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Annomauus: B uccredosanuu anasusupyomes mekyujee COCMosiHue U NepcneKmuesl pazeumus UHHOBAUUOHHbIX
MexHoA02UTl 8 YNPABACHUU KOPROPAMUBHbIMU npodadcamu. Paccmompernvt meopemuueckue 0cHOGbl YnpasaeHus.
npodaxcamu U 6AUSHUE MEXHOA0SUU, MAKUX KAK UCKYCCIMBEHHbII UHMEANeKmM, AHAAUMUKA 00AbUUX OGHHbIX,
onoxueiin u loT. Pe3yabmamut noomeepicoaiom nepexod Kk npedukmusHoiM, data-driven nooxodam e npodaxcax
Oaae00aps KoH@epeeHyuy Smux mexuoaoeull. Bvisasienvl 0cHOGHble npobaemMbl 6HEOPEHUs., KAUAS 8ONPOCYL
Oe30nacHocmu OaHHbIX U HeoOX00UMoCmy A0ANMAayUy OpeaHU3AYUY. YCnewHas uHmeepayus Smux mexHoa02ui
Moxcem obecneuump KOHKYPeHmMHble NPeUMYU,eCcmea 3a CHEém YAyHueHus NOHUMAHUS KAUEHMO08, ONMUMU3AUUU
npoueccos u co30anus Ho8bix Modenell 83auMo0eticmeus.

Karouegvie caosa: ynpasienue KopnopamusHusiMu npo0ascamu, UCKYCCMEeHHbIU UnmenieKm, npeouKmueHast
aHaaumuka, oaoxueiin, unmepuem eewieil, CRM, data-driven npunamue peuwenuii, apgpexmuerocms omoena
npooaxic, CMapm-KoOHmMpaKkmaol, 00NOAHEHHAS PeaNbHOCHb.

Ja yumupoeanus: Ipucopsn B. B. HnHosayuoHHble mexHono2ul 8 ynpaeieHul KopnopamueHouiMu npooaicamii; 0030p
mekyuieeo cocmosnus u 0yoywux Hanpaeaenuil. Ilymesooumenv npeonpunumamens. 2025. T. 18. Ne 2. C. 11-21.
https://doi.org/10.24182/2073-9885-2025-18-2-11-21.

Innovative technologies in corporate sales management:
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Abstract: The study analyzes the current state and prospects for the development of innovative technologies in corporate
sales management. The theoretical foundations of sales management and the impact of technologies such as artificial
intelligence, big data analytics, blockchain and loT are examined. Results support the shift to predictive, data-
driven approaches in sales due to the convergence of these technologies. Key implementation challenges are identified,
including data security issues and the need for organizational adaptation. Successful integration of these technologies
can provide a competitive advantage by improving customer understanding, optimizing processes, and creating new
interaction models.
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BBegeHue

BDddexkTuBHOE ynpaBieHNe KOPIOPATUBHBIMU MPOoAaXKaMHU SIBJSETCS KpUTUUECKH BaXKHBIM B yC-
JIOBUSIX COBPEMEHHOU KOHKypeHUMU. LludpoBusaiys 6M3HeC-MpoLeccoB MOCPEICTBOM UCKYCCTBEH-
Horo nHreiuekTa (M), mammaHoro 06yyeHus (MO) u aHaan3a O0OJIbIIMX JAaHHBIX II03BOJISIET TOYHO
MMPOTHO3MPOBATH MPOAAXKU, IEPCOHATTU3UPOBATH B3aUMOJCUCTBIE ¢ KIIMEHTAMU 1 aBTOMATU3UPOBATh
npoleccs . [To JaHHBIM MEXXIyHApOIHON KOHCAITUHTOBOM KoMmnanus McKinsey, KoMIaHU, UCITOJIb-
syromne MU, yBeamanau npuosuib 10 20% B 2022 roay 2, a uccnenosanue IIkonbl MeHemxkmeHTa Ciio-
yHa npu MaccauyyceTcKoM TexHonorndeckoM nHctutyre (MIT Sloan) mokasajo, 4To IIpuopUTU3aLIUS
KPI ¢ nomompsio MU ynydiaeT corsiacoBanue ousHec-GyHKIMM B 4,3 pasza 3. B To xke BpeMsI nHTErpa-
LIVSI THHOBAIIMOHHBIX TEXHOJIOTHU TpeOyeT MPeoI0IeHUSI TEXHOJIOTUUECKUX OTPaHUUEHUI, COTIPOTUB-
JIEHU TIepCcoHaIa M 3HAYNTEIbHBIX MTHBECTULINIA.

Lens HacTOSIIETO UCCTIEAOBAHMS — IIPOBECTU KOMIUIEKCHBI aHAIN3 MHHOBALIMOHHBIX TEXHOJIO-
T'Uii B yIIpaBJeHUU KOPIIOPAaTUBHBIMU MPOAAXKAMU, OLICHUTD UX TEKYILIEe COCTOSTHUE U OITPEACIUTh Iep-
CIIEKTUBHBIC HAMPABJICHMSI Pa3BUTUSI, YTO MO3BOJUT ONITUMU3UPOBATh CTPATETUU MTPOJAK B YCIOBUSIX
1 (PPoBoi TpaHCcHOpPMALIUH.

1. TeopeTuquKue OCHOBbI ynpaB/ieHUs1 KOpNnopaTUBHbIMU NpoAAXKaMHU

YipaBieHre KOPIIOPAaTUBHBIMU IPOAaKaMM O0BeINHSICT CTPAaTeTMIeCcKoe TUIAHNPOBaHKE, OTiepa-
LIMOHHOE YIIpaBJeHUEe U aHAJTUTUYECKUEe METOIOJOTUM, coueTast KJIacCUYeCcKrue TeOpUM MpoJax ¢ co-
BPEMEHHBIMU TEXHOJOTMYECKMMM pelleHUusiMU. B ocHOBe JIeXXUT KoHuenius Strategic Account
Management (SAM), mpearoJararpoliias CerMeHTalUI0 KIMEHTCKOM 6a3bl 10 He TOJIbKO MPUOBLIBHOCTH,
HO ¥ CTPATETMYECKON IIEHHOCTH *,

SAM BKIIIOYaET CAeAYIOIINE STATIbL:

+ CermMeHTalMs KJITMEHTOB;

* [IpodunupoBaHue aKKayHTOB;

* Pa3paboTka MHAMBUIYATbHbIX CTPATEIMi 110 aKKayHTaM;
* YrpaBjieHHe OTHOIIEHUSIMU;

* MOHUTOPUHT U OLIEHKA PE3YJIETATOB.

Ha ocHOBe Momenu CTpOUTCSI MaTpUIIa KIIMEHTCKOTO MOPT(EIS AT ONTUMHU3AINHT PacTIpeaeIeHIST
pECYpCOB.

LleHHOCTHOE NpeaoxXeHue GopMUpyeTCs MO dTanam:

1. AHaJI13 UENOYKU CO3AaHUS LIGHHOCTU KJIMEeHTa

2. UnenTuduxanys «00geBbIX TOUeK» M BO3MOXKXHOCTE AJIs1 ONTUMU3ALIUU

3. KBaHTU(DUMKAaLIMS TOTEHIIMAaTbHOTO SKOHOMUYECKOT0 3hdexTa

4. Pa3zpaboTka KaCTOMU3MPOBAHHOIO PEIICHUS

5. IIpesenTaumsa B popmare ROI-keiica

! McKinsey: «Cocrosnue UU B 2023 roay: rog npopbiea reHepatueHoro MN» — McKinsey. [3nekTpoHHbii pecypc] Pe-
KMM gocTtyna: https://www.mckinsey.com /capabilities /quantumblack /our-insights /the-state-of-ai-in-2023-
generative-Als-breakout-year.

Johnston M.W., Marshall G.W. Sales force management: Leadership, innovation, technology. — Routledge, 2020. C.10—20.
2 7 TeXHONOrMuecKux ouLeK B Nnpoaakax, aktyanbHbix B 2024 rony[3nekTpoHHbii pecypc] Pexxum poctyna: https://
rb.ru/opinion /7-tehnologicheskih-fishek-v-prodazhah-aktualnyh-v-2024-godu /.

3 TpaHcopmaums 6usHeca B 2024 rofy: UTO NPOMCXOAMUT Ha PbiHKE KopropaTHeHbix UT-pelueHnin?[AnekTpoHHbIM pe-
cypc] Pexxum goctyna: https: / /club.forbes.ru /anton-klimenkov /transformaciya-biznesa-v-2024-godu-chto-proishodit-
na-rynke-korporativnyh-it-reshenij.

4 MIT Sloan: «Co3sgaBaiTe iyulune KoueBble NoKasartesiv 3PEPEKTUBHOCTH C MOMOLLbIO HCKYCCTBEHHOIO MHTE/INEKTaY —
MIT Sloan. [9nekTpoHHbI pecypc] Pexxum goctyna: https: / /mitsloan.mit.edu /ideas-made-to-matter /build-better-kpis-
artificial-intelligence.
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MHHOBaLMOHHbIE TEXHOIOTUH B YNIPaBIEHMU KOPNOPATUBHBIMU NPOJaXKaMu:
0630p TEKYLLErO COCTOAHUA U ByLyLIMX HANPABIEHHWH

Tabnuua 1

PacwupenHas mogenb cermentaumu B2B-kinenTos 3

®dakrop Onucanue Mertpuka

Crparteruueckast [MoreHuuan nis goiarocpoyHoro | MHaekc crpaTrernyeckoii LeHHOCTU

LIEHHOCTb MapTHepCTBa (1-10)

CJ10XXHOCTb Pecypcbl, HeoOxonumble Koadduuument cnoxuoctu (0.5-2)

00CITyXKBaHUS TSI TIOMIEPKKY KIIMEHTA

MHHoBauMoHHOCTh | ['OTOBHOCTH KiIMEHTa WMHunexc nnHoBamoHHOCTH (1-5)
KaaanTalyy HOBBIX pelIeHUM

®duHaHcoBas Puck HernaTexeit u KpenutHbiit ckopusr (300-850)

CTaOUJIBHOCTh JIOJITOCPOYHAsI yCTOMYMBOCTh

[ToreHnman pocra Bo3MoxxHOCTH yBeTUUEHUS IMporunosupyembiiit CAGR (%)

o0bema OusHeca

Hist ouenku ncnonb3ytoT Meton Total Cost of Ownership (TCO):
TCO=AC+ OC +RC¥¢,

rae AC — 3arpathbl Ha nmpuodbpereHue, OC — onepaunoHHbie 3atpatbl, RC — 3aTpaThl, CBSI3aHHBIE C
PUCKaAMU.
Crpaternueckasi IeHHOCTb (SV) paccuuThIBaeTcs 1Mo hopMyJie:
SV=>\(Wi.Fi)’,
aunTerpauyst TCO u SV ga€r Moxenb:
Total Value = (TCO savings) + (SV - k)8,
rae kK — koadUreHT MOHETU3aIlMU CTPAaTErnYeCKO LIEHHOCTU

OT1a popmyna oobeauHseT KoanyectBeHHbIe (TCO savings) 1 KauecTBeHHBIE (SV) acleKThI LIECHHOC-
™ npemioxkeHus. KoadduimeHT k To3BoJIsIeT epeBeCcT CTpaTernIecKyro IEHHOCTh B ICHEKHbBIN 9KBU-
BaJICHT, YTO OCOOEHHO BAaXKHO MPU MPE3EHTALINH TTPeIOXKEeHUs (DMHAHCOBBIM TUPEKTOPAM KJIMEHTOB.

B 06mactu onepaimoHHOrO YIIpaBIeHUs IIpoaaXkaMy KJTII0OUEBYIO PoJib UrpaeT KoHuenms Sales Force
Effectiveness (SFE). SFE dokycupyeTcs Ha ONTUMU3ALMU ITPOLIECCOB MPOAAX U TOBBIIIEHUH TPOU3BO-
JUTEJbHOCTH OT/IeJ1a MPOJaaK.

KntoueBbie KomnoHeHThI SFE BKioualor:

1. TepputopuanbHOE INIAHUPOBAHUE U pacIipeeieHue KBOT

2. OnTrMU3ansI BOPOHKHU IIPOIaXK

3. YmpaBlieHre IPOU3BOIUTEIBHOCTBIO IIPOJABIIOB

4. ABTOMaTU3aLIMsI pYTUHHBIX 33724

s pacnipenesieHUsI TeppUTOPUI IPUMEHSIETCS JIMHETHOE MporpaMMUpPOBaHUeE:

Maximize: >(Pi - Xi)
Subject to: D (Ti - Xi) <= Tmax, 2. Xi=N, XiE{0, 1}°,

rae Pi — morenmuan cermenTa, Xi — BeIOOp cermeHTa, Ti — BpeMst o0cmykuBaHus, Tmax — JoCTymmHoOe
BpeMsi, N — TpebyeMoe YKMCIIO CETMEHTOB.

®McKinsey: «Coctosnue U 8 2023 roay: rog npopbisa reHepatueHoro MW» — McKinsey. [dnekTpoHHbii pecypc] Pexxum
poctyna: https://www.mckinsey.com /capabilities /quantumblack /our-insights /the-state-of-ai-in-2023-generative-
Als-breakout-year.

 MIT Sloan: «Co3pgaBaiiTte nyulume KntoyeBble Nokasatenn apdEKTUBHOCTH C MOMOLLbIO MCKYCCTBEHHOMO MHTENEKTa» —
MIT Sloan. [9nekTpoHHbI pecypc] Pexxum goctyna: https: / /mitsloan.mit.edu /ideas-made-to-matter /build-better-kpis-
artificial-intelligence.

"Tam xe.

8 Tam xe.

° MIT Sloan: «Co3paBaiiTte nyulune KatoUeBble NoKasatesiv 3PMEKTUBHOCTH C MOMOLLbIO UCKYCCTBEHHOMO UHTE/INEKTa» —
MIT Sloan. [3nekTpoHHbIi pecypc] Pexxum goctyna: https: / /mitsloan.mit.edu /ideas-made-to-matter /build-better-kpis-
artificial-intelligence.
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DTOT aJITOPUTM MO3BOJISIET ONTUMAILHO PaCIIpeAeIUTh TEPPUTOPUH MEXKIY TTPOJABLIAMH, MAKCH -
MM3UPYS MOTEHIMA TPOAaX MPY OrpaHUIEHHBIX BpeMEHHEBIX pecypcax.

OnTrMmr3anms BOPOHKH IMPOAAXK OCYIIECTBIISIETCS C TOMOILBIO CTATUCTUYECKMUX METOIOB 1 JIOTHC-
TUYECKOI PErPECCHN:

P(Y=1)=1/(1 +e*— (B0 + BIX1 +P2X2 + ... + pnXn))",

rae: Y — OuHapHas epeMeHHas repexoa Ha caeyloluii atam, Xi — (akTopsl, BIUSIONINE HA BEPOSIT-
HOCTb nepexona, fi — koabGUMeHTbl MOLEIH.

VYipaBiieHue TTPOM3BOANTEIFHOCTRIO TIPOMABIIOB Oa3upyeTcs Ha KoHuemmu Key Performance
Indicators (KPI). Pazpatorka cucremsr KPI Tpebyer 6anaHca MexXay KOIMIECTBEHHBIMU 1 KAYECTBEH-
HBIMU TTOKA3aTeNISIMU;

Tabnuvua 2
Cucrema KPI gnist otgena kopnoparueHbix npogax
Kareropus KPI Bec ®opmyJa pacuera IHoacHenue
@Dunancosbie| O0beM 30% >3 (CTOMMOCTD 3aKPBITHIX CyMMa 3aKphIThIX CIET0K
npoaax C/IEJIOK)
Mapxunanb- | 20% | (Boipyuka — CebecTouMOCTb) / Mo mpuObLIU B 10X01aX
HOCTb Bripyuka
IMpoueccubie | Kousepcuss | 15% | (3akpbIThie COETKA / [Tpo1ieHT 3aKpPBITHIX
JINIOB KBanuduumrpoBaHHbIe Juab) * CIIEJIOK OT JIUIOB
100%
CpenHsist 10% | >3(Ouu no 3akpbitus) / CpenHee BpeMsl 3aKPbITHS
POAOJIKMN - KonunyecTso caenoxk CIIEJKUA
TeJILHOCTh
UKJIa
TIpoIax
Knuenrckue | Unpexc 15% | % I1pomoytepoB — % detpakTopos | PazHuiia Mexmy mporLeHTaMu
YAOBJIETBO- TIPOMOYTEPOB U ICTPAKTOPOB
PEHHOCTH
(NPS)
PaszButue YcBoeHue 10% | (Ilpomaxu HOBBIX IPOLYKTOB / Honst mpoiax HOBBIX
HOBBIX Oo61mwme npomaxwu) * 100% TPOAYKTOB
TIPOIYKTOB,/
yCIIyT

Ota cucrema KPI obecrnieunBaeT BCeCTOPOHHIO OLIEHKY PabOThI OTAeNa: (PMHAHCOBBIE TTOKAa3a-
TEJIU U3MEPSIOT Pe3yJIbTaT, MpoliecCCHbIE — 3(P(EKTUBHOCTh, KIIMEHTCKUE — KAYECTBO B3aUMOICHCTBYS,
a MoKazaTeJId pa3BUTUSI CTUMYJIUPYIOT nHHOBaLMu. Bec kaxkgoro KPI MoxeT KoppeKTHpOBaThCSI C yU€E-
TOM MPUOPUTETOB KOMIIAHUU.

HNudbopmalinoHHast apXxuTeKTypa yrpaBlieHUs TpoaaxkaMu (puc. 1) o0beauHsIeT JaHHbIE U3 pa3-
JINYHBIX UICTOUHUKOB 1 00eCITIeYNBAET aHAIMTUKY B pealbHOM BPEMEHU IS afalTalliy IIPOLIECCOB K
U3MEHEHUSIM PHIHOYHOM Cpelibl.

TakuMm ob6paszom, ahheKTUBHOE YIIpaBIeHUE KOPIIOPATUBHBIMU MPOJdakaMu TpeOyeT MHTerpauun
KJIaCCUYECKUX MEHEIKEPCKUX TTOAX0A0B Y COBPEMEHHbBIX TEXHOJOTMYECKUX PEIICHUI IJIsl CO3IaHUs
YCTOMYMBBIX KOHKYPEHTHBIX ITPEUMYILECTB.

0 MIT Sloan: «CospgasaiTe nyulume Knlouesble nokasatesim apeKTUBHOCTH C NOMOLLbIO UCKYCCTBEHHOMO UHTE/IIeKTa —
MIT Sloan. [9nekTpoHHbIN pecypc] Pexxum goctyna: https: / /mitsloan.mit.edu /ideas-made-to-matter /build-better-kpis-
artificial-intelligence.

" Tam xe.
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MHHOBALMOHHbBIE TEXHOJIOMMH B YNIPABIEHUU KOPNIOPATUBHBLIMK MPOLAKAMM:
00630p TEKYLLEro COCTOAHUSA U ByAyLUUX HAaNPaBAEHHUH
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Puc. 1. UHTerpupoBaHHas apxuMTekTypa ynpasieHusi KOpnopaTUBHbIMU Npogakamu 2

2. 0630p TeKylero COCTOAHUSA UHHOBALMOHHbIX TEXHOJIOrMH B yNPaBAeHHUU NPOJaXKaMu

CoBpeMeHHOe yIpaBieHue KOPIOPaTUBHBIMU MPOAaKaMU MEeHsIeTCs 6Jaroaapsi UHTerpaluu Ie-
penoBbIX TexHooruit ¥, mpexne Bcero UM u MO, B kimtoueBbIe Tiporieccs 4. [TponBunyThie CRM-cuc-
TeMbl 1> 16, HanpuMep, «1C-burpukc: YmnpasieHue caiitom», UHTerpupyloe nHctpyMeHTel CRM 1
ERP, nozsomin B 2023 rogy COKpaTUTh BpeMs IPUHSTUS pEIIeHU U YBETMUUTh ITpoaaxXul Ha 28% 7.

MexaHun3M paGoThl COBPEMEHHBIX CUCTEM OCHOBAH HA MHOTOYPOBHEBOM aHAJIN3E:

1. IIpeno6paboTKa JaHHBIX: TPUMEHEHNE TEXHUK TOKEHU3AlUU, IEMMaTU3alliKi U PacliO3HABaHUSI
MMEHOBAHHBIX CYLITHOCTEIA.

2. CeMaHTUYECKUI aHAJIN3: UCIIOJb30BaHUE BIOXEHUI CIOB IJIsI TOHMMAaHMSI KOHTEKCTa.

3. AHanM3 HACTPOEHUIA: IpUMEHEHNE PEKYPPEHTHBIX HEMPOHHBIX CETEil.

4. Kimaccudukanmss HaMepeHU KJIIMEHTa.

5. I1poruoctryeckoe MOAECIMPOBAHUE.

OTU TEXHOJIOTUHU TTO3BOJISIIOT CO3aBaTh MOAEIN B3AUMOICHCTBUS C KIMEHTOM, KOTOPbIE C CAMOTO
HayaJla aianTupyloTcs K BeIeHUIO KiMeHTa. Hanmpumep, cucremMa MOXKeT aBTOMaTUYECKH KOPPEKTUPO-
BaTh TAKTUKY MPOJAXk, OCHOBBIBAsSICh HAa aHAIM3e TOHAIIbHOCTHU MOCIEAHUX B3aUMOJAEHCTBUM U COMOC-
TaBJIEHUH TEKYILETO MTOBEICHMS KJIMEHTA C MCTOPUYECKNMH ITAaTTEPHAMM YCITELTHBIX CAEIOK '8,

KotoueBbIM acrieKToM 3 (PEeKTUBHOCTU TAKUX CUCTEM SIBJISIETCS X CIIOCOOHOCTH K HEITPEPLIBHOMY
obyueHuto. HermpepbIBHOE 00y4eHME, BKITIOYAsI TEXHOJIOTUHU (heIepaTUBHOTO O0YUeHHUSI, TTO3BOJISIET afar-
TUPOBATh MOJIEJIH K CIIeITM(bHUKE KaXKI0M OpraHu3alny 6e3 repetadyn YyBCTBUTEIbHBIX JaHHBIX . [Tpn-
MepoM SBJISIETCs pellieHre KomnaHuu SalesAl, KoTopoe cokpalliaeT BpeMs aHaIn3a UH(GopMaluu o Kiu-
eHTax ¢ 30—60 MUHYT 10 HECKOJBKMX CEKYH/I 1 ITOBHIIIAET KOHBEepCHIO creoK Ha 20—30%.

2MIT Sloan: «CospaagaiiTe nydwue Kaouesble nokasatenu ahHeKTUBHOCTH C NOMOLLbIO MCKYCCTBEHHOMO MHTEINEKTa» —
MIT Sloan. [9nekTpoHHbIM pecypc]. — Pexxum goctyna: https: / /mitsloan.mit.edu /ideas-made-to-matter /build-better-
kpis-artificial-intelligence.

13 Syam N., Sharma A. Waiting for a sales renaissance in the fourth industrial revolution: Machine learning and artificial
intelligence in sales research and practice. Industrial marketing management. 2018. T. 69. C. 135—146.

“Davenport T. et al. How artificial intelligence will change the future of marketing. Journal of the Academy of Marketing
Science. 2020. T. 48. C. 24—42.

15 Buttle F., Maklan S. Customer relationship management: concepts and technologies. Routledge-2015. C. 3—15.

6 Ngai E.W.T., Xiu L., Chau D.C.K. Application of data mining techniques in customer relationship management: A
literature review and classification. Expert systems with applications. 2009. T. 36. Ne. 2. C. 2592—2602.

" TenpeHuun oHnamnH npopaxk 8 Poccum B 2023 rogy. [InekTpoHHbid pecypc] . — Pexxum goctyna:_https://
companies.rbc.ru/news /YQ6RRTIUp6 /tendentsii-onlajn-prodazh-v-rossii-v-2023-godu /.

'8 Paschen J., Kietzmann J., Kietzmann T.C. Artificial intelligence (Al) and its implications for market knowledge in B2B
marketing. Journal of business & industrial marketing. 2019. T. 34. Ne. 7. C. 1410—1419.

9 Ma L., Sun B. Machine learning and Al in marketing—Connecting computing power to human insights. International
Journal of Research in Marketing. 2020. T. 37. Ne. 3. C. 481—504.
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B ananuTuke 60bLIMX JAHHBIX HA0II0AaeTCs TIePeXo K CUcCTeMaM MPeANUChIBaIOIICH aHATUTUKMU.
Tak, onbiT X5 Retail Group ¢ BUuaeoaHaJIUTUKOM 1 KOMITBIOTEPHBIM 3peHueM B ceT! «IlepeKpécToK» CHU-
3T KOJIMYECTBO XKajI00 MOKYIATeNIel IIOYTH B 2 pa3a M YBEJIWYWII YMCIIO YEKOB Ha OfHY Kaccy Ha 9% 2.
ApPXUTEKTYpa TAKMX CUCTEM YaCTO CTPOUTCS IO PUHIMITaM lambda-apXuTeKTypshr:

* [TakeTHBIIi ypOBEHB: 00pab0TKa NCTOPUUECKUX JAHHBIX.

* YpoBeHb CKOPOCTU: IOTOKOBAst 00pab0TKa JaHHBIX.

* YpoBeHb 00CTyKMBaHUSI: THTETpaLUsl Pe3yJITaTOB.

Ocoboe BHUMaHUE yaesIeTcsi IMHaMU4YeCcKOMY lieHoo0pa3oBaHU0 B B2B-cermeHTe. AropUTMBI
00y4eHUSI C TOJKPEITICHUEM ONTUMU3UPYIOT LIEHOBEIE MPEIJIOXKEHUS ¢ YYETOM MHOXKECTBA (DAKTOPOB.
Hamnpumep, B Tabnniie 3 mpuBeeHBI OCHOBHBIE KATETOPUHU (DAKTOPOB:

Tabnuvua 3

(DaKTOpbI, yUUTbIBAEMbIE B A/ITOPUTMAX AHHAMHUUECKOrO LleHooOpa3oBaHus 2!

Kareropus IIpumepni pakTopoB W cTOYHMKY TAHHBIX
¢akTopa
Kimenrtckue Hcropus nokymnok, JIosSJIbHOCTD, CRM, ERP
IInarexecnocoOHOCTD
PriHOYHBIE Cnpoc, I[1pemioxenue, Ce30HHOCTb PoeiHOYHBIC OTUETHI,
CouyaiibHble Meaua
KoHkypeHTHbBIE LleHBI KOHKYpPEHTOB, AKITUMN Web scraping,
MOHUTOPUHT LIEH
BHyTpeHHuUe 3anacsl, [1pou3BonCTBEHHBIE ERP, MES
MOIITHOCTHU
MakposkoHomuueckue | Kypchl Battot, MHaekch ®unancobie API,
MOTPEOUTENBCKUX LIEH loc. cratucrrka

CucremMa IMHAMHWYECKOTO 1IEHOOOPa30BaHMS HAa OCHOBE JAHHKIX YCIIEITHO IPUMEHSIETCS, HATlpU -
Mep, B CETU Mara3smHoOB «A30yKa BKyca», Iie HelipoceT! (P OpMUPYIOT IIEPCOHATTU3UPOBAHHBIE PEKOMEH -
Jalnu 22,

ITepexon ot npoctbix RPA-pelieHnii K cucteMaM rurnepaBTroMaTuzanuu (oobearHs oM RPA,
MM /MO u process mining) IpoaeMOHCTPUPOBAH Ha ITpUMepe ceTH «MarHuT», Tae aBTOMaTU3alus o-
3BOJIMJIa COKPATUTh ITOTPEOHOCTH B CKJIAACKOM ItepcoHaite Ha 50% 1 yCKOpUTH oTiepaliii IO KOMILIEK-
Tal¥ TOBAapOB %,

OnHaKO BHEAPEHHE CTOJIb CIIOKHBIX TEXHOJIOTUUECKUX PEIICHUI COMPSIKEHO C PSAOM (pyHIaAMeH-
TaJIbHBIX BHI30BOB (Ta0J1. 4).

Tabnvua 4
Kniouesble Bbl30Bbl Npu BHeapeHun MU B npofaxkax v noTeHuuanbHble pelueHus 24
BrizoB Onucanue IToTennuaabHOE pelieHne
HuTepnperupyeMocTs | CI0XXKHOCTD OOBSICHEHUS [Tpumenenne metomoB XAl
nn pemeHuit «aepHoro smuka» MU | (LIME, SHAP)
OTtnyeckue acnekTsl | Pucku MaHUTYISIIMM U PazpaboTka aTnueckux
HapyIlIeHUs TPUBAaTHOCTU (bpeitMBOPKOB 1 Taliy1aitHOB

2 CeMb KOMNaHWM, NpeycrneBLMX B LUPOBON TpaHCchopmaLmmu [InekTpoHHbii pecypc]. — Pexxum goctyna: https://
bpms.ru/post/20230120-7-dt-examples /.

21 Wedel M., Kannan P.K. Marketing analytics for data-rich environments. Journal of marketing. 2016. T. 80. Ne. 6. C. 97—121.
22 10 cTpaTernyeckux TexHosorunuyeckux tpeHaos B 2024 ropy [InektpoHHbii pecypc]. — Pexxum pgoctyna: https://
ict.moscow /projects /ai /research / 10-strategicheskikh-tekhnologicheskikh-trendov-v-2024-godu /.

2 TpaHccopmaums 6usHeca B 2024 rogy: 4TO NPOMCXOAMT Ha pbiHKe KoprnopaTueHbix UT-pelweHnin?[InekTpoHHbIH pe-
cypc]. — Pexxum poctyna: https://club.forbes.ru/anton-klimenkov /transformaciya-biznesa-v-2024-godu-chto-
proishodit-na-rynke-korporativnyh-it-reshenij.

24 CocraBnieHo aBTopoM Ha ocHoee: Ma L., Sun B. Machine learning and Al in marketing-Connecting computing power to
human insights. International Journal of Research in Marketing. 2020. T. 37. Ne. 3. C. 481—504.
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Mpoponxenue Tabnuubl 4

BrizoB Onucanue IToTennuaibHOE pelieHne
Fairness Puck ycmnenus npenyoexnenuii| IlpumeHeHne TexHuk debiasing
Y TUCKPUMUHALIMU u fairness-aware MO
Cold start Henocrarok nannsix mist HoBbIX | Mcnonbs3oBanue few-shot learning
MPOAYKTOB/PBHIHKOB u transfer learning
YenoBeueckuit HeobxonumocTh coxpaHeHUst PazpaboTka a3 GeKTUBHBIX
dakrop YeJIOBEUECKOM DKCIIEPTHU3bI human-in-the-loop cucrem

KoMruieKCHBIR MoaXol K pelieHUI0 3TUX BbI30BOB JEMOHCTPUPYETCS Ha MpUMeEpe KOMIIaHUU
Sephora, co3maBineit ieHTp TU(PPOBOI TpaHCHOPMAITUN TSI 0OeCTIeYeHNs] CKBO3HOTO KIIMEHTCKOTO
OITBITA C UCITOJIb30BAHNEM TEXHOJIOTHIA JOITOIHEHHOM peanbHocTH (Virtual Artist) 1 UM -yar-6otoB 2.

ITo manneiM IDC, 91% UT-koMmanuii B Poccuu ncmonb3yior Agile 2°, a npuMeHeHUE CUCTEM TUIIA
GenAl nosBossier Ha 40% ycKOpUTh BHEAPEHE MHHOBALMOHHBIX pelieHuii 7. B mepcrektuBe oxuaa-
eTCsT JaJIbHEeIIIee pa3BUTHE aBTOHOMHBIX IIPOAaX ¢ MCHob3oBaHueM o0mavyHbpix CRM 1 aHamMTHKY,
YTO CHU3UT U3IAEPXKKHU U IIOBBICUT Ka4eCTBO B3aMOAECTBYS ¢ KitueHTamu 28, [IporHo3 Gartner yKa3sbi-
BaeT, uyTo B 2025 romy MupoBbie pacxoasl Ha UT mocturHyT 5,74 TpWIIMOHA OOJIJIapoB, 4To Ha 9,3%
6omble, yeM B 2024 rofy, 00yCIOBIEHO YCKOPEHHBIM pa3BUTHEM LIU(MPOBBIX OM3HEC-MOIENEN 2.

3. byaywue HanpaBneHUs Pa3BUTHS TEXHOJIOTUI B yNpaB/ieHUW KOPMOPaTUBHbIMU NPOAAXKaMH

PazButne TexHOMIOTMIT HAIIpaBIeHO Ha CO3MaHNE MHTETPUPOBAHHBIX IKOCUCTEM, OOBETMHSIOIINX
MPEAVKTUBHYIO aHATTUTUKY, PACIIMPEHHYIO pealbHOCTh, OoKueitH u loT — jornyeckoe npomokeHue
BHenpenns U u MO ¥,

CrrenytoIyii 3Tam pa3BUTHS aHATUTUIECKUX MHCTPYMEHTOB — MHTETPALIHsI BHEITHUX TaHHBIX (MaK-
PO3KOHOMUYECKHE MOKa3aTesIn, OTpacaeBble TPEHIbI, JaHHbIE COLIMAbHBIX MENa) C BHYTPEHHE!N UH-
¢dopManmeil KoMIaHUM. APXUTEKTypa TaKuX cucTeM (puc. 2) mpeaycMaTpuBaeT 00beIMHEHIE pa3HO-
POIHBIX NCTOYHUKOB B ennHoe xpaHwnuie (Data Lake/Warehouse). Ocoboe BHUMaHUE yAenIsIeTCsS
aHcam0JieBbIM MeToiaM, coueTaroiuM LSTM mist aHanv3a BpeMEHHBIX PSIIOB € I'PaAueHTHBIM OYCTUH-
TOM IS ydeTa CTaTHIeCKUX TIPU3HAKOB.

AR/VR-TexHOIOrnM OTKPEIBAIOT HOBBIE BO3MOXHOCTH 11j1s1 B2B-11ponak, ocooeHHO B cdepe C1ox-
HBIX TEXHUYECKMX pellleHui. ApxuTeKTypa cucteMbl AR/VR (puc. 3) AeMOHCTpUpPYeT, KaK MHTeTpaly-
oHHas maTgopMa oobenuHseT 3D-Monaeau npoaykToB, naHHbIe CRM u TexHndeckue criennruKannm
IUTSI CO3IAHUS IIEPCOHATM3UPOBAHHBIX IIPe3eHTaLIMi 3!,

25 Camblit yMHbIN npopasel. Kakve MHHOBaUWKU BHeAPSAIOT pOCCHICKUe puTeinepbl [INeKTpoHHbINM pecypc] Pexxkum
poctyna:https: / /sber.pro/publication /samyi-umnyi-prodavets-kakie-innovatsii-vnedriaiut-rossiiskie-riteilery /.

2 Tpancchopmaums 6usHeca B 2024 rogy: 4TO NPOUCXOAUT Ha pbiHKe KoprnopaTheHbix UT-pelweHnin?[IneKTpoHHbIH pe-
cypc]. — Pexum poctyna: https://club.forbes.ru/anton-klimenkov /transformaciya-biznesa-v-2024-godu-chto-
proishodit-na-rynke-korporativnyh-it-reshenij.

27 Gartner Forecasts Worldwide IT Spending to Grow 9.3% in 2025 [3nekTpoHHbi# pecypc]. — Pexxum goctyna: https: / /
www.gartner.com /en /newsroom /press-releases /2024-10-23-gartner-forecasts-worldwide-it-spending-to-grow-nine-
point-three-percent-in-2025.

2 Thaichon P. et al. Hybrid sales structures in the age of e-commerce. Journal of Personal Selling & Sales Management.
2018. T. 38. Ne. 3. C. 277—302. Kak nomeHsncs pbiHOK UHTepHeT-Toprosau B 2023 rogy. MHdorpadmka [InekTpoHHbIN
pecypc]. — exxum goctyna: https: / /www.rbc.ru /technology_and_media/12 /02 /2024 /65c64b479a79472626 1d49f7.
2 Gartner Forecasts Worldwide IT Spending to Grow 9.3% in 2025 [nekTpoHHbii pecypc] Pexxum goctyna: https:/ /
www.gartner.com/en /newsroom /press-releases /2024-10-23-gartner-forecasts-worldwide-it-spending-to-grow-nine-
point-three-percent-in-2025.

% Hartmann N.N., Wieland H., Vargo S. L. Converging on a new theoretical foundation for selling. Journal of marketing.
2018. T. 82. Ne. 2. C. 1—18.

31 Singh J. et al. Sales profession and professionals in the age of digitization and artificial intelligence technologies:
concepts, priorities, and questions. Journal of Personal Selling & Sales Management. 2019. T. 39. Ne. 1. C. 2—22.
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BHyTpeHHue BHeluHue MoBepeHyeckune
OaHHble (CRM, AaHHble (PbIHOK, AaHHble (Web,
ERP, etc.) DKOHOMUKA) loT, etc.)

v v ¥
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Warehouse
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Y
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Feature
ETL Data Prep = Engineering »| (LSTM, XBoost,
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Puc. 2. -ApxuTeKTypa cUcTeMbl NPEAUKTUBHON aHAIMTUKK NPoaax 32
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npoayKToB
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|
Y
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|
v ¥

[ AR-npunoxeHue ] [ VR-npunoxexHune ]
I I
Y

A
Mo6unbHble
ycToicTBa VR-rapHuTypel ]

Puc. 3. Apxutektypa cuctembl AR /VR gns npogask ¥

CrenymolM NHCTPYMEHTOM SIBJIsieTCsT 610KuYeiiH. OH CIocoOeH peBOJIOLIMOHU3MPOBATh yIIpaB-
JIEHVE KOHTPAaKTaMU U MOBBICUTH MPO3PAaYHOCTh LISTTOYKH MOCTABOK, YTO KPUTUYHO JJ151 CJTIOXKHBIX B2B-
caenok. CMapT-KOHTPAKThl aBTOMAaTU3UPYIOT BHITTOJTHEHUE YCIOBUIA JOTOBOPOB, CHIXKAsI PUCKU U YCKO-
psist mpoliecchl. KoHlienTyaabHast Moeb IpUMeHeHs OJIoOKUYeiiHA MpecTaBlieHa B TabIuIIe S.

CeHcopbl B IPOAYKTaX MepeaaroT JaHHbIe 00 UCITOIb30BAaHUN U COCTOSTHUM, YTO MTO3BOJISIET MPO-
THO3UPOBATh NOTPEOHOCTU B OOCITYXMBaHUU U (OPMUPOBATH ITEPCOHAIM3UPOBAHHEIE TTPEIIOKECHUSI.
Edge-BbrunciaeHust obecreuynBaoT NpeaBapuTeIbHYI0 00pabOTKY JaHHBIX, ONITUMM3UPYS HArpy3Ky Ha
LIEHTPaJIbHbIE CUCTEMBI.

O0benuHeHUe TIpeAuKTUBHON aHanmuTuku, AR/VR, 6nokueiiHa u loT nmo3BonsieT ¢hpopMUpOBaTh
AaBTOMATU3MPOBAaHHBIE U MTPOAKTUBHbIE Ipoliecchl. Hanmpumep, loT-naHHBIE B CBSI3KE C TPEAUKTUBHOM

32 Singh J. et al. Sales profession and professionals in the age of digitization and artificial intelligence technologies:
concepts, priorities, and questions. Journal of Personal Selling & Sales Management. 2019. T. 39. Ne. 1. C. 2—22.
33 Tam xe.
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Tabnvua 5
MpumeHeHKe 610KueMHa B pa3/IMUHbIX acneKTax KopnopaTHBHbIX MPoAax
AcCHeKT nmpoaax ITpumeHeHue 0J0KYeiiHA IToTeHnuaabHbIE TPEUMYIIIECTBA
Vnpasnenue CMapT-KOHTPAKThI ABTOMAaTH3aLIMS BBITIOJTHEHUS
KOHTpaKTaMu YCIIOBUI, CHUKEHUE PUCKOB

Lenouka noctaBok| OTciexuBaHue nMpoucxoxaeHusi| IToBeillieHUe TPO3pavyHOCTH, OOpPLOA
C KOHTpadakToM

[Tporpammer TokeHn3anust Bo3HarpaxkaeHuii | [loBeIlIeHNEe JMKBUIHOCTH OOHYCOB,
JIOSLTBHOCTU KpPOCC-OTpacjeBble MPOrPaMMbI
LleHooOpa3oBaHue | JuHaMmuuyeckoe bonee cnpaBeninBoe 1 Mpo3pavyHoe
LIeHOOOpa30BaHKE Ha OCHOBE (bopmmpoBaHme 1IeH
KOHCEHcyca
YnpasieHue JlenieHTpaIn30BaHHBIE VYiyuieHue 6€30MacHOCTH U KOHTPOJISI
uneHTuduvkauueir | uaeHtudukatopsl (DID) HaJ JaHHBIMU KJIMEHTOB

aHAJIMTUKON MOTYT aBTOMAaTUYECKM TeHEPUPOBATh MPEIJOXKEHMS M0 00CIYy:KMBaHUIO, BU3YaTU3UpYe-
Mble uepe3 AR/VR, a ycinoBus caenku (puKcupyroTces B 0J10KUYeiiH-KOHTPAKTe.

OaHako ycrelHoe BHeApeHue TpeOyeT pelleHUs 3a1a4 1o odecreyeHUIo 0€30MacHOCTY JaHHbIX,
CTaHIApPTU3ALWHU U COOTIONEHUIO 3TYeCKIX HOpM . [Iporpecc B 3Toii 061acTH OYyIeT 3aBUCETh HE TOJIHKO
OT TeXHOJOTUYECKNX MHHOBAIIWI, HO U OT Pa3BUTHUS PETYJISITOPHBIX MEXaHU3MOB M OTPAC/IEBbIX CTAH-
JapTOB.

4. MpakTHyeckas yacTb

Ha ocHoBe aHanM3a cOBpeMEHHOTO COCTOSIHUS U TIEPCIIEKTUB Pa3BUTUS MHHOBAIIMOHHBIX TEXHO-
JIOTU B yIIpaBJeHUU KOPITOPaTUBHBIMU ITPOIa’kaMU BbIpa0OTaHa KOHIICITLIMS MHTETPUPOBAHHOIO BHE-
JpeHMsI THHOBAIIMOHHBIX pellieHnil. LleHTpaabHbIM 3JIeMEHTOM IpeiaraeMoil MOAEIN SIBISIETCS KOM-
TJIEKCHBIN ayIUT TEKYILei CUCTEMbI TTPOAaX, OXBAaThIBAIOIINI OLIEHKY OPTaHU3allMOHHON CTPYKTYPHI,
OM3HEC-TIPOLIECCOB 1 KITFOUEBBIX OKAa3aTeIei 3(p(heKTUBHOCTY (KOHBEPCHUS CIEIOK, IIUKJI ITPOIAXK, Map-
KWHAJILHOCTh, VIOBIETBOPEHHOCTh KJIMEHTOB). Pe3ybTaThl aymuTa CyKaT OTIPaBHOM TOYKOM 11T (pop-
MUPOBaHUSI MaTPULIbI IPOOJIEMHbBIX 30H, Cpead KOTOPhIX Hanboiee KPUTUYHBIMU SIBJISIIOTCSI HEAOCTA-
TOYHAS TOYHOCTH IMIPOTHO3MPOBAHMS 1 cJ1abast TepCOHAIN3aIUS TPEITOKEHWIA.

Ha ocHoBe nostydeHHBIX JaHHBIX pa3pabaTbiBaeTCsl KOHLIENTYaJlbHasl MOJCIb, ITpeAyCcMaTpUBalO-
1Iasi MHOTOYPOBHEBYIO apXUTEKTYPY JAHHBIX U aHAIMTUKHU, CITOCOOHYIO 00beIMHUTH BHYTPEHHUE UH-
dopmanmonHsie cucteMbl (CRM, ERP) 1 BHellIHUe MICTOYHUKY (MAaKPO3KOHOMUYECKUE MHIEKCHI, KOH-
KypeHTHBIE AaHHbIe). LIeHTpalbHBIM 3BEHOM SIBJISIETCSI CO3JAaHNE €AUHOTO XpaHUJIMILA JaHHBIX,
00BbeIMHSIONIETO BO3MOXHOCTH «Data Lake» mist HecTpyKTyprpoBaHHBIX JaHHBIX 1 «Data Warehouse»
JJIS aHAJIUTUKY Ha 6a3e cTaHaapTu3npoBaHHBIX MeTpuK. CoBpemeHHble ETL/ELT-npouecce (Hanpu-
Mep, mocpenctBoM Apache Airflow) o6ecrieunBaOT KOHCOIUIAIIAIO JAHHBIX, 9TO SIBJISICTCS IIPEIIOCHLII-
KO JIs1 HOCTPOSHUS HAIEKHBIX aHATUTUIECKUX MOJETICH.

Ha ananmuTiaeckoM ypoBHE IIpeiyiaraeTcsl UCIIOJIb30BaHME METON0B MallIMHHOro o0ydeHust (MO) —
IPaeHTHBIN OYCTUHT, IOTMCTUYECKAsI perpeccysl JUIS ITPOTHO3UPOBAHMS BEPOSITHOCTU 3aKPBITUSI CAETIOK
M JMHAMMYECKOTo LieHooOpa3oBaHus. B momojHeHue K atomy nHterpauust Bl-uncrpymenros (Tableau,
Power BI) obecrieunBaeT Bu3yaan3alnio peKOMEHIALIMI B peaJlbHOM BpeMeHH. BBIOOD 11e1eBhIX moKa3a-

3 Singh J. et al. Sales profession and professionals in the age of digitization and artificial intelligence technologies:
concepts, priorities, and questions. Journal of Personal Selling & Sales Management. 2019. T. 39. Ne. 1. C. 2—22.

% Gupta S. et al. Digital analytics: Modeling for insights and new methods. Journal of Interactive Marketing. 2020. T. 51.
Ne. 1. C. 26—43.
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teneit (KPI) ocHoBeiBaeTca Ha mccnenoBanusax MIT Sloan ** u McKinsey ¥, 1eMOHCTPUPYIOIIMX ITOBbI-
IIEHE COMIACOBAHHOCTY OM3HEeC-(QYHKIINMI 1 pocT npudbln 10 20% npu ucroab3oBanuu M.

J11s1 TOBBITIIEHNS HAYIHOM CTPOTOCTH MPEUTOXKEH IMIOTHBIN SKCIIEPUMEHT, B paMKaX KOTOPOTO YacTh
KJIIMEHTCKOTO TIOpTdest 00CTyKMBAeTCS TI0 TPATUIIMOHHOM cXeMe, a SKCITepUMEHTaTbHAsI TPyITa — C
npumeHeHrieM MW -uHcTpymenToB. CpaBHEHUE KITIOYEBBIX METPUK (OIMpAasiCh Ha AaHHbIe ** %), mpose-
IEHHOE C MCTIOb30BaHUEM CTATUCTUYECKIX METOIOB (HarpuMmep, t-tecta, U-Tecta MaHHa— YUTHN Win
ITS mnsg BpeMeHHBIX PSIIOB), TTO3BOJIUT OLIEHUTD BIMSHUE BHEAPSHYSI MHHOBAIMIA. B KadecTBe IpuMepa
MOXHO OTMETHTD, UYTO 6a30Basi TOYHOCTH ITPOTHO3a ITpoaax B 70% MoxkeT OBITE MoBHITIIeHa 10 80—85% 3a
cY€T MHTerpaLuu (akTopoB CTPATErMYECKOM CErMEHTALIMI 1 aHAIN3a TOHAIbHOCTH B3aUMOICCTBIIA ¥,

BOKoHoMMYIecKast 3(pPeKTUBHOCTH TaHHOTO IToaxoaa oneHuBaeTcd yepe3 TCO-monenb. B ympo-
MIEHHOM BUJIE TIpenjIaraeMasi MOJIE b BBITJISIIUT CIIeIYIOIIIM 00pa3oM:

TCO_new =TCO_base — AAC — AOC#,

rne AAC npeacrapisieT CHUXEHUe 3aTpaT Ha puobpeTeHre Wik xpaHeHue pecypcoB, a AOC — co-
KpalleHue oNeparlMOHHBIX PACXOIOB 3a CYET ONITMMU3AIINN MpoIieccoB. Takoit pacyeT MO3BOJISET KO-
JIMYECTBEHHO OIIEHUTH IIOTEHIIMAIBHYIO SKOHOMUIO ¥ 000CHOBATH JaJIbHEIIIee MacIITabnpoBaHe MH-
HOBaIIMOHHOTO PEIICHUS.

3aKITIOYNTELHBIM 3TAIIOM SIBJISICTCS MacIITabMpOBaHNE MIIOTHOTO PEllieHNsI Ha BeCh MOPTQhENb
KJIMEHTOB. DT0 BKIovaeT ctaHgapTusaumio npouenyp ETL/ELT, peryisspraoe ooHoBieHe MO-Moneneit
u npuMeHeHue MmetonoB Explainable Al (Hampumep, LIME, SHAP) 115 ITOBBIIIIEHUST UHTEPIIPETUPYEMO-
¢ty perreHnit. Ocodboe BHUMaHUE YAEIIeTCs OpTaHN3allMOHHBIM acTieKTaM: 00ydeHue ImepcoHana, ¢hop-
MHpOBaHWe KYJIBTYPHI PabOTHI C TAHHBIMU 1 pa3paboTKa HaaEKHBIX MMOMUTHK Data Governance ISt Io-
JepskaHMsI BBICOKOTO KauecTBa 1 0€30ITaCHOCTH TaHHBIX.

TakuM 00pa3oM, IpeIoKeHHAsI MOIENb IPEACTABIIACT SBOTIOLIMOHHEIN ITyTh BHEAPEHUS MHHOBA-
LM B KOPIIOPATUBHBIE TIPOIAXKH, TTO3BOJISIONINIA HE TOJIBKO IMTOBBICUTH TOYHOCTH IIPOTHO3MPOBAHUS 1
ONITUMM3UPOBATh ONEPAIIMOHHBIE TIPOIIECCH, HO M 00ECIIEYNTh MACIITAOMPYEeMOCTb M YCTOMIMBOCTh
pEIIeHUI B YCIOBUSIX IU(MPPOBOI TpaHCchOpMaIiy On3Heca.

3aknoueHue

WccnenoBanue mokaseiBaeT, uro nHTerpaunst MU, 6onpinmx ganHbix, loT u 610K49eiiHa pyHIa-
MEHTAJILHO TPaHCHOPMUPYET YIIpaBIIeHE KOPIIOPATUBHBIMU MpoAaxkaMu. [IpuMeHeHne TPeIUKTUB-
HOI aHAJIMTUKU TI03BOJISIET HE TOJBKO IMPOTHO3MPOBATh, HO U IIPEABOCXUIIATEL ITOBEJCHNE KIIUEHTOB,
YTO SIBJISIETCS KJIIOYEBBIM (DAKTOPOM YCIIeXa B YCJIOBUSIX LIM(PpoBoil TpaHchopMalmu. B To ke Bpems
OCHOBHBIE BBI30BbI BHEAPEHUS — ob0ecIieueHre 0€30MacHOCTH JaHHBIX, MHTETPallUs C CYIECTBYIOIIM -
MU CUCTEMaMM, Pa3BUTHUE KOMIETEHIIUI COTPYIHUKOB M PEIlIeHNe 3TUYESCKUX BOIIPOCOB — TPEOYIOT
KOMILJIEKCHOTO oaxoaa. B mepcnektuBe (hopMrpoOBaHNIE SKOCUCTEM «YMHBIX IIPOIAXK» IIO3BOIMT OIITH -
MU3UPOBATh MPOLIECCHI M 00eCTIEeYNT KOHKYPEHTHOE IMMPEUMYIIECTBO JIJIsSI OpraHU3aI1ii, CIIOCOOHBIX Ie-
PEOCMBICIIUThH CBOU OM3HEC-MOJIENIN B CBETE HOBBIX TEXHOJIOTHUUECKMX BO3MOXKHOCTEI.

% TpaHccopmaums 6usHeca B 2024 roay: 4TO NPOUCXOAMT Ha pbiHKe KopnopaTuBHbIX UT-pelueHni?[InekTpoHHbIN pe-
cypc] Pexxum goctyna: https: / /club.forbes.ru /anton-klimenkov /transformaciya-biznesa-v-2024-godu-chto-proishodit-
na-rynke-korporativnyh-it-reshenij.
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