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AnHotanusi. PocT ¢uHAHCOBBIX MOKasaTeNell AeATENbHOCTH, CTaOIIbHOE (DYHKIMOHHPOBAHHUE M YCTOWUMBOE Pa3BHTHE
SKOHOMUYECKHX CHCTEM BO MHOTOM OOECIeUMBAIOTCS (OPMUPOBAHMEM CWJIBHBIX U KOHKYPEHTOCIOCOOHBIX OW3HEC-
CTPYKTYp, CBOCBPEMEHHO aJaNTHUPYIOLIMX CBOM CTPATEIMYECKHE MOJXOAb! K YIPABICHHIO B COOTBETCTBUU C YCIOBUAMHU
BHetHed cpenbl. [ToBbienne GpuHaHCOBOH 3 HEKTHBHOCTH ASATEILHOCTH, YACPKAHHE KOHKYPEHTHBIX MO3ULIMI HA PIHKE
B YCJIOBHSIX LM(POBU3ALMK CTAHOBHTCS 3aTPYIHHTEIBHBIM WM HEBO3MOXHBIM 0e3 CO3JaHMs HOBBIX HCTOYHHUKOB KOHKY-
PEeHTHBIX IpeumyiecTB. L{uppoBusamms SKOHOMUKH U Ou3Heca TpeOyeT COOTBETCTBYIOLIETO W3MEHEHUs! OM3HeC-MOJeIn
oprarmanyy. OHuM 13 Hanboliee aKTyabHBIX HATIPaBICHNH COBEPIICHCTBOBAHMS B CTPYKTYpe OM3HEC-MOJIENH SIBIISCTCS
crcTeMa B3auMoJeiicTBIs ¢ KiMeHToM. Ee cBoeBpemenHast TpancdopMarust ooecrieanBaeT KOMIUIEKCHBIM CHCTEMHBIH MOJI-
XO0J] K 00CITy’>KMBAaHHUIO ¥ B3aUMOJEICTBHIO C KJIMEHTOM Ha OCHOBE OMHHKAHAJIBHOTO rozaxozaa. CyTh JaHHOTO MOAXOfa 3a-
KITIOYaeTCsl BO BKJIFOUEHUN B OM3HEC-TIPOIECCHl OpraHU3alli KOMIUIEKCHOH CHCTEMBI IU(POBBIX ¥ aHATOTOBBIX KAHAJIOB
CBA3U, 00ECTICUHBAIOIINX MYJIbTHKaHAIBHOE «O0IIeHHe» OM3Heca ¢ KIMEHTOM, (JOPMHUPYIOIINX eIUHYI0 HCTOPUIO KOHTaK-
TOB M KJIMEHTCKOTO OIbITa B KOMNaHu. C 3TOH MO3MLMM KOJIMYECTBO OCBOCHHBIX, BHEIPEHHBIX LH(PPOBBIX TEXHOIOIHH
Y KaHAJIOB CBSA3M B CHCTEME B3aUMOJCHCTBHS C KIIMEHTOM MOXET CITyXKUTb I0Ka3aTeeM L(pPOBOH aKTHBHOCTU KOMITAHHH,
YTO B UTOTEC OKa3bIBACT BIMSHUE HA (PMHAHCOBYIO YCTOHYMBOCTD M 3()PEKTUBHOCTb AeATENbHOCTH. [IpeioxkeH aBTopeKuii
TIO/IXOJ K TpaHC(OPMAIIMH CHCTEMBI B3aUMOJICHCTBHUS C KIMEHTOM (IIOCPEICTBOM <TIPU3MBI OMHUKAHAIBHOCTIY) B OH3HEC-
MOJIeTI OPTaHM3AIMK B YCIIOBHSIX IM(POBU3ALNH 3KOHOMHKH U OW3HEca, ONpereNeHbl TpeOOBaHMS K OM3HEC-MOIEINH
1 pazpaboTaHa cucTeMa (PMHAHCOBBIX HOKa3aTellel oneHKH ee d(peKTuBHOCTH. PazpaboTaH anropurM BHeApeHus udpo-
BOI OM3HEC-MOZIENH B JISSITEIFHOCTH TOPTOBOTO MPEATIPHSITHSL.
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Abstract. Growth of financial activity, stable functioning and sustainable development of economic systems are large-
ly ensured by the formation of strong and competitive business structures that timely adapt their strategic approaches
to management in accordance with the conditions of the environment. Maintaining competitive positions in the market
in conditions of digitalization becomes difficult or impossible without creating new sources of competitive ad-
vantages. Digitalization of the economy and business requires a corresponding change in the business model of the or-
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ganization. One of the most contemporary issues of improvement in the structure of the business model is the system
of interaction with the client. Its timely transformation ensures an integrated system approach to service and interac-
tion with the client based on the omnichannel approach. This approach means including into the business processes
of organizing a comprehensive system of digital and analog communication channels that provide multi-channel
communication of business with the client, which form a single history of contacts and client experience in the com-
pany. From this position, the number of mastered, implemented digital technologies and communication channels in
the system of interaction with the client can serve as an indicator of the company’s digital activity. There is proposed
an author's approach to transforming the system of interaction with the client (through the omnichannel prism) in the
business model of the organization in the context of the digitalization of the economy and business, defines the re-
quirements for the business model and developed a system of indicators for assessing its effectiveness. An algorithm
for introducing a digital business model into the activities of a trading enterprise is developed.

Keywords: business digitalization, economic efficiency, financial stability, business digitalization, business modeling,
customer interaction system, omnichannel approach, customer experience management, algorithm of integrating digi-
tal business model
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BBenenne [Ipumenenne crpareruil mdpoBoii Tpanchopma-

dopmupoBaHUe U yliepKaHUE YCTOMYMBBIX KOHKY-
PEHTHBIX MO3WIHN Ha PHIHKE B YCIOBUAX HMUPPOBU3a-
M BO MHOTOM OOYCIIOBJIEHO CITOCOOHOCTBIO OHM3HECa
HaXOJIWUTh U WCIOJIH30BATH HOBBIE MCTOYHUKH KOHKY-
PEHTHBIX MpenMyIIecTB. PoboTu3anus u aBTromMaTn3a-
usi, o0JNIaYHBIC TEXHOJOTHH, NMU(GPOBBIC KaHAIBI B3a-
UMOJICHCTBUS C KJIMCHTAMH U TAPTHEPAMH OTKPHIBAOT
BO3MOKHOCTH pealli3alliil HHHOBAIIMOHHBIX CIIOCO0O0B
pa3BUTHS TpeANpUITHH. Pa3BuTHe MUPPOBBIX TEXHO-
JIOTHHA TPOBOLUPYET CEPhE3HBIC TPaHCPOPMALIUU KaK
OTHENBHBIX OW3HEC-TIPOIECCOB OpTaHHW3alld, TakK

My OM3HEeC-MOJIeNIel MpearnonaraeT coueTanne QGusn-
YeCKHWX aKTHBOB OW3Heca ¢ IMU(QPOBBIMH M B HACTOS-
mee BpeMs SBISETCS HEOMPOBEPKHMBIM YCIOBHEM
YCIIEITHOTO (hYHKIIMOHUPOBAHUS W Pa3BUTH OpraHu-
3aIni.

MarepuaJjibl HccIe0BAHUSA

Kpatkuit 0630p cymecTByromux mojaxonos x ¢op-
MYJIMPOBKE HEOOXOIMUMBIX XapaKTEepUCTUK OH3HecC-
MOJIETIH OpraHU3aluyd B LU(POBYIO 3py IpPEACTaBICH
B Tabm. 1.

1 OM3HEC-MOJIEIIEH B IIEJIOM.

Tabauya 1
Table 1

0O0630p KOHUENMIi U TPeGOBAHMIT K HHHOBAIIMOHHOI OU3Hec-Mo/1eJIH OpPraHu3alun

Overview of the concepts and requirements to an organization’s innovative business model

ABTOp

Konnenmust

TpedoBanus k ungposoii Gu3Hec-MoxeIH

O. TI'aceman [1]

Konuenmus «marudeckoro
TPEyroJabHUKA)

BusHec-Mozens 10/DKHA OIPEaeTIsITh:

1. XapakTepuCTUKH LEJIeBOT0 KIIHEHTA.

2. XapaKTepUCTUKH MTPOAYKTa, COOTBETCTBYIOIINE MTOTPEOHO-
CTSIM IIETICBOTO KITHEHTA.

3. [Ipouecc hopMHUPOBAHHS KOMMEPYECKOTO MPEATIOKCHUSL.
TTomxon «Marugeckoro TPEyroJbHUKa» UMEET BHJ| «KTO — UTO —
KaK U MOYeMy» U ONUCHIBaeT OU3HEC-MO/Iesb, B KOTOPOIt co-
CTaBIISIIOIIHE KTO U YTOY» OMPECISIOT BHEIIHUE aCIIeKThI On3-
Heca, a TPETUH IIEeMEHT «KaK U [I0YeMY» OTHOCUTCS K BHYTPCH-
HUM U3MepeHusm [1].

A. OctepBanbn,

[Toctpoenue OusHec-
MoJieNel TI0 aBTOPCKOMY

1. CocoGHOCTH yOBJIETBOPHUTH MOTPEOHOCTH PHIHKA.
2. AIanTUBHOCTH B COOTBETCTBUH PEAKIMH PHIHKA Ha HEe.

I'. Mronnep-CruseHc,
A. ITummepman [3]

. Iunbe [2 mabJIOHy U IO «IIOICKa3KaM
[2] YO A 3. YmpasnsiemocTs [2].
moTpeOuTeneiin
K. JTnm, OcHoBa TpaHcopManuy — Hamnpasnenust tpandopmanuu:

JIBa MeraTpeHa: uuppoBu-
3auust ¥ OPUCHTALUS Ha
CepBUC («CEPBUCHU3ALIMD)

1. B3aumozelcTBre ¢ HOKyNnaTeIsIMH.
2. ObecnieunBaIOIUE CUCTEMBI  CTPYKTYPHI.
3. MeToasl MOHETH3aMK MoeiH [3].
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Okonuanue maba. 1

Ending of Table 1

ABTOp Konuenuus

TpebGoBanusi K nMpoBoii OU3HEC-MOeTH

KoHuenmus KoMIICKCHOM
TpaHC(POPMAIHH, BKITFOYAI0-
el He TOJNBKO IPOoLECCe
3aMEHBI TCXHOJIOTHH, HO

U U3MEHEHUE KOPIIOPATUBHON
KYJIBTYpPbI U KOPIIOPATUBHBIX

AHaINTHKN KOMITAaHUT
Microsoft [4]

1. KpatHoe noBsIterne 3pGpeKTHBHOCTH: OCHOBHBIE YKOHOMH-
YeCKHE MOKa3aTeI (yHKIMOHHPOBAHHS OPTaHU3AINH JIOJKHBI
VIIy4IIUTHCS B Pa3bl.

2. BHeipeHne COBpEMEHHBIX i MaCIITaA0HPYEMBIX TEXHOJIOTHIA.
3. Hannuue nepekpecTHbIX U3MEHEHUI, Koria 3a1eiCTBOBaHbI
CMEXHbIe 00sacTu OuzHeca [4].

[PaKTHK
1. AJanTMBHOCTE.
2. I'n6KOTb.
A. TIpoxopos, Wnaekc undposoit 3. UT-unTerpanus.
JI. Konuk [5] KOHKYPEHTOCIIOCOOHOCTH 4. TexHomnoruueckas cpema.
5. Kamurann.
6. KagpoBelii motenmman [5].
1. llndposas cTparerus.
2. lluppoBoe ympasieHHe ONEPariMOHHON IesTeTbHOCTHIO.
Pa3paboTka u BHeapeHHE Hugp yrip Pao! A
- 3. lludpoBuzanust OpraHu3aliOHHON CTPYKTYPHI YIPaBICHUS.
poBBIX MoIeeit
O. Kurosa, 4. lluppoBnzanus GH3HEC-TIPOIIECCOB.
KOPHOPAaTHBHOTO
C. BpyckuH [6] . 5. M opMaoHHOE COMPOBOXKICHUE MPOLIECCOB LH(PPOBHU3ALMHL.
YIIpaBJICHUS JUIS KX IO .
6. CkopocTh peanu3anuy HU(GPOBEIX H3MECHEHUH.
KOMITaHUH
7. Pabota ¢ naHHBIMH.

8. IudpoBbie KOMIETSHIIMH COTPYIAHUKOB [6].

MuHoBanmonHasi OW3HEC-MOJENb, COOTBETCTBYIO-
mIas yCIOBHAM ITU(POBHU3AINH, JTOJDKHA OTBEYATh Psi-
Iy TpeOOBaHMH TEXHOJIOTHIECKOTO, CTPYKTYpPHOTO,
VIOPaBJICHYECKOTO ¥ JKOHOMHYECKOTO XapakTepa.
[TpuBeneHHbIi HAOOp TpeOOBaHMI MO3BOJISIET ONpeE/ie-
JWUTH KpUTEpUH 3PPEKTUBHOIN OM3HEC-MOZENH, co3/1a-
BacMOW B YCJIOBUAX IM(poBH3aNUU, U 00CCICUUTH
BO3MOXHOCTh €€ IPUMEHEHHUSI Ha TIpakTHKe [7].

OmHUM W3 KIIOYEBBIX M MEPBOOYCPEIHBIX HAIPAB-
JeHUH UG POBU3AINK B OM3HEC-MOIETTH OpraHu3aIluu
BBICTYNIaeT CHUCTEMa B3aMMOICUCTBHUS C KIHEHTOM,
MO3BOJISIIONIAST  YCOBEPIIEHCTBOBATh  (POPMHUPOBAHUE
KIMEHTCKOTO OIBITa 3a CYEeT JYYIIero NOHUMAaHHUSA
KJIMCHTa W YBEJIUYEHUsS TOUYEK KOHTaKTa ¢ HUM. [ JaB-
HBIE HANIPaBICHUS MU(PPOBU3AINN B TaHHOM CITydae:

— ycwieHue (Qokyca Ha TpPeOOBaHUAX KIHCHTOB
U UX JIOSITBHOCTH;

TOUCK CKPBITHIX UCTOYHUKOB IICHHOCTH;

— CO3IaHHE MPEANMOCHUIOK s OyIyNIMX HCTOY-
HUKOB BEIPYYKH;

— (opmupoBaHe KOHKYPEHTHBIX TIPEUMYIIIECTB [5].

MeToabl U pe3yJbTaThl HCCIETOBAHUS

Lenvio ucciedosanusi SBISETCS OICHKA MOCIE/-
CTBUH BHeApeHUS HHU(POBOM OW3HEC-MOJCIH B Jesi-
TEJIBHOCTh OW3HEC-CTPYKTYp. 3adauu ucciedo8anus:
KpaTkas XapakTepHCcTHKa HU(ppPOBOI OM3HEC-Moelny,
OlMcaHue Pa3padOTaHHOTO AJITOPHTMA €€ BHEIPEHHS
B JICATENILHOCTh OpTraHH3aluH, oleHKa 3(deKkTHBHO-
CTH TIPEUIOKEHHON MOJIEIH.

TeopeTuko-MeToA0I0rNIeCKON OCHOBOM HCCIeN0-
BaHMsl CTajJM KIIOYEBbIE AacCHeKThl NU(BPOBH3AIH
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U MOJIEJIUPOBaHMs OM3HEC-NIPOLIECCOB, OCHOBBI Pa3BH-
TUSI U GYHKIIHOHUPOBAHUS OM3HEC-CTPYKTYP, METOAH-
Ki OIECHKH S()(PEKTUBHOCTH BHEAPEHUS HHPPOBHIX
HHCTPYMCHTOB B YIPaBICHYCCKHE MPOIICCCHI.

OCHOBY METOJOB W HWHCTPYMEHTApHs HUCCICIOBa-
HUS COCTABHJIM JJIEMCHTHI OW3HEC-MOJCIHPOBAHUS,
KOJIMYECTBEHHOTO W KAYECTBCHHOTO KOHTCHT-aHAIIN3a,
0azupyromecss Ha KOMIDIGKCHOM TOIXOIE K TpaHC-
dbopMmanMu  yIOpaBICHYECKMX  MOJENeH  Om3Heca
B YCJIOBHSIX IHU(POBON TUHAMUKY CPEbI.

OO0cy:kneHne pe3yabTaToOB

M3MeHeHust BHeUIHEW cCpeipl OpraHU3allud  BbI-
HY)KIAl0T TIOCJICAHIOI0 HETPEPHIBHO pearupoBaTh Ha
HUX 32 CYET TMOJIHOW TpaHChopManuu OM3HEC-MOACITH
OpraHW3allUi WM €€ YAaCTHYHOTO COBEPIICHCTBOBA-
Hus. [IpemnoskeHHbIN MOAX0 K TpaHchopMaIu Ous3-
Hec-MO/IeJ I OpPTaHHU3aIK OCHOBAH B IIEPBYIO OYepeb
Ha TPeoOpa3oBaHUU B pe3yiibTaTe NU(POBU3AIUK CHU-
CTEMBI B3aUMOJICHCTBUSA C KIIUCHTOM. DTO (DpOHTAIB-
Has 9acTh OM3HEC-MOJENN OpTaHW3alnd, TpeOyromas
NepBOOYEPETHON aanTallud K U3MEHEHHUSIM BHEIITHEH
cpeasl W pPBIHKA, T. K. XapakTepu3yeT AaKTHBHOCTH
U THOKOCTh OW3HECa B YIOBJIETBOPSHHH 3aIllpOCOB
KIHeHTOB. POKYyC H3MEHEHHWW CKOHIEHTPUPOBAH Ha
CTpaTeruyl pOCTa 3a CYET JIy4IIero MOHNMaHHs KINeH-
Ta ¥ YBEIIMYCHUS TOYCK KOHTAKTA C HUM.

Ha puc. 1 mnpencraBmeHa crTpykTypa Ou3Hec-
MOJIETIM OpTaHM3alluK U ee TIpeoOpa3oBaHue B CErMEH-
T€ B3aMMOJICHCTBHS C KIIMEHTOM B pe3ylbTare mudpo-
BH3aIlMU HA OCHOBE OMHHUKAHAIBLHOTO Toaxona [8].
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CtpykTypa Ou3HEeC-MOICTH
OpraHu3aIUU

JlesiTenbHOCTD
KOMITAaHUH

=

=

IlennoctHOE
MpeIoKEeHHE

=

=

Hn(bplommaunﬂ

B3anmopeiicTBue
C KJIHMEHTOM:
TpaguuuoHHbIE KaHAIIBI

& 0 §

BHaemnss cpena

MoseTu3amnus
NIEeATEeIbHOCTH

2 N

=

Tpancdopmarus 6usHec-mMonenu

=

HeﬂTeHBHOCTb KOMIIaHHH

=

LlenHOCTHOE NpEIOKEHUE

B3aumopneiicTBHE ¢ KJIMEHTOM:
|:> 1. OMHuKaHaIbHBIA MapKETHHT.
2. BPM + CRM.

3. TpaH3aKIMOHHBIN KOHTEKCT

=

MomneTu3anus IesaTeIbHOCTH

Puc. 1. MOZ[H(i)HHHpOBaHHaSI 6I/I3HeC-MOIIeJIL Ha OCHOBC OMHHKAHAJIbHOI'O IoAXoAa

Fig. 1. Modified omnichannel-based business model

MomudunmrpoBaHHasi BEpCUsT MOJIENH pa3padoTaHa
B pe3yJbTaTe KOMOWHHPOBAHUS KIACCHYCCKOTO MO/I-
xola K OusHec-monenupoBanuio A. OctepBanbaepa
u U. Tlunwe [2], a Taxke mudposoit Moxenu «OMHU-
kanansHOCTHY (I1. Baiin, C. Bopuep) [9].

CorjacHo mpeylaraeMoMy —IMOIXOAy OHW3HEc-
MOJIENIb KOMIIAHHM CTPYKTYPHUPOBaHAa II0 YETBIPEM
HAIPaBJICHUSIM:

1) mesTenpHOCTh KOMITAHUHM — KIIOUEBBIC TapTHE-
B, KITFOUEBBIC PECYPCHI, BUIBI ACATCILHOCTH;

2) TIEHHOCTHOE TPEJIOKEHNE — B UeM 3aKITI09aeTCs
[CHHOCTh KOMITAHUH B TJ1a3aX MOTPEOUTEIIS HA PhIHKE;

3) B3aMMOJEWCTBHE C KIUEHTOM — IIEJIEBBIC CET-
MEHTHI IOTPEOUTENCH, B3aMMOACHCTBIE M OTHOLICHHUS
C KIIMEHTAaMH, IETIOYKH KaHAJIOB IIPOAAXK;

4) MOHETH3AIlMU JCATCILHOCTH — CTPYKTypa pac-
XOJIOB TIO JIEMEHTaM SKOHOMHUYECKUX 3aTpaT, MOTOKH
JIOXOJIOB.

IIpeoOpa3oBaHusi B CEKTOpE «B3aWMOJICHUCTBHE
C KJIMEHTOM» TOAPOOHO PACKPBHIBAIOTCS YEPe3 «IPH3-
My OMHHKaHAJIbHOCTH WIIM OMHUKAHAJIBHBIN TTOAXO/.

B cucreme B3aMMOJEHCTBHUSI C KIMCHTOM OMHHKA-
HaJIFHOCTH 00ecreynBaeT KOMIUIEKCHOE M BCECTOPOHHEE
«OOILEHNE» C KIMEHTOM, OCHOBAHHOE Ha COIMPOBOXKJIC-
HHUY Ha BCEX CTaIMSIX NPHHATHS PEIICHHs 0 mpHoOpeTe-
HHUU TIPOJIyKTa M €ro ucroib3oBanus. [Ipu 3ToMm 3ameii-
CTBOBaHBl WHTETPHPOBAHHBIC KaHAIBI KOMMYHHKAIIHH,
coueTaromue uppOBbIe M TPATUIUOHHBIC TEXHOJIOTUH
MapKETHHI'OBOTO BO3JICHCTBUA. Pe3ynbraroM Takoro
B3aUMOJICHCTBUS SBIISICTCS JOCTKEHUE Y deKTa Hempe-
PBHIBHOTO KOHTAKTa «KJIMEHT — Kommanush» [10].

OMHHKaHaJbHOCTh B CHCTEME B3aWMOJCHCTBUS
C KIHCHTOM, IMOMHMO 3HAYUTEIHHOTO PACHIMPCHHUS
CIEKTpa HWCIIONB3YEMBIX HHCTPYMEHTOB LH(POBOTO
B3aUMOJICHCTBUS, CBS3BIBACT BMECTE Ka)IbI KaHAI

73

€IMHOM CHCTeMOW yudeTa, B3aUMOJIEUCTBYS C KIIMEHTa-
MH KOMIUIEKCHO, OJJHOBPEMEHHO IO BCEM KaHajaM
1 MHIVBHAAYAITBHO 0 KaXKIOMY KaHAJIy B OTJICIHBHOCTH.

Konkperu3zanus OMHAKaHAIBHOTO MOJX0/1a Halllia
BEIpAKEHUE B «IIPU3ME OMHHKAHAIBHOCTHY», CTPYKTY-
pa xoTopoi npezacraBieHa Ha puc. 2. Ee conepxxanue
JIEMOHCTPHUPYET CTPYKTYPY NOCTpOoeHUS dPPEKTHBHOM
CUCTEMBI B3aUMOJICHCTBUS C KIIMEHTOM M yIpPaBJICHHS
KIIMEHTCKUM OIIBITOM Ha OCHOBE COYETaHHS III(PPOBHIX
WIaTGOPMEHHBIX PEIICHUH, OMHHKAHAIBHOTO MapKe-
THUHTA ¥ TPAH3AKIIMOHHOTO KOHTEKCTA.

B cucreme B3anMoaeHcTBUS ¢ KIIMEHTOM U yIpaB-
JICHUS KIMEHTCKUM OITBITOM OMHHKAHAJIbHBIA ITOIXO0]
BKJIIOYAET B c€0sl TPH KIIFOUEBBIX COCTABIISIOINX:

1. OMHUKaHATBGHBIA MapKeTHHT. HTerpupoBaHHbIC
MapKeTHHIOBbIE KOMMYHHKAIlMM C HCIIOJb30BaHUEM
IU(POBBIX TEXHOJOTHUH WCKYCCTBEHHOTO WHTEIIIEKTA,
OOJBIIMX JTAHHBIX, BUPTYAILHOM M JIOTIOJIHEHHOW pealib-
HOCTH (KOHTEHT-MapKeTUHT, SMM-NpOoJBIDKEHHE, Tap-
TETUHT U JIp.).

2. WuterpupoBannas rmiardopma Business Process
Management (BPM) + Customer Relationship Manage-
ment (CRM). [TonoOHast MHTETpaItyist TO3BOJISIET JOCTHYD
COIVIaCOBAaHHOCTH  pealu3alMyd  OM3HEC-TPOLIECCOB
1 KOMMYHHKAIJHIOHHOTO COTIPOBOKACHHMS KIIMEHTA.

3. TpaH3aKIMOHHBIH KOHTEKCT 0ObEAMHSIET B cede
(hopMHpOBaHHE KIMEHTCKOTO OIbBITa B IH(GPOBOM
n oddrnaiin-pexxnmax 3a cuer (HOpMHPOBAHUS MOCIIE-
JTIOBAaTEILHOTO «MapIIpyTa» KIHMCHTa OT 3HAKOMCTBA
¢ KOMITaHHEH B IHU(POBOM MPOCTPAHCTBE 10 BO3MOXK-
HOro coBepeHus caeiku oddaitn n Haobopot. Kax
pe3yibTaT, B3aUMOIEHCTBHE C KIMEHTOM CTPOUTCS II0
HATIPABJICHUSIM KOHCYJITATHBHOTO M TPaH3aKIIMOHHO-
0 B3aUMOJEUCTBHS.
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BPM + CRM
1aThOpMBI

VAN

Ynpasiaenne
KoncynsratuBHOE KJINEHTCKUAM TpanzakumoHHOE
B3aUMOJIEICTBHE B3aUMOJEHCTBUE

OMHHMKaHAJIbHBIH
MapKETHHT

OIBITOM

TpaH3aKLMOHHBIN
KOHTEKCT

Puc. 2. OMHHKaHAIBHOCTh B3aUMOICHCTBHS C KIHECHTOM

Fig. 2. Omnichannel interaction with the client

Bzaumooeticmeue. OueHky 3¢ GheKTUBHOCTH (PYHK-
IMOHUPOBAHUS TIPEATIOKEHHON TpaHC(HOPMHUPOBAHHOK

OmM3HEC-MOIETH TpeaaraeTcs OCYyIIeCTBIATh Ha OCHO-
BE€ CHCTEMBI TIOKa3aTelleH, peCTaBICHHON Ha puC. 3.

OreHKa KOHKYPEHTHON Ouenxa O
€HKa WHHOBAI[MOHHBIX
yP 9KOHOMUYECKOTO = B .
TMO3MIIMA HAa PBIHKE mokKasarejieu
addexra
Yuctelit
[Toctpoenue .
. Junamuka JICKOHTUPOBAHHBIN
KOHKYPEHTHOM .
Y TEMIIBI POCTa JI0XOJ1 OT MHHOBALIUH,
KapThl PhIHKA:
BBIPYYKH, HHJIEKC peHTa0eNbHOCTH
SNW-anams, npuObLTI IpoeKTa, KO3()HUIUESHT
- SWOT-ananus, 1 p > — P i .
PEHTa0eIBEHOCTH OCBOEHUSI HOBOM
GAP-ananu3
) TEXHUKH )

Puc. 3. KoMrutekcHas crcrema mokasaTesieid OleHKH 3 QEKTUBHOCTH OH3HEC-MOJICITH

Fig. 3. Comprehensive system of business model performance indicators

KoMruteke OIGHKH IMOCIEACTBUI IM(PPOBOH TpaHC-
(opmarmm 6usHeca chopMyaHpoBaH Ha Oase Tpex ore-
HOYHBIX MOJYJICH: OKHIaeMbIe KOHKYPEHTHBIC MPCHMY-
IIECTBA, O’KUIAEMBIE NPSIMBIE SKOHOMHYECKHE P QEKTHI,
a TaKKe KpUTEPUH MHHOBAITMOHHOCTH [11].

[Teperii 610K MOKazareneit 3hHEKTHBHOCTH MOJIC-
TN — OTpeieNIcHne KOHKYPEHTHOTO CTaTyca KOMITaHUU
(xoHKYpeHTOCTIOCOOHOCTH). ET0o oOIlleHKa TMO3BOJSAET
OTpENeINT, HW3MCHCHHE KOHKYPEHTHBIX — ITO3WIHHA
MPEIIPUATHS B pe3yybTaTe TpaHchopMaluu Ou3HecC-
MOJICJIA Ha OCHOBE NU(MPOBU3AIIHI H OMHHKAHATBHOTO
moaxona. AHamU3 B JAHHOM HAIPABJICHUU TPEAIOJIA-
raeT IOCIeNOBaTeIbHOE OCYIIECTBICHHE 3aMEpOB
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W CPaBHUTEIBEHON OICHKU TMO3ULUH «JI0» U «IIOCIE»
MEpPONPUATHI.

Bropoii 6ok mokasarenei 3(pQEeKTUBHOCTH MOjie-
JU — OIpEeAeeHHE IMPEeNoaraeMeIX OOIEIKOHOMH-
qeckuX 3(PQPeKTOB HMHHOBAIIMOHHOW OW3HEC-MOJIEIIH.
JIst OTIeHKH SKOHOMHYECKOH 3(P(EKTHBHOCTH TpaHC-
dbopmammu OW3HEC-MOJCIN HMCTOIB3YIOTCS OO0IIEeIKO-
HOMUYECKHEe TIOKA3aTeNIH: BEIPYJKa, YUCTAsl MPHOBLIb,
peHTa0eTHHOCTb.

[TokaszaTeny WHHOBaLMOHHOTO OJOKa IIperoa-
rafoT OLUEHKY 3(QEeKTHBHOCTH NPHUMEHEHUs] OMHHKA-
HaJIbHOTO MOAXOAa W TPaHC(HOPMHUPOBAHHOH OHM3HEC-
MOJIETIM B OpPraHM3all{ B Pe3yJbTaTe OCBOCHUS LU(]-
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POBBIX KaHAJIOB B3aWMOJCHCTBHUS C KIMEHTOM H TEX-
HoJoruid. KommiecTBO 0CBOESHHBIX, BHEPEHHBIX (-
POBBIX TEXHOJOTHHA W KaHAJIOB CBS3M XapaKTEPHU3YyeT
IUQPOBYI0 aKTHBHOCTh KoMIaHWHU. OICHUBAIOTCS
nokasareiu mnepconana, 3anstoro B HUP, ocBoenue
HOBOI TEXHUKH, a TAKXKE YHCTBIA TUCKOHTHPOBAHHBIN
JIOXOJI OT UHHOBAIUI U peHTa0CIEHOCTh MPOCKTA.

HauGomee YyBCTBUTENPHBIMU ¥ MOOWJIBHBIMH
B IUIAHC aJanTalii OW3HEC-TPOIECCOB SBISIOTCS
CyOBEKTHI MAJIOTO U CpeIHEero Om3Heca, KOTOphIE ce-
TOMHS aKTHBHO BHEIPAIOT HU(PPOBBIE HHCTPYMEHTHI
B YIPaBJICHYECKHWE W OIEPAIMOHHBIC PEIICHHS, TeM
CaMBIM JIOCTWTAs TOBBIMICHUS MPON3BOAUTEIHFHOCTH,
3¢ dexTHBHOCTH, KOHKYPEHTOCTIOCOOHOCTH [7].

B kauecTBe 000CHOBaHHS MPEIIOKEHHOTO TOIXO-
Jla WCTIOJIH30BAaHBI PE3YIbTAThl BHEIPEHUS IHU(POBOI

ousHec-mMozenu B AesarensHocTh OO0 «IlapTHep-/IB»,
(YHKIMOHHUPYIOIIETO HAa PBIHKE KPETCKHBIX HM3IEIHHA
U KOHCTPYKLMH T. BiaguBocToka.

Tak kak OCHOBHOH cepoil AeITeT HOCTH KOMIIa-
Hun  OOO  «IlaptHep-[IB» sBIAIOTCS  ONTOBO-
PO3HHYHBIC MPOMAXKH, TO HAMOOJbIIEE 3HAYCHHUE IS
Hee MPEJCTaBIsICT UMCHHO CUCTEMa B3aMMOJICHCTBHS
¢ kimeHToM. CTaHmapTHbIC OJOKM MaHHON CUCTEMBI
B OM3HEC-MOJEITH KOMITAaHHH:

— B3aUMOOTHOIICHHUS C KIIMCHTAMU;

— TIOTPEOUTENECKUE CETMEHTHI;

— KaHaJbl cOBITA.

Ha puc. 4 mpencraBiieHa CTpyKTypa CHCTEMBI B3au-
MOJEHUCTBHS C KJIWEHTaMH B 0a30BOM OM3HEC-MOIEIN
MPENPHUATHS 10 MOMEHTa COBEPILICHCTBOBAHMS IU(PO-
BBIX HHCTPYMEHTOB BO3ACHCTBHS HA KIIMECHTCKHIA OITBIT.

B3aumMooTHOIIEHNSI ¢ KIHMEHTOM

IHoTpeduTe/bcKHe cerMeHThI

o UnauBuayansHas paboTta ¢ KIIHEHTOM
o [IporpaMMmel JIOSTIBHOCTH
e CRM-cucrema (ONTOBBIC OKYIIATEITH)

B2B
e ToproBele ceTu
o CrpoutenbHbIE KOMIAHUN

B2C

KanaJsl cobITa

o Ou3. nuna (MOKynku OBITOBOrO
Ha3HAYCHUS)

o Po3HUYHBIN KaHAT

o CeTeBoii kaHaT

o OnrToBbIi KaHaT

o [ludpoBoii kaHas (HHTEPHET-CaiiT)

o Ou3. muna (CTpOUTENBHO-
PEMOHTHBIE OpHUrabl)

Puc. 4. BazoBast cTpyKTypa CHCTEMBI B3auMoeHCTBHS ¢ kineHTamu 6usHec-mMonenn OO0 «Ilaptrep-[B» (r. BraguBocTok)

Fig. 4. Basic structure of the customer relation system of the business model of Partner-DV, LLC in Vladivostok

W3HavyanbHO B KOMIIAHUH U3 MUPPOBBIX SJIEMECHTOB
B3aUMOJICHCTBHS ¢ KIIMEHTOM MPHCYTCTBOBAJA TOJIBKO
CRM-cucrema, KOTOpas HCIHOJb30BaIach HCKIFOYH-
TENBHO JJIs paboThl ¢ cerMmeHTOM B2B, BKIIoUaronmm
CTPOHTEIIbHBIC KOMITAHUH U TOPTOBBIC CETH.

WHaTreprer-caliT (kak IHU(POBONW KaHAT MPOJAXK)
OBIT OPUEHTHPOBAH Ha TOTPEOUTEIBCKUI CETMEHT
B2C. Taxxe cailT BEIOIHSUT HHHOPMAIMOHHYIO POITH
JUTSE TieTieBo ayautopun B2B.

beumn 3ameficTBOBaHBI IUQPPOBBIE KaHAIBI CBS3U
B BHJIC OJCKTPOHHOW TIOYTBI W MECCEHIDKEpa
WhatsApp — B OCHOBHOM Kak JIMYHAas WHHUIIAATHBA
MEHEDKEPOB 1O mpojaxkaM. Takum o0Opa3oM, KO-
(UIMEeHT TepcoHana, 3aJeHCTBOBAHHOTO B paboTe
C WCIOJb30BaHUEM HU(GPOBBIX HHCTPYMEHTOB CBS3H
¢ kmueHToM, coctaBui 0,15, 4TO CBOWCTBEHHO ISt
CTpaTeruy IMOCJIe0BaTeNsl B MPUMEHEHNUH IH(POBBIX
TEXHOJIOTHH B IEATEIHHOCTH TPEIATPUSATHS.
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CrienyeT OTMETHTB, YTO OECCHCTEMHOE HMCHOJB30-
BaHHE LU(POBBIX WHCTPYMEHTOB BEAET K CHIKECHHIO
Kak oOImMX ToKa3aTenell HUQpOBOH aKTUBHOCTH, TaK
1 3 PEKTUBHOCTH B LIEJIOM.

TakuMm 00pa3om, B yCIOBUSIX HU(PPOBU3ALMN PHIH-
Ka M SKOHOMHKH IS CyOBEKTOB Mayloro Om3Heca ak-
TyalbHBIM HaIpPaBICHHUEM ICSITEIBHOCTH CTAHOBUTCS
repexoa K HOBOH IUGPOBOH MoJAEIHN BeJCHUs OWU3HE-
ca, YBSI3BIBAIONICH BCE 3aeHCTBOBaHHBIC ITHU(POBHIE
KaHallbl B3aMMOJEHCTBUSA C KJIMEHTOM Ha €AUHOU
yIpaBieHYeCKOl Taropme, a TaKKe Corflacyronien-
Csl C CHCTEMOW TpaauIMOHHBIX (o¢duaifH) KaHaAJIOB
B3aUMOJICHCTBUS. AJNTOPUTM TIepexojila Ha HOBYIO
On3Hec-MO/eNb MPUMEHUTEIBHO K  JESTEIBHOCTH
00O «Ilaptrep-/IB» mpeacrasnen Ha puc. 5. Cosep-
IIEHCTBOBAHUE CETMEHTa «B3aUMOJICHCTBUE C KIIMEH-
TOM» B OW3HEC-MOJENH TPEANPHUATHS OCHOBAHO Ha
MIPUMEHCHUH OMHHKAHAJIBFHOTO MOAXO0JA M BKIIOYAET
B ce0s MmoceIoBaTeNbHOE COTJIACOBAaHUE U KOMILICKC-
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HOe codveranue IHU(PPOBBIX HMHCTPYMEHTOB Hapsay
¢ (GopMHpPOBaHHEM KIHUEHTCKOTO ombiTa odduain
(TpaH3aKIMOHHBIA KOHTEKCT). DTO CIMOCOOCTBYET Te-

HEpUPOBAHMIO ITOTOKAa HWHTETPHPOBAHHBIX W MOJHBIX
KOMMYHHKAIIUHA «OPTaHU3aIUsI — TOTPEOUTEITbY.

Buenpenue u peanuzanusi OMHUKaHaIbHOTO MapKETHHIa

\Z

OO0beuHEHHE KaHAJIOB B3aUMOJCHCTBUS Ha EAUHYIO
wiatgopmy BPM (c CRM-cucremoii)

\Z

OT1paboTKa TPaH3aKIMOHHOT'O KOHTEKCTa

Puc. 5. AJIFOpI/ITM nepexona K L[I/I(i)pOBI/I3aHI/II/I CUCTCMBI B3aHMOZ[efICTBHSI C KIIMCHTOM
B 6H3HeC-MOZ[eIII/I OpeanpusaTrd Ha OCHOBE OMHUKAHAJIbHOI'O IMOAX0da

Fig. 5. Algorithm of transition to digitalization of the customer relation system in the enterprise business model based
on the omnichannel approach

Ha puc. 6 npencrasiena TpancGopMaIus CUCTEMBI
B3aUMOJICHCTBUSI €  KIMEHTOM  OHM3HEC-MOJCIH

00O «ITaptHep-/IB» B ycnoBusx mudpoBU3anuyd Ha
OCHOBE OMHUKaHAJIBHOTO TTOIX0/1a.

B3auMoO0THOIIEHUS ¢ KIIUEHTOM

IHoTpeduTe/ibcKHe cerMeHThI

o SMM-MapKeTHHT
e BPM + CRM

. MCCCCHI[)Kep—MapKeTI/IV

KanaJibl cObITa |

v 4 OMHMKaHAIBHEIIT
MOJXOM

o Email-mapkeTusr
o TapreTupoBaHHas
pekama

® MOOWJIBbHBIC PUIIOKECHHS
o Pa3zBuTHe HHTEpHET-caliTa

Puc. 6. Tpancdopmarius cucremsl B3aumoaeiicTBus ¢ kinentom ousnec-monenn OO0 «Ilaptrep-/IB»
B YCJIOBUSIX IIM(POBU3ALIMK HA OCHOBE OMHHKAHAJIBHOTO MOIX0/a

Fig. 6. Transformation of the customer relation system of a business model of Partner-DV, LLC based
on the omnichannel approach in the context of digitalization

Bce Tpu Oyoka CHCTEMBI: «B3aMMOOTHOIICHHUS
C KIIMCHTOMY, IIOTPEOUTENHECKAE CEIrMEHTHI», «KaHa-
JIBI COBITa» HAXOMAATCS B MIOCTOSTHHOM TECHOM B3aUMO-
NIEHCTBUU U TPEOYIOT COTIACOBAHHOCTU MEPOIIPHATHI
B KQXKIOM HAIpPaBJICHUH.

B 650Ke «B3aUMOOTHOIICHHUS C KIHMEHTOM» Ha OC-
HOBE OMHHMKAHAIIBHOTO MOIXO0Jla BHEAPESHBI HHCTPY-
MeHTel: SMM-mapkeTusr, enuHas tuiargopma BPM
(maTerpamus ¢ cymectByromeii CRM-cuctemotii),
MeCCEHDKEP-MapKEeTHHT.

B 0Onoke «mmoTpeOUTENBCKHE CErMEHTBI»: KOHTCHT-
MapKETHHT, email-MapKeTHHT, TAPreTHHTOBas PeKiiama.
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B Onoke «kaHaibl cOBITA» B PaAMKaX OMHHKAHAJb-
HOTO IOJXOJa CHCNaH YIOp Ha YCHJICHHE COBITOBOWM
(YHKIMK CYIIECTBYIOIIETO MHTEPHET-CAliTa U Cco3Ja-
HUEC MOOWJIBHOTO TPWIOKEHHUS JJISI COBEPIICHUS I0-
KYTOK, (QYHKIIMOHUPYIOIIETO Ha Pa3IMYHBIX OIllepali-
OHHBIX CHCTEMaX.

Bhenpenne OMHHKaHAJILHOTO MapKETHHIa — CaMbli
0OJIBITION TTacT PaboOTHI MPU COBEPIICHCTBOBAHUU OM3-
HEC-MOJIeT KOMITAHUH, OXBATHIBAIOIINI BCe OJIOKH cer-
MEHTa «B3aNMOJCUCTBHE C KIMEHTOM». Ommcanue mpo-
BEJICHHBIX MEPOIIPUSITUIA TIPEACTABICHO B TaOI. 2.
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Tabauya 2
Table 2

ITocnenoBaTesibHOCTL BHeAPeHUS HU(POBOIi CHCTEeMBbI B3aMMO/ICHCTBHSA ¢ KIMEHTOM OM3Hec-MO/IeJIH OPraHu3aluu

Sequence of implementing the digital customer relation system of the business model of the organization

B3auMooTHOIIEHH C KIHEHTOM

SMM-MapKeTUHr

MecceHnpKkep-MapKeTHHT

Buenpenue eaunol minatdopmsl
BPM + CRM

Br160p miatdopMsl I peannu3aniu
(Facebook, Twitter, Instagram u np.) +
HACTpOWKa NPOQGUIISL U CTPAHULIBI

OrnpenienieHne KoMILIeKca
MPUIOKEHUH AT COOOIIEHUH
(B 3aBUCUMOCTH OT IICJICBOM

Onpeaenenue npodnem
u nenen

ayJUTOPHH)

Kanajbl cObITa

[MpunoxeHue IS MOKYMOK A1 MOOWIIBHOTO
ycTpoicTBa Ha onepanuoHHoH cucteme Android n i0S

Pa3Butue unrepHer-caiira

1. Pa3memenue 3akasa u pa3paboTka MpUIIOKEHHS

1. Hactpoiika SEO miu nouckoBoil onTUMU3aLuu

2. lIponBmwxenue npunoxenus yepe3 App Store
u Google Play Market, Google ADS

2. Hactpolika onepaTiBHOH ONepalioHHON AeSTEeNbHOCTH.
Hanenenue 3Ha4MMOCTBIO caliTa Cped COTPYJHUKOB

3. ®opmuposanue KPI u aynur-codra

3. BeG-anaymTuka pe3ynbTaToB HPOIBIKEHHUS

IloTpeduTEeNIbCKUE CETMEHTBHI

Email-mapkeTunr

KoHTeHT-MapKeTHHT

TapreTunr

1. Co3nanue 1iana crpaTeruu

1. Pa3paboTka crpateruu

1. MapKeTHHIOBbI aHATIU3 PHIHKA
U KOHKYPECHTOB

2. IlonroroBka MakeTa u COACPIKaHU

2. Co3ganue KOHTEHTa

2. [londop 1eneBoii ayANTOPHH

3. ®opmupoBaHue 6a3bl KOHTAKTOB

3. Kontenr-mian
(xaneHgapp myOIMKaIii)

3. Pa3paboTka 0OBsIBICHHS M YHUKAIBHBIX
KpeaTHBHBIX MaTEpPUAJIOB

4. ABTOMaTH3aIMs PACCHUIKU
5. Ouenka (KPT)

4. Peanmu3anus (IpoABUKEHUE)

4. Iloaki04eHne CHCTEMBI AHATUTUKH
5. Benenue pexiiaMHON KaMIaHUU

Pa3BuBaTh KaHambl cOBITA TPH JaHHOM IIOXOIE
cllelyeT 4epe3 CO3lIaHue NMPUWIOKEHHS IS MOKYIIOK
U pa3BUTHE MHTEPHET-CaiTa.

[TpuHuMas Bo BHUMaHWE BCE IPOTHO3HBIE OLCHKH
OKHIaeMBIX 3(PEKTOB OT BHeIpeHHs IM(POBOH OU3-

HEC-MOJICJIA, MOXXHO IPHUBECTH OOIIYI0 OILEHKY 3(¢-
(beKTHBHOCTH TIpeyIaraeMoil  OW3HEC-MOIEN IS
kommanuu OOO «Ilaptaep-/IB» (Tadum. 3).

Tabauya 3
Table 3

IIporno3Has oneHka o:xxugaeMbIx 3¢ dexToB BHeApeHUs: NU(POBOI cHCTeMbl B3aHMOACHCTBHSA ¢ KIHEHTOM
ousHec-moneau oprannsannu OOO «Ilaptaep-AB»

Predictive assessment of the expected effects of introducing a digital customer relation system
of the business model of the organization of Partner-DV, LLC

OueHKa KOHKYPEHTOCIIOCOOHOCTH

JKOHOMHYECKAs OLEHKA

W HHOBallMOHHAS OLIEHKA

V3MeneHure 1oIoKeHNsT KOMIIAaHUY Ha PBIHKE.
Cwmena CTpaTeTruu «IoCJICA0BATECIIbY)
Ha CTPATCTUIO «IIPETEHACHT Ha JINACPCTBO»

PocT sxoHOMHMUYECKHX TTOKa3a-
TeNeH aesTeabHoCTH — 28 %

Poct ucnonp3oBanus nUQpOBBIX
HUHCTPYMEHTOB B3aUMOJECHCTBUS
¢ KIIMeHTOM (Kod(durmenT
mudposmuzanun — 0,57)

OneHka TmpeajgaraeMoil  yCOBEPIISHCTBOBAHHOMN
omsnec-monenmn kommanum OOO  «[laptHep-[IB»
MIpearoaraeT Cileayomnee H3MEHEHHE IT0Ka3aTele.
VYBenuuenue BeIpydku 10 114 499 Teic. py0. yxke
B CJCIYIOUIEM TEPHOAC M3MEHUT JIOJI0 KOMITAHUU Ha
peiake ¢ 7,71 mo 12,79 %, a Taxxe MOBBICUT MOKa3a-
TeJb TeMNa pocTa oju peiHKa ¢ 89,83 no 106,48 %,
YTO MOCIIOCOOCTBYET CMEHE IMOJOXCHUS Ha KOHKY-
PEHTHOM KapTe PBIHKA C MOJIOKCHHS «Ciiadas KOHKY-
PEHTHAs MO3UIMS U YXYALICHHE TeMIa POCTa» Ha MO-

JIOXKCHHE «cinabasi KOHKYPEHTHAs MO3UIHMSA C yIIydIe-
HHEM TEMIIa POCTay.

3akjouenue

IIpennoxxeHHBI TEOPETUKO-METOJUUECKHA TO/-
X0Jl K TpaHchopMaluu OW3HEC-MOACTH OpPTaHU3aI[UN
B YCIOBUAX NUGPOBU3AIUH MIPEIIOIAracT COBEPIICH-
CTBOBAaHHME CHUCTEMBI B3aMMOJICHCTBHUSA C KIIMCHTOM Ha
OCHOBE OMHHKAHAJBLHOTO IMOAXO0Ja M KOMIIIEKCHOTO
couyeTaHusl NUQPOBBIX U TPAJAUIIMOHHBIX KaHAIOB B3a-
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QuHanHcwl, OeHedCcHoe obpauyeHue U Kpeoum: meopusi, Memoooi02usl U UHCIPYMeHNbl YIPAGTICHUS

umopeiicteus.  ChopmynupoBaHHBIE — TpeOOBaHUS
K OW3HEC-MOJICNU 00eCIeunBaT (OPMHUPOBAHUE CH-
CTeMBI KputrepueB 3()()EKTHBHOTO TMPEoOpPa3OBAHHS
OmW3Heca B COBPEMCHHBIX YCJIOBHSX pbIHKA. Ocoboe
3Ha4YeHHE MpeoOpa3oBaHNE MOJEITH CHCTEMBI B3aHMO-
JIEHCTBUS C KIMEHTOM MpHoOpeTaeT B NEATEIBHOCTH
opraHuszanuii, (QOpPMHUPYIONINX HEMOCPEACTBCHHBIN
KIIMEHTCKUH OTBIT, KOTJa HE0OXOIUMO BCECTOPOHHEE,
KOMILIEKCHOE MH(POPMAITHOHHOE U KOHCYJIBTaIIHOHHOE

COIPOBOXK/ICHHUE KIIMEHTa Ha BCEX dTanax NpUHSTHUS I10-
KYTIATEILCKUX PEHICHHUN. DTOMY CIIOCOOCTBYET MHTETPa-
st IUGPOBBIX U TPATUINUOHHBIX WHCTPYMCHTOB B3amM-
MOJIEHCTBUA ¢ KIMeHTOM. OIEHKY MOCIEICTBUN TpaHC-
(hopmaruu mpeIaraeTcsi MPOBOJWTL HA OCHOBE OTIpeIc-
JICHWST KOHKYPEHTHOW TO3WIMHA KOMITAHHHA METOJIaMH
KOHKYPEHTHOTO aHAaJIN3a; OIEHKHA SKOHOMHYECKOTO 3(h-
(exTa, a TakKe OICHKH MHHOBAITHOHHBIX ITOKA3aTeIICH.
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