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®OPMYBAHHSI CUCTEMU I'EHEPAIII AOJATKOBHUX NPOJAXKIB HA
IMPUHOUITAX MAPKETHHI'OBOI AHAJIITUKU

Y cmammi pozensoacmvca ¢hopmysanna cucmemu 2eHepayii 000aAmMKOBUX NPOOAXHCi6 Ha
APUHYUNAX MAapKemuHe080i aHaAmimuKky. AHAni3 niamocnpomMoN*CHO20 HONUMY, KOHKYPEHMHO20
cepeoosuya ma BUKOPUCMAHHA THCIMPYMEHMI8 MAPKemuH2080i aHANIMUKY CMaromes Ki0408UMU
eleMeHmamu po3pooKu epekmusHoi cmpamezii 30inbUieHHA NPooaxcie i 00x00i6 NIONPUEMCMS.
Hocniooicenns pisHux YUHHUKIS, WO 6NIUSAIOMb HA 3MEHULEHHS NONUMY MA PUHKIG, 00360JIA€ GUABUMU
MONCIUBOCI Ol CMBOPEHHS YIHHOCMI Ol KAIEHMI8 i 3anyYeHHs iX 00 000amKo8Ux MNOKYNOK.
3acmocyeanns mapxemuneo60i aHanimuku y GopmMy8anHi cmpamezii 000amMKOSUX NpPOOaAdKCi8
00nomMazac KOMNAHIAM PO3YMIMU NOGEOTHKY CHOJICUBAYIB, NPOSHO3VEAMU 3MIHU HA PUHKY ma
PO3poOISIMU NEPCOHANTZ068aH] NPONO3uYyil 0 30inbenHs: eumpam Kiienmie. Omoice, po32isio pPi3HUX
acnekmie opmyeanna cucmemu 2enepayii 000aAMKOBUX NPOOAdICI@ HA OCHOBI MAapKemuH2080i
AHANIMUKY MAE KAIOY08e 3HAUEHHS 015 NiOGUWEHHS KOHKYPEHMOCNPOMONCHOCMI ma OOCACHEHHS.
YCRIXY HQ PUHKY.

KitrouoBi ciioBa: MapKeTHHIOBa aHAJITHKA, 10JaTKOBI mpojaaxi, Repeat Purchase Rate, CRM,
ERP, Customer Retention Rate, Net Dollar Retention, Price premium MS, Value-to-Volume Ratio.
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ITocranoBka mpoOJieMu y 3arajbHOMY BHIVISAI Ta 1i 3B’S30K i3 BasKJIMBHUMH
HAYKOBHMH 4YHM NMPAKTHYHUMHU 3aBJaHHSMHM. B yMOBax arpecMBHOr0 MakpoOCepeI0BHIIA,
KJIIOYOBUMH (akTopaMu sikoro cranu covid-19 Ta BiliHa, 3HMXKEHHS IIATOCIIPOMOKHOTO
MONUTY, 3POCTAaHHS KOHKYPEHIli Ta 3MEHIIEHHS PUHKY, pallioHajdbHa IMOBEIIHKA KIIIEHTIB,
¢dopmyBaHHS e(EeKTHBHOI CHUCTEMH TeHepallii J0JaTKOBMX MpPOJaXiB CTa€ KIHOYOBUM
3aBAaHHAM Uil mignpueMctB. OMHAK, TPaJWIiNHI TIIXOMW O CTUMYJIIOBaHHS IPOJIaXiB
MOXYTh OyTH HEAOCTaTHBO €(EKTUBHUMHU y TaKUX ymMoBax. KoMmnanii miJ yac eKOHOMIYHUX
KpHU3 Ta TaHIEMiil, BiffH, KOJH 3MEHIIYETHCS TOMUT, BUKOPHUCTOBYIOTH arpeCUBHY IIIHOBY
CTpaTerilo, HaJAITh 3HAYH1 3HIKKU.
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Ile momomarae 3amyduTd OUIBIIE KJIIEHTIB, 30UIBIIMTH OOCSATH IMPOAAXIB, HABITh Yy
CKJIaJHUX EKOHOMIUYHMX yMoBax. Jlng mocsrHeHHS ycmixy HEOOXiJHO 3acTOCOBYBATH
MPUHIIMIIA MApKETUHIOBOI aHAJITUKH Ta BpaxoByBaTH crenudiky cydacHoro Oi3Hec-
CepeI0BUILA.

AHaJIi3 OCTaHHIX JOCTIIKeHDb i myOJikamii, B AKHX 3al104aTKOBAHO PO3B’SI3aHHS
AaHoOl Mpo0JieMH i Ha fAIKi CHUPAETbCsl aBTOP. AHaII3 MMOCTABICHOI MPOOJIEMHU CIPHSE
PO3YMIHHIO METOJUYHHUX aCIEeKTiB ()OPMYBAHHS CHCTEMH TeHepallli J0JaTKOBUX MPOJaXiB y
CKJIaJHUX YMOBax. YTPaBIIHHS CUCTEMOIO MPOJAKiB Ha MiANPHEMCTBAX, ii Pi3HI METOAMYHI,
opraHizaiiiini Ta iH(opMaIliiHI acleKTH JOCIIHKYBAJIOCh B poOOTaX TaKWX HAYKOBIIIB 1
NPaKTUKIB y Talxy3i MapKeTHHTY Ta yhpaBiiHHA Oi3HecoMm BitumsHsHHX: Jsuyn O. Ta
Pamguncekuii C.[1], [Tumumuyk B. Ta J{anaikos O. [2], Casina C. [3], 3akopaonnux: Dopson
E.[5], Smith K.[6], Chai W.[7], Sacks D. ta Ruby E. [8],Cohen J. [9], Policella G. [13], John
A. Davis.[17]. TIpore, HemoCcTaTHS KUIBKICTh BITYM3HSHHMX PO3POOOK Ta MyOJiKaIliil 11010
aHaTI3y CHUCTEMH MPOJAXiB Ta MOKA3HWKIB, YaCTKOBE BUCBITJICHHS JAaHOI MPOOJIEMATHKH, a
BIJIMOBIAHO OpaKk METOINYHOTO 3a0e3MeYeHHS 3yMOBIIOE HEOOX1/IHICTh JAHOTO JOCHIIKEHHS.

Bupinennss HeBHUpilIeHMX paHille YacTHH 3arajibHOI Npo0JeMH, KOTPHM
NPUCBAYYEThCA O3HAYeHA cTAaTTi. CKOpOUEHHS MOMHTY Ta PUHKIB MOXXE MAaTH KiTbKa
peTbHHUX TPUYHH, SKi BIUTMBAIOTH Ha CIIOKMUBAYiB Ta ixHe criokuBanHs. [langemis COVID-
19 cnpuunnmna BOO3 Ta HamioHanbHi ypsiau Maiike BCiX KpaiH CBITY BBECTH OOMEXEHHS Ta
JIOKJIAyHH 1 1€ TIPU3BEJIO 10 3MEHIICHHS MOMUTY Ha OaraTo ToBapiB Ta mociyr. Hampukian,
cdepa rorenpHOro Oi3HECY, aBialliiHa IHIYCTPis Ta pecTOpaHHUI Oi3HEC 3a3HAIU CEPHO3HOTO
BIUIMBY, OCKUIBKH Oararo Jrojeii 0OMeXyBaJld CBOI IMOJOPOXKI Ta BUTPATH Ha XapuyBaHHS.
[TosiBa HOBUX KOHKYPEHTIB Ha PUHKY a00 3MiHAa KOHKYPEHTHOI CUTYyallii MOKe MPU3BECTU 10
3MEHIICHHS TIOMUTY Ha TOBapHW Ta MOCIYrH KOMIaHii. | Ko Ha pUHKY 3'ABISETHCS HOBHNA
rpaBellb 13 AaTPaKkTUBHOIO TMPOMO3ULI€0 a00 HUXKYOK IIHOIO, CIOXKHBa4Yl MOXYTh
NEPEKIIOYUTUCH Ha HBOTO, 1 1€ MPU3BEE A0 3MEHIIICHHS MMOMMUTY HA 1HII aHAJIOT149HI TOBAPH.

3MiHAa MOJHHMX Ta CIOXHUBUMX TPEHIIB MPHU3BOAUTH [0 3MEHIICHHS IOMUTY,
HANpUKIaJ, TO0sSBa HOBOTO CTHIIIO OAATY a00 CIIOKMBYHMX TPEHMIIB JO E€KOJOTIYHO YHCTHX
IPOAYKTIB MOX€E 3MIHUTH BIIOJ0OAHHS CHOXHBAYiB 1 MPU3BECTU JIO0 3MEHIIECHHS MOMUTY Ha
TpaauLilHI TOBapH.

BiiicbkoBi Ail CYyTTEBO Ta KapAWHAIBHO BIUIMBAIOTH HA €KOHOMIYHI 3MiHH, Taki SIK
3pocTaHHs 0e3p00ITTsI, 3HKSHHS PIBHS I0XO/IB a00 MmoripiieHHs (piHaHCOBOI CTaOlILHOCTI,
BOHM IIPU3BEIIN J0 MaJiHHS HOMUTY Ha 0arato ToBapiB Ta MOCIYT, 3HUKHEHHS a00 peoKalliio
BUPOOHMYMX MignpueMcTB. CHoOKMBadl CTalOTh OLIbII OOEPEKHUMHU y CBOIX BUTpaTax Ta
3MEHUIYIOTh BUTpAaTH Ha ToBapu poskomr abo jgopori mociayru. ToMmy 3HaHHS Ta
BUKOPHUCTAHHS TNPHUHIUIIB MapKETHUHIOBOI AHAJITHUKU MOXYThb JIOMOMOITH y (OpMYyBaHHI
CHCTEMHU IeHepallii 10JaTKOBUX MPOJaKiB MiIPUEMCTBA.

dopmy/oBaHHs Uijed crarTi (MOCTaHOBKA 3aBAaHHA). MeTOl 1aHOI CTATTi €
pO3MIIA] PI3HUX AaCMHeKTIB Ta IMOKa3HUKIB (OPMYBAaHHS CHCTEMH TeHepalii J0JaTKOBUX
NpOJaXiB HAa OCHOBI MPUHIUIIB MapKETUHTOBOI AHAJIITUKM B YMOBaX arpecMBHOTO
MaKpocepe10BHILA.

Bukiag ocHoBHOro wmarepiajgy [I0C/HiIKeHHI 3 TOBHMM OOIPDYHTYBAHHSIM
OTPUMAHMX HAYKOBUX pe3yJabTarTiB. Bimomo, mo mignpuemMcTBaM  HEOOXiTHO
BUKOPHUCTOBYBATH PI3HI aHAJITUYHI JIaHl MO Mpoja)xax, MpoTe A LBOTr0 MOTPIOHO 3HATH
CBOTO KJIi€EHTa Ta HOro MOBEAIHKY, CUCTEMY OpraHi3allii Ta MexXaHi3M IIaHYBaHHS MPOJIaiB
Ha MIANPUEMCTBI.

Ha nywmky Iumaumuyka B.UII. ta [annikoBa O.B. cykymHi HaaXxo/DKEHHS BiX
CIOXKMBA4Ya TMPOJYKIIT MIAMPHUEMCTBA € HAHOUIBII Ba)KJIIMBUM aHATITHYHUM 1HIUKATOPOM
I[IHHOCTI CITO’KMBayva BIIPOIOBXK YChOTO MOTO KUTTEBOTO MUKy [2, . 295].
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MapketunroBa ananmituka, sk BBakae Capina C.C., crnpuse MiABUIICHHIO IIHHOCTI
TOBapiB Ta MOCIYT, a OT)KE U 30UIBIICHHIO JOXOMIB HiANPHEMCTBA, BUSBICHHS PE3EpBIB
HiABHMIICHHS PE3yJIbTaTHBHOCTI OO MisSUIBHOCTI 3 MapKkeTuHry [3] Ta, 6€3yMOBHO, MPOIAKY.
st uporo BukopuctoBytoTh CRM (Customer Relationship Management) Ta ERP cucremu,
aHAJTI3YIOTh IMOBEIIHKY KJIIEHTIB TOIIIO, 110 Y CBOIO YEPTy BILIUBAE HA OOCST MOKYIIOK.

ITo cyri, 3a BuzHaueHHsMm O. [lsuyn ta C. Pamumncekoro CRM € «ctpateriero
YIpaBIIHHS B3a€MOBITHOCMHAMU 3 KiieHTaMu» [1], a Ha mymky 3apyOixHoro ¢axisis Chai
W. CRM € BKkpail BaXIMBUM MiAXOJOM Ta HPOTPAMHUM pIOICHHSM JO OLIHKH
PE3YIBTATUBHOCTI IMPOIECIB YIPABIIHHAM MPOJAXKEM Ha MIAIPHUEMCTBI. 3 BUKOPHCTAHHSIM
CRM cucremu 101aTKOBO 30MparOTh Taky iH(GOpMalilo Mpo KIIEHTIB, K iH(opMaris mpo
iXHl TomepeAHi TMOKYIKH, IOMEepeHl 3aluTH, BIATYKA Ta PEUTUHTH, IO J03BOJISE
HiANPUEMCTBY aHANi3yBaTH Il JaHI Ta BHKOPHCTOBYBATH IX JUIS TOKPAILICHHS IPOLECIB
npogaxy [7].

Hanpuknan, nianpueMcTBo Moke BukopuctoByBatd CRM cucremy aisi BUBHAUCHHS
HaNO1IbII MPUOYTKOBHUX KIIIEHTIB Ta IXHIX MOTPeO, 10 JO3BOJIIE HANAIITYBATH CBOI MIPOLIECH
MPOJAXKyY 3 METOIO 30UIbIIEHHS MPUOYTKY Bix 1uX KiieHTiB. CRM 11e Takok 1 aBTOMAaTH3AIIIs
MapKETHHTY, MPOJaXiB, poOOYUX MPOIIECiB, TEXHOJIOTII reoIoKallii, aHaliTHKa Ta iH.

upoxko 3acrocoBytotbest ERP (Enterprise Resourse Planning) cucremu y miianyBaHH1
MPOJaXiB, SKI BU3HAYAIOThH IIAHOBI 00CATHM BHUPOOHUIITBA TOTOBOI MPOAYKIIi, BPaXOBYIOUH
HasBHI 3amacH, IUIaHW TPOJAXIB, CTPAaXxOBI BUPOOHMYI Ta CE30HHI 3amach, a TaKOX
3aTBEPKCHI BUPOOHMYI 3aMOBJICHHS JIJIsI Pi3HHUX MPoaykToBHX rpyi [11].

Cuctremu ERP nomomararoTh BHOPSIKYBaTH MPOIEC BHPOOHHIITBA, YIPABIiHHSI
3aracaMu Ta JIOTICTHUKOIO, IO JIO3BOJISIE 3MEHIIUTH 4Yac, HEOOXITHHUM [Uisi BUPOOHMIITBA Ta
JIOCTaBKH MPOJIYKIIii 10 KIIEHTIB, @ OT’KE MPU3BOAMTS JI0 MIBUANIOTO pEaryBaHHs Ha MOTHT Ha
PUHKY Ta MOXJIMBOCTI 3A1MCHUTH JOJATKOBI MPOJAXi, OCKUIBKM MiANPHEMCTBO 3MOXKE
3aJI0BOJIBHUTH MTOTPEOU KITIEHTIB BYaCHO Ta €(hEKTUBHO.

Takoxx ERP no3Bosisie oTpuMatu I0OCTyn 10 1HTETpoBaHOI 0a3u NaHUX KIIIEHTIB, IO
JIO3BOJISIE  TIOKPAIUTH B3AaEMOMAII0 3 HHUMH. Tak, WIANPHEMCTBO MOXKE HaJaBaTH
NepCOHANI30BaHe OOCIyrOBYBAaHHS, BpPaxOBYIOUM TIONEpPEAHI IOKYNKM Ta BHOAOOAHHS
KJIIEHTIB, 110 Y CBOIO Yepry Beae A0 NiABUIIEHHSA JOAJbHOCTI Ta CTUMYJIIOBaTH [0
JIOJaTKOBUX TMOKYyMoK. OkpiM 1nporo, ¥ HairomoBHime, ERP cuctema namae kommanii
MO>KJIMBICTh aHAJII3yBaTH JlaHl MO Tpoja)xam, KiIi€eHTaMm Ta puHkam. Lle mo3Bosisie komrmaHii
OTpUMATH OUIBII INIMOOKE PO3YMIHHS CBOIX LIBOBUX TpPYIl, CHOXHBALBKUX TEHJEHIH Ta
e(DeKTUBHOCTI MapKETUHTOBUX KaMIlaHid. 3a JOMOMOTOI0 HUX JaHUX KOMIIaHIsi MOXe
BIIPOB/KYBATH OUIBII HAIUIEHUH Ta epeKTUBHUIM MAapKETHHTOBUH MiJXiJl, 3aJlydaTH HOBUX
KJIIEHTIB Ta 301IBIIYBATH JOJIATKOBI MPOJaXi.

3a nganuMu ykpaiHcbkoi IT-xkommanii «BukopucranHss CRM Tta ERP no3Bonse
30UIbIIMTH O0CsATH TpoAaxiB Ha 60%, MIABUILMTU OXOIUIEHHS ILIOBOI aylWUTOpIii MOHa]
400%, mokpalleHHsI KOHTPOJIIO 3a eTanamu nporecy npoaaxisy» [11]. Takox imMmiaemMeHTaris
4yaT-00TIB Yy MPOrpaMHi PILIEHHs HaJla€ MOKJIMBICTh B3a€MOIIT 3 KIIIEHTAMU 0€3110CePETHBO 3
MECEeH/Kepa, 3/A1MCHIOBAaTH A3BIHKM a00 HAJCWUJIATH MOBIJIOMIICHHS, aHANI3yBaTH MPOJaXIi,
NEeperyisiiaTd CTaTUCTUKY LIOJ0 MOTEHLIMHMX KIIEHTIB, MpU3HAYaTH 3YyCTpiul Ta Oararto
1HIIOTO.

[Ipore, icHye nymKa cnerianicTiB, 0 BUKOpUcTaHHS KoMOiHalii cucteM ERP+CRM e
¢iHaHCOBO OOIPYHTOBAHMM JIMIIIE [T BEIMKHUX KOMIIaHiil. ¥ manomMy 6i3Heci B YKpaiHi yacTo
o0uparoTh oAHYy 3 HUX. [Ipy IbOMY BpaxoBYIOTh, SIKa 3 CHCTEM Kpallle 3aJ0BOJBHSE MOTpeOn
KOHKPETHOT'O MiANPHEMCTBA.
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Haiikpamumu ERP cucremamu 3a geskumu mxepenamu Ha 2023 pik €: Microsoft
Dynamics 365, Oracle NetSuite, SAP S/AHANA, Salesforce, Acumatica, Infor CloudSuite,
Epicor ERP, Sage X3, IFS Applications, Odoo [4].

A maiikpammmvu CRM cucremamu s npogax Ha 2023 pik BBakaroTecs: Salesforce
CRM, HubSpot CRM, Freshsales, Zoho CRM, Salesflare, Pipedrive, Worksection,
SalesDrive, Microsoft Dynamics CRM [12].

[Ilo6 makcuMi3yBaTH YCIIX MPOJAAXIB MiAMPUEMCTBA, BaXJIHBO 30CEPEIUTHCH Ha
KO>)KHOMY €JIEeMEHTI ()opMyiH MOTEHIIHHUX npoaxis (1):

P = Q (quantity of focus consumers) X F (frequency of consumption) X
C (average check), 1)

ne P — moTeHmiitHi mpomaxi;

Q — KiIBKICTh OKYCHHX KITIEHTIB;

F — gacToTa CIOXKMBaHHS;

C — cepenHiii yek.

30UThIIICHHS] KITBKOCTI HOBHX KITI€HTIB € BOKIUBUM JUISI POCTY OyAb-sIKOTO Oi3HECY.
Bcix kJ1i€eHTIB MiANPUEMCTBA MOKHA MOIIJTUTH HA Taki TPYIIH:

1) HOBI KJII€HTH, SIKi BUXOJATH BIEPIIE HA PHHOK;
2) KJII€EHTH KOHKYPEHTIB;
3) ICHYFOUI KJTI€HTH.

CTOCOBHO mepIIoi TPymu KIIIEHTIB MOTpiOEH momyK 1 momoBaHHS. lle MoxHa
3nificHIoBaTH uepe3 pi3Hi kaHamu: Google Ads mo mpomoHye MeTy "3alydeHHS HOBHX
KIII€HTIB", ¢piraHc-mIaTGopMu, OrOJIOIICHHS, X0JIOAHI A3BIHKU. J[JIg MOIFOBaHHS Ha HOBUX
KIIIEHTIB BUKOPUCTOBYIOTH Takoxk LinkedIn nuisxom miakiroueHHs 10 MOTEHIIHHUX KIIE€HTIB,
NpUEIHAHHS IO TPYI, CIEMialli30BaHUX Yy KOHKPETHIM ramysi, myOuikamii BiIOBiTHOTO
KOHTEHTY, IHTEpPHET Ta pedepanbHuil MApKETUHT, BUCTABKH, KOH(QEPEHLIT TOILO.

Takox BHUKOPUCTOBYIOTH OCOOJMBI CIIEHApil MepIIoi MOKYNKH, SKi BiAPI3HAIOTHCS
3aJIeKHO BiJ O13HEC-MOJIeI KOMITaHil Ta MPOAYKTY a0o MOCIYTH, Ky BOHU MPONOHYOTh. Lle
Moke OyTu npoOHMI mepio abo Oe3KOmTOBHA CHpoda TOBapy/NMOCIYrH, 3HUXKKU Ta
POMOKO/M, TIEPCOHANIbHI MPOTO3UIIT 1151 HOBOT'O KJIIEHTA, Pi3HI MPOrpaMu JIOSIIBHOCTI.

Haiibinpin ckinagHOIO 3a/1a4er0 BBAXKA€TbCSA 3aJyYEHHS KIIE€HTIB KOHKYpEHTiB. TyT
IPOMNOHYIOTh OCOOJMBI YMOBHM Ta KOMYHIKallii 3 Kii€HTaMu. {1 1IbOro BHKOPHCTOBYIOTH,
HaIMpUKIIA] TaKWi aHATITUYHHN 1HCTPYMEHT SK KaHBa I[IHHICHOI MPOMO3UIlii, € IIHHICHY
IPOMO3HULIII0 BU3HAYAIOTh 32 GOPMYIIOL0 (2):

IinnicHa npono3uuis = [Ipobnema + Pimenns=IIpoaykr (2

Inakme kaxyuu, sIKIIO MpobiaemMa iCHye 1 Ball MPOAYKT ii BUpIIIye, 1€ O3HaYae, 10 Y
BacC € LIHHICHA IPOMO3UIIiS.

IcHyrOUMX KIIIEHTIB MIANPUEMCTBA TAKOXX CETMEHTYIOTb, MO-TIEpIIe, 3a METOAMKOIO
RFM-ananizy, mapamerpamMu MOJEN SKOI € JaBHICTh, 4acToTa, Tporr. Bcix Kii€eHTIB
MOAUISIOTH IO JIaBHOCTI 3aMoBiIeHHS (1 - JaBHI KIIEHTH, 2 - BIAHOCHO HEJaBHI, 3 - HEIaBHI
KJIIEHTH), 32 YaCTOTOIO MOKYMOK (1 - OIMHWYHI 3aMOBJEHHS, AYXE 3piAKa, 2 - KYyNyKTh
HEYacTo, 3 - KYIYIOTh YacTO) Ta 3a CyMOIO MOKYyNoK (1- He3HayHi cymMH MOKYIOK, 2 -
cepenHiil piBeHb, 3 - BeNMKa cyMa IMOKYNOK). B pe3ynbraTi aHamizy BUIUISIOTH 3 TpynH
KJIIEHTIB: «IKI BIIXOJATHY», «CIUIAYL», «IMOCTiHI». IcHyroTh pi3Hi Bapianii RFM-anani3y,
OJIHAK 3arajJlbHAM NPHUHIMI, SKHA TYT MOXHA 3aCTOCYBATH: MH 30CEpPEIKYEMOCS Ha
30epekeHHI HAIIMX HAWKpaluX KIIE€HTIB, HAMaraeMocs MiABUIIMTHA pIBEHb CEPEIHIX
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KJIIEHTIB, TIEPEBOJIIYM iX B KATETOPil0 HAMKpAIIHMX, 1 aKTHBHO MPAIIOEMO HaJl MOBEPHEHHSM
KJIIEHTIB, SIKI BTPAaTHJIU iHTEpeC.

Jlist iCHYFOUHX KIIIEHTIB 3aCTOCOBYEMO MMOKA3HUK aKTHBHUX Ta HOBHX Kii€HTIB (3, 4),
yacToTu noBTOpHUX MOKynok (RPR) (5), a takox 36epexxenns wiieHtiB (CRR), BimToky
kiientiB (CR), Brpatu kmientiB (LR):

. . tit ti lient.
Active clients (%) = Quantity of active clients 3)

Total clients' base !

ne active clients — akTUBHI KJIi€HTH;

quantity of active clients - xijbKiCTh aKTUBHUX KJIIEHTIB;

total clients™ base - 3aranbna kiieHTCHKA Oa3a.

AKTHBHI KII€HTH — L€ TEBHA Tpyna CHOXHBauiB, SKI MalOTh BUCOKHUH piBEHb
B3aeMO/Iii 3 OpeH1I0M 260 KOMITaHI€Ho.

Quantity of new clients (4)
Total (active)clients' base’

New clients (%) =

ne new clients — HOB1 KITi€eHTH;

quantity of active clients - KiJIbKiCTh HOBHX KJTI€HTIB,;

total clients’ base - 3aranpHa KiieHTChKa 0asa.

HoBi kiieHTH — 1€ TIEBHA TPyIa CIIOKWBAYiB, K TUIBKH 3MIHCHUIIN TEPITY MOKYIKY
Ta HEe MalOTh JIOBFOCTPOKOBOI B3aEMO/IIT 3 OpeH1I0M 200 KOMITaHI€l0.

RPR (Repeat Purchase Rate) — 1ie moka3HUK 4aCTOTH MIOBTOPHUX MOKYIOK (5):

The quantity of clients which bought more than once within the T-period

RPR (%) = x 100%, (5)

Total quantity of clients T-period

ne the quantity of clients which bought more than once within the T-period — kinbKicTb
KJIIEHTIB, SIK1 KYNTWAJIU OUTbIle HIXK 1 pa3 3a KOHKpETHUM Mepioj Jacy;

total quantity of clients T-period — 3aranbHa KibKiCTh KJIIEHTIB 32 KOHKPETHHN TIEPiO
qacy.

[Toka3uuk yacToTn MOBTOpHHUX MOKYNoK (RPR) Bkasye Ha Te, sikuii BiICOTOK KITi€HTIB
MOBTOPHO KYMNYIOTh MPOJIYKTH a0O0 MOCIYrM KOHKPETHOro MiAnpHeMcTBa BiH BHMIpIOE,
HAaCKUIbKM e(eKTUBHO Oi3Hec 30epirae Ta yTpUMYe CBOiX KIIIE€HTIB.

Bucokuii MOKa3HUK YacTOTH TOBTOPHHUX IIOKYIIOK CBIMYUTH PO Te, MO0 Oarato
KIIIEHTIB TPOJOBXKYIOTh 3/IMCHIOBATH TMOKYNKH 1 1€ MOXE OyTH O3HAKOKI 3aJ0BOJICHOCTI
KJIIEHTIB TOBAPOM/IIOCIIYTOI0, €PEKTUBHOCTI MIPOrpaM JIOSUIbHOCTI, 800 CHJIbBHUM OpEHIIOM Ta
OpeHIUHTOM.

Hu3zpkuii moKa3HUK 9acTOTH MOBTOPHUX MOKYITOK MOKE BKa3yBaTH Ha Te, IO KIIEHTH
HE 3HAaXOJATh JOCTaTHbOI IIIHHOCTI B NPOAYKTAaX/MOCIyrax MiJIpUEMCTBA Ta MOXYThb
nepelT 10 KOHKYpeHTIB. | me cBiquuTh Npo HeepeKTHBHICTb MApKETUHIOBHX CTpAaTerii,
NOraHy SIKICTb TOBapy/MOCIYTH, HEIOCTaTHE MPUAUICHHS yBaru 10 NOTped 1 OYiKyBaHb
KJTIEHTIB.

PexomenoBane ¢axiBLsIMU 3HAYEHHS LIOTO MOKa3HUKa >60%.

CRR (Customer Retention Rate) — koediriieHT 30epekeHHS KIII€HTIB BU3HAYAETHCS (6):

Quantity of clients at the end of period—

New clients for the period
CRR (%) = —— e — % 100%, (6)
Quantity of clients at the begining of period

56



ISSN 2522-9087  (Print)
ISSN 2523-434X (Online)

MapkeTusr i mudpoBi TEXHOJIOTIT Tom 7, Ne 3, 2023

ne quantity of clients at the end of period — kinbkicTh KJIi€HTIB Ha KiHEIb TEPIOLY; AKi
Kymid Outbie HiXK 1 pas 3a KOHKpETHUH mepioJ acy;

new clients for the period — HoBi KiieHTH 32 TIEPIOL;

quantity of clients at the end of period — kinbKicTh KJII€HTIB Ha KiHEIlb TEPIOAY.

Ile#t moka3HUK JO3BOJISIE BU3HAYUTH Ha BIJICOTOK KIIEHTIB, SIKi 3aJIMIIAIOTHCSA 3
HiANPHEMCTBOM TPOTATOM MEBHOTO MEpioAy yacy Ta e(pEeKTUBHICTH A MO yTPUMAHHIO 1
30epeKEHHIO CBOIX ICHYIOUUX KJIIEHTIB.

Bucoke 3HayeHHs KoedilieHTa € pe3yJabTaTOM BHCOKOI SKOCTI TOBapiB/MOCIYT,
BIJIMIHHOTO OOCTyroByBaHHs, MPOTpaM JIOSUIBHOCTI Ta TIEPCOHATI30BAaHUX IIJIXOJIB O
KOMYHIKAIIi1 3 KIII€EHTaMH.

Bucoke 3HaueHHs KoeQili€eHTa CBITYUTH PO MPOOJEMH, 3 SKHUMH CTHKAEThCS
HiIPUEMCTBO IIOAO 3aJ0BOJICHHS IMOTPeO CBOIX KIIEHTIB, HANPUKIAA, CTOCOBHO SIKOCTI
TOBApPiB/TIOCIYT, HEAOCTATHHOTO OOCIYrOBYBaHHS, KOHKYPEHTHHX IPOIMO3MINNM BiJ IHIIHMX
KOMITaHii a00 He3aJOBUILHOI KOMYHIKAI] 3 KITIEHTaMH.

PexoMenoBane cnemiaicraMy 3Ha4eHHs IbOro mmokasuuka >100%.

CR (Churn Rate) — xoedillieHT BiITOKY KJII€HTIB BU3Ha4aeThes (7):

__ The quantity of gone clients
~ Total quantity of clients

CR

x 100%, 7

ae churn rate - koe(illieHT BiATOKY KIIEHTI;

the quantity of gone clients — kibKicTh KJTI€HTIB, SKi MUY,
total quantity of clients — 3aranpHa KiTbKiCTh KITI€HTIB.

Lost Rate (LR) — koediuieHT BTpaTH KiieHTiB (8):

The quantity of clients at the begining of period —
uantity of clients at the end of period
LR = —dquantity of ct Lo/ p — % 100%, (8)
The quantity of clients at the begining of period

ne lost rate - koedilieHT BIATOKY KIIEHTI;

the quantity of clients at the beginning of period — kinbKiCTh KJTi€HTIB Ha MOYATOK
nepioxy;

the quantity of clients at the beginning of period — kinbKiCTh KJTi€HTIB Ha MOYATOK
nepiozy.

Churn Rate (CR) i Lost Rate (LR) — e sBa pi3Hi MOKa3HUKH, SIKi MMOB'sI3aHi i3 BTPATOIO
KJIIEHTIB, ajleé BOHU BUKOPUCTOBYIOTHCS I BUMIPIOBAHHSI PI3HUX aCIEKTIB IIbOTO MPOLECY.

Churn Rate (CR) Bka3ye Ha BIiJICOTOK KJ€HTIB, SKi MPHUITHHHWIA CIIBIpAIo abo
NPUIIMHWIA  BUKOPUCTOBYBATUCS TOBApOM/TIOCIYTOK TIIMPUEMCTBA TPOTATOM TIEBHOTO
nepiony 4acy. BiH mokaszye 3arajqbHy KUIBKICTb KJI€HTIB, SIKy BTPATHJIO MiANPHEMCTBO
BIJIHOCHO 3arajlbHOi KUIBKOCTI KJIIEHTIB Yy BIJICOTKOBOMY BimHOIIEHHI. [leil moka3Huk nae
3arajibHy KapTHHY IpO MaclTaOu BTpaTH KIIEHTIB 1 BHMKOPUCTOBYETHCS MJIS OLIHKU
3araJbHOTO 3JI0pOB's Oi3Hecy KommaHii [5].

3 inmoro 6oky mokasHuk Lost Rate (LR) Bka3zye Ha BiICOTOK KJII€HTIB, SIKI 3aJIAIIIIN
KOMITaHIl0 BHACTIIOK KOHKPETHUX NMPHYUH, HAMPUKIIAI, TAaKUX SIK HE3aJ0BOJICHICTh, TIOTaHE
00CIIyroByBaHHS, HEJOCTATHS SKICTb TOBapy/mociyru abo iHmi npuuuHu. Lleit moxaszHuk
(boKyCcyeThbCSl Ha BUMIPIOBAaHHI BTPATH KIIIEHTIB 4epe3 MEBHI NMPUYMHU 1 MOXKE JTOMOMOITH
3pO3YyMITH, SIKi aCHIeKTH Oi3Hecy, MpoJjak NOTPeOyI0Th yBaru i 30epexeHHs KII€HTIB.

PexomennoBane 3HaueHHs noka3zHukis CR ta LR <20%.

Jlyis 30inbIIeHHS KITBKOCTI KJi€HTIB Q MOTPIOHO 301MbIIYBaTH YacTOTy MOKYIOK
kiieHtTamu (PF), 30inbIIyBaTé JOSUTBHICT Ta «4YAacTKy TaMaHLss», TOOTO CTUMYIIOBATH
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KylyBaTH BCe L0 HEOOXIJHO came y Hac, a He y KOHKypeHTa. I[IpakTHka mokasye, IO
30inbmeHast CRR Ha 5% npu3BoauTh 10 25% 301IbIIEHHS IPOIAXKIB.
Purchase Frequency (PF) — gacrora nokymoxk (9):

Transaction (purchase) quantity at T—period
PF = C ) x 100% , (9)

Quantity of unique clients

ne PF — qactora mokymnox;

transaction (purchase) quantity at T-period — kinbkicTh TpaH3axiiii 3a T-miepio;

quantity of unique clients — kinbkicTh yHIKaIbHHUX KITI€HTIB.

Yacrora mokymnok (PF) — 1ie moka3HuK, KU MOKa3ye CEPEIHIO KUIbKICTh pa3iB, KOJIU
KJIIEHT pOOUTH MOKYIKY MPOTSATOM BCTAHOBJICHOTO MEPiOAy Yacy (THXKIEHb, MICSIb abo pIK).
PF Mo’xHa BUKOPUCTOBYBATH PI3HUMH CIIOCOOAMH, 3MIHIOIOYH YaCOBI PAMKH, MPOTE BAXKIIMBO
BKITIOYHUTH «yHIKQJIbHUX» MOKYIIIIB 3311 YHUKHEHHSI Y PO3PaXyHKY OBTOPHHUX MOKYIIOK.

BaxxnuBo, 1110 MOKa3HUKK 4acTOTH MOBTOpHUX NMoKynok (RPR), yactora nokynok (PF)
BUKOPUCTOBYIOTBCS SIK OPIEHTHUD ISl BIUIMBY Ha Te€, SIK YaCTO KJIIEHTH TOBEPTAIOTHCS, 1100
3pobutn mie oaHy Nokynky [13]. Takoxk po3paxoBYeETbCS Ta BHKOPUCTOBYETHCS TMOKA3HUK
Time Between Purchases (TBP) — vac mixk mokynkamu. BiH BUMIipIoe cepeaHiil mpoMiKOK
gacy MK JIBOMa TOCTIJIOBHUMH TOKYIIKAMH KII€EHTA Ta PO3PAXOBYETHCS HJISI KOXKHOTO
OKPEeMOTro KIII€HTa IIJISIXOM BHU3HAYEHHS PI3HUII MK JaTaMH IXHIX MOCIIJOBHUX MOKYIOK 1
00YMCIICHHS CEPeTHBOTO 3HAYCHHS I BCix KiieHTiB (10).

TPB = nata qpyroi KymiBii — 1aTa nepuoi KymiBii (10)

Hanpukan, sKmo KIi€HT 3poOWB CBOIO mepiry mokynky 10 Gepesns, a mpyry — 25
oepesnst, TBP 6yne pozpaxoBano: TBP =25 Gepesnst —10 Gepe3ns = 15 nHiB.
Oxpim Toro mist po3paxynky TBP mosxHa 3actocyBatu nmokasznuk PF (11):

1
TPB = — x 100%, (11)

ne TPB - yac Mi> MOKyIKamH;

PF — gactoTa nokynoxk.

3a miero (OpMyNOI0 PO3PAXOBYETHCS CEpeNHIM Yac MK TOKYNKaMH Ha OCHOBI
KUIBKOCTI pa3iB, KOJIM KJIIEHT 3/11HCHIOE MOKYIIKY POTATOM MIEBHOTO MEPIONY.

Hanpuknan, skuio kiieHT poOuTh 24 NOKYIKH OPOTIAroM 6 MICSIIB, YaCTOTA MOKYMOK
PO3paxoBYeThCS K 4 MOKYIKM Ha MICSIb, a BUKOPUCTOBYIOUH I[I0 YacTOTy MOKYNok, TBP
MO’KHA PO3paxyBaTH SIK:

TBP=1/4= 0,25 micsusg abo 7,5 nHiB.

o dbopmyny MOKHA BUKOPUCTATH ISl OIIHKU cepeaHboro TBP s kiieHTIB, sKi
3MIIACHIOIOTH KUIbKa IMOKYIOK MPOTSTOM IEBHOTO NEPioAy,

bararo xoMmaHiii BUKOPUCTOBYIOTh KOPOTKI OMUTYBAaHHS JJISi OTPUMAHHS BIATYKIB Bl
CBOIX KJIIEHTIB II0JI0 SKOCTI OOCIyroByBaHHs, ToBapy a0o mociyru. O/He 3 TaKuX 3aluTaHb
MOXe MaTu Take ¢opMmynroBaHHS: "Uu mopekoMeHAyBaid O BU Hally KOMIAHIIO CBOIM
sHariomum?". Ile 3amuTaHHsS JomoMara€ BH3HAUWUTU PIBEHB JOSUTBHOCTI KimieHTIB. [msaxom
aHaJli3y OTPUMAaHHUX BIJINOBiJEH, MOXXHAa BUAUTUTH TPH KaTeropii KIIEHTIB: MPOMOYTEpH,
HeUTpaiabHl Ta JeTpakropu. [l BUMIPIOBaHHS PIBHS JIOSUIBHOCTI BHKOPUCTOBYETHCS
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noka3sHuk Net Promoter Score (NPS), sikuii 0OUYMCIIOETBCA SK PI3HUISI MK BIJICOTKOM
IPOMOYTEPIB 1 BIICOTKOM JETPAKTOPIB, 1 MOke MaTu 3HadeHHs Bix -100% mo 100% (puc. 1).

0= Not at all likely 5= Neutral 10= Extremely Likely
|
0 1 2 3 4+ 5 o AN
NPS™ Promoters (%) Detractors (%)
(Net Promoter Score) (9s and 10s) (0 through 6s)

Pucynok 1 — Po3paxynok piBus mosuisHOCTI NPS [14, 17, ¢. 367]

Fred Reichheld y cBoiit po6oTi [15] HaBoauTh JaHi, SKi CBIAYaTh PO TE€, MO0 KOMIAHIT
3 BUCOKHUM piBHeM NPS neMOHCTpYIOTH 3HA4HE 3pPOCTAHHS, IO IEPEBUIINYE CEepeaHi
MOKA3HUKH y iX ramysi BaBiui. HaBoIAThCA NMpUKIagU TaKMX KOMIAaHIM 3 BHCOKUM PiBHEM
nosueHOCTI. Ile Apple, Amazon i Costco, ski 3a3BUYail MarOTh BUCOKI 3HaueHHS NPS,
Habmmxarounch 10 80%, komu cepenni mokazHuku NPS mis xomnawniit y CHIA cknagaroTh
10-20%. 3anexxHO Bix ranysi, Ii MOKa3HUKHA MOXXYThb BapilOBaTHCh. BHCHOBOK Takwii, IIO
NOTPIOHO MOCTIHHO MPAIIOBATH HAJ MiBUIICHHIM 3HAYE€HHS [[LOTO MMOKA3HHUKA.

Ha punky SaaS, manpukiaja, BUCOKHI PICT TOXOMIB € HAWBAKIUBIIIUM MOKA3HUKOM
uist SaaS-TIPOAYKTY, OCKIIBKK BiH BiloOpakae YCHIIIHY B3a€MOJII0 3 1HIIMMHU BaXXJIMBHUMH
aCIIeKTaMH, TaKUMH SK BIANOBIOHICTD NTPOAYKTY pPHHKY, 3allydeHHS KII€HTIB Ta iX
yrpuManHs. Tomy okpim nokazHuka CRR (koedimieHT 30epexeHHs KIII€HTIB) BaXKIUBUM €
IHIIWIA TOKAa3HUK YTPUMAHHS:

NDR (Net Dollar Retention) a6o NRR (Net Revenue Retention) — mnoxka3HuK
yTPUMaHHS YUCTOTO JOXOAYBINICHYIOUMX KIi€HTIB (12):

Revenue by N clients at the end of period —
Revenue by N clients at the begining of period
NDR = ( e gining of periody . 1)(gy, (12)
Revenue by N clients at the begining of period

ne NDR - noka3zHuK yTpuMaHHS YHCTOTO JIOXOAY BiJ] ICHYIOUMX KIIIEHTIB;

revenue by N clients at the end of period — moxizx Bix N KTi€HTIB Ha KiHEIb IEPIOY;

revenue by N clients at the begining of period - moxin Bix N KiTi€HTIB Ha MOYAaTOK
nepiony.

[Toxaznuk NDR mnoka3ye cKUIbKH JOXO/1B IPUHOCUTH LIJILOBUI CErMEHT y KOKHOMY
nepiosi BIJHOCHO Horo mowatkoBoro po3mipy. Dollar Retention BpaxoBye noxonau Bix
po3mmpeHHs 1 Moxke Oyt OutbmmM 3a 100%, KO Take pO3MIMPEHHS MEPEBUIIYE JOXOU
BiJl BIATOKY 1 3 KoHTpakTiB. Hailikpami SaaS-kommanii marote 120%+ Dollar Retention
HIOpOKY. 3HaueHHd Iboro mnokazHuka wmeHme 100% Ha pik cBAYUTE TOpo  edeKT
MPOTIKAIYOTO BiJ[pa 1 € CHOpaBXKHBOIO Tmpobiemoro nans OisHecy [8,9]. Bsarami x
PEKOMEHIOBaHE aHATITUKaMU 3HaueHH Mmoka3zHuka >110%.

BaxuBuM MOKa3HUKOM, SIKMH BKa3ye Ha €(pEeKTUBHICTh MPOJAXIB €:

C (average check) — cepenniii uek. lle mokasHUK, SIKUI BiTOOpaXkae CEPEIHIO CyMY,
Ky KJII€EHT BHUTpayae IiJl 4ac KOXHOI MOKyHnKHM abo TpaHcakuii. BiH po3paxoByeTbcs
BIJTHOILIEHHSIM 3arajlbHOr0 00CAry MpOJaXiB JI0 KUIBKOCTI 3AIMCHEHMX IOKYMOK abo
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tpancakmiii (13). Cepenniii 4ek jormoMara€e BU3HAYWTH CEPEIHIN piBEHb BUTPAT KJIEHTIB 1
BIUIMBATH HA CTPATETiI0 LIHOYTBOPEHHS, MApKETUHIOBl KaMIIaHii Ta B LIJIOMy Ha BUPYUKY 1
MPUOYTOK MiMPUEMCTBA.

C = Total sales (13)

Total number of customers

ne C — cepenHii 4yek;

total sales- 3aranbHi npogaxi;

total number of customers — 3arajbpHa KiJIbKICTh CIIOXKHBAYIB.

Tak, 30iIbIIEHHIO CEPEIHBOTO YEKYy MOXKYTh CIPHATH Pi3HI akmii, KOMyHikamii 3
KJIIIEHTOM Ta TpeMianbHi IiHA. [[01aTKOBI Tpojaxi BUKOPUCTOBYIOTh K y cepi MpOCTUX
TOBapiB, Jic epea0avacThCcs OJHOPA30BA MOKYIIKA, TaK 1 MPH NPOAAXKy CKIAJHUX MPOIYKTIB,
ne GOpMYIOTHCS TPUBAII BITHOCHHH 3 KJII€EHTAMHU. 337151 1[bOTO, MOTHUBYIOTh CITIBPOOITHUKIB
MaTepiaibHO, CKJIAJal0Th TaOJNWII CYMICHOCTI TOBapiB/IIOCIYT, CKIQJAlOTh CKPUITH
MPOJIaKiB, BUKOPUCTOBYIOTH up-sell Ta cross-sale mpomaxi.

Ha pict n1ogaTkoBux mpoiaxkiB BIUIMBAE J0AATKOBA IIHHICTh MPOAYKTY 1 1€ 3aJICKUTh
BiJl KOHKPETHOTO PHWHKY, CETMEHTY CIIOXHBa4iB 1 KOHKYpeHTHOi cutyamii. JlomaTkoBy
IiHHICTH, TOOTO OCOOJMBI XapaKTEPUCTHKH, repeBard abo iHHOBaIli, SKI BHIIPABIOBYIOTH
BUCOKY IIIHY MH MOXXEMO BHMIPATH ITOKa3HHKOM IiHOBOI mpewmii (Price premium). I
HAUTIPOCTIIIAM CITIOCOOOM € PO3PAXYHOK 3 BUKOPUCTAHHSIM YacTOK pUHKY (14).

Revenue market share (%)
Quantity market share (%)

Price premium MS (%) = (14)

ne Price premium MS (%) — yacTka puHKY 110 iHOBIiW TpeMmii (Haa0aBKHU Ha IiHY);

revenue market share — wdyacTka pUHKY KOMIIaHii 1O JOXOAY BiJ MPOJAKY
TOBApiB/TIOCTYT;

quantity market share — vactka puHKy KOMIMaHil Mo 00CATY peaizallii TOBapiB/moCIIyT.

[Tonsatrss "uiHoBa mpemis" o3Hayae LIHY OpeHAy [JIs CIOXHUBauya y IMOPIBHSAHHI 3
I[IHOI0O OCHOBHOTO KOHKYpEHTa a00 B MOPIBHSAHHI 13 CEPEIHBOIO I[IHOIO, sIKa BCTAHOBIIIOETHCS
Ha puHKY. [loka3HUK 11IHOBOT MpeMmii BKa3ye, K OpeH]l LIHYEThCS B MOPIBHAHHI 3 CEPETHBOIO
IPOJIAXKHOIO I[IHOK Ha PUHKY ISl CXOKHMX ToBapiB/mocayr [16].

"Price premium MS (%)"o3Ha4uae "mpemis mo IiHM 3a 4acTtky pHHKY (%)". Ls
¢dopMyna BUKOPUCTOBYETHCS U PO3paxyHKY Haj0aBKM, SIKy KOMIIaHis OTpPUMY€ 3a CBOI
TOBapH a00 MOCITYTH MOPIBHSIHO 3 KOHKYPEHTAaMH Ha PUHKY.

Hanpuknan, skmo Opena mae 45% puHKOBY 4acTKy mo jgoxony Ta 30% pHHKOBY
YaCTKY 3a KUTbKICHUMHU OJMHHMIISIMHU, TO HOTO IiHOBa npeMis Oyne aopiBHioBatu 45%/30% =
1,50 Ile o3Hauae, mo niHoBa npemist Ha 50% Bulla 3a pUHKOBY. A OpeH, SIKUM, HAIPUKIIAI,
HUKYOT SKOCTI Ta MPOJAETHCS HUKYE CEPEAHbOI PUHKOBOI LIHU BOJIOJII€ PUHKOBOIO YacTKOIO
3a poxoxamu 5%, a pUHKOBY 4acTKy 3a oOcsiramu peanizauii mae 20%, mMaTuMe LIHOBY
npemito 5%/20% = 0,25. Lle o3nauae, mo oro miHa Ha 25% HUXKYa 3a CEPEHIO HA PUHKY.

Otxe, Price premium MS Mo)ke BKa3yBaTH Ha CIPOMOXXHICTh HiANPHEMCTBA
BCTaHOBJIIOBATH OUIBII BUCOKI LIHHU, IO MOXE CBIAYUTH MPO i1 KOHKYPEHTOCIIPOMOXKHICTh Ta
NpyUBa0JIMBICT TOBApiB Ta MOCIYr I crnoxuBadiB. Jleski OpeHIH MOXYTh CBIZIOMO
BCTAHOBJIIOBATH BHCOKY I[IHOBY IPEMII0 3 METOIO CTBOPEHHS E€KCKIIFO3MBHOCTI 1 MparHeHHs
CTHOXHBAUIB 0 TPUAOAHHS IHOTO MPOAYKTY. lle MOke CTBOPUTHM TONHUT i BUKJIHMKATH
OakaHHs CIIOYKMBAUiB MaTH LIOCh 0COOJIMBE a00 YHIKAJIbHE, 1110 MOKE IMiIBUIIUTH MPOJAXKI.
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[lle omHWUM BaXIMBUM TIOKa3HUKOM, SIKUH JONOMAarae BH3HAYUTH €(QEKTHBHICTh
MapKETHHTOBUX 3YCWJIb y TIOPIBHSHHI 3 KOHKypeHTamu €: Value-to-Volume Ratio (VVR)
(CTIiBB1THOIIEHHS BApTOCTI 10 00CATY).

CriBBiTHOLIEHHST BapTOCTI A0 O00CATy BHMIPIOE 4YacTKy BaJIOBOIO HPUOYTKY
3arajJpbHOTO PHHKY SIK JUIsl BCi€l KOMITaHii, TaK 1 JJii KOHKPETHOTO TOBAapy Yy IMOPIBHSHHI 3
YAaCTKOK 3arajbHOro 00cAry MpoJaxy Ha pHHKY abo y ToBapHiil karteropii. VVR € myxe
KOPUCHHUM ITOKAa3HUKOM, OCKIUJIBKU BiH Ha/Ia€ MOXITUBICTh PAHHBOT JIarHOCTHKH MO0 TEBHUX
MapKETUHTOBUX 3aXOMiB, $Ki MOTPeOylOTh BIOCKOHAJCHHS Ta IIOKa3ye SKI 3 HHUX
BUKOPUCTOBYIOTbCS  edektuBHO [6,17]. MapkeTosorn MOXYyTb BHUKOPHUCTOBYBATH  IIi
aHAITUYHI AaHi 3a/ui1 MoOyJOBH MapKETHHTOBUX Iporpam. Lle Takox 103BOJisi€ BUSBUTH
MOYJIMBOCTI JUUIsl ONITUMI3aIlil MapKETUHIOBHX CTPATETid Ta JOCSATHEHHS KPAlIUX Pe3ysIbTaTiB
y nponaxax. BiH po3paxoByerbes 3a popmynoro (15):

PM (%)
RM (%)

VVR (%) = x 100% , (15)

ne VVR — Value-to-Volume Ratio (crmiBBiHOIIEHHS BAPTOCTI 10 00CATY);

PM — gactka puHKy 1o mpubyTtKy (Mapiki) (market share by profits (margin));

RM — gactka punky mo goxoay (market share by revenue).

Hasenemo mpuknan pospaxynky VVR s komnaniii PepsiCo, CocaCola, Keurig Dr
Pepper 3a 2020-2023 pp. 3a Buxinaumu ganumMu (tadm. 1):

Ta6muus 1 — Buxigni qaHi ajsi po3paxyHKy nokasHuka Value-to-Volume Ratio

Basosuii mpudyrok, $mip Basnoswuit moxin, $ mups

2020 2021 2022 2020 2021 2022
PepsiCo 38,575 42,399 45.816 70.372 79.474 86.392
Coca-Cola 19,581 23.298 25.004 33.014 38.655 43.004
Keurig Dr Pepper 6,486 6.977 7.323 11.618 12.683 14.057
3arajbHUHI 64,642 72.674 78.143 - - -
BaJIOBHUI MPUOYTOK
3aransHul - - - 115.004 130.812 143.453
BaJIOBUH JOXIJ

Torcepeno:[10]

Po3zpaxyemo vactky puHKy no npuOytky (PM)ra mo noxony (RM) 3a BianmoBiiHUMEI
dbopmynamu:

PM = (Gross profit / Total gross profit)*100% (16)

ne PM - yacTky puUHKY 10 IPUOYTKY;
gross profit — BanoBuii mpuOyTOK;
total gross profit - 3aranpHuil BajoBHiA TPUOYTOK.

RM = (Gross revenue / Total gross revenue)*100% a7
ne RM — gactka punky mo goxoxy (market share by revenue);

gross revenue — BaJIOBU IIOXiI[;
total gross revenue - 3arajgbHHI BaJTOBUI TOXII.
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Pesynbratu po3paxyHkiB HaBeJeH1 B Ta0I. 2.

Tabmuus 2 — Pe3ynapTaTu po3paxyHKy MOKA3HHUKIB YacTKy PUHKY 1o npubyTtky (PM)

Ta 4YacTKa pUHKY 1o noxoay (RM)

Yactka puHkKy 10 mpuOyTky | Hactka puHky mo goxoay (RM)
(PM),% %
2020 2021 2022 2020 2021 2022
PepsiCo 59.68 58.34 58.63 61.19 60.75 60.22
Coca-Cola 30.29 32.06 32.00 28.71 29.55 29.98
Keurig Dr Pepper 10.03 9.60 9.37 10.10 9.70 9.80
Pazom 100 100 100 100 100 100

/icepeno: po3paxoBaHO aBTOpaMU 3a JaHUMH Taou. |

3rigHo 11i€l TaOaWIl MPOMDKHUX PO3PaxyHKIB HAHOUIBIY YacTKy PHHKY 3aiiMae
kommanis PepsiCo, Coca-Cola Mmae BIBiYi MeHHIy YacTKy 3a 00OMa MOKa3HHKaMH 1
HaiimeHnury Oi1st 10 % 3aiimae Keurig Dr Pepper.

Haui po3paxyemo mokasHuk VVR (ta6m. 3).

Tabmuis 3 — PesynpTatn po3paxyHky nokaznuka VVR (%)

2020 2021 2022 Temn npupocty 2022/2021 (%)
PepsiCo 97,53 96,03 97,36 1.36
Coca-Cola 105,5 108,49 106,74 -1.32
Keurig Dr Pepper 99,31 98,97 95,61 -3.51

IDicepeno: po3paxoBaHO aBTOpaMu 3a JaHUMU Taou. 1, 2

s PepsiCo ta Keurig Dr Pepper 3Hauenns nmokasauka VVR menmie 100%, e Moxe
CBIIYUTH TPO BHUCOKI BHUTPATH Ha BUPOOHUITBO ab00 MApKETHUHI TOPIBHIHO 3 OOCSATOM
MPOJaXKiB, HU3bKI1 L[IHU MOPIBHIHO 3 KOHKYPEHTAMH 1 PO MOKJIMBY MOTPeOy B KOPEKIii LuX
I[iH, @ TAKOX MOTpeOy y MiABUILIEHHI IPUHHATHOI LIHK TOBApy Ul CIIOKUBAYiB.

Hagnaxkwu, nis Coca-Cola 3nauenns nokazauka VVR 106,78 (>100%) mosxe o3Hadatu
BUCOKI IPUOYTKH BiJ] CBOiX MPOJIAXiB MOPIBHIHO 3 00CATOM MPOaXiB KOHKYPEHTIB, a TAKOX
BKa3ye Ha Te, L0 KOMIIaHIs Ma€ KOHKYPEHTHY IepeBary 1 3aliMae MpOBIIHY MO3MIII0 Ha
PHHKY, ITPO 1110 CB1TYATh JaH1 YaCTKU PUHKY MO MPUOYTKY Ta JT0XOY.

Ananiz VVR gomomarae BU3HAUUTH, UM JIOCSTA€ KOMITaHIS ONTUMAJIBHOTO OallaHCy
MDK LIHOIO TMPOJYKTY 1 o0csiroM mnpojaxiB. Skmo mokazHuk Hwxkde 100%, e moxe
BKa3yBaTU Ha HEe(EKTUBHICTb MapKETHMHTOBUX 3yCHJIb, JI€¢ LIHM MOXYTh OYTH 3aHaJITO
HU3bKUMHU a00 BUTpPATH 3aHAJTO BUCOKMMHU. B TakoMy BHIaAKy, aHalITHKa MPOAAX MOXeE
JIOTIOMOTTH  BUSIBUTH TPOOJEeMHI 00JacTi 1 3HAWTH WUIAXA Uil BJOCKOHAJICHHS
MapKEeTUHTOBUX CTpaTeriil.

BucHOBKM 3 1aHOT0 T0CTiIKeHHS i MepCneKTUBH MOJAJBIIMX PO3POOOK 32 TaHUM
HANpSAMOM. Y pe3yibTaTi AOCHIPKEHHS Oylo BHABIEHO, 10 (OpMyBaHHA €(QEKTUBHOI
CHUCTEMHU TeHeparii JO0JaTKOBUX IMPOJAKIB B arpeCMBHOMY MaKpOCEPEIOBHINI BHUMAarae
IMIMOOKOTO  aHali3y IUIATOCHPOMOXKHOTO — TOMHUTY, KOHKYPEHTHOTO TMOJIOKEHHS  Ta
BUKOPUCTAHHS MPUHIUIIB MapKETUHTOBOI aHAMITUKH. Po3pobiieHI MeTOIWYH1 acheKTH
reHeparlii CUCTeMHU JO0AAaTKOBUX MPOJaKiB HA OCHOBI IMOKa3HUKIB MAapKETUHTOBOI aHATITUKU
MOXYTh CIIYI'YBaTH OCHOBOIO JJIsi MPHUUHATTA OOIPYHTOBAHUX pIllleHb Ta pPO3POOKHU
e(eKTUBHHX CTpaTerii mpoaax.
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Pesynbrati qOCTIIKEHHS MOXKYTh OYTH BUKOPHCTaHI JIJIsl IIOKPAICHHS CTPATETIYHOTO
IUIAHYBAaHHS, TNPUHHATTI pilleHb OIOAO CTUMYJIOBAaHHS MPOJAXIB Ta  ITiBUIICHHS
KOHKYPEHTOCIIPOMO>KHOCTI TiAMPHEMCTB.

3acTocyBaHHs TMPUHIMITIB MApPKETUHTOBOI AHANITUKHA JO3BOJIAE 30MpaTd Ta
aHaJI3yBaTH BENHMKI OOCATH JTaHUX MPO CIIOKUBAYiB, 1XHI MOBEIAIHKOBI Ta ICHXOJIOT14HI
XapaKTEPUCTHKH, a TaKOX MPO KOHKypeHTHi ¢akrtopu. Lle mae 3mory 3po3yMiTH 3MiHU B
ynoao0aHHAX Ta MOTpebdax CHOKMBAYiB, MPOTHO3YBATH iXHI peakilii Ha PUHKOBI 3MiHU Ta
pPO3pOOIIATH TEPCOHANI30BaHI cTparerii 30yTy, a TaKoX BUSBISATH HOBI MOXIHUBOCTI IS
PO3IIUPEHHS] ACOPTUMEHTY MPOIYKIi abo TMOCHyr, 3aly4eHHsS HOBHX I[UIbOBHX TIpYII
CIHOXHBAYiB Ta PO3BUTOK IHHOBAIIMHUX PillIEHb.

BukopucTtanHs aHaTITUYHUX 1HCTPYMEHTIB Ja€ MOKJIMBICTH OUIBII TOYHO BU3HAYATH
o0csAru MOMUTy, OOIPYHTOBYBAaTH I[IHOBI CTpaTerii 3 ypaxyBaHHSIM 3aaad 30UIbIICHHS
NpuOYTKY Ta PO3pOOJSITH Ta peadi3oByBaTH CydacHI I1HCTPYMEHTH MAapKETHHTOBHUX
KOMYHIKAI[iil B CHCTEMI TPOJaXKY.
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Forming the system of generation of additional sales on the principles of marketing
analytics.
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The aim of the article is consideration of various aspects and indicators of forming an
additional sales generation system based on the principles of marketing analytics in the conditions of
an aggressive macro-environment.

Analyses results. The formation of the system for generating additional sales based on
principles of marketing analytics is a necessary step for the enterprises under effect of complex
conditions of an aggressive macro-environment impact. Under the analysis of paying demand, the
competitive environment and the application of marketing analytics tools, enterprises could gain
significant advantages, increase sales and strengthen their competitive position. The use of marketing
analytics allows to identify new opportunities for expanding product or service assortment, attracting
new target consumer groups, and developing innovative solutions. The utilization of analytical tools
enables more accurate demand forecasts, determination of optimal pricing strategies, and the
development of effective marketing communications. However, the successful implementation of the
system for generating additional sales based on the principles of marketing analytics requires the
availability of appropriate resources, qualified personnel and a technological base. An important
stage is the collection and processing of a large volume of data, their analysis and interpretation. To
accomplish the sales tasks, specialized software tools are needed to be utilized as well as highly
skilled analysts should be involved.

The article examines various indicators of a sales generation system based on marketing
analytics principles such as Potenicial Sales, Repeat Purchase Rate, Customer Retention Rate, Churn
and Lost Rate, Purchase Frequency , Net Promoter Score, Net Dollar Retention, average check, Price
premium Market Share and Value-to-Volume Ratio. Customer Relationship Management & Enterprise
Resourse Planning systems. The metioning of ussin CRM and ERP systems is also important. The
analysis of solvent demand, the competitive environment and the use of marketing analytics tools are
key elements in developing an effective strategy for increasing sales and company revenues.
Examining the various factors that influence the decline in demand and markets allows to identify
opportunities of value creation for customers and attract them in order to gain additional purchases.
The application of marketing analytics in the formation of an additional sales strategy helps
companies understand consumer behaviour, predict changes in the market and develop personalized
offers to increase customer spending. Therefore, consideration of different aspects of the formation of
the system for generating additional sales based on marketing analytics creates the key importance for
increasing competitiveness and achieving success in the market.

Conclusions and directions for further research. As a result of the study, it was found that the
formation of an effective system for generating additional sales in an aggressive macro environment
requires a deep analysis of solvent demand, competitive position and the use of marketing analytics
principles. The developed methodical aspects of the generation of the system of additional sales based
on the indicators of marketing analytics can serve as a basis for making informed decisions and
developing effective sales strategies. The results of the research can be used to improve strategic
planning, decision-making on sales promotion and increase the competitiveness of enterprises.

The application of the principles of marketing analytics allows collecting and analysing large
volumes of data about consumers, their behavioural and psychological characteristics, as well as
competitive factors. This makes it possible to understand changes in consumer preferences and needs,
predict their reactions to market changes and develop personalized sales strategies, as well as identify
new opportunities for expanding the range of products or services, attracting new target groups of
consumers and developing innovative solutions. The use of analytical tools makes it possible to more
accurately determine the volume of demand, substantiate price strategies taking into account the
objectives of increasing profits, and develop and implement modern tools of marketing
communications in the sales system.

Keywords: Marketing analytics, additional sales, Repeat Purchase Rate, CRM, ERP, Customer
Retention Rate, Net Dollar Retention, Price premium MS, Value-to-Volume Ratio.
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