WNHHOBALMOHHbIE TEXHOOMNN B TeKCTWUNbHON
N Nerko MPOMBILLJIEHHOCTMU
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PrcyHOK 1- BepMOHTCKMIA nokasaTenb «MCTUHHOIO CYACTbA»
McTounwk: [1]

[NnA KONM4ecTBEHHOW OLEHKM.-(haKTOPOB MCMONb30Ba/CA MeTOA aHKeTupoBaHus. Kaxpas o6nacTb OLeHUBa-
nacb B gmanasoHe ot 140 5 6annoB, ncnonb3ya 5-6an/bHYI0 LIKany OLEeHKM OTBETOB Ha BOMPOCHI. 1- Kak camblii
HU3KMIA 6ann n 5 - Kak camblii BbICOKWA. PakTop «[0ocyAapCTBEHHOE ynpaBneHne» noayunn camblii HU3KuUiA 6ann -
«3». Mpumep Bonpoca: «Hackonbko Bbl yA0BneTBOPEHbI paboToi, KOTOPYH MPOBOAAT MeCTHble BAactTu B Bawem
ropoae?» - 28,8% 6binnN He YAOBNETBOPEHDI.

dakTop «pacnpegeneHme BPEMEHW» OLeHMBaCA No Bonpocy: «[oBoMbHbI A1 Bbl pacnpegeneHneM BpeEMEHU,
KoTOpoe Tpatute Ha paboTy M BpemMeHeM Ha Apyrve acrnekTbl CBOEW XWU3HU?» - 28,3% O6bln HeJ0BONbHbI WM
0YeHb HeJ0BOMbHbI.

Llenb 3T0ro mccnefoBaHus - iyde NOHATb HalW 06LMe LLeHHOCTU M Kak 06LLecTBO MOXeT YKpenuTb 1 6onee
MONOXKMNTE/IBHO COAENCTBOBATL NyylleMy 6/1aronofyymio cemein naetei.

CnNCOK NCMOMb30BaHHbIX MCTOYHUKOB
Vermont Happiness and Wellbeing Study 2013, commissioned by Gross National Happiness USA, Waitsfield,
Vermont and conducted by the Center for Rural Studies, University of Vermont.

YK 658

Y)KecToYeHne  KOHKYPEHUMM Ha paHke NoTpebuTeNbCKMX TOBapoB W pasBuThe ~MHAOPMaLMOHHO-
KOMMYHVKALWOHHBIX TEXHOMOTUIA CTUMYNMPOBaNN NPeAnpuUATUA NIETKOA MPOMBbILLIEHHOCTM K NOMCKY HOBbIX KaHa-
N10B cObITa U METOA0B KOMMYHUKALMN C KINEHTaMW.

MNHHOBALUMOHHLIM Hanpas/ieHMEM COBEpLUEHCTBOBAHWUA MOIMTUKN NPOABWKEHUS sBnseTcs BHeapeHue CRM-
cuctem. BHegpeHue CRM-cucteMbl NO3BOAUT M30exaTb MHOMMX npobiem, Tak Kak BCe fAaHHble O KAMEHTax u
caenkax 6yayT XpaHWTbCA B OAHOW 3alLMLLEHHON 6a3e AaHHbIX C pasfensieMblM AOCTYNOM. YMEeHbLWUTCA BEPOST-
HOCTb WCKaXKEHUA N (DanbCUdUKaLUN AaHHbIX O cAefike. Takke cucTeMa MO3BOJIUT YUUTbIBATL UHAWBUAYabHbIE
0COGEHHOCTM, NPEANOYTEHNS K/IMEHTA, €ro 3HaYMMOCTb A1 KOMMaHWW. MOXKHO No3TanHo NpocieinTb, Kak ocylue-
CTBNAETCA CAEeNKa. A caMblM TNMaBHbIM ABMIAETCA TO, YTO MPU YBONLHEHUN MeHe[yKepa NpeAnpusatne He notepser
H/ OAHOTO KNMEeHTa, Tak Kak BCA MH(opMaLuus o noTpebutenax u caenkax 6yaet xpaHutbca B 6a3e AaHHbIX. BHe-
apeHne CRM-cuctembl (Customer Relationship Management) moxeT chopmupoBatb 6a3y AaHHbIX NapTHEPOB Ha
npeanpusaTMn. TEXHONOTUA yrnpaBfieHNs B3aMMOOTHOLWEHMAMN ¢ KnneHTamu (CRM) HaumHaeTtca co CTPYKTypu3a-
UMM 3HaHWIA O CBOMX KNMeHTax. Takum o6pa3om, paboTa Hag KIMEeHTCKON 6a3oii, ABMAeTcs NepsbiM LUAroM BHe-
ApeHus TexHonorum CRM. ®opmupoBaHWe 6a3bl AaHHbIX NAapTHEPOB MOXHO OCYLLECTBAATb C WCMO/Ib30BAHNEM
nporpammMHbIX npogykros CRM. BHegpeHue CRM-cuctem Ha npefnpuAtTUAX AOMKHO OCYLLECTBAATLCA Ha OCHOBE
PeVHXUHUPUHTa 6U3HeC-NpoLeccoB. MeTofoM0rnsA PenHXNHNPUHTA 63HEC-NPOLECCOB paccMoTpeHa B paboTe aB-
Topa [2].

CerogHsi Hanbonee BocTpeboBaHHble B nocneaHee BpeMs CRM-nporpammbl: Microsoft CRM, Sales Expert,
Quick Sales, SAP CRM, Terrasoft. 3HaunTencHy nosuvumio cpegu cuctem CRM B pasnunyHbIX crneumannsaymax
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NHHOBAUWOHHbIE TEexXHoNoru1 B TeKCTWUNbHO
1 nerkoin NMPOMBbILLINIEHHOCT K

Kak A8 KpYnHoro, Tak n Ansa cpefHero 6usHeca 3aHumaetr CRM-cuctema Sales Expert n Quick Sales. Hanbonee
npesnoYTUTENbHOW NS TEKCTU/bHbIX, LWBEMHbIX U 06YBHbIX npeanpuatuii sisnsetca CRM- nporpamma Quick
Sales 2. OCHOBHble BO3MOXHOCTW AaHHON MpOrpamMmbl BbIFISAAT CAedyowmum o6pasom.

CosfaHue cnvcka K/IMeHToB, T.e. hopMunpoBaHme 6a3bl JaHHbIX KINEHTOB (PUCYHOK 1).

PucyHok 1- CnucoK KNMeHToB
Wetounnk: [1]

dopMUpPOBaHUE KaPTOUKM. KINEHTA (PUCYHOK 2).

PucyHok 2 - KapTouka K/veHTa
CobcTBeHHas paspaboTka ¢ Mcnorb3oBaHrem aemo-eepeun Quick Sales

MONCK KNMEHTOB, T.€. MOXXHO CpVIJ'IprOBaTb K/IMEHTOB MO NHOObLIM KpuUtepuam.
KaneHpgape. Iﬂ,aHHbll‘/’I MOAyNb NO3BONAET. CMOTPETb CBOW M/laHbl Ha CerogHA; He TOJIbKO Ha CerogHs; He T0J/1b-
KO CBOW; aHann3npoBaTb KOHTaKTbl C K/IMEHTaMW.

KOHCTPYKTOp OTYETOB aHa/orMyeH CBOAHbIM Tabnuuam B Excel, BbIGMPAeTCs; uTo JO/KHO ObiTh B CTON6LAX,
UTO B CTPOKAX M CTPOUTCS OTYET (PUCYHOK J).

OTyeThl
iMapanatp*.  PesynbTat
Caopmbyfl  A»<arpaHHa  [latan*-m>
Krpa -
@S/MAV6  3i.0i.200: 20.02.2007 31.03-2007 Wroro:
p*H*a M ECW 3 150440 420728 752175
Mea* £«a 0.00 6016.64 261.00 7077.64
4«p-0ae 0.00 503.93 4100.00 4 003.95
= O3eposa 1400.01 2205.26 50.00 3722.07
Capa-oa 1310.01 2244.00 0,00 3554,01
O-»*-*- 030.00 0.00 2007,32 203752
KOCTW-* 770,00 0,00 0,00 770,00
Amutprem 0,00 500,00 0,00 500,00
nonob! 3)3,12 0.00 0.00 335.12
CathoHoBa 0.00 55.2% 0.00 55.20
. Wroro: 050195 1302959 10625.00 31017.34

T300r 1YN4.AT

PUCYHOK 3 - Otuer

McTounmk:[1]
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UIHHOBaULIOHHbBIE MEeXHOI02UU 8 meKemuibHOU
U nieeKol npombilineHHocmu

MpoaHanusuposas paboTy nporpammbl Quick Sales 2, a Tawke AeATeNbHOCTb KOMMNaHWA, KOTOpbIe yXe UC-
nonb3ytoT CRM-cuctemy, MoXHO 0603Ha4MTE pesynisTaTthl NpumeHeHns CRM cuctemsl Quick Sales 2 Ha npeanpu-
ATUU:
— MeHefXepbl No Npogaxam cMmoryT paboTtatb ogHoBpeMeHHO ¢ 200-500 knueHTamu, NnoaAepxuBasa NOCTOSH-
Hble KOHTaKTbl C KaXAbIM U3 HKX;

— 3HA4UTEeNbHO COKPAaTATCA BPEMEHHble 3aTpaThl Ha NOWCK WMHopMaLuKM O HYKHOM KIWEeHTe, UCTOPUK ero
B3aWMOOTHOLLEHUIA C KOMNaHUeR N ero NoTpebHoCTAX;

— CHW3WTCHA NPOLEHT NOTEePb KIMEHTOB, C KOTOPEIMU MEHEAXEP Ui COTPYAHUKU ApYrMX NoApasferneHunii KoM-
NaHWu 3abbin BOBpeMs CBA3ATbCS, B pe3yrbTaTe Yero KMWeHT caenarn NoKymnky y KOHKYPEHTOB;

— MOBBLICUTCH Ka4eCcTBO 0OCNY>KUBaHWSA, YTO NPMBEAET K YBEMNWYEHUIO YUCNa NOCTOAHHBIX KITMEHTOB;

— CHW3WTCA paKTUYecku A0 HyMs BpeMS Ha COCTaBIieHue OTYEeTOB O MpojAenaHHoi paboTe [3].

CRM-TexHOMorMu HanpasreHbl, Npexae BCEro, He Ha CHUXEHWe M3gepxeK, a Ha yBenudeHnue npubeinu. Cne-
fJoBaTenbHO, 3aTpaTtel Ha CRM-NpoeKT cnegyeT paccMaTpuBaTh He TOSNbKO KaKk BIOXEHUS B ONTUMMU3aLWIo u3gep-
XeK, HO.U Kak MHBECTULMK B pacLuMpeHue BusHeca.

Kak nokaselBaloT AaHHble 3apyBexHbIX U POCCUWCKMX MHEOPMALMOHHBLIX areHTCTB, NPeAnpUsaTAS, UCMOMb3Yio-
wmre CRM-cuctemebl, MOTyT [OoBUTLCA BECbMa 3HAYUTENbHbLIX Pe3yfbTaToB, HanNpUMep Tak1x Kak:

* CHWXeHWe onepalUnoHHbIX U ynipaBneHdYeckux 3aTpaT Ha 15 - 20%;

* 93KOHOMMSA 0BOPOTHEIX CPpeAcTB Ha 3 - 5%;

* COKpallleHune Uukna peanusayuun npogykuumn Ha 25 - 30%;

* CHUXeHWe KoMMepyeckux 3aTpaT Ha 30 - 35%;

* YMeHbLUeHNe aebuTopckoii 3agomkeHHocTH Ha 10 - 15% [3].

OcHoBHEIE KaTeropun adpdpekToB oT BHefpeHua CRM MOXHO pasfenuTb Ha ABe rpynnbl. yBenuyeHue [oXo-
[OB; COKpalleHWe pacxojos.

CnucoK MCnofb3oBaHHbIX UCTOYHUKOB

1. CaWT nporpaMMHbIX npoaykTtoB Quick Sales n Sales Expert [OGnekTpoHHEIR pecypc]. — PexuM goctyna:
http://iww.crmpartner.ru/products/qs2/ screenshots/ picshow.php?piclD=1107. - JaTa goctyna: 10.04.2013.

2. Awesa, A. PEUHXUHUPUHI BU3HEC-NPOLIECCOB Kak ynpasneHyeckas UHHOBaLWA COBPEMEHHbIX OpraHusa-
uuid: meTogonorndeckunii acnekt / T.A. ‘Awesa, A.O. bnuHos // BecTHuk Butebekoro rocyjapCTBEHHOMO TeX-
Honoruyeckoro yHusepcuteta . — 2014. — Ne.26. — C. 147-160.

3. CRM Super Order [BnekTpoHHLIiA pecypc]. - Pexum Joctyna: http://crm-
service.com.ua/index.php?option=com_content&view=article&id=31:crm-&catid=4:2010-11-26-18-50-
17&Itemid=10. — JaTa goctyna: 15.04.2013.
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USING OF CONTRACT LEGAL ASPECTS IN IFRS FORMAT
REPORTING

Aliaksandr Buhayeu, professor
Vitebsk state technological university, the Republic of Belarus

As is known, a contract is an agreement between two or more parties that creates enforceable rights and obliga-
tions. New /FRS 15 Revenue from contracts with customers has established a separate transaction (as a part of a
contract) as the object of accounting (with rare exceptions), but not a whole contract as a set of rights and obliga-
tions to determine the income of the organization.

Thus it was emphasized the importance of taking into account the legal nature of the specific obligation on a par
with its economic content for the transaction price assessment.

Consequently, the legal nature of the obligation is not important only for the statement of comprehensive in-
come, but is important for the statement of financial position also.

However, in the context of IAS 15 the legal nature of the contract must be taken into account by the seller. But
the contract has at least two parties. Consequently, the legal side of the contract must be taken into account by the
other party, | mean the customer.

From our point of view, the legal characteristics of contracts should be taken into account in the presentation of
assets and liabilities in financial reporting also. The performance obligations is related to the transfer the goods or
services. At the same time the performance obligation is accompanied by the emergence, change and termination
of specific property rights.

Therefore, it is impossible to present correctly assets and liabilities in the financial statements and on the ac-
counts without legal identification of the specific contract and its constituent obligations, and without legal identifica-
tion of arise and terminate property rights.

In our view, the legal identification of the obligation type and form of property rights is to establish for
each contract:

1. What type of the contract (i.e. supply, sale, barter, etc.) is the performance of an obligation?

2. What is an enterprise agreement party? It is, is the company a seller or customer, lessor or lessee, etc?

3. What are the property rights arisen or terminated as a result of performance obligations (ownership, real

rights, right of possession, right to dispose of, right to use, etc. etc.)?
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