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METOJUKA OIIHKU PEHTABEJbHOCTI IHBECTHIIIA (ROI)
Y PPC-KAMIAHIAX: 1OCBIA MAPKETUHI'OBOI'O ATEHTCTBA

KonrtekctHa pexnama 3a moxaemnto Pay-Per-Click (PPC) mocinae mentpanibHe
Miciie y cTpykTypi digital-mapkeTHHTOBHX BHTpaT cydacHoro OizHecy [4]. 3a
omiHKamMu BceykpaiHChKkoi pekiIaMHOI Koamilii, PUHOK KOHTEKCTHOI pEKJIaMu B
VYkpaini y 2024-2025 pokax Mokasye CTIHKE 3pOCTaHHS MOTMPU BUKJIUKKA BOEHHOTO
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ctany. Taka TeHJICHIIisl 3yMOBJICHAa aKTUBHOIO AupkuTaiizamiero [1]. He3paxxaroum Ha
11 KJIFOYOBOIO TPOOJIEMOIO € BIJICYTHICTh Y PEKJIAMOJABIIIB BIAMOBITHUX M1AXOIIB 110
ominku peHTabensHocTi PPC-inBectuiiii (Return on Investment, ROI).

[IpoBeaeHuit HaMu aHaji3 areHTChKOI 3BITHOCTI BUSIBUB 3arpO3JIMBY TE€HJICHIIIIO:
CHUCTEeMHa pO30DKHICTh MIXK JCKJIapoBaHOI0 performance-opieHTOBaHICTIO ar€HTCTB Ta
pearbHUMH MeTojaMu OIiHkM edekTuBHOCTI. Ha mpukmami arentctBa Performics
BCTAHOBJIEHO, 0 62 % KIIIEHTIB OTPUMYIOTh 3BITHICTh BUKIIOYHO 32 MOKa3HUKOM
ROAS (Return on Ad Spend), sixuii He BpaxoBye co0iBapTICTh MPOIYKIIl Ta MOBHI
BUTpaTH Ha MapKeTuHT. [loBHOIIHHY 613HeC-ROI-0o1inKy MaroTh uie 23 % KITi€HTIB,
a 1Ie MepeBaXHO BeJHKi e-commerce-kommanii 3 CRM-inTerpariero. [lutoma Bara
KJI1€HTIB 3 Bi'eMHUM 013Hec-ROI npu nozutusHOMy ROAS ctanoBuTts 15 %, 1110 sIBHO
JE€MOHCTpY€ HEOE3MEUHICTh OTOTOKHEHHS Ha3BaHUX MMOKA3HHUKIB.

Hamu BcTaHBoJIeHO, IO MOMIMPEHOIO MPAKTUYHOIO MOMUIIKOIO € BUKOPUCTAHHS
ROAS sk cunonimy ROI, xoua teopetnuna 6a3a digital-MapkeTUHTy pO3MEKOBYE IIi
tepMidH [3]. @opmyna noBHoro 613Hec-ROI € BigminHot0: ROI = (Banosuii npubyTok
Bi1 PPC — IloBHi Butparu Ha PPC) / IloBH1 Butpatn Ha PPC x 100 %, ne moBHi
BUTpPATH BKJIIOYAIOTh HE Julle pekiaMHui OrojxeT (Ad Spend), ame i areHTCbKY
KOMICIIO, BapTiCTh AHAJITUYHUX IHCTPYMEHTIB Ta pekjIaMHUX MarepianiB. s e-
commerce KII€HTa 3 MapKUHaIbHICTIO 28 % mopir 6e330uTtkoBocTi 32 ROAS
CTaHOBUTH 3,57X; mpH YMOBHINA areHTChKii Komicii 15 % Big Oromkery meu mopir
3pocTtae 10 4,11x. Skio koMmaniss He 6epe 10 yBaru i€l pi3HMUII, TO 1€ TPU3BOJAUTD
710 TOMWJIKOBUX PIIIEHb 00 MacIITa0yBaHHs KaMITaHiil.

OKpeMoI0 METOJ0JIOTIYHOI0 MPOOJIEMOI0 € BUOIp MOl aTpuOyLii KOHBEPCIi.
Hocmimkennss Google mokasye, mo mepexi Bi aTpUOYyIii «OCTaHHIM KIIK» 10
anroputMmivyHoi Mmojeni Data-Driven Attribution Mo)ke 3MIHUTH OLIHKY €()EKTUBHOCTI
KaHaJIIB OTPUMABIIM OUIbIl TIMOWHHUM aHami3 KOXXHOTO 1HCTpymeHTa [2]. B
are’HTchKkid mpaktuil Performics mnepeBaxkHa OutbimicTh KimieHTIB (69 %)
BUKOPUCTOBYIOTH aTPUOYII0 3a OCTAaHHIM KJIIKOM, IO CHCTEMHO TMEPEOIIHIOE
«3aKpuBaro4l» KaHaiau (OpeHIOBUM TONIYK, PpETApreTUHr) Ta HEJOOLIHIOE
«BIAKpUBaIOU» (MeAliiHa pekiama, colladbHl MepeXkl y BEpXHii YaCTHHI BOPOHKH).

BpaxoByroun BuHIlIEBUKIIaJIeHE, HaMHU OyJI0 po3po0JeHO Ta amnpoOOBaHO
aBTOPCHbKY METOAMKY KoMIuiekcHoro aHaiizy ROI PPC-kamnaniii, o ckiagaeTbes 3
TPHOX pIBHIB: ormepariiinoro (moaeHuuii/motmkHeBuit monitopunr CTR, CPC,
CVR); Taktranoro (momicstunnii aHaaiz ROAS, CPA, Share of Voice); ctpaTeriasoro
(mokBapraneHul po3paxyHok Oi3Hec-ROI Ha ocHoBi «KapTku Map>KWHAJIBLHOCTI
KIJII€EHTa»). 3alporNOHOBAHMA HAMU aJTOPUTM yHOpaBmHChKUX pimeds ARMPPC
CTPYKTYpY€ Tpoliec pearyBaHHs Ha BiaxuieHHs ROI: MoniTopunr — JliarHocTuka
npuunHn — Bubip ramyseBo-cnenudiunux 3axoaiB — Orinka edekry. ['anyseBa
JeTani3alis ajlropuTMy BpaxoOBYE BIIMIHHOCTI MIX e-commerce (Mmapxka 15-30%,
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Shopping-dopmatu), GpiHaHcOBUMHU mocayramu (oBruii uukia pimenss, LTV-based
bidding) Ta B2B-cermentom (CPL sk nepsunnuit KPI, CRM-iaTerpartis).

[TimoTHEe BIpoOBaKEHHSI METOIUKH IS IT'SITH KITIEHTIB areHTCTBA MpoTsarom Q4
2024 — Q1 2025 moxkazano cepemane 3poctanHsa 0i3Hec-ROI Ha 17,2 BiCOTKOBHX
nyaktd — 3 +3,1 % npo +20,3 %. HailiBumuii edekt 3adikcoBaHO y CErMEHTI
¢dinancoBux nociayr (+20,4 m.m.) 3aBaaxku BrpoBamxkeHHI0 CPA-mimiTiB Ta CRM-
1HTerpaIli 1y CKOPUHTY SKOCTI JiAiB. [IpoBeneHe HaMu TOCTIKEHHS MATBEP/KYE
MpaKTUUHY IIHHICTH nepexoay Bin ROAS-opienToBanoro mo mossorinHoro ROI-
Opi€HTOBaHOTO ympaBiiHHs PPC-kammaHissMu B areHTChKINA MOJIEIII.

[TimcymMOByrOYHM pe3yJbTaTH JAHOTO JOCIIIHKEHHS, MU MOYKEMO HaroJIOCUTH Ha
METO0JIOTTYHINA HEKOPEKTHOCTI OlIHKK edekTuBHOCTI PPC-iHBecTHIH, sika HUHI €
cucteMHoro npodiemoro Ukrainian performance-mapkeTuHTy. 3aponoHOBaHa HAMU
TpupiBHEBa MeToauka Ta anroput™™ ARMPPC 3abesneuyroTh iHCTpyMeHTapiid s
Mepexojly areHTCTB BiJl JCKJIApPATUBHOTO JIO PEATIbHOTO YMPAaBIIHHS PEHTA0EIbHICTIO
kimeaTcbkux PPC-1aBecTHIii.
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CTPATEI'TYHA AJAIITALIIA MIZDKHAPOJHUX MAPKETUHI'OBUX
CTPATEI'TI B YMOBAX 'EONNOJITUYHOI HECTABLIBHOCTI

CydacHe mmo6albHe €KOHOMIYHE CEPEIOBHINE BCE OLIBINE XapaKTEPHU3y€EThCS
TEOIOITUYHOI0 HECTAOUIBbHICTIO, BKIIIOYAIOYM 30pOiHI KOH(IIIKTH, EKOHOMIYHI
CaHKIII1, TOPTOBEJIbHI BIHH, TIOJMITUYHY (hparMeHTAIliI0, pEeTyISTOPHY HEBU3HAYCHICTh
Ta TIOPYIICHHS TIO0ATBHUX JIAHITIOTIB MOCTAaBOK. Li mporiecu CyTTeEBO BIUIMBAIOThH Ha
(YHKIIOHYBaHHS MDKHApPOAHMX PHUHKIB 1 BUMAararoThb BiJl KOMIIaHIM mepersigy
TPaIULIMHUX TIIXOAIB 0 YHPABIIHHA MIKHAPOJHUM MApKETUHIOM. 3a TaKUX YMOB
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