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Cy4acHHMI PHHOK BHCOKOBOJBTHOTO OOJIa[HAHHS BHUCYBA€ HOBI BHUKJIUKH
nepes YKpalHCbKMMH EIEKTPOTEXHIYHUMH KOMIIAHISIMH, IO 3YMOBIIOE
HEOOXIIHICTh BIPOBA/DKCHHS AHATITUYHUX IHCTPYMEHTIB Ui OIL[IHIOBAaHHS
piBHs nostmepHOCTI B2B KimienTiB. BipoBakeHHS METO/IB aHANI3Y KIIIEHTCHKOT
miHHOCTI, 30kpeMa mozeneit Customer Lifetime Value (CLV) ta Customer
Engagement Value (CEV), nemoHCTpye BHCOKY e(EKTHBHICTH Yy
MIPOTHO3yBaHHI (DIHAHCOBHX pe3yNbTaTiB 1 (HOpMyBaHHI TMEPCOHATI30BAHMX
MapKEeTHHI'OBHX CTpaTeriii.

ITepconamizoBaHi MapKETHHTOBI  MIXOAW HA OCHOBI  aHATITHKH
JIO3BOJISIIOTH HE JIMIIE 3MIIHUTH JOBIOCTPOKOBI BITHOCHHH 3 KJII€HTAMH, aJie i
iABUIIATH PiBEHB IXHBOI JIOIIBHOCTI. BomHOYaC 3acTOCyBaHHS IHCTPYMEHTIB
OIIHKK JIOSUTBHOCTI KIIIEHTIB CHpHUSE€ ONTHMI3allil KIFOYOBHX (HIHAHCOBHUX
MOKA3HUKIB, TaKUX SK PEHTAOCNBHICTh AKTHBIB Ta pPiBeHb IeOITOPCHKOL
3a00proBaHoCTi. AHAJI3 Pi3HUX aHATITHYHAX IHCTPYMEHTIB JIJIS OIIHIOBAHHS
PIBHS JIOSUTBHOCTI KII€HTIB CBiMUMTH mpo nepeBaru moxeneit CLV ta CEV
MOPIBHSHO 3 TPamWIiHHUMH MeToJaMH TakuMu, sk NPS ta RFM-anamis.
Bukopucranus mozeneir CLV 1 CEV 3a0e3neuye rimOmmid aHami3 BIUIUBY
MapKeTHHTOBUX CTparerii Ha (iHAHCOBI pe3yNbTaTd Ta JO3BOJIE
e(peKTHBHIIIIE CETMEHTYBATH KITI€EHTCHKY 0a3y Il po3poOKH IHAUBIAYAIBHUX
mpono3uiii. TakuM YHMHOM, 3aCTOCYBAaHHS aHAJNITUYHHUX IHCTPYMEHTIB,
3okpema mogeneii CLV ta CEV, Bigirpae BUpimagbHy poJib Y ITiIBUIICHHI
nosibHOCTI B2B  KimieHTiB  Ta onTumizamii  (DiHAHCOBHX TOKA3HHKIB
€JIeKTPOTEXHIYHMX KOMITaHIH.

[opiBHTBPHY XapaKTEPUCTHKY IHCTPYMEHTIB €KOHOMIYHOI HiHHOCTI B2B
KJIIEHTIB NIPECTABICHO B Ta0OI. 1.
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Tabmmms 1

IlopiBHAIbHA XapaKTEePUCTUKA iIHCTPYMEHTIB
exoHoMiuHoI HinHocTi B2B KiienTiB

Koarouosi .
Incrpyment | OcHoBHa MeTa IlepeBaru Henomixu
MOKA3HUKH
. . . a€ TPOTHO3 .
CLV Ouinka cykynHoro | @iHaHCOBHIA ﬁl G pT <OBOCT] CKJIaHICTh
(Customer JIOXOJLy BiJt JIOXif, cepeHii gnoi]/larae ’ PO3paxyHKy,
Lifetime KJIi€HTA MPOTATOM | YeK, TPUBAIICTh x norpeda B
. . . . CerMEeHTYBATH
Value) criBmpari criBIpari Lo JeTAIbHUX JaHUX
KJIIEHTIB
CEV BumiproBanHs Bzaemois, ITokazye Baxko KilbKiCHO
(Customer  |uinHOCTI Uepe3 pEeKOMeHalil, |MOBENIHKOBY BUMIPSATH, IOTPedye
Engagement |3amyueHicts MOBTOPHI LiHHICTH, PO3KPUBAE | KOMILIEKCHOT
Value) KIJIi€HTa MOKYIKH SIKICTh BITHOCUH AHATITHKU
NPS BumiproBaHHs - TIpocroTa He BinoOpaskae
(Net piBHS .. |BUMiproBaHHS, (hiHAHCOBY LIIHHICTB,
. peKoMeHartii . s .
Promoter 3aJI0BOJIEHOCTI (0-10) KOPHCHUH JUIst Cy0’ eKTUBHICTh
Score) KIJIIEHTIB OILIIHKH JIOSITBHOCTI OIL[IHOK
RFM-ananiz | Cermenrariis Yacrora, .
L . Jlerko peanizyBaty, |®DoKycyeThcs ulie
(Recency, KJI€HTIB 3a JIaBHICTh . .
. MAXOAUTD JUTS Ha TpaH3aKIIisX,
Frequency, |kymiBeabHOIO MOKYTIOK, CyMa . .
. perapreTuHry irHOpYE 3aJIy4eHICTh
Monetary) | noBemiHKO0 BUTpAT
CRV Ouinka ninnocti | Kinbkictsh BpaxoBye edekt .
. Baxxo BumipsaTi
(Customer | kiienTa K 3aJIy4eHUX «capahaHHOTO
B . - . BIUIMB KOXXHOTO
Referral JpKeperna KJI€HTIB, AKICTb | pajio», KOpUCHUIT
i ; pedepana
Value) peKOMeH tartii KOHTAKTiB s B2B
Clv . ComianpHi .
AmHaii3 BIUTUBY Ilinxomuts st He 3aBxau xopemioe
(Customer . 3raKH, L
KJIi€HTa Ha . digital-mapkeTunry, |3 peanbHUMEI
Influence MepexeBi epeKTH AKTHBIICTD Y kopucHuit y B2B MpoJIakaMu
Value) P Mepexax P Y poa

Jicepeno: [1]

Jocmimkennst [1; 2] 3acBiqqyIoTh, IO JTOBrOCTPOKOBI BimHOCHHHU 3 B2B
KJIIEHTaMH CYTTEBO BIUIMBAIOTH Ha (hiHAHCOBI pe3ynbTaTh KommaHiid. [Tpu
npomy, CEV € KpuTHYHUM iHAMKATOpOM 3araibHoi MiHHOCTI B2B kiieHTa Ta
OXOILTIOE sIK (P IHAHCOBI, TaK 1 HE(pIHAHCOBI MOKA3HUKU. Pa30M 3 THM, MOKa3HUK
CEV ormiHIO€ CyKymHHIl BHECOK KI€HTAa, BKJIIOYAIOYH pedepanabHy Ta
comianeHy wniHHICTE. 3aramom CLV BimoOpakae rpomoBy wmiHHicTE B2B
KJIiEHTa MPOTATOM YChOTO IHEpiogy CIHIBIpAIl Ta € KIIOUYOBUM ITOKa3HUKOM
(hiHaHCOBOT €(PEeKTHBHOCTI MAPKETHHIOBHUX CTPATETIMH.

Amnani3z HaykoBux mpamp [1; 2] 3acBimuye, mo mozaeni CLV ta CEV €
KOMIUIEKCHUMH IHCTPYMEHTaMH OI[IHKH €KOHOMIYHOT IIHHOCTI KITi€HTiB. BoHM
IHTErpyrTh (HiHAHCOBI MOKA3HWKH Ta MOBEAIHKOBI aCIEKTH B3a€MOIIi, IO
JI03BOJISIE BCEOIYHO OI[IHUTH BHECOK KITi€HTA Y ()OPMYBaHHS JOXO/iB KOMIIaHii.
Bubip mmx Mopenell oOIpyHTOBaHO IXHBOIO 3HATHICTIO BpPaXOBYBAaTH, SK
npssMuid (piHaHCOBMH e(eKT Bij CIiBIpalli 3 KIIEHTOM, TaK 1 OocepeIKoBaHi
(hopMU IIHHOCTI, 30KpeMa PiBeHb 3ay9ICHOCTI Ta pedhepaibHy aKTUBHICTb.

Mopens CLV Bu3Ha4yae 04iKyBaHy YHCTY BapTiCTh, SIKY KII€HT IPUHOCUTD
KOMTIIaHi1 3a Bech mepiof cmiBnpari. Lle kiro4oBHi TOKa3HUK SIS OLiHIOBAHHS
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e(peKTHBHOCTI MTEPCOHANTI30BAHOTO MApKETHHTY Ta YIPABIIHHA B3aEMOIIEIO 3
KJIIEHTAMHU Ta pO3paxoBYeThes 3a opmyrioto [4]:
CLV = 3T+ % , (1)
ne Ry — moxomm, Ci— ButpatH, d — TMCKOHTHA CTaBKa.

Mogens CLV € KIIOYOBOIO y MPOTHO3YBaHHI JIOBTOCTPOKOBOL
mpuOyTKOBOCTI  KIIIEHTChKOi  0a3m  Ta  3abe3medye  OOIpyHTYBaHHS
MapKEeTHHIOBHX IHBECTHIIIM 4epe3 aHalli3 KUTTEBOTO LHUKIY KiieHTa. CBOEO
yeprowo, CEV akieHTye yBary Ha I[IHHOCTI HEMOHETAPHUX B3a€EMOJIIH,
BKITIOYAIOYH COIiabHUN BIUTMB Ta MIOBEAIHKOBY aKTHBHICTh KJIIEHTIB.

Interpanbunit  mokasuuk CEV  po3paxoBylOTh K CyMy  ycCiX
BUII[ETIEPEPAXOBAHNX CKJIJIOBHX:

CEV = CLV + CRV + CIV + CKV. (2)

OCHOBHOIO METOI0 aHaIi3y iHTerpanpHoro nokasuuka CEV e kommiekcHa
OILiHKA KIIEHTCHKOI B3a€MOJii, IO IO3BOJAE amaNTyBaTH MapKETHHIOBI
CTpAaTeTii 10 peaTbHHUX MOTPeO CITOKUBAIB.

BukopucraHHs  BHINE3a3HAYEHOTO MIiAXOAY B  €JIEKTPOTEXHIYHUX
KOMIIaHIsIX CIpHsE OIMiHII (iHAaHCOBOTO BHecKy B2B Kii€HTIB, a Takox
TXHBOTO BIUIMBY Ha PO3BUTOK OpeHay Ta iHHOBauiil. [IpakTnyHe 3HaueHHS
konnenuii CEV momnsrae y ¢opMyBaHHI CTpaTeriyHUX MPIOPHUTETIB MUITXOM
CerMeHTaIlil KITI€EHTCHKOT 0a3u 3a BHECKOM Yy BapTicTh Oi3Hecy [3]. Lle no3Boise
CTBOPIOBATH IIEPCOHANII30BAHI CTpaTeTii yIIpaBIiHHSA JOAIBHICTIO, CIIPSIMOBaHI
Ha MIBHIICHHS JOBrocTpoKoBol mpuOyTKoBocTi. BomHowac CEV posmmmproe
MOXJIUBOCTI  OIIHIOBAaHHA IEPCOHANII30BAHOTO MAPKETUHTY, CIPHAIOUYH
BHUSIBJICHHIO HAHOUIBII IIHHMX KJIEHTIB SIK 3 €KOHOMIYHOI, TaK 1 COIL[iaabHOI
TOUYKH 30py. 3acrocyBanus mojeneit CLV ta CEV cnpuse po3pobui edek-
TUBHHX IIEPCOHANI30BAHNX MAPKETHHTOBHX CTpaTerii, omTuMizamii ¢piHaHCO-
BUX IIOKAa3HUKIB Ta 3a0€3IEUEHHIO CTalloro PO3BHUTKY EJIEKTPOTEXHIUYHMX
kommaHiit y B2B cekropi.

Ho mepeBar mozmeni CLV BigHOCHTBCA: (iHAaHCOBa HPOTHO30BAHICTEH;
CerMEHTAIlisI KJII€HTIB Ta OIiHIOBaHHS peHTabenbHOCTI. CBOEH Ueproro,
nepeBaramu Mozeni CEV e: KOMIUIEKCHA OITiHKA JIOSUTBHOCTi; BUMIpIOBaHHS
MOTCHIIHHOT I[IHHOCTI; OLIiHIOBaHHA e(eKkTHBHOCTI B3aemomii. [loemHaHHS
moneneir CLV ta CEV 3a0e3neuye KOMIUIEKCHHM MiAXiJ 1O OIIHIOBAHHS
uiHHoCTI KiieHTa. [Ipm nmpomy, CLV Oinmbine GokycyeTbess Ha (QpiHAHCOBOMY
acniekti, Toai sk CEV BimoOpakae MOBEIIHKOBI MOKa3HUKH Ta €MOIIHHY
nosuibHICTh.  Takwi  miAXix  Jo3Boiisie  (OpMyBaTH — TIEPCOHATI30BaHI
MapKeTUHIOBI CTpaTerii, Opi€eHTOBaHI Ha IiJBHUIIEHHS JOBrOCTPOKOBOI
MprOYTKOBOCTI Ta 3MIITHEHHS J1TOBUX BiTHOCHH 3 KJIIEHTAMH.

Takum umHOM, 3actocyBanHs Mmozeneit CLV ta CEV y mnoenHanHi 3
MEepPCOHANII30BaHMMH MapKETHHIOBHMH CTPATETIsIMU  TI03BOJISIE  €JIEKTPO-
TEXHIYHUM KOMIIaHiIM HE JIUIIC MiABHIIUTH (iHAHCOBI MOKAa3HUKH, aie i
chopMyBaTu MillHI Ta TPHBAJIi BiTHOCHHH 3 KilieHTamMu y B2B cexropi.
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