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AnHomayus. Mangemmns COVID-19 yckopuna npouecchl LdpoBM3aLmi B3aMMOOTHOLIEHNI
chvpm 1 knueHToB. OHa BbICTYNWNA OpaiiBepoM Ans pocTa nocellaemocTy BebcaitToB upm,
pa3BUTUS aKKayHTOB B COLMAMBHBIX CETAX M MOBUNBHBIX NpUnoxeruit. Lingposbie koMMyH-
KaLuu CTaHOBATCS BaXHbIM KOMMOHEHTOM CUCTEMbI YNPABMEHNS B3aMMOOTHOLLEHWSMU C KNu-
eHTamu. Mpu 3TOM BnMsHUE LNPOBLIX KOMMYHWUKALMIA HA (MHAHCOBbIE NOKa3aTenu duvpm
He[O0CTaTOYHO UCCNeoBaHo B HayyHo nuTepatype. Lienb HacTosLei paboThbl 3akmioyaeTcs
B BbISIBMEHWM Pa3nuumii PUHAHCOBbIX NMokasatenen (ypM B 3aBUCUMOCTMU OT MHTEHCUBHOCTM
LmdpOBLIX KOMMYHMKaLMIA C KeHTaMK. B TeopeTuyeckoil YacTu paboTbl noka3aHo, YTo HOBbIE
BO3MOXHOCTM [ CUCTEMbI YNPABMEHNS B3aVMOOTHOLLEHUSIMM C KNIMEHTaMU NPEAOCTaBASIHOT
WHTEPHET-TEXHOMOTUW M NEpexof K OHMailH-B3aumogencTeuio ¢ notpebutensmu. ObocHoBa-
Ha aKTyanbHOCTb UCCNeA0BaHUS BAMSHUS LIMGPOBBIX KOMMYHUKALMIA C KIMEHTaMM Ha (pUHAH-
COBble Mokasateny (upm 1 cchopMynMpoBaHbI COOTBETCTBYIOLLME TUMOTE3bI ANS TECTUPOBA-
Hus. PaspaboTtaHa koHuenTyanbHas cxema W metoauka uccnenoeaHus. Metoguka. Lingpo-
Bble KOMMYHUKaLMK C KIMEHTAMW OLIEHMBAIOTCS Yepes3 NocelaemMocTb (Tpadvk) UHTEPHET-
canTa upmbl. Beigensiotcs yeTbipe rpynnbl komnanui (Star, Traffic, Growth, Poor) B 3aBucu-
MOCTM OT pa3mepa Tpaduka Ha Havyarno nepuoga v ero pocta B uccneayembiii nepuoa. Mpo-
BOOWTCS CPaBHEHWE (OMHAHCOBBIX MokasaTenen 3TuX rpynn upM C NMOMOLLbO AUCTIEPCHOH-
Horo aHanuaa. ®opmupytoTcst NPoUNK rpynn hupM No KaXLOMY NOKa3aTento U CyMMapHble
npodunu rpynn. PacyeTbl BLINONHSIOTCS B pa3pese oTpacrnen skoHomuku. Mepuog uccnepo-
BaHus: 2017-2020 rr. MpeLnoxeHHas METOANKA NO3BOMUT C MOMOLLbIO AMCNEPCUOHHOTO aHa-
nu3a onpeaenuTb BMSHUE LMGPOBBIX KOMMYHUKALMA C KNMEHTaMU Ha OCHOBHbIE (hUHAHCO-
Bble NokasaTenu vpM B pa3pese oTpacneil akoHommku Poccum.
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Abstract. The COVID-19 pandemic has accelerated the digitalization of relationships between
firms and customers. It acted as a driver for the growth of firms’ website traffic, the develop-
ment of social media accounts and mobile applications. Digital communications are becoming
an important component of the customer relationship management system. At the same time,
the impact of digital communications on the financial performance of firms has not been suffi-
ciently studied in the scientific literature. The purpose of this paper is to identify differences in
the financial performance of firms depending on the intensity of digital communications with
customers. The theoretical part of the paper shows that new opportunities for the customer
relationship management system are provided by Internet technologies and the transition to
online interaction with consumers. We substantiated the relevance of studying the impact of
digital communications with customers on the financial performance of firms and formulated
the appropriate hypotheses for testing. A conceptual scheme and research methodology have
been developed. Method. Digital communications with customers are measured through the
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attendance (traffic) of the company's website. We distinguish four groups of companies (Star,
Traffic, Growth, Poor) depending on the amount of traffic at the beginning of the period and its
growth during the study period. Comparison of the financial indicators of these groups is car-

Keywords

Customer relationship manage-
ment, website traffic, firm perfor-
mance, firm growth, digital econ-
omy, analysis of variance, Russia

ried out using analysis of variance. Based on these calculations, we determine the group pro-
files for each indicator and the total group profiles. Calculations are performed in the context of
economic sectors. The study period is 2017-2020. The proposed methodology will allow us,
using analysis of variance, to determine the impact of digital communications with customers
on the main financial indicators of firms in the context of the sectors of the Russian economy.
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1. BBegenune. AKTyaJlbHOCTb HACTOAIIETO
WCCIIEIOBaHUS CBsI3aHA C HEOOXOIUMOCTBIO U3Y-
YCHHS KITFOYEBBIX ()aKTOPOB BHDKUBAHUS, Pa3BH-
THS U POCTa NPUOBUTPHOCTH KOMITAHUH B yCIIOBH-
X JITATEIFHOTO YKOHOMHYECKOTO KpH3Hca, 00y-
CIIOBJICHHOTO HEOJIarONpHUITHONW BHEIIHEH cpe-
JTOH, TTOJIUTUYECKON HECTaOWIBHOCTBHIO W TIaH]Ie-
mueit COVID-19. K uncny Takux ¢hakTopoB OTHO-
CUTCS CHCTeMa B3aHMMOOTHOILIEHHUI C KIIMEHTaMH,
a Takxe 3(pPEKTHBHOCTh KaHAJIOB MPHUBICYCHUS
MOTEHIIMATBHBIX MMOKYyTaTeNe U yJep)KaHhe HH-
Tepeca AEHCTBYIOIIMX KOHTpareHToB. B compe-
MEHHOM MHpE 3HaUUMYIO pOJb CPEIU TaKUX KaHa-
JIOB WTPAIOT MHTEPHET-KOMMYHHUKAIIUU U MMUJDK
KOMITAaHUW B BUpPTyaidbHOU cpene [1-3]. Biusane
MHTEPHET-KOMMYHUKAIUI HA pa3BUTUE KOMITAHUI
CYIIECTBEHHO BO3POCJIO B YCIOBHSAX MaHAEMUS
COVID-19 [4; 5]. lanHas TeMaTHKA IPEACTABIISICT
0COOBIN MHTEpeC A MpeanpuaTuil Ou3Heca, 3a-
HUMAIOIINXCSl HEMOCPEICTBEHHBIM YIOBIETBOPE-
HUEM MOTPeOHOCTEH HAaCeIeHNs, TaK KakK, 110 MHe-
HUIO MHOTHX YUYEHBIX [6—9], MO3BOJISAET MONTYIUTH
JOTIOJTHUTENIbHBIE JOXOABI ¥ TIOBBICUTH CBOIO (H-
HAHCOBYIO YCTOWYMBOCTH B YCIOBHSIX HeOaro-
MPUATHOW MaKpOAIKOHOMHYECKOH 00CTaHOBKH.

Henb HacTosIIEH pabOTHl — BBISBICHHE Pa3-
TUYri B (DMHAHCOBBIX MOKA3aTEINSAX MPEATPUITHIA
B 3aBHCHMOCTH OT HHTEHCHBHOCTH HH(PPOBBHIX
KOMMYHHMKAIIUN ¢ KIMeHTaMHu. Mbl paccMaTpuBa-
€M IpeanpusTUs, OPUEHTUPOBAHHBIE HA PO3HUY-
HBI PBIHOK U TIPEACTABIISIOIINE TPH OTPACIHU: TTH-
MIEBYI0 MPOMBIIUIEHHOCTh, PO3HUYHYIO TOPTOB-
JII0, CTPOUTENBCTBO KWJIOH HeABM>XKUMOCTH. Mc-
ClIeIOBaHHE MPOBOAMTCS B pa3pe3e dTUX TPeX OT-
pacieit u mpenanoiaraeT GbopMupoBaHUE TPOodhU-
JIed TPyl MPEANPUATUN C IPUMEHEHUEM 3KOHO-
MHKO-MaT€MaTHYECKUX METO/I0B aHaIHN3a.

3apyOeHbIe U POCCHUCKHE YUCHBIC YACTSIOT
00JbIII0€ BHUMaHNE W3YyUEHHIO BIUSHUS yIIpaBiie-
HUS B3aMOOTHOIIEHUSIMU ¢ KJIMEeHTaMH (customer
relationship management, nanee — CRM) Ha oT-
JleTbHbIe (PMHAHCOBBIE TTOKA3aTeNN IPEIIPUITHIH,

B YaCTHOCTH, Ha PEHTA0EIHHOCTH [7—9], 00BheMBI
nponax [10], poct mpomax [11; 12].

HudpoBble KOMMYHUKAIUU C KIIUSHTAMH MBI
OIICHWBAEM II0 TOcemaeMocT (Tpaduky) BeO-
CcallToB KOMIAHMII Ha Hayajao Mepuoja M poCTy
MOCEIAaEMOCTH 3a UccaenyeMblil nepuos. Mexons
U3 ATHX JABYX TOKaszarejed Mbl opMHpyeM dYe-
THIpE TPYIIIBI MPEANPUATHH, TPOBOJAUM HX CPaB-
HEHHE IO IIMPOKOMY CIIEKTPY OCHOBHBIX (hHHAH-
COBBIX TIOKa3aTelell U ompejenseM MIpoQuIn
TPYII MO KaXIOMy (PHHAHCOBOMY ITOKa3aTelNo.
KommuekcHas olieHka ToCTUTaeTcs MyTeM pacde-
Ta CyMMapHOTO HpOQWIs M0 BCEM aHAIM3UPYE-
MBIM (DHHAHCOBBIM ITOKa3aTEeIsIM.

2. O630p aurepatypbl. Ha ceronssimHuit
JIEHb Y4€HbIE BO BCEM MHpPE aKTUBHO HCCIEIYIOT
BIIMSIHHE IIUPOKOTO CIEKTpa PakTOPOB HA pa3BH-
tre ¥ 3QGEeKTHBHOCTH peaAnpusaTHiA. K 3HAYMMBIM
(akTopaM, KOTOpBIE OKa3bIBAIOT BO3ACHCTBHE Ha
YCHELHOCTh 3KOHOMHUYECKON JesTeTbHOCTH, OT-
HOCUTCSl CUCTEMa YIpPaBIeHHs B3aWMOOTHOIIIE-
HusAMH ¢ kineHTamu (CRM). V yueHBIX HeT eau-
HOTO MHEHHUSI OTHOCHUTENILHO OIpenesieHus U Mo-
kazareneii CRM, MeTOIOJIOTHYECKUX TTOIXO00B U
METOJIOB aHanmn3a. B COBpeMEHHBIX HCCIIeI0Ba-
HUSX HAJTUYECTBYET OOJNIBIIOE KOJMYECTBO OIIpe-
neneHui! ykazaHHo cucremsl [11; 13-18], mo-
CKOJIBKY OHa BKIJIFOUAeT B CeOs HeJblii KOMIUIEKC
OTHOLICHUH MEXIY SKOHOMHUYECKHMHU CyOBEKTa-
MU, a TaK:)K€ HHHOBAIIMOHHBIC, KaJIPOBHIE, TICHXO-
JIOTUYECKHE U TEXHOJIOTHYECKUE DJIEMEHTHI.

B 3T0ii cTathe Mbl paccMaTpUBaeM CUCTEMY
yIpaBICHHUS B3aMMOOTHOIICHUSMHU C KIIMEHTaMH
KaK BHEJpEHHE IeIOCTHON Cepuu TEXHOJIOTUH U
CTpaTernui, pa3pabOTaHHBIX CIIENHATBHO IS I10-
BBIIICHUSI OOBEMOB MPOAAXK KOMIIAHUH IyTEeM
MOJIICPKAHUS TPOYHBIX JIOJITOCPOYHBIX OTHOIIIE-
HUH ¢ KITMeHTaMH (KaK ¢ TeKYIUMH, TaK ¥ TIOTeH-
MUATBHEIME) coraacHo [19]. HoBrie BO3MOXKHOCTH
JUISL OIICHKH CHCTEMBI YIPABJICHHUS B3aHMMOOTHO-
IMIEHUSMU C KJIMEHTaMHU TPEIOCTABISAIOT HHTEP-
HET-TEXHOJIOTHA W TIepeXoJ K OHJIaiH-B3anMO-
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nercTBrui0 ¢ motpeburensmu [1]. DTu mpormeccs
3HAYUTENFHO YCKOPWIINCH B YCIOBHAX TTaHJIEMUH
COVID-19 [4; 5]. B naHHOM HCCIIEJOBaHUH MBI
Oynem orenmBath CRM Ha OCHOBE TIPHUBEICHHO-
TO BBINIC ONPEACICHYSI, YIUTHIBAsI KaK TEKYIIUX,
TaK ¥ MOTEHIIUAGHBIX KIIMEHTOB, a TAK)KE€ HOBbIC
BO3MOKHOCTH, CBSI3aHHBIE C Pa3BUTHEM OHJIAIH-
KOMMYHHKaIUH ¢ KiMeHTamu. Harr ananus BKITFO-
yaeT uccnenopanue CRM xommanuu gepes ee pu-
BJIEKATENFHOCTD ISl KIIMEHTOB, KOTOpPasi, B CBOIO
ouepenb, OyIeT onpeaensiThes Yepe3 Bed-Tpaduk
WHTEPHET-CcaliTa KOMIIAHUHU.

3. T'unore3nbl MccaeI0BaAHUA. AHAIU3UPYS
BnusHue CRM Ha oTnenbHbIE MOKa3aTenu Jes-
TEIBLHOCTH (PUPM, YUCHBIC TIOTYUYAIOT PA3JIUIHEIC,
WHOT/Ia TIPOTHUBOIIOJIOKHBIE PE3YIIBTATHI, TIPH 3TOM
BrusiHne CRM Ha oTaenbHble ((MHAHCOBEIE TIOKa-
3aTeNd 0CTACTCA MPAKTUYECKU HEU3YUCHHBIM.

1. bonpmias yacTh UCCIENOBAaHUN MOCTYJIU-
pyet monoxurenbHoe Biusane CRM Ha peHra-
6empHOCTH KOMmanuu [7-9; 20]. OgHako cyiie-
CTBYET HECKOJIBKO IMIIMPHUUECKUX HCCIIeT0BaHUM,
B KOTOPBIX pe3yibTaThl u3Meperus Biusauss CRM
Ha TPUOBLIHLHOCTH JOCTATOYHO MPOTHBOPEUHBHI:
oTpuuareiabHsl [21], He3HauuMeble [22] win 3aBU-
car ot turma CRM [23]).

2. CRM paccmaTpuBaeTcsl Kak HHCTPYMEHT
YBEIMYEHHSI MIPOJaK, OKa3bIBask MPSMOE BIUSIHHE
Ha BbIpYyuKy npeanpusitus [11; 24]. B yactHOCTH,
no3utuBHOE BiusHUEe CRM Ha pocT mpojak BEI-
sBJIICHO B pabotax [12; 25]. Hpyroe ucciemnona-
Hue [26], HaIpPOTHUB, IMIUPUUECKH MOITBEPKIa-
€T OTCyTCTBUE B3auMOcCBA3U Mexay CRM u poc-
TOM TIPOJIAKX.

3. CRM kak ¢axTop, BIUSAIOIWUI Ha HUHAH-
COBYI0 YCTOWYHMBOCTh W JIMKBHIHOCTH TIPEATNPH-
ATAH, B COBPEMEHHBIX HAYYHBIX HCCIIEIOBAHUIX
MPaKTUYECKH HE paccMmarpuBaerca. OJHAKO MBI
cUMTacM aHaIu3 B3aUMOCBs3U Mexay CRM u ¢u-
HaHCOBOM yCTOMYMBOCTBHIO aKTyaJIbHbIM IO CJie-
nyromuM npuurHaMm. C oZHON CTOPOHBI KIIMEHTHI
MOTYT YYHUTHIBATh (DUHAHCOBOE MOJOXKEHUE (HUp-
MBI TIPU TPUHATHHA PEIIEHUE 0 KOMMYHHKAIHA C
Hell (oOpaTHas B3aUMOCBs3b), ¢ Apyroi, — CRM
CHOCOOCTBYET pOCTY PEHTA0EIbHOCTH, KOTOpas
MOJXKET IO3UTHBHO TIOBJIHATh Ha (DMHAHCOBYIO
YCTOWYNBOCTS (TIpsSIMast B3AUMOCBSI3b ).

Takum 00pazoM, B COBPEMEHHON HAayIHOU
mutepatype mnpennonaraercs Biusaue CRM Ha
oTNleNbHbIe (DMHAHCOBBIE MOKA3aTelld TMPEATPH-
ATUH (B YaCTHOCTH, Mo3uTHBHOE BiusHue CRM
peHTabenbHOCTh U pocT mpoaax). OJHAaKO dMIH-
PUYECKH TaKOe BIIHSHHE IMOATBEPIKIAETCS TOIBKO

B OTJENBHBIX CIydasX W IJs OTAEIBHBIX OTpac-
Neil SKOHOMUKH. AKTyaJdbHBIM Hay4YHBIM BOTIPO-
coMm sBiseTcs BeisiBieHue Biusauss CRM (B gac-
TH OUQPPOBBIX KOMMYHHKALIUI C KIIMEHTAMH) Ha
(MHAHCOBBIE MTOKA3aTeNN PEANIPUATHI B pa3pe3e
oTpacineil 5koHOMUKH Poccun.

Hcxonst w3 BBIIEU3IOKEHHOTO, B paMKax
HacToAlel padoThl TECTUPYIOTCS CIIEAYIOIINE T'H-
MOTE3bI:

1. HudpoBble KOMMYHUKAIIMHA C KIMCHTAMH
OKa3bIBAIOT BIMAHNE Ha (UHAHCOBBIE ITOKA3ATENN
MpeanpuaTuil (TUNoTe3a TECTHUPYeTcd B pas3pese
BHJIOB (DMHAHCOBBIX TTOKa3areseit).

2. Bnustane 1u¢poBBHIX KOMMYHHKAIMH C
KJIMEHTaM{ Ha (pUHAHCOBBIE TIOKAa3aTeNld NPEapH-
SATHI Pa3IMIHO ISl pa3HBIX OTpacieil IKOHOMHUKH.

4. HayyHasi HOBM3HA M KOHUENTYaJbHas
cxema ucciaenoBanusi. Kak OblJIo MOKa3aHO BHI-
11e, 3apyOeXHbIE U POCCHICKHE YUCHbIE YIEINSIOT
Oompiioe BHUMaHue aHanm3y BiumstHUS CRM Ha
OTJeNbHbIe (DMHAHCOBBIC TOKA3aTeNd MNpPEANPH-
atuil. B To ke BpeMs koMiuiekcHoe BiusHue CRM
Ha (hMHAHCOBBIE TIOKA3aTeH JAEATEIbHOCTH PUPM
MpakTUIecKu He u3ydeHo. OcoOeHHOCTh U HayY-
Hasl HOBH3HA Haileid paboThl COCTOUT B TOM, YTO
MBI orleHnBaeM BiusHre CRM He Tonbko Ha OT-
JleNbHbIe (MHAHCOBBIE ITOKa3aTeNnd, HO M KOM-
TUIEKCHO Ha ()UHAHCOBOE COCTOSHHE (UPMBI B
nenoMm. KoHnenrtyaneHast cxema Hamied paboOThI
MpeJicTaBlieHa Ha puc. 1.

B pamkax HacTosieil paboTsl MBI BbIAETSIEM
YeThIpe TPYIIIBl NPEANPUATUI B 3aBUCUMOCTH OT
WHTEHCHBHOCTH WX B3aWMOOTHOIICHHH C KIUEH-
TaMU U OTpenessieM OCHOBHbIE (PMHAHCOBBIE I1O-
Ka3aTelnu 3TUX TPYIN NpPeANpUsATHH, OoTpaxaro-
mpe: pasMep GUPMBI, pOCT PUPMBL, (PHHAHCOBYIO
YCTOWYHUBOCTD, peHTA0EIBLHOCTD. Jlamee MBI cpaB-
HUBaeM ()MHAHCOBBIE [TOKA3ATENN MEXKIY TpyIa-
MU NPEANPUSATHH, OTIpeesieM IpyIibl-TuAepsl U
TpyTITBI-ay TCAWEePHI, a TAK)KE PACCUNTHIBAEM CYM-
MapHble MPOQWIN TPYNI O BCEM aHAIU3UpYe-
MBIM (DUHAHCOBBIM TOKazaTensM. Takoil moaxon
MO3BOJISIT MPOBECTH KOMILIEKCHYIO OIEHKY BIIHSI-
aus CRM Ha QuHaHCOBBIE pe3ynabTaThl GupM U
ONPENENUTh TPYNNBI-INAEPHl MO CYMMapHOMY
npodmto GUHAHCOBBIX TTOKa3aTeNEeH.

Bonee Toro, Mpl momaraem, 4To Takoe BITHS-
HHUE MOXET OBITh Pa3IUYHBIM B PA3HBIX OTpACIAX.
Ha ocHoBe npoBen€HHBIX pacdy€TOB MBI ONpEAE-
nsieM d((QEeKTHBHBIE CTpAaTEerny Pa3BUTHSA TUPPO-
BbIX KOMMYHHKAllU{ C KIIMEHTaMHU B pa3pes3e Hc-
CllelyeMBIX OTpacieil SKOHOMHUKH U GopMyIIUpyeM
PEKOMEHAINH [T MEHEKEPOB MPEIATIPUATHIA.
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1. ®opmupoBanue rpynn GpupM 1o nuppoBHIM KOMMYHHUKALUSIM C KIIMEHTaMU

CRM Hudporsie Pasmep tpaduka I'pyrms hupm:
KOMMYHHKa- Ha HA4aJjo Ie-
UM C KJIMEH- | puona Star
"1 Tamu g Traffic
Poct Tpaduxa Growth
3a TIEPUOJ Poor

2. BeisiBiieHHE pa3iniuil MeXIy rpynmnamud GupM no GUHAHCOBBIM MOKA3aTesIM

[podwmmm rpymm
¢bup™m 10 huHAHCO-
BBIM [TOKA3aTeIIsIM

Crpareruu pazBu-
TS TUPPOBBIX
KOMMYHUKaUH

I'pynmsl DUHAHCOBBIE TOKA-

thupm: 3aTeNu:

Star » Pasmep >
Traffic Poct

Growth YcTolHYnBOCTD

Poor PenTabenpHOCTH

CyMMapHBIi Ipo-
07018

Pexomennmauuu me-
HepkepaMm GupM

Puc. 1. Konyenmyanvnas cxema ucciedo6amusl

Fig. 1. Conceptual research model

5. MeToaunka uccjie10BaHUsA

5.1. I'pynnupoeka npeonpusamuii no ypoe-
HI0 pazeumusn yuppoewvix KOMMYHUKAUUIL ¢ Kau-
enmamu. OLECHKA YPOBHS Pa3BUTHUA LUPPOBBIX
KOMMYHUKAaIlU{ NPOBOAMTCS IO JBYM KOOPAH-
HaTaM:

— moceniaeMocTh (Tpaduk) BeOcaliTa mpea-
IOpUATHS Ha Hadalo nepuoja (3a MepBbld roj —
2017 rom — uccneayeMoro mepuoa);

— pocta mocemaeMoctd (pocT Tpadpuka) —
COOTBETCTBYET KO3()(UIMEHTY MpH IEepEeMEHHOI
B JINHEWHOM TpEHJE, HOPMUPOBAHHOMY Ha MO-
IIyJIb CPEHET0 3HAUeHHs MOKa3aTess 3a MEepHo/.
Meroauka ero pacuera moApoOHO HU3JI0KEHa B pa-
borax [27; 28].

Takoli mMoaxon MO3BOJIIET 3a(hUKCUPOBATH
pazzerneHue NpeAnpusTUi MO IpynnaMm Ha Bech
BpeMeHHOH nepuod. Ilepexona npeanpustuil Me-

Iy TpynnaMu He npoucxoauT. Onpenesnenne poc-
Ta TpaduKa uepe3 JIMHEHHBIN TPEH/ JaeT BO3ZMOXK-
HOCTh Y4€CThb BCE T'0JIbl HCCIIEIYEMOT0 NEPUOAA.

B coBpeMEHHBIX KOHOMUYECKUX HCCIEI0-
BaHMIX [29-31] paszmeneHue BBHIOOPKH IO ABYM
KOOpAMHATaM OOBIYHO MPHUBOAMT K (POpMHpOBaA-
HUIO 4 WK 5 TPy NPeAnpUsITHH.

Mbl npuMeHsieM pa3feieHue M0 MeIuaHaM
(puc. 2) u ¢popmupyeM 4 TpynIbl MpeanpUsITHR
MO KKIOH U3 UCCIEAYEMBIX OTpacCIIei:

— Poor — npennpusitus ¢ HU3KUM TpapUKOM
Y HU3KHUM TEMIIOM pocTa Tpaduka;

— Growth — npennpusTHA ¢ HU3KUM Tpadu-
KOM U BBICOKHM TEMIIOM pOCTa Tpaduka;

— Traffic — npeanpusaTHs ¢ BEICOKUM Tpadu-
KOM U HH3KHM TEMIIOM POCTa Tpaduka;

— Star — npeanpHUATHS C BEICOKAM TpapHUKOM
¥ BBICOKUM TEMIIOM pocTa Tpaduka.

Poct Tpaduxa
1 2
Tpaduk 1 Poor Growth
2 Traffic Star

Puc. 2. I'pynnuposra npeonpusimuil no koopounamam Tpaguk — Pocm mpaghuxa

Fig. 2. Grouping of firms by coordinates Traffic — Traffic growth

Paznenenne mo meamanam no3sosseT chop-
MHUPOBaTh NPUMEPHO PAaBHBIE TPYIIITHI 110 KOJIHYE-
cTBy Habmonenwi (B Kaxmou rpymme 25 % or
obmrero konmvecTBa HabmroneHuit). Bee rpymnmbl
NPEANPUIATAN MOTYYMIUCh JOCTaTOYHO MHOTO-

yucieHHpIMU (O6onee 50 HaOMIOACHUI B KaXKIOMH
IPYIMIE), 9YTO MO3BOJSIET MPUMEHUTH METOJIBI IKO-
HOMHUKO-MaTeMaTHYECKOTO aHaI13a JIJIsl TECTHPO-
BaHUS PA3NUYUM MEXAY TpyHIaMy Mo (pUHAHCO-
BBIM ITOKA3aTeIISIM.
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5.2. Onpeoenenue cucmemwvt noxazame-
Jeil 0na cpaenenus zpynn npeonpuamuii. @op-
Muposanue npoguneii zpynn npeonpuamuii.
B pamkax HacTosmel paboThl IPUMEHSETCS Clie-
Tyrollas cucTeMa IokasaTelel g TeCTHpOBa-
HUS pa3U4iid MKy TPYIIIIaMH MPEATPUATAN U
(dopmupoBaHus MpodUICH TPy TPEeIIpUsSTHI
(Tabmn.).

Jlanee mo BceM 3TUM TOKa3aTessiM BBION-
HSIIOTCS CPaBHEHUs TPy NPENNpPUSTHA U CTPO-
ATCSl MPOGUIN IPyNIl NPEANPUATHHA C IIPUMEHe-
HHUEM METOJIOB AMCIIEPCHOHHOrO aHanuza. OTMme-
TUM TaKke, 4TO MO BCEM TpyMIlaM MoKa3arenen
BO3MOXXHO arperupoBaHue (CyMMHpPOBaHHE) IO-
JYYCHHBIX TMpo(dUIIeH, Tak KaK MOKa3aTelld, BXO-
JSIIUE B 3TH TPYIIIBI, OAWHAKOBO HAPABJICHBI.

Cucrema noka3zareJieii 1Jisi CpaBHEHHs IPYNI NPeINPUsITUHIl 1 popMUpoBaHuA TPoduIei rpymnn

The system of indicators for comparing groups of firms and forming group profiles

TI'pynna nokasameneii | Obosnauenue | Hazeanus noxazameneil Ocobennocmu pacuema nokazameret
1. Pa3zmep nmpenmpu- Brip Bripyuka B mupz py6.
SATUS AKT AKTHUBHI
2. Poct npennpusitus TnpB Temn npupocta BeIpydkH | PaccunThIBaIOTCS €KErOAHbBIE TEMIIBI IIPU-
TopA Temm npupocTa akTUBOB | POCTa COOTBETCTBYIOIINX nokasateneii (I1)
10 KQKJOMY TPEIIPHUITHIO 110 HopMyJie:
Tnp = (IT11 —T10) / T10 x 100 %
3. YCcTOWYnBOCTh JCK Jons PaccuunThiBaeTCs Kak 10Jisk COOCTBEHHOT'O
1 JIMKBUIHOCTB COOCTBEHHOI'O KaluTaja | KalWuTajla B HaccuBe OanaHca, yMHOKCHHAs
Ha 100 %
KTJ Koaddummenr texymeit | [Tokazatens nonyden u3 cuctemsl CITAPK
JIMKBHHOCTH
4. Penra0enbHOCTH Pmp PenrabensHocTh ponaxxk | Pnp = [pubsuis ot nponax / Beipyuka x
100 %
Pa PenrabenpHocTh akTiBOB | Pa = Uncrast npuOsuis / Aktussl X 100 %

5.3. Pazpabomka memoouku cpaeHeHUs
epynn npeonpuamuii u paciema npogunei
epynn npeonpusamuii. CpaBHEHUE ITOKa3aTeICH
MeXIy TpynrnaMu TpeAnpusATHI W pacdeT Mpo-
¢Guns rpynn NpeAnpHATHI BBHIMONHSIETCA C MpU-
MEHEHHEM METOAOB ANCIEPCHOHHOTO aHaJIN3a.
IIpu 3TOM MOCKOJIBKY pacnpeneieHus 1mo 00ib-
IIMHCTBY IIOKa3aTejed He COOTBETCTBYIOT HOP-
MaJIbHOMY 3aKOHY paclpelesieHHs, Uil OLEHKU U
HaIJIIIHON MHTEPIPETaluy UCIONb3YIOTCS Hema-
pamMeTpuuecKue XapaKTepPUCTHUKU BBIOOPOK (Me-
JIUaHa, KBapTWIbHBIA pa3Max, MHUHAMAJIbHOE WU
MaKCHMaJbHOE 3HA4YCHUS), a IJIs1 CPAaBHEHUS BbI-
OOpOK TPHUMEHSIOTCS HemapaMeTpudecKue KpH-
TEepUH MIPOBEPKH TUIIOTES.

CpaBHEHHE 3HAUECHUU MOKa3zareled MpoBO-
JIUTCS C TIOMOIIBIO KpuTepusi MaHHU-YUTHH, KO-
TOPBIM MpPUMEHSETCS 111 TECTUPOBAaHUS HE3aBH-
CHUMBIX BbIOOpOK. CHavajga Mbl TECTHPYEM ABYX-
CTOPOHHEE PACIPENEIEHUE CPABHUBACMBIX BBI-
6opok. Ecnu paznuuuns mexay BbIOOpKaMH OKa-
3bIBalOTCS 3HAUMMBIMU (p < 0,10), TO MBI TecTH-
PYeM OJHOCTOPOHHME PACIIPENENIEHHS U BBIICHS-
eM, Kakas BbIOOpKa MpeANnpusTHiI umeer Oosee
BBICOKHE 3HAYEeHHs NOoKa3aTenei.

[Ipu 3TOM MBI HCHOJB3YeM OOLICTIPUHATHIE
OIIEHKH 3HAYUMOCTH PA3JINYHiA B 3aBUCUMOCTH OT
BEJIMYUHBI p:

— **% p < (0,001 — BEICOKO 3HAYMMBIE Pa3JIH-
quis;

—** 0,001 <p<0,01 — cunmpHO 3HAYNMBIE
pa3nuyus;

—-* 0,01 <p<0,05 — craTUCTUYECKU 3HA-
YUMBIE PA3ITHYHS;

-1 0,05<p<0,10 — cmabo 3HAUNMEIE pa3-
JYUS;

—p>0,10 — He3HAUUMBbIE pa3IUYMs, MOKa-
3aTeNu BEIOOPOK COTMIOCTABUMBI.

Pacuer npodwieit rpynn npeanpusTaii Ipo-
BOJUTCS OTIENBHO MO KaXXIOMY M3 KOJIHYECTBEH-
HBIX TIOKa3aTesIel TabIuIThI TI0 CIIeIYIoNIel cXxeMe:

1. Onpenensatorcs ABe IPYNIbl OIPEeAIpUITUH,
3HAYCHHWE TTOKa3aTelled KOTopoi HamOosee Oym3-
KM K 3HAUYEHHIO MOKa3aTejel 1o MOIHOH BEIOOpKe
octraBmuxcs mnpennpuaruii. [Ipu atom oxna u3
Tpynn uMeeT 6osee BHICOKOE 3HAaUEHHE MToKa3aTe-
JIS1 TI0 CPABHEHUIO C MTOJTHON BBIOOPKOM, a Apyrast —
Oomnee HH3KOe. BEITIONMHSAETCS CpaBHEHHE 3HAYe-
HUI TIOKa3aTeleil 3TUX TPYNI C MOKa3aTelsMHU
BCEX OCTAIBHBIX MPEINPHUATHI TTOITHON BBIOOPKU
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C TIOMOMIBIO JWCIIEPCHOHHOTO aHanmm3a (KpuTe-
puii MaHHU-YUTHR):

— B CJIy4ae OTCYTCTBHS 3HAUMMBIX pa3IHIuil
(p > 0,10), rpymnma nmosyyaeT npoduib, paBHbINA 0
(HeT OTIAMYMH OT MOJTHON BBIOOPKN);

—B ciydae, eciia 0,05 <p <0,10 (f, crabo
3HAYUMBIC PA3JIN4Usl), TPYIIIa MOTyYaeT IPOQHIb,
paBHbIil 10,5 wnu —0,5, B 3aBUCUMOCTH OT TOTO,
Oouplie y Hee 3HaYCHUE, YeM IO TIOJHOW BBIOOP-
K€, WIA MEHbIIIE;

— B cirydae, ecii 0,001 < p < 0,05 (* wmm **),
rpymnna moxy4aeTt npoguiib, paBHbli +1 wim —1, B
3aBUCHMOCTH OT TOTO, OOJIbIIIE y Hee 3HaYeHUeE,
YeM TI0 TTOJTHOW BBIOOPKE, UITH MEHBIIIE;

— B ciyyae, ecd p < 0,001 (***), rpynma mo-
mydaer npoduib, paBHBINA +2 WK —2, B 3aBUCH-
MOCTH OT TOTO, OOJblIe y Hee 3HaUCHUE, YeM 10
MOJTHOW BHIOOPKE, WIIK MEHBIIIE.

2. OnpenensroTcss TPYNNBl TPEINPHUATHIH,
Haubosiee OIM3KUE MO 3HAYCHUIO MOKa3aTellel K
YK€ OIEHEHHBIM TPYIIIIaM U MPOBOAUTCS CpaBHe-
HUS TIOKazareield MeXAy paHee OIEHEHHBIMHU
TpyNIIaMAd W HOBBIMH TPYIIaMHU II0 OMHUCAHHOU
BhIIIE Mponenype. B pesysibpraTe nmpoduiim HOBBIX

rpynm koppektupyrotca Ha 0, £0,5, £1 wim £2
M0 OTHOUICHHUIO K paHee OLICHEHHBIM TpyIIaM B
3aBUCUMOCTH OT 3HAYUMOCTH Pa3IUIHi MEXIY
CpYyIIaMu.

Pacuersl BBHINMOMHEHBI C MTOMOIIBIO MTPOTPaAM-
MHBIX TPOAYKTOB: SI3BIK MPOTPaMMHUPOBaHUS R,
Excel. JlucnepcuoHHBINH aHANIHU3 BBITIOIHSUICS IO
METOJINKE, H3JI0KEHHO! B paboTtax [32].

6. BeiBoanbl. B HacTosmieit pabore mokasaHo,
YTO HOBBIE BO3MOXKHOCTH ISl CUCTEMEBI yTIpaBJie-
HUS B3aMOOTHOIIEHHSIMHA C KIIMEHTAMH TIPEI0C-
TaBJISIOT UHTEPHET-TEXHOJIOTUH U MEPEXOH] K OH-
TaifH-B3aMOIeUCTBHUIO ¢ moTpedurensimu. O6oc-
HOBaHA aKTyaJbHOCTh HCCIICIOBAHUS BIIASHUS
UGPOBLIX KOMMYHUKAIUN C KIIMEHTaMHU Ha (pu-
HAHCOBBIC TIOKa3aTe GUPM U CHOPMYITHPOBAHEI
COOTBETCTBYIOIIME TUIOTE3BI AJISI TECTUPOBAHUS.
Pa3paboTana koHIIENTya bHAS CXeMa H METOJINKa
UCCJIEeIOBAaHUs, KOTOPBIE MBI MpEJIoiaracM pea-
TU30BaTh B Oumkaimmx paborax. [Ipennoxennas
METOJIMKA TTO3BOJIUT C ITOMOMIBIO TUCTIEPCHOHHO-
IO aHaJIM3a ONPEACIUTh BIUSIHUS [U(POBBIX KOM-
MYHHUKAIMA ¢ KIIMEHTaMH Ha OCHOBHBIE (DHTHAHCO-
BbIC MMOKa3aTesid GUPM B pa3pese oTpaciiei.
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