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Annomayus: B cmamve paccmampuéaemcs peuHNCUHUPUHZ Ou3zHec-
npoyeccos 8 KOMMEPUECKUX OPeaHu3ayusax KaxK 0OUH U3 3HAYUMbBIX GaKmopos
pocma  BuIpYYKU 8 YCIOBUSX BbICOKOU KOHKYPEHYUU U  BO3PACMAIOUUX
mpebosanull K  CKOpocmu U KA4ecmey  OOCIYICUBAHUS  KIUEHMOS.
Packpvieaemcs cywnocms peundsicunupunea Kaxk nooxood, OpueHmupo8anHo20
HA PAOuKaibHoe Nepeocmbviclienue U 2ay00Kylo NepecmpouKy KoYesblx
npoYeccos Opearu3ayuu ¢ Yeivio OOCMUNCEHUS. CYUJeCBEHHbIX VIVYUEHUN 8
noxazamensix OesmenvHocmu. Ocoboe 6HUMAHUE VOenNsemcs 63auUMOCBa3U
MedNcOy BHYMPEHHel NPOYeccHoU IPHEeKMUSHOCMvbi0 U  KOMMePHeCKUMU
pe3yiomamamu  KomMnawuu.  AHAIUBUPYIOMCA  OCHOBHble  HANPAGIEHUS
PEUHIICUHUPUHEA, CNOCODCMBYIouUe pPOCmy 6bIPYUKU, GKIH0YAS YCMPAHeHUe
bottlenecks, cokpawenue onumenvnocmu sales cycle, nepepacnpeodeneHnue
@yHKyULl MedcOy noopazodesleHUAMU, NOBbIUEHUE NPO3PAYHOCMU NPOYUECCO8 U
CHUdICEHUE  Nomepb  KIUEHMO8  HA  nepexooax  medxcoy — dmanamu
83aumooeucmausi. Ommeuaromcs npeumyuecmea 0aHH020 n00X00d, C8A3aHHble
C nosvlueHueM KOHBepCUll, YCKOPeHuem onepayull, ViyyuleHuem KiueHmcKo2o
nymu U pOCMOM  YNPABASAEMOCMU  KOMMEPUECKOU  OesmelbHOCHIU.

O()H06peMeHHO paccmampuearonmicsil ocparudeHusl U pucku, Ce6JA3dHHble CO
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CHIOJHCHOCMbIO BHEOPEeHUsl, CONPOMUBTIEHUEM NePCOHANd, HeoOX00UMOCHbIO
MOYHOU  OUACHOCMUKU NpobieM U  3aMpaAmHOCMbIO  OP2AHU3AYUOHHBIX
npeobpazosanuii. [lenaemcs 6vl600 0 MOM, YMO PEUHICUHUPUHS OU3Hec-
npoyeccos ciedyem paccmampueams He MOAbKO KAK CPeOCmB0 GHYMpPeHHell
ONMUMU3AYUY, HO U KAK UHCMPYMEHM (DOPMUPOBAHUS YCMOUUUBOL MOOeaU

pocma 6blpyuUKU 6 COBPEMEHHBIX KOMMEPUECKUX OPcARUIAUUALX.

Knroueswvie cnosa: peundgicunupune OU3HeC-npoyeccos, KoMMepuecKue
opeanuzayuu, pocm evlpyuxu, Ouznec-npoyeccwl, sales cycle, bottlenecks,

onmumusayusl npoyeccos, KOMmepueckKkas 9@(1)6Kmu6HOCI’I’lb

BUSINESS PROCESS REENGINEERING IN COMMERCIAL
ORGANIZATIONS AS A REVENUE GROWTH FACTOR

Kabyltay Tolegen
L.N. Gumilyov Eurasian National University

Astana, Kazakhstan

Abstract: The article examines business process reengineering in
commercial organizations as one of the significant factors of revenue growth in
conditions of high competition and increasing demands for speed and quality of
customer service. The essence of reengineering is revealed as an approach
focused on radical rethinking and profound restructuring of the organization’s
key processes in order to achieve substantial improvements in performance
indicators. Special attention is paid to the relationship between internal process
efficiency and the commercial results of a company. The paper analyzes the
main directions of reengineering that contribute to revenue growth, including
the elimination of bottlenecks, reduction of sales cycle duration, redistribution
of functions between departments, increased process transparency, and

reduction of customer loss at transition points between stages of interaction.
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The advantages of this approach are noted, including higher conversion,
accelerated operations, improved customer journey, and increased
manageability of commercial activities. At the same time, the article considers
limitations and risks associated with implementation complexity, employee
resistance, the need for accurate diagnostics of existing problems, and the cost
of organizational transformation. It is concluded that business process
reengineering should be regarded not only as a means of internal optimization,
but also as a tool for building a sustainable revenue growth model in modern

commercial organizations.

Keywords: business process reengineering, commercial organizations,
revenue growth, business processes, sales cycle, bottlenecks, process

optimization, commercial efficiency
BBenenue

B coBpeMeHHBIX YCITOBUSAX XO35HCTBOBAHNS KOMMEPUECKHE OPraHU3aIllun
(GYHKIIMOHUPYIOT B CPE/Ie BHICOKOW KOHKYPEHIIMH, YCKOPSIOIIUXCS PHIHOYHBIX
W3MCHCHUI W BO3PACTAIOIMNUX TPEOOBAHMI CO CTOPOHBI KIIMEHTOB K CKOPOCTH,
Ka4eCcTBY M TMpPEACKa3yeMOCTH oOCIyXuBaHus. B Takoil cuTyammm pocT
BBIPYYKH OTPEIEIACTCS HE TOJBKO aKTHBHOCTBIO NMPOJAX WIIM PacIIMpEHHUEM
KIIMCHTCKOH 0a3bl, HO U A((PEKTUBHOCTHIO BHYTPEHHUX IPOIIECCOB,
o0ecreunBalIIMX  JIBIDKEHHE  HMHPOpMAIMM, TMPUHATHE  PEIIEHUH U
MPOXOXKJEHNE KIMEHTa IO BCEM OJTaraM B3aUMOJCUCTBUS C KOMITAHHEH.
Hanuume u30bITOUHBIX Tpolenyp, MyoaupoBaHus (yHKIUNA, HEPABHOMEPHOM
3arpy3kd  TOAPA3ACIICHWA W  OPraHU3aIllMOHHBIX  3aJePKEK  CHUXKACT
CHOCOOHOCTh OM3HECAa CBOEBPEMEHHO pearupoBaTh Ha 3alpoCchl pbIHKA U

IMPUBOOUT K IIOTCPAM HOTGHHI/IaJIBHOﬁ BBIPYYKH.
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B cBsa3u ¢ 3THM 0c0OyI0 3HAYMMOCTh TPHOOpPETACT PEHHKUHUPUHT
OM3HEC-TIPOIIECCOB KaK HMHCTPYMEHT TJIyOOKOH IepecTpOrKH ACATEIBHOCTH
OpraHu3alliM, HAMPABJICHHOW Ha JOCTKEHHE CYIIECTBEHHBIX YIYUIIECHUN IO
KJIFOUEBBIM TIOKA3aTelsiM PE3yJIbTATUBHOCTU. B oTiMuume OT JoKaibHOU
ONTHMU3ANAN, PEUHXHUHUPHUHT TPEANojaraeT IepecMOTp CaMOW JIOTHKH
BBHITIOJTHEHHUS TIPOIIECCOB, ycTpaHeHue bottlenecks, cokpaimienne BpeMEHHBIX
IOTeph W TIOBBIIIEHWE COTJIACOBAHHOCTH MEXAY TMojapasaeiaeHusMu. s
KOMMEPUYECKUX OpTaHM3alMii 3TO OCOOCHHO Ba)XHO, MOCKOJBKY CKOPOCTb
00paboTKK 3armpoca, MPO3pavHOCTh 3TAINOB CACITKA W OTCYTCTBHE cOOEB Ha
nepexoaax MeEXAy (DYHKIUSAMHA HampsAMyK BIUSIOT Ha KOHBEPCHIO,

JUTUTEILHOCTH sales cycle v UTOroBbIM 00BEM BBIPYUKH [2].

AKTyanbHOCTh TEMBI OOYCIIOBJICHA TEM, YTO BO MHOTHUX KOMITAHUSX
MOTCHIIMAJI POCTa BBIPYYKH CICPKUBACTCS HE PBIHOYHBIMU OTPaHUYCHUSMH, A
BHYTPCHHEH HeA () (PEKTUBHOCTHIO: 3aTSIHY THIMU COTJIaCOBaHUSIMH,
HEJOCTAaTOYHOW  KOOpJMHALMEW  MEXIy  OTAEeNaMH, HEONTUMAaJIbHBIM
pacmpesieieHieM poJieil U OTCYTCTBHEM €IMHOM IMPOILIECCHOW JIOTHKH. B 3THX
YCIIOBHUSIX PEUHXUHUPHHT OW3HEC-TIPOIIECCOB BBICTYIA€T HE TOJBKO Kak
CPEICTBO OPTaHMU3AIMOHHOTO OOHOBJIEHUS, HO W Kak (PaKTOp MOBBIIICHUS
KOMMEPYECKON pe3yJIbTaTUBHOCTH, IO3BOJISIONIMA YCKOPUTH OOCITYKUBaHHE
KIIMEHTOB, CHU3HUTh MIOTEPU HA MPOMEKYTOUHBIX 3TAMAX U CO3/1aTh YCIOBUS IS

MaCIIITa6I/IpOBaHI/I${ IMpoaax.

[enpro 1aHHOM CTaTHU SBJISETCS PACCMOTPEHUE PEMHKUHUPUHTA OU3HEC-
IIPOLIECCOB B KOMMEPYECKUX OpraHU3alMsIX Kak (pakTopa pocTa BbIpyUKH. Jlis
JOCTHKEHHSI ~ MOCTABIEHHOW IIeI  HEOOXOAMMO  pAcCKphITh  CYUIHOCTh
PEeMHXUHUPHUHTAa OU3HEC-TIPOLIECCOB, ONPEAENUTh €ro 3HauyeHue IS
KOMMEPUYECKON JIEATENbHOCTH, IPOAHAIN3UPOBATh OCHOBHBIC HAIlPaBJICHUS

IPOLIECCHON TEPECTPOMKH, BIMSIONME HAa (PUHAHCOBBIM pe3ysbTaT, a TaKKe
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BBIAIBUTH IIPCUMYIICCTBA MW OI'PAHUYCHHUA JAHHOTO IIOAXO0Ad B IIPAKTHUKC

COBPCMCHHBIX OpFaHHSaIII/Iﬁ.

CylmHOCTh PEeMH:KUHUPHUHIa OM3HEC-NPOLECCOB U €ro 3HaYeHue JIsl

KOMMepqECKOﬁ OpraHmsanvun

PeurxvHUpUHT OHM3HEC-TIPOLIECCOB TPEJCTABISAET COO0OM TOIXOI K
YIPaBJIECHUIO OpPTraHU3allie, OCHOBAHHBIN Ha PaJMKaIbHOM MEPEOCMBICIECHUH U
NIyOOKOM TEpecTpoiKe KIIIOUEBBIX MPOIECCOB C IEIbI0  JOCTUKEHUS
CYIIECTBEHHBIX YJYUYIIEHUNA B TMOKa3aTeNsX JESITeNbHOCTH. Ero cCymHoCTbh
3aKJIF0YAETCSl HE B YACTUYHOM COBEPIICHCTBOBAHUHW OTJEIBbHBIX OINEpAIUH, a B
MEePECMOTPE BCEUM JIOTUKHU BBIMOJHEHUS PadOThI, pacrpeiencHus (QyHKIUM,
JBUKEHUST MHPOPMALUA U B3aUMOJEHCTBUS MEXIY MoApa3aeieHusaMu. Takoit
MOAXO0JI OPUEHTUPOBAH HAa YCTpAaHEHUE YCTapEBIIMX CXEM, OpraHW3aIMOHHBIX
Pa3pbIBOB U MPOIEAYpP, KOTOPHIE MPEMSITCTBYIOT JOCTHKEHHUIO 00Jiee BBICOKOM

pe3yIbTaTUBHOCTH [1].

B kommepueckoil opraHu3aliy 3HAYEHUE PEUHKUHUPUHTA OCOOEHHO
BEJIMKO, MOCKOJIbKY €€ (DMHAHCOBBIM PE3yJbTAT HANPSIMYIO 3aBUCUT OT TOTIO,
HACKOJIbKO OBICTPO M COIJIACOBAaHHO BHYTPEHHME IHPOLECCHl MpeoOpa3yroT
KJIMEHTCKUM HHTEpeC B 3aKIIOUCHHYIO CJHEJIKY M MOCIEIYIOUIYI0 BBIPYUKY.
Jlaxxe mnpH HaIMYUMM YCTOMYMBOIO CIIPOCA KOMIIAHHS MOXKET TepATh
3HAYNUTEIBHYK 4YacTh JOXO0JA M3-3a 3aTAHYTBIX COIJACOBAaHUM, HEYETKOIrO
pacnpeneneHusi OTBETCTBEHHOCTH, AyOJHpOBaHUsA (YHKUUNA M 3aJepKEK Ha
JTamax mnepefaud MHPOpMAlMU MEXIy oOTaeidamMu. B MomoOHBIX yCIOBHUAX
npoOiemMa 3aKIIYaeTcsl HE CTOJIbKO B HEIOCTAaTKE PHIHOYHBIX BO3MOXKHOCTEH,
CKOJIBKO B OIPAaHMYEHHOM CHOCOOHOCTM caMOM oOpraHu3auuu 3PQPEeKTHBHO

HCIIOJIBb30BaTh HMGIOIHPIﬁCH KOMMep‘IGCKHﬁ IIOTCHOHMAJI.
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PenHXMHUPUHT MO3BOJISIET PaCCMATPUBATh JIEATEIHLHOCTh KOMITAHHH KaK
CUCTEMY B3aMMOCBSI3aHHBIX IIPOIIECCOB, KaXKJIBIH W3 KOTOPBHIX BIMSICT Ha
CKOPOCTh OOCITY)KMBaHUSI KIMEHTA, KAa4€CTBO B3aMMOJICUCTBUS W HTOTOBYIO
KOHBEPCHIO. DTO OCOOEHHO BaXKHO IS KOMMEpYECKOW cdepbl, Te Jrodoe
3aMeJieHue Ha JTane o0paboTKM JHjaa, TMOJATOTOBKU — MPEJIOKEHUS,
COTJIaCOBaHUS YCIIOBUW WM 3aKPBITHS CHICTKHA YBEIUYMBACT JJIUTEIHHOCTD
sales cycle wu moBbimaer puck notepu  kKiueHta. (ClieoBaTeNbHO,
PEUHXKUHUPHUHT OW3HEC-TIPOIIECCOB BBICTYINAET HE TOJBKO KaK HHCTPYMEHT
OpPTraHM3AIMOHHOTO MPEe0Opa3oBaHus, HO M Kak crocod (GopmupoBaHus Ooiee
YCTOWYMBONW MOJICIM POCTa BBIPYYKH 3a CYET YCTPAaHEHUS BHYTPEHHUX

0apbepoB ¥ MOBBIIIECHUS 00IIEH YIPaBIIEeMOCTH KOMMEPYECKOM eI TETbHOCTH.

OcHOBHBIE HanpaBJCHUS PEMHKUHUPHUHIA 61/13Hec-11p011ecc013 Kak

(axTopa pocra BbIpYyYKH

Brnusnue peuwHXKUHUpPUHTa OW3HEC-TIPOIIECCOB HA POCT  BBIPYYKHU
MPOSIBISIETCS. MPEXKAE BCETO YEPE3 MEPECTPOMKY TEX YUYACTKOB JESITEIBHOCTH,
KOTOpPBIE HEMOCPEACTBEHHO CBSI3aHbl C JBHXKEHHUEM KIHMEHTa, CKOPOCTBIO
NPUHATHS PEIICHUN M CIOCOOHOCTHhIO OpTraHM3allUM JIOBOJUTH KOMMEPYECKOE
B3aUMOJICMCTBUE N0 pe3yabrara. OJHUM U3 BaXXHEHMIIUX HAIMPABICHUW TaKOU
NEePECTPONKU SIBIIIETCS BBIABICHHE U ycTpaHeHue bottlenecks, To ecth y3kux
MECT, 3aMeIAI0IIUX MMPOXO0KICHHUE MTPOLIECCOB U CO3AKOLIMX ITOTEPU BPEMEHHU
HA KPUTHUYECKU 3HAYUMBIX dTanax. B KoMMepuecknx opraHu3alusIX Mojao0HbIe
OTPaHUYCHHS HEPEAKO BO3ZHUKAIOT IMIPU MEepeaadye KIMEeHTa MEXAY OTAEIaMu, Ha
CTaJIMM COTJIACOBAHUSI KOMMEPYECKUX YCIIOBUHM, IPU MOATOTOBKE JTOKYMEHTOB
WIM B IIpOLECCE BHYTPEHHErO0 YTBEpXKICHUS pemeHud. WX ycrpaHeHue
MO3BOJISIET HE TOJIBKO YCKOPHUTH OINEpPAld, HO U COKPATUTh YHUCIIO KIIMEHTOB,

TEPAIOLINXCS A0 3aBEPIUIECHUS CACIKH [3].
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Cy1ecTBeHHbIM HaIlPaBJICHHUEM PEUHKUHUPUHTA BBICTYIIA€T
CokpaieHue anurenbHocTu sales cycle. Uem Oosnbliie BpeMEHU MPOXOAUT
MEXTy TIEPBUYHBIM OOpaIieHneM KIMEHTa U 3aKIIOUCHUEM CJICIKU, TEM BBIIIE
BEPOSITHOCTh CHWKEHMSI HMHTEpECca, yXOJa K KOHKYpPEHTaM WM MOTEepU
aKTyaJlbHOCTH mpeanoxenus. [loaTomy mepecTpoiika NMpoLEecCOB B CTOPOHY
OOJBIIEH CKOPOCTH, MPO3PAYHOCTH W COTVIACOBAHHOCTH CO3/Aa€T TPSIMBIC
OPEANOChUIKM JIJIE POCTa BBIPYYKH. ITO MOXKET JOCTHUTaThCsi 3a CUeT
COKpallleHUsI 4YHCjia TPOMEXKYTOUYHBIX JTaloB, VYIPOIICHUS BHYTPEHHHUX
COTrJlacoBaHUM, mepepacupeiesieHUs] TOJTHOMOYMNA U BHEApPEHUs 0oljiee 4eTKUX
perIaMeHTOB B3aUMOJICUCTBUS MEXAYy TMojpasjiefieHusMu. B pesynbraTe
OpraHu3aIysl MOJy4aeT BO3MOXKHOCTh OBICTpPEE pearupoBaTh Ha 3aIIPOCHI PhIHKA

¥ YBEJIIMYMBATH 000PAYMBAEMOCTh KOMMEPYECKUX OTepaIuil.

Eme ogHuM 3HaYUMBIM HampaBlICHUEM SIBIISIETCS TepepacipeielicHue
(GYHKIIMA ¥ OTBETCTBEHHOCTH MEXIy TNOapa3AeneHussMu. Bo MHoOrmx
KOMMEpPUYECKUX OpraHu3alusX MMEHHO HEYETKOCTb pOJIEl CTaHOBUTCS
NPUYMHON TyOnupoBaHus AEUCTBUH, yIpaBIeHYECKON eperpy3Ku U CHUYKEHUS
Ka4yecTBa KIMEHTCKOTO IyTH. PEeMHXUHUPUHT MO3BOJIIET BBICTPOUTH OoJjee
JOTUYHYIO TMPOLECCHYIO apXUTEKTypy, HpU KOTOPOH KaXKIbld 3Talm HMeeT
NOHATHOTO HWCIIOJIHUTENS, W3MEPUMBIA pe3yibTaT M SCHYIO CBS3b C
NoCJIeayoNIell cTaaneil. IT0 OCOOEHHO Ba)XXHO B TEX Clydasx, KOIJa pOCT
BBIPYYKH 3aBUCHT HE TOJBKO OT YCWIMH OTAena TNpoaaX, HO H OT
COIJIACOBAHHOW pabOThl MAapKETHHIra, KIMEHTCKOTO CEpBHCA, OMEPAlMOHHOTIO

0JI0Ka, aHATUTHKU U PYKOBO/ICTBA.

HemanoBakHoe 3HaueHHUE MMEET IOBBIIICHUE IIpO3PavyHOCTHU IIPOLICCCOB
N CHHKCHUEC IMOTCPb KIIMCHTOB HA IICPEXoaax MCXKAYy dTallaMu BBaHMOﬂCﬁCTBHH.
Eciun kommaHuss He KOHTPOJIMPYET, TA€ HMCHHO 3aMCIJIICTCA JIBHIKCHHC

CICJIKHM, Hd KAaKOM OJTallC KIIMCHT IIPCKpAIlaCT KOMMYHHKAIIUIO HWJIN ITOUYCMY
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3asiBKa HE JIOXOIWT J0 (PHHAIBLHOTO pe3ylibTaTa, OHA (PAKTUIECKH TepseT YacTh
BBIPYYKH W3-32 OTCYTCTBUS YNPABIIEMOCTH. PEHHKUHUPHUHT B JaHHOM Clydae
CO371a€T OCHOBY JIsi OOJie€ TOYHOTO KOHTPOJISI, CTAHIAPTU3AINA U U3MEPEHUS
KITFOUEBBIX JTAllOB KOMMEPYECKOHN JESITENbHOCTU. TeM caMbIM POCT BBIPYUYKH
CTAaHOBUTCS CJICJACTBHEM HE TOJIBKO YBEIMUYCHHUS PHIHOYHON aKTMBHOCTH, HO U
BHYTPEHHEW CIIOCOOHOCTH OpraHu3anuu ObICTpee, TOYHEEe W CTaOWIbHEe

peoOpa3oBbIBaTh KOMMEPUYECKHUE BOZMOXKHOCTH B (PUHAHCOBBIN pe3yibTaT.

IIpeumyiecTBa M OrpaHUYeHUs] PeMHKUHUPUHIa OU3HEC-TIPOIECCOB

B KOMMEPUYECCKHUX OPraHu3anusax

Penn:xuHupuHT OHM3HEC-IIPOLIECCOB oOnagaer 3HAYUTEIIbHBIM
NOTEHIMAJIOM KaK MHCTPYMEHT HOBBILIEHHSI KOMMepUecKor 3((HEKTUBHOCTH U
pocta BbIpyukH. Ero OCHOBHOE MpPEMMYILECTBO 3aKJIIOYAETCS B BO3MOKHOCTH
JNOOUTHCST HE JIOKAJIbHBIX, @ CHCTEMHBIX YIIYyUIIEHUH, 3aTParuBaroIlUX BCIO
JOTUKY paOOThl OpraHu3alyy. 3a CUeT YCTPaHEHUs HU30BITOYHBIX ONEpalui,
COKpAIIeHUs] BPEMEHHBIX MOTEPb, 0OJee YETKOTO pacmpenencHus QyHKUUN H
COrJacoBaHUs JCHUCTBUU MEXAY MOAPA3ACICHUAMH KOMIAHUSA IOJIy4aeT
BO3MOXHOCTh YCKOPUTb OOCIY>KMBAHHE KJIMEHTOB, MOBBICUTH KOHBEPCHUIO U
COKpaTUTh NOTEPU HA IPOMEKYTOUHBIX 3Talax B3auMojaeicTBus. B pesynbrare
pOCT BBIPYUKHM CTAHOBUTCSI CJEICTBUEM HE TOJBKO BHEIIHEW pPHIHOYHOU

AKTUBHOCTH, HO 1 BHYTPCHHET'O IMOBBINICHHA PE3YJIIbTATUBHOCTHU OousHeca.

BaxkHbIM penMyI1eCTBOM PEUHKUHUPUHTA SABJISIETCS TaKXKE MOBBIIICHHUE
yIOpaBIsieMOCTH KOMMEpYECKMX mpoueccoB. I[lpu Hamuuum mnpo3padHoit
MPOIIECCHON  CTPYKTYpbl OpraHu3alusl TOJy4aeT BO3MOXKHOCTh TOYHEE
KOHTPOJIUPOBATh JABWXKEHHE KJIMEHTA, BBISIBJISATH MPOOJIEMHBIE ydacTKu sales
cycle, olleHMBaTh HArpy3kKy Ha TOJpa3lejeHUusi W ObICTpee MNPUHUMATH
KOPPEKTUPYIOIIME pELIeHUsd. ITO CIOCOOCTBYET HE TOJbKO YBEIUYEHUIO

TEKyllel BBIpYYKH, HO u (opMmMupyer ycioBus IS JaIbHEHUIIEro
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MaciitabupoBanus OuszHeca. Kpome TOro, peMHXMHUPHUHT CIIOCOOCTBYET
YIYUIICHUIO Ka4eCTBAa KJIMEHTCKOTO IMYTH, TOCKOJIbKY YMEHBIIAET KOJIUYECTBO
cOoeB, 3aJepKeK M IMPOTUBOPEYUN BO B3aHMOJICUCTBHU C KOMIIAHHUCH, YTO
MTOJIOKUTEBHO BIIMSIET HA JIOSUIBHOCTh KJIMEHTOB UM BEPOSITHOCTH MOBTOPHBIX

IPOJAK.

BMecte ¢ Tem BHeApeHUE PEUHXXUHHUPHHTA CBSI3aHO C  PSAIOM
orpanuveHuii u puckoB. lIpexne Bcero, riay0okas mepecTpoiika MpoIEecCOB
TpeOyeT BBICOKOW YINPaBIEHYECKOM TOTOBHOCTH, TOYHOM JIUArHOCTUKHU
CYIIIECTBYIOIUX MPOOJIEM B CITOCOOHOCTH OPTaHU3AIMH MTPOBOIUTH H3MECHCHUS
IIOCJICIOBATENBHO U CHUCTEMHO. lIpM HemocTtaTouHOM IOHMMAaHWM IPUYMH
HU3KOM 2(P(DEKTUBHOCTH CYHIECTBYET PHUCK COCPEAOTOUYUTHCS HA BHEIIHHUX
NPOSIBIICHUSIX TPOOJIeM, HE YCTpaHSsl WX WCTOYHUKH. JlOMOTHUTEIBHON
CJIOKHOCTBIO SIBJISIETCSI COIPOTHUBIIEHUE NIEPCOHANA, KOTOPOE MOKET BO3HUKATH
BCJICJICTBUE M3MEHEHUS MPUBBIYHBIX  POJIEH, nepepacupeacaeHus

OTBETCTBEHHOCTH U YCUJIEHUSI KOHTPOJIS HAJl pe3yJibTaTaMU JIEATEIbHOCTH [4].

Kpome Toro, pemH>XHHUPUHT TpeOyeT BPEMEHHBIX, OPTaHU3AIMOHHBIX U
HepeaKko (MHAHCOBBIX 3aTpaT, YTO JEJaeT €ro peajln3aluid OCOOCHHO
YYBCTBUTEIBHOU JIsi KOMIIAHUM C OrpaHUYEHHbIMU pecypcamu. OmuOKku Ha
JTame TMPOEKTUPOBAHUS HOBBIX IMPOILIECCOB CIOCOOHBI MPUBECTH HE K
YCKOPEHUIO, a K JIOMOJTHUTEILHOMN Je30praHu3aiuu padoThl, BpeMEHHOM TOTepe
YOPaBISIEMOCTH W CHUXEHHUIO KadecTBa OOCIYyXUBaHUS KIMEHTOB. Takum
o0pa3oM, pEeMHXUHUPUHT OU3HEC-TIPOIIECCOB B KOMMEPUYECKHUX OpraHU3aIUsIX
CIeAyeT paccMaTpuBaTh KaK NEPCHEKTUBHBIA, HO CIIOXKHBIA HMHCTPYMEHT,
3 (PEKTUBHOCTL KOTOPOTO OIpESIseTCs] HE TOJIBKO MacIITaboM H3MEHCHHH,
HO M KAu4eCTBOM HX IIOATOTOBKH, BHEAPECHUS U  IOCIEIYIOIIErO

COITPOBOXK/ICHHSI.
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Peur>xuHUpUHT OU3HEC-TIPOIIECCOB B KOMMEPUYECKHX OpraHU3aIlMsIX
NpeACTaBsIeT COOOM BakKHBIM (PAaKTOpP pOCTa BBIPYUKH, MOCKOJBKY MO3BOJISET
YCTpPaHUTh BHYTPEHHUE OTPAHUYCHHUS], 3aMEJUISIONINE JBUKECHHE KIHEHTa U
CHIKAIOLIME PE3YJIbTATUBHOCTE KOMMEPUYECKON AeATeNbHOCTU. [IpoBeneHHbIN
aHaJu3 TOKa3bIBAET, YTO POCT BBIPYYKH BO MHOI'OM 3aBUCUT HE TOJIBKO OT
o0beMa crmpoca W aKTUBHOCTH MPOAAXK, HO M OT CHOCOOHOCTH OpTaHU3AINH
OBICTPO, TOCIIEOBATEIBHO U 0€3 MOoTeph MNPeoOpa3oBbHIBAaTh KOMMEPUECKHE

BO3MOXHOCTH B (PUHAHCOBBIN PE3yibTaT.

Ocoboe 3HaueHHWE PEMHXUHUPHUHT TPHOOpPETaeT B YCIOBUSAX, KOTJA
pa3BUTHE KOMITAHUM cAepKuBaeTcs bottlenecks, 3aTsHyThIMU COTIIaCOBaHUSIMH,
HeA((DEKTUBHBIM pacnpeeneHneM GyHKIMNA U HEA0CTaTOYHON MTPO3PAUYHOCTHIO
sales cycle. Ilepectpoiika OW3HEC-IPOIIECCOB B TaKUX YCJIOBHUSX CO3/a€T
NPEINOCHUIKH JIJIsl TIOBBIIICHUS KOHBEPCHUH, YCKOPEHUS OTEpaIfii, yIyqIieHus
KJIMEHTCKOTO TMyTH M 0ojiee paloHaIbHOTO HCIIOIB30BAHUS BHYTPEHHHUX
pecypcoB. Tem camMbIM PEMHXKUHMPUHT BBICTYNAET HE TOJIBKO KaK CpPEJICTBO
OpraHU3alMOHHOTO OOHOBJICHHUS, HO U KaK MHCTPYMEHT (opMUpOBaHuUs Ooliee

YCTOMYMBON U MacIITaOHpyeMOi MOJIEIH KOMMEPYECKOIO POCTa.

B nmenoM MoOXHO caenatb BbIBOJA, UYTO HaumOoabwui  3d@ext
PEUHXUHUPHUHT OH3HEC-TIPOLIECCOB JAeT TOrJa, KOrjJa OH 3aTparuBaeT He
OTJEJIBHBIE DJIIEMEHTHI JIEATEIIBHOCTH, & LEJIOCTHYK CHUCTEMY B3aWMOJEHUCTBUS
nojipaszieJieHui, HGOPMAIMK U KJIMEHTa BHYTpH opranu3anuu. IMeHHo Takon
MOJIXO0J1 TO3BOJISIET PACCMATPUBATh MPOIIECCHBIE MPe0oOpa30BaHUs KaK OJUH U3
KJITIOYEBBIX (PAKTOPOB TOBBIIIEHUSI BBIPYYKH B COBPEMEHHBIX KOMMEPUYECKUX

OpraHu3anuax.
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