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Anomayin. Y cmammi cucmemamu3o8ano QiHancosi MoOeni CMEopeHHs YIHHOCMI KIIEHMI8 8Npooosdic ix
AHCUMMEBO20 YUKITTY, BUSHAYEHO OCHOBHI NApamempu mMooeell KIiEHMCbKOi YIHHOCI: PIBeHb YIMPUMAHHS KNIEHMIS,
gaxmop uacy, npubymrogicms KI€EHMI8, 8APMICMb CEPeOHbO2O YeKY [ GUMPAMU HA 3aTYYeHHSI 00H020 KAIEHmA. 3
Memoio opmyeanHs MemoouuHo2o niOTpyHms cmpamezii onepayitinoi dockonanocmi, wjo 6a3yemvcs Ha CKOPo-
yeHHi gumpam i niO8UWEeHHT AKOCMI 63aEMOOIL 3 KLiEHMamu, po3poOIeHO CIMPYKIMYPHO-I02IUHY NOCTI008HICY Ol
w000 30iNbULeHHs KIIEHMCLKOL YIHHOCMI 3 YPaXy8aHHAM NPIOpUmMemHocmi yinei nionpuemMcmed, HasaeHo2o Kii-
EHMCBKO20 00CBIOY, 6A2amoBaAPIAHMHUX 3MIH MO0l KIIEHMCbKOL YIHHOCMI ma ubopy ONMUMAIbHO20 3 MOYKU
30py peanizayii yinei sapianma.
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BASIC CRITERIA AND METHODS OF INCREASING CUSTOMER
LIFECYCLE VALUE IN ENTERPRISES

Abstract. The paper presents the systematization of customer lifecycle value (CLV) models and defines their
main parameters: customer retention, time, customer profitability, average price paid by a consumer, acquisition
cost for a customer. The structural and logical sequence of actions to increase CLV in small enterprises is developed
in order to form the methodological basis for operational excellence strategy based on reducing costs and improving
the quality of interaction with customers. It is defined that the key stages of this sequence are based on the priority
of enterprise goals, customer lifecycle, multivariate changes in the CLV model.
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IMocranoBka npo6aemu. [IpuHIMITHN IIIHHICHO-OpI- 1orpedye eKOHOMIYHOro 00TpyHTYBaHH. Tomy nocmia-
€HTOBAaHOTO YIIPAaBIIIHHA 3HAXOJATh BCE OUIBIIE BIIPO- JKEHHsI, CTIPSIMOBaHI Ha CHCTEMaTH3allil0 Ta BJIOCKOHA-
BaJPKEHHS Y BITYM3HSHUX IMiIIIPUEMCTBAX, SIKI Y CBOEMY neHHs (iHAHCOBUX MoOJeNield KIEHTCHKOI I[IHHOCTI,
MparHeHHI yTpPUMaTHCS Ha BHCOKOKOHKYPEHTHHX BiJINIOBiJAIOTh HAraJIbHUM IOTpebaM CydacHOCTI.
PHHKAaX BHMYIIEHI BpaxOBYBaTH IHTEPECH KIFOUOBHX
CTEUKXOJAEpPiB, cepell SKUX MPOBiAHY POJb BiTirparTh AHaJti3 ocTaHHiX AocaiTkens i myoaikamii. [Tu-
KkIieHTH. Po3poOka mojenel 3amydeHHs] KIEHTIB 1 iX TaHHS KITIEHTCHKOI I[IHHOCTI CTaHOBJISTH OCHOBY KOH-
YTPUMAaHHS TIEPETBOPIOETHCS HA BAXKIIMBE CTpATETidHE LENIiif MapKeTHHTY B3a€MOBIJHOCHH 1 KIIIEHTOOPi€H-
3aBIaHHs, SIKE CYIIPOBOJDKY€ETHCS IIEBHUMH BUTPATAMH 1 TOBAHOTO YNPABJIIHHS, TECOPETHYHI OCHOBH SIKMX COp-

MoBaHi y npansix A. [apsatesipa [1], P. MakKinsi [2],
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b. beprepona [3], [Ix. Kinkeiinga [4], M. Kpictodepa,
A. Tleiina, [I. bannantina [5]. BaroMmum TeopeTHIHUM i
METOIOJIOTIYHUM MiAIPYHTSIM BH3HAYCHHS [IHHOCTI KJIi-
€HTIB MPOTATOM X JKATTEBOTO IUKITY € poboTH I. Aky-
nnya [6], P. Brekyemna [7], I. Yinanosa [8], C. I'yrra
[9]. Emmipuuni mocmimkxeHHS mpoOieM 301TbIICHHS
MPUOYTKOBOCTI KITIEHTIB OTPUMAJIH PO3BUTOK Yy TIPAIIIX
b. Iyraprca [10], A. Makcumosa [11]. He3Baxaroun
Ha JIOCHUTh IIUPOKE KOJO IyOJiKaIii, iCHylo9i Tocimia-
YKCHHS 3/1€01JIBIIOTO ONMUCYIOTH a00 CHCTEMY BiTHOCHH
«TIIIPUEMCTBO — KITIEHT», a00 aBTOPCHKi MiAXOIM 10
BU3HAYCHHS CTAJiil >KUTTEBOTO MUKy KIIEHTIB, abo
aKIEHTYIOTh YBary Ha Pi3HHUX CKJIAJOBUX MOJEICH KITi-
€HTCHKOI MPUOYTKOBOCTI, 3aJIUINAIOYM 11032 MEKaMU
PO3TJIsIy Tporiec 30UTBIICHHS KIIIEHTCHKOT IIHHOCTI 3
BHUKOPHUCTAHHAM IIHX MOJICIICH.

ITocTanoBKa 3aBIaHHA. METOO CTATTI € BUBYEHHS
0COONMMBOCTEH iCHYIOUMX (PiHAHCOBHX MOJIENeH Kii-
€HTCHKOI [[IHHOCTI, B MEXKAaX SIKMX KITI€HT PO3TIISIAETHCS
SIK 00’€KT iHBECTHIIIH, BUMIICHHS KIIOYOBUX Iapame-
TpiB Takoi MOJENI I HEeBETUKUX MiAPHEMCTB i PO3-
poOKa CTPYKTYPHO-JIOTIYHOT MOCIITOBHOCTI Iiil 11070
301IBIICHHS KJII€HTCHKOI IIHHOCTI Y HEBEIMUKHX Iij-
MIPUEMCTBAX.

Buknan ocHoBHOro Matepiany nociimkenns. B
KOHIICTIIIT [IHHOCTI KJII€EHTa BBaXKAETHCS, IO 3yCHILIA
Ha MIATPUMKY B3a€MOJII1 3 KITI€EHTaMH, SKi 3M1HCHIOIOTh
PETYIApHI TOBTOPHI NOKYNIKH, MafOTh IPUHIIMIIOBO BiJl-
PI3HATHCS Bifl 3aXO0/iB CIIBIIpAIli 3 KJIi€HTaMH, SKi 3iHc-
HIOIOTh Pa30Bi MOKYIIKY i HE MOBepTaroThCs. [loBeniHka
KIII€HTA TI0 BiTHOIICHHIO IO MiANPHEMCTBA PO3TIIsLaa-
€TBCS SIK HOTO XKHUTTEBUI UK, 1[0 CKIIAAAETHCS 31 CTa-
ITi¥ 3ay4eHHs (3HAiOMCTBA 3 i APUEMCTBOM), hopmy-
BaHHS 3alliKaBJICHOCTI, MOKYIIKH, yTpHUMaHHs (3a pa-
XYHOK ()OpMYyBaHHS BPa)KE€HHs BiJI B3a€EMOBIJJHOCHH) 1
JIOSUTLHOCTI (TIOBTOPHUX TTOKYIIOK) 200 BTpaTH iHTEpeCy
JIO CTiBMpaIli.

BuBUYEHHS KIIIEHTCHKOI MTOBEIIHKM Ta CErMEHTallil
KJI€HTIB 3a CTa/isSIMH >KUTTEBOTO IIMKILy BUMAarae aBTo-
MaTH3alii yrnpaBIiHCHKOTO OONIKY Ta 3alpOBaKCHHS
cremiaibHOT KapTKOBOI CHCTEMH, BiICYTHICTH SKOI yHe-
MOJKJIMBIIFOE aHANTI3 KIIEHTCHKOTO NOCBiay. HesBaxkaro-
YW Ha Te, O[O0 TaKi CHCTEeMH 3ACOLIBIIOr0 BHKOPHUCTO-
BYIOTBCSI TICPEBAXKHO MiANPUEMCTBAMHU Y (popmarti Top-
TOBEJILHUX MEPEeX, ICHYI04i Ha cboroiHi nporno3uwii IT-
KOMIIaHiH, 1110 CHeIiali3yThCs Ha po3po0Ili mporpam-
HOTO 3a0€3MeUeHHs, OXOIUIIOIOTh I CErMEHT HEBEJIMKUX
MiATPHEMCTB. BripoBakeHHS aBTOMaTH30BaHOi CUCTE-
MU YIPAaBIiHHS J03BOJISIE MPALIOBATH 3 KapTKOBUMH
CHUCTEMaMH JIOSJIBHOCTI, 3aBASKH SKHM MEHEIKEepH
OTPUMYIOTH iH(OPMAIIiFO PO KOHTAKTH KIIEHTIB (J1i70-
reHepaiis), iX CIIOKHBUI IepeBary, 4acToTy MOKYIIOK Ta
(iHaHCOBI MOXJIMBOCTI. AHaJI3 Takoi iHpopMarii 103-
BOJISIE CTBOPIOBATH NEPCOHI(IKOBaHY LiHHICHY MPOMO-
3MILIO JUIS PI3HUX IPYI KIEHTIB 1 THM CaMUM 30111y -
BaTH CYKyIHY KIi€HTCHKY IiHHicTE (CLV — customer
lifecycle value).

Pozmmpenns o6csarie CLV notpebye Bu3Ha4eHHS ii
KITFOYOBUX MapaMeTpiB i HanpsAMiB. OCKITBKU KITi€HTCh-
Ka [IHHICTh PO3TIIAAAETHCS IK OTPUMYBAaHUH BiJl KIi€H-
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Ta “TIOKUTTEBUN TOXIM, TO T1 pO3IIUPEHHS aBTOMATHY-
HO O3Hauae 301IbLICHHS TaKOro J10Xoay. B cBoto uepry,
JUIE BU3HAYCHHS HAIpPSIMIB HAPOIICHHS TOXOIIB BiJ
KJIEHTIB TOLUIBHO MOOYayBatu (iHaHCOBY (“MOHeTap-
HY”) MOJIeJIb IX OTPUMaHHS 1 BU3HAYMTH 11 OCHOBHI Ia-
pamerpu. B exoHOMIiuHi#l miTepaTypi i Mojaem OTpH-
May Ha3By “Mopeneil gopHoi myxmsagn” [12], mo 6a-
3YIOTBCS Ha PO3TILAMAL KIIi€HTa K KIACHYHOTO 00’€KTa
iHBeCTHIIN. AHaN3 MyOiKaIiil moxo moOyIoBY TaKUX
Mojenell TO3BOJIMB CHCTEMAaTH3yBaTH HASBHI ITiIXOIU
Ta BU3HAYUTH IX KIFOYOBI XapaKTEPUCTHKH, 3MiHHU KX
MPU3BOATE 0 30UTBIICHHS/3MEHIICHHS KIIEHTCHKOT
miHHOCTI (Tabm. 1).

Amnanizyroun HaBeneHi B Tabn. 1 Mojeni, 3a3Hauu-
MO, IO 3arajibHUMU JJIs1 OUTBIIOCTI 3 HUX € TaKi KpHu-
Tepii: piBeHb YTPHUMaHHS KII€HTIB (200 piBeHb B3a€MO-
Iii 3 KiieHToM); (haKkTOp yacy; JOXOIHICTH/IPUOYTKO-
BiCTh KJIi€HTIB (200 HOXin/mpuOyTOK IIiIIPHUEMCTBA BiJ
B3aEMOJIIT 3 KIIIEHTOM).

3 HamIOT TOYKH 30pY, OB aHATITHIHI MOKIIUBO-
CTi JUTS 301TBIICHHS KITI€HTCHKOI IIIHHOCTI y HEBEIUKHAX
MATPHEMCTBAX MAaOTh MOJIEINI, 3alpOIIOHOBaHi y mpa-
ax [9; 14], ockinbku BOHU 0a3yrOThCS HE TUIBKH Ha
BpaxyBaHHI (hakTopa yacy, 1o Ma€e OyTH 000B’I3KOBOIO
YMOBOIO JUUI BU3HAUCHHS JKUTTEBOTO IIMKIY KII€HTa,
aJie 1 Ha 1HIUBIyalbHOMY MIIXO/1 10 BpaxyBaHHs KJIi-
€HTCHKUX BHUTpAT. 3BaKAIOYM HA TC, MO 301IbIICHHS
KITIEHTCHKOI LIHHOCTI Mae OyTH CHpsSMOBaHE Ha Cer-
MEHTAII0 KIIIEHTIB i BU3HAYCHHS TPAHUYHOI CYMH BHT-
pat, IKy MOXe€ TO3BOJHUTH cOOi MiAIPUEMCTBO IS Mij-
TPUMKH Ta PO3BHUTKY B3a€MOBITHOCHH i3 KII€HTaMH,
HAMH TIPONOHYETHCS BHUKOPHCTAHHA MOIU(IKOBaHOI
mopeni I1. Beprepa i H. Hacpa:
 px 0 xRxr' « MC, xq, x AC xr"

CVEETWh E (e

1)

ne CLV — wuiHHICTh KJIIE€HTIB MiANPHEMCTBA PO3-
JpiOHOT TOPTIBIII MPOTATOM )KUTTEBOTO LIUKITY; Pt — CyMa
CepEeHBOr0 YeKy B mepioi t; (i — KUIbKICTh KJIIEHTIB Y
mepioi t; Ry — KUTBKiCTh TIOBTOPHUX MOKYIIOK Y TIEPioIi
t ma 1 wriedta; r — koeQiieHT yTpuMaHHA (piBEHBb
B3aeMoii 3 mianpuemMcTBom); MC; — cyma pidYHUX BHUT-
pat Ha 3amyueHHs | kimienra; ACi — cyMa pi9HUX 3MiH-
HUX BUTpaT (0e3 ypaxyBaHHs BUTPAT Ha 3aTy9ICHHS KITi-
€HTiB); 0 — KOediliEHT TUCKOHTYBaHHS; t — mepiox, 1o
PO3TIISIAETHCSL.

BinmnoBigHO, KpuTepieMm onTuMisaliii Mae OyTH Mak-
cUMI3arlisg MOKa3HMUKA 3arajibHOi KIICHTCHKOI I[IHHOCTI
3a pI3HUMHU CETMEHTaMU KIIEHTIB:

CLV — max. 2

TTocnimoBHiCTh AiHl 31 301ABIIEHHS KIIEHTCHKOT IIiH-
HOCTI 3 ypaXyBaHHSM 3arajlbHUX MiIXOMIB IO ONTHMi-
3amii QyHKIIOHATBHUX cep MiSUIBHOCTI MiANPHEMCTBA,
Ha Halll [OTJISL, OTIMCYETHCS TaKUMH eTarnamy (puc. 1):

1) Bu3HayeHHS IIiIeld 30UTBIICHHS KIIEHTCHKOL
LiHHOCTI (HAmMpHKIJIAZ, YyTPUMaHHS iCHYIOUMX KITI€HTIB
32 PaxyHOK HaJlaro/PKEHHS 3 HHUMH B3a€MOBHIIJHOTO
CHiBpOOITHUITBA; 3aydeHHS OLTBIT MPUOYTKOBHX KITi-
€HTIiB; auBepcudikamis KIi€eHTChKOI 6a3u 3a yMOB 30e-
peskeHHs 1l npuOyTKOBOCTI);
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1 eTan. BuGip mpiopHTeTHHX TiMTel 301TBINICHHS KTI€HTCHKOT THHHOCTI

v

v

v

Samyuenmsa Ginemt | | Jueependikamnia | [ 3pocTamia
PIBHA YTPHMAHHA NPUGYTKORHX KITEHTCHKOT CEPETHBOTO KUIBKOCTI IIOKY-
KINEHTIB KJTIEHTIB basu YEKY IIOK Ha | KmeHTa

'
'
1
361TbIIIEHH S '
'
'
'

a ITinBUIIIEHHS

2 eran. BusHaucHH IHAHCOBOT MOJC/ KJIIEHTCHKOL IIHHOCTI Ta 11 MapaMeTpiB

P
B Y=Y ~ ST = -~ . — -~ .
Koedimient Obesr MApAH Kinpkicts QbGcar KinekicTs moky-
YTpHMAHHS HATIPHOTO TPHOYTKY KIT€HTIB J0X0TY Bif ok 1 KimieHTa
BT 1 KMieHTa 1 KTieHTa
&

3 eTan. AHami3 iCHYIOUOTC CTAHY KIIEHTCHKOT THHHOCTI Ta KIMEHTCHKOTO TOCBITY (KHTTEBOTO

|
THKITY) A Pi3HAX CeTMEHTIR KTi€HTIB
.

4 eran. baraToBapiaHTHI 3MiHH TapaMeTPik KTi€HTCHKOI IIHHOCTI Ta TMOTIVK BapiaHTAa, KU
GLUTBINIOI0 MIPOTO 33TOBONBHSE BH3HAUSHHM ITLITSAM

5 eran. Peamzarist oOpaHoro BapiaHTa 301TBITIEHHS KITIEHTCHKOI ITHHOCTI TA MOHITOPHHT

i
i
! Pe3yiIbTaTlB
!

Puc. 1. CTpyKTypHO-JIOTi4YHA MOCTiAOBHICTH /il 1010 30i1bIIIeHHS KII€EHTCHKOI HIHHOCT Y
nmignpueMcrBax (po3podjieHo aBTOPOM)

2) Bubip (hiHaHCOBOI MOJIEINi KITI€EHTCHKOI IIIHHOCTI
Ta BU3HA4YeHHS ii mapamerpiB (KOHKPETHI pe3yibTaTH,
SIKI MalOTh BUMIpPIOBATHCS 3 MEBHOIO MEPIOTUIHICTIO —
o0csr moxony Bin 1 KirieHTa, KOSQIieHT yTPUMAaHHS,
BHTPATH Ha 3aTyICHHS/TIIATPIMKY B3aEMOBITHOCHH i3 1
KJIIEHTOM);

3) aHaJ1i3 iCHYFOUOTO CTaHY KIII€HTCHKOT I[IHHOCTI Ta
KIIIEHTCHKOTO JTOCBiTy (KHTTEBOTO IMKITY) JJIS Pi3HUX
CEerMCHTIB;

4) GaraToBapiaHTHI 3MiHH IapameTpiB (iHAHCOBOI
MoJieNi KIIIEHTCHKOI IHHOCTI Ta MOITYK BapiaHTa, SIKUi
01100 MIPOIO 33/I0BOJIBHSIE BU3HAYEHHM HA IEPIIO-
My eTari IiJIsIM;

5) peanizamis oOpaHoTo BapiaHTa 301IBIICHHS KJIi-
€HTCBKOT IIIHHOCTI Ta MOHITOPHUHT PE3YJIbTATIB.

BucHoBKM i mepcneKTUBM MOJAJBLIIMX T0CTiA-
JKeHb Y JaHOMY HanpsiMi. TakuM 4WHOM, TIPOBEICHE
JTOCTI/KEHHS MiATBEPIMIIO TilOTe3y, IO 301MbIICHHS
KIIIEHTCHKOI IIIHHOCTI 3a paxyHOK YHPAaBIiHHS JKUTTE-
BHM ITUKJIOM KJII€HTIB I HEBEIMKUX MiANPUEMCTB €
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MIEPCIIEKTUBHAM HANPSIMOM 3a0€3MeUeHHs X oneparin-
HOI JOCKOHAJIOCTI i (POPMYBaHHS Ji€BHUX KIIIEHTOOPIEH-
TOBaHMX CTpPaTErii.

Cucrtemarusaiiist icHyrounx (iHAaHCOBHX MoJeiel
CTBOPCHHS KIIIEHTCHKOI IIHHOCTI JO3BOJIMJIA BHITHTH
il OCHOBHI NapaMeTpH: piBeHb yTPUMAaHHS KII€HTIB,
(axTop 4acy i mpuOYTKOBICTh KIIiEHTIB. ba3yrounch Ha
BUAUICHUX MapaMeTpax, a TaKoXX HeoOXiIHOCTI Bpaxy-
BaHHS 'PAHUYHOI CYMH BHUTPAT, SIKY MOXE JIO3BOJIUTH
co0i manpueEMCTBO IS MIATPHIMKH Ta PO3BUTKY B3ae-
MOBIJTHOCHH 13 KJIi€HTaMH, HaOyia TOJaNbIIOr0 PO3-
BUTKY MOJIeJb OLIIHKY KiIieHTChKOT 1iHHOCTi [1. Beprepa
i H. Hacpa, sika B aBTOpCBHKIii iHTEpITpeTaNii 101aTKOBO
BPaxOBYE BapTICTh CEPEAHBOT0 YEKY 1 BUTPATH Ha 3aiy-
yeHHst | kiieHTa. PO3BHTOK 1 YyTOYHEHHS IapaMeTpiB
MoJieNell KIEHTChKOI MIHHOCTI B MOJANBIIOMY JTO3BO-
JWUTh TiANPHEMCTBAM 3allydaTH OUIbII HPHUOYTKOBHX
KIIIEHTIB 1 30UTBIIYBATH 3aTajbHUNA 00CST Map KWHAIIb-
HOTO MPHUOYTKY Ha OHOTO KIII€HTA.
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