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IIpornosupoBanue ypoBHsi UM(POBOro pa3BUTHS KJIMEHTa KAK HHCTPYMEHT JIA
(popMupoBanNs NPOAKTUBHBIX NpeaoxkeHnil B2B-npogykros
TeJIeKOMMYHHKAIIMOHHBIX KOMIIAHU I

AnnoTanus. HecMoTpst Ha pacTyiiiee BHUMaHHUE K OIICHKE ITUPPOBOM 3pEIIOCTH KOMITAHHIHA,
JaHHBIA TIOKAa3aTellb UCIOJb3yeTCs MPEUMYIICCTBEHHO CTaTHMYHO, KaK KPUTEpUH s
(GbopMHPOBaHUST TEKYIIETO MOPTPETa LENEBOH AyIUTOPHHA W TPEIIOKCHUS AKTyalbHBIX YCIYT.
Takoli MOIXOM YIyCKaeT BO3MOXHOCTH IPOAKTUBHOTO YIPABICHHUS KIMCHTCKUM IyTEM U
MPUBOJUT K 3ara3bIBaHINI0 KOMMEPUYECKUX MPEIOKeHUH. Bo3HUKaeT MOTpeOHOCTh B METO/IUKE,
MO3BOJISIONIEH MPOTHO3UPOBATh JUHAMUKY ITU(GPOBOTO PA3BUTHS KIIMEHTA, YTOOBI CBOEBPEMEHHO
npeiaraTh CJICIYIOIIUE IO CIOKHOCTH W IICHHOCTH MAapKEeTHHIOBBIC yCIyrd. B crarbe
000CHOBBIBACTCS ITEPEXOJ] OT CTATUYHOMN JTUATHOCTHKH K IPOTHO3UPOBAHUIO ITU(PPOBOTO PAZBUTHS
Ha OCHOBE MHTETPAIIUU JIBYX IOKa3aTelei: nHiaekca mudposoi 3penoctu (DMI), dopmupyemoro
W3 OIEPAIlMOHHBIX JIAHHBIX H WHACKCA WHHOBAIMOHHOCTH To3uImonupoBanus (MUII),
pPacCUYMUTHIBAEMOTO MyTEM KOHTEHT-aHAIM3a IyOIMYHBIX KOMMYHHKAIMK KIUMeHTa. BHenpenue
MPEUIOKCHHOTO  IMOJIX0/Ia TIO3BOJIET TEJIICKOMMYHHKAIIMOHHBIM — OIEpaTropaM Ipeaiarath
pEJICBAaHTHBIC TIPEJIOKCHHUS U YBEJIIMIMBATH JIOSUIBHOCTh B2B KiIMeHTOB.

KiaroueBbie cioBa: B2B-mapkeTHHT, TeIeKOMMYHHKAIIMOHHBIC KOMITAaHUH, LU(pOBas
3penocts (Digital Maturity), mporHo3upoBaHue pa3BUTHS, IPOAKTUBHBIE TPOAAXKH, TPETUKTUBHAS
AHAJIMNTHKA, WHICKC WHHOBAIIMOHHOCTH MO3UIIMOHUPOBAHUS, YIIPABJICHUE JKU3HCHHBIM ITHKJIOM
kinuenTa (CLM), 6onbine nanusie (Big Data).
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Forecasting the level of digital development of the client as a tool for forming proactive
offers of B2B products of telecommunication companies

Annotation. Despite the growing attention to assessing the digital maturity of companies,
this indicator is mainly used statically as a criterion for forming the current portrait of the target
audience and offering relevant services. This approach misses the opportunity to proactively
manage the client's path and leads to a delay in commercial offers. There is a need for a
methodology that allows predicting the dynamics of a client's digital development in order to offer
marketing services that are next in complexity and value in a timely manner. The article
substantiates the transition from static diagnostics to forecasting digital development based on the
integration of two indicators: the digital maturity index (DMI), formed from operational data, and
the Positioning Innovation Index (IIP), calculated by content analysis of the client's public
communications. The implementation of the proposed approach allows telecommunications
operators to offer relevant offers and increase the loyalty of B2B customers.

Keywords: B2B marketing, telecommunications companies, Digital Maturity,
development forecasting, proactive sales, predictive analytics, positioning innovation index,
customer lifecycle management (CLM), Big Data.

BBenenue

CoBpeMeHHBIN dTam pa3BUTHS JKOHOMUKH XapaKTepu3yercs TiyOokod 1udpoBoit
Tpancopmarmen KIOYEBBIX OTpacield. TermekoMmyHHKanmoHHbIe KommaHuu («MTCy,
«Ounaitay, «T2», «Meradon», «Pocrenexkom»), obmanas yHUKaIbHBIMH KOMIIETEHIIUSIMU B
007aCTH JaHHBIX W WH(PACTPYKTYPHI, AKTUBHO TPAHCPOPMHUPYIOTCS B TEXHOIOTHYECKHUX



MapTHEPOB ISl KOPIIOPATUBHOTO cekTopa. KpoMe yciyr cBsi3u OHHM mpeiararoT KomruiekcHbie 1T-
peuieHus: obOnauHble MIaropMbl, CepBUCHl Ha 0aze uckyccTBeHHoro wunremnekra (UN),
MHCTPYMEHTHI KubepbesonacHocT 1 Big Data-ananuruky.!

KitoueBbIM MHCTPYMEHTOM CErMEHTAIlMM B 3TOH cepe CTaHOBHUTCS OICHKA IH(POBOI
3penoctu kimeHTa. OTHAKO, KaK IMOKa3bIBaeT aHAIN3 MEKAYHAPOJHON MPAKTUKH, OOJIBITMHCTBO
TEJIEKOM-OIIEPAaTOPOB HCIONB3YIOT 3TOT MOKAa3arellb CTAaTUYHO — Kak (QWIBTP JUIS OICHKH
knueHToB. CornacHo uccnenoBanuto Capgemini Research Institute «B2B Pulse 2026», 74%
KOPIOPATUBHBIX KIIMEHTOB OKUAIOT OT OIeparopa MOHMMaHMs MX OM3HEeC-33/1a4 U IPOAKTUBHOTO
NapTHEPCTBA, OMHAKO TOJIBKO 39% BUIAT B CBOEM NpOBAif/iepe CBS3M MUCTOYHHK TOOABICHHON
CTOMMOCTH. 2

TeopeTuyeckue 0CHOBBI HCCIIe0BAHNUSA: LM (POBasi 3peI0CTh U MeTObI €€ OLIEeHKH

B akagemuueckoit mureparype o uudpoBoi 3penocthio (Digital Maturity) monumaetcs
WHTETPabHAS XapaKTePUCTHKA CIIOCOOHOCTH KoMMaHuH (()EKTUBHO UCTOIH30BaTh U(POBHIE
TEXHOJIOTHH IJi1 TpaHchopMaluu OU3HEC-NPOLIECCOB, MPOAYKTOB M OU3HEC-MOJENEH C LIEbI0
MOBBILICHUS ONEPALIMOHHON 3((PEKTUBHOCTH U KOHKYPEHTOCIIOCOOHOCTH.

Hna ueneit B2B-mapketnHra B TejekoMe HEOOXOAMMO ONEpallMOHAIU3UPOBATH 3TO
MIOHATHE, PA3JIOKUB €r0 Ha M3MepHrMble KoMroHeHThl. Ha ocHoBe nmoaxonoB MIT u Deloitte MoxkHO
BBIICTIUTH ISITh KIIFOYEBBIX H3MEPEHUH, PElIeBAHTHBIX 11 MOOMIIBHBIX ONEPaTOpPOB:

Tabnuua 1
HN3mepenue 3peaoctu | Uaagukaropsl M CTOYHHK JAHHBIX JJI5 TEJEKOM-
(MeTpuKH 1J151 OLIEHKH) omeparopa
1. Texnonornueckas | Hanuuue u rmyObuna [TatTepHs! ucnons3oBanus B2B-
OCHALEHHOCTDH ucnonszoBanusi CRM/ERP, MHTEPHET-KaHaa, 3alpoCkl Ha
BI-cucrem, miatdopm crarnueckue P, ycinyru obiaaunoro
aBTOMAaTH3ALHH. XOCTHHTA.
2. 3pesoctb naHHbIX | OCO3HaHHOE HAKOIJICHUE, UcnonwszoBanue API-nocryna k
(Data Governance) CTPYKTYPUPOBAHUE U cepBucaM, MOANKUCKHU Ha
MCIIOJIb30BaHUE JTAHHBIX. AQHAJIUTUYECKUE OTYETHI, UHTEPEC K
IpoAyKTaM KuOepOe30macHOCTH.
3. Hudpossbie Hannuue cnenuanucTos 1o AKTHBHOCTH B Iipo¢coo0IiecTBax
KOMIIeTEHINH naHHbIM (data science), (0 JOMEHaM TOUTHI), 3aMTPOCHI Ha
KOMaH/1bl 1M (POBOMY MAapPKETHHTY. CIIO)KHBIE TEXHUUECKHE
KOHCYJIBTALIHH.
4. UnTerpanus CrerneHb CKBO3HOM HNHTEHCHBHOCTH UCIOJIB30BAHUS
KAaHAJIOB MHTETPalluy OHJIANH U U(POBBIX KaHAIOB CBs3U (SMS,
oQaliH-KaHaJIOB MECCEH/KEPBI, TUYHBIA KaOMHET).
(OMHHMKaHAIBHOCTb).
5. NuHoBanmoHHOCTh | CKIIOHHOCTH K BHEJPEHHUIO VYuyacTue B 6eTa-TecTax, CKOpoCTh
HOBBIX TexHojoruil (Al, IoT), | amanTanuu Kk HOBBIM
y4acTHe B MHJIOTHBIX MHCTPYMEHTaM OIEpaTopa.
MPOEKTaX.

VICTOYHMK: COCTaBJIEHO aBTOPOM Ha OCHOBe Hay4yHOM paboThl «OueHka HU(POBOH 3penocTu
POCCHUICKMX KOMIIAaHHUH Ha OCHOBE WHTETPAJIbHOW Momenu» [DmekTpoHHbIN pecypc| / JI. A.
Wnbuna, K. K. Kanyctun / Bectauk BI'Y. DxoHomuka 1 MmeHemxmeHT. — 2025. — Ne 3. — C. 49—

! «BsaumoneiicTBue TelekoMa M OM3Heca JelaeT PLIHOK CHIbHEE U ycToWuuBee» [DNeKTpoHHBIH pecypc] //
Acconmanus 60JbpIINX TaHHBIX. — PexkumM moctyna: https://rubda.ru/market news/aleksej-sidorov-t2-vzaimodejstvie-
telekoma-i-biznesa-delaet-rynok-silnee-i-ustojchivee/ (mara obpamenus 11.03.2026)

2 Telcos told to step up as Al, sovereignty and APIs reshape B2B demand [Dnexrponnslii pecypc] / Mobile Europe.
—2026. — 25 February. — Pexxum mocryma: https://www.mobileeurope.co.uk/telcos-told-to-step-up-as-ai-sovereignty-
and-apis-reshape-b2b-demand/ (nara oopamenus: 15.03.2026).



https://rubda.ru/market_news/aleksej-sidorov-t2-vzaimodejstvie-telekoma-i-biznesa-delaet-rynok-silnee-i-ustojchivee/
https://rubda.ru/market_news/aleksej-sidorov-t2-vzaimodejstvie-telekoma-i-biznesa-delaet-rynok-silnee-i-ustojchivee/

57. — Pexxum poctyma: https://journals.bsu.ru/journals/em/?issue=487&article=4884&rus (mara
obpamenus: 15.03.2026)

0030p cynecTBYHOIHUX METOANK OLIEHKHU

Ha paHHbII MOMEHT CyIIECTBYeT HECKOJBKO MOJXOJO0B, KOTOpbIE MOTYT OBITh
aIalTHPOBAHBI 0] CTICHU(PHUKY TEICKOMMYHHKAIIMOHHOHN OTpaciu:

e Kiaccuueckue momenu: Moxpens MIT u Capgemini (pokyc Ha KIMEHTCKOM OIIBITE,
nporeccax u OuszHec-mozaensx), moxenb Deloitte (Digital Maturity Model), Beinenstomas mstb
M3MEpEeHMI: TOTpeOUTeNH, CTpATeTusl, TEXHOJIOTHH, IPOU3BOJICTBO, KYJIbTYypa.

e OrpacneBsle amanrtamuu: M.JI. XopsaT NpemiaraeT aJaNTHPOBAHHYIO MOJENb JUIs
TEJICKOMMYHHUKAL[MOHHBIX KOMIIAHUH, PACIIUPSAIONLY0 EBpOneicKuii HHACKC YIOBIETBOPEHHOCTH
notpedurteneit (ECSI), 4ro mo3BojsieT OLEHHWBATH BOCHPHUATHE HUQPPOBH3AIMHA CO CTOPOHBI
KJIMEHTOB.

e JlpuknagHas ypoBHEBas MOJETb: HAa OCHOBE OOOOIIEHHS MPAKTUYECKOTO OIBITa
(narmpumep, keiicoB Softline) menecooOpa3sHO HCMONB30BaTh TPEXYPOBHEBYIO TaKCOHOMHIO
KJIMEHTOB:

o bazoBsiii ypoBeHs (1 poBoit yuet): Mcnonb3zoBanue nudpoBbIX HHCTPYMEHTOB TOUEYHO
(oyxrantepus, Excel, 6azoBas CRM).

o Omnepanuonnslii ypoBeHb (1udpoBoe ynpasienue): [Ipoueccol BoicTpoeHbl Bokpyr UT-
cucteM (ckBo3Has jgoructuka, CRM miisg npopax).

o Crparernueckuii ypoBeHb (ympaBineHue 3(pdexTuBHOCTBIO): KoMmmanusi wucmnonb3yer
nanHble kak akTtuB (B, mpornosnas ananutuka, Al-monenu), MeHsieT OM3HEC-MOeNH (Hanpumep,
MEPEXO]l Ha IPOAYKT KaK CEPBHUC).

Haunbonee TOUHBIM mpencTaBisieTCsi KOMOWHHUPOBAHHBIN MOAXOA C HCIIOJIBb30BAaHHEM
BHYTPEHHUX JaHHBIX OMepaTopa U BHEWIHEH skcrepTusbl. C MOMOIIBIO aHAIM3a OTEepPaIlMOHHBIX
nauHeix (CDR, HLR, Tpaduk B JimuyHOM KaOWHETE) MO3BOJSET B PEKHME PEaTbHOTO BPEMEHU
OTCIIC)KMBATh U3MEHEHUS B «IIOBEACHUN» KOMIaHUH-KIHeHTa. OIHAKO, TOJBKO HA OCHOBE ATHX
JAHHBIX TOJY4YaeTcsl BUAETh KOMIIAHHUIO B JaHHBI MOMEHT, 0€3 BO3MOKHOCTH MPOTHO3WPOBAHUS
ee JalbHeHIero pa3BUTUs B JOJITOCPOYHOM mepcnekTtuBe. HeoOXoauM KOMIIEKCHBIM MOAXOM,
YUUTBHIBAIOIIMM BCE MPEINOCHIIKA CO CTOPOHBI KJIMEHTa K TOTOBHOCTH MCIIOJNB30BaTh Oosee
TEXHOJIOTMYHBIE YCIYTU OT TEIEKOMMYHHUKAIIMOHHBIX KOMITAHUH.

3apyOekHbIii U POCCUIHCKHIT KOHTEKCT
Uccnenosanne Capgemini «B2B Pulse 2026» ¢ukcupyer u3MeHEHHs] B OXKHUIAHHUIX
KOpPIIOPAaTUBHBIX KIMEHTOB:
1. 84% xommanuii niuaHupyrOT UHBecTUpoBaTh B AI/ML-cepBucel B Onnxkaiimue aBa rojaa,
81% — B aHANUTUKY JaHHBIX, 76% — B Al-as-a-service .
2. 80% pecrnoHJEHTOB CUMTAIOT MHTEUIEKTyalbHble Al-ympaBisiemble ceTH HEOOXOIUMBIM
YCIIOBHEM JIJIs pa3BUTHS OU3HEca.
3. Ilpu stom 72% OMNpOLIEHHBIX CYMUTAIOT, YTO HUX TEKYLIUl omeparop OTCTAaeT OT
runepckeitnepos (AWS, Google) B UM 1 061auHbIX KOMIETEHIHAX. >
OTO co34aeT OKHO BO3MOXKHOCTEH: OIepaTropbl, KOTOpbIE HayudaTcsli MPOTHO3UPOBATH
TOTOBHOCTh KJIMEHTa K CIIOKHBIM TexHonorusim (private 5G, cereBble API, Al-mnardopmsi),
CMOTYT 3aHATh MECTO CTparerudyeckoro naptHepa. CTOUT OTMETUTb, UTO yxe 69% opranuzanmii,
ucrnonb3yronux ceresbie APL, ysxe BUIAT B HUX HOBBIM UCTOUHMK A0x01a. Poccuiickuil ppIHOK

1 Xopgar, 1. JI. 06 onerke 1udpoBoii 3peI0CTH TeIeKOMMYHNKAHOHHBIX Kommamuii / M. J]. Xopsar / BectHuk
ITonorkoro rocynapctBeHHOro yHuBepcutera. Cepust D, DkoHOMHUeckHe U ropuandeckne Hayku. — 2024, — No
2(67). — C. 40-49.

2 Capgemini Research Institute. The B2B pulse for telcos: Six strategic imperatives to win in connectivity and beyond.
Edition 2 [Omexrponssiii pecypc] / Capgemini Research Institute. — 2026. — Pexum goctyma:
https://www.capgemini.com/us-en/insights/research-library/b2b-in-telco-2026/ (nara obpamenus: 15.03.2026).
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JBUKETCSI B TOM K€ HaIlpaBJIEHUHU, HO C YYETOM JIOKAJIbHOHM CrelU(PUKU UMIIOPTO3aMEIICHUS U
pa3BUTHSI COOCTBEHHBIX YKOCHCTEM:

1. Ilpoekr «bumaitna» u «PocrenekomMa» 10 aBTOMaru3alMU  MEXOIEPATOPCKOTO
B3aUMOJICHCTBUSL JEMOHCTPHPYET TOTOBHOCTh OTpacid K LU(POBHU3ALUHU CIOXKHBIX B2B-
nporeccoB. Muterpanust UT-tumardpopm depes 3ammmennsie APl mo3Bonmia cOKpaTUTh BpeMs
MOATOTOBKH KOMMEPYECKHX MPEATI0KEHUI 1 MUHUMU3UPOBATh PYYHbIE OIIUOKH.

2. «Pocrenexom» Taxke aBromarusupoBai 60% oOpaiieHuil B KOHTAKT-IIEHTP C MOMOIIBIO
npeauktuBHoro WM, 4To mOATBEp)KAAaeT HAIMYME TEXHOJOTUYECKOM 0a3bl Al BHEIPEHUs
CJIOHBIX aHAJTUTUYECKUX PEILICHUM.

3. Crpareruss T2 nemaer craBKy Ha mnaptHepctBa W big data, mpeanaras OusHecy
MHCTPYMEHTBI TapreTUHra U kubep0e30racHOCTH Ha OCHOBE aHaJIu3a MOBeACHUsI a00OHEHTOB.

Opnnaxo u B Poccun, 1 B MUpE 3TH MHCTPYMEHTHI UCIIOJIB3YIOTCS IPEUMYILECTBEHHO IS
pelIeHUs TEKYIIMX 3a/1a4, a He JJIs TOJITOCPOYHOI0 IPOTHO3a Pa3BUTHS KIUEHTA.

Ha ocHoBe BbIsIBIEHHOro mpo0esna BO3MOXKHO BBIABUHYTH JIB€ B3aUMOCBS3aHHBIC
TUIIOTE3bI:

I'mnore3a 1: BO3MOXXHOCTD OLIEHKH W TPOTHO3UPOBAHUS HU(POBOTO Pa3BUTHUS KIMEHTOB
HAa OCHOBE MX MyOJIMYHOTO MO3UIIMOHUPOBAHUSI.

l'unore3a 2: YueT NpPOrHO3HOTO YpPOBHSA LMQPPOBOM 3pEIOCTH KIMEHTOB IIOBBIIIAET
TOYHOCTh KOMMEPYECKHX MPEIJIOKEHUMN, YTO MO3BOJSAET TEICKOMMYHUKAIMOHHBIM KOMITAHUSM
OIIEpaTUBHO BBIXOJUTH C PEJIEBAHTHBIM ITPOAYKTOM.

J11st IpoBepKH TUIIOTE3 MpeAaracTcsi BBECTH JIBa MHTETPaIbHBIX TOKA3aTENs:

1. Wunexc nudpooii 3penoctu (Digital Maturity Index, DMI).

PaccuutpiBaeTcs Ha OCHOBE JaHHBIX KoMmmaHuil kiaueHToB lllkana Hopmupyercs ot 0 1o
100. Kaxgoe wu3 mnatu HU3MEPEHUN(TEXHOJIOTMYECKas OCHAIEHHOCTh, 3PEJIOCTh JaHHBIX,
u(ppoBbIe KOMIIETEHIIMN KOMaH/bl, HHTETpallys KaHAJIOB, MHHOBAIIMOHHOCTh) OLEHUBAETCS IO
mkaie ot 1 1o 5, rae | — MUHUMAaIbHOE MPOSIBIIEHUE NpPHU3HAKA, 5 — MakcumasibHoe. OleHka
dbopmMupyeTcst Ha OCHOBE:

e aBTOMATHMYECKOTO aHaju3a OINEPAllMOHHBIX JAHHBIX TEJIEKOM-OoIeparopa (MaTTepHBI
noTpeOsieHust  YCIIyI, aKTHBHOCTb B HM(POBBIX KaHamax, ucnoib3oBanue APl u
CHeHaIN3UPOBAHHBIX MIAT(HOPM).

e  pE3y/IbTaToOB IIIyOWHHBIX MHTEPBBIO C COTPYIHMKaMu KiueHTa (pykoBomutenu IT-
JenapTaMeHTOB M IO MPOAYKTOBBIM HampabiieHusiM) u ayaurta [T-nanmmadra (mpoBoaurtcs
CHWJIaMH KOHCAJITHHIOBOIO NapTHEpPA WIM BHYTPEHHEH SKCIepTHOM rpymmoi). Kak kommanus
UCIIOJIb3YET JaHHbIE U KaKUE TEXHOJIOTUYHbIE PEIICHNs BHEPEHbI B OU3HEC MTPOLIECCHI.

Onenka OyneT MPOBOAUTHCS CIEAYIOUIMM o0pa3oM, aonmyctuMm, aymut IT-mangmadra
MOKa3blBaeT, 4yTo Yy KiueHTa pa3BépHyTa coBpeMeHHas CRM u ERP, HO wuHTepBhIO C
PYKOBOIUTENSIMH BBISBISIOT HHU3KYIO BOBJIEUEHHOCTh OM3HEC-NIOJPA3JENEHU U OTCYTCTBHE
CTpaTeruy UCIOJIb30BaHMs JaHHBIX. B TakoM ciywyae urorossiii DMI no n3mepeHuro «3peiocTb
JTAHHBIX» OyJIeT CHM)KEH OTHOCHTEIbHO TEXHHYECKOM OCHAIIEHHOCTH, MOTOMY 4YTO pEajbHOE
HCIIOJIb30BaHME U KyJIbTypa paboThl C TaHHBIMU HE COOTBETCTBYIOT MOTEHIIHAY CUCTEMBI.

UroroBeiit  wuaekc mudposoii 3pernoctu (DMI) paccuuThiBaeTcs Kak CpeaHee
apudmernyeckoe 6aIoB MO NATH 3MepeHusM. [lomydyenHoe 3HaueHne HopMHupyeTes K mikaie 0—
100 nmns ymo6erBa wmuTepmperanuun DMI (100)=DMIx20). /lunamuka DMI ¢ukcupyercs
€XKeKBapTaJbHO MJIM pa3 B IOJIOla HAa OCHOBE OOHOBIEHHBIX OINEPAIlMOHHBIX JaHHBIX U
MIOBTOPHOM TNarHOCTUKH.

2. Nunexc naHOBaninoHHOCTH no3uttnonuposanus (MUIT).

PaccunTbiBaeTcss Ha OCHOBE aBTOMAaTMYECKOTO KOHTEHT-aHalU3a IyONMYHBIX TEKCTOB
KOMIMaHUM (CaiT, TOAOBBIE OTYETHI, Tpecc-penusbl). Co3maroTcs aBa cioBaps: «Tpamuimm
(HaZeXKHOCTh, CTAOMIILHOCTD, OMBIT, KauecTBO) U «MHHOBanum» (undpoBuzanus, Al, nanHsle,
TpaHcopmarus, agile). AJITOpUTM MOACYUTHIBAET, KaK YacTo CJIOBa M3 KaXKJIOro cJIoBaps
BCTpEUAIOTCs B TEKCTax kKomnaHuu. Ha ocHoBe 3T0r0 paccuntsiBaeTcsi MHAEKC MHHOBALIMOHHOCTH
nosutonuposanus (MUIT) mo dopmyne: UUIT = (Funnos+Frpan)/(Funnos—Frpan), rae F —



4acToTa YIMOTPEOJEHUS CIIOB COOTBETCTBYIOIIMX CEMaHTUYecKuX mojed. 3nauenue WUII
BapbUpyeTcs oT -1 (Tpaguunonanuct) 1o +1 (MHHOBaATOP).

Huskuit UHUII o3Hauvaet, 4To na)ke MpH HAJTWYUU MMOTEHIHAIA POCT IU(GPOBOM 3pEIOCTH
HenpeackasyeM. KoMmanusi MOXKeT H0JITo He MEHAThcA. DPQPEeKTHBHAS CTPATErus MPOJax —
npeyioxKeHne 0a30BbIX YCIYyT CBS3H, CepBHCca It oduca, apeHabl KaHanoB cBs3u. [Ipennoxenus
1o 001ayHbIM mIaTGOpMaM, CKOpee BCEro, OyayT IPOUTHOPHPOBAHBI.

JAnnamuyeckasi MoJesib KiacCu(PpUKaAuM KIUEHTOB

KitoueBoli HOBHW3HOW MoOAeNU SBiIsieTcs He mpocto Qukcamus Ttekymero WUIIL, a
orciexxuBanue ero Tperaa (AUUII). 1o mo3BossieT BBISABUTh KOMIIAHWH, KOTOPHIEC HAXOAATCS B
CTaJIuu «IU(PPOBOTO MIOBOPOTAY, AaXe eCH uX TeKyuuii DMI HeBBICOK.

Taxkum 00pa3zoM MOXKHO BBLIETUTH MUHUMAJIBHOE KOJIMYECTBO IPYIII, KOTOPbIE TOKPHIBAIOT
OCHOBHBIE CLICHapUH IOBEACHMSI KIIMEHTOB!

1. I'pymma «IIpenckasyembie HoBaTopbD» (IIpoakTuBHBIE TPOIAKK).

(DMI _t>50) U (MUII Tex > 0,2). KomnaHuu ¢ BBICOKUM YPOBHEM 3PETIOCTH U YCTONYHUBO
MHHOBAllMOHHBIM MO3UIIMOHUPOBaHUEM. VX TpaeKkTopus Mmpeackasyema, OHU SIBIISIOTCS LIeJIEBOM
ayIUTOpPUEN JUIsl CIOXKHBIX IUIaTPOpMEHHbIX pemeHuid. Mx Tpaekropus — mepexon k Al-
wiardgopmaM u riryOokoi nHTerpanuu. Fim HeoOxoaumo npeiararb KOMILUIEKCHBIE 9KOCUCTEMHbBIE
peteHus (CkBo3Has aHanuTHKa, Al-arentsl, kactomuzanus API).

2. ['pynna «IlepcnektuBHbIE ToTOHSIOMME) (YIIpEXIatoliee BOBICUCHUE).

(DMI _t>30) U (Tpenn_MUII > +0,05) NJIU (pe3kuii poct UUII 3a kBapran). Komnaunuu,
CMEHUBIINE PUTOPHUKY (Hampumep, HaHSUIM O0BSBUIM HU(POBYIO Tpancopmanuio). Ux DMI
BeIpacTeT B Ommxaiimme 6-12 mecsnes. [lpennoxenue ans HUX: o0pa3oBaTelbHbIE BeOWHAPHI,
MUJIOTHBIE POEKTHI C HU3KUM [TIOPOrOM BX0J1a, KOHCYJIbTaluu. Lens — crarh napTHEpOM Ha cTapre
myTH.

3. ['pynna «CrabunbHble TpaAUIIMOHAIUCTED (PeakTHUBHBIC TPOAAKN).

(MUAII_Tex < 0) U (Tpernn MUII = 0 nnu orpunarensHplii). OHU HEHSAT cTaOMIBHOCTD U
HAJICKHOCThH BbIIIE MHHOBALMN. BO3MOXXHO peakTUBHOE 00CITyKHUBaHUE, ¢ (POKYCOM Ha KauecTBe
0a30BbIX YCIYT U CTOUMOCTH.

IIpoBepum runoresy Ha NpUMEPE BYX TMIIOTETUYECKUX KIMEHTOB oreparopa «bumaitn»
(obnanmaromiero npoaykramu Big Data & Al), ucnomnb3ys naHHbIe pedTHHTAa HUPPOBOM 3pesiocTH
PO3HUYHBIX OaHKOB 3a 2024 rox.

Tabmwuita 2
Kpurepuit DMI | bBank «A» (Beicoknii DMI, Bbaunk «b» (Cpeannii DMI,
NUII>0) NUII<0)
Ouenxa DMI ~4.8 (JIupep: sxocucrema, data ~2.2 (AKIEHT Ha Ha/IS)KHOCTH,
(1-5) science, Al) pa3po3HEHHbIE TaHHBIC)
HUUII / Tpenna NUTI= +0.7 (cTabmiibHO NUII= -0.5 (Tpenn
BBICOKHIA) c1a000TpHIIATETbHBIN)
I'pynna no «IIpenckasyemble HOBaTOPHI» «CraOuibHbIe TPAIULIUOHATIUCTHI)
MO eJIH
IIpornos [TorpebHOCTh B ckBO3HOM Al- [ToTpeObHOCTh B TOUEUHBIX PEHICHUSIX
cmpoca raTgopme A1 aBTOMATU3alUKU U | JJIs aBTOMaTH3allUU PyTHUHBIL.
AQHAIUTUKH.
IIpenjoxenne [Tnarpopma NM-arenToB amns Tecr-gpaiiB UM-arenToB Ha 14 gHei,
«bunaitn» KOHTAKT-LIEHTpA, KOHCYJIBTAIIUU MO CTPATEruy IaHHBIX,
BUJICOAHAJIMTHKA, T€OAHAIIMTUKA | TOTOBbIE BI-oTueTslI.
JUTSL CTpaTeruu.




O:xunaembli Bricokast Map)KMHAITLHOCTb, CpenHsst Map)KMHAJIBLHOCTD, HO POCT
3¢ dexT JIOJITOCPOYHBIA KOHTPAKT. JOSUTHOCTH M MOTEHIMAJ IIepexoaa B
rpynny 2.

HcTtounuk: cocraBieHo aBTOpoM Ha ocHoBe «lccienoBanue 1udpoBoil 3peaocTd PO3ZHUYHBIX
O0ankoB — 2024» [Onekrponnsiii pecypc] / SDI 360 // Odpunmaneuenii caitt. — 2025. — Pexxum
noctyma: https://sdi360.ru/banks24 (mara obpamenus 10.03.2026)

JlaHHBIN ipuMep WLTIOCTpUpyeT, uTo 0e3 yuera DMI u UUII o6a Ganka momydmin Obl
cxoxue npeioxkeHus. OMHako, UCMOIB30BAaHUE MOJIETH TI03BOJsieT nuddepeHpoBarh Mmoaxo,
YTO BJICUET — MMOBBILLIEHUE PEJIEBAHTHOCTH MPEUIOKEHUH, BEPOATHOCTH KOHBEPCHH U JIOSIIBHOCTH.

[IporHo3upyercs, 4YTO HOPUPOCT CHpoca Ha NpoABUHYThbIe Yyciuyru (Al-ananuTuka,
WHTErpamus JaHHBIX) cOCTaBUT 15-25% 10 CpaBHEHHIO C TPAIUIIMOHHBIMU MOJEIsAMH. JlaHHBIN
JUanazoH Oa3upyeTcss Ha aHaliM3e OTPAcieBbIX OCHYMApKOB BHEIPEHHS MPEAUKTUBHOU
AQHAJIMTUKH B TEJICKOMMYHHUKAIIMOHHOM oTpaciu. [IporHo3 Ha cioxHble nudpoBbie MpoayKThl (Al-
1aTGOPMBI, MHTETPAIMOHHBIE pelIeHus) B pasmepe 15-25% 0060cHOBaH ClIeAyIOMNUM 00pa3oM:

Huxnss rpanuna (15%) coorBercTByeT 3ddekTy OT BHEOPEHHUS CTAaHIAPTHBIX
TIPEUKTHBHBIX MOJENel Kpocc-pofaxk B Telekome! m paccMaTpuBaeTcss Kak MHHHMAIBHO
rapaHTUPOBAHHBIN Pe3ynbTaT OT MCIHOJIb30BaHMS JHOOOT0 MPOAKTUBHOTO MOJAXOJa Ha OCHOBE
JAHHBIX.

Bepxusis rpanuna (25%) nonyueHa myTeM KOHCEPBATUBHON KOPPEKTHPOBKU PE3yIbTAaTOB
uplift- 1 mporeHCUTH-MOIETMPOBAHUS, TII€ YUET JIATEHTHON TOTOBHOCTH KJIMEHTAa K MHHOBAIHSIM
noBbIIaN KoHBepcuto Ha 46—58%. KoppektupoBka yuuthiBaeT cnenuduky B2B-nmponykToB ¢
JUIMHHBIM IIUKJIOM CJI€JIKU U BBICOKYIO CTOUMOCTb MPEAJIOKEHHS, YTO OOBEKTUBHO OIPaHUYMBAET
MaKCUMAaJIbHYI0O TOYHOCTh MporHo3a. llodydeHHBI Ouama3oH TakXke corvlacyeTcss ¢ MeTa-
aHanuTUyeckuMu aaHHbIMU 0 pocte ARPU (5-20%) ot Al-nepconanuzanuu, noaTBEpKIast €ro
TIPAKTHYECKYIO JOCTHKUMOCTb.

3akirouenue

Hudposas Tpanchopmaliviss KOPIIOPATUBHOTO CEKTOPA MPEABIBISET HOBbIE TPEOOBAHUS K
TEJIEKOMMYHHUKAIIMOHHBIM OIIEpaTopam: OHH OOJIbIIE HE MOTYT OCTAaBATHCS TOJIBKO OCTABIIMKAMU
KaHaJOB CBS3U. B2B-KIMEHTHI 0)XKHMIAIOT OT HUX POJHM CTPATETUYECKUX MApPTHEPOB, CIIOCOOHBIX
MPEIBOCXUIIATh MOTPEOHOCTH W Tpejulararb KOMIUIEKCHble Lu@poBble pemeHus. OaHako
TPaJAULIMOHHBIE TOAXOABI K CETMEHTAllMM, OCHOBAaHHBIE HAa CTAaTUYHON oOIleHKe HudpoBoi
3per0CTH, HE MO3BOJISIIOT PEaIn30BaTh ATOT 3alpOC B MOJIHON Mepe.

[IpennoxxeHHast MOAENb paCUIUPSIET TPAAULUOHHBIE MTOAXObI K YIIPABIECHUIO )KU3HEHHBIM
nukiioM B2B-knueHTa, ucnonb3ysi IpOrHo3upoBaHue MU(PPOBOTO pa3BUTHUS KIMEHTA KakK crocod
npoasikeHuss B2B npoaykToB TeeKOMMYHHUKAIIMOHHBIX KOMIAHHH.

Takum o0Opa3zoM, mepexoq OT CTaTUYHOW OLEHKHM LU(PPOBONH 3penocTH K eé
MPOrHO3MPOBAHMIO MOBBIIAET 3P(PEKTUBHOCTD MPOJAXK U YKPEIUISIET HapTHEPCKUE OTHOIICHHUS 3a
CUeT MpeUIoKEeHUs Hanboiee peeBaHTHBIX MPOTYKTOB.
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