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YHuBepcuteT MHHONONUC
YnpasneHne Ha OCHOBE AaHHbIX

O yeM 6ypeT 3aHATHE

OSTanbl pa3paboTku NpoAyKTa N ponb aHanmM3a AaHHbIX B HUX
[MocTtpoeHne CJM knneHTa

MeTpuku npoaykta, NpoayKTOBble BOPOHKHN
CLV knueHTa, IOHUT-9KOHOMMUKA




YHueepcuteT NHHOMNONUC
YnpasneHne Ha OCHOBE AaHHbIX

MpoaykKT vs CepBUC

MpoAyKT — TO, YTO pellaeT 3a4a4YM HECKONbKNX

KIMEHTOB CTaHAAPTHbIM COCOHOM U MOXKHO
OTYYAUTb OT CO3aaTenen

CepBuc — TO, YTO pellaeT 3agavy
KAWEHTa MHAMBMAYaNbHbIM cnocobom
M 3aBA3aHO Ha AeNatoLnx noaax

Tunbpa
KOHCTPYKTOpP TMNOBbLIX CANTOB

Cryausa Jlebepesa
CanTbl Ha 3aKa3

Quora
CepBuc BONpPOCOB U OTBETOB

McKinsey
KoHcantuHrosble ycnyrm




YHuBepcuteT MHHONONUC
YnpasneHne Ha OCHOBE AaHHbIX

MpoayKT vs CepBMUC

NMpoAayKTt

TunoBoe pelweHue MHauBmnayanbHoe pelleHune

CTaHAapTHan ueHa MHamBuayanbHas LeHa, 3aBUCUT OT CI0XKHOCTU NPOEKTa

JKoHOMMA Ha MaclTabe — 6oblue NPoAaK, CHUKAEM

Bonblwe npoaark — 6osblue pacxonos
NOCTOAHHbIE pacxoabl

HW3KWiA ypoBEHb aBTOMATU3aLMKN — BCE 3aKasbl

BbICOKMI ypOBEHb aBTOMAaTMU3aLMMN — Kaaas CAeska TMNoBas NHAUBUAYaNbHBI
O
& ®
55‘3 Q\Ae
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YHueepcuteT NHHOMNONUC
YnpasneHne Ha OCHOBE AaHHbIX

[MpoayKT vs [1poekKT

https://habr.com/ru/companies/factory5/articles/552226/
https://habr.com/ru/companies/otus/articles/777352/

XécTkue geanaiiHbl

OrpaHuyeHve B Tpe6oBaHUAX

YacTo ofHOBpEMEHHOE yyacTue
B ABYX U 60N1€e NpoeKTax

3aflaHHOe KO/IMYeCcTBO UCTOYHMKOB
MHpopmaLmn

BbICTpbI/ pe3ynbTaT

YacTo MeHsoLWmecs 3aaaum
N KOMMYHUKaUU U3 NpoeKTa
B NpoOeKT

YéTKoe cnegoBaHme nnaHvy

MpoaykT

Pa6oTa B ycnoBusx
Heonpe/eneHHOCT N YacTo
MeHSIIoLLerocs KoHTeKcTa

bonbluasi oTBETCTBEHHOCTb
N PUCKOBaHHOCTb

®doKycnpoBKa Ha OAHOM NPOAYKTE,
N3MeHeHbl MOryT 6bITb TONBLKO
NPUOPUTETHI Y METPUKM

MocTosiHHas pa6oTa c aHaNUTUKOWN
PbIHKA W MONCK HOBbIX NCTOYHMKOB
nHdopmMaLumn

PesynbTaT Yepes NpoAoIKMTENbHOE
Bpems

Mowuck n NocTossHHoe pacwimpeHue
Ko/n4yecTtea KOMMyHVIKaU,I/II‘/lI

Heo6XxoANMOCTb NOCTOAHHOM
reHepauuu HOBbIX UAel



https://habr.com/ru/companies/factory5/articles/552226/
https://habr.com/ru/companies/otus/articles/777352/
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CTaHAApTHbIU LMK Pa3BUTUA NPOAYKTaA

O6patHas
cBA3b

Upea



YHuBepcuteT MHHONONUC
YnpaBneHue Ha OCHOBE AaHHbIX

Mpumep - Coca Cola Tab

O6paTHasa
cBA3b

e g ™

— : 1 T
1960 1963 1970 1973 1982 2020
Npoeq, BbInyck BbInyckK 6 HOBbIX Diet Cola BbiBoA
pa3paboTkKa, B CLLUA B MUpe BKyCOB M3 3KcrnnyatTaunm

nopusBoaAcCTBO



YHueepcuteT NHHOMNONUC
YnpasneHne Ha OCHOBE AaHHbIX

HoBbiM noaxoa K LMKAY ynpaBieHUS
NPOAYKTOM

O6paTHas
cBSi3b

A

1) Moeda

2) lccnepoBaHue

3) Mpopaykn / npensakasbl
4) MNocTpounTb - USMEPUTD -
N3MEHUTDb

5) PocT u”
MaclTabupoBaHme

6) ONTUMM3aumna NPUGLINK

7) yXO,EL C PblHKa 1999 2oloo 2olo1 zol10

Noeq MVP v nepeble CBowm cknag KynneHbl
npoaaxu Amazon

Bpemsa



YHueepcuteT NHHOMNONUC
YnpasneHne Ha OCHOBE AaHHbIX

Bce HaynHaeTca c napen nu CJM

Customer journey map (CIM) — s1o Busyanmsaums nyTm KAMeHTa ¢

MOMEHTa BO3HNKHOBEHWNHA I'IOTpe6HOCTl/1 NI 3a0a4n1 B NpoayKrte Uim ycriyre BrijioTb
0O CoBepLUEHNMA NMOKY MKW

13 yero coctouT:

* 3Tanbl B3aMMOAENCTBMA C NPOAYKTOM - OCO3HaHWE NOTPEeBbHOCTU, UCCeaoBaHME peLleHUn,
3HAKOMCTBO C MPOAYKTOM KOMMNaHWUK, U3y4yeHne, NPUHATUE peLlleHus

TOYKM KOHTAKTa — TOYKM COMPUKOCHOBEHUSA KANEHTA C OBpeHA0M: BU3UTbI HA CaMT, MPOCMOTP
pPeKNambl, obpalleHue B YOy NoaaepKKu

KaHanbl B3aMMoaencTeusa - CamnT, coupmanbHble CETU, MOBUNbHbIE NPUNOXKEHUA, MECCEHAKEPDI,
MarasuHbl, KONJI-LEHTPbI U Apyrue

IMOLMN — aHaNM3 IMOLIUIM N YYBCTB KNMEHTA Ha KaXKA0M 3Tane B3aumoaemncTama

* [loTPebHOCTU M OXKMAAHUA KNNEHTA HA KaXKA0M 3Tane

[NepcoHa)Xn — TUNMYHbIE NpeacTaBuTenmn LI,eﬂeBOﬁ AYAUTOPUNUN C YHETOM UX XaPaAKTEPUCTUK, coLLJEM
NnapamMmeTpos, MOTMBaLI,I/Iﬁ M noseaeHmA



YHuBepcuteT MHHONONUC
YnpaBneHue Ha OCHOBE AaHHbIX

Mpumepbl CJM

Mopa xyaeTs!!

Ocoananue

npobnembi .‘1\»"
Mouck @
BapuaHToB
pewenus

Ohu BCe
xopowne...

Mokynka

Kakoit senvk
nyvwe B3ATL?

N
N\

& s

u [ ¢

l L.. “
MonbiTka R
NPOKOHCYNLTUPOBATLCA S— — — — —
y npopasua

506 b

r‘@'fo @7@ "'f\

o0

102000

cpean 1620 mopenen

Moigy yuTats Npo
KOPOHABMPYC, 3TO He TaK
T i
CKOfbKO e pasHbix " gezi?::e,gax BbibupatL
BEnocunesos ectb T
Ha caeTe. Yxac!

MonbiTka HaiTh oTBeTHLI
CaMoCTOsTeNbHO
«51 cnpocun y SiHaekca»

MonkiTka BLIGPaTL
o maor BenocuneA B MHTEPHeT-MarasuHe

370 noYeMy A1 paHbLUe NONHbIA Gbin?
Motomy 4To y MeHs Benocunena He Gbino!

OnbIT ycnewHoro
MCNONb30BaHNs
npoaykTa

Cnacnbo, KOHTEHT-MaPKETUHT,
47O Thi ecTb! Tenepb A 3Halo,
4TO MHe Hago!

- 1 B
W3yuenne HopmanbHoro
3KCNEPTHOTO KOHTEHTa

Yro Takoe maHeTkn? Yem uenb CN-HG53-C
otnuyaerca ot uenn CN-HG95? Yro takoe xon
BUNKM? 5 NPOCTO XOMy KynuTb Benuk!!!

o

| S

A TaK N1 MHe HyXeH
aToT BEnocvnea?
Nyywe noiigy noem!

ik ()
\\
-

3

Kowey nouckos:)

10



YHuBepcuteT MHHONONUC
YnpaBneHue Ha OCHOBE AaHHbIX

Mpumepbl CJM

WBaH Metpos, 30 nert, xuBeT B r. Mocksa,

CpeaHui AOCTaToK

Lienk: KynuTb Apyry NoAapoK B MHTEPHET-MarasvHe

CoLceTy, KOHTEKCTHas G EIET I ES
TOUKM KOHTaKTa HapyxHas peknama peknama B flHaexce,

KaTanor
peKoMeHAaLNM 3HaKOMbIX
aranh BblGop MarasuHa: nsy4eHve Mowck BapuaHToB
T MoTuBaUuS: XenaHe  BO3MOXHbIX BapUaHTOB Ha noaapka: nsy4exue
- nopafoBatb Apyra OCHOBE peknambl 1 accopTUMeHTa B KaTanore
pL) pekomeHaauui Ha caiite

@ o — @
e N @ T\

VIHTEpeCHO, HO He 3HaeT,

i Yavenexue ot 60MbLLIOro
CYacTnuB, BOOAYLUEBNEH,  KaKoW MarasuH BbiOpaTh, A

BbiGOpa U NerkocTn
T 3auHTEpecoBaH nerkoe cMsTeHUe 1 paﬁOTEI A p——
hpycTpauus
o VIHTYUTUBHO NOHATHbLIA
BbICTPO M NErko HailTu  PeneBaHTHble pesynbTaTbl B [v3aiiH caiiTa, GLiCTpas
OxuaaHus MarasuH ¢ NpUSTHbIMMU NOWCKe BblAaum, TOYHbIE sarpyaka CT’paHVIL[p
LieHamn pekoMeHaauum Tapreta VAOGHbIA KaTaror
SIS FIDELT Mnoxo HacTpoeHHas CTpaHuLibl caiTa Mol
KOHKypeHTOB, cnabas P pariy T
TapreTMpoBaHHas peknama, nporpyxartbcs
Rapreps MAPKETUHIOBAS KAMNAHUS, ;2600 SEQ-onTumMuaaLms mefanieHHee, Yem
Heah(PeKTUBHbIE - u An ¥
caitta XoTenoch Gbl
peKnamHble KaHanbl
MpuBneyb KomneTeHTHbIX ybnukoBaTh He MeHblue 10 T e s
Mpeononexue MapKeTonoros, 4Tobbl  SEO-cTarteit B Mecsill, 4ToObl Komeuyra ——.
npenATcTBUN BbICTPOUTbL CTPATErio CO  BbIBECTY CaiiT B NEPBble : Hanpymep

= CoXaTb n3obpaxeHus
cTporumu KPI CTPOYKU MOVNCKOBOW Bblaaymn P

Mpumepol:
AwaH - https://hardclient.com/auchan
https://hardclient.com/delimobil - Jennmobunb

CaiiT KoMnaHuu, CBA3b COTPyAHUKa C BT T
BO3MOXHO, OGLUEHNE G KNUEHTOM MO TenedoHy A VKGO YPESD
KOHCYNbTaHTOM UK 3NEKTPOHHOM NoyTe X
CpaBHeHWe ToBapoB:

I’IonyHeHMe 3aKasa ogHUM 13
OchopmneHnve 3akasa NpeAnoXeHHbIX CnocoboB:
yepe3s KOpauHy Ha caiTe CaMOBbIBO3, Kypbepckas
[I0CTaBKa, MyHKT Bblgauu

13y4eHNe OT3bIBOB,

XapaKTepUCTUK, NOMCK

BbIFOAHbIX YCMOBUIA 1
aKkuuin

//’@\

J | .
\_» . / \» . _
Yerarocts ot 4onroro ObneryeHve 1 pagocte  PasgpaxeHue, YTo ocTaBka
U3y4eHusi, paccTpaunBaet pan ap , 4TO A

OT TOTO, 4TO ECTb Pa3Hble  3afiepXKanach, 1 Kypbep He
[lonras JocTaBka P Aep: Kypbep

HEKOTOPBIX TOBAPOB €noco6bl onnatbl npeaynpeavn
YpobHas cuctema Hanuune pasHbix D EED
¢unbTpauum ToBapoB B cnocoGoB onnarbl 1 Y P
KaTarnore no ueHe. nerkoe ogopmneHue CEER LT D DI
s
OT3bIBaM, CKuaKaMm 3aKasa eI S e G
HeBo3MOXHOCTb

HI HI i :
oTcopTpOBATS ToRapK flo BOSMOXHbI TEXHUMECKre. Uenoseseckit akTop: Kypep
Henonaaku Bpems ot He ycnen BoBpeMs OCTaBUTb
HYKHLIM MONbSOBATENNIO BpeMeHM TOBap 332 BLICOKOI Harpy3Kkit
napameTpam P p 13- py

BBecTi unbTpauyio OnepaTtuBHO 3akntoyaTb KOHTPaKT ¢
pau pearupoBartb Ha xanobbl HaaeXHbIMU cnyx6amn
Karanora no cambiMm
SaCTBIM 33MDOCAM OT KIMEHTOB, BOBPEMS] [0CTaBK1 Unu co3gatb
P YCTPaHsiTb Henonaaku COGCTBEHHYIO

11


https://hardclient.com/auchan
https://hardclient.com/delimobil

YHueepcuteT NHHOMNONUC
YnpasneHne Ha OCHOBE AaHHbIX

Mpumep noctpoeHna CJM ot Miro

https://miro.com/miroverse/practical-customer-journey-mapping/

Q ¢ m’ X Show when creating a board

L]
|
|

» Miro a HananA.S. 2 Josh zak
ERD Customer Relationship Customer Journey Map Customer Experience Map
Management (CRM)
] » e b4

https://miro.com/ru/customer-journey-map/what-is-a-customer-journey-map/

12


https://miro.com/miroverse/practical-customer-journey-mapping/
https://miro.com/ru/customer-journey-map/what-is-a-customer-journey-map/

YHuBepcuteT MHHONONUC
YnpaBneHue Ha OCHOBE AaHHbIX

Ana noctpoeHna CJM HyXHa [lepcoHa

Lyndy TEO

Fashion Entrepreneur,Married,44

Needs to drink coffee at least once or twice a day at Starbucks

Uses the mobile app daily and treats it like an e-Wallet for her multiple Starbucks
cards

Particular about customer service and feels Starbucks delivers the quality

Goals Pain Points

Holding up the queue
choosing the Starbucks
card

Takes some time to find the
nearest Starbucks for
meetups

Going around various
outlets to look for a

limited edition item

Get daily caffeine dose
Needs meeting place near her
clients or to catch small
moments of the day

Collect limited edition
Starbucks merchandise

The Starbucks Loyalist

" It's quite embarrassing when
| take too much time to scroll
through all my cards at the
counter”

oudty
o U
« vy

*w,

Jack LIM

Sales Director,Divorced,36

« Drink coffee at least once or twice a day at Starbucks as part of his daily routine

from Mon - Fri

e Uses the mobile app daily so that he does not have to carry the Starbucks card in

his wallet

* s acreature of habit and likes the familiar feeling of his daily coffee at his regular

Starbucks

Goals

To get his daily dose of
caffeine

A quiet spot to reflect on his
day

Pain Points

Tend to hold up the queue
when app login

Can't get a seat at his usual
outlet

«

The Functional Habitual

" It kinda of gets on my nerves
when it's my turn to pay and
the app is logged out yet again

- feel like everyone is staring at

me!”

13



YHuBepcuteT MHHONONUC
YnpasneHne Ha OCHOBE AaHHbIX

Ana noctpoeHna CJM HyXHa [lepcoHa

Lyndy TEO
Fashion Entrepreneur,Married,44

*  Needs to drink coffee at least once or twice a day at Starbucks

e Uses the mobile app daily and treats it like an e-Wallet for her multiple Starbucks
cards

e Particular about customer service and feels Starbucks delivers the quality

P N

Heads to store Arrives Decides Collect Consumes
to meet friend At store order Drinks Drink

Discuss with Queue at Collects drink Bring drinks to table
friend what to counter at counter and drink
order

"
Enjoys quality of E =

drinks, soft music in
background and the
free wifi

\\ //
« ) TR _~
A (5}
mfﬁ:m&p e  Took some time to select cards for b
convenlent and Did not expect outlet to payment < 2%,
nearest Starbucks be o crowded and . No feedback of processed payment after by -
with parking for her having to wait so long scan . .
for a seat . Only a sudden change in the remaining

card value

14



YHuBepcuteT MHHONONUC
YnpasneHne Ha OCHOBE AaHHbIX

Ana noctpoeHna CJM HyXHa [lepcoHa

Jack LIM

Sales Director,Divorced,36

to chill

Drink coffee at least once or twice a day at Starbucks as part of his daily routine

from Mon - Fri

Uses the mobile app daily so that he does not have to carry the Starbucks card in

his wallet

Is a creature of habit and likes the familiar feeling of his daily coffee at his regular

Starbucks

Heads to store Arrives Looks

At store for seat

-

=

»
S

As s s e ey

&g

Wished he has Feeling cheered up after
anticipated the larger getting a good seat after
than usual crowd 20 mins

Collect Consumes
Drinks Drink

Collects drink Bring drinks to table
at counter and enjoy

He feels more settled,
as he enjoys his
familiar drink

TS

Open his app to pay

Realised that he was logged out
Tried 1o login, but it was too slow.
Decided to pay with credit card
instead as he has embarrassed by
the queue he caused

15



YHuBepcuteT MHHONONUC
YnpasneHne Ha OCHOBE AaHHbIX

dTanbl aHaJIMTUKM NPOAYKTaA

» = il

® N0 NOBEAEHMIO
nosbsosartenen

® Ha OCHOBe
dHann3a AaHHbIX

® cObpaHHbIX
AaHHbIX

* U uccnegyemole
MEeTPUKN

Cbop AaHHbIX
AHanuns

MocTtaBuTb 3a4a4y
NocTaHOBKa rvnoTes [y

@

e Ha nunotax, A/B
TecTax

MposepKa runores

16



YHuBepcuteT MHHONONUC
YnpaBneHue Ha OCHOBE AaHHbIX

Kak dopMyanmpoBaTtb rmnoTtesbl?

MnoTte3a aonkHa 6bITb NpoBepAeMomn
* OMNUpPaTbCs HAa METPUKMU

€CTb CPOK NMPOBEPKU TNNOTE3bI, HE KBEYHAA»

«Ecnu <ycnosue>, To <mMempuKa> yBenmumntca Ha X% 3a nepuog, Y»

NMpoaykToBas Banupauyus AnsaiiH

TectupoBaHue
runoresa rmnoressbl n paspaboTka

PbIHOK
M nosb3oBaTenun

AncTtpubyumns

17



YHueepcuteT NHHOMNONUC
YnpasneHne Ha OCHOBE AaHHbIX

Kakue OGbIBalOT NPOAYKTOBbIE TMNOTE3bI

1. nNpuB/ieYEHUA HOBbIX NOAb30BaTeNel (TecTMpoBaHne KaHaioB MOUCKA HOBbIX
nonb3oBaTenein)

2. aKTMBaLUM NPUBAEYEHHbIX NONb30BaTENEN (M01b30BATENLCKMUIN OMNbIT BHYTPU NPOAYKTA)
3. yaeprkaHus (cnocobbl CoOXpaHEeHUs KNMEHTOB, KOTopble yKe 6blan Ha canTe)
4. BMPaNbHOCTM (NPUBIEYEHMIO HOBbIX KIMEHTOB C MOMOLLbIO HbIHELLHWX)

5. UueHHOCTU (LEHHOCTHbIE NPeaNOXKeHMA ANA Pa3HbIX CEFMEHTOB, OCHOBaHHbIX Ha Npobaemax
N KNtoyeBbix “paboTax” nonb3oBaTenei)

6. 6busHec-rmnoTesbl (onTUMM3aumsa busHec-NnpoLEccos)



YHuBepcuteT MHHONONUC
YnpasneHne Ha OCHOBE AaHHbIX

Y10 TaKoe MeTpuKa?

MeTpuka -

KauecTBEHHbIN NN KONNYECTBEHHbIN NOKa3aTesNb,
XapaKeTpu3yrLmMi (He)ycnex npoayKTa

XapaKTepUCTUKN MEeTPUKMU:

1. UamepmmocTb — MmoxKem cobpaTb AaHHbIE U
NMNOCYNUTATb

2. CpaBHMMOCTb — MOXeM CPaBHUTb C PETPOAAHHbIMMU

3. PeneBaHTHOCTb — CBA3aHa C uenamm " 3agav4yamu
busHeca

4. T1OHATHOCTb M UHTEPNPETUPYEMOCTb

19



YHueepcuteT NHHOMNONUC
YnpasneHne Ha OCHOBE AaHHbIX

Bnuabl MeTpUK: oneperkawwme U

3anas/biBaloLime

3anasgbisalowme MeTPUKM:
Pe3yanaTb| nocne onpegeneHHoro nepnoaa spemeHun

AHaI'II/I3MpyI'OTCFI PETPOCNEKTUBHO A1A aHA/IU3a
NnoKasaTe/sien B KOHLe (I)I/IHaHCOBOI'O nepunoaa

Onepexarowme MeTpuUKun:

M0o3BONAIOT ONPEeAeInTb CTENEHb AOCTUMKEHMUA LEenen,
/10 MOMEHTa TOro, Kak Bce NONAET He TaK

= paHHMeEe UHAMKaTOopbI (He)ycnexa

LEADING
METRIC

Focus on these

‘&

D\ET EXERCSE
ealories/ Ae\j workows /wk

LAGGING
METRIC

To 'w\(\:\ue\/\ca hese

WEIGHT Losé
wen 3\/\{’

20



YHueepcuteT NHHOMNONUC
YnpasneHne Ha OCHOBE AaHHbIX

Bnuabl MeTpUK: oneperkawwme U

3ana3abiBalolwme

3anasgbisalowme MeTPUKM:
Pe3yanaTb| nocne onpeageneHHoro nepnoga spemeHun

AHaJ'II/I3MpyI'OTCFI PETPOCNEKTUBHO A4 aHA/IU3a
NnoKasaTe/sien B KOHLe (I)MHaHCOBOI'O nepunoaa

Onepexarowme MeTpuUKun:

MNo3ssonatoT onpeaenntb CteneHb JOCTUXKEHUA LI,EI'IeI\/i,
40 MOMEHTA TOro, Kak BCée HOVIﬂ,eT He TaK

= paHHMeEe UHAMKaTOopbI (He)ycnexa

Bbipy4yKa OT BOo3BpaLwatowmxca KaneHTtos - Monthly or Annual
Recurring Revenue (MRR / ARR)

Customer Lifetime Value (LTV)

Pacxoapl Ha npuBneyeHune - Customer Acquisition Costs (CAC)

KonnuecTtso peructpaumin/anaos

KoHBepcua B akTUBaLMIO/NOKYMNKY

KonnuyectBo akTUBHbIX Nonb3osaTenei (MAU, WAU, DAU)
MNoKasaTenb 0TKa30B

21



YHueepcuteT NHHOMNONUC
YnpasneHne Ha OCHOBE AaHHbIX

3 Buga MeTpMmK

MeTpuku npusnevyeHuma MeTpukun ucnonb3oBaHuA MeTpukn moHeTusaumm
MomoratoT onpegenntb KaHanbl lMomoratoT akTUBHOCTb Moka3bIBatoT 3apaboToK € NpoayKTa
npusneyeHna Nnonb3oBaTenei, nonb3oBaTesnel Npu
CTOMMOCTb NPUBAEYEHUA, MEPBYIO B3aMMOLENCTBUMU C MPOAYKTOM
aKTUBHOCTb
ARPPU

New Users / Share pf New Users KoadduumeHT yaepraHus LTV
Koa¢dduumeHT akTuBaLmum Jons ncnonbsyowmx GyHKLMOHAN ROI
CToumocTb npusnedyenus (CAC) % OTTOKa Mpnbbinb

v X v X
Cospan nepebii kaneHaapb YCTaHOBWN NPUNOKEH e Kymn Mpemmym-rapud Co30an 10 KaneHaaped
Hanucan nepeoii noct 33perVIcTPUPORANcs 6 colceTu Onnatvin pasmeLLeHe peKnam Hanucan nepsbiit noct
BbINOMAHWA OAHO 3adaHune Kynun kypc “Mpopakr + M" Mpro6pen roaoByio MOAMMCKY Mocmotpen ¢punbm B

Mocmotpen ¢dunbm Moanucancsa Ha oHNanH-KMHoTeaTp OHNanH-KMHoTeaTpe



YHueepcuteT NHHOMNONUC
YnpasneHne Ha OCHOBE AaHHbIX

Uepapxmna MeTpuUK

CTPYKTYpa, KOTOpan NOMOraeT nUx ynopsaounT,
onpeaennTb 3aBUCUMOCTU MEXAY HUMMU
N CNeauTb 32 U3MEHEHUAMM

Mpunbbinb

[ l

Bbipyuka = Pacxonb

|

Kon-Bo aKTUBHbIX NOAMNCOK

|
! l

Kon-Bo nonb3oBaTtenem  x

CpepHsas ueHa nognMckmn X MapKeTuHr

KOHBepCMﬂ B NOOMNMUCKY

+

OnepaumoHHble pacxopbl

23



YHuBepcuteT MHHONONUC
YnpaBneHue Ha OCHOBE AaHHbIX

NSM - MeTpUKa NoNApHOM 3Be3 bl

KntoyeBan METPUKa, CTOALWLLAA Ha BEPLWLUNHE UEPAPXUN NN NMNPaMULbl METPUK

exxegHeBHa¢d KOJTM4eCTBO
Mos1b30BaTe/1IbCKad 3a6pOHMpOBaHHbM

AdKTMBHOCTDb o HOYeBOK
airbnb

A
5 9 ’ &
» sKyeng 2016 KonuuyectBo @ 2018 GMV 2020 LTV
HOBbIX YHEHWKOB :
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dPuHAaHCOBbIE

Knaccuyeckne xapakTepucTnkm 6usHeca

Revenue

Boipyuka

COGS

CebecTtouMOCTb

Fix/var costs

dukc/nepemMeHHbIe 3aTpaTh

Cash burn

MNoTtpayeHHbie aeHbru (8 mec.)

ROI/ROMI

BosspaT Ha (MaQpPKEeTUHT.) MHBECTULMK

NMpoaykToBbie

NoBepneHwe nonb3osaTenen

MRR/ARR

Exemec./exerogHas NoBTOPSEMAs BbIPYUYKO

AOV

CpegHuin yex

Conversion

KoHsepcus

DAU/MAU

AKTUBHbIE NONb3oBaTten (8 IleHb/MeC)

Retention

Ynepxaxve nonb3osarenemn

Churn

OT1TOK NONb3OBATENEN

OHUT

DUHAHCHI B NepecyeTe Ha Nonb3oBaTens

User Acquisition

KonuyecTso HOBbIX NONb3OBATENEN

ARPPU

Cp. 4ex ¢ nNnaTawero NonbL3osaTeNs

ARPU

Cp. 4ek ¢ nonb3osaTtens

CAC

CTOMMOCTb NPUBNEYEHUS KNMeHTa

CM

Mapx-Tb NOCNe MAPKETUHIQ

LTV

[loxon € KkNMeHTa 3Q BCE BPEeMs XU3HU



YHuBepcuteT MHHONONUC
YnpasneHne Ha OCHOBE AaHHbIX

/lepeBO NPOAYKTOBbIX MEeTPUK

o
-
"f COMPANY
= Weekly active subscribers (WAS)
w
=]
o
(=]
['8
REACH ACTIVATION ENGAGEMENT RETENTION BUSINESS-SPECIFIC
w
g Marketing Product & content Product & marketing
=
w ) Subscriptionin Minutes 1-week WAS Avg. revenue
z Subscribers . . )
B 7 days / New users viewed / WAS retention / Subscriber
-
[ |
7] ACTION COMPLETION
o
. . . Time to
w Retained Reactivated New subscription
=
Video starts Complete Same show
3 / WAS / Start retention




YHuBepcuteT MHHONONUC
YnpaBneHue Ha OCHOBE AaHHbIX

MeTpUKM NO TMNaM runoTes

MeTpuku npogykTta MeTpuku pocTta
¢ Hackonbko XOpPOoLo NpoayKT ¢ POCTYT Aoxonbl B LeJioM UMu
yAepXuUBaeT nonb3osarenen? napaT?
e CKONnbKO fieHer cpegHun e CKONbKO Bcero noaen
noJsib3oBATEJIb TPATUT B NoJib3ylOTCH npOAyKTOM?
npoaykre?

e KakoBa o608 AUHAOMUKQ
¢ Kakasi yacTtb HOBbIX QKTUBHOM aygutopun?
nonb3oBAaTenen goxoauT Ao
onpeaeneHHoro MecTa B
npopykre?
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YHuBepcuteT MHHONONUC
YnpaBneHue Ha OCHOBE AaHHbIX

Knw4yeBble NpoAYKTOBble ME@TPUKMU

e NMokynarenu
U UX noBegeHue

KonunuecTBo, cpegHui Yek, NPOSTOHraLLmMm

o IOHUT-3KOHOMUKAO

CTOMMOCTb M OKYNAEMOCTb
npUBNEYEHUS HOBBIX MOKYNaTenen

e MeTpuku cepeuca /
KayecTBa

PentuHr, Bpema goctasky, NPS

MRR

MONTHLY
RECURRING REVENUE

RUN-RATE =

BbIPYYKA TEKYLLEIO
MECALA X 12

ARR = 12 X MRR

ANNUAL
RECURRING REVENUE

ACV
ANNUAL CONTRACT VALUE

AOV
AVERAGE ORDER VALUE

28



YHueepcuteT NHHOMNONUC
YnpasneHne Ha OCHOBE AaHHbIX

HeaddpeKTMBHbIe METPUKMH

e KoainyecTBo 3aperncTpmpoBaHHbIX NOb30BaTesNe
* Ynucno nognncHMKoB B coLceTax

e KoaiMuecTBo CKauynMBaHU NPUNOKEHUNA

e KoaiMyecTBo NPOCMOTPOB CaiTa

e Bpemsa, npoBesieHHOE Ha cainTe

* Jltobble MEeTPUKN HaKOMNEHHbIM NTOFOM



YHueepcuteT NHHOMNONUC
YnpasneHne Ha OCHOBE AaHHbIX

CtaTbM Npo NPOAYKTOBble METPUKMU

https://libraryv.wannabe.ru/article/kak-postroit-ierarhiyu-metrik-i-ispolzovat-ee-v-

rabote?utm_source=tgpromo&utm_medium=dashabegi&utm_campaign=post

https://library.wannabe.ru/article/product-metrics-from-saas-to-ecom
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YHuBepcuteT MHHONONUC
YnpaBneHue Ha OCHOBE AaHHbIX

IOHUT-2KOHOMMUKA OTBE4YaeT Ha BONpOChHI

e CKO/IbKO CTOUT NpMUBAEYEHME OHOTO K/IMEHTa?

e CKO/IbKO AeHer mbl 3apabaTbiBaem € 04HOMO KJANEHTa?

e OKynatoTca /1M Halu 3aTpaTbl Ha peknamy?

e CKO/ZIbKO NOKYMOK A0/XKEeH COBEPLUNTb KAMUEHT, YTODObI 3aTPaTbl OKYMNUANUCH?

FOHUT — 310 eanHULUa, reHepupylow,an
AoxoA,

*  CraHpapTtusupyemas
*  MacwTrabupyemas
*  [lo KOTOpPOW Mbl MOXKem cobpaTb AaHHble!
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YHueepcuteT NHHOMNONUC
YnpasneHne Ha OCHOBE AaHHbIX

IOHnT-3kOHOMMKA HE oTBevyaeT Ha Bonpoc
HACKO/bKO Y KOMIMAHUU 3¢hheKmusHaa puHaHco8as M0OOesib?

Ham nHTepecHa mapKMHanbHaA NPpUbbINbL C KINEHTA: CPaBHEHME A0X0Aa C KNNEHTa
N CTOMMOCTU €ro nNpuBAeYEHMNs MAaPKETUHIOBbIMW KaHanaMum 1Mb60 cpaBHEeHUE
10X0/a C TOBapa W 3aTpaT Ha ero NPoaaxy

[ToaTOMy Ba*KHO obHOBNATH pacyeTbl exXXeHeaeabHO U exXxemecA4HoO: Nno mepe T1oro,
KaK MpoBOoAATCA MaPKETUHIOBbIE IKCMNEPUMEHTDI
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YHuBepcuteT MHHONONUC
YnpaBneHue Ha OCHOBE AaHHbIX

Mpumepbl OHKUTOB

33



YHuBepcuteT MHHONONUC
YnpaBneHue Ha OCHOBE AaHHbIX

Mpumepbl OHKUTOB

Bbl60p IOHUTA 3aBUCUT OT MOAEe/TU FOHUT-2KOHOMUKUA
K/INEHTCKaA U TPAH3aKLUMOHHAA: B TpaH3aKLI,I/IOHHOl71 IOHUTOM

OyaeT cuMTaThCa cAeNiKa UK NPOoAaHHbIM ToBap (xopowa ana
odnaH busHeca), a B KIMEHTCKON — OAMH NO/Ib30BaTE b

https://khanin.info/blog/224
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YHueepcuteT NHHOMNONUC
YnpasneHne Ha OCHOBE AaHHbIX

[Tloka3zaTenn HUT-IKOHOMMUKMU

CPA Buyers
CAC= — Cl=
C1 Users
CUSTOMER CONVERSION IN
ACQUISITION COST FIRST PURCHASE
CR=1-
ARPPU s Revenues CHURN
LTV = = RATE
Churn Users Period O
LIFETIME =
VALUE RR
RETENTION

RATE

ARPU

ARPPU = —

C1

AVERAGE REVENUE
PER PAYING USER

Users Period N

Users Period N-1

Users Period N

Users Period O
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YHuBepcuteTt MHHONonunc

YnpaBneHue Ha OCHOBE AaHHbIX
23

Xopouwaa UE

LTV

1. LTV/CAC>3
2. CAC/ARPPU<12

CAC
Payback

Churn

CAC



YHuBepcuteT MHHONONUC
YnpasneHne Ha OCHOBE AaHHbIX

Kak BbirnagmMt mogenb pacyeta UE

UNIT ECONOMICS Jan Feb Mar Apr May June July Aug Sept Oct Nov Dec 2024
Reverwe 100,0000 1000000 1000000 1000000 1000000 1000000 1000000 1000000 1000000 1000000 1000000 1000000
Number of sales 20000 20000 20000 20000 2000.0 2,000.0 20000 2000.0 20000 20000 20000 2,000.0
1OMers 500.0 4750 450.0 4250 4000 3750 350.0 3250 3000 2750 250.0 2250

3d 50000 45000 42500 40000 3750.0 35000 32500 30000 27500 25000 22500 2,000.0

Average Order Value (AOV) 50.0 50.0 50.0 50.0 50.0 50.0 500 50.0 50.0 500 50.0 50.0
Average Payment Count (APC) 40 42 44 47 50 53 as 6.2 6.7 73 B.O 89
Cost of Goods Sold (COGS) 300 300 300 30,0 300 300 300 300 300 300 300 300
Average Revenue per Customer (ARPC) 80.0 642 889 941 1000 106.7 1143 1231 1333 1455 160.0 1778
Cost Per Lead (CPL) 70 7.0 7.0 70 7.0 7.0 70 7.0 7.0 70 70 7.0
version Rate 10% 10% 10% 10% 10% 10% 105% 0% 10% 10% 10% 10%
Customer Acquisition Cost (CAC) 700 700 700 700 700 700 700 700 700 700 700 700
Contribution Margin (CM) 10 14 19 24 30 37 44 53 63 75 90 108
) Rate | 5% 5% 6% 6% 6% 7% 7% 8% 8% o% 10% 100%
Lifetime Value (LTV) 2000 2700 3400 4100 4800 550.0 6200 6900 760.0 8300 900.0 1078
LTV /CAC 29 39 49 59 69 79 89 99 109 e 129 15
Optimistic O
Basic
Pessimistic 0O



YHuBepcuteT MHHONONUC
YnpaBneHue Ha OCHOBE AaHHbIX

PaccMoTpuM npumep

KomMmnaHua — oHnanH-KMHoTeaTp

CtoumocTb noanucku coctaensetr 500 pyoneun B mecsy

10% nonb3oBaTtenen npekpaLlaoT Nonb30BaTbCA CEPBMCOM B TeYEHUe Mecsua
CPA (ctoumocCTb 3a gencTBue = pernctpauyus) coctasnget 25 pyonen

KoHBepcusi B opopmrieHmne nognuckm — 1%



YHuBepcuteT MHHONONUC
YnpaBneHue Ha OCHOBE AaHHbIX

PaccMoTpuM npumep

KomMmnaHua — oHnanH-KMHoTeaTp

CtoumocTb noanucku coctaensetr 500 pyoneun B
MecsL,

10% nonb3oBaTtenen npekpatlaoT NoNb30BaThCA
CepBNCOM B TeYeHne Mecsua

CPA (ctonmocTb 3a eNUCTBUE = perncrpauns)
coctaBnget 25 pyonen

KoHBepcusi B opopmrieHmne nognuckm — 1%

ARPPU
Churn
CAC
CAC



YHuBepcuteT MHHONONUC
YnpaBneHue Ha OCHOBE AaHHbIX

PaccMoTpuM npumep

KomMmnaHua — oHnanH-KMHoTeaTp

CtoumocTb noanucku coctaensetr 500 pyoneun B
MecsL,

10% nonb3oBaTtenen npekpatlaoT NoNb30BaThCA
CepBNCOM B TeYeHne Mecsua

CPA (ctonmocTb 3a eNUCTBUE = perncrpauns)
coctaBnget 25 pyonen

KoHBepcusi B opopmrieHmne nognuckm — 1%

ARPPU
Churn
CAC
CAC

ARPPU

Churn

CPA
CAC= —
Ci

CUSTOMER
ACQUISITION COST



YHuBepcuteT MHHONONUC
YnpaBneHue Ha OCHOBE AaHHbIX

PaccMoTpuM npumep

KomMmnaHua — oHnanH-KMHoTeaTp

CtoumocTb noanucku coctaensetr 500 pyoneun B
MecsL,

10% nonb3oBaTtenen npekpatlaoT NoNb30BaThCA
CepBNCOM B TeYeHne Mecsua

CPA (ctonmocTb 3a eNUCTBUE = perncrpauns)
coctaBnget 25 pyonen

KoHBepcusi B opopmrieHmne nognuckm — 1%

ARPPU
Churn
CAC
CAC

LTV= 5000

ARPPU

LTV =
Churn

CPA

CAC= —
Ci

CUSTOMER
ACQUISITION COST

CAC =2500



YHuBepcuteT MHHONONUC
YnpaBneHue Ha OCHOBE AaHHbIX

PaccMoTpmyM npumep

5 LTV= 5000
KomMmnaHnsa — oHnanH-knHoTeartp
. ARPPU
CtoumocTb noanucku coctaensietr 500 pyonen B ARPPU L1v=
MecsL Churn
10% nonb3oBaTenen npekpallatoT Norb3oBaTbCs Churn
CepBMCOM B TeYeHne mecsaua CPA

CAC  CAC=—

CPA (ctonmocTb 3a eNUCTBUE = perncrpauns)

cocTtaBndet 25 pybneu CUSTOMER
C AC ACQUISITION COST
10
KoHBepcua B opopmneHue noanuckn — 1% CAC = 2 500

LTV/CAC?



YHuBepcuteT MHHONONUC
YnpaBneHue Ha OCHOBE AaHHbIX

PaccMoTpmyM npumep

5 LTV= 5000
KomMmnaHnsa — oHnanH-knHoTeartp
. ARPPU
CtoumocTb noanucku coctaensietr 500 pyonen B ARPPU L1v=
MecsL Churn
10% nonb3oBaTenen npekpallatoT Norb3oBaTbCs Churn
CepBMCOM B TeYeHne mecsaua CPA

CAC  CAC=—

CPA (ctonmocTb 3a eNUCTBUE = perncrpauns)

cocTtaBndet 25 pybneu CUSTOMER
C AC ACQUISITION COST
10
KoHBepcua B opopmneHue noanuckn — 1% CAC = 2 500

LTV/CAC =2



YHuBepcuteT MHHONONUC
YnpaBneHue Ha OCHOBE AaHHbIX

PaccMoTpmyM npumep

5 LTV= 5000
KomMmnaHnsa — oHnanH-knHoTeartp
. ARPPU
CtoumocTb noanucku coctaensietr 500 pyonen B ARPPU L1v=
MecsL Churn
10% nonb3oBaTenen npekpallatoT Norb3oBaTbCs Churn
CepBMCOM B TeYeHne mecsaua CPA

CAC  CAC=—

CPA (ctonmocTb 3a eNUCTBUE = perncrpauns)

cocTtaBndet 25 pybneu CUSTOMER
CAC ACQUISITION COST
KoHusepcus B ocbopmnenme nognuckn — 4%2% CAC = 2 500

LTV/CAC?



YHuBepcuteT MHHONONUC
YnpaBneHue Ha OCHOBE AaHHbIX

PaccMoTpmyM npumep

5 LTV= 5000
KomMmnaHnsa — oHnanH-knHoTeartp
. ARPPU
CtoumocTb noanucku coctaensietr 500 pyonen B ARPPU L1v=
MecsL Churn
10% nonb3oBaTenen npekpallatoT Norb3oBaTbCs Churn
CepBMCOM B TeYeHne mecsaua CPA

CAC  CAC=—

CPA (ctonmocTb 3a eNUCTBUE = perncrpauns)

cocTtaBndet 25 pybneu CUSTOMER
CAC ACQUISITION COST
KoHusepcus B ocbopmnenme nognuckn — 4%2% CAC = 2 500

LTV/CAC=4



YHueepcuteT NHHOMNONUC
YnpasneHne Ha OCHOBE AaHHbIX

MogenvpoBaHue IOHUT-OIKOHOMMUKU

CPA
ARPPU CAC= —
LTV = Ci
Churn CUSTOMER
ACQUISITION COST
ARPPU Churn LTV CPA C1 CAC LTV/CAC
500 rub 10% 5000 rub 25 rub 1% 2 500 rub 2
500 rub 10% 5000 rub 25 rub 2% 1 250 rub 4
500 rub 20% 25 rub 1% 1 250 rub




YHueepcuteT NHHOMNONUC
YnpasneHne Ha OCHOBE AaHHbIX

MogenvpoBaHue IOHUT-OIKOHOMMUKU

CPA
ARPPU CAC= —
LTV = Ci
Churn CUSTOMER
ACQUISITION COST

ARPPU Churn LTV CPA C1 CAC LTV/CAC
500 rub 10% 5000 rub 25 rub 1% 2 500 rub 2
500 rub 10% 5000 rub 25 rub 2% 1 250 rub 4
500 rub 20% 2 500 rub 25 rub 1% 2 500 rub




YHueepcuteT NHHOMNONUC
YnpasneHne Ha OCHOBE AaHHbIX

MogenvpoBaHue IOHUT-OIKOHOMMUKU

CPA
ARPPU CAC= —
LTV = Ci
Churn CUSTOMER
ACQUISITION COST
ARPPU Churn LTV CPA C1 CAC LTV/CAC
500 rub 10% 5000 rub 25 rub 1% 2 500 rub 2
500 rub 10% 5000 rub 25 rub 2% 1 250 rub 4
500 rub 20% 2 500 rub 25 rub 1% 2 500 rub 1




YHueepcuteT NHHOMNONUC

lepaBneHme Ha OCHOBE AaHHbIX

MogenvpoBaHue IOHUT-OIKOHOMMUKU

CPA
ARPPU CAC= —
LTV = Ci
Churn CUSTOMER
ACQUISITION COST
ARPPU Churn LTV CPA C1 CAC LTV/CAC
500 rub 10% 5000 rub 25 rub 1% 2 500 rub 2
500 rub 10% 5000 rub 25 rub 2% 1 250 rub 4
500 rub 20% 2 500 rub 25 rub 1% 2 500 rub 1
500 rub 20% 2 500 rub 50 rub 1%




YHueepcuteT NHHOMNONUC

lepaBneHme Ha OCHOBE AaHHbIX

MogenvpoBaHue IOHUT-OIKOHOMMUKU

CPA
ARPPU CAC= —
LTV = Ci
Churn CUSTOMER
ACQUISITION COST
ARPPU Churn LTV CPA C1 CAC LTV/CAC
500 rub 10% 5000 rub 25 rub 1% 2 500 rub 2
500 rub 10% 5000 rub 25 rub 2% 1 250 rub 4
500 rub 20% 2 500 rub 25 rub 1% 2 500 rub 1
500 rub 20% 2 500 rub 50 rub 1% 5000 rub




YHueepcuteT NHHOMNONUC

lepaBneHme Ha OCHOBE AaHHbIX

MogenvpoBaHue IOHUT-OIKOHOMMUKU

CPA
ARPPU CAC= —
LTV = Ci
Churn CUSTOMER
ACQUISITION COST
ARPPU Churn LTV CPA C1 CAC LTV/CAC
500 rub 10% 5000 rub 25 rub 1% 2 500 rub 2
500 rub 10% 5000 rub 25 rub 2% 1 250 rub 4
500 rub 20% 2 500 rub 25 rub 1% 2 500 rub 1
500 rub 20% 2 500 rub 50 rub 1% 5000 rub 0.5




YHuBepcuteT MHHONONUC
YnpaBneHue Ha OCHOBE AaHHbIX

Ewe oanH npumep

KomMmnaHua — Typuctuyeckun nopran

KnneHt tTpatnt 150 000 py6. B Mmecsu:
100 000 py6. — bunetol, 50 000 py6. — oTenb

CpoK »Xn3Hu knneHta — 1 ron
6% — mapxa otens, 1% — mapxa Ha buneTbl

CPA (ctonmocTb 3a gencrtsue) — 2 000 py©.
KoHBepcus B nokynky — 20%

ARPPU = ?
CAC?
LTV - ?
CAC [LTV -?
PAYBACK - ?
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YHueepcuteT NHHOMNONUC

YnpaBneHue Ha OCHOBE AaHHbIX
23

Ewe oanH npumep

KomMmnaHua — Typuctuyeckun nopran

KrineHT TpatiT 150 000 py6. B MecsiLl: ARPPU =100 000*1% +50 000*6% =4 000 py6
100 000 py6. — bunetol, 50 000 py6. — oTenb

CAC?
Cpok XusHu knneHta — 1 ropg,
-7
6% — mapxa otensi, 1% — mapxxa Ha ouneTtbl LTV - :
CAC |LTV -7
CPA (cTtoumocTb 3a geiictane) — 2 000 py6. PAYBACK - ?

KoHBepcus B nokynky — 20%



YHueepcuteT NHHOMNONUC

YnpaBneHue Ha OCHOBE AaHHbIX
23

Ewe oanH npumep

KomMmnaHua — Typuctuyeckun nopran

KrineHT TpatiT 150 000 py6. B MecsiLl: ARPPU =100 000*1% +50 000*6% =4 000 py6
100 000 py6. — bunetol, 50 000 py6. — oTenb

CpOK M3HU KnneHTa — 1 roa CAC = 2000/20%=10 000 rub

_?

6% — mapxa otensi, 1% — mapxxa Ha ouneTtbl LTV - :
CAC |LTV - ?
CPA (cToumocTb 3a felictaue) — 2 000 py®b. PAYBACK - ?

KoHBepcus B nokynky — 20%



YHueepcuteT NHHOMNONUC

YnpaBneHue Ha OCHOBE AaHHbIX
23

Ewe oanH npumep

KomMmnaHua — Typuctuyeckun nopran

KrineHT TpatiT 150 000 py6. B MecsiLl: ARPPU =100 000*1% +50 000*6% =4 000 py6
100 000 py6. — bunetol, 50 000 py6. — oTenb

CAC = 2000/20%=10 000 rub
CpoK »Xn3Hu knneHta — 1 ron

LTV =4 000 * 12 =48 000
LTV/ CAC =48 000/10 000 = 4.8
PAYBACK = 10 000/4 000 = 2.5

6% — mapxa otens, 1% — mapxa Ha buneTbl

CPA (ctonmocTb 3a gencrtsue) — 2 000 py©.
KoHBepcus B nokynky — 20%



YHuBepcuteT MHHONONUC
YnpaBneHue Ha OCHOBE AaHHbIX

CLV - noXXM3HeHHaA UeHHOCTb KJIMEeHTA

LTV
/ \

AOV & Retention
(Average Order Value) / \
Cpennss 3 Cpeanss Lifetime 4 Cpeanee Kon-Bo

CTOMMOCTb 3aKa3a CTOMMOCTb AOCTaBKH 3adKa30B B MeCAlLl
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YHueepcuteT NHHOMNONUC
YnpasneHne Ha OCHOBE AaHHbIX

CLV - noXXM3HeHHaA UeHHOCTb KJIMEeHTA

T *xAOV xAGM =ALT
Number of clients for the period

CLV=

T — K-Bo nokynok B mec4

AOV — CpefgHuin vek

AGM — Mapxa

ALT — nnTenbHOCTb XU3HU KNneHTa B NPOAYKTe

ALT =
Churnrate

Retention Rate = 1 — churnrate

Customers,who left during the year

Churn rate = *100%

Number of Customers at Start of Year

57



YHuBepcuteT MHHONONUC
YnpaBneHue Ha OCHOBE AaHHbIX

CLV 3aBMcUT oT 3Tana KXusHeHHoro LUnKna
KJIMeHTa

@ JlosnbHbIN NOKynaTenb

e MocTOAHHbIN NoKynaTenb
o® "™

Y. A
RN

. . (S
’) MokynaTenb A "n.\___.{/‘rp zz Z

7 '~,\

MoceTuTens MokynaTenb B 30He pucka «YCHYBLUMA» NOKynaTesb
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YHuBepcuteT MHHONONUC
YnpasneHne Ha OCHOBE AaHHbIX

Mpumep XU KaneHToB 6aHKa

STAGE I: STAGE II: STAGE Ill: STAGE IV:
Entry and adoption activity stability churn
|
} Active clients |i= Stable clients
Leaving Churned
clients clients
1 month 2 month 3 month N month N+1month ' .. = N+kmonth ' N+k+1 month N+k+i month
o
. Devel t of - . .
Entry Adoption evea:t[i)\r:i\teyn © Stable activity or inactivity Churn management
Welcome/Onboarding Usage/ Churn Usage / Churn Churn
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YHuBepcuteT MHHONONUC
YnpaBneHue Ha OCHOBE AaHHbIX

CermeHTauma no KU kKnneHTa

MN3yumn
canT
Mpuwen Ha canT
M3 MONCKOBOWM Mpountan
peKnamel OT3bIBb
Ckauan
 I—
NPUAOKEHME WISYZE=NECEEIVIER - 3HakoMcTBO Bbibop ToBapa
3anonwun,. T
aHKeTy
Ha Kacce

| | |
| | |
| | |
| MocMoTpen | - Kak 6bicTpo :
. ToBapbl D ~  .pocTtaBunu?

: e ; N :
- Hob6asun ToBapel | 3akas Hackonbko

. B KOpP3UHY [ yCTPOWIO Ka4yecTBo? |
| | \ |
| J | ' |
| | |

Llenesoe _\ OnbiT
fencTeue | B3aMMOLENCTBUS

| |
| |
| |
| |

Yto-TO
He MOHPaBUNOCH

3abbin
O MarasuHe

HeT notpebHocTn
B HOBOM 3aKase



YHueepcuteT NHHOMNONUC
YnpasneHne Ha OCHOBE AaHHbIX

CLV - noXXM3HeHHadA UeHHOCTb KJ/IMEeHTA

CLV= T+AOV xAGM +ALT Bbipyuka: $1 000 000
Number of clients for the period K-80 nokynok: 40 000
K-Bo KnaneHToB: 15 000
T — K-BO nokynok B mecsy, AOV =
AQV — CpegHun yek
AGM — Mapxa

ALT — ANnUTenbHOCTb XU3HU KNNeHTa B NpoayKTe

1
Churn rate

ALT =

Retention Rate = 1 — churn rate

Customers,who left during the year 100%

Churnrate =

Number of Customers at Start of Year
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CLV - noXXM3HeHHadA UeHHOCTb KJ/IMEeHTA

CLV= T +AOV *AGM +ALT Bbipyuka: $1 000 000
Number of clients for the period K-Bo noKynok: 40 000
K-Bo kKnuneHTtos: 15 000
T — K-BO nokynok B mecsy, AOV =
ﬁgf{_fﬂ":ﬂ” - AGM = (Total revenue — COGS) \ Total revenue
ALT — INnUTenbHOCTb XU3HWN KNUeHTa B NpoAYyKTe COGS = s 470 000
AGM =
1
ALT = Churnrate

Retention Rate = 1 — churn rate

Customers,who left during the year 100%

Churnrate =

Number of Customers at Start of Year
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CLV - noXXM3HeHHadA UeHHOCTb KJ/IMEeHTA

CLV= T *AO‘./ *AGM +ALT . Bbipyyka: S1 000 000
Number of clients for the period K-80 NoKynok: 40 000
K-Bo KnaneHToB: 15 000
T — K-BO nokynok B mecsy, AOV =
ﬁg\,\;__c,\:,lp:;q}::m o AGM = (Total revenue — COGS) \ Total revenue
ALT — OAnnTenbHOCTb XM3HU KNWEeHTa B NpoayKTe COGS = s 470 000
AGM =
AT — 1 Number of cust. who left = 12 000
Churnrate Number of cust. at the start of the
year =20 000
Retention Rate = 1 — churn rate
Churn rate =
, ALT =
Churn rate = Customers,who left during the year 100%

Number of Customers at Start of Year CLV =
63



YHueepcuteT NHHOMNONUC
YnpasneHne Ha OCHOBE AaHHbIX

CLV - noXXM3HeHHadA UeHHOCTb KJ/IMEeHTA

CLV= T *AOV *AGM *ALT Bbipyuka: $1 000 000
Number of clients for the period K-80 NoKynok: 40 000
K-Bo knmeHTos: 15 000
T — K-BO nokynok B mecsy, AOV = $25
AOV -C A
AGM — Mpa?)::m o AGM = (Total revenue — COGS) \ Total revenue
ALT — OAnnTenbHOCTb XM3HU KNWEeHTa B NpoayKTe COGS = s 470 000
AGM =0,53
1 Number of cust. who left = 12 000
ALT = Churn rate Number of cust. at the start of the year = 20
000
. _ Churn rate = 60%
Retention Rate = 1 — churnrate ALT = 1,67
CLvV =($25 * 0,53 * 1,67 * 40 000) / 15 000
Churn rate = Customers,who left during the year 100% =59

Number of Customers at Start of Year
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IOHUT-2KOHOMMUKA KAaNbKYATOPbI

YTO6bI YMNPOCTUTb PaCyeTbl, €CTb NOTOBbIE KaJTbKYJTATOPbI:

KanbKynaTop oT dHAaekc [NpakTrkyMa. 34eCb YUYUTbIBAKOTCA MoKasaTen peknamsbl, LTV,
CAC, Mapyka 1 apyrmne pakTopbl

Kanbkynartop Jet.style. YunTbIBaeT 4UMCNO npmBrIevYeHHbIX MoJi b3oBaTenen, 3aTpaTbl Ha
npoaa Ky ToBapa N 4oXoOd Ha KITMEHTa

Kanbkynatop Uplab. YUMTbIBaeT peknaMy, 0OXOLbl, MapXKy U gpyrne ¢akTtopbl

Kanbkynatop ueCalc. YUYnTbIBAET YMCIO MOMb30BaTeNem U KNMEeHTOB, 3aTPaThl Ha
MPOOaXKy, KOHBEPCUIO, KOTMYECTBO MOBTOPHbIX MOKYMOK U AP. TakXKe 34eCb MOXXHO
MPOrHO3MPOBaTh PUHAHCOBLIE Pe3y/bTaTbl Ha Nepuo oT 1 Mecsdua oo 100 neTt

CumynaTop crtaptana oT UTMSTAT. 3a0eCb MOXXHO pPacCHYUTbIBATb KOHUT-3KOHOMUKY MPU
Pa3MNYHbIX MOKa3aTeNaxX BbIPYYKM OT MNPoaaXK, 3aTPpaT Ha MapPKETUHT UTU MPOoYMX 65
pacxonos.



https://docs.google.com/spreadsheets/d/1pexEadMuCYgbklIpYC3jlzELX5hJ3y0cBwihyH8lbpA/edit
https://promo.jetstyle.ru/ue-calc/
https://docs.google.com/spreadsheets/d/1LPM4EockxPQZRbeBNw-BjvV3BFYmXNOyXyfgAr3iRVk/edit?roistat_visit=184712
https://beta.uecalc.com/
https://utmstat.com/startup




