlog: 45 tickets (target: <30) /!

### Root Cause Analysis (low CSAT)

- 12 HeraTuBHBIX OT3bIBOB

- Ilpuumna #1: "[lonro pemamn” (5 ciydaes)

- Ilpuumna #2: "He pemmmm npobnemy" (4 ciydas)

- Ipuunna #3: "I'py6bni Ton" (3 cmydvas)

### Action Items
1. Hauste 1 arenta (backlog reduction) — Oubra
2. Tpenunr no difficult customers — Msau

3. Oo6uosuts crareio "Kax mopgkmounts API" (3amyTanHasi) — Mapus

### Wins
- Banyctwm chatbot - deflection rate 28%

— Kimenr X ocraBun BOCTOpXKEHHBI OT3bIB Ha G2

4. Ilopaep:kka KaK MAPKETHHIOBBIN KaHAJI
Public Resolution: - OTBeuatite Ha »ay100bI B COICETSX MyOIHYHO U ObICTpO - [IpeBpaiaiite HeraTUB B WOW-MOMEHT
IIpumep (Monzo Bank, Twitter):

Kmenr: @Monzo Bame TNPUIIOKEHNE Jlara€T, HE MOry OIJIATUTh YXKWH, CHXKY Kak UauoT !

Monzo (uyepe3 3 MHUHYTHI) :
Oi1, xak He;moBko! & Mpl yxe BUAMM NpoOJAeMy M HUHHUM .
DM HaM — OMIATHM Balll Y>XKHH B KauyecTBe W3BUHEHWI .

Mpusthoro anmetnra! 4

Knment (uepes uac) :
@Monzo Bay, Bbl jnerenjpl! IlpoGnemy pewmmam, y>KUH OIUIATHIIM ,
n eule OECIUIATHYIO TOANMCKY HAa MECSL| Jaju.

Tosromy st mo6mo 3ToT Gank @

(TBur Habpan 8K mailkoB)

3akaroueHue

CRM /151 customer service — 3TO He IPOCTO THUKET-CHCTEMA. ITO IEHTP BBICTPAMBAHUS JIOJITOCPOYHBIX OTHOIIEHUH € KIHMeHTaMu. KiroueBble
HpI/IHI_[I/IHbIZ

1. OMHUKaHAJIBHOCTh — KJIUEHT BIOUPAET yOOHBINA KaHaI, BbI /a€Te €ANHBIN OIBIT

2. ABTOMaTu3anus pyTuHbI — 60ThI 1 Al 0CBOGOKIAIOT ar€HTOB /151 CJIOXKHBIX KEHCOB

3. IIpOaKTUBHOCTD — IIPEIOTBPALIaiiTe IPOOIEMBI /10 TOTO, KaK KJIMEHT HANUIIET

4. MIIaTHA + JaHHbBIE — COUYETANTe YeJIOBEYHOCTh C aHATUTUKOMN

. Iloaaep:xKa Kak mpo, T — UHBECTUPYITE B OIIBIT, TO OKyIlaercs retention'om
Y’ s KYyIT
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B citenyrommeM ypoke Mbl pazbepem crenuduky CRM 11 e-commerce ¥ PO3SHHYHOM TOPrOBJIM — OT KOP3UHBI 10 IIPOTrPAMM JIOSIBHOCTH.

IIpakTUYeckoe 3ajaHue:
1. Boibepure 1 iardopmy (Freshdesk/Zendesk/Intercom) u npoiiinTe GecruiaTHbIi trial
2. Hacrpoiire:
3. Email kanan
4. ITpoctoii chatbot (3-5 FAQ)
5. baza 3uanwuii (5 crareir)
6. Workflow 151 aBTOOTBeTa BHE pabo4ero BpeMeH:!
7. Co3ziaiiTe 10 TECTOBBIX TUKETOB U 06paboTaiiTe UX, UCIOIB3ys best practices us ypoka
8. IlpoaHanu3upyiiTe: KaKre METPUKH BbI ObI OTCIEXKUBAIIN /IS Ballero 6usHeca?

JlonostauTeabuble mMarepuasibl: - Kuaura: "The Effortless Experience” — Matt Dixon - Iloakacr: "Support Ops" or Intercom - Bior:

support.zendesk.com/hc/en-us/community/topics

I'rasa 27. CRM 151 e-commerce U PO3HUIIBI

BBenenue

E-commerce u po3HHWYHasi TOPropisi — 3T0 ocobast BceseHHass CRM, r/ie KJIMEHTCKUI IyTh HAYWHAETCs C [EPBOr0 KJIMKA Ha peKIaMy H
3akaHuyuBaeTcs (WM He 3akaHumBaercs)) repeat purchase. B aroii chepe CRM — 310 He mpocro 6asza KOHTAKTOB, a MOIHAs Iiatdopma Jyist
NePCOHAIN3ANNY, ABTOMATU3AIUN MAapKETUHTA U TIOCTPOEHUS NPOrpaMM JIOSUIBHOCTU. B 3TOM ypoke MbI pa3bepeM, kKak ucnoiab3oBatb CRM s

YVBEJIMUEHUS CPE/IHEro ueKa, lifetime value u retention rate B e-commerce.

Cnenugura CRM 714 e-commerce

Orianuusa or B2B CRM

B2B CRM: - /lnunnbiii sales cycle (Hemenu/mecsupr) - Beicokuil uek ($10K-$1M+) - Ilepconanbubiii mogxox (account manager) - CaoxkHast

BOPOHKA (MHOTO KacaHU)

E-commerce CRM: - Koporkuii mukn (MuHyTbl/4ackl) - Huskwnii/cpenuuii yex ($10-$500) - ABromaTusanus (IepcoHaIU3alus 4epes

cermMeHTanuio) - Ilpocrast BOPOHKA, HO BBICOKUH churn

KiroueBslie 3agauu e-commerce CRM: 1. Acquisition — npussieup kineHTa (MHTErpanus ¢ pekiamon) 2. Activation — zoBectu 70 iepBoit
nokynku (bpouieHHass kop3uHa) 3. Revenue — ysenwuuth AOV u yacrory nokynok (upsell/cross-sell) 4. Retention — BepHyTh 3a BTOpPOit

mokynko# (win-back campaigns) 5. Referral — npesparuts B asBokara 6penza (loyalty program)

KiaroueBbie MeTpuKku

Boponka: - Visitors — nocerurenu caiira - Add to Cart Rate — npouenT no6asusiux B kopsuty (benchmark: 8-12%) - Checkout Initiated —

Hauasu opopmierre (benchmark: 50% ot cart) - Conversion Rate — kynuu (benchmark: 2-4% st e-com)

dxoHomuka: - AOV (Average Order Value) — cpennuii uek - LTV (Lifetime Value) — nenHocts kinenTa 3a Bce Bpemst - CAC (Customer

Acquisition Cost) — croumocts npusieuenus - LTV/CAC Ratio — oykeH GbITh >3

Ynepaanue: - Repeat Purchase Rate — npouenr Bepuysmuxcsa (benchmark: 27-32%) - Purchase Frequency — dacroTa IOKYIIOK B rof -

Churn Rate — nporieHT yueamux (He HOKyIaau >90 J{Hei)

Engagement: - Email Open Rate — orkpbitue nucem (benchmark: 15-25%) - Click-Through Rate (CTR) — xiuku 1o cesuikam (benchmark:
2-5%) - SMS Response Rate — orerst Ha SMS (benchmark: 10-15%)

Apxurekrypa e-commerce CRM
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HNurerpanus c miaatgopmMot

Shopify + CRM (npumep):

Shopify Store CRM (Klaviyo) Pesynbrar
Customer cosjan —sync—- Ipodune knmenra = Welcome cepust

Product viewed —event—- Behavioral tracking - Tepconammsanust
Added to cart —event—- Abandoned cart trigger - Email uepe3 1lu
Order placed —sync—- Order history = Thank you + upsell
Order fulfilled —sync—- Post-purchase series - Request review
Customer tags —sync—- Segmentation -  VIP-KaMmmnaHuu

API unrerpamus (kacromHasn miargopma):

// Webhook or Bamero e-com - CRM
app.post('/order-created', async (req, res) => {

const order = req.body;

// OrnpaButh jaHHble B CRM (mpumep: Klaviyo)
await klaviyo.track({
event: 'Placed Order',
customer_ properties: {
email: order.customer.email,
first _name: order.customer.first name,
phone: order.customer.phone
}
properties: {
order_id: order.id,
total: order.total_price,
items: order.line_items.map(item => ({
product_id: item.product_id,
name: item.name,
price: item.price,
quantity: item.quantity
)
}
})i

// Co3jate nNpouiib KJIMEHTa €CI HOBBIi
if (order.customer.orders_count === 1) {
await klaviyo.identify ({
email: order.customer.email,
properties: {
first_purchase_date: new Date(),
source: order.source name, // 'web', 'instagram', 'google'

first order value: order.total price

})i

res.sendStatus(200);

})i

EnuHas 6a3za KJIMEHTOB

Customer 360 1y1s e-commerce:
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"customer_id": "12345",
"email": "ivan@example.com",
"phone": "+79161234567",

"created_at": "2025-11-15",

"demographics": {
"first name": "Msau",
"last_name": "Ilerpos",
"gender": "male",
"age_range": "25-34",
"location": "Mocksa"

I

"purchase_history": {
"total orders": 5,
"total_ spent": 45670,
"aov": 9134,
"first_purchase": "2025-11-20",

"last_purchase": "2026-03-15",

"favorite categories": [ "Dnekrponuka", "Akceccyapbl"],

"favorite brands": ["Apple", "Sony"]

i

"behavior": {

"email_engagement": {
"open_rate": 42.3,
"click rate": 8.1,
"last_opened": "2026-03-20"

T

"site_activity": {
"last_visit": "2026-03-25",
"pages_viewed": 156,
"avg_session_duration": "00:08:32"

T

"abandoned_carts": 3,

"wishlist items": 7

i

"segments": [
"VIP Customer (LTV >40K)",
"Electronics Enthusiast",
"High Email Engagement",

"Risk of Churn (no purchase 30+ days)"

1

"predicted metrics": {
"ltv_forecast": 78500,
"churn_probability": 0.23,
"next_purchase date": "2026-04-10",

"recommended_products": [34567, 34890,

29001]
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KiioueBble clleHaApUu aBTOMAaTHU3AaIUU

1. Bpomennasn kop3una (Abandoned Cart)

CraTuctuka: 69.8% xop3us 6pocaiorces (Baymard Institute, 2025). 910 $4.6 TPJIH IOTEPAHHBIX IPOJAXK B TOJ,.
Tpurrep: ToBap j06aByieH B KOp3uHYy, HO checkout He 3aBepiueH B TedeHue 1 yaca.

Cepus nucem:

Email 1: Yepes 1 yac

Tema: MBaH, Bbl 3a0bUIM YTO-TO B KOP3HMHE .-,
Tpuser, Wsau!
Msl 3ameTHnM, 4YTO Bbl HE 3aBEpIIMIN 3aKa3:

[ 306paskenne ToBapa ]

Apple AirPods Pro (2025) — 24 990 P
[CTA: 3aBepwmTh MOKYIMKY ]
Bosnnknn Bompockl? Hammmmre Ham — momoxkem !

P.S. becnnatHas jocTaBKa NpH 3aKa3e CErOMHS &
Conversion rate: 8-12%
Email 2: Yepes 24 yaca (ecsiu He Kynui)

Tema: CremmambHo jisi Bac: —-10% Ha AirPods Pro @
MBaH, BOT Ball MEPCOHANBHBI TPOMOKOJ &

[IVAN1O] — ckugka 10% (2499 P)

HeitctByer 48 wuacos

[Tosap] Apple AirPods Pro

Iena: 24 990 P — 22 491 P c mpomMOKOOM
[CTA: IIpuMeHUTH MPOMOKOJ ]

+ Ot3bBbl NOKynareneit (4.8/5 3Be3yn)

+ FAQ: "Kak OTIMuMTb OpMIrMHAI OT MHOMyIeNKu"
Conversion rate: 15-20%
Email 3: Yepes 72 yaca (mocrexHui IIaHC)

Tema: Ilocnegnmii fieHb: Balla CKUAKA Cropaer &
WBan, ocramoch 6 uacoB!
IIpomokoy, IVAN1O (-10%) wucrekaer cerojHs B 23:59.

He ynycture — AirPods Pro pacKymaioT ObICTPO.

Ceityac B HamMumm: 3 1IT.
[CTA: 3abpaTb CO CKHJKOII]

HysxHa nomoup? - OHnaiiH-uyaT (OTBETUM 3a 2 MUHYTbI)

274



Conversion rate: 20-25%
Hroro: 8% + (92% x 15%) + (85% x 92% x 20%) ~ 36% recovery rate
Peasmsanus (Klaviyo):

// Flow: Abandoned Cart
Trigger: "Added to Cart"

Wait: 1 hour

Condition: Has not placed order

Action: Send Email #1

Wait: 23 hours
Condition: Has not placed order

Action: Send Email #2 with dynamic coupon

Wait: 48 hours
Condition: Has not placed order

Action: Send Email #3 with urgency

2. Welcome-cepus jisi HOBBIX IIOKyIIaTeJ el

Ieasp: [IpeBparuTs first-time buyer B repeat customer.

CraTucTHKAa: 50% KIMEHTOB, COBEPUIMBIINX BTOPYIO IIOKYIIKY, CTAHOBATCS MOCTOsIHHBIMY (Bain & Company).
Cepus:

Email 1: Cpasy nmocsie moxkynku

Tema: Cracu6o 3a Bam 3akaz #12345! &
MBan, Bamr 3aka3 ocgopmiieH !
[Track 3aka3a] — OTCIEUTh B PEalbHOM BPEMEHU

Yro panbliie :

W YnakoBbBaeM — cerofnsi 1o 18:00
& OrnpaBuM — 3aBTpa yTpoM

»

s

Tonyunre — 30 mapra
[ToBap] Apple AirPods Pro — 22 491 P

Hyxna momomp? - support@shop.com
Email 2: /Tlens gocraBku

Tema: Bam 3aka3 jocrasien! @
Tpuser, Wsan!

Iocbuika nepefaHa KypbepoM. IIpoBepbTe KOMIIEKTALMIO &
v Apple AirPods Pro

v USB-C kabeib sl 3apsiyiku

v CwmeHHble amOymiopsl (S, M, L)

v TapaHTiiHbI TaI0H

TTonesnbie CCBIIKH &
- Kax wacrpouth AirPods 3a 2 MHUHYTHI (BHJEO)
- Kak BKJIIOUNTH LIYMOTOJIaB/IcHNE

- Tapantus u BO3Bpar
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Ouennte nokynky u moayuure 500 GonycoB ¥

[CTA: OcTaBUTb OT3bIB]
Email 3: Yepes 7 queii

Tema: Kak Bam AirPods? + Ilepconanbhas mopopka &

WBan, Kak HOBble HAyLIHUKH?

Ecmm HPaBATCA — BaM MOXKET TOHPABUTLCA ¢

[ PekoMeHfjauim Ha OCHOBE MOKYIKH ]
e Yexon jmisi AirPods Pro (coBmectumocte 100%) — 1990 P
e Apple Watch Series 9 (uueamphas mapa) — 42 990 P

e iPhone 15 Pro (skocuctema Apple) — 99 990 P

IIpomokoy; IVAN1S5 — ckmiaka 15% Ha akceccyapbl

JeiictByer 7 pHeit

[CTA: IlocmoTpeTh MOAGOPKY ]
Email 4: Yepes 30 aueit

Tema: Mecsn ¢ Hamu — cmacu6o! Bor Bamr mopmapok ®

I/IBaH, Ile]ll:l];l MECsL, Hasaj Bbl CACJAM TMEPBYIO TMOKYIKY .

Cracu6o 3a posepue! J,

Bam nopjapok: npomokoy VIP100
- 1000 P ckupuka Ha 3aka3 or 10 000 P
- JleiictByer 30 pmeit

- + Free JocraBka

[CTA: BsibpaTh nogapok cebe ]

P.S. Bel B mare or VIP-craryca (eme 1 moKymka)
VIP-KIMEHTBI MOJYyYaroT 3

v becnnaTtHasi jocTaBKa HaBcerja

v PaHHmMil focTynm K pacmpopjazkam

v IlepcoHanbHbIil MEHEKED

Pesyabrat: Repeat purchase rate ypesmuusaercest ¢ 27% 10 45%.

3. Win-back kamnanuu (Bo3BpaT yuieirmx)
Tpurrep: Kiuent He nokynaua >60/90/120 gHell (3aBHCHT OT HUIIIN).
CermeHTanusm:

Segment 1: Lapsed VIP (LTV >50K, He nokyman 60+ pHeii)
- IlepconanbHoe mucbMo or CEO

- DKCKIIHO3MBHOE TIPEJIIOKEHNE

Segment 2: At-risk (2-3 nokynku, He mokyman 90+ jHeii)

- Hanommuanue o Openpe + ckujgka 20%

Segment 3: One-time buyer (1 nokynka, He mokyman 120+ pHeit)

- "Ilouemy ymum?" ompoc + aggressive offer
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Email (Segment 2):

Tema: UBan, Mbl ckyuain! Bepuurech — mapum 20% @
IIpuser, Hpan!

JlaBHO He BHjieNMChb (MOCHefHui 3aka3: 15 pjexadps) .

XoTum BepHyTh Bac!
Bor nepcoHanbHOe npejioxeHue :

[COMEBACK20] — ckuaka 20% Ha Becb KaTajlor

Tonbko pnst Bac. [leficTtByer 7 jHeil.

Yro HOBOro y Hac:
HoBast konnekuust akceccyapoB Apple
% Jlocraka 3a 2 uaca (Mocksa)

7 Ilporpamma IOSUIBHOCTH (KewO3K 5%)
[CTA: BepHyThcsl B Marasus]

Ecmm mbi caenamm 4YTo-TO HE TaK — HAMUIIWTE , VICI'IpaBWM!

PesyabTart: 10-15% reactivation rate.

4. Upsell & Cross-sell nociie moxkymku
Upsell — npeioxenne 6osiee 10pororo ToBapa:

Kymun iPhone 15 (128 I'b) - mpemmoxuts, iPhone 15 Pro (256 I'b)

"Anrpeiig 32 20 000 P — Gombmie nmamsTH + ProMotion pucnneii”
Cross-sell — npeioxkeHne J0M0JTHUTEBHBIX TOBAPOB:

Kynun iPhone 15 - mnpeioXuTh:

e Yexon

e AirPods

e AppleCare+ (paclMpeHHas TapaHTHs )

* MagSafe 3apsaka

"Tonxasi 3ammra Bawero iPhone — kommiekt 3a 9990 P Bmecro 14 500 P
Peanuzamusn:
Post-purchase Email (uepes 3 qus):

Tema: Wpan, sammrure Bam HOBbli iPhone
Ipuser, Wsau!

Kak HoBblii iPhone 152 HajeeMmcsi, Bbl JIOBOJIbHBI!
Baxno: cmaprdon 3a 80K HyxkjaeTcs B 3allyTe .
Ham kommuiekr "Ilonmas 3ammra’ @

v Yexon Spigen Ultra Hybrid (anTtuypap)

v 3ammrtHoe cTekjo Belkin (aHTH-01MKM)

v AppleCare+ (2 roja rapaHTuu)

Iena: 14 500 P — 9990 P (TombKO JyIst Bac)
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[CTA: 3Baumrtuth iPhone]

P.S. 78% HalMX KJIMEHTOB MOKYNAIOT 3TOT KOMILIEKT .

He puckyiite — pemoHT skpana ctout 25 000 P.

PesyabTat: 20-30% conversion, AOV +$150.

5. IIporpamMmma JioAJIBHOCTH
Tunsl mporpaMmm:
Points-based:

1 P =1 6am

100 GammoB = 1 P ckupgka

Tapudsbr :
e Hosuuok: kembok 3%
e Jlpyr: xem62K 5% (0T 3 MOKYIOK)

e VIP: kem63k 7% (or 10 mokynok mmu LTV >100K)
Tiered (ypoBHMN):

Bronze (0-2 mOKynkm) :

e BecrnnatHas jjocraBka ot 3000 P

Silver (3-9 mnokymnok):
e BecnnarHas jocraska or 1500 P

e Pannmii focTynm K pacmpopaxkam (3a 244)

Gold (10+ mOKymoK) :
e BecmiatHas JjocTaBka Bcerja
e [lepcoHanbHbII MEHEKep
® DKCKIIIO3UBHbIC aKLUU

e JleHb poXpeHMsi: CKHMAKa 25%
Peanuzanusa (CRM uHTErpanus):

// ABTOMaTHUecKoe HauiclieHHe 6aJIoB
app.post('/order-created', async (req, res) => {

const { customer_id, total_price } = req.body;

const points = Math.floor(total_price * 0.05); // 5% kemGsk

await crm.updateCustomer (customer_id, {
loyalty points: { increment: points }

})i

// Ornpasuth email
await sendEmail(customer_id, {
template: 'points-earned',
data: {
points_earned: points,
total points: customer.loyalty points + points
}
)i

// TIpoBepuThb anrpeili ypoBHsi

const orders_count = await getOrdersCount(customer_id);

if (orders_count === 3) {
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await crm.updateCustomer(customer_ id, { tier: 'Silver' });
await sendEmail(customer_id, { template: 'tier-upgrade-silver' });
}
)i

Email: Tier Upgrade

q v
Tema: Ilosgpasnsem! Bel Temeps Silver kiueHT €
MBan, ornmunble HOBOCTH !

Bel coBepumii 3 MOKYNKM M Mepenuii Ha ypoBeHb Silver!

Baum HoBble npuBHIEruu :
v BecratHast jjoctaBka ot 1500 P (6buio 3000 P)
v Pannuit poctyn k Black Friday (3a 24 uaca)

v IlepcoHanbHblii KynoH -15% pa3 B Mecsi]

Jlo Gold craTtyca: 7 MNOKYyNOK

Gold KIWMEeHThI MONyYaroT GecriaTHYIO [OCTaBKY Bcerjal

[CTA: IIpofo/KuTh MOKYIKH ]

Pesyasbrat: Repeat purchase rate +40%, LTV +60%.

IInardgopmsl aaa e-commerce CRM

Klaviyo (Tomn-1 11 e-commerce)

IIpeumymecrBa: - [ybokass unrerpanus ¢ Shopify/WooCommerce/BigCommerce - Advanced cermenranusi (500+ atpubyTtoB) - Predictive

analytics (AI mpezackasbiBaer CLV, churn, next purchase date) - A/B tecrupoBanue email + SMS
IIpumep cermeHTAa:

Segment: "High-value at-risk customers"”

Conditions:
AND Historical CLV > $500
AND Days since last order > 45
AND Predicted probability to purchase next 30 days < 20%

AND Email engagement last 90 days > 0

Action: Send win-back campaign with 25% discount

Ilena: $20-$1700/Mec (3aBUCUT OT KOJIMUECTBA KOHTAKTOB)

Omnisend

IIpeumymecrBa: - OmuukaHaibHocTh (email + SMS + push + WhatsApp B oxHo# kamnanuu) - TotoBsle maboHs! s e-commerce (abandoned

cart, welcome, win-back) - Toctynnasi nena ($16-$2000/mec)
Henocrarkmu: - Menbie rubkoctu vs Klaviyo - Cirabee ananuTuka

Jis1 koro: Masielii/cpezauii e-commerce (0 100K KOHTaKTOB).

Yotpo (SMS + Loyalty + Reviews)
OcoGennocTts: All-in-one /s retention: - SMS mapkerusr - [Iporpamma stosibHOCTH - CO0p 01361BOB + UGC (user-generated content)

HnaTerpanus:
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Shopify - Yotpo

Tocne mokynku:

1. Email: mpocsba OCTaBUTL OT3BIB (4Uepe3 7 JHei)

2. 3a or3piB » 200 6anios JOSILHOCTH

3. OmsbB myOmikyercss Ha Product Page aBTOMaTHYeCKn

4. SMS: "Cnacubo 3a or3biB! Bor npomokoxy -10%"

Iena: $199-$999/mec (IOPOro, HO OKYIIAETCS /IS CPETHUX/ KPYITHBIX MAara3uHOB).

RetailCRM (poccuiickas mwiargopma)

IIpeumymecrBa: - OmuukanaibHocTh (uHTerpanus c¢ VK, Telegram, WhatsApp, caiit, Tesedonus) - YmpasjieHue 3aka3aMu + CKIaZioM +

JoctaBkoii - I'mbkast aBromaruzanus (workflows) - ImnoprozamerieHue
OcoGenHocTh: He Tos1bKO MapKeTHHT, HO U oneparuonHas CRM (fulfillment, logistics).
IIpumMep UCIIOIb30BaAHMA:

1. Kmment ocopmmn 3aka3 Ha caiite

2. RetailCRM cosjaer 3aKa3, OTNpaBseT Ha CKJajl
3. Ckuag cobupaer, craryc - "['oToB K oTmpaBke"
4. CRM aBromarmuecku cospaer 3asBky B CIODK

5. Kmment nony4aer SMS ¢ TpeK—HOMEPOM

6. Ilocne pocraBkm = email ¢ mpockOOi OCTaBUTH OT3bIB
Ilena: ot 15 000 2/mec (moposke 3anagHbIX, HO 1151 PO pbIiHKa yo0Hee).

Jlnsa koro: CpesHuii/KpynHbIil 6u3Hec B Poccuu ¢ odraliH-KOMIOHEHTOH.

Keiic: uarerpamua CRM 1 HHTEpHeT-MarasmuHa

Kommnanus: MnTepHeT-Mara3ud kocMeTrky "BeautyBox" Macmra6: - 50K 3akazos/mecsn - AOV: 3500 P - ITlnardopma: Shopify

IIpoGaema: - Huskwuii repeat purchase rate (18%) - Bricokuii abandoned cart rate (75%) - Her cermenTanuu (Bce IOJIYYaKOT OZMHAKOBBIE

PacchUIKN)
Pemienue:

dran 1: Beioop miaardgopmser - TpeGoBanus: Shopify integration, SMS + email, predictive analytics - Boibop: Klaviyo ($300/mec mis 50K

KOHTAKTOB)
dran 2: Hacrpoiika nHTerpanuu (Heaeas 1-2)

Henb 1-3: [lopkmroueHne
- Klaviyo app ycraHoBieH B Shopify
- Historical data sync (10K kimentoB, 50K 3aka3oB)

- Custom fields: skin_type, favorite_ brand, hair_ color

Henb 4-7: CospgaHue CErMeHTOB
Segment 1: "New customers" (1 mokymka)
Segment 2: "VIP" (LTV >30K)
Segment 3: "At-risk" (He mokymam 60+ pHeil)
Segment 4: "Skin care lovers" (mokymaeT yXoj 3a KOXeil)

Segment 5: "Hair care lovers" (mokymaeT yXoji 3a BOJIOCAMHM)

JHenb 8-14: Jluzaitn email-mabnoHOB
- Welcome series (4 nucbma)
- Abandoned cart (3 mnucbMma)
- Post-purchase (2 mnucbMma)

- Win-back (2 muceMma)

Aran 3: 3anmyck apromarusanuu (Hexeaa 3-4)
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Week 3: Flows
v Abandoned Cart Flow
v/ Welcome Series Flow

v Post-Purchase Flow

Week 4: Campaigns
v Weekly newsletter (cermentbi: engaged subscribers)
v Monthly VIP exclusive

v Birthday campaign (ckmuka 20%)
Aran 4: A/B Tectsl (Mecsy 2-3)

Test 1: Abandoned Cart timing
A: 1h / 24h / 72h (control)
B: 30min / 12h / 48h

Winner: B (+12% recovery rate)

Test 2: Discount in abandoned cart
A: No discount
B: 10% discount in email #2
C: 15% discount in email #2

Winner: B (+18% conversion, ROI uyume vs C)

Test 3: Subject lines
A: "Bama kop3mHa Xjer Bac .- "
B: "MBan, Bbl 3a0bITM CBOM JIOOMMBIE MPONYKTHI"

C: "3asepmmTe 3aKa3 M mnojyuute nomapok "

Winner: C (+8% open rate)

PesyabraTthl (Uuepes3 6 mecsauen):

Merpuxka o IToce HizmeHeHue
Repeat Purchase Rate 18% 34% +89%
Abandoned Cart Recovery 0% 28% +28%

Email Open Rate 12% 22% +83%
Revenue from email 0P 4.2M P/mec +00

AOV 3500 P 4200 P +20%

LTV 6300 P 11800 P +87%

ROI: - 3arparsr: $300/mec (Klaviyo) + 120 yacoB HacTpoiiku = $10K/roz - JlonoHuTebHASA BBIPYyUKa: 4.2M P/mec x 12 = 50.4M B/rox ($560K) -
ROI: 5500%

Jlydmvie npakTUKH

1. [Ilepconan3zanusa uepes JaHHbIE
He Tak:

Tema: Ckugka 20% Ha Bce!

Tekcr: YcneilTe KynuTb CO CKUAKON [0 KOHL@A Hejenn!
Taxk:

Tema: MBan, Bama mo6umas cbiBopoTka The Ordinary cHoBa B Hamuuun!

Tekcr: Ilpuser, KMpan!

TlomuuTe, Mecsily Hazaj Bbl Kymuau ceiBopoTky The Ordinary
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Niacinamide 10% + Zinc 1%? Ona Bam nonpasBminach (0T3bB 5/5).

OTiauyHble HOBOCTM: OHA CHOBAa B HAJIMYMM TOCTE l'lepepblB'd!

+ IlepconanbHoe NpeasioKeHne: KymuTe 2 INT W Tojyunte 15% CKHMIKY .

[Kynuts ceiivac ]

Pesyaswrat: Open rate +45%, conversion +60%.

2. Tectupyire Bce

Yro TecTHpoOBaTh: - Subject lines (emoji vs no emoji, Anuna, nepconanusanus) - Timing (yrpo vs Beuep, 6yauu vs Boixogusle) - Discount levels

(10% vs 15% vs 20%) - CTA buttons (tekcr, 1i8et, pazmenenue) - Email length (kopoTkue vs i1iHHbIE)

MeTtoaoJsiorus: - A/B Tect Ha MUHEMYM 1000 mosydaresieil (statistical significance) - 3amyckarh ojHOBpeMeHHO (136€3KaTh BIUSHUS BPEMEHH) -

TecTUpOBATh 1 IEPEMEHHYIO 32 Pa3

3. Cooupaiire zero-party data
Zero-party data — jaHHbIe, KOTOPBIE KJIMEHT CO3HATEIBHO /Ia€T BaM.

IIpumepsr: - Onpocsr: "Kakoii y Bac Tl Koku?" — IepcoHanu3aIus NpoaykTos - Preference center: "Kak gacro xorure mosydars nucbma?" —

cHmkeHne unsubscribe - Quizzes: "Haiizu uieanbHbiil KpeM zyist iuna” — pekomenganuu + lead capture
Peanuzanus (quiz):

Landing page: "IlogGepure yxop 3a Koxeil 3a 1 muHyTy"

Bompoc 1: Bam tum koxmn?
O Cyxas
0O 2Kupnas
O Kom6unupopaHHast

O YyBcTBUTENbHAS

Bomnpoc 2: OcHosHasi mpobnema?
O Axue
O TurmenTanms
O Mopuiysbl

0O Cyxoctb

Bomnpoc 3: Bromxer na yxop (mec)?
0O o 3000 2
0O 3000-7000 2

O 7000+ P

[TTomyunTh peKoMeHyaLy |

- Email ¢ nepcoHaJbHOI NOJOOPKON (5 NPOJYKTOB)

- Kmuent coxpaven B CRM c rteramu: dry skin, anti_aging, budget medium

Pesyaprar: Conversion rate quiz — purchase = 12-18% (vs 2-4% 11st 06b1uHOTO TpaduKa).

4. SMS kak gomogHeHue K email

Koraa ucnosipzoBarb SMS: - Transactional (3aka3 ormpasJieH, focrasieH) — high open rate - Urgent (flash sale mocsientue 3 uaca) — immediacy

- High-intent (abandoned cart yepes 1 yac) — push k geiicrBuro

HE ucnosbs3oBars SMS uia: - JinHHBIX nuceM (4nTabesbHOCTh HUBKas) - BpeHanpoBaHHOro KoHTeHTa (email siydine) - YacThix pacchuIok

(pasnmpazkaer, high unsubscribe)

Best practice: 1 SMS Ha 4-5 emails.
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5. Orcae:xuBaiire attribution
Bomnpoc: Kakoii kaHaJ IPHHEC IPOJaKy?
Multi-touch attribution:

Day 1: Kimenr yemjen Instagram ad - mepemien Ha cait
Day 3: Ilonyunn welcome email - OTKPbUI, KIMKHYJ

Day 5: Ilonyunn abandoned cart email - xynun

Kto nomyunt credit?
- Last-click: Email (abandoned cart)
- First-click: Instagram ad
- Linear: Instagram 33% + Welcome email 33% + Cart email 33%

- Time-decay: Instagram 20% + Welcome 30% + Cart 50%
CRM noMoraet BH/JETh IIOJIHBIH Iy Th:

-- Klaviyo Analytics: Full customer journey
SELECT

customer_id,

first touch_source, -- 'instagram ad'
converting_ flow, -- 'Abandoned Cart'
revenue,

attribution_model -- 'time_decay'

FROM klaviyo.conversions

WHERE order_date >= '2026-03-01"

Pesyabrat: [loHNMaHue, Kakie KaMIIaHUK PaboTaloT — ONTUMHU3AIUsA OI0/KeTa.

3akaroueHue

CRM /151 e-commerce — 3TO He IPOCTO email-pacchuiku. ITo:

1. ExuHasn Ga3a KJIMEHTOB C [I0JIHOM UCTOPUEH ITOKYIIOK U TIOBE/IEHUsI

2. ABTOMaTH3a1usA }KU3HEHHOTO IMKJIa — OT [1epBOro Bu3ura /o loyal advocate

3. IlepcoHasu3anusa B Macirrade — THICSIN KJIHEHTOB IIOJIYYAIOT PEIEBAHTHBIE [IPE/IOKEHUS
4. Retention-focus — Jieniessie yiepxarh, 4eM IPUBJIEYH HOBOTO

5. Data-driven pemenust — A/B TecTbl 1 aHAJIUTUKA BMECTO Ta/IaHUs
KioueBble MeTpuKH ycrexa: - Repeat Purchase Rate >30% - Email Revenue >25% ot o61eii Beipyuku - LTV/CAC >3
CospemenHble nacTpyMeHTHI (Klaviyo, Omnisend, Retail CRM) fies1atoT 3T0 JOCTYIIHBIM J1axKe JIJIsl MaJIoro GH3Heca.

B ciiepytomem ypoke Mbl pazbepeM KPUTHYECKH BaKHYIO TeMy: Ge3omacHocTh ZaHHbIX 1 GDPR/®3-152 — kak paboTaTh ¢ KINEHTCKIMHU JAHHBIMK

3aKOHHO U 3TUYHO.

IIpakTUyeckoe 3ajaHue:

1. Ecin y Bac ectb e-commerce IIpoeKT:
2. IToxkirounte Klaviyo trial

3. Hacrpotite abandoned cart flow
4. BamycTuTe Ha 100 KJIMEHTOB, U3MEPbTE recovery rate
5. Eciiu HeT cBoero nmpoekra:

6. Boibepurte 3 TI00UMBIX HHTEPHET-Mara3uHa

7. Odopmure 3akas, HO He 3aBepuiuTe (6poIlIeHHAs KOP3UHA)
8. Anasmaupyiite: Kak OHU Bo3Bpamiaior Bac? Timing? Discount? Kpeatus?

9. Cosnaiite Welcome Series (Ha 6ymare) /isi BRIMBIIIIEHHOTO Mara3uHa:
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10. Email #1: Thank you + tracking
11. Email #2: Product tips + cross-sell

12. Email #3: Reward for repeat purchase

JlonosiHUTEabHBIE MaTepuassbl: - Klaviyo Academy (6ecrutatabie Kypesi) - Biror: klaviyo.com/blog - IToakact: "Retention Chronicles”

TI's1asa 28. Be3onacHoctb JanHbIX 1 GDPR

BBengenue

IlepcoHasibHbIE JlaHHBIE KJIHEHTOB — 310 HoBasg HebTh XXI Beka. CRM-cHCTEMBI XpPaHAT MMeHA, KOHTAKThI, HCTOPUIO MOKYIIOK, HEPENHCKY,
dunancoByo nHbOpManK0. ITO OTPOMHAsI IEHHOCTH JIJIs1 OU3HECa, HO U OrpoMHasi oTBercTBeHHOCTh. OiuH data breach mosker crouts KOMIaHuK
MUJUIMOHBI JIOJIAPOB IITPAadOB, PEIyTAI[HOHHBIX [TOTEPh U CyA€OHBIX MCKOB. B 9TOM ypoke MbI paszbepeM, Kak 3allUTUTh JAaHHbIE KJIMEHTOB,

co6utoctu GDPR B EBporie u ®3-152 B Poccnu, 1 IOCTPOUTH ZIOBEPHE Yepe3 IPO3PAYHOCTb.

Hoquy 0€e30IIacHOCTh AAHHBIX KDUTUYHA

Ilena yreuku JaHHBIX

Cratuctuka 2025 (IBM Security): - Cpexuss croumocts data breach: $4.88 Muyinona - Bpemst o6Hapy)keHUsI yTEUKHU: B CPESHEM 277 AHEH

- CTOMMOCTD 32 KaK/1yI0 YTEKIIIYIO 3aIHCh: $165
IIpuMepbI TPOMKHUX yTeUEeK:

Marriott (2018-2020): 500 miH 3anmceil winentoB - Illtpad GDPR: £18.4 mun ($23 MiaH) - PemyranuoHHBIE IIOTEPH: CHIDKEHUE

KanuTannsanuu Ha $2.8 miipz

British Airways (2018): 400K xineHTOB, fanHble KapT - llITpad GDPR: £20 mutH ($25 MiiH) - Komnerncauuu kivertam: $millions B cye6HbIX

HCKax
Equifax (2017): 147 muH 3anuceii (SSN, natel poskaeHus, aapeca) - llItpads! u settlement: $700 mutn - CEO yBoJieH, akuuu 06BaMINCh Ha 35%

BI)IBOL[: OHI/IH UHOUAEHT MOXKET YHUYTOXUTH KOMIIAaHUIO.

PeryinsaropHas cpeaa

GDPR (General Data Protection Regulation) — EBpocoio3s, 2018 - [IpumeHsieTcs K 110001 KoManuu, obpabarbsiBaoliei fanuble rpaxaad EC

- Illtpadsr: 10 €20 MIIH WIH 4% OT TOZOBOH BBIPYUYKH (UTO OOJIBIIIE)

®3-152 "O nepcoHaIBHBIX JAaHHBIX' — Poccust, 2006 (y:kecToueHus 2022-2024) - TpebyeT JIOKaIN3aLUIo0 JaHHbBIX rpakjad PO Ha cepBepax B

P® - IItpadsr: 1o 6 MiIH P /111 KOMIIAHUH, YTOJIOBHASA OTBETCTBEHHOCTb /IJIl PYKOBOJUTEIEeN
CCPA (California Consumer Privacy Act) — Kanudopuus, CIIA, 2020 - IlItpadsr: 10 $7,500 3a KaKA0e HApyIIEHNEe
PIPL (Personal Information Protection Law) — Kuraii, 2021 - OflHO U3 caMbIX CTPOTUX 3aKOHO/]ATEIbCTB B MUPE

TeHZleHI.IPI}I: PeI‘yJII/IPOBaHI/Ie yxKecrogaercs T106aJIbHO.

GDPR: 4TO Hy:KHO 3HATH

OcHOBHbIE IIPUHIUIIBI

1. Lawfulness, fairness, transparency (3aKkOHHOCTb, CIIPABEIJIUBOCTb, IPO3PaYHOCTh) - CoOMpaTh JaHHBIE TOJIBKO C IBHOTO COTJIACHS -

O6’bﬂCHﬂTb, 3a4YeM U KaK UCIIOJIb3YIOTCA JaHHBIE - He CKPBIBATH C60p JAaHHBIX B MEJIKOM II.IpI/ICl)Te

2, Purpose limitation (Orpanuuenue nesmn) - Cobupars TOJIBKO Te JIaHHbIE, KOTOPBIE HYKHBI /111 KOHKPETHOMU 1esin - Hesbast: cobparh email

JULA OTIIPABKH 3aKa3a, a IIOTOM CJIaTb MAPKETUHT 6e3 JI01I1. CorytacusAa

3. Data minimization (MuanMusanus KaHHbIX) - He cobupars u36biTouHble faHHbIE - [[pHMep: ecyii BBl IPOJaeTe HOCKY, BAM He Hy)KHA

JlaTa POK/AEHUs KJIMEeHTa
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4. Accuracy (TO‘[HOCT])) - ZlaHHLIe JOJIKHBI OBITH aKTyaJIbHbIMH - KimeHT MoxKeT 3aIIPOCUTD HUCIIPABJI€HNE€ HEBEPHBIX JAHHbBIX

5. Storage limitation (Orpanunuenue xpanenus) - He XpaHuTh JJaHHBIE JI0JIbIIIE, YeM He0OXoauMo - ITocste rocTriskeHus neau (Harpumep,

AOCTaBKHU 3&1(213&) — YAQJIUTh WX aHOHUMU3UPOBATH

6. Integrity and confidentiality (IlesiocTHOCTP U KOHMPHUAEHIUAIBHOCTH) - 3alUTa OT HECAHKIIMOHHPOBAHHOIO JIOCTYIa, yTEUEK -

IIudpoBaHue, KOHTPOJIb JOCTYIA, AYIUT

7. Accountability (IlogoTueTHOCTb) - KOoMmanus /o/KkHA foKazath compliance - Becru 3anucen o6paborku manubix (Records of Processing

Activities)

IIpaBa cy0'bEKTOB JaHHBIX

ITox GDPR KJIMEHTHI UMEIOT IPABO:

1. Right to be informed (IIpaBo 3HaTh) - UTo cobupaeTcs, 3aueM, KakK ZI0JIr0 XPAHUTCS, C KEM JIeJIUTCS

2. Right of access (IIpaBo gocryma) - KirieHT MOXKeT 3alpOCUTh KOIIHIO BCEX IaHHBIX 0 HeM - OTBeT: B TeueHue 30 JHel, 6ecriaTHO
3. Right to rectification (IlpaBo Ha ncnpasJieHue) - VclipaBuTh HEBEPHBIE JAHHBIE

4. Right to erasure ("Right to be forgotten" — IIpaBo Ha 3a6Benmue) - Yianurh Bce Januble (eciu Het legal basis s xpanenust)
5. Right to restrict processing (IIpaBo Ha orpaHuYeHIe 00padoTKH) - BpeMeHHO 3aMOPO3UTh UCIIOJIb30BAHUE JAHHBIX

6. Right to data portability (IlpaBo Ha mepeHocumocTs) - Ilomyuuts ganHble B machine-readable ¢popmare (CSV, JSON) - Ilepenectu k

KOHKYPEHTY
7. Right to object (IIpaBo Ha Bo3pa:keHHe) - OTKa3aThCsA OT MAPKETUHIOBBIX PACCHUIOK, IPO(UINPOBAHUA

8. Rights related to automated decision making (IlpaBo He GbITh 0GHEKTOM aBTOMAaTU3NPOBAHHBIX pernenuii) - Eciu Al npunumaer

petieHusi (KpeauT, CTPAX0OBKa) — KJIMEHT MOKeT TpeboBaTh human review

Consent (Coryiacue)

TpeGoBanus k corsacuro mox GDPR: - Freely given (Jlo6poBoJibHOe) — He forced, He ycioBre MOKyNKY (€CM He HYXKHO ISl UCIIOJTHEHUS
norosopa) - Specific (KoHKpeTrHO€) — OT/IeJIbHOE COIJIacHe Ha MapKETUHT, aHAJIUTHKY, epepady tperbuM Juiam - Informed
(UudopmMmupoBaHHOE) — MOHATHBIN A3BIK, HE IOPUANYECKUN kaprod - Unambiguous (HeaBycmbiciienHoe) — affirmative action (uex6oxce),

pre-ticked boxes 3amnperenst
ILroxoi npumep (Hapymenue GDPR):

51 cormacen ¢ YCIIOBUSAMM  MCIIOIb30BaHUA , TOJTUTHKO KOHq)"HCHH"aHLHOCTM,

NOJYyUCHUEM MAapKETUHIOBLIX PAaCChUIOK M nepena‘leﬂ JaHHBIX TIAPTHEPaM .

[Kuonka: 3aperucrpupoBaThbes |
IIpoGaemsr: - Pre-ticked (rasiouka o ymosruanuio) — 3anpereso - Bundled consent (Bce B 0{HOM) — Hy>KHBI OT/I€JIbHbIE YUEKOOKCHI
IIpaBUIBHBINA IPUMeEP:

0O S cormacen ¢ 06p360TKOﬁ NEPCOHANBHBIX [IaHHBIX [JIs1 BBINOJIHEHUS 3aKas3a

(00s13aTeNIbHO ISl PEerHCTPALNN )
0O S cornaceH MOJyyaThb MAapKETHHIOBBIE PACCHUIKM (OMIMOHAJBHO )

O S cornaceH Ha nepefavy JaHHbIX NapTHEpaMm Uit HepCOHaJII/Bl/IpOBaHHOﬁ

pekJiambl  ( ONLMOHAILHO )
[Cebika: IlonmTnka KoH(UASHIMATLHOCTH ]
[Kuonka: 3apeructpupoBaThes |

Data Processing Agreement (DPA)

Eciiu Bo! ucnosnbdyere CRM-1wiardopmy (Salesforce, HubSpot, Zendesk), st — Data Controller, a onu — Data Processor.
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GDPR Ttpeoyer: - Ilognucats DPA (Data Processing Agreement) ¢ mporeccopom - IIporeccop o6s3yercs cobmonats GDPR - ITporeccop He MOXKeT

HCIIOJIb30BATh JIaHHBIE U1 CBOUX ueneﬁ

BoasmuHerBo KpynHbix CRM-11ardopm npegocrasiaaior standard DPA: - Salesforce: salesforce.com/company/privacy/full_privacy.jsp

- HubSpot: GDPR-compliant mo ymosrganuio - Zendesk: noanucsisaior DPA aBTOMaTHYeCKU IPU PETUCTPAIIAN

Yro mpoBepATH: - Sub-processors (koMy ITpolieccop MOXKeT Ilepe/iaTh AaHHbIe) - Data location (rze xpanares fanHble — cepBepsl B EC?) - Security

measures (ummdposanue, backup, ayaur)

Cross-border data transfers
IIpoGaema: GDPR zanpemniaer nepeiady faHHbIX 3a npezensl EC, eciu ctpana He obecnieunaer "adequate level of protection”.
MexaHN3MbI JIETATHHOM Mepegayumn:

1. Adequacy Decision (Pemenue o xocraroanocts) - EC npusHai, 4To cTpaHa UMeeT JOCTaTOUHBIN ypoBeHb 3auuThl - Crincok: IIBeiinapus,

Kanapna, fInonus, Beauko6puranus (post-Brexit), Mi3pauib

2. Standard Contractual Clauses (SCC) - CranzapTHble JOrOBOPHbIE OrOBOPKH 0T EBpokoMuccuu - IIponeccop noxgmuceiBaer SCC — MOXHO

Iepe/iaBaTh JAHHBIE
3. Binding Corporate Rules (BCR) - /[y KpyIHbIX Kopriopanuii ¢ opucamu B EC u 3a ero npejenamu
4. Consent - KirieHT siBHO coriamiaercs Ha nepeziady gqaHHbeix B USA/Russia/ete.

Privacy Shield (meptB): - B 2020 rogy EU Court of Justice ormennn Privacy Shield (USA-EU data transfer framework) - Ilpuunna: NSA

surveillance - Terrepps USA KOMIIaHUY I0JIXKHBI UCII0/Ib30BaTh SCC
IIpakTudeckuii Boupoc: "f poccusinuH, ucnosas3yio Salesforce (cepsepsr B CIIIA). Mou kinenTst — rpaskaane EC. Kak cobioctu GDPR?"

OrBer: 1. Salesforce mpenocrasisier SCC — moanucares 2. Britounts EU data residency (xpanenue nanubix B EC mara-uenrpax) — Salesforce

[pezIaraeT 3a JIoll. IiaTy 3. YBeOMUTh KJIHeHTOB B Privacy Policy: "Ilanubie o6pabarsiBatores Salesforce (USA) Ha ocaoBanuu SCC"

®3-152: poccHIICKO€e 3AaKOHOJATETHECTBO

OCHOBHBbBIE MMOJIOKEHUA
®3-152 "O nepcoHAJBHBIX JAHHBIX'" (2006, pegakuusa 2024):

Yro cunTaercsa NepCOHAJIBHBIMU AaHHBIMU: - PO - [laTa 1 MecTo poxzieHus - Axnpec - Tesredon, email - Ilacioprasie ganusie - oTO, BUEO

(ecsiu MOXKHO UAEHTUDHUIUPOBATH YeJIOBEKA)

CrnenuajibHble kKaTeropuu (TpeGyIOT OTAEJIBHOro corjacus): - buomerpus (oTmedarky, JUIO) - 3/0pOBbe - Paca, HAIIMOHAJIBHOCTH -

PeJII/II‘I/IH, MOJIUTHYECKHUE B3TJIABI - cyZ[I/IMOCTI/I

OnepaTop epcoHATBHBIX JAHHBIX — KOMIIAHUsA, KOTOpas cobupaer 1 06pabaTbiBaeT faHHble (BBI).

TpeboBanusa ®3-152

1. Corstacue cyopekTa - ITucbMeHHOe (WIH 9JIEKTPOHHOE € TOATBEPKAeHreM) - KonkpeTHoe (/7151 Kakux 1eseit) - OT3pIBHOE (MOXKHO OTO3BaTh B

J110601 MOMEHT)

HcknoueHusa (MoxkHO 0e3 coryiacus): - VcrnosHeHre oropopa (mocraBka 3akasa) - 3aimura Ku3Hu (BbI30B CKOPOii) - IyGyinuHbIe JaHHbIE

(CMU, my6iiaHbIe JTII0/1N)
2, JIokau3anusa JaHHbIX rpaxaaH PO

3axkoH (cr. 18 ®3-152):

HSaHHCL, cucreMarnsanus, HaKOIlJIEHUE, XpaHeHue, YTOUHEHHe (O6HOBJ’I6HI/IQ, I/ISMGHCHI/IQ), U3BJIEYEHUE IIEPCOHAJIBHBIX JAHHBIX TPakJaH

Poccuiickoit ®erepaniuu J0IKHBI OCYIIECTBIIATHCS € UCIOIb30BaHUEM 6a3 TaHHBIX, HAXO/AIINXCS Ha TepPUTOpHH Poccuiickoit Oeneparuu.”
Y10 310 3HAUMUT: - [lepBuuHas 00paboTKa AaHHBIX P® rpakzgaH — Ha cepBepax B P® - MoOKHO KONHMPOBATh B 3apyOeKHBbIE JlaTa-IeHTPHI (C

coracus), Ho primary database — B P®

IIpakTHYEeCKHii MpuMep:
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Cuenapuit 1 (3aKOHHO) ¢
Kmuenr (P®) odopmiser 3aka3 - JaHHble coxpaHsioTcsi B PostgreSQL (Yandex Cloud, Mocksa)

- Komusi cunxponmsupyercsi B Salesforce (CHIA) pnsi aHaTUTHKH

Cuenapuit 2 (HE3aKOHHO) :
Kmenr (Pd®) odopmuser 3aka3 - pgamble ugyT cpady B Salesforce (CIIA)

- Her primary database B P®

IItpadsr 3a HapyureHue Jokaausanmuu: - llepBoe HapyumieHue: 10 6 muH P - IloBropHoe: 10 18 MiaH P + GJIOKHMpOBKa cepBuca

POCKOMHaHSOpOM

Kro momas: - LinkedIn (2016) — 3aGiokupoBan B P® 3a orkas JiokanusoBarh JaHHble - Google, Meta (Facebook) — mrpadsr (Ho He

3a0JIOKUPOBAHBI, T.K. CJIUIIIKOM KPYITHBIE)
3. YBepomiieHue PockomHaazopa

Koraa Hy:XKHO yBeAOoMJIATH: - HaunHaeTe 06pabaThiBaTh IepCOHAIbHBIE IaHHbIe (TIEPBBIN pa3) - Miu nomnasiaere 1mo/| UCKIoueHus (Iy0inaHble

JIaHHBIE, IOTOBOP) — HE HY>KHO

BOJBIIMHCTBO KOMMEPYECKUX KOMIaHUK monmaganT MoJA UCKJIIOUYECHUA (o6pa60T1<a JIJI UCIIOJTHEHU A Z[OI‘OBOpa), II03TOMY yBE€IOMJIEHUE

He Tpebyercs.

Ho ecsiu coGupaere JaHHBIE /I MAPKETHHTAa (He CBSI3aHHOT'O C /IOTOBOPOM) — YBEIOMHUTb.
4. 3amura ganasix (FOCT P 57580-2017)

YpoBHH 3aaThI (3aBUCAT OT 00bE€Ma U TUINA JAHHBIX):

¥Y3-1 (BBICOKMIA): >100 000 CYOBEKTOB MJIU CIIEaibHble KaTeropuu - [lludposanue - Mexceressie skpanbl - SIEM (Security Information and

Event Management) - PerysisipHble ayiuTsl
¥Y3-2 (cpeguuii): 1 000 - 100 000 cyobekToB - [lludposanue - Koutposs fgocryna - JlorupoBanue
¥3-3 (6a30BBbIii): <1 000 cyobexToB - [laposnu - AuTHBHpYC - PU3HUYECKast 3aIIUTA CEPBEPOB

Jlist GOIBbIIMHCTBA MAJIBIX/CPEeIHIX KOMIaHuii: Y3-2 wiu Y3-3.

IIpaBa cy0obexTOB o ®3-152

IToxoxxu Ha GDPR, HO MeHee cTporue: - JIOCTYyIl K CBOMM JAaHHBIM — MOJKHO 3alpocUTh - VicnipaBjieHe HeBEePHBIX JAaHHBIX - OT3bIB

corJiacus — IpeKpaTUTh 00paboTKy - YxaseHue — Ho ToJIbKo ecyin Het legal basis (Hanpumep, 10roBop)

Cpoxk oTBeTa: 30 jaHeii (kak B GDPR)

Texanueckasn JamuTa JaHHbIX

IIpuHIUIIBI 6€30IMaCHOCTH

CIA Triad:

Confidentiality (KoHduaeHIIHaIBHOCTD): - [[aHHbIE ZOCTYIIHBI TOJIHKO aBTOPU30BAHHBIM JIUIIAM - MeTozsl: mudpoBaHue, KOHTPOIb ZOCTYIIA
Integrity (Ile;iocTHOCTB): - [[aHHbBIE HE U3MEHEHbI HECAaHKITMOHUPOBAaHHO - MeTo/ibl: checksums, digital signatures, audit logs

Availability (locrynmHoCTb): - /[aHHbBIE JOCTYIIHBI KOI/Ia HY>KHBI (He MOTepsiHbl, He 3abs0kupoBanbl) - Mertoabl: backup, redundancy, DDoS

protection

Iudposanue
1. Encryption at rest (8 mokxoe)
JlanHbIe Ha AucKe 3amudpoBaHbl. Ecan pusnueckuii cepsep yKpayT — laHHbIe HEUHTaeMbl.

Mertoasr: - Full disk encryption — Becs auck (BitLocker, LUKS) - Database encryption — PostgreSQL/MySQL c transparent data encryption

(TDE) - Application-level encryption — mpunoxenue mudpyer Hepes 3anuchio B b1

IIpumep (Node.js + AES-256):
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const crypto = require('crypto');

const ENCRYPTION_KEY = process.env.ENCRYPTION KEY; // 32 bytes

const IV_LENGTH = 16;

function encrypt(text) {
const iv = crypto.randomBytes(IV_LENGTH);
const cipher = crypto.createCipheriv('aes-256-cbc', Buffer.from(ENCRYPTION KEY), iv);
let encrypted = cipher.update(text);
encrypted = Buffer.concat([encrypted, cipher.final()]);

return iv.toString('hex') + + encrypted.toString('hex');

function decrypt(text) {
const parts = text.split(':');
const iv = Buffer.from(parts.shift(), 'hex');
const encrypted = Buffer.from(parts.join(':"'), 'hex');
const decipher = crypto.createDecipheriv('aes-256-cbc', Buffer.from(ENCRYPTION KEY), iv);
let decrypted = decipher.update(encrypted);
decrypted = Buffer.concat([decrypted, decipher.final()]);

return decrypted.toString();

// Wcnonb3oBanue
const email = 'user@example.com';
const encryptedEmail = encrypt(email);

// Coxpanntb B BJl: encryptedEmail

// Yrenune
const decryptedEmail = decrypt(encryptedEmail);

// user@example.com

Basxkno: Kiou mudposanus xpaHuth B secrets manager (AWS KMS, HashiCorp Vault), He B koze.
2. Encryption in transit (B ABu:keHun)

JlaHHBIE MeXX/Ty KIIMEHTOM H CepBEPOM, MeK/ly CepBHCAMH ITH(PYIOTCA.

Metozami: - HTTPS (TLS/SSL) — o6si3aTesibHO /uist BeeX caidToB - VPN — Jyist HOAK/IIOUEHUs K BHYyTpeHHUM crcreMam - mTLS (mutual TLS) —

JU1s service-to-service communication
IIposepka:

# Tlposeputh SSL ceprucduxar

curl -vI https://yourcrm.com

# JlomKeH ObITh:
# TLS 1.2 wmm 1.3 (TLS 1.0/1.1 deprecated)

# Strong cipher suites

KonTpoJas rocryna

IIpuniun HanMeHnpmux npusuierunii (Principle of Least Privilege): - Kaspliii cOTpyAHUK HMeeT ZOCTYII TOJIBKO K TEM JAHHBIM, KOTOPBIE

HY>KHBI JIJI €I'0 PabOThI
RBAC (Role-Based Access Control):

Pomn B CRM:

Admin:

— TlonHblil JOCTYm KO BCEM JIaHHBIM
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- YIlpaBJ'lCHlde 10J1b30BaTE/ISIMU

— H3meHeHne HacTpoek

Sales Manager:
- Yrenne Bcex deals CcBOeil KOMaH[bI
- PepaktupoBanme cBoux deals

- Her pocryna K CI)I/IHaHCOBbIM JAHHBIM JPYyrux KOMaH[{

Sales Rep:
- UYreHne/pelakTnpoBanne TONLKO cBonx deals

- Her pmoctyma x deals komzer

Support Agent:
- Urenne customer data (s nomIepxKKu)

- Her pocryma x sales pipeline

Marketing:
— UYreHne KOHTAaKTOB (/s campaigns)

- Her pocrynma x deals, duHaHcam
Peanuszanua 8 CRM:

// Salesforce — Profile & Permission Sets
// HubSpot — Teams & Permissions

// Custom CRM — Middleware

app.get('/api/deals/:id', authenticate, authorize(['sales']), async (req, res) => {

const deal = await Deal.findById(req.params.id);

// Check ownership
if (reqg.user.role === 'sales_rep' && deal.owner_ id !== req.user.id) {

return res.status(403).json({ error: 'Access denied' });

res.json(deal);

})i

Audit Logs (KypHaiupoBaHue)

Yro gorupoBarh: - KTo mosyuni goctyn k gaHHbiM (user, timestamp, IP) - Kakue jaHHBIE IPOCMOTPEJ/M3MEHII - DKCIOPT JaHHbIX (data

portability requests) - I3MeHeH#He paB g0cTyna

ITouemy: - PaccienoBanue unuaeHToB - Compliance ¢ GDPR/®3-152 (j10ka3aTh, 4TO BBI 3alHIaeTe JaHHbIEe) - OOHAPYKEHUE T10/[03PUTEIHHON

AKTUBHOCTHU
IIpumep (PostgreSQL + Audit trigger):

CREATE TABLE audit_log (
id SERIAL PRIMARY KEY,
table name TEXT,
action TEXT,
old _data JSONB,
new_data JSONB,
user_id INT,

timestamp TIMESTAMPTZ DEFAULT NOW()

CREATE OR REPLACE FUNCTION audit trigger func()

RETURNS TRIGGER AS $$
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BEGIN
IF TG_OP = 'UPDATE' THEN
INSERT INTO audit_log (table name, action, old data, new data, user_ id)
VALUES (TG_TABLE_NAME, 'UPDATE', row_to_json(OLD), row_to_json(NEW), current_setting('app.user_id')::INT);
ELSIF TG_OP = 'DELETE' THEN
INSERT INTO audit_log (table_name, action, old data, user_id)
VALUES (TG_TABLE_NAME, 'DELETE', row_to_json(OLD), current_setting('app.user_id')::INT);
END IF;
RETURN NEW;
END;

$$ LANGUAGE plpgsql;

—- Ilpumennth K Tabimie customers
CREATE TRIGGER audit_trigger
AFTER UPDATE OR DELETE ON customers

FOR EACH ROW EXECUTE FUNCTION audit_trigger_ func();

CRM-mi1ardopmsi ¢ built-in audit: - Salesforce: Field History Tracking + Event Monitoring - HubSpot: Activity logs (KToO OTKpPBLI KOHTAKT, KTO

skcnopruposa) - Zendesk: Audit Logs 7u1st Bcex neicTBuit

Backup & Disaster Recovery

3-2-1 IPaBWJIO: - 3 KOIIMHU AAaHHBIX (primary + 2 backup) - 2 pasHsIx THIIa XpaHHIHIIA (UCK + 0071aK0) - 1 komu: offsite (reorpaduuecku

yAaseHHas)
Yacrora backup: - Critical data (CRM, 3aka3sbl): e:keaHeBHO win real-time replication - Less critical: exxeHeziesibHO

TecTUpoBaHNE BOCCTAaHOBJIEHUA: - Minimum 1 pa3 B kBapran — mposectu disaster recovery drill - IIpoBepHUTb: MOMKHO JIU BOCCTAaHOBHUTH

JnanHble? CKOJIBKO BpeMeHU 3aHUMaeT?
IIpumep (PostgreSQL + automated backup):

# Cron job: exefHeBHblI backup B S3

0 2 * * *x pg dump -U postgres crm_db | gzip | aws s3 cp - s3://my-backups/crm_db_$(date +\%Y\2m\%d).sql.gz

# Retention: 30 pmeit
# CkpunT Ans ypaneHusi crapbix backup
aws s3 1ls s3://my-backups/ | while read -r line; do
createDate=$(echo $line | awk {'print $1" "$2'})
createDate=$(date -d "$createDate" +%s)
olderThan=$(date -d "30 days ago" +%s)
if [[ $createDate -1t $olderThan ]]; then
fileName=$ (echo $line | awk {'print $4'})
aws s3 rm s3://my-backups/$fileName
fi

done

IIpakxTnueckas peamusanusa compliance

IlIar 1: Privacy Policy (Iloxutnka KOHQUIEHITUATHHOCTH )

Yro poskHO ObITh: 1. Kakue manubie cobupaem (ums, email, Tenedon, IP, cookies) 2. 3auem cobupaem (BBINIOJIHEHUE 3aKas3a, MAapPKETHHT,
ananutuka) 3. Legal basis (cornacue, morosop, legitimate interest) 4. C kem genumest (mporeccopsr: Salesforce, oYTOBbIE CEPBUCHI, IJIATEKHBIE
cucremsl) 5. Kak soro xpanum (3axassl: 5 JIeT 10 HAJIOTOBOMY 3aKOHOZIATEIBCTBY, MAPKETHHT: 10 OT3bIBa corsiacusi) 6. IlpaBa cyObeKkToB (mocTy,

UCIIpaBJIeHNe, yaaneHue, skernopt) 7. Kontakret DPO (Data Protection Officer) miu oTBeTcTBEHHOTO
SAsbik: IIpocToil, MOHATHBIN (HE IOPUANIYECKUN KapTOH).

IIpumep (bpparmenr):
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## Kakue jjaHHble Mbl cOGMpaeM

Korpa BbI odopmisiere 3aka3, Mbl COOMpaeM :
- ®UO (ans mOCTaBKM)

- Appec JocTaBKI

- Teneon (Kypbep CBsDKeTCs )

- Email (OTmpaBMUM Y€K M TpeK—HOMEp)

Kor}_(a Bbl IOJNUCHLIBACTECh HA PACCBLUIKY 2

- Email (st OTHpaBKM MHCEM)

ABromaruyeckn (uepe3 cookies):
- IP-agpec
— CrpaHuupl, KOTOpbIe BbI IOCETHIIH

— YcrpoiictBo 1 Gpaysep

## 3aueM Ham 3T JlaHHbIE

- JlocraBuTh 3aka3 (legal basis: wcrHoJHEHHE [OroBOpa)
- OrnpaButh 4Yek (legal basis: HaloroBoe 3aKOHOJATENHCTBO)
- Ynyuumrs caiit (legal basis: legitimate interest)

- Otnpasnsite MapkeTuHr (legal basis: Bame coracue, MOXKeTe OTIHCATHCS )

## Baum npasa

Bbl Moxere :

- 3ampocuTh KOMMIO CBOMX J[AHHBIX - support@shop.com

- MHcnpaButh HeBepHbIE [aHHbIC

- YpanmTh akKayHT (Mbl yJaIUM BCE, KpPOME JIaHHBIX, KOTOpble OOs3aHbI XPAHUTb IO 3aKOHY )

- Ortka3zarbecsi OT paccbuiki (KHomkKa "Otmucarbesi” B Kak[oOM MUCbME)

OtBetM B Teuenme 30 [HEN.

T'ne pasmecTuts: - Oyrep caiita (ccouika "Privacy Policy") - Ilpu perucrpanuu (4ek60Kc ¢ IMHKOM) - B kakZioM MapKeTHHroBoM email (ccbUika B

dyrepe)

HTar 2: Consent Management

Cookie Consent Banner:

ITo GDPR, Hes1b3s cTaBUTh non-essential cookies (ananuTuka, pekiaama) 6e3 coriacusi.

Essential cookies (rexanuecku HeoOX0/[UMbIE) — MOKHO 0e3 coryacusi: - Session cookies (aBropusanusi) - Shopping cart
Non-essential — ny»xHO coracue: - Google Analytics - Facebook Pixel - Pexiiamusle cookies

Pemenue: Cookie Consent Banner

<!-- MHcnomnb3oBaTh OuOMMOTEKYy: cookieconsent, onetrust, wm custom -->
<script src="https://cdn.jsdelivr.net/npm/cookieconsent@3/build/cookieconsent.min.js"></script>
<script>
window.cookieconsent.initialise({
palette: {
popup: { background: "#000" },
button: { background: "#£1d4600" }
Y
type: "opt-in", // Baxno: opt-in, He opt-out
content: {

message: "Mbl ucnonsdyem cookies st yiydiieHust OnbiTa. AHAIMTUKA M peKiama TpeOyIOT Baliero cormacusi.”,
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allow: "Ilpunsars",
deny: "Orkiouuts",
link: "IloppoGuee",
href: "/privacy-policy"
i
onStatusChange: function(status) {
if (status === 'allow') {
// 3arpysute Google Analytics

loadGoogleAnalytics();

}
)i

</script>

BaxkHo: /10 H0JIyueHust COTIacus — He 3arpy’KaTh aHAJIUTHKY/pEKIamy.

IIIar 3: Data Subject Requests (DSR)
3anpocsI OT KJINEHTOB:

1. Right to access (3anpoc qaHHbBIX)

Knuent numrer: "Xouy KOIHIO BCEX MOUX JAHHBIX .
ITponecc:

1. Verify identity (macnopr, email confirmation)
2. W3Bneub Bce faHHble KiMeHTa 3 CRM
3. DkcrmoprupoBath B CSV/JSON

4. Ornpasuth Mo email (3ammpoBaHHBIN apXuB)
Automation (ecitu CRM nogaep:xusBaer API):

app.post('/api/dsr/access', authenticate, async (req, res) => {

const customerId = req.user.id;

const data = {
profile: await Customer.findById(customerId),
orders: await Order.find({ customer_id: customerId }),
support_tickets: await Ticket.find({ customer id: customerId }),

email history: await EmailLog.find({ customer_id: customerId })

const csv = json2csv(data);

// Ornpasutk no email
await sendEmail(req.user.email, {
subject: 'Bamm nepcoHanbHble JaHHbIC',

attachments: [{ filename: 'my_data.csv', content: csv }]

)i

res.json({ message: 'Data sent to your email' });
})i
2. Right to erasure (yzanenue)
Kiment numer: "Yaaaure Bce MOU JaHHbIe" .
ITponecc:

1. Verify identity
2. IIposeputh legal obligations (MoxeM M yjganuTb? )

— Ecim ecTh aKkTUBHBIN 3aKa3 — HeNb3st (JIOTOBOP)
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- Ecim ectb Hanmoroble 00s3aTeNbCTBA (XPaHUTh YEKM 5 JIET) — YACTUYHOE Y/lalleHUE
3. Yjanuth/aHOHMMU3MPOBATL JAHHBIC

4. TlopTBEepauTh KIMEHTY

Soft delete vs Hard delete: - Soft delete: nomeruts deleted_at, He mokasbiBath B UI, HO xpanuts B B/l (s legal obligations) - Hard

delete: nmosHOCTEIO yAaauTh (OMAcHO, MOXKHO HapymuTh referential integrity)
Best practice: Anonymization (aHOHUMHU3an M)

-- Bwmecro DELETE

UPDATE customers

SET
first _name = 'DELETED',
last_name = 'USER',

email = CONCAT('deleted_', id, '@example.com'),
phone = NULL,

address = NULL,

deleted_at = NOW()

WHERE id = 12345;

HaHHbIe 6oJIbIIe HE IIepcoHaJIbHbIE (He]ILSH I/IL[GHTI/ICI)I/IIII/IPOBaTb), HO CTaTHUCTHUKA COXpaHeHa (KO]II/I‘{ECTBO 3aKa30B, CyMMI)I).

IIIar 4: Data Breach Response Plan

Yro geJsiaTh IPU yTeUKe:

ITox GDPR: 06s13aHBI YBEAOMUTD B TEUEHHE 72 YacOB (eCJIU eCTh PUCK /IJIA IPaB CyOBEKTOB).
IL1aH xeicTBHii:

Hour 0-1: OGHapy:xkeHue u containment

1. O6Hapyxum yteuky (alert or SIEM, cooOlueHHe OT KJMEHTa)
2. HM3onmpoBaTh CKOMIIPOMETHPOBAHHYIO CHCTEMY

3. Cobparb incident response team
Hour 1-24: PaccaenoBaHue

4. Onpepenuth scope:
- Kakue janHbie yTekam?
- CkombKo 3ammceii?
- Kro momyunn pocryn?

5. YcTpaHuTh YySI3BUMOCTH
Hour 24-72: YBegoMmiieHue

6. YBeomuTh perynstopa (GDPR: supervisory authority, ®3-152: Pockomuagsop)
dopma: onucaHue WHIMIEHTa, SCOPE, Mepbl MO YCTPAHEHUIO

7. YBeJOMHUTb MNOCTPajaBIIMX KIMeHTOB (ecim high risk)
Email: "[lpomsomien MHUMJEHT, BallM [aHHble X MOIIM ObITb CKOMIIPOMETHPOBAHBI.

Msl npeanpuusian Mepbl Y. PekomeHgyeM CcMeHUTb mapofb. "
Post-mortem:

8. AnHaim3 npuumH (root cause analysis)
9. BHeapeHue Mep Ui NPEIOTBPALLEHUs MOBTOPEHNs

10. O6noBnenue incident response plan

IITpadbl MOKHO CHHM3UTH, €CIH: - BBICTPO OOHAPYXKHJIM U YCTPAHWUIH - YeCTHO COOOUIINA peryynaropy - I[IpefnpUHAIN Mepsl IJisg

MUHUMH3AIUH yiepoa

Compliance-friendly CRM miaTgopmbI

Yto nmpoBepATh npu BsiIGope CRM:
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GDPR/ISO 27001 certification - Salesforce: GDPR-compliant, ISO 27001, SOC 2 - HubSpot: GDPR-compliant, ISO 27001 - Zendesk: GDPR-

compliant, ISO 27001

Data residency options - MoxHo yiu xpauuts fgansble B EC (1y1s GDPR) win PO (s 3-152)?

DPA (Data Processing Agreement) - [Tognuceisaior jiit ouu standard DPA?

Built-in consent management - HubSpot: Cookie consent banner, email opt-in tracking - Salesforce: Consent Management (10110JIHUTEIBHO)
Data portability - API juis1 sxcnopra janusix B CSV/JSON

Audit logs - Kro, xorjja, kakue JaHHbIe IPOCMAaTPUBaJ/ U3MEHSIT

Poccuiickue CRM (miia ®3-152): - Burpukc24: Cepsepsl B PO, yokanuzanus faHHbX - Retail CRM: Poccniickas mwiatdopma, compliance ¢

D©3-152 - amoCRM: Cepsepsl B PO, nogzepxka P3-152

3akJaro4eHue

BesonacHOCTh JaHHBIX — 3TO He omIwys, 570 must-have. KiroueBble IPUHIUIIBL:

1. CoGupaiiTe MUHHMYM — He XpPaHUTE JIHIIHYE TaHHbIe
2. ByabTe mpo3payHbl — 00bACHANTE, 3a4e€M HYXHbI JIaHHbIE
3. 3amuuaiTe TeXHUYecKku — g poBaHye, KOHTPOJIb goctyna, audit logs
4. Cooumopaiire 3akoHbl — GDPR, ®3-152, CCPA
5. ToToBbTECH K MHIIMAEeHTaM — data breach response plan
JloBepue KJIMEHTOB = KOHKYPEHTHOE NMPEUuMYIIeCTBO. KoMIIaH!M, KOTOPhIe CEPhE3HO OTHOCATCA K Privacy, BBIMTPHIBAIOT B /I0JITOCPOUHON

TIIEpCIIEKTUBE.

B ciesyronieM ypoke Mbl IOTOBOpUM 0 MacinTabupoBanuu CRM — Kak pacTu oT crapramna o enterprise 6e3 60sm.

l'[paKTuqecKoe 3azaHue:

1. IIpoBepsTe Privacy Policy Bamero caiira (niu j1r060ro caiira):
2. Vkazansbl J1u legal basis 11 06paboTKY TaHHBIX?

3. OnrcaHs! i IpaBa cyOHEKTOB?
4. Ectb 511 KOoHTaKT A1 DSR 3anpocos?

. ITpoBepsrTe cookie consent:

o w

Ectb sin1 opt-in 6aHHep?

Mo2KHO J11 OTKJIOHHUTB non-essential cookies?

©

. Cospaiite Data Subject Request npouecc (1Ha 6ymare):

9. Kak BbI Oy/iere mpoBepsTh identity?
10. OTkyza cobepere mauusie (CRM, email, sioru)?

11. B xakom dopmare otupasure (CSV, JSON)?

JlonostHUTEAbHBIE MaTepHuaibl: - GDPR obuimanpueiii Teker: gdpr.eu - ®3-152 teker: consultant.ru - Kype: "GDPR for Developers" (Udemy) -

Kuura: "Data Privacy: A Runbook for Engineers" — Nishant Bhajaria

I'nasa 29. MacmirabupoBauue CRM: ot crapramna a0 enterprise

BBenenue

MacmrabupoBanue CRM — 3710 He mpocTo "mo6aButh 6oJIbIle mosib3oBaresei” uin "KynuTh 6osbinuil TapudHseii wian". 3to GyHAaMeHTaTbHAas
TpaHchOpMAIHsL IPOLIECCOB, APXUTEKTYPHI JAHHBIX M OPTAHU3AIMOHHON Ky/IbTypbl. KOMIIaHUH, KOTOPBIE YCIIENIHO MACIITAOUPYIOTCS, IOHUMAIOT:

TO, YTO paboTaso g 10 KIMEHTOB, He OyzAeT paboTarh AJIA 10 000. B aToM ypoke Mbl pazbepeM tumuunsle bottlenecks mpu pocre, crpareruu
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MHUTpaIHU MeAy IuaTdopMaMy, 1 kak noctpouts CRM-undpacTpykTypy, FOTOBYIO K enterprise-maciurady.

Craguu pocra u CRM-cTparerus

Stage 1: Startup (0-50 KJIHMEHTOB)

Xapakrepucruku: - Komanza: 1-5 gesoBek - Sales cycle: ocHoBarenu camu npozaioT - IIporecchl: XaOTUYHbIE, MHOTO PYIHOM paboTsl - JlaHHbIE:

Excel/Google Sheets miu npocroit CRM

CRM-niorpe6HOcTH: - [IpocToTa HACTPOUKH (3amyck 3a 1 eHb) - Huskas croumocts ($0-$50/mec) - bazoBast GyHKIMOHATIBHOCTH (KOHTAKTHI,

C/IEJIKH, 3a1a4UM)

Pexomenayembie uHcrpymeHThl: - HubSpot Free — OGecrutatHo, jgocrarouno s crapra - Pipedrive Essential — $14/user/mec,

UHTYUTHBHBIH pipeline - Notion + Airtable — DIY CRM (mis technical founders)

KiroueBas 3agaua: Hauars ¢ uposath fJaHHbie. [lepexos or "Bee B rosioe” k "Bee B cucreme”.
TPYK

Stage 2: Early Growth (50-500 k1neHTOB)

XapaxkrepucTuku: - Komanza: 5-20 uesosek, nepssle sales hires - ITponeccst: popmanusyiores (mepseie SOP) - [lannsie: CRM cranoBurces single

source of truth - Bosiu: xaoc B JaHHBIX, OTCYTCTBHE aBTOMATU3AIIH

CRM-niorpe6HOcTH: - ABToMarusanusa pyTuHsl (follow-ups, task creation) - Ortuernocts (pipeline visibility, forecast) - Murerpanuu (email,

calendar, Teneponus) - Team collaboration (kto ¢ kem paboraer)

PexomeHayembie HHCTPpYMeHThI: - HubSpot Starter/Professional — $45-$450/mec - Pipedrive Advanced — $34/user/mec - Salesforce

Essentials — $25/user/mec (ecyiu ITaHupyeTe pacTu fo enterprise)

KiroueBsie gerictBusa: - Hauare CRM admin (part-time wiu full-time) - Cospmate sales playbook - Hacrpouts 6asoBbie workflows (lead

assignment, nurturing) - Buexpurs data hygiene npoueccsr

Tunuuable ommoOKm: - Ilepeyciokaenue (customization pamu customization) - OtcyrerBue 00ydeHusi KoMaHAbl — Huskuii adoption rate -

HWrnopuposanue data quality — garbage in, garbage out

Stage 3: Scale-Up (500-5000 KJIHEHTOB)

Xapaxkrepucruku: - Komania: 20-100 yesioBek, otzensl (sales, marketing, support) - ITpoueccst: cioxkubie, multi-touch attribution - launusre:

unTerpanus CRM ¢ apyrumu cucremamu (ERP, analytics) - Bosu: silos (otespl He BUSIT JaHHbIE IPYT Apyra), performance issues

CRM-norpeGHOcTH: - Macirtabupyemocts (mozzep:kka 50+ mnosib3oBareseii) - Advanced apromarusanusi (workflows, AI) - Custom objects &

fields (cnenuduunas 6usHec-moruka) - Reporting & dashboards (executive visibility) - API g unTerpanuit

Pexomenayembie uHCTpymMeHThI: - Salesforce Professional/Enterprise — $75-$150/user/mec - HubSpot Professional/Enterprise —

$450-$1200/mec - Microsoft Dynamics 365 — $65-$135/user/mec (ecu B sKocucreme Microsoft)

KiroueBsie aeiictBusa: - CRM Team: nauste CRM Manager + Salesforce Admin + Data Analyst - Process optimization: peryssipusie audit
(quarterly) - Data governance: noJuTUKI UMEHOBaHUsA, 00s13aTeIbHbIE TI0JIsA, AyOsinkatel - Integrations: nojgkiarounts marketing automation,

support, finance

ApXUTEKTypHbI€ BHI3OBBI:

1. Data silos (u3oasnusa FaHHbIX)

ITpo6Gnema: Sales ucnosnp3yer Salesforce, Marketing — HubSpot, Support — Zendesk. HeT efuHoro B3rysAia Ha KJIHeHTA.

Pemrenne: Integration platform (iPaaS) - Zapier — no-code, /i1 npocteix naTerpanuii - Make (Integromat) — 6osiee MOIHBIH, HO CJIOKHEE

- Tray.io / Workato — enterprise-grade iPaaS - Custom API integrations — /151 CJIO’KHBIX KEHCOB
2. Performance issues (memenHas paéora)
IIpo6siema: CRM TOpMO3HUT, 0COGEHHO MIPHU OTYETAX C OOJIBIIMMHE AATACETAMHU.

Pemtenue: - Data archiving — crapsie caenku (3akpsIThie >2 rofa) nepeHocuts B archive - Indexing — cosgate HHAEKCH Ha 9aCTO UCIIOIb3yeMble

nosist - Caching — kemupoBats pesysabTarsl 0TUeTOB - Pagination — He 3arpykaThb Bce JaHHBIE CPasy
3. Complex workflows

ITpo6ema: MHOKeCTBO aBTOMATU3AIi, KOTOPbIe KOHMIUKTYIOT IPYT C IPYTOM.
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Pemrenue: - Workflow audit — noxymentuposats Bce akruBHble workflows - Simplification — y6pars xy6iupyromiyecs/HeHCIONIb3yeMblIe -

Testing environment — sandbox ju1st TecTupoBanust u3MeHeHu! nepes production

Stage 4: Enterprise (5000+ KJIHEHTOB)

Xapakrepucruku: - Komanzia: 100+ 4esioBek, riobanbable oduchl - [Ipomeccsl: crporo persiameHTrpoBanbl, compliance (SOX, 1SO) - Jlanuble:

nerabaiThl, cioxHast apxurektypa (data warehouse, BI) - Bosu: legacy systems, conpoTuBieHne U3MEHEHUSM

CRM-norpeGHocTH: - Multi-org support (pasabie CRM 151 pasubix pernoHoB/6usHecoB) - Enterprise security (SSO, SAML, role-based access) -
Advanced AI/ML (predictive analytics, lead scoring) - Dedicated support (SLA, account manager)

PexomeHayembie HHCTpYMeHTHI: - Salesforce Enterprise/Unlimited — $150-$300/user/mec - Microsoft Dynamics 365 Enterprise —
$135-$210/user/mec - SAP Sales Cloud — ;yist kpynubix Kopriopaiuii ¢ SAP ERP - Custom-built CRM — jy1st yHUKaJIBHBIX OH3HEC-MO/IEen

(pezko ompasaHo)

Kiouessie aeiicrBus: - CRM Center of Excellence (CoE): dedicated komanza (10+ yesoBek) - Change management: ¢hopmain3oBaHHbII
npornecc usmenennii (ITIL) - Data warehouse: ot/iesibHOe Xpanwuiie i ananutuku (Snowflake, BigQuery) - Multi-CRM strategy: pasubie

CRM 151 pa3ubix 6u3HecoB, HO eavHas data lake

Murpamusa mexxay CRM: koraa 1 kak

Korga Hy»>kHa MUrpamnusa
IIpusHaku, uTO nHepepocau Tekymyo CRM:

1. DyHKIIMOHAIbHBIE OTPAaHIYEeHUA
2. He xBaTaeT xacToMHU3aIuu

3. OTCYTCTBYIOT Hy>KHbIe HHTETrDAL[UU
4. API limitations (rate limits)
5. CrouMoOCTh
6. Texytuit CRM cTas1 CUIIKOM JOPOTUM
7. Vlnu Hao6oport: enterprise CRM HykeH, a HcIoyib3yere starter
8. IIpou3BOAUTEIHHOCTD
9. Topmo3a, timeouts, downtimes
10. He cripaBsisiercsi ¢ 06€MOM JTAHHBIX
11. BusHec-u3MeHeHUusA
12. Pivot B mpoziykTe — Hy»KHa ApyTras GU3HeC-JIOTHKA
13. M&A (cusiHEe/TIOTIOIeH e) — HY:KHO 00bequanTs CRM
14. Compliance
15. Texymuit CRM =e coorBerctByer GDPR/SOX/ISO TpeGoBaHuAM
THOMYHbIE MUTPALUAN:

« Startup — Scale-up: HubSpot Free — HubSpot Pro uiu Pipedrive — Salesforce
« Scale-up — Enterprise: HubSpot — Salesforce mnu Salesforce Professional — Enterprise
« Consolidation: Heckosibko CRM — Opna enterprise CRM

« Regional: Global CRM — JlokasnpHas (Hanpumep, Salesforce — Burpukc24 st PO)

IIpouecc Mmurpamuu: 7 NiaroB
Step 1: Discovery & Planning (2-4 Hexen)

HeticrBust: - Audit texymeit CRM: kakue JaHHBIE, KaK¥e TIPOIECCh, Kakue nHrerpanuu - Onpenesurs scope murpamuu: - Kakue o6bextst (leads,
contacts, deals, products) - Kakoii BpeMeHHOI mepuo/ (Bce JJaHHbIE WIN TOJIBKO aKkTHBHbIE) - Kakue kacromuzanuu (custom fields, workflows) -

Bri6pats HOBy1o CRM - OLieHuTh CTOUMOCTD U timeline

Deliverables: - Migration plan (Gantt chart) - Risk assessment - Budget
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Step 2: Data Mapping (1-2 Heaen)

HeiicrBusn: - Cozgars mapping tabiuigy: Old CRM fields — New CRM fields

IIpumep:
0ld CRM (HubSpot) - New CRM (Salesforce)
Contact.email - Contact.Email
Contact.firstname - Contact.FirstName
Contact.company - Account.Name (co3gatb Account)
Deal.dealname - Opportunity.Name
Deal.amount - Opportunity.Amount
Deal.dealstage - Opportunity.StageName
"Qualified" - "Prospecting”
"Proposal Sent" - "Proposal"
"Won" - "Closed Won"
Custom: deal.industry - Opportunity.Industry_c (cosuare custom field)

« Ompenenuts transformation rules:
« Kax o6pabaTbIBaTh LyOINKAThI
o Uro menarsk ¢ incomplete data

« Kax Mep:KuTb CBS3aHHBIE 3aIIICH
Deliverables: - Data mapping spreadsheet - Transformation rules document
Step 3: Data Cleanup (2-4 Hexgenan)
ITouemy BaxkHO: Garbage in = garbage out. He nepesocuTe rpsi3Hble JaHHbIE.

HeiictBus: - Deduplication: naiitu u o6bveaunuTth ayosukartel (uHcTpyMeHTH: Dedupely, Insycle) - Validation: nposeputs email
(EmailListVerify), Tenedonst (Twilio Lookup) - Enrichment: pomosnuuts Hemocratomvie aanusie (Clearbit, Apollo.io) - Archiving: ynamurs

crapsle/HeakTyanbHble 3anucH (closed deals >3 years)
Deliverables: - Cleaned dataset rotos k Murpanuu
Step 4: Setup New CRM (2-4 Hexen)

HericrBusn: - Cosznats custom fields, objects - Hacrpouts workflows, automation - Hacrpouts roles & permissions - mmopruposats reference data

(products, price lists) - Hacrpouts nnTerpanuu (email, calendar)
Deliverables: - New CRM configured (production-ready)
Step 5: Test Migration (1 Hexesisn)

HeitcrBus: - Murpanus sample dataset (100-1000 3amnuceii) B sandbox/test environment - IIpoBeputs: - Data integrity (Bce moJisi 3amoHeHbI
koppekTHo?) - Relationships (contact — account — opportunity cBsasu koppektubi?) - Workflows pa6orator? - IIpoBectu UAT (User Acceptance

Testing) ¢ KJII0YEBBIMU TI0JIH30BATEIISIMI

Deliverables: - Test migration report - List of issues to fix

Step 6: Full Migration (1-3 xus)

Timing: Brixoxusie wiu off-hours (MuHuMu3upoBaTh impact Ha GusHec)
IIponecc:

Day 1 (Friday evening):
20:00 — Freeze old CRM (read-only mode)
20:30 — Export full dataset
21:00 — Start data transformation & import

23:00 — Initial validation

Day 2 (Saturday):
00:00-12:00 — Continue import (large datasets)
12:00-18:00 — Data validation & cleanup

18:00-20:00 — Final checks
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Day 3 (Sunday):
10:00 — Cutover: New CRM live
10:00-18:00 — Support pams mnoib3oBaTenei

18:00 — Retrospective meeting
Rollback plan: Eciu 4to-T0 HOILIO HE TaK, BepHYThest K crapoil CRM (mmoatomy freeze, He delete)
Step 7: Post-Migration (2-4 Hexen)

HeiicrBusa: - Training: o6yuuts komanay HoBoit CRM (workshops, Buneo, moxkymenrarus) - Monitoring: exxenHeBnble check-ins mepssie 2
uezenu (issues? adoption?) - Optimization: co6pars feedback, yayumuts workflows - Decommission old CRM: uepe3 1-2 mecana (koraa

YBepEeHbI, uTO Bce paboTraer)

Deliverables: - Training materials - Support tickets resolved - Old CRM archived

NHCcTpyMEHTHI MUTpAITHA
1. Native import tools

BosbimacTBo CRM HMEOT BCTpOEHHBIE UMIIOPT-MacTepa: - Salesforce: Data Import Wizard (;1o 50K 3amnuceit) win Data Loader (mo 5M) - HubSpot:
Import tool (CSV) - Pipedrive: Import data (CSV)

ILarocer: BecrutatHo, mpocto MuHycsl: OrpanudenHas GyHKIHOHAIBHOCTD (HeT complex transformations)
2. Third-party migration tools

« Import2 (import2.com) — HubSpot « Salesforce, Pipedrive <> Salesforce
« Trujay — cneruanusanus Ha Salesforce migrations

« Skyvia — yauBepcanbubiii data integration tool
IL1rockr: ABTOMaTH3aIus, MeHblie pydHoi paborst MuHycbhl: Croumocts ($500-$5K 3a Mmurparuio)
3. Custom scripts (a1 TEXHIYECKUX KOMaH/)
IIpumep (Python + Salesforce API + HubSpot API):

import requests

from simple salesforce import Salesforce

# Connect to HubSpot

hubspot_api_key = 'xxx'

hubspot_contacts = requests.get(
'https://api.hubapi.com/contacts/v1/lists/all/contacts/all’,
params={ 'hapikey': hubspot_api_key}

) -json()

# Connect to Salesforce

sf = Salesforce(username='user@example.com', password='pass', security token='token')

# Transform & Import
for contact in hubspot_contacts['contacts']:
sf.Contact.create({
'FirstName': contact[ 'properties']['firstname']['value'],
'LastName': contact[ 'properties']['lastname'][ 'value'],
'Email': contact[ 'properties']['email'][ 'value'],
'Company': contact[ 'properties']['company']['value']

})

ILarocer: [ToHBINH KOHTPOJIb, MOJKHO c10XkHBIe transformations Musycser: Tpebyert tech skills, Bpems Ha paspaboTky

MacmradoupoBanue performance
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Database optimization

IIpoGaema: [Tpu >1M 3anuceil queries CTaHOBSATCS MeZJIEHHBIMU.
Pemienusn:

1. Indexing

Co3/aTh HH/EKCHI HA YaCTO UCIOJIb3YEMbIE [OJISL:

-- Salesforce (uepe3 SOQL)
SELECT Id, Name, Email FROM Contact WHERE Email = 'test@example.com'

-- Ecm Email se wmnpekcupoBan - full table scan (MeijeHHO)

—- Pemenne: mompocuts Salesforce Support Bkmounth indexing na Email

Salesforce aBromarnuecku unaexcupyer: Id, Name, OwnerlId, CreatedDate, SystemModstamp. [luist Apyrux mosieit — 3ampoc B Support.
2. Selective queries

He 3arpy»xatb Bce JaHHBIe:

// Tlnoxo (3arpyxaer Bce contacts)

const contacts = await sf.query('SELECT Id, Name FROM Contact');

// Xopomwo (TONbKO aKTHBHBIE, CO3[[aHHbIE 3a MOCIE/HUN TOf)
const contacts = await sf.query(
"SELECT Id, Name FROM Contact WHERE IsActive = true AND CreatedDate > LAST YEAR"
)i
3. Pagination
Jlist Gospiiux datasets:

let query = sf.query('SELECT Id, Name FROM Contact');

let records = [];

while (true) {
const result = await query;

records.push(...result.records);

if (!result.done) {
query = sf.queryMore(result.nextRecordsUrl);
} else {

break;

}
4. Bulk APT
JI7151 MaccoBbIX oreparuii (import/export):

// He mak (REST API, wmemienHo s >10K 3anmceit)
for (const contact of contacts) {

await sf.Contact.create(contact);

// Tak (Bulk API, moxHO jo 10M 3ammceii)
const job = sf.bulk.createJob('Contact', 'insert');
const batch = job.createBatch();

batch.execute(contacts); // OrnpaBuTh Bce cpasy

API rate limits

IIpo6aema: Salesforce/HubSpot orpannuuBator kosudectso API calls.
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Salesforce limits: - Enterprise: 1,000 calls/user/day - Unlimited: 5,000 calls/user/day
HubSpot limits: - Free: 250K calls/day - Starter: 500K calls/day - Professional: 1M calls/day
Pemenus:

1. Caching

KenupoBars JaHHbIE, KOTOPBIE PEJKO MEHSIOTCSI:

const NodeCache = require( 'node-cache');

const cache = new NodeCache({ stdTTL: 3600 }); // 1 hour

async function getContact(id) {
// TIpoBepuTh Kell
const cached = cache.get( contact_${id}");

if (cached) return cached;

// Ecmn Her — 3ampoc kK CRM
const contact = await sf.Contact.retrieve(id);

cache.set( contact_${id}", contact);

return contact;

}
2. Batch operations
OOBeIUHATD 3aIIPOCHI:

// Tnoxo (100 API calls)
for (const id of contactIds) {

const contact = await sf.Contact.retrieve(id);

// Xopomo (1 API call)
const contacts = await sf.query(
“SELECT Id, Name FROM Contact WHERE Id IN ('${contactIds.join("','")}')"
)i
3. Webhooks Bmecto polling

He ompamuBats CRM Kaskzple 5 MUHYT — MOZATKCcAThCs Ha webhooks:

// Mnoxo (12 API calls/hour)

setInterval(async () => {
const newDeals = await hubspot.deals.getRecentlyCreated();
// Process...

}, 5 * 60 * 1000);

// Xopomo (0 API calls, HubSpot mmer webhook)

app.post('/webhook/hubspot', (req, res) => {
const event = req.body;

if (event.subscriptionType === 'deal.creation') {

// Process new deal

)i

OpraHusanuoOHHOE MacIITaGupoBaHue

CRM Governance

IIpo6aema: Bes governance CRM mpeBpamjaercs B CBaJIKy JJaHHbIX.
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Pemenue: CRM Governance Committee
Cocras: - CRM Manager (chair) - Sales Ops - Marketing Ops - IT/Dev - Executive sponsor (VP Sales/CRO)

Responsibility: - Yreep:kaars usmenenuss B CRM (new fields, workflows) - ITpoBoauts quarterly audits (data quality, adoption) - Yupasisats

roadmap (kaxue puun BHEIPATH)
IIpouecc U3BMEHEeHUH:

1. Change Request (CR) — KTO-TO XOuYeT U3MeHUTL CRM

Popma: Yro? Bauem? Koro 3atponer?

2. Review — Governance Committee oleHMBaET
- Impact analysis (kxTo mocrpajaer?)
- Effort estimation (ckonbko BpemeHH? )

- Priority (P0-P3)

3. Approval/Rejection

4. Implementation — CRM Admin jenaeT W3MeHEHUs

5. Communication — yBeoMuTb MOIb30BaTENEH

6. Training (ecmmu HyXHO)

Data Hygiene nporeccst

ITIpaBusro: CRM 4HCT HaCTOJIBKO, HACKOJIBKO YHCTHI BXOZAIINE JAHHBIE.

IIponeccsr:

1. Mandatory fields

HeJrp3s1 co3naTh cziesIKy 6e3 3aIl0oIHeHNUs KII0UYeBbIX Houteil: - Account Name - Deal Amount - Close Date - Stage
2. Validation rules

Salesforce: Validation Rules

// Email f0o/KeH ObITh BaJMIHBIM
AND (
NOT ( ISBLANK (Email)),
NOT (REGEX (Email, "[a-zA-Z0-9. %+-]+@[a-2zA-Z0-9.-]+\\.[a-2zA-Z]{2,}"))

)
3. Duplicate prevention

« Salesforce: Duplicate Rules (BcTpoennsie unu Dupeblocker app)

« HubSpot: Duplicate management (aBToMaTU4eCKH MEPXKUT LyOINKATbI)
4. Regular cleanup

Exxemecsiunas 3amaua s CRM Admin: - Haiitu incomplete records (missing email, phone) - Haiitu inactive contacts (no activity >1 year) -

ApPXMBUPOBATH/y/lAJIUTH
5. Gamification

MoOTHBHPOBATh KOMAH/Y HO/AEPKUBATh YUCTOTY: - Leaderboard: xro cosmaer camsble mosHble 3anucu - Penalty: Henosuble leads He cunTaiorest B

quota

Training & Adoption

Cratucruka: 40% CRM implementations fail uz-3a Huskoro adoption (osp30BaTeNIN He UCIOJIB3YIOT).
Kak moBsicuts adoption:

1. Training (1e oguH pas, a continuous)

« Onboarding /y1s1 HOBBIX COTPYAHUKOB (2-4aCOBOI BOPKIIIOI)
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o Quarterly refreshers (30 mun)

o "CRM Tips" newsletter (e;xeHezies1bHO)
2. Champions program

Bribpare CRM Champions B kaxkziom otziedie (sales, marketing, support): - OHU epBbIME TeCTUPYIOT HOBble dbuun - OHU momoratot Kosuteram (first

line support) - Ouu pator feedback CRM Manager
3. Make it easy

« Mobile app (Salesforce/HubSpot mobile)
« Email integration (log emails directly)

« Browser extension (add contacts from LinkedIn)
4. Gamification

« Leaderboard: xro 6osbie deals 3axpbiin

« Badges: "CRM Expert", "Data Quality Hero"
5. Executive buy-in

Eciin CEO/CRO He ucnosnbdyer CRM — Hukro He Oy/er. Leadership must lead by example.

3akJaro4yeHue

MacmrabupoBanue CRM — 370 journey, He destination. KiroueBbie IPUHIUATIBL:

1. Stage-appropriate tools — He nokynaiire Salesforce Unlimited ay1st 10 kineHTOB
2. Data quality > quantity — jydiire 1000 YHCTBIX 3aIHCel, 4eM 10000 TPA3HBIX

3. Process before technology — cHauasa nporiecc, 10TOM aBTOMaTU3AIIHS

4. Change management — JII0/{i1 COITPOTHBIIAIOTCS M3MEHEHUSIM, TOTOBBTE UX

5. Governance — 6e3 npasus1 CRM npeBparmaercs B Xaoc
PopMyJIa yCHEeNIHOr0 MACIITAGPOBAHMS:

TTpaBUIIbHBIN MHCTPYMEHT
+ YmucTbie jjaHHbIC

+ Yerkye mpouecchl

+ OOyueHHasi KOMaHja

+ Governance

= Scalable CRM

B nocsenneM ypoke Mbl morosopuM o CRM kaxk 6usHec-dmtocopun u 6ymymem CRM-ungycrpuu. 9to 6yeT MOTHBAIIMOHHBIN GHHAI Kypca — He

npoiycrure!

IIpakTHUyeckoe 3aaHue:
1. OnpeziesiuTe, Ha KAKOH CTa/ MK Ballla KOMIAHUS:
2. Startup / Early Growth / Scale-Up / Enterprise?
3. Onenure Texyrryio CRM:

4. OyHKIIMOHAJIBHO JIOCTaTOYHA?
5. IIpousBopurensuocts OK?

6. CTOMMOCTD aJIeKBaTHA?

. Hy>xna murpanua? Korpa?

~

8. ITpoBeaure mini audit:

9. Cxouibko siybnkaroB B8 CRM? (Salesforce: Reports — Duplicate Records)

10. Crosbko incomplete records? (missing email/phone)

[

1. Adoption rate? (% mosib30BaTesell, JOTHHUBIINUXCS 32 TIOCIIEHIOK HEJEII0)
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12. Cozpaiite 90-day optimization plan:

13. Month 1: Data cleanup
14. Month 2: Workflows optimization

15. Month 3: Training & adoption program

JlonosiHUTEAbHBbIE MaTepuasbl: - Kuura: "Scaling Up" — Verne Harnish (nmpo macimrabupoBanue 6usneca B menom) - Kype: "Salesforce
Administrator Certification" (naxxe eciiu He ucnosbsyere Salesforce — mosesHbie KoHIENTH) - Biior: saastr.com (keiickl SaaS-KOMIaHUU TIPO

scaling)

I'taBa 30. CRM-cTpaTrerus: OT MHCTPYMEHTA K KyJIbType

BBeaenue

Mtz 3aBepmaeM kype "CRM-cucreMbl: BHeApeHUe, aBTOMATH3anusA, Maciirabuposanue”. IIponuid myTs OT 6a30BBIX KOHIENIMU /IO CIOMKHBIX
enterprise-crpareruii. Ho camblii BaskHBIM HHCAUT 5 octaBwI HAa punan: CRM — 3T0 He mporpamMma, 31o ¢uwiocodpusa 6usHeca. Komnanuuy,
koTopsle nobexxaanT B XXI Beke, IOHUMAIOT: B IleHTPe Bcero — kyineHT, a CRM — 5T0O HepBHadA CHCTeMa OPraHU3aIuK, KOTOpas JieslaeT customer-
centricity BoamoxxHO!. B aTOM ypoke Mbl moroBopuMm o CRM kak KysabType, 0 Oyaymem uuaycrpun (2026-2030), © O TOM, KaK BBl MOXKETe

IIPUMEHUTD IIOJIYyY€HHbIEC SHAHUA I TpaHCCl)OpMaIIPII/I Barero 6usHeca.

CRM kak puirocodusa, a He UHCTPYMEHT

Ot Software k¥ Mindset

OmuGka N21 GospmmHCeTBa KoMmmauuii: Ouu aymaior, uto "BHezaputh CRM" = kynuts Salesforce u mMmopTipoBaTh KOHTAKTHI.
PeanbHOCTb: BHeputs CRM = U3MEHUTH TO, KAaK KOMIIAHUA AyMaeT O KJIMeHTaX.

IIpumep: Amazon

Amazon — He IpPOCTO e-commerce Iardopma. DTO KOMIAHUsA, NOCTPOEHHAs BOKPYT OJHOH uzeu: customer obsession (oxep:kuMocTsb

KJINEHTOM).

IMurara Ixxedda Besoca:
"We're not competitor obsessed, we're customer obsessed. We start with what the customer needs and we work backwards."

Nx CRM-crparerus: - IlepcoHamnzamus Ha ypoBHe DNA: Kak/plil KJIHEHT BU/IUT YHUKAJIBHYIO TJIaBHYIO crpaHuIly (Al pekomeHzanuu Ha
ocHoBe 10+ Jier ucropun) - Predictive shipping: ToBapsr otnpasisiiorest B Bamr pervioH /10 Toro, kak Bbl 3akaxkere (Ha ocHoBe predictive

analytics) - Frictionless experience: One-click purchase, Prime (GecruiaTnasi mocraBka), easy returns

CRM — 310 He cucrema. 1o JJHK kommaHum.

Three Pillars of CRM Culture
1. Customer-Centricity (KiiueHT B ieHTpEe)
TpaguIMOHHBII IOJAXO/:

Ipopykr - Mapketuar - Ilpopaxku - Kiment

(MbI cospgamu TPOAYKT, Tenepb IpPOJAuM €ero)
Customer-centric moaxos:

Kmenr - Ilorpednoctn - IlpomykT - Mapketnar - Ilpopaxkn

(MBI ciylmiaeM KJIMEHTa, CO3[JaéM TO, HYTO €My HYKHO)

Kaxk aT0 nposasisiercs: - Product roadmap Ha 50% dopmupyercs us customer feedback (Notion, Linear) - Support team umMeer npsiMoii KaHa K

Product team (exxeneznesnpubie cuaku) - NPS/CSAT merpuku — B OKR Ton-mMeHeKMenTa (He TOJIBKO revenue)
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2. Data-Driven Decisions (PeuieHusi HA OCHOBE JAHHBIX)
Omub6ka: "f cunraio, yro kirents! XotAT X" (HiPPO — Highest Paid Person's Opinion)
IIpaBuibHO: "/laHHbIE TIOKA3bIBAIOT, YTO KIneHThI XoTAT X" (evidence-based)

IIpumep: Netflix

Netflix npuHUMaeT peleHns Ha OCHOBe AAHHBIX: - Kakue oy cHUMaTh — aHanu3 viewing patterns - Kakue thumbnails mokassiBats — A/B TecTsr

(ozuH u TOT ke HUIbM, pa3HbIe 00I0KKHU IJIs PA3HBIX CerMeHTOB) - Korzia BbllyckaTh HOBbIE CE30HBI — aHAIN3 engagement

CRM paet nansbie. KyibTypa 3acTaBiifgeT UX MCIIOJIb30BaTh.

3. Continuous Improvement (ITocTrosiHHOE yJIy4llIeHHE)

AnoHckana xkoHnenua Kaizen: MaseHpKre exxe/JHEBHbIE YJIyUIIeHUsA — OOJIBIIIE PE3yIbTaThI.

Kak st1o pa6oraer B CRM: - Exenezenbnble perpocrnektusbl: "Uto B CRM-mporiecce MokHO yiayumuTb?" - A/B Tecrsi: email subject lines,

landing pages, sales scripts - Quarterly audits: data quality, adoption rate, workflow efficiency
Ddopmyia:

1% ynyulmienne KaxKfblil [IeHb

= 1.01"365 = 37.8x 3a roj

1% yxXy[leHue KaxK[plil JIeHb

= 0.99"365 = 0.03x 3a roj

Pazunna: 1260x

MasieHbKUe U3MeHeHUs KOMITIAyHAUPYIOTCH.

byaxymee CRM: TpeHABI 2026-2030

Trend 1: AI-First CRM

Ceroausa (2026): Al — 1o gonosaenue k CRM (chatbots, lead scoring, email automation).
3asTpa (2028-2030): Al — 510 s1;71po CRM. Yesnosek — st1o exception handler.

Kak 310 GyJer BbITJISIAeTh:

Cuenapuii 1: Autonomous Sales Agent

8:00 AM — AI anamusupyer Hopble leads (100 wT M3 pekiambl)

8:05 AM — AI xBamucunupyer (20 high-quality, 80 low-quality)
8:10 AM — AI oTnpaBiseT NepCOHANM3MpOBaHHbIe emails (20 mT)
10:30 AM — Lead otBeuaer: "HHrepecHo, HO joporo”

10:31 AM — AI npefnaraeT KacToMHblii discount (B paMKax MNpaBuiI)
11:00 AM — Lead corjamaercs

11:01 AM — AI cosgaer deal, reHepupyer contract

11:05 AM — Lead nopmucbiBaeT (DocuSign)

11:06 AM — AI ysejomisier Sales Manager: "Hopas cuenka $50K, human review required jgna final approval”

YesoBek BMenInBaeTcs Toabko 14 final approval nim ecoiu Al He yBepeH (confidence <80%).

V:ike ecrp 3auaTku: - Drift Conversational AT — Gorsl BeayT kBamudukanuio Ha yposHe junior SDR - Gong Revenue Intelligence — Al

ananusupyer sales calls, jaet pekomennanuu - Clay + GPT-4 — Al researches leads, nurer nepconanuzupoBaHHble outreach

2030: 60-70% B2B npogax (transactional) 6yzieT mpoxoauTs uepes Al agents 6e3 yaacTusi yesoBeKa.

Cuenapuii 2: Predictive Customer Success

Monday 9:00 AM — AI anammsupyeT behavior kmmenta X:
- Login frequency: cHmsmiack ¢ 10/week go 2/week (red flag)
- Feature usage: He Hcnoib3yeT KimoueBylo ¢yHkimio (red flag)
- Support tickets: 3 3a mocnemnmit mecsiy (red flag)

- Churn probability: 78%
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Monday 9:01 AM — AI cosjaer task jana Customer Success Manager:
"Kmuenr X at high risk of churn. Recommended actions:
1. Schedule call (show ROI, address pain points)
2. Offer free onboarding session

3. If still at risk: escalate to discount offer"

Monday 10:00 AM — CSM 3BOHUT KJMEHTY

Tuesday — I[Ipob6nema pewmena, churn probability - 15%

Al He 3amMeHseT yesaoBeka. Al augments (ycuiinBaer) yesIoBeka.

Trend 2: Unified Customer Data Platform (CDP)

IIpoGarema cerogus: Jlanuble 0 kareHTe pasbpocansl: - CRM (Salesforce) — sales data - Marketing automation (HubSpot) — campaigns - Support

(Zendesk) — tickets - Product analytics (Amplitude) — usage - Payment (Stripe) — billing
Pemenue: Customer Data Platform (CDP)

CDP — a0 unified database, kotopas arperupyer jaHHble U3 BCEX HCTOYHUKOB.
ApxuTeKTypa:

Sources CDP (Segment) Destinations

Salesforce —/

HubSpot —]

Zendesk —|—» Unified Profile —— Data Warehouse
Amplitude —| (360° view) — BI Tools

Stripe —| —— AI/ML Models
Website — —— Email/SMS tools

IIpumep: Segment, Rudderstack, mParticle

IIpeumymiecrBa: - Single source of truth - Real-time sync (uamenenus: B Salesforce — cpazy B CDP — cpasy B marketing tool) - Compliance

(centralized consent management)

2030: CDP craHer cTaHZapTOM LA CpefHUX/KPYNHbIX koMmaHuil. "Her CDP = TexHo0ruuecku orcTanm."”

Trend 3: Conversational CRM (Voice & Chat)
Ceroausa: CRM — sto forms, clicks, dashboards.

3astpa: CRM — 370 conversation.

Cuenapwuii:

Sales Rep (ronocom): "Amuca, cos3fail cienky jans komnanum X Ha $100K, stage Proposal, 3akpbiTue B MoHe"

AI Assistant: "Cospgana. Xouews j06aBuTh notes?"

Rep: "[la. Kiment o3abouen uHrerpamuein ¢ SAP. Ham CTO obGeman demo."

AI: "3Bamucana. Cosgare task mis CTO?"

Rep: "[a, Ha 3Ty nsrHuny."

AI: "T'oroBo. Eme 4ro-to?"

Rep: "OrnpaBb kimmenty follow-up email ¢ proposal."

AI: "OrnpaBuna. Bor draft, xouemb u3MeHHTH?"

Hukakux KInMkoB. Bce ros1ocom wim TeKCTrom.
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TexHoJsoruun: - OpenAl GPT-4 Voice API — natural language understanding - ElevenLabs — realistic voice synthesis - Salesforce Einstein

Voice — yxe cymecTByeT, HO IPUMUTHBEH (OyeT yIyqIIaTbes)

2030: 40% CRM interactions 6yyT uepes voice/chat.

Trend 4: Blockchain & Decentralized Identity

IIpo6Gaema: Kaxkzas KOMIIAHUA XPAHUT BAIIY IAHHBIE OT/IeIbHO. BBl He KOHTPOJIMPYyeTe CBOU JIJaHHbIE.
Pemenue: Self-Sovereign Identity (SSI)

Knuent Bnazeer ceonmu JaHHbIME B blockchain wallet. KommaHuu 3ampaniBaoT J0CTYII.

CueHapuii:

Kyment peructpupyercs Ha caiiTe MarasuHa:

Marasun: "Mbl XOTHM JOCTYN K BallMM JaHHbIM: HMsi, email, ajgpec pocraBKu"

Kmuent (uepes wallet): "Paspewaio goctyn Ha 1 rop"

JlanHble He KomupyiloTcs B CRM MarasmHa. MarasuH mnonyuaeT pointer (cchuiKy) Ha JlaHHble B BamieM wallet.

‘lepe3 TOJ KJIMEHT MOXKET OTO3BaTh [OCTYN — MarasmH TEPSET JOCTYI K [JaHHBIM .

IIpeumymecrBa: - Privacy: wiveHT KoHTposupyer aaHHbie - GDPR compliance: npaBo Ha 3a0BeHHE BBINOJIHSAETCS ABTOMATHUYECKU -

IIOopTaTUBHOCTH: IIEPEXO]] K IPYTOMy MarasuHy — ceKyH/ia (He Hy»KHO 3aHOBO BBOJIUTD JJAHHbIE)

TexuoJsoruu: - Verifiable Credentials (W3C standard) - Ethereum / Polygon — blockchain jyist xpanenus credentials - Self-Sovereign
Identity wallets (sanpumep, Microsoft Entra Verified ID)

PeaITMCTUYHOCTh: DKCIIepUMEHTAIbHAs cTazusa. MaccoBoe BHeZpeHne — 2028-2030 (ec/IH peryIsiTophl MO/ZIepKaT).

Trend 5: Emotional AI (Empathy at Scale)

Ceroaus: Chatbots monumaror intent ("xouy orMenuts 3akas"), HO He emotions.
3aBTpa: Al HoHNMAaeT 5MOIUY U pearupyeT SMIATHIHO.

TexHoJsorusa: Sentiment Analysis + Emotion Recognition

Kmuenr (B ware): "4 B BEHIEHCTBE! 3aka3 He npuinen, cBajbba uepe3 2 jusi!"

AT aHanu3upyer:
- Emotion: Anger (95%), Anxiety (80%)
- Urgency: Critical

- Context: Wedding (high stakes event)

AI orBeyaer (ToH: calm, empathetic, action-oriented):
"TlonnmMaio, HACKOJLKO 3TO BaXkHO jisi Bac. CBagbba — OCOOBIA JIeHb, M MbI HE JIOJKHBI

Oobun nopiecT. Cefyac MpoBeplo 3aKa3 W peuly npodieMy HemeyieHHo. OpHy MuHYyTY. "

[AI mpoBepsier logistics system]

AI: "Bam 3aka3 3ajepxKaics Ha TamMoOxHe. $I OpraHuszoBal 9KCNpEcc—[OCTaBKY Kypbepom
3aBTpa K 10:00 (rapantupoBanHo) . Takxke poGaBuia GecniaTHYIO [OCTaBKy U

nofapoyHblii ceprupukat $100 B KayecTBe M3BMHEHMii. Mory eue 4eM—TO MOMOYL? "

Kauenr: "Cnacu6o, Bbl MeHs cmacim!"

Texuosoruu: - Hume AI — emotion Al engine - OpenAl GPT-4 + emotion prompts — resepupoBarh empathetic responses - Voice

analysis (s Tenieponnn) — Affectiva, Beyond Verbal

2030: Emotional Al Gyzer B kazkzom customer-facing chatbot.
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Trend 6: Augmented Reality CRM
Cuenapuii: B2B Sales Meeting

Sales Rep HajeBaeT AR-ouku (Apple Vision Pro 3, 2029).

Bo Bpemsi Zoom call ¢ KIMEHTOM :

- AR overlay mNOKa3bIBaeT:
- MHcropust B3ammopeiicTBIil (MocniefHue 5 BCTped)
- KimoueBble pain points kimenra (u3 mpoumibix calls)
- Pekomennyemble next steps (AI suggestions)

- Real-time sentiment analysis (KIMeHT 3aMHTEPECOBAaH? CKydaeT? )

Kauenrt 3a1a€T BOINPOC MNPO HHTErpaluio :
- AR cpasy mokasbiBaeT integration diagram
- Rep: "Bor kak sT0 paboraer" (KecTom pacumpsier diagram)

- Kummenr Bupur 3D Bmsyammsammo data flow

Cpenka 3akpbiBaeTcsi OblcTpee, NOTOMY 4YTO:
- Rep nogroroBieH (AI MOjCKa3Ku)

- Busyanuzaums y6epurenshee words

PeancTUYHOCTD: 2028-2030, Korzia AR-ouku craHyT mainstream (Apple/Meta).

Ot TexHosioruii k pesyiabraram: CRM ROI

DduHaHCOBbIE METPUKU
Tunuuasie ROI or BHeapenus CRM (ucciiexoBaHuA 2024-2025):

Sales: - YBesnnuenue win rate: +20-30% (yumias kBanudukanus, nepconanusanus) - Cokpamienue sales cycle: -15-25% (aBromarusanus follow-

ups) - Yeesnmuenue deal size: +10-20% (upsell/cross-sell Ha ocHOBe /JaHHBIX)

Marketing: - ROI kammnaunwuii: +30-50% (better targeting, attribution) - Croumocts lead: -20-30% (3dbdexrrBaee kanansi) - Conversion rate:

+25-40% (nepconanusarus, nurturing)

Customer Success: - Churn reduction: -10-20% (predictive analytics, proactive outreach) - NPS yBenuuenue: +15-30 points (better service) -

Expansion revenue: +20-40% (upsell BoBpems)
IIpumep: Komnaunua $10M ARR

Before CRM:
- Revenue: $10M
- Churn: 20% - Tepsem $2M/year

- CAC: $5K, LTV: $15K - LTV/CAC = 3 (OK)

After CRM (12 months):
- Revenue: $13M (+30% win rate, +10% upsell)
- Churn: 12% - Ttepsem $1.56M/year (cskoHomman $440K)

- CAC: $4K (-20%), LTV: $20K (+33%) - LTV/CAC = 5 (OTIHMYHO)
CRM cost: $50K/year (Salesforce + Hubspot + staff)

ROI: ($3M revenue increase + $440K saved - $50K cost) / $50K = 6780%

HeduHaHcoBbIe METPUKHU (HE MEeHeEe BaKHBI)
1. Time Savings
Sales rep TpaTut 65% Bpemenu Ha non-selling activities (data entry, mouck nadopmarnyu, administrative tasks).

CRM automation ocBo6oskzaeT 20-30% BpeMeHH — 06oJIblie BpeMeHH Ha selling.
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2. Employee Satisfaction

Salespeople HeHaBUAAT PyTHHY. ABTOMaTH3aIusa — happier team — lower turnover — MeHbIIe 3aTpaT Ha HAWM.
3. Customer Satisfaction

ITepconanuzanus + 6picTpas nmoagepskka = higher NPS — word-of-mouth — organic growth.

4. Strategic Insights

CRM data nokassiBaet: - Kakue npoaykrtel npozaTes jyudiire — focus R&D - Kakue kireHTsI camble pubbUibHble — focus sales efforts - Kakue

kaHasbl paboraroT — reallocate marketing budget

CEO 3HaeT, UTO IPOMCXOANT B Ou3Hece (He rajaer).

Kaxk Hauats (vim yayamuts) Bairy CRM-crpareruio

Jlisa crapranos (0-50 KJIMEHTOB)

IIlar 1: Haunure crpykrypupoBarh (Hexesasa 1) - Boibepure mpocroit CRM (HubSpot Free, Pipedrive) - IMnopTupyiTe CymiecTByIOIne

KOHTaKThI (13 email, Tabu) - Coznaiite sales pipeline (4-6 stages)

IIIar 2: Caesnaiite CRM npuBsiukoi (Hegeaun 2-4) - [Ipasuio: JIro6oe B3anMOozeicTBHE ¢ KIneHTOM — JorupoBaTh B CRM - Weekly review:

nocMotpets pipeline, 3artanuposars follow-ups
IlIar 3: IlepBas aBromaTusanusa (Mecan 2) - Welcome email i Hosbix leads - Follow-up reminders

Iesn: CRM crai yacrsio daily routine.

JIJ1A pacTyinux kKoMmnaHui (50-500 KJIMEeHTOB)

IIar 1: Audit & Cleanup (mecsiy 1) - Data quality check: ny6iukarsi? incomplete records? - ITpomeccsr: y Bac ects documented sales process? -

Adoption: Bce sin ucrionsayior CRM?
IIIar 2: ABromaTusdamus (mecsn 2-3) - Lead scoring - Email sequences - Task automation

Illar 3: Uuarerpanuu (Mecsn 4-6) - Marketing automation (HubSpot, Marketo) - Support (Zendesk, Intercom) - Analytics (Google Analytics,
Amplitude)

Ieas: Single source of truth. Bee nanusie B CRM.

J1a scale-ups & enterprise (500+ KJINEHTOB)
IIIar 1: Governance (mecsig 1) - Cosnars CRM Governance Committee - ITpoBectu audit: workflows, integrations, data quality

IIlar 2: Advanced Analytics (mecsan 2-3) - Hacrpours data warehouse (Snowflake, BigQuery) - IMogkounts BI tools (Tableau, Looker) -

Cospgats executive dashboards
IIar 3: AI & Predictive (mecsaix 4-6) - Predictive lead scoring - Churn prediction - Revenue forecasting

IHesab: CRM kak KOHKypPEHTHOE IIPEeNMYIIeCTBO.

3aKIIouUTEeIbHOE CJI0BO

CRM — 3TO HEe KOHEeYHasa TOUYKa

Korpa st HaunHa Kapbepy (2010-¢), CRM 6buta Tabiuuka ¢ Kontakramu. Cerofas (2026) — ato Al-powered ruiardopma, KOTopasi 3HaeT 0 KJIHeHTe

60oJIbIIE, YEM OH CaM.
3agrpa (2030) — 370 OyzIeT autonomous agent, KOTOPHIN YIPABJISET OTHOILIEHUMU € KJIMEHTAMH [I0YTH 0e3 y4acTusl YeIoBeKa.

Ho CyTh HEC ME€HAETCA:

"BusHec — 9TO OTHOIIEHHA MeXAy yioAbMU. CRM — 9TO HHCTPYMEHT, KOTOPBIH ZieJIaeT 3TH OTHOIIEHU MacIITabHpyeMbIMH. "
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Tpu npuHIUIIA, KOTOPBIE HE yCTAPEIOT
1. Customer First Bcerga naunnaiite ¢ Bompoca: "UTo Hy>kHO KIueHTy?" — He "UTO MBI XOTUM IPOAATH?"
2. Data is Truth Muenus cy6bekTHBHEL [laHHbIe 00BEKTHBHBI. PellleHNs Ha OCHOBE JAHHBIX IT00€XKIAI0T.

3. Constant Evolution To, uto pa6orasio Buepa, He Oyzier paborats 3aBTpa. TecTupyiiTe, yauTeCh, aanTUPYHUTECh.

Baur cire Ay ouui mar

3akpbIBaliTe STOT YPOK U CAeJIANTE UTO-TO.

He BaxxHo, uT0: - Hacrpoiite ogun workflow - ITouncrure 100 3anuceit B CRM - IIpoesuTe training ¢ komanou - 3amycrure A/B Tect
MaJieHbKHH 1Iar Jiy4iie, yeM HUKaKoro.

U nomuute: CRM — 5T0 He 0 TEXHOJIOTHUAX. ITO 0 yoasax. O Bamux kianeHTax. O Bamen KoMaHze.

HNuBectupyiire B Hux. Ciaymaiite ux. YayqdumaiTe UX OIbIT.

CRM — 3TO0 IIPOCTO UHCTPYMEHT, KOTOPBII IOMOI'a€T /IeJIaTh 3TO B MacIItabe.

baarozpapHocrTs

Crniacu60, 4TO MPOIIIH 3TOT Kype. Hazierocs, Bl y3HAIU YTO-TO HOBOE U IIPUMEHHUTE 3TO B BallleM OusHece.
Eciu y Bac ectb Bompocsl, feedback wu ucropuu yenexa — Hanummre. Byzy paz ycipmaTh.

Keuaro Bam: - Happy customers - Growing revenue - Clean data &

1 nomuure: syamasa CRM — Ta, KOTOPYIO HCIIOJIB3YIOT.

Yxaun! ¥

JlonoJtHuTeJIbHbIE MarTrepHuaJjbl 1A ;(a.nbﬂei«imero HU3yYeHUA:

Kuuru: - "The Effortless Experience” — Matt Dixon, Ted McKenna, Rick DeLisi - "Customer Success" — Nick Mehta, Dan Steinman, Lincoln

Murphy - "Predictable Revenue" — Aaron Ross, Marylou Tyler - "Crossing the Chasm" — Geoffrey Moore (po product-market fit)

Kypcsr: - Salesforce Trailhead (Gecriathbie courses + certifications) - HubSpot Academy (Gecmiatabie inbound marketing xypcesr) - Coursera:

"Sales and Marketing Alignment" (University of Pennsylvania)

IMoaxkacrsl: - "SaaStr" — Jason Lemkin (SaaS growth) - "The GTM Podcast" — Scott Barker (Go-To-Market strategies) - "Support Ops" — Intercom

(customer support)
BJoru: - a16z.com (BeHYypHas aHAJIUTUKA, TPEH/IBI) - saastr.com (SaasS best practices) - salesforce.com/blog (CRM insights)

CooGinecrna: - Reddit: r/sales, r/salesforce, r/crm - LinkedIn Groups: "CRM Professionals”, "SaaS Growth" - Slack: RevGenius (community st

sales/marketing professionals)

VI HCTPYMEHTHI 151 9KcnepuMeHToB: - HubSpot Free CRM - Pipedrive (14-day trial) - Salesforce Developer Edition (6ecrutatso asist 06y4enus) -

Airtable (no-code database, mo>kHO mocTpouTts npocroit CRM)
ITponosrxaiiTe yauTbes. VIHAyCTpHs MeHseTest OBICTPO — TO, UTO aKTYaJIbHO CETO/H:A, yCTapeeT Yepes 2-3 Toia.
Stay curious. Stay customer-focused. Stay winning.

@ Konen kypca. Hauano samero CRM journey.
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