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komMnaHisax Takunx Ak Nestle, Phillips, IDS Ykpaina Ta OLX.

B OLX no6yayBana B2B HanpsiMOK B MapKeTUHIY, BUKOHYHOUYN
PiSHOMaHITHI YHKL,I, BK/THOYaKO4M yNpaBniHHA, 6peHa-MeHe)KMeHT, PR,
undpoBuin MapkeTuHr, CRM, email-mapkeTuHr, ynpaBiHHS KOHTEHTOM,
SMM, PPC, nigTpUMKy KOMaHAW Npofaxis, aHaniTuKy, iHTerpauito
HOBOrO NMNPOrpamMHOro 3abesneyvyeHHs Ta MOTMBALLiFO KOMaHAMW.

3ibpana epekTMBHY KOMaHAYy B2B MapKeTuHry, cnpsiMOBaHy Ha
CTBOPEHHSI EKOCUCTEMU IHCTPYMEHTIB A/ 06C/yroByBaHHsA 6i3Hec-
KNIEHTIB, TICHO CrniBNpaLyYm 3 KOMaHLoK Npogaxis AN reHepauil
HOBMX NiAiB, pO3p06KM NapTHEPCLKUX MPOorpam, nigBuLLLeHHA 06i3HAHOCTI
6peHay cepen 6isHec-ayaAnTOpIl Ta pO3POOKUN OCBITHIX MpOrpam.
[loAaTKOBO o4onnia HaNnpPAAMOK CTBOPEHHS Ta ANCTPUOYLLIT KOHTEHTY,
Kepyroum BCiMa acrnekTaMum eKkocucteMm KoHTeHTy, SMM Tta PR.

Mato Haropoam Effie 3a ycniliHi MapKeTUHroBi KaMnawir.

XuntTeBe Kpeao: 6yTu NHOANHOIO - YECHOHD, NMOPSAAHO, CNIPaBeAINBOIO.



Retention

Retention abo yTpuMaHHS KNIEHTIB — Lie CTpaTerisi, CnpaMOBaHa Ha Te, 06
KNIEHTW 3anMwianunucsa 3 BaMun skomMora AioBLUe | NpoAoBXXyBain KyrnyBaTu Balli
ToBapu abo NOCNyru.
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HYOMY RETENTION?

. YTpuMMaHHA KNi€eHTIB pgewesLue B 5-25 pasiB, Hi>X 3any4eHHA HOBUX. [locnia>XeHHA NoKas3yroTb, LLLO
3a/lydeHHsA HOBOIO K/TiEHTA KOLUTYE B 5 pasiB AopoXk4ye, HiXK yTpMMaHHA icHytro4voro. (Harvard Business
Review)

« [locTinHi knieHTn pobnAaTtb 6inbLIEe NOKYNOK Ta NPUHOCATL 6inbLue NpubyTky 3 YacoM. 3a gaHnmm Bain &
Company, noanbHi KNnieHTU BUTpavaroTb Ha 67% 6inbLue B OCTaHHIX pokax cniBnpadui 3 6peHaoM.

. 3pocTaHHA NpUbyTKY KoMnaHii Big 25% p,0 95% Moxke BiabyTncb BHACNiAOK MOKPaLLEHHA YTPUMaHHS
BCbOro Ha 5% (mocnigXxeHHA Ppepnepixa Panxenbga 3 Bain & Company)

. YTpuMaHHA KnieHTiB 36inbLUye BaLli npoaaxi Ta NpmnbyTok, OCKiNbKY AaBHi KJIIEHTU oxoudille TeCTYHTb
iHLWIi Bawi NpoAYyKTU — KOHBepCiA icHyro4oro knieHta 70%, a HoBoro — Big 5% 00 20% (Marketing Metrics)

. 3a40BOJIEHI KNIEHTM 3 6iNbLLOK MMOBIPHICTIO CTaHYTb aMbacagopamMu Balloro 6peHay i po3Kka)kyTb Npo
BalLlly KOMMaHio CBOIM ApYy3AaM i poanyam.

OLX
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BOPOHKA JIOAJIbHOCTI

ﬁ'lepl.ua NOKynkKa
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u—lOBTOpHa MOKYynNKa

PerynsipHi noKynku

NoanbHICTL

[A,EI,BOKaU,iFI
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\V AV,

Welcome-cepil nucTiB

MpaBunbHUN OHOOPANHT

Follow-up nicnsa nepLioi NoKynku

Mporpamu paHHboro ytpumaHHsa (Early retention)

MepcoHanizoBaHi npono3unil

[Mporpamun NosiNbHOCTI 3 paHHIMK BUHaropogamm
OcBIiTHi MaTepianu npo NpoayKT

Cross-sell Ta upsell cTparterii

VIP-nporpamu

[NepcoHnanizoBaHi nporpamm NOSANbHOCTI
EKCKNIO3MBHUM OCTYN 40 HOBUX MPOAYKTIB
CneduiarnbHi ymoBu o6CcrnyroByBaHHA

PedepanbHi nporpamu
User-generated content
[Mporpamn ambacagopcTBa
3anyyeHHsi 0 PO3BUTKY NPOOYKTY




FIX the
BASICS
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PO3YMIHHS MOTPEB TA AKICTb CEPBICHA CJTY)KBA TA
OUYIKYBAHbD KJIEHTIB 3BIP BIArYKIB




NMPOAYKT TA AKICTb
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PO3YMIHHA NMOTPED TA OYIKYBAHD KJNIEHTIB

a

e ‘
OnuTyBaHHA KJ/i€HTIB. AHani3 paHux.
Hanpuknag, Bu MoXeTe HagicnaTtu BukopuctoBynTe noBeaiHKOBI AaHi an4
eNeKTPOHHUN NNCT i3 3arNUTOM Ha OLLiHKY BM3HAUYEHHSA K/TFOYOBUX TEHAEHLIN. AKLLO
BaLLOro cepsicy. Lle nae He nuile Ba>knmey KNIEHTU NOYMHAKOTb pigLue KynyBaTv NeBHUN
iIHbOpPMaLLitO NPO KNIEHTCbKI OYiKyBaHHA, ane u NpoAayKT, MOXX/NBO, BaM MOTPIOHO NepernaHyTn
pgonomarae BUABUTU NOTEHLINHI NpobnemMun. noro npono3uLito abo NnpoBecTn A0OaTKOBY

akuito."

OLX



CEPBICHA CJ1Y)XBA TA 3bIP BIA4I'YKIB

CepBicHa cnyxb6a

LLiBuake BUpileHHA npobnem: OnepaTuBHE BUPILLEHHS
3anuTiB NiABULLYE 3a40BOJIEHHS KJTIEHTIB | 3HUXYE PU3UK
BTpaTwu.

dopmyBaHHA NosANbHOCTI: KNieHTWY, Ki OTPUMYIOTb AKICHY
NiATPUMKY, CTalOTb NNOASIbHILLMMMU

MipBuuLeHHA posipu: MMocTinHWI AOCTYN A0 NiATPUMKU
3MiLHIO€E [,OBIpYy A0 6peHay.

KrnirouoBi enemeHTH ycnillHOI Crny>Xoum niaTpuMKu:

» MynsTMMOBHa Ta GaratokaHarnbHa niaTpumka

* LLIBnake BupiweHHs npobnem (First Contact Resolution)
* MepconanizoBaHnn nigxig (CRM-cuctemm)

» PerynapHe HaB4YaHHs nepcoHany

30ip Biarykis

BusiBneHHA Npo6aeMHux 30H: Bigryku gonomararotb
iAeHTudiKyBaTM cnabki Mmicusa npoayKTy abo cepaicy.

MNMokpaleHHs NpoAYyKTiB: 3BOPOTHUIN 3B'A30K Cripusie
NOCTIMHOMY BAOCKOHAaJIEHHIO MPOAYKTIB i CepBICiB.

lNMocuneHHs poBipu: PearyBaHHA Ha BiAryKu KNieHTIB
nigBULLYE NOANbHICTb.

IHCTpyMeHTH 360py BiArykis:

» OnutyBaHHA: Google Forms, SurveyMonkey

* NPS (Net Promoter Score): Delighted, Promoter.io

* KnieHTcbKi onutyBaHHA: Hotjar, Zendesk

» CouianbHi Mepexi: Hootsuite, Sprout Social, YouScan
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RETENTION 3}

STRATEGIES

lNMporpamm CRM-cHCTeMM PedepanbHi

lNepcoHani3auin h
NOAJIbHOCTI nporpamm



NMEPCOHANI3ALLIA

— Le npouec aganTauil NpoAayKTiB, cepBiciB ab0 MapKeTUHIOBUX KOMYHIKaLin Nig KOHKPETHi noTpebu Ta
Bnogo6aHHA KNieHTIB. Lle MoXe BKAtoYaTK Npono3suLil, Wo BignoBigatoTb nonepeaHiM Nokynkam, pekoMmeHaauil
ToBapiB, NepcoHanisoBaHi email-po3cunku abo iHaMBigyanbHi akuii. OCHOBHa MeTa — 3pO6UTN B3aEMOLIIO 3
OpEeHAOM AKOMOra PeneBaHTHILLIOK i KOPUCHILLIOK ANs KIEHTA.

“Give me relevant recommendations |
wouldn’t have thought of myself” )

e

“Talk to me when I’m in shopping mode.”

\

“Remind me of things | want to know but
ight not be keeping track of.” )

\

“Know me no matter where | interact with

V4

ou J

e



NMEPCOHANI3ALLIA

HOMY?

OLX

20%

Mwn 6aummo cepeqHin
NpUPICT Npogaxis Ha
20% konwu
BUKOPUCTOBYEMO
nepcoHanisaoBaHum
JocBig

80%

80% nokynuis GinbLu
CXWUJTbHI KynyBaTu
npoaykTn 6peHaiB siki
NPOMOHYOTb
nepcoHanisaoBaHum
JocBig

78%

78% cnoxuBauis
obupatoTb,
peKoOMeHaYHThb Ta
nnaTaTb Oinblle 3a
BpeHa SKkun NpoBaanTb
nepcoHarnisoBaHum
[0cCBIig
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NMEPCOHANI3ALLIA

TAKTUKU

IHAMBIAYanbHI npono3ulii
Ta 3HWXKU

PekomeHpaLiil Ha OCHOBI
nonepeaHix NOKyrnok

MNMepcoHanizoBaHi email-
KaMnaHii

MNMepcoHani3zoBaHi
npono3uLii B peasibHOMY
yaci

lNMepcoHanizoBaHe
YTPUMaHHS KJIiEHTIB yepes
HaraZlyBaHHs

Buxops4m 3 nonepegHbol NOBEAIHKU KITIEHTA, KOMMaHis MoXke
HagaBaTu iIHAMBIAYaNnbHi 3HUMXKK abo nponosuuii. Hanpuknag,
AKLLO KJIEHT YacTo Kynye NeBHUIM BUA TOBApY, MOXHa HagicnaTtu
NOMY crewianbHy 3HMXKY CaMe Ha Len ToBap.

KomnaHisa aHanisye, Wo KieHT KyrnyBaB paHille, i Hagae nomy
peneBaHTHi pekoMeHAaLii ToBapiB abo nocnyr. Lle moxe 6yTtu
yepes email abo NpsiMo Ha caWnTi Mig Yyac HaCTYNMHOro Bi3UTy
KnieHTa.

CTBOpPEHHSA email-po3CcnoK i3 BUKOPUCTAHHAM IMEH KNIEHTIB, a
TaKOXX NPOMNO3ULiiA, 3aCHOBaHMUX Ha 1XHil iCTOpIi NOKYNoK abo
noBefiHLi Ha CanTi.

Konu knieHT nepebyBae Ha cainTi abo B MObiIbHOMY A04ATKY,
CUCTEMa NMPOMNOHYE NEPCOHaNi30BaHi 3HMXKN abo pekoMeHaauil
B peasibHOMY Yaci.

HapcunaHHA nepcoHanisoBaHuX HaragyBaHb, Hanpuknag, npo
3a/MLLUEeHI TOBapu B KOLUMKY, ManbyTHI akuii abo cneuianbHi
NPOMNO3nLil.

Sephora BUKOpUCTOBY€E NepcoHanisoBaHi
SHWXKN AJ11 NOCTIMHUX KNIEHTIB, HaaCcuMaro4u
cneuianbHi Npono3unLii Ha OCHOBI MNONepeHix
MOKYMOK KOCMETUKM.

Amazon BifoMuin CBOEH CUCTEMOIO
nepcoHanisoBaHnX peKkoMeHgaLlin, aka
NPOMOHYE TOBapu Ha OCHOBI NnorepegHix
MOKYMOK abo nepernsagis KiieHTa.

Netflix perynapHo Hagcvunae nepcoHanizoBaHi
pekoMeHpauii HoBux dinbMiB i cepianis Ha
OCHOBI TOrO, L0 KOPUCTYBay ANBUBCSA paHille.
Lle cnpusie TOMy, LLO KNIEHTW 3aNuLLaoTbCA
aKTMBHMMMU KOpUcTyBavyamu nnathopmu.

Zalando nponoHye nepcoHanisaoBaHi 3HWXKW Nif
yac nepernggy ToBapiB Ha OCHOBI NonepeaHix
MOKYMOK i BNogobaHb KrieHTa, NigaBuLLyo4mn
NMOBIPHICTb 34IMCHEHHS NOKYIKMU.

H&M Haragye cBOIM KJlieHTaM Npo 3amLLEHi B
KOLUMKY TOBapu abo Haacunae creuianbHi
NPoNo3uLii 418 3aBePLUEHHS MOKYMKMU.



NMEPCOHANI3ALLIA

lNMokpalye KnieHTCbKUKM gocBia. KnieHTn oTpuMyoTb NMPOAYKTU, MOCYIN Ta KOHTEHT,
AKIi MakCUMarnbHO BignoBigatTb IXHIM ynogobaHHSAM, WO CTBOPHOE NO3UTUBHE
BPaXXeHHS | NigBuLLye MMOBIPHICTb MOBTOPHMX MOKYIMOK.

L1

\l 3HMXKYE BiAgTiK KNieHTIiB. Konu KnieHTn Big4yBaoTb, O KOMMNaHIA pO3yMi€ IXHi
li,) noTpebu, BOHM MEHLL CXUIbHI NepexoanTn 40 KOHKYPEHTIB.

CTumynroe NoBTOPHI NOKYNKW. [lepcoHanizoBaHi npono3uuii Ta pekomeHaauil
CTUMYIIOKOTb KNIEHTIB 34INCHIOBATM NOBTOPHI MOKYMKM, OCKINIbKU BOHM OTPUMYIOTb
perieBaHTHI NPOAYKTN abo 3HMXKKMN.

OLX 15



NMPOIrPAMU NNIOAJIbHOCTI

MporpamMu noanbHOCTI. BOHM BMHAropoaxyroTb KNIEHTIB 3a NOCTIMHI NOKYNKM abo akTMBHY B3aEMOI 0.
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LOYALTY ~ QUESTIONNAIRE ~ BONUS ACCUMULATE ~ PURCHASE REVIEW GROWTH PRESENT

Po3pobka nporpamMmu NosiSIbHOCTI — Lie He N1LLEe CTBOPEHHS A0AaTKOBOI BUroau Al KIEHTIB, ane 1 cTpaTeria nobyaoBu
AOBroCTPOKOBUX BiAHOCUH. BaXKIMBO YiTKO BU3HAYUTU LinNi, 3pO3yMiTH NOTPEOU KIIEHTIB, 06paTu BiANOBIAHUIA TUM
nporpamm, asToMaTn3yBaTu NpoLecC i perynapHo aHanisysaTtu pesynbTaTu.
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NMPOI'PAMM JIOAJIbHOCTI

BMPOBAAXEHHA

. Bu3HauTe uini nporpamMmu noAnbHOCTI

2. 3po3yMinTe CBOKO ayanTopito

3. O6epiTb TN NporpaMu NOANbHOCTI

4. Bu3HauTe npasuia nporpamm

5. ABTOMaTU3yuTe nporpamy NoA/IbHOCTI
6. BusHaute BMHaropoau

7. BnpoBagbTe nporpamy Ta npocysauTe ii

8. Bumipronte edpeKTUBHICTb NporpamMmm

OLX

Loyalty Card

Coupon
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NMPOI'PAMM JIOAJIbHOCTI

BMPOBAAXEHHA

. BusHaure uini nporpamMum noanbHoOCTI

. 3pO3yMiNTe CBOLO ayaAnTopito

. O6epiTb TN NporpamMu NOANbHOCTI

. BusHaute npasuna nporpamm

. ABTOMaTMN3yunTe nporpamy NoANbHOCTI

. BusHaure BUHaAropoau

. BnpoBagbTe nporpamy Ta npocyBauTe ii

. BuMipronte edpekTUBHICTb Nporpamu

OLX

36inbLUEHHA KiNbKOCTI NOBTOPHUX MOKYNOK?
[MigBULLLEHHA cepeaHboro Yyeky?

36inbLUEHHA KiNIbKOCTI peKkoMeHaaLin Big, KNieHTIB?
[MigBULLEHHA 3a/Ty4EHOCTI KNIEHTIB Y KOMYHIiKaLito 3
OpeHaoM?
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NMPOI'PAMM JIOAJIbHOCTI

BMPOBAAXEHHA

1. BusHauTe uini nporpaMuv NosN1bHOCTiI
2. 3po3yMinTe CBOIO ayaunTopito

3. O6epiTb TN NporpaMu NOANbHOCTI

. Ulo BaxxnmBo aAn4a BaLlol LiniboBOI ayanTopii?

4. BU3HauTe NpaBuna nporpamu . AKiNpoayKTn UM Nocnyrn KOPUCTYOTbCA HaMBINbLLOKD
NonynApHICTHO?

5. ABTOMaTU3yiiTe NPOrpamy N0ANbHOCTI . AkiiHWi KoMnNaHii B>XXxe MatoTb NporpamMum N10ANbHOCTI,

AKMMU KOPUCTYHOTbCA BalUi KMIEHTH, | AK LLe BM/IMBAE Ha

6. BusHaute BuHaropoau IXHI O4iKyBaHHA?

7. BnpoBagbTe nporpamy Ta npocysauTe ii

8. BuMipronTte epeKTUBHICTb NporpamMm

OLX 19



NMPOI'PAMM JIOAJIbHOCTI

BMPOBAAXEHHA

. Bu3HauTe uini nporpamMmu noAnbHOCTI

2. 3po3yMinTe CBOKO ayanTopito

3. O6epiTb TN NporpaMu NOANbHOCTI

4. BusHauTte npasuna nporpamu

5. ABTOMaTU3yuTe nporpamy N0ANbHOCTI
6. BusHaute BMHaropoau

7. BnpoBagbTe nporpamy Ta npocysauTe ii

8. BuMipronTte epeKTUBHICTb NporpamMm

OLX

HakonuuyBanbHi nporpamm (6oHycHi 6ann). Cnucrtema
Kelubeky.

[Tporpamm Ha OCHOBI PiBHIB.

[lporpamMu Ha OCHOBI Y/IeHCTBA.

IrpoBi Nnporpamu (remmidikauis)
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NMPOI'PAMM JIOAJIbHOCTI

BMPOBAAXEHHA

1

2

3

4

5

6

7

8

. Bu3HauTe uini nporpamMmu noAnbHOCTI

. 3pO3yMiNTe CBOLO ayaAnTopito

. O6epiTb TN NporpamMu NOANbHOCTI

. BusHaure npasuvuna nporpamu

. ABTOMaTMN3yunTe nporpamy NoANbHOCTI

. BusHaure BUHaAropoau

. BnpoBagbTe nporpamy Ta npocyBauTe ii

. BuMipronte edpekTUBHICTb Nporpamu

OLX

AK KNieHTn MOXXYyTb Hakonuuysatu 6anmn abo
oTpuMyBaTtn 6OHYCU?

Aki ait 6yayTb 3aoxouyBaTmnca (NOKynKM, pekoMeHaauil,
y4yacTb y 3axogax)?

Aka byne cnctemMa BuHaropom (3HMXXKWU, nogapyHKH,
cneuyianbHi Npono3unuir)?

Y e y nporpamMm piBHi NOANBHOCTI, i AKi NpuBiNel KoXXeH
3 HUX Hapae?
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NMPOIrPAMU NNIOAJIbHOCTI

BMPOBAAXEHHA

1

2

3

4

5

6

7

8

. Bu3HauTe uini nporpamMmu noAnbHOCTI

. 3pO3yMiNTe CBOLO ayaAnTopito

. O6epiTb TN NporpamMu NOANbHOCTI

. BusHaute npasuna nporpamm

. ABTOMaTU3yKnTE Nporpamy n0A/1bHOCTi

. BusHaure BUHaAropoau

. BnpoBagbTe nporpamy Ta npocyBauTe ii

. BuMipronte edpekTUBHICTb Nporpamu

OLX

LoyaltyPlant — go3Bonsde ctBoptoBaTy NnporpamMm
NOANBbHOCTI ANA po3apibHUX MepeXX | pecTopaHiB.
YCLIENTS — aBtomaTtnaye CRM i go3Bonsdae
BNpoBag)XyBaTh NporpamMm noanbHOCTI aAna Bi3HecCIB Yy
coepi nocnyr.

Fishbowl — MmapkeTuHrosa nnatdpopma and
po34pibHMX Mara3uHiB, pecTopaHiB Ta iHLNX
KOMMaHin.

Antavo — nnatdopma gna nobynosu nporpam
NOANbHOCTI, AKa A03BOMAE IHTErpyBaTn remMidikadiiro
Ta couianbHi Megia.
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NMPOI'PAMM JIOAJIbHOCTI

BMPOBAAXEHHA

. Bu3HauTe uini nporpamMmu noAnbHOCTI

. 3pO3yMiNTe CBOLO ayaAnTopito

. O6epiTb TN NporpamMu NOANbHOCTI

. BusHaute npasuna nporpamm

. ABTOMaTMN3yunTe nporpamy NoANbHOCTI

. BusHauTte BM Haropoau

. BnpoBagbTe nporpamy Ta npocyBauTe ii

. BuMipronte edpekTUBHICTb Nporpamu

OLX

3HM)KKM Ha HAaCTYNHY NOKYNKY.

be3koLwwToOBHI TOBapu abo nocnyru npmn HakonUYeHHi

NeBHOI KinbKoCTi 6ani..
EKCKNIO3UBHUMN A,0CTYN A0 HOBUX NPOAYKTIB abo
3axopniB.

NepcoHanizoBaHi NnogapyHKU Ha OCHOBI NonepeaHix

MOKYMoOK KNnieHTa.
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NMPOI'PAMM JIOAJIbHOCTI

BMPOBAAXEHHA

. Bu3HauTe uini nporpamMmu noAnbHOCTI

. 3pO3yMiNTe CBOLO ayaAnTopito

. O6epiTb TN NporpamMu NOANbHOCTI

. BusHaute npasuna nporpamm

. ABTOMaTMN3yunTe nporpamy NoANbHOCTI

. BusHaure BUHaAropoau

. BnpoBagbTe nporpamy Ta npocyBauTe ii

. BuMipronte edpekTUBHICTb Nporpamu

OLX

CouianbHi Mepexi (Facebook, Instagram) ana
NOACHEHHA YMOB NporpamMuy Ta AeMoHCcTpaLii nepesar.
Email-MmapkeTuHr ona iHpopMyBaHHA iICHYHOUMX
KNIEHTIB NPO 3arnyck nporpamu.

SMS-po3cunkm gnsa 3aoxo4eHHA KTIEHTIB 4,0 y4YacTi.
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NMPOIrPAMU NNIOAJIbHOCTI

BMPOBAAXEHHA

1. BusHauTe uini nporpaMuv NosN1bHOCTiI

2. 3po3yMinTe CBOKO ayanTopito

3. O6epiTb TVIN NporpamMm NOANbHOCTI

4. BusHauTte npasuna nporpamu

5. ABTOMaTU3yuTe nporpamy N0ANbHOCTI
6. BusHaute BMHaropoau

7. BnpoBagbTe nporpamy Ta npocysauTe ii

8. Bumipronte edpeKTUBHICTb NporpamMmm

OLX

Retention rate (piBeHb yTpMMaHHA KNIEHTIB) —
BiZICOTOK K/TIEHTIB, AKi NOBEpPTarOTbCA Nicna nepLuol
NOKYMKMW.

Customer Lifetime Value (CLV) — 3aranbHunit goxia,
AKNNA NPUHOCUTb OAUH KNIEHT 3a Yac MOro B3aemMogii 3
OpeHOoM.

Churn rate (piBeHb BiATOKY KMIEHTIB) — CKiNlbKN
KNIEHTIB MPUNMUHUIN KOPUCTYBaTMUCA BaLLMMU
nocnyramu abo npoaykuieto.

AKTUBHICTb YYaCHMUKIB NporpamMm — CKifilbKU KNIEHTIB
Oepe yyacTb y nporpami, i AKi BUHaropoam BOHMU
BUKOPUCTOBYHOTb.
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ABTOMATU3OBAHI CRM-CUCTEMMA

CRM (Customer Relationship Management) - Le cuctema gna ynpaeniHHA B3aEMOBIAHOCMHAMMN 3
KNnieHTaMu, L0 A03BO/IAE BiACTEXKYBATU B3aEMOAii 3 KNieHTaMun, 3éupaTtu aaHi Npo ixHi notpebu ta
HanalwToByBaTU iHOMBIAYaNbHI NPONO3ULLIl.

1. 36ip i ynpaBniHHA faHUMM NPO KIIEHTIB
2. lNepcoHanizoBaHi KOMYHiKaLiii Ta MapKeTUHI

3. ABTOMaTM3aLif NpoLeciB yTPUMaHHA KJEHTIB

4. MOHITOPUHT pPiBHA 3a,0BOJIEHHSI KNIEHTIB

5. NMokpalu,eHHs B3aemMogii MK Bigainamum

ULA



ABTOMATN30BAHI CRM-CUCTEMMA

TAKTUKU

. CermeHTauif KJieHTiB ANA nepcoHanizoBaHUX KaMnaHiu

> CermeHTauis 3a gemorpadiyHMMuM gaHUMK, NOBELAIHKOD, MOKYNKaMm Ta iHTepecamu.
> |HAMBiIQyanbHi KaMnNaHii AN KOXXHOro CerMeHTy NiABULLYIOTb e(hEeKTUBHICTb KOMYHIKaLiN.

- ABTOMaTU30BaHi HaragyBaHHSA Ta NOBTOPHI Npono3unuii

> HapcwunaHHs HaragyBaHb NPO NOBTOPHI MOKYMNKMW, CNeLianbHi akLii, abo 3anuLLeHi B KOLLMKY TOBapMu.

Mob6ypoBa NosANbHOCTI Yepe3 nepcoHanizoBaHi KOMyHiKawil

> [NepcoHanisoBaHi NOBiAOMEHHS HA OCHOBI NMonepeaHix B3aeMoAi (Hanpuknag, 3HUXKK Ha IeHb HAaPOXKEHHS).

Y

~ AHani3 noBeAiHKM KJIiEHTIB Ta NPOrHo3u

> BuABNEHHSA KNieHTIB, AKi He pobuan NOKYMNOK, i HagaHHSA TM cneuianbHMx Npono3uin. Cross-sell, Up-sell

> |HTerpayisi 3 iIHLULUMMN IHCTPYMEHTaAMU MapPKETUHrY

> CRM iHTerpyeTbca 3 email-mapkeTuHrom, SMS-poscunkamm Ta YaT-60TamMu ANst KOMMIEKCHOI KOMYHiKaLil.

OLX
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ABTOMATU3OBAHI CRM-CUCTEMMA

IHCTPYMEHTU

IHCTpyMeHT

HubSpot CRM

Salesforce CRM

Uspacy CRM
.

RetailCRM
I

ULX

Oco6UBOCTI

Hagae 6e3KOLUTOBHI IHCTPYMEHTU ANS ynpaBniHHA
KIieHTCbKMMKM B3aeMoaiamun. [1o03Bosisie CTBOptoBaTH
nepcoHanidoBaHi email-kamnatii, asTomaTnayBsaTu
MapKeTUHroBi NPOLLECK Ta BiACTEXYBATU aKTUBHICTb KITIEHTIB
Ha KO)XHOMY eTani BOPOHKM MpOAaxiB.

Salesforce € ogHieto 3 HaMMOTYKHiLWMX CRM-cuctem gns
ynpaBniHHA KNIEHTCbKMMW BiAHOCUHAMMU, sika 0O3BOSISIE
macwTabyBaTtu GisHec. BoHa NpOnoHye KOMMNIEKCHI
IHCTPYMEHTM 4SS NepCOHanisoBaHOro MapKeTUHry,
aBTOMaTK3aUil NpoAaxiB i NiATPUMKN KITIEHTIB.

Mae cy4acHi iHCTpyMeHTH, Wwob nobyaysaTu 3pyyHy
B3aeMOLt0 3 KrieHTaMu. 3pyyHe nfaHyBaHHSA Cnpas:
HOTaTKK, MOCUIMAHHA Ha 3YCTpiYi, cTaTyc 3aBAaHb TOLLO.
[lepeTBOpPEHHSA MigiB HAa KOHTAKTK, a NOTIM — Yroaum 3a
aonomoroto fowwku nigie. KoHTponb poboTn MeHeaxXepiB Ha
BCiX eTanax B3aemogii 3 KrieHTamu.

CRM, opieHTOBaHa Ha po3Api6HYy TOPriB/KO Ta iIHTEPHET-
MarasuHu. IHTerpauis 3 nonynspHMMK e-commerce
nnatpopmamu. YnpaBniHHS 3aMOBJIEHHAMM,
MapKeTMHIOBMMM KaMNaHisiMu Ta 06CNyroByBaHHAM
KJEHTIB.

Onsa koro?

MigxoanTb ANA Manoro Ta
cepefHboro 6i3Hecy 3aBASAKM
CBOIM 6€3KOLUTOBHUM
MOXXJIMBOCTSIM Ta iHTerpalism.

MioxoanTb Ans cepeaHbLOro Ta
Benukoro 6i3Hecy, sikun notpebye
NOTYXXHUX IHCTPYMEHTIB 4115
ynpasrniHHSA Benukummn 6aszamu
JaHUX KIIiEHTIB

[na manoro Ta cepefiHbOro
Bi3Hecy, AKN Xxo4e
aBTOMaTM3yBaTU Ta
BNOPSAAKYBaTH BCi po6oYi
npoLecw.

Manui Ta cepefHiv 6isHec y
cdepi po3api6HoI Toprieni Ta
iHTEepHeT-MarasuHis.

[HCTPYMEHTW ANSt yTPUMAHHS

ABTOMaTU3aLisi MapKETUHIOBMX KaMMaHiNn,
nepcoHanizoBaHi email-po3cunkp,
HaragyBaHHS NPO MOBTOPHI NOKYMNKM.

[MporHo3u Ha OCHOBI aHaniTUKX NOBEAIHKM
KNieHTiB, iHAMBIAYyanbHi npono3uuil,
aBTOMaTM30BaHi HaragyBaHH4, iHTerpaudis 3
cepsicamMu NigTPUMKN.

YTpUMaHHSA Ta iIHPOPMYBaHHS KITIEHTIB
yepes CMCTeMY HaragyBaHb Npo
cnevianbHi Nponoauuii.

ABTOMaTKM3aLis KOMYHiKaLin 3 KNnieHTaMu
yepes email Ta SMS. HaragyBaHHsA npo
3aJuLeHi B KOLWKKY ToBapw. MporHosu
MOBEAIHKN KNIEHTIB HA OCHOBI aHANITUKM.
CuctemMa NnosisIbHOCTI Ta BiACTEXEHHSA
iCTOpIi MOKYMOK.
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ABTOMATU3OBAHI CRM-CUCTEMMA

IHCTPYMEHTU

IHCTpyMeHT

Creatio
[

NetHUNT
.

KeyCRM

OLX

Oco6UBOCTI

Mae moayni ana npofaxis, MapKeTUHIY i cepBicy.
AHanitTuka epeKTMBHOCTI MapKeTUHry Ta onNTUMi3auis
MyJIbTUKa@Ha/IbHMUX KaMnaHin Yyepes skicHy CRM-aHanituky
y peanbHOMY 4aci. CTBOpeHHA BOPOHKM Npojaxis 3a
cTagiaMu, MeHeaykepamu, MpoLeHTaMuy BUrpaLlis abo
nporpawis Towo. AHania npodinto knieHTa 360° i3 pisHUX
J>Kepen, NoKpaLeHHA KIIEHTCbKOro Aocsigy 1a
nepcoHani3oBaHi KoMyHikauii. FapHa 3amiHa Salesforce

ABTOMaTMYHa iHTerpaLis 3 yciMma MeceHykepamu,
coumepexxamu, TenedoHiero. 3pyyHe ynpaBniHHA nigamMu Ta
TXHS1 CTPYKTYypU3auis: 36ip iHpopmauii 3 pisHux gxepen,
CMNOBILLEHHA NPO HOBi KOHTaKTW, HasawTyBaHHA
aBTOMaTUYHUX JIUCTIB Ha ayguTopito Towo. CUHXPOHi3aLis
yCi€l KOMYHiKau,il 3 KNiEHTOM B EANHOMY iHTepdeNnci.
BiacTexxeHHsA nporpecy npoaxiB Ta eheKTUBHICTb
KOMaHAau

Bce, Lo noTpi6bHO Nignpuemuto B 3py4yHOMYy iHTepdenci
BCepeauHi: 36ip i 06po6Ka 3asBOK/3aMOBJIEHD,
KOMYHiKaLisi 3 KnieHTaMn, BOPOHKMU, KOHTPOJb pO60TH
MeHeaKepiB, 06/iK NpMOYTKIB i BUTpAT, AieTanbHa
aHaniTuka i 6araTo iHwWoro. IHTerpauis 3 MapkeTnnencamu,
norictamu, @iHTek napTHepamMu. [HCTpyMeHTH ans
yrnpasJliHHA 3aMOBJIEHHSIMUW, TOBapHUMM 3arnacamMu.

3a Bigrykamu, ogHa 3 HavKpalLmx Ha puUHKY.

Onsa koro?

OwmHikaHanbHa CRM-nnatdopma
nigxoauTb ANA KOMNaHin 6yab-

SIKOro po3mipy Ta Mogeni 6isHecy.

€ 6e3onnartHa 14-aeHHa Bepcis,
abu NoTeCTUTWN.

Byne kopucHa gns manumx,
cepefHix Ta Benumknx B2B
KomMnaHin. JoctynHa 14-geHHa
npo6Ha Bepcia CRM.

Manwun 6isHec y cdepi
€N1eKTPOHHOI KoOMepLiiT Ta
OHJIaMH-Npogaxi., a TakoX B2B

chepu.

[HCTPYMEHTU ANS yTPUMAHHSA

Mo cBoin cyTi rapHa anbTepHaTMBa
Salesforce. Moxe 6yayBaTn NporHo3un Ha
OCHOBIi aHanNiTUKX NOBEAIHKN KIiEHTIB,
iHOMBIgYyanbHi NPOMNo3uLi,
aBTOMaTM30BaHi HaragyBaHHS, TPUrepHi
pO3Curikuy, iHTerpadis 3 cepsicamu
NigTPUMKN.

IHTerpauis 3 Gmail gns
nepcoHanisoBaHMX KOMyHiKaLlin.
ABTOMaTU3aLif email-kamnaHin.
CermeHTauist KNiEHTIB Ta aHaniTUKa
KNIEHTCbKUX JaHUX.

AHani3 noBeAiHKN KNIiEHTIB.

IHTerpauis 3 MapkeTniencamu ans
LUBMAKOro 06CNyroByBaHHS.
ABTOMaTK3aLif NoBiAOMJIEHb MNPO CTaTyC
3aMOBJIEHb.

ABTOMAaTUYHI email-po3cunnkm 3
peKkoMeHpalisiMuM Ta akLissMu.
MepcoHanizoBaHi Nnponosuii gns
KNIEHTIB Ha OCHOBI NoNepeHix MOKYMoK.
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ABTOMATU3OBAHI CRM-CUCTEMMA

1O BAXXJINBO NPU BUBOPI

BignoBigHicTb 6i3Hec-noTpeb6am

PyHKLiOHaNbHICTb

3pyUHiCTb BUKOPUCTAHHS

BapTicTb BnpoBagXXeHHA

TexHi4Hi acnekTu

OLX

BuaHauTe KOHKpeTHI npobrnemu, siki BU xo4eTe BUPILLNTK
MpoananisynTe cneundiky Bawoi ranysi Ta GisHec-npoLecis
OuiHiTe MacwTaboBaHIiCTb cUCTEMU ANS ManbyTHLOrO POCTy

YnpaBniHHS KOHTakTaMu Ta MOXIMBOCTAMM (nigamm)
ABTOMaTM3aUia Npoaaxis Ta MapKETUHry

AHaniTnka Ta 3BIiTHICTb

IHTerpauisa 3 iHwuMmn cuctemamm (email, TenedoHisi, ERP)

[HTYITUBHO 3po3yminun iHTepdenc
Yac Ha HaBYaHHSA nepcoHany
[oCTynHICTb MOBINLHUX BEpCin

[MoyaTkoBi BUTpPATK Ha NiueH3sil

BapTicTb HanawTyBaHHA Ta iHTerpauii
LLlomicsayHi/WwopiyHi nnaTtexi

MpuxoBaHa BapTiCTb (MiATPMMKA, OHOBIEHHS)

XMapHe pilLlEHHS YN fIoKanbHE PO3ropTaHHs
beaneka gaHux Ta BigNOBIOHICTb perynsTOpHUM BUMOram
HapginHicTb Ta Yyac npocToto
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ABTOMATU3OBAHI CRM-CUCTEMMA

AK OBPATW?

1.Tvn Gi3Hecy. BaxnueBo BpaxoByBaTu crneundiky Baworo bi3Hecy.

2.IHTerpaudin: lNepesipte, yn moxke CRM iHTerpysaTmcd 3 BalUMMK iHLUMMW IHCTPYMEHTaMN —
NAaTKHUMU CUCTEMaMN, MaPKETUHIOBUMM niaTopmMamMu, NoLLTOBMMU cepBicamMn TOLLLO.

3.KacTtomizauis: Obepitb CRM, aky MOXHa HanawTyBaTu nig crneundiyvHi notpedun saiworo 6i3Hecy
4.BapricTtb: [Ins manoro GisHecy BaxxnuBun paktop UiHN. HagaBHICTb 6E3KOLTOBHUX BEPCIN.

5.MMpocToTa BUKOPUCTaAHHA: AKLO Balla KomaHga He mae gocsigy poboTtu 3 CRM, obepiTb
IHTYITUBHO 3p0O3YyMifly cUCTeMy, LLO6 LWBMOKO aganTyBaTUCH [0 Hel.

OLX
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PE®EPAJIbHA NMPOrPAMA

Lle MapKeTUHIroBa cTpaTerid, ska 3a0X04y€e iCHYOUMX KIIEHTIB NPUBOAUTU HOBUX KJTIEHTIB A0 KOMMaHIl B 06MiH Ha
BuMHaropoay. OcCHoBHa MeTa pedepanbHOl NporpaMmn — yTpuMaTh NOTOYHUX KNIEHTIB, MOTUBYHOUMN TX CTaTH
ambacagopamu 6peHAay, Ta 3aly4nUTN HOBUX KITIEHTIB Yepes iXHi pekoMeHaallil.

(«) MipBULL,EHHA NOSINBHOCTI ICHYIOUUX KNIEHTIB.

O CouianbHe niaTBEpAYKEHHS.

‘J’ EdeKTUBHICTb Ta eKOHOMIS.

OLX
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METPUKMN TA IHCTPYMEHTHU

Retention Rate - PiBeHb yTpMMaHHS KJEHTIB

Churn Rate - PiBeHb BiATOKY KNi€HTIB

Customer Lifetime Value (CLV a60 LTV) — XXuTtTteBa UiHHICTb KJlieHTa
Customer Acquisition Cost (CAC) — BapTicTb 3any4yeHHs KNnieHTa
Repeat Purchase Rate (RPR) — YacToTa NnOBTOpHMX NOKYMOK

Time Between Purchases (TBP) — Yac mix nokynkamwu

Monthly Recurring Revenue (MRR) — LLlomicauyHniA perynsapHuin goxig,
Average Order Value (AOV) — CepefHii yek

Net Promoter Score (NPS) — IHaeKC nossNbHOCTI KIIEHTIB

Customer Satisfaction Score (CSAT) — OuiHka 3a,0BOJIEHOCTI KJTiEHTIB

First Contact Resolution (FCR) — PiwieHHS npo6emu npy nepLuoMy 3BePHEHHI

OLX
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METPUKUA

OETANI

Retention Rate (PiBeHb yTpMaHHSA K/i€HTIB)
Retention rate noka3sye, CKinbKW KMIEHTIB 3anMLLAOTbCA 3 KOMMNAHIE 3a NEBHUW nepioa vacy.

PopmMyna po3paxyHKy:

‘ KIinpKicTh KII€HTIB Ha KiHellb Nepiony — KITBKICTE HOBIIX KIII€HTIB 3a Iepioll
Retention Rate — , , - , , = 100
KIITBbKicTE KIII€HTIB Ha [109aTOK NeploIy

Mpuknap: Akwo y Bac 6yno 100 knieHTiB Ha noyaTok Micausa, aoaanoca 20 HOBUX KMIEHTIB, a Ha KiHeLb
MicAaua 3anuwimnocsa 90 KnieHTiB, TO:

90 — 20

Retention Rate —
100

) x 100 = 70%

OLX
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METPUKUA

OETANI

Churn Rate (PiBeHb BiaTOKY K/i€HTIB)

Onuc: Churn Rate nokasye BigCcOTOK KMNIEHTIB, AKI MepecTanun KopucTtyBaTmca npoaykTtomMm abo nocnayroro 3a
NeBHMW Nepion vacy.

dopmMyna po3paxyHKy:

KI1IBKICTE KJIIEHTIB, 110 3aIHIIILIICA
Churn Rate = ( ’ x 100

KITBKICTE KJIIE€HTIB HAa ITOYATOK IeP10y

Mpuknap: Akwo y Bac 6yno 100 knieHTiB Ha noYaTok MicauA, i 10 KNiEHTIB NPUNUHUIN KOPUCTYBaHHA, TO:

10
wirn Rate (100) x 100 0%

OLX
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METPUKUA

OETANI

Customer Lifetime Value (CLV a6o LTV) — )KutreBa LiHHICTb K/lieHTa

Onuc: CLV nokagsye 3aranbHunii NpnbyTokK, AKUMM NPUHOCUTb OAMH KNIEHT 3a Yac cniBnpaLi 3 KOMMaHiero.
PopmMyna po3paxyHKy:

CLV = (CepexnHniit 1oXi BiI OIHOTO KII€HTA 3a mepiol ¥ TpHBamicTh B3aeMoii 3 KI1I€HTOM) — BITpati Ha 3aayueHHs Ta 0OCIYTOBYBaHHA KII€HTa

Mpuknap: AKWwo kKNieHT npuHocUTb BaM 500 rpH LWOMIcALA NPOTAroM 2 pokiB, | BATPaTV Ha 3a/Tly4eHHSA LUbOro
knieHta ctaHoBunm 1000 rpH, TO:

CLV = (500 x 24) — 1000 = 11000rpH

OLX 36



METPUKW

OETANI

Repeat Purchase Rate (RPR) — YacTtoTa nOBTOPHUX NOKYMNOK
Onuc: La MeTpuKa nokasye, AKMi BiACOTOK KNIEHTIB 34iMCHIOE MOBTOPHI MOKYMNKW.

dopmMyna po3paxyHKy:

KITBKICTE KITIEHTIB, K1 3p00IIH OLThINe OTHIET TOKYIIKI
RPR = ( ’ x 100

3arajabpHa KUIBKICTE KJII€HTIB

Mpuknap: Akwo y Bac 100 knieHTiB, i 40 3 HUX 3pobunm 6inbLue oaHIET NOKYNKKU, TO:

40
RPR = | — 100 = 409
R (100) » 100 %

OLX
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METPUKUA

OETANI

Customer Acquisition Cost (CAC) — BapTicTb 3a/1y4eHHs K/lieHTa
Onuc: CAC nokasye, CKiNnbKW KOLUTYE 3a5y4nTn OAHOIo HOBOIO K/liEHTA.

PopmMyna po3paxyHKy:

3arajapH1I BUTPATH Ha MapKeTIHHI Ta MPOIakKl

CAC =

KUIBKICTE HOBIX KJII€HTIB

Mpuknap: Akwo Bn Butpatnam 50 000 rpH Ha MapkeTUHr i 3anyumnnm 100 KieHTIB, TO:

50000
CAC = W — 5[}UI‘pH

OLX
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METPUKUA

OETANI

Net Promoter Score (NPS) — IHaeKc noanbHOCTI KNieHTIB
Onuc: NPS ouUiHIOE FOTOBHICTb KNIEHTIB peKoOMeHAayBaTM Ball NpoaykT abo nocnyry iHWKM. KnieHTis
3anuTyroTb: "Hackinbkn MMOBIPHO, LLIO BU MOPEKOMEHAYETE HalLly KoMnaHito?" Ha wkani sig 0 go 10.

KnieHTn noginaroTbCa Ha TPU Fpynu:

MpomMoyTtepwm (ouiHka 9-10),

Hewutpanwu (7-8),

OetpakTtopwu (0-6).

dopmMyna po3paxyHKy: NPS = %IIpomoytepis % eTpaxTopi

Mpuknap,: Akwo 3 100 pecnoHaeHTiB 70 ouiHnnm Bac Ha 9 abo 10 6anis (npomoyTepu), a 20 Ha 6 abo HMXKUE
(neTpakTopwu), TO:

NPS = 70%  20% = 50

OLX
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METPUKUA

OETANI

Average Order Value (AOV) — CepepnHin uek

Onuc: AOV nokadye cepeaHin aoxia, oTpuMaHunm 3 0gHOro 3aMOB/IEHHA KNIEHTA.

PopmMyna po3paxyHKy:

3arajJbpHHI JOX1T

AOV = ———
KIIBKICTE 3aMOBJIEHE

Mpuknap: Akw,o 3a Micaub Bu oTpuManum 50 000 rpH Bia 200 3aMOB/EHD, TO:

50000

AOV = ——
OV 200

= 250rpH

OLX
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METPUKW

OETANI

Time Between Purchases (TBP) — Yac Mi>k nokynkamMum

Onuc: TBP Bu3Hauae cepeaHin yac Mi>k NnokyrnkamMum ogHoro knieHta. Lla MeTpmuka gonomMmarae 3po3yMmiTi,

CKiTbKM Yacy NpoxoanTb Mid>K NOKYNKaMun KNIiEHTIB | AK YaCTO BOHM NOBEPTAOTbCA A0 BaLLoro 6i3Hecy.
dopmMyna po3paxyHKy:

TBP CymMa 1HTepBaIiB MK ITOKYIIKAMH BCIX KIIEHTIB

KiTBKICTE IHTEPBAIIB

Mpuknap: AKWO KNIEHT 3A4IMCHMB NOKYNKY 1 civHA, NOTIM 15 civHA | Wwe pa3 1 nToro, To cepenHin iHTepaan
Mi>K nokynkamu éyae 14+16 gHiB = 30 gHiB / 2 iHTepBanun = 15 gHiB..

OLX
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METPUKW

OETANI

Customer Satisfaction Score (CSAT) — OuiHKa 3a40BO/IEHOCTIi K/1iE€HTIB

Onuc: CSAT ouiHO€ piBEHb 3a400BONEHOCTI KMIEHTIB HA OCHOBI ONUTYBaHb, A€ KNIEHTM BiANOBIAatOTb Ha
NUTaHHA, K BOHM OLLIHIOKOTb A0CBIA B3aEMOil 3 KoMNaHiero (3a3Bnyan 3a wkanoto Big 1 oo 5).

dopmMyna po3paxyHKy:

CSAT = (

KinBKICTE MO3UTHBHHUX OIIIHOK
x 100

3arajabHa KUJIBKICTh OIIIHOK

Mpuknap,: Akw,o 80 3 100 pecnoHAaeHTIB Aanu ouiHky 4 abo 5, To:

80
CSAT = (m) x 100 = 80%

OLX
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METPUKW

OETANI

Monthly Recurring Revenue (MRR) — LLLoMicauHMAX perynapHumn poxipa,

Onuc: MRR BUKkopncToBYETbHCA NepeBa>kHO y BidHecax 3 NiANMCKOLO | MoKa3ye perynapHuin aoxia, akmm
KOMMaHiA OTPUMYE LW OMIcALA.

dopmMyna po3paxyHKy:

MRR = KuIbKicTh aKTUBHHUX IMIAMHCHUKIB X CepeaHs MiCAYHA I1aTa

Mpuknapa: Akwo y Bac 200 nignnUcHUKIB, | KoXXeH 3 HuX crnitadye 300 rpH Ha MicAub, TO:

MRR = 200 x 300 = 60000rpu

OLX
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METPUKW

OETANI

First Contact Resolution (FCR) — PilueHHsa npo6s1ieMu npu nepLuoMy 3BepPHEHHiI

Onuc: FCR BuMiptoe, Ak BiACOTOK NpoBneM KMIEHTIB BUPILLUYETLCA MiA Yac NepLloro KOHTaKkTy 3i cny>xk60to
NiATPUMKWN.

dopmMyna po3paxyHKy:

FeR — (

KiTBKICTE BHpPIIIEHHX TIPOOIEM IIPH MEPIIOMY KOHTAKTIL 100
— X
3araipHa KUTBKICTh 3BEPHEHD

Mpuknap: Akw,o 3 100 3BepHEHb 75 Byno BUPILLEHO NMpu NepLIOMY KOHTaKTI, TO:

5
F . o 1 —
CR = (100) x 100 = 75%

OLX
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YCMIWHE YTPUMAHHA KNIEHTIB: KJ1IO4Y A0
CTAJIOIO PO3BUTKY bISHECY

OnepaTuBHa 36ip IHauBIAYaNbHUA EdeKTUBHI
nigTPUMKa BiAryKiB niaxig IHCTPYMEHTH
AKiCcHUI cepBiC AK [ToCTinHe noKpaLlleHHS [lepcoHanisayis yepes BnpoBag)xeHHA
dyHOaMeHT foBipy Ta NPOAYKTIB Ta cepBiciB CRM Ta nporpam no yTpumMaHHo
NOANbHOCTI. Ha OCHOBI 3BOPOTHOIO aBTOMaTM3aLid KNIEHTIB
3B'A3KY. KOMYHiKaUin.

OLX 45






CnoBHMK

Acquisition (3anyuyeHHs) — npoLec NpMBEPHEHHS HOBUX KIEHTIB A0 6isHecy, NpoAYyKTYy abo nocnyru. Bkitoyae BCi MapKeTUHIOBI Ta
peKnaMHi 3axoau, HauineHi Ha NepeTBOPEHHSA NOTEHUIMHUX KNIEHTIB Y GaKTUYHKX.

Retention (YTpumaHHsa) — cTpaTerii Ta Aji, CnpsiMoBaHi Ha YTPMMaHHS iCHYHOUMX KJTIEHTIB, 3aN06iraHHsA iX BiATOKY A0 KOHKYPEHTIB.
EdekTuBHE yTpMaHHS KNIiEHTIB 3a3BMYan AelleBLUe, HXK 3any4YeHHsI HOBUX.

Engagement (3anyueHicTb) — piBeHb B3aEMOJii KOPUCTYBaYiB 3 6peHA0M, NMPOAYKTOM ab0 KOHTEHTOM. BUMIipoeTbCs pisHUMM
MeTpMKaMu: YacoM nepedyBaHHS Ha CaMTI, KiNbKICTHO NepernsHyTUX CTOPiHOK, KOMEHTapsAMM, MOLWMPEHHAMM TOLLLO.

Churn rate (KoediuieHT BiATOKY) — NOKa3HUK, L0 BUMIPIOE BifICOTOK KNIEHTIB, AKi MPUNUHUAN KOPUCTYBaTUCH NPOAYKTOM abo
NOC/Yroro 3a NeBHUN nepiog yacy. HMXK4Ynim nokasHMK BIATOKY CBIiAYMTb NPO KpaLLy SIOASIbHICTb KNIEHTIB.

Cross-sell (MepexpecHuit npoga)) — TeXHiIKa NpoAaxy A0AaTKOBMUX TOBapiB abo MNOCNYr iCHYHOUUM KJTiEHTaM, SIKi IONOBHIOKOTbL ab0
NOB'A3aHi 3 IXHbOK OCHOBHOM MOKYMNKOM (Hanpukaag, NponosunLis Yyoxaa npu Kynieni cMapToHy).

Upsell (Qonpoga)k) — cTpaTeris, WO CMOHYKAE KIEHTIB NpuAbdaT NpemMianbHilly abo AOPOXYY BEPCIit0 TOBApPY UM NOCAYIU, HiX
MOYaTKOBO MaHyBasocs (Hanpukiag, Nponosunuis 6inbloro o6csary namM'ati B CMapTQOHi).

User-generated content (KopucTyBaLbKuii KOHTEHT) — 6yAb-AKWIA BMICT (TEKCTH, 306pakeHHs, Biileo, Orfsiin TOLLO), KU
CTBOPHOETLCS KOPUCTYBaYyaMu, a He 6peHaamMu. Lien Tun KOHTEeHTY 3a3BMYan BBaXXaeTbCs 6isibll aBTEHTUYHUM | BUKITMKAE BinbLuy
AOBIpYy cepep iHWKX CNoXXuBaudiB.
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KopucHi nocunaHHusa

o Average Customer Retention Rate by Industry (Updated for 2024) — 6eHumapku CRR no rany3sx

o Harvard Business Review - gocnig)xeHHs

o pocnipxeHHa Opepepixa Paiixenbpa 3 Bain & Company

« HBR “Why Customers Leave Platforms — and How to Retain Them”

o Jocnip)xeHHa McKinsey «The value of getting personalization right—or wrong—is multiplying»

B nucTi gopalo TakoX KinbKa KnacHux temnnentiB Big HubSpot.
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https://customergauge.com/blog/average-customer-retention-rate-by-industry
https://hbr.org/2014/10/the-value-of-keeping-the-right-customers
https://media.bain.com/Images/BB_Prescription_cutting_costs.pdf
https://hbr.org/2023/08/why-customers-leave-platforms-and-how-to-retain-them
https://www.mckinsey.com/capabilities/growth-marketing-and-sales/our-insights/the-value-of-getting-personalization-right-or-wrong-is-multiplying

KHMXKMU

1. "The Loyalty Leap: Turning Customer Information into Customer Intimacy" — Bryan Pearson

Lla kHMra akueHTye yBary Ha TOMy, AK KOMMNaHii MoXXyTb e peKTMBHO BUKOPUCTOBYBATU AaHI MPO KMIEHTIB ANnA PO3BUTKY 6inbLu rMbOoKMX BiGHOCKH 3 HUMK. ABTOP PO3MoBigae Npo NnepcoHanisawiro Ta
LiHHICTb iHOVBIAYyaNbHOTO NigXxoAy Y CTBOPEHHI 4OBroTpmMBanmx BigHOCUH. BiH Takoxx 06roBoproe posib nporpam NosaAbHOCTI Y Cy4aCHOMY MapKeTUHTY.

2. "Customer Retention: How to Hold on to Your Most Valuable Customers" — Nigel Hill

Lla kHUra Hagae JiTKki Ta NpakTUYHi cTpaTerii 4na yTpuMaHHA KNieHTiB. BoHa BUCBITNHOE BaXkKNMBICTb KNIEHTCbKOI /I0ANIBHOCTI Ta Mokasye, AK MOXXHa aganTtyBaTu 6i3Hec, Wwo6 nokpawmTn yTpUMaHHA
KMieHTIB. ABTOP MOSAACHKOE OCHOBHI METPUKM retention i gae KOPUCHI Nopaan ona BNpoBaaXXeHHA CUCTEM YTPUMaHHA.

3. "The Effortless Experience: Conquering the New Battleground for Customer Loyalty" — Matthew Dixon, Nick Toman, Rick DelLisi

ABTOpPMU L€l KHUTM AOCNIAXKYHOTb, YOMY 3a40BO/IEHHA K/TIEHTIB HE 3aBXXAM rapaHTye iXHI0 N0ANbHICTb. BOHM NPONOHYOTL iHLLWIA NigXia — 3p0buTy B3aEMOLiH0 3 KOMMaHIE MakCMManbHO MPOCTOH
Ana knieHTie. KH1ura Hagae KOHKPETHI KpOKM A41A NoKpaLLeHHA KNiEHTCbKOro 06CnyroByBaHHA Ta 3MeHLLEHHA "TepTa" B npoLeci B3aeMogii.

4. "Hooked: How to Build Habit-Forming Products" — Nir Eyal

Xoua ua kHura BinbLue GoKycyeTbCs Ha CTBOPEHHI NPOAYKTIB, AKi GOPMYHOTb 3BUUKN Y KOPUCTYBaUiB, BOHA TaKOXX KOPUCHa A1A pPO3YMIiHHA TOro, K yTpMMyBaTh KnieHTiB. KHUra onmncye moaeni ta
NMCUXOMOTIYHI acneKkTu, AKi 4onoMaratoTb CTBOPHOBATM NPOAYKTU, LLLO BUKIMKAKOTb MOBEPHEHHA KOPUCTYBaYiB.

5. "Never Lose a Customer Again: Turn Any Sale into Lifelong Loyalty in 100 Days" — Joey Coleman

Lla kHura 3ocepeaxxeHa Ha nepwmx 100 gHAX nicna 3anyyeHHA KieHTa — KPpUTUYHUIA Nepioa ana nobyaoBu AOBroTpuUBanumx BiGHOCKH. ABTOP NPOMOHYE KOHKPETHI cTpaTerii, o6 3MeHLWNTU pU3NK
BTPaTU KNi€HTa oApasay nicna NepLloro KOHTakTy. KHMra Tako>k Hagae iHCTPYMeHTU ANA pO3BUTKY NNOANBbHOCTI Ha paHHiX eTanax cnisnpadw,.

6. "Retention Point: The Single Biggest Secret to Skyrocketing Your eCommerce Sales" — Robert Skrob

KHura igeanbHo nigxoautb ana BnacHukise eCommerce-6i3HeciB, OCKiNlbkM BOHa NPOMOHYE NpakTUYHi Nopaam LWoA4o Toro, AK 36iNbLINTU YTPUMaHHA KNIEHTIB | BMEHLUUTM BiATiK. ABTOp pO3KpMUBae
KNo4oBi GakTopu, L0 BNINBAKOTb HA NOANbLHICTb K/TIEHTIB, | MOACHIOE, AK pOo3paxyBaTh "TOUKY yTPUMaHHA" KNIEHTIB.

7. "Delivering Happiness: A Path to Profits, Passion, and Purpose" — Tony Hsieh

Tony Hsieh, 3acHOBHUK Zappos, AiNUTbCS CBOIM A0CBIAOM No6YyA0BU KyNbTypy KOMMaHii, opieHTOBaHOI Ha K/ieHTiB. BiH nokasye, sik BaXNMBICTb K/iEHTCbKOro 06CnyroByBaHHs Ta CTBOPEHHS
He3abyTHiX Bpa>keHb BM/IMBAE Ha /T0ANbHICTb K/TiEHTIB.
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