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AHHOTALUMUA

KonnuyectBo nonbITOK CO34aTb METOA0/IOTUIO MOCTPOEHUS CUCTEMbBI YNPaBAEHMS MPOAAXAMU FOBOPUT O ee akTyasIbHOCTU.
MonbITKK 3T ByoyT NPOA0IKATLCA, TAK KakK OM3Hecy HeobxoaMMa yCToOMYMBAg M NoCef0BaTeNIbHas MOLENb AeNCTBUMA.
MocnepHue 7 neT 03HaMeHOBaHbl 06LWMM 3KOHOMUYECKMM NALEHMEM U MELSIEHHbIM BOCCTaHOBNeHMeM. BocTpeboBaH-
HbIMW SIBNAKOTCS TEMbI NOBbILEHUS 3DPEKTUBHOCTH BU3HECA, LOXOAHOCTU MHBECTULLMIA, 06OCHOBAHHOCTM TPaT, Ka4yecTBa
M CTOMMOCTM yrpaBieHus. BaKHbIMU CTAHOBATCS MOMNbITKM YBENNUYMUTL MPOAYKTUBHOCTb Jt060r0 6M3HeCa, B NepByto ovepesb
C BbICOKMMM 3aTpaTaMm U pUCKaAMMU.
KonuuyectBo 3anpocoB KIMEHTOB aBTOpa MO TeMe ynpaBneHus nNpoaaxamu Havano pactu ¢ 2015 r. Mpepnaraemoe uc-
cnepoBaHue ctaptosano B 2010 r. v npogomkaetcs fo cux nop. HoBM3Ha nNpennoXeHHOro noaxona — B aHanM3e BCen
ynpaBneH4eckon 060104YKM CUCTEMbI MPOAANK KOMMAHMK: YNOpP CAENaH He Ha OMMCaHUe BO3MOXHbIX CNOCO60B AENCTBUNA,
a Ha NorMYeckn NocnenoBaTeNbHbIE LEMNOYKM NPUHATUS YNPABNEHYECKUX PELIEHMI MO NPUHLMMY KEC/U..., TO...», aHAIN3 UX
nepapxmu 1 B3aMMHOIO BAUSHUM APYr HAa Apyra.
Mcnonb30oBaHHbIN B UCCIEA0BAHMM METOA, YHAaCTUYHO OMMPAETCS Ha MPUHLMIMbI CUCTEMHOTO MbILLIEHWUS U CPOKYCMPOBAH Ha
aHanu3e BbIWeynoMaHyTbIX BU3Hec-3aaau.
PaboTa npoBoannack C KAMEHTaMM, 06PALLABLUMMUCS 33 KOHCY/bTALMOHHbIMUK YCIyraMu B JaHHOM obnactu. Pesynbratom
SABUIOCb NoATBepXAeHMEe 3IDdEKTUBHOCTM pa3paboTaHHOM MOAENN U ee BbICOKOM HaAEeXHOCTM NPU aHANM3e PasfIMYHbIX
cucTeM NpoAax (B MeHbLUEeW CTeneHn — PO3HUYHBIX) M MPUHSTUM YNPaBAEHYECKMUX PeLleHni B YacTu YCOBEPLUEHCTBOBAHMS,
YTO JAET OCHOBaHME HAAEATbCS Ha NEPCNEKTUBHOCTb €€ MCMOJIb30BAHMS KOMMAHUAMM, Ubsi LEeSTENbHOCTb OTHOCUTCS K 3TOMY
3KOHOMMYECKOM CEKTOpY.
MeToanKa uccnenoBaHus U BbIBOAbI JIEMIM B OCHOBY MPOrpaMM M KypCoB, M3ydaeMbix B busHec-wkonax BLUKY (PAHXuIC)
n Moscow Business School.
Knrouessie cnoea: ynpaBneHune npogaxkamu; aHanus 3deKTMBHOCTM CUCTEMbI NPOAAXK; NOBbILEHWE 3PPEKTUBHOCTM yNpaB-
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ABSTRACT
The unyielding efforts to develop a methodology for building a sales management system are yet another proof of
its relevance. These efforts will continue, as the business community needs a sustainable and consistent operation
model. The last 7 years have seen a general economic downturn and a slow recovery. Such topics as improvement
of business efficiency and investment performance, validation of costs, enhancement of management quality and
cost controls have been gaining in relevance. Efforts to improve efficiency of businesses, primarily of those which
are associated with high costs and risks are becoming increasingly important. Since 2015, the author has been
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receiving an ever-increasing number of client enquiries on the subject “Sales Management”. The research described

was started in 2010 and it is still ongoing. The bulk of the research work and experiments, the results of which are

described in the article, were completed in 2016. The novelty of the proposed approach lies in its systemic analysis

of the entire managerial paradigm governing the corporate sales system. It does not offer a description of feasible

operation methods but it does offer a logically consistent chain of managerial decisions following the “if..., then...”
principle. The proposed methodology is logically complete and organised in a hierarchical pattern where decisions

made are arranged in a graded order according to their importance. The proposed research approach relies in part

on the principles of holistic thinking and it is focused on the analysis of the hierarchy of managerial decisions made

and their interplay. The research was conducted while working with the clients who sought sales management
consultancy services. The study results proved the effectiveness of the developed model and its high reliability for
the analysis of different sales systems when one has to make managerial decisions designed to improve the sales

system (though the study results are to a lesser extent applicable to retail sales). The prospects for the practical

application of the results generated by this study are encouraging: modern companies need a sustainable model to

analyse and streamline their sales management system. The research methodology and conclusions form the basis

of the education programmes and training courses offered at the Graduate School of Corporate Management at

the Russian Presidential Academy of National Economy and Public Administration (RANEPA) and Moscow Business

School.

Keywords: sales management; sales system analysis; sales system performance analysis; improvement of sales

management efficiency; sales; key account management; sales results planning
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BBEAEHUE

Tema yrnpaBjeHUs IpoaaskaMy U MOBBIIIEHUS -
(eXTUBHOCTM He HOBA. ECTh MHOXXeCTBO BapMaHTOB
OMMCaHUS 3TOTO TMpeaMeTa U JOCTATOYHO MHOTO
mogpereti. [Tpu aTom ajs nmocaegHux 7 net, ¢ 2014 1o
2021 r., xapakTepeH 00IINiT 9KOHOMUYECKHUII cria
U CJIMIIIKOM MeJiJleHHOe BOCCTaHOBJIeHNe. Bce moka-
3aTeju TOBOPSIT O TOM, UYTO Ha OBICTPOE BOCCTAHOB-
JieHMe ¥ POCT 9KOHOMMKM Poccum paccumMThiBaTh He
CTOUT. B riepnojibl 5KOHOMMYECKOT0 «He POCTa» B UM-
CJie TIPOYMX BCEr/la CTAHOBSITCSI aKTyaJIbHBIMMU T€MBbI
0060CHOBAaHHOCTY TPaT, KAUeCTBa M CTOMMOCTHU YIIpaB-
JileHust 6u3HecoM. BHMMaHMe 1 3aITpoChl KIIVMEHTOB T10
TeMe yIIpaBaeHus pogaxkamy Hauaayu pactu ¢ 2015 T.
Henb3st HA3BaTh 3TOT «CIPOC» KBAAUPUIIMPOBAH-
HBIM — 3a4aCTyI0 KOMITAaHMUM XOTSAT OBICTPOTO ¥ IIPO-
CTOTO pellieHNsI, He KacaloIerocst camoi cytu. Takue
pellleHMs Ha PbIHKE yXKe eCTb, HO OHU, KaK MpaBuJIo,
paccMaTpuBaloOT yIIpaBiieHMe TpogakaMu pparmeH-
TapHO, 6e3 CBSI3eii MeXIy KOMIIOHEHTaMU. ABTOD
IAHHOTO MCCIefoBaHMs TipeAJjaraeT MHOM MOAXO0/,
omnucaHue KOTOPOTO He yaaeTcsi HaliTu B APYTrUx
UCTOUYHMKAX. HOBU3HA MpeAioKeHHOTO UM MOJX0-
A 3aK/II0vYaeTCs B aHAJIM3e BCeli yIpaBjeHuYeCcKo
0060JIOUKM CUCTEeMBI IPOAAK KOMIIaHUM (HauMHas
¢ paccMoTpeHus] QYHKIMY MapKeTUHTa U 3aKaHUYM-
Bas MporpaMmMaMu MOATOTOBKU MeHe3)KepOB COOT-
BEeTCTBYIOIIETrO OT/AeNa) U IIpefiCTaB/IeHNs ee B BUjie
monenu. OnyucaHue mMoUYTU BCeX KOMIIOHEHTOB TaKOiA

MO eI MOXKHO HaliTH, HO TI0 OTAeJbHOCTH, a aBTOP
npemjiaraeT ux 06beIMHUTD U NIPOaHAIMN3UPOBATH
CBSI3Y MEXKIY HMMU, IIOTOMY YTO, KaK IT0Ka3ao MC-
c/1efioBaHMe, OCHOBHbBIE OIIMGKM B YIIPaBI€HUN IIPO-
Ja’kaMli KPOIOTCSI He B CAMMX XOPOIIO M3BECTHBIX
OTHEeTbHBIX KOMIIOHEHTAX, 8 UMEHHO B CBSI35IX MEXKIY
HUMU. AKTYaJIbHOCTh T€MbI YIIPaBJIeHNs IPOgaska-
MM B GMsKaiiiie roasl 6ygeT pacTu, a CIipoc CTa-
HeT (M yke CTaHOBUTCSI) 6oJiee KBAAUDUIIMPOBAH-
HbIM. KoMmauuu Bce 60Jibiiie TOTOBBI BKJIAAbIBATHCS
B CJIO’KHbIE KOMIIIEKCHBIE pelIeHMsI, TOHMMas, UTO
(dbparmeHnTapHbIit MOAX0M AaeT, Kak MPaBuiIo, Gppar-
MeHTapHbII pesy/bTar.

OB30OP JIUTEPATYPbI

Ha temy ynpaBneHus npogaskaMy HalMCaHO MHOTO.
Ecnu aHanm3upoBaTh BeCb MacCuMB MHGOPMAIU, TO
MOXXHO OTPEJIeUTh, YTO OCHOBY GOJIBIITHCTBA KHUT
COCTaBJISIeT HEeKMI HabOp peKoOMeHAaLuii: «IenaTh
HaJ0 Tak» UM «XOPOIIO ObI AeaTh TaK», HO TIPU
3TOM OTZHeJIbHBIM MCTOYHMKAM MOXET He XBaTaTh
CUCTEMHOCTHU U CBSI3HOCTU B OTIMCAHUM KOHTEKCTA:
KakK MOCTYNaTh B KOHKPETHBIX CUTYAIUSIX, OT Yero
3aBUCHUT KIacCUUKaLMsS CUTyal Ui, UTO HYSKHO TIPU-
HUMAaTh K paccMoTpeHnt0? K JaHHOM nuTepaType aB-
TOP OTHOCUT TY, KOTOPAast COLEPKUT BCEBO3MOXXHbIE
MHCTPYMEHTHI U aCIeKThl yIpaBJIeHUS PO aka-
MM, HO 6e3 UX B3aMMHOII YBSI3KY, HAIPUMep KHUTa
.. bapkasna [1].
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Ipyras 4acTb U3TaHNUI COAEPXKUT MH(POpMAINIO,
Kacalolycs y3KUX aclieKTOB yIIpaBieHMs TTpojiaska-
MM, @ MMEHHO — YIIpaBJIeHNs paboTOji C KITIOUeBbIMU
KJIMEHTaM¥ WIN IEPErOBOPOB, KOTOPbIE, IO MHEHUIO
aBTOpa, CKOpee He OTHOCSITCS K MPOLeccy YIpaBaeHus
[2, 3].

Cpeay TakuX KHUT eCTb OUeHb cepbe3Hble TPY/Ibl,
a MHOTJIA U «ITPOPBIBHbIE» — TaKMe, KaK paboTsl [4-6].

TakKe CylecTByeT MOAXO0, 3aiaueit KOTOPOro SIB-
JISIeTCsI TIOHSATME MBIIIJIEHUS] Ha IPYToii, 60siee BbI-
COKMIA YPOBEHb PACCMOTPEHMS ITPOOIEMbI, HATIPUMED
kuura @. Kotnepa [7], cogepskariasi He60IbIIOi GJIOK,
MOCBSIIIIEHHBIN yIIpaBIeHMI0 MPOoHakaMu.

U ecTb paboThI, aBTOPHI KOTOPBIX HE YAEPKUBAIOT
B (hoKyce BHMMAaHMS IpeIMeT yIIpaBaeHMs Ipo/ia-
SKaMM: OHY MUTPUPYIOT UM B MapKEeTUHT, UJIU HETo-
CpellCTBEHHO B IIpoLecc nponax [8]. dTo mureparypa,
COCTOSIIIAs U3 PEKOMEHIALINIA «IeIaTh BCE MPAaBUIbHO»
U «MOTUBUpYIoWas» [9, 10].

ABTOpPY JaHHOJ paboThI XOTEIOCh CO3aTh aHa-
JIMTUYECKYIO MOJIeJib, OTIMCHIBAIOIIYI0 BeCh ITPOIeCC
yIpaBjieHUs TPOAaskaMM C B3aMMOCBSI3aHHBIMU 3J1e-
MEHTaMM U 11aramMm, a TakKke C oImcaHmeM BJIMSITHUS
KOHTEKCTa, B KOTOPOM paboTraet Kommauwus. Jinutepa-
TYPbI, OTBEYAIOIIIEeli 3aJJaHHbIM aBTOPOM TPeOOBAHMSIM,
OTBICKATh ITOKA He yIaaocCh.

LEU U SARAYU UCCNTEAOBAHUA

IMTocse co3ganmst METOIVKM OLIeHKYM 3 (PEeKTUBHOCTY
CUCTEeMBbI ITPOJIAK BCTAJ BOIIPOC MTPAKTMUECKOTO MO/ -
TBEPKIEHMS ee ONMCcaTeIbHO! U IIPOTHOCTUYECKO
nmoctoBepHOCTH. [To cyTH, cTaBMiICsS BOIpoc 06 ad-
(bekTMBHOCTH ee UCIONb30BaHMSI. [ IpOBeIeHUS
MCCIeqoBaHusT HeO6XOIMMO ObIIO COOPATh 3HAUMMOE
KOJIMYEeCTBO IIPAKTUYECKUX MTPUMEPOB Pa3/IMUHbIX
KOMITaHUIt, IPUMEHUTDh JaHHYI0 METOAUKY U Mpe -
JIOKUTD pellieHne, 9KOHOMMUUECKIUI pe3yabTaT OT
peanusanyy KOToporo 6bUT GbI BbIIIE, UeM BCe Mpe-
ObIAyIIKe.

UccnepgoBanye COCTOSIO U3 HECKOIBKMX ITAIOB:

1) momcK KOMNaHuii ¢ TeMaTUYeCKUM 3aIpocom
¥ TIpO6IEMATHUKO IJ1sI IIPOBEIEHNST SKCITePUMEHTA;

2) moJsiyyeHMe coTyiacusi U IIpoBeJieHNe aHaan3a
TeKyIei CUTyalun,;

3) BbhIpabOTKa peKOMeHIaluii 1 MMOATOTOBKM pe-
1IeHUS C UCII0/Ib30BaHMEM MeTOAVKHA;

4) BHeApeHMe pelleHus U IofcYeTa SKOHOMMUYe-
CKOTO pesysbTara.

[Tpu 3as1BJIeHHOI TPOGIEeMHOIi 06/1aCTV — MOBbI-
meHuy 3(pheKTUBHOCTH B YIIpaBIeHUM ITpoaskaMy —

MIPOBECTY TTOTHBIN IIMKII MCCIeTOBAaHMS OKa3aJIoCh
JIOCTAaTOYHO CJIOKHO, a B OOJIbINIEN YacTy CIydyaeB He
MIpeaCTaBUIOCh BOSMOKHBIM BOBcCe. [IpMUMHBI 9TOTO
B CJIEAYIOIIEM

e a0COJIOTHOE MEHBIIMHCTBO M3 00IIero umcia
KOMIIaHMI1, C KOTOPBIMM ITPOBOIM/IACH paboTa B Xofe
MCCIIeIOBAHMS, Pea30BaJIo IIPeI0KeHHOe pele-
HJ€ TTOJTHOCTBIO;

e OUYeHb HEMHOTME COTJIaCUJIUCh TIOJIEeTUThCS pe-
3y/IbTaTaMM — B OCHOBHOM JaHHbIe ObIIM 3aIlMUIIEHbI
corjaileHneM o KOHQUIEeHIMATbHOCTH;

e 13-3a IJINTEIBHOCTY pabouero mpoiiecca BHe-
I peHys MU3MEeHeHUI U30UPOBATh BO3AEICTBIUE IpY-
X GaKTOPOB OKpYKaloIei 613Hec-Ccpebl B KOMIIa-
HUSIX CTaJIO HEIIPOCTOi 3amauei;

e He yIaJoCh MPUBJIEYb GOJBIIOE UMCIO YUACTHU-
KOB JJ15 TIPOBeIEHMS MCC/Ieq0BaHMsI, TaK KaK Mom06-
HbI€ 3aITPOChI He TaK YacCThl, U, KaK MPaBMUIIO, KOMIIa-
HUY He (GOPMYIUPYIOT X ITOIOOHBIM 00pa30M;

e HET KOHTPOJIbHO TPYMIIbI AJIs1 CPaBHEHMS pe-
3y/IbTaTOB.

Tem He MeHee aBTOP ITOCTaBUII ITepes, co60ii 3amauy
MIpOaHa/JIM3MPOBATh BCe MOyYEHHbIe JaHHbIE U Cae-
JIaTh MPeIBaPUTEIbHbIE BBIBOABI 00 3(PHeKTUBHOCTU
METOIUKM.

METOAOJIOrNA UCCNTEAOBAHUA

[Ipenyiaraemasi MeTOLMKA aHA/IN3a CUCTEMBI ITPOAAXK
KOMIIaHWUM TIpeAcTaBieHa Ha puc. 1. PaccmoTrpum ee
repep OIMucaHMeM CaMOro UCCIeLOBaHMSI.

Kak BUIHO 13 puc. 1, MeTOAMKa BBITJIIAUT Kak Iie-
peBepHyTas MMpaMmuaa, COCTosIIas U3 7 ypoBHeli:

e ypoBeHb N? 1 «llermouka co3maHus e HHOCTU» —
aHaIM3 CO3[aBaeMoi LEHHOCTU JJ151 KIIMEHTa;

e ypoBeHb N? 2 «[I[pOHMKHOBEHME Ha PBIHOK» —
BbIOOD KaHaia cObITa U GOPMBI IPUCYTCTBUS Ha
DbIHKE;

e ypoBeHb N2 3 «SKAM»! — opranu3saiius mpogasx
KJII0UeBBIM KJIMEHTaM,;

« ypoBeHb N2 4 «<KKAM?, Co6op 1 aHanu3 nupopma-
oum» — ylipaBJ/IeHMe OTHOLIEeHMSIMU C KIKUYE€BbIMU
KJIEHTaM Ha OIlepaTMBHOM YPOBHE;

e ypoBeHb N2 5 [1aHMpoBaHMe OesITeTbHOCTY 110
Mpoaaxkam;

 ypoBeHb N2 6 BbI6OP CUTYaIN M TEXHUKU TIPOAaK;

! SKAM — Crparernueckuit KAM — ypoBeHb CTpaTermyeckoro
yIpaB/eHust paboToi C KIIOUeBbIMM KIVIEHTaMM.

2 KAM (Key account manager) — MeHeKep 110 paboTe ¢ KITio-
YeBbIMM KJIMEHTaMM.
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AHanus / MpuHatme LienouKa co3gaHusa Fony6oi
e peulenus / Llenb / Goal ueHHocTH / okeaH / USP
Market analysis Decision- . AE QTER
making Value chain
N
Mapketunr/ 2:'5':0P c-n:‘arer.uu / np::v::l::::7ue Channel ]
Marketin, rategy choosing
e Market penetration ) Management
~
CucremHblii aHanus / SKAM
System analysis
N J
KAM, C6op u aHanus
nHdopmaumm / CTpyKTypa / Structure
Collection and analysis PYKTYPR /

\_ of information Y,

MnaHupoBaHue — ba3a KAMEHTOB,
Pipeline, Funnel /
Planning — Customer base, Pre-
sale process, Pipeline, Funnel

Brogyket / Budget

KAM, KOHCY/NIbTaTUBHbIN

noaxopa, / KAM,
a consultative approach

Sales
situations

Cutyauum
npogax /

TexHUKun
npogax /

®uHaHcbl / Finance

KomneteHuun /
Planning —

Competencies
v

Puc.1 /Fig. 1. MeTopuka aHanusa cucteMbl npopax / Methodology for analyzing the sales system

McmouHuk / Source: pazpabotaHo ¢ ucnonbsoaHuem [11] / developed by the using of [11].

e ypoBeHb N? 7 — «Il;maHuMpOBaHMeE KOMIIETEH-
Iuii» — TJIAHMPOBaHMe OO0YUYEeHMSI Y Pa3BUTUS CO-
TPYJHUKOB.

[Tpu ucnonb30BaHUM METOAVKY IPUHIIUIINATBHO
BAKHBI C/Ie[IyI01[/ie MOMEHThI:

* KaK[IbIil YPOBEHb MMPAMUIbI OTPaskaeT orpese-
JIEHHbIE YIIpaB/IeHUeCKye pelleHns 1 BbIOOp Harpas-
JIeHUsI pa3BUTUSI OTeNa TTPOIaK;

e yeM BbIlIe (CaMblli BbICOKUIT — N2 1) ypoBeHb
MIpUMHMMaeMbIX pellleH!i B mupamMmuze, TemM 3Hauu-
Mee ¥ MaciiTabHee UX TOCIEACTBUS OTPAKAKTCS
Ha pesyiabTaTax U 3PPeKTUBHOCTM PabOTHl KOM-
MaHumu;

e yeM 6OJIbIIE YNCI0, COOTBETCTBYIOIEE HOMEPY
YPOBHS MPaMUJIbl, TEM MeHee 3HaUMMbI TTOCTeCT-
BUSI pellleHuit, TPMHMMaeMbIX Ha JaHHOM ypOBHe —
OHU HOCSIT JIOKQJIbHBII XapakTep;

e OIIMOKM ¥ JIOTUUYECKME Pa3PbIBbI, TOMYIeHHbIE
PYKOBOZICTBOM B pelleHMsIX Ha 60Jiee BHICOKOM YPOB-
He, He KOMIIEHCUPYIOTCSI U He UCTIPaBJISIIOTCS TTOJTHO-
CTBIO Ha 6oJIee HU3KOM,;

* aHAIN3 U IPUHSITHUE pellleHU it HY>KHO HAauMHATh
¢ 1-ro YpOBHS MUMPaMULbI U TIOC/IE 3TOTO ABUTATHCS
Iasnblile, CITyCKAThCS HUKE; eCIU MOCTYIUTb MHa-
ye, TO 3(PGHEeKTMBHOCTb YaCTHBIX pellleHuii Ha 6ojee
HU3KUX YPOBHSX OYIEeT HyJIeBOIi MM KpajiHe orpa-
HUYEHHOI1;

Cutyauum TexHuKu
npoaax / npoaax /
Sales Sales
situations techniques
MnaHupoBaHue —

KomneTeHuun /
Planning — Competencie

Puc. 2 / Fig. 2. Nepexon Mexay ypoBHamu N2 7
1 N2 6 B MeTOAMKe aHanu3a cucTeMbl Npoaax /
The transition between 7*" and 6™ levels
in the method of the sales system analysis

UcmouHuk / Source: paspabotaHo asTopoM / developed by the author.

 TIpU Iepexofie C YPOBHS Ha YPOBEHb IMPaMUIbI
IIPOBEPSIETCS COITIACOBAHHOCTD MPUHSITHIX PELIeHMIA;
B CJIyuae 0OHapyKeHMst HECOOTBETCTBUS (Pa3phiBa)
€ro HeoOXOIMMO UCIIPAaBUTh C yU€TOM IIPepOraTUBbI
60Jiee BBICOKOTO YPOBHSI — OPMEHTUPOBATHCS HY>KHO
MMEHHO Ha Hero.

CyTb IpMMEeHEeHMsI MeTOIVIKY COCTOUT B M3MEHEeHUM
MBIIIJIEHVST MEHE/IKEPOB 1 YIIPaBJIEHIIEB: 06pallleHNN
MX BHUMAaHMS 1 YCUJINIi K 60jiee BBICOKOMY YPOBHIO
B 00/1aCTV PACCMOTPEHMS TPOGIeMBI ¥ pa3bSICHEHNN,
YTO HAMTU MPUUMHY BOSHUKHOBEHMS ITPOOIEMHOT

YMNPABJIEHYECKUE HAYKM * T. 11, N2 4’2021 * MANAGEMENTSCIENCE.FA.RU



A.U. Hazapos

3awmTa no3uuumn
B3BeLueHHble peLueHus, aHanu3 nHpopmauum,
3MOLMOHaNbHbIN KombopT /

Position protection
Thought through decisions, information analysis,
emotional comfort

O)XXnaaemas KNMEHTOM SMOLMOHaNbHAA
ueHHoctb max /The emotional value
expected by the client, max

«LleHHbl» yenosek / "Valuable" person

KommyHuKaTUBHbIE TEXHUKY,
NCUX0/IOTNA B3aMMOOTHOLLEHWIA /
Communication techniques,
relationship psychology
Okupaemasn KNMEHTOM
3KOHOMMYECKas LeHHOCTb min / The
economic value expected by the
client, min

O)Xupaeman KAMEHTOM
3KOHOMMUYECKas LEeHHOCTb max /
The economic value expected by the
client, max

Co3path CTPaTernyecKyo LEeHHOCTb /
Create a strategic value

KoHcynbrar poa;
Bce pasy poluyto npeaMeTHYI0 noarotosky / Sales
techniques training. Everybody supposes a good subject training
O)Xnpaaemasn KAMeHTOM
3IMOLMOHANbHAA LLEHHOCTb min /
The emotional value expected by the
client, min

Npopaxa ngen / An idea sale
«XonogHble» Npogaxu, npoaaxka ugeu /
Cold sales, selling ideas

Puc. 3 / Fig. 3. Cutyauumn npopax / Sales situations

UcmoyHuk / Source: pa3pabotaHo asTopom / developed by the author.

cUTyaluyu MOXHO, He pearupysl Ha MoC/IefCTBUS He-
BE€PHO NPUHSTHIX pelieHui. Takoi Mmoaxon MOXXHO
0060CHOBATb, MCXOS M3 TOTO, YTO IIPU PACIIVPEHUN
TPaHUIIBI PACCMOTPEHMS TPO6IeMbI OTITUMM3ALIS
OXBaTbIBAET GOJIBILNIE TIEPUMET]P CUCTEMBI U SIBJISIETCS
60see 3(pheKTUBHOIA.

WccnemoBaHne HauMHaeTcs: ¢ GOpMYJIMPOBAHMS
po6ieMbI KiaveHTa. Mbl TPOAEMOHCTPUPYEM ITpUMe-
HeHMe MEeTOAVKM Ha MpumMepe OJHOM 13 KOMITaHUIA.
Ipo6nemMa, 0603HAUEHHAS €€ PYKOBOACTBOM (M 3TO Ha-
nbosee yacTo BCTpeyvarolasics GopMyanpoBKa), — ma-
IeHue Wy CTarHalus poJaxk B kKoMnauuu. Y 3ampoc
TOKE JOCTATOUHO TPAAUIIMOHHbIN: HEOOXOIMMOCTh
MIpOBeHeHNsI 06yUeHMST COTPYIHMUKOB OT/Iesa MPOIasK
KOMITaHWMY C 1IeJIbI0 YBEIMYEeHNST 06beMa peaan3alnin.

YpoBeHb N2 7 «[naHupoBaHue 06yueHus

M pa3BUTUA COTPYAHUKOB»

JaHHbBIV 3aMpOC B MPeAJjIOKeHHOM MeTOAMKE OTHO-
CUTCS K CaMOMY HVKHEMY YPOBHIO upamupbl (N2 7)
U 3TO, COOTBETCTBEHHO, CAMBIV HUXHUII YPOBEHb
MIPUHSITYUS pelieHnit. Takoit MOgXo/ COmepskKUT B cebe
GOJIBIIYIO OMACHOCTDb MPUHSATHS JIOKATbHBIX, YaCTHBIX
peleHnit, He OKa3bIBAOIINX BAUSHMUS Ha 3P DeKTUB-
HOCTb YIIpaBjieHus NpojaxaMu B 1iejiom. CoryacHo
npejJjiaraeMoil MeTOAMKe BEPHBIM YTBEPXKAEeHMEM
SIBJISIETCS Cenylolnee: IJisg TOTO, YTOOBI onmpeme-
JINTh, KAKMX HaBBIKOB He XBaTaeT COTPYAHUKAM OT-

JleJia TIPoIaK, He0OXOAMMO OTIPeleNIUTh, C KAKUMU
pabouMMM CUTYAIIMSIMU CTATKMBAIOTCS MEHEeIsKePhbI
¥ BBIOPATh COOTBETCTBYIOMIYIO TEXHUKY (VU TEXHU -
KU) MPOAaxK, II0 KOTOPOJi 1 OyIeT MpoBeIeHo obyue-
HMe,— 3TO ypoBeHb N2 6 mupaMuibl.

YpoBeHb N2 6 «Bbi6op cutyauum

M TEXHUKU NPOJANK»

31ech Mbl IpOBepsieM Mepexo/ MeXy YPOBHSIMU
(puc. 2), omuchIBaeMbIit YCIOBMEM «IIpOrpaMMa 06-
YUeHUs COOTBETCTBYET CUTYyalM IPOLaK/TIepero-
BOPOB». DTO LOCTaTOYHO TPaAUIMOHHAS NIPOBEPKa
Ha HENIPOTUMBOPEUYMBOCTb, KOTOpasl He TaK 4yacTo
bopmynupyeTcs ¢ UcHoab30BaHMEM ITOA00HBIX
TEePMMHOB.

IMox cuTyanmei mpoaask Mbl IIOHMMaeM 06/1acThb
B3aMMOJLeJiCTBMSI/TIEPErOBOPOB, B KOTOPOJ OKa3bIBa-
I0TCSI YIaCTHUKY 06MeHa (MTPOAask) CO3JaHHOI KOM-
MaHueli — NpoJaBlOM LIEHHOCTU Ha JeHbIU U BpeMS
KOMITaHUM-TIOKyMaTesisi. MOKHO onpenennTb 4 no-
CTATOYHO XOPOIIOo AuddepeHIINPYeMbIX CUTYaIIUN
npogax (puc. 3):

e 3alMTa NO3ULMNIi: B3BEllleHHbIe pellleHNs], aHa-
nu3 uHbopMaly, SMOLOHATbHBIN KOMGODPT;

e CO3JaHMe CTpaTernueckoii HeHHOCTU: KOHCY/Ib-
TaTUBHbIE TEXHUKU MPOJaxk, MoJpa3yMeBaloue
XOPOIIYIO MTpeAMeTHYI0 MOATOTOBKY MeHezkepa 1o
Mpoaaxkam,
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e «Il€HHbII» Yye/JloBeK: KOMMYHMKaT/BHbIE TeX-
HUKM U TICUXOJIOTMSI B3aMMOOTHOIIIEHMII ITPOIaBell-
K/IVIEHT,

e TIpoJa’ka MJeN: TaK Ha3bIBaeMble «XOJIOJHbIEY
PO asky, KOT/ia BaskKHa peain3aiys uaen.

[ToBbICUTD 3 PEKTUBHOCTH MPOAAK B PA3JIMUHBIX
CUTYaIUSIX MOXKET pa3BUTHEe HABbIKOB MeHeI3KepOB,
KOTOpOE JOCTUTAETCS TIOCPEICTBOM UX 00yUeHMs pa3-
JINYHBIM TEXHUKAM U3 OJJHOTO KJIacTepa CUTyaluii
nponax. OmHaKo MOAPOOHOe pacCMOTpPeHMe KaskIoit
CUTYyaIU TIPOJAK U KaXKI0¥ 13 MpUBeIeHHbIX 3/1eCh
TeXHMK BeIeHMsI TIeperoBOpPOB He SIBJISIeTCs 3afaueit
9TOM CTaTbU.

WTak, rpu 3asiBIeHHO¥ PyKOBOACTBOM KOMITAHU M
po6JieMe 1 3aIpoce B COOTBETCTBIUM C IIPEIJIOKEHHO
MeTOAMKOI Iake TTObeM Ha ypoBeHb N2 6 TMpaMuIbl
noBbIiIaeT 3 HeKTMBHOCTD TPUHUMAEMOTO PEIIeHMS
MbI CMO3KEM OITPeIe/INTh, UTO SIBJISIETCSI IIPeIMETOM
pPa3BUTKS Y MEHEIKePOB I10 ITPOasKaM.

Tax, B IIpo1iecce aHa/1M3a 03BYUeHHOI KOMITaHMe
IpOo6JIeMbI BbIICHUIOCH, UTO 40% BpeMeHM MeHe/I -
SKepbl HaXomsSITCS B cutyalum «IIpomaxka maen», mpm
9TOM Y HUX He XBaTaeT BpeMeHM Ha O0CTyXKMBaHMeE
BCeX AelCTBYMMX KaneHToB. Cutyanus «IIpogaxka
Uaen» XxapaKTepu3yeTcst TeM, UYTO MeHeIsKepbl JOIKHbBI
yOeIuTh KIMEHTa MePeKITIOUNUTHCS C OTHOTO IMPOAYK-
Ta Ha JPYTroii, HOBBIN MPOIYKT, HOBYIO CXeMY 3aKyII-
K MJIM HOBYIO CXeMY B3aMMOZEeCTBUSI. ITO camas
«KecTKas» cutyaius B cepe npogak, Tpedyroiast
Xopoiieii GopMyIUPOBKU LIEHHOCTU MPeIJIOKEeHUS
U COTlepyKaTebHOM, KOPOTKO KOMMYHUKAIUH, & TAKOKEe
MIPOCTOTO U GBICTPOTO CPAaBHEHMS C KOHKYPEHTaMM
Y IeMOHCTpaLMM pPa3anunii B mpenjaokeHusx. 1 oHa
Ke SIBJISIeTCST caMoit Maso3(hdeKTUBHO C TOUKY 3peHNs
HM3KO¥ KOHBepCUM MOTPaueHHbIX CrieluaJaucTaMu
YCUIVI B TIOTyYEHHbIV pe3yibTaT. bosbliioe Konmuye-
CTBO BpeMeHU, MPOBOAMMOro B cuTyauun «IIpoga-
’Ka Uaen» KpaTKOCPOUYHO M CpeaHeCPOUYHO CHIDKAeT
9 deKTUBHOCTDh pabOThI COTPYIHNMKA Y YMEHbIIIAeT
00beM IPOAak KOMIAHMN. DTOT BbIBOJ, HE SIBJISIET-
Csl pe3yJibTaToOM MpUMeHeHMs TIpe/JIO’KeHHOT 371ech
MEeTOIVKM — OH SIBJISIETCS pe3y/IbTaTOM JAPYTUX UC-
C1egoBaHMI IIPAKTUK BeIeHMsI TIePErOBOPOB U 3[1eCh
MCITONb3YeTCS KaK 06 beKTUBHBIN (aKT.

Takske GbIJIO OIpeesieHo, uTo 3t 40% pabouero
BpeMeHM (JOBOJbHO GOJIBIIYIO €T0 YaCTh) MeHeIKe-
PBI IPOBOAST B cuTyarum «IIpomaska uaen», IOTOMY
YTO TaK PyKOBOJICTBO KOMIAHUM IUIAHUPYET UX Jesi-
TeJIbHOCTD, TAK ITOCTaBjIeHa 3amava. Mbl ITpefjiaraem
aJIbTepHATUBBI:

4 MnaHupoBaHue — basa

KnuneHTos, Pipeline, Funnel /
Planning — Customer base,
Y Pipeline, Funnel
( Cutyauuu TexHUKn
npoaax / npogax /
Sales Sales
L situations technique

Puc. 4 / Fig. 4. Tlepexon mexay ypoBHsiMu N2 6
u N2 5 B MeToaMKe aHanu3a cuctemMbl NpoAax /
The transition between 6™ and 5* levels in
the method of the sales system analysis

UcmoyHuk / Source: pa3pabotaHo aBTopom / developed by the author.

e 0OyueHMe MeHeKepOB IMPaBWIbHBIM TEXHUKAM
B COOTBETCTBUM C aKTYaJIbHOM CUTyalMel Mpoaax;

e TEepecMOTDp IUIAaHMPOBAHUS NESITEIbHOCTU Me-
HeJ[’)KepOoB, a 3HAUUT, OCYIIeCTBJIeHMe Mepexoa Ha
ypoBeHb N2 5 npe[ioskeHHOI MeTOonUKH (puc. 4).

YpoBeHb N2 5 «[1naHupoBaHue

[eATeNnbHOCTU NO NpoAaXKaMm

[Mepexon Ha 60s1ee BHICOKVI YPOBEHb aHAIN3A SIBJISIETCS
6osee 3¢(HEKTUBHBIM pellleHMeM, TaK KaK pacIiupsieT
MacITab pacCMaTpUBaeMOli CUCTEMBI. Y TaKOTO MTOIX0-
Jla eCThb U CBOV MUHYC: YBeJIMUeHM e pacCMaTpBaeMOoro
TepuMeTpa MOKeT IMOBBIIIATh CJIOKHOCTD PellIeHNsT 3a-
Jlauy U JJIUTEbHOCTh ee peann3aiyi. Mbl IpMHUMAaeM
3TU HEeJJOCTaTKM, HO peKOMEeHIyeM «ITOIHMUMAaTbCS 110
YPOBHSIM», TaK KaK BEPHOE pellieHe Ha 60jiee BhICOKOM
YPOBHE MMpaMMAbl MOKET B OYAyIIEM yOpaTh OOJIbIIYIO
YacTh Mpo6yieM (MM Bce) Ha 6ojiee HU3KOM.

WTak, cyTh 3a1a4n, MCCIemyeMoit Ha ypoBHe N2 5 —
«[InanMpoBaHMe OesiTeIbHOCTU TI0 MTPOogaxkamy, T.e.
IepecMoTp 06beMa YCUITHIA, TPUKIaIbIBAEMbIX MEHE]-
skepaMi B CUTyalMsix popask. [lomHMMasiCh Ha ypOBeHb
N2 5, MbI MOKeM IepepaciipefeJnTb BpeMsi, KOTOpoe
3aTpauyMBaeT COTPYAHUK Ha PasJIMUHbIEe TPOAYKTHI
Y CETMEHTBI KJIMEHTOB IS TTOTyYeHMsT MaKCUMaIbHO-
ro pesyibTaTa nmpogaxk. Ha ypoBHe N2 5 MbI 06s13aHBI
OTBETUTDb Ha BOIIPOCHI:

o KakoBO onTuMasibHOE pacipeeneHne yCuanii
COTPYAHUKOB?

e Ha xakoe CHUXeHME pe3yJIbTaTOB KOMIaHMS
roToBa MONTU?

e KakoBa KOHBepcus ycuauii B cutyauun «IIpo-
Jaska MIen», CKOJIbKO BCTPEY C KIMEeHTaMMU ITPUBOIUAT
K OIHOM caenke?
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A.U. Hazapos

KAM, C6op v aHanu3
nHdopmauum /
KAM,
Collection and analysis
of information

NnaHunposaHue — basa
KaAuneHTos, Pipeline, Funnel /
Planning — Customer base,

Pipeline, Funnel

Puc. 5 /Fig. 5. Tepexon mexay ypoBHsiMu N2 5
1 N2 4 B MeTOAMKE aHaNMU3a CMCTEMbI NPOAAXK /
The transition between 5t and 4" levels in
the method of the sales system analysis

UcmoyHuk / Source: pa3pabotaHo aBTopom / developed by the author.

e KakoBa AjiMTenbHOCTD Iepuona MpUHSITHUS HO-
BOJ uaeu KIneHTamm?

JTUX BOIIPOCOB HAa JAHHOM YPOBHE IOCTAaTOYHO 151
MIPUHATHSI 000CHOBAHHOTO pelIeHys 110 M3MEeHEeHUIO
CTPYKTYpbI pabouero BpeMeHy MeHeIKepoB, I OHY He
SIBJISIIOTCS] YHUKAJIbHOJ 4aCThIO Mpe/IjIokeHHOM MeTo-
nviky. OHM — 4acThb pasfesna naHupoBaHus. [Ipeumy-
[1eCTBO METOAVKM B TOM, YTO OHA ITPOBOLIIPYET UCKATh
MIPOTUBOPEYMS B PA3/INYHBIX ITPEeIMETHBIX 00JIaCTSIX,
cob6itioast MpeyIosKeHHYIO MOCIeI0BaTeIbHOCTD. Mbl
MO3KeM OCTaThCsl HA 3TOM YPOBHE U IOBOJbCTBOBATHCS
HaliJeHHBbIM 37jeCh pellleHMeM, U 3TOT IIar yxe JacT
HaM ITpeuMYyIIecTBO repes HalllMM [TepBOHaYaIbHbIM
3aIpoCcoM ¥ HaMepeHMeM IUIAaHUMPOBATh 00yUueHe
COTPYAHUKOB. OmHAKO, MOHUMAS, YTO LIeHTPaJIbHAas
YacTh IPO6IeMbI — 3TO YXYAILIEHVE 00CTYKMBAHNS
eliCTBYIOIIUX KJIMEeHTOB KOMIaHUM, Mbl MOXeM Iie-
peiTH Ha CIeayIoIINiA, 4-71 ypOoBeHb IUPaMUIbI (puc. 5).

31ech Mbl MOXKeM TIPUMEHUTD MO/, OlleHMBalo-
e 3¢pGEeKTUBHOCTb PAGOTHI C TPAAVIIVIOHHBIMU WA
kitoueBbIMU KneHTaMu (KK) Haieii kommanumu. Yto
aTo gact? [Ipexxe Bcero, OLleHKy MOTeph Mpu onepalu-
SIX C HUMM TIpYU BBITIOJTHEHUM 332Uy Pa3BUTUSI TPOAAXK
3a CYeT HOBBIX KJIMEHTOB U MPOJYKTOB KOMIIaHUM,
a TaKKe OlleHKY noTeHImana Hamux KK.

YpoBeHb N2 4 «YnpaBneHue OTHOLEHUSAMU

C K/II0YEBbIMU K/IMEHTAM HA ONEpPaTUBHOM YPOBHE»
Teopm[ paﬁoTbI C KJIIOYeBbIMMU KJIMEHTaMM 40CTa-
TOYHO XOpPOILIO M3ydyeHa M nmpeactaBjieHa B MHOXe-
CTBe pa3paboTOK M METOAMK, M3 KOTOPBIX Jake MPu
YCJIOBUM PA3JIMYHBIX ITOAXO0O0B MOXXHO BbIOCIUTD
HECKOJIbKO IMPUMHIOUIINATbHbBIX 06H.U/IX 3aKOHOMEPHO-
crem:

e TIpOBe/ieHMe aHaaM3a I'PYIIbI, IPUHUMAIOIIe
peliileHye B KOMITaHWH;

e c60p 1 aHa/INU3 MHPOPMALIUM O IIPAKTUKE Pabo-
ThI KOMITaHWN.

MHeHMsT pacXosITCSI IO BOIIPOCY ONTHMMa/IbHOTO
Habopa HeoOXomUMOi MH(OPMALIVN, HO STU Pas3INuMs
He MPUHLIUTINATbHBI.

UTo MOXKHO yBUAETh Ha ypoBHE N2 4? V3yueHHbIe
aBTOPOM MpaKkTUYeCcKue MaTepuasibl MOKa3bIBAIOT,
YTO NpU OCIabIeHY BHMMaHMs KOMIIaHUM K Kaye-
CTBY pabOThI C K/IIOUEBbIMM KJIMEHTAMM ITOKa3aTeamn
93¢ peKTUBHOCTY MamaloT B 60JbIIEN CTeIeHU, YeM
YBEJIMUMBAIOTCST BCJIEACTBYE POCTA 0ObeMa POk
3a cyeT paboThl C HOBBIMM KIMEHTAMMU.

Ananus KK, npoBoAMMbIi Ha 3TOM YPOBHE, T10-
MoOTaeT UM 3aCTaBJisieT OLleHUTh ITOTeHI[MaIbHbIe
U peajibHble TIOTEPH.

[TpoucxoauT 3TO TAKMM 06Pa30M: OIMMCHIBAETCS
IPyIINa, BAMSIONIAs HA IPUHSITUE pellleHusI (puc. 6).

Takum 06pa3oM, ITyTeM OIMMCAHUS ITpollecca mpu-
HSITUSI pellleHNs B Hallleli KOMIaHUU OIleHUBAKOTCS
HeOoOXOIMMbIe IeiiCTBYSI IO «3alUTe» WX Pa3BUTHUIO
JIesITeIbHOCTU C KTIOUEBbIMM KJIMEeHTaMM KOMITaHUN.
Onu obopmisitoTest B Buze ormcanus «I1mana pasButus
KJIneHTa» (puc. 7).

Ha ocHOBaHMM TaKOTO aHA/I3a MOKET ObITh IIPUHSIT
LeJIbIii PSII pelleHni, BKaoUas:

e M3MeHeHle CTPYKTYPbI OTie/ia TPOIaK;

e M3MeHeHle IIPUOPUTETOB B Mpoakax;

e 1M3MeHeHMe IVIaHOB MIPOLaK;

e 13MeHeHMe 30H OTBETCTBEHHOCTY COTPYIHMKOB.

VccnemoBaHme, MpoBeieHHOe B paboTe ¢ 35 KoM-
MaHUSIMU, TO3BOJUJIO 3aK/IIOUNTh, YTO aHAIU3 MO-
tenuyana KK u muBectuiium B paboTy ¢ HUMU JaeT
B KPaTKOCPOUHOI 1 CpeJHeECPOUHO ITepCIieKTUBax
JIYUILNI SKOHOMMUYECKII pe3ynbTaT 1 60iee BHICOKYIO
KOHBEPCUIO YCUJIMIA TI0 TIpojiaxke TOBAPOB U YCIIYT:
pasHuiia cocrassiet nopsaka 140-180% nmpupocra
o6beMa MpoJak OT Pa3BUTUSI HOBBIX KJIMEHTOB U HO-
BBIX IIPOJYKTOB. Be3yc/IoBHO, eCTh ¥ 06paTHbIE pe-
3YJIbTAThl — MbI B3I CpeHYe I PHI IT0 BBIPYUKE.
VccnenoBaHue MO3BOIWIIO BBISIBUTD 3TU MTOKa3aTeny Ha
TpuMepe HeCKOJbKMUX KOMITaHU, KOTOpble M3HAYaTIbHO
(okycupoBanch Ha Tpofake HOBBIX MMPOAYKTOB, a 3a-
TeM MepeKTIoUMINCh Ha pa3BUTHE MHCTUTYTA PabOThI
¢ KK, 1 3T0 06€ecreunsio Takoi pe3ynbTar.

3HAUYUT JIX 3TO, YTO BCEr/Aa HY>KHO TTOAHMMAThCS
HaBepX [0 YPOBHSIM MPUHSTHUS pellleHuli B Tpesio-
SKEHHOV aBTOPOM Mupamuze, oT ypoBHs N2 7 K YPOBHIO
N¢ 1? Takoit mogxo cTabuIbHO 06ecIIeuBaeT JIYUII
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Tun KOMMyHU-  OXXMpAaHUA OT
3auHTepe-
Kauum / pabotbl /
COBaHHOCTDb / -
A Communication Job
Motivation 5
type expectations
CreneHb
BauaHmna [ NoanbHoctb/ Ceasun /
Influence Loyalty Connections
degree

3aunHTepe- Tun KOMMYHU- OKunpaHua ot
COBaHHOCTb / Kauum / pabotbi /
Motivation Communication Job
type expectations
CreneHb
?ngmmn / NosnbHocTb/ Cessu / Tun KOMMYHU-  OXKupaHUA oT
ntluence Loyalty Connections Kauum / pa6otbi /
degree 3auHTepe- -
3auHTepe- Tun KommyHu-  OXupaHuA ot COBaHHOCTb Communication Job .
p Kauum / paboTbi / type expectations
COBaHHOCTD / i
Motivation Communication Job
type expectations CreneHb NosnbHocts/ Cesian /
BAVAHMA [ .
CreneHb Influence Loyalty Connections
BAMAHUA [ NosnbHocTb/ Ceszu / degree
Influence Loyalty Connections
degree

Puc. 6 / Fig. 6. OnucaHue rpynnbl K/0UEeBbIX KIMEHTOB, BAUAIOLLEH Ha MPUHATUE peLlueHuUs
o nokynke / Description of a group of key clients affecting the purchase making decision

UcmouHuk / Source: paspabotaHo aBTopoM / developed by the author.

pe3ysbTaT, HO YBEJIMUMBAET BpeMsI Ha KOPPEKTUPOBKU
B Xozie paboThl, a caMoe IIaBHOe, Iepexo]] K MbIIILIe-
HMIO B paMKax 3TOI MeTOAMKM 3aCTaBJIsIeT USMEHUTD
B3IVISLL, MEHe)KMeHTa Ha IIPOLaXku, UTO, KaK IPaBuilo,
SIBJISIETCS] HETIPOCTBIM JIJIS1 JIMHEMHBIX COTPYAHUKOB. 3a

BCe BpeMmsl [IPOBeJleHNsI MCCIIeJOBaHMSI MbI IIOTYUYUIIN

MHOYeCTBO TOMY ITOATBEePKAeHUIA.

IIpu peanmnsauyu niaHa pa3sutus KK komranmm
4aCTO CTAJIKMBAIOTCA C OTPAaHMYEHUSIMU, KOTOPbIe Ha-
K/IaIbIBAIOTCS Ha paboTy onepaTuBHOro KAM 1 BIUSIIOT
Ha ero BO3MOXXHOCTU I10 TIPUYMHE TIPUHATHUS LeJI0T0
KOMILZIeKCa YIIPaBJIeHYeCKUX PelleHIA.

[Tepexoaum K CiiefyrolLeMy YPOBHIO TMPaMUIbl —
N2 3.

YpoBeHb N2 3 «OpraHusauma npogax
KJI0YEBbIM KJIMEHTaM»
Ha aToM ypoBHe omnpezensieTcs: CTpaTerusi pa3BUTHS
OTHOUIEHWUI C KIIYeBbIMU KiIneHTaMu. [lepexon Ha
9TOT YPOBEHb CTaOMIbHO ITOMOTAET HATU pe3ep-
BbI 3(pPEKTUBHOCTY, KOTOPbIE HAXOASTCS B 06/1aCTU
ympasieHus (puc. 8).

MpbI paccMaTpUBaeM 5 MPUOPUTETHBIX obacTeit
ympasieHus paboroit ¢ KK B kommanuu:

e crpaterust pabotsl ¢ KK (puc. 9);

e 30HbBI OTBETCTBEHHOCT! U IleperoBOpHbIe BO3-
MOXKHOCTHU oniepaTuBHOro KAM (puc. 10);

« KPI (kiroueBbie TTokasaTeny 3GPeKTUBHOCTN)S,
olneHMBawIe 3(pHeKTUBHOCTh Pa6OTHI OepaTUB-
Horo KAM (puc. 11);

e TIpaBMJIa, [TyOMHA U JJIUTETbHOCTb IJIAHUPOBA-
Hus pa6otsl ¢ KK (puc. 12);

e YpOBEHb KOMIIETEHIIVI1, HEOOXOAMMBIX AJIsT pe-
anmu3auym yHrumm (puc. 13).

Eciu nipogonskaTh aHaMU3 BbIIIEYTIOMSIHYTOTO
MpuMepa, To Mocie MpopaboTky YpoBHS N2 5 u me-
pexona Ha ypoBeHb N2 4 pa360p IrpyIIIbl, BAUSIOINIEH]
Ha [IPUHSATHUE pelleHus, nmokasai, yTo KPI oCHOBHBIX
JIAIIL, TIPUHMUMAIONIMX PeIlleHNs], COCTaBIeHbI TAKUM
00pa3oM, UTO MCKIIOYAIOT IPUHSITIE PUCKOBAHHBIX
peliieHuit ¥ BBOJ, HOBOTO HEITPOBEPEHHOTO MPOAYKTA,
Ia>ke IMpOM3BeIeHHOTO U3BECTHOI KOMITIaHMel. OTO
U Ompenessiyio CJI0OKHOCTH [IJISI MeHeIXepOoB B IPO-
BeJeHNUM MeperoBOpoB. Ml MMeHHO 3TO 3aTPYAHSIO
paboTy ¢ CYIIeCTBYIOMMMI KIMEHTAaMU U BBIHYKIAIO
KOMaHIy OTAena npogax tTpatuthb Ao 40% cBoero
pabouero BpeMeH) Ha HOBBIX KJIMEHTOB — KOMIIa-
HMM MEHbIIIero pasmepa 1 ¢ IpyruMu puopuTeTa-
MU BbI6Opa ToBapa. II0CKOIbKY M3MEHUTD YCIOBMS

3 KPI (Key Performance Indicators), niu KioueBbie IToKasaTe-
st 3¢ GEKTUBHOCTY — YVCIOBBIE BhIPAsKEHHBIE B a0COTIOTHBIX
WM OTHOCUTEJIbHBIX (MTPOLIEHTHBIX) 3HAUEHMSIX TOKa3aTeln
IJIST I3BMEePeHUsT Pe3yIbTaTUBHOCTU U 3(PGEKTUBHOCTHU TIPeI-
MPUHSITBIX JEeACTBUIA.
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CTATYC K/IMEHTA / CLIENT STATUS

- CTpaTernyeckuit naptTHep

- [epcneKkTuBbl ANUTENBHOTO
coTpyaHuYecTBa

- KynbTypa Komnanum /

Strategic partner
Prospects for long-term cooperation
Company culture

TPYMNA, B/IUAIOLLAA
HA NPUHATUE PELLEHWIA /
DECISION INFLUENCE GROUP

OCHOBHbIe XapaKTepUCTUKMK,
npuopuTETHI U NEPCNeKTUBDI
Pa3BUTUA OTHOLLEHUI

rne

Mx KPl v npuoputetbiOTHOWEHMA
8 rpynne /

Main characteristics, priorities and
prospects for the development
of relations

- GPR

- The KPIs and prioritiesGroup

relationships

Mnaxbl No passuTHio — cbop MHbopmaLmm,
NpoBefileHNe YaCTHbIX Neperosopos /
Development plans — collecting information

UCTOPUA B3AUMOJENACTBUA /
INTERACTION HISTORY

duHaHCcoBbIE pe3yabTaTbl
MeponpusTus, KOTopble Mbl
nposoanau

Mpeapiaylwme naaHbl U cTeneHb
WX BbINOJIHEHUS

Hanuumne Kputuyeckux cobbituin /

Financial results

-~ —Events that we held

— Previous plans and the degree
of their implementation

— Critical events presence

MNnaHbl No Pa3BUTUIO — 3aNJIaHNPOBAHHbIE

MEPONPUATUA, CHUKEHWE PUCKOB, Y/yHLIEHWE

buHaHcoBbIx pesynbTaTos / Development
plans - planned activities, risk reduction
improvement of financial results

conducting private negotiations

OLEeHKa YCTONYMBOCTN COTPYAHUYECTBA
1_uenecoobpasHOCTU UHBECTULMIA /
Assessment of the sustainability of cooperation
and the feasibility of investments

TEKYLWAA CUTYALUA /
CURRENT SITUATION

ACCOPTUMEHT/ RANGE

PECYPCbI, BbIAENEHHbIE

HA K/IUEHTA /

RESOURCES ALLOCATED PER CLIENT -
- Pecypcbl, BblaeNeHHble Ha KNNeHTa
Nogun -
BroaxeTt

Kommepuyeckue ycnosua -
KpeanTHaa nnHua -
KOHCUIHALMOHHBIW CKNag,

PesepsupoBaHMe TOBapHOro ocTaTKa

noa, knvexTa /

competitors

Resources allocated per client

People
— Budget
Commercial terms
Credit line porauus /

Consignment warehouse
Reservation of the balance of goods
for the client
[71aHbl NO Pa3BUTHIO — UIBMEHEHUA eC/N
Heobxoanmbl/ Development plans — changes
if necessary

rotation

Kakue ToBapHble rpynnbl 3aKynaet -
CnewumanbHble yci0Bus nnaHa
CpaBHEHMWe C KOHKypeHTamu /

What product groups does it buy
Special conditions Comparison with

MNnaHbl no Pa3sBUTUIO aCCOPTUMEHTA — BBOA, BblBOJ,

Assortment development plans - input, output,

MpomesKyTOoUHbIe pe3ynbTaTbl
BepoATHOCTb BbINONHEHUA

MPUYMHBI OTKNOHEHU /

Intermediate results

Possibility of the plan being
fulfilled

Reasons for deviations

[naHbl N0 YCTPaHEeHWIO OTKAOHEHW /
Elimination plans

Puc. 7 / Fig. 7.TinaH pa3Butus kaoueBoro knveHTa / Key client development plan

UcmoyHuk / Source: pa3pabotaHo asTopom / developed by the author.

IMOCTaBKM HOBOTO MPOAYKTa ornepatuBHbie KAM He
MOTJIM (3TO BBIXOOMJIO 3@ UX 30HY OTBETCTBEHHO-
CTU), Y HUX He ObIIO ITpaBa Ha aKcIrepuMeHThI ¢ KK
U TIpeJIOCTaB/ieHe UM ClielMalbHbIX YCioBuit. Ho aTa
CJIOKHOCTB JIETKO IIPEOI0/IeBaeTCs Ha CTpaTernyeckom
YpOBHeE yrpaBjieHUs OTHOILIEHUSIMU C KJII0UeBbIMU
KJIMeHTaMU. VIsMeHeHMe CUTYyaly MMeJIO O0bIIe
(bMHAHCOBBIE U JIOTUCTUUYECKYE TTOC/IEACTBHS, TOITOMY
moTpe60oBaIo OpraHu3any KOMUTETA, KOTOPBIN 3a
HeJleII0 CMOT MPUHSITh pellleHNe MO CelMaJTbHbIM

YCJIOBUSIM peanusanun. B pesynbrate 06beM mpomaxk
HOBOTO TPOAYKTA KITIOUEBBIM KJIMEHTAM ITPEBBICUI
ToKa3aTeny paboThl C HOBBIMU KJIIOUEBBIMY KIMEH-
tamu Ha 1200%.

XOTUM OTAENbHO MOAUEePKHYTh, UTO pPacIIpeHye
rpaHuI 06JacTy aHalIM3a 10 9TOTO YPOBHS MO3BO-
JIieT HaXOOUTh CUCTEMHbBIE U 60jiee YCTOMUMBbIE
pelieHust, KOTOPble MOTYT 06eCIIeuyuTh CTabUIbHO
TpeacKa3yeMblii pe3ynbTaT. He CTOUT pacCUnThIBATD
Ha TO, YTO 9TO IOJ CUIy onepaTuBHbBIM KAM, ns
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YNPABNEHUE MAPKETUHIOM / OPERATIONS MANAGEMENT

3. KPI KAM, 3aaaun
1 npuopuTeTsl /
KPI KAM, tasks and priorities

2. 30Hbl oTBETCTBEHHOCTM KAM.
0653aHHOCTM APYIUX
noapasaeneHnn n cessb
Mexay Humu /

Scopes of responsibility of the
KAM. Responsibilities of other
units and communication
between them

Kputepum Bbibopa KK.
MecTo KK B cucteme /

Criteria for the selection of KC.
Place of KC in the system

OnepaTtuBHbIN
KAM /
Operational KAM

4. MNnaHnpoBaHue
gearenbHoctn ¢ KK /
Activity planning with KC

5. KomneTteHuun KAM /
Competencies KAM

Puc. 8 / Fig. 8. Opranusauus npogax KnoueBbiM KnneHTam / Sales organization to key clients

UcmoyHuk / Source: pa3pabotaHo asTopom / developed by the author.

CTPATErMA / STRATEGY

- Kakyto ponb gonxHoel urpatb KK B cucteme
npogaxu Komnanmn?

- KakoBbl KpuTEpPUM OTHECEHUA 3aKa3unKa

K KK? /

- What role should KC play in the company's
sales system?

- What are the criteria for assigning

a customer to a KC?

=

1. Kputepuu Bbibopa KK.
Mecto KK B cucteme/

Criteria for the selection
of KC. Place of KC in the
system

Puc. 9 / Fig. 9. Crpaterus pa6otsl ¢ kaoueBbiMK KnueHTaMu / Key account working strategy

McmouHuk / Source: pazpabotaHo aBTopoM / developed by the author.

TOTO, YTOOBI OHU CMOTJIM COOGCTBEHHOE IIPUHSITOE
pellleHe peaan30BaTh, APyTye MOoApa3aeseHUs
KOMITaHUM 00513aHbI €0 MOAAepPsKaTh, UTO CIyvaeT-
CsI HeYacTo, ¥ COTPYIHUKM IO/KHBI UMETh KpaliHe
BBICOKYIO MOTVMBAIIMIO AJISI B3aMMOIECTBUS C CU-
CTeMOJ yIpaBiieHus U i1 ee usmeHeHusi. He crout
TaKyke PaCCUMUTHIBATD, UTO TAKMUX MEHEKePOB OymeT
MHOTO, TaK KakK B CUTyaIuy 60pb0bI C yCTOSIBIIEACS

CUCTEMOI Y HUX BO3HUKAIOT CYIleCTBEHHbBIE ITePCo-
HaJIbHbIE PUCKY, BIJIOTH 10 IOTEPU pabOThI.
BriBoApI, cieiaHHBbIE HA YpoBHe N2 3, mal0T 3HaUM-
MbI1 pe3yJIbTaT, IPEBBIIIAIONINii 110 3G (eKTY MpeabI-
nyuiue. Boillle HAXOOUTCST CTpaTerMueckuii ypoBeHb
aHanM3a U MPUHSTUS PELlIeHUI, KOTOPBI y3Ke Hefo-
CTyIleH (Kak [IpaBUjI0) MeHeakepaM, ABJISI0LIMCS
pykoBoauTensiMy GyHKIMM, TIPU 9TOM YpOBeHb N2 2
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30Hbl OTBETCTBEHHOCTWU /
ZONES OF RESPONSIBILITY

2. 30Hbl OTBETCTBEHHOCTU

- KaKoBbl 30Hbl OTBETCTBEHHOCTH KAM. OBA3aHHOCTI ApYTUX
nogpasaenieHuit, oTBevatoWwmx noapasaeneHuii u censb

3a paboty ¢ KK? mexay Humu /

- Kakosbl nonHomouna KAM Scopes of responsibility of the
B popmupoBaHuu npeanoxerns ans KK? / KAM. Responsibilities of other

- What are responsibility zones of the units Eg&isgr?tchoe%mumcatlon
responsible for work with KC?

- What are the powers of the KAM
in forming a proposal for the KC?

Puc. 10/ Fig. 10. 3oHbl otBeTcTBeHHOCTU KAM / Key account manager (KAM) responsibility zones

McmouHuk / Source: pazpabotaHo aBTopoM / developed by the author.

30Hbl OTBETCTBEHHOCTWU /
ZONES OF RESPONSIBILITY

- Kakosbl KPI KAM?

- KakoBbl fONONHUTENbHbIE Lenu 3. KPI KAM, 3aaaum
. ’?
n NpuopuTeThbI?

, n npuopuTeTsbl /
- KakoB nepuog, oLeHKu?/ => KPI KAM, tasks and priorities
- What are the KPIs of KAM?

- What are the additional goals and priorities?
- What is the evaluation period?

Puc.11 /Fig. 11. KPl onepatusHoro KAM / Key Performance Indicators (KPI) for KAM

UcmoyHuk / Source: pa3pabotaHo asTopom / developed by the author.

YNPABJ/IEHUE / CONTROL

- KakoB cnocob ynpasieHMA OTHOLUEHUSAMM
c KK?

- Y10 0becneunBaeT npuMmeHeHue
BbIOPAHHOM MeToAMKM npoLecca? 4. MNnaHupoBaHue

- Kakyto nHdopmaumio cobupaem?/ aeatenbHocTn ¢ KK /

- How to manage the relationship with KC? AU [ Wi LE

- What does ensure the application of the
selected process methodology?
- What information is collected?

Puc. 12 / Fig. 12. naHMpoBaH1e peaTenbHOCTU C Kao4veBbiMU KnneHTamm / Planning activities with key clients
UcmoyHuk / Source: pa3pabotaHo asTopom / developed by the author.
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YNPABNEHUE MAPKETUHIOM / OPERATIONS MANAGEMENT

YNPABNEHUE /MANAGEMENT

- Krto moxeTr 3ddeKTMBHO paboTaTtb
C Hawmmm KK?

- YTO HYXHO 3HaTb U ymeTb KAM, 4TOObI
AOCTUYb ycrexa B npumeHeHumn? /

- Who can effectively work with our KCs? - =>

- What we need to know and be able to
KAM to achieve a success in the
application?

5. KomneteHuun KAM /

Competencies KAM

Puc. 13 / Fig. 13. KomneteHumn MeHemkepoB / Managers competence

UcmoyHuk / Source: pa3pabotaHo asTopom / developed by the author.

npaMupbl onpenensieT 3G eKTUBHOCTD B elle 60/1b-
uieii Mmepe, yem npenbiaymmii N2 3.

YpoBeHb N2 2 «Bbi6op kaHana cbbita

1 HOpMbl NPUCYTCTBUS HA PbIHKE»

BbI60p KITIIOUEBBIX KJIIMEHTOB MPOUCXOIUT YKE TI0CIe
MMPUHSATUSI B KOMIIAHUM pellleHUsI O TOM, B KaKMX Ka-
HaJlax cObITa OHA IIaHMpPyeT paboTaThk. UTO Takoe Ka-
HaJl cObITa/TIpomak? TO CUCTEMA B3aMMOCBSI3aHHBIX
CTyTIeHel, AenallX TOBap WIN YCIYTY TOCTYITHBIMU
L7181 TIOTpebeHust win ucronb3osanust [12, 13]. Tpa-
JIULIVOHHO CUMTAIOT, UTO KAHAJIOB CObITA 5:

e ONTOBBIN KaHa/, 00beAUHSIOIINII OIITOBbIE
KOMITaHMM, OCYILeCTBJSIONIME TTepenpoLaxy 3aKy-
IUIEHHOT'O TOBApa/yCIyT C OTPaHMYeHHBIM KOHTPOJIEM
IaTbHENIero ero paCupoCTpaHeHus.

e NIMCTPUOBIOTOPCKUIT KaHa, 00'beaMHS IO it
IUCTPUOBIOTOPCKME KOMIIAHMM, KOTOPbIE 3aHUMAIOT-
€Sl pacrpocTpaHeHueM NPOLYKUUU U KOHTPOIUPYIOT
IMOTOKM MH(GOpPMAIUK, CBSI3aHHbIe C HUMU. JIUCTpu-
OBIOTOPBI OCYIIECTBISIOT B3aMMOZEIICTBYE C ITOCTAB-
MIMKOM ¥ 0671a1al0T BO3MOKHOCTbIO KOOPAVHYPO-
BaTh C HUMM CBOM JeiicTBusI. OHM CO3[AI0OT OOIBIIYIO
LIEHHOCTb JIJISI KITMEeHTOB KOMITAaHUM-TIPOU3BOAUTEIS,
YyeM OITOBble KOMIIAHUM.

« KoprnopaTuBHBII KaHas, CO31aBaeMblit 1IJIs1 00-
CTY>KMBaHMS crienuyeckux MOKyIaTesiei, Komra-
HWIA, 3aKYTIAIONIMX TOBAPBI/YCIYTH 71 COOCTBEHHOTO
MOJIb30BAHMST IMOO MIJIsSI TPOM3BOICTBA U3AENINIT Ha
MX OCHOBE.

e PO3HMUHBIN KaHa, COCTOSLINI U3 IIPenIIpus-
TUI1 PO3HUYHON TOPTOBJIN, OCYLIECTBIISIIOIIMX ITPOAA-
’KY KOHEUHBIM ITOTPEOUTENSIM — (QU3UUECKUM JIUIIAM.

e HeperynsipHblil KaHas, NOAPa3yMeBalOL NIl Ha-
Jn4ye COeyioK, OCyIIeCTBIsIEMbIX HA HePeryaspHO

OCHOBe C IIJIOXO IIpeicKa3yeMoii IMHAMMUKO 1 ¢/1a60
MIPOrHO3MPYEeMbIM Pe3y/JabTaTOM; UacTO Iofpasyme-
BAIOTCS Pa30BbIe CHETKI.

Bri60p 0CHOBHOTO KaHasIa 1St GOKYCHMPOBAHMS
YCUIIHIA TI0 TIPOJaskaM OIpeiesisieT 1 BIOOP CTpaTerum,
U CTPYKTYPY OTAesa cObITa, ¥ MPAKTUKY YIIPaBIeHMS
YIM, ¥ YCITEITHOCTh MTPOIBIKEHMSI.

BepHemMcst K paccMaTpMBaeMOMY BbIllIe IIPUMEDY.
Kommanus Bei6pasia ajist GOKyca CBOUX YCUIIMIA T10
MTPOJa’kaM KOPIIOPAaTMBHbIN KaHaAT — ero GopMUPOBAIN
CTpOUTEIbHbIE KOMITAHNM, KOTOPbIE 3aKyITaIy MTPOAYK-
LIMIO TIOJT pean3allnio JeBeIONePCKOro poeKTa. ITo
03HAauajI0, YTo Mepe 3aKyIKoii KOMIIOHeHTa, Heo6Xo-
JIMMOTO Ha CTPOJiKe, KIMEeHT JOJIKeH ObIT «IT0IacTh»
B crienMPuKaImo MPoeKTa, KOTOpasi COCTABJISIETCS
Ha JTare ero apXUTeKTYPHOI TPOpaboTKY MTPUMEPHO
3a 1,5 roma mo Havajaa CTPOUTENLCTBA. POCT B KOp-
MTOPAaTUMBHOM KaHajie MeIJIeHHbII U CIOKHBIN. XOTS
HY’KHO TIPU3HATh, YTO €C/IM IPOAYKT IOMaJl B IIPOEKT,
TO Y HETO HAMHOTO OOJIbIIIE IIIAHCOB ObITh FAPAHTUPO-
BaHHO VCITOJTb30BAaHHBIM B CTPOUTENLCTBE. ITpOmyKIIMs
KOMITaHUM 0671a7a1a HeOOXOAMMbIMM SKCILTyaTaIl-
OHHBIMM KaueCTBaMM JIJIs TPOAASKY B KOPIIOPATUBHOM
KaHajie — yoo6CTBOM, CTaGMIbHBIM KaueCTBOM, BbICO-
KOJt CKOPOCThIO MOHTaska. KOMIIaHMsI B OMMChIBAEMOE
BpeMsI OllyIliaja CTarHalMIo MPOLak U IoCcTaBuIa
3a7auy IMOTHATb 00BeM IS TIOJTHOIIEHHO 3aTrpy3Ku
MMpOMU3BOACTBA Ha TeppuTopun Poccuiickoit @enepa-
1y, [TOTMBITKY YBETMUUTD MTPOIAKM Yepes Kopropa-
TUBHBI/ KaHAJI CTOJIKHY/IMCH C TEM, UTO IIMKJI TIPOHasK
0Kas3aJICsI «IJIMHHBIM», a IIPOJAXKM — TPYLO0EMKUMU,
YTO MPUBEJIO K YBEJIMUEHHUIO IIITaTa COTPYIHUKOB, HO
He ITOMOIJIO COKPATUTh MTPOIOJIKUTETbHOCTD IIMKIIA.
MbI TTpeIOKMIIN YaCcTh aCCOPTUMEHTA ITPOJBUTATh
yepes MeHee KaueCTBeHHbIN, HO 60j1ee MOABVSKHbI
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IUCTPUOBIOTOPCKUIA KaHaJ, KOTOPbIN MpearnoaaraeTt
6oJiee IMOBEPXHOCTHBIE ITPOIAKY C HU3KMUM KaueCTBOM
06CTY>KMBaHMs, HO MOYKET IT0Ka3aTh ObICTPBI Pe3yiib-
Tart. [IJist 3TOTro HY>kHO chOpMMUPOBATH KOMMEPUYECKYIO
TIONIUTUKY PabOTBI, CIeNATh MpeIoskeHe KOMITaHWSIM,
MIpUBJEKATeIbHBIM i1 KOHTPAreHTOB U, KOHEUHO,
OMpenenuTb MOTHOMOUMS orepaTuBHOTO KAM u nipa-
BUJIA TJIAHMPOBAHMSI B3aMMO/IEICTBUS C KJII0UEeBbIMU
KJIMeHTaMM B 3TOM KaHase (Ha ypoBHe N2 3). [lanHOoe
pellieHNe HaXOOUTCS B CTaAUM peanusalu, ero pe-
3y/IbTAThI OYAYT IMOMYUEHbI O KOHIIA TOfia,  TIOKA HeJlb-
351 CyIuTb 00 ypoBHE ero 3¢pOEeKTUBHOCTU, HO MOKHO
CKasaThb C YBEPEHHOCThIO, UTO JAaHHOE TMpelJIoKeHe
TOYHO JacT 3¢ deKT paHblile 3aBepIIeHNs TPAAUIMOH-
HOTO LIMKJIA MPOAaX AJIUTeIbHOCThIO 1,5 rona.

Ha 3TOM ypOBHe Mbl YIIOMMHAJIM 1I€eHHOCTb, CO3/1a-
BaeMYI0 IIPOIYKTOM, U ee obaByieHye ¢ TIOMOIIbIO
pecypcoB KOMIAHUM (IMCTPUOBIOTOPHI). AHAIM30M
€aMOro BbICOKOTO YPOBHS B ONMChIBA€MOV METOLMKE
SIBJISIETCS] aHAJIN3 LIEHHOCTY — OH JlaeT Haubobiee
TMOHMMAaHMe TOTr0, KaKoi KaHas OJIs1 TPOABUKEeHUS
HYKHO BbIOPATh, KaK ITIOCTPOUTD CUCTEMY YITPABIEHMS
MpoJiaskaMy, BKJIIoUast CTPYKTYPY OTHesla MPOAaxK, Kak
paboTaTh C KIOYEBBIMU KJIMEHTAMU, TIJIAHMPOBATh
pe3yIbTaT, KAKMMMU AO/KHBI OBITh KOMITETEHIIVY CO-
TPYOHUKOB. MeTOAMKa He TTofApa3yMeBaeT aHaau3a
BO3MOXKHOTO M3MeHeHMS [IeHHOCTHOTO MpeI0KeH ST
MPOJYKTa — CUCTeMa Mpoax paboTaeT C TOTOBbIM
MIPOAYKTOM, ¥ ero MoAguduUKanys He BXOOUT B 30HY
BIUSHMS QYHKIMYU TpoAak. TeM He MeHee MTOHMMATh
IIEHHOCTHOE ITpeIJIO’KeHVe HeOOXOIMMO.

YpoBeHb N2 1 «AHanu3 co3paBaemom

LLeHHOCTU ANA KNUeHTa»

DTOT YPOBEeHb aHA/IN3A SIBJISIETCS] HAUBBICIIUM U T10-
cJlefHUM OJi1s1 JaHHo MmeToauKku. Crofa eCcTb CMbICI
MMOJHMMATBCSI, €CJI MbI XOTUM BbIPab0OTaTh camoe
acddekTUBHOE pellieHNe B paMKaxX QyHKIUM TPOJIaskK,
HO He 60jiee (MAapKeTUHT U CTpPATeTusl He 3aTparu-
BaIOTCS JAaHHOV MeTOAMKOIA, ISl 3TOr'0 CYLIeCTBYIOT
apyrue).

Eciiut MbI BbIOpaV KaHaul CObITA, TO [JIS1 YCITELTHOTO
obMeHa co3/TaBaeMoi IIeHHOCTM Ha A€HbTY U BpeMsI
KJIMeHTa Heo6X0IMMO ITOHMMATh, B Y4eM OHA COCTOUT.
CyTb aHanM3a — oIperesieHNne TOro, 3a UTO B Mep-
BYIO OUepelb MOXKeT 3aX0TeTh 3aIUIaTUTh KAUEHT. TO
LIeHTPaIbHbII MOMEHT. «Ilerouka co3ganms eHHO-
CTV» — TEPMMH He HOBBII1, OH BBeAeH M. [Toprepom
[14] B 1985 T., ¥ OCHOBHOI1 Mieeii 6bIJIO COTTOCTABIEHIE
Ha Ka)kIOM JTalle Ipeobpa3oBaHmsI IPOAyKTa 06beMa

CO3/IaBaeMoJli TOTPeOGUTENbCKOI LIEHHOCTU U 00beMa
TIOHEeCEeHHBIX KOMITaHMel 3aTpaT. DTOT aHAINU3 HY)KeH
ObUT [IJIS1 TOTO, YTOOBI OMIPEAEIUTD STAITbl, HA KOTOPBIX
TepsieTcst 3 HeKTUBHOCTD U He CO3[IaeTcs JOCTAaTOUHAs
LIeHHOCTb (MJIN «ITyCTasi» CTOMMOCTD) (puc. 14).

B nipeniokeHHOV aBTOPOM CTaTbM METOAMKE HaC
MHTEPECYIOT OCHOBHbBIE TeHEPATOPBI IIOTPEOUTETbCKOIA
CTOMMOCTU — TOTO, 32 UTO B TIEPBYIO OUepeb TIaTUT
notrpe6uTens (puc. 15).

[ToHMMaHMe 3TOV 1IeHHOCTU JacT HaM MpeCcTaB-
JieHMe 0 TOM, KaK Hallle TIpefjioXKeHl e COOTHOCUTCS
C KOHKYPEHTHBIMY ¥ B KAKOM KaHaJie cObITa Mbl
CMO3KeM €ero IMOJTHOCThIO peann3oBaThb. UTo 3TO 3HA-
yuT? ITO 3HAYMT, UTO KeJlaHUe KIMEeHTa OOMEeHSTh
CBOM IeHbI'M HA Hallle MpeAjiokeHue 6ymeT MakCu-
MaJIbHbIM.

Cam 110 cebe 3TOT aHAJIN3 HEe AACT HaM IIPeICcTaB-
JIEHUsI O Hallleli KOHKYPEeHTOCITIOCOOHOCTY — ee Mbl
CMOXXeM OlLIeHUTb, CPAaBHUBAS MpeJJIosKeHUs (CBOe
¥ KOHKYPEHTOB) 110 KPUTEPUSIM BbIOOPA, XapaKTePHBIM
II7IST KQXKJTOTO KaHasa; TOJbKO MOC/ie 3TOT0 MOKHO OIpe-
IeJIUTh, B KAKOM U3 HUX IIPOIECC IMPOiaeT 6bicTpee
u ¢ 6osbieit 3¢pHEeKTUBHOCTHIO.

Ha puc. 16 mbl BUguM mpumep TaKoro CpaBHEHMS
npenjaoxkeHnt Komrmanum Mak/loHanbAC U ABYX ee
KOHKYpeHTOB. [IpuMep, KaK 1 caM MOJAX0J, KPpUTEPH-
aJbHOTO CpaBHEHMS], IpeJcTaBleH B [15].

3aBepiiasi onyvcaHe MeTOAUKY UCC/IelOBaHMS,
HY>KHO OTMETUTb, YTO €e OPUTMHATbHOCTD 3aKJII0-
YaeTcsl B COUETaHMM aHAIUTUUECKUX MHCTPYMEHTOB
" TIepexo/I0B MeXy YPOBHSIMU TIPUHSITUS YIIpaBJIeH-
YyecKux pelieHuii. ECIv MblI ¢ ee TTOMOIIIbI0 CMOXXeM
IOCTOBEPHO OIPeaeTUTh KOHKYPEHTOCIIOCOGHOCTh
paccMaTpuBaeMoit KOMITaHUM, KOTopast 6a3mpyeTcs
Ha OCHOBHO CcO34aBaeMoil HeHHOCTU, TO CMOKeM
OTIPeeNINTh AATbHENIIYIO CyabOY ITPOIBYIKEHMSI TTPO-
IYKTa C MUHUMATbHBIMY TIOTEPSIMU 9P GHEKTUBHOCTYU
B IIpoliecce ero Mpoaaxiu.

MeTonn4yeckoit OCHOBOJI pe3yabTaTUBHOCTH TIpe/l-
JlaraeMoTO IoIX0fa SIBJsSIeTCsl paciiupeHne rpaHunl]
paccmMaTpuBaeMoi CUCTEMbI YIIPABIeHUS] U OIITUMMU--
3alys B 9TOM OOJIbIIIEM IEPUMETPe TPUHMMAEMbIX
yIipaB/ieHUeCKMX pellieHnit, YTo AaeT Jydiine pesyib-
TaThI ¥ B GOJIBIIION CTEIIEHY TapaHTUPYeT JOCTVDKEHME
skestaemoro s¢gderta. XoTs JTaHHbBIV TTOIXO[, He SBJISIeT-
CS1 YHUKQJIbHBIM, 1IeHHOCTb ITpeI0’KeHHOI MeTOAVKI
3aKJ/II0UaeTCsl B COCTaBJI€HUM aJITOPUTMa ITpUMeHeHUST
MeToJia pacliMpeHys TPaHUII 10 YPOBHSIM U CBSI3bI-
BaHUU TIPUMEHSIeMbIX MHCTPYMEHTOB B JIOTMYECKYIO
MOC/IelOBaTeIbHYIO 11eTI0UKY.
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Puc. 14 / Fig. 14. COOTHOLIEHME CO3AAHUS LLIEHHOCTU U CTOMMOCTHM NO 3Tanam NpousBOACTBa TOBapa
unu ycnyru / The ratio of value creation and cost in the production stages of goods or service

UcmoyHuk / Source: pa3pabotaHo asTopom / developed by the author.

PesyiibTaTOM MCC/IeMOBaHMSI MbI CYMTAEM SMITMpIUe-
CKO€e JO0Ka3aTeNIbCTBO 3(Q(MEKTUBHOCTH ITPEAJIOKEHHON
TEeOPeTUIECKOl METOIMKH, & TOUHEee — T0Ka3aTeIbCT-
BO Ha MPAKTUYECKUX TTPUMepax 060CHOBAHHOCTU Me-
TOOMYECKMX ITpMeMOB. HeJlb3s cKa3aTh, UTO 10 Havasia
MCCIemOBaHMsI MeTOIMKaA GblIa UMCTO TeOPEeTUUECKOIA,
CO3[TaHHOJ ITyTeM JIOTMYECKOTO CMHTe3a. Bce ee ae-
MEHTBI ObLIV TTOC/IEIOBATEIFHO pa3paboTaHbl B XOIe
BBITTOJTHEHVISI KOHCATTMHTOBBIX ITPOEKTOB JIJIsI KOMITaHM-
KIMeHToB. OObeAVHEHVE €€ OTOETbHBIX KOMITOHEHTOB
B eIMHOE I1eJI0€ TTPOXOIMIIO TIOCTIENOBATEIBHO U 3aHSIIO
okos1o 3 yieT. CaMo MccienoBaHme, BKIoJaliee B cebst
43 npuMepa MpUMeHeHMsT MeTOAVKY ITPeUMYIIeCTBeH-
HO B cermeHTe B 2B, mymmitocs 4,5 roga. Iomasisioniee
KOJTMYECTBO IKCIIEPUMEHTOB C MCTIO/b30BaHMEM KITVEH-
TaMU ITPEAJIOKEHHOTO ITOIX0/IA 3aBEePIIMIOCH YCIIEITHO;
3 13 43 KOMITaHUI-KIVEHTOB He MOOITUCH YBETMYEeHNSI

(pmHaHCOBBIX MMOKa3aTeselt 3 PEeKTUBHOCTHM ITPOIIecca
MpoaaK. [IPUUMHBI OCTA/IUCD HESICHBI, [TOCKOIbKY OHM HE
TTOJETVIMCH OTTMCAHVEM IIPOLIeCca BHeIPEHMS TTPeJIo-
>KeHHBIX pellleHMii. B HacTosiiee BpeMsI MCCiieJoBaHue
TIPOMIO/DKAETCSI.

IMTouTy BCce KOMITAaHUM-KIMEHTBI PaboTau C yCI0-
BMEM COIJIAIIEeHMS 0 KOHPUOIEeHIMATbHOCTY JaHHbIX
" He JaJi pa3pelieHnss Ha X r[y6m/n<aumo, IMIO3TOMY
TIOZETUThCS B CTAThe KOHKPETHBIMM Pe3y/IbTaTaMu MTPH-
MeHEeHMS MEeTOIMKY He TTPeICTaBISIETCS] BO3MOKHBIM.

OmHako, oBO/ISI HEKOTOPbIE UTOTM, MOKHO OTMe-
TUTb, YTO BHEIPEHIE TIPUHSITHIX Ha BHICOKMX YPOBHSIX
MMpaMUIbI pellieHn 1 gaeT yBeandeHne 3¢hdeKTUBHO-
CTU B cpegHeM 24%. OTO CBSI3aHO KaK C YBeIMUYeHUeM
obbema mponax (35% ciydyaeB), Tak ¥ CO CHYDKEHMEM
3aTpat Ha HuX (55%); B 15% ciayuyaeB addeKT He Ha-
6momacs. HeckKombKMMM KOMITAHMSIMM TTPY BHEIPEHUN

YMNPABJIEHYECKUE HAYKM * T. 11, N2 4’2021 * MANAGEMENTSCIENCE.FA.RU



A.U. Hazapos

'm6ko
Hosoe @ KauecTBeHHO
MopHoe D BLICTPO
YHukanbHoe / (®) Jeweso /
Brand new Flexible
Modern Qualitatively AccopTMeHT
Rare Fast Cuna 6peHga
Cheap Kommepueckas
nonuTuka komnaHum /
Range

BbicTpo Brand strength
[eweso Commercial policy
Bespne / LO0—O of the company
Fast
Cheap KoHcynbTupoBaxue /
Anywhere Consulting
MHoro
[eweso o
Beictpo / —
Plenty
Cheap
Fast Tpeng MmapKeTuHr

MocnenpopaxHelii cepBuc /
Trade marketing
After-sales service

Puc. 15 / Fig. 15. OcHOBHble co3AaTeNu LLeHHOCTU U CTOMMOCTU Ha npuMepe GYHKLMOHANbHbIX NoApasAeneHui
koMmnanuu / The main creators of value and cost on the example of the company’s functional divisions

UcmouHuk / Source: pazpabotaHo aBTopoM / developed by the author.

Key elements of product, service and delivery

High
Value Curve
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Puc. 16 / Fig. 16. Tpumep KOHKypeHTHOro aHanu3a / An example of competitive analysis

UcmoyHuk / Source: pa3pabotaHo asTopom / developed by the author.
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MIpeJIOKeHHBIX pellleHNit ObLT ITOTyUeH pe3y/bTar,
KOTOPOTO HeJb3s1 ObIIO JOOUTHCS ITyTEM IIPUMEHEe-
HUSI HUKaKUX OIpyrux Mep. Hampumep, ypenndyeHue
EBITDA* B 2,7 pa3a 3a aBa roza. [1pu m1cIonb30BaHUMN
pelleHuit ¢ 6oee HU3KUX YPOBHEN mupamuasl (5, 6
u 7) HaGIIOAAIVCh B OCHOBHOM 3(P(EeKThI, CBSI3aHHbIE
CO 3HAUUTEIbHBIM YMEHbIIEHEM HeONPaBgaHHBIX
pacxoloB KOMOAHUM, UTO YBEIUUUBAJIO UX YUCTYIO
MpUOBLIb, HO PEIKO IaBajio MPUPOCT 0ObeMa IMpomask
naske Ha 10-15%. IIpu aTOM CHIU>KeHMe 3aTpaT yBeln-
yuBaio EBITDA komnanuit Ha 2—-3%.

BbIBObl

ABTOp Mopenyu MOHMMAET, YTO JJisI CTPOTO Hayd-
HOTO 060CHOBaHMS 3P HEKTUBHOCTH MPeaI0KeH-

4+ EBITDA — npu6bLIb, M3 KOTOPOIA €Ille He BBICUMTAIN KPEIUT-
HbI€e TIPOIIeHTbI, HAJIOTOBbIE TUIATEXM, OJTI0 M3HOCA OCHOBHBIX
CpencTB (aMOPTU3aLuI0). BEIBOOUTCS B GMHAHCOBBIX OTYETAX
KOMITaHMIi KaK MTOKa3aTelb, XapaKTePU3YIOIUMii OXOLHOCTD
MpennpusaTus, pe3yabrat ero pa6otsl. URL: https://www.finam.
ru/education/likbez/kak-rasschitat-ebitda-20200706-19560/.

HOJi METOIVKM He XBaTaeT JOCTATOYHOI0 06bema
HaZeXXHO MOATBePKIeHHbIX Pe3yabTaToB. [IpakTu-
Ka ee pa3paboTKu U MpUMEHEHMUS MoKa3aua, yTo
co6paTh HEOOXOAMMbIEe AaHHbBIE 110 3(DPHEKTUBHO-
CTHU ee rMpMMeHeHMs CTpOro HaydyHbIM METOJOM He
MOJAYy4YUTCS. BMecTe ¢ TeMm ciieqyeT OTMETUTb, UYTO
Iaxke YaCTHBIe pelleHWUs], IpeJaraemMmsle 1 060-
CHOBaHHbIe METOIAMKOI, faBaayu Npyu UX IpuMe-
HEHUU XOPOUINit pe3yabTaT. ABTOP CUUTAELT, UTO
6b1I0 GBI IPABUJIBHO OTKPBITH AUCKYCCHUIO U TO-
IenUThCSI METOAMKOI C MTPeACTaBUTENSIMU TOTO
cerMeHTa pbIHKA, JJIsI KOTOPOTO OHA CO3/1aBasach.
Ctout 06paTUTh BHUMAHNE, YTO MOJXO/, TAET 10~
CTATOYHYI0 METOAMYECKYIO 6a3y [/ 060CHOBaHUS
pelieHusI, mIpengaraeMoro MeHeI>XMeHTY KOM-
nmaHuu, U Ha obiem boHe HELOCTATOYHOI METO-
OVUeCcKOo¥ mpopaboTky TeMbl «YIIpaBjaeHue Mmpo-
IaxkaMu» MpensoXkeHue JOTMYHO U 0O0CHOBAHO.
ABTOD Npogo/KaeT MOUCK U c60p GaKTUIECKOTrO
MaTepuasa ajsi NoATBepxkaeHus 3pdekTuBHOCTU
CBOeJ MEeTOLUKMU.
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