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ANboHa [OPKOBEHKO

[locBig 16 pOKiB y TOProBOMY Ta MapPKETUHTY
B KoMMaHiax Nestle, Phillips, IDS YKpaiHa Ta
OLX. B OLX mobyayBana B2B HanpaMmokK,
BMKOHYIOUWN PI3HI QYHKLII: yrpaBiHHS,
bpeHa-MeHeoyKMeHT, PR, undpoBum
MApPKETUHT, KOHTEHT, SMM, PPC, aHanitunka.
OuontoBana koMaHOy B2B MapKeTUHry Ta
KOHTEHT-HaNpPAMoOK. Mato Haropoau Effie.
KUTTEBE Kpeno: YECHICTb, MOPAAHICTD,
crpaBen/IBICTb.




Cy4yacHY KOHLEMLIO MAapPKETUHIOBOI BOPOHKM
MeTpUKKM 019 KOXXHOTO eTarny BOPOHKM
Po3paxyHOK MeTpUK

AHaMNI3BMAMBY METPUK Ha Bi3HEeC-PILLeHHA B PI3HUX
rany3sax

Kencu, o 4eMOHCTPYOTb 3B'A30K METPUK 3 BisHec-
pe3ynbraTtaMm



KnacuyHa
mMopenb AIDA

Awareness, Interest,
Desire, Action

Oipxutan
TpaHcTdopMaLia
[TocmnneHHa
B3aemMofii B
IHTEepPHETI Ta IHCAWTIB
Ha OCHOBI OaHWMX

CBOJTIOLLIA MAaPKETUHIOBOI BOPOHKM

NMogaBa cy4YacHUX
BOPOHOK

AARRR, See-Think-
Do-Care, Inbound
models

Mepexia oo
LUKNIYHUX
BOPOHOK

DoKyC Ha YTPUMAHHI
Ta NOATbHOCTI 014

CTUMYJTHOBAHHSA
HOBWX KJTIEHTIB



Mopaerni MapKETUHIOBOI BOPOHKW

AARRR
(Pirate Metrics)

Acquisition (3any4yeHHq)
Activation (AKTmMBaLiq)

Retention (YTpmMaHHA)
Referral (PekoMeHaaLii)

Revenue (Joxia)

AAA RRR
(Pirate 2.0)

Awareness (O6i3HaHICTb)
Acquisition (3any4yeHHq)
Activation (AkTmBaLiqa)
Retention (YTpMMaHHS)
Referral (PekomeHgaLii)

Revenue (Joxia)

LInKNiyHa BOpPOHKa See-
Think-Do-Care

Attract (MpunBepHYTN)
Convert (KoHBepTyBaTW)
Close (3akpuTtn)

Delight (3apoBonbHNTH)



HKUNTTEBUM LMK KJTIEHTA

3aNy4nTU IX

REFERRAL



OcobnMBOCTI Cy4dacHOro niaxony 40 BOPOHKM

LIMKNiYyHicTb 3aMicTb NiHIiNMHOCTI

CyyacHe pO3yMiHHSA BOPOHKM — Lie HEe MPOCTO
BOPOHKOMOAIOHMM LWNax Big 06i3HaHOCTI 00
MOKYMKMW, @ LIMKS, A€ KIEHTU CTatoTb ajBOKaTaMM i
3ay4atoTb HOBUX KIIEHTIB. Lle ocobnmBo Ba)xnmMBO
B MiOMMCHIN €KOHOMILLI, e LiHHICTb KJTIEHTA
PO3KPMBAETbCA MPOTAroM TPMBANOro nepioay.

OMHiKaHaNnbHi BOPOHKMU

Cy4acHi BOPOHKM BPaxoBYIOTb B3aEMOIitO Yepes
PiI3HI KaHaNM — Bifg, coLMepeXx 0o 0CObUCTUX
3yCTpiYen — | CTBOPIOKOTb LLIMICHY KAaPTUHY LUAAXY
KMIEHTA.

NMepcoHanisoBaHi BOPOHKM

3aneXXHO Bi XapaKTEPUCTUK LLiNTbOBOI ayaAnTopil,
BOPOHKMN MOXYTb CUbHO BIAPI3HATUCS.
Hanpwuknag, 0na B2B-npogakiB BUCOKOBAPTICHUX
piLLeHb Ba)k/1MBa AeTanilauia etaniB OLiHKKM Ta
NPUNHATTA PilleHb, TOAI 9K N9 iMOynbcnBHMX B2C-
MOKYMOK Lii eTann MOXXyTb ByTU MiHIManbHUMM.

ApanTBHa BOPOHKaA

Cy4yacHMIM Nigxia BPaxoBYE, WO KITIEHTU MOXYTb
BXOOMTU Y BOPOHKY Ha PI3HMX eTanax (He
0060B'A3K0OBO 3 06I3HAHOCTI) | NepecTpmnbyBaTn
eTanu 3anexHo Bifg cuTyaLil.



MeTpurKum eTany Acquisition



MeTpuku etany Acquisition

1 Customer Acquisition Cost (CAC) — BapTicTb
3a/Tly4EeHHS KIIEHTA

2 CAC Payback Period - lNepiog okynHocTti CAC
3 Cost Per Lead (CPL) — BaprTicTb nigoreHepadlli
4 Conversion Rate (CR) — Koe®iLuleHT KOHBePCII
5 Cost per click (CPL) - BapTicTb 3a KiK

6 Return on Advertising Spend (ROAS)



Customer Acquisition Cost (CAC)
— BapTicTb 3any4yeHHsA KMIEHTA

CAC = [Tpnknan BrnnmB Ha Bi3Hec

3aranbHi BUTpaTK PO3PaAXYHKY Bu3Hauae ebeKTUBHICTb

Ha 3a/ly4d4eHH4d AKLLO KOMMaHiA MEIRINSUIIAINOIEIAA INE] eI,
AOrNnoMara€e ornmmmMIzyBaT

: - : - BUTpaTmia $10,000 Ha Y
KnieHTiB / KinbKicTb MAPKETUHT | 33nyumna MapPKETUHIOBUIN BroayKeT

HOBUX KIIEHTIB 500 KHiEHTIB. To CAC = Ta OLLIHWTY
$10 ooo/2o(§ = $50. PeHTaAbENbHICTb KMIEHTIB.



CAC Payback Period - l'epiog okynHocTI CAC

CAC Payback Period

CAC /
CepeaHbOMICAYHUI
OOXIO BlO, KMIEHTA

[Tpnknan
PO3PaxXyHKYy

CAC =200 rpH,
cepenHboOMICAYHMM OoxXio
BiO, kKNieHTa = 50 rpH
[Mepion okyrnHocTi = 200
roH /50 rpH = 4 Micaui

BB Ha Bi3Hec

[Moka3ye, CKiNbKKX Yacy
MOTRIOHO, WOO OKYNUTU
BUTPATK Ha 3ay4YeHHS
KnieHTa. [JonoMarae
MJ1aHyBaTU FPOLLOBI
MOTOKWM Ta OLiHIOBATU
YXUTTE3OATHICTb Oi3HecC-
Moaeni.



Cost Per Lead (CPL) -

CPL =

ButpaTt Ha
KaMnaHito /
KINbKICTb 11018

[Tpnknan
PO3PaxXyHKYy

ButpaTtm Ha Facebook-
KaMnaHito =15 000 rpH,
oTpmnMaHo 300 nigiB

CPL =15 000 rpH /300 =
50 rpH 3a nifg,

BapPTICTb NigoreHepadli

BB Ha Bi3Hec

JlonoMara€e nopiBHOBATU
ePEKTUBHICTb PI3HUX
KaHaniB nigoreHepadwii Ta
OMTUMI3YBATM PO3MOOIS
OroOXKeTy.



Conversion Rate (CR) — Koe®IiUleHT KOHBePCII

CR = [Tpnknan BrnnmB Ha B6i3HecC
(KINbKICTb PO3PaxyHKy Bu3Hauae epeKTUBHICTb
KOHBEPCIW / 1000 BigBigyBayis camTy, CanTy 4 KaMraHIly

: : Z0) T NepeTBOPEHHI
3§FaﬂbHa KIJ‘IbKICTb _ d o _ BIOBIOYBaA4YiB Ha KJTIEHTIB.
BIOBIOYBa4YIB) X gos = (30/1000) x 100% = [TOKa3HMK ePeKTUBHOCTI
10095 ° NpoLuecy Npoaaxy.

Husbkunin CR Moyke
BKa3yBaTW Ha NpobnemMmu 3
UX canTy, nigxooom o
MNpPOoaaXIiB,
MO3ULLIOHYBaHHAM abo
LLITbOBOK ayOUTOPRIEIO.



Cost per click (CPC) —

CPC =

3arasibHI BUTPAaTU
Ha peknamy /
KiNbKICTb KNIKIB

[Tpnknan
PO3PaxyHKY
ButpayeHo $500 Ha

peknamy, otpmmaHo 1,000
KMIKIB.

CPC = $500 /1,000 = $0.50.

BaPTICTb 3a KMIK

BB Ha Bi3Hec

[lo3BoONg9€ OLIHNTU
ePEKTUBHICTb MJIATHOI
peKaMM Ta ONTUMI3yBaTU
BUTPATW.



Return on Advertising Spend (ROAS)
— PeHTabenbHICTb peKmaMHUX BUTPAT

ROAS =

[oxig Big
PeKMaMHOI KaMMnaHii
/ ButpaTtu Ha
pPeEKMaMHYy
KaMMaHIo

[Tpnknan
PO3PaXYHKY

ButpaTtm Ha Google Ads =
20 000 rpH,

noxig Big kamMnadii =100
000 rpH

ROAS =100 000 rpH / 20
000 rpH =5 (a6o 500%)

BB Ha Bi3Hec

[lo3BoONg9€ OLIHNTU
ePEKTUBHICTb PEeKTaMHNX
IHBECTULLIM Ta gonomMarac
BUABUTU HamMOinbLLU
NPMOYTKOBI KaHaNw.



Kenc: OnTmnMisaLiga MapKeETUHIOBOIO
OOOYKETY IHTEPHET-MarasmHy

|HTepHeT—MaI—a3l/IH

eNeKTPoOHIKM aHaniszyBaB CAC
Ta ROAS no pi3HMX KaHanax:

Facebook Ads:
CAC = 350 rpH,
ROAS = 2.1

Google Search Ads:
CAC =280 rpH,
ROAS =35

Instagram:
CAC = 400 rpH,
ROAS = 1.8

Influencer Marketing:

CAC =500 rpH,
ROAS =1.2

PiweHHs

KoMnaHia mnepepo3noginuna 6to0xKeT, 30iNbLUMBLLUM IHBECTULLII
B Google Search Ads Ha 40% | 3BMEHLLUMBLUM BUTPATK Ha
Influencer Marketing Ha 50%. B pe3ynbtaTi 3aranbHnim CAC
3HM3MBCA Ha 15%, a 3aranbHMiM ROAS 3pic 3 2.2 0o 2.8.

Pe3ynbTtaT

30iNblUEHHA ePEKTUBHOCTI MAPKETUHIOBOIO OIOOYKETY
O03BOMNMI0 3aNy4UTUM Ha 25% BinblLue KNIEHTIB MPUY TUX CaMmMX
BUTpPATax.
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MeTpunkM eTany Engagement



MeTpukun eTany Engagement

1 Average Session Duration — CepenHsa TpUBanicTb
cecli

2  Pages per Session — CTOpPIHOK 3a Cecito
3 Bounce Rate - [loKa3HWK BIOMOB

4 Click-Through Rate (CTR) — NoKa3HWMK
KN1IKabenbHOCTI

5 Engagement Rate — PiBEHb 3a1y4EeHOCTI



Average Session Duration
— CepeHa TpMBaniCTb

Average Session [Tpnknan BrinwvB Ha Bi3Hec
Duration = = [ornomarae ouiH1UTUK
3aranbHa 5000 XBUMH 3aranbHoi 3a/lyHeHICTb KOPUCTYBaHIB
Tpl/lBaJ'IiCTb BCiX Tpl/I.BVa}'IOCTi ansg 1000 Ta AKICTb KOHTEHTY.

cecClu

cecin / KinbKicTb .
e CepenHa TPMBANICTb =
cecCln 5000 /1000 = 5 xBUAUH



Pages per Session — CTOpPIHOK 3a CecCIto

Pages per Session =

3aranbHa KiNTbKICTb
nepernaHyTmnx
CTOPiHOK / KinbKicTb
ceciu

[Tpnknan
PO3PaxXyHKY
3500 nepernaHyTmx
CTopiHOK, 1000 cecin

CTOpIHOK 3a cecito = 3500
/1000 =3.5

BB Ha Bi3Hec

Bka3ye Ha mmnbuHy
B3aEMOIl KOPUMCTYyBa4ya 3
CaNTOM.



Bounce Rate — [loKa3zHUK BIOMOB

Bounce Rate = [Tpnknan BrinwvB Ha Bi3Hec

(KIMbKICTb PO3PaxyHKy BUCOKMM MOKa3HUK

BIOBIOYBa4iB, AKI 1000 BigBigyBauiB, 400 BIOMOB MOX€e CBIAYMTA
MNPEo HEBIANMOBIOHICTb

neperngHynu TiNbKU oaH
nepernddynn nniie CTOppiHKy J Al KOHTEHTY OUiKyBaHHSAM
BiOBiOyBa4yiB abo

OOHY CTOPIHK
3ﬂ' Y P . y/. Bounce Rate = (400 / npo6nemu 3 UX.
arajibHa KiNbKICTb 1000) x 100% = 40%

BIOBIOYyBaYiB) x
100%



Click-Through Rate (CTR) —
[TOKa3HUK KNiKabenbHOCT]

CTR = Mpuknag
(KinbKicTb KMiKiB / PO3PaxXyHKy
KifTbKICTb MOKa3iB) X Email-poscunka: 10 000
1009 nocTtaBneHmx, 800 KiKiB

CTR = (800 /10 000) x
100% = 8%

BB Ha Bi3Hec

[Toka3ye ePpeKTUBHICTb
KOMYHIKaLLIT, AKICTb
3aro/1oBKIiB Ta
PEeNeBAHTHICTb
MPOMNoO3unLii.



-Nngagement Rate — PIBeHb 3an1y4eHOCT]

ER =

dopmyna ang
COLIaTbHUNX MepPEeXX:
(3aranbHa KINbKICTb
B3acMomin /
OxonneHHda) x 100%

[Tpnknan
PO3PaXYHKY
[TocT y Instagram:
oxonneHHda 5000,
300 naukis,

50 KoMeHTapIB,
20 36epexkeHb

Engagement Rate = (370 /
5000) x 100% = 7.4%

BB Ha Bi3Hec

BKka3sye Ha peneBaHTHICTb
KOHTEHTY O/19 ayOuTopii Ta
ePeKTUBHICTb
KOMYHIKaLLIMHOI CTpaTeril.



Kenc: OnTmnMisaLiga MapKeETUHIOBOIO
OOOYKETY IHTEPHET-MarasmHy

SaaS-KoMnaHiga PiweHHs
aHasisyBasia NoBediHKy

KOPMUCTYBaYiB Ha CTOPIHLI KoMnaHia npoBena A/B-TecTyBaHHA Ta BHeca 3MiHU B

TapUbHUX NNaHIB: AM33MH CTOPIHKN: ,
CnpocTtuia CTRYKTYPY TapUPHUMX NnaHiB (3 5 0o 3)
Bounce Rate: 65% [logana nopiBHANbHY TabnMLU0 GYHKLLIN

' Bnposaawnna couianbHi AoKasu (BIArYKW KEHTIB)
CepenHs TPWBasicTb Cecii:

1.2 XBUNUHU

CTR Ha KHOMKM Pe3ynbTtaT
"CnpobyBaTtu

o)
BGEe3KOLUTOBHO"™ 3% Bounce Rate 3Hm3mBca 00 42%

CepefHsa TpMBanNicTb cecii 3poca o 3.1 XBUIMHMU
CTR Ha KHOMKKM "CnpobyBaTn 6e3KoLWTOBHO" 3pic 00 7.5%
Conversion Rate 3pic Ha 35%



MeTpukn eTtany Retention



MeTpuku etany Retention

1 Customer Retention Rate (CRR) — Koe®iLIeHT
YTPUMAHHSA KIIEHTIB

2 Churn Rate — Koe®iLIEHT BIOTOKY

3  Customer Lifetime Value (CLV) - INpmxmnTtTEBA
LIHHICTb KNIEHTA

4 Repeat Purchase Rate —YacTtoTta MoBTOPHUX
MOKYTMOK

5 Net Promoter Score (NPS) — I[HOEeKC CNOoXXWMBYOI
NOANbHOCTI



Customer Retention Rate (CRR) —
KoeIUIEHT YTPUMAHHSA KNIEHTIB

CRR = [Npuknag Brnnuve Ha Bi3Hec
((K-CTb KNi€HTIB B PO3PAXYyHKY KMIOUOBMI IHAMKATOP
KIHLI mepiony - HoBl KnieHTiB Ha noYaTKy NOANBbHOCTI Kﬂ'€7T'B Ta

. . . AKOCTI MPOAYKTY/MOCIYITWN.
KNiEHTU 3a nepion) / BRIl 0008 PORYEIYHEE

. : KNIEHTIB B KIHLI KBapTany:

K-CTb KMIEHTIB Ha 1200
Mo4yaTKy nepiony) HoBUX KNIEHTIB 3a
100% kBapTan: 300

CRR = ((1200 - 300) /1000)
x 100% = 90%



Churn Rate — Koe®IUleHT BIATOKY

Churn Rate =

(KINbKICTb
BTPAYEHUX KITIEHTIB
3a nepion, /
KiNbKICTb KIEHTIB
Ha No4YaTKy
nepiony) x 100%

[Tpnknan
PO3PaXyHKY

KNieHTIB Ha Mo4YaTKy
Micausa: 500
BTpayeHo KNIEHTIB 3a
MicaLlb: 25

Churn Rate = (25 /500) x
100% = 5%

BB Ha Bi3Hec

[MpaMo BNAMBAaE Ha
CTabiNbHICTb Ooxoay.
Bucokmm Churn Rate
MOXe CYyTTEBO
YCKIAAHUTM 3POCTaHHA
KOMMaHil.



Customer Lifetime Value (CLV) —

[ToMXKNTTEBA LIHHICTb KIEHTA

CLV =

CepenHin goxia Bif,
KMIEHTa 3a nepiop, x
CepefHsa TpuMBanicTb
BIOHOCUH 3 KNIEHTOM
(B TMX YXe nepioaax)

AnbTtepHaTuBHa dopmMyna
ana NiannucoYHuXx
6i3HeciB:
CepeHbOMICAYHUNN O0OXI[,
Big, knieHTa / Churn Rate

[Tonknag
PO3PaxXyHKYy

(019 NigNMCOYHOro
OizHecy)
CepeHbOMICAYHUNN O0OXIL,
Big knieHTa: 200 rpH
MicayHmnm Churn Rate: 4%

CLV =200 rpH / 0.04 = 5000
rMoH

BriaimB Ha 6i3HecC

IlonmoMarae BU3Ha4YunTH,
CKINNbKW MOXXHa BUTPATUTU
Ha 3a/yYeHHda KIieEHTa, Wob
3a1MLLIaTUCA MPUOYTKOBUM.
KnroyoBa MeTpuMKa o4
nopiBHAHHSA 3 CAC.



Repeat Purchase Rate -
HacToTa NOBTOPHUX MOKYMOK

RPR =

KINbKICTb KNIEHTIB 3
OiNbLU HIXK T
MOKYMKoto /
3arajibHa KiJibKICTb
KTIEHTIB

[Tpnknan
PO3PaXyHKY

3arajibHa KiNbKICTb
knieHTIB: 1000
KnieHTiB 3 6inbly HiX 1
MNOoKymnKoto: 350

Repeat Purchase Rate =
350 /1000 = 35%

BB Ha Bi3Hec

[MToka3ye 30aTHICTb
KOMMaHIl yTpMMyBaTU
KMIEHTIB Ta CTUMYJTHOBATU
MOBTOPHI MOKYMKWN.



Net Promoter Score (NPS) —
|[HOEKC CMOXXMBYOI JTOSTbHOCT]

NPS = [Tpunknan

% MpoMoyTepiB PO3PaAXYHKY

(ouiHKKM 9-10) - % OnuTyBaHHs 100 KNiEHTIB:

ﬂ,ejpa KTOpiB 25L“KHHK|EH9T_|1BOHOCTaBV|nM

(OLI-IHKM 0'6) (MpomoyTepwn) 30 KNiEHTIB
MNOCTaBWUIM OLIHKW 7-8
(Hentpanwn)

15 KNIEHTIB MOCTaBUNU
ouiHKKM O-6 (deTpakTopwn)

NPS = 55% - 15% = 40

BB Ha Bi3Hec

[MpOrHO3ye 3pOCTaHH4A
KOMMaHIl Yepes
JTIOS/1bHICTb KMIEHTIB.



OHNanH-cepsBic 3
MignMCcoOYHOO MOOENITHO
CTUKHYBCS 3 MpobneMoto
BMCOKOIO BIOTOKY:

MicauyHmm Churn Rate: 8.5%
CepepnHin CAC: 400 rpH

CepengHboOMICAYHMIM goxig,
BiO KnieHTa: 150 rpH

CLV: 1765 rpH

CLV cniBBigHOLWEHHS
(CLV/CACQ): 4.4

PilLeHHd

KomMnaHia BripoBagumia nporpamy yTpmMaHHa, WO BKJItoYasa:

- AHani3 NpPUYKMH BIOTOKY Ha OCHOBI OMUTYBaHb

- [NoKpalleHHA onboarding-npouecy a9 HOBUX KOPUCTYBaudiB
- [MporpamMa NoanbHOCTI 3 6OHYyCaMM 3a TPUBAMICTb MiAMNMUCKU

- Proactive customer success - nporpamMa BumnepenyyBasbHOI
NIATPUMKN

Pe3ynbTaT

Churn Rate 3Hu3mBCcAa 0o 5.2%

CLV 3pic no 2885 rpH

CLV cniBBigHOLWEHHA NOKpaLllmnoca 4o 7.2
ROl nporpamu ytTpmMaHHA cknaB 320%




HYm MipaTtin?



e

onnées du site Web ~ Lt

D WA Acquisition Engagement Retention
— MeTPpUKu MeTPUKHU MEeTPUKHU
— e g o R TN 1. Google Analytics 1. Hotjar (Tennosi 1. CRM Ta ERP cunctemum
A el 5 (Tpadik, Mxepena, KapTW, 3aMnmcKm cecin) 2. CneuianizoBaHi
noseniHKa) 2. Google Analytics IHCTPYMeEHTU
2. CRM-cuctemum (Events tracking) (ChurnZero,
(nigporeHepadiq, 3. Social media insights CustomerSuccessBox)
KOHBepCii) 3. NPS-nnatdopmm
3. Ad platforms
(Facebook Ads,

Google Ads)




Kto4yoBl BUCHOBKM

MapKeTUHIroBa BOPOHKA B Cy4aCHOMY PO3YMIHHI —
L& UMKTIYHUMM Mpouec, a He NIHIMHUK Wnax

KoeH eTarn BOPOHKWM Ma€E CBOI K/TIOYOBI METPUKMU,
AKi MOTPIOHO BIOCTEXXYBATK Ta aHaNi3yBaTu

IHTerpauisgd MeTpPUK 3 PI3HMX eTaniB gornomMarae
NPUMNMATKU CTPaTErYHI PILLEHHS

[TOCTIMHa onNTUMI3aLid Ha OCHOBI METPUK — OCHOBA
CTaJIOro 3POCTaHHA Bi3Hecy

Pi3Hi rany3i MatoTb crneumndidyHi ocobnmBOCTI
BOPOHKM Ta METPUK






