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AHoTauis. Bctyn. Y cTarti po32nsiHyTo 0c0ONMBOCTI yrpasiiHHA KOMI/IEKCOM MAapKeTiH2y KOMIMAHI, Lo npauiooTb y cdepi
IT nig BrmBOM LindpoBoi TpaHcopmavii. 3anponoOHOBAHO BAACHe PO3YMIHHS CYTHOCTI yNpaB/liHHS KOMI/IEKCOM MAPKETUH-
2y IT-KOMNQHiIV | ePeKTUBHICTb MAapPKeTUH20BUX iIHCTPYMeHTIB. PO3pob/1eHo Nigxig go OLiHIOBAHHS ePeKTUBHOCTI ynpasiHHA
KOMII/IeKCOM MapKeTuHzy IT-KOMMAHi, Lo CKAAgaeTbCs 3 §eB’aT NOCAIGOBHMX eTarniB i3 3a3Ha4yeHHsM HeobXigHMX MOKA3HMKIB
pe3y/ibTATUBHOCTI. 3QiNiCHEHO MOPIBHAHHSA MOgenei KOMIMIEeKCY MAPKeTUHaY i OLiHeHa MMOBIPHICTb IXHbO20 30CTOCYBAHHSA B
IT-cpepi. CTpykTypoBaHi nokasHuku KPI gns IT-koMNaHii 3a 4yoTMpma epynamu: GiHaHCOBI, MAPKETUH20BI, MPOJYKTOBI, K/i-
EHTCbKI. OBFPYHTOBAHO JOLIbHICTb BUKOPUCTAHHS KOMIIEKCHUX MOKA3HMKIB G151 CIPOLLEHHS MOHITOPUHRY Pe3yNbTATUBHOCTI

MapPKeTUH20BOI gisiIbHOCTI.

MeTa. MeTok gocnigkeHHs € QHANI3 Cy4acHux Migxogis go ynpasaiHHS KOMI/IeKCy MApKeTuHay, aganToBaHo20 go yMOB
unPpoBo20 cepegoBuLLa i 00fpyHTYBaHHS cucTemm KPI gst oLiHKM epeKTUBHOCTI yrpaBaiHHS MapKeTUH20BUM KOMIM/IEKCOM

IT-KOMMNGHINA.
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Martepianm i MeTogu. Y gocigeHHi BUKOPUCTAHO TeOPETUYHI Ta MPAKTUYHI 3GOOYTKM BITYUM3HSIHMX TA 3aPYOIKHUX BYEHNX B
2any3i yrpasiHHA MAPKETUH20M. 3ACTOCOBAHI METOGU MOPIBHSHHS, TEOPETUYHO20 AHANIZY TA CHTe3y §JIsl BUSIB/IEHHS MPOOIeMHIMX
MUTAHb, WO 3AAMLLAITLCS He BUBYEHUMM | HAGAHHS TEOPETUYHMX | PAKTUYHIX PEKOMEeHGaLif, Lo MOXYTb OYTH BUKOPUCTAHI
§/191 ONTUMI3ALii ynpaBaiHHS KOMIIeKCOM MApKeTUH2y i 06y pYHTYBAHHS cucTemu KPI gnst ouiHKu eeKTMBHOCTI yrpas/iiHHS.

Pe3ynbTati. Y gocnigxkeHHi NpoaHanizoBaHo Mogeni KOMIIeKCy MapKeTuHay i 39COBAHO HawbinbLL peneBaHTHi Mogeni gis
IT-koMNaHisi. 3aMPONOHOBAHO MigXig gO OLiHIOBAHHS ePeKTUBHOCTI ynpaB/liHHS KOMIIEKCOM MApKeTuH2y IT-koMnaHii. Cuc-
TeMATU30BAHO K/OYOBI MOKA3HMKM eeKTUBHOCTI g5t IT-KoMnaHii. O6fpyHTOBAHO gOLi/IbHICTb BUKOPUCTAHHS KOMIIIEKCHMX
MOKA3HWKIB /1S CIPOLLEHO20 MOHITOPUHRY MAPKETUH20BOI Pe3y/IbTATUBHOCTI.

[lepcriexTnBu. [1ogasblui GOCAIGIKeHHA JOPeyHO 30cepeguTi Ha BJOCKOHANICHHI KOMIIEKCHUX MOKA3HUKIB G/ CIPOLLEHHS
MOHITOPVH2Y MAPKeTMH20BOI Gis/IbHOCTI, LU0 §O3BONNTH 3MEHLUNTH IHPOPMALIiiHe HOBAHTAXXeHHS! Ha yNPABAIHCbKMI TepCOHAN
i go3BO/NTD 3qiKicHIOBATYH BCebiuHe OLHIOBAHHS ePeKTUBHOCTI KOMIMEKCY MApKeTHH2Y.

Kno4oBi croBa: mMeHegxxMeHT, MAPKETUH2, KOMIMIEKC MAPKeTUHRY, IT-KOMNAHii, epeKTUBHICTb MapkeTuH2y, MOKA3HUKK
edeKTUBHOCTI.

Summary. Introduction. The article discusses the challenges of managing the marketing mix at companies operating in the
IT sector under the influence of digital transformation. It offers an understanding of the essence of managing the marketing
mix of IT companies and the effectiveness of marketing tools. An approach to assessing the performance of the marketing mix
management of IT companies has been developed, consisting of nine consecutive stages with the definition of the necessary per-
formance indicators. A comparison of marketing mix models is conducted, and the possibility of their application in the IT sphere
is evaluated. KPI indicators for IT companies are structured into four groups: financial, marketing, product, and customer. The

feasibility of using composite indicators to simplify the monitoring of marketing performance is justified.

Purpose. The goal of the study is to analyse modern approaches to marketing mix management adapted to the digital envi-
ronment and to justify a KPI system for evaluating the performance of marketing mix management in IT companies.

Materials and methods. The study uses theoretical and practical achievements of Ukrainian and foreign scientists in the
field of marketing management. Methods of comparison, theoretical analysis, and synthesis were used to identify problematic
issues that remain unexplored and to provide theoretical and practical recommendations that can be used to optimise market-
ing management and justify a KPI system for evaluating management effectiveness.

Results. The study analysed marketing mix models and identified the most relevant models for IT companies. An approach to
evaluating the effectiveness of IT companies’ marketing mix management was proposed. Key performance indicators for IT compa-
nies were systematised. The feasibility of using composite indicators for simplified monitoring of marketing performance is justified.

Discussion. Further research should focus on improving the composite indicators to simplify the monitoring of marketing
activities, which will reduce the information load on management personnel and allow for a comprehensive assessment of the

effectiveness of the marketing mix.

Key words: management, marketing, marketing complex, IT companies, marketing effectiveness, performance indicators.

I'Ioc'ranomca npo6semu. CyuacHi yMoBU (yHK-
mionyBauusa komnasii [T-chepu xapakrepusy-
OTBCA IIBUIKUMU TEXHOJIOTIUHUMU 3MiHAMU, BIUCOKOIO
KOHKYPEHIIII0 1 3pOCTAI0UNMU OUKYBAHHAMU KJTIEHTIB
IIIO10 AKOCTI MU(PPOBUX NPOAYKTIB 1 IIOCIIYT. YIIpaB-
JIIHHA KOMILIEKCOM MapKeTHHTY 3 OJTHOTO OOKY, TIepe-
6auae 30cepeKEeHHA Ha MPAKTUYHUX PIIlIeHHAX 1010
IIIHOYTBOPEHHA, MU3aNHY IIPOAYKTY, KaHAJIB 30yTY,
KOMYHIKAIIAX 31 CIIOXKMBAYaMHU, a 3 1HIIIOr0 — Mae Bif-
TOBITATA BUKJIUKAM IU(POBOTO BILJIUBY HA Oi3Hec-
IIPOIIECH, TIOIMTUPEHHI0 XMAPHUX TEXHOJIOTIH, POSBUTKY
HITYyYHOTO iHTeJIeKTy ToIo. [locTae HeoOXigHICTEL afar-
Talliil TPaaUIiHHIX MogeIeil KOMILIEKCY MapKeTUHTY
o crieru(iku 1Tr()POBOT0 CEPEIOBUIIA, 8 TAKOK ITOIIYK
1 po3pobKka 0OT'PYHTOBAHUX ITI/IXOAIB JI0 OI[IHIOBAHHA
edeKTUBHOCTI MapKeTUHT0BOI misyibHoCcTI IT-KoMmamiii.

Anatiz ocTaHHIX HOCIIIIKEeHDb 1 myO/IiKaImii.
3HauHUI BHECOK B IHTErpaIlit0 HOBUX TOCATHEHb ITH(]-
POBOI €KOHOMIKM B YIIPABIIHHA MAPKETUHTOM POOUTH
3. Besxxopcepkuii [1]. BiTunsuani mocmigamir O. Bunorpa-
moBa, H. JIpokina [2] B 3amporioHOBaHiIl MOJiesIi KOMII-
JIEKCY 1HTErpOBAHOTO 1HTEPHET-MAPKETUHTY T0IAI0Th
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eJIEMEHTH, AKI 30cepeKeH] Ha JOBipi CIIOKMBAYIB Ta 3a-
xucty gaaux. I. M. I'pumenxko, 1. M. ITkona [3] pobnaTs
AKI[EHT Ha CKJIA/IOBUX, 1[0 JO3BOJIAIOTE 3aJIyUUTH ay/IU-
TOPiI0 Ta 3a0BOJILHUTH iXHI 0UiKyBaHHA B IHTEepHeTI.
1.d. Kynuusk, C. B. Basapko [4] BHOKpeMITIOIOTH YaCTKO-
Bl TIOKA3HUKH [IJIA OI[IHIOBAHHA e(DeKTUBHOCTI KOMILIEKCY
maprerunry. F0. T. Menenuyx [5] gia 06’ ekTHBHOT OITiH-
KM eheKTUBHOCTI MAPKETHUHTOBOI TisIJTBHOCTI HATOJIOIIIYE
Ha OL[IHIII peaJIisallil yIIpaBIiHChbKUX (DYHKIIIH, [0 CTO-
CYIOTBCA 3aCTOCYBAHHS MAapPKETUHTOBUX 1HCTPYMEHTIB.
C. Kyuyx [6] anastisye KOHITEIIITif0 I POBOTO MAPKETHH-
Ty, CKJIJTOB1 AKOI [JO3BOJIAIOTH B3AEMOMIIATH 3 ayTUTOPIEI0
1 MiITPUMYBATH T0BrOCTPOKOBI 30008 A3aHHA.

Pazom 3 TuM 3asuiiamTbCsa He BUPIIIEHUMH IIPO-
0JIeMHI TUTAaHHSA IIONTYKY OIITUMAaJIBHOI MOJIEJIi yITpas-
JIIHHA KOMILTeKcoM MapkeTuHry IT-koMmmaniii i3 3acto-
CyBaHHAM IU(PPOBUX TEXHOJIOTIH, a TAKOXK PO3POOKA
aJaTnTOBAHOI CUCTEMU TOKA3HUKIB [JIA OI[iHIOBAHHS
e(peKTUBHOCTI YIIPaBIiHHA MAPKETUHTOBUM KOMILIEK-
com IT-kommiaHiii.

MeToI0 cTATTi € aHAI3 CyYaCHUX KOHI[EII[ii
VIIPABJIIHHA KOMIUIEKCOM MapKeTHHTY, aJalTOBAHOT0
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10 YMOB () POBOTO CEPEqOBUINA i OOTPYHTYBAHHA
cucremu KPI miis omiHky e(heKTUBHOCTI yIpaBIiHHA
MapKeTUHIOBUM KoMiutekcoMm I T-komriiamiii.

Buxisan ocHoBHOro marepiainy. Crimpanunch
Ha JI0CJTJPKeHHA BUeHUX [7] MU po3dyMieMo ypaBIiHHA
koMmILiekcoM MapreruHry IT-kommawmiit, AK 1iecops-
MOBaHUU BILIUB Ha cucreMy Mapketuury I'T-kommanii
i3 3acTocyBaHHAM e()eKTUBHUX MaPKETUHTOBUX 1HCTPY-
MEHTIB 3 MeTOI0 30UTbIIIeHHA KOHKYPEeHTHUX II€PEeBar,
OiATPUMEKH IIPUOYTKOBOCTI 1 3MIITHEHHSA JOBIOCTPOKOBUX
BiiHOCHH 3 KJTieHTamMu. B ymoBax nudposux Tpancdop-
Marfiii e()eKTUBHICTb TAKUX 1IHCTPYMEHTIB POSLINPIOETh-
CA1 13 BIIPOBAKEHHAM HOBUX IM(POBUX TEXHOJIOTIH, 110
TMOCTYTIOBO BUTICHAIOTH TPAAUIIiliHi MmeToqu [8].

Taxk, sHaunux TpaHchopMarliii 3a3Haia KJIacuyHa
mopess 4P (Product (toBap), Price (tiza), Place (micre),
Promotion (ripocyBanus) [9], 1110 TpoTATrOM IeCATUIIITE
sasuinanaca 6a3oBUM iHCTPYMEHTOM MapKeTUHTOBO-
ro TUIaHYBaHHA. 3aBOAKU (P POBIZAIlil POSIMIUPUIINC
MOKJIMBOCTI 1A cKJIagoBoi Product (ToBap): 3’aBuimcsa
HOBI (hopMU IPOAYKTIB i MOCIIYT, HOBI TEXHOJIOTII {O3BO-
JIAI0TH 30MPaTH I aHATIZyBATH BEJIUKI 00CATHU TaHUX.
Sminnnucsa migxoau a0 popmyBauuA Price (1iinm): Bif-
CTEKyBaHHA IIIHOBUX TE€H/IEHIIIH, OIITUMI3aIliA IIiIHOYTBO-
PEHHA COPUAITH 3HIKEHHIO BUTPAT 1 3a0e3IIeueHHI0
iHoBoil KoHKypeHirii. Place (Miciie) posimproerbes 3a pa-
XYHOK BUKOPUCTAHHA ITA(POBUX TLTIATHOPM [JIA TTPAMUX
IPOIaKiB 1 KOMYHIKAIIii 3 Kirienramu. Promotion (11po-
CyBaHHS) BIIOCKOHAJIIOETHCA 13 3aCTOCYBAHHAM 1HTEPaK-
TUBHUX 1 TIEPCOHAJTI30BAHUX MiAXO0IiB, [0 CIIPAMOBAHIL
Ha 3aJJ0BOJIEHHA iHTepeciB 1 moTpebd croskuBauis [10].

3. BerxoBCchKMIT TPOIIOHYE HOBY MOIeb, KA ajarl-
Tye KJIACHIHUN Miaxig 10 udpoBux 6isHec-peastiit [1].
Crmagosumu Mogesni 3P € Product (mpomyxr), Platform
(utargopma), Place (micrie). ITosurria Product — aB-
TOP HATOJIOIIYE, 10 Iie PyHIaMeHT MO/IeJIi, ajie Termep
JIOTIYHO OKpPiM (PiSUYHUX TPOAYKTIB BKIIOUUTH q0 Hel
# 1M POBI TPOAYKTH, KOHTEHT Ta OHJIAWH-IIOCIYTH.
Platform — npuxoguts Ha 3aminy Tpaauiitinomy Place
1 BJKe He € MPOCTO KAHAJIOM JIJI PO3IIOBCIOIIKEeHHA
MIPOAYKTY, & € HEBI €eMHUM KOMIIOHEHTOM CTBOPEHHSA
HiHHOCTEH 1 3aJlyyeHHA KJIieHTiB. Promotion Tako:x
30epiraerncsd, ajie BiKe y CyJYacHOMY BUIVIAMI I iHTerpye
TPAgUIIiHI Ta IUPPOBI METOAU Ha PUHKY.

ITomo momesti 4C, To I'. Jlaxi6i [11] BBaskae, 110
y 8B’'ABKY 13 MMPUCKOPEHHAM TEMITY JKUTTS CIIOKHUBAUl
CTAIOTh OUTBII AaKTUBHUMU, ITPOIH(OPMOBAHUMHY 1 MOJK-
JIMBICTH MOJIEJIi aIalITyBaTUCA caMe Tif] MoTpe0u KJTieH-
TiB € BUBHAYAJIBLHOI0. Price pos3rianaeTbea AK [IHHICTD,
a He AK IHBeCTUITIA qJIA OTPUMAHHA BUTOaH, a Product
cTae OLTBII MOCTYITHUM 1 3aBAAKN MOCTIHHOMY CITLJIKY-
BaHHIO 13 CIIO}KMBaYaMM caMe THM, 10 iM moTpibeH;
Promotion saBmsakn 11 poBrM TEXHOIOTIAM CTAE OLIIBIII
3PYUHUM 1 CyUacHUM.

O. Bunorpamosa, H. Hpoxina [2] B momesi inTe-
rpoBaHoro intepuer-mapkeruary 2R2C2S2 ckmamo-
BUM KoMmoHeHT Product posmmupooTs HaCTyTHUMEI
ejieMeHTaMU: OHJIAMH-TIPOAYKT; KOHTEHT; qu3aliH;
3PYUYHICTh BUKOPUCTAHHSA; ACOPTUMEHT; KOHQIryparii;
IHCTPYMEHTH IJIaHyBaHHA. Promotion aBTopu mporio-
HYIOTb 30CEPEOUTH OKPIM TPAOUITIHHUX 3amad, Ha (op-
MyBaHHI JOBipH HA OCHOBI e)eKTHUBHOI B3a€MO/Iil BU-
poOHUEKA i crroskrBaua. B kommonenti Place BasxiuBocTi
HalyBae MIPaBUILHO 00paHa TOYKA KOMYHIKAITii 3 1150~
BOIO ayqUTOPi€I0, KA Mae OyTu 6e3MeYHOI0 1 3PYUHOIO.

B cBor uepry, eBoJTIOIiA MAapKETHHIOBUX 1HCTPY-
MEHTiB BUMarae i rajryseBoi agarrartii [12]. JisssHicTh
rommadiit IT-cdepu ependauae po3poOKy pisHOMAHIT-
HOT0 ITU(POBOTO IIPOAYKTY, IIPOTPAMHOT0 3a0e3meUeH-
HA Ta HaJaHHA KOHCYJIBTAIIIH 1 TEXHIYHOI MiITPUMKH.
Ile BupisHsae MmapkeTHHTroBy miaabHicTb [T-KoMnIaHii
Ha (PoHi IHIINX 32 PAXyHOK TAKHX 0COOJIMBOCTEIL: cIie-
nupiunicrs IT-nmpoaykTy; HIBUAKICTD TEXHOJIOTIUHUX
amiH IT-cexkTopy; 3pocratoua KoHKypeHIiA IT-puHKy;
MinnuBicTh puHKY I T-TpeHAiB; 3aIesKHICTD Bi/T BIIpOBa-
mrenHA IT-inHoBaIi; io6anizarmia pusky [T-ociyr;
3pocrarpua rudposisaiiia KoMmyHikarii [13].

TTopiBHAHHA MoEsIel KOMILIEKCY MAPKETHHTY 1 IXHE
sacrocyBanusa B IT-cepi mpenacrasieno B Tabdsuri 1.

1106 oriHuTH e(PEeKTUBHICTD YIIPABIIIHHA KOMILICK-
COM MAapKeTUHTY ITPOIOHYEMO aJITOPUTMIUHUH ITiAXIiT,
AKNN MOKe CKJIQATUCA 3 eB ATH [IOCIIM0BHUX eTAalliB:

1. @opmysiroBaHHA MApPKETUHTOBUX IIiJiell Bigmo-
BIJTHO 110 3araJibHOI KopropaTuBHOI crparerii. Llimi
nosuHHI Bignosigatu SMART-TexH010r11 ITOCTAHOBKN
mistedt (KOHKpPeTH1; BUMipIOBaHHI; TOCAMKHI; peJIeBaHT-
Hi; BUSHAUEHI B 4aci) i 0yTH ITOBHICTIO IHTEIrPOBAHUMU
B KOPIIOPATUBHY CTPATETIIO.

Tabnuuya 1

IopiBHAHHA MOaeIe KOMIUIEKCY MAPKETHHTY

MapxeTuHrosa MogeJib

Cki1amoBi ejieMeHTH

HNwmosipHicTs 3acrocyBanusa B IT-chepi

Product, Platform, Promotion

4P Product, Price, Place, Promotion Ob6merkeHa, He BpaxoBye cruenuiky nudposisalrii
4C Customer Value, Cost, Convenience, .
. Bucoxka, BpaxoBye moTpedu KiieHTa
Communication
3P Bucoka, opienTaliia Ha CTBOpeHHA I[IHHOCTEH [J1s

KJIieHTa

2R2C252

Synergy & Scope.

Personalisation & Privacy, Personnel & |[ly:xe Bucoka, 3a paxyHOK 3pyYHOCTi y BUKOPHC-
People, Customer Service, Community, | TauHi i HaIiJieHoCcTI HA TOTPEOU KJIieHTA 1 agari-

TOBAHOCTI /10 iHTEPHET-CEePeI0BUIIA

Jrcepeno: ysaranbHeHOo aBTopamMu Ha ocHOBi [1; 2; 11; 12; 13]
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2. Busnauenus KPI ta kpurepiiB oriHtoBauHA. [{jia
IIHOI'0 BAPTO 00PATH IIOKA3HUKHN, cepel AKNX (PiHaHCOBI
(ROI, ROMI, o6car mpomaxis) Ta HediHaHCcoBi (3a/10-
BOJIEHICTh KJTIEHTIB, JIOAIBHICTD J0 OpEeHy, BiIIaHICTh
KJIi€HTa).

3. AnaJtia MapKeTHHI0BO1 qIAJIBHOCTI, 1110 TIOBUHEH
BPaxoBYBaTH:

— aHaJIi3 BHYTPIIIHLOTO CepeqoBUIIA (TTIepcoHa, Map-
KeTHHTOBA MOJIITHUKA, IIIHOYTBOPEHHSA, OpraHisaliiiHa
CTPYKTYpa);

— aHaJIi3 30BHIITHLOTO cepenoBuina (MaKpoeKOHOMIUHL
YUHHUKU, KOHKYPEHTH, CII0}KUBAYl, TEXHOJIOTIUHI
TEeHIEHIII);

— indopmarriiiny 6asy (inrerparmia gaaux 3 CRM, ERP,
BI cucrem, a Takox BeO- 1 IPOIYKTOBA aHAJIITAKA).

4. Tlig6ip i TecTyBaHHA CHCTEM OI[IHKU pesyJIbTa-
THUBHOCTI.

5. 3acrocyBaHHA METO/IiB 00POOKU MaHUX i3 BUKO-
PUCTaHHAM IHCTPYMEHTIB 6i3Hec-aHAJITUKN Ta MOMe-
Jiel MallIMHHOTO HABYAHHSA QJIA TPOTHO3YBAHHA TTOBE-
MIHKJ KJII€HTIB.

6. IaTepriperartiisi pe3yabTariB i MOPiBHAHHA (ax-
TUYHUX Pe3yJIbTATIiB i3 MPOrHO30BAHUMU a00 HAMKpa-
IUMU TPAKTUKAMHA.

7. KopuryBaHHsa MapKeTUHTOBUX CTPATETIH 1 po3po0-
Ka YIIPaBJIiHCHKUX PillleHb 3a pe3yIbTaTaMu aHaJisy.

8. BripoBamxeHHA MeXaHi3MiB OpraHi3aIliifHOro HaB-
YaHHSA Ta 3BOPOTHOTO 3BABKY.

9. O1iHKa JKUTTEBOT0 LIUKJLYy MAPKETUHTOBOTO IIAHY
3 PEryJIApHUM MEePEemIAIOM aKTyaJIbHOCTI MapKETUHTO-
BO1 [iAJIBHOCTI 1 TTOCTiliHE KOPUTYBAHHA 1 OHOBJIEHHA
IJIaHY BIATIOBITHO JI0 3MiH HA PUHKY.

3asHaueHU TigXifd 40 OI[IHKHU ITpeacTaBJIeHUId
Ha Pucynky 1 i mo0ymoBaHU HA OCHOBI aHAJII3y HAy-
KOBUX mxepedt [5] [4].

Taxkum unHOM, aJTOPUTM OIIHKN e€(EeKTHBHOCTI
YOpaBJIIHHA KOMILIeKcoM MapkeTtuHry IT-kommawii
posTIAgaeTbCcA AK MUKIIUHUN 1 JUHAMIYHUN HPO-
mec, mo Iepenabdavyae MOCTIHHY aganTalliio g0 3MiH
BHYTPIIIHBOTO 1 30BHIIIHBOTO CEPEIOBUIIA. Y CBOIO
Yepry OILiHKA e(DEeKTUBHOCTI yIPABIIIHHA KOMILIEKCOM
MapKeTUHTY ITOBUHHA I'PYHTYBaTHUCA Ha BiAIIOBITHUX
MOKa3HUKaX e()eKTUBHOCTI, B TOMY YKCJIi (PiHAHCOBUX
TMOKa3HUKAaX.

¥ cdepi IT-mocayr Ta po3poOku IIporpaMHoro 3ades-
TeYeHHA OCHOBHI IIJTI KOMOAHIN Ta X MapKeTUHTOBi
3YCUJLJISA OKPiM 30CEPEPKEHOCTI Ha CTBOPEHHI CTa61Ihb-
HOT0 ITpUOYTKY aKIIEHTYITh YBary Ha 3aJIy4eHHI HOBUX
KJIIEHTIB 1 3MeHIIIeHH] BIATOKY IIOCTIMHUX KJTI€HTIB.

Crmparounichk Ha mociimxenus [14, 15, 16] cTpyk-
TypoBaHo nokasuuku KPI nia komnawii, mo npa-
mi00Th B cdepi IT 3a worupma rpymamu: QiHaHCOBI,
MapPKEeTUHTOBI, ITPOIYKTOBI, KJTIEHTCHKI 110 BiqoOpaskeHi
B TabJInIl 2.

BopgHouac BapTo 3a3HaYNTH, IO TAKA BEJIMKA KiJTb-
KiCTh IOKA3HUKIB 1 IXHIill aHAJTI3 MOYKe CTBOPUTH TT€BHI
HE3PYUYHOCTI: IIPOLIeC CTa€ TPOMIBIKUM, YacTo Heedek-
TUBHUM 1 IT€PEIIKOPKAE TPUMHATTIO PillleHb.
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<DopMY.TIOBAHHS MAPKETHHIOBHX Kitei
B{JMOBITHO 70 3arabHOI KOPIOPATHRHOT
croareri

1

Po3pofKa MapKeTHHIOBHX CTpaTeriit i
TaKTHYHHEX il

Busnagenns KPI ta kpuTepiiB
ONiHIOBAHHSA

| |
HedinaHCOBI METPHKH
(3320BOIEHICTH KITIEHTIE,
JOSIBHICTS 10 OpeHay,
JOBIYHA IIHHICTH KTi€HTA)

D1iHAaHCOB! OK2a3HHKH
— (ROI, ROMI, o&car
NPOJAKIE)

AHa.1i3 MapKeTHHIOBHX aKTHBHOCTel

[ I
|—| BHyTpimHeE cepeOBHIIE Iadopmaniiina asa ]
IlepcoHamy MaKpOEKOHOMIYHI THHHHKH,
MapKeTHHI OB ITOJIITHKA, Komnxypentis
Llisoy TBOpeHHA CrnoxuBauis )
Oprasizamiifaa CTpYKTypa TexHOIOr19H TeHIe Il
B1adi1p 1 nu1oT Hi

TEeCTYBaHHA CHCTEM
BHMIDIOBaHHA

| Tax

3acTocyBaHHS MeTOAIB 06POOKH JaHHX

|

IaTepnperanis pe3y IbTaTiB

I

KopHryBaHHS MADKeTHHIOBHX
cTpaTeriii i TAKTHYHHX Jiil

I
BnpoBagxeHHS MeXaHi3MiB opraHizanii-
HOro HABYaHHS Ta 3BOPOTHOIO 3B'A3KY
|
OniHKa KHTTEBOr0 MHKIY
MapKeTHHI0BOT0 IIaHY

Puc. 1. Asroput™m OIiHKN e(DEeKTUBHOCTI yIIpaBJIiHHA
KoMIIekcoM MapkeTuHry I'T-kommaniin
Jrcepeio: po3pobiieHO aBTOpaMu Ha OCHOBI [4; 5]

Cyuacwi mocirimkenss [17] Takosx Bce uacritie mpo-
THOHYIOTh BUKOPUCTAHHA KOMIUJIEKCHUX ITOKA3HUKIB, AK1
TOJIETIIYIOTH AHAJTITUKY, HEOOXITHY /1A CTPATETIUHOT0
MeHEPKMEHTY B c(pepi MapKeTHUHTY.

BucHOBKH i IepCeKTHBH MOJAJIBIINX TOCJIi-
IKeHb. TakuM uuMHOM, aHAJI3 MofeJiell KOMILIEKCY
MapKeTUHTY T03B0JisAe peKkoMeHayBatu [ T-koMmiaHiaAM
ONTUMAJIBHI MOMEJTi, 110 TIOEHYIOTh B CO01 BAYKIUBICTH
CTBOPEHHSA IIHHOCTEH IS KJTI€HTIB, 3DYyYHICTh ¥ BUKO-
PUCTaHHI 1 aIanTOBAHICTD 10 ITU(POBOTO CEPEIOBUIIIA.
3arponoHOBAHUIA ITiIXI/ IO OI[IHIOBAHHA e(DeKTUBHOCTL
KOMILJIEKCY MAapKEeTUHTY, 1[0 CKJIaTaeThbCA 3 B ATH
eTarriB, 1ae 3MOTY BpaXOBYBaTH I1i 0COOJIUBOCTI, 3MiHHI
BHYTPIIITHLOTO 1 30BHIITHLOTO CEPEIOBUIIA.

ITomasteIt HAyKOBI ITOIITYKH BOAYa€EMO y BIOCKOHAJIEHHL
KOMILIEKCHUX TOKA3HUKIB JJIA CITPOIIEHHA MOHITOPUHTY
MapKeTHHTOBOI TiAIbHOCTI. 1e cipusaTrMe mokpalieHHo
TIPOIIECIB YIIPABIIHHSA KIIEHTCHKIM JT0CBIIOM Ta 3MiITHEH-
HIO KOHKYPEHTHUX TIO3UIII KOMIIaHIN HA PUHKY.
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Cucrema KPI s ouinku eheKTHBHOCTI ynipaBiaiHHA KOMILIeKCcOM MapkeTuHry IT-kommani
noggg;;min KPI dDopmyna/Meron BUMipIOBaHHSA Ilmg:;ssr]gaz‘;;;i HA
ROMI (ég:fsgleir(;i(;)a;lo Revenue — Marketing Costs) / Marketing >130%
] ) CAC Total S&M Expenses / New Customers Industry-specific
Pinancosi Churn Rate Customers Lost / Starting Customers x 100% <2% (monthly)
CLV ARPU / Churn Rate Industry-specific
MRR/ARR Y(Subscription Price x Customers) Stable growth
MapkeTuH- Conversion Rate Conversions / Visitors x 100% 2-5%
roBi Share of Voice Brand Mentions / Category Mentions x 100% >market share
Feature Adoption |Active Users of Feature / Total Users x 100% >40%
IIpomyxroBi DAU/MAU DAU / MAU x 100% >40%
Bug Resolution Time | Avg. time from report to resolution <24h critical
NPS % Promoters — % Detractors >40
Kirienrcski CRR (End Customers — New) / Start x 100% >85%
CSI Weighted average satisfaction score >4/5

Jcepenio: yaaraabHeHO aBTopamMu Ha ocHOBI [14; 15; 16]
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