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AHA/I3 BN/IMBY NEPCOHANI3OBAHMUX MAPKETUHIOBUX CTPATETIN
HA ®IHAHCOBI MOKA3HUKU TA NOAJIbHICTb B2B K/NIEHTIB
BITYN3HAHUX ENEKTPOTEXHIYHUX KOMMAHIN

Cmamms npucesuena ananizy 6nauUgy NepCcoHANi308AHUX MAPKEMUHZ08UX CINPAmMe2itl Ha KIOY08I QIiHAHCO8] NOKA3-
HUKU ma aosnvHicme B2B knienmis 6imuuzuanux erekmpomexuivnux xomnaui. Ocobaugy ysaey 30cepedlceHo Ha GUKO-
pucmanti mooeneii Customer Lifetime Value (CLV) ma Customer Engagement Value (CEV) 0as oyinroanHs ekoHOMIY-
Hoi yinnocmi B2B kiienmis enekmpomexHiuHux KOMNAawnil y 00820cmpoKosiil nepcnekmugi. Pozenanymo ponv nepcoua-
J308aHUX cmpamezitl Yy opMy8aHHi 0iN08UX 36 S3Ki8 eleKmpOomexHiuHux Komnatiti 3 B2B kaiecumamu ma nioguujenni
pisHa ixHboi 3a00801enocmi. IIpoananizoearno cyuacui nioxoou 00 YNpagiiHHA KIIEHMCbKOW 0aA3010 3 BUKOPUCTHAHHS
CRM-cucmem ma ceemenmayii kniecnmie. Haconoweno na easxciueocmi inmezpayii (pinancosux i Heghinancogux mempux
07151 pO3POOKU MAPKEMUH2OBUX CIMpamezill, AKI CHpUsIOmb RIOGUWYEHHIO eheKMUBHOCHIT NPOOAICI8, SMIYHEHHIO KOHKYpe-
HIMHUX RO3UYIT GIMYUSHAHUX KOMAAHIU HA PUHKY 8UCOKOBOIbMHO20 001AOHAHHS.

Kniouosi cnoea: nepconanizosani mapkemuneosi cmpamezii, e1eKmpomexHiyii KOMNAHii, pUHOK UCOKOBOILIMHO20
obnaonanns, B2B knienmu.

ANALYSIS OF THE IMPACT OF PERSONALIZED MARKETING STRATEGIES
ON THE KEY FINANCIAL INDICATORS OF DOMESTIC ELECTRICAL
ENGINEERING COMPANIES AND B2B CUSTOMER LOYALTY

This article analyzes the impact of personalized marketing strategies on the key financial indicators of domestic
electrical engineering companies and the loyalty of B2B customers. The study emphasizes the significance of using models
such as Customer Lifetime Value (CLV) and Customer Engagement Value (CEV) to evaluate the economic value of
customers in the long term. The research highlights the role of personalized strategies in fostering emotional connections
with clients, enhancing their satisfaction levels, and retaining loyal customers, thereby contributing to the sustainable
growth of businesses.

The study explores advanced approaches to customer base management, including the integration of CRM systems,
predictive modeling, and customer segmentation. These tools and methods enable companies to identify behavioral
patterns among B2B clients and adapt their marketing efforts to meet specific client needs more effectively. The analysis
demonstrates that personalized marketing strategies optimize business processes, enhance sales efficiency, and
strengthen competitive advantages.

Particular attention is given to the integration of financial and non-financial metrics into adaptive marketing
strategies. The combination of these metrics facilitates comprehensive customer evaluations and strategic decision-
making aimed at maximizing customer profitability and engagement. By adopting such innovative approaches, electrical
engineering companies can achieve higher levels of customer retention, expand their market presence, and create
additional value for their clients.

The findings of this study underscore the necessity of adapting marketing strategies to address the growing demands
of B2B clients and the challenges posed by digital transformation. The integration of personalized strategies with

© Ilonko O.B, ®inaros B.B., 2025

99



Ne 198, 2025

Exonomiunuii npocmip

advanced technologies allows companies to stay competitive and maintain sustainable business growth. The research
provides a platform for further exploration of comprehensive customer value models, integrating financial indicators and
behavioral metrics into adaptive marketing strategies that enhance organizational efficiency and long-term profitability.

Keywords: personalized marketing strategies, electrical engineering companies, high-voltage equipment market, B2B

customers.
JEL classification: M31.

IMocranoBka npodaemu. CydyacHUH pUHOK BHCOKOBO-
JIBTHOTO OONaHAHHA BiJ3HAYA€THCS BICOKOI KOHKYDPEH-
Ii€}0 Ta IIBUAKAMH TEXHOJIOTIYHMMHU 3MiHaMH, IO CTa-
BUTH TIepe] BITYN3HIHUMH €NEKTPOTEXHITHIMH KOMITaHi-
SIMH HOB1 BUKIHKH. KimrouoBumu akTopamu popMyBaHHS
KOHKYPEHTHOI ITepeBary € IiJBUICHHS BUMOT 3aMOBHHUKIB
JI0 TIepcoHaNi3alil pillleHb Ta IHTerpalis Cy4yacHUX Hud-
POBHX IHCTPYMEHTIB y Oi3Hec-mporecH. [lepconanizoBaHi
MapKETHUHTOBI PIllICHHS 3MIIHIOIOTh JOBFOCTPOKOBI BiTHO-
CHHHU 13 3aMOBHHUKAaMH, IMiJBUIIYIOTH IX 3aJIOBOJICHICTDH 1
JOSITBHICTE, & TAKOXK ONTHUMI3YIOTh OTepalliiiHi BUTpaTH i
MOKPAIIyIOTh (hiHAHCOBI MOKA3HHUKH, TaKi SIK PEHTA0CIh-
HICTh aKTHBiB, TUHAMiKa IPOJJaXKiB Ta PiBEHB NeOITOPCHKOL
3a00pPTOBAHOCTI.

AanTuBHI MApPKETUHTOBI MOJIEII TOBEIH CBOO e(eK-
TUBHICTH y PO3YMIiHHI IOTpeO KIIIEHTIB 1 amanTanii Oi3Hec-
cTpareriii 1o IIBUKUX 3MiH PHHKY. AKTyaJlbHUM 3aJIUIIa-
€ThCs TIOAJIbLIE JJOCIHIKEHHS BIUIUBY NepcoHali3anii Ha
(biHaHCOBI IOKa3HUKHU EJIEKTPOTEXHIYHMX KOMIIaHii Ta
WIaThkHy qucuuiutiny B2B kinienTis. 3HauHui iHTEpEC 10
PO3pOOKH TepCOHANI30BAHUX CTpaTeTii, MUTAHHSA IXHBOL
e(heKTUBHOCTI y cerMeHTI BUPOOHHUIITBA BUCOKOBOJILTHOTO
00JaTHaHHS 3aCBITYNB 00’ €EKTHBHY HEOOXiTHICTh TOATh-
IIAX JIOCHI/DKEHb 3a BKa3aHOIO TEMAaTHKOI. 30KpeMa
BKpail akTyaJbHUM € aHaJi3 BIUIUBY NepcoHati3aii Ha ¢i-
HAHCOBI MTOKAa3HUKH JiSUTEHOCTI BITYM3HSHHUX €JIEKTPOTEX-
HIYHHAX KOMITaHiH Ta IIaTiXHY TucuuIutiny B2B kitieHTiB.

AHauni3 ocTaHHixX gocaikens i my6uikamiii. [IpoGie-
MaTHKa OIiHIOBaHHS KJIIEHTCHKOI IIIHHOCTI Ta 11 BILTUBY Ha
(hiHaHCOBI pe3yJIbTaTH KOMIIAHIH € OJHICI0 3 KIIOYOBUX Y
Cy4acHOMY MapKeTHHIOBOMY cepeoBuii. bararo Hayko-
BIIiB, SIK BITYM3HSHUX, TaK 1 3aKOPJOHHUX, MPHCBITHIN
CBO1 JIOCHIPKEHHS TUTAHHSM iHTerpallii piHaHCOBUX 1 He-
(hiHaHCOBUX METPHK Ul MOOYH0BH e(eKTHBHUX Oi3Hec-
cTpareriii KoMnaHii.

Jlo npuknany, HaykoBii Morgan N.A., Rego L.L. y
CBOTI HayKkOBi# mpari [15] mochiannm 3HAYYINICTh TAaKUX
Metpuk, sk Customer Lifetime Value (CLV) i1 Net
Promoter Score (NPS) npu nporHo3yBaHHI KJIIOYOBHX (i-
HAHCOBHX ITOKa3HMKIB, BKIIIOYAIOYN PEHTA0EIbHICTh BAJIO-
BOTO MPHUOYTKY, AMHAMIKY TPOJaXXiB Ta PHHKOBY YaCTKY.
3arnpornoHOBaHUH aBTOpaMH Mi/IXif aKIEHTY€E yBary Ha iH-
Terparii MeTpUK 3aI0BOJICHOCTI KITI€HTIB 1 piBHA 1X JIOSITB-
HOCTI B IIPOIIEC CTPATETIYHOTO MAapKETHHTOBOTO YIIPaB-
migasg. Reinartz W. Ta Kumar V. y [11] migkpecmroroTs
3HaueHHs1 CLV sk KJII040BOT METPUKH YISl OLIHKH €KOHO-
MIYHOT IIHHOCTI KJIi€HTIB. Pe3ynbraT MpOBEICHUX HUMHU
JIOCIIZKEHb 3aCBIIYYIOTh BaXKJIMBICTh MOOYNOBH JOBIO-
CTPOKOBHX BiJJHOCHH 3 KIIIEHTaMH.

Zeithaml V.A. y [17] 3ampomnoHyBana MoJeNb «JIaH-
IFOra MPUOYTKY MOCIYT», KA MOKA3ye 3B’ 130K MIX SIKICTIO
00CITyTOBYBaHHS, pPiBHEM 3aI0BOJICHOCTI KITI€HTIB, IXHBOIO
JOSTBHICTIO Ta (PIHAHCOBHMH TTOKa3HUKAMH KOMITaHIH.

100

Lemon K.N., Verhoef P.C. y [13] nocmignmu pons Gararo-
KaHaJubHOI B3aeMofil y (OpMyBaHHI KIIIEHTCHKOTO J0C-
Biny. [IpencraBneni aBTOpaMu MiAX0IW HaroJIOMIYIOTh Ha
BQ)KJIMBOCT] KOTHITUBHHUX, EMOLIIHKX 1 COLIaJIbHUAX acIie-
KTiB y TOOYJOB1 IEPCOHATI30BAHNX CTPATETiH.

V [6] CminsHens B.B. Big3Hauae BaKIUBICTh BUKOPH-
craniss CRM-cucrem amst aHami3y BEJIMKHMX JaHUX 1 Ipo-
THO3YBaHHS MOBEJIHKY KIIieHTiB. CBO€IO Yeproro, B [3] mi-
JIKPECITIOETHCSI POJIb IITYYHOTO IHTEJIEKTY IpH BIIPOBa-
JUKEHHI KJIIEHTOOPIEHTOBaHOTO MapkeTuHry. Iligxomu no
OIIiHIOBaHHS €(EKTUBHOCTI BUTPAT Ha 3TyICHHS KITIEHTIB
y m(poBHX cTpaTterisx HaBeAeHO B [2], 10 aIalTHBHOCTI
MapKEeTHHTOBHUX CTpATETiil y BiIHOBIEHHI JOBTOCTPOKO-
BuX BigHOCHH y B2B cermenri B [5].

JocmimkeHHsT HAyKOBUX MPallb 3apyOiKHUX 1 BITUH3-
HSHUX YYCHUX IiATBEPIKYIOTH, IO iHTETparis (piHaHCO-
Bux (CLV, CEV) i nedinancorux (CIV, CKV) nokasHukis
3a0e3meuye KOMIUIEKCHUH aHalli3 KIIEHTCHKOI IIHHOCTI.
BukopucraHHsl iHHOBAIIHHUX TEXHOJIOTIH 1 MEepCOHAII30-
BaHMX IIJXOJIB, CBOEIO YEProlo, CIPHSE IiIBUIICHHIO
KOHKYPEHTOCIIPOMOJXKHOCTI, (hiHaHCOBOi cTabiNBHOCTI Ta
BJIOCKOHAJICHHIO KIIIEHTCHKOTO JIOCBITY.

[IpoTe y BuIIe3ragaHNX HAyKOBUX Ipalsix HEAOCTaT-
HBO yBaru OPUAUISETBCS B3a€MO3B’SI3KY MK (piHaHCO-
BUMH Ta He(iHAHCOBUMU METPHUKAMH UIS BUMIpIOBaHHS
KIIIEHTCHKOT MIHHOCTI, SIKi MOXKYTh OyTH 3aCTOCOBaHi IS
ajlanTanii nepcoHaniz0BaHNX MapKETUHTOBUX CTpaTeTii y
PI3HMX ranmy3sx, 30KpeMa y MapKeTHHI'OBY AisSUIbHICTB yK-
paiHChKHX €JIeKTPOTEXHIYHUX KOMIaHiH.

Came 11e 3yMOBJIIOE aKTYaJIbHICTh, HAYKOBY Ta MPHUKJIA-
JIHY JOIIbHICTh 00paHOi TEMH JOCIIKSHHsI, BU3HAYAE il
METy Ta 3aBJaHH:.

MeTo010 HAYKOBOI'O JOCJiZKEHHS € KOMIUIEKCHE OIIli-
HIOBaHHS BIUIMBY II€PCOHANI30BAHMX MapKETHHIOBUX
cTparerii Ha (iHAHCOBI TOKa3HUKH E€JIEKTPOTEXHIYHUX
KOMITaHii Ta piBeHb JI0suIbHOCTI XHIX B2B-KkiienTiB. Oco-
OnMBY yBary NpuAiJIeHO aHajli3y B3a€MO3B’sI3Ky iHTErpa-
apHuX Merpuk Customer Lifetime Value (CLV) ta
Customer Engagement Value (CEV) 3 noka3sHukaMmu peH-
TabeNLHOCTI, TUHAMIKY TIPOJAXKiB 1 pUHKOBOI YaCTKH.

JIst mocsiTHEHHST TIOCTaBIEHOI METH CHOPMYIIHOBAHO
Ta BUPIIICHO TaKi HAYKOBI 3aBJIaHHS:

- 3MIHCHATH OLIHKY EKOHOMIYHOI €(eKTHBHOCTI
MIEPCOHAJI30BAHOTO MAapKETHUHTY Ta HOTro BILTHBY Ha (i-
HAHCOBY CTaOIIbHICTh €NEKTPOTEXHITHIX KOMITaHii;

- JOCIIIINTH B3a€MO3B’SI30K MK PIBHEM 33JI0BOJIE-
HocTi B2B-Ki1i€HTIB Ta KIIIOYOBUMH (hiHAHCOBUMH ITOKA3-
HUKaMH, BU3HAYUTH 3aKOHOMIPHOCTI BIUIMBY KJIIEHTCBHKOT
JIOSUTBHOCTI Ha AWHAMIKY PO3BUTKY IiIPHEMCTB;

- npoaHajizyBaTH iHTerpanbHi Merpuku CLV,
CEV, CRV ta CKV, ouinutu ixHio poins y popmyBaHHi
JIOBTOCTPOKOBOI IIIHHOCTI KJII€HTIB Ta (piHAHCOBOI pe3yiIb-
TaTUBHOCTI KOMIIaHIMH;
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- BU3HAYUTH OCOOJIMBOCTI BIPOBAUKEHHS IEPCO-
HaJII30BaHUX CTpATeriil y JisUIbHICTD €JIEeKTPOTEXHIYHUX
KOMIIaHiH, OIIIHUTH IXHIO €()EeKTHBHICTb y KOHTEKCTI 30i-
JbIICHHS! PUHKOBOI YacTKM Ta IMOKpAmeHHS (hiHAHCOBUX
MMOKa3HHKIB;

- PO3pOOUTH PEKOMEHAIIIT 010 ONTHMI3aIlii KiTi-
€HTCHKOI TIOJIITUKU €JEKTPOTEXHIYHUX KOMIAaHiH, OpieH-
TOBAaHOI Ha MiABUIICHHS PiBHS JOSUIbHOCTI B2B-KimieHTIB
Ta (PiHAHCOBOI CTIHKOCTI MiATIPHEMCTB.

Peamizamist OkpecieHnX 3aBIaHb JO3BOJIUTH KOMILIEK-
CHO OIIIHUTH e()eKTUBHICTH MEPCOHATI30BaHNX MapKETHH-
TOBUX CTpaTeriii, oOTpyHTyBaTH ixHiil BIUTUB Ha (iHAH-
COBY CTaOULIBHICTh EJIEKTPOTEXHIYHMX KOMMaHii Ta chop-
MYBaTH HayKOBO-NIPAKTUYHI 3acajay iX MOAAJBLIOTO PO3-
BUTKY.

Bukiaan ocHOBHUX pe3yabTaTiB A0CTiUKeHHA. Y pa-
MKax TAHOT'O HayKOBOT'O JOCIIKCHHS HaMH 0YJI0 00paHo
HACTYITHI MOJENi OiHIOBaHHA mepcoHamizamnii: Customer
Lifetime Value (CLV) — st BU3HAYEHHS JOBrOCTPOKOBOT
uigHocTi kimieHTiB; Customer Engagement Value (CEV) —
JUIA OIHIOBaHHS BHECKY KII€HTIB depe3 pedepanbHi

CLV=yY

ne R¢— noxonu, C; — Butpary, d — AUCKOHTHA CTaBKa.

O1miHKa IIaTIXKHOT JUCIUIUIIHU KIIIEHTIB € BaKIIMBUM
MMOKa3HUKOM (piHAHCOBO1 CTAO1IBHOCTI KoMTIaHii. BoHa mo-
3BOJISIE OLIHUTH, HACKITBKHA CBOE€YACHO KIIIEHTH pO3paxo-
BYIOTHCSI 332 OTPHMaHi MOCIYTH YW TOBapH, i BU3HAYUTU

YacTtka 1e6iTopchbKoi 3a00proBaHoCTi =

IMokaszuuk ROA (Return on Assets) — xapakrepu3sye pe-
HTaOENbHICTh aKTHBIB Ta € OJTHUM 13 KIIFOYOBHUX (iHAHCO-
BHX METPHK, IO BigoOpaxkae e()eKTUBHICTh BUKOPHUCTAHHS
aKTHBIB KOMITAHi1 11 OTpUMaHHS YHCTOTO IPHOYTKY. Bu-
COKi 3HA4YCHHS MOKAa3HWKA BKa3ylOTh Ha ONTHMAalbHE

nporpamMu Ta ydacth y (opMmyBaHHI mpoxaykriB; Net
Promoter Score (NPS) — st OIiHIOBaHHS PiBHSI JIOSITEHO-
CTi Ta TOTOBHOCTI KITi€HTIB PEKOMEHIYBAaTH €JIEKTPOTEXHi-
YHY KOMIIaHiIo.

Jlnst aHamizy BIUIMBY MEPCOHATI30BAaHUX MapKETHHIO-
BUX CTparterii Ha (iHAHCOBI MOKA3HWKH Ta JOSIBHICTH
B2B xutieHTiB 0y110 00paHO /1eB’SITh BITYUN3HIHUX €IEKTPO-
TEXHIYHUX KOMIAaHIi{ i3 CerMEHTY BUPOOHMLTBA BHCOKO-
BOJIbTHOTO 0OJ1aiHaHHs. Bin0ip 3aiiicHIOBaBCS 3a KpUTEpi-
SIMHU: 3HAUYIL[ICTh Ha PHUHKY, HAsIBHICTH (DIHAHCOBHX 3BITIB
3a 2021-2023 poku Ta BUKOPUCTaHHS IIEPCOHATIZ0BAHUX
MapKeTHHTOBHUX CTpaTerid. Y JOCIHiKeHHI BUKOPUCTAHO
(hiHAHCOBI 3BITH Ta CTATUCTUYHI JaHi MOJI0 KIIFOYOBUX PH-
HKOBUX IMOKa3HUKIB [18].

Mopens CLV (Customer Lifetime Value) — Buznauae
OUiKyBaHy YHCTY BapTICTb, Ky KII€HT IPUHOCUTH KOMIIa-
Hil 3a Bech nepion cmiBmpai. [{e KIrro90BHil MOKa3HUK IS
OLIIHIOBaHHS €()EKTUBHOCTI MEPCOHANII30BAHOI0 MAPKETH-
HI'y Ta YIpaBIIiHHS B3a€EMOJIEI0 3 KIIEHTaMH Ta PO3paxo-
BYETHCS 32 POPMYIIOHO:

T (Rt—Ct)
=1 ey (1)

PU3UKH, TOB’s3aHI 3 MPOCTPOYCHHAM IUIATEXKiB. YacTka
nebiTopchKoi 3a00proBaHOCTI MIANPHEMCTBA BH3HAUa-
€TBCA 33 HACTYITHOIO (hopMyIIoro:

JleGiTopcbka 3a60proBaHicTh % 100%. (2)

O06csru npopaxis

YIOpaBITiHHS aKTUBaMH, TOJI SIK HU3bKE a00 Bix’€MHE 3Ha-
YEeHHS CBIIYMTH MPO MPOOJIEMH B YIPABIiHHI peCypcaMu.
[Toxa3HuK peHTabeNbHOCTI aKTUBIB PO3PAaXOBYIOTH 3a (o-
PMyJI010:

ROA = Yuctuit npubyTok - 100%. (3)

3araibHi aKTUBH

ETanu aHanizy BUIECHABEICHUX MMOKA3HUKIB mependa-
YalOTh: OIIHIOBaHHS (DIHAHCOBUX MOKA3HUKIB €JIEKTPOTEX-
HIYHAX KOMIIaHiH; MPOBEICHHA MOPIBHIBHOIO aHANI3y
pe3yIbTaTiB BIPOBAKEHHS MTEPCOHATI30BaHNX CTPATETIH;
OIIiHIOBAaHHS BIUIMBY IIEpCOHAII3AI1 HA JIOAIBHICTH KITi€H-
TiB.

Bumeokpecnennii miaxia 1o3Boisie 3a0e3MeunTi KOM-
IUIGKCHUH aHalli3 e(PeKTUBHOCTI MEPCOHANI30BAHUX Map-
KETHHI'OBHX CTpaTeriil Ha OCHOBI (iHAHCOBHX MOKA3HUKIB
€JICKTPOTEXHIYHUX KOMIIaHIH.

Amnani3 ocHOBHUX () iHAHCOBUX IOKAa3HUKIB BUPOOHH-
KiB BUCOKOBOJIbTHOTO OONajgHanHHs 3a nepion 2021-2023
POKH TIpeicTaBieHO y Ta0m. 1.

Ha ocHoBi aHani3y ¢iHaHcoBHX MOKa3HUKIB 3a 2021—
2023 pokw, mpeacTaBIeHUX y Tabmumi 1, MokHaA 3poOuTH
HACTYITHI BHUCHOBKH I[0JI0 PO3BUTKY E€JIEKTPOTEXHIYHUX
komnaHid. TOB «EmekTpocBiT» NEMOHCTPY€E 3pOCTaHHS
nponaxis Ha 135,5 % i mpubyTky Ha 151,6 %. 3HIKCHHS

Je0iTopchkoi 3aboproBanocti kommanii Ha 38,8 % cBia-
4aTh NMpo e()eKTUBHY CTPATETiI0 YIPaBIIHHA pecypcaMu.
Cgoero ueproro, TOB «EHEPIIDKUT'PYII» memoncTpye
3pocTanHs ponaxis Ha 94,9% i npuOyTky Ha 223,6%, mo
3aCBiUy€ YCIINTHICTh TIEPCOHANI30BAHIX MapKETHHIOBHX
migxoniB. 3a TOB «PBA» BimcTexxyeTbcst yHIKaIBHE 3pO-
CTaHHs NpojaxiB Ha 8256% i1 npubyTtky Ha 11367% 3a-
BASKM arpecuBHid puHkoBil crparerii. 3a TOB «EJIC-
IMAYEP» cnocrepiraemo 3poctanHsi npoaaxis Ha 111%,
npubyTky — Ha 133% uepe3 po3mUpPEeHHS ACOPTHUMEHTY
nponykri 6i3Hecy. T30B «BII «EJIEKTPOCEPBIC» ta
TOB «CIKAM YKPATHA» 3acBinuyioTh cTabinbHuii po-
3BUTOK 13 3pOCTaHHsIM TponaxiB Ha 27,3% 3a ogHOYac-
HOTO TOKpamieHHs (inaHcoBux moka3HukiB (39,8% ta
601,7% sinmosigHo). Haromicte TOB «ABM AMIIEP»,
TOB «BHCOKOBOJIbTHUI COIO3 - P3BA», TOB
«TBK EJIEKTPOCUCTEMU YKPAIHW» nemoHcTpy-
FOTh 3HAYHE 3HWKCHHS MpoaaxiB i mpuoOyTky. Haitbinpmie
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MaaiHHs BiJICTCXKYEThCS 3a TOB «TBK
EJIEKTPOCUCTEMU VYKPATHU, mo cBiguurs mpo

KPHM30BHH CTaH EJIEKTPOTEXHIYHOT KOMIaHiI.

Tabauys 1

AHaJi3 0CHOBHUX (PiHAHCOBHMX MOKA3HUKIB BITYUM3HHUX €JIeKTPOTEXHIYHMX KOMIaHii 3a mepiog 2021-2023 pp.

O0csarn . Yucruii npu- | 3mina yu- . .
. 3miHa 00- 3miHa geditop-
K . npoAakiB y . 0yTOK (30MTOK) CTOro ..
oMIIaHis csAriB npo- cbKoi 3a60pro-
2023p., c o B 2023 p., MJIH npuoy- o
naxiB, % . BaHoCTi, %
MJIH TPH TpH TKY, %
TOB «Enekrpocsit» 812,991 +135,5 24,085 +151,6 -38,8
TOB «EHEPJUKUT'PYII» 485,745 +94,9 12,948 +223,6 +245,2
TOB «<ABM AMIIEP» 58,323 -52,3 (1,793) -177,7 -83,7
TOB «BUCOKOBOJIbTHUI COIO3 - 120,468 -64,3 (2,316) -195,7 -44,3
P3BA»
TOB «PBA» 28,834 +8,256 3,943 +11,367 +1,324
T30B «BIT «<EJIEKTPOCEPBIC» 375,406 +27,3 18,708 +39,8 +0,8
TOB «TBK 16,138 -88,4 (4,116) -25,5 +309,0
EJIEKTPOCUCTEMU YKPATHW»
TOB «CIKAM YKPATHA» 148,352 +27,3 12,679 +601,7 +60,6
TOB «EAC-TTAVEP» 281,564 +111,0 25,103 +133,0 +82,0

Joicepeno: chopMOBaHO aBTOpAMU Ha OCHOBI CTATHCTUYHUX JaHHX [18]

PesynbraTi aHami3y 3acBiIYyIOTH T€, 10 KOMITAHII-Ji-
JIepy aKTHBHO BIIPOBAJKYIOTh IIEPCOHAII30BaHI CTpaTerii,
SIKI TIOKPAIYIOTh KIIEHTCHKHIA JTOCBIJ, ONTHMIi3YIOTh BU-
TpaTH Ta 3MILHIOIOTH (DiHAHCOBY ITUCLUILIIHY, 3a0e3meuy-
I0YM CTaliJbHE 3POCTaHHS Ta KOHKYPEHTHI IEepeBarw.
Kommnasii 31 3HIKEHHAM e(heKTUBHOCTI CTHKAIOTHCS 3 TIPO-
OmemMaMu BUTpAT, NediTOpChKOI1 3a00proBaHOCTI Ta BTpa-
TOIO MO3MLIN HA PUHKY. Pe3ysbTaTH NOCHiKEHHS CIIyTy-
I0Th OCHOBOIO JUISl IOQJIBIIIOTO BUBYCHHS BIUIUBY II€PCO-
Hasti3amii.

JU1s monanpIioi OWIHKM BIUIMBY IEPCOHANII30BAHUX
cTpareriii Ha piHaHCOBI MOKAa3HUKHM KOMITIaHIH 3aCTOCY€EMO
merox Kumar V., Shah D. [lauwuii meron [12] mpezacras-
JICHO 1HTETPOBAHOI0 KOHLENTYaJbHOI MOJEIUTI0 (hOopMy-
BaHHS 1 MIATPUMAaHHS JIOSUIBHOCTI KJI€HTIB, sSIKa IPYHTY-
€TbCs Ha 0araTOBUMipHOMY ITiJIX0/li, OCHOBHI ACIIEKTH SIKOT
BKJIIOYAIOTh: PO3BUTOK MOBEIIHKOBOI JOSUILHOCTI: Bpaxy-
BaHHS aKTHBHOCTI KJI€HTA B TPAH3aKIisAX, 110 IiJICHIIOE

MepCcoHai30BaHi KOMyHikalii; (opMyBaHHS aTHUTIOJHOT
JIOSTIBHOCTI:  aKIIGHTYEThCSI Ha 3HAYCHHI EMOI[HHOrO
3B’s13Ky MIXK KJIIEHTOM 1 OpEHJIOM, SIKHi CTA€ OCHOBOIO JI0B-
TOCTPOKOBHX BiIHOCHH; BILIHMB JIOSIBHOCTI Ha TPHOYTKO-
BICTh: BUKOpHUCTaHHA NMOKa3HUKIB CLV 115 oIiHKH peanb-
HO1 BapTOCTi KJIi€HTA.

VY SKOCTI METpPHK AJsl OWIHKM JIOSUIBHOCTI aBTOPH
Kumar V., Shah D. [12] npononytots Hactynui: RFM
(Recency, Frequency, Monetary Value) — ais ouisku no-
BelniHKoBO1 akTMBHOCTi Kimienti;) CLV  (Customer
Lifetime Value) — asst oriHIOBaHHS PiBHS CYKYITHHX J10XO0-
JIiB IPOTATOM yCi€l B3aEMOJIIT 3 KIIIEHTOM.

Ha HactynmHOMY eTari 1aHOTO HAyKOBOTO TOCITiKSHHS
chokxycyeMo yBary Ha OILIHIOBaHHI piYHUX 3HAYEHb MTOKa-
3arka CLV B po3pi3i KIIOYOBUX CICKTPOTEXHIYHUX KOM-
MaHif, pe3ysbTaTH PO3PaXyHKIB SIKOTO MPEICTaBICHO B
Tabm.2.

Tabnuys 2
Hoxa3zunku CLV Ta KII€EHTCHKOI JTOSUIBHOCTI BITYM3HAHUX €JICKTPOTEXHIYHUX KOMIIAHIH
3a nannmu 2021-2023 poky
Komnanist Cepegniizi piuHmuii go- Cepenniii piunuii yncrni CLV, muln

Xig, MJIH TpH npudyTox (30MTOK), MJIH TPH I'pH
TOB «EnekrpocBiT» 538,041 15,364 13,04
TOB «EHEPJDKUT PVYII» 293,120 7,240 8,75
TOB «<ABM AMIIEP» 78,018 0,935 -1,91
TOB «BUCOKOBOJIbTHUI COO3 - P3BA» 202,980 19,091 -17,36
TOB «PBA» 14,589 1,95 3,18
T30B «BII «EJIEKTPOCEPBIC» 309,516 13,091 11,92
TOB «TBK EJEKTPOCUCTEMM YKPATHW» 72,405 9,522 -8,65
TOB «CIKAM YKPATHA» 160,089 14,430 13,07
TOB «EJIC-TTAYEP» 205,651 15,659 10,87

icepeno: po3paxoBaHO aBTOPaMK Ha OCHOBI CTATHCTUYHIX JaHUX [12]

TakuM 9rHOM, BUCOKHUH piBeHb mokasumka CLV wma-
I0OTh  HACTYIHI  enekTpoTexHiuHi kommanii: TOB
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3acBiquye eeKTHBHY B3aeMo/ito 3 B2B kmienramu. Haro-
MICTh €JEKTpPOTEeXHi4HI KommaHii, Bkmowatoun: TOB
«ABM AMIIEP», TOB «BUCOKOBOJIbTHHUI1 COIO3
- P3BAy, TOB «TBK
EJIEKTPOCUCTEMMU VYKPATHU», MaioTh KpHTHYHO
HU3bKI 3HaucHHs moka3Huka CLV uepe3 30UTKOBICTH Jis-
JTBHOCTI 1 iHaHCOBI TpynHOIIi. Ha Hamry gymKy, ontumi-
3amis piBHS ONEpaIiiifHuX BUTpAT JaHUX KOMIAaHIN H MOK-
patmeHHs Ae0iTOPChKOI TUCIUILIIHA MOXYTh 3HAYHO ITiJI-
BHUIIIUTH TOBTOCTPOKOBY BapTicTh B2B kiieHTIB.

Y paMKax AaHOTO HayKOBOTO JOCIIJDKEHHS 3acTOCy-
eMo OararoBuMipHy Mozenb Kumar V., Shah D. [12] mis
OLIIHIOBAHHS B3a€MOJI BITYM3HSIHHMX EJIEKTPOTEXHIYHUX
KOMIIaHiH 3 KJIi€HTaMH, 110 0a3yeThcs Ha iHTerpauii ¢i-
HAHCOBUX 1 He(DIHAHCOBUX MOKA3HUKIB. OCHOBHUM KOMIIO-
HEHTOM JaHOi MOZEJI € IHTerpajibHUi MOKa3HUK HIHHOCTI
sanydenns kmienTiB (Customer Engagement Value, CEV),

SIKMI BKJTFOYA€ HACTYITHI CKJIAJIOBI:

1) Customer Lifetime Value (CLV) — noka3Huk
JIOBFOCTPOKOBOT €KOHOMIYHOT I[IHHOCTI KJTI€HTA, SIKHii Bpa-
XOBY€ HOro JOXOJHICTh, BUTPATH Ha OOCIyrOBYBaHHS Ta
JMCKOHTHY ctaBky; 2) Customer Referral Value (CRV) -
IIHHICTh KJTI€HTA, SIKa BUMIPIOEThCS HOTO 3/1aTHICTIO 3aiTy-
YaTH HOBHX KII€HTIB dYepe3 pedepaibHi mporpamu; 3)
Customer Influencer Value (CIV) — BmiuB KkiieHTa, 30K-
peMa Ha TOBEHIHKY IHIIUX 3aMOBHHKIB Ta ()OpMYBaHHS
imimky komnanii; 4) Customer Knowledge Value (CKV) —
iHpopMamiliHa IIHHICTH KIIiEHTa, sIKa BimoOpaxkae iHoro
BHECOK y PO3pOOKY HOBHUX ITPOJIYKTIB UM BJOCKOHAJICHHS
ICHYFOUHX TIOCHYT.

TakuM 4YWHOM, IiHTerpanbHHK MOKa3HUK Customer
Engagement Value (CEV) po3paxoByIOTh SIK CyMy YCiX
BUIIENIEPEPAXOBAHHUX CKJIAJOBHUX:

CEV = CLV + CRV + CIV + CKV. 4)

OCHOBHOIO MeTOI0 iHTerpasbHOro nokasxuka CEV e
KOMILIEKCHA OLIHKA KII€HTCHLKOI B3a€MO/II, 1[0 J03BOJISE
aJanTyBaTH MapKEeTHHIOBI CTpATeTil 10 pealbHUX MOTped
CIOXXMBa4iB. BUKOPHUCTAaHHS IBOTO MiAXOAY B €IEKTPOTE-
XHIYHUX KOMMAHISIX CHpHUSE OLIHII (hiHAHCOBOTO BHECKY
B2B xJ1i€HTIB, a TaKOX IXHBOTO BIUIMBY Ha PO3BHTOK Ope-
HAY Ta iIHHOBAITii.

[paxtnune 3nadenHs kounennii CEV momnsrae y Bu-
3HAUEHHI CTPATETIYHUX IPIOPUTETIB Yepe3 CEerMEeHTAlilo
KIIIEHTCHKOT 0a3u 3a BHECKOM Y BapTicTh Oi3Hecy. lle mae
3MOTY PO3POOJIATH NEPCOHATI30BaH1 CTPATETIi YIIpaBIiHHS
JIOSUTBHICTIO JIJIS1 TiIBUIICHHS JIOBrOCTPOKOBOI MPUOYTKO-
Bocti. BomHouac CEV BimkpuBae HOBI NEpCIEKTHBU

OIIIHKKA TEPCOHATI30BAHOT0 MAapKETHHTY, IOTOMAararyu
IZICHTU(IKYBaTH HAWOIIIBIII I[IHHUX KIIIEHTIB K 3 CKOHOMi-
YHOI, TaK i comianbHOI ToukH 30py. [lixxin Biamosinae cy-
YaCHUM TEHJICHIIISIM IHTeTpallii BeMUKUX JaHUX y OizHec-
MIPOIECH Ta € ePEKTHBHUM y KOHTEKCTI H(POBOT TpaHC-
(dopmarrii.

J1s i ABUIIIEHHS TOYHOCTI JAHUX aBTOPH MPOTIOHYIOTh
BHKOPHCTOBYBATH arperoBaHi iHAEKCH iCTOpil B3aeMOIii
13 KJII€HTaMH, SIKi BPaxoOBYIOTh HE(iHAHCOBI MOKa3HUKU
yepe3 CTaHmapTH30BaHi BaroBi koedimientw. [lami mis
aHaImi3y B3sTO 3i craructidHol iHdopmarii [18]. Pesyis-
tatu po3paxyHkiB CEV mis BITYM3HSHUX €TEKTPOTEXHIU-
HHUX KOMIIaHIi HaBeIeHo B Ta0auIi 3.

Tabruys 3
Pe3ysibTaTH po3paxyHKiB iHTerpajbHOro MOKa3HUKa WiHHOCTI 3ay4eHHs KiieHTiB (CEV)
JUISl BITYM3HAHUX €JIEKTPOTEXHIYHUX KoMNaHiii 3a nanumu 2023 poky
Komnanis Mg}'{':_/l’m CR:;;:;MH y(l-\jalt)/z’[ )(,:M}i:;" CEV, ym.on.
TOB «Enekrpocsit» 13,04 50 15 8 27,54
TOB «EHEP/DKUI'PVYII» 8,75 35 0,8 10 23,05
TOB «ABM AMIIEP» -1,91 1,0 0,25 5 4,34
TOB «BUCOKOBOJIbTHUI COIO3 - P3BA» -17,36 0,5 0,5 2 -14,36
TOB «PBA» -131,3 0,3 0,333 1 -129,67
T30B «BII «EJIEKTPOCEPBIC» 11,92 4,5 1,143 7 24,56
TOB «TBK EJIEKTPOCUCTEMU YKPATHI» -8,65 2,0 0,25 3 -3,4
TOB «CIKAM VKPAIHA» 13,07 30 1,0 6 23,07
TOB «EJC-TTAYEP» 10,87 4,0 1,2 9 25,07

[icepeno: po3paxoBaHO aBTOPAMH HA OCHOBI [16]

Bucoki mokasuuku CLV ta CRV xapakrepHi s nije-
piB puHKy, Takux sk TOB «Enextpocsit» (27,54 ym.ox.),
T30B «BII «<EJIEKTPOCEPBIC» (24,56 ym.ox.) Ta TOB
«EAC ITAYEP» (25,07 ym.o01.), 10 TiATBEPDKYE BasKIH-
BicTh (piHAHCOBOI cTabNBHOCTI ¥ pedepambHUX mporpam.
Huseki abo Bix’eMHI 3HAUEHHS IUX MTOKA3HUKIB CBIAYATH
mpo ciabKe YOpaBIiHHA KIIEHTCBKOIO 0azoi0 Ta

BIJICyTHICTb TIEPCOHANII30BAHUX CTPATETIH.

JlaHi enexTpoTexHIYHI KOMIIaHii 3a0e3nedyoTh 3Hau-
HUH (iHaHCOBUIT BHECOK (BHCOKMIA piBeHs CLV) Ta MaroTh
aKTUBHY 3aJy4CHICTh KII€HTIB uUepe3 pedepanbHi Ipo-
rpaMu ¥ CHIBIpaIio B iHHOBALIHHUX IpOeEKTax. Takox
BOHH BHKOPHCTOBYIOTh €(DEKTHBHI IIEpCOHAII30BaHI cTpa-
Terii, 1O CHOPUSIOTH  TMiABUIICHHIO  pIBHA  iX
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Exonomiunuii npocmip

KOHKYPEHTOCIIPOMO>KHOCTI.

Jlo eneKTpOTEeXHIYHUX KOMIIaHii 3 MOMIpHUM 3HAuY€H-
M CEV moxna Bimnectu: TOB «EHEPKUIPVII»
(23,05 ym.on) ta TOB «CIKAM VKPAIHA» 23,07
(ym.on.). JlaHi eneKTpOTEXHIYHI KOMIIaHil MaloTh 30ajaH-
COBaHI NOKa3HMKH, 110 BinoOpakae crabinpHUN (inaHCcO-
BHI BHECOK KIIIEHTIB Ta IIOMipHY aKTHBHICTh Y pedepais-
HUX IIporpamax. TakuM 4MHOM, Ii KOMMaHii MaloTh MOTe-
HITiaJl 10 3pOCTaHHs iHTerpaabHOro nmokazuuka CEV -
XOM MOCHIIEHHS pedeparpHol Ta iHGopMaIliifHOT IIHHOCTI
kiienTiB (CRV ta CKV).

Jlo xoMmaHii 3 HU3BKMM a00 HETaTHMBHUM 3HAUYEHHSM
inTerpanbHoro nokasuuka CEV, 3a maHuMu mpoBeAeHUX
pospaxyHkiB, BimHocsThCS: TOB «ABM AMIIEP» (4,34
YM.O]I.) Ta TOB «TBK EJIEKTPOCHUCTEMUA
VYKPATHW» (3,4 ym.011.). KpUTHUYHO HU3BKi 3HAYEHHS T10-
kasHukiB CEV naHuMX eleKTpOTeXHIYHMX KOMIIaHid 3a-
CBIUYIOTh HEIOCTAaTHIO (DiHAHCOBY CTIHKIiCTh (BiJ’ €MHUIMA
CLV) Ta HU3BKHIA PiBeHb 3aJy4YCHOCTI KII€HTIB IO CTBO-
peHHs momatkoBoi miHHOCTI. CBoero uepror, TOB
«BUCOKOBOJIbTHUIA COIO3 - P3BA» Ta TOB «PBA»
MaloTh HaWTipIIi 3HAYEHHS 33 IHTETPAIILbHIM MTOKa3HUKOM
CEV - -14,36 Ta -129.67 BigmoBigno. Y Bumanky TOB
«PBA» nie moB’s13aHo 3 1i HOBHM CTaTyCcOM Ha PHHKY, 1 IO-
TpeOye 3HAYHUX 1HBECTHIIIN A5 cTadimizarii GiHaHCOBUX
MTOKa3HUKIB Ta TOOYAOBH JIOSIIBHOI KINI€HTCHKOT 06a3m. J{ns
MOJINIIEHHS CUTYaMii JaHi eNeKTPOTeXHIuHI KOMIIaHii Ma-
IOTB 30CEPEUTHUCS Ha 3aTy4eHHI HOBHUX KJIIEHTIB uepes pe-
¢depanphi porpamu (CRV) Ta migBUINEHH] 1XHBOI TOBro-
cTpokoBoi QinancoBoi ninHocti (CLV).

BumeBukiazsene 1o3Bosste chopMyBaTH peKOMEHAALT
JUIS KOMIIAHIH-TiepiB 3a IHTErpaJbHUM TOKAa3HUKOM
CEV, 3zokpema s TOB «EnextpocBity, T30B «BII
«EJIEKTPOCEPBIC» ta TOB «EJC-ITAYEP» — mpono-
BXKYBaTH 1HBECTYyBaTH B iHHOBAIiifHI porpamu W miJgBH-
mryBaTH iH(popMatiiHy ninHicTh KiienTiB (CKV). Komma-
HisIM 3 cepeIHIMH 3HAYCHHSIMH IHTETPaJIbHOTO MOKAa3HUKA
CEV - TOB «EHEPDKUI'PYII» ta TOB «CIKAM
VYKPATHA» — akueHTyBaTH yBary Ha TOCHIEHHI pedepa-
TpHEX Tporpam s 36inemenas CRV. KommnaniaM i3 Hu-
3bKHM 3HAYEHHSIMHU IHTErpanbHOro nokasuuka CEV, 30k-
pema: TOB «ABM AMIIEP», TOB
«BYCOKOBOJIbTHUM COIO3 - P3BAy», TOB «PBA» —
30cepequTHcs Ha cTadimizauii GpiHaHCOBHX MOKa3HMKIB Ta
BIIPOBAJPKEHHI 0a30BUX IHCTPYMEHTIB yIIPABIIHHS KIIIEHT-
CBHKOIO 0a3010.

Pe3ynpratn  po3paxyHKiB

CBig4YaTh, III0 BHCOKI

Yactka 1ebiTopchkoi 3a00proBaHoCTi =

Pesynbrat po3paxyHKiB MUTOMOI Baru Ae0ITOPCHKOT
3a00pPTrOBAHOCTI BITYM3HSIHUX €JICKTPOTECXHIYHHX KOMIIA-
Hili B 2021-2023 pp. HaBegeHO B TabI. 4.

3a pesynbraTaMu mpoBeAeHux gociimkers TOB «Exe-
ktpocBiTy, TOB «ABM AMIIEP», TOB «PBA» nemon-
CTPYIOTh TOKPAIICHHS IUIATIXKHOI AWCIUILTIHA KII€HTIB,
10 3MEHIIY€E PU3UKH HETOBEPHEHHS 3a00prOBaHOCTEH.
TOB «EJIC-ITAYEP» Takox IeMOHCTpY€ aKTHBHICTb KJIi-
€HTIB, OAHaK NOTpeOye TOCHIEHOro (HiHAHCOBOTO
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spayeHHss CLV, CRV, CIV ta CKV € xiIro4oBUMH IS
e(EKTHBHOTO YIPABIIIHHS KIIEHTCHKOIO 023010 EIeKTPOTe-
XHIYHUX KoMrmaHii. KommaHii, ki akTHBHO BIPOBAKY-
I0Th TIEPCOHAJII30BaHI CTparerii, JOCATaroTh Kpallux pe-
3yJBTATiB Y (POPMYBaHHI TOBrOCTPOKOBOI IIHHOCTI KITi€H-
TiB. [l xommaHii i3 Bix’€MHUM 3HAYCHHSM iHTETPalb-
Horo moka3Huka CEV HeoOXigHO TepMiHOBO MOKpalry-
BaTH () iHAHCOBY CTAOULIBHICTP 1 MiJBHUILYBATH JOSIbHICTH
B2B xieHTiB.

[Ile ogHMM BaXJIMBHM €TarioM (piHAHCOBOTO aHaIizy
TUSTTBHOCTI €NMEKTPOTEXHIYHUX KOMIIaHIH € OI[iHIOBaHHS
MmIaThbKHOT mucuuiuiiHd B2B kiieHTIB, 110 J03BOJISIE BU-
3HAYNTH e(PEKTUBHICTh yNpPaBIiHHS 1e0iTOPCHKOIO 3a00p-
TOBaHICTIO Ta IPOTHO3YBaTH PU3HMKH HeIuaTexiB. Merto-
JIMKa pO3paxyHKy YacTKU JeOITOpChKOi 3a00proBaHOCTI
BiJI IPOJIAXKIB € BOXKJIMBUM 1HCTPYMECHTOM JUTA 11eHTH(DiKa-
il MpoOJEeMHUX KIIEHTIB i ()OPMYBaHHS NEPCOHAII30BA-
HUX cTpareriid B3aemomii. Jlo nmpukiamy, HaykoBmi Morgan
N.A., Rego L.L. [15] ta Reinartz W.J., Kumar V. [16], na-
TOJIOMIYIOTH Ha B3a€EMO3B’ 3Ky MIXK IJIATIKHOIO AACITUILITI-
HOIO, KITIEHTCHKOIO JIOSUTHHICTIO Ta 3arajlbHAMHU (iHaHCO-
BUMH MOKa3HUKAMH. [1€s bOTO MiAXOMY IOJATAE B TOMY,
100 OIIHUTH YacTKy 00OPOTHOTO KaIliTaly, 3aJy9IeHOTO Y
JIeOITOPCHKY 3a00prOBaHICTh Ta MPOAHANI3YBATH 11 BILJIHB
Ha 3arajgbHy (DiHAHCOBY €(EKTHBHICTh. MeETOX M03BOJISIE
BU3HAYUTH NPOOJIEMHUX KIIIEHTIB, OLIIHUTH PU3UKHU HETlIa-
TEXIB Ta ONTUMI3yBaTH B3aEMOJIII0 3 KIIIEHTCHKOIO 0a3010.

V naykoeux mparsx Anderson E.W., Mittal V. [9] 3a-
3HAYCHO, 0 3HIDKCHHS YacTKU Je0ITOPChKOI 3a00prosa-
HOCTI CHpHs€ TMOKPAIICHHIO (D iHAHCOBUX MOKA3HHKIB, Ta-
KHX K pEeHTAa0CNbHICTh aKTHBIB Ta OOIrOBICTH KaIliTaly.
ABTOpH CTBEPUKYIOT, IO 3B’ SI3KH B JIAHIIIOTY «3aJI0BOJIE-
HICTB-TIPUOYTOK» € aCHMETPUYHUMHE Ta HemiHinHuMH. [le
03Havae, 0 BIUTHB 3MiH Y 38JJ0BOJICHOCTI KJTI€HTIB Ha IPH-
OyTKOBICTH KOMITaHi1 MOKE BapiFOBATH 3AJICXKHO BiJI oYa-
TKOBOT'O PiBHS 33{0BOJICHOCTI Ta iHIIHMX (PakTopiB. CBOEO
yeprorw, Reinartz W., Kumar V. [16] narosiomyots, 1o
el TOKa3HUK € e(eKTUBHUM IHCTPYMEHTOM ISl BHU3HA-
YEHHS PiBHA IUIATDKHOI AUCITUILTIHY KITI€HTIB, 1110 BIUTUBAE
Ha JIOSUTBHICTB 1 JOBTOCTPOKOBY CITiBIIPAITIO.

IIpoBeaemo anami3 1ediTOPChKOI 3a00ProBaHOCTI BIT-
YM3HSHUX EJIEKTPOTEXHIYHMX KOMIIaHIH SK eJIeMEHTa KOM-
TUIEKCHOTO (DiHAHCOBOTO YNPABIIHHS KIIEHTCHKOIO 0a3010
3 aKIEHTOM Ha MEePCOHAJI30BaHI IMiIX0IH eJIEKTPOTEXHIY-
HUX KommnaHiil. [Ilutoma Bara nebitopcbkoi 3a00proBaHo-
CTi PO3PaxoOBYETHCS 32 (OPMYJIOIO:

__ JlebiTopchka 3a60proBaHicTh

x 100%. ()

O6c¢sr mpoaaxis

KOHTPOJIIO Yepe3 3pOCTaHHS MUTOMOI Baru JeOiTOPCHKOL
3aboproBanocTi. Kputiune 3pocTanHs nuTomMoi Baru ae0i-
TOpchKoi 3aboproBaHocTi BinmOyBaetbess Ha TOB «TBK
EJIEKTPOCUCTEMU YKPATHU», mo Bumarae Tepmi-
HOBHX 3axoniB st cTabumizamii curyamii. TOB
«EHEPJDKMIPYIl», TOB «BUCOKOBOJIbTHUI
COI03 - P3BA», TOB «CIKAM YKPATHA» notpe6yroTs
JIOAATKOBOTO KOHTPOJIIO THIATIXHOI ANCIIUIUTIHY JUTS 3aI10-
OiraHHs 3pOCTaHHIO PU3HKIB.
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Tabnuys 4
IInToma Bara nediTopcbkoi 3a60proBaHOCTi BITYN3HAHNX eJeKTPOTeXHIYHNX KoMnaHiii B 2021-2023 pp., %
Komnanis 2021 2022 2023 Junamika, myHKTIiB
TOB «Enekrpocsit» 40,6 26,6 10,6 -30,0
TOB «EHEP/DKUI'PVYII» 53 16,3 9,5 4,2
TOB «ABM AMIIEP» 8,8 10,8 3,0 -5,8
TOB «BUCOKOBOJIbTHUI COIO3 - P3BA» 25,0 16,0 39,0 14,0
TOB «PBA» - 158,3 27,0 -131,3
T30B «BII «kEJIEKTPOCEPBIC» 10,3 17,4 12,0 1,7
TOB «TBK EJJEKTPOCUCTEMU YKPATHI» 6,9 60,8 309,0 302,1
TOB «CIKAM YKPATHA» 16,2 13,5 171 0,9
TOB «EJIC- ITAYEP» 18,2 22,5 28,7 10,5

Joicepeno: po3paxoBaHO aBTOpaMH Ha OCHOBI [1,13]

IMokazuuk ROA (Return on Assets) € oxHi€ero i3 Kiro-
40BUX (PIHAHCOBUX METPHK, 110 BiToOpaxkae epeKTUBHICT

ROA =

3aranpHi

Bucoxkuit piBens nokaznnka ROA Bkasye Ha ontuma-
JIbHE YIPaBIIiHHS aKTHBAaMH, TOAI SIK HU3bKe a00 BiJ’eMHE
3HAYEHHS MMOKAa3HUKA — CBIAYUTH PO IPOOJIEMHU B yIIpaB-
JIHHI pecypcamu.

Yuctuii npubyToK

BUKOPHCTaHHS aKTHUBIB KOMIAHII U1 OTPUMAaHHS YUCTOTO
nprOYTKY Ta OOYUCIIOETHCS 32 (POPMYJIIOIO:

- 100%. (6)

AKTUBU

Y3aranbHEHHS 3HaYCHb S()CKTUBHOCTI BUKOPUCTAHHS
AKTUBIB BITYM3HSIHHUX EJICKTPOTEXHIYHUX KOMIIAHIT JUIst
OTPUMAHHS YUCTOTO MPUOYTKY MPEACTABICHO y Tabm.5.

Tabnuys 5

Po3paxyHnku egeKTHBHOCTI BUKOPHCTAHHS AKTHBIB BITUH3HAHHUX €JIEKTPOTEXHIYHMX KOMIAHiM
3a nanumu 2023 poky

. Yucrnii npudyToxk, 3araanmi ak- ROA,
Komnanisn THBH, MJIH o
MJIH TPH Yo
rpH
TOB «EnekrpocBit» 24,085 200 12,04
TOB «EHEPJDKUTPYII» 12,948 150 8,63
TOB «<ABM AMIIEP» 1,793 50 -3,59
TOB «BUCOKOBOJIbTHUI COIO3 - P3BA» 2,316 40 -5,79
TOB «PBA» 18,708 120 15,59
T30B «BII «kEJIEKTPOCEPBIC» 4,116 60 -6,86
TOB «TBK EJJEKTPOCUCTEMU VKPATHI» 3,943 30 13,14
TOB «CIKAM YKPATHA» 12,679 90 14,09
TOB «EJC-ITAVEP» 25,103 180 13,95

Joicepeno: po3paxoBaHO aBTOPaMH Ha OCHOBI [1,12]

3a pesymeraramu obunciens, TOB «PBA» ta TOB
«CIKAM YKPATHA» eMOHCTpyI0Th HaiiBUIILY eeKTHB-
HICTh BUKOPHCTaHHS aKTHBIB Ha piBHi 15,59% Ta 14,09%
BiJINIOBIJTHO, 1[0 CBIAYMTH MPO ONTUMAJILHE YIPABIIHHS
pecypcamu kommaniin. TOB «EJIC-TTAYEP» Takox moka-
3y€ BUCOKHH piBE€Hb €()EKTUBHOCTI BUKOPUCTAHHS aKTHBIB
Ha piBHi 13,95%, 1m0 minTBepaKye ePeKTUBHICT yIpaB-
niHHsg aktuBamu. CepeqHii piBeHb €PeKTHBHOCTI BUKOPH-
CTaHHS aKTUBIB JeMOHCTpYIoTh TOB «EmextpocBiT» Ta
TOB «TBK EJIEKTPOCUCTEMM YKPAIHW» na piBHi
12,04% Ta 13,14% BiOmoBigHO, IO MATBEPIKYE iXHIO (i-
HAHCOBY CTIiHKICTB.

Kommanii TOB «ABM AMIIEP», TOB
«BUCOKOBOJIbTHHI COIO3 - P3BA» Ta TOB «TBK

EJIEKTPOCUCTEMU YKPATHU» Maroth HU3BKY edek-
THUBHICTb, 110 CBIMYUTH PO HEOOXIMHICTh BIOCKOHAICHHS
cTpateriii ynpapiinasa. TakuM YWHOM, €IEKTPOTEXHIYHI
KOMIIaHii 3 HU3bkuM piBHeM ROA moBHHHI 30cepeinTHCH
Ha ONTUMI3alil onepauiiiHuX BUTPAT 1 BJIOCKOHAJIEHHI yII-
paBiinHs akTuBaMu. CBO€IO 4eproo, sl KOMIaHii-iije-
pIB 3a MOKAa3HUKOM e()eKTHBHOCTI BUKOPUCTAHHS aKTHBIB
MOJKHA PEKOMEHTyBaTH 30epirat cTpaTeriqanii pokyc Ha
IHHOBAI[ISX Ta MiATPUMII BECOKOI SIKOCTI MOCTYT, IO Ha-
nmaroTbest B2B ximienTaM. 3aranoM ais O0yIb-sKOi eIeKTpo-
TEXHIYHOT KOMIIaHI1 JOUUIPHO BU3HAYHUTH KOHKPETHI il
IS T IBMINEHHS 3HaYeHHs noka3Huka ROA, BKIroYaouu
PO3BUTOK HOBUX HAINPSIMKIB JisUIBHOCTI Ta ONTUMI3aIliio
ICHYIOUYHX IPOIIECIB.
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BaTMBUM acIeKTOM IbOTO JOCIIKCHHS € IHTEeTpalis
METPHK 33JI0BOJIEHOCTI Ta JIosIbHOCTI B2B KItieHTIB y cu-
CTeMy IPOTHO3YBaHHS (DiHAHCOBUX MOKA3HUKIB €ICKTPO-
TEXHIYHHUX KOMIaHii. Y podorax Morgan N.A. i Rego L.L.
[17] migxpecnaeHo 3HAYYIIICTh X METPHK IS IPOTHO3Y-
BaHHS (DIHAHCOBHX pE3yJbTAaTiB. ABTOPH MPOMOHYIOTH
KOMIUTEKCHHUH TiIX1T 10 IX iHTerpamii y Moaesi OiHKH pe-
HTaOeNBbHOCTI, TMHAMIKH TIPOJIaXKiB i pHHKOBOI YacTKu. B
OCHOBI JaHOI KOHIETIIT ITepe10aueHo JOCHTiHKEHHS KII0-
YOBMX IIOKa3HHUKIB, SKI JO3BOJISIIOTH OIUHWTH B3ac-
MO3B’ 530K MK 33/I0BOJICHICTIO KJII€HTIB Ta (JiHAHCOBUMH
nokasHuKamu, cepen skux: 1) Top 2 Box Ratings — yactka
KJI€HTIB, SIKi OI[IHIOIOTH JIOCBiJl HAa HAUBUIIOMY piBHI. 2)
Net Promoter Score (NPS) — moka3sHHK CXHJIBHOCTI KJTi€H-
TiB PEKOMEHAyBaTH KOMITaHito iHmM. 3) CKapru KJIi€HTiB

PiBenn [TigBumeHus
3a2JI0BOJICHHS piBHS
KJIIEHTIB JIOSLIIBHOCTI

— OIiHKa BIUIMBY HEraTHMBHUX BIATYKIB Ha (hiHAHCOBI pe-
3yJIBTATH.

Coip BiI3HAYWTH, IO 33/J0BOJICHI KII€HTU CHPHSIOTH
MIBUILIEHHIO HACTYIHUX METPHK, cepel sikux: 1) Penra-
OenpHIiCTh BanoBoro npudytky (Gross Margin) — 30i1b-
HICHHS Map>KUHAIBHOCTI 3aBJSIKM MOBTOPHUM MOKYIKaM.
2) Munamika obcsriB nponaxis (Sales Growth) — crabi-
JBHE 3POCTAHHS 3aB/ISKU JIOSUIPHOCTI KITi€HTIB. 3) PuaKoBa
yactka (Market Share) — 30epe)xeHHsI KOHKYPEHTHOT 103U~
il Ha PUHKY.

3anpornoHoBaHa MOAENb IHTETPallil METPUK 33J0BOJIC-
HOCTI Ta JIosuTbHOCTI B2B KIIi€HTIB B cHCTEeMy MPOTHO3Y-
BaHH (HiHAHCOBUX IMOKA3HUKIB OyAye€ThCS HA MIEBHIH JIOTi-
YHIH MTOCTiTOBHOCTI, IpeCTaBIeHIN Ha puc. 1.

Posmmpenns 3pocranHs
. . (biHaHCOBHUX
KJIIEHTCHKOT 0a3u HOKASHIKIE

Puc.1. Moaens nporao3yBaHHsI (piHAHCOBOI €(pEeKTUBHOCTI HA OCHOBI METPHUK KIII€HTCHKOT JIOSUTHOCTL
Jlicepeno: chopMoBaHO aBTOpaMH Ha OcHOBI [9,11,16]

Pe3ynbraTH OLIHIOBaHHS BIUIMBY METPHK 33JI0BOJICHO-
cti B2B kiieHTiB Ha KirouoBi (iHAHCOBI pe3yJbTaTh

BITYM3HSHUX CJICKTPOTEXHIYHUX KOMIAHIi HABEICHO Y
TalI1. 6.

Tabauys 6

OuiHoBaHHA BIVIMBY METPHK 32/10B0JIeHOCTi B2B kiieHTiB Ha K/11040Bi (piHaHCOBI pe3yabTaTn
BiTUM3HSIHMX €JIeKTPOTeXHIYHUX KOMMaHii

PenTabenbnicTh .
. Junamika npo- Punkona ya-
Komnanis BaJIOBOI0 Npuoy- c o o
o naxis, % cTKa, %
TKY, %

TOB «EnextpocBiT» 59 +135,5 20,0
TOB «EHEPJDKUT'PYII» 55 +94,9 15,0
TOB «<ABM AMIIEP» 53 -52,3 50
TOB «BUCOKOBOJIbTHUI COIO3 — P3BA» 115 -64,3 4,0
TOB «PBA» 10,3 +27,3 10,0
T30B «BII «EJIEKTPOCEPBIC» 24,4 -88,4 15,0
TOB «TBK EJJEKTPOCUCTEMM YKPATHN» 21,4 +8,256 3,0
TOB «CIKAM VYkpaina» 30,6 +27,3 8,0
TOB «EJIC-ITAVEP» 18,7 +111,0 12,0

Joicepeno: po3paxoBaHo aBTopamu Ha ocHoBi [13,15,16,17]

Ha ocHoBi ganux Tabmuili 6 MoxHa 3pOOUTH TaKi BH-
cHoBku. Jlinepu puHKy, 30kpema TOB «EnekrpocBiT
(+135,5%) Ta TOB «EJAC-TTAYEP» (+111,0%) nemoH-
CTPYIOTh HaMBHIILy JUHAMIKY TPOJAXIB 1 3HAYHY PHHKOBY
gactky (20% Ta 12% BIAMOBIAHO), IO CBIYUTH MPO ede-
KTUBHICTH NepcoHaiti3oBaHux crpaterii. TOB «PBA»
(+27,3%) Ta TOB «CIKAM YKPATHA» (+27,3%) ne-
MOHCTPYIOTh CTaOiTbHUN PO3BUTOK 32 BUCOKOI peHTade-
meHOCTI (10,3% Ta 30,6%), mo 3abe3mnedye M CTiHKi mo-
3unii Ha puHKY. TOB «ABM AMIIEP» (-52,3%) ta TOB
«BUCOKOBOJIbTHUI COIO3 - P3BA» (-64,3%) ne-
MOHCTPYIOTh HU3bKi TOKa3HUKH peHTabenbHocTi (5,3% Ta
11,5%) 1 3HauHE MaAiHHA MPOJAXKIB, IO CBIAYUTH PO TIO-
TpeOy y MOKpAIICHH] KTI€HTCHKOI MO TUKH.
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3aranom iHTeTrpallis METPHK 3aI0BOJICHOCTI Ta JIOSIIb-
HOCTI y (hiHaHCOBI Moieli foromarae OyyBaTu cTpaTerii
JUISL IOBFOCTPOKOBOTO PO3BUTKY, ITiIBUIILYIOYH KOHKY-
PEHTOCHPOMOXKHICTD 1 )JIHAHCOBY CTAOIIBHICTB.

3arpornoHoBaHi MiIxo/11 3a0€3Me4y0Th KOMIUIEKCHUH
aHayi3 (hiHAHCOBOI €(h)eKTUBHOCTI Ta B3aEMOJIIT KOMIIaHIl
i3 KJTIIEHTaAMH, J03BOJIIIOYH BUSBIIATH MPOOISMHI AUITHKA
Ta (hopmyBaTn epekTHBHI cTparerii. Y3arajpHeHi IToKa3-
HUKH ctaHoM Ha 2023 pik [Ta0:x. 8] cBigyark, mo Komma-
HisM i3 Bucokumu CEV, takum sik TOB «EnexTpocBiTy,
TOB «EJIC ITayep» ta T30B «BII
«EJIEKTPOCEPBIC», nouinsHo po3mupioBatu pedepa-
JBHUIM MapKeTHHT JJIsl 3aTy4eHHS HOBUX KJIIEHTIB 1 cTa0i-
JILHOTO PO3BHUTKY.
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Tabauys 7

Y3aranabH004i N0Ka3HUKH (PIHAHCOBOI Ta KIIEHTCHKOI e()eKTUBHOCTI YKPAIHCBKHUX
¢J1eKTPOTEeXHIYHUX KOMINaHiil cTanoM Ha 2023 pik

' CLV, CEV, ROA., I[I/IHaMiga I‘IaCT"Ka nebitop- 3l\{l-iHa ne6iTopchb-
Kommanis N MPOJIAXKIB, CBbKOI 3a00proBa- | Koi 3a00prosa-HO-
MJIHTPH | YyM.OZ. % % HocTi. % ori 1 .
, % , IYHKTIB

TOB «EnekrpocBiT» 13,04 27,54 12,04 135,5 10,6 -30,0
TOB «EHEPJDKUT'PVYII» 8,75 23,05 8,63 94,9 9,5 472
TOB «ABM AMIIEP» -1,91 4,34 -3,59 -52,3 3,0 -5,8
TOB «BUCOKOBOJIbTHUI -17,36 -14,36 -5,79 -64,3 39,0 14,0
COIO03 - P3BA»
TOB «PBA» 11,92 24 56 15,59 27,3 12,0 1,7
T30B «BII «kEJIEKTPOCEPBIC» -8,65 -3,4 -6,86 -88,4 309,0 302,1
TOB «TBK JIEKTPOCUCTEMH 13,07 23,07 14,09 27,3 17,1 0,9
VKPATHI»
TOB «EJIC-ITAYEP» 10,87 25,07 13,95 111,0 28,7 10,5

Loicepeno: chopMOBaHO aBTOPaMU Ha OCHOBI CTATHCTUYHMX JaHUX [1,13]

Kommanism i3 cepenniMu nokazuukamu CEV, sk-or
TOB «EHEPJIDKUTPYII», TOB «TBK
EJIEKTPOCUCTEMM YKPATHU» ta TOB «PBAy, pe-
KOMEH/IOBaHO aKTHBi3yBaTH poOOTY HaJ IiABUIICHHSM pi-
BHS TUTATKHOI AUCIUILUTIHY KITIEHTIB 1 3aiTydaTH iX 10 po-
3p0OKH HOBHX MPOAYKTIB i mociyT. [ kommaHiii i3 HU3b-
kumu 3HaueHHsasmu CLV 1 CEV, takux sx TOB «ABM
AMIIEP» 1a TOB «BUCOKOBOJIbTHUI COIO3 -
P3BA», He0OXi1HO BIIPOBaI)KyBaTH TEXHOJIOTI4HI IHHOBa-
il, 30KpeMa IITYYHHH THTEJNEKT JJIsi TOYHOTO IPOTHO3Y-
BaHHS KJII€EHTCHKOI MTOBEIIHKU Ta 3MCHIIICHHS PU3UKIB He-
TUIATEXKIB.

BucHoBku. BukiajzieHi TeOpETHKO-METO 10O IUHI M-
XOJIY JI0 aHaIi3y IHTErpajbHOrO MMOKa3HUKa [IIHHOCTI 3aJ1y-
YeHHS KIIEHTIB, a TAKOX IUIATIKHOT TUCIUILTIHA Ta e(eK-
TUBHOCTI BUKOPHCTAHHS aKTHBIB KOMIIaHil, J03BOJISIOTH
c(hopMyBaTH KOMIUIEKCHY CHCTEMY OIIIHFOBaHHS (piHAHCO-
BUX 1 He (DiHAHCOBUX IMOKa3HUKIB €()eKTUBHOCTI IIEPCOHA-
J30BaHUX MAapKETHHTOBHX CTpaTerii. 3amnponoHoBaHa

OaraTtopiBHEBa MOJIEIb OLIIHKU KIIEHTCHKOT IIIHHOCTI 0a3y-
€TbCS HAa KOMOiHOBaHOMY aHamizi nokasHukiB CLV Ta
CEV, Brmouatoun pedepansuy (CRV), BmmBoBy (CIV)
ta iHdopmaniiiny (CKV) miHHICTD KJIIEHTIB. AIanTOBaHO
BU3HAYCHHS ©()EKTUBHOCTI BHKOPHCTAaHHS AaKTHBIB IS
OLIIHIOBAHHS MEPCOHAJII30BaHUX CTPATErii eJIeKTPOTEeXHi-
YHUX KOMIMAaHiH, 110 BHUSBISIE 3B’S30K MIX YIPaBIIHHIM
AKTUBaMHM TAKHX KOMITaHIN Ta JOsuTbHICTIO B2B KItieHTiB.
YI0CKOHAJIEHO CErMEHTAIlI0 KIIIEHTChKOI 0a3u eJeKTpo-
TEeXHIYHUX KOMNaHi# 3 ypaxyBaunHsam metpuk CEV, 1o mo-
3BOJISIE OiJIBIII TOYHO MPOTHO3YBATH JIOBIOCTPOKOBY B3a€-
Mozito 3 B2B kiienTamu.

TakuM 9UHOM, HayKOBO OOTPYHTOBaHI KOHIICTITyaJIbHI
TMTOJIOXKEHHSI, TEOPETUKO-METOI0JIOTIUHI 3acaju, PEICTaB-
JICHI METOJIMYHI IiIXOX Ta MPAKTHYHI PEKOMEHIAIIIT J10-
3BOJISIFOTB 3/IICHUTH I'PYHTOBHUI aHaJIi3 BIUIMBY IIEPCOHA-
J30BaHUX MAapKETHHIOBHX CTpaTeriii Ha KJIFOYOBi (iHaH-
COBI1 OKA3HUKH Ta JIOSUTbHICTh B2B KII€HTIB BITYM3HIHUX
CJIEKTPOTEXHIYHUX KOMITaHIH.
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	11,92
	ТЗОВ «ВП «ЕЛЕКТРОСЕРВІС»
	-3,4
	3
	0,25
	2,0
	-8,65
	ТОВ «ТВК ЕЛЕКТРОСИСТЕМИ УКРАЇНИ»
	23,07
	6
	1,0
	3,0
	13,07
	ТОВ «СІКАМ УКРАЇНА»

