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APPROACHES TO DIAGNOSING THE EFFECTIVENESS OF
MARKETING TOOLS IN MEDIA COMPANIES

Cmamms nponownye y3e00ceHutl nioxio 00 0iacHOCMUKU epeKmugHOCmi
MAPKemMuH208Ux IHCmMpymenmie )y Mmeodiakomnauiax. Mema — inmezpysamu
KOpOMKO- [ 00820cmpoxosi eghexmu, noconaswiu paid/owned/earned-kananu 3
Mempukamu 60poHKU ma OisHec-aymkamamu. Memooduxka cnupaemovci Ha
cmpameziune kapmysauns KPI, npuuunni ousatinu (pizHuys-y-pisHuysx, nepepeai
psaou), nopm@envHull aHaniz epexmusHocmi ma 3iCMAeieHHss 3 THOUKAmMopamu
kanimany opendy. Ilokazano, wo BUKOPUCMAHHA Y6A208UX Mempux i 2eo-
eKCnepuMenmis niosuwye mouHicmos ampubyyii i 0r0xcemuoi npiopumusayii.

3anpononosano npakmuynuil areopumm: 8i0 300py OaHUX Ma HOPMYBAHHS



Ce30HHOCMI 00 NOOYO08U «MOCHIY» MINHC KOPHNOPAMUBHUMU U MepUmopiailbHUMU
nokasnuxamu. Pezynemamu npuoamni  ona  imnaemenmayii  y  BSC/OKR,
3a6e3neyyoms npo3opy NiO36IMHICMb CMEUKX0I0epam i 3HUNCYIOMb PUSUKU «2PU 3
Mempukamuy 6 myremuniamgpopmenomy cepedosuwi. I1ioxio onucamo Ha

NPUKIAOAX Kelcig NPOMUCTOBUX, JIOCICMUYHUX | MEOIIHUX NPOEKMIB.

The article develops an integrated framework for diagnosing the
effectiveness of marketing instruments in media companies operating under
fragmented audiences, platform opacity, privacy constraints, and ‘“cookieless”
tracking. The study argues that conventional click-centric indicators
underestimate long-term brand effects and fail to attribute outcomes across
paid/owned/earned channels. The purpose is to align funnel metrics (reach,
attention, engagement, conversion) with business outcomes (revenue, margin,
retention, LTV) through causally robust, cross-channel evaluation.
Methodologically, the framework combines strategic KPI mapping with quasi-
experimental designs-difference-in-differences, interrupted time series, and geo-
experiments-augmented by portfolio efficiency analysis (e.g., DEA) and model
calibration using brand lift and transaction data. Attention metrics are
incorporated as quality-of-contact predictors that bridge exposure and outcome,
while seasonality, event spikes, and exogenous shocks are normalized to reduce
bias. The framework is compatible with modern MMM setups and can be
embedded into Balanced Scorecard/OKR systems, linking editorial, audience,
and commercial objectives. Empirical illustrations show that integrating platform
logs, first-party data, and municipal or geo-context layers improves attribution
precision, budget prioritization, and accountability. The results highlight three
contributions: a channel-agnostic diagnostic logic resilient to privacy-driven
data loss; a practical “bridge” from tactical signals to brand/value creation; and
governance procedures for metric validation (data lineage, audit trails, pre-
registration of hypotheses). Managerially, the approach guides reallocation from

low-quality impressions toward investments that compound brand equity and



recurring revenue, reduces the risk of metric gaming, and supports transparent
communication with stakeholders. The proposed toolkit enables media companies
to reconcile short-term performance with long-term growth by measuring what
matters, attributing effects credibly, and converting evidence into strategic
action.

Knwuoei cnosa:  mediakomnaHisi, — MApKemuHeo8i  IHCMPYMEHMU,
JIOSIBHICMb 00  OpeHOy, Mempuxu JOSIbHOCMI, MeOlaKOHMEeHm, CNONCUBAYI
MeOiaKOHMennty.

Keywords: media company, marketing tools;, brand loyalty; loyalty

metrics; media content; media content consumers.

Ilocmanoeka npobaemu y 3azanbHoMy 6u2iadi ma il 36°A30K i3
BAXHCIUGUMU ~ HAYKOGUMU YU  NpaKkmuynHumu  3ae0anuamu. OcCTaHHI
TpaHchopmarii  MEAlapuHKy  —  MYJbTUIUIATOPMEHICTh  CIIOKUBAHHS,
dbparMeHTailisi aynuTopiii, JOMIHYBaHHS aJITOPUTMIYHUX CTPIYOK 1 TEpexiy 10
3MIIIAHUX MoJeNel MoHeTH3alli (pekiama, MiANUCKH, OpeHI0BaHU KOHTEHT) —
pavKaIbHO YCKJIAQIHUIW BHUMIPIOBAaHHS PE3YJIBTaTUBHOCTI MAapKETUHTOBHX
IHCTpYMEHTIB y MeaiakomnaHisx. Tpaaumiitai nokasHauku, Ha kmtant CTR, CPM,
GRP um reach/engagement, 7eMOHCTPYIOTh JIMILIE OKPEMI TAKTUYHI €()EKTH Ta HE
(bIKCYIOTh KyMYJISITUBHY LIHHICTH ayIUTOPIi B JJOBTOCTPOKOBOMY TIEPioJii M BIUIMBI
Ha Kamitag OpeHAy Ta MDKKaHalbHI CcHUHeprii. J[omaTkoBO 1arHOCTHKY
CIIOTBOPIOIOTh HEMPO30PICTh TIATGOPMHUX METpUK, OOT-Tpadik 1 mpobdiema
arpuOy1ii B yMOBaxX KpOCAEBalCHOI MOBEMIHKUA Ta «cookieless» cepemoBuiia, a
TaKOX OOMEXEHHSI IIOJI0 MPUBATHOCTI JaHMX. Y HOBUHHHUX 1 HINIEBUX Meia
CUTYallll0 YCKJIAIHIOIOTh CE30HHICTh TMOMUTY, €KCTPEeMyMH yBarm Ta BHUCOKHUI
BHECOK MoO3aMeIIiHUX (PaKkTopiB, 110 POOUTH KOPEJAIINHI OI[IHKM HEHaIIMHUMU
JUISl TPUYMHHO-HACTIIKOBUX BUCHOBKIB.

VY HaykoBiil 1 MpUKIAAHIN MIOMIKHI BiACYTHA yHIi(iKOBaHa, BaJigHa IS
Me/1a-KOHTEKCTy CHUCTeMa JIIarHOCTUKHM, $SKa O OJHOYacHO IHTerpyBalia

IUTaTHI/BJIAcHI/3apo0iieH1 KaHalu, TO€AHyBaja KOPOTKO- 1 JIOBTOCTPOKOBI e(eKTH,



pO3pi3HsJa BIUIMB IHCTPYMEHTIB Ha Pi3HI €Taly Ta Ha IMOBEIIHKOBI, I[IHHICHI U
(dbiHaHCOBI pe3yJbTaTH, a TakoXK 3abe3medyBana O MNPUYMHHY 17AeHTU]IKAIIIO
edekTiB B yMOBaxX JWHAMIYHUX QJITOPUTMIB TUCTpUOYIi KOoHTeHTY. HasiBHI HUHI
MIIX0Au a00 HaJAMIPHO arperyroTh pealibHICTh (MeiaMiKC-piBeHb), a00, HaBIaKH,
bparmMeHTyI0Th i A0 OKpEeMHUX TakTHK (MOCT/KaMmaHisi), M0 YHEMOXKIUBIIOE
yIPaBIiHCHKI MOPIBHAHHA Ta MPIOPUTU3ALIIO OIOKETY.

Otrxe, mpobieMa ToONsITa€ B METOJOJIOTIYHIA Ta 1HCTPYMEHTAIbHIN
HEBHU3HAUEHOCTI JIIarHOCTUKH €(EKTUBHOCTI MAapKETHHTOBUX IHCTPYMEHTIB Yy
ME1aKOMITaHIsIX: OpaKye€ KOHIENTYyaJbHO IUIICHUX MIAXOMIB 1 Y3TOMKEHUX
METPUK, 3JaTHUX OO0’€KTUBHO W TNPUYMHHO OLIHIOBATH BHECOK PI3ZHUX
IHCTPYMEHTIB Yy JOCSTHEHHS pPENAKLiMHUX, ayIUTOPHHUX 1 (DIHAHCOBHX WIIEH Y
OaraTokaHaJIbHOMY, JAHMMHU-OOMEKEHOMY CEpPEAOBHUII. 3a3HAYEHE 3YMOBIIIOE
norpedy B HAayKOBOMY OOIpyHTYBaHHI Ta CHUCTEMAaTH3alil MIAXOIIB [0
JIarHOCTHKHU, YTOYHEHH1 00’€KTa/Cy0’€KTa BUMIPIOBAaHHS, BU3HAUYE€HHI BUMOT 10
BaJIiTHOCTI, HAMIMHOCTI Ta TOPIBHAHHOCTI OIIHOK JJI YMNPaBIiHCHKOTO
3aCTOCYBaHHSI.

Ananiz ocmannix 0ocnioxcenv ma nyonikauii. Haiinosimn myOmikamii
(GIKCYyIOTh 3CyB Y BHUMIPIOBaHHI €(QEKTUBHOCTI BiJl «KJIIKOBHX» METPUK [0
NPUYMHHUX MIAXOMIB 1 JOBIOCTPOKOBUX €(eKTIB OpeHAy. Y CHUCTEMaTUYHOMY
ommsami Ascani (2025) y3araJibHEHO KIIOYOBI BHUKJIMKH OIiHIOBaHHS SMM-
e(eKTUBHOCTI ((pparMeHTallls JaHUX, aTpUOyIlisi, TPUBATHICTH) 1 3alPONOHOBAHO
METOMWYHI pimeHHs mig iHTerpamii kaHamiB Ta KPI, mo peneBanTtHO Is
MeIaKOMITaHIi 13 IXHIM MynbTUIIaTGopMeHuM auctpulOytuBoM [1]. OpienTaris
Ha 0ajaHC «KOPOTKO-JOBIo» 30epiraerhcsi y kiacuunux podorax JI. bine Ta II.
dinya: BOHM MOKA3yIOTh, 10 HEAOOI[IHKA JIOBTUX OpeHI-e(DEeKTIB Ta Omopa JnIie
Ha KOPOTKOCTPOKOBI TMOKa3HMKM 3HWXKYIOTh CYKYIIHY pE3yJbTaTUBHICTb, 1
OOIPYHTOBYIOTh MOTPeOy y3rof»KyBaTH TaKTUUHI METPUKH 3 KaliTajJoM OpeHIy Ta
npuOyTKOBICTIO [2].

Ha piBHI npakTUKuW BUMIPIOBAHHS TSXKIIOTH 1O MOJAEJEH, CTIMKUX 0

«cookieless» cepenoBuia. Binkputi MMM-dpeiimBopku, Taki sik Meta Robyn 1



Google Meridian, craHaapTU3yIOTh NPUYMHHY J1arHOCTHUKY BHECKY KaHAIIB Ta
JIO3BOJISIIOTH KaJiOpyBaTH Mozeni ekcniepuMentamu. Lle popmye HOBY «MeTpUUHY
iHbpacTpykTypy» ans meaiadizHeciB [3]. [lapanensHo iHIYCTpis TecTye «attention
metrics» SK MPETUKTOPH BUMIPIOBAHUX PE3yJbTaTiB Il Oi3HECY, 110 JOTOBHIOE
knacuuHi reach/CTR Ta 3MeHmrye iHbopMaIliitHuil po3puB MiXk SKICTIO KOHTaKTy i
pe3ynbTaTaMH.

Dopmynroeanna yinen cmammi. Meta cTaTTi — PO3POOUTH IHTETPOBAHY
METOAMKY JIIarHOCTUKA  €(EKTUBHOCTI ~MAapKETUHIOBUX 1HCTPYMEHTIB ¥y
MeJT1iaKOMITaHisIX, 11(0) 3abe3neuye NPUYUHHY aTpuOyIIiIo BHECKY
paid/owned/earned-kaHailiB y KOPOTKO- Ta JIOBIOCTPOKOBI Pe3yJbTaTh (METPUKU
BOPOHKM ¥  Oi3Hec-ayTKaMH), a TaKOX  3alpONOHYBaTH  aJFOPUTM
onepartionatizamii qaHux 1 KPI nns oOrpyHTOBaHOTO O1OKETYBaHHS Ta MPO30POL
M1JI3BITHOCTI CTEUKXOJIJIEpaM.

Buknao ocnosnozo mamepiany o0ocnioxcenna. PiBHI JOSJIBHOCTI [0
OpeHny B Media — 1e OararoBUMipHa IKajga, IO OXOIUIIOE KOTHITHBHUH,
EMOIIMHUI 1 MOBEAIHKOBUW PiBHI, 1 HaWKpalle BHUMIPIOEThCS 3a JOMOMOTOIO
xoMmOinamii kutbkicHux (NPS, Brand Index) Ta sxicHux mertomniB ((poxyc-rpymnu,
aHani3 3amdyyeHHs). IIuTaHHA pIBHIB JIOSUIBHOCTI JI€TAJIbHO BHBYEHO Ta
MPOAHANII30BAHO Yy BIJIHOUIEHHI 10 TOBapHUX OpeHaiB. CydacHi MapKeTOJIOTH,
00’€IHABIIM 111 JIBa MIIXOIW JO BU3HAYEHHS JIOSJIBHOCTI J0 OpeHIy, po3poOuiu
MOJIENb OL[IHKH JIOSIBHOCTI 10 MeaiabpeHy, sika BUOKpemittoe S piBHiB. Ha puc. 1
BITOOpaXeHO 10 MOJAENb 3 ypaxyBaHHSIM OCOOJMBOCTEH  CIOKMBAaHHS
MEIaKOHTEHTY. 3a3Ha4eHa KOMOIHAIlisl KITbKICHUX 1 SKICHMX 1HCTPYMEHTIB A€
YSIBJICHHS PO P1BEHb JIOSUIBHOCTI ayqUTOPii MeAiaKOMITaHii.

CxiamHICTh OINHKA PIBHA JIOSJIBHOCTI CIOXHBada J0 MemiabpeHy
0OyMOBJIEHA BEJIMKOI KIJBKICTIO MOTHUBIB BHOOpPY OpeHAy Ta CyO’€KTHUBHICTIO
OI[IHKM BEJIMYMHU (MOBHOTH) 3aJOBOJICHHS MeEaiaOpeHJIoM IMX MOTHBIB. B
po0OoTax yKpaiHChKUX Ta 3apyOKHMX MapKETOJIOTIB aBTOP HE 3yCTpiduaB METOIHK
KOMIJICKCHOI OIIIHKM PIBHS JIOSJILHOCTI 10 MeiabpeH/iiB. Sk mpaBuiio, HaAyKOBIII 1

NPAKTUKYIOYl MAapKeTOJOTH BH3HAYAIOTh pIBEHb JOAJIBHOCTI 10 OpeHay 3a



OKpEMHUMH METPHUKaMH, XO4a OKpeMi areHTCTBa (Hampukiaj 3apyOikHi — Kantar,
Euromonitor, Public Relations Global Network Ta ykpainceki — Gradus Research,
Chubukova et al.) [5; 6] HamararoTbCs OIIIHUTH pPIBEHb JIOSUTBHOCTI [0

MeiadpeH Iy 3a KOMIUIEKCOM TMEBHOI KiTBKOCTI METPHK.

Aosokayiiina
’/—t JNOSANTBHICMb

CITOKHUBAY JiTUTHCS
s ; KOHTEHTOM, 3aXHUIIAE
’/1 Emouyitina nosnvnicmo 6penn y zu/l’cxycmx

Jlosbricms 3 OpeH CHpUIMaEThCS

AK «CBil» — J0Bipa
’/—~ PO3paxynky CXBaJICHHs ’
Bio . 4epe3 GE3KOIITOBHUIMA
iocymuicmo JNOCTYIL, aKIii,
AOATLHOCHI] TapI/I%I/I
Hepernsaaae KOHTEHT

Biocymuicmp pi3HMX Meia 6e3
AOATLHOCMNI NPIOPHUTETIB

Heperisiaac KOHTCHT
pi3Hux menia 6e3
IIPIOPUTETIB

Puc. 1. Moae/ib OLiHKHY JIOAJIBLHOCTI 10 MeaiadpeHay 32 piIBHIMH 3
YPaXyBaHHSIM 0COOIMBOCTEN CIIOKMBAHHS MEXiaKOHTEHTY

Jlxepeno: cpopMoBaHo 3a JkepesioM [4].

3aBmnaHHSM MapKETOJIOTIB, SIKI MPAIIOI0Th B KOHTEKCTI Me/lia, € BU3HAYCHHS
BIUIMBY OKPEMHUX MApPKETHUHIOBUX I1HCTPYMEHTIB Ha pIBEHb JOSJIBHOCTI,
JOCJTIIPKEHHSI CUHEPT1YHOTO e(EKTy BiJ B3a€MOIi PI3HMX IHCTPYMEHTIB, MOIIYK
ONTUMAJIBHOTO CIIBBIAHOIIEHHS L1HA/€()€KTUBHICTh 3aCTOCYBaHHS MAPKETUHTOBUX
IHCTPYMEHTIB [JIsl JIOCATHEHHS MaKCHMAaJlbHO MOXJIMBOTO DIBHS JIOSUIBHOCTI 10
cBOro MmemiadpeHay. biunbliicTe MOCHIAHMKIB PIBHS JIOSUTBHOCTI J10 OpeHIy
HaWBaXXJIMBIIIOK METPUKOIO BBAXKAIOTh MOKA3HUK JIOSIbHOCTI KiieHTIB (NPS) (Net
Promoter Score), sikuii BUMIpIOE TOTOBHICTh KOPHCTYyBada PEKOMEHIyBaTH OpPEH]T
1HIIUM. BiIMoOBiAHO A0 METOJUK, SKUMU KOPHUCTYETHCS OIBIIICTh aHATITUYHUX
pecypciB (3okpeMa pecypc Faster Capital [7]), moka3HUK € BITHOIIEHHSM KUIBKOCTI
MIPOMOYTEPIB J0 KUTBKOCTI IETPAKTOPIB 1 Ma€ 3HaAUYEHHA OibIie adbo meHte 1.

JIns ameKBaTHOTO TOPIBHSHHS PIBHS JIOSUIBHOCTI 3a IIUM TOKa3HUKOM
JIOTITPHO KOPUCTYBATHCH MTOKA3HUKOM 3 YpaxyBaHHSM MUTOMOI Bard MPOMOYTEPiB
Ta JETPAKTOPIB Yy 3araibHINA KiMbKOCTI omuTanux — iHAeKcoM NPS (I nps). [HIEKC

OOYMCITIOETBCST SIK PI3HULS MK BIJCOTKaMM BIJ YaCTKH MPOMOYTEPIB (JIOSIIbHI



KJIIEHTH, SIKI aKTHUBHO PEKOMEH]IYIOTh KOMIIaHII0) 1 JIETPaKTOpiB (HE3a10BOJICHI
KJIIEHTH, SIKI MOXKYTh TOIIMPIOBATH HETaTUBHUM JOCBIJ) BIAHECEHOI JI0 3arajbHOi
KigbkocTi omuTaHux. Umm Ommkue I nps 0 1, THM Oidbla JOSJIBHICTH IO
Meia0peH Ty.

Bigkputi nani mpo BuzHaueHHs NPS memiakoMmnaHiii y BIIKpUTOMY JOCTYII
BIICYTHI, ajie KOMIIaHii 4acTo MyOMiKyIOTh PE3YyJIbTaTH OIUTYBaHb, SIKI JIO3BOJISIOTH
o0uucIuTH e 1Hjgekc. 3o0kpemMa, asi kommaHii «1+1 wmemia», CYCIIIJIBHE,
HOLYWATER, BCJI 3a paHuMu ONWTYBaHb, NPOBEACHUX KOMIIAHISIMUA Ta
OITyOJTIKOBAaHUX Y BIIKPUTHUX JHKEpENax pe3ylibTaTy MaloTh HACTYIHUM BUIIIs I (Ta0. 1):

Tabauus 1. YcepeaHeHi pe3yjibTaTH ONUTYBAHb CIIOKMBAYIB J1JI51 OLiIHKHA

JIOAJILHOCTI 10 Openay Ha ocHoBi NPS Tta y 2020-2024 pp.

MeniakomiaHisg «Hackinbku iiMoBipHO, 1110 Bu mopekoMeH1yeTe KOHTEHT
HAIIOi KOMIIaHii CBOIM JIpy3siM, KoJieraM abo poauHi?», (%) NPS 1
NPS
Ilo3uTuBHA Inaudepentna Herarusna
BiAIIOBiAb BiANIOBiNb BiANOBIb
«1+1 memia» 54 31 15 3,6 0,39
CYCIIIVIBHE 62 18 20 3,1 0,42
HOLYWATER 72 22 6 12 0,66
BCJI 76 20 4 19 0,72

JIxepeno: po3paxyHKH aBTOpa 3a JaHUMHU HOBUHHUX pecypciB OQilliifHIX CalTIB KOMITaH1i

3a piBHEM MAapKETOJIOTH OILIHIOIOThH 3Ha4eHHs noka3Huka Bijx 0,3 mo 0,5 sk
JOSUTBHICTD BHIIE cepenHboi, 0,5-0,7 K BUCOKHN PIBEHb JIOSIBHOCTI JIOSIBHICTD,
0,7+ ny>xe Bucokuid. Jlani Tadmn. 1 cBiguaTh Mpo Te, IO JOIIbHICTh CIIOXKUBAYiB J10
operniB «l1+1 wmenmia» Ta CYCIIJIBHE BinmoBigae piBHIO JOSUIBHOCTI 3
po3paxyHKy Ta emorioHanbpHOi, a A0 OpenaiB HOLYWATER ta BCJI — piBHIO
aJIBOKaI[IIHOI.

Jpyrum  migxomoM, SKWW 3aCTOCOBYEThCS IS BU3HAYEHHS  PIBHS
JOSUTBHOCTI 10  MeaiadpeHay €  1HJAGKC  3aJ0BOJICHOCTI  KOPUCTYBadiB
matdopmoro/kouTeHToM (Customer Satisfaction Score (CSAT). Ileli moka3zHHUK
BUMIPIOETHCS B 0anax Bim 1 1o 5 3amexHO BiJl PiBHS 33I0BOJICHOCTI CIIOKHBAYa.
OnutyBanHs CSAT BX0oAsATh y KJIACHMKY BHMIPIOBaHHS ITiAXOJIB JIOSJIBHOCTI [8].
[Ipo BHCOKMIT piBeHB JIOSUIBHOCTI CBIAYUTH OIiHKA 4-5, HU3bKu — 1-2 Oamu. J{ns

BUKOPUCTAHHS IBOTO 1HJEKCY, SIKUM OMHCY€ PIBEHb JOSUIIBHOCTI, BPaXOBY€THCA



JacTKa OIWTAHMX, BIAMOBIAlI SKUX JIeKaTh Ha KpalHIX TOYKaxX IIKaJIH:
3ai0BoJieHUH (4-5 GaniB) Ta He3zamoBosiaeHUM (1-2 6anu) 1 0OUUCTIOETHCS TTOAI0HO
10 I nps.

Tabnuus 2. YcepeaHeHi pe3yJibTaTH ONUTYBAHDb CIOKUBAYIB I OLIHKH

JIOSUIBHOCTI 10 Openay Ha ocHoBi CSAT y 2020-2024 pp.

MepmiakoMmaHist «Hackinpku Bu 3aq0B0s1eH1 CBOIM JOCB1AOM B3aeMomil 3 HAIUM | Icsar
openom?», (%)
[ToBHicTIO 3aM0BONIEH] [HnndepenTHa BiAMOBIAD He3sanosoneni
«1+1 memia» 53 45 2 0,53
CYCIIIJIBHE 48 50 2 0,48
HOLYWATER 79 18 3 0,79
BCJI 81 18 1 0,81

JI>xepeno: po3paxyHKH aBTOpa 3a JaHUMH HOBUHHHUX pecypciB oDiliifHUX caiiTiB KoMnaHii

3a pmanumm pecypcy Zendesk [9] myxke BHCOKOMY PIBHIO JIOSJIBHOCTI
BIMOBIAAIOTh 3HaueHHs B fiama3oHi 0,9-1,0; gocTaTHbO BHCOKHII pIBEHBb
JOSUTBHOCTI — jiama3oH mnoka3zHuka - 0,8-0,9; 3HadyeHHs iHgukaropa meHiie 0,7
CBIIYMTH MPO HASBHICTH MPOOJIEMU HE3aI0BOJICHOCTI CIOXKHMBada OpeHaoM. JlaHi
Tabn. 2 cBigyaTrh npo Te, mo y meaiakomnaniid «1+1 memian ta CYCIIJIBHE €
poOJIeMH 13 33JI0BOJICHICTIO CIIOKUBAY1B KOHTCHTOM ITUX OPEHIIB.

BingcoTtok Kii€HTIB, SIKi 3aJMIIAIUCA 3 KOMIIAHIEK y TEBHUM MEpioa Ta
BIJICOTOK KJIIEHTIB, SIK1 MOKUHYJIM KOMIIaH1t0 y nneBHui nepiog (Customer Retention
Rate (CRR) 1 Churn Rate) — kmro4oBI MAXOAW, SKI JIONIOMAaraloTh OIIIHUTH
JIOSUTBHICTh KJIIEHTIB, CTAOUIbHICTH Ol3HECY Ta €(EKTUBHICTh MapKETHUHIOBHX
sycuib. CRR mpsiMo 1oB’si3aHUMil 3 TaKUMU XapaKTEPUCTHUKAMU JIOSIIBHOCTI, SIK
3aJI0BOJICHHS SIKICTIO CEpBICY, JIOBIpa Ta €MOIIHHUMA 3B’ 30K 3 OpeHmoM. L1 aBi
Metpuku B3aeMmonpotuiexHi: CRR + Churn Rate = 100%. O0Ouuciio0ThCs BOHU
JIOCUTh TPOCTO, OCKIIbKA TPAKTUYHO KOKHA Tuiaropma mae BOymoOBaHi
JIYUIBLHUKU BIJBIAYyBaHb, MIAMUCOK, JIAMKIB, TOIIO. 3a TMOKa3HUKAMH IHX
TYMIBHKUKIB 00uncroeThes 3HadeHHs CRR 3a ¢popmyrnoro:

CE—CN _ CE—CN

# 1000/6, abo ICRR - T, oe: (1)

CRR =

CE — KUIBKICTh KJII€HTIB HAIIPUKIHIL TIEPIOy;

CN — HOBI KJII€HTH, 3aTy4€H] MPOTATOM I[LOTO NEPIOAY;




CS — K1IBKICTB KJIIEHTIB Ha MOYATKY MEPIOAY.

[IpakT4HO BC1 KOMIIaHI1T OOYHCITIOIOTH 1€ 1HJIEKC, OCKIJIBKU BiH J030JISI€
OTEPaTUBHO BIJICTIAKOBYBAaTH PIBEHB JOSJIBHOCTI CHOXKHUBAYIB 10 KOHTEHTY, SIKHUIl
BUpOOIISIE MeiabpeH/T 1 Te, sIK 3MIMCHEHHS TUX YM IHIIUX MapKETUHTOBUX 3aXOiB
BIUIMBAE Ha 1HAEKC JIOSUIBHOCTI 10 MeniadpeHay. 3a OIHKOI aHaIITUYHOTO
pecypcy ProPel [10], ans gocnimkyBaHUX KOMITaHil cepenHi mokazHuku y 2024 p.
MaJid HacTyIHI 3HaueHHs (Tab. 3).

Tabauus 3. YcepeaHeHi pe3yJibTaTH ONMUTYBAHDb CIIOKUBAYIB /I OHIHKH

JIOSLIBHOCTI 10 Openay Ha ocHoBi CRR 'y 2024 p.

Meniakomia-

HEL ) 141 meiay CYCIIUIbHE | HOLYWATER BCJI

Ianekc

Icrr 0,75 0,65 0,50 0,85

Jlxepeno: [10]

3a iHdopmarmiero pecypcy Sobotlo [11], 3Hauenns >0,9 BBaxxaeThCs
ONTUMAJLHUM JIJIs1 O13HECIB 3 IMIJMKMCKOIO, IO BKa3y€e Ha MIIHY JOSUIbHICTB; 0,75-
0,85 % — e rapHUil MOKAa3HUK Y YaCTHUHI KOHTEHTY, 110 BKa3y€ Ha JIOBIOTPUBATY
NoBIpy (Hampukian HaykoBo-monyiasipHuii koHTeHT); CRR <0,7% — we
TPUBOXKHUI CUTHAJT — 3aTPUMKa y JIOSUIBHOCTI, cia0Ka SKICTh OOCITYTrOBYBaHHS,
BHCOKAa KOHKypeHLis. B cuiy cneuu@iku KOHTEHTY BHUCOKHH piBEHb JOBIpH B
YaCTHHI CTaBJICHHS CIOXKUBayua JI0 SIKOCTI KOHTEHTY MPOCIIIIKOBY€E€ThCS HacaMIepe;]
y memiakomnanii BCJI ta «1+1 memiay.

BiacoTok kopucTyBauiB, sIKI MOBEPHYJIMCS 32 MOBTOPHUM MEpErisigoM ado
CIIO)KMBAHHSM — III¢ OJHUH IIJIX1M, SKUH CBIIUYNATH PO PIBEHB JOSUIBHOCTI (1HIAEKC
RPR (Repeat Purchase / Visit Rate). Bucokuii RPR cBiguuth mnpo sikicHMiA
KOHTEHT, 10 3alliKaBJIlO€ KOPHUCTYyBadiB moBepraTucs. Jns oHialiH-Menla
“NOBEpHEHHS” — 1I€ O3HaKa CTaOUIbHOI ayauTopii (Ha BIAMIHY BiJ BUITaIKOBUX

nepersiaip). Oouucitoerbes iHaeke RPR 3a popmynoro:

N
Ippr = 5, 0€: (2)

t

Nr — KUIBKICTh TOBTOPHUX BiJIBiAyBauiB (number of returning visitors);

Nt — 3arajpHa KUIBKICTh B1JBiAyBauiB (total number of visitors).




Anamtuku Bifg Gravitec 3a3HadaroTh, 10 MoHan 50 % MOBEpHEHHMX
BIJIBITyBauiB BBaKAE€TbCS TapHUM PE3YJIbTaTOM I MEMIMHHUX TUIaTGOpM.
BigcTexxeHHsT KUTBKOCTI MOBTOPHUX BIJBITyBadiB TEXHIYHO CKJIAJHUNA Ta TOPOTHMA
nporiec, sSIKUM 3M1HCHIOEThCS 30kpema, cepBicamu Gravitec, Chartbeat, AT Internet.
MeniakoMmaHii He BUKJIaIal0Th B 3araIbHUN JOCTYM Pe3ylabTaTH JOCHIIKECHb II€T
MeTpuku. [Ipore, oOUMCIUTH 1HAEKC MOKHA 3a JIOTIOMOTOIO OITOCEPEIKOBAHHMX
JIAaHUX, SIKI 9acTO IMyOJIIKYIOThCA Ha calTax MelakoMIaHIi B HOBUHHHMX OJIOKaX.
OOuucneni aBropoM fAani iHaexkcy RPR HaBeneno B Taoi. 4.

Tabauus 4. Ycepenneni 3HaueHHst RPR Openais y 2020-2025 pp. 3a micaub

MeniakomiaHisg KinpkicTh MOBTOPHUX 3aranpHa KiabKICTh I
BiJIBI/lyBayiB BiJIBiTyBa4iB (MJIH 0Ci0) RPR
«1+1 memia» 4,3 11,4 0,38
(yiucroman 2022 p.)
CYCIIIJIBHE 3,7 5,41 0,69
(TpaBenb 2025)
HOLYWATER 0,79 1,05 0,75
(>xoBTeHb 2024)
BCJI - - -

Jxepeno: [13; 14; 15]

3a iHdopMmariero pecypcy Sobotdo mis mignucHUX Mozenel Oi3Hecy,
30KkpeMa meniadi3Hecy, Repeat Purchase Rate — ne npsiMa o3Haka JOSUIBHOCTI /10
openny [16]. IToka3nuk B Mexkax 0,5-0,7 BBayKaeThCs MOKA3HUKOM BHCOKOTO PIBHS
JIOSTBHOCTI.

BaxximBOoO METpPUKOIO, SIKa BUMIPIOE PIBEHb 3aJIy4EHOCTI ayauTopii A0
KOHTEHTY SIK TIOKa3HUKA PIBHS JOSUTLHOCTI /10 OpeHay € meTpuka Engagement Rate
(ER). Engagement Rate — 1ie HenpsaMuUii, aje ayXe MOKa30BUU MIAX1J JO OLIHKH
pIBHSL JIOSTBHOCTI. BiH [103BOJISIE OIIHUTH HE JIMINIE CKUIBKM JItofed Oadarh
KOHTEHT, a i HACKUIbKM aKTUBHO 1 3aI[IKaBJIEHO BOHM HAa HHOTO pearyrorb. MeTpuka
MOKa3y€, HACKUIbKM AaKTUBHO ayAUTOpis B3aeMOJli€ 3 KOHTEHTOM (Jailkwu,
KOMEHTapi, MOMUPEHHS, NEPerIsaan, KIKA Tomo). s caTiB MemiakoMmaHin
OOUYUCITIOETECS SK BIJHOIIEHHS KUIBKOCTI aKTHUBHHUX B3a€EMOMIA 10 3arajbHOI

KUTBKOCTI BiJIB1yBayiB:

Na

Igr = Ne e (3)




Na — KUIBKICTb AaKTUBHMX B3a€MOJINA (KJIIKM, CKpPOJIHI, TEperisg BiJi€o,
KOMEHTap1);
Nt — 3aranpHa KUTBKICTh BiBimyBadiB (total number of visitors).

IIy6miuni mani momo Engagement Rate (ER) ans  memiakomriaHiii
1+1 Media, Suspilne, HOLYWATER, BCJI ckagHomocTymHi — Ili METPHKH
3a3BUYail KOH(QIACHIIIIHI Ta BUMIPIOIOTbCA Yepe3 BHYTpilHIO aHAMTHKY (Google
Analytics, CRM, social insights). ABTOpoM 3IIiiCHEHO pO3paxyHOK  JJis
JOCIII)KyBaHUX MEA1aKOMITaH1i Ha OCHOBI 1H(pOpMAIIli 3 BIAKPUTHUX JKepesn (Talm.
5.).

Tabauus 5. Ycepenneni 3HauenHss ER Opennis y 2020-2025 pp.

MeniakomMmna-

HEL (141 memiay CYCIHUIBHE | HOLYWATER BCJI

Innekc

Igr 0,06 0,06 0,10 0,05

MapxkeTonory, fiKi NpaliolTh B Tally3l MeJlla BBaXKAOTh, 10 3HAYCHHS
iHgekcy B Mexax 0,01-0,05 mns comianbaHux mepex ta 0,05-0,1 cBigyats mpo
BHCOKHU PpIBEHb EMOIIIMHOI JOSJIBHOCTI JO KOHTEHTY KOHKPETHOTO OpeHY.
Po3misiHeMo, y3aranbHEHI MOKa3HUKA BUpPaxXyBaHUX IHAEKCIB JIOSJIBHOCTI [0

OpeHiB 3a TOCTIKYBaHUMH MeJ[lakoMMaHisiMu (puc. 2)

«1+1 memiay» == = CVCIIUIBHE ----- HOLYWATER  -ooeeees BCII
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Puc. 2. Pe3y1bTaT BUKOPMCTAHHS PI3HMX METPHK JIOAJIBHOCTI 10 OpeHay

xepeno: chhopMOBaHO aBTOPOM




Hagpenene cBiqUUThH NPO BIAMIHHICTh 1HJIEKCIB 32 PI3HUMH KOMIIAHISIMU, alie,
B TOM JXK€ 4Yac, PO MEBHY CXOXICTh pe3y/bTarTiB, sKa BigoOpaxkaeTbcs y dhopmi
rpadika.

BukopucranHs pi3HUX METOAMK BHUMIPIOBAaHHS JIOSJIBHOCTI 70  OpeHay

MEIaKOMITaHIsIMU 3aCBiUy€, MO0 JKOJHA 3 METPUK HE MOXKE ITOBHOIO MipOIO

Bi10OOpa3uTH CTABICHHS ayIUTOpii, HATOMICTh JIUIIE TX KOMIUIEKCHE 3aCTOCYBaHHS

JI03BOJIsIE C(POpMyBaTH IIITICHY KapTHUHY:

— Inps (IHAEKC TOTOBHOCTI PEKOMEHTyBaTH) MOKa3y€e BITHOCHO BUCOKI 3HAYCHHS y
OUTBIIOCTI KOMIAHIM, M0 CBIAYUTH MPO C(HOPMOBAHE SAPO NPUXUIBHUKIB
OpeHy, aje mpu bOMY HE B1I00pakae MIMPIIOT 33JJ0BOJICHOCTI ayUTOPii;

— Icsar (IHAEKC 3210BOJICHOCTI) IEMOHCTpPY€E OLIbII 30aJIaHCOBaH1 PE3yJIbTaTH, 1110
JIO3BOJISIE OIL[IHUTU SIKICTh B3a€EMOJIII 3 KOPUCTYyBaueM, ajie € YyTIUBUM O
CUTYaTUBHUX (aKTOPiB (OKPEMHUX MPOAYKTIB YU MOJIH);

— Icrr (KOCODIIEHT yTpUMaHHS KIIEHTIB) BUSBISAE€ 3HAYHI BIAMIHHOCTI MIX
KOMITAHISIMU: JJI1 OJHUX XapakTepHa CTalliabHA ayauTopis, A 1HIIMX —
BUCOKAa IUIMHHICTh, 10 BKa3ye Ha Pi3Hy €QEeKTUBHICTh CTparerii
JIOBFOCTPOKOBOI B3a€MOIIT;

— Igr (piBeHBb 3allydeHHS) TIOKa3y€, HACKUIBKM aKTUBHOIO € B3aEMOMISA 3
KOHTEHTOM, 1 JIa€ YSIBJICHHS MPO €MOIIMHUI aCIeKT JIOsUIbHOCTI, TPOTE caM TI0
co01 He TapaHTy€ CTATICTh CIOKUBYOI MOBEIIHKH.

BucHoBku. Takum 4YMHOM, JOCHIUKEHHS IAXOMIB JO JIarHOCTHUKH
e(hEeKTUBHOCTI MAPKETUHTOBUX IHCTPYMEHTIB y MEIIaKOMITaHIsIX Ta CBIIYUTH PO
T, 110 MEJ1aKOMIIaHii MOBUHHI BUKOPUCTOBYBATH KOMOIHAIIIIO KIJTBKOX METOMMK:
NPS — s BuMiproBanHs noTeHIiany 3poctanns ayautopii, CSAT — nist orinku
AKOCTI KOHTeHTY ¥ cepBicy, CRR — nmist KOHTpOII0 cTabiIbHOCTI KOPUCTYBAIIBKOT
0a3u, ER — 115 aHamizy akTUBHOCTI ¥ mMOWMHU B3aemMomii. Takuil iHTErpOBaHUIA
X1 TO3BOJISIE€ HE JIMIIE OIIHUTH IMTOTOYHUI PIBEHB JOSUIBHOCTI, ajie i BUSHAYaTH

CTpaTeriuHi HampsIMU PO3BUTKY OpEH]TY.
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