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AHOTalisA. Y cTaTTi pO3MIAIA€THCS HMUTICHUNA TIAX1T 10 OI[IHKM MapKETHHTOBOTO 3POCTaHHS
Masioro ta cepeanboro 6i3necy (MCB). Takuit migxia MOKIMKaHUN 3aMIHUTH PO3PI3HEHI METPUKH,
10 TIOKa3YIOTh JIMIIE OKPEeMi MOMEHTH 1 4acTo ()OKYCYIOThCS Ha KOpPOTKii mepcrektuBi. Mera
pobotu moisirae y tomy, o 3amnpononyBatu Holistic Marketing Growth Index (HMGI) sk
NPOCTHH y BHKOPHCTaHHI, ajie NOBHUH IHCTPYMEHT, SIKHH IOKa3ye, SIK MApKETHUHI BIUIMBAE Ha
3pocTaHHs KommaHii B nuioMmy. IIpeamerom HOCHIKEHHsS € CHCTEMHa OIliHKa pe3yJbTaTiB
MapKeTUHTy 3a KUIbKOMa TpylaMy TOKa3HUKIB: (iHAaHCHU, Cuia OpeHay, TMOBEIIHKA KIIIEHTIB,
e(eKTUBHICTh UPPOBUX KaHAJIB 1 BHYTPILIHI MOKIMBOCTI KOMIAaHIi I OHOBJIEHb Ta PO3BUTKY.

Meton HMGI cknanaetses 3 KiIbKOX KpokiB. CroyaTKy OOMpParOThCsl MOTPIOHI MOKA3HUKH.
Jlami BOHU NMPHUBOJATHCS A0 CHUIBHOI IIKAJIH, 1100 iX MOKHa OyJI0 KOpeKTHO mopiBHIoBaTH. [licis
IOTO KOXKHIM TpyIl HAJA€ThCs Bara, a BCl pe3yjibTaTH 00 €JHYIOTbCS B OJUH 1HAEKc. OxpeMo
nepeadavyaeThCsl MOPIBHAHHS 3 TUIIOBUMH 3HAUYEHHSMH B Tajly3l Ta Meperisa JUHaMIKM y Jaci. Taka
nporeaypa poOUTh JaHl 3pO3yMUIMMH Ta Ja€ 3MOTY MIBUAKO TMOOAYUTH, IO MpaIioe, a Mo
notpeOye ysaru. [lokazaHo, 110 IHTErpOBaHWMM TOIMAA Kpalle BiJOMBae pealbHUIl BHECOK
MapKEeTUHTY B 3pOocTaHHs 0i13Hecy, HiK aHam3 okpemux KPI. Takox iHAEKC momomarae 3HaXOAUTH
B3a€MO/IiT MK KaHaJIaMH 1 BKJIaZAaTH OIOJDKET y Ti HAMIPSIMKH, Jie eeKT Oyae HalOIbIIIM.

3anpononoBanuil iHaekc HMGI mMoe ciyryBaT KOPUCHUM IHCTPYMEHTOM JJIsi BIIACHUKIB 1
KEpiBHUKIB: BiH JONOMAarae IJIaHyBaTH, CTAaBUTH MPIOPUTETH Ta YITKO IOSICHIOBAaTH PILIEHHS
KOMaHJli i maptHepam. HaykoBa HOBH3HA MOJISITa€ B TOMY, IO Pi3HI MOKAa3HWKH 3BENEHO B OJHY
3pO3yMUTy CHCTEMY, SIKy MOXKHA PErYJISIpHO OHOBIIOBATH M BUKOPUCTOBYBATH JISI BIICTEKEHHS
nporpecy. [IpakTHdHa KOpHUCTHh TOJATAE y IIBHIKINA JIarHOCTHUIN CHJIBHHX Ta CIA0KWX CTOPIH
cTpaterii 1 MIATPUMI TOYHMX, OOIpyHTOBaHMX pimieHb. Cepex 0oOMEXeHb BH3HAUEHO SKICTh
BXIJHHMX JIaHUX Ta BUOIp Bar AJs MOKa3HUKIB. HacTymH1 KpoKH BKIIIOYAIOTh MEPEBIPKY ISl PI3HUX
PHUHKIB, TECTYBAaHHS Ha peAIbHUX KOMIAHIAX 1 PO3LMIUPEHHS MEPeiKy MOKa3HUKIB.

KirouoBi cjioBa: MapkeTHMHroBe 3pOCTaHHS, Maluil Ta cepeiHiid Oi3HEC, MapKETHHIOBA
edeKTUBHICTh, 1HTerpoBaHa omiHka, Holistic Marketing Growth Index (HMGI), mapkertunrona
CHHEpT .

JEL Classification: M31, 032, L26.

111


https://doi.org/10.26661/2522-1566/2025-3/33-09
https://doi.org/10.26661/2522-1566/2025-3/33-09
https://orcid.org/0009-0000-2457-3274
mailto:vladislav.georgitsa@gmail.com

MANAGEMENT AND ENTREPRENEURSHIP: TRENDS OF DEVELOPMENT
eISSN 2522-1566
ISSUE 3 (33), 2025

IHOCTAHOBKA INTPOBJIEMUA

Mai Ta cepeani mianpuemctBa (MCB) BimirpaioTh KJIIOUOBY pPOJIb y PO3BHTKY CBITOBOL
€KOHOMIKH, (DOPMYIOYM OCHOBY 3aMHATOCTI, CHpHUSAIOUM AMBEpCHdIKaIii PUHKY Ta TE€HEPYHOUH
3HA4YHy 4YacTKy iHHOBamii. [Ipore iXHiil cTramuii PO3BUTOK KPUTHUYHO 3aJICKHUTH BiJ 3AaTHOCTI
e(eKTUBHO YIPABISATH MapPKETUHIOBUMHU akTUBHOCTAMU. Came wmapkeTuHr pospoisie MCh
3aJy4yaTd ¥ yTPUMYBATH KIEHTIB, CTBOPIOBATH KOHKYPEHTOCIPOMOXKHUN OpeH]l Ta ajanTyBaTHUCS
0 JAWHAMIYHOTO PHUHKOBOTO CEpeNOBHINA. Y Cy4YaCHHUX YMOBax IMiJBUIICHOI KOHKYpEHLi,
udpoBoi TpaHchopMmallii Ta 0OMEKEHUX PecypciB O0COONMBOI Barw HaOyBae MUTAHHS KOPEKTHOI
OIIIHKA MapKETHHTOBO1 €()eKTUBHOCTI.

TpaauuiiiHi METOM OIIHIOBaHHSA PE3YJIbTaTUBHOCTI MAapKETHUHTY, IO 0a3yIOThCS Ha TaKHX
nokazHukax, Sk ROI, oOcar mpopaxxiB 4u piBEHb OXOIUICHHS ayIUTOpii, 3aJIMIIAIOTHCA HAATO
By3bKUMHU. BOHM HEe BpaxoBYIOTh KOMILIEKCHOCTI MapKETHHTOBOI CHCTEMH Ta B3a€MO3aJICKHOCTI
MDK KaHallaMU 1 TaKTUKaMd. Y CBOIO 4epry, Cy4yacHi IHCTPYMEHTH, Taki SIK MapKeTHUHIOBE MiKC-
MozemoBanHsa (MMM) um 6araToroukoBa arpuOyiis (multi-touch atribution, MTA), natote OibII
MOBHY KapTHHY, ajJlé BUMAarariTh BEIMKHX MAacHBIB JaHHUX, CKJIAJHUX OOUYMCIEHb Ta (hiHAHCOBHX
BUTpAT, M0 POOHTH iX ManonpuaatHuMu Juist 6ieinocti MCB. Lle cTBoproe po3puB Mixk mOTpeOor0
B IHTErpOBaHiil aHANITHUII Ta peaIbHUMHU MOKJIMBOCTSAMU M1IIIPUEMCTB I[bOTO CErMEHTA.

BifcyTHICTD IUTICHOTO MiIXOMy A0 BUMIPIOBAHHS MapKETUHTOBOI €(DEKTUBHOCTI MPU3BOIUTH
70 PpO3PI3HEHUX YIPABIIHCHKUX PIIMIEHb 1 MOXE BHUKIUKATH HEpalioHAIbHE BUKOPUCTAHHS
pecypciB. 3 mpakTHYHOrO OOKYy II¢ OOMEXYye 3[aTHICTh KOMITaHIM IUIAaHYBaTH pPO3BUTOK 1
KOHKYpYyBaTu 3 OUIBLIMMHU TpaBLsAMHU. 3 HAyKOBOro OOKy Il 3acBiquye Opak aJanTOBaHHX
METOAOJIOTIH, sIKi O MOEJHYBaIM KOMIUIEKCHICTH aHali3y 3 MPOCTOTOI0 3aCTOCYBaHHS. Y Takid
cUTyallli mocrae morpeda y CTBOPEHHI HOBOIO IHCTPYMEHTa, 1o A03BoiuTh MCB oriHOBaTH
MapKETUHTOBY €(QEeKTHBHICTh uepe3 OaraTOBHUMIpHUI aHali3, IHTErpyroun (HiHAHCOBI pe3yJIbTaTH,
OpeH/I0OBe TMO3MIIIOHYBAaHHS, TMOBEIIHKY KII€HTIB, €(QEeKTHBHICTh LHU(POBUX KaHANIB Ta
IHHOBalIMHUKM ToTeHIian. Po3B’s3aHHS 1bOTO 3aBIaHHS Ma€ TOJIBiifHE 3HAYCHHS: BOHO 3/1aTHE
HiABUILUTH DPIBEHb CTpaTeriuHoi 3pilocTi MIANPHEMCTB y MPaKTUYHOMY BUMIpI Ta BOJHOYAC
3pOOMTH BHECOK y PO3BUTOK HAYKOBOTO HAIMpsIMy, IIOB’S3aHOTO 3 METOJOJOTIAMH OI[IHKU
MapKETUHTOBOT'O 3pOCTaHHS.

AHAJII3 JOCJLIKEHD I MYBJIIKALII

3a oCTaHHE JECATHIIITTSA BUJAHHS Mpo MapKeTHHrose 3poctaHHss MCB nmocTtynoBo 3micTUIIN
¢doKyc BiJ OmMHCYy IHCTPYMEHTIB 10 MOSICHEHHS TOTO, K KOMOIHAIil CIPOMOKHOCTEH 1 KaHamiB
CTBOPIOIOTH MPUPICT Pe3yNIbTATIB. Y cuctemMaTuaHoMy oriisizi 2023 poky Mikene Yo 3 kKoneramMmu
nokasye, 1o unu¢poBa TpaHchopMalliss y MApKETHHTY 3alyCKae MeXaHI3MH JMHaMIYHUX
3/1laTHOCTEN 1 BUMarae nepedy/10BU MpoLEeciB, abK MepeTBOPIoBaTH TeXHOJOr1i Ha HiHHICTh (Cioppi,
Curina, Francioni, & Savelli, 2023) [4]. [ToxiOHuii BHCHOBOK JUISI pPEaJbHOTO CErMEHTa POOUTH
Mapio Marapamo B nocmimkenni 2021 poky mpo «Made in Italyy MCb: uudposi inBectuiii
J0Jal0Th BAapTOCTI JIMIIE TOMI, KOJM Y3TOMKEHI 3 ONepaulifHUMU 3MiHAMHM Ta KIIE€HTCHKOIO
IiHHICHOIO mpono3utiiero (Matarazzo, Penco, Profumo, & Quaglia, 2021) [12].

VY mioumHI BIacHe MapKeTHHroBUX cripomoxkHocTei Kpictian XomOypr i1 [an Bensroc y
poboti 2022 poky nemoHCTpyroTh, mo digital-marketing capabilities — 1me okpemuii Bif
TpaIULiMHUX OJOK YyMiHb, IKUM CTATUCTUYHO MOB’s3aHUH 13 ()iHAHCOBOIO €(PEKTHBHICTIO KOMIaHIN
(Homburg & Wielgos, 2022) [9]. Lleti BucHOBOK pe3oHye 3 aHamitukoro Cemioena Opypo: Ha
BuOipui MCB came koH@irypauis KOHKPETHUX MapKEeTHHIOBHX 3A10HOCTEH (BiJ IJIaHyBaHHS 0
YIpPaBIIiHHA KaHaJIaMHU) MOSICHIOE KOHKYPEHTH1 pe3yJIbTaTH, IPUYOMY e(PeKT MOCUITIOETHCS 32 YMOB
puHKOBOI TypOynentHocti (Oduro, 2023) [13].
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CBixke pochipkeHHs 3axapu (ikcye, MO MANPUEMHUNBKANA MApKETHHT MPAILIOE  SK
KaTaji3arop: MPOAKTHBHICTh BJIACHUKA, INBHUIKI EKCHEPUMEHTH Ta UHU(POBI KOMIETEHIT
MITPUEMITS TT1IBUIYIOTH IMOBIPHICTh NIEPETBOPUTH 1HHOBAIIII Ha mpoaaxi (Zahara, Ikhsan, Santi,
& Farid, 2023) [16]. IlapamenprHo Tpi Xanapiana mokasye, IO BiJTHOCHA JIOTiKa (IOBIpa,
3000B’s13aHHS, CUCTEMHA KOMYHIKAIlisA) ICTOTHO 3MimHIOE yTpuMaHHs KiieHTiB y MCB. Otxe,
MIIPUEMHUIBKI MIXOMU Ta MAPKETHHT BiIHOCHH CIiJ] PO3TJISIIATH SK B3a€MOJIONOBHIOBAHI
(Handriana, 2016) [8].

B omHikaHampHOMY cepeloBHIN TepexpecHi e(eKTH MiK KaHajJaMH CTaloTh IMPEIMETOM
okpemoi emmipuku. Jlapc Jlecmep paszom i3 Jlobmarrom i1 Beprogom Ha mMOIBOBUX HdaHUX
JIOBOJIUTH, IO TOETHAHHS PO3CHIIOK Yepe3 3BUUaiiHy o0(IaifH-TIOMTY 3 TUCTUICHHOIO PEKJIAMOIO A€
HaJUTMIIKOBUH mpupict, To0TO 1+1>2 (Lesscher, Lobschat, & Verhoef, 2021) [11]. 3romom Amaib
Timymi 3 KoeraMu CUCTEMaTH3y€e KpOc-KaHabHI e()eKTH i pOOUTh BUCHOBOK: OIOJIKETYBaHHS Ma€
BpaxoByBaTH HeE JIMIIE MAapKUHAJIBbHICTb OKPEMHX KaHalliB, a W IXHIO B3a€EMOJII0 B3IOBXK
KITieHTChKOT momoposki (Timoumi, Gangwar, & Mantrala, 2022) [14]. Ha piBHi iHIZyCTpiadbHHX
crannaptiB BceecBiTHa Qenepariis pexiamoaaBIiB mpe3eHTye apxitekrypy Halo / North Star sk
€IMHY PaMKy KpOC-MEIIHHOTO BUMIPIOBAHHS ISl y3TO/DKEHHS TeleOadeHHs W IDKUTaTy 3a
CHUIbHUMHU MeTpukamu oxoruieHHs Ta yactotu (World Federation of Advertisers, 2025) [15].

OcHOBHa METOAOJNOTiYHA MpodiemMa TOJsIrae y BU3HAUYEHHI arpuOylii Ta TOYHOMY
BHUMIPIOBaHHI 1HKPEMEHTAIbHOTO BHECKY KaHamiB. PoH bepMmaH nepexkoHIMBO MOKa3ye CHUCTEMHI
BUKPHUBIICHHS «OCTAaHHBOTO JOTHKY» 1 TOTpeOy B OI[HIII HEBU3HAYEHOCTI €(EeKTIB KamItaHii
(Berman, 2018) [3]. Panime Ectep AHapen 3 Koiieramu 3ampoIlOHyBaja ILISXOBY (TpadoBy)
aTpuOyIito, o0 Kpamie BinOuBae poisi paHHiX AoTHkiB (Anderl, Becker, von Wangenheim, &
Schumann, 2016) [2], a IIyni K. Kannan pazom 13 Paitnaprtiem 1 Beprodom oxpecnioe pamky
MOEHAHHS aTpHOYIIii 3 BUMIPIOBaHHIM IHKpEMEHTAIBbHOI HiHHOCTI KOHTakTiB (Kannan, Reinartz, &
Verhoef, 2016) [10]. [TapanenbHO Tamy3b «IOJETNIye€» MAPKETUHT-MIKC-MOJCIIOBAHHS: BIAKPHUTA
oi6mioreka Google LightweightMMM poGute 6aiteciBckke MMM  nocTynmHUM HaBiTh IS
HEBEJIMKUX KOMaH]I, I03BOJISIIOUM MEPEBIPATH CIIEHapii Ta ONTUMI3yBaTH MeaiaMiKc 6e3 TpoMi3JIKOT
iHppactpykTypu (Google, 2025) [7].

JloBruii rOpM30HT BHUMIpDIOBaHHS BUMarae BHUXOAy 3a Mexi omeparuBHuXx KPI. Bpanka
Jlpomymiy 13 KoJIeraMH y3arajbHIOE, K IU(poBa 1006a 3MIHIOE MIAXOAU A0 OLIIHIOBAHHS KalliTaly
OpeHay: BiJ MpocToi 0013HAHOCTI 10 CTIMKMX acolrialiii i gocBiny B3aemomnii (Dropuli¢, Krupka, &
Vlasi¢, 2022) [5]. Haromicte Hamis Ami ta Owmaiima [1laGH mnoka3yroTh, IO KIIIEHTCHKa
noBroctpokosa HiHHICTB (CLV) ciyrye HeoOXiJTHUM MICTKOM M1 MapKETMHIOBUMHU aKTUBHOCTSIMU
Ta pinancoBumHu pesyipratamu (Ali & Shabn, 2024) [1]. {06 3poOutu KOMIUIEKCHE BUMIPIOBAHHS
Ooutpmr cuctemMHuM y npaktuii MCB 3opan lyaiu i3 kojeramMu HpONOHY€ BHKOPHCTOBYBATH
Balanced Scorecard sk kepoBaHy maHenb, 110 Yy3ro/pKye (DIHAHCOBI, KIEHTCHKI, MPOLECHI Ta
HaBYallbHI EPCIEeKTUBH 1 BOJHOYAC JIMIIAETHCS MigiioMHOI0 3a pecypcamu (Dudi¢, Dudié¢, Gregus,
Novackova, & Djakovic, 2020) [6].

VY mifcyMKy cydyacHi JOCHIKEHHs MOKa3yloTh 4iTKy Joriky. Ilo-mepiue, 3poctanns MCh
3aJISKUTh BiJ] Y3TO/KEHOT KOH(ITypallii KIacHYHUX 1 HUPPOBUX MAPKETUHIOBUX CIPOMOKHOCTEH,
sK1 BOyoBaHi y mpouecu ta podi (Cioppi et al., 2023; Homburg & Wielgos, 2022; Matarazzo et al.,
2021; Oduro, 2023) [4; 9; 12; 13]. [lo-apyre, miaAnpueMHHUIIbKAa AKTUBHICTh BIACHUKA Ta Opi€HTALlis
Ha 1OoOy/I0BY JOBrOCTPOKOBUX BIJTHOCHH 13 KJII€EHTAMHU MIJABUILYIOTH aJalTHUBHICTh 1 YTPUMaHHS
(Handriana, 2016; Zahara et al., 2023) [8; 16]. Ilo-Tpere, Kpoc-kaHanbHI CHHEPTii TOBOIATH
HEOOX1IHICTh MUCJIMTH HE KaHAJIAMH, a TPAEKTOPISIMU B3a€EMO/IH 1 BUMIPIOBATH iX Y CHUIbHIN pamii
(Lesscher et al., 2021; Timoumi et al., 2022; World Federation of Advertisers, 2025) [11; 14; 15].
[To-ueTBepTe, KOpPEKTHE OIIHIOBaHHS BIUIMBY moTpedye mnoenHanHs MMM, arpubyuii Ta
eKCIIePUMEHTIB 13 pokycoMm Ha iHKpeMmeHTalbHICTh (Anderl et al., 2016; Berman, 2018; Kannan et
al., 2016; Google, 2025) [2; 3; 10; 7]. HapemwmrTi, AOBry NepcrneKTUBY CIiJ 3aKpiIUIIOBATH
metpukamu Openny i CLV y kepoBanux nmanensix (Ali & Shabn, 2024; Dropuli€ et al., 2022; Dudié¢
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et al., 2020) [1; 5; 6]. Ha To1i 1uX BUCHOBKIB 3aJIMIIAETHCS MpoOranuHa, kputuuHa came Ayt MCh:
HEMa€e MPOCTOl Y BUKOPHCTaHHI, aje KOMIUIEKCHOT METPUKH, II0 OJJHOYACHO OXOILTIOE (hiHAHCOBI,
OpeHI0oB1, TOBEIHKOBI, M(pOBI Ta opranizamiiiHi BuMmipu. 3ampornoHoBaHuil y crarti Holistic
Marketing Growth Index skpa3 1 MOKJIMKaHUN 3aKpUTH IO MPOTAIWHY, 3BOASYH PO3PI3HEHI
MMOKA3HUKH B OJIMH IHTEPIPETOBAHKM 1HJIEKC JJIs JIarHOCTUKH, OCHYMAPKIHTY Ta MPIOPUTH3AIII].

®OPMYJIIOBAHHSA IIJIEM CTATTI TA IOCTAHOBKA 3ABIAHHSA

Mertoto craTTi € cTBOpeHHs Ta o0rpynTtyBanns Holistic Marketing Growth Index (HMGI) six
MPOCTOT0 Yy 3acTOCyBaHHI, ayie nuIicHOro iHcTpymenty it MCB, mo mnoeanye ¢iHaHCOBI
pe3yabTaTd, CUIy OpeHAy, KIIEHTChKY TIOBEIiHKY, e(QEeKTHUBHICTb NHM(PPOBUX KaHATIB 1
oprasizariifHo-iHHOBAI[IfHI MOJIMBOCTI Ta TUM CaMHM Ja€ 3PO3YMUIY OIIIHKY MapKETHHTOBOT'O
3pocTaHHs. MM CTaBUMO 3allUTaHHA, SIK y MeXax OIHOTO IHAWKATopa Y3TOAWTH PI3HOPiIHI
METPUKH, SIKYy IPOIelypy HOpMaltizallii Ta BaryBaHHs 3aCTOCYBaTH 32 YMOB MaJIUX 1 HEPIBHOMIPHUX
MacHBIB JaHUX, 1 SK BIJOOPa3sHTH KpOC-KaHAJIbHI B3a€MOJii, 3a0E3MEYMBIINA MOKJIHMBICTH
OCHUMapKiHTy Ta BIJICTEXKEHHS IUHAMIKUA. BinmoBiiHO, 3aBAaHHA JOCHIIKEHHS MOJATAIOTh Y
(dbopMyBaHHI KOHIENTYyalbHOI MOAENi 3 II'STH BHUMIpiB, BigOOpI NPAKTUYHUX I1HAWKATOPIB,
po3pobIsieHHI TpoIeayp HOpMamizaiii / BaryBaHHS Ta alTOPUTMY arperyBaHHs y IMiJCyMKOBHIA
irekc (0-100) 3 Bizyamizamiero aiisi AIarHOCTHKH, a TAaKOX Y OINHKCI TpPaBWJI IHTEpIIpeTarii
pe3yabTaTiB i BU3HAYEHHI TMEPCIEKTHB IMMOJAIBIIONO 3aCTOCYBaHHS METOJMKH Ha IPAKTHIII,
BKJIFOYHO 3 aHai30M 9yTiauBOCTi. OUikyBaHUH BHECOK moiisrae y (opmanizamii moctynHoi «data-
light» merpuxku ans MCB Ta HajgaHHI KepOBaHOI MaHeNl AN TIarHOCTHKH, MPIOpUTH3AIlil Ta
KOMYyHiKalii pirmens. OOMeXeHHs TOCIiKEHHs TIOB’3aH1 3 TOYHICTIO BUXIAHUX JaHUX 1 BHOOPOM
BaroBux KoeilieHTiB. lle 4YacTKOBO KOMIEHCYETHCS TMEpPEBIPKOI0 HAAIMHOCTI 4Yepe3 aHami3
9y TIMBOCTI Ta MOXUIMBICTIO aJlanTallii mix crenudiky ramysi.

METOIOJIOI'TA

MetononoriyuHa 6a3a JOCIIUKEHHS Ma€ MNPUKIATHUN, MDKAMCUMIUIIHAPHUN XapakTep 1
MOEJHYE MIAXOAM MApPKETHMHIOBOI AHANITUKH, YHPABIIHCHKOIO OO0JIIKY Ta HM(POBOI aHATITHUKH.
OCHOBHMMM METOJAMM BHCTYNAIOTh: €KCIEPTHUM BiAOIp I1HAMKATOPIB y II'SITH BHUMIpax
(pirancoBOMY, OpeHIOBOMY, KIIEHTCHKO-TIOBEIIHKOBOMY, €(EeKTHBHOCTI HU(POBUX KaHAJIB Ta
opraHizaliifHo-iHHOBaIiifHOMY), MiH—MaKkc HOpMaii3allis MOKa3HUKIB J10 chijabHOI mkamu 0—100
JU1d 3a0€31eUeHHs TOPIBHIOBAHOCTI, €KCIIEPTHE BaryBaHHs (IIpOCTe peUTHHTYBaHHS 1 po3noain 100
0ajiB MDK BUMIpaMM) 3 MOJAIBLIMM 00 €HAHHAM pe3yJbTATIB y €IUHMNA IHTETpabHUM 1HJEKC
HMGI (0-100), ne koxeH OJIOK BpaxOBYEThCS MPOIOPLIMNHO CBOIM BaXJIMBOCTI, BI3yaJbHO-
aHAJITMYHA IHTEpIIpeTallisi pe3yJbTaTiB 3a JOMNOMOIOI0 pajap-flarpaMu Ta KOPOTKHX MpodiiiB
BUMIpiB. Pe3ynbTaTu 1HAEKCY MOXYTh IHTEPIPETYBATUCA Yepe3 MOPIBHAHHSA OKPEMUX OJIOKIB MIXK
co00r0 Ta JUHAMIKY 3MiH y 4aci (Hampukial, MoKBapTalbHO abo pa3 Ha miB poky). s mepeBipku
HaJIMHOCTI MIAXOMY JOLUIBHO 3aCTOCOBYBAaTH 0a30BHil aHali3 YyTJIMBOCTI — MEPEBIPKY TOro, SIK
HEBEJIMKI 3MiHM Bar Yd BWJIYYEHHS OKPEMHUX IOKa3HUKIB BIUIMBAIOTh Ha 3arajbHUN pe3yibTar.
KomruiekcHe 3acTocyBaHHS LMX IMPOCTUX 1 BIITBOPIOBAHUX Mpolenyp 3ade3rnedye IUTICHY Ta
po30py OLIHKY MapkeTuHroBoro 3poctaHHsi MCB 06e3 3amyuyeHHS CKJIAQIHMX CTaTUCTHYHHUX
MOJIEIIEN.

BUKJIAJL OCHOBHOI'O MATEPIAJTY JOCJIIIKEHHSA

VY manoMy Ta cepenmHbOMY Oi3HECI MapKETHHT MaiKe 3aBXXIU CTapTy€ TOYKOBO: 3aIyCTHIIN
pexiamMy, TiAKPYTUIM CaiT, 30UIBIIMIM AaKTUBHICTh y coLMEpeXkax, 3poOmim e-mail-po3cuiiky.
Kosken iHCTpyMeHT fae cBO1 udpu, 1 3 4aCOM TaKUX MOKA3HUKIB cTae aecsaTku. [Ipobiema B Tomy,
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10 BOHU JKUBYTb OKPEMHMHU «OCTPIBLSIMM»: OAMH CHUTHAI3y€ «yCHIX», 1HIIUH «IpOCagKy», a
3arajibHa KapTHWHA JIMIIAETHCS HENpPO30por0. Y MiJCYMKY KEpiBHUK 0auuTh ()parMeHTH, ajie He
0auyuTh, IK BOHU CKJIaJal0ThCs B €IMHUI pe3yJIbTar.

Ha mpaktuii BaXJIMBO HE CTUIBKM pPOOMTH OLIbIIE, CKUIBKH Y3TOJUKYBaTH Te€, IO BXKE
pobutbesa. Konu kaHamu roBopsiTh pi3HUMH I0JI0OCaMH, BOHM 3MararoThesl 3a yBary kiieHrta. Komu
TOBOPATH B YHICOH, TO MiJCHJIIOIOTH OJWH OJHOTO. AJIE€ TaKe Y3TO/UKEHHS HE 3 ABISETHCS «CaMo
co0oro»: TOTpiOHE TPOCTEe NPABWIO BUMIPIOBAHHA, SKE JO03BOJISE 3a3MPHYTH I KamoT YcCiX
aKTUBHOCTEH 1 mobaunTn He ymiie okpeMi KPI, a cykymawmii ehekr.

Jpyruil BUKIMK — OajlaHC KOPOTKOTrO 1 JI0Broro ropu3oHTy. KammaHis Moke JaTé BUCOKMH
CTR 4m HaBITh «JICIICBHH JiJ» CHOTOJHI, alleé SKIIO ciabKa JOsUIbHICTh, OpEeHJ HE HapOoIIye
JOBIpH, @ BHYTPIIIHI MPOIIECH HE BCTUTAIOTh 3a MOMMUTOM, 3aBTpaIlHs Bimjgada 3HUKae. [ToTpibeH
HiAX11, SKUA TpUMAe B MOJI 30py 1 MIBHJKI TAaKTHYHI CHTHAJM, 1 MOBUIBHI CTpATETiuHi MapKepH —
0e3 CKJIaqHOT MaTEMaTUKH Ta BAKKO1 1HPACTPYKTYpH, sIKi yacTo HenocTymHi MCB.

Tperss mpaktnyHa mnorpeba — MPOCTOTAa KOMYHIKamii pimeHb. MapKeTHHroBi 3BiTH
nepeBaHTaXeH1 rpadikamu, SKi MO-pI3HOMY YUTAIOTh BJIACHUK, (JiHAHCOBMI TUPEKTOP 1 KOMaH/A.
3pyuHillie MaTH OJUH 3PO3YMITUH 1HAMKATOP CTaHy, SIKHH MOKHA PO3KJIACTH Ha CKJIQJIOBI: JIe¢ MU
CHJIbHI, Jie BTPA4a€EMO, 1 10 JACTh HaWOINBIINI IPUPICT IPH OOMEKEHOMY OFOKETI.

Came 3 X MipKyBaHb BHHHKA€ MOTpeda y HITICHOMY IHCTPYMEHTI BUMIpPIOBAaHHS, SIKHI HE
MiMIHSE€ OKpPEeMi METPUKHU, a 30upae iX y €UHY JIOTIKY 1 JIoroMarae nmpuiMaTH pimeHHs. Takuit
IHCTpyMeHT Mae OyTH JOCTaTHbO MPOCTHUM, MO0 HOro MokHa OyJIO OHOBIIOBATU PETYJISIPHO, 1
BOJIHOYAC JIOCTaTHHO 3MICTOBHMM, IOO CIyryBaTH OpPIEHTHPOM [UId CTpaTerii Ta po3mojity
pecypcis.

JlocsirHeHHsT Takoro e(ekTy, OJHaK, BUMarae He JIMIIE CTPaTEeriyHOro YHpPaBIiHHSI, a U
e(EeKTUBHHUX IHCTPYMEHTIB OI[IHKH CTYIICHS y3TO/KEHOCTI MApKETUHTOBUX aKTHUBHOCTEH. Y LbOMY
KOHTEKCTI po3pobnenuii aBtopom Holistic Marketing Growth Index (HMGI) Bukonye poib
IHCTpyMEHTa, L0 JO3BOJIIE€ OLIHWUTH, HACKIUIBKM IHTETPOBAHMMM Ta B3a€MONIJACHIIOIOUHMMU €
MapKETUHTOBI 3yCHUJIIS MaJIOTO Ta CEPEeHBOTO Oi3HECY.

Merononoris HMGI po3pobiiena ajiss cuCTeMHOT Ta KOMIUIEKCHOI OI[IHKA MapKETHUHTOBOTO
3poctanHst MCB. BoHa 6a3yeThcst Ha 11’ITH OCHOBHHUX KOMITIOHEHTaX, 10 OXOILTIOIOTH (hiHAHCOBI
MOKa3HUKH, OpEeHJ0BO-pemyTalliiiHi  XapaKTepUCTUKH, PIBEHb  KIIEHTCHKOI  JIOSUIBHOCTI,
e(eKTHBHICTh IIU(PPOBUX MAPKETUHIOBUX KaHAJIB Ta IHHOBALITHUI OTEHIaJ M1 IIPUEMCTBA.

Binminnoro pucoro HMGI e inTerpanis BunepemkanbHux (leading) ta perpocneKTHUBHHX
(lagging) inaukatopiB, MmO 3abe3neuye BceOIUHUII aHali3 MAapKeTHMHIoBOI e()EeKTUBHOCTI
mianpuemMcTBa. Lle 103BosIsie OIIHUTH HE JIMIIE MOTOYHUM CTaH MAapKETMHTOBUX aKTUBHOCTEH, a il
iXHiM BIIMB Ha MaiiOyTHIN PO3BUTOK KOMIIaHii.

Inpexkc HMGI ckmamaerbes 3 H'ITH OCHOBHHX OJIOKIB, KOKE€H 3 SIKUX MICTHUTL KIIFOYOBI
METPUKH, L0 BiOOpa)karoTh pi3HI aCHeKTH MAapKEeTHMHIOBOi isJbHOCTI. 3arajibHa Qopmya
po3paxynky HMGI Burisigae HactynHuM 4nHOM (auB. popmyiy 1):

MGI = (wq X Blockg + wy X Blocky, +w, X Block. + wg X Blockg +
e X Block,) X SynC
(1)

ae:
~|B lock 4~ dinancoso-npubyTroBHii 610k (Financial Performance Block);

—|Blocky, — 6pennoBo-penyrariiiauii 610k (Brand & Reputation Block);
—IBlock — xnienrceko-noseninkoBuii 6110k (Customer Behavior Block);
—IBlock j — 6ok edpextusrocti undposux kanainis (Digital Channel Performance Block);

—Block, — innoBauiitHo-opranizariiauii 610k (Innovation & Organization Block);
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*M,IMT,";C,W,IMZ* BaroBi KoeQillieHTH, MO BiJOOPa)KarOTh BIMHOCHY 3HAYYIIICTH KOXXHOTO 3
ONMOKiB y 3arambHiil CTPYKTypi iHAeKCy. IXHe 3Ha4YeHHs Mo)ke OyTH BHM3HAUYEHE HA OCHOBI Tay3eBOi
criermiiku a0 eKCIePTHUX OITIHOK;

— SynC — cunepriitaunii koedinient (Synergy Coefficient), o KopHurye mijacyMKoOBe 3HaYCHHS 1HIEKCY
3 ypaxyBaHHSM PiBHS Y3TO/PKEHOCTI MAPKETHHTOBHX 3yCHIIb ITiIITPHEMCTBA.

Jlasi po3ristHeMO KOXKeH 3 OJIOKIB JeTabHIIIe.

Baok A: ®inancoBo-npudyTkoBuii 0Jiok (Financial Performance Block) orintoe
(biHaHCOBI pe3yIbTaTH MAPKETUHTOBOI IiSIIBHOCTI MiIIPUEMCTBA, 3a0€3MeUyI0UN KUIbKICHY OLIHKY
ii edexTuBHOCTI. BiH OXOIIIOE TPW KIFOYOBI METPUKH: MPHUPICT BHPYYKH 3a IMEBHUN IMEpiof
(Revenue Growth, RG), 3mina piBHs BasoBoro abo uucroro npuOytky (Profitability, PR), a Takox
peHTabeNnpHICTh 1HBeCcTHIIN y mudposi mapkeruHroi iHimiatuBu (ROI Digital, ROId), 30kpema
ROI Bin xonTekctHOi pexnamu un SEO.

dopmyna po3paxyHKy (iHaHCOBO-IPHUOYTKOBOTO OJIOKY Ma€ Takuil BUIISLA (IUB. GopMyTy
2):

Blocks = a;-RG +a;-PR+az-ROId (2)

e ICT, a3,| A3 — BaroBi KoeQilieHTH, 110 BiL0OPaXatOTh BIJHOCHY Ba)KIMBICTh KOKHOT'O 3 IOKAa3HUKIB
y Mexax OJoKy. [xHi 3HaYeHHS BCTAaHOBIIOIOTHCS €KCIIEPTHUM IUISIXOM a00 Ha OCHOBI €MITipHYHUX JaHHX.

[Ilo6 oO0’emHaTé pi3HI 3a NPUPOJOID TOKA3HWKH Yy CHUIBHHHA 1HACGKC, yCi BOHHU
HOPMAaI3yIOThCS 3a MpUHIUIOM MiH—Makc 70 mkanu 0—-100. Jlns uporo odbupaerbes pedepeHTHHIMA
Jiama3oH 3HA4YeHb — SIK MPABWIIO, 3 TaTy3€BUX 3BITiB, 0a3 TaHMX KOHCAJITHHIOBUX KOMIIAHIN 49U 3
ICTOPUYHUX pe3yJIbTaTIB caMoro mianpuemMcTa. Hanpukian, skmio uist Manoro 6i3HeCy B CETMEHTI
npupict Bupyuku (RG) 3a3Buuail xonusaerscs Bin —10% no +30%, to pesynprar +10% micns
HopMantizauii gopiBHioBatuMe 50 Oanam. AHAJOIIYHO, SKIIO PEHTAOeNbHICTh I1HBECTHLIN Yy
uudposuii mapketuHr (ROId) y BuGipii kommaniit 3midtoeTses Big 0% a0 200%, TO MOKa3HUK Y
120% BianoBigae 60 6anam. Takum ynHOM, 0 3aBXKAM O3HAYa€ HAUTIPIIUI peaTiCTUYHUNA PiIBEHb y
cerMeHTi, a 100 — Halikpammii. Lle no3onse cymyBatu RG, PR i1 ROId y mexax O6inoky,
3a0e3neuyroun KOPEKTHICTh NOPIBHAHHS Ta MMOAAIbIIOT arperarii.

baok B: bpennoBo-penyraniiinuii 610k (Brand & Reputation Block) orinioe piBeHs
BITI3HaBaHOCTI OpeHay Ta HOro pemyTallio cepes LiabOBOi ayAuTopii. BiH BKIIIOYae TpU KIHOYOBI
METPHUKH:

— iHnekc Bmi3HaBaHocTi Openay (Brand Awareness Index, BAI), sxkuil Bu3HauaeTbcs Ha
OCHOBI ONUTYBaHb, KUIBKOCTI MPAMHUX 3axoJiB Ha cait (direct traffic) Ta wactku OpeHAOBaHHX
MOILITYKOBUX 3aITUTIB;

— iaexc ounaiH-pemyTarii (Online Reputation Score, ORS), mo 6a3yerbcsi Ha cepenHix
OLIIHKaxX KOpPHCTyBauiB Ha TakuXx Iuiardopmax, sik Google Maps, Facebook, Trustpilot;

— TMOKa3HUK coliayibHOro cnpuiHATTA (Social Sentiment, SS), sikuii aHani3ye TOHAIBHICThH
3rajIok Ipo KOMIIAHIIO B COIAJIBHUX MepeXxax 3a JOMOMOTIOI0 CIIeLiali30BaHUX IHCTPYMEHTIB
MOHITOPHHTY, Takux sik BrandMentions.

dopmyiia po3paxyHKy OpeHJ0BO-peMyTallifHOTO OJIOKY Mae Takuil BUIIIS (TUB. popmyity 3):

Blockg = by - BAI +by- ORS +bs-SS  (3)

e |I;1, by, b3 — Barosi koedimieHTH, 10 BiJI0OPaXKatOTh BiJIHOCHY BAXKJIMBICTh KOKHOTO 3 OKa3HUKIB
y Mexax OJIOoKy.
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VYci MeTpuku OpeH0BO-pENyTAIIHOTO OJIOKY TaKOX MEePeBOAAThCS Y eauHy mikaimy 0—100 3a
JI0TIOMOT0r0 MiH—Makc Hopmanizamii. J[ns Brand Awareness Index (BAI) HkHS i BEepXHS MEXi
BH3HAYAIOThCs 200 3a pe3ybTaTaMH MONEPEIHIX XBUIIb OMUTYBaHb / aHATITHKA TpadiKy KOMITaHii,
a00 Ha OCHOBI THIIOBUX ITOKa3HUKIB Taly3i (HapUKJIaa, YacTka OpeHI0BaHUX MOIIYKOBHX 3aIUTIB
y mexax 5-40%). s Online Reputation Score (ORS) 3a opientup 6eperscs mianazos Big 1 g0 5
OamiB y pedtmHrax — mo micns Hopmamizamii mae 0-100. s Social Sentiment (SS)
BHKOPHUCTOBYETBHCS IIIKaja YaCTKHM TO3WTUBHHMX 3TajloK: SKIIO B pedepeHTHIN Tpymni Oi3HeciB
3HaueHHs KoymBaeThes Bin 40% n0 90%, To mokasHuk y 65% BignoBigatume npudiau3uo S0 6amam.
Takuii migxig 103BOJISIE YHUKHYTH JOMIHYBaHHS OJHOIO IHIWKATOpa HAJl 1HIIUMHU ¥ 3a0e3reuye
31CTaBHICTh YCiX KOMIIOHEHTIB Y MEKax OJIOKY.

Baok C: Kiienrcbko-noBeainkoBuii 010k (Customer Behavior Block) ananizye kimtouoBi
MOKa3HUKH, II0 XapaKTePH3YyIOTh MOBEIIHKY KIIEHTIB Ta IXHIO JIOSUIBHICTH 0 OpeHny. o #oro
CKJIaly BXOSTH TPU OCHOBHI METPUKHU:

— nosiuyHa wiHHICTE KimieHTa (Customer Lifetime Value, LTV), mo po3paxoByeTbesi sK
N00YTOK CEpPeTHhOT0 YeKa, KUTbKOCTI MTOBTOPHUX MOKYIIOK 1 MapKHUHAJIBHOCTI,

— piBerp BiATOKY KiieHTiB (Churn Rate), sxwmii BigoOpakae YacTKy CHOXKHBAdiB, IO
MIPUIMHUIIY CITIBIPALIIO 3 KOMITaHI€I0;

— koe¢imienT pexomennaniii (Referral Rate, RR), mo Bu3Hauae 49acTKy KII€HTIB, SKi
MIPUHIIUIHA 32 PEKOMEH/IAIIEI0 THITNX CITOKHBAYiB.

dopmyiia po3paxyHKy KII€EHTCHKO-ITOBEIIHKOBOTO OJIOKY Ma€ Takud BUTIA (AuB. HopMyiTy
4):

Blocke = ¢ - LTV + ¢z - (1 — Churn) + c3-RR (4

e l;, ’07,@ — BaroBi KoeimieHTH, M0 BiJOOPaXKaro0Th BIIHOCHY BAKJIMBICTh KOXKHOTO 3 TMOKa3HUKIB
y Mexax OJIoKy.

VY KITE€HTCHKO-TIOBEAIHKOBOMY OJIOII BCi MOKA3HUKU TAKOX 3BOASATHCS 10 €IWHOI mKamu 0—
100. ns nosiunoi miHHOCTI KiieHTa (LTV) Oeperbest Alana3oH 3Ha4eHb, XapakKTepHUN JUIS raiysl,
a00 X ICTOpUYHI JaHi camoi kKommaHii: Hanpukiaa, skio LTV komusascs Bix $200 no $1200, To
$700 micns HopMmanmizarii BignosigaTume npubau3Ho 50 Gamam. J{ims Churn Rate 3actocoByeThCst
iaBepcis (1 — Churn), mo6 BuIla OI[iHKa O3HAYalla Kpaluil pe3yabTaT; TUIIOBO OPIEHTUPOM CIYTY€
niana3zon 5-40% siaroky. Jns Referral Rate (RR) mixana BU3HauaeThCs 4acTKOIO KIIEHTIB, SIKI
npuinom 3a pekomengaiismu: Big 0% (0 6aniB) go ymoBHux 50% (100 6amiB), mio BigmoBimae
BUCOKOMY pIBHIO OpraHi4HOi JIOSJIBHOCTI. 3aBASKM Takid HopMamizamii OJIoKk BigoOpaxae
KOMIUIEKCHUIM CTaH BIJHOCHH 13 KII€HTaMH, JO3BOJSIOYM IHTETPYBaTH TMOBEIIHKOBI acCleKTH Y
3arajibHy OIIHKY MapKETHHTOBOTO 3POCTaHHSI.

baok D: EdexruBnicts nudposux kanaiais (Digital Channel Performance Block). Leit
0JIOK OIIIHIOE Pe3yJIbTaTUBHICTH IU(MPOBUX MAPKETHHTOBUX KaHAIIB, sIK1 3a0€3MEUYIOTh OXOIUJICHHS,
B3a€MO/III0 Ta KOHBEPCII0 KOPUCTYBaviB. BiH BKIIIOYA€ TpU KIFOUOBI METPUKH:

— 1iHmekc edextuBHOCTI momrykoBoi ontumizamii (SEO Score, SEOS), mo BigoOpaxkae
3pOCTaHHs OpraHiyHoro Tpadiky, KUIbKICTh HIboBUX 3anuTiB y TOII-10 1 moka3HuK
kiikabenpHOCTi (CTR) B mourykosii Buaayi;

— piBeHb 3amyudeHOCTi B comiadbHuX Mepexax (Social Media Engagement, SME), skwuii
BUMIPIOETHCSL  CHIBBIJHOLIEHHSM JIaliKiB, KOMEHTapiB 1 MOUIMPEHb [0 3arajibHOl KIJIBKOCTI
MAIACHUKIB;

— xkoedimient konBepcii (Conversion Rate, CR), skuili BuU3HAya€e 4YacTKy BIJIBilyBauiB
M (POBUX KaHATIB, IO CTATH PEATbHUMHU MOKYIISIMH.

®opmyna po3paxyHKy 010Ky Mae Takuil BUTIsiA (AuB. hopmyity S):

Blockp = dy - SEOS + d - SME + d3 - CR (5)


https://doi.org/10.26661/2522-1566/2025-3/33-09

MANAGEMENT AND ENTREPRENEURSHIP: TRENDS OF DEVELOPMENT
eISSN 2522-1566
ISSUE 3 (33), 2025

JIaWKU+KOMeHTapi+NoMUpeHHS

e FME -

—— , X 100%;
KUIBKICTb IIAITMCHUKIB
Ie ICT, do, ILT — BaroBi Koe(imieHTH, MO BiOOpaXarOTh BITHOCHY BaXUINBICTh KOXKHOTO 3 TIOKa3HHUKIB

y Mexax OJIoKy.

VYeci nokasnuku 610Ky D mepeBoaarses B mkany 0—100 s 3a0e3nedeHHst MOpiBHAHHOCTI.
st SEO Score (SEOS) 6a3or0 BUCTyNarTh K JUHaAMiKa OpraHidHOro Tpadiky kKommaHii, Tak i
puHKOBI OeHumapku: Hampukian, 30% xmoyoBux 3amutiB y TOII-10 moxe Biamomimatu ~50
6anam, a monag 70% — 90-100 Gaumis. s Social Media Engagement (SME) BukopucToBy€eThCS
BIJIHOCHA METPHUKA — BIJICOTOK 3aJIy4eHHX KOPHCTYBauiB BiJl 3arajbHOi KUIBKOCTI ITiIMUCHUKIB;
cepe/iHi 3HaYCHHS B PI3HHUX Tainy3sax KoiauBaroTbes Bif 1% n0 10%, Tomy 5% MoKHA TpakTyBaTH SIK
cepenHiii pieHs (~50 6aiiB). Conversion Rate (CR) Takosx OIIHIOETHCS BITHOCHO Taly3€BUX HOPM:
SKIIO cepelHsl KOHBepcis y cdepi e-commerce cTaHOBUTH 2—3%, TO pe3ynbrar y 1% Bimmosimae
20-30 Oamam, a 5% 1 Oimpme — 90+. Hopmamizarmiss 3a NPUHIMAIIOM «MIiH—MAaKC» J03BOJISIE
00’€KTHBHO TIOPIBHIOBAaTH KaHaIH 3 pizHOI mpuponor (SEO, commepexi, miuatHuii Tpadik), a
3Ba)KEHE arperyBaHHS 3a0e3lnedye IHTErpoBaHy OLIHKY e(eKTHMBHOCTI HU(POBUX KaHATIB Yy
MapKETUHTOBIN CUCTEMI KOMITaHii.

Baok E: InnoBaniiiHo-opranizauiiinmii 00k (Innovation & Organization Block)
BUMIPIOE 3/IaTHICTh KOMIIaHIi 70 TEXHOJOTIYHOTO PO3BHTKY, aBTOMATH3allii MapKETHHTOBUX
NPOILIECIB Ta BIPOBAPKEHHSI HOBUX HU(POBHUX KaHATIB KoMyHikamii. [lo #oro ckiamy BXOAATH TPU
KITIOYOBI METPHKHU:

— piBeHb aBTOMAaTH3allli MapKETHHTOBUX mporeciB (Automation Level, AL), skuii ormiHioe
BUKOPUCTaHHS TaKUX IHCTPYMEHTIB, K email-po3cmiku, yat-60tu Ta CRM-cucremu;

— piBeHb uupponoi kommereHTHocTi Komanmu (Digital Team Competence, DTC), mo
BiJoOpa)ka€ 3MaTHICTh CHIBPOOITHUKIB €(EKTHBHO BHUKOPUCTOBYBATH CyYacHi MapKETHHTOBI
TEXHOJIOT'1;

— a TaKoX TOKa3HUK BrpoBa/keHHs HOBHMX KaHamiB (New Channels Launch, NCL), skuii
BU3HAa4Ya€ KIJIbKICTH ab0 SKICTh HOBUX LUPPOBUX IUIATGOpPM, IHTETPOBAHUX KOMIIAHIEO
(manpuxnan, Buxina y TikTok abo mapkermiieticn).

dopmyia po3paxyHKy OJ0Ky Mae Takuid BUrisA (AuB. popmyiy 6):

Blockg = e; - AL + e5 - DTC + e3 - NCL (6)

e l;, l;, @ — BaroBi koeQilie€HTH, 10 Bi0OPaKarOTh BIJIHOCHY BaXKJIMBICTh KOKHOTO 3 MOKA3HHKIB
y Mexax OJIoKy.

Jns ouinku Onoky E yci Tpu nokasHuku npuBosaatses 1o mkanu 0-100, mo no3Bossie
MOPIBHIOBATH KOMIMAaHIi 3 pi3HUM piBHEM LudpoBoi 3pinocti. PiBeHb aBromatusauii (AL) moxe
BUMIPIOBATHUCS SK YacTKa aBTOMATH30BaHMX IMPOILECIB Yy 3arajbHii KUIBKOCTI MapKETHHTOBHX
3a/a4u; HaAMpHUKIAJ, SKIIO0 aBToMaTu3oBaHo Jjuire email-po3cunku (10-20%), e BigmoBimae
Hu3bkoMy piBHIO (10-20 OaniB), Toai sik inTerpoBaHa CRM i3 yar-60oTamMu Ta MapKETHHTOBOIO
aHamitTukoro TarHe Ha 80-90 OamiB. KommerentHicts koManmu (DTC) 3a3Buuail BU3HAYAETHCA
yepe3 TecTH, cepTudikailii abo KUIbKICTh CIEIaiCTIB, AKi MalOTh JOCBIA POOOTH 3 Cy4yaCHUMH
iHcTpymMeHnTamu (Google Ads, Meta Business Suite, HubSpot Tomo). Hosi kanamu (NCL)
OLIIHIOIOTHCS 32 YacTOTOI Ta €(PEeKTHUBHICTIO BIPOBA/DKEHHS: 3alyCK 1—2 10aTKOBUX KaHAJiB
npotsaroM poky gae 40-50 OaniB, ToAl sIK cucTeMHa ekcraHcis B Kibka miaatrgopm (TikTok,
MapKeTIUIeHCH, MOAKACTH) 13 BIJUYyTHUM BHECKOM Yy Tpadik i mponaxi Binmosinae 80+. Takum
gyuHoM, Block E pno3Bonse moGaynT, HACKUIBKM KOMIIaHis TOTOBAa HE JIMINE MiATPUMYBATH
MOTOYHUI piBEHb, a i PO3BUBATHUCS 32 paXyHOK IHHOBAIlIl Ta OpraHizaiiifHoi ClIPOMOKHOCTI.
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[Ticns oO4HMCIIEHHS 3Ba)XEHOI CyMH ITATH OCHOBHHMX OJokiB iHmekcy HMGI, HeoOximHO
BpaxyBaTH CTYMiHb IHTETPOBAHOCTI MApKETHHTOBHX AaKTHBHOCTEW mianpueMcTBa. s 1bOro B
METO/IOJIOTIT 3arpoBaKy€eThCs cHHepriiiHuii koedinienT (SynC), sSkuil € BaXKJIIMBUM €JIEMEHTOM
IHTErpaJIbHOI OLIHKM MapKeTHHTOBOi e(eKTHBHOCTI. BiH BimoOpaxkae piBeHb Y3rOJKEHOCTI Ta
B3a€MOIIJICUIICHHSI MapKETUHIOBUX 3YCHJIb, IO 3[{IHCHIOIOTHCS MiIPUEMCTBOM. 32 BUCOKOTO PIBHS
KOOpJAMHAIT MK yciMa OJIOKaMM JTOCATA€ThCS CUHEPriMHUN e(peKT, SKUH MiACUIIOE 3aralbHUN
pesyabTaT. HaTomicTh 3a BiICYTHOCTI 1HTETPOBAHOIO IMAXOAY OKpEMi MAapKETHHTOBI 1HIIIATHBH
MOXYTb JiSITH 130JIbOBAHO, IO 3HUKYE iXHIO €(DEKTUBHICTD.

dopManbHO CHHEPTiHHUNA KOe(DIIIEHT BHU3HAYAETHCS 3a TAKOI 3AJICKHICTIO (AUB. GopMyTy
7):

SynC =1+6(1+2) (7)

ne:
— A (0=A<1) — ekcmepTHa OIlIHKA pPIiBHSA Y3rO/UKCHOCTI MapKETHHTOBUX 3ycwib: A=0 o3Havae
BiJICYTHICTh €JJMHOI CTpaTerii, KO’KeH KaHall Ipalloe aBTOHOMHO; A=1 — TIOBHA IHTerpallisi, HeHTpaIi30BaHe
ympaBIiHHS KoMyHiKamisimu ta equHa CRM-cuctema. Ha mpakTuimi A MOXKHa OTpuMaTH Yepe3 BHYTPIITHE
ONMUTYBaHHS MCHEDKMEHTY ¥ KOMaHIU 3a YSKJIICTOM i3 5—7 3amuraHb («4M € €IMHa CTpaTeris KaHaiB?»,
«un interpoBani CRM Ta anamiTHka?», «4d KOOPIUHYETHCS POOOTa 3 KOHTECHTOM 1 PEKIaMoio?»).
Pesynpratu HOpMytoThCs B iHTepBan 0—1.

— 0 (0<0<1) — ramy3eBwii Koe(ili€eHT CHHEPTii, 0 BimoOpaskae cepeaHiil piBeHb OIATKOBOTO e(peKTy
BiJ] OEJHAHHSI MapKETUHTOBUX KaHANIB y MeBHIH ranysi. Y B2B neit edexr pummii (6~0,4-0,5), ockiibku
KOMOiHaIlisI KaHATIB 3HAYHO MiABHUINYE Pe3yibTaT (HANpHKIan, KoHTeHT + email + moxis). ¥ FMCG Bin
Hwkani (6~0,2—0,3), 60 KOXeH KaHal Tpaiioe OibIll aBTOHOMHO. 3HAYeHHS BHU3HAYAIOTHCA HA OCHOBI
rajly3eBHUX JOCHiKeHb, OenumapkiB (Nielsen, McKinsey, WFA) abo ekcriepTHHX OI[IHOK.

Takum unHOM, 3HaueHHss SynC moxe BapitoBatucs Bin 1 (MiHiManbHa cuHepris) Ao 1+20
(MakcUMaJIbHO 1HTETPOBaHAa MAapPKETUHIOBA CUCTEMA).

3nauyenHs iHaekcy HMGI nHaOyBae aHamiTUUHOI IIHHOCTI JIMIIE 32 YMOBHU HOTO MPaBUIILHOTO
TpaktyBaHHs. [1[o6 3a0e3nmeynTy NPAKTUYHY KOPUCHICTH 1HJEKCY, PO3POOJICHO KAy
iHTepnpeTanii, fKa J03BOJSE CHIBBIJHECTH KUIBKICHUH TOKa3HUK 13 PIBHEM MapKETHMHIOBOT
3piaocTi mignpueMcTBa. Takuil miAXiJ COpUs€e HE JIMILE OLIHII TOTOYHOTO CTaHy, a i (opMyBaHHIO
CTpaTEriYHUX OPIEHTUPIB JUISI MOJAIBIIOTO PO3BUTKY.

Otpumane 3HaueHHss HMGI no3Bosisie€ 311HCHUTH 1HTETpaJIbHY OLIIHKY PiBHS MapKETHHTOBOTO
PO3BHUTKY HianpueMcTBa. s iHTepnpeTalii iHaekcy BUKOpUCTOBYeTheA Mikaina Big 0 1o 100 6anis:

— HMGI nmxue 40 — cB1iAUUTH PO ICTOTHI MPOOJIeMH y peastizailii MapKeTHHIOBOi CTpaTerti.
Ile Moxe MpOSIBIATUCS Yy HU3bKIM (hiHAHCOBIN epeKTUBHOCTI, clabKii u@poBii NpUCyTHOCTI ab0
HEJIOCTaTHLOMY 1HHOBAIITHOMY MOTEHITial.

— HMGI y niamazoni 40-70 — Bkasye Ha cepenHiii piB€Hb MapKETMHIOBOi 3pPUIOCTI.
[linnpueMcTBO JEMOHCTpPY€E TMEBHI YyCHIXW, ajie 30epiraroThCsi aucOalaHCu MDK OJoKaMu
(HampuKJa, cuiibHa HU(POBA MPUCYTHICTH MPHU clIaOKiil poOOTi 3 KIIEHTCHKOIO JIOSAIBHICTIO).

— HMGI nonazg 70 — xapaktepu3ye BUCOKUN piBEHb MapKETHHIOBOi 3pijocTi. Taki KoMmaHii
e(pEeKTHUBHO IHTErPyIOTh IHCTPYMEHTH, 3a0e3MedyloTh CHHEPril0 MK KaHajlaMH, HiATPUMYIOThH
KJIIEHTCHKY JIOSUTbHICTD 1 MatOTh C(OpMOBaHUI OpeHI 13 MO3UTUBHOIO PEIyTaIII€l0.

3anponoHoBaHa IIKajia € aJanTUBHOIO: 3aJIEXKHO BiJl Taly31 UM KOHTEKCTY JOCTIIKEHHS 11
MEX1 MOXKYTh YTOUHIOBATHCS, HanpuKian y ¢popmari Big 0 1o 10 abo 3 ypaxyBaHHSIM
cepeHborany3eBux 6eHumapkiB. Lle 3abe3neuye rHydKicTh IHTEpHIpETALil pe3ybTaTiB 1 3py4HICTh
BUKOPUCTAHHSA 1HAEKCY SIK Y A1arHOCTHII, TaK 1 y BIICTEKEHHI JTUHAMIKH 3MiH.

Inuterpansue 3HaueHHs iHgekcy HMGI nHaOyBae HalOUIbIIOl IIHHOCTI TOMI, KOJHU
BUKOPHUCTOBYETbCS HE JIMIIE SK aHAJIITUYHUN TIOKa3HMK, a K I1HCTPYMEHT MiJITPUMKHU
YIPABIIHCHKUX pillleHb. Moro cTpykTypa 103BOjIsE€ He MPOCTO 3adikCyBaTH CTAaH MapKETHHIOBOI
CHCTEMH, a i ONepaTUBHO pearyBaTu Ha BUSBIIECHI MPOOJIEMH, KOPUTYBAaTH CTpaTerii Ta IJIaHyBaTH
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po3BuToK. 3aBnsku oMy HMGI Moxke OyTH epeKTHBHO IHTETpOBAaHUH Yy MPAKTHKY YHpPaBIiHHS
MCB. Hux4de po3riisiHyTO KIIFOUOBI HANPSIMHA HOTO 3aCTOCYBaHHS.

[lepmmM HampsSMKOM 3aCTOCYBaHHS € caMmojiarHOCTHKa Ta ayaut. OuixntoBanHs HMGI na
peryJsipHiii OCHOBI (HaINpUKJIAJ, MOKBApTaabHO ad0 pa3 Ha IiB POKY) A03Bojsie KepiBHUKaM MCh
3MIMCHIOBATH KOMIUICKCHUM  ayJUT MAapKEeTUHTOBOI  MisIbHOCTI. JIJIs  1hOTO  JIOIIBHO
BUKOPHUCTOBYBATH YEK-JIUCT 13 KJIFOUOBUMM 3allUTAaHHSIMU Ta METPUKAMHU Ul KOXKHOI'O KOMIIOHEHTA
1HACKCY. 3aloBHIOIOYM i JaHi, MANPUEMCTBO OTPUMY€E CyOiHIEKCHM Ta 3arallbHUN Oal, 1o
JI03BOJISIE BUSIBUTH MTO3UTUBHY AMHaMiKy a00 mpoOJeMHI aclieKTH MapKeTUHIoBoi crparerii. Takuit
aHaji3 JONOMarae BHU3HAUUTH, $IKI HaNpsMH MapKeTHHTY JIEMOHCTPYIOTh 3pOCTaHHS, a sKi
noTpeOyroTh KOPUT'YBaHHS.

JIpyrum HarpsIMKOM 3aCTOCYBaHHS € BUSBJICHHS CHIIBHUX 1 crabkux ctopin. Posnoain HMGI
Ha OKpEMI CKJaJ0Bl Jla€ 3MOry JETaJbHO IPOAHAJI3yBaTH KOXEH acleKT MapKeTHHIOBOT
nisutbHOCTI. Hanpukitan, Ko iHaeKe B3aeMO/Iii 3 KIIIEHTAMH CYTTEBO HIDKYHM 3a 1HII MOKa3HUKH,
1€ MOXE CBIIYUTH MPO HEAOCTATHIO €(PEKTUBHICTh MpOrpaM JOAIBHOCTI a00 HHU3BKY SKICTh
00CITyroByBaHHs. Y TaKOMY BHUIAJKy KEPIBHUIITBO MOYKE YXBAJIUTH PIlIEHHS 11010 BJIOCKOHAICHHS
CepBiCcy, AKTHUBHIIIOTO 300py 3BOPOTHOrO 3B’s3Ky a00 pO3IIMUPEHHS KIIEHTOOPIEHTOBAHUX
HIIIATUB.

Sxmo >k cnaOkuM  MiclleM BUSIBUTHCS BHYTPILIHIA MapKeTHHI, BapTO I1HBECTYyBaTH B
MiABUIIEHHS KOMIIETEHTHOCTI CHIBPOOITHHUKIB, 3aJIyYUTH MapKETHHTOBUX KOHCYJIBTAHTIB ISt
po3pobku edexTuBHOI cTpaTerii abo Kpale AOHECTH KOPHOpaTHBHY Micito 10 KomaHau. Tomy
4eTBEPTUM HanpsMKoM 3actocyBanHs HMGI € BukopucTanHs HOro sK CTpaTteriuHuil opieHTUp, Mo
J0NIOMarae MiANPUEMCTBAM €(EKTUBHO PO3NOAUIATH OOMEXEHI pPecypcu Uil MaKCUMalbHOI'O
T IBUIIICHHS] MAPKETUHTOBOT €)EKTUBHOCTI.

[I’ssTUM HampsIMKOM 3aCTOCYBaHHSI € MOHITOPHUHI Tporpecy Ta moctaHoBka mineid. HMGI
J03BOJISIE TIIIPUEMCTBAM HE JIMIIE aHAJIi3yBaTH MOTOYHUN CTAaH MApKETHHTOBOI MISIIBHOCTI, a ¥
BCTaHOBJIIOBAaTH KOHKPETHI IUJIbOBI MOKa3HUKU Ha NMEBHUM mnepioa. Hampukman, koMmnaHis Moxe
MIOCTaBUTU METYy MIJBULIUTH 3arajibHuil iHaekc 13 60 mo 75 6GamiB 31 100 mporsrom poky,
30CepeIMBIINCh HA BJIOCKOHAJEHHI 1HTETPOBAHOCTI MapKETMHIOBHUX KaHamiB. J[OCATHEHHS I[bOTO
MOKa3HUKa MOKE IependadaTtd Taki 3axoqu, sk BHpoBakeHHs CRM-cucremu, HalamTyBaHHS
HACKpI3HOI aHAJIITUKHU, MPOBEJICHHS CIUJIBHUX TPEHIHTIB JUIs BiAJIUIIB MapKeTHHTY Ta MPOAAXKIB
tomo. Yepe3 pik mnoBropHa omiHka HMGI nomomoske BH3HAYUTH, YH BIAIOCA JTOCSITTH
3arIaHOBaHOrO mporpecy. Takui KUTBKICHUH MIAX1J A0JAa€ 00’€KTUBHOCTI Y MpPOLEC MPUNHHATTS
YIPaBJIIHCBKUX pillIeHb, 10 € OCOOJMBO BAXJIMBUM JJIi MajluX HiANPHEMCTB, JIe CTpaTeriuHe
IUTaHYBaHHS 4acTo 31HCHIOETHCS IHTYITUBHO.

HloctuM HampsMKOM € TOPIBHAHHS 3 raimy3eBMMH OeHumapkamu. [llumpoke 3acTocyBaHHs
HMGI nae MoxnuBIiCTh MiATPUEMCTBAM MOPIBHIOBATH CBOI PE3YyJIbTATH 13 CEPEIHOCTATUCTUYHUMU
MoKa3HUKaMHM raiysi abo periony. Hampuxian, skmo cepenniit ingekc HMGI ans pecropannoro
013HeCy B KOHKpETHOMY MicTi cTaHOBUTh 70, a y meBHOro 3akiany jgumie 50, 1e Moke CBIIYUTH PO
HEOOXITHICTh MAapKETUHTOBUX YJOCKOHANEHb. 3 1HIIOro OOKY, KOMIaHii 3 BUCOKUMH 3HAYEHHSIMHU
HMGI MOXyTh BHKOPHCTOBYBAaTH 1€l IOKa3HHWK SK KOHKYpPEHTHy mnepesary. Hanpuxknan,
MPOJIEMOHCTPYBABIIIM MMapTHEpaM, I1HBECTOpaM a00 TOTEHI[IHHUM KIII€HTaM 3pLUIICTh CBOIX
MapKETHUHTOBUX MPOILIECIB, MIIPUEMCTBO MOXKE IMiIBULIUTH CBOIO MIPUBAOIUBICTh AJIs CIIBIIpalli.

I ocTanHiM, POTE HE MEHII BaXJIMBUMH, HAIIPSIMKOM € IIPOrHO3YBaHHA ycCIiXy. TeopeTudHo,
Brucokuii piseHb HMGI kopemntoe 3 MO3UTUBHOIO TUHAMIKOIO KIIFOUOBHUX O13HEC-TIOKA3HUKIB, TAKUX
SIK 3pOCTAaHHS BUPYYKH, IPUOYTKOBICTb 1 YaCTKa PUHKY. BifcTeXyt0un TMHAMIKY 1HJEKCY, BITaCHUK
MCB Moxe mporsHozyBaTd MalOyTHIH pO3BUTOK Kommadii. Hampukiazn, cyTTeBe miJBUIECHHS
HMGTI mpoTsirom poKy Mo>Ke CUTHAJII3yBaTh PO 3pOCTaHHS JIOSIIBHOCTI KJIIEHTIB Ta BITI3HABAHOCTI
OpeHy, 1110, CBOEIO YEPror0, CHPUITUME 30UIbIIEHHIO POAaXKIB y MallOyTHROMY. BosiHouac pizke
3HWKEHHSI 1HJIEKCY MOXKE CTaTW pPaHHIM CUTHAJIOM MpO MOTEHLIHHI MpoOJieMH, HaBiTh SKIIO
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MOTOYHI (pIHAHCOBI TIOKA3HHWKH 3aJIMINAIOTHCA cTabinbHuMU. lle 103BoJisE  KEpiBHUIITBY
HiANPHUEMCTBA 3aBYACHO BXKUTH KOPUTYBAIBHUX 3aX0J(iB 1 YHUKHYTH KPU30BUX CUTYAIIi.

Bapro 3a3naunTu, mo st epekruBHOro BukopuctanHs HMGI B mamomy Ta cepemnbomy
0i3HeCi HEOOXIHO CIPOCTUTH mporec 300py nanuxX. OCKUIbKH Majauii Oi3HEC He 3aBXKIH Mae
JIOCTYIl 10 (hopMasi30BaHUX MAapKETHHIOBUX IIOKA3HUKIB, METOOJOrisl MOXe Iependadatu
BUKOPUCTAHHS ONUTYBAJIbHUKIB, €KCIIEPTHUX OI[IHOK BJIACHHKA a00 MEHEKEPiB Ha OCHOBI SIKICHHX
kputepiiB. He3Bakaroun Ha neBHy CyO’€KTHBHICTh TaKOI'O IMIAXOJy, CUCTEMaTHYHE 3aCTOCYBaHHS
1H/IEKCYy JT03BOJISIE BIJICTEXKYBATH IUHAMIKY MAapKETUHTOBOI €(DEeKTUBHOCTI MiAIPHEMCTBA.

Jlnst kpamoro po3ymiHHs npakTu4HOi miHHOCTI Holistic Marketing Growth Index mortinpHO
MOPIBHATH HOTO 3 IHIIMMU MOMIUPEHUMH M1IXO0JaMHU 10 OLIIHKH MapKEeTHHIOBO1 €()eKTUBHOCTI, 110
BUKOPHUCTOBYIOTBCSI B MAJIOMY Ta CEpeAHbOMY Oi3HECH:

1. HMGI vs. noogunoki KPI. Ha BinmiHy Bij mMozeseid, OpieHTOBaHMX Ha OJWH a0bo
KUTbKa 130Jb0BaHUX ToKa3HUKIB (Hampukian, ROI uu NPS), HMGI 06’enHye HU3KY KIFOYOBHX
MapkeTHHToBUX (pakTopiB. Lle 3a0e3medye OuUTbIn OararoBUMipHE OadeHHS CTaHy MapKETHHIOBOI
nisiibHOCTi. Hampukian, Bucokuii mokazHuk ROI y moegHaHHi 3 HU3BKUM PiBHEM KIIEHTCHKOI
JIOSTTBHOCTI MOJKE CBITYMTH PO HECTIMKHIA XapaKTep 3pOCTaHHS, 1 TAKHH AUCOATaHC BUSBISETHCS
3aBasku cy6innekcam HMGI. BoaHouac, arperoBane 4uciioBe NMpeCTaBICHHS 1HJIEKCY IMOJIETIIYye
KOMYHIKAIIF0 pe3yJbTaTiB JJIs BHYTPILIHIX 1 30BHIMIHIX cTeikxoiaepiB. Takum ynnom, HMGI ne
3amiHioe fetanizoani KPI, ane ciyrye iHTerpaqbHUM CTPATETIYHUM OPIEHTHPOM.

2. HMGI vs. ¢inancoBi mokasHuku. Maii Ta cepeqHi MiANMPUEMCTBA TPaTUIIIHO
OLIIHIOIOTh €(EKTUBHICTh MapKETUHIY uepe3 3pOCTaHHSA BUTOPry abo uyactku puHky. HMGI
BKJIFOYa€ (piHAHCOBHMI KOMIIOHEHT, OJJHAK TaKOXX BPAaXOBYE MEPEAYMOBH JOCSITHEHHS (iHAHCOBHX
pe3yNbTaTiB, 30KpeMa CTaH KIIEHTChKOI 0a3u, pemyTaliiiHuil Kamitan OpeHay Ta BHYTpIillHI
opranizaiiiiai nporecu. lle poOUTH 1HIEKC TPOTHOCTUYHHM: BiH JIO3BOJISE OIIHUTH HE JIMIIE
IIOTOYHI JIOCSTHEHHs, a ¥ MOTEHLial JUIsl MOJANbLIOro 3pOCTaHHA. SIKIIO (iHAHCOBI pe3yibTaTu
TUMYACOBO MO3UTHUBHI, ane 1HmI 0soku HMGI MaroTh HU3BKI 3HAYEHHS, 11€ MOXKE CUTHAJI3yBaTH
PO HECTINKICTh PO3BUTKY.

3. HMGI vs. Balanced Scorecard. Ha Binminy Bin Balanced Scorecard (BSC), sixa €
3arajibHOO13HECOBOIO CHCTEMOIO yIpaBiiHcbKoro KoHTpoiro, HMGI 3ocepemxenHuil BUKIIOUHO Ha
MapKeTHHTOBIN cdepi. [Haekec MoXKHa po3IisgaTH K aAalnToOBaHy Ta CIPOLIEHY MoJenb (iocodii
BSC, opienToBany Ha cnenudiky manoro Ta cepenHboro OizHecy. Skmo BSC mnepenbauae
IHAUBIAYaIbHY pO3pOOKY MOKa3HUKIB JUIsl KOKHOI nepcnektuBu, To HMGI nmpornonye Bxke roroBy
CTPYKTYpy 3 I’ATH OJIOKIB, IO MOJIErmye Horo 3actocyBaHHs. OOuaBa IHCTPYMEHTH MOXXYTb
e(eKTUBHO JIONOBHIOBATH OJMH OJHOTrO: MiJCHCTEMY MapKeTuHry B pamkax BSC nominbHO
oLliHIOBATH 3a Jonomororo HMGI.

4. HMGI vs. mapkeTHHroBMii ayauT / OmiHKA Bil KOHCAJITHHIrY. MapKeTUHroBHii
ayquT 3a3BMYail Mae SKICHUM, ONMHUCOBMH XapakTep 1 € pPa30BOI0 1HILIATUBOIO, KA BUMAarae
3a;myuyeHHs 30BHIHIX ekcriepTiB. HMGI, HaBnaku, € KUIbKICHUM 1HCTPYMEHTOM, NPU3HAYEHUM JIJIs
pEryJsipHOTO  caMocTiifHOro BuKopuctanHs. [lompu 1e, 3micToBHe HamoBHeHHs HMGI
MEPEeTUHAETHCS 31 CTPYKTYPOIO MApKETHHTOBOTO ayIUTY, OCKUIBKM OXOIUTIOE Ti caMi KITHOYOBI
€JIEMEHTH — CTpPATErilo, KaHaIH, KII€EHTIB, pe3yibTaTu. [ '0JI0BHA BIAMIHHICTh MOJSITAa€ y TOMY, 11O
HMGI no3Bosisie OTpUMaTH YHUCIOBY OLIHKY, sIKa MOXXe€ OyTH BHMKOpHCTaHa Uil JHHAMIYHOTO
MOHITOPHHTY 3MiH.

5. HMGI vs. moaeni arpudyuii (MMM / MTA). Mogneni Tuy MapKeTHHT-MiKC-
monemoBanHs (Marketing Mix Modeling, MMM) a6o 6ararokananbHoi atpudyuii (Multi-Touch
Attribution, MTA) € KOpUCHMMH MJisi OLIHIOBAaHHS BHECKY OKpEMHX KaHaJB y JIOCATHEHHS
LIJTOBUX MOKAa3HUKIB, Hacamiepea mpojaxiB. BoHu 3ocepemkeni Ha TakTuyHoMy piBHI. HMGI,
HaTOMICTb, MAa€ CTpaTeriyHuil (Qokyc 1 OIiHIOE 3arajbHy 30aJ1aHCOBAaHICTH Ta 3pLIICTh
MapKeTHHroBoi QyHKii. KpiMm Toro, iHIeKC OXOIIIIOE aCIIEKTH, SIKI HE MOXYTh O0yTH (hopmMaiizoBaHi
yepe3 MaTeMaTHYHe MOJIETIOBAHHS, SIK-OT BHYTPIIIHA KyJbTypa a0o piBeHb JiIKUTAI-KOMIIETEHIIIH
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nepconaity. Takum ynHoM, HMGI He € anbTepHaTHBOIO 3a3HAYEHUM MOJIEINSIM, a PaJIIe TOMOBHIOE
X, 103BOJISIFOYM 1HTETpyBaTH pe3yibraty MMM / MTA y BianoBiaH1 CyOiHIEKCH.

VY3aranpHIOIOYM BUUIIEBUKJIAJEHE, MOKHa cTBep/kyBatd, mo HMGI € komiuiekcHuMm Ta
aJanTOBaHUM IHCTPYMEHTOM IS OLIHKH MapKETHHTOBOI €()EKTUBHOCTI B YMOBaxX OOMEKEHHX
pecypciB, IpUTaMaHHUX MaJIOMy Ta cepelHboMy Oi3Hecy. [HIeKkc BimoOpa)ka€ KIFOYOBI YMHHUKH,
Ha SKI 3BEpTa€ yBary CydacHa HayKoBa JiTepaTypa, a came KJII€EHTOOPIEHTOBaHICTh, PO3BUTOK
BHYTPIIIHIX KOMIIETEHI[I, iHTerpoBaHI KOMYHIKallii Ta cTpaTeriuHa LiHHICTh OpeHay. 3aBIsSKd
nboMy HMGI 3a6e3nedye niticHe YSBJICHHS MPO CTaH MAPKETHHIOBOI MISUIBHOCTI Ta MOXE OyTH
e(eKTUBHO BUKOPUCTAHUH y MPAKTHIIl yIIPABIiHHS.

BUCHOBKUA

V crarrti 3anpononoBano Holistic Marketing Growth Index (HMGI) sik minicHu# iHCTpyMEHT
JUIS OLIIHIOBaHHS MapKeTHHroBoro 3poctanHs MCDB, mo 00’eqHye m’sTh BUMIpIB ((piHAHCOBUH,
OpEHIIOBH, KIIIEHTCHKO-TTOBEIIHKOBUH, €(QEKTUBHICTh UU(PPOBUX KaHAIIB, OpraHi3amiiHO-
IHHOBAIlIHMI) y €IUHY IHTEpPHpPETOBaHy MIKaly. [HIeKc ycyBae (hparMeHTapHICTh TPaJAULIHNHUX
MiAXOIB, Ja€ 3MOTY BHSBIATH CHJIbHI / CiaOKi 30HM, BHUKOHYBAaTH NPOCTUH OEHUMApPKIiHT i1
BIJICTe)KYBaTH JAMHAMIKy, THM CaMUM MIATPUMYIOYH OOTpyHTOBaHE OMOKETYBaHHS Ta
npioputuzaito iHimiatuB. OOMEXEHHS MOCHIPKEHHS IOB’A3aHI 3 JOCTYIHICTIO Ta SKICTIO
BuxigHux ganux y MCB, ekcriepTHOIO NPUPOAOIO Bar 1 BIACYTHICTIO IUPOKOT eMITIPUYHOT BaJti1arii
B pI3HMX Taly3fxX Ta YMOBax pHHKY. [lepCHeKTHBM TOJANbIIMX PO3BIJOK Iepen0dadaroTh:
emnipuune TtectyBanHd HMGI Ha BuGipkax koMmmaHiid pi3HUX CEKTOpIB 1 MaciTabiB, MOPIBHSIHHS
BapiaHTIB HOpMai3alii Ta BaryBaHHA (y T.4. JaHO-KEPOBAHMX) 1 aHAI3 YyTJIMBOCTI, KaJiOpyBaHHS
ray3eBux OEHUMapKiB Ta MOPOTOBUX 3HAYEHb IHTepHperanii, iHTerpaimito 3 MMM / MTA a6o
eKCTICpUMEHTAIBHUMH JIM3aliHAMH JUTS OI[IHKH 1HKPEMEHTAJbHOCTI, aJanTaiilo iHCTpyMEHTa IIiJ
pi3HI Mojenl AaHUX (BiA CIPOLIEHUX ONMUTYBAJIBHUX 1HIUKATOPIB JO aBTOMATHU30BaHOIo 300py 3
CRM / ananituku). OdiKyeTbes, IO peaiizaiis WX KPOKiB miaBUIIMTh HamiiHicth HMGI 1
PO3LIUPUTH HOTO 3aCTOCOBHICTH SIK MPAKTUYHOI'O CTAaHAAPTY OLIHKKA MapKeTUHroBoi 3pinocti MCh.
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The article explores a holistic approach to assessing marketing growth in small and medium-
sized enterprises (SMEs). This approach is intended to replace fragmented metrics that capture only
isolated aspects and often focus on short-term outcomes. The purpose of the study is to propose the
Holistic Marketing Growth Index (HMGI) as an easy-to-use yet comprehensive tool that
demonstrates how marketing contributes to overall company growth. The subject of the research is
the systemic evaluation of marketing performance across several groups of indicators: financial
results, brand strength, customer behavior, effectiveness of digital channels, and the company’s
internal capacity for renewal and development.
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The HMGI method consists of several steps. First, the relevant indicators are selected. Next,
they are normalized to a common scale to ensure comparability. Each group of indicators is then
assigned a weight, and all results are combined into a single index. The method also provides for
comparison with typical industry benchmarks and tracking of dynamics over time. This procedure
makes the data easier to interpret and allows managers to identify what is working well and what
requires attention quickly. An illustrative example demonstrates that an integrated view more
accurately reflects the real contribution of marketing to business growth than analyzing individual
KPIs. In addition, the index helps to detect interactions between channels and direct investments to
areas with the highest potential impact.

The findings indicate that HMGI can serve as a practical tool for business owners and
executives: it helps with planning, setting priorities, and clearly communicating decisions to teams
and partners. The scientific novelty lies in bringing diverse indicators into a single, coherent system
that can be updated and used for continuous monitoring. The practical value is reflected in the rapid
diagnosis of strengths and weaknesses of a marketing strategy and the support of accurate,
evidence-based decisions. Limitations include the quality of input data and the choice of weights.
Future research should focus on testing the model across different markets, validating it with real
companies, and expanding the set of indicators.

Keywords: marketing growth, small and medium-sized enterprises, marketing effectiveness,
integrated assessment, Holistic Marketing Growth Index (HMGI), marketing synergy.
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