Inan-koHcnekT Jekuii: . OCHOBHI IHCTPYMEHTH MAapKETUHTY JIJIsl pO3pOOKHU
CTpaTerii BUX0Jly Ha MDKHApOAH1 pUHKHU

HaBuyaabui uiji Jekuii:

1. BBecTH MOHATTS METPHK Y MPOIYKTOBIH aHATITHIII TA iX POJIb B yXBaJICHH] PillICHb.

2. AKIeHTYBaTH Ha PI3HMII MK vanity Ta actionable MeTpukaMu, a TaKOX Ha KOHIETIIIT
data-driven decision-making.

3. JeraiizyBaTH KIIFOYOBI TPYIH METPHUK: MAPKETHHIOBI, IIPOyKTOB1, MOHETH3AIIiiHI,
CTpaTeriyHi.

4. OsnaiiomuTH 3 6a30BUMH METO/IaMU aHAJII3y: CETMEHTALlisl, aHaJI13 BOPOHOK, KOTOPTHUIN
aHai3.

5. TIosICHUTH KOHIIENLIIO UNit-eKOHOMIKH Ta 1l 3HAYEHHS U1 Oi3HEC-MOIET].

6. MpencraButu ppeitmBopku (HEART, North Star Metric) sik iHCTpyMeHTH
cUCTeMaTu3allii MeTpHK.

OuikyBaHi HaBYAJIbLHI pe3yJbTaTH:

1. CrtyaeHT 3Ha€ OCHOBHI THITH METPHK Ta NMPUKIAIN IXHHOTO 3aCTOCYBaHHS.

2. CTyaeHT po3yMi€ IPUHITUIHN MOOYIOBH UNit-€eKOHOMIKHA, MAPKETHHTOBO1 Ta
MPOAYKTOBOI BOPOHKH.

3. CTyaeHT BUKOPHCTOBY€ 0a30Bi METO/IM aHAJI3y (KOTOPTHUH, BOPOHKH, CETMEHTAITis)
JUTSI IHTEepIIpeTalii JaHuX.

4. CTyaeHT MOXKe OLiHIOBATH €(DEKTUBHICTh MAPKETUHTOBUX 1 MPOIYKTOBUX aKTUBHOCTEH
3a TOTIOMOTOI0 KIIFOYOBUX METPHK.

5. Cryaenr 3acrocoBye dpeitmBopku (HEART, NSM) ist moOy1oBU cuCTeMH
BUMIPIOBAHHS B KOMIIaHIi.

Crpykrypa jgekuii:
Beryn

e [lepeocMucieHHs poJii METPUK (Bi 3BITHOCT1 IO YXBaJICHHS PillICHb )
e Vanity vs. actionable metrics
e Komnnemis Data-Driven Decision Making (DDDM)

1. OcHoBHM po0OTH 3 METPHKAMHU

e Bu3sHaueHHs Ta KIOYOBI KOMIIOHEHTH METPUKH (301p, pO3paxyHOK, IHTEpIIpeTaris, /is)
o @yHiaMeHTaJbHI TEXHIKU aHAJI3y
e MeTpuKH SIK BIANOBIAL HA Oi3HEC-MUTAHHS



2. Unit-ekonomika

o [lpunuunu (LTV > CAC)
e [IpakTH4HMII KelC: IaXOBUM 10JAaTOK
e (Crpareriyai BUCHOBKH /ISl Oi3HECY

3. MapKeTHMHI0Bi MeTPUKH

o CTpyKTypa MapKETUHIOBOT BOPOHKH
e Kirouosi metpuku pexiamu (CPM, CTR, CPC)
o ROMI sik moka3HUK OKYITHOCTI IHBECTHUIIIM

4. IIpoayKTOBi METPUKH

e [llnax kopuctyBaya: OHOOPJMHT, aKTUBALIs, YTPUMaHHS, BIATIK.
e OcnorHi meTpuku: Activation Rate, Retention, DAU/MAU, Stickiness, Churn.
e Keiic Duolingo: sik onTUMI3yBaau yTpyUMaHHSL.

5. MoHneTu3auiiiHi METPUKH

e B3aeM03B’s130K IHHOCTI IPOAYKTY Ta MOHETH3AII1.
e Moneni MmoHeTH3aIlli (pexinama, mianucka, IAP).
e Merpuku: Conversion to Paid, ARPU, ARPPU, LTV.

6. @peliMBOPKH /ISl CHCTEeMAaTH3alIl METPUK

e Hagimo notpibHi ppeiMBOPKH.
e HEART Framework (UX-meTpukn).
e North Star Metric (cTpaTeriuna opieHTaris).

7. SIk OLiHIOBATH TA CTBOPIOBATH METPUKU

o XapaKTEePUCTUKH «XOPOILIOD» METPUKH.
e Leading vs. Lagging indicators.
e North Star Metric

OuikyBaHi TeMH noNepeIHLOr0 ONPANIOBAHHS (pPrerequisites):

OcHoBu Oi3Hec-aHaniTuku Ta NoHATTS KPI.

ba3oBi 3HaHHS QiHAHCOBHUX MOKA3HUKIB (I0Xi1, BUTPATH, TPUOYTOK).
OCHOBU CTaTUCTHUKH (Cepe/IHE 3HAUCHHS], BIICOTKH, TNHAMIKA).

Po3yMiHHS CTpYKTYpH IM(PPOBUX MPOIYKTIB (IIJISIX KOPUCTYBAya, BOPOHKA).



OxpiM 1BOTO, 0 Wi€T JEKIii CTYAEHTaM PEKOMEHIOBAHO MPONTH MOAYJIb 9 BCEYKpPaiHCHKOTO
Kypcy «AHaiiTuka y npoaykroBomy ['Th».

Beryn

1.1. Ilepeocmuc/ieHHs POJIi METPHUK: BiJl 3BITHOCTI 10 yXBaJIeHHS pPillIcHb

VY TEXHOJIOTTYHUX KOMITaHISIX METPUKHU YaCTO BUKOPUCTOBYIOTHCS SIK IOKa3HUKH JOCATHYTUX
pe3yNbTaTIB, IPOTE IXHS POJIb 3HAUHO MIKpIIa. BoHM MOXKYTh OyTH IHCTPYMEHTOM JIJIst
(dhopMyItOBaHHS rIOTE3 1 MIATPUMKH YIPABIIHCHKUX PIllIEHb, a HE JIUILE CIOCOO0M
MiZICYMOBYBAaTH MUHYII1 O

BuainsioTes qBa TUTIM METPUK:

e Mertpuku pe3ybTary (vanity metrics) — Hanmpukiaji, 3arajibHa KUIBKICTh
3aBaHTaXXe€Hb a00 CYKymHUH noXia. Bonu BigoOpaxaroTh MacmiTad Oi3Hecy, aje He
MOSICHIOIOTh IPUYMH 3MIH 1 HE BKa3ylOTh HaNpsMiB po3BUTKY. Hampukiasn, 3HaHHs, 1110
J0JTaTOK 3aBaHTaXWIM 10 MJTH pa3iB, HE A€ BIAMOBII, K 3ATYIUTH HACTYyHI 10 MH
KOPHCTYBaUiB.

e JlieBi meTpuku (actionable metrics) — nmoka3HuKH, 1110 JO3BOJIAIOTH BUSBIISTH
MPUYMHHO-HACIIIKOBI 3B SI3KM 1 KOPUTyBaTH cTparterito. [Ipukmanom moxe OyTu
KOHBEPCIS 3 IEPETIIsAy PEKJIaMU Y BCTAHOBJICHHS 3aCTOCYHKY B PI3HUX KpaiHax. Taki
JaH1 I0TOMararoTh (GOPMYIIIOBATH TIMOTE3U (HATPUKIIA, BIIMIHHOCTI Y CIPUAHSTTI
KpeaTHBIB) 1 yXBaJIIOBATH PIIEHHS MO0 ONTHUMI3allii OI0/KETY.

OTxe, IHHICTE METPUKHA BU3HAYAETHCS HE 11 aOCOTIOTHUM 3HAYCHHSM, a 3JaTHICTIO OyTH
OCHOBOIO JIJISl IPAKTHYHUX JTi.

1.2. Konuenuis data-driven decision-making (DDDM)

Data-driven decision-making (DDDM) — 1ie mizaxiz 10 yrpaBiIiHHS, 33 SKOTO CTpaTerivyHi i
omepalliiiHi pilmeHHs 0a3ylOThCS HA IaHUX Ta aHAIITHUIL, a HE JIUIIE Ha IHTYIIIl 4d JOCBiIL.
[aTYyilisa Mmoxke OyTH JKepesioM rinoTe3, OJHaK IXHS MepeBipka Mae 3/11HCHIOBATUCA 32
JOTIOMOTO0 JaHMX.

[Tporrec DDDM e iTepaTiBHUM Ta BKIIFOYAE TaKi €TAIH:

1. ®opmyaoBaHHs Oi3Hec-mUTaHHS. [I04aTKOBUM KPOKOM € YiTKe BU3HAYEHHS MPOOIEMHU
(Hampukaja, MagiHHA PeHTa0eIbHOCTI MAPKETUHIOBUX IHBECTHILIH).

2. 30ip nanmx. [nenrudikaris ta 30ip peneBaHTHOI iH(GOpMAaLii (TOBEAIHKOBI 1aH1
KOPHCTYBaYiB, KIIIKH, KOHBEPCii, HOBTOPHI BI3UTH TOIIO).



3. Amnani3 ganmx. [leperBopenHns HeoOpOOIEHUX JaHUX Ha MOKA3HUKH, TTOIIYK
3aKOHOMIPHOCTEH, KOpeJIALiil Ta aHOMaTii.

4. ®opmyBaHHs iHcaliTiB. BUSBICHHS HOBUX 3aJI€KHOCTEH, SIKi BIUIMBAIOTh Ha Oi3HEC.
Hanpuknan, xanan i3 Bumum CAC Moxe 3a0e3nedyBaTi BUILY JOBIYHY I[IHHICTh
kiienTa (LTV).

5. YxBajeHHs pilieHHA Ta TecTyBaHHA. DopMyTIOBaHHS TIOTE3H Ta MepeBipka ii uepes
eKCTiepuMeHTH (Hanpukiaa, A/B-tectn).

6. Omuinka pe3yabraTtiB. [lepeBipka rinore3u Ha OCHOBI OTPUMAHUX JTAaHUX. Y CHIIIHI
PILIEHHS IHTETPYIOThCS y O13HEC-TIPOLIECH, @ Y BUMIAJKY BIAXMIIEHHS — LUK
MTOYNHAETHCS 3HOBY.

OcHOBH po00OTH 3 METPUKAMH

2.1. BuzHayeHHA Ta KJIKOY0Bi KOMIIOHEHTH METPUKH

MeTpuka — 11¢ KUTbKICHUM MMOKA3HUK, SIKAW y CTUCTIHN, 3a3BUUail 1iudposiit hopwmi, BimoOpakae
TIeBHY BJIACTUBICTh, HOBEIHKY a60 pe3ynbTarT. [i KIouoBa QyHKIlis — HaJaBaTH MOMKJIUBICTH
MOPIBHIOBATH (HAINIPHUKIIAJl, TOTOYHUHN MICALb 3 TIONEPEIHIM), BIICTEXKYBAaTH (IMHAMIKY
3pOCTaHHA) Ta, HAUTOJIOBHILIE, YXBAJIIOBAaTH OOIPYHTOBAHI PillICHHS.

EdexTuBHa poboTa 3 METpUKAMH CKJIAIA€THCS 3 YOTUPHOX KOMIIOHEHTIB:

1. 30ip nanmx. lle pyngament Oyap-skoi anamiTuku. [loMuiku Ha IbOMY e€Tari poosITh
yC1 TIOIAJIBIII PO3PAaXyHKH Oe3rny3auMu. KoMneTeHTHUI aHATITHK 11Ie Ha eTarll
IJIaHYBaHHS HOBOT ()YHKIIIOHATBLHOCTI 200 MapKEeTHHIOBOT KaMIIaHii po3yMmie, siKi
METPHUKH OyayTh MOTPIOHI JyIs 1i OIIHKY, 1 3a0e31edye KOPEKTHE HaJaIllTyBaHHs 300py
BIAMOBIIHUX TOAIM (events).

2. Po3paxyHok (anaJi3). Lle mpouec nepeTBopeHHs HEOOPOOICHUX NaHUX (HAMPUKIAI,
JIOTIB MPO KIIIKK) HAa OCMUCIIEHI MOKa3HuKY (Hampukiazn, click-through rate).

3. InTepnperania. OxpemMi METPHUKH PIIKO NalOTh IOBHY KapTUHY. [HTEepIipeTalis — 1e
MIPOLIEC 3BEJICHHS PI3HUX MOKA3HUKIB TOKYMHU /Ui (pOpMyBaHHS [UTICHUX BUCHOBKIB Ta
1HCAMTIB.

4. Jlis. KinueBa MeTa BChOTO MPOIIECY — yXBAJICHHS PIILIEHHS Ha OCHOBI OTPUMaHUX
BHCHOBKIB.

2.2. @yHaaMeHTAJbHI TEXHIKH aHAJI3Y

VY npoiyKTOBIi aHANITUI[I BUAUIAIOTH KiJIbKa 0A30BUX METO/IIB, K1 3aCTOCOBYIOThCS IPAKTHYHO
B Oy/1b-IKOMY JIOCIIJDKEHH1 JaHUX: CErMEHTAIlis], aHalli3 BOPOHOK Ta KOTOPTHHUM aHaIi3.



CermenTauisi. Lle monin kopuctyBauiB ab0 JaHWX Ha MEHII IPYIH 32 BU3HAYEHUMH 03HAKaMHU
(reorpadisi, mpUCTpild, KaHAT 3Ty4CHHS, TOBEIIHKOBI MaTEPHU TOIIO). BoHA 1a€ MOXIIHUBICTH
MOPIBHIOBATH NMOKAa3HUKU BCEPEAINHI MPOIYKTY HABITh 0€3 30BHINIHIX OEHUMAPKIB.

Ilpuxnao: sKWO 3araibHa KOHBEPCIA B MOKYIKY CTAHOBUTH 2%, CETMEHTAIlist MOKe Tokazatu 5%
y CIIA Ta 0,5% B Inaii. Lle cTBOproe miArpyHTs ISl TOCTIHKEHHS IPUYHH BiIMIHHOCTEH.

Amnauni3 Boponok (funnel analysis). Boponka onmcye mociigoBHICTh KPOKIB, SIKi IPOXOJUTh
KOPHCTYBa4 JyIsl JOCATHEHHS IUIHOBOT i (HaIpHUKIIad, peecTparlis abo nokynka). Kirodoum
MMOKA3HUKOM € KOHBEPCISt MK eTarnaMu. MeTo/1 103BOJIsi€ BUSBUTH «BY3bK1 MICIISD) Ta
BU3HAUUTH, HA IKUX KPOKaX KOPUCTyBaul BUOYBaIOTb.

Ipuxnao: sxmo 3 1000 kopucTyBauiB, 1110 BIIKPUIM 3aCTOCYHOK, juie 400 nmoyanu nepury rpy
ITICJISI ONUTYBAHHS, 1I€ CUTHAJI ONTUMI3yBaTH caMe Iieil eTarl.

Koropruuii anaJis. Jlonae yacoBmii BUMIp /10 IOBEIIHKOBUX JaHux. Koropra — 1e rpyna
KOPHUCTYBauiB, 00’ €JHAHUX CHUIbHOIO XapaKTEPUCTUKOIO Y MEBHUI Mepio]] (Hanpukiai, aara
peectpariii). Takuii aHami3 103BOJISIE OI[IHIOBATH IMHAMIKY YTPUMAaHHS YU 3aTy4EHHS,
B1JTOKPEMJTIOIOUH BILIUB 3MIH y IPOIYKTi B1J MPUPOJHUX TPEH/IB OBEIIHKH.

Ilpuknao: KO0 KOTOPTa KOPUCTYBAYIB, 110 3apEECTpyBaIacs Iicisi OHOBJIECHHS OHOOPIMHTY,
Mae Bumuid Retention Rate va 30-i1 1eHb, 11€ CBITYUTH PO €(PEKTUBHICTH 3MIH.

2.3. MeTpuka siK BiAnoBiAb HA Oi3HeC-IMTAHHS

MeTpuku MarOTh CEHC JIMIIIE Y 3B 3Ky 3 KOHKPETHUMH Oi3Hec-3aBIaHHsIMU. KittouoBa posib
aHAJIITHKA TOJISTAaE B TOMY, II00 TpaHc(hopMyBaTH HEUITKI 3aMUTH (HAIIP., «IIPOJIAXKI
3HU3WINCS») Y BUMIPIOBaH1 TUTAHHS Ta BU3HAYATH BiAMOBIIHI MOKA3HUKH.

[Mpuxaanu 38’ 3Ky Oi3HeC-NUTAHb TA METPUK:

o EdexruBnicrs mapkerunry: Customer Acquisition Cost (CAC), Lifetime Value (LTV),
Return on Marketing Investment (ROMI).

o Customer Acquisition Cost (CAC) — cepezHi BUTpaTH Ha 3aJIy4eHHS OIHOTO
KITI€HTA.

o Lifetime Value (LTV) — nporuo3oBaHuii 3arajibHuii BUTOPT a00 MPHOYTOK,
SIKMI IPUHOCUTH KJTIEHT 32 BECh 4aC KOPUCTYBAHHS MPOJTYKTOM.

o Return on Marketing Investment (ROMI) — cniBBigHOIIEHHS 10JaTKOBOTO
J0XO0/1y BiJl MAPKETHHTOBUX aKTUBHOCTEW JI0 BUTpPAT Ha HUX, ITOKA3ye
pEeHTa0EIbHICTh IHBECTULIN Y MAPKETHHT.

e Ouinka HOBOro 1M3aiiHy oHOOpAMHIY: Activation Rate y TecToBii KOropTti NpoTH
KOHTPOJIBHOI.



e JloBrocrpokoBa HiHHicTh MpoaykTy: Retention Rate Ha 90-i1 neHb, HAsIBHICTD «IUIATO»
Ha KpUBIH yTpUMaHHS.

Taxwii miaxia 703BOJISIE YHUKATH BUMIPIOBAHHS OKA3HUKIB, 1110 HE MAOTh MPUKIIAJIHOT
IIHHOCTI, 1 KOHIIEHTPYBATH aHAJIITHKY Ha MiATPUMIII pillleHb, BAKIUBUX I Oi3HECY.

Unit Economics — 6a3oBa MojieJib 1J1s1 0y/Ib-SIKOT0 0i3Hecy

3.1. BBeageHHsI B unit-eKOHOMIKY

Unit-ekoHoMika — 11¢ MeTO1 (hiHAHCOBOT'O aHAI3y, IO OI[iIHIOE MPUOYTKOBICTH Oi3HECY Yepe3
CHIBBIJHOILLIEHHS JOXO/IB 1 BUTPAT y PO3PAXyHKY Ha OJUH 0a30BUl «tOHIT». J{1s1 pi3HUX Oi3HECIB
1IeH FOHIT MOJKE BIIPI3HATHUCS: JJIA KaB ipH1 — YaIllka KaBH, s SaaS — KIIEHT ab0 MICAIb
MIAMUCKH, Ul MapKeTIieiica — Tpan3akuis. Y Ouremocti IT-npoayKTiB IOHITOM BBa)Ka€ThCs
OJIVH 3aTy9CHHUI KITIEHT.

KirodoBuit mpuHnmmn unit-ekonomiku: LTV > CAC

e LTV (Lifetime Value) — 3aranphuii 70Xi BiJ KJII€HTA 32 4aC KOPUCTYBAHHS

IIPOAYKTOM.
e CAC (Customer Acquisition Cost) — BapTicTh 3aydeHHS KIII€HTA.

Axmo LTV nepeumye CAC, 6i3HEC-MOIEIB € CTIHKOIO.

AmHaJi3 3araJIbHUX MOKa3HUKIB (HAMPHUKIIAJ, 3pOCTAHHS JIOX0IY Pa30M 31 30UIBIIICHHSIM
MapKETUHTOBHX BUTPAT) MOXKE BBOJIUTH B oMaHy. Unit-eKOHOMIKa 3BOJIUTh yYC1 PO3PaxXyHKH JI0
PIBHSI OJTHOTO KJIIEHTA, 110 JO3BOJISIE 00’ €KTHBHO TIOPIBHIOBATH €(DEKTUBHICTh KaHATIB, KaMITaHIHA
YU KOTOPT KOPUCTYBAUiB HE3AJIECKHO BiJ MaclTaly.

3.2. IlpakTUYHM Keiic: JOAATOK JIsl TPU B LIAXH

PosrisiHemMo 3acTocyBaHHS Unit-eKOHOMIKH Ha KOHKPETHOMY IIPHKIIAI. YSIBIMO, IO MU
3aIyCTHIIA MOOUTBHUH JIOJATOK [T HABYAHHS TPl B IIAXH U TPOBEIH MEPITy MAPKETUHTOBY
KaMIIaHIko.

Kpoxk 1: 30ip BUXiZTHHX JaHUX

[Ticnst mpoBeAeHHS KaMIaHii Ta aHali3y JaHUX 32 MepIlli YOTUPHU MicALll MU MaeMO HacTYIIHI
MOKa3HUKH:

e Burparu Ha mapketunr: $2,000.
e KinbKiCTh 3a]1y4eHUX HOBUX KITI€HTIB (TOOTO THX, XTO 3J1HCHUB Xoua O OJIHY OIJary):
100 ocio.



® 3arajpHWuii 10Xin (revenue), OTpUMaHuii B miel koroptu 3a 4 micsii: $2,225.

Ha neprumii moriisij, cUTyalisi BUrIIsSAa€ MO3UTUBHOK: aoxXin ($2,225) nepeBuiiye BUTpaTH
($2,000). OnHak, Takuii TOBEPXHEBUI aHAII3 € XUOHUM.

Kpok 2: Po3zpaxynok Customer Acquisition Cost (CAC)
[epmm KpOKOM € BU3HAYECHHS BApPTOCTI 3UIy4EHHS OJJHOTO TUIATHOTO KITIEHTA.

®opmyaa: CAC = Mapketunrosi Butpatu / KiTbKICTh KITIEHTIB

Pospaxynoxk: $2,000 /100 = $20

BucHOBOK: 3a/1ydeHHs 0JTHOTO KJTI€HTA, SKUI 10YaB IJIATUTH, KOIITYBAJIO0 HAM B
cepemasomy $20.

Kpok 3: Po3paxyHok gross profit (Ba;ioBuii npudyToK)

Jlai HeoOX1IHO 3pO3YMITH, CKUTLKH TPOIICH KOMIaHIs peaibHO oTpuMaia. Revenue — 11e cyma,
SKY 3aIlJIaTHIIM KOPUCTYBaul, ajie IO paXyHKy KOMIIaHii JOXOIUTh MEHIIIE Yepe3 000B'I3KOB1
3MIHHI BUTPATH, TIOB'S13aH1 3 KOKHOIO TPAH3AKIIIEI0 B MOOLUTHHUX JTOJAAaTKaX.

e 3MiHHI BUTpaTH:
o Kowmicis niiargopmu (App Store, Google Play): 3a3Buyaii cranoButs 15-30%.
Jlnst Hamoro Oi3Hecy mpuitMeMo cTaBky 15%0.
o Pedanau (moBepHEHHs KOIITIB): YacTHHA KOPUCTYBAaYiB MOKE BUMaraTu
noBepHeHHs rporieit. [Ipuitmemo cepeHiil Mo puHKY OKa3HUK y 2%0.
e ®opmyaa: GrossProfit = Revenue — (Revenue X Kowicisg) — (Revenue X
PedaHamn)
e Po3paxynok: $2,225 — ($2,225 X 0.15) — ($2,225 X 0.02) = $2,225 —
$333.75 — $44.50 = $1,846.75
e BucHoBok: PeanbHuil BaoBHii IpuOYyTOK, OTPUMAHH# B KOTOPTH, CTaHOBUTH $1,847
(OKpyrieHo).

Kpoxk 4: Po3paxynok lifetime value (LTV)

Tenep Mu MOKEMO pO3paxyBaTH, CKUIBKU BAJIOBOTO MPHUOYTKY NMPHHIC HaM OJMH CEepeIHii
KJIIEHT 3a nepii 4 Micsii cBoro >xutTs. Lleit nokasznuk € icropuunum LTV 1 nanoro nepioxy.

®opmyaa: LTV = Gross Profit / KinbkicTh KII€EHTIB y KOTOPTI
Po3paxynoxk: $1,847 / 100 = $18.47
BucHoBok: 3a nepiri 4 MicsIi OJJMH KITIEHT MPUHIC HaMm B cepeanbomy $18.5

(oKpyrieHo).



Kpoxk 5: Anaais cniBBignomennss LTV/CAC ta ¢inaabHMii BUCHOBOK
Hapemri, Mu MOkeMO NepeBIpUTH BUKOHAHHS T'OJIOBHOTO MpaBuiia Oi3HeCYy.

e CuiBBignomenns: $18.5/ $20 = 0.925

e Kimouosuii BucHoBok: crisBignomenus LTV/CAC menme oaunauii. 1le o3Hauvae, mo
Ha KO>KHOTO 3aJTy9eHOT0 KIIIEHTa MH BUTpa4Yaemo oiibiie ($20), Hizk 3ap00.isiemMo 3
Hboro ($18.5). Hama 6i3Hec-Mo/1e1h Ha JAaHOMY €Talli € 30U TKOBOIO.

e CrpareriuHi HaCJTiIKKM: TpocTe MacIITaOyBaHHA MapKETUHTY (30UThIICHHS OIOJDKETY)
MIPU3BE/IE JIMIIIE JI0 MPOMOPLIHHOTO 3pocTaHHs 30UTKiB. [lepen Tum sk macitabyBaTHcs,
013Hec MOBHHEH c(hOKYCYBaTHUCS Ha MOKPAIIEHHI Unit-eKOHOMIKH. ['0JIOBHOIO METOIO CTa€e
nocsirHeHHs cniBBinHomeHHs: LTV/CAC 6utbmioro 3a 1. B ingyctpii SaaS Ta MoOUTBHUX
JIOJIATKIB 3JI0POBUM BBKAETHCS CIiBBiTHOIICHHS 3:1 abo B, mo 3abe3mneuye
JOCTaTHIM 3anac MpuOYTKOBOCTI JUIsl MOKPUTTS MOCTITHUX BUTPAT Ta PEIHBECTYBaHHS Yy
3pOCTaHHS.

Le#t ananiz 1eMOHCTpPYE, SIK Unit-eKOHOMIKa MEepeTBOPIOE (PIHAHCOBI MOKA3HUKU Ha MOTYXHUI
IHCTPYMEHT JUI YXBaJICHHS CTpaTeriyHUX pilieHb. BoHa 4iTko BKa3ye Ha Te, 110 IpobiiemMa He B
MacmiTa0l, a B epeKTUBHOCTI. 3aB/aHHA Oi3HECY Tenep po3KIaJaeThCs Ha JIB1 YaCTUHU!

1. 3aBaanus s mapkerunry: 3an3utu CAC.
2. 3aBaaHHs i NpoayKTy: migsumutu LTV,

Taxum unnoMm, ciBBimHOmIeHHsT LTV/CAC cTae 11eHTpalbHOI0 METPUKOIO, 10 00'€AHYE
3yCHJUTSI pI3HUX KOMaH/ (MapKETHHTY, MPOAYKTY, (DIHAHCIB) HABKOJIO CIUIHHOT METH —
moOy10BM TPUOYTKOBOTO Ta MacITabOBaHOTO Oi3HECY.

MapkeTHHIOBI METPUKH

4.1. MeTa Ta CTPYKTypa MAapKeTHHI0OBOI BOPOHKH

KirouoBuM 3aBIaHHSIM MapKETUHTY € yIpaBiiHHS BapTicTio 3anydeHHs kiienta (CAC). s
I[LOTO MPOIIEC B3aEMO/IIT 3 MOTCHIIIHHUM KIIIEHTOM 3pY4YHO MPEICTABISATH Y BUTIISII
MapKETUHTOBOI BOPOHKH. MeTa aHalli3y MoJisArae y BUSBJICHHI Ta ONITUMI3AIlil KOXKHOTO eTaIry
NUIAXY KOPUCTYyBaya — BiJl TIEPIIOTO KOHTAKTY 3 OPEHIOM JI0 IOKYITKHU. Takui Mmiaxif 103BOJIsE
3HmKyBaTH KiHeBuil CAC Ta nmokpauiyBaTy unit-eKOHOMIKY.

KnacuyHa MapkeTHHIoBa BOPOHKA ONUCYE OCHOBHI CTa/Iil, K1 MPOXOAUTh crokHuBay. HalOuib1I
MOLIMPEHa CTPYKTYpa BKIIFOYAE TPU PIBHI:



e Awareness (00i3HaHicTh). [loTeHIIITHII KITIEHT BOEPIIE Ai3HAETHCSA PO POOIIeMy abo
PO MPOJIYKT K MOKJIMBE pilieHHs. Ha oMy eTani BUKOPUCTOBYIOTHCS IHCTPYMEHTH
IIPUBEPHEHHS yBaru — peKjiama, KOHTEHT-MapKeTuHr, PR.

e Consideration (po3rJsia). KiieHT mocnimkye puHOK, TOPIBHIOE aTbTEPHATUBU, BUBYAE
XapaKTePUCTHUKH Ta BIIT'YKU. 3aBJaHHS KOMIIaHii — HaJaTH JOCTATHBO PEJIEBAHTHOT
iH(OopMarii A7 apryMeHTOBaHOTO BUOODY.

e Purchase/Conversion (mokynka/konBepcisi). @iHaIbHUN €Tall, KOJIH KIIIEHT YXBaIIO€
PIIICHHS Ta 3[IICHIOE MOKYIIKY.

IMpuknan (axoBuii 10aTOK): KOPUCTYyBa4 0AYUTh TapreToBaHy pekiaMmy B Instagram
(awareness), IEPEXOIUTh Ha CTOPIHKY 3aCTOCYHKY B App Store Ta 03HaAHOMITIOETHCSI 3 OTTHCOM 1
BiArykamu (consideration), micisi 40ro BCTAHOBIIIOE JI0JIATOK 1 0(hOPMITIOE TIPOOHY MiAMUCKY
(purchase). OnTuMizaliis KOHBepCli Ha KOKHOMY €Tarll BOPOHKH JI03BOJISIE 3alTydaTH Oulbllie
KIIIEHTIB TIPU TOMY K peKIaMHOMY OI0DKeTI, 10 Oe3nocepeiHbo BIuiMBae Ha 3HMKeHHsI CAC.

4.2. Kiiro4oBi meTpuKHu e)eKTHUBHOCTI peKJIaMu

CPM (Cost Per Mille) — noxa3Huk BapTOCTi THCAYI TIOKA3iB pekiamMu. Sk METpHKa i MOJIENb
orutatu, CPM 103BoJISIE OIIIHUTH, CKUTHKHA KoMTaHis atuTh 3a 1 000 iMmpecii.

o ®opmyna: CPM = 3aranpHi BUuTpaTu Ha kKamnadiro / KinpkicTs mokasiB x 1000
e [IpakTUYHUI KOHTEKCT: BiH NOIYJSIPHUHN /ISl OIIHKM OXOIUICHHS ayIuTopii Ha
peKiaMHuX TiaTdopmax.

CTR (Click-Through Rate) — gactka koprcTyBadiB, SIKi HATHCHYJIH Ha OTOJIOMICHHS ITiCIIs
neperuisiy. e MoKa3sHUK pesieBaHTHOCTI Ta IPUBaOIMBOCTI KPEeaTuBy.

e ®opmyna: CTR = Kinbkicts kiikiB / KinbkicTs mokasis x 100%
e [urepmnperartis: Bucokuiit CTR cBimuuTh 1po Te, 1110 OTOJIONMICHHS BIAMOBIIa€ IHTEpecam
ayIuTopii.

CPC (Cost Per Click) — cepeans BapTicTh Kilika KOPHCTyBada Ha OroJoiieHHs. Bona
BioOpakae, CKUIbKM peKJIaMO/IaBellb IIATHTh 3a Tpadik, SKUH MEepexXoIuTh Ha LLTHOBY
CTOPIHKY.

e ®Oopmyna: CPC = 3aranbHi BUuTpatu Ha Kammadito / KibKicTh KITIKiB
e 3pocTaHHsS e(PEeKTUBHOCTI OTOJIOMICHHS (HAMPUKIIA/I, 3pyYHOTO KPeaTUBY) MOKE 3HU3UTH
CPC Ha KOHKYpPEHTHUX peKJIaMHHX Iu1aTdopmax.

B3aemo3B’s13KH MEeTPUK



o [loxkpamenns CTR (Hanpukiaj, IUISIXOM ONTUMI3AIi] KpEaTHBY) 3a3BUYAN CIPUSIE
3amkeHHi0 CPC. Lle mosicHIOeThCS anropuTMaMu ayKIioHHUX TIIATGOPM, K1 BIIal0Th
nepeBary pesieBaHTHUM OTOJIOIICHHSIM.

e EdexTuBHE ynpaBIiHHI HIUMHU METPUKAMHU J03BOJISIE 3a)iIKCOBAHUM PEKIaMHUAM
OFO/DKETOM 3aJTydaTH OUTbIIe KITIKIB, a 3HAUNTh — 1 3HU3UTH 3aranbHuil CAC (Customer
Acquisition Cost), SIKIIIO iHII eTany KOHBEPCIHHOT BOPOHKH 3AJTUIIAIOTHCS CTA0ITHbHIMH.

4.3. MeTpuka okynHocTi MmapkeTuHropux ingecruuiii (ROMI)

Return on marketing investment (ROMI) € iHcTpyMeHTOM 117151 OLIIHKH €()eKTHBHOCTI
KOHKPETHUX MaPKETUHTOBUX aKTUBHOCTEH. L{e CIiBBIIHOIIEHHS TO3BOJISIE AI3HATUCH, HACKUTHKU
MapKETHUHIOB1 BUTPATHU OKYIUJIUCS Y BUTJISI/II TEHEPOBAHOIO JJOXOTY.

®opmysaa ROMI:

ROMI = ((Ooxia, oTpMMaHMM 3aBAAKM MAPKETUMHIY — BUTpaTK HA MAPKETUHT)
/ BuTpaTu Ha mapkeTuHr) x 100%

J11st OLIBII TOYHOTO aHAI3Y YHCEIbHUK YaCTO 3aMIHIOIOThH BasloBUM mpubyTkom (Gross Profit),
10 JIO3BOJISIE€ BPaxXyBaTH 3MIHH1 BUTPATH, OB’ SI3aH1 13 TPOJAKEM.

InTepnperanisi 3Havennss ROMI:

o ROMI > 0% — mapKkeTHHIOBI IHBECTHUIIIl MPUHOCATH MPUOYTOK.
o ROMI = 0% — BuTpaTn OKynuiucs, ajae 6e3 mpuoOyTKy.
ROMI < 0% — xammasis € 30UTKOBOIO.

3navends ROMI = 100% o3nauae, 1110 KOKeH BKIAJICHUH J0J1ap MPUHOCUTH OJHOTO JI0JIapa
grcroro npuOyTKy (Hoxin y $2). ROMI nae 3mory nopiBHIOBaTH e(DEKTUBHICTh PI3HUX KaHAJIB
YW KaMITaHii 1 yXBaJIIOBATH PIICHHS 11010 TIEPEPO3NOALUTY OFOKETY Ha KOPUCTh HAHOUTBII
NpPUOYTKOBUX aKTHBHOCTEH.

IIpoayKTOBI METPUKH

5.1. MeTa Ta nuisix KOpUCTYBa4a B MPOAYKTi

SIKIIO MApKETUHIOB1 METPUKH OLIHIOIOTHh €(DEKTUBHICTH 3aJydeHHsI KOPUCTYBaiB, TO
IPOJYKTOB1 METPUKHU 30CEepe/KeH] Ha IXHiH MoBeaiHIll BcepeIuHi MpoaykTy. OCHOBHA MeTa
aHaJi3y NPOAYKTOBUX METPUK — BUMIPIOBaHHS U MIBUIIEHHS I[IHHOCTI, SIKY OTPUMY€E
kopuctyBay. Came 111 HIHHICTh BU3HaYae piBeHb yTpuMaHHs (Retention) i, BIIMOB1IHO, JOBIUHY
wiHHICTh KiieHTa (LTV).



[IIngx KOpHCTyBaya 4acTo OMUCYIOTH SIK BOPOHKY, IO CKJIAJA€THCS 3 KUIbKOX KIIOYOBHX €TalliB:

e Omnoopaunr (First Interaction & Onboarding). [lepuuii KOHTAKT i3 TPOJTYKTOM, KOJIH
KOPHCTYBa4 3HAWOMHTHCS 3 HOTro (DYHKIIOHATOM. 3aBIaHHs OHOOPIMHTY — HIBUIKO
MPUBECTH WOTO JIO TIEPIIOT IIHHOCTI. Y BUMAJKY IIIaXOBOT'0 3aCTOCYHKY 1€ MOXe OyTH
OTIMTYBAIBHUK I BU3HAYCHHS PIBHS TPH, MO0 0pa3y Ha/IaTH pEIeBaHTHHIA KOHTEHT.

e AxtTuBauis (Activation). Kputnunwuii eram, KoJinm KOpUCTyBay BIEpIIE BiTd4yBae
peaIbHy KOPUCTH BiJ MPOAYKTY. YacTo 1eid MOMEHT Ha3uBarTh “‘Aha-moment”. J{s
[IaXOBOTO 3aCTOCYHKY — 3aBEPILIECHHS IEPIIOi TPH, ITICIIS YOT0 KOPUCTYBAY pO3yMi€e
OCHOBHY LIIHHICTh CEpBiCy.

e Yrpumanns (Retention). [loBepHeHHs KopUCcTyBaya JUisi OTPUMAHHS HIHHOCTI.
JIOBrocTpokoBe yTpUMaHHs BKa3ye Ha Te, 110 IPOAYKT pO3B's3ye 3HaUyIly podiaemMy Ta
CTa€ YaCTUHOIO 3BUYOK KOPHCTYyBaya.

e Binrik (Churn). Brpara kopucrtyBauiB, siki IepecTatOTh KOPUCTYBATHUCS TIPOTYKTOM.
3aB/aHHs KOMaHAU — 3HIDKYBATH PIBEHb BIATOKY KOIITOM MIIBUILIEHHS SKOCTI Ta
PENEBAaHTHOCTI MPOIYKTY.

5.2. Kiiro4oBi NpoayKTOBI METPpUKH
Jj11 BUMIpIOBaHHS KOXHOTO €Tany HUIIXY KOPUCTyBada iCHYIOTh CBOT METPHKHU.

e Activation Rate (koegimienT akTuBaiii). [{e BiicoToK HOBUX KOPUCTYBayiB, AKi
BUKOHAJIHM KJIFOYOBY IUTHOBY JIIF0 MPOTATOM IMIEBHOTO MIEPioy Yacy (HAmpUKIIAI, IEPIINX
7 MHIB TICJISI BCTAHOBJICHHS).

e Retention Rate (koedinieHT yrpumanns). Lle BiicOTOK KOprCTyBadiB 3 MEBHOT
KOTOPTH, K1 TTOBEPHYIIHMCS 10 MPOAYKTY Yepe3 BUSHAUCHUN MPOMDKOK dacy. 3a3Bruyait
BUMIpIOIOTH Retention Ha 1-#t nensb, 7-i aeHb, 30-# 1eHb TOIIO.

o Kpusa yrpumanns (Retention Curve): Lle rpadik, mo nokasye, sik Retention
Rate 151 meBHOT KOrOpTH 3MIHIOETHCS 3 yacoM. Ha moyarky kpuBa 3aBxau Pi3KO
ajia€e, OCKUTbKH BIJICIFOIOTHCS He3alliKaBiIeH1 KopucTyBadl. O3HAKOIO 3JI0POBOTO
MPOJIYKTY € BUXiJ] KPUBOI HA IJIATO — TOPU30HTAIBHY aCUMITOTY, SKa IMOKA3Yye,
10 MEeBHUHN BIICOTOK HANOLIBII JOSUITbHUX KOPUCTYBAYIB 3IUIIAETHCS 3
MIPOJIyKTOM Ha3aBK[IH.

e DAU/WAU/MAU (Daily/Weekly/Monthly Active Users). KiibkicTh yHIKaTbHUX
AKTUBHUX KOPUCTYBAYiB, SIK1 B3aEMOJIISUIN 3 MIPOTYKTOM MPOTATOM JHSI, TUXKHS a00
Micss BiqnoBiaHO. Ll MeTprKu BUKOPUCTOBYIOTHCS JIJIsl OLIHKU 3aralbHOTO PO3MIPY
aKTHBHOI ayAUTOPIi MPOIYKTY.

o Stickiness Ratio (Koedinient «aunkocti»). PozpaxoByerscs sik DAU / MAU x
100%. Lleit noka3HUK AEMOHCTPYE, HACKUIHLKU PETYISIPHO
CepeHhOCTATUCTUYHUI KOPUCTYBAU MOBEPTAETHCS 10 MPOAYKTY MPOTATOM
Micsts. s mpoayKTiB, 0 nependadaroTh MI0IEHHE BUKOPUCTAHHS
(MeceHmKepH, COIiaIbHI MEpEeKi), BUCOKHH MOKa3HUK € 03HAKOIO YCIIXY.



e Churn Rate (koediuieHT BinToky). Lle BiACOTOK KOPUCTYBauiB, 4AKi
NPUMUHKUIIM KOPUCTYBATUCHA NMPOAYKTOM 3a NMeBHWM nepioA. Mo cyTi, ue
3BOpOTHa MeTpuka A0 Retention Rate (ChurnRate = 1 — RetentionRate).
AHani3 NpUUMH BIATOKY € BaXJIMBUM AxepesioM iHbopmaLii Ans
nokpaweHHs NPpoAyKTY.

5.3. Keiic-cTaai: ontumisanisa yrpumanusa B Duolingo

Duolingo, MoOUIbHUN 101aTOK ISl BUBYEHHS MOB, € TIOKa30BUM IIPUKJIAIOM KOMIIaHii, 110
CHUCTEMATUYHO MPAIIOE HAJl MIJBUIIIEHHAM YTPUMaHHS KOPUCTYBAYiB.

IIpoGsema: OCBITHI JOJJaTKU XapaKTEPU3YIOThCSI HU3bKUM PIBHEM IMOBTOPHOTO BUKOPHUCTAHHS.
V¥ 2012 poui moKa3sHUK yTpUMaHHs Ha HaCTYNHUM aeHb y Duolingo ctaHOBUB jHie 6JIU3bKO
12%.

Crparerisi: OCHOBHUM HampsiMOM CTaJio (OpMYBaHHS HI0JIEHHOT 3BUUKH Y KOpucTyBayiB. Jliis
LIOTO KOMIIaHis aKTHBHO 3aCTOCOBYBaJIa reiimidikaliito ta nocriine A/B-TecTyBaHHS KIIOUOBUX
€JIEMEHTIB MPOJYKTY.

KuarwouoBi iHTepBeHii:

e OnTumizaniss oHOOpAMHTY. PeecTpalliro nepeHecIn micis MepIioro ypoky, moo
KOpHCTYBa4 CIIEpITy OTPUMAaB ILIHHICTh Bil MpoAyKTy. Lle mpu3Beno 10 3pocTaHHs next-
day retention nmpu6nusHo Ha 20%.

o Cepii (streaks). [llonenHna MexaHika BUKOHAHHS 3aBJIaHb CTBOPIOE €(PEKT «BTpATH
nporpecy». Jlonatkosi pyHkii, k-0T «streak wager», e KOpUCTyBad CTaBUTh
BHYTPIIIHIO BaJIIOTY Ha 30epexeHHs cepii, minpuuu 14-day retention Ha 6mu3bko 14%.

e [lepconanizoBani push-cnoBimennsi. Bukopuctanus mackota Duo y HarajyBaHHsX,
3aMICTh CTAaHIAAPTHHUX MOBIOMJICHb, 30UTBIITNIIO IOACHHY aKTHBHY ayTUTOPIIO
npuban3Ho Ha 5%.

VYenix Duolingo 6a3yerscst He Ha OKpEeMOMY PILIEHH], @ Ha CYKYITHOCT1 YUCICHHUX,
EKCIIEPUMEHTAIIBHO MEePEeBIPEHHX MOKpaiieHb. CUCTEMHA PoOOTa 3 MPOIYKTOM J03BOJIHIIA
MIABUIIUTYA YTPUMaHHS Ta 3p0OUTH JOJATOK OJHUM 3 HAaWYCHINIHIMIKUX Y CBOTH KaTeropii.

MoneTH3aniiiHi METPUKH

6.1. 3’5130k HiHHOCTI TAa MOHETH3AWil

MoHeTH3ariis — 1€ MpoLec MePeTBOPEHHS IHHOCTI, AKY MPOAYKT CTBOPIOE JUIsl KOPUCTYBaya, y
n0xi1 komnadii. BoHa TicHO MMoB’s3aHa 3 IPOyKTOBUMHU METPUKaMH: 0€3 BUCOKOTO PIBHS


https://blog.duolingo.com/how-streaks-keep-duolingo-learners-committed-to-their-language-goals/

aKTHBAIlii Ta yTpUMaHHA e(eKTHBHA MOHeTH3allist HeMoxkiuBa. [Tokasauku Activation Rate Ta
Retention Rate BucTymaroTh iHAMKaTOpaMH, 10 BUIEPEKAIOTh MOHETU3ALIMHUNA TOTEHITIA.
YumMm Oibllie KOPUCTYBAU B3a€MOJIIE 3 IPOJYKTOM 1 UMM JIOBIIE 3aTHIIAETHCS, TUM BHILUM €
fioro LTV. Takum urHOM, poOOTa HaJ MPOAYKTOBUMHU METPHKAMH € IHBECTHIIIE€I0 Y MaliOyTHIH
JOXII.

6.2. Mopaesi MmoHeTH3AMil

Pexiamua moznenn (Ad-based)

o CyTb: 10X POpMYETHCS Yepe3 MoKa3 MapTHEPCHKOIT pekiiaMu KopucTyBauy. [IpoaykT
JUTsl TapTHEpa Oe30TIaTHUH.

e LTV npubnn3Ho o0UUCTIOETHCS K KUIbKICTh PEKIIaMHMX HEPErJIs/iB Ha KOPUCTyBaya X
CPM.

e dokyc: 30UTBIIIEHHS Yacy Y MPOIYKTI Ta KUTBKOCT1 CEeClif, OCKUTBKH came I1¢ BU3Ha4ae
MO>XKJIMBUN PEKJIaMHUN IHBEHTAp.

Mignmucka (Subscription)

o (CyTh: KOPUCTYBAU PETYISIPHO CILIAYYE 3a JOCTYI J0 MpeMiyM-(YHKIII 91 BIICYTHICTh
pEeKIaMH.

e LTV = cepeaHsa BapTIiCTb MIANMCKKM X KisIbKiCTb NaTidHKUX MEpioAiB.
®doKyc: TOBroCTPOKOBE YTPUMAaHHS KOPUCTYBAUiB 1 MOCTIHHA IEMOHCTpAILisl I[IHHOCTI

MPOJIYKTY.
IMokynkwu B 3actocyHky (In-App Purchases, 1AP)

e Cyrb: 6€30TUIATHHUI MPOAYKT 13 MOXKJIMBICTIO MPpHUI0aHHS BIpTyaJIbHUX TOBapiB, OOHYCIB
YM HIIUX OTIIIH.
®doxyc: moOynoBa BHYTPIIHBOT EKOHOMIKH, SIKa CTUMYJIIOE€ YaCTHHY KOPUCTYBaviB (Tak
3BaHUX «whales») 10 perynsipHuX BUTpAT, HE 3HWKYIOYH IIPU [[OMY JOCBiJ] OCHOBHOT
MacH I'paBIliB.

KosxxHa Moiens BU3HAYa€ cTpaTerivHuid (POKyC MPOAYKTY: peKiiaMa — yBara, MiJlucKa —
3BuuKa, |AP — emoii Ta cTUMyntOBaHHS MIKOBOT MOBEIIHKY.

6.3. KiirouoBi MoHeTH3aNiiiHI MEeTPUKH

e Conversion to Paid (kxoHBepcisi B INIATHOr0 KOPUCTYBa4a): BiICOTOK KOPUCTYBAiB
(3a3BHyaii 3 6e3mIaTHOI MPoOHOI Bepcii abo freemium-Bepcii), AKi 3A1IMCHUIN MTEpITy
nokynky. Lle kirouoBuii mokasHUK e(peKTUBHOCTI BOPOHKH.



ARPU (Average Revenue Per User): cepenniii 10X Ha 0JIHOTO KOPUCTyBaya 3a
NeBHUI nepion (3a3Buyail Micsib). Po3paxoByeTbes sSIK 3aralibHUI JOXI1I, MTOJUICHUN Ha
3arajibHy KUTbKICTh aKTUBHUX KOPUCTYBaUiB (i IJIATHHUX, 1 0E3KOIITOBHHUX).

ARPPU (Average Revenue Per Paying User): cepeaHiii 10Xix Ha OHOTO MIAMHO20
KopHucTyBada. Po3paxoByeThes K 3arajabHUMN TOXiJ, MOAUICHUH Ha KUTBKICTh IUIATHUX
KopucTyBadiB. L[ MeTpuKa mokasye, CKUIbKH B CEPEAHbOMY TUIATSTH Ti, XTO BUPIIIHB
wiatuty. [opiasaas ARPU ta ARPPU no3Bosisie 3p0o3ymiTi, HACKUTBKH AOX1JT
CKOHIIEHTPOBAHMI Cepel HEBEIMKOT TPy TUIATHHUKIB.

LTV (Lifetime Value): nmoka3sye 3aranbHuii BaJIOBUil MPUOYTOK, SIKMI KOMIaHIs OYiKy€e
OTpUMATH B1Jl CEpPETHBOTO KIIIEHTA 32 BECh Yac MOT0 B3a€EMO/IIT 3 IPOJYKTOM.

DpeiliMBOPKH VISl CUCTEMAaTH3aLlil METPUK

7.1. Hagimo norpioHi ¢ppeitMmBopku?

Benuka KiIbKiCTh PI3HOMaHITHUX METPUK MOXKE JI€30pIEHTYBATH KoMaHy. DpeiiMBOpKH — 1€

CTPYKTYpOBaH1 MOJIeJNi, SIK1 JOTIOMararoTh po3B's3aTy 1o podiieMy. BoHn 103BOJISAIOTH:

CTpyKTypyBaTH METPUKH: OPraHi3yBaTH MOKA3HUKH Y JIOT1YHI TPYIH, IO
BIJINTOB1/IalOTH PI3HUM acriekTaMm 0i3Hecy a00 KUTTEBOTO IUKITY KITI€HTA.

CdokycyBaTu KOMaH/y: BU3HAYUTH HEBEITUKHUI HAOIp KIFOYOBUX METPHUK, SIKi €
HalBa)XJIMBIIIMMH HA TAaHOMY €TaIli pO3BUTKY KOMIIaHIi.

CTBOpPHUTH €IUHY MOBY: 3a0€3ME€UUTH, 100 YC1 BIIUTH (MapKETHHT, MMPOIYKT, ITPOJIaXkK1)
PO3YMUIH METPUKHU OJTHAKOBO 1 MPAIIOBAIA HAJT JOCSITHEHHSIM CIUTBHUX IUIEH.

7.2. HEART Framework

HEART Framework, po3po6nenuii komanmoro UX-nocnigaukiB Google, € miaxoaom 1o

BUMIPIOBaHHS SIKOCTI KopucTyBambkoro nocBiny (UX). e ppeliMBOpK OIIHIOE, HACKUTHKH
MPOAYKT MOA00a€THCS KOPUCTYBadyaM 1 HACKUIBKU 3PYYHUM BiH € Y BUKOPUCTAHHI.

HEART oxomtroe ’Th KaTeropii, AJIs KOXKHOI 3 SIKMX BU3HAYAIOTHCS 11111, CUTHAIM Ta

MCTPUKHU:

Happiness (3a10Bos1eHicTb): cy0’€KTHBHE CTaBJIEHHS KOpucTyBauiB. MeTpuku: Net
Promoter Score (NPS), ouinky y Mara3uHax 3aCTOCYHKIB, PE€3YyJIbTaTH OIHUTYBaHb.
Engagement (3a;1y4eHicTh): IHTEHCUBHICTH 1 ITMOMHA B3aeMOil. METPHUKH: KUIBKICTh
ceciif Ha KOpHCTyBaya, aKTUBHICTb Y BUKOPUCTaHHI (DyHKIIIH.

Adoption (yxBajieHHs1): BUKOPUCTAHHSI HOBUX MPOJYKTiB U QyHKIiH. MeTpuku:
KUIBKICTh HOBUX KOPUCTYBauiB, BIZICOTOK THX, XTO CIPOOYBaB HOBY (DYHKIIIIO.
Retention (yTpuMaHHs1): TOBTOPHE BUKOPUCTaHHA NpoaAyKTy. MeTpuku: Retention
Rate, Churn Rate.



e Task Success (ycnmimHicTh 3aB1aHb): IPOIYKTUBHICTh PU BUKOHAHHI KIIFOYOBUX JTiH.
MeTpHKH: Yac Ha BUKOHAHHS 3aBJaHHs, BIICOTOK YCIIIIHUX 3aBEPIIEHb, PIBEHb
MTOMMJIOK.

Goals Signals Metrics
Happiness
Engagement
Adoption
Retention

Task Success

Horcepeno: https://www.productplan.com/glossary/heart-framework/

SIK OUiHIOBATH TA CTBOPIOBATH METPUKH

8.1. XapakTepuCTHKH XOPOIIOi METPUKH
EdexTuBHa MeTprKa MOBUHHA BIAMOBIIATH KUTBKOM KPUTEPISIM:

e 3po3ymina: MeTpuka Mae OyTH MPOCTOIO JJIS IHTEPIPETAIlii BCIMa YWiICHAMU KOMaH/IH.
HanmipHO ckiagH1 MOKa3HUKHU PIIKO 3aCTOCOBYIOTHCS Ha TIPAKTHIIL.

e [lopiBHsiIHHA: MeTpUKa MOBUHHA HA/IaBATH I[IHHICTH Y AWHaMIll. AOCOIIOTHE 3HAYEHHS
0e3 KOHTEKCTY HeiH(pOpMaTUBHE, alie MOPIBHAHHS y Yaci, MK cerMeHTamMmu abo 3
OCHYMApPKOM JIO3BOJISIE OI[IHFOBATH €(PEKTHUBHICTb.

e JlieBa: 3MiHa MOKa3HUKA Ma€ 1aBaTH 3pO3YMUIMIA CUTHAII JUIA MOJANBINUX Jil. SIKIo
MeTpHKa He BILUTMBAE HA PIIlIEHHS YU CTPATETiI0, BOHA € HEMPAKTHUYHOIO.

o [lpup’si3ana no0 Oi3Hec-UiJIel: ONTHMI3allisl METPUKN OBUHHA MaTH 3B’ SI30K 13
TOJIOBHUMH 3aBAAHHSAMH Oi3HECY, 30KpeMa 3pOCTaHHSAM MPUOYTKY.

8.2. BunepemxanbHni (Leading) vs. 3aniznini (Lagging) innnkaropu

MeTpI/IKI/I l'IOI[iJ'IHIOTB Ha ABa TUIIHU:
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e 3ani3uijii (Lagging Indicators): gikcyroTs pe3ynbraTa, 0 BXe BinOynucs. [Ipukiaou:
MICSYHHH JTOXiJ, BIATIK KIIi€HTIB 3a kBaprTan, LTV kiieHTa, SKuii 3aUIIAB MPOTYKT.

o Bunepexxaibhi (Leading Indicators): ronomaraioTs mporHo3yBatu MaiilOyTHi
pe3yabTaTH, BUMIPIOIOYX IPOMDKHI IpotiecH. [lpuxiaou: KiTbKiCTh KOPUCTYBAUIB, 110
PO OHOOPAMHT BOTO THKHSA, KUTBKICTh JI0/IaHUX TOBAPIB Y KOLIHUK, piBeHb NPS.

3aBaHHs aHATITHKY — BUSBUTH BUIIEPEKYBAIbHI IHAUKATOPH, SIKI MalOTh 3HAYHY KOPEIISIIII0
3 KIIFOYOBUMHU 3ali3HUTMMH. Hanpukian, moBepTarounch 10 3aCTOCYHKY JJISl TPH Y IIaXH,
KUTBKICTB 3IrpaHuX MapTiil y MepInid AeHb MOXe BUCTYIATH MPETUKTOpOM MaiiOyrasoro LTV.

8.3. «IliBHiuHa 3ipka» (North Star Metric, NSM)

NSM — e eimHa MeTpurKa, 10 BigoOpakae 6a30BY IIHHICTH MPOAYKTY JUIS KIIIEHTA W Y3TOJIKYE
poboTy Bcix koMaH[. Bona He € mpocto KPI, a iHCTpyMeHT cTpaTeriyHoro crpsiMyBaHHs.

XapakTepucTuku sikicHoi NSM:

e BinobOpaxae HIHHICTD A7 KJII€EHTA (3pOCTaHHS METPUKU CBITYUTD MTPO OTPUMAHHS
OUTBIIOT KOPHCTI).

e € BumepeKYBATBHUM IHINKATOPOM JOXOTY.
UyTtnuBa 0 3MiH y MPOIYKTi Ta isIX KOMaH/IH.

Cnucok 10JaTKOBHX JIZKepeJI ISl CAMOCTINHOTO ONPANIOBAHHS

1. The Lean Startup: How Today’s Entrepreneurs Use Continuous Innovation to Create
Radically Successful Businesses

2. Data Science for Business: What You Need to Know about Data Mining and Data-
Analytic Thinking

3. Strength in Numbers: How Does Data-Driven Decisionmaking Affect Firm Performance?

4. Ultimate guide to cohort analysis: How to reduce churn and strengthen your product
retention | Signals & Stories

5. Funnel analysis: Find conversion problems | Signals & Stories

6. Awareness, Consideration, Conversion: A Marketing Funnel Primer

7. What is a Marketing Funnel? How They Work, Stages & Examples | Amazon Ads
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9

Maximizing Click-Through Rates on Google Ads - Loves Data

. STUDY: Click-Through Rate Increases 220% on Ads Shown to Intent-Based Audiences
10. Measuring Return on Marketing Investment (ROMI) | Brand Finance
11. Return on Marketing Investment: Key Strategies for Success | Camphouse
12. How Streaks keep Duolingo learners committed to their language goals
13. Improving the streak: Forming habits one lesson at a time
14. The Only App That Always Wins the Battle for Your Attention - WSJ
15. HEART framework



https://ia600509.us.archive.org/7/items/TheLeanStartupErickRies/The%20Lean%20Startup%20-%20Erick%20Ries.pdf
https://ia600509.us.archive.org/7/items/TheLeanStartupErickRies/The%20Lean%20Startup%20-%20Erick%20Ries.pdf
https://books.google.com.ua/books?id=4ZctAAAAQBAJ&pg=PT14&hl=uk&source=gbs_toc_r&cad=2#v=onepage&q&f=false
https://books.google.com.ua/books?id=4ZctAAAAQBAJ&pg=PT14&hl=uk&source=gbs_toc_r&cad=2#v=onepage&q&f=false
https://papers.ssrn.com/sol3/papers.cfm?abstract_id=1819486
https://mixpanel.com/blog/cohort-analysis/
https://mixpanel.com/blog/cohort-analysis/
https://mixpanel.com/blog/introduction-to-analytics-funnel-analysis/
https://www.bol-agency.com/blog/awareness-consideration-conversion-marketing-funnel
https://advertising.amazon.com/library/guides/marketing-funnel
https://www.lovesdata.com/blog/maximize-ctr-on-google-ads/
https://foundryco.com/news/study-click-through-rate-increases-220-on-ads-shown-to-intent-based-audiences/
https://brandfinance.com/insights/measuring-marketing-romi
https://camphouse.io/blog/return-on-marketing-investment
https://blog.duolingo.com/how-streaks-keep-duolingo-learners-committed-to-their-language-goals/
https://blog.duolingo.com/improving-the-streak/
https://www.wsj.com/tech/personal-tech/duolingo-streaks-notifications-app-spanish-bc87d6e4
https://www.heartframework.com/

16. The North Star Metric & Framework



https://growthmethod.com/the-north-star-metric/
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