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AHoTalifA. Po3enanymo Kuou06i Mooeii, AHanimudni Mempuxkyu ma iHCmpymeHmuy MapKemunzy yugposux npooykmis i
SaaS-cepsicie, wo 3abesneyyiomsv YnpaeniHHi NIONUCHOK) EKOHOMIKOI0, NOGEOIHKOK KOPUCTY8auis, epheKmusHicmb
3a/1yUeHHs1 KIIEHMIG [ Cmilike 3p0CMAHHI YUPDPOBUX CepPBICIs.

Kuarouosi cioBa: maprxemune yugposux npodykmis;, SaaS; RIORUCHA MOOelb, MAPKEMUHZ08L MEMPUKU, NOBEOIHKA
KOpUCMYy8auis, KO2OPMHUU AHAI3.

SaaS Product Marketing: Analytical Models and Growth Management Metrics

Abstract. The paper considers key models, analytical metrics, and marketing tools for digital products and SaaS services
that enable management of the subscription economy, user behaviour, customer acquisition efficiency, and sustainable
growth of digital services.
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VY cydacHOMy MapKeTWHTY TU(POBHX MPOAYKTIB (0COOMMBO SaaS) 3aCTOCOBYIOTHCS KiTbKa TEOPETHUKO-
METOOJIOTTYHUX MOJICIICH, 110 IOTIOMaralTh CHCTEMHO aHali3yBaTH NUIAX KJII€HTa, ONTHUMIi3yBaTH MPOAYKT 1
3abe3revyBaru 3poctanHs. HaiiBaxxnmusimii 3 Hux: Pirate Metrics (AARRR), mogens REAN, Jobs-To-Be-Done
(JTBD) ta Community-Led Growth (CLG).

Pirate Metrics («miparchbki METPUKH» Bil XapaKTEpPHOTO 3By4aHHs abpeBiatypu AARRR) — 1ie KinacuvHa
II’SITH eTallHa MOJIE/b aHaji3y MOBEIHKU KJIIEHTIB, 3amponoHoBaHa inBectopoM JI. MakKirropom y 2007 p.
Mogenb Tpymye KIIH040Bi HOKA3HUKH 3a CTaIisIMH )KUTTEBOTO LIMKITYy KOpUcTyBada: Acquisition (3ayueHHs) —
SIK KOPUCTYBadi J[I3HAIOTHCS MPO MPOAYKT 1 MPUXOIATh Ha calT abo B momartok; Activation (AKTuBaris) —
nepuid MO3UTUBHAN N0CcBif; Retention (Y TpuMaHHs) — TOBEPHEHHS KOPUCTYBa4a, TIOBTOPHE BUKOPUCTAHHS
cepsicy; Referral (Pedepany) — konm 3am0BONIEHHMH KOPHCTYBad PEKOMEHAYE IMPOAYKT iHmNM; Revenue
(Hoxim) — MoHeTH3aIlisl, KO KOPUCTYBad TIOYHMHAE TIATUTH 32 MPOAYKT [1].

[le omHuM cygacHUM Mixo0M € Mojiesib REAN, 1110 onucye NOBHUM NUISAX KJIIEHTA BiJI IEPIIIOTO KOHTAKTY
10 JIOSUTBHOCTI. AOpeBiatypa posmudpoByeThes sik Reach (Oxomenns), Engage (3amyuenns), Activate
(AxtuBanist), Nurture (Ilintpumka). Becs nmukn REAN crpsmoBanuii Ha Te, m00 KOMIIaHis €(QEKTHBHO
KepyBaJia KOXXHHM €TaroM IUIAXY KIII€HTa, He 3yNUHSIIYNCh Ha KOHBEpPCIi, a MPOJOBXKYIOUH pOOOTY Haj
YTPUMaHHSAM Ta MOBTOPHUMHU MpoJakaMu [2].

Mopnens REAN oco6nauBo WiHHA Ui CTPATeriyHOrO IJIAHYBaHHS AiDKUTAN-MAapKETUHTY, OCKIUIBKU
3a0e3revye KOMIUIEKCHUH TIOTIISA: Ha BiAMIHY Binx TpaaumiiiHux moaeneii REAN oxormttoe i mocTpogaxHy
¢a3y Nurture (yrpuMaHHs), sika KpUTHYHO BXKJIMBA JIIS T AMCHUX cepBiciB. Iy SaaS-0i3Hecy 3aCTOCYBaHHS
REAN o3Havae, m10 KOMaHOy MapKeTHHTY 1 CYNpPOBiZY KII€HTIB MPALIOIOTh CHUIBHO: 3ay4aloTh SIKICHY
ayAUTOPiI0, aKTUBYIOTH ii Yepe3 OE3KOIUTOBHI MPOOHI Mepionn 4u AeMo, a Aajl IJIeKaroTh CTOCYHKH Yepe3
HaBUYaHHS, BUCOKUI PIBEHb CEPBICY Ta PEryNsipHY KOMYHIKAIli{0, MiBUIIYIOYM JOBIYHY IIHHICTH KJI€HTa
(LTV) [2].

VY mapkerunry SaaS minxin JTBD nonomarae BusBuTH, SIKy came npoojaeMy KIIEHT parHe BUPIIATH 1 sIKi
pe3yNbTaTH U HhOTO BaXIKBi. 1le BIuMBae Ha MO3HIIIOHYBAHHS MPOAYKTY 1 IMOBIIOMJICHHS B KOMYHIKAIIisIX
3acrocyBanus JTBD crionykae 5o iHHOBamiii 1 TOHIIOTO CETMEHTYBaHHS PUHKY — MapKeTOJOTH Kpalile
PO3YMIIOTh, 3 KUM KOHKYPY€E iX MPOAYKT (L€ MOXKYTh OyTH ¥ HETHIIOBI KOHKYPEHTH, SIKi BUKOHYIOTh Ty camy
«po0OTY») 1 SIKi XapaKTepHUCTUKU CIpaBli BaxJWBI 11s1 kopuctyBada. s SaaS-komnaniii JTBD cras
METOJIOJIOTTYHOI0 OCHOBOIO TPH po3po0il QyHKIioHATY 1 TOOY/IOBI messaging-cTparerii: 3aMicTh Tepeltiky
oIl — OOIISIHKa BUKOHATH POOOTY KIIi€HTA IIBU/IIE, JEIIeBIe, 3pyJHine [3].



Ha nmomauy mo Product-Led Growth, Oararo ycmimHuxX SaaS-koMIaHiidi 3ampoBaKyIOTh ITiIXi
Community-Led Growth (CLG) — cTparerito, 3a sSIKOI0 CIIBHOTa KOPUCTYBAYiB CTA€ PYIIIEM 3pOCTaHHS.

Cythicte CLG nonsrae y ToMy, 1o KOMIaHisl HiJeCIpSIMOBAHO PO3BUBAE KOJIO aKTUBHHUX KOPHCTYBayiB-
€HTy31acTiB, sIKi T'€HEPYIOTh KOHTEHT, AONOMAaraioTb OAWH OJHOMY Ta MOMYJISIPH3YIOTh HPOAYKT. 3a
BH3HAYCHHSM BeHUypHOTo (hoHmy Bessemer, «cminmpHi pucn PLG ta CLG — me edektuBHe bottom-up
BrpoBapkeHHsT; CLG BUKOPUCTOBYE CHITY JIFOZCH /IS IPUCKOPEHHS 3aTy9eHHs, yTPUMAHHS Ta 3aJy4eHOCTI
KITIEHTIBY.

STP-monmens (Segmentation, Targeting, Positioning) — me KiIacHYHWN TPHOX €TAMHUM MIAXiT O
MapKeTHHTY, 10 (OKYCyeThCS Ha CeTMEHTalii pWHKY, BHOOpI IIIHOBHX CETMEHTIB Ta MO3WIIOHYBaHHI
nponykty min ix motpebu. STP-3acagy 3MiHIOIOTH OKyC 3 MPOAYKTY Ha KIII€HTA: 3aMiCTh yHiBEpCaJIbHOI
MPOTO3UIIT AT BCIX PUHOK OCBOIOETHCS Uepe3 Habip LITbOBUX MPOIO3UILIIH, alalTOBaHUX Mi KOHKpeTHI Jobs-
to-be-Done koxHOTO cermenty. Bimmosimao mo mnpuanumiBe STP, mns KoxHOTO OOpPaHOTO CErMEHTY
PO3POOISETBCS OKpeMa MaPKETUHIOBA CTpaTerisl (BKIIOYHO 3 BIACHUM «MapKETHHIOBHM KOMILIEKCOMY), LIO
Jla€ KOHKYPEHTHY TIepeBary 3a paxXyHOK O1IbIII TOYHOTO 33JOBOJICHHS TOTHTY.

Jua chep mocnyr Ta MUPPOBUX NPOAYyKTIB (B T. 4, SaaS) kimacuuny moaenb 4P Oyio posmmpeno mo 7P:
noxano People (mepconan ta B3aemomis 3 KiieHTamH), Process (mpomecw HamanHsa mociyrw) i Physical
evidence (¢izuuni abo undpoBi aTprudyTH, MO TIATBEPIKYIOTh SKICTh MOCIYTH). 3aPOBAIKEHHS X TPHOX
KOMITOHEHTIB OyIo 3anpornoHoBaHe bymcom i bitaepom y 1981 p. ciemianbHO U1t MapKETHHTY CEpBICiB, abn
BpaxyBaTH BHCOKY POJIb OOCITyTOBYBaHHS Ta HEMaTepiaJbHIX acleKTiB Y CIIPUHHSTTI IiHHOCTI [4].

VY mudpoBux cepBicax Ta MiINHUCHUX MOAENSAX SaaS IiHOYTBOPEHHS BUKOHYE He JuiIe (iHAHCOBY, a U
CTpareriuHy (QyHKIIiI0: BOHO BU3Ha4ae Oap’€pH BXOIY, KEpPye€ CETMCHTAIIEI0 KII€HTIB, CIPSIMOBYE iXHIO
MOBENIHKY Ta (JOpMy€e JOBrOCTPOKOBY peHTalOenbHicTh. Ha BimMiHy Bim TpaaullifHUX TOBapHUX PUHKIB, /e
[[iHa € Pa30BOI0 TPAH3AKII€I0, Y MIMUCHUX CEepBicax BOHA aKTyali3ye MOBTOPIOBaHICTH noxofdiB Tta LTV-
KepoBaHy ekoHoOMiky. [limmucHa mopens n03Boisie OyayBatu nepenbauyBany Bupyuky (MRR / ARR) rta
OpIEHTYBATHCS Ha IOBTOCTPOKOBY IiHHICTH KiieHTa (LTV), 1m0 € Ki1Fo9oBUM MPHHIUTIOM SaaS-eKOHOMIKH.

ExoHomiuHa edekTHBHICTH SaaS-Mofelli 3HAYHOK MipOI0 3aJ€KHUTh BiJl TOTO, HACKUTBKU YCITIIITHO
KOMIIaHig TO€AHYE MEXaHi3MH MOHeTH3alii (subscription, usage-based, freemium) 3 ympaBIiHHSIM
MPOAYKTOBUM JIOCBIJIOM, YTPUMaHHSM KIII€HTIB 1 PO3BUTKOM CEpPBICHOI CKJIQJ0BOi. TakuM YHHOM,
ninoytBopeHHs B [ T-iponykTax € He nutie (iHaHCOBOIO OIEPAIli€lo, a eIEMEHTOM CTPATETiYHO1 CHCTEMH, 110
00’ €JJHy€ MapKETHHTOBI, POAYKTOBI Ta omepamiiHi pimeHHs [5].

B ynpasniaai SaaS-0i3HECOM KIIFOUOBUM 3aBIaHHSAM € KOHTPOJIb ONIEPAILiHHAX METPHK, 1110 BiJI0OpakatoTh
SIK €(heKTUBHICTh 3aJTy4YeHHS HOBUX KITI€HTIB, TaK i IXHIO JOBTOCTPOKOBY €KOHOMIUHY IIHHICTb YIS KOMITaHii
[5].

Onniero 3 ocHoBHUX MeTpuK € CAC (Customer Acquisition Cost) — MOKa3HUK BAPTOCTI 3aTyUeHHSI KIIIEHTA,
SIKUI PO3PAXOBYETHCA SIK CYKYITHI BUTPATH Ha MapKETUHT Ta 30yT, MOIIeHI Ha KUTbKICTh HOBUX KIIIEHTIB 32
nesHuii nepiox [5]. CAC BukopuctoByeTbes 1uia ouiHkd ROI mapkeTnHrosux akruBHoctei: Hu3bkuii CAC
CBITUUTH PO €(PEKTHBHI KaHAJIM 3aJIydeHHs, TOI SIK BUCOKUH — MOXE CHTHAIi3yBaTH MPO MEPEBUTPATH abo
HEKOpEKTHHI BUOIp ayauTopii.

KommnemenrapHoto Metpukoro € LTV (Lifetime Value) — iHTerpanpHUMIl MOKa3HUK, IO BimoOpaxkae
CYKYITHUH JTOXi]l, SIKUI KOMIIaHisl O4iKy€ OTPUMATH B pO3paxyHKy Ha OJHOTO KJIi€HTa (B CEpelHbLOMY) 3a BECh
nepioj HOro akTUBHOI B3a€MO/IIT 3 IPOILYKTOM [5].

VY nmianucuux 6i3Hec-monensax LTV € KpUTHYHO BaXXJIMBUM ITOKa3HUKOM, OCKUIBKU JJa€ 3MOTY OLUHHTH
CTaOIMBHICTh Ta MEPCIEKTUBHICTH TPOIIOBOTO TOTOKY. B3aeMO3B 30k MeTpHK (hopMami3yeThcsl udepe3
crisigHomeHHs LTV: CAC, 1110 IIUPOKO 3aCTOCOBYETHCS K 0a30BHIA IHAUKATOP CKOHOMIYHOT JKUTTE3NATHOCTI
SaaS-kommanii. B iHmycTpii BBaskaeThes, mo 3n0pose cruiBBigHomenHs LTV:CAC cTaHOBUTH HE MEHIIIE HiX
3:1, TOOTO KJIIEHT Ma€ MPUHOCUTH YTpUUi OiJIbIIE TOXOMY, HI’K KOIITYE HOTO 3aIy4eHHS.

Takum umHOM, omnrtumanbHa auHamika CAC pasom i3 BucokuM LTV BH3Ha4yarOTh CTIHKICTH Ta
npubyTKOBicTh SaaS-0i3Hecy.

CAC Payback Period — kimroyoBa MeTpuka SaaS-eKOHOMIKH, IO MOKa3ye, CKUIBKA 4acy HeoOXigHO, abu
BaJIOBMI JI0X1]1 BiJl OHOTO KJIi€HTa (B CEPEAHBOMY) MOBHICTIO KOMIICHCYBAB BUTPATH Ha HOTO 3aJTy4CHH.

[podinkHi iHIYyCTpiadbHI OMISAN TOKa3yloTh, Mo kommaHii 3 PLG-ctparerieto (Product-Led Growth)
qacrime gocsraioTs kopormoro CAC Payback 3aBasiki BHCOKiM YacTui opraHiuHoro Tpagiky Ta MIBHIKIN
aKTHBallii KOpHCTyBauiB, Toai sK sales-led momeni IE€MOHCTPYIOTh TpHUBAIILI IHMKIM MOHETH3alii depes
OUTBIITY POJIb IEPCOHABFHUX MPOJAXKIB [6].



3 mo3uii pinancoBux inBectopiB, CAC Payback € ogHuM i3 HaliBayKIMBIIIKMX ITOKa3HKUKIB UNit economics.
Herin Ckok 3a3Havae, 110 KOMITaHii, siki [eMoHCTpyioTh cTadiabHui CAC Payback < 12 micsIiiB Ta MO3UTUBHY
nuHamiky NRR, OLIHIOIOTBCSI 3HAYHO BHWIIE, OCKIIBKH BBAKAIOTHCS 3AaTHUMHU 0 KalliTal-e(peKTHBHOTO
3pOCTaHHS HAa KOHKYPEHTHOMY PHHKY [5].

Koropranii anami3z € ¢yHZaMEHTaIbHAM METOJOM AaHANITHKH B Oi3HEC-MOAEISIX, M0 MependaqaroTh
TIOBTOPIOBAHI B3a€MOJii KOPHUCTYBAdiB i3 MpPOXYKTOM, 30KpeMa y SaaS-cektopi. Moro cyTs momsrae y
IpyIlyBaHHI KOPHCTYBaUiB 3a MEBHOIO CIIIEHOIO 03HAKOIO — HalyacTillle 4acoM Mepiioi B3aemMoii (acquisition
date) — Ta momaybIIOMy BiJICTEXEHHI iXHBOI TMOBENIHKH B YacoBOMYy po3pi3i. lle mo3Bonsie yHHKHYTH
CIIOTBOpPEHHS CepellHIX 3HaueHb Ta HATOMICTh aHAJI3yBaTH MMAaTepHU 3MIiHM aKTUBHOCTI Ta y4acTi KIIIE€HTIB y
MPOIYKTI, sIKi BiIOOPaKatoThCsI MO-Pi3HOMY JAJIs PI3HUX KOTOPT.

3rigao 3 metoponorieto CFI, koroprauii anamni3z nependadae MoAisl KOPUCTYBaviB Ha TPYNH 3a CHiUTBHUM
arpuOyTOM Ta TMOJAJIbIIle BUMIPIOBaHHS KJIIOUOBHX METPHK — YTPUMaHHS, MOHETH3aIlil, akTUBHOCTI — JIJIst
KOXKHOI 3 HUX Yy (pikcoBaHi yacoBi nepioau. Lle m03BoIsIE OIIHUTH, YM TOBOIATHLCS HOBI KOPHCTYBaYi Kpaiie
a0o ripuie BiJ MomepeaHix KOropT, a TAKOXK 3PO3YMITH, K 3MiHH y TIPOAYKTI a00 MapKETHHTY BIUIMHYJIH Ha
MOBEIHKY TIEBHUX TPYTI.

BusHaueHHS BHECKYy MapKETHHTOBHX KaHANIB y IU(PPOBOMY CEPENOBHII PO3YMIETHCA SIK aHAJITHIHHAN
Mpoliec, 3a JOTMOMOTOIO SIKOTO KOMIIaHisi BCTAHOBJIOE POJIb OKPEMHUX TOYOK KOHTaKTy (KaHaJiB, KamIaHil,
KpeaTHBiB) y AOCATHEHHI ITbOBOI ii — peecTparii, HTOKyIKH, MPomoBkeHHs mianucku tomo [32]. Ilo cyri,
TaKWii aHali3 BiNIMOBiJae Ha 3alUTaHHA, «IKi caMe B3a€MOMii 3 KOPUCTYBaueM peabHO TPHU3BEIH [0
KOHBEpCii», 1 TakKMM YHHOM TOE€IHY€ TAKTHYHI MOKA3HWKH KaMIlaHii (KIIKH, MOKa3u) 3 (iHAHCOBUMH
metpukamu Ha kmrtant CAC, LTV i CAC PP.

Husa 3pocranns SaaS-0i3Hecy (0i3HECY Ha OCHOBI MIAMHCKH) HENOCTAaTHHO MPABHIBHOI MPOAYKTOBOI
mozen (PLG, CLG) Ta 30anaHcoBaHOI FOHIT-eKOHOMIKH. He MEHII BayKJIIMBOIO € 1OOy/I0Ba CUCTEMH KaHAJIIB
3aJydeHHs] ¥ yTpUMaHHs KOpHCTyBadiB, iHTerpoBaHoi 3 BopoHkamu AARRR Ta REAN. V cyuacHomy
M pOBOMY MApKETHHTY TPaIUIiHO BHIUIAIOTH BiacHi (owned), turatHi (paid) Ta HanmpanboBHI / HaOyTi
(earned) menia; ixHe OoeTHAHHS (OPMYE «OMHIKAaHATEHUID MapPKETHHTOBHI KOMILIEKC, /e KOHTEHT, peKiiaMa
Ta CHUTBHOTH TPAIIOIOTh HA CHIUIBHI IJIi: 3aMy4YeHHs, aKTHUBAIlil, YTPUMaHHS Ta PO3MIMPEHHS KIIEHTCHKOI
6asu.
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