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Y cmammi  obipynmoeano ma  po3pobieno  adanmueHy — MooOelb
MAPKEemMUH208020 ayoumy yu@gposux KomMyHikayiu, adanmosarny 0o nomped MCA.
3anpononosano MoOyibHY apXimekmypy, wo 00360JA€ 00upamu 2UOUHY aHanizy,
810 excnpec-0iacHOCMUKY 00 Cmpame2iuHoi onmumizayii, 3a1excHo 8i0 0100 cemy,
Yyugpoesoi 3pinocmi KoMaHou ma mepmiHo8ocmi. 3anponoHo8ana Mooeib 00380JA€
NIONPUEMCINBAM —~ CAMOCMIUHO  00Upamu  HeoOXIOHULl  piGeHb  ayoumy, o
3abe3neyye SHYUKiCmb YNPAGNIHHA MAPKEMUH2080K0 OISIbHICMIO 8 YMOB8AX
PUHKOBOI HeGU3HAUEHOCMI.

Y mpoyeci  Oocniosicenna  cghopmosano  cucmemy  iHOUKaAmMopie
epekmueHOCmMi  MaApKemuH208020 ayoumy, wo IiHmezpye KIACUYHI eKOHOMIUHI
noxasuuxu (ROI, CAC, LTV) i3 cyuachumu yugposumu mempuxkamu (conversion
rate, NPS, bounce rate mowo). Po3pobieno adanmusry mampuyio iHOUKamopis,
AKa  3a0e3neuye  penpeseHmamuHicmb,  GUMIPIOGAHICMbL  mMA  eKOHOMIUHY
OOYINbHICMb AHANIMUYHUX NpOYedyp, A MAKOoH*C 003680JAE€ YHUKHYMU HAOMIPHO20
iHghopmayiiinoco Hasanmadicennus, xapakmepHnozo onsi MCH.

Emnipuuny eepucgpixayito mooeni 30iticneno Ha 6ubipyi 3 24 yKpaiHCbKux
nionpuemcma pizuux eanyseu (e-commerce, B2C, B2B) ynpoooeic 2024-2025
poxis. Pezynomamu anpobayii 3acgiouuny cmamucmudHo 3Hayyuje noKpaujeHHs
KII0Y0BUX NOKA3HUKIE MAPKEeMUH2080i epexmusHocmi, 30Kpema 3HUIMCEHHS]
8apmocmi  3a1y4eHHs  KAIEHMIB, 3DOCMAHHA  KOHBepCii ma  Ni08UUeHHS
penmabenvbHocmi  mapkemuneosux — iHgecmuyinu.  Ompumani  pe3yrbmamu
nIOMBepOHCeHO 3a 0ONOMO2010 Memodie MamemMamuyHoi Cmamucmuky, 30Kpema t-

kpumepito Cmvio0enma ma pespeciiino2o aHaisy.

This paper substantiates and develops an original adaptive model of marketing
audit that takes into account the specific constraints and needs of SMEs. The scientific
novelty of the proposed approach lies in the rejection of rigid, standardised
algorithms in favour of a modular architecture with dynamic adjustment of the depth
of analysis. The model is based on three interrelated levels: basic (express diagnosis

of presence in the digital environment), intermediate (in-depth analysis of ROI, UX



and content strategy) and advanced (strategic optimisation with CRM/ERP
integration and predictive analytics) A key element of the model is an adaptive
module selection mechanism, which functions as a dynamic router based on three
determinants: the size of the marketing budget, the team’s level of digital maturity,
and the urgency of obtaining results. To operationalise the model, a matrix of
indicators has been developed, combining classic audience metrics with modern
digital indicators such as CAC, LTV, ROI and NPS. The validation of the toolkit has
been confirmed by a high correlation coefficient.

The effectiveness of the proposed model has been empirically demonstrated
through its pilot testing, carried out between 2024 and 2025 across 24 Ukrainian
enterprises in various sectors (e-commerce, services, B2B). The study involved a
detailed analysis of case studies involving an online shop selling eco-friendly goods, a
local chain of coffee shops, and a B2B provider of IT services. Statistical analysis of
the results using Student’s t-test demonstrated the high reliability of the data obtained.

The results of implementing the model show a statistically significant
improvement in key performance indicators across the entire sample: an average
reduction in customer acquisition cost (CAC) of 24.3%, a 38.6% increase in
conversion rates, and a 52.1% increase in the ROI of marketing investments. The
results obtained demonstrate the practical effectiveness and industry-wide
versatility of the proposed model, as well as its suitability for scaling in an
unstable digital environment. The practical value of the research lies in providing
SMEs with an accessible, resource-efficient and scientifically sound tool for the

systematic evaluation and optimisation of digital marketing communications.

Kniouosi cnosa: mapxemuneosuii ayoum, yu@posi KOMYHiKayii, maiui ma
cepedHill 0Oi3Hec, a0anmueHa Mooelb, e@peKmueHicmb MapKemuHey, yugpposa
mpaHncpopmayis, KOHEepPCisl.

Keywords: marketing audit, digital communications, small and medium-
sized businesses, adaptive model, marketing effectiveness, digital transformation,

conversion.



Ilocmanosxka npoonemu y 3azanbHomy 6u2iadi ma it 36°A30K i3
BAXHCTIUGUMU HAYKOSUMU YU npakmuynumu 3aedannamu. CydacHe Oi3Hec-
CEpEIOBHILIE XapaKTEPHU3Y€eThCs OE3MpeleICHTHUM pIBHEM HEBU3HAYEHOCTI,
3YMOBJIEHUM TEXHOJOTIYHUMHU 3pPYIICHHSIMH, TE€ONOJITUYHUMU BHUKJIMKAMU Ta
eKOHOMIYHOIO BoOJaTwibpHICTIO. Ha Tmi cTpimMkoi mudpoBoi TpaHchopmariii
CeKOHOMIKM MapKeTHHIOBI KOMYHiKallii manoro Tta cepennboro 0Oiznecy (MCB)
3a3HAIOTh CTPYKTYPHUX Ta (YHKIIIOHAIBHUX 3MIH, III0O 3YMOBJIIOE HEOOX1IHICTh
MEPEOCMHUCIICHHS TPAAUIIIMHUX TIIXOAIB A0 iXHbOI JIarHOCTUKHU Ta ONTHMI3aIlii.
Po3pobka amanTUBHOT MOJEI MAapKETUHIOBOTO ayaUTy HUU(PPOBUX KOMYHIKAIli
st mignpuemctB MCB  HaOyBae BU3HAuYadbHOI AaKTyallbHOCTI B KOHTEKCTI
JUHAMIYHOCTI 1IM(pPOBOro cepeioBuIa, OOMEKEHOCTI PECypciB MIANPUEMCTB
OIO CETMEHTa Ta 3pPOCTaHHS BHUMOI O €KOHOMIYHOi e(hEeKTHUBHOCTI
MapKETUHTOBUX 1HBECTHIIIH.

Ananiz  ocmannix  oocnioyncenv i nyodaikayiu. IIpoOnemartuka
MapKETUHTOBOTO ayJIUTy Ma€ TIMOOKE TEOpeTUYHE MIATPYHTS, OAHAK IudpoBa
TpaHcdopmarlliss Ta  TypOyJIEHTHICTb  PUHKOBOI'O  CEPEJOBHILNA  CYTTEBO
TpaHCHOPMYIOTh TPAAMIIINHI MAXoau. 3apyOikHI JOCHIHKEHHS OXOIUTIOITh TPU
Hanpsmu. [lepmmii — dyHIaMeHTaNbHI 3acaid ayauTy: BiJl KJIACUYHHUX IIJIXOJ1B
Kotler, Gregor, Rodgers [6] no cydacHux aociimkens Lipnickd & Dado [8]; Vana,
Cerna [14], opieHTOBaHUX NEPEBAXHO Ha CTAGIIBHI PUHKM Ta BEJMKi KOPIIOPAIIi.
Hpyruit — cnenudika uudposoro mapketunry B MCb Jadhav et al. [5], Taiminen
& Karjaluoto [12], Thaha et al. [13] ta Kraus et al. [7] noBousaTh, mo mudpoBa
tpanchopmariiss MCh BuMarae HOBUX METpUK €(EKTHUBHOCTI, TOAl SK TPAAUITIAHI
MPOIEAYPU € HAATO PECYpCOEMHUMHU. TpeTii — aJanTUBHICTh Ta POJIb AHAITUKU:
Day [4] 1 Massiera [9] oOrpyHTOBYIOTh KOHIISIIIIIO aJaNTUBHUX MApPKETHHTOBUX
3nibnocreit; Mikalef et al. [10], Wamba & Akter [15], Zahra & Wright [16] —
HeoOX1aHIcTh Oe3nepepBHOro motoky ganux; Chaffey D., Ellis-Chadwick [3] 1
Agag 31 cmiBaBTOopamu [1] aHamiTHKy SIK 1HCTpyMeHT BuMiptoBanHs ROI B

pealbHOMY 4Yacl.



B ykpaiHCbKOMY HAyKOBOMY IMPOCTOPI ayJIUT JOCIIIKY€ETbCS B KOHTEKCTI
ctpateriudoro ynpasiinHs: bonnap [18], Cotnuk, Tkauyk, Buroscekumii [23] —
opranizamiifai acnektu; €Brymenko [19] — koncantunr; Cepena [22], Pomanyuk,
BacuibiioBa [21] — ctpareriuna cripsiMoBaHiCTh. TeopeTnudHi 3acaau popmMyBaHHs
UG poBizallii MapKEeTUHTOBUX ayJUTOPCHKUX MPOILECIB MPEACTABICHI y Mparsix
Jlixonocona [20] ta binmuk, Mopo3s, bynak [17].

VY HaykoBOMYy AMCKypCl HE MPEJICTABICHO KOMILIEKCHUX JOCIHIKEHb, IO
MOEHYIOTh TEOPII0 AJaNTUBHUX MAapKETUHTOBHX 3A10HOCTEH 3 MNpPAKTUYHUMHU
IHCTpYMEHTaMH ayauTy nudpoBux komyHikauii maigs MCBhb 3 obmexeHumu
pecypcaMu. BimbIIICTh ICHYIOUMX MOJIENEeH Opi€HTOBaHI Ha CTa01IbHI PUHKH ab0
nepeadavyaroTh 3HAYHI 1HBECTHUIIIL B aHAMITUYHY 1HOPACTPYKTYPY, LIO0 3yMOBIIOE
HEOOXIJTHICTh PO3POOKH MOJYJIBHOI aJanTHBHOI MOJENi, SKa Bapilo€ TIIHMOUHY
aHai3y 3aJ1eXXHO B1Jl OI0/UKETY, HU(POBOI 3pLIOCTI Ta TEPMIHOBOCTI PE3YJIbTATIB.

Dopmyntoeannn yinei cmammi (nocmanoska 3ae0anus). Metorw crarti €
po3po0Ka aganTHBHOI MOJENI MAapKETUHTOBOTO ayaWUTy HU(PPOBUX KOMYHIKAIH
s mignpuemcts MCB.

Buknao ocunoeénozo mamepiany oocnioxcenns. Ha OCHOBI CHCTEMHOIO
aHaji3y Ta MOPIBHSUILHOTO 3ICTABJICHHS TPAAUIIMHUX 1 CYy4YaCHHUX MIAXOMAIB JI0
ayIUTy pPO3pOOJIEHO aJalTUBHY MOJENb, MNPUHIIMIOBOI BIJIMIHHICTIO SIKOi €
BIJIMOBA BiJl YHI()IKOBAHOTO «OJHOPO3MIPHOTO» (OpMATy HA KOPUCTh MOIYJIBHOT
apXITEeKTypu 3 JIUHAMIYHUM HaJallTyBaHHAM [JIMOMHU aHamizy. Takuil miaxina
BIJINOBIJIa€ PEKOMEHJAIISIM IMOA0 HEOOXITHOCTI THYYKOCTI B yIpaBIiHHI
MapKeTUHIOM B YMOBaX HEBU3HAYCHOCTI [4; 9] Ta miATpUMYE BHCHOBKH IIPO
BOKJIMBICTh aJalTUBHUX MapKETHUHTOBUX 3A10HOcTel nis mignpuemcts MCB [7;
12]. KonrnenTyanbHa CTpyKTypa MoJieJll HaBe/leHa Ha PUCYHKY 1.

Mogenb CKIIalaeThCsl 3 TPhOX B3a€EMOIIOB'I3aHUX MOJIYJIIB, IO BiJMOBIIal0Th
PIBHIO pecypcHOi 3a0€3MeYEHOCTI Ta CTpaTeriuHo1 3piia0cTi O13HECY.

Monyns 1: Excripec-nmiarnoctuka (0a30BHil piBeHb) — aHaJi3 IPUCYTHOCTI B

digital-mpocTopi, oOIliHKa KOHBEPCIMHMX BOPOHOK (MOIH(OOPMOBAHICTE —>



3aIlKaBJIEHICTh — KOHBEPCis) Ta KOHKYPEHTHUM OCHYMApKIHT NpOTHU 3—5 rpaBIIiB.

Peanizyerbes 3a 1-3 nH1 6e3 ckilagHux aHamiTHYHUX mwatdopm [5; 12; 17].

| Monyasb 1: Excripec-niarHoctuka (6a30BHii piBeHb) |
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Puc. 1. AjanTuBHA MO/JeJIb MAPKETHHIOBOI0 ayIuTy HHU(ppoBuUX
KOMYHikauiii ans minnpuemcrs MChb

Licepeno: cghopmosano aemopamu



Mopayne 2: Ilornmubnenuit aHami3 (cepedHii piBeHb) — ayJauT KOHTEHT-
ctparerii Ta UX, po3paxynok ROI 3a kanamamu (Google Ads, Meta Ads, email-
MapketuHr), aHamiz NPS wuepe3 digital-kananm Ha ocHOBi GA4, peKIIaMHHX
kabineriB Ta CRM-3BitiB [1; 2; 3].

Monynb 3: Ctparteriuna onTtumiszaiisi (IpoCyHyTHIl piBE€Hb) — IHTerparis 3
CRM/ERP, npenukTrBHA aHATIITHKA IS CIICHAPHOTO OFO/KETYBAHHS Ta pO3po0OKa
JOpOXXKHBOI Kapth 1udpoBoi TpaHchopmaiii i1 MCB, mo 1IaHyroTh
MacitadyBaHHs a00 Buxig Ha HOBI puHku [10; 15; 20].

KitouoBUM €71€MEHTOM € aJlanTUBHUN MEXaHi3M BHOOPY MOYJIS 32 TphbOMa
nerepminanTamu: 6roxeToM (<50 / 50-200 / >200 Tuc. rpu/mic.) [19; 23], piBHeM
digital-3piutocti komanau [7; 11] Ta TepMiHOBICTIO pe3yibTaTiB [4; 9]. MexaH13m
GyHKIIOHY€E K TUHAMIYHUNA MapIIpyTU3aTOP: KOMITaHis 3 OOMEKEHUM OI0IKETOM
OTpUMY€ pekoMmeHaIio moao Moayns 1, 6i3Hec 31 cTablIbHUM (piHAHCYBaHHSAM
Ta 3pUIOK0 KOMaHI0IW — iHTerparito MoaymniB 2 1 3, 1o 3a0e3nedye MOJYJIbHICTh
YIPaBJIIHHSI MapKETUHTOBOIO JIISUTbHICTIO 32 0OMEXeHUX pecypciB [8; 17; 22].

OmnepuioHanmizaiis  po3po0iaeHoi MoOjenl BHUMarae 4iTKOi  CUCTEMHU
BUMIPIOBAJILHUX 1HIUKATOPIB, IO TMOEAHYE KIACHYHI ayJUTOPCHKI METPUKH 3
cyyacHumu digital-ingukatopamu edextuBHOCTI. Ha OCHOBI ekcriepTHO1 Bastiarlii,
aHai3y MDKHApOJHUX MPAKTUK OLIHIOBAHHS MApKETHHIOBOI AisuibHOCTI [1; 3; 8]
Ta BpaxyBaHHS crernudiku pecypcHux obmexkenb MCB [5; 12] cdhopmoBano
aJanTHUBHY MAaTPUIIO 1HAMKATOPIB, CTPYKTYPOBaHy 3a PIBHSAMHU INIMOUHM ayJUTY,
sKa TpeJicTaBiieHa y Tadmuii 1.

Bubip iHAMKATOpIB TPYHTYETHCS HA TPUHIMIAX PENPE3CHTATUBHOCTI,
BUMIPIOBAHOCTI Ta EKOHOMIYHOi JOUUIBHOCTI. JIJi1 KOXKHOTO piBHA MOl
BU3HAYCHO MIHIMAJILHO HEOOXIMHWA HaOlp METPHUK, M0 J03BOJIIE YHHKHYTH
«aHATITUYHOTO Tapaiaidyy» — TunoBoi mnpobiemu MCBH, ski HamararThCs
BIJICTEKYBATH BCl JIOCTYMHI MOKa3HUKKU 0AHOYACHO [1; 8]. Po3paxyHOK KIIFOUOBUX
IHIEKCIB 3AIMCHIOETHCSA 3a CTaHAAPTU30BAHUMH (POpMyJIamMH, adanTOBAHUMH [0

YKpaiHChKOI pUHKOBO1 PEaibHOCTI.



Bamipamis iHgukatopiB  3M1MCHIOBajacs Yepe3 TPUKYTHY IEPEBIPKY:
CIIBCTaBJICHHSI PO3PAaXyHKIB IMAMPUEMCTB, MyOJIYHOI aHATITUKU Ta €KCIEePTHUX
omiHok. Koedimient y3romkerocti 0,81 maTBepKy€e HAMIHHICTh IHCTPYMEHTAPIIO
B YMOBax HecTabuIbHOTO 1M poBoro cepenosuma [4; 9; 11].

Taoauus 1. MaTpuusi KI1HOY0BHX iHAMKATOPIB MAPKETHHIOBOI'0 AyAUTY

undpoBux komyHikauiit 111 MCh

PiBennb . IncrpymenTn OO0rpyHTyBaHHA
KurouosBi ingukaTopu
ayJIuTy 300py AaHUX BKJIIOYEHHSI B MOJIeJIb
Iapexc nudposoi | SimilarWeb /| 3abe3neuye LIBUJIKY
PUCYTHOCTI BuiltWith iIeHTU(IKAII0  KPUTHIHUX
(HasBHICTB/aKTyanpHICT | BOynoBana pPO3pUBIB y KOMYHIKaIliiHIN
Monyne  1: | b KaHATIB) aHaIIITUKA iH(ppacTpyKTypi 0e3
Excnpec- bazoBuit  Conversion | coumepex 3ay4eHHs CKJIaTHUX
niarnoctuka | Rate (Boponka mo0 3 | Pyunwmii ayauT | toatgopM, MO BIAMOBIIAE
eTariB) UX/TexHi4HOTO notpedbam MCB 3 oOMexeHnM
Benchmark-Binxunenns | ctany canty Or0KETOM
BIJI MIPSAMUX
KOHKYpEeHTiB (£%)
CAC (Customer | Google Analytics 4 | [lo3Bosise ~ mepeitu BiJ|
Acquisition Cost) 1o | Meta Ads Manager | omuCOBUX JO aHATITHYHUX
KaHajax / Google  Ads | MeTpuk, BUSBUTH NpPUXOBaHI
Monyns  2: ROI/RQAS okpemux | Hotjar / Cra;y Egg Heeq)elanBHi BUTPATH  Ta
" | kammaHii OnuryBaybHI ONITUMI3yBaTH PO3IOLT
[Tornubnenu . .
i aranis NPS / CSAT 4epe3 | IHCTpyMEHTHU OroKeTy MIXK KaHalaMH

digital-roukn  potuky | (Typeform, Survio)
Bounce Rate ta Time
on Page (KOHTEHT-

e()eKTHUBHICTD)

LTV:CAC ratio | CRM/ERP Iarerpye MapKETUHTOBUI

(WiHHICTH KJIIEHTA VS. | IHTETpalis ayauT y 3arajbHy CHUCTEMY

BaptTicth  3anmyuyeHHs) | (HubSpot, Bitrix24, | ynpaBiiHHS MiIPUEMCTBOM,

Marketing % of CAC | Salesforce) 3a0e3neuye MPEeIMKTUBHE
Moayms  3: (vacTka MapKeTHHTY Y Pow§r BI / Tableau | nnanyBaHHs . Ta
Crpareriuma CTPYKTYpi BI/I”.FpaT) ML-iHCTpyMEHTH OOTpyHTYBaHHS iuBecTuILiii y

. TouHicTe aTpUOYIINHHOI | IPOTHO3YBAHHS uupoBy TpaHchopMalliro

onTUMi3alis . X .

mozaeni (Data-driven vs. | CkBo3Ha aHaTITHKA

Last-click) (Roistat, Call-

[Tporno3ue BinxuiieHHs | tracking)
oromkery  (Predictive
Variance)

IDicepeno: pospobaeno asmopamu Ha ocrnogi [1; 2; 10; 15; 17]

Emnipuuna Bepudikaiiss Mojeni mNpoBOJMIacs BIPOJOBXK BepecHs 2024 —
oepe3ns 2025 poky Ha BuOipii 3 24 nignpuemcts MCB pizHux ranyseid Ykpainu.

Jlns neTanpHOTO aHaizy 0OpaHO TPU PENpPe3eHTATUBHI KEHMCH, 110 BiIPIZHAIOTHCS



3a Taly3eBOK IMpUHAICKHICTIO, piBHeM digital-3pitocti Ta MacmrTabamu
JISJTBHOCTI, 110 J03BOJISIE€ OIIHUTU YHIBEPCAIBHICTh 3alpOINIOHOBAHOI Mojeni [7;
11; 12]. [lignpuemMcTBa BiIiOpaHO 3a KPUTEpIIMU Taiy3eBoi auBepcudikamii (e-
commerce, JokainbHul puteitn, B2B), piBHsS MapkeTuHroBoro Orwomkety (30-250
TUC. TpH/MIC.), HasiBHOCTI digital-iHppacTpyKTypH Ta 3rou BIACHHUKIB Ha JOCTYII
710 aHATITUYHUX JaHUX YIPOJOBXK 6 MICSIIIB.

ArnpoOartiisi IpoBOJMIAcs Yy TPU €Talu: J1arHOCTHKA MOYaTKOBOTO CTaHy,
IMIUIEMEHTAIlil  BIAMOBIAHOTO MOAYJS MOJEI Ta MOHITOPUHT JIMHAMIKH
1HJIUKATOPIB 3 KOpUTyBaHHAM cTparerii. CtaTuctuyHa 00poOKa 3/1icHIOBaIacs 3a
nornoMorow t-kputepito CTblofieHTa i TapHUX BHOIPOK Ta PO3paxyHKY
BIJIHOCHOT'O PUPOCTY NMOKa3HUKIB [1; 4; 10].

Keiic 1. InrepHer-mMarasuH ekoToBapiB (e-commerce). XapaKTepUCTHKA
nignpueMmcTBa: Kommanis mnpamroe Ha puHKy Ykpainm 3 2019 poky,
CIHELIATI3YEThCSA HA MPOAAXy €KOJOTIYHUX TOBapiB JJig oMy Ta Tirienu. llltar —
12 oci0, mapkeTuHTOBHI Or0/KET — 85 THC. TpH/Mic. OcHOBHI KaHanu: Instagram,
Facebook, Google Ads, email-mapkeTuHr.

JiarHocTuka moYaTKOBOTO cTaHy (Bepecenb 2024). Ekcmpec-ayaut
(Monyne 1) BUABUB: BIJCYTHICTb HACKPI3HOI aHATITUKHU (pEKJIaMHI KaOlHETH HE
inTerpoBani 3 GA4); Bounce Rate 68%; CAC 520 rpu — Ha 34% BuIIIEe TATy3€BOTO
O6eHuMapky; koHBepcis caity 1,2% mnpu ramyseBomy ctanaapti 2,5-3% [3; 5].

ImnnemenTtaniss moxaem (xoBTeHb 2024 — motuit  2025). OG6pano
KoMOiHOBaHud minxix: Moayne 1 + enementu Moayns 2. PeanizoBano:
iHTerpanito GA4 3 pexknamHumu kabiHeramu Meta ta Google; A/B TectyBanHs
neuainrie - (ontuMizamiss UX Ta MIBUIKOCTI 3aBaHTaKEHHS); CETMEHTAIIII0
ayIMTOpii 3 TMEepCOHANI3alli€l0 PEKJIaMHUX TOBIIOMIIEHB; email-aBToMaTh3aIlio
JUTS TIOBEPHEHHSI TMOKMHYTHX KOIIMKIB. Pe3ynpTatm BmpoBamkeHHs (Oepe3eHb
2025). 3a 6 wmicamiB 3a(iKCOBAHO TMO3UTHUBHY JIMHAMIKY BCIX KIHOUOBUX

iHauKaTopiB (Tabdm. 2).



CraTuCcTUYHO 3HAYYIIlI MOKPAIEHHS MATBEPKEHO t-KpuTepieM CThIOIEHTA
(p < 0,05) my1s BCiX OCHOBHHUX METPHK, OKpiM cepeanboro deka (p = 0,08), mio
CBIYUTH PO BUCOKY HAAIMHICTh OTpUMaHuX pe3ynbrartis [1; 10].

Keiic 2. JlokanpHa Mepexa kaB'sipeHb (B2C mocnmyru). XapakTepucTHKa
nianpuemcTBa: Mepexa 3 3 kaB'spenb y M. JIsBiB (3 2020 p.), mrat — 18 ocib,
MapKeTHUHToBUM OromxeT — 45 Tuc. rpa/mic. LinmpoBa ayautopis — monoas 18-35
pokiB Ta odicHi npamiBHuku. Kananu: Instagram, TikTok, Google My Business,
JOKaJlbHA peKJiaMa.

Taboiaunusa 2. IluHaMika KIIOYOBUX NOKA3HUKIB iHTEPHET-MAara3uHy

€KOTOBAPIB /10 TA MicJisl BIPOBA/’KEHHS AIalITUBHOIO ayJAUTYy

MoKasHIK Bepecenn bepesenn 2025 | A0comrorHa | BigHocHa
2024 (10) (micJjis) 3MiHa 3MiHa, %
CAC, rpu 520 410 -110 -21,2
Conversion
Rate, % 1,2 2,1 +0,9 +75,0
jounee Rate 68 47 21 30,9
0

ROI . 145 238 193 64,1
MapKeTUHTY, %
Cepenilii Her, 1250 1380 +130 +10,4
TpH
LTV:CAC 2.1:1 3.4:1 +1.3:1 161.9
ratio

Lowcepeno: pospobaeno asmopamu

JliarHocTuka modatkoBoro crtany (koBTeHb 2024). Moxaynp 1 (excmpec-
J1arHOCTHKA) BUSBUB: HU3bKY aKTUBHICTh y COIIAIBHUX Mepexkax (2—3 myOmikarrii
Ha TWXKJIECHb 0€3 CHCTEMHOI CTparterii); BiICYTHICTh MporpaMu JosutbHOCTI; NPS
32% mnpu ramy3zeBomy OeHuMapky 45-50% [2; 9]; 78% KIi€HTIB — pa3o0Bi
BiJIB1TyBadui.

Immnemenrartist moaeni (mucronan 2024 — 6epesenn 2025). O6pano Moayib
1 3 enemenramu Monayns 2. PeanizoBaHo: koHTeHT-cTpaTerito Ha ocHoBl UGC Ta
cmiBmparii 3 Mikpo-iHuroeHcepamu (10 10 THC. MIANKUCHUKIB); MpoTpamy

JosTbHOCTI Ha 0a31 Telegram-0oTa 3 HAKONIUYYBaJIbLHUMHU OOHYCaMU; ONTUMI3AIIII0



Google My Business (oHOBieHHS (OTO, BIAMOBII HAa BIATYKH MpOTIroMm 24
TrOJIUH); cuctemMy 300py BiArykiB dyepe3 QR-xkogum Ha dekax. Pesynpratu
BIIpoBaKeHHS (Oepe3enn 2025) BimoOpakeHO B TWHAMIII TOKa3HUKIB (Tab. 3).

Oco01MBO BapTO BIA3HAYUTU 3POCTAHHS YACTKHM MOBTOPHUX KIIEHTIB Ha
86,4%, mo miaTBepmKye e(PEeKTHBHICTH MPOTpaMH JOSIIBHOCTI Ta MOKPAICHHS
KIIIEHTCHKOTO J0cBimy [9; 12]. 3HmKeHHsS BapTOCTI 3amydeHHs kimieHta Ha 30,6%
JIOCSITHYTO 32 PaXyHOK OPraHIYHOTO 3POCTAaHHS OXOIUIEHB Y COILIAIbHUX MEpekax
Ta MOKPAIEeHHS JOKanbHOTO SEO.

Tadoauns 3. [mHamika KJII0490BUX MOKA3HUKIB Mepe:xXi KaB'sipeHb 10 Ta

MmicJisi BIPOBAIKEHHA aJalITUBHOIO ayIUTYy

MoKa3HUK KoBTEeHb Bbepesenn 2025 BignocHa
2024 (10) (micJjis) 3MiHa, %
NPS (Net Promoter Score) 32 51 +59.4
‘{apTKq ) ITOBTOPHUX 2 A1 186.4
KJI€HTIB, %
3anmyueHicTh B Instagram
+

(ER), % 2,1 4.7 123.8
KinpkicTh  BIATYKIB  Ha 47 128 11723
Google
CepenHiil peUTHHT, 31pKU 4.2 4.6 +9.5
BapTlch 3aJ1y4YEHHS 180 125 30,6
KJIIEHTA, TPH

Lowcepeno: pospobaeno asmopamu

Keiic 3. B2B-nmoctauansuuk IT-mociayr. XapakTtepucTuka MiANPUEMCTBA:
Kommnanist Hagae nocinyru 3 po3po0ku 113 ta IT-koncantunry ans MCh. IlTtar —
25 ocib, mapkerunroBuii Ormomker — 120 Tuc. rpu/mic. Ll{impboBa ayautopis —
BiacHuKM 013Hecy, IT-nupekrtopu, kepiBHUKU npoekTiB. Kanamu: LinkedIn, email-
MapKeTUHT, KOHTEHT-MapKeTHHT (00T, BeOiHapu), Google Ads.

JiarHOocTMKa mowaTkoBOro crany (mucroman 2024). Moayns 2
(mornuOneHui aHami3) BUSBHUB: TPUBAIMA LMKJI MpoaaxiB (4—6 MicsiiB) 0e3
CHUCTEMHO1 po0OTH 3 «mporpiBy» JifiB; kKoHBepcito MQL—SQL nume 12%;
BiacyTHicTh aTpuOymiitHoi Mmoaeni; LTV:CAC ratio 2,3:1 npu pekoMeHI0BaHOMY

11 B2B nokasnuky 3:1 1 Bume [1; 10; 15].



Imnnemenraniss moxen (rpyaeHs 2024 — OGepeszens 2025). BpaxoByrouu
BHUCOKY digital-3piicTh KOMaHIU Ta cTablIbHE (PiHAHCYBAHHS, OOpaHO 1HTETPAllii0
Monynis 2 Tta 3. PeamizoBano: BmpoBamxeHHs HubSpot 3 aBTromaTu3amiero
BOPOHKHM TIPOJIAXKIB Ta Scoring JiijliB; KOHTEHT-BOPOHKY (White papers — BeOiHapu
— JeMO0 — KOMepIiiHi npono3wuii); data-driven atpuOyIiiiHy MOAENb OLIHKH
KaHaJIiB; 3amyck account-based marketing (ABM) mist 15 minpoBHX KOMITaHiiM.

Pesynpratn  BmpoBamkenHs (O6epezenb 2025).  JIoCATHYTO CyTTEBHX
MOKpAIIEeHb Y SKOCTI JIA1B Ta €()EKTUBHOCTI MApPKETUHIOBUX 1HBECTHIIIN (Tab. 4).

Taoauus 4. /Ilnnamika kI10490BUX noxka3zHukiB B2B-nocravaabauka I'T-

IMOCJayr 10 Ta micjsa BIIPOBA/IKCHHA AJAIITUBHOI0 AyJIUTY

MoKka3HuK Jlucroman Bbepesensn 2025 Binnocna
2024 (10) (micJisn) 3MiHa, %

MQL — SQL kouBepcis, % 12 23 +91,7
LTV:CAC ratio 2,3:1 3.8:1 +65,2
CGPGI[HII/I UK TPOJAXIB, 142 08 31,0
JIHIB
B.apTlch KBaJI1(P1KOBAHOTO 3200 7150 328
Jiga, TpH
EZOI KOHTEHT-MapKETUHTY, 180 340 1889
YacTtka 3akpuTUX yrog 3
ABM. % 0 34 HOBa METPHUKA

Lowcepeno: pospobaeno asmopamu

BnpoBamxennss CRM Ta aBroMaru3ailii BOPOHKH MPOJAAXKIB JI03BOJIUIIO
CKOPOTUTH LUK TIpoaxkiB Ha 31% (3 142 no 98 nHiB), 110 € KPUTUIHO BAXKIUBUM
st B2B-cexktopy B ymoBax exkoHoMiuHOi HectabumbHOCTI [10; 15]. 3pocTanus
LTV: CAC ratio 3 2,3:1 o 3,8:1 cBiguuTh npo nepexij A0 CTiMKoi Oi13HeC-MOoeN 3
MMO3UTHBHUM UNit-eKOHOMIYHHUM OaTaHCOM.

Jlns  omiHKM 3arajbHOi €(EeKTUBHOCTI aJaNTHBHOI MOJIEl IPOBEICHO
NOPIBHSUIBHUIN aHalli3 JMHAMIKK KIIOYOBUX IOKA3HUKIB MO BCId BHOIpII, MO
oxommoe 24 minmpuemctBa MCB. 3BenmeHi pe3ynbratu aHamily BiIOOpakeHO Ha

PUCYHKY 2.



EmMmipuuna ampoOariiss aganTUBHOI MOAENI MIATBEPAWSIA CTATUCTUYHO
3Ha4YylIe MOKpaIleHHs MoKa3HUKiB nianpueMcts MChb:

— samwkeHHs CAC: cepenne 3menmenHs Ha 24,3% (t = 4,87, p <0,001);

— 3pocTaHHsS KOHBepcii: cepeaniit npupict Ha 38,6% (t = 5,23, p <0,001);

— mnokpamenas ROI: cepenne 30impmenns Ha 52,1% (t =4,12, p = 0,002).
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Puc. 2. Po3nmoain mignpueMcTB 3a piBHeM JOCSATHEHHS HLIbOBHUX

noka3HukiB ROI yepe3 6 micsauiB micjisi BHIpOBazKeHHA MO

Licepeno: pospobneno asmopamu

Koedimient gerepminamii (R? = 0,73) y perpeciiiHiii Mojesni CBITYUTH, 110

73% Bapiamii TOKpAIEHHS MAapKETHHIOBOi €(EKTHUBHOCTI  MOSICHIOETHCS



BIPOBA/DKCHHAM  aJalTUBHOI MOJIENl ayauTy, IO TIJATBEP/KYE i BHUCOKY
MPaKTUYHY LIHHICTb.

Bucnosxku ma nepcnekmueu nooanvuiux po3eiook y oanomy nanpami. Ha
OCHOBI TIPOBEIEHOTO TEOPETUYHOIO aHajii3y, PO3POOKM aJaNTUBHOI MOJENI
MapKETUHIOBOTO ayauTy HU(PPOBUX KOMYHIKAIli# Ta i eMmipuuHoi Bepudikarii Ha
BUOIpII MIAMPUEMCTB MaJIOTO Ta CEPEAHbOro Oi3Hecy, chopMyTbOBaHO HACTYIIHI
BHUCHOBKHU.

1. Po3po0sieHO afanTUBHY MOJENb ayJIUTy, IPUHIUIIOBOIO BIIMIHHICTIO SIKOT
€ MOJyJbHA apxiTeKTypa 3 JIWHAMIYHUM HaJjalllTyBaHHSAM T[JUOWHU aHami3y
3aJIe)KHO B1Jl TPhOX KJIIOUOBUX JETEPMIHAHT: MAapKETUHTOBOTO OIODKETY, PIBHS
digital-3piiocTi  KOMaHaM ~Ta  TEPMIHOBOCTI  OTPUMAaHHS  PE3YJbTATIB.
3anpomnoHoBaHa MOJENb  JO3BOJISIE  MIJNPUEMCTBAM  CaMOCTIHO — oOupaTu
HEOOXITHUH  pIBEHb  ayauTy, L0 3a0e3neyye THYYKICTh  YIpPaBIIHHS
MapKETUHTOBOIO AiSUIBHICTIO B YMOBaX PUHKOBOI HEBU3HAYEHOCTI.

2.  CdopMoBaHO  amanTUBHY  MaTPHII0  KJIOYOBUX  1HIUKATOPIB
MapKETUHIOBOT0 ayJuTy, CTPYKTYpOBaHy 3a TphOMa PIBHSAMHU TNIMOWMHU aHami3y.
JInst KO’)KHOTO MOAYJsSi BU3HAYEHO MIHIMAJIBHO HEOOXiTHUN Hablp METpUK Ta
BIJINOBIJIHI 1HCTpYMeHTH 300py AaHux (GA4, pexiamui kabinetn, CRM-cucremu,
ONMUTYBAJIbHI THCTPYMEHTH TOILO), 1110 3a0e3euye OalaHCc MK MNTMOUHOIO aHali3y
Ta peCypCHUMH BUTpaTaMu Ha MOTro MPOBEIACHHS.

3. AmpoOauiss Mozem Bopoaosxk BepecHs 2024 — Oepe3ns 2025 poky Ha
BuOipii 3 24 mignpuemctB MCbB pi3Hux ramyseit (edekTpoHHa Komepiis, chepa
nociyr, B2B-cekTop) miaTBepawia i qi€BICTh Ta yHIBEpCAIbHICTh. CTaTUCTUUHUN
aHa3 JUHAMIKM KIIOYOBHX ITOKa3HUKIB 3acBimumB: 3HmKeHHI CAC Ha 24,3%,
3poctanHsi konBepcii Ha 38,6% Ta migBumienHs ROI wa 52,1% (p < 0,05)
HE3aJIEXKHO B1J raiay3eBoi cnenu@iky.

[lepcniekTUBM MOAANBIINX TOCHIIKEHb CIPSIMOBaHI Ha PO3IIMPEHHS BUOIPKU
11 3a0e3meueHHs OUTbIIOT pENpPe3eHTaTUBHOCTI pe3ybTaTiB, afanTaiii Moaesi 10

crieiuiku BUPOOHUYOTO CEKTOPY.
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