Bronnemens nayxu u npaxkmuxu / Bulletin of Science and Practice T. 12. Ne7 2026
https://www.bulletennauki.ru https://doi.org/10.33619/2414-2948/128

VJIK 338.242.2 (045) https://doi.org/10.33619/2414-2948/128/35
JEL Code: G14

TPUITEPHBIE CRM-KOMMYHHMKAIIMA B JJIEKTPOHHOM KOMMEPIIH
KAK UHCTPYMEHT POCTA IIOBTOPHBIX ITPOJAK:
INPAKTUKHU, METPUKHU, OTPAHUYEHUA

©JIapuonos /1. A., SPIN-k00: 6616-4928, Mockosckuii (hunanco8o-npomvlulLieH bl
yrueepcumem « Cunepeusy, e. Mockea, Poccus, danlarin@spbu.su

TRIGGER-BASED CRM COMMUNICATIONS IN E-COMMERCE AS A TOOL
FOR INCREASING REPEAT SALES: PRACTICES, METRICS, AND LIMITATIONS

©Larionov D., SPIN-code: 6616-4928, Moscow Financial
and Industrial University “Synergy”’, Moscow, Russia, danlarin@spbu.su

Annomayus. PaccmarpuBarotcsi  Tpurrepusie  CRM-KOMMyHUKalMu B 3JIEKTPOHHOM
KOMMEpLHUH KaK MHCTPYMEHT POCTa MOBTOPHBIX MPOAAXK. Y TOUHSETCS TEOPETUKO-NPUKIIAHOE U
HAyYHO-MHCTPYMEHTApPHOE COJEpPKAHUE YKAa3aHHBIX KOMMYHUKALUHA, MX OTJIMYHE OT MAaCCOBBIX
PacchbUIOK U TPAJAUIIMOHHBIX MEXaHU3MOB MApPKETHHIa B3aUMOOTHOLIEHUH. J[eMOHCTpupyeTcs, 4yTo
JUISL pealM3aldy CTPaTerud IEepPCOHAIU3UPOBAHHBIX TPUITEPHBIX KOMMyHHUKauuii B CRM-
MapKETUHIe 3aJEHCTBYIOTCA PA3JIMYHbIE CTAJUHM B3aUMOJECUCTBUS C KJIMEHTOM, COOTHOCSLIUECS C
BOPOHKOM INpPOJax, KOTOpas CIYXXUT NPUKIAAHOW CTPYKTYpOM Uil NPOEKTHPOBAHUSA
KOMMYHMKAIMI: KaXXJOMy OJTally COOTBETCTBYIOT LIE€JIE€BbIE€ CErMEHTbI, THUIIBI COOOIICHUH,
MHCTPYMEHTHI JIOCTABKU U MOKa3aTeau pe3yibTaTUBHOCTH. Ha OCHOBE CHMHTE3a OTE€YECTBEHHBIX U
3apyOexXHBIX MCTOYHHKOB BBIIEJICHBI OCHOBHBIE THIBl TPUITEPHBIX CIEHAPUEB: MPUBETCTBEHHAS
LIENIOYKA, TPUITEPbl OpOLIEHHOW KOP3MHBI M MPOCMOTPA, MOCTHOKYNOYHbIE KOMMYHMKAIUH,
CIIEHapuu MOBTOPHOI'O 3aKa3a U IOIOJIHEHHUS 3araca, a Tak)ke KOMMYHHUKallui BO3BpaTa KJIMEHTa.
ObocHoBaHO, 4TO oueHKa 3¢dexkTuBHOCTH TpUrrepHblx CRM-kommyHuKanuii  TpeOyer
KOMIUIEKCHOTO TMPUMEHEHHUS TpEX TPYyNN METPUK: KOMMYHUKAIIMOHHBIX (JIOJI JTOCTaBIEHHBIX
COOOIIIEHUH, OTKPBITHH, IMEepexoa0B), MOBEAECHYECKUX (KOHBEpCUS B 3aKa3, JOJS MOBTOPHBIX
MOKYTIOK, JI0JI1 pPEaKTUBUPOBAHHBIX KJIMEHTOB) M SKOHOMUYECKUX (CpeAHMH Y€K, BBIpyUKa Ha
MOKyIaTeNs, MOXHM3HEHHas LEHHOCTh KJIMEHTa, peHTa0enbHOCTh BiokeHui). Ha mnpumepax
kommnanuit «IlerpoBuu», United Colors of Benetton, Every Man Jack u Floward mokasano, uto
0o0bEIMHEHNE KIMEHTCKUX JaHHBIX B €IMHBIM mpoduib, Kpocc-KaHajdbHAs IMEpPCOHANM3aLUsl U
MIPEIMKTUBHBIE CLIEHAPUU IIOBTOPHOTO 3aKa3a 00€CIeYrBaIOT POCT TOBTOPHOU BBIPYUKH U CHIDKEHHE
3aTpaT Ha KOMMYHHKaIuo. aeHTnduinpoBansl KIt0YeBbIe OrPaHUYCHUS IPUMEHEHUS TPUTTEPHBIX
KOMMYHHKAIUI: 3aBHCUMOCTh OT KayeCTBa M TOJHOTHI JAHHBIX, OIIMOKHA CErMEHTallUd, PHUCK
KOMMYHHKAIIMOHHOH Meperpy3ku, HeoOX0JUMOCTh aHAIUTUYECKOTO COIPOBOXK/IEHUSI BHEPEHHBIX
CRM-nnatdopm, a Takke TPaBOBBIE ACMIEKTHI 00PaOOTKH MEPCOHAITBHBIX TAHHBIX U 0053aTEIbHOCTD
A/B-tectupoBanus runores. Pestomupyercs, uro Tpurrepasle CRM-koMMyHHKanuu Haubosee
5GGEeKTUBHBl MpPU HATMYUM €IWHOTO KIMEHTCKOro Npoduis, KadyeCTBEHHOW CerMeHTaluu
ayJIMTOPUH, COTJACOBAHHOCTH KAaHAJIOB, CUCTEMATUYECKOTO TECTUPOBAHUS TMIIOTE3 M KOHTPOJISA
4acTOThI KOHTAKTOB, a TAKXKe MPH OLIEHKE pe3ysIbTaTa yepe3 MOBEACHYECKHE U SKOHOMHUECKHE, a He
TOJIBKO KOMMYHHUKAIITUOHHbIE METPUKHU.

Abstract. The article examines trigger-based CRM communications in e-commerce as a tool for
increasing repeat sales. The theoretical and applied content of trigger-based communications is
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clarified, along with their distinction from mass messaging and traditional relationship marketing
mechanisms. Implementing a strategy of personalized trigger-based communications within CRM
marketing involves various stages of customer interaction aligned with the sales funnel. Based on a
synthesis of domestic and international sources, the main types of trigger scenarios are identified:
welcome flows, abandoned cart and browse triggers, post-purchase communications, reorder and
replenishment scenarios, and customer return communications. Evaluating the effectiveness of
trigger-based communications requires three metric groups: communication (delivery, open, click
rates), behavioral (conversion to order, repeat purchase, reactivated customer rates), and economic
(average order value, revenue per customer, lifetime value, return on investment). Using the cases of
Petrovich, United Colors of Benetton, Every Man Jack, and Floward, the article shows that
consolidating customer data into a unified profile, cross-channel personalization, and predictive
reorder scenarios drive repeat revenue growth and reduce communication costs. Key limitations are
identified: dependence on data quality, segmentation errors, risk of communication overload, need
for analytical support of CRM platforms, legal aspects of personal data processing, and necessity of
A/B testing. The article concludes that trigger-based CRM communications deliver the greatest
results when supported by a unified customer profile, robust segmentation, channel alignment,
systematic hypothesis testing, controlled contact frequency, and outcome assessment through
behavioral and economic metrics rather than communication metrics alone.

Knrouesvie cnosa: CRM-MapKeTHHT, 3JEKTPOHHAs KOMMEPLUS, TPUTTEPHbIE KOMMYHHKAIIH,
MOBTOPHBIE MPOJIAXKHU, IEPCOHATN3AIUA, MAPKETUHT YIepKaHus, 1ardopMa KIMEHTCKUX JaHHbIX,
KJIMEHTCKUH MyTh.

Keywords: CRM marketing, e-commerce, trigger-based communications, repeat sales,
personalization, retention marketing, customer data platform, customer journey.

DONeKTpOHHAsT KOMMEPILMSI OCTaeTcsl OJHMM U3 Haubojee JAUHAMUYHBIX CETrMEHTOB
COBPEMEHHOM HKOHOMHUKH. POCT OHIIAMH-IIPONAXK, YCWUJIEHHE POJM MAPKETILICHCOB M W3MEHEHHE
MOKYIIaTEJIbCKOrO MOBEACHUS IPUBEIH K TOMY, YTO YCTOMYMBOE Pa3BUTHUE KOMIIAHUM BCE B MEHBIIEH
CTETIEHH MOXKET 00eCIeUrBaThCS TOJNBKO 3a CUET MOCTOSHHOTO MPHUBIICYCHUS HOBOW aynuTopuu. B
ATHX YCIIOBUSAX BO3PACTAET 3HAUYEHHE pabOThI C YK€ CYLIECTBYIOLIEH KIMEHTCKON 0a30i, MOCKOJIbKY
MTOBTOPHBIH MOKyTaTelb, KaK MPaBUJIO, TPEOYET MEHBIIIUX 3aTpaT Ha BOBJICUEHUE U GopMuUpyeT Oosee
yCTOMUYMBYIO BBIpYUKy [1-3].

CoBpemennas teopus CRM-mapkeTuHTra paccMaTpUBaeT €ro Kak HampaBieHHe IU(pPOBOTro
MApKETUHTa, OPHUEHTUPOBAHHOE HA YIPABICHUE B3aUMOOTHOUIEHUAMH C KIHEHTAMH, WX
CErMEHTAIIUIO0, IEPCOHATU3AIMIO MPEUIOKEHUN 1 aBTOMATU3AIMI0 KOMMYHUKAIUM [4].

B 21eKTpoHHOM KOMMEPIIMU 3TH BO3MOXHOCTH OCOOEHHO 3HAYMMBI, MOCKOIBKY HH(poBas
cpela TO3BOMNSET (UKCUPOBATH ACUCTBUS IOJNB30BATENSI MPAKTUYECKH B peajbHOM BpPEMEHH:
pEerucTpaImio, MPoCMOTp KapTOUKHU TOBapa, J0OaBICHHE TO3UIIMH B KOP3UHY, OPOpPMIIEHHE 3aKa3a,
MMOBTOPHBIN BU3HT, CHIDKEHHWE aKTUBHOCTH. MIMEHHO Ha 3TOi OCHOBE (HhOPMHUPYIOTCS TPUTTEPHBIC
CRM-komMmyHukanuu. [logq HUMM B paMKax HACTOAIIETO MCCIENOBAHUS MpeiaracTcs MOHUMAaTh
aBTOMATHU3UPOBaHHBIE TEPCOHATM3UPOBAHHBIC COOOIICHHUS, KOTOPHIE HAMPABIISIIOTCS KIIUEHTY B OTBET
HAa KOHKDETHOE JEHCTBUE, COCTOSHUE WJIM BPEMEHHOM HHTEPBAI C LEJNbI0 CTUMYIUMPOBAHUSA
CIIEIYIOIIEro IeJIeBOro mara. B oTaM4Me OT MAacCOBBIX pacChUIOK, TaKME KOMMYHHUKALUH
3aIyCKaloTCs He Mo oOuieMy KaJleHIapHOMY IUJIaHy, & Ha OCHOBAaHMM (PAKTHUECKOTO MOBEIEHUS
nojb3oBarens [2, 5].
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Mamepuanvl u memoowvl. MarepuaaoM HCCIENOBAaHUS MOCTYXHJIM Hay4HbIE MyOIUKAIUU U
MIPAKTUKO-OPUEHTUPOBAHHBIE HCTOYHHMKH, OTpaXawliue mpuMeHeHue Ttpurrepusix CRM-
KOMMYHHKAIIUA B AJIGKTPOHHON KOMMEpPIMHU, a TAaKXKe JIaHHbIE O pe3yJbTaraXx WX BHEAPEHHUS B
JESITEeIbHOCTh POCCHICKHUX U 3apyOeKHBIX KOMIAHHWHA. B 0030p BKIIOUEHBI pEeLIEH3UPYEMbIE CTaThu
OTEUYECTBEHHBIX U 3apyOEKHBIX aBTOPOB, OnMyOnuKoBaHHbIe B ieprod 2021-2026 rr., TeMaTH4YecKue
kelicel mpodmiabHEIX matdopm (Mindbox, Klaviyo, Braze), a Takke aHamuTHYECKHE MaTepHAIIbI,
pacKpbIBaloIe METPUIECCKU anmapar oreHku dpdexktuBHocTH CRM-MapkeTuHra.

Mertononoruyeckasi OCHOBa MCCIIEOBAHUS MPEICTABICHA COBOKYITHOCTBIO OOIICHAYYHBIX U
CHelHaIbHBIX METOJ0B. MeToj] TEOPEeTUUECKOr0 aHallu3a U CUHTE3a MCIOJIb30BaH ISl YTOUHEHUS
MOHATUMHOIO armapara U CUCTeMaTH3allii TUIIOB TPUITEPHBIX KOMMYyHHUKaiuil. CpaBHUTEIbHBIN
METOJI IPUMEHEH TPH aHAJIN3Ee OTEUYECTBEHHBIX U 3apyOeKHBIX MPAKTUK Peau3aliid TPUTTEPHBIX
cueHapueB. Mertos KitacCU(pUKAIMK U TUIIOJIOTU3AIMH JIET B OCHOBY BBIJICIICHUS KIIOUEBBIX METPHUK
OLICHKH pe3yapTaTuBHOCTH CRM-koMMyHUKanuii C pas[elieHHeM Ha KOMMYHHKAIIMOHHBIE,
MOBEICHYECKUE U IKOHOMHUYECKHE Tpynmbl. MeTon Keic-cTaau MCIONb30BaH Ui Bepudukanmu
TEOPETUYECKUX MOJIOKEHUI Ha mpuMepax kommanuii «IlerpoBua», United Colors of Benetton, Every
Man Jack, Floward. JIoruko-CTpyKTYpHBIH aHAIU3 TMO3BOJWI HIACHTH(PHUIMPOBATH OTPAaHHYCHUS
npuMeHeHus Tpurrepubix CRM-koMMyHUKaLUi B 27IEKTPOHHON KOMMEPITUH.

Peszynomamet u 0o6cyscoenue

Teopernueckoe 3HaueHHE TPUITEPHBIX KOMMYHHUKAIUMI OOpeAensieTcs WX CBS3bIO C
MapKeTHUHIOM yzep:kaHusi. Ero 6a30Bbli IPUHLIKIT COCTOUT B TOM, YTO PabOTa € YK€ CyILECTBYIOLIMM
KJIMEHTOM OOBIYHO MEHEE 3aTpaTHasi, YeM IIpUBJIEUEHHE HOBOTO. B uTeparype noguepkuBaeTcsi, 4to
IIOCTOSIHHBIE KJIMEHTBHI Yallle IEMOHCTPUPYIOT OoJiee BBICOKUI YPOBEHB J10BEpUs K OpeHy, OOJIbIIYIO
CKJIOHHOCTb K IIOBTOPHBIM IOKYIIKaM U MEHBIIYIO BEPOSTHOCTb OTTOKA [2, 5, 6].

Tpurrepuble KOMMYHHMKALIMM TIO3BOJIAIOT IIE€PEBECTH STOT MNPUHLIMI B MPAKTUYECKYIO
IJIOCKOCTh, CBA3BIBAas MaPKETUHIOBOE BO3/IEHCTBUE C KOHKPETHBIM COOBITHEM KIIMEHTCKOTO MyTH. 3a
CUET 3TOT0 KOMIIaHMs MOJIy4aeT BO3MOXKHOCTh CBOEBPEMEHHO BO3BpallaTh MOKYIMATENsI B BOPOHKY
PO/, HAIOMUHATh O HE3aBEPIIEHHOM JEWCTBUU, UHULIMUPOBATh MOBTOPHBIA 3aKa3 U CHUXKATh
BEPOSATHOCTH IOTEPU KIMEHTA [4, 7].

C TouKM 3peHus CoepKaHUS M IPUKIIAIHON JIOTUKY TPUTTEPHBIE KOMMYHHUKAITUH OXBATHIBAIOT
HECKOJIbKO KJIF0UeBBIX clieHapueB (Tabmuma 1).

Taomuua 1
OCHOBHBIE TUIIbI TPUTTEPHBIX CRM-KOMMYHUKALIUI
Tun mpuezepa Cooeporcanue u nasnauenue
IIpuBeTcTBEHHAS LIENIOYKa DopMHpYET NEPBBII KIUEHTCKUH OIBIT IIOCIIE PErUCTPALIAH,
kommyHuKanuii (Welcome flow) 3HAKOMHT C OpPEHJIOM, CEPBUCOM U MIPEUMYIIIECTBAMHU

KOMIIaHUH, CIOCOOCTBYET BOZHUKHOBEHHIO JIOBEPHS
Tpurrepbl HE3aBEPIIEHHOTO JeUCTBUS:  Bo3BpalllatoT MoJIb30BaTelIA K YKE MPOSBICHHOMY UHTEPECY U

OporeHHas KOp3UHA M OPOIICHHBIH CTUMYJIUPYIOT 3aBEPLICHHE TOKYIIKA
npocmotp (Abandoned cart)
TToCTIOKYOYHBIC TPUTTEPHI BKITI09at0T MOATBEPXKACHHE 3aKa3a, MPETOKEHHIE

COIYTCTBYHOIIUX TOBApPOB, 3alIpOC OT3bIBA U HAIIOMWUHAHUE O
cIeAyIoleH MOKYIKe

CueHapuy MOBTOPHOTO 3aKa3a U AKTHBHpPYIOTCSI B MOMEHT BEPOSATHOI'O MCUEPIIAHHA TOBapa U

MIOTIOJIHEHUS 3amaca CTUMYJIMPYIOT HOBYIO IMOKYTIKY B HanbOoJee peJeBaHTHBIH
MOMEHT

KoMMyHMKanm Bo3BpaTa KIMEHTa HanpasneHs! Ha peakTUBALMIO KIMEHTA M10CIIE IEproia

HCAKTHMBHOCTH N CHMKCHHUEC OTTOKA
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[IpencraBieHHbIE TUIMBI TPUITEPOB OXBATHIBAIOT OCHOBHBIE ASTalbl KIMEHTCKOIO MYTH U
azpecyroT Ju0OO0 YK€ MPOSBIEHHBIH CHpPOC, JUOO0 BEPOATHOCTH €r0 BOCCTAaHOBIEHHUA. VIMeHHO
MOATOMY OHU B HauOOJIbLIIEH CTENEHH CBSI3aHbI C MOBTOPHOW BbIpyukod. B paborax mo CRM-
MapKETHUHTY TOMYEPKUBACTCSA, YTO HAMOONBIIMK SPQEKT IOCTHraeTcs HE 3a CYET OIUHOYHBIX
coOOIIeHUH, a 3a CcYeT BBICTPAMBAHHS IIOCIEAOBATEIbHBIX KOMMYHHUKAIMOHHBIX CIICHAPUEB,
CBSI3aHHBIX C AHAJTUTUKOM, CETMEHTAIICH U €AMHBIM KIIMEHTCKUM Mpoduiem [4, 2].

H. A. TurtoBa, paccMaTpuBasl IpOIBUKEHUE TOBAPOB Ha MapKeTIUIelcax, TakKe aKLIEHTUPYET
3HAYCHHE aHAJTUTHYECKOro OJI0OKa, BBIOOpA KITFOUEBBIX MOKa3atenel 3¢ (EeKTHUBHOCTH W pacdera
FOHUT-DKOHOMHKH, YTO IOATBEPXKIAET HEOOXOAMMOCTh OLIEHKH TPUITEPHBIX KOMMYHHUKAIIUHA He
TOJILKO I10 OTKJIMKY B KaHajie, HO U 110 X BIMSHHUIO HA KOMMEpUeCKuil pe3ynsrar [8].

Teopernueckue nonoxxenus o poau CRM B 351€KTPOHHOM TOProBile TOMOIHSIOTCS BHIBOJAMU
E. B. Mary3senko, O. A. I'mazynoBoii u A. A. 3BapuHa, a Takke A. K. HeObIToBa. Yka3aHHbBIE aBTOPBI
cBsi3biBaloT CRM-cucreMbl ¢ cucTemaru3alnued KIMEHTCKHX NTaHHBIX, ONTUMHU3alued pabounx
MPOLIECCOB, AaBTOMATU3alIMel Tpojiax 1 (popMHUpOBaHUEM JETalbHON aHaTUTHKU OusHeca [7; 9].

A. K. HeObITOB 0TI€TEHO OTYEPKUBAET, UTO ACSITEILHOCTh B paMkax e-CRM opuentupoBana
MMEHHO Ha OHJIAHH-TIPOJaXH M B3aMMOJCHCTBHE C KJIMEHTaMH B mH(pOBOH cpeme, a ee
PE3YIABTAaTUBHOCTH 3aBUCHUT HE TOJIBKO OT BHEIPEHHUSI IPOTPAMMHOTIO PEIICHUS, HO U OT Ka4yeCTBa €To
MCIONIb30BaHUS, TOJIHOTHI 0a3bl U O0YUYEHUS COTPYAHHUKOB [7].

3TO 0COOCHHO BaXHO MPUMEHUTEIBHO K TPUITEPHBIM KOMMYHHKALMSAM, TaK KaK MpU
HETOJIHBIX JIaHHBIX JaXX€ TEXHUYECKH KOPPEKTHO HACTPOCHHBIM CIEHApH MOXET padoTarh
HepeneBaHTHO. [IpakThka pOCCHMHCKUX M 3apyOEKHBIX KOMIIAHUM IOKa3bIBACT, YTO TPUTTEPHbBIC
KOMMYHHUKAIIUH 0COOEHHO 3(h(PEeKTUBHBI B TEX Clydasx, Koraa 0ObeIUHEHbI JaHHbIE O KIUEHTaX U3
pasHBIX KaHAJIOB M BBICTPOCHA €IWHAs JIOTHKA IEpCOHaNu3anmuu. Tak, B Keiice KOMIaHHH
«IleTpoBUY» MEPCOHATU3NPOBAHHBIE AIEKTPOHHBIE YEKH OBLIM MPEBPAIIEHBI B JTOTOJHUTEIBHBIN
kaHas1 CRM-B3anMoIefiCTBHS: pacXo/ibl Ha OTNPaBKy CHU3WIMCH Ha 81%, a cama KOMMYyHHKalus
cTajla MHCTPYMEHTOM BO3BpaTa KJIMEeHTa U JaJlbHeHmux noBTopHbIX mpoaax (https://707.su/NUOI).

B apyrom mpumepe Ta ke KOMITAaHUS yBENWYMIIA JOXOZ OT AMPEKT-MapKeTWHTa B 2,5 pasa
Onaronapst 00bEIMHEHHUIO BCEX JIaHHBIX O KJIMeHTax B eAuHbId npoduis (https://707.su/BjQI).

OTH IpUMeEpbI MOKA3bIBAIOT, YTO JAaXKe TPAH3AKIIMOHHbBIE COOOIIEHUS MOTYT CTaTh MEXaHU3MOM
pocTa MOBTOPHOW BBIPYUYKH, €ClIM BCTpoeHbl B o0uryto CRM-noruky. Cxoxas 3aKOHOMEPHOCTb
npocnexusaercs U B 3apyOexxHol mnpaktuke. Kommanus United Colors of Benetton 3a cuer
MPOTPaMMBI JIOSUTBHOCTH, CETMEHTAIlMH M KPOCC-KaHAJBHBIX KOMMYHUKAIIMH CMOIJIa YBEIHYHTH
noka3atens LTV (Lifetime Value — mnoxwusHeHHas neHHOCTh kiueHTta) Ha 10,3% rox k romy
(https://707.su/J1]9).

bpenn Every Man Jack, wucnonb3ys mpeIuKTUBHBIE CLEHApUM [OBTOPHOIO 3aKasa,
OpPHEHTHUPOBAHHbBIE HA MPOTHO3UPYEMYIO JaTy CIENYIOIIeH MOKYIKH, JOOUJICS POCTa BBIPYYKH OT
aBTOMAaTUYECKUX clieHapueB Ha 25% rof k roxy (https://707.su/9prM).

Komnanus Floward B pamkax omHukaHaibHOM CRM-kammanuu 3auKCHpoOBaja BBICOKYIO
Pe3yJIbTaTUBHOCTh MECCEHKEeP-KOMMYHHUKaluii: kanan WhatsApp obecrieuns BEICOKUH MOKa3aresb
JOJTM TPOYTCHUH, W TIOKa3ajl JYYIIWH pe3yibTaT MO BBIPYYKE W KOHBEPCHH B paMKaxX KaMITaHUU
(https://707.su/BNdC).

[IpuBeneHHble NpUMEpHl IOKA3bIBAIOT, YTO Ha MpaKkTUKe Oojee BBICOKHHA dddekT
00ecrneynBaloT HE OTJENbHbIE KOMMYHHKAIMM, a B3aMMOCBS3aHHBIC CIEHAPUH, YUYHMTBHIBAIOIIUE
HCTOPHIO MTOKYIIOK, YaCTOTY KOHTAKTOB U MPEATIOYTHTEIHHBIN KaHall B3auMoAecTBus. il OlleHKH
3G (HEKTUBHOCTH TPUITEPHBIX KOMMYHHUKAllMA HEAOCTAaTOYHO OJHUX TOJBKO ITOKa3aTesien
OTKpbIBaeMOoCTH. Heo0xoaumo cBs3bIBaTh KOMMYHHMKAILIMIO C TOBEIEHYECKHMM M 3KOHOMHUYECKUM
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pe3yabTatoM. MeTpuky MOKHO pa3fefiuTh Ha TPU TPYIIIbl: KOMMYHHUKAIIMOHHBIE, TOBEICHYECKUE U

skoHOoMHueckue (Tabmuma 2).

Tabnuna 2

OCHOBHBIE METPUKU OLIEHKU TPUTTEPHBIX CRM-KOMMYHUKALWMI

I'pynna mempux

Haumenosanue

Ymo nokaszvieaem

KommyHnukanuonssle  J[07s JOCTaBIECHHBIX

coo6menwmii (Delivery
rate)

OTpakaeT TEXHHYECKOe Ka4eCcTBO KaHalIa U
KOPPEKTHOCTH 0a3bI KOHTAKTOB

Hons otkpeiThii (Open
rate)

[Toka3bIBaeT, HACKOJIBKO COOOIICHUE 3aMEUECHO U
BBI3BAJIO0 IEPBUYHBINA MHTEPEC aapecaTa

Homns epexonos (Click
rate)

XapaxTepusyeT CIIOCOOHOCTh CO/IEP KaHUs COOOIICHHS
mo0YyKJ1aTh MOJIB30BATENSI K IEPEXO0TY

IloBenenueckue Konsepcus B 3aka3 Iloxa3zpIBaeT, CKOJIBKO MOITyYaTeael COBEpUININ
LIEJIEBOE ACHCTBHE TOCIIE KOMMYHHUKAIUU
Jlo1s1 TOBTOPHBIX OtpakaeT BIMSIHUE CLIEHApHsI HA BO3BPAT KIMEHTa
MTOKYTIOK K ITOKYTIKE
I[OHSI PCAKTUBHUPOBAHHBIX ITo3BonseT OLCHUTD PE3YJbTATUBHOCTL CLUCHAPUCB
KJIMCHTOB BO3BpaTa KJIMEHTA [10CJIE IEPH0/Ia HEAKTUBHOCTH
OKOHOMUYECKHE Cpenunuii uek [Toka3piBaeT U3MEHEHUE BBIPYUKH HA OJMH 3aKa3

Bripyuka Ha nokynaresns

XapakTepusyeT ACHEKHbIN pe3yIbTaT CLICHApHUs B
pacuere Ha OJTHOTO KJIMEHTA

LTV (Lifetime Value)
IToxxu3HeHHast IEeHHOCTh
KJIMEHTA

OTpaxaeT JOATOCPOUHYIO IEHHOCTDh KINEeHTa
JUISL KOMITAHUH

PenTtabensHOCTD
BnoxkeHui (ROI)

[Toka3pIBaeT SKOHOMUYECKYIO OTAUy BIOKEHUN
B KOMMYHUKAIMOHHBIHI CLICHApUU

KOMMYHI/IKaHI/IOHHI)IG MCTPUKHU MO3BOJIAIOT OLUCHHUTD, ObLI JIM KJIWEHT TEXHHYECKHM OXBayeH

COOOIIIEHNEM U BBI3BAJIO JIM OHO MEPBUYHBIN MHTepec. OQHaKO AJs 3JIEKTPOHHON KOMMEPIIMU OHU
ABJIIOTCA JIMILIB NIEPBBIM YPOBHEM aHanu3a. [loBeeHUECKE METPUKH MTOKAa3bIBAIOT, IPUBOIUT JIA
KOMMYHUKAIUS K U3MEHEHUIO MOJIEH MOTPeOJIeHUs: 3aBEPIICHUIO 3aKa3a, TOBTOPHOM MOKYIIKE WK
BO3BpaTy KJIMEHTA M0CIE epHoAa HEAKTUBHOCTU. DKOHOMUYECKUE METPUKU (PUKCUPYIOT UTOTOBBIN
KOMMEPUECKHI pe3ynbTaT, BBIpaXEHHBIH B POCTE CPEAHEr0 YeKa, BBIPYYKH Ha MOKYIaTels,
MOXXU3HEHHOM 1IEHHOCTH KIMEHTa U PEeHTA0EIbHOCTH BIIOKeHMH. CrenoBaTelbHO, MOJHOLEHHAs
oueHka TpurrepHbix CRM-KOMMyHMKanMi [O/DKHA CTPOMTHCS HA B3aUMOCBSI3aHHOW cCHCTEME
KOMMYHHKAIITMOHHBIX, TTOBEICHUYECKUX U SKOHOMUUYECKUX MOoKa3aTenei [4, 6, 8].

[Ipaktuka Benetton u Every Man Jack moarBepxnaer, uto Merpuku LTV u BbIpydku oT
aBTOMaTHUYECKUX CIICHApHUEB SIBIIAIOTCS Oojiee CUIBHBIMH YIPABICHUECKUMHU OPUEHTHPAMHU, YeM
MoKa3aTelld OTKPhIBAEMOCTH camH 1o cebe [12, 13].

HecmoTpss Ha BBICOKYI0 NPAKTHYECKYIO 3HAYMMOCTb, TpUrrepHele CRM-koMMyHHMKanuu
MMEIOT psiJl OTPAaHUYECHUM:

1. Pe3ynbTaTMBHOCTh KOMMYHUKAILUN 3aBUCUT OT KauecTBA JaHHBIX: €CIIM MCTOPHUS 3aKa30B,
MIPOCMOTPOB U B3aUMOZCHUCTBUI HE 00beTUHEHA, KOMIIAHHUSI HAYMHAET OTIIPABIATH HEPEJIeBaHTHBIC
COOOILIEHNS;

2. CymiecTBeHHYIO MPOOIEMy COCTABIISIOT OMIMOKH CETMEHTAIIMH: OJWH U TOT )K€ CIIEHapui He
MOXET OJIMHAKOBO 3(GQEKTUBHO paboTaTh JUIs HOBOIO KIIHMEHTA, JIOAJIBHOTO TOKyHaress u
I10JIB30BATENIsl HA TPAaHUIIE OTTOKA;

3. CymecTByeT pUCK KOMMYHHUKAI[MOHHOM Meperpysku, IpU KOTOPOH Ja)ke peleBaHTHbIE
COOOIIIeHUs] HAYMHAIOT BOCIIPUHUMATHCS KaK HaBA3UUBBIE;
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4. ABTomMaTHu3aIus cama 1o cede He rapaHTUpyeT komMmepdeckoro 3ddekra: BHenpenne CRM-
w1aTopMbl HE pelIaeT aBTOMaTHYeCKH MpodiaeM OusHeca U TpedyeT KOPPEKTHOTO HCIIONb30BAHNUS,
AHATUTUYECKOTO COMTPOBOXKICHUSI M OOYYCHUS COTPYIHUKOB;

5. CymiecTBYIOT MPaBOBBIC OTPAHUYCHUS, CBS3aHHBIC ¢ 00PaOOTKOM MEPCOHATBHBIX TAHHBIX, &
TaKKe BaXXHOCTb A/B-TecTUpOBaHUs, TO €CTh CPAaBHUTEIBHOM IPOBEPKHU FMIIOTE3 HA PA3HBIX IPyIIax
KJIMEHTOB [3].

Boisoo
Hcxonst U3 BBIMICU3IOKECHHBIX JaHHBIX MOXKHO CJICJIaTh BBIBOJ O TOM, YTO 3(P(PEKTUBHOCTH
TpurrepHbix CRM-KOMMYHHMKAIIMH TOATBEPIKIACTCA KaK OTEYCCTBCHHBIMH, TaK W 3apyOC)KHBIMH
npuMepamMu. B To ke BpeMs pe3ylbTaTUBHOCTh PACCMATPUBAEMBIX KOMMYHHKAIIMA MOXET OBITh
obecrieueHa TMpU COOMIONCHUU psAda YCIOBUH: HATUYMM €IWHOTO KIHUEHTCKOrO Mpoduis,
Ka4eCTBCHHOH CErMEHTAI[MH, COTIACOBAHHOCTH KaHAJIOB, TECTHPOBAHHM THIIOTE3 W OICHKE
pe3yibTara yepe3 MoBeICHYCCKHE U SKOHOMUYCCKUE METPUKH.
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