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MAPKETUHI'OBA AHAJIITUKA B EJJEKTPOHHIN TOPTIBJII:
IHCTPYMEHTHU OINIHIOBAHHS EPEKTUBHOCTI
TA ONITUMI3ALII BIOAXKETY

Y ecmammi docniosceno mapxemuneo8y aHanimuxy aK iIHCMpPYMeHm YRPAGLiHHA Pe3yTbMaAmMUeHICIIO enex-
MPOHHOT Mmop2ieni 6 ymMosax 6A2amMoOKAHANbHOI 63AEMOOIL 3 KIICHMOM, 3POCMAHHS 8ApPMOCMi yupposoco
mpagixy, nocunenHs pecyisimopHux 8umoe 00 KOH@ioenyiiHocmi OaHUXx ma ni08UUEeHOI 80IAMUTLHOCT
nonumy. Memorw 00CiONceHHs € CUCMeMamu3ayis IH-CMPYMEHMIE OYIHIOBAHHS eeKMUBHOCT MAPKEMUH20-
8UX 8UMpPAmM I HAYKOGe 0OIPYHMYBAHHA Ni0X00i6 00 ONMUMIZAYIl MAPKEMUH208020 O100CENy 6 e-commerce
Ha 0cHOGI Oanux. MemoO0ono2ciuny 0CHO8Y CIAHOB/IAMb KOHMEHM-AHANL3 PeYyeH308aHUX HAYKOBUX NYOniKayiil
2018-2025 pp., nopisHanbHULl AHANI3 MINCHAPOOHUX | YKPATHCOKUX PUHKOBUX 36IMI8, MEMOOU CIMPYKMYPHO-
JI02IYHO20 Y3a2aNlbHeHHs ma OeHUMAapKiHey YNpasiiHCokux piuieHb. OOTPYHMOBAHO, W0 AOPOM Ccucmemu
OYIHIOBAHHA € 63AEMONO08'A3aHe SUKOPUCHAHHA NOKAZHUKIE PeHmabdenbHOCmi MAPKeMUH208UX THEeCmuyili
(ROMI), giodaui 6i0 pexnamuux sumpam (ROAS), eapmocmi 3anyuenus xaienma (CAC), 0ogiunoi yinnocmi
xknienma (CLV), xoneepcii, cepeonvoeo uexa (AOV) ma xoeghiyiecumie ympumanns (retention rate). Iloxaszamo,
wo onmumizayis 6100xcemy Mae 30iUCHIOBAMUC HA MPbOX 63AEMONOS I3AHUX PIGHAX: OnepayiiHomy (Kopu-
2YBAHHA CMABOK, Kpeamusis, (hinig), maxmuuHomy (nepepo3snoodiil KOWMIE Midc KAHALAMU Mda Ce2MeHmMamu,)
ma cmpameeivnomy (bananc acquisition/retention, opmysanns first-party data, cyenapmne niamy8amHs).
llosedeno ooyinvricmo noconannsa eedo-ananimuxu, CRM/CDP-cucmem, BI-Oawbopdis, modenei ampuby-
yii, A/B-mecmysanns ma MapkemurHe08020 MIKC-MOOENOBAHHS OISt MIHIMI3aYIl PU3UKY NOMUTKOBO20 PO3NO-
oiny 6100%cemy. [na yKpaincbKo2o punKy enekmpoHHOl mopeieni 0cOOnUB0 BaANCIUBUMU € SHYUKE A0anmugHe
O10001cemysanns, Hapowyeanua first-party data uepez CRM ma npoepamu nosinbHocmi, inmespayis aHalimuy-
HUX KOHMYPIi6 ma pe2yiapHull nepeaiisio KAHALi8 3a Kpumepiamu npubymrxo8ocmi i iHKpeMeHmaibHO20 6HECKY,
a He quwe 3a obocaeom mpagiky uu oxonnenus. Ilpakmuune 3HayeHHs pe3yibmamis noaieac y opmysanHi
YinicHOI 102iKu OYIHIOBAHHS eeKMUBHOCII BUMPAM, NPUUHAMMS 0OTPYHMOBAHUX OI00JCEMHUX pilieHb ma
nioGUUeH s KOHKYPEHMOCHPOMONICHOCIE NIONPUEMCME eleKMPOHHOL MOop2i6i 8 YMOBAX He8USHAUEeHOCHIL.

Knwuogi cnosa: mapxemuneoga ananimuxa, eneKmMpOHHA MOP2i6Ns, epexmuHicms MApPKemuH208Ux
sumpam, ampubyyis, 008iUHa YIHHICMb KIIEHMA, ORMUMI3ayis 6100xcemy.
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MARKETING ANALYTICS IN E-COMMERCE:
TOOLS FOR EVALUATING EFFICIENCY AND OPTIMIZING BUDGET

The article investigates marketing analytics as a strategic instrument for managing e-commerce per-
formance in an environment characterized by multichannel customer interaction, rising costs of digital
traffic, intensified regulatory requirements for data privacy, and heightened demand volatility. The purpose
of the study is to systematize the tools used for evaluating the efficiency of marketing expenditures and to
substantiate data-driven approaches to marketing budget optimization in e-commerce. The methodological
framework combines content analysis of peer-reviewed scholarly publications from 2018-2025, compara-
tive analysis of international and Ukrainian market reports, structural-logical synthesis of performance
metrics and managerial decisions, and benchmarking of best practices. The study demonstrates that an
effective evaluation system should rely on the interconnected use of return on marketing investment (ROMI),
return on advertising spend (ROAS), customer acquisition cost (CAC), customer lifetime value (CLV), con-
version rate, average order value (AOV), and retention indicators. Budget optimization is shown to operate
at three interrelated levels: operational (daily adjustments of bids, creatives, product feeds, and trigger
communications), tactical (reallocation of funds between channels, campaigns, product categories, and
audience segments), and strategic (balancing acquisition versus retention investments, developing first-
party data capabilities, aligning brand-building and performance activities, and scenario-based planning).
The paper substantiates the value of integrating web analytics, CRM/CDP systems, BI dashboards, attribu-
tion models, A/B testing, and marketing mix modelling to minimize the risk of misallocating budget based
on incomplete or platform-specific metrics. For the Ukrainian e-commerce market, particular importance is
attached to flexible adaptive budgeting, strengthening first-party data infrastructure through CRM, loyalty
programs, and authenticated user accounts, integrating analytical loops across touchpoints, and conduct-
ing regular channel reviews based on profitability and incremental contribution rather than traffic volume
or reach alone. The practical significance of the results lies in developing an integrated logic for evaluating
marketing efficiency, supporting evidence-based budget decisions, and enhancing the competitiveness of

e-commerce enterprises under conditions of uncertainty and resource constraints.
Keywords: marketing analytics, e-commerce, marketing expenditure efficiency, attribution, customer

lifetime value, budget optimization.

Beryn. IaTencudikamis eleKTpOHHOI TOPTIBIi,
YCKIIATHEHHS CTIIOKMBUMX IUIIXIB 1 PO3BUTOK Oara-
TOKaHAIBHUX MOJIEIICH B3a€EMOII 3 ayIUTOPi€I0 00y-
MOBHJIM 3aKOHOMIPHHUH TIepexifi MapKeTHHTOBOTO
VIIPaBITIHHS BiJ €BPUCTUYHHUX MIiAXOIIB A0 PIllIeHb,
3acHOBaHMX Ha maHuX (data-driven). Pasom i3 Tum
HaKONMYCHHS 3HAYHUX MACHUBIB IM(MPOBUX CIiTIiB
caMo 110 co0i He € J0CTaTHROI YMOBOIO I ABUIIICHHS
pE3YIbTaTUBHOCTI ~ MApKETHHTOBHUX  iHBECTHIIIH.
Ha mnpaktumi 3HayHa dYacTHHA e€-commerce ITiji-
MIPUEMCTB TIPOAOBXKYE OIIHIOBaTH €(EKTHBHICTH
peKJIaMHHAX KaMIaHiii depe3 i30/b0BaHI ILTaTdop-
MeHi MeTpuku — Kitiku, CTR, kopoTki BikHa aTpuly-
Iii, — HEXTYIOYM PeajbHAM BHECKOM OKPEMHUX KaHa-
JIiB Y MapXHHATGHUN TPHOYTOK, JOBIYHY IIHHICTH
kmienta (Customer Lifetime Value, CLV) Ta nuna-
MIKy OKYITHOCTi iHBECTHITIH.

JlonmaTkoBMM YHHHUKOM, WIO 3arocTproe€ Mpo-
OmeMy, € ¢parMeHTallis JaHUX MDK PEKIaMHHMH
kabineramu, CRM/CDP-cuctemamu Ta MapKeTILICH-
CaMH Ha TIi TOCWICHHS PETYIATOPHUX BUMOT [0
KOH(]1IEHIIIHHOCTI, TOCTYIIOBOTO BiAMHUpPaHHS Mexa-
Hi3MiB third-party cookies, a Takox ITi IBHIIIEHOT BOJIA-
THJIBHOCTI TIONUTY Ta PECYpPCHUX OOMEXEHb, XapaK-
TEPHUX JJIsl YKpaTHChKOro pUHKY. CyKyMHICTh IHX
(hakTopiB PopMy€E CYTTEBUI PO3PUB MK TEXHITHOIO

JMIOCTYIHICTIO aHAJNITHYHUX IHCTPYMEHTIB 1 peajb-
HOIO CHPOMOXKHICTIO Oi3Hecy mpuiMaTrh OOTPYHTO-
BaHi Ta aJanTHBHI OIOHKETHI PIITICHHS.

BincytHicTe iHTErpoBaHOi Meromonorii, ska 0O
3a0e3nevyBania Y3rofKeHe OIiHIOBaHHS KOPOTKO-
cTpokoBuX noka3HukiB epekruBHOCTI (ROAS, CAC,
Koe(IIieHT KOHBEPCii, CepeaHilt 4eK) i3 TOBroCTPOKO-
BuMH (piHaHcoBuMH iHAMKaTopamu (ROMI, retention
rate, iHKpeMEHTAJIbHUH TPHUOYTOK) 1 BpaxoByBasa
OTIepaIlifHAMA, TAaKTHYHUN Ta CTpaTeriyHuil piBHI
ONTHMI3allii, TPU3BOAUTH 1O Hee(PEeKTUBHOTO Iepe-
PO3MOALTY OIOMKETiB 1 MocTalbIeHHs] KOHKYPEHTHIX
MO3UIIIH MiIPUEMCTB. 32 TAKHX YMOB aKTyalli3yeThCs
norpeda y cucTeMarusallii iHCTpyMEHTIB MapKETHH-
TOBOI aHANITHKH, HAYyKOBOMY OOTPYHTYBaHHI ITiJIXO-
B 0 OrOMKETHOI OITHMMI3allii Ha OCHOBI JaHUX Ta
ajarnTanii BiIMOBIIHMX MEXaHI3MIB 10 JUHAMIYHOI'O
CepeoBHIa €JIEKTPOHHOI KOMepIii 3 ypaxyBaHHAM
cnieruQiky GyHKIIOHYBaHHS YKPATHCHKOTO PUHKY.

CrpiMKe MOIMUPEHHS eNeKTPOHHOI TOPTiBMII 3Mi-
HWJIO JIOTIKy MapKeTHHIOBOTO YIIPaBIiHHA. SIKIIO
B TPAJMLIITHOMY pUTEiii 3HAYHA YaCTHHA MapKETHH-
TOBOTO e(EeKTy OIHIOBajacs OIMOCEPEAKOBAHO, TO
e-commerce ¢popmye Oe3nepepBHUHN NOTIK MHPPOBUX
CIiNiB: JpKepena Tpadiky, meperisiin ToBapiB, J0aa-
BaHHS JI0 KOILIHMKA, MOBTOPHI NOKYITKH, TOBEPHEHHS,
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peakuii Ha TIpOMOaKLii, BIAKPUTTS JIUCTIB 1 B3aEMO-
JIiT0 B MOOLTBHUX 3acTOCYHKax. lle cTBOpIoE mepemy-
MOBH JJIsl Iepexoy Bif iHTyiTuBHOTO 10 data-driven
MIIXOAY, Y MEXax SKOrO PIillIeHHs MOJ0 OMIKETY,
KaHaJIiB Ta CETMEHTIB ayJUTOpii CIMPalOTHCS HA aHa-
JITHYHI MOZETI, a HEe JIMIIE Ha eKCIIEPTHI CYIKEeHHS
[10; 8; 14; 11; 16; 6; 18].

B ykpaiHCBKMX yMOBax TeMa € JOJATKOBO 3aro-
CTPEHOI0 4epe3 BHCOKY BOJATHIBHICTH TIOMHTY,
0OMEKEHICTh PECypCiB 1 3pOCTaHHS I[IHH MOMUIKU
y OmoKeTyBaHHI. 3a JaHUMHU Trajly3eBHX 3BITIB,
y 2023 p. ykpaiHili BUTpaTWIH Ha OHJIAHH-TIOKYIIKH
182 wmapa TpH, a KUIBKICTh 1HTEPHET-NOKYIILIB
HaOmu3unacs 10 10 mutH oci6 [15]. Bomnowac cymap-
HUM po3apiOHWil ToBapooOir Ykpainm y 2023 p.
nocsir 1,8 TpiH rpH [2], MO CBIAYUTH MPO MOAATb-
MK TMOTEHIial MEepPeTOKy MONMUTy B OHjaiiH. Ha
eBporieiicbkoMy piBHi digital-peknama y 2023 p.
3pocia Ha 11,1% i mocsria €96,9 munpa [12], a [AB
Ukraine ¢ikcye MOCHICHHS IPAKTUKU MEPiOJMIHOTO
MEePEePO3MOALTY IHBECTHIIIH 3aJISKHO BiJl KYITiBEIbHOT
AKTUBHOCTI Ta mpojaxis [13].

OnHak HasBHICTH JaHUX camMa 1o co0i He rapaH-
Ty€ MiJIBUILEHHS pPE3YyJAbTaTHBHOCTI. Y MpPaKTHUII
e-commerce MOIINPEH] CHUTYyallii, KOJH MEHEIKEepH
OLIIHIOIOTh KaMIaHii Jume 3a MiIaTGOpPMEHUMH
MeTpukamu — kirikamu, CTR 4u KOpOTKMM BIKHOM
arpuOyii, — ToAi SK MiANPUEMCTBY MOTPiOHE PO3Y-
MiHHSI peabHOTO BHECKY KaHAIy y JOXiJ], MPUOYTOK,
KHUTTEBY WIHHICTh KIEHTA 1 IIBUAKICTh OKYHMHOCTI
inBectuiliii. Ilicns mocuneHHsS OOMEXKCHb MPUBAT-
HocTi, 3HuKHeHHs third-party cookies Ta ¢parmen-
Talii JaHUX MK pekiaMHuMHU kaOineramu, CRM
1 MapkeTmieiicaMu s mpoOiiema crana e OibII
ckimagHowo [11; 16; 5; 7].

MeTo10 CTATTI € JOCIIKSHHSI IHCTPYMEHTIB Map-
KETUHTOBOI aHAJIITUKU B €JICKTPOHHIM TOPTIBII IS
OLIIHIOBaHHS €()EeKTHBHOCTI MapKETHHIOBUX BUTpAT
1 OOTpyHTYBaHHS MiAXOHIB O ONTUMI3alii Mapke-
THHTOBOTO OIOKETY Ha OCHOBI nmaHux. Jljis mocsr-
HEHHS ITOCTABJICHOT METH BH3HAYEHO TaKi 3aBIAHHS:
cucremaru3yBarn kirodoBi KPI pesynmsraTmBHOCTI
MapKETHHTY B €-COMmmerce; BU3HAYUTH IHCTPYMEHTH,
o 3a0e3Medy0Th BUMIPIOBAHHS Ta 1HTEPIPETAIiIO
pe3yNbTaTiB KaMIIaHii; y3aralbHUTH JIOTiKY OIOIKeT-
HOT ONTHMI3allil Ha ONepallifHOMY, TAKTUYHOMY Ta
CTpaTerivyHoMy PiBHSX; OKPECIHMTH NMPAKTUYHI iMII-
JiKamii Ui yKpalHChKUX MiATNPHEMCTB €IeKTPOHHOT
TOPTIBIIL.

Marepiaiau Ta metogu. EMnipuuny ta inpopma-
HidHy 0a3y AOCHIKEHHsI CTaHOBIATH PEICH30BaHI
HaykoBi myOumikanii 2018-2025 pp., npucesyeHi map-
KETHHTOBII aHaJITUI, YHOPaBIiHCHKIH THYYKOCTI Ta
ONTHUMI3allii MApKETHHIOBHUX OIOMIXKETIB, @ TAKOXK BTO-
pHUHHI fnaHi ramy3eBux 3BitiB [AB Europe, Promodo,
IAB Ukraine Ta YkpaiHCbKOI pajiy TOPrOBEJIbHUX IIeH-
TpiB, [0 BiIOOpaXKarOTh JMHAMIKY €BPOIEHCHKOTO Ta
ykpaincbkoro digital-punky [1-18]. MeTomonoriyny

OCHOBY POOOTH CKJIQJaIOTh CUCTEMHHH IMiIXiJ], KOH-
TEHT-aHaJli3 HayKOBUX JDKEpell, MOPIBHAIBHUNA aHa-
i3, METO/I CTPYKTYPHO-JIOTIYHOTO MOJEITIOBAHHS Ta
OCHYMApKIHT YHpaBIIHCHKUX TpakThK. Jlns iHTe-
rpaiii TCOPETHYHHUX MOJIOKCHD 1 PUHKOBUX CUTHAJIIB
3aCTOCOBAHO TAOJMUYHY CHCTEMATH3aIliI0 KIHOUOBUX
METPUK Ta IHCTPYMEHTIB aHANITHKH, a TAKOXK MOPIB-
HSUTBHY OIIIHKY KOPOTKOCTPOKOBHX 1 JOBIOCTPOKO-
Bux KPI edextuBHOCTI MapkeTtuHry. JlocmimkeHHs
Ma€e TeOPETHKO-aHATIITHYHHI XapaKTep 1 CIpsSMOBaHEe
Ha (OPMYBaHHS IIJTICHOI METOMOJIOTIYHOI JIOTIKK
MPUUHATTS OFO/DKETHUX PIIICHb YIS ITiAMPHEMCTB
€JIEKTPOHHOT TOPTIBIIi.

Pesyabratn. MapkeTHHIroBa aHaJliTHKa B €JIEK-
TPOHHIN TOPTiBIi € HE OKpeMHM HaOOpOM 3BITiB,
a KOHTYpPOM YIIPaBIIHHS, Y SIKOMY JaHi TOCIIiIOBHO
MPOXOAATh eTamu 30MpaHHs, IHTETparii, iHTepIpe-
Tallii Ta BUKOPUCTaHHSA y pimeHHi. /g e-commerce
IIe 03HaYa€ CHHXPOHI3AIli0 TaHUX 3 BeO-aHATITHKH,
pexinamuux 1uiatpopm, CRM, cucrem 3aMOBJCHbD,
KOJI-TICHTPY, MapKeTIUICHCIB, MporpaM JOSIHHOCTI
Ta CKJIAJICHKO-JIOTICTHYHUX MOIy/iB. Ha BimqMmiHy Bif
o(aliH-MapKeTHHTY, TYT Maibke KO)KHA B3a€MOJis
KOpHCTyBaya Moxe OyTH BHMipsiHa, OfHAK IIHHICTh
aHANIITHKH TOJSIra€ HE B cCaMoMy O00Cs31 JaHHX,
a B iXHIN NMPUAATHOCTI MO0 yXBaJieHHS OMOIKETHUX
1 KoMyHiKaniiHuX pimens [10; 6; 1].

V mpakTuli omiHIOBaHHS €(PEKTUBHOCTI AOIIIHLHO
PO3PI3HATH  TOKa3HUKA  KOPOTKOTO  TOPHU30HTY
(ROAS, CAC, xonBepcis, cepenHiii 4eK) Ta 1mokas-
HUKHU TIOBHOTO €KOHOMIYHOTO NUKITy KiieHTa (ROMI,
CLYV, retention rate, yacTKa IMOBTOPHHX IPOJAXiB).
Ilepmri maroTe 3MOTY HIBHAKO OI[IHUTH OTEpAIliifHy
PE3yNBTAaTUBHICTh KaMIlaHii, Apyri — MEepeBipUTH,
YU HE JIOCSTAETHCS KOPOTKOCTPOKOBHUU PE3yNIbTar
[[IHOIO TOTiPIIEHHS AOBrOCTPOKOBOI MPHOYTKOBOCTI
[11; 16; 6; 5; 4]. Kimto4oBi METpUKH MapKETHHTOBOL
AQHANITUKHA B €JEKTPOHHIN TOPTiBIi Ta iX ympaBmiH-
ChbKe TTPU3HAYCHHSI IMO1aHi B Tabmwmi 1.

CucremMHa IHTEpHpeTaIiss 3a3HAYCHUX METPHUK
nmepenbadae aHami3 iXHIX B3a€MO3B’s3kiB. Hampwu-
Kiaz, Bucoke 3HadeHHS ROAS He 3aBKIuM O3Ha4ae
e(peKTUBHICTS OIOMKETY, SKIIO MPOAaXKi CTHMYITIO-
FOTbCS HAIMIPHUMHU 3HIDKKAMH, a MapXKHHAIBHICTH
3aMOBJICHHS 3HIDKYETHCS. AHAJOTIYHO, HU3BKUH
CAC Moxe OyTH OMaHJIMBHUM, SKITO 3aTydeHi KIIi-
€HTH MAalOTh HU3bKY YacTOTYy IMOBTOPHHX ITOKYIIOK
1 KOPOTKHA UK B3aemoxii. Tomy mist e-commerce
JIOLIUTPHO OI[IHIOBAaTH HE 130JIbOBAHI IOKA3HUKH,
a moriky CLV/CAC, payback period, iHnkpeMeHTab-
HAW TPUOYTOK 1 CTPYKTypy ITOBTOPHOTO ITOTIHTY.
Came Taka OararoBUMipHa OITIHKA ITEPETBOPIOE aHa-
JITAKY Ha 1HCTPYMEHT ONTHMI3allii OromKeTy, a He
nurie Ha GyHKIiro 3BiTHOCTI [11; 16; 6; 4].

ATpuOymiss € OmHUM 13 KIIIOYOBHX acCIEKTiB
MapKETHHTOBOI aHANITUKH B EJIEKTPOHHINA TOp-
riBm. OCKiBKM CIOXXHBYA TMOBEIHKA 37A€01TBIIOT0
€ 0araTokaHaJbHOIO — BiJ TMEPBUHHOTO KOHTAaKTy
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Taoauusa 1 — KiaroyoBi MeTpiuKkH MapKeTHHIOBOI aHATITHKY B eJIEKTPOHHIN Toprisii Ta ix ynpaBiiHcbke

NpU3HAYEHHS
Mertpuka ExoHomiuHmii 3micT Ba3oBa Jiorika po3paxyHKy YnpasiaiHcbke NPU3HAYEHHS
[Nokasye peHTabeIbHICTh OriHka JOUUTBHOCTI

ROMI MapKETHHTOBUX 1HBECTHIIIH [HKpeMeHTaBHIIA IPUOYTOK/ | IPOJOBKEHHS, MACIITa0yBaHHS
Y IIpUB’SI3111 10 IPUOYTKY, MapKeTHHTOBI BUTPATH a00 3ropTaHHA MapKETHHTOBOL
a He JIUIIE 0 BUPYUIKH. AaKTUBHOCTI Ha piBHI Oi3HECY.
Binobparkae moBepHeHHS o .| Onepauiitauii KOHTpOJH paid-

Joxix Bix pexiaaMu/pexiamHi : .,

ROAS BUPYYKHU Ha KOKHY OJUHULIIO BHTPATH media kammaHil, CTaBOK, TPYI
pPEKITaMHUX BUTPAT. P OTOJIOIICHB, (DiTiB i KpeaTHBiB.
dikcye cepeHIO BapTiCTh [opiBHSHHS KaHAIIB 3aIy4YCHHS

Cyma BUTpar Ha 3aJ1y4eHHs1/
CAC 3aJy4eHHs OIHOTO HOBOTO A I Ta BCTAHOBJICHHS TPAaHIUYHO
g KUIBKICTh HOBHX KJIIEHTIB . .
TUTATHOTO KITIEHTA. JIOITyCTAMOT I[iHU KITI€HTA.
Xapaxrepu3sye ouikyBaH ol .
PaKTCPH3Y¢ yBaty Cepenniit noxia x yacrora BuzHa4eHHs BUNIpaBIaHoro
JIOBIYHY L[IHHICTH KJIIEHTA . . . o

CLV MOKYTIOK X TPUBAJICTh PiBHS IHBECTHLIN Y 3aJTyYeHHS,

3 ypaxyBaHHSIM HOBTOPHHUX S

. . B3a€MOAI] YTPUMaHHS Ta NepCOHAI3aMilo.
MTOKYTIOK 1 Mapxi.
IToka3ye yacTky kopuctyBadiB, | KinbkicTh HiiboBHX it/ Orrinka e(peKTHBHOCTI BOPOHKH,

Kongepcist SIKI BUKOHAJIM IJTLOBY J1it0 a00 | KUIBKICTB ceciid saxocTi Tpadiky Ta MocaaKoBUX
KyMIiBJIO. (abo xopucTyBauiB) CTOPIHOK.

. Ympasniaas upsell, cross-sell,
Xapakrepuzye cepeaHiil uek o L,

AOV Bupyuka/KibKicTh 3aMOBJIEHb | HA0OpaMH TOBapiB 1 MPOMO-

OJTHOTO 3aMOBJICHHSI. .
MeXaHiKaMH.
. BimoOpaxkae gacTKy KIi€HTiB a00 L BanancyBaHHs Ol0mKETy Mixk

Retention/ HOOP Y IoBTopHi kiienTH (200 4 . N .
3aMOBJICHB, ITI0 TIOBTOPIOIOTECS Y 3aITydeHHSIM 1 yTPUMaHHSIM, OIliHKa

Repeat rate . 3aMOBJICHHs)/3aranbpHa 6a3a . .
BU3HAYEHOMY MEpiofi. JIOSUTBHOCTI Ta SIKOCTI Oa3H.

Hoicepeno: cghopmosano asmopamu na ocrosi [11; 16; 6, 5; 4]

y COLIaJbHUX MEpeKax 4epe3 MOLIYKOBi 3aluTH 10
3aBepILUCHHS TPaH3aKLUil micas email-HaragyBaHHSA, —
Mozenb last-click cuctemMarnHO MEepeoIiHoE HIKHI
eTaly KOHBEPCiMHOI BOPOHKH, HIBENIOIOYH POJb
upper- i mid-funnel aktuBHOCTEW. 3a TakMX yMOB
JOLIBHUM € moeaHaHHs rules-based ta data-driven
arpuOy1Lii, KOTOPTHOTO aHali3y ¥ KOHTPOIbOBAHUX
excniepuMeHTiB [5; 9; 17; 7].

[HCTpYMEHTaIBHUI KOHTYp MapKETHHTOBO1 aHAaTi-
THKH B €-COMMETce OXOIUTIOE IiCTh PYHKIIOHATBHUX
0710KiB: web/app-ananituka (ikcariiss HOBeTiIHKOBUX
curHaiiB Ta Mikpokonsepcii); CRM/CDP-cucremu
(xymieHTCBKa 1CTOPis, TMOKA3HUKU MOBTOPHUX MOKY-
nok, RFM-xapakrepuctuxu); Bl-mambopnu (inte-
rpamisi BUTpaT, BUPYYKH, MapXki Ta CEpBICHHUX
METPHK); IHCTPYMEHTH aTpUOyLii Ta eKCIePUMEHTY-
BaHHS;, NPEAMKTUBHA aHaiiTHKa i Al-momymi (mpo-
THO3YBaHHsS BIATYKYy Ha cTHUMYJ, BinToky, CLV);
MOJIeJTi MapKETHHIOBOTO MIKCY W ONTHMIi3aliiHi
QITOPUTMH CTPATETIYHOTO HEPEPO3NONiTy OIOmKETY
[10; 11; 16; 5;9; 17; 7].

Onrtumizaniss MapKETUHIOBOTO OIOKETY B €JIeK-
TPOHHIM TOPTiBIl 3HIHCHIOETHCS HAa TPHOX PIBHAX
(tabm. 2). Onepauiiinuii nepeabdayae MoEHHE yIpaB-
JIiHHA CTaBKaMH, KpeaTHBaMH, TOBapHUMH (igaMu Ta
TPUTEpHUMHU KOMYHiKalisiMu. TakTuyHMi — mepe-
PO3MOII KOIITIB MK KaHajJaMHy, KaMIaHisIMHU, TIPO-
IOYKTOBUMH KaTErOpisiMH Ta CErMEHTaMH ayAHTOPii.
Crpateriunuii oxomioe OamaHc MK 3aTydeHHSIM
1 yTpUMaHHSM KI€HTiB, QopmyBaHHs first-party

data, cniBBigHOmeHHs brand-building i performance-
aKTHUBHOCTEH, a TaKkOX CLEHapHe IUIaHyBaHHSI Ha
KBapTan abo pik. BincyTHICTH cTpaTeridyHoro piBHA
peoyKye ONTHMi3alilo A0 JOCATHEHHS JOKAIbHOTO,
a He I100aTbHOTO MaKCUMYMY ITpUOYTKOBOCTI [7; 9; 17].
VYKpalHChKUII PUHOK MiITBEP/UKYE IOIUIBHICTh
TaKOTO MiAXoay. 3 OIHOTO OOKY, MacIITaOu OHJIANH-
MIOMUTY BKe € 3HauHuMu: y 2023 p. oOcsr oHmaiiH-
MOKYIOK CTAaHOBWUB 182 Mipa TpH, a ayAuTopis
OHJIAWH-TIOKYNIiB Habmusmnace 10 10 MuH ocCib
[16]. 3 inmoro 00Ky, Ha TJIi 3arajxbHOTO PO3APIOHOTO
ToBapoobiry y 1,8 tpmu rpu [17] e-commerce 30e-
pirae moTeHIialI MOAAIBIIOTO HAPOUTYBAaHHS YaCTKH.
Ile o3Hauae, 1Mo JIs OUIBIIOCTI PUTEHIIEPIB KITFOUO-
BUM 3aBIaHHSM CTa€ HE MPOCTO 301IBIICHHS PEKIIaM-
HOTO THUCKY, a MiJBHINCHHS €(PEKTHBHOCTI KOXKHOI
BKJIaJICHOI TPHUBHI — uepe3 CerMeHTaliro, poboTy
3 IOBTOPHUM ITOTIMTOM, TIEPCOHAI3AIII0 TPOTIO3UIII N
Ta OYMILEHHS KaHAJILHOTO Mikcy (Tad. 3).
[MpakTuuHa JoriKa 1Jis YKpaiHChKHX e-commerce
HiAIPUEMCTB TIOJISITAE Y MEPEXOAl Bifl «KOPCTKOTOY
piuHOTO OIOIKETY 10 IMKITY test—-measure—reallocate.
3a Takoi Mozemi OIOKETH MEPerIaJaroThCs He JIHIIe
3a KaJleHaapeM, a i 3a (aKTHYHUMU CHTHAJIAMU: 3Mi-
HOFO TIOTIUTY, CE30HHICTIO, KOJIMBAHHSAM BapTOCTI Tpa-
¢iky, eeKTOM MPOMOAKIiii, JOCTYHICTIO TOBapy Ta
MapKMHANBHICTIO KaTeropid. OcoOMMBOrO 3HAUYEHHS
HaOyBae moOyoBa first-party data uepez CRM, email,
MECEHKEPH, TPOrPaMU JOSUIBHOCTI Ta aBTOPU30BaHi
ocobucTi kabiHeTH, OCKIIBKM came BOHA Ja€ 3MOTY
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Tabaunsa 2 — IHCTpyMeHTH MapKeTHHIOBOI aHAJITHKH Ta iX poJib B oNTUMI3alii 0101:KeTy e-commerce

MePCOHABHI PeaKii

MIPIOPHUTH3AIlIST CETMCHTIB

IHcTpyMeHT Jaui / 00’exT aHagizy Tun 0101KeTHOTO pillleHHSs OcHoOBHe 00MeKeHHsI
GA4/web Cecii, JoKepena Tpafl)iKy, micr\(’)-. Onepguii’me KOPUTYBaHHA He nae HOBH(.).:I' KapTUHU
analytics conversions, noBe/iHKa Ha CaiiTi | kaHaris, landing pages, ¢inie |0e3 iHTerpamii 3 BUpy4IKoOIO,

a00 B 3aCTOCYHKY 1 MeIiffHUX HallalITyBaHb mapiketo Ta CRM-ganumu
Icropist 3amoBieHb, cerMeHTH, | Ilepepo3noain KomTiB [MoTtpebye BHCOKOT sIKOCTI
CRM/CDP 4acTOTa MOKYIIOK, TaBHICTb, MiX acquisition i retention, JIaHUX 1 CTaO1TBHOT

ineHTh(IKaIii KITi€HTa

InTerpoBaHi 1aHi Npo BUTpaTH,
NpOoIaxi, MapKy, IOBEPHEHHS,
CEepBICHI METPHUKH

BI-mambopau

PinreHHs Ha piBHI KoMmaHii
mono ROMI, CLV/CAC,
profitability by channel

3aJIe)KHICTh BiJl KOPEKTHOT
ETL-apxitexTypu
Ta data governance

Touku KOHTaKTy
Ta MOCJIIIOBHICTh B3a€MOi1
KOPHCTYBa4a 3 KaHAJIaMH

Mopnemi atpulyii

ITepeoninka abo HEAOOIIHKA
KaHAJIIB 1 TIO1aJ I
reallocation Gromxety

Pesynbrar 3anexurb
BiJl MOJICITi, BikKHA aTpHOyIIiT
Ta MOBHOTH JJAHUX

Kpearusu, aynutopii, miam,
npomo, UX-eneMeHTH,
MOCaJKOBI CTOPIHKH

A/B-TecTyBaHHS

JlokanbHa onrruMmizartist ROI
KaMIIaHiii i KoHBepcil

He 3aminfoe cTparerianoro
epepo3MnoiTy OrmKeTy
MiX KaHaJIaMu

MMM/ ArperoBaHi BUTpaty, npofaxi, | CrpareriaHuii po3momin
onTUMi3alliiHi CEe30HHICTh, e(heKTH saturation Ta | OFOIPKETY MK KaHAJIAMH
Mozei adstock 1 ClIeHapIIMHU

Bucoki BUMOTH 10 iCTOPHYHIX
JTAHWX, KBaJi(ikarii
Ta MOJEIIOBAHHS

Lrcepeno: cpopmosano asmopamu na ocnoei [10; 11; 16; ;5; 9, 17; 7]

Tabnuns 3 — PUHKOBI CHTHAJIN, peJleBaHTHI VI OI07KeTYBaHHSI MApPKeTHHIY B e-commerce

Cursaja puHky xepeJio / 3HaYeHHs

YupasiaiHcbKkuii BUCHOBOK
JJ1s1 MAPKETHHIOBOT0 OI0/IZKETY

€BpONEHCHKUI PUHOK
digital-pexnamu

€96,9 mpr; +11,1% y 2023 p. [15]

KonkypeHntiis 3a nu¢poBuil iHBEHTap 3pOCTa€E, TOMY
OIO/IXKETYBaHHS Ma€ CIIMPATHCS Ha PeHTa0ENbHICTB,
a He JIMIIE Ha MaclTad BUTpaT.

182 muipz rpH OHJIAHH-TIOKYTIOK;
Maibke 10 MiTH TOKyTIIiB
y 2023 p. [16]

‘YKpaiHCbKui
e-commerce

PuHOK 1ocTaTHRO MICTKHH, ajie moTpedye TOYHOTO
cermMeHTyBaHHA, KOHTpo0 CAC Ta iHBecTHIil
Y TIOBTOPHU ITOTINT.

1,8 TpmH rpH TOBapo0OIry

YkpalHcbKuid po3apiod y 2023 p. [17]

3amumaeTbes MPOCTip IS MOJANBIIIOTO 3pOCTaHHS
YACTKH OHJIAWH-TIPOJAXKIB, OTIKE MAPKETHHTOBUI
OFOIDKET CITiJI TIOEAHYBATH 3 ONTHUMI3aIli€r0 KOHBEPCii
Ta CepBicy.

[epiognunnuii nepepo3nozin
[Totouni nmpakTHKH IHBECTHIIIH BiAIIOBIIHO
TUTaHyBaHHS B YKpaiHi | 10 KyIiBeIbHO{ aKTHUBHOCTI
it mpozaxis [18]

JIoLiTbHO MEepEXOIUTH Bifl JKOPCTKOTO PITHOTO
OIOIDKETY IO aJanTUBHOI MOZeT test—-measure—
reallocate.

Hoicepeno: cghopmosano asmopamu na ocrosi [2; 12; 13, 15]

3HU3UTH 3AJICXKHICTh Bifl JOpororo acquisition traffic
Ta TMiJBUIINTH KOHTPOJIb HAJ EKOHOMIKOIO KIi€HTa
[3; 13; 15].

B ymoBax pecypcHuX oOMexeHb OaskaHUM € Tpio-
puteTHe QpiHAaHCYBaHHS THX PillIeHb, IO CTBOPIOIOTH
KyMYJSITUBHUM €(eKT: ONTHMi3alisi KapTKU TOBapY,
MiJBUIICHHS IIBUIKOCTI CalTy, aBTOMAaTH30BaHI
retention-crienapii, po3yMHe yHpaBlliHHS 3HWKKaMHU,
MoBTOpHI mpomaxi Ta cross-sell. Taki iHBecTuiii
PiAKO [alOTh MUTTEBHH «MeEIiAHUID) pesynbTar, 3are
MOKpalyTh koHBepcito Ta CLV oappasy y KUTBKOX
KaHaJlaX, a OT)Ke, MalOTh BUILMHA MYJIBTUILTIKATUBHUI
edekr ans GIozmceTy, HiX 130JbOBaHE HAPOIICHHS
paid traffic [3; 4; 5; 6].

OTpumaHi pe3ylbTaTH 3arajioM Y3TOIKYIOTbCS
3 MAXOA0M JWHAMIYHHUX 3M10HOCTEH, BiAIOBIIHO 10

AKOTO MApKETHHIOBA aHaJITHKA IIJICUIIIOE 31aTHICTh
MiAIPUEMCTBA quyBaTH 3MiHU PHHKY, INBHIKO pea-
TyBaTH Ha HHUX 1 nepeOyaoByBaTH IHCTpyMEHTapid
B3aeMonii 3 kiientom [5; 8; 11; 18]. Pazom 3 Tum
y cepi eNeKTpOHHOI TOPTIBJi aHATITHKA BUKOHYE
Ie oIHy Q)yHKuuo — BOHA CIIYTy€ MEXaHI3MOM Y3ro-
JOKCHHS PI3HUX TOPU30HTIB YIPaBIIHHS: BiJI IIOJICH-
HOI ONTHMI3allii KaMIlaHiii JI0 CTPATeridHoOro mepe-
po3noauTy OrOIKETy MiXk acquisition i retention.
BaxnuBO TakoX BiJ3HAYMTH, IO CydacHa aHai-
THKa B €-coOmmerce He MOXKe OOMEXYBAaTHCS JIHIIE
JNETCPMIHICTHYHUMHM ~ MOJCIISIMH  OI[IHKH  KaHay.
Pesynwrartu po0iT [7; 9; 17] cBimyars, 1o Jyis CKIaji-
HUX MYJIBTHKAaHAJIBHUX CHCTEM JOLIIBHO KOMOiHY-
BaTl Mopeni arpuOyuii, KOHTPOJIbOBaHI eKCIepH-
MEHTH, TPOTHO3HI IHCTPYMEHTH Ta MapKETHHTOBE
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Mikc-MonenroBaHug. CaMme Taka KOMOIHAILSA JO3BOISE
3MEHIIUTH PU3UK MOMUIIKOBOI peallocation OromkeTy,
KoJHM e(eKTUBHICTh KaHaly BH3HAYAETHCS HE HOro
pealbHUM IHKPEeMEHTAIbHUM BHECKOM, a creuudi-
KOIO HAJIAIITYBaHb BUMipIOBaHHS.

Hnst Ykpainu nonatkoBuM (akTopoM € TiIBHU-
[CHa HEBU3HAYCHICTh 30BHIIIHBOTO CEPEIOBUIIA.
Bona mposBisieTbcst Y HEPIBHOMIPHOCTI MOIUTY,
3MiHi JIOTICTUYHHX YMOB, Iepe0osX y MOCTav4aHHi,
pi3HIll YYTIIMBOCTI PErioHIiB 0 MPOMOAKTHBHOCTEH
Ta KOJIMBaHHI MOBE/IIHKY CIIOXKHMBAYiB. 32 TAKUX YMOB
¢ikcoBaHuii OromkeT 0Oe3 peryaspHOi aHaliTHYHOI
peBi3ii BTpayae eQEKTHBHICTb. 3BIIICH BHILIMBAE
NPaKTUYHUI BUCHOBOK: JUIsl YKPAiHCBKUX OHJIAWH-
puTeiepiB THYUKICTh OIOIKEeTyBaHHA Mae OyTH He
PEaKTHBHOIO IMITPOBI3alli€l0, a IHCTUTYLIOHAJI30Ba-
HOIO TIPOLIEAYPOIO, MIATPUMAHOI JaHUMH, CLIEHapi-
sIMH Ta perynsipauM nepersigom KPI [2; 13; 15].

OOME)CHHSIM TIPOBEACHOTO JOCHIKCHHS € HOTOo
TEOPETUKO-aHANITUYHUI XapakTep i omopa Ha BTO-
puHHI mxepena. ToMy MomanbIi PO3BIIKU JOUUIEHO
CHpSIMYBaTd Ha NOOYAOBY EMIIPUYHUX MOJCIEH s
YKpaiHCHKMX KOMIIaHiil eJIeKTPOHHOI TOPTiBIi: OLi-
HIOBAaHHS €1aCTUYHOCTI KaHAIB, B3aEMO3B’A3KYy MiXkK
CLV i cTpyKkTyporo OFOIDKETY, a TAKOX TECTYBaHHS
creHapiis reallocation 3anexHo BijJf CE30HHOCTI, KaTe-
ropii ToBapy Ta cTaii )KUTTEBOTO IIUKITY KII€HTA.

BucHoBku. MapkeTHHTOBa aHalliTHKa B eJeK-
TPOHHIN TOPTiBJIi Ma€ PO3MISAATHCS SIK IHTErpOBaHa
CUCTEMa YIIPaBJIiHHS, 10 MTOETHYE JaHi PO KIIEHTA,
KaHaJI, TPOIYKT i (piHaHCOBHI‘/'I pesyneTar, a ii metono-
JIOTIYHUM SITPOM € ynpaBmHCLKa JIOTiKa MPUAHATTS
pimeHr Ha ocHOBiI B3aeMomoB'sizanux KPI, a He
OKpeMa aHaJliTHYHa TuiaTdopma.

KopektHe ouiHoBaHHS €(QEKTHBHOCTI MapKe-
TUHTOBUX BUTpPAT HE MOXe OOMEKYBaTHCS IOKa3-
HukamMu ROAS abo miaTopMEeHUMH METPHKAMH.
MiHiMaJIbHO JOCTaTHI KOHTYDP BHUMIpIOBaHHS Mae

Bkiitouatd ROMI, CAC, CLYV, koedilieHT KOHBEpCii,
cepesHii 4ek, retention rate Ta aHaji3 iIHKpEeMEHTalb-
HOTO TIPUOYTKY.

BromxerHa onrtumizallisi MOBHHHA iHTeFPYBaTI/I
onepaumHy, TaKTHYHY 1 CTpaTeriuHy CKIJIaJOBi, 1O
Ha npaKmm nepen6aqae pEryIApHHN TTepepo3noiI
KOIITIB MK KaHajaMu 1 CerMEHTaMH, 3aCTOCYBaHHS
A/B-tectyBanHs, Mojenei arpuOyuii Ta iHCTpY-
MEHTIB MapKETHHTOBOTO MIKCY, a TaKOX 30ajaHCy-
BaHHS 3JyYCHHS HOBHX KIIE€HTIB 13 MOHETH3aIli€I0
HasBHOI 0a3u.

B ymoBax yKpalHCBKOTO PHUHKY €JIEKTPOHHOI
KOMepIil IpiOpUTETHIUMH HANPSIMaMH € THYUYKe Tepe-
po3noauieHHs OromKkeTy, po3BuTok first-party data,
inTerpaniss CRM/BI-iHcTpyMeHTIB Ta peryssipHUi —
HIOMICSYHUN 200 IIOKBAPTAILHUM — MEPEerisil KaHa-
JB 32 KPUTEPisSMH NMPHOYTKOBOCTI, 8 HE OXOIUICHHS
qn Tpadiky.

[epcriekTHBY TOAANBIIMX JTOCHTIIKCHb MOB'sI3aH1
3 TOOYIOBOIO EMINIPUYHUX MOJENICH OIOIKETHOT
OTITUMI3aIlii TSl OKpEMHX KaTeropiii e-commerce ta
PO3pOOKOI0 METOIUK OIIIHIOBAHHS I1HKPEMEHTa b~
HOTro e()eKTy MapKEeTHHIOBHX iHBECTHII B YMOBax
OaraTokaHaJIbHOT ¥ BUCOKOHEBH3HAYECHOI CTIOKHUBYOT
MMOBEIIHKH.

Jeknapanis npo Buxopucranusa L. ITix gac
MiJTOTOBKU i€l poOouoi Bepcii PyKOMUCY IHCTPY-
MenT I GPT-5.4 Pro (OpenAl) Oyio BUKOPHUCTAHO
JUIL CTPYKTypH3allii MaTepialy, MOBHO-CTHIIiCTHY-
HOTO pe/laryBaHHs, MiJITOTOBKH aHTIIOMOBHOI aHO-
Tanii Ta GOpMyBaHHS METOIUYHOTO MPUKIALY CIie-
HapHOTO aHaizy. Bepudikaliis mkepen, yTOYHSHHS
HayKOBHX (POpMYIIIOBaHb, OCTAaTOYHE aBTOPCHKE
JTOOTIPAITIOBAHHS TEKCTY Ta IMOBHA BiAMOBINAILHICTh
3a 3MICT CTaTTi HaJieXXaTh aBropam. [lepen momanHIM
PYKOIHCY IO KYpHATy TEKCT Mae OyTH JIOONpaIbo-
BaHMI aBTOpaMHU 3 ypaxyBaHHSM IOJITUKHA BUIAHHS
1010 BUKOPHUCTAaHHS iHCTpyMeHTiB LI.
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