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®YHKIIOHAJIBHE TPUSHAYEHHS TA CTPYKTYPHA
OPTAHIBAIIS IHOOPMAIIMHOI TEXHOJIOI'TI AHAJII3Y TA
OBPOBKU JAHUX 111 MAPKETUHI OBOI KAMITAHII

BinaMIBKWIA HAI[IOHATHPHAN TEXHIYHUNA YHIBEPCUTET

Anomauin

Posensinymo knowosi npobaemu, AKi n06’s13aui 3 YHKYIOHYBAHHAM MAPKEMUH208UX IHCIPYMeHmMi6 ma cnocoou ix
BUPTUEHHSL 3 MEMOIO NOKPAWEHHS 83AEMOOTT 3 KIHYEBUM CHONCUBAUEM UWISAXOM PO3POOKU IHpopMayitinoi mexHon02ii, o
3abe3neuye weuUoKy, moyHy oOpoOKy ma ananiz 0aHux wjo bepyms yuacmse y OizHec-npoyecax.

KuarouoBi ciioBa: mapkeTuHr, aHaji3 Ta 00poOka gaHux, iHpopMaliiiiHa TeXHOJIOTis

Abstract

The key problems related to the marketing processes and ways to solve them in order to improve communicating with
customers by providing information technology improves fast processing and analyzing data which is used during business
processes.
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Beryn

CrorofHi cdepa MapKeTHHTY HEaOHMSIK aKTyalbHa B HACIIIOK IMPOIIECiB ri100aizaltii pisHuX cdep J0ACHKOi
nisTbHOCTI. LIINpOKHiA CTIEKTp MOCITYT Ta TOBAPIB A€ 3MOTY CITOKMBAYy B3AEMOIISTH 3 IOCTAYaIbHUKAMH, 10
MOXYTh 3HAXOJUTHCS Yy 1HIIOMY MICTi, KpaiHi Ta HaBiTh Ha IHIIOMY MaTepUKy. Yci Il MpolecH, Bij OYaTKy
CTBOpPEHHS TPOIO3UIlii, mommpeHHs iHpopmamii mpo Hel, oOpoOKHM 3amuTiB, MPONAXKY Ta JOCTABKH
CYMPOBOJIKYE OpraHi3aliiiina QyHKIIis, [0 HA3UBAETHCS MAPKETHHT.

TenpeHIlil pUHKIB 3MIHIOIOTHCSI PAa30M 3 PO3BUTKOM SIK TEXHIYHOT CKJIAJIOBOI JIFOJCHKOI JISIIBHOCTI, Tak 1
PO3BHTKOM CaMOTO CIIOKMBaua. Malo4u IUPOKHIA CTIEKTP Pi3HOMAHITHUX MTOCIYT Ta TOBapiB, Oi3Hec moTpedye
HOBHUX CTpaTeriil Ta iJieil JuIs Toro, SIK MPUBAOUTH KOPUCTYBada caMe JI0 CBOTO MPOAYKTY a TAKOXK SIK BUSBUTU
Ta CTBOPUTH T€, YOTO MOTPeOyE KOPUCTYBAY.

KoHkypeHTHEe Ta JuHAMIYHE CEpPEIOBHINE B3a€EMOJIIT 3 CIIOKMBAa4YeM INTOBXA€ Oi3HEC PO3BHBATUCS Ta
3a]y4aTd 70 CBOTO ()YHKIIIOHYBaHHS HOBI IHCTPYMEHTH, Cepe]l SKHX B TOMY YHCIi MOXKe OyTH MalldHHA
00poOKa JaHUX Ta BUKOPHCTaHHS HEWPOHHHX MEPEX JJIsi OUTBII JIETANBHOIO Ta Pi3HOILIAHOBOTO aHANI3Y
JaHux. TakuM 9iMHOM, OUIBII JeTalbHA KapTHHA MOTPeO CIOXKUBAYa JIA€ 3MOTY OTPUMATH BiAIMOBIIHO O1JIBIII
JeTajbHy KapTHHY MPOAYKTY, SKUH MOKHA CTBOPUTH.

Sk Hacmigok, sKicHa oOpoOka Ta aHaji3 JaHUX MOXYTh CTaTH KJIIOUYOBHMH B Ipolecax opieHTaii,
MOJIEIIIOBAHHS Ta peajizalii mpoayKTy abo MOCIyTH.

MeToro poOOTH € IPOEKTYBaHHS ACUIEBOT0 Ta MPOCTOTO MiX0Ly A0 MOOYI0BH MAapKETHHIOBOI CTpaTerii 3a

JTIOTIOMOTOF0 aHAI3y JaHUX B3AEMOJIIT 3 KITIEHTOM.



Pe3yabTaTu gociaixxeHHst

B pesynbraTi nocinimkeHs Oyio BUSBICHO, IO IS OTPIMAHHS KOPEKTHUX aHAJTITHYHUX Pe3yJIbTAaTiB,
Ha 0a3i KX MOXKHa MMOOYAyBaTH MapKETHHTOBY MOJIENb, IO 33J0BOJIbHSE TIOTPEOH MapKETHHTOBOL
KaMITaHii, TOTpiOHO PO3pOOUTH BiAMOBIAHUNA aITOPUTM 0OPOOKH Ta aHANI3y JaHUX, IO OYAYTh BIANOBIIATH
KpUTEpisSIM 00paHOTO CETMEHTY JIOCII[HKEHHS.

I1ix gac mpoeKTyBaHHS MPOTPAMHOTO MOJYJIS aHaJi3y Ta OOpPOOKHM TaHUX, TOYATKOBHUM €TaroMm Oye
BaJIiamis, mepeBipKa JaHuX Ha MpeAMeT HasBHOCTI yCiX HEOOX{THUX 3HAUYEHB JIJIs1 0OpaxyHKiB KIIFOUYOBHX
koe(irienTiB, a came:

- CPA (Cost Per Acquisition) — 3Ha4eHHs, 10 OMKUCYE BiJHOMICHHS KiJIbKOCTI PECYpCiB, 3aTy4eHUX
JIo TpUBaOJICHHS HOBUX KJIIEHTIB JIO KUTBKOCTI KIIIE€HTIB Ki Oy 3ainyderi. OfHE 3 KIIFOYOBHUX 3HAYCHB JIJIS
aHaJizy peHTabeNbHOCTI BAKOPUCTAHHS TIEBHOTO Pi3HOBHULY IHCTPYMEHTIB MPUBAOICHHS KITi€HTIB.

- CLV (Customer Life Time Value) — 3HaueHHs, 110 OMKCYE Bary KJIi€HTa B YMOBHUX OJMHUIISX,
SIKi BKJIFOYAIOTh B ce€0€ TPUBAJIICTh B3aEMO/IIT CEPBICY 3 KIIIEHTOM Ta MPUOYTOK, IKUH KITIEHT MPUHIC CEPRBICY.

- CAC (Customer Acquisition Cost) — 3HaueHHs, 1110 OMUCYE Yac, HEOOXIMHUHN T TOBEPHEHHS
BUKOPUCTAaHUX PECYpPCiB Ha Te, MO0 3aIy4nTH KIIIEHTA, BKIIIOYaE B cebe cepeHiil mpuOyTOK, KU 3100y THIA
3aBJISIKH B3a€MOIIT 3 KJIIEHTOM Ta CEPEIIHIO Bary BUTPAT KJII€HTA 3a OJAMHHUIIO Yacy (BiJ SKOT 3aJie:KaTHMe
METpUKa HeO0OX1THOTO ISl MOBEPHEHHS PECYPCiB Yacy, HalpUKJIal, MICAIIiB, POKIB, TOIIIO.)

- ROI (Return of investment) — ojHe 3 KIIFOYOBUX 3HAYCHB, K€ OMHUCYE KOSDIlliEHT MPUOYTKY
BiTHOCHO ITOYaTKOBUX 1HBECTHIIIM.

- LTV (Life Time Value) — 3HaueHHs, 110 ONKCYE XUTTEBUI MK B3a€MOIii CEPBICY 3 KJIIIEHTOM Ha
OCHOBI CepeIHHOT0 MPUOYTKY BiJ B3a€EMO/II Ta CepeHbOT KITBKOCTI OJIMHUIIL Yacy (MICSIIiB, POKiB, TOIIO).

Jaumi BinOyBaroThcs Kiaacudikaiis Ta o00poOKa TaHuX, Ha JAHOMY eTarli (OpMYIOThCS 3BITYIOUi
JiarpaMu Ta TOsICHEHHS, Ha 0a31 SIKHX MOYKHA POOUTH BUCHOBKH IS MAPKETHHIOBOT KaMIIaHii.

Takox, cepe MPOIECIB M0 BKIHOYAIOTHCS J0 aHATITHYHOT CIIPOMOXKHOCTI MOJTYJISl MOXKHA BUJTUTATH
HACTYITHI:

- CerMmenTaris CIIO)KHBayiB.

Mopneni cermeHTarii croknBada €QeKTUBHI mpu poOOTI 3 HEBETUKUMH TPYyIaMH CIIOKHUBadiB 3
MOMIOHUMH IHTEpecaMHu Ta BIOJOOAHHSAMH. YCIIIIHA CErMEHTAIlis CHOXHBadya — BaXKJIIMBUH 1HCTPYMEHT B
apceHai MapKEeTHHOBOT KaMIIaHii.

- IIporHo3yBaHHS CyKYITHOI I[IHHOCTI CITIO’KHBay4a Ta HOTO ‘“YKUTTEBOTO IHKITY” .

JKurresnit muki a6o “Life Time Value” — tie miiHHM iIHCTpYMEHT JUTA CErMEHTAITi1 CIIOKMBaYa a TAKOXK
JUTSL aHaJIi3y Ta MPOTHO3YBaHHS POocTy e(heKTUBHOCTI B3aeMOJIi (BapTocTi Oi3HECy, TOIIO).

- ToapHni pekoMeHIAIIIT .

JuHamivuHa iepcoHatizaIis ga€ 3Mory eeKTHBHO BUKOPHCTOBYBATH IeH iHCTPYMEHT JUIst 301TbIIICHHS

KOHBeEpCii B3aEMO/IIT 3 CIIOKHBAYEM



AHaNITHYHI pe3yabTaTH, MATPYHTS Y BUMJIAA] SIKICHUX JaHWUX Ta BU3HAYCHHS IATTEPHIB OBEAIHKH
THX YH IHITUX KPUTEPIiB JAOTh 3MOT'Y CIIPOTHO3YBATH PE3yJIbTaTH B3a€MO/Iii O13HECY Ta CIIOKMUBAYa, B TOMY
YHUCITI KOJI MOBA HJie PO HOBHU MPOAYKT UM iIHHOBAIIIIO.

PesynpTaTamMu Takoro miaxory MoXke OyTH 301TBIIICHHS JIOSUIBIIHOCTI CIIOKMUBAYa Ta HOTO
3aIiKaBJICHOCTI y B3aeMoil. be3 BUKOpHCTaHHS MPOrpaMHOT0 aHaIli3y Ta 0OpOOKH JaHUX MOXKe OyTH BaKKO
1 JOPOTO OTIPAIFOBATH Ta MPOAHAJI3yBaTH BEIHKY KUTBKICTh JaHUX, M0 HAIXOATH 3 PI3HUAX JHKEpE, 0 B

CBOIO YEPry CIIOBUIBHATH PO3BUTOK Ta MPOTPEC MAPKETHHTOBOI KaMITaHii.

BucHoBkn

B pesymprari mpoBeneHOTrO JOCTIHKEHHS MpOoaHalli30BaHO OCHOBHI MPOOIEMH MapKETHHTOBHIX
JOCITi/DKEHb, JOBEJCHO aKTyallbHICTh BHUKOPHUCTaHHS iH(GOpMAI[ifHUX TEXHONOTIH 3auis TiABUINEHHS
MIBUIKOCTI Ta MacITadiB 00poOKH, aHai3y Ta IPOTHO3YBaHHS. SIK 6a4nMO 3 HaBe/IEHNX TBEPIKEHB, 3 POCTOM
KITbKOCTI iH(opMamii Ta BapiaHTIB B3a€EMOJIT 3i CTIOXKHMBadeM, 00’ €MHU NaHUX SKi MMOTPIOHO MpoaHai3yBaTH
30UIBIIYIOThCS HACTUIBKU CTPIMKO, 10 iH(OpMaliiHi TEXHOJOril Ta MporpamMHi MOJENi MarTh 3MOTy
e(eKTHBHO Ta BYaCHO BijJpearyBaTH Ha BiAMOBIAHI 3MIHH y ITOBEIIHII CIIOKHUBAYA.

[IpoanaizoBaHO Ta HaABEACHO KPUTEpii pOOOTH aHATITHYHOTO AITOPUTMY OOpPOOKM NaHUX IS

MapKEeTUHTOBOT KaMIlaHii.
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