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Annoranusi. O00CHOBaHa HEOOXOIMMOCTh TU(PPEPSHIIMPOBAHHOTO MOIX0Aa K OIEHKE dPPEKTUBHOCTA MapKe-
THHTA B COI[MANIBHBIX CETSIX Jiis Komranuit [ T-cextopa. AKTyallbHOCTh UCCIICIOBAHUS O0YCIIOBICHA OTCYTCTBUEM
METOJMK, YYUTBIBAIOIIMX OCOOCHHOCTH JTOr0 CEKTOPA, YTO MPHUBOMUT K MPUMEHCHHIO HEKOPPEKTHBIX METPHUK
U MPUHSITUIO Hed(D(EKTUBHBIX YIIPABICHYECKUX pellieHNi. B cTaThe BbIICICHBI U CHCTEMATH3UPOBAHBI CEMb KITIO-
YEBBIX OTPACIICBBIX (DAaKTOPOB, ONMPEICIIAIONINX CIeHU(PUKY OICHKH 3(H(HEKTHUBHOCTH MaPKETHHTA B COITMAILHBIX
ceTsx. PazpaboTaHa Ta0IUIa MPUMEHEHHS FOHUT-METPHK TS pa3IndHbIX TUIOB I T-koMmanwuii. ChopMynupoBaHbl
TpeOoBaHus K Ol[eHKE 3PPEKTUBHOCTH MAPKETUHTA B COIIMANBHBIX CeTsIX [ulsl [ T-KoMIaHuii, y4UTHIBAIOIIUE B TOM
YHCIIC TUIT OM3HEC-MOJICIIH, ITall BOPOHKH MPOJIAXK, IIATPOPMEHHYIO Crielin(UKY U HCOOXOIUMOCTh HHTETPAIIH
FOHUT-?KOHOMHMKH.
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BBenenune

CounanbHble CETH B HACTOSIILCE BPEMs SIBIISIOTCS OIHUM U3 CaMbIX OBICTPO Pa3BHUBAIOIIMXCS Ka-
HAJIOB MapKETHHTOBBIX KOMMYHHMKALIMH /7151 KOMIIAHUH U3 Pa3InuHBIX OTpaciel U 3a4acTyio TpeOyloT
OOJIBIINX PeCypCHBIX BIokeHHH. [loaxoap! k orieHKe 3 (hEeKTUBHOCTH padOTHl B HUX UMEIOT PsiJ HEJ0-
cTaTtkoB. Hanpumep, HTHOPUPYIOTCS OTpacieBble HIOAHCHI, YTO BEJET K OIIMOOYHBIM YIPaBICHUECKUM
pemeHnsM. ITO 0COOEHHO OCTPO MPOSBISETCS B CETMEHTAaX C JUTUTEIbHBIM [IUKJIOM CIEINIKH, T/Ie BIIH-
SIHUE COLIMAJIbHBIX CETeH Ha KOHEUYHBIH pe3ynbTaT 0e3 CleUabHBIX WHCTPYMEHTOB OLIEHKH IPOCTO
«pa3MBIBAETCS» MEXAY MHO)KECTBOM KacaHUI.

B crarbe cucTeMaTH3upOBaHbl OCHOBHBIE OTpacieBble (JaKTOPHI, ONPEACIISIONINE ClIeU(UKY OLIeH-
KM MapKeTHHTa B conuanbHbIX ceTsax (SMM) B IT-cextope. B nmpornecce ananuza [T-cekropa BeIeneHBI
TpeOOBaHMS K CHCTEME OILEHKH Pa0OTHI B COICETSX, KOTOPBIC JIOJKHBI YUUTBIBATHCS MPH pa3paboTke
MeTozonoruu oteHku adpdexruBaoctd SMM mtst IT-chepsl. DTO MO3BOJIUT aAANTHPOBATH CYIIECTBYHO-
LIME TOAXObI I10]] pa3HbIe TUIIBI OU3HEC-MOeIei.

MeTtonunka npoBeaeHHs HCCIAET0BAHUSA

Pesynbrars! nccienoBaHuil OJIydeHbI IIyTeM aHalnnu3a U 0000IIeHUs HayYHbIX TyOIuKauui, oTye-
TOB U IPaKTHKH paboThl B cdepax nudpoBoro mapkeTunra, B2B-kommyHukauuii, aTpuOynu 1 IOHUT-
9KOHOMHUKH. JIJ151 BBIACTICHNUS KITFOYEBBIX 0COOCHHOCTEH MPUMEHSJICSI KOHTEHT-aHaJIN3 HayYHbIX HCTOY-
HUKOB, CUCTEMAaTU3UPOBAINCH (PAKTOPBI, 3HAYUMBIC JJIsI BIOOpa MEeTpHK. [IpoBeeH cpaBHUTENBHBIN
aHalM3 Tpex Ou3Hec-Mozesel (POaYKTOBOM, CEpBUCHOM, TMOPHIHON) U IBYX THUTIOB KiineHToB (B2B,
B2C), yTo mo3Bonmio 060CHOBATh, KAK MIMEHHO 3TH Pa3iINyus BIUSAIOT Ha TPeOOBAaHUS K CHCTEME OIICH-
KU PabOThI B COLUANIBHBIX CETSIX.

B npouecce nccaenoBanuii BbAEIEHBI CEMb KITIOUEBBIX OTPACIIEBBIX (PaKTOPOB, KOTOPhIE HEOOXOIH-
MO YUYHUTHIBATh MPH (HOPMHUPOBAHUU CHCTEMBI OLleHKH ddexktuBHOCTH SMM B IT-cexrope:

1) HEOHOPOIHOCTh OU3HEC-MOJICIICH U TUIIOB KJINCHTOB;

2) NIUTENbHBIN ITUKI CIETKA U CIIOKHOCTD MPOIYKTA;

3) BXXHOCTh KOHTEHTA, IEMOHCTPHUPYIOIIETO SKCIIEPTU3Y;

4) mpo6aeMsbI aTpuOYIIHHA 1 HEOOXOMIUMOCTh CKBO3HOW aHATUTHKH;

5) npuMeHEeHNEe IOHUT-3KOHOMHUKHU KaK HHCTPYMEHTA OLICHKH;

6) anropuT™MUUecKas 00yCIOBICHHOCTh BUIUMOCTH KOHTEHTA,;

7) IPHOPUTET KAYECTBEHHBIX XaPAKTEPUCTHK ayJUTOPHH.

HeonnopoaHocTs 613Hec-Mo/esieil 1 THNOB KAHeHTOB. B IT-cekrope MOXXHO BBIAETUTH KaK MU-
HUMYM TpPHY TPUHIUIHAIBHO pa3Hble OM3HEC-MOEIH, KaX/1as U3 KOTOPBIX 33/aeT 0coOble 1eNn Mpu-
CYTCTBHUS B COLIMAJIbHBIX CETSAX U, COOTBETCTBEHHO, TPEOYeT Pa3INUHBIX [TOJX0IO0B K oueHke [1]:

— IPOAYKTOBAsI MOZIEIb: KOMIIAaHUSA pa3padaTbiBaeT COOCTBEHHBIN NIPOrPaMMHBII IPOAYKT U IPOAAET
ero MHOkecTBY KiaueHToB (B2C, B2B, B2G). MapkeTuHr 3/1ech HanpasjeH Ha (OpPMUPOBAHHE CIIPOCa,
JEMOHCTPALNIO (QYHKIIMOHATIBHOCTH, IIOCTPOCHUE cOO0IIeCcTBa Mosb3oBareneil. KiroueBble MeTpuKu:
OXBAaThl, BOBIICUEHHOCTb, JINbI, KOHBEPCUH B TPUANIBI/TIOKYITKH, NPS, OT3bIBBI;

— CepBHCHAas MOJAENH (BKJIIOYasi ayTCOPCHHT): KOMIAHMS IMPEJOCTABISAET YCIyTH MO pa3padoTke
TI0]T 3aKa3, MHTErpanum, KoHcantuHry. Kinuentsr — npyrue 6usnecs (B2B, nnorna B2G). 3aecs conu-
aJIbHBIE CETH MIPAIOT POJIb CPEACTBA AEMOHCTPALMH SKCIEPTU3bI, HHCTPYMEHTA ITOCTPOCHUS JOBEPHUS
U TeHepaluy JUA0B. METpUKH CMEIIAlOTCSl B CTOPOHY JIEMOHCTPAIMK KeHCOB, SKCIIEPTHBIX MyOHKa-
L1H, y3HABa€MOCTH CPEIH JIUL, TPUHUMAIOIINX PEIIEHUs, U, B KOHEYHOM CUeTe, KOJIMYEeCTBA U KauecTBa
BXOJISIIIIUX 3aMIPOCOB (JTHIOB);

— ruOpUIHAS MOZEIh: MHOTHE KOMITAHWY COYETAIOT MPOAYKTOBOE M CEPBUCHOE HAIIPABIICHHUS, COOT-
BETCTBEHHO HA0Op METPHUK B HUX (POPMUPYETCS KaK KOMOMHALMS IT0Ka3aTesIed IPOLyKTOBOM U CepBHUC-
HOM Mozenel ¢ MPUOPUTH3ALUEH B 3aBUCUMOCTHU OT CTPYKTYPBI BEIPYUKH.

Knuents! [T-komnannii Moryt oTHocuThCs K cektopaM B2C, B2B u B2G, xaxblil U3 5KOTOPBIX
MPEABSBISIET 0COObIe TPEOOBAHMS K KOMMYHHUKAIMH, YTO HAIIPSIMYIO BIUSICT Ha BBIOOP MOKa3zarenei -
¢dexrusnoctu. s B2B u B2G (u3-3a orpannyenus oobema ucciiegaoBanus cekrop B2G He paccMoTpeH
B cTarhe. TeM He MeHee K HeMy IPUMEHHUMBI ITOJIXO/IbI, HCTIONb3yeMble /it B2B) xapakTepHbI ATUTENb-
HbIC LIMKJIbl IIPUHSATHUS PEILICHUH, y4acTHE HECKOJIbKHUX JIULI, BIMSIOMINX Ha BBIOOP, a TAK)KE BBICOKAs
3HAUUMOCTh PEIyTalM U 3KCIEPTHOTO craryca nocrasiuuka. st B2C xapakrepHb! 0ojee KOpoTKUe
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LUKITBI TIPUHATHS PEIICHUH, BBICOKAs POJIb SMOIMOHAIHFHOTO BOBJICUEHHS M BHU3yallbHOTO KOHTEHTA,
a Tak)Ke OPUEHTALMSI Ha MACCOBYIO ayIUTOPHIO.

Takum 00pa3om, HEOOXOOMMO pa3ieNATh MOAXOAbl K oueHke SMM B 3aBUCHMOCTH OT OHM3HEC-
MozeH 1 Tuna KineHTa. OUeHKa TakKe J0JDKHA CTPOUTHCS BOKPYT KITFOYEBBIX OM3HEC-IeNeil Koma-
HUU: GOPMHUPOBAHKE CIPOCA, TeHEPAIHS JIUI0B, YKPETUIEHHE PEIyTalluH U T. [I.

JAanTenbHbIH MUK CAEJIKH U CJI0KHOCTH MPoayKTa. [IponykTer u yermyrn [ T-xommanuit B2B-cer-
MEHTa ¥ KOMITaHWH, TPOJAIOIINX KaCTOMH3HPOBAHHBIE PEIICHHUs, YCIYTH ayTCOPCUHTA WIIH CIOKHOE
KopriopatuBHoe nporpammuoe obecnedenue (110), yacto cnoxHbie, ¢ OONBIION 10eH HHTEIIEKTYalb-
HOTO KamuTaja U TpeOyIOT 3HaYMTENbHBIX YCUINH 10 OOBSCHEHUIO LIEHHOCTH A kiueHTa. [Ipouecc
MIPUHATHUS PEIIeHUs] O TMOKYIKEe MOXET PaCTATMBAThCS HAa MECSIBI, YacTO MPUHUMAETCS HECKOJIbKHU-
MU JINLAMHU C Pa3HBIMU POJISIMH, TIPEACTABUTEISIMHA PA3IUIHBIX (PYHKIIMOHAIBHBIX 00IacTell U ypoB-
meit! [2]. DTo o3HaUaeT, 4TO KIIacCHYecKas MOJIEh «KINK—TIOKYITKa» 37eCh He paboTaeT, BOPOHKA TIPO-
JTak CTAHOBUTCS JJTMHHEE U CIIOYKHEE.

B nanHoM ciydae mpu oneHke 3(QQEKTUBHOCTH YYHUTBHIBAIOTCS HE NMpsIMble KOHBEPCHH, & MapKe-
TUHTOBO-KBaH(uipoBanubie auael (MQL) — moTeHUMalbHblEe KIMEHTHI, KOTOPhIE COOTBETCTBYIOT
[esIeBOMY MPO(QUITI0, MIPOSBIIN HHTEpEC (HApUMep, CKavyajid dKCIEPTHBI MaTepuall, 3aperucTpupo-
BaJIMCh Ha BeOMHAp WJIM OCTABWIIN 3asBKY Ha JIEMO), HO €Ille He TIPUHSTHI OTJEIIOM IPOJaXK B Ka4eCTBE
TOTOBBIX K MPSMOM Tpogake. J[ist KoMImanuii ¢ JTHHHBIM ITUKIIOM CIETKH TaKXKe KPUTHYHA KOHBEPCHS
MQL B SQL (Sales Qualified Lead) — nu, mpuHATHINA OTAEIOM MPOAaX KaK TOTOBBIA K aKTUBHOW pa-
00Te U KoMMepuecKkoMy Tpeokernto. CienoBareNbHo, UI clIokHbIX B2B-pemenuii onenka SMM
HE MOXKET orpaHnumBarhbes nmoacueroM MQL. Ananu3 nenecooOpa3sHO AOMONHUTH I0JeH MEepexoaoB
or MQL k kBanuguupoBansomy juny SQL, a Takke ctouMocThio KBanuduuuposanHoro jmja (Cost
Per Qualified Lead, CPQL), uto xapakrepusyert 3dpdexkruBHOocTs SMM Ha BepXHUX 3Tanax BOPOHKH.
[Ipu 5TOM Ba)KHO OTCIIEKHMBATh MOTEHITMATFHOTO TTOKYTIATENS Ha BCEH ATTMHE BOPOHKH, UCTIONB3Ys Me-
TOJIBI MYJIBTHKAHAEHOW aTpUOYIIHH.

Y maccoBbix B2C-1mpoyKToB BOPOHKA 4acTO CKara 0 HECKOJIBKHX 11aroB, KOHBEPCHUS ITPOUCXOJUT
OBICTPO, YTO MO3BOJISIET UCIIOIB30BATh KJIACCHUECKHE KOHBEPCHOHHBIE Mofien. DPdekTnBHOCTE SMM
MOYKHO OLIEHHBATh 4Yepe3 CTaHJapTHhIE MOKa3aTed OKYNaeMOCTH MAapKETHHTOBBIX BIOKeHUH. Takum
00pa3oM, 4eM CIIOKHEE U JJOPOXKE TPOIYKT, TeM CHIIbHee OKYC CMEIaeTcsi ¢ POk Ha HAKOIIJICHHE
y3HaBaeMOCTH U TeHeparmio MQL.

BaskHoCTh KOHTEHTA, JeMOHCTPHPYIOLIEro IkcnepTu3y. s cnoxueix B2B-npoaykros, kacto-
MU3UPOBAHHBIX PELICHHUI U YCIYT, IJIe CTOUMOCTb BBICOKA, a ayJUTOpHs 00JaaeT IIIyOOKOH TeXHUYEe-
CKOH 9KCIEPTU30M, KOHTEHT (CTaThH, KeHChl, BEOMHAPHI, 1EMO) — [IABHBIN CIIOCO0 MMOKA3aTh CBOIO KOM-
METEeHTHOCTh. Tak, hcclieoBaHue, npoBejaeHHoe s [T-koMnaHui, 3aHMMAOIIMXCS KOPIIOPATUBHBIM
IIpOrpaMMHBIM obecrieueHreM [ 3], mokaszano, 9To HHPOPMATUBHOCTD M TIEPCOHATIM3AIINS B COITHATBHBIX
CEeTSIX OKAa3bIBAIOT 3HAUYMTENIHOE BIMSIHNE HA BOCIIPHHUMAEMOE JINJEPCTBO KOMIAHUN-Pa3pad0TINKOB
xoprioparuBHOTO [10 Ha peiHKe. KpoMme ToT0, 3TO Takke BIHsIeT Ha TOTOBHOCTh KJIMEHTOB PacpoCTpa-
HATh B COLMAJBHBIX CETSAX KOHTEHT, MOJUYEPKUBAIOLIMN TTOJIOKHUTENbHBIE KadecTBa Openaa. C apyroi
CTOPOHBI, pa3BieKaTebHasl 1 MHTEPAKTUBHAS JIeSTeTBHOCTh B chepe SMM He OKa3bIBaeT CyIIECTBEH-
HOTO BIIMSIHUS HA BOCIIPMHUMAaeMOe JIMJIEPCTBO Ha PHIHKE M BOBJIEUEHHOCTh KJIMEHTOB. B Takux ycio-
BHSX KOJMYECTBEHHBIE TTOKA3aTEIH MMPOCMOTPOB U JIAWKOB JIOJIKHBI OBITH JOMOJTHEHbI KaueCTBEHHBIMHU
METpHUKaMH1 TITyOWHBI BOBJICUSHHS M METPUKaMH KOTHUTHBHOTO BOBJIEUEHNUS [4, 5], Hanmpumep ypoBeHEM
JIOYUTHIBAHUS, CKAYUBAHWSI, YFCIIOM BOIIPOCOB B KOMMEHTAPHSIX, TIEPEXO0B K JOMOITHUTEIFHBIM Mare-
puanam, perucTpanuii Ha BeOMHAPBI, TOKA3aTeIsIMU IUTUPOBAHUS U YHUCIIOM PEIIOCTOB OT HH(IIIOEHCE-
POB B OTpacCIH.

[Tpu pabote c maccoBbiMU B2C-npogyKTamMu — MOOMIIBHBIMU TMPHIIOKEHUSIMH, HTPOBBIMH CEpBHUCa-
MU, IPOCTHIMHU TOANMHUCHBIMH SaaS-pemeHIsIMA ¢ KOPOTKUM LIUKJIOM MTPUHSATHS PEIIEHUs — Ha TIEPBHI
IJTaH BBIXOJUT HE CTOJBKO JOKA3aTENbCTBO TEXHUYECKONW KOMIETEHTHOCTH, CKOJIBKO CKOPOCThH JOHE-
CEHUS IICHHOCTH, BU3yaJibHasl JIEMOHCTPAIIHSI TIOIh30BaTEIHCKOTO OTBITA U CTUMYIIUPOBAHUE OBICTPOM
koHBepcur. COOTBETCTBEHHO M KIIIOUEBBIC METPUKU CMEINAIOTCS K Oojiee MPOCTHIM U U3MEPUMBIM:
MIPOCMOTPBI, BOBICUEHHOCTH B (popmare peakuui, IpsiMble MEPexoAbl Ha TMOKYNKY WA PETUCTPALHUIO.
B sToM cityuae 0Tka3 OT TITyOMHHOTO aHaJH3a JUCKYCCUU MOKET OBITh SKOHOMHYECKH OmpaBaH. Baxk-

I'Turner, A. J. The 9+ Month Reality of Enterprise Sales / A. J. Turner // The G&T Sessions [Substack]. 2025. Mode of ac-
cess: https://andrewjturner.substack.com/p/the-9-month-reality-of-enterprise. Date of access: 09.08.2026.
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HOCTh aHalln3a TOHAJTBHOCTH YIOMHHAHWWA, CKOPOCTH PACIpPOCTPAHEHHsI HETaTHBa W COOTBETCTBUS
KOHTEHTa 3asBJICHHOW SKCHEPTHON MO3MLIUH KOMIIAHUH OIPEACISIIOTCS POJIbI0 COLMANIBHBIX CeTei
qut [ T-koMmnanuii [6] 1 BAXKHOCTBIO YIPABIEHHS B HUX pelyTalleld Takux KOMIIaHUH.

I[Ipo6emMbl aTpUdyu U HEOOXOAUMOCTH CKBO3HOI aHanuTuku. s B2B-komnanuii, Topry-
IOIUX JTOPOTUMH PEUICHUSIMH C JUTUTEIBHBIM ITUKJIOM CJEIKH, BBICOKAs CTOMMOCTD KacaHWs JEJaeT
HEO0OX0MNMOH TTyOOKYI0 WHTETPAIlUIO0 JAHHBIX U MIPUMEHEHHE CIOKHBIX Mojenei arpuoyruu [7]. Co-
[MATBHBIE CETH 3a4acTyl0 UTPAIOT POJIb OTHOTO MM HECKOJIIBKHMX W3 KaCAHWH, U UX BKIJIAJ] B UTOTOBYIO
C/IEJIKY HEOOXOIMMO OLICHUBATh C MOMOIIBIO Mozenel aTpudynnu. 1o TpeOyeT MHTerpauuy JaHHBIX
n3 CRM, cucrem BeO-aHAMUTHKH U coliceTeldl. Heo0XomuMo HaCTpOUTh CKBO3HYIO aHAJIUTHUKY, YTOOBI
BU/JICTh, KaK B3aUMOJICHCTBUE B COIICETH Uepe3 HECKOJIIBKO MECSAIIEB MPUBETIO K 3aKasy [8].

IIpuMeHeHHe HOHHUT-)KOHOMHMKH KAaK MHCTPYMEHTa OLEHKH. /[aHHBbIM IOAXOX, MOIYYUBUIMI
IIMPOKOE PaCIPOCTpaHEHHE B cpepe TEXHOIOTUYECKOTO MPEAPHHUMATENHCTBA U BEHIYPHOTO WHBE-
CTHPOBAHMS, TIpeJIaraeT OIeHNBATh OM3HEC «HA YPOBHE OJHOW EIMHUIIBD» — OJHOTO KJIIMEHTA, OJHOTO
3aKasa, OMHOW MOAMMCKU WM OJHOTO NPOAyKTa. B oTmume oT TpaauMoHHBIX (PUHAHCOBBIX METPHUK
(oOw1ast BBIpy4Ka, COBOKYITHAsI IPUOBLIE ), FOHUT-9KOHOMHKA TIO3BOJISIET OTBETUTH Ha KITFOYEBOH BOIIPOC:
SIBJISICTCSI JI OM3HEC IPUOBLILHBIM HA YPOBHE OT/CIIbHOM TpaH3akiuy uin kiauenra? [{is [ T-komnanwmii,
paboTaromux mo MoAenu SaaS WM pa3BUBAIOMINX COOCTBEHHBIE IU(POBBIE MPOAYKTHI, ITOT IOIXO
mprobperaeT ocoboe 3HaueHue-3 [9].

Juis xonmaecTBeHHOH orleHKH 3 dextuBHOCTH SMM B [T-KOMIIaHUSAX BBIZCTUM ITepeueHb METPHK,
IIPUMEHSIEMBIX B MAPKETUHIOBON aHAITUTHKE:

— CAC (Customer Acquisition Cost) — CTOUMOCTb MpHBIICUEHUS KiIMeHTa (KOTOpbId miarut). [lo-
Ka3bIBACT, BO CKOJILKO KOMITAHHH OOXOIUTCS MPUBJICUEHUE OTHOTO HOBOTO KIIMEHTa WIIU TTOJIb30BATEIISI.
Jis SMM o61ie 3aTparsl HAa MAPKETHHT U TPOJAKH BKITIOYAIOT HE TOJIBKO MPSIMBIE 3aTPaThl HAa PeKJia-
My (TapreTHHT, TPOABMKEHNE TIOCTOB), HO M TPyA03aTparsl SMM-KOMaHIbl, CTONMOCTh HHCTPYMEHTOB
AHAJINTUKH, a TAKKE JIOJIO 3aTpar Ha CO3/laHie KOHTEHTA, TIPUXOJSAIIYIOCS Ha PUBJICYCHNE HOBBIX KITH-
CHTOB;

— CPI (Cost Per Install) — 510 cTouMOCTb 0HOM yCTaHOBKH MPUIIOKEHUS;

— CPQL — croumocTh KBATU(PHUIMPOBAHHOTO JINAA, TIEPEJAHHOTO B OTJEI MPO/IaXK U TOTOBOTO K pa-
oote;

— CPL (Cost Per Lead) — crommocTh omHOTO HE0OpaboTaHHOTO KA (KOHTAKTHEIE TaHHBIC, 3asBKa
0e3 MpoBepKH Ha COOTBETCTBHUE MPO(HITIO M HHTEPECY );

— LTV nmu CLTV (Customer Lifetime Value) — noxku3HeHHas 1ieHHOCTH KiaueHTa. OTpakaer 00-
LU 10XO0J, KOTOPBIA KOMITAaHMSI MOJIYy4YaeT OT OAHOIO KJIMEHTAa 3a BCE BPEMs €ro B3aUMOAECHCTBUS
¢ Ou3HECOM;

— LTV/CAC — orHolIeHHEe IICHHOCTH KJIMEHTa K 3aTpaTaM Ha ero npusieueHue. [lokazarenem 3¢-
(hexTHBHOM paboTHI sBIsIeTCs cooTHomenne LTV > 3CAC?;

— Payback Period — cpok okymaemocty 3aTpaTr Ha mpuBiicdeHHe. ONTUMAIBHBIM CYATAETCS CPOK
OKyInaemocTu MeHee 12 mec?;

— Gross Margin (Cost of Goods Sold, COGS) — BasioBasi Map>kuHaIbHOCT. OTpeiessieT OO BbI-
PYYKH, OCTAIOIIYIOCS [TOCJIE BbIUeTa MePEeMEHHBIX 3aTparT;

— Churn Rate — ypoBeHb oTTOKa KiueHTOB. OnpenenseTcs, KaK MPOLEeHT KINEHTOB, KOTOPBIN Ipe-
KpaTHJI B3aUMOJIEHCTBHE ¢ KOMITAaHUEH 3a TTepro] (0OBITHO MECSIT FIIA TOJ);

— ARPU (Average Revenue Per User) — cpennuii moxon Ha monb3oBarens. [Ipu 3ToMm yuuThiBatoTCs
BCE I0JIb30BATENH (B TOM YHCIIE UCTIONB3YIOUINE OeCIUIaTHRIC BEPCUH) 3a OPEIeICHHBII 1epro;

— Retention Rate — koaddunmeHT ynepxanusi, T. €. 1075 KIUEHTOB, KOTOPbIE OCTAINCH C KOMITAHUEH
U TIPOJIOJKAIOT MOJIB30BATHCS MPOIYKTOM MM YCIIYTOM 3a onpeaeneHHbId nepuo. Huzkoe ynepxanue
CUTHAJIM3UPYET O MPOodIeMax ¢ KaYeCTBOM, IEHHOCTHIO MIIH KIIMEHTCKUM OITBITOM;

— nonst korenbka (Share of Wallet, SOW) — momnst pacxomoB KiIMeHTa Ha MPOIYKT/yCITyTy KOMITAaHUH
B OOIIMX pacxoax ATOTO KIIMEHTa B TAHHOW TOBAPHOM KaTETOPWH 3a OTPe/IeIEHHBINA TIepHO/I.

2 Skok, D. SaaS Metrics 2.0 — A Guide to Measuring and Improving What Matters [Electronic resource] / D. Skok. Mode
of access: https://www.forentrepreneurs.com/saas-metrics-2/. Date of access: 03.08.2026.

32025 Benchmarking Private SaaS Company Growth Rates [Electronic resource] // SaaS Capital. Mode of access: https://
www.saas-capital.com/wp-content/uploads/2025/06/RB33WS5-2025-B2B-Benchmarking-Private-SaaS-Company-Growth-
Rates.pdf. Date of access: 09.08.2026.

8



DIGITAL TRANSFORMATION

V. 32, No 3 (2026)

EcoNoMmIc SCIENCES,
Ebucarion

Cnez[yeT OTMCTUTB, YTO B 3aBUCHUMOCTH OT THIIA 6I/I3HGC-MOI[6J'II/I IT-xommmanun PEKOMCHAYCTCS UC-
MOJIb30BATh PA3JIMYHBIC ITIOKA3aTC/IM FOHUT-DKOHOMUKU, ITPUBCACHHBIC B Tabm. 1.

Taoauua 1. [IprveHeHne IOHUT-3KOHOMUKH [UTS Pa3InIHbIX On3Hec-monenet [ T-xommanuit
Table 1. Application of unit economics to various IT company business models

Tun IT-xomMnanuu

E,HI/IHI/IIIa aHaJin3a

KiroueBpie
FOHUT-METPUKH 17151 SMM

Oco0eHHOCTH FOHUT-D)KOHOMHUKH

IIponykroBbie IT AKTUBHBIN CPI, CAC, ARPU, LTV, |SMM-kamMnaHnuu HanpsMyo
(B2C, xopoTkwuii I10JIb30BaTECIIb Retention Rate xak BIIUSAIOT Ha FOHUT-D)KOHOMUKY 4€pe3
nuki) — moounsHble | (DAU/MAU)* KITIOYEBBIC TTOKA3aTeNN CTOMMOCTH TIPUBIICUCHUS
TIPUIIOKEHUS], MOHETHU3ALUN U yaepkanue. BaxHblil Kputepuid:
MacCOBBbIE yepe3 SMM-kaHalbl LTV (paccunrsiBaercs
OHJIAH-CEPBUCHI, ¢ ucronr3oBanueM ARPU
B2C-SaaS u Retention Rate) nomkeH ycroiunBo
¢ ObICTpO¥ npesbimars CPL
TTOKYTTKO#* BaxHbl Ki1t0u€BblE METPUKHU
AKTHBALIUU — PAaHHHUE TIOBEACHYECKHE
JefcTBUS, IPEICKa3bIBAONINE
KOHBEpcHUI0. LIuKI KOpOTKUH,
BO3MOYKHA aTpUOyIHs
10 MOCIIEIHEMY KIIHKY
Iponyxrossie IT Knuent/moamucka CPQL, LTV/CAC; s SaaS-Mopeneit u B nienom
(B2B, nnuHHBIH CAC o SMM-kaHanaM, |IUIs ATHHHOTO UK TPUHATHS
UKI) — SaasS, LTV, Churn Rate peIeHnH B MPOIYKTOBBIX
xopnoparusHoe I10, KOMIAHUSX KJIIOYEBBIM SBISETCA
1aT(hOPMBI cootnomenue LTV u CAC,
pu kotopoM SMM 1omKHO
00ecIeunTh YCTOWIHBOC
camwkerane CAC npu coxpaHeHUHN
BbIcOokoro LTV u Huzkoro
Churn Rate; B qanHoM ciry4ae
SMM-cTparerus HarpaBiieHa
HE TOJBKO Ha MPUBJICUCHNUE,
HO U Ha yAepKaHUEe U pacIIupeHue
MPOAYKTOBOM JIMHEUKHU.
W3-3a ATMHHOTO ITUKIIa 00s13aTeNbHBI
MHOTOKaHaJIbHasl aTpuOynus U y4eT
KacaHWUW B BEpXHEU 4acTU BOPOHKHU
Cepsucasle IT [Ipoext/nonrocpounstii | CAC mo SMM-kananam, |B cepBucubix IT-komnanusx SMM
(ayrcopcwuHr, KOHTpPaKT LTV kak cpennuii yek, BBICTYIIA€T B POJIM I'eHeparopa
KOHcCalTUHT) — B2B, YMHOKEHHBIHM Ha 4aCTOTy | JOBEPUTENBHBIX JINAOB U PeNyTallly,
TIPOEKTHI MIOBTOPHBIX 3aKa30B TI03TOMY IOHUT-?KOHOMHKA CTPOUTCS
1 JI0JTOCPOYHBIC 1o smaam u3 SMM, BOKPYT' CTOMMOCTH TIPUBJICYEHHOTO
KOHTPAKTBI 3HaHKe OpeHna KJIMEHTA; IPU OTHOCUTEIHHO

KakK MoKa3aresb
PEeIyTalMOHHOTO
KaluTana,
Payback Period

HU3KOW MapKHHATBHOCTH

0coboe 3HaueHUE UMEIOT CPOKHU
OKYTIaeMOCTH M YaCTOTa MOBTOPHBIX
B3auMoeicTBuil. Tak Kak BOpOHKa
JUTMHHAS, PEIIEHUE TIPUHUMACTCS
KOJUICTHAJIBHO, TPEOYIOTCS
Ka4eCTBEHHBIC METPUKH BOBIICUCHHUS

4 Kax oreHnTh 3p(HeKTHBHOCTh MOOMIIBHOTO MPUIIOKEHHs [DnekTpoHHsIil pecype] / AppFox. Pexxum nocryna: https://
appfox.ru/blog/kak-otsenit-effektivnost-mobilnogo-prilozheniya/. Jlara moctyma: 09.08.2026.
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Oxkonuarnue maon. 1
Ending of Tab. 1

KoroueBrie
Tun IT-xomMmnanuu Enunnna anannsa OCco0EHHOCTH IOHUT-9KOHOMHUKHU

FOHUT-METPUKH 17151 SMM

I'mOpunnas Krnuent ¢ yuetom CAC 1o HanpaBrenusiM | B ru6puanasix mogensx SMM-

(IpomyKT + yCIIyTH) | KpoCcC-IpoaaK (TIPORYKTHI M YCITYTH), HaTIpaBJICHUE OJDKHO OJHOBPEMEHHO
LTV ¢ yuerom camkarb CAC u noBeimats LTV
KpPOCC-TIPOJIaxK 3a CYET KPOCC-TIPONIaXK U pacCIIupPEHHUs
M JIOIIOJHUTEIBHBIX MIPOXYKTOBOW JINHEHKH Y OHOTO
npogax, SOW KJIMEHTA; ISl 9TOr'0 HEOOXOIUMBI

pa3lenbHbII YYET IOTOKOB U
CUHEPIUs KaueCcTBa MEXIY
MPOIYKTOM U YCIyraMH Ha YPOBHE
FOHUT-2KOHOMHUKH. J[THHHBIN ITUKIT
ceNKu TpeOyeT CKBO3HON aHAINTHKA
U CIIOXKHBIX MOJICTICH aTpuOynuu

*DAU — KOMMYeCTBO YHHMKAJIBHBIX I10Jb30BaTeNeil, COBEPIIMBIIMX IeJeBOE ACHCTBHE (3allyCK NPHIOKEHHS, BXOJ
B cepBUC) B TeueHHe cyTok; MAU — KOMMYECTBO YHMKAIBHBIX IMOJB30BATENICH, COBEPIIMBIINX IENIEBOE IEHCTBHE
3a KaJICHIApHBII MecsLL.

CrenyeT OTMETHTb, UYTO HHTETPAIHS IOHUT-DKOHOMHUKH B cucTeMy orieHkn SMM mo3BossieT [ T-kom-
[IaHUSAM NEPEUTH K (PMHAHCOBO OOOCHOBAHHBIM MOKA3aTEIIsIM, IIOATBEPIKIAOIIUM BKJIaJl COLIMAIBHBIX
ceTell B I0JATOCPOUHYI0 yCTOWYMBOCTD U MacIiTabupyeMocTh On3Heca.

AaropuTMuyeckas 00ycJI0BICHHOCTh BUAUMOCTH KOHTeHTA. OXBaT U BOBJICYEHHOCTb B COLICE-
TSIX 3aBUCAT OT QJITOPUTMOB parkupoBanus. Kak ormeuaercs B [10], «mardopmbsl co31a0T yCIOBUS
BUAMMOCTH. busHec-cyObekThl pa3padaTbiBaoT 00pas3bl U COOOILICHUS, COOTBETCTBYIOLIME STHM YCIIO-
BusiM». [Imaropmbl He pacKpBIBAIOT UX JIOTUKY U MIOCTOSIHHO BHOCSAT U3MEHEHHUS. AJITOPUTMBI YCTPOE-
HBI KaK CUCTEMbI B3BEIICHHBIX (DaKTOPOB: OHU OTJAIOT NPEANIOYTCHUE KOHTEHTY, KOTOPBIH yIEp:KUBAET
MOJIH30BATENS Ha MJIaTGOpPME U IPOBOLUPYET PeaKkni, KOMMEHTapHH, pernocTsl [11].

Hust [T-xommaHuid 9TO TPUHIMIHUAIBHO, TaK KaK MX ayIUTOpHs 4acTo nmpodeccuonanbHas. Ecnn
MyOMUKanusi He COOTBETCTBYET alTOPUTMHUYECKUM TPHOPHTETaM, OHA MOXKET HE IMOJYYHTh OXBaTa,
Jaxe OyIy4dd OYeHb pPeleBaHTHOH. 3HAYMT, HEAOCTATOYHO MPOCTO BBIMTYCKATh XOPOILIHMHA IKCIIEPTHBIN
KOHTEHT — €ro HYXHO IOJICTPanBaTh MOJ| «IIPaBMIIa» KaXAOW IIIomanku. Tak, TeXHHYecKasi CTaTbs
WK pa30op apXUTEKTyphl cKopee HabepyT mpocMoTpsl B LinkedIn, moTomy 4To anroputMsl 3TOH CETH
MOOIIPSIFOT TIpodeccrona bubie o0cyxaenus”. A B Instagram mnu Facebook mpuopurer otnaercst Bu-
3yally ¥ SMOLMSIM. DTO onpeaenseT HeoOXoauMoCTh olleHKH SMM B pa3pese coLualbHbIX CETEH.

IIpuopurter KauyecTBEHHBIX XapaKkTepucTUK ayrutopuu. B [T-cermenre, ocobenno B B2B, nien-
HOCTb ayIUTOPHH ONPEAEISAETCS HE €€ pa3MEPOM, & YPOBHEM BIMSHHUA Ha MpUHATHE pemeHuit [12, 13].
Jla’xe HECKOJIBKO MOANMCYNKOB — TEXHUYECKHUX TUPEKTOPOB U PYKOBOAUTEIEH HalpaBIECHUN U3 Iiere-
BBIX KOMIIAaHUH — CITIOCOOHBI IPUBECTH K MHOTOMMJUIMOHHBIM KOHTpakTaM. [losTomy mpu oueHke 3¢-
¢dexTrBHOCTH SMM KIIFOYEBBIMH CTAHOBSITCSI HE BaJIOBBIE TIOKA3aTENH, IPEAOCTABISIEMbIE CHCTEMaMHU
colMajbHBIX ceTell (o0I11ee Yo NOANNCYUKOB, TPOCMOTPOB MIIH JTAWKOB), @ KAYECTBEHHbIE METPUKHU:
JIOJIS1 1IEJIEBOM ayAUTOPUH B COOOIIECTBE, KOJMUECTBO MOANNUCYUKOB C ONPEIEICHHBIMH JTOJIKHOCTIMHU
1 U3 LENEBBIX KOMIaHui, koHBepcuss B MQL MMeHHO U3 11eJIeBOro CerMeHTa (TeXHUYECKUX JAUPEKTO-
POB H pYKOBOJUTENICH HAPABICHHUH ), IITyOHHA BOBJICYCHHUS TPOPIITHHBIX CIICIIMATHCTOB. Takoh Moaxo.
TpeOyeT peryssipHOTO ayAnTa ayAuTOPUH 1 CIBUTA (DOKYCa C «IIEHHOCTH 3a IMOAMUCINKa) Ha IICHHOCTh
PEJIEBaHTHOTO KOHTAKTa», KOTOPBIA MOKET CTATh TOUKOW BXOJA B JJIMHHBIN LIUKII CICIIKH.

Jlist maccoBrIx B2C-npoykToB (MOOMITBHBIC TPUIIOKECHISI, TIOAITHCHBIC CEPBHUCHI ¢ KOPOTKOW KOH-
Bepcueil) BaXKHOCTh Ka4eCcTBa U KOJIMUECTBA IPUOIM3UTEIIBHO PaBHA: 3[€Ch [I0-IIPEXKHEMY BayKHA peie-
BAaHTHOCTb ayAUTOPHUH, HO KPUTHYHBIM CTAHOBUTCS U MacIuTad 0XBaTa, IOCKOJIbKY MOHETH3ALMs CTPO-
UTCsl HA 00beMe aKTUBHOMW 0a3bl. B Takux ciydasx METPUKH KauyecTBa ayIUTOPUH Yallle ONPEIeIIOTCS
HE JOJDKHOCTSIMHM, a JIOJIeH IUIATAIIMX MOJIb30Barese, KoaQGHINEHTOB yAepKaHUI U COOTBETCTBHEM
MOPTPETY LIENEBOT0 KJIUEHTA.

5 Ciocianu, M. The LinkedIn Algorithm Explained (2026 guide) [Electronic resource] / M. Ciocianu. Mode of access:
https://socialbee.com/blog/linkedin-algorithm/?trk=article-ssr-frontend-pulse_little-text-block. Date of access: 09.08.2026.
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Pesyabrathl HccjiefoBaHuil U X 00CyKIeHHe

[IpoBenennspiii ananmus crenudukn [T-cexTopa MO3BONMI BBICIHUTH P TPEOOBaHHUH, KOTOpHIC
JOJDKHBI MIPUHUMATBCS BO BHHMaHHME NMPH pa3paboTKe METONOJOIMU OLeHKU 3 ¢dexkTuBHOCTH SMM
st IT-chepsr:

— YUYUTBIBaTh, uTO Ou3Hec-Mozaenu [T-komnanwuii pasusie: npoaykrossie (B2C u B2B), cepBucHbie,
ruOpuanble. s kaxaoi HeoOXoauM CBOM HaOOp METPHUK, KOTOPBIN MMO3BOMISET YeTKO pasnuyars B2B
C ITTMHHBIM ITAKIIOM CIENKH (pEIICHHe TPHHUMAIOT HeCKOJIBKO uesioBek) u B2C ¢ ObICTpOit KOoHBEpCHUEH
¥ MacCOBBIM IIPUBJICUEHUEM I10JIb30BaTENCH;

— OTCJICKUBATh JBIKCHHUE KJIMEHTA 110 BOpoHKe. [ cnoxHbeix B2B-nponykToB HeoOXonumo Je-
JaTh yIOp Ha PaHHHE U CPEIHUE 3Talbl: OCBEJOMIIEHHOCTb, MHTEPEC, TOTOBHOCTh K OOCYXICHHIO.
Ja maccoBbix B2C — Ha npsiMble KOHBEPCUOHHBIE AEHCTBUS;

— MCIOJB30BaTh METPUKU IOHUT-3KOHOMHUKH, HO TIOOMPATh WX MO KOHKPETHYIO CIMHUILY aHaJIH3a:
aKTUBHBIN II0JIb30BaTelIb, KINEHT/IIOANNCKA, IPOCKT/KOHTPAKT, KIIUEHT ¢ KPOCC-IPOJaskaMH;

— coyeTaTh aHaJIN3 KOJIMYECTBEHHBIX MoKa3aresel ¢ kauecTBeHHbIMU. B B2B Ha nepBoe mecTo BbI-
XOIAT NIIyOMHA 00CYKACHUH, LUTHPYEMOCTh Y JIMAECPOB MHEHHH, peaibHbIe OATBEPKACHHUS TEXHUYEC-
Koit axcriepTusbl. B B2C MoxkHO 000HMTHCH O0JIee TPOCTHIMU METPUKAMHU BOBJICUCHUS: TIPOCMOTPHI, pe-
aKL1H, IePEXO/IbI;

— HacTpauBaTh CKBO3HYIO aHAJIIUTHUKY U aTpUOYLHUIO, IPU 3TOM CJIOXKHOCTb 3THX MOAEIEH NOJKHA
COOTBETCTBOBATH JUTMHE BOPOHKH. J[11s1 B2B ¢ MiIMHHBIM IUKIOM HY)KHa MHOTOKaHallbHAsl aTpuOyIus,
unTerpanus ¢ CRM, yuet Bpemennoro cnaza. (st B2C ¢ kopoTkoii KOHBEpcHe MOKET ObITh JOCTATOY-
HO MOJEJIel 10 TOCIEAHEMY WIIN IEPBOMY KacaHHIo;

— YYUTBIBATh, YTO BUUMOCTb KOHTEHTA 3aBUCUT OT aJITOPUTMOB, a TUTaTPOPMBI pabOTaIOT MO-pa3Ho-
My. OnenuBats 3QPeKTUBHOCTH Leaecoo0pasHo pasnenbHo: B LinkedIn — o renepanum aua0B U BOB-
JICYEHHOCTH MPO(UIHHBIX CHETIMATUCTOB; B TpoheccCHoHaIbHBIX coodmecTBax 1 YouTube — mo Hakor-
JICHUIO DKCTIEPTHOTO KanuTana; B Instagram u Facebook — mo y3naBaemocTr OpeHa U MPUBJICUCHUIO
KaJIpoB U T. 1.;

— B B2B onenuBarh B EpBYI0 0Yepellb KaU€CTBO ayAUTOPUH, a He ee pazMep. KirtoueBbie nokasa-
TN, KOTOPbIE HYKHO OTCJIEKHUBATh, — 3TO JOJIS LIEJIEBBIX KOHTAKTOB (TEXHHUECKHUX JUPEKTOPOB, PY-
KOBOJUTENCH U3 HYKHBIX KOMITaHui) u ux koHBepcus B MQL. J{ns maccoBbix B2C-npoayKToB BaskeH
MaciTal ¢ yueToM KauyecTBa ayAuTOPHH.

[lepeuncnennbie TpeOOBaHUS 00YCIOBIUBAIOT IIEPECMOTP OOIIMX MOAXOI0B K OIEHKE 3 (EKTUB-
Hoctu SMM 1 uX 1eneHanpaBIeHHYIO0 afantanuio K cnenuguke 1T-cextopa.

3akioueHue

1. Ha ocHOBe aHanmm3a W CHCTEMATH3AIMH aKaJIEMUYCCKUX HCTOYHHKOB, OTPACICBBIX OTUYCTOB
U TPAKTUYCCKUX KEHCOB BBIICIICHBI CEMb KIIFOUEBBIX OTPACIICBBIX (DAKTOPOB, OMPEACISIONINX CIICIHU-
(uky oneHku 3(p(PeKTUBHOCTH MapKeTHHTa B COIIMANBHBIX ceTsX B I T-cekrope, BKiIrOUaromme:

1) HEOMHOPOMHOCTH OM3HEC-MO/IEIICH M THIIOB KIINEHTOB;

2) JUTMTENBHBIA UK CIIEJIKH U CIIOKHOCTH MTPOAYKTA;

3) BXKHOCTh KOHTEHTA, IEMOHCTPUPYIOIIIETO dKCIIEPTHU3Y;

4) npoOnieMbl arpuOyIHK 1 HEOOXOJMMOCTh CKBO3HOH aHAINTHKH;

5) npUMeHEeHNEe FOHUT-3KOHOMHUKHU KaK HHCTPYMEHTA OICHKHU;

6) aNTOPUTMUYECKYIO 00yCIOBIEHHOCTh BUANMOCTH KOHTEHTA;

7) IPUOPUTET KaYECTBCHHBIX XapPAKTCPUCTUK AyTUTOPHH.

2. CocraBnieHa TaOnuia MPUMEHEHUST FOHUT-METPUK ISl YeThipeX TUNOB [ T-xommanuii (mpomyk-
ToBble B2C ¢ KOPOTKHM IMKIJIOM, MTPOAYKTOBBIE B2B ¢ NIMHHBIM MHUKIOM, CEpBUCHBIE, THOPHUIHEIE).
B ommmume ot yHHUBepCcaldbHBIX TOIXOMOB, MpeiaraeMas TaOluila yBS3bIBACT KOHKPETHBIC MOKa3a-
TENM C CIUHHICH aHain3a (aKTHBHBIN TOJH30BATENb, KIMEHT/TIOANMCKA, MPOSKT/KOHTPAKT, KJIIMEHT
C KpOCC-TIPOTaKaMt) U UTMHOW IHUKJIA IPUHATHS PEIIeHUH. DTO TO3BOJIIET KOMIIAaHUAM 000CHOBAaHHO
BbIOMPATh METPUKH JIJIS KaXKJIOTO KaHajla COLMAJIbHBIX CETeH, OllEHUBATh HE TOJBKO OMEPaIlMOHHYIO
3¢ (EeKTUBHOCTH (CTOMMOCTH MPHUBIICYCHUSI U KOHBEPCHIO), HO U JIOJITOCPOUHYIO 3P (EKTUBHOCTH Map-
KETUHIOBBIX MHBECTHULIMH.

3. [lepcrieKTUBBI JaNbHEHIIINX UCCIIENOBAHMN BKITIOYAIOT Pa3pad0TKy METOAMKH OIEHKH KOMMYHH-
KallMOHHOHN ¥ KOMMepUeCKol 3(PEKTUBHOCTH MAPKETUHTA B COIMATIBHBIX CETAX JUIS KAKIOW U3 BhIJIe-
JICHHBIX OM3HEC-MOJIECH.
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