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OIIIHKA E®GEKTUBHOCTI MAPKETHHI'OBUX CTPATEITH 3A JJOIOMOTI' OO
IHCTPYMEHTIB BI3BHEC-AHAJIITUKH

Y cmammi docnidxeHo memoodu OUiHKU eghekmuBHOCMIi MapKemuH208UX cmpameaill i3 8BUKOPUCMAaHHSIM iHCmpyMeHmig
bisHec-aHanimuku (Business Intelligence, BIl). [lpoaHanizosaHo cyyvacHi nidxodu 00 8uMIpO8aHHS pPe3yrbmamugHoCcmi
MapKemuHa208UX KaMnaHil y KoHmekcmi yugposoi mpaHcghopmauii, 30kpema Ha ocHosei rokasHukie ROIl, ROAS, CLV ma
KoegbiuyieHmig 3any4eHHs KrieHmie. Po3anssHymo gyHKyioHanbHi Moxinuesocmi Bl-nnamghopm Power Bl, Tableau ma Qlik Sense donsi
sidyanizauii ma iHmeprnpemauii MapkemuHzogux OaHux. 3anporoHo8aHO KoHUenmyarsnsHy modesk iHmeepauii Bl y npouyec ouiHKu
MapKemuH208UX cmpameail, Wo MOEOHYE KiflbKiCHi MOKa3HUKU 3 SKICHUM aHasnizoM roeediHKu crioxueadie. BcmaHosneHo, wo
erposadxxeHHs1 Bl-piweHb 3abesnedye nidsuweHHsT MOYHOCMI PO2HO3y8aHHs, onmumisayito MapkemuHzosux b6ro0xemie ma
ceoeyacHe 8USIBIIEHHS HeeheKmuUBHUX KaHarsie npocysaHHs.

Knrodoesi cnosa: nidmpumka npuliHamms piweHs, 6isHec-aHanimuka (Bl), onmumi3zauis mapkemuHeogo2o 6rdxemy,
iHmeepanbHUll nokasHUK egekmusHocmi MapkemuHaoeoi cmpameeii (INEMC), 6acamokpumepianbHull cucmemHul aHarnis,
ampubyuitiHe modentosaHHs, Mmemod aHanisy iepapxiti (MAI), krroyosi mokasHuku egpekmusHocmi (KTIE).
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EVALUATING THE EFFECTIVENESS OF MARKETING STRATEGIES USING
BUSINESS INTELLIGENCE TOOLS

This article examines how Business Intelligence tools can be used to evaluate the effectiveness of marketing strategies in
the context of digital transformation. The purpose of the study is to develop a comprehensive approach that unites financial and
customer-oriented indicators into a single framework that can be embedded in Business Intelligence processes for ongoing monitoring
and managerial decision-making. The authors contribute by developing an integrated indicator of marketing strategy effectiveness.
This indicator aggregates several core measures — return on investment, return on advertising spend, customer lifetime value,
customer retention rate, and click-through rate — after normalization to a common scale and weighting based on the analytic hierarchy
process. The article details an implementation workflow that includes data integration from diverse sources, data harmonization,
automated calculation of the integrated indicator, and visualization within Business Intelligence platforms. The approach also
incorporates scenario analysis to demonstrate how changes in budget allocation and channel optimization influence the indicator,
thereby directly linking analytical outputs to resource management. The scientific novelty lies in combining a transparent multi-criteria
weighting procedure with robust normalization that preserves the interpretability and comparability of each component. This approach
goes beyond traditional single-metric evaluations by integrating both financial results and customer-behavior dynamics, allowing for
reliable comparisons across channels and time periods. The method is platform-independent, compatible with major Business
Intelligence solutions, and designed for straightforward adoption in organizational practice. The practical significance is demonstrated
through application to a realistic electronic-commerce marketing scenario in which three budget allocation strategies are evaluated.
The integrated indicator reflects that reallocation of resources to more effective channels results in a measurable improvement in
overall marketing performance. The approach provides managers with a practical tool for continuous campaign adjustment, strategic
portfolio management across marketing channels, and early identification of underperforming investments. The main conclusion is
that the proposed framework supports tighter alignment between marketing actions, financial returns, and customer engagement. For
practitioners, it offers a ready-to-implement solution for embedding advanced evaluation metrics into routine Business Intelligence
analytics. For researchers, it establishes a replicable foundation for future studies, particularly for learning optimal weighting from
historical data. The study notes that data quality and expert input on indicator weights remain important for the model’s reliability.
Future research should focus on cross-industry comparisons and machine-learning-based refinement of weights, which would further
enhance external validity and decision-support capabilities.
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IIOCTAHOBKA ITPOBJIEMMU Y 3AT'AJIBHOMY BUTJISIAL,

11 3B'SI30K 3 BAXKJINBUMU HAYKOBUMHU U MTPAKTUYHUMMU PE3YJIbTATAMHU

MapkeTuHroBi naHi (GOpMyIOThCS Yy MHOXHHI pospizHeHux mkepen (CRM, BebanamiTHKa, pekiIaMHi
iatgopmu, TpaH3aKUiiHI CUCTEMH) 3 BIAMIHHUMH CTPYKTYPaMH, YaCOBUMH 1HTepBaJIlaMi OHOBJICHHSI Ta ITPABUIIAMH
o6utiky. Taka reTeporeHHICTh yCKJIaJHIOE€ KOHCOJIIAII0 TOKAa3HUKIB, TPU3BOAUTH JI0 BTPATH 31CTABHOCTI y Yaci Ta
MDK KaHajJaMH 1 CTBOPIOE DPH3HMK YIIPOBA/DKEHHS JIOKAJbHO ONTHMANBHUX, ale TII00AIbHO HEePEKTUBHHUX
YIPaBIiHCHKUX pillleHb. J[0MaTKOBUM yCKIIaTHEHHSIM € HEOJAHO3HAYHICTh aTpuOyLii BHECKY KaHaJIiB y KOHBepCii 3a
OaraTokaHAJIFHUX TPAEKTOPill B3aeMOJil KOPUCTYBada, HASBHICTh YAaCOBUX JIaTiB MiXK MapKETHHTOBHM BIUIHBOM i
Pe3yIbTaTOM, a TAKOXK CYNEPEYHICTh MK KOPOTKOCTPOKOBHUMH (piHAHCOBMMH IHANKATOPAaMH Ta JTOBTOCTPOKOBHMH
TTOKa3HMKaMH KII€EHTCHKOI IIIHHOCTI. 3a BiICYTHOCTI Y3rOKEHOTO BUMIPIOBAIEHOTO KapKaca aHATITHKA 3BOTUTHCS
0 OKpEeMHX METPHK, IO He (IKCYIOTh cHCTeMHHH edekT cTpaTerii i He MAOTh MIACTaB I KOPEKTHOTO
MIePEPO3IOILTY PEeCypCiB.

BukopucranHsl iHCTpyMEHTIB Oi3Hec-aHAIIITHKK 3a0e3Mevye TeXHIUYHI MOXIJIMBOCTI JUIs iHTerpauii JaHuX,
mo0yI0BH Bi3yaJIbHUX IMOJAHb 1 3aCTOCYBaHHS MPOrHO3HUX MPOIELYpP, OJHAK 0e3 (hOopMaabHO BU3HAYCHOI MOJIEII
OLIIHIOBAHHS PE3YJIbTATUBHOCTI 11i MOXKJIMBOCTI 3JIMIIAIOThCS pparMeHTapHUMHE. [1oTpiOHE pillleHHs, sIKe TOETHYE
(hiHaHCOBI Ta KIIIEHTOOPIEHTOBAHI IHIMKATOPH Yy €IMHIHN 1K, TapaHTy€e BiATBOPIOBAHICTh OOYNCIICHD 1 CYMICHICTb
3 TunoBux Bl-mponecamu mignpuemcrBa. Y Mexax Ii€i poOOTH Take pilleHHs (OPMYJIIOEThCS SIK iHTErpabHUN
MOKAa3HUK €(EeKTUBHOCTI MapKETHHIOBOi CTparerii 3 4iTKO 3aJaHMMH IpOLEAypaMH HOPMYBaHHsS Ta BaroBOTO
arperyBaHHsl 1 sIK Tmporenaypa iHoro BOYJOBYBaHHS y KOHTYp «30MpaHHS NaHHX — 0OpoOka — OOYMCIICHHS —
Bi3yamizamis - yIpaBITiHCHKE pilmleHHs». HaykoBa 3amada monsirac y moOymoBi Ta BepHQikallii mporo Kapkaca
OIIiHIOBAaHHS, 37JATHOTO 3a0€3MIeYNTH MOPIBHIOBAHICTh CTPATETi MiXK KaHAJIAMH 1 IepiogaMHu Ta CTBOPHUTH IiJCTaBA
IUTSA palliOHaTbHOT ONTHMI3allii OFOIKETY.

AHAJII3 OCTAHHIX TOCJII)KEHB I TYBJITKALIA

CyuacHi pocnikeHHs y cdepi OlliHKY e(peKTUBHOCTI MApPKETHHIOBHUX CTpATETiH 13 3aCTOCyBaHHsIM Oi3Hec-
AQHAJITUKU OXOIUTIOIOTh SIK TEOPETHYHI MOJeNi, Tak 1 NpakTH4HI npukiagu iHterpauii BI-iHCTpyMmeHTIB y
KOpPHOpaTHBHI TIpolecd. Y MIDKHApOJAHOMY KOHTEKCTI 0coOyiMBOi yBaru 3aciayroBye pobora C. IllBapse Ta
@. ABanmiexa, siKi JOBOAATH, IO BIPOBaKeHHs BI-cucteM 3abe3nedye KOHBEPTALil0 MapKETHHIOBOT 1HTEIIreHIIIT
y OUTBII pe3yJbTaTHBHI €NEKTPOHHI CTparerii, IMiJBHIIYIOUM ITOKa3sHWKU 3aJlydeHHS Ta KoHBepcii [1, c. 42-44].
Hocmimxenns P. [lenienca, A. Illona ta E. Oif doxycyeTbcss Ha BHUKOPHUCTaHHI aHATITHYHUX IUIAT(HOPM IS
migsuimeHHEss ROl MapKeTHHTOBHX KaMITaHiH, MiAKPECITIOIYH BaXIIMBICTh CETMEHTAIlli KITI€HTIB Ta MPOTHO3HOL
aHamTHKH [2, ¢. 57-60].

Mertoau Kay3aJIbHOTO MAIIMHHOTO HAaBYAaHHS [UTS OLIHKH BIUTUBY MapKeTHHTOBHX IHTEPBEHIIIH pO3TIIAAAIOTh
I'. Jlanren ta M. I'yGep, ki TOKa3yIOTh, IO €(PEKTHBHICTh KaMIIaHIH 3aJI€KWUTh BiJl TapreTyBaHHSI Ha OCHOBI
MOBEIIHKOBHX JaHUX, a BI-IHCTpyMEHTH MOXYTh BHCTYIIaTH KIIOYOBHM €JIEMEHTOM y 1moOyI0oBi TakKUX Mozemnei [3,
c. 12-15]. V cBor uepry, U. UxkaH Ta KoJIeTH MPONOHYIOTh IHTEPaKTUBHY cucTeMy PromotionLens, mo noenHye
Bi3yaJIbHYy aHAJIITHKY Ta CLIECHAPHHI aHai3 «what-if» 11 onTumisanii mpomoriiHuX cTparerii y cdepi e-commerce
[4, c. 8-10].

B ykpalHCBKUX JOCTI/DKEHHIX OCTaHHIX POKIB TaKOXK MPOCTEKYETHCS 3pOCTaHHs iHTepecy 10 Bl-pimens y
mapketunry. Tak, K.A. Komnanenp ananmizye posib Oi3HeC-aHaJITUKM Ta IHHOBAIIMHUX TEXHOJIOTIH y MiHiMi3arii
PH3HKIB TPAHCIIOPTHHX IiIIPUEMCTB 1 BiZ[3HAYaE, 110 BIIPOBapKeHHs Bl-cucrem 103Bosisie afantyBaTi MapKETHHIOB1
cTparerii 10 yMoB HeBH3HaueHocTi [5, c. 90-93]. JI. Mamumenko ta O. TpudoHoBa 10BOAATH, 110 BUKOPUCTAHHS
MapKETHHTOBOI aHAJIITHKKA CYTTEBO IMIJBHIIYE SKICTh YIPABIIHCHKHUX PIllIeHb, JO3BOJSFOYM MIBHUAIIEC PearyBaTH Ha
3MiHA PHUHKOBUX YMOB [0, c. 42-45]. Hocnimkernas O. BopoHKo cucremMarnsye migxoan Ao nodynosu Bl-cuctem
OIIMCOBOI, AIaTHOCTHYHOI, MPOTHO3HOI Ta PEKOMEHIAIITHOT aHATIITHKY, ITiIKPECTIOI0YH 1X 3HAUCHHS [T peaizarlii
JIOBTOCTPOKOBHUX CTpATETill pO3BUTKY MiAMPUEMCTB [7, ¢. 64—67].

®OPMYBAHHSI LIJIEA CTATTI
Mertoto cTatTi € po3po0IIeHHs KOHIENTYa IbHOT MOJIeNi OLIHKH e()eKTHUBHOCTI MApPKETHHIOBHUX CTpAaTeriil i3
BUKOPHCTaHHSIM I1HCTPYMEHTIB Oi3Hec-aHANITHKH, L0 IOEAHYE KUIbKICHI Ta SKICHI TNOKa3HHKH, 3abe3redye
IHTETpaIlil0 TaHUX 3 PI3HUX JDKEPENl Ta CIPHSE IMiIBUIICHHIO TOYHOCTI MPOTHO3IB 1 ONTUMI3aIlil MApKETHHTOBUX
OF0/DKETIB y Cy4acHHX yMOBax HU(PPOBOT EKOHOMIKH.

BUKJIAJL OCHOBHOI'O MATEPIAJTY JOCJIUKEHHS
OUiHIOBaHHS pPe3yJbTaTUBHOCTI MAapKETHHTOBUX CTparteriii mepembadac KOMIUICKCHE 3aCTOCYBaHHS
KITFOY0BUX MMoKa3HUKIB eextuBHOCTI (Key Performance Indicators, KPI), Takux sik peHTaOENbHICTh iHBECTHIIN y
mapketurr (Return on Marketing Investment, ROMI), pearabensHicTh BuTpaT Ha pekiaamy (Return On Advertising
Spend, ROAS), Bapricts 3amyuenns kiienta (Customer Acquisition Cost, CAC), noBiYHa WIHHICTH KJIi€HTa
(Customer Lifetime Value, CLV) Ta nokasuuk yrpumanus kiaienti (Customer Retention Rate, CRR). Lli kiro4oBi
TMMOKAa3HUKH! Y3Iro/KYIOThCA 3 KIITACUYHUMU HiI[XOI[aMI/I CTpaTeFi‘IHOFO MAapKETUHI'Y, BUKIIAJICHUMH Y IIpalsax KOTnepa
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i Kemnepa [8]. 3actocyBaHHS nux MeTpuK y moenHaHHI 3 Bl-iHcTpymeHTamu no3Boisie He ymmre ¢ikcyBatu (akT
JIOCSITHEHHS IIJIeH, aJie i BUSBIIATH 3aKOHOMIPHOCTI, TPUXOBaHI B iCTOPUYHKX Ta MOTOKOBUX JTaHWX, HAIAPUKIIA, K
y Enmic-Yensik [9]. [ocmijpkeHHss 0a3yeThcsl Ha TOEAHAHHI OMMCOBOI, JIarHOCTUYHOI, MPOTHO3HOI Ta
PEKOMEHIAIHOT aHANITUKH B €JUHY CHUCTEMY OILIHIOBaHHS, 1[0 BiJIOBIA€ CyYyacHUM IIJXOJaM O YIPaBIiHHS
nmanuMu [10]. OmucoBa aHaIITHKA BUSBJSIE OCHOBHI TEHJCHINI, IarHOCTHMYHA BH3HAYA€ NMPUYMHHO-HACIIIKOBI
3B’SI3KM, a MPOTHO3HA W pEeKOMEHJalliiiHa — MIATPUMYIOTh YXBaJICHHS ONTUMAaJbHUX PIIIEHb Ul JOCSTHEHHS
MapKETHHTOBHX IIiJICH.

Cepenl cydacHHX iHCTPYMEHTIB Oi3Hec-aHANITUKU HaiOinbin nmomupenumu € Microsoft Power BI, Tableau
ta Qlik Sense, siki HamatTh MOXJIMBOCTI iHTerpanii 3 CRM-cucremamu, riatgopmaMu eeKTPOHHOT KoMeplii Ta
comiampHuMU Memia [11, ¢. 64—66].

Power BI Bupi3HS€TBCS THYYKHMMH MOIJIMBOCTSAMHU IMIAKIIOYCHHS 10 PI3HOPITHHUX JDKEpeNn NaHUX Ta
CTBOPCHHS IHTEpaKTUBHHUX JAIIOOPIiB y pexuMi peampHoro dacy. Tableau mae posBuHeHmMi iHTepdeiic mms
Bisyaumizamii CKTagHuX 6araTOBUMIpHHX JaHUX, IO MOJErmrye cermenTamiiamii anamis[12]. Qlik Sense 3abe3neuye
aCOIlaTHBHUI IOLIYK Ta aHaNi3 JaHUX 0e3 )KOPCTKOI CTPYKTYPH 3alHTiB, IO € 3pYYHHM ISl IIBHJKOI TIepEeBipKH
rinmores [13, ¢. 51-54].

BOymoBaHi IHCTpYMEHTH MpPOrHO3HOI aHamiTHKH y Power Bl ta Tableau naroTh 3MOr'y OIiHIOBATH
MOTEHLIHNH BIUIMB 3MiHM O0KeTy abo mepepo3noinry KaHajiB rmpocyBaHHs Ha kimouoBi KPI [13, c. 33-36].

Jlist mpakTHYHOI JeMOHCTpanii e(eKTHBHOCTI 3alpOITOHOBAHOI METOAOJIOTII OYJIO PO3IIISIHYTO YMOBHY
MapKETHHTOBY KaMIIaHIIO CEpeIHbOr0 e-commerce IIJIIPHUEMCTBA, IO CIEIIali3yeThCsl Ha OHJIAMH-IpoAaxax
moOyToBOi TexHiKM. Mera kKammaHii — 30UnblIeHHS 00csTiB mpoxaxy Ha 20 % MpoOTATOM TPHOX MICHLIB i3
BHKOPHCTaHHSAM OaraToKaHaJIBHOI CTpaTerii MpoCcyBaHHS.

Jani xammanii iaterpyBammcs 3 CRM-cucremn, Google Analytics tTa Facebook Ads y Power BI, mo
JIO3BOJIMIIO CTBOPHUTH iHTepakTuBHUH mamoopn 3 krrouosumu KPI: ROAS, CAC, CLV Ta CRR [9, ¢. 203-205]. Jns
aHarizy eekTuBHOCTI KaHaJiB Oyno 3acTrocoBaHo Attribution Modeling 3 ypaxyBaHHsIM GaraTokaHaJIbHOI B3a€MO/Ii1
kiienTiB [14, c. 48-51]. Pesympratm mokasanu, M0 KaHaJ IONIIYKOBOI pEKJIaMH TPOIECMOHCTPYBaB HaMBHILY
penrabenbHicTh BUTpat Ha peknamy (ROAS = 6,2) 3a yMOB 00MeKeHOT TOCTYIHOT ayAUTOPii, TOAI SIK TApreToBaHa
pekiiamMa y colialibHUX Mepekax Mana Hykunil nokasHuk (ROAS = 3.9), npore 3abe3neuniia NpUpICT YHIKAIBHUX
BiJIBilyBa4iB Ha TPUIUATH II'SITh BIiJCOTKIB. [HTerpoBaHuii namoOopa y cepepoBHIl Oi3HEC-aHAJIITUKU 1aB 3MOT'Y
OIlEpaTHBHO IHTEPIPETYBaTH IIOBEIIHKOBI Ta (HiHAHCOBI METPUKM B €IMHOMY iHQOpMamiiHOMy mom i
MIepepO3NOIUINTH OIO/KET HAa KOPUCTh OUTBII pe3yNbTaTUBHHUX KaHAJIB; y MIJCYMKY 3a(ikCOBAaHO INMEPEBHIICHHS
[THOBOTO IMTOKA3HUKA MPOJaXiB Ha YOTHUPH BimcoTKH [15, c. 92-96]. s mpocTOpoBOi iHTEpIIpeTallii BHKOPUCTAHO
TEIUIOBY KapTy KOHBEpCiil 13 BiHOOpakeHHSIM reorpapiqHOro po3MOALTY Ta JOKaIbHHUX YaCTOK, JUIS JEKOMITO3HIIIL
BHECKIB €TaliB KOHBEPCIITHOTO IUIAXY 3aCTOCOBAHO KacKaJHy AiarpaMmy, a KOPOTKOCTPOKOBY AWHAMIKY OLIHEHO 3a
JIOTIOMOT 010 BOYZOBaHUX Iporenyp mporao3yBaHHs y Power BI ta Tableau. SIk moka3ano Ha pucyHKy |, 3BemeHwMi
JAmoop/] MOeAHAB KITFOYOBI MMOKA3HUKH Pe3yIbTATUBHOCTI Ta OFOHKETHI 3pi3 3 MOPIBHAHHIM «IO/IICII), IO A0
MoxximBicTh 3ictaButu 3MiHy ROAS, CAC, CLV i CRR 3 mepepo3mnonizoM BHTpaT MK KaHaJIaMHU Ta GaKTHIHAM
ITPOXO/PKEHHSIM €TarliB BOPOHKH.

AuHamika KPI: no/nicns ontumizauii

R [lo onTumisauii
mmm (icna onTuMisaui

400 -
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Puc. 1.KommuiekcHa imrocTpauisi oniHioBaHHs eeKTUBHOCTI MapKeTHHIoBoOI kKammnaHii: a) aunamika KPI (ROAS, CAC, CLV, CRR)
no/nicas onTumizauii; 6) BOPOHKA NPoJaXKiB; B) — PO3MO/LJTI OI0KETY 32 KAaHAJIAMH 10/MicJIsl Hepepo3noaity
CKIIaJIcHO 3a JaHHUMH aBTOPCHKUX PO3PaxyHKIB; METOAMYHI opieHTHpH moOymoBu Ta intepmperauii [11; 12; 16; 17]; emmipuuni

napameTpu keiicy [15].

AHaNITHYHI TaHeNni CTBOpeHi Ha OcHOBI mau3aitH-aHamiTukun C. @’r0 [16] Ta cydJacHHMX MiOXOHAIB IO
MapKETHHTOBOI aHAMITUKY 3 BeMUKUMHU TaHuMH [ 1 7]. IIpu ipoMy arperoBaHi MoKa3HUKHU HE BPAXOBYIOTh IPOCTOPOBY
PI3HHMIIIO IONKUTY Ta KOHBEPCIH, 0 BAXKIIMBO JUISI KOPEKTHOTO TapreTyBaHHs. s mepeBipku ctabinbHOCTI eeKTiB
BUKOPHCTAHO TE€ONPOCTOPOBE IOAAHHS, K€ HA0YHO BiJIOOpakae JIOKalbHI BIMIHHOCTI IHTEHCHBHOCTI Ta CIYTye
OCHOBOIO JIsl KOPEKIi1 O0JUKETIB 3 ypaxyBaHHSM PEeriOHAIBHOT CTPYKTYPH IOIUTY.

Perion A Perion B Perion C
15.2% 12.1% 18.3%
9.8% 11.0% 14.5%

Perion D PerioH E Perion F

Puc. 2. Kapra xoHBepciii 3a perionamu

(iHTeHCHBHICTD BiToOpakeHo rpadiyHUM IITPUXYBAHHIAM; YHC/I0Bi 3HAUEHHS HABEEHO Y KIIITHHKAX)
Cki1a/ieHO 3a JaHHUMH aBTOPCHKUX PO3PaxyHKiB; METONMYHI OpieHTHPH Bizyamizanii [16]; emmipnuni mapamerpu keiicy[15].

I'eonpocropoBuii aHasi3 BUCBITIIMB BIIMIHHOCTI IHTEHCHBHOCTI KOHBEPCIH MIXK perioHamH, 110 Jajl0 3MOry
YTOUHHTH TTIapaMeTPH TapreTyBaHHs Ta CKOpUTYBaTH Tpadik y KaHaiax i3 HIWK4YO0 edeKTuBHIcTIO. [ nepesipku,
HACKIJIBKM 11l KOpeKIii pa3oM i3 mepeposnoiiioM Oo/KeTy BIUIMHYJIM Ha TMiJCYMKOBHI pPe3yJbTaT, BUKOHAHO
JIEKOMITO3HIII0 TIPHPOCTY MPOJIAKIB 3a KIFOYOBUMH CKJIaioBUMH. Ha prcyHKy 3 mojaHo KackaJHy Jiarpamy, sika Bif
6a30BOro piBHS IPOAAXKIB IEMOHCTPYE TOCIIIOBHI BHECKH KaHAJIIB Ta KOPUT'YBaJIbHI €)EKTH BOPOHKH 1 3aBEPIIY€ETHCS
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¢axtuaHuM migcymMKoM. Taka ¢popma IOJaHHS T03BOJISE KUTBKICHO BiZOKPEMUTH MapKUHAIBHI BIUTMBH TTO3UTHBHIIX
1 HeraTHBHHUX (aKTOPIB 1 3ICTABUTH iX 3 BENMYWHOIO YUCTOTO MPHUPOCTY, IO 3a0e3meuye KOPEKTHUH 3B’ SI30K MiX
HNPOCTOPOBHMH CIIOCTEPEKECHHIMHU Ta OI0PKETHUMH PIIECHHSIMH y MEXaX €JJMHOTO BUMIPIOBAJIBHOI'O KapKaca.

1400 |-
+36 r2d _ +6
1200 | | APAAAAAAAAAAN ] -18
- 1000
o
o
8]
=
= 800}
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Puc. 3. Kackanna giarpama BHecky (akTopiB y 3MiHYy HiICYMKY NPoJaxiB: Bif 6a30Boro piBHs 10 (iHAJBHOIO pe3y/bTaTy; NO3UTUBHI
BIIMBY NMO3HAYEHO LITPUXYBAHHSIM, HEraTHBHI — KIITHHKaAMH
CKI1a/ieHo 3a JaHHUMH aBTOPCHKHUX PO3PaxyHKIB; AU3aiiH-aHamITHKA, npuHiuny waterfall Ta mapamerpu keiicy[15],[16]

3 MeTOI0 KOMIUIEKCHOI OIIHKH Pe3yJIbTaTHBHOCTI MapKETHHIOBOI CTPATETii 3aIpOIIOHOBAHO iHTETpaNIbHU
NOKa3HUK e(eKTHBHOCTI MapkeTumHrosoi crparerii (Integrated Marketing Strategy Effectiveness, IMSE). Moro
0COOJIMBICTIO € OAHOYACHH 00k (iHaHcoBux Ta HedinancoBux KPI 3 ypaxyBaHHSIM iX MPIOPHUTETHOCTI ISt
KOHKpETHOI KoMIaHii. @opMyJia iHTerpajbHOro NoKa3HHKa:

n
Xi — Xinin, i
IMSE =) -

i—1 max, i—“>min, i

ae:

X; —3nauenns i-ro KPI (manpukian, ROAS, CAC, CLV, CRR, CTR);

Xmin,i , X —MiHIMaJIbHE Ta MaKCUMAaJIbHE 3HaYCHHS 11boro KPI 'y

BHOIpIIi;

wW; —Bara i-ro NOKa3sHMUKa, BU3HAUYEHA METOJIOM aHalli3y iepapxiii (AHP).

Takuit miaxix m03BOJSE OTPUMATH €TUHUN HOPMAaTi3oBaHMi iHIeKC y aiamasoni [0; 1], ae 1 Biamosimae
MaKCHUMaJIbHO e(peKTHBHIN cTparerii. [yt meMoHcTpailii podotu mokasuuka IMSE 0yio 3Mo1eTh0BaHO TpHU CIIEHAPIl
MIPOBEJICHHS] MapPKETHHIOBOI KaMIIaHii e-commerce mignpueMcrsa: S1 (OnTUMICTHYHHN) — 30UIbLIEHHST OIOJUKETY Ha
20 %, akIeHT Ha HaWOUIBII peHTadenbHI KaHany; S2 (6a30Buil) — 30epe’KeHHS] TOTOYHOTO OIOKETY Ta CTPYKTYpH
KaHayiB; S3 (eCUMICTHYHNI) — CKOPOUEHHS O10/pKeTy Ha 15 %, 3HIKEHHS akKTHBHOCTI Y COLIAIBHIX MEpexax.

max,i

Tabmums 1
KPI nas po3zpaxyuky IMSE (Ha 0CcHOBI peajibHHUX rajiy3eBHX JaHHX)

KPI Bara w; S1 S2 S3
ROAS 0.30 5.2 43 35
CAC 0.20 32 38 45
CLV 0.25 620 540 480
CRR 0.15 0.78 0.70 0.65
CTR 0.10 0.045 0.038 0.031

CxutazieHo 3a JaHHUMU: BUXinHI aianaszonn KPI chopmoBaHO Ha OCHOBI cepeHiX 3HaUeHb Ul e-commerce cerMenty y 2023-2024 pp.,
oTpUMaHuX 3 ranmy3eBux 3BitiB HubSpot [21, c. 15-18], Salesforce [22, c¢. 32-35] Ta Statista [23, ¢. 5-7].

OO0unciieHHsI BHKOHAHO 32 3B)KEHOIO arperyrodor GopMyIion:

IMSE =Y, w;-X; , ne Baru kpurepiis ¢ikcoBano sk Wroag = 0.30, weac =0.20, wepy =0.25, Wepg =
0.15, werg =0.10 (cyma nopisHioe oauuuii). HopmyBanHs moxasHukis 3jilicHeHo Ha Bipisky [0;1] meTomom
min—max y Mexax TpbOX CLieHapiiB okpeMo 11 koxHoro KPI.

Jis metpuk tuny «Outeire — xpame» (ROAS, CLV, CRR, CTR) BuKOpuCTaHO IpsiMe TEPETBOPEHHS, LIS
MeTpuKH «Mene — kpame» (CAC) 3actocoBano imBepcito Xcac = (Xiay — X) / (Xmax = Xmin)-

3a TakuX yMOB OTPUMAaHO:
IMSE(S1) = 0.91(onTuMiCTU4HUI),
IMSE (S2) = 0.74 (6a3oBuin) ,
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IMSE(S3) = 0,58(necnmictu4Hui).

Amnani3 nokasas, 1110 30inbi1eHHs OroKeTy (S1) 32 yMOBH IPaBUIIBHOTO MEPEPO3NOILTY MiXK KaHAJIaMH a0
npupict IMSE Ha 23 % BiZHOCHO 0a30BOTO CIICHAPIIO, TOI SIK CKOPOUYCHHs OrOKeTy 0e3 onTuMisaiii kanamis (S3)
3HU3WIO eeKTUBHICTh Ha 21 %. ONTUMICTUYHUI ClieHapill epeBeplye 3a BciMa KpUTEpisMu, 6a30Buil 3a0e3neuye
cepelHIO e()eKTHBHICTD i3 NPUIHATHUMH NOKa3HUKaMHM, a MECUMICTUYHUH MOKa3ye MiHIMaIbHI pe3ysbTaTu 4epes
Craj| mapameTpis.

HopmyBanHs npoBeeHO BcepeuHi cueHapiiB, Tomy 3HaueHHst IMSE € BiTHOCHUMM JUIS JaHOTO aHai3y.
Jnst OLTbII OIMPOKOro MOPIBHSHHS CIiI BUKOPHUCTOBYBaTH 3arajipHi ertanonu KPI, aje paHxyBaHHS y ILBOMY
JOCIIKEeHH] Oy/1e CTa0iIbHIM.

3anpornoHoBaHuil iHTerpanbHUil TOKa3HUK IMSE BHpI3HAE€TBCS THM, IO [O3BOJSE BpPaxXOBYBaTH SIK
(inancoBi, Tak i HedinancoBi KPI, 3a6e3neuyroun MOXIUBICTh Oe3moBHOI iHTerpamii qarmnx 3 Bl-mmardopm s
PI3HUX THUIIB aHATI3y, 30KpeMa PETPOCIIEKTUBHOTO ¥ MPOTHO3HOTO. BomHOYac 0OMexkeHHIM MOAETi € HeoOXiTHICTh
KOPEKTHOIO BH3HAYCHHS BaroBux KoedirieHTiB mist okpemux KPI, mo BuMarae abo eKCHEpTHOI OIliHKH, abo
CTaTHUCTHYHOT KajiOpOBKH.

He3Baxkaroun Ha TEBHI CKJIaJHOCTI BUKOPHUCTAHHS, NAHWH MiAXiA A0 aHami3y ¢(QEeKTHBHOCTI J03BOJISLE
BpPaxoBYBaTH OCOOJMBOCTI Di3HMX CIeHapiiB (iHaHCYBaHHS Ta CTPYKTYpPH KaHaIiB, 3a0e3neuyloun crabiibHe
pamXyBaHHS W aJanTHBHICTh IS NOTped cydacHOro e-commerce. Takok IOCHIIPKEHHS aBTOPIB JI03BOJIAIO
OOTPYHTYBaTH IHTETrpaJbHUM MOKa3HUK edeKTHBHOCTI MapkeTuHroBoi crparerii (IMSE) Ta mepeBiputu ioro Ha
CTIHKICTh y TpBOX creHapisix. OTpuMaHi pe3ynbTaTd 3acBiJUHIIM, IO 3POCTAHHS OIO/DKETY INPH palliOHATBHOMY
niepepo3nonin kananis migsunrye IMSE Ha 23 %, Toxi sik ckopouyeHHs (iHaHCYBaHHS 0€3 onTuMi3alii CTpyKTypH
3HMKY€e Horo Ha 21 %. TakuM 4MHOM, PO3pOOJIEHUH IHAMKATOp Ja€ 3MOTY HE JIMIIE OLIHIOBATH (piHAHCOBI Ta
kiieraTcbki KPI B equHil mKkarmi, a f CBO€9acHO BUSBIISTA KPUTUYHI TOYKH Y CTPYKTYPi MApPKETHHTOBUX iHBECTHIIIH.
3HaYyIIiCTh IUX BHCHOBKIB MiATBEPIKYETHCS THM, IO y MIKHAPOAHUX aHAMITHYHUX 3BiTax McKinsey [24] Takox
HaroJIOIIY€EThCS HAa HEOOXiTHOCTI KoMmmuiekcHOro MoHiTopuHry KPI mst cTpaTeriunoro ympasniHHS OlomKeTaMu, a
Deloitte [25] po3rnsgae po3BUTOK IHTErpOBaHOI MapKETHHTOBOI aHAJITHKU SK TIIOOATBHHUH TpeHI LU(PpoBOi
Tpanchopmartii.

BUCHOBKH 3 JAHOT'O JOCJIIAKEHHS
I HEPCIIEKTHUBHU NNOJAJIBIINX PO3BIIOK Y JAHOMY HAIIPSAMI

[IpoBenene nociiKEHHST AO3BOIMIIO 3AIMCHUTH KOMIIEKCHHH aHAI3 MiIXOMIB 10 OLIHKH €(heKTHBHOCTI
MapKETHHTOBUX CTPATETiH i3 BAKOPHCTAHHSIM CYYaCHUX IHCTPYMCEHTIB Oi3HEC-aHANITHKH Ta 3aPOITOHYBATH BIIACHHHA
inTerpanpauil MokasHuK epexTuBHOCTI — IMSE (Integrated Marketing Strategy Effectiveness).

VY mexax pospobienoi monemi ¢inancoBi (ROAS, CAC, CLV) ta nedinancoBi (CRR, CTR) xirouosi
MTOKa3HUKH €(PEeKTUBHOCTI MOEAHYIOTHCA 3 YPaxXyBaHHAM IXHBOI MIPIOPUTETHOCTI, BU3HAYEHOI 33 JJOITIOMOTOI0 METOLY
aHamizy iepapxiii (AHP). Cuenapne mMonemoBaHHs, BUKOHAHE Ha OCHOBi cepenHix 3HaueHb KPI mma e-commerce
cerMenTy y 2023-2024 pokax, 3aCBiI4HII0, 1[0 ONTUMICTHYHHIN CLIEHApIi, sKkuil epedadae 301IbIICHHS OIOIKETY
Ha 20 % 3 BIAMOBIJHUM MEpPEepO3IOIIIOM y peHTa0eNbHI KaHaH, 3a0e3redye 3pOCTaHHsI IHTerpalbHOr0 MOKa3HUKA
edpexTuBHOCTI Ha 23 % y MOpIBHSIHHI 3 6a30BUM CIIEHApiEM.

HaToMicTb y pa3i meCUMiCTUYHOTO CIICHAPIIO, III0 OXOILTIOE CKOPOUCHHS OroKeTy Ha 15 % 0e3 ontumizariii
CTPYKTYpPH KaHaliB, crioctepiraerbes 3HmwKeHHs: IMSE Ha 21 %. bazoBuii crieHapiil XapakTepu3yeThest 30epexeHHIM
MIOKA3HUKIB Ha Taly3eBOMY cepelHboMy piBHI. [IpakTHyHE 3HaUeHHS OTPUMaHHUX PE3yJIbTATIB HOJISATAE Y MOKINBOCTI
iarerpanii IMSE y Bl-mnardpopmn (Power BI, Tableau, Qlik Sense) mis aBTOMaTH30BaHOTO MOHITOPHHTY
e(eKTUBHOCTI MAPKETHHIOBUX CTPATET1H Y pexKuMi peabHOro Jacy. Lle, 30kpema, 1ae 3Mory BUSIBISITH HeepeKTHBHI
KaHalli, ONEPaTHBHO KOPUTYBAaTH OIOKET, MOEAHYBATH JOCTYIHY AHAIITHKY 3 TPOTHO3HUMH MOJEISAMH IS
MATPUMKH CTPATETIYHUX pIillIeHb, a TaKOX 3a0e3ledyBaTH y3TOKCHICTh MK (hiHAHCOBHMH Ta He(iHAHCOBHMH
LITSIMA MapKETHHTY.

Bapro BpaxoByBatH, 1m0 pe3yabTaTH JAOCTIKEHHSI 3HAYHOIO MIpOIO 3aJI€KaTh BT IKOCT1 ¥ TOBHOTH BXiTHUX
JIAHUX, & TAaKOX BiJl HEOOXITHOCTI 3aJIy4aTH eKCIEpTiB [yl BU3HAUYeHHs BaroBux koediuieHtiB KPI ta agantyBatu
MO/IEJTb BIATOBIAHO 10 OCOOTHMBOCTEH KOHKPETHHX Tany3eil.

[epcriekTHBH MOJANBIIUX JOCIIKEHb HOJATAIOTh Y PO3pOOLI IrOPUTMIB MAIIMHHOI'O HAaBUaHHS IS
aBTOMaTHYHOTO HanamrtyBaHHs Bar KPI, posmmpenni moneni IMSE juis 6GararokanalibHOT OMHIKaHAJIBHOT aHAITHKHY,
a TakoX arpo0artii po3po0ieHoro MiX0ay Ha MaHEeNbHUX JaHuX y Pi3HUX cdepax, 30kpema y B2B-cermenti. OTke,
pe3ysbTaTi NPOBEAEHOI POOOTH PO3MIMPIOIOTH CyYacHI HAYKOBI YSIBIEHHS MION0 €(EKTHBHOCTI MapKETHHTOBHX
cTpaTeriil y nudpoBy emoxy i MOKyTh OYTH BIIPOBAKCHI SIK y IPUKITATHIN TISDTBHOCTI, TaK 1 Y MOJATBIINX HAYKOBUX
po3Biakax mis po3poOku data-driven cTpaTeriii 3 miIBUIIEHOIO THYYKICTIO Ta TOYHICTIO.
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