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OpenERP-ERP(Enterprise  Resource Planning) 1 CRM(Customer Relationship
Management) cuctema 11e niporpamue 3ade3neueHHs(I13) 3 BIIKpUTUM KOJOM ISt YIPaBITiHHS
MiITPUEMCTBOM, 110 TommuproeThes 1o minensii GPL(General Public License, BinbHa TineH3is Ha
13, opienToBana Ha cepBepHi BeO-miporpamu) OcobamBocti CRM B OpenERP e rHydkicTh i
3HAQYHUI PO3BHTOK B YIPAaBIiHHI BCIMa aclieKTaMH MapTHEPCHKUX BiJHOCHH. 3a JIOTIOMOTOO
AHATITHYHUX 1HCTPYMEHTIB BIJICIIIKOBYIOThCS MPOJAYKTUBHICTH, aBTOMATH3AIlis JaHUX Ta IPO-
I[eCiB, IO MPU3BOJATH KOMIMaHiO J0 miaBuineHHs epekTuBHOCTI. ¥ OpenERP, indopmariiero
OOMIHIOFOTBCS 32 JIOTIOMOTOIO €JICKTPOHHOT TOIITH , KaJICHIapiB 1 TaJHKETIB 3 MiHIMAJIGHOO JI€3-
oprasizauii AisUTbHOCTI IPH NMEPIIOMY BUKOPHCTAHHI CUCTEMH

OcHoBoro (ynkmionyBanass CRM-cucremMu € meHTpaitizoBaHa Oasza manux (BJI), mo
00CIIyroBy€ BECh IIPOIEC B3aEMOBITHOCHH 3 KJTIEHTAMU Ha BCiX Horo eramax. Y 3B’Ky 3 IUM,
HaWOLIBII MONIMPEHOO pealtizaii€ero, Mo 3ade3neuye MaKCUMaIbHO eeKTUBHY OpraHi3alfio,
€ BHUKOPHMCTaHHS KJII€HT-CEPBEpHOIr0 MPUHIMITY B3aeMoiil. JlogaTok, Sk mpaBMIO peani3oBa-
HO Y GOpMi «TOHKOTO» KIIIEHTA, TOOTO KOPHCTYBadi OTPUMYIOTH JOCTYII J0 iH(popMaIlii, 1o
30epiraeThcs B IIEHTpaIi30BaHiil 0a3i JaHUX 3a JOOMOTOI0 BeO-0Opay3epa.

AnaniTiaHa yactrHa QyHKIioHaTy CRM-cepBepy Moke BKIIFOYATH B ceOe JIBI CKJIaJI0-

Bi YacTWHU: cucTeMu yrpasiinHs 6a3zamu nanux (CYBJI) ans 30epiranss 1 6a30Boi 00poOKu
inpopmarii Ta inctpymert OLAP (online analytical processing, aHaiTnaHa 00poOKa B pea-
JHHOMY Yaci) - TeXHOJIOTisi 0OpoOKku iH(opMmalii, o BKIOYaE 0QOpPMIICHHS 1 IMyOJiKaIio
3BITIB 1 MokyMeHTiB. OnHieto 3 ¢popM ¢yHKmionyBaHHI CRM-cucteM € opeHza. Y TakoMy
BUIIAJIKY Bce Mporpamue 3abe3nedenHs, HeoOxiaHe Uit poootu CRM, HajaeThes mocTavyaib-
HAKOM 1 3HAXOJUThCA Ha #Woro cepmepi. JIOCTYN JI0 HBOTO 3IMCHIOETHCS KOMITAHIEIO-
3aMOBHHKOM Ha OCHOBI opeH . OKpiM IporpaMHOro 3abe3nedyeHHs MpoBaiiiep Mociyr Ha-
Ja€ arapaTHi iatGopMu, MepekeBy iHQPACTPYKTYpy Ta 3a0e3reduye HaBUaHHS MEPCOHAIY.
Haituactime ne mopori, roToBi abo ajanToBaHi MiJi KOHKPETHOTO 3aMOBHHMKA CUCTEMH. [H-
moro (opMoro (YHKITIOHYBAaHHS € PO3rOPTaHHS CHCTEMH 3 BUKOPUCTAHHIM iHQPACTPYKTypH
oprasizaiii 3aMOBHHKA. ¥ TaKOMy BHMAJKy Ha CIyxkOy iH(opMamiifHUX TEXHOJOTIH MoKIa-
JAEThCS HE TIIBKU IMATPUMKA MPaIe3JaTHOCTI Ta CTa0lIBHOCTI CHCTEMH , alie 1, SIK IMPaBHJIO,
11 TOIIpaLtOBAHHS .

Buxopucranas CRM-cucteM e goniasHUM I 6araTthox (ipMm, oJHAK HAWOLIBITY KO-
pucte CRM npunocsts komnanisM i3 B2B B3aemoiero «business-to-businessy, 110 BUKOpHUC-
TOBYE METOJ] MIPSIMHAX MPOJAXKiB TOBAPIB i MOCIYT KiHIIEBOMY CIIOXXHBAa4YeBi, OCOOINUBO, Y BH-
najkax, Koy 6i3Hec KoMIaHil HOOy0BaHUI Ha oneparlisix 3 TPUBAIUM LUKJIOM iX 37iiicHEeH-
Hs. MOXITUBICTD BIJICTEXKHUTH iCTOPitO poOOTH 3 KIIIEHTOM, CIIPOTHO3YBaTH HOTO PEaKIlifo —
yci i HOKa3HUKH 301IbIIYIOTh IIAHCH KOMIaHIT Ha YCHIIIHE 3aBEpIICHHS YTOI!
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