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KPI1 JJISI TIOTPEB BAPTICHO-OPIEHTOBAHOI'O YIIPABJIIHHSA KJII€EHTCBKUM KAIIITAJIOM
NIAIPUEMCTBA

A list of KPIs for value-based management of customer capital for use by Ukrainian enterprises have been presented.

3pocTaHHs BaXKJIMBOCTI pOJI KIIIEHTIB B MpOLECax CTBOPEHHS JOAaHOI BapTOCTI JJIs MiANPUEMCTBA 3YMOBIIOE

HeoOXiaHicTh BifcTexeHHs iHhopMauii npo kmientchkuii kamitan. Came KPI (3 anrn. «Key Performance Indicatorsy)
BUCTYMAIOTh IHCTPYMEHTOM €(eKTHBHOT'O YIIPABIIHHS KII€EHTCHKUM KaIliTaJoOM BiANOBITHO 1O 00paHoi cTparerii.

3a MaHUMHU JOCIIMKEHHS MPOBIJHOTO y CBIiTI CTATUCTHYHOTO areHTCTBa «Statista» yacTka CBITOBHX KOMIaHiil, sika

BHUKOPHUCTOBYE MOKA3HUKH KIIIEHTCHKOTO JOCBiAY ckinamae 97 %, To0To Tutbku 3 % 3 PECIIOHICHTIB HE BUKOPUCTOBYIOTH
Taki MOKa3HUKH.
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Puc. 1. YacTka CBITOBHX KOMIIaHiii, SIka BAKOPUCTOBYE MOKA3HUKH KII€HTCHKOTO J0ocBiay B 2018 poui [1]*
* B onuryBanHi 2018 poky B3sun ydacts 468 pecnoHieHTiB i3 ychoro csity (B2B, B2C)

KPI kiieHTChKOTO KariTaimy — Lie¢ BUOipKa IOKa3HHWKIB KII€HTCHKOTO KalliTajly, sIKi BiJIIOBINAIOTH BiIIOBIIHUM
BUMOraM BH3HaHHs [2] Ta [OMOMararoTh YIPaBIIHISAM BiACTIJKOBYBAaTH MPOCYBaHHS O CTPaTEridHUX IIijieit
MiANPUEMCTBA. AHATi3 MIKHAPOIHOTO JOCBiAy TNPOBIAHUX KOHCAITHHIOBUX KOMIIAHIH JIO3BOJIMB BCTAHOBUTH, IO
Haifvacrime BukopuctoBytoThes Taki KPI kimienTchkoro kanitany (tadu. 1).

Tabmums 1

Ocob6auBocri Bukopuctands KPI aist yripaiiHHS KIIIEHTCHKHUM KalliTaJIoM MiANPUEMCTBA B YKpaiHi

]3\52 Ha3sBa (anruiiicbkoro) Oco0MMBOCTI BUKOPHCTaHHS B YKpaiHi

1 [HIEeKC CI0KHUBYOT IOSAITBHOCTI JonatkoBi BUTpaTH
(Net Promoter Score, NPS)

2 IToka3HuK 3a10BOJIEHOCTI KIIIEHTIB JlonatkoBi BUTpaTH
(Customer Satisfaction Score, CSAT)

3 IHaeKc 3a10BONICHOCTI KITI€HTIB Ha piBHI KkpaiHU BiCYTHS CHCTeMa OI[IHKH TAaKOro MokasHuKa. CKIIaHICTh
(Customer Satisfaction Index, CSI) MPOLIECy TAKOTO OMHUTYBAHHS 3YMOBIIOE€ BHCOKUH PiBeHb BHTpAT 4acy Ta

KOIITIB

4 TloxxutTeBa BapTiCTh KITi€HTa Cknagauii  mpomec 30opy iHQopmamii Ta TPOTHO3HHH XapakTep
(Customer Lifetime Value, CLV) PO3paxyHKiB 3yMOBIIOIOTh HEIOIIbHICTh BUKOPUCTAHHS

5 IMToka3HMK 3yCHIIb KITiEHTA JlonaTkoBi BUTpaTH
(Customer Effort Score, CES)

6 TToxa3Huk mpuOYTKOBOCTI KITieHTa BumnpaBganmii nume Tomi komm icHye iH(opmamiiiHa 6a3za B po3pisi
(Customer Profitability Score, CPS) OKpPEMHX KII€HTIB

7 KoedimieHT yrpruMaHHs KITiEHTIB Hoctymauit
(Customer Retention Rate, CRR)

8 Koedimient mmmHHOCTI  KimientiB  (Customer | JlocrymHuit
Turnover Rate, CTR)

9 Burparu Ha 3amydeHHs KITlieHTa HocrynHuit
(Customer Acquisition Cost, CAC)

10 YacTka KIi€HTCBKHUX CKapr HoctynHuit

(% of Customer Complaints, CC(%))

Jnst ykpaiHCBKHMX HiInpHeEMCTB He BCi 3 po3riisiHyTHX KPI pexomennoBani 10 BHKOpHcTaHHS. Lle 3yMOBIIOETECS He

TUIBKA BUTPATOMICTKICTIO PO3PaxyHKIB, aje W HEJOCTaTHICTIO TOYHHMX JAHMX JUIA €()EeKTHMBHOIO YIPABIIHHS, TOMY
obrpynToBanicTh Bubopy KPI kimienTcbkoro kamitany Oyne MaTH iHIUBIyanbHUM XapakTep A mianpueMcTsa. HaiOinbm



https://www.rhythmsystems.com/blog/learn-to-calculate-customer-lifetime-value-in-order-to-drive-strategic-decisions

PH3MKOBAaHNUMH B YIPaBIiHHI KJIIEHTCHKUM KalliTaJoM JJIsl YKpaiHChbKHX mignpueMctB € Bukopuctanus CLV ta CPS, amxke
BOHU XapaKTEpU3YIOThCS BUTPATHUM IPOLECOM 300py NaHUX, CKIAQIHUMH JOBIOTPHBAIMMH PO3PaXyHKaMU Ta BHCOKHM
piBHEM cy0’€KTHBI3MY, 110 HE JJa€ MOXKJIMBOCTI YIIPABIIHIAM NPUIMaTH 3BaKEHI aIeKBaTHI PillIEHHSL.

3 TOUYKHM 30py JpKepesia OTPUMAaHHS JaHMX JUIl po3paxyHKy nokasHuKiB KPI kiieHTChKOro Kamitally MOKHa YMOBHO
MOJUIMTH Ha Ti, IO MNOTPeOyIOTh IPOBEACHHS CHELIAJIBHUX [OCHIIKeHb, Ta Ha Ti, 10 BU3HAYAIOThCI Ha OCHOBI
BHYTPIIIHBOI MAPKETUHIOBOT iHpopMarii Ta faHux (iHaHCcOBOI 3BITHOCTI (pHC. 2).
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KPI1 VI BAPTICHO-OPIEHTOBAHOI O VIIPABJIIHHA
KJIIEHTCHEKHUM KAIIITAJIOM

Puc. 2. KPI nnist ynpaBiiHHS KJIIEHTCHKHM KarliTajloM JUIsl YKPalHChKHX MIAPUEMCTB B PO3pi3i JpKepena OTPUMaHHS TaHHUX

Omniero 3 mepmux B YKpaiHi KOMIaHii, sKa y BIacHIN iHTerpoBaHiil 3BiTHOCTI BinoOpasmina KPI, ski xapakTepu3yoTh
KITieHTChKUH Kamitan, ctaro TOB «Hosa momray, sike y BiIacHOMY 3BiTi 3i ctamoro po3BuTKy (2018 pik) Bim3BiTyBano mpo
NPS (66 %) i CSI (8,42 6GamiB 3 9), 110 3YMOBIIOETHCS MO3MIIOHYBAHHIM KOMIaHii (MOCTIIHUM i1HBECTYBAaHHIM B
moninmeHHs cepricy). Ha mamy aymky, KPI kimieHTCEKOTO KamiTamy, sKi MOTPeOYIOTH CIIEHIabHUX TOCTiIKCHb
(onMTyBaHbB), MAIOTh 3HAXOAUTH CBOE MICIIE B IHTEIPOBaHIi 3BITHOCTI i IIPUEMCTBA ab0 B 3BITi PO yIPaBIiHHSL.
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