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donnoyan no Tecty

. ba3oBas apuPmeTrKa K KOHTEKCTE
MApPKETUHra: NPOLLEHTbI, OTHOLIEHUA
* MHoOro owmnboK. HeBHMMaTeNnbHOCTb?

. bazoBble meTpuku: ROI, Churn Rate
* Jlydwe, HO He naeanbHO

. UeHTpanbHble mepbl: cpegHee, meamaHa,
Mmoza
* HayausneHune oTiInYHO. Buknnegmsa?

. Koppenauyua:
* 1 npaBuUAabHbIN OTBET

4TO NnpoBepAaeTcA:
NPUHATVE PELIEeHNN

. OueHKa HexBaTKM AaHHbIX ANA NMPUHATUA

pelueHunA
* HenpaBunbHble pelleHuns

. OueHKa AOoCTaTOYHOCTM AaHHbIX ANA NMPUHATUA

peweHnA
° Herlpl/IHFITbIe peweHnA

. Mpumep c Koppensaumeir:

* HeBepHble peweHUsa, KaxXywumecs
noaTrBep>XAeHHbIMU AaHHbIMU U
aHaN30M




®onnoyan No 3agadyam fpumep 3apad ayautopun: ClosaHHa

Data informed decisions

1. Npobnema: CokpaweHne Kb po3Hn4HOro kaHana.

* OueHUTb cuTyaumro "Kak ecTb" MaKkCUManbHO OOBHLEKTUBHO U B
B DS ML DL uncppax no cede U pbIHKY:

* 1. YcTaHOBUTL eQuHbIE METPUKN U METOObI X pacyeTa and oueHku Kb. He
BblOyMbIBaTb KaXabl CBOM.

« 2. [lpoBectn aHanun3 Kb no metpunkam (OTAENbHO MO CerMeHTam, reo).
CdopmynupoBaTb rmnoTesbl No NPUYNHAM NageHUsi/HeaoCTaTOuHOM
AnHamnkn CchopmynmnpoBaTtb rmnoTesbl No B3anMOCBA3SAM NokasaTenen.

« 3. ObMeHATbCA AaHHBIMU C BEHAOPaMM AN OLIEHKM HaLLen OoNu pbiHKa U
TpeHaamM OTHOCUTENbHO APYrnX AUCTPOB.

* 4. [1poBeCTu 3NEKTPOHHbIN U TeNEdOHHbLIN ONPOC KITMEHTOB AS1S NPOBEPKN
rmnoTes (oTAenbHO BblbOpKa AENCTBYIOLNX, 3aTUXLLNX).

» 5. Togeectn utorn - rae OK, roe ona , rae TOYKM pocTa.

Report  Analysis, Research Predict Act «  OnpenenuTb Yero XoTUM, Yero Moxem cebe NO3BONUTL - "Kak Hago"

Data Volume & Complexity Realtime > 2. HyXHO cnporHosmpoBaTtb npogaxm B KOHKPETHOM
pervoHe B nepcrekTuee 2 roga

<Data packaging into Information & Knowledge
3. HyxHo onpegenntb accopTUMeHT ans cross sell



RoanyecTtBeHHblIe CKUAbI:
3/1IeMeHTapHaAa MaTeMaTUKa,
OCHOBbI CTATUCTUKWU



MeTtoa ®epmu: 6bicTpasa oUEeHKa Yero yroaHo

* Pa3noxuntb Ha pakTopbl (MHOXKUTENN), CAENaTb OLLEHKY KaXKA0ro No MeToay «NopaaoK Nonoaam», Noay4mTb
NPUMEPHbIN pe3ynbTaT 3a CYET (FTMNOTETUYECKOM) KOMNEeHcaumMm owmnbokK

* "How many piano tuners are there in Chicago?"

There are approximately 9,000,000 people living in the Chicago metropolitan area.

On average, there are two people in each household in Chicago.

Roughly one household in twenty has a piano that is tuned regularly.

Pianos that are tuned regularly are tuned on average about once per year.

It takes a piano tuner about two hours to tune a piano, including travel time.

Each piano tuner works eight hours in a day, five days in a week, and 50 weeks in a year.

(9,000,000 persons in Chicago) + (2 persons/household) x (1 piano/20 households) x (1 piano tuning per piano per year) = 225,000
piano tunings per year in Chicago.

(50 weeks/year) x (5 days/week) x (8 hours/day) + (2 hours to tune a piano) = 1000 piano tunings per year.

* Dividing gives

(225,000 piano tunings per year in Chicago) + (1000 piano tunings per year per piano tuner) = 225 piano tuners in Chicago.

In 2009, the actual number of piano tuners in Chicago was about 290



HackonbKko Ba3oBaa 40XKHA ObITb 6a30BaAd
MaTEMATUKA? ApndmMeTnKa?

* [lpoueHTbl

* CNOXHbIN NPOLLEHT, NPOLLEHT Ha NpoueHT? KpeanTtHoe pabcTso )

RR = 81%, 3a roa Haao yBennuntb Ha 20%, cmoxkem?
e YBennumm cknaky Ha 20%, a 3aTem nepegymaem n ymeHbwunm Ha 20%. ?

* [lpOUEHTbI - NPOLEHTHbIE NYHKTbI, MPOLUEHT Ha NPOLLEHT KpeaunT, A06aBUTb U YOaBUTb NPOLEHTbI

* CpepnHee. Kakoe?

* CpeaHun vyek 800 B pocTe nopora 6e3-nnHoBbIX naatexen ao 3000 py6b. ?

* CKOpoOCTb
* Hapgo noexatb 400 Km 3a 8 4acos, T.e. cpeaHAA ckopocTb 50 Km yac. lNepsble 200 KM Noexasin Co CKOPOCTb
60 KM, C KAKOW CKOPOCTbO Hago exaTb BTOpble 200km?
* BeposaTHOCTb. Yragaerte nam nocumrtaete?

* 30y4en B oaHOM KOMHaTe. KakoBa BEPOATHOCTb YTO 2 U3 HUX POAUINCL B OANH AEHbL?



KOHBepCVIFI BOJ/IHbl N3 HECKROJIbKNX PACCbIJIOK

e ECTb TPM KaMnaHUM, Y KOTOPbIX CAeayolne KOHBEePCUN:

* KakoBa COBOKYMHAas KOHBEPCUA ITUX KAMMNAHUIN?

BapuaHTt [ToceTuTenu KoHBepcuu CR

A 780 41 5,26%
B 1820 120 6,59%
C 21 3 14,29%

< [Total 2621 164 6,26% >




bynesa anrebpa nam norm4yeckme onepaTopbl

o m"m

travel AND tourism  travel OR tourism travel NOT tourism

‘ tourism
X

>/

(travel OR tourism) AND web  (travel AN D tourism) NOT tourists
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Yncno Kak YacTb pacnpeaeneHuna, BepoATHOCTb

* Yacto Y HaC eCTb He O4HO YNCNO, a HEKOTOPOE KOJZINYECTBO €ro 3H3‘-I€HVIVI, KOTOpPbl€ OT/IMYAKOTCA ApPYyr OT Apyra.

® Hanpmmep, KOHBEPCUN NN NOKYNKUN NN BU3UTLI B pa3Hble AHWN pa3Hble, XOTA U «KNPUMePHO OgMHaKOoBble» NPU NPOYNX PaBHbIX YCZTOBUAX

3TO 03HaYaeT YTO Y HaC eCTb HEKOTOPOE «LLEHTPa/IbHOE 3HaYeHMEY, U CyYaiHbIl pa3bpoc BOKPYr Hero

* Hanpumep, Mbl roBOpMM «KOHBepcKAa obbluHO/npnumepHo 10%»

* LleHTpanbHOe 3HayeHne — 3TO MeinaHa, cpesHee apMPpmeTMyeckoe UM MoAa, Y BCEX CTb CBOM CMbICA «LEeHTPaIbHOCTUY

Mepa pa3bpoca — 3To gucnepcusa, a KOpeHb KBaApaTHbIN N3 Hee Ha3blBaeTCsA CTaHAAPTHbIM OTKIOHEHMEM

Bua unu popma pacnpeneneHms cay4yaimHom BeIMUMHbI BOKPYT ee «LeHTPaIbHOro 3Ha4yeHuA» — 3To GpyHAaMeHTabHOe

CBOWCTBO COBbITUA UM NPOLLECCa, ONUCbIBAEMOro AaHHOW METPUKOWN
® anIMep M3 MapPKETUHIA — KOJIMYECTBO 3BOHKOB B KOMJ/I-UEHTP ONUCLIBAKOTCA pacnpeneneHnem I'Iyacc0Ha
e A MHTEPBAJIbl MeXy 3BOHKaMWUN — 3KCMOHEHUWa/IbHbIM pacnpeaeneHmnem

* Ho Haubonee yHMBepcanbHOE M 4YacTo BCTPeYatoLeecs — 3TO HOPMaabHOE pacnpeneneHme, Uau pacnpeaeneHume faycca, unm
«KOJIOKONbYMK». Hanpumep KoHBepcumn obbluHO pacnpeaenatoTcs HOpMaabHO

*  ®uHaHCOBblE METPUKM (HAaNPUMEpP CTOMMOCTb NOKYNKKN nan LTV) HecummeTpuryiHbl, 06 3Tom ganblie

* Kak moabKo noseaaomca pacnpeodesneHus, cooepxamesnbHasa obpabomka 0aHHbIX 00AXCHA NPOUCXo0umsb ¢

rnpueseyeHuem cmamucmu4ecKkux memoooe



KaKyto «LeHTPasbHYIO MEPY» MCNOb30BaATb?

Mean

One poor

| | schmuck
One Celebrity 14 people making
making = making $35,000 20 people
$4,465,000 Five $50,000 making
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making
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B CKOLLEHHbIX (HECUMMETPUYHbIX)
pacnpeaeneHusax cpegHee, meanaHa u
MOZJa He coBMnaaatoT

Moga — camoe 4YacTo BCTpeyaemoe
3HaYeHue

MegmuaHa — cepegmMHKa pacnpegeneHums,
cneBa W cnpaBa 0AMHAKOBOE
KOJINYeCcTBO ToYek (naowaab nos
KpuBom)

CpeaHee apudmeTmyeCcKoe — LEeHTP
macc



AMEPUKAHCKME NUNOTbI U MAeabHAA AEBYLLUKA

M umo ecmeo cpedHee mexcoy CZIOHOM U MblUIKOU ?
noban cnctema, paccumTaHHaA Ha cpeaHero YenoBeka, obpeveHa Ha NpoBan
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Y10 1 3a4em Aenatb ecau pacnpeaeneHue cMmelleHHoe?

* Y HEKOTOPbIX BUA0B AQHHbIX,
NCNONb3YEMbIX B MapPKETUHTre,
pacnpeaeneHua ckoweHobl, 06bI4HO
BNpPaBO

* Ecnu pacnpeageneHne CMibHO CKOWEHO,
AdaHHble TPYAHO BU3YaA/TIU3UPOBATD,
C/IOXKHEN TECTUPOBATb rNMMNOTE3bl N
MCMNMO/1b30BaATb .I'IMHEI;‘IHVI-O perpeccuto

Mode
Median

Mode

<_’_~_,., Median

Left-Skewed (Negative Skewness)

Right-Skewed (Positive Skewness)

Customers as of June 2014

o email on file: no
« email on file: yes

Customers as of June 2014

- . © email on file: no
® email on file: yes

* B aTom cnydae npmmeHaAtoT
npeobpa3oBaHMe AaHHbIX, B pe3ynbraTe
KOTOPOro OHN CTaHOBATCA HOPMaAJIbHbIMUA

* [lpoagaxu B WITyKax npeobpasytoT KaK logl0(x)

* PacctoaHusa (Hanpumep 6AUKaMLWMA MarasmH)
Kak 1/x nnam vx

* ®uHaHcbl Kak sign(x) * log10(1+abs(x))

* Ecau gaHHble CKoLeHbl BIeBO, TO X2
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Fig. 4.4. Scatterplots of online sales vs. in-store sales by customer. On the /left, we see a typical

extremely skewed plot using raw sales values: data is grouped along the x and y axes because

many customers purchase nothing. On the right, plotting the 1og () of sales separates zero

and non-zero values more clearly, and reveals the association among those who purchase in
the two channels (see Sect. 4.2.4).



ba3oBble 3a4a4M ANA cTaT-aHaM3a AaHHbIX

1. O6o06uweHne gaHHbIX (0AHOW NepemeHHOoN)
* cpegHue, pacnpeneneHma n np.
* Hanpumep: cpeaHui Yek, cpeaHAa KOHBEPCUA, MeANaHHbIN YPOBEHb 3aTPaT 4OMOX03AKCTB, Hanbonee 4acTo
BCTPEYaloLLMMNCA pa3mep YaeBbix (Moaa) u np.
2. CpaBHeHue rpynn ogHOW nepemeHHoOMn
¢ rmnote3bl, TECTbI U NP.
* Hanpumep: A4eNCTBUTENbHO M NEPCOHANM3ALLMNA NPUBENA K POCTY OTKPbIBAEMOCTM NMceM Ha 5%, HaCKONbKO J0CTOBEpPEH
POCT KOHBepCMKN 5% B NOKynaTesen Ha canTe NpmM HOBOM AM3aMHe YeKayTa u np.
3. CermeHTauus uam pasaennTb oAHY NePEMEHHYIO Ha rpynnbl
* Knactepusaums, knaccupumrauma
* Hanpumep: CKONbKO ABHO BblparKEHHbIX rpynn B 6a3e No ypoBHIO 3aTPaT, Kak NOAENNTb NOKyNaTeNen No CTPYKType
noTpebuTenbCKON KOP3UHbI
4. B3anmmocBA3b ABYX UM HECKONbKUX NepeMeEHHbIX
* Koppenauyusa, perpeccuu u np.

® Hanpwv\ep, KaK CBA3aH ypoBEHb A0X0Aa C 4acToTOM NOKYNOK, NN KaK BUAET reorpachﬂ Ha BEPOATHOCTb OTTOKA



LInppoBM3aLMNA MAPKETUHT



Llugposu3auusa mapKkemuHea
npoucxooum
8 207108 MapKkemosoaa!



LIndpoBmr3auma mapKeTUHra

* JlBe 4acTtu

1. OumndposaTtb B rosnose (MeTpPUKM, B3aMMOCBSA3M, MOCTAHOBKA
3KCNepuUMeHTOB, Lenun un p. NoHnmaHue 4yTo Hado caenaTb)

2. N OundposaTtb B peanbHOM mupe (JaHHble U X 06paboTKka U aHanm3 B T.u.
YMEHME KaK HaJo cAenaTb, BKA0YAA BHELIHIOK 3KCMNepTmay.).

* [1110C IACKTPHPHUHKIHHA-BEE-ETRIHBFKOMMYHUKALMNA U MEHEAXKMEHT

KomaHabl, paboTa ¢ noapaaYMKamum U PYKOBOACTBOM



O ® O 3 O 1

Kak 0bblYHO npoucxoanT “onepaumoHHasa undposmlaums”

1.

2.

4.

5.

NcxoaHana (BBoaHaA) 3aaa4a: NoAy4YnTb pesynbraTt. Yucno
* Hanpumep ob6bem npoaak. PeanbHoe Yncao U3 peasibHOro Mnpa

Pa3noXnTb pe3ynbTaTt Ha cocTaBaAarowme, oHun xe KPI
* Hanpumep cpeaHUN YEK U KONMYECTBO NOKynoK. Mup Bce ewe peaneH

[MpuaymaTb ele MmeTPUK, Ha BCe CAy4au XKU3HU

* To yTO CBA3bIBAET HalLy NpeaMeTHY0 0b6aacTb nam npoueccobl ¢ Hawmmm KPIl-amum
N3mepumbie nauv Bbl4MC/IMMblE, ONMUCLIBAKOT NPOLLECC UM pe3yabTaT u np.

3anyCcKkaem nUtepaTUBHbIe SKCNePUMEHTbI Mo yaydleHuto meTpuk u KPI

* Mpunaymanu n otpaboTanmn skcnepmmeHT
* [ony4ynnu aaHHble, OUEHUAN pe3ynbTaTt
* N3MeHUAn uam ynyydwmnam, npmaymanm HoByr rmnoTtesy

[Mony4Ynam n CKOMMYHULMPOBAAN PE3YNbTaT

S X < T©




Kak 06bl4HO NPONCXOANT “OnepaLmoHHan

)
I—|1 VI CI) p O B VI 3 a LL l/l FI Pa3pbiBa [0/10Ba-PyKku
1. WcxopHasa (BBogHAA) 3agaya: Nony4ynTb pe3ynbtat. Yucno Ha npymepe
OnTmmnsauum

° HarlpMN\ep obbvem npoAax. PeasibHoe YNC/1I0 U3 peasibHOro Mmupa KoHBepcum

2. Pa3noXuTb pe3ynbraT Ha cocTasaAtowmne, oHn xe KPI
* Hanpumep cpeaHUN YEeK U KONMYECTBO NOKynoK. Mup sce eu.l,e peaseH w

3. [MpuaymaTb eLle MEeTPUK, Ha BCE CyYaun KU3HMU

* To yTO CBA3bIBAET HalLy NpeaMeTHY0 0b6aacTb nam npoueccobl ¢ Hawmmm KPIl-amum
N3mepumbie nauv Bbl4MC/IMMblE, ONMUCLIBAKOT NPOLLECC UM pe3yabTaT u np.

mmo:ol—l

4. 3anyckaem utepaTtuUBHble 3KCNepPUMEHTbI N0 yayylweHuto meTpuk mn KPI
* [Mpnaymann n otpaboTtann skCNepuMeHT

S X < T©

e [Nonyynmnun gaHHble, OLEHWUAWN pPe3yabTaT
* N3MeHUAn uam ynyydwmnam, npmaymanm HoByr rmnoTtesy

5. [llonyynnm n CKOMMYHUUUPOBAN pe3ynbTar

A A




CBALLEHHAA KOPOBa KOHBEPCUM
nnn ogeprmmoctb CRO

Jenum gpyrue WTyKn
Ha O4HW LUTYKU
OpHW WTYKK Apyrue wryku

Bu3nTbl Ha canT MoKynKu
PocT KoHBepcumn Ha 20%

3TO BeAb KpyTO?

POCT KOHBEPCUM MOXKET NPUBECTU K NAAEHUIO NPOAAXK
* XOpOLLO CKOHBEPTMPOBAAU MaNONPUBLINbLHBIN cermeHT, ynan AOV

POCT KOHBEPCUU MOXKET NPUBECTU K NaAEHUIO TPOCC MAaPKUHANbHOCTM 3a CYET YA0POXKaAHMNA NpoaaXK
* XOpOLLO CKOHBEPTMPOBaAM A0POron TpaduK, Bbipoc CAC

PoCT KOHBEPCUM MOXKET NMOBAUATb Ha MaNyo A010 NPoAaXK
* OpguH cynep-y3KuiA TapreTuHr, KNaccHas BbICOKaA KOHBEPCUA B 3 MPoaaxku

TaKk 0 Yem Bce-Taku roeBopmnT Ham UaMeEHEHNE KOHBepCMM?
* KayecTBo (He cTtoMmocTb) TpadmKa

* KayuecTtBO 1AM Nnpobnemsbi caliTa

A YTO Mbl XOTUM NONYYUTb OT «POCTA KOHBEPCUN?» POCT AOXOAH OCTM |




MapKeTUHroBble MeTPUKU



|\/|€TpI/IKl/l 93T0 BAKHO N aKTYyaJIbHO

“Research of 252 firms, capturing $53 billion of annual marketing
spending, shows that many marketers struggle with marketing

measurement;

55 percent of the marketing executives surveyed reported that their

staff does not understand essential marketing metrics”



Lense Metric

Shareholder Value (SVA)
Return on Investment

o

M ETPUKWN B Sfrategic Performance
cucTeme Hiei
3PPEKTUBHOCTU

MeHeaKMeHTa




Hierarchy of Metrics

Company Strategy and Objectives

Strategic
Metrics

Production HR
Objectives | Objectives

Marketing Finance R&D
Objectives Objectives || Objectives

Physical

Product ‘ Price ‘ People Evidence
Place ‘ Promotion Process ‘
| | ‘ |
PR Web Advertising
Objectives Obijectives Obijectives
Conversion
CIR Rate

|

Strategic
Metrics

Operational
Metrics

l

Operational
Metrics

l

Tactical
Metrics

1




KOHTMHYYM MapKETUHIOBbIX MEeTPUK

MNpo byayuiee [

Leading
Indicators

-

[po

pPe3y/1ibTaTUBHOCTDb based

[

Qutcome-

Business Outcome
Market share, LTV

G- |

- =

Efficiency
ROI, ROMI, CAC 3P PEKTUBHOCTb

|

# Counting
Hits, click throughs, purchases, calls Cy UTaeM, Uamepaem




KOHTMHYYM MapKETUHIOBbIX MEeTPUK

Moo 6 ee Leading #
_— e { Indicators
lpo Outcome- Business Outcome W
pPe3y/1ibTaTUBHOCTDb base Market Shw )
ncy
Opemhom' ROI, ROMI, CAC 3bPEKTUBHOCTb

Counting

- # @i’rs, click throughs, purchases, cc:lls} C‘-IMTaeM, namepaem




[Ton-MeTPUKM B MAPKETUHIE: «Ka3HUTb HENb3A
MOMMAOBATbY

Customer Acquisition Cost u Lifetime Value, RFM-ceameHmauua u Ko2opmHaoil

aHAs/1u3 — 3TN CNoBa ANA MHOITNMX MapKeTo/10ros U B/1age/ibueB 3NIEKTPOHHDbIX

6M3HECcOoB Kak Marus, Takue »e 3arajo4Hble 1 YyaoaeincTBeHHble. 3aragoUHble,
MOTOMY UYTO €C/IN KTO-TO U MOHMMAET, YTO BCE 3TO 3HAUYUT, TO 3HAET MUHUMYM 22
cnocoba Kak nocymTaTb 3TN BeNMYUHbLI. Hy a Npo 4ya0aencTBEHHOCTb M TOBOPUTL
He NPUXoAMUTCA, TaK Kak ntoboe cpeacTBO «OUMPPOBKMU» MAPKETUHIa — 3TO YiKe

camo no cebe yyao.

AHOHUMHbIU aHaAuUmMuK naamegopmsl eSputnik



Customer Acquisition Cost: CTOMMOCTb NpUBAEYEeHUA
KINEHTAa

Total sales & marketing costs ($)

CAC (§) =

Qty of New customers acquired (N)

CMbICN MeTPUKKM — COBOKYIMHble 3aTpaTbl Ha NpuBJ/ie4eHne 0g4HO HOBOIro KANeHTa, 3a Nepmos,

O6nacTb 3HAaYEHUN — AieHEKHAA NEePEeMEHHaA.

MeTpuka onpeaensaeTca 3a nepmoa, ANA NPOCTbIX TOBAPOB CYNTAETCA HA KOropTe, M COOTBETCTBEHHO Ha nepuoae rnpu CepBUCHbIX

ycnyrax (Korga ToBapom ABAAETCA Nepuoa, Hanpumep mecal, NoANUCKU Ha cepBuc)

[pmeHnma He TonbKo B D2C, HO 1 B gpyrux Sales staff Marketing staff
MHAYCTPMAX N TUNAX aKTUBHOCTU, HAaNnpumep rnpomo. Transport — cars, trains, flights Entertainment
TOUHOCTb ApPaMaTUUECKM 3aBUCHT OT Communications — phone and Internet Sales demo units
NOMHOTBI y4eTa Bce TMNOoB 3aTpaT B Total S&M Costs Technical sales support Website development
Any consultants Trade shows
Office costs Administrative support
Computer hardware and software Executive time (which is often real

and expensive)




LTV Lifetime Value: no»n3HeHHaa LEHHOCTb KANEHTAa

customer adoption curve

* LTV ($) = Lifetime Income Value($) — CAC(S)
* LIV ($) = ARPU(9) * Lifetime(t)

« LIV ($) = AOV($) * RPR(n/t) * Lifetime(t)

« CLV ($) = LTV ($) * Margin(%)

» MaHTpa Saas ouszueca: CLV/CAC > 3 ./ ,

1 1

CAC early adopters mass market
Months to Recover CAC =

Avg MRR per Customer x Gross Margin U

* [lpocTan KOHLEeNuuA, HO 04Ha N3 Hanbosee BApPMaATUBHO TPAKTYEMbIX METPUK

* MeTpuKa onpegenaeTca 3a Nepuos, *}*U3HEHHOro LUMKIa KAneHTa

* [lpumeHMMa NpaKTUYECKN BO BCEX MHAYCTPUAX, HO BE34e CYMTAETCA MO pa3HOMY
* ARPU — Average Revenue Per User, RPR = Recurrent Purchase Rate



CLV: Knaccmnyeckaa nosHaa Gopmyia

(pi—cr;
CLV = YI_, 7~ CAC e
e T - BpeMA XKXKU3HU KIMEHTA NN TOPU3OHT €€ OLLEHKH

* p; — profit (noxoa co caenku, ueHa NpoaaXkmn NEPeMHOMKEHHaA Ha MapPXKMHA/IbHOCTb) OT MOKYMKK,
COBEpPLUEHHOM B MOMEHT BPEMEHMU i

* C; - COBOKYMHbl€ MapKeTUHIOBble 3aTPaTbl Ha COBEPLUEHME CAENKN UM NPOAAXKM (peKknama, CKuaka u np.),
Kak NpaBuao Ansa nepBon caenkn i = 1 paBHbI HYKO, €Cu NONHOCTbIO yuTeHbl B CAC

* 7} - BEPOATHOCTb COBEPLUEHUSA i -TOM NOKyNKn, unm RR' (npu pukcuposaHHom Retention Rate)
* d — cTaBKa AUCKOHTUPOBAHMS

* Cpok okynaemoctu CAC (Time to Payback CAC) — otHoweHune CAC K cpegHemecs4yHOMY AoXoay
* ARPU/ARPC — cpeaHuit foxoa c Nosib3oBaTens Uau KAneHTa

* ARPPU - cpegHuit goxopa c nnaTaLwlero noab3oBaTtens

* MRR — Monthly Recurring Rate, nponsseaeHne ARPU Ha KoanyecTBo No/sib30BaTeNEN

* Revenue Churn = MRR, noTepsiHHbIN 33 nepuog,

* DAU, Daily Active Users — cpegHee KOIMYECTBO aKTUBHbIX NO/Ib30BaTeNen B AeHb, ecTb ewe MAU,
COOTBETCTBEHHO MeCAYHbIE



Brand Referral Index: Tak ke nsecteH Kak NPS

* NPS (%) = Promoters (%) — Detractors (%)

* MeTpuka Net Promoter Score paccunTtbiBaeTca Ha OCHOBe onpoca «[0TOBbI /I Bbl peKOMeHA0BaTb «bpeHa» cBoOUM
APY3bAM, KONNEram U poaCTBEHHUKAM?»

* Llkana otBeToB — o1 0 (He 6yay) Ao 10 (ToyHo 6yay), T.e. 11 no3nymi
* Te K10 Bblbpan oueHKkM 9 n 10, cuntatotca Promoters (npomoyTepsbl), U KOANYECTBO PACCYUTHIBAETCS B MPOLEHTaX OT PeCnoHAEHTOB
* Te KTO BbIOpan oLUEHKM OT 7 1 8 BKIOUUTENIbHO, cunTatoTca Passives (naccMBHbIE), OHU HE UCMO/b3YIOTCA B pacyeTa

* Te KTO Bblbpan oueHKM oT 0 A0 6 BKAKOUNTENbHO, cunTatoTca Detractors (KpUTUKKM), M KOANMYECTBO PacCYMTbIBAETCA B MPOLEHTaX OT
pecnoHAeHToB

* MeTpu1Ky YaCTO CYMTAIOT OLLEHKOM NN0A/IbHOCTU, HO Ha3BaHMe BRI 6onee TOYHO OTparkaeT ee CMbICA

e O6nactb 3HaYeHU — ot -100% (ogHu KpuTNKK) Ao +100% (ogHN NnpomoyTepbl).

* MeTpVIKa A0BOJ/IbHO 4YaCTO noAaBepraetca Kpnutuke, B Tom 4mcsiae no cneayrowmm npuinHam
* B pacyete METPUKMN He YYaCTBYHOT T€ KTO HE OTBETU/
* OTBET Ha OAMH BOMPOC He AaeT AeTanel Ha KaKon MMeHHO acnekT CX NtoAn OTBEYatoT, KTO MM NMOHPAaBUAOCH a YTO HeT

* NPS aBnaetcs 6onee obuien oueHKON M AONTOCPOYHOM OLLEHKOM No cpaBHeHUto ¢ CSAT, HO nocneaHU NO3BOIAET NOYYUTD
oueHKy (aona Ton-40% oueHOK no 5-6annbHOM WKane) No oTAeNbHbIM cocTaBaaoWwmm CX



ROl Bo3BpaT Ha MHBECTULMN: BaXKeH Nepmnoa (Bpems)

HHerMEHTaﬂbeIe A0X0bI —HHerMeHTaJIbeIe pacCxoabl

* ROI =

MHKpeMeHTa/IbHbIE PACXObl
* ROI = 0% 03Ha4yaeT Mbl HUYErO AOMNONHUTENbHO He 3apaboTanun, pacxoabl paBHbl 40X04aM
* ROI =100% o3Ha4aeT mbl 3apaboTtanu B 2 pasa bonblle Yem NoTPaTUAU
* ROI =1000% o03Ha4aeT 4To Mbl 3apaboTtann B 11 pa3 6onbLLe YeM NOTPATUAN
* ROI =-100% 03Ha4Ya€eT YTO Mbl MOTPATMUAN, HO HUYETo He 3apaboTanu
* ROl = oo 03HayaeT 4YTO?

e ROI 6bbiBaeT
*  Oxunpaembliii (pacyeTHbIn)
* Tekywui (B MOMeEHTE), Koraa nepros, OCyLLLeCTB/IEHUA Pacxoaa M AoXoAa coBnaaaeT

* PeanbHblii, KOraa Mbl MOHECN Pacxod, OAMH Pas, a A0X04 U3B/EK/IM MHOTO pas, HanpPUMep B Cy4yae NPUBAEYEHMA HOBOTO KANEHTA
C MOBTOPHbIMM NOKYMKaMU UKW NPOAAXKM cepBMca Ha aboHeHTKe. B aTom cnydae dopmyna TpaHCcHOpPMUMpPYETCA COOTBETCTBYHOLWMM
obpasom, Hanpumep (ynpoLLeHHo)

Ol = LIV«Margin — CAC
B CAC



Churn (attrition): meTpuKM OTTOKA

e Customer Retention Rate

* MeTpurKa paccunTbiBaeT A0/ OT KIMEHTOB Ha Havase nepuoaa (start), Kotopble octanncb B KoHUe nepuoaa (end),
06bIYHO 33 MecAL, U TOoN

e Customer Churn Rate
* CR(%)=1-CRR(%)

* COOTBETCTBEHHO, 3TO O6paTHaﬂ METPUKa,
NN KaKaA 0014 OT KTIUMEHTOB ylWJia

* B peanbHou n3HM CR He ABnseTcA NOCTOAHHOM BENNYUNHOMN,
a YMeHbLlaeTca co BpemeHem, 06bl4HO npaKkTnyeckn o O,
Te KTO OCTaloTCs, Ha3biBatoTcA lifer-bl, To €CTb «MOXU3HEHHbIE
nonb3oBaTenn» NpoAykTa (Hanpumep 3apnaaTHble KAneHTbl baHKa )

Retention %

* B atom cnyyae CRR cTaHOBUTCA Bblle, T.K. 3Ha4YeHUe
Customersgiqr+ (N) 3amensetca Ha Customers,; sk (N)

(noTeHUWanbHbIN OTTOK, BCE 3a UCKAOYEHUEM landepoB)
Time



HeratusHbIM Churn: aeHbrn vs ntoamn, Zendesk case

Cohort Size Cohort Payment
512,000
100
510,000
B0
58,000
&0
$6,0
40
54,0
20
$2,0
- Months Months
16 1116212631 362146 5156 6166 71 . 1 &6 11 16 21 26 31 36 41 46 51 56 61 66 71
ARPA = Gross Margin % a m{l-—c)
LTV = LTV = — 4 ——
Revenue Churn Rate o -

a = HadanbHbIn ARPA x GM %

m = mecsa4HbIn npupoct ARPA x GM% , Hanpumep 3a CYET pocTa NnnaTtexXewn 3a pecypchl,
NMB0 BbIMbIBAHUS HU3KOAOXOAHbIX 3KKAYHTOB

c = Customer Churn Rate % (B mec4L)


https://dskok-wpengine.netdna-ssl.com/wp-content/uploads/2012/12/image_thumb721.png

MeTPpUKM MMENN MaPKETUHTA

* MeTpUKN MMenn BOPOHKHK
* DR Delivery Date — fona AOCTaBOK OT OTNPABOK, onpeaenseTcs KayecTtBomM 6asbl, PENTUHIOM AOMEHA M OTNPABUTENA U NP.

* OR Open Rate — gonAa oTKpbITUA OT OTNPABOK, ONPEAENAETCA aAPEeCOM OTNPaBUTENA N TEMOWN NUCbMA, BblAENAIOT
YHUKaNbHble OTKPbITUA (Y4UTbIBAETCA TO/IbKO OA4HO OTKPbITUE OT Ye/IOBEKA)

* CTOR Click to Open Rate — 015 KNMKOB Ha KHOMKM OT OTKPbITUIA, MOXKeT bbITb 6onblue 100%, BbiAENAKOT YHUKANbHbBIE K/TUKW.
OnpepensaeTca AnN3aliHOM M KonnpanTom Nnucbma, Kadyectsom CTA (Call-To-Action)

* Unsibscribe Rate, Take nssectHbin Kak Opt-Out Rate — gona oTnmncaswmMxca oT NOAYYUBLUMX

* Complain Rate — 7018 HaXaBLIMX KHOMKY «CNam» B MOYTOBOM K/IMEHTE OT MOYYMBLLUX

* CMmeXHble METPUKHU (BbILLIe n HMNXxe no BOpOHKe)
* CR nnn AR (Action Rate) — nons BbINONHMBLUMX LieN1eBOE NOCT-KAUK AeNCTBUE
* DB.Health metpukun — Valid, Addressable

* AyamnTopHble MeTPUKN (OPTOroHaNbHbie BOPOHKE)

* Email Click Reach X+ — gona ayautopuu, KNIMKHYBLUEN NO X PacCbl/IKkam, TaKKe eCcTb aHaornm4yHas meTpumka ana Open



Omnichannel report: raw data sample

CtpaTerua 9¢pdeKTMBHOCTL Pe3ynbTaTUBHOCTb
: | : N :

Brand |Project ID| Project_Type | Channel | Task | Campaign |<n°mnn+_name Message Segment_size DR OR | COR | Block OpenReach | ClickReach | Regs/N | Codes/V
282 Promo Email Announce Wave-1-Prize Cross '\ C 850 000 98% 30% 40% 1% 249900 99 960 30000 55000
282 Promo Email Announce Wave-1-Prize Dwn '\ (0] 350 000 96% 28% 42% 2% 94080 39514 14 000 23 000,
282 Promo Email Announce Wave-2-Prize Cross '\ C 150000 99% 45% 30% 2% 66 825 20048 8500 12 000
2szs|\/|s Wave-l-Prize Cross \ C 85 000) 98%  100% 45% 3% 83300 37485  12000] 24000
282 Promo Chat Announce Wave-1-Prize Cross '\ o 850000 98% 30% 40% 1% 249 900 99 960 30000 55000
282 Email Sleepi ng_React -1 i %act-1 45000 98% 28% 24% 1% 12348 2964 of 23000
282 Promo Chat Stimulate Sleeping_React t-2 9 ract-2 25000 98% 20% 25% 1% 4900 1225 0 22000
283 Email New_Taste ﬁ 850 000 98% 30% 40% 1% 249900| 99 960 30000 55 000,
280 Promo Email Announce Wave-1-Prize Dwn (0] 350000 96% 28% 42% 1% 94 080 39514 14 000 23000
280|Promo JEmail [convert | Magnit l 150 000 99% 40% 30% 1% 59 400| 17820] 15000} 0

* KpacHbIM Bblae/IeHbl METPUKM PE3Y/IbTaTUBHOCTU A1 PA3HbIX BUAOB NPOEKTOB, HaNnpumep:

Pe3y/nbTaTMBHOCTb 3a/a4uM «Announce» B NpoeKTe Tuna «Promo» - HoBble pernctTpauumn notpebuTenein n Koaos

3agava «Stimulate» B npoekte «Promo» - HOBble perncTpauumn KoaoB, KONMYecTBo Npodarinos 1 o6bem KogoB

3agayva «Announce» B MPOeKTe «Product» - konnyectso OTKpPbIBWKX, T.€ O3HAKOMUBLUNXCA C VIH(I)OpMaLI,Mel‘/i O HOBOM NPOAYKTOBOM 3anyCKe

3agayva «Convert» B NpoeKTe trade «Promo» - KonnyecTso 3arpy3ok QR-Koga n Konm4yecTtso ero noraweHun B TOUYKe npoaaxu Actions

* I3PpPEKTUBHOCTb KOMMYHUKALUM — CTaHOAPTHAsA BOPOHKA Y BCEX NyLU-KAaHANO0B

* Takum obpasom, PesynbratBHOCTb = CTpaTerua * 3dPeKTUBHOCTD (B cydae pa3mepa cermeHTa — byKBasibHO)

Y cmc oTKpbIiBaeMocTb NnpuHMmaeTca 3a 100%

Y yatb60Ta AOCTYNHbI OTKPbITUA (MPOCMOTPbI)

Paszmep cermeHTa — NPUHMMAETCA 33 9/1IEMEHT CTpaTermnu.



Omnichannel report: main metrics & KPIs

Delivered: : Opened: Clicked: POP/V: 37 900
Delivery Rate Open Rate Click-to-Open Rate Regs share POP Share

------ [--- atbrandm  83% - atbrandm 27% s atbrand m 36% - atbrand m 36% - atbrand m 36%

o EEEEEE atcatm 99% ) EEEEEes at cat m 19% o EEEEEE atcatm 52% l------- at catm 52% l------- at cat m 52%
Brand = ¥ Project_ID |E| ¥ DM-attributed of Total DB Profiles, K DM-attributed of Total DB POPs, K
Agusha 220 J DM Funnel & Loss 15% of 1456 27% of 3957

7 [ 282 ]

Lay's || DM Regs DM POPs

Peps| 42630 17180 4590 4315

Project Type ¥= T

[ Product l

[ Promo l ) .
Delversd O pened Clicked Registered
50 73%
e — —

Channel = T

g
I
A

Task ¥

=Email = 5MS = Chat =Email =SMS = Chat
[ Announce l [ Chat ]

v
| convert 11 [ Email | —l




Kenc e-commerce: Tectupyem Revenue Per Visitor

Total Revenue

RPV =

Total Users

Revenue is impacted by both,
transactions and AOV

Total Revenue = AOV * Transaction

Transactions

Transactions

Transaction Rate =
Total Users

RPV = AOV * Transaction Rate

AOV



Transactions

Ecnv Tectpyem TO/IbKO KOHBEPCUIO

Increasing transaction rate but

decreasing AOV caused a
/ negative impact on revenue

Site Visitors 10,000

Product Price $25 Iltem $100 Item $25 ltem
Transactions 1000 500 1,250
Transactions Rate 15.00%

AOQV $50

Revenue $75,000

AQOV

10,000
$100 Item
400

$43.18
$71,250



Transactions

Ecnn Tectnpyem Tonbko AOV

Site Visitors 10,000 10,000
Product Price $30 Item $55 Item $30 Item $55 Item
Transactions 750 500 550 600
AQV $40.00

Transaction Rate 12.50% 11.50%
Revenue $50,000 $49 500

Increasing AOV but decreasing
transaction rate caused a
negative impact on revenue

¥

AOV



TpaanuMoHHbIM RFM

b
Tableau Superstore RFM Analysis
Recency x Frequency Number of Customers (v) by number of Orders (x 1 R
Recency x Frequency by ®) : ecency Kak AaBHO NOKynanu:
F Quartile 13 OT 1 ,ﬂlo 5 63””03
R .. 1 3 4 118
107
. I ~ B ... N 2.  Frequency CKO/IbKO pa3 Kynuau:
@
- 10056
N ot 1 oo 5 6annos
o 71
2 6% 7% 3% 5
o 3. Monetary CKONbKO geHer NoTpaTU/In:
50
2 w ot 1 po 5 6annos
3 5% 7% 4% 34
23
18 —
12 . Bannbl — 310 Pa3NnoXnMnn NO KBAHTUNAM, T.€. HA
o 2% 2% 3% o [l | e 5 paBHbIX Kyyek
1 2 3 4 5 [ 7 8 9 10 11 12 13 17
# of Customers / Segment Search Customer: | REM: [ v e~ Jlan - |
Best Customers 0 Customer Segment RFM  Orders Recency
Big Spenders a4 Sean Miller Big Spenders r Y| 5 79 525042
Loyal Customers. T Tamara Chand Big Spenders 441 5 359 $19 052
Recent Customers 173 Raymond Buch Big Spenders 33 [ 96 815117
Almost Lost 15 Tom Ashbrook Big Spenders 241 4 ] 514 595
Lost Customers a9 Adrian Barton Loyal Customers 211 10 41 514 474
Lost Cheap Customers 121 Ken Lonsdale Loyal Customers 211 12 47 $14 174
Others 274 Sanjit Chand Lost Customers 411 ] 349 514 143
Average Recency (days) Hunter Lopez Big Spenders 23 ] 43 12874 e M O
G since last purchass) San]it Engle Best Customers 111 1 9 512 210
Christopher Conant  Big Spenders 241 5 43 $12 129
Best Customers I 14 X
Todd Sumrall Big Spenders 23 [+ 36 511 882
Big Spenders 155 Greg Tran Loyal Customers 211 11 36 511 820
Becky Martin Big Spenders 441 4 307 511 780
Loyal Customers 97
Seth Vernon Almost Lost an 10 101 511471
Recent Customers I 17 Caroline Jumper Big Spenders 421 8 189 311 166
Almost Lost - 113 Clay Ludtke Lost Customers 411 12 284 510 879
Maria Etezadi Loyal Customers 211 10 42 510 663
Lost Customers 308 Karen Ferguson Big Spenders 321 7 a7 $10 605
Lost Cheap Customers _ 440 Eill Shonely Big Spenders 441 5 558 510 502
Edward Hooks Almost Lost an 12 1356 $10 311
Others - 122 John Lee Best Customers 111 11 21 59 801
Hr+ableau < M=



https://public.tableau.com/views/TableauSuperstoreRFMAnalysis_0/TableauSuperstoreRFMAnalysis?:showVizHome=no




330,000.00

KaXabl KPY»KOK —3TO CYMMapPHbIN
06beM NOKYMOK MHANBUAYA/IbHOTO
notpebuTtensa (Y) ot 4aBHOCTU NOKYMNKMU
(X), pazamep KpyxkKa = # NOKynokK

180,000.0 \

ObbemMHble u

RFM:
BM3Yyanmn3aLmns
Ha peanbHbIX
NaHHbIX

BbICOKOA40OXO4HblE )
A

Hu3KkoaoxoaHble U NOTEPAHHbIE

AKTUBHbIE KNINEHTb] {/"Ma Beexnokynok

[ )
: %
o O
IR .

-200.00 800.00 1,300.00

-20,000.00
AaBHOCTb NOKYNKU

=266-00 2,300.00



RFM nna FMCG / CPG

* Byem npobnema?
* KaK ee pewnTb?
* Kakne meTpuKkm?

* YTO C HUMU OenaTb?



naBHada npobaema — UTHOPUPOBAHME NapamMeTpPa
«BPEMSA» B KNU3HEHHOM LMKAe noTpebutena!

* [1o meTopaonornn RFM 2 NoKynkun B TedeHne Hedenu nam mecaua =
oAunHaKoBoe noTpebneHue.

* Yto genatb? — nepenTtn B cybbeKTUBHOE Bpems noTpebutens



RFM ana FMCG / CPG:

B yuem npobnema? - He yYUTbIBAETCA BPEMSA KU3HU, 3aPETUCTPUPOBAHHbIN
nepuog notpebnexuns, F 8 RFM ato npocto Konunyectso, “false frequency”

Kak ee pewntb? — ncnonb3osatb real frequency, 1.e. pa3gennTb KONNYECTBO Ha
nepmoa Uamn «BPems KU3HU»

Kakne MmeTpuKn? — BblAeINTb XapaKTepHbIn nepuog XM notpebneHunsn, nocymTtaTb
4acTOTY, PA3/IOKUTb HA CErMEHTbI MO OTCEYKaM, HAaNONHUTb MaPKETUHIOBbIM
CMbIC/IOM

Y10 C HUMKU ,£I,efIaTb? — B COOTBETCTBUUN C MAPKETUHIOBbIM CMbICZTOM



MoandmnumposaHHaa RFM-meToaonormna
CErMeHTaLUMM No NOTPebAEHUIO

YACTOTA MOKYMOK * 0,1, 2—-cermeHTbl NnoTpebuTtenen, cosepLUNBLINX
COOTBETCTBEHHO HOJb, OAHY WUIWN ABE NOKYMKMW.

50%

b — »
% [ OOKYC CRM L NLH(P) notpebnatowee aapo», copepliatollee
- HA NOTPEBNAIOLLEE NOCTOAHHbIE MOKYMNKW B PaMKaX NMPOEKTA.
£ 70 P
h MAPIL A J e N- HeperynapHoe I'IOTpe6}'IEHMG, NOCTOAHHOE Haan4vune

3% Kouepcus 6eHUMMapOoK JaHHOM KaTeropmm B NoTpebunTenbcKom
J00, | BMOTpebnsiowee ke el KOp3uHe
0 KOHTpPONb

Aapo 6asbl

* L— perynapHoe, Ho Hebonbworo (Light) noTpebneHus.
* H-—perynapHoe o6bemHoro (Heavy) notpebnenus.

* P - «aobpocoBecTHOE» NPOMO-aKTUBUPOBAHHOE
notpebnenune, npnobpeteHme Nnpoaykumnm B obbeme,
npesblWatollem o0bblYHOE NepcoHanbHoe noTpebieHue.

= _ — =] = * A, EX—aHomanbHoe notpebneHune (MpmM3onosbi,
Toprosbie nepcoHan), u cermeHT CLM, UCKNHOYEHHbIN
M3 4YaCTOTHOro aHanAMn3a



Bpems: MeTpnKkn anmtenbHocTn sTanos Consumer
Life Cycle

Cabent ) O )
/ New \ / Active \ About / Lapsed \ Gone

to Lapse
Max (A) = CLT

< A PIT< : P ez

< Un_=

(——Fagmatan—— |

< Re-Activation

Personal activit




[INHaMKMKa KAMEHTCKOM H6a3bl: BaccenH C
Toybammn

* [IPUTOK HOBbIX KJIMEHTOB

* HeKoTopble N3 HUX CTAHOBATCA NOCTOAHHbIMU
* [lpyrue 6bICTPO TEPAIOTCA

e CyllecTBytOLLAA KAMEHTCKaAa 6a3a
* [loTpebutenn pasHom cTeneHn akTUBHOCTU
* HekoTopble M3 HUX 3aCbINatoT, U MOTYT HE BEPHYTbCA

* OTTOK TERKYLWLNX KITINEHTOB

* HekoTopble yaaeTca BEPHYTb, T.€. PeakKTUBUPOBATb
* [lpyrme yxoaAaTt Hascerga



[TPUTOK-OTTOK-peaKkTnBaLmaA: e-com /gaming

CprKT\/pa ULMKNOB NoHeAE/TbHO, MPUTOK-aKTUBHbBIE-OTTOK, C peaKTMBaLI,HEH

Wl

15000 -

10000 -

5000 -

YnCTbIM NPUTOK, YNCTbIN OTTOK, YNCTbIN OCTATOK, be3 peakTuBauUmK, sce roaa, 2-63 Heaenu

hﬁ%ﬂ&i T et

0 20 40
week

1000 -

new.new
=]
1

-1000 -



JlomalKa AeHb 2

1. Takun nponTM NPOCTO BBOAHbLIN ONPOC

* https://docs.google.com/forms/d/1nl1YeaTwxW ZbkFGIr9HIpOnWEVaeulbZO
CpwxwVm-ow/edit

2. HanwucaTtb B nMCbMe CCbIJIKY Ha ryrnogoKk ¢ MHpopmaumen B
cBobogHoun dopme:

e [1nA nepevyncneHHbIX paHee 3aaa4, nonpobyuTte BbIbpaTb HAOOP METPUK, NO
KOTOpbIM ByaeTe oLueHMBaTb NPOrpecc B 3a4a4ax, U onuwnte nx Gopmyanamm

* 13 Habopa meTpuK Bblbepute 1-2-3 meTpukmn, umetowmne cmbicn KPI, yrkarkute
M 060CHYNTE UX KONNYECTBEHHbIE 3HAYEHMUS


https://docs.google.com/forms/d/1n1YeaTwxW_ZbkFGIr9Hlp0nWEVaeuIbZOCpwxwVm-ow/edit

