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Kpocc-npogaxku cMeXXHbiX 6aHKOBCKMX NPOAYKTOB

PaccmampuBatomes Bonpocsi u npobaemsl Haubosee delicmBeHHOU NPaKmMUKU KPocc-npo-
Oaox cmedcHbIx 6aHkoBckux npodykmoB, cucmemamu3upoBaxel Haubosee npednoymumes-
Hele caazaemele ycnexa npu BHedperuu kpocc-npodaxc 8 maccoBom ceemerme 6aHKOG.
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Features of practice of cross-sales
of adjacent banking products

Questions and problems of the most effective practice of cross-sales of adjacent banking
products are considered, most preferable composed success at introduction of cross-sales
in a mass segment of banks are systematized.
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Oco0eHHOCTSIMHU TPEOOBAHM COBpeMEHHBIX ITOTpebuTelIeit 6aHKOBC-
KUX IIPOAYKTOB,/YCIYT SIBIISIETCS CTPEMIICHHE B ITOJTYICHNHM TOTOBBIX pellie-
HUM COOCTBEHHBIX IIPOOJIeM, BCIICACTBHAE YeTO MX BHUMAaHUE Bce OOJIbIIe
MIPUBJIEKAIOT 0AHKOBCKIE KPOCC-TIPOMYKTHI U YeIIyru. OCHOBHBIC TIPUHIIM -
ITBI, JIEXXAIIME B OCHOBE IIPUHSTON MPAKTUKN KPOCC-TIPOAaXK BKIIOYAIOT B
ce0s IIIeCTh OCHOBHBIX aCTIEKTOB: IIOBBIIICHNE Ka4eCTBa IIPOIAYKTa, 3HAHNE
KOHKYPEHTOB, 3KOHOMHOE 1 palliOHAIbLHOE MCII0JIb30BaHME PECYPCOB, Ha-
KoIuieHne 1 3¢ (PeKTUBHOE NCIIOIb30BaHNE OIbITa U TOITyCTUMbIC HU3KHE
OIlepallnOHHBIC U3MCPKKU.

BonbImmMHCTBO COBpeMEHHBIX CTPATETHI KPOCC-TIPOAAXK B 3apYOEKHBIX
0aHKax MpexIe BCero OpUeHTUPOBAHO Ha M3ydeHNe MHOOPMAIIUN O KJIU-
€HTe, eT0 IPEATIOUYTEHUAX 1 ITOTPEOHOCTSIX, KOTOPBIE IIPOAYMaHHO 1 000-
CHOBAHHO MCIIOJIB3YETCS IJIST pa3pabOTKK HOBBIX 3(D(EeKTUBHBIX KPEAUTHBIX
MPOAYKTOB, KaK ISl KJIMEHTOB, TaK U [1j151 0AHKOB .

PasBuras npoaykToBas JuHElKa KpaitHe BaxXHa I 0aHKOB, paboTa-
IOIIMX C HaceJICHWEM B IIEPBYIO O4Yepenb, B KPYITHBIX TOpoaax, Ie KOHKY-

! Chemla G., Hennessy C.Originate-to-Distribute and Screening Incentives, working paper,
London, March 2011.
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PEHLIMST MEXIY KPYMHBIMU U CPEIHUMU OaHKaMU JOCTaTOYHO BBICOKAsI.
CoBepIIeHHO ITOHSITHO, YTO ITMPOKUIA ACCOPTUMEHT IIPOIYKTOB,/YCIIYT IIPH-
HOCHT JIOIIOJTHUTEIIbHBIE BBITOIBI OAHKY, YTO MPEXIEC BCETO BhIPaXaeTcs B
IIOJTyYeHNU O0Jiee BEICOKOI peHTAa0eIbHOCTH 3a CUET IMPOIAXKU OOJIBIIETO
KOJIMYEeCTBA KaK OCHOBHBIX, TaK 1 COITYTCTBYIOIINX ITPOAYKTOB/ycIIyT. I1o-
HOIICHHBII HabOP IMIPOAYKTOB,/YCIYT ITO3BOJISIET JIYUIIe YIOBICTBOPUTH IT0-
TpeOHOCTH IEHCTBYIOIINX KJIMEHTOB, CITOCOOCTBYET IIEPEBOAY UX Ha KOMII-
JIGKCHOE 00CIIy>KMBaHNE, TIPUBJIEKATh HOBBIX KIIMEHTOB C YKPEIUICHUEM MX
JIOSUTBHOCTH 110 OTHOIIIEHUIO K KOHKPETHOMY 0aHKY, PACIIUPSITD ¥ IIPUYM-
HOXaTh KJIMEHTCKYIO 0a3y, YIy4lllaTh B3aUMOICHCTBIE U B3aMMOOTHOIIIE-
HUs 0aHKa ¢ KJIMEHTaMU, TTOBBIIIATH JOBEPHE KINEHTOB K 0aHKY, UTO SBJIS-
€TCsI OMHUM U3 IVIaBHBIX MOKa3aTtenei 3¢ (PeKTUBHOCTU paboThI 6aHKa. B To
XK€ BpeMsI, pacIIMpeHre KaueCTBEHHOT'O aCCOPTUMEHTA KPEAUTHBIX ITPOIYK-
TOB/YCIIYT TIPEIOCTABIISIET BO3MOXHOCTh YBEJIMINTH COOCTBEHHYIO PHIHOY-
HYIO JOJII0, TIpUBJIeKas KJIIMEHTOB paHee 00CTy:KBaHUEM He OXBaYeHHEBIX, a
TaKKe HapaCTUTh OOIIYI0O €MKOCTh PBIHKA, IIPOHUKAS B HE3aHSIThIC CETMEH-
Thbl. [TogoOHbIE BBIBOBI MOXKHO BCTPETUTD B paboTaX CIIeIMAIMCTOB 1 MPaK-
TUKOB GaHKOBCKOTO Jiejia BEAYIIMX CTpaH Mupa 2.

U Bce ke, Kak IMOAYEPKUBAIOT HEKOTOPbIE aBTOPHI 3, OMHOI U3 OCHOB-
HBIX TIPUYMH UIST GOPMUPOBAHUS ITUPOKON aCCOPTUMEHTHOM JIMHEIKU
KPEIUTHBIX IPOAYKTOB JUISI HACEICHUS — SIBJISIETCS] BBICOKAsI HEOTHOPOI-
HOCTb ¥ pa3HOOOpa3ue NOX0N0B, chephl NEATETHHOCTH U TIIATEKECTIOCO0-
HOCTH KJIMEHTOB. J1JIs1 yIOBJIETBOPEHMSI 3aIIPOCOB PA3IMUHBIX KITMEHTCKUX
CerMEeHTOB HEOOXOIMM IMMPOKUN MPOTYKTOBBIN PsII OAHKOBCKHUX YCIIYT.
HMMeHHO HEOTHOPOIHOCTD JOXOIOB KIIMEHTOB, BEICOKAST TOJIST TCHEBEIX J0-
XOIOB, CO3IaeT OCHOBHBIC MPETSITCTBUS VISl CO3MaHMST MHINBUIYaTbHBIX
MIPOAYKTOB,/YCIIYT IJII OTeUYECTBEHHBIX KIIMEHTOB B Poccum.

Ecnu He mpmHMMATh BO BHUMAaHNWE YHUKAIbHEBIC IIPUMEPHI CO3IaHUS
MHHOBAIIMOHHBIX IIPOMIYKTOB 3allaIHBIX 0AHKOB, TO TAKWE IIPUHITUIIBI, KaK
COBEPIICHCTBOBAHUE YK€ CO3AAHHBIX MPOAYKTOB U UX afanTalys MO/ Mo-
TpeOHOCTH COOCTBEHHBIX KIIMEHTOB BO BCEM MU PE pabOTaIOT BeChMa YCIICIII-
Ho 4. Ha sTame BbIXoma IPOOYKTa HA PHIHOK OCYILIECTBIISIOTCS TOYEUHbIE
MIPeUIOKEHNS IIPOAYKTA Pa3TMIHBIM IIeIeBBIM I'PYIIIIaM KJIMEHTOB, TaK Ha-
3pIBacMEbIC TTPOOHBIE ITpomaxku. Hampumep, IIpu 3amycKe CIieIiaaIbHBIX Kpe-

2 Smith B. The Future of Cross-Selling. Canadian Underwriter 73 (9) (Sept.): 32—33. — 2006.

3 Paas L.J., Tammo H.A. Acquisition Patterns of Financial Products: A Longitudinal
Investigation. Journal of Economic Psychology 28: 229-41. — 2007.

4JleonoBuu T. KimeHTO-OpHeHTUPOBAaHHAsI cTpaTerust 0aHKa // BaHKOBCKMIA BECTHUK. —
CenTts6ps 2008. — C. 14.
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TUTHBIX IIPOIYKTOB ISl COITMAJIBHBIX HYXKI TpeOyeTCsI HAaCTPOiiKa eTo Iapa-
METPOB ITO TOTPEOHOCTH KIIMEHTCKOTO CeTMEHTA, KOTOPast OCYIIEeCTBIISICT-
¢S B IIpoIiecce KOHTPOIBHEIX IMponax. [Ipy BHeIpeHNU SKCIIpecc-Kpear-
TOB IIJI1 PO3HMYHOTO OM3Heca Ha 0a3¢ CKOPMHTA B IPOIECCE KOHTPOIbHBIX
MPOJaX MOTYT KOPPEKTUPOBATHCS OTCEKAIOIINE TTIEPEMEHHBIE, BIAUSIONINE
Ha YPOBEHb OTKA30B U IIPUHSITHUE PEILIEHUS 3.

Takum 00pa3oMm, ONITUMATBHOE IIPOABIKEHIE KPSIUTHOTO ITPOIYKTa /
YCIIYTY O3HAaYaeT OBJIaicHUE NCKYCCTBOM CHIDKCHHMS 3aTpaT U OMHOBPEMEH-
HOTO YIOBJIETBOPEHUS ITOTPEOHOCTEH B ITOJTHOIICHHOM (DMTHAHCOBOM Cep-
BHCE KIIMEHTOB TaAKM 00Pa30M, KOTOPHBIH IT03BOJISIET UM YYBCTBOBATh CBOIO
LIEHHOCTb.

- ACCOPTHIMEHT IIPOIYKTOB ITyTEM IIOCTPOCHUS MOIEIN KPOCC-TIPOIaK.

baHKM MOTyT MOBBICUTDH TOXOAHOCTb KJIMEHTOB, UMES INIMPOKUIA Ha-
00p MPOAYKTOB U HE OTPAHUYUBASICh TPAAULIMOHHBIMY YCIyTaMU, TAKUMU
Kak Jeno3uThl, KpeautoBanue, PKO. Heo6xoamMo OCTOSSHHO pacIinpsITh
JIMHEWKY, YIUTBIBASI, YTO 3TO CYIIECTBEHHO ITOBBICUT JIOSTIBHOCTD 1I€JIEBBIX
rpynm KIueHToB. KoMIieKcHbIe MpeaioXeHUs TakKe OyayT MOJE3HbI 115
OTIEJbHBIX KaTeTOPHIl 3aeMIIIMKOB. A B cllydae KpPeIUTOBaHUS Majoro 1
cpemHero On3Heca, 0aHKM MOTYT 3aMETHO YIYYIIMTh ITOKA3aTeIN ITIPUOBLTI
¥ KalMTaJIN3aIUK 9epe3 XOPOIIo CTPYKTYPUPOBAHHEIC PEIICHUS O IBIKE-
HUHU JEHEXXHBIX CPEICTB, KOTOPBIE UAcATbHO ITOAXOIAT KaK VISl KIIMEHTOB,
TaK U UX OAHKOB.

- Pemmrenust mist oTmeTbHBIX KITMEHTCKUX CETMEHTOB.

OnTUMAanbHBINA c1Tocob OBICTPO 1 3DMOEKTUBHO HAPACTUTH JUHAMUKY
Mponax B BEIOPAHHOM CETMEHTE — IIPUCIIOCOONTh KIIMEHTCKHE «IIPEIJIO-
XKeHUsI» (IPOAYKTHI M IAKETHI, a TAKXKE CIIOCOOBI X IIPEAOCTABICHHUSI, MO-
IeTb IICHOOOpa30BaHUS U T.A.) K TpeOOBAaHUSIM U IPEANOYTCHUSM BBISIB-
JICHHBIX IIEJIEBBIX CETMEHTOB. DTO IIPEIOCTABIISICT KIIMEHTAM OIIIYIIeHUE, YTO
0aHK IIPEeIOCTaBIISIET UM PEIlIeHNUs, KOTOPEIe Han0oJIee IIOJTHO COOTBETCTBYET
X KOHKPETHBIM ITOTPEOHOCTSIM, a He IIPOCTO MPeUTaraloT O0IIHe IIpeIo-
JKEHUSI ¥ PEIIICHMS IJIT BCETO CEKTopa.

- [Ipouecc pa3BUTHS M COBEPIICHCTBOBAHUS KPOCC-TIPOIYKTOB.

O6ecneueHME BEIBOIA HA PHIHOK MHHOBAITMOHHBIX KPEIUTHBIX ITPOIYK-
TOB OBICTPO M 9 (HEKTUBHO — 3TO OCHOBHAS KOMIIETEHIINS JIF000T0 3 (hek-
TUBHO paboTarllero 6anka. baHku TOJKHBI peTyJIsIpHO IIPOBOAUTH 0030p
CYIIECTBYIOIINX IIPOAYKTOBBIX ITOPTdeeii, CO3IaBaTh 1 3aITyCKaTb HOBBIC
MIPOOYKTHI, YTOOBI 3aITOTHSITH PRIHOYHBIE IIPOOEITBI, a TAKXKE BBOIUTH B ICH-

3 Kymamesa FO.C. OreHka KOHKYPEHTOCIIOCOOHOCTH KoMMepueckux 6ankoB / K0.C. Kyma-
mieBa // lenbru u kpeaut. — 2006. — Ne 11. — C. 46—52.
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CTBHE METOHOJIOTUM IO Pa3pabOTKe, TECTUPOBAHMIO U BLIBOAY ITPOJIYKTOB C
MaKCHMAaJIbHO BO3MOKHOM ITPUOBIIBIO M ¢ MUHUMAaJIbHBIM PUCKOM.

- KpeautHble TpOAyKTHI ¥ JOIIOJTHUTEIBHBIN CepBUC.

BrieyaTiaeHus KIIMEHTOB OT 0OCTY>KMBaHWS OCHOBBLIBAIOTCS HE TOJIHKO
Ha OLIEHKE KPEIUTHOTO MPOIYyKTa U €T0 CTOMMOCTH. BaxXHBIMU SIBISTIOTCS
COCTaBJIAIONINE CEPBUCA, TaKME KaK KA4eCTBO OOCITY>KMBaHMSI, KAaHAJIBI 10~
CTaBKHU, rpadpuK 00CITY>KUBaHUS, YPOBEHb ITOATOTOBIIEHHOCTH KIIMEHTCKHX
MEHEIKEepOB 1 00CITY>KMBAIOILIETO IMepcoHaia, TeXHUIecKas MmoaaepkKa 1
np. baHK MoXeT UCITOIb30BaTh CBOM 3HAHUS O TIPEAIIOUYTEHUSIX KIMEHTOB,
YTOOBI MPUBJIEKATH KJIMEHTOB K 00JIe€ BHITOMHBIM C 9KOHOMMYECKOM TOUKI
3peHUsI peIIeHUSIM (HaIlpuMep, MHTEPHET-0aHKWHT, MOOWIIbHBII OAaHKWHT).
ITocrosiHHas TBopueckasl paboTa U Moafaepxkka KJIMEHTOB KIUEHTCKUMU
MeHeIKepaMy Ha BCeX ATarax 00CTy>KMBaHUS SIBIISIETCS KITIOYEBBIM (PaKTO-
POM XOpOIIMX U NeHCTBEHHBIX ITPOAaXK, a TAKXKe CBUAETEILCTBOM 3 deK-
TUBHOTO pUCK-MEHEI;KMEHTA.

YT006BI OOJIEE HATIISIIHO MPEACTABUTh BO3MOXKHBIE MEXaHU3MBI B3au-
MOJEMCTBUS pa3INIHbBIX (DMHAHCOBBIX TOCPETHUKOB JIJIST pa3pabOTKI KPOCC-
MIPOIYKTOB, B Ka4eCTBE IIPUMepPa MOKHO PACCMOTPETh HanboJiee pacipocT-
paHEeHHBII KaHaJ peaJin3allii CTPAXOBBIX U KPEAUTHBIX IIPOIYKTOB.

bank, g9Bisisich MTHULIMATOPOM ITPEAOCTABIIEHUSI COBMECTHOTO ITPOAYK-
Ta, B JaJbHEMIIIEM OCYILIECTBIISIET €ro IMPOAAXY IPU YJ4aCTUY CTPAXOBOM KOM-
MaHWH, YTO, C OMHOM CTOPOHBI, TTO3BOJISIET €MY 3aCTPaxXoBaTh COOCTBEHHEIE
PHICKU, a C IPYTOM — YIOBJIETBOPUTH MOTpeOHOCTH KiineHTa. Kak otMedator
HEKOTOPBIE 3apyOeXXHbIE CIIELUAINCTHI ¢, pa3BUTHE KIIMEHT-OPUEHTUPOBAH-
HOM CTpaTeruy MpeamnoaraeT npeaiokeHne KIMEeHTY BBICOKOKaUYeCTBEH-
HOTO, OTBEYAIOILIETO eT0 MOTPEOHOCTIM IMPOAYKTA B HY;KHOE BpeMsI TSI 00ec-
MeYeHUs JOJITOCPOYHOTO YCIIEITHOIO B3aMMOACUCTBUS U COTPYIHMNYECTBA
0aHKa M KJIUEeHTa.

Psan npyrux crienmanncToB oOpallialoT BHUMaHME Ha TO, UTO YIOBJIET-
BOpEHUE NPEATIOYTEHNS OTAECITHLHOTO KJIIMEHTA ITyTeM pa3pabOTKI U KOppeK-
TUPOBKU KPOCC-TIPOAYKTA, 00eCIIeYBaeT BOBMOXHOCTD JaTbHEHIIIEro mpo-
THO3MPOBAHMSI €ro MOBEIeHMS 1, KaK CJIeJICTBHE MO3BOJIIET KOHTPOJIMPOBATh
¥ CHUKATh PUCKH .

¢ Rajkumar V. Kumar and Timothy Bohling «Optimal Customer Relationship Management
Using Bayesian Decision Theory: An Application for Customer Selection» // Journal of
Marketing Research. — 2007. — XLIV (November). — 579—594.

7 Netzer, Oded, James. M. Lattin, and V. Srinivasan. A Hidden Markov Model of Customer
Relationship Dynamics. Marketing Science 27(2): 185—204. — 2008.
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B 6onee macmTaGHBIX (DOpMax COTPYIHUUIECTBA, PA3BUTHE TEXHOJIO-
U KPOCC-IIPOAaXK MOKET ITIOMOYb CO3IaHMIO IIPOYHBIX OTHOIICHU MeX-
Iy KJIMEHTOM 1 OOCIIy>KMBAIOIIMM 0aHKOM B HEJISIX peKJIaMbl OpeHa, NH-
dopMHUPOBaHNY ITOTPEOUTENICH 0 MacIITadaxX IpemiaracMbIX KPeTUTHBIX
MIPOAYKTOB 1, KaK CJICACTBUH YIOBJICTBOPCHMS NX JTOJITOCPOUYHBIX (DMTHAH-
COBBIX ITOTPeOHOCTEN .

B xoHeuyHOM HMTOTE, TaKask (popMa B3aMOICHCTBUS OKa3bIBaeT BIIHS-
HH€ Ha PIHOK B BUE CUTHAJIOB, YTO CJIYXXUT CTUMYJIOM JJIs1 pa3BUTHUS 110~
TOOHBIX IIPOTpaMM Y APYTUX 6aHKOB 1 (DMTHAHCOBBIX ITOCPETHUKOB.

HTtak, mompobyeM CHCTeMAaTU3UPOBATh OCHOBHBIC ClIaracMbIe ycIiexa
IUIST BHEAPEHMS KPOCC-TIPOIaX B MACCOBOM CeTMEHTE OAaHKOB:

- Heobxommma Trommyssipru3aiivs pa3TndHbIX (hOpM B3aUMOICHCTBIS
(UHAHCOBBIX TOCPEIHUKOB 1 KIIMEHTOB, YTO ITO3BOJISIET pa3BUBATh
0aHKOBCKUI CepBIC, BKITIOYAs TUCTAHITMOHHEIEC TEXHOJIOTVH IIPOIAXK.

- HeoOxommma mHTErpamnus pa3anIHbIX THOOPMAIIMOHHEBIX KaHAJIOB
C COIMAJIBHBIMU CETSIMU U BUIACOXOCTUHTAMM C IIETBIO pacIIrpe-
HUS YK€ CYIIeCTBYIOLIEH KIIMEHTCKOM 0a3bl ¥ IIPUBJICYCHUS MHTEP-
HET-ayoIuTOPUH, He UMEBIIEH HEITOCPEACTBCHHOM 3aMHTEepeCOBaH-
HOCTHU B 0aHKOBCKHUX yciayrax. B Toxe BpeMst 0aHKU, HE UMEOILNe
LIeJI 3aXBaTUTh HOBBIE KIMEHTCKHWE CETMEHTBI, TOJIKHBI OeIaTh
CTaBKy Ha pa3BUTHE (PYHKIIMOHATHHBIX BOSMOXHOCTEH CHCTEM, pac-
IIUPSIS CIIEKTP TUCTAHIIMOHHBIX TPaH3aKIIHIA.

- B ocHOBe KaueCTBEHHOTO CepBICa JICXKUT ITOHNMaHNe 0aHKOM BCeX
MMOTPEOHOCTEH KIIMEHTA, YTO 00EeCIICIMBACT ITOCICAYIONIee TUPAKI -
poBaHME KPOCC-TIPOAYKTOB M HOBOTO BUIA CEPBUCHBIX YCIYT.

- HeoOxommMo ITOCTOSTHHO pacIIMpsITh COOCTBEHHYIO JIMHEMKY IIpO-
IYKTOB, 4eM OOJIbIIIE X aCCOPTUMEHT, TeM BEIIIIE BEPOSITHOCTD yAep-
JKaHUS KJIMEeHTa B OMHOM O0aHKe 1 HIDKE BEPOSITHOCTH Iepexoa Ha
00CTyXXrBaHUE B IPYTHE KPeIUTHBIC OPTaHU3alINN.

- M3yueHne mopTpeTa KIMEeHTa IIPEIOCTABISICT BO3MOXHOCTD pacIIv-
PUTH IIpeACTaBICHNE 0aHKa O TEKYIINX MOTPEOHOCTSIX, (GOPMUPYS
HOBBIC IIPOIYKTHI, IIPOBECTH AeTAIBHOE N3YICHUE PA3IMIHBIX KIIH-
€HTCKUX CeTMEHTOB M T.1I.

- Bueagpenne texHomornit CRM mpemocTaBieT BO3MOXHOCTD IS
dopMIPOBAHMS ITPEIJIOKEHIIN IIPEABOCXUIIAIOIINX OKIAHSI KJTH -
eHTa. UHBIMU c10BaMM, OaHK IIEPBBI BEIXOAUT Ha PHIHOK C Mpe/I-
JIOKEHMEM TIPOIYKTa K KIIMEHTY, TeM CaMbIM 00eCIIeIrBasi BO3MOX-
HOCTb JIUTSI Pa3BUTHSL TOJITOCPOUYHBIX OTHOIICHU B OyIyIIIEM.

8LiS.,John C. Liechty, and Alan L. Montgomery. 2005. Modeling Category Viewership of Web
Users with Multivariate Count Models. [http://www.andrew.cmu.edu/].
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Takke meiicTBeHHBIMU 1 3(D(EeKTUBHBIMA HAIlpaBICHUSIMA COBEPIIICH-
CTBOBaHMS KPEANUTHBIX KPOCC-TIPOIAXK IUIsI 0AHKOB SIBIISICTCS pacIIpeHNe,
pa3BUTHE U YKPYITHEHIE 00OBEKTOB CETMEHTOB KPEAUTOBAHUS, TIEPEXOM OT
KOMIIEHCAIIMOHHOTO KPeINTOBAHMSI K aBAaHCHPOBAHUIO 3aTpaT, OT CAIMHNI-
HBIX KPEIUTHBIX IIPOAYKTOB K BO3OOHOBIISIEMBIM, CJIOXKHBIM M KOMILICKC-
HBIM, K TIPUBJICYCHUIO HOBBIX U IIPUYMHOXEHUIO KOJMYECTBA KJIMEHTOB 1
pacIIpeHNIO KIIMEHTCKOM 0a3bl, K 0Ka3aHUIO 0AHKOBCKHUX YCIIYT BCE OO0JIb-
LI 9acTW HaCeJICHUsI, YIIPOIICHUIO U TOCTYITHOCTU BCEe OOJIBIIIEC MacChI
KJIMEHTOB TeXHUKHU ¥ 0COOCHHOCTE! KpeTUTOBAHNS.

Bce aTi 1To10XuTeIBbHEIE pe3yIbTaThl MOTYT OBITH JOCTUTHYTHI B TIEp-
BYIO OUepeIb 3a CUST YCTAHOBJICHUS U Pa3BUTHS TECHBIX JOJITOCPOYHEIX TBOP-
YeCKMX B3aMOOTHOIIICHHNI 1 B3aUMOICHCTBUS 0AHKOB C KJIMCHTaMHU, U3Y-
YeHUs, BRISIBJICHMS M peayIM3alliy OaHKaMM CITeU(PUISCKUX COITUATBHO —
SKOHOMUYECKUX ITOTPEOHOCTEH 3aeMIIIUKOB U YCIOBUM KpEOTUTOBAHMUS, T10-
BBIIIICHUS JOBEPHS KIMECHTOB K OaHKAaM.
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